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mitchell & best 
homebuilders, llc

by Daniel Casciato

Above: Maple Lawn streetscape

one of bob mitchell’s key learn-
ing experiences in the home building 
industry is that you can always weather 
the storm.   

Right now, his family-owned company, 
Rockville, MD-based Mitchell & Best 
Homebuilders, LLC, is experiencing 
their fourth major downturn since the 
company was founded 32 years ago.

“If you have earned the appropriate 
reputation like we have, people who 
know you will stick with you,” says 
Mitchell, the company’s Chairman and 

CEO. “A good reputation will you help 
you during bad times.”

To say Mitchell & Best has a good 
reputation is an understatement. In the 
fall, the home builder was honored with 
suburban Maryland’s prestigious “Build-
er of the Year” Award, making them a 
recipient an unprecedented 15 times in 
the past 17 years. The awards are voted 
on by a panel of the Maryland National 
Capital Building Industry Association’s 
subcontractor and supplier members, 
on the criteria of on-site management, 
scheduling, quality control, and ethics.

surviving a 
market downturn
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Mitchell and his company are no strang-
ers to honors. They have been recog-
nized for excellence in design, con-
struction, and environmental/energy 
concerns with more than 30 First Place 
Awards in the annual Maryland-Virginia 
Finest for Family Living Monument 
Awards competition.  

And last May, Mitchell, a former 
president of the National Association 
of Home Builders (2000), was in-
ducted into its Hall of Fame during the 
association’s Spring Board of Director’s 
meeting.

But Mitchell credits his employees, 
subcontractors, and suppliers for the 
company’s great success.

“People take pride in building houses for 
us,” he says. “John Corgan, our President 
and COO, has been with me since the 
company’s founding, and several project 
managers have been with the com-
pany for more than 15 years. All of our 
employees feel like they are personally 
invested in this company and they are 
proud of it.”  

The company has developed numerous 
communities and built more than 3,300 
homes in Maryland, Virginia, and the 
Washington, DC metropolitan area. 

“Other builders will do certain options 
and some customizations, but we really 
personalize the houses to a great extent,” 
says Marty Mitchell, Deputy CEO, and 
one of Bob Mitchell’s four children who 
operate the company.

The average price for their homes is 
about $1 million, and they average about 
5,000 square feet. They have built an 
average of 68 units annually in the last 
10 years, but that average has been down 
the last couple of years. 

Marty Mitchell explained one of the 
reasons the average has been down is 
because the company hasn’t built any 
condominiums in the last 15 years. 
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Above: (top to bottom) Wellington kitchen and 
the Heldhouse exterior

mitchell & best homebuilders, llc at a glance
location: 
Rockville, MD

area of specialty: 
residential contractor

employees: 
60

annual sales: 
$79.7 million

sales growth last year:
down 10–15 percent

employee growth 
last year: 
down 20 percent
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Another reason is that the market is 
slow now.

“We had to streamline our efforts over 
the past couple years because the market 
began to slow down in August 2005,” 
says Linda Ellington, the company’s 
Vice President of Sales and Marketing. 
“We are seeing decent traffic now, but 
it takes a lot longer for people to make 
decisions. We feel that it’s still a buyer’s 
market, but it seems that the supply and 
demand is starting to come back into 
balance.”

“For now, we’re trying to manage our 
cash flow to get through this adjustment 
in the market,” adds Marty Mitchell. “In 
the longer term, we hope to get back 
in a growth pattern, somewhere in the 
range of 125 to 150 units per year. That 
will probably require getting into some 
multifamily condominium construc-
tion, continuing to build town houses, 
and really looking hard at all of our 
opportunities.”

Despite the current downturn in the 
market, the company still keeps its em-

Above: Despite the current downturn in 
the home building market, Bob Mitchell, 
Chairman and CEO of Mitchell & Best 

Homebuilders, LLC, knows his Rockville, MD-
based company will bounce back because of 

their stellar reputation in the market.  
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ployees motivated. They offer an incen-
tive program for their employees. For 
every 25th, 50th, and 75th settlement 
of each year, every employee is handed 
a crisp $100 bill. There is a board in the 
employee lounge where the company 
posts its budgeted sales and settlements.

“It gives them a hands-on accountabil-
ity to keep their eyes on the board to 
see how we are doing,” explains Bob 
Mitchell.  

The company also produces an internal 
e-newsletter, which helps them com-
municate between departments and the 
different offices so everybody knows 
what’s happening. Ellington said that the 
newsletter provides positive reinforce-
ment when people read about special 
awards, new openings, and new sales 
releases. 

“We also include a little bit of a personal 
touch to let people know what their 
fellow employees are doing in our local 
community,” she says. “We are involved 
in a great deal of community outreach.”

Along with these incentive programs, 

Bob Mitchell knows that an employee 
has to feel a sense of pride in his or her 
work to be loyal.

“We try to be very open and fair with 
them and try to keep them informed as 
to what is going on in the marketplace,” 
he says. “Certainly during our lean 
times, everyone who works for us buys 
into our reputation for being a quality 
builder. I think that’s important to 
them. When they need motivation that’s 
what they fall back on.” abq
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