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The Commentary

Lyle E. Brennan
Publisher

COMMENTS
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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.

The Answer to Senseless
Killing and Maiming
 Finding the answer to senseless killing, whether it be instigated by children or adults, lies 
much deeper than the media and our culture would have us believe. It’s not about the weap-
ons used. To find a solution to these horrific attacks, we must dig deeper and get to the root 
of what’s causing all this evil. We need go back to the fundamentals of life. What is right and 
what is wrong? To find a true solution, we must all agree on a premise of what is good and 
what is evil. Without such an agreement we will continue to pull at and destroy each other. In 
your life, have you ever seen such a divisive and evil time as now? 
 Many of us have Judeo-Christian backgrounds, whether from the way we were raised 
to a firmly held belief today. Unlike the ever-changing values of our culture and media, as 
a Judeo-Christian believer, we are taught to base our beliefs and sense of good and evil 
on how God directs us through the Bible, the “how to live” book that doesn’t change.
 God and His Word are the same yesterday, today and tomorrow. However, those 
that don’t have the same beliefs have nothing solid to hang onto and their morality can 
change from one day to the next. Today, many that call themselves Christians live their 
lives like unbelievers, allowing culture to dictate how they think and live. They don’t prac-
tice what they say they believe. Unbelievers see these so-called believers for what they 
are, hypocrites. And, it’s true. When we say we are believers and act contrary to those 
beliefs, we are hypocrites. 
 As the Scriptures say, “…he who has ears to hear, let him hear…”. This is a wake-up 
call for non-believers and believers that are behaving like hypocrites: WAKE-UP, LISTEN 
AND ACT! We must agree on a premise of good and evil and there is no better source to 
rely on than the unchanging and reliable Bible. 
 The following are commentary excerpts from writings by Ben Stein’s “My Confes-
sion” and recited by him on a CBS Sunday morning commentary. 
 Stein said, “I think it started when Madalyn Murray O’Hair (she was murdered, her 
body found a few years ago) complained she didn’t want prayer in our schools, and WE 
SAID OK …
 “Then someone said you better not read the Bible in school. The Bible says … thou 
shalt not kill, thou shalt not steal and love your neighbor as yourself … and WE SAID OK 
… Then Dr. Benjamin Spock said we shouldn’t spank our children when they misbehave, 
because their little personalities would be warped and we might damage their self-es-
teem (Dr. Spock’s son committed suicide) … We said an expert should know what he’s 
talking about … and WE SAID OK …
 “Now we’re asking ourselves why our children have no conscience, why they don’t 
know right from wrong and why it doesn’t bother them to kill strangers, their classmates 
and themselves … If we think about it long and hard enough, we can figure it out. I think 
it has a great deal to do with ‘WE REAP WHAT WE SOW’ …  
 “Funny how simple it is for people to trash God and then wonder why the world’s 
going to hell. Funny how we believe what the newspapers say, but question what the 
Bible says. Funny how you can send ‘jokes’ through e-mail and they spread like wildfire, 
but when you start sending messages regarding God, people think twice about sharing. 
Funny how lewd, crude, vulgar and obscene articles pass freely through cyberspace, 
but public discussion of God is suppressed in the school and workplace.”
CALL TO ACTION: Wake-up and seek God. Read and meditate on His Word. Teach 
and lead your family in His Ways; and God will hear our prayers once more.
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.”

The Evil That Surrounds Us
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By Doresa Banning

said Dawn Gibbons, chairwoman of the 
Nevada Transportation Authority (NTA).
 Highlighting the state’s emphasis on 
transportation, an 18-month process is 
currently underway to develop the One 
Nevada Transportation Plan. It’s a collabo-
ration between the Nevada Department 
of Transportation (NDOT) and numerous 
partners, including transportation provid-
ers and local governments. The plan’s 
goal is to envision and implement a “safe 
and connected multi-modal transportation 
system that links Nevadans and supports 
the state’s economic vitality,” according to 
NDOT. Completion of the first iteration is 
targeted for mid-2019, with updates occur-
ring in subsequent years. 

“Transportation is 
one of the highest 
priorities for the 
state as far as 
building industry, 
being productive 
and making 
things happen,”
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 Even as state agencies look to long-
term sustainability in transportation, the 
industry as a whole is undergoing growth 
and change. Airport passenger numbers 
are on the upswing, new flights are being 
added, transportation-for-hire is expand-
ing and numerous road/highway projects 
are underway, for starters. Here’s a look at 
some of what’s new and taking place at the 
airports and state transportation agencies. 

McCarran
International Airport
 At McCarran International Airport (MIA), 
passenger numbers have increased steadi-
ly since 2010, and last year was record set-
ting. In nine months of 2017, the airport set 
record traveler totals, with October boast-
ing the highest volume ever, in the airport’s 
nearly 70-year history (its anniversary will 

be in December). The year’s total was 48.5 
million passengers.
 “This new record is a clear sign of re-
covery, and it shows that the appeal of Las 
Vegas remains strong,” said Rosemary 
Vassiliadis, director of the Clark County De-
partment of Aviation, which owns and oper-
ates MIA and four other airports.
 These upward passenger trends continued 
in early 2018. For example, Customs and Bor-
der Protection reported a single-day record of 
8,119 international arrivals on Jan. 8. Also that 
month, overall passenger traffic was up, by 2.7 
percent, over the same time last year.
 McCarran International Airport serves 
almost 30 airlines with non-stop service to 
over 150 destinations. By year-end, 15 flights, 
domestic and international, are slated to be 
added to the current roster. Among those 
are new weekly flights to Munich, Germany, 
Sao Paulo, Brazil and Edmonton, Canada, 
internationally, as well as additional flights to 
Florida, Nebraska and Texas, domestically. 
 Regarding international flights, the avia-
tion department remains open to accom-
modating any country that wants non-stop 
service to and from Las Vegas. 
 “It’s very important to us,” Vassiliadis 
said. “We’re interested in the world, anyone 
who has the demand to come here.”
 As for changes inside the airport itself, 
coming soon are new retail offerings, res-
taurants and a high-end airport lounge, the 
specifics of which currently are being final-
ized. Apart from what’s to come, MIA has 
completed infrastructure improvements to 
Terminal 1 that included new flooring, up-
dated bathrooms, new check-in counters 
and a modernized look. 
 The new terrazzo flooring will soon be 
installed in areas that don’t yet have it, 
starting in Concourse A, thereby “continu-
ing the modernized, brighter look and feel 
throughout the terminal,” Vassiliadis said. 
 The airport has also added digital sig-
nage and self-serve baggage-tagging kiosks, 
among other improvements. The renovation 
project cost $30 million to complete. 

TRANSPORTATION   Cover Story
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CONTINUES ON PAGE 52

 As for the other airports in the county’s 
system, work should begin this year on a 
terminal remodel at the North Las Vegas 
Airport and on additional ramp construc-
tion at the Henderson Executive Airport.
 The Clark County Department of Aviation’s 
budget is $653.4 million for fiscal year 2017-
2018. Revenue comes from airline and non-
airline sources, about 50 percent from each. 
 In terms of MIA’s economic impact on 
Nevada, aviation generates $28.4 billion 
annually via direct, indirect and induced 
means, 2015 data showed. Visitors arriv-
ing by air generate $24.5 billion in output, 
179,502 jobs and $6.8 billion in labor in-
come each year. 

 For the rest of the year, growth is ex-
pected, Vassiliadis said. “There’s no doubt 
the demand is here.”

Reno-Tahoe
International Airport 
 Now in its 90th year, the Reno-Tahoe 
International Airport (RTIA) achieved a ma-
jor milestone in 2017 when its passenger 
count again surpassed 4 million, the first 
time since previously doing so in 2008. This 
number reflects a 10 percent increase from 
2016 which, in part, was due to four flights 
being added in 2017. 
 “We’re in a growth mode right now and 
planning the facilities for the future,” said 
Marily Mora, president and CEO of the 
Reno-Tahoe Airport Authority (RTAA), the 
entity that owns RTIA. “We used to have 5 
million passengers a year.”

 Simultaneously, the Transportation Se-
curity Administration (TSA) is finishing a 
$57 million refresh of the Terminal 1 in-line 
baggage screening systems. New passen-
ger screening technology will also be intro-
duced soon. The full details haven’t been 
announced yet.
 “We are happy to partner with TSA to 
explore this new technology that has the 
potential to improve safety, security and 
customer service,” said Vassiliadis.
 A few years ago, the airport launched a 
program to more seamlessly move people 
through the terminal and on to their desti-
nation. The program is called McCarran At 
Your Service or MAYS. The committee be-
hind MAYS includes representatives from 
airport stakeholders including everyone 
from airlines, government partners to retail-
ers and concessions at MIA. Their mission 
is to ensure that the first and last impres-
sion visitors have of Las Vegas is positive.

   Cover Story
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   Feature Story 

BUSINESSES can expect health insur-
ance costs to continue to rise in the short 
term, but stabilization might be in sight. Ne-
vada health insurance executives suggest 
a number of factors could indicate relief for 
businesses when it comes to health insur-
ance costs in the long-term future. 

Health Insurance
in Nevada

The
Insured
State

By Pat Evans
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 Following years of negative reaction to 
the Affordable Care Act (ACA), signed into 
law in 2010 by President Barack Obama, 
causing health insurance costs to increase 
double-digit percentage points year af-
ter year, Hometown Health CEO Ty Wind-
feldt said the market’s “overreaction” has 
passed. 
 “The market had a significant negative 
reaction to ACA, now we can see those 
numbers come down to a much more rea-
sonable rate,” Windfeldt said. “[Costs are] 
still going up, but not the double-digit in-
creases like we’re used to.”
 Part of that perception shift is because 
executives are no longer focused on the 
percentage of a cost increase, but rather 
the dollar amount, explained Windfeldt. A 10 
percent increase on a $100 premium and a 
10 percent increase on a $500 premium are 
drastically different.
  Through his first year in office, President 
Donald Trump has attempted to cut ACA 
regulations where he can, however Repub-
licans and Democrats remain at odds about 
the right ways to approach healthcare costs. 

