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CO MM ENTAR Y 

Business 
has a Big Stake 

Lyle E. Brennan 

in Education Reforlll 
It has been estimated that it costs 

business approximately $25 billion dol
lars per year to retrain graduates from 
our public school system to enable them 
to perform on the job. Business is forced 
to bear an additional cost that is essen
tially remedial , because our schools have 
failed to perform the function for which 
they are supposed to exist. The main rea
son for this ridiculous condition is that 
public school systems have become po
litical bureaucracies with the prime ob

J\i>r.ti~'.t> _nf ~""'.lfpr.t>~r;-catm~ .r._ruh.ol_r .th.a~ 

the education of children. 
Approximately $350 billion per year is 

spent to fund a monopolistic system that is 
failing; and the beneficiary has become 
politically strong enough to buy politi
cians to keep it that way. Thus, reforming 
education becomes a big-time political 
problem! And in the convoluted reasoning 
of politics, being in favor of education 
reform means that, somehow, you are 
against providing children with an educa
tion. If you have the audacity to criticize 
the system, you will be attacked as being 
(heaven forbid) against education in gen
eral. This makes sense only if one knows 
that the lexicon of politics is emotion
driven rather than fact-driven. Politicians 
and special interest groups are successful 
in obtaining taxpayer-financed funding 
only if they can find a populist rnindset 
which they can manipulate and define 
emotionally to justify" their use of public 
funds for their own purposes. And educa-

tion is a made-to-order, emotionally
charged issue that can be used to increase 
taxes needed for re-election or promoting 
a private agenda. "Everybody" is in favor' ' 
of "education"; only bad people are not. 
Unfortunately, education has degenerated 
into being much more about money than 
about educating children . .. and business 
is being forced to subsidize a condition 
inimical to its interests. 

So what can business as a political 
entity do about this? 

.lS; ... dlt:· ~'\,..."'\. .. ill-.:fdln:L"'\...V ~i:l+-.T c:r L1dl~ 

enough budget, the spending of which 
will save a substantial portion of the bil
lions in remedial training costs. 

Second: Engage a top political public 
relations firm that will know how to use 
the same techniques of appealing to 
public opinion, and initiate a groundswell 
to "save our children from a failing school 
system that only cares about money!" 

Third: The majority of parents 
throughly dislike the public school sys
tem. It frustrates them at every tum when 
they try to get involved and attempt to 
remedy its myriad problems. Business 
has a ready-made and sympathetic audi
ence that now has no effective advocate. 
Business can be that advocate by sup
porting and advising parent groups who 
want desperately to improve their 
children's education. 

Or, go on about your business and pay 
the $25 billion. Don' t rock the boat. Some 
customer might get offended. • 

April I 997 • Nevada Business journal 3 
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3' 0 0 0 of the finest physicians and medical professionals. 

25 years of growing with Las Vegas. 7 specialized centers of medical excellence. 

VALLEY HOSPITAL MEDICAL CE TER 
One of evada's largest, most advanced 
acute care hospitals. Valley Hospital is 
home to The Cardiac Institute, The 
Health Place for Women and Children, 
and many of the finest Physicians and 
Surgeons in the state. 

SUMMERLIN MEDICAL CE TER 
Summerlin Medical Offices 
are home to more than 75 of Nevada's 
finest Family Practice Physicians and 
Medical Specialists. ow open, an 
outpatient surgery center, diagnostic 
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and The Cancer Institute of Nevada. 
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Family practice, pediatrics, internal 
medicine, and FASTER CARE. 
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The Lakes Medical Center 

THE LAKES MEDICAL CE TER 
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and the area's finest medical specialists. 

GO LORI G DIAGNOSTIC AND 
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Comfortable and convenient same-day 
surgery and diagnostics located next to, 
and backed by the full resources of 
Valley Hospital Medical Center. 
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surgery center of its kind in Las Vegas. 

OASIS HEALTH SYSTEM 
Las Vegas' leading affiliation of 
healthcare providers. 

U IVERSAL HEALTH ETWORK 
One of Nevada's largest healthcare 
networks. 

The Valley~ 'HealthSystem'" 
The Valley Health System is an integrated system of care committed to providing our 

growing community with convenient access to quality healthcare, while 
controlling costs through increased efficiencies. 

Affiliated with Oasis Health System . 
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J ROM THE ~DITOR 

Technology 
J o say that technology has changed 

the way we do business is an understate
ment. This issue of Nevada Business 
Journal reports on many of the ways 
technology has revolutionized the bank
ing industry. 

But the banking industry is just one of the 
many businesses undergoing significant 
changes due to the explosion in technology. 
As I look around my office, I see multi-line 
phones, faxes, computers, printers, scan
ners and modems. And, like most of my 
peers, I have a similar set-up at home. 

It 's no longer even necessary to pick up 
the phone to communicate. With e-mail 
and the information superhighway, we 
can send and receive messages, conduct 
business and access information on virtu
ally any subject. 

T A l K 

Dear Editor: 
David Hofstede's article, "The Banking 

Industry, Yesterday's Headlines , To
morrow's Headlines," serves as a poi
gnant reminder of the banking industry's 
agenda to monopolize the financial ser
vices market.' As Mr. Dedolph of Sun 
State Bank described in the article, the 
banking industry has attempted to use the 
judicial system to advance this goal 
through the elimination of credit unions . 

Credit unions differ from banks in two 
major ways: they are non-profit and mem
ber-owned. These differences nltimlltP.ly 
translate into better services, lower inter
est rates and higher savings rates for credit 
union members. To the dismay of the 
banking industry, such benefits have re
sulted in an increase in the popularity of 
credit unions. Rather than cutting into its 
own record profits to better compete for 
cu tomer . the banking industry has 
launched an attack against credit unions 
to deny con umers choice and access. 

One of the unfounded claims of the 
banking industry, noted in the article by 
George Smith. president of Bank of 
America Nevada. is that credit unions 
have an unfair ad antage because of their 
tax-exempt statu . The fact is that credit 
unions do pay taxes, including real and 

EDITOR 
Connie Brennan 

The biggest concern over the advances 
in technology, as it relates to business, 
seems to be that the "human touch" will 
be lost and personal service will become 
extinct. However, most business execu
tives agree the advantages afforded by 
technology far outweigh the disadvan
tages. They cite tremendous cost and time 
savings as a result of high-tech devices. 

But, whatistillcan ' tfigureout. . . where 
is all that time we've saved? 

-Ed. 

personal property, social security, unem
ployment, excise and occupancy taxes , 
among others. Federal credit unions (as 
non-profit financial cooperatives) are ex
empt from federal income taxes. 

The banking industry obviously fears 
losing what it has inappropriately labeled 
its "market share." What is even more 
evident is that banking organizations are 
devoting substantial resources to elimi
nate competition and bring harm to a very 
successful and sensible non-profit alter
native for consumers. Nevadans would be 
hP.ttP.r off if the han king industry instead 
channeled its resources towards increas
ing customer service and satisfaction, 
rather than trying to deny consumers the 
right to make a choice when obtaining 
financial services. 

Sincerely, 
David L. Chatfield 

President/CEO 
Nevada Credit Union League 

TALK BACK 

Dear David: 
Thanks for writing. I'm sure your letter 

will generate a number of responses from 
banking executives throughout the state. 

Ed .. 



---------- B A KING 0 AMERIcA ®----------

We mean business. 
Small business, that is. 

BofA has $10 billion to lend small business. 
When it comes to small business, 
Bank of America is go ing to great 
lengths. In fact , we've gone as far 
as setting as ide $ 10 billion to 
lend. Depending on your needs, 
you can get a loan for just about 
anything, from upgrad ing your 
office equipment, to expanding 
you business. And, we're making 

it easier than ever to apply, with 
a simple one-page app lication . 
We even h ave Relationship 
Managers on hand to help with 
any complex loan needs. So, before 
you make a move, come into any 
one of our convenient branches 
today. Because we' re ro lling up 
our sleeves for small business. 

m Bank of America 

Loans subject to credit approva l. Certain restrictions apply. See branch for details. © 1997 Bank of America. Member FDIC. 



evada Banking: 
Protocol or Handshake? 
0 

n any given day computer users 
in Nevada can go online and do 
their banking. Transactions from 
account reconciliation to bill 

payments can be completed by anyone in 
the USA with just a few simple key
strokes. Computer users can trade stocks, 
bonds, mutual funds and options and get 
real-time stock quotes to stay abreast of 
the market. 

Changing technology is creating, for 
the first time in history, the ability for 
individuals to buy virtually any product 
or service, perform any transaction, give 
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and get any kind of information and 
simultaneously talk to and view anybody 
they want to, all in the space of a few sec
onds without ever leaving the comfort of 
their home, office or car. 

But as we know it, according to 
Dennis Weatherstone, former chairman 
of J.P. Morgan, "There is no banking 
industry. The label," he said, "means 
nothing. Function means everything." 

And as form follows function , banks 
have stepped out of the prehistoric age 
onto a level playing field where the com
puter chip equalizes the game. And in 

computer language, the protocol is 
handshake: the acknowledged connec
tion between the computer, the operat 
and the technology. 

Fierce competition is behind the ra 
cal changes taking place in the bankin= 
industry. ew technology demands t:be 
provision of better and more efficient 
vice to customers. You can not ad~ 
technology without also addressing 
vice, they are inextricably connected. B 
not only must banks compete with o 
banks for market share, they must com 
also with credit unions, insurance com 



nies and mutual fund firms. The largest 
mortgage lender in America is a mortgage 
specialty company. The largest credit 
provider is a credit card company. The 
challenge to banks shows up in nearly all 
segments of traditional banking services 
and influences the way banks do business. 

Customer access, simplicity, avail
ability and results have replaced tradi
tional contacts. In short, customers want 
streamlined convenience. But they still 
need to purchase new homes, provide 
college education for their children, fund 
retirement plans and accumulate and pre
serve wealth for the future. 

Technology, convenience and advice 
are the paramount customer needs of 
banking today. Banks must satisfy these 
needs, and satisfy them when, where and 
how the customer wants. 

The Technology 
and the Strategy 

The most visible of the electronic 
banks is Wells Fargo. Since its arrival in 
Nevada, Wells Fargo has introduced sever
al services designed to give bank customers 
"what they want, where they want it, when 
they want it," said chief executive Paul 
Hazen. Wells Fargo banking is about choic
es. Customers can branch-bank, phone
bank, store-bank, or computer-bank. 

Wells also provides a global computer 
network where customers can send e-mail 
to the bank, reorder checks, request copies 
of cleared checks and past statements, and 
set up direct deposit and savings plans. And 
all this can be accomplished from the con
venience and comfort of home or office. 

Customers can enroll online at a Web 
site provided by Wells Fargo. Require
ments to get online include a password, a 
computer with modem, an Internet ser
vice provider (ISP) and a Wells Fargo 
approved browser: Netscape avigator 
or Microsoft's Internet Functions differ 
depending on the type of customer 
account. After decades of disintermedia
tion - the break up of services into finer 
and finer specialties - the Internet is 

bringing them all back together again. 
Are banks distancing the banker from 

the business owner with all the mer
gers and sophisticated technology? Yes, 
because the bank of the future, here today, 
must by necessity streamline and decen
tralize operations. No, because banking 
teams are still available to help the business 
owner with his or her individual needs. 

According to Wells Fargo Bank, asset 
shrinkage, labor base shrinkage and cost 
shrinkage will produce a "higher octane" 
operation fueled by volume transactions. 

Local bankers not so technologically 
equipped believe such electronic giants 
are good for business. The business com
munity in "Las Vegas is vibrant," says 
Russ Petersen, senior vice president of 
First Security Bank of Nevada, a 
"relationship driven cradle-to-the-grave" 
bank. He views these mergers and acqui
sitions as an additional opportunity for 
his seven Las Vegas locations. 

Smaller banks devise market penetra
tion techniques to attract and maintain a 
customer base. Larry Woodrum, presi
dent and CEO of BankWest of Nevada 
started a merchant courier service in 
1994. Four couriers pick up from as 
many as 150 merchants each day. 

Bank West of Nevada is oriented as a 
business bank, not a consumer retail 
bank so the bells and whistles of comput
erized banking excepting ATM and debit 
cards, are of little consequence. "Rela
tionship banking," says Woodrum, "is the 
basis of our word of mouth referrals." 
Not everybody wants a computer chip 
smart card in his or her phone. 

Traditional bankers enjoy the compa
ny of customers. There is the story about 
four business people having breakfast 
when the newcomer to the group asked 
what was the best advice they could give 
on how to become successful. "Money," 
said the first. "You need lots of money." 
"An accountant," said the second. "You 
need a good accountant." The third busi
ness person, obviously respected by 
the others , thought for a while and 
responded. "A banker, get a banker who 

understands your business. And stay with 
that banker forever. This is sage advice." 
They all nodded in agreement. 

"The social purpose of banking is to 
create prosperity," says consultant Ed 
Furash. Bankers have access to much 
more information than simply an aggre
gate of scores upon which to base the 
decision to propagate business growth in 
the community, and that information can 
only be obtained through personal 
one-on-one relationships, banker to 
business person. 

Norwest Bank, the 11th largest bank 
in the country, with interests in 14 states, 
acquired American Federal and Primerit 
Bank in Nevada. Paul Kadavy, president 
of Nevada Norwest'S- 50 branches 
statewide conveys a warm and responsi,ve 
traditional banker demeanor. "My goal," 
he said, "is to provide quality serv ice on 
the broadest spectrum possible." He does 
this through a cadre of personal bankers 
available in the branches, and a business 
banking department available to large 
corporations. Kadavy applied for trus 
powers in December 1996, and hope ro 
have a handful of well-qualified trust 
officers aggressively marketing their ser
vices to attorneys and accountants in 
both Reno and Las Vegas. 

Banking on the fly accommodates the 
fast moving segment of urban society. 
Nearly 80 percent of Well's customers 
bank via ATM at least monthly compared 
to a 50 percent rate for the rest of the indus
try. As members of the younger Nintendo 
generation become bank customers this 
number will surely rise. A recent Star 
System Survey evaluating ATM usage indi
cates 42 percent of users would like to use 
their ATM anywhere in their own state 
while 40 percent indicated a preference for 
usage anywhere in the USA. 

In a press release dated January 9, 
1997 Wells Fargo announced a partner
ship with Lucky stores in Southern 
Nevada, and Scolari Brother tares in 
Northern Nevada, to provide banking 
centers that will allow shoppers to do all 
of their banking and grocery shopping in 

April 1997 • evada Business journal 9 



Here's your chance. 

Have you ever said, "If I only had a chance"? 
Well, here's an opportunity for a career that can offer you unlimited 

earning potential: an Account Executive for an investment firm. 
And when that firm happens to be Dean Witter - one ofthe world's largest 

- your chances for success are that much greater. 
If you qualify, you'll be a part of Dean Witter's in-depth sales training 

program. And, through personal attention and constant support, you can 
develop your sales ability to the fullest. 

So, if you have strong sales potential with good communication skills, 
are self-motivated and achievement oriented, please send your resume in 
confidence, or call today. 

Dean Witter. It's a special company for special people. 
ow it's up to you. 

Gary L. Abraham 
Branch Manager 
3800 Howard Hughes Parkway 
Suite 800 
Las Vegas, V 891 09 
(702) 737-7275 
Offices also locatt:d in Summerlin and Green Valley 

Dean \Vittrr is an equal opportuni ty cmployC'r. 
© 1993 De~n Witte r Reynolds Inc. 

Performed by 

~} DEAN WITTER 

V.A. Ram, M.D., F.R.C.S. (C), F.A.C.S. 
Double Board Certified Plastic Surgeon 
with over 15 years experience in laser surgery 

First Surgeon in Las Vegas to use the Ultra pulse Laser 
Practice Umited to Cosmetic Surgery (Face, Breast & Liposuction) 

:gJJJ Jrn~JfJlrJSJ Jf) ~IJSJ Cc.JJJ; c;h]SJ'!SJ Jf)) 

• Enhanced facial features with facelift, eyelid & nose surgery 
• Tumescent liposuction for body contouring 
• Laser skin resurfacing for wrinkles, sun damaged skin & 

acne scarring (with the latest Ultrapulse Laser) 
• Breast enlargement 
• Tummy tucks 

Call 

For Your Free Consultation 

Member American Society of Plastic & Reconstructive Surgeons, Inc. 
Member American Society of Laser Surgery 
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one location. "We want to make banking 
a convenient as we can and give cus
tomers many different ways to do their 
banking beyond the traditional branch," 
said Joe Laughlin, senior vice president 
of Wells Fargo's in-store expansion. 

In-Store Banking 
"Our philosophy is one of choice in 

banking access," said Diane Torry, senior 
vice president, Northern Nevada retail 
banking, U.S . Bank of evada. And 
judging from what Nevada banks offer. 
choices are indeed available to the bank
ing public. Two giants offer banking on 
the Internet, and one-half of Nevada 
banks offer bank-by-phone services 
including several that loan by phone and 
download to cu torners' personal com
puters. In addition_ evada banks have 
engaged the m nece sitous gathering 
place in which to make available their 
services: the grocery tore. Participating 
supermarke throughout the state 
include: Albertson's, Lucky's, Von's. 
Scolari's, Raley 's and Smith 's. 

Nevada banks also provide spec1 
services to business customers rangin= 
from merchant courier services, cas'
management services, a business manag
er service that purchases accounts recen
able and a business express loan packag 
to expedite needed business cash. Mac_ 
Nevada banks even offer trust service _ 

Partnership with Scolari 's Food 
Drug Company will provide groce _ 
shoppers 11 new locations in Norther.; 
Nevada inside Scolari 's and Sak'N S~ 
stores. Scolari 's Food and Dru= 
Company, founded in 1958 is the onl_ 
locally-owned and operated groce _ 
chain in Northern Nevada. "We- _ 
always prided ourselves on provi · _ 
excellent service for our customers_
said CEO Joey Scolari , and "this is j 
one more thing we can do to make 
daily lives a little easier." 

