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Let’s look at a few statistics, pro-
vided by the state itself (the Depart-
ment of Employment, Training and
Rehabilitation – DETR). Nevada’s
unemployment rate at the end of
2007 was 5.8 percent, the highest it’s
been since April 2002. During 2007,
the construction industry lost nearly
8,000 jobs (a 5.6 percent decrease),
financial services jobs were down 2.2
percent and the temporary help sector
declined 24.1 percent. The economy
hasn’t rebounded since then, meaning
the next batch of numbers will proba-
bly be equally dismal. However, dur-
ing this same period, government
jobs increased by 3.7 percent and ed-
ucation jobs were up 10.3 percent.
While private companies were cut-
ting back to save money, the govern-
ment kept spending.

The DETR Web site also contains
useful information on the average
wages in various industries. For 2005,
the most recent year that’s summa-
rized there, the average annual wage
for all industries was $38,760. Private

C O M M E N T A R Y

We’re Tightening Our Belts
What About the Government?

L Y L E  E . B R E N N A N
Publisher 

his can mean telling em-
ployees they aren’t get-
ting a year-end bonus,
or that they’ll have to

pay more for health insurance pre-
miums. If things get bad enough, it
can mean lowering wages or laying
off employees. Nobody likes to be
the bad guy who has to deliver this
news, but it may be necessary in
order for the company to survive
and produce income for its employ-
ees, as well as its owners. 

But wait – what if there was a way
to keep everybody on the payroll, to
give them all a guaranteed annual cost
of living increase, and to give most of
them an annual raise of 5 percent just
for staying at their current rank during
the year? Add to that a retirement
package that pays them until they die,
and even subsidizes their healthcare
premiums long after they leave the
company. No, it’s not Fairyland. It’s
government employment and we’re
all paying for it.

The difference between private
sector companies and the govern-

ment is that the government doesn’t
have to worry about going out of
business. Like “death and taxes,” the
government will always be with us.
In addition, special interest groups
like the Nevada State Education As-
sociation (Teachers’ Union) and the
Nevada State Employees Association
have full-time lobbyists who spend
every waking hour telling voters,
legislators and media how underpaid
and overworked government em-
ployees are.

Look what happened when Gov.
Gibbons proposed cutting the budgets
of state agencies by 4.5 percent in
order to make up about half of the an-
ticipated $542 million budget short-
fall in 2008-2009. Were the agency
heads ready to tighten their belts for
the common good? Far from it. They
almost universally complained that
they didn’t know how they were
going to survive on the meager
amount they were currently getting,
and if that amount were reduced, the
entire state would go swirling down
the drain.

One of the hardest things a business owner or CEO has to do is cut back on
payroll expenses in economic downturns.

Continued on Page 8

T



We build more than structures.
We build your business.

PLISE has developed more than two million square feet of property throughout the Las Vegas valley and E
has another three million square feet currently under development and construction. Founded by William
Plise in 1994, we’ve earned an enviable reputation in the commercial real estate community by developing

a portfolio of projects recognized for superior design, quality construction and development excellence.

Rainbow Sunset Pavilion

Class-A Professional and Medical Office Parks • Light Industrial Facilities

Retail Centers • Mixed-Use Projects

Centennial Corporate Center City Crossing
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sector jobs averaged $37,879, while
government jobs paid an average of
$45,497, about 20 percent more. 

What about benefits? Have you
ever tried to contact a government
agency on a Monday “holiday” you
were only dimly aware of, because
everybody at your company was hard
at work on that day? And, while the
rest of us are sweating about whether
Social Security will be around when
we retire, public employees have
opted out of that system and set up
their own retirement plan financed by
Nevada taxpayers.  

The Public Employees Retirement
System (PERS), like Social Security,
is facing a deficit that is now estimat-
ed at about $6 billion. However, to
make sure that people who retire from
government service are permanently
taken care of, we taxpayers are on the
hook to fund the system if it goes
broke. Public retirees are also entitled
to a healthcare subsidy, a fund that’s
in the red to the tune of about $4 bil-
lion. Very few private companies
today can afford to offer a guaran-
teed-payout retirement plan, and
fewer still offer healthcare benefits
for retirees. It’s just too expensive.
However, it’s possible if you have a
way to legally obligate somebody else
(the taxpayers) to fund it. 

It’s time for government agencies to
face the fact that this fairy-tale ride
they have been on needs to come to an
end. Their budgets and benefits must
get a hair-cut like everyone else. Re-
fusing to cut back on budgets and
benefits will only push the burden
onto the taxpayers to fund the result-
ing deficit. I say enough! It won’t be
easy, but it has to be done.

COMMENTS 
email: lyle@nbj.com

Continued From Page 4

You are the Cure 
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Nearly half of small business
owners are concerned they
will not have enough money

to retire (43 percent) and many are
worried about not being able to pay
for medical costs of a serious illness
or accident (47 percent), according to
the latest Wells Fargo/Gallup Small
Business Index survey. Eighty-seven
percent of small business owners sur-
veyed said they do not plan on a tra-
ditional retirement, although 47 per-
cent said they may cut back on work.
This reflects a 9 percent increase in
the number of small business owners
who are not planning a traditional re-
tirement, since last surveyed in 2005.
The Index found that 62 percent of
small business owners believe their
businesses will continue when they
stop working, with almost 45 percent
of those who believe the business will
be continued by a family member.

The dreaded “R” word is mak-
ing the suppertime news, the
dollar is in a freefall and con-

sumer spending is slowing to a crawl –
a bad-news combination that has
struck fear into business owners
across the nation. The good news is
that there’s a silver lining in all the

doom-and-gloom statistics. Studies of
previous recessions have shown that
smart businesses can turn a bad econ-
omy into an advantage. Here’s how to
recession-proof your small business.
• Use high-return marketing tech-
niques. 
• Spend smart. Look for innovative
ways to buy services you need to suc-
ceed.
• Increase conversion rates on your
Web site.
• Create a distinct advantage.
• Be optimistic.

According to an old Chinese adage,
“When strong winds are blowing,
some hide behind walls and others
build windmills.”

Raising a family while working
can be a challenge for most
parents, but it seems many

businesses are lending a helping hand.
According to a recent survey, which
asked executives if their organization
has made changes in workplace policy
to accommodate working parents in
the past five years, more than 62 per-
cent of executives answered yes. This
means that three in five companies
have made policy changes to better ac-
commodate working parents. Many
professionals are caring for both chil-
dren and elderly parents so programs

supporting a work/life balance are at-
tractive. Smaller firms don’t have as
much flexibility in adjusting salaries as
larger organizations, so offering pro-
grams for working parents can help
level the playing field.

How to Beat a Recession

Parental Perks at Work

BUSINESS UP FRONT

Small Business Owners 
Concerned About Retirement

FREE 300 processed items per month
with no minimum balance requirement*

FREE Colonial Online Banking
with FREE Bill Pay

FREE Business Check Card**

Colonial Bank provides the right

tools for business success with

Business Advantage Checking
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©2008 Colonial Bank N.A. Member FDIC. *Processed items include checks paid, deposits, and deposited items. A charge of $0.20 per item
over 300 is assessed. **No annual fee. Transactions at non-Colonial ATMs subject to activity fees. Additional charges may be imposed by
non-Colonial financial institutions or ATM operators. ***Some restrictions may apply. All loans products subject to credit approval.
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2330 S. Virginia St. (775) 827-7200
690 E. Prater Way (775) 355-6100
Carson City
901 N. Stewart St. (775) 687-2700
Fallon
200 S. Maine St. (775) 423-7081
Stateline
229 Kingsbury Grade (775) 588-5124

Southern Nevada
Las Vegas
2820 W. Charleston Blvd. (702) 258-9990
4640 South Fort Apache (702) 304-3770
7451 W. Lake Mead Blvd. (702) 254-3147
7000 North Durango Dr. (702) 258-5355
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3625 W. Russell Road (702) 740-5666
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2690 E. Sunset Rd. (702) 715-4584
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10565 S. Eastern Ave. (702) 263-5170
1440 Paseo Verde Parkway (702) 492-3870 
North Las Vegas
2805 W. Centennial Parkway (702) 645-8480
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FACE TO FACE

President
BJG / Architecture + Engineering

Reno

Years in Nevada: Native 

Years with Firm: 15 

Type of business:
Architectural and Structural Engineering
Design Services

Biggest Business Challenge:     
Creating the growth necessary to provide
opportunities for my employees’ profes-
sional growth.

What do you like best about your job?    
Interacting with people to collaboratively
solve problems.

If you could start over and choose a 
different profession, what would it be?  
I think if I were to start over, I would
probably get involved in the medical in-
dustry.  Having spent a lot of time in
hospitals over the last few years, the en-
gineer in me has been very frustrated
with the inefficiencies of hospital opera-
tions.

How do you spend your time 
when you’re not working? 
With my five kids, scouting and skiing.

What would you like your legacy to be? 
A company that lives beyond me with a

culture of responding to the changing
needs of society.

Little-known fact about yourself:
I have two very distinct personalities.
My work persona seems to be completely
different than my home persona. When
people from work see me at home, it
completely changes their perceptions
about me.

Best Business Advice: 
Hire the best possible people and get out
of their way.

Was it difficult to incorporate green con-
cepts into your company's culture?
We incorporated green into our culture
because our employees demanded that
we do so – it is the right thing to do.
Determining what makes “green sense”
and what doesn’t has been somewhat
difficult, but since the drive came from
below, it has not been hard getting ac-
ceptance.

Pete Blakely

President

Nevada Title Company 

Las Vegas

Biggest business challenge:
Acquiring and retaining the right people.
Our industry is relationships and people
based – without the right people we are not
able to serve our customers. We believe our
employees are our most valuable resource.

What do you like best about your job?   
The constant opportunity for growth – it is
an ever-changing environment and indus-
try. It’s important to keep an open mind to
learning and exploring new ways of doing
your job.

If you could start over and choose a 
different profession, what would it be? 
I love what I do so to consider starting
over is difficult to imagine. Perhaps I
would have gained a degree in law as that
area has been so vital to our growth.  

How do you spend your time 
when you’re not working? 
Mostly with my family, as I have two
small children at home.

Little-known fact about yourself:
For many years I supported my husband
in his art career – I sold art, decorated gal-
leries and loved every minute of it!

How do you spend your time 
when you’re not working? 
I love being with my husband and best
friend – Alex. We exercise, enjoy
movies, love visiting our second home
in Prescott, AZ and we like to travel.

Best Business Advice: 
Stay focused on the basics, do what you
do better than anyone else. Always be
learning and developing. Information
and knowledge are power.

Do you see an end in sight for the downturn
in the real estate market?
Las Vegas is an extremely resilient econo-
my. I feel confident as business leaders
that we are all looking at ways to correct
the current real estate market. Unfortu-
nately, it may be a year-long process.

Years in Nevada: 30                                  

Years with Firm: 27 

Type of business:
Title and Escrow

Robbie Graham
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(NRA). “If you were in the state after
9/11, you saw how something that
happened 3,000 miles away put the
damper on tourism here. The industry
did rebuild, but the incident certainly
demonstrated what happens when you
rely on a single industry to provide
the kind of significant financing for
your state government that gaming
does here.”

Traveling to Nevada requires travel-
ing – the state’s tourism destinations
are convenient to a mere handful of
major markets. “Nevada is farther
from the big markets than most other
destination cities,” said Bible. “New
York City is a destination market,
drawing from the very crowded east
coast corridor, Chicago is close to the
Midwest and in our case, we are more
isolated than any of our competitors
for other markets. People have to go
out of their way to come here – and

T
hey say nothing is certain except
death and taxes. Now, for Nevada
casino owners and operators,

even taxes are threatening to become
uncertain. Not the fact of taxes, but
the amount.

