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 Leaders of the Culinary Workers Union in Las Vegas must be frustrated that they can’t 
convince Station Casinos workers to unionize.  Think of all the dues they could be collecting 
right now, if only they could get their hands into the pockets of another 13,000-plus workers.  
They’ve been trying for more than 10 years to unionize Station employees, without success.  
Maybe Station workers have better uses for their hard-earned money than paying dues to sup-
port union bosses.  
 It looks like the union is putting pressure on Station to give up its right to have employees 
decide on unionization through a secret-ballot election. The union wants workers to sign cards 
indicating that they want to join, and if enough cards are signed, the union would be in without 
having to go through an election.  The problem with this method is that employees can be 
pressured into signing a card in front of their co-workers, and even their supervisors.  By fight-
ing against the secret-ballot election, the Culinary seems to be admitting that they can’t win 
without putting unfair pressure on Station employees.     
 Since they can’t seem to unionize Station the legal way, it appears the union has resorted to 
tactics that amount to extortion.  They’re sending letters to groups scheduled to hold meetings 
or conventions at Station properties, warning them that “your event may be impacted if a major 
protest happens while you are at a Station casino” and telling them that every dollar they spend 
there supports anti-union activities.  They’re asking these groups to cancel their events or move 
them elsewhere.  Similar letters have gone out to entertainers, to brides planning to be married 
there, and to politicians who might be hosting election events at Station properties.  
 In addition to sending out letters, union representatives have made harassing phone calls 
to try to convince groups to stay away from Station properties.  One medical organization 
reported that union callers were phoning its members at their offices, pretending to be from 
the medical organization in order to get the doctor away from patients to answer the call.  Then 
they would try to bully the doctor into pressuring the organization to cancel the conference.
 These letters and phone calls contain accusations making Station leadership sound like 
criminals.  Their chief claim is that the company was found guilty of “87 separate unfair labor 
practices.”  The truth is that the union has been filing grievances against Station for years, and 
last fall a judge from the National Labor Relations Board (NLRB) finally allowed 83 of these 
charges to proceed to a hearing by the full board.  The NLRB hasn’t ruled Station guilty of 
anything, and isn’t even expected to issue a ruling until the end of 2012.  The union also claims 
that Station discriminates against Hispanics.  The judge found no evidence of this, but that 
hasn’t stopped the union from constantly repeating the claim.
 What’s been the result of this?  In order to grab more dues money from Station workers, the 
union is hurting not just Station Casinos, but the entire community.  These bullying tactics give 
our city a bad name, and will encourage companies to hold their events somewhere without 
union troubles.  Meetings and conventions bring millions of dollars each year into our local 
economy - dollars that help us all.  Not only will local governments lose tax dollars from sales 
taxes, room and car rental taxes, but fewer visitors means fewer customers in the city’s restau-
rants, bars, and showrooms – the very places staffed by workers the union claims to support.  
 The Culinary Union should let Station employees decide for themselves whether they want 
to unionize, and stop holding the whole Southern Nevada economy hostage to the wishes of a 
few powerful union organizers.
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gainst a persistent backdrop of bru-
tal budget cuts, shrinking revenues 
and heightened expectations, K-12 
educators in Nevada continue to 
explore and implement innova-

tive solutions to the challenges they face in the 
state’s schools. “We’re in the new normal now 
with the expectation that we’ll have to do more 
with less,” says Heath Morrison, superintendent 
of Washoe County School District (WCSD). The 
district’s financial situation has been in a freefall 
for around five years during which $123 million 
was cut from its state revenues. District officials 
expect a shortfall of around $40 million next 
year and perhaps as much as an $80 million defi-
cit in 2013-2014.

 The financial picture is equally grim in 
Southern Nevada where Dwight Jones, su-
perintendent of Clark County School Dis-
trict (CCSD), says that reduced funding, 
unparalleled growth and changing demo-
graphics have come together over the past 
several decades to form the perfect storm for 
his school district. “We inherited big chal-
lenges,” he explains. Between 1991 and 2011 
enrollment in the district increased from 
129,000 to 308,500 students and the num-
ber of schools from 154 to 357. “We’ve be-
come a metropolitan urban school system,” 
says Judi Steele, president of the Las Vegas 
based Public Education Foundation (see re-
lated sidebar). 

A

Weathering
the Storm
By Jeanne Lauf  Walpole
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Accountability

 With less money to work with, school 
districts continue to look to account-
ability and efficiency to help make their 
dollars go further. “School districts have 
to get more in return on investment. We 
have to be very accountable and more 
focused on what we’re getting for our 
money,” Jones explains. WCSD has part-
nered with Ameri-
can Productivity 
Quality Center of 
Houston to learn 
how to use busi-
ness performance 
management prac-
tices in running 
the school district. 
“We’ve brought 
a tremendous 
amount of business 
practices into our 
district,” Morrison 
says. Those practices include using key 
performance indicators to measure suc-
cess. In the interest of efficiency, Nevada 
school districts have also been forced to 
trim their sails by reducing personnel 
and services, increasing class sizes and 
deferring purchases of equipment and 
supplies.
 As school districts struggle with de-
creasing revenues, they also continue to 
be criticized for low performance scores 
on certain kinds of surveys. Although 
the data and methodology might be 
questionable to school officials, the neg-
ative results still cause concern. Nevada 
recently was given a C- on the 2012 Edu-
cation West Quality Counts survey that 
measures key indicators of education 
system quality. Because the survey used 

three-year-old data, however, educators 
are frustrated that it doesn’t show recent 
improvements in such things as gradua-
tion rates.

Renewed Dedication

 Whether it’s caused by dismal sur-
vey results, lack of money or the syn-
ergy between the two, at the end of the 
day school officials have renewed their 
dedication to improving the state of K-12 
education in Nevada by embracing new 
thinking, innovative processes and am-
bitious goals. CCSD has jumped into ac-
tion with its “Ready by Exit” pledge that 
ensures students will leave the district 
prepared to enter the workforce, join 
the military or enroll in higher educa-

tion without remediation. According to 
Jones, the district will accomplish this 
by doing the following:
• Monitoring academic growth to en-

sure each student is on the path to 
graduation.

• Empowering and supporting schools 
to make needed changes.

• Making early childhood literacy the 
backbone of their efforts.

• Investing in teachers, principals and 
staff.

• Harnessing technology to better en-
gage students.

 Jones says one of the most important 
successes so far is finding out the exact 
status of all students regarding their path 
to graduation. Those who are not on 
target are given opportunities for men-

Dwight Jones
Clark County School District

“School districts have to get
more in return on investment.”

                                            – Dwight Jones

 It wasn’t that long ago that business and 
education lived relatively separate lives, viewing 
each other across a chasm of misunderstanding 
and even distrust. “Some years ago the 
business community felt detached from the 
school district,” explains Judi Steele, president 
of The Public Education Foundation (PEF) in Las 
Vegas. However, thanks to organizations such 
as PEF, which was founded in 1991, business, 
education and community leaders have joined 
hands across the chasm in recent years to 
collaborate on a variety of innovative programs 
that have had a significant affect on reforming 
the public school system. “Our most profound 
success is a change in attitude and culture of the 
school district. The private sector is welcomed 
into the classrooms,” Steele says. In its 20- year 
history, PEF has received more than $75 million 
in donations from thousands of donors.
 As community partners in the organization, 
companies that include Barrick Gold of North 
America, Newmont Mining Corporation, Wells 
Fargo, Stations Casinos, Cox Communications 
and Caesar’s Entertainment have contributed 
not only money, but expertise as well to such 
programs as Clark County Reads, Teacher 
Exchange, Artists 4 Kidz and We R Community. 
The newest initiative is The Leadership 
Institute which will build a talent network of 
entrepreneurial leaders from Nevada’s public 
schools. “We envision bringing to the district the 
thinking of the best thinkers across the country,” 
Steele says.
 In Washoe County the Education Alliance 
(formerly the Education Collaborative) has been 
doing similar work since 1993, focusing on 
programs that support academic achievement, 
community partnerships and workforce 
development. Specific programs include Advocacy, 
Parent Information and Resource Center, Teacher’s 
Warehouse and Partners in Education.

Partners in Education
Businesses Take
an Active Role
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toring, online tutoring or attending an 
academic boot camp. Of around 10,000 
seniors who were identified as being in 
jeopardy in September, approximately 
6,000 are now on track. “We’ve got kids 
in the pipeline and we’ll redesign the 
pipeline,” Jones says. “To make sure we 
graduate more kids we have to rebuild 
the whole system.” 
 In his quest to build a better K-12 
education system, Morrison says he has 
boiled his focus down to looking for ef-
ficiencies, embracing creative innovation 
and implementing disruptive change. Re-
cent successes include raising the gradua-
tion rate from 56 to 70 percent in the past 
two years by providing tutoring, remedial 
programs and a personalized plan for 
progress for students that need extra help. 
Although he says he’s not satisfied yet 
with 70 percent, he’s happy that the rate 
is going up at such a healthy rate. Other 
notable successes include increasing the 
number of students taking and becom-
ing proficient in algebra and in those who 
take advanced placement courses in the 
eleventh grade.  
 Recognizing that many students are 
ill prepared for work or higher study 
following high school, WCSD is work-
ing with economic developers and busi-
ness leaders to provide educational ex-
periences more closely tied to specific 
employment needs. The district will be 
launching academic signature programs 
that will focus on areas of specialization 
that include renewable energy, health-
care and technology. WCSD is also 
partnering with companies such as Mi-
crosoft and Apple to design and provide 
personal learning devices that could re-
duce or eliminate the need for textbooks. 
“Kids want technology in their hands 
24/7. That’s where they are,” Morrison 
says. “The technology will enhance the 
teacher.” Disruptive change in the future 
may include a school calendar that more 
resembles year-round study with a short-
er summer vacation and longer winter 
and spring breaks that would allow for 
accelerated programs in between regular 
study blocks.

 While public school officials face the 
nuts and bolts of daily management, poli-
cy makers and others interested in educa-
tion suggest a variety of broad-based so-
lutions that they believe will help improve 
education overall in Nevada. These in-
clude school choice, vouchers, tax credit 
programs, merit pay and tax reform.

School Choice

 As public education continues to come 
under fire for poor performance, some 
parents, policy makers and critics say 
competition in the form of school choice 

would help raise standards and overall 
quality. “The education system is mo-
nopolistic. You can keep pumping money 
in, but we need more accountability,” says 
Geoffrey Lawrence, deputy policy direc-
tor at the Nevada Policy Research Insti-
tute. “Charter schools offer a lot of hope.” 
As offered in Nevada since 1997, public 
charter schools are autonomous indepen-
dent entities available to students tuition-
free through a combination of state and 
private funding. Although they are ex-
empted from some regulations governing 
public schools, they must adhere to ac-
countability, curriculum and performance 
requirements.
 Many supporters of charter schools 
say that because they are largely free of 
influence from teachers’ unions, they are 
more apt to out-perform traditional pub-
lic schools. Results of research concern-
ing this are mixed, however. A variety of 

Continues on page 28

Heath Morrison
Washoe County
School District

N A T I O N A L  U N I V E R S I T Y ®

Nonprofit 

WASC-accredited 

One-course-per-month 

Online and on-campus  

Promise 
Yourself 
success

800.NAT.UNIV 

© 2012 National University  10445

NATIONAL2012.INfO

Your Goals are Within Reach. The time to achieve 
your personal and professional aspirations is 
now with an associate’s, bachelor’s, or master’s 
degree from National University. 

