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n the heart of Las Vegas

is an address of success,

The Valley Bank Center.

Minutes from the Convention Center,
major hotels, airport and downtown,
The Valley Bank Center

puts you where you need to be.

An average of over 1,810 hours* a year
is spent in the office, why not

spend it in an atmosphere of elegance,
prestige and beauty combined with
an unsurpassed working environment.

Our affordable custom designed suites
with unparalleled views of the “Strip”
and Desert Inn Golf Course

make your time in the office

well spent.

24-hour Security - Valet and Free
Covered Parking - Conference Rooms -
Beautiful Courtyard Entrance -
Executive Suites with Secretarial Service

735-0900

For Leasing Information
Broker Cooperation Invited
*Source: Economic Indicator Dec. 1986

I NTERWEST

Leasing & Management Network
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Nevada Financial Center
Page S-1
Just What The Banker Ordered

Nevada National Bank was in the market for a sleek new building, and a
top-notch partnership was eager to build one. The Nevada Financial
Center is the stunning result.

Center Of Attention
Reigning high above its surroundings, the Nevada Financial Center in Las
Vegas projects stature and prestige. Anchor tenant Nevada National
Bank can expect quality company.

Marrying For More Than Money

Nevada National Bank’s merger with Security Pacific National Bank will
make it a $70 billion institution—but most important, it means more and
better services.

Without A Hitch

From the beginning, the Nevada Financial Center project has been a
developer’s dream. Despite the scores of people and companies involv-
ed, construction has been smooth.

Turning Office Into Environment

Nevada National Bank executives wanted their offices to reflect their
prestigious image and match up to the beauty of their new building. Local
designers accomplished the feat.

The Businessman’'s Apprentice

While many of their peers may be more interested in monkey business
than money business, some ambitious Nevada high schoolers are eager-
ly entering the business world.

Patron Or Profiteer?

Some Nevadans see mining companies as little more than leaches—tak-
ing gold and sharing little of the spoils with the state. Rural communities,
however, see them as saviours.

The Battle Is Won But The War Continues...

DEPARTMENTS

4 Small Business Of The Month
8 Silver Dome

9 Business Indicators

10 Stock Index

Company offers employee
leasing service.
community
Reno businesses
Olympics.
commerce

Better Business Bureau sees
busy year.

Film Industry

Nevada movie industry con-
tinues growth.

support
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THE COVER: Developers of the new
Nevada Financial Center in Las Vegas
include (I to r): Bill Peccole, The Pec-
cole Group; Paul Cody, president,
Johnson Wax Development Corp.;
Robert G. Mayfield, executive vice
president, Western Devcor Inc.; and
Walt Rector, president, Western Dev-
cor Inc. William Martin, president of
Nevada National Bank, the center’s
anchor tenant, is far right.
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SMALL BUSINESS OF THE MONTH

Battling The
Big Boys In
The Burger Biz

With only five outlets, Jack Randall and Ed Lewis are
taking a bite out of northern Nevada’s fast food business.
Quality food and shrewd marketing are their secrets.

By Bob Gabrielli

UNR News Bureau Manager

(Editors Note: The Nevada Small Business Development Center has
initiated a “‘Small Business of the Month> to give recognition to the
important role of small business in Nevada’s economy. This month’s winner
was nominated by the staff of NSBDC'’s University of Nevada-Reno office.)

uicy’s standard hamburger sand-

wich stands a full five inches high.

The large sesame seed bun holds

one-third pound of the best beef
available, a thick slice of onion, three
slices of tomato, crisp lettuce and a spe-
cial sauce. Order the cheeseburger and a
double thick slice of cheddar cheese is
applied to the sizzling meat patty. In
short, it’s a no-holds-barred, throw-a-
dieter’s-caution-to-the-winds burger. It’s
a hamburger that was voted No. 1 in a
1987 local poll taken by a Reno news-
paper.

“It’s as good as a hamburger can
be,”” says Jack Randall, co-owner-oper-
ator of Juicy’s Giant Hamburgers.
““You would guess it cost $5.”

Randall and his partner Ed Lewis are
betting that their $5-tasting, $2.69-retail
burger can hold its own in an industry
dominated by the Golden Arches of the
world. At last count it was McDonalds:
thousands of outlets, Juicy’s: five.

Randall hadn’t come to Nevada to
become a restaurant owner. The Cincin-
nati native had come in 1978 ‘“‘to play
blackjack’’ after selling off a computer
employment company that he had own-
ed for 11 years. Randall had been
employed in the employment business
since 1960 and, at 37 years old, was tired
of the industry. In Nevada, the retired
employment recruiter drifted for a cou-
ple of years.

“It was my time off for good behav-
ior,” says Randall. “My mid-life break.”

So it was that when he returned to
““productive’” status in 1980-81, he did it
in a big way. He got involved with two
business partnerships: Pacific Option
Traders and Juicy’s. The Randall-Lewis
partnership looked into the hamburger

trade.

“Ed and I wanted to find a business
that was recession- and cyclical-proof,”’
says Randall. ‘‘People like to eat ham-
burgers in both good times and bad.
We’d just make the best hamburger that
you can make and place it in a very
friendly environment. A place where
people can come out of their workday
and really enjoy themselves.”

The key word, though, was quality.

““When the restaurant was evolving in
our minds, we were right in the late
1970s when quality was not a key word
in American business,” Randall says.
“Food had shifted to inexpensive fast
food. We felt that it was time for quality
to come back. We’re seeing a whole dif-
ferent outlook since then. A good qual-
ity product and a good quality place was
the wave of the future.”

They found a little cafe at South Lake
Tahoe. Since Lewis was a building con-
tractor, the remodeling costs were low.
In fact, the pair needed only a $15,000
loan from the bank to cover their start-
up costs. With six employees and a sim-
ple fare of burgers, fries and soft drinks,
the Tahoe Juicy’s had people ‘‘stream-
ing in from the very first day,” says
Randall. ““They were lined up to the
door.”

The success led Randall and Lewis to
consider expanding. Randall sold his in-
terest in his stock exchange business and
bought up a vacant gas station on the
corner of a busy Reno avenue. Lewis
supplied the remodeling effort and in
June of 1982 Juicy’s in Reno was born.
As had been the case at Tahoe, the Reno
store took off the day it opened.

The Juicy’s braintrust began tinkering
with the menu. Homebaked chicken,
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“We’d become
complacent, smug. We
learned a really good
lesson and it caused us
to pull together and start
our marketing effort.”

Jack Randall, co-owner-operator,
Juicy’s Giant Hamburgers

crab salad and a BLT were introduced.
The new fare did modestly well but it
was the hamburger that people liked and
kept coming back for.

The third store was launched in 1985.
It was a very inauspicious opening. Ran-
dall didn’t even bother waiting for the
Juicy’s sign to go up before he threw
open the doors for business at the
Sparks site.

““We were accustomed to opening our
doors and saying ‘Okay we’re ready for
you’ and everybody just comes swarm-
ing in,” says Randall.

This time out, however, nobody
came.

“We’d become complacent, smug,’’
he admits. ‘“We learned a really good
lesson and it caused us to pull together
and start our marketing effort.”

Randall’s marketing efforts consisted
of combing the Sparks neighborhood
distributing menus and getting ac-
quainted with local businesses. Business
still did not pick up appreciably. Worse
yet, traffic at the Reno restaurant had
settled back. Randall felt it was time to
rejuvenate the entire company.

““We decided to add a delivery service
in 1986, he says. ‘“We became the first
company to my knowledge that delivers
hamburgers. To let people know about
it, we began heavily advertising on radio
and television.”

The advertising campaign promoting
the delivery service was successful.
Delivery sales were strong. More impor-
tantly, it also served to pump new life in-
to the in-house business. But Randall is
ambivalent about the service.

“It’s nearly impossible to do and
totally impossible to do well,”” he says.
“Everyone calls at the same time and
they all want their food right now. It’s a
madhouse.”

But the strong cash flow had the pair
convinced that they were out of their
slump. Two more stores were opened: a
second Reno store in January 1987 an
the first Carson City store in July.

As the expansions continued so did
the marketing experiments. Juicy’s

(e

74

began a breakfast line. Now area
residents can drop by for a cheddar
cheese omelet sandwich on a whole-
wheat bun with three slices of bacon or
scrambled eggs with nine different
items. The breakfast trade is still fledg-
ling but Randall is confident that *‘if
others can be successful at it so can we.”’

What’s not in question is Juicy’s
future plans. “We’re definitely in the
mood to expand,’’ says Randall. ““One
or two more in the Reno-Sparks area.
Looking at northern California, Las
Vegas, Hawaii, any place that has a
good-sized population but an accessible
TV market. Give me that and a corner
site and we’ll put a Juicy’s on it.”’ O

The Nevada Small Business Develop-
ment Center is a business development
program funded through a cooperative
agreement between the University of Ne-
vada-Reno and the U.S. Small Business
Administration. It is designed to provide
all types of management assistance free
of charge to businesses statewide through
offices at the UNR and UNLV campuses
and at the Northern Nevada Community
College in Elko. In addition, the NSBDC
cooperates with a variety of agencies and
organizations to provide services to Ne-
vada’s rural communities.
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GASOLINE WARS

i -
Gasoline
Decdlers’

Guardian Angel

When Jack Greco got wise to ARCQO’s plot to stamp out
competition among Nevada’s gasoline dealers, he got mad. He
also waged—and won—the battle against the industry giant.

hen Jack Greco parked his
motor home at a Texaco
station in Carson City on a
wintry day last January to
begin a stint as an unpaid lobbyist for
the Nevada Gas Retailers Association,
he was unknown to most state legislators
and, in some ways, like a fish out of
water.

Greco was more familiar with the en-
virons of a service station than the politi-
cal arena. He’d devoted his energies that
past 11 years to making profitable his
Atlantic Richfield Co. dealership in Las
Vegas and being actively involved in
raising his four children. He’d never
lobbied before and did not know the
legislative process.

When Greco pulled out his motor
home on a hot day in July to return to
Las Vegas, he was homesick for his
family, concerned about the business
he’d neglected for six months, $8,000
poorer—and known well by every legis-
lator in the state.

In the process of being a central figure
in a dramatic confrontation that includ-
ed an oil company being cited by the
Legislature for contempt, Greco took on
almost folk hero proportions. He cap-
tured the imagination of the press and
public and won respect from legisla-
tors—and even his opponents—for his
lobbying skill.

One publication compared Greco and
the NGRA'’s upset of oil companies to
David slaying Goliath. A group of gas
station dealers, led by Greco, challenged
big business and won. State legislators

By Coco Crum

sided with gas station dealers and sent a
message to the oil companies: Don’t
drive gas station dealers and indepen-
dent operators out of business with the
intent of raising gas prices in Nevada.

To understand why Greco and the
NGRA were successful, you can’t be
sidetracked by the hero stuff, however.
Greco is no David, who miraculously
pulls off a coup by firing a single shot at
his opponent. He’s also no Goober on
the old Andy Griffith show. Far from it.

He’s an astute, intelligent college
graduate, who taught school before pur-
chasing the ARCO dealership on Wash-
ington Avenue and Rancho Road in Las
Vegas. He’s also a man of principle,
who believes, as he told his wife,
“Things happen in this world that you
have to do something about.”

To right what Greco considered a
wrong required his innate intelligence,
the research skills he learned in college,
the speaking skills he put to use as a
teacher—plus sheer stamina. And while
small businesses often aren’t successful
at lobbying the Legislature, Greco and
the NGRA proved it doesn’t have to be
that way, according to some legislators.

“It’s the best example I have seen of
effective lobbying on a one-to-one
basis,”’ Assemblyman Matthew Callister
(D-Clark County) says. “I know of
many legislators who weren’t convinced
at first, and it just shows what lobbying
at a local level can do.”

Like most small businessmen, Greco
had no previous lobbying experience,
which he believes turned out to be an
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advantage. ‘“‘One of my strengths was
inexperience,”” Greco explains. “‘I just
kind of went in like the guy off the
street. Many times when I’d take legisla-
tors to lunch, I’d wear my service station
shirt. They told me it was a refreshing
approach. They get so doggone tired of
seeing guys in pin-striped suits.”’

At the same time, Greco was calcu-
lated. He had a plan on how to ap-
proach the legislators. Calling upon his
background as a school teacher, he took
the educational approach. ‘I attempted
to teach,” he says. ‘““You can’t just say,
‘We’ve got a problem and it’s got to be
corrected, so vote yes.””’

The problem, as Greco saw it, was the
oil companies’ attempt to drive gas sta-
tion dealers and independent operators
out of business so they could eventually
raise gasoline prices. Greco first became
concerned in 1985—when four ARCO

“What I was trying

to do was stick my foot
into their machinery. I was
doing it more as a citizen
than as a businessman.

1 felt since I had the
knowledge of what was
going on that I had a duty
to get the story told.

And I did.”

Jack Greco, Nevada Gas Retailers
Association lobbyist and gasoline dealer,
Las Vegas




dealerships in Las Vegas failed within a
nine-month period and were converted
to company-operated stations.

“Some of those dealers had been in
business for 25 years. They went broke
and lost their homes,’’ he says.

Greco also noticed more stations were
flying the ARCO banner. During the
same nine-month period that four AR-
CO dealerships failed, ARCO purchas-
ed three Mobil Oil stations and 13 Shell
stations in Las Vegas and turned them
into company-operated stations. Several
independent stations had committed to
selling one brand of gasoline as well.
Wright Oil, which operates the Express
stations, was now selling Unocal and
Terrible Herbst was selling ARCO
gasoline.

Then ARCO raised the rent on
Greco’s gas station. He had paid $1,000
per month in rent before ARCO in-
stituted a new program in which rent was
based upon the value of the land rather

GASOLINE WARS

than the volume of gas sold. Greco’s rent
increased to $4,200 per month in May
1985 and to $5,400 per month in March
1986.

At about the same time, Greco no-
ticed that ARCO stations were selling
gas at different prices in Las Vegas.
Closer scrutiny showed that gas was sold
at one price in one section of the city and
at another price in another area.

“What’s going on?”’ Greco asked
himself and other gas station dealers.
After comparing experiences with gas
station dealers in Nevada and other
states, Greco concluded that the oil
companies, and ARCO in particular,
were conspiring to drive independent gas
station operators out of business in
Nevada to gain total control over the
price of gas—from the refinery to the
gas pump.

To achieve this goal, according to
Greco, oil companies were forcing gas
station dealers operating under franchise

agreements out of business and replac-
ing them with company-operated sta-
tions. That way, oil companies could sell
gas under the market price to undercut
the independent operators. Dealers, who
set their own prices, couldn’t be depend-
ed upon to adopt the pricing strategies
needed to drive independent operators
out of business, Greco explains. Once
the independent operators had been
driven out of the market, the oil com-
panies would raise gasoline prices and
reinstitute dealership franchises.

This same plan had been successfully
implemented by oil companies in
Phoenix, Ariz. and Canada. As a result,
according to Greco, gasoline is sold at
27 cents per gallon above market price in
Canada and 20 cents per gallon higher
than the market price in Phoenix.

Greco and the NGRA accused the oil
companies of ‘‘predatory and manipula-
tive pricing’’ to drive independent

(Continued on page 43)
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Expansion Eyed For
Prison Industries

evada prison officials are ex-

panding an industries program

for convicts but also are prom-

ising not to compete with pri-
vate Nevada-based industries.

Howard Skolnik, the new chief of the
prison industries program, says he has
had contacts with business people inter-
ested in getting inmate labor to produce
products ranging from mini-blinds to
stretch limousines. Currently, about 200
prison inmates are involved in jobs pro-
ducing mattresses, waterbeds, plastic
products, book bindings and printed
products, and dairy goods.