Uncertain Markets
 Several policies proposed by President 
Trump have created an increased level of 
uncertainty, which makes it hard for busi-
nesses to understand the risks associated 
with health insurance, said Heather Kor-
bulic, the executive director of Silver State 
Health Insurance Exchange, Nevada’s 
health insurance marketplace. 
 “It’s creating additional uncertainty for 
our carriers and if they don’t understand 
what the risks look like, none of us do,” Kor-
bulic said. “It creates a risk of unknown and 
to compensate they increase the premiums 
and we’ll likely see increases next year.”
 Because of the uncertainties and recent 
policy changes at the federal level, a study 
by Covered California, California’s health 
insurance marketplace, found premiums 
could increase nationwide by between 12 
and 32 percent in 2019. The study, released 

Health Insurance Exchange no longer offers 
plans for businesses and doesn’t plan to of-
fer them in 2019, Korbulic said. 
 “They haven’t been a successful en-
deavor across the country,” said Korbulic 
of business plans. She added that the mar-
ketplace focuses on individuals in need of 
health insurance options.
 Other reasons healthcare costs con-
tinue to increase include the ever-evolving 

March 8, had Nevada in its lowest risk cat-
egory, with a cumulative increase of 35 
percent by 2021. Regardless, Silver State 

Feature Story
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Hometown Health
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HEALTH INSURANCE

innovations in specialty pharmaceuticals 
and individualized treatments for condi-
tions, said David Livingston, CEO of Prom-
inence Health Plan.

Collaborative Efforts
 A major factor when it comes to curbing 
health insurance costs will come down to all 
parties involved — providers, insurers and 
payers — working together for solutions, 
Livingston said. 
 “We need to collaborate to solve the 
healthcare equation, working together for 
a long-term, sustainable and high-quality 
health system that is affordable and acces-
sible,” Livingston said. “How do we work 
across silos and come up with the solution? 
Each silo has tried to address the issues, but 
we’re now at the point we have to work to-
gether. A lot of the hurdles are broken down, 
so we’re starting to see that collaboration and 
we just need to continue that momentum.”
 Livingston said the high-cost drugs pro-
vide care for conditions necessitating the 
care, but to truly bend the cost curve back 
down the parties need to focus on popula-
tion health strategies and incentives based 
on health.
 As the pillars begin to work together, 
three large corporations announced in Jan-
uary they will work together to bring down 
healthcare costs. Amazon, Berkshire Ha-
thaway and JPMorgan Chase joined forces 
earlier this year to help curb costs for their 
workforces. The three companies employ 
more than a million people. According to the 
companies themselves, the initiative will be 
enacted through an independent company 
created without profits in mind. 
 “The ballooning costs of healthcare 
acts as a hungry tapeworm on the Ameri-
can economy,” Berkshire Hathaway CEO 
Warren Buffett said in a released state-
ment. “Our group does not come to this 
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HOW DO YOU STAY 
RELEVANT TO YOUR 
MEMBERSHIP?
PETER GUZMAN: Under my presidency, we 
have sent new members to the Metro Cham-
ber, to the Asian Chamber, because I have 
no problem doing that. My first and foremost 
presidential responsibility is to have [members] 
grow their business. They’re not going to grow 
if they’re just hanging out with me. I trust these 
organizations, we have no problem sending 
them over there. You stay relevant by making 
sure that your organization is visible, you have 
to build that trust. I think building trust is the key. 
MCGAREY: One of our biggest challenges is 
finding content that hasn’t been duplicated 
by somebody else or another association. 
We’ve all got golf tournaments, we’ve all got 
luncheons every month and so our challenge 
has really been finding topics that generate 
interest. The other issue is getting the next 
generation interested in what we do. There’s a 
big gap nationally, the average age of a CCIM 
is in the mid-50s, and it’s been very challeng-
ing to get the younger generation interested in 
what we do.
MARY BETH SEWALD: One of the things that 
I’m doing, as a new person at the chamber, 
in our attempts to be relevant, I give out my 
cell phone number all the time. I ask our mem-
bers, and non-members too, what do you 
need? If you could wave your magic wand and 
the chamber could do anything to make your 
business more relevant, what could the cham-
ber do to be indispensable to you? It’s very im-
portant and we’re able to do a lot of what they 
want. They’re not asking for the moon.
SANDRA ROCHE: We’re trying to come up with 
some different ideas to bring members in and 
provide more value for their membership. Our 
dues aren’t high, so that’s something to look 
at, people can join. We reach out too and ask 
what do members want? That’s why we’re 
looking at having more professional develop-
ment with a mentor group that’s a reasonable 
price people can afford.

table and shoot them a LinkedIn [request] and 
hopefully they give me the time of day. In the 
age of technology, why should anyone come 
invest two hours of their day, once a month? 
Giving them tangible value when they show up 
to the lunches, that’s what we’re trying to do.
CHRIS MCGAREY: CCIM of Southern Nevada 
is the same way. We didn’t think email was 
going to be important 20 years ago when we 
were a diehard for our fax machines. We look 
at it now and social media is how things is 
communicated. Technology really boomed 
the last couple years with getting our mes-
sage out. Most of our classes are attended 
by somebody who saw it on social media 
or had [information] forwarded to them from 
somebody that saw it on social media. We 
do an electronic newsletter, we still mail out 
one newsletter per organization rather than 
a newsletter to each individual member and 
we do an electronic version that gets passed 
around for our sponsors.
JOHN ALDRICH: We do a lot, we’re on Twit-
ter and we’re on Instagram, we send emails, 
we are trying to cover everybody. We find 
that, when they’re older, they see the emails; 
younger [members] see the tweets. We also 
struggle with getting younger people in and 
helping them understand why it’s helpful to be 
part of the organization.

 Industry Focus

rofessional organizations have 
undergone a myriad of changes in 
recent years and the prevalence 
of social media has both benefited 

and added a new layer of challenges to the 
industry. Professional organization executives 
recently met at the Las Vegas offices of City 
National Bank to discuss the industry and 
most agreed, collaboration is key. 
 Connie Brennan, publisher and CEO of 
Nevada Business Magazine, served as mod-
erator for the event. The magazine’s monthly 
roundtables bring together leaders to discuss 
issues relevant to their industries. Those dis-
cussions are recorded and a condensed ver-
sion is included in the following pages.

HOW HAS THE DIGITAL 
AGE CHANGED THE 
WAY PROFESSIONAL 
ORGANIZATIONS 
OPERATE?
NATALIE WAINWRIGHT: In the age of Twitter 
and Instagram, which is huge for my personal 
business as well as the organization, we all 
have opportunities to connect with one an-
other. I can easily reach out to anybody at this 

P

PROFESSIONAL ORGANIZATIONS
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HOW IMPORTANT IS 
COLLABORATION?
SEWALD: When we can serve our members 
and collaborate and work together to serve 
the community, everybody gets engaged and 
they get excited and motivated and they want 
to continue those partnerships.
SONNY VINUYA: There are 48 different organiza-
tions under the Asian banner and each of those 
organizations have different ideals. If I can just 
make them realize the power of being together 
we could have one voice. What I’m trying to do 
is reach out and collaborate with each [organi-
zation], the ones that are willing of course.
WAINWRIGHT: I wish there was more collabora-
tion, especially with something like SIOR and 
CCIM, where there’s a designation. CREW 
doesn’t bring that element to the table. We bring 
mentorship and leadership skills and empow-
ering women and the men that support us. It 
would be great if there was more of an opportu-
nity for [CCIM] and SIOR to collaborate. There’s 
a lot of room for us to all be working together. 
SANDRA ROCHE: We also want collaboration 
with other organizations. We don’t all need to 
have all these events, why can’t we share and 
pull speakers and different ideas together? 
We’re small and we’re all volunteer. Collabo-
rating with some of the bigger [organizations] 
may be a great way to help each other.

WHAT ROLE DOES 
LOBBYING PLAY 
FOR PROFESSIONAL 
ORGANIZATIONS?
VINUYA: We have a government affairs com-
mittee and we make connections where we 
can. We review [legislation] and then make the 
right move for our membership.
PHYLLIS GURGEVICH: It is our role to advocate 
for the banking industry and more. As an orga-
nization, anything in the state that will promote 
economic development and support financial 
literacy, those are what we’re seeking change 

tough. We have 10 percent of the people do-
ing 90 percent of the work.
VINUYA: Because we are volunteers, finding 
the right people with the same passion you 
have and then finding people you can really 
trust and count on [is a challenge].
ALDRICH: Our board is about 13 members and 
they’re all lawyers and we’ve done exactly that. 
We found the right people that have the same 
vision as we do that we can count on. It’s been 
great because we are looking for people and we 
have been very successful finding them. We nev-
er have to make assignments. Everyone speaks 
up, says they’ll do it. Sometimes it’s more than 
three that end up on the committee and then 
they churn on it and we meet the next month. 
ROCHE: Our board went from, when I started a 
year and a half ago, maybe six people to 18 at 
our last board retreat. It’s growing and the en-
ergy is there and we’re getting it. I’m very busy 
at my job as a vice president of a construction 
company and general contractors so I try to 
tie it all in with everything I’m doing. I have just 
resurrected a foundation that was set up for 
the National Association of Women Business 
Owners this year. I’m excited just to get that 
started and going again.
TIM ROGERS: As a different perspective than 
an organization, we struggle sometimes to find 
enough employees and enough committed 
people that are going to add value to our organi-
zations on a daily basis. There are so many orga-
nizations and only so many people. You can add 
value and not just be a member but be an active 
member. That’s important to everybody nowa-
days. Companies don’t just want to be a member 
but want to add value and be a part of something 
that will help the community as a whole.

HOW DO YOUR 
ORGANIZATIONS 
IMPACT THE 
COMMUNITY?
GURGEVICH: Our bank members are prob-
ably the largest industry that contributes to 
communities and businesses and charitable 

on whether that be legislatively or regulatory 
wise. We call it educating and that’s all we can 
aspire to do. We assess an issue, put together 
the real world facts of it, educate people and 
walk towards the best outcome. 
SEWALD:. We’re assessing all the issues now.
There were over a 100 bills last year that we 
worked on behalf of our members and the 
community at large. We’re thinking some of 
those might come back but we’re still assess-
ing what actually will come back and what 
we’ll be up against this next session. We have 
a government affairs committee and they do a 
lot. We operate by committee and vote con-
sensus before we go forth with messaging.

