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Ideal Contracting-
An Important Part of the
Detroit Community since 1988
By Kelly Parker

MEMBER
PROFILE

When planning the new
435,000 square foot

global headquarters for

its V-6 engine, General Motors set the

bar high.

The goal: to consolidate all division
employees in one location, while

meeting self-imposed requirements for
Minority Business Enterprise (MBE)

participation and playing an active role

in the resurgence of Pontiac, Michi­

gan. Beyond just orchestrating this
massive new project, the company

also planned renovations to existing

workplaces and the introduction of a

host of new employee amenities, all

featuring cutting edge design.
The twist was that GM wanted to

keep previously occupied areas of the

facility operational during the entire

process, which created logistical chal­
lenges that required thinking way out­

side the box (try creating elevated

walkways to connect existing and new

structures while keeping occupied
facilities operational). Ideal Contract­

ing prides itself in excelling at just that

kind of thinking (they constructed the

walkways on the ground, then air-lifted

them into openings cut into the build­

ings), employing it as a matter of
course in their business model and

daily operations.

A 100% MBE general contractor,

the company was formed in 1988 as a

partnership between The Ideal Group ­

honored by General Motors as Supplier

of the Year the last 4 years for its over­

all business performance in providing
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construction service, the only contrac­

tor in GM's worldwide system to man­

age the feat - and the Barton Malow

Company. Ideal's client base includes
industrial, commercial, and financial

and consumer product markets.

As for its willingness to do whatev­
er works - even if it does seem a bit,

well, "atypical" - much of the credit

must go to majority owner Frank Vene­

gas Jr. Recently featured in Inc. Maga­
zine as one of America's 25 Most

Fascinating Entrepreneurs, Mr. Vene­

gas is so open to new ways of doing

things that he's known to keep a pad

and paper on his nightstand should an

epiphany occur in that period between

wake and sleep, when the brain is at

its free-associative peak.
Primarily focused on the industrial

market of the big three (Ford, GM and

Chrysler), Ideal does most of its work
for GM. With self-perform capabilities,

and as a signatory contractor with

many of the local unions, Ideal does its

own excavating, concrete, miscella­

neous steel and interior carpentry work.
"We've built the company based on

skill sets," says VP and General Man­

ager Greg Sorrentino. "When I first got

here, the company had been around for

a couple of years, and they were having

difficulties with where they wanted to

go with it, and about all I knew was the
industrial end, so that's what I decided

to focus on. I hired only people who
were familiar with the industrial market

when we started. We landed a contract

with GM called PDPM (Project Delivery

Program Management), doing con­

struction projects at GM facilities in SE

Michigan that cost under $1 million ­

we almost partner-up with GM in that

regard - and we've done almost 1,700

to date." Those projects might be any­

thing from excavation and concrete
work or office renovation. It was the

first step to sustainable business,

enabled the company to prove to the

supplier base that it was a legitimate

player, and allowed them to develop a
business plan that will see sales for the

company - a roughly $20 million dollar

company at the time - exceed $130
million this year.

One of the keys to managing that

volume of work has been Ideal's foray

into 3D BIM (Building Information Mod­

eling), which allows the company to

construct the buildings virtually, before

a shovel ever goes into the ground.

(Editor's note - For an in-depth look at

this technology, see "Building Informa­

tion Modeling (BIM)" on page 8 of this

issue of "Frontiers.") Doing so allows

Ideal's engineers to identify problem

areas and fix them in the design

process, saving time and money by

eliminating delays before they get onto

the building site. "We were able to

shorten a recent GM project by three
months with this software, and so far,
we've been able to save them some­

thing like $8 million on $190 million

worth of work," says Sorrentino proudly.
"We're always pushing the edge a little

bit at this company, always trying to find

a different way to be efficient."
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