Skolnik says there are some potential-
ly major problems for Nevada’s prison
industries program, including financing
needed for its continued expansion.
Other problems include a threat posed
by an Arizona inmates’ lawsuit seeking
minimum wages and challenging other
aspects of that state’s industries pro-
gram which is similar to Nevada’s.

State Prison Director George Sumner
says that in Nevada some inmates do get
minimum wages but others get less and
in some cases are willing to work simply
for good-time credits or to alleviate
boredom.

Members of an advisory board over-
seeing the prison industries program say
they don’t think the prison programs
will interfere with private industry given

SILVER DOME

The
Silver
Dome

somewhat limited industrial develop-
ment in Nevada. Panel members also
say convict labor on a piece-work basis
rather than on a flat hourly pay rate
might provide more incentive for con-
victs and also avoid some of the poten-
tial legal problems over minimum wages.

Contel
Reduces Rates

Continental Telephone Co. is reduc-
ing its annual revenues by about
$400,000, as a result of a state Public
Service Commission order based on a
PSC audit-staff finding that Contel’s
earnings have been too high.

The PSC order means a $1 cut in
Continental’s basic monthly rates, down
to $11.75 per customer, starting in
January. Additional cuts such as a re-
duction in installation fees took effect in
November.

PSC auditors based their recommenda-
tion for reduced revenues on Continental’s
earnings to date along with the prospect of
lower corporate taxes in 1988.

State Public
Employees Do Well

A new federal Labor Department
study shows public employees in Nevada
average 25 percent more in pay than
workers in private industry. According
to the State of Nevada Employees As-
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sociation, the 1986 average for local and
state government workers in Nevada
was $22,798, compared with an average
of $18,128 for workers in various pri-
vate industry jobs.

The private industry figure was based
on jobs in mining, construction, manu-
facturing, transportation, utilities, trade,
finance, insurance, real estate and ser-
vices. Tip income, a significant factor in
service industry jobs, wasn’t included in
the calculation.

Nationally, the study shows govern-
ment employees made nearly 10 percent
more than their private industry counter-
parts, mainly because government em-
ployment has a bigger percentage of skill-
ed and professional positions.

There are seven states where govern-
ment employees have a salary average
lower than private industry workers,
and only the District of Columbia,
Hawaii and Rhode Island pay their
government employees a higher percent-
age difference than Nevada.

State’s Economic
Climate Rated Good

An Inc. magazine report ranks Ne-
vada’s economic climate as the 10th best
in the nation, up from a ranking of 20th
a year ago.

The ranking is based on the number
of new jobs and new companies formed
in the state since February 1983. Ac-
cording to the survey, a total of 92,700
new jobs have been created and 478 new
companies have located in Nevada in the
past four years.

Gov. Richard Bryan says the maga-
zine article confirms ‘‘what we have
been saying all along—that Nevada is a
great place to do business.”” The gover-
nor notes that in the past year alone a
total of 30,500 jobs have been created in
Nevada and projections show the dra-
matic growth should continue.

Ruling Toughens
Malpractice Suits

Nevada doctors must submit valid
back-up documentation in order to get
malpractice lawsuits thrown out in ad-
vance of a trial, under terms of a new
state Supreme Court ruling.

The court’s decision favored Barbara
Clauson and went against Dr. William

(Continued on page 37)
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M'gt%rrerela?ax @ulegf?n(s) i Contractors: «..cs. caaie v ws s 21.176 14.246 487
© July <1110,446.629 ;9,835,354 18,425,098 e Leasing Companies ......... 31225 29730 50
AIR TRANSPORTATION
5 Manufacturers, Producers
Total P: , Las Ve September | 1,142,125 | 1,321,637 | 996,330 14.6 , Frodu )
Tgt:I piiiiﬂgiii. Raeioegas si&iﬂuﬁ? 278,8323 314,726 | 271,861 2.6 Wholesalers & Distributors . .. 99.185 97614 16
So : Secret: f State; Las Ve Board of Realtors; Reno Board of Realtors; Dept. =
of L‘:’;cx:fion; %ea:\%gu Control Boat:g illschrran lnlema(t’ircsnal:' geno—Canno.’: eIﬁteornationgl; Nsa  HEIOPOI AN SIERSHCAL ARED
Employment Security Dept.; Bureau of Business and Economic Research, UNR; Bureau of Compiled by: ZUNINI-NEWMAN, INC., Reno, (702) 329-9434

Labor Statistics; NNB Business & Economic Report. This information is obtained from sources
believed to be reliable but cannot be guaranteed to be completely accurate. This information
is subject to change.
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STOCK INDEX

Nevacda Stocks Fall To Earth

lobal Black Monday. The October Massacre. Market

Meltdown. Call it what you want, but whatever des-

cription you choose, the stock market crash on Mon-

day, Oct. 19, 1987 will leave a lasting impression, if
not depression, on the lives of most Americans.

The day will live in infamy: Wall Street crashes to earth after
a five-year trek into uncharted territory! The day the stock
market, as represented by the Dow Jones Industrial Average,
plunged 508.33 points in one hair-raising session which
witnessed stock prices tumble without restraint. The day in-
vestors said they had enough with the omnipresent U.S. trade
and budget deficits and collectively sold their stocks in record
numbers (more than 600 million shares of stock changed hands
that day).

When the final bell sounded and the sell orders were labor-
iously swept from the trading floor, the Dow Industrials had
plummeted a seemingly unrealistic 22.6 percent in just six-and-
one-half hours of panic-stricken, global-wide trading which
witnessed the breakdown of investors’ intestinal fortitude
around the world.

Nevacda Stocks Plunge
As one can easily see by perusing our financial barometer
of the Nevada region (see stock tables), the tremendous selling
pressure certainly made its presence felt in the NEVADA
BUSINESS Journal Stock Index in October.

The NEVADA BUSINESS Journal Stock Index tumbled
in sympathy with the October Massacre as our indicator of
32 stocks skidded 440.84 points. In other words, the
NEVADA BUSINESS Journal Stock Index descended a
spectacular 24.12 percent en route to a close of 1386.85, a
record low for our index.

Two statistics highlight the tumble in the NEVADA
BUSINESS Journal Stock Index in October. Of the 32 stocks
in our portfolio, declining issues outnumbered advancing issues
by a 29 to zero count. Moreover, 12 of the 32 stocks we
monitor tumbled to new 52-week lows during the worst month
in Wall Street’s history. These statistics are very bearish indeed
and may signal ominous times ahead for the stock market.
And if the stock market continues its downtrend which began
in early September, this could in turn signal troubling
economic times ahead much like the crash of October 1929 did
when it ushered in the Great Depression.

Noteworthv Developments

Stock buy-backs were very popular in October after the
market had depressed many local issues to new yearly lows in
just one day. Jackpot Enterprises, which began trading on the
New York Stock Exchange in October, authorized the repur-
chase of 100,000 shares of its common stock. Syntech Interna-
tional followed suit be declaring the repurchase of up to
500,000 shares of its stock in the open market.

Sahara Casino Partners, a Las Vegas operator of hotel-
casinos, declared an initial quarterly cash distribution of $.19 a
partnership unit. The partnership said it expects to pay a
minimum of regular quarterly cash distribution of $.28 a unit
for its first 20 quarters.

Southwest Gas voted to hike its annual dividend to $1.34
from $1.28 a share.

In other news, Phone-A-Gram offically changed its name to
Amserv Inc.

Golden Nugget purchased a stake in Caesars World and
may seek control of the Los Angeles-based company, accord-
ing to Dan Dorfman. O

-
Nevacda Business Journal Stock Index
NET PERCENT
CLOSING CLOSING CHANGE CHANGE ANNUAL
TICKER PRICE PRICE IN IN P/E DIVIDEND 52 WEEK
EXCH COMPANY SYMBOL 9/30/87 10/30/87 PERIOD PERIOD RATIO RATEYIELD HIGH LOW
OTC Amserv AMSR 3.63 2,25 -1.38 -38.02 d — — 52501750
OTC Cadema Corp. (L) CDMA 1.69 1.31 -.38 -22.49 — — — 431 1.25
NYS Circus Circus CIR 30.38 22.75 -7.63 -25.12 16 — — 33.50 15.63
ASE  Elsinore Corp. ELS 3.00 2.25 -.75 -25.00 d — — 3.75 1.88
OTC  First Western Financial FWES 10.25 6.63 -3.62 -35.32 6 — — 11.38 6.25
OTC Frontier Savings Assn. (L) FRNT 3.13 2.63 -.50 -15.97 — — — 375 2.50
OTC Gaming & Technology (L) GATI 5.75 3.88 -1.87 -32.52 7 — — 8.88 3.00
NYS Golden Nugget GNG 13.00 9.75 -3.25 -25.00 3 — — 1388 7.63
OTC Hytek Microsystems (L) HTEK 3.00 2:25 -.75 -25.00 d — — 4.25 " 225
OTC Int’l Game Technology (L) IGAM 12.75 8.00 -4.75 -37.25 9 — —  15.75 7.13
OTC Jackpot Enterprises JACK 11.50 9.38 -2.12 -18.43 13 10 1.07 13.25 5.88
OTC Linear Instruments (L) LINR .88 .63 -.25 -28.41 — — — 1.75 .63
OTC Major Video Corp. MAJV 7.63 5.88 -1.75 -22.94 — — — 11.00 3.25
OTC Marcor Development MAAR 4.25 2.94 -1.31 -30.82 — — — 4.38 1.00
OTC Migent Software (L) MGNTF 5¢13 2.31 -2.82 -54.97 — — — 6.75 1.88
" OTC Munson Geothermal (L) MGEOE 2.63 .88 -1.75 -66.54 — — — 3.75 .63
OTC Nevada Nat. Bancorp. NENB 6.75 6.50 -.25 -3.70 d — — 7-00:% 5.25
NYS Nevada Power NVP 19.50 18.88 -.62 -3.18 11 1.48 7.84 23.25 16.38
OTC Sahara Casino Partners SAH 8.75 8.00 -.75 -8.57 — 76 9.50 9.00 8.75
OTC  Sahara Resorts SHRE 12.50 8.75 -3.75 ..230.00 97 — — 1425 6.13
OTC Sands Regent SNDS 12.00 8.25 -3.75 -31.25 8 — = 1375, 1.75
NYS Showboat Inc. SBO 15.88 9.50 -6.38 -40.18 15 28 295 16.75 1.50
ASE  Sierra Health Serv. (L) SIE 3.75 2.13 -1.62 -43.20 d — — 53811 195
NYS Sierra Pacific Resources (L) SRP 23.25 20.75 -2.50 -10.75 11 1.76  8.48 27.13 18.00
NYS Southwest Gas SWX 24.88 20.63 -4.25 -17.08 10 1.34  6.50 26.75 17.50
OTC Sun State S & L SSSL 10.13 8.50 -1.63 -16.09 8 — — - 11.50, . 7.00
OTC Sunworld Int’l Airways (L) SUNA 1.88 .88 -1.00 -53.19 — — — 3.38 5
OTC United Mining UMIN 31 31 0.00 0.00 — — — .88 .06
OTC Vacation Spa Resorts VSPA .06 .06 0.00 0.00 1 — — .09 .06
OTC Vanderbilt Gold VAGO 7.88 4.63 -3.25 -41.24 — — — 8.63 3.50
OTC Vita Plus Industries (L) VPII .38 .38 0.00 0.00 d — — 2.38 38
OTC Xebec XEBC .56 .50 -.06 -10.71 d — — 4.25 31
KEY: (H)=New High in Period; (L) = New Low in Period; d = Deficit; NYS =New York; ASE = American; OTC = Over The Counter; (s) = Reflects Stock Split
Compiled by Nordby International Inc., Boulder, Colo., (303) 449-0326
This information is obtained from sources believed to be reliable but cannot be guaranteed to be completely accurate. This information is subject 1o change withour notice.
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STOCK INDEX

Nevada Business Journal Stock Index

MARKET DIARY:

AAVANCES il s 5 55 5 s iowmine s sls s sieroeies &0 0
eSS . Arle | o, bt ol i e i 29
Unchanged: « = s sewss s 5555 s snesss v 5 s s ol 3
New (Highs 2o, 3505 sl sl el 0
New. CowsSE, S, Sre. R Dt i 12
MOST ACTIVE ISSUES:

LATgest S GANEE . ... -« v ooceclons 555555 $0.00
Largest $ Loser...... Circus Circus. . . ... -$7.63
Largest % Gainer. . .::«::isssssvrcssis 0.00%

Largest % Loser. . Munson Geothermal. .-66.54%

CLOSING INDEX QUOTES FOR BAR CHART

DATE NEVADA DOW JONES
5/29 1677.54 2291.57
6/30 1748.85 2418.53
7/31 1740.11 2572.07
8/31 1837.62 2662.95
9/30 1827.69 2596.28

10/30 1386.85 1993.53

Legend
Nevada

Dow Jones .

NET PERCENT

CHANGE CHANGE

CLOSE CLOSE IN IN

9/30/87 10/30/87 PERIOD PERIOD

NEVADA BUSINESS Journal Stock Index ~ 1827.69  1386.85 -440.84 -24.12

Dow Jones Industrial Average 2596.28 1993.53 -602.75 -23.22

N.Y.S.E. Composite 180.24 140.80 -39.44 -21.88

Standard & Poor’s 500-Stock Index 321.83 251.79 -70.04 -21.76

NASDAQ OTC Composite 444.29 323.30 -120.99 -27.23
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How to win a
great parking place

in Nevada.

It takes 5 million dollars worth
of specialized equipment and
33 years of experience. Simply
stated, SyArt designs and
builds the finest. And we do it
for less money. That’s how
SyArt makes you a winner.

If you can see a parking struc-
ture in your cards, don’t gamble.
Call SyArt. SyArt has designed
and built nearly 700 parking
structures and never been late
or over budget. That makes
SyArt the winningest designer/
builder of parking struc-

tures around. A record

like that takes more
than luck.
g?
!g! "
PARKING STRUCTURE FOR gt s

FIRST INTERSTATE TOWER g
HUGHES CENTER, LAS VEGAS H

SYART

SYART PARKING
STRUCTURES, INC.
14201 South Halldale Avenue
Gardena, CA 90249-2698

(213) 770-3320

| Computerize

Your Business
And Avoid
Computer
Headaches

If you are confused about your cur-
rent business system oOr are con-
sidering a new system, give us a call.
We have been helping Las Vegas
husinesses solve their computer
problems since 1979.

¢ Consulting

e Programming

e In-house Training

e System Analysis

By appointment only

735-3537

save
ume
&
money

===\
M.J. Computer

Concepts

Independent Computer Consultants
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Nevada Briefs

Southern Nevada
Company Promotes
Gasoline Alternative

Las Vegas was rated by the Environ-
mental Protection Agency third on a list
of 65 cities violating federal carbon
monoxide limits during recent years.
Southern Nevadans are looking for
solutions.

Officials at Southwest Gas claim that
the carbon monoxide problem in Las
Vegas would be significantly reduced if
vehicle fleet owners in the city would
switch to compressed natural gas (CNG)
as a vehicle fuel.

Dante Pistone, a spokesman for
Southwest Gas, explains that the
organization has been very involved in
encouraging government entities and
large businesses to convert to CNG. Al-
though success in Arizona is rising,
Pistone says he does not see the same
positive response in Nevada.

“I think it’s just a matter of people
getting used to the idea,”’ he says. ‘‘Peo-
ple have grown up with the gasoline
engine, and it takes a while to change
that mindset.”

CNG does have several selling points.
First of all, it costs 20 percent to 50 per-
cent less than the equivalent amount of
gasoline. Second, because CNG burns
so cleanly, it extends engine life and
reduces maintenance costs. Last is the
environmental benefit, with 98 percent
of the carbon monoxide emissions elim-
inated by using CNG.