HENdERSON CAmpUS
702.531.7800

SUmmERLIN ONLINE  
INfORmATION CENTER

702.531.7850

http://NATIONAL2012.INfO


12                                        March 2012 www.NevadaBusiness.com

Feature Story

Beyond the
Numbers

Tax
Issues
By Jennifer Rachel Baumer



12                                        March 2012 March 2012                                       13

axes are on a lot of people’s 
minds this time of year. Taxes 
mean grumbling and money 
out of pockets and coffers, 
whether an individual’s or a 

business’. But taxes also mean services, 
at all levels of government, from federal 
to local. In the stressed and struggling 
Nevada economy, as tax season threat-
ens on the horizon, there are inevitable 
questions. 

 Is Nevada still considered a business 
friendly, low tax state?
 Did the 2011 Nevada Legislature in-
stitute new taxes?
 Should businesses expect new taxes, 
or increases in rates?
 What’s happening with payroll tax, 
both federally and in Nevada?
 And by the way, just what are the 
taxes in Nevada, and where do their rev-
enues end up?

Welcome to Nevada 

 We’re still not only a business friend-
ly but a people friendly state. According 
to the 2012 State Income Tax Climate 
Index report prepared by the Tax Foun-
dation, Nevada ranks third of the top 10 
states for business because we have no 
state income tax and no corporate tax. 
Even after we’ve led the rest of the na-
tion for more than 60 months in fore-
closures, and have consistently had the 
highest unemployment rates, with the 
state rainy day fund not well-stocked, 
Nevada can still boast to new businesses 
that we have:

• no corporate tax 
• no personal income tax
• no franchise tax
• no estate tax
• no unitary tax
• no inheritance or gift tax.

 According to Bill Chisel, executive 
director, Nevada Department of Taxa-
tion, there were no tax increases in the 
2011 legislative session. 
 No increases doesn’t mean Nevada 
doesn’t have an impressive list of taxes. 
What Nevada does have are some of these:

• Sales and Use
• Local School Support
• City/County Relief
• Estate Tax
• Lodging Tax
• Live Entertainment Tax
• Real Property Transfer Tax

 There are taxes on tires, an insurance 
premium tax, taxes on intoxicating bever-
ages and on tobacco products and there’s 
a government services fee as well as an 
industry specific tax on mining, the Net 
Minerals Proceeds Tax. Businesses also 
pay into the unemployment fund, there’s 

T
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an annual business license fee, sales and 
use tax, and property taxes.
 According to the 2011 Annual Report 
for the Nevada Department of Taxation, 
revenues from the 20 classifications of 
taxes increased in 13 classifications and 
decreased in seven. The biggest percent 
change was in business license fees, which 
fell by 92.41 percent between 2009-2010 
and 2010-2011. The largest increases came 
from business tax (63.59 percent) and the 
mining sector (43.81 percent).
 So just where does all the money go? 
Distributions of taxes are divided between 
the State General Fund, State Distributive 
School Fund, local governments, the Estate 
Tax Reserve, Endowment and Trust Funds, 
the State Debt Service Fund and other dis-
tributions. In 2011, the percent change into 
each of these categories was positive. 

Out of Pocket

 The impact on individuals and busi-
nesses doesn’t always feel positive. Busi-

ness friendly tax environment or not, 
paying taxes can hurt.
 “In this economy, any tax that you’ve 
got is going to have an impact, whether 
you’re an individual or a business,” said 
Carole Vilardo, president, Nevada Tax-
payer’s Association, an organization 
that monitors taxes to see the impact on 
businesses. “Businesses got hit with an 
unexpected tax in the form of a $21 per 
person hit because of how much we had 
to borrow from the federal government 
to make unemployment payments. And 
the Modified Business Tax, while it is a 
nonintrusive tax, and when the economy 
is at least stable there have been no prob-

lems with it, now obviously that presents 
a challenge in putting on new people 
in this economy if your business is not 
good.”
 The sales tax rate can be an impedi-
ment to individuals, Vilardo maintains, 
standing in the way of larger tangible 
goods purchases. “Anything that takes 
money out of your pocket whether 
you’re an individual or a business when 
you don’t have the same level of money 
that you previously had coming in is an 
impediment.”
 The balancing act, Vilardo adds, is 
that governmental services are paid for 
by taxes and tend to increase in bad eco-
nomic times. Those services rely on the 
revenue, one reason Nevada Taxpayer’s 
Association pays close attention to gov-
ernment expenditures (better to save for 
a rainy day than to go looking for funds 
once the storm is pouring). “We’ve had 
some very, very good and productive 
years relative to tax revenue and we have 
managed to spend most of it while doing 
very little saving for a rainy day fund,” 
said Vilardo.
 The fact that we are still perceived as 
business friendly is important. Business-
es mean jobs, jobs mean individuals with 
spending power, spending power means 
tax revenues.
 “The best tax generator you have is 
business,” said Vilardo. “Having indi-
viduals employed. Because then they 
do generate sales tax revenue, they’re 
able to purchase, they’re able to stay in 
homes, they generate property tax rev-
enue, businesses generate more tax rev-
enue and are able to hire more people 
who in turn purchase more goods, pro-
vide more services and it becomes a very 
positive thing. Employment, in order to 
keep Nevadans economy healthy and tax 
coffers healthy, has got to be a number 
one priority.” 
 Not a comforting thought in a recov-
ering economy where Department of 
Employment, Rehabilitation and Train-
ing predicts job growth at 1 to 2 percent 
in 2012.

Carole Vilardo
Nevada Taxpayer’s Association
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By the Numbers

 The Nevada Department of Taxation 
Taxable Sales Summary for October 2011 
presents a snapshot of the Nevada econo-
my as recovery inches upward. 
 The statewide taxable sales for the 
month were 12 percent higher than in 
2010, with the largest increases in food 
services and drinking places, up 11.7 per-
cent, and the construction industry classi-
fication was up 44.5 percent. In addition, 
the summary notes only one county, Lin-
coln, reported a decrease in taxable sales. 
The Local School Support Tax compo-
nent of the sales tax rate was increased by 
AB 552 in 2009 from 2.25 to 2.6 percent 
and was set to expire June 30, 2011. The 
2011 Legislature extended the change 
through June 30, 2013.
 Another extension by the 2011 Leg-
islature affects the Modified Business 
Tax, Nevada’s relatively low payroll tax 
enacted in 2003 (it replaced the Business 
Tax that was in effect, and concern at the 
time was it would make Nevada appear 
less business friendly). 
 The current change to the Modi-
fied Business Tax means any “general 
business” reporting under $62,500 in 
employee wages for the calendar quar-
ter, after healthcare benefits deduction, 
doesn’t owe the tax, though a return must 
be filed (and marked $0). For businesses 
with more than the $62,500 figure, the 
tax rate is $312.50 plus 1.17 percent of 
the amount the wage exceeding $62,500. 
The provision, meant to help small busi-
nesses in tough times, was slated to ex-
pire June 30, 2011, and has been extend-
ed through June 30, 2013.
 A different payroll tax issue is set to 
affect Nevadans from federal sources. 
One of the so-called Bush tax cuts is set 
to expire, this one a temporary payroll tax 
cut meant to put more money in people’s 
pockets. The measure dropped the FICA 
tax to 4.2 percent through 2011 but will 
expire March 1, with the rate returning 
to 6.2 percent on the first $110,000 of in-
come, unless extended through 2012 by 
Congress. 

 The 2011 Nevada Legislature extend-
ed a few sunset provisions slated to expire. 
One of the sunset provisions extended by 
the 2011 Legislature to run through June 
30, 2013, is the increased business license 
fee. The increase of the fee, enacted in 
2003, was approved by the 2009 Legis-
lature, which raised the state business 
license fee in one fell swoop from $100 
to $200, a temporary measure meant to 

expire June 30, 2011. Possibly June 2013 
will see the rate drop back to $100.
 Also extended was the requirement 
that the Net Proceeds of Minerals Tax, 
a 5 percent tax assessed on mining com-
pany’s estimated earnings for a year, 
continue to be paid in advance through 
June 30, 2013. The Net Proceeds Tax is 

http://HUTCHLEGAL.COM
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As the largest law firm based in the Mountain West, we’re used to setting our sights high. It gives us an affinity 
for clients with similarly lofty goals. We’ve developed a focus on client service that guides us from the courtroom 
to the boardroom—a focus that is as valued at sea level as it is at a mile high.

To learn what a difference our attitude might make for you, contact Greg Gilbert at (702) 669-4620, 9555 Hillwood Drive, 2nd 
Floor, Las Vegas, NV 89134, or Tim Lukas at (775) 327-3000, 5441 Kietzke Lane, Second Floor, Reno, NV 89511.
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Loy: It was 2,000 pages and [Congress] 
had 26 deadlines they were supposed to 
comply with by April of last year and not 
one of those deadlines was met. Then we 
have this big fiasco with consumer pro-
tection. So much of the regulations are 
built on solving the problems, but that is 
not the way to address it. 

Have regulations 
been effective in 
protecting the 
consumer?
Baumgardner:  It’s overkill because all 
of the regulatory rules didn’t stop Ber-
nie Madoff. We had other regulations in 
there. If they enforce the law it probably 
wouldn’t happen. 
Gatt: A regulation doesn’t make you honest. 
Nelson: I guess you’re right with that. 
The issues are not additional regulations. 
It’s enforcing the regulations as they ex-
ist today. All of these horror stories didn’t 
occur because there wasn’t regulations 
prohibiting it. There was a lack of en-
forcement, that’s all. So additional regu-
lation isn’t going to serve any productive 
purpose except frustrate people like us 
and our clients. 

Are ethics a problem 
in your industry?
DePasquale: Yes, I think ethics are a 
problem. It comes down to the individual. 
It doesn’t matter if you’re a doctor, lawyer, 
CPA or financial advisor. A lot of people 
in our industry don’t fully understand the 
differences between RIA-based fees, only 
broker, FINRA and SEC. If we don’t fully 
understand it, how do we expect that our 
clients do? They are very important dis-
tinctions.  There are so many different 
ways to run this business. It’s near im-
possible for the average layman client out 
there to really understand. It comes down 
to trust. You have to find who you trust and 
who is going to take care of you, whether 
it’s a broker, RIA or whoever it may be. 

he financial services industry 
has experienced a few rough 
years but, like many other in-
dustries, is beginning to see a 
bit of a turn-a-round.  With in-

dividuals beginning to show an interest in 
wise investments and a slow unclenching 
of funds, the financial industry is poised 
for a good year.
  Connie Brennan, publisher of Nevada 
Business Magazine, served as moderator 
for the event. These monthly meetings are 
designed to bring leaders together to dis-
cuss issues pertinent to their industries. 
Following is a condensed version of the 
roundtable discussion.

