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Healthcare can raise some difficult questions ... 

There's One Simple Answe1: 

The Valley~ 'HealthSystem· 

Whether its a routine check-up, a case of the flu, 

or a situation requiring a hospital visit, you can 

depend on The Valley Health System to provide 

superior care. That$ because The Valley Health 

System is an integrated system, committed to 

providing our community with convenient access 

to quality healthcare, while at the same time 

controlling costs through increased efficiencies. 

Our philosophy has made us the provider of 

choice for more employers, delivering quality 

care to over 780,000 las Vegans- we are the 

leader with nine specialized centers of medical 

excellence, representing 3,500 of the finest 

physicians and medical professionals. So, when 

you're looking for answers to all your healthcare 

questions, all you need is The Valley Health System. 
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Publisher Consumers Have a 
Right to Financial· Privacy 

********* Credit Card Numbers 
*FOR SALE* 

We now have thousands of credit card 
numbers available for sale to the high
est bidder. NO QUESTIONS ASKED! 
Contact your nearest financial institu
tion for more information: 

111-555-5432 
********* 

E 
lectronic commerce has made it possible to 
purchase virtually anything from the privacy 
of your own home. But many people still 

hesitate to use their credit cards to make electronic 
purchases. While their fears are based on solid rea
soning, purchases on the Internet may be the least of 
their worries. 

Even if you never use your credit card, the fact that 
you have one puts you at financial risk. Banks can, 
and have, sold credit card numbers to businesses, 
telemarketers and scam artists. A San Fernando Val
ley bank sold 900,000 credit card numbers to a con
victed felon, who altogether, bought 3.7 million card 
numbers. He used them to make more than 
$45,000,000 in purchases before police arrested him. 

And, while the felon will serve time for his mas
sive shopping spree, the banks that sold him the 
credit card numbers will not be prosecuted. Why? 
Because they broke no laws. 

Currently, there is no law that protects personal 
financial information from being sold to the highest 
bidder. But wait. It gets worse. Congress recently 

passed the "financial modernization" act elimi
nating laws that have historically kept banking, 
securities and insurance companies separate. Con
sequently, the potential has greatly increased for 
personal, financial information to move freely be
tween your banker and securities broker. Worse still, 
your personal medical information can be easily 
accessed by your loan officer. 

If you think switching banks could be the answer, 
think again. Banking industry experts predict that in 
the next few years, over 90 percent of Nevadans will 
use one of the state's three largest banks. 

Before you tear up your credit card and close your 
checking account, you should know there is pro
posed legislation that would protect your financial 
privacy. It's called the Financial Privacy Act and it 
has being spearheaded by Nevada's own, Senator 
Richard Bryan. Bryan is joined in sponsorship of the 
bill by co-Senate Banking Committee members, 
Senators Paul Sarbanes of Maryland and Chris Dodd 
of Connecticut. 

The proposed legislation would prohibit institu
tions from releasing any financial data to unaffiliated 
third parties without special permission from the 
customer. The second part of the bill, which will be 
harder to pass, gives the consumer the right to forbid 
their private information from being shared between 
affiliates of the same institution. 

Since Bryan's bill is in direct conflict with finan
cial modernization efforts, affected industries are 
prepared for battle. Their position is that customers 
would benefit from the ability to purchase insurance, 
conduct banking, trade stocks and plan for' retire
ment with one institution. The sharing of financial 
information between affiliates would make the 
process much easier for all concerned. 

However, in this instance, the price for conve
nience is the elimination of privacy. And, as far as 
I'm concerned, the cost is too high. It is the role of 
our government to protect consumers from un
scrupulous businesses practices, and we all have a 
right to privacy. Thank you Senator Bryan for intro
ducing this important piece of legislation. • 

COMMENTS? e-mail: lb.nbj@usa.net 
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We're going to tell you something your old 
phone company would like us to keep quiet. 

Some of Southern Nevada's top businesses have already 

switched to NEXTLINK They're enjoying top-quality fiber optic 

local and long distance phone service. Reliable, local customer 

service. And, they're even saVing money each and every month. 

And one of our representatives will give you a tree cost 

comparison. They'll jntroduce you to our extensive array of 

telecommunications services. And switching to NEXTUNK is 

easy. In fact; you can even keep your current phone number. 

• Local Phone Service 

• kong Distance 

• High Speed Data 

• Voice Mail 

• Oiling Card 

• Teleconferencing 

• FaxMail 

• Video Broadcast 

• Internet 
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CORRECTIONS 
In the October 1999 Building Nevada Briefs section, 
we noted that City Centre Development Corp. (CCDC) 
contributed $71,500 to help pay for the second phase 
of Magic's Westland Plaza in Las Vegas. CCDC did not 
play a role in the project since it was undertaken 
prior tc CCDC's .formaticn. NBJ regrets the error. 

In the November 1999 article on TechA/Jiance@New 
Nevada, we omitted one of the group'sfounders.from 
mentWn. Also involved in the project is Garrett Sut
ton, a Reno attorney ond longtime proponent ofhigh
tech development in Nevada. NB] regrets the error. 
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Room for more megaresorts in Las Vegas~ 
With more than 120,000 

rooms in the Las Vegas 
hotel-resort market, many be
lieve the region can't sustain 
further additions. A Las 
Vegas-based development and 
investment company is betting 
otherwise. Boccardi Capital 
Systems·(BCS) is finalizing its 
acquisition of a site on the Las 
Vegas Strip for a resort 
hotel/casino and entertainment 
property for which the compa
ny will confirm plans by 
year's end. Fabrizio Boccardi, 
chairman of BCS, asserts the 
potential exists for additional 
gaming properties in Southern 
Nevada, provided they offer 
"cutting edge concepts." 

"The basic fundamentals 
driving the Las Vegas econo
my are still very much intact, 
and these should provide an 
ideal environmenl{or a project 
like ours to succeed," Boccardi 
noted. "Our intentions are to 
launch something-biggel' than 
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a megaresort, which will infil
trate the ~ay of life within and 
outside of The Strip. We won't 
need to cannibalize visitors 
from existing properties in 
order to succeed because we 
will give _potentiaf-Yisitors a 
compelling new reason tQ 
come to Las Vegas:• 

Local analysts may express 
concern about substantial 
hotel room addititms, but 
some outside gaming analysts 
say room does indeed exist 
for more megaresorts in Las 
Vegas. According to Steve 
Comer, partner of Arthur An
dersen, "Our analysis indi
cates that with the right com
bination of innovation, 
management and concept, th~ 
Las Vegas market is capable 
of absorbing additional prop
erties. New projects, such as 
Boccardi CapiWSystems' 
proposal, mat can meet those 
challenges can succeed in the 
current environment." 

EMPLOYEE COMPENSATION 

Legal salaries rise 
in Las Vegas 

S alaries in industries nationwide con
tinue to rise, and compensation in 

Southern Nevada's legal profession 
proves no exception. That's according to 
the 1999 Legal Salary Survey results com
piled by Exclusively Legal, a staffing ser
vice catering solely to the legal communi
ty. More than 70 legal organizations 
participated, and reported that legal ad
ministrators, paralegals, experienced 
legal secretaries and accounting man
agers represent some of the highest paid 
legal professionals in Southern Nevada. 
Legal secretaries and litigation paralegals 
with experience in insurance defense are 
especially in demand in Las Vegas. 

"Right now Las Vegas has great de
mand for qualified legal professionals 
and not really the supply to match it, 
which has led to continued increases in 
salaries over the last several surveys," 
noted Renee Loheed, managing director 
for Exclusively Legal. Since 1995, the av
erage annual salary for a legal adminis
trator has risen from $29,208 to $50.333, 
while transactional paralegal salaries in
creased $12,000 since 1995 and $9,000 
since last year's survey. Legal secretaries 
earn an average of $7,000 more a year 
than they did in 1995. 

In spite of such substantial increases, 
compensation for legal professionals in 
Las Vegas lags behind that offered in 
other regional cities. While a legal admin
istrator in Las Vegas earns an average of 
$50.333 annually, a legal administrator in 
San Diego, Calif. earns $61,300. A litiga
tion paralegal in San Diego earns 
$45,120, versus a litigation paralegal in 
Las Vegas, who averages $36,758. 



SMALL BUSINESS AID 

More help lor woman-owned 
small businesses 

T he U.S. House Com
mittee on Small Busi

ness unanimously approved 
The Women's Business 
Centers Sustainability Act 
to build on legislation 
passed earlier this year re
garding Women's Business 
Centers. The new bill is de
signed to address the future 
of the Women's Business 
Centers Program, a Small 
Business Administration 

HIRING & fiRING 

(SBA) program targeted to 
help women start and build 
successful businesses. The 
Women's Business Centers 
Program provides skills 
training, counseling, men
toring, education and out
reach to women entrepre
neurs and their businesses. 
The centers receive a com
bination of federal grants 
and private funds for five 
years, at which time the 
centers graduate from the 
program and become self
funded. The new legisla
tion allows centers and 
those attending them to 
apply in the fifth year for 
an additional four years of 
federal funding assistance, 
and also establishes 
stronger evaluation criteria 
to determine which centers 
are most effective. 

Support staff important 
when hiring 
J ob candidates who think hiring managers are the only 

people they need to impress during a job interview may 

be in for a surprise. A survey developed by OfficeTeam re
veals 91 percent of executives consider their assistant's 
opinion an important factor in the employee selection 
process, up from 60 percent five 
years ago. "Because assistants 
often meet an interview candidate 
before the executive, they are able 
to capture a valuable first impres
sion of that individual," noted 
Diane Domeyer, executive director 
of Office Team. "An applicant who 
appears friendly and professional 
to a hiring manager may exhibit 
markedly different behavior toward 
support staff." That, according to 
Domeyer, may speak volumes about 
the job seeker's true character. 

Gold production to follow 
prices in 
downward 
spiral 

However, The Gold Institute is predict
ing lower rates of gold production 

over the next four years in its World 

Gold Mine Production, 1998-2002 re
port. Declining exploration expenditures 
and the closure of high-cost mines will 

combine to generate a 

Despite plummeting gold 

prices, world gold mine 

production actually grew 3 

percent in 1998 due to rapid 

development and expansion 

of low-cost mines in Peru, 

mere 1 percent in

crease in gold produc
tion through 2002, and 
that small increase is 
contingent upon South 
Africa expanding its 
production by 4 per
cent. Among the 

world's largest gold 

Indonesia and the U.S. producers, Australian 
miners predict a 12 

percent decline by 2002, Canadian min
ers expect a 10 percent decline in the 
next four years and U.S. miners forecast 
a decline in production of 6 percent by 
2002. The future doesn't bode much 
better for the industry beyond the four

year period described in the report. It 
states, "Unless prices recover, a more 
substantial global decline in production 
will occur in the five- to 10-year period 
as existing sites are mined out and not 
replaced by new discoveries due to the 

severe cuts in exploration spending that 
are occurring today." 
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The Other Side of the Coin 
BY MANUEL j. CORTEZ 

W
hile the primary mission 

of the Las Vegas Con

vention and Visitors Au

thority is to fill the city's 121,000 

hotel and motel rooms, flip the 

coin and you'll find that many of 

the LVCVA's other areas of influ

ence impact the bottom lines of local 

businesses in other significant ways. One 

such area is the LVCVA's efforts to im
prove air and land traffic to the region. 

A coalition of Las Vegas business inter

ests called the Las Vegas Parties, including 

the LVCVA, McCarran International Air
port, Nevada Resort Association, Nevada 

Development Authority and the Las Vegas 

Chamber of Commerce, lobbies for in

creased all: service to Las Vegas. 

This year, Condor began seasonal non

stop service from Munich to Las Vegas, 
adding to its other services from Frankfurt 

and Cologne. National Airlines, Las Vegas' 

hometown carrier, began service to Chica

go, Los Angeles, New York and San Fran

cisco. Southwest Airlines increased its 

summer service, and America West now 

feeds passengers from British Airways' 

London-Phoenix route. Last year, the Unit
ed States and Japan signed a bilateral 
agreement that in essence allows supply 

and demand to dictate air traffic originat

ing in Japan. Japan Airlines and Northwest 

Airlines now offer weekly flights from 

Narita to Las Vegas. bringine the total to 
eight flights per week from Japan. 

Las Vegas Parties is also behind efforts 
to encourage the U.S. Department of 

Transportation to cooperate with the 

United Kingdom's Civil Aviation Author

ity, which recently gave its approval of 

Virgin Airway's request for a direct Lon

don-Las Vegas route. 
What does this mean for area business

es? More planes equal more visitors, 

which equals millions of dollars flowing 
into the local economy. Not only are the 

effects of-increased visitor traffic the 
lifeblood of the region (and we are on 
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track with a record 34 million visi
tors estimated for 1999), this addi
tional air service also means that 

·Las Vegas businesses can receive 

the cargo transported in the bellies 

of these planes. 

Every Las Vegas business is af
fected by the price of bringing commodi

ties and raw materials to our city. Every 

piece of lumber, every p<)und of beef, 

every gallon of gasoline and diesel is im

ported - as is every visitor. Improving 

bow we receive these commodities is all 

of our business, which is why we've fo

cused money and effort on improving the 

means of transport. 

The I-15 widening project, which will 

add one lane in each direction to the 

main artery between Southern California 

and Las Vegas, will ease weekend grid

lock and redu~e travel time." It will make 

it easier and cheaper to receive goods 

trucked from California. Outlying areas, 

such as Primm, Mesquite and Laughlin, 

will benefit from the lessening of conges

tion both in visitors and goods transport

ed. The Nevada Resort Association suc

cessfully lobbied for the millions in 

federal funds that will be used for this 
corridor's expansion. The ripple effect 

from this imme~se project impacts many 

segments of our business society: con

struction, service, insurance. The list goes 
on. And when the project is finished. La.<: 
Vegas businesses will reap the benefits 

from increased visitor traffic to fill our 

hotel rooms, shop in our stores, play golf 

on our courses, relax at our spas. 

So, when you're thinking about the 

LVCVA, about the tourism and conven

tions that are our main focus, think 
also about our partnerships with you, 

and the combination of all of our ef

forts to keep Las Vegas and South

em Nevada moving into the future. • 

Manuel J. Cortez is president and CEO of 

Las Vegas Convention and Visitors Authority. 

TRAVEL TRENDS 

Station signs agreement 
with Auburn 

L as Vegas-based Station Casinos, Inc. 

entered into a development services 

agreement and management agreement 

with the United Auburn Indian Commu
nity (UAIC) to develop a gaming and en

tertainment facility near Sacramento, 

Calif. Station will provide-management 

services for a seven-year period for the 

project, which currently has a budget of 

about $100 million. The facility will sit 

on 49 acres, and will be designed ~ac

commodate more than 1,500 gaming ma

chines and more than 50 table games, as 

well as food and beverage and entertain

ment venues. Station expects to open the 

facility by early 2002, pending passage of 

a required amendment to the California 

Constitution and receipt of all govern

mental approvals. 

Station also recently reported its ninth 

consecutive quarter of record cash flow, 
which came in the third quarter ended 

September 30. Net revenues were ilp 11 

percent over last year~s third quarter, and 

are up 20 percent year-over-year. 

Sahara Hotel 
latest to oner 

baggage 
service 

"growing 

number-of 

Las Vegas 

properties 
offering 

departing 

visitors

the conve

nience of 

checking 

thefr bagS' 

hours be
fore their flights 

leave. The off-air-
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port check~ in-is provided by Certified 

Passenger Airline Services (CAPS). In ad
dition to transporting and checking lug
gage, CAPS issues passengers their 
boarding pass and seat assignment from 

two to 12 hours before flight departure 
times. CAPS has formed partnerships to 
provide its services for America West and 

Delta, and is negotiating with every 
major airline servicing Las Vegas. Earlier 
this year, Imperial Palace announced 

similar check-in services, and Harrah's 
and the Rio offer guests flying National 

Airlines advance check-in as well. 

Fiesta plans $26 million 
expansion 

T he Fiesta Casino Hotel in North Las 
Vegas announced its second expan

sion since its 1994 opening. The $26 
million expansion opened November 30, 
and features Roxy's Pipe Organ Pizzeria 
and Garduno's Margarita Factory. The 

former features the 1927 pipe organ 
from the Roxy Theat~r in New York, 

while Garduno's Margarita Factory of
fers more than 2,000 vintage bottles of 
tequila and 300 different margaritas. 
Spin City Casino joins the Fiesta's ex
panded roster of offerings. 

American maintains flights 
at Renonahoe for 2000 

A merican Airlines confirmed that 
it expects to maintain its present 

number of flights at RenoJTahoe Inter

national Airport through the year 2000. 
"Since American's announcement al
most a year ago, there has been wide
spread speculation on what the airline 
would do at Reno/Tahoe once it ab
sorbed Reno Air," said John Farahi, a 
trustee of the Airport Authority of 
Washoe County and chairman of the 
Air Service Task Force. "We can all 
breathe a little easier with this recent 

announcement. This is great news, but 
we remain cautiously optimistic. Our 
work is far from over and we must 
continue to meet with our airlines such 

as American, and remind them of the 
benefits of serving our region." • 

Holiday Gilt-Buying 

Guidelines lor the 
Technology Addicted 

I
t's holiday gift-buying time 
on the cutting edge. Pro
ceed with extreme caution. 

Lists of suggested high-tech 
gifts are easy to find and very, 
very tempting. It's common 
sense that's in short supply at 

this time of year. 

ever lived. They'll get their own 
gadgets, thank you. Gadgets as 
gifts are insulting. 

Which leads to the last and 
most important gift-giving guide
line for guys only: 

So, here are some gift-buying 
guidelines to keep in mind 
whether you shop the old-fash
ioned, going-to-the-store way 

or on the Web: 

BY BOB FELTEN 

3. Never, ever, ever give a high
tech gadget as a gift to a woman 
you wve. 

Don't argue with me. Don't try 

and tell me the latest high-tech, 
cell-phone-as-jewelry is the per
fect gift for your wife because "it 
will help us stay in touch all the 
time." Doesn't work. Romance 
and high-tech gadgetry are not 
related. There's only pain down 
that road. 

ANY GUY WHO 

GIVES HIS WIFE A 

1. If you reaUy want some
thing, it's only a good gift 
for someone a wt like you. 

HIGH-TECH GIFT 

WILL BE IN 

People tend to shop for 
themselves without realizing 

it. This can be a particular 
issue for the true tech addict. 

TROUBLE WELL 

INTO THE NEXT I'll make my only Y2K predic
tion in relationship to this guide
line. Any guy who gives his wife 

an electronic, high-tech gadget for Christ
mas will be in trouble well into the next 

millennium. And don't even think about 

MILLENNIUM. 
You see something. You really 
like it. You buy it for Uncle Fred. Uncle 
Fred ends up with an all-in-one, VCR
stereo-TV remote control when he does

n't have a VCR or stereo. If you're going 
to buy high-tech for relatives who don't 
live with you, you should probably do a 

high-tech needs assessment first. 
2. Men and women are different. 

Normally, I write this column without 
regard to gender. I refuse to believe any 
gender stereotype as it relates to an indi
vidual's ability in business. But when it 

comes to gift giving and gift getting, men 
and women have different attitudes. It's 
just a fact. 

The rule is simple. Men like cool gad
gets as gifts. Women don't. This is even 
true for high-tech savvy women. This is 
even true for women who are every bit as 
technology addicted as any man who 

high-tech kitchen gadgets! 

Women on the other hand can make 
big points with the right high-tech gift. If 
ifs a gadget and it relates to a guy's 
hobby, you can give a gift that shows you 
understand him. I recently saw an other
wise restrained gentlemen practically do 

a dance over a remote-controlled, bat
tery-operated, paddle-wheeled duck 
decoy. Who would've thought it? 

There they are. Three simple guidelines 
for gift-giving on the cutting edge. Happy 

high-tech holidays. Shop safely. • 

Bob Felten is a principal with Innerwest 

Advertising & Public Relations in Reno. 
E-mail him at bob@innerwestadv_com. 
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TECH TALK 

Survey: Small businesses 
adapting to Net commerce 

When most people think of 
e-commerce, they envision 

Amazon.com or eBay - titans of the 
Web economy that have made their way 
without a bricks-and-mortar presence. 
However, a survey by Sage Software 
shows increasing numbers of small busi
nesses jumping into e-commerce. The 
Sage Small Business Survey revealed 
that 69 percent of Internet-using small 
businesses have or are constructing a 
corporate Web site. Of those companies, 
29 percent can conduct e-commerce ac
tivities via their Web site. Of the re
mainder, 37 percent plan to have e-com
merce capabilities in the future, 75 
percent of those within the next year. 
"Clearly, small business is optimistic 
about the future benefits of the Internet," 
noted David R. Butler, president and 

COO of Sage Software. "The survey data 
shows that the vast majority is taking 
the steps necessary to reap the benefits 
of this global medium. But lining up the 
pieces is only half the game. Effective 
use of the Internet to increase revenue is 
the key to success. It may not be enough 
to simply have a presence on the Web." 

Deiro creates auction 
Web site 

Robert Deiro and Associates, a Las 
Vegas-based real estate auction com

pany, has developed a Las Vegas interac
tive auction Web site. Visitors to web
homeauction.com will be able to bid on 
more than 500 homes weekly. The site, 
developed by the Internet division of 
newman verrill, will allow consumers to 
search for a home by price, area, size and 
type of dwelling. A map for each proper
ty will direct prospective buyers directly 
to the home. President Guy Deiro says 

buyers will still be able to preview homes 
in advance. Also, home purchases via 
auction are subject to all existing Nevada 
rules and regulations. 

Procrastinating on Y2K? 
A booklet oners help 

W bile many large firms and govern
ment entities have collectively 

poured billions of dollars into averting 
Y2K -related computer disasters, . software 
company Iomega says small business and 
home office owners lag behind in ad
dressing Y2K preparedness. To help, 
Iomega is offering procrastinators its 
Y2K Software Suite. The program in
cludes a three-step instruction guide that 
steers users through potential PC prob
lems, as well as a selection of 1OOMB or 
250MB Zip disks and applications that 
make it easy to back up, update and pro
tect key data. Access the booklet on the 
Web at iomega.com. • 

THE NEVADA DEVELOPMENT AUTHORIT,Y 

12 Nevada Business Journal • December 1999 

Last year The Nevada 
Development Authority brought 
in 39 new companies, created 
4,000 jobs and generated 
$296 million for our local 
economy. 

Here's what we can do for you! 
- More business. Increased 
profits. 

-Meet other successful influential 
Las Vegas business people. 

- Be a part of shaping the future 
of Southern Nevada. 

-Get information on the newest 
business moving to Southern 
Nevada AND MORE! 

Call now and join. 

N E VA D A P 
DEVEL OPMENT 

AUT HORI T Y 

791-0000 

In 1998 these companies 
moved to Las Vegas. 

AB Tube Processing (Sumitomo) 
Advanced Retail Management Systems 
Bank of America 
Beha Electrical En$Jineering 
Ben Kalb Productions 
Biscoe Exports 
Boss Broadcasting 
Ceridian Tax Service 
Coast to Coast Safety 
Covington Food 
Credit Acceptance Corporation 
Danka Office Imaging 
Dongsung America Company 
Education Credit Services 
Electronics Boutique 
F.I.R.E. 
Fairfield Resorts 
First Card Services 
First Plus Finandal (MEGO Manufacturing) 
GCS Service, Inc. 
Global Source Tech 
lmmunolab 
)CM 
Marianna Imports 
Miles Kimball 
Minelab USA 
National Airlines 
National Vrtamin 
NITROx 1, Inc. 
NTD 
Omni Partners 
Pac West Telecomm, Inc. 
Regis University 
ShUffle Master 
Sunterra Corporation 
TC Group 
Tektube Group llC 
Water Dynamics Enterprises 



INVESTING 

Charitable 
remainder trusts 
Charities, investors 

alike may benefit 

BY KEITH A. GITZLAFF 

Private financial support for charitable 
causes has long been an American 

tradition. However, some charitably in
clined individuals may be hesitant to 
contribute substantial assets to favorite 
charities during their lifetimes out of 
concern that they may lose income from, 
or control over, their assets. 

For these individuals, a charitable re
mainder trust may be one solution. A 
charitable remainder trust is used to give 
appreciated assets to an investor's favorite 
charity but, before these assets are donat
ed, the trust owner (grantor) enjoys sever
al significant benefits. Through a charita
ble remainder trust, a grantor may receive: 
• A current year income tax deduction 
• An income stream for the remainder of 
the grantor's or spouse's ~ife 
• Relief from capital gains taxes on the 
sale of contributed assets 
• Reduced estate taxes 
• The ability to diversify an investment 
portfolio 

How a charitable 
remainder trust works 

Acharitable remainder trust is created 
to provide lifetime or term pay

ments to an individual or others, such as 
a surviving spouse, with the remainder 
eventually payable to a designated chari
ty. Because the trust is tax-exempt, ap
preciated assets transferred from an indi
vidual to the trust may be sold by the 
trust free of capital gains taxes. These as
sets may then be reinvested according to 
the trust's investment guidelines into its 

own diversified portfolio, which has the 
potential to generate increased income to 
the grantor. An immediate income tax 
charitable deduction to the grantor, equal 
to the value of the charity's remainder in
terest, is generated by the gift to the 
charitable trust. In addition, the transac
tion has the potential to provide for estate 
tax savings. 

Considering heirs 

W hen considering these trusts, many 
investors express concern about 

ensuring that they leave enough assets to 
heirs. While assets in a charitable re
mainder trust must go to the designated 
charity upon the death of the surviving 
beneficiary, the potentially increased cash 
flow and tax savings that result from the 
trust may be used to purchase a life in
surance policy in an irrevocable life in
surance trust. With a properly structured 
life insurance trust, premiums are paid 
with part of the increased cash flow and 
with tax dollars that have been saved by 
virtue of the charitable deduction. Pro
ceeds of the policy are not part of the 
grantor's estate and thus are not subject 
to estate or inheritance taxes. In addition, 
proceeds received by beneficiaries would 
not be subject 'to income taxes. 

A word of caution 

A charitable remainder trust is an 
irrevocable trust. That means 

once your money is transferred into the 

Financial analyst: 

trust, it may not be taken back. While 
such a trust does offer some flexibility -
the charity may be changed, additional 
assets may be contributed (to a unitrust 
only) and the trustee may be changed -
the amount of the payments received by 
the grantor and his or her spouse may 
not be changed. Therefore, it is important 
to discuss your specific situation with 
your legal and tax advisors and to under
stand how the charitable remainder trust 
applies to your own situation before 
making any estate or trust-related invest
ment decisions. 

As one of the few remaining tax-sav
ing financial planning alternatives, a 
properly structured charitable remainder 
trust offers investors benefits today, while 
providing financial and philanthropic 
benefits for tomorrow as well. 

This article does not constitute tax or 
legal advice. Investors should consult their 
tax or legal advisors before making any 
tax or legally related investment decisions. 
This article is published for general infor
mational purposes and is not an offer or 
solicitation to sell or buy any securities or 
commodities. Any particular investment 
should be analyzed based on its terms and 
risks as they relate to a specific investor's 
circumstances and objectives. • 

Keith Gitzlaff is a financial advisor 
with Morgan Stanley Dean Witter. 
Gitzlaff's practice focuses on client 
specific strategies for wealth building 
and the tax-advantaged transfer of 
wealth between generations. 

QUICK QUOTES 

Y2K already aHecting investments 

The effects of Y2K are already causing 
ripples throughout Southern Nevada 

in terms of financial investing, according 
to executives at Henderson-based 
Paragon Asset Management Company. 
Due to the impending turn of the mil . 
lennium and anticipated potential Y2K 

computer problems, large corpora- ·~ 
tions such as AT&T and G. E. are . :4( ~ ~, 
borrowing money in hefty ~ ~ 

Paragon managers say is 
the ideal time to in-

•
•• 
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-
-
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vest. "We haven't 
seen a trend like 
this in a long 
time," noted 
Paragon princi-

pal Ted Schlazer . 
"This is a great 

opportunity for indi-
vidual investing due, in part, to the sums, causing a flood of '-~ ., ·· 

new securities in the ·t t .,. 
market. That translates ~F 

into higher interest 
rates, leading to what 

higher interest rates." Paragon principal 
Bob Kasner added that long-term investors 

should not change their investing plan, but 
rather stick with what works for them. 

December 1999 • Nevada Business }ollflllll 13 



BYTOMDYE 

Scarcity of venture 

capital needn't 

restrict businesses 

seeking funds. · 

M 
any entrepreneurs with great 
ideas have been frustrated by 
lack of money to make their 

visions a reality. They may have work
able business plans and the know-how to 
succeed, but no realistic plan to finance 
their operation. 

Raising capital can be difficult not only 
for a start-up company but also for an es
tablished venture with plans to expand. 
The problem is even more difficult in 
Nevada because the state lacks a venture 
capital network to provide funding to 
fledgling and established enterprises, ac
cording to Sharolyn Craft, regional director 
of the Nevada Small Business DeveloQ
ment Center. The center, which is affiliated 
with the University of Nevada system, pro
vides expertise to new businesses. 

