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sought-after market. It enlisted the help of a consultant to 
choose the right contractor for the job. The consultant 
recommended Chapple Design-Build, a 65-year-old 
construction firm in Roselle, Illinois. Chapple, a Butler Builder®, 

utilized Butler® building systems for Hawthorne’s flagship FBO.

Parts and pieces
CEA is jointly maintained by Wheeling and Prospect 

Heights. In early 2013, Hawthorne assumed a ground  
lease on the south side of the airport from an aviation 
company with stalled development plans. Prospect 
Heights, a city that has struggled economically in recent 
years, was enthusiastic about the new development on its 
side of the airport, which would be the first in 20 years. 
Eager to see this development take hold, Prospect Heights 

city officials and CEA staff and board 
members were very cooperative and 
easy to work with throughout the 
permitting process.

Four parties worked in tandem to 
make the project a reality: Hawthorne; 
its consulting firm, Avian Solutions 
LLC; Chapple Design-Build; and a local 
consultant who was a member of an 
aviation development company. Avian 
Solutions had a previous relationship 

with Butler Manufacturing™. It brought all the parties 
together, recommending Chapple. Hawthorne valued its 
consultant’s previous experience with Butler.

H    awthorne Global Aviation Services, a leader in 
general aviation services since 1932, sought 
to establish a presence in Chicago, one of the 

top three aviation markets in the country. It identified 
Chicago Executive Airport (CEA), the third-busiest airport 
in Illinois, as the desired location for its new facility.   
 CEA has served Chicago-area passengers since the 
1920s and is jointly owned by the village of Wheeling 
and the city of Prospect Heights. 
Both municipalities are primarily 
residential communities, and the 
airport brings in much-needed  
tax revenue. 

Hawthorne, headquartered in 
Charleston, South Carolina, manages 
jet charters and handles aircraft 
management and maintenance for 
corporate clients. The company also 
offers fixed-based operator (FBO) 
services from two regional airport 
locations in New Orleans and Long Island, New York.

Hawthorne felt the growing Chicagoland airport was the 
perfect fit for a third FBO location — and its first in a highly 

HAWTHORNE GLOBAL 
AVIATION SERVICES

Butler Builder®: Chapple Design-Build, 
Roselle, Illinois 
Architect: Timothy Morgan Associates, 
Northbrook, Illinois
Size: 41,645 square feet
Butler® Systems: Widespan™ structural 
system, MR-24® roof system, VSR II™ architectural 
roof system, TextureWall™ panel wall system 

photography by Chad JaCkson photography

Aviation company enters  
new market, welcomed  
by community
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“When you have everyone working toward the 
same goal, things get done, they get done properly 
and they get done quickly,” said Phil Abbinanti, 
president of Chapple Design-Build. “Every addition 
to the airport helps the local economy.”

Raising the bar
Through its FBO services, Hawthorne leases 

hangar space to corporate aviation clients 
who own or operate their own aircraft. Clients 
notify Hawthorne when they need access to 
their planes. Hawthorne staff provides a wide 
range of ground support services, including 
fuel and hangar storage, preparing aircraft 
for departure, and even providing catering 
services if needed.

Although many aspects of Hawthorne 
Chicago Executive Airport are typical of an 
FBO, some are not. The structure marks the 
first “from the ground up” FBO development 
in the United States in many years, which 
enabled contractors and designers to 

implement options that might not be possible 
with a facility renovation or expansion.

Hawthorne wanted a facility to meet the 
growing demand for corporate aviation services 
in Chicago — something that would offer 
architectural integrity and stand out from its 
surroundings. Hawthorne was particularly 
excited to use the TextureWall™ panel wall system 
instead of precast concrete. Precast concrete 
is predominant in some of the older hangars at 
CEA. TextureWall has a stucco-like appearance 
and complements the split-face block masonry 
foundation Hawthorne was required to use.

“Butler doesn’t produce a typical steel, 
raised-rib metal building,” said David Annin, 
general manager of Hawthorne Chicago 
Executive Airport. “We felt that the products 
and systems Chapple recommended would 
make Hawthorne one of the more attractive 
buildings at the airport.”

The hangar has a 28-foot-high sliding door to 
accommodate the largest business aircraft on 

FLIGHT�PLAN��

The Widespan™ 
structural system’s 
clearspan frame 
allowed for maximum 
use of space, including 
a 28-foot sliding 
hangar door that 
accommodates the 
largest business  
aircraft on the market.

