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VESTIN FUND I
IS PLEASED
TO ANNOUNCE

that since its inception on
September 1, 2000, Vestin Fund I

members have received

distributions in excess of
40% of their investment.

Vestin Fund |
is a fully subscribed
$100 million fund.

()
VESTIN

CAPITAL

Member NASD/SIPC

2901 El Camino Ave.
Las Vegas, NV 89102

Past performance is not necessarily indicative-of future results. Investment in
morigage programs involves a number of significant risks. Please refer to the
prospectus for discussion of risk factors. Percentage calculated by dividing
total distributions by initial investment, assuming initial invesment made on
Sept 1, 2000 and all distributions reinvested and compounded.
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Joe Consumer Goes to the Doctor

A CAUTHONARY TRJIEE

oe is a middle-aged guy with no seri-

ous health problems, but lately he has

been getting heartburn and an occa-

sional upset stomach. His wife finally
nags him into making an appointment to
see the doctor. In the good old days, he
could have just called the doctor and made
an appointment. But in 2003, the first thing
Joe has to do is check with his insurance
company and see if his doctor is on their
list and if they will pay for an office visit.
His friendly family doctor has left the state
because he couldn’t afford to pay his mal-
practice insurance premiums. So Joe
makes an appointment to see someone he
has never met before. The doctor’s office
gives him the next available appointment,
which is a month away. Joe wonders what
would happen if he had a serious problem
and asked to be seen right away. Maybe
he’d only have to wait a week or two.

On the scheduled day, Joe arrives at
8:55 a.m. for his 9 a.m. appointment. He
had asked for an early appointment, figur-
ing the wait would be less. Foolish Joe!
Since he is a new patient, he fills out 8
pages of information about his health his-
tory, his personal habits, the health of his
children, siblings, parents, grandparents,
neighbors, college roommates, etc. As 10
a.m. approaches, he asks the front desk
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person when he will be seen. “I have to go
to work right after this” he explains. She
gives him a pitying look. “The doctor will
see you soon,” she answers. At 10:30, Joe
is shown into an examination room and
told to undress. Around 11:15, a Physi-
cian’s Assistant arrives. Joe asks when the
doctor will arrive. “Oh, you don’t need to
see him,” the PA. explains. “This is just
routine.” The examination takes around
five minutes, and by this time Joe has for-
gotten all the questions his wife told him
to ask. He is given two prescriptions and
told to schedule some lab tests. When he
gets to work, the Boss gives him the third
degree about why he took off the entire
morning for a five-minute checkup. Joe
gets the feeling this will be added to his
permanent record. His stomach now hurts
more than ever.

He stops at the pharmacy on the way
home from work to pick up his prescrip-
tions. “That will be $125.00," says the
pharmacist. “What?” cries Joe. “T have in-
surance. That can't be right.” The pharma-
cist shrugs. “These drugs are non-formula-
ry. They re not on the insurance company’s
list, so they cost more” Joe pays the
$125.00 and makes a mental note to take
his power bill out of the stack of bills he
had scheduled to pay.

After Joe gets home, he takes the medi-
cine that’s supposed to make his stomach
feel better. Not only does it not make him
feel better, it makes him worse. He is mis-
erable all night long, and calls the doctor in
the morning. but of course he can’t speak to
the doctor. He has to leave a message on a
machine. After Joe waits all day for a return
call, someone phones from the doctor’s of-
fice at 5 p.m. and advises him to take an-
other prescription instead. Joe is not sur-
prised that this prescription costs $70.00.

The following week, Joe undergoes a se-
ries of tests that involve fasting, drinking
foul-tasting fluids and having tubes put into
body parts that he’d rather not think about.
He misses a full day of work, which angers
the Boss. His original stomach complaints
are about the same, but the strange side-ef-
fects of the medications he’s taking make
him feel worse than ever. Paying the de-
ductible for the lab tests causes him to take
yet another bill out of the “Bills to Pay”
pile, and losing a day’s pay makes him take
out another one.

After waiting several days to find out the
results of his lab tests, Joe calls the doctor’s
office and leaves a message on their ma-
chine. (By now, he despairs of ever hearing
from the doctor directly.) Another day goes
by with no reply. He gets a letter from the
lab requesting him to call the doctor’s of-
fice for the results of his tests. He calls the
office again and leaves a rude message on
the machine. The next day, the Physician’s
Assistant calls and says the lab results were
fine. However, the doctor wants to schedule
another set of tests just to be sure. These
tests will be even more invasive and expen-
sive than the previous ones, and won't be
covered by his insurance. Joe will have to
ask his landlord if he can wait for the rent
check until the next payday.

“If there’s nothing seriously wrong, why
do you think I'm having these problems?”
Joe asks. “The doctor thinks it may be
stress,” says the P.A. “Have you been ex-
periencing any stress lately?” Joe throws
the phone against the wall and jumps up
and down on it after it hits the floor.
“Stress? Me? No, I'm fine, just fine! Ha!
Ha! Ha!” He is still laughing when the
men in white coats come to take him away.
He hopes the asylum is on his insurance

company’s list. %

COMMENTS? email: lyle@nbj.com
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CENTRAC RAIG

CENT RA CRAIG DISTR]BUTION CENTERS | & 1l
PROPERTY LOCATION
* Distribution / Warehouse Buildings « Southeast corner of Craig F-
+ +/- 40.14 gross acres - total size Road and Flossmoor Street
+ 30 foot minimum clear height (1/4 Mile east of Lamb
* Parking ratio 1:1,400 square feet of building area Boulevard, less than 1 1/2
* Dock-high and grade level loading to each suite mile east of [-15)
« Build-to-suit and purchase opportunities * Additional 2 acre retail site
+ Join tenants like RC Willey, Wal Mart, Whirlpool, fronting Craig Road available
Las Vegas Container, and Fritkin Jones for sale

or South ?

CENTRA// wrk

www.centrapark.com

CENTRA PARK

PROPERTY LOCATION

* Master planned business park * Interstate 15 freeway exposure

* Retall opportunities available * Close proximity to McCarran International Airport

» For sale, lease & build to suit options » Direct access to |-15 via Russell Road Interchange
» Retail/ Showroom, Office, Warehouse/Manufacturing & 1-215 via Las Vegas Boulevard

» Flexible tenant sizes * Immediate access to many “Strip” Resort Casinos
» Above standard parking allocation and Destinations via Frank Sinatra Drive

* Upscale business park environment « Premier distribution location

A Development by: For Leasing Information Call:

,e CENTRA COLLIERS 702 735 5700

PROPERTIES, LLC PN TEIRNATIONAL Dﬂﬂ Dghaﬂr’ s’oﬂ
Brian Pankratz
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dierra Nevada Gollege

5812 §. Pecos, Ste. B
Las Vegas, NV 89120
Tel: (702) 434-6599
Fax: (702) 436-3838

Please call (702) 434-6599 on how you can
be licensed to teach within 3 semesters.

* Flat Poly Bags
* Tape
* Tools & Equipment

e Zipper Bags
¢ Can Liners
* Paper Bags

800-926-6100

550 Lillard Drive
Sparks, NV 89434

www.associatedbag.com

Poly Bags, Packaging,
and Shipping Products

Lowest prices in the industry!

* Rubbermaid®
¢ Shipping Boxes
* Packaging Peanuts

¢ Bubble * Gloves * CD/Disk Mailers
* Tags & Labels * Nylon Ties e Tote Bags
* Vinyl Products * Staplers * Tape Dispensers
—— RENO-SPARKS — v/ Next-Day Delivery on
orders placed by 5 p.m.
775'358'2300 v’ Get 10% Off any item
FREE test samples you've never bought before
and FREE catalog! v’ Ask for Free Freight on
: orders of $250 or more
Outside Metro Area

v Same-Day Delivery
also available

We deliver more...you spend less!

Associated
Bag Company

Packaging & Shipping Supplies
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SHOPPING FOR INFORMATION?

Paul Glen reveals the three reasons why
technology-oriented people (a.k.a. geeks)
pose such a challenge for today's managers
and why leading them is different from lead-
ing others. Glen offers the following sugges-
tions for motivating geeks:
» Give them some sense of the larger signif-
icance of their work. Without a sense of
meaning, motivation suffers.
* Be explicit about the role a new technolo-
gy plays in a business. Otherwise, some will
misunderstand the centrality of their work
and others may develop delusions of
grandeur.
» Define work as a project. Projects help turn
work into a game with objectives that delin-
eate both goals and success criteria.
* Encourage isolation from other segments
of the staff. While geeks need free-flowing
communication within their own work-
groups, seclusion provides fertile soil for mo-
tivation, cohesion and concentration.

In anew book called Leading Geeks, author

» QOffer free food, but intermittently. “Never-

underestimate the power of free food. | can't
offer any rational explanation, but for geeks,
even those making sizeable incomes, free
food offers major support to motivation de-
velopment, far more than an equivalent
amount of cash,” said Glen.
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Amenca Gets a “D” in Financial Literacy

Americans aren't flunking financial
literacy, but they're close. With a
grade of 67, Americans get a “D” in
their knowledge of important money
matters, according to Bankrate.com’s
Financial Literacy benchmark study,
released this spring. The national
survey of 1,000 Americans revealed
that, while most Americans know
what to do, they aren’t doing it.

» Roughly half the American public is concerned about lack of
savings.
* Fifty-five percent worry they do not have enough money put
away for an emergency.
 About 33 percent of Americans are worried that: they will
lose a job; their employer will decrease their benefits; their
home will lose its value; they will not be able to pay their
mortgage or rent.
» Older Americans tend to be smarter about money moves
than younger Americans.
e Gender makes no difference: Women are no more or less
financially literate than men.
* 66 percent of Americans know that keeping an emergency
fund is very important. ¥




Health Plan of Nevada Client

In 1982, Ynu Had Sume'Fretty Good Ideas S0 Did We.

You've always had a strong entrepreneurial spirit.
_ And, you've come a long way thanks to years of
@'- : hard work and good ideas. Health Plan of Nevada
& is another one of those “good ideas.”

)
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\Lf.«‘qc NALE

So when the time comes to select a
health plan for your business, choose
Health Plan of Nevada - because
good health takes a good plan.

srwcs@:asz

HEALTH PLAN OF NEVADA, INC:

a subsidiary of Sierra Health Services, Inc”

Ower 20 years strong and growing.

21NV HPN.03.261

(702) 821-2200 - (800) 873-0004

- www.healthplanofnevada.com
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Howard Periman

PRINCIPAL/ PRESIDENT
PERLMAN ARCHITECTS INC.
. HENDERSON

Years in Nevada: 10

Years with Firm: 25

Type of business

A multi-faceted architecture firm that in-
cludes (among others) master planning,
urban planning, commercial and residen-
tial projects. public works, hospitality
and interiors.

Biggest business challenge

The biggest business challenge Perlman

Jody Marshall

DIRECTOR OF RECRUITING
RESOURCE ASSOCIATES
LAS VEGAS

Years in Nevada: Native

Years with Firm: 3

Type of business
Executive Search Firm, Recruiting and
Headhunting

Biggest business challenge

Adjusting to an ever-changing market. It
changes with the economy — at times de-
mand is high and supply is low. then it
switches around, or the demand moves to
a different sector. Dealing with a “*human
product™ can be a challenge.

Architects, Inc. has faced over the years
is finding enough architects. planners and
interior designers to handle the workload.
The University of Nevada Las Vegas pro-
duces very talented graduates. but not
enough of them.

What do you like best about your job?

I like firm building — finding talent and
then organizing people into vibrant
teams in which everyone contributes,
everyone learns and everyone benefits,
including our clients. I also enjoy men-
toring our young talent.

How do you prefer to spend time off work?
Football is my passion — I have two
coaching jobs. I also own a manage-
ment/production company. Family is im-
portant, and I spend as much time rais-
ing my children and pleasing my wife as
possible.

What do you like best about your job?
Filling a need, being able to succeed
where others or other methods have not.
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What would you like your legacy to be?
That I am an example for others, particu-
larly my family. I want life to be easier for

How do you prefer to spend time off work?
Spending time anywhere with my 16-
year-old son and 14-year-old daughter is
the best — when they can work me into
their schedules. In terms of recreation, I
spend time fishing, skiing. snowboard-
ing, playing golf, running, working out
and traveling. I also spend an hour a day
in the synagogue, and I am involved
with several associations and boards.

What would you like your legacy to be?

I would like to feel that I have left this
world a better, more beautiful place in
which to live, work and shop, and that I
had a positive impact on the peoples’
lives I have touched.

Favorite business book

Buils o Last, by James C. Collins and
Jerry 1. Porras. Also Geod 1o Great, by
James C. Collins.

Best business advice

Hire the best people you can. and keep
them happy. Happy. talented people are
successful, and an office full of success-
ful people is a saccessful business.

my children than it was for me, and if I
am the example I believe I am, that trend
will continue — financially, spiritually,
mentally, physically and so on. I hope
people look at me and are inspired be-
cause they see something in me that trig-
gers a positive reaction. | want to be an
example that with determination, creative
problem-solving. good money manage-
ment and God's grace, most things are at-
tainable.

Favorite business book

I read more business-related articles than
books. 1 find interesting articles in Black
Enzerprise, online Biz journal and
Newsweek, and just search for whatever
topic is on my mind and learn as much as
I can about it.

Best business advice

Simple but practical and true: It’s best to
under-promise and over-deliver, do what
you say you are going to do, don’t make
commitments that you can’t keep. Treat
people like you want to be treated.
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24-hour Emergency Services  24-hour Radiology Services

Inpatient Surgery Community Outreach Programs
Physical Therapy MRI and CAT Scan

Outpatient Surgery Employee Wellness Programs
Full Service Laboratory Nuclear Medicine

Intensive Care Unit Nuclear Medicine Stress Testing
Cardio-pulmonary Therapy Mammography

Pediatric Services Diabetes Support Group
Pulmonary Function Testing Chemotherapy

Inpatient Pharmacy Nutrition Consultation

Stress Treadmill Testing Ultrasound

Obstetrics and Gynecology Medical / Surgical Unit

EKG and EEG Testing Sleep Disorders Program
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NORTHEASTERN NEVADA
REGIONAL HOSPITAL

2001 Errecart Blvd. » Elko, NV 89801 = (775) 738-5151
www.nnrhospital.com
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notes that it is difficult to muster votes for
a bill mandating ratios when there are not
sufficient nurses to fill the positions that
would be mandated by the legislation.
“Nursing in Nevada is in an unprece-
dented crisis. Nevada currently has the
worst nurse-to-population ratio in the
country, with 520 nurses per 100,000 in
population,” explained Black. “The na-
tional average is 782 nurses per 100,000.”
How serious is the situation? It is liter-
ally life-and-death. A University of Penn-
sylvania study indicated that the risk of
death after surgery increases by 7 percent
for every patient added to a registered
nurse’s workload after the fourth patient.

The Need for Education

“Nevada currently produces only 264
nurses per year, and our state need is 716
registered nurses per year, just to fill the
vacancies created by growth and attri-
tion,” said Black. The situation is com-
pounded by the fact that although 249 ap-
plicants were accepted to Nevada nursing
programs in 2002, there were 504 quali-
fied applicants, many of whom were
turned away due to lack of space in the ed-
ucational programs.
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Lake Mead Dr.

98 E. Lake Mead Dr., #201

Mon - Thur: 7 am - 4 pm

The hospital community is funding
about 25 percent of nursing education in
the state, or $1.3 million a year in scholar-
ships, instructors and books, according to
Welch. Without the slots for students to
utilize, however, scholarships are useless.
*“We have just had the Legislature agree to
double the nursing program beginning
this fall as part of its budget.” said Welch.
As of this writing, however, there was no
legislative agreement on future taxes, and
there were legislators who hope to re-open
the budget. If the increases do take effect,
they cannot solve the shortages of today.
Education is a process that takes years,
and not every nurse trained in Nevada will
remain in Nevada.

Doctors Wanted!
Larry Mathias, executive director of the
Nevada State Medical Association, said
physicians were frustrated by the level of
assistance provided to them by the medical
malpractice cap passed by the Legislature
in the 2002 special session. “We didn’t ex-
pect a rollback in premiums, but we had
hoped for rates to flatten.” The issue, ac-
cording to Mathias, is lawsuits. Though he
insists that the malpractice cap was an im-

WOMEN'S
HEALTHCARE CENTER

564-1758

Friz 7 am - | pm

WEST = Open 24 Hours
871-5001 = 4880 S. Wynn Road

PECCOLE RANCH ® Mon-Fri: 8 am - 8 pm e Sat: 8 am - 4 pm

228-5477 = 9499 W. Charleston, #150

Services include:

DOWNTOWN = Mon-Fri: 8 am - 6 pm  Sat: 8 am - 1 pm

382-5200 = 520 E. Fremont Street

= X-Ray

HENDERSON * Mon-Fri: 7 am - 10 pm # Sat: 8 am - 8 pm #» Sun: 8 am - 6 pm

566-5500 = 595 W. Lake Mead Drive

» Wellness Exams

* (Occupational Healthcare

PEDIATRICS RAINBOW = Mon-Fri: 9 am - 5 pm
256-1600 = 101 S. Rainbow, #29

on site
* Pediatrics

* 0B/GYN

PEDIATRICS EASTERN = NOW OPEN e Mon-Fri: 8 am - 5 pm

948-4200 = 10001 S. Eastern Ave. #408

Your health and that of

WOMEN'S HEALTHCARE = Mon-Fri: 8:30 am - 5 pm

383-2919 = 1701 Bearden Drive #202

With eight convenient locations
throughout the Valley, you
will never experience
significant delays while
being attended by our
caring professional staff
of doctors and nurses.

e |nternal Medicine

» Physical Therapy

your family is important.
Appointments accepted,
and walk-ins are welcome. f

portant step, he believes there is still much
to do. “The bill may be perfect for the trial
lawyers, but it hasn’t done enough for the
physicians,” stated Mathias.

The Nevada Trial Lawyers Association
asserts that court remedy is very important
to malpractice cases, as medical malprac-
tice is the eighth largest killer in the Unit-
ed States. It also emphasized that 480 new
physicians have joined Nevada's ranks this
year, in spite of the malpractice situation.

Mathias responded by pointing out that
it is not just the numbers of physicians
that concern him, but the field each physi-
cian specializes in, and his or her experi-
ence level. Rod Davis from Saint Rose
Dominican agreed. “In the last 18 months,
we have lost numerous quality physicians
due to the malpractice crisis. We have
been unable to recruit additional quality
physicians to take their place,” stated
Davis. “Because of the seriousness of our
malpractice crisis in Nevada, | see this as
the number one challenge facing health-
care in the state.”

Though the number of malpractice
cases statewide to be awarded damages
are not large, the amounts of those awards
spread across an ever-decreasing number

Fremont Medical Centers provide
the highest quality of primary and
urgent care services for every
member of your family.
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of insured physicians is having a cata-
strophic effect, according to Davis. “I be-
lieve any patient who is injured in any
way ought to recover reasonable damages.
But at the same time, we can’t have a ju-
dicial system that is skewed so far in one
direction that it starts limiting access to
healthcare for our general population.”

Correcting the Errors

A side issue of an increasingly litigious
society is the chilling effect the fear of a
lawsuit may have on the reporting of er-
rors by medical personnel. According to a
recent report by the U. S. Department of
Health and Human Services, excessive
litigation is “an important contributor to
‘defensive medicine’ — the costly use of
medical treatments by a doctor for the
purpose of avoiding litigation.” The re-
port added that 79 percent of physicians
revealed that fear of litigation had caused
them to order more tests than they would
have, based only on professional judg-
ment of what was medically needed.

The Institute of Medicine noted in a re-
cent report, “To Err is Human,” that re-
porting systems are vital to the safety of
medical care. However, medical personnel

fear information from self-reporting sys-
tems will be used against them in lawsuits.
The report admonished, “The focus must
shift from blaming individuals for past er-
rors to a focus on preventing future errors
by designing safety into the system.”
Hospital administrators and physi-
cians believe the systems they have in
place to track possible errors or medical
concerns are working. “You cannot
make everything a potential litigation,”
explained physician spokesman Math-
s. “You want to encourage hard looks
at where the system fails and where it
succeeds, and you want to communicate
that information across the industry.”

The Assurance of Insurance

One look at any emergency room in
Nevada brings to light the need for
changes to our current method of insuring
residents. According to a recent study by
the Great Basin Primary Care Association,
Nevada’s percent of uninsured remains
consistently higher than national aver-
ages. Nearly 350,000 people in Nevada
remain without the means to access af-
fordable, quality healthcare. The unin-
sured often rely upon government pro-

grams such as Medicaid and Medicare to
pay their medical expenses. These pro-
grams, however, are reimbursing less for
services that are costing more. Those
costs must be spread across the paying
population — the insured population.

The uninsured realize that the emergency
rooms must treat them. so they flock in
great numbers to be seen in an emergency
room setting for ailments as common as the
flu, Patients in need of acute care must wait
as the other patients are triaged.

“The cost of healthcare is a big 1ssue.”
said Dr. Robert London. vice president
Health Care Management for Colorado
and Nevada for Anthem Blue Cross and
Blue Shield. “It is not just Nevada — it is
the entire country. Cost trends are up 15
percent to 20 percent over the past four
years. These costs include pharmacy, out-
patient utilization, inpatient care and pro-
fessional fees.”

