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Welcome to PredictableProfits.com where entrepreneurs and business owners come 
together to outthink, out-earn and outperform their competition so that your business 
can dominate the marketplace and start making more money today. Here is your host. 
Welcome marketing expert Charles Gaudet. 
 
CG:  Hey, everyone. Charlie Gaudet here with Predictable Profits. I've got a really 
exciting guest with us today. His name is Anthony Carrino. If you are an HGTV fan, 
you've probably caught his TV show Wednesdays at 9:30 PM EST. It's called "Kitchen 
Cousins" and he stars in it with his cousin John. It's a great show and I'm a real fan. 
These guys are funny, and they do a lot of great work.  
 
The reason why I brought Anthony on the call is because he and his dad started their 
company, Brunelleschi Construction, in 2004. Now, most people would think that 2004 
was a pretty bad year to start a construction company of any sort, but Anthony and his 
dad took that bold move forward.  
 
Today, at a point where most companies (particularly in the trades industries) are 
suffering, Anthony, his dad and his cousin are moving ahead like gangbusters. I wanted 
to get Anthony on the phone to talk about his life, his experience on TV, how TV has 
benefitted him, and any tips, strategies, and ideas that he can share with you. So 
Anthony, are you there, buddy? 
 
AC:  Charlie, I'm here, man. Thanks for having me. Good to talk to you. 
 
CG:  First of all, dude, what were you thinking? It's 2004, and you're starting a 
construction company. How many people told you, you were nuts? 
 
AC:  None, really. I started very green. I didn't do a lot of outside research or talk to 
many people. There is a history of construction in my family, so I didn't really have to 
figure out how the construction business works. I looked at the market, and that market 
(Hoboken, Jersey City, New Jersey) was still cranking at that time. 
 
I first started working in my father's import/export business trading loud speaker 
components in Europe. Then the Euro arrived. It crushed margins, and because of the 
nature of the business, middlemen got pushed out. So we turned to what we knew best, 
which is restoration, and we did our first brownstone. Twelve months later with 38 
percent profits, we were looking at our next business with no slowdown in sight for our 
particular marketplace. 
 
CG:  When did the slowdown come around? 
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AC:  Well, we worked on two more projects and started a third (which was a large 
one) at the end of 2005. And we were really feeling it. We were in the middle of a 
twenty-two unit warehouse conversion. We were adding two stories on top. We had a 
$7 million plus loan from a bank, but the writing was on the wall at that point. We cut the 
ribbon for the building the day that Lehman went under, and I'm sure you know the rest 
of that story. We had many sleepless nights. It was pretty hairy then.  
 
CG:  Now, it sounds like in 2004, you and your dad decided to start this company. The 
next thing you know, you were doing really well. Is that what happened, or was there a 
ramp-up period for you guys? 
 
AC:  No, that's exactly how it happened. We never started the business with the intent 
of it being a full-time thing. We created an LLC to protect ourselves.  
 
We have very strong roots in Italy, especially Florence. The core of our business is 
restoration. Anybody familiar with the Italian Renaissance period knows about Filippo 
Brunelleschi, a major architect credited with the beginning of the Renaissance. It was 
fun to name the business Brunelleschi, and we were subconsciously branding by doing 
so. 
 
When we bought the building, we said, "Let's do a restoration on this building and see 
how things go." We had confidence in our skills and we knew the kind of product we 
could put out, but we wanted to see if we liked working together in this business and 
how the market responded to our designs. After all, we're not a cookie cutter developer. 
We're not somebody who stamps out unit after unit.  
 
You have to be passionate about what you're doing. You work too many hours of your 
life to not enjoy what you're doing. So, we put all our effort into it, and the response was 
overwhelming. Everyone was asking us what we were going to build next. We sold that 
building out in two weeks.  
 
CG:  Wow, that's fantastic. 
 
AC:  So, at the end of that first year, we realized we had a viable business. We were 
caught a little bit on our heels. In real estate development, you've really got to have 
other projects in the pipeline in order to keep running. There is so much preparation that 
has to be done before a shovel ever hits the ground. 
 
CG: You may not know this, but I used to have a real estate development company. 
 
AC:  I didn't know that. 
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CG:  I did. We built roads. We built neighborhoods. 
 
AC:  It's been a while since those Babson days, buddy. 
 
CG:  Yeah, tell me about it. This is why I was so surprised to hear about you starting a 
construction company at that time, because it took us just as long to sell our last house 
as it did to sell approximately thirty houses prior to that. It was amazing.  
 
