Playing to its Streng

Canadian flooring contractor Antex Western has doubled its revenue by diversifying, it says. Focusing on
its other capabilities has broadened its customer base and given it a stronger reputation.

By CHRIS PETERSEN

ntex Western used to be known primarily for
floors, but today President and CEO Mike Kolas
says the company is capable of handling work
from the floor up to the ceiling. He says the company’s

recent restructuring into a multi-trade contractor has
helped it grow in leaps and bounds, while maintaining its
solid reputation in flooring.

Based in Winnipeg, Manitoba, with branch offices in
Edmonton and Ft. MacMurray, Alberta, Canada, Antex
Western is one of Canada’s leading contractors for com-
mercial {loor coverings, but the company is capable of
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Mike Kolas, president/CEQ:
“Our customers love us
because when we leave, the
job is done right.”

more than that. Kolas says the company
has become a turnkey solution for a num-
ber of customers looking for a single con-
tractor for all of their needs.

The company has been in business
since 1928, and specializes in six differ-
ent areas: commercial floor coverings;
ceramic tile, terrazzo, and decorative con-
crete; access floors; drywall and
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acoustic/metal linear ceilings; sprayed acoustic and fire
insulation; and mechanical insulation.

Although the majority of Antex Western's work is done
for general contractors, the company has also done work
directly for end-users in healthcare, education and corpo-
rate facilities. “We provide our services to end-users and
general contractors to the largest degree,” Kolas says.
Changing Focus b
When it was founded in 1928, the company was known
as Western Asbestos, and specialized in asbestos prod-
ucts such as insulation. It was the development of asbes-
tos floor tiles that drew the company into floor covering.
Antex Western branched out from asbestos tiles to cover
the full spectrum of floor options, including carpeting
and sheet vinyl.

“Eventually, floor covering became the largest percent-
age of our revenue,” Kolas says. By the time he acquired
the company in 2003, floor covering accounted for about
80 percent of its work.

The company’s other divisions were only small fractions