Nevada is a huge, open, beautiful
state. We have plenty of room, plenty
of sunshine and we’re known as
America’s adventure place. We’re the
distribution hub for the 11 western
states – located in the exact right spot
to be serviced by highway, air and rail
– and we have no inventory tax for
companies warehousing goods here.
We have 300 days of sunshine a year
and in addition to the attractive natur-
al environment, we have a compelling
business environment, with no corpo-
rate or personal income tax.

Much of the credit for Nevada’s
business friendly environment can be
attributed to gaming which is taxed at

6.75 percent and provides 48 percent
of state tax revenue. For decades
Nevada’s leaders have looked for
ways to diversify its economy at every
level, from local to statewide, repeat-
edly voicing concern about incubat-
ing its financial eggs in a solitary bas-
ket. Economic authorities across the
state have successfully introduced a
variety of different industries to Neva-
da. Steadily, these efforts have begun
to bear fruit, infusing the state’s busi-
ness communities with dynamic ener-
gy and equilibrium, and fortifying the
overall economic base.

The drive to diversify grew in-
creasingly urgent as other states
began to legalize gaming and again,
after the events of 9/11 showed how
isolated we are.

“We’re already overly dependent on
this one industry,” said Bill Bible,
president, Nevada Resort Association

Searching for Painless Solutions to Funding Issues
Taxes and Tourists:
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the shortest drive markets are in Cali-
fornia which is four or five hours
from Northern Nevada and four or
five hours from Southern Nevada.”

Eggs and Baskets

With the recent nationwide eco-
nomic downturn, Nevada is facing its
own budget shortfalls, some perenni-
al, others causing what will hopefully
represent short-term belt-tightening.
The state revenue for the 2008/2009
biennium is approximately $530 mil-
lion. Gov. Gibbons, looking for ways
to avoid raising taxes, has asked each
state agency to cut 5 percent from its
budget. “I will not support new or in-
creased taxes when we have proven
that the state can successfully address
the revenue shortfall through modest
reductions in statewide spending and
through the utilization of the state
rainy day fund,” said Gov. Gibbons.  

However, Nevada’s ongoing needs
must be met. For example, education
– which has struggled in our state for
some time – constantly requires fund-
ing to build and staff new schools in
rapidly growing communities, and to
improve lackluster student perfor-
mance statewide. 

Now there are two proposals look-
ing to find their way into law, both
aimed at increasing monies across the
state, both looking to increase taxes in
one sector, and both looking directly
at the casino industry. They’re not
proposed as short-term solutions,
since neither would go into effect be-
fore 2010, they’re to increase monies
and beef up Nevada’s budget. 

Reading, Writing 
and Arithmetic

One of the proposals comes from
the Nevada State Education Associa-
tion (NSEA) – Nevada’s teacher’s

Ask your broker about northern Nevada’s most 
comprehensive group health insurance carrier, 

or contact Saint Mary’s Health Plans at 
1-888-840-9080 or (775) 770-6065.
www.saintmaryshealthplans.com

http://www.stabledevelopment.com
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union – which proposes a 3 percent
tax increase, changing the state tax
rate on casinos from 6.75 percent to
9.75 percent of monthly revenue.

The NSEA petition is aimed at find-
ing funding for education. According
to Lynn Warne, president NSEA, the
increase of 3 percent on any casino
that grosses over $1 million per
month would generate approximately
$250 million a year, to be earmarked

exclusively for the education system
in Nevada.

“Of these new funds, 40 percent
would be allocated to improve stu-
dent achievement, 40 percent would
go to teacher salaries and benefits,
and 20 percent would be incentive
pay,” Warne said.

The second initiative – put forth by
Kermit Waters, a Southern Nevada at-
torney – proposes a 13.45 point increase

Cover Story: Taxes and Tourists

to 20.2 percent, a 200 percent increase
in taxes for any casino with more than
$1 million in revenue monthly. 

Waters drafted two similar proposals,
one of which calls for doing away with
taxes on owner-occupied single family
homes in Nevada. Both are meant to di-
rect funds to four principal areas: roads,
education, desalinization projects and
alternative energy resources.

“Negligent proposals by unqualified
interest groups threaten the delicate
economic balance in our state,” said
Bill Lerner, gaming analyst, Deutsche
Bank. “The reason we have a zero cor-
porate or personal income tax [in Neva-
da] is because the gaming industry es-
sentially subsidizes those things for the
citizenry and for other industries in the
state. So when you start messing with
the economics of the gaming industry,
the projects in that industry don’t pen-
cil out because of the impact of higher
gaming taxes. The gaming industry
won’t be able to subsidize what it has
historically. It’s that simple.”

Waters doesn’t find it that simple.
He believes casinos have gotten away
without paying their fair share for too
long. “Over the years they’ve contin-
ued to pay less and less. They used to
pay 38 percent tax, then 28 percent,”
he said, comparing Nevada’s casino
taxes to other states that pay 30, 40
and 50 percent.

“Forty-eight percent of the state tax
revenue comes from that 6.75 percent
gaming tax – that’s multiples of any
other state in competition with Neva-
da where gaming has been legalized,
even those with big tax rates,” said
Lerner. “In those other states, the per-
centage of the tax budget contributed
by gaming is 4 percent to 7 percent,
something in that range. We can’t just
look at a percentage in a vacuum and
say ‘well, you know, the rate’s low
and we feel it should be higher.’
These initiatives are similar to the
casino industry proposing a major
overhaul to Nevada’s K-12 cirricula.”

We Have Two Great Reasons 
to Celebrate the New Year.

Business Entities and Transactions • Intellectual Property • Commercial and Complex Litigation 

Government Affairs and Advocacy • Gaming and Administrative Law • Creditors’ Rights and 

Bankruptcy • Construction Law • Employment Law • Real Estate Transactions 

Land Use Planning • Energy, Environmental and Natural Resources Law

We rang in 2008 by advancing two talented attorneys to the partnership. Jacquelyn Leleu is 

a partner in our Las Vegas office, and Paul Deyhle is now a partner in our Reno office.

Ms. Leleu will continue to focus on employment, construction law and commercial 

litigation, all increasingly significant fields in the rapidly expanding and ever-changing 

landscape of Las Vegas. She graduated magna cum laude from Loyola University in Chicago, 

and earned her Juris Doctor from the Loyola University Chicago School of Law. 

Mr. Deyhle maintains a focus on business law, intellectual property law and administrative 

law. Paul studied intellectual property and business law at the City University of Hong 

Kong and earned a masters degree in business management while serving in the United 

States Navy. He worked for the US Attorney’s Office for the Northern District of New 

York and the Nevada State Attorney General’s Office. 

We are proud to have such distinguished individuals in our partnership.

Las Vegas 702-873-4100            Reno 775-788-2000 

www.mcdonaldcarano.com
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Why Casinos?

The simple answer is: Because
they have money. Other states with
legalized gaming have much higher
taxes on gaming revenue than Neva-
da, with the average in the U.S. at 20
percent. But, said Lerner, it’s impor-
tant to realize that competition is un-
limited in Nevada. “If you can raise
the capital and you’re licensable,
you can open a casino and actually
compete. In most other states those
gaming licenses are limited to a
handful of casinos, so when you
have a limited license environment
by law, it means returns on invested
capital are going to be higher, so
those other jurisdictions can sustain
a higher gaming tax.”

“[The NRA] has litigated against
the NSEA proposal, and the court
ruled and found that this particular
initiative, in some aspects, violated
Nevada state law and rewrote the dis-
closure language for them,” said
Bible. “We said the disclosure lan-
guage was inaccurate, so the court
wrote disclosure language less like a
public-relations-type campaign and
also deleted the provisions that would
have earmarked the money strictly for
education.” In January the court
struck out the language in Section 6
that earmarked the money for teach-
ers’ salaries and incentive pay. 

“I think you’re seeing taxation by
poling,” said Bible. “People conduct
polls. ‘We want to find money for X,
who do you think should pay? Should
we increase sales tax, or increase
property taxes, or do you think we
should increase casino taxes?’ And
respondents say, ‘Well, increase casi-
no taxes’ because they don’t see
themselves affected. So that’s taxa-
tion by selective poling.”

There’s also concern that Nevada’s
budget could end up like California’s
with initiatives making up 90 percent
of the budget and the legislature only

able to control and allocate 10 per-
cent of the budget, said James E.
Rogers, chancellor, Nevada System
of Higher Education. Not to mention
banking our budget on one industry.

Gaming has traditionally thrived
in Nevada because the state offers a
stable and predictable regulatory en-
vironment, as well as a stable and
predictable tax environment, said

Bible, which has permitted the in-
dustry to grow more rapidly and
profitably in Nevada than anywhere
else in the world.

“We’ve invested substantial por-
tions of money in Nevada gaming
that has really built the infrastruc-
ture in Nevada, which is, to a large
extent, the economic engine of
Nevada,” said Bible. 

YOUNG ELECTRIC SIGN COMPANY
FOROVER85YEARS.

GAMINGRETAILCOMMERCIALDESIGNCONSULTING 
ENGINEERINGMANUFACTURINGSERVICE

LEASINGFINANCING
ELECTRONICSINTERIOREXTERIORSIGNS
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Profitability

Proponents of increased gaming
taxes argue the resort industry can cer-
tainly afford to pay more. Nevada’s
nonrestricted gaming licensees report-
ed a total gaming win of $1.09 billion
for the month of December 2007. This
amounts to a 3.06 percent increase
compared to December 2006, when
licesees reported a gaming win of
$1.06 billion. For the fiscal year (July
1,2007 through December 31, 2007),
gaming win has increased 1.73 percent. 
(See chart below)

Doing the Math  

While residents would see some
changes – higher prices at the neigh-
borhood casino breakfast buffet or
show, or slower service in the resort-
destination environment, deeper finan-
cial impacts must also be considered.

Cover Story: Taxes and Tourists

According to Lerner, the NSEA pro-
posal reduces Nevada gaming cash flow
by an estimated 6 percent or more.
“Earnings would be lowered by 17 per-
cent. The Kermit Waters proposal would
create a 27 percent reduction and about
a 70 percent loss in operating profit.”

Casino operators have a fiduciary
responsibility to their public and their
shareholders, or, if privately held, to
their equity holders to seek the high-

est return on investment possible.
Currently Nevada casinos collective
return on capital projects is around 10
percent. That amount would drop to 6
percent if Nevada approached the av-
erage of a 20 percent tax, and 1 per-
cent to 2 percent net return on invest-
ment (ROI) in excess of cost of
capital if the NSEA proposal passes.
And under the Waters proposal there
would actually be a negative ROI. 

Source: State of Nevada Gaming Control Board Tax and License Division

“Proponents of increased gaming 

taxes argue the resort industry 

can certainly afford to pay more.”

Continued on Page 18
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World Wide Nevada
If Nevada is where your business thrives, it’s time 
to hit home with your customers. NV.COM offers 
your business, no matter how large or small, the 

only way to personalize a domain name that will 
reach the ones who need you most-Nevadans. 

Let NV.COM meet your high-performance 
needs and deliver the results you want. 

Just imagine: YOURBUSINESS.NV.COM, 
and imagine a world of opportunity.

Visit www.nv.com today!

Comparative Gaming Tax Rates

State Casinos Revs ($m) Gaming Tax Rate (percent)

Nevada 274 12,600 6.75

Mississippi 27 2,600 8

New Jersey 11 5,200 9.25

Louisiana 16 2,600 18.5 - 21.5

Iowa 16 1,600 22 - 24

Indiana 11 2,600 35 + adm. tax

Illinois 9 1,900 50 + adm. tax
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We’re  now se l l ing  and leas ing.

