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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.

What is PERS hiding?

 Nevada’s Public Employee Retirement System (PERS) is a public agency created 
by the Nevada Legislature to provide benefits to retired government employees in the 
state. The agency is funded by your tax dollars and required to disclose retirement 
records, including pension amounts, for public employees per a 2013 Nevada Su-
preme Court ruling and in conjunction with the Nevada Public Records Act (NPRA). 
 When the Nevada Policy Research Institute (NPRI) requested the latest PERS re-
cords for their website TransparentNevada.com, they hit an interesting snag. While pre-
viously PERS submitted their public records with names and dollar amounts with no 
issue, suddenly their reporting methods had changed. Names have now been replaced 
with social security numbers which, by law, cannot be made public and must be re-
dacted. This “new” reporting method renders the data completely useless as there’s no 
way to correlate retirement dollar amounts to the people that are getting them. Basically, 
we’re looking at a list of dollar amounts that says nothing other than a lot of taxpayer 
money is going to a lot of people. That’s neither useful nor is it exactly news to anyone 
who has watched government spending grow over the last several years.
 When NPRI went back to PERS requesting the correct list, with the corresponding 
names rather than social security numbers, the non-profit think tank was told that a report 
such as the one requested no longer exists and PERS is under no obligation to create one. 
 Now, that would be true if PERS had no separate record linking names to social secu-
rity numbers. Justice Ron Parraguirre, who wrote the decision in the 2013 ruling did specify 
that PERS would not have to, “create new documents or customized reports by searching 
for and compiling information from individuals, files or other records.” So, if PERS was not 
able to readily connect the names to social security numbers because they don’t track 
them in that way, then no, they would be free from the “burden” of public record. 
 Here’s the rub … PERS does keep separate records that connect the information 
required as indicated by the agency’s compliance with NPRA in previous years as 
well as information from the agency itself. A 2015 Nevada Supreme Court ruling clari-
fies PERS’ responsibility even further. That decision states, “When an agency has a 
computer program that can readily compile the requested information, the agency is 
not excused from its duty to produce and disclose that information.”
 It shouldn’t come as a surprise that a government-run agency isn’t fond of trans-
parency. PERS’ deliberate attempt to circumvent the Nevada Public Records Act 
is simply another example of a government agency attempting to hide the way it 
spends our hard-earned dollars. NPRI’s Center for Justice and Constitutional Litiga-
tion has filed a petition with the court to compel PERS to release the data with the 
corresponding names and the case is ongoing.
 Call to Action: Don’t let government agencies spend without our oversight. The 
NPRA and similar laws are in place so we can have an accounting of where our 
money is going and it’s our duty as taxpayers to pay attention. Check out Transpar-
entNevada.com to see the public records of various salaried positions throughout 
the state as well as the most recently available pension records from PERS. It’s vital 
that we keep a watchful eye on how taxpayer dollars are spent.

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.”

Government Agency Fails to Comply
with Nevada Public Records Act
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A major focus of the state’s economic development organiza-

tion and other agencies throughout Nevada is growing and 

supporting the state’s manufacturing industry, and their ef-

forts continue to bear fruit.

 “There are so many people working right now, from the 

governor all the way down, to make sure we provide workforce 

and housing and stimulate the economy in ways that have 

never been done before,” said Rob Hooper, executive direc-

tor, Northern Nevada Development Authority (NNDA), the eco-

nomic development organization for the state’s Sierra region.

 The sector, which accounts for 40,000-plus jobs, includes 

companies that make goods along with the enterprises — 

packaging, logistics, warehousing and transportation — that 

provide services to them. While Nevada is home to manu-

facturing firms of all sizes, most are small to medium sized, 

data from the Nevada Governor’s Office of Economic Devel-

opment (GOED) show. Together these companies produce a 

gamut of items.

 Within manufacturing, printing and publishing and metals 

fabrication are the largest segments. Other significant ones 

include electronics, furniture and fixtures, chemicals, indus-

trial machinery and equipment, paper products, lumber and 

wood, textiles and apparel, rubber and plastics and trans-

portation equipment, explained Terry Culp, deputy director, 

of Nevada Industry Excellence (NIE), the industrial outreach 

program for the Nevada System of Higher Education (NSHE).

A Network of Support
 Nevada’s economic development agencies continue to re-

cruit new manufacturing companies to the state and aid those 

here in expanding. Industry and business support organiza-

tions are also working to help manufacturers find locations, 

connect with a workforce, tend to details for obtaining incen-

tives, meet regulations and more.  

 “The level of collaboration between [the groups] is at an all-

time high,” Hooper said. 

 Nevada Industry Excellence is one such support group. NIE 

is a non-profit organization started in 1995 that’s dedicated to 

helping small and medium-sized companies, primarily manu-

facturers, be successful. With offices in the North and South, 

it offers services in four primary areas: lean technology, quality 

systems, energy and growth. 

 Its Train Employees Now program helps companies hire 

people and then train and get them acclimated to their new 

company and employer. Its ExporTech offering provides re-

sources and consultants for and helps firms with entering or 

expanding into global markets.

By Doresa Banning
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 MicroMetl Corp., an HVAC (heating, venti-

lation and air conditioning) accessories manu-

facturer with a 149,000-square-foot facility and 

138 employees in Sparks, began taking advan-

tage of NIE’s offerings four years ago, said Bill 

Martin, director of quality systems and safety. 

The organization helped MicroMetl obtain a 

federal grant to implement lean techniques 

into its manufacturing system and trained the 

staff in the same. Martin has every new hire 

take NIE’s Lean Manufacturing 101 course. 

 The business currently is tackling NIE’s 

Training Within Industry, a program that teach-

es essential skills for supervisors, team leaders 

and anyone who directs the work of others.

 “They’ve (NIE) been very valuable to us as 

a company, to MicroMetl,” Martin said. 

 In addition to helping implement lean 

manufacturing practices, NIE advised Gayle 

and Peter Brock, the owners of Aerovault LLC, 

on the company’s transition from the start-up 

to the production phase. Aerovault is a Hen-

derson-based, nine-employee manufacturer 

of aerodynamic, high-end car trailers.

 “It was so beneficial to have a third party 

come in and independently come up with 

these recommendations,” Gayle Brock said.

 The NNDA and the Economic Develop-

ment Authority of Western Nevada (EDAWN) 

this year created the Western Manufacturing 

Alliance (WMA), a 501(c)3 coalition of manu-

facturers, for manufacturers, led by manufac-

turers, Hooper said. Its purpose is to support 

the growth and success of next-generation 

manufacturers by applying seven defined, key 

strategies to take them to a world-class level. 

 Led by Lt. Governor Mark Hutchison, the 

WMA has held two roundtable discussions on 

how the state can support manufacturers and 

ancillary businesses. Forty-seven companies 

participated. 

 “By starting to work together on these 

issues where the economic development 

agencies can bring to them these programs 

that are out there, we can get everybody to in-

crease their capabilities through this alliance,” 

 When a company calls NIE for assis-

tance, representatives visit the worksite, 

develop a point solution to the stated prob-

lem and engage professionals, sometimes 

NIE staff but most often third parties, to 

guide the business in meeting the chal-

lenge — all at no cost to the manufacturer, 

Culp said. For instance, the organization 

might engage a local CPA firm to help a 

business get tax credits or an expert to 

CONTINUES ON PAGE 33

 Cover Story MANUFACTURING

train staff in Six Sigma, a data-driven ap-

proach to eliminate defects in processes, 

including manufacturing processes. 

Rob

Hooper
Northern Nevada 
Development Authority
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At Anthem, we’re dedicated to improving 
the health of our fellow Nevadans

Mike Murphy

Plan President,
Anthem Nevada

To the Nevada Business Community,

First, I’d like to say thank you for welcoming us way back in 1969 and continuing to do so today. Even 
though Anthem is one of the state’s largest insurers, we’re still as local as you can get. We understand your 
priorities — because we share them. We live and work in Nevada, and Anthem is dedicated to transforming 
the state’s health care with trusted and caring solutions. It’s our honor to support organizations that are 
there for Nevadans, now and for generations to come.     

Our members have more than 6,500 doctors and specialists to choose from – and that’s a big deal. 
The doctor-patient relationship is central to good health, so we’ve developed Enhanced Personal 
Health Care so doctors can spend more time managing their patients’ overall care. Our medical 
director, Dr. Nicole Flora, will tell you more about it as you read on.

Anthem is committed to simplifying health care so our consumers can focus on health. With our 
website and mobile app, our members can find a doctor, check a claim, compare costs and even get a 
virtual ID card in seconds. Members can have virtual doctor visits, 24/7 on their computer or mobile 
device through LiveHealth Online. Benefit administrators can use our Client Reporting Tool and 
EmployerAccess website to allow them easy, efficient management of data entry, bill pay, claims and 
eligibility management.

Our employees are the backbone of Anthem’s Nevada plan, and we won’t let you down. Our team of local 
experts will  guide you through all your plan options, offer one-call account servicing and even develop 
wellness solutions for your employee population. Whatever your needs, it’s our pleasure to be your 
partner in good health.

Yours in good health,

Mike Murphy

NEVADA BUSINESS MAGAZINE SPECIAL ADVERTISING SECTION
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As Anthem’s Director of Large Group Sales in Nevada, I’ve had the pleasure of getting to know employers 
with all types of benefit and budget needs. Choosing a funding arrangement is definitely a big decision. It 
has to be the right fit, so you can keep your company’s financial health strong and your employees feeling 
safe and valued. It’s our job to help you find that perfect balance. 

Gabrielle Sansone
Large Group  
Sales Director

Whole Health ConnectionSM

 } One ID card

 } One bill

 } One account team

 } One website

 } One approach to 
saving time and money

34 million  health profiles monitored5

400,000  physicians included in outreach  

  and reporting5

2,500+ insights per member every month5

Vision Dental
Disabiltiy Pharmacy

Behavioral 
Health

Gabrielle Sansone
Large Group  
Sales Director

Flexible funding arrangements

The great news is we offer many types of flexible 
arrangements to fit your group’s size, preferences and needs, 
whether it’s fully insured business or administrative services 
only (ASO). If you haven’t considered an ASO arrangement yet, 
you may want to talk to your broker. In this type of 
arrangement, Anthem handles your account administration 
with the support of a local account manager and premium 
specialist for any questions or concerns.

Combining medical, dental, vision, life and 
disability plans offers big advantages 

We believe health care should serve the whole person — head 
to toe, at each stage of life. It should also be easy to 
administer, so you don’t get bogged down in paperwork. Well 
with Anthem, you get both. With Whole Health ConnectionSM, 
our plans work together by sharing claims information through 
electronic health records, giving us more complete member 
health profiles. Let’s say an employee gets an eye exam and 
the doctor notices early signs of diabetes. That triggers a care 
alert to the employee’s primary doctor so they can talk about 
treatment. Whole Health ConnectionSM also means you have 
simplified administration. And don’t forget the savings through 
package discounts. 

Let’s take your employees’ health to the next level 

If your employees are like most, all have their own unique set of health issues and goals. So we built our Total Health Solution 
wellness program to help everyone on the wellness spectrum — from the super healthy to those needing immediate support. 
Our programs are managed by a team of experts who connect members to the right programs for their specific needs. This way, 
no one falls through the cracks.

MyHealth Advantage

Healthy Lifestyles

ConditionCare 

Future Moms 

24/7 NurseLine

LiveHealth Online 

Case Management

The Cancer Care Quality Program Case

NEVADA BUSINESS MAGAZINE SPECIAL ADVERTISING SECTION
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   Feature Story

Tax Planning and Accounting in the Silver State
By John Seelmeyer

Crunching
the Numbers

DESPITE all the thunder, lightning and tumult 

that surround the federal government in this 

election year, taxpayers are catching a break as 

they develop their tax-reduction strategies. At 

the end of 2015, Congress moved to make 20 

tax-relief provisions permanent, which removes 

the year-end guessing games that bedeviled 

taxpayers and their advisors in recent years.

 “We’re not waiting for anything this year,” 

said Bernadette Mashas, a partner who spe-

cializes in taxes at Fair, Anderson & Langer-

man in Las Vegas. However, that doesn’t 

mean that life is necessarily simple for busi-

ness owners and managers as they position 

themselves for the end of the tax year.

 For one thing, the state’s new Com-

merce Tax created a new batch of paper-

work for every business entity in Nevada, 

even the tiniest of home-based business-

es or the smallest owner of rental prop-

erties. At the federal level, both parties 

continue to float tax proposals that might 

complicate matters after voters go to the 

polls.

 “In an election year, I would not an-

ticipate any changes in tax law before the 

election,” said Eric Johnson, a certified 

public accountant and partner at Stewart 

Archibald & Barney in Las Vegas. “How-

ever, businesses and individuals will want 

to pay attention to what happens after the 

general election in November. There could 

be a flurry of activity after the election.”

