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The DDC Journal’s mission is to enlighten, 
engage and entertain its readers through 
thought-provoking content geared towards 
the senior-level construction and real estate 
business professional. By both print and online avenues, we

strive to empower our readers in their efforts to gain valuable insight 

by showcasing notable projects and success stories, and highlighting 

strategic business and best-practice methodologies. For our advertisers, 

we look to promote a forum in which to showcase their work or product in 

front of a qualified, decision-making readership. In doing this, we target the 

people who influence purchasing decisions to provide the best return on 

investment for your advertisement.
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The real estate and construction markets 
have been inching back to pre-recession 
levels, but the recovery is by no means 
complete-that’s why it’s especially 
important to get insight into the industry 
from its leaders, those people who are 
surviving and thriving in a fast-changing 
business landscape.

 
DDC Journal (Design, Develop, Construct) is the magazine for 
those professionals with the vision to build North America. Each 
quarterly issue delivers expert information from the individuals and 
companies that are making their mark in a competitive industry.
 
All major market segments are covered, including commercial, 
industrial, office, mixed-use, government and military, healthcare, 
education, hospitality, retail and residential. In addition to in-depth 
project and company case studies, DDC provides insight into the 
latest topics and trends including green building, financial and 
market drivers, project financing and product advances.
 
In just the past year we’ve covered major players like Lennar Urban, 
PCL, Colliers International, EllisDon, Gensler, Hines, Hoffman 
Construction, Turner Construction, CenterCal Properties, and 
Skanska, to name a few. We’ve featured many other exceptional 
companies, from well-known giants to up-and-comers, regardless 
of their market specialism.
 
Each of the market segments we feature carries with it its own 
set of challenges-and we specifically ask executives at each 
of the organizations what they are doing to overcome their 
unique challenges. In this way our case studies deliver a toolbox 
of information and insight geared to helping readers solve the 
challenges that affect their projects and the way they do business.
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DDC Journal’s unique editorial focus on senior

executives makes your media buying activities easier, offering direct access to construction and real

estate's key players. We produce carefully targeted content to inspire and inform, reaching executives at 

a time when they are most involved and engaged.
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Q1 - SPRING 2016
Sales Deadline: 1/11/16
Copy Deadline: 1/18/16
Cover: Multifamily
Green Building: Green In The Classroom
Special Feature: Catering to Millennials
Development Trends: Foreign Investments in U.S. Real Estate
US Regional Focus: Northeast
Canadian Focus: Alberta, Manitoba and Saskatchewan

Q2 - SUMMER 2016
Sales Deadline: 4/11/16
Copy Deadline: 4/18/16
Cover: Residential
Green Building: Can Green be Luxurious?
Special Feature: Social Media Marketing
Development Trends: Amenity-rich Developments
US Regional Focus: West Coast
Canadian Focus: British Columbia

Q3 - FALL 2016
Sales Deadline: 7/11/16
Copy Deadline: 7/18/16
Cover: Green Building Annual
Green Building: Green Building Products
Special Feature: TBD
Development Trends: Green Building Trends
US Regional Focus: Southeast
Canadian Focus: Quebec & Atlantic

Q4 - WINTER 2016
Sales Deadline: 10/10/16
Copy Deadline: 10/17/16
Cover: Commercial
Green Building: LEED
Special Feature: Leading Commercial Contractors
Development Trends: Mixed-Use
US Regional Focus: Midwest
Canadian Focus: Ontario

EDITORIAL CALENDAR
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21%    Western US

17%    Midwestern US

13%    Northeastern US

22%    Southeastern US

annual revenue

22%

$101mil - 
$250mil

11%

$251mil+

28%

$51mil - 
$100mil

39%

Under 
$50mil

job title

36%

Owner/
Principal

23%

CEO/
President

11%

Partner

6%

COO/CFO

24%

Vice
President/
Other

company title

6%

Architects

5%

Engineers

3%

Project 
finance/
insurance

4%

Property 
Managers

19%

Developers

63%

Contractors/
Subcontractors

READERSHIP

Dedicated to those who Design, 
Develop and Construct, DDC Journal is the title for those with 

the vision to build North America. The modern construction market constantly challenges those 

at the heart of the industry to perform to ever-higher levels at each stage of the project process.

21% 

17% 

11% 

8% 

13% 

22% 

8% 

 8%    Western Canada

 8%    Central Canada

11%    Eastern Canada
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The following conditions apply to every advertisement submitted to Avenir Pub-
lishing:

No change to these terms is valid unless Avenir Publishing expressly agrees 
in a signed writing. All representations to the advertiser or agency are included 
within this document. The state and federal courts located in Chicago, Illinois shall 
provide exclusive jurisdiction and venue over any claim regarding this agreement, 
unless both parties agree to arbitration. The laws of the state of Illinois shall be 
applicable to all contracts performed completely within Illinois.