If you had our DNA, 
you’d clone yourself too.

Don’t miss this opportunity. Very little prime office 

space is left in Las Vegas. Here’s your chance to 

get into The Park at Spanish Ridge II before it’s  

too late. With the same attention to detail as the 

original, it’s certain to be one of the most sought-after 

office parks. Construction has already started right off 

the 215 beltway. Call us today before this opportunity is  

gone. For leasing or buying options, contact Dean 

Kaufman, Taber Thill or Trish Grant at 702.735.5700 

or visit lvcolliers.com

Another consideration is the con-
vention and tourism side of the casino
world. If either tax proposal became
law, it’s likely casinos would have to
raise convention prices and room
rates, prices in restaurants and on
many other facets of the gaming in-
dustry experience. Higher convention

prices could drive away convention
business. Costlier room rates and
higher prices for destination-experi-
ence entertainment has the potential
to erode the number of people willing
to travel to Nevada.

Furthermore, if gaming taxes are
raised, the potential result could be a

loss of jobs across the industry
board. “The employment base would
drop something like 20 percent, be-
cause casinos couldn’t handle a sig-
nificant increase in gaming tax, so
they’d have to downsize,” said Bill
Lerner. “What this could amount to
is shorter stays and shorter spends
per visit. So either way, even if we
try to reduce [the impact of the taxes]
through workforce reduction, which
is a natural reaction to a massive new
tax, it means an impact to service
levels and a loss of workers with
long-term experience. It’s just a
short-sighted solution.”

Finding Finances
Some casino owners and opera-

tors have responded to the initia-
tives with one of their own: to insti-
tute a broad-based business tax and
spread the tax burden further than
the casinos’ shoulders. A broad-
based business tax could curtail new
businesses looking to locate in the
state, or at least lead them to think
twice if our business-friendly envi-
ronment loses a little of its friendli-
ness, so that the newly instituted
business tax would have fewer new
businesses to actually tax.

However, “It would not destroy our
economy if we were one of the low-
est state taxes rather than no state
tax,” said Rogers. “Assume a car
dealership in Nebraska pays 12 per-
cent corporate income tax. If they
moved that dealership to Nevada they
pay none. By comparison if they paid
12 percent in Nebraska and we could
still say ‘Come here and pay 6 per-
cent in Nevada.’”

Given the state's budget delinquen-
cies, more taxes are imminent. The un-
certainty lies in which industry or in-
dustries will fill the void.

Jennifer Rachel Baumer is a freelance
writer based in Northern Nevada.

Continued From Page 16

http://lvcolliers.com
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You don’t work banker’s hours.
Neither do we.

As a business owner you’re never off the clock, and because we offer Treasury 
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manage all your business accounts, 24 hours a day, seven days a week, right from 
your desktop. That means improved cash flow, increased fraud prevention, and 
most importantly, a little extra time on your hands.  

 • Remote Deposits™

  • Information Management
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  • Risk Management
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stop into one of our branches or call us at (800) 693-7695.
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T
echnology is rapidly transform-
ing the way business is conduct-
ed, and technological change

seems to be picking up speed. Con-
sider how everyday life in the office
has been altered just in the last five
years: E-mail is rapidly making the
fax machine as obsolete as the manu-
al typewriter; beepers have been re-
placed by cell phones, which are in
turn morphing into multifunctional
“personal data assistants;” phone calls
and voicemail have migrated to the
Web; and spell-check has taken the
place of the dictionary. 

As the business world adapts to
these changes, Nevada Business Jour-
nal looked at four brick-and-mortar
industries to see how technology has
affected them.

Banking

Although bankers have a reputation
of being conservative, they have had
to adapt quickly to satisfy customers
demanding more online services and

more high-tech functionality. Bill Uf-
felman, president and CEO of the
Nevada Bankers Association, said
three principal technology trends are
changing the way financial institu-
tions conduct business. 

First, online banking has meant fi-
nancial institutions must now spend a
great deal of time and money combat-
ing high-tech fraud. They must try to
outsmart criminals intent on using
computer technology to steal cus-
tomers’ identities, create counterfeit
transactions, and cheat banks through a
seemingly endless variety of schemes.
“We’re spending more each year beef-
ing up our IT departments, but it seems
like we’re always one step behind the
career criminals,” Uffelman noted. 

Advances in imaging technology
have made it easier for criminals to
create nearly perfect counterfeits of
checks, so Nevada State Bank (NSB)
is now offering a product designed to
protect its business customers against
losses due to check fraud. Using the
banks’ Positive Pay Service, a client

company electronically sends the
bank a list of the checks and clearing-
house transactions it has issued, and
the bank’s computer then compares
items presented for payment with the
list it has on file. 

Another high-tech trend affecting
banks is offering more services on
cell phones or other mobile devices.
According to Javelin Strategy & Re-
search, which serves the financial ser-
vices industry, only 36 million U.S.
adults had access to mobile banking
services in 2007, but by 2012, that
number will reach 186 million people
as middle-market and smaller institu-
tions realize its potential for attracting
and retaining customers.   

Check imaging, which allows digi-
tal images of checks to be used in
place of paper checks, is another
high-tech trend changing banking. In
2005, NSB was the first Nevada bank
to use this technology in a product
called Remote Deposits. Business
customers use a desktop device to
scan checks and turn them into im-

High Tech in Nevada
How Technology is Changing 

Nevada Business

High Tech in Nevada
How Technology is Changing 

Nevada Business
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ages that are transmitted to a central
processing center, eliminating the
need to bring paper checks to the
bank. Hanan Sabri-Scott, senior vice
president at NSB, noted that deposits
can be made outside traditional hours
and checks clear more quickly. Al-
though NSB is still one of the leaders
in this type of business service, other
banks have had to offer similar prod-
ucts in order to compete. As Uffelman
noted, “If your bank isn’t offering a
product like Remote Deposits to your
business customer, he won’t be your
customer very long.”

Web-based lockbox services have
also proven popular with business cus-
tomers, according to Sabri-Scott.
These services allow a company to
have all checks from its customers
sent to a lockbox, where bank em-
ployees open the mail, scan all checks
and accompanying documents, credit
the company’s bank account, and cre-
ate customized reports. The company
can view all transactions online at a
secure site. “This creates efficiencies
in several ways,” explained Sabri-
Scott. “You can access the information
24 hours a day, it cuts down on the
time employees have to spend dealing
with these transactions, and it reduces
opportunities for employee fraud. You
can basically bank from your office,
without ever going into a branch.”

NSB recently rolled out a product
that takes the lockbox solution one
step further. In addition to basic lock-
box functions, Provider Pay lets med-
ical offices track insurance claims,
reconcile payments made for each pa-
tient and archive data. 

Commercial Real Estate 

Before the advent of MapQuest and
GPS units, a detailed city map book
was part of a real estate broker’s stock
in trade. Now, one commercial real
estate company has taken digital map-
ping to a whole new level. 
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Las Vegas, NV 89128. Northern Nevada Campus: 5370 Kietzke Lane Suite 102, Reno, NV 89511.
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Commerce CRG, an independently
owned and operated member of the
Cushman & Wakefield Alliance, has
developed a proprietary system called
AREA, Automated Real Estate Aeri-
als. Mike Hillis, managing partner
and principal broker for the Las Vegas
office, explained that the software
program combines map-based com-
ponents like Google Earth and aerial
photography with database compo-
nents, resulting in a multi-layered
image containing details customized
to a client’s specifications.  

“We can give a client a market tour
on the big screen in our conference
room, as opposed to getting in the car
and driving around town for three
days,” said Hillis. “If a client is look-
ing for 20,000 square feet of industri-
al space, we can pull up all the prop-
erties that fit that description, show on
our aerial map where each location is
in relation to the freeway system and

rail lines, demographics, traffic
counts, planned roadways – the bot-
tom line is, anything contained in a
data file can be put on our maps. By
mousing over a symbol on the map,
you can pull up information about
parcel size, permits and zoning, lease
rates, average household income, or
whatever you want.”

Ken Marrama, the company’s direc-
tor of research and marketing, noted,

“Any real estate agent can go to these
various public sources and end up with
a big pile of disorganized information,
but what we’ve done is integrate every-
thing and have it available almost im-
mediately. We can print out a map in
10 minutes and ship it out overnight to
an out-of-town client. Meanwhile,
people doing it the old-fashioned way
are in the back room putting stickers
on a map they’ve downloaded some-
where off the Internet.”

Hillis said representatives of a real
estate investment trust recently visited
his office, looking for sites for med-
ical office buildings in Southern
Nevada. “We quickly put together a
map showing the locations of all the
local hospitals, who owned the land
around those hospitals, how many
households were close to each site
they were considering, and where
growth was heading so they could
build in the path of progress. They
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said they’d been in markets all over
the US and had never seen this level
of sophistication anywhere else.”

He continued, “It’s part of [Com-
merce CRG’s] strategic positioning to
invest heavily in technology. Our
mapping department, headquartered
in Salt Lake City, is where our servers
are located. You couldn’t afford to put
this kind of technology in multiple lo-
cations. We have a team of people in
Salt Lake City who have put all this
technology together, and we have in-
vested more than seven figures in the
computer server system to perform all
these functions.”

Healthcare

Healthcare companies have fre-
quently been early adopters of tech-
nology, especially in the field of med-
ical imaging. In Las Vegas, the
members of the Sunrise Hospital sys-
tem have been using a system called
PACS (Picture Archiving Communi-
cations System) for the last four years. 

Vicki Gooss, director of imaging
and cardiovascular services for Sun-
rise Hospital and Medical Center and
Sunrise Children’s Hospital, ex-
plained that PACS allows hospitals to
digitize and share medical images,
which can be processed in a fraction
of the time it takes to develop film.
The digital PACS file contains not
only the image, but also data about
the patient, and even physicians’
notes. This increases accuracy, said
Gooss, and eliminates the chance of
films getting lost.

“It’s a much more efficient way for
physicians to manage their patients,”
noted Gooss. “Before PACS, doctors
had to go to the radiology department
at the hospital to view images. Now
they can access files from a worksta-
tion on the hospital floor, from anoth-
er hospital across town, or from their
office. Images can be accessed from
outside the hospital via a password-

protected Internet site, and they can
quickly be sent anywhere in the world
for review by specialists.”

Doug Long, vice president of pro-
fessional services at Sunrise, said,
“Technology is no good unless it in-
creases the quality of patient care,
and PACS does this by cutting down
the time between testing and treat-
ment. If a young patient at Moun-

tainView Hospital has a CAT scan,
the attending doctor can consult
with the pediatric radiologist on
staff at Sunrise Children’s Hospital
instead of waiting for the radiologist
to travel across town. The child gets
the advantage of a specialist’s ad-
vice, and can quickly receive the
proper treatment.”

Another high-tech innovation in use
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at Sunrise is the da Vinci surgical sys-
tem, whose four robotic arms hold a
set of miniaturized instruments and
three high-resolution endoscopic
cameras. When a surgeon’s hands
move at the console, the system
translates the full-sized movements
into micro-actions by the tiny instru-
ments.  Waldo Feng MD, PhD is a pe-
diatric surgeon at Sunrise Hospital
and Medical Center and Sunrise Chil-
dren’s Hospital.

Feng, who specializes in surgery
of the urinary tract, uses the da
Vinci system to treat children who
are born with birth defects affecting
the ureter, the small tube that leads
from the kidney to the bladder. Tra-
ditional surgery for this life-threat-
ening condition required an incision
from 4 to 6 inches long. “This was
necessary to enable the surgeon to
get all the instruments and retractors
inside the body and have room for

his hands to move around,” ex-
plained Feng. “The da Vinci robot
allows me to use the tiny instru-
ments to replicate my hands inside
the body. I make three dime-sized
incisions, one hidden inside the
belly button. There’s less blood
loss, much less post-operative pain,
and the hospital stay is reduced
from three days to one.”