Is the regulatory 
environment getting 
more relaxed?
Michael Baumgardner:  Never. There is 
always a new product or a new strategy 
coming up. Our federal government just 
loves to regulate things when it comes 
to money, our business and clientele. 
They always think they are doing what 
is best by giving us a new law to go 
by. Every time you turn around there 
is one more thing you have to read 
or study or take another test for. It’s 

just time consuming and frustrating. 
Joseph Gatt: They never let up. It’s 
so redundant that it just absolutely 
drives you crazy.  It’s overdone.  They 
treat everybody like they are Bernie 
Madoff and I’ve been in business for 43 
years. Our objective is to help poeple 
set up financial programs that they are 
going to benefit from. It’s not having 
to spend enormous amounts of time 
with administration. With overbearing 
regulatory issues, you have to take six 
or seven exams over the computer every 
year, that’s probably the biggest irritation.
James Corey:  There is going to be more 
regulations coming down. You have to em-
brace it. It’s tough to stop it. What we’ve 
done as a firm is have our advisors’ com-
pensation on-line. It’s about disclosure.
Brian Loy:  There is a bigger requirement. 
Every one of us has to file a disclosure 
form every year and they ask us to write 
it in plain English. Filling out that form 
doubled in time this year.
Rick Phillips: We hired an attorney that 
does it. Ours is a little unique with fixed 
income. It was more costly and more time 
consuming. Congress is human and we 
usually overreact to a crisis and that’s 
what they did with the Dodd-Frank new 
regulation that a lot of us are talking 
about. 

T
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What is the difference 
between a registered 
investment advisor  
and a financial 
broker?
Tony DePasquale: A registered invest-
ment advisor (RIA) firm acts like a CPA 
or attorney would work, they are not bro-
kers.  The primary difference is you have 
the fiduciary responsibility to your cli-
ents. Brokers have a fiduciary liability, but 
it’s structured differently under the law.
Chris Abts: The average person out there 
understands financial advisor and that is 
pretty much it.  A broker has a suitabil-
ity responsibility.  They can just come in 
and sell someone a mutual fund if that is 
a suitable mutual fund.  A RIA is held to 
a higher standard which is the fiduciary 
standard.  They must do what is best for 
that client and put that client’s interest 
ahead of their own.
Loy: There is a big argument in our indus-
try about fiduciaries that have to act in the 
best interest of the clients versus brokers. 
The brokerage wording is just providing 
advice that is suitable. 
Baumgardner: I have to have  an RIA des-
ignation because we have managed pro-
grams. So, in order to even sell or present 
it to a client I still have to have a registered 
investment advisor title and pass the test. 
If we advise them to use that program as 
compared to foregoing individual stocks 
and bonds then that is a shared responsi-
bility between us and the company. 
Loy: You are registered both ways. The is-
sue is whether a broker can call himself a 
financial advisor. 
DePasquale:  Even if you want to take on 
that liability as a broker, you’re not able 
to. The only three firms that can do it is 
a bank, insurance company or registered 
investment advisory firm. Banks and in-
surance companies will write out that 
liability in their contracts. They have a 
fiduciary warranty or guarantee inside of 
those plans. They are not physically able 
to take on that responsibility and liability 

because there is an inherent conflict of in-
terest. Another difference is that RIAs are 
either licensed or regulated by the state 
or Securities and Exchange Commission 
(SEC), and brokers on the other hand are 
regulated by the Financial Industry Regu-
latory Authority (FINRA) which is two 
separate entities and a whole different set 
of regulations and requirements. 
Doug Nelson: When you talk about indi-
vidual licensing or certification that a lot 
of us have, it takes it a step further. I’m 
a CPA by training and background and 
have to abide by those rules on top of RIA 
rules. Many of the people in this room are 
also Certified Financial Planners, a whole 
new layer of suitability and semi-regula-
tory environment just ups the standard. 
Neither one is right, wrong or better. They 
are just different, that’s it. 

What type of 
questions should a 
business executive 
ask when shopping 
for an investment 
firm?
Nelson: First of all they need to under-
stand the difference between advisor 
and money manager. Then, the questions 

that I recommend all clients to ask are: 
how they are compensated, their years 
of experience, their professional creden-
tials, whether they are a certified finan-
cial planner, if they are in good standing 
with the organizations they belong to and 
about their references. Those are the im-
portant things.
Loy: The client has to have confidence in 
the advisors whether there is a shared val-
ue and belief system or a common interest 
in education, those things have to fit and 
that’s that gut or inner feeling. 
Corey: One of the things I would say for 
investors to ask is what the company’s 
mission is and what are they there for. 
Our ultimate position is to make every-
body financially fit. It’s different for every 
client. If the firm is only one dimensional 
it may not be a good fit for that particular 
client. So you have to find a firm that fits 
everything throughout your stages of life, 
early, mid and retirement. 

Are individuals still 
afraid to invest in 
what some consider a 
volatile market? 
Corey: Even with a lot of the information 
out there 24/7, there is going to be times 
when it’s difficult to understand what is 
going on, just like the last few years. One 
day things are really challenging and the 
next it’s great. What we tell clients is once 
we have a plan that fits you individually, 
stick with what you know.  Remember 
your time horizon, it is not short. When 
it’s volatile even at 65, you maybe have 
30 more years along the way. We always 
talk about reducing your position size to 
reduce your position in volatile market. 
Diversify. Don’t have everything in one 
stock where you wake up one morning 
and your life is changed. Diversify even 
in fixed income, even throughout differ-
ent investment vehicles. 
Phillips: If you look at the daily volatil-
ity that they have dated back to the 1900’s 
at Dow, we’re at the highest volatility 
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besides the great depression. However, 
if you look at monthly volatility, we’re 
lower than the last 40 years just like the 
S&P. It puts us flat on the year we had. 
That volatility will even itself out and re-
vert back to the mean. In the last 10 years, 
we’ve had 250 percent down cycles, but 
they have come back up substantially too. 
It’s in the investment horizon. 

What is the best 
investment in this 
market?  
Corey: The Federal Reserve says that in-
terest rates are going to stay lower for the 
foreseeable future at least through 2013. 
Clients have to determine their maturities 
on their fixed income side and especially 
on the fixed income stagger. We believe 
you have to look at high quality corporate 
bonds and money bonds for the client that 
really wants a bit more risk, about 20 per-
cent of their portfolio looking at the high 
yield bonds that they will facilitate at a 
time to increase their yield. Ultimately, 
yields are going to be low for some time. 
Talk to your financial consultant or advi-
sor about what to do in this environment 
because things can change quickly. 
Phillips: Last year one of the best invest-
ments was long-term government bonds 
with the S&P cutting the rating treasur-
ies. They thought they were going to be 
crushed. We had a 34 percent return risk 
free rate where European stocks and 
others got crushed. We’re in that same 
catch. Our main game is fixed incomes. 
We think interest rates are going to re-
main low for a long time, longer than 
feds think, actually. We’re encouraging 
investors on fixed incomes to extend du-
rations and be careful on quality. That is 
where diversification comes in for our 
portfolios. We can buy bonds from the 
big primary dealers for individual cli-
ents. That’s the difference between bond 
funds or bond ETF (exchange-traded 
fund) versus individual bonds.  
Loy: A lot of retired clients are look-
ing for cash flow and interest rates are 

on the bottom of the ground. There is a 
little return that is an education process 
with clients talking to them about total 
return. Maybe it’s appreciation on this, 
like owning a piece of real estate; you 
get cash flow from the rent and apprecia-
tion down the road. That is a total return. 
You have to communicate with the cli-
ents that you have to look for other areas 
of returns other than income alone. 

How have you kept 
clients from making 
mistakes in this 
market?
Baumgardner: I talk to clients a mini-
mum of once every three months and 
more frequently if they’re new. You get 
used to the calls to look over portfolios. 
I’ve had to spend more time convincing 
people not to do things like wanting to 
sell perfectly good portfolios because 
they are scared or nervous. I understand 
you have stock being six percent. It’s 
been around 100 years, why would you 
want to sell it. I’ve had people saying in 
the stock market, “I want out.” So to me 
it’s been frustrating in that regard. 
Phillips: We’re taught a principle of re-
cency. You go to the gas pumps and see 
prices fluctuate or refinance your mort-
gage every seven years, you save a lot 
more money doing that. You see that 

principle of recency where the stock 
markets are volatile. There has never 
been a 20 year holding period where 
you would have lost money in stocks. 
We show historical things to give them 
a perspective. Education has been so im-
portant to us over these last years when 
it’s been so volatile. 

Is recruiting and 
retaining talent a 
challenge?
Baumgardner: We can find good qual-
ity candidates, but because so much has 
gone on in the last few years, it’s hard to 
find a good candidate that does not have 
a financial history that would preclude 
them from coming into the business.  
Corey: An advisor’s ultimate goal is to 
handle the client’s money. They have to 
be well-educated, understanding of the 
environment and financially fit them-
selves. When I bring someone into the 
firm, I want to be comfortable with them. 
I want to meet them various times and 
understand them as a person because 
they are going to be working with high-
net worth individuals. A lot of firms take 
more time to interview and recruit. It 
saves them time in the long run. 
Loy: There is a huge growing demand for 
safety and security in retirement. The 
age of the boomers is a growing demo-
graphic. There are more high-net worth 
individuals in these emerging compa-
nies and certified financial planning 
programs are trying to get into it. As the 
world’s wealth grows, it needs people 
looking for ways to preserve it and pass 
it on. 
DePasquale: It’s all about relationships 
and trust. When you bring somebody on, 
you want to make sure they understand 
what your philosophy is and the way the 
firm conducts business. They have to 
know what they are asking and have like 
minded needs for clients. You’re working 
with people that have spent a lifetime to 
accumulate this wealth and it shouldn’t 
be turned over to just anyone. 
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How selective are 
you when considering 
new clients?
DePasquale: I have taken clients that are 
start-ups that have 300 bucks in the bank 
because I like them and I believe in their 
business. I’ve turned down ten million dollar 
clients because I didn’t feel comfortable with 
them. It goes both ways and everybody has a 
different philosophy. 
Nelson:  It takes about three meetings before 
we actually have a client commit to anything. 
They are not committed to us and we are not 
committed to them. We want to see if it’s go-
ing to be a nice fit. 
Leavitt:  You can’t be all things to all people. 
Some clients are looking for things that just 
really go against your core principles or phi-
losophies in the firm and I’m the first to ad-
mit if it’s not a fit. 
Nelson: If we feel they are doing things that 
are adamantly against their financially future 
we don’t want to be a part of that.  

