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The Commentary

By Whose Authority?

For more information on my Commentary 
and to see some of my backup research, or 
if you wonder why I take the position I take, 
go to www.LyleBrennan.com.

Enough! Let’s Stop Bureaucrats from 
Increasing our Property Taxes
 In 2005, the state Legislature capped property tax increases for residential and com-
mercial properties at 3 percent and 8 percent, respectively. Having two different rates seems 
unconstitutional to me and many others. Article 10, Section 1, of the Nevada Constitution, 
in part, states: “The Legislature shall provide by law for a uniform and equal rate of assess-
ment and taxation.” I do not see how the divided rate system passes muster. 
 Even though the people seem to be okay with the current law, our government bureaucrats 
and other government funded organizations can’t leave well enough alone and have already 
started a campaign to go back and change the law because they want more. The game is the 
same: more tax and spend and spend and tax, with no accountability. The vicious cycle goes 
on making our citizenry big losers. It’s time to engage and make changes in our state and local 
elections. Let’s vote for lawmakers who truly represent the people and do what they say.
 With regards to property tax law, maybe it’s time to take some direct citizenry action 
and remove the power of the legislature to be lobbied every few years into making laws that 
benefits the tax and spend policy. The fight for a fair and just property tax system in Nevada, 
like Proposition 13 in California, started in 1999 with Assemblywoman Sharron Angle and 
Senator Don Gustavson. They proposed bills in several legislative sessions that were refused 
hearings and votes. They stood through all kinds of weather collecting signatures for initiative 
petitions. Their Prop 13 was fashioned off one of the only good things that has ever come out 
of California – Proposition 13. This law assesses property taxes on the amount paid, not the 
current value, thereby allowing people to have a predictable, affordable rate.
 Angle and Gustavson successfully collected the required signatures in 2007 and qualified 
for the ballot with their Nevada version of Prop 13. But, the Nevada Education Association and 
the AFL-CIO came hard against the petition and filed a law suit to stop it. It was thrown off the 
ballot by a Judge who failed to disclose that his wife was a member of the teacher’s union. 
 Last year two bills were introduced; SJR12 by Senator Gustavson and SJR13 by Senator 
James Settlemeyer. Through negotiation ,the SJR13 rendition was accepted and passed. It 
will be on the November 2018 ballot for taxpayers to approve. 
 But let’s not be so quick to vote for SRJ13. A slight deviation to the petition makes a big 
difference. They have changed the rate from 1 per cent to 1.25 per cent of the base value 
and 2 per cent to 3 per cent maximum yearly increase or decrease. Furthermore, SJR 13, 
as it went through the legislature last year, establishes a base year value for real property as 
fiscal year (FY) 2018. They say they are using FY 2018 as the base year since the bill must be 
passed by the legislature in 2015 and 2017 and passed by the people in 2018; and the base 
rate would be established the day the voters approve the measure. 
 This new Prop 13 needs to be watched closely. The base value is concerning, but more 
so is how they plan to affect and establish the value of your property. If the base valuation 
is significantly above previous years to the new Prop 13 law’s enactment, which capped 
property tax increases for residential and commercial properties of 3 percent and 8 percent, 
respectively, many people are going to be losing their properties as they will not be able to 
afford such property tax raises. 
 Call to Action: Folks, let’s keep a close eye on what our elected officials are 
doing. We need to make sure if any laws are changed, we the people, are aware 
and have a voice in the process. Vote out elected officials who say one thing and do 
another and retain those that keep their word.

2 Chronicles 7:14 (NKJV) “If my people who are called by My name will humble them-
selves, and pray and seek My face, and turn from their wicked ways, then I will hear 
from heaven, and will forgive their sin and heal their land.”
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TODAY, six years after the Patient Protec-

tion and Affordable Care Act (ACA) was 

enacted, with an economic rebound and 

significant population enlargement in the in-

terim, Nevada’s hospitals are still managing 

the impacts of those changes.

Increased Volumes
 Most Silver State hospital systems con-

tinue to experience increased patient vol-

umes, which is unusual considering the 

anticipated effects of the ACA were that 

emergency room and inpatient visits would 

decrease as people obtained preventive 

care and sought services through the proper 

channels. 

 At the ERs of Las Vegas’ Sunrise Hospital 

and Medical Center and Sunrise Children’s 

Hospital’s, for instance, patient volumes 

have increased 15 to 20 percent annually 

over the last few years, said Todd Sklam-

berg, CEO of HCA Healthcare, whose um-

brella both hospitals fall under. Because that 

heightened quantity is expected to continue, 

expansion of the ERs and inpatient beds at 

both facilities are under consideration.

Healthcare
Check-up 

Nevada Hospitals Continue
Adapting to Changes

By Doresa Banning

 Cover Story
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 Significant climbs in emergency depart-

ment visits at Dignity Health—Saint Rose 

Dominican’s three hospitals in Southern Ne-

vada have created crowding problems, said 

Brian Brannman, senior vice president, Ne-

vada operations, and president/CEO, Siena 

Campus.

 Las Vegas’ University Medical Center 

of Southern Nevada (UMC), which encom-

passes seven urgent care and seven pri-

mary care clinics, has seen “unprecedented 

growth and gains” but mostly in its outpa-

tient offerings, said Mason Van Houwel-

ing, CEO. Inpatient numbers are down, but 

those for the operating rooms and outpa-

tient services are up. Dealing with continued 

growth remains UMC’s biggest challenge, 

 Contributing factors are a swelling state 

population and a greater number of in-

sured individuals. Nevada’s number of resi-

dents has increased about 6 percent since 

2010, according to Population 2016. Most 

recent data show 33 percent more Neva-

dans obtained health insurance between 

2013 and 2014, according to the Decem-

ber 2015 report, Fact Sheet: Health Care 

in Nevada created by the research division 

of the state’s Legislative Counsel Bureau. 

Many of those newly insured now receive 

health coverage through Nevada’s Medic-

aid program. Total net Medicaid enrollment 

increased by 69 percent between fall 2013 

and June 2015, HealthInsurance.org statis-

tics show.

 Another cause is the insufficient amount 

of doctors, especially primary care physicians 

(PCP), nurses and other providers. Physical and 

respiratory therapists, for example, are needed 

to service all of the Nevadans now accessing 

healthcare. In 2013, the state’s rate of PCPs per 

100,000 population was 71, which compared 

to 100 nationally and equated to a rank of 49th 

among the states. Further, not all providers ac-

cept Medicaid patients. Consequently, some 

individuals are using local emergency rooms 

for care they otherwise should receive from a 

PCP. The severity of many of these patients’ ill-

ness, due to being untreated for years, is also 

driving the increase in ER activity.

 Insufficient psychiatric care remains a 

continuing challenge for Nevada hospitals, 

said Helen Lidholm, CEO, Saint Mary’s 

Health Network in Reno, which comprises 

one hospital and nine outpatient medical 

clinics. Individuals presenting to ERs who 

need a bed in a psychiatric facility are creat-

ing longer wait times for other patients be-

cause, oftentimes, no opening is available.  

Brian

Brannman
St. Rose Dominican Hospital

Helen

Lidholm
Saint Mary’s Health Network

Henderson Hospital, which is scheduled to open in fall 2016, is part of the Valley Health

System, which operates five acute care hospitals in Las Vegas. The new hospital

will be a part of the Union Village medical community in Henderson.
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and the leadership is looking at expanding 

its primary care component.

 “How do we grow and how do we offer 

more services to the community? How do 

we fill some of the gaps of services not pro-

vided in Las Vegas? How do we expand and 

deliver our mission and expand outreach 

to the community?” Van Houwelling said, 

echoing some of the challenges he faces.

 To address growth, Saint Rose Domini-

can hired 27 more PCPs in the last year and 

plans to boost that number to the 70s by the 

next year, Brannman said. It doubled the 

capacity of the Siena campus through the 

addition of the Dominican Tower and have 

four neighborhood mini-hospitals (eight ER 

bays and eight inpatient beds) slated for 

construction and opening in the Las Vegas 

Valley by spring 2017—North Las Vegas, 

West Flamingo, Blue Diamond and Sahara. 

Each facility will contain offices for PCPs 

and specialists for follow-up visits. Under 

consideration also are ambulatory surgery 

centers either in those buildings or nearby 

to facilitate one-stop healthcare.

 Southern Nevada’s Valley Health Sys-

tem (VHS), comprised of five hospitals, all 

experiencing similar growth, is building a 

142-bed hospital in Henderson, scheduled 

to open Oct. 31, said Karla Perez, regional 

vice president, Universal Health Services 

Inc., which owns Northern Nevada Medical 

Center (NNMC) in Sparks and the VHS in the 

south. It’s adding a patient tower to Spring 

Valley Hospital and building out a floor at 

Centennial Hills Hospital.

 Northern Nevada reflects the trend as 

well, with both Renown Health, a Reno-

based, integrated health system and ac-

CONTINUES ON PAGE 22

Comprehensive Cancer Centers of Nevada adds USC affiliation

Cancer’s assault on the body, mind and spirit is relentless. Battling it takes every 
ounce of a person’s strength, and the dedicated support of family, friends and 
physicians. This is why we believe that one of the most effective ways for a 
cancer patient to stay strong, is to stay home.

Comprehensive Cancer Centers of Nevada has made it our most important 
endeavor to call to arms the country’s most preeminent minds in oncology.  
We have brought the best and brightest here to Southern Nevada, where we will 
provide them the resources to conduct breakthrough research, in facilities where 
they can practice healing edge medicine. All so our cancer patients can stay right 
here at home—where they can focus entirely on getting well, while not having  
to expend precious energy traveling and adapting to unfamiliar surroundings.

United with the USC Norris Comprehensive Cancer Center and The US Oncology 
Network, we will wage war against one of humankind’s most cunning adversaries.  
And we will deliver more resources, more treatment options and more hope to 
patients in Southern Nevada.

To learn more, visit cccnevada.com 
or call 702.952.3350

Right Here In Southern Nevada.

More Treatments. 
More Possibilities. 
More Hope.

Mason Van

Houweling
University Medical Center
of Southern Nevada
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BUYING or leasing commercial real estate is a 

stressful and complex process that can be difficult for 

even the best of brokers in Nevada. What about for 

entrepreneurs or business executives whose areas 

of expertise may be in gaming or healthcare? How 

should they evaluate the pros and cons of buying or 

leasing, choosing a location and making a purchase?

A Guide to the 
Rebounding 
Commercial RE Industry
By Chris Sieroty

How  to
lease 
or  buy 

   Feature Story
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 Taber Thill, senior vice president at 

Colliers International in Las Vegas, said 

it’s important for executives to ask bro-

kers questions about their experience, 

or what area of commercial real estate 

they specialize in and if they are able to 

find you the property a company needs. 

As for the entrepreneurs and executives, 

Thill advised having an idea of what type 

of commercial property needed, and be 

willing to adjust expectations to maximize 

the investment.

 Commercial real estate includes a 

number of property types. According to 

the National Association of Realtors, mul-

tifamily residential, office, industrial or re-

tail properties that can be bought or sold 

in a real estate market are all considered 

commercial real estate.

 So should a Las Vegas or Reno busi-

ness owner buy? “I think it all depends on 

what their requirements are for space,” 

said Sheila Colfer, president of CCIM, or 

Certified Commercial Investment Mem-

ber, Northern Nevada.

 Colfer said it’s also about getting 

greater control over the costs of real es-

tate, as opposed to leasing where mar-

ket conditions could lead to higher rental 

costs. Another benefit to buying is tax 

purposes and asset appreciation. Both 

Colfer and Thill said there was no one-

size-fits-all strategy for buying or leasing 

commercial real estate.  It depends on the 

needs of each business. With that in mind, 

when deciding to buy or lease it’s impor-

tant to understand the market.

Market Conditions
 After several years of recession followed 

by years of modest, but uneven, economic 

recovery statewide, Nevada’s commercial 

real estate market finally seems to be back 

in business. That growth is being led by 

strong numbers in taxable sales and em-

ployment. Occupancy in commercial real 

estate is rising, led by industrial but with 

credible increases in office and retail.

 Due to an upswing in the market, in-

vestors and tenants are willing to buy and 

lease. In fact brokers completed a number 

of sizeable deals last year, including the 

VFM Manufacturing Facility in the South-

   Feature Story

Taber

Thill
Colliers International

The CCIM Network represents a diverse group of commercial real estate professionals that 
reflect multiple disciplines within the industry, including leasing, appraisal, commercial brokerage, 

investments, property management, lending/mortgage banking, legal and development.

Site Selection | Development | Brokerage | Leasing
Valuation | Lending | Investment Analysis

Now More Than Ever...
Some Things in Life

Demand Total Expertise

To contact a CCIM expert in your market,
call 702-798-5156 or visit www.ccim.com

Sheila

Colfer
CCIM, Northern Nevada
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west part of Clark County for $10.5 million 

in November.

 Overall, investment sales in Southern 

Nevada totaled $204.2 million last year, 

with just over 2.3 million square feet sold 

for an average price per square-foot of 

$88.55. The average sale size was 59,000 

square feet in Southern Nevada.

 Leasing rates for industrial, office, re-

tail and medical continue to gather mo-

mentum. “But supply is a little concern-

ing, especially when it comes to big box 

retail and distribution space,” said Jarrad 

Katz, a senior vice president and princi-

pal with MDL Group in Las Vegas. “Lease 

rates have not reached a value that would 

justify the construction of more large in-

dustrial properties in Southern Nevada.” 