“ When you have everyone working toward the same goal, things  
get done, they get done properly and they get done quickly.”

  PHIL ABBINANTI, CHAPPLE DESIGN-BUILD 
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the market. The terminal and office area, which 
is attached to the hangar, has a hipped roof 
for additional architectural interest. The more 
than 20-foot-high ceiling in the center of the 
terminal makes a big impact. Wings branch off 
to each side. One wing houses FBO operations, 
including passenger and pilot lounges and a 
10-seat conference room. The other wing has 
office space that can be leased by customers 
for their pilots or maintenance staff.

Windows on both sides of the building 
allow natural light. A porte-cochère serves as 
the entrance where travelers are dropped off 
and immediately enter the terminal. Chapple 
specified the VSR II™ standing-seam roof 
system on the office/terminal area with roof 
pitches that provide an architectural design 
unique to the surrounding buildings.

The terminal area was designed with 
comfort in mind. It’s an inviting environment, 
reminiscent of a country club or a lounge.

“Most facilities have a cold, sterile, commercial 
or industrial-type interior, with marble floors and 
black leather chairs,” Annin said. “We very much 
wanted to stay away from that and set ourselves 
apart with a warm environment.”

The terminal features earth tones, natural 
wood, a fireplace, warm wall coverings and 
artwork, and leather furnishings that evoke an 
upscale feel. Although many of the other facilities 
at CEA offer similar amenities, Hawthorne went 
one step further, creating an environment that 
offers travelers the comforts of home.

Hawthorne and Chapple invested a lot of time 
and effort designing attractive landscaping that 
would meet airport and municipality requirements. 
One element honors the airport’s history. A brick 
monument topped by a lighted beacon sits in 
front of the new terminal. The bricks in the 

monument came from the 80-year-old demolished 
Hangar No. 1 that had occupied the same location 
on the airfield, and the beacon is from the tower 
that once stood next to the hangar. 

The sky’s the limit
Construction on Hawthorne Chicago 

Executive Airport began in spring 2013. The 
new location, which began operating in March 
2014, introduces the company to the Midwest 
and raises its profile in the industry. It also 
provides a premier facility to the south end 
of the airport and much-needed revenue to 
Prospect Heights.

“Every customer who walks in is absolutely 
thrilled and impressed with the welcoming, 
comfortable feel,” Annin said. “They’ve 
commented on how different it is from other 
facilities, how warm and beautiful it is.”

Hawthorne hopes to expand its presence at 
CEA and cement its reputation as a member of 
the community.

“We’re very excited to grow our footprint in 
the Chicago area,” Annin added. “This building is 
exactly what we envisioned to help take Hawthorne 
to a new level and stand out in this market.” s 
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Phil Abbinanti (left), 
president of Chapple 
Design-Build, and David 
Annin (right), general 
manager of Hawthorne 
Chicago Executive 
Airport, stand inside  
the hangar.

Chicago Executive Airport and the community of Prospect Heights, Illinois, were very supportive of 
Hawthorne Global Aviation Services’ development plans from the start. Prospect Heights Mayor Nicholas 
Helmer said the project would “bring many new, much-needed jobs for the area,” according to a May 21, 
2013, article in the Daily Herald, a Chicago-area community newspaper.

Hawthorne at Chicago Executive Airport was the first development on the south end of the airport in nearly 
two decades. The Prospect Heights-maintained side of the airport once was a hub of activity, but the bustle 
migrated to the north side over time. Older buildings were demolished to make room for the Hawthorne facility.

WELCOME TO THE NEIGHBORHOOD

Travelers have the 
comforts of home in the 
new terminal. Leather 
furnishings and warm 
wall coverings give the 
space an upscale feel.

55



JOSEPH Construction 
Company, Inc., 
recommended changing 
the direction of the new 
sanctuary to improve 
its street visibility  
and offer more room 
for growth. 
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Knoxville church rebuilds after devastating fire

In December 2010, Mount Calvary Baptist 
Church should have been preparing for 
Christmas celebrations. Instead, the vibrant 

congregation found itself without a house of 
worship. That month, a 
fire gutted this National 
Baptist church in 
Knoxville, Tennessee. 

No one was injured 
in the blaze, but the 
fire damaged a recently 
completed multi-purpose 
area used for Bible study 
and other church events. 
The church sanctuary, 
built in the 1960s, was a total loss — save one 
very important symbol.

“The only part of the sanctuary left standing 
was the steeple and our cross,” said the Rev. 
Leroy Franklin, pastor of Mount Calvary Baptist.