However, Craft and others involved in 
helping new ventures are working on at
tracting venture capitalists to Nevada. 
Craft is planning to hold a conference 
early next year to give venture capitalists 
criteria on how to select promising new 
companies for investment. Tom Gutherie, 
president of the Southern Nevada Devel-
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opment Co., continues to lobby the 
Nevada Legislature to allow the state to 
invest in new businesses. A ballot mea
sure to amend the state Constitution and 
allow the government to help private en
t:erQrises wa..;; defeated in the la..;;t elec
tion, but will be on the ballot again in the 
2000 general election. Gutherie is also 
working on attracting a Small Business 
Investment Center to Nevada. The cen
ters are a network approved by the U.S. 
Small Business Administration to pro
vide venture capital. 

Meanwhile, entrepreneurs should not 
despair. There are ways to finance a busi
ness. Craft said entrepreneurs should first 
consider borrowing money from a friend 

or relative. If this is not possible, the en
trepreneur should consider obtaining an 
SEA-guaranteed loan. The agency's 7(a) 
program will guarantee up to 90 percent 
of a loan to businesses that qualify, 
which is a QOwerful incentive for a hank 
to lend to a new venture that would not 
ordinarily meet its criteria. 

Gutherie's center helps entrepreneurs 
pre-qualify for 7(a) loans. The center also 
uses its own funds to package loans for 
small businesses via the SBA's 504 pro
gram. This provides financing for fixed as
sets, such as buildings and equipment. The 
7(a) loan is designed primarily to provide 
working capital, but it can also be used to 
fund equipment. The center (702-732-



SMALL BUSINESS ADVISOR 

3998) can help businesses line up financ
ing with government loan programs de
signed for importers and exporters, 
woman-owned or minority-owned opera
tions and other businesses with special 
qualifications. 

The Nevada Development Capital 
Corp. provides loans of up to $150,000 
for businesses that have difficulty getting 
bank financing. The corporation, which 
also packages 504 loans, obtained money 
from banks and private investors who 
wanted to foster economic development 
in Nevada, said Debra Alexandre, vice 
president of the company that manages 
the fund. The corporation is looking for 
ventures that will create jobs, and com
panies owned by women or minorities, 
Alexandre said. It also seeks to fund 
companies that will help development in 
rural areas. Alexandre can be reached at 
702-877-9111. 

The Nevada Microenterprise Initiative 
is another SEA-approved program that 
entrepreneurs who don't need a lot of 
startup capital should consider. Founded 
in 1991, the program has provided 
$600,0000 to new and established ven
tures. "Our lending criteria are based on 
character," said Anna Siefert, who is loan 
fund manager for the program. The ini
tiative lends money to ventures with 
good business plans but no track record. 
Its emphasis is on educating entrepre
neurs on how to become successful and 
helping them plan. Lending limits are 
$7,500 for a new business and $25,000 
for an established business. Funding 
comes from banks and the SBA. Siefert 
can be reached at 702-734-3555. 

Despite Nevada's lack of venture capi
talists, there are possibilities for entrepre
neurs seeking funding. Nevada recently 
became one of 37 states to join the Angel 
Capital Electronic Network (ACENet). 
"Angels" are individuals who will loan 
their own money· to a business. They look 
for ventures in their area of expertise and 
businesses with promising new technolo
gy. Craft (702-734-7575) has information 
on how to access the ACENet. Entrepre
neurs can also locate angels in the com-

munity by networking with bankers and 
business people who have had dealings 
with this type of investor. 

Deals with venture capitalists can be 
structured in a variety of ways, Craft 
said. For instance, an investor might loan 
money to the business and collect only 
the interest for the first few years while 
the business becomes established. The 
key part of the deal for the lender is to 
have an "exit strategy," according to 
Gutherie. This strategy is designed to 
make sure the investors can get their 
money with a profit after a certain period 
of time. The larger venture capital opera
tions are usually more conservative and 
prefer to lend to an established company 
that is expending. Venture capital opera
tions will often structure a deal in which 
they receive stock in a company as col
lateral on loans. The venture capitalists 
will have the right at a later date to sell 
the stock when it goes on the market. 

Selling stock is another way for new 
or growing companies to raise capital. 
The state of Nevada has a program called 
the Small Corporate Offering Registra
tion (SCOR), which makes it easier to 
sell stock because new ventures don't 
have to be registered nationally. The pro
gram has a lot less red tape and makes it 
much easier to sell stock. 

Companies can raise up to $1 million 
using SCOR. The disclosure document 
that companies have to file with the state 
can be used as a prospectus for investors. 
The company can underwrite $e offering 
or use a broker. The program does have 
restrictions: the money cannot be used 
for investment companies or oil and min
ing operations. 

"This program has worked well for 
some companies, but it is not the answer 
for every company," said Paul Michaelson, 
an attorney who helps companies raise 
money and also directed the SCOR pro
gram when he headed the Securities 
Division of the Nevada Secretary of 
State's office. "Raising capital is difficult. 
Companies need a good business plan, 
good products or services and the right 
contacts to get investment capital:' • 

Experience and Expertise 

For Your 
Investigative 

Needs 
Scarborough Investigations delivers 
a full range of professional 
investigation services. Businesses, 
governments and individuals rely 
on us for cost effective, profession
al results. 

• Pre-Employment Screening 
·Cameras 
• Asset Searches 
• Civil/Criminal Records 
• De-Bugging 
• DMV Reports 
• Full Background Investigations 
• Missing Persons 
• Surveillance Camera Systems 
• Tenant Screening 
• Undercover Investigations 
• Commercial & Residential 
• Video Camera Installation 
• Home Protection 
·Nanny Cams 

Our investigators bring with them 
extensive experience and training 
in areas that include law enforce
ment, corporate and legal research, 
information technology and 
business to address your situation. 
We tailor solutions specifically to 
your needs, and you can depend 
on our record of success for 
prompt, responsible information 
and service. 

CONFIDENTIAL 
& RELIABLE 

Over 20 Years Experience 

702-868-8875 
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Tri-Countv 
Development 

Authority 
Using economic stalwarts to 

bring in new industry 

VITAL STATISTICS 

POPULATION 

22,96o 

AREA 

15,247 square miles 

POPULATION CENTERS 

Austin 
Battle Mountain 
Winnemucca 

PRIMARY ECONOMIC ENGINES 

Mining/Mineral Extraction 
Agriculture/ Ranching 

MAJOR COMPANIES 

Coastal Chemical 
Cyanco 
FMC 
Winnemucca Farms 

NEW COMPANIES 

Diamond Plastics 
Open loop Energy Inc. 
Trans Systems 

YEAR AUTHORITY EST. 

1982 

EXECUTIVE DIRECTOR 

Terry Williams 

TRANSPORTATION 

THOROUGHFARES 

1·8o; US95 

AIRPORTS 

Winnemucca Municipal Airport 
lander County Airport 

RAIL SERVICE 

Amtrak 
Burlington Northern-Santa Fe 
Southern 
Union Pacific 

A ccess to vital transportation routes has de
termined the economic fortunes of the Tri
County Development Authority (TCDA) 

area for more than a century. A ford in the Hum
boldt River at Winnemucca originally attracted 
immigrants seeking passage to the West Coast. 
Today, extensive highway access and rail service 
may hold the key to boosting economic resilience 
in TCDA's counties. 

The economies of Humboldt and Lander coun
ties offer a familiar commercial refrain in Nevada 
(TCDA's third county, Pershing, broke away to es
tablish its own economic development organization 
earlier this year). Agriculture prC?vails in Humboldt 
County, which remains the largest agricultural pro
ducer in the state, according to Teri Williams, exec
utive director of TCDA. Humboldt's fecund land 
yields hay, mint and high-protein alfalfa. 

In Lander County, gold mining and production 
predominate. Williams notes that while gold min
ing comprises 31 percent of Lander County's em
ployment base, the industry is responsible for gen
erating nearly 75 percent of the county's income. 
"Gold production employment equals less than 
one-third of our labor force," noted Williams, "but 
its economic impact is far greater. It affects con
struction, contracting and other industries depen
dent on mining." 

Throughout the 1980s, mining was good to 
Lander County. From a gold production boom 
that peaked in 1988 through 1998, the area's pop
ulation grew on a par with Nevada's overall 
growth rate, in stark contrast to many rural areas 
where populations exhibited negative growth in 
the last decade. The last two years, however, have 
made business leaders in TCDA's region poig
nantly aware of the dangers in relying on two 
very volatile industries. "Economic dependence 
on mining is difficult because mining determines 
the health of other economic activities," Williams 
explained. 'That places us at risk. But our reliance 
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on crops and cattle 
grazing puts us at risk 
at well. Ritiny or dry sea
sons, changing Bureau of 
Land Management policies and 
fires like those we experienced this 
year can impact agriculture greatly. Ex
ternal factors affect agriculture, and world 
factors affect mining." Unfortunately, those 
factors are well out of local leaders' control. 

What local leaders can control, however, is their 
vision for future economic diversification. 
Williams can reel off a comprehensive list of long
term diversification goals, some of which incorpo
rate the area's existing economic base. "While 
falling gold prices have hurt the mining industry, 
demand for gold last year was up 16 percent. 
Mined gold is used almost exclusively for jewelry 
and coins, with a small amount going to industrial 
producers. So we're looking to attract jewelry 
manufacturers who would benefit from being near 
the source of production." 

Also on TCDA's wish list are chemical compa
nies, food and kindred (plastics and food packag
ing) businesses and stone quarrying companies. 
'The stone market has a number of different ap
plications," Williams asserted. "Flooring, decora
tive, landscaping - we're looking at the potential 
of quarrying stone and selling it to high-end users. 
No one has performed an adequate survey in 
Northern Nevada to determine quantities of stone 
available, so we're thinking of coordinating our 
own studies in that area." 

Such feasibility studies represent one component 
ofTCDA's strategy for boosting growth. The author
ity has identified every jewelry manufacturer based 
in the United States and is planning a direct mail 
campaign inviting such firms to consider the advan
tages of relocating to the area. In addition to direct 
mail targeted at chemical and food companies, the 
TCDA has advertised in site selection magazines. 



But the most compelling marketing tool 
the TCDA has at its disposal is one that has 
figured prominently in its historical suc
cess: its convenient access to in-demand 
transportation routes and lucrative West 
Coast markets. "We're close to ready mar
k~ts - California buys more jewelry in the 
West than any other state, and we offer 
better access to the Orient than East Coast 
markets offer," Williams explained. "More 
im~mrt.antly, this is whP.re the taw ~n:od•Jr..t 

is. Jewelry managers can decrease their 
transportation costs, which can be high for 
an expensive commodity like gold." 

While transportation routes and local 
raw materials constitute critical assets for 
Humboldt and Lander counties, they are 
by no means the only attributes the region 
provides. The regional labor force, forged 
through years of metalworking, mining 
and land moving, comprises an ideal 
match for TCDA's target industries, ac
cording to Williams. "Jewelry making is 
in the metal forming business, and our 
labor force is very inclined to metal form-

ing because workers have experience in 
the gold industry," Williams stated. "Stone 
quarrying closely resembles the moving 
and treating of rock that happens in the 
mining industry. Our labor force is trained 
well for both of those industries." 

The small communities in TCDA's do
main also present advantages to relocating 
companies, according to Wllliams. "It can 
be easier for companies to work with the 
pl-=cing d\.•1\.r.i~ ?.nd ~-''Y•m'cy -.:.~mmi-..-..ion

ers," she noted. "Businesses can get 
through the permitting process more quick
ly and smoothly. In addition, the lifestyle 
of a smaller community lends itself to 
fewer pressures. It doesn't take anyone an 
hour to get to work because of heavy traf
fic." The local gaming industry has gen
erated more services than those existing 
in many rural areas of TCDA's size, 
making the trade-off between urban and 
rustic an easier calculation, Wllliams added. 

Just two things stand between vision 
and reality, according to Williams: a lack 
of infrastructure and higher education fa-

cilities. TCDA has established dialogues 
with leaders in the business community, 
pinpointing their priorities for community 
improvement. "What the community asks 
of us in terms of investing in our region to 
strengthen our economy will influence the 
d=~l>iOITh we make;• Williams said. 

"Our population tripled in the early 
1980s," Williams recalled. "That growth 
brought with it all the accompanying ser
vices. It's just been in the last two years 
that we've been somewhat unstable be
cause of lower gold prices. It's been an 
important wakeup call for us, and a time 
to reassess where we're going. It's en
abling us to make adjustments prior to the 
time when gold as a resource is no longer 
with us." If community leaders in Hum
boldt and Lander counties play their cards 
right, the region will be transported to a 
new place with a more stable future. • 

December 1999 • Nevada Busioess}oWIIlll 17 



I 

PEOPLE ON THE 

BANKING & fiNANCE 

H enderson-based Valley Bank appointed 
Roger Hansen vice president. Hansen, 

who has nearly 30 years of Nevada bank
ing experience, is responsible for loan un
derwriting for the bank. 

Feutsch 

First Independent Bank of 
Nevada in Reno added four to 
its staff. Debbie Feutsch was 
named vice president and 
commercial lend
fig officer. Lisa 
Milke was ap
pointed senior 
vice president 
and chief finan- Jackson 

cial officer. Dave 
Milke Jackson joined 

the bank as vice president and 
commercial loan officer, and 
Marianne Buonanno was ap
pointed assistant vice presi
dent and operations manager. 

Buonanno 

Las Vegas-based Nevada First 
Bank named Ann Fox SBA loan 
manager. Fox possesses more 

than 20 years' experience in 
banking, including five years 

Fox in SBA lending with Nevada 
Community Bank and First Security Bank. 

Barlleau 

Sliver State Bank in Hender
son named Trudy Barbeau as
sistant vice president and loan 
operation manag
er. The bank also 
appointed Nlrla M. 

Afenir vice president and com
pliance officer. Both previ-
ously worked in Colonial Alenlr 

Bank's loan department. 

Mary Lynn Palenik was named director of 
development, research and analysis for the 
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Las Vegas assurance and business adviso
ry services practice of Prlcewaterhouse
Coopers LLP. Prior to her appointment, 
Palenik served in PricewaterhouseCoop
ers' financial advisory services practice. 

Herbert Peterson joined John
son, Jacobson & Wilcox, PC in 

Peterson 

Las Vegas as a 
tax manager. EIIZ· 
abeth J. Hlura, 
CPA also joined 

the firm. Hiura was previous
ly with Arthur Andersen, LLP. 

BUSINESS SERVICES 

Hlura 

A ppleOne Employment Services in Las 
Vegas named Hope Ennis account exec

utive and Amy Dearing senior account exec
utive. The firm also promoted Char Flemis
ter to assistant branch manager. 

Desert Printing & Mailing Services named 
Dan Collett vi~e president and general man
ager. Collett has been with the Las Vegas 
company for five years. 

IT Strategies International Corp. 
promoted Jay King to senior 
consultant, where he is han
dling work for the city of 
Henderson. The Las Vegas-

King based computer 
consulting firm also appointed 
Victoria AbaJian to senior con
sultant. Abajian most recently 
worked as Y2K consultant for 
Clark County. All allan 

Las Vegas-based Del Mar Mortgage, Inc. 
named George Shaker marketing represen
tative. Shaker formerly served in the mar
keting office of Southwest Airlines. 

DEVELOPMENT & 
REAL ESTATE 

W ells Cargo, Inc. in Las Vegas appointed 
Brei Wllluhn operations manager. 

Willuhn previously spent 20 years with 

Morrison Knudsen, and now manages all 
ongoing projectS, administration and busi
ness development for Wells Cargo. 

Scott Proctor joined Coldwell Banker Com
mercial ETN in Las Vegas as an investment 
specialist. Proctor's experience includes 
development and syndication of invest
ment real estate across the continent. 

Cynthia J. Albright, AICP joined Stantec Con
sulting Inc. in Sparks as division manager 
for planning and landscape architecture. 
Albright is a professional planner with 12 
years of experience in both public and pri
vate sectors. 

Cash 

Lewis 

Del Webb's Anthem Country 
Club in Henderson appointed 
Crls Cash vice president of 
construction operations, Chris
line Lewis design studio man
ager and Geri Martucci cus
tomer service manager. Both 
Cash and Lewis come to An
them from other Sun City 
neighborhoods 
around the coun
try, while Mar-

tucci most recently served as 
director of client services for 
Christopher Homes. Manuccl 

Lisa Dove joined Sundquist Truman General 
Contractors Inc. as sales and marketing 
director. Dove formerly worked as media 
director for Newlon Communications in 
Las Vegas. 

Michelle Hinkle and Liz Jones were tapped to 
head American Exchange of Nevada. a new 
addition to the First American Family of 
Services that includes First American Title. 
Hinkle was appointed vice president, while 
Jones serves as director of marketing. 

Mary Stoner joined Lawyers Tille of Nevada 
in Las Vegas as an escrow officer special
izing in resale and commercial escrow. 
Prior to joining Lawyers Title, Stoner 
worked in escrow for Stewart Title of 
Nevada for 14 years. 



The answer is simple: Call Aetna U.S. Healthcare®. That's because the needs of small businesses are not new to us. In fact, we 

have over 62,000 small businesses as customers, totaling nearly 1.5 million members to date. No matter what size their company 

is, we can provide small business owners with a variety of flexible health plans that include access to our large networks of 

hospitals and doctors. We also offer a host of services to help them manage and administer those 

plans. And they get the benefit of our nationwide locations, providing the personal service of a local 

company, with all the strength of a national one. You can get it too. And all you have to do is call your 
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US Healthcare 
RAISING THE QUALITY OF 

local Aetna U.S. Healthcare representative at 1-800-331-2603 or visit our web site at www.aetnaushc.com. HEALTHCARE" IN AMERICA 

http://www.aetnashc.com


PEOPLE ON THE MOVE 

Reno-based M.C. NeuHer Co. promoted 
Kevin Buller to general superintendent, 
Theresa Thurston to office manager and 
Jason Dondero to project manager. The 
general contractor also named Brooke 
Glassco administrative assistant. 

Southern Highlands Golf Club in 
Las Vegas named Dennis 
Alexander general manager 
and Jay Davis director of golf. 
Alexander comes to Southern 

Alexander Highlands from Indian Ridge 

Davis 

Country Club in Palm Desert, 
Calif., where he was general 
manager. Davis was formerly 
head golf professional for 
Arnold Palmer's Adios Golf 
Club in Florida. 

EDUCATION 

T he Mackay School of Mines at the Uni
versity of Nevada, Reno hired Dirk van 

Zyl to direct its new Mining Life-Cycle 
Center. Van Zyl has more than 60 publica
tions to his credit. The center will conduct 
teaching, research and outreach programs 
in areas that account for a large percent
age of the world's mineral production, in
cluding Nevada, Arizona, southern Africa 
and Australia. 

GOVERNMENT & lAW 

N ancy F. Avanzino-Chapman joined 
Las Vegas-based law firm 

the 

of John Peter Lee, Lid. as an at
torney. Avanzino-Chapman 
practices law in the areas of 
business litigation, insurance 
defense, construction law and 
personal injury. 

Avanzlno· 
Chapman 

The Nevada Department of Transporta
tion (NDOT) named Reudy Edgington 
assistant director for operations to over
see the department's statewide construc
tion, maintenance, materials, equipment 
and architectural divisions. Edgington 
was previously assistant materials en
gineer for NDOT. 
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HEALTHCARE & 
INSURANCE 

E mployers Insurance Company 
of Nevada named John 

Tryhubczak director of business 
development. Tryhubczak was 
most recently a national sales 
account executive with Liber- TIYhubczak 

ty Mutual Group in Charlotte, N.C. 

Lori Grammer was appointed executive 
director of Willow Creek Medical-Surgical 
Recovery Hospital in Las Vegas. Grammer 
comes to Willow Creek from a local hos
pice, where she was program director of 
operations. 

MEDIA& 
COMMUNICATIONS 

L as Vegas-based Kirvin Communications 
Group hired Nicole MaHeo and Tanya 

Flemister. Maffeo comes to Kirvin from 
Regan Communications in Boston, Mass., 
while Flerister previously served as an 
account executive with radio station KSIR 
in Colorado. 

Brooks 

The Rose/Glenn Group appoint
ed two to its account service 
division. Gina Brooks was 
named account executive and 
Jessica Groach was named ac
count coordinator. 

WHAT's ON magazine in Las 
Vegas promoted Jason Brown 
to production manager. The 
magazine also 
hired Laurie L. 

Brown Long as art direc-
tor. Long has more than 10 
years of graphic design and 
illustration experience. Long 

Las Vegas-based Thomas PuckeH Advertis
Ing hired Connie Fox to handle the firm's 
public relations duties. Fox, a former 
reporter with Channel 3 and Channel 13 
in Las Vegas, returns to Nevada from 
New Orleans, La., where she was director 

of communications for the Delta Queen 
Steamboat Company. 

DRGM Advertising promoted Bernice Bam
burak from senior copywriter to associate 
creative director in the company's Las 
Vegas office. The firm also hired Abbey 
Manto as art director in its Las Vegas of
fice, and Pip Martin as media buyer in its 
Reno office. 

Cody Rohland joined Diversified Recruitment 
Advertising in Las Vegas as an account 
manager, and Wanda M. Cordero was pro
moted to major account manager. Rohland 
possesses more than six years' experience 
managing accounts for national recruit
ment advertising agencies. Cordero has 
been with the agency since 1997. 

The Geary Company Advertising Agency in 
Las Vegas added Melissa Taylor and JeHrey 
Baker to its staff. Taylor was appointed 
media assistant, while Baker was named 
graphic designer. 

NoN-PROFIT & 
TRADE GROUPS 

Two Nevada Realtor associ
ations named new presi

dents. The Greater Las Vegas 
Association of Realtors installed 
Gary Coles as its president for 
2000. Fred McElroy was in- Coles 

stalled as president of the Reno/Sparks 
Association of Realtors. 

Poner 

The Nevada Trial Lawyers 
Association board of gover
nors installed Cal J. PoHer Ill 
as its 24th president. Potter 
is of Potter Law Offices in 
Las Vegas. 

Bill Bible, former chairman of the Nevada 
Gaming Control Board, assumed leadership 
responsibilities of the Nevada Resort Associa
tion (NRA). Bible's career in public policy 
and administration includes service as the 
state budget director and campaign manag
er for then Governor Richard Bryan's sue-



cessful bid for the U.S. Senate. He comes to 
the NRA from the Nevada Ethics Commis
sion, where he was chairman. 

RETAIL 

C hanel at Bellagio named Jennifer 
Hansen director of its boutique. 

Courtesy Automotive Group 
promoted Mike Farina to gen
eral sales manager and Lou 
LaRubio to senior sales manag
er at Courtesy Oldsmobile/ 

Farina Isuzu!Kia in Las 
Vegas. Farina was formerly 
sales manager of Courtesy 
Pontiac. LaRubio was previ
ously sales manager at Cour
tesy Oldsmobile!Isuzu!Kia. La Rubio 

Catalog and online retailer Lillian Vernon 
Corp. appointed Greg Gantman to senior ac
count executive with the company's spe
cial markets wholesale business in Las 
Vegas. Gantman is responsible for corpo
rate sales in Nevada. 

TELECOMMUNICATIONS 

L as Vegas-based MGC Communications 
promoted John Boersma 

from vice president, customer 
service to senior vice presi
dent, engineering and network 

operations. The 
company also Boersma 

promoted Carol Mittwede from 
vice president, human re
sources to vice president, cus-

Mittwede tomer service. 

TRAVEL & TOURISM 

G ES Exposition Services in Las Vegas 
named Paul Dykstra executive vice pres

ident of international and cor
porate development. Dykstra 
comes to GES from its sister 
company, Travelers Express. 
Also joining GES is John OS· 
born, director of brand man- Bartus 

agement. Osborn was most recently group 
marketing manager for ConAgra Frozen 
Foods in Nebraska. 

Lillian Silver. ABC was pro
moted from corporate direc
tor of public relations to vice 
president of corporate com
munications for Las Vegas-

Pierce based Ameristar Casinos, Inc. 
Deborah Pierce was named vice president 
of finance for the small-cap gaming com
pany, and Dana Lord was named media re
lations manager for Ameristar. 

Aztar Corp. ·appointed Hector H. Mon 
president of the Tropicana Resort & Casi
no in Las Vegas. Mon's experience in
cludes positions with Harrah's in Lake 
Tahoe, Atlantic City and, most recently, 
Las Vegas. His appointment becomes ef
fective in January. 

Kevin E. Streit was named man
aging director for Keith Prowse 
America 's Las Vegas and Cali
fornia operations. Streit, who 
works out of the company's 

Streh Las Vegas office, most recent-
ly served as director of tourism for the 
Fashion Outlet Las Vegas in Primm. 

MarrloH promoted Jeri Bartus from senior 
sales manager to director of national ac
counts. Bartus is responsible for the 
local corporate market and the strategic 
planning of key Marriott national ac
counts penetrating the Las Vegas and 
Henderson markets. 

MGM Grand, Inc. promoted Richard Sturm to 
president of MGM Grand Entertainment 
and Sports, Inc. Sturm is responsible for 
overseeing entertainment and sports 
events at all MGM Grand properties. 

Vacation VIllage in Las Vegas promoted Jen 
Stephens from controller to general man
ager. Stephens, who has been with Vaca
tion Village for three years, has 12 years' 
industry experience, including service as 
controller for Union Plaza. • 

REL~_AT_E 

COST 
We'll give you free office space for 
up to 6 months. We'll even pay for 
your moving expenses, tenant im
provements and your decorating. 

702-592-4098 
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Galleria Mall, and Craig & Martin Luther King 
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R
emember the good 
old days? The morn
ing after the classi-

fied ad appeared in the 
newspaper the office 
brimmed over with quali
fied applicants. Today, that 
bright picture has been 
painted by a gloomier 
artist. In this age of low 
unemployment- roughly 
4 percent in Nevada- a 
job opening doesn't al
ways attract the immedi
ate response of the past. 
Will this trend continue? 
Many experts predict it 
will. But companies can 
take steps to lure talented 
employees to their team, 
even in today's low unem
ployment atmosphere. 
What follows is a labor 
update for Nevada that 
answers the questions: 
which businesses will be 
hit the hardest by the 
evaporating labor pool 
and how can companies 
seek to expand the choice 
of applicants? 

''I 
R EN 0 

think we're going to continue to 
see labor shortages in pretty much 
every area," predicted Charlie 

Arciniega, area manager of Manpower in 
Reno. Arciniega expects labor shortages 
to hit warehousing and distribution the 
hardest. That's because a steady stream of 
large, new distribution centers continues 
to join those already in existence, partial
ly the result of the Economic Develop
ment Authority ofWestem Nevada's hard
hitting marketing of the area. 

"As those companies relocate here they 
may employ anywhere from 200 to 500 
people. Where are those people going to 
come from?" Arciniega asked. "There's 
not a pool of people sitting here waiting to 
go to work- they're already working." 

The large number of retail shops dis
playing "Help Wanted" signs is another 
indication of trouble, Arciniega pointed 
out. Anrl as co~stmction IDI)Ve~ along at 

the same heady pace, the construction in
dustry, while not as hard hit as the retail 
segment, will have to stretch to fill the 
available positions. Arciniega expects 
banking, transportation and all the service 
industries to face the same challenge. 

"I think pretty much everything is going 
to be as it was this year," Arciniega pre
dicted. "I don't see anything changing. I 
think that if we see the economy roll along 
at the pace it is now, you're going to see 
all industries in a tight market as far as re
cruiting and staffing." 

Marie C.S. Soucie, president of MCSS, 

Ltd. in Reno, also sees some sore spots in 
the coming year. She predicts Northern 
Nevada will experience a shortage of ware
house support staff due to the influx of in
dustry. Soucie's firm has already felt the ef
fects of this shortage and has had to recruit 
out of the area to find qualified personnel. 

At the same time high-tech industries 
blossom in Reno, students are migrating to 
California for their education, Soucie said. 
After receiving their degrees, this technical 
workforce often settles near their place of 
education and Nevada suffers. 

Manufacturing is becoming another hot 
spot in Northern Nevada. This high-growth 
industry, Soucie said, will feed the service 
industries, already evident in the new chain 
restaurants popping up around town. 

LAS VEGAS 

S 
outhem Nevada companies are feel
ing the pinch in a number of differ
ent areas, but one of the most gaping 

holes in the labor pool is the information 
technology arena. According to Jane 
Whisner, CPC, operations manager at the 
Eastridge Group of Staffing Companies in 
Las Vegas, many companies only recently 
created MIS or information technology de
partments, and they must hire employees 
to oversee those departments. Other com
panies, Whisner said, are upgrading com
puter systems to new systems requiring a 
higher degree of expertise and extra em
ployeee.. With the Nevada Development 

Authority and the state both working to 
bring more high-tech industry into Neva
da, competition for those technology
savvy employees could be fierce. 'We lit
erally have more positions than we do 
people," Whisner said. 

Widney Hertenstein, SPHR, vice presi
dent of marketing and development at 
Manpower, Las Vegas, believes this short
age is due in part to the wage scale in 
Southern Nevada. Skilled technology 
workers, she said, are accustomed to a 
higher compensation package than com
panies in Las Vegas generally offer. "I 
think we'll continue to have a shortage 
until we're ready to pay the going labor 
rate for the more experienced technologi
cal person," Hertenstein noted. 

