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MCK Ventures Warns Contractors: Al Adoption
in 2026 Will Separate Industry

MCK Ventures founder Sean Corcoran on
why 2026 is the year of Al adoption,
relationship building, and why strong
brands will always win

BOSTON, MA, UNITED STATES, April 15,
2026 /EINPresswire.com/ -- The
construction industry is at an inflection
point. The U.S. construction market,
valued at $2.2 trillion in 2025, is
projected to grow just 1 to 4 percentin
2026 according to major forecasters
including the U.S. Census Bureau,
Deloitte, and the American Institute of
Architects. That's not stagnation — ——_
that's reorganlzatlc?n. Ar.1d the | \\\\2’ = ’
contractors who will thrive aren't the ‘)

ones with the biggest reputations. :
They're the ones willing to plant seeds,
build networks, and master Al while
everyone else hesitates.

"Here's the real talk," said Sean Corcoran, founder of MCK Ventures LLC. "Al won't replace
contractors. But Al will absolutely replace the people who refuse to use it. At the end of the day,
Al can't replace a strong brand. What it does is amplify one. The contractors who are building
their personal brand, creating networks, and learning Al in 2026 are the ones who'll own 2027,
2028, and beyond."

The Numbers Don't Lie: Al Adoption Is Doubling and the Gap Is Widening

According to ServiceTitan's 2026 Commercial Specialty Contractor Industry Report, surveying
more than 1,000 construction leaders, 38 percent of contractors now report measurable
business impact from Al. One year ago, that figure was just 17 percent. That's not gradual
adoption — that's a market divide opening up in real time.


http://www.einpresswire.com

The Al in construction market is
projected to grow from 404 million
dollars in 2026 to 6.07 billion dollars by
2034, driven by proven performance
improvements of 10 to 35 percent
across cost, safety, and efficiency
metrics. Early adopters are already
saving 500 to 1,000 hours and over
50,000 dollars annually.

But here's what the statistics miss: the
real competitive advantage isn't just
the Al tool. It's the contractor who uses
Al to build relationships faster,
smarter, and at scale — while their
competitors are still sending one cold
email per hour.

Why 2026 Is the Year of Hope — And
Opportunity

Construction spending in 2026 faces
modest, low-single-digit growth across
most sectors. The AlA's January 2026
Consensus Forecast noted that
nonresidential building activity
disappointed in the back half of 2025.
Material costs are projected to rise just
2 to 4 percent, but labor shortages and
overhead remain the dominant
pressure points on margins.

Fewer projects to chase. Tighter
margins. Fiercer competition. This is
where most contractors see doom. But
for the ones willing to invest in Al,
networking, and personal branding,
this is the opportunity.

"2026 is the year you plant seeds,"

Corcoran said. "The contractors who are creating networks, getting their brand out there, and
doubling down on Al-powered outreach right now are going to harvest in 2027 and beyond. The
ones waiting on the sidelines? They're going to be squeezed out."



Contractors who begin now will have compounding advantages by 2028 and 2029. Those who
wait aren't staying neutral — they're falling behind.

The Formula: Al Plus Brand Plus Network Equals Unstoppable

Deloitte and leading industry experts are explicit: 2026 marks the shift from Al as a future trend
to Al as an industry baseline. According to Autodesk's 2026 construction industry analysis, the
use of Al tools will create significant bifurcation, with companies that adapt seeing better returns
in 2026 and that advantage compounding through 2027 and beyond.

But Al alone isn't enough. The contractors winning in 2026 are the ones combining three things:
learning and implementing Al tools, building and leveraging their personal brand, and creating
networks across their market.

"Al can generate a hundred leads for you," Corcoran said. "But a strong brand makes sure those
leads want to work with you. A network makes sure those relationships stick. That's the formula.
Al amplifies the brand — it doesn't replace it."

What MCK Ventures Is Doing About It

MCK Ventures LLC works directly with contractors across insulation, excavation, electrical,
framing, tile, and other specialty trades — combining Al-powered lead generation with
relationship-building strategies that help contractors create networks with builders, developers,
property managers, and architects across New England, New York, New Jersey, and Florida.

The core belief is simple: plant seeds, build networks, leverage Al, and grow a brand that gets
stronger every single year.

"Construction has always been a relationship business," Corcoran said. "What's changing is the
speed and scale at which you can build those relationships. Al gives you the velocity. Your brand
gives you credibility. Your network gives you permanence. Together, they're unstoppable."
Contractors looking to grow their commercial pipeline in 2026 are encouraged to contact MCK
Ventures directly to start building their network and exploring how Al-powered business
development can scale their operations.

About MCK Ventures LLC

MCK Ventures LLC is a business development company based in Haverhill, Massachusetts,
specializing in connecting contractors with commercial clients across New England, New York,
New Jersey, and Florida. Founded by Sean Corcoran, MCK Ventures provides cold email outreach,
lead generation, and business development services tailored to the construction and real estate
industries — combining Al-powered tools with relationship-driven strategy to help contractors
build their personal brands and networks.
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