The leadership vowed to rebuild. In the 
meantime, a local middle school opened its 

auditorium to the church for Sunday worship 
the week of the fire. The following Sunday, 
Mount Calvary worshipped in the gym inside 
the church’s Life Center.

Other than the smell of 
smoke and ash, the Life 
Center was undamaged, 
thanks to a firewall that 
JOSEPH Construction 
Company, Inc., a 
Knoxville design-build 
firm, and Butler Builder® 
installed when the center 
was constructed in 
2006. Because the Life 

Center was still intact, it gave the church a 
temporary place of worship as well as a place 
to deliberate about how the new sanctuary 
would look and function.

The Life Center is a Butler® building with the 
MR-24® roof system. The firewall, and the fact 

Keeping the Faith

Butler Builder®: JOSEPH Construction 
Company, Inc.
Architect: Brewer Ingram Fuller Architects Inc.
Size: 11,263 square feet 
Butler® Systems: Widespan™ structural 
system, MR-24® roof system, StylWall® II flat  
wall system

MOUNT CALVARY  
BAPTIST CHURCH

photography by tom gatlin photography

BUILDING PROFIT  SUMMER 2014



that the Life Center is a metal building — with 
a metal roof — were big factors in avoiding  
the additional damage.

“Basically, all the damage stopped at the 
firewall,” said Justin Hall, project manager  
with JOSEPH Construction. “From that point 
on, we didn’t need to do any cleanup work  
or renovations.”

JOSEPH Construction also handles disaster 
cleaning and restoration, and after the fire, it 
removed the rubble and cleaned up the smoke 
and water damage.

“They showed up while the fire was still 
burning and offered their assistance with 
cleanup,” Franklin said. “We were very grateful 
for their help.”

When it came time to rebuild the sanctuary, 
Mount Calvary again enlisted JOSEPH 
Construction. Church leaders were impressed 
with the quality of the Life Center and knew 
JOSEPH Construction had extensive 
knowledge of the church infrastructure.  
All these factors led the church to request 
Butler products and systems for the sanctuary.

Construction began in May 2012, about  
18 months after the fire. Mount Calvary 
wanted an updated sanctuary and meeting 
space to accommodate its steady growth.  
The church already had two Sunday services 
and was looking to add worshipper capacity.

Church officials wanted more street 
exposure. The old sanctuary sat atop a hill, 
but the bustling church wasn’t very visible 
from the road or from the bottom of the hill. 
JOSEPH Construction and Brewer Ingram 
Fuller Architects Inc., a Knoxville-based 
architecture firm, recommended that the 
new sanctuary face east, making it shorter 
and wider. The previous sanctuary pointed 
west, and it was longer and narrower. Adding 
lights around the exterior and on the cross 
increased its nighttime visibility.

“From the bottom of the hill, now all you can 
see is the church,” Franklin said. “It’s a very 
positive, powerful symbol.”

Not only did changing the sanctuary’s 
direction make it more visible from the street, 
it also gave Mount Calvary room to grow. The 
new choir stand holds 53 choristers, up from 
30; the pews hold 500 worshippers, up from 
approximately 410. 

For the exterior design of the church, 

“  It was vital that we get the day care back up 
and running so we could continue to serve that 
important part of our church population.”  

  REV. LEROY FRANKLIN, MOUNT CALVARY BAPTIST CHURCH 

Mount Calvary’s multi-
purpose area includes 
classrooms for Bible 
study, group gatherings 
and training as well  
as day care for people 
in the early stages  
of dementia.

BUILDING PROFIT  SUMMER 2014 7
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The original steeple 
cross, which was 
undamaged in the fire, 
sits above the altar as 
a reminder of what the 
church has overcome.

KEEPING�
THE FAITH

JOSEPH Construction recommended the 
StylWall® II flat wall system not only for 
its superior insulating properties but also 
because it allows for application of almost 
any conventional finish on the interior. 
The sanctuary features interior brick and 
wood paneling veneer that is applied almost 
like wallpaper. Metal ceiling clouds are 
suspended in a radius pattern around the 
sanctuary. A falling water tile mosaic sits 
above the altar. All together, the design 
elements give the new sanctuary the 
contemporary look Mount Calvary wanted.

Designers used an end wall extension off 
the back side of the new sanctuary to give 
back Mount Calvary its eight classrooms 
damaged in the fire, as well as three 
restrooms the space didn’t have before. The 
classrooms get plenty of use: on Sundays 

for Bible study; on Wednesdays for specialty 
group gatherings, such as ministries for single 
and married people; grief care; and other 
group events and training.