HOW BIG OF A 
CHALLENGE IS 
TIME, AND PEOPLE, 
MANAGEMENT?
MCGAREY: It is tough. Just getting people 
involved is challenging. We’re all busy, espe-
cially in our industry. We were fine for about 
six, seven years while we were trying to figure 
out what happened back in 2008. Once the 
market started to pick back up, we’re all busy 
again. We are very fortunate that we have a 
great membership that will volunteer but it’s 

 Industry Focus
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events and so I’m really proud to champi-
on them and to see how involved they are 
with the community. It ranges and they’re 
very involved. Our bankers will be coming 
together for the first time this year with a 
mission and a vision of creating a culture 
of saving in Nevada. And so we’ve picked 
three programs to endorse and are encour-
aging each of our members to participate 
in some capacity in each of those projects. 
We think that we can actually move the 
needle on creating a culture of saving in Ne-
vada and look at the prosperity report and 
actually have some impact into enabling ev-
eryone who lives in Nevada to have a better 
future through saving.
ALDRICH: Everybody’s a volunteer whether 
it’s a volunteer member or the volunteer de-
partment, there’s nothing mandatory for us. 
We have a community service committee 
that’s putting things on all the time, we do all 
kinds of stuff all over the Valley.

GUZMAN: We have a foundation at the Latin 
Chamber of Commerce. We’re very proud of 
our foundation, which exists to do one thing, 
give scholarships. I revamped it three years 
ago. Instead of giving $1,000 or $2,500, we 
decided to go full ride with kids so we’re put-
ting them fully through college. Right now we 
have 35 students. We just beat out UNLV for 
$550,000 in inbound [dollars]. That’s really put 
our foundation on the map. We’re going to be 
able to take that and use is as a match. Other 
big organizations want to know you’ve re-
ceived something like that before they match it. 
KELLY GAINES: We typically partner with 
other associations, primarily the Southern 
Nevada Home Builders Association. They 
have a foundation, Home Aid of Southern 
Nevada. Desert Rose High School is some-
thing we’re working on right now with home 
builders as well. We’re doing a lot of clean up 
work. We have a project to have some of the 
students come out and help and we would 

PROFESSIONAL ORGANIZATIONS Industry Focus
provide them boots or tools, things like that. 
A lot of what we do, in regards to commu-
nity involvement, has to do with our industry, 
construction. I would like to, as the incoming 
president, get out and expand that. Our as-
sociation has been really involved with the 
construction industry but I’d like to partner 
with other associations outside of the con-
struction industry because we are made up 
of 150 members that are business owners, 
not all in construction.
WAINWRIGHT: We want to be much more fo-
cused on our immediate community and noth-
ing to do so much with commercial real estate, 
just more giving back to the people around us 
that need the help. That’s been one of our big-
gest initiatives in the last year and it’s been a 
big success. People that I never thought would 
join the organization are joining because they 
like our community element. They like the fact 
that we’re not just here for an ROI on our busi-
nesses but we’re here to give back.
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Project Awards 
Office Tenant Improvement - 
Small
Make-A-Wish

Office Tenant Improvement - 
Large
AIS, Northport Business Center

Office Tenant Improvement - 
Special Use
Pulte Group, The Arroyo

Healthcare Tenant  
Improvement
Spring Valley OR Expansion and 
Renovation

Retail Tenant Improvement
T-Mobile Signature Store 

Public Use / Government - 
Other
City of Henderson Inspirada Fire 
Station #91

Public Use / Government - 
School
Children's Learning Adventure

Parks & Recreation
ASCAYA Clubhouse

Redevelopment Project
Henriksen Butler Office  
Building

Special Use - Small
Magic Mike Live Theater

Special Use - Large
City National Arena

Retail Center
Hughes Center II

Office Building
Credit One Bank Corporate  
Headquarters & Campus

Healthcare Building
Emerus Community Hospital 
Camino Campus

Retail Building
Downtown Las Vegas  
Starbucks

Industrial Building Build to 
Suit - Small
Sunrise Industrial Park 9

Industrial Building Build to 
Suit - Large
Building Three of Northgate 
Distribution Center

Industrial Building Spec - Small 
Park
Sunset Landing

Industrial Building Spec - Small
Beltway Distribution Center

Industrial Building Spec - 
Large
Henderson Freeways Crossing

Industry Awards
Financial Firm of the Year
CommCap Advisors

Engineering Firm of the Year
Kimley-Horn

Brokerage Firm of the Year
Colliers International

Property Management Firm of 
the Year
CBRE

Architecture Firm of the Year
EV&A Architects

General Contracting Firm  
wof the Year
DC Building Group

Individual Broker of the Year
Marc Magliarditi, CCIM

Broker of the Year Team -  
Industrial
CBRE - Higgins Toft Team

Broker of the Year Team -  
Office
Colliers International: Taber 
Thill SIOR, Patti Dillon SIOR, 
Ryan Martin CCIM, SIOR & 
Teddie Hickey

Broker of the Year Team -  
Retail
Colliers International: CNR 
Retail Advisors (Chris Clifford, 
Steve Neiger and Brett Rather)

Developing Leader of the Year
Cassie Catania-Hsu  
Sun Commercial Real Estate

Development Firm of the Year
Prologis

NAIOP Works Deal of the 
Year
The Hughes Center Retail II 

Ellie Shattuck Award
Kyle Nagy, CommCap Advisors

Special Recognition
Arnold Lopez, In Memorial

Associate Member of the Year
Matthew Hoyt 
CommCap Advisors

Principal Member of the Year
Jay Heller, Heller Companies

Trendsetter Firm of the Year
VanTrust Real Estate

Congratulations to the Winners of  
NAIOP Southern Nevada’s  

21st Annual Spotlight Awards!

Thank you to our attendees and sponsors!
Visit www.naiopnv.org for more details, photos and a full list  

of honor award recipients.

Spotlight_2018_NBM_Ad.indd   1 3/7/18   9:54 AM
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EXPAND EDUCATIONAL CHOICE

ENCOURAGE BUSINESSES
TO INVEST IN EDUCATION

 Free Market Watch

emocrat gubernatorial candidate Steve Sisolak unveiled 
his education platform last month and, despite his best ef-
forts, he unintentionally made a strong case for expanding 
Nevada’s only funded educational-choice program: Op-

portunity Tax-Credit Scholarships. 
 “People want to help” improve education, said Sisolak, according 
to the Las Vegas Review-Journal. “Businesses want to help. They just 
don’t know how.”
 Sisolak is right — businesses do want to help improve education. 
And they should. Improving education, in addition to being a moral 
and ethical thing to do for future generations, is also an economic de-
velopment issue. A better educated populace makes for better citizens, 
workers, entrepreneurs and investors. 
 Sisolak is also right about most businesses not knowing how. 
 What Sisolak failed to mention, however, is there already exists an 
effective and direct way for businesses to improve the educational ex-
perience for thousands of Nevada students — a way that immediately 
improves the education of low-income students, and benefits business-
es with a tax break. 
 It’s called the Opportunity Tax-Credit Scholarship program, and it 
is Nevada’s only funded educational-choice program. 
 Under the program, businesses can donate money to private schol-
arship granting organizations and receive a dollar-for-dollar state tax 
credit against their Modified Business Tax liability. In 2016, donations 
were capped at $5.5 million dollars, but during the 2017 legislative ses-
sion a one-time increase was approved, raising that cap to $32 million 
for the biennium. 
 Low-income students are then able to use these scholarships — 
which can be as high as $7,763 — to attend a private school of their 
choice. In other words, businesses are able to directly improve the edu-
cational experience of thousands of low-income Nevada students, and, 
for doing so, receive a tax benefit. 
 For Nevadans wanting to ensure quality education to every student, 
regardless of income or demographics, it’s a win-win.
 Not only does the school-choice program let students escape the 
public schools that aren’t meeting their needs. It also lets private busi-
nesses provide low-income students with the same educational oppor-
tunities that wealthy families enjoy. 
 Of course, expanding or preserving this promising program wasn’t 
actually what Sisolak was proposing. 
 In fact, his solution specifically omitted this business-funded educa-
tional choice program.  

 Sisolak’s proposal instead mentions “making it easier” for 
businesses to invest in the same public-education system that has 
chronically failed generations of Nevadans, and has done so despite 
previous decades of massive support from business already. Thus, 
he offers threadbare schemes like “adopting” a school building, or 
funding a special program — not to mention raising taxes on busi-
ness and everyone else. 
 Sisolak’s focus on the existing public school system is telling. 
 Despite his understanding that students deserve better, and that 
businesses need much better public education, Sisolak remains 
ensconced in the bubble of the educational establishment — a 
collection of cronies, unions and establishment interests that see 
virtually any parent-driven choice mechanism as a threat to their 
political power. 
 No sooner had the 2017 legislature expanded the Opportunity 
Scholarships, and Nevada State Education Association’s chief lob-
byist, Chris Daly, told the media that his group would be setting its 
sights on the scholarship program — fighting to kick off it as many 
low-income kids as possible in 2019.
 “We don’t like [the one time increase]. We’re going to hold the 
makers of this deal to their commitment that this was a one-time ap-
propriation… and cut it to the $6 million or eliminate the program,” 
he told the Nevada Independent.
 Why the hostility to the program from the education establishment?
 Simple: It puts parents and businesses in the driver’s seat, rather 
than politicians, unions and bureaucrats. 
 Opportunity Scholarships should be considered precisely the type 
of solution that meets our goals as a state. It’s a school choice program, 
funded not by money reserved for public education but by the very 
businesses that would benefit from a better educated populace. 
 It is a program that simultaneously gives parents and students 
control over their education, while encouraging businesses to invest 
directly in the success of Nevada’s youth. 
 If Sisolak is serious about encouraging businesses to take an ac-
tive role in improving the educational experience of Nevada’s young-
er generations, he needs to buck the party line of the state’s education 
establishment, and embrace Opportunity Tax-Credit Scholarships. 
 But don’t hold your breath.  
 If businesses really want to be involved, they should start by visit-
ing schoolchoicenv.com to learn how to donate to a scholarship or-
ganization — and they should fight to expand Nevada’s only funded 
choice option.