 According to Colliers, the average in-

dustrial lease rate in Southern Nevada 

was 64 cents per square foot.

 “We are about a year or so away from 

running out of 5,000 to 18,000-square-

foot space,” Katz said. “There’s not much 

of that space being built, because it’s 

more expensive to build with more bath-

rooms and office space.” 

 He also attributed the slowdown in in-

dustrial construction to “comps at break 

even and [spiking] prices for land” in 

Southern Nevada. 

 “I don’t see land prices going down,” Katz 

said. “Along the (southern) beltway, that land 

was trading at $1 million an acre in 2006 and 

2007. When the recession hit, the zone was 

changed to residential to get top dollar.”

 In Northern Nevada, both demand for 

office and industrial space continues to be 

very strong as leasing activity continues 

to increase in all the major submarkets as 

well as investors returning to the market. 

   Feature Story COMMERCIAL AND RESIDENTIAL BROKERS

Commercial Real Estate Terminology

After interviewing commercial real estate brokers in Las Vegas and Reno, here are 

some key terms and their definitions to make it easier for executives and entrepre-

neurs looking to lease or buy property.  

ABSORPTION: The amount of inventory or units of a specific commercial property 

type that become occupied during a specified time period (usually a year) in a given 

market, typically reported as the absorption rate. Accumulated cost recovery.

AMORTIZATION: The repayment of loan principal through equal payments over a 

designated period of time consisting of both principal and interest. 

ANNUAL DEBT SERVICE, OR ADS: The total amount of principal and interest to 

be paid each year to satisfy the obligations of a loan contract.

ASSESSED VALUE: The value of real property established by the tax assessor for 

the purpose of levying real estate taxes.

COST OF OCCUPANCY: Expenditures that are required to assume and main-

tain occupancy of a space. Such expenditures include rent and/or mortgage pay-

ments, and recurring costs, such as real estate taxes, repairs, operating expenses 

and other outgoings directly resulting from the use of the property. 

CONTRACT RENT:  The total rental obligation, expressed in dollars, as specified 

in a lease. Also known as base rent.

DUE DILIGENCE: The process of examining a property, related documents and 

procedures conducted by or for the potential lender or purchaser to reduce risk. 

Applying a consistent standard of inspection and investigation, one can deter-

mine if the actual conditions do or do not reflect the information as represented.

GROSS RENT MULTIPLIER (GRM): A method investors may use to determine mar-

ket value. This method calculates the market value of a property by using the gross 

rents an investor anticipates the property will produce at end of year one multiplied 

by a given factor (known as the gross rent multiplier extracted from the marketplace).

LANDLORD-PAID TENANT IMPROVEMENTS (LPTI): The total cost (outlay) of 

necessary tenant improvements paid by the landlord netted against any contribu-

tion made by the tenant.

REAL ESTATE FLUCTUATIONS:  Short-term variations in real estate prices or rents 

(usually lasting anywhere from one day to a few months) caused by natural hazards 

(such as tornadoes, hurricanes, floods, earthquakes and wildfires) or boosts or 

shocks to the local economy (such as the entry or exit of major employers).

TRIPLE NET LEASE: A lease agreement that designates the lessee (the tenant) 

as being solely responsible for all of the costs relating to the asset being leased in 

addition to the rent fee applied under the lease. The structure of this type of lease 

requires the lessee to pay for net real estate taxes on the leased asset, net build-

ing insurance and net common area maintenance. The lessee has to pay the net 

amount of three types of costs, which is how this term got its name.

Jarrad

Katz
MDL Group
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Questions to Ask
A Commercial Broker
 Choosing a broker to help find com-

mercial space for a business or negotiate 

a lease can be a daunting task. Thill said 

any executive or entrepreneur should make 

sure that a broker’s experience, capacity, 

motivation and specialization will work for 

them. He said before choosing a commer-

Publicity and awareness of the Reno in-

dustrial market is at an all-time high. Inter-

est from manufacturers, distributors, and 

investors remains strong.

 Similar to the industrial market in South-

ern Nevada, product under 100,000 square 

feet is very tight. According to Colliers in 

Reno, available Class A under 100,000 

square feet, “is almost nonexistent.” 

 “I think everybody had a good year in 

2015, and continues to have a good year 

early on in 2016,” said Colfer. “It started 

with Tesla, and continued with Switch and 

other companies moving into the region.” 

 Colfer, who is also a broker with Dickson 

Commercial Group in Reno, credited the at-

tractive commercial real estate market to the 

Economic Development Authority of West-

ern Nevada (EDAWN) and their efforts at at-

tracting businesses to Northern Nevada. 

 “Our market has tightened up,” Colfer 

said. “Company executives looking to buy 

or lease should make sure they give them-

selves enough time. They need to start 

earlier than they think when it comes to 

looking for space.”

 In terms of office space in Southern 

Nevada, Thill said it all depends on loca-

tion. He said those areas where “demand 

is very high” include the 215 Beltway, the 

Southwest and in The Hughes Center, a 

well establish 1.4 million square feet of 

Class A space. Thill said most businesses 

are looking at those areas, while the older 

areas of the region are suffering from out-

dated product.

 “A lot of these buildings were built in 

the 1980s and are single story for a single 

tenant,” Thill said. “The average single 

tenant size in the 1980s averages 2,000 

to 2,500 square feet. Today that’s up to 

between 7,000 and 8,000 square feet.”  

 Thill stressed that potential buyers 

and tenants should ask their broker about 

the market conditions, and whether their 

firm has research to help choose where 

the best opportunities are to buy or lease 

commercial real estate.  

   Feature Story
cial real estate broker collect information 

by asking the broker specific questions 

about how they’ll handle each client.

What is the broker’s specialization?

Does the broker focus specifically on the 

area where their client’s building is located 

CONTINUES ON PAGE 64
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We have an oncology and hematology practice, so 
the bulk of our work is treating patients affected by 
cancer. This is a small practice, and cash flow is  
number one for us to function well. Moving cash in 
and out in a streamlined manner is very important. 
City National provides all the services that facilitate 
running our practice smoothly. Including the 
financing for our cancer center.

City National is The way up® for my business.

Jorge Perez, M.D.
Sierra Nevada Cancer Center

Visit Findyourwayup.com/SolutionsNV  
to hear from other City National clients.

“ City National provides  
solutions I trust.”

Find your way up.
Call (775) 461-2517 
to speak with a business banker.

City National Business Banking CNB MEMBER FDIC

http://www.findyourwayup.com/SolutionsNV
http://www.cnb.com
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of my practice is leasing work. Now people are 

taking leasing work and taking the lowest bid, 

maybe shipping it overseas to have people in 

other countries do it. It’s a commodity. On the 

litigation side, things like document review and 

different things that you learned when you’re 

a younger lawyer are being shipped out too 

to the lowest bidders. While that is pretty dis-

concerting and is a big blow to our business 

model, if you are a creative problem solver for 

your clients you can provide some value and 

solve the problems that they have every day. 

Those are the kinds of things that will never be 

commoditized. 

JOHN MOWBRAY: The consumer liquidity index 

is improving, the confidence level is growing, 

the net worth is growing and is on the up-

swing, disposable income in Southern Nevada 

is growing, inflation is low. Oil prices are low, 

which is good for the traffic coming in. North 

Dakota leads the nation in growth in the last 

period report. Colorado is number two and 

Nevada is number three. We’re right at the top 

there. Seventy-two percent of the non-farm 

employment in Nevada is improving. That’s 

with the tourism and gaming industry. The Las 

Vegas Convention and Visitors Authority has 

projected a 2 million visitor increase in tourism 

this year over last year. That’s a healthy sign 

for our economy.

NILE LEATHAM: What we’ve seen in the bank-

ruptcy world is, after the beginning of the re-

cession, there was a lot of activity and a lot of 

work. That has dropped off significantly in the 

last couple of years. When the economy was 

strong, and this is counter-intuitive, Chapter 11 

was also very strong. There were people that 

were venturing capital. They were taking risk. 

They were doing things to look for opportuni-

ties in the economy. I have not seen that as I 

have in the past.

MICHAEL FEDER: From a litigation side, it 

seems pretty stable. I’m starting to see differ-

ent types of cases starting to come out again. 

We went from all the foreclosure actions, now 

the number one case you’ll see out there are 

quiet title actions. The court systems are inun-

dated with those cases.

ost industries have experi-

enced an energetic pick up in 

business as the economy has 

recovered. Nevada law offices 

are enjoying an improved economy but are still 

facing their share of challenges. While clients 

continue to practice caution after the reces-

sion, numbers are showing improvement for 

lawyers in the Silver State. Top attorneys re-

cently met at the Las Vegas office of City Na-

tional Bank to discuss factors affecting their 

practice today, from industry professionalism 

to the new Court of Appeals.

 Connie Brennan, publisher of Nevada 

Business Magazine, served as moderator 

for the event. These monthly meetings are 

designed to bring leaders together to dis-

cuss issues relevant to their industries. Fol-

lowing is a condensed version of the round-

table discussion.

HOW IS THE ECONOMY 
AFFECTING BUSINESS?

WILLIAM URGA: We’re still a fragile economy. 

All the numbers are looking better, but they 

have to look better. We couldn’t have gotten 

much worse. People are starting to get more 

comfortable in using their disposable income. 

Businesses made it through this tough period 

and now they’re hanging on. I just don’t feel 

that the confidence is quite there yet.

JEFF SILVESTRI: You see an increase in some 

of the business deals and some of the trans-

actions. In litigation, you can sense that people 

are still pretty cautious about pulling the trig-

ger on filing lawsuits because it’s expensive 

and they want to work it out any way they can 

before they start spending the kind of money 

it costs now to litigate a case. 

SAMUEL SCHWARTZ: Bankruptcy filings went 

from a peak of 2.2 million to just under 900,000 

last year. You’re talking about a drop of 60 per-

cent. Looking at the bigger scale Alon, [a ho-

tel-casino project] is stalled now because the 

credit markets aren’t where they need them to 

be. Genting, [developer of Resorts World] is 

struggling on more of a national frame. They’re 

slowly starting to work, but the Great Wall 

they’re doing across from the Wynn isn’t mov-

ing like it was going to. Fontainebleau is on the 

market. I see some good redevelopment go-

ing on in a lot of the hotels on The Strip. The 

numbers are going up, but I’m curious to see 

how well it will go up with those projects stall-

ing again. To me, it’s a sign that we’re still go-

ing to go sideways for a while here. 

MANDY SHAVINSKY: I’m a real estate lawyer 

and one of the bread-and-butter components 

 Industry Focus
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 Industry Focus
DAN WAITE: I’m very encouraged. It seems 

like, from a lender standpoint, money is flow-

ing again. At least it’s loosening up. I’m not a 

real estate attorney, but our real estate and 

business attorneys are doing deals again, 

which for quite a while they were all but shut 

down. We used to see something a few years 

ago that you never saw - plaintiffs suing their 

clients for unpaid fees. An indication to me 

that things are getting better is you now rare-

ly see that. We have other things to occupy 

our time. 

HOW HAS 
PROFESSIONALISM 
IN YOUR INDUSTRY 
CHANGED IN THE LAST 
FEW YEARS?

SCHWARTZ: The acrimony among the law-

yers [is one change], we see it in the Supreme 

Court, we see that coming through the legal 

community. There’s just a healthy amount of 

divide. I hear clients saying, “You’re being too 

nice.” They’re mistaking professionalism for 

being nice, and it’s not the same thing. We’re 

winning, we’re just being professional about it. 

It’s frustrating.

URGA: I pride myself in being professional. I’ll 

fight you tooth and nail in the courtroom, but if 

we can’t have a beer afterwards, something’s 

wrong. In today’s world, I don’t think it’s quite 

that way anymore. We’re seeing less profes-

sionalism among the attorneys and with the 

courts, even. That doesn’t help the profession. 

If the judges would start sanctioning attorneys 

for some of the things they do, that may make 

a difference.

SILVESTRI: I’ve seen some of the more effec-

tive judges starting to do that. In the state and 

federal court, they’re admonishing people. It’s 

also a bigger group. There’s more lawyers. 

There’s probably less control over how they’re 

trained and there’s more lawyers who come 

in from out-of-state. You can sit in court and 

almost identify, as you’re watching people 

argue, which lawyer is from Nevada and has 

been here a long time and which lawyer is here 

on a one-time case from some other state.

DUANE FRIZELL: I noticed that the judges that 

are more willing to hold the counsels to be re-

spectful get a better result. It would be great if 

the judges could continue to set the example, 

not only in terms of the rules and applying 

them, but in the courtroom when they make 

their rulings, the way they treat counsel, the 

way they treat the witnesses. That sets a tone 

in the courtroom. 

JOHN STEFFEN: I think we’re all aware how 

people view our reputation. National polls 

show that lawyers are some of the most de-

spised people on Earth. I think that we all try to 

do a better job to make sure when we counsel 

clients that we’re not overselling, that we’re re-

alistic in what the outcome will be and what it 

will cost. All of us here much prefer when we 

see that we’re dealing with an opposing coun-

sel that’s experienced versus a young litigator 

that’s just trying to make a name for himself. It 

comes down to training and having more in-

tegrity in how we teach and help inspire young 

lawyers.