Those classrooms were of particular 
importance to one of its high-profile programs, 
Howard Circle of Friends, a senior adult day 
care for people in the early stages of dementia. 
The program is named after a Mount Calvary 
minister who suffered a stroke. Room for 
Howard Circle of Friends was one of the first 
spaces completed in the renovation.

“It was vital that we get the day care back 
up and running so we could continue to serve 
that important part of our church population,” 
Franklin said.

Although the church deliberated for more 
than a year on the design and layout of 
the new sanctuary and classrooms, once 
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construction began, the goal was to finish the 
work quickly. JOSEPH Construction credits 
Butler building systems with helping keep 
them on schedule and on budget.

“By using systems construction, we got 
the main structure up and the roof installed 
quickly, enabling us to start tie-in work to 
connect the structures early,” Hall said. “It 
was a great help to our overall timeline.”

JOSEPH Construction and Butler also 
collaborated on solving the challenge 
of connecting the new sanctuary to the 
classroom space and Life Center. A single-
story steeple, open all the way to the roof, 
was integrated into the Butler frame to 
connect the sanctuary together. A hallway 
made with Butler framing connected the 
sanctuary with the Life Center.

“Butler provided technical expertise and 
solutions that minimized costs we might have 
incurred with conventional framing,” Hall said.

The new Mount Calvary sanctuary was 
dedicated in July 2013 at a Sunday afternoon 
service, in time for the church’s 100th 
anniversary. Many people from outside the 
congregation attended.

Second-guessing about design decisions is 

common with any project, but Mount Calvary 
and JOSEPH Construction agree this task  
was different.

“When constructing a church, you not only 
want to please church officials, but the entire 
congregation. It sometimes can be challenging 
to get everyone’s blessing,” Hall said. “The 
fact that it went so smoothly is a testament to 
the thought Mount Calvary put into the design 
up front, because they established a lot of 
agreement on what they wanted to do.”

From collaborating on the Life Center to 
bringing Mount Calvary’s sanctuary back 
from the ashes, the church and JOSEPH 
Construction have developed a unique bond 
over the years that goes beyond contractor 
and customer.

“We consider them friends,” Franklin said. 
“They gave us a sturdy, strong and beautiful 
place to worship. JOSEPH Construction told 
us that we could do some really unique things 
with a metal building that a lot of people think 
are only possible with a traditional building. 
And they were right.” s

Justin Hall (top),  
project manager with  
JOSEPH Construction,  
has formed a friendship 
over the years with the 
Rev. Leroy Franklin (bottom) 
of Mount Calvary  
Baptist Church.

When Mount Calvary Baptist Church’s original cross and steeple were the only things still standing after a 
devastating fire that destroyed the sanctuary, church officials couldn’t help but take it as a message from  
the heavens.

During construction, the church knew the cross needed to be a part of the new sanctuary. The church took 
special care in having the steeple removed so it could be reused in the new sanctuary, but opted not to clean 
or restore it. The cross now sits above the baptism area, a fitting place to celebrate the lives of not only the 
church’s newest congregants but also the renewed life of Mount Calvary itself.

A SIGN FROM ABOVE

“ We consider (JOSEPH Construction) friends. They gave us a 
sturdy, strong and beautiful place to worship. JOSEPH Construction 
told us that we could do some really unique things with a metal 
building that a lot of people think are only possible with a 
traditional building. And they were right.” 

  REV. LEROY FRANKLIN, MOUNT CALVARY BAPTIST CHURCH

BUILDING PROFIT  SUMMER 2014
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Passion Comes  
With a Roar

Harley-Davidson dealership plans for growth,  
enhanced customer experience

photography by dan reaume photography
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Harley-Davidson is more than a 
motorcycle. It symbolizes freedom. 
Passion for the open road. The 

American dream. Over the last century, that 
passion has spread across North America and 
around the world. 

The iconic motorcycle 
manufacturer is known 
worldwide as not just a 
brand but also a lifestyle. 
Thunder Road Harley-
Davidson has been 
helping its customers 
in Windsor, Ontario, 
fulfill their passion for 
motorcycling for 20 years. 

Echoing Harley-Davidson’s humble 
beginnings in 1903, Thunder Road, owned by 
Chris O’Neil and his wife, Carol, was born in 
a 7,200-square-foot building that tripled as a 
showroom, service shop and warehouse.