"Customers have told us they 



making one stop to do their banking and 
grocery shopping," said Barbara Ralston, 
Wells Fargo in-store area manager. 
Grocery store facilities will range in size 
depending on the service provided. A 
distinction is made between a full service 
in-store branch and the in-store banking 
center which is a free-standing kiosk 
ATM with a customer service telephone 
in an area of 36 to 136 square feet. Full 
service in-store branches will be larger, 
up to 450 square feet, allowing a place to 
meet with a bank officer during peak 
hours. Branches are open for business 
and staffed seven days a week. 

Technology Revolution 
Most bankers will agree that technolo

gy systems such as ADP (automatic data 
processing) and EDS (electronic data sys
tems) are requirements for cutting edge 
banking efficiency without which, banks 
cannot compete. 

"Selective technology," said John 
Dedolph, president of Sun State Bank, "is 
the key to continued success." Personal 
computer downloading capacity will 
become an essential element of his bank in 
the near future, but in-store kiosk banking 
will not. "Economies of scale," he contin
ued "are so great they will price them
selves right out." Although technology 
(EDS) is essential to banking success, per
sonal service and customer satisfaction are 
the keys to a consistent customer base. "At 
Sun State Bank," ·says Dedolph, "ail offi
cers are shareholders, every loan is 
assigned to one of the officers and [so is] 
any account over $10,000." According to 
Dedolph, these personal touches are the 
keys to success in banking. 

Banks have a continuing responsibil
ity to the borrower, to the lender and to 
the community at large to maintain a 
close relationship with borrowers to 
improve the chances that loans will be 
productive. In this regard, the role of the 
banker is crucial to the loan process. The 
banker seeks, approves and monitors the 
execution of loans, a function that is nigh 
~J.WJ.f/\Y~':>\\:~.A'C ~).Le~t...~'0-'i\\~.:a\l'j. El-e~\!cn.ic 

credit-rating loan scoring remove the 
loan approval process from the intuition 
of a personal banker thus rejecting some 

customers who otherwise would not be 
rejected. Authority to override a close 
score call keeps the customer doing busi
ness with the branch. 

Small banks can make a big differ
ence by offering not only checking and 
savings services, but mutual funds , insur
ance, brokerage services, electronic bill 
payments and by advertising on the 
World Wide Web. Culling a customer 
database can pinpoint the precise finan
cial products likely to be needed and 
when. Small banks should not have to sit 
and wait for customers to happen by. 
With sales staff actively cultivating leads, 
they will be able to focus market reach 
with a high likelihood of success. 

In the past, bankers were considered 
creative when they discovered a way 
around a given regulation because regula
tions were a primary challenge. But 
today, the advent of deregulation and the 
electronic banking revolution has recon
figured the . industry landscape. The 
choice for the banking industry is clearly 
etched on every blue computer screen in 
every bank across America: like charita
ble giving - use it or lose it. Harness the 
technology, the information and the tech
niques that redefine the wants and needs 
of customers. "We will do everything we 
can over the next four or five years 
to make all transactions electronic," 
reports Wells Fargo 's online banking 
expert Dudley Nigg. The American 
Bankers Association has developed the 
"Community Banker's Electronic Tool 
Box," and the "Bankers WebSite" to help 
community bankers understand the tech
nology. In meeting the customer's expec
tations for convenience in banking, soft
ware companies have developed specific 
programs to define specific industry mar
kets. The changing face of the banking 
\_~.d,~~ .. ~J !~/\:).'U\'i~~ exp-ert Yu-.~.C'Hl~.:dge "\:>{the 

market as well as an understanding of the 
technology. Emphasis will need to be on 
management and marketing. 

Marketing Techniques 
For decades it was not necessary for 

the banking industry to market its prod
ucts. Marketing, however, has become a 
major function , embracing the tech
niques and strategies of consumer prod
uct companies to garner added advantage 
in the marketplace. Customer roundtable 
discussions over breakfast or lunch keeps 
the staff at Comstock Bank on a fust
name basis with clients. By invitation 
only, these meetings "let us know exact-
ly what our customers want and need," 
says Jackie Entrekin, senior vice presi
dent, marketing administration in Reno. 
Comstock's full -time business develop
ment officer identifies customer needs. 
through on-site visitation, and arranges ' , 
to provide specific bank services to each 
customer. A very important element of 
customer longevity is the distance the 
bank travels to develop its base staying 
"within five miles of the br.anch," says 
Entrekin. Since 1994, this community 
outreach approach has been very suc
cessful. As a result of the close interac
t\-vn betw-een the IYia'iYC.h and \ts custmner 
base, and to "motivate small business 
growth potential," Entrekin said, the 
bank instituted a program designed to 
replace the traditional credit line by pur
chasing accounts receivable, thus giving 
qualifying customers greater use of busi
ness cash. Like other professional service 
businesses Entrekin says they "contact 
each customer at least four times per year 
even if it 's just to say, "Hello." Marketing 
techniques employed by other furns can 
be effective in banking. And sticking 
close to home complies with require
ments of the Community Reinvestment 
Act. 

Community Bank of Nevada, Las 
Vegas, operates a database marketing 
program that takes the business develop
ment officer to the potential customer. 
This approach gives personalized cus
tomer service to the business owner, and 
delivers the service message of the bank 
"that customers want to hear and see," 
according to Jeannie Becknell, busines 
development officer. Customers have a 
hard time refusing to lend an ear to the 
litany of bank services when they are eat-
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CCfSS -Located at the new Galleria at Sunset mall in Henderson, 

WestPark Plaza Galleria, provides tenants witlt great visibility and 

easy access from the freeway, Sunset Road and Stephanie Street. 

fSTHfTICS - The project's modern design includes the extensive 

use of marble and glass, lush landscaping, dynamic entryway and 

unique architecture. 

MfN\TifS - A generous tenant improvement package, abundant 

parking and high-tech security are just a few of the many features 

ofWestPark Plaza Galleria. 

A Serving the West Valley: 
V WestPark Plaza Rainbow 

Wes!Park Plaza Galleria 
I GALLERIA BLVD. 
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E. SUNSET 

M£DICAL AND PROf£SSIONAL SPACf IS CURR£NTLY AVAILABLf ON A fiRST-COM£, fiRST-S£RV£ BASIS. 

for Leasing and Purchase Option information: 

LYLf BRfNNl\N & l\SSOCil\TfS (702) 592-4098 .. (702) 731-9007 



NUMBER OF INTERNET TELEPHONIC RETAIL SPECIALIZED 
COMMERICAL BRANCHES ONLINE BANKING - SHOPPING TRUST BUSINESS 
BANK IN STATE SERVICES SERVICES SERVICES SERVICES SERVICES 

AMERICAN Las Vegas ( 5) No No No Yes Business 
BANK OF COMMERCE Reno (0) Management Service 

BANK OF Las Vegas ( 43) Yes Yes Von's Yes "ABC" Advantage 
AMERICA, NEVADA Reno (25) Raley's Business Credit 

BANKWEST Las Vegas (1) No No No No Merchant Courier 
OF NEVADA Reno (0) Service 

CITIBANK Las Vegas (5) No Yes No No Business Access · 
OF NEVADA Reno (0) 

COMMERCIAL Las Vegas (1) DNR DNR DNR DNR DNR 
BANK OF NEVADA Reno (0) 

COMMUNITY Las Vegas (1) No No No No Merchant Courier 
BANK OF NEVADA Reno (0) Service 

COMSTOCK Las Vegas (5) No No No No Business Manager 
BANK Reno (4) Service 

FIRST REPUBLIC Las Vegas ( 2) No No No Yes 
SAVINGS BANK Reno (0) 

FIRST Las Vegas (6) No Yes No Yes Merchant Courier 
SECURITY BANK Reno (0) Service 

LAS VEGAS Las Vegas ( 1) No Yes No No Merchant Courier 
BUSINESS BANK Reno (0) Service 

NEVADA Las Vegas (17) No Yes Smith's Yes Business Express 
STATE BANK Reno (3) Loan 

NORWEST BANK Las Vegas ( 28) No Yes No Yes 
OF NEVADA Reno (22) 

PIONEER Las Vegas ( 5) No Yes No Cash Management 
CITIZEN Reno (5) Service 

SUN STATE Las Vegas (5) No No No 
BANK Reno (1) 

U.S. BANK OF Las Vegas (16) Yes Yes Albertson's Yes Simply Business 
NEVADA Reno (16) Premium Equity Line 

WELLS FARGO Las Vegas (37) Yes Yes Lucky's Flex-Funded 
BANK Reno (35) Scolari's Equipment 

Line of Credit 
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ing the homemade cookies brought in by 
the business development officer. Today, 
banks can exploit any and all techniques 
to the lure money needed to fund loans. 
The best customers get highly personal
ized banking treatment and as an ice 
breaker, the cookies work well, too. 

Banks are selective as they endeavor 
to balance inherent strengths against cus
tomer expectations. Loyal customers are 
the reward of marketing plans that 
demonstrate this balance. Customers 
who know their bank can meet all their 
needs are satisfied and send referrals to 
the branch. The key to successful bank 
marketing is "one customer at a time," 
says Becknell, "a nice steady pace." Not 
too fast and not too slow. 

"Banking customers are searching for 
the same things they seek in other areas 
of their lives - value and convenience," 
says Joseph Stiglich, head of Wells 
Fargo's retailing banking unit. The mar
ket is a highly competitive environment 
filled with tough and energetic staff. Low 
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overhead, economies of scale and large 
advertising budgets are the current threat. 
Banks that try to be all things to all peo
ple will not survive. 

The Future 
"Electronic banking is the opposite 

from where we want to go," said Bruce 
Hendricks, president of American Bank 
of Commerce, whose market is the 
small- to medium-size business and pro
fessional community. "Businesses want 
one-on-one," he said. 

Momentum is growing for a cashless 
society. Uncle Sam has pledged aban-

donment of paper checks for electronic 
funds transfers , and Mondex cards, 
stashed with cash in a computer chip are 
set to make a public appearance by rnid-
1998. The card, which carries an embed
ded computer chip to store the electrnic 
equivalent of cash, has no need for online 
connection; it simply inserts into a termi
nal that deducts the value of purchases 
from the cash account chip. The card, by 
Mondex USA, has successfully trans
ferred cash in a pilot program with 700 
employees of Wells Fargo Bank in San 
Francisco, Calif. , since August 1995. 
Mondex plans to become the standard in 
worldwide electronic cash. Banks that 
follow the lead may find themselves tak
ing the smart card to the bank, offering 
customers an easy means to pay for 
telephones and parking meters, garag@S, 
and store purchases. 

So the choices are there for you. 
You need only determine whether the 
protocol is the handshake, or the hand
shake the protocol. ' • 

MAKE US YOUR ONE STOP SHOP 
FOR ALL OF YOUR 

MAIL PROCESSING NEEDS 

~ Computer Services - Data Entry - Conversion 
c.- Merge Purge Duplication Elimination 
~ Lists (Local, National, Regional) 
~ Business , Residential, Property and Political 
~ Postal Preparation and Presort Discounting 
~ Address Standardization Zip +4 and Carrier Route 
~ Laser Personalization- Letters - Cards - Statements 
c.- Address ing- Ink Jet- Cheshire-Pressure 
c.- Intelligent Inserting- 9 by U Jumbo 
~ Bursting - Folding- Tabbing- Collating 

QEJSsl-leL/® 
SI../S'T"erT7S 

4395 S. Polaris Ave. • Las Vegas, Nevada 89103-4152 
Phone: (702) 798-7999 • Fax: (702) 798-5502 



M a k e S m a r t I n v e s t i n g S i m p I e . sM 

We can help you 

Robert Young 
Park Branch 

":NlJlJ "1'-.u-.tlir.."'nt •• 
Las Vegas, NV 89109 

7021796-5936 

develop a 

rt 
investment plan 

Geoffrey Vanderpal 
Maryland Branch 

'4','t'L~."r'r«<tnnrt.l? 1 tn9)· 

Las Vegas, NV 89119 
7021734-1839 

Rozella Richins 
Lakes Branch 

R701 W Sahara Ave. 
Las Vegas, NV 89117 

7021228-2511 

james Small 
Summerlin Branch 

'' l«t: N . R::arnl);trt Blvd. 
Las Vegas, NV 89128 

7021363-0707 

Glenn Wheelock 
jones Branch 

4065 S. Iones Blvd. 
Las Vegas, NV 89 103 

7011364-206 1 

Now choosing the right investments 'or co ege cr. 

retirement doesn't have to be a diffict.. process.,-

ASK CITr 
call or come in. As experienced regiSCere<: 

Investment Consultants. we can offer you 

the help you need to develop an investment 

plan that's smart. simple and personal. It's free and 

there's no obligation. Citicorp Investment Services offers 

you a wide range of investment products and services 

to help meet your goals. You can choose from mutual 

funds. tax advantaged annuities. unit investment trusts. 

stocks, and bonds. What's more, you can stay in touch 

with your investments 24 hours a day by phone. at an 

ATM. or by PC. Getting started is easy. Call one of the 

Investment Consultants above or visit your local 

Citibank branch. 

THE CITI 

Securities transactons are through Citicorp Investment Services. member NASD/SIPC. a licensed insurance agency in NY and 
CA and sibsidiary of Citibank NA For more 1nfonmation about any mutual funds. ask for a prospectus. Please read it carefully 
before investing or sending mooey. © 1997 Cit1corp Investment Services. 

INVESTMENT PRODUCTS 
• NOT FDIC INSURED 
• NO BANK GUARANTEE 
• MAY LOSE VALUE 



EXECUTIVE PROFILE 

Michael V. Shustek 
by Kathleen Foley 

Michael V. Shustek, chief executive 
officer of The Del Mar Group of 
Companies, has set some impressive 
short-term goals. He and a group of local 
businessmen are setting up a new bank 
which he predicts will be the largest bank 
in the state of Nevada. "Our bank will 
have more deposits at the end of nine 
months than any other bank in the state," 
he says. He is also involved in putting 
together a real estate investment trust 
which he estimates will soon become one 
of the largest REIT's in the state. His 
third goal is to open a branch of Del Mar 
Mortgage, Inc. in Phoenix later this year. 
Shustek employs over 100 people in ten 
real estate-related companies, and is a 
nominee for 1997 Small Business Person 
of the Year. His goals and achievements 
are especially impressive since, six years 
ago, Shustek was close to being broke 
and homeless, and he now expects to 
reach his goals before the age of 40. 

Shustek moved to Las Vegas from the 
San Diego area in 1980 and worked four 
years as a craps dealer. In 1991 he became 
a licensed real estate broker and began 
purchasing and selling distressed residen
tial properties. On a shoestring budget, he 
founded Del Mar Mortgage, Inc./Shustek 
Investments the same year to search out 
and develop investment opportunities in 
real estate title deeds. He attended UNLV, 
earning a degree in 1993 in business 

_administration with an emphasis on 
fmance and real estate. He also holds a 
license as a general contractor. 

"When I started in real estate invest
ing," says Shustek, "I found I needed var
ious real estate-related support business
es, so I created my own support systems. 
I was determined to offer the best possi
ble service, and the best way I knew to do 
that was by opening my own companies 
and choosing associates who had similar 
philosophies about service." 
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Michael V. Shustek, 
chir:;f executive ojfice1; 

Del Mar Group of Companies 

Shustek is now at the helm of a net
work of businesses, including Del Mar 
Mortgage, Del Mar Realty, Del Mar 
Homes, Shustek Investments, Inc., 
Disbursement Management, Inc., Fore
closures of Nevada, Inc. and 4 Sale By 
Builder. "These companies are intercon
nected to provide the most benefit to our 
clients," states Shustek. "Each company is 
a stepping stone to help our clients reach 
their ultimate real estate or financial goals. 
We can handle all aspects of real estate 
transactions. If anything goes wrong, we 
have the risks and costs covered." Shustek 
estimates that his companies will do half a 
billion dollars worth of business in 1997. 

According to Shustek, Del Mar 
Mortgage generates $23 million per 
month in construction and development 
loans, usually backed up by first trust 
deeds. It loaned more than $200 million 
for construction in 1996. Most of Del 

Mar's funding comes from individuals 
who invest from $5,000 to $10 million. 
Del Mar Mortgage has approximately 
1,500 clients in 42 states and in four 
countries. Shustek credits Del Mar's suc
cess to its policy of taking care of 
investors. It pays them on the first day of 
every month instead of waiting for funds 
to be received from borrowers. And, 
should an emergency arise in which a De1 
Mar investor must exit his trust deed ~ 

note, the company will repurchase it 
within 48 hours of written notification, 
up to $ 100,000 with no penalty fees. 

"We lessen our risk at the beginning of 
the process," says Shustek, "by taking 
only the top 10 or 12loan applications out 
of the 300 we receive each month. And 
we're very trict about collecting money 
from borrowers. After all, I'm the repre
sentative of all these investors, and it 's my 
job to protect their money. Once 24 hours 
have pas ed from the first of the month, 
notification is given to the borrower of the 
payment due. If needed, legal proceedings 
are tarted to protect the property and 
intere . Even if a borrower should fail, 
Del . 1ar· inv tor will not." Investing 
clien are protected by Foreclosures of 

e ada Inc .. wbi b waives all foreclosure 
fees to inv o . Founded by Shustek in 
1993. Foree! of evada is now the 
second la.rgesr foreclosure company in 
Southern . -e\-ada 

Sbuste · the importance of giv-
ing bac • to the community. He has estab
lished two - larship in the College of 

Economics at UNLV for 
VUA~...,·w"g :areers in real estate. 

- ro • fLY the salary he 
hing real estate-related 

Dn · ion of Continuing 
es he supports 20 

luding several local 
d Boys and Girls 

• 



SPEAKING FOR NEVADA 

Banking in Nevada -A regulatory perspective 
by Scott Walshaw, Commissioner, Financial Institutions Divisions, State of Nevada 

To say that the banking environment in 
Nevada is undergoing a profound change 
would be an understatement. Probably 
not since the 1930's has there been 
greater changes occurring in Nevada's 
financial services industry. However 
mergers, acquisitions, name changes, and 
new institutions seemingly springing up 
overnight are the manifestations of this 
change, rather than bank failures which 
spurred change during the 1930's. 