FEDER: I talk to young lawyers all the time and 

a comment I make to them is, “All you have 

is your reputation.” At times, you might have 

a client that is pushing you. They have to un-

derstand that you practice here everyday and 

you have to maintain that [reputation]. Some of 

the younger attorneys have a privileged per-

spective; they think because they went to law 

school, they know it all. You have to bring them 

down to reality.

HOW HAVE 
GENERATIONAL 
ISSUES FACTORED IN?

SHAVINSKY: There is an increasing number 

of people who, for whatever reason, may not 

want to put the amount of work in [traditionally 

expected of lawyers]. I’ve noticed that doesn’t 

mean they’re not smart. It doesn’t mean that 

they don’t want to work hard and put out a 

good work product. They just don’t want the 

lifestyle that they perceive a lot of the partners 

having. Part of what’s resulted for all of us is 

we have to come up with more flexible ways to 

accommodate someone who is a good law-

yer, great with people, can do good work, but 

doesn’t want to have to put in the time over 

seven to 10 years to generate the kind of busi-

ness to become a partner in a firm.

FEDER: Not everyone wants to be a partner or 

shareholder member of the firms. People just 

want to continue working, so they know that 

expectation from the get go. Some people 

don’t have the gift of gab. They can’t just go 

out and take control of a room, but they can 

garner business by their work product, for the 

stuff they put together and how well they do. 

They can start garnering business off of that.

ANTHONY MARTIN: You have to have some 

form of professional development and inclu-

sion program that allows you to be adaptive 

and flexible in how you manage the expecta-

tions of your attorneys. You don’t have to be 

stuck to your desk with a library that doesn’t 

really exist anymore, except for in the cloud, 

to be able to do your job as an attorney effec-

tively, especially when your clients expect you 

to be plugged 24 hours a day, seven days a 

week. You have to have that flexibility. We just 
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hired an of counsel, and there is a business 

plan before they walk in the door that says this 

is what we expect of you. Be very proactive, 

but also be inclusive and communicative so 

they meet your expectations. It’s not as easy 

as you need to bill 2,000 hours a year and 

we’re just going to let you get there. It’s giving 

them the tools to a professional development 

program. Also, recruiting people from atypi-

cal places so you have a much more diverse 

workforce when it comes to demographics. 

That’s part of the problem with law firms. They 

keep going to the same well instead of ex-

panding that pool.

URGA: I understand that the younger people 

want to have more time out doing other things, 

but we’re professionals. You’re supposed 

to do the best you can for your client. If that 

takes more than eight hours, you better do it. 

Otherwise, you’re not doing what you’ve taken 

an oath to do. The oath is to represent your cli-

ent to the best of your ability, and your ability 

doesn’t always run nine to five. 

SILVESTRI: The challenge is, where I was a 

young lawyer, we sat at our desks. You got 

there at seven in the morning and you stayed 

there because there was no other way to get 

your work done. Now we have to work with 

younger lawyers and acknowledge that they 

can sit at home on their laptop from eight in 

the morning until noon, come in and work 

maybe from noon to six, then go home, have 

dinner with their families, pick up their laptop 

and work again. As long as the work’s done 

and the client’s happy, that’s okay.

HOW DO YOU 
MANAGE CLIENT 
EXPECTATIONS?

MARTIN: Technology allows you to be plugged 

wherever you are in the world. In the new nor-

mal, it’s instant gratification. It’s training, not 

only the new generation to meet that expecta-

tion, but training us as leaders for succession 

planning. To understand that, we have to allow  

flexibility to occur because not every client 

works nine to five. You have to be available all 

the time, effectively.

SHAVINSKY: The challenge with getting back 

to your clients immediately, you start typing 

out a response that you think is well-versed 

and incorporates the answers that they want, 

and you go back and read it and say, “You 

know, I need to think about this.” If I don’t go 

back and redo this email or at least try to flush 

these issues out, I’m going to give them bad 

advice and that’s a bigger disservice than 

not getting back to them in half an hour. They 

need an immediate response, but they also 

don’t need the wrong information. It’s a very 

difficult judgment call to figure out when to do 

that and when not to do that. I know we’ve all 

sent emails we wish we could take back be-

cause it wasn’t exactly what we meant to say 

in the spur of the moment to try and get back 

to somebody.

FRIZELL: Managing expectations is a big part 

of our practice in terms of having an open con-

versation [with clients]. From the very begin-

ning, I like to sit down with my clients and say, 

“We want to provide you the best service. I 

know that you want immediate responses, but 

you have to understand that sometimes I’m 

going to be in court or in deposition, meaning 

I’m not going to be able to meet with you right 

then. I am going to take your email, your text 

message, your voicemail and I’m going to get 

back to you as soon as I can, but I want to 

have a very good conversation when we do.” 

Helping to manage expectations helps them 

feel that, yes, they are being validated that 

they’re important, but at the same time under-

standing that you have limitations.

HOW HAVE YOUR 
FEE STRUCTURES 
CHANGED?

SILVESTRI: You can get clients to agree to a 

flat fee structure, or you can find some alter-

native fee structure that they understand what 

the cost is going to be and we don’t have to 

itemize everything we do, but those are pretty 

hard to put together. 

URGA: One of the frustrating things is, if I’m 

talking to one of my partners or an associate, 

you can only bill for one attorney. It makes it 

artificial because you’re still going to talk to 

that attorney because that attorney is the one 

who’s done the research or has had a case 

similar to that. It’s becoming much more dif-
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ficult for my practice to keep track of all the 

costs. Plus, you’ve got in-house counsel for 

all these companies that look at everything. I 

mean everything. So you’re dealing with a dif-

ferent world. Lawyers now, with format billing, 

are having to spell out everything.

MARTIN: We have a pricing committee that 

forms these types of AFAs (alternative fee 

structures) for companies that we work with, 

but we still are required to itemize everything 

we do for purposes of justifying the bill if we 

seek a fee award, or something of that na-

ture, in court. We wish it was as simple as the 

flat rate. We could just go ahead and say it’s 

$3,000 for a statement of position. That’s a 

standard flat fee commoditization of a particu-

lar task, but not every task can be commod-

itized. Some things do require hourly thinking 

and hourly analysis.

WAITE: There’s been a lot of discussion over 

recent years about alternative billing tools and 

mechanisms and the death of the billable hour. 

Maybe the commoditization of routine, repeti-

tive work, you might be able to structure a flat 

fee that’s a win-win situation, but many of us 

here are litigators. I don’t know what your ex-

perience is, but mine is that it’s extremely dif-

ficult to be predictive of what’s going to hap-

pen in litigation. What you do when a client 

is asking for some sort of a fee is you have to 

estimate on the high side. Then you risk pricing 

yourself out of the market. It just doesn’t work.

HOW HAS THE COURT 
OF APPEALS AFFECTED 
THE INDUSTRY?

STEFFAN: Our appellate partner said that it’s a 

game changer. What used to take two or three 

years with the Supreme Court, he just got his 

first decision back in six months from the time 

he filed his opening briefs. Clients are now a lot 

more apt to use that vehicle, file appeals and 

take that risk, when they know that it’s timely.

MOWBRAY: I’ve got this report for the latter six 

months of last year. It’s a push down model. 

You still file like the old way, then the [Supreme 

Court] decides what is going to go down to 

the Court of Appeals. They were assigned 500 

cases and disposed 304, which is a disposi-

 Industry Focus

tion rate of 61 percent. That’s pretty good. 

With only being operational for six months, 

the number of pending appeals with the court, 

as a whole, went from 1,985 down to 1,739, a 

decrease of more than 12 percent. 

SILVESTRI: It’s helping the Supreme Court get 

its backlog down and it’s getting cases ad-

judicated through the Supreme Court more 

quickly as well.

URGA: They started with the Appellate Court 

having a very limited number of things they 

could really hear. I have a feeling after about 

a year they’re going to start pushing more of 

them down.

WAITE: One of my partners said the Supreme 

Court is still very much crushed, but what 

this has demonstrated is that a panel of three 

judges can very effectively handle 500 to 600 

cases a year. The next step is if a panel of 

three can handle 500 to 600 cases a year, a 

panel of six can handle twice as much. That’s 

probably what’s coming next.
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CONTINUED FROM PAGE 11

countable care organization, and NNMC 

experiencing an uptick in new patients 

and visits. 

 For Saint Mary’s, patient volumes at the 

hospital grew 7 percent and at the medical 

group 8.5 percent from 2014 to 2015, Lind-

holm said. The increased patient visits over-

all are due mostly to the Medicaid expansion 

but, also, more people moving to the area, she 

added. The health network recently added a 

North Valley clinic and a 46,000-square-foot 

campus in northwest Reno to accommodate 

these ascending numbers and offer neighbor-

hood access to care. The Robb Drive facil-

ity will offer a concierge pharmacy service, in 

which the medications a patient requires after 

hospital discharge will be provided before-

hand at their bedside.

Reimbursement Issues
 Nevada’s hospitals are struggling with 

the rate of payment from the state’s Med-

icaid program, which is 57 percent of cost, 

not charges. Last year it was increased for 

the first time since 2001, but the 5 percent 

boost doesn’t even cover the cost of infla-

tion, Sklamberg said. Further, the change 

only was for two years, so by the end of 

2017, the rate will revert back to 53 percent. 

 “We have now an expanded popula-

tion of Medicaid with reimbursement levels 

for tertiary care which are unsustainable,” 

Sklamberg said, adding the state legislature 

must address the situation in the next ses-

sion. In the meantime, Sunrise executives 

will continue working with lawmakers and 

Medicaid representatives to determine ways 

to enhance payment.

 “Margins across our system and every-

one’s margins have certainly decreased,” 

Brannman said. “Our mission is to treat 

everyone that comes in and give the same 

level of care, but it does present a challenge 

at current reimbursement.”

 Additionally, remuneration continues 

to shift from being volume to value-based, 

Perez said. The federal government’s Cen-

ters for Medicare & Medicaid Services initi-

ated this payment system that incentivizes 

hospitals and physicians to deliver quality 

care and achieve good outcomes as well 

as penalizes those that don’t measure up. 

Additional payers are adopting it, too. Con-

sequently, healthcare providers continue to 

concentrate on three aims: offering greater 

access to care, ensuring quality care is de-

livered and administering care as efficiently 

as possible. 

 “The game is getting harder in hospital 

and health care. You have to do better ev-

ery day,” said Dr. Anthony Slonim, president 

and CEO, Renown Health.

 To adapt, the Saint Rose Dominican 

team has adopted lean techniques and ef-

ficiency practices and standards, Brannman 

said. It’s involved in a trial project involving 

bundled payments, wherein hospitals are 
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laborate via telemedicine when necessary 

to keep patient care in Southern Nevada.

 A major focus for Renown Health is pe-

diatrics, Slonim said. It launched a Child 

Health Institute, which, with $5 million in 

seed money, will advance the health of 

Northern Nevada’s roughly 100,000 chil-

dren. Recent creation of the Sierra Pediatric 

Blood and Cancer Consortium, a collabora-

tion with five organizations, will maintain and 

expand local pediatric hematology oncol-

ogy services. Pediatricians employed by the 

University of Nevada, Reno and by Renown 

Medical Group were merged into one clini-

cal department to eliminate a segmented 

market. The hospital system continues ex-

panding its telemedicine services, via Skype 

and other modes, particularly to the state’s 

rural communities.

 Northern Nevada Medical Center re-

cently debuted bariatric surgery, Perez 

said, and installed a da Vinci robot system 

for use in urologic, general and gynecolog-

ic surgeries.

 Saint Mary’s has reinvested $60 million 

back into its health network and the com-

munity over the past three and a half years, 

Lidholm said. Newer additions include a 

sleep center, a women’s health center with 

midwife services and a wound care/limb 

salvage program. 

Medical Education
& Training
 With two new medical schools—Univer-

sity of Nevada, Las Vegas School of Medi-

cine (UNLV SOM) and Roseman University 

College of Medicine—slated to open in 2017, 

the state’s hospitals are re-establishing and 

forging new partnerships to offer residen-

cies, fellowships and educational/training 

programs for physicians, nurses and other 

healthcare providers. 

 UMC will continue to host residents and 

fellows from the Reno’s School of Medicine 

until UNLV SOM opens, then it will switch 

to accommodating students from that 

neighboring school, Van Houweling said. 

reimbursed a set fee for an episode of care, 

say from preoperative visit to surgery to dis-

charge to 90 days of after-care, instead of 

per service supplied (fee for service). This 

trend, expected to gain momentum, Perez 

said, requires greater collaboration among 

all of the providers involved to deliver quality 

care effectively, achieve the required metrics 

and share in any savings that may result. 

 Whereas compensation rates remain a 

challenge, Van Houweling said, the ACA and 

Medicaid expansion have led to financial 

growth for UMC. This is because a preponder-

ance of uninsured individuals pass through its 

doors as opposed to those of the other regional 

acute care hospitals, and that population has 

decreased from about 40 percent to 11 percent.

 “Overall, it’s benefitted taxpayers of 

Clark County, as it’s less of a tax burden,” 

he added.

 Saint Mary’s is working at the state and 

federal levels and collaborating with payers 

to achieve a situation where all healthcare 

providers serve Medicaid patients. 

 “If everybody steps up and takes their 

share, we could all survive,” Lidholm said.