Insurers suggest their business is
tough today, though some have been
able to cover their losses in other areas,
such as emergency rooms, with other
medical facilities. Peter O'Neal, vice
president, public and investor relations
of Sierra Health Services Inc.. noted
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Sierra’s bottom line is enhanced by its
operation of facilities such as Southwest
Medical Associates. and these additional
services allow the company to partner
with the community.

Adding To The Problem?

Many doctors contend that some of the
cost of healthcare can be attributed direct-
ly to insurance companies. Dr. Neil B.
Straus, MD, insisted that the current state
of healthcare in Nevada is a dream com-
pared to what it was like when he entered
practice in the state, due to medical and
staffing advances. His retirement from
practice, however, is due in large part to
frustration that his ability to care for pa-
tients was being hampered by insurance
companies, which seem to constantly sec-
ond-guess his medical decisions. *I
opened my office with a $6 charge for an
office visit,” he said, explaining that new
physicians cannot afford to open offices,
due in part to the overhead increases from
insurance companies demanding explana-
tions of each test and treatment.

London replied that Anthem Blue Cross
and Blue Shield is “trying to reduce that
medical hassle. 1 believe we are moving
away from ‘too much managed and not
enough care.’ Let's facilitate physicians
and have the doctor in charge of health-
care.” For instance, London pointed out
his company has begun a “Pay for Perfor-
mance” program that will pay hospitals
more if they improve using computerized-
order entries, and other initiatives.

“The public perception is, ‘Managed
care is horrible, but my doctor is great,'”
said London. To change that perception,
the company is designing new products
and hoping to educate consumers on how
to keep themselves healthy in order to
lower healthcare costs.

Looking Ahead

The healthcare landscape is a changing
field. As medicine itself begins to evolve,
most experts agree we will see changes in
the way our medical needs are met. Physi-
cians’ assistants and nurse practitioners
may become more prevalent. These spe-
cialized healthcare providers can do many
of the routine tasks of a physician, allow-
ing the doctor more time to deal directly
with critical patient needs.

Technology will aid in lowering the
error rate in medication, as well as in the
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earlier diagnosis of many conditions. Sier-
ra Health Services reported that physi-
cians in its Southwest Medical Associates
group now have handheld devices that
allow them to do prescription ordering
and check formularies right in the office
with the patient. O’Neal indicates the
company is currently working to create an
electronic medical record to reduce the
amount of paperwork and allow easy ac-
cess to a patient’s total record.

Nevada will also have to look at how we
are educating our children, and begin to

‘SAVING.

emphasis the sciences, especially medi-
cine, at a much younger age. Programs to
middle
school level must be expanded, and the ex-

teach math and science at the

citement of a career in the medical field
passed to future generations. We will also
need to educate patients, so consumers will
understand how to utilize medical advice
and medical facilities more wisely, and
what steps they can take to remain healthy.

New ways to insure our population
must be considered, and reimbursement
for those medical services provided to our

.~§'
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ored by the Southern Nevada Water Authority and the Water Conservation Coalition.

needy must be increased to appropriate
said Bill Welch. “In a perfect
world, the federal would
change formulary to help states out with
Medicaid. The state will have to raise
taxes, in my opinion. On a national basis.
it would be nice if Congress would step up
to the challenge so we aren’t piece-meal-

levels,
government

ing tort reform in each state”

The state will need to step up to the
plate and provide the necessary college ed-
ucation for its own doctors and nurses, if it
hopes to supply its own needs. Those
needs that cannot economically be met in
Nevada must be contracted to other states,
as we purchase slots for our students in the
programs of out-of-state universities.

“Nevada has a resilient economy, and
we have the resources to turn that into
“We

are now large enough to have specialists

medical care,” said Larry Mathias.
and special units, and basic care is at its
highest level ever.”

David Dahan, CEO of Orgill-Singer
and Associates, a spokesperson for the
Las Vegas Chamber of Commerce and an
executive board member of Nevadans for
Affordable Healthcare. noted that, “Las
Vegas is always ahead of the curve — we
always seem to find a way to fix our
problems. For example, in Las Vegas, we
have some of the greatest radiology facil-
ities and hospitals. There does need to be
a closer working relationship between
physicians, attorneys and insurance carri-
ers to look at the issues in a more compre-
hensive way. If healthcare is not afford-
able. the quality of life is greatly reduced
and we all suffer.”

Welch agreed.
succeed — 1f you want economic develop-

“If you want a state to

ment and growth — there are two things
you have to have in place. You need a
quality education system, both K-12 and
upper education. and you need a quality
healthcare delivery system. As we talk
about wanting to diversify our economy,
we had better not cripple the two things
that must be in place to get us to that goal.
The future of healthcare in Nevada will
continue to be a challenge in the foresee-
able future. At the same time, you have
individuals in the industry in this state
who are committed to ensure that quality
services are available. Regardless of the
challenges and differences we are con-
fronted with, we will continue to ensure
that 1s the case.”
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Supreme Court’s Judgment Day Threatens Nevada’s Future

BY NEVADA BUSINESS JOURNAL EDITORIAL STAFF

Editor’s note: As we were preparing our
August issue, something occurred that was
so important to our readers — and 1o all
Nevadans — that we decided to prepare this
special feature about the Supreme Court’s
decision on July 10, 2003. We take very se-
riously our responsibility to represent the
interests of business people throughout
Nevada. Although not everyone will agree
with our views, we believe the voice of the
business community needs to be heard.

THE BUDGET BATTLE

In January 2003, Gov. Kenny Guinn
proposed a state budget for the 2003-2005
biennium totaling $12.016 billion dollars,
a 17.6 percent increase over the 2001-2003
budget. At a budget briefing on January 8,
Guinn estimated state lawmakers in the
2003 legislative session would have to find
an additional $980 million in new rev-
enues to finance this proposed budget,
since Nevada, like many other states, re-
quires a balanced budget. Thus began the
start of a contentious and politically
charged legislative session that pitted fis-
cal conservatives against liberals, created
its own heroes and villains (often the same
people, viewed by those on different sides
of the argument) and will be remembered
as one of the most watershed sessions in
our history.

Assemblyman Bob Beers and his sup-
porters argued that the entire “budget crisis™
was a political creation rather than a mathe-
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matical calculation. Legislators on both
sides of the aisle eventually agreed that a
certain amount of new taxation was neces-
sary, although the actual amount was a bone
of contention. The real sticking point be-
came the method of taxation. One side sup-
ported a broad-based tax on businesses cal-
culated on their gross receipts (a franchise
tax), a model proposed by the Governor’s
Task Force on Tax Policy. The Task Force
and its supporters, which included Big
Gaming and Big Education, insisted it was
time for Nevada's non-gaming businesses
to “pull their own weight” instead of de-
pending on revenues from the gaming in-
dustry. Opponents protested that a gross re-
ceipts tax would, in effect, set up a state
Internal Revenue Service for Nevada busi-
nesses. would keep companies from relo-
cating to Nevada and drive many low-mar-
gin firms out of business. They proposed
several other methods of raising funds.
Both sides dug in their heels and it was ap-
parent from early in the session that any
compromise would be difficult to obtain.
Further complicating the issue was the
requirement that a two-thirds majority in
both the Senate and the Assembly had to
approve all bills related to generating or
increasing taxes, fees or any other kinds of
assessments. This provision was added to
the Nevada Constitution as a result of the
Gibbons Tax Restraint Initiative, a referen-
dum that was approved by over 70 percent
of the voters in both the 1994 and 1996

elections. Therefore. even if one side con-

vinced a simple majority to agree 1o a
compromise, that wouldn’t be enough to
break the impasse. Two-thirds would have
to agree on an accepiable tax plan.

A POLITICAL PLOY

Because the Nevada Constitution also
contains a requirement that each legisla-
tive session must conclude in 120 days,
June 2 became the deadline to decide on a
tax plan. On this last day of the session, the
Legislature — by a simple majority — ap-
propriated a total of $3.264.269.361 to
fund the budget. with one vital exception.
The education budget for schools from
kindergarten through high school (K-12)
was not approved. Adding in the K-12
budget, an $860 million gap still remained
between the total budget’s projected in-
come and its budgeted expenditures. Gov.
Guinn quickly signed the approved section
of the budget into law, and then requested
legislators to convene in a special session
to resolve the budget shortfall and approve
the education budget. According to As-
semblyman Bob Beers: “The K-12 portion
was amended into the $860-million tax
package required by the total $1.25-billion
dollar spending increase. The difference is
the $400-million in new money that our
existing structure will bring in.”

Splitting the budget was a blatantly po-
litical ploy designed to pressure the legis-
lators who were refusing to support the




proposed tax increases. Legislators had al-
ready garnered bipartisan agreement to
spend the $1.643 billion to support
schools. an increase of 27 percent over the
2001-2003 figure. It was the rest of the
budget that was disputed. But in order to
fund the rest of the budget, Gov. Guinn
and his Democrat supporters held up the
one item they knew would create a
firestorm in public opinion and the press.

A statement from Nevada Concerned
Citizens pointed out: “Appropriations for
the Distributive School Account and Class
Size Reduction were unconstitutionally
bundled with tax legislation in the regular
and special legislative sessions for the ex-
press purpose of pressuring legislators to
pass the tax legislation based on the merits
of the school-related legislation, which is
exactly what Article IV, Section 17 of the
Nevada Constitution is intended to pre-
vent.” That section requires each bill to
have only one subject.

THE SPECIAL
SESSIONS
The 19th Special Session of the Nevada
Legislature convened on June 3 and ad-
journed on June 12 without reaching a de-

cision. After the exhausted and frustrated
lawmakers took a few days off, the 20th
Special Session convened on June 25. The
following day, the Senate passed SB6,
which would have raised $873 million for
the biennium. Its centerpiece was a | per-
cent payroll tax, and it also included a 3
percent net profits tax on banks starting in
2005. The Assembly version of SB6 would
have brought in $834.5 million. It includ-
ed a 0.1 percent tax on companies’ gross
receipts, a 0 .5 percent tax on payrolls and
increased fees for Secretary of State trans-
actions. Once again, the gross receipts tax
became the sticking point, and once again,
neither side would budge.

Meanwhile, the state’s school officials
were facing the beginning of the fiscal
year (July 1) with no budget and no
money to hire teachers or support staff.
The ploy of handcuffing the school budget
to the gross receipts tax was working just
as Gov. Guinn and his Democrat support-
ers had planned. and the outery around the
state was reaching a fever pitch, with soc-
cer moms picketing government buildings
and crying that their children were being
held hostage. Presumably, they didn’t re-
alize that it was Gov. Guinn and Big

Education, along with the Democrat legis-
lators, who were holding the children
hostage, not the Republican holdouts who
couldn’t justify voting for a gross receipts
tax that would irreparably harm Nevada’s
business community and by extension. the
entire state economy.

BLACK THURSDAY

On July 1. Gov. Guinn petitioned the
Nevada Supreme Court to force the Legis-
lature to take action to pass the school bill
and balance the budget. Supporters, in-
cluding the Nevada State Education Asso-
ciation (the teachers union), filed “friend
of the court” briefs also urging immediate
action. After considering the matter, the
court issued a ruling on Thursday, July 10,
which shocked everyone, pleased Gov.
Guinn and Big Education and outraged
voters throughout the state. The court’s
majority opinion stated that the constitu-
tional provision requiring a two-thirds ma-
jority was a “procedural” requirement, and
the state’s obligation to educate its chil-
dren took precedence over it. Therefore,
the court ruled to “issue a writ of man-
damus directing the Legislature of the
State of Nevada to proceed expeditiously

www.westin.com/lasvegas

a slice of heaven in Las Vegas

Rise into an extraordinary world of indulgent splendor. The bustling casino for
excitement. The gracious meeting facilities for camaraderie. The Heavenly Bed"
by Westin for a pampered respite. Come experience the above and beyond.

Let us reserve your stay. Call 1-702-836-9775 or your travel planner,

MEMBER OF @STARWDOD PREFERRED GUEST"

Not responsible for typographical errors. Starwood Holels & Resorts Worldwide, Inc. © 2003

THE WESTIN
CASUARINA

AucusT 2003 s NevadaBusmess 21



http://www.westin.com/lasvegas

with the 20th Special Session under simple
majority rule.”

In one stroke of the pen, the Supreme
Court struck down a law that more than
70 percent of Nevada voters had approved
— not once, but twice — in a statewide ref-
erendum. For reactions from Nevada and
across the country, see the accompanying
sidebar, which summarizes the objections
to this ruling more eloquently than we
can here. However, the following points
need to be made:
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it stated, “The Legislature. faced with a
rapidly increasing population, a substan-
tial budget deficit and record-high needs,
was unable to reach a two-thirds majority
and left its constitutional obligations un-
fulfilled.” The justices obviously believed
that these “needs” in the governor’s budget
were actually needs and not items on
somebody’s political wish list. That Neva-
da has “record-high needs™ is a political
statement, not a fact.

Secondly, the court did not explore
other avenues to resolve the guestion. Jus-
tice Maupin, the lone dissenter, wanted to
give the Legislature until July 28 to solve
its problem and reach a compromise solu-
tion. Another answer would have been to
request that the governor re-open the bud-
get and let legislators tim down those
areas they found unacceptable. If the bud-
get is in a deficit, reasonable people would
suppose there would be two choices: either
raise taxes OR reduce spending. The court
totally ignored the option of re-opening
the discussion on the budget.

The court could have objected to the
1 1th-hour political ploy of tying the edu-
cation bill to the budget. but chose not to
do so. As Steven Miller of the Nevada Pol-
icy Research Institute pointed out, “Article
IV, Section 17 requires that “Each law en-
acted by the Legisiature shall embrace but
one subject...” Had the court condescend-
ed to enforce this actual provision of the
constitution Thursday against its actual vi-
olation by Assembly Speaker Richard
Perkins. the entire education crisis could
have been ended simply and instantly, with
no violence to the 2/3 rule.”

Here's another worrisome thought,
pointed out by the Nevada Appeal’s edito-
rial board: “If the court’s logic says a two-
thirds majority is 100 steep a requirement
in order to fulfill a constitutional mandate
to fund education. what would happen if
the Legislature couldn’t find a tax plan that
satisfies even a simple majority? Would
the court then say a tax plan that gets 45
percent of the vote is okay? Forty per-
cent?” This may sound absurd, but it is a
logical projection of the court’s decision.

Gary Peck, executive director of the
ACLU in Nevada, pointed out that the
court ruling creates a dangerous distinc-
tion between “procedural” and “substan-
tive” laws. Who decides what is procedur-
al and what is substantive? Why is one
more important than the other? This is

Continued on Page 24




QUOTES FROM NEVADA AND BEYOND

Take a flying leap, fellow Nevadans. That's what your Supreme Court told you on Thursday, when it ruled the Legislature could go ahead
and raise taxes without a two-thirds majority vote. The logic behind the court’s ruling is tortured and tangential, not to mention just plain
wrong. And the fact it throws out the wishes of Nevada taxpayers, who twice voted to impose the two-thirds majority, shows a disdain
for Nevada residents that — if there is any justice — should get them voted out of office on election day.

Nevada Appeal, editorial opinion, July 11, 2003

The Supreme Court's decision might as well have told everyday Nevadans to go to the back of the bus, because when it comes to the law,
taxpayers are second-class citizens. The black robes of this Court can't conceal the political agenda of the teacher unions and others who
support a blank check for big government. Pete Sepp, vice president for communications, National Taxpayers Union

“Activist high court justices tell lawmakers it's OK to ignore constitution.” On Thursday, six justices of the Nevada Supreme Court — with
a lone justice dissenting — drooled all over the state Constitution, wadded it up and tossed it in the trash.
Las Vegas Review Journal, editorial opinion, July 11, 2003

In a state that has given us the quickie divorce, legalized prostitution and gambling, you'd think it would be hard to raise eyebrows. But
compared to their Supreme Court, Nevada’'s sin industries are looking downright respectable.
The Wall Street Journal, Review and Outlook, July 15, 2003

Judges are just deciding to take the law into their own hands, just like the Old West when the outlaws decided that the law didn’t appeal
to them. They're just going to do things as they please — “To hell with the people.” The symbolism here [is that] the old renegade out-
laws of the Old West now wear black robes and occupy judicial chambers at the state and federal level.

Rush Limbaugh, July 14, 2003, broadcast on KXNT radio

Judges like to posture as wise and fair authority figures. But the reality is that any judge is an amalgam of two of the most-often-de-
spised occupational types of American life: the lawyer and the politician. And sometimes it shows. ...Yet even given this record, the court
on Thursday outdid itself. And in so doing it deeply injured every man, woman and child in this state for years and years to come - for
as long as Thursday's decision stands....Having sown the wind, they will now reap the whirlwind.

Steven Miller, policy director, Nevada Policy Research Institute

No matter their differences, area lawmakers are unified on at least one aspect of the state’s legislative impasse over taxes — Thursday’s de-
cision by the Nevada Supreme Court was a bad one and bodes ill for the state's future. Elko Daily Free Press, July 11, 2003

The Supreme Court created a problem that didn't exist before and then created a remedy that nobody asked for. Its decision appears to
disregard a substantive constitutional provision. | cannot believe that our Supreme Court would choose a political decision rather than a
judicial decision to solve this problem. Congressman Jim Gibbons, July 16, 2003

Our attorney pointed out that it has been abundantly clear from the beginning of the session that the reason the education budget was not
passed was so it could be used as the tool to rid the state of the pesky 2/3 majority rule that gaming and the state teacher’s union have op-
posed since the initiative first passed in 1994. Assemblywoman Sharon Angle, R-Reno

The Supreme Court ordered the Legislature to violate the state constitution by passing a tax plan with less than a two-thirds majority.
Even worse, Legislative leaders proceeded to do so. | believe those legislative leaders violated their oath of office.
Assemblyman Bob Beers, R-Las Vegas

If we have businesses that move here because of low taxes, maybe we don't want those businesses. Let's pass these taxes to help peo-
ple, and not worry about the businesses. Assemblyman Harry Mortensen, D-Las Vegas

With a wave of its hand, the Supreme Court made the will of the voters go away. The court...wasn't rying to bring a logical or legal con-
clusion to the budget question. It was trying to find a way to allow the Legislature to raise taxes. Nevada's Supreme Court has dismissed
its voters. The voters should respond in kind.Nevada Appeal editorial opinion, July 13, 2003

The Nevada Supreme Court has broken the deadlock in the Nevada Legislature. It's also broken the will of the people of Nevada. Twice
Nevadans by overwhelming majorities voted to require two-thirds of our legislators in both houses to support tax increases in order for
them to become law. But the court ruled Thursday that the constitutional requirement to fund education trumps the constitutional re-
quirement for a super-majority to jack up taxes. Ely Daily Times, editorial, July 15, 2003

It's time for Assembly Speaker Richard Perkins, a Henderson cop who supposedly dreams of serving as governor one day, to go back to
police work. He failed miserably at legislative hostage negotiations. While we're handing the bums their bindles, give one to Gov. Kenny
Guinn, who hid behind the findings of the Gaming Inc.-tilted Task Force on Tax Policy and failed to build a coalition of support for his un-
precedented tax plan. He performed his duties in keeping with a long Nevada tradition of company men in the Governor's Mansion.
John L. Smith, Las Vegas Review Journal columnist, July 13, 2003
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Continued from Page 22

especially important when the “procedur-
al” law was passed by such a large major-
ity of Nevada voters.

It is fair to point out that there is an in-
herent problem with the requirement for
the two-thirds approval for new or in-
creased taxes. While the Nevada Constitu-
tion requires a supermajority lo increase
taxes, spending may be approved by a sim-
ple majority, which is what happened on
the last day of this year’s legislative ses-
sion. Although it makes no sense to ap-
prove spending without also approving the
means to finance it, that is exactly what
happened in this case. This loophole was
used to create an intolerable situation for
the political advantage of one group — the
governor and his Democrat legislators.

However, this doesn’t justify throwing
out the Nevada Constitution and creating a
dangerous precedent. Although the jus-
tices insist this ruling only applies to this
one situation, there is no guarantee that it
will not be used as political blackmail in
future legislative sessions whenever agree-
ment cannot be easily reached.

AT PRESS TIME

On July 13, the Assembly, acting under
orders from the court, passed $788.5 mil-
lion in tax increases by a vote of 26 to 16
— two votes fewer than the two-thirds su-
permajority — in a revised version of Sen-
ate Bill 6 that included a 0.1 percent tax on
gross receipts and a 0.5 percent payroll
tax. The following day, the Senate con-
vened and rejected 19 to 1 (with one ab-
stention) the Assembly’s bill. An an-
nouncement that Federal Judge Philip Pro
had issued a restraining order against the
Legislature halted further action.

The Claremont Institute Center for
Constitutional Jurisprudence, under the di-
rection of Chapman University law profes-
sor John Eastman, a national constitution-
al law expert, together with local Reno
attorney Jeff Dickerson, filed the request
for a Temporary Restraining Order (TRO)
in federal district court on behalf of the cit-
izens of Nevada and state legislators. The
TRO charged, among other things that,
“Voter Plaintiffs who voted in 1996 for the
Gibbons Constitutional Tax Initiative,
which added Article 4, Section 18(2) to the
Nevada Constitution, have had their con-
stitutionally-protected right to vote (and to
have their votes counted and given effect)
infringed, in violation of the Equal

24 NevadaBusmess & Aucust 2003

In one stroke
of the pen,
the Supreme Court
struck down a law
that more than
70 percent

of Nevada voters
had approved —
not once, but twice —
in a statewide
referendum.