 Mark Bailey, a CPA and managing part-

ner of Excelsis Accounting Group in Reno, 

noted it’s impossible to predict what is 

likely to happen. Business owners need to 

plan what is known — the situation right 

now. “Be proactive about what’s in place 

right now,” he said. “Don’t try to out guess 

Congress.”

 Plenty of opportunities exist in the cur-

rent environment for business owners and 

managers to find significant tax savings, 

both for their businesses and  themselves.

   Feature Story
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Savings Opportunities
 As business owners and managers think 

through their strategies for the remainder 

of this year, they should remember that bo-

nus depreciation remains in place for prop-

erty that’s acquired and placed into service 

through 2019, Mashas said. The bonus depre-

ciation amount remains at 50 percent in 2016 

and 2017, but then steps down to 40 percent 

in 2018 and 30 percent in 2019. 

 Business owners may want to time their 

capital investments to take full advantage 

of the bonus depreciation, said Stewart Ar-

chibald & Barney’s Johnson. In fact, Johnson 

suggested that business owners should meet 

with their tax advisors before they take any 

significant step — even the remodeling of an 

office or the opening of a new branch location 

— to ensure the transaction is structured in a 

tax-friendly way that captures bonus depre-

ciation or other tax advantages.

 Cost-segregation studies also present 

significant opportunities for businesses that 

buy or build buildings, said Bailey. Non-resi-

dential buildings, he explained, generally are 

depreciated over a 39-year tax life, but some 

non-structural items such as wall coverings, 

accent lighting and landscaping often can be 

depreciated more quickly over five, seven or 

15-year periods.

 Savvy building owners contract with an 

expert such as a construction engineer to 

segregate the long-depreciation portions of 

the building’s cost from the short-depreciation 

elements. The savings can be substantial.

 “People have a tendency to overlook those 

studies,” said Bailey. “At the end of the year, 

it’s too late.”

 Another often-overlooked opportunity 

for businesses to reduce tax liabilities is the 

federal research-and-development (R&D) tax 

credit, Bailey said. The credit is especially 

valuable because it can extend over three 

years, and earlier tax returns can be amended 

to capture a refund for the R&D credit.

 The studies that support these credits 

generally are conducted by CPAs or other 

specialists. Many business owners aren’t will-

Tax Credit is worth a closer look as well, Bai-

ley said. The tax credit is available when an 

employer hires a new worker from a group 

that traditionally has had trouble finding jobs 

— an unemployed veteran, for example, or an 

individual referred by the state’s Bureau of Vo-

cational Rehabilitation. The tax credit, which 

is based on a percentage of the worker’s 

income, can total as much as $9,600 for an 

employer who hires a veteran who has been 

unemployed for six months or more.

IRS Changes
 One seemingly modest change in the IRS 

reporting requirements may trip up some un-

wary businesses, Johnson said. Employers 

who distribute W2 forms to workers and 1099 

forms to contractors now need to file them with 

the IRS at the end of January, the same time that 

they are distributed to workers and contractors. 

In the past, companies weren’t required to file 

the reports until the end of February.

 This is particularly noteworthy for individu-

al taxpayers who may not be aware that they 

need to file a 1099 form covering payments 

to a contractor. For instance, Johnson noted 

investors who are renovating and flipping resi-

dential properties need to remember to file 

1099 forms for the contract workers. The pen-

alty for failure to file can pinch $100 for each 

taxpayer who isn’t provided a 1099.

 Meanwhile, many individual Nevada tax-

payers who dealt with a short sale of their 

home during the recession face an important 

tax-related deadline this year. Historically, any 

debt that was forgiven by a lender as part of a 

short sale would have been treated as taxable 

ordinary income for the former homeowner. 

Relief is available through the end of this year 

for up to $2 million in forgiven mortgage debt. 

There’s no promise the relief will continue, and 

Mashas advised taxpayers should resolve the 

situation this year.

Retirement Planning
 Business owners and managers who 

are getting serious about their retirement 

planning, meanwhile, should take a close 

ing to make the investment in the study for a 

one-year tax credit that may not amount to 

much more than the cost of the study. But 

once the credit is applied over three years, it 

becomes much more valuable. “This can be a 

huge number,” added Bailey.

Traditional Strategies
 Mashas said tried-and-true tax strategies 

still provide effective tools for many business 

owners and high-income taxpayers. The ac-

counting maxim, “delay receipt of income, 

accelerate deductions” remains applicable 

in 2016. Small business owners, for instance, 

can use credit cards to pre-pay business ex-

penses and claim the deduction against their 

2016 income.

Other strategies, include:

• Use of the so-called 1031 Exchange 

strategy to defer capital gains on a sale 

of property. 

• Employment of owner’s children in a 

small business to reduce taxable profits. 

It should be noted the employment must 

be legitimate and not a sham.

• Review of investment portfolios with fi-

nancial advisors to identify possible 

losses that can be harvested in 2016 to 

offset income.

• Use of the gift exclusion to transfer up 

to $14,000 a year to family members or 

others, a step that can help reduce the 

size of a taxable estate.

• Use of a 529 Plan to build college sav-

ings. Although contributions aren’t de-

ductible, the accounts build value tax-

free until they’re used to pay educational 

expenses for children (or grandchildren).

 As the economy recovers and employers 

build their staff, the federal Work Opportunity 
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individual income taxes (the state doesn’t 

have an individual income tax). However, 

it ranks 42nd in unemployment insurance 

taxes, 39th in sales taxes and seventh in 

property tax rates.

Red Flags
 Across the nation, risks appear to be 

rising for over-aggressive strategies to re-

duce federal income taxes.

 After a couple of years in which bud-

get cuts limited IRS enforcement, Mashas 

said the agency now has larger financial 

resources. That’s translating into an in-

crease in audits and more “correspon-

dence audits,” in which taxpayers receive 

letters asking them to explain items on 

their returns.

 The agency appears to be particularly 

focused on deductions for money-losing 

small businesses, especially if the business 

has lost money for several consecutive 

years and may be an expensive hobby rath-

er than a profit-oriented business. “They’re 

really hot on that topic,” said Mashas.

 The IRS has also indicated it’s looking 

closely at several areas of individual and 

business returns, Johnson said, including:

•  The tuition credit that’s claimed by

 parents of college students.

•  Amended returns.

• “Reasonable compensation” ques-

tions on small business returns.

 So does all this mean it’s time for busi-

ness owners and managers to get together 

with their CPA to map out tax strategy for 

the rest of the year? Yes.

 “Too often, we don’t see business own-

ers until March of the next year,” said Bai-

ley. “I call that ‘post-mortem tax planning.’ 

When that happens, you’re toast.”

 Mashas suggested that Jan. 2 of the 

current year is a good date to begin plan-

ning. “A tax strategy should be a 365-day 

process,” she said. “Everything you do 

should involve tax planning.”

look at possible conversion of traditional 

IRA assets into Roth IRAs. The conversion 

may be particularly attractive to older tax-

payers who are developing a strategy to 

deal with the required minimum distribu-

tions from an IRA, Mashas said. 

 Johnson noted that look-back provisions 

in the conversion provide a chance for a 

do-over if the conversion doesn’t work out. 

Executives should check with their CPA for 

details on this complex device.

 Johnson also suggested that business 

owners and managers whose earnings place 

them in higher-income brackets need to pay 

careful attention to avoiding the Alternative 

Minimum Tax, which can add 5 to 8 percent 

to a tax bill. High-bracket individuals also 

need to plan carefully to avoid the federal 

net investment income tax. The 3.8 percent 

investment tax kicks in at $200,000 of in-

vestment income for a single taxpayer and 

$250,000 for a married couple filing jointly. 

Commerce Tax
 State tax law provided some of the big-

gest change for businesses this year due to 

the large tax package that was passed by the 

Nevada legislature in 2015. The state’s Com-

merce Tax took effect this year with an Au-

gust 15 deadline for the first returns, which 

many business owners may not be aware of. 

The tax year corresponds to the state’s fiscal 

year, which begins on July 1, and returns are 

due six weeks later.

 While the tax is levied only on companies 

with gross revenue of $4 million or more, Bai-

ley said many business people haven’t real-

ized that a return must be filed by all business-

es in the state no matter how small or how far 

they fall from the $4 million threshold to pay. 

 Mashas noted, for instance, that taxpay-

ers who file a Schedule E covering income 

from a rental property or Schedule C for busi-

ness income on their federal taxes are re-

quired to file a return for the Commerce Tax, 

even though the gross income from those 

ventures may fall far short of the $4 million 

threshold.

 Johnson added that the structure of the 

tax (based on revenues, not profits) gives 

business owners a powerful incentive to dou-

ble-check their philosophy about invoices. 

Many companies, he explained, routinely in-

clude pass-through costs on their invoices. 

 The Commerce Tax exempts pass-

through costs from the tax meaning pass-

through costs need to be broken out sepa-

rately so that they’re not part of the regu-

lar invoice. CPA firms have needed to get 

themselves up to speed on the new state 

law quickly, said Anna Durst, chief executive 

officer of the Nevada Society of CPAs.

 “The Commerce Tax will be a challenge 

for firms because many clients will look 

to their CPAs to help fill out the forms and 

compute the tax. CPA firms will have to be 

proficient on the tax requirements and filing 

deadlines,” Durst said.

 The Commerce Tax law established 26 

different NAICS (North American Industry 

Classification System) categories within the 

tax structure. Each category pays a different 

tax rate. Manufacturers, for instance, pay a 

tax rate of .091 percent of their gross rev-

enues while hotel owners pay .20 percent.

 Even with the addition of the Commerce 

Tax, Nevada’s overall tax environment ranks 

fifth best in the nation, said The Tax Founda-

tion, an independent think tank in Washing-

ton, D.C. A year ago, the state ranked third.

 Nevada ranks as the fourth best environ-

ment for corporate taxpayers and tops for 
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Internal Issues
 Even as they work with their clients on tax 

planning year-round — or at least for half the 

year — CPA firms around the state face their 

own challenges with the economic recovery.

 Durst noted that CPAs’ bread-and-butter 

work of tax-preparation and audits stayed 

solid with the recession, but their clients now 

are asking for more ancillary services such as 

consulting, bookkeeping and planning.

 Many CPA firms are increasing their staff, 

and mergers-and-acquisitions among ac-

counting firms are on the rise as partners 

retire or firms look to expand into new geo-

graphic markets.

 While the number of students majoring in 

accounting at colleges in this region is rising, 

demand for CPAs outstrips the supply as baby 

boomers continue to retire from CPA positions.

 “Many students are choosing to go di-

rectly into industry accounting roles instead 

of public accounting which in turn challenges 

the pipeline of new CPAs,” Durst said. “There 

are many qualified accounting professionals 

in Nevada but not all of them are CPAs. This 

is a national trend not unique to Nevada.”

 As of June, some 3,246 CPAs held Ne-

vada licenses, and 2,448 lived in the state. 

Those figures, Durst said, are slightly higher 

than pre-recession levels.

 A growth area for many CPA firms, espe-

cially those with some expertise in information 

technology, is assurance that business clients 

adequately address cybersecurity issues.

 Those issues, always in the news as one 

retailer after another reports a breach, struck 

at the tax system, too. The IRS reported ear-

lier this year that hackers got access to about 

700,000 of its files. 

 Mashas noted that identity thieves con-

tinue to target individual and business taxpay-

ers. Telephone callers who say they represent 

the IRS certainly are perpetrating a scam, she 

said. “The IRS will contact you only by mail. 

They won’t call,” Mashas added.

 Businesses as well as individuals should 

take care that they routinely back up the files 

on their computers to protect themselves 

against thieves who can take over comput-

ers remotely and demand ransom to allow 

access to files. Such simple maneuvers will 
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go a long way to protecting businesses in this 

increasingly at-risk world.

 While new filings and security challenges 

may plague both accountants and business 

alike, there are some positive things happen-

ing in the industry. And, smart business own-

ers will leverage the opportunities available in 

regards to taxes with a solid strategy and a 

trusted accounting advisor.
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“ City National is mission 
critical to our success.”

My father made his first circuit board in 

1958 in the heart of Silicon Valley. Today, 

our family owned business produces tier 

one, mission critical, printed circuit boards 

and RF microwave antennas for aerospace, 

the medical industry and nuclear physics 

experiments. Every piece of equipment that 

we have is custom made. Without our line  

of credit from City National, we simply  

could not acquire the cutting edge  

equipment we need to run our business.

City National is The way up® for our business.

John-Michael Gray 
President, Triangle Labs Inc.
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GREGG JONES: When those [regulations] 

were put into place, there’s a small square 

sitting on top of one of our mine sites that 

hasn’t had sage grouse in 40 years, but it’s 

designated as a habitat area. Everybody 

agrees, including the BLM and the Gover-

nor’s Office, that the maps are wrong. The 

BLM is stuck and we’re sitting in the middle 

of a gray area with an inaccurate map that 

wasn’t designed for the purpose for which 

it’s used and nobody knows how to fix it. 

That’s a challenge. The amount of effort 

you have to put into fixing this stuff is very 

frustrating for an organization.