What’s New
 From state-of-the-art medical equip-

ment to patient programs, Nevada’s hospi-

tals continue to add offerings and enhance 

existing ones.

 Saint Rose Dominican is developing its 

Quality Peer Network, working with physi-

cians, more than 600 to date, to improve 

quality of care, Brannman said. It’s expand-

ing its work with the Stanford Hospital and 

Clinics staff in the treatment of cardiovas-

cular, thoracic and neurological disorders 

along with its relationship with the regional 

Catholic charities to assist the homeless 

and other disenfranchised individuals in ac-

cessing healthcare. 

 Along with ongoing robotics surgeries, 

UMC now offers SPOTS, or Screening for 

Pulmonary Oncologic Tumor Services, a 

lung imaging and screening program us-

ing navigational bronchoscopy, said Van 

Houweling. Since January, the hospital has 

trained 4,000 employees plus physicians 

on its new “I Care For You” program aimed 

at enhancing patients’ experience at UMC. 

The leadership remains active in ensuring 

the Las Vegas Medical District, in which 

imaging centers and physicians’ offices are 

popping up, is a success. 

 A Ronald McDonald Family Room 

opened at Sunrise Children’s Hospital in 

mid-March to provide families with a com-

fortable, supportive space to sleep, eat, rest 

and rejuvenate near the Neonatal Intensive 

Care Unit, Sklamberg said. Late last year, 

HCA Healthcare acquired 14 urgent care 

centers and plans to develop additional 

sites throughout the Valley. Other recent 

changes include renovation and expansion 

of the cardiac catheter laboratory, addition 

of an electrophysiology lab, which allows for 

treatment of abnormal heart rhythms, and 

introduction of a Digestive Health Institute. 

New equipment includes a da Vinci robot 

for multi-quadrant surgical procedures, blue 

light cystoscopy for detecting and diag-

nosing bladder tumors, three-dimensional 

mammography and a 3T MRI machine. 

 The Valley Health System initiated a 

post-acute transitional care program that al-

lows inpatients to transition smoothly from 

hospital to home, Perez said. Patients at 

high risk for readmission get a home visit 

within 24 to 48 hours of discharge, during 

which any obstacles to care—needs for 

rides, prescription pickups and the like—

are dealt with. Nine months in, the program 

already has resulted in lower readmission 

rates. The VHS’ pediatrics provider, Sum-

merlin Hospital, entered into an agreement 

with Intermountain Healthcare’s Primary 

Children’s Hospital in Salt Lake City to col-
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Governmental Factors
 The State of Nevada wants to add a third 

Medicaid managed care plan in 2017 and 

this summer will issue a request for propos-

als for that. Whereas that would benefit the 

state, an adequate network of physicians, 

other providers and facilities is needed to 

service those patients, Sklamberg said, 

which currently isn’t the case.

 Improving outcomes and facilitating 

ease of access to healthcare will remain 

center stage, Van Houweling said, and po-

tentially could become mandated via legis-

lation or other initiatives at some point. 

 Who wins the U.S. presidential election 

this year and the consequences for health-

care, specifically the ACA, remain a wild 

card. Will the ACA be repealed or otherwise 

modified? What would replace it? How hos-

pitals prepare for these unknowns, Slonim 

said, is to “keep doing your work.”

Saint Rose Dominican plans to add 100 to 

120 residency slots among its three hospi-

tals, beginning in 12 to 18 months, Bran-

nman said. Sunrise Children’s Hospital 

established a pediatric residency program 

in conjunction with UNSOM’s department 

of pediatrics, Sklamberg said. Both Sun-

rise facilities, which currently train 100 

new graduate nurses per year, are looking 

to expand that program and add medical 

educational opportunities, too. In addition 

to its own internal specialty training pro-

grams, The Valley Health System is also 

developing a graduate medical education 

program, recruiting from UNSOM, Touro 

University Nevada and outside the state. It 

plans to take its first residents in July 2017 

and grow the program to more than 300 

participants.

 Renown is expanding its residency pro-

gram—this year expecting 58 residents 

in family medicine, internal medicine and 

psychiatry—and fellowships in hospital 

and palliative care as well as geriatrics. In 

January of next year, as the result of a new 

relationship, students of St. George’s Uni-

versity on Grenada, a Caribbean island, will 

begin rotating through Renown’s hospitals 

for training in their third or fourth years. Re-

nown and UNSOM will debut a Master of 

Physician Assistant program in June 2017. 

Saint Mary’s is developing a family medi-

cine residency program to start in fall 2018 

and is working with the local community 

colleges to offer technology education pro-

grams, such as for imaging and operating 

room technologists, as soon as next year.
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and CEO of Nevada Business Magazine. 

The breakfast event was hosted by the 

magazine and sponsored by Snell & Wilmer 

and Wells Fargo Bank. Panelists included 

Debra Alexandre, president of Nevada 

State Development Corporation (NSDC), 

Robert Anderson, a partner with Snell and 

Wilmer and Guy Gugino, a business devel-

opment officer for the Southwest region of 

Wells Fargo, SBA. 

t’s been said that money makes the world 

go ‘round. Well, that’s certainly true when 

it comes to business. Whether small 

business or big business, a solid finan-

cial statement is necessary for any company 

to be successful.  Unfortunately, that’s of-

ten easier said than done. Start-up financ-

ing, loans for existing businesses or project 

loans can be hard to get and, with the recent 

recession, caution rules the day. Regard-

less, oftentimes if a business is to grow or 

a project is to become a reality, there’s no 

other choice but to find financing. 

 As part of Nevada Business Magazine’s 

Business First Breakfast series, a panel of 

experts recently gathered in Las Vegas to 

address financing issues and answer audi-

ence questions on the topic. The panel dis-

cussion, which was held mid-March, was 

moderated by Connie Brennan, publisher 

I
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Gone are the days of “handshake loans” 

and bankers, by necessity, are more cau-

tious when it comes to lending.  

 “I started in banking right after the sav-

ings and loan crisis,” said Gugino. “So, I 

was raised by guys who were angry bank-

ers. Character is a big issue with credit. In 

the old days, you used to be able to shake 

a man’s hand and understand that meant a 

lot. It doesn’t anymore. What bankers want 

is to be paid back. It’s something we came 

up with in Wells Fargo about 150 years ago 

and everyone forgot about that in the early 

part of this decade. The only way to deter-

mine whether or not we’re going to get paid 

back is, first, the analytics of the financials, 

but also understanding the character of 

the individual. Is this someone who takes 

on debt or obligations and decides they 

aren’t important and they’re not going to 

pay them back?”

 While paying the banker back may be 

a novel idea to some, for many businesses 

the recession was a blow to credit when 

it comes to new financing, but not an un-

surmountable one. Anderson advises that 

businesses be upfront when seeking fi-

nancing. He said of bankruptcy, “You need 

to be able to explain the circumstances that 

caused you to go into that. Be upfront with 

it and don’t hide it; embrace it. There’s a lot 

of companies that went through bankrupt-

cy in the last couple of years. The tidal wave 

of the economic recession was something 

they just couldn’t avoid. You just need to be 

able to tell your story.”

 “We do look at the reason someone 

filed for bankruptcy, how long ago it was 

and have they re-established credit since 

that bankruptcy,” echoed Alexandre. “We 

want to know what happened in the bank-

ruptcy. We don’t like bankruptcies where 

you ran up a ton of credit card debt and 

just filed bankruptcy and had it all writ-

ten off. [We want to know] if you have a 

specific reason for bankruptcy. We’re see-

ing a lot of them from the course of the 

Preparation is Key
 Financing is a tricky topic as there are so 

many variables involved depending on the 

type of loan needed and what the loan is be-

ing used for. The expert panelists were able 

to provide information for those looking to 

finance a business or project while address-

ing some of the challenges they may face. 

One of the most important issues for those 

looking to finance is preparedness.

 “The biggest problem people face 

that I see in obtaining financing is not be-

ing prepared,” explained Gugino. “There’s 

certainly a supply of loans out there right 

now, the lending market is very competi-

tive. People need to be prepared for what 

they’re going into and get the proper coun-

seling and make sure everything’s ready to 

go when they are ready to do the process.”

 “Prepared means a number of things,” 

added Anderson. “If you’re going to do a 

capital raise, for instance, or you’re going 

to bring in a minority investor, you need to 

do the kinds of things that those investors 

want. You need to have a management 

team that’s solid. If you’re going to raise 

capital, you need to have reviewed finan-

cial statements and a plan on how you’re 

going to use it and what you need that 

money for. It’s really all about planning. 

You’ve got to be prepared for it. You’ve 

got to know what you want, how much you 

want, what you’re going to use it for and 

how you’re going to deploy the capital or 

the loan.” 

 Alexandre echoes that saying, “Being 

prepared is probably the most important 

thing that any lender looks at. That’s the 

first impression we get of your business, 

how prepared you are when you come 

in to talk to us about financing. Some of 

the things you can do to help yourself get 

ready is to talk to your accountant. Make 

sure your financial package is in order, you 

have a good understanding of the condi-

tion of your business and know what it is 

that you want before you come in.” She 

added that the first hurdle is much easier 

to get over if a business is prepared.

A New World
 One issue that has certainly had an ef-

fect on financing in recent years is the sig-

nificantly changed lending environment. 
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recession. We’re also seeing things like 

short sales of real estate and foreclosures 

on real estate, also from the recession. 

We look at those on a case-by-case ba-

sis. What happened? Could you have paid 

and chose not to? That’s not so great from 

our point of view. If you really did suffer 

significant losses and there was no other 

option than to file bankruptcy and start 

off fresh, we won’t hold that against you. 

It doesn’t preclude you. We want to know 

that it wasn’t a character issue and that it 

was actually a financial issue.”

Strong Markets
 While some of the requirements may 

have changed and businesses are ap-

proaching lenders with more preparation 

and a better understanding of their needs, 

it’s a misnomer that there isn’t any money 

to lend. In fact, the opposite is true. 

 “A lot of it is perceptual,” explained 

Gugino. “Our balance sheets for small and 

large businesses and individual persons 

are better than they’ve ever been. We’ve 

developed more wealth. We have less 

debt than we had. Actually, most clients 

low right now. If you’re thinking about tak-

ing that next step and buying or building a 

building, or buying some other long-term 

fixed assets, right now is probably the best 

time I’ve seen in decades.”

 And, according to Anderson, many 

businesses are already taking advantage 

of the market. He said, “We see many more 

businesses coming in to Nevada willing to 

invest in and buy businesses here. There 

was a point in time in 2003 to 2007 where 

everybody wanted to be in Nevada. Then, 

there was an eight- or nine-year cycle when 

nobody wanted to be in Nevada. Now we’re 

seeing people wanting to be back. The ac-

tivity is very high in terms of either strategic 

investors that are willing to make an invest-

ment in Nevada or strategic buyers and 

financial investors. It’s very hot right now 

and I think it’s going to continue for the next 

two or three years for sure.”

 Even so, in some cases there is a dis-

connect with some small businesses not 

seeing that money to lend and being frus-

trated by hearing otherwise. Gugino agrees 

that there may be a disconnect but it’s one 

that’s easily addressed.

who come to you look better than they did 

five, eight or even 12 years ago, during the 

boom. People were so leveraged up and 

had so little cash. Clients are actually look-

ing better.”

 “Things slowed down while banks were 

taking a good, hard look at themselves and 

their practices, which was forced by the 

effects of the recession,” said Alexandre. 

“After a couple of years of doing that, the 

banks were back and ready to lend. I don’t 

think consumer confidence was quite there 

yet, we didn’t have the demand. But, now 

we’re seeing a lot more demand. We very 

rarely have a project anymore that comes in 

our door that there aren’t at least a couple 

banks competing for. That’s great for the 

borrower because you’ve got a lot of op-

tions out there, a lot of room to negotiate as 

far as rate and terms.”

 In fact, the market right now is prime for 

those looking to borrow. Both Alexandre 

and Gugino affirmed that those looking for 

financing couldn’t ask for better conditions.

 “Rates are still very low,” said Alexan-

dre. “While values of real estate are start-

ing to increase again, they’re still relatively 
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 “I believe the disconnect is the differ-

ence between want and need,” he said. 

“Sometimes you have clients come to you 

and say, ‘I want $1 million,’ and the most 

revenue they’ve ever done is $200,000. 

There’s a gap between the realistic expec-

tation of what’s financeable and what the 

next steps for them are. What clients need 

to do is spend the time with the bankers and 

build a relationship so they can understand 

their business and help grow it. What’s 

happened in the industry, and we’ve done 

it to ourselves, is the banking product has 

become commoditized so people are out 

there shopping for the lowest rate. They 

don’t realize that there are a lot things that 

go into the banking relationship aside from 

just price. There’s delivery methodology, re-

lationship, people understanding your busi-

ness within the relationship and taking you 

to the right places. I believe the relationship 

works in both directions.”

Money to Lend
 So, the money is out there and lend-

ers are ready to distribute it to companies 

in need, the next logical question is, what 

types of loans are available? The answer is, 

several. Between traditional financing, SBA 

loans and non-traditional lending, there are 

a variety of loan types to choose from. In 

this, research is key and a solid contingent 

of advisors to determine the best type of 

loan for a business makes a difference. 

 Traditional financing leads straight to 

the banks, as does SBA lending in some 

cases. Non-traditional financing can in-

clude anything from crowdfunding, peer to 

peer financing or micro loans. 