I want to take a step back for a second. There's a lot to acknowledge about what drove 
your success, but one of the things you did so damn well was to niche your business by 
associating it with the Italian Renaissance. You can see this on the TV show. People 
just fall in love with it. As you have said, when you look at the kitchens you design, 
they're different than anything else you see anywhere. 
 
AC:  Yes, and we do that with all of our properties. We actually tell people that our 
work may not match everyone's taste. They may not love it. The one thing we promise 
is that what we create is unlike anything else they've seen. We take pride in the design, 
and we take pride in not stamping out units that that can be found everywhere.  
 
Truthfully, we got crushed by the big building we were talking about earlier, but we 
refused to lower the quality or change our design. We kept pumping money into the 
project as the real estate market crumbled around us. We held true to the principle that 
people will pay for a quality product, and they did. Unfortunately, they didn't pay quite 
enough, so we've been digging ourselves out of that for a few years.  
 
But we were able to make good on the loan. We were able to firmly establish our 
reputation in the market with that project. So from a PR and marketing and relationship 
and branding standpoint, that project benefitted us in every way except monetarily. Now 
we're finally starting to see some money trickle in.   
 
CG:  Well, we live in a "vanilla" world where so much of everything is the same. As an 
entrepreneur, you have to give your customers a reason to talk about you and your 
business. As soon as anyone walks into one of your buildings, they can immediately 
notice the difference, and that gives them a reason to talk about you.   
 
AC:  You're absolutely right. And because so many things are different about our 
buildings, people will often ask us if we will customize buildings for them. They realize 
we're not just pumping out the same thing over and over. 
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CG:  Some people might not like your designs, but others will love them. What you're 
doing is you're creating a tribe, a following. You're becoming the leaders in the niche of 
people looking for that particular style. 
 
AC:  Absolutely. And it's impossible to be a designer for everyone. Everybody has 
different taste.  
 
CG:  I'm glad you said that. Most entrepreneurs and designers think they can create 
something for everybody.  
 
AC:  No. You really have to have a focus. You want to make sure you're focusing on a 
big enough piece of the market. TV has obviously been a huge catalyst for us because 
we're now able to showcase our designs to a much broader audience. But if you forget 
about the TV for a minute and just think about our local market of Jersey City, Hoboken, 
Hudson County, New Jersey, we are now really well-known.  
 
We have signs on our buildings. Our logos are distinct. Our vans are all lettered. Our 
crew always has their shirts tucked in and they look professional. People immediately 
associate with that and think, I know these guys. They did that building. They did that 
other building over there. The point is to focus on a niche, and focus on it entirely. 
 
CG:  I think it's Dan Kennedy that says, "the riches are in the niches."  
 
AC:  I like it. 
 
CG:  You also mentioned something that is so important and comes naturally to you, 
and that is that you don't run your business like a stereotypical contractor. The crew 
doesn't show up in a vehicle with rusty holes in the floorboard, torn jeans, stained shirts, 
and dirty boots. Your trucks are clean and your office building is absolutely gorgeous. 
 
AC:  Thank you. We're really proud of our office. We put a lot of effort into getting that 
building. The city was auctioning it off, and we just refused to leave the auction block 
until we owned it. It belongs with our brand. It's a firehouse built in 1896 in the 
Romanesque style and we restored it by hand to its former glory. What better 
showpiece for a company whose core business is restoration and adaptive reuse of 
properties within a city? It's the cornerstone of our branding.  
 
In my junior and senior year at Babson, I interned with Arnold Worldwide, a big 
advertising agency. At the time, I was working on the Volkswagen campaign and I 
believe Royal Caribbean. These guys were always drilling home the concept of 
branding, whether it's your t-shirt, whether it's your van, whether it's your office. You've 
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got to keep this consistent look all the way through everything you do, because you 
never know who's going to see your product.  
 
Maybe somebody hands your business card to somebody else. Three people down the 
line, they Google you and that half-duomo or that orange lettering pops up. That's 
recognizable, and people realize they found who they were looking for. And with the 
number of people trying to make a living out there, you rarely get a second opportunity 
for a customer to embrace you, so you've just got to make sure you're on point.   
 
CG:  I don't often agree with the approach that most big advertising agencies have, but 
I do believe that's spot-on.  
 
AC:  Yes, absolutely. No, I'm not much for the big box advertisers, either, but I took 
that point and I've never let go of it.  
 