The two drawbacks are the initial cost
of conversion and the establishment of a
compressor station. A typical conver-
sion costs $1,500. To offset this expense,
Southwest Gas is currently working with
the state Legislature to provide econom-
ic incentives for people to install com-
pressors and switch to CNG.

As for the compressor station, it can
also be seen as an advantage, particular-
ly since most fleets return to a central
location each evening. The vehicles can
then be refueled overnight by a slow-fill
process, enabling the vehicles to go out
the next morning and run on CNG all
day.

There is also a fast-fill option, which
is the equivalent of pulling up to a gas

pump at a service station. ‘“Eventually,”’
says Pistone, ‘““‘we hope we will have
some publicly run CNG stations scat-
tered across the city.”” Many service sta-
tions in Canada already offer both CNG
and gasoline.

A CNG conversion kit can be added
to any gasoline or diesel engine, allowing
the driver the flexibility to operate the
vehicle on either fuel with the flip of a
switch, with little change in performance
or fuel efficiency.

More Companies
Affected By
Federal Rules

The days are gone when only a hand-
ful of companies are affected by Envi-
ronmental Protection Agency and Oc-
cupational Safety and Health Adminis-
tration standards. Their rules on chemi-
cals have been broadened to cover all
businesses.

Because of two recent court decisions,
OSHA is required to expand the Hazard
Communication Standard, also known
as worker right-to-know rules. Until this
point, the program covered only
manufacturers.

Currently, under the standard, manu-
facturers must file detailed reports—
called Material Safety Data Sheets—on
the chemicals used, their properties and
the amounts stored at the place of busi-
ness. Manufacturers must also train em-
ployees on the hazards of handling these
substances as well as all necessary
precautions.

Meanwhile, EPA is phasing in com-
munity right-to-know, a law enacted last
year. Under the law’s regulations, any
business filing an MSDS must send
copies to state and local officials as well
as fire departments.

Employee Leasing
Concept Attracting
Nevada Businesses

What would you think of “firing” all
your employees only to “lease” those
same individuals from another company?

Sound confusing? Maybe even point-
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less? Think again.

Kevin Morley, president of National
Contract Staffing, opened his business
in January 1986. Says Morley, ‘“We’ve
had a long, hard road since then. We
were not experienced at getting our mes-
sage across, -and people were afraid of
such a new concept. It’s just been in the
last eight to 10 months that it’s going
like gangbusters.”’

Now many Las Vegas business peo-
ple have discovered they can alleviate
pressures and save money by leasing
their employees from National Con-
tract Staffing.

Ever heard of a ““win-win’’ situation?
This may be one of them. Businesses
can hand to Morley all of the payroll
and personnel obligations, including
benefit packages and government paper-
work. In addition, the monthly
operating costs of the business can often
be reduced.

Says Morley, ‘‘Probably 25 percent
of the time the businesses actually see a
reduction in cost. Sometimes it’s about
break-even, and sometimes it’s a little
more. Those businesses then need to ask
themselves if it’s worth $50 a month for
us to do everything for them.”

The reduction in cost for employers is
mainly caused by eliminating the expense
of benefit packages. Businesses with only
a few employees pay a high price for these
packages. Because National Contract
Staffing is a large firm, the company can
get a better deal on insurance, and it then
passes on the savings.

Since the service is also great for the
employees, perhaps it should be called a
“win-win-win”’ situation. Employees
enjoy the health benefits, direct deposit
and annual parties. Says Morley, ‘“Most
people like working in a small environ-
ment, but the benefits of a large cor-
poration are a lot better.”” These
employees get the best of both worlds.

With all these advantages, where lies
the stumbling block? Explains Morley,
““A lot of owners have this fear of not
having employees anymore. We have to
show them that we’re not trying to take
control; we’re just trying to help them.”

And helping they are. Now that the
idea has taken off in Las Vegas, the
company is currently planning to open
an office in Reno. Later plans include

(Continued on page 46)
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Please join with us in
welcoming the Nevada
Financial Center, not only as
our new home, but a lasting
hallmark for southern
Nevada prosperity.

We wish to extend a special
thanks to co-developers

Western Devcor, Inc.,

Johnson Wax Development Corp.
and the Peccole Group

for making the

Nevada Financial Center

a dream come true.

The Nevada

Financial

Center has

evolved ,

from an architect’s desk top drawing into a

statement of success for southern Nevada.
This premier financial office complex, lo-

cated at Las Vegas’ emerging business corridor,

is a benchmark example of our community’s

undivided commitment to an ultimately attrac-

tive economic climate. A commitment we share

at Nevada National Bank.

National Bank

MEMBER FDIC
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NEVADA FINANCIAL CENTER é

Just What
The Banker
Orcdered

Nevada National Bank was in the market for a sleek new
building, and a top-notch partnership was eager to build
one. The Nevada Financial Center is the stunning result.

By Phil Howard

RSy xS - = £ T

(Left to right) Ron Lurie, mayor of Las Vegas; Bill Peccole of The Pec- Walt Rector, president of Western Devcor, Inc.; William Martin, presi-
cole Group; Paul Cody, president of Johnson Wax Development Corp.; dent of Nevada National Bank at the ground-breaking ceremony for the
Robert G. Mayfield, executive vice president of Western Devcor, Inc,; soon-to-be completed Nevada Financial Center.
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“The Las Vegas
economy has stabilized
and a lot of national
firms are moving in
and looking for

office space.”

Bob Mayfield, executive vice president,
Western Devcor Inc.

t’s said that necessity is the mother

of invention. Judging by the Nevada

Financial Center and its soon-to-be

completed Nevada National Bank
Building, it might be a relative of com-
mercial development, as well.

Despite all the talk about why the
four-building office complex is being
built—talk about ‘‘projected growth po-
tential”’ and ‘‘economic diversifica-
tion’’—you get the feeling the $120
million project might never have joined
the Las Vegas skyline if not for one
practical reason: Nevada National Bank
desperately needed a new building.

“Quite frankly, our building (on
West Sahara) is literally falling down,”’
explains Bill Martin, chief executive of-
ficer of Nevada National Bank. “We
needed a new building but we weren’t
really interested in owning one, so we
were looking at the possibility of selling
our land and leasing when we were ap-
proached with the concept for the Ne-
vada Financial Center.”

Granted, the four-building center
might have been built even without
Nevada National’s participation. But it
wouldn’t be located where it is, and the
first phase wouldn’t be opening this
soon.

Before deciding to build in Las Vegas,
two of the center’s general partners,
Western Devcor Inc., of Scottsdale,
Ariz., and Johnson Wax Development
Corp. of Racine, Wis., wanted to make
sure they could get a location that would
justify investing in a class A complex.

“We looked at a lot of locations,”
says Gordon Raguse, vice president of
leasing and marketing for Western Dev-
cor. ‘“The one we chose had everything
we were looking for. It was in a high-
growth corridor. It was close to down-
town, close to Interstate 15 and only 15
minutes from the airport.”

It did indeed have everything the two
companies were looking for...and more.
The location also had an ailing Nevada
National Bank building, a building its
own president describes as Grecian

Monster Gotbhic.

““Nevada National had to be a part of
our original plan,” says Raguse. “‘Be-
sides owning some of the land we need-
ed, they were exactly the kind of tenant
we were looking for. We always like to
have a financial institution associated
with our office projects because they at-
tract high quality tenants.”

Confident about securing the parcel
belonging to Nevada National, Johnson
Wax and Western Devcor then set out to
purchase two contiguous parcels, the
larger being owned by John H. Midby &
Associates and the other belonging to
Rebel Service Stations.

To do that, the two companies ap-
proached Las Vegas developer Bill Pec-
cole and asked the former city commis-
sioner if he was interested in becoming
the center’s third general partner. Pec-
cole, who developed Charleston Plaza
and Westland Mall shopping centers in
Las Vegas, agreed and started negotiat-
ing for the other two pieces of land.

“We [Western Devcor] had done
some consulting work for Mr. Peccole
and thought he would be a natural for
this development,”” explains Raguse.
“We’re extremely happy to have Mr.

l

Peccole on the project. Johnson Wax
and Western Devcor developed the con-
cept and Mr. Peccole helped us execute
it. He was very instrumental in assembl-
ing the land.”

Now, just two short years later, the
Nevada Financial Center is ready to
open its first phase.

‘“Everything went especially smooth
for a project this size.” says Phillip
O’Shaughnessy, vice president of John-
son Wax Development. ‘“We got a lot
of cooperation from the city and the
community.”’

The first phase of the project, the
12-story Nevada National Bank Build-
ing, will offer 158,547 square feet of
leasable space. Nevada National Bank
has signed a lease for 25,295 square feet
to hold its southern Nevada headquar-
ters, which will include a branch office
and administrative offices.

“The building is definitely a state-
ment to our commitment to Las
Vegas,” says Martin on Nevada Nation-
al Bank’s involvement in the project.
“‘But we realize that’s all a building will
do for you, make a statement.

“We’ve made a big push here for
market share, image and recognition,”’
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TEe thees pariners, which are all tak-
Ime acowe roles In managing and leasing
e o=y, Bawe received letters of intent
for 2n additional 60,000 square feet of
Space, according to Western Devcor’s
Raguse. “We're aiming at 95 percent
occupancy within 18 months of shell
completion,” he says.

The bank building is being repre-
sented locally by Coldwell Banker.

According to O’Shaughnessy, John-
son Wax Development, which is also
building office complexes in Phoenix
and Salt Lake City, chooses its project
sites by analyzing a community’s future
growth potential.

“We feel—and we’re not alone on
this—that Las Vegas has tremendous
potential in many ways, but especially
for class A buildings where there is very
little product.”

Adds Western Devcor Executive Vice
President Bob Mayfield, “The Las
Vegas economy has stabilized and a lot
of national firms are moving in and

NEVADA FINANCIAL CENTER

looking for office space.”’

He notes that the few class A
buildings in Las Vegas have high oc-
cupancy rates. ‘“There is a demand for
quality office space here,”’ he says. “A
lot of tenants we talk to are interested in
moving up.”’

Johnson Wax Development and
Western Devcor have jointly developed
a number of projects, including office
complexes and apartments in Tucson
and Phoenix. This is the Peccole
Group’s first office building.

When completed, the Nevada Finan-
cial Center will include two 12-story
buildings and two 10-story buildings.

The 16-acre project will be fully land-
scaped in what Raguse describes as a
““park-like setting” with large greenbelt
areas consisting of grass, trees and water
features.

The angular buildings, which have
been designed by Charles C. MacLean
III of Phoenix, will have exteriors col-
ored a rose hue to match the nearby
mountains.

Inside, the Nevada Financial Center
will feature a three-story atrium lobby
with the interiors finished in polished
granite and rare, high-finished woods.

“Western Devcor has developed five

office buildings [in Scottsdale and
Phoenix] with MacLean Architects,”
says Raguse, ““and we feel the Nevada
Financial Center is one of the best things
they’ve ever done.”

Martin echoes Raguse’s statements.
“Everyone I’ve talked to has com-
mented about how beautiful the
building is. This is what I’d call a class
AA building.”

It was the project’s quality, according
to O’Shaughnessy of Johnson Wax De-
velopment, that made it easy to find
financing.

“Mellon Bank [of Pittsburgh] is
financing the center, which I think is
testimony to the quality of the project,”
he says. “Naturally, they take a close
look at the project, what it has to offer
to the community, its location and even
its physical appearance before they ever
become associated with a project.”

Development of phase II has not yet
been scheduled, according to O’Shaugh-
nessy, but if current tenant interest
holds, blueprints for a second 10-story
building should be on the drawing table
by January.

Total buildout for the center is ex-
pected to take from five to seven years,
according to Raguse. O

NEVADA FINANCIAL CENTER

Site Engineering

by

G.C. Wallace, Inc.

We are proud to have designed the on-
site utilities, grading, drainage and cir-
culation system as well as the offsite
traffic improvements on Rancho Drive
and Sahara Avenue.

G.C. WALLACE, INC.

Engineering/Architecture
1555 South Rainbow

Las Vegas, Nevada 89102
Telephone: (702) 363-1200
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Here’s why Las Vegas
is looking even better

he way you look at Las Vegas — and the development land. The dollar amount translated
way Clark County looks — is Coldwell into employment opportunities, revenues for
Banker’s business. public services and an improved economy.

. Thanks to the progressive business leader- Coldwell Banker’s professionalism, entre-
ship and the pro-growth attitude of state and preneurial spirit and aggressive service on
local government, Las Vegas is looking even behalf of its Clark County clients continues a
better as a place to locate your business. company-wide, 8l-year tradition. That tradition

Last year our office was involved in $75 awaits being put to new tests for you. Call us
million in sales and leasing of office space, to assist in your commercial real estate needs
investment real estate, retail, industrial, and at 702/369-4800.

COLDWELL

BANKECR O

COMMERCIAL REAL ESTATE SERVICES

1900 East Flamingo Road, Suite 180
Las Vegas, Nevada 89119
No one knows Clark County like Coldwell Banker.
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center

Attention

Reigning high above its surroundings, the Nevada Financial
Center in Las Vegas projects stature and prestige. Anchor
tenant Nevada National Bank can expect quality company.

vada Financial Center towers

over all other complexes as its 12
floors of expansive windows sparkle in
the afternoon sun. From the east, the
desert-toned structure looms over the
Interstate 15 underpass near Sahara
Avenue and Rancho Drive, just one
mile from the Strip.

The bright blue lettering of Nevada Na-
tional Bank and its logo set a sharp but
pleasant contrast to the majestic, dark
sand-colored structure. The blue letters
blend into the blue skies as the uniquely
angled building reaches upward.

The Nevada Financial Center is the
newest and one of the most prestigious
banking centers to grace Las Vegas.
Situated at the front of financial row
along. West Sahara Avenue, Nevada
Financial Center is a joint venture of
Western Devcor Inc., based in Arizona,
Johnson Wax Development Corp., bas-
ed in Wisconsin and local developer
William Peccole.

The $120 million, multi-phase center
includes the 12-story structure and a
two-story parking facility in its initial
phase. Completion is expected by the
end of the year, with Nevada National
Bank, its anchor tenant, expected to
move in at that time. Other tenants are
expected to move in January.

The building consists of 158,547
square feet of leasable space. Nevada
National Bank will occupy the first and

raveling from the west on Sahara
Avenue in Las Vegas, the Ne-

By Sharon Cahill

second floors, which is approximately
25,000 square feet of space.

Originally, the bank leased 22,500
square feet, but the extra 2,500 square
feet was obtained to allow for growth.

Not only will the center be impressive
on the outside, but the three-story, dark
granite atrium lobby, accented by hard-
wood floors and trim, will continue the
impressive appearance to the inside as
well.

Seating in the lobby will also be con-
structed of dark wood, notes Coldwell
Banker First Vice President Donald
Haze, suggesting a prestigious banking
image.

Throughout the lushly landscaped
center will be water treatments running
amidst the four planned buildings. The
land for the project was previously own-
ed by John H. Midby & Associates, Ne-
vada National Bank and Rebel Service
Stations.

One of the many draws of the Nevada
Financial Center, Haze says, is the
abundance of parking throughout the
complex. There will be a wealth of client
parking as well as a large covered park-
ing area. Tenants will have the option of
open or covered parking.

Leasing is already well underway, ac-
cording to Charles White, Coldwell
Banker sales representative. ‘“We are
seeking business professionals for this
prestigious location. We want high-end
tenants to enhance the quality of the
center,”” he says. Currently, at least
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40,000 square feet of space is under
negotiation, with most entering final
phases.

“We also believe we have a proprietor
for a first floor small cafeteria or deli, but
it is still under negotiation,” he adds.

Rental fees at the center begin at $24
per square foot, says White, which in-
cludes such expenses as maintenance,
management fees, utilities and taxes. The
rental fee increases to $25 per square foot
for the ninth through 12th floors. There
will also be an $18-per-square-foot tenant
improvement allowance.

