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Construction Executive is the award-winning monthly business magazine for 
construction business owners and contracting management. Every issue includes 
articles designed to help owners and top managers run a more profitable and 
productive construction business. In addition to industry news, feature articles and 
special sections, each issue provides practical advice, helpful tips, best practices and 
proven techniques for contractors.  

Special reports and sections on Accounting, Finance, Insurance, Law, Surety Bonding, 
Schools of Construction and Technology offer detailed information on the latest 
developments and future trends. These issues contain directories and resource 
guides for selecting professional firms, higher education, and technology and risk 
management products that focus on the needs of contractors.

Regular monthly columns and departments include:
Construction Headlines—national industry news and calendar of events
Economic Outlook—economic news and trends

Risk Management—surety, insurance and liability issues

Tech Trends—technology solutions for contractors

Workforce Development—training and education efforts

Onsite Safety—best practices for a safer work environment

Legally Speaking—legal issues and decisions

Bottom Line—financial and tax tips

Business Development—marketing and promotional ideas

Going Green—green building and sustainable design trends

Product Showcase—equipment, tools, building, electrical and software products

Washington Update—federal, state, and local government legislation and regulations

Around the Nation—local and state news

Community Spotlight—community service projects

E
ditorial C

alendar
Every Issue Offers Valuable Editorial to 
Help Contractors Grow Their Businesses  
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R I S K  M A N A G E M E N T

Building Site Safety into 
Sustainable Projects

B Y  F R A N Z  W A G N E R  A N D  J E F F  M Y U N G

They say it’s always greener 

on the other side, but sustainable and 

LEED-certified projects can leave owners 

and contractors seeing red if they do not 

manage site safety and control risk. 

The first step to achieving optimum 

return on a project investment is to under-

stand how the risks of green building dif-

fer from those of traditional building. 
SITE SELECTIONTo obtain maximum LEED credits, proj-

ect owners often seek brownfield sites or 

high-density sites close to mass transpor-

tation and with accommodations for elec-

tric vehicles and bicycles.
Brownfields often are contami-

nated by low concentrations of hazard-

ous compounds such as lead, mercury, 

hydrocarbons and asbestos. Additionally, 

these sites can expose pollution created 

by working near subways, railroads and 

waterways.Because site selection is a key compo-

nent in LEED certification, owners and 

developers must evaluate the numerous 

insurance products that address environ-

mental liabilities arising from projects con-

structed on remediated properties. Various 

forms of coverage can be pursued to insure 

against existing and unknown pollution 

conditions, as well as pollution conditions 

arising out of the construction work being 

performed. 

LOSS CONTROL IN CONSTRUCTION PHASE

The stringent LEED credit system offers 

designers and contractors guidance on 

producing a sustainable facility, but with 

those credits come safety concerns that 

must be addressed to prevent costly insur-

ance claims. Regarding the green design 

elements planned for a project, a safety 

consultant can provide adequate training 

and equipment, and a broker can ensure 

policies contain the necessary coverage. 

Be sure to discuss the following three 

loss control considerations: LEED credits are offered 

for the reuse of building materials, which 

often need to be abated of lead paint or 

stripped of hazardous compounds, such 

as mercury. Safety consultants can advise 

site managers and contractors on best 

practices, as well as American Council 

of Governmental Industrial Hygienists 

and Occupational Safety and Health 

Administration standards for protecting 

employees who are reusing steel beams, 

exposed wooden beams or electrical 

devices.

By utilizing maxi-

mum green space and capturing and 

reusing rainwater, vegetative roofs are 

an ideal way to maximize the LEED 

credit for reducing the heat island effect. 

However, vegetative roofs also present 

a unique condition for worker fall pro-

tection during construction. The lack of 

exposed concrete and steel on a rooftop 

creates new challenges in providing con-

struction workers with fall-arrest anchor 

points, as well as falling object protection 

for workers below. 

During the 

final phases of construction and just prior 

to occupancy, the U.S. Green Building 

Council and Sheet Metal and Air Con-

ditioning Contractors’ National Asso-

ciation place minimum expectations for 

continuous air exchanges. This creates 

new demands on ventilation during final 

construction activities—such as painting, 

drywall and plastering, floor and carpet 

installation, and waterproofing—and 

may present a new series of occupational 

health concerns.INSURANCE PROGRAM
Brokers who understand the risks associ-

ated with LEED construction are better 

equipped to structure the insurance cov-

erages for these projects. For example, 

builders risk policies do not automati-

cally cover the loss of earnings resulting 

from an inability to achieve the desired 

energy credits or sell off surplus energy 

or the additional soft costs associated 

with rebuilding to LEED standards. 