How competitive is 
the industry?
Corey:  It’s very competitive, which is a good 
thing for consumers. If they find a firm they 
trust and have confidence in, then that firm 
grows because they will refer clients to them. 
That’s ultimately what all firms are looking 
for, trust and confidence in referring their 
friends and family, which says they’re doing 
a great job. 

What is the outlook
for 2012?
DePasquale: One thing to keep in mind is 
that this isn’t 2008, when we were looking 
at the five biggest banks going bankrupt. 
Right now equities are sitting on three tril-
lion dollars of cash from equity. I think there 
is a good outlook. One of the big things we 
teach our clients is to be actual investors as 
opposed to being a speculator. We’re not 
speculating what is going to happen with the 
markets, we build a well-rounded diversified 
portfolio and monitor and grow it.

Nelson: It’s hard to get through to clients tell-
ing them this is a long-term type of strategy. 
There’s going to be ups and downs as there is 
in anything. 
Phillips: Visitor volume is increasing. Other 
than property taxes all the other taxes are go-
ing up. We had a record New Year’s Eve and 
room rates are going up. So we can see that 
continuing, but it’s nowhere like it was in the 
early boom times. 
Abts:  More people seem to be concerned about 

out-living their retirement money than ever be-
fore. In the end of 2007 through 2008 their port-
folios dropped in value and they didn’t under-
stand how much money they could lose. They 
saw tremendous losses and that created concerns 
in the back of their minds asking if we will have 
another correction, how much of this am I going 
to lose. They are getting answers to those ques-
tions before that happens which helps to create 
that peace of mind. That’s one of the most im-
portant things we can do for our clients.

At Gordon Silver, the long view is the only view. It’s how 

we’ve continued to grow in an era that has, for most firms, 

been marked by contraction. And it’s how we provide  

powerful representation for our clients in a way that not  

only solves their immediate challenges, but also protects  

their interests in the long-term. How’s that for perspective?

Contact us, and see how things look from where we stand. 

WE SEE IT FROM HERE. 

3960 Howard Hughes Parkway, Ninth Floor
Las Vegas, NV 89169-5978

T: (702) 796.5555 | F: (702) 369.2666 
Las Vegas | ReNO | PHOeNix | WasHiNgTON, D.C.

gordonsilver.com

Jennifer Ko Craft | Chairman, Intellectual Property and Entertainment & Sports 
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Effective planning can see
your business through a disaster

Tech.knowledge.me

loods and earthquakes – as well as wildfires that too 
often plague the Southwest – are a very real reminder 
of how the unexpected can impact not only commu-
nities, but also the businesses in those communities.
    Planning for emergency communication should be 

done before a crisis happens, and it is important to take the 
time to ensure you and the business are well prepared.  
 Start by putting together a personal emergency communica-
tions plan:
• Keep smartphones, tablets, laptops, extra wireless batteries, 

chargers and other equipment in an accessible location.  It 
is a good idea to keep them in a sealable, plastic bag dur-
ing disasters.

• Maintain a list of emergency phone numbers – police, fire 
and rescue agencies; power companies; insurance provid-
ers and program them into your wireless devices.

• Develop a systematic evacuation and communications pro-
gram that includes what to do, who calls whom, and where 
to meet up.

 Whether a small business, a large enterprise or a govern-
ment agency, the right emergency communications plan and 
tools can help an organization stay up and running through a 
crisis.

 Look for solutions and applications that will keep the com-
pany connected to the Internet and any data networks that 
might be in use, even if the power goes out and the office is 
closed.  In fact, plan for the power to be out and the office to be 
inaccessible! 
 Talk to a wireless carrier about options for smartphones, 
tablets and netbooks, portable Wi-Fi devices and broadband 
modems and cards.  Consider back-up routers along with mo-
bile applications like navigation and fleet management sys-
tems.  Prepare to use broadcast text messaging to stay in touch 
with employees or key customers.
 In choosing a carrier, research track records for dependabil-
ity and network reliability during emergencies.  In the middle 
of the crisis is not the time to learn that the carrier is a fair 
weather friend who locks the doors when needed most.      
 Reputations are made or broken when disaster strikes.  Be 
ready to call, e-mail and maintain online communications 
with employees and customers.  Experience says it will most 
definitely set a company apart from its competition.  When an 
emergency plan is desperately needed, it’s usually too late to 
make one.  So why not think about it now to stay connected 
when it matters most?

F

Brian Danfield is Verizon Wireless Southwest Region president

Stay Connected During
the Unexpected
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& Counselors at Law

Las Vegas

Number of Employees: 43
Years in Nevada: 17
Years with Company: 3 months

How did you first get into your 
profession?
My mother was a judicial executive 
assistant for 30 years.  As a child, I was 
always around the law, meeting lawyers 
and judges and hanging out in the 
law library.  The law became a natural 
environment for me.  I was always the most 
interested in criminal defense attorneys 
and I loved to sit in court to listen to 
arguments.

What is the biggest challenge your 
industry is facing?
The practice of law used to be more 
fraternal and collegiate.  Today with the 
growth of lawyers within the community, 
there is less respect for colleagues and 
cases have become personally adversarial.  
We need to regain the respect for one 
another within the profession.

What is the bet perk of your career?
Changing the law as it relates to an issue 
that is inherently unfair or unconstitutional.  
As a lawyer, you have the ability to address 
fundamental unfairness and issues of 
due process wherein you can make actual 
change in the law.

What do you wish you would have 
learned at the beginning of your career?
That you are not always going to be 
successful even though you believe 
you were on the right side of an issue.  
Disappointment should not dissuade you 
from continuing to fight for those issues 
you believe are righteous.

What was the toughest lesson you’ve 
learned in your career?
People are self-motivated and you have to 
be cautious about the individuals whom 
you trust.

What is the worst criticism
you have overcome? 
That by not receiving a defense verdict, 
I was not an elite trial attorney.  In order 
to overcome that, you have to look at the 
body of work you assemble over the years 
of your career.

Face To Face | Southern
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City National Releases 
Fourth Quarter Income
City National Corporation, the parent company 
of wholly owned City National Bank, reported 
fourth-quarter 2011 net income of $43.9 million, or 
$0.82 per share, up 10 percent from $39.7 million, 
or $0.74 per share in the fourth quarter of 2010.

Governor to 
Head Trade Mission 

to Israel
The Governor’s Office of Economic Development 

has announced that Governor Brian Sandoval will 
lead a Nevada trade mission to Israel in mid-May.  
The trade mission will include opportunities to 
discuss the technologies that Nevada and Israel are 
pursuing to expand their water supplies for residential 

and commercial needs.  Other areas of discussion 
will include the further development of key 

economic sectors including cyber security, 
clean energy and technology 

commercialization.

Washoe County
Residential Sales Increase
According to the Reno-Sparks Association of 
Realtors, Washoe County saw 436 sales of existing 
homes during the month of January, a 20 percent 
increase in transaction volume from January 2011.  
The median home price was also down to $135,000.  
This is a 13 percent decrease from December and 14 
percent below the median price recorded in the same 
month of the previous year.
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Protect your investment

Power of Attorney | Commentary

ith home prices at historic lows, and mort-
gage interest rates around 4%, real estate in-
vestment is on the rise.  If you own (or are 

considering owning) multiple rental proper-
ties, consider starting a series LLC (“Series 

LLC”) to maximize liability protection and save costs. 
 Since the creation of limited liability companies (“LLCs”), 
an owner of multiple real estate investments could protect 
each distinct investment from the liabilities of other invest-
ments by organizing a separate LLC for each property.  How-
ever, organizing numerous LLCs requires considerable ex-
pense in the form of Secretary of State filing fees and other 
legal costs.  
 To address these high costs, the Nevada Legislature re-
vised the limited liability statute (Nevada Revised Statutes 
(“NRS”) Chapter 86) in 2005 to allow for the creation of Se-
ries LLCs.  A Series LLC is a single limited liability compa-
ny with multiple “series,” each of which operates like its own 
LLC.  Accordingly, each series may have different assets, li-
abilities, members, managers and rights.  Yet, for purposes of 
filing fees, there is only one LLC.  
 To organize a single LLC (series or non-series), an investor 
must file the company’s Articles of Organization ($75.00) and 
an Initial List of Managers or Managing Members ($125.00) 
with the Nevada Secretary of State.  That investor would also 
need to pay $200.00 for a business license fee.  Therefore, 
starting a single LLC would require payment of $400.00 in 
filing fees.  To maintain that LLC, each year the investor 
would need to file an Annual List of Managers or Managing 
Members ($125.00) and, again, pay the $200 business license 
fee. Accordingly, yearly fees would cost $325.00.
 Now, assume that investor owned 5 rental properties. To 
create separate liability protection for each investment us-
ing separate LLC structures, that investor would have to 
pay the above fees for each of the 5 LLCs, which would cost 
$2,000.00 in year one, and $1625.00 each subsequent year. 

However, if that investor formed a Series LLC and placed 
each rental property in an individual series, he or she could 
save $1,600 in year one, and $1,300 each subsequent year, 
while maintaining the same liability protection. 
 If an investor has already organized multiple LLCs for 
separate real estate investments, he or she may consolidate 
those LLCs into one master, Series LLC by filing Articles of 
Merger with the Secretary of State.  Additionally, since an 
LLC’s Articles of Organization must indicate that the LLC 
has multiple series, the Articles of Organization would need 
to be amended (the filing fee for an Amendment to Articles of 
Organization is $175.00).   
 To ensure that each series is protected from the liability 
of other series, compliance with the mandates of NRS Chap-
ter 86 is critical.  First, under NRS 86.161(1), the Articles of 
Organization must state that the company will have one or 
more series of members and that the debts or liabilities of any 
series are enforceable against the assets of that series only.  
Second, the Articles of Organization should explain that the 
relative rights, powers and duties of each series will be set 
forth, or provided for, in the company’s operating agreement.  
Third, under NRS 86.296(3), separate and distinct records for 
each series and each series’ assets, as well as separate ac-
counting, must be maintained.  And finally, to ensure separate 
formalities, it is also best practice that all contracts, deeds, 
and notes be signed in the name of the series, and that a sepa-
rate bank account be maintained for each series.
 Series LLCs present a unique means to obtaining separate 
liability protection at a lower cost.  However, due to the statu-
tory requirements and other legal ramifications (including 
tax consequences and treatment during bankruptcy), inves-
tors are encouraged to consult with experienced legal counsel 
before organizing a Series LLC.

W

Jonathan Tew is a business organization and corporate law 
attorney with Robertson & Benevento in Reno.

Series LLCs
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educators also support the concept. “We 
do support charter schools,” says Lynn 
Warne, president of the Nevada State 
Education Association which represents 
28,000 member teachers in the state.   
 Morrison also gives a thumbs-up to them, 
but has concerns about the quality. “I want 
them to be of the highest caliber possible. 
Not all charter schools are better,” he said.    