D
Michael Schaus is communications director for the Nevada Policy Research Institute.

COMMENTARY
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BURKE
Type of Business: Commercial General Contracting Firm | Hails from: Mulvane, Kansas
28 years with company in Nevada | Based in: Las Vegas, NV

“Live your life now.”

How did you first get
into your profession? 
Since my father was an engineer, I 
was inspired to follow in his footsteps, 
and received a degree in Mechanical 
Engineering from Kansas State 
University. I always wanted to be in 
business with my brother (a childhood 
dream) so when he started our 
company in 1984, I followed him to Las 
Vegas in 1989.

If you could be any
fictional character,
who would you be? 
Captain Kirk - he was the ultimate 
explorer who grew up in the Midwest and 
never backed down from a challenge.

What is a little known
fact about yourself? 
I grew up in a small rural community in 
Kansas and worked on a farm.

What business advice
would you give someone
just starting in your industry? 
Construction is a great industry, but it 
is an endurance career with long hours, 
so one must be patient while learning 
the fundamentals of the business.

When you were a kid,
what did you want to be? 
I wanted to follow in my father’s path 
and go into the Air Force. I actually 
went as far as applying to the Academy 
- but decided against it during my
senior year in high school.

If you could have coined
a single phrase of wisdom,
what would it be? 
“The quality of a person’s life is in direct 
proportion to their commitment to 
excellence, regardless of their chosen 
field of endeavor.” – Vince Lombardi

MOVERS & SHAKERS

Face
to Face

What do you wish you
would have learned at the
beginning of your career? 
It is okay to follow your gut. Live your life 
now. The only things that you will regret 
are the things that you did not do.

What was the toughest lesson
you’ve learned in your career?
Diversification, whether it be market or 
geographic, is vital to provide a certain 
level of insulation to the cyclical swings in 
the industry.

What is your favorite thing
about living in Nevada? 
There is not just one as there are many. 
I love the entrepreneurial spirit and the 
sense of community. As a cyclist, I love 
the weather too!

KEVIN
President & CEO
Burke Construction Group Inc. (33 years in Nevada)
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Celebrating ICONIC Women in Nevada

Save the Date!
May 1, 2018

11:30 AM Luncheon  |  Conference Center of Las Vegas

W O M E N  O F  D I S T I N C T I O N  A W A R D S  2 0 1 8

ICONIC
   Welcome

       to Nevada

AeroSpec NDT Services
Serving the commercial aviation, defense, 
pipeline and automotive industries, Aero-
Spec NDT will provide non-destructive 
testing (NDT) for established brands, such 
as Boeing, Cessna, Goodrich and ATK 
Alliant, among others. The company is 
establishing its corporate headquarters in 
Washoe County. AeroSpec NDT hopes to 
hire 30 individuals from the local pool of 
talent and work with area schools to de-
velop more. The company expects almost 
$125 million in capital investment.

C4 Mining Company
A company that provides cryptocur-
rency mining services, C4 Mining en-
ables non-technical qualified clients to 
generate Bitcoin. Special software is 
needed to mine Bitcoin which is bet-
ter done across a myriad of machines, 
which poses a risk to users. C4 Mining 
provides a way for clients to overcome 
the issues of Bitcoin mining. The com-
pany plans to lease a 100,000 square 
foot facility in Southern Nevada and 
expects to provide 13 jobs to the area. 
C4 Minings expected capital invest-
ment is nearly $30.5 million.

http://www.nawbo.org
http://www.lasvegastoner.com
http://www.lasvegastoner.com
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Around the State
UNR School of Medicine 
Granted Full Accreditation 
through 2026
The Liaison Committee on Medical Educa-
tion (LCME) has granted the University of 
Nevada, Reno School of Medicine a renewed 
accreditation through the year 2026. The 
school spent a year preparing for the accredi-
tation visit last October.

Nevada Employers Announce 
Bonuses for Employees
Two of Nevada’s largest employers, Cox Communications and 
Walmart, have announced bonuses for employees as a result 
of the changed corporate tax rate instituted in December. 
Cox Communications said most of Southern Nevada’s 1,900 
employees will see bonuses between $1,000 and $2,000, based on 
tenure. In addition, Walmart announced that Nevada associates 
will receive approximately $5.1 million in combined bonuses.

CCSD Highlights Achievements in 
State of the Schools Address
The Clark County School District’s recently held “State 
of the Schools” address highlighted achievements in the 
District’s strategic plan. Among other indicators, progress 
was made in the college and career readiness with Nevada 
ranking 14th in the nation in advanced placement increases. 
In addition, just over 83 percent of students graduated in 
2017, exceeding the 2019 goal of 82 percent.

Nevada’s Freight Plan
Named Among Nation’s Best
According to the American Transportation Research Institute (ATRI), 
Nevada’s freight plan is the nation’s sixth best plan and is used as a model for 
freight planning across the nation. The ATRI’s report compiled and ranked 
plans in order to help heighten freight planning in other states. Nevada’s 
plan was the first state plan to be published in 2016 and was specifically 
highlighted for including forward-looking transportation technologies and 
prioritizing freight corridors and needed improvements.
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TAX LAW UPDATE
by Curt Anderson, CPA is the CEO of Fair, Anderson & Langerman

n December 2017, President Trump 
signed the most comprehensive tax re-
form bill since 1986. 
The Tax Cuts and Jobs Act of 2017 

makes significant changes to the tax fil-
ings for individuals and businesses. 
 For personal filings, the individual 
maximum tax rate has been reduced to 
37 percent from 39.6 percent. At the same 
time, personal exemptions have been 
eliminated and the standard deduction 
dramatically increased in an effort to sim-
plify tax filings for most individuals.

On the business side, C Corporations 
have a new federal tax rate of 21 percent 
versus 35 percent, which will hopefully make U.S. 
Corporations more competitive in the global markets. 
Individuals operating businesses through pass through 
entities, such as Proprietorships, Partnerships or S Cor-
porations will find that they benefit from the reduced 
maximum tax rate of 37 percent.
 At the same time, the expensing of qualified assets 
has increased to 100 percent of cost to give immediate 
tax benefit for the acquisition of new equipment as com-
pared with depreciation over a period of time.
 There is a new deduction to reduce the effective tax 
rate on income from qualifying pass throughs. This de-
duction is quite complicated and is to a great degree 
based on the payroll of the business. The calculation 
results in the possibility of as much as 20 percent of 
the income from the pass through being deducted from 
taxable income in such a manner that the effective tax 
rate on the pass through income is 29.6 percent instead 
of the maximum 37 percent. 

    The calculation of this deduction is tor-
turous and involves information that is going 
to significantly complicate the filing of tax 
returns for pass through businesses. This in-
formation will be needed by taxpayers to de-
termine if they qualify for the pass through 
tax deduction at their individual levels.
    As is typically the case, there is good 
news and bad news in the tax bill. There 
are now limitations on the use of 1031 Ex-
changes. They can only be used for real 
property, not personal property. 
    There are limitations on the use of net 
operating loss carryovers that can have a 
significant economic impact on taxpayers 

still trying to recover from the economic downturn.
 There are limitations on the deductibility of busi-
ness interest expense beginning in 2018.
 There is a limitation on the personal deduction for 
state and local taxes of $10,000. This limitation is quite 
controversial and has resulted in the threat of lawsuits 
by states to overturn the limitation. 
 A new mortgage interest expense limitation is effective 
for financings beginning in 2018. This limits the deduc-
tion to the interest on $750,000 of home mortgage debt. 
Home equity line interest expense is no longer deductible.

At present there are no IRS regulations to explain 
and clarify many of the new law’s provisions.
 Being proactive is key with these changes. Be sure 
to get in touch with your accountant if you have not 
done so already to examine how these changes will af-
fect your business in 2018 and beyond. 
 And, if nothing else, at least we live in interesting 
times.

I
Curt
Anderson
Fair, Anderson
& Langerman
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TRANSPORTATION

 Most of the total air cargo, 98 percent, 
is transported on the dedicated carriers—
FedEx, UPS and DHL. The rest is carried in 
the cargo hold of passenger planes.
 Additional Frontier Airlines flights are 
coming online at RTIA this month: a fourth 
weekly flight to Denver, as of April 9, and 
twice-weekly service to Austin, as of April 
10. As for international flights, RTAA is eye-
ing potential connectivity through the ex-
isting offering, to and from Guadalajara on
Volaris, and possibly adding other destina-
tions, Vancouver in particular. The authority
has increased its ability to land additional
international flights by obtaining $175,000
per year to support the salary of an addi-
tional customs officer for the Reno federal
inspections services facility.

Before year’s end, the airport will intro-
duce up to three new food vendors in the 
main lobby, in response to the public want-
ing more varied fresh and quick food op-
tions. This desire became known through 
the quarterly customer service surveys the 
authority conducts.

Also this year, RTAA will carry out a 
marketing program similar to its “Non-Stop 
Getaways from RNO”, in which it held draw-
ings and, over 20 weeks’ time, gave away 
20 trips for two, including airfare and hotel 
accommodations. The last such campaign 
yielded more than 80,000 entries. 

“That was a real popular program and 
helped us build our database for the airport 
and for the airlines,” Mora said.

Additionally, the RTAA will launch an-
other five-year strategic plan in July. Re-
sults of an economic impact study of RTIA, 
being done in partnership with the Univer-
sity of Nevada, Reno, should be released 
by year-end. 

“We’re going to find that we will prob-
ably be over $2 billion annually in terms of 
our economic impact,” Mora said. 

At the 5,000-acre, RTAA-owned Reno-
Stead Airport (RSA), which turned 75 last year, 
work began in early March on revamping one 
of its two runways. This capital improvement 

high,” Mora said, noting that 50 percent is 
more typical. 
 “We’re really proud of making more non-
airline revenue because that means we can 
keep our rates and charges for airlines at a 
very modest level. It gives us the opportu-
nity to keep the airlines here and to really try 
to attract new airline service,” said Mora. 
 The cargo business at the airport plays 
a role in that, Mora said. It shares in the 
costs, keeping down the rates for the pas-
senger airlines, and supports the region’s 
burgeoning warehouse/distribution and lo-
gistics industries. 
 In 2017, about 152 million pounds of 
cargo passed through RTIA, which is a 2.7 
percent drop from 2016, during which the 
total had risen 13 percent.
 “Cargo had been steadily increasing 
month over month, if not year over year, for 
quite a while,” Mora said.

