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One of the reasons Tommy Williams 
loves his job is that it lets him stay 
close to the values he grew up with. 

He’s a native of Alachua County, from a 
farm family and educated at the University 
of Georgia with a degree in agriculture. He 
spent a good part of his life involved in farm-
ing, which he will tell you is not all that differ-
ent from his present occupation, developing 
land and building homes.

“In farming, it’s an honest day’s work for an 
honest day’s pay,” said Williams, president of 

Tommy Williams Homes. “That’s the kind of 
values that I grew up with and that’s the kind 
of values I put into home building every day. 
“What we try to do is build people a quality 
home that they can be proud of years down 
the road. We try to give them a home that will 
increase in value with the kinds of features 
that you usually expect in homes that cost 
a lot more money. I think when people look 
at what we do, they know they got quality, 
honest work for the money they invested 
with us.”

Putting his personal values into the homes 
he builds means that Williams also stays true 
to his commitment to building homes that 
are healthy and energy efficient. Williams 
is part of the Building America program, a 
comprehensive plan to build neighborhoods 
and developments that can achieve forty to 
seventy percent savings in energy.

“This is something I believe in so strongly,” 
says Williams. “I believe that it is important 
that we make a commitment to save energy 
any way we can. Building homes that are 
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healthier, more energy efficient... that’s the 
way to go because we are using up non-
renewable sources of energy. There’s only 
a limited amount of energy out there, at 
least the energy that we use in today’s tech-
nologies, and we have to do all that we can 
to make it last as long as we can. We’ve also 
got to use renewable resources to get this 
done, things like better windows and light-
ing, higher grade air conditioning and heat-
ing, better insulation and things like that.

“It costs a little bit more up front to have a 

home that is more energy efficient, but you 
save a tremendous amount in the long run. 
The homeowner saves money and at the 
same time he’s helping to save our resources 
by using less energy. I think this is a very 
important issue for these days and times.”

The commitment to build energy efficient 
homes reflects the expectations of customers 
that are far more sophisticated. Customers 
are far more interested in energy efficiency 
than ever before. The internet as well as 
television programming has heightened the 

awareness of the changes that are being 
made in the building industry as well as the 
need to be more energy efficient. Williams 
sees the sophisticated buyer as the most 
important change he’s seen in the years he 
has been building homes.

“The changes are mostly for the better that 
I see,” he said. “People are better educated 
and better prepared to buy their homes. 
They want a home that’s healthy, more ener-
gy efficient. They see the television programs 
and do the research on the internet so when 
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they come to us, they know what they’re 
looking for. It’s up to us to give them what 
they are looking for which is a quality, energy 
efficient home.

“I think home buyers are so much more 
sophisticated these days. Price used to be 
the only important issue with them, but 
now, they’re more astute. They still want a 
home that fits in their price range, but they 
want more quality for their dollar. That’s 
what we try to give them and for us it starts 
with making sure they get a home that’s 
energy efficient.” 

All of the homes that Williams is building in 
the Long Leaf Village subdivision are built 
under the Building America guidelines. 
These are moderately priced homes  that 
reflect the personal values that Williams puts 
into everything he does.

Building America is a US Department of 
Energy program that supercedes Energy Star 
guidelines immensely.  It is designed to cost 
effectively reduce the energy use in housing 
by over 50% while enhancing indoor air qual-
ity, durability and productivity.

“I think you can build quality homes even 
if they aren’t the most expensive,” he said. 
“I believe that we build homes that are the 
kind people can be proud of. The main thrust 
of our building is the 15800-3000 square 
foot home that fits the needs of everyone, 
from the first time homebuyer to the down-
sizer, to the savvy executive and everyone in 
between. 

