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New Year’s
Resolutions
For Nevadans
We All Know

At this time of year. it’s traditional to
make resolusions for the New Year. In that
spirit. here are some suggestions for New
Year's Resolutions jor some people you
probabiy bmow:

Nevada ranchers: Resolve 2o Ssep oo the zood fight to preserve our way of life.

Carole Villardo (Nevada Taxpayers Union): Resoises &0 ioen ooiing out for the interests of Nevada taxpayers.
Thirsty Nevadans everywhere: Resalse o0 comeer = water wherever possible, and pray harder for snow in the Rockies.
Nevada’s educational elite: Resoiie o0 sus e tmseresss of kids ahead of their desire for political power.
Nevada Supreme Court: Resoiis &0 s=s=as e Nevada Constitution one more time, paying special attention
0 the sermwes d@=slime with separation of powers.
Assemblyman Wendell Williams: E=soios &0 S & o8 & =ood as the last one — something with no accountability,
Las Vegas Mayor Oscar Goodman: = sefes & s e Saooecst Mayor on Earth, resolves to find something workable
for e 61 ¢ TS

Reno mayor Bob Cashelt Emmdes Valley 2 run for its money.
Gov. Kenny Guinn: : smi=d wth the principles of the Republican Party.
Assemblyman Richard Perkins: iSasme lpepiole &= the federal Hatch Act.
Sen. Bill Raggia: 1 S50 o e remms of power for one more session.
Former Governor Robert List =S 20 Grme the Yucca Mountain project to Nevada.
Former Sen. Richard Bryas= S=ss = PSS 50 R==p the Yucca Mountain project out of Nevada
Chuck Alvey (EDAWN: Res 28 i CaliSormsa companics to move “over the hill”
Nevada bankers % p i Relisame derime the next legislative session,
Nevada manufachrss #= e TR SONRIETS ISCYOAES.

_ s o wEleer dsscemdee o sleaze.
Reno/Sparks Convention & Visitors Authariy S =S 2mé e Hoe Ansus: Nights hot.
Rural Nevadz: 3 s S e s of S s
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Sure, Everyone Knows

Commercial Real Es Is All About
Setting Priorities. . ——
Al ,

|

T
R i

i

We're The Ones Who Put You Frst

We are a client driven commercial real estate company that believes your business
be the first priority. And while this might be a unique point of view for 2 ©
estate company, years of combined experience taught us that every et
another means to support the first.

We're ready to earn it. 702.796.8888
3790 South Paradise Rozd . Suite 250 . Las Vagas. NV . 89109

We‘re Your Big 5 Firm

Tax Advisory & Preparation
Accounting and Anditing
Management Consulting
Information Technology

Financial Plans

Succession Plan

World-class Experience ® Personal Amention

Professional Excellence ® Reliz
Fair, Anderson

!i ‘ & Langerman

The l; \ Family of Companies...

VT CGERTY BN s

Fair, Anderson & Langerman  Advisorsto Management  swormasion Techmoiogy Serwce: Grous
Investment Adbvisors, LLC

3065 S. Jones Blvd., Ste. 100 Las Vegas, Nevada 89146
702.870.7999 Fax: 702.870.7342 www.falcpa.com

*Accounting firms in Las Vegas (Las Vegas Business Press, April 2002)
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LINCOLN COUNTY
Land of Opportunity
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Residents of Lincoln County enjoy a rural lifestyle including access to outdoor activities
such as hiking, fishing and picnics. Kershaw-Ryan State Park, shown here, is one of the
county’s many publicly-owned recreation sites.

= 2

incoln County is located north of Clark

County and Las Vegas, on the Utah bor-
der. The south end of the county touches the
Mojave; the north end has alpine lakes and
reservoirs; Pioche, the county seat, is at
6,000 feet. It’s a beautiful, rural county with
five state parks, lots of space, plenty of water
and not a lot of people — the population for
the county is 4,600 people, living mostly in
Caliente, Panaca, Alamo and Pioche.

Beautiful and spacious though it is,
Lincoln County- is facing economic chal-
lenges as its economic bases change.
Caliente, the only incorporated city, started
out as a railroad town — Union Pacific once
had a roundhouse there and a considerable
maintenance yard for the steam locomotives.
But when Union Pacific changed to diesel,
the roundhouse closed and railroad employ-
ment dropped.

Pioche was a mining town whose mining
has all but ceased.

Panaca and Alamo are farming and ranch-
ing towns. With the increasing number of
restrictions on the use of public lands, the
county’s agricultural sector is gradually
shrinking — Lincoln County is 98 percent
federally administered lands, with a very
narrow private-land base.

Lincoln County Regional Development
Authority was formed to address economic
development county-wide, identify strengths
and weaknesses, opportunities and threats to

existing businesses and to attract new busi-
ness. Currently, government is the largest
employer. The federal government employs
people in the management of public lands,
state-level employees work at youth training
centers and boys’ and girls’ facilities at
Caliente, and local government offers
employment at county level.

Economic challenges have led to unex-
pected opportunity: low income and high
unemployment in the county allowed the
Small Business Administration to designate
it a hub zone, which allows existing busi-
nesses to be certified as hub-zone businesses.
The designation allows businesses to obtain
contracts from the federal government
through a non-competitive or restricted-
competitive basis. The federal government
can target procurements in hub zone areas
and allow only a few businesses in that coun-
ty to compete for available contracts.

Half a dozen businesses have been certi-
fied; a handful have been successful in con-
tracting with the federal government, prima-
rily the Department of Energy and its sub-
contractors. In the last couple years three or
four businesses have engaged in business
relationships with the government and did
about $1.5 million worth of business each
year, resulting in employment for four to five
full- time persons. “They’re very small num-
bers, but significant for existing businesses,”
said Mike Baughman, contract executive

director, Lincoln
Development Authority.

There are advantages, as well as chal-
lenges, in Lincoln County. Land costs are
competitive. Primary and secondary schools
are excellent and the Community College of
Southern Nevada offers higher education-
classes. Housing and rents are inexpensive.
It’s beautiful, and it’s rural. Power comes
from Hoover Dam. The county currently
only uses approximately 40 percent of its
allotment, so existing hydro-based power is
available for new industry. Rail service is
available through Caliente and US 93 pro-
vides access to the interstate highway sys-
tem. There are no air-quality restrictions.

And there’s ample water. Lincoln County
Water Authority. created by the Legislature
in cooperation with Caliente, is partnering
with Vidler Water Company to identify and
acquire groundwater resources for industrial
purposes. This has led to the proposed 1100-
megawatt water-cooled power plant on the
Lincoln/Clark county line, a project that is
moving toward construction as permitting
completes its final steps.

Water Authority efforts are also tied into
the Lincoln County Land Act. an initiative
passed m 2000 that requires the federal
Bureau of Land Management (BLM) to sell
13,500 acres in the southeastern corner of the
county. just above Mesquite, for private
development. The planned unit development,
residential and commercial, will have a pre-
dicted population around 55,000. This repre-
sents tremendous growth for a county whose
population currently sits at 4,600. Build-out
is estimated at 40 to 50 years.

Another large development is the Coyote
Springs master-planned community along
the Lincoln/Clark county line — 30,000 acres
billed as the next Palm Springs. Entitlements
are already in hand to start work on the ini-
tial golf course and other facilities on the
Clark County side.

Lincoln County is also inviting business-
es priced out of Clark County to look its way.
Meadow Valley Industrial Park is a 65-acre
rail-served park under development at
Caliente. A second park near Alamo will rely
on Highway 93 for its 400-acre site; the first
90-acre phase has water rights in place and
will move forward once Meadow Valley Park
is up and running.

Lincoln County has one more advantage—
a labor market of some 200 to 300 readily
employable, underemployed or unemployed
residents in a beautiful, rural county.

County  Regional

Néviida BﬂSlﬂBSS Sponsored by the Nevada Commission on Economic Development
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Rural N evada at 1ts Best

Eagle Valley Reservozr one of the many scenic artracnons in Lincoln County, oﬁers htkmg,
fishing and winter ice-fishing.

ive state parks, historic mining towns,
Foff-road racing and beautifully pre-
served historic buildings such as the Million
Dollar Courthouse — Lincoln County is the
place to get away from it all and back to
nature. This rural county north of Las Vegas
offers outdoor recreation at elevations from
3,000 feet in the southern Mojave Desert
end of the county to 9,296 feet at the top of
Mt. Wilson to the north.

One of Lincoln County’s biggest attrac-
tions is how very rural it is. Most of the
county is public land, so there’s ample
opportunity for outdoor recreation.

And there are the state parks.

Cathedral Gorge State Park just 16 miles
north of Caliente and five miles northwest
of Panaca is a wild wash with spires of ben-
tonite clay eroded into intricate shapes —
dragons, cathedrals, pillars — whatever the
imagination dreams up. There are trails,
covered picnic areas, developed campsites
and facilities.

Spring Valley State Recreation Area, 18
miles east of Pioche, is at the end of State
Route 322. Eagle Valley Reservoir offers a
boat launch ramp and campground with
facilities, hiking, fishing and winter ice-
fishing. Echo Canyon State Park, 12 miles
east of Pioche, is popular for fishing and

Néviida Business

boating and has paved roads and a full
campground.

Beaver Dam, 35 miles east of Caliente, is
one of the most remote state parks, with
over 1.700 acres m high mountain pine for-
est. There are hiking trails, picnic facilities,
developed campsites and a reservoir stocked
with rainbow troui and crappie. At about
5,000 feet. the road to Beaver Dam can be
impassable in winter.

Kershaw-Ryan State Park features vine-
covered cliffs and 2 forest of oaks, picnic
facilities, hiking trails and natural springs.
The park is open for day-use only while the
campgrounds are redeveloped after a flood
washed through the park.

Lincoln Coumnty is the cross-country
motorcycle and off-road racmg center of
eastern Nevada. There are weekend races all
summer, including Best in the Desert m
May, the Nevada 250 Ofi-Road in June and
the Delamar 250 Ofi-Road in August.

Pahranagat National Wildlife Refuge
just outside Alamo is a lay-over for migra-
tory ducks, geese, swans, songbirds and rap-
tors in spring and fall, and a perfect place
for bird-watching. Desert National Wildlife
Range is set aside primarily for desert
bighorn sheep and is a habitat for mule deer,
desert reptiles, mammals and migratory

birds. There are no developed campsites, but
camping is allowed and the area is popular
for big game hunting and picnicking.

Hunting in Lincoln County isn’t just for
big game — Las Vegas residents visit the
county in the winter, hunting for Christmas
trees, pine nuts and firewood.

There are several ghost towns in Lincoln
County: Hiko, once the county seat and now
only a few remaining stone buildings, and
Delamar, once the principal gold mining
center in Nevada. West of Caliente, Crystal
Spring was the proposed county seat, but
the town never grew past a few dozen peo-
ple. Today, all that remains is the spring and
a stand of cottonwoods.

In 1871 Pioche was a thriving western
town of 10,000 with 72 saloons, two brew-
eries and two newspapers. Because Pioche
was the county seat, the town had to build a
courthouse. The original contract was for
$16,000, but even while it was under con-
struction, there were alterations and changes
and the cost swelled to $75,000. The town
couldn’t pay the debt and interest accrued
until, by the time the debt was retired in
1937, the courthouse cost over a million
dollars and had been condemned for four
years. The courthouse is one of Nevada’s
best-preserved historic buildings, open and
staffed with a curator from April 15 to
October 15. The jail still stands, and visitors
can be photographed in the jury box amid
mannequins and period pieces.

The towns in Lincoln County retain their
historical flavor: Pioche was a mining town
and stages heritage plays during the summer
that feature notorious characters from the
past. Labor Day celebrations attract thou-
sands for the Saturday night electric light
parade with lighted floats. Caliente was a
railroad town on the Union Pacific line and
today is building a rail-served industrial
park. The town celebrates Homecoming
Days in May. Panaca, the oldest town in
eastern Nevada, celebrates Pioneer Days in
July and holds the Lincoln County fair in
August. Panaca and Alamo are farming and
ranching towns.

Whether you're looking for a quiet day
picnicking, fishing and hiking or an adven-
ture on the ATV trails, Lincoln County is the
place to go to get away from it all, head out-
doors and experience adventure, rural
Nevada-style.

Sponsored by the Nevada Commission on Tourism
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EDAWN REPORT
SHOWS JOB
GROWTH

e Economic Development Authority
of Western Nevada (EDAWN) has re-

leased its first retention and expansion re-
port (http://www.edawn.org/bb/re- i

sults.cfm) forecasting positive business

growth in Reno and Sparks over the next

three years in the areas of finance, insur-

ance, transportation and logistics. The

Business Builders Phase One report indi-

cates that the 66 Reno/Sparks companies ;

surveyed are forecasting planned expan-

sion resulting in 651 new jobs, 1.1 million

in additional square footage and $40 mil-
lion in new capital investment by 2006.

Among the report findings: 22 percent
of the companies plan to increase em- i
ployment; 68 percent expect employment

to remain stable; and 10 percent expect to
decrease their employee base. Addition-
ally, when asked to rate the workforce

based on a rating of one to five, with five
being the highest, the companies sur- ;

veyed rated workforce productivity a

4.04, workforce stability a 3.27, quality of

workforce a 3.19 score and the availabili-
ty of workforce a 3.31.

“What this tells us is that local compa-
nies are relatively optimistic about the
workfoérce in our region, which is a per-

ception we continue to address with com-
panies about the quality and stability of i

our workforce in Northern Nevada,” said

Gail Conkey, EDAWN'’s director of busi-

ness services.

“Companies consistently say quality of
life is the most important factor in doing

business in Northern Nevada. Lifestyle,
followed by a business-friendly environ-

ment, are Nevada's biggest incentives for

a company to relocate or expand here,”

Conkey said. “What this tells us is that

local companies are relatively optimistic
about the workforce in our region.”

The Reél Golf Scbre

You know that business is done on the golf course, but you may not realize the impact the
golfindustry has on the Las Vegas economy. According to a Restrepo Consulting Group study,
the industry generates $891 million a year. “This report clearly indicates the golf industry’s im-
portance to the Southern Nevada economy,” said John Restrepo, the firm’s principal. “The in-
dustry contributes over $400 million in direct financial contributions and creates nearly 4,500
jobs. This is clearly a sizable contribution by any one industry.”

Additional findings from the study of figures from 2002 include:

e Average number of rounds of golf played per Southern Nevada course: 38,000
e Rounds of golf played by visitors to Las Vegas: 1,402,860

* Rounds of golf played by residents of Las Vegas: 665,570

e Vlsitors who came to Las Vegas specifically to golf: 1,823,718

e Economic impact by tourist golfers: $614.8 million

e Economic impact by resident golfers: $276.2 million

CLIENTS DISSATISFIED WITH PROFESSIONAL FIRMS

Corporate executives are deeply dissatisfied with the work product provided by their ac-
counting, legal, IT and other consultants, according to a recent survey. As a result, accord-
ing to the survey, one in nine professional services or consulting relationships could be termi-
nated in the next 12 months. The survey was conducted during the spring and summer of 2003
by Albany-based business analysis firm Ross McManus of more than 1,200 Fortune 1000 se-
nior executives from over 20 percent of the firms in the Fortune 1000. Results indicated con-
sultants and professional service providers rate only a C+ grade from their clients for overall
satisfaction. Many long-standing consulting relationships would soon be put up for review, ac-
cording to the survey.

“The ‘knowledge industry’ of accountants, lawyers and professional services providers does
not seem to grasp the magnitude of the problem,” said Mac McManus, survey author and prin-
cipal of Ross McManus “This is a wakeup call to these consultants, who will need to change
this perception or face the consequences of lost business.”

Concerns, according to the survey, may have been long-simmering among corporate clients,
but the post-Enron regulatory and governance climate has created a catalyst for companies to
re-evaluate even longstanding relationships with their consultants. The report, titled Selling and
Satisfying the Fortune 1000 in a Post-Enron World, details the permanent changes to the con-
sulting landscape brought about by new government regulations such as Sarbanes-Oxley and
the USA Patriot Act of 2001, as well as by increased public scrutiny of corporate governance
practices. Highlights of the findings include:

* One in nine C-level executives deemed relationships with their professional services providers
and consultants as “significantly deteriorating”, possibly leading to termination within the next
12 months.

e Senior executives rate overall satisfaction with their professional services providers and con-
Sultants as only a C+, or 7.8 points on a 10-point scale.

* Ninety-six percent of senior executives say that understanding their business is their most im-
portant satisfaction characteristic; however, only 72 percent said they were satisfied that their
professional services providers and consultants had a good understanding of their businesses.
* Not understanding their business was the number-one reason for terminating professional
service providers and consultants. &
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Scott Craigie’s “Inside Politics™ article
in the November issue of

Nevada Business Journal

drew the following response from

Sen. John Ensign:

The No Child Left Behind (NCLB) leg-
islation was recently the topic of an edito-
rial on these pages. I found the editorial to
be misleading, and as a member of the
conference committee appointed to work
out differences between the House and
Senate versions in Congress, I feel com-
pelled to respond.

NCLB is about accountability. It is
about providing parents with as much in-
formation about schools’ performances as
possible so they can make the best deci-
sions in regard to their children’s educa-
tion. NCLB is about preparing children to
succeed in higher levels of education and
in their later lives. For too long, our edu-
cation system has been obsessed with
maintaining a failing status quo, apologiz-
ing for dismal levels of learning, throwing
money at the problem with no real plan,
and trapping young students in failing
schools that are part of a failing system.
Every child in every classroom through-
out Nevada and across the country de-
serves better. So do their parents. That is
what NCLB represents.

The editorial printed recently here con-
demns President Bush and Congress for
not adequately funding NCLB and decries
the tax dollars required for the program’s
phase-in in Clark County. But here, the
editorial misses a crucial point often ig-
nored by its critics: NCLB contains spe-
cific provisions, which I helped craft dur-
ing the conference on the bill, prohibiting
any unfunded mandates on the states. If

10 NevadaBusmess & january 2004

the law calls for testing but doesn’t pro-
vide the funding for that testing, the test-
ing does not have to be implemented.

In addition, I worked during the confer-
ence to ensure that funding formulas used
in NCLB utilized the most recent popula-
tion data available. Because of this change
and the increased amounts of money given
to education programs from the federal
government, Nevada has seen historic in-
creases in federal funding for our schools.
This, too, is part of my commitment to
provide the resources necessary to im-
prove educational opportunities for Neva-
da’s children.