To understand what has been happen
ing, one first needs to understand the 
changes in decades old banking laws, 
many of which date to the 1930's. They 
have facilitated what is presently happen
ing in the financial services industry. 

Regulatory Changes 
During the early 1980's, economic 

conditions motivated the so-called 
"deregulation" of insured depository 
institutions, resulting in the first steps 
towards today's interstate banking envi
ronment. Due to a variety of factors , the 
1980's saw the largest failure of deposi
tory institutions since the 1930's. In an 
effort to minimize the disruption and 
costs associated with government closure 
and liquidation of an institution, federal 
and state legislation was enacted that 
would permit acquisition of failing insti
tutions by out of state depository institu
tions or their parent holding companies. 

Using this approach, many of the largest 
depository institutions began to acquire 
troubled institutions as a means of gaining 
access to markets formerly denied them 
by statute. These acquisitions occurred on 
a regjonal as well :1s n :Jtiflnal bllsi'>. , 

depending on the acquiring institution's 
desire to create a regional market presence 
or to diversify nationally into markets with 
prospective growth potential. 

Scott Walshaw 

Fortunately, very few Nevada institu
tions failed during this period, which lim
ited out of state entry into the Nevada 
market via the means of acquiring a trou
bled institution. However, the general 
increase in interstate operations national
ly put pressure on the states to individu
ally enact legislation to enable interstate 
acquisitions of "healthy" institutions 
(federal law deferred the question of 
whether or not interstate banking would 
be implemented to the states). 

Accordingly, in 1985 the Nevada legis
lature enacted landmark legislation which 
would "phase-in" unlimited interstate 
banking over a five year period. Initially, 
interstate acquisitions were limited to 
institutions located in a nine state western 
region provided that the particular state in 
which the acquiring entity was located had 
enacted reciprocal legislation that perrnit
t.f"J! 'G. ~~.Hu!..~ ~'U'._R...~ ;Rr.i6.~~t~ar;J. \'V TifllA\..- W1 

similar acquisition in that state. At the end 
of the five year period the restrictive pro
visions would be eliminated, enabling a 
Nevada institution to be acquired by an 

institution or its holding company located 
anywhere in the United States. 

The legislative intent of this phase-in 
of unrestricted interstate banking was to 
enable Nevada's existing banks to adjust 
to this new competitive environment. 
Although some acquisitions occurred in 
the five year phase-in period, it was · 90t 
until the early 1990's that acquisitions in 
Nevada accelerated. This resulted in 
approximately 90 percent of Nevada's 
bank deposits being held by out of 
state interests. 

Notwithstanding the implementation 
of unrestricted interstate banking by most 
states, pressure was building to change 
federal statutes to enable firms now oper
ating in multiple states to create a system 
of branches across state lines, as opposed 
to the operation of individual banks on a 
state-by- state basis. 

This led to the enactment of federal 
legislation addressing this issue in 1994. 
This legislation implemented unrestrict
ed interstate banking nationwide and, by 
July 1997, would create the option of 
interstate branching for an institution 
chartered under federal, rather than state 
law-unless an individual state enacted 
legislation specifically "opting-out" of 
interstate branching before that date. 

Based on the provisions of the federal act, 
Nevada's legislature enacted legislation 
"opting-in" to interstate branching. This 
opt-in legislation became effective in 1995 
and is presently resulting in the transforma
tion of branches formerly operated under a 
separate institution headquartered in 
Nevada, to those operated as offices of an 
~J.·-;r .. ,+~J.~u\~J."Yi:J lr.R..·u:~"'i·u.-z.cr'tt.-'l.v0 ~m "'l:liltlt~uc::r ~\Ute. 

Market Impact 
For one to understand Nevada's pre

sent market dynamics, it is necessary to 
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e Deliver 
Dreams that insure success 

Back in 1983, Carol 
Drake dreamed of 
building her own 
insurance agency. 
Thanks to Sun State 
Bank. today she bas a 
beautiful 5,000-square
foot office. 

Carol was looking for 
SBA 504 financing. Her 
accountant referred her 
to Sun State "because 
they like to deal with small businesses. Of all 
the places I contacted, they seemed to be the 
most knowledgeable about the SBA loan 
pl'ogt·am." 

Bank officer Susan Pucciarelli recommended a 
development company and led Drake through 
the loan process . "I was impressed that Sun 
State was so responsive and wi lling to work 
with me as a first-tim e builder." 

How about yo u? Let Sun State Bank be your 
dream delivery service. 

Commet·cia l Loans 
SBA Loans 
Constl'uction/ Real Estate Loans 
Business Loans 
100% Equipment Financing 
Deposit & Payroll Services 
Courier Services 
Plus much, much more 

Great Rates. Personal Service. 
That's Banking Your Way. 

Independent, Nevada Owned. 

702/364-2440 
Main Office: 4240 West Flamingo Road 
Reno Regional Center: 580 East Plumb Lane 
Henderson/Green Valley Office: 4343 East Sunset Road 
Sun City/Summerlin Office: 9454 Del Webb Boulevard 

Boulder City Office: 1027 Nevada Highway 
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Carol Drake and her staff provide "good 
neighbor" service from her State Farm In· 
surance office at the comer of Green Val· 
ley Parkway and Windmill. Call361-0300. 

Member F.D.I.C. 

Business 

Banking 

lour mw 
ince 1982 

note that prior to the 1985 interstate 
banking legislation the state had rela
tively few banks. The market was domi
nated by two institutions controlling 
over 70 percent of the market. 
Obviously, a change in the manner in 
which these institutions conducted busi
ness would have a pronounced impact. 

For example, the decline in the avail
ability of commercial credit during the 
1991 recession was exacerbated by the 
interstate acquisitions which were 
occurring at that time. Other negative 
effects have included the elimination of 
jobs and the disruption associated with 
changes by new ownership. 

However, Nevada consumers have 
benefited from the availability of bank
ing services through extended operating 
hours , convenient locations (such as 
supermarket branches) and innovative 
new product and services offerings. 
These services have been introduced to 
the Nevada market by acquisitions from 
out of state interests. 

The other major development has 
been the dramatic expansion and prof
itability of existing "locally" owned 
banks, and the chartering of successful 
new banks. Nevada's economic growth 
combined with the effects of interstate 
consolidation, has encouraged the 
growth and creation of such banks. As 
these banks continue to grow, they will 
provide increasing competition to the 
banks which currently dominate market
share, and provide more choices for 

evada consumers. 
Have the events facilitated by these 

legislative changes benefited the state 
and its consumers? Given the somewhat 
unique characteristics of evada's econ
omy and the market structure of its 
fiualll:ial s~rv .t c~s iuu ust1y, ·t t i ~ PHJb<ll*--'..._ 

too soon to draw conclusions. More t.ime 
is needed for interstate operators to fu.C_ 
adjust to the Nevada market and for o 
and existing "local" banks to position 
reposition) themselves according! . It 
apparent, however, that the impact 
interstate acquisitions have prob 
been more dramatic in evada 
similar events in other markets. 



COMPANY PROFILE 

Nevada State Bank ... A change in direction 
by Tom Dye 

Nevada State Bank is admired by peers 
for steady growth and profits during an 
era of change in the banking industry. 

But the bank's top executive wants a 
new image. George Hofmann, who 
became president and chief executive 
officer two years ago, says the bank will 
grow faster and become more aggressive 
as the millennium approaches . 

"We are very much in a growth mode," 
Hofmann said. "We service every quad
rant of Las Vegas extremely well , and we 
are poised to take advantage of that." 

The bank has expanded to rural com
munities and add more branches in the 
Reno and Las Vegas areas. It will also 
build a $57 million, 13-story downtown 
headquarters building at Lewis Avenue 
and Fourth Street. 

The new 260,000-square-foot building, 
which is expected to take 18 months to 
construct, will give the bank a strong 
base to expand its business. The bank has 
outgrown its headquarters on Fourth 
Street and has mov~d several divisions to 
outlying branches. 

Initially, the bank will occupy 40,000 
square feet in the new building and will 
lease the remainder. However, Hofmann 
foresees the bank occupying more space 
as it grows. 

The entrance of banking giants such as 
BankAmerica Corp. and Wells Fargo into 
Nevada in the 1990s created an opportu
nity for smaller banks, Hofmann said. He 
believes Nevada State Bank can give cus
tomers a personal touch that larger banks 
sometimes lack. 

The bank increased its outstanding 
loans in Nevada 45 percent last year to 
$275 million. This figure will most like
ly continue to rise because the bank plans 
to become even more aggressive in lend-

George Hofmann 

ing to businesses and other customers, 
Hofmann said. 'The bank's deposits rose 
13 percent to about $520 million, and 
continues to rise . And its profits increased 
7 percent to $7.5 million last year. 

Nevada State Bank made two major 
moves in the 1980s which had an impact 
on its direction. It was purchased by Zions 
Utah Bancorp in 1985, and four years later 
Zions made a deal with Smith 's Food & 
Drug Centers Inc. to place bank branches 
in the company 's supermarkets. 

The Nevada subsidiary has 20 of 27 
branches in supermarkets. The bank
supermarket alliance has worked well, 
and the bank plans to utilize store branch
es to generate more loans , Hofmann said. 

Last year, the bank opened second 
branches in the nearby rural communities 
of Pahrump and Mesquite. Hofmann said 
the trend of larger banks pulling back 
from rural Nevada "opens up banking to 
the bank with a Nevada focus." 

Zions announced plans in March to 
purchase 32 rural Wells Fargo branches, 

including five in Nevada. This will give 
evada National branches in Eureka, 

Fernley, Lovelock, Wells and Tonopah. 
This rate of expansion in the metropol

itan areas of evada is expected to con
tinue. Hofmann said the bank will try to 
add one or two branches a year in the 
Reno-Carson area. 

Planned for this year is the addition of 
two branches in Green Valley and one in 
Las Vegas. One branch will be at the 
Green Valley Parkway-Pebble Road 
intersection (the site for the other Green 
Valley branch has not been announced). 
The Las Vegas branch will be at Martin 
Luther King Boulevard and Craig Road. 

One of the biggest advantages Nevada 
State Bank has over cornpetitq · Zio -
gives subsidiaries the power to make 
lending and other decision without ha\·
ing to check with headquarters. 

But at the same time, evada State Bank 
has the resources of a regional banking 
power with $6 billion in assets. This 
enables the bank to make larger loans than 
other smaller community banks. 

Zions is continuing to expand and soon 
will start operations in Colorado. The 
company, which has a subsidiary in 
Arizona, is looking at other Inter
mountain states, such as Wyoming. 

Zions 's Nevada subsidiary faced criti
cism in February after the Las Vegas 
City Council approved a $5.7 million 
grant to help finance the bank's new 
head-quarters as part of a program to 
revitalize the downtown area and 
encourage businesses to stay. 

Hofmann said the charges from critics 
that the bank is receiving corporate wel
fare are unfounded; the bank will pay 
about $560,000 in taxes to the city annual
ly on land that has not been productive. • 
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TopRank Nevada 
STATEWIDE BOOK OF LISTS 

W elcome to the ftrst year of TopRank Nevada. In order to provide our readers with per
tinent, timely and useful information we have embarked on our statewide book of lists. 

As I'm sure many of you are aware, no other book of its kind has been compiled before. I am 
confident the information we will be presenting to you over the upcoming year will be one of 

the most important reference tools in your library. We are working on over 60 li sts, which are 
representative of the business community in evada. We will be compiling a list of the Top 
40 Under 40, the Top 50 Public & Private Companies, as well as HMOs, PPOs, temporary 
employment agencies, car dealerships, full-service printers , and meeting and convention cen
ters to name a few. In January, we will publish the entire year's li sts in our annual TopRank 
Nevada Statewide Book of Lists. Since thi s is our ftrst year, we hope our readers will take an 
active interest in assisting the research process. We value your comments and suggestions. 
So, if you would like to be considered for inclusion in the lists, or have any suggestions , 

please do not hesitate to contact us at (702) 735-7003 or via e-mail nbj @nevadabusiness.com. 
I hope that with your help we can make TopRank Nevada a success. 

Lisa Maguire, director of research 

Engineering Firms 
Ranked by Number of Nevada Engineers 

~ ,p ~ 

"' ENGINEERING FIRMS PHONE ~ ~ ff %PUBLIC DISCIPLINES z ~ ~ "" ADDRESS ~ .§< .._.ff /PRIVATE 0:: '(; .., 
Post, Buckley, Schuh & Jernigan 263-7275 60 44 82 50/50 Land Development, Swvey, Flood 
901 N. Green Valley Pkwy., Ste. 100, Hndrsn., B9014 Control , Transportation, Water Dist. 

2 Kercheval Engineers 646-3663 57 4 46 90/1 0 Civil, Structural, Surveying, 
333 N. Rancho Drive, Ste. 660, L.V., 89106 Construction Management 

ON THE FOLLOWING PAGES 
Engineering Firms 
Commercial Real Estate Brokers 
Mortgage Companies 
Chambers of Commerce 

UPCOMING LISTS 
Accounting Firms 
Advertising Agencies 
Architectural Firms 
Banks 
Development Companies 
Economic Development Org. 
Law Firms 
Securities Brokerages 
litle Companies 

SENIOR EXECUTIVE 

Todd Kenner 

Robert L. Gilbert 

HEADQUARTERS 
YR. EsT. LOCALLY 

Miami, FL 
1986 

San Diego, CA 
1980 

4 G.C. Wallace, Inc. 363-1200 46 12 151 20/80 Civil, Structural, Traffic, Transport., GPS, James A. Duddleston, PE. Las Vegas, NV 
1555 S. Rainbow Blvd., L.V., 89102 Architect. , Hydro., Wastewater, Survey. 1969 

5 Montgomery Watson 878-8010 30 0 4 WND Civil, Water Resources, Environmental Marc M. Brown Pasadena, CA 
3014 W. Charleston Blvd., L.V. , 89102 1964 

6 Pentacore Engineering 258-0115 25 17 87 WND Civil. Land Surveying, Constr. Aa ., Michael Radojevich Las Vegas, NV 
6763 W. Charleston Blvd ., L.V., 89102 Landscape Architecture, Land Plan · g 1990 

6 Kleinfelder, Inc.** 736-2936 25 0 80 60/40 Environmental, Geotechnical, UBC Ray H. Davis Walnut Crk., CA 
6850 S. Paradise Road, L.V. , 89119 Special Inspections, Materials Testing 1975 

8 Terracon Consultants Western, Inc. 597-9393 18 0 52 15/85 Geotechnical, Environmental Servi<B. - es E. McNutt, P.E. Lenexa, KS 
4343 S. Polaris Ave., L.V. , 89103 Materials, Testing, Water Resources 1993 

8 Harding Lawson Associates 251-5449 18 0 16 50/50 Engineering, Environmental Pe 
.. 

:; Novato, CA 
5145 S. Arville, Ste. A, L.V. , 89118 Water Resources, Regulatory Con; 1991 

8 CH2M Hill 369-6175 18 0 4 60/40 Water, Transportation, Civil, Denver, CO 
2030 East Flamingo Road, Ste. 160, LV, 89119 Environmental 1986 

11 Lumos & Associates, Inc.*** 883-7077 17 9 20 60/40 Civil , Planning, Surveying. :-~= Carson City, NV 
800 E. College Parkway, Carson City, 89706 Testing, Constru · - 1978 

11 Design Engineering Associates 871-9069 17 8 15 20/80 s~ --= --- - Daniel E. Campbell , P.E. Las Vegas, NV 
2900 S. Rancho Drive, L.V. , 89102 1985 

11 Martin & Peltyn, Inc. 248-7000 17 0 Roger M. Peltyn Las Vegas, 
1909 S. Jones Blvd., Ste. A, L.V., 89102 1976 

11 Martin & Martin, Inc. 248-8000 17 0 9 James R. Davis, P E. Los Angeles : 
1901 S. Jones Blvd., Ste. B, L.V. , 89102 1988 

15 Kimley-Horn & Associates 734-5666 16 2 9 SC:>: - ransoortation, Civil, Structural, Steven Mifflin Raleigh, ::: 
1050 East Flamingo Road, Ste. 5-210, L.V., 89119 ng 1991 

16 Mendenhall Smith Wright 367-6725 15 0 12 ral. Consulting Gregg N. Menhenhall, S.E. Las Vegas. 
4620 S. Arville Street, L.V., 89103 1991 

16 Black & Veatch 732-0448 15 0 2 ~ ·ronmental, Transportation, Dana Reel Kansas C 
1900 E. Flamingo Road, Ste. 295, L.V. , 89119 on Management 1983 
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ENGINEERING FIRMS CONTINUED BOOK lusTS 
~ ENGINEERING fiRMS 

"" ADDRESS 

PHONE 
~ # 

,.¢
0 ,f %PUBLIC 

,_;>"' .._<1! /PRIVATE 

DISCIPLINES SENIOR EXECUTIVE 

18 Carter & Burgess, Inc. 798-1007 12 36 60/40 Civil, Mechanical, Electrical, Structural, 
Surveying, Landscape Architecture 
Environmental, Geotechnical, Constr. 
Materials Testing, Special Inspections 