Protection and/or Due Process clauses of
the Fourteenth Amendment and the Re-
publican Guarantee Clause of Article IV.”

On July 21, the Legislature finally
agreed on a tax plan that was supported by
a two-thirds majority in both chambers.
Lawmakers wisely decided not to take ac-
tion with a simple majority vote, despite
the Supreme Court ruling, fearing that
such a decision would only lead to more
court challenges.

The final plan (Senate Bill 8) approved
$836 million in new taxes over the 2003-
2005 biennium. The main provisions af-
fecting business are: a modified business
payroll tax starting out at 0.7 percent of
payroll, which includes a dollar-for-dollar
reduction for companies that provide
health insurance coverage for workers: a 2
percent payroll tax on banks and a $1.750
quarterly excise tax on each bank branch;
and a (.26 percent real estate transfer tax.
While this package will increase the tax
burden for most businesses, it avoids es-
tablishing any form of gross receipts tax
(franchise tax).

THE HEROES

The following members of the Nevada
Assembly deserve the thanks of all
Nevadans. and especially those in the busi-
ness community. These brave lawmakers
stood firm in the face of opposition from
Big Government, Big Education and Big
Gaming and held the line as long as they
could. Although they weren’t successful in
preventing the largest tax increase in Neva-
da history, their resistance did help the
cause of Nevada's businesspeople, as well
as ordinary taxpayers.

Walter Andonov  R-Henderson
Sharron Angle R-Reno

Bob Beers R-Las Vegas
David Brown R-Henderson

John C. Carpenter R-Elko
Chad Christensen R-Las Vegas

Pete Goicoechea R-Eureka

Tom Grady R-Yeringion
Don Gustavson  R-Sum Valley
Lynn Hettrick R-Gardnerville
Ron Knecht R-Carson City
Garn Mabey R-13s Vegas
Rod Sherer R-Pabhwump
Valerie Weber R-Las Vegas

THE FALLOUT

It is impossible & peadict with any cer-
tainty what the finall &ffects of the Supreme
Court decision will B Hessever. one of the
immediate conseguemces was a public up-
roar against the scsom. wath 2 broad coali-
tion of organizations callme for the justices’
recall. It genersted sesstive publicity about
Nevada throughoss e country, through
opinion pieces i saomal publications, In-
cluding the Wiall Strees Josermal. and through
radio and televisson mews and talk shows.

It also appeared 8 siwe mmpetus to other
states experiencame smmlar legislative
deadlocks. Acoosdans W6 an article in the
Sacramenio Bee om Juaby 22, “Three of Cal-
ifornia’s top Desseceatic officeholders are
poised this week # ask the [California]
Supreme Cowst #0 st aside the constitu-
tional provissoss reguining a two-thirds
majority for the Lessslature 10 pass a bud-
get and raise taxes. State schools Superin-
tendent Jack O'Coansll was the first to
jump on the sdea mmspired by a Supreme
Court ruling next door in Nevada.” It has
been suggested that the U.S. Supreme
Court may eventuslly be called in to decide
the constitstionality of this issue, for Neva-
da and other states as well.

The only positive effect this entire situ-
ation has had on the state has been that it
raised the level of political awareness and
interest among people who may not have
paid attention o local politics before. The
next election cycle will be filled with dis-
cussions on what happened this session
and who should be singled out for praise
or blame. It is our hope that Nevada voters
will continue to take an active interest in
politics long after this legislative session
and Black Thursday have been relegated to
the history books. &%
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- Bankers Face Challenges on Several Fronts

hief executives from Nevada’s banks

gathered at the Four Seasons Hotel

on June 10 to discuss challenges and
issues affecting the banking industry. The
gathering was part of Nevada Business
Journal’s monthly Industry Outlook se-
ries. Connie Brennan, publisher of Neva-
da Business Journal, served as moderator
for the roundtable discussion, which in-
cluded issues such as interest rates,
staffing, new federal regulations and com-
petition with credit unions. Following is a
condensed version of the discussion.
Tom Van Overbeke: Southwest USA Bank
is a de novo bank, started in May of 2001,
and we have concentrated our efforts on
private banking services. We spent a lot of
our first year and a half assembling the
type of team who will do a large part of
the sales and administration of that ser-
vice. In addition to trying to grow the
bank, we've concentrated mainly on Tid-
ing through the wave of all the interest
rate shifts that we've seen, and so we've
been busy.
Connie Brennan: Could you explain for
our readers what de nove banks are?

BY KATHLEEN FOLEY

John Guedry: They are banks in their first
three years of operation. They tend to be
treated a little differently by the regulators
during that period of time. They're given a
little bit more flexibility to get up and run-
ning and stabilized. They're also watched
very closely by the regulators.

Dave Funk: Regulatory oversight is a lot
stronger, and you have capital require-
ments you have to maintain that are typi-
cally higher for that three-year period.
Our bank now has to maintain 8 percent
capital, and that’s relaxed from my days at
another new bank where it was 10 percent.
After that three-year period, you can do
what you wish with capital, but it’s still
monitored by the state and also the FDIC.
James Bradham: Nevada Commerce Bank
is three years old. If this meeting had been
held three years ago, just as we were open-
ing the bank, I would have had all the an-
swers. However, most of those answers
have been kicked out of us in the last three
years, and we’re learning to live in an inter-
est rate environment that we certainly had
not anticipated, but we intend to continue to
keep our head down and make progress.

STANDING (left to right):

Dennis Guldin: Nevada First Bank

John Gaynor: Bank of Nevada

Tom Van Overbeke: Southwest USA Bank

James Bradham: Nevada Commerce Bank

Mark Daigle: Colonial Bank

John Guedry: Business Bank of Nevada
SEATED (left to right):

Dave Funk: Nevada Security Bank

Barry Hulin:
Larry Woodrum: BankWest of Nevada

Desert Community Bank

Valiey Bank

Jim Howard:

Jay Kornmayer: set pictorss) Wells Fargo Bank

Photo: Opulence Studios, Inc.
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John Gaynor: The biggest challenge I see
is management succession. We'd all like
to think we’re not getting older, but we
are, and who will take our place? I don't
know where the next generation of
bankers is going to come from. It used to
be real simple. The small banks would
wait until the big banks ran their training
programs, and then as soon as people got
a couple years under their belt, we'd just
go out and offer them a couple thousand
dollars more a year, and we'd be able to
pick them off like cherries. That’s not true
anymore, because none of the big banks

have training programs, at least to the ex-
tent they did back in the "70s. We're not
developing that middle tier of manage-
ment. I don’t think there are mentors out
there anymore, because a lot of the old-
time bankers have gone on to other things.
With mergers and acquisitions, we've lost
a lot of good people who have decided
that enough is enough, and they have gone
into other fields. So I look at human re-
sources issues as being very predominant
for us.

Guedry: Small banks really struggle with
having the resources to handle some of the

Carter=Burgess

Two Firms

One Solid
Foundation

C=BNevada

Land Development

Transportation

Architecture

Public Works

6655 Bermuda Road, Las Vegas, Nevada 89119 Phone: 702.938.5400 Fax:702.938.5454 www.c-b.com
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things that were thrown at us over the last
three years. The interest rate environment
is hard for us to monitor. We just don’t
have the resources on staff, so we rely
very heavily on outside companies to as-
sist us. The same is true in recruiting and
technology. We don’t have a whole room
full of employees to deal with the bank
regulators. We have had to become jacks
of all trades.

Jay Kornmayer: Wells Fargo is the only re-
ally big bank represented here today. We
are evolving ever more aggressively into a
total financial services approach to the
banking industry, which means whether
it’s mortgages. financial services, insur-
ance or traditional commercial banking,
Wells Fargo is putting itself in a position
to provide for needs across all business
cycles and across the customer’s life
cycle, as he or she goes from being a bor-
rower to a saver to an investor. We want to
handle the 15 products the average con-
sumer needs in the financial services in-
dustry. The more of those we can provide
in the same shop, the better the service
and the better the price for the consumer.
As far as challenges, 1 think the people
around this table represent a huge chal-
lenge for all the larger banks. The com-
munity banks tend to find a great little
niche to attract some of our best cus-
tomers, and it's always a challenge for us
to act like a community bank and deliver
like a national bank.

Connie Brennan: So. does Wells Fargo
still have the training programs John
[Gaynor] mentioned?

Kornmayer: We do not have the type of
training program that John was referring
to. where each independent affiliate would
provide its own in-house training. We ac-
tually have two different versions: One is
a modular program, where we have three
weeks of on-the-job training, and then a
one- or two-week intense training session
that lasts for about six or eight months.
The other type is a six-month intense
training session in San Francisco.

Jim Howard: Desert Community Bank has
been open nearly four years, and it was
the first of the Capital BankCorp banks
that we opened up in Las Vegas. Tom
Mangioni and I got together in late 1998
and decided to take this venture on. These
banks are a little bit different than the av-
erage de novo, because instead of a small
group of investors getting together and
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forming a bank and finding a president,
this company finds a president and says,
“Now, go sell the stock and open your
bank.” That scared me to death. But, it
turned out that selling the stock was easy
— it’s running the bank that’s hard. For ex-
ample, I don’t know how we manage to
balance the Privacy Act against the Patriot
Act when they conflict with each other.
Also, I've always been an Alan Greenspan
fan, but I'm beginning to wonder if there
was one class he didn’t go to, which
would have taught him that if you run the
interest rate down low enough, banks
don’t make any money making loans. So
it doesn’t necessarily fuel the economy
like you would want it to.

Dennis Guldin: Our biggest challenge has
been in the staffing area, not just because
of competition with other banks, but also
because of people deciding to re-engineer
their jobs. They're getting romanced out
into the development market or they are
going into other careers, or maybe going
out and taking over a business. So the
available labor pool is getting smaller and
smaller. In the last few months we’ve been
looking for people more out-of-state than
in-state, because the pickings are very thin
here. Most people who are any good are
well taken care of, as you all know.

Larry Woodrum: Bank West of Nevada is
a nine-year-old bank, with about $950
million in assets. Our major change this
year has been that our holding company
now has banks in Arizona and California.
They just opened this spring and are doing
well. Our biggest challenges are the inter-
est rates, finding qualified people and
managing growth. We opened our bank
with the philosophy of keeping things
simple and sticking to traditional core
banking. We've done a very good job at
relationship-type banking, and it's very
difficult to keep it simple when you're the
size bank that we are. We're just trying o
keep going and keep the 20 percent
growth each year and the 20 percent re-
turn on equity each year that our share-
holders want.

Funk: Nevada Security Bank is about 16
months old, and total assets are about
$115 million. We have a location in south
Reno and another in Incline Village. Our
Incline Village market is premiere person-
al banking with the folks who do business
there, and our location in Reno is more
geared to the business client. Our main

issue is capital, as fast as we're growing.
We're looking at a secondary offer, and I
think we'll bring in some more money
shortly. It seems the timing for that is very
good. Most folks that we talk to about the
possibility are excited that we are going to
have more stock available, since none has
been traded since we’ve opened.

Barry Hulin: Our biggest challenge is the
interest rate environment. I've never been
a particular fan of Alan Greenspan. He
seems to have just discovered that defla-
tion is a problem. He must not have been

watching the banking business, where

e e

you've got a perfect example of deflation:
You've got falling prices: you have no
pricing power; and you're at the mercy of
a central authority. I know a lot of banks
have been working with floors under their
loans, but that can’t last in the long term.
If we have another 25-basis point rate
[drop]. it’s going to hurt an awful lot of
banks. With all due respect, I wouldn’t
want to be running a bank that has been
started in the last two years. You have to
grow so fast to get to a critical mass
quickly enough just to cover your over-
head. The risks are tremendous.

SOME

BUSINESSES
GIVE AWAY

T-SHIRTS

WE LIKE TO
HAND OUT

MONEY

Commonly referred to as loans. But my,
are we ever eager to do it.

We may not be the biggest bank around,
but we may be the smartest. We're
made up of some of the best business
minds in town. So we know how
important it is for your business to
succeed.

Call, log on or stop by today. Ask for
Bill Paredes, SVP/Senior Loan Officer.

Nevada
First Bank
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Mark Daigle: Yield maintenance in this
kind of a rate environment, which is un-
precedented, is something that everybody
has to focus on. There aren’t many fixed-
rate loans anymore, as customers put re-
pricing pressure on you simply because
there’s an alternative to refinance as rates
drop. Despite that, we've done very well
in Nevada. One of our challenges is
growth management with respect to the
customer base and also in finding appro-
priate, affordable real estate for new
branch locations. Part of that is also the
staff retention and development issue. If
you want to go find good bankers, you
have to take them from another bank.
We're also faced with an ever-changing
regulatory environment. Banks received
new powers through the Gramm-Leach-
Blilely Act of 1999, and as soon as those
new powers and authorities were there,
people started whittling away at them
again and tried to take some of those op-
portunities back away from the banking
industry.

Brennan: So how do you manage your
business if you're at the mercy of the fed-
eral government and the interest rates?
Hulin: You probably retire. (General
laughter)

Interest Rates and the Economy

Brennan: Any other comments on the in-
terest rates — any predictions?

Guedry: Eventually, they'll go up. That
seems like a safe prediction.

Gaynor: Well, I predicted rates would go
up at last year’s roundtable.

Daigle: At our last roundtable, we all felt
it would be difficult for rates to go much
further down, yet look where we are
today. Rates are already so low, it’s hard
for banks to pass much of a rate benefit
out into the market. After the last few cuts,
banks are becoming more disciplined in
maintaining floors and in variable-rate
loan pricing, more disciplined in enforc-
ing prepayment penalties, simply because
we don’'t have a choice anymore. The
margins have gotten too thin — the rates
have gotten too low.

Hulin: They need people to start investing
in capital equipment and in longer-term
assets. Cutting the prime rate does nothing
for that. The businessman is not going to
make those long-term decisions based on
short-term interest rates.

Continued on Page 46
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Civil Engineering

Master Planning

Construction Staking

Construction Administration

Engineering Today for
Nevada’s Tomorrow

Parcel & Subdivision Mapping

Water Storage Tanks & Reservoirs

Topographic & Boundary Surveys

Water Supply & Well Pumping Design

Sewer Collection System & Lift Station Design

Water Distribution & Booster Pump Station Design

Reclaimed Water Distribution & Pumping Station Design

Design and Rehabilitation of Streets, Roads & Highways

Contact: Surface Water Hydrology & Storm Drain Improvement Design

Kathy R. Smith, P.E., President
1009 Whitney Ranch Drive
Henderson, Nevada 89014
(702) 248-6415

Michael P. Bidart, P.E., Office Manager
1465 Terminal Way, Suite 5

Reno, Nevada 89502

(775) 322-3064

Paul “Marty"” Brown, P.E.
2260 Reno Highway, Suite C
Fallon, Nevada 89406

(775) 423-4053
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Welcome to the city as it approaches its 100th birthday!

n March 15, 1905, the
City of Sparks was in-
corporated. As the city

marches toward its centennial
celebration, it has a promising
future to look forward to, and an
exciting past to celebrate. “We're
going to be having mini-celebra-
tions during 2003 and 2004, all
the way up to the big celebration
in 2005,” said Mayor Tony Arm-
strong. “We'll be celebrating our
incorporation, and the birth of
Sparks as it changed its name
from Harriman — named after the
Union Pacific railroad magnate —
to Sparks, after John Sparks, the
tenth governor of Nevada.”

The city is planning to create a
time capsule of modern-day
Sparks that won’t be opened for
another 100 years. There will be
plenty to put in the capsule, as
opposed to one that might have
been assembled 100 years ago.

Sparks sprang up practically
overnight, when Southern Pacif-
ic Railway moved into the area

in the early 1900s, taking over
from Central Pacific. It brought
to the area rails, shops and the
world’s largest roundhouse. The
city’s population in 1904 was
1,500. As it closes in on its cen-
tennial, the population of Sparks
is 76,000.

“We're the premier city in
Northern Nevada,” said Shaun
Carey, city manager. “We've
raised the bar as the place to live
and work. Companies can look
to Sparks when they want an op-
portunity to give their employ-
ees, and their employees” fami-
lies, a better place to live.”

“For business owners, Sparks
is set up to help get your busi-
ness established quickly,” said
Carey. “We make things happen
at the speed of business. We
offer a growing market in which
to reach your business goals,
and a well-rounded community
for your employees.”

While no longer dependent on
the railroads, Sparks is still

/

RKS

known for transportation. Busi-
nesses located in Sparks have
the ability to deliver their goods
and services to any state on the
Pacific Coast within seven
hours, offering access to more
than 53 million consumers living
in the West. With easy access to
interstate highways, railroads
and an international airport, and
with its designation as a port of
entry, Sparks is becoming a pop-
ular distribution hub for the 11
western states. More than 300
national companies have busi-
nesses or factories in Sparks, in-
cluding Coca Cola Distributing,
Federal Express, J.C. Penney,
Sportif USA, K-Mart, Sears, Con-
solidated Freight, Ralston Foods,
Holly Decorations, Boise Cas-
cade and United Parcel Service.
“We're known as Nevada’s
City of Promise,” said Carey,
“not only because of our bright
future, but because we keep our
promise to business. We do that
by being businesses” silent

SPARKS NEVADA SUPPLEMENT & NevadaBusimess 3



partner, providing them with
workable taxes, superior infra-
structure, affordable neighbor-
hoods for their employees and a
plan for making sure that busi-
nesses can reach their goals here
for years to come.”
« Sparks is surrounded with the
kind of natural beauty that
draws tourists from far and
wide, and gives residents their
own vast playground. It is less
than an hour’s drive to Incline
Village and Lake Tahoe - the
largest alpine lake in North
America — where visitors can
boat, fish, water ski, scuba dive,
dance, gamble, eat in or picnic
out. Sparks is also 30 minutes
from Pyramid Lake, a beautiful
desert lake 27 miles long, the last
remnant of a prehistoric sea.
Pyramid is one of the best lakes
in the world for catching trophy
Lahontan cutthroat trout.
During the winter, snow cov-
ers the nearby Sierra, allowing
skiers to play in the mountains
while the valley floor below
stays relatively dry and easily
navigable. The Reno/Sparks
area averages 300 sunny days a
year. Rand McNally ranked the
Reno-Sparks-Tahoe area number

) Nevada's Cog/ of Promuise

-

njoy a quality of life that
) many outdoor activities.

Residents o
includes a

one in the U.S. for outdoor recre-
ation. The Reno Sparks Conven-
tion and Visitors Authority ag-
gressively markets the region as
America’s Adventure Place.

Economic Development
Means Quality Growth

When Sparks looks in the mir-
ror, it likes what it sees: A family-
oriented community offering

YOUR NEIGHBORHOOD ARCHITECTS ARE
AMONG THE TOP 16 NATIONALLY

BUILDING DESIGN & CONSTRUCTION MAGAZINE

WASHOE FAMILY CARE AT VISTA SPARKS
FIRE STATION#5 AT WINGFIELD SPRINGS
DINI-TOWNSEND HOSPITAL AT NEVADA MENTAL HEALTH INSTITUTE

HMC

ARCHITECTURE
PLANNING
INTERIOR DESIGN
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775-322-9475 702-315-4203 www.hmcgroup.com
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tremendous opportunities for
businesses to grow and prosper.
But like any self-evaluation, a
look in the mirror brings up
areas Sparks would like to en-
hance. Right now, that would be
bringing in more business park
activity to complement the many
successful new residential devel-
opments. “Our focus in the past
has been on building beautiful
new residential communities,”
said Randy Mellinger, assistant
city manager. “This has led
Sparks to be perceived as a kind
of bedroom community. So, right
now, in addition to the residen-
tial building, we are successfully
attracting new mixed-use devel-
opments which will allow resi-
dents to work closer to home.”

The focus on industrial con-
struction is motivated by sound
business rationale. Residential
communities create demands for
service — road maintenance, po-
lice and fire protection - generat-
ed by population growth. Busi-
nesses, on the other hand, do not
create as many needs for ser-
vices and add a great deal more
tax revenue to the general fund
of the city.

“That’s why we're looking at
developing land uses with high-
er assessed valuations, such as
businesses,” said Tom Burrous,
economic analyst, “so we can en-
hance our fiscal situation and
maintain the service-level needs
which increase daily as our pop-
ulation expands from 75,000
today to a planned 120,000.”