The editorial refers to “unforgiving
mandates™ on children who are limited
English proficient (LEP). The legislation
does contain stringent requirements on
these children-requirements I believe
represent a fair and balanced approach.
Each LEP student has three years to learn
English before being required to take the
test solely in English. This testing is es-
sential to learning what these children can
do so that we can push our education sys-
tem to give them the education they de-
serve. We cannot allow these children to
continue to be without the benefits of
English proficiency.

Critics of NCLB, like the author of the
recent editorial, love to claim that LEP
students are not going to get the funding
they need to succeed. This notion is false.
NCLB contains a whole separate title in
the legislation in regard to LEP children.
Each state receives a grant from the feder-
al government to assist with these costs.
Last year Nevada received $3.67 million
in funding for this program.

No Child Left Behind is an opportunity
to usher in a new era of accountability in
our education system. Parents are finally
empowered with the tools to guarantee
that their children are not left behind. Yes,
it shakes up the status quo in education
and challenges our children and our
schools to soar to new heights. In my
view, business as usual does not make the
grade when it comes to our children and
their education.

Sen. John Ensign

Our October issue contained a
“Speaking for Nevada™ piece by
Assemblyman Bob Beers (R, Clark 4),

regarding the use of statistics for politi-

cal purposes. Here is a rebuttal
David Goldwater
10):

from Assembly

“Facts,” said Mark Twain, “are stub-
born. Statistics are more pliable.” There is
no question my legislative colleague’s re-
cent article in the Nevada Business Jour-
nal titled, “These Are a Few of My Fa-
vorite Statistics™. relied on the flexibility
of statistics rather tham the rigidity of
facts. As elected officials. it is our duty to
provide government's service to the citi-
zens as efficiently and effectively as pos-
sible. Statistics are just a ool Statistics
don’t live in Nevada. people do.

The Tax Foundation. says my col-
league, ranks Nevada as the 13th-highest
taxed state. Rankings were based on five
factors, including corporate income (ax,
individual income tax. sales and gross re-
ceipts tax, fiscal balance and tax-base
conformity. Based on those factors. Neva-
da ranks third overall for states with a fa-
vorable business tax climate. with Nevada
being an elite state without a corporate in-
come tax and no personal income tax. We
can bury ourselves in The Tax Founda-
tion’s work or we can ask our friends and
neighbors what is happening to them.

The fact is. Nevada is a great place to do
business. Taxes are mecessary in every
state, and no one would do business in a
state that did not have any. Hundreds of
companies come to Nevada every month.
Thousands more choose to stay in Nevada
every day. Policymakers are trying to pro-
vide services to a population that is in
jeopardy of outstripping its infrastructure,
while trying to improve a sagging social
fabric and educational system. The Tax
Foundation provides a useful tool to un-
derstand Nevada juxtaposed to other
states. Using that tool to help Nevadan’s
balance the demand for government’s ser-
vice with a workable tax system is the
challenge facing elected officials. Using
that tool as an instrument of demagoguery
is failing our constituents.

Continued on Page 40
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Pak from Asian Market, Inc.

— Mr. Sang Ok Pak, Asian Market, Inc.

“Business Bank of Nevada is our partner. Why? They understand one of the great
fundamentals of business - that if your client prospers, so do you. We had out-
grown our 9,000 square foot market space and could no longer grow. So we
called Business Bank and they got us an SBA 504 loan, allowing us to more than
double our size. But the really great part is that we're paying just about the same

for our new mortgage as we did before in rent. As we continue to grow, you can

bet we'll come back to our partner, Business Bank of Nevada.”

Call Lori Haney in Northern Nevada at (775) 885-1220
or Tom Powers in Southern Nevada at (702) 952-4489

always there

@ Member FDIC. Equal Housing Lender. www.bbnv.com




Tim R. Ruffin

MANAGING PARTNER AND
£ VP oF OFFICE PROPERTIES

COLLIERS INTERNATIONAL
RENO

Years in Nevada: 13

Years with Firm: 4

Type of business
Commercial real estate brokerage and
property management

Biggest husiness challenge

Maintaining the corporate culture as the
firm continues to grow. We have doubled in
size since we started, and now have over
35 employees in Reno. The challenge is to
impart our values and beliefs to all employ-
ees so that we may best serve our clients.

What do you like best about your job?
There is no better feeling than closing a
real estate deal that is good for both par-
ties. In addition, my job allows me to
contribute to the future development di-
rection of the city, to ensure the market
will meet future demand. I get involved
in what will get built and where. The
ability to collaborate with the city’s top
retail, industrial and land team in our of-
fice allows us to develop a truly compre-
hensive look at the community’s com-
mercial real estate future.

How do you prefer to spend time off work?
If my wife, Nancy, and I are not at a sport-
ing event with one of my three boys, I'm
usually in a community board meeting of
some type. I have the good fortune of being
Rotary assistant governor, WIN vice presi-
dent of membership. on the pastoral coun-
cil at church and on several other boards.

What would you like your legacy to be?

I would like my children and grandchil-
dren to become hard-working, honorable
and successful in their family. religious
and professional endeavors.

Favorite business book
Good to Great, by Jim Collins

Which transaction brought you the most
satisfaction?

Selling the former Cal Neva Tower to the
city of Reno for a new city hall. It was a
complicated transaction based upon the
city’s financing alternatives. It also
helped revitalize the area around the for-
mer Mapes Hotel site and will bring
more people into downtown Reno. I
was a win-win transaction for the city
and the seller.

Martha J. Ashcraft

SUPERVISING PARTNER

LEwis AND Roca LLP
Las VEGAS

Years in Nevada: 35

Years with Firm: 4.5

Type of business
Law Firm

Biggest business challenge

Creating an office environment in which
there is an exceptionally strong commit-
ment to the highest standards of profes-
sionalism, service to our clients and the
best quality work product, while trying to
inspire an atmosphere of collegiality and
teamwork. Because we have such terrific
people in our office, I feel I have been for-
tunate enough to be able to meet this chal-
lenge.

12 NevadaBusmess & january 2004

What do you like best ahout your job?
The fact that I learn something new every-
day, and meet so many interesting people.

How do you prefer to spend time off work?
Traveling, cooking (my husband and I col-
lect, and love to try new recipes from
gourmet cookbooks). trying new restau-
rants in town, wine-tasting with friends,

reading, golfing and playing with our four-
legged children — two dogs and two cais.

What would you like your legacy is be?
Professionally, I hope to be remembered as
a person who was integrally involved in
opening the Las Vegas office of Lewis and
Roca LLP and making it a huge ssccess.
For me, a large part of that success is men-
toring and nurturing young professionals.
helping to develop their potential and en-
couraging them to be the very best.

Best business advice

Do what you love and love what you do.
When you don’t love practicing law any
longer, find something else to do.

Greatest Legal Victory:

Winning motions for summary judgment
and for judgment on the pleadings that got
an elderly woman out of 14 years of emo-
tionally distressing and financially devas-
tating litigation, without having to go to
trial. She was deeply grateful and said she
felt she had been given her life back.




The New Face

of Nevada

Minority-

Owned Businesses

Succeed in the Silver State

BY HOWARD STUTZ

inority entrepreneurs, like any

other business owners, face nu-

merous challenges in getting a
start-up company off the ground or grow-
ing an existing venture. In all enterprises,
gaining access to available capital — to
begin or to expand — is always arduous.
When ethnicity is factored in, minority
business operators are presented with a
unique set of circumstances.

A sampling of successful minority busi-
ness owners in Northern and Southern
Nevada showed several similarities. All
cited long hours, dedication and the will-
ingness to service their clients or produce
quality products as keys to making their
businesses grow. Showing a commitment
to their community and having longevity
in Nevada were also important traits.

While there are several government cer-
tifications — in Nevada and through feder-
al resources — that are available to minor-
ity-owned businesses, such as gaining
Disadvantaged Business Enterprise
(DBE) status, or the Small Business Ad-
ministration’s 8(a) Minority Development
Program designation, several opt out of
such descriptions.

The explanations vary geographically,
said Leslie Mix, the president and chief
executive officer of the Hispanic Chamber
of Commerce in Reno. “There are really
only two reasons to be qualified as a mi-
nority-owned business,” Mix said. “One
would be if it gives you a financial advan-

tage, such as qualifying for various loans.
The other reason is if you’re applying for
government contracts. Otherwise, the big
difference is between Reno and Las
Vegas. People are flooding into Southern
Nevada and emerging Hispanic business
owners need any edge they can get.”

Mix can recite numerous statistics
available on minority communities, pri-
marily the booming Hispanic market. Ac-
cording the United States Census, Neva-
da’s Hispanic population grew by 15
percent between July 2000 and July 2002,
the third-fastest growth rate among states.
The growth rate for Hispanics in the Sil-
ver State nearly doubled Nevada’s overall
growth rate of 7.7 percent for the two-year
period, according to Jeff Hardcastle,
Nevada’s state demographer.

While most national studies have fo-

cused on the rapid growth of the Hispan-
ic population, Asians and African-Amer-
ican entrepreneurs have successfully
grown businesses throughout Nevada.
Louis Overstreet, executive director of
the Las Vegas Urban Chamber of Com-
merce, which offers assistance and guid-
ance to the African-American business
community, said the reason minorities
open their own companies remain con-
stant over the years.

“There was a study done a few years
ago and I believe it still holds true today,”
Overstreet said. “When whites were asked
why they went into business for them-
selves, the response was to make money.
For African-Americans, the response
overwhelmingly was to become their own
bosses. Our efforts over the past few years
have helped minority businesses make
progress, such as getting the gaming in-
dustry to diversify its list of vendors, but
there is still much more to do.”

One thread woven through the com-
ments of minority business owners is that
opportunities are there for those willing to
persevere. When Luther Mack decided to
open a McDonald’s franchise some 30
years ago, his biggest challenge came
from other fast-food operations in the
Reno market. Mack, a life-long Northern
Nevada resident, said the fact that there
were very few African-American-owned
businesses in Reno at the time didn’t pre-
sent a negative.
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“I was somewhat known and I had a lot
of good friends who supported me,” Mack
said. “My race really wasn’t a factor. I had
the desire to succeed and that’s what
helped me along. I never really pursued
the minority business angle. I had my own
funds to get started and I was able to grow
the business through good service and
hard work.” Today, Mack operates 10 Mc-
Donald’s restaurants in Reno and employs
more than 400 workers. He sits on the
boards of numerous community organiza-
tions and recently resigned as a 14-year

NO LONGER

member of the Nevada State Athletic
Commission because of his election to the
board of directors of the publicly-traded
Boyd Gaming Corp. — the owner-operator
of 13 major casinos, including the Star-
dust Hotel in Las Vegas.

Robert Gomez took a route different
from Mack when he went to expand
Magic Brite Janitorial, a Las Vegas-based
five-person custodial service he purchased
from his father-in-law in 1993. Gomez
sought several small business loans and fi-
nancing opportunities to help him take the

WATER
SMART

258 SAVE - sawa.com

Be the solution.

SNWA Member Agencies: Big Bend Water District » Boulder City  Clark County Water Reclamation District
City of Henderson * City of Las Vegas * City of North Las Vegas * Las Vegas Valley Water District
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business in a new direction. He wanted to
make a move from cleaning multiple
Southern Nevada convenience stores to
providing custodial services to larger
buildings and other facilities.

“I would go to a lending institution.
They would say, ‘no’ and tell me what I
needed to accomplish,” Gomez said. “To
me, ‘no’ meant ‘on’ when you looked at
the word in a mirror. I'd always come
back with what they wanted, and say,
‘Okay, I’ve done what you've asked of
me.”” Gomez entered Magic Brite Janito-
rial into the SBA 8(a) program in 1996.
Today, the company employs 150 work-
ers at eight locations in two states, pro-
viding commercial facility management,
janitorial or maintenance services in
more than 25 federal buildings or U.S.
courthouses covering some 6 million
square feet of space.

In 2003, the Las Vegas Latin Chamber
of Commerce named Gomez the Entre-
preneur of the Year. He is passing on his
knowledge of government procurements
to other Latin Chamber members
through the establishment of minority
business education seminars. “There has
been a great disparity between the per-
centage of procurements awarded to His-
panic companies and the Hispanic popu-
lation percentage in Clark County,”
Gomez said. “The chamber’s Business
Development Committee put together a
strategic plan in 2002 to help close the
gap and give minority businesses the
tools they need to succeed.”

Herman Ross, president of National
Insurance Consultants, a Las Vegas-
based commercial insurance carrier with
clients throughout the United States, in-
cluding Nevada’s Regional Transporta-
tion Commission, said he prefers to bid
as a prime contractor or vendor, rather
than as a business designated by the gov-
ernment as a DBE. “In nine out of 10
bids, people don’t know I'm a minority
until I show up in person,” Ross said. Al-
though he served three years as business
chairman for the Nevada Minority Pur-
chasing Council, Ross advises people
not to advertise their companies as mi-
nority-owned businesses when bidding
for contracts. “Registering as a DBE can
help you get started by providing access
to capital,” he noted. “But why be pi-
geon-holed? Joint-venture with another
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business in a new direction. He wanted to
make a move from cleaning multiple
Southern Nevada convenience stores to
providing custodial services to larger
buildings and other facilities.

“I would go to a lending institution.
They would say. ‘no” and tell me what I
needed to accomplish.” Gomez said. “To
me, ‘no’ meant ‘on” when you looked at
the word in a mirror. I'd always come
back with what they wanted. and say,
‘Okay, I've done what you've asked of
me.”” Gomez entered Magic Brite Janito-
rial into the SBA 8(a) program in 1996.
Today, the company employs 150 work-
ers at eight locations in two states, pro-
viding commercial facility management,
janitorial or maimtemance services in
more than 25 federal buildings or U.S.
courthouses covering some 6 million
square feet of space.

In 2003, the Las Vegas Latin Chamber
of Commerce named Gomez the Entre-
preneur of the Year. He is passing on his
knowledge of government procurements
to other Latin Chamber members
through the establishment of minority
business education seminars. “There has
been a great disparity between the per-
centage of procurements awarded to His-
panic companies and the Hispanic popu-
lation percemtage in Clark County,”
Gomez said. “The chamber’s Business
Development Commitiee put together a
strategic plan in 2002 to help close the
gap and give minority businesses the
tools they need to succeed.”

Herman Ross. president of National
Insurance Consultants, a Las Vegas-
based commercial insurance carrier with
clients throughout the United States, in-
cluding Nevada's Regional Transporta-
tion Commission. said he prefers to bid
as a prime contractor or vendor, rather
than as a business designated by the gov-
ernment as a DBE. “In nine out of 10
bids, people don’t know I'm a minority
until I show up in person,” Ross said. Al-
though he served three years as business
chairman for the Nevada Minority Pur-
chasing Council. Ross advises people
not to advertise their companies as mi-
nority-owned businesses when bidding
for contracts. “Registering as a DBE can
help you get started by providing access
to capital,” he noted. “But why be pi-
geon-holed? Joint-venture with another




“We never rest on our laurels and we believe

the quality of our work is what makes us stand out,”

company and get the whole pie, not just
the piece they give you for being a mi-
nority-owned business.”

Other businesses seem to have taken
Ross’s advice. Brian Loy figures many of
his clients will first realize he’s Asian by
reading this article. Loy operates Sage
Financial Advisors in Reno, which has
120 clients and manages a portfolio of
$42 million. Loy grew up in Northern
Nevada, and his ties to the area have
played a role in his success. “We work
hard for our clients,” Loy said. “I'm a
business owner, and one out of every
three of our clients is a small business
owner as well. So, we understand their
needs and concerns and offer personal-
ized service. That has helped more than
being of Chinese decent.”

Ten years ago, when Steve Cerocke
started IQ Systems, an information tech-
nology services company, he got en-
couragement from fellow members of
the Pyramid Lake Paiute Tribe. Cerocke
worked for the tribe for several years
before branching into his own business,
which now has offices in Reno and
Northern California. “Working for the
tribe gave me a start and offered me the
opportunity to find that I really enjoyed
working with computers and this was
the direction I wanted to go,” Cerocke
said. “As far as promoting my company
as a minority-owned business, that’s not
a card I've really played. We've just
grown steadily by the good work we’ve
performed.”

John Restrepo had already built a solid
reputation in Las Vegas when he
launched the Restrepo Consulting Group,
an economic and financial consulting
business, in 1997. Restrepo spent eight
years as a financial advisor with Coopers
& Lybrand, building a strong client base
that followed him when he branched
out. Restrepo, who is Hispanic, regis-
tered his company as a DBE, which he
said helps when vying for various con-
sulting contracts in the public sector. He
believes, however, that his longevity in
Southern Nevada and his company’s
knowledge of economic and real estate

trends throughout the southwest are
what help him remain competitive.

“We never rest on our laurels and we
believe the quality of our work is what
makes us stand out,” Restrepo said. “We
are able to show our skills and expertise
and we have a proven record in assess-
ing the effects of local, regional and na-
tional economic trends on urban real es-
tate markets.”

Diane Hughes and her husband, Dr.
Anthony Pollard, founded Rainbow
Medical Centers in Las Vegas 15 years
ago. The couple operates seven locations
throughout Southern Nevada, employing
a staff of 11 full-time physicians and two
physician assistants. Hughes said they
have always marketed the medical prac-
tice to the Southern Nevada community
as a whole, rather than just to the minor-
ity community.

“Our success is by providing just
good, old-fashioned country doctoring,”

said Hughes, who recently celebrated 20
years of marriage with her business
partner-husband. “We have forged good
relationships with the hospitals and our
patients. We provide a variety of health
fairs and community partnerships. That
is what has helped us succeed. We don’t
market ourselves as a minority business.
You wouldn’t know Dr. Pollard is
African-American until you came in to
the office.”

In 1995, Kim Flowers became the first
African-American to operate a John
Robert Powers Modeling School fran-
chise when she opened her business in
Las Vegas. Four years later, she brought
the program that teaches image, poise,
communication and social graces to
Reno. She recently opened franchises in
Pasadena, Calif. and Jacksonville, Fla.
Flowers also operates a talent agency for
her successful clients.