 “There are several alternative-type lend-

ers,” said Alexandre. “There are micro lend-

ers who handle the really small loans as low 

as $5,000 and up to around $50,000.”

 She added that her organization is in 

the process of forming a revolving loan 

fund through the economic development 

administration to handle loans that fall be-

tween micro loans and traditional lending in 

the $50,000 to $200,000 range.
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 Crowdfunding is relatively new and 

creates it’s own share of stakeholders. 

Essentially, in crowdfunding, a business 

asks a large group of individuals to chip 

in small amounts to fund a project or 

new business. Success rates vary and 

depend greatly on attracting enough 

contributors to meet the funding require-

ments. In addition, as it’s relatively new, 

there is some uncertainty as to how 

these funding sources will be regulated 

in the future.  Peer to peer financing falls 

under that “new” umbrella as well and 

businesses should seek expert counsel 

before pursuing either alternative lend-

ing options.

 For the more traditional, Small Busi-

ness Administration (SBA) lending, is a 

common tool for many small businesses 

seeking financing. Most banks provide 

SBA lending of some kind and NSDC part-

ners with the banks to fill in any gaps. 

a fixed asset financing plan.”  The prima-

ry difference between the two is the 504 

loan deals mostly with real estate. In such 

a loan, the NSDC would partner with the 

bank. In the case of real estate, the bank 

makes a 50 percent first deed of trust loan 

to the borrower at normal market rates or 

sometimes lower. The NSDC then provides 

up to 40 percent of the project costs in a 

second deed of trust position. Alexander 

further explained that the 504 loan is par-

ticularly nice for businesses as it isn’t need 

based, it’s based on business growth.

 “We can offer a below market down 

payment, typically 10 percent, as opposed 

to a standard conventional commercial real 

estate loan at somewhere around 30 per-

cent down,” she said. “It allows you to keep 

more working capital in your business.”

 The other type of SBA loan, the 7A is 

more flexible and can cover a variety of 

other business financing needs.

 “SBA lending has two flagship pro-

grams,” explained Alexandre. “The 7A loan, 

which is a bank loan guaranteed by the 

SBA which we can use for any business 

purpose and the SBA 504 loan, which is 
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 “The product I deal with is the 7A loan, the 

jack of all trades,” added Gugino. “I can do ev-

erything with the 7A loan from a start-up busi-

ness all the way to doing ground up construc-

tion on commercial real estate and everything 

in between. Things I do are start-up loans, 

working capital loans, business expansion 

loans and business acquisition loans, which a 

lot of people don’t know the SBA does. Those 

are things that fall under the 7A umbrella.”

Requirements
 There are restrictions in lending, of 

course, particularly when it comes to 504 

loans. Beyond those mentioned, such as 

credit and character, the type of business 

or real estate also plays a part. For SBA 

504 loans, only owner-occupied commer-

cial real estate is eligible. So, for a doctor 

or lawyer that wants to buy his or her build-

ing, that building must be at least 51 per-

cent occupied by the borrower. In addition, 

investor properties need not apply and, of 

course the business must be legal and bor-

rowers must be long-term, permanent U.S. 

residents.

 “If they want or need money, they need 

to be able to explain very specifically how 

they’re going to deploy that money and 

for what reasons,” said Anderson. “It’s all 

about planning. Whether planning to sell 

the business or planning to raise capital, 

it’s all about planning and being prepared.”

 “Especially in the case of a start-up, we 

ask for business plans,” added Alexandre. 

“I think it’s a good idea to always have a 

business plan. All businesses, over time, 

can continuously do strategic planning so 

they know where they are.”

 As far as the process goes, business-

owners should expect to share their finan-

cials with the lender. For example Gugino 

said, “Our package looks something like 

three years of personal tax returns, three 

years of business tax returns and business 

tax returns for all of the affiliates. We look at 

a global picture for the business. We want 

current financial statements within 60 days 

of the transaction and a personal financial 

statement. Then we want to understand the 

business and the transaction itself. It’s ba-

sically three years and current stuff.”

 So where to start? For a business seek-

ing financing, the Business First panelists 

recommend you start with planning and 

preparation and then decide on the finan-

cial partners.

 “You have to find the investors,” said 

Anderson. “You have to find the lenders. If 

you’re looking for traditional lenders, then 

commercial lenders is where you would go. 

If you’re looking for a non-traditional lender, 

I’d reach out to people in your industry. Find 

out where they’re getting their funds and 

investments, where they’re finding capital. 

That would be a place to start. You’ve got 

to find the sources of funding. Oftentimes 

there are professionals out there that will 

help you in finding those sources.”
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 Around the State

Health Plan of Nevada and Southwest Medical 
launch “Medicine on the Move”
United Healthcare’s Health Plan of Nevada and Southwest Medical have launced a 
portable doctor’s office called “Medicine on the Move”. The mobile medical center is 
designed to lower barriers to healthcare, such as transportation, child care, work obliga-
tions and the low number of primary care physicians available. The facility is staffed by 
a provider, two licensed practical nurses, two medical assistants and a radiology techni-
cian. The 45-foot-long clinic will travel to community centers, homeless shelters and 
churches to reach Medicaid members and those in need of healthcare services.

UNR Program 
Addresses Teacher 
Shortage
In an effort to address teacher shortages and 
increase teacher retention, the University 
of Nevada, Reno (UNR) has launched Ne-
vadaTeach. The program allows students in 
STEM disciplines the opportunity to earn a 
secondary teaching certification along with 
their degree.  The program has already en-
rolled 73 students. NevadaTeach is part of 
the the national Uteach expansion program 
and is an interdisciplinary effort between the 
Colleges of Agriculture, Biotechnology and 
Natural Resources, Education and Science. 
The focus is to develop highly proficient 
math and science teachers.

USDA Accepting
Rural Business 
Development Grants
The United States Department of Agricul-
ture, Rural Development has announced 
that the agency is accepting applications 
for the Rural Business Development Grant 
(RBDG). The grant can fund technical as-
sistance, establish revolving loan funds and 
support rural distance learning programs 
that provide educational or job training. The 
grant is only open to non-profits, public bod-
ies and Native American Tribes. The RBDG 
is in place to promote long-term economic 
growth and community vitality in rural areas 
with exceptional needs.
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professional organization. Certified Com-

mercial Investment Members (CCIM) and 

the Society of Industrial and Office Real-

tors (SIOR) are two organizations that offer 

members support through education and 

a network of professional resources. Both 

organizations require extensive education 

and experience to obtain certification.

 Thill added that it’s alright to ask if a 

broker’s service is guaranteed. No one 

can guarantee an outcome based on the 

marketplace in Nevada, but brokers and 

their support teams should be committed 

to keeping their promises. That means of-

fering a specific action plan. Define, from 

the beginning, expectations for service, 

reporting and accountability. 

 Katz, who specializes in industrial prop-

erties, said that potential buyers or tenants 

should ask about a building’s power usage, 

turning radius for trucks, even how close 

the property is to the freeway. He urged 

people to ask about lease rates and ameni-

ties when looking at commercial buildings, 

whether industrial or retail.

Licensing Requirements 
and Broker Fees
 So is there a difference between a re-

altor, a broker and real estate agent? Yes, 

but it can be confusing for the layperson. 

In Nevada, a real estate agent, typically 

known as a real estate salesperson, is a 

person who has completed 90 hours of 

real estate education, of which 18 hours 

are devoted to Nevada real estate law. 

They do not have to attend any particular 

school, but they must pass the licensing 

exam, according to the state of Nevada’s 

Real Estate Division.

 A broker, on the other hand, is someone 

who has received 64 credit hours of school 

training of which 27 hours are devoted to 

Nevada real estate law, and must pass a 

more stringent exam before being licensed. 

 In Nevada, real estate agents obtain a 

license from the Real Estate Division. The 

costs are as follows: $299 for required 

and their building type and class? Does the 

broker specialize in representing owners?

What is the broker’s experience?

 The broker should provide informa-

tion on his or her track record of dealing 

with similar leasing challenges, similar 

building types and buildings in the same 

area. When provided with a case study, 

a potential client should press the broker 

to better understand the context of their 

success in terms of  original expectations 

or the market constraints on the outcome.

What is the broker’s motivation?

 Will the client’s goals for the property 

be aligned with the broker’s goals? For 

example, Thill said hiring a broker who is 

not specialized in property types needed, 

whether industrial or office or others, 

might mean the broker spends less time 

studying new submarkets and specific 

challenges in-depth. 

What’s the broker’s capacity?

 Some brokers who claim to dominate 

the market have taken on so many clients 

that each client’s property will not be their 

top priority (or even close). These brokers 

may speak only in general terms to what 

they’ll do. To ensure a broker will devote 

substantial time to the project, potential 

buyers and sellers should ask to see the 

broker’s detailed marketing strategy and 

action plan.

What are the broker’s resources?

 Many boutique and local commercial 

real estate firms have very limited plat-

forms, with little research, marketing and 

administrative support. This means a bro-

ker is responsible to deliver all or most of 

it alone, which can result in a slimmer ser-

vice offering to clients.

 One aspect that shouldn’t be over-

looked are brokers that are members of a 

Nevada education, $100 for state exami-

nation, $210 for salesperson’s license or 

$250 for broker’s license for the first two 

years, between $37.50 and $80 for finger-

printing. The costs varies for advertising 

and office fees.

 Meanwhile, brokerage fees can be a 

little confusing, especially if it is the first 

time a company is entering into the pur-

chase or lease of a commercial property. 

Brokerage fees are negotiable and may 

be different from company to company or 

even agent to agent.

 “Typically, on a lease transaction the 

fee for representing the tenant or the 

end-users is between 4 and 5 percent,” 

Thill said. “On sales, it depends on if the 

building is full or vacant or if it’s owner-

occupied.” 

 Thill, who is also president of the So-

ciety of Industrial and Office Realtors 

(SIOR), in Las Vegas, said fees related to 

sales are based on the value of a prop-

erty. For example, a building sold for $5 

million or less, a broker would charge 3 

percent, between $10 million and $20 mil-

lion, 5 percent and over $20 million, it’s 1 

percent to 2 percent.

 “The amount of work is the same 

whether you are selling a $5 million or $30 

million building,” Thill said. “Compensa-

tion may be geared toward the purchase 

price.”

 It’s clear that buying or selling a prop-

erty is a tricky venture with many vari-

ables at play. Understanding the market 

going in is vital to any executive’s suc-

cess, and hiring a knowledgable profes-

sional can be key.

   Feature Story COMMERCIAL AND RESIDENTIAL BROKERS
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Nevada’s Highway 50 was 
named the Loneliest Highway 

in America by Life Magazine in 1986. 
The moniker was given due to the very few 
road stops in the 287 mile stretch between 
Ely and Fernley.
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 Welcome
   to Nevada

Jet.com
An online shopping site, Jet.com has 
opened a 160,000 square foot, west coast 
warehouse and distribution center in 
the Tahoe Reno Industrial Center. The 
company expects to hire as many as 180 
employees by the end of this year and 
an additional 350 employees within five 
years. The company launched nationwide 
in July of last year and offers cost saving 
shopping solutions to customers.

Cracker Barrel
A national restaurant chain, Cracker 
Barrel has announced plans to open two 
locations in Las Vegas in late July. The 
locations will be located on Dean Mar-
tin Dr. and Craig Rd. They company cel-
ebrated a groundbreaking in early March. 
The restaurant expects to bring over 300 
jobs to the area. Currently Cracker Barrel 
is headquartered in Tennessee with over 
630 restaurants in 42 states.

To submit suggestions for
this new column, email

editor@nevadabusiness.com.
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 Profit & Loss

t the turn of the 20th century, workers fought 
for equal rights during the industrial revolu-

tion.  One of the benefits of that fight was the 
defined benefit (DB) pension plan.  This is 

the plan you might remember your grandparents had.  It 
was the wonderful benefit where every month the mail-
man would deliver, without miss, the pension check.  
Along with Social Security, our grandparents had a very 
different enjoyment level in retirement.  
 What has changed?  In the early 1970’s, companies fig-
ured out that they could switch to 401-K’s and put all the 
risk on the employee. Along with excessive fees and risk, 
the amount you can deduct is very small considering what 
the average American will need to save.  In addition, the 
business owners have been fed information that is usually 
conditioned by the insurance companies, the mutual fund 
companies and especially the pension administrators. 
 There are plans now available where a business owner 
can deduct over $350,000 a year into a guaranteed in-
come pension plan.  These pension plans are set up by 
insurance companies and mimic the pension plans of 50 
years ago. There is a guaranteed income that is not market 
dependent and has extremely low fees.  In addition, this 
new type of pension option allows the business owner to 
buy life insurance with tax deductible dollars as well as 
offering it to employees.  
 After three plus decades of designing retirement strate-
gies for clients, I often wonder why these types of gems 
are still buried and clients are not getting advised. 
 First, the CPA is usually so busy making sure they are 
keeping your taxes right, they rarely have the time to become 
retirement plan experts.  The financial advisors or brokers 
are generally given a menu of products to sell and these are 
usually the most profitable to the company they work for.  
This type of pension plan is not as profitable long term com-
pared to mutual funds or other types of retirement plans. 
 Then why are the pension administrators, otherwise 
known as third party administrators (TPAs) telling their 
clients about these?  