Like Northern Nevada, Las Vegas has 
experienced a similar exodus of high-tech 
college students departing for an out-of
state education. To address this problem, 
the state of Nevada has teamed up with 
private industries and the education sys
tem to create the Millennium Scholarship 
program, allowing these potential em
ployees to receive an in-state education 
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EMPLOYMENT 

and supporting a future workforce that 
will hopefully remain in the state. Surpris
ingly, despite low unemployment, Whis
ner's agency has received a number of 
calls from high-tech, out-of-state employ
ees inquiring about job availability in 
Nevada and expressing their desire to re
locate. Even so, technology-related job 
openings outnumber technologically com
petent workers. 

Hertenstein expects technological skills 
to remain in high demand. She says, "Only 
those people who have those skills for 
technology - whether they're new immi
grants, whether they're older Americans, 
whether it's a larger female workpool -
those are going to be the ones who make it 
through this new innovation age." 

Technology isn' t the only area where 
the labor pool has shriveled. With the 
rapid growth of the Las Vegas Valley came 
the growth of the construction industry 
and a shortage of experienced construc
tion personnel. Hertenstein expects that 
shortage to continue. 

Rapid population growth, combined 
with lower pay scales, has also spelled 
trouble for education, said Hertenstein. 
Overall, Nevada ranks 17th from the bot
tom on the amount of money spent per 
pupil, not exactly an enticement for new 
teachers to enter the market. The valley is 
expanding so rapidly that classroom space 
disappears almost the moment it's built, 
and finding teachers to meet this non-stop 
demand is a challenge. 

Transportation has its own set of trou
bles, said Hertenstein. Officials are trying 
to circumvent the ebbing labor pool by 
granting temporary waivers to driver ap
plicants, offering exceptions to once strin
gent medical restrictions, such as blood 
pressure or eyesight. "That's how short we 
are," Hertenstein said, "and the transporta
tion industry at least realizes it and is try
ing to open the qualified applicant pool." 

While low unemployment around the 
country poses challenges for employers 
seeking a qualified workforce, Nevada has 
its own set of challenges. Hertenstein 
pointed out that it's difficult for a college 
student to justify the expense for an edu
cation to become an accountant when 

24 Nevada Business Journal • December 1999 

As THE LABOR POOL SHRINKS, 

COMPANIES MUST BE CREATIVE 

IN FILLING THE EMPTY SLOTS IN 

THEIR WORKFOR CE. EMPLOY-

MENT AGENCIES URGE BUSI

NESSES TO OFFER TEMPTING IN-

CENTIVES SUCH AS ATTRACTIVE 

BENEFIT PACKAGES, FLEX TIME 

AND TELECOMMUTING. 

after leaving high school he or she can 
make as much money initially as a park
ing valet or in the casino. 

If there will be a glut in Nevada's 
workforce, Hertenstein expects it to be in 
line with a national trend of increased 
Hispanic, female and over-40 or retire
ment-age applicants. 

"I see some of the professional jobs 
staying with some of the more experi
enced mature workers who have chosen 
this as an early retirement location," 
Hertenstein said. 

SO L UTIONS 

Companies in search of top-notch 
talent can take steps to attract 
the best in the business. But be

fore casting a net to find talented labor, 
Whisner suggests looking closer to home 
to prevent your current catch from look
ing at other fish in the sea. More and 
more companies, Whisner said, are fo
cusing on employee retention, offering 
attractive benefits and investing in their 
employees ' professional growth 
through workshops or opportunities for 
advancement- to keep their best talent 
from slipping out of their grasp. 

"In the early '90s during the recession, 
employers downsized, right-sized, reengi
neered, restructured, and to a lot of peo
ple, that translated into losing their jobs," 
Jane Whisner said. "Business educated 
the workforce that [employers] are not 
trustworthy. We taught them that when 

times are hard we can't take care of you 
the way you th~ught we were going to. I 
think that has really affected the outlook 
of a lot of people in the workforce today. 
It has been a process to regain the trust 
and now we have a savvy workforce. 
There needs to be reciprocity there. The 
company will take care of the company 
but the company must also be willing to 
take care of the employees." 

Additional training is another way to 
circumvent the need to plunge into the 
dwindling labor pool. According to 
Hertenstein there is an increased need for 
employer training. 

Trying to retain employees is impossi
ble if those employees aren't receiving ad
equate compensation. The company that 
offers decent wages and benefits will 
often lure away employees from other 
lower-paying businesses in the market. As 
new, higher-paying companies with a 
more progressive management style enter 
the market, Arciniega hopes lower-paying 
businesses will hear the wake-up call and 
increase salaries. "If companies aren't 
willing to pay, those employees will go 
elsewhere, because there are definitely 
jobs out there," Arciniega said. 

Soucie believes that philosophy must 
encompass the entire organization, not 
just management positions. Even lower 
level employees should earn a decent 
wage, -otherwise new, higher-paying com
panies will draw them away. 

"People have to have pride in them
selves. Sometimes you have to help them 
with that by boosting them and one of the 
ways to do that is to improve their quality of 
life," said Soucie. ''If you pay them better 
they're going to live better and take greater 
pride in their work and themselves." 

As the labor pool shrinks, companies 
must be creative in filling the empty slots 
in their workforce. Employment agencies 
urge businesses to offer tempting incen
tives such as attractive benefit packages, 
flex time and telecommuting. 

"From what we're observing in Genera
tion X, they want more input in the deci
sion-making process," Soucie said. "And 
frequently we see the wages can be lower, 
[but in return] they want more time off to 



spend with their families or special inter
ests. The X generation is a different gen
eration and has a different way of think
ing. They will not stay anywhere for very 
long unless they're valued." 

Creativity in finding applicants means 
going one step beyond placing a classified 
ad in the newspaper. It means asking em
ployees for referrals, participating in job 
fairs, creating a Web site. 

Larry Paine agrees. As owner of Paine
Fitzgerald & Company in Reno, he advis
es his clients not to target the unemployed 
worker. Rather, Paine tells them to reach 
out to employed people who are unhappy 
in their present position or have enter
tained the thought of finding another job. 
Paine's strategy? An increased use of 
radio, television and Internet advertising. 
"You can'tjust put an ad in the newspaper 
anymore because the people who are al
ready employed generally aren't reading 
the ads," Paine said. "They're busy work
ing. But they drive home every night and 
listen to the radio." 

Another technique, Paine said, is post
exit interviewing of former employees. 
Paine mines ex-employees to discover 
who would be willing to return and under 
what conditions. "The ones who voluntar
ily left for a better opportunity or more 
money or a shorter commute, now that 
they've been in their job for six or nine 
months they may find the grass isn't real
ly greener on the other side of the street," 
Paine said. "They may be silently wishing 
they can come back." 

To entice out-of-state workers to Neva
da, employment agencies are touting the 
state's many advantages to anyone who 
will listen. Nevada has no state income 
tax. It has inexpensive property. It has 
mountains and trees and natural beauty. 
Who could resist? "We're attracting a lot 
of people because of the Tahoe area," 
Soucie said, "and especially in California, 
it's so congested. People are looking for 
quality of life." 

ln \be enn, \bose businesses fuat use 
a wide array of tactics to lure new 
employees will survive the evolution 
from the good old days to a new era in 
personnel management. • 

AFEW 
NEVADA. 

COM INIES 
JU TFELLFOR 

13111625 
N FINES. 

In fact, 31 Nevada companies were fined a total of $131,625 for improper 
or lacking fall protection on job sites between April and June of 1999. The 
largest fine was for $70,000. Don't fall short when it comes to safety in your 
workplace. The Nevada Division of Industrial Relations, Safety Consultation 
and Training Section (SCATS) can help you avoid safety violation penalties 
like these and create a safer work environment. But on~ if you call. 

Southern Nevada: 702/486-9140 
Northern Nevada: 775/688-1474 
Northeastern Nevada: 775/753-1169 
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THE SOUTHERN NEVADA 

BUSINESS DIRECfORY, 1999 
Provides information on. firms located in Southern Nevada. 
Businesses are listed by Standard Industrial Chssification. 

Price: $40 
plus $5 for shipping and handling 

ECONOMIC OUTLOOK 1999 
Contains current information and 
two-year forecasts for the U.S. and 

Southern Nevada economies 

Price: $20 
plus $3 for shipping and handling 
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Will we 
Haue 
Enough? 
hu Cindie Geddes 
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''Ill ost people don't think about healthcare until the last 

or eight months of their life," says Ann Lynch, ' -

president of marketing and public relations for S -

Hospital and Medical Center and Sunrise Children's Hospi 

Las Vegas. "Therefore, it's not a state of mind." 

Nevadans expect that when they are ill they can go to a d 

When that illness is catastrophic they expect fully staffed hos · 

with waiting beds. But as Bill Welch, president/CEO of the Ne 

Association of Hospitals and Health Systems (NAHHS), points . 

hospitals are closing beds due to a lack of staffing. The pr 

referred to as being "on divert," and some ambulance servi 

Las Vegas have to contact different hospitals to find out what 

vices are on divert before arriving with patients. Though consi 

a rarity, the situation could worsen over the next five or 10 yean 

the state's population continues to grow. 



A growing crisis 

F
or now, Nevada hospitals seem to be 
staying just ahead of the curve, putting 
huge efforts into recruitment and reten

tion ofhealthcare professionals. But simple 
math says Nevada may be in for a crisis. 
According to the Report on Health Care 
Education in Nevada, prepared for the 
Nevada Legislature by the University and 
Community College System of Nevada 
(UCCSN), projected growth for a majority 
ofhealthcare occupations exceeds the aver
age projected growth for all occupations in 
the state through the year 2006. In addition, 
projected healthcare employment growth 
across all industry segments exceeds na
tional projections. In 1996, there were 
37,425 people employed in healthcare oc-

cupations. By 2006, that number is expect
ed to rise by 68.41 percent to 63,026. 

But that number will only rise if there 

are professionals willing to accommodate 
Nevada's burgeoning demand for health
care services. Where will all these profes
sionals come from? Not from the UCCSN. 

"We are what I would consider a debtor 
state when it comes to healthcare profes
sionals," says Welch. Projected annual job 
openings are estimated at approximately 
2,800 per year. Projected degrees and cer
tificates awarded by the UCCSN for 2000-
2001 total less than 1,700, leaving a deficit 
of 1,100 for the coming year alone. If 
those jobs are to be filled, they will have to 
be filled from out-of-state. And recruit
ment is no easy task in a state know pri
marily for gambling. 

"Even though we have a lot of other in-

dustries," says Lynch, "and state [officials] 
are out ballyhooing business, the average 
citizen in this country sees us as a gam
bling Mecca and has a hard time thinking 
people live here." It is one of the same 
problems in attracting qualified teachers. 
"People don't think of us as a destination 
for a career," she explains. "They see us a 
destination for a vacation." 

Dr. Robert Daugherty, until November 1 
the dean emeritus and professor of health
care policy at the University of Nevada 
School of Medicine in Reno, cites the high 
level of HMO penetration in the Nevada 
market as another key issue causing prob
lems with recruitment. Lots of HMOs 
means physicians are paid less on average 
than they would be in other markets. 
Physicians also refer to a much higher 
"hassle factor" when dealing with HMOs 
because someone other than the physician 
is deciding an awful lot about the health
care of the insured. 

nursing, rural e 1 re 
bracing tor hardest hits 

P roblems of recruitment and training of 
adequate healthcare professionals in 
all areas of health management are a 

problem throughout the state. But industry 
watchers point out two areas again and 
again as especially critical. The first is a 
challenge of numbers. There simply are 
not enough nurses to fill even current de
mands. The second is a challenge of geog
raphy. Rural communities are scrambling 
for healthcare professionals, and some
times coming up empty-handed. 

Julie Johnson, Ph.D., RN, director of 
Orvis School of Nursing at the University 
of Nevada, Reno, says Nevada is in the 
middle of a nursing shortage, and the rest 
of the nation is on the brink of its own. 
Though nursing has always been consid
ered cyclical in terms of its numbers, the 
current shortage has a different look to it. 
"It's not just a shortage of nurses who 
work in hospitals and community agen
cies," says Johnson, "but also a shortage of 
nurse educators. We're running out of 
teachers." This factor, new among the pro
fession, could lead to a catastrophic nurs
ing shortage within years. The nursing 
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school can only have eight students per 
faculty member. ''We would love to teach 
more students," she says, "but we need 
more faculty." The graying of the work 
force is evident in nursing, with the aver
age age of nurses being 40 five years ago 
and 45 now. New nurses, especially at the 
Ph.D. level, are not appearing. 

Also hurting nursing is the wide range 
of career opportunities available to the 
well-educated woman. Lynch explains 
that female high school graduates 20 years . 
ago went into college with two solid ca
reer choices - nursing or teaching. Now a 
woman can do anything, and many 
women who would have c~osen nursing 
then are now opting to be physicians or 
lawyers. Bill Hale, CEO of University 
Medical Center (UMC) in Las Vegas, says 
women are simply entering careers they 
find more attractive. 

Choice is also one of the factors hurting 
rural cgunties' efforts to attract healthcare 
professionals: "Having lived here 19 
years," says Daugherty, "I don't know why 
anyone wouldn't want to live here." 
Daugherty does acknowledge a preference 
for urban convenience and the fact that 
many people don't want to live in the desert 
may be contributing. The problem extends 
beyond simple issues of healthcare supply 
and demand: when a hospital in a rural set
ting is the top employer in its community -
which is often the case - the staffing of that 
hospital becomes critical to the vibrancy of 
the entire community. 

Healthcare educators statewide under
stand the importance of filling the vacuum. 
Though the primary role of the School of 
Medicine is to train physicians, enrollment 
comprises only 52 students a year, so re
cruitment must come into play. "It's safe to 
say," according to Daugherty, "that for 
every rural community with at least one 
doctor, the School of Medicine either 
trained or helped the community recruit 
that physician." Because it has been shown 
that people from rural communities are 
more likely to practice in rural cornrnuni
ties, recruiting rural students into health
care professions is also important. The 
School of Medicine has a full-time staff in 
Elko and a program that visits area schools 
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"WE ARE CREATING PRO

GRAMS AS FAST AS WE CAN 

AFFORD TO, BUT THE NEED 

IS OUTSTRIPPING OUR ABll...I

TY TO Fll...L IT RIGHT NOW." 

- Carol Harter • President, UNLV 

to get children interested in the healthcare 
professions at an early age. 

When a community needs a physician, 
the school will coordinate a community ef
fort and even contact foreign medical 
schools on the community's behalf. In ad
dition, the school's medical students each 
spend one month during their senior year 
in a rural community with a rural physi
cian. There is also a program to help 
healthcare professionals pay back their 
considerable student loans. A physician, 
physician's assistant, nurse practitioner or 
midwife can get up to $20,000 in loans 
paid off for two years of service in a rural 
communitY- Studies have found that if a 
program can get someone to stay in a com
munity for two years, there's a high likeli
hood he or she will stay longer. 

"DDIU so much we can do" 

I 
he good news in the healthcare profes
sions is that the students who do grad
uate from Nevada programs tend to 

stick around. According to Carol Harter, 
president of the University of Nevada, Las 
Vegas, the majority of its healthcare grad
uates live in the greater Las Vegas metro 
area. The School of Medicine shows at 
least 30 percent of its graduates are staying 
in-state. The Orvis School of Nursing 
loses just three or four nurses to other 
states each year. 

As Nevada's population continues to 
grow, and as that population is notoriously 
unhealthy - ranking in the top five worst 
states in the categories of suicide rate, pre
natal care, community hospitals, health
care expenditures, childhood immuniza
tion, immoderate alcohol consumption, 

smoking and total mortality - the need for 
qualified healthcare professionals will be
come more and more pressing. 

There's no indication the state is pre
pared to meet that need adequately. The 
UCCSN numbers show eight occupational 
categories characterized by a substantial 
imbalance between both current and pro
jected demand and supply of personnel, 11 
occupations characterized by a significant 
imbalance and four categories with a 
rough balance. No healthcare occupations 
in Nevada are characterized by a surplus 
necessitating a reduction or elimination of 
existing UCCSN programs. 

Currently the UCCSN offers healthcare 
education programs designed to train and 
prepare individuals to enter 21 of the 32 
fields examined in the report. Of those 21, 
only six include plans for expansion of 
statewide capacity to meet growing needs. 
Those six include: 
• Dieticians and nutritionists - according 

to campus master plans, UNLV is devel
oping plans for a dietetics program (RD 
in dietetics) and a bachelor's degree pro
gram in nutritional sciences; 

• Registered nurses - through expansion 
of existing programs; 

• Respiratory therapists - through expan
sion of existing programs; 

• Dental hygienists - through expansion 
of existing pr(Jgrams, with Truckee 
Meadows Community College planning 
to develop an associate degree program; 

• Radiologic technologists and techni
cians - still in the exploration stage; 

• Nursing assistants - also still under ex
ploration. 
This includes two of the eight categories 

with substantial imbalances between sup
ply and demand and three of the 11 cate
gories with significant imbalances. More 
needs to be done. 

''We are creating programs as fast as we 
can afford to," says Harter, "but the need is 
outstripping our ability to fill it right now." 
She cites resources necessary to hire facul
ty as one of the biggest obstacles in the 
state. Also, much of the equipment needed 
for teaching, as well as finding enough 
clinical sites for residencies, is hampering 
efforts to evade or minimize the coming 



shortfall. "Training is incomplete without 
the ability to be in a clinical setting," she 
says. "Not just hospital-based, but also 
clinic-based or doctor's office-based." 

Ann Diggins, director of recruitment of 
the School of Medicine, says the state needs 
to address the number of students who go 
on to college. "We're one of the lowest [in 
terms of college attendance rates], and you 
can't become a healthcare professional 
without going to college." Her office spends 
a lot of time with kids as young as elemen
tary school-aged. They go into the schools 
and get kids excited about science as early 
as possible and try to ensure their science 
education is a high-quality one. 

Daugherty says officials and healthcare 
professionals also face an increasing obliga
tion to look at the needs of Nevada's grow
ing elderly population more carefully. That 
care "demands a whole different healthcare 
system than taking care of young families," 
he notes. 'They require more resources and 

HEALTHCARE 

more time, so in many ways they are more 
costly." He feels that a true master plan for 
healthcare would need to look at all areas of 
Nevada, see what each area needs and re
cruit appropriately depending on projections 
of each area's growth. 

More pediatricians and family practice 
professionals are the areas Lynch would 
like to see emphasized. She sees Sunrise 
playing a significant role in bringing in pe
diatricians as they see quality facilities exist 
in the state. The switch from specialists to 

family practice, she says, will be a natural 
pendulum swing in the career orientations 
of physicians. But the responsibility for the 
future healthcare of the state needs to be 
shared by the entire state, in her view. "It's 
not a weed that just grows," she says. "It has 
to be nurtured and respected, and there has 
to be a determination by the public of what 
they expect from it in the next 15 years. 
What place does it hold in their society? 
Where is it in their priorities?" 

Hale wants to see fewer restrictions on 
training numbers. He would like to expand 
UMC's resideney program, but there is a 
cap on the number of residents whose 
costs are partially reimbursed under 
Medicare. Financial incentives to students 
are on his wish list, too. "I think the Mil
lennium Scholarship program is an excel
lent idea. I would like to see us give some 
award to enter the healthcare field when 
they receive the scholarships." Welch 
agrees, and the NAHHS has made just such 
a proposal to the governor. 

Welch comes across more and more de
mands placed on the various professions, 
on staffing and facilities. With a growing 
and aging population, as well as reductions 
in reimbursements, it iS bound to get worse. 
"We can't magically make more nurses," 
he says, "or turn on the money printing ma
chine. There is only so much we can do." 
Hopefully, with a united, concerted effort, 
that so much will be enough. • 

Direct 
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ients since 1955. 
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NEVADA'S CROPS 

Agricultural products produced in 

Nevada, according to the Nevada 

Department of Agriculture and the 

Nevada Farm Bureau 

Hay Crops 
AlfaJfa, grass, oats, timothy, peas 

Silage Crops 
Alfi:llfa, cornr sorghum, sudan 

Small Grain Crops 
Wheat, barley, oats, rye, corn 

Seed Crops 

Alfalfa, blue grass, crested wheat, 
pinto beans 

Other 
Grapes, strawberries, raspberries 

Grass-TYPe Crops 
Turf, pasture 

Field Crops 
Potatoes ... anions, garlic, sweet corn, 

spe:a·rmint, peppermint, oil seed, 
pumpkins, cantaloupe, cotton, 

Cnrisfmas trees, carrots, zucchini, 
summer squash, tomatoes, 
cuc~,_~m!;>ers, kidney beans 

Tree Crops 
Apples, pears, peaches, cherries, 

pistachio~ 

Meat 
Beef, lamb, pork. poultry, chicken, 

ducks, geese, turkeys, rabbits, 
goats, dairy br~eds 

Nursery 
Flowers, houseplants 

Milk 
Dairy br~eds, goats 

Eggs 

<:hkkens,.geese, ducks 

Wool/Hair/Pelt 
~aoats, sheep; t~bbits, leather, 

all large farm animals-
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one m1lhon anrmal umt months (the amount land .to felfd 'b~ ~=r ... 
bead-of. livestock for one month) - incurred moderate to sub- -
stantiaf wildfire damage. 

Two questions may dictate the success 
of wildfire rehabilitation plans and thus 
the success of a huge group of ranchers in 
this state. The first is whether Nevada will 
receive adequate disaster relief funding 
from Washington. The other is bow the 
BLM will work at the field level with 
ranchers in trying to lessen the wildfires' 
impacts. Henderson feels hopeful. 

State representatives at every level are 
making the case for the disaster that swept 
through the state, trying to show that the 
wildfires are no different than a hurricane 
or earthquake in terms of economic im
pact. So far, the state bas asked for ap
proximately $28 million in relief over the 
next three years. Dennis Hellwinkel, pres
ident of the Nevada Farm Bureau, is con
cerned that all the ranchers will receive is 
loan opportunities. ''They can' t afford to 
borrow more mon~y," he says, explaining 
that low and mediocre pricing for product 
means ranchers would be borrowing 
themselves into bankruptcy. Yet, ranchers 
can't just put the cattle on hold and not 
feed them for a few years. 

As for how well the BLM will work at 
field level, Henderson says the BLM's re
sponse to the burns has been the wildfire 
season's one bright spot. ''Their response 
has been rapid, comprehensive and ambi
tious," he says. "Before the smoke 
cleared, they had teams in place to assess 
resource damage and rehabilitation needs 
and to initiate the process of coordinating 
the affected landowners and ranchers." 
Current plans include reseeding about 40 
percent of the burned acreage. The fore
most objective is to stabilize rangeland re
sources over the short run to prevent fur
ther resource damage and deterioration 
and to enhance resource values over the 
long run as funding sources allow. 

Rather than waiting for the BLM, Hen
derson suggests ranchers and affected 
landowners assess their own individual 
situations and submit their recommenda
tions and plans to the BLM. Winter won't 
wait for paperwork. 

Diversity key to survival 

N evada' s agribusiness bas always 
been a tough row to hoe. Weather, 

fire, desert environs, costs of keeping up 
with environmental regulations and a mar
ket over which the producer has no con
trol all seem to conspire to bring about the 
extinction of ranching and farming in this 
state. Yet, Nevada's agribusiness industry 
remains reasonably healthy. "In general;' 
says Thomas Cargill, professor of eco
nomics at the University of Nevada in 
Reno, "agriculture in the United States is 
doing well, and this is reflected by agri
culture in Nevada." However, the econo
my is not necessarily a reflection of the 
ranching life. Cargill explains that, due to 
incredible productivity and scientific ap
proaches to running an agribusiness, the 
smaller, back pocket operators are the ex
ceptions. "Over time, we have a declining 
number of people in agriculture, yet agri
culture productivity maintains an output 
level that can keep up with demand." 

Chuck Moses, environmental specialist 
ill for the Nevada Department of Agricul
ture, agrees with Cargill. "You need to di
versify and grow to be successful," he 
says. Efficiency is the key. As costs of in
puts - such as gasoline, chemicals, ma
chinery - increase, farms and ranches are 
only going to be successful by keeping 
other costs low or changing product. Or
ganic farming has proven a good alterna
tive, as has developing crops that use less 
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water or fewer chemicals. Farmers mar
kets are booming all over the state, cutting 
out the middleman for many agribusiness 
endeavors and shortening that distance be
tween cost and profit. 

Rancher as manager? 

F arming and ranching provide the cor
nerstone to many rural economies. 

Farming is concentrated in valleys with 
water available for irrigation, while vast 
rangelands and mountains provide graz
ing for livestock. Well over half the farms 
in the state produce cattle or sheep, but di
versification is popping up everywhere -
from emus and llamas to strawberries and 
onions. Dairies are a growing industry, 
with most of the dairies located in the 
north, but the largest operating in the 
south. Horses are also becoming big busi
ness, both for work and pleasure. 

Alfalfa hay accounts for more than half 
the total value of crops produced in the 
state, but economic downturns in Pacific 
Rim countries hurt exports significantly. 
The dairy industry is making a surprising 
comeback from its record lows of Febru
ary and March- a fact that doesn't thrill 
Hellwinkel, who runs a dairy in Fallon. 
"We're benefiting at the expense of other 
agriculture enterprises," he says. "Milk 
prices are increasing, feed prices are down, 
so we dairy men are making money." 

David Thawley, director of the Nevada 
Agricultural Experiment . Station (NAES) 
and dean of Nevada's College of Agricul
ture, suggests another way agribusiness 
can flourish in the state. "The resources 
are under considerable threat," he ex
plains, "associated with two interrelated 
factors - multiple land users and the con
~cqucnccs of wildfires." Thaw ley sees the 

rancher of the future as both a manager of 
livestock production and a manager of the 
environment. Currently, the BLM and the 
Forest Service primarily manage public 
lands. But as wildfire and urban develop
ment continue to threaten biodiversity and 
invasive weeds continue to create destruc
tive fuel loads, there may be no better in
dividuals to manage a more intensive 
lands program than those who work with 
it day in and day out. 

Thawley has traveled the state holding 
meetings in communities to determine the 

most pressing concerns of Nevadans in 
agribusiness. What these ranchers and 
farmers want, he says, is research. "They 
need help out here dealing with our man
agement of public lands and range lands." 
In response, the experiment station would 
like to take advantage of the fires and con
duct research on seeding mixtures and the 
roles of rest periods. Contrary to East 
Coast logic, the two year rest-rotation 
mandated by the federal government 
could be hurting states such as Nevada 
who are having virtual wars with cheat
grass and other invasive, noxious weeds. 
The fear is that, in some areas, a two-year 
rest after a fire does nothing more than 
allow cheatgrass a head start in produc
tion. This in turn leads to dangerous fuel 
loads as the grass cures, which leads to 
more fires. Grazing those areas before the 
two years are up may knock back the 
cheatgrass and let other plants establish 
themselves more readily. 

One of the problems with cheatgrass 
and other threatening weed species in the 
West has been reluctance on the part of 
the federal government to deal with the 

Right: NAES range scientist Sherman 
Swanson uses a laser beam to survey water 
surface slope in a stream in Dog Valley that 
is recovering from gully erosion. 

Below: NAES microbiologist Mark Hall 
(left) and veterinarians Don Hanks (cen
ter) and Bill Kvasnicka vaccinate universi
ty heifers with the trichomoniasis vaccine. 

issue. "The big runaround I've seen," says 
Henderson, "is that the cheatgrass issue 
was previously considered too big, too ex
pensive to address. The BLM now realizes 
they can't afford not to address it." 

This has been ·a major frustration for 
the ranching industry, which has been at
tempting to deal with the issue in isola
tion. "I hope now," Henderson continues, 
"due to this firestorm we've had that the 
thought process can be turned around and 
both federal and private entities, through 
ranchers and sporting organizations, can 
start investing more money in these range
lands so they will be more productive and 
valuable for us all." • 
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AIRCENTER SOUTH 
FOR SALE OR LEASE 

• 2,389 Sq. Ft. 
Grade Level Units 

• 5, 187+ Dock-High Units 

• 20,778 Sq. Ft. Building 

• 78,829 Sq. Ft. Building 

• I to 5 Acres for Build to Suit 

• Ample Pa rking 
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"Del Mar has made 

loans on more than 

4,500 pieces of 

property, and has 

facilitated more 

than $1 billion in 

transactions, all 

without a loss to 

any of its investors 

- an unprecedented 

accomplishment in 

the industry. " * 

(From Left to Right) President of Del Mar Mortgage, Steve Byrne; Senior Vice President, Peggy May and Chief Executive Officer Mike Shustek. 

(1 A J hen Michael Shustek found
-V V ed Shustek Investments in 

1993, the recent UNLV graduate 
had a clear vision of how he was 
going to take his company to the 
top. Shustek was determined to 
become one of the real estate 
industry's most successful entre
preneurs by showing others how to 
invest in one of Southern Nevada's 
fastest growing markets. 

«I worked hard to educate 
myself on the dynamics of the local 
real estate market," said Shustek. «I 
never let myself down. My compa
ny's success is based on never let
ting our clients down." 