Not only will mixed-use devel-
opments add to the fiscal sound-
ness of Sparks, but they will also
enhance the quality of life for
residents — a recurring mantra

- —— —
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among city planners. “We can’t
have people commuting for
hours to jobs in the southern re-
gion of the county,” said
Mellinger. “It erodes air quality,
creates frustration caused by
traffic, and cuts into employees’
social time with their families.”
One way to keep Sparks resi-
dents working locally is to rede-
velop areas that are slowing
down economically. “We are
using redevelopment funds to
spur private investments and re-
move blight,” said Burrous.
Another approach is to update
the master plan to maintain a
jobs/housing balance in the
community, creating mixed-use
communities where job opportu-
nities will allow people to live
and work in close proximity,
rather than commuting and
adding to traffic congestion.
Three planned developments are
in the works to achieve this goal.
Copper Canyon is a 1,300-acre,
TriAthust Prugt propused dul
the hills of East Sparks. It would
include single-family homes
with large lots, multifamily
housing, senior housing,
recreational areas such as hiking
trails, and a business park. It
would also include restaurants,
banks, hotels and a shopping
mall. “We call it an emerging
employment  center,”  said
Mellinger, “because people [iv-
ing there can walk to work.” The
developer, Michael Barnes, envi-
sions 50 percent open space in
the project and access to Bureau
of Land Management open
space to ensure an enipvable
quality of life.
Barnes said he is targeting
high-tech companies for his office

park. “We’d like to get any kind
of company that uses ‘tech,” like
biotech, light-tech manufacturing
and research and development.
We'll be providing great trans-
portation access — our entrance is
just 500 feet from I-80, America’s

major east-west route.”

As for dealing with city plan-
ners, Barnes is enthusiastic. “The
city personnel are business-
savvy,” said Barnes. “They are
committed to bringing quality
growth to this area, and they do

Yy
s

Bank With One Hand
Tied Behind Your Back.

MEMBER FDIC

You already know all about our great people.

What you may not know, however, is that we

offerlots of people-friendly services, like Online
Banking. Check your balance, pay bills, view or print

chedks and statements, without ever leaving your chair.

To find out more, simply visit
us online or stop by your

favorite branch.

| FIRST |
IEPENDENT

firstindep

Reno: 6518 S. McCarran Blvd. (775) 828-2000 Sparks: 725 Sparks Blvd. (775) 358-8400 LENDER
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everything in their power to
make it happen.”

Kiley Ranch is a 900-acre devel-
opment which will include single
family homes, multifamily hous-
ing and a business park. It will in-
clude a golf course and a town cen-
ter-style commercial development.

Flora Springs is a mixed-use
project in East Sparks which will
include housing, retail shops
and a business park.

Another way Sparks plans to
cut down on traffic is to enhance
its mass transit system. It is
building a new transit center to
accommodate the buses that the
RTC (Regional Transportation
Commission) circulates through-
out the area. The city is encour-
aging developers to provide bus
passes to residents, and actively
looks for developers to create
“transit-oriented development”
near the bus lines.

But building new projects does
not exclude preserving the old,
and Sparks is working on cele-
brating its history. “We are very
much in favor of historic preser-
vation,” said Mellinger. “It really

Nevada's Cd}/ '-"me

contributes to the quality of the
community.” The city is in the
process of identifying historic
places in town, houses where im-
portant historical figures lived
and buildings deserving of histor-
ical designation. “We are updat-
ing our historical walking tour,”
said Burrous, “and we are recruit-
ing horse-drawn carriage opera-
tors to offer a carriage tour.”

Sparks has its eye on preserv-
ing and updating one historic
building in particular, an 80,000~
square-foot historic Union Pacif-
ic Railroad machine shop. “It
would make a very impressive
science center, mall, or showcase
for outdoor adventure compa-
nies,” said Mellinger.

“We make things
happen at the

speed of business.”
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Since 1977, Sparks has revital-
ized its downtown into the well-
known and much-enjoyed dis-
trict known &s Wictorian Square.
It's a mixed-use entertainment
and retail center, which can be
closed for special events.
Victorian Square is adjacent to
John Ascuaga’s Nugget, one of
Nevada's largest. independent,
family-owned and managed re-
sort hotels. & Sparks fixture since
1955, the Nugget began as a 60-
seat café. Todaw as the largest
hotel casimofsesort in Sparks, it
boasts 16880 moms, 110,000
square feet of meeting and con-

vention space, eight restaurants

and weekly fop-name entertain-
ment. “The Nugget has built

some of the best convention and
meeting space found anywhere in
the country™ said City Manager
Shaun Carex. “They offer a com-
plete package at a five-star hotel
for conventions, with all the din-
ing, enterfainment and gaming
excitement.™

Attractions found in Victorian
Square include small retail shops
and the Century Sparks Theatre, a
multiplex cinema with an Art
Deco facade that draws over a
million guests annually.

“While we've made tremen-
dous progress in revitalizing
downtown, we have very ambi-
tious plans for the future,” said
Armando Omelas, the city’s re-
development manager. “We've
been approached by numerous
developers who are interested in
turning Victorian Square into a
major regional destination.”

The Sparks redevelopment




team is hoping to create some-
thing that is not replicated any-
where in Nevada. They envision
creating an area of retail and en-
tertainment offerings that would
include such amenities as night-
clubs, health clubs and upscale
retail outlets. They also envision
brand-new housing in the mix.

“We've made a great deal of
public investment in Victorian
Square,” said Ornelas. “Now we
need private investment to take
the ball and run with it, building
on the substantial groundwork
we've completed.” According to
Ornelas, Victorian Square has a
lot to offer developers. “It’s the
flagship of Sparks,” said Or-
nelas. “People everywhere know
it, especially because of our fa-
mous special events.”

Five special events attract
700,000 visitors annually to Vic-
torian Square. The town center is
host to the Hometowne Farmers
Market held every Thursday all
summer long, attended by at
least 10,000 visitors annually.
This is the oldest and largest cer-
tified farmers market in the
state. It offers a weekly celebra-
tion of summer produce, as well
as fresh breads, desserts and
dinner items including Italian,
Basque, Mexican and Thai dish-
es. Food and garden-themed arts
and crafts are available at the
market as well.

The Big Easy in mid-July — a
celebration of New Orleans — at-
tracts at least 75,000 people. This
three-day family event mirror-
ing Mardi Gras brings the music
and cuisine of New Orleans to
Sparks, with dance contests and
dance lessons, craft shows and
Cajun and Creole food. Music is

an integral part of the
celebration, from Cajun to Zyde-
co, Dixieland to Brazilian to
New Orleans rhythm and blues.

Hot August Nights, a Reno and
Sparks regional celebration of the

Buying a Home
Selling a Home
Home Improvement

Refinancing

cars and music of the 1950s, ‘60s
and 70s sees 250,000 guests and
5,000 classic cars pass through
Victorian Square in a week-long
celebration. Best in the West
Nugget Rib Cook-off on Labor
Day weekend offers five days of
food and festivities. During the
long weekend, some 280,000 visi-
tors move through Victorian
Square, enjoying free music and
eating over 120,000 pounds of
ribs. In December, Hometowne
Christmas, now in its 17th sea-
son, offers family entertainment,
a Christmas parade and a tree
lighting to as many as 20,000 vis-
itors. Roasted chestnuts, carolers,
parades and holiday shopping
are all part of the family-oriented
event, topped off with the

We can help.

Lake Tahoe
1.866.342.1779

Reno/Sparks
1.800.234.3361

Carson City/Minden
1.877.746.8425
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lighting of the tree.

“We're known for our events,”
said Mayor Tony Armstrong.
“We have the only Hometowne
Christmas parade in the state,
and the Farmer’s Market is phe-
nomenally successful as a gather-
ing place for the whole region.”

Downtown merchants have
reaped the benefits of both the
famous events and the redevel-
opment, and are eager to see
what the future brings. Ken
Cummings has continually
owned a business downtown
since 1969 and gives the city
high marks for its programs.
“I’'ve worked with the city a long
time,” said Cummings, who is
now completing the renovation
of an historic hotel into an an-
tique mall with two restaurants.
“I'm sold on Sparks. I think the
city is number one in Northern
Nevada for the amount of atten-
tion it gives small businesses.
I've been in a number of cities in
Nevada and California, and
Sparks is tops in the way it tries
to help business people.”

The Sparks team sees an addi-
tional benefit to incoming busi-
nesses for locating in Victorian
Square, and it has to do with
housing. “We're experiencing a
residential housing boom here,”
said Ornelas, “and 60 percent of
that is happening north of Inter-
state 80.” Currently, most retail
options are in the southern areas
of the county, and Ornelas feels
retailers would have a terrific
market of customers to draw on
if they were situated in down-
town Sparks.

With the prospect of the city’s
events growing larger, and even

Hot August Nights is just one of the many attractions that £

more development in the down-
town area, Mayor Armstrong
has a decidedly grand vision for
the town. “I see us as being as fa-
mous as Branson,” said Arm-
strong, referring to the wildly
successful country music town
in Missouri. “Between our spe-
cial events and the proposed de-
velopment, we will be as suc-
cessful as they are.”

Sparks Marina

Imagine this scenario: You're
holding a team-building exercise
for your corporate staff in a
park, followed by a company
picnic overlooking a marina. But
time is tight, and you don’t want
your employees driving hours
getting to the events.

But, if your company is a ten-
ant at the new Sparks Marina

“It’s the
ideal place

to live, work
and play.”

g NevadaBusmess & SPARKS NEVADA SUPPLEMENT

office park development, they’ll
just need to walk out the front
door. “It's an all-inclusive urban
environment,” said David Dahl,
whose company is developing a
32-acre project adjacent to the
Sparks Marina. “People can live
and work right on the property.”

The marina, which began life
as a gravel guarry and became a
lake as a result of a flood of the
Truckee River in 1997, contains
approximately 2 billion gallons
of water. It has an average depth
of 60 feet, with the deepest part
reaching 120 feet.

Dahl’s company has just com-
pleted the construction of a
27,000-square-foot building near
the marina that will house retail
and office space. “A third of the
space will be for boutiques and
restaurants serving marina visi-
tors,” said Dahl. “The rest will
be office space. All the offices
have a view of the lake and the
Sierra Nevada. Every one has
balconies offering indoor/out-
door access.” The offices also
boast DSL connections and easy
freeway access to the two main
arteries in town (I-80 and US
395), and are only a few steps



away from a 5K running path.
The building, which has one
floor of retail space and two
floors of office space, is sur-
rounded by convenient parking.

Also in the works are 59 homes
currently under construction, a
240-unit apartment building, an-
other 60,000 square feet of com-
mercial, office and retail space,
and a 120-room hotel.

The development is alongside
another 80-acre mixed use pro-
ject, for which there is a propos-
al to build an 8,800-seat stadium
housing a Triple-A baseball
team. Renderings of the devel-
opment also show restaurants
built over the lake, a lighted
Ferris wheel and a lighthouse,
as well as places to rent sail-
boards. The total value of the
two projects is expected to reach
$225 million.

The marina, stocked with rain-
bow trout and German brown
trout, opens for fishing in May.
Swimmers can enjoy the marina
starting in June. Other amenities
include two swimming beaches,
two sand volleyball courts, nu-

’li '

The Hometowne Farmt.rs Market is the oldest and larges

merous picnic tables and gaze-
bos, a lighted trail system and
extensive landscaping. Even
boating - sail or electric-pow-
ered — is permitted.

“It's the ideal place to live,
work and play,” said Dahl. “It’s
a magnet for people from all
over the Truckee Meadows.
There are so many activities in
the park to take advantage of,
both for the office tenants and
residents.”

The Sparks Marina is one ex-
ample of the enviable quality of

s Marina not only

offic 1r1r1 housing devel

certified farmers market in Nevada.

life enjoyed by residents of the
city. There is a wide range of
housing options, including
downtown apartments, charm-
ing homes in established neigh-
borhoods and golf-oriented mas-
ter-planned communities.

Outstanding outdoor recre-
ational opportunities include
many golf courses, water
recreation, winter sports, fishing,
hiking and biking activities in
the foothills, Sierra Nevada, Lake
Tahoe and Great Basin desert.

There's a well-regarded public
school system, Truckee Mead-
ows Community College and
the University of Nevada, Reno,
a four-season climate, striking
landscape, and arts and cultural
offerings more typical of much
larger cities.

“Sparks offers a wonderful
lifestyle, and that applies espe-
cially to getting to work,” City
Manager Carey added. “Em-
ployees can live close to where
they work, meaning that our res-
idents measure their commute in
minutes — not hours.” 8%
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Worker’s Comp
an Important
Consideration

any factors go into the
decision to relocate a
business, but none

may be as crucial as workers
compensation rates. Nevada
comes out strong in this arena,
according to Chuck Alvey, pres-
ident and CEO of EDAWN (The
Economic Development Au-
thority of Western Nevada.)

“In California, rates went up
100 percent in January 2003,”
said Alvey, “and they are pre-
dicted to be going up another 40
percent in July 2003. These rates
are causing some California
companies into bankruptcy.”

In comparison, Alvey said
that Nevada’s rates are lower.
There is no way to say exactly
what a company would pay in
Nevada, according to Alvey. “It
depends on the type of compa-
ny, kinds of employees, and
what their workers comp histo-
ry is,” he said. “But I do know
we're cheaper than California.”

“Our workers comp insur-
ance is privately run, and it’s
run more effectively than pro-
grams run by public agencies,”
said Alvey. “The group run-
ning our program has man-
aged the insurance better, and
has passed on the savings to
corporations.”

Nevada's C()t}/ of Promise

Sparks Government

Climate

Business Benefits

Higher Education

Qutdoor Recreation

Transportation
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Vpoint — Designing Infrastructure for Northern Nevada

tered in Henderson, opened a Reno office in 1997 to specialize in en-

gineering for public works infrastructure projects. Services are provid-
ed to a variety of clients including cities and counties, state agencies, water
and sanitary sewer districts, utility companies, golf courses and fribes.

Michael P. Bidart, PE. is the office manager in Reno and serves as the
contact person for Northern Nevada and California projects. He brings a
varied consulting engineering background to lead a dedicated team of en-
gineers, surveyors and technicians. With the addition of a Fallon office this
year, the Northern Nevada division currently has a staff of 16, including
several native Nevadans, eight licensed professional engineers and a pro-
fessional land surveyor,

Vpoint has provided engineering services to the City of Sparks on sever-
al projects, including the design for the Prater Way Revitalization project to
upgrade sidewalks, add landscaping and decorative street lighting and pro-
vide other facilities such as bus stops. Sparks is also utilizing Vpoint for the
engineering design of the Victorian Avenue West Revitalization project.

The City of Reno Phase | Reuse Pipeline and UNR Farms Irrigation Sys-
tem project received awards for Environmental Project of the Year from
Washoe County and from the American Society of Civil Engineers (ASCE).

Vpoint, a consulting civil engineering and land surveying firm headquar-

Vpoint provided the engineering design and construction administration for
this project, which included a major reuse water pipeline to take treated ef-
fluent from the Truckee Meadows Water Reclamation Facility (TMWRF)
through UNR Farms and provide irrigation for other potential reuse water
users. The project also involved upgrading and expanding the UNR Farms
reuse water irrigation system.

In 2001, Vpoint was chosen by the City of Reno to provide engineering
design and construction administration for the Sierra Executive Center
(SEC) Infrastructure project. The project was funded as a Special Assess-
ment District to construct streets and associated infrastructure in a new
commercial/business park development. A bridge over Dry Creek was re-
quired, as well as an offsite sewer interceptor and improvements for ac-
cess to Sierra Pacific’s building on Campus Way.

The City of Fernley incorporated in 2001, and utilizes Vpoint to function as
the City Engineer. Responsibilities include general engineering duties for the
citywide water supply and distribution system, the sewer collection and
treatment system, maintenance and rehabilitation of city streets, and storm
drainage maintenance and improvements. In addition, Vpoint provides engi-
neering design on capital improvement projects and is also building and
maintaining the City's new Geographic Information System (GIS).

Connecting with
our community.

Partners

DP Partners, one of the nation’s largest industrial developers,

is truly connected with every community in which we do
business, including Reno/Sparks, Nevada, home of our corporate
Collaboration headquarters. We are proud of our outstanding clients across the
nation, in Las Vegas, NV; Harrisburg, Carlisle and Allentown, PA;
Rochelle/Chicago, IL; Indianapolis, IN; and Atlanta, GA. You and
our clients are OUR link to success.

Strategic Alliances

'I:P|I:’AF-§TNEF—‘-!S

l | Nationwide Industrial Development. Individual Attention.

Call 1-800-775-SITE

www.partnerwithdp.com

Success
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Sparks Ci

tyworks

e

etting a construction pro-
G ject off the ground usually

involves dealing with un-
necessary red tape. Not so in
Sparks, where Neil Krutz leads a
division designed to be the scis-
sors that cuts through the tape:
Sparks Cityworks.

“We're the permit and entitle-
ment review group for the city,”
said Krutz, deputy director for
community development. “But,
unlike similar departments in
other cities, we operate more like a
business.” Instead of competing
with other departments like fire

and police for dollars from the
city’s general fund, Cityworks de-
rives its income from fees generat-
ed by permit requests.

“We can respond to the growth
in the community, because as our
income increases, and the need
for our services expands, we can
add staff immediately,” said
Krutz. “In fact, the number of
plan checkers has increased re-
cently from three to four, and the
number of permits we issued in-
creased 36 percent over last year.”
More staff equates to faster per-
mit turnaround time for builders,

Good Then.. /(')’ﬁfl

1L —

Buying Model Dairy Supports Our Community
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a crucial advantage in an industry
where time is money.

“We've set high performance
goals for Cityworks,” said Krutz.
“Two thirds of the permits we get
are over-the-counter, and we can
turn them around in one day. The
rest we are committed to complet-
ing in 15 working days.”

“Cityworks shows we’re not
obstructing business — we’re more
like a partner,” said City Manager
Carey. “A business person can
walk in one door to take care of all
building planning requirements.”

Cityworks also established a
new telephone standard of log-
ging all calls received and return-
ing them within 24 hours. Far
from being a reactive department,
Cityworks staff go out into the
builder community and solicit
feedback on how they can im-
prove the process even more.

“We have two Development
Services Users Groups, one for
residential and one for industri-
al,” said Krutz. The groups bring
together Cityworks staff with de-
velopers, engineers, planners, ar-
chitects and major property own-
ers on a regular basis to discuss
issues affecting the development
process.

“The feedback we get from de-
velopers often results in policy
changes,” said Tom Burrous, eco-
nomic development analyst for
Sparks. “For example, we heard
that city staff was not always
available for meetings with devel-
opers and their teams. So we set
up a system whereby every other
Wednesday, members of our staff
from Building, Fire, Planning, En-
gineering, Survey and Industrial
Waste would be available for
meetings from 9 am to noon.”




As a result, developers who
want to get all their meetings
done at once can schedule a
half-hour meeting on a Wednes-
day. Best of all, there’s no
charge for these pre-application
meetings, according to Burrous.
“It's an opportunity for us to
provide a reality check,” he
said. “We tell builders what they
need to do and offer guidance
on their proposals. This saves
them a lot of time and money
down the road as they get more
involved in the project.”

Another hassle Cityworks is
attempting to alleviate from
builders’ lives is the mounds of
paperwork associated with plan-
ning a project. They've intro-
duced an Electronic Information
Management System intended
to make looking up plans as easy
as doing a search on Google.

“We're scanning all of our
plans into an electronic database
to make the information more
accessible,” said Kurtz. “Right
now, plans are available to all
city employees through our in-
tranet. The next step will be for
us to move it to the Internet, so
all property owners and builders
can look up plans.”

The new system promises to
save time for property owners
who want to enhance their
buildings. They won’t have to
venture to a city office and
spend  hours rummaging
through old plans. “Say you've
got a residential or commercial
building that’s 20 years old, and
you want to add onto it,” said
Burrous. “With the Internet,
you'll be able to look up the
permits for the building, see
where important things are, like

Developer Praises CityWorks

n the fast-paced world of housing construction, action
speaks louder than words. Terry Reynolds, vice president
of Loeb Enterprises, LLC, a builder of housing develop-
ments in Sparks, likes the response he gets from Cityworks.

“We have a good relationship with them,” said Reynolds.
“They have it nailed down — things are done in a timely fash-
ion, the rules are clear, and I know that we are able to work
together to solve difficult issues.”

Reynolds wanted a government that works with him, and
he found it in Sparks. “When you invest millions of dollars,
you want to make sure the government is going to work with
you, and Sparks does. We currently are developing 1,640
acres in Sparks for residential housing, and we just bought
750 more. We would not have invested any more in Sparks if
they weren’t doing a great job for us.”

utilities, and create your plans —
all from your home or office.”
Cityworks knows that to
serve its customers efficiently,
its staff has to work like a team.
All members of Cityworks staff
are required to complete train-
ing sessions usually taken only
by corporate clients. They take
customer service classes, and
have even completed courses
in a new science called Emerge-
netics, which discloses each

team member’s working style.
It all comes down to providing
the highest level of service to
builders.

Cityworks is committed to
bringing more businesses to
Sparks, according to Krutz.
And they’re doing whatever it
takes, from returning -calls
faster to running outreach pro-
grams to learning how each
other’s brains tick. It’s a full-
service operation. ¥

* Residential Garbage Collection
* Semi-Automated Wheel Carts
* Yard Clean Up Boxes, 4 & 6 yards

100 Vassar St
Reno NV 89502
(775) 329 - 8822

SPARKS SANITATION COMPANY

Exclusive franchised hauler for the City of Sparks for residential & commercial garbage & trash service.