Avenir Publishing may refuse to publish any advertisement at its own discre-
tion for reasons including, but not limited to, content Avenir Publishing believes 
subscribers may find objectionable. If Avenir Publishing refuses to publish an 
advertisement, the advertiser must pay for advertising previously published as 
though the entire order were completed. 

Any advertisement that Avenir Publishing believes may cause confusion in 
subscribers as to whether the content is an advertisement must be clearly labeled 
as an advertisement, and Avenir Publishing may insert “ADVERTISEMENT” as 
Avenir Publishing believes is necessary.

Advertiser shall only use advertisements for its own organization, product, or 
service. Only Avenir Publishing can authorize the use of advertising space. An ad-
vertisement accepted by Avenir Publishing is not an endorsement of the adver-
tiser or any claims therein. 

Requests for placement and positioning may be honored, but any restrictions 
are subject to Avenir Publishing‘s discretion unless the advertiser has paid for a 
specific placement. If the advertiser cancels any order, fails to fulfill an order, or 
Avenir Publishing reasonably believes that the advertiser will fail to fulfill an order, 
the advertiser must pay any discounts on previously published advertisements. If 
the advertiser fails to provide their artwork in a timely manner, Avenir Publishing 
reserves the right to submit the advertisement copy on behalf of the client.

Orders for front covers, back covers, and single insertions cannot be cancelled. 
All other advertisements cannot be cancelled within 30 days of the closing date 
(e.g. closing date is May 31, cancellation must occur prior to May 1). Advertiser is 
responsible any costs, including services and materials, relating to the advertise-
ment incurred prior to cancellation.

Orders for advertisements submitting different rates than those listed in this 
media kit may be changed to reflect the rates in this media kit, and advertiser will 
be charged accordingly.

Interest will be charged the lesser of the highest legal rate on past due bal-
ances or 2% per month beginning 30 days from the date of the invoice. Advertiser 
agrees to pay costs, including attorney’s fees, necessary to collect any unpaid 
charge for any advertisement.

In the event any third parties are employed to collect any outstanding monies 
owed by said business the undersigned agrees to pay reasonable collection costs, 
including attorney fees, whether or not litigation has commenced, and all costs of 
litigation incurred.

By submitting an advertisement, advertiser represents that the content sub-
mitted does not violate any applicable law. Advertiser agrees jointly and severally 
to indemnify and hold harmless Avenir Publishing against any action, liability, loss, 
claim, or any other expense, including attorney’s fees, incurred by Avenir Publish-
ing due to receiving, possessing, copying, printing, distributing, or any dissemina-
tion of material supplied by, or created for and approved by, the advertiser.

If Avenir Publishing makes an error or omission in an advertisement, the dam-
age owed by Avenir Publishing is limited to the amount paid for said advertise-
ment. The advertiser may only receive a refund if the advertiser has submitted 
or approved a proof of the advertisement, and the proof differs from the adver-
tisement. The advertiser is responsible for the production quality of materials 
submitted to Avenir Publishing, and the advertiser is responsible for any charges 
resulting from changes made to submitted materials necessitated by advertiser’s 
failure to meet Avenir Publishing‘s specifications listed in this media kit. The ad-
vertiser must notify Avenir Publishing of any error within 30 days of receiving an 
invoice.

All orders placed by an agency acting with authority, bind the advertiser and 
agency, including any legal obligations relating to the advertisement. Avenir Pub-
lishing may bill either advertiser or agency. Billing the agency serves as notice to 
advertiser. Joint and several liability shall not be limited by agency receiving the 
bill. Advertiser’s liability to Avenir Publishing is not discharged by paying agency. 
Disputes between advertiser and agency shall not affect the rights of Avenir Pub-
lishing.

Avenir Publishing owns any copyright in any advertisement it creates, and the 
copyrighted material may not be used by anyone but Avenir Publishing without 
Avenir Publishing‘s prior written consent. All advertisements may be reproduced 
by Avenir Publishing in any form of media the issue appears in, whether the issue 
is reproduced in whole or in part. 