She accomplished her goals without
trumpeting her minority status. “Being an
African-American woman, there were
plenty of obstacles to overcome,” Flowers
said. “T wouldn’t take no for an answer.
To me, no meant ‘not right now’.”  §f

Services Available:

X-Ray
Angiography
Mammography
Ulfrasound
PET
CT Scan

Stereotactic Breast
Biopsy

Nuclear Medicine
MRI/MRA
DEXA

Body Fat Assessment

For more information regarding our
procedures, please call 598-1006
or visit our website at

DR

e —
DESERT RADIOLOGISTS
e

382-XRAY(9729)

==

Excellence in Medical Imaging

Since 1966, Desert Radiologists has been committed to providing
the finest, most comprehensive, state-of-the-art diagnostic
procedures available.

B We respect the dignify of the individual and believe in showing
compassion to our patients.

www.deserfrad.com. B We sirive to provide efficient and cosi-effective care.

B We pride ourselves on superb service to referring physicians and

providing a strong cooperative pariner to o

We adapf o the ever-changing health care climate.

B We believe in creating an atmosphere of synergy among our
employees and physicians.

r hospital associates.
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Xtreme Accounting

Being in business is like running a gauntlet. There are hazards on both sides, each

of them a potential trap to snare you or trip you up. It takes more than an accountant
to monitor the health of your company. You need specialists in investment and financial
planning, tax strategies, human resources and company benefits. You need a one-stop
financial consulting firm that cares as much about your business as you do. Us.

What's Your Problem?

L.L. Bradford & Company, LLC
Certified Public Accountants & Consultants

3441 S. Eastern Avenue + Las Vegas, NV 89109 « (702) 735-5030 « info@llbcpas.com




epresentatives of the state’s leading

CPA firms gathered at the Four Sea-

sons Hotel on November 14 to dis-
cuss issues affecting their profession. The
gathering was part of Nevada Business
Journal’s monthly Industry Outlook se-
ries. Kathleen Foley, editor of Nevada
Business Journal, served as moderator for
the roundtable, which included discussion
of the Sarbanes-Oxley Act of 2002, which
was passed in the wake of the scandals in-
volving Enron and the national CPA firm
Arthur Andersen. Other issues highlighted
were recruitment and retention of profes-
sional staff, changes in Nevada’s tax
structure and potential changes to regula-
tions for private companies. Following is
a condensed version of the discussion. At-
tendees were asked to introduce them-
selves and briefly describe what changes
(if any) their firms have made in the wake
of Sarbanes-Oxley.
David Hall: L.L. Bradford & Company is
a very unique company in that we are
large enough to do the same work as the
large national firms, such as public com-
pany audits, but we are small enough to
remember the importance of customer

ACCOUNTANTS

p

BY KATHTEEEN

service. Sarbanes-Oxley has created some
interesting opportunities as well as chal-
lenges for us. It is providing us with addi-
tional work, but it has also increased over-
head costs. We believe we will be able to
recoup these costs, but if not, it will defi-
nitely affect our firm and the type of
clients we perform work for in the future.
Bruce Patton: Patton & Petersen is a local
firm established in 1986 to serve the needs
of small and medium-sized businesses and
owners. Our goal is to maximize and pre-
serve our clients’ profitability, while provid-
ing them flexibility and time to enjoy their
success. We offer full accounting and tax
services, including tax planning, technolo-
gy implementation and business consulting.
Our client concentrations include construc-
tion/real estate, professionals, retail and
high-net-worth individuals. Our primary
concern with Sarbanes-Oxley revolves
around the trickle-down impact that may af-
fect non-public companies. The federal law
could be a template used by the states in de-
signing new regulations that affect clients
but provide little or no benefit.

Howard Levy: Piercy, Bowler, Taylor &
Kern is among the largest local firms, and

FOLEY

CPA Firms Face Changes and Challenges

STANDING (left to right):

David Hall:

LL Bradford & Company, LLC

Bruce Patton:

Patton & Petersen

Curt Anderson:

Fair, Anderson & Langerman

Gary Johnson:

Johnson Jacobson Wilcox

SEATED (left to right)

David Chavez:

Chavez & Koch

Katina Peters:

Tompkins & Peters CPAs

Howard Levy:

Piercy Bowler Taylor & Kern

Bill Wells:

RSM McGladrey

Photo: Opulence Studios, Inc.
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we do work in almost every industry. We
have a substantial audit and SEC practice,
and, consequently, Sarbanes-Oxley is very
important to us. We specialize primarily in
gaming, government, not-for-profit, real
estate and construction, but we handle just
about everything that comes along. We
also offer tax, litigation support and real
estate valuation services.

Bill Wells: RSM McGladrey has over 100
offices nationwide and over 5,000 em-
ployees. Our office here has about 100
people, and it’s a well-diversified practice.
We’re a CPA firm and also a business ser-
vices firm, and I have served clients in a
wide variety of industries.

Katina Peters: Tompkins & Peters CPAs
has two offices, one here and one in
Hamilton, Montana. We are a full-service
firm specializing mostly in construction
and non-profits. We also do litigation sup-
port and business evaluations, which is
kind of a specialty.

David Chavez: Chavez & Koch does pub-
lic audits also, so Sarbanes-Oxley has
been great for us. We opened an office in
San Diego last year, but we really hadn’t
started working it until May this year, so
we're getting it off the ground now. We do
a lot of retail, construction and gaming.
Curt Anderson: Fair, Anderson & Langer-
man is a mid-size local firm with about 30
people. We handle most industries, a lot of
construction and real estate development
and retail. We also offer management con-
sulting and hayve a computer technology
group. Sarbanes-Oxley hasn’t really af-
fected us yet.

Gary Johnson: Johnson Jacobson &
Wilcox employs about 23 people. We
serve closely-held businesses — no public
work at all. Some of our clients are in real
estate, development, construction, auto
dealers. We do succession planning for
closely-held businesses.

Kathleen Foley: The first topic on the agen-
da is the Sarbanes-Oxley Act. It’s going to
affect some of you more than others, de-
pending on which firms serve more pub-
licly-owned companies. Mr. Levy, you had
said your firm performs audits for publicly-
owned companies. What changes have you
had to make in your firm?

Levy: We haven’t had to make too many
changes yet, but there’s a lot still on the
horizon. We've also had a couple of
changes in auditing standards that were
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Clients are going to turn to
their CPAs with these
new rules and say,
“How does this affect me?

How do we make sure we’re

in compliance?”

not driven by Sarbanes-Oxley, such as a
new fraud standard. This involved very
few changes for us, because we were al-
ready doing what the standard required.
Basically. it requires us to really stay
tuned to the very rapidly developing
changes in regulations coming down from
a variety of sources, including the Public
Companies Accounting Oversight Board,
PCAOB - which was created by Sar-
banes-Oxley — and the SEC. So it’s a mat-
ter of keeping your eye out for those new
requirements and making sure you're
ready to comply by their effective dates,
which are all different.

Foley: There has been some talk about
Sarbanes-Oxley having trickle-down ef-
fects on private companies.

Johnson: I think what people are alluding
to is the concern that we might have two
different sets of standards. Are our state
boards or state governments going to start
adopting laws and regulations so we don’t
have two different standards? If so, it will
cascade down to private companies, and
that will affect us significantly. Typically,
when we deal with a closely-held business
or a family-owned business. we're helping
them with a lot of consulting issues other
than just an audit or some other type of
test service. Under Sarbanes-Oxley, we
might be prohibited from doing a lot of
that. It will increase the cost to clients if
they have to hire several service providers
— one doing compliance work or audit
work, and the others consulting with them
on tax planning or information technology
systems or accounting systems.

Patton: With small businesses, you don’t
get the same economies of scale. Large
businesses may be able to bring in two
separate firms — one to do the audit and
one to do the other services — but small
businesses don’t have that same flexibility.
Johnson: Has Nevada tried to adopt laws
and regulations similar to Sarbanes-Oxley?

Levy: Nevada tried to adopt one change in
the requirements involving gaming li-
censees, but it ended up being applicable
only to public companies, resulting in no
impact beyond that of Sarbanes-Oxley.
However, Nevada has a very long history
of copying what California does. And in
California, there have been a lot of bills
proposed that would restrict the activities
of independent auditors for private compa-
nies. They might also change the Board of
Accountancy in order to get more public
representation and not have it controlled
by CPAs, which is part of the whole spint
of Sarbanes-Oxley — to take away some of
the self-regulatory power CPAs have had
for years. Many states have proposed
changes similar to what is required by Sar-
banes-Oxley, but I haven't seen any st=ie
going the full route and &yins o adopt
everything. It seems very likely the Aads
ing Standards Board will go out of basi-
ness, and the standards intended @ sopis
only to public companies will then B a0
plied to everybody. That will canse amds-
tors to do more work and spend moss Sme.
and audits will cost more money.

Chavez: The reason some of that's soems
come into play is because public compansss
are going to have accounting issess w&en
they try to merge with privaie compamses. |
have read that a merger that would orcinar-
ily take a week is now taking up # fe0 or
three months for the due-dilisence stasc
They have to really check the acooentine.
because when they’re merging those mum-
bers into their financial statements. ey
have to make sure they’re correct.

Levy: They have to upgrade the andtins
too, because if the auditing doesn't compiy
with the standards that apply to public com-
panies, auditors may have to supplement an
old audit with new procedures. If the sian-
dards for private-company audits are not €1-
evated to the new level of public-company
audits, there will be a substantial litigation
risk in defending a private-company audit.
A plaintiff’s attorney will look at the two
sets of standards and say, *“This standard is
out here — why didn’t you do this proce-
dure?” You could have a very difficult time
defending your choice to ignore a standard
merely because, technically, it doesn’t
apply to private companies. So it might be
wise for auditors, particularly in high-risk
situations, to apply the standards anyway.
Patton: Boards of directors with private
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companies may look at what boards for
public companies are required to do and
adopt some of the policies, simply to
eliminate the potential for some kind of
accusation of misdoing or negligence. It
could also act as a protective measure in
case of lawsuits, along the same lines
you're talking about.

Hall: A big part of Sarbanes-Oxley is in-
ternal control. Many privately-owned
companies have only one or two people
running them. How can they create the
controls big companies can?

Chavez: Cost/benefit could be out. Any-
time you implement a control, you weigh
the cost versus the benefit it’s going to
provide. That may just be out now — you’ll
need to do it because it’s the law.

Levy: In everything that comes out about
internal controls and separation of duties,
they talk about being practical and tailor-
ing your system to the circumstances.
They imply a small company doesn’t have
to have the same controls as a big compa-
ny, but when you get past that self-serving
language designed to protect the standard-
setter, you find it very difficult to find any-
thing to enable you to escape any of the
specific requirements.

Foley: Do you think these new rules and
regulations will change the relationship
you have with your clients? It seems like
you might have to be a little more suspi-
cious of their motives, or need to dig a lit-
tle deeper to see if they are attempting
some kind of fraud.

Wells: If we go through the process of ad-
equately explaining to our clients, we
don’t think it’s going to hurt a good rela-
tionship just because of something we’ve
been asked to do by the profession.
Peters: I would think it probably could
help strengthen the relationship you have
with your client. Clients are going to turn
to their CPAs with these new rules and
say, “How does this affect me? How do
we make sure we're in compliance?”
Patton: Most businesses people, if they’ve
been around any length of time, have a
reasonably decent degree of integrity, so
it’s really a communication issue. Good
businessmen don’t have a major problem
with you looking into their business, and
if you find some kind of a challenge, they
don’t have a problem correcting it. In fact,
if you do find the challenge, that’s part of
the reason you're there — you can

Every time we see a headline
about an accounting firm
getting in trouble for
failing to do what it was

supposed to do,

we lose potential people.

strengthen that business and strengthen
those controls and provide some benefit.
Chavez: But then you have the entrepre-
neur who doesn’t want any control. Once
management is established and the busi-
ness is going under a management form
instead of an entrepreneurial form, it’s
easier, but in the entrepreneurial stage, it’s
challenging sometimes getting them to
follow any type of control.

Levy: The notion that you referred to, Kath-
leen, of doubting or challenging what your
client tells you is called professional skepti-
cism. It has always been a benchmark of the
auditing profession from its very beginning.
But we have had a trend in the past 20 or 30
years of auditors providing more and more
services to their clients that they can bill for,
and it’s now gotten to a point where some-
body’s saying, “Halt. It’s too much. You're
in bed with your clients too much, you're
auditing your own work, and it has to stop.”
And so now the gap between providing in-
dependent audit services and providing all
these other business advisory services is
widening, and it is now very wide in the
public environment. It is not so wide in the
non-public environment except for govern-
ment, but it is likely to get narrower, and
that is a fact of life that is necessary to pro-
tect the value of the attest function.

Foley: The next thing on the agenda is
changes to the state tax system. What
about the new payroll tax?

Chavez: What a mess. I tried to read that
bill, and I couldn’t get through the first
five pages of it without saying, “What?" I
had it spread out all over a table, and it
was a challenge. I've heard the Legisla-
ture may get back together next month, so
that may clarify some things. I don’t think
we’ve seen the full effect yet, because we
haven’t done the returns.

Patton: The public hasn’t recognized the
impact of some of it, like the real estate
tax. The impact of some of those taxes

are still pending.

Anderson: You get an organization that
is arguably a lending institution subject
to the tax of 2 percent, but they use an
employee leasing company that pays all
their employees. So are they taxed at 0.7
percent or at 2 percent? Unfortunately,
when these guys were putting this to-
gether at 4:00 in the morning, they
weren’t thinking of all these various
real-world elements, and so it creates a
lot of uncertainty.

Wells: It’'s going to take a while to sort
this out, but it’s obvious it’s going to cost
businesses more money.

Foley: What about staffing and recruit-
ment challenges? How do you make your
profession attractive to people who are
choosing a major in college, and how do
you keep the employees you already have?
Chavez: We are recruiting people into our
profession a little bit faster than we were
a couple years ago. I sit on the Accounting
Alumni Board for UNLYV, and the dean re-
cently told me the enrollment is up signif-
icantly, and it’s continuing to go up. They
are actually short of professors now.

Levy: Every time we see a headline about
an accounting firm getting in trouble for
failing to do what it was supposed to do, we
lose potential people. [The American Insti-
tute of CPAs] is saying, “Look what we did
for the profession since we bottomed out
after Enron and the Arthur Anderson thing
—rah, rah.” and then the next day there’s a
big article in the Wall Street Journal about
how three of the Big Four firms have been
accused of over-billing their clients. With
all that’s been said about recruiting, I don’t
know anybody in auditing who would en-
courage his kid to join this profession, and
that’s a sad statement.

Wells: People considering going into the
field have to consider some new things.
Yes, there’s clearly more risk in being a
CPA than there used to be. Look what
happened to the individual partners in
Arthur Andersen. Additionally, more
stringent requirements and more hours are
needed to become a Certified Public Ac-
countant than there used to be. Then
there’s the image issue, which may or
may not remain. In the future, there will
be fewer people of top-notch quality
going into accounting. Recruiting will be
much more of a challenge, and it will
drive salaries up. Our firm is starting to do

Continued on Page 32
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CAPITALISM

by Kim Becker

he Business Community Investment

Council (BCIC) is a coalition of busi-

nesses led by volunteers committed to
enhancing the effectiveness of business
philanthropy in Southern Nevada. It pro-
motes the open discussion of philanthrop-
ic solutions by bringing businesses and
service providers together, teaching others
the benefits of giving and helping to max-
imize resources to make Southern Nevada
a better place to live.

BCIC was established in 1998 by
Robyn Clayton, manager of consumer and
community affairs for Southwest Gas
Corporation. “When I returned to Las
Vegas after working out of market, I real-
ized that I was out of touch. I needed a
network of other corporate business
givers, but there wasn’t one,” said Clay-
ton. “So I borrowed ideas from networks
in other cities and decided to see if I could
create one here — a network of giving
where people could improve the quality of
life in our community. I think four people
showed up to our first meeting.”

Today, some five years and 60 mem-
bers later, Clayton’s network is making
an impact. Members share a core philos-
ophy, that businesses and individuals
have a responsibility to give back to the
community. It demonstrates social re-
sponsibility, community support and
leading by example.

“The old adage that sometimes you get
back more than you give definitely applies
in the area of business giving. From cus-
tomers who will specifically seek your
services because you are associated with a
good cause, to employees who have a
greater sense of satisfaction working for a
company that cares, the benefits are truly
numerous,” said Gina Polovina, vice pres-
ident of government and community
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affairs at Boyd Gaming Corporation and
chair of BCIC. “Giving programs also
connect a company to its community, and
the company learns more about where the
needs are by dealing directly with chari-
ties. In a community of over 1.6 million,
there is much existing need and a lot of
work to be done to help address these
gaps. But, at the end of the day, the most
rewarding thing about having a business-
giving program is that at least one person
benefited from that company’s caring.”
BCIC’s diverse membership is a testa-
ment to the fact that companies of all sizes
in virtually every industry can benefit
from a business-giving program. Mem-
bers include representatives from sole
proprietorships and mid-sized firms, as
well as some of Southern Nevada’s most

recognized corporations. “From the
biggest employer to the smallesi. mem-
bers are able to share information in an
unfettered environment. helping to elicit
ideas that can bring about positive change
in our community.” said Polovina.

One way BCIC is already bmmsing
about positive change is through its first
initiative, Nevada Gives, a cooperative ef-
fort between the public. private and non-
profit sectors. Nevada Gives is a 3-year
grant awarded to BCIC and the Nevada
Community Foundation (of which BCIC
is a fund) from New Ventures in Philan-
thropy. an organization based in Washing-
ton, D.C. The purpose of the grant is to
help businesses and community leaders
build, expand and sustain giving initia-
tives that will improve overall giving in
Southern Nevada.

One of the most successful programs
offered under the BCIC/Nevada Gives
banner is Return On Investment: A Phil-
anthropy Summit. The second annual
summit, held last October. successfully
attracted an estimated 200 community
leaders to discuss a variety of philan-
thropic topics.