Haze says Nevada Financial Center
tenants will have a minimum three-year
lease, and adds that leasing agents are
able to accommodate businesses seeking
much square footage or those wanting
as little as 800 square feet.

As for accommodating special needs of
tenants, White says, ‘““We can do anything
in there for someone, but, of course, it will
cost more for extras such as conference
rooms, wet bars and kitchens.”

What Coldwell Banker wants for this
luxury, high-end office building are
‘‘strong tenants concerned with high im-
age.”” White expects complete occupan-
cy by Jan. 2, 1990.

The center offers four key com-
ponents of a successful business com-
plex, White says. ‘““There is location,
quality, prestige and image,” he says.
““What else would a business want?’

These are precisely the qualifications
Nevada National Bank was seeking
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“We think this

type of quality

building, with its height
and location, will give

us good visibility and
establish us as a Las

Vegas banking center.”
William Martin, chief executive officer,

‘Nevada National Bank

when looking for a location for its
southern administrative headquarters.
‘““We have an important image, so we
wanted an important building,” says
William Martin, Nevada National’s
chief executive officer.

It was almost by coincidence that the
developers and the bank executives
found each other, Martin says.

““We currently have a small branch on
that corner. It had to be replaced—we
knew that—so bank officials looked in-
to several possibilities. We could tear it
down and build another; we even look-
ed at several locations for a three- or
four-story building of our own. Then,
the developers came to us with their idea
and it seemed perfect for our needs,”
says Martin.

Although Nevada National Bank of-
ficials had no real hand in planning the
center, bank executives did visit some of
the other projects, including one in
Scottsdale, Ariz., that had been built by
the same developers.

“We found them to be class AA,”
says Martin. ‘“‘So we agreed to establish
our branch and our administrative of-
fices there. “We think this type of qual-
ity building, with its height and location,
will give us good visibility and establish
us as a Las Vegas banking center.”’

What it came down to was ‘‘the tim-
ing was right and the place was right,”
Martin adds.

According to bank plans, the first
floor will house a 6,000-square-foot

“One of the

many draws of the
Nevada Financial Center
is the abundance of
parking throughout

the complex.”’

Donald Haze, first vice president,
Coldwell Banker, Las Vegas
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WINNING TEAM. .. L
In buying and selling property, X
team effort produces WX
a winner every time.
Score your goal

by having

FIRST AMERICAN
on your team!

e
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First American Title
Company of Nevada

1800 DESERT INN ROAD
LAS VEGAS, NV 89109 e (702) 731-41 3J

Congratulations to
Nevada Financial Center,
an outstanding landmark

in Southern Nevada.

WESTERN
INC.

" THE QUALITY PEOPLE

Geotechnical, Construction Materials

& Environmental Engineering

3611 W. Tompkins Ave., Las Vegas NV 89103
(702) 798-8050

With Facilities In
Phoenix — Tucson — Flagstaff — Albuquerque

TECHNOLOGIES
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bank branch and the second floor will
include administrative, trust and real
estate offices. Two executive vice pres-
idents will be located in Las Vegas, al-
though Martin is quick to note that
headquarters are not being moved from
Reno to southern Nevada.

‘“By establishing administrative of-
fices here as well, we hope to satisfy
both markets and demonstrate our ac-
cessibility in both northern and southern
Nevada,” he says.

The decor of the bank floors will mir-
ror that of the center itself, says Jeff Mc-
Allister, Nevada National Bank senior
vice president in charge of all properties.

There will be six colors used in the
bank’s offices—gray, navy blue, light
blue and three earth tones, including the
sandy desert color of the building, says
McAllister.

The piece de
resistance of the
center’s decor
Is a mural.

The furniture and woodwork will be
of elegant red mahogany with brass ac-
cents. The bank’s blues will be high-
lighted by rose-colored marble on the
walks, and a central circular stairway
will connect the first floor branch to the
second floor executive offices. A stained
glass skylight will top off the look of
elegance.

The piece de resistance of the
transitional-style decor, however, is a
mural. Painted by famed Las Vegas
muralist Robert Beckmann, this three-
dimensional sand artwork will cover a
40-foot by four- to five-foot tall section
of wall behind the teller line.

The mural will depict in a painted
sand finish a view which might indeed
be seen from the top floors of the
Nevada Financial Center building—the
Red Rock Canyon area. It will be il-
luminated by special overhead lighting,
which will highlight the color scheme
and ‘“‘the 3-D effect,” according to
McAllister.

“All of our bank designs will help
Nevada National make a statement to
Las Vegas,” he says. Adds Martin, ‘“We
are not setting out to change our image.
We are already happy with that. We just
want the local people to know that we
are here.” O
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NEVADA NATIONAL BANK

Marrving

Than Money

Nevada National Bank’s merger with Security Pacific
National Bank will make it a $70 billion institution—but
most important, it means more and better services.

president and chief operating

officer, the merger with Secur-
ity Pacific National Bank of California
means Nevada’s third largest bank will
not only be bigger, but also better. That’s
good news for customers of Nevada Na-
tional Bank’s 26 branches statewide who
may have felt that with bigness comes a
diminution of personal service.

Rippe has only been on the job a
month and has already personally
visited most of the branches to under-
score management’s commitment to its
customers.

ccording to Stephen N. Rippe,
Nevada National Bank’s new

The merger
brings 370 billion
in assets to Nevada
National’s existing

. $650 million.

‘“‘Banking is a people business,”’ says
Rippe, ‘“‘and Nevada National is a
branch bank. If our behavior isn’t ex-
emplary, we lose business; it’s that sim-
ple. We feel we have a body of bankers
who understand local conditions and
we’re going to spend a lot of time mak-
ing sure our local bankers remain the
best.”’

Rippe brings 15 years of experience to
Nevada National with particular exper-
tise in the field of business lending, both
commercial and to developers. That’s an
aspect of the banking business Nevada

By Joe Bickett

National hopes to expand, particularly
in northern Nevada.

In fact, it was the desire for a much
stronger overall presence in northern
Nevada which prompted Rippe’s hiring.
That, and the fact that Nevada National
Bank is headquartered in Reno.

The merger with Security Pacific
brings $70 billion in assets to Nevada
National Bank’s existing $650 million,
important figures if you’re a developer
with a major project, for instance.

“In the past,” says Rippe, ‘‘any one
loan amount peaked at about the $5
million level because of legal lending
constraints. The merger means Nevada
National Bank will be able to facilitate
borrowing needs of Nevada business in
substantially greater amounts and with
competitive terms. That’s just one ex-
ample of why the merger is important.”’

On a level more of its customers may
appreciate, Rippe says the merger means
more automatic teller machines in more
locations, improved home mortgage ser-
vice and expanded leasing services, to
name only a few.

‘“‘In the banking business the race is to
separate yourself from the pack,” Rippe
points out. ‘“‘Lots of banks do what we
do in Nevada. The key is to provide that
higher level of service and not lose sight
of the fact your customers make you
what you are.”

Without elaborating, Rippe says past
problems in ownership at Nevada Na-
tional Bank resulted in not only lower
earnings for shareholders, but an inabil-
ity to focus on the marketplace. Accord-
ing to Rippe, all that will change with
the merger.

$-12 THE NEVADA BUSINESS JOURNAL/December 1987

“‘Security Pacific is the sixth largest
bank in the United Statss,™ says Rippe,
“‘which means when the merger is com-
plete Jan. 1, 1989, we will have had ap-
proximately 14 months to analyze
strengths and wezknesses and then add
the resources of 2 major financial in-
stitution to the eguation.™

The merger means
more automatic teller
machines in more
locations and ex-
panded leasing
services.

Rippe says that what Nevadans will
see is a bank betisr able to meet their
short- and long-i=rm nesds. And not
only will Nevadans find Nevada Na-
tional Bank more atiractive, according
to Rippe. He says major corporate en-
tities may be more Inciined to locate in
Nevada, given its 2lready favorable tax
climate, if more financial mstutions ex-
ist which can betier ssrve them—not on-
ly with loans but with assistance in ar-
ranging complcated fimancial details
which accompany most projects.

The point, s=ys Rippe, & not neces-
sarily to build the k=rgest financial em-
pire in terms of branches and assets, al-
though growth & zkw=ys bang planned,
but to build 2 network winch serves the
customer in the most ficent manner
possible. Rippe s=3s Nevadz National is
committed to that goal O
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From the beginning, the Nevada Financial Center project
has been a developer’s dream. Despite the scores of peog
and companies involved, construction has been s

“ here were no problems
I whatsoever.”’
“Tremendous cooperation!”
“A well-coordinated project.
I can’t think of a thing that went wrong.”
As the above comments from various
subcontractors suggest, the construction
of the Nevada Financial Center seems to
have been one of those rare projects that
goes off without a hitch—the kind that
almost runs itself. Executives of each com-
pany interviewed seemed to be quoting
one another, all saying virtually the same
thing: their own involvement in the project
was catastrophe-free.
Is their enthusiasm to be taken literal-
ly? If so, then why so much mutual
cooperation?

PROJECT PARTICIPANTS

Without
i

Hitch

By Sally Gaylor

Donald Donaldson, project manager
representing McCarthy, the general con-
tractor, attributes the achievement w0 =
constant flow of communication betwess
his company and each of the subcor
tractors—some of which are based = N
vada, others in California and Arsoes

“I like to think that we maint=s ==
open line of communciation = =@
times,”’ says Donaldson. ““We me= w0
our subs and we try to tell them i
going to take place well in advames o
the actual event.” ‘

For example, when MoCaSw
plans to have the arez paves
all the subcontractors i srime. &
as verbally, severzl wesis &= &
““So that it doesn’t come =2

Lowry-Sorensen
Willcoxson
Engineers Inc.

In the spring of 1986, Lowry-
Sorensen-Willcoxson Engineers Inc.
began work on the design of the Nevada
Financial Center. Senior Vice President
Bert Valenzuela reports that the com-
pany was responsible for the mechani-
cal, plumbing, electrical design and field
observation for the building.

Chief Mechanical Engineer Tom
Johns found the job somewhat of =
challenge. ‘“The building’s shape was =
little unusual, also the structure,” &=
says. He adds that his company’s o
took about six months.

Founded in 1947 in Phoenix, Ars
Lowry-Sorensen-Willcoxson offers 2=
sign engineering and consulting == =
main business.
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PROJECT PARTICIPANTS

American Fire
And Safety Inc.

American Fire and Safety Inc., a Las
Vegas-based company, was responsible
for the fire prevention and control
system in the Nevada Financial Center.

Gordon Marx, general manager, says
the job took about eight months. The
company was first approached by the
project’s developers in the fall of 1986.

“This was one of our larger jobs,”
says Marx. ‘“We’ve also done a number
of shopping centers.”’

American Fire and Safety Inc. was
founded in 1956 in Las Vegas. Marx
sums up the company’s main business
as ‘‘anything to do with fire preven-
tion and control, including fire alarm
systems, fire sprinkler systems and fire
extinguishers.”’

R & R Landscaping Inc.

The year R and R Landscaping Inc.
opened for business, the company made
$76,000 and President Steve Rebeil was
18 years old. Seven years later, a
25-year-old Rebeil says that this year the
company will pull in $7 million,
$300,000 of which will come from its
contract with the developers of the new
Nevada Financial Center.

R and R Landscaping is a family
business. At the center of the company
are Rebeil, his brother Sterling and their
mother Joan Newton. The corporation
was founded by Rebeil in 1980; he re-
mains its owner as well as president.

Rebeil’s main business is landscape
contracting and landscape maintenance.
“The maintenance part of our com-
pany’s business is large,”” says Newton.

R and R maintains landscaping for
homes, as well as commercial property
and the grounds of apartm ent and con-
dominium complexes.

A sampling of commercial projects
the corporation has undertken in Las
Vegas includes the Palace Station Hotel
and Casino, the Gold Coast Hotel and
Casino and Peccole Ranch.

The Nevada Financial Center devel-
opers sent plans for the multimillion-
dollar project to R and R Landscaping
Inc. as a result of a referral. Rebeil sub-
mitted a bid and received the contract.

According to Rebeil, the grounds of
the new center will be beautiful. Says
Rebeil, “There are lots of big olive trees,
pine trees, and a lot of lush, grassy
areas.”’

Western Technologies Inc.

When Western Technologies Inc. set
out to take soil samples and provide rec-
ommendations for the construction of
the Nevada Financial Center, the only
unusual condition that engineers found
was a good deal of caliche in the
ground.

“‘But the caliche was a favorable con-
dition,’’ says Jim McNutt, vice president
of the Phoenix-based corporation. ‘It
provided a stable layer to support foun-
dations. The remainder of this project
was routine and went smoothly.”

In working with Western Devcor Inc.
on the Nevada Financial Center project,
Western Technologies went through
four steps. Initially, engineers took soil
samples from the site, evaluated the
samples and prepared a report contain-
ing recommendations for supporting the
foundation. Next, the company in-
spected the earthwork being done. The
third step was inspection of the founda-
tions for compliance to the original

“The caliche

[at the Nevada Financial
Center site] was a favorable
condition. It provided a
stable layer to support
foundations. The remainder
of this project was routine
and went smoothly.”’

James McNutt, vice president,
Western Technologies Inc.

report. Finally, engineers inspected and
tested all the reinforcing steel, structural
steel and concrete in the building.

The project manager for the Nevada
Financial Center project was Mark
Owens, a geotechnical engineer. In
charge of the engineering investigation,
Owens says that the entire job lasted
about nine months.

““We did the work for the parking lot,
too,” adds Billie Ritter, senior techni-
cian, who was responsible for testing
and inspecting all construction mater-

INC.

WESTERN
TECHNOLOGIE}

ials. “He’s our eyes and ears,” says
McNutt.

The corporate headquarters of West-
ern Technologies Inc. is in Phoenix,
Ariz. The company has branches in Ne-
vada, New Mexico, Utah and other
cities in Arizona. Western Technologies
provides geotechnical engineering, con-
sulting engineering, chemical and envi-
ronmental engineering, construction

materials testing, research, product cer-
tification and nondestructive examina-
tion and testing.

SPECIAL SUPPLEMENT/December 1987 S-15

PHOTO BY PRESTIGE PHOTO STUDIOS




G.C. Wallace Inc. Engineering-Architecture

Nevada Financial Center developers
have been sensitive to problems resulting
from extra traffic generated by this large
project. Their willingness to undertake
major reconstruction of the adjacent
streets and intersections also dem-
onstrates their foresight and public con-
cern. For the type of office environment
envisioned by the development team,
convenient and improved traffic access
and operation is a must.

The master plan for the four-stage
project consists of two 12-story office
towers and two 10-story buildings. The
engineering-architectural firm of G.C.
Wallace Inc. was retained by Western
Devcor Inc. to study the proposed plan
and to determine how the traffic load
could be accommodated.

An intensive study of the intersections
on Sahara Avenue at the I-15 exit ramps
and Rancho Drive was conducted by
G.C. Wallace and the Nevada Depart-
ment of Transportation. A videotape of
the traffic movements at the interchange
was made so engineers could determine
the volume of traffic at the intersections

and evaluate the problem of weaving
and merging created by the closely spac-
ed intersections and exit ramps.

Based upon the size of each building
planned for the site, projections of the
traffic that will be generated by the
Nevada Financial Center were derived.
Since the master plan envisions a phased
implementation, the traffic generation
was loaded onto the existing street net-
work with that same pattern. Mitigation
measures were prepared to address the
projected increase in traffic flow, and
the final engineer’s report was issued
describing the analyses, results and
recommendations.

In conjunction with the first phase of
development, the Nevada Financial
Center agreed to widen the Rancho
Drive-Sahara Avenue intersection to
add dual left-turn lanes on both the east
and west approaches. Also, a left-turn
lane to serve the traffic entering the site
from northbound Rancho Drive will be
established by widening the road along
the eastern edge of the property. The
curbs along Sahara Avenue will be mov-

ed from the present location to provide
for a future additional travel lane.