 The Reno-Tahoe Airport Authority is 
in the last stage of developing a 20-year 
master plan, determining how to finance 
the future projects outlined therein. For 
one, potential funding could come from a 
hike in the Passenger Facility Charge, a fee 
of a maximum $4.50 that travelers pay per 
flight leg. Members of the federal Senate 
Appropriations Committee are working to 
raise it to $8.50 to help cover the cost of 
airport infrastructure improvements. 
 RTIA’s current total operating budget 
is $43.2 million for fiscal year 2017-2018. 
Thirty-two percent of revenue comes from 
the carriers, both passenger and cargo, 
in the form of landing fees and rents for 
ticket counter, office and operations 
space. The remaining 68 percent comes 
from non-airline sources, which is “pretty 
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Nevada Passenger
Transportation
Companies 

All Regulated By the Nevada
Transportation Authority

Type Number
Taxicab 10 
Transportation Network 3
Charter Bus 118
Limousine 49
Tow 158
Household Goods Moving 36

project, for which a $21 million grant was ob-
tained, is due to be completed by Septem-
ber, in time for the National Championship 
Air Races held there. Also, the RTAA expects 
some aviation-related companies to move 
into RSA in the future. 
 NASA’s drone testing continues at 
RSA, a test site for unmanned aircraft 
vehicles. The agency is developing pro-
tocols for integrating drones into the 
manned airspace and for unmanned traf-
fic management.

Nevada Transportation 
Authority
 This state agency is currently planning and 
developing regulations for the emergence of 
autonomous vehicle (AV) network compa-
nies; think an Uber-type business model and 
service but without drivers, said Gibbons.
 “I think we’re going to be ahead of the 
country as far as [AVs] are concerned. The 
entire state will probably be one of the first 
to start letting this happen,” she added, 

noting that state legislation around these 
types of companies will come.
 The Nevada Transportation Authority ad-
ministers and enforces state laws pertain-
ing to in-state passenger transportation, or 
transportation for hire—charter buses, lim-
ousines, taxicabs (outside of Clark County), 
network transportation companies (Uber, 
Lyft)—household goods movers and tow 
vehicles. Currently, more than 7,000 people 
hold NTA-issued permits for commercial 
passenger transport in the state.
 “Our number one mission is to make 
sure the traveling public is safe,” Gibbons 
said. “We’re one of those agencies that no-
body pays attention to but we’re doing a lot 
of work.”
 In terms of the transportation network 
companies, or TNCs, along with Uber and 
Lyft, Nevada now has a third one called 
Tango Car, a 100-vehicle operation. 
 In about two and a half years’ time, 
since TNCs first were permitted in the Sil-
ver State, their cumulative driver count has 
grown about twenty-fold. The number hit 
100,000 in February. “It’s been explosive re-
ally,” said Gibbons.
 At McCarran International Airport, Vas-
siliadis said, transportation for hire hit a re-
cord in 2017, of 5.4 million pickups by taxis 
and TNCs. This reflects an 11.7 percent in-
crease over 2016’s figure.
 At Reno-Tahoe International Airport, 
Mora said, TNCs have supplemented the 
taxicab business rather than usurp or re-
place it. It is new customers that are using 
the TNCs.
 Taxicab companies are continuing to 
replace their former meters with soft ones 
equipped with GPS and computer-based 
tracking, similar to what TNCs use. Now, 

customers can call a cab for a ride or down-
load and use one of the apps to do so. 
 “[Taxis] have come around to be more 
user friendly to a different type of popula-
tion,” Gibbons said. “This electronic meth-
od is much more efficient for the carriers 
and the passengers they serve.”
 An ongoing challenge NTA and the pas-
senger transportation industry face in the 
state is keeping up with the growing popula-
tion, particularly in the north, and ensuring 
enough services and options are available 
for residents and visitors, Gibbons said. 

Nevada Department of 
Transportation 
 NDOT will spend about $36 million this 
year on road/highway improvement proj-
ects, many of which are underway already 
and in different phases, said Director Rudy 
Malfabon. 
 The big one is Project Neon in South-
ern Nevada, which will widen 3.7 miles 
of Interstate 15 between Sahara Avenue 
and the “Spaghetti Bowl” interchange in 
downtown Las Vegas. Work on the I-15 
Mainline phase, in progress, is expected 
to be done around November. Then con-
struction will begin on a high-occupancy 
vehicle (HOV) flyover bridge between U.S. 
Highway 95 and I-15 at the “Spaghetti 
Bowl”. NDOT targets completion of Proj-
ect Neon in mid-2019. 
 “That’s our most significant project to 
date for the department,” Malfabon said.
 The agency aims to finish its portion of 
construction of Interstate 11 in the south, 
2.5 miles of a four-lane, divided freeway 
from Railroad Pass to U.S. 95, by late sum-
mer/early fall 2018. This constitutes Phase 1 
of the I-11 project. Phase 2, the Reno Trans-
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portation Commission’s concurrent build-
ing of 12.5 miles, is expected to be done 
subsequently. 
 Also underway is NDOT’s planning of 
the future path of the I-11 corridor, a roughly 
450-mile-long interstate connecting the Las 

Vegas Valley and northwestern Nevada. 
Last month, the agency held public infor-
mation meetings in Las Vegas, Tonopah, 
Hawthorne, Fallon, Reno and Carson City 

to disseminate information and gather 
feedback on it.

“I-11 is envisioned as a limited access, 
four-lane, divided interstate designed to 
safely accommodate future traffic needs,” 
Malfabon said. 

Other work in progress includes building 
various system-to-system interchanges at:

• Clark County 215 Beltway and U.S. 95
(Centennial Bowl), in the bidding phase

• Clark County 215 Beltway and I-15
North, in the design phase

• Clark County 215 Beltway at Interstate
515, in Henderson, in the planning
phase

• I-15 and Tropicana, in the public feed-
back phase

NDOT has received about $24 million to
date, since July 1 of last year, in Fuel Reve-
nue Indexing funds, which are generated in 
and only applied to road/highway projects, 
primarily construction, in Clark County.
 In Northern Nevada, the department is 
developing an environmental impact state-
ment concerning potential improvements to 
Reno’s “Spaghetti Bowl,” the interchange 
at Interstate 580 and U.S. 395. It hopes to 
complete that report by year-end. 
 NDOT is also studying alternatives for 
improving Interstate 80 through the canyon 
east of Reno-Sparks, which lies between 
mountains on one side and the Truckee 
River on the other. 
 The agency continues to implement its 
2016 Nevada Freight Plan, which includes 
enhancing truck parking and adding truck 
passing lanes along the highways, particu-
larly in rural Nevada. Up to $60 million in fed-
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eral transportation funding has been appro-
priated for Nevada freight projects through 
2020. The importance of highways/roads to 
the state’s logistics industry is “huge” and 
“very significant,” said Malfabon.
 For the remainder of this year, the di-
rector said, the plan is to “wrap up a lot of 
those projects under construction, do a lot 
more safety improvements in Vegas and 
keep advancing that widening on 95.”

 As Nevada is currently in a growth 
mode, agencies and transportation provid-
ers on both ends of the state are working 
hard to keep up. However, with solid plans 
in place moving forward and a clear vision 
of what each agency needs, the Silver State 
is in a good place with transportation. Mov-
ing people in and out of a state that relies 
heavily on tourism will remain a priority for 
transportation agencies.
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   Feature Story HEALTH INSURANCE

problem with answers. But we also do not 
accept it as inevitable. Rather, we share the 
belief that putting our collective resources 
behind the country’s best talent can, in 
time, check the rise in health costs while 
concurrently enhancing patient satisfaction 
and outcomes.”
 While details of the alliance have yet to 
emerge, it is efforts similar to the trio’s that 
could have significant impact on the costs, 
said Livingston. 

Battling Cost
 Other companies have ideas of their 
own to battle rising costs. CVS Health 
bought health insurer Aetna in December 
for $69 billion. A group of 20 companies, in-
cluding American Express, Caterpillar and 
Marriott International, came together two 

years ago to form Health Transformation 
Alliance to improve healthcare benefits, ac-
cording to the trade journal Employee Ben-
efit News.
 While he admires the major companies 
coming to the table, aside from the efficien-
cies the mass of employees offer, Windfeldt 
isn’t sure much more is possible.
 “It’s great that these large employers are 
getting more involved in the health insur-
ance, healthcare equation,” he said. “To re-
ally get a significant effect on lowering costs, 
you have to get into the delivery system.”
 There is a collaboration of healthcare 
systems attempting to disrupt the manu-
facturing and delivery of generic pharma-
ceuticals, led by Salt Lake City-based Inter-
mountain Healthcare, along with Ascension, 
SSM Health, Trinity Health and the U.S. 
Department of Veterans Affairs. The five or-
ganizations have more than 450 hospitals 
in the U.S. and are creating a not-for-profit 

generic drug company, according to an an-
nouncement in January. 
 The company aims to cut costs of gener-
ic drugs, some of which have seen arbitrary 
price increases of more than 1,000 percent, 
according to the release.
 “It’s an ambitious plan,” Intermountain 
Healthcare CEO Marc Harrison said in the 
statement, “but healthcare systems are in 
the best position to fix the problems in the 
generic drug market.”
 Similar to the healthcare system group, 
Amazon could enter the pharmaceutical 
business as well. Harrison told National 
Public Radio’s program Marketplace the 
healthcare group has had discussions with 
the Amazon, Berkshire Hathaway and JPM-
organ alliance as well.
 Similar to his thoughts regarding compa-
nies trying to cut down on insurance costs, 
Windfeldt is hesitant companies getting into 
the pharmaceutical business will have too 
much of an effect. While they can help cut 
the costs of generic drugs, patents restrict 
the specialized medicines.
 “It’s all great, but when you look at phar-
maceutical spending, the driver is the spe-
cialty pharmaceuticals and you can’t just go 
and make those,” Windfeldt said. “The only 
way to have true change is regulatory and 
have Congress set what you can mark up 
and how much they can charge.”