“My personal values are to give people a qual-
ity house for their money. We want to give 
them a home that has a lot of the features 
that you find in more expensive homes. We 
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As a REALTOR™ I have had the opportunity of working with many developers and 

builders. By far, Tommy Williams is the the most honest, reliable, and sincere I have 

had the pleasure of dealing with.  He is truly dedicated to quality and raising the bar 

in construction standards.  Furthermore, he genuinely cares about the people who 

work for him and those who are building one of his homes.  Truly believing in Tommy 

Williams as a builder and as a man makes selling his homes a pleasure. As an owner 

of a Tommy Williams home I could not be happier.  My home is awesome.  Living in 

the house is true pleasure. The craftsmanship, the technology, and the materials are 

superior to many of the much more expensive homes I’ve placed customers in when I 

was in General Real Estate. I am confident that this is the best investment I could have 

made for my financial and personal future.

Brian Wilson, Bosshardt Realty

want people to have a home that they know 
will increase in value over the years, and we 
want them to know that down the road, if 
there is a problem, we’ll be there to take care 
of it even if the warranty has expired.”

Williams has been building homes since 1978 
when he “kinda got into building acciden-
tally.” He got married and started talking to 
local builders about building his first home. 
That’s when his father suggested that he hire 
subcontractors and do the work himself. 
“It seemed like a good idea, and it turned 
out to be a lot of fun,” he recalls. “I liked it so 

much that I kept on doing building.”

He followed that first home by building five 
homes in a small development in Archer. 
Farming was still his main occupation, but 
the more homes he built, the worse he got 
the home building bug. 

“I loved farming, but I was getting more sat-
isfaction out of building homes,” he said. For 
a number of years, the full time farmer was 
building two or three homes a year. He built 
homes for middle class people, and often, 
the buyers were young couples making their 

first home purchase. 

“I had a lot of fun building homes, and the 
more homes we built, the better we got at it,” 
he said. “I loved farming, but I got to where 
I enjoyed building homes more. In time we 
just got bigger and we went further with it. 
What I liked best of all was to give people 
quality work for their money.”

He made the decision in the early 1990s that he 
would leave the family farming business to get 
into home building on a full time basis. 
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“I have worked for Tommy Williams for 5 ½ years. I have worked for other contractors 

who do not possess the honesty, integrity and fairness that Mr. Williams applies to his 

business and his life in general. I have seen him go above and beyond when it comes 

to handling warranty issues with homeowners that were well out of their warranty 

period. If a subcontractor shorts himself on a bill, he has said, “If we owe it, we owe it. 

Fix it.”  This kind of honesty is very rare indeed, not only in construction but in life. It 

is a pleasure to work for someone who is so revered by his family, friends, co-workers 

and community, because to have that type of reputation one has to earn it, and Tommy 

Williams does with his actions each and every day.” 

Dondi Hayslip, Bookkeeper, T. W. Williams, Jr., Inc.

“Back in the early 1990s is when we decided 
we needed to get really serious about this,” 
said Williams. “I was in farming operations 
with my brother and my family, but I knew 
that I wanted to build homes, so that’s when 
I got really serious. I quit farming to concen-
trate on building and developing. Hickory 
Forest was our first development and we’ve 
been at it ever since then.”

When he began building homes, the only 
contract that was needed was a handshake. 
He’s still on a handshake agreement with his 

subcontractors, but he laments that it can’t 
be that way in all dealings.

“With all my subcontractors, I don’t have a 
written contract with any of them,” he said. 
“It’s a handshake and that’s all it has to be. 
I’ve been doing business with almost all of 
them for ten or fifteen years and that’s all we 
need. They know that my word is my bond 
and that goes both ways. Most of the subcon-
tractors have been working with us for many 
years and it’s all on that handshake. 

“I wish it could be that way in everything that 
we do, but it just can’t be. I want people to 
accept me for my word. If I tell people some-
thing they can take it to the bank and people 
know me that way. I think most people would 
be happy to do business just on a handshake 
but we have to enter contracts with people 
to sell our homes. You can’t do it anymore 
without a contract because things have just 
gotten so complicated. You have to make 
sure that you’ve got everything covered and 
that’s for your protection and the protection 
of the customer, but I really do wish we could 
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still do business based on a handshake. I like 
it when we can do that and people honor 
their integrity.”