Development of latter phases calls for
the improvement of the Sahara Avenue-
Paseo del Prado (Teddy Drive) intersec-
tion to create dual lefi-turn lanes at that
location. The widening of Sahara Ave-
nue at Rancho Drive will be carried from
the point at which it ends in the first stage
of development to the west end of the
site, and median island modifications will
also take place at that time.

Following the city’s approval, the
development team immediately began
the design of the first building and the
parking garage. Included in the group of
consulting firms was G.C. Wallace,
whose responsibility was to take the rec-
ommodations in the study report and to
translate that into design drawings.
Other areas of G.C. Wallace’s respon-
sibility were the design of the on-site
grading plan as well as the water and
sewer utilities. Flexibility for future
phases was maintained by designing
those utilities appropriately for connec-
tions to other office towers.

Nevada Ready Mix

McCarthy

Supplying the concrete for the multi-
million-dollar Nevada Financial Center
was a ‘“‘medium-sized job’’ for Nevada
Ready Mix, according to Vice President
Darrell Thornton, who estimates the
dollar value of the contract at about
$250,000.

Founded in Las Vegas nearly 30 years
ago, this company is currently working
with the University of Nevada-Las
Vegas on the construction of its new
engineering building. Since opening in
1960, Nevada Ready Mix has supplied

concrete for Las Vegas’ city hall
building, Caesars Palace, the Riveria
Hotel, UNLV’s Thomas and Mack
Center, and all phases of the new Mc-
Carran  International  Airport in
southern Nevada. The company ac-
quired the Nevada Financial Center con-
tract by submitting the lowest bid.

““The contract for the center was ne-
gotiated nearly a year ago,’’ says Thorn-
ton, adding that there were no real prob-
lems with it. “It was a very well-coor-
dinated job,” he says.

Congratulations,

Nevada Financial Center!
We're proud to be a part of it.

CHARLES CHALMERS MACLEAN III
ARCHITECTS LTD.
6232 North 32nd Street, Phoenix, AZ 85018, (602) 955-9700

Office « Retail « Master Planned Communities * Institutiona] « Luxury Residential
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““This project is different in the sense
that, in the 37 years that I’ve been in this
business, this is the first time I’ve used a
totally precast building structure,” says
Donald Donaldson, project manager of
McCarthy, the general contractor for
the Nevada Financial Center. The com-
pany’s contract with the center’s devel-
opers is worth about $11.5 million.

Says Donaldson, “It normally takes six
months to a year from the time contract
negotiation begins until construction ac-
tivity begins. This shows the value of
bringing in the contractor at the
inception.”

McCarthy’s corporate headquarters
are in St. Louis, Mo., established 125
years ago by ancestors of the present
chairman, Michael M. McCarthy. The
original founders of the company work-
ed with the United States government on
the construction of the Panama Canal.
“That goes back many, many years and
a number of generations,’’ notes Don-
aldson. McCarthy remains a family-held
corporation.

The corporation’s two main areas of
business are construction and construc-
tion management. There is a bridge divi-




sion and a parking structure division,
and at one time the company boasted of
a tunnel division.

““We build a whole gamut of pro-
jects,” says Donaldson. ¢‘Buildings,
bridges—anything that has to do with
building.” One project the company is
particularly proud of is a $120 million
building constructed for the telephone
company in St. Louis.

McCarthy has offices in Boston, Kan-
sas City, Newport Beach, Calif.,
Phoenix, St. Louis, Tampa, and Wash-
ington, D.C. The company manages to
continue growing, even during slumps in
the construction industry.

The Nevada Financial Center has a
177,000-square-foot gross area. Nevada
National Bank occupies the entire sec-
ond floor, along with other areas of the
complex. The three-story atrium area
contains the lobby, with granite elevator
entrances. The lobby floor is granite and
Brazilian cherry wood.

““The view is magnificent,”” says Don-
aldson. ‘“You’ve got the whole valley in
every direction. Obviously, the tenants
in the higher elevations get the prime
views.”’

The McCarthy staff is very pleased
with the cooperation among the various
subcontractors. During the last few
months, all the loose ends of the project
had to be pulled together at once, Don-
aldson notes, adding, “I’d like to do
more work in the state of Nevada.

Waiters And Wolf
Glass Co.

Four months after Walters and Wolf
Glass Co. was awarded the contract for
the Nevada Financial Center, all of the
new building’s bronze-tinted glass was in
place. .

“I hope all our future jobs run that
way [quickly and easily],”” says Larry
Hamer, director of marketing.

Walters and Wolf Glass Co. was
founded 10 years ago in Fremont, Calif.
The company is based there, with an af-
filiate in Phoenix, Ariz., and a contrac-
tor’s license in Nevada. It has contracted
work in Las Vegas, Reno and the Lake
Tahoe area. The company’s main busi-
ness is glass and glazing installation.

For the Nevada Financial Center,
Walters and Wolf Glass Co.’s involve-
ment was supply and installation of all
the glass, along with its supporting alum-
inum, for the innovative new structure.

PROJECT PARTICIPANTS

Catello Tile & Marble
Contractors Inc.

“All the granite in the Nevada Finan-
cial Center is American,” says Mark
Fenstermaker, chief estimator for Catello
Tile and Marble Contractors Inc. “We
import from North Dakota—not Italy.”

The granite Fenstermaker is referring
to is in the natural stone floors, lobby
and elevator entrances that highlight the
unique architecture of the new building.

Founded in Nevada about 20 years
ago, Catello Tile and Marble acquired
the Nevada Financial Center contract
through a competitive bid, and made
roughly $130,000 from the job.

“‘As far as the size of jobs goes,’’ says
Fenstermaker, ‘‘this one was on the
smaller end of our scale.” Other pro-
jects the company has completed are the
Golden Nugget Hotel and Casino and
the Las Vegas and Flamingo Hiltons.

Charles Chalmers
MaclLean Il
Architects Ltd.

Nevada Financial Center’s strategic
business location and high visibility in
the prestigious West Sahara corridor in
Las Vegas presented both an opportun-
ity as well as a challenge for principal
and chief designer, Charles C. Mac-
Lean, AIA, and project architect David
A. Cummins of Charles Chalmers Mac-
Lean III Architects (CCMIII), Ltd. of
Phoenix, Ariz.

““The property needed to capture the
attention of prospective corporate
tenants and other business and financial
people of influence who drive Sahara
Avenue every day.” says MacLean.
““This encouraged us to make a strong
contemporary design statement, while
also projecting a corporate statement

Mechanical, Plumbing,
Electrical, Services
for Buildings

Lowr-y—Sorensen—Wlllcoxson
: ‘Engifeersine.

Phoenix, Arizona 85021

2333 West Northern Avenue

(602) 249-1320
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NEVADA FINANCIAL CENTER IS A PROFESSIONAL TEAM EFFORT.
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TENANT IMPROVEMENTS.
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¥/

JMA ARCHITECTS & ENGINEERS, INC. ® 4292 S. MARYLAND PARKWAY
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consistent with the style of this emerging
financial district.”

MacLean says Nevada Financial Cen-
ter’s initial focal interest was achieved by
creating several different geometric floor
plate designs, each with a different
square footage and varying lengths of
exterior walls. These were stacked in a
unique, ‘‘stepback’ exterior design,
creating a feeling of movement toward
the building.

The sleek, contemporary look of the
building was further enhanced by wrap-
ping each floor in continuous alternating
ribbons of bronze, glass and granite chip
panels so that from a distance, the struc-
ture appears to be wrapped from top to
bottom in a blend of shining ribbons of
high quality materials.

Because of the unusual design of
Nevada Financial Center’s first phase
building, MacLean notes the building
assumes a different profile from each
side it is viewed. Further, since daily
traffic along Sahara Avenue provides
high visibility for the Nevada Financial
Center, the most dramatic view of each
building phase of the complex has been
positioned and designed for viewing
from that direction.

When approaching Nevada Financial
Center from its Sahara Avenue side, one
passes an inviting water feature and is
“drawn into’’ a dramatic, three-story
atrium  with  interior  balconies,
mahogany walls, polished granite and
wood floors. The atrium leads to four
elevators which are finished with
mahogany walls, wood floors and
brushed stainless steel trim.

Extending beyond the building
perimeter and wrapping around the
main lobby atrium on its south side is
the anchor tenant, Nevada National
Bank, whose two-story branch bank
and offices occupy approximately
25,000 square feet of space.

“In my opinion, one secret of good
building design is having the capacity to
look prestigious without being ex-
travagant,”’ says Cummins. ‘‘Having as-
sembled an excellent team of engineers
and contractors, our goal was to achieve
a first-class, landmark office complex
on this location at a reasonable cost.
With an anticipated construction cost of
$11.5 million for phase one, I think
we’re succeeding.”’

According to MacLean, the firm is
extremely pleased and proud to have
designed such a quality project as their
first accomplishment in the Las Vegas
area.

PROJECT PARTICIPANTS

First American Title Co. Of Nevada

In order for First American Title Co.
of Nevada to handle the escrows and
issue the title insurance for the Nevada
Financial Center, there had to be agree-
ment among numerous parties.

“There was tremendous coopera-
tion,”” says Vince Figgins, vice president
and manager of the wholly owned sub-
sidiary of First American Title Insurance
Co. “There were several sellers involved

and everybody had to work together.”

Figgins is referring to the transactions
between the buyers—the Peccole
Group, Johnson Wax Development and
Western Devcor—and the previous
owners of the property—John H. Mid-
by and Associates, Nevadz National
Bank and Rebel Service Siztions. Three
separate parcels of land had 1o be pur-
chased and assembled.

RAYMOND L. HODSON
VICE PRESIDENT

LAS VEGAS, NEV.

702-873-7333

DERRICK I. HODSON
GENERAIL MANAGER

NEVADA
READY MIX

Serving Southern Nevada Since 1960
Salutes

NEVADA
FINANCIAL CENTER

We're proud of the part Nevada Ready Mix
contributed to this prestigious building.
Whatever you're planning, let us help
you make a “concrete” statement.
NEVADA READY MIX
“Let's Keep Building Nevada With Nevada Ready Mix™

(702) 457-1115
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According to Figgins, the whole pro-
cess was accomplished smoothly, with-
out the complications that often arise
when several companies have to work
together.

First American Title Co. of Nevada
opened its doors in Reno in 1952, under
the name of Nevada Title Guaranty Co.
In 1960 the company entered into an un-
derwriting agreement with First Ameri-
can Title Insurance Co., became a whol-
ly owned subsidiary in 1964, and ac-

quired its present name in 1970.

Its parent company, First American
Title Insurance Co., is the principal sub-
sidiary of a general holding company
called The First American Financial
Corp. First American Title Insurance
Co.’s origin can be traced to 1889 in
Orange County, Calif. It now has of-
fices in all 50 states, Guam, England,
Mexico, Puerto Rico and the Virgin
Islands.

In addition to the Nevada Financial

CONGRATULATIONS
TO THE
NEVADA FINANCIAL
CENTER TEAM

Stanley Structures
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Phoenix, Arizona

And He Said
Advertising Doesn't Pay

WHY IS IT? A man wakes up in the morning after sleeping on
an advertised blanket, in advertised pajamas. He will bathe in an
advertised tub, wash with advertised soap, shave with an advertis-
ed razor, drink advertised coffee after his advertised juice, cereal
and toast (toasted in his advertised toaster), put on advertised
clothes and an advertised hat. He will ride to work in an advertis-
ed car, sit at an advertised desk, smoke advertised cigarettes and
write with an advertised pen. Yet this man hesitates to advertise,
saying that advertising does not pay. Finally when his unadvertis-
ed business goes under, he will then advertise it ‘“For Sale.”
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Center, First American Title Co. of
Nevada has negotiated title insurance
for the Sahara Hotel, Nevada Palace,
Tropicana Plaza Center, the Jockey
Club and the Mint Hotel. The Nevada
Financial Center property is insured for
$28.3 million.

Climate Control Inc.

Daniel Skiva, project engineer of Cli-
mate Control Inc., was a little surprised
at the Nevada Financial Center develop-
ers’ choice for the project’s heating, ven-
ting and air conditioning system. They
requested a direct water source-to-heat
pump system.

“It’s an unusual choice for the Las
Vegas area,”” says Skiva. “‘It’s very com-
mon in Arizona, though.”

The system Climate Control installed
in the new highrise runs tempered water
to each individual tenant area. Says
Skiva, ““What is normally used in south-
ern Nevada is the type of system that
runs chilled water through fan coils.”

Climate Control Inc. is a Phoenix-
based division of Owens Technology.
Corporate headquarters are in Minne-
apolis, Minn.

““The main business of the Phoenix
division—and of the home office in
Minneapolis—is heat, vent and air-con-
ditioning installation and service,’’ says
Skiva.

Known officially in Nevada as ‘“Cli-
mate of Arizona,”’ Climate Control Inc.
opened for business in Phoenix in 1942.
The Nevada Financial Center was the
company’s first contract in Nevada.

““I was worried that we might have
some complications here because we are
with an Arizona union,”” explains Skiva,
“but fortunately we didn’t have any
problems of that nature.”” Climate Con-
trol workers are members of the Ari-
zona Pipe-Fitters Local 469 and the
Sheet Metal Workers Local 359.

Skiva reports that his company was
well received in Las Vegas. He and his
workers had no trouble getting along
with the Nevada businesses involved in
the project, he says.

In view of Nevada’s cordial reception
of the Arizona corporation—and the
developers’ request for a system the
company often installs in its own home
state—Climate Control Inc. had every
reason to feel at home during its work
on the Nevada Financial Center. 1
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INTERIOR DESIGN

Office Into
Environment

Nevada National Bank executives wanted their offices to
reflect their prestigious image and match up to the beauty of
their new building. Local designers accomplished the feat.

usiness Environments by Whit-

ing’s, awarded the space plan-

ning and interior design contract

for Nevada National Bank’s
new offices in the Nevada Financial
Center, is a firm whose roots go deep in
the Nevada soil. Diane Whiting, ASID,
president of Business Environments, is
also founder of Whiting’s Fine Furnish-
ings and Design.

Her family and her husband’s family
have long been a part of Nevada’s bus-
iness community. She has spearheaded
the energetic expansion of her company
into a complete-service design firm with
residential, commercial, landscape, flo-
ral, art and framing, and custom cabin-
etry divisions.

“Our goal is to provide a total en-
vironment for our clients,” Whiting
says. “Guided by the objectives of each
business, we work to establish a
vigorous corporate image and a produc-
tive, people-centered environment that
really works. Our company is unique in
southern Nevada because we are a local
firm with the capability of taking an en-
tire project through all phases—from
beginning to end. Of course, we work
with clients who only require a portion
of our services, but our real
strength—and the real cost savings to
our clients—comes through controlling
the project from start to finish.”’

Rose Cabrera, head project designer,
guided Nevada National’s project from

By Kiristine Peart

initial concept to final installation, sup-
ervising all interior specifications. In-
creasing productivity and providing a
flexible system for future expansion
were key requirements of the functional
design. Bringing the strength of the
building’s architecture and the beauty of
the Nevada desert to the interior were
the aesthetic goals of Whiting’s design
team.

“We work to
establish a vigorous
corporate image and
a productive, people-
centered environment

that works.”’

Diane Whiting, ASID, president,
Business Environments By Whiting’s

Says Cabrera, “The double-octagon
shape of the building provided some
unique challenges and opportunities. It’s
been an exciting project to work on. I’'m
very pleased with what we accomplished
for Nevada National.”