In the first quarter of 2004. BCIC will
turn its attention toward developing for-
malized plans to help shape Nevada Gives
into what Polovina hopes will be a perma-
nent entity within Southern Nevada. “It is
a community-wide project. and we wel-
come those who are interested to join us in
our efforts,” she said. %

For additional information
about BCIC,
call 702-391-BCIC (2242),
e-mail: info@nevadagives.org,

or visit nevadagives.org.
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Wellness

Is Serious
Business

Nevada Companies Invest
in Healthy Employees

BY RUTH FURMAN

IGT'’s Reno headquarters has made space for an on-site fitness facility. Management

feels a healthy and happy workforce is more productive, and IGT offers competitive

incentives and prizes to challenge employees to meet fitness goals.

he value of corporate health and well-

ness initiatives is difficult to quantify,

but impossible to ignore. Dr. Joseph
Bailey of Rainbow Medical Centers in
Las Vegas noted. “Not only is it the right
thing to do, but for frankly economic rea-
sons, it’s in the best interests of companies
to be sure they have healthy employees.
Insurers look at this as an investment in
employees and in the company’s bottom
line.” Rainbow Medical Centers offers a
Health at Work program that addresses
such key topics as stress management, nu-
trition and exercise, depression, maintain-
ing a healthy heart, managing diabetes,
cancer, safety, preventive health tips, man-
aging chronic pain, smoking cessation and
working with arthritis.

Nearly one quarter of adult Americans
are obese and many others have health
problems. To corporations and small
businesses alike. these alarming num-
bers often translate to rising healthcare
costs. The obvious benefits to being at a
healthy weight and in good cardiovascu-
lar health are numerous and include de-
creased hypertension, lower blood sugar
and a decreased risk of cancer, among
many others.

Nevada companies provide a diverse
array of health and wellness-related bene-
fits for team members. Some have onsite
fitness centers while others offer employ-
ees discounted memberships to local
health clubs. Corporate health-and-well-
ness programs include weight loss sup-
port, smoking cessation and a range of
tools to promote employee activity.

Darcy Neighbors, president of Consul-
tants in Marketing and CAPRI in Las
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Vegas. oversees a staff of 13. She fre-
quently makes health-and-wellness op-
portunities available to her employees,
such as massage treatments, flu shots and
breast cancer screening education. She
also encourages her team to work out on a
regular basis and eat healthful foods. I
take their well-being very seriously and
offer as many tools as I can,” said Neigh-
bors, who rises at 5 a.m. daily to exercise
in her home gym.

In some cases. hard numbers illustrate
unhealthy habits. Diane Carlson is chair
of the Henderson-based IDC, which does
fundraising for organizations. Carlson no-
ticed not long ago that her company was
spending $32.000 per year on cookies.
Even for a large company that frequently
hosts client meetings on-site, Carlson
said, “That’s a lot of cookies.” Now client
lunches on-site incorporate salads and
fruit. Visiting clients appreciate the
healthful choices. as do employees. A can-
cer scare motivated Carlson to further ex-
pand already strong health-and-wellness
benefits she offered to her 350 employees.
“As an employer, I feel a huge responsi-
bility to keep quality healthcare and health
benefits for my staff,” Carlson said. Her
company works with health clubs such as
Club Sport in Green Valley and 24-Hour
Fitness to offer employees discounted
rates on memberships. It also partners
with area clubs to offer health and fitness
workshops.

Bret FitzGerald, vice president of cor-
porate communications for Las Vegas
Athletic Clubs, said the biggest trend he is
seeing is that people are starting exercise
programs to improve their health — not

merely to look good. FitzGerald advo-
cates a program that combines cardiovas-
cular fitness, muscle strength/condition-
ing, flexibility and core fitness in addition
to a healthy diet.

Martha Schimmel, a personal trainer
and assistant aerobic director at Reno’s
Sports West Athletic Club. has noticed
“We like to en-
courage our members to develop a

riously than ever before.

lifestyle program that they can live with
and work with,” she stated. “Many of my
clients are in their 30s. 40s and 50s. and
they are making fitness a part of their
healthy lifestyle. I find very driven people
need ' variety, including cardio and
strength training as well as pilates an
stretching.”

One executive who thrives upon vanety
is Dan Poggione, a developer for RMC
Development in Reno. He golfs with oth-
ers in the real estate and investor comme-
nity at Thunder Canyon Golf Club and =n-
joys tennis and squash at Caughlin Club.
He also skis, enjoys snow-shocing and
goes chukkar hunting. which providss a
great workout, including hiking m the
steeper mountains of Northerm Nevada
lunches with
friends, but prefers business networking

Poggione periodically

meetings tied in with fitness endeavors.

Stephanie Shirit, CEO of Resource As-
sociates, a Las Vegas-based executive re-
cruiting and staff augmentation company.
participates in group training with 2 per-
sonal trainer at a private gym I Las
Vegas. Group training is a growing trend.
and the business owner said she enjoys the
camaraderie of the group environment and
the resulting social and networking oppor-
tunities the training provides.

Aristocrat Technologies is planning to
implement an employee fitness center at
its Las Vegas office to provide employees
with the convenience of an onsite exercise
facility. “Our employee fitness facility.
along with discounted gym memberships.
augments our comprehensive health bene-
fits package and reflects Aristocrat’s com-
mitment to promoting health and wellness
for all employees.” said Jennifer Martinez,
the firm’s vice president, human re-
sources.

Offering health-and-wellness benefits
to employees positively impacts employ-
ee loyalty, said Jeff Crozier, health




services supervisor for another company
in the gaming industry, IGT. Crozier,
who works in IGT’s Reno office, said,
“Employees tell me one reason they stay
with our company is because of the ben-
efit we offer with the on-site fitness fa-
cility. Our management team also feels
that a healthy and happy workforce is
more productive.”

Health clubs abound, with new ones
opening constantly throughout the state.
New clubs provide additional opportuni-
ties for busy executives to exercise close
to their homes and offices. For example,
Holly Lobelson Silvestri, president of Im-
press Communications in Las Vegas, is
considering partnering up with a new
health club that opened near her office to
make memberships available to her team
of five employees.

Many team members at the Golden
Nugget Laughlin have benefited from the
company-wide wellness initiative, which
includes gym memberships to Bullhead
Health Club, Weight Watchers courses,
smoking cessation programs and the
“Golden Challenge”. The Golden Nugget
Laughlin’s health-and-wellness program

was spearheaded by Andre Carrier, chief
operating officer, and Sue Winchester, HR
director. Not only does the Golden Nugget
Laughlin offer Weight Watchers courses at
the casino, but the company even offers
Weight Watchers cuisine in its employee
dining room, making unhealthful options
less prevalent. The company’s compre-
hensive wellness program challenges em-
ployees who diet, exercise, stop smoking
and live a healthy life by offering signifi-
cant prizes to top performers. “It’s amaz-
ing what happens when you take people
and turn them into wellness coaches for
one another,” marveled Carrier. The Gold-
en Nugget Laughlin’s partnership with
Bullhead Health Club even includes
health coaches for its team members.
Regional Transportation Commission
of Southern Nevada (RTC) employees
can work out in the Clark County well-
ness center for a nominal charge per
month (deducted from their paycheck)
and are eligible to win prizes if they
walk, bike, carpool or take the bus to
work. Jacob Snow, general manager of
the RTC, rides his bike to work fre-
quently. “The motion of the bike and the

exercise benefits my thought process,”
Snow said. “I can process my day and
get my endorphins going.” The RTC has
a shower and locker room facility for the
convenience of its employees who
choose to ride to work.

Kimberly Simon, vice president of
CinemaRide and director of operations
for Tickets2Nite in Las Vegas, enjoys
working with team members to help
them set up their own fitness programs
and workout regimens. Simon frequently
works 12-hour days. Still, she juggles
her career, time with her spouse and ex-
ercise time. “Exercise helps me function
and keeps my energy level up, ” she said.
Liz Younger of the Reno-based Eliza-
beth Younger Agency, who exercises
during her lunch hour with a personal
trainer at a club near her office, concurs.
Younger added that the strength training
she does helps her in equestrian events
she enjoys.

Since payroll and health insurance costs
consume such a large part of each compa-

ny’s payroll, a healthy workforce is prov-
ing to be a worthwhile investment for
Nevada employers. ¥%

Feeling Better
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So
You Want
To Do

A Deal...

A CHECKLIST FOR BUSINESS OWNERS

otwithstanding the slower economy

and weak venture capital and stock

markets, Nevada is loaded with
highly successful family-owned business-
es approaching critical decision points.
These decision points may arise from
shifts in management or ownership to the
next generation, retirement, need for capi-
tal to expand or remain competitive, or de-
sire to diversify the family assets by cash-
ing in all or part of the ownership, among
numerous other possibilities. Many of
these business owners have worked with
legal and tax advisers to plan their estates.

While this is important, far fewer seem
to have taken steps to prepare their busi-
nesses for a possible corporate transaction
— whether a sale, merger, private financ-
ing, initial public offering, or even a major
debt financing. Even if these possibilities
seem remote today, a few steps today can
save much time and money in the future.

Whatever your business, an astute
buyer or financing source will be looking
at many of the same items. While the em-
phasis will change depending on the na-
ture of your business, much will be the
same. While a buyer of a computer soft-
ware company will be looking at intellec-
tual property and a buyer of an apartment
complex will be looking at real property,
they both usually will want to be sure who
really owns the asset and how much it has
earned the owners in the past. With this in
mind, the following is short list of topics
for business owners to think about, with
the importance varying depending on the
particular business.

Who owns the company?

This is not a trick question. Most busi-
nesses are held by a legal entity, be it a
corporation, limited liability company,
partnership or other. How are the owner-
ship records? This is generally an area in
which perfection or near-perfection typi-
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cally is required. Buyers, underwriters,
or other financing sources are willing to
take risks, but rarely on who owns what
they are buying. There should be a clear
and concise ledger of all owners and the
number of shares or other units of their
equity. who they acquired the shares
from, and records of the circumstances of
sales or other transfers. Is it clearly doc-
umented that the transactions were ex-
empt from registration under both feder-
al and state securities laws as a private
placement or otherwise? Were all re-
quired filings made?

There are also more subtle issues which
can arise. If there are agreements or even
letters or other proof that shares were of-
fered to anybody. this can cause a prob-
lem. A large corporate transaction can at-
tract people even from the distant past
who may make a claim to part-ownership
if they see there is a chance at getting part
of the money. Stock options or other em-
ployee stock plans need to be well docu-
mented. Careful records of grants, exer-
cises, terminations and other transactions
need to be maintained. Even if a former
employee or former partner has only a
very marginal claim, under the pressure of
trying to complete a transaction, many
business owners will pay at least a nui-
sance-value settlement to avoid risking the
deal. What may be cheap or even free to
fix today, may be costly when you are try-
ing to do your once-in-a-lifetime corpo-
rate deal.

Does the company own its assets?

Again, not a trick question. Many issues
can arise which can spook a buyer or in-
vestor. As noted above, buyers of software
or other information-technology compa-
nies are typically very interested in
whether they can commercially exploit
the intellectual property free of risk of in-
fringing rights held by others. Similarly,

they will want to know whether they can
stop others from using the rights
looking to acquire.

A detailed analysis of the comparat
efficacies of trade secrets. copymshis.

are
IV ac

patents and other devices to document and
secure ownership of information technol-
ogy is beyond the scope of this article. but
the question to ponder is wheiher you
have thought about it. If intellectual prop-
erty is a key component of the vales of
your business, this is a topic you should
address with an expert. Even if you devel-
oped all your intellectual properis without
assistance, do you have the records o con-
firm that? If your products or services in-
corporate Or use computer soffware or
other intellectual property of ofher

sons, do you have adequate licemses
cover both the scope and level of &

Dur Bse.

and are the licenses current and pasd ¢

tellectual property. They showuld
carefully prepared work-for-hire. conf-
dentiality, and related agreemenss 0 =n-
sure they have no rights to the imteliectual
property. If they are paid for their ser-
vices, then you do not want to have o pay

them again to sign the right papers m

order to get your corporate deal dons.

you made the appropriate itradename.

&

trademark and servicemark filings with ¢
appropriate federal and state agencies’

or real property, may involve less intellec-
tually challenging issues. but may
nonetheless raise problems which could
affect your ability to do your corporaie
deal. If equipment is a key component of
the value of your deal, do you have the pa-
pers to establish ownership. such as a bill

Continued on Page 38




These projects won Citation awards from the Nevada chapter of the American Institute of Architects
(clockwise from top left): South Strip Transfer Terminal (KGA Architecture); Clark County Prototype Middle School (Welles Pugsley Architects);
R&R Partners (Lucchesi Galati Architects); M.J. Dean Office Complex (Youngblood, Wucherer, Sparer Architects).

CARTER & BURGESS Designing Nevada North and South

COMMERCIAL REAL ESTATE REPORT: Retail Market




Nevada’s Best-Designed Buildings
AIA AWARDS EXCELLENCE

ach year, the Nevada chapter of the
American Institute of Architects
(AIA) sponsors its Excellence in De-
sign awards program, which honors archi-
tects throughout the state for their creative
projects. This year, the three jurors had a
hard time selecting winners among the 65
entries. Instead of recognizing the usual
eight to 12 projects, they handed out 15
honor, merit and citation awards.
“The jurors felt there’s an abundance of
exciting and good work going on here in
Nevada,” explained Randy Lavigne, exec-
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utive director of the AIA Nevada in Las
Vegas, which promotes better-built envi-
ronments. “They gave out more awards
this year than jurors normally do, because
they felt more work had to be recognized.”

Submissions were received in five dif-
ferent categories: student, urban design,
interior environment, built projects and
unbuilt projects. All projects are less than
five years old and were evaluated in four
areas: comprehensive design; regional re-
sponse. or how well they relate to their
surroundings: environmental response, or

how they promote environmental aware-
ness; and program response, or how they
respond to the user’s needs.

The annual awards program was intro-
duced in 1948 and 1956 when the Reno and
Las Vegas chapters of the AIA were formed.
respectively. Lavigne says the program pro-
motes innovative project design throughout
the state and generates camaraderie among
the association’s 600 members.

“People take for granted their built envi-
ronment,” she said.
and elevate people’s thinking and
enormous impact on how our commu
function.” Here’s a snapshot of various
Jects that were recognized for their desien

“It can reall_\ inspire

has an

excellence by receiving Citation Awards

THE ART OF PLAY
Citation Award, Built Category
M.J. Dean Office Complex
Youngblood, Wucherer, Sparer Architects
Jon Sparer spent a weekend devel opin
the design concept for the M_J. Dean O'~
fice Complex. He actually built 2 m
it on his pool table at home on
afternoon in May 2002. Complet
gust, the two-building comple\ is located
at 5005 W. Patrick Lane in southwest Las
Vegas. Youngblood, Wucherer. Spas
chitects occupies one 9,000-square-
building. The other 27.000-square-foot
building houses several tenants. including
M.J. Dean Construction, Inc..
sional construction services firm that
owns the property.
Since the construction firm was respon-

'!‘l

sive to new ideas, Sparer. a principal
architectural firm, said he became *
ful” and designed creative ways to use
common building materials. The en-
trances of both buildings showcase




generous plazas, creating a courtyard ef-
fect. The exterior concrete panels range in
size, intersect each other at different an-
gles, come through exterior walls and are
painted five different desert colors, creat-
ing a consistent look. Skylights are also
featured throughout each building.

“This is different from other buildings
we've designed, because there were no
preconceived images and our client was
very open to creating a new identity,”
Sparer said. “We really had a blank slate
and went very contemporary.”

AHEAD OF ITS CLASS
Citation Award, Unbuilt Category
Clark County Prototype Multi-Story
Middle School
Welles Pugsley Architects

The hardest part about creating a pro-
totype of a middle school is that it must
adapt to a variety of environments. That
was the challenge faced by Welles
Pugsley Architects, which is designing
a prototype of a multi-story middle
school for the Clark County School

District, said Sean Coulter, director of

design at the firm, which received a ci-

tation award for the project in the un-
built category.

Unlike most middle schools, which
are single story and sit on 20 acres, this
one’s footprint is half the size, making it
attractive to school districts in tight
urban spaces with growing populations.
The district plans to replace its older
schools with this new design.

The model consists of five buildings
totaling more than 150,000 square feet.
Key design elements include a partially
sunken parking garage, classrooms and
administrative offices on the ground
level, a center courtyard on a half-level
that sits five feet above the ground, and
a second level housing the library and
additional classrooms. Energy-saving
light shafts also direct sunlight to the
first level.

The anticipated completion date for the
prototype, which is still being modified, is
2006. “It addresses environmental and
sustainability issues. which were difficult
to deal with,” said Coulter. “Since we
don’t know what kind of site it will be
built on, we need to make the design as
adaptable as possible.”

CHANGING SCENERY
Citation Award, Interior Environment
R&R Partners — Lucchesi Galati Architects

Lucchesi Galati Architects spent 18
months converting a 60,000-square-foot
warehouse into an innovative workspace
that offered everything from Main Street
to Town Square. Since June 2002, the for-
mer warehouse, located at 900 S. Pavilion
Center Dr. on the western edge of Las
Vegas, has been the home of R&R Part-
ners, Inc. The advertising and public rela-
tions firm wanted the building to reflect its
culture of collaboration, creativity and
fun, said Craig Galati, principal at the ar-
chitectural firm.

The key to this project was learning
about the client’s culture. “We spent a lot
of time understanding who they were,
what their building should communicate
and how to bring people from different de-
partments to work more effectively,”
Galati explained.

The building features a multi-use space
with a light bridge and adjacent kitchen
that can be used for large group presenta-
tions, meetings and parties. Office cubi-
cles surround the space and street signs
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identify each department. Glass roll-up
doors also lead from Town Square into an
exterior courtyard. The upper mezzanine
houses executive offices, featuring a wa-
terfall behind the stairs.

“When you walk through that space,
you very clearly know what the company’s
all about,” said Galati. “There’s always
something exciting around the corner.”

RAPID EFFICIENCY
Citation Award, Built Category
South Strip Transfer Terminal
KGA Architecture
The biggest challenge in designing
the South Strip Transfer Terminal was to
create a space where supervisors could
clearly see all the 16 bus bays, said
Craig Forrest, senior designer at KGA
Architecture. The firm’s client — RTC of
Southern Nevada — also requested other
features. such as shaded areas for buses
and terminal exits that enabled buses to
leave the facility without backing up.
Likewise, the lobby’s design had to
bridge the gap between functionality
and creativity.
The 15.000-square-foot project, locat-
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ed at 6675 Gilespie St. just south of Mc-
Carran Airport, took roughly 10 months
to design and was completed several
months ago. Design solutions included
placing canopies over each bus bay
spanning 70 feet between two columns,
as well as curving the west end of the
building — where supervisors were
housed — slightly east so they could see
the bus bays. The open lobby also di-
vides into smaller spaces. Instead of seg-
regating a large seating area from other
functions, seating is mixed with ticket-
ing and a small food court.