CG:  Take us into 2005, now, because a lot of people listening to this podcast are still 
struggling and in pain, wondering how to get out of this. So, take us from 2005 and then 
help us along and give our listeners some ideas. 
 
AC:  By 2005, we were into this warehouse restoration. The loan was in place and the 
personal guarantees were signed, so we weren't going anywhere. It was either give 
back all the money, default on the rest, close up shop with our tail between our legs, 
take the toys, go home and figure out a new approach and start over—or have the 
confidence to fight through it.  
 
As I said, it wasn't without its sleepless nights. I learned what sleepless nights were 
during those years. Anybody who's had their own business remembers their first one. I 
was listening to one of your interviews and you were talking about the cold you felt in 
your chest one night. You never forget that first time you're thinking, Oh, shit! 
 
We had a meeting. I told everybody that I had spent the weekend driving around looking 
at property, and that everyone else was pulling this and pulling that. I don't care what 
they pull. When you're building something, there's an inherent cost that's inside the 
walls. Everybody's got to put in PVC pipe. Everybody's got to put in water lines. 
Everybody's got to build their walls out of medlar wood. Everybody's got to sheetrock it. 
That's the major cost. 
 
Once that's done, you're going to pick your finishes. I'm not talking about Manhattan 
Marketplace where you're going absolutely crazy. I'm talking about higher-end finishes. 
Bosch appliances. Bamboo floors. Cedar stone countertops. We import our kitchens 
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from Italy. Those finishes were not the major cost of the project. The majority of the cost 
was adapting the building to fit a residential lifestyle.  
 
We didn't choose to get away from that. We realized that if we didn't maintain the 
quality, we'd be selling vanilla boxes, just like you said earlier. Anybody could go 
anywhere and buy the same product. We needed to spend the money to maintain the 
quality of the product, and we knew we would get the money back. We realized we 
might not get it all back, and we might have to take our lumps, but we weren't going to 
default on a loan. We're weren't going to go bankrupt. We're weren't going to close up 
shop.   
 
That's basically the way it washed out. It was all private money where we signed 
guarantees in order to get our loan. Everyone who invested was in the industry and 
knew the game. And we didn't get all of our money back, but everybody got a chunk 
back and there was enough to forge ahead and keep going. Because the six of us had 
invested the equity portion, we spread the risk around enough where we didn't get 
completely crushed. I have to say the last three-and-a-half years was nothing but  
fighting tooth and nail every day. The mantra was, "Don't turn it down. Nothing too big. 
Nothing too small." We worked on bathrooms, kitchens, and playrooms. We did a 
couple of restaurants and a bar. 
 
In a market like ours here, you can advertise, but no one is going to go on the Internet  
and hire a general contractor. No one is going to look in the newspaper. It's word of 
mouth in this business, so it has to be a quality product. We did as much as we could 
for as many as we could.  
 
Just before the TV show hit, we were really starting to resonate in our local 
marketplace, and all that hard work was starting to pay off. The phone started ringing on 
a daily basis and we were quoting jobs. I remember probably about three months prior 
to the TV show kicking in, I was quoting a job per week. It was a noticeable change. 
You could hear crickets in our office for quite a long period of time. That was scary. 
 
CG:  Actually, I want to point out a couple of things. Number one, here's my 
shameless little pitch. If you ever want to talk about different ways you can drive more 
business through marketing, give me a buzz and we can talk about that. 
 
A number of people think when the economy is bad they should slash their prices and 
sell cheap. Here is another thing that you did to get your business to where it is now. 
You insisted on catering your business to affluent people, to people with money. People 
that aren't afraid to open up their wallets and to spend a little bit extra for that beautiful 
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Italian Renaissance look. I was actually speaking with someone in the construction 
industry the other day. He told me there's three different types of clients.  
 
There's the A clients, the clients that he absolutely loves to work with. They're fantastic 
and they never give him a problem. The B clients can go either way. They can become 
A or C clients. And the C clients are the ones that give him all the headaches.   
 
I said, "I'm going to bet you a dollar right now that your C clients are the people that try 
to chew you down on the expense right off the bat. They want a lot for nothing, and 
those are the most price sensitive." He said, "Damn, you're right." I'm guessing that 
because you're catering to affluent people, you have a lot less headaches. You enjoy 
the relationship with your clients and you're probably making a heck of a lot more 
money.  
 