Keeping brokers informed will result in 

a more comprehensive insurance pro-

gram to address these LEED-specific 

exposures.
Franz Wagner is vice president and Jeff 

Myung is a safety and health consultant  

at The Graham Company, Philadelphia.  

For more information, call (617) 756-5901  

or email jmyung@grahamco.com.
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TTThe stumbling block comes when try-

ing to implement a new software purchase 

companywide. Accounting understands 

its arena: payroll, billing customers and 

paying vendors. Operations understands 

its arena: tracking job performance, 

scheduling job resources and managing 

the documentation required on jobs. But 

with today’s turbulent economic condi-

tions, it is more important than ever for 

both departments to work in unison for 

a successful software implementation to 

become a reality.

o win jobs and work as effi ciently and profi tably as possible, construction executives need 

detailed, reliable data about their businesses and instant access to fi nancials. When used 

correctly, new construction-specifi c accounting software programs help turn information 

from accounting and operations departments into concise data that aids decision-making.

B Y  S T E V E  A N T I L L

[S P E C I A L  S E C T I O N :  C O N S T R U C T I O N  A C C O U N T I N G]

MAKING THE NEW SOFTWARE WORK 

ACROSS DEPARTMENTS 

Most businesses experience some level of 

disconnect among their various depart-

ments. The typical construction offi ce is 

no exception. That’s why it’s critical to 

establish companywide goals and expec-

tations prior to purchasing a new software 

system. Accounting and operations should 

work as a team to outline everything they 

need (both absolutes and wish list items) 

before even looking at a system. These 

items should be considered during the 

software selection phase and thoroughly 

discussed with the software vendor before 

planning the implementation. 

UNDERSTAND DEPARTMENTAL 

REQUIREMENTS

Employees frequently fail to understand 

how their practices affect other depart-

ments. Take something as basic as coding. 

Does the fi eld staff have a coding system 

in place for job take-offs, time sheets, 

daily fi eld logs or pick tickets of materials 

used? Do these fi eld coding methods align R
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with what the accounting staff will use 

to enter data into the new accounting 

system? 
Looking at payroll entry specifi cally, 

the accounting staff may use a very basic 

list of codes for breaking down the job (or 

none at all). The fi eld staff, however, may 

require a more elaborate breakdown. If 

the codes used in the accounting depart-

ment vary from the codes used in the fi eld, 

inaccuracies can occur with the data entry. 

This discrepancy alone can render the job 

cost reports useless.

REPORTS THAT SATISFY EVERYONE 

Most quality accounting systems offer 

accounting, job costing and document con-

trol capabilities. This robust functionality 

is nice, but it requires upfront planning to 

ensure all users get the exact information 

needed to run reports.

For example, project managers and 

operations users like to track their pur-

chase orders, subcontracts and change 

orders because they (not accounting) ulti-

mately may be responsible for these items. 

To further complicate matters, document 

statuses can range from approved to pend-

ing, rejected, estimated or internal. Keep-

ing these complexities in mind, accounting 

users need to work with operations staff 

when implementing new software, as the 

ramifi cations of categorizing these docu-

ments improperly can be signifi cant. 

For instance, an over/under-billing 

report is one of the most important reports 

in a construction accounting system. Many 

controllers and outside CPAs prefer to 

show the original budget and original 

contract on this report. It is also common 

to display only approved and internal 

change orders on over/under-billings in 

the revised contract and revised estimated 

costs columns. 

Often excluded from this report are 

pending and estimated change orders. 

This level of tracking has a critical impact 

on the job’s percent complete. Pushing 

change orders from pending to approved 

status too soon could negatively impact 

over/under-billings and, ultimately, affect 

the company’s bonding capacity.

HARMONY THROUGH PROPER WORKFLOW 

Establishing good workflow practices 

among all departments can prevent 

future frustrations. It may make sense 

for operations to establish the purchase 

orders and subcontracts in the account-

ing software and then receive against 

them as the material is shipped or as 

the subcontractor progresses through its 

part of the job. As accounting receives 

the invoices from the vendor or subcon-

tractor, approval from a project manager 

often is required. Whether the invoice is 

scanned and sent to the project manager 

or simply put on his desk, that project 

manager needs to approve it, code it and 

send it back to accounting in a timely 

manner. 
In order to generate accurate report-

ing, it is imperative that the correct data 

feed back seamlessly into accounting. 