ROBINSON: We had the same thing with our en-

vironmental impact statement (EIS). We started 

it when the sage grouse was a back burner is-

sue. The recent decision that came last year 

about not placing it on the endangered species 

list threw a monkey wrench into everything. We 

had done all this work and all this planning and 

addressed the sage grouse survey. Trying to get 

information out of anybody as to what’s hold-

ing it up specifically and what we can do about 

it… we just had to wait as patiently as we could 

until somebody decided to make a decision and 

move it forward despite the risk of lawsuit.

BUTLER: We’ve never seen the scale of the 

sage grouse land management restrictions. 

It’s unprecedented. We’ve been dealing 

with sage grouse issues in Nevada for a 

number of years on a site-specific basis. 

We can probably come up with a list of ten 

different kinds of wildlife habitats that com-

panies, over the years, have been mitigat-

ing. But, with the scope and scale of sage 

grouse plans, we’ve never seen this before.

SHELDON MUDD: During the scoping period 

for the BLM, the Governor’s Office, cou-

pled with the Division of Minerals, came up 

with a proposed map that was backed by 

surveys and it released 99 percent of the 

mineral claims and then added a net of val-

ue to the amount of sage grouse leks. Then 

that was submitted to the BLM. The last I 

heard was that they were asking for a little 

more information in regards to it. I was up 

in Canada in March and I had a Japanese 

JIM BUTLER: I know we’ve seen a bump in 

gold prices. I do some work in the copper in-

dustry and they’re struggling. If there’s some 

upside on the price, it’s that it drives a lot of 

investment. The gold price drives the people 

out there putting money in exploration. What 

we’ve seen drop off is what we were doing 

two or three years ago: a lot of small explora-

tion companies acquiring properties, invest-

ing and getting permits for exploration. That 

part of the business has really slowed down.

GREG ROBINSON: When gold prices start 

out the year at $1,100 or $1,200 an ounce 

(in silver the ratio is even worse), we’re 

very hesitant to put money into anything, 

let alone exploration. Now that it’s climb-

ing a little bit, we’re starting to talk about 

exploration. We’re still hesitant to sink mil-

lions of dollars into something that we don’t 

absolutely need to have. In addition to ex-

ploration, it’s just infrastructure in general. 

Investment companies see that as well.

WHAT REGULATIONS 
HAVE IMPACTED 
THE INDUSTRY THE 
MOST?
ROBINSON: The biggest challenge is the 

ability to plan long term with the regulatory 

environment and the changes with the sage 

grouse culminating into things that change a 

lot faster than we have the ability to change 

our mine and reserve plans and permit some-

thing. It’s a very dynamic landscape and we 

have to somehow navigate our way through 

with a plan where we end up making money 

in the end. That’a a difficult thing to do.

COLE: Barrick signed a relatively innovative 

agreement with the Bureau of Land Manage-

ment (BLM) and US Fish and Wildlife for the 

Bank Enabling Agreement to address sage 

grouse issues, specifically around one of our 

mine sites. We’re very focused on that. We’re 

also working within the state banking system 

to try to develop sage grouse credits there as 

well. We’re working with the system.

 Industry Focus
he mining industry in the Silver 

State has undoubtedly faced its 

share of challenges over the last 

few years. Commodity prices and 

strict federal regulations have hindered organi-

zations as they seek to gain forward momen-

tum. However, leaders in the industry nonethe-

less expressed continued optimism for mining 

in Nevada. They recently met at the Reno offic-

es of City National Bank to discuss the biggest 

factors affecting mining in the state.

 Connie Brennan, publisher and CEO 

of Nevada Business Magazine, served as 

moderator for the event. These monthly 

meetings are designed to bring leaders to-

gether to discuss issues relevant to their in-

dustries. Following is a condensed version 

of the roundtable discussion.

HOW HAVE 
COMMODITY PRICES 
AFFECTED THE 
INDUSTRY?
SCOTT JOLCOVER: A challenge in mining for 

the state of Nevada is the commodity price 

because you have virtually no control over 

what you’re going to receive for your met-

als. You can do different types of spreads 

and maybe get a little more than the spot 

price, but generally speaking, you have 

no control over the marketing of your final 

product if it’s just a straight sale.

ANDY COLE: Barrick has gone through some 

tough times and definitely rode the gold 

price up and down. There’s a lot of discus-

sion about commodity prices and Barrick’s 

focus right now is not on the commodity 

price. Our focus is providing margins to 

our shareholders. Right now we’re using 

$1,000 [per ounce] for gold. Despite the 

fact that we’ve had a run up in the price of 

gold, from the operation perspective, we’re 

not looking at that. We want to drive our 

margin so we’re focused on getting more 

increase in our productivity and becoming 

more efficient.

T
MINING
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 Industry Focus
drill bit-making company asking me about 

sage grouse in Nevada. It’s on the radar out 

there and people hear about this.

HOW IMPORTANT IS 
RECLAMATION?
COLE: We recognize that reclamation and 

restoration are key pillars in our business 

so we take it very seriously. You develop 

reclamation and closure plans that are very 

well-documented and well-regulated. The 

state of Nevada, very specifically, has rec-

ognized how important reclamation is to 

our business. We try to do as much con-

current reclamation as we can.

JOLCOVER: It’s important to keep it in per-

spective. Back in the 1970s, there weren’t 

even regulations for reclamation. I believe 

that mining has grown up by being respon-

sible both environmentally and reclama-

tion-wise. I know that we operate in a na-

tional historic district so we’ve gone a step 

beyond and created a foundation for pres-

ervation of history, restored falling down 

head frames and shoots and buildings 

that are collapsing. Economically, the best 

thing you can do is concurrent reclamation 

because it’s the least expensive cost of re-

claiming and you get credit.

MUDD: Driving down Nevada and seeing the 

scarred areas from days gone by, people 

don’t realize that many times they see hills 

and landscapes that have been reclaimed 

but they have no idea because it fits in so 

well. I don’t know what the number would 

be, but I would say that for one scarred area 

you see, there may be a dozen that have 

been reclaimed but you don’t even know it 

because they do such a good job.

WHAT IS MINING’S 
ECONOMIC ROLE IN 
NEVADA?
DANA BENNETT: We pay all of the same tax-

es that every other business pays. We pay 

property taxes, we pay sales taxes, we pay a 

payroll tax. We also pay a specific tax that no 

other industry pays. That essentially doubles 

a mine’s tax burden with the proceeds and 

minerals tax. Up until last session, there were 

really four industries that were taxed specifi-

cally. That was gaming, mining, banking and 

insurance, and adding another pillar to the 

state’s revenue system is critical for the state’s 

economic sustainability.

MUDD: Going back to the net proceeds of 

minerals, 98 percent of that went to rural 

counties last year. That is one of the posi-

tive aspects of mining because where the 

money is made is where it stays to some 

degree. I live in Battle Mountain and we 

got a new school, sports facility and court-

house and none of that would’ve been pos-

sible without the mines.
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HOW BIG OF AN ISSUE 
IS WORKFORCE FOR 
THIS INDUSTRY?
BENNETT: Having an educated workforce is 

incredibly important for the industry. We are 

Nevada’s oldest and most enduring STEM 

industry. With all of this discussion about a 

STEM workforce, that’s exactly what we do 

every single day. It’s critical that we have 

people who are well trained and well edu-

cated in our workforce. It’s also important 

that our employees have good schools for 

their kids.

JONES: Coeur and EP are the two large 

employers in Lovelock. We have a revolv-

ing door. It’s very difficult to get people 

that want to come in for a career and 

want to stay. It’s a difficult environment in 

Lovelock. The workforce is very transient, 

coming and moving, and we just have a 

very high turnover rate. It’s a constant 

battle.

ROBINSON: The craft labor group is a little 

easier for us than professionals like min-

ing engineers or instrumentation techni-

cians and electrical engineers. The major-

ity of those people do not want to graduate 

from college and move to Lovelock and 

live there for the rest of their lives. We’ve 

had to get really creative on how we recruit 

for those [positions], who we recruit and 

how we structure the jobs, pay, benefits 

and the whole spectrum that it takes to at-

tract people to a rural Nevada community. 

It’s cyclical, a lot like the industry is. When 

things are good and there’s money flowing, 

people are excited about it. When it’s not 

so good and the wallet’s closed, the people 

are not so excited.

COLE: We see the challenges on the skill 

trades, specifically in some of the electri-

cal and instrumentation, especially as you 

introduce new technology within the mine 

site. We continue to work specifically with 

Great Basin College. Over the last several 

years, we’ve had a lot more success with 

mining professionals. Some of the other 

areas that we’re seeing challenges are 

some of the supply chain and purchasing 

areas.

IS SAFETY AN ISSUE?
BUTLER: My perception is that [safety] is the 

number one issue. Every time I go to a new 

mine, I get safety training. It is integral to 

the operation of every company that I have 

worked for. Literally, you open every meeting 

with a discussion of safety issues. You don’t 

let people on your site who are not trained 

and who don’t have protective equipment. 

Because I’m a non-miner, I get trained a lot. 

I see a lot of safety videos and have been 

given a lot of hard hats and glasses. I think it 

is stressed a lot. Sometimes things happen 

and every one of those is then examined in 

great detail to figure out what went wrong 

and what could have been done to prevent 

this accident from occurring.

BENNETT: Mining is a hazardous industry, 

but we focus on mitigating those hazards 

and training people to work around those 

hazards in order to keep it from being a 

dangerous industry. There’s a difference 

between hazard and danger. All of the 

companies that are involved in mining have 

safety as their number one priority because 

 Industry Focus MINING

Sheldon Mudd (right) and Jim Butler hold up a flow chart illustrating the process

and average permitting time each mine in Nevada must go through.
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really, at the end of the day, that’s what 

makes the company productive. The peo-

ple who are doing the work.

COLE: Safety is the core of everything we 

do. We recognize that our people are our 

number one asset. Any injury is unaccept-

able. We do everything we can to mitigate 

that. We’ve introduced technology trying to 

make our equipment safer for our employ-

ees. We try to provide the best training pos-

sible. [Employees that] truly understanding 

the key and core elements of every task 

and job they’re doing make the best deci-

sion possible so they can go home safely.

HOW DO NEVADANS 
PERCEIVE THE 
MINING INDUSTRY?
BENNETT: There is a perception among policy 

makers and everyday Nevadans that mining 

is not a 21st century enterprise and that it is 

somehow a relic of the past. I’m a historian 

by training and we like to celebrate the old 

miner with the borough and the pick ax and 

we like to talk about the frontier of Nevada. 

That perpetuates the misunderstanding that 

mining has not adapted over time. There isn’t 

an understanding that mining is fundamental 

to everything that Nevada does. In order for 

our new sectors, advanced manufacturing 

and advanced energy production, to be suc-

cessful, the mining industry must be helping. 

We provide the metals and the minerals that 

make all of those things happen. Mining is a 

modern industry and it has adapted to meet 

changing economies and requirements.

MUDD: The biggest challenge is in rela-

tion to some of our permitting processes 

and the perceptions that are associated 

with that, how they perceive mining in Ne-

vada and the constraints that exist. A lot 

of times, these are the voters and these 

are the people who are deciding what’s 

going to be done in their backyard. Edu-

cation in regards to all of that is going to 

be a big player in how we move forward 

in the future.

BENNETT: One of the primary responsibili-

ties of the Association is to help with that 

education effort. Whether it’s talking to 

school kids or talking to adults, it’s our 

responsibility to explain to the rest of the 

state what this industry does and what our 

contribution is to the state. We’re finding 

that a lot of folks, especially coming from 

the advanced technology sector, misun-

derstand where the elements in a smart 

phone or a hybrid car come from. We find 

that we have a lot of education to do in this 

area as well.

WHAT IS THE OUTLOOK 
FOR MINING?
BENNETT: A year ago, I was hearing from 

exploration companies that times were the 

worst they’ve ever seen. They were not doing 

anything. A lot of that comes back to having 

 Industry Focus
investment capital in order to do the activity. 

Those companies need investment as much 

as the operators need investment. In the last 

month or two, there have been some glim-

mers of hope. They said that some things are 

starting to happen.

COLE: I think we’re going to be a lot smarter 

in what we do. All of us are focusing on get-

ting better with what we have. That’s how I 

think we’re getting smarter. 

JOLCOVER: You know you can’t be a miner 

and not be optimistic. It’s just not in our 

DNA.

BUTLER: That’s one of the reasons I like to 

work for the mining industry. They are op-

timistic people and they’re problem solv-

ers. There’s no problem that can’t be engi-

neered around or that you can’t find a solu-

tion to if you work at it long enough. I think 

it’s been that way for 100 years and will be 

that way for the next 100 years.
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 Profit & Loss

arlier this year, the U.S. Court of Appeals for the 
Ninth Circuit in a 2-1 panel decision upheld the 
United States Department of Labor’s (DOL) 2011 
revisions to its regulations applying tip-pooling 

restrictions to employers that do not use a tip-credit to satisfy 
minimum wage obligations. This is particularly significant in 
Nevada which does not allow tip-credits toward the minimum 
wage obligation. Employers may have relied on earlier Ninth 
Circuit precedent which permitted employers who do not use 
a tip-credit to include in tip pools employees who do not “cus-
tomarily and regularly” receive tips. Under this recent deci-
sion, Nevada employees in positions that are not considered 
“customarily and regularly” tipped may no longer share in any 
portion of tips left by customers. 