Beginning in late 1986, Whiting’s
space planning and design team began

S-20 THE NEVADA BUSINESS JOURNAL/December 1987

its workplace audit, a system by which
detailed information is gathered to guide
the design of floor plans and work sta-
tions. The team analyzed the needs of
each employee for work surface, com-
puter and equipment usage, storage,
display space and privacy.
Departmental needs were assessed, as
well as requirements for mesting and
conference areas. Interdeparimental re-
lationships and the day-to-day flow of
work and communications were critical
problems to be addressed. ““Our goal,”’
says Cabrera, ““was to put every square
foot of space to the best possible use.”
When the workplace andit was com-
plete, the team began exploring space
planning solutions o the bank’s needs.
““Our CAD [computer zided design] sys-
tem was invaluable at this siage of the
design,”” notes Whiting, ““particularly in
working with the oczgonal building. It
allowed us to review options quickly,
and much less expensivaly, than would
have been possible without it.”
Another valuable asset was the broad
range of quality office systems available
to Whiting’s as the exclusive dealership
for Steelcase in Las Vegas. Sieclcase is
one of the nation’s keading manufac-
turers of office systems and furniture.
As the functionzal design took shape
in preliminary drawings, Cabrera and
the design tcam began to “‘pull
together” the desigm details: colors,
fabrics, textures and finishes. Selections




INTERIOR DESIGN

With Steelcase and Stow & Davis furniture, ex- and pleasant surroundings that encourage relaxed,
ecutive conference areas provide private, secure, comfortable interaction.

Activity continues uninterrupted in modular worksta-  ped to support administrative tasks.
tions by Steelcase and Stow & Davis, which are equip-
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were made that would best convey the
strong, progressive image of the bank
and its ties to Nevada, while comfor-
tably supporting the people who work
there. A variety of textures and finishes
were selected, one of the most promi-
nent being the warm richness of deep
mahogany in furniture and trim.
Mauves, rose and burgundy echo the
hues of Red Rock Canyon, one of the
views from the building. Excitement and
personality were provided by extensive
use of Nevada National’s signature blue.
At the preliminary presentation, it was
decided that the dynamic scheme was

successful.

Following acceptance of prelimin-
aries, the functional space plan was fine
tuned and a standardization program
was developed to provide an organized
method of determining appropriate fur-
niture and accessories for each level of
employee throughout the organization.

Each employee level has a custom-de-
signed unit that meets the needs of their
job function. ¢‘Standardization,” ex-
plains Whiting, ‘‘greatly simplifies the
selection process for the client. And it
makes many tasks, from inventory to
refurbishing, much more manageable
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and cost efficient. It’s perfect for expan-
sion.”

With the help of the CAD system, all
furniture and panels were coded on the
furniture layout for easier and quicker
installation and inventory by the end
user.

Lighting, carpet and finishing plans
were provided to communicate neces-
sary detailing and flow of wall and win-
dow treatments from one area to an-
other. Accessory layouts were created
for each type of work station, detailing
everything even to the positioning of
plants, flower arrangements and art-
work.

Aesthetic design was reinforced as
Bob Beckman, a local artist, was com-
missioned to create a 40-foot mural of
Red Rock Canyon. Most other art was
acquired from local artists, or created by
Cabrera, who also designed the stained
glass skylight over the center stairwell,
and the NNB logo in the carpet.

After that our work really began,”
says Whiting. After the planning stages
are complete, Whiting’s “rolls up its
sleeves,” supervising all phasss of the
project installation from carpet and wall
coverings to systems, mouldings and fine
details. The work s not complete until
the last finishing touches are in place—
the plants, artwork and desk accessories.

“We don’t just sell furniture,” says
Whiting. “We tailor 2 complete en-
vironment to a firm’s nesds. Service, not
furniture, is the business we're in, and
service is where the growth is.

“And on Nevada National’s project,
we still met the demands of a prudent,
not lavish, budget,” she adds. “Because
NNB has given us the opportunity to
create the total office, we've besn able to
go the extra mile in giving them the
maximum benefit of their dollars
spent.”’

The result of Business Environments’
partnership with Nevada National Bank
is more than just a functional office and
more than just pleasing interior design.
As Whiting explains, “We fesl we've
created a warm, sophisticated total en-
vironment for a business that stands for
Nevada and her people. It’s 2 dynamic
environment, encompassing transitions
in style from the rich, traditional fur-
nishings of the president’s office to the
energetic, contemporary bank floor. It
brings the warmth and color of the out-
side environment into the people. And it
provides a productive and supportive
place where people can become the best
they can be. The total environment truly
is greater than the sum of its parts.” [J



The Office.
More than just a place to work.

It’s a place for measured performance. . .
where an organized environment and proper
tools make a bottom line difference.

It’s a place that conveys to others the pride
and passion of your business. . .your devotion
to excellence, or your disregard for it.

It’s a place that must be equipped for flexibility.
Because offices grow and change. . .like the
organizations and people they serve.

At Business Environments by Whiting’s, we work
with you through all phases of planning and
installation to create effective office
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(Continued from page 8)

Lloyd of Carson City, who was sued for
negligence after the woman underwent
corrective surgery following a hysterec-
tomy performed by Lloyd. The Su-
preme Court said Lloyd got a summary
judgment in his favor from Carson City
District Judge Michael Griffin after sub-
mitting an affidavit “replete with
generalizations which do not address
adequately the allegations in the com-
plaint.”

To allow such a summary judgment
to stand would have a chilling effect, the
court said, adding that any doctor could
file a motion for summary judgment al-
leging only that he followed proper
standards of care without any valid
supporting documentation.

Nevada A
Geothermal Leader

The state director of the Bureau of
Land Management says that despite an
oversupply of electricity in the West,
geothermal energy exploration is boom-
ing in Nevada.

Ed Spang says about 40 percent of the
known geothermal fields in the United
States lie in Nevada. And he predicts
electricity generated from the Nevada
fields will increase from 26 megawatts to
120 megawatts in the next year. That
amount of elecricity could meet the
needs of about 75,000 people.

Part of the reason for the interest in
geothermal exploration is the Nevada
Public, Service Commission’s increased
efforts in recent years to promote
development of alternative energy
sources by utilities.

Chevron Resources Co. has been the
leader in geothermal development in Ne-
vada. It operates a 14-megawatt plant in
Beowawe in Eureka County and a 12-
megawatt facility at Desert Peak in
Churchill County.

Tad’s Enterprises also produces about
600 kilowatts of electricity at a hot
springs near Wabuska in Lyon County.

Other projects are in the planning or
construction stage, including work on a 55-
megawatt plant at Dixie Valley in Churchill
County by Oxbow Geothermal.

Energy Park
Reality Comes Closer

Sierra Pacific Resources has cleared a
major hurdle in its bid for approval of a
proposed $4 billion energy park in
northeast Nevada.

The state Public Service Commission
and Consumer Advocate’s Office signed
an agreement withdrawing their right of
intervention before the Securities and
Exchange Commission, which must ap-
prove financial arrangements for the
massive Thousand Springs project 26
miles north of Wells.

In return for the signing, Sierra
Pacific officials have promised to abide
by the state’s least-cost utility planning
law that requires utilities to purchase the
cheapest source of power.

PSC Chairman Scott Craigie says the
promise will assure northern Nevada
ratepayers that before the Thousand
Springs power can be bought by Sierra
Pacific Power Co., it would have to be
priced competitively with alternative
sources.

Joe Gremban, president and chair-
man of Sierra Pacific Resources, says
the agreement removes a potential road-
block but won’t necessarily speed up
final approval. He notes two environ-
mental groups and the Western Sho-
shone Indians still object to the project.

Nevadans See Growth
In Personal Income

Nevada is ranked 10th in the nation in
terms of non-farm, personal income
growth, according to a new Commerce
Department report.

The report shows Nevadans posted a
gain of 45.1 percent in personal income
since late 1982 when a national econom-
ic recovery began. The state has seen an
infusion of new industries and a con-
struction boom which have helped to
boost income averages.

i i It by i s
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Arizona is enjoying the fastest income
growth of any state; 57.6 percent. The
state has experienced large gains in ser-
vice industries, construction and
manufacturing.

Arizona was followed by Georgia
with a gain of 54.4 percent; New Hamp-
shire, up 53.8 percent; Florida, up 53.3
percent; North Carolina, up 49.7 per-
cent; Virginia, up 47.8 percent; Massa-
chusetts, up 47.5 percent; California, up
46.2 percent; and Connecticut, up 45.6
percent.

The national average was up 38 per-
cent from the July-September quarter of

1982, considered the bottom of the last

recession, to the April-June quarter of
this year.

The new government figures support
findings of a study entitled ‘““The Bi-
Coastal Economy.”’ The report says the
nation is being divided between healthy
economies on both coasts and problem
areas in the nation’s heartland.

Few Offering
New Insurance

Executives from a few Nevada insur-
ance companies say they are offering
auto liability insurance on drivers as an
alternative to the standard practice of in-
suring vehicles. But the insurance of-
ficials say the cost of such policies isn’t
cheap.

The announcement of the new poli-
cies, allowed for the first time in Nevada
under a law passed by the 1987 Legisla-
ture, came following consumer com-
plaints. Although the new law allows in-
surance firms to underwrite such poli-
cies, none of the 70 insurance companies
operating in Nevada immediately began
offering to insure drivers instead of their
vehicles.

The law was passed after a citizen’s
lobby group convinced legislators that
people who own several vehicles were
paying too much for state-required
liability insurance. O
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Businessman’s
Apprentlce

While many of their peers may be more iniers
monkey business than money business, some 37
high schoolers are eagerly entering the &

$4,000 in sales from a $120 in-

vestment in just 17 weeks? Do
you know that if that company were
operating full time, its annual sales
would be over $2 million with just a
Nevada-based market to serve? That
company is Sound of Money, a Junior
Achievement company comprised of
Reno and Sparks high school students
and one of the program’s greatest suc-
cess stories.

Since 1919, Junior Achievement has
been helping kids step into the future by
teaching them basic economic educa-
tion. In 1956, a group of Reno business
leaders were called together to hear
about an economic program for high
school students. From this beginning.
Junior Achievement of Western Nevadza
was formed.

Spearheaded by First Interstate Bank
of Nevada and Sierra Pacific Powe
Co.,.six JA companies were formes anc
70 high school students participatss. =0
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actual start-up of a company through
the sale of stock, production of a pro-
duct, marketing and sales of that pro-
duct, liquidation of the company’s
assets and issuance of dividends to
stockholders—all during a 17-week
period.

Last spring, 14 companies made up of
500 high school students had total com-
bined gross sales of $28,000. Tim
Schmoll, a junior at Hug High School,
served as president of Sound of Money,
the most successful JA company to
date.

During the 1986-87 school year,
Schmoll’s company was able to provide a
40 percent return on investment to its
shareholders. Schmoll gives most of the
credit for Sound of Money’s success to
the students involved in the company and
the product itself. “We had a seasonal
product that sold itself [Christmas
wreaths],”” he says. “Our great salespeo-
ple and pricing strategy allowed us to in-
crease our price from $8.50 up to $12 for
a deluxe wreath. When the season chang-
ed, we responded to the market quickly
by changing our product’s appearance.”’

Although this was Schmoll’s first year
in Junior Achievement, he says he has
“learned a lot about how to make a
company successful. I’ve learned how to
move toward a goal and include fun in
the process.”’

Schmoll is also quick to credit his
company’s four advisers provided by
Nevada Bell and headed by Lyle
Walters. In addition to providing cor-
porate sponsorship of a JA company to
the tune of $500, local businesses also
lend out their executives once a week to
guide the company in its task.

Dave Galloway, vice president of ho-
tel operations for Bally’s Grand Hotel,
explains why his company has had a six-
year commitment to JA. ‘“We see it as
an investment in the future of our com-
munity,” he says. ‘It also provides a
training ground for our mid-level
management to become more involved
in the business community.”’

Obviously, many local businesses feel
the same way since the list of 14 busi-
nesses that participate in the JA high
school programs reads like a Who’'s
Who of Local Companies. Of course,
the more corporate sponsorships JA re-
ceives, the more classes it is able to offer
to the students.

At the eighth-grade level, the Project
Business program is in place in coopera-
tion with classroom teachers. Each
week, a business executive conducts a

JUNIOR ACHIEVEMENT

class period and discusses topics such as
introduction to economics, demand and
supply in the marketplace, finance and
global economics.

The Junior
Achievement
program operates
entirely on private
donations.

Judy Simpson, manager of the pro-
gram for the past six years and on loan
from the Washoe County School Dis-
trict, says, ‘‘Project Business provides
an opportunity for successful business
people to share their expertise with in-
quisitive 13-year-olds. After an executive
conducts a project business course over
a 12-to 13-week period, that person
often refers to the class as ‘my kids.’”’

Even at the elementary level, fifth-
graders are learning business principles
through a JA program called Business
Basics. ‘‘Consultants’ (currently JA
high school students) make presenta-
tions to classes on organization, man-
agement, production and marketing of a
company. Simpson believes that,

“‘Business Basics is a win-win situation.
It is a chance for high school students to
share their experiences with 10-year-
olds. On the other hand, the 10-year-
olds get role models.”

In 1985, the Northern Nevada Busi-
ness Leader’s Hall of Fame was insti-
tuted. Patterned after Forfune magazine
and Junior Achievement’s National
Business Leader’s Hall of Fame at the
Museum of Science and Industry in
Chicago, this institution recognizes past
and present business leaders for their
“outstanding and enduring contribu-
tions to improving the products, the
processes, the efficiencies or the human
relations of business.”’

Laureates into the local hall of fame
include John Cavanaugh Sr., Jordan
Crouch, Thomas and Frances Dant,
Benedict Dasher, Preston Q. Hale, Wil-
liam Harrah, Andrea Pelter, Neil Plath,
Sister Mary Seraphine, Eva Adams, Ed
Pine, Edward Questa and Wallie War-
ren. Howard K. Smith, the legendary
news commentator, provided the key-
note address at last year’s induction.

Junior Achievement’s remarkable
success this year was evidenced by its re-
cent awards banquet held at Bally’s
Grand Hotel. Over 400 people attended
the event, including teachers, business
advisers, the board of directors, staff,
families and, of course, the Kkids.
Among the awards given were Most
Outstanding Company Performance
and Excellence, Business Man and
Woman of the Year, and three $750 col-
lege scholarships.

More important, perhaps, was the
fact that a@// the junior achievers were
recognized for their commitment to bus-
iness excellence and the tremendous po-
tential each future leader holds. O
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GOLD MINING

Patron

Profiteer?

Some Nevadans see mining companies as little more than
leaches—taking gold and sharing little of the spoils with
the state. Rural communities, however, see them as saviours.

hen Marvin Sedway, D-Las
Vegas, told members of the
1987 Legislature he had a

plan to increase the state’s
general fund by $29 million and county
coffers by $2 million, everyone listened
intently. When he said Nevada gold
mines would be the ones footing the bill,
battle lines were drawn.

Sedway claimed, for example, gold
mines only paid $3,543,000 in net pro-
ceeds taxes in 1985. He said the mines
produced $770 million in gold that year
and should be held responsible for more
taxes.

Robert Warren, executive director of
the Nevada Mining Association Inc.,
claimed mines paid far more than that.
In 1986, he said, mines shelled out close
to $25 million to the state; $7 million in
net proceeds taxes and $18 million in
users’ taxes, or fees paid on equipment
and supply purchases.

Sedway introduced a bill, ABI161,
which would have placed a fee of $16.50
on every troy ounce of gold mined in
Nevada. Fear quickly ran rampant
throughout several small mining towns
in Nevada where gold mining is the life-
blood of the economies.

““Mining is such a fragile economy.
The price of gold fluctuates a lot,”’ said
Terry Miller, Winnemucca city council-
man. ‘“Mining is purely economics. If a
mine’s corporate headquarters doesn’t
feel the mine is making a profit, they’ll
shut down.”

Sedway countered by stating, ‘““The
economy of Nevada is cyclical anyhow.
We can apply the same rationale to the

By Art Nadler

gaming industry. They have good times
and bad times, t0o0.”