Setting up concise workfl ows between 

purchase orders, accounts payable invoice 

scanning and approval tasks has to be dis-

cussed between the two departments to 

guarantee data reliability. 

Another workfl ow example involves 

timing considerations. If accounting 

routes invoices with large dollar values 

to a project manager for approval and he 

doesn’t approve them in a timely manner, 

it could have negative consequences for 

another manager relying on that data. 

When reviewing current job cost reports, 

project managers may miss signifi cant 

dollars for material, equipment and sub-

contract costs if they elect to show only 

approved invoices on the reports. Both 

departments must set guidelines for 

routing and approvals and understand 

how these integrate with accounting 

reports.
Overall, the key to success is keeping 

the communication fl owing between these 

two critical parts of the business. The 

more they communicate, understand how 

each area uses information and establish 

agreeable workfl ows, the more the new 

software investment will benefi t the entire 

company. 

Steve Antill is the West Coast regional 

sales manager for Foundation Software. 

For more information, call (800) 246-0800 

or email santill@foundationsoft.com.

ELIMINATING 

DISCONNECT 

IS KEY TO A 

SUCCESSFUL 

SOFTWARE 

IMPLEMENTATION

http://www.constructionexec.com
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Energy Projects
ABC’s National Chairman

Offices and Data Centers

Project Management & 
Scheduling

Youth in Construction
ABC’s Contractor of the Year

Project Delivery Methods

Contractors’ Role in
Green Projects

Public-Private 
Partnerships

Business Development

Adventures in BIM

Business Succession
Planning

Multifamily Housing

The Year Ahead for 
Market Segments, 
Materials and Equipment

Construction Technology I
Distribution at TFC and WOC

Construction Law I 
2012 Directory of Construction Law Firms
Distribution at ABC Legislative Conference

Equipment: Rent, Buy or Lease
Demolition
ABC’s Excellence Awards

Insurance and Surety Bonding 
Distribution at NASBP and CFMA

Construction Finance 
Annual Software and Tech Showcase

Contractors’ Guide to Green Building
2012 Directory of Schools of Construction

Construction Law II
Legal Briefs and Case Studies
HR/Benefits/Labor and Staffing

Construction Accounting
2012 Directory of Construction CPAs

Construction Technology II
2012 White Paper Project

Tech, CRM, GPS and Fleet Solutions for 
Service Contractors
Safety Solutions

10th Annual Contractors’ Guide to 
Surety Bonding 
2013 Directory of Surety Professionals

2013 Hot Products
Advertisers May Purchase Full-Page and 
Spread Hot Products Articles

FREE Technology Usage Study
FREE Product Showcase for Advertisers

Executive Interview for Full-Page Advertisers
FREE Directory Listing for Legal Advertisers
Bonus Distribution at ABC BizCon

Exec Interview for Full-Page Equipment Advertisers
FREE Product Showcase for Equipment Advertisers

Executive Interview for Full-Page Advertisers
FREE Directory Listing for Insurance Advertisers

Executive Interview for Full-Page Advertisers 
FREE Tech Showcase for Advertisers 
Bonus Distribution at CFMA

FREE Research Study About Contractors and Green
FREE Product Showcase for Building Product Ads
Bonus Distribution at EcoBuild, DBIA and The 
National BIM Conference

Executive Interview for Full-Page Advertisers 
Advertisers in Law Section May Purchase 
Full-Page or Spread Case Studies and Briefs

Executive Interview for Full-Page Advertisers
FREE Directory Listing for CPA Advertisers
Bonus Mailing to 2,000+ CPA Firms

Tech Advertisers May Purchase Full-Page or 
Spread White Papers
Bonus Distribution at National BIM Conference

Executive Interview for Full-Page Advertisers 
FREE Product Showcase for Advertisers

Executive Interview for Full-Page Advertisers
FREE Directory Listing for Surety Advertisers
Distribution at IRMI, NASBP, CFMA and DBIA

Bonus Distribution at National BIM Conference 
Bonus Distribution at EcoBuild and FEDCON
Bonus Distribution at Technology for Construction
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12 Opportunities to Reach and Influence 120,000 Construction Professionals

Click on the blue links 
for more information.
The Media Kit is continually updated with links as more 
information on select issues becomes available.