PRIOR RULE: CUMBIE V. WOODY WOO, INC.
The Ninth Circuit first addressed rules regarding tip-pooling 
for employers who do not use tip-credits in Cumbie v. Woody 
Woo, Inc. At issue was whether Section 203(m) of the Fair 
Labor Standards Act (FLSA), which permits an employer to 
fulfill part of its hourly minimum wage obligation to a tipped 
employee by taking a credit for the employee’s tips if certain 
criteria are met, also applies to employers who do not use a 
tip-credit. Specifically, in Cumbie, a server working at an Or-
egon restaurant sued her employer alleging that its tip-pooling 
arrangement violated the FLSA because it included kitchen 
staff in addition to servers. The employer in Cumbie argued 
that Section 203(m) did not apply to its tip-pooling arrange-
ment since it did not take a tip credit toward payment of the 
minimum wage. The Ninth Circuit agreed with the employer 
and held that section 203(m)’s restrictions on tip-pooling ap-
plied only to employers that use a tip-credit to satisfy mini-
mum wage obligations. 

2011 DEPARTMENT OF LABOR REGULATIONS 
In 2011, in the wake of Cumbie, the DOL revised its rules to 
state that all employers are bound by the tip-pooling restric-

tions “whether or not the employer has taken a tip credit under 
section 203(m) of the FLSA.” The DOL’s revisions, however, 
were generally viewed as directly conflicting with the Ninth 
Circuit’s holding in Cumbie. As a result, courts consistently 
applied section 203(m) only to employers who used tip-cred-
its. Oregon Rest. & Lodging Ass’n was the consolidation of 
two such cases, one from the District of Nevada (Cesarz v. 
Wynn Las Vegas) and the other from the District of Oregon 
(Or. Rest.& Lodging v. Solis. In both cases, the district courts, 
citing Cumbie, held the DOL’s 2011 rule was invalid because 
it was contrary to Congress’s clear intent. 

NEW RULE: OREGON REST. & LODGING ASS’N V. PEREZ
In a case decided this year, Oregon Rest. & Lodging Ass’n, the 
Ninth Circuit upheld the validity of the DOL’s 2011 amend-
ment. The court reviewed the DOL’s regulatory interpreta-
tions under a two-step analysis. At the first step, the Court 
determined that section 203(m)’s silence as to employers who 
do not use tip-credits “left room” for the DOL to regulate that 
practice. At the second step, it determined that, because the 
DOL considered comments prior to promulgating its revi-
sions to the rules and because the DOL’s revisions did not 
conflict with the legislative history of section 203(m) of the 
FLSA, the DOL’s rules were not arbitrary and capricious. Ac-
cordingly, the court held the DOL revisions were valid and 
properly extended tip pooling restrictions of Section 203(m) 
to employers that do not use a tip-credit to satisfy minimum 
wage obligations. 

IMPLICATIONS
The plaintiffs in Oregon Rest. & Lodging Ass’n filed a peti-
tion for panel rehearing and a petition for rehearing en banc 
review with the Ninth Circuit. Until further ruling by the 
Ninth Circuit, however, Oregon Rest. & Lodging Ass’n rep-
resents the new state of the law, at least in the Ninth Circuit. 
Accordingly, employers are well-advised to carefully review 
their practices in light of this change in the law.

E

CHANGES TO SHARED TIPS FOR EMPLOYEES AFFECT BUSINESS

A TIP ON TIPPING

Rick Roskelley and Kathryn Blakey are attorneys with the Las Vegas office of Littler Mendelson.

TIPPING POLICY
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NOT PRO-WORKER, RATHER ANTI-FREEDOM

PUBLIC SECTOR UNIONS

 Free Market Watch

hat level of service would private businesses pro-
vide if they knew their consumers had no choice 

but to purchase their product? 
     In the real-world of private-sector industry, cus-

tomers are retained by providing them with a good or a service at a 
price they are willing to pay. In the world of public-sector unions, 
however, coercion, cronyism and deceit are the favored methods of 
retaining members and driving up revenue.  
 It shouldn’t be surprising that public-sector unions resort to 
such tactics. After all, coercion is a staple of the public sector in 
general, given that taxpayers are a captive “customer” base with no 
legitimate way to avoid the bulk of taxation.  
 In the case of unions this situation is exceptionally egregious, 
given that they push for compulsory membership among the very 
people they claim they want to protect from mistreatment.  
 Unions have successfully lobbied in many states for laws that 
limit — if not altogether prohibit — public-sector workers from 
leaving their unions. But even in states where workers are free to do 
so, labor bosses often go out of their way to make things as difficult 
as possible.  Nevada school teachers, for example, have a mere two-
week window — in the middle of summer — to opt out of union 
membership. 
 In California, employees who decide to opt out are forced to 
keep paying a portion of their dues to a union that they have already 
decided does not adequately represent their interests.  
 Unions call these mandatory dues “agency fees” — claiming 
that because workers benefit from the union regardless of whether 
or not they are members, they should be forced to pay something to 
labor leaders.  
 Of course, if the workers believed they were actually “benefit-
ing” from the union, why are they leaving in the first place?  
 Clearly, the concept of allowing workers the freedom to repre-
sent themselves in their employment terrifies union leaders. And 
maybe it does so with good reason. After all, what might happen if 
employees were given absolute freedom to choose for themselves 
how, or if, they are to be represented in the workplace?   
 Polling done for National Employee Freedom Week (August 14 – 
20) has shown, year after year, that the vast majority of union workers 
don’t mind the idea of allowing fellow employees to opt out of the 

union. A sizeable number have even said that, given the option, they 
themselves would be interested in leaving as well — which shouldn’t 
be that surprising. If workers don’t see the value in the union’s often 
politics-driven agenda, doesn’t it seem sensible that they be free to 
separate themselves from collective bargaining agents?  
 Of course, worker freedom poses a real threat to unions that 
have carved out a lucrative business model based on forcing work-
ers to pay dues. Just as many public sector agencies, if left to mar-
ket forces, would likely find themselves irrelevant, so too might 
many unions.    
 Normally, such low customer satisfaction would encourage an 
organization to adjust their product or service.  
 But not unions.  
 Their decades-old campaign to coerce public-sector employees 
into membership has had a real impact on workers, public policy 
and even taxpayers. While private-sector union membership has 
dropped over the years, laws designed to force public workers into 
collective bargaining agreements have helped shape unions into 
some of the most powerful political forces in America — routinely 
ranking as the largest political donors year after year.  
 Unsurprisingly, with this much political power, unions have 
worked hard to increase the size of government — looking to 
corral ever more dues-paying members. Collectively, this has 
burdened taxpayers with astronomical increases to the cost of 
government.  
 According to a recent study by the Heritage Foundation, if 
union membership was simply made voluntary nationwide, state 
and local governments would have been able to save between $127 
and $164 billion in 2014 alone.  
 Just as all workers should have the right to judge for them-
selves the value of a union, they should also have the right to 
leave — easily. 
 Underneath the arguments against allowing workers the free-
dom to choose, is a basic lack of respect for the workers them-
selves. To opponents of employee freedom, these workers are seen 
as little more than a walking bunch of membership dues — just 
waiting to be cashed.  
 And that says everything you need to know about how “pro-
worker” public sector unions really are.

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

COMMENTARY
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   Business First

By Donna Greene

candidatesM e e t 
t h e 

Ozzie Fumo (D)
District 21

Artemus Ham (R)
District 5

John Hambrick (R)
District 2

Sandra Jauregui (D)
District 41

Jim Marchant (R)
District 37

Richard McArthur (R)
District 4

Brittney Miller (D)
District 5

John Moore (L)
District 8

Daniele Monroe-Moreno (D)
District 1

Keith Pickard (R)
District 22

Justin Watkins (D)
District 35

Steve Yeager (D)
District 9

Mary Perry (R)
House of Representatives
District 1

Jacky Rosen (D)
House of Representatives
District 3

Danny Tarkanian (R)
House of Representatives
District 3

STATE ASSEMBLY

Carrie Buck (R)
District 5

Victoria Seaman (R)
District 6

Reuben D’Silva (I)
House of Representatives
District 1

Chip Evans (D)
House of Representatives
District 2

STATE SENATE

FEDERAL

The above list is not inclusive of all candidates. Only those that had attended the Business First event are listed.
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s November and this year’s con-

troversial elections quickly ap-

proach, hopeful candidates are 

pushing their campaigns for-

ward and tackling the most pressing issues 

facing Nevadans. Topics affecting busi-

nesses in the state are particularly important 

as the state’s economy continues to recover 

from the most recent recession.

 As part of Nevada Business Maga-

zine’s Business First series, over a dozen 

federal and state candidates recently gath-

ered in Las Vegas to share their views on 

several issues including education, eco-

nomic development and taxes in Nevada. 

The election hopefuls also shared the focus 

of their campaigns and the challenges and 

opportunities facing their districts. Nearly 

200 attendees had the opportunity to meet 

the candidates, ask questions and con-

nect one-on-one with the men and women 

running for office this year. The event was 

hosted by Nevada Business Magazine and 

sponsored by Equiinet, Fennemore Craig 

and Wells Fargo Bank.

Improving Education
 With Nevada’s low national ranking in 

education, it’s no surprise that this is a major 

issue for many candidates, both federal and 

state. The state’s public education system 

has been labeled overcrowded and under-

funded and many would agree that the sys-

tem itself is flawed.

 Richard McArthur (R) put it simply, “If we 

want better schools, we need to make policy 

changes, not just throw more money at edu-

cation to get the same results.”

 Mary Perry (R) said that, as a federal 

candidate, she’s limited as to what she can 

do to directly impact education in the state 

other than through the Department of Edu-

cation, which she believes is not helping the 

situation in Nevada. 

 Many candidates agreed that more 

control should be given to the teachers 

and community leaders within the school 

A  Founded in 1998, Equiinet is a communication provider that delivers secure 

solutions to their clients. The organization provides award-winning software to 

small and medium sized business and has worked to overcome many quality 

limitations that have plagued other technologies.

 Equiinet’s offerings are sold through a diversified network of partners that 

includes distributors, master agents and managed service providers. The or-

ganization’s systems are used by hundreds of thousands of education institu-

tions, non-profits and enterprises globally. The company's mission is to create 

value for clients by enabling existing technologies to achieve more through the 

integration of their innovative EquiiOS platform. Headquartered in Henderson 

Equiinet also has offices in the United Kingdom and China.

 The communications company provides business phone systems, VoIP 

services, internet, connectivity failover, unified threat management, on/off-

site backup services and other services to businesses through a single de-

vice over a broadband connection. Customers are supported by continual 

system monitoring and support which maximizes the end-user’s system per-

formance to make full use of the internet. 

A B O U T  T H E  S P O N S O R

EQUIINET

 Fennemore Craig, which was founded in 1885, is an innovative law firm help-

ing clients meet the challenges of an ever-changing business environment.  With 

nearly 200 lawyers throughout their offices in Nevada, Arizona and Colorado, 

the firm has 70 employees located in-state.  The firm is committed to helping cli-

ents pursue solutions and defend their interests with extensive trial experience in 

federal and state courts, administrative agencies and in arbitration proceedings. 

Due to their rich history and expertise, Fennemore Craig has played a major role 

in Nevada law.

 The firm’s business practice covers real estate, finance, public offerings, 

private placements, corporate reorganizations, mergers and acquisitions, dis-

positions, entity formation, intellectual property, estate planning, government 

relations and numerous other practice areas. As a full service business law firm, 

Fennemore Craig’s litigation and transaction capabilities reflect the diverse and 

dynamic nature of the region.

 Through the firm’s involvement in Nevada’s water law, tax policy, telecommu-

nications services and mining and transportation industries, Fennemore Craig 

has been an instrumental part in moving the region’s economy forward.

A B O U T  T H E  S P O N S O R

Fennemore  Craig
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schools’. That’s not true. You’re taking half 

of the money that’s allocated for each stu-

dent that’s currently in a public school while 

taking a full student with you. You’re leaving 

half that money back in the school district.”

 “Now you’re going to see competition 

between schools,” added Victoria Seaman 

(R), current Assemblywoman for District 34 

and republican candidate for State Senate, 

District 6. “Parents will have the opportunity 

to know what’s best for their children. We’re 

going to see a big improvement in educa-

tion,” she said.

 By contrast, Chip Evans (D) said, “I ab-

solutely believe that taking a single dime 

out of the public education system and not 

committing to making [public education] 

better is a sin. The early indications are that 

the people who are chasing that money are 

wealthy people who can afford the balance 

between what the private school will charge 

and what the ESA provides. This is not going 

to be an opportunity for poor or moderate 

income families.”