HVAC/Piumbing, Fire Protection 

Laurnal Gubler, P.E. 
2955 E. Sunset Road, Ste. 105, L.V., 89120 

18 Western Technologies, Inc. 798-8050 14 0 58 20/80 Richard C. Stone, P.E. 
3611 W. Tompkins Ave. , L.V., 89103 

18 AE Associates, Inc. 269-6060 14 0 35 30/70 Robert P. Finnegan, P.E. 
444 E. Warm Springs Road, Ste. 112, L.V., 89119 

21 Pyramid Engineers & Land Surveyors, Inc. 329-2540 13 10 
330 Crampton Street. Reno, 89502 

22 Converse Consultants Southwest, Inc. 269-8336 12 14 
731 Pilot Road, Ste. H, L.V., 89108 

22 Poggemeyer Design Group, Inc. 255-8100 12 3 
2601 N. Tenaya Way, L.V., 89128 

24 Hunsaker & Associates, Nevada, Inc. 242-4200 10 11 
401 N. Buffalo Drive, Ste. 100, L.V., 89128 

24 L.R. Nelson Consulting Engineers, Inc. 798-7978 10 5 
3035 E. Patrick Lane, Ste. 9, L.V. , 89120 

26 SEA Consulting Engineers 361 -9050 9 5 
1100 Grier Drive, L.V., 89120 

26 Harris Consulting Engineers 269-1575 9 0 
731 Pilot Road, Ste. L, L.V., 89119 

28 The Keith Companies 263-8206 8 4 
444 E. Warm Springs, Ste.110, L.V. , 89119 

29 FPE Engineering & Planning 827-8833 6 
4600 Kietzke Lane, Bldg. H-182, Reno, 89502 

30 Baughman & Turner 870-8771 5 4 
1210 Hinson Street, L.V., 89102 

30 Southwest Engineering 648-9700 5 
5426 Vegas Drive, L.V. , 89108 

30 Standage & Truitt Engineering, Ltd. 255-2950 5 
6855 W. Charleston Blvd., L.V. , 89117 

30 The WLB Group, Inc. 248-2551 5 
2551 N. Grn. Valley Pkwy., Ste. A425, Hndrsn, 89014 

34 CVL Consultants, Inc. 368-3008 4 5 
4175 Cameron Street, Ste. A, L.V., 89103 

34 SHA Engineers 247-6003 4 4 
3089 S. Valley View Blvd. , L.V. , 89102 

3d Dwyer Engineering 254-2200 4 4 
7310 Smoke Ranch Road, L.V. , 89128 

34 Summit Engineering Corp. 252-3236 4 2 
3684 S. Highland Drive, L.V., 89103 

34 Dinter Engineering Company 826-7044 4 0 
385 Gentry Way, Reno, 89502 

34 Buena Engineers, a division of Geofon, Inc. 227-1944 4 0 
3021 S. Valley View Blvd ., Ste. 110, L.V. , 89102 

34 Morris Engineering 873-9440 4 0 
3711 Regulus Ave., L.V., 89102 

34 Ninyo & Moore Geotechnical 433-0330 4 0 
3155 East Patrick Lane, Ste. 12, L.V. , 89120 

42 Engineers & Surveyors, Inc. 248-6415 3 2 
7548 W. Sahara Ave., LV., 89117 

42 CRS Consulting Engineers of Nevada, Inc. 737-3407 3 0 
4290 S. Maryland Parkway, L.V. , 89119 

42 Dames & Moore 796-7800 3 0 
4220 S. Maryland Parkway, Ste. 108, L.V., 89119 
Cella Barr Associates, Inc. 893-7779 0 
1771 E. Flamingo Road, Ste. 10313, L.V. , 89121 

45 Kraemer Engineering Company, Inc. 362-4992 2 3 
3111 S. Valley View Blvd., Ste.l-105, L.V., 89102 

45 P.L. Knott Engineering, Ltd. 870-3778 2 
4820 Alpine Place, Ste. H-101, L.V., 89102 

6 30/70 Civil , Environmental, Land Planning, Tom Gribbin 
Land Surveying 

23 65/35 Geotechnical, Construction Mngmt., Algirdas Leskys 
Environmental, Soils & Materials Testing 

26 80/20 Civil, Structural, Landscape Architecture, Larry V. Carroll 
Surveying 

12 5/95 Planning, Land Development Design, Larry Bross 
Surveying 

13 100/0 Civil, Structural, Land Surveying Larry R. Nelson, P.E. 

26 40/60 Civil, Construction Mngmnt., Materials Richard Arden, P. E, L.S. 
Testing, Surveying, Planning, Geotech. 

12 60/40 HVAC/Piumbing, Electrical Tom Harris, P.E. 

29 25/75 Engineering, Surveying, Planning, Water William Wheeler, P.E. 
Resources 

5 • 30/70 Civil , Land Planning Harlan F. Fricke 

6 20/80 Civil, Land Surveying, Mining, Water Stephen F. Turner 
Rights Survey 

10 0/100 Civil, Land Surveying Mark E. Jones 

5 0/100 Land Development, Survey, Highway Michael J. Crehan, P.E. 

12 50/50 Civil, Surveying, Landscape A. Nelson Stone II, P.E. 
Architecture, Constr. Inspection/ Admin. 

13 10/90 Land Development, Water Resources, Darren Bench, P.E. 
Construction Survey, Municipal Projects 

6 10/90 Civil, Structural, Surveying Stan Hansen 

2 0/100 Civil, Land Surveying David Dwyer 

21 WND Civil , Surveying, Geotech. , Environmntl. , Sean Asgarian, P.E. 
Materials Testing & Inspections 

7 63/37 Airfield Electrical Systems, Mechanical Eric C. Lovejoy, P.E. 
Systms, Plumbing Systms, Other Electr. 

6 20/80 Geotechnical, Environmental, Constr. Raymond E. Brannen 
Inspection & Materials Testing 

3 2/98 Electrical William R. Morris, P. E. 

2 50/50 Goetechnical, Environmental, Materials Bruce D. Bowman 
Testing, Constr. Observation & Testing 

28 10/90 Civil, Surveying Kathy Smith 

5 20/80 Site, Storm Drainage, Land Planning, David D. Wilson 
Water/Sewer Systems 

5 80/20 Civil, Traffic, Remediation, Geoscience P. Dean Hargis 

40/60 Civil, Land Planning, Landscape Archit., Steve Hefner 
Park Planning/Design, Surveying 

5/95 Civil, Land Planning, Consulting, Land Ralph L. Kraemer, P.E. 
Surveying, Construction Stakeout 

6 80/20 Civil, Land Surveying, Structural Design, Peggy L. Knott 
Bridge Design 

HEADQUARTERS 

YR. EsT. LOCALLY 

Fort Worth, TX 
1979 

Phoenix, AZ 
1980 

Greeley, CO 
1987 

Reno, NV 
1978 

Monrovia, CA 
1969 

Las Vegas, NV 
1982 

Irvine, CA 
1992 

Las Vegas, NV 
1987 

Sparks, NV 
1971 

Las Vegas, NV 
1983 

Costa Mesa, CA 
1988 • 

Reno, NV 
1986 

Las Vegas, NV 
1971 

WND 
1985 

Mesa, AZ 
1990 

Tucson, AZ 
1987 

Phoenix, Al 

~ ·=s=s 
· gg: 

Las Vegas, NV 
1994 

Reno, NV 
1978 

Reno, NV 
1961 

Diamond Bar, CA 
1995 

Las Vegas, NV 
1991 

San Diego, CA 
1996 

Las Vegas, NV 
1983 

Las Vegas, NV 
1987 

Los Angeles, CA 
1988 

Tucson , AZ 
1991 

Las Vegas, NV 
1962 

Las Vegas, NV 
1988 

• FPE has three planners included with technicians . .. Kleinfelder, Inc. is also located in Reno, information provided combines both locations. • .. Lumos & Associates is also located in Reno 
and Fallon. WND=Would not disclose. 
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BOOK lusTS 
Commercial Real Estate Companies 

Ranked by Commercial Volume Sold and Leased 
I 1996 II 1995 

TOTAL COMM I "' COMPANY NAME PHONE PROPERTY PROPERTY TOTAL (OMM PROPERTY PROPERTY 
2 .. ADDRESS SOLD LEASED VALUE SOLD LEASED VALUE 
"" 

Americana Commercial Group Realtors 796-8888 $221,385,724 $94,879,596 $316,265,320 $202,069,706 $95,091 ,625 $297,161,331 
3790 Paradise Road, Ste. 250, Las Vegas, NV 89109 

2 CB Commercial Real Estate Group, Inc. 369-4860 132,000,000 125,000,000 257,000,000 133,000,000 104,000,000 237,000,000 
1900 E. Flamingo Rd., Ste. 180, L.V., NV 89119 

3 Bill Hammons & Associates 435-7011 167,000,000 4,000,000 171 ,000,000 126,000,000 3,500,000 129,500,000 
4409 S. Pecos Road, L.V. , NV 89121 

4 Stuart Mixer Commercial-Oncor International 735-5700 61,803,500 59,042,233 120,845,733 32 ,318,800 9,264,861 41,583,661 
3800 Howard Hughes Pkwy, Ste. 1220, L.V., NV 89109 

5 Encore Realty & Commercial, Inc. 242-4000 WND WND 112,000,000 WND WND 78,000,000 
8100 West Sahara Ave. , L.V., NV 89117 

6 R.O.I. Commercial Real Estate Inc. 363 -3100 38,500,000 67,500,000 103,000,000 29,300,000 41,700,000 72 ,000,000 
7320 Smoke Ranch , Ste. C, L.V. , NV 89128 

7 Realty Holdings Group 384-4488 5,000,000 90,000,000 95,000,000 2,000,000 70,000,000 72,000,000 
340 Lewis Ave. L.V. , NV 89101 

8 Sul livan & Knott, Inc. 648-6000 36,500,000 13,000,000 49,500,000 32 ,000,000 1,000,000 33 ,000,000 
3753 Howard Hughes Parkway, L.V., NV 89109 

9 Industrial Property Group Inc. 547-1110 WND WND 41,565,000 WND WND 20,000,000 
4495 South Pecos Road , L.V., NV 89121 

10 Grubb & Ellis/ Nevada Commercial Group 786-6622 14,000,000 21,000,000 35 ,000,000 WND WND WNp 
1755 E. Plumb Lane, Ste. 167, Reno, NV 89502 

11 USA Commercial Real Estate Group 734-2400 34,000,000 WND 34,000,000 27,000,000 WND 27,000,000 
3900 Paradise Road , Ste. 263 , L.V. , NV 89109 

12 Terra West Realty & Development 362-8774 19,789,420 10,213,41 1 30,002 ,831 WND WND WND 
2685 S. Rainbow Blvd. , Ste. 212, L.V., NV 89102 

13 First Commercial Real Estate Service 798-9988 22 ,000,000 4,000,000 26,000,000 34,000,000 16,000,000 50,000,000 
4427 S. Polaris Ave. , L.V. , NV 89103 

14 Premier Properties of Las Vegas 431-2110 12,000,000 13,500,000 25,500,000 6,000,000 9,000,000 15,000 
2775 S. Nellis, Ste. 7, L.V., NV 89121 

15 Investment Equity 871-4545 WND WND 25,000,000 WND WND 20,00: 
4270 S. Decatur, Ste. 18, L.V., NV 89103 

16 Mack Realty Corporation 736-7099 7,500,000 8,300,000 15,800,000 10,600,000 7,800,000 18, 
4800 S. Maryland Parkway, L.V. , NV 89119 

17 Cambridge Group Ltd. 795-7900 WND WND 10,350,000 WND WND 
5160 S. Eastern Ave. , Ste. A. L.V., NV 89119 

18 Commercial Property Services 825-2226 6,325,300 3,039,880 9,365.180 4,076,666 3,331 ,640 7,408,306 

955 West Moana Lane, Reno, NV 89509 

19 Icon Real Estate Services, Inc. 362-5100 8,000,000 WND 8,000.000 WND WND WND 

2625 S. Rainbow, Ste. D-106, L.V. , NV 89102 

20 Familian Realty Group 227-9267 5,000,000 600,000 5,600.000 2,500,000 300,000 2,800,000 

3021 S. Valley View Blvd., Ste. 112, L.V., NV 89102 

21 Marcus & Millichap 693-5800 2,950,000 n/a 2.950.000 2.064,565,694 n/a 2,064,565,694 
3930 Howard Hughes Pkwy, Ste. 250, L.V., NV 89109 

22 Daryl E. Drake Commercial Real Estate Service 322-4044 WND WND WND WND WND 

1885 S. Arlington Ave. , Ste. 207, Reno, NV 89509 

22 Industrial Properties of Nevada 324-3100 WND WND WND WND WND 

295 Holcomb Ave., Ste. 4, Reno, NV 89502 

22 The Ribeiro Corp. 798-1133 WND WND WND WND 
195 E. Reno Ave., L.V., NV 89119 

22 Thomas Clark Real Estate 825-1178 WND WND WND WND 
6490 S. McCarran Blvd., Bldg. E, Reno, NV 89509 

TopRank Nevada • STATEWIDE BOOK OF 



oooKiusrs 
Commercial Real Estate Companies 

HEADQUARTERS 

YEAR EsT. 

Hightstown. NJ 
1979 

Los Angeles, CA 
1987 

Las Vegas, NV 
1987 

Las Vegas, NV 
1994 

Las Vegas, NV 
1993 

Las Vegas, NV 
1992 

Las Vegas, NV 
1978 

Las Vegas, NV 
1994 

l as Vegas,NV 
1994 

Reno, NV 
1995 

Las Vegas 
1987 

Las Vegas, NV 
1989 

Las Vegas, NV 
1990 

Las Vegas, NV 
1992 

las Vegas, NV 
1984 

Las Vegas, NV 
1974 

Las Vegas, NV 
1987 

Reno. NV 
1986 

Las Vegas, NV 
1994 

Las Vegas, NV 
1994 

Palo Alto, CA 
1971 

Reno 
1993 

Reno, NV 
1994 

Las Vegas, NV 
1962 

Reno, NV 
1977 

Ranked by Commercial Volume Sold and Leased 
SENIOR EXECUTIVE 

No. LOCAL BROKERS 

Mark Stark 
40 

John Records 
19 

Bill Hammons 
9 

Jim Stuart 
16 

Randel Aleman 
12 

M.E. Gleason, Jr./D. Adamson 
9 

Keith W. Bassett 
8 

John J. Knott, II 
7 

Dean Willmore 
9 

John Pinjuv 
5 

Tom Hantges 
3 

Bernie Chippoletti, CCIM 
WND 

K. Buckley I M. Mines 
5 

Brandt W. Boatwright 
1 

David Inman 
4 

Charlie Mack, CCIM 
3 

John Lomeo 
5 

Sheila Colfer 
4 

William A. Gayler 
2 

Bruce Familian 
3 

Perry A. White 
10 

Drayl Drake 
1 

Mark Glenn 
1 

Johnny Ribeiro 
9 

Tom Clark 
2 

LEASING SERVICES SALES SERVICES 

Retail, Office, Industrial Land , Ofc. Bldgs., Shopping Ctrs, 
Apts., Ind. Properties, Businesses 

Office, Industrial, Retail Investment Properties, Apartments 

Retail, Industrial, Office, Land Vacant Land , Investment Poperties 
Leases 

Retail , Office, Industrial Land, Investment 

Research & Demographics, Tenant Land, Comm., Ind., Investments & 

& Landlord Reps. , Site Search Exchanges, Auctions, Dev. Serv. 

Shopping Center, Restaurants, Aquisition , Income Properties, 
Land, Surplus Properties Disposition, Surplus Properties 

Retail, Office, Industrial Land, Retai l, Office, Industrial, 
Apartments 

Property Marketing, Tenant Rep. , Acquisition. Disposition, Valuation, 
Build-to-Suit, Financial Analysis Value Enhancement 

Tenant Rep, lease Documentation, Buyer Representation, Purchase 
Proposals & Negotiation Agreement Preparation 

Office, Industrial, Retail, Landlord Sellers & Buyers Representation 
& Tenant Reps, Consulting 

WND WND 

Office, Retail, Industrial Land , Investment Building. 
Partnerships 

Office/Industrial Tenant Commercial Use I Investment 
Representation. Lease Analysis Acquisition. Special Liquidation 

Shopping Center Leasing, Retail Acquisition, Disposition 
Brokerage, Market Research 

WND WND 

Tenant Represenation, Office, Buyer Representation, Land, Retail , 
Industrial, Retail Office, Industrial 

WND WND 

Retail , Office, Industrial , Tenant Commercial/Investment, Land , 
Representation Build to Suit 

None Land. Syndication, Multi-family 

WND WND 

WND Shopping Ctrs., Ofc. Bldgs. , Apts, 
Land, Industrial Bldgs .• Sr. Housing 

Professional Offices, Industrial Development Sites, Commercial 
Space, Retai l Space Properties, Industrial, Multi-family 

Manufacturing. Distribution, Industrial Buildings, Land, 
Service, Office Investments 

WND WND 

WND WND 

WND=Would not disclose. 
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OTHER SERVICES 

Property Mgmt., Consulting, Expert 
Witness, Tenant Rep, Financial 

Property Management, Appraisals, 
Corporate Services 

Planning, Private Lending 

Property Management 

Counseling, International Contact 
Service 

Tenant Representation, 
Development Services, Counseling 

Property Management 

Strategic Planning, Project Mgmt., 
Dev. Consulting, Market Research 

Market Reports, Comprehensive 
Database, All Marketing Services 

Property Management, 
Development Consulting 

WND 

Developing, General Contracting, 
Financing, Property Mgmt. 