Please bookmark the link to the kit and download 
updates periodically.
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januaryCover Story—Energy Projects

Profile—ABC’s National Chairman

Special Section—Construction Technology I 

!Bonus Distribution
Technology for Construction (TFC), Jan. 24-27, Las Vegas

World of Concrete (WOC), Jan. 24-27, Las Vegas

!Value-Added
FREE Technology Usage and Purchasing Study for 
Full-Page Advertisers

FREE Product Showcase for Tech Advertisers

Space Reservations: Nov. 22, 2011
Materials Due: Dec. 2, 2011

februaryCover Story—Offices and Data Centers

Special Section—Construction Law I

Plus the 2012 Directory of Construction Law Firms  

!Bonus Distribution
Associated Builders and Contractor’s (ABC) BizCon, 
Feb. 21-22, Phoenix

Associated Builders and Contractor’s (ABC) Legislative 
Conference, June 12-14, Washington, D.C.

!Value-Added
Executive Interview for Law Firms Supporting this Issue 
with a Full-Page Advertisement

Space Reservations: Dec. 27, 2011
Materials Due: Jan. 6, 2012

marchCover Story—Project Management & Scheduling

Special Feature—ABC’s Excellence Awards

Special Section—Equipment: Rent, Buy or Lease
Demoliton

!Value-Added 
Executive Interview for Full-Page Advertisers in the 
Equipment and Demolition Sections

FREE Product Showcase for Equipment and 
DemolitionAdvertisers

Space Reservations: Jan. 24, 2012
Materials Due: Feb. 3, 2012
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Click on the blue links 
for more information.
The Media Kit is continually updated with links as more 
information on select issues becomes available.

Please bookmark the link to the kit and download 
updates periodically.

THIS CALENDAR IS INTERACTIVE!
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mayCover Story—Project Delivery Methods

Special Section #1—Construction Finance

Plus the 2012 Directory of Construction Finance

Special Section #2—Annual Software & Technology
Showcase

!Bonus Distribution
Construction Financial Management Association (CFMA) 
National Convention, June 23-27, Orlando, Fla.

!Value-Added
Executive Interview or Full-Page Advertisers in the 
Construction Finance Section

FREE Product Showcase for Tech & Software Advertisers

Space Reservations: March 27, 2012
Materials Due: April 6, 2012

Editorial Calendar

aprilCover Story—Youth in Construction

Special Section—Insurance and Surety Bonding 

Plus the 2012 Directory of Construction Insurance 
Professionals

Special Feature—Coverage of Associated Builders and 
Contractors’ Contractor of the Year

!Bonus Distribution
ABC EdCon & Expo, April 24-27, San Antonio, Texas

National Association of Surety Bond Producers (NASBP) 
Annual Meeting, April 29-May 2, Orlando, Fla.
Construction Financial Management Association (CFMA) 
Annual Conference, October 26-28, Las Vegas

!Value-Added
Executive Interview for Full-Page Advertisers in the 
Insurance and Bonding Section

Space Reservations: Feb. 21, 2012
Materials Due: March 2, 2012

juneCover Story—Contractors’ Role in Green Projects

Special Section—Contractors’ Guide to Green Building

Special Feature—Directory of Schools of Construction

!Bonus Distribution
EcoBuild America, December 5-9, Washington, D.C.

Design-Build Conference & Expo, October 19-21, Olando, Fla.

The National BIM Conference, December, Washington, D.C.

!Value-Added 
FREE Building Products Resesrch Study for Full-Page Ad-
vertisers. Learn what is Important to Contractors in Selecting, 
Specifying, Purchasing and Installing Green Products

FREE Product Showcase for Building Product Advertisers

Space Reservations: April 24, 2012
Materials Due: May 4, 2012
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Contractors Enjoy 

The Give and Take 

Of Student Outreach

ee t
Generation

Engaging 

        the
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“We are lacking skilled workers, and we 

need to be doing our part to improve that.”

This call to action from Nick Dill, 

recruiting coordinator and director of 

sustainability for Robins & Morton, Bir-

mingham, Ala., is in step with a company 

that has walked the walk when it comes 

to reaching out to construction students. 