 Most pension administrators charge a hefty sum for 
setting up pension and 401-K plans.  When you set up 
a 412(e)(3) they are either free or cost less than $500.  
That would lead me to believe that there is not much of 
a profit for any pension company to set up these types 
of accounts compared to a 401-K that traditionally costs 
between $2,000 and $5,000 every year. 
 One of the other benefits with these programs is that you 
can still deduct contributions to a 401-K, Profit Sharing plan 
or a 401-K ROTH, potentially providing a business owner 
more than a $350,000 deduction each year.  This could 
mean a huge income tax savings for not only the business 
owner personally but also to the bottom line of the business. 
 One of the common misunderstandings is starting one 
of these plans will then cost more because of having to 
contribute to employees.
 If you have employees, there is a contribution required. 
However, in my experience it is not what you think.  First, 
you get the income tax deduction on the contribution, but 
more importantly, your contribution and your employees 
contribution is exempt from Social Security and Medicare. 
This amounts to 15.3 percent of the first $118,500.  Medi-
care is unlimited and amounts to 3.8 percent on the entire 
income. In addition, there are wage based trigger taxes such 
as bracket increases, losses of medical, mortgage, property 
taxes and other deductions when the income gets too high. 
 When a complete tax analysis is done, in potentially 
three out of four cases, the tax savings for the business 
owners outweighs the contributions to the employees. 
This gives a net profit to the owner even after putting 
funds into the employees plan.   
 The other benefit is your workforce. By having these 
plans, you hold onto talent longer because you can plan 
vesting requirements on their plan contributions. With 
all these benefits, any business owner earning a large in-
come should get a full and detailed tax analysis done to 
see if this would benefit them.  
 Lastly, this strategy is best suited for a professional earn-
ing a high income with less than thirty employees.

A

REVIVING THE LOST BENEFITS OF 
OUR GRANDFATHER’S PENSION
Ken Himmler is president and senior financial planner for H & H Retirement Design and Management, Inc.

DEFINED BENEFIT PENSION PLAN
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 Free Market Watch

t seems ironic that a group named something as benevolent 
as “The American Civil Liberties Union” would be using a 
discriminatory law from the 1800s to prohibit disadvantaged 
Nevadans from obtaining quality education. But, that’s exactly 

what is happening. 
 In one of the two court cases aimed at stopping Nevada’s inno-
vative Education Savings Accounts, the ACLU is arguing that the 
reform violates the state’s “little Blaine amendment,” which prohib-
its tax-dollars from being used on “sectarian” purposes — such as 
private religious schools. 
 Added to the Nevada Constitution in the fall of 1880, the amend-
ment — which became section 10 of Article 11 — states that “No 
public funds of any kind or character whatever, State, County or Mu-
nicipal, shall be used for sectarian purpose.”
 And so, the big question the courts will answer is “do ESA’s vio-
late the Nevada Constitution?” Well, in short, no. 
 After all, the state is not directly funding any religious school, 
nor is it monetarily or implicitly supporting any specific “sectar-
ian” purpose. Instead, ESAs merely empower parents to take con-
trol over a portion of the tax dollars that are allocated for their 
children’s education.
 ESAs fund a student’s education, at the discretion of individual 
parents, and that’s a far cry from government funding a “sectarian” 
institution. In practice, parents deciding to spend their ESA at a reli-
gious private school is no different than other private citizens spend-
ing Medicaid funds at a private Jewish or Christian hospital. Nor 
is it any difference than a church receiving private donations from 
citizens that are currently collecting Social Security. 
 Funding education, after all, is not the same thing as funding a 
government-run education monopoly. ESA’s do the former, while 
our current system does the later. 
 But more intriguing than the constitutional argument over par-
ent’s decision to spend their ESA funds at private schools, is the 
ACLU’s strange embrace of an amendment that is deeply rooted in 
anti-minority bigotry. 
 The amendment itself is storied in anti-Catholic angst, and like 
many other anti-religion constitutional clauses of the same era, was 
specifically designed to discriminate against minority groups and 
immigrants from Germany, Ireland and Italy. 
 Nativist 19th Century secret societies, including the Ku Klux 
Klan, the Know Nothings and the American Protective Associa-

tion had been stoking animosity toward newly-arriving Catholic 
minorities for years. As it became obvious that a national attempt 
to pass the amendment was not feasible, many individual states 
began adopting their own version, with clearly sectarian motives 
of their own. 
 In Massachusetts, the predominantly protestant school system 
was the basis for the state’s “common school” model — and their 
version of the Blaine amendment, prohibiting tax-dollar funding of 
“sectarian” schools, allowed the protestant majority to legally mo-
nopolize the education sector. 
 In that state, the King James Bible continued to be taught in gov-
ernment-run “common schools,” but other religious teachings were 
effectively banned from the classroom. 
 In effect, the censorship of minority views — disguised as a 
well-intended law to keep government from playing religious favor-
ites — was in full swing in the late half of the 19th century. 
 Some folks in Nevada were eager to jump onto the bandwagon 
as well in post-Civil War America. 
 As Steve Miller at the Nevada Policy Research Institute reported 
in detail, it all began in Nevada with a small Catholic orphanage in 
Virginia City. 
 In an attempt to effectively bully the small charity out of exis-
tence — handing a monopoly over to the government-run “secular” 
alternative — a group of legislators in Nevada managed to raise 
support for a state version of the so-called “Blaine Amendment.”
 It was passed, enforced, taken to court — and it was ultimately 
upheld by a Supreme Court that essentially used popular prejudice 
against Catholicism to justify the law’s discriminatory design. 
 The impact of this late 19th century bigotry can still be felt today, 
as religious families are forced to fund “secular” government-run 
schools. Even more offensive, is the fact that — if the ACLU has 
its way — the state will be able to continue discriminating against 
families seeking a religious education by refusing them control over 
any portion of the tax dollars allotted for their child’s education.  
 In the end, the noise we’re hearing from the ACLU and oppo-
nents to school choice is deafening in its irony. The “American Civil 
Liberties Union” — claiming to be the defender of oppressed mi-
norities — is actually clinging to a bigoted law from the 1800s that 
restricts, not expands, religious freedoms. 
 Perhaps someone needs to explain to the ACLU what, precisely, 
the term “civil liberties” actually means.

I

THE DISCRIMINATORY LAW BEING USED TO 
TORPEDO EDUCATIONAL CHOICE IN NEVADA
Michael Schaus is communications director for the Nevada Policy Research Institute.

COMMENTARY
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EMERGING 
DEMANDS

By Jeanne Lauf Walpole

MULTI-FAMILY REAL ESTATE

residents living in their own homes and 40 

percent renting. “The overall multi-family 

market is good from an ownership stand-

point because rents are high,” said Patrick 

Sauter, managing partner of NAI Alliance in 

Las Vegas. “From the standpoint of renters, 

they’ll be facing even higher rents. Occu-

pancy is going up and supply won’t meet 

demand.” 

 One of the most obvious reasons for the 

increased demand is the rebounding growth 

rate that the Silver State has enjoyed since it 

slowed to a trickle in 2010-2011.

 Nevada’s population grew to 2.9 million 

last year, an annual increase of 1.85 per-

cent, with Las Vegas experiencing an in-

crease of 2.2 percent, according to Applied 

Analysis. On the economic front, the state 

added 37,500 jobs last year while boasting 

that the unemployment rate continued to 

fall. Recent unemployment figures show an 

overall seasonally adjusted rate of 6.4 per-

cent for the state, 6.2 for Las Vegas, 5.5 for 

Reno/Sparks and 6.7 for Carson City. 

 “As a 30-year owner/operator in the Las 

Vegas Valley, it is a very pleasant surprise 

to see the vitality that has come back to the 

market place since the deep downturn of 

2008. We look forward to many more years 

of providing jobs and creating communities 

people will love to call home,” said David 

Picerne, president and CEO of Picerne In-

vestment Corporation. 

 Building Nevada

WHEN the American Dream of home owner-

ship took a nose dive due to the recession, 

many people discovered that it’s increas-

ingly hip to rent. Subsequently in the past few 

years, the multi-family real estate market has 

enjoyed a record-setting uptick as demand 

has exceeded supply in Nevada as well as all 

over the country. “Things are very positive. 

This market had been one of the strongest in 

the U.S. for the past three or four years,” said 

Martin Egbert, managing partner of Nevada 

West Partners in Las Vegas.   

 According to fourth quarter, 2015 figures 

provided by Lied Institute for Real Estate 

Studies at University of Nevada, Las Vegas 

(UNLV), asking rents were up 7.4 percent 

since fourth quarter, 2014 and the vacancy 

rate hovers around 8 percent in Southern 

Nevada. Meanwhile, home ownership has 

trended down with about 60 percent of 

Martin

Egbert
Nevada West Partners
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 Building Nevada

president of CBRE in Reno. “There are low 

vacancy rates which allowed rents to grow 

and be supported by a strong local econo-

my. We’ve never seen such high growth. Be-

tween 2014 and 2015 rents grew 9 percent.” 

Buoyed by continued strong job growth, high 

rents and low vacancies, the Reno/Sparks 

apartment market will continue to tighten up 

well into 2016, according to CBRE.

 As Nevada is perceived as a potential 

darling to investors, a provocative mix of 

businesses has begun to migrate once 

again to the Silver State. Reno/Sparks has 

welcomed more than 100 new companies 

representing 10,000 new jobs since 2011. 

Although economic growth is sprinkled all 

around the Truckee Meadows, nowhere 

is it more riveting than at Tahoe Regional 

Industrial Center (TRIC), a 107,000-acre in-

dustrial park that put Nevada on the inter-

national map as the new home of Tesla.

 “The Tesla effect is valid and real. It has 

made additional industrial capital available. 

It will have a more pronounced effect after 

2017,” Noursaultanova said. TRIC may not 

be suitable for everyone, but it’s the carrot 

that entices many companies and inves-

tors to consider betting on Reno/Sparks in 

general. The mammoth industrial center isn’t 

hurting for tenants, however, around 130 

have hung out shingles there in recent years.

 Although the impressive demand for 

multi-family housing is fueled by overall 

economic growth in Northern as well as 

Southern Nevada, student housing is a 

larger component in the Reno/Sparks area 

than in the Las Vegas Valley. “One of our 

goals is to become a great college town,” 

said Noursaultanova. Growth at the Uni-

versity of Nevada, Reno (UNR) and Truckee 

Meadows Community College (TMCC) has 

clude e-lounges, free Wi-Fi, theater rooms, 

cabanas, electric vehicle charging stations 

and kids’ water parks.     

 Eisner said that Calida put particular 

emphasis not only on the luxury aspects of 

multi-family living, but also on the opportu-

nities for socialization. “When we started out 

eight years ago we said we wanted to build 

places that we’d be proud to live in,” he said. 

“We have a strong sense of community and 

we have a ton of social interaction.” Calida 

residences, such as the Elysian West, Ely-

sian at Southern Highlands and Elysian at 

the District, typically have four or five social 

events, such as classes, lectures and wine 

tastings, each week. “In a culture where 

people are texting each other from differ-

ent rooms, we’re adding social connections 

back in. All of our floor plans are designed to 

host a dinner party,” he explained.

 Statistics show that the majority of 

people who choose to live in these luxuri-

ous digs are more highly educated than the 

average, have higher median household in-

comes than the zip codes where the proper-

ties are located and are likely to be younger 

than 33 years of age. They also perceive 

multi-family living as a choice based on life-

style rather than necessity. “These people 

are more willing to be renters for longer and 

they want to be mobile. Not everyone is ea-

ger to buy a house. There’s been a shift in 

that,” said Spencer Baliff, senior vice presi-

dent for CBRE in Las Vegas.  

Reno/Sparks
 Similar to Southern Nevada, the multi-

family market in Northern Nevada is also 

basking in record growth. “The market is one 

of the strongest we’ve seen in recent histo-

ry,” said Aiman Noursaultanova, senior vice 

Demographics
 In addition to the improving economic 

indicators, growth in the multi-family mar-

ket has been significantly impacted by re-

cent cultural and demographic changes. 

Retirees, who are either locals or trans-

plants to Nevada, are downsizing to rental 

units which give them freedom and flex-

ibility in their retirement years. At the same 

time, large numbers of “echo boomers” 

(children of baby boomers) are pouring out 

of colleges hoping for jobs and an indepen-

dent lifestyle away from their parents. “De-

mographics are a huge part of this. There’s 

the older demographic who are downsizing 

and then the millennials who are moving to 

an on-demand lifestyle,” said Doug Eisner, 

managing director of the Calida Group.

 Cultural changes in recent years have 

created a society of young people whose 

dreams and aspirations reflect a dramatic 

change from previous generations. “The 

mindset and lifestyle of young adults com-

ing out of college is different. They don’t 

want to be tied down with a home. They’re 

having children and settling down later,” 

Sauter said. “Everyone is focused on the 

millennials because of their huge numbers. 

They want a nicer gym, built-in technology 

and more common areas. Developers are 

meeting those needs,” he said. In order to 

be competitive, especially in Southern Ne-

vada, some developers are going beyond 

meeting those needs to deliver lavish rental 

products that include dog parks, resort-like 

pool areas and super high-speed Internet 

access along with a bevy of on-sight ser-

vices such as dry cleaning and spa ameni-

ties. Egbert said Nevada West properties, 

such as The Wyatt, offer amenities that in-

MULTI FAMILY MARKET

Aiman
Noursaultanova
CBRE

David

Picerne
Picerne Investment 
Corporation

Patrick

Sauter
NAI Alliance
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been the impetus for a number of new stu-

dent housing projects that have sprung up 

just recently. Like millenials leaving home 

for a job, these students prefer residences 

that can deliver certain characteristics.