Development Consultant, Market 
Proforma Analysis 

Developer Consulting 

WND 

Medical, Resort, Senior. Lease/ 
Investment Analysis/Consultation 

WND 

Consulting, Commercial Real Estate 
Locator (CREL) 

Consulting 

WND 

WND 

Consulting - Market & Site 
Analysis 

Subleasing, Relocations. 
Consulting, Build to Suit 

WND 

WND 



BOOK lUSTS 
Mortgage Companies 
Ranked by 1998 Lending Volume 

1996 LENDING VOLUME PROCESS 
"" MO RTGAGE COMPANIES PHONE TOTAL COMMERCIAL RESIDENTIAL TIME LOAN RANGE z .. 

ADDRESS (DAYS) "" 
Weyerhaeuser Mortgage Company 737-7133 $511 ,241,005 
2080 E. Flamingo Road, Suite 400, Las Vegas, NV 89119 

$511,241,005 22 Up to $100,000,000 

2 lnterWest Mortgage 827-7230 241 ,596,000 $49,100,000 192,496,000 7 45,000 to 2,900,000** 
2330 S. Virginia Street, Reno, NV 89510 

3 Stanwell Mortgage, Inc. 688-3250 190,000,000 190,000,000 21 30,000 to 650,000 
41755 East Plumb Lane, Suite 251, Reno, NV 89502 

4 Chase Manhattan Mortgage Corp. 878-2626 180,000,000 180,000,000 30 20,000 to 1,500,000 
2810 West Charleston, Suite F-58, Las Vegas, NV 89102 

5 MLSG Home Loans• 824-2800 150,000,000 150,000,000 2 10,000 to 3,000,000 
5190 Neil Road, Suite 200, Reno, NV 89502 

6 Commercial Financial Services 737-1822 85,000,000 85,000,000 45 500,000 to 20,000,000 
1700 E. Desert Inn Road, Suite 416, Las Vegas, NV 89109 

7 City Mortgage Corporation 367-8082 80,000,000 20,000,000 60,000,000 14-30 5,000 to 1,000,000 
3901 Meadows Lane, Las Vegas, NV 89107 

8 CTX Mortgage Company 829-8555 75,000,000 75,000,000 9 100,000 to 400,000 
6121 Lakeside Drive, Suite 110, Reno, NV 89511 

9 Westain Financial Mortgage•••• 828-3088 62,941 ,741 62 ,941 ,741 2 50,000 to 1,000,000 . 
6490 S. McCarran Blvd., Suite 28, Reno, NV 89509 

10 Countrywide Home Loans, Inc. 871-3669 60,000,000 60,000,000 10-14 30,000 to 1,000,000 
2650 S. Decatur Avenue, Suite A-3, Las Vegas, NV 89102 

11 Beverly Flills Funding* 876-6066 50,000,000 5,000,000 45,000,000 30 25,000 to 15,000,000 
3651 S. Lindell Road, Suite A-2, Las Vegas, NV 89103 

12 Beneficial Mortgage Co. of Nev. 737-1500 45,000,000 45,000,000 1-2 20,000 to 350,000 
1771 F Fl~mingn Rn~rl . SuitP. 1168. Las Vegas. NV 89117 

13 Cetus Mortgage, Ltd. 689-8222 42 ,000,000 42,000,000 21 20,000 to 
6121 Lakeside Drive, Suite 210, Reno, NV 89511 

14 Guild Mortgage Company 360-8600 40,000,000 40,000,000 10 20,000 to 1,500,000 
9500 Hillwood Drive, Las Vegas, NV 89107 

15 T.D.M. Company 795-0774 36,370,000 36,370,000 4-30 20,000 to 1,000,000 
2225-A Renaissance Drive, Las Vegas, NV 89119 

16 Keystone Capital Group 792-3700 36,000,000 36,000,000 90 2,000,000 to 40,000,00C 
3773 Howard Hughes Pkwy., Ste. 590N, L.V., NV 89109 

17 Nevada State Development Corp. • •• 323-3625 25,466,000 25,466,000 90-120 50,000 to 1,000,())) 
350 South Center Street, Suite 310, Reno, NV 89501 

18 Mellon Mortgage Company 222-3852 20,000,000 20,000,000 15-30 25,000 to 5,000,00C 
2300 W. Sahara Avenue, 2nd Floor, Las Vegas, NV 89102 

19 First Security Bank 828-1511 9,386,348 9,386,348 30 1 ,OOO,COO-
209 E. Mound Lane, Suite 4, Reno, NV 89502 

20 Diversified Equities Group, Inc. 368-7778 4,290,000 4,290,000 7 100,000 to 1,000,00C 
3885 S. Decatur Blvd., Suite 1050, Las Vegas, NV 89103 

21 Consolidated Mortgage Corporation 739-9090 110,000 30,000 80,000 21 10,000 to 8,500,000 
2381 Renaissance Drive, Suite C, Las Vegas, NV 89119 

22 Lakeview Mortgage 825-4545 WND WND WND 16-20 10,000 to 1,000,00C 
3670 Grant Drive, Suite 105, Reno, NV 89509 
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BDDKILISTS 
Mortgage Companies 
Ranked by 1998 Lending Volume 

SENIOR YEAR COMMERCIAL RESIDENTIAL BANKER BROKER LENDER PRODUCT TYPE 

EXECUTIVE EST. 

Rick Piette 1955 • • Conventional, Government. B-C 

Richard L. Martucci 1983 • • • Conventional, FHA, VA, Commercial & Residential Construction, 
Jumbo 

Sean Corrigan 1944 FHA, VA, Jumbo, B & C, No documents, ENMA/ FHLMC 

Sharon K. Winter 1979 Conventional Fixed, FHA, VA, State, Private Investors, Arms 

Edward A. Goormastic 1995 First & Second Mortgage, Home Equity Lines, Title/ Home 
Improvement, Construction to Permanent, Jumbo's/ B Paper 

David L. Cowell 1991 Apartments, Retail , Mobile Home Parks, Industrial & Mini 
Storage, Office, Motel & Hotel 

Paul Grady 1990 Conventional, FHA, VA, Commercial, Land , Private 

Greg Shanklin 1972 FHA, VA, Jumbo, Convent, Arms 

Thomas Powell 1979 All residential mortgage products 1-4 units 

April Roundtree 1991 Fixed, Arms, Balloons, Equity, Premier A Paper, B/C Paper 

Michael Thurston 1997 Residential, Commercial 

Dennis Irvin 1956 • Alternative Residential Lending 

Marcie Benvin 1987 Conventional, Jumbo, Construction, Non-conforming, Portfolio, 
Private Money 

Bruce D. Martin 1991 Conventional, FHA, VA, Jumbo, Land 

Anita M. Krikes 1994 Conventional, VA, 2nd T.D's, A thru D Paper, FMHA 

Keith D. Russell 1996 Apartments, Office Buildings, Mobile Home Parks, Industrial 
Buildin_g, Shoppin_g Centers, Self stora_ge Complexes 

Bobbi Bennett 1983 • SBA 504, Small Business Expansion, Export Financing 

Billie Gugino 1994 Conventional, Jumbo, Governmental, FHA, VA, No documents 

Dennis Harms 1993 Term, Investment 1-4 family, Jumbo, Construction 

John R. Collins 1980 Raw Land 

Jerilyn Clayton 1977 • • • A&D, Construction, Home lmprovement/2nds, Land, Bridge, 
Commercial 

Christine Peterson 1996 • • • 36-20-15-year fixed, Construction, Jumbo, Refinanced, FHA, 
VA, B,C & D Credit 

• Shows nationwide lending volume. • • Combines residential and commercial for average loan size. • • • Nevada State Development is an SBA mortgage lender. 
•••• Formerly The Hammond Company. WND=Would not disclose. 
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BOOK lusTS 
Chambers of Commerce 

Ranked by Membership 
~ CHAMBER 

o:: ADDRESS 
PHONE No. OF 

NUMBER MEMBERS 

Las Vegas Chamber 735-2450 4,500 
711 East Desert Inn Road, Las Vegas, NV 89109 

2 Greater Reno-Sparks Chamber 686-3030 2,000 
405 Marsh Avenue, Reno, NV 89509 

3 Carson City Area Chamber 882-1565 1,000 
1900 S. Carson Street, Carson City, NV 89701 

4 Henderson Nevada Chamber 565-8951 750 
590 S. Boulder Hwy., Henderson, NV 89015 

5 Tahoe-Douglas Chamber 588-4591 640 
P.O. Box 7139, Lake Tahoe, NV 89449 

6 Latin Chamber of Commerce 385-7367 500 
829 S. Sixth Street, Las Vegas, NV 89101 

7 North Las Vegas Chamber 642-9595 450 
2035 E. Lake Mead Blvd., N.L.V., NV 89030 

8 Elko Chamber 738-7135 425 
1601 Idaho Street, Elko, NV 89801 

9 Incline Village/Crystal Bay Chamber 831 -4440 420 
969 Tahoe Blvd., Incline Vil lage, NV 89451 

10 Carson Valley Ch. & Vis. Auth. 782 -8144 415 
1512 Highway 395, #1, Gardnerville, CA 89410 

11 Pahrump Valley Chamber 727-5800 314 
P.O. Box 42, Pahrump, NV 89041 

12 Boulder City Chamber 293-2034 232 
1305 Arizona Street, Boulder City, NV 89005 

13 Fernley Chamber 575-4459 
P.O. Box 1606, Fernley, NV 89408 

14 Humboldt Chamber 623-2225 
30 W. Winnemucca Blvd., Humboldt, NV 89445 

15 Greater Fallon Area Chamber 423-2544 
379 W. Williams Avenue, Fallon, NV 89406 

16 White Pine Chamber 289-8877 
636 Aultman Street, Ely, NV 89301 

17 Mason Valley Chamber 463-2245 
227 South Main Street, Yerington, NV 89447 

18 Tonopah Chamber 
P.O. Box 869, Tonopah, NV 89049 

19 Moapa Valley Chamber 
P.O. Box 361 , Overton, NV 89040 

20 Urban Chamber 
1048 W. Owens Ave., Las Vegas, NV 89106 

21 Lovelock Chamber 
P.O. Box 821 , Lovelock, NV 89419 

22 Mineral County Chamber 
P.O. Box 1635, Hawthorne, NV 89415 

23 Eureka County Chamber & EDC 
P.O. Box 14, Eureka, NV 89316 

24 Armagosa Chamber 
HCR 69-2 Box 402W, Amargosa, NV 89020 

25 Caliente Chamber 
P.O. Box 553 , Caliente, NV 89008 

26 Austin Chamber of Commerce 
P.O. Box 212 , Austin , NV 89310 

27 Great Basin Business & Toursm. Cncl. 
P.O. Box 90, Baker, NV 89311 

28 Wells Chamber 
P.O. Box 615, Wells, NV 89835 

482 -3859 

397-2160 

648-6222 

273 -7213 

945-5896 

237-5484 

372-5459 

726-3126 

964-2200 

234-7302 

752-3540 

221 

172 

160 

150 

130 

100 

75 

70 

69 

69 

55 

35 

30 

21 

20 

10 

29 Tonopah Convention & Visitors Center 
P.O. Box 408, Tonopah, NV 89049 

482-3558 WND 

*LVCC - Small business only, varies per company size. WND=Wou/d not disdose. 

ANNUAL 
DUES 

1996 
BUDGET 

$265-$300* $1,567,601 

225-1560 1,000,000 

190 220,000 

WND WND 

85-450 500,000 

200-450 WND 

220-520 200,000 

165 107,000 

100-500 WND 

75+ 350,000 

75 163,000 

Variable WND 

25-105 WND 

58-700 WND 

60-625 40,000 

75-5,000 WND 

75-500 55,000 

WND WND 

50 WND 

245-1,025 WND 

50 12,000 

WND 

40 WND 

25 WND 

12-37 WND 

12-35 17,000 

WND WND 

100 5,500 

WND 260,000 

fULL· TIME BOARD YEAR SENIOR 
EMPLOYEES MEMBERS EsT. EXECUTIVE 

42 26 1911 Mark Smith 

16 20 1913 Harry York 

4 16 1945 Larry M. Osborne 

4 14 1945 Alice Martz 

4 15 1961 Kathleen Farrell 

5 25 1976 Otto Merida 

2 16 1947 Richard Conner 

3 20 1907 Carla J. Wille 

8 WND Jim Jeffers 

5 15 1945 Dave Bolick 

2 9 1975 Bruce Paskvan 

2 12 1932 Cheryl Ferrence • 

7 1982 Matt Berry 

10 1910 Jean Sellers 

20 1947 Nancy Tracey 

23 1922 Dave Tilford 

9 1955 Kim Chana 

WND WND WND Gabrelle Rea 

0 5 WND Dennis Freenc:.:; 

2 9 1996 Harvey Phelps 

8 1957 Gail Munk 

1.5 9 1977 Don Dockery 

2 5 1987 Vera Bauman~ 

0 5 WND Doris Jackson 

0 5 1947 Bud Sanders 

0 9 1967 WND 

0 3 1997 Gary Perea 

4 1964 Calvin Stark 

3 5 1960 Jim Merlino 
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T A X T p s 

Personal Financial Plans: Mapping your fiscal future 

If you think only the wealthy need 
personal financial plans, think again. A 
personal financial plan serves as a road 
map to your financial future by identify
ing your financial goals, assessing your 
current financial position, and providing 
strategies for reaching your goals. Plain 
and simple, it can help you make the most 
of your money. The Nevada Society of 
CPAs provides this step-by-step overview 
for preparing a financ ial plan. 

Set financial goals 
If you were planning a long road trip, 

most likely you would have a destination 
in mind. When it comes to planning your 
financial future, your goals serve as your 
destination, pointing you in the right 
direction. Do you want to save for a 
down payment on a house or for a 
European vacation? Over the long term, 
are you planning to send your children to 
college or retire at 50? Be sure to put 
your specific short- and long-term goals 
in writing to help you stay on course. 

Of course, like any road trip, you 
hould anticipate there will be stops 

along the way. Some might be expected, 
like getting married, buying a home, or 
having children. Others might come as a 
urprise - you may lose your job, or 

become unable to work, or, on the 
brighter side, you could win the lottery or 
orne into a large inheritance. 

Determine your net worth 
The next step is to determine where 

you currently stand financially. Put 
together a personal balance sheet that lists 
your assets - that is, what you own - such 
as the value of your investments, retire
ment plan, and your home. It also should 
show your liabilities -or, what you owe
such as your mortgage, home equity loans 
and credit card balances. The difference 
between the total value of what you own 
and what you owe is your net worth. 

To accomplish your goals, you need 
to make your net worth grow. Basically, 
there are four ways to increase your net 
worth: through money you save from 
your earnings; through income from your 
savings and investments and increases in 
the market value of investments; by 
building equity in your home; and by 
reducing your debt. Two financial exer
cises that help you build your net worth 
are preparing a budget, and devising an 
investment plan. 

Prepare a budget 
Before preparing a budget, it 's help

ful to put together a cash flow statement 
that tracks your income and your ex
penses over a period of time. By analyz
ing your ca h flow statement, you should 
be able to see if you spend too much in 
certain categories and not enough in oth
ers. Then. it 's up to you to establish a 
budget that ets spending limits and gen
erates income for saving toward your 
goal . Keep in mind the more realistic 
your budget. and the more realistic you 
are about ticking to it, the better your 
chan e of meeting your goals. 

Devise an investment p lan 
As your assets grow, an investment 

strategy becomes another important, 
element of your financial plan. Begin ' 
by investigating different investment 
options, such as stocks, bonds and mutu-
al funds to determine which work best 
for you. As you divide your assets among 
different investments , be sure your allo
cation is consistent with your financial 
goals , your tolerance for risk and your 
investment time frame. Also, be sure 
your portfolio is diversified; a sensible 
mix can reduce risk and improve long
term returns. 

Protect you assets 
Building your assets is important, but 

it's equally important to protect assets 
you have. You ' ll want to be 
adequate life, medical. di ability. proper
ty loss and personal liability in uran e. 
And, since your needs always change, re
evaluate these plans annually. 

Many people seriously underestimate 
the value of their estates. If your net 
worth statement shows you're worth 
close to one-half million dollars, you 
should seriously consider the need for an 
estate plan. Learn how wills, living trusts 
and other estate planning tools can help 
you save federal estate taxes. 

As you prepare your personal finan
cial plan, you may want to consult with a 
CPA who can also advise you the role 
taxes play in your plan. • 

Prepared by members of the Nevada 
Society of Certified Public Accountants. 
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PEOPLE ON THE MOVE 

MGC Communications, 
Inc. , a full service 
provider of telephone 
exchange services, has 
named Jeff Hein as 
Manager of Corporate 
Development. Hein, for-

Jeff Hein merly director of com-
munications for the Las Vegas Chamber 
of Commerce, will coordinate all MGC's 
internal and extemal communications. 

The Las Vegas Ad 
Club, an affiliate of the 
National American Ad
vertising Federation, 
recently voted Terry 
Shonkwiler into the 
Las Vegas Advertising 

TerryShonkwiler Hall of fame. Shonk-
wiler, president of Shonkwiler-Marcoux 
Advertising, Marketing and Public 
Relations, has more than 20 years experi
ence in Las Vegas. 

Clark Peterson has 
been retained as vice 
president and general 
manager of Nextlink, 
Nevada. Through a par
tnership with Prime 
Cable and Greenspun 

Clark Peterson Inc. , Nextlink, Nevada 
will soon offer telephone service over its 
fiber optic network. Peterson was for
merly director of sales and marketing for 
AT&T Wireless Services. 

American Bank of 
Commerce has ann
ounced that Ralph 
Borenstein has returned 
as senior vice president 
and manager of informa
tion services. Borenstein 

Ralph Borenstein has more than 20 years 
experience in banking, specifically in 
managing computer systems. 
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Thomas Puckett Ad
vertising, Marketing 
and Public Relations 
recently promoted Ann 
Lackomar to media 
director. Formerly media 
coordinator at the Rio 

Ann Lttckomar Suite Hotel & Casino, 
Lackomar will be responsible for media 
planning, strategy and purchases. 

Geoffrey Wilson has joined U.S. Bank 
of Nevada as a vice president and busi
ness development officer in its corporate 
banking group. In this position Wilson 
will generate new customer relationship 
for U.S. Bank with medium to large sized 
companies throughout Nevada. Prior to 
joining U.S . Bank, Wilson held a similar 
position for 13 years with M&T Bank in 
Buffalo, ew York. 

Richard Weber recently 
transferred from Knight 
Piesold 's Denver head
quarters to its Elko, 

evada office. Weber 
will provide the Elko 
office with full -time envi-

Richard Weber ron mental project man-
agement expertise. Knight Piesold works 
on mining projects throughout the western 
United States, including the Carlin and 
Battle Mountain Trends in orthern 

evada. 

Mark Ruelle has been named senior vice 
president, chief financial officer and trea
surer of Sierra Pacific Resources and 
Sierra Pacific Power Company. Ruelle 
was formerly the president of Westar 
Energy, a $200 million subsidiary of 
Western Resources, Inc. of Topeka, Ka. 

Reno-based Comstock Bank has pro
moted Pam Robinson, Ty Nebe and 
Carol Rhodes to the position of vice 
president. Robinson , vice president and 
regional loan origination manager, has 
been with the bank since 1988. Nebe, 
who joined the bank in 1993, is a vice 
president and commercial loan off
icer. Rhode , vice president of human 

resources and marketing, is a member 
of orthern evada Human Re
sources Association and the Bank 
Marketing Association. 