From Shustek Investments 
evolved Del Mar Mortgage, estab
lished with the purpose of search-

-----ing out and developing 
investment opportuni-

ties for individuals, 
corporations and 

profit sharing 
plans through 
real estate trust 
deeds . 
Six years later, 

Shustek's Del 

Mar has become one of the largest 
private mortgage companies in the 
nation, with more than 4,000 
investors and nearly $200 million 
in outstanding loans. 'Del Mar has 
made loans on more than 4,500 
pieces of property, and has facili
tated more than $1 billion in trans
actions, all without a loss to any of 
its investors - an unprecedented 
accomplishment in the industry.* 

Financing residential & com
mercial construction, as well as 
land acquisition & development 
and b-ridge type loans, Del Mar has 
the ability to loan up to $3 million 
within 72 hours. Offering up to an 
11.5 perce~t annual return on a 
minimum investment of $25,000, 
no client has ever lost a penny of 
principal or interest to date. 

Del Mar uses private investors 
to fund loans - an advantage that 
can provide financing for construc
tion and residential projects in 
about three days. And as most 
people know, attempts to secure a 
loan from a bank or other financial 
institution can take several months. 

Del Mar Mortgage Chief Executive Officer Mike Shustek, left, Senior Vice President Peggy 
May and Account Executive Robert Ferra pose by a Del Mar Nevada Senior Games banner 

at the Games' opening ceremony. Del Mar has been the title sponsor for the Senior Games for 
the past five years and committed to another five years. 

"Past performance does not guarantee future success. Money invested through a mortgage broker is not guaranteed to earn any interest or return and is not insured. 

ADVE R TO R IAL ------------------- - ---- --------



{T) el Mar rep
'1._/ resents its 

clients with an in
vestment option 
called a Trust 
Deed, sometimes 
referred to as a 
mortgage, which is 
a real estate 
secured transac
tion known for 

delivering a safe, high return on investments. 
This allows the company to loan money 
based on the equity the borrower has in the 
property. 

The Trust Deed offers clients a secured 
investment and a fixed monthly income with 
a high rate of return. And, Del Mar clients 
are informed monthly of the status of their 
investments. 

Del Mar's plan of action successfully 
avoids fluctuations common to the stock 
market, and investor risk is kept to an 
absolute minimum with all prospective 
properties per-sonally inspected by Del Mar's 
executive officers. In addition, whenever 
development or construction is involved all . 
construction disbursements are strictly moni
tored by a third party construction control 
company. 

Shustek said the firm is interested in 
long-term success and strives to ensure the 
highest return possible with the lowest 
amount of risk. "We like to see a borrower 
with a lot of equity in the loan, so we know 
they will do everything in their power to 
make their project a success," he said. "That 
is why we typically do a 50 to 60 percent 
loan-to-value transaction." 

In an effort to keep up with Del Mar's 
impressive growth, Shustek has expanded his 
team by adding several key people whose 
combined experience in real estate exceeds 
140 years. Among them, Del Mar President 
Steve Byrne oversees all company operations 

in addition to underwriting loans, and has an 
impressive resume which includes facilitating 
the underwriting of more than $1.5 billion in 
gaming loans for Wells Fargo Bank. Senior 
Vice President Peggy S. May handles all 
investor relations and has extensive experi
ence in the title insurance and real estate 
industries. · 

With a considerable amount of strategic 
planning, Shustek recently negotiated the 
acquisition of Del Mar by Sunderland Corp., 
a public company where Shustek serves as 
chairman and CEO. 

Since 1995, Shustek has lectured a 
course at UNLV called Trust Deed 
Investments and Foreclosure Law. He feels 
that the knowledge he has gained throughout 
the years is a valuable resource that must be 
shared with the younger generations. 

In an effort to give back to the commu
nity, Del Mar has sponsored the Del Mar 
Nevada Senior Games for the last three years, 
encouraging events that enable those better 
than 50 years of age to remain active and 
enjoy a healthy lifestyle. "These games have a 
positive and direct impact on our clients and 
the community as a whole," says Shustek. · 

Another inspiring project for the Del 
Mar group is the sponsorship of The Boys 
and Girls Club of Las Vegas. Shustek says 
he is particularly proud of this sponsorship 
because "young minds are so impressionable, 
it's in our community's best interest to get 
our kids on the right track at an early age. 
Given the right direction at an early age, 
these troubled kids can accomplish more 
than most people would give them credit for." 

Spoken like a true investor. 

MORTGAGE 
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by James 

Property manage use 

technology to cope with faster

paced nature of the business. 

ue to the ever-increasing availability of technology, commer

cial property management has entered a whole different 

realm. It's not just about collecting rent; property manage

ment firms must provide a myriad of services to keep tenants 

and clients happy, and themselves one step ahead of the 

competition. Firms need to look at an entire property for a client and 

make recommendations, and remain as active as the client requires in 

terms of refinancing, repositioning a property or providing financial fore

casts. The way to success is to know not only the market and upcom

ing trends, but to know how to exploit and utilize the latest technology. 

December 1999 • Nevada Business journal 39 



c 
onunercial real estate 
companies are con
stantly vying for posi
tions to retain and at
tract clients with new 

PROPERTY MANAGEMENT 

''The future of commercial property 

management heavily depends on the 

capability of a firm to do business not 

only on a local, but a global, basis. services. For example, CB 
Richard Ellis offers the Service 
Direct Advantage, an e-com
merce program designed to 
save tenants time and money 
on the business products and 
services they use most. NAI 
Americana Conunercial pro
vides REALTrac and SightRight; 
the former constitutes an on
line transaction management 
system to constantly track the 
progress of each real estate 
contract, and the latter is a de

Technology is quickly making the mar· 

ketplace a global one. The trend for the 

future is that larger firms will handle a 

client's needs in several markets." 

mographic and business information data

base combined with site-modeling and 
mapping applications. 

Conunercial real estate firms have to be 
one-stop-shopping sites for their clients. 
Clients don't have the time to use different 
firms for appraisals, architectural and inte
rior design, development and construc
tion, legal services, zoning services, mort
gage banking, property sales and global 
research and consulting and investment 
management. 

At the heart of it, it's all about time. Not 
only do services have to be current and up
to-date to acquire and use the latest infor
mation as quickly as possible, but new ser
vices have to be constantly created and 
reinvented to stay ahead of the competi
tion. "When it comes to technology, there 
will be two types of conunercial real es
tate brokers in the future," says Ron Mc
Menemy, broker/manager, NAI Americana, 
"those who use technology and those who 
don't. The measure of success for sales ex
ecutives will not only be whether they can 
sell, sell, sell, but how well they adapt and 
utilize new technologies that come online." 

McMenemy continues, "In corijunction 
with technology, customer service is key. 
Our sales executives need to utilize data
bases and computer programs. They also 
need to understand the latest technology 
to have better access to our clients, to 
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track conununications better and to follow 
up on a more timely basis in this ever-in
creasing, fast-paced market," he says. 

It is not only about attaining the newest 
in technology, but how you use it, Vicky 
Lehr, CPM, director, CB Richard Ellis, 
points out. "'Technology and customer ser
vice go hand-in-hand," Lehr says. "CB 
Richard Ellis [CBRE] is working on a lot of 
different programs, always looking for 
new ways to implement technology. n 

Currently, CBRE is offering owners and 
tenants, through a partnership with in
Building Systems Corp., high-speed Inter
net access touch-screen lobby portals. 
These Web-enabled portals are not just ten
ant directories, they're interactive Internet 
directories that list site-specific informa
tion about tenants and prospective tenants, 
such as possible vacancies, as well as real
time news, weather, sports scores - any
thing you would want to put in. 

inBuilding Systems, a San Diego-based 
firm, is a leading provider of broadband 
Internet services to small and medium
sized businesses in multi-tenant conuner
cial office buildings. 

"The four-color graphics and easy-to-use 
touch-screen portal displays are state-of
the-art," Lehr says. "By prominently dis
playing technology on the site, or building, 
CB Richard Ellis' comfort with technology 
speaks for itself. The portals are a tremen-

dous benefit for both building 
owners and tenants. We have to 
keep at the forefront of technol
ogy because the global real es

tate market is extremely com
petitive and becoming more so." 

Another asset inBuilding 
Systems brings to the alliance 
with CBRE is the Internet access 
program, which allocates instal
lation and service costs across 
multiple users, providing com
mercial tenants with access up 
to 30 times faster than typical 
dial-up connections. Advanced 
high-speed communications 
hardware is installed in the 
building at a central point that 
every tenant can access. 

Another way property management 
companies stay competitive is through 
forming alliances and providing clients 
with highly sought-after services only their 
firm can provide. "CB Richard Ellis teamed 
with G.E. Capital to provide a global pur
chasing program that offers owners and 
tenants superior products at competitive 
prices," Lehr says. "These are just some of 
the programs and services CBRE has devel
oped to distinguish ourselves from the 
competition," Lehr adds. 

CBRE also offers a master insurance pro
gram through JH Marsh McClennen that is 
only offered to CB Richard Ellis clients. 
Clients reportedly can save from up to 20 
percent to 80 percent on insurance premi
ums with the same or better coverage they 
received under previous insurance plans. 

CBRE just hosted its lOth annual World 
Conference. last September. More than 
2,000 brokers, managers, directors and 
clients of CB Richard Ellis attended this 
year's event. "The conference is a great net
working opportunity to exchange the latest 
ideas, n says Lehr. "To continue to compete 
in a global market, we have to continually 
seek new ways to redefine ourselves." 

To be able to see clearly with so many 
products coming online, as well as to 
serve clients in every facet of business, 
conunercial property and asset manage
ment, firms must have tremendous finan-



cial backing. Competitive firms need so
phlsticated research and development and 
a presence in almost every market in the 
United States, if not the world. To develop 
reach in every market, firms are building 
alliances, larger firms are acquiring com
panies in smaller markets and mega-real 
estate brokers are being created. 

"The future of commercial property 
management heavily depends on the capa

bility of a firm to do business not only on a 
local, but a global, basis," says Christopher 
McGarey, asset manager for NAI Ameri
cana Commercial. "Technology is quickly 
making the marketplace a global one. The 
trend for the future is that larger firms will 
handle a client's needs in several markets. 
To be competitive," McGarey adds, "it was 
imperative that Americana Commercial 
become a part of the New America Inter
national [NAI) network." 

"The bigger commercial real estate com
panies will be able to service their clients in 
all their needs, in several different markets 
at once," McGarey predicted. "Another 
trend is for smaller companies to compete 
by finding a niche, a highly specialized way 
of servicing their clients whether it's in fi
nite, specific, small markets or in a specific 
service," McGarey added. 

To show just how big both these firms 
are, CBRE has approximately 10,000 em
ployees worldwide with nearly 250 princi
pal offices in 35 countries. On the other 
hand, NAI Americana Commercial is a 
member of New America International, the 
largest real estate organization in the 
world. Through its affiliation with NAI, 
Americana works in conjunction with 
more than 3,100 real estate agents in more 
than 300 markets worldwide. 

Of course there will be specialists who 
know the nuances and network of a spe
cific location and only work within the 
bounds of that location. Others will handle 
one element of the industry very well. But 
as the market progresses, property man
agement firms and their clients alike will 
need to expand and take advantage of 
growth. Las Vegas, like any other market, 
is not only unto itself but reacts to the 
swirl of outside forces and trends. The en-

Flexible . 
A We Can Do Banker is. Is yours? 

LAs VEGAS O FFICES 
Lake Mead Office 
(702) 254-3147 
Sunset Office 
(702) 435-9902 
West Charleston Office 
(702) 258-9990 

Colonial Bank understands that no two 
businesses are alike - nor are business 
needs. That's why your We Can Do Banker 
will work around your schedule, to meet at 
your convenience, whether it's 5:00 a.m. at 
the bakery or 10:30 p.m. on the production 
line. Your knowledgeable, decisive and 
committed We Can Do Banker is flexible 
when working for you. 

RENo O FFICES 
Fallon-Downtown Office 
(775) 423-7081 

Call or stop by your local Colonial Bank 
office and tell us what We Can Do for you. 

McCarran Landing Office 
(775) 823-7 440 
Park Lane Office 
(775) 827-7200 
Prater/McCarran Office 
(775) 355-6100 

www.colonialbank.com 

COMMERCIAL RANKING · 1:'\TERl'>ATIONAL RA:\:KI'I:G · PRIVATE B,\1\:Kil'I:G · ASSET :\IAII:AGE:\IENT 

vironment is constantly changing and 
firms are looking for new and faster ways 
to service and satisfy their clients. 

"I believe NAI Americana Commercial 
is at the pinnacle of technology," Mc
Garey says, "because our clients demand 
it, or they'd go somewhere else. In the 
past few years the demographics and 
needs of our clients have changed great
ly. Nowadays, most insist on e-mail cor
respondence on a daily basis, Excel 
spreadsheets and the like. The pace is 
much faster and clients need information 
as quickly as possible." 

Whether in challenging economic con
ditions or in a time of continuous growth 
like that currently in the United States, 
the climate is always complex. Competi
tion always makes the market more diffi
cult, but it also heightens the level of ser
vice and quality. Even in such great 
economic times, conglomerations such as 
CBRE and NAI Americana Commercial 
must constantly develop ways to please 
clients and tenants. 

The latest trend is to save time, be every
thing to everybody, if possible, and still do 
a better job than you did yesterday. • 
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his year's Homer Awards, presented by 

the Southern Nevada Home Builders Associ

ation on October 16, were a bit of a surprise. In 

a market that has been dominated by large, upscale 

homes in recent years, the Home of the Year was 

awarded to the 1,423-square-foot, three-bedroom, 

two-bath Residence 1\vo The Allen Group created 

at its Sedona development at Mesquite Vistas. 

The home won for its efficient use of floor space, for 

the floor plan itself and for finding solutions to the 

challenges of a small lot, such as using raised walls between 

homes in the community to protect individual privacy. 

The private courtyard entrance to the home and the covered porch also 

favorably impressed the judges. Sedona is a small community located in 

Mesquite, and the Residence Two is targeted at active retirees and as a 

BY JENNIFER RACHEL BAUMER 

Plwtos courtesy Christopher Homes. Left: Van Gogh model at the Palisades. 
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hoods where everything looked alike. You're 
starting to see some new designs already 

showing up, possibly some detached 
garages -that's one of the trends now." 

Despite the Home of the Year winning 
for a creative answer to the challenge of 
a small lot, Smith expects lots to begin 
increasing in size as municipal entities 
start looking to move away from density. 
Smith also expects Southern Nevada will 
see more emphasis on landscaping from 
the marketing standpoint with builders. 
"I think you're going to see that be
cause they're trying to emulate the new 
luxury master-planned look of Anthem 
and Summerlin. The new Southern High
lands master plan will have a lot of land
scaping, and Linbrook will emphasize dif
ferent types of landscaping." 

Marketing is just as important as the 
homebuilding process. Great architecture, 
Bottfeld says, makes the builder capable of 
marketing the product better and market
ing it faster. In today's market in Southern 
Nevada, moving product rapidly is not a 
luxury but a n~cessity. "The marketing pro
cedure starts with great architecture and 
an architect who understands the target 
market. It begins with a product that fo-

cuses on the specific market, and contin
ues with targeted merchandising." 

In the end, the Homer Awards are an in
dication of where the market is, and only a 
partial indication of where the market will 
go. They're a marketing tool for the 
builders who win, and an indication of 
what judges are looking for, and maybe 
what buyers are asking for, though not al
ways. "The home of the year," Smith 
muses, "one time one home got that award 
and the builder discontinued it the next 
year because it didn't sell." 

But as Christopher Stuhmer of Christo
pher Homes says, "[The award] is great for 
people at our company to get recognition 
by their peers. We've g~ered a reputation 
as continued recipients of local and na
tional awards, which reflects on us as a de
sign leader in town and on the West Coast. 
Hopefully the reputation of being a design 
leader eventually translates into sales." 

"The Homer Awards continue to tell us 
that Las Vegas is improving in merchan
dising, and in product promotion," con
cludes Bottfeld. "This is simply the best 
place in the world to be marketing and 
building product right now. That's what 
the Homers tell us." • 

Single-story Monticello plan at the Vineyards 

http://www.americanacommercial.com


hen America's largest book
seller, barnesandnoble.com, 
was scouting a site for one 
of its main Western distribu
tion centers, Southern Neva
da didn't even get a passing 

glance, despite its proximity. to the lucra
tive, densely populated Southern Califor
nia market. Instead, the New York City
based retailer chose Reno for its behemoth 
600,000-square-foot operation, undeterred 
by the fact that snowy winters in the area 
frequently cause freeway havoc and out
right closures of major highways, the very 
arteries barnesandnoble.com would rou
tinely need to get its product to market. 

The Reno location of the distribution 
center, which is expected to create hun
dreds of new jobs, aroused concern among 
some of Southern Nevada's most promi
nent industrial development interests. "It 
was disturbing to find out Las Vegas wasn't 
even on barnesandnoble.com's short list of 
areas to locate to," said Steven Spaulding, 
vice president at the Las Vegas office of 
ProLogis Trust, the nation's largest owner 
of industrial properties. 

by Patricia Martin 

. 
Eager to discover the why behind 

barnesandnoble.com's decision, Spaulding 
utilized research data obtained by a finn 
named Insight. The company, which Pro
Logis owns an interest in, provides soft
ware programs to aid finns in choosing 
sites for distribution centers, such as 
barnesandnoble.com's operation in Reno. 
Spaulding concluded Southern Nevada's 
inability to provide companies with easy 
access to the Interstate 80 corridor -
which is essential in servicing both North
ern and Southern California - had to be 
one of the primary reasons it never even 
made the list. 

Interstate 80 also intersects with 1-5, a 
vital link to markets in the Pacific North
west. "There's no empirical evidence to 
prove or disprove that theory, but if you 
look at 1-80 and how it intersects with the 
1-5 corridor, you can see how much easier 
it allows a company to support its entire 
West Coast operations. I think we are se
verely disadvantaged when it comes to 
moving products from our area to North
em California and the Pacific Northwest," 
said Spaulding. 

Many industry players agree with 
Spaulding and believe Southern Nevada's 
lack of direct Interstate freeway access to 
these routes permanently hinders its 
prospects in the big-box arena. "We're not 
centrally located, which you need to be if 
you're going to be a regional distribution 
point for a finn," said Robert A. "Tim" 
Snow, president of Thomas & Mack Devel
opment Co., a leading local real estate de
velopment finn. "And it's unlikely that we 
will ever be able to fit that bill," he added. 

Superior location may be why Southern 
California's "Inland Empire" - a huge area 
sprawling from Ontario to Riverside and 
beyond- remains such a haven for big-box 
users. The Inland region provides these in
dustrial interests, who routinely overlook 
Southern Nevada, with access to the I-80 
and 1-5 systems. 

Complicating matters even further is the 
Inland Empire's huge inventory of big 
boxes, which continues to grow at an aston
ishing pace. Companies are often attracted 

to mark~ts that believe in the philosophy, 
"Build it and they will come," according to 
ProgLogis' Spaulding. "If you look at the 
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quantity and size of the product being built 
there, it's astounding," he observed. 

In fact, several big-box users who origi
nally set up shop in Southern Nevada re
cently decided to relocate operations to the 
Inland area They include Big 0 Tires, 
which had a more than 300,000-square-foot 
location in Henderson, and Rite Aid Corp., 
one of the nation's largest drugstore chains, 
which had occupied roughly 270,000 
square feet in North Las Vegas. 

In addition to its proximity to ideal trans
portation routes, the Inland Empire also 
boasts astoundingly cheap land prices. For 
instance, raw land costs in the Riverside 
area can range from as little as 75 cents per 
square foot to $1.75 per square foot. "We 
simply can't compete with that," says 
Snow, who estimates raw land costs in 
Southern Nevada now range from $3.50 per 
square foot to $5 per square foot. 

And it's not just land costs and trans

portation systems that are dampening 
Southern Nevada's big-box market. Some 
argue the quality of the area's workforce 
also needs to be examined. "I know from a 
manufacturing standpoint, we seem to 
have certain weaknesses in the skills of 
our labor force," said Snow. "A general 
manager at Ocean Spray's local plant told 
me that out of 50 applicants, only one had 
the computer skills needed to service cer
tain manufacturing systems they use in 
their bottling process." . 

Meanwhile, Southern Nevada's booming 
gaming industry often creates an image 
problem for Las Vegas since many out
siders often can't see life beyond the Las 

Vegas Strip. "When we took industrial de
velopers on a bus tour five years ago, we 
never even drove down the Strip. And they 
were amazed at the beautiful communities 
in the area," recalled Lee Phelps, a manag
ing member of the Nevada Real Estate 
Group, which develops industrial and com
mercial properties in Southern Nevada 
"And look at how many more areas have 
been developed since then," he added. 

Some industry players believe corporate 
America's image of the Strip and Southern 
Nevada's notorious mob past make it im
possible for some executives to consider 
Las Vegas for their business operations de
Spite the fact it's a booming metropolis. 
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While Southern Nevada is 

clearly in the running for 

players agree the f;::H!tiiirc 

------hindering the groWBI of big-

box development in the area 

need to be addressed. 

"Although, I think the image issue comes 
more into play when a business owner is 
considering locating his firm here and 
moving his entire family to the area," said 
ProLogis' Spaulding. 

So what, if anything, can Southern 
Nevada do to lure more industrial develop
ment to the area? Ironically, the first thing 
people need to do is look beyond big
box industrial development, says Somer 
Hollingsworth, president and CEO of the 
Nevada Development Authority (NDA), a 
nonprofit public and private agency whose 
mission is to lure non-gaming industries to 
Southern Nevada 

Not that Hollingsworth is opposed to 
big-box users. He too would like to see 
Southern Nevada snare more of that mar
ket. But he believes the loss of some of 
those projects can easily be offset by lur
ing more back-office operations to South
em Nevada, such as call centers or consol
idated administrative facilities. These 
operations, says Hollingsworth, generate 
more jobs per square foot than distribution 
centers such as bamesandnoble.com's 
Reno facility. "Back-office operations 
often use anywhere from 60,000 square 
feet to 100,000 square feet, and employ 
anywhere from 600 to 1,000 people," said 
Hollingsworth. The 600,000-square-foot 
bamesandnoble.com operation is expect
ed to employ several hundred people. 

Hollingsworth pointed to Ford Motor 
Co.'s recent decision to establish a major 
regional administrative operation in Las 

Vegas. The facility, which will be operated 
by Ford Credit, a financial unit of the De-

trait car manufacturer, is expected to cre
ate some 600 new jobs. And other blue chip 
firms could follow. Dell Computer Corp. 
and Progressive Irisurance Co. are serious
ly considering Southern Nevada as a loca
tion for major administrative operations. 

While Southern Nevada is clearly in the 
running for back-office facilities, industry 
players agree the factors hindering the 
growth of big-box development in the area 
need to be addressed. A unified marketing 
effort touting the area's low-tax structure, 
quality of life and recreational benefits 
needs to be developed, said Phelps of Neva
da Real Estate Group, which develops com
mercial and industrial properties in South
em Nevada "Living costs are at least 20 
percent less here than they are in Southern 
California This is a wonderful place to live 
and we need to support more junkets and 
show business people just what we all have 
to offer." 

Development interests also say the state 
needs to play a more active role in South
em Nevada's economic diversification ef
forts. Currently, Nevada's annual (non
gaming) economic development budget is 
a paltry $3 million. "The city of Phoenix 
has a bigger budget ($3.5 million) than the 
entire state of Nevada What does that tell 
you?" asked NDA's Hollingsworth. 

NDA receives a $300,000 grant from the 
state and makes up the remainder of its 
$1.3 million annual budget with monies 
provided by its members, who constitute a 
wide variety of industries and business in
terests, including development and con
struction companies. The agency recently 
set up a task force to examine the depth 
and skill level of Southern Nevada's work
force. The committee, which includes 
Thomas & Mack's Snow, will focus on 
what needs to be done to provide a more 
qualified and attractive workforce. 

While the to-do list to bring more indus
trial development to Southern Nevada is 
long and challenging, development inter
ests remain optimistic that the area will be
come increasingly attractive to a wider 
range of industrial interests. "We just need 
to dispel some images of years past and 
work together in promoting all the positive 
traits this area has to offer. They really are 
outstanding," observed Phelps. • 
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Las Vegas builder 
takes award-winning 
ways national, public 

I 
n 1981, Christopher Stuhmer opened his company under 
the name J. Christopher Stuhmer, Inc., building mainly 

custom homes in Southern Nevada In 1987, seeing a void 
in the market for luxury housing, and with a background 

in building custom homes, he formed Chri.stQpher Homes and 
the company started building luxury production homes. 

Christopher Homes is an exclusive Nevada builder receiv
ing national attention. Last year the builder won 25 awards 
for its Palisades development. Besides the Southern Nevada 
Home Builders' Association's Homer Awards and the regional 
Gold Nuggets, the company also won the best in American 
Living, a national award .. and also won the Builders' Choice 
Award from Builder Magazine. 

"Every model we have has won an award," says Erika 
Geiser, vice president of marketing for Christopher Homes. 
"Typically builders have a neighborhood with one home that 

really means winning home. At the Palisades, all the homes 
have won an award." 

This year, the same holds true for the Vmeyards, Christo
pher Homes' newest development. The Vmeyards is not quite 

as large or as expensive as Palisades, yet it maintains the 
same quality design elements, same attention to detail and 
same architectural styling as Palisades, with a price that ac

commodates more people in the market, according to Geiser. 
Palisades is a community of homes that run 4,000 to 6,000 

square feet with prices from $400,000 to $600,000. The Vme
yards, in comparison, encompasses homes spanning 3,000 to 
4,000 square feet with complementary prices per square foot. 

The similarity doesn't stop with the excellence in design. 
This year Christopher Homes won six Homers, including best 
home for the Monticello Plan, best home for the Rothschild 

Plan, and a marketing award, among others. What's behind the 
company's success? "A great deal of planning and effort," says 
Christopher Stuhmer, owner and founder of the company. "It's 
a collaboration between us as the builder, with the design ex
perience, and the architect, who's very accomplished, and the 
interior designer. We created a group that collaborates on an 
equal level." With such a collaboration, says Stuhmer, "No one 

discipline ends up dominating the design. When you get tal
ented people who can work together in that kind of atmos-

Continued on page 52 
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phere, you end up with great architecture 
that's very livable and very new. I think 
that's what is behind why we won." 

Not that working with others is new to 
Christopher Homes. In 1996, the company 
was one of four founding companies com
prising tfte Fortress Group, now a publicly 
traded company on the NASDAQ with 14 
other builders involved. The group func
tions as a holding company for the 
builders but is unique, Geiser says, in that 
every builder involved maintains its own 
identity and integrity. "They're able to 
maintain their own autonomy, manage
ment style, name in the market. Unlike Toll 
Brothers, which comes in and buys a 
builder, which then takes on Toll Brothers' 
style of management, style of business. 
Fortress Group recognizes builders are 
successful because of their management 
style and the way they do business. It's a 
very positive thing for us. We maintain 
what we are now, but we have a backing, 
financial security." 

The companies involved in the group 
meet to brainstorm and help each other 
run businesses across the country, Geiser 
says, but continue to run their own busi
nesses their own way. 

Christopher Homes' way of running the 
business is to run a client-focused compa
ny. 'l.t"IaJ.'J.\.-et. urrvez. WJ +Jl~ ll==J 2Rn£iD1l, 

market, they're willing to build large 
homes if the market dictates it or attached 
housing if that's what's required. But all the 
while they're looking at their clients, and 
their clients' needs. "We focus on the 
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client," says Geiser, "on how we can make 
the process of buying and building a home 
better for the client." The process includes 
communicating frequently with clients, 
giving them information at every step of 
the process, providing the assistance of an 
onsite designer to help them design their 
own home. "Of course every company says 
its philosophy is to focus on the client," 
says Geiser .• "We're no different. Clients 
make us who we are. But we take it one 

CHRISTOPHER HOMES 

step farther, building their dream home in 
the best neighborhood possible that we 
can provide for them." 

And that includes a little fortune-telling, 
a little looking ahead to the future. The 
builder looks to what technology needs 
will exist five years down the line, trying to 
anticipate the home owner's needs so that, 
in five years' time, the home owner won't 
be looking to sell because the technology 
in his or her home is obsolete. 

That's half of what the client is looking 
for, says Geiser. The neighborhood is equal
ly important to the buyer. "[They) want the 
technology of tomorrow and the home and 
neighborhood they grew up in. Looking to
ward the future and technology, but a home 
reminiscent of days long ago and sidewalks 
and trees, tree-lined streets." 

Which the builder provides. Within its 
private communities, Christopher pro
vides tree-lined streets, private parks, and 
gates to make the neighborhoods secure -
along with the technology of today, the 
space and privacy of yesterday and the 
award winning designs of this year. • 

(L. toR.): Chris Johnson of the interior design firm Design Tee, Christopher Stuhmer of 
Christopher Homes and Scott Broum, AlA, of Scheurer Architects comprise the tema 
responsible for creating several award-winning luxury home developments. 
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Roel completes Red Rock 
Country Club facility 

R oel Construction completed construc
tion of the sports and fitness center at 

the new, private Red Rock Country Club in 
Summerlin. The $8 million, fully-equipped, 
8,000-square-foot sports and fitness center 
includes a pool, tennis facilities and a food 
pavilion. Construction of a 45,000-square
foot clubhouse will begin soon, with con
struction on a 15,000-square-foot golf 
maintenance building and halfway house 
beginning in 2000. 