From teaching courses on estimating and 

building information modeling (BIM) to 

arranging site visits, career days, co-ops 

and internships, Robins & Morton makes 

it a priority to ensure students at Auburn 

University and other nearby schools are up 

to speed on what it takes to be successful 

in the construction industry.

“Staying engaged with students allows 

for a better understanding of what they’re 

being taught and helps with the recruit-

ing process,” says Dill, an Auburn alum-

nus. “We need to stay in tune with schools 

because a lot of things are changing—BIM, 

sustainability, integrated project delivery—

and we need to make sure they are keeping 

those topics at the forefront. We love to 

promote from within, so that entry-level 

position is critical for our company.” 

These days, recruiting trips occur less 

frequently and internship numbers are 

down. As recently as two years ago, Auburn 

construction graduates enjoyed 100 percent 

job placement; now it’s at about 30 percent, 

according to Dill. But once more projects 

start getting the green light, he is confident 

the hiring will pick up. 

In the meantime, many students are 

electing to stave off the employment slump 

by getting a master’s degree or MBA—

the next best thing to having on-the-job 

experience, Dill says. Still, being able to 

step foot on a jobsite or bounce ideas off a 

superintendent is priceless in overcoming 

the fear of the unknown.

“We had one co-op student who had 

never left Alabama, so we sent him to a 

project in New Mexico. He was nervous 

and didn’t know what to expect, but once 

he got out there he said it was the best 

thing he ever did,” Dill says.

“School gives a great foundation, but 

you really learn from hands-on experience. 

The sooner students get that, the better off 

they’ll be in their careers.”

LEARNING THROUGH COMPETITION

Just a few years ago, Eric Nash was an up-

and-coming civil engineering student at 

the University of Central Florida (UCF), 

attending classes full time while work-

ing up to 35 hours a week as an intern. 

Always eager for more real-world experi-

ence, he discovered Associated Builders 

and Contractors (ABC) had a student 

chapter at UCF that offered scholarships, 

educational and networking opportunities 

with local contractors, and—most intrigu-

ingly—an annual construction manage-

ment competition.

Prior to the competition (to be held 

next at ABC’s 2011 Construction Educa-

tion Conference in San Antonio), four-

person teams develop a project schedule 

and safety plan in preparation for a bid day 

drill. Onsite, the students spend an ardu-

ous day responding to mock subcontractor 

bids and changes in the project’s scope to 

devise a final proposal, which is judged on 

its safety, project management/scheduling 

and estimating.

“My first year, we put in a full month 

of work before the competition and didn’t 

end up finishing the final proposal in 

time,” says Nash, now a project engineer 

with Wharton-Smith, Inc. “The stress on 

the bid day is through the roof. You think 

you’re familiar with the project, but then 

you find things that are missing. Learning 

how to adapt to that stress and figure out 

how to pull together a proposal was a great 

experience.”

Realizing practical experience was a 

huge asset to the competition, Nash con-

tinued volunteering with the ABC student 

chapter at UCF after graduating in 2008.

“I enjoy helping other students. I 

encourage them to think outside the box 

and do a professional job,” he says. “To see 

Students work to produce  

the best “bid” at the  

ABC Construction  

Management Competition.
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ABC student chapter members from the 

University of Alabama.

Click on the blue links 
for more information.
The Media Kit is continually updated with links as more 
information on select issues becomes available.

Please bookmark the link to the kit and download 
updates periodically.
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augustCover Story—Business Development

Special Section—Construction Accounting

Plus the 2012 Directory of Construction CPA Firms

!Bonus Circulation
Bonus mailing to more than 2,000 CPA firms 
specializing in construction accounting.

!Value-Added
Executive Interview for Full-Page Advertisers in the 
Construction Accounting Section

Space Reservations: June 26, 2012
Materials Due: July 6, 2012

julyCover Story—Public-Private Partnerships

Special Section #1—Construction Law II

Plus Legal Briefs and Case Studies

Special Section #2—Labor & Staffing, HR and Benefits

!Value-Added
Executive Interview for Full-Page Advertisers in the 
Construction Law or Labor & Staffing Sections

Legal Advertisers May Purchase Full-Page or Spread 
Case Studies and Legal Briefs

Space Reservations: May 29, 2012
Materials Due: June 6, 2012

septemberCover Story—Adventures in BIM

Special Section—Construction Technology II

Plus the 2012 White Paper Project

!Bonus Distribution
The National BIM Conference, December, Washington, D.C.