 The charter school movement in the 
state received a huge boost of support 
during the last session of the legislature 
when Senate Bill 212 established the 
State Public Charter School Authority 
which takes the place of a subcommittee 
of the State Department of Education in 
governing charter schools. The authority 
is expected to foster a more efficient and 
favorable climate for establishing schools 
as well as improve the quality of over-

sight. Nevada currently has 31 charter 
schools with around 8,000 total students 
in attendance.
 Some school districts in Nevada also 
support in-district school choice by allowing 
open enrollment registration which allows 
parents to apply for their children to attend 
a school other than one they would be as-
signed to because of their residence. CCSD 
saw an increase in open enrollment applica-
tions from 1,200 for the 2011-2012 school to 
1,318 for the 2012-2013 year. Districts also 
provide choice through an eclectic array of 
career and industry based programs within 
their traditional school structure that enable 
students to focus on specific areas of interest 
and expertise. “There’s a lot of choices out 
there for parents,” Warne says.

Vouchers

 Although charter schools seem to 
attract cheerleaders across the board, 
school vouchers are a much more vexa-
tious issue. Vouchers are designed to al-
low parents to send their children to what-
ever public or private school they choose 
by using all or part of the tax funding set 
aside for the children’s education. One of 
the biggest criticisms of vouchers is that 
they could be used for private educa-
tion. “We don’t support vouchers because 
it takes money away from the public 
schools,” Warne explains. Morrison says 
he accepts the concept of vouchers, but 
emphatically insists that they be available 
to everybody and that they be in affect for 
the full school year. “I don’t have an issue 
with a voucher as long as it’s on a level 
playing field. They should have to accept 
everybody and can’t just kick kids out if 
they misbehave. They need to keep them 
for a full year,” he says.

Tax Credit Programs

 Yet another mechanism that could be 
used to provide parents with a choice of 
both private and public schools is analyzed 
in the Public Education Tax Credit Pro-
gram as developed by the Cato Institute 

Continued from page 11
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of Washington, D.C. The program will cut 
taxes on any individual or business that 
pays for the independent schooling of an 
eligible child. Similar plans exist in Arizo-
na, Florida, Georgia, Iowa, Pennsylvania 
and Rhode Island which allow tax credits 
to individuals or businesses who donate 
to scholarship-granting-organizations that 
then fund a child’s education.  
 The program is founded upon the 
premise that non-public schools can oper-
ate less expensively than traditional public 
institutions, which in theory would save 
money plus provide parents with choices. 
The fiscal impact would depend upon the 
level of migration of students from public 
to independent schools. “It could save the 
public school system {in Nevada} $1 bil-
lion over ten years,” Lawrence says. 
 Central to the issue, however, is deter-
mining exactly how much money is spent 
per pupil. The Nevada Plan requires the 
legislature to determine and to provide 
funding for “basic support,” which is 

$5,263 per student for 2011-2012 and will 
increase to $5,374 in 2012-2013. These fig-
ures exclude spending from federal sourc-
es, certain local taxes and around $150 
million that flows from the state’s class-
size reduction program. Figures reported 
from the U.S. Department of Education 
typically include those amounts which can 
cause the figure to escalate by thousands 
of dollars. According to the latest numbers 
reported by the federal department, Ne-
vada spent $10,377 per pupil in fiscal year 
2008. In assessing the financial impact of 
a tax credit program in Nevada, the CATO 
study used $10,019 as the per-pupil figure 

along with around $8,000 as the annual 
tuition in private schools. The difference 
between the two represents the savings in 
the cost of educating one child.

Merit Pay

 Similar to bonuses awarded to em-
ployees in the business world, merit pay is 
touted as an obvious way to reward edu-
cators who excel in their jobs. Support for 
the concept over the years has come from 
those who point out that negotiated salary 
schedules that are based upon years in the 
district and levels of education don’t make 
provisions to recognize those teachers who 
perform above and beyond the norm. To 
adequately provide for this, merit pay that 
is tied to either student or teacher achieve-
ment has been suggested. Although the 
state legislature has supported the concept 
in the past, economic reality dictates that 
merit pay is not likely to be at the top of the 
funding queue in the very near future. 
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Tax Reform

 Clearly a thorny issue for 
almost everyone, tax reform 
is viewed by many as the most 
needed avenue for educational 
improvement. “The biggest 
challenge is funding,” Warne 
suggests. “In Nevada we’ve 
never really properly funded 
it. Education has taken a tre-
mendous hit.” Reflecting on 
how Nevada depended upon 
gaming and construction for many years, 
Morrison worries whether the current 
tax structure can continue to support 
Nevadans. “Gaming can’t come back to 
the level it once was,” he says. “The tax 
structure is not appropriate for the needs 
of the state today.” On the other hand, 

Lawrence believes that educational re-
forms are more directly related to student 
achievement than per-pupil spending 
and that merely throwing money at the 
situation will not achieve the desired re-
sults. “There is no strong correlation be-
tween spending and outcomes,” he says. 
The District of Columbia spends more 
than any state, but reports the worst test 
scores, for example. Also, ten of the 12 
states that spend less than Nevada have 
higher test scores.

Into the Future

 As we look to the future we can 
be somewhat encouraged because of 
the high interest exhibited in Nevada’s 
schools and the variety of view-
points that are entering the de-
bate. “There’s an amazing focus 
on education,” Warne says. She is 

heartened by the collaborative 
efforts that are taking place 
with teachers coming to the 
decision making table. “Educa-
tors are seen as experts now,” 
she says. Jones cites the impor-
tance of community and busi-
ness involvement in making 
needed reforms. “We’re sure 
trying and I’m grateful how the 
community has stepped up,” he 
says.  With some gains already 
in hand, Morrison enthusiasti-

cally anticipates more to come. “We’re 
proud of what we’ve done, but we have a 
lot of work yet to do,” he says.

“There is no strong correlation 
between spending and outcomes.”
                                            – Geoffrey Lawrence

Businesses using mobile applications are 
on the rise.  According to a recent Robert 
Half Technology survey, 27 percent of 
chief information officers polled said their 
companies already offer a mobile application.  
An additional 22 percent said they plan to 
offer a mobile application this year.

In Brief
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Still Energetic?

ALTERNATIVE
ENERGY

the long run? Does the industry stand on 
its own without government subsidiar-
ies? And should Nevadans stop putting 
money into or simply view it as a long-
term investment that needs to be made?
 Much of the state’s hope for the future 
lies in the answers.
 “The green movement is alive and 
well,” reports Stacey Crowley, AIA, 
LEED AP, Director of the Nevada State 
Office of Energy. “What was once con-

ith the economy still 
languishing and no 
dramatic change in 
sight, questions need to 
be asked: Is the green 

movement retaining the fervor it had 
seen in the past? Does alternative en-
ergy have a shot at becoming a diver-
sifying factor for Nevada? How will the 
movement ultimately affect Nevada’s 
diversity base? Are the jobs there for 

sidered unique or premium processes/
materials are now mainstream practices 
stretched over the breadth of the indus-
try, from sustainable planning, material 
content, building design and technology 
advancements.”
 Policy such as the Green Building Tax 
Abatement (for LEED silver or better 
facilities) did “precisely what it meant 
to do,” Crowley maintains, “transform 
the market and turn the unique into the 

W

By Howard Riell



34                                        March 2012 www.NevadaBusiness.com

I think the clean energy movement has 
gained its momentum and will continue 
on a steady pace from here.”
 “I think it’s losing it,” differs Dr. Oli-
ver Hemmers, Executive Director of the 
Harry Reid Center for Environmental 
Studies, “but it’s also part of the whole 
economic situation. Everything seems 
to be in a slowdown these days, and so 
it’s hard to pinpoint what’s affected by 
what.”
 The tenor of the times more than any-
thing intrinsic, Hemmers suggests, has 
taken Americans’ minds off – to some 
degree, at least – seeking cutting-edge 
green solutions. “People just are in more 
of a survival mode rather than worry-
ing about the next technologies. It’s just 
normal shift in people’s behavior in gen-
eral, and politicians of course react to 
what their constituents are mostly con-
cerned about. It’s not a hot topic at this 
point, I would say.”

Diversification

 Alternative energy does, indeed, have 
a shot at being a diversifying factor for 
Southern Nevada, according to Boehm. 
“It can help somewhat, but compared to 
our neighboring states, particularly Cal-
ifornia, Arizona, and New Mexico, our 
possibilities are not nearly as positive.” 
What he means is that the neighboring 
states already have a “huge head start 
on us” by virtue of the fact that they are 
home to so many of the high-tech com-
panies. 
 Alternative energy and alternative fu-
els have steadily moved into the Nevada 
economy, Crowley explains. A host of 
companies have grown out of the green 
building industry, including those that 
support the gaming properties that took 
advantage of the green building tax 
abatement – biofuel plants, recycling 
facilities, and solar installation contrac-
tors among them.
 “While no industry will alone trans-
form the current economic condition, 
diversification is an essential tool to 

everyday. Green office space is now ex-
pected in new construction and alterna-
tive energy systems, such as solar photo-
voltaic arrays, are getting closer to grid 
parity every day.”
 Robert F. Boehm, PhD, PE, Distin-
guished Professor of Mechanical Engi-
neering and Director of the Energy Re-
search Center of the Howard R. Hughes 
College of Engineering in Las Vegas, 
sees the green movement as “taking on 
a little different flavor, primarily due to 
the economic situation and the related 
ability to secure loans.” Several proj-
ects and technologies are ready to move 
ahead, he points out, “but finances have 
restricted movement forward to slow 
considerably if not grind to a halt.”
 Is the green movement retaining its 
verve? “My short answer is yes,” re-
sponds Bryan McArdle, Program Man-
ager for the Nevada Institute for Re-
newable Energy Commercialization 
(NIREC) in Incline Village. “Now more 
than ever you have people focusing on 
energy efficiency and offsetting their 
energy consumption with renewable 
energy. Cities are installing LED street 
lighting, companies are focusing on en-
ergy efficiency and energy management 
throughout their buildings, residents 
and businesses are installing solar pan-
els, and people are starting to drive hy-
brid electric and pure electric cars.”
 No longer, McArdle continues, are 
these things seen as cutting edge but 
rather common place. “I noticed the 
other day that my dentist had installed 
solar panels on the roof of his building. I 
was impressed that (he) was so forward-
thinking, but I also realized how com-
mon solar panels have become. So yes, 

Building Nevada | Alternative Energy
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warding off the peaks and valleys of 
the market,” Crowley notes. “An effort 
to fully understand the upstream and 
downstream economic impacts of the 
clean energy industry is underway, cal-
culating the multiplier of impact to the 
engineering trades, the contractors, the 
suppliers, the attorneys the environmen-
tal scientists, the technology companies, 
etc.”
 “NV Energy, on behalf of its custom-
ers, has secured the energy from ap-
proximately 45 diverse renewable re-
sources that are operating or being built 
throughout our state, and remains com-
mitted to incorporating all resources 
that present value for our customers,” 
says Jennifer Schuricht, Public Relations 
Manager - South Region for NV Energy 
in Las Vegas. “We will make our 2011 
Renewable Portfolio Compliance filing 
with the Public Utilities Commission 
of Nevada by April 1, 2012, and we an-
ticipate meeting or exceeding the 2011 
and 2012 minimum requirement of 15% 
RPS energy and credits.”
 A number of renewable facilities will 
begin operating this coming year, she 
points out, including Nevada’s first wind 
project. A key part of fostering this in-
dustry, Schuricht adds, is ensuring that 
the already contracted renewable facili-
ties are able to successfully move for-
ward after they sign agreements.

