
American Multifamily is passionate.  
They are strong in their resolve to pro-
vide the highest quality and the low-
est cost for the multifamily market.  
Thanks to their ability to do so, they 
have clients that keep coming back for 
more and allow the company to con-
tinue their successful two decade ten-
ure in the industry.

Company Profile

American Multifamily, also known as 
American Constructors, was founded 
in 1989 by current CEO and Presi-
dent Greg Parker.  The company is 
headquartered in Huntington Beach, 
California and their projects have 
stretched to New Mexico, Texas, and 
throughout their home state.  They 

currently have 55 employees and 
specialize in multifamily housing for 
adults, seniors, and students, and af-
fordable housing for low-income.  

American has also completed renova-
tions, seismic retrofitting, and historic 
preservation projects.  Remarkably, 
the company has self-performed up to 
80 percent of the trade work on some 
projects with in house work crews 
completing demolition, excavation, 
concrete, steel-erection, framing, ma-
sonry, plaster, drywall, painting, and 
high-pressure epoxy injection to re-
pair seismically damaged concrete.

Their range of clients is equally im-
pressive, catering to various markets 
in the industry: private clients such as 

Pulte, Lennar, CIM Group, Standard 
Pacific Homes, Legacy Partners and 
Newhall Land and Farming; univer-
sity clients, including the University of 
California at Los Angeles, California 
State University Stanislaus, and Chap-
man University; typically, approxi-
mately one third of the Company’s 
clients come from the prevailing wage 
sector.

With an annual revenue in 2007 of 
$120 million, the economy has recent-
ly slashed that number to $75 million.  
Preparing for this downturn, Ameri-
can has a plan that will help them rise 
above the crisis in the housing market 
and the world economy.  

A current project that is representa-
tive of American’s work in downtown 
Los Angeles is on the Wilshire Miracle 
Mile, a project developed by Legacy 
Partner. This $75 million project is 
slated to be complete in spring of 
2010.  The 164-unit luxury mixed use 
complex will have an art deco style 
when it is complete.  This project is 
particularly challenging because of its 
five floors of bearing steel stud fram-
ing and complex design with five lev-
els of apartments over three stories of 
structured retail and parking.

In addition to the work in Los Ange-
les, American has also completed sev-
eral projects in downtown Anaheim, 
California that included five sepa-
rate buildings that encompass three 
blocks.  Each building in this mixed 
use complex with its own architect. 
One has a museum on the first floor.
  
Reasons for Success

When American hires new employ-
ees, they are immediately taught the 
company’s six tenets to success: no 
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surprises, perception is reality, trust 
is fragile, manage expectations, after-
taste is everything—in other words, 
deal with the “tough stuff” as it arises 
rather than waiting and allowing it to 
accumulate to be dealt with at the end 
of a project; “deal with things as they 
occur so you can have a happy ending” 
and accept no less than the best, “rec-
ognizing that what you tolerate, you 
condone,” said Parker.

When interacting within the com-
pany, each employee understands the 
philosophy behind these pillars and 
brings them to the field as well as to 
the office.  “We talk about them when 
someone is employed and weekly at 
staff meetings where we reflect on 
what’s happening, noting if it is con-
sistent with the philosophy and, if not, 
why not,” said Parker.

When hiring new employees, Ameri-
can Constructors looks to those that 
are at the second or third job level be-
cause, historically, they have shown 
the greatest retention rate with the 
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company.  “We have found that recent 
college graduates don’t have a good 
stick rate because our training pro-
grams are geared at training how to 
do things the American way, not how 
to do the work. For our level of work 
most recent graduates need formal job 
training,” said Parker.  

Those at the higher management lev-
els are typically those long-term em-
ployees who have grown from their 
previous positions.  “They have done 
best in the senior roles,” said Parker.  

When the company needs to call on 
subcontractors, they typically turn to 
those with whom they have a history 
and relationship.  Historically, Ameri-
can has been a negotiated contrac-
tor, a market position which has been 
earned with hard work Their sparkling 
reputation has allowed American to 
maintain without the typical market-
ing plan: “in the last ten years, work 
has come to us,” said Parker.  

“Some is still coming, but the markets 

have changed,” admitted Parker.

Their Survival Strategy

With some economists, domestically 
and world wide, deeming the housing 
and mortgage crises as the precur-
sors for the entire economic downfall, 
American has been focusing on find-
ing a path through the storm.  Their 
initiative involves building a mul-
tifamily design/build market. But 
rather than searching for Owners who 
are interested in having their projects 
designed and built by the same entity, 
American has designed a multifam-
ily product line and is marketing this 
product line to multifamily and mixed 
use developers and investors.

“Unfortunately, we had been living 
above our means and we needed to 
bring it down which means an adjust-
ment in size of multifamily units and 
figuring out ways to be able to put 
things together in a more economical 
way than in the past.  We have spent 
a lot of time thinking and brainstorm-
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