!Value-Added
Tech Advertisers May Purchase Full-Page or Spread 
Technology White Papers

Space Reservations: July 24, 2012
Materials Due: Aug. 23, 2012
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Click on the blue links 
for more information.
The Media Kit is continually updated with links as more 
information on select issues becomes available.

Please bookmark the link to the kit and download 
updates periodically.
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octoberCover Story—Business Succession Planning

Special Section #1—Tech, CRM, GPS and Fleet Solutions
for Service Contractors

Special Section #2—Safety Solutions

!Value-Added 
Executive Interview for Full-Page Special Section 
Advertisers

FREE Product Showcase for Section Advertisers

Space Reservations: Aug. 21, 2012
Materials Due: Aug. 31, 2012

novemberCover Story—Multifamily Housing

Special Section—10th Annual Contractors’ Guide to 
Surety Bonding (cosponsored by the National 
Association of Surety Bond Producers and the Surety 
and Fidelity  Association of America)

Plus the 2013 Directory of Surety Bond Producers

!Bonus Distribution
ABC Institute for Professional Leadership and 
Development, Nov. 13-15, Austin, Texas

International Risk Management Institute’s (IRMI) Annual 
Construction Risk Management Conference, TBD

Design-Build Institute of America (DBIA) Annual 
Conference, TBD

!Value-Added
Executive Interview for Full-Page Advertisers Supporting 
the Surety Special Section

Space Reservations: Sept. 25, 2012
Materials Due: Oct. 5, 2012
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oday’s diffi cult economic environment has spared few industries or 
geographic areas. When facing challenges, construction business 
leaders need to fi ght the instinct to manage on their own. Instead, 
they should engage all of their stakeholders on the critical issues 
facing their business and clearly articulate cogent strategies designed 
to see them through tough times. Construction fi rms should tap 
into the breadth of resources with which they have surrounded 
themselves, including their surety company and professional surety 
bond producer. 
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“One of the key ways in which con-
struction executives can manage through 
the tough times is by increasing com-
munication to all those connected to the 
construction business,” says Tom Kunkel, 
chairman of the board of The Surety & 
Fidelity Association of America (SFAA), 
and president of Travelers Bond & Finan-
cial Products.

The economic downturn has affected 
contractors’ balance sheets by increasing 
the number of slow receivables and the 
value of some under-billings. Some con-
tractors experienced sizable profi t and loss 
events simply as a result of recording so 
many severance payments in a compressed 
period of time. It is important for con-
tractors to make every effort to preserve 
liquidity. Place a greater emphasis on cash 
management and collection of receivables, 
and perform ongoing, real-time assess-
ments of manpower allocation. 

“Tough decisions must be made to keep 
overhead expense aligned with forecasted 
revenue,” says Michael J. Cusack, senior 

vice president—managing director/con-
tract surety for Aon Construction Services 
Group.

At the most basic level, sureties want 
strong balance sheets and experienced 
management teams. Beyond these factors, 
underwriters and bond producers focus on 
forging lasting relationships with contrac-
tors that transcend fl uctuating markets 
and economic cycles. It is more important 
than ever for contractors to meet regularly 
with their underwriter and bond producer, 
review business plans and openly discuss 
areas of concern.

In today’s marketplace, surety bonding 
is a valuable fi nancial resource. Only well-
managed, well-capitalized fi rms can access 
signifi cant bonding capacity. The ability 
to bond work in a tighter credit cycle con-
fi rms that a contractor has the fi nancial and 
personnel resources needed to complete a 
project successfully. That surety affi rmation 
remains one of the clear lines of demarca-
tion between the weakest and strongest 
fi rms in the construction industry.

SURETY MARKET
New construction opportunities vary by 
type of work, region and private versus 
public spending trends. Generally, utiliza-
tion of bonding capacity is down across the 
board, but small and middle-market con-
tractors are being more adversely affected. 
Private commercial construction spending 
is low relative to the past fi ve years, and is 
expected to remain low for one to two more 
years. Education spending is slowing as 
universities experience lower endowments 
due to volatile investments. Health care 
spending remains fl at and is one of a few 
positive areas. Construction unemployment 
is expected to remain extremely high.