 “The physical structures follow student 

demand. They need to be green (environ-

mentally-friendly) with efficient HVAC sys-

tems, computer labs, study areas, thinking 

rooms, gyms and fitness areas, fire pits 

and multiple water fountains throughout. 

They need to have a community feel,” 

Noursaultanova said. About 2,000 upscale 

beds will be available to students this fall 

in housing projects contiguous to UNR of-

fered by Dinerstein Companies, Sterling 

and Republic.

Challenges
 With pent-up demand, high rents and 

a ready supply of investors, it would seem 

that the multi-family market is on a trou-

ble-free roll. Challenges remain, however, 

as investors and developers deal with the 

quirky balance between supply and de-

mand. “The number of new construction 

projects in the pipeline that are compet-

ing with our stabilized properties has kept 

us on our toes in terms of updating our 

interiors and amenities. The large num-

ber of single family rentals with competi-

tive rents has changed our outreach and 

marketing efforts. The new Yieldstar/LRO 

computer-generated rents used by some 

of our competitors requires a very hands-

on approach to pricing on a daily basis. 

The Las Vegas median incomes are not 

rising fast enough to support some of the 

higher rents that are demanded if land and 

construction costs continue to escalate,” 

Picerne explained.  

 Building Nevada

Spencer

Baliff
CBRE

NAIOP Southern Nevada

2016 SPOTLIGHT AWARDS
I N D U S T R Y  A W A R D  W I N N E R S

Nevada Business Magazine Congratulates This Year’s Winners!

FINANCIAL FIRM OF THE YEAR
Bank of Nevada 

ENGINEERING FIRM OF THE YEAR
Walker Engineering, LLC 

BROKERAGE FIRM OF THE YEAR
Colliers International 

ARCHITECTURE FIRM OF THE YEAR
Carpenter Sellers Del Gatto Architects 

GENERAL CONTRACTING FIRM OF THE YEAR
The Korte Company 

PRINCIPAL FIRM OF THE YEAR
Harsch Investment Properties 

BROKER OF THE YEAR - RETAIL
Adam Malan

Logic Commercial Real Estate

BROKER OF THE YEAR - INDUSTRIAL
Dan Doherty, SIOR

Colliers International

BROKER OF THE YEAR - OFFICE
Ryan Martin, SIOR, CCIM, Taber Thill, SIOR and Patti Dillon

Colliers International

DEVELOPING LEADER OF THE YEAR
Matthew Hoyt 

CommCap Advisors

ELLIE SHATTUCK SPIRIT OF SPOTLIGHT
Rick Myers

Thomas & Mack Development Group

ASSOCIATE MEMBER OF THE YEAR
Jennifer Turchin
Coda Group Inc.

PRINCIPAL MEMBER OF THE YEAR
Charles Van Geel

American Nevada Company
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 Other challenges include the scarcity 

of land and changing banking regulations. 

“It’s getting a little bit harder to find land 

that is properly zoned,” Egbert added. With 

location always a prime consideration in 

real estate transactions, developers are 

bound to have fewer choices as the Nevada 

desert becomes increasingly covered with 

asphalt and structures. Although it’s diffi-

cult to tell exactly what the effect might be 

on financing multi-family construction, re-

cent changes in banking laws as a result of 

the Dodd- Frank Act require banks to have 

a higher percentage of money on reserve 

to cover those types of real estate loans. 

It’s reasonable to speculate that banks will 

be more stringent in their lending require-

ments which could have a chilling effect on 

the overall amount of construction.

 On the other hand Picerne expressed 

concerns that in the next five years there is 

the potential for overbuilding in the Las Vegas 

market. As owner of 5,000 units and manager 

of another 1,600, he said his company is bull-

ish in general, but believes the development 

community needs to stay reasonably disci-

plined to avoid the potential for correction in 

the supply/demand equilibrium.  

 For now, however, the immediate future 

looks bright with a large number of high 

quality projects being delivered to a market 

eager for its products. “Jobs secure every-

thing. The news is good so it’s fun to read 

the paper again,” Baliff said.

 Building Nevada

In 1986, the Circus Circus 
company expanded it’s Las 

Vegas casino and debuted a new 29-story 
tower with nearly 1,200 hotel rooms. That 
same year, Bally Manufacturing pur-
chased MGM’s  Nevada assets including 
both the Reno and Las Vegas MGM’s for 
over $550 million. The MGM Reno was 
renamed Bally’s Reno and the MGM Las 
Vegas was renamed Bally’s Las Vegas. 

2016 Advertising & P lanning Calendar

SUSTAINABLE/GREEN BUILDING
Konami Gaming Expansion  |  Martin Harris Construction

TENANT IMPROVEMENTS: HOSPITALITY
Omnia Nightclub/Las Vegas  |  The Penta Building Group, Hakkasan Group

TENANT IMPROVEMENTS: RETAIL
Lindbergh 4 Ever Men  |  Affordable Concepts, Inc.

TENANT IMPROVEMENTS: SPECIAL
DISCOVERY Children's Museum  |  The Korte Company

PUBLIC USE/GOVERNMENT/DOD
RTC Mobility Training Center  |  Gensler

RECREATION
Cowabunga Bay Water Park  |  R&O Construction

Henderson Water Park, LLC
 

REDEVELOPMENT PROJECT
Tenaya Creek Brewery  |  Tradwinds Construction

Rank Brewing

RETAIL BUILDING
Hughes Center Retail Building  |  R&O Construction

BRE/HC Las Vegas Property Holding, LLC
 

RETAIL CENTER
Galleria @ Sunset Expansion  |  Helix Electric

Forest City Enterprises

 INDUSTRIAL - UP TO 199,000 SQ. FT.
Thatcher Company of Nevada  |  Ed Vance & Associates Architects

INDUSTRIAL - 200,000 SQ. FT. & OVER
TJ Maxx Distribution Center  |  MarMaxx Phase II

R&O Construction  |  The TJX Companies
 

MIXED USE DEVELOPMENT
The Gramercy  |  Martin-Harris Construction LLC

The Krausz Companies, Inc.
 

OFFICE BUILDING
Cadence Office Building  |  Encompass Studio

The Landwell Company

NAIOP Southern Nevada

2016 SPOTLIGHT AWARDS
P R O J E C T  H O N O R  A W A R D  W I N N E R S

Nevada Business Magazine Congratulates This Year's Winners!
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MOVERS & SHAKERS

Face
to Face

Chief Executive Officer
Affinity Gaming (5 years in NV)

MICHAEL
SILBERLING
Type of Business: Gaming | Hails from: Palo Alto, California | 2 years with company in Nevada | Based in: Las Vegas

“Don’t let perfect 
get in the way
of better.”

How did you first get
into your profession? 
My first elective course in college 
was probability and gambling which 
led to an interest in the gaming 
business. In 1993, straight out of 
business school, I started at The 
Promus Companies (later Harrah’s and 
now Caesars) in their management 
training program entitled the 
President’s Associate Program. The 
rest is history.

What is your pet peeve? 
At work, a lack of follow through and 
repetitive communication. If you told 
me once I get it. Telling me the same 
thing in five different ways won’t 
change my opinion. Bring me new and 
original thought if you want a different 
decision. Personally, I have no time 
for intolerant, bigoted and close-
minded people.

When you were a kid,
what did you want to be?
A running back for the Dallas 
Cowboys, just didn’t get as big or
as fast as I had planned.

What business advice
would you give someone just 
starting in your industry?
Follow your passion, not the herd. 
Finding an area of personal interest to 
pursue professionally gives a higher 
likelihood of job satisfaction and 
success.

If you could be any
fictional character,
who would you be? 
James Bond. How cool is he?

What is your favorite thing
about living in Nevada?
Year round outdoor recreation options.

What is your motto?
Don’t let perfect get in the way of better. 

What is the best moment
of your career?
It is always a fulfilling moment to 
promote someone deserving and give 
them an opportunity to do more.

What is a little known
fact about you?
I have been to 50 countries and 
played in two national rugby 
championships games, sadly 
losing both times. It’s probably a little 
known fact that they even have a rugby 
championship game.

What do you want your
legacy to be?
To be a good dad to my kids and be 
a loyal trustworthy friend to my inner 
circle of mates.
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N

Project, Industrial
ADDRESS N. Lamb Boulevard & Interstate 
15, 89081
CONTRACTOR OF RECORD Martin-Harris 
Construction
DETAILS VanTrust Real Estate, LLC celebrated 
the groundbreaking of Northgate Distribution 
Center, a 120-acre industrial project located 
in North Las Vegas. The center is one of the 
largest speculative development projects in the 
history of Nevada with a 558,000 SF distribution 
building and 247,750 SF warehouse planned. 
Slated completion of phase 1 is late 2016.

Sale, Industrial
ADDRESS 1841 E. Craig Rd., 89030
BUYER ATAAP Company, Inc.
SELLER 1031 Services, Inc.
DETAILS  72,164 SF; $7,150,000
APN 139-02-701-001
SELLER’S REP Greg Pancirov, SIOR and Mike 
DeLew, SIOR of Colliers International

NW

Lease, Retail
ADDRESS 5780 Centennial Center Pkwy., Ste. 
A, 89149
TENANT Down East Corporation
LANDLORD TAG Centennial, LLC
DETAILS 19,981 SF; $3,378,387 for 127 months
LANDLORD’S REP Chris Richardson, CCIM 
and Jason Otter of Logic Commercial

S

Lease, Retail
ADDRESS 7680 S. Las Vegas Blvd., Ste. 205, 
89123
TENANT Boulevard Furniture
LANDLORD LB-USB 2007-C6 Annex REO
DETAILS 21,875 SF; $4,605,311 for 7 years
TENANT’S REP Kevin Ghafouria of Keller 
Williams Realty
LANDLORD’S REP Liz Clare, CCIM and 
Jackie Young of Avison Young

SW

Sale, Retail
ADDRESS 4266 S. Durango Dr., 89147
BUYER Durango Rochelle, LLC

E

Sale, Land
ADDRESS SWC of Nellis Blvd. & Geist Ave., 89115
BUYER Millis Nellis, LLC
SELLER Criswell Properties, LLC
DETAILS  1.39 acres; $292,000
APN 140-17-611-011
BUYER’S REP Ben Millis and Chris Beets of 
Newmark Grubb Knight Frank
SELLER’S REP Gary Burgher of Pro 
Commercial Real Estate, Inc.

H

Sale, Office
ADDRESS 2811 W. Horizon Ridge Pkwy., 89052
BUYER CWRP DR MOB Henderson, LLC
SELLER Palomino Holdings-Henderson
DETAILS  18,000 SF; $6,375,000
APN 177-36-103-004
BUYER’S REP Stacy Scheer, CCIM of Colliers 
International
SELLER’S REP Tom Naseef, CCIM, SIOR and 
Jeff Naseef of Colliers International

Sale, Retail
ADDRESS 2100 Olympic Ave., 89014
BUYER American Heritage Academy
SELLER LSI – Nevada, LLC.
DETAILS  155,476 SF; $6.5 million
APN 161-32-401-001
SELLER’S REP Charles Moore and Marlene 
Fujita-Winkel, CCIM of CBRE

Loan, Retail
ADDRESS 350 N. Boulder Hwy., 89015
LOAN OFFICER Kyle Nagy of CommCap
DETAILS  CommCap Advisors finalized a 
loan to borrower Boulder Hwy Investments, 
LLC totaling $1,135,000 for 11,457 SF of retail 
space. The 4.125 percent acquisition loan was 
structured with a 25-year term and 25-year 
amortization schedule.

[BC] BOULDER CITY [E] EAST [H] HENDERSON [N] NORTH [NW] NORTHWEST [O] OTHER [S] SOUTH [SW] SOUTHWEST [WC] WASHOE COUNTY

DEAL TRACKER

SELLER IPTV-B-L6-188, LLC
DETAILS  84,949 SF; $3,350,000
APN 163-21-121-012
SELLER’S REP Chris Richardson, CCIM and 
Jason Otter of Logic Commercial

Sale, Industrial
ADDRESS 6645 W. Badura Ave., Ste. B-1 & 
B-2, 89118
BUYER Peter Lik Badura, LLC
SELLER Castillo, LLC
DETAILS 11,140 SF; $1,250,000
APN 176-02-311-000
SELLER’S REP Suzette LaGrange and Kara 
Walker of Colliers International

Lease, Office
ADDRESS 8555 W. Sahara Ave., 89117
TENANT Smith’s Food & Drug Store #371
LANDLORD Oro Sahara, LLC
DETAILS 53,990 SF; $1,625,356 for 5 years
LANDLORD’S REP Chris Emanuel of Virtus 
Commercial

Lease, Office
ADDRESS 10195 W. Twain Ave., Ste. 100, 
89147
TENANT The Bonati Institute
LANDLORD Patriot Reading Associates
DETAILS 11,872 SF; $4,621,928 for 10 years
TENANT’S REP Barton Hyde of Avison Young
LANDLORD’S REP Roy Fritz of Sun 
Commercial

Loan, Retail
ADDRESS 8751 W. Charleston Blvd., 89117
LOAN OFFICER Scott Monroe of NorthMarq 
Capital
DETAILS  The $5.35 million refinance was 
negotiated for Barcelone, a 51,132 SF retail 
property. The transaction was structured 
with a 10-year term and 25-year amortization 
schedule. NorthMarq arranged financing for the 
borrower through its relationship with a CMBS 
lender.

