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by Michael Sheffield

The last three years have been the 
best in history for Sports Floors, Inc., 
but Bruce Gleneck, the company’s 
founder, hopes things get even better.

Sports Floors installs and maintains 
gym and fitness floors. It is the only 

Connor Sports Flooring 
representative in Mem-
phis. 

Gleneck says Sports 
Floors had $4.9 million 
revenues in 2006, with 
$2 million of  that com-
ing from Mississippi in 
the wake of  Hurricane 
Katrina. But with no 
hurricane business in 
2007, revenues dipped to 
$3.99 million. An NCAA 

rule change in 2008 that pushed back 
the 3-point line for all of  its schools 
from 19.9 feet to 20.9 feet, helped the 
company remain steady in 2008 with 
revenues of  $3.93 million.

Gleneck says the company has also 
expanded its territory into Louisiana, 
which adds to its coverage of  Arkan-
sas, Tennessee and Mississippi. 

When schools build or renovate their 
sports facilities, business comes to him, 
but marketing the company extends 
past waiting for business. Gleneck and 
his sales staff  attend basketball tour-
naments in all four states to meet with 
coaches and athletic directors, putting 
faces with names. They also attend 
architecture shows to make sure ar-
chitects know there is a local company 

that does flooring in the area. 
“You never know who’s pulling the 

trigger, so you have to get to them all,” 
Gleneck says. “We don’t do a lot of  
mailers because when we hear about 
a lead, we try to get people in here.”

Gleneck invested $500,000 in the 
company’s new headquarters, which 
it moved into earlier this year on  
Reese Road. The 8,400-square-foot fa-
cility includes an 1,800-square-foot 
showroom that allows clients to see 
and try out more than 30 different 

floors to determine the best fit. The 
building and showroom have been a 
dream of  Gleneck’s since he started 
the company and saw a similar floor 
in Atlanta. 

“This is the culmination of  15 years 
of  hard work and I wanted it to be the 
nicest showroom in the country,” he 
says. “The Connor reps came in here 
and were so impressed, now they’re 
redoing theirs.”

Gleneck’s strategy has always been 
to reinvest in the company over the 
years, whether it has been paying good 
salaries to ensure he got and retained 

the best employees or buying the land 
and building a new facility in tough 
economic times. 

Willie Gregory, director of  U.S. com-
munity affairs for Nike, Inc., says Gle-
neck has always worked hard to pro-
vide superior quality and workman-
ship. Nike donated a floor to LeMoyne 
Owen College, which Sports Floors 
installed. The company installs Nike’s 
Uniforce Floor, which is made partial-
ly from recycled basketball shoes. The 
company has one of  the floors at its 
Memphis distribution center. 

“They get it,” Gregory says. “We 
have a great working relationship 
with them.”

Gleneck says the next step for Sports 
Floors is to keep business coming in. 
Last year Memphis City Schools added 
13 new gym floors and work should be 
steady this year. Gleneck says his goal 
is to continue growing Sports Floors’ 
market share in all of  its markets. It 
currently has 50% of  the market in 
Mississippi and around 40% in Loui-
siana and Tennessee. 

He’s seen long-time competitors go 
out of  business recently, but he’s con-
fident Sports Floors will continue to 
grow and anticipates hitting the $5 
million revenue mark in the next cou-
ple of  years.

“The stronger companies survive, 
and we’re pretty strong,” he says. 
“Everything will come back around. 
We may have to take a couple of  steps 
back, but we’ll be OK.”
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Sports Floors adds sales territories as competitors shrink in marketplace 
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By Andy Ashby

TopCat Masonry Contractors, Inc., 
started as a dream in a Mitchell High 
School classroom.

Company president and CEO Robert 
E. Green had the idea of  starting a busi-

ness while taking a brick 
masonry class at the South-
west Memphis school.

He worked in the mason-
ry field for years with sev-
eral companies, moving up 
the ranks at each stop, until 
he decided to strike out on 
his own to provide a higher 
level of  service.

“We got a push from one 
of  our friends who told us 
that we had the potential to 
be a productive small busi-
ness,” Briggette Green, 
Robert’s wife and the com-
pany’s president of  busi-
ness development, says. “It 
started from there.”

The couple started their 
masonry company in 1997 

as a home business, using savings for 
financing and obtaining their first con-
tract with one of  their main vendors, 
Caroma Construction, Inc., which still 
does business with TopCat today.

They incorporated the company the 
next year.

Now, they employ 55 people and are 
members of  professional organizations 
like the Mid-South Minority Business 
Council and Associated Builders & Con-
tractors, Inc.

This is quite a jump from the five em-

ployees the company had in the first few 
months of  its operation in the Greens’ 
home.

TopCat Masonry Contractors now 
works on a variety of  projects across the 
Mid-South, but its major projects consist 
of  schools, prisons, hotels and banks.

The secret of  TopCat’s success is re-
ally not a secret, according to Briggette 
Green, who has a background in bank-
ing and customer service.

“It’s being able to produce the product 
that you say you can produce, as well 
as offering unparalleled customer ser-
vice,” she says.

The company plans to continue to 
partner with the top general contractors 
and be able to grow at a stable rate.

TopCat is also working on becoming 
a more environmental conscious com-
pany by educating itself  on Leadership 
in Energy and Environmental Design 
requirements, monitored by the U.S. 
Green Building Council.

The company has been involved in 
Court Square Center LLC’s Court An-
nex 2, also called CA2, a mixed-use proj-
ect Downtown which is pursing LEED 
certification.

“That was a learning experience for 

us and gave us a charge to help the envi-
ronment through our work,” Briggette 
Green says.

The company also has a focus on safe-
ty, with a goal of  each worker returning 
home to their families safely, every day.

TopCat’s dedication to clients has 
helped build the company’s long-term 
success, as 97% of  its clients are repeat 
customers. Business relationships ex-
tend through all facets of  the company’s 
operations, not just its masonry work.

Kenneth Beech, accountant at K&D 
Consultants, Inc., got to know the Greens 
through other clients and started han-
dling their business books in 1998.

“I think they’re a very successful com-
pany, both management-wise and finan-
cially,” Beech says.

The Greens are always prompt with 
providing Beech the financial informa-
tion he needs to prepare their taxes.

“That timeliness is very important,” 
Beech says.
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TopCat Masonry grows from home business to 55 employees in little more than a decade
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‘The stronger
companies survive,

and we’re
pretty strong.’

Bruce Gleneck
Sports Floors, Inc.

‘It’s being able to produce
the product you say 

you can produce, as well as 
offering unparalleled 

customer service.’
Briggette Green
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