


their monthly utility bills came. I viewed
this as a way to carry our responsibility
past the closing table.

SM: When was Waldron Builders
founded, and why did you decide to
start your own company rather than
continue C&S Construction?

MW: Waldron Builders was founded
several years prior to my parents’
retirement, for large-scale additions and
remodels. When my folks retired, the
question was posed whether to carry
on as C&S or proceed forward with
Waldron Builders.  Ultimately, after
much debate and advisement from Mom
and Dad, the decision was to build up
Waldron Builders. C&S is, as always,
under the direction of my father in terms
of land acquisition and development,
and I have moved forward with Waldron
Builders as the home building company.
We all agreed that Waldron Builders has
a different building style and the ability
to produce a signature product that will
carve out our own future.

SM: How did you create your Waldron
Builder team? Had you worked with
them in the past?

MW: When starting under Waldron
Builders, it was important to me to find
team members that shared my passion
and dedication for our builds and our
clients. I did not have to look far. Randy
Murray (lead carpenter), Jean Huston
(office manager), and Terri Ballard
(executiveassistant/advertising executive)
made the move from C&S to Waldron
Builders with me. We had many years of
experience working together, and great
rapport. We look forward to many more
years to come.

SM: How did the choice to keep the
same workers benefit your clients?

MW: History. ‘There is a symbiotic
relationship present in our core staff. A
rhythm, if you will, to how we all operate
together. We understand the operational
and financial systems that take place
on a daily basis. The right hand always
knows what the left hand is doing, and
many times foresight and anticipation
will preempt one of us to get something
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done even before it is asked. This means
detailed overview in the office and field,
which leads to the highest levels of
quality control.

SM: What can a client expect from your
services?

MW: Every day I put myself on the
other side of the fence and ask, “If I
were a prospective client, what would
I command from not only the build
itself but the whole process?” I would
expect these qualities: honesty, integrity,
professionalism, and wisdom. I would

™

-

26 SUCCESS GLOBALFOUNDRIES 2010

also expect a well thought out, well
designed product to meet my needs and
desires, that is built to last with no closing
punch list items. At Waldron Builders
we expect excellence from ourselves and
we are dedicated to providing first-rate
service to every client.

SM: What makes your work stand out
in this competitive industry?

MW: Design, quality, attention to detail,
and the price of our product.

SM: You are known to be a hands-on
builder. Why is this important to you,
and why should this be considered by

potential clients?

MW: It is my philosophy that I should
know more about the homes we are
building, as well as our clients’ needs and
desires, than any other person involved.
I am on a relentless path for perfection.
Each phase in the building process is

vital. From design through production,
through final quality control to closing,
it is so easy to miss something. Staying
involved on the sites, in production,
in the office with financing, and in the
showroom with selections helps to ensure
that the slightest detail is not overlooked.
At the end of every new home built by
Waldron Builders I ask our client “Do
you like your house, or do you love your
home?” I always get the latter of the two
responses and that is what enables me to
sleep at night.

SM: What principles do you strive to
adhere to in your daily work?

MW: Work hard and good things will
happen, break a sweat every day, and
deliver a great product at a fair price.

SM: What are your areas of expertise in
building custom homes?

MW: I start every build with the design



process and stay with them to the closing
table. The way I see it, I better be an
expert at every aspect—not only the
building process and building sciences,
but also the financial aspects and the past
and current economic conditions that
play a part in the value of a new home.

SM: This year you entered homes in
the CRBRA Parade of Homes and
the Saratoga Builders Association
Showcase of Homes. What are those
experiences like for you?

MW: Truthfully, the production
process is grueling. There are many
sleepless nights and countless hours to
pull everything together for all of our
team members and trade partners. I
respect the hard work and backbone it
takes to pull the production through.
When all is said and done, it is so
rewarding to look at the final product
and realize all the sweat, blood, and a
few tears it took to get there. The two

aspects I enjoyed most were working
so closely with everyone involved in
making it happen, and connecting
with the people who come through the
home on a personal level.

SM: What does the future hold for
Waldron Builders?

MW: The future remains to be seen, but
based on our history, a lot of hard work
and dedication to our clients who clearly
understand the difference between
settling on just liking their new house or
truly loving their new home.

SM: What achievement are you most
proud of to date, and why?

MW: In life—being a father to three
beautiful young ladies and being married
to my best friend.

SM: What is the most rewarding aspect
of your work?
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MW: Making dreams come to life for our
clients. There is nothing more rewarding
than to share the experience of seeing
our clients’ hard earned money turn into
the place their family calls home.

SM: What does success mean to you?

MW: To me success is not arrived
at, as if it were a destination, but
rather a constant fight to be better
today than yesterday. At Waldron
Builders, our success is an ongoing,
everlasting measure of our clients’
ultimate satisfaction.
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