According to jurors for the awards
program, the design was “a very direct
solution to a tough site problem.” Now,
added Forrest, people can conveniently
make rapid transfers in a comfortable
environment.

CONNECTING SPACES
Citation Award, Built Category
Las Vegas City Hall Expansion
KGA Architecture
When KGA Architecture held its
kick-off meeting for the Las Vegas City
Hall expansion project in 1999, more

than 70 people attended. By the time
the project was completed in 2002,
more than 100 city employees, contrac-
tors and funding agencies had provided
input about the project. “We had all the
staff together and were brainstorming
the best way to make everybody happy,”
said James Lord. principal and director
of design at KGA.

The project’'s main goal was to im-
prove public access to City Hall. located
at 400 Stewart Ave. in downtown Las
Vegas. So the most critical piece of the
expansion — which included designing a
parking garage, TV studio. southern en-
trance to City Hall and an office building
— was an elevated and enclosed air-con-
ditioned walkway.

The walkway leads from the third
floor of the parking garage to City Hall's
administrative offices. As a result. peo-
ple no longer hunt for parking spaces
across the street and can avoid the hot
desert sun. “City Hall was designed to be
a stand-alone piece,” Lord said. “We
tried to respect the original design while
adding to a project that’s clearly
changed scope in 30 years.” %
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At The Top

by Robyn Campbell-Ouchida

Carter & Burgess

Designing Nevada
North and South

arter & Burgess was established in 1939

as a two-man partnership providing

civil engineering and landscape archi-
tecture services. Today, the company is a
full-service, multi-discipline consulting firm
with more than 2,300 employees across the
nation. It is headquartered in Fort Worth,
Texas and has two offices in Nevada, one in
Las Vegas and the other in Carson City.
There is also a related entity, C&B Nevada,
Inc., which provides architecture services.
Combined, the two Nevada offices have ap-
proximately 130 employees.

The company’s core competencies are in
the areas of architecture (C&B Nevada), en-
gineering, management, planning and tech-
nology. By being able to provide expertise in
these areas, Carter & Burgess and C&B
Nevada are uniquely qualified to work on a
variety of projects. “Because Carter &
Burgess/C&B Nevada offers the combined
resources of a full-service firm rather than
just one or two specialties, it sets the compa-
ny apart from many other local engineering
and architecture firms,” said Dennis Waibel,
PE. Along with holding the titles of senior
vice president, Carter & Burgess and presi-
dent of C&B Nevada, Inc., Waibel sits on the
national board of directors for Carter &
Burgess, Inc. — the only board member locat-
ed outside the state of Texas.

The Northern Nevada project office is cur-
rently working on an interesting task awarded
to them by the Nevada Department of Trans-
portation (NDOT) — the V&T Railroad Ex-
tension Project. The railway, which was used
in the 1860s to carry gold ore out of Virginia
City for processing, is being revamped for fu-
ture use as a tourist attraction.

The extension, an approximate retracing of
the original route, includes the construction of
a fill across the Overman Gold Mining Pit ac-
cess road, realignment of access roads to both
the Catholic and Masonic Cemeteries, re-
alignment of several access roads that current-

ly use the V&T Railroad roadbed, and a park-
ing area at the Masonic Cemetery. Necessary
drainage facilities will also be designed and
constructed. The design for the first segment
of the project (from Gold Hill Depot to 1.3
miles south) is nearly complete. The V&T
Railroad Commiission is in the process of se-
curing right-of-way and funding to complete
this leg and design/construct future sections.

Among other projects in Northern Neva-
da, Carter & Burgess is also designing ero-
sion control for Incline Village and designing
a l6-acre bus transit facility for the city of
South Lake Tahoe.

Carter & Burgess can also boast of some
impressive ventures in Southern Nevada. The
firm provided design services for the Las
Vegas Monorail, a four-mile elevated dual-
guideway automated transit system that will
transport tourists and conventioneers along
the congested Las Vegas resort corridor.
Carter & Burgess supplied engineering de-
sign services for the construction of approxi-
mately three miles of new dual guideway, five
new passenger stations, a new operations,
maintenance and storage facility, as well as
renovations to the existing monorail guide-
way and stations.

Another project spearheaded by Carter &
Burgess was the construction of Mandalay
Bay Resort and Casino. From the initial field
surveys to the fast-track civil design, the firm
brought its consulting experience to the de-
sign of the hotel tower and a parking garage
and a 45.000-square-foot central plant with
chilled-water storage. Along with these ser-
vices, Carter & Burgess prepared street light-
ing and traffic signal designs and on-site sig-
nage needs.

Carter & Burgess also worked on the
140,000-square-foot expansion of the Las
Vegas Review-Journal headquarters, the Re-
gional Transportation Commission’s Inte-
grated Bus Maintenance Facility and a con-
solidated rental car facility for McCarran
International Airport. In addition, the firm re-
cently completed a Policies and Procedures
Manual for Roadway Design for the Nevada
Department of Transportation (NDOT).

The firm is also involved with the construc-
tion of the I-215 Beltway. Clark County has se-
lected them to perform construction staking
services on the three miles between Decatur
Boulevard and Buffalo Drive. “The Beltway
has really changed the face of transportation
here in Southern Nevada.” said Waibel. “We're
excited to be part of that transformation.”
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Clark & Sullivan
Builds Justice Facility

onstruction is underway on a new

$23 million North Las Vegas Justice
Facility, the largest capital improvement
project in the history of the city. Clark &
Sullivan Constructors, a Nevada-based
general contracting firm, is the general
contractor for the project, located at the
corner of Civic Center Drive and Las
Vegas Boulevard North. The two-story,
96,000-square-foot facility will be an en-
ergy-efficient, dual-purpose building,
housing the municipal court as well as de-
tention center operations. Completion is
set for the fourth quarter of 2004.

Contractors Association
Presents Awards

he Nevada Contractors Association, a

non-profit trade group, has an-
nounced the winners of its fourth annual
Contractor of the Year awards, recogniz-
ing excellence and leadership in the con-
struction industry. M.J. Dean Construc-
tion took home the top honor as contractor
of the year. The Las Vegas-based firm is
finishing work on the new $235 million
Mandalay Bay tower and also built the 1.8
million-square-foot Mandalay Conven-
tion Center. The $95 million Colosseum at
Caesars Palace, built by Perini Building
Company, won as building of the year;
and the 3-mile widening of Ann Road,
from U.S. 95 to Farrell Street, completed
by Frehner Construction Company, won
as heavy/civil project of the year. Other
award recipients included: Wells Cargo
Construction as subcontractor; Fairway
Chevrolet as associate; Nevada Ready
Mix as supplier; and McCarthy Building
Cos. for safety.
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Construction Begins On

Longford Medical Center

roundbreaking was held recently for
Gthe $38 ‘million Longford Medical
Center, a four-story, 132,000-square-foot
medical office building located off Sum-
merlin Parkway and Buffalo in the fast-
growing northwest area of Las Vegas.
The developer is Las Vegas-based Long-
ford Properties, developer of Longford
Plaza in Las Vegas. The leasing broker,
CB Richard Ellis Senior Vice President
Randy Broadhead, pointed out that the
facility will be the largest medical facili-
ty in Southern Nevada not attached to or
affiliated with a hospital. The design-
build project will be completed by a team
composed of Martin-Harris Construction
and PGAL Architecture. The center will
include a 15.000-square-foot outpatient
surgery center, a 7,000-square-foot imag-
ing center, 2,500-square-foot retail space
for a coffee shop, a pharmacy, and secu-
rity on the first floor. The project is
scheduled for completion by fall 2004.

Employee Housing Community
Set for Primm
Primadonnna Company L.L.C., own-

ers of the border resorts at Primm,

is developing a 24-acre residential com-
munity for its employees. The company
will offer rental opportunities in the
437-unit housing complex, complete
with a 10,000-square-foot community

center and swimming pool. The com-
plex will include 72 studios, as well as
larger apartments containing one to
four bedrooms. Perlman Architects has
completed architectural and interior de-
sign for the S18.9 million Primm Valley
Employee Housing project. Its scope of
work includes all architectural services,
design development. construction docu-
ments, interiors and furnishings and bid
administration in phase one. General
contractor is Las Wegas-based Bentar
Development. Completion of the pro-
ject is scheduled for July 2004.

PENTA Building
Timeshare Project

he PENTA group &S easreatly con-

structing The Gramdwview at Las
Vegas, a timeshare project 2 the south
end of the Las Vegas Strip. The $25 mil-
lion first phase will consist of 96 onits.
Once complete, the two 12-siory build-
ings will feature a 20.000-sguare-foot
sales center, a pool with watesizll a
fully-equipped workout center and a del-
icatessen. Eight additional towess are
planned for the project. PENTA siamed
work on The Grandview in July 2005
and is expected to compleic the frst
tower in July 2004. PENTA recently
completed another Las Vegas timeshare
project, the 26-story Hilton Grand Vaca-
tions Club, located just northeast of the
new Wynn Resort.

Firecreek Crossing Power Center Sold
ewport Beach-based development company Wattson Breevast, LLC has sold
Firecreek Crossing, a 750,000-square-foot power center in Reno, for S60 million. ac-
cording to Tony Wattson, president of Wattson Breevast, the firm that developed the cen-

ter seven years ago. Firecreek is home to some of the nation’s leading retailers. including
Wal-Mart, Safeway, Ross, Office Depot, Sam’s Club, World Savings Bank. Michaels,
Circuit City. Old Navy, Gart Sporting Goods, Boston Market, Applebee's, Aaron Brothers
Art Mart, Babies R Us, TJ Maxx 'n More and Starbuck’s. The center was purchased by
San Diego-based development company American Assets Real Estate Group. This is the
firm’s first acquisition in the Reno market. Bill Palmer of CB Richard Ellis represented

both parties in the transaction.
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‘Rentals in the Roun

Architects Design Car-Rental Facility

here are so many big construction
projects in Las Vegas. one more hard-
ly arouses attention. However, this
one is different. Not only does it usher in

a fresh concept to the traveling public, but _

the $125 million project directly affects
one of the most critical elements to the
economic health of Southern Nevada —
McCarran International Airport.

Following a burgeoning national trend,
McCarran plans to consolidate all the
rental car agencies currently servicing
the airport into one huge central facility.
“This will be like a terminal, but for
rental cars,” said John Sawdon, a partner
in Swisher & Hall AIA, Ltd, the design
architects for the project.

Being built on 64 acres just south of
the airport, the McCarran Rent-A-Car
Center will include a 114,000-square-
foot customer service building, a 1.8
million-square-foot parking garage and
three “Quick-Turn-Around” facilities to-
taling another 131,353 square feet,
where cars will be washed, fueled, ser-
viced and prepared for the next renter.
Other features, such as an expansive
entry plaza, canopied shuttle area and
sandstone building materials, will work
together to create a rental facility unlike
any other in the West.

“At capacity, this center will be able to
process 10,000 cars a day.” said Sawdon,
project manager of the new center. “We
had to provide for safety, security and all
aspects of bringing cars in, getting them
serviced and back on line.”

“This project represents many firsts,”
said Sawdon. Take fueling, for example.
Instead of individual rental agency
maintenance areas, the new project calls
for one enormous staging area with a
common fueling system that has
150,000 gallons of gas stored under-
ground. “Imagine a gas station with 300
pumps,” he said.

vy Sharon Rorman

But the real story is how the project
evolved, even before making it to the
drawing board. The process of bringing
a dozen rental car agencies to agree on a
new concept was a monumental effort,
involving seemingly endless negotia-
tions. Understandably, the companies
were all hesitant to discuss intimate de-
tails of their respective businesses.
Achieving consensus on the design was
a key challenge that took nearly a year.
“We built an environment of shared ben-
efit and cooperation,” Sawdon said. “It
took a lot of time, patience and tenacity
to come together on a design that would
serve them all equally well.” The archi-
tects held many meetings, presented
their vision and were attentive to each
rental company, starting with the gener-
al concept, then working down to de-
tailed procedures.

“We listened real hard to what their con-
cerns were, and tried to respond to each
and every obstacle,” said Sawdon. “Over
time, we were able to design a structire
that accommodates all the agencies.”

The Rent-A-Car Center’s floorplan is
elliptical in shape so all counters are vis-
ible from the main entry. “That way, no
agency feels slighted,” Sawdon said.
“The car rental business is very compet-
itive, and we had make sure each agency

had an equitable interest in the project.”
The confusing stream of rental car
agency shuttles at McCarran will be elim-
inated. When the new center is complet-
ed, travelers will get their luggage and
then board a common bus, arriving at the
rental center with a full array of agencies
to choose from. Once their forms are
completed, customers go out one of three
portals to a garage where cars are waiting.
“No customer has to travel more than 300
feet to get to his or her car,” said Sawdon.
It is in the airport’s interest to have car
rental agencies thrive. The Department of
Aviation’s project team was led by: Ran-
dall Walker, airport director; Tina Quigley,
director of planning and construction;
Dennis Mewshaw., planning manager;
Ernest Patton, construction manager; Tom
Kordus, project manager: and Eberhard
Babel, project manager for Bechtel, gen-
eral contractor for the project.
Construction started January first and
the facility is expected to open July
2006. The new Rent-A-Car Center will
handle projected growth through the
year 2012. “Almost all major airports
have a similar facility in the planning
stages,” Sawdon said. “We think our
consensus process will become the pat-
tern rental agencies follow in other air-
ports around the country.” %
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INDUSTRY FOCUS ¢ ACCOUNTANTS

a lot more regional recruiting at the top
schools so we can continue to maintain
the quality of the individuals we hire.
Peters: In Las Vegas, we have a lot of
competition with the gaming world. It’s
hard to keep CPAs in public industry
when they could earn so much being con-
trollers of larger gaming companies.
Johnson: We used to tell people, “When
you come to work for a CPA firm, you’re
going to work, work, work, and then
you're going to work some more.” We
can’t do that anymore. Now we have to
say, “We're going to let you have more of
a balance and a quality of life. We're
going to pay you more and share more of
the pie with you.”” We have to do that to
keep people in.

Anderson: All of us baby boomers to some
degree have the same issues our new hires
do. We're trying to get this quality of life
thing figured out — the balance of time for
family and other pursuits versus just
working to the nth degree. We can tell our
new people, “We’re 30 years older than
you, and we’re trying to make up for past
mistakes. We want you to have a balanced
life, because that helps you empathize
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Continued From Page 19

with clients and understand their concerns
about running their businesses and raising
their families.” A lot of our clients are
family-held businesses with multiple gen-
erations, so you're dealing with family is-
sues as well as the business issues in suc-
cession. Our industry has a lot to offer
people. They can get good grounding, and
they can go in a lot of different directions
once they get through this process with us.
So I'm still optimistic.

Levy: A big part of the problem in the au-
diting area is that we have tended over the
last 40 or 50 years to attract the wrong
kind of people, and they have a total mis-
conception of what we do. They are what I
call process-oriented people. They want to
be given a checklist and check off boxes in
order to accomplish an audit. But, your
audit has to be a thinking process. We have
to get more people in auditing who can
think their way through an audit rather
than a checklist. That’s something that has
to be addressed at the college level before
people decide on a profession.

Patton: It’s not unusual to hear, “My son
is really great with numbers, so I'm steer-
ing him into accounting.” Nothing could be

further from what we do. Yes. we deal with
numbers, but it’s really a people business,
whether it’s assessing risks or determining
what a person is trying to accomplish or vi-
sualizing what's going on in their business.
You need to communicate very iniangible
and complicated ideas to your clients. Peo-
ple skills are critical o beins 2 sood audi-
tor, being a good business comsaiiant or
being a good tax person. We m==c 0 look
for people who can deal wih afes people
and communicate. as well 25 hesms cntical
and creative thinkers.
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our business centers aromme SoEEuUNICa-
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get a percentage of the bottom-line profits.
I'm not saying it’s the right thing for
everybody, but we’ve seen some good re-
sults from that. It’s generating some ex-
citement in the staff we recruit.

Foley: Is that your professional staff or
your office staff?

Johnson: Everybody. From our reception-
ist up through partners, everybody gets
the same information.

Chavez:
and it’s helped significantly. I think I got
the idea from something that was said at
last year’s NBJ roundtable. It’s improved
our retention significantly. We base bonus
structures on that too.

Anderson: I think we're all struggling with
trying to run our practices as businesses,

We’ve started sharing revenue,

rather than professions in the classic sense.
It’s hard to go to your staff people and say,
“You need to help our clients run their busi-
nesses” if they don’t understand ours. They
also need to understand how people in busi-
ness are motivated, and how employees in
our client organizations determine whether
they are being properly compensated. That
is difficult if we don’t have some method of
acquainting them with that same concept in
our firms. We're pretty frank with our staff
about what does and doesn’t work, what
revenues and profitability are.

Foley: Have you found that the people
working for you want to be a little more
entrepreneurial than they were in the past?
Anderson: Absolutely. I'm hoping every
single person I hire has a little entrepre-
neurial spirit.

Hall: It goes back to what Howard said
about needing thinkers. You have to have
someone who can go out, think through
the process, and be motivated to get the
job done.

Levy: A lot of young people may choose
smaller rather than larger firms because they
perceive that opportunity to be part of the
entrepreneurial team early in their career.
Hall: Our whole philosophy is to build
from within. One of our big recruiting
tools has been the ability to tell people, “If
you want to become a partner, you have
that opportunity here, and we’ll help you
do that.”

Foley: When you're dealing with clients
who have succession issues, you can give
them advice. But, what kind of succession
issues do CPA firms have?

Levy: You have to train younger people to

be leaders of your professional firm in
orde to have an orderly succession with-
out losing a lot of clients, which can fre-
quently happen after a sale of a practice.

Johnson: You make them feel they are a
part of it, all the way along in their ca-
reers. And then don’t create a disincen-
tive for them when they become partners
by making them face a huge buyout with
the senior partner. That’s one way we
can really kid ourselves. We expect to
get these huge buyouts from the value of
our firms when we leave, but a young

partner with half a brain is going to say,
“Wait a minute — why should I buy into
that? I’m not going to take on that kind
of liability.”