Wells Cargo lands Spring 
Mountain rehab project 

Wells Cargo, Inc. recently won a $2 
million Spring Mountain Road reha

bilitation project. The work entails repair
ing, widening and adding an additional 
lane on Spring Mountain Road from Rain
bow Boulevard to Buffalo Road. The job 
will require 12,000 tons of asphalt, 15,000 
cubic yards of aggregate and 23,000 cubic 
yards of excavation. Completion is sched
uled for January. 

New realty firm opens in 
Las Vegas 

Husband-and-wife team Phil and Glen
na Claire opened P and G Realty Un

limited in Las Vegas. The two established 
the firm in response to the growing need 
for specialized real estate services in the 
Las Vegas area. The firm will provide ser
vices in all relocation aspects, as well as 
the purchases and sales of homes. Phil 
Claire, the company's CEO, also serves as 
a director for the Greater Las Vegas Asso

ciation of Realtors. 

Carson to renovate 
McCarran C gates 

Carson Construction Management Inc. 
began construction on the remodeling 

of the C gates at McCarran International 

Airport. The $7.9 million project, which 
was designed by Welles Pugsley Architects 
and Domingo Cambiero Architects, will 
consist of the renovation of about 170,000 
square feet. It will also include the addition 
of two new gates, which will include an 
extra 5,000 square feet. Carson is sched
uled to complete the project mid-2001. 
Bryce Clutts is project manager. 

Harris consults on UNLV 
Gaming Institute building 

Harris Consulting Engineers served as 
the mechanical, plumbing and electri

cal engineers on the 35,000-square-foot 
Stan Fulton building at the University of 
Nevada-Las Vegas' International Gaming 
Institute. The contemporary, three-story, 
curved structure will include a full kitchen 
for training chefs, a restaurant and bar and 
a multi-purpose room designed to repli
cate a convention area with state-of-the-art 
video and audio equipment. The structure 
will also feature a large gaming area with a 
complete security system. The second 
floor will house classrooms and faculty of
fices, with the third floor offering a gaming 

library and video conferencing room. 
Classes in the building could begin as early 
as September 2000. 

Ninyo & Moore retained for 
two projects 

N inyo & Moore will perform a design 
geotechnical evaluation for the Clark 

County School District, Spencer/Wigwam 
Middle School project. The project will 
consist of construction of a middle school 
and associated improvements, including 
concrete flatwork, curbs and gutters, pave
ment and ball fields. Ninyo & Moore will 
perform test borings, lab testing and 
preparation of a geotechnical engineering 
report with recommendations for design 
and construction of proposed improve
ment. The school is scheduled for comple
tion in 2001. Ninyo & Moore will also pro
vide geotechnical consulting services for 
the proposed Donovan Way street im
provements project in North Las Vegas. 
The project will consist of the design and 
construction of approximately 7,000 lineal 
feet of half-street roadway alongside the 
existing Union Pacific Railroad. 
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liFESTYLES 

Ski Resorts 
Winter wonderlands 
thousands of feet 
above the glitter 

REVIEWED BY KATHLEEN fOLEY 

Resort at Squaw Creek 
Lake Tahoe, Calif. 800-403-4742 

T he Resort at Squaw Creek is a year
round luxury vacation destination sit

uated at the base of Squaw Valley USA 
with its 4,000 acres of skiable terrain. The 
dramatic 195-acre resort offers a winter 
wonderland of activities, including ice 
skating, cross-country skiing, sledding, 
sleigh rides and more. North Lake Tahoe's 
only ski-in/ski-out resort features its own 
chair lift to transport you to some of the 
world's premier skiing in just minutes. 
The full-service resort off~rs 403 guest 
rooms, five distinctive restaurants, an ice 
skating pavilion, an outdoor heated pool, 
four Jacuzzis, a fitness center with spa and 
massage services, a shopping promenade, 
pro ski shop with equipment rentals and 
Mountain Buddies children's program. 
The Ski FlexiPlan allows guests to use 
vouchers for skiing, snowboarding, salons, 
restaurants or shopping credits. 

While enjoying all the amenities, don't 
forget to ski! Six-time consecutive World 
Speed Skiing Champion Franz Weber re
turns to the Resort as director of skiing for 
the 1999-2000 season and is available to 
ski with you and give lessons. All good 
seasons must come to an end, but fear not 
- when the snow melts, you can take ad
vantage of The Resort's championship 18-
hole golf course, two tennis courts and 
mountain hiking and biking trails. 

Diamond Peak 
Ski Resort 
Incline Village 775-832-1132 

D iamond Peak Ski Resort has it all: 
pristine views of Lake Tahoe, breath

taking downhill tuns and 35 kilometers of 
the highest altitude cross country and 
snowshoe trails in the region. You can even 
go skijoring with your dog (while you ski, 
he runs along in front pulling a bungee 
cord attached to your belt). Why should 
humans have all the fun? In addition to of
fering a variety of programs and clinics for 
skiers of all levels, Diamond Peak also of
fers classes for children at the award-win
ning Bee Ferrato Child Ski Center. While 
the majority of resorts raise their ticket 
rates several dollars each year, Diamond 
Peak refuses to follow suit. For the third 
year in a row, Diamond Peak has held the 
line on an adult all-day lift ticket at $38 
per day and proudly calls itself Lake 
Tahoe's affordable ski option. 

For that once in a lifetime millennium 
ceremony, couples are invited January 1 to 
come take the plunge (literally) at the 
mountaintop Snowflake Lodge with the 
most gorgeous alpine view imaginable as a 
backdrop for their wedding. The Dia
monds and Devotion package includes ail
day lift tickets in addition to a wedding 
with all the trimmings. 

The Resort at Squaw Creek 

Las Vegas Ski & 
Snowboard Resort 
Mount Charleston 702-645-2754 

W hen people think of Las Vegas, their 
mental picture usually does not in

clude skiing down a snow-covered moun
tain - a sand dune, perhaps, but not a 
snow-covered mountain. Yet downhill ski
ing has been a popular winter activity in 
Southern Nevada since the 1930s. Just a 
few short miles away from Glitter Gulch is 
a terrific place to take the family for a day 
of winter fun, including skiing, snow
boarding and sledding. Las Vegas Ski and 
Snowboard Resort at Lee Canyon, approx

imately one hour northwest of Las Vegas 
on Mount Charleston, has 10 ski runs and 
three chair lifts. The base offers a snack 
bar, cocktail lounge, ski and snowboard 
rentals. If you want to learn to ski or snow
board, try an inexpensive beginner pack
age that includes equipment rental, lift 
ticket and a one-hour group lesson. Spe
cial rates are available for groups of 20 or 
more and feature a private barbecue. 

Snow season runs from Thanksgiving to 
Easter, and if Mother Nature is uncoopera
tive, the snowmaking reservoir holds two 
million gallons of water to ensure the 40 
acres of slopes are covered all winter long. 
After all, it's Las Vegas- you have to know 
the odds and hedge your bets. • 
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EXECUTIVE PROFILE 

Sydney Wicklille 
Long-time Las Vegan puts extensive 

business experience to work in new post 

ov Tonv IIIia 

"I always knew I would 

be something. That's how 

my father raised me," 

says Sydney Wickliffe. In· 

deed, she is the new di· 

rector of business and in· 

dustry for the state of 

Nevada. Comprised of 27 

agencies, boards and 

commissions, virtually 

every business in the 

state comes into contact 

with her department at 

one time or another. 
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A 
Las Vegas resident since 1952, Sydney 
Wickliffe grew up learning the value of 
hard work. Her parents owned a now de

funct pharmacy on College Avenue. She worked 
there beginning at age nine, learning how to op
erate the register. "We all worked there," recalls 
Wickliffe, who has one younger brother. 'The 
store was open from nine to nine. After school, I 
was in the pharmacy dealing with the customers. 
My dad explained all the various aspects of retail 
to me." It wasn't until later, however, when a 
family friend in the medical supply industry lost 
his bookkeeper, that Wickliffe began accounting. 
She worked during the day and attended classes 
at night. ''Accounting is not exactly easy stuff," 
Wickliffe acknowledges. "I wanted to learn 
about various types of businesses, so I eventual
ly got into public accounting." She graduated 
from the University of Nevada, Las Vegas and 
became a certified public accountant. Former 
Governor Bob Miller even appointed her to the 
board of directors of the Nevada Society of Cer
tified Public Accounts. 

Wickliffe next sought work as an auditor for 
the gaming control board in 1979. Although she 
briefly worked as a 21 dealer at 1he El Dorado 
Club in Henderson, she was tentative about the 
job. "Initially, I thought it would be boring, be
cause gaming is just one industry," confesses 
Wickliffe. "I was wrong. It turned out to be very 
exciting. Gaming is an incredibly diverse indus
try." Her enthusiasm showed. Wickliffe was pro
moted twice within 13 months. In 1987 she was 
named deputy chief. Her duties included audits 
of gaming licensees with revenues of $1 million 
a year. She also helped write and amend Nevada 
gaming statutes and regulations, as well as es
tablished administrative and professional poli
cies. "Working for the gaming control board 
provided me with a great overview and under
standing of a public agency," Wickliffe said. 

Always aspiring to improve and move ahead, 
she soon applied for a post as gaming commis
sioner. Although Wickliffe narrowly missed the 
job, her poise and professionalism left a lasting 
impression. Peter Emaut, chief of staff for Gov
ernor Guinn, later gave her call saying he had an
other position in mind. Shortly thereafter, Wick
liffe met the governor. "It was fun." she recalls. 
"Governor Guinn is so comfortable to be around. 
It's like talking to an uncle or something." Wick
liffe's uniquely composite background in retail, 
gaming and accounting ultimately gained her the 
title of director of business and industry. "I'm 
very pleased that someone of Sydney Wickliffe's 
talent and expertise is willing to take on this re
sponsibility," said Guinn. "She has the experi
ence and business savvy necessary." 

Today, she heads up one of the most vital de
partments in state government. The Department of 
Business and Industry oversees the regulation and 
licensing of business and agriculture, consumer 
and employer services, natural resources and the 
administering of bond programs to encourage 
growth and development. Wickliffe supervises 



"I'm very pleased that some-

one of Sydney Wickliffe's tal-

ent and expertise is wiUing 

to take on this responsibility. 

She has the experience and 

business savvy necessary." 

- GOVERNOR KENNY GUINN 

such state agencies as the real estate divi
sion, the insurance division, the labor com
mission and the transportation services au
thority, among others. She describes it as 
the job her father raised her to do. 

Cool and collected, Wickliffe hopes to 
bring stability and longevity to her new po
sition. Since being founded in 1993, the 
Department of Business and Industry has 
been anything but stable. In fact, during the 
past seven years there have been four dif
ferent directors. Dan Tom, the most recent 
director, died of a heart attack on May 31 at 
the age of 51. Notwithstanding, Wickliffe 
works out for one hour every morning in 
her garage. She calls it "clean living." 

Wickliffe senses the necessity of a focal 
point for all the activ~ty occurring in the 
state. "I expect to be that," she said. De
spite this, she concedes difficult chal
lenges lie ahead. Perhaps foremost is a 
lack of money and manpower. "Due to 
funding restrictions, we are going to fall 
behind," Wickliffe says. "With all the new 
businesses, taxes and buses, the thing that 
concerns me is the number of people who 
are going to regulate these areas." Fortu
nately, Wickliffe has a high energy level. 

Self-described as reserved and calm, 
the soft-spoken Wickliffe enjoys sewing
she makes most of her own clothing - and 
cooking - Italian is her favorite cuisine. 
Although she doesn't keep abreast of 
many modem fiction writers, Wickliffe 
enjoys reading. She is an avid fan of mili
tary history, in particular, the Revolution
ary War. Let's hope her time as director is 
less volatile but just as monumental. • 
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AT THE TOP Nevada Agriculture 
Experiment· Station 

Biotechnology increasingly important 

av Diane Glazman 

''We are more than 

just cows and plows," 

asserts Don Kennedy, 

the assistant director 

of the Nevada Agri-

culture Experiment 

Station (NAES). 

Photos courtesy NAES. 

to studies in Nevada's College of Agriculture 

A nd how. NAES is involved in research in 
areas as diverse as plant genornics and the 

feasibility of using sheep to graze firebreaks that 
would control rangeland fires. Research takes 
place, not only in barns and fields, but also in 
lakes, mountains and laboratories. 

NAES is part of the College of Agriculture at the 
University of Nevada, Reno, and, as such, is part 
of the original land grant institution that became 
Nevada It was established in 1887 as a partner
ship between the federal government and the uni
versity following passage of the Hatch Act, which 
provided funding to solve problems related to 
agriculture, rural life and the environment. 

According to David Thaw ley, dean of the Col
lege of Agriculture, every land grant institution 
in the United States has an agriculture experi-

ment station. Each entity carries on research spe
cific to the needs of its state. Thus, the NAES is 
concerned primarily with arid grasslands as op
posed to rain forest preservation. 

The NAES supports research in agriculture, 
natural resources, veterinary medicine, forestry 
and human and communicy sciences such as nu
trition. Although the most visible sites for the 
station are the Equestrian Center and Valley 
Road facility located a few blocks from Neva
da's campus and the Main Station located in the 
eastern part of Reno, the NAES maintains facili
ties throughout the state. Other stations include 
the S Bar Ranch, the Newlands property in Fal
lon and a wetlands facility in Herlong, bordering 
Honey Lake, that supports research on the inter
action between wetlands and livestock. A unique 

Gary Blomquist (right) and David Schooley- two of the world's top insect biochemists- are leaders in the fight to protect the world'sjotJ. 
supplies, human health and environment. They have made important discoveries in efforts to create nontoxic methods of controlling inseca 
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sources of the experiment station. "If it 
weren't for the agricultural experiment 
station, this university would have no col
lege of agriculture, very little in the way 
of a natural resource program and an ab
solutely mediocre biochemistry program," 
Thawley emphasizes. 

The Nevada Agricultural Experiment Station main station field lab frequently studies the 
viability of different crops in Nevada's arid climate. 

The NAES is also a valuable resource 
for the community. The public can use 
many of its programs, such as its Ask the 
Experts Web site, located at ag.unr.edul 
faculty/experts.htm. Anyone can submit a 
question and be put in touch with the fac
ulty member whose expertise is most ap
plicable to the query. Information about 
many of the research projects and their re
sults are available through the Nevada 
Dividends program,. although some re
search commissioned by private industry 
is proprietary and therefore not available 
to the public. 

area of research for the NAES is biotech
nology, an area yielding results in plant 
genetics and the creation of nutritionally 
enhanced food. 

Roughly 90 researchers are currently 
working on more than 100 projects 
throughout the state, according to Kennedy. 
In addition to academic research, the NAES 
also provides research for corporations and 
municipalities, such as a partnership with 
American Health Products to study insecti
cides. Kennedy also said the NAES is help
ing communities such as Battle Mountain 
find viable economic alternatives to nrin
ing, utilizing their existing natural re
sources to broaden their economic base. 
Research projects have helped communi
ties put a value on recreational lands as 
well. For instance, range fires have an ef
fect on the deer population, which can have 
a profound impact on the economic success 
of the hunting season in towns such as Ely, 
where the influx of hunters means a lot of 
money for local businesses. 

One area of research that is especially 
exciting for the NAES is plant genomics, 
the genetic manipulation of plants. One 
researcher recently cloned the vitanrin E 
gene in plants, and the NAES is on the cut-

. ting edge of developing nutritionally en
hanced vegetables. 

Thawley speaks enthusiastically about 
the future of this research as a boon to both 
the university and the state. "It's very dif
ficult to develop a high-tech industry in a 
community without the stimulating influ
ence of a major university, especially in 
the area of bio-technology. If it's going to 
happen in Nevada, it's going to happen 
here. This college is going to play a pivotal 
role in whether that happens or not, which 
is a very unusual situation for a college of 

agriculture," Thawley says. He adds that a 
proposed name change for the College of 
Agriculture reflects the emphasis the uni
versity is putting on the field of biotech
nology. The current name is the Fleis
chman College of Agriculture, Natural 
Resources and Life Science, but Thawley 
said they are considering replacing Life 
Science with Biotechnology, with the offi
cial name change depending on which way 
the acronym sounds best. 

In all the talk about research and busi
ness, it is easy to forget the NAES is part of 
an academic institution. It is a vital part of 
the success .of Nevada's College of Agri
culture. Only 18 percent of the college's 
funding is derived from the university's 
academic budget. An additional 10 per
cent comes from support through the 
Nevada Cooperative Extension, with the 
remaining 72 percent funded by the re-

Making that information available 
sometimes means the NAES has to own up 
to failed research, but Don Kennedy says 
that's just fine. "In our business, negative 
information is just as valuable to us as 
positive information. If something doesn't 
work, has a negative consequence or has a 
consequence we haven't anticipated, fine. 
We're allowed to fail because if we fail it 
means someone else doesn't have to." And 
that is probably the essence of the Nevada 
Experimental Agriculture Station. • 

Dr. Dale Devitt is conducting investigations into improving drought resistance for a 
number of commercially available products. 
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BY Kim Pryor 

Banks issue Y2K 
fraud warning 
T he phone rings and a credit card holder 

listens to a voice "from the credit card 

company" telling him his Visa will not work 

after January 1, 2000. Concerned, the credit 

card holder then gives the caller what she's 

asking for: his account and social security 

number and address. A month later, the 

man's credit card statement is filled with 

charge after expensive charge from places he 
never shopped. 

As Y2K-inspired skepticism rises, con 

artists are preying on consumers who fear 

the financial consequences of the dreaded 

computer bug, creating numerous tum-of

the-century-related scams. Individuals pos

ing as financial institution employees or au
ditors have phoned customers and asked 
them to transfer money from existing ac

counts to special Year 2000 safe accounts 

while the bank smooths out any Y2K-related 

problems. In reality, those callers were con 

artists trying to pry out confidential informa

tion they could use to pilfer from credit card 

and bank accounts. 

In an effort to spread the word out about 

credit card and banking scams, Nevada fi

nancial institutions are warning account 

holders about the dirty deeds. BankWest and 

U.S. Bank are urging customers to never re

lease account or credit card numbers over the 

phone, unless they initiated the call to a rep

utable company. In addition, U.S. Bank asks 

its customers to beware of red flags such as 
anyone posing as a government agent or 

bank official requesting assistance in an in

vestigation or audit of the customer's finan

cial institution. 

Incidents of Y2K fraud are increasing 

around the country, but Nevada banking cus

tomers haven't been hit as hard. Yet. Said 

Kelly Hinrichs, U.S. Bank's district service 
manager for Nevada, "In late November and 

December when the clock starts to tick and 

people start to really evaluate their comfort 
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level I think we'll start to see some in

creased fraud and schemes." 

Banking industry officials hope that their 

information campaign has succeeded and 

that cust_omers only will withdraw enough 

money on or before December 31 to get 

through a long weekend. BankWest officials 
are confident that customers are savvy 

enough to realize the benefits of letting their 

money sit in an FDIC-insured institution 

rather than in an unprotected locale. 

''We've initiated quite a program to instill 

confidence in our consumers and our busi

ness people," said Larry Woodrum, president 

and CEO of BankWest of Nevada. ''We've 

done everything we can to make sure we're 

year-2000 compliant and we're very confi

dent about it. The best place to leave your 
money is in the bank." 

In a worst case scenario, deposits would 

shrink, Woodrum said, but he's confident 

preparation has paid off, and the bank plans 

to have adequate liquidity on band. "As long 

as there's no panic where customers are tak

ing millions and millions of dollars out I 
think most of the banks are going to handle 
it very easily:•, Woodrum said. "We have a 

pretty loyal base and I think they have confi
dence in us and our bank." 

First American 
Bank 
''Do what you do better. " 
"\ "1 Jhen describing his new community 

VV bank slated to open March 1, presi

dent and CEO Jim Bradham likes to use the 

phrase high-touch rather than high-tech. 
That's because once First American Bank 

opens on South Valley View in Las Vegas, 

the staff will live by a trite but true philoso

phy: account holders want superior customer 

service. But with every bank in the state 

claiming it offers superior customer service, 

will this strategy really work? Bradham 

believes it will. 

"It is difficult to distinguish yourself from 

other community banks," Bradham admitted. 

"Just by saying you offer better service you 

certainly don't distinguish yourself at all, be

cause everybody says that. The whole issue 

becomes one of delivering. All bankers talk 
the good talk, but from lots of years of expe

rience I'm convin~d if you actually deliver 

superior service, you distinguish your bank 

rather markedly. There is a lot of difference 

between talk and delivering." 

Even the big banks with huge budgets for 

cutting-edge, new product technology have 

not maximized their potential to differentiate 

themselves, Bradham said. The secret to suc

ceeding? According to Bradham, it's "do 

what you do better'' than the rest. 

Despite the number of community banks 

opening in the state, Bradham thinks there's 

plenty of room in the market for another 

new face. He compares the situation to a 

pipeline. New banks enter the opening of the 

pipeline while others ne!,lf the end of the line 

are expelled as they go out of existence. The 

net effect? Bradham's guess is that the num

ber of community banks will level out to its 
original number. 

The challenge, said Bradham, is compet

ing against all banks in the marketplace. His

torically, for the last several decades, an over

supply of banks in general has existed in 
Nevada- not just community banks. "There 

more bank supply than there is demand; 

Bradham said. ''But I certainly have the coo

fidence that a well-managed, well-directed; 

well-conceived community bank will be able 
to compete successfully in the marketplacef 

First American's 32 investors agree- to the 

tune of $7 million. After all, Bradham has the 
knowledge, experience and background 

pull it off. He started his banking career a 
First National of San Diego in 1967. 

In 1980, he moved from La Jolla Bank&: 

Trust Company in California to take the po
sition of CEO of American Bank of Com

merce in Las Vegas. He spent the next .i. 

years in that position until First Security pul"

chased the bank two years ago. As soon 
Bradham's non-compete clause expired 

July 1 of this year, he jumped at the challal 

to begin his new venture. Bradham hopes · 

reeeive approval of his state-chartered hal* 
from FDIC regulators by early DecernbaE 

with the offering circular going out to -

vestors the first week of January and ftmil 
escrowed by February 1. 

and make a mark." 



Anorney 

A Trustworthy 
Investment Option 

Senate BiU 61 offers 
new opportunities 
for business trusts 

BY Robert Kim 

0 
ver the years, 
common law 
trusts have 

been to preserve and 
protect property due 
to their flexibility. 
However, as the com
mon law underpin

ning trusts is slowly becoming outdated, 
15 states, including Delaware, have codi
fied business trusts in their business entity 
statutes. Through Senate Bill 61, effective 
July 1, 1999, Nevada has joined these 
states by creating Chapter 88A of Title 7 of 
the Nevada Revised Statutes to provide for 
the formation of business trusts. Although 
Chapter 88A is modeled after the 
Delaware Business Trust Act, Chapter 88A 
contains modifications to conform with 
Nevada's existing statutory and regulatory 
framework. The following shall provide a 
brief background of a business trust, the 
key characteristics of a business trust, the 
benefits of a business trust and the require
ments for the formation of a business trust. 

Background 

Generally, business trusts are hybrid 
entities possessing characteristics of 

a corporation, a limited partnership and a 
common law trust. Although business 
trusts, also known as "Massachusetts busi
ness trusts:' have traditionally been used to 
invest in real estate, business trusts have 
been formed to carry on a wide range of 
lawful businesses and activities, such as fi
nancing ventures and transactions. Exam
ples of financing ventures and transactions 

include asset-backed securities, securities 
transactions, collateralized mortgage 
transactions, real estate investment trusts, 
leveraged leasing transactions, mutual 
funds and investment companies, liquidat
ing trusts private investment funds, joint 
ventures and strategic alliances. 

Characteristics 

Under Chapter 88A, a "business trust" 
is defined as an ''unincorporated asso

ciation which .. .is created by a trust instru
ment under which property is held, man
aged, controlled, invested, reinvested or 
operated, or any combination of these, or 
business or professional activities for prof
it are carried on by a trustee for the benefit 
of the persons entitled to a beneficial inter
est in the trust property .... " The structure of 
a business trust includes beneficial owners 
who hold beneficial interests in a business 
trust, trustees who are appointed in accor
dance with the governing instrument of the 
business trust, and a trust instrument that 
creates the business trust and provides for 
the governance of the trust. The beneficial 
owners, trustees and trust instrument are 
analogous to the stockholders, directors 
and bylaws of a corporation. In addition, 
the trust instrument may indemnify and 
hold harmless the trustee(s) or any other 
person acting on behalf of the business 
trust from and against any and all claims. 
As to the transferability of beneficial inter
ests, unless otherwise provided in the trust 
instrument, beneficial instruments are 
freely transferable, as are shares of com
mon stock in a corporation, subject to ap
plicable state and federal securities laws. In 
addition, a business trust has perpetual ex
istence unless the trust instrument provides 
for a finite term. 

Benefits 

Traditionally, business trusts were 
known for their flexibility. Although 

many states have codified business trusts 

into their business entity statutes, these 
states have preserved the flexibility of 
business trusts by reserving the gover
nance and management of business trusts 
for trust instruments. In fact, Chapter 88A 
provides that courts "shall give the greatest 
effect to the principle of freedom of con
tract and the enforceability of governing 
instruments." In addition, business trusts 
possess characteristics that render them 
"bankruptcy-remote" entities. For exam
ple, Chapter 88A provides that a "creditor 
of a beneficial owner has no right to obtain 
possession of, or othe~ise exercise legal 
or equitable remedies with respect to, 
property of the business trust." 

Formation 

U nder Chapter 88A, a business trust 
must contain "Business Trust," "B.T." 

or "BT'' in its name and may be formed 
through the filing of a certificate of trust 
with the Nevada Secretary of State, along 
with a filing fee of $125. At a minimum, 
the certificate of trust must contain the 
name of the business trust, the name and 
address of at least one trustee, the name 
and address of the resident agent, the name 
and addr~ss of each person signing the cer
tificate of trust and any other information 
the trustees determine to include. The filing 
of the certificate of trust is very similar to 
the filing of articles of incorporation for a 
corporation or articles of organization for a 
limited liability company. In addition, to 
remain in good standing, a business trust 
will be required to file an annual list of 
trustees along with a filing fee of $85. 

In light of the flexibility of business 
trusts and the bankruptcy-remote charac
teristics of business trusts, business trusts 
will provide business owners with another 
option when determining the business en
tity that best suits their needs. • 

Robert Kim is an associate with the law 
firm of Kummer Kaempfer Bonner & Ren
shaw in Las Vegas. 
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Corporate Advertorial 

Finding it hard to 

get your message across 
Publish your story in the 

Nevada Business Journal! 
SPECIAL OFFER! 
Nevada Business journal offers 
one-page (printed one or two sides -
your choice) advertorials, which read 
like news articles, and are the perfect 
way to tell your story. 

Choose NBJ as part of your advertising 
program and receive a full-page, four-color Advertorial, which features: 

D 
D 
B 
D 

All the copywriting needed to tell yout_s-totf. 

Design and layout services you'll need to ensure your 
message is effective and eye-catching. 

An on-site professional photo session to give your ad strong 
visual impact and your company the most effective visual image. 

One complete set of color sepatatiotis; custom-seamted to tit the 
specifications of your ad. 

PLUS: 1,000 reprints of your advertorial to use as an extended 
marketing tool; the perfect piece to leave with potential clients. 

THIS CORPORATE PACKAGE IS OFFERED AT 
One page, one side $3,181 
One page, two sides $4,181 

If you would like two advertorials a year- we can offer them at $3,400 each for one-sid 
and $4,400 each for two-sided- A HUGE SAVINGS! 

Please call (702) 735-7003 and speak to a sales representative to guarantee your me 
is being heard by decision-makers throughout the state! 



Habitat lor Humanity 

Local businesses 
work to make 
dreams a reali ty 

BY Jenniler Rachel Baumer 

H
abitat for Humanity is community 
spirit made manifest, created by 
the individuals who give their 

time and energy to running the non-profit 
organization's board and businesses that 
donate material, labor and funds to support 
the work started so many years ago. 

"We've donated to Habitat for Humanity 
ever since they came to town," says Brad 
Shoen, with Kelly's Pipe and Supply Co. 
"When the national organization opened a 
chapter in Las Vegas, we were more than 
willing to help the local group get [going] 
and help needy people get a break." 

Habitat for Humanity secures corporate 
funding, in-kind donations and volunteer 
labor to build homes that are sold to low
income families at no profit. Habitat start
ed in Nevada in 1991 in the South and 
1989 in the North. In Reno, community re
action was initially mixed. Residents in the 
neighborhood where proposed Habitat 
homes were being built were afraid the 
houses would be substandard and that 
property values would go down. 

Nothing could be further from the truth. 
Habitat homes, which are sold at well 
below market to families who have gone 
through a selection process, are frequently 
built with the newest techniques and mate
rials available. For the newest Habitat home 
in Northern Nevada, the donated materials 
comprise ICF, insulated concrete forms, 
blocks that create a home with a life ex
pectancy far greater than traditional wood 
homes. The same blocks used in the cre
ation of the Montreux golf clubhouse are 

and the Community 

now being used to build a Habitat home. 
"What is neat about the product," says 

Frank Brock of Brock & Weigl Construc
tion, a company that works with Habitat 
frequently and is moving into building 
with ICF, "is the exterior won't twist, rot or 
bum." The very thickness of the blocks 
creates a three-hour firewall, as well as 
providing superior sound-deadening capa
bility. But best of all, with ICF blocks, the 
insulation factor allows the home to be 
super energy efficient, with a predicted 40 
percent to 60 percent energy savings, 
which makes a difference to these families. 