 Monroe-Moreno (D) agreed. “Public 

money is for public education,” she said. 

“Nevada’s at the lowest of the totem pole 

when ranked in states for our public educa-

tion and taking money away from it doesn’t 

benefit it. It only hurts it.”

 Artemus Ham (R) said, “We’re right at the 

infancy right now and I’m anxious to see how 

[ESAs are] going to be utilized, whether it’s 

actually taken advantage of or it’s another 

policy that exists but no one really utilizes.”

Attracting Business
to Nevada
 Tax incentives are part and parcel to 

attracting new businesses and industry to 

the state. However, some recent tax incen-

tives that were given out to help bring in big 

businesses have caused a few Nevadans to 

speculate on the cost versus benefits. Re-

gardless, many candidates agreed that, in 

order to be competitive, tax incentives need 

to be offered.

districts to better address the needs of the 

students directly.

 “I firmly believe education should be 

left to the localities closer to the kids,” said 

Danny Tarkanian (R). “Instead of the federal 

government trying to determine how [states] 

should spend their money, [it should] give 

states block grants based upon the tax rev-

enues they’re paying and use that for edu-

cational purposes they choose closer to the 

locality.”

 A number of candidates have held posi-

tions in the Nevada education system and 

have a unique insight into the problem. Reu-

ben D’Silva (I) who, in addition to running 

for office, is a high school teacher said, “I 

first and foremost believe that we need to 

look at expanding opportunities to focus on 

the STEM (science, technology, engineering 

and math) fields, and the arts. [We need to 

also] have some sort of a state-federal rela-

tionship where we can expand our scholar-

ship opportunities for serious students.”

 Carrie Buck (R) added, “My whole back-

ground is changing school systems. I was 

a principal and turned that school from 35 

percent proficient to 90 percent in math and 

83 percent in reading. I moved to charter to 

get the business aspect of schooling. If you 

look at the charter model, it’s done with way 

less money.”

 “I’ve served on the Clark County School 

District’s Zoning Attendance Board for two 

years,” said Daniele Monroe-Moreno (D). “I 

grew up in a time when the community was 

really part of the school. I’ve been using my 

time to meet the educators in the class-

rooms, support staff and the administrators, 

seeing how we can get more of a community 

partnership.”

 And, while candidates agreed education 

needed improvements, they had divergent 

opinions of the best ways to make that happen.

 For example, candidates expressed po-

larized opinions when discussing Education 

Savings Accounts (ESAs). Those showing 

support for ESAs claimed school choice 

and increased competition will work to im-

prove the education system, while others ar-

gued that public money should strictly stay 

within the public realm.

 Tarkanian (R) said of ESAs, “It’s long 

overdue and I don’t understand why any-

body would challenge it. The only argument 

is they say, ‘You’re taking money from the 

public schools and using it in the private 

http://www.nevadabusiness.com/?utm_source=PDF&utm_medium=PDF&utm_campaign=PDF%20PDF%20August%202016
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 “We need to protect the small businesses 

while providing incentives to attract business-

es to Nevada because that’s what’s going to 

create jobs and strengthen our economy,” 

said Sandra Jauregui (D). “It’s not a one-size-

fits-all solution. You can’t offer tax incentives 

to everyone, but if the scenario is right, we 

should be able to offer tax incentives.”

 “I think [tax incentives] have to be ad-

dressed on a case by case basis,” added 

Justin Watkins (D). “I’m certainly supportive of 

what they did for Tesla and Faraday. We want 

those companies here, but to say in every situ-

ation I’d always agree, I can’t say that.”

 “The tax incentive we give to a busi-

ness is usually an upfront thing that really 

costs us nothing because it’s not money 

we would have automatically anyway,” ex-

plained Keith Pickard (R), candidate for Ne-

vada Assembly, district 22. “We’re incentiv-

izing people to come in here and bring with 

them the jobs. Then we have that outflow 

effect where those jobs are now paying 

more in the state which attracts other busi-

 Current State Assembly Speaker John 

Hambrick (R), who is running for re-election 

in District 2, said, “I voted for it, but a lot of 

businesses are disappointed to say the least 

because of my conservative background. I 

believe it was the right thing to do, not only on 

the education side, but the fact that we had 

the ceiling of $4 million and how many small 

businesses will never reach that.”

 Jauregui (D) added, “It’s a starting ground 

to fund education and we needed to do 

something.”

 Perry (R) disgreed. “I do not like the Com-

merce Tax at all,” she said. “We keep trying to 

throw money after something where money is 

not the issue. Small businesses are the back-

bone of the United States and this is harming 

them the most. It’s not hard to get to the $4 

million ceiling because this is gross, not net.”

 Some candidates were concerned about 

the impact the tax would have on attracting new 

businesses to the state. Jim Marchant (R) said, 

“It’s already having an impact. There’s already 

businesses that won’t come here because they 

nesses to come serve those people and 

has a great downstream effect.”

 Some candidates, including Victoria Sea-

man (R), Steve Yeager (D) and Danny Tarkanian 

(R), indicated tax incentives are needed be-

cause other states will continue to offer them 

whether Nevada does or not. Regardless, with 

Nevada’s favorable business climate, the Sil-

ver State poses considerable competition.

 “Until we change the climate across the 

US, we’re going to be competing with neigh-

boring states for jobs,” said Seaman (R). I think 

that the whole climate needs to change and 

we need to lower taxes across the nation. 

When other states are offering tax incentives, 

it makes it hard for us not to,” she said.

Commerce Tax
 The Nevada Commerce Tax, part of Senate 

Bill 483, was passed last year by the State Legis-

lature. The tax is designed to help fund the edu-

cation system. However, the Commerce Tax has 

come under fire as it’s a gross revenue tax, simi-

lar to one that was defeated by voters in 2014.

The Business First “Meet the Candidates” event was held at the

Marroccofella Estate, former home to boxing legend Mike Tyson.
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know we have this Commerce Tax. It was a ter-

rible thing for us to do in the first place.”

 “I think it was well-intentioned to raise 

money for education,” said Steve Yeager (D). 

“But, I’ve certainly heard some concerns from 

the business community about the structure 

of the tax, how it’s applied and the different 

industry codes.”

National Debt
 The U.S. national debt has increasingly 

become a concern in recent years. At the end 

of this fiscal year, the total government debt 

in the United States is expected to be $22.4 

trillion according to the president’s budget re-

leased by the US Government Publishing Of-

fice (GPO). Federal candidates addressed the 

issue head on and shared their thoughts on 

what could be done moving forward.

 Perry (R) said, “If we increase our tax base, 

then we can start paying that down. We can 

stop the wasteful spending. We can stop giv-

ing money to countries that hate us and put 

it into the national debt. Let’s start getting 

America to being independent again. Right 

now we’re not independent and that’s going 

to be our biggest downfall.”

 “There’s all kinds of industries and spe-

cial interest groups that aren’t paying their fair 

share of taxes,” said Tarkanian (R). “Do we 

need to give $20 billion a year to the oil indus-

try after the 80 or 90 years they’ve been subsi-

dized? They don’t need it at this time. It’s only 

because of the power they have over special 

interest groups that they’re not paying that tax.”

 Evans (D) added, “The national debt is an 

accumulation of many things. The thing to do 

at the moment is focus on what the deficit is 

from year to year. The way we’ve done that in 

the last eight years is to increase our economy 

output and increase the income coming into 

the government so they can balance obvious 

expenses. The deficit really comes from de-

veloping a robust business environment.”

 “We have a moment in history here where 

we can look into creating some sort of spend-

ing process where we can actually mitigate 

the longterm effects of the debt,” said D’Silva 

(I). “Infrastructure development, investing in 

education and access to healthcare, [for ex-

ample], can be done to actually turn back that 

upwards spiral.”

Challenges
and Opportunities
 With a lot of issues to address if elected, 

several topics resonated on a closer level 

depending on each candidate. For example, 

MEET THE CANDIDATES   Business First
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term limits has always been a much-

debated issue in the state. Evans (D) said, 

“In general, I believe we shouldn’t take 

the decision away from the electorate on 

who they want to represent them. There’s 

something fundamentally wrong with that.”

 Jacky Rosen (D) added, “If you exercise 

your right to vote and you’re not happy, you 

can vote for the next person. Sometimes 

when you have term limits, you might have 

a wonderful person and they’ve been doing 

fantastic things and you’re going to lose all 

that history and experience. Just exercise 

your right to vote.”

 Perry disagreed. “Term limits are a good 

thing,” she said. “I see judges sitting on 

the bench after 12 years and they just go 

through the motions and lose interest in 

doing their job. You either move up or you 

move out.”

 Guns and the Second Amendment have 

also recently been a hot topic in the state. 

State Assembly candidates McArthur (R) 

and Marchant (R) advocate for the right to 

keep and bear arms. 

 “I will do everything I can to adhere 

strictly to the constitution as it reads,” 

Marchant (R) said. “This ballot initiative that 

Bloomberg is pushing here in Nevada I am 

vehemently against and will do everything 

I can to help people understand what it’s 

going to do.”

 When asked her opinion if government is 

too big and too far reaching, Rosen (D) re-

sponded with, “I don’t think government can 

be all things for all people, but I want to live 

in a society that has reasonable rules and 

regulations. I wouldn’t say it’s a big or small 

issue. It’s an issue of what’s right to keep our 

communities thriving.”

 With a presidential election taking up 

much of the spotlight, Nevada’s possible 

future public servants have their work cut 

out for them in order to be heard through the 

noise. However, candidates indicated an ex-

citement to be given the chance to address 

the myriad of challenges and opportunities 

facing their districts.

PCI DSS

Concerned about PCI or HIPAA Compliance?
Azul will help you become and stay compliant through:
 - Thorough network and system assessments
 - Issue remediation
 - Complete supporting documentation
 - Ongoing compliance veri�cation

(702) 522-2985
compliance@azul.services

 When Nevada’s partnership with Wells Fargo Bank started back in the 

1860s, Wells Fargo opened for business in several Nevada communities, includ-

ing Reno, Genoa, Elko, Virginia City, Carson City and Las Vegas.

 Today, Wells Fargo provides financial services and advice to customers in 

24 communities and 12 counties in Nevada. Last year, the bank made 136 Small 

Business Administration 7(a) loans to Nevada businesses totaling over $35 million.

 In addition to serving Nevadans with financial expertise, Wells Fargo con-

tributes through philanthropic investing and team volunteerism including over 

$2.3 million in regional funds invested in state non-profits and schools, nearly 

$1 million in direct regional contributions to improve education in Nevada and 

over 20,000 volunteer hours contributed by team members to organizations like 

Habitat for Humanity, Rebuilding Together, community clean ups and fundrais-

ing activities.

 Offering community banking, home mortgage stores, commercial banking 

offices, and hundreds of ATM machines across the state, Wells Fargo is com-

mitted to helping Nevadans grow and thrive.

A B O U T  T H E  S P O N S O R
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MOVERS & SHAKERS

Face
to Face

President
Kalb Industries of Nevada (44 years in NV)

JUSTIN
KALB
Type of Business: General Contractor | Hails from: Las Vegas, NV
10 years with company in Nevada | Based in: Las Vegas

“Honesty and 
integrity are 
everything in
this business.”

How did you first get
into your profession? 
It was the family business. The more 
I tried to push away the more I found 
myself drawn to the industry and 
taking over the business.

What do you want your
legacy to be? 
I want to be remembered for giving 
back to the community that gave my 
family everything.

When you were a kid,
what did you want to be?
I wanted to be a basketball player but then 
I stopped growing and couldn’t dribble.

If you could be any fictional 
character, who would you be? 
Robin Hood because he helped people 
less fortunate.

What business advice
would you give someone just 
starting in your industry?
Honesty and integrity are everything in 
this business.

What is a little known
fact about you?
My wife and I had triplet daughters on 
February 15, 2015.

If you could have coined a single 
phrase of wisdom, what would it be?
“Anyone can build a building what sets 
us apart is how we treat the client.”

—George Kalb

What do you wish you would
have learned at the beginning
of your career?
Accounting and Finance

What is the best moment
of your career?
It is the same on every job: seeing the 
customer’s project come to life and their 
excitement.

What was the toughest lesson you’ve 
learned in your career?
That sometimes quietness can be taken as 
arrogance.

What is your motto?
A leader’s role is to look into the future and 
see things not as they are, but what they 
can become.

What is your favorite thing
about living in Nevada?
That there is always something going on 
and happening; there is never a reason to 
be bored in this state.

http://www.nevadabusiness.com/?utm_source=PDF&utm_medium=PDF&utm_campaign=PDF%20PDF%20August%202016
http://www.nevadabusiness.com/2016/08/movers-shakers-justin-kalb/?utm_source=PDF&utm_medium=PDF&utm_campaign=PDF%20PDF%20August%202016


33AUGUST 2016   NEVADA BUSINESS MAGAZINE

CONTINUED FROM PAGE 8

Hooper said. “That will help them return to a 

higher level of sales and attract more supply 

chains, logistics and manufacturers here.” 