Available Services:

* Large Mechanical Compactors: 10-40 yards
* Transfer Stations Convenlently Located
* Heavy Duty Debris Boxes - Sizes: 14, 20, & 30 yards

* Rubbish Hauling

* Consulting

* Special Pickups

* Landfill Use Available
* Free Estimates
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Salads and Solutions

The city of Sparks
maintains nearly 500 acres
of developed parks,
offering a recreation facility
within a half-mile
walking distance
of each home in the city.
In addition to the
Sparks Marina,
other facilities include
three swimming pools,

twwo recreation centers,

two championship

sports complexes

he City of Sparks offers a

I yearly meeting cospon-
sored by the Chamber of
Commerce called City of Sparks
Business Forum featuring Salads
and Solutions, which gives busi-
ness owners the opportunity to
dine with the city’s senior man-
agers. “You can sign up to sitata
lunch table with the city manag-
er or assistant city manager,”
said Tom Burrous. The keynote
speech each year is the annual
State of the City address from
the mayor. “As a business
owner, you get to learn more

chance to “walk in the shoes” of
a business owner. “We hear
about some policies that just are
not working,” said Burrous. “We
often discover a better way of
doing things, and policies have
literally been changed
overnight.”

Salads and Selutions has been
expanded to include breakout
sessions in which business own-
ers can learn about marketing,
business law, computers, hiring
and employee relations. Burrous
said, “Each year, following this
event, business owners walk out

and 18 tennis courts.

pumped up about doing busi-
ness here in Sparks.”

about how the city operates.”
The lunch also gives city staff a
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DEVELOPED BY: OWNED AND MANAGED BY: A FBW First Centennial Titie Co. Of Nevada
City Developers Corp. Sycamore Gardens “Your Partner In Title And Escrow”
2041 Hallmark Drive 875 Roberta Lane, 103-1 Of Our 895 Roberta Lane. 1012

Sacramento, CA 95825
(916) 927-0997

Sparks, NV 89431

(775) 358-8033 Sparks, NV 89431  (775) 685-2121

Present

Tenants  Edward Jones - G. Douglas Voelz
Investment Representative
895 Roberta Lane, 102

Sparks, NV 89431 # (775)355-1100

Alison Building Co., Ltd.
General Contractor — Rod Alison
5390 Riggins Court, Suite E
Reno, NV 89502

(775) 828-1125

Eagle Realty Of Nevada

Ruth A. Ward - Emmil, Broker

895 Roberta Lane, 101b-3

Sparks, NV 89431 e (775) 685-7767
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UNIVERSITY OF PHOENIX

* 5 convenient
Nevada locations

* Class attendance
and Learning Team
meetings are just
once per week

* Small workshop
style classes

* Faculty members
are professionals who
work in the fields
they teach

* Financial options
available

Education that fits your busy schedule

Whether it’s work, family or school, we know you’re busy. That’s why
University of Phoenix is designed for working adults like you.

University of Phoenix, Nevada Campus offers BACHELORS and
MASTERS degree programs in Business, Criminal Justice
Administration, Education, Human Service, Management, Technology
and Teacher Education for Elementary Licensure.

CLASSES ARE STARTING NOW!

1-800-MY-SUCCESS

Reno Main Campus - 5370 Kietzke Lane (775) 828-7999
Las Vegas Main Campus - 333 North Rancho Drive (702) 638-7868
www.phoenix.edu/nevada

University of Phoenix is accredited by The Higher Learning Commission and is a member of the North Central Association
(www.ncahigherlearningcommission.org; 312-263-0456). © 2003 University of Phoenix. ALL RIGHTS RESERVED.
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V% Unexpected serenity. Truly intuitive service. Spaces that adapt perfectly to your goals. An

intimate meeting experience that can only be found at Four Seasons Hotel Las Vegas. Here you'll
discover state-of-the-art technology and complimentary amenities that are certain to exceed your every
expectation. A tranquil, non-gaming oasis amidst the sparkle of the city, this unique and luxurions
hideaway on the Strip offers you and your attendees the ultimate setting for success. For more information,

please call the Hotel toll-free at 877.632.5200 or simply visit www.fourseasons.com/lasvegas/meetings.
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Continued From Page 28
Gaynor: If they do that, it will change the
unemployment situation. We're sitting at
about 6.1 percent [unemployment] right
now, and that's a huge number. The more
we invesl in capital, put into business, into
inventory and expansion, the better off the
job market will be. The feel of the market
is that the second half of this year should
be better than the first half. What’s going
to trigger that is investment. There’s a lot
of pent-up demand in the stock market
right now — a lot of money sitting on the
sidelines waiting. So you're seeing some
things that may signify the start of a re-
covery. I don’t know that we've made the
turn, but we're certainly into the turn.
Guldin: When we hang our hat on manu-
facturing, we have to realize that, as the
economy declined, a lot of companies re-
located out of the country. We can’t de-
pend on selling cars, when a lot of the
components of cars are being produced
out of the country now, and that’s not cre-
ating jobs here.

Hulin: Moving the manufacturing jobs
overseas has been very visible, but one of
the dirty little secrets is that we’re starting
to move a lot of service jobs overseas.
When you talk to somebody about your

CORPORATE HEADQUARTERS SUN CITY SUMMERLIN EASTERN & WIGWAM
5830 W. Flamingo 9350 Sun City Blvd. 8475 S. Eastem Ave.
702.949.2265 702.949.2273 702.921.2100

N.NEVADA REGIONAL HEADQUARTERS MILL STREET, RENO

MountainView Corporate Centre 1101 Corporate Bivd.

775.333.8900 775.856.8300
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INDUSTRY FOCUS ¢ Banking

credit card, he or she is somewhere in
Asia. This trend is still kind of under the
radar, but one of these days it's going to
pop up and really create a furor, particu-
larly when you're dealing with credit
cards and personal information. You're
going to have all that information in coun-
tries that don’t have the kind of protec-
tions we do. I think there are some real is-
sues there.

Credit Unions: The Uneven
Playing Field

Brennan: We had a fairly lively discussion
last time at the roundtable about the cred-
it union issue. Is it a level playing field?
Howard: No. and it hasn’t been for years.
Guldin: It’s not going to change. They
have too much lobbying support.

Hulin: The credit unions are going to get
new powers, and they're going to go make
commercial loans and other transactions,
but they don’t have the people who know
how to do them. They're going to end up
taking huge losses and there will be a
bunch of credit union failures, just like
there were with the [savings and loans].
The thing will come back full circle to

where they'll get sosme sesulation, but |
don’t think thes"lesere taxed. Howev-
er, if you put alll 85 Sl smions togeth-
er, they don’t eves sepessent one big bank.
Brennan: Thes. w8 &= they such a pow-
erful lobbyins foss=™

Kornmayer: Geass sowss support.

Daigle: As meS &5 ous customers love us,
if we call thesm S S say the credit
unions have &8 =T SSvantace over us,
they don’t case TSm0t going to write
letters 1o Comssess afaes that However,
contact crods mmes members and say,
“Somebody S SaEas 8 Bake away your ad-
vantageous fmsmces petstonship.” they all
get fired up =mdlse=md demers. There's a
huge lobbymms Sesee out there that we just
simply doa't Smsethe afalsty to respond Lo,
Daigle: Anveeme wom Bawe a tax-subsi-
dized business Sosmmwtme with a non-tax-
subsidized SaSEReSs. 'S pot 2 fair playing
field. Our chalismss s s The more they
try to do sEE s Ee. &S our job to make
sure we &0 = S mmech better. Because
the reality B8 ses & provide the prod-
uct, the serwsce. S Ssswtson. better than a
competiios S & amaliy standpoint and
still be resSamESls Sempetitive on price,
you’ll still BeSh=8 svomw and retain your

Familiar Faces

You Can Bank On

Conveniencs
At S

st Bank Courier
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business.
competition is by doing our jobs well.

Guedry: In theory, that's great, but when a
third of your profits, or more, are being

The way we succeed against

paid in taxes, and you're competing
against somebody who doesn’t have to
pay those same taxes, pricing is consider-
ably more favorable on the credit union
side. As Barry was saying earlier, I think
as [credit unions] move more and more
into the arenas that we compete in — the
business/commercial arenas — without the
expertise to do so, they're going to take
some losses because they don’t under-
stand that type of business as well. Their
regulatory agency doesn’t understand that
type of business either. It's going to re-
quire a fairly large credit union or a hand-
ful of credit unions around the country to
suffer some losses and be shut down.
Hulin: In Alaska, two credit unions got into
some deals with no idea what they were
doing, and the credit union people were
very clever about keeping it quiet. When
these credit unions go upside down, they
arrange mergers. They 're not like the FDIC
that marches in on a Friday and closes the
building and puts a big sign on it.

Daigle: We need to promote the fact that
we protect the customer through our cred-
it quality programs, our professionalism
and our knowledge of the business we are
doing.

Hulin: Frankly, I think the ABA (Ameri-
can Bankers Association) has been ob-
sessing too much about credit unions.
That’s a reflection of bankers who do
want to try and compete with them. We
cannot compete with them. We cannot
compete with them on car loans or mort-
gage loans, so we don’t. We do things we
can do well, and build relationships and
price reasonably.

Kornmayer: Their expertise is not any-
where near what a commercial bank puts
on the table, so at some point in time, con-
sumers are going to differentiate. When
they need to go out and do something a lit-
tle bit more sophisticated, they're going to
look for a more sophisticated source.

Banks as Real Estate Brokers

Brennan: Are banks going to be allowed
to sell real estate?

Gaynor: Well, the real estate issue is still
hot and heavy. All the Financial Modern-
ization Bill (Gramm-Leach-Blilely, 1999)

did was to try and level the playing field.
Most of us in here may not even go into
real estate. It may not be something we
want to get into. What we want is the abil-
ity to do it, and the lobbying effort is going
to be just like the credit unions. You're not
going to find our customers out there writ-
ing letters to congressmen, but you're
going to get thousands of Realtors sending
in letters for every five or six letters they’ll
get from bankers. Gramm-Leach-Blilely
was debated, and the Realtors were al-
lowed to give their input, but they were

asleep at the switch. Now, after the bill
went through, they want to say, “Stop — we
didn’t understand.” They had their chance
to debate it. The Realtors are very unhap-
py about it, because they think we're going
to take money out of their pockets.
Daigle: The Realtors right now are fight-
ing to take away the ability for banks to
sell real estate, yet there’s no prohibition
for virtually any other type of business in
the United States from picking up that line
of business. Sears can start selling real es-
tate, or General Motors could put out its
Continued on Page 62
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Meadows Mall in Las Vegas is planning a multi-million dollar renovation p. ¢
food court upgrades, a new stone facade and enhanced landscaping.

>

roject with tile floon

Un the Rebound: Nevada’s Malls Bour

gral part of the economic and social

fabric of our communities. Although
the weakened economy and the slowdown
in tourism have affected their bottom lines,
Nevada retailers are seeing a rebound for
the first time in two years and are optimistic
about the future,

According to the 2002 issue of Las Vegas
Convention and Visitors Authority’s
(LVCVA) Las Vegas Visitor Profile Study, in
2001, the average visitor to Las Vegas spent
$106.75 on shopping per trip. but in 2002,
he or she spent only $83.53. Most Nevada
retailers agree they were not immediately
affected after Sept. 11, 2001, but did take a
financial loss into the next year (2002) and
are now stopping at nothing to increase
their malls’ traffic and sales.

Maureen Crampton, marketing director
of the Forum Shops at Caesars, reports its

Shopping malls have become an inte-

sales are up 5 percent, and traffic is up 7

percent, from last year’s figures. Crampton
*ed 80 percent of the Forum Shop’s 18
n visitors annually are tourists, so she
*his increase is especially signifi-
* of the decline in tourism, and
<X
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by Renee Roberts

especially international tourism, after Sept.
11. “The LVCVA did a phenomenal job —
kudos to them,” said Crampton. “They real-
ly saved the day, taking a proactive role in-
stead of laying low.” Although Crampton
admits her property did take a hit in 2002,
she said it was, “not as tragic as we thought
it would be. It has come back. We have seen
a great bounce back.”

Scott Freshwater, general manager of the
Fashion Show Mall on the Las Vegas Strip,
stated. “We are very much on target, with
our sales at about $1,000 a foot. We did see
some impact on average [sales] due to the
slowdown in tourism. We saw a more bar-
gain-minded customer before the [hotel]
room rates came back up. We are in a dif-
ferent situation right now [in comparison to
most malls], because we are winding down
the second phase [of expansion] and under-
going a complete transformation.”

Freshwater stated the Fashion Show sees
over 10 million visitors annually, but that is
only half the volume he expects to see when
its $1 billion, four-year renovation and ex-
pansion project is complete in 2004. It will
more than double the size of the center to

sre feet “Twenty mil-
By s our goal,” said
& a significant advan-
¢ one of the flagship
2 we will be the only
3 the country that has
= under one roof.”
has a much larger

“#han ever before, due to
e mall's west expansion in
#uch added two new de-
§ — & mew national prototype
Home and the first Nord-
: ada Now, 60 percent to 65
percem ==won Show's sales are from
tourisis. aad 0 percent to 35 percent are
from locals. Sisce the opening of the ex-
pansion. Las Vegas residents, who once had
to travel 80 Sowthern California, Phoenix,
Seattle or even the East Coast to shop at
their favonie stores. no longer have to leave
the state or even the city.

Alhough Las Vegas shopping malls lo-
cated off the Strip do not rely on tourists for
the vast majority of their sales, Carrie Ren-
frow. senior marketing manger for The
Boulevard Mall. believes a slowdown in
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The University of Phoenix is seeking part-time Information Technology
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Programming background in Visual Basic, - paying jobs.”
Java, C++, or HTML & Javascript, = , )
Background in UNIX & W2K, How mech the average shopper is cur
and Database Management rently spemding per visit at the malls in

Nevada vanes anywhere from $92 at the
Meadowood Mall in Reno to $160 at the
Financial Management; Business Research; & General Studies Forum Shops at Caesars in Las Vegas.

There s no telling what will be in store

We are also seeking qualified instructors in the following areas:

You must possess the following qualifications: you have held a Masters or

Doctorate degree from a regionally accredited institution for at least two for the upcoming holiday shopping season.
years, and you are employed in the area of concentration of your advanced However, Nevada retailers are agreed it
degree. If you do, please consider this opportunity. should be a good one. “It’s encouraging
To learn more about the benefits of teaching for the nationwide leader in that everyone is getting back into the swing
intense, accelerated undergraduate and graduate level programs for working of things” said Crampton of the Forum

adults, e-mail your resume with cover letter, reference NBJ 6-03, today to:

Shops. “The major war [in Iraq] is over —
that’s a plus for the economy. Everyone is

tracey.bargas @phoenix.edu : .
No Calls Please mad}.( to get back into the ho!lday season. [
predict that shoppers will be more

Continued on Page 52
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CAPITALIS
vy Michelle Danks

Juvenile Diabetes
Research Foundation

Dedicated to
Finding a Cure

been diagnosed with Type 1 diabetes,

caused when the body’s immune sys-
tem attacks and destroys cells in the pan-
creas that produce insulin. Children with
Type 1 diabetes must take insulin shots
daily in order to stay alive. The Juvenile
Diabetes Research Foundation (JDRF) is a
not-for-profit organization founded in 1970
by parents of children with diabetes who
were convinced that through research, dia-
betes could be cured.

The Nevada Chapter of JDRF, also
formed in 1970, continues to raise money
to research a cure. In addition, JDRF Neva-
da provides children and their families with
the *Bag of Hope™, a bag full of education-
al materials underwritten by several foun-
dations in Nevada, to help recipients learn
more about the disease. Rufus, a Teddy
bear with diabetes, is also part of the “Bag
of Hope”. He even has a place where chil-
dren can inject him with insulin.

“The greatest thing about this organiza-
tion is that for every dollar raised, 87 cents
goes to fund research,” said Dean Collins,
executive director of the Nevada chapter of
JDRE. “The goal is to find a cure as soon as
possible. The best way to do that is to put
as much money as we can into research,”

JDRF Nevada hosts several fundraising
events throughout the year, with the most
well known being the Walk to Cure Dia-

N early 1,000 children in Nevada have

betes. This year, the walk has been named
the Thomas & Mack Company 2003 Walk
To Cure Diabetes, due to the tremendous
support the company has given to the Las
Vegas chapter. On Saturday, October 11,
the fundraiser will take place at the Las
Vegas Motor Speedway. This year, the goal
is to raise $500,000 during the Walk in Las
Vegas and $250.000 at the Walk that takes
place in Reno on Sunday, October 12. The
Walk is intended for teams — both families
and companies.

Karla Perez, CEO of Spring Valley Hos-
pital, serves as the 2003 corporate recruit-
ment chair, responsible for recruiting teams
from various companies and organizations.
According to Collins, “The idea is to have
family teams and company teams partici-
pate in the Walk to help raise more money.
Karla Perez will be a great asset in helping
us put together these teams and get every-
one excited about participating,”

In addition to the annual Walk to Cure Di-
abetes, the chapter hosts a gala each spring,
a golf tournament in the fall and the Ride to
Cure, which takes place in California.

Collins added that the support of the
community and the caliber of people
who make up the board of directors are
what allow JDRF Nevada to remain suc-
cessful. “Paul Stowell, senior vice presi-
dent of Business Bank of Nevada, has
served as the board president of the

Nevada chapter for the past six years.
His support is what drives this organiza-
tion to be successful,” said Collins.

Another significant part of JDRF is the
organization’s Children’s Congress. This
year, nearly 200 diabetic children from
ages 2 to 17, representing all 50 states,
were selected as delegates for the JDRF
Children’s Congress 2003, which was held
in Washington D.C. The goal of Children’s
Congress is to raise awareness about juve-
nile diabetes and increase congressional
support to help find a cure. Both Northern
and Southern Nevada had representation
from two brave young children who served
as delegates.

The children asked Congress to support
the Pancreatic Islet Cell Transplantation
Act of 2003. In this procedure, islet cells,
which produce insulin in healthy non-dia-
betics but are damaged by Type 1 diabetes,
are surgically transplanted into diabetic pa-
tients in an attempt to eliminate the need
for insulin injections. This is just one pro-
cedure that is being tested through research
funded by JDRF.

To learn more about the Nevada Chapter
of the Juvenile Diabetes Research Founda-
tion, or how to become a team or family
sponsor for the Walk to Cure Diabetes,
contact the Las Vegas office at
(702) 732-4795 and or the Reno office at
(775) 786-1881. &
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Continued From Page 50

personally indulgent this year — more of a
celebration kind of feeling.”

Renfrow of The Boulevard agrees. “We
are very optimistic about the upcoming
holiday season,” she said. *“We have fantas-
tic retailers, and we are looking forward to
their exciting winter inventories.”

Marketing and Expanding

The slow economy has definitely
changed the way Nevada malls are market-
ing themselves. “Our marketing plans are
flexible to adjust for the changing retail en-

We Make It Our Business

vironment,” stated Renfrow. “We have
many programs in place that make The
Boulevard a preferred shopping destination
for Las Vegas families. For example, during
the Back-to-School season, we will host
the Channel 3 Back to School Fair, a teen-
oriented fashion event called The Scene,
and a gift-with-purchase program to reward
our shoppers for their patronage.”
Crampton stated, “The Forum Shops has
made some adjustments to market itself
more effectively. We have broken ground
on Phase Three and are moving towards ex-
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pansion with the addition of 50 new spe-
cialty shops, which will open in the fall of
2004 Upon completion of the $139 mil-
lion Forum Shops expansion. pedestrians
will be able to enter the mall through a se-
ries of street-level doors and courtyards.
The expansion will inchade a recreation of a
series of Roman-erma storefronts along the
Las Vegas Stmp

Phase Two of s redevelopment plan (the
cast expansion), 8o dsbat in 2004, features a
long steel strmetase called “The Cloud.”
The Cloud howers 128 feet above a 72,000-
square foot plass oa the Las Vegas Strip,
providing shade dusing the day and dou-
bling as am Smase projection surface at
night. Fous LED screens situated just below
The Cloud sl Se ssed to broadcast video,
events happesiss imside the mall, sponsored
advertising amd ssmchronized live Las
Vegas events. A% included in the east ex-
pansion will be: & mew event facility that
will acoommmesiate up to 750 guests for pri-
vate functioms: sew retail, dining and enter-
tainment experiences; and an 11,288-
square-foot food court overlooking the Las
Vegas Semp.

Meadoss Mall is kicking off a multi-mil-
lion doller sesesation project with planned
improvessesss imcluding a new color
scheme. file Slooning. three new escalators,
food coem sperades. brighter indoor light-
ing. & mew ssome facade, exterior paint and
enhanced ksadscaping.

Chelses Property Group and Simon
Propesty Group will raise the stakes in the
outler smdestry in late summer with the
opemime of their S80-million Las Vegas
Premsesm Outlets on 40 acres of land in
dowstomn Las Vegas. The new 435,000-
squase-foot. open-air center will feature
126 apscale stores.

The Las Vegas Valley's next proposed
regional mall. the Rouse Company’s
Summerdin Centre near Charleston and
Rampari. is expected to begin construc-
fion in mid-2004, with opening planned
in late 2005 or early 2006. The mall is
scheduled to have four to six department
store anchors.

