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sets you free! Why stay in a cramped
hotel room when you can enjoy all
the comforts of home .. .at a price you
can alford! W ith just one call. our
Housing Specialists can coordinate
the location you need, with the
amenities you want!
•

Apartments, Condos and Homes

•

Decorator furnish ings complete with linens,
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dishes, telephone and cable TV
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Credit cards accepted
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Corporate Housing

Maid service

A nationwide tempora ry housing service

WHEN YOU NEED IT. WHERE YOU
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for more information and reservations in
the

las Vegas area call: (702) 737-1277

or fax (702) 737-5509.
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Here's to the productive risk takers in Nevada. Entrepreneurs. They're the backbone of our economy.
We salute them. And we support them, with financing, services and expert advice.
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The Egyptian-themed
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Welcome to Las Vegas- The Family Entertainment Capital
A new dimension as entered the Las Vegas marketing mixfamily entertainment.
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Growth: A Watchword for Northern Nevada Casinos
Resorts to the north are experiencing a building and renovation boom
unmatched in recent years.

m
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Bally Slot Data System
This sophisticated system computerizes slot functions and provides
critical data to casino operators.

DJ

Sierra Health Services - Pioneering Managed Health Care
In 1972, when Anthony Marlon, M.D.formed Southwest Heart-Associates,
he didn't foresee the journey his decision would launch.

EEJ

Sierra Health Services' Corporate Campus Built in Record Time
Just 14 months after winning the bid, Koll Construction completed the
first phase Sierra Health's new headquarters facility.

EEJ

Speaking for Nevada
Positioning for Leadership: Nevada in the next century

EIJ

Profile in Success
Since its opening in February, the Las Vegas office of the American
Arbitration Association has become the fastest growing in the nation.
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Executive Profiles:
Alan R. Taylor- Providing individualized retirement planning.
Claus Eggers -At the helm ofValley Hospital.

EEJ

TaxTips
Properly timing your IRA withdrawals can save tax dollars.
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Nevada Briefs: PriMerit gives mobile home to low-income senior o
New CEO named for First Interstate Bank of Nevada o Longtime Nevada
architects open statewide offices o Bally Gaming names new account
executives o Stateline construction projects near completion.
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Business Indicators & Analysis: The opening of three major Las Vegas
resorts should push the overall growth in gaming revenues above the
current 4.5 percent monthly average.

TAKE A
NEW LOOK
AT THE
OLD WEST
We're an old favorite with a brand new look!
Sam's Town is growing and expanding to become
the Best in the West. We're still the same great Las
Vegas resort specializing in warm Western hospitality. Enjoy bowling 24 hours a day. Shop for gifts
and apparel in the Western Emporium. Dine in any
of our five great restaurants. Kick up your heels in
the Western Dance Hall or Roxy's Saloon. Bet your
favorites in the expanded Race & Sports Book, now
with 60 video monitors and the only pari-mutuel
betting on the "Boulder Strip." Play your favorite
games including over 2,100 generous slots in our
60,000-square-foot casino. Park in one of two
"Parking Barns," with a total of 2,000 covered, welllighted spaces!

Here's What's Coming in '94:
• Spectacular 25,000-square-foot atrium with lush
greenery, waterfalls, footpaths, and a mountain

• 650 beautiful new rooms and suites, ma ny
overlooking the park
• New Papamios Italian Restaurant and Buffalo
Bill's Western Steakhouse & Saloon
• International Food Court for snacks and
specialties
• New pool area with snack bar and volleyball
court
• Expanded convention and meeting center
• Additional shops
• Final Score sports bar, including indoor basketball key court, darts, billiards, and computerized
interactive golf
• And much, much more!
Naturally, you can continue to enjoy all of our
fabulous amenities during our expansion. So, stop
on by and visit an old friend, Sam's Town, 'cause
we're doing up the town!