Feng called the new robotic sys-
tem another stage in the progression
of surgical procedures. “First there
was open surgery, then laparoscopic
surgery, which doesn’t allow for
complex movements and only
shows a two-dimensional image.
Then there’s robotic technology,” he
explained. “By having three cam-
eras instead of two, you get a true
3D image, and the jointed instru-
ments give you a full range of mo-
tion. This isn’t a gimmick. It’s the
wave of the future.”

Manufacturing

One Nevada manufacturer embrac-
ing super-small technology in a big
way is Altair Nanotechnologies,
based in Reno. The company has de-
vised a process that extracts titanium
from a mineral called ilmenite, using
it to manufacture materials with parti-
cle sizes measuring around 1 billionth
of a meter, the size of just a few
atoms. These manufactured “nano”
materials are used in batteries, paints,
coatings and medicines. Altair Nano’s
products are shipped to end users
across the U.S., in Europe and Asia. 

Its flagship product is a battery that
replaces the graphite in traditional lithi-
um ion batteries with a titanium nano-
compound. Altair’s 35 kilowatt-hour
batteries are now being used to power
all-electric vehicles. Alan Gotcher,
PhD., the company’s president and
CEO, said the new battery offers sever-
al advantages over the power cells now
used in electric cars. Lithium ion bat-
teries last only three years, but the new
product has an estimated life of 15
years, and can operate in temperatures
from 40 degrees below zero to 160 de-
grees above zero. 

Lithium titanate batteries can be
recharged in about 10 minutes at a
high-voltage charging station, or be-
tween two and four hours if plugged
into a 240-volt line at a home or busi-
ness. Gotcher predicted that as electric
cars grow in popularity, “filling sta-
tions” for recharging cars will become
more available.

“My idea of an electric vehicle used
to be a golf cart – slow and clumsy,
with limited range,” remarked Gotcher.
“But the vehicles we’re producing with
Phoenix Motorcars [based in Southern
California] have a top speed exceeding
100 mph, a range of 130 miles, and bat-
tery life of more than 250,000 miles.”
Phoenix Motorcars’ full-sized, four-
passenger, electric pickup trucks are set
to hit the consumer market in 2009. Al-
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tair is also working with Britain-based
Lightning Car Company to product a
sports car with a range of more than
250 miles. Gotcher said concerns about
the effects of auto emissions on the en-
vironment have increased interest in
all-electric vehicles. “Our cars have
zero emissions coming out of the
tailpipe,” he remarked. 

Companies producing energy from
alternative sources like solar, wind and
geothermal can also use batteries pow-
ered by Altair’s nano-particles. In De-
cember 2007, the company shipped
several large battery packs to AES
Corporation, a worldwide developer of
power projects. AES is testing the bat-
teries in a 2 megawatt energy storage
system. “These battery packs can be as
large as 50 feet long, 5 feet wide and 8
feet high,” explained Gotcher. “They
can be used to store energy generated
by a wind farm, a solar installation or a
geothermal plant. This means alterna-
tive energy producers don’t have to use
transmission lines to get their energy
onto the power grid.”

Altair has also established partner-
ships with drug manufacturers Eli
Lilly and Company and Spectrum
Pharmaceuticals to use nano-particles
in drugs to aid in treating kidney dis-
ease. Sherwin-Williams and PPG are
using Altair’s nano-particles to create
better coating materials and rust-re-
sistant primers for aircraft aluminum.  

More Tech on the Horizon

With technology reinventing itself
every day, so-called traditional busi-
nesses depend more and more on
high-tech products and services in
order to remain competitive. Low-
tech and high-tech are becoming
more interdependent, creating a syn-
ergy that will be a powerful economic
force in the future.

Kathleen Foley is a freelance writer
based in Southern Nevada
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I
n its monthly Industry Outlook se-
ries, Nevada Business Journal
gathered with commercial builders

to discuss the various challenges fac-
ing their organizations. They con-
fronted concerns such as project fi-
nancing, recruiting and retaining
qualified employees, as well as the ef-
fect of the construction industry’s
image. Connie Brennan, publisher of

Nevada Business Journal, served as
moderator for the event that, as part of
the NBJ’s monthly Industry Focus se-
ries, brings industry leaders together
to discuss issues pertinent to their
professions. Following is a condensed
version of the roundtable discussion.

Financing Projects

Has financing projects 
become more challenging?

Scott Loughridge: On the commercial
development side, clients are having
difficulty securing financing for pro-
jects. Financing is very difficult now
because of the change in the market.
Many projects are being put on hold
or shelved for financing reasons.
Jeff Vilkin: From the subcontracting
standpoint, our whole wood business
has really been challenged by the
slowdown of the residential market.
Residential framers currently have
nothing to do and the only market
available to them is the commercial
market – the margin is pretty much
gone. The financial market is discon-
certing. So many projects seem to be
hovering and pending sheets. It makes
you wonder if they are ever going to
get financed.
Nelson Cumana: We have had several
clients whose projects just aren’t pen-
ciling out right now and are all on
hold. It would probably be more prof-
itable for them to sell the property
than to develop it. So, we have lost a
couple like that and then there are
some just up in the air, waiting for fi-
nancing. 
Larry Monkarsh: The financial market
is a huge issue. Projects are actually
stopping in the middle because fi-
nancing has dried up. Financiers offer
a commitment to the loan, however,
after it is approved, they want a pre-
leased requirement. The rules are
being changed halfway through a pro-
ject, which stops the project until a

Industry Focus: Commercial Builders

Continued on Page 53

Former Nevada Governor Robert List has joined the firm as senior counsel.  He will 
advise clients in the areas of regulatory and governmental affairs on a national basis
from our Las Vegas, Reno and Washington, D.C. offices.

Bruce Leslie has joined the firm as a partner. He will represent clients in the areas 
of real estate, gaming, secured lending transactions and general business matters
throughout Nevada. 

Midwest in origin and with nearly 300 lawyers located in offices coast-to-coast and
in Shanghai, Armstrong Teasdale provides sophisticated legal services through its
local presence to business and governmental clients.

ARMSTRONG TEASDALE
WELCOMES

To Its Las Vegas Office, Further Expanding
The Firm’s Capabilities In Nevada

robert list

www.armstrongteasdale.com / 702.650.2828

CALIFORNIA      ILLINOIS    KANSAS      MISSOURI      NEVADA      SHANGHAI    WASHINGTON, DC

bruce leslie



March 2008 53

pre-leased requirement is completed.
With that said, one of our biggest
problems is controlling our overhead.
You have a signed contract, superin-
tendent, project manager and then you
are told to stop building. 

Staffing Issues

How difficult is it to recruit 
and retain talent?

Steve Brooke: After we get the right
people, it’s hard to keep them if you
aren’t keeping pace with the new
salary requirements, which are being
driven by the huge Las Vegas Strip
projects. Coupled with that, recruit-
ing out of state is difficult because of
the current cost of housing. We have
Californianized ourselves. It’s a big
problem.
Monkrash: We’ve tapped the military
for the superintendents. Those who
have served in the military know how
to take charge and run operations.
They don’t really know construction,
but you spend some time with them,
train them and they’re quick learners.
Most people today want to get into
business and make money right away
– they don’t understand the process of
working their way up the ladder.
Linda Harris: But if you look at the
average income for the construction
industry, overall, the Las Vegas mar-
ket pays about 21 percent higher. 
Joe Crisci: We have started going out
to recruit younger people, individuals
who are not in construction, but have
good work ethics, and we train them
with superintendents for six months
to a year. It has really increased the
quality of our superintendents. 
Catherine Robinson: We have started
mentoring students from the construc-
tion management school at UNLV.
They go out into the field and work in
the office with our project managers.
It’s important to allow these students
to work both  in the field and in the

Continued From Page 28
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office to help them understand fully
all aspects of the business. In the long
run, it will help in our industry’s re-
cruiting efforts. 
Randy Highland: We have done a lot
of internal surveys in our company
with our employees. The consistent
feedback that we get is that folks want
a challenging place to work, they
want an opportunity to advance, and
they want to like their boss. In order
to keep these employees, we must
create a likeable work environment
and provide opportunities for ad-
vancement. 
Jerry Daugherty: That is the challenge
– creating an acceptable workplace. If
you have an employee who is happy,
he or she will stay. If you have an un-
happy employee, he or she is going to
go on to the next company. It all de-
pends on whether or not the employ-
ees are happy.
Highland: In order to stay competi-
tive, we must train existing employees
and provide growth opportunities. We
focus on training our younger em-
ployees and taking them to the next
level of leadership in our company.
Over the next five to 10 years, there
will be an even greater shortage of
qualified trade people. The immigra-
tion issue at hand is also going to
cause more challenges for our indus-
try moving forward, and might elimi-
nate a lot of the workforce that we
have relied on in the past.
Dick Rizzo: It’s important to focus on
the employees we already have – pro-
fessional staff, administrative staff
and subcontractors. Two years ago,
we were at 250 administrative and
professional staff in Las Vegas and
now, we are at 750 people. Finding
and attracting these employees to
come to this area was difficult. But
what it has forced us to do is develop
our own training program, which we
have now invested in. We have dedi-
cated 2,000 square feet of office and
around 10 employees to conduct

NOW OPEN! • Las Vegas, NV 89118
3200 South Valley View Blvd. • Las Vegas, NV 89102

702-257-7777 • www.ncbnv.com
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training sessions. It’s a big investment
for us – around an annual basis of $1
million in terms of training, bringing
in outside professionals, and bringing
employees up to speed on the latest
trends. We have to do that to meet the
demands of our clients. 

Industry Image

Does the image of the construction
industry make recruitment 
efforts more challenging?

Highland: Yes, I think many parents
today don’t want their kids to get into vo-
cational trades. We’re looking at attract-
ing college students who have a knack in
the field and want to get into that side of
the business and pushing them over to
the superintendent side and field man-
agement side. There’s been success there
but it’s going to be a huge challenge for
the industry moving forward.

Greg Korte: It’s not an attractive in-
dustry to be in. The perception of the
industry started back in the ’40s and
’50s, when adults wanted something
better for their children than they
had, and it’s been a continual
process. For management positions,
the construction industry is not re-
spected or perceived as successful
like being a doctor or a lawyer.
Every school or university system
that has a construction management
program has 100 percent job place-
ment for their students, which is out-
standing for students and the school,
but it’s not enough.

Highland: We have to do a better job
of promoting the construction in-
dustry. The only people earning
higher salaries than a student gradu-
ating with a construction manage-
ment degree are engineering and
nursing graduates. 
Kevin Burke: We’re in a demanding
business. Construction requires long
hours, hard work and is confronta-
tional at times – it’s challenging to at-
tract the right people. Many times,
qualified staff look at the develop-
ment side of the business as much a
more attractive alternative – more
money and fewer hours.

http://www.lmshellconstruction.com


Suzette LaGrange, vice president
of Colliers International Las Vegas,
shares her advice on the 
commercial brokerage industry.
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BROKERING THE DEAL
MORE  THAN  JUST  A  PRETTY  FACE

S
uzette LaGrange, vice president
of Colliers International Las
Vegas, never had a second

thought when it came time to decide
on her lifetime profession. A native
Las Vegan with a family background
in business and development, she
earned a bachelor’s degree in finance
at the University of Nevada, Las
Vegas, and quickly rolled up her
sleeves to begin full-time work at CB
Richard Ellis. “I always knew I want-
ed to be in commercial real estate,”
she said. “I’m a deal junkie.” After

honing her craft for 10 years at CB,
she joined Colliers three years ago,
and so far in her career, has been in-
volved in commercial sales and lease
transactions of around 15 million
square feet.