Peters:
your clients are also interested in what

In small or mid-sized firms,

your succession plans are, because they
want to know that, when you hit retire-
ment age. there will still be someone
there they know and trust. They are
looking to your successors to work with
their successors, who may be their chil-
dren, and just continue on. ¥%

1,000 ACRES OF PRIME COMME

RESIDENTIAL REAL ESTATE

As a leading land holdings company UHI has
been acquiring prime beltway frontage
and double section line property in the
path of development for over 20- years
with a primary focus in Las Vegas real

estate and land investing.

President and CEO, David Sass, has the
expertise and industry experience to guide
you in all aspects of land purchasing.

Call 702.251.3411

For A Complete List of Prime Vacant Land
www.unlimitedholdings.com
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Spealting for

by State Treasurer Brian K. Krolicki

Nevada’s Millennium
Scholarship Program

Facing Future Challenges

Editor’s Note: Nevada Business Journal
asked State Treasurer Brian Krolicki to
answer the question: “What’s ahead for
the Millennium Scholarship program?”

n 2000, young Nevadans for the first

time became eligible to receive a state-

sponsored scholarship to attend an in-
state college or university of their choice.
The Millennium Scholarship Program
gives the opportunity of higher education to
hard-working students across our state.
Since its inception three years ago, more
than 15,000 Nevadans have utilized this
scholarship to attend college.

As state treasurer, I administer this pro-
gram, which is funded by 40 percent of the
estimated $1.2 billion in anticipated annual
payments from the 1998 Tobacco Master Set-
tlement Agreement (MSA). The intent is to
increase the number of Nevada students who
attend and graduate from Nevada institutions
of higher education. Although some critics
ask what happens if we educate Nevadans
and they leave the state, I ask what happens if
we don’t educate them and they stay.

Some question using the monies for other
than health-related purposes. I believe we
are using the money for worthy causes that
benefit the long-term future of our state.
Sixty percent of MSA funds are used for
health-related programs. The 40 percent
being used to educate our young people will
cultivate a local workforce in order to grow
and diversify our economy with an enthusi-
astic and educated population.

One of my goals in the 2001 and 2003
sessions of the Nevada Legislature was to
pass tobacco securitization legislation. This
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would have allowed Nevada to transfer the

risks of receiving future tobacco industry
payments to investors willing to assume the
risk, thereby preserving these monies,
which fund not only the Millennium Schol-
arship program, but also other worthy pro-
grams like SeniorRx.

Nevada has used the monies for the fu-
ture benefit of its citizens. However, many
states have securitized their tobacco pay-
ments to balance budget deficits. To ensure
that our Legislature would not be tempted
to do that, in 2003 I proposed a constitu-
tional amendment that would preserve our
tobacco settlement monies for use by the
programs for which the funds were intend-
ed. I feel strongly that the money should be
preserved in an endowment so these pro-
grams may last into perpetuity.

My belief in securitization was bolstered
during the legislative session. Earlier this
year, tobacco giant Philip Morris, reacting to
a single adverse judgment against it in anoth-
er state, hinted that it might have to declare
bankruptcy. Here in Nevada, we watched
with rapt attention, because Philip Morris ac-
counts for half the monies we receive from
the MSA. If it had failed to pay its next in-
stallment, which was due within weeks of the
judgment, the Millennium Scholarship Pro-
gram would have collapsed.

This incident with Philip Morris served
to underscore the importance of passing to-
bacco securitization legislation so the state
does not remain dependent on the financial
strength of the tobacco companies. I am
disappointed that the state assembly did not
pass these bills, especially after they had
passed during each of the past three legisla-
tive sessions in the state senate. In fact, in
this last session the assembly never even
held hearings on the bill.

One question I am Segeemtly ask=d s,
“How long will the famds ™ My ssaal
response is that with tres sl chulicren
under the age of six. my Wit &= E==pme =p
the pressure to have ihe famds awasizbic
when they are ready o aiiens colless. Un-
fortunately, the answer =2t S Smpic
Although in 1998 Nevada's shase of &= 20
bacco settlement was estimmaied 8o e S12
billion through 2025, the acasl ammoens
Nevada receives each year 1= Sciermunes by
a complicated formula that t=i=s 8o ac-
count numerous factors. Inclndime S ol
ume of national tobacco sales. I Smd & o
ic that states are supposed 0 =s= &e
settlement monies to reduce ssokame Set i
fewer people smoke we receive kess monsy
to fund our important programs — 2l &e
more reason to have previousls emacses -
bacco securitization legislation The &5 of
the trust fund will depend on sevesal oiher
factors, including Nevada popsistion
growth and the number of stademss ssins
the scholarship each year.

To extend the life of the trust famd &= the
2003 legislative session I submimas lesisla-
tion making substantial changes @0 scholar-
ship eligibility requirements. Geade-point
averages to maintain the scholarsiss & col-
lege were increased beginning with the
class of 2003 and grade-point averases o
initially qualify were increased besimming
with the class of 2005. In addition. sradu-
ates of the class of 2003 and thereafier have
six years to utilize their scholarships in-
stead of eight. This legislation was signed
into law by the governor.

Hopefully, the Millennium Scholarship
will last for many years to come. Educating
our young citizens is not a luxury, but a ne-
cessity, if Nevada is to be an economic
force in this new millennium. %
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BRAINS.

We may not be the biggest bank
in town, but oh boy, do we have
a brain trust. In fact, our board
boasts some of the best business
minds in town.

Call, log on or stop by today.
We think you'll notice the
difference right away.
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Politicsy

by Mike Sullivan

The 2004
Political Season

Conflict and Turmoil
Predicted

o say that the 2004 political season in

Nevada is going to be quite interesting

might be like saying Mount Everest is
a pretty big hill.

Next year’s election cycle is so full of
ups and downs, twists and turns, that it’s
hard to predict anything with a reasonable
degree of accuracy. The tortuous conclu-
sion of the 2003 legislative session created
many hostilities and pitted major Nevada
industries against each other.

Now add to that the fallout from an
amazing implosion by one Democratic as-
semblyman and the zealous campaigns by
anti-tax petition seekers and you have a
tempest that isn’t likely to die down any-
time soon.

The assemblyman in question is Wendell
Williams, who represents Assembly Dis-
trict 6 on the east side of Las Vegas. It’s
doubtful anyone by now hasn’t heard of
Williams® misdeeds, which led to his firing
from the city of Las Vegas (filling out false
time cards, billing the city for work he did-
n’t actually do, using his city cell phone for
personal calls, etc.).

As he fell from grace, however, he took
a lot of his colleagues with him. It’s doubt-
ful that without Williams’ very public de-
struction, the press would never have
thought to look at how other public offi-
cials serving in the legislature get paid.

Now two other Democratic assembly
members, Kathy McClain and Kelvin
Atkinson, have been fired from their jobs at
Clark County for receiving sick pay while
they were actually working at the Legisla-
ture. The speaker of the Assembly, Richard
Perkins, D-Henderson, has also come
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Quality Construction Control
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* Disburse / Authorize Loan
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under scrutiny by the media for continuing
to receive pay from his employer. the Hen-
derson Police Depariment. while servine in
Carson City.

How these issues will play ouf @ &5 02
election cycle is anyone's suess. AESoash
one Republican group &= Tyms & Guaits
an initiative that would prevess pulie o=
ployees from servins & e Losstahes
polls have shown hiiic Ssnpaes S S &
measure. It is likely. fhoms S S
will be widespread as Repaiitans Stemps
to close their two-Seal Gt Sn ===
bly and widen their fomrS=a SESSm———
the Senate.

It was expected that =i & SETE——
2003 session, which cnss == S St
sessions and a widely debanss Su ———"
Republicans would be e e e
most to worry about. GOP S e
lower house were firmiy SEPESSERN S
al parts of the tax packsss SSmetls &
gross-receipts COmponcat Sl S S
supported by gaming Znd ofes Samms Saie
ically powerful indusiries.

These businesses had SIS
support the 15 Republican SSSeuuii s
bers who consistently Woiss SEmm—" e
measure (and created the DS _——
necessary to block the SIS e
state’s two-thirds majonty SeSmS=m=—
However, there have alrcady SeESmEmtEs =
the coalition, and some of SheSe st
cans are likely to get SUDDOR SIS S

The Democrats should s=t Satk o s
two seats that were won in S St
landslide of 2002. But i NSt S
Atkinson seats are Obviomsiy SuimeEaiie
and any public employee facine s=ssmon
will have a challenging tmme S=mmss 2
worthwhile opponent.

What might end up carryine e S5 Sor
the Democrats is gaming's fear of am A
sembly led by current Mimomss Essder
Lynn Hettrick, R-Minden. He Sl B can-
cus together and thwarted eSors & pass
the gross receipts tax (with belo Soem e
two-thirds majority requiremest) The
thought of a session with him and &S oo-
horts in charge is likely to shaks 2 few
more dollars free and provide Speaker
Perkins with all the volunteers he nesds ©
stay in the majority. -

Mike Sullivan runs Knight Consulting. a
public relations and govermment afiairs
firm in Las Vegas.




by Ric Kellogg

Know the True Value
of Your Business

Even if It Isn’t for Sale

hat would you do if someone

made you an offer to purchase

your business? Even if you're not
interested in selling right now, it’s wise to
know what your business is worth. You
never know when a lucrative offer may
come your way. Or., more important, if
you are interested in selling, knowing the
true value of your company can help you
recognize an offer that may be too low.
The difference between value and price

Although the terms are often inter-
changeable, “price” and “value” are not
the same. Price suggests an actual compro-
mise between buyer and seller, while value
is theoretical. You should determine your
business’s value before you begin negoti-
ating its price. A valuation sets the price at
which the business would change hands
between a willing buyer and seller, with
neither actually having to act. In order to
come to a proper business valuation, the
Internal Revenue Service uses the follow-
ing criteria: the business’s earning capaci-
ty: the book value and financial condition
of the company: the nature of the business
and its history; the condition of the indus-
try and general economic outlook: the
value and sales of the company’s stock; the
company’s dividend-paying capacity; the
market price of publicly-traded stocks in
comparable businesses: and the value of
intangible assets, such as goodwill, licens-
es and patents.
What valuation methods are used
Along with considering IRS factors,

appraisers generally take one of these
approaches to valuing a business:
» The earnings approach. This approach

considers the past net income, cash
flow, present income and any future pro-
jections. Results are capitalized by a
standard multiplier to arrive at a current
value. This approach gives added weight
to earnings from the most stable peri-
ods, or recent earnings.
» The asset valuation method. Here, assets
are appraised independently. Tangible as-
sets considered are cash, accounts receiv-
able, inventory and equipment. Intangible
assets taken into consideration are goodwill
and patents. Usually, this appraisal method
results in a lower figure, since future earn-
ing potential is not considered. The asset
valuation method is a useful tool to deter-
mine the business’s minimum value.
* The market comparable approach. This
method serves as a basic guideline and
is not used to actually value a business.
It simply determines a basic price struc-
ture by surveying similar companies in
the same industry that have been bought
and sold recently.
When buyer meets seller

Theoretically, the price buyer and seller
agree upon is the fair market value of the

business. However, in the real world, buy-

ers and sellers hardly come up with the
same dollar amount. The business owner’s
valuation often is higher than the buyer’s
because the owner anticipates greater fu-
ture earnings. Buyers, on the other hand,
are conservative about forecasted profits.
The differences in price discrepancies are
often settled through a method of compro-
mise called earnouts. With earnouts, the
price of the business is contingent upon fu-
ture earnings, perhaps as a percentage of
revenues. Both the buyer and the seller
must settle on the terms of the earnout,
such as how profits are to be determined,
dispute resolution and maximum payment.
Know how to recognize a lucrative offer

Knowing how to value your business
isn’t just for those who are ready to sell.
It’s wise to know your company’s value,
since you never know when an offer will
come along that you just can’t refuse. Be-
fore making any decisions, you should
seek the advice of your own lawyer and
tax advisor. ¥%

William (Ric) Kellogg, is vice president and
registered representative of AXA Advisors,
LLC, an insurance brokerage affiliate.

We’re new to the neighborhood,
but we're not new to banking.

Since 1999, Bank of Commerce has worked to enhance the quality of life in Southern Nevada by
recognizing and meeting the banking and credit needs of the community we serve. Now open at
5295 S. Decatur, Bank of Commerce brings professional banking services with a personalized touch
to Southwest Las Vegas. With three Southern Nevada locations, Bank of Commerce offers checking

and savings accounts as well as credit

accommodations to businesses and
individuals. To find out more about our
services, contact us at (702) 949-9800,
or visit us at www.bankofcommerce-
nevada.com.
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Continued From Page 24

of sale? If you acquired the equipment
under a lease with an option to buy for a
dollar at the end of the term, did you re-
member to send in the dollar to receive the
bill of sale? If you bought the equipment
with financing that is paid off, did you re-
ceive a release, cancelled note, etc. and
were the appropriate UCC termination
statements filed in the appropriate state
offices?

Real property can raise similar owner-
ship issues but these are often, but not al-
ways, discovered during the process of
obtaining title insurance. If real property
is a key component of the value of your
business, an experienced real estate
lawyer should review the exceptions to
title when you bought the property to ad-
vise you on what may cause problems to a
subsequent buyer.

Does the company exist?

A fundamental but often overlooked
point is whether your company exists.
Even if you filed all of the right papers
when you organized the company, there
are annual fees and filings to maintain its
existence. Also, there should be at least
annual minutes, elections and other corpo-
rate formalities maintained to ensure your
entity and the limited liability it affords
the owners will be recognized. Corporate
directors or the equivalent should approve
significant matters, and the company’s
bank accounts and other assets should not
be commingled with those of the owners.
Buyers will generally review the minute
books and other corporate records for se-
rious problems. Unlike other areas, some
of this can be fixed retroactively. so long
as a problem does not arise beforehand.
However, it is safest and most efficient to
maintain good corporate records and for-
malities.

Are you permitted to sell?

Even if you fulfill the above require-
ments, there may be other legal impedi-
ments to doing your corporate deal. Private
and governmental parties may have the
right to veto your deal or may be in a posi-
tion to exact a toll charge for you to com-
plete your voyage to financial security.

Loan agreements, commercial leases,
major intellectual property or similar li-
cense agreements, and other significant
agreements often have restrictions against
transferring to third parties. This is more
of a concern with a sale of a business than

38 NevadaBusmess & january 2004

with a private or public financing in which
the same owners retain control of the busi-

ness. However, even in the case of a fi- -

nancing, “change of control” provisions
may prohibit the sale of more than a very
small percentage of the total ownership. If
a possible corporate transaction is in your
future and you have any bargaining power
on these agreements, try to eliminate or
minimize these restrictive provisions.
Even if you lack the bargaining power to
do that, at least try to include a provision
that approval to a transfer will not be un-
reasonably withheld. Also, it is important
to be in compliance with the terms of your
key agreements, because you do not want
to be surprised with allegations of default
when you start to talk to your landlord,
lender, or licensor about your corporate
transaction.

Also, if your business is subject to any
government regulation at the federal,
state, county or city level, you may need
permission to transfer the business or the
licenses that are required to operate the
business. This can require background
checks of the buyers and their owners and
managers, as well as filing fees and wait-
ing periods. Do you have all the necessary
licenses? Are they paid up and is the in-
formation supplied to the regulators up to
date? In Nevada, many businesses are ei-
ther regulated directly under gaming laws
or affected by such laws indirectly be-
cause of their dealings with regulated
companies.

Even if your business is not in a heavi-
ly regulated industry, the nature of your
corporate transaction may require filings,
filing fees and governmental approvals. If
you are selling a business for more than
$50 million, you and the buyer may need
to make Hart Scott Rodino filings with the
Federal Trade Commission and the Justice
Department. This is a pre-clearance
process to detect antitrust problems which
may arise from the transaction. Of course,
if the government believes your deal re-
sults in too much concentration of market
power, it can challenge the transaction and
seek to enjoin it. Even in the absence of a
problem, if the filings are required, they
are cumbersome and there is a significant
filing fee.

If you are contemplating an initial pub-
lic offering, an extensive document called
a registration statement must be filed with

the Securities and Exchange Commission
(SEC) along with the required filing fees.
The key part of the registration statement
is the form of prospectus that must be
given to potential mvestors. The siaff of
the SEC reviews and comments oa the
registration staicment wimch mest be
amended to meet the staf s comements be-
fore it clears the regisiration sEs=mnent and
the shares can be sold.

Can you show that your besimess is
making money?

Even if all of the k===l sssaes & nto
place, buyers or invesioes afism want o be
sure your business is profmtie Gond -
nancial records are esseamuall IF S want
to go public, annual ZaEEs SRS SEENSE=d
quarterly financial SEScsneais Sn= meces
sary. In addition. you e semmmme b Sane
records and a sysicin of SSCoumtEme S
corporate controls sutshis & pEaies 5
nancial statemenis I ICODREENCE WD
generally accepted fnamcasl ShSsmeaes
Such financial statcments =all s S =
quired if you are being acomr=s By = oui-
lic company and the acomsSNam &= S
cially significant to the pabic Sosm=—
under SEC rules.

Even if your deal is compiss=Ss o
vate, the buyer typically =il wams &
thoroughly review hDnancssl S=tReSs
While annual audits by 2 sepussiie o
counting firm tend to inspise e s
confidence (notwithstanding some wei-
known auditing busts). anmsal s=wiews
can also be helpful. There &= 25 saiss-
tute, however, for clear. compliets ams s
curate records and systems i Smsare
high quality recordkeeping LUmlisss S
buyer is simply interested in acomsT=s
certain of your assets to fit into s s
ing business, the profitability of sous on-
going business will be of keen imiesass =0
a buyer. It will pay less or walk awas
from the corporate transaction f carm-
ings, cash flow and other entrics om e
financial scorecard cannot be estabiishes
with sufficient confidence.

Tax is another area to be addressed
regularly. While there is nothing wrons
with minimizing taxes with legitimate
tax planning, if you are planning to s<il
or finance your business one day. overly
aggressive tax maneuvers can creaie tax
risk to a buyer that can limit your flexi-
bility in structuring a sale or even jeop-
ardize the corporate deal.




What about the employees?