While many would believe that the re-
cent economic downturn poses a threat to
the retail industry at large, consumer sta-
tistics in Nevada seem to be rebounding,
and ongoing major projects in retail con-
struction paint a healthy, positive picture

of the future. ‘
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CHEVENNE TECH CORRIDOR PICKS UP THE PACE
Project Unites Private and Public Entities

Developers of the Cheyenne Technology Corridor attended the groundbreaking for a new phase of Jackson Shaw's NorthPort project:
(left to right) Kirt Klaholz, Stoltz Management; Mike Majewski, City of North Las Vegas; Ralph Murphy,
Harsch Investment Properties; Mike Carroll, Jackson Shaw; Lyle Brennan, Brennan Brothers: Rick Smith, RDS/Insight, LLC.

0&D CONSTRUCTION: Building Northern Nevada
COMMERCIAL REAL ESTATE REPORT: Industrial Market



Cheyenne Tech Corridor
Picks Ip the Pace

Project nites Private and Public Entities

hree years ago, five developers
talked to North Las Vegas city of-
ficials about a plan to join forces

and transform a five-mile stretch
of Cheyenne Avenue into a technology cor-
ridor that would attract quality companies,
both locally and from other states. Their vi-
sion of a Cheyenne Technology Corridor is
rapidly becoming a reality.

The Community College of Southern
Nevada (CCSN) and the North Las Vegas
Airport joined the partnership and other
local technology service companies came
on board. The result is that Cheyenne Av-
enue, between CCSN on the east and the
airport on the west at Decatur Boulevard, is
attracting companies requiring facilities for
research and development, administrative
centers, manufacturing and a variety of
other needs. The city of North Las Vegas
has provided infrastructure that makes it
easy for new companies to have their com-
munications and other high-tech systems
running smoothly.

The partners began developing the corri-
dor, which already has some large industri-
al facilities, more than a year ago. One of
the new projects, NorthPort Business Cen-
ter, is nearly completely leased and has at-
tracted two major companies, DynCorp
and C. Martin Company Inc. DynCorp pro-
vides information services technology to
government and business clients and C.
Martin builds and manages ranges for mil-
itary installations.
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BY THOMAS K. DYE

“We are estimating that 10,000 jobs will
be created and 4 million square feet (of fa-
cilities) will be developed in the next five
years,” said Mike Majewski. North Las
Vegas' director of economic development,
about projected growth along the corridor.

The five developers collaborating on the
project are Brennan Brothers, Harsch In-
vestment Properties, Jackson Shaw Compa-
ny. RDS/Insight, LLC and Stoltz Manage-
ment. “We had five major competitors that
saw the benefits of developing here.” Ma-
jewski said. He explained the city did not
want to work with just one developer, but
preferred to have a group in order to create
a corridor with a strong business base. He
believes spinoff projects will be built by
other developers that will complement the
projects created by the original five.

“We took an inventory of what assets we
had around the city and Cheyenne appeared
on the radar screen,” Majewski said of the
initial discussions with the developers. The
partnership liked the location because of its
proximity to the airport, which has facilities
for smaller or corporate aircraft, and the
community college, which is developing
new facilities for high-tech training.

The corridor has easy access to Inter-
state 15, U.S. Highway 95 and the new
northern Beltway, Interstate 215, which
will facilitate transportation to the Las
Vegas Strip, McCarran International Air-
port and other destinations in the Las
Vegas Valley.

a

North Las Vegas also developed an ex-
cellent fiber-optic network that can be uti-
lized by companies along the corridor. Ad-
vanced Cyber Solutions, a member of the
coalition, provides telecommunications
services to the corridor. Communications
to the area are routed through Colocation
Gateways. The facility. which is in the
local telecommunications corridor, is Las
Vegas® leading colocation and interconnect
facility. It provides a secure location for
companies to store their servers and other
telecommunications equipment.

The community college’s role is to pro-
vide high-tech training for students who
are potential employees for companies in
the corridor, Majewski said. Its Engineer-
ing Technology Department has partnered
with Sprint Corp. on a program to train
students in fields such as high-speed data
transmission and other telecommunica-
tions. Cisco Systems selected the depart-
ment as its partner in a regional academy
designed to provide high-tech training to
Southern Nevada. The college also plans
to build an 80,000-square-foot telecom-
munications facility to enhance its high-
tech programs.

North Las Vegas officials believe the
project will create jobs for the city’s rapid-
ly growing residential areas. The city is ex-
periencing a 9 percent annual growth rate
in population and has several residential
projects under development. The city has
high hopes for residential development on




a 7.500-acre parcel of land just north of the
corridor, which is being released in phases
by the Bureau of Land Management. Two
homebuilders. American Nevada Corp.
and Del Webb Corp., have joined forces to
build Aliante, a 1,900-acre master-planned
community that could have as many as
7.500 homes and a population of 20,000 in
the next few years. The corridor also is not
far from Summerlin, the giant northwest
Las Vegas community. The partners be-
lieve there is nothing quite like their pro-
ject in the Las Vegas Valley.

“It’s a rather unique alignment,” said
Kirt Klaholtz of Stoltz Management. “Our
alliance is going to help all the developers
in the city of North Las Vegas. We are
going to provide a service not available in
the rest of the community.”

Mike Carroll of Jackson Shaw agreed.
“It’s unheard of for five developers to
work together this closely,” he said. “We
really support each other and hold month-
ly meetings to discuss our projects.” Al-
though the developers are in competition,
they are cooperating by recommending
clients to their coalition partners when
their own developments are not what the

clients are seeking. Majewski’s economic
development agency is also involved and
gives out-of-state companies a rundown on
each developer’s project.

Jackson Shaw’s NorthPort Business
Center is located on 24 acres on the south
side of Cheyenne on both sides of Allen
Lane. In addition to DynCorp and C. Mar-
tin Co., NorthPort has Sunterra Corp., a
time-sharing operation with 450 employ-
ees that has relocated its headquarters from
Orlando, Fla. to a 55.000-square-foot
building in the center. Payroll Solutions,
which handles payrolls for other compa-
nies, and Future Fun. which distributes
health and beauty products, are also in the
park. The company has leased most of the
126.000 square feet of space in the park
and is looking for tenants for an additional
80.000 square feet it has completed. The
company plans another 90,000 square feet
by the end of the year. Carroll said facilities
can be modified to handle a variety of busi-
ness operations, from high-tech users to
distributors and manufacturers. “[ think the
demand for space in this next phase is
going to be real strong because of the pop-
ulation explosion in this area,” said Carroll.

Stoltz became involved when its parent
company, Stoltz Management of Delaware
Inc., acquired Hughes Cheyenne Center
three years ago. The 209-acre master-
planned project has land both east and west
of Martin Luther King Boulevard on the
southwest side of the corridor. The center
features “big box™ buildings designed for
large office-warehouse users and is home
to such large companies as Federal Express
and Frito Lay. Stoltz owns three of the
buildings for a total of 376,000 square feet,
which are 50 percent occupied. Klaholtz
said the company is working hard to have
100 percent occupancy and recently gained
another tenant when the Clark County
Election Department signed on. It has also
attracted companies such as M&M Truck-
ing and Creative Light Source, which
makes custom-lighting fixtures.

Stoltz Management plans to develop
200,000 square feet of space on the 12
acres it owns in the park and is trying to ac-
quire 38 adjoining acres to develop another
600,000 square feet. Stoltz will lease or sell
the space and will build to suit for clients
who want a certain type of facility. “Future
buildings will be more like high-tech
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A new Telecommunications Building at the Cheyenne campus of the Community College of Southern Nevada will
educate the workforce necessary to attract high-tech businesses to Southern Nevada

centers.” he explained. “We plan to attract

clients that need the latest in cnmmunicu-

tion technology and high-tech services.”
RDS/Insight’s Cheyenne West Corporate

Center, a 40-acre mixed-used business park.

has completed about one-fourth of the half

million square feet it plans to develop on
the site, which is on the southeast corner of
Cheyenne and Simmons Street. The first
phase was 80 percent leased by mid-June
and includes a corporate headquarters-type
building, a flex office building that can be
modified to various uses and a mid-bay in-
dustrial building, which is the largest of the

They’re out there, ready to take your
money, and possibly, yourbusiness.
Before you purchase insurance foryou,
youremployees oryour business, make
sure the company you are dealingwith'is
legitimate. Anddon’t leave it up toyour

three with 52,000 square feet. Tenants are
being sought for the recently completed
second phase, which has 47,000 square
feet. A larger third phase with 170.000
square feet is scheduled for completion late
this year. Plans call for the fourth phase to
include restaurants, a daycare center and a
medical facility to provide services for ten-
ants and nearby residents. The company
also plans a hotel designed to accommodate
business travelers.

“We are still in the early phases of de-
velopment, but we have already signed a
cellular

lease with a high-profile

agent to find out, since they fall prey too.

ntil

said Rick Smith of RDS/In-
sight. Some of the other tenants in the park

company,’

include the Veterans Administration, Man-
power Inc. and Gorilla Inc.. which markets
collectibles such as classic guitars.

Harsch Investments, which purchased
40 acres on the northeast corner of Revere
and Cheyenne more than a year ago, has a
different strategy than the other five devel-
opers. It plans to develop a commercial
center that will concentrate on smaller
businesses. Harsch, a regional company
based in Portland, Ore., has developed 6
million square feet of industrial space in
the Las Vegas Valley. Seventy percent of
its more than 1.000 tenants lease 3,000
feet or less, said Ralph Murphy. vice pres-

ident and regional manager.

“We are con-
fident there is a demand for this type of
“We think the

amount of residential growth in North Las

space,” Murphy said.
Vegas and the continued evolution of the
Cheyenne corridor will create a strong de-
mand for smaller companies.”

The park will attract a variety of tenants,
from service-oriented companies to small
manufacturers and distributors of prod-

ucts, he said. “We are going to lease space

;o)
el BN

Call orvisit our Web siteto get more
information orto find out if a provideris
authorized to sell insurance in Nevada.

Don’twriteachec
youcheck.

.com

Funded by the Nevada Surplus Lines Association and presented by the
Nevada Association of Independent Insurance Agents in cooperation with the Nevada Division of Insurance.
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to businesses that have grown too big to be
run out of a home or garage.” Murphy pre-
dicted. Construction on the first phase,
which will include two buildings with a
total of 100,000 square feet, is scheduled
to be completed early next year, with a
similar second phase to follow.

Brennan Brothers and Lyle Brennan In-
vestments are developing the Cheyenne
Valley project, a 100-acre-plus master-
planned, mixed-use business park offering
the most versatile land use in the area.
Located at Cheyenne Avenue and Valley
Drive, the two adjoining parcels are the
largest in the corridor. According to Lyle
Brennan, the substantial surrounding popu-
lation is currently underserved for retail and
other services, making the parcels ideal for
banks, professional and medical offices, re-
tail shops, restaurants and food stores.
Other planned uses for the land include of-
fice, warehouse, flex space, light industrial,
corporate campus/headquarters and resi-
dential projects. The project’s diversity al-
lows it to be divided into very small units —
down to 1,000 square feet — but it can also
accommodate large users wanting to build a
multi-building developments. Users can
choose to purchase, lease, lease with the op-
tion to buy, or build-to-suit,

The Brennan Brothers, Lyle and Gary,
have more than 70 years’ combined expe-
rience in Southern Nevada development.
They have developed office parks, health-
care facilities, back office projects, hospi-
tality and retail properties. “Since we are
based here in Southern Nevada, decisions
can be made almost instantly.” commented
Lyle Brennan. “Our projects are often out
of the ground while others are still stuck in
the boardroom. We can also offer our
clients greater flexibility, both in structur-
ing deals and in building their project.”

Cheyenne Valley is in close proximity to
the North Las Vegas airport, but is mostly
outside the noise impact contour area. Con-
sequently, businesses located within the
park will enjoy all the benefits of the state’s
second-largest airport with no negative im-
pact from the planes coming and going.

“The city of North Las Vegas has done a ,

tremendous job of planning for future
growth in the area.” commented Lyle Bren-
nan. It is our intention, by working with
the city, to make Cheyenne Valley, and the
entire Cheyenne Technology Corridor, the
prototype for future development.” ¥
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But We'd Rather Redefine The Term.

We are a client driven commercial real estate company that sees every one of your

transactions as a big deal And while this might set us apart from some commission
driven companies, we cannot think of a better way to earn your business for life. N I H
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Do You Smoke Cigarettes, Cigars, Pipes or Cigarillos?
Do You Use Dip, Snuff or Chew?
Do You Want to Quit?

Nevada Tobacco Users’
Helpline™

A division of the University of Nevada School of Medicine.
Department of Internal Medicine

Free and Confidential
Telephone-Based Nicotine Dependence Treatment

Call: (Toll-Free) 1-888-866-6642 or
(702) 877-0684

Medication Assistance Program
English - Spanish - Tagalog
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Liarge Projects Being Developed in florth Las Vegas

Developers are betting on the growth of North Las Vegas and an im-
proved economy in the next few years to stimulate the demand for of-
fice-warehouse projects.

- “The whole of North Las Vegas is waking up," said Brad Myers, re-
gional manager for DP Partners of Las Vegas, which is building a 2-mil-
lion-square-foot industrial park at 3200 E. Gowan Rd., just west of
Pecos Road. Myers said North Las Vegas has lagged behind other areas
of the Las Vegas Valley in commercial and residential growth, but is
now poised for significant development. DP Partners completed a
266,000-square-foot building designed for manufacturing and ware-
housing in July at its new industrial park. The $70 million LogistiCen-
ter at North Las Vegas will have seven buildings with a combined 2
million square feet of industrial space when it is completed in the next
three to five years, Myers said. DP Partners had commitments for
about half of the space by early summer and did not anticipate prob-
lems in leasing.

The developers of the Golden Triangle Office Park at Craig Road and
Interstate 15 are taking a cautious approach and waiting to see what the
market does before deciding the final size of their project, said Donna
Alderson of CB Richard Ellis, which is handling the leasing. Construction
was started this summer on two new buildings that will expand the indus-
trial center from 1.5 million square feet to 2 million square feet of manu-
facturing-distribution space and a total of eight buildings. This phase will be
completed in the first quarter of next year.

The Operating Engineers Fund of Pasadena, Calif. is developing the 200-
acre Alexander/Pecos Industrial Park, named after the intersection
where it is located. H&Z LLC completed 50,000 square feet of space this
summer in the center, which is designed for smaller industrial users. Part-
ners Kevin Higgins and Jim Zeiter are selling six of the seven buildings in
the first phase. Higgins is also senior vice president of Voit Commercial Bro-
kerage, which handles marketing for the park and also for LogistiCenter.

The six buildings for sale range in size from 4,000 square feet to 7,500
square feet. The partners plan to lease the seventh building, an 18,000-
square-foot multi-tenant facility. Tenants will be able to lease 500-square-
foot offices with 1,100 square feet of warehouse space and yards ranging
from 700 square feet to 800 square feet. Two or three more phases are
planned for the 20-acre site. The developers are also selling eight half-
acre lots in the park.

The Commerce Center at Brooks Park, which has nine buildings
ranging in size from 5,500 square feet to 10,100 square feet. is scheduled
for completion by the end of the third quarter 2003. The buildings in the
10-acre, office-warehouse project are for sale or lease. Jeff Smith of Los
Nevados LLC is developing the project and Dan Doherty of Colliers Inter-
national is marketing the commercial center. “He’s the most prominent
small-building developer in North Las Vegas," said Doherty, who pointed
out that Smith has developed 65 free-standing industrial buildings in the
community. The center, at the Commerce-Alexander intersection, is about
a mile from Interstate 15, via Cheyenne Avenue.
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Protecting Your Most Valuable
Assets - Your Employees

Rainbow Medical Centers' "Health at Work" is an on-
going health education and wellness program created
especially for employers. The program offers on-site
seminars conducted by licensed physicians and
healthcare professionals. The wide variety of program
topics provide employees a common sense approach
to personal health management and motivates them to
make lifestyle changes to better their health.
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At The Top

vy Jennifer Rachel Baumer

0&D Construction:
Building
Northern Nevada

&D Construction has been building

Nevada since 1964, taking jobs big

and small, primarily within 65 miles
of Reno. “We do everything,” said owner
Norm Dianda. And he has chosen to do
most of it in Reno. “I've got a lot of confi-
dence in Northern Nevada. It’s a great place
to live, work and play, and that’s why “We
Love This Place’, said Dianda. “That’s a
slogan we've believed in for quite a few
years now — ever since we worked with
Rose Glenn [Advertising] to develop it.”

Dianda got his start in a cabinet shop at
age 15, while still in high school. In 1979 he
opened Artefice by Dianda, a premier mill-
work and cabinet manufacturer. Artefice
builds furniture, architectural beams and
moldings, cabinets, and complete interior
finishes for homes and offices.

Q&D does just about everything related
to the building industry. Its general engi-
neering department builds roads and per-
forms dirt work, installs underground utili-
ties from gas to water, sewer, fiber,
telephone, electric and anything else that
goes in the ground. It builds curbs, gutters
and sidewalks and does paving work. It
builds infrastructure for major subdivision
developers, in some 1,500 subdivision lots
a year.

The building division constucts everything
from hospitals to hotel/casinos, warehouses,
retail centers and office buildings. “If it per-
tains to buildings, we'll build it,” said Dian-
da. Q & D’s Special Projects division han-
dles small jobs, from repairs in existing
homes to remodels. Another division works
in high-end luxury estate homes at Lake

Tahoe. Three homes currently under con-
struction are valued at roughly $19 million.

Q&D employs some 400 people year-
round and its staff peaks at around 700 in
the summer. Built and positioned to be
client-oriented, the company negotiates on
projects and does some hard bidding, but
Dianda said relationships are the key to
winning contracts. “We don’t look at doing
one job for a client — we look at building a
relationship so we will do their work in the
future,” he explained.

Dianda claims Q&D has hardly felt the
most recent economic downturn, but he
takes nothing for granted. “You always
need to be looking over your shoulder with
a little bit of fear.” he said. “Even in a good
market, something can happen that will af-
fect business in a big way. You can never
get complacent.”

Being the client’s partner has been com-
pany practice since day one, and recently
Q&D’s very first client — a small kitchen
remodel in 1964 — called to have a parking
lot paved. “That's a 30-year relationship.
That’s what it's all about,” said Dianda.

The philosophy pays off. In 2000 Q&D
ranked 377 on the Engineering News
Record’s Top 400 Contractors list (based
on volume of work completed). In 2003 the
company ranked 295.

Q&D is a Partner in Education with the
Washoe County School District, exposing
kids to the construction trade. In line with
its interest in education, it is building the
new Bishop Manogue Catholic High
School, expected to be completed in July
2004, and the Eagle Valley Children’s
Home in Carson City.

The new Saint Mary’s Hospital project is
still in the planning stages, but Q&D is
building the new campus and parking
garage, professional office building, central
plaza and emergency room expansion.

In northwest Reno, Q&D is building the
master-planned community of Somersett,
bringing in 2.000 new homes, apartments
and townhouses, two golf courses and over
two miles of new roads. Like a city within
a city. Somersett branches off the main
roads so none of the houses are located on
busy streets.

Among its many awards, Q&D has won
three Pinnacle Awards from Associated
General Contractors and two Gold
Nugget Awards from Pacific Coast
Builders Conference. &€
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INDUSTRIAL - 1sT QUARTER 2003
ToTAL MARKET Las VEGAs RENOD

Total Square Feet 78,559,203 55,522,249

8,608,009 4,861,834

Vacant Square Feet

Percent Vacant 11.1% 8.76%
New Construction 1,023,775 37,120
Net Absorption 244,893 573,448

Average Lease sF/mo (NNN) $0.56 $0.30
Under Construction 805,534 188,000
Planned Construction 5,514,235 1,725,206
Warenouse/DISTRIBUTION

Total Square Feet 30,517,113 —
Vacant Square Feet 3,753,646 —_
Percent Vacant 12.3% =
New Construction 578,330 —
Net Absorption 201,494 =
Average Lease 5F/Mo (NNN) $0.39 —
Under Construction 606,586 =
Planned Construction 4,501,782 =
LIGHT DISTRIBUTION

Total Square Feet 12,820,144 —_
Vacant Square Feet 1,914,020 =

Percent Vacant 14.9% =

New Construction 231,391 —
Net Absorption 34,048 -
Average Lease sF/mMo (NNN) $0.56 —
Under Construction 24,000 -
Planned Construction 608,245 -
LIGHT INDUSTRIAL

Total Square Feet 23,689,881 -
Vacant Square Feet 1,587,059 —_
Percent Vacant 6.7% —
New Construction 213,029 =
Net Absorption -26,155 —
Average Lease sF/mo (NNN) $0.71 —
Under Construction 144,166 —
Planned Construction 202,332 =
IncuBaTOR [R&D FLEX

Total Square Feet 11,532,065 —_
Vacant Square Feet 1,444,184 _—
Percent Vacant 12.52% -
New Construction 1,025 —_—
Net Absorption 38,506 —_—
Average Lease sF/mo (NNN) $0.72-50.98 —
Under Construction 30,782 =
Planned Construction 201,876 =

Next Month: OFFICE MARKET

ABBREVIATION KEY
MGFS:  Modified Gross Full-Service
SF/MO: Square Foot Per Month
NNN: Net Net Net

LAs VEGAS STATISTICS COMPILED BY COLLIERS
INTERNATIONAL & RESTREPO CONSULTING

RENO STATISTICS COMPILED BY
GRruBB & ELLIS NEvADA COMMERCIAL GROUP
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‘News in Brief

Two Reno Buildings Sold

B Richard Ellis announced the sale of the

Social Security Administration office
building at 1175 Financial Blvd. in south-
east Reno. The 14,000-square-foot building
was sold for $1.2 million to an individual
Incline Village investor. The Social Securi-
ty Administration is the sole tenant.
Michael Schnabel and Aiman Noursoul-
tanova of CB Richard Ellis’ Investment
Properties Group represented the
investor in the purchase of the building.