Benefits of Growth
 Manufacturing, which is now a main 

contributor to the Silver State’s economy, 

is swelling. Since 2010, it has grown at a 

rate of 12 percent, which compares to the 

national average of 7.2 percent, according 

to GOED statistics. 

 “Not only are existing companies flour-

ishing and expanding here but, because 

Nevada is such a business friendly state, 

especially for manufacturing, the economic 

development folks throughout the years 

have been quite successful in attracting 

new manufacturers to Nevada as well,” 

Culp said. 

 One example of the growth can be found 

in NNDA’s territory,  Carson City along with 

Churchill, Douglas, Storey and Lyon counties, 

Hooper said. Since 2010, an average of 1.2 

manufacturers per month have moved into 

the area. For example, AZZ Inc., a provider 

of galvanizing services, welding solutions 

and specialty electrical equipment, opened a 

plant in the Tahoe-Reno Industrial Center in 

Storey County earlier this year. Late in 2015 

Peterson Products, which manufactures re-

inforced plastic composites, relocated from 

California to Dayton. In that dense manufac-

turing zone, the industry is burgeoning.

 An increasing manufacturing base huge-

ly impacts the Silver State’s economy in 

positive ways, said  Randy Walden, industry 

specialist in manufacturing, GOED.

 It injects out-of-state capital into Nevada, 

where it cycles through secondary busi-

nesses, Hooper added. It provides addition-

al monies to our cities, counties and state in 

the form of taxes.

 With it comes new jobs, and a large mul-

tiplier means that, for every manufacturing 

job created, 2.85 other positions are added, 

Walden explained. 

 Two companies alone that are com-

ing to the state — Faraday Future and 

Mary’s Gone Crackers — will generate 

an estimated 4,900 jobs. Construction 

is underway on the $1 billion facility in 

North Las Vegas for Faraday, a devel-

oper of intelligent electric vehicles and 

mobility solutions. Mary’s Gone Crack-

ers, a manufacturer of organic, gluten-

free snack foods, plans to occupy a 

420,000-square-foot facility in Reno by 

the fall. 
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other organizations and manufacturers 

themselves have been working together to 

provide the necessary curricula and train-

ing to meet the need. 

 Efforts also are being undertaken to 

teach youths about careers in manufacturing 

and foster their learning of science, technol-

ogy, engineering and math (STEM) skills. 

 “We’re getting kids more acclimated to 

the fact that manufacturing is becoming 

more high tech,” Culp said. “It’s clean and 

it’s a great place to work because you make 

good money and have great benefits.” 

 In October for national manufacturing 

day, NIE and the school districts arrange 

for high schoolers, their parents and teach-

ers to tour various manufacturing plants for 

a firsthand look. 

 Along with educating and training indi-

viduals here, Nevada also must get better 

at attracting people from out of state to 

move here to work, Hooper said, because 

so many skilled workers are needed and 

needed now.

 A statewide shortage of available build-

ings to be used as manufacturing facili-

ties, 10,000 square feet and larger, is an-

other impediment to companies moving 

to Nevada or expanding here. In Southern 

Nevada, the lack of developable land is a 

problem, Walden said.

 At times, the cost to move a manufac-

turing company is prohibitive, as it can be 

expensive when it has a lot of heavy equip-

ment to be shipped. Also, not all manufac-

turing companies are a good fit for Nevada, 

such as those with high water requirements. 

Industry Trends
 Manufacturing is quickly gaining a solid 

reputation in the high tech arena, both in 

terms of the equipment used to produce 

goods and also the items that are pro-

duced. Server Technology Inc. in Reno, 

for instance, develops rackmount power 

distribution units, and CGI in Carson City 

designs and builds precision gearboxes for 

robotics and automation. 

 Manufacturing also pays well, an average 

of $70,000 per year, to higher-skilled and bet-

ter-educated individuals, Walden noted. 

 A stable industry, manufacturing helps diver-

sify Nevada’s economic base, allowing the state 

to better weather economic ups and downs, 

Culp said. “It helps buffer the impact of discre-

tionary income that is really what the gaming and 

tourism industry kind of relies on,” he added. 

Recruiting Challenges
 The biggest impediment to getting 

manufacturers to relocate to Nevada has 

been and remains a statewide shortage of 

qualified workers in terms of volume and 

quality, but the situation is better than it’s 

ever been, Hooper said. That’s because the 

NSHE, community colleges, career acad-

emies, economic development agencies, 
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 A trend among many California-based 

manufacturers is to maintain their operat-

ing units there but add one in Nevada, a 

type of expansion that allows them to in-

crease their net profit due to the lower cost 

of doing business in the Silver State, Hoop-

er said. At the same time, they remain close 

to and can continue to serve their California 

customers from their new location.

What Nevada Offers
 In 2011, with a design and several 

trailer prototypes, the Brocks, previously 

based in Washington state, sought a new 

location to begin manufacturing their 

product. They wanted to run Aerovault 

LLC in a pro-business state where there 

is warm weather, easy airport access, af-

fordable cost of living and signs of eco-

nomic recovery after the recession. They 

chose Nevada, Henderson specifically, 

and moved in September of that year. An 

added benefit is that Southern California, 

with a sizable racecar industry, is within 

driving distance.

 “We just really love it here,” said Gayle 

Brock. “It was the right move. All the data 

pointed to it and our experience has further 

confirmed that.”

 A favorite aspect about doing business 

in Nevada, she added, is “all the resources 

the state and cities provide to help busi-

nesses succeed here no matter what size 

company. Some states will court very large 

companies but don’t do anything for their 

small businesses.”

 “Nevada is very proactive in helping get 

businesses up and running and removing 

roadblocks,” Walden added. 

 The owners of MicroMetl selected 

Sparks in 1994 for a manufacturing plant 

because the location allowed the company 

to serve the production and engineering 

needs of its West Coast customers, partic-

ularly those throughout California, Martin 

said. Other factors were the cost effective-

ness of operating in Nevada and available 

potential buildings to occupy.

 Like it was with Aerovault and Mi-

croMetl, Nevada’s location is a major draw 

for manufacturers, offering strong logistics 

infrastructure and a mere one-day drive to 

more than 60 million consumers and five 

major U.S. ports serving the Pacific Rim.

 Companies can save money by not hav-

ing to pay these taxes: corporate or person-

al income, inventory, franchise, unitary or 

special intangible. Further, various other tax 

abatements or incentives may be available 

to manufacturers looking to relocate here. 

 Nevada is business friendly and consis-

tently has been ranked in the Top 10 of such 

states. GOED and the economic development 

agencies want companies to succeed and are 

willing to help them where they can, with ev-

erything from workforce to regulations.

 “When you combine the low-cost profile 

of doing business and the geographically 

blessed position, why wouldn’t you want to 

be here?” Hooper asked.

Near-Term Snapshot
 Plans at MicroMetl are to continue im-

proving efficiency through lean manufactur-

ing practices and developing new products 

to meet customer demand, Martin said. 

 Peter and Gayle Brock of Aerovault are 

considering making, for the antique auto-

motive audience, a trailer that’s slightly 

larger than its current product, as well as 

someday expanding globally. 

 Both are emblematic of Nevada’s man-

ufacturing industry as a whole, as experts 

expect more expansions of in-state com-

panies as well as additional out-of-state 

businesses starting operations here. 

 “I just see a bright future and continued 

growth in all of our manufacturing,” Walden 

said. “With [the various] agencies working to-

gether and GOED leading the charge and the 

state’s willingness to get businesses up and 

running as fast as they do, I just see a lot of 

growth and a lot of opportunity for us.”
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 Welcome to Nevada

LT Proactive
Care Clinic
Opening its first Nevada location in Hen-
derson, LT Proactive Care Clinic is a 
healthcare organization that focuses on in-
tegrating medicine, nutrition and exercise 
to create personalized plans rather than 
simply treating diseases. The clinic has 
hired seven full time employees and hopes 
to add more as the business grows. Other 
locations include Sacramento and Minne-
apolis with one soon to open in New York.

National Hockey
League (NHL)
The NHL has announced the league is ex-
panding its newest team to Las Vegas, mak-
ing it the first professional sports team in the 
region. The Las Vegas team will play its home 
games at the newly opened T Mobile arena 
and hopes to draw crowds of over 17,000 
beginning with the 2017 season. The league 
already has 14,000 season ticket holders and 
is expected to have a positive impact on jobs, 
tourism and community pride.

Orangetheory Fitness
A fast-growing fitness franchise, Orangeth-
eory Fitness has opened its first Reno studio, 
expanding on the organization’s three other 
Nevada locations. Studio owners Russ and 
Alexis Riggs have hired 11 employees and 
plan to add additional staff, including sales 
associates, coaches and trainers over the 
next few months. With a receptive response 
from the Reno community, the Orangethe-
ory Fitness brand expects additional expan-
sion in the area in the future.

To submit suggestions for this new column, email editor@nevadabusiness.com.

A Great Event is Like a Great Meal
there is no substitute for exceptional taste

A great event needs a space with an amazing atmosphere and a polished presentation that keeps everyone  
comfortable, focused and engaged. Let Divine Cafe help make your next event exciting, inspiring and satisfying.  

Springs Preserve has a variety of beautiful indoor and outdoor spaces perfect for any event.

333 S Valley View Blvd  |  Las Vegas, NV  89107  |  702.822.7700  |  divinecafelv.com  
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 Around the State

NCOT Provides Grants 
for Rural Tourism
The Nevada Commission on Tourism 
(NCOT) has funded nearly $900,000 in 
grants to organizations promoting rural 
Nevada tourism. The funds are provided 
through the NCOT’s Rural Grants Pro-
gram. Organizations that received the 
grants include the Great Basin Heritage 
Area Partnership, Backcountry Discovery 
Routes, Wells Chamber of Commerce, 
Las Vegas Territory and the Virginia City 
Tourism Commission among others.

UNLV Offers Fast-Track Program for Teachers
In an effort to help solve the teacher shortage, the University of Nevada Las 
Vegas’ (UNLV) Rebel Academy has completed a fast-track certification pro-
gram for the second consecutive year. The program is geared towards profes-
sionals who are switching careers and had 13 teacher candidates participate. 
The four-week academy required candidates to work with mentor teachers in a 
variety of subjects and complete online and preparatory coursework. Partici-
pants become certified teachers and are eligible for hire by the Clark County 
School District in the fall.

Housing Prices Rise 
Throughout the State
According to Chase International’s mid-
year statistics report, both the Reno-
Sparks and the Carson Valley housing 
market saw an increase of 9 and 1 per-
cent, respectively, in median home prices 
compared to the same period last year. 
Similarly, the Greater Las Vegas Asso-
ciation of Realtor’s latest report indicat-
ed a 6.8 percent in median home prices. 
Condo sales were also up by 27 percent in 
Reno-Sparks. Las Vegas condo sales were 
flat with the median price sold holding at 
$115,000, the same as one year ago.

Republic Services’ 
Recycling Center
Earns Award
Republic Services’ Southern Nevada 
Recycling Center, which was completed 
in November of last year, has received a 
Gold Excellence Award in the Recycling 
Systems category from the Solid Waste 
Association of North America. The cen-
ter is the largest and smartest such center 
in North America and can process two 
million pounds of recyclable material per 
day. The award is given to organizations 
that represent the best solid waste man-
agement practices in North America.
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BEYOND
THE  BANK

By Jennifer Rachel Baumer

FINANCING COMMERCIAL REAL ESTATE IN NEVADA

 Reasons for finding nontraditional fund-

ing are as varied as the types of nontraditional 

funding. Risk is one, speculation is another. 

Banks aren’t allowed to speculate but indi-

vidual investors can. 

 “Maybe it’s a speculative purchase where 

we’re going to buy that piece of land, hold it 

for three years, and when a freeway comes 

through that property will rise from $10 mil-

lion to $18 million, let’s say, because now it 

has freeway access,” said Robert Anderson, 

partner, Snell & Wilmer. “Or maybe it’s way out 

of town and you’re waiting for town to move 

toward that piece of land. You need to have 

people that are willing to take risks and those 

are investors and sometimes they’re pension 

funds, it might be a profit sharing fund, a legal 

practice or an accounting practice or a medi-

cal practice where they have excess cash and 

are looking for investments.”

 There may be a lot of sources, but mixing 

and matching them to borrowers and projects 

can be challenging post-recession. Not only 

is it a lot more work to find the right financing 

for the project, but it’s not status quo, said 

DeLaney. “Different lenders have different 

criteria. There was a day when you could 

pretty much guess that this type of property 

would get a certain type of loan. It’s not like 

that in today’s world.”

 Every project is different and every lender 

is different. Some projects require extra equity 

from the borrower in order to secure financ-

ing in addition to debt financing (borrowing 

the funds without giving up ownership of the 

property). Others require equity financing, 

selling an interest in the property or a share 

to the investor; the borrower gains funds but 

loses some control.