Although LaGrange was fortunate
enough to be involved in deal mak-
ing right out of college, Dean Will-
more, senior vice president of Pru-
dential CRES/IPG in Las Vegas,
didn’t become a broker until age 30,
after having learned the business
working for a development company.

He attended the University of Ari-
zona with the intention of becoming
an architect, but ended up with a de-
gree in finance. “I liked to draw, but
then I saw kids who could draw cir-
cles around me,” he said. His broth-
er convinced him that a career in
commercial real estate (CRE) would
be fulfilling. Because of the com-
plexity of CRE transactions and the
need for trust and experience, Will-
more believes that potential brokers
need time and experience in the field
before actually brokering deals

Building Nevada: Brokering the Deal
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themselves. “You aren’t believable
at 21,” he explained. He also said
that brokers need to become profi-
cient in sales and dealing with peo-
ple before jumping into high level
commercial negotiations. 

For people with the “right stuff,” a
career in CRE can be exhilarating, as
well as very financially rewarding.
“Every day in commercial real estate
is different from the day before. I love
the fact that I get to work with busi-

ness owners and entrepreneurs. It’s
sophisticated and challenging,” Will-
more said. 

John Pinjuv, president of Reno-
based Grub & Ellis NCG, agreed.
“The type of client is really exciting.
You get to help these people realize
their dreams,” he said. Because they
are interested in people, brokers find
that one of the most interesting parts
of their job is working with an eclec-
tic array of individuals who represent

a fascinating variety of business en-
terprises. “I love learning about their
businesses,” Willmore explained. 

Who Can Meet the Challenge?

In spite of its glamour, however,
brokers emphasize that CRE is a
tough, highly competitive business
that isn’t for everybody. Those who
are contemplating a career in it need
to be scrupulous in their preparation
for this world of complicated business
deals. “You need to have some fi-
nance background,” Pinjuv empha-
sized. Thus a college degree in busi-
ness and real estate qualifies as a
foundation along with obtaining a li-
cense from Nevada to sell and/or bro-
ker real estate. Licensing require-
ments include course work, which is
specified on the Nevada Real Estate
Division Web site, as well as a state

Building Nevada: Brokering the Deal
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“I’m a deal junkie.”
Suzette LaGrange,

vice president of Colliers International
Las Vegas
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examination. Beyond the intellectual
piece, however, is the equally impor-
tant personal side of this business.
“You have to be disciplined, detailed,
determined and ambitious,” La-
Grange said. “You can’t be afraid to
hear ‘no.’” Brokers also have to be
people-oriented and willing to work
long hours, especially in the begin-
ning of their careers. “You can’t do
this part-time,” she explained. “I work
50 hours a week.”

Because payment is based strictly
on commissions, starting out in the
CRE business can be brutal. “It takes
a year or two to build relationships.
You need to have a year’s worth of
income to live on first,” Pinjuv ex-
plained. Recalling his early years in
the business, Willmore said those
starting out need to ask themselves:
“Am I willing to live on cocktail
wienies for a year?” Commissions

are paid only when a deal is final-
ized – such as upon the signing of a
lease – at which time, the broker
typically will receive one-half the
commission with the remaining half
paid upon tenant occupancy. Com-
missions can vary anywhere from 1
percent to 10 percent depending
upon the size and complexity of the
transaction. A typical lease arrange-
ment is usually around five percent
which would then be split 50-50 if

two brokers are involved – one rep-
resenting the lessee and one repre-
senting the landlord. With many
complicated deals taking months
and even years to complete, it’s vital
to have a number of them in the
pipeline to survive financially, bro-
kers say. “One of the barriers of
entry to this business is not having
the cash in the pipeline. I’ve had
deals that I worked on for three
years,” LaGrange said.

GREEN 
MEANS 
GOLD

Molasky Corporate  Center
( LEED ® 

“Every day in commercial 
real estate is different.”

Dean Willmore,
senior vice president of Prudential CRES/IPG
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What Brokers Do for Clients 

Deals can be very complicated for
brokers because they are involved in
the transactions every step of the way.
The role of the broker is to introduce
owners to buyers or tenants, furnish
market data and advise their clients
on specific transactions as they relate
to overall market norms, according to
attorney Alan Sklar, managing partner
of Sklar Williams LLP in Las Vegas.
Brokers can represent either owners
or tenants. Also, according to Sklar,
more specifically brokers will:
• Find a buyer or tenant for a client
who owns property.
• Locate an available property that
meets the criteria for a purchasing or
leasing client.
• Assist client in determining price
negotiation strategy and ultimately
arriving at an agreeable price.
• Advise on market norms regarding
size of deposit, length of due dili-
gence and time to closing.

With about half of his work having
significant real estate elements to it,
Sklar is an experienced hand at per-
forming the legal side of CRE trans-
actions. In protecting the clients’ legal
interests, Sklar said an attorney will:
• Advise the client on the structure of
the transaction.
• Ensure that the legal documentation
reflects the client’s understanding of
the deal.
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• Represent the purchaser in obtaining
acquisition financing or assuming ex-
isting debt that the property may be
subject to.
• Counsel the client on special issues
such as environmental and regulatory
matters.

Because most business people don’t
have the level of expertise in property
transactions that a CRE broker does,
it’s important for them to use a broker
to protect themselves, and also to en-
sure they are getting the best possible
deal. Business individuals should do
what they do best, which is to manage
their businesses, leaving the nuts and
bolts of hammering out a real estate
deal to broker experts. “Any deviation
of time takes away from running their
business,” LaGrange explained. Busi-
ness owners should also keep in mind
that they are not required to pay an
extra fee for the broker service be-
cause the broker’s commission comes
out of the rent, lease or sales pay-
ments. According to Willmore, the
advantages of using a broker include
the following:
• Helps client see all the available op-
tions.
• Gives client more clout in negotiat-
ing.
• Provides a free consultant.
• Delivers an unbiased evaluation.
• Guarantees confidentiality.
• Eliminates personal issues.
• Saves time.

376 E. Warm Springs Road, Suite 160
Las Vegas, NV 89119

www.oakviewconst.com
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• Ensures favorable contract lan-
guage.
• Minimizes the risk and maximizes
the dollar advantage.
• Provides a single point of contact.

With the strong growth Nevada
has experienced in recent years, bro-
kers have become even more impor-
tant in the overall commercial/indus-
trial expansion of the state. Because
many clients are new to Nevada,
they rely even more heavily on the
knowledge of locally based real es-
tate professionals. In many respects,
CRE brokers have become the front
lines for economic development
agencies and chambers of commerce
throughout the state. “I’m selling
Las Vegas every day I work with
somebody from someplace else,”
LaGrange said. Because many busi-
nesses investigate multiple locations
when they are in the process of relo-
cating, frequently, brokers must not
only find the right property for their
clients, but also sell them on the
community as a whole. LaGrange
recalls brokering a deal for an out-
of-state company that required 1.5
million square feet for a distribution
center. After looking all over the
Southwest for the right location,
they settled on a site in North Las
Vegas. “I had to convince them that
Southern Nevada was the best place
to be,” she said.    

Economic growth has also raised
the bar on the quality of business
clients coming to Nevada, according
to brokers. As the business-friendly
reputation of the state grows along
with its prestige for being a vital
and dynamic community, larger cor-
porations, as well as more multi-na-
tional/global enterprises are finding
it attractive as a potential location.
CRE deals have become increasing-
ly more complex and larger in terms
of space requirements and dollars
involved. LaGrange recently
worked with such entities as HCA
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Healthcare, ProLogis, DP Partners
and CDW Corporation. Pinjuv has
represented clients such as Califor-
nia Health Care Foundation, Bank
of America, Wickland Oil, Charles
Schwabb Company and AT&T.
Sklar has provided legal representa-
tion for Centra Properties, Siefert
Investments and Executive Home
Builders. With a wide variety of
clients over the past 16 years, Will-
more has individually completed
more than 600 office and industrial
sale and lease transactions valued in
excess of $400 million. “I couldn’t
have moved to Las Vegas at a better
time,” he said. “It’s been fantastic. I
love it here.”

Thinking Before Leaping

Although a broker will be an in-
valuable asset to commercial clients,
business people need to do some
thoughtful homework before engag-
ing a professional to help them. If the
transaction involves moving an office,
for example, officespace.com sug-
gests that owners and managers ask
themselves the following questions:
• Why are we moving?
• How will the move benefit the future
of the business?
• What is the cost of the move and can
we afford it?
• What are the disadvantages of the
move?
• When is the best time for the move?
• Can the business afford an interrup-
tion for the move?

If the deal involves finding space
for a new startup business, prelimi-
nary questions should include:
• Where is the most ideal physical lo-
cation?
• How large a space is needed?
• What kinds of special requirements
does the business have for such things
as utilities and transportation?
• How soon does the space need to be
available?

Building Nevada: Brokering the Deal
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before the final decision to hire is
made. A broker should only be hired
when the business is sure of going
ahead with the transaction and prop-
erty should not be seen until that bro-
ker is on board. For those contem-
plating a “do it yourself” deal,
professionals strongly advise against
it. “It’s in their best interest to hire a
broker rather than do it alone,” La-
Grange advised. 

Perhaps the most misunderstood as-
pect of CRE is that it’s somehow re-
lated or similar to residential real es-
tate. Nothing could be further from
the truth, according to CRE profes-
sionals. Residential sales agents and
their clients should never assume that
their experiences in buying and sell-
ing homes can be compared to the
complex world of commercial/indus-
trial transactions. In comparing com-
mercial to residential, Willmore said
to forget everything you ever knew
about residential. “Residential is a
very emotional buy, but commercial is
a business decision,” Pinjuv said.
While the process of buying a home is
pretty much standardized, according
to LaGrange, dealing in commercial
property is far more complicated be-
cause almost everything can be con-
sidered negotiable. 

Looking into the Crystal Ball

Although residential and commer-
cial real estate represent divergent in-
dustry sectors, both have suffered
downturns in recent months. “No indi-
vidual developer caused these prob-
lems,” Sklar said. “Collectively we
have a problem. The market turned
very quickly.” With continued losses
month after month, the residential
market has yet to bottom out. Foreclo-
sures are at record highs and new con-
struction down sharply. Relying some-
what on leasing to carry it through,
however, CRE has seemed to weather
the shrinking market in better shape
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• How much can the business afford
to pay?
• Are there any issues concerning fi-
nancing?

Once the broad-based questions
have been fleshed out and the deci-
sion has been made to pursue a real
estate transaction, business people
can begin the search for the broker
who will best steer their ship through

the potentially stormy seas of com-
mercial real estate. Brokers empha-
size that it’s a good idea to get per-
sonal recommendations from
business colleagues you know and
trust along with checking other client
references. Attention should be paid
to a broker’s other clients to prevent a
potential conflict of interest. Ideally,
several brokers should be interviewed

Building Nevada: Brokering the Deal
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enough to have things in the pipeline,”
she said. “It’s definitely a buyer’s and
tenant’s market, so we can negotiate
fantastic deals.”

As seasoned experts who have en-
joyed the fruits of successful careers
for some years, these professionals ex-
pect the vitality of Nevada to continue
to provide them with exciting opportu-
nities. “Las Vegas and Reno are buoy-
ant markets because of their continual
growth,” Sklar explained. Although
growth has slowed, Pinjuv doesn’t ex-
pect it to stop anytime soon. “Northern
Nevada is still a very dynamic commu-
nity,” he said. As he reflects on the part
he plays in building Las Vegas, Sklar
looks forward to continuing to bring
value and satisfaction to his many
clients. “To be part of building a city is
very exciting,” he said.