“Two very important people I couldn’t do 
without are Dondi Hayslip and Trell Brown,” 
said Williams.  “They keep everything flow-
ing, making our houses become a reality”.
Longleaf Village is a development that 
has 550 approved lots. Originally, this was 
going to be a 10-year project shared with 
RobinShore.  Sales have been brisk, far 
exceeding his expectations. 

“When we first started we expected the life 
to be eight to ten years,” he said. “Sales have 
been so good and so robust, that we’re look-
ing at four or five years and we’ll be filled 
up here.

“One of the reasons that it’s been so good is 
because we’ve got such a good relationship 
with Carol Bosshardt and her team. They 
listen to us, they know what we’re trying to 
accomplish and they really do believe in 
what we’re doing.  I meet regularly with the 
team of Carol, Brian Wilson, Travis York and 

Alison Outcalt to make sure we stay on track 
with our short- and long-term goals.  They 
let me know what they are hearing from our 
homebuyers and we make sure we are stay-
ing in tune with what our clients want”.

Because of a scarcity of lots in Alachua 
County, he’s already banking land for future 
development. Buying land for future devel-
opment is rather complicated. There is an 
abundance of land, but not within the coun-
ty’s urban services line. 
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“This is where there is going to be a problem 
in Alachua County in the future,” he said. “I 
really don’t know how the small builders and 
young guys getting started are going to make 
it just because you can’t find lots anymore. 

“The number of available lots is shrinking 
because there isn’t that much land you can 
still find within the urban cluster line. Now 
there is also this new urban services line and 
that makes available land really scarce. We’re 
very fortunate that we have two develop-
ments we are building in with a substantial 
number of lots. People call us all the time try-
ing to buy lots because they can’t find them. 
Supply and demand is making the price go 
up, though.”

Increasing prices are a concern. He wants to 
continue to build homes that are affordable, 
targeting the savvy buyer who wants good 
value for his/her money. 

“I’d be lying if I told you I’m not concerned 
about where we’re going when it comes to 
the prices of land,” he said. “It makes it hard 
to keep our prices down when there’s such 
a scarcity of lots. I’m really hoping that our 
county commission is going to take a long 
look at this and help us find a way to deal 
with it. 

“I know that Alachua County is trying to con-
trol its growth, and it has to be controlled. We 
really don’t need growth to get out of control, 
but we do need to address the fact that the 
way we’re doing things now, we may be pric-
ing people out beyond what they can afford. 
We have to be able to continue to build 
affordable housing.”

He is fully committed to the concept of 
building neighborhoods. He grew up in a 
time when Alachua County was known for 
its friendly neighborhoods. He misses those 
times so now he builds developments with 
amenities such as walking and bike paths as 
well as community swimming pools. 

“We try to develop with a community feel,” 
he said. “We like seeing people taking a walk 
in the evening, or riding on the bike paths 
or pushing their babies around. That feeling 
of neighborhood has been lost and it’s great 
to be able to do something that brings that 
back. 

“All our homes have a front porch so people 
can sit out there and when folks walk by, they 
can speak and get to know each other. I want 
people to feel good about the folks that live 
in their neighborhood. I want them to know 
each other and see their kids growing up 
together as friends. I think it’s important to 

build communities which are going to bring 
folks together.”

He ‘s been married to Anne for twenty-six 
years. They have three children, twins Wesley 
and Emily and their youngest daughter, 
Ginney. Emilee and Ginney have surprised 
him in recent months by choosing to follow 
their dad into the home building business.  
Wesley is a farmer in the family and helps 
look after the family farm.

“It makes me feel good that all three of my 
children have followed me into the family 
businesses,” he said. “They want to continue 
doing what we’re doing and you can’t even 
know how proud that makes me. I thought 
that one day I would retire and that would 
probably be the end of it, but they all decided 
they want to carry on. Both of my daughters 
are going into building construction at the 
University of Florida and I just couldn’t be 
prouder of my kids.” 

Tommy Williams Homes in Longleaf and 
Belmont are exclusively marketed by Bosshardt 
Realty Services.  For more information, please 
contact Bosshardt at (352) 335-4140.
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