AC: Yes, we wind up becoming friends with a lot of the people we work with, and we 
have a lot of repeat business. I think that's pretty spot-on. As far as a rule is concerned, 
that holds pretty strong and fast for me. We like to say that there are jobs that we can't 
afford to take, because you know that you're talking to a person who instantly knows 
more than you, and they're telling you what everything costs. You know that if you take 
that job, you're never going to see the end of it. You can just tell. So yes, I think that's a 
pretty accurate statement. 
 
CG: A lot of business owners are afraid to fire their clients, but sometimes it just has 
to be done.  
 
AC:  Sometimes it's the absolute best thing you can do. If they're hiring you, they're 
hiring you for a reason, and if they're not going to respect that, you can't do business.  
 
CG:  Absolutely. Now, all of us want to know how the heck you got on TV. 
 
AC:  It was the happiest of accidents, really. A female friend of ours threw a charity 
party for us. We had met through mutual friends. She owns a public relations and 
marketing company. We actually won an adaptive reuse restoration award from the 
Jersey City Landmarks Conservancy for the warehouse that I was talking about earlier. 
And again, we didn't make the money, but the accolades were there and the PR was 
there. That was really coming into play. 
 
A couple of months after the party, we ran into Kristin (we run in the same circles) and 
she told us she wanted to talk with us. We sat down one evening in her office, and she 
said, "Listen. You need a TV show." John and I were laughing like crazy. "What do you 
mean we need a TV show? She said, "Hear me out." 
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"We go out to bars and your friends are asking you what's going on with work. Before 
you know it, you're captivating the whole table. You guys are so passionate about what 
you do. You tell people all these anecdotal stories about some crazy thing that 
happened or some joke you played on your cousin. Whatever the case, I'm telling you, 
you need a reality show." 
 
We conceded, and told her she could follow us around with a camera. And doggone it,  
she did! She followed us around for a day. She did a couple of interviews. She then 
cold-called a production company and they were really into it. A couple of weeks later, 
they sent a camera out with their new development people. They filmed with us for a 
day. It just so happened we were doing a kitchen installation. It just so happened that 
HDTV was looking for a kitchen show. 
 
About ten months go by. We don't hear a word. I'm in the office one night at 6:00 PM. 
The phone rings. "Hey, it's so and so. Do you remember us? HDTV wants to do a pilot. 
Are you ready to go?" I think my eyes popped out of my head. I was sitting there and I 
didn't know what to say. And my cousin said, "What happened?" And I said, "Yeah, 
yeah. We're good to go. We're good to go."  
 
So, they gave us a pilot. An executive from HDTV has been our biggest champion. I am 
completely humbled by the level of confidence that she has placed in two guys that 
have never been on TV before. She told our show runner to cut together the first four 
minutes of the pilot. She came back two weeks later. We went out to dinner. She said, 
"Congratulations. You guys have a full first season." 
 
CG:  Wow! Wow! 
 
AC:  I mean, she championed us through all the difficult times and delivered thirteen 
episodes before the pilot was even done, before it aired. Generally what happens is you 
air a pilot, and then they approve it, and then four months later you're on the air. The 
pilot of our show aired along with the next week's episode. You can probably tell by the 
speed with which I speak how crazy it was. I've never multitasked like this in my entire 
life. I didn't know multitasking like this was even possible. It's incredible.  
 
CG:  It speaks a lot to your success. There's a lot of ways to make yourself a celebrity 
in a marketplace. You can work with the media. You can get yourself on TV. You can be 
on the news or the radio or get yourself in a newspaper. You can now see what 
celebrity status does for a business. Like you said, you've never been so busy in your 
life. 
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AC:  Absolutely correct. 
 
CG:  Now, I know you must get swamped day in and day out with people who see 
your television show and they want you to do their projects. How many people are now 
calling? What's the ratio between people who know you're a reality celebrity and people 
who want to work with you because they've seen your work? What's the ratio roughly? 
 
AC:  I'd say it's probably two-thirds TV, one-third local reputation. And I think it's 
moving towards the side of TV just because of the broadcast medium. It would be 
impossible to get as good a reputation or drum up as much local interest without it. We 
have people emailing us and asking if we'll do work in Tennessee. In Oregon. I mean, 
we can design from afar but we really can't fly somewhere and build something.  
 
CG:  Hey, don't tell me that. Heather and I have already got plans to have you come to 
our house when we finally switch gears and start renovating our place. 
 