As Thunder Road expanded, the business 
outgrew its small space. When a building 
located just 85 feet away came up for sale 

at a good price, the O’Neils jumped at the 
purchase. At the time, it was less expensive 
to buy than to build. They renovated the 
6,200-square-foot space, which served as the 
service department and warehouse for the 

next several years.

More growing pains
By early 2013, the 

thriving dealership once 
again needed to expand. 
The existing showroom 
was too small, and 
the low ceilings didn’t 
offer a positive retail 
experience. There was 

no warehousing space to store inventory. 
Harley-Davidson riders and dealer owners are 
known for being charitable, and the O’Neils 
could not host as many events as they would 
have liked in Thunder Road’s tight quarters.

The O’Neils wanted to enhance the Thunder 
Road customer experience and expand their 
customer base. Two buildings weren’t 

Butler Builder®: Rosati Construction Inc.
Architect: Architectural Design Associates Inc.
Interior Designer: Optima Design
Butler® Structure Size: 12,745 square feet
Overall Structure Size: 19,256 square feet
Butler Systems: Widespan™ structural system, 
MR-24® roof system, Butlerib® II wall system  

THUNDER ROAD  
HARLEY-DAVIDSON

“With Butler’s technical expertise, we were able to 
accommodate Harley-Davidson and design parameters,  
and some great input we received from the O’Neils.”  
DENIS GAUTHIER, ROSATI CONSTRUCTION INC.

BUILDING PROFIT  SUMMER 2014 11



conducive to customers visiting the retail area 
while their motorcycles were being serviced. 
They felt the best remedy would be to combine 
the showroom and the service department 
into one efficient building. Renovating the 
service department would make better use  
of space and allow for increased service 
efficiency and warehousing capability. They 
also anticipated increased sales from 
expanding and enhancing the showroom to 
feature more product and to improve traffic 
flow into the service department.

The O’Neils enlisted the help of Rosati 
Construction Inc., a design-build firm and 
Butler Builder® in Windsor, Ontario, to 
construct the addition. The couple also 
requested that Rosati use Butler® building 
systems. During travels with his wife 
throughout North America, Chris O’Neil noticed 
the quality of the Harley-Davidson dealerships 
that were housed in Butler® buildings.

“Dealers I talked to with Butler buildings 
were very proud of their stores and talked 
highly of Butler,” O’Neil said. “I wanted to work 
with Butler because they seemed to know what 
a Harley-Davidson dealership should look like, 
inside and out.”

O’Neil liked the structural integrity of  
Butler buildings, yet also looked at them from 
a slightly different perspective than the  
average owner.

“Most people look at the quality from 
the outside in, but I think about it from the 
inside out,” O’Neil added. “With the constant 
influx of new merchandise, the interior user-

friendliness of a building is as important  
as the outside.”

Making a connection
The O’Neils and Rosati agreed that the 

existing structure housing the service 
department would remain intact so Thunder 
Road could still perform motorcycle 
maintenance for customers during the 
construction. The sales building was 
demolished and converted to additional 
customer parking. The new showroom would 
connect to the back of the service building.

Rosati worked closely with the O’Neils and 
the interior design firm to adhere to Harley-
Davidson’s corporate aesthetic guidelines 
and the owner’s goals for the interior and 
exterior of the structure. Throughout the 
process, Butler offered technical expertise 
and numerous options by value engineering 
the structure with the design team. Butler 
also sent a representative to check on the 
construction in progress.

“With Butler’s technical expertise, we 
were able to accommodate Harley-Davidson 
and design parameters, and some great 
input we received from the O’Neils,” said 
Denis Gauthier, vice president of project 
development for Rosati.

The biggest challenge was the height 
requirement for the warehouse area. The 
space included four-bay concrete block 
offices topped with prestressed concrete for 
loading inventory. The plan called for three 
motorcycles to be stacked on top of each 

PASSION�COMES�
WITH A ROAR
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The Ontario government launched the microFIT Program in 2009 as an effort to increase renewable energy 
in the province. As part of the program, if residences or businesses install solar panels on their roofs, the 
government pays for the electricity they generate — over a span of 20 years.

Chris O’Neil, owner of Thunder Road Harley-Davidson, knew he wanted to take advantage of this program. 
Butler and Rosati Construction Inc. worked to construct a different variation of the MR-24® roof system to 
accommodate the weight of the panels. 

O’Neil said the solar panels will be installed on 15,000 square feet of roof space in the fall.

