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Measuring Success

OUR PRIME ADVISORY PANEL INCLUDES SOME OF
THE REMODELING INDUSTRY’S TOP PROFESSIONALS.
THIS MONTH WE ASKED, “HOW DO YOU MEASURE
BUSINESS SUCCESS?”

TEAM SUCCESS
I measure my personal success by the success of my
team. If they are succeeding personally and profes-
sionally, then I have reached my goal. But I don’t
think I can ever say, “I have achieved success.” Every
time I think I'm getting close to it, the world changes
and the bar has been raised higher. So I start all over
again, knowing that I'm that much better than before.
Jay Cipriani, President
Cipriani Remodeling Solutions, Woodbury, NJ

BUILDING A LEGACY BRAND
I think most business people measure success with
profit and the creation of wealth. But I did not set
some magic number years ago, and I have most of the
possessions I want. Because my company carries my
father’s name, I measure my success on having built
the brand. I think most would agree we have accom-
plished that. I took on my father’s values, including
the perspective that a business should give back to the community. Most
would say we have done that. I believe my best measure of success will
be if I can transition the company to the next generation and preserve
the 200 jobs we now employ and the culture we have built.

Tom Kelly, President
Neil Kelly Inc., Portland, OR
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GIVING BACK
Business brings financial awards, but I am always
striving to be a better person. I view business success
in the ability of our company to reward our team with
some of the best benefits and recognition in the indus-
try. Business success also means being able to serve
our clients, and giving back to the community in ways
that make it a better place to live.
Gary Marrokal, President
Marrokal Design & Remodel, San Diego, CA

FOCUS ON OTHERS
Success is a process, not a destination, and I have
trouble thinking about what it means to “arrive” at
success. I joke that in the self-help section of a book-
store there should be only one book, with just one
page that says, “It’s not about you.” As the years have
gone by, my success measurements, both personally
and professionally, are more focused on trying to
impact others in a way that brings growth and joy, be it family, cowork-
ers, or clients.

Bill Baldwin, TITLE
HartmanBaldwin Design/Build, Claremont, CA

MENTORING YOUNGER REMODELERS
I have been very blessed. Life is too short to mea-
sure our achievements in financial success. As I get
older, giving back becomes much more important to
me than the financial measures of success. I am also
focusing more of my time on helping others (mainly
younger members of the industry) achieve their
personal success.
Chris Edelen, President
Edelen Marketing Associates, San Antonio, TX

THE PROFESSIONAL REMODELER PRIME ADVISORY PANEL
PRIME brings together the best-of-the-best minds in the remodeling industry. This premier council

of industry leaders sets the trends in today’s economy for tomorrow’s success.

2014 PRIME ADVISORY PANEL MEMBERS: Bill Baldwin, Hartman Baldwin Design/Build; Jay Cipriani, Cipriani Remodeling Solutions; Nick Cogliani, NEWPRO;
Chris Edelen, Consultant; Sal Ferro, Alure Home Improvements; Tom Kelly, Neil Kelly; Joy Kilgore, EBA PRIME; Rob Levin, Statewide Remodeling; Emily Lindus, Lindus Construc-

tion; Gary Marrokal, Marrokal Design & Remodeling; Scott Mosby, Mosby Building Arts; Bill Simone, Custom Design & Construction; and Joe Smith, LeafGuard of Central lowa.
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