 Even if the borrower is interested in a tra-

ditional bank loan, preferences don’t always 

matter. “Banks want to lend, but there are so 

many restrictions now and changes in regula-

tions that it’s difficult for them,” said DeLaney. 

 Added to that, there are projects that tra-

ditional banks traditionally don’t touch, like 

financing raw land. One option for land financ-

ing is lot or land banking, where a partner 

steps in and purchases the land the builder 

 Building Nevada

COMMERCIAL real estate means office 

buildings, retail and industrial properties, multi-

family projects and the raw land that eventu-

ally becomes all of the above. Commercial real 

estate financing is equally varied and includes 

everything from traditional bank-backed loans 

to newer twists such as crowdfunding. 

Finding Funding
 There are a variety of sources of lending, 

particularly for borrowers or projects that 

wouldn’t qualify for traditional bank loans. 

Some of those are institutional lenders such 

as hedge funds, life insurance companies and 

pension funds. There are funds that work with 

distressed properties, such as those proper-

ties that lost significant value during the eco-

nomic downturn, and there are private lend-

ers, sometimes referred to as hard money, 

according to Jackie DeLaney, president and 

COO, Atalyst Commercial Mortgage.
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wants to develop. The purchase price be-

comes the equity funding to secure financ-

ing, and the builder has an option guarantee 

to buy the land from the partner. “That price 

creates a yield of return to that land banker or 

lot banker,” said DeLaney.

 Borrowers seeking long term permanent 

financing probably won’t go with a bank. For 

a 10 year or longer fixed rate financing non-

recourse loan, they’ll probably look to a life 

insurance company, which can go out as long 

as 30 years.

 “Ninety percent of our clients want a life 

insurance loan,” said Adam Gregory, vice 

president, CommCap Advisors. That doesn’t 

mean they’re going to get it, largely because 

of values of properties today versus values of 

properties 10 years ago. Clients call wanting 

flexibility on prepayment and a laundry list of 

requirements that fit a life insurance company 

loan but their numbers show they need a 75 

percent loan to value, market cap rate (ratio 

of net operating income to property value) 

and everything that falls into the commercial 

mortgage-backed securities (CMBS) side of 

things.

 CMBS loans tend to be longer term than 

traditional bank loans. They’re also nonre-

course loans, meaning the borrower isn’t per-

sonally liable for the loan unless he commits 

certain acts such as fraud or bankruptcy. New 

regulations just taking effect in the CMBS 

market are causing some turmoil, said Greg-

ory, with the result that some lenders have left 

the Nevada market. 

Show Me the Money
 When a borrower doesn’t own the building 

yet, their equity contribution has to come from 

somewhere. Some borrowers use their own 

capital, then work with mortgage brokers and 

commercial mortgage and investment bank-

ing firms to secure debt financing to make up 

the rest of the funds needed. 

 Other times the borrower comes in with 

an investment group. Analysis on the deal will 

then show if the borrower has enough equity 

to acquire the property or if they need more 

equity and if so, what’s the best way to finance 

it. That might mean bringing in a partner or 

looking for preferred equity (an equity invest-

ment in the entity that owns the property), or 

mezzanine debt (usually a loan structured by a 

lien on the property).

 When the buyer doesn’t have the money or 

the banks won’t loan because a project is too 

speculative, one solution is to form a partner-

ship or LLC and sell units of interest, or eq-

uity, to investors. That’s not a typical way real 

property is financed, but it’s a typical way real 

property is financed in specific situations, said 

Anderson.

 Traditionally banks consider cash flow 

coming off a performing property, maybe 

a building that’s leased up and producing 

rents. If cash flow or rents, less operating 

costs, is sufficient to cover principle and in-

terest payments on the building, the bank will 

probably loan.

 If the property isn’t performing, or is dis-

tressed, the borrower can use a joint venture 

to raise funds. In the case of a $10 million 

building purchase, said Anderson, if the buyer 

has $3 million and the bank is only willing to 

loan $5 million because rents are not suffi-

cient, then the buyer needs to raise another $2 

million. The joint venture allows investments in 

the LLC until a larger equity payment is met. 

The bank can then provide financing for a 

smaller percentage of the amount, which can 

be serviced by the rents on the property. Then 

the borrower/owner can gradually get rents up 

or lease more, and eventually refinance. 

Nontraditional Sources
 Even amongst nontraditional financing 

there’s nontraditional financing. Nevada State 

Development Corporation (NSDC) is a non-

profit that handles the processing, packaging 

and servicing of Small Business Administra-

tion (SBA) 504 loans, according to Debra Al-

exandre, Nevada director. The organization 

works primarily financing long-term fixed rate 

assets. 

 Working with owner-occupied buildings, 

not investment properties, NSDC partners 

with banks, which provide 50 percent of the 

financing on a first deed of trust on the real 

estate. NSDC, with the SBA, provides up to 

another 40 percent, for 90 percent financ-

ing. The small business owner who’s buying 

or constructing needs to supply 10 percent 

equity.

 “The standard, conventional market would 

be anywhere from 60 to 75 percent market 

value, so it allows the small business to keep 

more of their working capital in the business 

rather than use it for an equity injection to buy 

the building,” said Alexandre.

 The reasoning behind the program is eco-

nomic development. The program finances 

buildings for businesses that are growing and 

will create jobs in the future.

 NSDC can also refinance existing loans. 

“It really assists small businesses in a number 

of ways when we can refinance a commercial 

real estate project for a small business owner 

at today’s current interest rate which, in our 

program, is less than 4.5 percent right now,” 

said Alexandre. For those owners who pur-

chased pre-recession at 7 or 8 percent, and 

who may be underwater, that’s a significant 

savings. 

 Many of those loans were maybe am-

ortized over 20 or 25 years but mature in 10 

years, at which point the bank then looks to 

renew that loan, said DeLaney. But if the prop-

erty has lost value, owners may have to come 

up with additional cash or collateral to meet 

the 60 to 75 percent loan to value ratio banks 

are looking for.

 Often NSDC can refinance with the 504 

program up to 90 percent, either minimiz-

ing or eliminating the need for additional 

cash or collateral, a significant benefit for 

small businesses still recovering from the 

recession.

 Building Nevada FINANCING YOUR PROJECT
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 Angel investors are another source of 

non-bank financing, but they’re more likely to 

invest in businesses than property. However, 

unique financing sources are also beginning 

to emerge and options like crowdfunding are 

becoming more and more popular.

Making Matches Online
 Like finding dates online and the rise of 

project funding sites, commercial real estate 

financing is turning to crowdfunding. 

 The historic challenge of finding investors 

for CRE projects was the inability to legally 

solicit investors outside personal and profes-

sional networks. The potential pool of inves-

tors was limited to friends, family and former 

clients who might spread the word.

 In May of this year, the Securities and Ex-

change Commission voted to allow crowd-

funding to raise up to $1 million annually from 

unaccredited investors, meaning households 

with a net worth less than $1 million or annual 

income of less than $200,000.

 Federal crowdfunding sites online create the 

intermediary borrowers that investors are re-

quired to work through. There are thresholds for 

the amounts raised that determine whether SEC 

documentation has to be filed, but in addition to 

possibly avoiding tortuous documentation, the 

sites provide investors information on invest-

ment opportunities and borrowers the chance 

to reach huge pools of interested investors.

 It’s too soon to say how the new portals 

will be used, but crowdfunding is happening. 

“It has increased tenfold from five years ago,” 

said Gregory. “I have clients that have done it, 

gone out and crowdfunded the equity for their 

projects. Most lenders don’t have an issue 

with it as long as their guarantor meets all re-

quirements they’re looking for. I talk to people 

on a weekly basis out there doing it, raising 

money to buy property – they thought per-

haps they could get to that 70, 75 percent loan 

to value, but based on current market condi-

tions they’re having to raise an additional 5 

percent [to get financing] and rather than dip-

ping into their own pockets, they’re out there 

raising that money with crowdfunding.”

Funding Realities
 As the commercial real estate market be-

gins to grow again, CRE projects are being 

funded in a variety of ways, depending on the 

project. For an owner-occupied property the 

best choice might be the SBA 504 Loan Pro-

gram because of the lower down payment 

and below-market interest rate on the SBA 

portion. 

 “But it is a long-term, fixed rate program, 

so there might be some conventional pro-

grams that might be a better fit for [business-

es] if they’re planning to only keep that prop-

erty a year or two,” said Alexandre. Financing 

slightly larger projects through some of the 

major insurance companies would probably 

be a good plan for owners intending to retain 

ownership for a significant period of time.

 A borrower may go to a bank for financing 

to secure limited to no prepayment penalty 

and more flexibility in terms in a five year loan 

– which is what most banks want to lend, 

said Gregory. Most don’t want to go past five 

years and their fixed rate might be 4.5 to 5 

percent. “We’re doing 10 year fixed rate loans 

with life insurance companies right now at 

3.5 percent.” 

 It might be a life insurance company com-

ing in on a cash flow income property or a 

hedge fund that will take a risk on a property 

that hasn’t quite stabilized and do a loan for 

a period of time and call it a value add type 

of financing, said DeLaney. Interest rates 

have gotten higher, even with life insurance 

companies and banks but the rates still make 

sense. Life insurance companies and pen-

sion funds for the most part want properties 

that are performing and creating cash flow.

 “Everything else just kind of falls into a 

category of you have to figure out how to fi-

nance it,” said DeLaney. “Its not just cut and 

dried.”

 Building Nevada
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Sale, Industrial
ADDRESS 1051 Mary Crest Rd., 89074
BUYER 1051 Mary Crest, LLC
SELLER DCT Commercial
DETAILS 156,564 SF; $13,750,000
APN 178-15-610-020
SELLER’S REP Mike DeLew, SIOR and Greg 
Pancirov, SIOR of Colliers International

Lease, Retail
ADDRESS 771 E. Horizon Dr., Ste. 176-180, 89015
TENANT Aimgin, LLC
LANDLORD Cornet Plaza, LLC
DETAILS 3,050 SF; $519,516 for 10 years
LANDLORD’S REP Nelson Tressler and 
Michael Zobrist of Newmark Grubb Knight Frank

N

Sale, Industrial
ADDRESS 240 Commerce Park Ct., 89032
BUYER Sun Properties, LLC
SELLER Mojave Land & Cattle Co., LLC
DETAILS 6,640 SF; $700,000
APN 139-10-710-007
BUYER’S REP Realty Edge, LLC
SELLER’S REP Sean Zaher of CBRE

Sale, Land
ADDRESS NEC of N. Durango Dr. & Farm Rd., 
89131
BUYER ECE I, LLC
SELLER Farm Capital Management, LLC
DETAILS 3.8 acres; $1.4 million
APN 125-17-610-025
BUYER’S REP David Lipp, CCIM of Newmark 
Grubb Knight Frank
SELLER’S REP Matthew Nelson of J.A. 
Kennedy Real Estate

NW

Sale, Multi-Family
ADDRESS 2701 N. Decatur Blvd., 89108
BUYER RAAMCO LV, LLC
SELLER 2701 Decatur, LLC
DETAILS 192 units; $92,187 per unit
APN 139-18-301-001
SELLER’S REP Art Carll and Patrick Sauter of 
NAI Vegas | The Sauter Multifamily Group

Sale, Office
ADDRESS 7312 & 7324 W. Cheyenne Ave., 
89129
BUYER JMTA Investments, LLC
SELLER MSCI 2006-IQ11
DETAILS 25,806 SF; $3.3 million
APN 138-10-412-002
SELLER’S REP Cathy Jones, CCIM and Paul 
Miachika of Sun Commercial Real Estate

E

Sale, Other
ADDRESS 5621 – 5719 Judson Ave., 89156
BUYER Progressive Pilgrims Fellowship
SELLER Saint Michael Antiochian Orthodox 
Church
DETAILS 7,000 SF; $730,000
APN 140-21-601-005
SELLER’S REP Al Twainy, CCIM of Colliers 
International

H

Sale, Office
ADDRESS 150 N. Gibson Rd., 89014
BUYER Harsch Investment Properties
SELLER Basic Land Company, Inc.
DETAILS 32,820 SF; $3,250,000
APN 178-14-111-016
BUYER’S REP Michael DeLew, SIOR and Greg 
Pancirov, SIOR of Colliers International

Sale, Retail
ADDRESS 1030 W. Sunset Rd., 89014
BUYER HD Building, LLC
SELLER SMA LTD.
DETAILS 102,370 SF; $23,162,717
APN 178-03-610-001
SELLER’S REP Chris Kostanecki and Dave 
Lucas of Capital Pacific

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

Sale, Industrial
ADDRESS 3080 E. Post Rd., 89120
BUYER Troy Farrell
SELLER CLR, LLC
DETAILS 8,000 SF; $1,160,000
APN 162-36-712-023
BUYER’S REP John Bostedt of Home Smart 
Encore
SELLER’S REP Lisa Hauger and Tim Behrendt 
of Sun Commercial Real Estate

SW

Sale, Office
ADDRESS 10000 & 10550 W. Charleston Blvd., 
89135
BUYER DMHCC, LLC
SELLER Hines Venture & Oaktree Capital 
Management
DETAILS 74,000 SF, $19.6 million and
72,000 SF, $15,675,000 (respectively)
APN 137-36-811-006 & 137-36-412-003
SELLER’S REP Charles Moore and Marlene 
Fujita, CCIM of CBRE

Sale, Office
ADDRESS 3860 S. Hualapai Wy., 89147
BUYER Richards Cosmetic Surgery, Inc.
SELLER Weiland Island, LLC
DETAILS 5,500 SF; $2.5 million
APN 163-18-314-007
BUYER’S REP Pat Marsh, SIOR of Colliers 
International
SELLER’S REP Stacy Scheer, CCIM and Grant 
Traub of Colliers International

Lease, Retail
ADDRESS 4245 S. Grant Canyon Dr. Ste. 104-
107, 89147
TENANT Water Wings Crossroads Corp. dba 
Water Wings
LANDLORD E-Grand Ventures, LLC
DETAILS 9,030 SF; $1,616,731 for 10 years
LANDLORD’S REP Nelson Tressler and 
Michael Zobrist of Newmark Grubb Knight Frank

WC

Project, Mixed-Use
ADDRESS 308 N. Curry St., 89703
CONTRACTOR OF RECORD Metcalf 
Builders, Inc.
DETAILS The Hop & Mae Foundation broke 
ground on a mixed-use project in Carson City’s 
downtown district. The three-story complex will 
include over 10,000 SF of retail and restaurant 

150 North Gibson Road
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 Red Report
space, 11,000 SF of Class A office space and 
10 luxury apartments. The project is slated for 
completion in Spring of 2017 and expected to cost 
approximately $8 million.