Don’t forget the employees. Many buy-
ers and investors will also have interest in
this area. Do you have employment agree-
ments locking up key employees? Even if
you do not think such agreements are nec-
essary or feasible, have you considered at
least a non-compete agreement covering a
modest period after termination? Are
there contractual severance arrangements
that should be reviewed? Are there any
implied or oral commitments that could
surface if a buyer wants to make a
change? If there are employee-benefit
plans such as pension, 401(k) or even
health or dental coverage, have appropri-
ate filings been made under ERISA? Have
all the terms of the plans been complied
with? Collective bargaining agreements
can also raise a host of compliance issues
and concerns upon a corporate transac-
tion, such as gaining possible union ap-
proval. Finally, note that mass layoffs or
facilities closing may require prior notice
to employees under the WARN Act.

Do you have international
operations?

Even the transfer of modest foreign
operations can raise a host of issues in
the foreign jurisdiction, ranging from
competition law filings and approvals,
employee notices and approvals, foreign
exchange approvals, dealer or distributor
protection laws and various other gov-
ernmental approvals. You should confirm
that all your foreign registrations and li-
censes are up to date and any foreign
subsidiaries remain in existence. These
issues must be approached on a jurisdic-
tion-by-jurisdiction basis.

These are just a few of the topics you
should begin thinking about if you contem-
plate a corporate transaction, even one fair-
ly far into the future. This is a not a com-
prehensive list and — as noted above — each
business will have its own special areas of
concern. However, you can save time,
money, effort and worry by addressing
some mundane details today before they be-
come potential deal-killers tomorrow.

Neal A. Klegerman is Of Counsel with the
law firm of Kummer Kaempfer Bonner &
Renshaw. His practice concentrates on
corporate and securities law counseling
and transactions.

by Judy Andreson

Meeting the Challenges

of Rural Healthcare
NNRH Serves Elko County

eeting the unique healthcare

needs of a rural community is, at

best, difficult. Elko General
Hospital, which first opened in 1921 in
central Elko, had been enlarged and re-
modeled several times, but the need for
a larger, updated facility became more
apparent with each passing year. To
meet this challenge, in 1998 Elko Coun-
ty sold the old brick building to Brent-
wood, Tenn.-based Province Healthcare
for $22 million. Province also agreed to
build a new $40 million facility, now
known as Northeastern Nevada Region-
al Hospital (NNRH).

“At NNRH we work diligently to re-
cruit the right people to work here and to
create alliances when necessary,” said
Chief Executive Officer Alex Poirier.
“We also must try to help others in differ-
ent parts of the state to understand the
unique needs we have and cooperatively
work to ensure we do not have dual sys-
tems of care in Nevada. Our location is
the biggest challenge we face in recruit-
ing professionals to relocate and join our
team. In order to overcome this chal-
lenge, we carefully try to match people
who would enjoy the lifestyle our com-
munity offers.”

The 75-bed facility, located on Errecart
Boulevard and Lamoille Highway in
Elko, opened its doors Sept. 14, 2001.
The three patient floors in the 125,000-
square-foot hospital have large centrally
located nursing stations. All patient
rooms, including those in obstetrics and
intensive care areas, are private and in-
clude bathrooms.

At the front entrance is a large recep-
tion area with a centralized admitting sec-
tion, and a large dining room to the left.
Beyond the reception area, to the south,

are physical therapy rooms. To the north-
east is the 15-room emergency depart-
ment, with an entrance for walk-in pa-
tients and a second entrance for
ambulance arrivals. NNRH also has a he-
lipad. The emergency department, radiol-
ogy department, pharmacy and five oper-
ating suites are all linked, providing
more patient privacy.

The adjacent 48,000-square-foot medical
office plaza, built at a cost of $8 million, in-
cludes space for 16 physician offices.

New Services and Equipment

When NNRH opened, its services fea-
tured an expansion of diagnostic imag-
ing, angiography, cardiac and intensive
care units. New equipment included a
$1.3 million MRI, $1.4 million cardiac
catheterization machine, $600,000 CT
Scan, $380.000 Nuclear Medicine
(SPECT), $80,000 mammography equip-
ment, $180,000 ultrasound and comput-
erized radiology.

Among the recently added services at
NNRH is the new sleep medicine pro-
gram, located on the third floor of the
hospital. The center, open three nights
per week, is staffed with a technician
who monitors the patient’s sleep. The pa-
tient arrives at the center at 7:30 p.m. to
be fitted with electrodes and sensors.
Computers are hooked up to the bed and
monitors, allowing the technician to both
watch and listen to patients.

Dr. Helmuth Vollger, a radiologist em-
ployed by NNRH, began operation in
November 2003 of the hospital’s new
computerized radiology system, which
replaces X-ray films. The digital system
provides no loss of information, with the
added benefit of image transmission to
local physicians or specialists anywhere
in the U.S.

Also in November, NNRH incorporat-
ed a program for third-year medical stu-
dents attending the University of Nevada
School of Medicine. Working with physi-
cian-mentors, the students see a wide
range of medical conditions in rural
areas, which helps build their confidence
and experience.

Poirier said, “Since we are located
more than 150 miles from the closest
hospital providing cardiology and oncol-
ogy services, we are working diligently
to recruit physicians and develop ser-
vices for the people we serve.” &%
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Continued From Page 10

Nevada ranks third-lowest as a percent-
age of citizens living below the poverty
standard. That is a statistic of which Neva-
da can be proud. We have progressed fur-
ther than most states in wresting our citi-
zens from the clutches of poverty. The
Federal poverty threshold, however, should
not be our goal — in 2003, a family of four
is considered in poverty if total annual
household income is below $14,480. While
that statistic is a good measuring tool, most
Nevadans will tell you $14,480 per year for
a family of four barely affords the ability to
buy adequate health insurance, quality
childcare, healthy meals, sufficient housing
and utilities. Finding Nevada ranked lower
among other states in citizens living below
the poverty line shouldn’t be a reason for
elected officials to stop paying attention to
the social fabric of our state’s safety net; it
should be the beginning of a discussion as
to how Nevadans, working full-time,
should be able to afford life’s necessities.
Many working people and many of our se-
nior citizens would agree they may not be
as destitute as the federal poverty guide-
line, but they still struggle mightily with
the basics of life.

Nevada ranks 51st in poverty spending.
This statistic says we may have fewer peo-
ple living in poverty than other states, so it
would follow we would spend less per
thousand on those in poverty. Again, a
good comparison statistic that helps us
understand where we are as a state and
gives us an understanding of other statis-
tics upon which we rely to make deci-
sions. But in reality, let’s try to understand
where these tax dollars go. Medicaid
makes up a substantial portion of this ex-
penditure. Long-term care for our seniors
is a part of that. Aid to families, or “Kin-
ship Care”, is part of the equation. Help
for working families displaced from the
economic downturn in the aftermath of
Sept. 11 is a part of the expenditure.

An elected official is faced with choic-
es. When someone is poor and sick, we
can’t say, “We rank third-lowest in pover-
ty spending.” and they are cured. They
need healthcare. When there is a prescrip-
tion drug available that may cost a fraction
of what the clinical treatment might, we
can’t say, “Our Medicaid benefit is 30 per-
cent more than California,” and make the
treatment magically cheaper. It is respon-
sible to take a long-range view and keep

the costs as low as possible without shift-
ing the burdens of care onto emergency
rooms or private providers.

When presented with the choice of a
child ending up homeless. in foster care,

in the juvenile justice sys
of a family member wi
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same one who not only soe=d for the pro-
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are people who need help. belp S Th
truth is that a majority of Nevada's Secsioe-
makers, including Governor Keoms Gamn
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services to the people at a reasonable cost. &
large majority of elected officials and sweres
groups felt that way. But becauss of Neva-
da’s two-third’s requirement. a small mumor-
ity of people have become demasosmes

using statistics to dictate policy rather fham 2
a tool to help them understand policy.
Before we draw conclusions abowt our

state of affairs, talk to our schoolicachers.
our seniors and our poor. Visit the we
offices and the medical offices wrean

Medicaid patients. My guess is you

find programs that run well, but can always
use improvement. You will find hard-work-
ing people. You will find a state that is try-
ing to do the best it can for its citizens. but
always trying to improve. I don’t know
statistic that measures that.
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National Insurance Consultants, Inc.

Providing
Insurance Services
to the Nation

stablished in Las Vegas by Herman L.

Ross I, National Insurance Consul-
tants, Inc. (NICI) started out in 1994 with
Ross and just one employee. It has grown
to become one of the premier insurance
consultants in the U.S., employing 11 staff
members and six licensed agents in its two
offices, located in Las Vegas and in Largo,
Maryland. NICI is a full-service provider of
insurance services to public and private-
sector businesses across the nation.

In Nevada, NICI provides coverage for
many large businesses and organizations,
including ATC, which operates the two
largest bus lines in the state, and the Eco-
nomic Opportunity Board (EOB). “We have
been very, very satisfied with NICI's ser-
vice, and especially with their employees.
It's been a pleasure working with them,”
said Marcia Rose Walker, executive director
of EOB Community Action Partnership. Al-
though it began as a niche business serv-
ing the insurance needs of the transporta-
tion industry, NICI now serves clients
across a broad spectrum of commercial
and public interests, and serves clients as
varied as daycare centers, apartments,
construction companies, non-profit groups,
homeowners associations, medical profes-
sionals, motor carriers and wellness facili-
ties. It is currently expanding to provide
full-service insurance coverage to cities,
counties and municipalities across the U.S.

In December 2003, Herman Ross re-
signed as president of NICI and now serves
as chairman of the board. He took charge
of the company’s Maryland operations,
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which opened in July 2003 to serve the
greater Washington D.C. area, as well as
Virginia and Maryland. Antoinette Modrok is
the new president and part-owner of NICI,
heading up the Las Vegas office, and Tere-
sa Gonsalez serves as vice president.

“At NICI, we know that business insur-
ance is very complicated, and the right
coverage for your business can mean the
difference between its survival and failure
in the event of a disaster,” said Modrok.
“The team of experts at NICI is ready to
consult with you to provide your business
with insurance that will enable you to man-
age any type of emergency, rebuild your
business if necessary, and provide your
company the ongoing security it needs.”

NICI sees educating clients as an impor-
tant part of its mission. “We sit down with
them and evaluate their needs,” explained
Modrok. “What products do they need? How
much coverage? Are they even aware of all
the risks they may have?” For example, in
addition to liability and property coverage,
companies may need employment-prac-
tices coverage, which can protect against
claims by employees for discrimination of
one kind or another. “In today’s increasing-
ly litigious society,” warned Ross, “Busi-
nesses need to be protected against law-
suits of many kinds. Each firm has its own
unique set of circumstances and its own
kind of risks, and we make clients aware of
all their exposures, not just the obvious
ones.” After the policy is written, NICI’'s pro-
grams and services are constantly updated
to keep pace with clients’ changing needs.
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Herman Ross, founder and chairman of the board
of NICI, and Antoinette Modrok, president.

Programs for Employers and Schools

In addition to standard commercial cov-
erage, NICI also provides group employ-
ment benefit packages, which can include
group health, life, vision and dental plans,
and disability policies. It helps the business
owner by using top-rated carriers and as-
sisting where needed with the administra-
tion of the plan. It can provide coverage
through preferred provider organizations
(PPOs) or health maintenance organiza-
tions (HMOs).

Employment benefit packages can also
include pension plans, profit-sharing, and
key-person policies. In a “cafeteria plan”,
NICI reviews the needs of the business
owner and matches them with products of-
fered by top-quality carriers. The resulting
plan can then by tailored to fit any group
situation, and provides benefits to employ-
ees that are funded with pre-tax dollars.

NICI can arrange for fully or partially self-
funded benefit plans for companies with
large numbers of employees. Programs can
be designed to fit any budget, and NICI pro-
vides help in administering the program.

Serving the insurance needs of
schools and universities is another area
of expertise for the staff at NICI, which
provides coverage for student health in-
surance at two major universities. It has
also partnered with large insurance car-
riers to solicit contracts for accident-in-
surance policies for student athletes on a
national basis. It can custom-fit insur-
ance plans to fit the needs of any
educational institution, large or small,
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The staff of NICI's Las Vegas office, shown with
founder Herman Ross, is composed of individuals with
many years of insurance underwriting experience.

including: health, life, vision and dental in-
surance for students; special-events cov-
erages, international student protection;
and intercollegiate athletic insurance.

Transportation Industry Specialist
NICI serves 24 major transit systems
across the United States, providing insur-
ance for fleet operations, medical coverage
and life insurance. In its role as a nation-
wide transit insurance agency, NICI is in-
volved in all areas of the transit scene, in-
cluding municipal transit authorities, private
bus companies and manufacturers. Its fa-
miliarity with charter buses, para-transit,
fixed-route, commuter and all phases of
public and private transit makes NICI the
company of choice for many transit firms.
NICI offers risk-management and loss-
prevention consulting, providing consulta-
tions on driver training, ergonomics, safety
and prevention, and it maintains a library of
films and safety programs for use by clients.
Its risk-management services include: acci-
dent review, claims consulting, computer
software packages, exposure surveys, poli-
cy reviews and technical support services.
Pre-employment background checks and
drug-testing services are also available.
NICI was chosen to provide coverage for
ATC, which operates the entire fixed-route
system for the Regional Transportation
Commission of Southern Nevada, with a
fleet of 308 vehicles and a ridership in
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excess of 51 million each year. ATC also
operates the paratransit system in the
Reno area. According to David A. Boggs, re-
gional vice president for the southwest re-
gion of ATC, “National Insurance Consul-
tants has provided service to ATC since
1994. It continues to astonish the customer
with its high level of quality customer ser-
vice. Its staff always takes care of us in the
best manner possible.”

NICI was also awarded part of the con-
tract to service the Washington Metropoli-
tan Transit Authority, the fourth-largest
transit svstem in the U.S. It operates the
bus system throughout Maryland, the Dis-
trict of Columbia and Virginia, as well as the
metropolitan area’s subway system.

NICI is certified by the Department of
Transportation (DOT) as a Disadvantaged
Business Enterprise (DBE), ready and able
to help DOT-assisted state and local trans-
portation agencies fulfill their annual DBE
contract goals. However, noted Ross, “I'm
an insurance agent first, and a minority en-
terprise second. In nine out of 10 bids, peo-
ple don’t know I’'m a minority until | show
up in person. We are involved with two
major insurance brokerage firms, providing
national contracts as joint ventures instead
of being minority partners.”

Herman Ross has been a member of the
American Public Transportation Association —
an international organization representing
the transit industry — for seven years. He also
serves on the board of the Conference of Mi-
nority Transit Officials (COMTO), a national
non-profit organization designed to serve
minority businesses seeking contract oppor-
tunities within the transportation industry. He
served for three years on the board of the
Nevada Minority Purchasing Council.

Ambitious Plans for Growth

Herman Ross credits his company’s suc-
cess to the team he has built up over the
years. “We surround ourselves with intelli-
gent, experienced and caring people, and
give them the tools and the guidance they
need to do their best,” he explained. As
NICI’s tenth anniversary approaches, it has
pierced the seven-figure mark in gross rev-
enue, and Ross predicts the company’s in-
come will double within two years. “We
started out in a niche market, but we’re
now poised to expand, both geographically
and in our scope of operations,” he stated.
NICI recently opened a claims office in

NICI Receives Recognition

In 1998 NICI was named the
North Las Vegas Chamber of Commerce
Minority Business of the Year.

In 1999, it was named the Nevada M-
nority Purchasing Council's Minority
Business of the Year.

In 2000, the National Minerity Supplicr
and Development Counci
with a membership of over 15.000
chose NICI as the Catego
Western Region Supplier of t

Tampa, Florida, with plans @ =s==0is" 2
full-service branch thers in July 2005
would like to see NICI expang =wen e
and do business internationaiy” sa Soss
“| want to build a legacy — somemee &
leave to my children and my parmers ol-
dren if they decide that’s what Ty w2 &
do with their lives.”

Ross also wants o expang = comss-
ing as an important addition @ N s s
ance brokerage services. He enwsions Te
firm as an international consu=rg comge-
ny providing options for companes =e
and small, including — but not st = -
insurance, loss-conirol and nsk-TmEregs-
ment advisory services.

“Some insurance brokers == Ty ae
earned their commission oncs Tey ==l 2
policy, and they move on,” Ross s==¢. "=
earn our commission by working Wi T
client and helping to make surs % mas =
few claims as possible. For us. e s2e = s
the beginning of a long-term relzfonsne ©

National Insurance Consultants. lnc.
8687 W. Sahara Ave., Suite 200
Las Vegas, NV 89117
702-696-9586
Toll free 800-689-2698
Fax: 702-696-9899

9701 Apollo Dr., Suite 201
Largo, MD 20774
301-322-8104
Fax: 301-322-8396

www.niciinsure.com
email: info@ niciinsure.com
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Southern Nevada Paving Sold

Aggregate Industries, a British aggre-
gates and building-materials group, re-
cently announced the purchase of South-
ern Nevada Paving Company Inc., Nevada
Paving, Inc. and Valley Trucking, Inc.
(SNP) for $64.1 million cash. SNP is a
paving contractor and also produces as-
phalt and aggregate. In 2002, the company
had sales of $101 million and produced 3.6
million tons of aggregates. The sale in-
cluded four asphalt plants, as well as a 50
percent interest in the 530-acre Sloan
Mountain Quarry. The sellers are Floyd
and Jeri Meldrum. In Britain, Aggregate
Industries is the fourth-largest aggregates
producer, the second-largest asphalt pro-
ducer, the fifth-largest ready-mixed con-
crete producer and a leading manufacturer
of precast concrete products. In the US, the
group is the seventh-largest aggregates
producer and the eighth largest producer of
ready-mixed concrete.

Sports and Hécreation Gomplex
Planned for Reno

lans for the Reno Ice Dome 500, an

ice-skating, multi-use sports and
recreation complex, were recently un-
veiled by Nevada Youth Sports Develop-
ment, Inc., a non-profit organization that
will own and operate the facility. The
Nevada Commission on Tourism is lend-
ing marketing and promotional support
for the 175,000-square-foot dome,
which will feature NHL and Olympic-
size rinks, plus a unique Leisure Ice at-
traction shaped like a frozen lake with
trees, fireplaces, park benches and con-
cession stands. Plans call for a year-
round training facility, as well as skating
and hockey programs to fit all levels of
skating ability. The Ice Dome 500 will
seat 6,500 for hockey and ice events,

7.000 for concerts and 8.500 for boxing
events. Amenities will include a pro
sports shop, sports medicine clinic,
restaurant, concessions, locker rooms,
media center and arena suites. Revenues
generated by the Ice Dome will go to-
ward youth training scholarships and de-
velopment of individual and team sports
opportunities.