HERE COMES THE SUN

BUILDING PROFIT  SUMMER 2014
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“ Dealers I talked to with Butler buildings were very 
proud of their stores and talked highly of Butler.  
I wanted to work with Butler because they 
seemed to know what a Harley-Davidson 
dealership should look like, inside and out.”
CHRIS O’NEIL, THUNDER ROAD HARLEY-DAVIDSON

other for storage. Rosati and the design team 
calculated how much weight the concrete 
would hold and worked through various height 
options to assure the O’Neils there was enough 
height in the warehouse to accommodate 
virtually any storage needs.

“Rosati and Butler took all the stress out of 
the process,” Chris O’Neil said. “They gave us 
time to think about any changes and gave us 
recommendations of what they thought would 
work well.”

The showroom features high ceilings with 
a mix of hard and soft design elements. Steel 
is tempered by warm colors, including the 
signature Harley-Davidson orange. The walls 
incorporate wood planks made from trees that 
O’Neil cut down on his property. 

“They did a great job of helping us show off 
our product,” O’Neil said.

Unexpected savings
Rosati recommended the MR-24® roof system 

for its expandability and weathertight seam, 
which offered additional protection for the 
dealership’s high-value inventory.

The roof began paying for itself right 
away. Despite having 50 percent more space, 
Thunder Road’s heating costs have dropped 
by one-third in the new space compared with 
the cost of heating the separate structures.

“That’s a testament to how well-built the 
structure is,” O’Neil said. “We just came 
through the coldest winter in 65 years, and  
the building is always nice and warm.”

In addition to reduced heating costs, the  
high R-value of the MR-24 roof system netted the 
O’Neils a one-time $1,500 rebate from Union Gas 
Limited, the area’s natural gas supplier.

Raising its profile
Connecting the sales and service areas has 

been, as hoped, great for business.
“Before, customers wouldn’t come into the 

showroom if they dropped their bikes off for 
service, and vice versa,” O’Neil said. “Now, 
they walk through like it’s nothing.”

O’Neil thinks the new structure will provide 
Thunder Road with at least 15 years of growth 
before they need to think about expanding 

again. The open-concept showroom makes 
it easy to display product and reconfigure it 
quickly and effortlessly.

“We can have new showroom displays every 
few months,” O’Neil said. “People come in  
and may think we’ve got a lot of new bikes,  
but it’s just that we’ve moved them around  
the showroom.”

The expansion also enables Thunder Road to 
become more active in the riding community 
by hosting charity rides and other fundraising 
events. The dealership recently hosted an 
event in memory of Bob Probert, a Windsor 
native and National Hockey League player 
who died in 2010. Each year, a motorcycle ride 
held in his honor raises money for charity, 
and NHL players participate. Thunder Road 
accommodated 700 to 1,000 riders, something 
O’Neil said the business couldn’t have done  
in the old space. 

Thunder Road is looking forward to hosting 
more — and larger — events.

“We’re happy to be participating in larger 
events like this now that we have a bigger 
building,” O’Neil said. “People are starting to 
take notice.” s 

The Widespan™ 
structural system 
allows for an open-
concept showroom that 
provides easy product 
display and quick 
reconfiguration.

  SUMMER 2014
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Making  
Best Brands 

Better
Spirits distributor raises its profile  

with new addition

photography by tom gatlin photography

BUILDING PROFIT  SUMMER 2014

Best Brands Incorporated is a family-
owned and -operated wholesale wine 
and spirits distributor. Manuel Eskind 

founded the company — originally named 
Capital Distributing — in Nashville, Tennessee, 
in 1939, as Prohibition was repealed in the 
state. The company was granted the third 
post-Prohibition liquor distribution license in 
all of Tennessee. 

In 1983, Eskind’s grandchildren transformed 
the company into Best Brands Inc. and 
established it as a dominant presence in the 
Middle Tennessee and Chattanooga markets. 
Today, the company distributes world-renowned 
brands such as Fireball whisky and Jim Beam 
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bourbon. The company now is managed by the 
third generation of Eskinds, who are preparing 
the fourth generation for leadership.

Building for the future
In response to market conditions and 

company growth, Best Brands realized it 
needed more warehouse and office space. 
The company had outgrown its existing 1990s 
structure and wanted a facility for warehouse 
operations that also included office space and 
a showroom to promote supplier brands. 

Best Brands determined the most cost-
effective solution would be to add to the 
existing structure. It enlisted another 

Nashville-based, family-owned business — 
Design Systems Builders, Inc., a subsidiary  
of T.W. Frierson Contractor, Inc., and a  
Butler Builder®.