But as John Lutley, managing direct-
or of the Gold Institute in Washington,
D.C., pointed out:

“It [a mining fee] would seem to me
to be a damaging way to go. You’ll raise
the price of producing gold in Nevada
more than anywhere else. If you can
mine gold $16.50 cheaper somewhere
else, why. would you want to go to
Nevada?

““China for a long time thought they
could put a tax on gold,” he notes.

Arguments
suggested that most
of the money some

170 Nevada gold
mines make goes
out of state.

““The made all the companies sell to the
government at reduced prices. This
reduced the production of gold in China
and encouraged people to smuggle gold
out of the country. The government
eventually reversed its decision.
‘“Nevada is a free gold state, and
that’s very encouraging,”” he adds.
“Don’t look to a short-term way to
make money. It’s counterproductive.”
As the Legislature—the longest in
state history—hit its 142nd day in ses-
sion, the Assembly Taxation Committee

40 THE NEVADA BUSINESS JOURNAL/December 1987

finally approved a $20.5 million com-
promise mining tax proposal, a far cry
from Marvin Sedway’s initial bill.

In the proposal, mining companies
would pay $10 million to the state in
1987-88 in addition to the $7 million in
net proceeds taxes owed to counties.
Mines would then pay $10.5 million in
1988-89. The first sum would be an ‘““‘ac-
celerated payment,” voluntarily given
by the mining industry. The second
would be a pre-payment of net proceeds
taxes.

‘“We feel [Assembly Bill 872] is an ac-
ceptable compromise in order to pre-
serve the taxing of minerals on the prin-
ciple of taxing net proceeds and keeping
a cap,”’ said Robert Warren. ““The first
$10 million won’t come back to the in-
dustry, but the $10.5 million may come
back if the net proceeds tax goes to $50
million a year.”

The 1989 Legislature will decide, with
SJR22, whether or not to amend the
state constitution to place a net proceeds
tax cap of 5 percent on the mining in-
dustry.

The defeat of AB161 and introduc-
tion of SJR22 won immediate accept-
ance throughout rural Nevada, as is ap-
parent in remarks by Paul Kroh, pres-
ident of the Battle Mountain Chamber
of Commerce. He says, “The business
community and rural community are
thrilled that AB161 was defeated. If the
tax would have gone through, some of
the middle-sized companies wouldn’t
have stuck around to take the risk.

“We definitely saw a pick-up in ex-
ploration since June 1st,”’ he adds. ““It



seems there is more and more activity
going on than ever before.”

Within the last five years, prior to in-
creased interest in gold mining, five
barite mines had closed in Battle Moun-
tain, population 5,000. Between 1,500
and 2,000 jobs were lost.

Kroh now says the Shoshone Moun-
tains and Buffalo Valley are under ex-
ploration. He expects Chimney Creek,
40 miles west of Battle Mountain, to be
the largest gold mine in the state. He ex-
pects between 250 and 300 workers to be
hired and the mine to have a production
life of 15 years.

Arguments during debate of AB161
suggested that most of the money some
170 Nevada gold mines make goes out
of state. But, according to Richard Rey-
burn, executive director of the Nevada
Department of Minerals, nothing could
be further from the truth.

““Seventy percent of the money stays
in the state from mining,”’ he says. ‘It is
turned into new development and ex-
ploration. Also, from every mine em-
ployee’s job, 1% jobs are created in re-
lated areas [companies that supply
mines in some way].

“We found that in 20 years Carlin
[now Newmont Gold] has been in pro-
duction, it has put as much money back
into development as it has taken out in
gold,” he adds.

Dr. John L. Dobra of the Depart-
ment of Economics at the University of
Nevada-Reno, confirms Reyburn’s state-
ment that corporate mines reinvest in
communities they mine. He found that:
In nine counties, the industry pays more
than 17 percent of all property taxes. In
Eureka and Lander counties, mineral
industry assessed valuation accounts for
69 percent and 73 percent of total assess-
ed valuation, respectively. He also
found that 13 new operations came into
production in 1986.

Newmont Gold Co. of Carlin, the
largest gold mine employer in the state
with 900-plus employees, has probably
made the most significant contribution
to Nevada. According to a statement by
Bob Zerga, executive vice president and
general manager, ‘‘“Newmont Gold paid
the state $4,700 per employee in taxes
last year.

““Since 1965 through 1986, Newmont
Gold Co. has invested over $246 million
(or 88 percent of its profits) in explora-
tion, land purchases, plant and equip-
ment in Nevada,” he adds. ‘“‘For the
same period, it has paid $122 million in
wages and benefits. It has also purchas-

GOLD MINING

ed $207 million in goods and services, of
which, an estimated 65 to 70 percent was
from Nevada firms.”

Newmont Gold has officially come
out to support Senate Bill STR22 to
amend the Nevada Constitution to in-
crease the net proceeds tax from the ad
valorem rate to 5 percent. A company
statement explains why:

“This type of legislation encourages
mining in the state as this type of taxa-
tion is based on income and takes into
account the cost of production. This
amendment is also good for the state in
that it raises needed revenue.

““Should this amendment be adopted
and based on 1987’s production record,
where Newmont Gold now pays $2.1
million in net proceeds tax, Newmont
Gold would be paying $6 million.”’

Newmont Gold is a Nevada-based
company. It owns or controls 20 square
miles in north-central Nevada. The pro-
perty has 10 ore bodies, five of which
were in production in 1986, along with
what is known as Carlin Trend. The
property is bounded by some 380 square

In nine counties,
the mining industry
pays more than 17

percent of all
property taxes.

miles of land owned or controlled by
Newmont Mining Corp.

In 1986 its sales were $174,502,000—
up from $68,678,000 in 1985. New-
mont’s nct income in 1986 was
$40,598,000—up from $14,573,000 in
1985. Its cost to produce an ounce of
gold was $172 in 1986—down from $196
in 1985. Newmont projects 1987 gold
sales to be 22 percent over the 1986 level.

One would think that with such im-
pressive revenues and high expectations
in upcoming years, Newmont Gold
would have reservations about Nevada
allowing outside mining firms to operate
within the state. Company executives
appear not to be worried, however.

‘“Newmont Gold supports these in-
dustries whether they are from gaming,
manufacturing, mining, etc., bringing in
capital to build and establish Nevada’s
economy, as long as they are responsible
and good corporate citizens,”” a com-
pany statement reads. ‘“These businesses
provide jobs, pay wages, pay ap-

propriate taxes and contribute to the
state’s well-being.”’

Freeport-McMoRan Gold Co. of
Elko, a public company employing
some 340 employees at its Jerritt Can-
yon site, is one of the largest con-
tributors to the state’s tax base, too, says
Joe Murray, company president and
president of the Nevada Mining Associ-
ation. He points out that his company
owns 70 percent of the Jerritt Canyon
mining and milling operations.

Jerritt Canyon’s gold production in
1986 totaled a record 269,000 ounces
which was 14,300 ounces more than in
1985. Freeport Gold’s gold production
net was 188,700 ounces in 1986 com-
pared to 178,700 ounces in 198S.
Freeport Gold’s share of gold sales in
1986 totaled 189,100 ounces and exceed-
ed 1985 sales by 9,600 ounces. Freeport-
McMoRan Gold has produced more
than 880,000 ounces of gold since opera-
tions began in 1981.

Net income for 1986 totaled
$13,687,000 compared to $1,815,000 in
1985. Revenues in 1986 were $69,195,000
or $11,921,000 and 21 percent greater than
1985 revenues of $57,274,000. Production
costs, excluding depreciation and amor-
tization, in 1986 totaled $32,954,000 and
were $3,163,000 or 11 percent higher than
1985’s $29,791,000.

Freeport Gold began exploring its Big
Springs site at the end of 1986. Some
245,000 ounces of gold reserves have
been targeted there. Murray says his
company will operate this site as a 60
percent joint venture. Around $15 mil-
lion will be spent on putting Big Springs
into operation, according to Murray,
and it should be operating in the fourth
quarter of this year. He adds that Big
Springs will open 100 new jobs to
Nevadans.

Additionally, $14 million will be spent
on Jerritt Canyon to develop new ore
bodies. This will add 40 new jobs to the
site by next year, Murray says.

“We expect Big Springs to produce
60,000 ounces of gold in upcoming
years,’’ says Murray. ‘“We will be creat-
ing many high paying jobs and be
pumping more taxes back into the
economy.’’

Battle Mountain Gold began mining
gold and silver in January 1979 at its
Fortitude mine, just off Interstate 80
near Battle Mountain. Originally, the
company was owned by Penzoil Duval
Corp., which began mining copper ore
at the mine in 1967.

The company began extensive drilling
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at Fortitude in January 1981. It current-
ly processes 3,000 tons of ore-rich dirt a
day, which yields 600 ounces of gold.
Mining at Fortitude is expected to last
seven to eight years. In 1986, it pro-
duced 225,000 ounces of gold and
900,000 ounces of silver.

Battle Mountain Gold has also begun
drilling operations in another area called
Surprise, an estimated 125,000-ounce
gold resource located in the Copper
Basin area not far from Fortitude.

The proposed amendment to the Ne-
vada Constitution is ‘‘the same that
passed in 1980 and went through two
sessions of the Legislature,” says
Richard Sumin, vice president of opera-
tions at Battle Mountain Gold. ‘“The
basis isn’t any different. We as an in-
dustry and association lobbied, in lieu of
a severance tax, to a maximum of 5 per-
cent [on net proceeds].

“I think the next session of the Legis-
lature will approve the amendment,”’ he

adds. ““This does take care of the condi-
tion if there is a drop in gold prices.”

Although Battle Mountain is Nevada-
based, Sumin says his company doesn’t
have any bad feelings about outside
companies coming into the state to
mine. I could be narrow-minded and
say I should have all this for myself, but
a good entrepreneur doesn’t let competi-
tion bother him,”’ he adds.

Battle Mountain Gold employs some
380 workers with an annual payroll of
$12 million, Sumin says. With respect to
people claiming the mines don’t do
enough for the state, the executive says,
“To what magnitude people expect us to
do things, I don’t know. We have tried
to keep a low profile in the past, and
maybe that was wrong.”’” The company
currently supports a state mining school
financially, Sumin adds, and also offers
scholarships each year.

“We also support all the charities, but
have never made our support public,”
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Sumin says. ““A significant amount of
our machinery and repair material is
purchased from state companies, t00.”

According to Battle Mountain Gold
Chairman Douglas Bourne, the com-
pany set record second guarier and first-
half 1987 net income earnings. The se-
cond quarter 1987 net income was $9.2
million, up 51 percent from $6.1 million
in the second quarter of 1986.

For the first half of 1987, nst ncome
was $18 million, up 51 perosmt from
$11.9 million during the same period last
year. Revenues for the 1987 second
period were $229 milion, wp from
$21.9 million earmed the s=me quarter
last year. Revenmes for the first six
months of 1987 were $51.5 million, up
from $43 million = the f= Balf of 1986.

Cash costs at the Fortende mine de-
clined to $140 per ommcs = the first
quarter of 1987, comparsd with $160
per ounce of gold the same period last
year.

Production a1 the Sarprise site is ex-
pected to begim = am =zl rate of
15,000 to 18,000 ommcss 2 wear, accord-
ing to company repors.

With such bish profies and optimistic
plans for the fummrs exploration by near-
ly all major gold ===mg companies in
Nevada, it's o womder that they are
pleased Marvim Sedway's $16.50 per
ounce fee was d=fe=m=d Saws Joe Mur-
ray, ‘“Everyone Ef the Legslature fecl-
ing this was 2n egeeshie solstion. If you
work very long B the msmmg industry,
you don’t k= 2 ssver=mos = Wesell a
commodity that wiem e price goes
down, it can et Sewer=mcs t=xss have
shown over the ye=rs 0 devasi=te min-
ing. We don’t Bave 2=v prof @ being
taxed.™

But Marvin Sedway pomss out that
SJR2 will B=we = p=ss the next
Legislature ag=in 2md them g0 o Ne-
vadans for 2 voe=. He piass 0 lobby
heavily before £ comes = before the
voters. “l was sommewiar sm=ppy of
how the whole S=ss= w=s de=lt with in
the Legislanme.™ Be saws “The mining
industry persomzly =macksc me. The
final amount znd s=rms we =Tived at
were the best we cowmlid = [ wasn’t
pleased with the s==mms or &= amount.

“I think the =g Iadesry should
be paying 2 of $4) million a
year,” he adds. “MEmmg will i=ke two
million ocunces of =0l oex == projecied
this year. That's diose 3o $1 &dion in
gold. The mining mdssery Basn’t heard
the last of Mzrvin Sedeay ™ O




(Continued from page 7)

operators out of business and, ultimate-
ly, increase gas prices paid by con-
sumers. They proposed gas divorcement
legislation, in which the number of
company-operated stations in Nevada
would be limited, as the only way to
stop those practices.

Most legislators were skeptical,
however, and adopted this point of
view: ‘“‘If you want us to pass this legis-
lation, you’re going to have to prove
your allegations.”’

That’s when Greco the researcher
went to work. ““There are a lot of people
around the country who have managed
to get information on the oil companies
either through documents used as evi-
dence in court cases or through journal-
ists,”” Greco says.

Greco, along with NGRA President
Steve Yarborough, spent more than
2,000 hours compiling documentation
of the oil companies’ strategies and
practices. They listened to tapes from
hearings held on gas divorcement
legislation in other states. And through
their contacts, they obtained internal oil
company documents that outlined their
marketing strategies.

Greco also uncovered a secret Federal
Trade Commission report that recom-
mended a full-phase investigation of
ARCO. The recommendation was made
in 1983 after an investigator examined
internal ARCO documents that detailed
their marketing plans.

The report concluded: ‘““ARCO’s
enormous crude oil reserves give it no in-
centive to keep prices low after the inde-
pendents have left the market, because
the higher the retail price of gasoline, the
more its crude oil reserves are worth.”

The FTC never conducted the recom-
mended investigation, however. Instead,
the FTC lobbied against gas divorcement
legislation. It sent letters in opposition to
gas divorcement to every state consider-
ing this type of legislation. The FTC letter
sent to state Sen. Randolph Townsend
(R-Washoe County) called the proposed
legislation ‘‘anti-competitive.”’

But the secret FTC report was leaked
to a journalist by a disgruntled FTC
employee. ‘‘Someone who worked with-
in the FTC saw this document being
buried, made a copy of it, and gave it to

GASOLINE WARS

a journalist. Ultimately it found its way
into my hands,” Greco explains.

After accumulating a massive amount
of documentation, the next challenge
was to determine how to present the in-
formation to state legislators in a com-
prehensible way. This is when Greco the
teacher took over.

“The issue itself is easy. It’s about
killing off competition. But the way the
oil companies kill off competition is
complex, if you don’t understand the oil
industry,”” Greco says.

Greco, and the NGRA, set out to
educate state legislators. Every week,
legislators received as many as six hand-
outs that explained the NGRA’s case.
The handouts were prepared on the
computer and duplicated on the photo-
copier Greco installed in his motor home.

“I’m sure some of the legislators got
tired of the handouts. But other legisla-

tors told us they loved it and to keep it
up. It was giving them the bits and
pieces of information they needed to
make a wise decision,” Greco explains.
For hearings on the proposed legisla-
tion, Greco and the NGRA put together
an education package for each commit-
tee member. The package included:
@ The secret FTC memo
® Maps of the different pricing zones
in Las Vegas.
® A comparison that showed gas was
being priced what Greco termed ‘‘ar-
tificially low”’ in Las Vegas to drive in-
dependent operators out of business.
The comparison revealed Los Angeles
dealers were paying 10 cents a gallon
more for gasoline than Las Vegas
dealers. The NGRA contended prices to
Las Vegas dealers should be higher, as
Los Angeles is the source of gas for both
cities and Los Angeles dealers don’t pay
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pipeline transportation fees.