Business Bank to Enter
North Las Vegas Market

Business Bank of Nevada recently announced
plans to build a 5,500-square-foot facility at the
corner of Cheyenne and Valley Ave. in North Las
Vegas. The full-service branch will have a contem-
porary stucco architectural design, drive-up ATM,
drive-up teller window and six teller windows in-
side, with one being ADA-compliant for physical-
ly handicapped individuals. The bank branch will
occupy 3,750 square feet of the building, with an
additional 1,750 square feet of space available to
lease out to another business. The bank’s project is
part of a 50-acre commercial development Lyle
Brennan & Associates will be developing on the
site over the next three years. In addition to Busi-
ness Bank, the project is slated to house retail
shops, commercial office space, light industrial and
warehouse space. The bank anticipates breaking
ground on the facility in March and is planning to
hold a grand opening in October 2004. Upon com-
pletion of the North Las Vegas facility, Business
Bank will have six full-service branches statewide.
Bank officials announced they are currently look-
ing at other markets in both Northern and Southern
Nevada and are planning to relocate the corporate
headquarters to the northwest part of Las Vegas in
approximately three years.

Ely Mine to Reopen

uadra Mining, a privately-owned Australian
oﬁrm. has agreed to purchase the Robinson
copper and gold mine near Ely, which has been
closed since 1999. The $18 million purchase
price for the Robinson mine was part of a $91
million transaction that included $73 million for
the seller’s share in Canada’s largest copper-
producing company. The seller, Australia-based
BHP Billiton, is the world’s largest mining com-
pany. The deal is expected to close in February,
provided all regulatory and financial conditions
are satisfied. Quadra has announced plans to re-
open the mine, which has the potential to restore
300 to 400 jobs to Ely and White Pine County.
In 1999, the mine produced 61.8 million pounds

of copper concentrate, 26,250 ounces of gold
and 153,104 ounces of silver.

NCED Releases Statistics

A total of 74 new businesses located to
Nevada and 3.101 new primary jobs were
created during the past fiscal year, accord-
ing to a report released in December by
the Nevada Commission on Economic
Development (NCED). The state lists only
those businesses the commission and/or
regional development authorities have as-
sisted. For the sixth consecutive year, the
majority of businesses that relocated to
Nevada were from California — a total of
24. The next largest geographic region
was the Midwest. Eleven companies re-
ported they expanded, creating 801 new
primary jobs. “These numbers represent
efforts by the state to help existing busi-
nesses thrive and grow.” said NCED Chair
Lt. Governor Lorraine Hunt. “The future
of economic development includes sup-
porting Nevada’s entrepreneurs.” ¥%
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Business Indicators

DATA ——GROWTH —
UNITS DATES LATEST PREVIOUS YEAR AGO RECENT YEARAGO COMMENTS
NEVADA (%) (%)
EMPLOYMENT 1,000 EMPLOYEES  10/03 ~ 1,098.7 1,091.0 1,063.6 0.7 33 Up
UNEMPLOYMENT RATE %, NSA 10/03 4.7 5.1 4.7 -7.8 0.0 |mprovin
TAXABLE SALES $ BILLION 09/03 3.097 3.067 2.764 1.0 12.0 Strong
A K 5 < GA NUE 09/0 841. 813.62 809.96 5 Trendine Up
he third-quarter inflation-adjusted _SAMNeReve S olos EEEEE  ° 2 3-4 S rendne
rate of growth in aggregate spend-  PASSENGERS PASSENGERS 10/03 3.565 3.418 3.548 43 05 Even
ing moved forward at a brisk rate of  Gasouine Sates MILLION GALLONS ~ 09/03 90.27 95.74 84.44

more than 2.0 percent above the second
quarter (or, at a seasonally adjusted annu-
alized rate of 8.2 percent), signaling an KeLlLSCILINS
economy that is gaining steam. Personal  EmpLoyment 1,000 EMPLOYEES  10/03 826.8 820.5 798.1 0.8 36 Showing Se=s
consumption, equipment and software T

purchases, exports and residential-fixed
investment were cited as components
contributing most significantly to the  GAmING ReVENUE $ MILLION 09/03  683.85  635.80  643.03 7-6 63 Up

growth. The presence of equipment, Soft-  ResipentiaLPermiTs  unirs permiTren 10/03 2,898 3,475 2,454 -166 181 Suosg
ware and investment expenditures on the

VISITOR VOLUME MILLION VISITORS  09/03 3.950 4.453 3.839

UNEMPLOYMENT RATE %, NSA 10/03 4.9 5.3 5.0 7-5 =

TAXABLE SALES $ BILLION 09/03 2.241 2.233 1.979 0.4 132 Stoms

5 3 : y COMMERCIAL PERMITS PERMITS 10/0: 100 136 90 -26.5 11 Stoes
list of main contributors reflects a shift 3
from dependency on consumption as the PASSENGERS MILLION PERSONS  10/03 3.118 2.966 3.118 5.1 CO0 Ev=m
engine of growth — an important sign that  Gasovine Sates MILLION GALLONS ~ 09/03 58.92 61.32 54.37 3.9 8% uUp
the recession is behind us. VISITOR VOLUME MILLION VISITORS ~ 08/03 3.304 3.748 3192 118 35 Up
Employment levels and the unemploy-
WASHOE COUNTY (%)

ment rate remain flat. With excess capaci-
ty and rapid productivity gains, improve-  EMPLOYMENT 1,000 EMPLOYEES  10/03 204.8 203.1 198.7 0.8 31 Shomns Stenes

ments in the labor market shquld follow a EiNEMEINERT R 10/03 3.7 3.9 37 . =3 PP ——
more delayed pattern than in the past. I : s e s e i >

. o . AX. E SALE. 5 B k - Sm
Still, the robust growth in Gross Domestic g relet 3
Product (GDP) for the third quarter, an in-  GAMING ReveNue $ Mo oglo3 8610 9966 9345 T AIEENNE NN
dication of strength and growth continuity  ResipenTiaL PERMITS  uniTs permiTTeD  10/03 554 624 427 1.2 257 Soumg
for2004, Sh(?UId result in labor-market im- COMMERCIAL PERMITS  permITS 10/03 15 29 23 483 348 Domm
provements in the months ahead.

The most recent indicators for Nevada _ PASSENGERS mwonpersons 10/o3 0380 0374 036 14 28 WS
generally look favorable. Unlike the notice-  GasoLinE Sates MILLION GALLONS ~ 09/03 15.77 17.60 15.56  -10.4 13 Holdme
ably flat U.S. labor-market data, Nevada y,gr0r voLume mionvisToRs 08/03  0.458 0493 0464 74 14 Dows
conditions show employment levels above ONITED SThteS =
year-ago levels. These rates exceed the z
growth levels of national employment by  EMPLOYMENT MILLION, SA 11/03 130474 130117  130.409 0.0 02 Bem
more than 3 percent. The labor-market pic- ~ UNemPLOYMENTRATE  %.sa 1/03 5.9 6.0 5.9 a7 0.0 o
ture SUgg?Sts that Nevad,a has weathered CONSUMER PRICE INDEX  82-84=100,NsA  10/03 185.0 185.2 181.3 -0.1 20 Favorstie
the recession of 2001 and is back on a well-
defined expansion path. Taxable sales are _CORE CPI Bo8mwo,ns [HOJG3F 1943 [HAS3EN 1918 SN 13
also up 12 percent from a year ago. EMPLOYMENT COST INDEX  89.06=100,5a  3Q03 161.7 160.3 156.9 0.9 31 Up
_ Reno continuesto show some weakness ~ peopycrviry Inpex  g2-100,54 3003 1319 1295 125.9 19 48 Good
in its‘gaming revenue, down 13.6 percent
from August to September and down 7.9 RETAIL SALES GROWTH  $BILLION, SA 10/03 318.490 319.438  300.048 -0.3 6.1 Trend Un
percent from year-ago levels. This weak- ~ AUTO AND TRUCK SALES  miLLION, S 10/03 15.50 16.59 1534 6.6 1.0 Stll Sreas
ness is, however, balanced by a favorable  Hoysing Starts MILLION, SA 10/03 1.960 1.905 1.653 2.9 18.6 Siill Strone
unemployment rate of 3.7 percent and em-

oY, 37P GDP GROWTH $ BILLION, SA 3Q03 9,821.2  9,629.4 9,485.6 2.0 3.5 Up
ployment growth of 3.1 percent, suggest-
ing expansion in the region’s non-gaming _U:S-DOLAR 97.01=100 Gfos] 116526 BGesF 126326 SRS 75 N
sectors. Lastly, the profitability of rural = Trape Barance $ BILLION, SA 09/03  -41.272 = -39.518  -36.663 4.4 12.6 Weskness
Nevada's mining sector has brightened Tggp 599 wotHvciose | 11/03 1,058.20 1,05071 93631 07 130 Up
considerably with the run-up in gold . =
prices, now in excess of $400. By all ap- REAL SHORT-TERM RATES %, Nsa 10/03 1.03 0.61 1.41 -9 -27.0 Down

SOURCES: Nevada Department of Taxation; Nevada Department of Employment, Training and Rehabilitation; UNR of
R. KEITH SCHWER Business and Economic Research; UNLV Center for Business and Economic Research; McCarran International Airport; Reno
UNLV Center for Business and International Airport; Las Vegas Convention and Visitors Authority; Reno-Sparks Convention and Visitors Authority; U.S. Depart-
Economic Research ment of Commerce, U.S. Bureau of Labor Statistics, U.S. Census Bureau; U.S. Federal Reserve Bank.
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1031 Exchanges
Deferring Taxes Not Just for Real Estate

Shauna Brennan Erhard (seated) and Gean Mundt (standing) are the principals in Nevada

National Exchange, a Qualified Intermediary providing comprehensive services for tax-
deferred exchanges, reverse exchanges and improvement exchanges.

f you have business investments, in

either real estate or business equip-
ment, the government is providing you an
incentive to trade up, according to Shauna
Erhard, president and general counsel for
Nevada National Exchange. “Capital
gains taxes can be deferred under Internal
Revenue Code §1031, and as the wealthy
know, if you continue to trade up, these
taxes can be deferred indefinitely.”

Internal Revenue Code §1031
exchanges have long been popular with
real estate investors, but Erhard explains
that companies in Nevada could be
increasing their bottom lines when they
upgrade any business asset. “Construction
equipment, rental car fleets and manufac-
turing equipment can all be upgraded
while deferring the payment of tax on the
capital gains under this code,” she says.

Who is eligible?

If you purchase business or investment
holdings, §1031 deferment may be an
option for your reinvestment plans. Any
domestic or foreign corporation, limited
liability company, partnership, trust or
individual qualifies for the deferment.
The only stipulation is that the asset must
be purchased in the United States. Real
estate holdings or capital assets outside
the United States do not qualify.

What is a 1031 Exchange?

Internal Revenue Code §1031 provides
for deferment of capital gains taxes on
business assets, with certain stipulations.
First, the exchange must be for the same
type of asset, known as “like kind”. Real
estate must be exchanged with real estate
(though you can exchange raw land for an
office building or apartments), art for art
and equipment for equipment. It is not
commonly known that business assets and
equipment - including construction
equipment — and intellectual property
such as copyrights and trademarks, may
be replaced and the capital gain taxes
deferred under a §1031 exchange, accord-
ing to Gean Mundt, chief executive offi-
cer of Nevada National Exchange.
However, the asset cannot be standing
sale inventory or stock in trade.

The owner of both the original and the
replacement property must be exactly the
same. If your subsidiary owns a crane and
you want to purchase a backhoe to
exchange, the subsidiary must own the
new backhoe, as well. If two business
partners are listed as owners, those busi-
ness partners (and only those two) must
be the owners of the new asset.

Strict timelines must be satisfied. The
entire exchange process, from selling the
old property to purchasing the new prop-

erty, must close within 180 days, and the
replacement property must be identified
within 45 days. In some cases, investors
prefer to purchase the new property first,
a method known as a “reverse exchange.”
However, the same deadlines apply.
Most importantly, neither the owner
nor any agent of the owner (such as an
employee, accountant or lawyer) can take
possession of the funds during the
exchange. “If the taxpayer or any related
party takes constructive or actual receipt
of the money,” explains Ms. Mundt, “it
creates a constructive receipt to the tax-
payer and the sale will be subject to taxa-
tion. The tax code allows an independent
third party or Qualified Intermediary to
hold the money. Parking your money with
a Qualified Intermediary is a safe and
inexpensive answer to this dilemma.”
Nevada National Exchange, a Qualified
Intermediary, satisfies the tax code by
holding the taxpayer’s funds during the
exchange. Nevada National Exchange
also maintains $5 million bond coverage
as additional protection for clients’ funds.

Your Qualified Intermediary

A Qualified Intermediary is an entity
established by the Code under strict crite-
ria and is specifically qualified to act for
taxpayers without being deemed their
agent. A Qualified Intermediary may not
be the taxpayer, related to the taxpayer or
have acted as an agent of any kind for the
taxpayer for the two years preceding or
following the transaction. The tax code
requires specific documentation and satis-
faction of notice periods in order for the
exchange to qualify for tax-deferred treat-
ment under §1031. Documentation for
the exchange must be in place prior to the
transfer of any property. Nevada National
Exchange documents the exchange trans-
action and assists the taxpayer in satisfy-
ing the IRS requirements.

The contract for sale of the old proper-
ty and the purchase agreement for the new
property must contain specific provisions,
according to Shauna Erhard. “Proper doc-
umentation of an exchange is critical to
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satisfy the Internal Revenue Code.” she
warns. “Failure to meet the statutory doc-
umentation requirements will result in
taxes being assessed against the taxpayer.”

The documentation can be particularly
complex in improvement exchanges, in
which the replacement property is being
improved. and in reverse exchanges,
where the replacement property is
acquired prior to the sale of the original
property. Nevada National Exchange
advises the taxpayer about the many com-
plexities of the IRS documentation
requirements.

“Shauna Erhard brings a wealth of real
estate and transactional legal experience
to Nevada National Exchange.” according
to Gean Mundt. “Our team can provide
comprehensive accommodation services
for delayed exchanges, reverse exchanges
and improvement exchanges. No transac-
tion is too complicated for us.”

The Importance of Trust

The use of a Qualified Intermediary is
a financial decision, and as such, requires
the taxpayer to exercise due diligence. In
selecting a Qualified Intermediary, the
client should review the experience and
reputation of the company. “Personal
service and integrity are keystones to our
profession and our firm,” notes Gean
Mundt. “At Nevada National Exchange,
we pride ourselves in our service to our
customers and the community.”

Indeed, both Mundt and Erhard are
well known in the business community,
and their varied joint experience. from
real estate to law. benefits their clients
directly. Gean Mundt has 15 years experi-
ence in the title insurance. escrow and

1031 tax-deferred exchange business. She
has been a member of the Federation of
Exchange Accommodators since 1996,
and serves on the FEA Ethics and
Continuing Education Committees. She is
a Certified Exchange Specialist, a desig-
nation awarded by the Federation of
Exchange Accommodators and the only
standardized test and designation for
Qualified Intermediaries.

A graduate of Notre Dame Law
School. Shauna Brennan Erhard has prac-
ticed over 16 years in corporate transac-
tions. real estate and finance law. Her
wealth of experience stems from in-house
positions as Associate General Counsel
for Harrah’s Entertainment. Inc. in Las
Vegas. Nevada, and for NationsBank.
N.A. (now Bank of America) in the
Baltimore-Washington D.C. area. as well
as private practice, including a position
with Kummer. Kaempfer, Bonner &
Renshaw in Las Vegas. Ms. Erhard is
licensed to practice law in Nevada,
Maryland and the District of Columbia.

The principals of Nevada National
Exchange believe in making a positive
impact in the community. Ms. Erhard’s
commitment to networking within the real
estate community led to the founding of
Commercial Real Estate Women of
Southern Nevada. in which she served as
president in 1999. Gean Mundt’s profes-
sional leadership includes serving as 2004
President for Commercial Marketing
Group and 2004 President for
Commercial Real Estate Women of
Southern Nevada. Ms. Mundt is also a
member of the Greater Las Vegas
Association of Realtors and its commer-
cial affiliate. the Commercial Alliance.

Névida Business ADVERTORIAL

Both principals are active in local chani-
ties. Shauna Erhard serves om the Las
Vegas Affiliate Board of The Susan G.
Komen Breast Cancer Foundation.

Begin Your Exchange

Due to the many reguirements of
§1031, it is important thal imvestors se=k-
ing to complete an exchange besia e
process as early as possible. Exchasss
documents must be in escrow Befors
assets are purchased or sold A Qualified
Intermediary assists clicals I =e=t=s
deadlines, properly prepanes docameats
and coordinating the proicsssomals
involved, including real sstais ss=mis. Exx
preparers and title companies.

Businesses that updaic thew mniastsal
equipment cyclically. or mnesaNs w50
desire to trade up in real SSEae= i Con
benefit from a consisicnt relamsi it
an intermediary service sach &= Newais
National Exchange.

“The hallmark of Newais Nl
Exchange is personalized Serwmss Sies
Ms. Erhard. “We realize Sacih Samsasion
is important to our clicais. S S SR
our priority to be availsbie BReC=_ e
critical timeframes in 35 SECE—————
action. Investors are scchime Sl Saier-
mation and they expect B e S
throughout this complacaies swmesss

“Our company prowices & Wil Seswics
in accommodating 2pe-fieferes
exchanges. We understsmil SR S
and preserving wealih & 2 S SE—— S
businesses and IndIvacEais S "
National Exchange. il IS Sl S i
help real estate proScSSENENS SESE-
ants, financial pleamers SRS St
their clients grow el SRR
tax-deferred exchasses™

Nevada National




SAINT MARY'S

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

. /
Our Mission. Our Quality. Our People. | saintmarysreno.com Sal nt Marys




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

can (or can’t) imagine.

exposition 702.263.1500