Robert Smith 

Sunset Station Hotel & 
Casino has filled two 
management positions. 
Robert J. Smith has 
been named director of 
finance and Ted Beck has 
joined the property as 
executive chef. Smith 
was formerly with the 
Rio Suite Hotel & Casino 
where he held several 
financial management 
positions. Beck is respon
sible for overall manage
ment of the Sunset 

Ted Beck Station culinary staff and 
menu development for the new hoteUcas~

no's seven full service restaurants. 

Michael Newman, vice 
president of commercial 
leasing for the Howard 
Hughes Corporation 's 
commercial and indus
trial division, has been 
appointed to a three-year 

Michael Newman term on the office devel-

opment forum of the Southern Nevada 
Chapter of the National Association of 
Industrial and Office Properties 
(NAIOP). ewman is one of 30 real 
estate professionals throughout the coun
try selected to participate in the forum, 
which convenes twice a year. 

Mary Gould 

Las Vegas Business 
Bank has appointed 
Mary Gould to vice 
president/branch manag
er where she is responsi
ble for new business 
development and overall 
branch operations. Pri 

to joiniug Las Vegas Business B 
Gould served as customer service 
ager at First Interstate Bank of Ne adz. 

First Security Bank of Nevada has · 



A. Todd Black as a commercial lending 
officer and promoted Carla Urwin and 
Anthony Tompkins. Urwin, with 13 
years of banking experience, has been 
promoted to loan officer at the bank's 
Flamingo/Decatur branch. Tompkins, 
who has been with the bank for five years, 
was promoted to operations manager at 
the McCarran Center branch. 

Curt J. Carlson has 
joined JMA Architec
ture Studios as associate 
and project manager. 
A veteran architect, 
Carlson has 15 years of 
experience on a variety 

Curl J. Carlson of projects including 

banks, hotel resorts, office buildings and 
health care facilities. He will work close
ly with each of the firm 's five design stu
dios - health care, commercial, govern
ment, education and hospitality. 

Kenneth E. Mundt has 
joined Truckee River 
Business Lending as 
vice president and man
ager of the Las Vegas 
office. Mundt has over 
twelve years of loan 

Kenne1h E. Mundi development experience 
including eight years in banking. He was 
formerly senior vice president of real 
estate investment services. 

Thomas Mangoine has joined Nevada 
Title Company as vice president and 
director of marketing. Mangoine was 
formerly with Wells Fargo Bank. 

American Nevada 
Corporation recently 
appointed Jeff Becker 
as project manager in 
its commercial division. 
Becker, formerly a con
struction manager with 

Jeff Becker Trammel Crow Com-

pany of Los Angeles, has 15 year of 
experience in the industry. 

Tina Past has joined J.A. Jones 
Construction as business development 

APR' 
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manager. Her new responsibilities 
include supervision of marketing for the 
Las Vegas office. 

William Verrill , art 
director for rfn produc
tions, inc. has become 
part owner of the full 
service advertising and 
public relations firm . 
Verrill, an award win-

William Verrill ning graphics designer, 
joined the agency four years ago. 

Cathy Jones, chief financial officer and 
secretary/treasurer of Nevada Title 
Insurance Company and its subsidiaries, 
has joined Norwest Bank Nevada 's 
board of directors. The bank also 
announced the appointments of Greg 
Titus to vice president of the new 
government services department, Mal 
Ercanbrack to the pos ition of vice pres
ident and commercial banking manager 
for Southern Nevada, Laura Schulte as 

orthern Nevada divi ion manager, and 
Ralph Miller as vice president and com-

A CPA CAN MAKE 

THE DIFFERENCE BETWEEN 

BEING RIGHT ON TARGET 

OR BECOMING ONE. 

In b us iness, it s cr itical to s tay m ore, yo u r CPA can help you 

ah ead o f the cu r ve. With a m ake al l the r igh t m oves a t the 

wid e-ran g ing exp ertise in s t ra tegic right time. And sray righ t o n 

planning, tu r n-aroun d co nsu lt- ta rget. Yo u see numbers. 

ing , r isk m anagem ent and VIle see o pportuniti es . 

T H E C P A . N E V E R U N 0 E R E S T I M A T E T H E V A L U E'~' 

For informarion on CPA services. caJI (800) 554-8254. Nc,·ada Sociery of Ccmfiai Public Accouncanrs 
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mercia! banker for Southern Nevada. 

Jerry Allen 

Bank of America 
recently announced the 
hiring of two new com
mercial loan officers. 
Jerry Allen, a 27-year 
veteran of the banking 
industry, has joined 
BofA as vice president 
and commercial bank
ing manager. Gary 
Persichino brings 25 
years of experience to 
his new position as vice 
president and senior 
loan officer of the com
mercial real estate lend
ing division. 

Laura Ann Poole h 
been promoted to vi ~ 

president of hum 
resources at the Ea 
Aviation Group. Pool~ 
who has been with 
company since 1993. 

W llr<l Ann Pu ule reSpOnSible for ali aspt:c 
of human resources and risk manage
ment for Eagle Canyon Airlines, In
Eagle Jet Charter, Inc. and Eagle Aviati 

~~ 
·~ ~. 

- ~-.. -:: . 1. .':.: 

Mary Schneider 

Maintenance Divi i -
The company also 
ounced the promotion 
Mary Schneider 
director of accouo · 
Schneider joined Eagle 
1995 and has more 
17 years of experience. 

Nevada State Bank recently announ 
five additions to its management 
Sally Marcus, Susan Griffith 
Elisabeth Ortega have been hired -
client service managers . Micha 
Becknell will serve as the bank ' n 
AVP/manager - cash managemenL 
charge of providing business client \\ ·
cash management services. Bob Solis 
joined the bank as branch mana<= 
responsible for attracting new busin 
servicing business clients and supen -
ing overall branch activities. 



COMPANY PROFILE 

Sun State Bank ... Building relationships 
by Kathleen Foley 

John Dedolph, president/CEO of Sun 
State Bank, announced that the Las 
Vegas-based business bank achieved 
record earnings of $2,225,085 in 1996, 
and declared its I I th consecutive quarter
ly cash dividend. Earnings were up from 
1995's figure of $2,200,849. The bank's 
assets now total more than $159 million , 
a 42 percent increase over 1995. Fourth 
quarter earnings in 1996 were 30 percent 
higher than the same period in the 
previous year. 

"The results are remarkable when you 
consider the investment we made to 
expand to Henderson, Boulder City and 
Reno," said Dedolph. Sun State recently 
completed a $1 million regional banking 
and lending center in Henderson, the 
fastest-growing community in the state, 
and refurbished existing bank buildings 
in Boulder City and Reno. By expanding 
out of Las Vegas into these three strategic 
communities, the bank doubled its num
ber of offices and now has a total of six 
branches. 

Suw St<Tte ecrded the ye-M wic?r a !'.69 
percent return on assets and a 22.27 per
cent return on shareholder equity Per
share earnings were $7.85, up from the 
$7.82 per share for 1995. The 50-cent 
cash dividend, payable to December 31, 
1996 holders of common stock in the par
ent Sun State Capital Corporation, is the 
only quarterly cash dividend paid by a 
Southern Nevada community bank, 
according to bank officials. 

In 1996, three respected national 
rating services, Sheshunoff Information 
Services, Bauer Financial Reports and 
Findley & Associates, gave Sun State 
Bank high marks for safety, strength and 
performance. The American Banker, a 
prestigious industry trade newspaper, 
listed Sun State last year in the nation's 

"Our most important assets 

are our customers, and 

exceeding their expectations 

is our goal," 
- John Dedolph 

"top I 00 most profitable community 
banks in America' and in the "top ten 
specializing in small -business lending." 
It is the only Southwestern bank to make 
the exclusive list. 

Sun State Bank is the sole subsidiary 
of Sun State Capital Corporation, which 
is owned by 50 local business persons 
and investors, all residents of the greater 
Las Vegas area. Founded to meet the 
needs of the small- to midsize-business 
community, it offers commercial loans, 
SBA loans, construction loans, business 
loans , real estate loans , 100 percent 
equipment loan , deposit and payroll ser
vices . The bank prides itself in going to 
&lre cu·stOliTer rather th·aa til'-akt;ag t,Te cu~
tomer come to the bank, and offers exec
utive courier service. Bank officers have 
even been known to visit a client's place 
of business to open an account. 

Bank officials believe that individuals 
and small- to medium-sized businesses 
value one-on-one relationships with their 
bankers, a service that is often not possi 
ble at larger institutions . "Our most 
important assets are our customers, and 
exceeding their expectations is our goal," 
remarked Dedolph. "Delivering a high 
level of profess ional, fast, efficient and 
personalized service has been our num
ber one priority every step of the way." 
He also stresses the importance of keep
ing abreast of technological changes 
within the banking industry, and offering 

new products to stay competitive with 
what customers are being offered at other 
banks. "It is apparent that a window of 
opportunity is available to us presented 
by the dynamic Las Vegas economy, 
and by the banking industry disruption 
caused by consolidations, mergers and 
re-engineering amongst the larger 

evada financial institutions," he states . 
"We are set to seize this opportunity." 

Sun State Bank was created following 
a banking scandal in 1984-in which sev
eral owners of Pan American Bank were 
indicted for money laundering and Pan 
American became involved in legal and 
regulatory trouble. At that time, John 
Dedolph left his position as a founding 
officer at American Bank of Commerce 
to reorganize and rebuild the ailing insti
tution from the ground up. He changed 
its name, took it private in 1988 and 
turned the newly named Sun State Bank 
into one of the state's most profitable 
community banks. 

Executive offices and headquarters 
are foacteo' at 424() West F!amingo Road' 
in Las Vegas, just west of the Las Vegas 
Strip. Sun State opened an office in Sun 
City/Summerlin in 1990 to take advan
tage of Sun City 's lucrative base of 
retirees. Another branch at Pecos
McLeod serves the Paradise Valley area 
of Las Vegas. "We are now active in the 
Reno market and are looking seriously at 
other locations statewide," says Dedolph, 
who emphasizes that the bank is locally 
owned and operated. "Nevadans should 
be able to do their banking with people 
who know the state, its people and their 
dreams, and who make lending decisions 
locally. At Sun State Bank our vision is to 
build a strong community partnership 
with evada, and, more importantly, with 
our customers." • 
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by Joe Mullich 

Netting a Record Deal 

R on Smith was searching for 
work as a lifeguard in Myrtle 
Beach, Fla. A self-described 
"Canadian beauty" was looking 
for employment in the "yacht, 

Many people cruise ship or resort setting ." 
Another person sought work 

put up their own as a "tanslator and French 
language teacher." 

World Wide Web I suspect Frenchie will be 
looking until he learns to spell 

sites, kind of the word "translator." 
In fact, I bet all 90,000 are 

personal billboards still seeking employment. What, 
is some pool owner in Myrtle 

on the Internet, Beach going to say, "Damn, I 
need a lifeguard - better get 

to find jobs and right to the ' Net."? That's like 
shopping for a suit by hanging 

opportunities. out at the dry cleaner and hop
ing someone forgets to claim a 

I punched up the nice tweed. At least, that's what 
I thought until I read about 

words ''job Bucket, an Australian rock 'n' 
roll band that was discovered on 

wanted" on an the Internet. 
It all started when Eric 

Internet search Rosen, director of Artists 
and Repertoire at Radical 

engine and Records, was sitting in his 
Greenwich Village office. 

came up with According to a magazine arti
cle, Rosen was "lamenting the 

90,000 hits. death of really cool rock bands 
that hadn' t signed with record 
companies, when the thought 
occurred to him: maybe if he 
looked on the other side of 
the world." 

This idea might have 
inspired many people to actual
ly get up and leave their office. 
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But Rosen is a member of 
Generation X. And the 
Generation X mantra is: if it 
can't be done on the computer 
while sipping cafe latte, well 
then, mom will probably take 
care of it. 

So Rosen logged onto the 
Internet. He went to a search 
engine, where he typed in key 
words that linked him to web 
sites. He tried the words "for
eign bands." Then "unsigned 
foreign bands." Then 
"Malaysian mail-order brides." 
(OK, that 's what I typed in 
when I retraced his steps.) 
Finally, Rosen came to Bucket's 
web site. According to the arti
cle, Rosen "saw a picture of the 
band and read about the influ
ences of their music ." 

I went to the Web site and 
read about Bucket's influence 
as well : the Australian band, 
we learn, had self-published a 
few albums and was "virtually 
ignored in its own country." 

Cool! The Australian 
Bob Dole! 

Rosen, as you might imagine, 
knew he was onto something. 
I'm ure he felt the way Colonel 
Tom Parker did when he stum
bled onto Elvis, minus the fried 
cheese balls. Bucket, the web site 
tells u features "two left-han
ders that play right-hand guitars 
upside down.'· Perfect . .. free 
publicity if the Gong Show ever 
return . Rosen quickly swapped 
some e-mail "ith Bu ket and 

signed them to a four- record 
worldwide contract. Their first 
U.S. record is expected to come 
out by the end of the year. 

You 're probably guessing 
Rosen was sold on Bucket 's 
sound. After all, the web site 
allowed Rosen to download an 
audio clip of the band. But, no. 
Actually Rosen d_~dn ' t bother to 
download the audio clip 
because, he says, "it would have 
taken too much time." 

In case you're wondering, 
"too much time" is about nine 
minutes and 30 seconds. Or at 
least that's how long it took me 
to download the clip. However I 
am not in the fast-paced world 
of rock 'n' roll where legends 
have been made and tom down 
in less than 10 minutes (remem
ber Milli Vanilli !). 

If you 're interested, you can 
check out the web site yourself 
at the address 
http:/ /tne.net. au!imerge/bucket. 
Apparently the web site has 
been updated since Rosen saw 
it because it includes the band 
members' "reactions" to signing 
the new record deal : 

"Cool." 
"Ya." 
"I'm sure the other guys think 

it's cool too." 
Well, OK, the Beatles had 

better sound bites. But they 
didn't have a clue about these 
new bytes, and apparently, 
that's what you need to make 
it these days . • 



Moving toward paperless offices ... 
Mortgage and title companies 
use technology to streamline their businesses 
by Linda Linssen 

Gone are the days of filling out endless forms that often rivaled the IRS's in complexity 

and cryptic instructions for completion. Gone are the costs involved in filing those 

endless forms and maintaining numerous small branch offices - costs that invariably 

were passed on to clients . Today's successful mortgage and title companies have gone 

high-tech, and both the companies and their clients are benefitting. 
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Is This 
How You 
See Your 
Banker? 

When was th e last time you 
ca llecl your bank ancl actually 
hea r'CI a real live banker' on the 
other encl? You know, someone 
who coulcl actually answer your 
questions ancl get you immecliate 
help to yo ur' probl ems. At 
Communi ty Bank you'll always 
talk Lo a qualifiecl human being 
trainee! to attencl to yoW' neecls 
promptly ancl professional! . 

~ ., 
COMMUNITY BANK 

t,..) F ;-... E \ ' .-\ n :\ 

··11 /J('Il.' Tilt' /Ji/Tl"IY.'IICC In BnnJ...ill!! ~- .. 

Call toclay (702) 878-0700 
1-IOOS. RainbowBtvcl.. Las \ egas. Nv89 102 

®. © I B97 Communil~ Bank. ~ lemiJCI' FDIC. 
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Trans-Western Investment 
Trans-Western Investment opened its 

Carson City office in 1980. Today the 
company is one of only a few locally
owned residential mortgage lenders serv
ing the area from the Lake Tahoe basin to 
Elko. Owner Steve Pascal entered the 
business in 1973 from East Los Angeles. 
He considers his employees an extension 
of family and stresses to them the impor
tance of "doing the right thing even when 
nobody's looking." He attributes his suc
cess to being honest and available, seven 
days a week until 9:00 p.m. each 
evening. "And we handle A to Z residen
tial-type lending for people with all types 
of credit," he says. 

Pascal feels that Trans-Western is dif
ferent from other privately-owned mort
gage lenders in that, "We do our own 
loan pre-qualifying and applications over 
the telephone." Trans-Western 's loan 
agents are in the field doing the same. 
They gather information from a client 
and fax it to the home office, where a 
credit check is done on the spot. Then the 
information is put into a computer using 
a program that generates completed loan 
packages. According to Pascal, "Mr. and 
Mrs. Smith never fi ll out a form. Our 
loan agents can show them their 
completed loan application right there in 
their living room. They need only to sup
ply necessary supporting documents." 

The company has reached the goal of 
getting loans in process without having to 
operate many branch offices. This allows 
a privately-owned company uch as 
Trans-Western to keep overhead low so it 
can offer competitive pricing services . 

The software Tran -W tern u es to 
package loam, i~ ca\\ed Poim, tli 'iributcd 
by Calyx, a company in San Jose, Calif. 
In the near future, Pascal plans to pur
chase laptop computers for his field rep
resentatives. This will eliminate the need 
for the representatives to fax information 
to the home office, and for an employee 
there to type it into a computer. Currently 
it takes 12 days to close a loan. Pascal 

expects that when they begin using lap
tops with Point installed, the application 
process will take less than one hour. 
"That's where our business is headed," 
he says. "We are moving toward provid
ing an even faster, simpler process 
to our customers." 

Beneficial Management 
Beneficial Corporation of Wilming

ton, Del. , is a $16 billion New York Stock 
Exchange-listed financial services hold
ing company. Its subsidiaries provide 
financial services through various con
sumer-finance, credit card, banking and 
insurance operations located throughout 
the United States, Canad~, the Uni ted 
Kingdom and Germany. 

Beneficial Management, a subsidiary 
with offices in Reno and Las Vegas, pro
vides mortgage loans and credit insurance 
products to Nevada residents. Beneficial 
Nevada, Inc. , an affiliated company which 
also has offices in Reno and Las Vegas, 
provides a multitude of consumer finance 
services, from unsecured personal loans 
to home equity lines of credit. 