Focus on Wellness
 Along with regulating drug costs, offer-
ing more extensive benefit packages fo-
cused on wellness could help curb costs, 
Livingston said. 
 “Employers are looking beyond just 
healthcare and putting a much larger em-
phasis on wellness,” he said. “There can be 
collaborative designs focused on incentives 
for members who adopt healthy lifestyles.”
 Healthy lifestyles are key and poor 
lifestyle choices and chronic illnesses are 
the main hurdle to curbing high healthcare 
costs, Windfeldt said, adding 30 to 40 
percent of healthcare spend is taking care 
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of issues caused by poor lifestyles, such 
as diabetes, congestive heart failure and 
obesity. 
 “Some people walk that line and live a 
healthy lifestyle,” he said. “How do you get 
the rest of the world to follow that, for people 
to not want to be on 15 meds and wake up 
feeling miserable every day?
 “So much of [health issues] are prevent-
able and we have to break through that bar-
rier, but how do you convince a significant 
portion of the population to take care of 
themselves the right way?”
 While more employers are interested in 
health and wellness programs, Windfeldt 
said it’s not for employee attraction, but re-
tention and future cost reductions.
 “Ten years ago, I couldn’t give them 
away,” he said of health and wellness pro-
grams. “Employers are now interested be-
cause they want to know what they can do 
to keep costs down.”

Active Involvement
 As employers look for ways to reduce 
costs, their leaders are increasingly involved 
at the table in insurance discussions, Wind-
feldt said. 
 “Because health benefits are such a 
significant part of expenses, you’re seeing 
businesses take an active approach,” he 
said. “A year ago, you wouldn’t talk with the 
CFO or CEO. Nowadays those are the first 
two at the table.”
 Those executives are looking for more 
value for their plan. “They should get more in 
return,” Windfeldt said. “They should expect 

more in return than a copay on a doctor visit 
and a copay for a prescription. You should get 
programs that create a higher quality of life.”
 Livingston added that progressive in-
surers and payers who want to work to-
gether are coming up with customized 
solutions to help control costs and attract 
employees. With more residents accessing 
health insurance through their employers 
— and Nevada unemployment at 4.9 per-
cent as of January — it creates a challenge 
for the state’s individual market place, Kor-
bulic said. 
 She mentioned a policy that could allow 
small groups, such as chamber of com-
merces, to band together to help create 
buying power for better premiums.
 “We want a healthy risk pool,” she 
said. “This may be an opportunity for in-
dividuals who make salaries outside the 
limit for subsidies to find a more afford-
able option.”

Heather
Korbulic
Silver State Health
Insurance Exchange

“I’m passionate about  
my business, my family  

and my Hometown.”

Tom Dolan chose Hometown Health to be the 
health care plan for Dolan Auto Group to give his 
employees a local plan with great customer service 
and coverage. Little did he know that he would need 
Hometown’s services when his health took a turn  
for the worse.

Tom needed a lung transplant and double bypass 
heart surgery, and he turned to specialists at the 
Mayo Clinic in Arizona for life-saving surgery. Even 
hundreds of miles away, Hometown Health was there 
for Tom every day, every step of the way.
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HOMETOWNHEALTH.COM/HEALTHYBUSINESS
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help individuals create a genetic roadmap 
to help create significant opportunity to 
reduce costs in the long-term.
 “That advancement, three to four 
years ago, we’d talk and cringe and say, 
‘That’s not something we’re interested in.’ 
Now we’ve done a 180 and wanting to ad-
vance it and see an opportunity.”
 While healthcare costs don’t appear 
near a period of reduction in the short- 
to intermediate term, executives do have 
hope for the future with plenty of wheels 
in motion. Korbulic said there are some 
ways for the government to halt the rising 
costs, at least the steep climb. 
 “The low-hanging fruit is to stop at-
tacking it and invest in the infrastruc-
ture instead of tearing it apart limb by 
limb, letting us wither on the vine,” she 
said. 
 In Nevada, Korbulic said Silver State 
Health Insurance Exchange is focused on 
creating a more competitive marketplace, 
which was hampered when two carriers 
exited the exchange this year. The exit left 
Nevadans in 14 counties with one carrier. 
Lack of competition hurts pricing, Korbu-
lic said.
 “With rural coverage, it’s always been 
a challenge to have a competitive mar-
ket,” she added. “When you have one 
hospital, there’s not a lot of negotiation. 
There is finite pricing you can’t negotiate 
around.”
 Government actions, however, will re-
main uncertain for the foreseeable future 
and insurers are hesitant to talk about 
any policy changes as good or bad, but 
they are watching closely. 
 “We have to watch and pay attention,” 
Livingston said. “We need to pay atten-
tion to whatever changes are made and 
we need to make sure there are still op-
tions for affordable, high-quality health-
care widely available for everyone. We 
want to make sure we’re delivering and 
compliant with the law and make sure we 
focus on our customers.”

Moving Forward
 In the future, Windfeldt said insurers are 
increasingly excited for the role genetics 
might play in curbing healthcare. A better 
understanding of the role genetics play in 
a person’s health can help a person live a 
healthier life, he said.
 “That will be a game changer,” he ex-
plained. “We’re trying to look at tools to 

 Beyond individuals, employers should 
not select a plan simply based on lowest 
cost, Livingston said. 
 “They need to look for the right solu-
tion,” he said. “That’s not always the lowest 
cost, most insurers want to develop those 
solutions and each employer has a unique 
need, so they need to work together to 
come up with them.”
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This health 
  insurance 
     literally 
  saved my life

- Michael Niskar
Las Vegas

When it comes to health insurance, it can be di�cult for Nevadans 
to find access to a�ordable plans if they aren’t o�ered through their 
employer. Nevada Health Link is Nevada’s resource to link individuals 
and small businesses to a�ordable health insurance options.  
Visit NevadaHealthLink.com to learn more today.
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A  HOME  RUN
By John Seelmeyer

NEVADA’S RESIDENTIAL MARKET

 Orrock noted that six major projects total-
ing some $10 billion will reshape the face of 
the Strip during the next few years — and cre-
ate thousands of jobs at the same time. The 
development of Las Vegas as a sports desig-
nation with the arrival of the NFL’s Raiders, the 
success of hockey’s Vegas Golden Knights 
and the construction of a $150 million stadium 
at Summerlin for the baseball’s AAA Las Ve-
gas 51s provides further support for the hous-
ing market.
 Ivan Sher, owner of The Sher Group at 
Berkshire Hathaway HomeServices Nevada 
Properties, said no one should underestimate 
the effects of the sports teams. The develop-
ment of a sports segment, he said, is drawing 
all sorts of well-paid sports industry profes-
sionals to Las Vegas.
 Steady migration of executives, wealthy 
families, workers and retirees from other states, 
notably California, further strengthens all seg-
ments of the housing market, Orrock said. 
 The job growth and migration figures send 
a clear signal to builders and developers, and 
they’re responding.

 The Southern Nevada Home Builders As-
sociation projects a 6-7 percent growth in new 
home starts this year in Southern Nevada. 
That translates into 9,600 or 9,700 new homes 
— still a far cry from the 20,000-a-year pace of 
the late 1990s or the 39,000 built in 2005, just 
before the bubble burst.
  “We’re still off from a normalized market, 
but we’re headed in the right direction,” ex-
plained Orrock.
 Summerlin saw more than 1,000 resi-
dential sales in 2017 — the first time that the 
benchmark has been crossed since 2006.

A Luxury Market
 While demand is strong across all price 
points in both Las Vegas and Reno, sales of 
luxury homes have rebounded noticeably. 
 In the Reno area, the Northern Nevada 
Multiple Listing Service (MLS) reported that 
144 homes priced at $1 million or more were 
sold in the market during 2017 — a 52 percent 
increase from a year earlier. The average sales 
price in the luxury segment rose by nearly 9 
percent during 2017, the MLS reported.
 Among the factors strengthening the lux-
ury home market statewide is the new federal 
tax law with its limitation on the deductibility 
of state and local income taxes. California 
residents calculate the true cost of the state 
and local taxes they pay now that deduct-
ibility is limited. Many are beginning to real-

 Building Nevada

IT’S a simple law of Nevada economics: When 
folks are working, they buy houses. And when 
they’re making good money, they buy better 
houses. Those economics are driving stron-
ger residential sales and construction across 
the state, and executives see little reason for 
worry about the continued health of the resi-
dential sector.
 Employers added 37,700 positions state-
wide during the 12 months beginning in Janu-
ary 2017, and the strong job growth powers 
residential sales across Nevada. In Clark 
County, home brokers sold 2,261 single-
family homes during the often-slow month of 
January. That’s a 5.5 percent increase in sales 
from a year earlier.
 Observers who dug a little deeper into the 
Greater Las Vegas Association of Realtors 
(GLVAR) statistics noted a more telling figure 
about the market. The inventory of existing 
homes on the market at the end of January 
was more than 25 percent lower than the in-
ventory at the same time a year earlier, and 
average sale prices had risen by nearly 19 
percent.

Driving Growth
 Kevin Orrock, president of Summerlin, the 
22,500-acre master planned community de-
veloped by The Howard Hughes Corp., cited a 
simple reason the residential market is strong, 
“It’s jobs, jobs and more jobs.”