Jeff Ostomel, president of Truckee 
Meadows Habitat for Humanity, says 
Habitat homeowners frequently lack the 
resources to maintain the homes. "I've had 
my hands on 12 of them now and of these 
not one has the backyard landscaped. 
Homeowners don't think they can afford 
the water. So this construction system 
should lower utilities payments. They have 
smaller furnaces than conventionally are 

put in and the heating costs are supposed 
to be substantially _lower." 

Loans for Habitat homes are based on 
one-third of the family's gross income, and 
all of the payment goes to the principal. In 
addition, services such as the appraisal of 

the home are free. 
"I like what they stand for, and when 

Habitat approached me I was very pleased," 
says Debbie Huber of Huber Appraisal, 
Inc., who provides pro bono appraisals of 
Habitat homes in Las Vegas. ''The best part 
is knowing I'm helping in a very small way 
to be a part of a team helping to provide a 
better family life for these folks." 

''This has been a passion of mine," says 
Steve Linder, president of Habitat for Hu
manity in Las Vegas and community rela
tions for Household Bank, which sponsors 
half a home a year. "We take people in 
substandard housing and give them a de
cent place to live. But the best part and the 
real reward is to see the look on new 
homeowners' faces when they get the keys 
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Neighborhood Watch 

to their home. It's good to hear their sto
ries and see their faces as they move up 
with a hand from Habitat." 

Contractors often work together with 
other sponsoring groups. One Las Vegas 
home was built in a joint project between 
the Meadows School and suppliers such 
as Kelly's Pipe and Supply Co. Students 
worked to expedite material and learned 
to organize a job and what was required 
to see the project through to completion. 

Habitat frequently works both ways. Not 
only are the houses built from donated ma
terials and labor, but they provide a training 
ground for groups that otherwise have 
none. In Northern Nevada, the Job Corps 
training programs and union apprentice
ships have the manpower, but no projects to 
work on and no funds to purchase materi
als. "[Participants in] the union apprentice
ship masonry program put blocks together 
and take them apart," says Ostomel. 'They 

did the retaining wall and foundation [on 
the most recent home] and it's great train
ing for them to get to leave it up." 

The Job Corps electrical training pro
gram is especially in need of projects. 
"We learned about them when they did the 
electrical work with an instructor, a jour
neyman electrician," says Ostomel. 'They 
came in with 20 people where you usual
ly have two. It looked like locusts swarm
ing - they were everywhere. We bought 
the wire, they did the work." Job Corps 
also supplied manpower to insulate, do 
the roof and hang dry wall. Other training 
programs did stucco and plumbing. Job 
Corps has no heating and ventilation pro
gram, but Truckee Meadows Community 
College· does. They were so pleased to 
have an actual project they had to be re
strained from adding air conditioning to 
the home -just to do it. 

But the best part, says Steve Benna of 

CB Concrete, whose company has been 
involved with Habitat for the last five 
years, is doing something for the commu
nity, and helping somebody in need. 

Families buying Habitat homes are re
quired to invest 500 hours of sweat equity. 
The work creates a sense of ownership. 
'That's why sweat equity is so valuable," 
says Ostomel. "You talk to the kids and 
[they say], 'Yeah, I worked on this.' We 
had a mom and two boys and one of the 
boys, he's picking up trash, working, 
sweeping- he made a difference when it's 
done. All the homes are that way. The one 
right next door, Kyle was five when we 
built his house and he was helping paint. 
There was one day, he was covered in 
paint, I don't know if there was more paint 
on him or the house. Kyle had an older 
brother and he did more, but [Kyle] was 
there helping and if you were to ask him, 
he'd say 'I helped build this house.'" • 

YOU SEE A COMPUTER KEYBOARD I 

WE SEE SIX WEEKS OFF DUE TO CARPAL TUNNEL SYNDROME. 

Work related injuries are painful. To employees. To you. So you spend a great deal of money every year protecting 
your employees from harm. But who's protecting you? On July 1, 1999, a new law took effect that gives you 
a choice in Worker's Compensation Coverage. Make the choice that's right for your 
business. For over 45 years we've protected Nevada's business owners. 

OFFICES IN RENO, ELKO, WINNEMUCCA AND ELY • (775) 348-8880 
ON THE WEB AT: WWW. INSURENEVADA. COM 

64 Nevada Business journal • December 1999 

WHO'S PROTECTING YOU? 

http://www.insurenevada.com


Growing a Small Business in Nevada 

BY SECRETARY OF STATE Dean Heller 

N evada is growing! 
No one will dis

pute that fact. Many 
studies have docu
mented the current 
growth of Nevada as 
being unprecedented. 
And along with growth 

come new business and investment oppor
tunities. Approximately 3,700 new busi
ness filings a month are processed through 
the Commercial Recordings Division and 
numerous investment offerings and exemp
tion filings are made with my Securities 
Division each year. 

Through the use of technology Nevada 
has created an attractive and uncomplicat
ed environment for starting small busi
nesses, which create job opportunities and 
produce tax revenue for the state. Unfor
tunately, studies of small businesses show 
that four out of five businesses fail, and 
when a business fails, the principals who 
have invested their own money into the 
business or investors who have helped get 
the company started all lose. But when a 
small business succeeds and grows, those 
who took a chance can gain handsomely. 

I support programs that assist small 
businesses to raise capital within the regu
latory framework of Nevada. Small busi
nesses are critically important to the 
Nevada economy, and I want to do what I 
can to assist them to get started and to be 
the one out of five that succeeds. Entre
preneurs can call my Securities Division 
to receive "hands on" assistance in com
pleting registrations or obtaining exemp
tions for securities offerings. But compa
nies issuing securities to raise capital 
should also be aware of problems and 
concerns that go with issuing stock. 

One of the leading causes of business 
failure is insufficient start-up capital, and 
although there are other ways of obtaining 

capital, a common way is selling stock to 
investors. A few tips to companies think
ing of a public offering: first, offering 
stock to the public is subject to detailed 
regulation under securities laws. Mostly 
the regulations require the company to in
form potential investors about the compa
ny and its plans for growth. Prior to sub
mitting an offering to the Securities 
Division, management should work close
ly with an accountant to determine that 
cash flow is sufficient to cover operating 
expenses for at least one year. Anything 
less can be insufficient to allow the com
pany to get a real start. This is a "red flag" 
for serious investors. Second, if you are an 
owner looking for investor funds, commit
ting your own funds is a good indicator of 
how serious you are about your business. 
Risking your own money gives confi
dence to others to invest in your business. 
Third, financial statements need to be cur
rent and an issuer should check with the 
Nevada State Board of Accountancy to en
sure that his or her accountant is licensed 
to practice in Nevada. These are just some 
of the items that my office can discuss 
with the company and its management. 

I also support small business outreach 
programs to facilitate a favorable environ
ment for business to incorporate and at
tract capital in Nevada. The Nevada Secu
rities Division, in association with the 
North American Securities Administrators 
Association (NASAA), recently approved 
changes to the Small Company Offering 
Registration (SCOR) form and its accom
panying manual that make it more user
friendly for both issuers and investors. 

More than 1,100 companies across the 
country have sold shares in small business
es to the public utilizing SCOR. These busi
nesses range from microbreweries to small 
banks and technology startups. For in
vestors, an executive summary at the be
ginning of the SCOR document is now in
cluded. The document also includes the 
financial information and risks that in-

vestors and bankers need to make informed 
decisions. SCOR is designed to help small 
businesses raise capital with a minimum of 
red tape while adequately disclosing the 
risks of the offering to investors. 

Not many small companies in Nevada 
have utilized the SCOR program, but by 
streamlining, we hope entrepreneurs 
wanting to go public will utilize SCOR to 
raise seed capital to expand their busi
nesses. The SCOR form is basically a fill
in-the-blank offering circular, or prospec
tus for investors. The · questions on the 
SCOR form have been simplified by re
ducing the amount of legalistic language. 
The manual has been updated with more 
"real life" examples to help prospective is
suers complete the SCOR. The SCOR form 
can be used to raise up to $1 million every 
12 months. An attorney is not required to 
complete the offering document, although 
if you are unfamiliar with the nuances of 
securities laws, it is advisable to seek the 
assistance of a securities attorney. 

To facilitate stock sales of Nevada com
panies to residents outside of Nevada, a 
regional review can be coordinated with 
more than one state's securities offices. 
The regional review provides a uniform 
state registration procedure designed to 
coordinate the blue-sky registration pro
cess of all states in the region. In addition 
to creating uniformity in the review, the 
program is designed to expedite the regis
tration process, saving the company time 
and money. 

I will continue to adopt initiatives that 
move toward the goals of assisting small 
businesses through the capital raising 
process. Small business issues are an im
portant concern of my office, and I want 
to hear from small business owners about 
their needs as we fine-tune the regulation 
of start-up companies and capital forma
tion in Nevada. To express your concerns 
or to request a copy of the SCOR form and 
manual, contact the Nevada Securities Di
vision Web site at sos.state.nv.us. • 
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Do you know vour net worth? 

S ay you have a destina

tion in mind. And, as 

luck would have it, you also 

happen to have the best map 

in the world right there in the 

palm of your hand. Urifortu-

nately, without also knowing 

your starting point, you can't 

get where you want to go. 

Financial planning works 

exactly the same way. 

Y ou need to start at "ground zero" -
with your current net worth - before 

you can chart a viable course toward meet
ing your financial goals. Take a few mo
ments now to find out how you can calcu
late your net worth. 

What is net worth? 

Your net worth is the total value of 
everything you own reduced by any 

outstanding liabilities. Or, to put it another 
way, net worth is the difference between 
what you own and what you owe. 

How do I calculate it? 

To calculate your net worth, add up the 
market value of all your assets. List 

what you have in your savings and check-
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ing accounts and don' t forget to include 
certificates of deposit (CDs). Also, if you 
have a bank safe-deposit box that you 
haven't opened in years, now is the time to 
take an inventory of the contents. You may 
find hidden sources of cash in savings 
bonds, life insurance policies, corporate 
bonds, stock certificates, and other docu
ments you put away for safekeeping. 

If you own a house, list its current mar
ket value, referring to prevailing sales fig
ures in your neighborhood as a guideline. 
Include the value of your car, the cash sur
render value of life insurance policies, per
sonal property such as jewelry, artwork, 
antiques, and collectibles. 

Estimate the total market value of your 
securities and investments as of the date the 

balance sheet is compiled. Include stocks 
and bonds, as well as mutual-fund shares, 
Treasury issues, and money-market invest
ments. Refer to the newspaper or check with 
your banker and stockbroker to help you as
sess the current market value. If you have 
IRAs and other retirement plans, be sure to 
add in the cash value of each account. 

Pension funds also should be included 
in your list of assets, but only if they have 
a present value. If you are not yet vested 
and the funds have no current measurable 
worth, you should not view them as assets. 
The same is true of any other resource that 
you can access only by satisfying certain 
requirements, such as working a minimum 
number of years at one firm or reaching a 
specified age. 



After you determine the total value of 
your assets, total your liabilities. At the 
top of the list for most families is money 
owed on their mortgage. Other common 
liabilities are outstanding home equity 
loans, student loans, car loans, credit 
card balances, furniture or other items 
being paid on installment, and taxes 
owed. Also, be sure to include balances 
owed to doctors, dentists, and other pro
fessionals. 

Now, subtract total liabilities from total 
assets. The resulting number is your net 
worth, a baseline from which to measure 
your financial well-being going forward. 

Now you can take charge 

B y itself, a net worth statement is 
a way to take the "pulse" of your 

financial standing at one particular point 
in time. But don't underestimate the im
portance of this measurement - it's a 
benchmark against which all future 
readings will be evaluated, a means of 
putting your fmger on the health of your 
financial progress. In other words, if you 
are striving to reduce consumer debt and 
accumulate assets, a semi-annual or an
nual net-worth checkup will provide you 
with a concrete and measurable account 
of how close, or how far, you are to ob
taining your goal. 

If your net worth this year turns out to 
be negative, don't despair. A net worth in 
the red doesn't mean that disaster is a 
heartbeat away. Instead, it simply means 
some belt-tightening and sound financial 
planning may be in order. Again, rather 
than panicking, focus on the valuable in
formation you've just gained; knowing 
what's "broken" not only allows you to fix 
it, but the insights you've picked up along 
the way will help ensure that this situation 
won't ever happen again. Certified public 
accountants recommend you make an an
nual ritual out of refiguring your net 
worth. Not only will it be gratifying to see 
your financial picture improve, but the re
sulting knowledge can help you budget, 
devise an investment strategy, and even 
plan for retirement. • 

Prepared by the Nevada Society of Certi
fied Public Accountants. 
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BY Jennifer Rachel Baumer 

L ightning never strikes twice, the old 
saying goes. But lightning can strike 

anytime, anyplace, and with devastating 
consequences for today's technology. 
Lightning heads for the tallest target, and 
for broadcasters and telecommunications 
companies, that means antennas and tow
ers. There's no way to prevent strikes, but 
there is a way to control where the light
ning goes. Working to help telecommuni
cations companies minimize the impact of 
lightning strikes on their equipment is 
Minden-based PolyPhaser, which distrib
utes products all over the world. Poly
Phaser works in the area of lightning/ 
electromagnetic pulse and grounding so
lutions for the communications industry, 
including cellular, paging, broadcast, 
wireless, mobile communications, mili
tary, personal communications systems 
and even 911 sites and power companies. 
PolyPhaser's products offer lightning pro
tection and grounding solutions, including 
coax entry panels, cellular and PCS pro
tectors, in-line power mains, global posi
tioning system coaxial protectors, shunt
type power mains, rack panel components 
and power supply protectors. 

What all this means, says Zack Spencer 
of PolyPhaser, is rather than having light
ning strike a communications antenna and 
travel down into the equipment room 
where it can cause hundreds of thousands 
of dollars in damage, the lighting is con
trolled, coming down into the protec
tion device and disbursing into an earth 
ground. ..It gives lightning a different 
path," explains Spencer. 

Since communications systems need to 
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broadcast a signal, the equipment Poly
Phaser produces has to be capable of let
ting that signal up and out to the people 
needing to receive it, at the same time it 
traps the lightning and sends it to an earth 
ground. "You have to give lightning a 
path," says Spencer. "You can't prevent 
lightning, but you can control it." 

Learning to control such a powerful 
natural force requires a great deal of ex
perimentation. PolyPhaser plays with 
lightning. The company employs both 
lightning simulators (the largest is named 
Big Bertha) consisting of a bank of high
density capacitors that produce energy in 
amounts that simulate lightning strikes, 
and the use of rocket-triggered lightning 
for tests, ·often carried out in Arizona 
mountains where lightning storms fre
quently occur. 

In June of 1997, PolyPhaser was ac
quired by Smiths, a British industrial 
group, which includes Trmes Microwave 
Systems, a company that designs and 
manufactures coaxial cables and assem
blies for wireless telecoms as well as for 
civil and mihtary aircraft. For more infor
mation on PolyPhaser, check out the com
pany's Web site at polyphaser.com. 

T here's a theory that we only use 14 
percent of our minds while the other 

86 percent is doing something else alto
gether, and we just don't know bow to ac
cess it. Similarly, there's a lot more space 
in the ordinary copper wire used by 

today's telephone companies, but no one 
knows how to access it. 

Enter digital subscriber line (DSL) tech
nology. It's been around for a while, 
though not with any widespread applica
tion. But the last year and a half bas seen 
an explosion of growth in the use of the 
Internet, and users need the ability to 
move large volumes of data over infra
structures in the U.S., which were not 
built for such heavy traffic. With more 
people accessing the Internet, and e-mail 
systems serving more subscribers and big
ger files, the choices are to build more in
frastructures, which is expensive and time 
consuming, or make better technological 
use of those already ~xisting. 

As usual, demand generates product, 
and DSL is growing in use. DSL is made up 
of both hardware and software and has the 
ability to increase speed of Internet access 
and data transfer 25 times beyond what is 
presently the norm. That's light speed, 
compared to what we are used to, says 
David Clark, senior vice president, sales 
and marketing for Las Vegas-based MGC 
Communications. The company started 
looking at DSL as a transport device with
in networks but turned to looking at it as a 
way to extend speed to customers' premis
es. MGC will be able to offer customers 
local, long-distance and custom calling 
services, as well as Internet access in one 
package and transport all of them over one 
copper wire loop - and at a competitive 
price. Generally, says Clark, DSL is sold 
only as a data solution; MGC will be able 
to offer both voice and data. 

MGC co-locates with Sprint, installing 
equipment at the co-location site and an 
integrated access device at the customer's 
premises to offer the service. Currently in 
the process of deploying the technology 
in Las Vegas, MGC co-locates in 18 cen
tral offices; by the end of September, 
MGC had deployed its technology in 10 of 
these central offices, with a package of 
services ready for consumers in October. 
MGC is offering these services to small 
businesses and residences, Clark be
cause these are areas that have yet to 

any benefit from the deregulation of 
telephone industry. 





av Cindie Geddes 

LIFESIGNS: 
Giving a new 
look to wellness 
Self-insured resorts help 

Tennessee-based health 

exam company choose 

high-growth Las Vegas as 

first expansion market. 

N 
evada is not well. Our population 
ranks as consistently unhealthy in 
cancer rates, hypertension, pre

ventable hospitalizations, complication 
rates, immunizable diseases and heart dis
ease, among others. The state also shows 
up poorly on such health indicators as ac
cess to health insurance, public health ex
penditures and primary care physician 
shortages. On a scale of 1 to 50, with 50 
being not-at-all-healthy, Nevada has an 
overall health ranking of 46, according to 
Health Risk Management, Inc. In a nut
shell, the state's residents drink too much, 
smoke too much, eat poorly and ignore 
healthcare. But don't despair. LIFESIGNS 

Physical Examination Center has come to 
Las Vegas to help. 

LIFESIGNS offers complete physical ex
aminations unlike any you likely ever got 
from your regular physician. Starting with 
the fact that your examination begins 
promptly at your scheduled appointment 
time, you know you're in for something 
new. When you walk into a luxuriously 
decorated office (there's even carpeting in 
most of the exam rooms) and are given a 
plush, comfy robe rather than one of those 
peek-a-boo paper jobs, you can start to 
breathe easier. "We test, we check, we 
evaluate, but most of all, we pamper," the 
company brochure says. And in about two 
to Un:ec hom:., Lll'rolC.NG will gi·~e '.f<YU 
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the most thorough and professional exam
ination of your life. 

"Our mission is three-fold," says Burton 
Bracken, account executive for LIFE8IGNS. 

"First, we want to provide preventive 
healthcare services to Las Vegas and sur
rounding areas. Second is to provide 
healthcare in an atmosphere acceptable to 
execl!tives or people who want to be treat
ed like executives. Third is to provide ser
vice while people are here." Indeed, in a 
short time frame, LIFESIGNS can provide 
the following diagnostic services: a com
plete physical exam, automated auditory 
(including ear exam and hearing test), body 
composition test, EKG stress test, car
diopulmonary stress test, chest x-ray series, 
EKG, health analysis (computer generated 
health analysis and risk assessment with 
lifestyle counseling), laboratory blood 
analysis, optometric exam, prostate cancer 
screening, pulmonary function test, colon 
cancer screening, bone density measure
ments for osteoporosis, PAP smears and 
mammograms. When you're done, you get 
your results. immediately with an extensive 
one-on-one physician consultation that in
cludes fitness counseling, nutritional ad
vice and lifestyle recommendations. And 
you receive a LIFECARD - a wallet-sized 
card containing your medical history, as 
well as written results of laboratory and 
physical examinations within a week. 

LIFESIGNS saves lives through thorough 
exams that offer early detection of life
threatening medical problems that might 
otherwise be overlooked. But employers 
are also offered financial benefits through 
helping to contain healthcare costs for 
their employees. Companies such as Fed
eral Express and Time Warner make LIFE

SIGNS an integral part of their benefits 
package because a healthier workforce 
means a healthier bottom line. This kind of 
inclusive examination means companies 
can prevent the unexpected death or ex
tended illness of an employee. In a job 
market like that in Las Vegas, where com
panies are scrambling to hold onto key 
personnel, access to quality healthcare can 
be as important as job training. 

While Bracken is quick to point out that 
fue ~~ fue =ro.pan~ i'""''' ide£. can be 

Top to bottom: A UFESIGNS technician 
programs equipment for EKG stress test; 
patient undergoes optometric exam; a 
chR~t x-ray ;.. rPViPWI'd. 



obtained elsewhere in Las Vegas, he does 
not shy away from the uniqueness of offer
ing all services in one place, in one short 

period, and in luxurious environs. "How 
we conduct ourselves and the way we do 
things is a little bit revolutionary," he says. 

A little background: According to Walk
er Upshaw, vice president of marketing, the 
company began in Memphis, Tenn. in 1992. 
It opened a facility in Nashville in 1998 and 
Las Vegas just this past September. They 
plan on eight to 12 new facilities by the end 
of 2000 - unprecedented growth for such a 
specialized program. One of the reasons the 
company has been so successful is its mar
ket strategy of targeting self-insured com
panies, including resort-casinos, first. 

'They tend to promote preventive wellness 
more than fully-insured companies," says 
Bracken. "Even though preventive wellness 
is important to fully-insured companies, it 
may not be a priority." 

So why can't you just go to your regu

lar doctor for a physical? You can. But 
keep in mind that your regular physician 
does not know how long each exam is 
going to take; emergencies happen. And 
while you're in the waiting room in your 
plastic chair, the guy next to you is cough
ing, some kid is nursing a bloody ban

dage, and the nurses remain behind glass 
partitions. If you do get a thorough exam, 

you will likely have to wait days or weeks 
for some results. You probably won't get a 
comfy robe; and you'll likely spend more 
time than you want in your paper peek-a

boo waiting and waiting and waiting in a 
linoleum and chrome cubicle. At LIFE

SIGNS, they only do physical exams. No 
ooe is there because he or she is sick. No 
ooe is coming in for an emergency. 

One of the contributing factors to illness 
is iocommieuce. People don't like to go to 
the dodo£. especially when they don' t feel 
sick. And they sure don't like to have to go 

to three, four or five specialists just to find 
out whether they are heaJthy. "We really see 

o~lves as increasing people's access to 
these types of services:• says Upshaw, "be
cause we take all these different services 
and package them into one convenient, 

comfortable facility and remove a lot of 
barriers." And did I mention the robes? • 
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THE ARISTOCRAT RESTAURANJ1 
Power Lunches • Candlelight Dinners r~ 

Sso S. Rancho Dr. • Las Vegas, NV 89-107 • 702-87o--I977 
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Employment base diversifies; 
conventions continue important role 

T
his year's list of Nevada's 100 largest 

employers shows substantial diversi

fication over last year's list. Nearly 

40 percent of the employers listed are non

gaming firms, compared to just under 25 

percent last year. However, many of those 

employers represent the public sector- city 

government entities and school districts, 

for example. Thus, the list doesn't reveal 

strides in the types of economic diversifica

tion most desire for Nevada. In addition, 

of losing its ascendancy as the state's most 

crucial economic engine. An expanding 

convention market in both Reno and Las 

Vegas is helping redefine the nature of the 

45 million visitors flocking to Nevada an

nually. Both the Reno Sparks Convention 

and Visitors Authority and the Las Vegas 

Convention and Visitors Authority are plan

ning significant expansions to their conven

tion centers. The addition of four megare

sorts in the last year in Las Vegas, as well as 

there's some question as to whether this the expansion of such Reno properties as 

year's numbers indicate long-term reduced Atlantis, has boosted convention facility of-

reliance on the resort industry for Nevada's ferings in both markets. It's likely the con-

jobs, or whether the changing statistics vention market will only grow in impor-

constitute a short-term impact due to cycli- tance as new and expanded properties seek 

cal needs in the public sector. new ways to fill the rooms they've brought 

Nevada's resort industry is in no danger online in markets across the state. • 

• Computer Services 
• Data Entry & Conversions 
• Local, Regional& Natio I 
• Business, Residantial&-political 
• Postal Preparation :PreSort Discounting 
• Personalized Lette"' cards & Statements 
• lntelliiaeot Inserting & Direct Addressin 

4395 S. Polaris Avenue 
Las Vegas, Nevada 89103 

(702) 798-7999 
c.Fax (702) 798-5502 
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Meeting and Convention Centers 
Ranked by Total Meeting Space (Square Feet) 

MEE'I1NG 
SPACE (SF): No. ROOMS 

MEETING AND CONVENTION FACILITY PHONE(S) ToTAL SEATING PARKING FAOLITY CONTACT 
ADDRESS LARGEST CAPAOTY SPACES MAJoR CoNVENTIONS HELD YEAR ESTABLISHED 

Las Vegas Convention Center 702·892-0711 1,900,000 107 4,n6 C~~ Photo Marketing Assn. lnfl, MAGIC, Snowsports Indus- . N"an.lf.Jmtrphy 
3150 Paradise Rd., Las Vegas 89109 181 ,065 12,000 .fiies,America, Nat'l Assn. of Broadcasters, COMDEX 1959 
Sands Expo/Venetian 702-733-5556 1,700,000 109 +4,000 COMDEX, Nat'l Assn. of Broadcasters, Automotive Jeff Beckelman 
201 E. Sands Ave., Las Vegas 89109 1,100,000 10,000 Aftermarket Week, MAGIC 1990 
Reno/Sparks Convention Center n5-827-7620 300,000 28 1,500 Safali. Club International, John Deere Conv., K. Smitll/J. Waether 
4590 S. Virginia St., Reno 89502 260,000 Varies • Ehrysler Auto Conv. 1965 
Reno Hilton n5-789-2031 200,000 34 DND Chrysler, McDonald's, Safari Club lnt'l, Phannada & Upjohn, Rick Chapman 
2500 E. Second St., Reno 89595 45,000 Varies Nat'l Franchisee Assn., Automatic Meter Reading Assn. 1979 
Caesars Palace 702-731-7082 170,000 55 7,250 DNO Watne-Fjare 
3570 Las Vegas Blvd. S~ Las Vegas 89109 36,000 OND 19gi 
Paris las Vegas 702-967-4416 140,000 22 3,600 General Motors, BMA, Nat' I Beer Wholesalers, Hyundai Mo- David Dvorak 
3645 las Vegas Blvd. S., las Vegas 89109 85,200 Varies tors America!Canada, Starlight 1999 
Rio Pavilion 702-252-nn 120,000 26 6,000 ·Ma11com, Wendy's, Toyota. Suzukf, Ground Svc. Expo -~Paluzzi 
3700 W. Flamingo Rd., Las Vegas 89103 62,000 7,000 1999 
Alexis Park Resort 702-796-3318 50,000 19 616 Bugle Boy, NEC, Success For All Schools, lnt'l Haircolor Ex- Diana Takai 
375 E. Harmon Ave., las Vegas 89109 14,000 1,000 change 1984 
The Orleans Hotel & Casino 702-365-7050 40,000 18 3,000 AOCuG, Nat' I Shoe Retailers, DOE, Financial Fest, Nat' I Travel Marl<. Foley 
4500 W. Tropicana Ave., las Vegas 89103 16,150 1,600 Exdiange, Nursing Educators of America 1996 
Jackie Gaughan's Plaza Hotel/Casino 702-386-2319 30,000 16 1,600 Numismatic Show, Special ocs·· Nat' I Order of Battlefield, Pan- linda Hartman 
1 Main St., Las Vegas 89101 21 ,000 2,500 tera Car Owners of Am., AC & Western Sect. Bridge, Star Trek 1971 
Peppermill Hotel Casino-Reno 775-689-7161 30,000 20 2,524 w ·c_oyrt R~rters Assn., 4th ROTC, Results Accountants, MegK~edy 
2707 S. Virginia, Reno 89502 13,000 2,250 _S~"Gisca e Loggers - 1~ 
World Trade Center Hotel-Las Vegas 702-369-5750 28,000 10 620 lions Club, Grahm-Patten Sys., latin Am. Promotions, Sawyer Dianna Hegedus 
901 E. Desert Inn Rd., Las Vegas 89109 9,600 1,740 Karate Champ., Century 21, Learning Tree In!' I 1998 
Imperial Palace Hotel 702-794-3286 25,000 15 1,500 f'earl:}jafbor Survivors, Front Sight, Adultdex, Leading Edge Bilf.Hei:ming 
3535 las Vegas Blvd. S., Las Vegas 89109 10,504 715 19.16-
Stardust Conference Center 702-732-6312 25,000 14 1,200 Diversified Prod., Utility Shareholders, Physio-Control Corp., Valerie Moon 
3000 Las vegas Blvd. S., Las Vegas 89109 25,000 1,600 COMDEX, Safari Club, Ricky & The Redstreaks/ NFR • 1990 
The Golden Nugget Hotel & Casino 800-828-6206 23,000 12 ~.168 DND- bind!! Davis Miyoshi 
129. E. Fremont st., Las Vegas_ 89030 5,650 480 i946 
Luxor Las Vegas 702-262-4800 17,000 9 DND DND Trude Shern 
3900 Las Vegas Blvd S., Las Vegas 89119 15,680 1,500 1996 
Henderson Convention Center 702-565-2171 13,800 10 280 .Mteif of Henderson, Henderson Expo, Computer Shows, ~olley 
200 Water St., Henderson 89015 10,000 1,000 An!!ij"ueoShows, Gun Shows 1~SL 

CasaBlanca Resort 702-346-7529 10,000 9 1,800 Kenwood , Alliant Foods, State Fann, Moose lnt'l, Elks, Sericol Peggi Sanders 
950 W. Mesquite Blvd., Mesquite 89027 8,990 700 1995 

CONTINUED 

From Digital Network & High Speed Imaging to 
Color Copies, Infinet Delivers the Total Solution! 