The company’s wish list included additional 
warehouse and office space plus an in-house 
facility where the company could host supplier 
and retail customers. Design Systems Builders 
proposed a two-story addition that would 
greatly expand Best Brands’ warehouse 
and office space and recommended Butler® 
building systems. 

Design System Builders’ mission was to 
integrate the Butler building with the  
existing building.

BUILDING PROFIT  SUMMER 2014 15

The meeting area (top)  
quadrupled after office 
space was added to  
Best Brands’ existing 
facility. Specially 
commissioned artwork 
(left) pays homage to 
iconic product lines  
that Best Brands 
distributes, including 
Fireball whisky.

“ Design Systems 
Builders and 
Butler helped 
us realize this 
expansion so we 
can partner with 
new brands and 
set up future 
generations  
for growth.” 

   CLIFTON LONG,  
BEST BRANDS INC.
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“The existing structure is a metal building 
from a different manufacturer,” said Andrew 
Zimmerman, senior project manager with T.W. 
Frierson Contractor, Inc. “We needed to marry 
the new addition with 
the existing structure as 
seamlessly as possible.”

Because of the nature 
of its business, Best 
Brands needed to 
continue operating on-
site during construction. 
The addition also had to 
be completed before the 
company’s busy season — typically November 
through January.

To simplify integration of the two structures, 
Butler used building information modeling 
(BIM) software with Design Systems Builders 

and its in-house design firm, Design 
Constructors, Inc., to ensure timely project 
delivery, improve quality and lower costs.

“BIM helps us uncover potential issues 
in the field and make 
real-time adjustments,” 
said Kit Ozburn, AIA, 
LEED AP, principal at 
Design Constructors, Inc. 
“This was particularly 
important considering 
the timeline.”

With the support of 
the Butler engineering 

team, Design Systems Builders was able to 
connect the buildings and keep roof lines at 
the same elevation — a process that didn’t 
interrupt Best Brands’ operation. A custom 
gray Butler-Cote™ finish was specified on the 

The bar area is the 
most-talked-about 
addition at Best 
Brands, and it serves 
as a showroom 
for special events 
to entertain retail 
customers and  
build business.

MAKING��
BEST BRANDS BETTER

BUILDING PROFIT  SUMMER 2014

Butler Builder®: Design Systems Builders, Inc.
Architect: Design Constructors, Inc.
Size: 33,159 square feet
Butler® Systems: Widespan™ structural system, 
MR-24® roof system, Sky-Web® fall protection, SunLite 
Strip™ daylighting system, Shadowall™ wall system

BEST BRANDS  
INCORPORATED
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The renovated office space (left)
includes large and small training 
rooms and a conference room —  
quadrupling Best Brands’ available 
meeting space. Design Constructors, 
Inc., moved the entrance and lobby 
(above) to a different part of the 
building. New lighting and 
contemporary furnishings give  
the space a modern, fresh feel.

“ The marketplace is growing 
in the area of specialty 
drinks, specialty and novelty 
bourbons, mixers and aperitifs. 
It’s not just about bourbon 
and Coke anymore. This 
multifunction bar area has 
placed us head and shoulders 
above our competitors.” 

  CLIFTON LONG, BEST BRANDS INC.

BUILDING PROFIT  SUMMER 2014
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Shadowall™ wall system panels to match the 
existing structure. A new façade, with glass and 
painted blocks, further blended the existing 
structure with the new.

The new warehouse features a climate-
controlled, air-conditioned room to store  
fine wine. Tall racks for storing spirits rise  
25 feet, a setup that isn’t conducive for natural 
light through traditional wall windows. Aging 
skylights in the existing warehouse no longer 
performed to capacity, affecting temperature 
control. This created an opportunity to try 
something new.

Design Systems Builders installed one 
SunLite Strip™ daylighting system unit in 
the existing warehouse to demonstrate the 
benefits of daylighting. Best Brands was so 
impressed that it requested removal and 
replacement of the original skylights with the 
SunLite Strip system and asked for it to be 
used in the new warehouse space, as well.

“It has improved temperature control and 
airflow,” said Clifton Long, director of operations 
for Best Brands Inc. “The new daylighting 
system gives off much less heat, unlike the 

previous skylights that were being used. The 
SunLite Strip is a much better product.”