Ivan
Sher
The Sher Group
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ize it’s time to move to tax-friendly Nevada, 
said Monica Gore, a broker with Dickson Re-
alty who specializes in the luxury Montreux 
neighborhood at the edge of the Sierra 
Foothills. Gore said the inventory of existing 
homes for sale in the neighborhood recently 
stood at nine — less than half the usual in-
ventory of 20 or 25 homes.
 “We’ve seen a dramatic increase in activity 
with the new tax law,” Gore said. “The phone 
has been ringing off the hook.”
 Demand is driven further by the strong 
economy of Northern Nevada, which creates 
a strong market of move-up buyers. And, Gore 
notes that a booming stock market always in-
jects a shot of confidence into the market for 
luxury homes.
 In the Las Vegas area, a combination 
of factors drives the market for custom-de-
signed, custom-built luxury homes. Dan Co-
letti, owner of Sun West Custom Homes in Las 
Vegas, said potential buyers are well aware 

that interest rates remain at historic lows and 
they realize they are able to get financing at 
attractive rates.
 Another factor driving the market, busi-
ness owners and executives who buy luxury 
homes feel strongly optimistic about the di-
rection of the economy, both nationally and in 
Nevada. Sher said many potential buyers who 
were hard hit during the recession now have 
rebuilt their fortunes and are looking for new 
luxury homes.
 Finally, the influx of Californians — includ-
ing many who represent a level of extreme 
wealth seldom seen in Las Vegas in the past 
— provides a steady stream of potential buy-

ers. Those buyers have done their homework 
online, Sher said, they arrive with a list of the 
properties they want to see, and they’re ready 
to move quickly.

Help Needed
 The stronger activity brings new problems 
for residential builders that were starved for 
work a few years ago. Among their biggest 
headache is finding skilled workers.
 “Hundreds of homes weren’t complet-
ed last year because of labor shortages,” 
said Nat Hodgson, executive director of the 
Southern Nevada Home Builders Associa-
tion (SNHBA).
 Hundreds of baby boomers are retiring 
from the construction trades, and the indus-
try lost a generation of potential workers dur-
ing the recession. Limited numbers of foreign 
workers — especially from Mexico — are al-
lowed under the H2B temporary visa program 
for non-agriculture workers.

RESIDENTIAL Building Nevada

Become a “Friend of Our Family” and support Family Promise of Las 

Vegas’ mission to help homeless families with children in Clark 

County achieve sustainable housing and independence through a 

compassionate community based response.  

Families like Jason, a homeless, unemployed single father with a 

special needs child desperate for help. Assisted by Family Promise 

of Las Vegas, Jason found employment, a home with his child and 

a stable life with a future.  

Go to www.fplv.org, click on “Friends of Our Family” and sign up 

with your first donation. Each month your donation will support 

services to homeless families with children, guiding them back into 

jobs, housing and a hopeful future. 

Donate online at www.fplv.org or mail your check to Family 

Promise of Las Vegas, P.O. Box 270128, Las Vegas, Nevada 89127  

Visit our website at www.fplv.org or contact our director, Terry 

Lindemann at 702-638-8806 for more 

information on how you can make a 

big difference in the lives of homeless 

children and their families in our 

community!

Become a “Friend of Our Family”  

and Change Lives in 2018!

Monica
Gore
Dickson Realty

http://www.fplv.org
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 The labor shortage is so severe that SNHBA 
assigned one full-time staff member to spread 
the word among high school students, returning 
veterans, even recently released prison inmates, 
that home construction is a good job.
 “We could use a couple thousand workers 
right now,” said Hodgson. “We need people to 
build homes.”
 However, effects of the labor shortage are 
uneven. Coletti, for instance, said tight sup-
plies of labor haven’t yet pinched Sun West 
Custom Homes because of the relationships 
with subcontractors the company developed 
during its 30-year history. Because Sun West 
still was building during the recession, subcon-
tractors today give Sun West projects priority. 
 “We have a deep pool of subcontractors 
who have been loyal to us,” Coletti said.

Price Pressure
 While labor costs are a big worry, home 
builders feel other price pressures as well. 
Reconstruction of the Gulf Coast after last 
autumn’s hurricanes pushes up prices for 
drywall. Forest fires in Canada and hefty du-
ties on imports of Canadian softwood into the 
United States pressure lumber prices.
 Those impacts are felt particularly sharply 
in the entry-level residential market, where ev-
ery couple of hundred dollars in selling price 
means a few more families won’t qualify for 
a loan. But, on the upper end of the market, 
labor and materials costs — costs that might 
add something like $50,000 to the cost of a 
$1.4 million home — are far less of an issue, 
Gore said. 
 Sharply rising land costs also put upward 
pressure on residential prices in Las Vegas, 
where the federal government owns most of the 
land surrounding the city. Land that was selling 
for $100,000 a couple of years ago now sells for 
as much $500,000 an acre, said Hodgson. 
 Land simply doesn’t go as far as it once 
did, Hodgson explains, as new rules on de-
velopment squeeze the number of homes 
that can be built on an acre. Requirements for 
wider streets, larger lots, more public spaces 
all mean fewer homes can be built on an acre.

 Those rules also mean fewer new homes 
share infrastructure costs, pushing up sales 
prices and making new homes less afford-
able. SNHBA works hard to make sure that 
officials of local governments understand the 
implications of their decisions about develop-
ment and construction regulations.
 “We’re at the table a lot, but usually we’re 
there to play defense,” said Hodgson.

Trends
 For all the attention paid by Wall Street to 
recent upticks in interest rates, builders and 
developers see little impact.
 “A lot of our luxury buyers are not affected 
by a change in interest rates of a quarter or 
half a percentage point,” said Coletti. 
 Besides, Orrock adds, rates aren’t an 
issue at all for the growing number of cash 
buyers in the residential market. Whether 
luxury home buyers are paying cash or get-
ting a mortgage, they’re looking for homes 
that are different today than the homes built 
20 years ago. 
 Coletti, whose company is unusual in its 
combination of architecture, interior design 
and construction under one roof, said many 
clients today are looking for larger, more elab-
orate master bath suites and master closets in 
luxury custom homes. 
 Another trend is buyers wanting a contem-
porary look, but one that won’t grow dated 
with passing years. Coletti’s firm showcases 
a contemporary show home, Waters Edge 

at MacDonald Highland, that draws a steady 
stream of potential buyers to the Henderson 
property six days a week.
 “Everyone loves to see a lovely $7 million 
home,” said Coletti.
 Orrock, too, has seen a growing interest in 
contemporary design among buyers of luxury 
homes at Summerlin, and he said the interest 
in contemporary styling is beginning to influ-
ence builders of production homes as well.
 Sher noted, meanwhile, that buyers of new 
luxury homes are more architecturally sophis-
ticated today, and many buyers are looking 
for exceptionally fine finishes and high-quality 
touches rather than large rooms in big houses. 
“We now have the most interesting architec-
ture I’ve seen in this city,” he said.
 Montreux, which surrounds a Jack Nick-
laus Signature Championship golf course at 
the southwest edge of Reno, has seen con-
struction of about 350 homes on its 540 avail-
able sites since work began 20 years ago.
 While much of the recent construction has 
been driven by lack of available homes for 
luxury buyers — including a number of Silicon 
Valley families who are buying a luxury home 
in Reno at the same time that they purchase a 
vacation place at nearby Lake Tahoe — Gore 
said new construction also meets the needs 
of buyers with changing lifestyles. For in-
stance, she said that single-story floor plans 
are increasingly popular with empty-nesters 
who want ease of access as they grow older 
and their knees stiffen. 
 Even as they deliver homes for today’s 
buyers, builders pay close attention to the 
market they’ll face a couple of years from now.
 “In this business, you have to anticipate. 
You can’t turn on a dime if the market acceler-
ates or decelerates. Builders need to be look-
ing two years out,” said Orrock. 
 Fortunately, most builders’ forecasts 
are rosy.
 “The future is very bright on both ends of 
the state,” Orrock said. “It’s unbelievable what 
is happening with all the job growth, the diver-
sification and the new industries that are com-
ing to Nevada.”

RESIDENTIAL Building Nevada

Daniel
Coletti
Sun West Custom Homes

Nat
Hodgson
Southern Nevada Home 
Builders Association
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Customer Service Excellence is a free turnkey program that helps 
you recognize the customer service all-stars in your business.

• Easy ways to nominate
• Recognition programs and ceremonies
• Customer and staff engagement materials provided

Program Partners:

NOMINATE SOMEONE TODAY AT LVCHAMBER.COM/CSE

HOW DO YOU REWARD 

GREAT CUSTOMER SERVICE?

For more information on enrolling your company in the program, 
visit LVChamber.com or call 702.641.5822.

http://www.lvchamber.com/cse
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[BC] BOULDER CITY [E] EAST [H] HENDERSON [N] NORTH [NW] NORTHWEST [O] OTHER [S] SOUTH [SW] SOUTHWEST [WC] WASHOE COUNTY

E

Sale, Multi-Family
ADDRESS 424 S 13th St., 89101 
BUYER SDS Realty Corp
SELLER Vega Villita Apartments, LLC
DETAILS 32 units; $54,843/unit
APN 139-34-811-051
SELLER REP Blake Leavitt of Wardley Real 
Estate

Sale, Land
ADDRESS Carey Ave. & Nellis Blvd., 89115
BUYER Doumani Holdings LLC
SELLER NMG Capital Partners II & GKT5 
LLC
DETAILS 2.3 acre; $1.25 million
APN 140-17-810-002
SELLER REP Scott Gragson and Robert 
Torres of Colliers International

Sale, Land 
ADDRESS Nellis Blvd. & Alto Ave., 89115
BUYER FN Management Services
SELLER LRLJ LLC
DETAILS 2.78 acre; $834,000
APN 140-17-611-005 & 140-17-611-006
Buyer Rep Zac Zaher of CBRE

H

Sale, Mixed-Use
ADDRESS 90 Corporate Park Dr., Suite 100, 
89074
BUYER Dick & Jane Enterprises LLC
SELLER 90CPD100 LLC
DETAILS 8,686 SF; $1,195,900
APN 178-15-611-041
BUYER REP Lisa Hauger and Timothy 
Erickson of Sun Commercial Real Estate

Sale, Industrial
ADDRESS 7471 Eastgate Rd., 89011
BUYER 7471 Eastgate LLC 
SELLER K2 Energy Solutions
DETAILS 8,895 SF; $1,171,000

RETAIL
SUMMARY
FOURTH QUARTER 2017

NORTHERN NEVADA
 The Reno/Sparks retail market saw mixed results in the fourth quarter of 2017. 
The total gross absorption was 51,733 square feet during the quarter with 28 tenants 
opening stores. The largest tenant opening was the 7,000 square foot Verity Fitness 
in the Northtowne Marketplace near Winco. 
 There was a negative net absorption of 73,122 square foot due to store closures. 
The overall retail vacancy rate in the market is 13.5 percent, up from 12.8 percent in 
the previous quarter. The anchor vacancy rate (for spaces over 20,000 square feet) is 
13.8 percent. The line shop space vacancy rate (spaces under 20,000 square feet) is 
13.1 percent. This is the first time in recent record keeping that the line shop vacancy 
dropped below the anchor vacancy. For the year, the gross absorption was 420,926 
square feet and the net absorption was 121,015 square feet. There was 124,855 
square feet of space vacated during the quarter from 15 tenants.
 Retail investment sales continue at a healthy clip in Reno/Sparks with numerous 
transactions in the fourth quarter. Two of the more notable transactions include the 
sale of a six building portfolio in mid-town totaling 73,496 square for $16.5 million 
or $225 per square foot. The other sale was the Jiffy Lube on Prater that sold at a 6 
percent cap rate for just over $1.6 million or $1,158 per square foot.