Colliers International announced recently
that Investment Broker Dewey Struble ne-
gotiated the $1.7 million sale of a single-
tenant, net-leased, furniture showroom.
Struble represented the buyer, a 1031 pur-
chaser from Southern California who
bought the building through a family trust.
Located at 9738 S. Virginia St. in the
Foothill Commerce Center in South Mead-
ows Business Park, the new 10.813-square-
foot building is leased to Mountain Comfort
Furnishings and Design.

Thomas & Mack Sells Project

Thomas & Mack Development Group,
a Las Vegas-based real estate devel-
opment company, recently sold Cross-
roads at Sunset, a 164,311-square-foot
retail project located on the southwest
corner of Sunset Road and Stephanie
Street in Henderson. The buyer was
Seligman Western Enterprises Limited,
a privately held company based in
Michigan. The purchase price was not
disclosed. Current tenants include: Toys
R Us, Sports Authority, Borders Books,
Hallmark and Wells Fargo Bank. The
project, which was built in 1995, in-
cludes four buildings situated on 13.9
acres of land. Jeff Pori and David
Stubbs of Grubb & Ellis represented the
buyer. Valley Realty, an affiliate of
the Thomas & Mack Development
Group, represented the seller.
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Mesquite Purchases BLM Land

he city of Mesquite has completed the

purchase of approximately 7,700 acres of
land managed by the Bureau of Land Man-
agement (BLM). The land was acquired
pursuant to the 1996 and 1999 amendments
to the Mesquite Lands Act, federal legisla-
tion that provided for the sale of federal
land directly to the city of Mesquite at fair
market value. The acreage was purchased
for a total cost of $10.75 million, an amount
equal to the BLM appraisal. A joint-acqui-
sition agreement executed in 1993 by city
officials and Mesquite Vistas, LLC, a local
development company, provided for both
parties to work together to request the BLM
sale. The agreement stipulated that
Mesquite Vistas would acquire roughly
3,125 acres at the appraised price, and pay
the appraised price of an additional 600
acres to be donated to the city. The total cost
to Mesquite Vistas was $8.25 million, plus
all of the costs associated with the legisla-
tion, environmental studies and other relat-
ed transaction costs. The city acquired a
total of 4,575 acres at a cost of only $2.5
million. In March 2003 the city annexed the
above-mentioned property, as well as the
Flat Top Mesa area, which is still managed
by the BLM.

Reno Library Completed

Harsch Adds to Southern
Nevada Portiolio

Harsch Investment Properties recently
purchased Stephanie Street Power
Center, a 379,067-square-foot retail cen-
ter in Henderson at the intersection of
Warm Springs and Stephanie Street,
across from the Galleria Mall. Harsch
purchased the building from Stephanie
Street, LLC for $54 million. The proper-
ty was represented by Perry White of
Marcus & Millichap. Another recent
Harsch acquisition is the 380,000-
square-foot Valley View Industrial Cen-
ter, a multi-tenant industrial park in Las
Vegas. The purchase price was $22.15
million. With the purchase of this pro-
ject, Harsch Investment Properties’ Las
Vegas portfolio now totals over 6.2 mil-
lion square feet. Valley View Industrial
Center. located on a 19.14-acre site at the
intersection of Valley View Boulevard
and West Harmon, includes four, one-
story buildings ranging from 79,000
square feet to 100,000 square feet.
Harsch purchased the property from Cal-
west Industrial Properties, LLC. Ted
Tapfer of Secured Capital Corp. in Los
Angeles represented both parties in the
transaction.

South Valleys Public Library, designed by the architectural firm of WorthGroup
and constructed by West Coast Contractors, opened recently in Reno. It is the
first new freestanding library built in Washoe County in over 30 years. This state-
of-the-art public facility is the product of WorthGroup’s involvement as architect-
of-record in a partnership with Brendle APV of Denver, Colo. The multi-purpose
property is located in southwest Reno off Mt. Rose Highway. The $3.7 million li-
brary is spread over 16,500 square feet, and includes: 65,000 books; a vast col-
lection of electronic media; a business center; tutoring rooms; a teen center: a
children’s reading room; a community room; and an art gallery. Design com-
menced in April of 2001 and construction began in June of 2002. &




Nevada State Bank

Serving Nevada
Jor 44 Years

orty-four years ago, Nevada State

Bank (NSB) opened its doors for

business, giving it the distinction of
being the oldest state-chartered bank in
Nevada. Today. the $2.8 billion company
is the fourth largest commercial bank in
Nevada. It operates 65 branches, 34 of
which are full-service banking centers
located inside Smith’s Food & Drug
Stores serving 18 different Nevada com-
munities. Branches are located in Boul-
der City, Carson City. Dayton, Elko, Eu-
reka, Fernley, Gardnerville, Henderson,
Las Vegas, Lovelock, Mesquite, North
Las Vegas, Pahrump, Reno, Sparks,
Tonopah, Wells and Wendover.

In addition to small business lending,
NSB offers commercial and real estate
loans up to $50 million and provides large
equipment leasing. “Our clients are able
to experience the best of both worlds in
the banking industry. We have the quality
service of the smaller banks, and at the
same time are able to offer the products
and specialized services of the large na-
tional banks,” stated Bill Martin, Nevada
State Bank chairman, president and CEO.

With 46 approved U.S. Small Busi-
ness Administration (SBA) government-
guaranteed loans in Nevada, totaling ap-
proximately $12.2 million, Nevada State
Bank ranked as the state’s top provider
(by volume) of SBA loans to small busi-
nesses last year. “We are proud to be the
number-one ranked lender in the SBA
program for Nevada, focusing on provid-
ing small businesses the ability to grow
and flourish,” Martin said. Martin added
he is equally proud the bank was ranked

number one for loans to minority and
women-owned businesses during this
time period.

Nevada State Bank pioneered super-
market banking in Nevada. Its first su-
permarket branch was opened at Mary-
land Parkway and Sahara Avenue in May
1989. The then-revolutionary concept
has developed into a system providing a
full-service branch inside every Smith’s
Food & Drug Store throughout Nevada.
“Nevada State Bank strives hard to ac-
commodate our clients by providing ex-
tended and weekend hours with the con-
venience of banking where our clients
shop,” Martin said.

The bank has developed a Community
Reinvestment Act (CRA) program that
extends beyond the basic federal require-
ments of servicing the needs of low- and
moderate-income communities. Nevada
State Bank helped fund and support over
260 programs, events. sponsorships and
agencies in Nevada in 2002 totaling up to
$364,000. All of these programs are es-
sential and important to citizens of
Southern and Northern Nevada.

Nevada State Bank is presently the
only bank in Nevada to offer a product
called Fresh Start Checking, an account
geared to the individual who has had a
checking account closed because he or
she did not know how to reconcile and
maintain an account. After meeting cer-
tain requirements, customers are eligible
to open a Fresh Start account. This inno-
vative product gives a much-needed sec-
ond chance to those who would not oth-
erwise be able to open a checking
account at a financial institution.

Nevada State Bank designed the As-
sisted Technology Loan Fund (ATLF) to
help Nevadans with disabilities. The
ATLF loans money to those who cannot
get funding from other sources and who
qualify under loan guidelines. The As-
sistive Technology Loan Fund is a coop-
erative effort between Nevada State
Bank, Nevada Community Enrichment
Program and State of Nevada Rehabilita-
tion Division.

NSB has over 750 employees, both full
and part-time. It was ranked as the
friendliest small business bank in Nevada
by the Small Business Administration in
its eighth annual Small Business Lending
in the United States report. &%
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Continued From Page 47
brand of real estate agents, but they want
to keep banks from doing it. We were
just asking to be able to do what every-
one else out there can do. In addition, I
think [the new legislation] represents an
opportunity for Realtors. There is a huge
amount of capital now available to go
into their industry. I can’t predict
whether or not Colonial is going to have
an interest in getting involved in a real
estate brokerage line of business. At the
same time, if 1 were, I would not try to
train all my people to be real estate
agents. They already have full-time jobs.
I would affiliate and bring capital into
play to help an existing real estate busi-
ness become bigger, better and more
profitable. That's where I think Realtors
are being short-sighted in terms of the
opportunity represented here.

Van Overbeke: That's a really good
point. The insurance industry, especially
the independent agents, went through
the same thing. When they finally got
past it all, they realized that what we
added was franchise value for them.
They had a new market in which to sell
their agencies, which may just die on the

INDUSTRY FOCUS ¢ Banking

vine if their kids don’t want to take over.
Interestingly enough, when you start to
read their trade magazines now, they all
talk about “how to find your best oppor-
tunity and your local bank to merge
with.”

Daigle: You're right. The independent
real estate brokerage has traditionally
been a partnership or sole proprietor
type of business, and those folks do have
a succession planning issue.

Bradham: I'll give you some more histo-
ry on that. In the 1980s, I was involved
in the Nevada Bankers Association, and
we were testifying at the state level, at-
tempting to get expanded powers. Own-
ers of insurance agencies were testifying
to limit those powers. When I left Car-
son City, I had the business cards of two
agency owners who wanted to talk to us
about us acquiring their agencies.

The Regulatory Environment

Brennan: Since we're discussing legis-
lation, let’s talk a little bit about the Pa-
triot Act. How does it affect banks?

Bradham: It angers your customers who
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don’t understand what you are doing.
You need substantially more documen-
tation to identify customers. You may
have a customer you have dealt with for
20 years. Now he has created a new lim-
ited partnership or something else that in-
volves opening a new account, and you
have to tell him he’s going to have to
bring in his wife and have her show her
driver’s license before she can sign on the
new account.

Howard: We're expected to observe con-
flicting regulations. Privacy regulations
tell us we are not allowed to keep copies
of customers” identification on file. But
then we have the Patriot Act that insists
we keep copies of customers’ identifica-
tion on file. And we have lists of people
and countries that we can’t do business
with. It's an onerous responsibility, and
as Mr Bradham points out, our cus-
tomers don’t understand it at all.
Gaynor: Interestingly, we have become
the enforcement division for a lot of dif-
ferent federal agencies. We are kind of a
Big Brother. even though we don’t want
to be.

Hulin: The penalties are horrendous for
doing business with anyone on those
lists.

Daigle: There's nobody sitting in this
room who wants to knowingly or un-
knowingly deal with somebody involved
in drugs or terrorism. We would just as
soon be able to stop that flow of money.
The issue is how much of that responsi-
bility falls on the private sector and the
banking industry. There are significant
penalties for noncompliance, although
noncompliance could be simply a very
innocent oversight or mistake. Not only
that, but the system isn’t perfect. We
keep getting new lists because new alias-
es are created by the hundreds every day.
Trving to keep up with those things is
extremely challenging.

Guedry: It required some investment on
the part of all of our banks for software
to search and check for names that pop
up on these ever-changing lists, and lots
of time is spent on it as well.

Hulin: For the big banks, it’s millions
and millions of dollars.

Guedry: Everything is relative. For the
small banks, you’'re pulling resources to
be doing all of the checking and report-
ing that you're required to do now. The
government didn’t say, “Here’s a grant
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for you to put this in place.” They just
said, “Do it.”

Brennan: So there are no contributions
by the federal government to help offset
the costs.

Daigle: In a sense, it's a back-handed
tax, because we have to incur the costs
for enforcement of a federal legislative
action.

Funk: From the consumers’ standpoint,
you've created more problems for them
because it's more time-consuming. All
of us around this room have relation-
ships with long-term customers, but you
can’t just say, “I've known this guy for
25 years, so I don't need all this”” You
can’t do that anymore. You have to make
him come in with a copy of his driver's
license and everything else.

Howard: It’s a lot like the airline indus-
try, with those stupid questions they
used to ask us. Every time [ flew, I
would ask myself, “What in the world
could this possibly prevent?” It puts us
in the same position of asking dumb
questions and checking dumb things on
the off-chance that we might actually be
aiding and abetting a terrorist.

Brennan: If somebody comes into your
bank, though, who is on the list, and you
do the transaction with him, then you're
penalized for it.

Howard: You could probably go to jail
for that.

Brennan: How extensive are the lists?
Van Overbeke: Tens of thousands of
names.

Hulin:  You get these pages and pages
and pages, and all the names look the
same. They're all variations of Arab or
Muslim names or Hispanic names.
Gaynor: If you're an international bank,
like Wells Fargo. I would guess there’s a
staff of at least 30 people who do noth-
ing every day but sit there and look
through the lists. I can just visualize the
headlines if you missed one: “Bank Aids
Terrorist.” It would be just devastating
for public relations. Plus, the person
who let it happen is going to probably
end up being chastised — put in jail or
whatever. You have federal agencies like
the INS whose sole responsibility is to
know the people who are coming into
this country, and they can’t seem to fil-
ter everybody out. So bankers are sup-
posed to do a better job than the federal
government?

Daigle: We can’t open an account or
transact business with them. But, on the
other hand, we can’t call the FBI and
say, “I got this guy in my lobby — come
get him.”

Hulin: If you did, they would say, “Okay,
we’ll be there in about three days.”
Daigle: At the same time, it doesn’t pre-
vent anything. If you tell somebody,
“Your alias is on this list, so we can’t
open that account for you,” then he
knows it’s time to get a new alias. He
gets new identification, comes back the
next day at another branch, and manages
to open that account.

Hulin: How can you argue with the
thought that if somebody had nabbed
Mohammed Attah at some point, maybe
[the Sept. 11 attacks] would never have
happened? That’s what you get thrown
at you if you complain about it,

Daigle: We want to do whatever we can
reasonably do to prevent that flow of
funds. It's just an example of how a
good principle suffered when it got to
legislation. They want to make you the
criminal if you don’t catch it. If they
can’t catch the criminal, they have to
catch somebody. &%
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Tax Relief Benefits Nevada’s
Businesses and Economy

ur economy has been sluggish since

2000. The terrorist attacks of Sept. 11,

2001 only exacerbated the economic
slowdown. Economists agree that the tax re-
lief enacted in 2001 by Congress and Presi-
dent George W, Bush helped to shorten the
duration and impact of this economic slow-
down. Yet, we continue to face economic
challenges and need to take proactive steps
to strengthen and grow our economy. The
Jobs and Growth Tax Relief package we
passed in Congress and that President Bush
signed into law this May takes these next,
proactive steps towards helping our small
businesses and encouraging investment.

By accelerating the individual income-
level tax reductions enacted in 2001, small
businesses will receive much-needed as-
sistance, since many file as individual tax-
payers. Nationwide, 23 million small busi-
ness owners would receive tax cuts
averaging over $2,200. Additionally, own-
ers of flow-through entities, including
many small business owners and entrepre-
neurs, will receive approximately $9.7 bil-
lion in tax relief, thanks to the accelerated
tax bracket reductions.

Another component of the tax relief
package passed this May is an increase in
the expensing amounts allowed for new in-
vestment, thus encouraging business own-
ers to purchase new technology, machinery
and equipment to expand and modernize.
The amount of investment that may be im-
mediately deducted by small businesses
would quadruple from $25.000 to $100,000
beginning in 2003. Computer software
would also now be eligible for expensing.
In addition to the expensing reforms, the
first-year bonus depreciation deduction
was increased from 30 percent to 50 per-
cent for qualified investments. These provi-
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sions offer great new incentives for our
businesses to expand — helping to spur eco-
nomic growth in all industry sectors.

I am especially pleased that the tax relief
package included a decrease in the capital
gains tax rate. Our nation has one of the
highest tax rates on capital gains in the in-
dustrial world. In a country where we aim
to foster investment, lure entrepreneurs,
encourage economic growth and create
jobs, America should have the most fair
and just tax system. Yet., America’s capital
gains tax rates, which affect the cost of
capital, and therefore investment and eco-
nomic growth, are significantly higher
than those of other countries, even social-
ist economies. The average rate of the top
24 world economies is much less than the
U.S. capital gains rate. Reducing the capi-
tal gains tax rate will reduce the cost of
capital, promoting business investment and
fostering growth. The reduction will also
raise the value of stocks and equities,
thereby strengthening millions of workers
401(k) and other retirement plans.

Individual achievement and entrepre-
neurship is what our country was built
upon, and the federal government should
not cripple our economy with excessive
taxes, such as the Death Tax. Too many
family-owned businesses,
ranches are not passed onto the second
generation because of the exorbitant
amount of taxes a family must pay on an
estate when the owner dies. The Death Tax
is simply unfair, and it should be perma-
nently eliminated. We took the first steps
in 2001. Now we need to finish the job to
ensure that thousands of family businesses
across America remain in the family for
generations to come.

The average small business owner

farms and

serves as CEO, accountant, shopkeeper

and personnel manager — all at the same
time. Simplifying the federal burdens on
small business owners will be a welcome
relief to thousands of hardworking
Nevadans. The Jobs and Growth Tax Re-
lief package simplifies tax compliance and
record-keeping burdens by allowing many
small businesses to avoid the inherent
complexity of depreciation provisions.
Yet. we need to further simplify our tax
code, which has burgeoned to mammoth
proportions — over 2.8 million words —
while the epic War and Peace only con-
tains 660,000 words. It is time to repeal
outdated and unnecessary taxes — such as
the Death Tax — and at the same time, we
need to control the growth of the federal
government, which has also expanded to
mammoth proportions. Achieving both
goals certainly is a monumental challenge.
However, with the continued advocacy
and support of the business community,
we can work together towards accom-
plishing these goals.

Promoting and encouraging business ac-
tivity is the answer for our struggling econ-
omy. It is the answer to lowering our unem-
ployment rate. It is the answer to helping
families save for their retirement or their
children’s education. And targeted tax relief
provides companies with a hospitable envi-
ronment in which to do business. Reducing
the bureaucratic burden and the amount of
revenue each business must give to a bloat-
ed government enables businesses to hire
more employees or invest in new equip-
ment. It is all good news for Nevada's busi-
nesses and the people they employ. &%
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Politicsy

by Scott Craigie

“Don’t Tread on Me”
Revolutionary Spirit
Sparks Legislative Battles

he spirit of the American Revolution

was, to some extent, rekindled in

Nevada during this past state leg-
islative session. Specifically, the regular
session, followed by a frustrating string
of special legislative sessions, reawak-
ened a revolutionary spirit among many
business leaders in Nevada.

Of all the symbols created during the
Spirit of *76 — 1776, that is — the one that
best captures the essence of the 2003 leg-
islative cycle may well be the yellow
Gadsden flag with the coiled rattlesnake
and defiant “Don’t Tread on Me™ motto.
The meaning of Don’t Tread on Me is
unmistakable.

The simple goal of finding and fully
defining a “broad-based” tax became the
focus of the real tax wars of these ses-
sions. How to tax was more a topic than
how much to tax. Representatives of
Nevada's gaming industry, unions and
many others, for example, viewed gross
receipts and net profits taxes as the only

acceptable tax systems. They argued these
are genuinely broad-based taxes. Others
viewed these same tax devices as fertiliz-
er for a Nevada IRS that would sprout au-
ditors, tax assessors and piles of forms to
choke business owners.

Factions divided sharply over what was
acceptable, generating angry Don’t Tread
on Me debates. These divisions were more
than philosophical. They were emotional
— often brutally so. Charges of obstruc-
tionism flew back and forth.

For many, the battle was formally
joined as advocates for both sides divid-
ed into emotional, committed camps
ready to fight to their last breath for what
they viewed was right. This war pitted
tax opponents against those who de-
manded that the quality of state services
improves and keeps up with Nevada’s
record-setting growth.

This is a long-term war, and current
views regarding who won and who lost
the 2003 legislative sessions are interest-
ing, but neither foresee nor assess the
long-term impact of this year’s battles.
That remains to be sorted out.

The first step in the sorting process is
already underway. Consultants are run-
ning the best and worst of this year’s
multiple legislative sessions through a
series of polls taken by players on all
sides. The Don’t Tread on Me side is ask-
ing, “Do we need a billion dollars in new
taxes? Does Nevada really need 560 new
state employees?” They may point out
that with the new teachers and school
support personnel who will be hired, the
number of new public employees could
climb well above 1.000 over the bienni-
um. They are asking, “Does Nevada real-
ly need 1,000 new public employees dur-
ing these hard economic times?”

Teachers, parents and advocates for
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public education will respond, absolutely,
that is what Nevada needs. And groups
served by Nevada’s Medicaid and mental
health services systems will produce star-
tling numbers quantifying horrifying de-
tails of the low levels of service and the
inadequacies of many Nevada social sup-
port systems.

It is entirely possible attorneys will be
sent to federal and state district courts
seeking to declare that Nevada’s state
government is failing to fulfill its consti-
tutionally mandated requirements to
meet the needs of the poor. It would be a
harsh reality to wake up one morning
and read headlines that a federal district
court judge has just been placed in
charge of Nevada’s Medicaid or mental
health systems.

