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A
s fourth-generation masons,
the Bradley brothers like to
say that instead of a ball and
a bat, they grew up with a
trowel and a level in their 

hands. “Masonry is in our
blood,” said Tom Bradley, president of
Masonry Builders Inc. (MBI), Tampa, Fla.,
which he founded in 1988 with his brother,
vice president Todd Bradley. 

The Bradleys’ great-grandfather was a
stonemason who emigrated from Eng-
land to Detroit and taught his son the
trade. In the next generation, five sons con-
tinued the tradition. Tom’s and Todd’s
four uncles are still bricklayers in vari-
ous parts of the country, and their father
Harvey Bradley moved to Florida in 1959
and started a masonry business, Best Sub-
contractors Inc.

Tom worked summers at Best Sub-
contractors during his school years, and
when he graduated from high school, he
entered the local apprentice program. By
age 25, he was head of field operations
for the 150-employee firm. Tom still held
that position and Todd was an estimator
when Best Subcontractors ran into finan-
cial difficulties and closed its doors in the
late 1980s. The brothers were faced with
a choice: work for someone else (they had
received tempting offers) or go out on their
own. They decided to take the risk.

“Todd and I lived through the diffi-
culties my dad experienced after 25 years
in business,” remembered Tom. “The les-
sons we learned were very valuable.” Those
“hard-knock” lessons helped the Bradleys

Masonry Builders Inc. continues its 
century-old Bradley family tradition

Brothers
inArms

Raymond James Football Stadium, home of the NFL’s Tampa Bay Buccaneers, is the signature
project of Masonry Builders Inc., which is headed by brothers Todd (left) and Tom Bradley.



Publication #M02I018, Copyright © 2002 Hanley-Wood, LLC. All rights reserved

tackle pretty much anything,” commented
Todd, who oversees the company’s day-
to-day operations. “After that project, we
did the Brandon Town Center, which so-
lidified the company as being well-rounded
in split-faced block, smooth block, and
brick.” Brandon Town Center won a 1995
award from the Masonry Contractors As-
sociation of Florida. 

Two years later, MBI was selected to
build the Raymond James Football Sta-
dium, home of the Tampa Bay Bucca-
neers. This structure, which would become
the firm’s signature project, was to replace
the stadium built 30 years earlier on the
same site by Best Subcontractors.

The job was riddled with challenges.
An initial delay compressed the construction
schedule from 12 months to 9 months,
which deterred many masonry contractors

from bidding it. “We saw that project as
an opportunity,” said Todd. MBI won the
$8 million masonry job and acted as the
prime contractor on the project.

In the face of a tight labor market and
rising wages, MBI had to recruit enough
manpower to install 1.2 million CMU. To
attract and retain the needed crew of about
200, the company instituted an incentive
program to reward productivity. 

No sooner did the stadium project get
underway than severe storms related to
El Niño hit the area. “There were drainage
problems, lakes in the staging areas, and
water up to the floorboard of the fork-
lift,” said Tom. To compensate for lost
time, crews worked long days and week-
ends. MBI succeeded in completing the
award-winning stadium—within budget—
in time for the Buccaneers’ 1998 season
opener.

Banking on employees
The Bradleys credit MBI’s success to

the employees, especially the 15 field su-

pervisors. All of these men have been with
the company for 10 years or longer. “We
develop our foremen from within, from
apprentices,” said Tom.

MBI relies on the local nonunion ap-
prentice program operated by the Masonry
Contractors Association of Florida (MCAF),
and the Bradley brothers have been active
participants in its activities. “It was a chal-
lenge to get the program going in the early
1990s because there wasn’t much work
out there,” commented Tom, who served
on the MCAF board for 6 years and on
the apprenticeship committee. Todd cur-
rently serves on the committee, which he
chaired for several years, and is vice pres-
ident and a trustee of the Masonry Asso-
ciation of Florida. 

Apprentices from the Tampa Bay chap-
ter placed first in all three categories—

first, second, and third year—in the South-
ern Brick Institute’s regional contest held
in June. The winners, one of whom is an
MBI apprentice, will compete in the na-
tionwide contest to be held at the Mason
Contractors Association next March. 

In addition to providing technical train-
ing, the apprenticeship committee pro-
motes the program and the industry to
high school and vo-tech students. “Com-
municating the benefits of a masonry ca-
reer is necessary to develop the labor force
of the future,” said Todd. “It’s hard work,
but the money is there,” he said. “Con-
struction workers make more than the
teachers who discourage students (from
going into the trades).”

“In my opinion, masonry is one of most
gratifying trades,” said Tom. “It’s an art.”

Todd concurred. “When you get done
with a job, you can put the whole family
in the car, drive to it, and show them the
finished project,” he stated. “And 20 years
later, you can take your grandchildren to
the same place.”

persevere during the early 1990s, which
was a tough time to get a business off the
ground.

Masonry Builders Inc. started out doing
small commercial jobs and traveled all
over Florida when there was no work in
the Tampa Bay area. The company grew
steadily from a sales volume of $2 mil-
lion in its second year to $12.5 million in
2001. It now has about 150 employees.

Running lean
A key initial strategy of MBI was main-

taining a low overhead and a lean ad-
ministrative staff, a policy that MBI still
uses today. This approach keeps the firm’s
pricing competitive and lets key officers
stay involved with current projects. “It’s
a system that works well for us,” stated
Tom. “It started as a fear factor (to avoid
the problems that Best Subcontractors en-
countered), and we learned how to oper-
ate that way.” Efficiency is carried through
to the jobsite, where foremen are instructed
to be prepared, develop a plan for main-
taining productivity, and set up the needed
supplies and equipment in advance.

The Bradley brothers were able to forge
strong relationships with general contrac-
tors early in their careers. One advantage
they had was their affiliation with Best
Subcontractors, which had a strong repu-
tation for the quality of its work.

Also, they sought input from their con-
tractor customers. After completing each
job, the brothers would ask the general
contractor to rate MBI’s performance.
This review helped them identify areas
that needed improvement, and enabled
the company to develop a chart depict-
ing their consistently high evaluations,
which they used as a sales tool. 

A bigger initial hurdle was gaining the
confidence of wary suppliers who re-
membered the financial struggles of Best
Subcontractors. To rebuild these relation-
ships, Tom and Todd made personal vis-
its to the suppliers, accompanied by MBI
general superintendent Bill Mitcheltree,
who had also worked at Best. In addition,
they received support from general con-
tractors who paid MBI’s supplier bills
under a joint-check system.

A big break 
In 1992, MBI landed a large mall proj-

ect with multiple anchor tenants. “That
job got us to the point where we could

“We develop our 

foremen from within, 

from apprentices.”

—Tom Bradley