Beneficial 's operating subsidiaries 
rely on another affiliated company, 
Beneficial Technology Corporation, 
for data and voice communications. 
Beneficial Technology 's full range of soft
ware makes loan processing possible in as 
few as two minutes online through the 
Internet and gives more than 1,100 con
sumer finance offices the ability to take 
applications and credit score. This helps 
Beneficial Technology 's customers meet 
consumer financial needs - sometimes on 
the same day. In addition, Beneficial 
Technology Corporation has established a 
redundant. data center that ';lLOvides 

plete backup and, in some cases, added 
capacity for all of Beneficial 's needs. 

"The Beneficial family of companies 
holds exemplary customer service as _ 
hallmark," according to Ken Kelley, pres
ident of Beneficial Mortgage Com pan : 
Nevada. "Our success is tied directly to _ 
long tradition of giving our customers 



local merchants the products and services 
they need each and every day." 

United 1itle of Nevada 
At United Title of Nevada, customer 

satisfaction is a primary goal. President 
Jeffrey T. Harris states that, "This part
nership's foundation is a positive attitude 
in the way we think, feel and ultimately 
perform." The company stresses excel
lence in all aspects of the business. 

United Title of Nevada provides a 
number of services. Its escrow division 
professionals are located throughout 
Nevada and are linked to home office 
records. They pride themselves on being 
able to provide information to a prospec
tive customer in an instant, by computer 
software, e-mail, fax and couriers. 

For title searches, a combination of 
traditional and high-tech processes are 
used. Ownership, tax and lien informa
tion is cbecked by individuals in the tra
ditional manner. After that step, the rest 
of the process is paperless. 

The loan services center is a collection 
service with a state-of-the-art loan track
ing system. The company's client list 
includes major hotel/casino operations, 
law firms, commercial brokerage firms 
and major industrial projects. 

First American 1itle 
The First American Financial Cor

poration, the parent company of First 
American Title, is based in Santa Ana, 
Calif., and can trace its history to 1889. In 
the 1950s, it became a major provider of 
real estate services in California and in 
1964 became a public company. As the 
company expanded nationwide, so did its 
technological capabilities which, in tum, 
allowed the company to offer a wider range 
of services. 

According to Ken Manqueros, sales 
manager for First American Title, 
"Technology is changing the way our 
clients operate their businesses," which 
poses a challenge for the title company to 
keep up with the people it serves. But 

Manqueros is confident they are doing a 
good job: "At First American Title, we're 
meeting those challenges and forecast
ing the impact on our industry's future. In 
fact, the technological changes that other 
companies are struggling with have cata
pulted us into industry leadership." 

Considering Nevada's tremendous 
growth, the company feels it is essential to 
meet the growing needs in its industry as 
well. "We are constantly striving to give 
our clients the very best service at the very 
best price, while maintaining flexibility 
and integrity," says Manqueros. 

Through proposed computer loan 
origination programs to Internet software 
provided by a joint venture with IBM, 
First American Title is becoming increas
ingly more dependent upon technology. 
To its clients, the company has made soft
ware available that offers access to the 
company's services, as well as to the 
Internet. The company is closely net
worked to avoid redundancy of tasks by 
employees, which Manqueros says saves 
both time and money. Internally, the com
pany uses the latest in order-tracking soft
ware that allows employees to reference 
files quickly and accurately. 

Nevada 1itle Company 
Nevada Title Company was 

established in Las Vegas in 1977. The 
company offers a full range of escrow 
and title services. It also supports "an 
extensive network to help link customers 
so they can do business with each other," 
says Tom Mangione, vice president of 
sales and marketing. 

Branch offices are located in 
Summerlin, Green Valley, Henderson, 
Boulder City and the First American Bank 
(FIB) Tower. Mangione calls the title com
pany "a people business." He says that, 
' 'NTC is the prominent title company 
because it has the best and most knowl
edgeable employees." 

One of its goals is to continue to 
expand electronic capabilities. The com
pany offers its services through the inte-

gration of Novell PC networks, IBM 
RISC 6000 mainframe, cash manage
ment services and the Internet. 
Associates also interface with online tax 
information, public records and other 
property information, providing cus
tomers leading edge electronic services. 

Nevada Title Company maintains an 
online database with software specifical
ly designed by Nevada Title Insurance 
Company to integrate its title, escrow, 
Nevada construction services and 
accounting staffs at the push of a button. 

They also use Title Link, a Lotus 
Notes-based software system. This system 
has allowed Nevada Title to expand its 
customer base throughout the United 
States, both in a secure and Internet envi
ronment. Currently, the company is broad
ening its communication horizon with the 
installation of Novell's Group Wise, a pop
ular groupware package/ 

Mangione says that with so many 
new products on the market, "we make 
our purchases with the idea of utilizing 
these products in a variety of ways. By 
using this theory, we manage to tay in 
the race with industry trends." 

On the Horizon 
As businesses like mortgage and title 

companies become more and more 
sophisticated, discussion among man
agers turns to increased use of technolo
gy and near-future installation of 
intranets. Already in use by a number of 
large corporations, intranets allow busi
nesses to become even more streamlined. 

According to Intranet Bible, offered 
by Las Vegas publisher Jamsa Press, "If 
you have fewer than 100 employees, it 
might be more cost effective to go with 
groupware products. If you are planning 
for growth, intranets are a better choice." 

Groupware products and intranets are 
similar in many respects. The main differ
ence between them is that groupware 
technology, such as Lotus Notes, requires 
a company to pay on a per-client basis. 
With an intranet, the only per-client cost is 
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"My doctor says caffeine makes me tense ." 

36 Nevada Business journal • April 1997 

that of browsers, although the cost is min
imal, and Microsoft currently offers one 
free for the downloading. 

What exactly is an intranet? Intranet 
Bible refers to it as "a network of com
puters that lets a company's employees 
share and exchange information, e-mail , 
and even confidential company docu
ments. Just as the Internet connects users 
worldwide, an intranet connects employ
ees company-wide - regardless of where 
those employees reside." . 

The benefits of using an intranet are• 
numerous, especially the increased speed 
and efficiency with which large compa
nies can conduct bus.iness and save 
money. In the case of mortgage and title 
companies, an intranet can be used as a 
customer support tool. Customers can be 
given limited access to files that provide 
them with information they would other
wise have to ask of a company employee. 
Similarly, giving employees access to 
files , such as company policy updates and 
product and service updates, eliminates 
the need to generate that information on 
paper and distribute it to employees. 

Another significant benefit is employ
ees' ability to connect to the Intema. 
where they can access information qui -
ly. Intranet installation includes a ari 
of security measures to ensure that ce 
company information can onl 
accessed by those with security cle~ 

Overall , an intranet reduces pape::-
work that can be maintained electr -
cally, and a number of mortgage and · · 
companie expres interest in i 
those systems, or in installing groupware 
if they have not already done so. o 
matter what types of hardware and soft
ware they use, these modem lenders 
state they will continue to offer the same 
level of personal service that made their 
companies successful. • 

Acknowledgement: Intranet Bible 
Copyright ©1997 by Lynn M. Bremner, 
Anthony F Iasi, and Al Serdati Jamsa 
Press, Las Vegas, NV 
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Corporate Advertorial 

it hard to 

y u m 
Publish your story in the 

Nevada Business journal! 

SPECIAL OFFER! 
For a limited time, Nevada Business Journal is 
offering one page advertorials. The advertorials 
are printed on two sides, read like news articles, 
and are the perfect way to tell your story. 

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

D 
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D 
II 

PLUS: 

All the copywriting needed to tell your story. 

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

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

One complete set of color separations, custom-scanned to fit the 
specifications of your ad. 

1,000 copies of the ed ition in which your ad appears to use as 
an extended marketing tool ; the perfect piece to leave with 
potential clients. 

This Corporate Package is offered at $3,995 
A savings of over $1 ,000! 

If you would like two advertorials a year- we can offer them for $3,400 each
a huge $3,190 savings. 

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



NEVADA BRIEFS 

Nevada PSC approves 
new rate and contract 
for Sierra Pacific's 
large customers 
The Nevada Public Service Commission 
(PSC) has approved a five-year contract 
between Sierra Pacific Power Company 
and its largest electric customer, Barrick 
Goldstrike Mines, Inc. This makes Sierra 
Pacific the exclusive electric provider for 
Barrick's Golds trike Project in north cen
tral Nevada. The contract can be extend
ed up to 20 years. 

The approval was the PSC's first of a 
number of contracts that Sierra Pacific 
has negotiated with its largest electric 
customers under a new rate tariff, which 
was recently approved. The tariff, known 
as GS5T, is a progressive new rate for the 
company's largest customers using three 
megawatts of electricity or more. 

Commeri cal Bank 
of Nevada reports 
fourth qua rter results 
Commercial Bank of Nevada reported 
earnings of $733,000 for the year ending 
December 1996, compared to a $253 ,000 
loss for the previous year. Earnings per 
share posted a record increase to $.87 
from $.39 respectively. Assets increased 
129 percent to $69.3 million and had a 
1.5 percent return rate. 

Sunset Hotel tower 
tops out 
The 20-story hotel tower at Sunset Station 
Hotel & Casino, owned by Station 
Casinos. Inc., recently held a topping out 
ceremony at the Henderson property. A 
number of company executives, local dig
nitaries and construction crews attended 
the ceremony which marked the halfway 
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Don Marrandino, Sunset Station Hotel & Casino vice president/general manng~ 
acknowledges the construction team as the 20-story hotel tower is topped out. 
recent ceremony marked the halfway point for the $160 million project, which is 
schedule for a summer 1997 opening. 

point of the $160 million project, sched
uled to open this summer. 

U.S. Bank offers 
credit on commercial 
real estate equity 
Nevada businesses in need of working 
capital can access the equity invested in 
commercial real estate property with a 
new product offered by U.S. Bank. The 
program allows busines es to tap into as 
much as 65 percent of the equity invest
ed in business-owned and occupied real 
estate. Borrowers can make advances on 

their loan for 10 years, at the end of 
which the principal balance is payable 
over a 1 0-year term. 

Zions Bancorporation 
to purchase 32 Wells 
Fargo branches 
Zions Bancorporation recently announc
ed that it has reached a definitive agree
ment with Wells Fargo Bank to purchase 
32 of Wells Fargo's branches in Nevada, 
Arizona, Idaho and Utah and extend its 
distribution system into Idaho. Branches 
in Nevada will become part of the 



Nevada State Bank branch disribution 
network. Zions has agreed to pay Wells 
Fargo 6.17 percent of the deposits plus 
the book value of the branch real estate 
and other fixed assets. At the end of 
January, the branch deposits aggregated 
to approximately $550 million. 

State posts record 
gold production 
Nevada mines produced more than 7mil
lion ounces of gold last year, according 
to company reports compiled by the 
Nevada department of business and 
industry division of minerals. Despite 
weakening gold prices toward the end of 
1996, last year marks the first year any 
state has passed the 7 million mark in 
gold production. The nation, lead by 
Nevada, is the world 's second largest 
gold producer in the world. 

Las Vegas Business 
Bank reports record 
assets 
The Las Vegas Business Bank, exceeding 
expectations recorded in its business 
plan, grew to $33 ,712,204 in assets last 
year. As of December 31, 1996, total 
gross loans were at more than $19 mil
lion and total deposits were over $28 mil
lion. The bank plans on opening a new 
office at Twain and Jones this year. 

Hiring prospects 
favorable in Las Vegas 
Employers foresee a repectable job mar
ket emerging in the Las Vegas area this 
spring, according to Manpower's second 
quarter Employment Outlook Survey. 
The survey, based on telephone inter
views, indicated that 20 percent of the 
companies surveyed plan on adding new 
employees during the quarter. 

BankWest of Nevada 
doubles net earnings 
BankWest of Nevada completed last year 
with reported net earnings of $1,890,792, 
or $2.35 per share. The figures represent an 
increase of l 00 percent over the previous 

year. The bank also reported a return on 
assets of 1.80 percent in 1996 and a return 
on equity of almost 20 percent for last year. 

Sun State Bank 
recognized 
An independent bank rating service has list
ed Sun State Bank as a "Blue Ribbon Bank" 
for safety and soundness based on Federal 
Reserve Board information for the third 
quarter 1996. The bank's assets grew near
ly 42 percent last year to $158 million. 

Tax exchange - what 
does 1 031 mean? 
A new book, written by Nevada real 
estate veteran, Ken Beasley, answers 
questions about the advantages and 
downsides of doing a I 031 tax exchange. 
The publication provides detailed infor
mation on procedures for properly exe
cuting real estate transactions using the 
I 031 tax exchange. For more information 
call (702) 226-8573. 

Bank of America 
sets loan record 
Bank of America recently announced 
that it has set an unprecedented record of 
funding more than $1 billion in new 
commercial real estate loans in Nevada 
over the last three years. The commer
cial real estate loans funded by BofA are 
non-gaming credits that are booked pri
marily in four areas of the bank, which 
include the commercial real estate ser
vices group, commercial banking divi
sion, business banking division and the 
private banking group. Commercial real 
estate products typically offered by BofA 
include construction and term financing 
for industrial, office, retail , apartment 
and housing developments. 

The Orleans begins 
$40 million expansion 
The Orleans Hotel & Casino, which 
opened in December of last year, recent
ly announced groundbreaking for an 
approximately 184,000-square-foot addi
tion to the 22-story, 840-room resort. 

Owned by Coast Resorts Inc., the 80-acre 
site is located on West Tropicana in 
Las Vegas. 

Nevada State Ban k 
to open new branch 
Nevada State Bank plans to open a new 
branch in Wendover this spring or early 
summer. The bank began expanding into 

orthern evada in the early '90s 
and currently has northern locations in 
Reno, Sparks, Carson City, Gardnerville 
and Elko. 

Reno Air announces 
second annual profi.t 
Reno Air, Inc. announced its second con
secutive annual profit, ~i th net income of 
$2,030,567, or $0.19 per share of com
mon stock, for the year ended December 
31 , 1996. The profit exceeded the previ
ous year's net profit of $1,950,970. 
Annual operating revenues grew 36 per
cent to $348.7 million last year. The air
line operates nearly 200 daily scheduled 
departures to 21 cities throughout the 
West, Canada, Alaska, Detroit and 
Chicago. This month the company will 
begin additional scheduled service 
between Gulfport, Miss. and Atlanta, Ga. 
and between Tampa/St. Petersburg and 
Orlando, Fla. 

Credit union approves 
state charter 
Greater Nevada Credit Union members 
recently supported a move from federal 
charter to Nevada state charter with an 
majority vote. Over 91 percent of the 
7,250 members casting ballots voted in 
favor of the conversion. 

A recent federal judicial ruling, curtail
ing new membership in many of the 
nation 's federal credit unions, prompted 
the board of directors of the credit union 
to take action to protect its 850 employ
er groups and 33,000 members. The fed
eral ruling would have reduced the 
available choice of financial institutions 
for many consumers. • 
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LIFESTYLES 

Reviewed by 
Kathleen Foley 

Wingfield Springs 
Reno, NV 
Sales Office: (702) 626-6500 

In order to create a dramatic new 
golfing experience in Northern Nevada, 
Loeb Enterprises is moving over 4 mil
lion cubic feet of earth and creating sev
eral new lakes and wetlands. The result is 
a 1 ,300-acre master-planned community 
called Wingfield Springs. An oasis in the 
high desert, Wingfield Springs contains 
over 100 acres of spring-fed lakes and 
natural wetlands with dramatic views 
of the nearby snowcapped Sierra Nev
ada range. It may soon be designated 
Nevada 's first Audubon Signature 
Sanctuary, with nature observation sta
tions and educational tours for local 
school children and visitors. 

Wingfield Springs contains custom 
home sites as well as developments by 
some of Northern Nevada 's premier 
builders. Shaded tree-lined streets , old 
fashioned hedgerows, community parks 
and integrated trail systems have been 
designed to create a "family neighbor
hood feel." The first 18 holes at Red 
Hawk, a 27-hole golf club designed by 
Robert Trent Jones , Jr. , will be open 
soon, along with the Red Hawk Golf 
Learning Center. 

ArrowCreek 
Reno, NV 
(702) 749-4010 

Reno 's largest residential golf com
munity, ArrowCreek, will be a private 
gated community located in a premium 
southwest Reno location. For those 
golfers who wouldn't be satisfied with 
just one 18-hole championship golf 
course, Arrowcreek will have two, one 
designed by Arnold Palmer and the other 
by Fuzzy Zoeller and John Harbottle. 
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Christopher Homes' desert contemporary interiors. 

ArrowCreek's master plan calls for I ,090 
homesites, ranging in size from 12,000 
square feet to over one acre. Individual 
neighborhoods will be linked to each 
other and to the numerous recreation 
areas by a network of pedestrian trails. 
Areas will be set aside for two schools 
and a co~ercial village at the heart of 
the project to create a small-town atmos
phere. ArrowCreek will also contain a 
clubhouse, a swim and racquet club, a 
IS-acre community park, playing fields 
and a proposed equestrian center. The 
project broke ground in November 1996 
and lot sales began in February. 

Christopher Homes 
Las Vegas, NV 
(70'2) "360-1?.00 

Southern Nevada golfers craving 
scenic Red Rock Canyon and city lights 
can choose from several Summerlin com
munities created by Christopher Homes, 
whose product line ranges from award
winning production homes to spectacular 
customs. Specializing in gated communi
ties of luxury homes, the builder offers 
plenty of customizing opportunities for 
upscale buyers who want to personalize 
their residence by adding rooms, moving 
walls, or redesigning kitchens. 

Christopher Homes offers four devel
opments in the Summerlin area: Terraces 
on the Green are attached condo/ 
townhomes on the Tournament Players 
Club golf course. Country Rose Estates 
phase two of which opens this month, will 
feature five models from 2,300 to 3,800 
square feet in a guard-gated community. 
San Michelle at Queensridge will contain 
81 homes on an island of land surrounded 
by the Badlands Golf Course. Homes from 
the low $300's will feature private court
yard entries and detached casitas. For 
those weary of southwest design, the 
Queensridge development offers European 
ambience with brick and stone accents. No 
palm trees allowed, and no desert land
scaping, so leave your pet cactus behind 
when you move to San Michelle. 