Once this fall's polling and post-session
political posturing has played out. the
winning messages and power plays will
be identified. refined and launched as po-
litical weaponry throughout hundreds of
campaigns next year. The hard-sell
themes will be pounded home via televi-
sion and radio commercials and newspa-
per ads. They will be circulated through
hundreds of thousands of brochures
mailed to every voter, hand-delivered to
front doors, delivered in speeches and all
the free media the best public relations
pros can garner.

Campaign successes and failures in the
2004 elections will show which are the
winning and losing themes. Then, those
who win election to the 2005 Legislature
will have to put their political rhetoric into
a budget and tax package that works. The
end of that session, or sessions, will trig-
ger yet another biennium of political test-
taking and campaign rhetoric. Finally,
once the dust settles and votes are count-
ed after the 2006 elections, we will be
able to figure out which side of this year’s
debates prevailed.

This is how we fight revolutions in civ-
ilized society, although it may not seem
very civilized as the campaigns progress.
It is, however, far better than the “off with
their heads™ and “load the muskets™ ver-
sions of revolutions in earlier times.

Scott Craigie served as Governor Bob
Miller’s chief of staff through three regu-
lar legislative sessions. He currently is a
legislative lobbyist representing numerous
business interests. &%
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vy Kimberly Parker-Hansen

Business
Succession Plans

Don’t Leave Your
Business Without One

any Nevada businesses don't have

a viable business succession plan

in place. In fact, recent data indi-
cate that only six out of 10 business own-
ers have prepared for their untimely
demise. Many are shocked when a trusted
partner dies, to find their new partners are
his/her spouse or children. Today, more
than ever, businesses are forced to take a
serious look at their business plans and the
continuation of that business in the event
of death, disability or retirement.

Experience has shown the most success-
ful business owners build a business that
can either be sold or passed down as a fam-
ily legacy to their heirs and beneficiaries.
To assist in ensuring the orderly disposition
of a business interest, the owners must have
an appropriate agreement drawn up which
will establish a market for the business in
the event of death, disability or retirement.
The agreement should establish a fair price
for the business and the possible value for
estate taxes, The plan should also provide
enough cash liquidity for the owner's oblig-
ations. All closely held businesses should
have a succession plan.
If 2 plan is not in place, several things

can occur:
1. A business will be liquidated to pay out-
standing debts and it may not receive its
fair market value.
2. The business will remain in the family.
However, will the new leaders really want
that position and are they qualified to run
the business successfully?
3. The business interest will be sold.

A succession plan that is properly struc-
tured can achieve the goals and objectives
of the business owner. Here are some
questions business owners should ask:

1. Is there enough cash to meet debts, in-
come needs and estate taxes?

2. Will all intended heirs and beneficiaries
receive the same financial considerations?
3. Will there be a buyer for the business,
and at what price?

4. How much will it cost to replace the key
owner or employee?

After asking these questions, it is im-
portant to understand the desired result
of the succession plan. Once the objec-
tives have been established. a plan can
be designed. Succession plans usually
fall into two main categories: buy-sell
arrangements and key person insurance.

A buy-sell arrangement is simply an
agreement in which one party agrees to
buy — and the other agrees to sell — busi-
ness interest in the case of a disability,
retirement or death. The most common
forms of buy-sell arrangements are enti-
ty purchase plans, also known as stock
redemption plans. They are normally
best to use with multiple partners.

The other form of buy-sell is known
as a cross-purchase arrangement, which
is commonly used with a small business
having five or fewer owners.

Key person insurance is used by a
corporation to insure the life or lives of
key employees, which will provide the
business with the resources to survive in
case of disability, retirement or death.

In summary, all business owners
should have a succession plan in place.
Whether it is simple or complex, the
plan should be designed to meet their
desires and needs. Business owners
should also assemble a team to provide
the latest planning solutions available
for their firm. The team quite often con-
sists of an attorney, a CPA and a finan-
cial consultant. Having a viable plan in
place will assist a company in the nec-
essary transition to a new owner or the
passing of that business as a legacy to
the next generation.

Kimberly

Parker-Hansen, the co-

founder of Hansen Marrs Financial

Group, is a registered principal with
Linsco/Private Ledger,
NASD/SIPC.
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STATE the ISSUES

How does use of the Comprebensive Loss
Underwriting Exchange (CLUE) affect
homeowners and insurers?

Insurance Companies Are
“Red-Lining” Markets

By Melody L. Luetkehans, Esq.

s your new home insurable? It may not be if the previous
owner has filed an insurance claim on the property.

If a seller previously had a claim against the property. es-
pecially a water damage claim, the home may be “stigmatized”
for insurance purposes. How does this happen and what does
this mean? It happens when a buyer applies for homeowner’s in-
surance. The insurance company checks the property address
through a national claims database known as CLUE, the Com-
prehensive Loss Underwriting Exchange. This database is much
like a credit reporting company to which insurers report their
claims history against, not only the potential policy holder, but
also the property. Almost all insurers are using the CLUE report
to deny coverage, or exclude certain types of damage, on homes
where the previous owner has made claims.

Insurers, in looking at any way they can decrease their risk
exposure, not only review a buyer’s personal credit history, but
the property’s claims history as well. Their risk reduction
policies extend not only to denying coverage for specific prop-
erties, but to “red-lining” whole counties or markets.

One major insurer unilaterally determined it would no
longer write policies in certain Nevada counties, such as Elko.
This left currently insured homeowners with policies they
couldn’t renew, and new buyers with no insurance options.
What's worse is that a homeowner who may not have made a
claim may still be still penalized for a claim inquiry. Many in-
surance companies send information on all homeowner con-
tacts to the CLUE database, whether the contact resulted in a
claim or not.

The Nevada Association of REALTORS recently sent a sur-
vey to its brokers asking them what insurance issues they are
seeing in the field. Fifty-six percent stated their clients have ex-
perienced problems with insurance availability and 60 percent
have had premium increases. Twenty percent said real estate
transactions were canceled because of non-affordability of in-
surance or uninsurability.

Maybe it’s time for the public to look at how insurers deter-
mine what risks they will cover and where they will write cov-
erage. Twenty years ago, banks were forced to stop red-lining
areas in which they would not lend for “business reasons”. If
the insurance industry doesn’t revamp the way it determines in-
surance eligibility, it may find a groundswell pushing for laws
to force a change.

Melody Luetkehans is general counsel for the Nevada Associa-
tion of REALTORS. She has written numerous articles on real
estate-related issues, as well as lobbying for the industry’s in-
terest in Carson City.
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CLUE Reports Provide
Important Information

By Dana R. Bennett
or many of us, buying a home is the single most important —
and expensive — purchase we make. Consumers rely on infor-
mation provided by the seller regarding the condition of the
home to help determine a fair price for the property.

Insurance companies also need information to determine a fair
and accurate price for insuring the property and the homeowner.
When considering an application to write a new policy on an exist-
ing home, insurers request the claim history on the person applying
for insurance, as well as information on the condition and mainte-
nance of the home that is about to be purchased.

In the early 1990s. some insurance companies began to use loss-
history databases, sometimes referred to as CLUE reports, 10 access
important underwriting information. CLUE reports contain up to
five years of personal property losses and help insurers and agents
deliver fast, accurate and less expensive underwriting decisions.
Prior to the advent of CLUE. insurers considering an application to
write a new policy on an existing home obtained property-loss his-
tories in various ways: searching public records, requesting infor-
mation from the applicant. and requesting information from the in-
surer currently writing the coverage for the property. CLUE reports
make the exchange of this information much more efficient, bene-
fiting homebuyers. home sellers, realtors and insurers.

Consumers have access 1o the CLUE report about themselves and
their own properties. It is important for consumers to remember that
only sellers have access to a CLUE report on their own property.
However, many buyers are now stipulating that a copy of the report
be disclosed as a condition of the real estate contract.

Some REALTORS and real estate sales organizations contend
that CLUE reports are an unnecessary obstacle to buying and sell-
ing homes. Yet, there is no evidence to suggest that home sales have
been affected by a supposed inability to obtain homeowner’s insur-
ance. In fact. the National Association of REALTORS recently re-
ported that existing homes are selling at record levels. Recently,
Homebuilders Research reported a record for resales in April 2003
in Las Vegas, a 27 percent increase over resales in April 2002.

CLUE reports help consumers and insurers make certain the
price they pay for homeowner’s coverage is fair and accurate. More
importantly, they speed up the insurance transaction, facilitate
prompt real estate transactions and provide homeowners and po-
tential homeowners important information before making one of
the most significant investment decisions of their lives.

Dana Bennett is the Nevada legislative advocate for the National
Association of Independent Insurers (NAII), the nation’s leading
property/casualty insurance company trade association. NAII
member companies write more than one-third of the homeowner's
policies in Nevada.
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Online Resource Center
Wins Award

Susan Jamerson of Jamerson & Associ-
ates, LLC received the SBA's Nevada
Small Business Research Advocate
Award in June for the development of a
virtual online resource center for small
businesses, [tsSimple.biz. The develop-
ment of the Website was funded by two
grants from the USDA Small Business In-
novative Research (SBIR) program. En-
trepreneurs who visit this on-line re-
source center can access how-to guides
for business planning, marketing, financ-
ing, hiring and accessing capital. Numer-
ous templates and worksheets assist the
sites” visitors with financial spreadsheets,
loan applications, tax and employee rela-
tions information and government con-
tracting. In addition, ItsSimple.biz offers
start-up or expanding business owners a
complete list of business-related service
providers in their area and the opportuni-
ty for one-on-one, e-mail-based mentor-
ing with successful entrepreneurs. Jamer-
son also produced Building Business in
Nevada, a video that addresses the 10
most frequently asked questions people
have when starting or expanding their
business. More than 900 copies of the
video have been widely distributed at no
cost to small businesses and business cen-
ters across the state.

Las Vegas Maintains Largest
Tradeshow Share

er the minth consecutive year, Las
Vegas has maintained its position as
the top-ranked
tradeshows. According to Tradeshow
Week, the industry’s most widely read
publication. Las Vegas captured 35 of the
200 largest wadeshows in the U.S. in

destination for

2002, for a 17.5 percent market share. In
addition, Las Vegas leased more net
square feet of exhibit space than any
other destination in 2002. Tradeshows
held in Las Vegas utilized nearly 17 mil-
lion square feet. Five of the 10 largest
U.S. tradeshows took place in Las Vegas
in 2002, including the top two shows -
CONEXPO-CON/AGG (1.8 million
square feet, 80,054 attendees) and Inter-
national CES (1.2 million square feet,
27.835 attendees). The National Associa-
tion of Broadcasters (901,00 square feet,
60,588 attendees); MAGIC Marketplace
Fall (864,000 square feet, 85,000 atten-
dees); and MAGIC Marketplace Spring
(862,208 square feet. 80.000 attendees)
rounded out the top 10.

Reno City Council Approves
Whitewater Park

he Reno City Council has approved

building a $1.5 million whitewater
park and kayak slalom racing course on
the Truckee River in downtown Reno.
The council unanimously voted to post a
$1.5 million conditional loan consisting
of public and private funds that will en-
able construction to begin this summer.
Construction must be finished by the first
of November. The $1.5 million cost for
the kayak course and whitewater en-
hancements at Wingfield Park are includ-
ed in a list of projects recommended for
funding under a voter-approved state
bond known as Q-1 that designated $10
million for improvements along the Truc-
kee River. The kayak course and white-
water improvements will be a part of
city-owned Wingfield Park, situated on
an island in the heart of the downtown
hotel-casino district. The whitewater pro-
ject would be the first phase of a Truckee
River recreation plan that calls for im-
provements at eight publicly-owned sites
over 24 miles of the river.

Rural Communities
Receive Grants

he Nevada Commission on Tourism
(NCOT) approved more than $1 mil-
lion in grants recently to help rural com-
munities promote tourism, Lt. Gov. Lor-

raine Hunt announced. “The Rural
Grants Program makes it possible for
many Nevada communities with limited
marketing resources to promote attrac-
tions and draw visitors, which helps
support local economies,” Hunt, NCOT
chair, said. “Communities stretch the
dollars by matching each grant with
local funding or volunteer efforts.”
Grants included:

= $10,000 to the Tonopah Chamber of
Commerce to create The Tonopah Star
Trail and pursue a niche market —
stargazing — in sparsely populated
Tonopah’s extraordinary darkness:

* $6,000 to the Western Folklife Center
to help promote the 20th National Cow-
boy Poetry Gathering in Elko;

= $10,000 for the Lake Tahoe Incline Vil-
lage/Crystal Bay Visitors Bureau to pro-
mote the Incline Village Jazz Festival;

* $3,500 to the Central Nevada Moun-
tain Bike Association to advertise and
promote Austin as a Nevada “biking
capital” whose location on “The
Loneliest Highway in America™ makes
it an ideal site for bicycle racing events.

Nevada Sets Up Office
in Hong Kong

he Nevada Commission on Economic

Development (NCED) opened a repre-
sentative office in Hong Kong recently to
promote investment and facilitate trade
between Hong Kong and Nevada. The di-
rector of global trade and investment at
the NCED, Alan Di Stefano, said, “Hong
Kong is currently [the United States’]
eighth largest trading partner. We there-
fore see Hong Kong as a gateway for
most of Asia and the Pacific Rim, not
only for two-way trade and investment,
but also for tourism. The opening of a
representative office in Hong Kong will
serve to increase the volume of trade and
tourism between Nevada and Hong
Kong.” The office is expected to work
closely with the private sector and gov-
ernment officials in Hong Kong and
Nevada to help companies increase their
exports through finding the right distrib-
utors, identifying joint venture opportu-
nities and establishing offices, manufac-
turing or service operations. &
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conomic activity following the Gulf

War in 1991 moved forward without

marked improvement in employ-
ment, giving rise to the term “jobless re-
covery”, So far, employment growth in
2003 seems stuck, leading one to surmise
that the next recovery, whether already
afoot or to occur in the future, might also
be a “jobless recovery”. U.S. employment
in May remained essentially unchanged.
Nevada employment levels performed
slightly better, up 1.3 percent in April from
year-ago levels.

Las Vegas Metro (Clark County) has
seen a 1.5 percent growth rate over the
same period. Reno (Washoe County),
though showing a recent step-up in the
employment rate, stands o.7 percent
above year-ago levels.

During the April Iragi War, a number of
tourism-based indicators turned down-
ward. Visitor Volume, Passenger Volume
and Gaming Revenue each took a hit for
Nevada and its urban areas. Though
geopolitical risks remain, a rebound is ex-
pected. This rebound, however, will likely
be constrained by the weakness in the U.S.
economy. Even without a stronger U.S.
growth rate, the Silver State’s economy will
grow, but at more modest rates than his-
torical averages.

Looking back, we can conclude that
Nevada’s economy has performed better
than the national economy or other states
with major resort destinations. Looking to
the near future, Nevada continues to at-
tract new residents, reflecting job opportu-
nities, desirable community amenities and
profitable business opportunities. With fa-
vorable interest rates and continued in-mi-
gration, expenditures will fuel growth. Over
the longer view, however, future economic
prosperity will depend on creating jobs
and economic activity associated with
sales outside the Silver State, what is re-
ferred to as the export base.

Nevada, having developed its export
base around tourism and mining, will in-
creasingly need to recreate itself with new
products and services. Competition from
other states and nations will sap the state’s

vitality, to be sure. Meeting this challenge .

calls for Nevada to create its own new
products, new services, new technologies
and new ways of doing business, and to
rely on trade for the rest.

R. KEITH SCHWER
UNLV Center for Business and
Economic Research
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Business Indicators

DATA  ——GROWTH —
PREVIOUS Al

UNITS DATES LATEST

NEVADA

EMPLOYMENT | noooempovess | 04/03 | 1,0601  1,056.7 | 1,046.3 0.3 1.3 Slow Growth
UNEMPLOYMENT RATE %, NSA 04/03 5.5 5.5 5.6 0.0 1.8 |mproving
TAXABLE SALES SaiLion 03/03 2.199 2.510 2.842 -12.4 -22.6 Down
GAMING REVENUE $ miLLioN o4lo3 74462 75614  799.59 -10.8 +6.9 Down
PASSENGERS PASSENGERS 04/03 3.304 3126 3.377 81 2.2 Down
GASOLINE SALES MILLION GALLONS  04/03 84.36 83.0 83.36 1.6 12 Price Effects
ViSITOR VOLUME MILLION visiToRs  04/03 3.994 3.786 4113 4.0 =29 Down

CLARK COUNTY

EMPLOYMENT 1,000 EMPLOYEES  04/03 798.7 7973 786.8 0.2 1.5 Slow Growth
UNEMPLOYMENT RATE %, NSA o4/03 5.4 5.5 5.7 -1.8 5.3 Improved
TAXABLE SALES $ BiLLION 03/03 2199 1.847 2.079 19.0 57 Up

GAMING REVENUE $miwon . o4fo3 608.89 68498  646.85 -11.1 5.9 Down
RESIDENTIAL PERMITS UNITS PERMITTED  05/03 2,712 2,736 3129 -0.9 -13.3 Down
COMMERCIAL PERMITS PERMITS os5/03 96 77 91 24.7 5.5 Up
PASSENGERS MILLION PERSONS 0403 2.946 3181 3.007 74 -2.0 Down
GASOLINE SALES MILLION GALLONS  04/03 55.62 5709 5490  -2.6 1.3 Price Effects
VISITOR VOLUME MILLION VisiTORS  04/03 3:434 3363 3.502 -3.6 -2.0 Down

WASHOE COUNTY (%) (%)

EMPLOYMENT 1,000 EMPLOYEES 0403 196.8 195.0 1954 0.9 0.7 Slow Growth
UNEMPLOYMENT RATE %, NSA 04/03 47 49 48 41 -2.1 |mproved
TAXABLE SALES $ BILLION 03/03 0.472 0.396 0.453 19.1 41 Up
GAMING REVENUE $ MILLION o4fo3 7778 8532 87.13 -8.9 -10.8 Down
RESIDENTIAL PERMITS UNITS PERMITTED  05/03 365 285 338 2841 8.0 Up
COMMERCIAL PERMITS PERMITS o5/03 21 15 27 40.0 -22.2 Mixed
PASSENGERS MILLION PERSONS  04/03 0346  ©3%3 0.355 1.9 ‘25 Down
GASOLINE SALES MiLLION GaLLons  04/03 14.96 '15.38 14.67 -2.8 1.9 Up
VisiTor VOLUME MiLLoN visiors 03/03 0.370 0.398 0.415 -7.0 -10.8 Dawn
UNITED STATES

EMPLOYMENT MILLION, SA o5/03 130.067 130.084 130.411 0.0 -0.3 No Growth
UNEMPLOYMENT RATE %, SA o5/03 6.1 6,0 5.8 17 5.2 Up
CONSUMER PRICE INDEX  82-84=100,n54  05/03 183.5 183.8 179.8 -0.2 2.1 Holding
Core CPI B2:84=100,N5A  05/03 193.2 1931 190.2 0.1 1.6 Holding
EMPLOYMENT COST INDEX  Bg.06=100,54 1003 1593 1577 1548 1.0 2.9 Holding
PRODUCTIVITY INDEX 92=100, SA 1Q03 125.6 122.5 0.6 2.5 Slowed

124.9
RETAIL SALES GROWTH  § siLLio, sa 05/03 308779 309.624 293.814 0.1 5.1 Flat
16.07

AUTO AND TRUCK SALES  miLLION, SA 0403 16.36 17.19 1.8 4.8 Holding

HOUSING STARTS MILLION, SA o05/03 1732 1632 1.752 6.1 -1.1 Pause in Growth
GDP GROWTH $ BILLION, 54 1003 95629 @ 95182  9.363.2 0.5 2.1 Modest Growth
U.S. DoLLAR 97.01=100 os5fo3 118.536 122.542 127.266  -3.3 -6.9 Depreciating Dollar
TRADE BALANCE Ssuwon,sa  04f03 -42.028 42874 34225 | 2.0 228 FurtherDecline
S&P 500 monTHiY cose | 05f03 963.59 91692  1,067.14 5.1 -9.7 Recent Improvement
REAL SHORT-TERM RATES %, nsa 05/03 123 135 173 | -89  -289 'Stilllow
TREASURY YIELD SPREAD | %, nsa 05/03 2.48 281 3.40 -7 -27.1 Suggests Expansion

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



When you love where you work, it shows. Building one of America'’s top

m 100

HeauTHoare | SvsTems 100 hospital systems has taken the work of many physicians, nurses, staff,

volunteers and donors who enjoy working with and supporting Saint Mary’s.

Living our mission. Committed to quality. Proud of our outstanding people, who love what

they do... and it shows.

§ = A
Our Mission. Our Quality. Our People. | saintmarysreno.com Salnt Marys



http://www.saintmarysreno.com
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Paul Dykstra,
President & CEO
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When the largest shows and conventions roll into Las Vegas, Paul Dykstra and his team at GES
get rolling, too. GES orchestrates everything behind the scenes of successful shows. Laying
miles of carpet and electrical cable. Producing hundreds of signs and graphic images. Handling

thousands of pounds of freight. Building countless exhibit booths. And every other detail you

can (or can't) imagine.

everythingexposition 702.263.1500 gesexpo.com



http://www.gesexpo.com