AC:  Oh, listen. You guys are on the East Coast. I can get up there. That's not a 
problem for you guys. 
 
CG:  You know, this whole thing is being recorded, so I've got your word now. 
 
AC: Now I have to readjust my mentality. For so long it was "do not turn it down" 
because we couldn't afford to go after everything. I always feel a little guilty saying no to 
work. It's a product of the economy we just went through. Now we choose which jobs to 
take because we have a finite amount of resources.  
 
The most important thing I'm learning right now, Charlie, is how to be a boss. I mean, 
it's always been me, my cousin and my dad, and we just worked. I could be in a meeting 
with a bank or I could be digging a hole in the backyard. I'm not too proud to do 
anything. You do what you have to do to accomplish your goals. 
 
But now we've doubled the size of the company. I've got an office manager. I've got a 
new estimator. I've got an on-site project manager. You get so used to going and doing 
and going and doing, and you've got to learn to give up a little control. Hire good people 
and allow them to be autonomous. You've got to trust in your ability to hire them and 
their ability to accomplish the tasks in front of them. It's not easy. 
 
CG:  I can imagine. I know your time is limited because you've got a million things 
going on. You probably have a camera crew staring at your back right now… 
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AC:  Believe it or not, they are sitting at my conference table waiting for me to get off 
this call, but I said, "Listen, man. Babson crew comes first. That's it.  
 
CG:  Well, thanks I appreciate it. Real quick. If you wanted to leave some words of 
wisdom to the listeners on this call, what would those words be? 
 
AC:  I've always been a fighter. My father instilled that in me at a young age. You fight 
for what you believe in and you go after your goals. I mean, I've seen it pretty dark. I've 
been pretty nervous. Fortunately, I am working with my father and at one point he was 
backing 90 percent of what we were doing financially.  
 
Sleepless nights are multiplied when you're looking at losing your family's money. But, 
you've got to be confident in what you're doing. Nobody knows everything. I learn on a 
daily basis. There's always a better way to do something. But you've got to believe in 
what you know, and if you don't have an answer, go and get it. The information is out 
there. The resources are out there. Go talk to people.  
 
Somebody like yourself is a perfect example. If someone goes on the Internet looking 
for help, Charlie, your site comes right up. You talk to people who have the answers,  
you just keep fighting, and you never compromise your vision.  
 
CG:  I'd like to summarize some of the things that you've done, and done so spot-on. 
We talked about the fact that you've created a niche for yourself. You're giving people a 
reason to talk about you and talk about your company. And that, by the way, was a 
huge reason for why you're now on television. TV audiences aren't really attracted to a 
vanilla situation. They want something different. 
 
AC:  You're absolutely right. 
 
CG:  We talked about the fact that you wouldn't compromise the quality of your 
services by lowering your price. That you were dead set on marketing to the affluent. 
You did that spot-on, and that has served you very well. The other thing that you talked 
about was branding, and how you have a very consistent theme from your business 
cards to your website to your vans to your showroom all the way down to the shirts  
your staff wears. I'm sure I'm missing a million other points.  
 
The biggest thing about this call, too, is we're talking about celebrity presence. Yes, you 
were lucky, but you put yourself in the position to receive that luck. 
 
AC:  You're absolutely right. I did want to make that point, and you made it very well. 
The luck was the right person seeing it on television, but the hard work was the 
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branding and all those points that you just mentioned. The TV would never have 
happened if I had been willing to compromise. If we had built these vanilla boxes, 
there'd be nothing interesting about us. So the insistence on doing everything well is 
important.  
 
CG:  Awesome, man. You can watch Anthony on HGTV's "Kitchen Cousins" at 9:30 
PM EST on Wednesdays. Central time it's 8:30 PM. Go to his website. You can see him 
at KitchenCousins.TV.  
 
And if you're interested in a kitchen and you want to try your luck at having Anthony 
build one, you can find him at Bruncon.com. And I highly encourage anybody, 
regardless of where you're calling from, to jump on the TV show, jump on his websites, 
and just look at some of the work he's done. He'll give you some great ideas. Just a 
fascinating story and a really interesting guy. He'll keep you laughing on the TV show.  
 
We've got Anthony Carrino here. "Kitchen Cousins" and Brunelleschi Construction. 
Thanks, Anthony. I appreciate it. 
 
AC:  Charlie, thanks so much, man. It was really a pleasure. Thanks, buddy. 
 
[End of video] 
 
 
 
 