Office Imaging Thclmology 
Our technology experts will fully analyze your document processing requirements. Then 

we'll research all options from our leading edge manufacturers, and deliver solutions that 
meet your needs exactly. We'll design a placement program that fits your budget and a 
properly scheduled service prograin to maximize productivity. 

Flexible Acquisition Options 
We offer a wide range of placement options. We will custom-tailor a program to meet 

your financial requirements. 

• Just Add Paper - Our total copy management program includes equipment, all service, 
parts and labor, supplies and price protection in one low price per copy. One monthly 
invoice covers everything, just add paper! 

• Trade-In Allowances - Get a generous trade-in on your current equipment, even if it's 
covered by an existing lease. 

Expert Service & Local Support 
• Guaranteed Service Response - Within 3 hours. 
• Remote Diagnostics - Many systems monitor perfonnance 24 

hours a day, 'I days a week. 
• Guaranteed Print Quality -Forthelifeofthe system. 
• Factory Trained Technicians -Will fix your system right the 

first time. 

Color Imaging -
The newest genera
tion of digiUll cowr 
copiers produce the 
industry's best 
quality at the touch 
of a button. 
Poweiful netwrJrk
ing options turn 
your color copier 
inw a printer and 
scanner. 

--

Copying Systems & 
Duplicators-
From State-Qfthe
art highrvolume 
duplicators to rrwre 
rrwdest setups, 
today's systems 
offer advanced fea
tures fw automated 
document process
ing and assembly. 

Network Printers
The answer fw fast 
and reliable high 
volume wurkgroup 
printing. New . 
output technology 
!Ullivers a cost
effective solution 
for i ntegrated 
wurkgroups. 

Mu~unctlon
Streamline your 
office processes by 
integrating fax. 
printing and even 
scanning capabilir 
ties in one conve
nient unit. 

• Replacement Guarantee - If your system falls to perlonn 
to specs when continuously covered by our maintenance 
agreements, we'll replace it for up to 5 years. 

. 
······•··••········•···•··•·•••··•··········•··•·•·•··•······•·•··••• 

Thtal Satisfaction 
We1l deliver the right system at the light price, and we'll 

back it up with the best service in the business. 

11 ...... & ...... -~ •••• •••c;c.. 
Business Solutions 

UBSGroup 

3086 West Post Road, Las Vegas, NV 89118 • (702) 260-'3003 

Connectivity -
We can deliver ojfil;e 
connectivity solutions 
and help you ma'TUige 
and plan for the tran.ri
twn to the toto.Uy digital 
wurkplnt:e. 
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Meeting and Convention Centers (Continued) 

Ranked by Total Meeting Space (Square Feet) 
MEE11NG 

SPAct {SF): No, RooMS 

! MEEnNG AND CONVENTION FAOUlY PHONE{S) TOTAL SuriNG PARKING FAC1U1Y CONTACT 

ADDRESS LARGEST CAPAOTY SPActS MAJOR CONVENTlONS HELD YEAR ESTABLISHED 

18 Gold Coast Hotel & Casino 702-367-711 1 10,000 2 DND NV Pub. Athletic Fed., lnt'l Wid. Safety Org., CA Robbery In- Sue Lombardi 
4000 W. Ranii'ngo Rd., las Vegas 89103 2,375 650 vest Assn., Ret. Pub. Emf,; Assn., Assn. of Collegiate Educa- 1986 

tors, Radiologic, West. S tes Safe & Burg. Invest. Assn. 
18 Sam's Town Hotel & Gambling Hall 800-897-8696 10,000 5 2,000 AMF Wid. Cup of Bowling, AFLAC Western Re~on Mtg., N. Darryn Heath 

5111 Boulder Hwy., las Vegas 5,800 1,000 Am. Dr"!er, KFC Reg' I Mtg., QSAA Model Airp ane Expo, 1979 
Standar Motor Co. 

21 Hotel .san Remo 9,875 11 DND DND Vanda Minigan 
11'5 E. Tropicana Ave., las Vegas 89109 6,280 500 1989 

22 Holiday Inn & Diamonds Casino 8,700 6 400 Optimists, Uon Pin Traders, NV PT...\Iiiiier. West 40 David~ 
1000 E. 6th St., Reno 89512 5,220 500 1974 

23 dilson Nugget 8,100 4to6 650 NV Builders Assn., St. Repub. Central Committee, NV Com- Doug Brown 
507 N: Carson St, Carson Oty 89701 6,400 600 mission/Tourism, NV Rainbow Girls 1957 

24 Santa Fe Hotel & Casino 7,880 3 2,092 DND Jennifer Lowden 
4949 N. Rancho Dr., Las Vegas 89130 5,430 636 1991 

25 Crowne Plaza las Vegas 702-369-4400 6,287 8 198 DND Mindy Klepfer 
4255 Paradise Rd., Las Vegas 89109 4,444 605 1990 

26 Emerald Springs-Holiday Inn 702-732-9100 6,000 6 150 CES. COMDEX, Kentico, NAB, Shoe Show, MAGIC Robert Cotillo 
325 E. Flamingo Rd., Las Vegas 89109 2.400 Varies 1991 

27 Ai~ Plaza Hotel n5-348-637o 5,000 6 DND Ft. James Paper Co., John Deere, NV DOE West"Ed., NV Phar- Charmaine LaMay 
1 1 Terrnioal Way, Reno 89.502 4,000 300 macy Alliance, Hunter Douglass, Hard Rode Mining 1982 

27 Nevada Palace Hotel & Casino 702-458-8810 5,000 1 700 DND Bob Braner 
5255 Boulder Hwy., Las Vegas 89122 5,000 225 1978 

27 Pioneer Inn Hotel/Casino n5-324-nn 5,000 3 250 DND K~ Manoukian 
221 S. Virginia St., Reno 89501 3,600 400 1 9 

30 Rancho Mesquite Resort Casino 702-346-4600 4,000 2 DND Valley Am. Derby, Union Pac. RR. 2nd Baptist Retreat, Union AI Baker 
275 Mesa Blvd., Mesquite 89027 3,600 300 Pac. OfUT 1998 
St T!pP.eZ Hotel'" 2,800 5 tao COMDEX, NAB, SEMA, CES, Ski Show, ICSC Kathj Retcher 
455-t. Hanmon Ave., Las Vegas 89109 2,500 350 198 
Bourbon Street Hotel & Casino 2,700 2 500 DND Victor R. Martinez 
120 E. Flamingo Rd. , Las Vegas 89109 1,700 200 1978 
La Quinta: Inn 1,600 2 238 DND Millie Myers 
3970 Paradise Rd., Las Vegas 89109 1,400 100 1994 
Cactus Pete 's Resort Casino 775-755-2321 DND 5 1,028 ID Crop Prod., Ronald McDonald House, Simplot Soil Bldrs., Melissa Albers-Miller 
1385 Hwy. 93, Jackpot 89825 3,000 400 Allstate Ins., Cobra Golf, ID Coaches & Referees Bud McDevitt I 1954 

Su~8Hotef 702-794-0888 DND 1 300 K-9 Showcase, lET Incentives Diana Work 
42 Kovall{l . ._Las Vel@S 89109 DND 45 1989 

DND = Did not disclose 
BOOK~LISTS ml1] Note: The above information was suppf<ed by.;:ru::llltives of the listed companies in respome to faxed su<vey forms. Companies not appearing did not respond. To the best of our knowl<dge, the information is accurote as of press lime. 

OF While """Y effort is made to ensure aaur.tcy thoroughness, """' iU1d omislionsdo OCOJ\". Send cooections or additions on company let!e!head to TopRanlc Nevada Statewide Book of Llsts, Researdl Dept., 2127 Paradise Rd .. LV, NV 89104. 

Television? 
Marketing can be a tricky business. 
Century Productions is determined to make your experience, a good • expertence. 

Century Productions has been a full 
solution provider for all your video 
production needs for over a 
decade. Our commitment to client 
satisfaction has allowed us to 
grow and become the largest and 
most complete video production 
company in Nevada. 

n u 
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• Corporate and Industrial Videos 

• Employee Training 

• Sales and Marketing 

• Commercials and Infomercials 

• Conventions and Trade ShQ\1\/S 

~ 
CEN~URY 
PRODUCTiONS 

http://www.centuryprod.com


COIMimOH 

let's Play Hockey lnfl Expo 
lnt'l Consumer Electronics Show (CES) 

_Am. lnst. Of Aeronautics & Astronautics 
Safari Club lnt'l 

Giftsource West 
Nightdub & Bar Conv. & Trade Show 
Aqua liifr "'::.... -
World of Concrete Exposition IYVCt) 
Redken laboratories --

World Floor Covering Assn. 
las Vegas Antique Arms Show 
Awards & Recognition Assn. 

R~ M!n.cEik.Foundation 
Amer. Rental Assn. 
N-at' I Assn. of Pizza Operators 

Western Shoe Assn. (yYSA) 

Southern Calif. Volleyball Assn. 
The Exhibitor Show 

'Western Veterinary Cont. 
Photo Marketing Assn. lnt'l 
Worldwide Dist 
Creative Painting Show 

st:ud00t1nfi ;SVM~._se;s ~rollp 
louis Rukeyser Investment Coni. 
Off-Price Specialist Ctr. 
Men's Apparel Guild In Calif. (MAGIC) 
Digital Printing & Imaging Assn. 
ShoW est 
Snowsports Industries Amer. (SIA) 

Amusement Showcase lnt'l 
lnfl Security Cont. 
Painting & Decorating Contractors 

century 21 Real Estate Corp. 
Assoc. Gen. Contractors of Amer. 
Canst. Industry Mfr. Assn. (ConExpo) 
Advertising Speciality lnst. (ASI) 
Business Technology Assn. 
Nat' I Franchise Assn. 
Nat'l Assn. of Broadcasters (NAB) 

Nat'l Wood Aooring Assn. 
Nat'l OTC Beauty Industry Show 

lnt'l Wireless Communications Expo 
lnt'l Sign Assn. 
lnfl Esthetics Cosmetics & Spa Coni. 
Networld+lnterop -

Electronic Distribution Show Corp. (EDS) 

Emerging Artists & Talent in Music Fest. 

las Vegas Merchandise Expo 
lnt'l Couna1 cl.shoppir~g etrs. (IEStL 
Caif. Soc. of Enrolled Agents 
Benevolent Patriotic Order of Does 

- - Dils.l Athletics 
Gdb5 '-:L 

~Shaw 
lnt'1 Trudoillf 511011 (ITS) 

Las Vegas Antique Arms Shaw 
Newspaper Assn. ol Amelil3 <'GPO) 
Nevada Hotel/Mold & Restuant kBI. 
Catlf. Funeral Directors Assn. 
Amer. Soc. for EnologyNJ!iaAture 
Nafl Nutritional Foods Assn-:--
Nat'l Assn. of Tax Practitioners 

Retail Tobacco Dealers of Amer. Inc. 
Billiard Congress of Amer. 
Satellite Broadcasting & Commun. Assn. 
Subway Annual Conv. 
Credit Union Cont. 
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Nevada's Major Conventions 

01/07-01/09 
01/07-01/10 

01/10· 01/19 
01/15-01/24 
01/17-01/20 

01/18-01/20 
01/19- 01/21 

01/19-01/22 
01/24-01/27 
01/27-01/29 
02/04- 02/06 
02107-02/10 
02/07-02/16 

02/08- 02/11 
02/09- 02!11 
02/09- 02/12 
02/12-02/15 
02/14- 02/18 
02/14- 02118 
02/18- 02/21 
02/20- 02/27 
02/21-02/26 

02/26-03/05 
02/27-02/28 
02/27-03/03 
03/01· 03/04 
03/08- 03/15 
03/08- 03/11 
03/09- 03/13 
03/10-03/12 
03/10- 03/12 
03/13- 03/22 

03/15· 03119 
03/22- 03/27 
03/23· 03/27 
03/28· 03/30 
04/08· 04/10 
04/10-04/16 

04/19· 04-22 
04/19· 04/25 
04125· 04/26 
04/28- 04/30 
04/29- 05/02 
05/01- 05/03 
05/10- 05/14 
05/18-05/20 
05/19- 05/22 

05/23- 05/26 

05/23- 05/27 
05/28- 06/05 

06/02· 06/12 
06106· 06/12 
06/04- 06/08 
06/04- 06/11 
06106· 06/12 
06/07- 06/09 
06/09-06/11 
06110-06/12 
06114-06/17 
06116-06/17 
06119-06123 

06125- 07/02 
07/flr 07111 

07/09- 07119 
w /12- ffl/f5 
07115-07/17 
07/18-07/21 
07119- 07/28 
07/28- 07/31 

5,000 LV 
94,000 LV 

2,500 Reno 
14,000 Reno 
8,000 LV 

11,000 LV 

5,500 LV 
30,000 LV 
8,000 LV 

2B,OOO LV 
6,100 LV 
6,000 LV 

2,500 Reno 
15,000 LV 
12,000 LV 
25,000 LV 
5,000 LV 
5,000 LV 

14,000 LV 
20,000 LV 

1,500 Reno 
8,500 LV 
1,500 Reno 
9,500 LV 
7,000 LV 

80,000 LV 
1,200 Reno 
9,000 LV 

28,000 LV 
8,000 lV 
7,500 LV 

1,200 Reno 
7,000 lv-
5,300 lV 

110,000 LV 
10,000 lV 
6,000 LV 
2,000 Reno 

115,000 LV 
1,100 Reno 
5,000 LV 

10,000 LV 
16,000 LV 
18,000 LV 
75,000 LV 

10,000 LV 
5,000 LV 

12,000 LV 
30,000 lV 

1,200 Reno 

1,200 Reno 
5,000 Reno 

32,000 LV 
1,000 Reno 

1,200 Reno 
7,000 LV 

30,000 lV 
5,000 LV 

14,000 LV 
5,000 LV 
1,000 Reno 

1,000 Reno 
10,000 LV 
1,000 Reno 
5,000 LV 
6,500 LV 

7;AXJ LV 
2,000 Reno 

1,500 Reno 

Chronological Order 
VENUE 

MGMGrand 
lVCC/Various 
Reno Hilton 
Reno Hilton/RSCC 

5ands ExpoNarious 
Sands Expo/MGM Grand 
Sands expO/Treasure Is. 
lVCCNarious 
MGMGrand 
Sands ExpoNarious 
Tropicana 
MGMGrand · 

Reno Hilton/RSCC 
LVCC/LV Hilton 

LVCC/LV Hilton 
Sands ExpoNarious 
Cashmn. Ctr./Golden Nug. 
Bally's 
LVHillon/Riviera 

lYCCNarious 
Atlantis/PeppermRIIRSCC 
Tropicana 

Reno Hilton 
MGMGrand 
Sahara 
LVCC/Various 
John Ascuaga's Nugget 
Bally's 
LVCC/Various 
lVCC/Fiamingo 
'Sands ExpoNarious 
John Ascuaga's Nugget 

Sands Expo/Hilton 
Bellagio 
LC Conv. Ctr./)-lilton 
Sands Expo/Treasure Is. 
LVCC/LV Hilton 
Reno Hilton 
LVCC/LV Hilton 

John Ascuaga's Nugget 
Sands ExpoNarious 
lVCC/lV Hilton 

LVCC/Bally's 
lVCC/LV Hilton 
LVCCNarious 
lV Hilton 
City Wide 

Sands ExpoNarious 
LVCC/LV HiltonNarious 
Reno Hilton 
John Ascuaga's Nugget 

Silver legacy/RSCC 
Sands .ExpoNarious 
Reno Hilton 
Reno Hilton 
Bally's 
LVCC/Various 
Riviera 
LVCC/LY Hilton 
lVCCIVarious 
Reno Hilton 
Reno Hilton 
LVCC/LV Hilton 
Reno Hilton 
LVCC/LV Hilton 

Sands ExpoNenetian 
LVCC/LV Hilton 
Reno Hilton 
AUantis/Peppermiii/RSCC 

CONVENilON 

Western ShoeAssn. IYVSA) 
Promotional Products Assn. lnt'l 
Beauty & Baiber Supply lnst. 
Assn. of Progressive Rental Orgs. 

Nat'l Medical Assn. 
USA West Square Dance 
Assoc. Surplus Dealers Q\SD) 

New VISion lnt'l 
Off-Price Specialist Ctr. 
Men's Apparel Guild In Calif. (MAGIC) 
NOrth Amer. Bridal Assn. 
lnterbike Expo 
Worldwide Dis!. 
World Gaming Congress & Expo IY'/GC) 

Calif. Independent Marketers Assn. 
US Submarine Vets Inc. 
Amusement & Music Operators Assn. 
lnfl Vision Expo 
Soldier of Fortune Magazine 
Amer. Society for Industrial Security 
PGA tnrl Golf Show • 

Calif. Glass Assn. 
Amer. Orthotic & Prosthetic Assn. 
Screenprint & Graphic lmag. Assn. lnt'l 
Soc. for Pres./Barbershop Qrt. Singers 

Wild West Veterinary Con;.;;!.;... ..-,-~
Amer. College of Emergency PhysiCians 
Prime Time Fall Marlcetpl. & Workshop 
Solid Waste Assn, of North Amer. 
Pkg. Machinery Mfg. lnst. (PACKEXPO) 
Calif. Credit Union league 
Western Nursery & Garden Expo 

las Vegas Merchandise Expo -
SEMAIAI/TANN APAA/ ASINMEMA 
Tire Assn. Of North Amer. 
las Vegas Antique Arms Show 
.COMDEX Faii!ZD Events Inc. 

Clog Fest lnt'l 
lnfl Assn. Of Fairs & Expositions 
Aqua lnt'l 
Nafl Science Teachers Assn. 
NSPI's lnfl Expo & Cont. 

TeChnology Marketing Corp. 
Amer. Soc. For Testing & Materials 
Nat'l Agricultural Aviation Assn. 
Amer. Assn. for Respiratory Care 

World Export PI'Qduct Assn. 

Ill 

08/04- 08/07 
08107- 08115 
08/09- 08/11 

08/11-08/15 

08115- 08/19 
08/26- 08/29 
08/28- 09/01 
08130- 09/02 
09104-09109 
09/10- 09/13 
09/11-09/18 
09/14-09/16 
09119-09/26 
09/21- 09/27 

09123-09/25 

09/27-09/30 
09/28-09130 
09/29- 10/02 

10/01-10/'11 
10/07-10/10 
10/07-10/10 
10/08-10/16 

10/11-10/14 
10/12-10/14 

10/18-10/20 

10/19-10/24 
10/19-10/20 

10731-11/03 
11/02-11/05 
11703-11/06 
11/04-11/06 
11{15-11/19 
11/24-11/29 

11/28-12/01 

1,000 Reno 
7,?00 1Y 

Sands ExpoNenetian 

Atlantis!P~I&C 
lVCC/lV Hilton 

.Reno Hilton 
Peppermill 

San$' ElcpoNenetian 
Sands ExpoNarious 

_:;:~:-.-1.;~-~-eashman<:trJ~ta.. 

20,000 LV 
30000 LV 
3,200 Reno 

1,200 Reno 
13,000 LV 
4,000 'Reno 
1,100 

LVCC/LV Hilton 

LVC::C/Mf1'38'!: 
Atlantis/RSCC 
Reno Hiltoo
LVCC/LV Hilton 
AtlarillsfRsCC 

11130- 12/02 Sands ExpoNenetian 

11130-12108 !\eno Reno Hilton.IAtlantisiRSC<; 
12/01-12103 14,000 LV lVCC/Bally's 
12/03-12/10 15;000 LV' LVCC/LY Hilton 

12/04- 1:~2;:.;/1;.;0;...+--1~,=:300~!-R;:.;e;;..;no.;....1"N,;;u;pg"'ge;.ot= ;o----. 
12110- 18 1,500 R~ l'l!!ggefi~C _ 