Jeanne Lauf Walpole is a freelance
writer based in Northern Nevada.
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than residential. Leasing is still strong,
but buying is very slow, according to
Willmore. “You may need to lease dur-
ing good or bad markets, but you don’t
need to invest,” he explained. Invest-
ment buyers who were looking for
commercial buildings or land for de-
velopment have all but disappeared.
“Land sales have almost come to a
standstill,” Willmore said. “The dri-
ving force is the interest rate. If it falls,
sales will start to pick up.” Market un-
certainty has kept many people on the
sidelines, according to Sklar. “They
are in a wait-and-see mode,” he said.
Sklar has found that due to economic
changes, much of his work these days
involves recapitalization of residential
condominium projects that have yet to
be built. In order to keep projects vi-
able during the downturn, builders are
restructuring their financing packages
until it becomes attractive enough to
build again. “Developers who have

large loans on land might be in a scary
position,” Sklar said.

With the economic forecast uncer-
tain at best, CRE professionals have
mixed feelings about the immediate
future of their business. Sklar is some-
what pessimistic about the coming
months. “We have more pain to come
yet,” he said. “I don’t think it will wash
through the system by this summer.”
Willmore said that after a number of
years of very strong growth, he’s con-
servatively optimistic about the imme-
diate future. “We will see a return to
normalcy. People will evaluate more
before going forward. I think 2008 is
going to be a good year,” he said. Pin-
juv views the downturn as a correction
in the housing market which he said
affects office space because it’s related
to home builders. LaGrange acknowl-
edges the downward market, but shifts
her focus to make the best of it. “It has
slowed down a little but I’m fortunate
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TOTAL MARKET Las Vegas Reno
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558,025

3.20%

561,800

530,370

$2.23 

0 

290,700

15,050,304

603,724

4.0%

0

5,914

$2.14 

750,699 

433,010

14,045,824

1,147,848

8.17%

168,617

600,000

$1.84

856,291

2,838,491

4,384,439

173,758

4.0%

116,440

330,171

$1.97

359,544

1,930,695

2,760,288

362,961

13.1%

92,834

67,359

$2.06

72,000

14,500

2,819,911

106,822

3.8%

0

-29,156

$1.86

207,877

147,758

Reno-Sparks
For the first half of 2007, cash

registers kept ringing up sales in
spite of the wobbly housing mar-
ket, soaring gasoline prices and
high levels of debt. Although
consumer confidence began to
diminish later in the year, some
retailers continued to seek ex-
pansion opportunities while oth-
ers pulled back. Locally, retail
industry fundamentals remained
strong as most new develop-
ments planned or under con-
struction were in-fill or catching
up to the housing boom of the
last several years.

Caution and uncertainty will
most likely characterize 2008.
Although it has never been so
difficult to make projections, I
believe the retail market should
stay in remarkably good shape.
Hopefully, vacancy rates will re-
main stable with a possibility of
inching up.  Rents, particularly in
new developments with excess
shop space and older B & C
properties, could decrease slight-
ly and Landlords may need to
consider incentives as Retail bro-
kers report that some tenants are
now pushing back on rents and
re-trading deals. And while the
tenant pool may drop off to some
extent with lease-up times and
negotiations taking longer, deals
will get done. 

The housing market will even-
tually recover and retail will
once again have rooftops to fol-
low. Until then and based upon
current market conditions, I am
predicting that year-end vacancy
rates will increase slightly to 8.5
percent.

Southern Nevada statistics compiled by 
Colliers International and Restrepo Consulting

Northern Nevada statistics compiled by 
Colliers International Reno

ABBREVIATION KEY

MGFS: Modified Gross Full-Service 

SF/MO: Square Foot Per Month

NNN: Net Net Net

RETAIL– 4th Quarter 2007

Next Month: OFFICE

Las Vegas
While the housing depression has

led to a decline in retail sales growth
in the Las Vegas Valley, an increase
in retail employment indicated con-
tinued growth for the Valley’s retail
market. The Nevada Department of
Employment, Training and Rehabil-
itation recorded 104,900 retail jobs
in December 2007. 

Construction activity was high
with 561,800 square feet of new re-
tail space added in the fourth quar-
ter, increasing the Valley’s inventory
to a total of 40.3 million square feet.
All of this new retail space was
Community Center space located in
the North Las Vegas submarket.
Fourth quarter absorption of
523,459 square feet is lower than
completions, resulting in a closely
balanced absorption-to-completion
ratio of 93:1. Consequently, vacancy
increased moderately to 3.1 percent
in the fourth quarter. 

Given the large amount of new re-
tail space entering the market and
many projects at virtually full occu-
pancy, it is not surprising that rents
continued their ascent in 2007, set-
tling at $2.17 per square-foot NNN. 

Of the 3.17 million square feet of
forward-supply, 63 percent was
under construction with the remain-
ing in the planning stages. Notably,
the Valley has seen no completions
of Power Center space since 2003,
however, more than 1.2 million
square feet is currently under con-
struction, with another 450,000
square feet planned.

If all of the anchored retail space
presently under construction or
planned were completed, it would
represent a 7.9 percent increase in
the Valley’s retail space inventory. 

Retail Market Summary
4th Quarter 2007 

C O M M E R C I A L  R E  R E P O R T
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(DBE). These designations have
opened doors for the company, al-
lowing GDC to get in front of pro-
ject managers and decision makers
to expand its client base. 

Throughout the years, GDC’s ser-
vice has gained the company repeat
clients and a reputation as a reliable
general contractor. The company’s
high-profile clients include Station
Casinos, City of Las Vegas, Clark
County, Clark County School Dis-
trict, Harrah’s Entertainment, MGM
Mirage, Nellis Air Force Base,
Wynn Las Vegas and Young Electric
Sign Company. 

“Being certified as an MBE and
DBE has allowed us to get a foot in the

door,” said Erick Sanchez, president
of GDC. “We’ve been fortunate
enough to provide a sought-after ser-
vice and take pride in offering quality
results, which has allowed us to main-
tain strong relationships with clients
and subcontractors.”

While the company has grown
substantially, it continues to seek
new ways to develop further.

With the unparalleled growth of
Southern Nevada over the past fif-
teen years, new and long-established
Las Vegas-based companies like
GDC are renovating and building
properties to accommodate business
expansion and keep up with compet-
itive trends. 

hether building from the
ground up or renovating
an existing property,
there comes the task of

hiring a general contractor, a process
businesses do not take lightly. Un-
derstandably, companies want to
hire a contractor they can trust to
complete the job efficiently, adher-
ing to proper building codes and tai-
loring a project to best suit a busi-
ness’ needs. 

Commercial general contracting
company, General Design & Con-
struction (GDC), is a general contrac-
tor that has a growth story of its own,
allowing it to appreciate the chal-
lenges that accompany business ex-
pansion and the importance of results.

GDC is supported by father and
son, Ramon and Erick Sanchez, and
their long-time business partner,
Gene Perry. The three principals
have deep roots in Nevada. The
company was founded in 1996 as an
in-house company that built storage
warehouses for Ramon Sanchez and
Gene Perry’s steel supply company,
P & S Metals, Inc. In 2001, when
Erick joined the company as presi-
dent at the age of 22, the business
changed focus.

Today, GDC is a general contract-
ing firm specializing in gaming re-
sorts, hospitality projects, restau-
rants and bars, retail stores and
office buildings, as well as govern-
ment and public works projects, but
the company sprouted from humble
beginnings. 

As part of its effort to secure new
clients, GDC applied for and re-
ceived certification as a Minority
Business Enterprise (MBE) and Dis-
advantaged Business Enterprise

From the Ground Up
Las Vegas General Contractor Expands
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Boy Scouts Event 
Raised More Than 

$200,000
The Boy Scouts of America Las

Vegas Council organized The Sport-
ing Clays Classic an event at Desert
Lake Shooting Club, which had
fifty-five corporate teams entering at
$5,000 and higher. The teams, com-
prised of members from sponsoring
businesses, competed on the clay
course in gun rack-equipped golf
carts and participated in Smith &
Wesson, as well as Land Rover
events. The Las Vegas Boy Scouts
raised more than $200,000 to sup-
port the 34,000 Boy Scout members
in Las Vegas. The money will be
used to support scouting events
throughout the year.

Acquisition of 
Las Vegas Hotel-Casino 

Completed
The Siegel Group Nevada, Inc.

and Tippins Holdings, LLC an-
nounced the completed acquisition
of the Gold Spike Hotel & Casino
located in Downtown Las Vegas.
The hotel, which is a non-restricted
gaming facility containing 1125
rooms, restaurant and lounge is
comprised of four parcels situated
on 1 acre, was purchased for $21
million. A third party gaming oper-
ated will continue to manage the
Gold Spike which will operate dur-
ing the renovation period.

structure in order to handle addition-
al air traffic growth that’s expected to
occur as a result of additional hotel
rooms over the next several years.

Douglas County Approves 
GoldTown Hotel and 

Casino Resort Project
American Vantage Companies and

its subsidiary, Brownstone Gold-
Town CV, LLC, announced the ap-
proval of Phase I and II of the
planned GoldTown Hotel and Casi-
no Resort project. The planned 300-
room/suite resort with 105,000
square feet of casino space, restau-
rants, entertainment venues and
convention facility is to be con-
structed in Douglas County on 45
acres fronting Highway 395.

Carry-On Trailer Company 
Opens in Winnemucca

Carry-On Trailer Corporation, a
manufacturer of tow-behind utility
and cargo trailers, recently opened
its manufacturing plant in Win-
nemucca, the company’s first facili-
ty on the West Coast. This manufac-
turing plant marked a milestone in
economic development and diversi-
fication efforts in Winnemucca and
Humboldt County which depends
primarily on gold mining, agricul-
ture and tourism. More than 100 new
jobs have been created at the new fa-
cility and the plant is expected to
employ more than 200 people as
production increases.

Kortek Services and 
Connecting Point Merge

Kortek Services Inc., a Las Vegas-
based technology solutions provider,
merged with Ron Cook’s Connect-
ing Point, a technology business
continuity company. Kortek will be
relocating to Connecting Point’s
Fremont Street facility. Ron Cook
has been named chairman of Con-
necting Point, Lester Keizer will be
CEO and Lyle Epstein will be presi-
dent. The company’s customer focus
will remain making technology a
business accelerator for their clients.
The merger will create a firm with
more than 50 years of computer in-
dustry management experience. The
company will focus on small to
medium-sized business networking
with specializations in business con-
tinuity and disaster recovery, com-
puter telephony, secure thin-client
computing and compliance with
Federal HIPAA and GLBA network
security regulations.

McCarran International 
Completes Busiest Year

McCarran International welcomed
approximately 47.7 million arriving
and departing passengers last year,
making 2007 the busiest year in the
airport’s 59-year history. The total
marked a 3.1 percent increase from
2006, which previously was the
busiest year with nearly 46.2 million
passengers. Work continued through-
out 2007 to expand McCarran’s infra-

N E V A D A  B R I E F S
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products, Autodesk, believes in the
importance of driving sustainable
design awareness and adoption. 

Practices most utilized include op-
erating design software to predict
and evaluate HVAC operating costs,
energy modeling and baseline analy-
sis, and evaluating and exploring al-
ternative building materials to maxi-
mize energy performance and
minimize environmental impact.
The use of three-dimensional soft-
ware models allows the architect to
analyze various building orienta-
tions to maximize site use and mini-
mize energy use and environmental
impact, while also identifying and
eliminating possible design conflicts
within the structure.

In fact, according to the United
States Green Building Council
(USGBC) database there are cur-
rently 78 LEED projects registered
in Nevada. 