Terms And Conditions

COLOR RATES  1X  2X  3X  4X
2-Page Spread  $15,195   $14,195  $13,195  $12,195
Full Page   $8,170  $7,570  $6,970  $6,170
1/2 Page Island  $5,825   $5,475  $5,125  $4,825
1/2 Page   $5,110  $4,760  $4,410  $4,110
1/4 Page   $3,695  $3,345  $2,995  $2,695

BLACK & WHITE  1X  2X  3X  4X
2-Page Spread  $12,995  $11,895  $9,995  $8,995
Full Page   $6,670  $6,370  $6,095  $5,670
1/2 Page Island  $4,825  $4,525  $4,195  $3,825
1/2 Page   $4,110   $3,810  $3,595  $3,110
1/4 Page   $2,695   $2,395  $1,995  $1,695

COVER POSITIONS      1X  2X       3X  4X
Inside Front      $9,500  $8,500       $8,250  $8,000
Inside Back      $9,500  $8,500       $8,250  $8,000
Outside Back      $10,000  $9,000       $8,750  $8,500

ADVERTISING
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“All of the projects we have completed or 
started have been pre-certifi ed as LEED® 

Platinum,” says Skanska Executive Vice 
President and Regional Manager, Michael 
Mair. “We are completing and submitting 

the certifi cations that would support 
our LEED Platinum pre-certifi cation, 

and we are very proud of that.”

www.ddcjournal.com
FALL 2015    $16.00

SKANSKA COMMERCIAL 
DEVELOPMENT USA

SKANSKA COMMERCIAL 
DEVELOPMENT USA

BEAUX PROPERTIES
Three Generations of Quality, 
Commitment and Pride

LANGHAM DEVELOPMENTS 
A Neighborhood Full of Character

BEAUX PROPERTIES
Three Generations of Quality, 
Commitment and Pride

LANGHAM DEVELOPMENTS 
A Neighborhood Full of Character

Each issue delivers a 
toolbox of information 
and insight geared toward helping you solve the challenges 

that affect your projects and the way you do business. 

You will also find incisive and informative editorials that 

address lessons learned, government and policy issues 

surrounding the construction industry and how economic 

and other factors will impact business-making decisions 

over the next few years.
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Each quarterly issue 
brings you, the industry professional, 
knowledge and information about individuals and 
companies in the market who are making big strides 
in all aspects of construction. 

HORIZON PROPERTIES GROUP
Pennsylvania development
fi rm creates communities
around offi  ce park and casino

NATIONAL MUSEUM
OF THE U.S. AIR FORCE:  
World’s largest aviation museum
takes fl ight with new building
designed to meet needs
of local tenants

HORIZON PROPERTIES GROUP
Pennsylvania development
fi rm creates communities
around offi  ce park and casino

NATIONAL MUSEUM
OF THE U.S. AIR FORCE:  
World’s largest aviation museum
takes fl ight with new building
designed to meet needs
of local tenants

“With experience you learn the ins
and outs of construction pretty well, including 

how to develop structures with effi  cient 
designs and modern architecture,” says Raj 

Dhunna, Chief Operating Offi  cer of Regency 
Developments. “People are surprised at how 

fast we are able to develop our projects,
all the while ensuring designs balance

with the identity of the infi ll area.”

www.ddcjournal.com
SUMMER 2015    $16.00

REGENCY 
DEVELOPMENTS

REGENCY 
DEVELOPMENTS
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ENERGY-EFFICIENT SOLUTIONS .  THERMAX™ WALL SYSTEM .  COMMERCIAL BUILDINGS

Make your mark. Make a difference.

®™Trademark of The Dow Chemical Company (“Dow”) or an affiliated company of DowElement No. 1-2HA83V

www.thermaxwallsystem.com/architect
866-583-BLUE (2583)

Simplified design. Sustainable future.
The three-in-one, single-source THERMAX™ Wall System:

• Exceeds ASHRAE 90.1-2007 requirements for 

continuous insulation 

• Creates an effective air barrier on the interior of the 

stud cavity using STYROFOAM™ Brand Spray 

Polyurethane Foam (CM Series) 

• Protects against moisture penetration 

• Meets IBC’s NFPA 285 Multistory Flammability Test

Specify the energy-efficient THERMAX™ Wall System and

leave the world a better place. Request your submittal

package online.
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A Strong

Foundation 

Isn’t

Constructed 

With Brick & 

Mortar Alone, 

But With
Relationships 
Built On Trust
& Opportunity.

www.claycorp.com

The strongest foundation of any building 

is the connection between the individuals 

inside.  A connection centered on relation-

ships, trust, attention to detail and a dedi-

cation to style, sustainability and safety.  

Clayco_DCC.indd   1 8/14/2009   11:13:05 AM

Central Park Tower at Interlocken

Partnering with Prime West for 
more than a decade. 