By NAI Alliance

SOUTHERN NEVADA

 The Las Vegas Valley retail segment has shifted towards expansion mode with 
approximately 114.1 million square feet in the market. The current vacancy rate 
is 6.6 percent, a drop by about 10 basis points from last quarter. This drop was 
driven by power centers with a vacancy rate of 4 percent. The vacancy rate for 
neighborhood and community center is still at about 10 percent. 
  The average lease rate is approximately $1.34 per square foot, triple net. The 
lease rate for power center’s are $1.55 per square foot, community centers are at 
$1.30 per square foot, neighborhood centers are $1.40 per square foot and strip 
centers are $1.25 per square foot. The current average sale price is about $235 per 
square foot. Although, that number changes dramatically depending on submar-
ket. Cap rates are at 6 percent. In 2017, 4.4 million square feet traded hands. 
 There were 70,000 square feet worth of projects delivered in the fourth quarter 
with 500,000 square feet still under construction. Projects include Mountains Edge 
Marketplace, a 130,000 square foot community center; a 170,000 square foot Walmart 
Center in the southwest and a 500,000 square foot, Costco-anchored power center 
being developed along St. Rose. Construction is ramping up with an estimated $18 
billion in construction projects planned over the next several years.

By Logic Commercial Real Estate
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 Red Report

APN 178-11-115-017
BUYER REP Ben Mills, SIOR and Dave 
Wrzesinski of Avison Young

N

Lease, Retail
ADDRESS 4482 N Rancho Dr., Suite G, 
89031
TENANT KIW Enterprises
LANDLORD 4343 Rancho LLC
DETAILS 18,200 SF; $1,769,040 for 10 years
TENANT’S REP Dana Souter of Millennium 
Commercial Properties
LANDLORD’S REP Jackie Young and Liz 
Clare, CCIM of Avison Young

NW

Sale, Office
ADDRESS 6605 Grand Montecito Pkwy., 
89149
BUYER Montecito Tower LLC

SELLER Waitt-Montecito Real Estate LLC
DETAILS 177,007 SF; $33.25 million
APN 125-20-803-018
SELLER REP Cathy Jones and Roy Fritz of 
Sun Commercial Real Estate

S

Sale, Office
ADDRESS 3070 E Post Rd., 89120
BUYER QAA LLC
SELLER JCRC LLC
DETAILS 12,540 SF; $1.84 million
APN 162-36-712-022
SELLER REP Lisa Hauger and Timothy 
Erickson of Sun Commercial Real Estate

Sale, Land 
ADDRESS Pyle Ave. & Haven St., 89183 
BUYER Roohani Khusrow Family Trust 
SELLER Aghayani Family Trust
DETAILS 2.5 acre; $800,000
APN 177-28-302-017
BUYER REP Brett S. Beck of Virtus 
Commercial

SW

Sale, Office
ADDRESS 8440 W. Warm Springs Rd., 89113
BUYER CDIN Holdings LLC
SELLER DWSMC Holdings LLC
DETAILS 10,500 SF; $1,837,500
APN 176-04-412-005
SELLER REP Grant Traub and Chris Connell 
of Colliers International
BUYER REP Stacy Sheer, CCIM of Colliers 
International

Sale, Office
ADDRESS 2960 W Sahara Ave., 89102
BUYER Future Property, LTD.
SELLER Zuffa LLC

2960 W Sahara Ave.

http://www.ywsinternational.com
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 Red Report COMMERCIAL RECAP

DETAILS 34,386 SF; $7 million
APN 162-05-816-011
SELLER REP Jim Hill of ROI Commercial 
Real Estate Services

Sale, Industrial
ADDRESS 4275 W Bell Dr., 89118
BUYER Desi M Moreno Jr.
SELLER The Prince Group, Inc.
DETAILS 26,600 SF; $2,699,000
APN 162-30-502-001
SELLER REP Lisa Hauger and Timothy 
Erickson of Sun Commercial Real Estate
BUYER REP Dustin R. Alvino of Marcus & 
Millichap

Sale, Industrial
ADDRESS 6425 Karms Park Ct., 89118
BUYER McBeath Holdings LLC

SELLER Twin Coves Farm LLC
DETAILS 13,354 SF; $1,750,000
APN 163-35-811-003
SELLER REP Phillip Keuch and Eric Larkin, 
NAI Vegas
BUYER REP Mike Delew and Greg Pancirov 
of RealComm Advisors

WC

Sale, Office
ADDRESS 5590 Kietzke Ln., 89511
BUYER RCO Investments LLC
SELLER Par Properties LLC
DETAILS 14,670 SF; $5.5 million
APN 040-972-37

Sale, Retail
ADDRESS 1525 Oddoe Blvd., 89431
BUYER BNB Investments LLC
SELLER EMA Properties LLC
DETAILS 3,100 SF; $450,000
APN 031-053-07

Sale, Retail
ADDRESS 125 Gentry Way, 89502
BUYER Winner Properties LLC
SELLER L&L Development
DETAILS 25,199 SF; $1,767,000
APN 020-182-39

Sale, Retail
ADDRESS 155 Lemmon Dr., 89506
BUYER 155 Lemon Drive LLC
SELLER Reno Territory LLC
DETAILS 10,192 SF; $4.25 million
APN 086-801-12

Sale, Retail
ADDRESS 3310 S McCarran Blvd., 89502
BUYER Asta LLC
SELLER Mira Loma Investor LLC
DETAILS 35,716 SF; $16.35 million
APN 021-281-12

4275 W Bell Dr.

6425 Karms Park Ct.
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he “second” estimate for U.S. real 
gross domestic product (GDP) for 
the fourth quarter of 2017 rose at 
an annual rate of 2.5 percent, down 
slightly from the previous estimate 

of 2.6 percent. The revision reflected a smaller 
private inventory investment than previously 
reported. Consumer spending accelerated to 
the fastest pace in a year, and business invest-
ment, residential investment, and government 
spending also contributed positively to real 
GDP growth. Private inventory investment and 
net exports, however, contributed negatively to 
growth. U.S. nonfarm employment added a sur-
prising 313,000 jobs in February, substantially 
larger gains than expected. The pace of retail 
sales growth slowed in January, up by 3.6 per-
cent in spite of highly favorable consumer confi-
dence. January housing starts increased by 7.5 
percent year-over-year, and seasonally adjusted 
housing prices in the United States continued to 
gain. Historically high business and consumer 
confidence, tightening labor market conditions, 
and favorable fiscal stimulus suggest four inter-
est rate hikes by the Fed in 2018. 
 Nevada posted generally positive signals 
in economic activity based on the most recent 
data. Seasonally adjusted statewide employ-
ment added 1,300 jobs in January. Taxable 
sales and gasoline sales (in gallons) in Decem-
ber grew by 2.3 and 3.6 percent, respectively, 
year-over-year. January gaming revenue de-
clined by 2.0 percent compared to a year ago as 
the Lunar New Year fell in February in 2018. 
 For Clark County, somewhat mixed signals 
emerged with the latest data. Seasonally ad-
justed employment lost 300 jobs from Decem-
ber to January. January visitor volume for Clark 
County continued its year-over-year loss of 2.9 
percent, while total McCarran Airport passen-
gers increased by 2.7 percent during the same 
period. January gaming revenue continued its 
yearly decline of 3.7 percent, mainly due to an 
8.9 percent loss in the Las Vegas Strip. Clark 
County taxable sales and gasoline sales for De-
cember climbed by 3.1 and 2.2 percent, respec-
tively, relative to last year. November residential 
housing permits were up strongly by 41.1 per-
cent year-over-year. 
 Favorable signals were posted for Washoe 
County. The Reno-Sparks seasonally adjusted 
employment gained 200 jobs from December to 
January and rose robustly by 4.5 percent from 
last year. December taxable sales for Washoe 
and Storey Counties decreased by 3.3 percent 
year-over-year. December visitor volume was 
up by 4.2 percent from a year ago. Residential 
housing permits in December continued a sig-
nificant year-over-year gain of 153.5 percent. 

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 annualized rate

Stephen M. Miller, Director
Jinju Lee, Economic Analyst

UNLV Center for Business
and Economic Research
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“Mr. Peterson, AP English. He 
glued ducks’ feet to the ceiling, 
which made it seem like we were 
under water. He was a master at 
getting teenagers to look at reality 
from a new perspective.”

Kellen Kautzman
Owner | Send It Rising Internet Marketing

“Teachers/coaches Mr. & Mrs. 
Caldwell taught drive and grace 
on and off the field and growth 
through mistakes and triumphs. 
I now use those tools to coach 
schools to be great places to 
work and learn.”

Sandi Herrera
Founder and CEO | Got Core Values

“My junior high science teacher 
taught me, ‘That can be done 
at any time is that which never 
gets done at all.’ It taught me 
to never procrastinate and get 
things done when you have time, 
not later when you think you’ll 
have time!”

Bob Cleveland
Executive Director
Rebuilding Together Southern Nevada

How did you 
meet your 
significant
other?

What teacher 
had the most 
impact on 
you?

“My father, Professor Rogers, 
always shared his passion for 
business strategy and leadership 
with me. He encouraged me to 
strive for excellence and lead by 
example. The businesswoman I 
am today is because of him.”

Akilah Rogers
General Manager | Opendoor Las Vegas
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