The most prominent project on
this list is the MGM Mirage Project
CityCenter – the $7.4 billion devel-
opment currently under construction
on the Las Vegas Strip. With 18 mil-
lion square feet of building space,
CityCenter will dwarf all LEED-cer-
tified structures in the United States
to date, bringing more attention to
green design and possibly influenc-
ing still more architects, contractors
and manufacturers. 

CityCenter entered the LEED pic-
ture after 2005, when the Nevada
Legislature created the nation’s only
statewide tax abatement program for

owners of LEED-certified buildings.
The legislation allows businesses to
cut property taxes up to 50 percent
for 10 years for builders meeting na-
tional standards. It is estimated that
MGM Mirage is already scheduled
to save $90 million in 2007. 

Through a combination of techno-
logical innovation and tax incen-
tives, maybe it is easy being green
after all. 

Deric Hill is president of Holman’s
of Nevada, Inc., a technical services
company.

t’s not easy being green.
Easy or not, being green
has become increasingly
popular. With the latest

computer aided drafting software at
their disposal, architects now have the
resources to make green building a re-
alistic, cost-effective alternative.  

Green building, the practice of in-
creasing the efficiency of buildings
and their use of energy, water and ma-
terials, thus reducing a building’s im-
pact on human health and the envi-
ronment, is accomplished through
better siting, design, construction, op-
eration, maintenance and removal –
the complete cycle of a building’s life. 

Related concepts of sustainable
development and sustainability are
integral to green building. Effective
green building can lead to reduced
operating costs by increasing pro-
ductivity and using less energy and
water; improved public and occu-
pant health due to improved air qual-
ity; and reduced environmental im-
pact. In the broad context,
sustainable architecture seeks to
minimize the negative environmen-
tal impact of buildings by enhancing
efficiency and moderation in the use
of materials, energy and develop-
ment space.

Fortunately architects and design-
ers today have a variety of design
tools available to assist them in the
analysis and modeling of their de-
sign projects. The developer of the
AutoCAD family of two-dimension-
al and three-dimensional software

I

Innovative Technology
Aiding in Green Practices
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change on local governments’ fi-
nances. Elected governmental offi-
cials want to know the fiscal or fi-
nancial impact of developments that
appear before them, not only to ful-
fill their due diligence require-
ments, but to provide answers to
questions dealing with taxes and
public services that are of concern
to their constituents. 

Residents living in the area of the
proposed development are usually
concerned that the development will
stretch law enforcement services and
that the funds required to provide addi-
tional police officers won’t be avail-
able.  They are concerned that their
water rates will increase to pay for the
additional hook-ups in the develop-
ment. Overall, they are concerned that
they will end up paying a higher price,
whether in taxes or lower service lev-
els, to subsidize the new development.

An FIA answers all these con-
cerns and questions through a three-
part process. 
1. Estimate the additional revenue
that a local government will receive
from the development. 
2. Estimate the costs of public ser-
vices required for the residents and
employees of the development. 
3. Compare estimated revenues to
estimated costs to determine if a
revenue surplus or deficit exists. 

Revenue deficits can be mitigated
by some creative thinking. By using
the FIA as a guide, the developer
can pinpoint those areas of need and

can offer the governing board solu-
tions to mitigate or eliminate
deficits. In addition, using the FIA
as a guide, the developer is then
able to work with the local entity to
negotiate on terms preferable to
both parties. Some examples are as
follows:
• Land can be donated for schools or
parks, reducing or eliminating the
jurisdictions’ need to purchase land
for those purposes. 
• A fire truck or other heavy equip-
ment can be donated. 
• A development agreement with the
jurisdiction can be drafted that al-
lows the developer to front the costs
of infrastructure or operations to be
repaid in later years when the tax
revenues start flowing. 

It is often said that an FIA, like
many other projections, is more of
an art than a science. A fiscal impact
analysis will not estimate the exact
impact of a development. However,
if done properly, it will provide a
government entity with a clear pic-
ture of whether a particular project
will generate a revenue surplus or a
deficit. When used in conjunction
with analyses for economic impacts,
traffic impacts, and environmental
impacts, a fiscal impact analysis is
an invaluable tool for developers
and governments alike.

Candace Evart is president and Eu-
genia Kokunina is senior analyst for
Meridian Business Advisors. 

ue to the high, up-front investment as-
sociated with a real estate
project, developers have a
substantial economic in-
centive to see their plans

approved by local jurisdictions. One
way to increase a developer’s chance
of approval is through a fiscal impact
analysis (FIA).

This informational, quantitative
tool measures the financial impact
of the development or land use

D

Fiscal Impact Analysis
A Measurement Tool for Success
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Ignoring Public Interest

ample of this than the public education
system, nor a place where the conse-
quences for education have been more
disastrous than in Nevada. Existing
supposedly to provide children with the
tools they need to lead productive lives,
Nevada’s public education system in-
stead has become a self-serving entity
more interested in growing its own po-
litical influence than in offering quality
education. Too busy catering to the
powerful teacher union, among other
special interest groups, our elitist edu-
cational establishment class simply
cannot be bothered with something as
trivial as the interests of the people.

This contempt for ordinary
Nevadans manifested itself most clear-
ly in the Board of Education’s recent
decision to meet increased public de-
mand for charter schools by halting the
creation of new charter schools. This
seems absurd, but is easily explained:
Charter schools operate freer from the
controls of the educational establish-
ment than do traditional public schools,
and thus are seen as a populist threat to
the establishment’s grip on power.

Nevadans ought to be fed up with
these kinds of shenanigans – and, ac-
cording to a survey conducted for the
Nevada Policy Research Institute by
the Friedman Foundation for Educa-
tional Choice, they are.

The statewide survey, conducted
in December 2007 (and available at
npri.org), sought to gauge
Nevadans’ attitudes toward the
state’s education system. To summa-
rize: They’re not happy.

Asked to rate the state’s public
school system, only 28 percent said it
was either “excellent” or “good.” Given
a list of five types of schools, a paltry
11 percent said they would prefer to
send their own children to a regular
public school.

Yet, true to form, our public educa-
tion apparatus forces the vast majority
of Nevada’s kids into the regular pub-
lic system – which 89 percent of
Nevadans reject.

Not surprisingly, the survey also re-
veals significant public appetite for al-
ternatives to the traditional system. Ma-
jorities indicated support for several
measures that would increase choice,
including charter schools (55 percent),
special needs scholarships (56 percent)
and school vouchers (54 percent). Ad-
ditionally, expanding educational free-
dom is far more popular with Nevadans
than the left’s tired argument that the
greatest obstacle to improving educa-
tion is a lack of funding. Only a third of
Nevadans are buying that.

Nevada’s education system has un-
derperformed for a long time, and now,
the extent to which the people are frus-
trated – and the kinds of reforms they
want – have been expressed clearly.
The only question remaining is
whether the elites who govern will fi-
nally begin to listen – or whether
Nevadans will have to take matters into
their own hands.

Andy Matthews is vice president for
communications at the Nevada Policy
Research Institute.

lexis de Tocqueville wrote
in Democracy in America
that “It is doubtless impor-
tant to the good of nations

that those who govern have virtues or
talents; but what is perhaps still more
important to them is that those who
govern do not have interests contrary to
the mass of the governed; for in that
case the virtues could become almost
useless and the talents fatal.”

This idea – that the actions of those
who govern ought to be consistent with
the interests of the mass – is the very
foundation of democracy, a tool meant
to serve not only as an enabler of ac-
countable government, but also as a
safeguard against government abuses.

American society today is vastly dif-
ferent from what Tocqueville encoun-
tered in 1831, and the extent to which
government reflects the will of “the
people” has changed dramatically, and
in different ways. In many cases – the
granting of universal suffrage, for ex-
ample – the change has, rightly, ex-
tended greater power to those who con-
stitute the governed, and in doing so
has brought the nation into closer har-
mony with its founding principles.

Often, however, change has come in
the opposite direction, resulting not in
an expansion, but rather a contraction,
of popular power. Increasingly, the ac-
tions of those who govern reveal hostil-
ity toward the interests of the governed
– and instead reflect the will of a small
but influential (wealthy) group of spe-
cial interests.

One won’t find a more egregious ex-

by Michelle Danks
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Nevada’s Public Education System

F R E E  M A R K E T  W A T C H  C O M M E N T A R Y



Who Reads Us?

The Decision-makers
The Trendsetters
The Companies and Industries

That drive Nevada’s economy.

Who Reads Nevada Business Journal?

Our 82,000 monthly readers are the people who make decisions on
purchases, investments, personnel, community issues, and more.

They are business owners and executives throughout Nevada, in the
private and public sectors, and in companies large and small.

Your advertisement in Nevada Business Journal reaches the power
players with the influence to affect the future of your company.

As Nevada’s only statewide business magazine, we offer 
a unique opportunity to reach this important audience.

For more information, call:
(702) 735-7003 Ext. 6333

Or download a Media Kit from www.nbj.com



those skills with fellow employees.
Managers must follow up to ensure
that the training delivers the desired
outcomes to determine whether or not
the programs will be used in the future.
Finally, if the training delivers the
promised outcomes, managers must
ensure reinforcement and support.

Mark Keays is president of Desert
Management Services, a Las Vegas-
based management consulting firm.
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mployee training is recog-
nized by most organiza-
tions as a critical require-
ment to stay competitive

and profitable. Employee training, if
done well, can be an excellent compa-
ny investment. Unfortunately, in many
cases, it ends up as money wasted with
no positive impact on the employees’
performance or the organization’s bot-
tom line. Many employees tend to look
at a few days of training especially if it
is off-site and presented by an outside
provider, as a few days off work. The
reason that feeling might exist is be-
cause management does not communi-
cate to the employee its expectations
as to how the training will benefit the
employee and the organization.

A good training program should re-
sult in employees gaining knowledge
or skills that can be utilized to perform
more effectively on the job. There are
two questions that managers and su-
pervisors should ask to determine if
the training meets the organization’s
needs. First, is training really the an-
swer? In many cases training does not
resolve the employee’s or organiza-
tion’s need. Many people are sent to
training in order to improve their pro-
ductivity when in reality the employee
needs to be better motivated, and in
those cases, the organization may end
up with a well-trained individual who
is still not motivated to perform. Sec-
ondly, has the employee been told the
results he or she is expected to achieve

after attending training session?  If an
employee is sent to training on- or off-
site, he or she should understand his or
her responsibility to share new skills or
knowledge with fellow employees
after completing training. 

The challenge is that in many cases
managers and supervisors do not
communicate to employees their ex-
pectations for improved performance
as a direct result of the new training
they have received. Additionally,
managers do not reinforce applica-
tion of new knowledge or skills.
Managers often fail to follow up with
employees upon their return which
reinforces their belief that the train-
ing isn’t expected to pay any real div-
idend to the organization.

Internal or external training should
be reviewed and the stated outcomes
analyzed. If the stated outcomes match
the organization’s needs, employees
who are sent to training should be told
that they are expected to come back to
the organization to utilize what they
have learned, and if appropriate, share

Maximizing the Benefits of 
Employee Training
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al information has been stolen, be sure
to alert the institution that issued the ID
immediately. To speed up the process,
keep a list of your account numbers and
organizations’ customer service tele-
phone numbers in a safe place so you
can contact them easily when you need
to. Find out which forms of ID leave
you most vulnerable and try to carry
them with you less often.

Don’t Trash Your Identity
In addition to theft, scammers often

go through trash to find discarded ac-
count statements that contain the in-
formation they need to make fraudu-
lent purchases. To prevent this, use a
paper shredder to destroy documents
that contain personal information. Or,
simply tearing apart the paper on
which your account number is printed
also can deter thieves.