9,000 lV lVCC/lV Hilton 

~~~~~~o~ooo tv ___ 1.~~v~o=~~-=~~·=-

2000 lnt'l CES 01/06-01/09 

Amer. lnst. Of Aeronaut & Astronaut 01/07-01/16 
let's Play Hockey lnt'l Expo 01/10-01/12 
Mason~ _01(17-01!18 LV 
Nightclub & Bar Conv. & Trade Show 01/17-01/19 LV lVCC/lV Hilton 
Shooting, Hunting '& Outdoor TradeSh. 01/17-011-20 LV .sands ~/LV Hilton 
Diving Equipmt. & Mktg. Assn. (DEMA) 01118-01/21 15,000 1.,;~;;.v __ 

1
...:;LV; .c;;C;;.Narious 

lnt'l Sporting Arms Show I-=PtJ:-:120=o:-,...._ o""1"'122:::-ll- -;;6,""soo""· LV Riviera 
lennox Industries 01/21-01/26 5,000 lV 
Electric West -01/23:01/26 8;000 LV 
Helicopter Assn. lnt'l 01/24-01/26 12,000 LV 

Northern Snowbirds Assn. 01/24-01/27 EiO,OOO LV 
World Floor Covering Assn./Surfaces 01/26-01/28 35,000 Sands ExpoNarious 

Safari dub lnt'l Annual Mtg. 01/28- 02/07 15-'000 Reno Hii!DnJRscC 
Nat'l Grocers Assn. 02/01-02/03 5,000 LVCC 

Photo Marketing Assn. lnt'l 02/03'· 02706 30,oo0 tvCC 

Western Shoe Assn. !YYSA) 02/04- 02/07 1 __ 3o"',ooo==--l-:~,..v_.f.-:s,..and_s,.,Ex~~po,_I,D:-:es"'e""rt_ln_n 
Fournfation fur North l'dner. Wild Sheep 02/06- 02115 1,700 Reno Reno Hilton/-RSC<: 
Sierra Cascade lodging Coni. 02109-02/15 2,000 Reno Atlantis/RSCC 
lnt'l Solid Surface Fabricators Assn. 02110- 02112 6,000 LV MGM Grand 

DND =Did not disdose •Attendance rounded to the nearest thousand. LVCC =Las Vegas Convention Center RSCC =Reno-Sparks Convention Center CONTINUED 
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TopRankiNevada 
STATE W I D E BOOK OF LISTS 

Nevada's Major Conventions (continued) 

Chronological Order 
COHV£tmON VENUE CONYEN110N VENUE 

Ill Ill 

MAGICint' l 02/14- 02/17 90,000 LV LVCC/LV Hilton SKAL North America 05/15- 05/22 1,000 Reno Nugget 
Amer. Academy of Forensic Sciences 02116- 02/28 2,000 Reno Nugget Electronic Distribution Show Corp. (EDS) 05/16-05/18 10,000 LV LV Hilton 
Worldwide Dis!. Semi-Annual Trade Show 02/19- 02/26 1,500 Reno Atlantis/RSCC lntershow-Money Show 05/17-05/19 7,000 LV Bally's 
Western Veterinary Cont. 02/20- 02/24 14,000 LV LV Hilton lnt'l Council of Shopping Ctrs. (ICSC) 05/21- 05/25 30,000 LV LVCC/LV Hilton 

.Awards !!LRecognilion Assn. 02/22- 02/26 6,000 LV LVCC/Bally's Soc. of Cable 1V Engineers 06/06- 06/08 6,000 LV LVCC/LV Hilton 
Assoc. Surplus Dealers (ASD) 02127- 03/02 32,000 LV Sands ExpoNarious Bass Hotels & Resorts 06/13- 06/17 13,000 LV LVCC/Bellagio 
~ainting Show 02/27- 03/03 8,500 LV Tropicana Western States Roofing Contractors Assn. 06/18-06125 1,200 Reno Reno HiltOn 
RE/MAA lnt'llnc. 02/27- 03/03 5,000 LV MGMGrand Amer. Optometrk: Assn. (AOA) 06/21- 06/25 5,000 LV Venetian 
Amer. Quarter Horse Assn. 03/01- 03/09 1,000 Reno Nugget Soc. For Human Resource Mgmt 06/25- 06/28 12,000 LV LVCC/LV Hilton 
Snowsports Industries America 03/03- 03/07 23,000 LV LVCC lnt'l Trudcing Show (ITS) 06/28- 06/30 32,000 LV LVCC 
WIBc 200() Champ. Toum. 03/03- 06130 117,000 Reno Crtywide/Nat'l Bowl. Stad. Premiere Food Dis!. 07/H- 07/23 1,000 Reno Reno H"olton 
ShoW est 03/06- 03/09 9,000 LV Bally's/Paris Satellite Broadcasting & Comm. Assn. 07/19-07121 7,500 LV LVCC 
lnt'l Security Cont. 03/14-03/16 6,000 LV LVCC/Various Professional Photographers of Amer. 07/27- 08/03 5,000 LV LVCC/LV Hilton 
Nat'l Glass Assn. 03/15-03/17 8,000 LV LVCC/LV Hilton Western Shoe Assn. CWSA) 08/08-08/11 30,000 LV Sands Expo/Desert Inn 
RemodeiAmerica 03/16- 03/18 11,000 LV LVCC/LV Hilton Assoc. Surplus Dealers (ASD) 08/20- 08/24 51,000 lV .5ands"Expo/RMera 
Nat' I Assn. of Pizza Operators 03/21- 03/23 12,000 LV LVCC/LV Hilton MAGICint'l 08/29- 08/31 90,000 LV LVCC/LV Hilton 
lnt'l Wireless Communications Expo 03/22- 03/24 10,000 LV LVCC Worldwide Dist Semi-Annual Trade Show 09/09- 09/16 1,500 Reno Atlantis/PeppermiiVRSC~ 

ISNint'l Soc. for Measuremt & Control 03/28- 03/30 12,000 LV LVCC/LV Hilton PGA lnt'l Golf Show 09/11-09/13 33,000 LV LVCC/Mirage 
Amusement Show Case lnt'l 03/30- 04/01 8,000 LV LVCC/LV Hilton Nat' I Mining Assn./MINEXPO 10/09-10112 40,000 LV LVCC/LV Hilton 
Nat'l Automatic Merchandising Assn. 03/30- 04/01 5,000 LV LVCC/LV Hilton Wild West Veterinary Cont. 10/13- 10/21 1,100 Reno Reno Hilton 
Amer. Soc. of laser Med. & Surgery 04/03-04/10 1,200 Reno Reno Hilton ARMAint'l 10119-10127 5,000 1.V LVCC/ LV Hilton 
Nat'l Assn. of Broadcasters (NAB) 04110-04/13 115,000 LV LVCC/LV Hilton ASINMEMAI APPNSEMA/ AliT ANA 10/31-11/03 70,000 LV Sands Expo/LVCC 
Enrich lnt'l 04/24- 04/30 5,000 LV Rio Suite Farm Eqpt Manuf. Assn. 11/03-11/09 1,000 Reno Reno Hilton 
Nat'l Systems Contractors Assn. 04/29- 05/01 12,000 LV LVCC/LV Hilton Assn. Of Military Surgeons of the US 11/05-11/11 6,000 lv LV Hilton/Bally's 
Worn~lnt'l a<Jwf:.Congr::_ Annual Conv. 05/01 - 05/03 5,000 Reno Silver Legacy/RSCC COMDEX Faii!ZD Events Inc. 11/13-11/17 225,000 LV LVCCNarious 
Aircraft Electronics Assn. 05/05-05/12 1,500 Reno Reno Hilton Geologicai Soc. of Amer. 11/13-11/16 5,950 Reno Reno Hilton/RSCC 
LV Furniture & Acr.essory Mkt 05/06-05/08 6,000 LV Sands ExpoNenetian Amer. Soc. of Health Sys. Pharmacists 12/03-12/07 16,000 LV LVCC 
Networld+lnterop 05/08-05/12 75,000 LV LVCCNarious Nat'l Ground Water Assn. 12/13-12/16 9,000 LV LVCC/LV Hilton 

DND = Did not disdose • Attendance rounded to the nearest thousand. LVCC =Las Vegas Convention Center RSCC = Reno-Sparks Convention Center 
BOOK !!!ill LISTS mm Source: las Vegas Convention & Vositoos' Authority. Reno-Sparl<s Convention & VISitor.;' Authority. To !toe best of our knowledge. the ;nfoomation ~accurate as of press time. Wh;le OVeJ)' effort;, made to ensure !toe acaooacy and 

OF thoroughness of the Hst, typographkal errors sometimes occur. Please send cnrrections or adootions on company ~tteoloead to TopRank Nevada StatewKfe Book of lists, Research Dept, 2127 ParadO. Rd .• las Vegas, NV 89104. 

Henderson 
ai'Wfflh{JfY~ 

Offering Convention Space 
That's Affordable & Convenient 

• Conventions I Trade Shows • Training I Testing 
• Meetings I Seminars • Banquets I Parties 

Call to Reserve Your Dates Today! 

(702) 565-2171 
www.cityofhenderson.com/convention 

200 Water Street • Henderson, NV 89015 • Fax 702-565-2177 
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Stantec Consulting, Inc. 
Las Vegas · offering: 

• Londscope Architecture 
• Ovil Engineering 
• Structural Engineering 
• Loborotories - Testing 
• Geotechnical Engineering 
• Lond Surveying 

11 00 Grier Drive 
Los Vegas, Nevada 89119 
Phone (702) 361-9050 
Fox (702) 361-0659 
www.stontec.com 

Southwest Regional Offices: 
NV -Ins Vegas, Reno 
Al - Phoenix, Tucson 
CA - Sacramento 

http://www.stantec.com
http://www.cityofhenderson.com/convention


"' ! COMPANY 

Clark County School District 

2 Bellagio Casino Hotel 

3 MGM Grand Hotel 

4 Clark County 

5 Mirage Casino-Hotel 

6 Washoe County School District 

7 Rio Suite Hotel & Casino 

8 State of Nevada (Las Vegas) 

9 University of Nevada-l_as Vegas 

9 Treasure Island at The Mirage 

9 Caesars Palace 

12 Luxor 

13 State of Nevada {Carson Crty) 

14 Excalibur Hotel & Casino 

14 Las Vegas Hilton 

16 Flamingo Hilton-Las Vegas 

16 Orcus Circus Casino-Las Vegas 

18 University Medical Center of Southern NV 

18 Monte Carlo Resort & Casino 

18 Las Vegas Metropolitan Police 

19 Harrah's Las Vegas 

22 University of Nevada-Reno 

22 Primadonna ·corp. 

24 Sunrise Hospital 

25 Golden Nugget, #2 

25 Bally's Casino/Hotel-Las Vegas 

25 U.S. Postal Service-Las Vegas 89114 

28 Tropicana Hotel & Country Club 

28 Reno Hilton 

28 Washoe County 

28 City of Las Vegas 

32 Stardust Hotel & Casino 

32 Harrah's Stateline 

32 Silver Legacy Resort Casino 

32 Eldorado Hotel & Casino 

36 Riviera Hotel and Casino 

36 Washoe Medical Center 

36 Harvey's Resort 

36 l:iorseshoe Club-Las Vegas 

40 Imperial Palace 

40 Sam's Town 

40 Sparks Nugget 

43 

43 Orleans Hotel & Casino 

43 Circus Circus Casino-Reno 

46 New York-New York Hotel & Casino 

46 Harrah's Reno 

46 Gold Coast Hotel & Casino 

46 GES Exposition Services, Inc. 

50 Newmont Gold Company 

50 Riverside Resort & Casino 

CONTINUED 

TopRankiNevada 
STATEWIDE BOOK OF LISTS 

Nevada's Top 100 Businesses 
Ranked by Total Nevada Employees (as of 8/ 30/ 98) 

AnDRESS PHONE No, EMPLOYEES TYPE OF BUSINESS 

2832 E. Flarrifngo Rd., t.as_Vegas 89121 702-799-5213 22,600-22,699 Elementary & Secondary Schools 

3600 Las Vegas Blvd. S., Las Vegas 89109 702-693-8809 

3799 Las Vegas Blvd. s:, Las Vegas 89109 702-891-3743 

PO Box 551721, Las Vegas 89155 DND 

3400 Las Vegas Blvd. S., Las Vegas 89109 702-791-7505 

425 E. Ninth St, Reno 89520 775-348-0343 

3700 W. Flamingo Rd., Las Vegas 89103 702"c252-7663 

Personnel Dept, 'loT. Conner, Carson City 89710 DND 

Las Vegas 89154 702-895-3011 

3300 Las Vegas Blvd. S., Las Vegas 89109 702-894-7505 

3570 Las Vegas Blvd. S., [as Vegas 89109 702-731-7305 

3922 Las Vegas Blvd. S., Las Vegas 702-262-4680 

Personnel Dept.;% i Conner, Carson Crty 89710 DND-

3850 Las Vegas Blvd. S., Las Vegas 89109 702-597-7921 

3000 Paradise Rd., Las Vegas 891 09 702-732-57 42 

3555 Las Vegas Blvd. S., Las Vegas 89109 702-733-3550 

26ro las Vegas Blvd. _S., Las Vegas 89109 702-734-0410-

1800 W. Charleston Blvd., Las Vegas 89102 702-383-2332 

3770 Las Vegas Blvd. 5., Las-Vegas 89109 702-730-7801 

3141 E. Sunrise,% Personnel, Las Vegas 89104 DND 

3475 Las Vegas Blvd. S .• Las Vegas 89109 702-369-5285 

U of N System Mail STP 122, Reno 89557 DND 

Interstate 15, Primm 89019 702-679-5664 

3186 Maryland Pkwy., Las Vegas 89109 702-731-8601 

129 E. Fremont, Las Vegas 89101 702-386-8312 

3645 Las Vegas Blvd. S., Las Vegas &9109 DND 

1001 Orcus Circus Dr., Las Vegas 89109 702-735-2525 

3601 Las Vegas Blvd. S., Las Vegas 89109 702-739-2572 

2500 E. 2nd St, Reno 89595 775-789-2253 

PO Box 11130-Personnel, Reno 89520 DND 

416 N. 7th St.,% Human Resources DND 

3000 Las Vegas Blvd. S., Las Vegas 89109 702-792-7248 

407 N. Virginia St, Reno 89505 

345 N. Virginia St., Reno 89505 

2901 Las Vegas Blvd. S., Las Vegas 89109 

77 Pringle Way, Reno 89520 

Highway 50 & Stateline Ave., Stateline 89449 

128 Fremont St., Las Vegas 89101 

3535 Las Vegas Blvd. S., Las Vegas 89109 

5111 Bouliler Hwy., Las Vegas 89122 

1125 Victorian Ave., Sparks 89431 

4500 W. T ropicana Ave., Las Vegas 89103 

500 N. Sierra St., Reno 89503 

3990 Las Vegas Blvd. S., Las Vegas 89123 

PO Sox 10, 'lo Payroll, Reno 89504 

4000 W. Flamingo Rd., Las Vegas 89103 

1624 Mojave Rd., Las Vegas 89104 

Carlin 89822 

1650 Casino Dr., Laughlin 89029 

775-324-0931 

DND 

DND 

775-588·6715 

702-382-1600 

702-794·3192 

702-454-8028 

775-356-3368 

702-383-5387 

DND 

775-329-071'1. 

702-740-6669 

775'788-3214 

DND 

702-641-2727 

775-778-4298 

702-298-2535 

9,200-9,299 Hotels & Motels 

8,500-8,599 Hotels & Motels 

7,300-7,399 Executive & Legislative Combined 

6,800-6,899 Hotels & Motels 

6,500-6,599 Elementary & Secondary Schools 

4,800-4,899 Hotels & Motels 

4,700-4,799 General Government 

4,600-4,699 Colleges & Universities 

4,600-4,699 Hotels & Motels 

4,600-4,699 Hotels & Motels 

4,400-4,499 Hotels & Motels 

4,300-4,399 General Government 

3,900-3,999 Hotels & Motels 

3,900-3,999 Hatels &-:Motels 

3,600-3,699 Hotels & Motels 

3,600-3,699 Hotels & Motels 

3,300-3,399 General Medical & Surgical Hospitals 

3,300-3,399 Hotels & 'Motels 

3,300-3,399 Police Protection 

3,200-3,299 Hotels & Motels 

3,100-3,199 Colleges & Universities 

3,100-3,199 Hotels & Motels 

3,000-3,099 General Medical & Surgical Hospitals 

2,800-2,899 Hotels & Motels 

2,800-2,899 Hotels & Motels 

2,800-2,899 DND 

2,500-2,599 Hotels & Motels 

2,500-2,599 Hotels & Motels 

2,500-2,599 Executive & Legislative Combined 

2,500-2,599 Executive & Legislative Combined 

2,400-2,499 Hotels & Motels 

2,400-2,499 Hotels & Motefs 

2,400-2.499 Hotels & Motels 

2,400-2,499 Hotels & Motels 

2,300-2,399 Hotels & Motels 

2,300-2,399 General Medical & Surgical Hospitals 

2,300-2,399 Hotels & Motels 

2,300-2,399 Hotels & Motels 

2,200-2,299 Hotels & Motels 

2,200-2,299 Hotels & Motels 

2,200-2,299 Hotels & Motels 

2,100-2,199 -Hotels & M()tels 

2,100-2,199 Hotels & Motels 

2,100-2,199 Hotels & Motels 

2,000-2,099 Hotels & Motels 

2,000-2,099 l'lotels & Motels 

2,000-2,099 Hotels & Motels 

2,000-2,099 Business Services 

1 ,900-1,999 Gold Ores 

1,900-1,999 Hotels & Motels 

SIC CoDE 

8211" 

7011 

70'11 

9131 

7011 

8211 

7011 

9199 

8221 

7011 

7011 

7011 

9199 

7011 

- 7011 

7011 

"-70ft 

8062 

70:11-

9221 
7

70ft 

8221 

-1011' 

8062 

7011 

7011 

DND 

7011 

-7011 

9131 

9131 

7011 

- 7011 

7011 

7011 

7011 

8062 

7011 

J()'j-1 

7011 

·7011 

7011 

7011 

7011 

7011 

7011 

7011 

7011 

1041 

70'11 
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TopRankiNevada 
STATEWIDE BOOK OF LISTS 

Nevada's Top 100 Businesses (Continued) 

J COMPANY 

Ranked by Total Nevada Employees (as of 8/ 30/98) 

50 International Game Technology 

53 Central Telephone-Nevada 

53 State of Nevada (Washoe County} 

55 Sunset Station Hotel & Casino 

55 Peppermlll Hotel Casino-Reno 

55 

55 Flamingo Hilton-Laughlin 

55 Palace Station Hotel & Casino 

55 Barrick Goldstrike Mines, Inc. 

55 Sheraton Desert Inn 

62 Boulder Station Hotel & Casino 

62 CitiBank (Nevada} 

62 Mission Industries 

65 Saint Mary's Hospital 

65 Crty of Henderson 

65 Ramada Express 

68 Caesal5 Tahoe Palace 

68 City of Reno 

68 Sahara Hotel and Casino 

68 Edgewater Hotel & Casino 

68 Harrah's Laughlin 

73 Colorado Belle Hotel & Casino 

73 Texas Gambling Hal~ & Hotel 

73 Elko County School District 

73 Valley Hospital Medical Center 

73 Eastridge Temps-Las Vegas 

73 Atlantis Casino Resort 

79 Union Plaza Hotel & Casino 

79 Club Cal-Neva (Reno) 

79 ATCNancom of Nevada 

79 Silver State Disposal 

79 Reno Air" 

79 M J. Dean Construction Inc. 

85 Santa Fe Hotel & Casino 

85 Desert Springs Hospital 

85 Flamingo Hilton Reno 

85 Arizona Charlie's Hotel Casino 

85 Gold Strike Hotel & Gambling Hall 

85 Household Credit Services, Inc. _ 

85 Carson CitY School District 

85 Crty of North Las Vegas 

85 Gold River Gambling Hall & Resort 

94 Showboat Hotel and Casino 

94 NOS Communications 

94 Grand Resorts, Inc. 

94 El Cortez 

94 Terrible Herbst, lile. 

94 Fiesta Casino Hotel 

94 California Hotel and Casino 

ADDRESS 

9295 Prototype Dr., Reno 89511 

330 S. Valley View Blvd., Las Vegas 89107 

1301 W. Sunset Rd., Henderson 89014 

2707 S. Virginia St. Reno 89502 

Las Vegas 89115 

1900 S. Casino Dr., LaughO!i 89029 

2411 W. Sahara Ave., Las Vegas 89102 

Carlin 89822 

3145 Las Vegas Blvd. 5., Las Vegas 89109 

4111 Boulder Hwy., LasVegas-89121 

8725 W. Sahara Ave., Las Vegas 89163 

1100 Foremaster Ln., Las Vegas 89101 

235 W. Sixth St, Reno 89520 

2121 S. Casino Dr., Laughlin 89029 

55 Highway 50, Lake Tahoe 89449 

PO Box 1900, Reno 89505 • 

2535 Las Vegas Blvd. S., Las Vegas 89109 

2020 S. Casino Dr .• laughlin 89029 

2900 S. Casino Dr., Laughlin 89029 

2100 S. Casino Dr., Laughlin 89029 

PO Box 14097,% Gibbe!ls. tas ~e_gas 89114 

1092 Bums Rd., Elko 89801 

620 Shadow Ln., Las Vegas 89106 

4220 Maryland Pkwy., Ste. 2041 Las Vegas 89119 

3800 S. Virginia St., Reno 89502 

1 Main St, Las Vegas 89101 

38 E. 2nd & Virginia. Reno 89501 

2001 E. Flamingo Rd., Las Vegas 89119 

315 W. Cheyenne Ave., N. Las Vegas 89030 

220 Edison Way, Reno 89502 

5525 S. Cameron, Ste. C, las Vegas 89116 

4949 N. Rancho Dr., Las Vegas 89130 

2075 E. Flamingo Rd., Las Vegas 89119 

255 N. Sierra, Reno 89501 

740 S. Decatur Blvd., las Vegas 89114 

Main St, Jean 89019 

2960 & 2980 Meade Ave., Las Vegas 89102 

1402 W. King St, Carson CitY 89703 

PO llox 4086, c;.; f inance, N. Las Vegas 890N 

2700 S. Casino Dr., Laughlin 89028 

2800 Fremonf St., las Vegas 89104 

4440 E. Tropicana Ave., Las Vegas 89121 
~~~,....,.. 

3845 Las Vegas Blvd. S., Las Vegas 89109 

600 E. Fremont St., Las Vegas 891 01 

PO Box 93417, Las Vegas 89193 

2400 N. Rancho Dr., N. Las Vegas 89130 

First & Ogden, Las Vegas 89125 

PHONE No. EMPLOYEES TYP> OF BUSINESS SIC (ODE 

n5-685-3842 1,900-1,999 Manufacturing lndusbies ~ 

D.ND 

702-547-7815 

DND 

702-651-4000 

702·298o5087 

8()().544-2411 

DND 

702-737-2761 

702-298-4000 

- 702-298~ 

DND 

DND 

DND 

DND 

702-671-1689 

OND 

n5-885-6370 

702-967-4207 

702-382-4312 

7 02-198·Ml:i!J 

702-631-7000 

702-3BIM'7U9~ 

1,800-1,899 Telephone Communications, Exc. Radio 4813 

1,800-1,899 General Government 

1,7()().1,799 Hotels & Motels 

1,7()().1,799 Hotels & Motels 

1,7()().1,799 Junior Colleges 

1,700-1,799 Hotels & Motels 

1,7()().1,799 Hotels & Motels 

1,7()().1,799 Gold Ores 

1,7()().1,799 Hotels & Motels 

1,6()().1,699 Hotels & Motels 

1,6()().1,699 National Commerdal Banks 

1,600-1,699 Unen Supply 

1,500-1,599 General Medical & Surgical Hospitals 

1,5()().1,599 Executive & Legislative Combined 

1,5()().1,599 Hotels & Motels 

1,400-1,499 Hotels & Motels 

1,400-1,499 Executive & Legislative Combined 

1,400-1,499 Hotels & Motels 

1,400-1.499 Hotels & Motels 

1,400-1,499 Hotels & Motels 

1,3()().1,399 Hotels & Motels 

1,300-1,399 Hotels &.M otels 

1,300-1,399 Hotels & Motels 

1 ;3()().1,399 General Medical & Surgical Hospitals 

1,3()().1,399 Help Supply Services 

1,300-1,399 Hotels & Motels 

1,200-1,299 Hotels & Motels 

1.2()().1,299 Hotels"& Motels 

1,2()().1,299 Local & Suburban Transit 

1,2()().1,299 Refuse Systems 

1,200-1,299 Air Transportation, Scheduled 

1,2()().1,299 Concrete Work 

1,1()().1,199 Hotels & Motels 

1,1()().1,199 

1,100-1,199 Hotels & Motels 

1,1()().1,199 Hotels & Motels 

1,1()().1,199 Hotels & Motels 

1,1()().1, 199 - Data Processing & Preparation 

1,1()().1,199 Elementary & Secondary Schools 

Executive & Legislative Combined 

Hotels & Motels 

Hotels & Motels 

DND 

1,000-1,099 Hotels & Motels 

1,000-1,099 Hotels & Motels 

1,000-1,099 

1,000-1,099 Hotels & Motels 

1,000-1,099 Hotels & Motels 

7011 

1041 

7011 

7011 

6021 

7213 

8062 

9131 

701 1 

7011 

9131 

7011 

7011 

7011 

7011 

7011 

7011 

8062 

7363 

7011 

4111 

4953 

4512 

177-1 

8211 

- 9131 

7011 

:-.7011 

DND 

- 7011 

701 1 

- 5541 

7011 

7011 

Source: Nevada Departmerrt of Employment. Training Rehabilitation • Reno Air was purchased by American Airlines in the third quarter of 1999 

BOOK~LISTS ~'!:":'!':'~ Nole: To 111< best of OIK knowledge, 111< infonnalioo ~ acawale as of I""' limo. While """! effort is made 10 .,.,"' atturacy and thorough...,, ...,. and omissions do occur. Send corrections or additions on company letterhead to TopRank 
OF ~ Nevada Slalewid< Book of lists. Resealth Oepl, 2127 Paradise Rd., LV, NV 89104. 
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It's Not Just About 
Managing Data. 

It's About 
Multiplying Your 

Communications Capabilities. 

Sprint data solutions, delivered right to your desktop, are designed to grow with 

your business. "Whatever your business needs, Sprint can deliver a full range of data 

services including fax, e-mail, Internet access and web h~sting. Or, integrated voice 

and data. Sprint can also provide customized high-speed data solutions like packet

switched frame relay and cell-based ATM (Asynchronous Transfer Mode) services. 

We can even manage your entire network for you. Because at Sprint. We help your 

business do more business~ 

Look to Sprint for a total data system solution - designed to provide your business 

with the innovation and flexibility your customers expect from you. After all, isn't 

that the point of contact? 

Call today, toll-free: 

1 1·877 ·BIZ· SO LV www.spnnt.con:i!bizpark 
2 4 9· 7 658 

The point of contact ... 

http://www.sprint.com/bizpark


NEVADA 
BRIEFS 

University of Nevada professors 
study accounting salaries 

U niversity of Nevada, Reno account
ing professors Jeanne Yamamura 

~d Jannet Vreeland surveyed 39 compa
nies statewide to compile their annual 
Compensation and Benefits Survey of 
Nevada Public Accounting Firms. Among 
their findings: entry-level certified public 
accountants generally will fmd higher 
salaries in Reno than in Las Vegas, fewer 
public accounting firms are paying over
time and more companies are awarding 
performance bonuses. Small firms -those 
with annual revenue of less than $1 mil
lion - pay entry-level CPAs an average of 
$28,000 in Reno and $25,000 in Las 
Vegas. For firms with annual revenues be
tween $1 million and $5 million, entry
level account!!J1tS earn an average of 
$29,000 in Reno and $30,000 in Las 
Vegas. Most striking is the change in the 
number of accounting firms moving away 
from overtime pay and toward perfor
mance bonuses and alternative work 
schedules. "When I asked the question in 
the past few years, very few firms award
ed performance bonuses,"Yamamura said. 
"This year, 67 percent <?f small and medi
um-sized firms and 83 percent of large 
firms include performance bonuses as a 
standard component of their compensa

tion packages." 

Lake Mead Hospital lab earns 
highest ratings in hospital history 

Lake Mead Hospital Medical Center's 
laboratory received its highest rating 

in the hospital's history from the College of 
American Pathologists, an organization re
sponsible for certifying hospital laborato
ries nationwide. The rating follows a year 
in which Lake Mead Hospital completely 
remodeled its lab and added new instru
mentation. Lake Mead Hospital's laborato
ry is a full-service facility using state-of
the-art equipment to deliver diagnostic test 
results to physicians 24 hours a day. 
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IT Strategies awarded water 
district contract 

Las Vegas-based IT Strategies Interna
tional Corporation, a global computer 

consulting finn, was awarded a profession
al services agreement contract with the 
Las Vegas Valley Water District. IT Strate
gies will provide the water district with an 
assessment of the WSIS system, a software 
system that provides the district with com
puter automation for various ~msiness 

processes and programs. IT Strategies will 
identify the core functional components of 
the system and determine whether the sys
tem should be changed. Earlier this year, 
IT Strategies completed an organizational 
assessment for the information systems 
department of the water district. 

Zions, Pioneer complete merger 

Z ions Bancorporation completed its 
merger with Pioneer Bancorporation 

in late October, engendering an organiza
tion that now represents the state's third 
largest banking entity. Pioneer's sub
sidiary, Pioueer Citizens Bank of Nevada, 
will be merged into Zions' subsidiary, 
Nevada State Bank. "The similarities be
tween the two banks' philosophies, in
cluding community leadership, in-state 
management and strong customer focus, 
will create a banking franchise that will be 
uniquely positioned to service the needs 
of Nevadans," noted George Hofmann, 
president and CEO of Nevada State Bank. 
"Our broad range of products and ser
vices, combined with an expanded net
work of branches and ATMs, will truly po
sition us as Nevada's Bank." 

Valley Bank moves into new 
beaww.arte.:s 

V alley Bank recently moved out of the 
temporary facility it occupied since 

its opening in October of 1998, and took 
up residence in its new corporate head
quarters building and office at 370 North 
Stephanie Street in Henderson. The gener
al contractor on the project was Fremont 
Construction, and Welles Pugsley per
formed the building's architectural design. 

Silver State Bank named 
top SBA lender in Nevada 

Silver State Bank, a Henderson-based 
community bank, was named top 

Small Business Administration 7(a) 
lender out of approximately 40 SBA 
lenders in Nevada. From October 1, 1998 
to September 30, 1999, Silver State Bank 
funded SBA loans totaling nearly $19 mil
lion, far surpassing the bank's $3 million 
in SBA loans funded in the previous year. 
In December 1998, the SBA awarded Pre
ferred Lender Status to Silver State Bank. 
The status authorizes the lender to make 
SBA loans subject only to a brief eligibil
ity review and guarantees a 24-hour tum
around time on loan approvals. • 



B USINESS INDICATORS 

ANALYSISQ······· 
H 

aving some key indicators post dou
ble-digit growth, for example, gross 
gaming revenue, has been welcome 

news for Nevada's gaming and tourism 

economy. August numbers reveal a strong 
11.28 percent increase measured year-over
year for the state. The Las Vegas Metro 
Area, Clark County, having increased room 
capacity about 10 percent, recorded a 
strong increase of 13.92 percent. Mean
while, Reno (Washoe County) also enjoyed 

a strong summer season with an August in
crease of 6.51 percent. Strong growth in 
Nevada gaming revenue in the face of the 
continued spread of gaming bodes well for 
the future, though, of course, no one be
lieves that the forces of competition Neva
da faces will lessen in the future. 

Precious mineral prices, having trended 
downward for sometime, show signs of re
versal as international bank holdings shift
ed. Though Nevada has long held a cost ad
vantage in mining, the growth in supply 
relative to demand has depressed Nevada's 

mining sector, the key economic sector of 
the state's rural communities. The break in 
the downward price slide, though not a re
bound to past levels, was surely welcomed. 

Other Nevada indicators point to contin
ued economic expansion. The state's un

employment rate remained at 4-3 percent. 
Indeed, pockets of labor shortages remain, 
further signaling the robustness of the cur
rent expansion. lmproved.Asian economies 
could also help increase the state's tourism 

sectors in the future. 
The strength of the national economy 

has reached a point of concern, at least for 
Federal Reserve (Fed) policymakers. Con

cern has passed levels for the Fed to act, 
and they have twice nudged short-term in· 
terest rates up. Hoping to sustain expan· 
sian, the Fed has signaled concern for in
flation. The watch for inflation will center 

on two key price indicators- the consumer 
and producer price indexes. The first signs 
of economic adjustment are likely to be as

sociated with stock prices. Fed Chairman 
Greenspan has on more than one occasion 
during the past year expressed concerns 

for exuberance in stock prices. 

R. KEITH SCHWER, UNLV 
Center for Business & Economic Research 

DATE 
LATEST 
PERIOD 

PREVIOUS 
PERIOD 

YEAR 
AGO 

UNEMPLOYMENT • 

Nevada o8/99 4-3 4-3 4-3 

Las Vegas MSA o8/99 4-5 4-5 4-4 

Reno MSA o8/99 3-0 3-0 3-4 

U.S. (SEASONAllY ADJUSTED) 09/99 4-2 4-2 4-5 

RETAIL ACTIVITY • ~ 

Nevada Taxable Sales ($ ooo) 07/99 2.303,629 2,621,726 2,195-710 

Clark County 07/99 1,584.737 1,814,046 1,503,477 

Washoe County 07/99 404,267 449.922 383,801 

U.S. Retail Sales ($ MtwoN) o8/99 252,390 249.498 228,277 

0.00 

2.27 

-6.67 

4-91 

5-40 

5-33 

10.56 

GROSS GAMING REVENUE -~ 

Nevada($} o8/ 99 11.28 

Clark County o8/99 13-92 

Washoe County o8/99 101,182,081 99.529,826 94.993.571 

CONSTRUCTION ACTIVITY _ -~ 

Las Vegas Area Permits 

New Residences 2Q99 5,640 5,205 5,879 -4-07 

New Commercial 2Q99 279 263 296 -5-74 

Reno Area Permits 

New Residences 2Q99 877 666 953 -7-97 

u.s. 
Housing Starts (ooo) 08/99 1,676 1,670 1,615 3-78 

Total Construction ($ stwoN) o8/99 692,013 694.783 670,007 3-28 

HOUSING SALES ~._ 

U.S. Home Sales (ooo) o8/99 955 17-58 

TRANSPORTATION •• 

Total Passengers (3) 8,433.790 

McCarran Int. Airport, LV 2Q99 

Reno/Tahoe Int. Airport 2Q99 

State Taxable Gasoline Sales (GAlS) o6/99 

POPULATION ESTIMATES . - : .•. 

Nevada 

Clark County 1,255,200 1,192,200 5-28 

Washoe County 311.350 308,700 0.86 

NATIONAL ECONOMY _ "'-~~ 

Consumer Price Index <4l 08/99 167.1 166.7 163-4 2.26 

Money Supply-M1 ($ ""''nN) oR/99 1.10.:l_.:l ~.0??·5 ::l,Oj"'.:t.!:! ~.so 

Prime Rate 09/99 8.25 8.06 8-49 -2.83 

Three-Month U.S. T·Bill 09/99 4-73 4-76 4-74 - 0.21 

Gross Domestic Product ($ sowON) 2Q99 8,873-4 8,808.7 8,440.6 5-13 

NOTES: (1) houses, condos, townhouses; (2) 30 yr. FHA fixed; (3) enplaned/deplaned passengers; (4) all urban consumers 

SOURCES: Nevada Dept. of Taxation; Nevada Employment Security Deptartment.; UNLV, Center for Business and 

Economic Research; UNR, Bureau of Business and Economic Research; US Dept. of Commerce; US Federal Reserve. 

COMPILED BY: UNLV, Center for Business and Economic Research 
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2review the future 
Big changes are coming. 
Do you know what they are? 
Are you ready for them? 
Find the answers at Preview 2000. 

Learn what lies ahead for Southern Nevada's economy, 

infrastructure, growth and economic diversification efforts. 
Discover trends that are already developing in construction, 
communications, technology, real estate, gaming, retail, and 
entertainment. 

Preview 2000 Agenda 

Tuesday, January 25 I Thomas & Mack Center 
7:30am - 8:30am I free networking breakfast, exhibits open 

8:30am - 11 :55am I Preview 2000 program 

11:55am I Exhibits re-open 

Tickets 

$50 in advance for members of the Las Vegas 
Chamber of Commerce or Nevada Development 
Authority 

$70 for non-members and everyone at the door 

Pick up: at the Las Vegas Chamber of Commerce 
or at the Thomas and Mack Center ticket office 

Will-Call arrangements: call 641-5822, option 2 

Platinum Sponsors 

-¢-Sprint. 
N E ~T L IN K" MISSION ..... ., .... cox 

tOMMII.ICATIOIIS 
YOUR PHOME SERVIC:II!!. RI!:OI!FINED 

Gold Sponsors 

Communications, 
Inc. 

Frank J. 
Fehrenkopf, Jr., 
President and CEO 
of the American 
Gaming 
Association 

Bank of America • CreatiVe Dynamics • Dermody Properties • First Security 
Bank • Flynn-Gallagher Corporate Centre • The Greenspun Corporation • 
Health Plan of Nevada • The Howard Hughes Corporation • Janeva Corporation 
• K-NEWS • K1VY • Las Vegas Review-Journal • Mandalay Resort Group • 
MGM Grand • Nevada Bell • Nevada Power Company • Nextel • Northwind 
Las Vegas • O'Miley Ryan • The Resort at Summerlin • Seven 111§/.~~~.,.,..,--..-
Canyon Partnership • US Bank • Wells Fargo Bank 

• 

Professor 
Keith R. Schwer, 
Director of 
ONLY's Center for 
Business and 
Economic 
Research 

speakers 

http://www.preview2000.net