® Charts showing wholesale prices paid
by independent operators and ARCO
dealers on the same day. Independents
were charged 10 cents per gallon more
than ARCO dealers.

@ Charts detailing the decline in the
number of competitors from 23 to six
choices for price and service in the Las
Vegas area.

® An internal report produced by B.P.
Oil Co., a subsidiary of Standard Oil of
Ohio, Wthh outlined its plan to replace
its leased dealers with company-operat-
ed stations in the northeastern United
States.

® An internal report produced by
ARCO on its “bulk plant profitability
project,” which showed how the com-
pany removed 500 commissioned agents
from business to reduce competition.
The report included a termination
schedule, which detailed the month and
year the commissioned agents would be
terminated.

At the end of his synopsis on ARCO’s
bulk plant profitability report, Greco
contended that marketing reports on
ARCO’s plans to remove gasoline retail-
ers in Nevada were available to ARCO’s
upper management. The Assembly
Committee on Commerce requested

that ARCO supply the reports.

ARCO denied it had any intention of
taking over the Las Vegas market and.
called untrue allegations that the oil
company was conducting predatory
pricing. ‘“‘Some dealers are threatened,
not by ARCO, but by the marketplace,
the consumer and changing times,’’ J.D.
Kowal, ARCQ’s vice president of mar-
keting, testified before the Assembly
Committee on Commerce.

ARCO officials also refused to sub-
mit internal reports to the committee for
review, saying the reports contained
proprietary information that could be
useful to its competitors. A subpoena
was issued. ARCO refused to comply
with the subpoena and, for the first time
in Nevada history, the Assembly issued
a contempt citation.

Meanwhile, Greco was winning
friends and influencing people with what
Yarborough calls his “flamboyant, a=-
gressive, relentless style.” Greco regular-
ly took legislators to lunch and pressns-
ed the NGRA'’s case in his characieristic
blunt manner.

“I’d just lay my cards on the =ble.™
Greco says. “Sometimes I'd g=t inio 2
situation where I didn’t know how to be
diplomatic. I’d just say, “Well, Fmnot 2
professional lobbyist.” But afier a2 whils,

the legislators would =8 me, “Oh, yes
you are.” That's when I realized [ was
starting to be effecve™

Greco also became =fecowe at han-
dling the press. He prowed adept at
stating NGRA’s cas= 10 both the print
and television med=

For tclevison, B cpesizd on
drama to emphasizs the g2 s=rion deal-
ers’ point. Yarboromsh, who operates
the Lakeside 76 dealersiip = R=mo, Fkes
to recall how 2z Las Ves=s s=ievision
news tcam ffimed 22 ARCD é==l=r, who
had just gone om of Besmess “He took
off his shirt znd bemg ¥ o= the g2s pump
and told the reporser, “ARCD fmally got
what & wameed B sor & siat off my
back, and the mexs shirs thew™re going to
st sthe i ™

Greco == Bow =evmon  news
si=non D0 rucks smmeed by 2 fddlow
ARCO desier = Bowlider Gy, “The
Boelder Giy desler oouiid acozliy buy
£=s ot of e s=me Bhose B consumer
bers Tom = Las Wegss for See 10 &ight
s 2 glloe B @mm wi= ARCO
charped B @ Bmwe ¥ Sever=d 10 his
s=non.~ Ge=o agiams. I==, Greco
and offer === s=now deslers sold 300,000
lioss of g== Som S pemps 0 in-
dependens opes=noes befiors ARCO filed

Both gas station dealers and oil
companies attribute the passage of
gas divorcement legislation to
publicity in the press. So stay tuned,
there’s more to come.

The oil companies are presently
analyzing the best course to take to
overturn the legislation—either
through the courts or during the
1989 legislative session. Chevron
U.S.A. may challenge the law for
being discriminatory.

The law restricts the number of
company-operated stations permitted
in Nevada and does not allow expan-
sion of company-operated stations.
All the major oil companies were per-
mitted to retain their company-
operated stations, except ARCO,
which must reduce from 31 to 15 sta-
tions it owns by July 1988. If a dealer
goes out of business, he must be
replaced by another dealership.

The problem for Chevron is that
the company presently operates only

The Battle Is Won
But The War Continues...

one station in Nevada. Chevron is
not allowed to expand beyond that
one company-operated station while
ARCO is permitted to operate 15
stations.

“The law is discriminatory. The
Legislature took a meat ax approach
to the problem,” says Ben Smith,
manager of dealer and consumer af-
fairs for Chevron.

While ARCO hasn’t decided
whether to challenge the law in court,
it will attempt to have the law repeal-
ed during the next legislative session,
according to Ed Reilly, ARCO’s mar-
keting director. ‘“We believe the
legislation is flawed in several
respects,”” Reilly states.

ARCO’s challenge will be based
on three flaws it sees in the legisla-
tion, according to oil company lob-
byist John Sande III:

® Southland Corp., which operates
7-11 gas stations, is exempted from
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He ako = preperny » d&srbwes e
education packass pe=semied 10 Ne-
vada stzse el 1o ofer s=s o=
tion dezlers acoss Se cosmery. who
are engagssd I S choes

He amicpess 2 Gallenss Gurme the
next legsizne ssane “7 ow T il
be a baiie, bux 1 Sk we cap bold 5
law,” says Greon. “The ol compemes
won’t stop ther ofoes @ @ == of
the couniry josr becase of ow Ne-
vada. Hopefalis, we'll &= oowsh &
formation ca wh= Sey's= done =
make our bill cven somEs ™ il
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a complaint with the fire department.

Prior to leaving for Carson City,
Greco also met with the editors of Las
Vegas newspapers. The Las Vegas Sun
invited Greco and ARCQ’s representa-
tives to a closed-door debate before its
editorial board. They debated for three
hours to what Greco considered a draw.
Initially, the Sun remained neutral on
the issue, according to Greco.

But Greco feels it was time well
spent—although it was many months
before his efforts paid off. After being
cited for contempt, ARCO’s represen-
tatives worked out a compromise with
the Assembly Committee on Com-
merce. They agreed to turn over the re-
quested documents, if they would be
reviewed by a subcommittee of three
members and their contents would not
be released to the public.

At the same time as the compromise
was being worked out, a member of the
Legislative Counsel Bureau learned that
one of the subpoenaed documents, call-
ed a Strategic Planning Unit (SPU), had
been submitted as evidence in a Los
Angeles court case. A courier was hired
to obtain the document from the court
and deliver it to the subcommittee.

In comparing the SPU submitted by
ARCO to the version obtained from the
Los Angeles court, the subcommittee
learned that three introductory pages
had been left off of the document sub-
mitted by ARCO. The introduction
more thoroughly revealed ARCO’s in-
tentions in Nevada, according to Assem-
blyman Callister.

The subcommittee reported to col-
leaugues that the SPU was an ‘‘absolute
smoking gun.”’ The SPU and other doc-
uments corroborated most of Greco and
the NGRA’s claims, the subcommitee
stated.

Whereupon, the Las Vegas Sun’s
one-inch high headline the next day
screamed:  ““ARCO plot ousted
dealers.” And former governor Mike
O’Callaghan took ARCO to task in his
“Where I Stand” column in the Sun,
writing: ‘‘Jack Greco and the NGRA
have proven their point about the need
for protection from the giant ARCO.
Everything they told the Sun editorial
board several months ago has now been
documented by court records from Cali-
fornia.... In contrast our editorial board
was treated with a load of misin-
formation delivered by arrogant and
evasive ARCO officials and their highly
paid lobbyist.”

ARCO officials attribute their defeat

GASOLINE WARS

to a lack of media support and not hav-
ing the opportunity to adequately ex-
plain the SPU and other documents to
the Legislature and press. ‘“We had a
timing problem,” explains Ed Reilly,
ARCO’s marketing director. ““It all
seemed to mushroom at the end. The

ARCO refused
to comply with the
subpoena, and the
Assembly issued a
contempt citation.

articles in the Las Vegas newspapers
motivated the legislators to a certain ex-
tent. They weren’t as familiar with both
sides of the issue, and I blame us for
that. I don’t think we did as good a job
as we should have in explaining our side
of the issue.”

John Sande III, paid lobbyist for the
oil companies, concurs. Sande is one of
the most influential lobbyists in the state
and does not often lose a legislative bat-
tle. He attributes the oil companies’
defeat to what he calls ‘“media hype.”

“My style and the oil companies’ style
is not to try to do things in the press
necessarily,”’ he states. “We lost, in a
nutshell, because of the media’s involve-
ment in the issue and their painting it as
a battle of David and Goliath. The issue
got a momentum of its own, so that at
the end the merits of the bill were left
behind and it became mainly a media
hy.pe.”

Greco also partially attributes the
NGRA'’s success to the media’s interest
in the issue. ‘““When O’Callaghan realiz-
ed he’d been lied to, he really got lit
up,”’ says Greco in his usual frank,
unabashed style. ‘‘After that, the Sun
supported us in several editorials.”

Greco also relates how O’Callaghan
called him twice in the middle of the
night to check on the progress of the leg-
islation. ‘“Part of the personal experi-
ences I’ll always remember are my in-
volvement with some truly great Neva-
dans,” he says.

Another Nevadan Greco will never
forget is Assembly Speaker Joe Dini
(D-Yerington). Early in the legislative
session, Dini advised Greco to never lie
to legislators and if he didn’t know an
answer to tell them so. ‘“Be as credible
as you can and they’ll believe you,” he
said.

“That’s exactly what I did to the
point of being painfully meticulous. In
the long run, it made it very difficult for
the oil companies to poke holes in our
testimony because there wasn’t a place
to poke a hole,”” Greco observes.

His meticulousness was painful in a
personal way, too. The need to con-
tinually lobby for the legislation kept
Greco away from home for six months.
During the last month of the legislative
session, Greco did not even return home
for the weekends.

“That upsets me the most because I
have four children, including a two-
year-old. And when you have a child
that young, every day you miss is a day
you’ll never get again,”’ Greco says.

So when Greco finally motored out of
Carson City, he had mixed emotions.
On the one hand, he was homesick and
tired. One the other hand, he had the
satisfaction of his hard work paying off.

As Greco explains his feelings upon
leaving the capitol, you hear the gas sta-
tion dealer, teacher and man of principle
speaking: ‘“What I was trying to do was
stick my foot into their machinery. I was
doing it more as a citizen than as a busi-
nessman. I felt since I had the knowledge
of what was going on that I had a duty to
get the story told. And I did.” [i5]
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Nevada
Briefs

(Continued from page 12)

stretching down to San Diego, but the
company’s home will remain in Nevada.

Businesses Support
Olympic Project

Watch for the erection of the Olympic
Memorial Plaza at the site of Reno’s
Pioneer Theatre. While you watch,
you’ll probably notice a lot more than
construction going on.

During the various two-year phases of
this project there will be a reunion for all
the athletes, coaches—everyone con-
nected with the 1960 Squaw Valley
Olympics. There will also be special
events held before and during the 1988
Winter and Summer Olympics.

For now, though, keep your eye on
the chartered bricks which will become a
permanent part of the plaza. Each brick
sells for $45 and may contain up to 28
letters in its message.

According to Bruce Bogaert, presi-
dent of the committee, more than half
of the area’s casino properties are al-
ready represented there, about 40 small
businesses and several large businesses.
Beside businesses, many individuals and
families (people Bogaert refers to as
“Mr. and Mrs. Northern Nevada”) are
purchasing bricks.

In addition to helping erect the
memorial, -these brick purchases will
also help fund the following non-profit
organizations: 1989 International Win-
ter Special Olympic Games, Sierra Ice
Unlimited, Pioneer Theatre Auditori-
um, Biggest Little City Committee,
Nevada State Special Olympics and
Reno-Tahoe Winter Games Committee.

While the aid to these organizations
will be significant, this memorial will
also have a great impact on the Reno-
Tahoe area. Bogaert sees the plaza as
useful in lifting the pride in the com-
munity, which goes along with the Big-
gest Little City Committee’s objective:
“Renew the Pride, Restore the Interest.”’

Program Offers
Jobs To Seniors

Every year Nevada receives a grant
from the U.S. Department of Labor.
This grant—totaling $1.5 million this
year—goes toward providing 297 jobs
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for low-income workers at least 55 years
old. The jobs are then offered through
the Nevada Office on Aging, U.S.
Forest Service, and American Associa-
tion of Retired Persons.

The Office on Aging, for instance, is
alloted 59 slots, or job openings, within
the two programs under its administra-
tion. These programs are operated by
the Nevada Catholic Community Ser-
vices organization, with offices in Reno
and Las Vegas. Candidates are screened
for eligibility and are ususally placed in
public service positions, such as at the
local senior center or a thrift store.

Ultimately the goal of this program is
to help people become re-skilled so they
can move from subsidized employment
into the public sector within a year.

Busy Year
For Reno Better
Business Bureau

For nearly a year, northern Nevadans
have read repeated newspaper reporss
that the local Better Business Burean bz
been up to its ears in complaints and se=
vices. Those complaints, nearly thees
times more than the previous year, a==
still going strong. Says Don R. Cralle.
manager of the Better Business Burszs

of Northern Nevada, “This &= e

busiest year of our history.”

According to Cralle, there are ™o

main reasons. One, he says, is profesie
minor but has contributed to some =

tent. It is that more people are zw: i

the services the bureau provides zmd =
taking advantage of these services. =8
which are free to the public. !

Second, there are “‘one or moss™
cal companies doing mass mailines. -
though they are sent all across the oo
try, these mailings originate in the
area and offer a variety of procuss ==
services. These companies accouss S
major portion of the added eo '
burden which has been heaped
bureau.

Explains Cralle: “The noures
receive are from people who
know if it is a rip-off or a i
complaints are from people who S
sponded to the offers and are s
with what they receive, who f== >
mislecl. hoy *ha ‘nitinh nrdlime, o wo

later informed of additional fees or &=

structions involved.”
The bottom line? Says Crali=.
had to hire another employes, and

had to make a number of adjustmems

to handle the increased workload ™
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Not everyone looks for the same things in a
healthcare plan. Affordability is a top priority for
some, while others look for comprehensive
benefits.

That’s why Sierra Health and Life Insurance
Company, Inc. developed GEMINI, “the dual
choice healthcare plan.”

Here’s how it works . . .

1. EMPLOYEES CHOOSE THEIR OWN LEVEL

OF HEALTH BENEFITS. If they use Plan Pro-

viders, they will have lower out-of-pocket costs and
. no claim forms.

If they receive care from Non-Plan Providers,
they will get standard indemnity benefits with
calendar deductibles and co-insurance.

2. OUR LOCAL PROVIDER NETWORK is
organized and managed by Sierra Health and Life
Insurance Company, Inc. — specialists in man-
aged healthcare systems.

.
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The Dual Choice Healthcare Plan

From Sierra Health and Life Insurance Co., Inc.
Available to Employee Groups of 3 or More

y
,.||||||\

employees‘
Two points of view.
One healthcare plan.

3. COST CONTROL FEATURES, such as prior
authorization and review for all hospitalizations
and surgeries, are included to minimize high
costs.

Gemini also features employee cost-sharing to
reduce unnecessary utilization and plan expense.

4. PREMIUM RATE GUARANTEES include a one-
year rate guarantee with renewal rate increases
not to exceed the Consumer Price Index.

5. A DEDICATED LOCAL STAFF of experienced
professionals is available for sales, claims, and
member services.

Whether you're looking for the low-cost benefits
of a preferred care plan or the freedom of a
standard indemnity system, you’ll agree on
GEMINL. It's the only healthcare plan your
company will ever need.

Call 646-8350 (Las Vegas)
Call 784-8230 (Reno)

or call your independent insurance
broker for more information.
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