Get Your Credit Report
If an identity thief has invaded

your accounts, their activity will
probably show up on your credit re-
ports. Under federal law, you can re-
quest a free credit report from each
of the three major credit agencies
once a year, and it’s a good idea to do
that annually. Privacy rights organi-
zations recommend requesting a re-
port from each agency every four
months to get a regular update on
whether you have recently been the
victim of identity theft.

Contributed by the Nevada Society
of CPAs.

Keep Your Eye On Your Wallet
How do they get your account

numbers? The easiest way is to steal
your wallet, mail or check. They can
then use information on your bank
statements, Social Security card,
ATM card, driver’s license, credit
card or other pieces of ID to get im-
portant identification numbers and
other data, such as your date of birth. 

If you suspect anything with person-

ould you become a victim
of identity theft? It’s more
likely than you might ex-
pect. Identity theft occurs

when someone uses your identifica-
tion without authorization to commit a
crime. When it comes to identity theft,
prevention is the best defense. The
Nevada Society of CPAs offers these
tips and observations to help you
avoid becoming a victim. 

Identity Theft

M O N E Y  M A N A G E M E N T

Don’t Let It Happen To You!
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Some of the best political consultants
in Nevada are certainly that way. Men
like Billy Vassiliadis, Sig Rogich, Kent
Oram, Pete Ernaut and the late Jim
Joyce – some of the top names in Neva-
da’s campaign hierarchy – often didn’t
handle a client unless they knew that
person was a good fit for the office.

You won’t find their names associat-
ed with some of the more unscrupulous
politicians we’ve had in recent memory
because they knew these individuals
did not have the integrity it takes to be
good, compassionate and strong politi-
cal leaders.

They are associated with names
such as Clark County Commissioner
Bruce Woodbury, former Governors
Bob Miller and Kenny Guinn, for-
mer Attorney General Frankie Sue
Del Papa and State Senators Bill
Raggio and the late Jim Gibson Sr.,
all dedicated and outstanding public
officials.

Are there unscrupulous practitioners
of the profession? Of course. Politics is
a big-money business, and a corrupt

politician can always find someone who
will take their money to get them re-
elected or elected to a higher office. 

However, it’s obviously wrong to
assume that everyone in a particular
profession is just out for the money.
The consultants mentioned here and
many of their colleagues turn away
more clients than they agree to han-
dle. It’s just not worth getting in-
volved with a candidate who will
eventually end up hurting the system
they love so dearly.

At the time this column went to
press, one of Nevada’s elite political
consultants, Kent Oram, was facing
health problems and fighting to get
back in the game and continue pro-
viding advice and counsel to some of
Nevada’s best public servants. Neva-
da needs him to get well and get back
to what he does best – electing quali-
ty and upstanding political represen-
tatives.

Michael Sullivan is president of Knight

Consulting, a local government affairs firm.

re political operatives the
scourge of American poli-
tics, the corrupters of all
that’s pure and just about

our Democratic process? The answer,
as with many things in our political
world, is yes and no.

The job of a political consultant is
much like the job of a sports agent –
they guide their client’s career by help-
ing to make strategic decisions at criti-
cal times. They also negotiate and han-
dle difficult chores so their clients can
concentrate on “bigger” tasks, like win-
ning games or, in politics, like accom-
plishing their agenda.

Anytime you apply professional
techniques and principals to an emo-
tional process like a campaign, you’re
bound to be viewed as a troublemak-
er. Political consultants are often the
ones convincing their candidates that
it’s time to go negative, to hit their op-
ponents with everything but the
kitchen sink.

They are also the ones who advise
clients that their stand on an issue
doesn’t match the polling data, so
they should compromise a bit and not
really tell the public exactly how they
feel about healthcare or gun control.  

It is an operatives’ job to get their
man or woman elected. They would be
derelict in their duty if they didn’t give
accurate advice designed to help win
an election and put their client in of-
fice. On the other hand, most good
consultants have a great sense of fair-
ness and truly love this American de-
mocratic process.

by Michelle Danks

A

Political Consultants
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by speeding up depreciation provi-
sions. This will allow firms to write
off an additional 50 percent for in-
vestments purchased in 2008. 

The stimulus bill will also put hun-
dreds of dollars into the hands of
Nevadans who – along with more
than 130 million American families –
will receive a rebate check. The stim-
ulus package will provide tax relief of
up to $600 per individual and $1,200
per married couple, plus an additional
$300 per child. 

Rebates will also go to anyone who
receives at least $3,000 in Social Se-
curity income, self-employment in-
come or veterans’ disability payments
(including payments to survivors of
disabled veterans), enabling 20 mil-
lion seniors and 250,000 disabled vet-
erans to receive stimulus checks. 

Here at home, 1.1 million Nevadans
will collectively receive rebates val-
ued at more than $1 billion under this
legislation, with the average house-
hold in the Silver State set to receive
a check totaling more than $900.        

Finally, the package increases af-
fordable refinancing opportunities and
liquidity in the housing market. For
2008, the bill increases FHA loan lim-
its up to $729,750. To enhance credit
availability in the mortgage market, the
measure includes an increase in the
loan limits for single family homes
from Fannie Mae and Freddie Mac –
from $417,000 up to $729,750. The in-
crease covers loans made between July
31, 2007, and December 31, 2008.

Two other key priorities for me, and
ones that will help to spur economic
growth, are the extension of important
tax credits for business research and
development and for clean energy
production. 

As a member of the House Ways
and Means Committee, I have been
working with my colleagues to extend
the “Research and Development” tax
credit. America must compete in a
global economy and that requires
companies to engage in cutting edge
research and development. Extending
the R and D tax credit will help to
keep American businesses on the
leading edge when it comes to selling
the world new and innovative goods
and services.

America also needs clean renew-
able energy and with greater invest-
ment, we can produce even more of
those megawatts right here in Neva-
da. The Silver State is already fast
becoming a world leader in the use
of solar power and we continue to
have an enormous geothermal ener-
gy potential which could one day
power even more of our homes and
businesses. 

Extension of the “Renewable En-
ergy” tax credit will reward those
who produce power using the sun,
wind, geothermal heat, biomass or
other renewable resources. Investing
in renewable power production will
create new “green collar” jobs right
here in America and will increase our
nation’s energy independence.

ecades of vibrant growth
and the continued expan-
sion of our economic base
has made Nevada a great

place to live, raise a family and run a
business. Unfortunately, the arrival of
2008 has brought with it new con-
cerns about the impact of record
home foreclosure rates and rising
mortgage prices, along with higher
costs for goods and energy.    

Like Americans all across the na-
tion, Nevadans expressed their support
for Congress to pass legislation giving
our economy a quick boost. Working
in a bipartisan fashion, Congress
moved in early February to address
these economic concerns with the pas-
sage of a bipartisan stimulus package.  

In passing this legislation, Congress
and the White House joined together
to provide families and businesses
with stimulus rebates that will put
money into local economies all across
the nation. Other incentives included
in the legislation seek to create new
jobs, spur equipment sales, and ad-
dress mortgage and foreclosure issues.

In order to encourage more busi-
ness investment, the bipartisan plan
doubles the amount small businesses
can immediately write off their taxes
for capital investments made in 2008
from $125,000 to $250,000, for pur-
chases of new equipment of up to
$800,000 (from $500,000). 

In addition, the package provides
immediate tax relief for all businesses
to invest in new plants and equipment

D

How will the stimulus package 
boost Nevada’s economy?
Tax Credits Helping Families and Businesses 

S P E A K I N G  F O R  N E V A D A

Congresswoman Shelley Berkley
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he slowdown continues. U.S.
GDP grew at a tepid rate of 0.6
percent for the fourth quarter
of 2007. Job growth showed
similar weakness, a decline of

17,000 jobs over the last month, leaving em-
ployment essentially flat. Indeed, it takes a sub-
stantially greater decline than last month’s job
losses for a recession. End-of-year numbers
may also be influenced by irregular events more
than other times of the year. So some caution is
warranted as a small data revision could easily
wipe out this decline. Still, the overall picture is
worse than a year ago. Unemployment is up to 5
percent nationally; and even greater in Nevada -
- at 5.7, 5.6, and 5.4 percent, respectively, for
the Silver State, Clark County (Las Vegas), and
Washoe (Reno).

The housing correction began in mid-2006.
Finance-sector corrections began in mid-2007
in response to the subprime mortgage difficul-
ties in housing. Other economic sectors have ex-
perienced weakness depending on their linkage
to housing and finance. Still, some business sec-
tors have not been affected. Overall, Nevada’s
business conditions continue to soften in step
with U.S. conditions, but further declines are
necessary to get an old fashion recession.

A recession occurs when you have sharp,
identifiable, and significant declines spread
across the economy. Nationally, real GDP, real in-
come, employment, industrial production, and
total sales offer evidence of a U.S. recession. In
the Silver State, we look for significant declines
in employment, taxable sales, gaming revenue,
and visitor volume for a recession. To date, we
don’t see it. Such events may yet unfold, how-
ever. So far, the sharp declines have been limit-
ed to housing, real estate, and financial sectors,
despite the extensive media coverage and the
psychology of pessimism that such coverage
might generate.

The Fed has cut the Fed Funds rate by 2.25
percent and the discount rate by 2.75 percent. In
addition, the Term Auction Facility (TAF) has been
implemented. This Fed action has sustained
stock and bond markets of late, showing some
signs of hopefulness. Volatility will continue,
however. Foreign direct investment and export
growth are likely to persist if there is no deep re-
cession. So, amid the turmoil, one sees some
adjustments now under way, which could make
outcomes brighter than those of the doomsay-
ers. Fiscal policy actions may also prove helpful
if timely, targeted, and temporary.

R. Keith Schwer
UNLV Center for Business and 
Economic Research

units previous comments

GROWTHDATA
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Department of Commerce, U.S. Bureau of Labor Statistics, U.S. Census Bureau; U.S. Federal Reserve Bank.
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Do you feel our “Sin City” image makes 
Nevada a tough place to raise kids?

Darren Hankel, Principal,
Consultants in Marketing, Inc.,

Las Vegas
“If you take a proactive role in parent-
ing, you can instill core values and
ethics that lead to a solid moral foun-
dation. Even though my two daughters
are young, I engage them in conversa-
tions so that I understand how they are
interpreting the world we live in.”

June Connelly, Executive Director,
Las Ventanas, Las Vegas

“I was worried about the ‘Sin City’
image before we relocated our fami-
ly here. After moving here, we had
no concern at all. Las Vegas has
many activities and events for the
entire family. Parents must take re-
sponsibility to guide children in the
right direction.”

Michael Beardslee, President,
IT Strategies, Las Vegas

“While there are visible gaming ma-
chines almost everywhere, parents
should not use them in front of their
kids. Don't take your entire family to
‘local spots’ with bars and gaming.
Basically use some common sense.”

Ann Morgan, Stockholder,
Jones Vargas, Reno

“No.  Reality, not image, affects fam-
ilies. My children were born and
raised in Nevada.  They went to an at-
risk elementary school where the ded-
ication of the teachers gave them not
just a good but a great education.
They both graduated with honors and
think Nevada is the best place in the
world to live.”

Steve Budin, President,
The Budin Group, Las Vegas

“I think it's tough to raise children
anywhere. If parents are involved and
have open lines of communication, the
odds of successfully raising children
increase.  There are negative influ-
ences all around – at schools, online,
on television. Kids need to be taught
how to avoid the negative influences.”

Frank Gatski, CEO,
Gatski Commercial Real Estate 

Services, Las Vegas
“Las Vegas offers much more for its
youth than it has in the past. It has
real communities, great schools,
churches, parks, shopping centers
and neighborhoods that make it a
great place to raise children.”
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