Subsidies

 Subsidies do, at present, support some 
aspects of the industry.
 According to Crowley, federal subsi-
dies in the form of tax credits or loans, 
and stimulus funds “as well as our state’s 
tax abatement program for renewable 
energy, manufacturing and green build-
ing have provided incentives to move 
the burgeoning industry forward in an 
economically challenged environment.”  
Because of the initial incentives, she 
adds, many of the technologies such as 
biofuel science, waste to energy plants, 
and solar photovoltaic panels have sig-

nificantly reduced in price, allowing 
the market to slowly become successful 
without subsidies.  
 “However, at this point, incentives are 
still important to the industry, where 
traditional funding sources are still not 
viable,” Crowley says. “With programs 
such as our new DOE grants for reducing 
barriers to rooftop solar installation and 
increasing energy efficiency of commer-
cial and residential buildings, we hope to 
eliminate the need for subsidies.”
 Government subsidies have facili-
tated the increase in manufacturing in 
the renewable energy sector, and have 
resulted in significant drops in prices. 
Boehm believes it won’t be long -- the 
National Renewable Energy Laboratory 
estimates about three years -- when so-
lar energy, for example, will have what 
is called grid parity. “That is, power 
generated renewably will be cost effec-
tive compared to ‘conventional genera-
tion.’ This will be the situation with no 
associated subsidies for solar.”
 Boehm urges Nevadans to look at 
what is happening to the prices of the 
various means of generating. For ex-
ample, he notes, photovoltaic cells have 
dropped in price significantly in just 
the last year. “Regarding subsidies, a 
commonly held belief is that solar, etc. 
are receiving lots of support money and 
the other sources are doing fine in the 
‘free market.’ The facts indicate quite 
the opposite.”
 Conventional sources are indeed do-
ing well -- see the profits in the petro-
leum industry -- but they receive con-
siderable Federal support. Renewables 
receive very little in comparison. “The 
problem for renewables is their govern-

Building Nevada | Alternative Energy

mental support is quite public,” Boehm 
says, “and conventional energies have 
their subsidies hidden by the suppliers.”
 The goal, as NIREC’s McArdle high-
lights, is to reach grid parity: a point 
at which the cost of renewable energy 
production meets or exceeds the cost 
of fossil fuel-based energy production. 
“We are seeing signs that some places 
will reach grid parity within a decade. 
But that is taking into account tax cred-
its and subsidies. Without the subsidies 
you would not have the hybrid electric 
vehicles that are hitting the market to-
day. You would not have had the large 
growth in solar panel installations and 
you would not have seen the cost of solar 
decrease. Large renewable energy plants 
would not have been built.”
 McArdle believes the subsidies got 
Nevada over the hurdle to help renew-
able energy compete with traditional 
energy sources. “Now that we have 
reached a level where these resources 

Bryan McArdle
Nevada Institute for
Renewable Engery
Commercialization
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and technologies can compete I think 
they will be less dependent on subsidies 
and can stand on their own.”

Looking Down the Road

 Boehm believes that “we have a poten-
tial role for some fabricating facilities, 
much like the Amonix one in North Las 
Vegas, if the companies do not think 
they have to have them adjacent to their 
higher tech operations.” Another po-
tential source of employment, although 
on a much smaller scale, is power plant 
construction and operation.  
 “The big issue here is if there is a 
market for Nevada-generated renewable 
energy,” Boehm posits. “Our in-state 
market is quite small. We will need to 
be able to send some of our renewably-
generated energy to surrounding states 
like California, and it remains to be seen 
if this kind of market can be developed 
significantly.” There are jobs for Neva-
dans down the road, he adds, but “not 
nearly as many as some of our neighbor-
ing states will enjoy.”

 Like others, McArdle sees renewable 
energy and clean technology as long-
term investments. The auto industry, he 
points out, has just started mass produc-
ing hybrid electric vehicles. “There are 
still many technological advances that 
can be made in the drive train and bat-
tery technology that will push this in-
dustry forward. Developing a smart grid 
will allow users to be more energy con-
scious and efficient.”
 Advances in technology will not only 
make things more efficient but decrease 
costs, he insists. “Once we reach a point 
where it makes sense to build a con-
centrated solar plant rather than a coal-
fired power plant you will know that the 
landscape has changed and the industry 
is has reached maturity. There will al-
ways be new advances to be made to not 
only find new sources of clean energy 
but make things more energy efficient so 
that they use less of it.”
 McArdle calls Nevada solar rich, ex-
plaining that when looking at the Na-
tional Renewable Energy Laboratory’s 
(NREL’s) solar resource maps, it has 

some of the largest concentrations of so-
lar resources in the nation that can be 
converted into energy using photovol-
taic (PV) solar panels or concentrated 
into heat that drives turbines. “This 
vast resource will allow Nevada to har-
ness that solar energy into power that is 
pumped into transmission lines and sold 
throughout the region.” Boulder City, he 
adds, has had success building large-
scale solar PV projects, and that before 
long Tonopah will have a 110 MW con-
centrating solar power plant. It will use 
the sun to heat molten salt which can 
generate power even after the sun goes 
down. 
 “Not only does Southern Nevada have 
a large solar resource right outside its 
door, but there are companies in South-
ern Nevada putting people to work in 
clean technology,” McArdle explains. 
K2 Energy Solutions of Henderson, for 
example, develops and manufacturers 
lithium ion batteries for use in electric 
vehicles and other equipment. 
 “They just announced that they have at-
tained profitability,” he concludes, “and 
were recently listed as number 79 on Inc. 
Magazine’s list of fastest growing compa-
nies. K2 Energy Solutions is good exam-
ple of the companies Nevada can support 
in clean technology.”

Consumer confidence is at its 
highest level since February of 
2011 according to the Rasmussen 
Consumer Index’s survey of 1,500 
U.S. adults.  In a related report by 
the same organization, 36 percent 
of American adults rated their 
own finances as good or excellent, 
compared to a low of 26 percent 
and highlighting an improving level of 
consumer confidence.

Building Nevada | Alternative Energy
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an industry specific tax levied against an 
industry that pays all other required taxes 
in addition.
 Another industry specific tax is the 
bank excise tax which requires every bank 
in Nevada with more than one branch per 
county to pay the bank excise tax for each 
additional branch (per county) at the rate 
of $1,750 per branch, a tax whose total 
collections dropped 9.02 percent from fis-
cal year 2009-10 to 2010-11.

Crystal Ball

 New taxes are proposed on an ongo-
ing basis, as the need to fund services 
continues, but not every tax conceived of 
makes it in front of a Legislative session. 
As the economy continues to recover very 
slowly – job growth is only anticipated 
in Nevada at 1 to 2 percent in 2012, and 
building permits may grow by 3.8 per-
cent, according to the Center for Business 
& Economic Research (CBER), UNLV, 
both indicators of slow, if positive, change 
– should Nevadans worry more taxes are 
looming on the horizon?
 Possibly, and with an eye toward fed-
eral taxes rather than state. With Nevada’s 
light tax structure, it’s the federal taxes 
that present the greatest burden. 
 “The only thing happening in the state 
is a proposal to raise taxes on businesses 
by charging a gross receipts tax,” said Ja-
son Thomas, tax partner, Fair, Anderson 
& Langerman, a public accounting firm 
geared toward comprehensive tax ser-
vices. “It would be a burden if that hap-
pened. But otherwise, on a federal basis, 
taxes are extraordinarily low.”

Continued from page 15
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a state personal income tax would require 
amending the Nevada Constitution, which 
prohibits such a tax.
 With regard to the corporate tax, it’s not 
that likely either. “It used to be viewed as a 
panacea, but not after this economic down-
turn and the history of other states,” said 
Vilardo. “There are a number of governors 
looking to reduce income tax rates and two 
who want to phase it out completely.” 
 Taxes and regulatory fees aren’t just 
about charging money. There are policies in 
place to support businesses and supplement 
the creation of new growth. With Nevada 
working overtime to diversify the economy 
and create new jobs and new industries, 
there are efforts underway to change regu-
lations related to raising money, trying to 
tailor those to a more accessible process in 
order to induce investment and create new 
industries and new companies here.
 “Nevada has a catalyst fund, and they 
also have Nevada first private industry fund 
tailored to invest in startups and businesses 
that could create new jobs and industries in 
Nevada,” said Thomas. In conjunction with 
the Brookings UNLV and SRI Internation-
al report commissioned by the Governor’s 
Office of Economic Development to target 
industries, the hope is to propose rules that 
will induce startups to form and receive tax 
and regulatory breaks so it’s easier to invest 
in the targeted industries in Nevada.
 Catalyst funds and government services 
are putting funds back to work for Nevada. 
If there must be taxes, at least the lack of 
increases, the tax friendly climate and the 
funding of business incentive programs 
help ensure Nevadans taxes are used for 
Nevadans.

 That said, the Bush tax cuts are set to 
expire at the end of this year, and January 
1, 2013 will see married couples with joint 
incomes over $250,000 and single people 
with incomes over $200,000 facing what 
could be 3.8 percent on investments and .9 
percent on wages in addition to an increase 
on regular tax rate, so taxes could theoreti-
cally rise to 25 percent. In addition, if the 
federal payroll tax cut isn’t extended, that 

paycheck percentage would rise from 4.2 to 
6.2 percent March first. In addition, there’s 
one more bill being considered that would 
force online businesses to pay (and there-
fore charge) sales tax.
 One ongoing tax Nevadans sometimes 
fear will be implemented to help the econ-
omy is a state income tax. While a state in-
come tax on business – the corporate tax – 
is possible, though not currently proposed, 

Sixty one percent view American 
society as fair and decent, while 
29 percent disagree and think it is 
basically unfair and discriminatory, 
and another ten percent are unsure, 
according to a Rasmussen survey of a 
thousand Americans.
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Las Vegas, 89101 
Other	 	 	
The Clark County School District Variety 
School is under construction and expect-
ed to be completed by December of this 
year. Martin-Harris Construction is the 
general contractor for this 80,616 SF proj-
ect which was designed by KGA Archi-
tecture. This $14 million project is located 
on 2800 Stewart Ave. 