Taking it to a new level
While developing the exterior and interior 

design, Design Constructors’ goal was to dispel 
the myth that a metal building is a boring 
box. Design Constructors moved the entire 
entrance and lobby to a part of the building 
where the roof height transitioned. The result 
is a welcoming space with a two-story open 
staircase, featuring glass in the front lobby 
to allow natural light. New lighting gives the 
space a modern, fresh feel, and the staircase 
in the previous lobby was removed to provide 
additional square footage on the ground floor 
and second floor.

The renovated office space includes a  
large and small training room and a large 
conference room — quadrupling the 
company’s meeting space.

The corporate culture shines through in 
the office space. The floor tile color in some 
areas is reminiscent of a whiskey or wine 
barrel, and wine barrels double as tables in 

The warehouse 
featuring racks  
that are 25 feet high, 
has temperature-
controlled,  
air-conditioned areas  
for spirit storage.

MAKING��
BEST BRANDS BETTER
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other spaces. The Eskind family took an active 
role in choosing colors and fabrics for the 
office space. Their connection to a local artist 
resulted in original artwork depicting several 
of the brands that Best Brands distributes.

Although the addition has doubled the 
amount of warehouse and office space, the 
most talked-about feature is the bar area. In 
the past, when a supplier came into Nashville 
and wanted to host a special event for retail 
customers — or Best Brands wanted to host 
current or prospective suppliers — the event 
was held off-site, often at considerable cost.

Tennessee is a “franchise state” — meaning 
distributors have exclusive rights with 
supplier brands. For example, Sazerac, the 
manufacturer of Fireball whisky, chooses who 
distributes its product. The contracts are 
lengthy, so manufacturers are picky about the 
distributors with whom they work.

The bar serves as a high-end space where 
Best Brands and its suppliers can build and 
maintain customer relationships. The space 
has a rustic look, with industrial-style furniture 
that can be quickly staged depending on event 
needs. Customers can come and taste products 
from Best Brands suppliers without having to 
interrupt activity at their own establishments.

Best Brands also hosts specialty drink 
tastings to show customers what they can do 
at their own establishments.

“The marketplace is growing in the area 
of specialty drinks, specialty and novelty 
bourbons, mixers and aperitifs,” Long said.  

“It’s not just about bourbon and Coke anymore. 
This multifunction bar area has placed us head 
and shoulders above our competitors.”

Building business
With the help of the Butler building materials 

arriving on time, and the speed of installation 
with Butler building systems, Best Brand 
employees moved into the warehouse well 
ahead of schedule so the office area could be 
completed in time for its busy season.

“That was a big help from a scheduling 
standpoint,” Zimmerman said. “The building 
went together quickly and well.”

The updated and expanded office space allows 
outside sales staff to be in the office more often. 
Quadrupled conference space enables more 
comfortable internal and external meetings. A 
larger warehouse lessens downtime and enables 
the company to receive and store more product 
than ever before. Best Brands recently installed 
a state-of-the-art conveyor system to more 
efficiently handle the additional product.

The addition to the office and warehouse, 
combined with the bar for special events, 
instills confidence in Best Brands among 
current and future customers. The company 
hopes it also will help increase the portfolio of 
products it distributes.

“When people visit our facility now, they see 
the warehouse, the office space and the bar area 
— it’s a big deal,” Long said. “Design Systems 
Builders and Butler helped us realize this 
expansion so we can partner with new brands 
and set up future generations for growth.” s

BUILDING PROFIT  SUMMER 2014

“ The new daylighting system gives off much less heat, 
unlike the previous skylights that were being used.  
The SunLite Strip is a much better product.” 

  CLIFTON LONG, BEST BRANDS INC.

Best Brands Incorporated represents some of the most iconic and emerging wine and spirits brands around 
the globe. Because Tennessee wholesalers have exclusive relationships with suppliers’ brands, Best Brands 
has an interest in helping brands succeed. Some of the product lines Best Brands distributes include:
 ●  ● 

BEST BRANDS BUILDS BUSINESS

•  Angel’s Envy ● 
•  Big House ● 
•  Buffalo Trace

•  Cook’s
•  Dewar’s 
•  Estancia

•  Fireball
•  Jim Beam
•  Knob Creek

•  Rodney Strong
•  Silver Oak
•  SKYY Vodka
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THUNDER ROAD  

HARLEY-DAVIDSON  
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Thunder Road Harley-Davidson 
boasts nearly 20,000 square feet of 
showroom, service and warehouse 
space, enhancing customers’ 
experience and positioning the 
dealership for growth.

PASSION�COMES�
WITH A ROAR
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