Government-bonded construction 
spending also is low relative to prior years, 
and is expected to remain low due to high 
state defi cits and reduced tax receipts. As 
Americans drive less, reduced gas tax rev-
enue will negatively affect road and bridge 
construction. Most discretionary govern-
ment construction spending is drying up, 
with state and local government spending 
experiencing the largest declines. Federal 
highway and military spending remains 
reasonable. Overall, the limited government 
construction spending is focused on fewer 
larger projects.

Small and middle-sized contractors are 
experiencing fewer job bidding opportuni-
ties and substantially increased competition 
on bids. “Contractor backlogs are shrinking, 
and backlogs are being replaced with less 
profi table work, possibly outside contractors’ 
comfort zones,” says J. Spencer Miller, presi-
dent of the National Association of Surety 
Bond Producers (NASBP) and Schwartz 
Brothers Insurance Agency Inc.
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decemberCover Story—The Year Ahead for Market Segments, 
Materials and Equipment

Special Section—2013 Hot Products

!Bonus Distribution
National BIM Conference, December, Washington, D.C. 

Technology for Construction, January 2013, Las Vegas

EcoBuild America, December, Washington, D.C.

!Value-Added
Advertisers May Purchase Full-Page or Spread 
Articles in the Hot Products Special Section

Space Reservations: Oct. 23, 2012
Materials Due: Nov. 2, 2012

Click on the blue links 
for more information.
The Media Kit is continually updated with links as more 
information on select issues becomes available.

Please bookmark the link to the kit and download 
updates periodically.
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Don Berry  National Sales Manager 
Don began his career in publishing as a journalist and editor. He has 
worked for daily, weekly, monthly and annual publications, as well as 
“dot.com” publishing. During the past 35 years, Don has held jobs that 
include typesetter, graphic designer, art director, production manager, 
technical writer, staff writer, copy editor, managing editor, editor-in-
chief, circulation manager, advertising sales manager, associate pub-
lisher and publisher. Prior to joining Construction Executive in 2003, 
Don worked for The McGraw-Hill Companies from 1989-2001 where 
he was the lead salesman for Engineering News-Record (ENR) for 12 
consecutive years and the #1 revenue producer for McGraw-Hill’s 
entire construction division, which had 1,700 employees at the time. 
Don received numerous awards for sales and marketing, including 
McGraw-Hill’s highest recognition, a Corporate Achievement Award 
for marketing. He has held positions at other construction industry 
publications as Sr. Director of Sales (construction.com), Western 
Sales Manager (Kitchen & Bath Design News) and National Sales 
Manager (Cabinet Manufacturing & Fabricating). Don is originally 
from Indiana where he spent 10 years as an entrepreneur publishing a monthly magazine, writing dining and 
entertainment guidebooks, and producing music festivals. He is a veteran of the United States Marine Corps; 
a member of the Construction Writers Association; an alumnus of the Indiana University School of Journal-
ism; and a lifetime member of the National Eagle Scout Association. Don resides in Tranquility, NJ, with his 
four children. He coaches travel soccer and is the chairman of the local Cub Scout pack. If you meet Don at 
an industry event, ask him to show you a magic trick.

Steve Donohue  Regional Sales Manager 
Prior to joining Construction Executive in 2003, Steve was publisher of Architecture magazine at Billboard 
Publications where he initiated a major redesign and market repositioning, including the acquisition of Pro-
gressive Architecture. Steve previously worked for The McGraw-Hill Companies for more than 20 years. 

Starting as a salesperson for Electrical Construction & Maintenance (EC&M), 
he rose through the ranks at McGraw-Hill to become associate publisher of 
Engineering News-Record (ENR). At ENR, Steve had overall responsibility 
for marketing, promotion and advertising sales, which grew by 62 percent 
on his watch. In 1980, Steve was one of the first salespersons in the na-
tion to utilize a computer to automate the advertising sales process and 
advised the McGraw-Hill Board of Directors on the future of computing in 
the construction market. Steve briefly left McGraw-Hill to work for two resi-
dential construction magazines, Kitchen & Bath Design News and Cabinet 
Manufacturing & Fabricating, where he began his long-term association 
with Don Berry. Steve holds degrees in marketing and marketing research 
from the University of Tennessee.  He lives “down the shore” in Barnegat, 
NJ, with his wife, Melodie, and will sail his tatty old sloop in any weather, 
except maybe a blizzard.

Meet the Construction 
Executive Sales Team

http://www.constructionexec.com