Las Vegas, 89117
Mixed-Use
Lawrence Sanders purchased an 8,000 
SF gray-shell building in The Lakes from     
CML-NV DEL, LLC for $360,000 or $45 
PSF.  The buyer was represented by Randy 
Black, Jr. of Land Baron Investments and 
the seller was represented by Nicholas 
Barber and Jason Brooks of Gatski Com-
mercial.  The property is located at 2910 S. 
Durango.
APN # 163-09-312-044

Las Vegas, 89148
Office
Greg Decker and Timothy Johnson 
purchased a 5,532 SF building in the Park 
at Spanish Ridge from CML-NV SR, LLC 
for $424,050 or $88 PSF.  The buyer was 
represented by Gavin Ernstone of Sim-
ply Vegas and the seller was represented 
by Ryan Martin, CCIM and Patti Dillon 
of Colliers International.  The property 
is located at 8886 Spanish Ridge Ave. 
APN # 163-29-712-005

Las Vegas, 89148
Office
Drs. Chen and Han purchased a 5,516 SF 
office building from Wilshire State Bank 
for $490,000 or $89 PSF.  The seller was 
represented by Charles Moore and Mi-
chael Newman of CB Richard Ellis.  The 
property is located at 9073 W. Post Rd.
APN # 163-32-410-021

425 W. Plumb Ln.

Reno, 89509
Office
United Liquid Gas Company pur-
chased a 3,064 SF office building-
from the Kennedy Family Trust for 
$510,000 or $166 PSF.  The property is 
located at 425 W. Plumb Ln.  
APN # 014-280-10

Reno, 89509
Office
Gysen Family Trust purchased 3,485 
SF from Roland Gysen for $747,000 or 
$214 PSF.  The property is located at 
6548 S. McCarran Blvd. 
APN # 040-920-31

Las Vegas, 89119
Retail
FM Associates, LLC purchased 19,719 
SF in Flamino Marketplace from NCB 

Development X for $1.2 million or 
$61 PSF.  The buyer and seller were 
both represented by Rob Lujan and 
Jason Simon of Gatski Commercial.  
The property is located at 1040 E. Fla-
mingo Rd.
APN # 162-15-805-005

Las Vegas, 89119
Retail
CW Capital purchased the 54,247 
SF Sundance Plaza from 1621-1661 
East Sunset Road Holdings LLC for 
$3,150,000 or $58 PSF.  The buyer was 
represented by Cathy Jones of Sun 
Commercial Real Estate and the 
seller was represented by Nicholas 
Barber and Jason Brooks of Gatski 
Commercial.  The property is located 
at 1631 E. Sunset Rd.
APN # 177-02-102-007

1114 Victorian Ave.

Sparks, 89431
Retail
Northern NV Comstock Investment 
LLC purchased 3,500 SF from Carmen 
Atienza Trust for $250,000 or $71 
PSF.  The property is located at 1114 
Victorian Ave.  
APN # 032-183-10
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1968 E. 2nd St.

Reno, 89502
Retail
SM Assets LLC purchased 4,544 SF 
from the Rene & Maria Theresa 
Alastuey Family Trust for $315,000 
or $69 PSF.  The property is located at 
1968 E. 2nd Street.
APN # 012-181-22

Henderson, 89011
Industrial
Kanani Koa Holding, LLC purchased 
7,200 SF from City National Bank for 
$420,000 or $58 PSF.  The seller was 
represented by Dan Doherty, SIOR 
and Chris Lane of Colliers Interna-
tional.  The property is located at 120 
E. Merlayne Dr.
APN # 178-01-301-019

Las Vegas, 89118
Industrial
Lester Quam Family 1997 Irrevo-
cable Trust purchased 9,728 SF in the 
Post Business Park from First South-
ern Bank for $645,000 or $66 PSF.  
The seller was represented by Dan 
Doherty, SIOR and Chris Lane of Col-
liers International.  The property is 
located at 6205 W. Post Rd., Building 1.  
APN # 163-35-812-012

Las Vegas, 89118
Industrial
MLB Reno, LLC purchased a 12,000 
SF building from City National Bank 
for $695,000 or $58 PSF.  The seller was 
represented by Dan Doherty, SIOR 
and Chris Lane of Colliers Interna-
tional.  The property is located at 4815 
W. Reno Ave. 
APN # 162-30-201-003

Las Vegas, 89104
Vacant Land
Salem Takriti purchased 1.47 acres from 
Johntom LTD for $300,000 or $5 PSF.  

The buyer was represented by Brook 
Geisendorf of USA Realty and the seller 
was represented by Dan Doherty, SIOR 
and Chris Lane of Colliers Internation-
al.  The property is located at 2545 Fre-
mont St.
APN # 162-01-111-004

LEASES

Las Vegas, 89109
Office
411 Locals Inc. leased 7,483 SF from 
Vegas Starr & Concorde Prime LLC 
for $89,799 on a one-year lease.  The 
landlord was represented by Nicho-
las Barber and Jeremy Foley of 
Gatski Commercial.  The property is 
located at 101 Convention Center Dr.  
Reported monthly rent is $1.00 PSF.

Las Vegas, 89103
Retail
HKM II, LLC leased 3,000 SF from 
CV PropCo, LLC for $229,309 on a 
four-year lease. Additionally, Fantasy 
Cakes, LLC leased 3,000 SF from CV 
PropCo, LLC for $169,189 on a five-year 
lease.  The tenant and landlord ware 
represented by Rob Lujan and Jason 
Simon of Gatski Commercial in both 
transactions.  The properties are locat-
ed at 3620 W. Tropicana and 3720 W. 
Tropicana, Suites 1, 2 and 3.  Reported 
monthly rents are $1.59 PSF and $0.94 
PSF, respectively.

Las Vegas, 89156
Retail
Casey Johnson leased 3,350 SF from 
SANNIK, LLC for $806,484 on a ten-year 
lease.  The tenant and landlord were 

both represented by Rob Lujan and 
Jason Simon of Gatski Commercial.  
The property is located at 6520 E. Lake 
Mead, # 107.  Reported monthly rent is 
$2.00 PSF.  

Boulder City, 89005
Industrial
Geneva Pipe of NV, LLC leased 
26,400 SF from Eldorado Land Cor-
poration for $150,000 on a three-year 
lease.  The landlord was represented 
by Patti Dillon and Dan Doherty, 
SIOR of Colliers International.  The 
property is located at 14555 S. US 
Highway 95.  Reported monthly rent 
is $0.16 PSF.

North Las Vegas, 89030
Industrial 
Casamar Manufacturing USA, Inc. 
leased 22,000 SF in the Brookspark 
Industrial Park from SFC Leasing, 
LP for $396,000 on a five-year lease.  
The tenant was represented by Scott 
Kendrick of Commerce Real Estate 
Solutions and the landlord was rep-
resented by Greg Pancirov, SIOR 
and Mike De Lew, SIOR of Colliers 
International. The property is locat-
ed at 203 E. Mayflower Ave.  Reported 
monthly rent is $0.30 PSF.

Henderson, 89074
Industrial
Forever Young International leased 
7,617 SF from Boreal, LLC for $204,516 
on a five-year lease.  The tenant was 
represented by Lisa Brady of Sun 
Commercial Real Estate and the 
landlord was represented by Dan 
Doherty, SIOR of Colliers Interna-
tional.  The property is located at 84 
Corporate Park Dr.  Reported monthly 
rent is $0.45 PSF.
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Las Vegas, 89113
Industrial
Agassi Graf Holdings, LLC leased 14,312 
SF in the Arroyo South Business Center 
from EJM Arroyo South for $565,344 
on a five-year lease.  The tenant was rep-
resented by Doug Crook of Douglas L. 
Crook & Associates and the landlord was 
represented by Spencer Pinter of Colliers 
International.  The property is located at 
7020 W. Warm Springs Rd., Suite 100 and 
110.  Reported monthly rent is $0.66 PSF.

Las Vegas, 89115
Industrial
Beyond the Rack USA, Inc. leased 55,000 
SF in the Prologis North industrial park 
from Prologis TLF, LLC for $876,426 on a 
66-month lease.  The tenant was represent-
ed by Pat Marsh, SIOR and Dave Frear, 
SIOR of Colliers International.  The prop-
erty is located at 4031 N. Pecos Rd., Suite 
100.  Reported monthly rent is $0.24 PSF.

Las Vegas, 89115
Industrial
P & A Plastics, Inc. leased 19,125 SF in the 
Craig Corporate Park from NLV Sagebrush, 

LLC for $191,532 on a 39-month lease.  The 
tenant was represented by Spencer Pinter 
of Colliers International and the landlord 
was represented by Dan Doherty, SIOR of 
Colliers International.  The property is lo-
cated at 4480 Calimesa.  Reported monthly 
rent is $0.26 PSF.  

Las Vegas, 89118
Industrial
Western Tile & Marble Contractors, Inc. 
leased 5,965 SF in the Koll Business Center 
from Valley View I, II & III, LLC for $102,672 
on a three-year lease.  The tenant was rep-
resented by Susan Borst of Commerce 
Real Estate Solutions and the landlord 
was represented by Spencer Pinter of 
Colliers International.  The property is lo-
cated at 6285 S. Valley View Blvd., Suite A.  
Reported monthly rent is $0.48 PSF.

Las Vegas, 89118
Industrial
Dynalectric Company of Nevada/EM-
COR leased 17,097 SF from JGD Cameron, 
LLC for $649,340 on an 87-month lease.  
The tenant was represented by Patti Dil-
lon of Colliers International and the 
landlord was represented by Esther Peres 

of Perry Muscelli, LLC.  The property is 
located at 5277 Cameron St.  Reported 
monthly rent is $0.44 PSF.

Las Vegas, 89118
Industrial
Apple Rock Advertising & Promotions, 
Inc. leased 8,686 SF in the Westech Busi-
ness Center II from Cable Investments-
Diablo, LP for $30,000 on a two-year 
lease.  Additionally, Southwest Hard-
wood Floors, Inc. leased 5,826 SF in the 
center for $69,912 on a two-year lease.  
The landlord was represented by Mike 
De Lew, SIOR and Greg Pancirov, SIOR 
of Colliers International in both trans-
actions.  The properties are located at 
5175 W. Diablo Dr., Suite 108 and Suite 
109.  Reported monthly rents are $0.14 
PSF and $0.50 PSF, respectively.

Las Vegas, 89119
Industrial
Dyanmex Operations leased 14,000 
SF from Majestic Runway Partners for 
$267,120 on a three-year lease.  The ten-
ant was represented by Dan Doherty, 
SIOR of Colliers International and the 
landlord was represented by Rod Mar-
tin of Majestic Realty Co.  The property 
is located at 6585 Escondido. Reported 
monthly rent is $0.53 PSF.