On the other hand, there are those 
want to revel in the glories of Southw 
desert vistas. For them, Christoph 
Homes is creating a development of 1 
upscale homes in The Canyons Village 
the new public TPC golf course. The sty e 
is described as "desert contemporary.
featuring casitas, courtyard fireplaces, pri
vate motorcourts and plenty of customiz
ing options. The natural terrain of arroy . 
and canyons was used to determine 
golf course layout as well as the village·_ 
residential pattern. • 



CUTTING EDGE 
by Randall Putz 

Is a Corporate Intranet in your future? 
A new user every 20 seconds. Forty

seven million people now on-line. The 
number of users up 37 percent in the last 
year. These are all incredible statistics 
that put the Internet very close to main
stream media status. But impressive as it 
is, the big deal on-line, the area of great
est growth, the rich spoils the software 
giants are ferociously fighting over, is the 
corporate intranet. No, not a misspelling, 
but instead a private, small-scale version 
of the Internet solely for a company's 
internal use. It is predicted that spending 
on intranets will surpass Internet spend
ing by more than four to one within ju t 
two short years. 

With the cyber-doors to the outside 
world closed off, companies use intranets 
to make internal information available to 
any employee's desktop with the same 
point-and-click-ease as the Internet. 
Because intranets use the same estab
lished technology and protocols of the 
Internet, they are platform indepen
dent - it doesn ' t matter if you are on a 
PC, Macintosh, or Unix workstation. 
Combine this independence with inex
pensive (often free) software and the 
ability to use existing local and wide-area 
networks, and you get software and hard
ware efficiencies that make intranets fast 
and inexpensive to deploy. 

Early adopters have used this on-line 
technology to their companies ' strategic 
advantage for several years. General 
Electric considers its widespread deploy
ment of Internet technology an important 
part of its record-breaking earnings . 

Lockheed Martin Corporation claims its 
intranet produced a whopping 1505 per
cent return on investment. But the rest of 
the business world is quickly catching on 
as companies large and small are discov
ering the many ways it can pay to lever
age proprietary information on-line. 

By providing instantaneous enterprise
wide access to information, intranets 
help overcome organizational and tech
nological barriers. A well-designed 
Intranet can unify remote offices and 
increase the ease, frequency and quality 
of inter-departmental communication. It 
can also cut down the time employees 
spend on routine communication tasks. 
Bill Smith, who is the Nevada sales rep
resentative for California-based Silicon 
Graphics, says he now goes to his com
pany 's intranet first before even picking 
up the phone. "I use it every day," says 
Smith. "I can get more current, higher 
quality company information faster, 
which increases my productivity." Smith 
uses the Silicon Graphics intranet for 
paperless electronic purchasing, access
ing product specifications, and updating 
his human resource information. 

Other typical uses of an intranet 
include: multimedia employee training, 
sales and customer support information, 
intra-company communications, and vir
tual meetings. Really any company infor
mation, whether stored on paper, in a 
database, or transmitted over fax or 
phone, is a prime candidate for an intranet 
application. Some companies take this 
idea a step further, expanding the scope of 

their intranet beyond corporate bound
aries to include outside partners and ven
dors . These "extranets" allow designat~d
outsiders to access and benefit from spec
ified information that would otherwise be 
limited to employees. -

But what about outsiders who definite
ly aren 't wanted anywhere near propri
etary company data? The benefits of an 
intranet's quick and ea y acces to corpo
rate information could. in the hands of 
the wrong people, be deYastating lO a 
company's well-being. Thi i where 
firewalls come in. In order to protect 
internal information from improper 
review, hardware devices such as net
work routers or stand-alone computers 
function as a firewall, controlling and 
monitoring access to a company's inter
nal information. Properly configured 
frrewalls help keep proprietary informa
tion proprietary by preventing unautho
rized access and alerting administrators 
in the event of a data leak. 

Firewalls also provide the peace of 
mind and comfort level that allows an 
increasing number of companies to make 
an intranet the basis of their internal 
information strategy. So, could an 
intranet be in your company's future? 
Wait, let me ask that a different way. 
Would you like to gain a strategic advan
tage over competitors, cut costs , and 
improve operational effectiveness? I 
thought so. • 
Randall Putz is the Director of Technology at 
R&R Advertising in Las Vegas and heads up 
their Marketing Technology Group. 
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•usiness indicators & anaf~sis 

G aming revenue, the most-watched Nevada indicator, showed a noteworthy 
decline in December 1996 of 5.8 percent below the level of last year. Reno 
(Washoe County) dropped by 12.28 percent and Las Vegas declined 6.14 

percent. To be sure, a good portion of the decline occurred in games for which 
revenues tend to be less stable from one month to the next. But, we have seen a 
marked drop in the gaming revenue rate of growth since mid-1996. As a result, one 
might conclude the long string of double-digit growth rates has come to an end. 

For those preoccupied with short-term performance, this information brings con
cern. Yet, investors and business people have reason to remain confident about the 
future. Indeed, some key facts continue to foretell a favorable future- visitor volume 
remains near record levels, most operators report profitability, occupancy rates re
main high, and the near-term economic outlook, both nationally and in evada, 
continues to be favorable. 

In the months ahead, new attractions in Southern Nevada will come on-line, 
bringing increased capacity and, hopefully, enticing people to travel to Nevada and 
enjoy its unique style of recreation. With significant expansion in tourism currently 
underway in Las Vegas, the hypothesis that Nevada has reached the limits in its 
tourism market will once again be put to the test. 

Nevada taxable sales, a measure of overall activity, continues to surge in Southern 
Nevada, up 18.45 percent over a year ago. Washoe County ' s activity measured by 
this indicator grew at a slower rate, up by 5.95 percent for the same period. Thus, we 
find that increased retail sales and construction expenditures have compensated, in 
part, for the reduced rate of gaming activity. 

All in all, the Nevada economy continues to grow at a faster rate than the nation 
and to suffer less from the problems of unemployment. The unemployment rate for 
Nevada is 4.9 percent as of December 1996 and the most recent report (January 
1997) for the nation is 5.4 percent. With unemployment rates below 5.5 percent both 
in Nevada and the United States and inflation well in hand, growing at a rate of 3 
percent per year as measured by the consumer price index, we find the economic 
misery measure (the simple sum of the unemployment rate and the inflation rate) at 
the lowest level in years. 

The favorable national outlook does, nonetheless, present a problem: how do you 
keep things good once you have reached where you want to be? Federal Reserve 
Chairman Greenspan, believes the current situation is ripe for mischief. Finding that 
the stock market has surged in the last year, Greenspan is fearful that success may 
sow the seeds of speculation about further growth. As a result, in the past few 
months, he has spoken about the fear of stock market speculation. In short, Greenspan 
hopes that the financial markets will slow, letting the economy grow more slowly 
ensuring continued success. 

Should financial managers believe the Fed will continue to talk about speculation 
rather than taking active measures to rein-in the market, stock prices will likely 
continue upward. On the other hand, should the Fed believe they have failed in 
stemming the tide of asset prices, they will abandon a policy of gentle hints to take 
more contractionary measures, for example, pushing interest rates upward. Rising 
interest rates, other things equal, will act as a brake on runaway stock prices; but, at 
the same time, rising interest rates will affect overall economic activity. Other things 
equal, higher interest rates act to slow the rate of investment spending and borrowing 
for consumption, thereby slowing the rate of overall economic activity. • 

R. Keith Schwer, 
University of Nevada- Las Vegas, Center for Business and Economic Research. 
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INSIDE POLITICS 

by Michael Sullivan 

Gaming steps up to the plate - again 

T he Nevada Resort Association 
(NRA) has upped the ante on infra

structure funding by announcing it will 
support a one percent hike in room taxes 
to be used to fund education and infra
structure improvements. 

The move was met with both praise 
and skepticism by local elected leaders, 
who agree gaming should pay more but 
are unsure whether this cmTent proposal 
requires the casinos to reach far enough 
into their rather deep pockets. 

Glenn Schaeffer, Circus Circus exec
utive and NRA board chairman, deliv
ered gaming 's plan at a news conference. 

"Most of the gaming industry leaders 
have reached an inescapable conclusion," 
he said. "We have an obligation to our 
employees and to their families to take an 
active role in maintaining and improving 
the quality of life we Nevadans enjoy." 

The NRA's plan calls for a one per
cent increase in the room tax, the bulk of 
which will go toward room tax fees. In 
addition, moneys will be diverted from 

Authority (LVCVA) budget and the 
industry will support a quarter-cent 
increase in the sales tax. 

"As the largest payers of sales tax in 
Clark County, our support comes with 
the knowledge that we as an industry will 
feel a significant impact," Schaeffer said. 

Some legislators are questioning 
whether the impact will be significant 
enough. An increase in the room tax 
could be viewed as a "pass-through" tax 
that will ultimately be paid by tourists. 
What some legislators want to see is a 
tax on gross gaming revenues, which 
would hit the casinos where they live 
and breath - in their profit margins. 

44 Nevada Business journal • April 199i 

What some legislators want 

to see is a tax on gross 

gaming revenues, which 

would hit the casinos where 

they live and breath. 

The proposal by gaming leaders and 
their lobbyists was brilliant, however. 
Recent polls have shown that the public 
is very willing to tax casinos - who 
already bear a heavy portion of the state's 
general fund. By providing a plan to raise 
new revenues - the estimate is the tax 
and LVCVA money will put about $30 
million into the state's revenue stream 
the industry may well stave off an attack 
on profits. They are seen as being proac
tive and introducing an option. 

In addition, it gives them some bar
gaining leverage. Left to their own 
*v<-;J'i:.;'~,S, 1J.'C.'[:;;l'}{ltr.."YiS Wlb.'j ~aN'C.. ~V'n&, 10.1' 
with a plan that would be based on rais
ing taxes on gross revenues. Democratic 
Senator Joe Neal, never one of gaming's 
favorite elected officials , has already said 
he will introduce a gross revenue tax 
increase which he says will raise about 
$66 million . That's more than double 
gaming's plan. It's unlikely, however, 
that Neal's plan will gain much steam. 

While most people agree agrees casi
nos must pay more, they are also the 
largest political contributor in the state. 
Aside from Neal, who has never even 
faced stiff opposition for re-election, leg
islators are very dependent upon the 
industry for campaign contributions. It is 

highly unlikely these politicians will 
pass a bill that doesn' t have the support 
of the industry. 

Schaeffer also "encouraged" other 
industries to get involved, such as devel
opers. Mark Brown, vice president of 
government affairs for The Howard 
Hughes Corporation, has expressed his 
company 's willingness to pay its fair 
share. But Irene Porter, Southern Nevada 
Home Builders executive director, said 
that increased impact fees and other taxes 
could adversely affect the smaller 
builders , and they may not go for it. 

Several legislators , including eal , 
were upset the gaming industry was 
proposing its own plan instead of waiting 
for legislators to craft a bill. But this pre
emptive strike could very well save the 
industry millions of dollars. One of the 
first rules of negotiating is starting far 
below what you know you can reason
ably afford. 

In the past, legislators have been con
stantly educated as to the fragility of the 
'b~DJ.i.D.'b i.D.ti'.L0DJ . File IJ,'.Li.t.e ~ {~w. '>.P..'>-

sions, there have been whispers the state 
was on a collision course with disaster 
for basing its budget on fluctuating gam
ing revenues - and not on a more stable 
tax base like property taxes . But with 
public opinion polls highly against prop
erty tax increases and strongly in favor of 
gaming and developer tax increases, the 
budget formula isn ' t likely to change in 
the near future . 

One thing is certain, in the next five 
months, legislators will be on the hot seat. 
Gaming lobbyists will be watching their 
every move. And so will constituents, who 
won ' t be happy if their elected representa
tives don ' t bring home the bacon. • 





LOOK WHO'S Rfu\DING • • • 
"The Nevadd Business journal as timely, 
informacive articles that provide insight to small 
business as well as major corporations. At JB 
Chemical, we value the in-depth reports on the 
stare's rapid growth and its economical impact." 

- Paula Brown 
President 

JB Chemical Company 

"The Nevada Business journal's new expanded 
format provides me with a tilnely, accurate 
portrayal of statewide political and economic 
events, and keeps me informed of people whe are 
leading their respective industries and promoting 
economic growth in their area." 

-Terry Wright 
President/ CEO 

Nevada Title Company 

"There's N~vada-and then there's the rest of 
America. Nowhere else is as entrepreneurial, 
dynamic or trend setting- whether you're talking 
education, busin~ss, government or growrh. 
Whatever new ground Nevada .is breaking will _ 
impact on what we teach at CCSN. And what we 
teach impacts on Nevada's economic development 
and our quality of life. To keep pace with this 
vibrant state, I read the Nevada Business journal. " 

- Dr. Richard Moore 
President 

Community College of Southern Nevada 

''h a leadi11g real estate developer in the fastest 
growing rate, I commend the NBj for illustratigg 
a clear pic~e and for providing substantial 
information bout the real estate industry, the 
economical advantages it presents, and the 
unprecedented growrh we are experiencing." 

-Peter M. Thomas 
Managing Partner 

Thomas & Mack Company 

"The Nevada Business journal has been a great 
resource for presentations- it conveys factual 
information on issues of great importance such as 
Nevada's accelerated growrh and robust economy. 
I thoroughly enjoy reading this monthly 
publication from cover to ·cover." 

- Elaina Blake 
President 

Blake and Associates 

"The Nevadd Business journal is an important part 
of my personal reading schedule. It provides up-to
Clare data on the ever expanding business operations 
of !:he State. Essential reading for anyone who is on 
a busy schedule-Nevada Business journal does the 
writing and I do the reading." 

- Kenny Guinn 
Chairman 

Southwest Gas 

The Nevada Business journal editorial staff conveys 
a refreshing approach of the state's economic 
development through-well-written, fact-filled 
editorials. The array of topics addressed 
exemplifies the diversity of our industries
industries which make Nevada's economy the 
strongest in the nation." ~ 

- Tim Carlson 
President 

Nevada T~t Sire Development 

"As the best selling builder in both Northern and 
Southern Nevada in 1996, we need ro stay in touch 
with business news in both ends of the state. That's 
why I read Nevadd Business journal It's the only 
publication that covers business news statewide." 

-Robert Lewis 
President 

Lewis Homes Management Corporation 

"I find the Nevada Business journal ro be a valuable 
vehicle to keep the business community on top of 
current and important issues. The comprehensive 
coverage on one of Nevada's rapid growing 
industries-construction-is essential to us." 

____ - Doug Carson 
Presiden 

Carson Constructio 

The Marketing Department at Associated 
Pathologists Laboratories reads each issue of the 
Nevada Business journal for more in-depth coverage 
of Nevada business and health care personalities, 
projects ana news. 

- Craig Shankli.:; 
Vice President pf Marketing 

Associated Pathelogists Laboratories 

F OR SUBSCRIPfiON AND AD RATES CALL TODAY, 1 



~ NEVADA BUSINESS jOURNAL 
"As Mayor, I value the conclusive information 
reported in the Nevada Business journal for it 
provides an understanding of the state's economic 
development and its diversification. I applaud the 
NBj and its staff for their continuing efforts to 
keep the business community informed on issues 
thar affect us everyday." 

-Jan Laverty Jones 
Mayor 

City of Las Vegas 

"When I am in Washington, it is important for me 
to know what is going on in the business 
community. I rely on the Nevada Business journal 
to keep me informed about business activities in the 
Silver State." 

- Richard Bryan 
United States Senator 

"The Nevada Business journal covers all facets of 
business in Nevada-corporate and executive 
pr:ofiles, political and legislative matters, 
community issues, technology advances and quality 
of life concerns-all of which are important aspects 
relating to the growth and prosperity of our great 
state. It is a most valuable tool to the business 
world." 

- John F. O 'Reilly 
Chairman & Chief Executive Officer 
Keefer, O 'Reilly, Ferrario & Lubbers 

"I look forward to receiving each issue of the 
Nevada Business journaL Every issue focuses on 
different aspects of the local economy, each of 
which provides me valuable information for my 
profession." 

- JoeW Brown 
President 

Jones, Jones, Close & Brown 

"The Nevada Business journal is the best source of 
business information in Nevada. I can read about 
my friends, customers and colleagues and what they 
are doing." 

- Berlyn Miller 
President 

ACME Electric 

"The Nevada Business journal is a tremendous 
source of information for Nevada's growing business 
community. As our Silver State continues to boom, 
the leading edge data provided by the NBj will be 
an invaluable resource to all new entrepreneurs. A 
key ingredient to successful business development 
and a diverse business community is keeping all 
businesses in the same loop. The NBj fulfills this 
role. I look forward to the continued success of the 
NBj and know that they will be instrumental in 
keeping Nevada's business community on the right 
track into the 21st century." 

- Senator Harry Reid 

"I rely on the Nevada Business journal for its 
in-depth business profiles and for information 
on statewide business trends and issues." 

- Dr. James V. Taranik 
President 

Deserr-Research Institute 

"Congratulations on the production of an 
outstanding publication which enlightens and 
promotes the good things about our community. 
It is visually attractive, easy to read, crisp, concise, 
and.. informative. 

Your focus on many different issue$ makes for lively 
and interesting reading. I look forward to reeeiving 
my copy each issue." 

-Dale E. Lay 
Vice Pr~sident 

Martin-Harris Construction 

"The Nevada Business journal is a very 
comprehensive magazine- ! thoroughly enjoy it!" 

- Mary Kincaid 
Clark County Commissioner 

"First Security Bank of Nevada has been doing 
business with the Nevada Business journal for 
several years. They are very professional in their 
approach and objective· in their reporting. The 
NBjis cenainly informative and is very beneficial 
in reaching our target audience of commercial 
business owners." 

- Russ Petersen 
Senior Vice President 

First Security Bank of Nevada 



In A City Full Of Super Stars, 
We've Made A Pretty Good Name For Ourselves. 

In the ci'ty where name.1 
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