Sale, Mixed-Use
ADDRESS 132 E. 2nd St., 89501
BUYER Jochco Investments, LLC
SELLER S3 Renovation Investors, LLC
DETAILS 27,878 SF; $1,395,000
APN 011-072-01
SELLER’S REP Joel Fountain and Gary 
Tremaine of Dickson Commercial Group

Sale, Office
ADDRESS 1595 Meadow Wood Ln., 89502
BUYER 1595 Meadow Wood Lane, LLC
SELLER Quality Holdings, Inc.
DETAILS 26,740 SF; $3.1 million
APN 025-551-14

Sale, Retail
ADDRESS 2000 Harvard Way, 89502
BUYER B33 Airport Square, LLC
SELLER 2000 Harvard Avenue Holdings, LLC
DETAILS 170,796 SF; $15,250,000
APN 015-292-40
SELLER’S REP Aiman Noursoultanova, CCIM 
of CBRE

Sale, Retail
ADDRESS 5015 Kietzke Ln., 89511
BUYER 684 Myrtle Ave Realty, LLC
SELLER GGC Real Estate Investments LP
DETAILS 7,303 SF; $5,218,000
APN 040-951-07

Sale, Retail
ADDRESS 4895 Village Green Pkwy., 89519
BUYER Second Start Learning Disabilities 
Programs, Inc.
SELLER Hillcrest Pacific Bakery, Inc.
DETAILS 7,469 SF; $900,000
APN 041-244-03

Sale, Other
ADDRESS 1950 Baring Blvd., 89434
BUYER CCP Northern Nevada 2226, LLC
SELLER Nationwide Health Properties
DETAILS 48,517 SF; $5,734,872
APN 030-031-01
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NATIONAL COMMERCIAL SERVICES
A Specialized Title Insurance Operation
of Fidelity National Financial, Inc.

LAS VEGAS

ANNOUNCING OUR NEW CENTRALIZED
NATIONAL COMMERCIAL SERVICES DIVISION
IN LAS VEGAS, NEVADA

“If we can’t close it, no one can.”

1701 Village Center Circle, Las Vegas, NV 89134
(702) 932-0876 Main  •  www.fntg.com

Your Local Hub for 
National Commercial Transactions

• Expert Title and Escrow Services
• Ancillary Services: Due Diligence, 1031 Exchange, UCC
• Combined Resources and National Reach with one Central Point of Contact
• Comprehensive and Responsive Underwriting

4895 Village Green Pkwy

1950 Baring Blvd.

http://www.fntg.com
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Southern Nevada analysis and statistics compiled by

RCG Economics, Northern Nevada analysis and

statistics compiled by Dickson Commercial Group.

TOTAL MARKET
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WAREHOUSE/DISTRIBUTION
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Under Construction
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Southern northern

NEXT MONTH: OFFICE
ABREVIATION KEY
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NNN:
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Net Net Net

INDUSTRIAL
SECOND QUARTER

84,295,312

7,653,421

9.08%

1,430,172

1,173,172

$0.375

1,200,000

1,950,000

51,431,883

5,334,557

10.37%

202,000

1,515,790

$0.319

780,000

1,370,000

27,841,984

410,154

1.47%

0

123,726

$0.253

420,000

580,000

5,021,445

735,538

14.65%

0

43,589
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0

0

111,401,065

5,118,033

4.6%

416,000

525,348

$0.80

4,427,614

3,649,312

  

49,414,167

1,764,294

3.6%

416,000

237,187

$0.56

4,427,614
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30,327,286

1,059,318

3.5%

0
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$0.74

0

54,000

  

5,885,765

581,258
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0

164,779

$0.95

0

0

SOUTHERN NEVADA NORTHERN NEVADA

 Another strong quarter for the Northern 

Nevada industrial market resulted in 2,091,000 

square feet of gross absorption concluding 

Q2 2016. There were two completed develop-

ments during the quarter including Panattoni’s 

707,660 square feet building at North Valleys 

Commerce Center and Dermody’s 722,512 

square feet LogistiCenter, 270,000 square feet 

of which is occupied by Marmot Mountain 

leaving 450,660 square feet vacant. 

 The notable lease transactions for the 

quarter were online grocery retailer Thrive 

Market leasing 328,285 square feet, LASCO 

Fittings leased 224,640 square feet and Tagg 

Logistics leased 181,455 square feet. Mar-

ket growth will continue with over 1.2 million 

square feet under construction, 50 percent of 

which is preleased, proving a steady balance 

of absorption which will carry through 2016.  

 The second quarter of 2016 saw 21 sales 

transactions. The largest building sale was the 

589,560 square feet former Amazon fulfillment 

center in Fernley which sold for $16.4 million 

($28 PSF). Asking rent at the time of sale was 

$.33 per sf. 

 Another notable deal was the building and 

land transaction at 795 Trademark. The build-

ing was situated on 4.782 acres of land and 

also sold with an additional 2.762 acres of ex-

pansion land to Prothera Inc for $9,150,000. 

Outside of that sale, there was a 56,200 

square foot building that sold for $2,650,000 

($47 PSF) and a 84,523 square foot building 

that sold to Brennan Investment Group for 

$6,930,000 ($82 PSF).

 The Las Vegas Valley’s overall industrial 

vacancy rate in Q2, 2016 was 4.6 percent, a 

decline of 0.4 points from 5.0 percent in Q1, 

2016. Q2’s decrease ended two quarters of 

increases in the industrial vacancy rate. How-

ever, with vacancies at low levels and positive 

economic trends, rate increases are currently 

more likely due to simple statistical variations. 

 There were 416,000 square feet of indus-

trial completions in Q2 in a single project. 

This project was the Jones Corporate Park 

warehouse/distribution center. This brought 

the Valley’s industrial-base up to 111.4 million 

square feet. 

 Net absorption was back into positive terri-

tory after a poor quarter in Q1. For Q2, absorp-

tion was +525,300 square feet. On a year-over-

year basis, net absorption was +3.4 million 

square feet. By subtype, warehouse/distribu-

tion led the way with +2.6 million square feet. 

Light industrial posted +451,200 square feet, 

followed by R&D/flex (+156,700) and incubator 

(+155,700 square feet). 

 Space under-construction in Q2 was at 4.4 

million square feet. Twelve projects comprised 

this space, including five large warehouse/dis-

tribution projects of more than 400,000 square 

feet: Henderson Freeway Crossing (452,000 

square feet), North 15 Freeway Distribution 

Center (411,000 square feet), Northgate Distri-

bution Center (806,000 square feet), South 15 

Airport Center (479,000 square feet) and Sun-

rise Industrial Park (788,000 square feet). The 

market ended Q2 with over 3.6 million square 

feet of planned industrial space.

 Commercial RE Report

INDUSTRIAL
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he third estimate for U.S. real gross 
domestic product (GDP) for the first 
quarter of 2016 was revised upward 
to 1.1 percent annualized growth rate 
from the 0.8 percent second esti-

mate. The revision occurred as more complete 
data showed that exports increased more than 
previously thought. Nevertheless, the stronger 
dollar, cheaper oil and a weaker global economy 
still contributed to a slower U.S. domestic econ-
omy in the first quarter. While these three fac-
tors still cast a shadow over the U.S. economic 
outlook, the U.K. Brexit decision to leave the 
European Union adds more uncertainty to the 
U.S. outlook. U.S. nonfarm employment surpris-
ingly gained more-than-expected 287,000 jobs 
in June after a sluggish growth in May. Housing 
starts posted a strong 9.5 percent year-over-year 
gain, and housing prices in the U.S. continued 
ticking up in April 2016. 
 The Nevada economy posted some mixed 
signals on its economic recovery. The adjusted 
statewide employment lost 3,800 jobs in May, 
and the unemployment rate increased to 6.1 from 
5.8 percent from April to May. Gaming revenue 
continued its downward trend, decreasing by 4.5 
percent from a year ago. Taxable sales and gas-
oline sales rose by 5.9 percent and 1.5 percent, 
respectively, from last year.  Even though total air 
passengers increased by 3.6 percent year-over-
year, visitor volume fell by 3.5 percent during the 
same period. 
 The most recent data on the Clark County 
economy provide more positive than negative 
signals about the economy. Although seasonally 
adjusted employment lost 200 jobs from April to 
May, it added 21,300 jobs from May 2015. Visitor 
volume and gaming revenue experienced year-
over-year losses, decreasing by 3.6 and 4.4 per-
cent, respectively, from last year. Total McCarran 
passengers, however, increased by 3.9 percent 
on a year-over-year basis. Taxable sales and 
gasoline sales exceeded their levels compared 
to a year ago by 3.6 and 1.7 percent, respectively. 
Residential housing permits continued acceler-
ating with the addition of new houses, up by 53.4 
percent from last year. 
 Washoe County saw confusing signals in its 
on-going recovery based on recent data. The 
Reno-Sparks seasonally adjusted employment 
lost 1,000 jobs for the month but gained 7,300 
jobs for the year. Taxable sales showed a signifi-
cant year-over-year growth, up by 20.6 percent, 
while gaming revenue and visitor volume fell by 
3.4 and 2.4 percent, respectively. Gasoline sales 
increased month-over-month by 2.3 percent and 
experienced a slight increase year-over-year of 
0.6 percent. Residential housing permits contin-
ued its significant loss, decreasing by 29.7 per-
cent compared to a year ago. 

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 is the biggest challenge facing Nevada?

“Nevada’s biggest 
challenge is convincing 
the world that this is a 
great place to live. Our 
city has made an amazing 
recovery and this is an 
exciting time in Nevada. 
We are Battle Born!”

“In my efforts to attract 
new companies to 
Nevada, the biggest 
challenge has been our 
education system. It is 
hard to compete with 
other states when we are 
ranked next to last on a 
nationwide level.”

“The education of our 
children. This is not an 
indictment on our school 
systems. They have their 
issues. But, the parents 
need to step-up and take 
responsibility for their 
children’s education.”

“Transportation 
infrastructure! It is an 
essential ingredient in 
the special sauce for a 
community’s economic 
growth and quality of life. 
Look at thriving regions, 
and you always see strong, 
multimodal transportation 
systems.”

“Terrorism. Las Vegas 
being one of the most 
iconic brands in the world, 
must take precautionary 
measures and maximize 
security. We must give 
metro the tools they 
need to fight this world 
problem.”

Mike Hillis, SIOR | Prinicpal
Avision Young

Matthew Dushoff, Esq | Shareholder 
Kolesar & Leatham

Amber Beason | Tax Director
Johnson Advisors

Tina Quigley | General Manager 
Regional Transportation Commission of 
Southern Nevada

Michael C. DiAsio | President
Visiting Angels

Tom Letizia | President
Letizia Agency

“Education. Our higher 
education system 
currently can’t keep up 
with the demand for 
teachers. Yet, it’s very 
difficult for out-of-state 
teachers to become 
certified to teach here. It 
would behoove us to make 
it easier for them.”

 Last Word
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Your success is our success. That’s why 

we provide Nevada small businesses with 

the financial tools they need to help them 

start, grow and thrive. Convenient locations. 

Unsurpassed client service. Knowledgeable 

relationship managers you can trust and 

depend on. We’re all in this together, so  

let’s work together.
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