Las Vegas, 89120
Industrial
Negri Electronics, Inc. leased 5,391 
SF in the Arrowhead Commerce Center 
from KTR LV II, LLC for $196,266 on a 
five-year lease.  The tenant was repre-
sented by David Evenhouse of Lee & 
Associates and the landlord was rep-
resented by Spencer Pinter and Dan 
Doherty, SIOR of Colliers Interna-
tional.  The property is located at 6255 
S. Sandhill Rd., Suite 600.  Reported 
monthly rent is $0.61 PSF.

Red Report | Deal Tracker
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Manufacturing in the U.S. 
experienced a resurgence in 
2011, adding over 287,000 new 
positions.  Additionally, exports of 
U.S. goods and services increased 
by 14.5 percent over the previous 
year to a record $2.1 trillion.  U.S. 
exports to Europe also rose 3.6 
percent in December of last year.
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Reno-Sparks 
 Looking back to our Q1 2011 report of 
nearly 12 months ago, the adage repeats 
itself; activity breeds activity.  The North-
ern Nevada office market closes out a two 
year trend of positive net absorption and a 
decrease in overall vacancy.  
 Ending 2011 with a decreasing over-
all vacancy rate of 17.36 percent, the of-
fice market continues to improve netting 
positive absorption of 27,200 square 
feet.  Possibly the better news, the fun-
nel of sublease space on the market is 
diminishing, a tell tale that the general 
office market is preparing for steady 
improvement.  
 From a submarket perspective, Meado-
wood, particularly the Kietzke Lane-Mc-
Carran Boulevard corridor, continues to 
outperform the overall market standing 
at 14.28 percent vacancy.  Rents within 
the Meadowood submarket are exceeding 
an effective $2.00 per square foot, full 
service gross.  Yet, downtown recorded 
the most improvement absorbing nearly 
90,000 square feet year over year.              
 The outlook, although optimism per-
sists, continues to hinge on the growth of 
GDP, consumer confidence and the woes 
of widespread deleveraging.  These fac-
tors, affected gravely by the upcoming 
election and future legislation, will de-
termine the organic and inbound office 
space absorption of 2012. 
 Specific market sectors such as alter-
native energy, tech infrastructure and 
mining substantiate innovation in the 
local economy, yet the anxiety level re-
mains high and is the impediment for 
job creation.  Northern Nevada must 
continue to focus on industry diversifica-
tion and the quality of life, Reno-Tahoe 
experience to attract and retain emerging 
companies.

Las Vegas 
 The office sector’s performance continues 
to struggle as pricing fell amid a continued 
supply-demand imbalance.  Rising three-
tenths of one percent from the prior quarter, 
the vacancy rate reached yet another all-time 
high at 25.3 percent by the close of the fourth 
quarter of 2011.  For the year, the vacancy rate 
climbed 1.5 percentage points.
 Despite weak market demand, new office 
space entered the market during the quarter, 
pushing total inventory to 51.6 million square 
feet.  Projects totaling 238,000 square feet 
completed construction during the fourth 
quarter of 2011.  The largest contributor 
of new space included 210,400 square feet 
sourced to the new North Las Vegas City Hall 
located near North Las Vegas Boulevard and 
Civic Center Drive.
 Spanning four projects, more than 466,900 
square feet remain actively under construction 
throughout the Las Vegas valley.  Among all 
projects under construction, 68.3 percent of the 
square footage is being built for use by govern-
mental entities, including a new Las Vegas City 
Hall (310,000 square feet) and a Department of 
Homeland Security facility.  Of the 2.6 million 
square feet that remains in various stages of 
planning, nearly 800,000 square feet is sourced 
to previously stalled or delayed projects, much 
of which will likely remain that way until posi-
tive demand trends resume.
 As contraction in the office market persists, 
the sector continues to experience declines in 
valuation as vacancies continue to escalate and 
rental rates remain relatively soft.  The market re-
ported a 1.4-percent price decline in average ask-
ing rents during the fourth quarter as compared 
to the previous quarter (Q3 2011).  Valley-wide 
average rents fell to $1.97 per square foot per 
month, a decline of 4.7 percent when compared 
to the same period one year ago (Q4 2010).  Ef-
fective rents remain much lower after accounting 
for free rent periods and other concessions.

Commercial RE Report | Office

Office Summary
Fourth Quarter 2011

Southern Nevada analysis and statistics compiled by 

Applied Analysis, Northern Nevada analysis and statistics

compiled by NAI Alliance Reno

OFFICE
TOTAL MARKET
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0
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.S. real GDP grew at an annualized 
rate of 2.8 percent during fourth quar-
ter 2011, which represents a gain over 
the third-quarter figure of 1.8 percent.  
Consumption spending and inventory 
investment were particularly strong.  

Residential investment showed stronger growth, but 
business fixed investment slowed.  U.S. nonfarm 
employment rose by 243,000 jobs in January, and 
the unemployment rate fell to 8.3 percent.  After sev-
eral months of gains, consumer confidence slipped 
in January, and consumer sentiment slipped in 
February.  Sales of existing homes rose for the third 
straight month in December, reaching 3.6 percent 
above a year earlier.  Sales of new homes slipped 
in December for the second straight month. Retail 
sales rose in January for the eighth straight month.  
The Kansas City Financial Stress Index edged down-
ward in January but remained slightly above its long-
run average, suggesting that financial headwinds to 
U.S. economic growth have nearly abated.
 The Nevada economy continues to show signs of 
slow growth.  Taking a seasonal decline in Decem-
ber, visitor volume was 1.9 percent higher than a 
year earlier.  Gaming revenue was 2.0 percent higher 
in December than a year earlier.  Taxable sales were 
up by 9.6 percent in November above a year earlier.  
From December 2010 to December 2011, Nevada 
saw a gain of 3,500 jobs (0.3 percent), mostly 
the result of gains in leisure and hospitality, busi-
ness services and health and education services.  
The Nevada unemployment rate took a seasonal 
increase from 12.2 percent in November to 12.4 
percent in December.
 Clark County’s economic activity continues to 
expand at a slow pace.  Compared to a year earlier, 
visitor volume was up by 1.7 percent in December.  
Gaming revenues were up by 1.2 percent over the 
same period.  Taxable sales for November were 8.6 
percent above those for the same month a year ear-
lier.  Residential construction permits rose from No-
vember to December, and commercial construction 
permits held steady at a low level.  From December 
2010 to December 2011, employment in the Las Ve-
gas metropolitan area increased by 4,300 jobs (0.5 
percent).  The Las Vegas unemployment rate rose 
seasonally from 12.4 in November to 12.7 percent 
in December.
 Washoe County’s overall economic conditions 
remain mostly weak.  Compared to a year earlier, 
December visitor volume was up by 4.1 percent, and 
gaming was up by 10.2 percent.  Both residential 
and commercial construction permits slipped from 
November to December, and both remain near his-
torically low levels.  Reno-Sparks employment fell by 
2,600 jobs (1.4 percent) from December 2010 to De-
cember 2011.  The Reno-Sparks unemployment rate 
rose from 11.6 percent in November to 11.9 percent 
in December, as the result of seasonal factors.

Sources: Nevada Department of Taxation; Nevada Department of Employment, Training, and Rehabilitation; UNR Bureau of 
Business and Economic Research; UNLV Center for Business and Economic Research; McCarran International Airport; Reno/Tahoe 
International Airport; Las Vegas Convention and Visitors Authority; Reno-Sparks Convention and Visitors Authority; U.S. Department 
of Commerce; U.S. Bureau of Labor Statistics; U.S. Census Bureau; U.S. Federal Reserve Bank.

*Change in percentage rate, **Reflects the Reno-Sparks MSA which includes Washoe and Storey Counties, ***Recent growth is an annulized rate

Professor Stephen P. A. Brown, PhD
UNLV Center for Business and Economic Research
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Taxable Sales

Gaming Revenue

Residential Permits

Commercial Permits

Passengers

Gasoline Sales

Visitor Volume

Washoe County
Employment **
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“I worry what happens when the 
‘savers’ of the world stop lending 
to the United States.  If we can’t 
borrow to buy things overseas, 
and we don’t make much of 
what we consume, should we 
start investing in manufacturing 
infrastructure now?”

Michael D. Bosma, CPA • Managing Shareholder, The Bosma Group P.C.

“Sales growth. Profitability. Cash 
flow. Payroll. Recruiting talent. 
Retaining talent. Firing people. 
Remaining innovative.  Poor 
execution. Losing accounts. 
Metrics. Production times. 
Watching my parents age. My 
daughters.”

Darik Volpa • CEO, Understand.com

“My children. Not so much in 
the traditional sense of making 
sure they’re safe and sound, but 
in the sense of their well being 
if something happened to my 
wife and I. We’re currently in 

the process of drafting our estate 
documents; designating guardians 

for our young children is of upmost 
importance at this stage.”

Justin Thomas, CFP® • Shareholder/Wealth Advisor, TCI Wealth Advisors, Inc.

“Primarily what keeps me up 
at night is not so much what 
I’m working on, as what I’m 

not working on. In particular, I 
have a nagging fear that hidden 

amongst the 42 things I’m 
looking at today lies something 

I’ve missed. List, track and 
review… the story of my life.”

Kelly Jean Maguire, CMCA • Vice President of Operations, RMI Management, LLC

“What keeps me up?  The 
economy, politics and wondering 

why our lawmakers don’t seem 
to get it. I worry how their 

decisions will affect my business 
and employees and whether their 

inability to come together to do the 
right thing will change our future.”

Gordon Miles • COO, Prudential Americana Group, REALTORS

What keeps you up at night?

The Last Word People

“I see the housing market in 
Nevada making slow but steady 
progress, with home sales at or 
near record levels around the 
state. I suppose I’ve lost a little 
sleep over the thought of any 
dramatic changes that could 
occur in the national economy 
or by major banks or the 
government that could get in 
the way of our recovery.”

Blane Johnson • 2012 President, Nevada Association of REALTORS
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UNPARALLELED level of service

EXCEPTIONAL range of products

Managing the financial affairs for    
our DISTINCTIVE clients

The Private Bank by Nevada State Bank is an unincorporated division of Nevada State Bank that provides specialized banking services to significant net-worth clients. 
Nevada State Bank is a full service retail bank that has been chartered by the state of Nevada and is insured by the FDIC.                                                      MEMBER FDIC

Other financial institutions promise customized services for their most valued 
clients. The Private Bank by Nevada State Bank actually delivers on that 
promise — not just meeting clients’ expectations, but surpassing them.

702.855.4596
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we provide a faculty of  
industry leaders who work 
in the fields they teach. 
for over 30 years, we’ve been dedicated to helping our students succeed in America’s most in-demand 
careers. for example, we provide students with instructors who are professionals working in the fields 
in which they teach. It’s an education designed for today from a university that holds the same level of 
institutional accreditation as America’s top schools.

4 Las Vegas area locations: Central Las Vegas, Northwest Las Vegas,  
Southwest Las Vegas and Henderson. phoenix.edu/lasvegas
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