• A. O. Smith Corporation
• AECOM
• AMEC
• Bank of America
• BASF
• Beck Group
• Bovis Lend Lease
• Brasfield and Gorrie
• Canadian Imperial Bank of Commerce
• Capital One
• CH2M Hill
• Citi Capital
• Clayco Corp.
• Coats Rose
• Craine Architecture
• CSA Group
• Cushman & Wakefield
• Delta Faucet
• Dishner Moore
• Dow Building Solutions
• Ewing Cole
• Fujitec Canada Inc.
• Gamma Windows
• General Electric
• Gensler
• Georgia Pacific
• Gorman-LaVelle
• Graham Construction
• Hellmuth, Obata & Kassabaum (HOK)
• Hemisphere Engineering
• Hobbs and Black Associates
• Hunt Construction Group
• Hunter Laird Engineering
• Jacobs Engineering

• Johnson Controls
• Kiewit
• KONE, Inc.
• Lessard Group
• Love Funding
• Metcap Living
• Moen
• Otis Elevator
• Pavarini Construction Company
• PCL Construction Services
• Pella Windows
• Perkins Eastman
• Pepper Construction
• Plante Moran
• Prismatic Development Corp.
• ProBuild
• SimplexGrinnell
• Skanska USA Building
• SNC Lavalin
• Stantec
• Stock Building Supply
• Tamko Electric
• The Finch Group
• The H&K Group
• Tishman Construction
• T-Mobile
• URS Corporation
• Valspar
• Wakefield Beasley and Associates
• Walsh Construction
• Weiler Smith Bowers
• Whirlpool Corporation
• Winstead Attorneys
• Young + Wright/IBI Group

ADVERTISERS

North America’s Resource For
Building And Real Estate Professionals
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ADVERTISING 
SPECIFICATIONS

Magazine Size    8.5” x 11”

File Submission Specs:
file types: PDF
resolution: 300dpi and at 100% of output size
mode:  CMYK
fonts:  all fonts must be embedded or supplied
file submission:  https://dropbox.yousendit.com/AvenirPublishing

File sizes:
The file sizes can reflect the print quality of a JPEG. Most high 
resolution images should be between 1 and 2 mb in size.

Paper Stock Specs:
 - Print on high-quality matte finished paper  
    stock, creating a perfect bound publication.
- 4-color; 8.5” x 11”.
- 70lb paper stock for interior pages, heavy 92lb 
   matte laminated paper stock used for the cover   
   affording us the use of bold, bright colors on  
   subsequent pages.

1/2 Page horizontal
7.273”w  x  4.667”h

1/2 Page vertical
3.551”w  x  9.5”h

1/4 Page
3.551”w  x  4.667”h

1/2 Page island
4.626”w  x  7”h

2-Page spread
Trim Size 17”w  x  11”h
Bleed**  17.5”w x 11.25”h

Full Page
Bleed**  8.75”w x 11.25”h
Trim Size 8.5”w  x  11”h
Live Area** 7.5”w  x 10”h

**.25” inside the trim size to insure that no important information is cut 
off in the event of a miss-cut
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EVERY ISSUE IS NOW AVAILABLE
ONLINE WITH INTERACTIVE CAPABILITIES

Profile your company, product, 
news or service in DDC Journal. 

We can structure content to maximize your visibility and exposure, while 

ensuring an 'evergreen' nature to the coverage by guaranteeing three months 

coverage in print and a year's coverage online.

“We are a family business, and we have a 
passion for what we do,” says Aaron Malinsky, 

CEO of Curbcut Urban Partners. “We work 
seven days a week. There is not one aspect 

of the development process that we cannot 
personally do. However, if you ask me what 

the biggest advantage of our company is, 
it’s our passion for our business. We love the 
creative process and taking your creation all 

the way to completion.”

www.ddcjournal.com
SPRING 2015    $16.00

CURBCUT
URBAN 

PARTNERS 

CURBCUT
URBAN 

PARTNERS 

DERMODY PROPERTIES
Clearly defi ned markets and property 
types leads developer’s strategy

GUTIERREZ COMPANY 
Local knowledge produces
new offi  ce building
designed to meet needs
of local tenants

“We continue to be a smaller fi rm that 
focuses on specifi c markets—we are not 

scattered across the country,” says Lauren 
Brockman, Principal of Allied Orion Holdings 

LLC. “From a development standpoint, 
we stick in a city that we have feet on the 

ground with people who understand the local 
markets, and the various little factions within 

that submarket.”

www.ddcjournal.com
WINTER 2014    $16.00

ALLIED ORION 
HOLDINGS

ALLIED ORION 
HOLDINGS

TIMBERLAND PARTNERS
Firm continues to build on reputation 
of providing outstanding care to 
secondary and tertiary markets

AYRE & OXFORD 
Edmonton continues to grow and 
is in need of eff ective property 
management – Ayre and Oxford 
deliver



d d c j o u r n a l .co m2016 MEDIA KIT