WC

Sale, Retail
ADDRESS 1210 Rock Blvd., 89431
BUYER YIMS Produce & Seafood, LLC
SELLER 1210 Rock, LLC
DETAILS 9,800 SF; $900,000
APN 031-042-16

Sale, Retail
ADDRESS 7540 Longley Ln., 89511
BUYER Craig Poundstone
SELLER Francis Realty, Inc.
DETAILS 6,600 SF; $1,710,000
APN 164-110-02
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 Red Report

Sale, Industrial
ADDRESS 1400 Marietta Way, 89413
BUYER Melinda & Terry L. Howard
SELLER Hood Development, LLC
DETAILS 14,000 SF; $1,210,000
APN 034-405-01

Sale, Multi-Family
ADDRESS 5300 Los Altos Pkwy., 89436
BUYER Sunroad Enterprises
SELLER Bristol Bay Nevada, Inc.
DETAILS 264 units; $134,470 per unit
APN 514-340-17

O

Sale, Land
ADDRESS 1160 W. Pioneer Blvd., 89027
BUYER BHF, LLC
SELLER Shapiro Trust Etal and Shapiro David 
& Illana Trust
DETAILS  3.15 acres; $854,980
APN 001-18-210-013
SELLER’S REP Eric Berggren of Newmark 
Grubb Knight Frank
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SOUTHERN NEVADA NORTHERN NEVADA

 As 2015 came to a close, the Reno/Sparks 

retail market continued to improve from the 

previous quarters. Lease rates have improved 

from 2014 and we are seeing interest from 

national tenants again; along with local ten-

ants expanding their businesses. UFC Gym, 

Dunkin Donuts, Nutrishops, Grateful Gardens, 

Full Pedal Indoor Cycling, Jimmy Johns and 

others are all looking to open new stores in 

the area. Larger, new leases signed such as 

Petco, Sleep Number Mattress, and Chick-

Fil-A shows a national interest in the Reno/

Sparks market. Investors are also showing 

confidence as there were also some notable 

sales of retail properties this year:Southwest 

Pavilion, Smithridge Center, CrossRoads 

Shopping Center, and SouthCreek.

 The market saw an overall vacancy of 10.9 

percent. The general freestanding vacancy 

was 7.9 percent, the shopping center vacancy 

13.1 percent and the power center vacancy is 

17.2 percent. Lease rates were between $1.35 

to $3.00 NNN.

 Reno/Sparks will be seeing a steady 

growth in retail. Expect to see new develop-

ment starting and, in the case of Legends at 

Sparks Marina, a continuation of the exterior 

pads developed. While major franchises are 

moving into the area, the market for big box 

stores is notably not a major interest generator.   

 The interest of retailers in the area will 

continue to grow. With housing sales up 

and good retail locations still available, 2016 

should show signs of improvement in the 

Reno/Sparks market. Rates will increase this 

year and vacancy will continue to go down 

throughout next year. 

 The Las Vegas Valley anchored retail va-

cancy rate rose slightly from 10.2 in Q3. 2015 to 

10.3 percent in Q4, 2015. At the end of Q4, va-

cancy rates ranged from 7.5 percent in power 

centers to 11.2 percent in neighborhood cen-

ters. With the retail market just above the 10 

percent stabilized rate and taxable retail sales 

at all-time highs, the Valley’s anchored market 

remains fairly healthy. However, its recovery 

has been uneven, with some submarkets do-

ing better than others. The major factors hold-

ing retail vacancy above 10 percent are the rise 

of distribution centers, the lack of good quality 

vacant space and the generally flat wages of 

workers.

 Developers seem to be holding out on new 

anchored retail construction and that’s why 

only 210,000 square feet were under construc-

tion at the end of Q4. And there are only 476,000 

square feet planned in a market that has 44.3 

million square feet of anchored inventory.

 Net absorption in Q4 was approximately 

negative 35,400 square feet. This level of ab-

sorption dropped the year-over-year absorp-

tion to negative 124,800 square feet. 

 Space under construction in Q4 amounted 

to 210,000 square feet in two projects: Silvera-

do Promenade and Durango Arby Plaza. There 

were also 476,000 square feet of planned an-

chored centers in four projects: Decatur 215, 

DC’s Plaza and Caroline’s Court, all in the 

northwest, as well as Smith’s at Cadence.

 Las Vegas’ retail market is being signifi-

cantly reshaped by E-commerce and catalog 

sales. This reshaping is making warehouse/

distribution centers the “retail centers” of the 

future.

 Commercial RE Report

RETAIL
SUMMARY
FOURTH QUARTER 2015

Southern Nevada analysis and statistics compiled by

RCG Economics, Northern Nevada analysis and

statistics compiled by Dickson Commercial Group.

TOTAL MARKET

Total Square feet

Vacant Square Feet

Percent Vacant

New Construction

Net Absorption

Average Lease sf/mo (nnn)

Under Construction

Planned

POWER CENTERS

Total Square Feet

Vacant Square Feet

Percent Vacant

New Construction

Net Absorption

Average Lease SF/MO (NNN)

Under Construction

Planned

COMMUNITY CENTERS

Total Square Feet

Vacant Square Feet

Percent Vacant

New Construction

Net Absorption

Average Lease SF/MO (NNN)

Under Construction

Planned

NEIGHBORHOOD CENTERS

Total Square Feet

Vacant Square Feet

Percent Vacant

New Construction

Net Absorption

Average Lease SF/MO (NNN)

Under Construction

Planned

Southern northern*

* All numbers exclude regional malls

NEXT MONTH: INDUSTRIAL
ABREVIATION KEY

MGFS:

SF/MO:

NNN:

Modified Gross Full-Service

Square Foot Per Month

Net Net Net

RETAIL
FOURTH QUARTER

32,543,715

3,553,738

10.92%

34,820

  

222,540 

$14.09

7,024

12,691,883

 1,003,496 

7.91%

28,820

 60,409 

$13.03 

7,024

0

3,085,143

530,948

17.21%

0

 62,458 

$11.10

0

0

14,166,302

1,851,356

13.07%

0

60,610 

$14.57 

0

0

44,262,684

4,551,423

10.3%

0

-35,432

$1.00

210,000

476,000

  

10,083,608

751,821

7.5%

0

-59,003

$1.59

0

0

  

18,703,226

2,068,793

11.1%

0

-87,552

$0.85

0

271,000

  

15,475,850

1,730,809

11.2%

0

111,123

$0.97

210,000

205,000

http://www.nevadabusiness.com/2016/04/retail-summary-fourth-quarter-2015/?utm_source=PDF&utm_medium=PDF&utm_campaign=PDF%20PDF%20April%202016
http://www.nevadabusiness.com/?utm_source=PDF&utm_medium=PDF&utm_campaign=PDF%20PDF%20April%202016


77APRIL 2016   NEVADA BUSINESS MAGAZINE

he second estimate for U.S. real 
gross domestic product (GDP) for the 
fourth quarter of 2015 was revised up 
from the first (advanced) estimate of 
0.7 to 1.0 percent annualized growth 

rate. The revision occurred because private in-
ventory investment experienced a smaller de-
cline than estimated in the previous month. U.S. 
nonfarm employment added a more-than-ex-
pected 242,000 jobs in February. Retail sales ex-
perienced both monthly and yearly gains, while 
auto and truck sales remained strongly above 
their respective levels from last year. The U.S. 
stock market and oil prices also rebounded after 
substantial losses. 
 Based on the most recent data, the Nevada 
economy saw a modest pick-up in economic ac-
tivity. Seasonally adjusted statewide employment 
added 5,800 jobs and the unemployment rate fell 
from 6.3 percent to 6.2 percent from December 
to January. December taxable sales grew by 5.3 
percent on a year-over-year basis. In addition, 
gasoline sales (in gallons) increased by 2.0 per-
cent from December 2014. Total air passengers 
continued a strong year-over-year growth, up by 
7.1 percent. Gaming revenue decreased by 5.8 
and 2.9 percent compared to last month and last 
year, respectively. 
 Most recent year-over-year data provided 
positive evidence for a continued recovery in 
Clark County. Seasonally adjusted employment 
experienced the largest job gains in a decade, 
by adding 8,100 jobs in January. Total McCarran 
passengers and visitor volume in January rose 7.3 
and 2.1 percent, respectively, from a year earlier. 
Clark County’s taxable sales and gasoline sales 
for December exceeded their levels from last year 
by 5.5 and 2.2 percent, respectively. Residential 
permits continued a significant year-over-year 
rise by 76.7 percent. Commercial permits expe-
rienced both monthly and yearly losses, and they 
still remained at a low level. Gaming revenue fell 
by 3.3 percent compared to a year ago.
 Washoe County experienced mixed signals 
from year-over-year data. The Reno-Sparks 
seasonally adjusted employment added 1,300 
jobs for the month, and the unemployment rate 
dropped to 5.8 percent in December, its lowest 
level since April 2008. Taxable sales for Decem-
ber also posted a strong increase of 9.0 percent 
year-over-year, while gaming revenue for January 
was down by 1.9 percent. Although January air 
passengers increased by 5.4 percent year-over-
year, visitor volume in January experienced a 
substantial loss, a 7.8 percent year-over-year de-
crease. Residential housing permits rose strong-
ly by 37.8 percent year-over-year, but commercial 
building permits fell and remained low. 

The views expressed are those of the authors and do not 
necessarily represent those of the University of Nevada, Las 
Vegas or the Nevada System of Higher Education.

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

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

Stephen M. Miller, Director

Jinju Lee, Eonomic Analyst

UNLV Center for Business
and Economic Research
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What’s your perfect day?

“A perfect day on the 
job is when I have the 
opportunity to visit our 
job sites and collaborate 
with the team.”

“A perfect day is when 
I hear of a Leadership 
Henderson alumnus using 
the tools they received 
from our program to 
make a difference in our 
community. Seeing the 
impact of their efforts is 
a great feeling.”

“A perfect day for me 
is when I have time to 
enjoy all meals with my 
husband and two little 
girls between designing 
some unique children’s 
rooms and styling a one-
of-a-kind editorial.”

“I travel every week 
to our Scottsdale and 
Orange County offices, 
so a perfect day for me is 
relaxing at home…either 
in Las Vegas or in Palm 
Springs where I have a 
vacation home.”

“Waking up feeling 
blessed and ready for 
the unknown journey. I 
enjoy looking forward 
to whatever the day will 
bring!”

Natalie Buckel | Leadership 
Henderson Director, Henderson 
Chamber of Commerce

Jannicke Ramso | Owner and Principal 
Designer, Tiny Little Pads

Bret Loughridge | Vice President 
Operations, SR Construction

Gordon Miles | President/COO
Berkshire Hathaway Home
Services Nevada Properties

Amber Candelaria, Esq. | Managing 
Partner, Candelaria Law Group

Jane Anthony | Sales Executive,
LP Insurance Services, Inc.

“We Southern Nevadans 
live for spring in the 
desert… Any time I can 
get outside to play tennis 
or take the dogs hiking in 
Red Rock, it’s a great day.”

 Last Word
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Life is full of surprises.
The bumps, breaks, sneezes and wheezes can 

come out of nowhere. When things get you 
down, get up. Get in. Get out. 

Get better. 

Quick.

7 VALLEY LOCATIONS
NO APPOINTMENT NEEDED. 

UMCSN.COM/QUICKCARE

http://www.umcsn.com/quickcare


CASH FLOW SOLUTIONS   |   IMPROVE YOUR BUILDING/FIRM/PRACTICE

FINANCE EQUIPMENT   |   FINANCIAL STRATEGIES   |   CUSTOM HOME FINANCING 1

WEALTH MANAGEMENT 2

RAINE SHORTRIDGE

Executive and Legal Specialist
866.907.7717

PATRICK MILBANK

Executive and Medical Specialist
866.950.7512

DEAN COLLINS

Legal and Medical Specialist
866.980.9585

RITA VASWANI

Legal and Medical Specialist
866.909.8764

At Nevada State Bank, we devote exceptional 
attention to executives and professionals. 

Whether you’re looking to improve your practice, 
expand your fi rm, build upon your company’s 
vision, or construct a custom home for your family, 
we can help.

BRING YOUR BANKING HOME.

56 years in Nevada I nsbank.com

SPECIALIZED 
BANKING FOR 
EXECUTIVES AND 
PROFESSIONALS

2. Securities and Advisory services offered through LPL Financial, a Registered 
Investment Advisor. Member FINRA/SIPC. Insurance and annuity products offered 
through LPL Financial or its licensed affi liates. ZB, N.A. and its Nevada State Bank 
and Nevada State Investment Services divisions are not registered broker/dealers 
and are not affi liated with LPL Financial.

1. Loans subject to credit approval. Terms and conditions 
apply. ZB, N.A. NMLS# 467014

Not Insured by any Federal Government Agency Not a Bank Deposit

Not Bank Guaranteed May Lose ValueNot FDIC Insured

http://www.nsbank.com
http://www.nsbank.com