by Jim Barrows

Adding that single word, "family",
to the famous Las Vegas moniker represents an investment of nearly $2 billion
-and that's just in 1993. When the threesome of themed mega-resorts - MGM
Grand, Treasure Island and Luxor opened their doors, Las Vegas turned a
corner and left a timeworn image behind.
And while the glitz, the gaming and the
glamour still remain, a new dimension
has been added to the city 's marketing
mix: family entertainment.
To many observers, the dramatic transformation has occurred at a precipitous
pace. However, the evolution from an
adult gambling mecca to a family vacation destination actually began inauspiciously 30 years ago: In the mid-1960s,
Major Riddle 's Dunes Hotel provided
nursery space for the children of employees and, on occasion, for the tag-along
offspring of a casino patron.
8 Nevada Business journal •
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With the 1967 opening of Caesars
Palace, Las Vegas experienced its first
themed resort. But it wasn't until the
debut of Jay Sarno's Circus Circus in the
early '70s that a resort actively targeted
children as patrons themselves.
Now, imaginatively themed hotels line
the Strip, each contributing to the increasing inventory of rooms which house
vacationing families. In 1993, 10,000
new hotel rooms were built. Another
2,000 rooms will be added in 1994.
All together, by the end of 1994, the
nation's second-fastest growing city will
feature an astounding 90,000 hotel
rooms. Future projects will take that
count to more than 100,000. In fact, Las
Vegas now claims nine of the 10 largest
hotels in the world.
The target of this furious construction
activity? An estimated 85 percent of the
American populace who have yet to set
foot in Las Vegas. A large percentage of
this untapped market segment seeks family-style destinations which can provide
more value for their recreation dollar.
If recent numbers are any indication,
the direction the Las Vegas resort industry ha~ taken is beginning to pay off.
Circus Circus Enterprises' first venture
into family-style resort planning (Circus
Circus Hotel/Casino) was so successful,
construction for the corporation's two
sister properties - Excalibur and Luxorwas financed from corporate cash flow.
~ chael Rumbolz, corporate development director for Circus Circus Enterprises, believes Las Vegas could surpass
Orlando, Fla., as the nation's prime tourist destination.
Las Vegas Convention and Visitors
Authority President Manny Cortez said
tbemed resorts are Las Vegas's newest
marketing key. The average tourist stay
here is three nights. Cortez predicts the
ew attractions could extend that stay to
our or five nights.
Las Vegas Chamber of Commerce
President Mark Smith predicts that the
area's newest attractions will draw 25
million visitors during 1994. This num~ represents an increase of 16 percent
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over 1992's figures of 21.9 million visitors. (Official numbers for 1993 were not
available as of this writing.)
MGM Grand CEO Robert Maxey
commented on the philosophy of majority stockholder Kirk Kerkorian, "We
needed more destination resort and nongaming attractions to take Las Vegas to
the next level." Besides the MGM Grand
resort and theme park, the company plans
a $15 million monorail linking Bally's
and MGM Grand. Max~v said the monorail could be the first step in a system
linking the airport, the Strip, Convention
Center and downtown.

Cashing in on the resort industry expansion, southern Nevada's economy has
grown at breakneck speed. The Treasure
Island, Luxor and the MGM Grand together represent $1.8 billion in new construction. Next year's projects will tally
$305 million. In property tax dollars
alone, the casino building boom will contribute nearly $13 million to the coffers
of Clark County and its subdivisions.
Providing a veritable workshop on
trickle-down economics, benefits of the
resort diversification are wide ranging.

Increased retail sales from both visitors
and locals alike fund sales tax collections
which comprise 34 percent of Nevada's
budget. In fact, as a result of increases in
sales tax receipts, Governor Bob Miller
recently lifted a state hiring freeze on
some 1,200 vacancies.
Higher visitor volume and increased
convention bookings bring more dollars
to the gaming tables and cash flow to
Nevada's infrastructure. Indeed, revenues from gaming and entertainment
taxes represent a whopping 44 percent of
the Silver State's general fund.
Attracted by one of the fastest growing job markets in the nation, census
watchers estimate 4,000 newcomers a
month are moving to Clark County. Between the Treasure Island, Luxor and
MGM Grand operations, about 40,000
jobs will be added to the local economy.
While hotel officials are reluctant to
disclose statistics, the MGM Grand 's
payroll may top $180 million a year. By
comparison, the MGM Grand has more
workers than are employed by the entire
mining industry of Nevada - one of the
top ten gold-producers in the world.
Furthermore, the employment growth
doesn't stop when a new resort opens its
doors. "For every job in a hotel-casino,
roughly one other job is created in the
community," according to R. Keith
Schwer:. director of the Center for .Business and Economic Research at the University of Nevada, Las Vegas. His rule of
thumb: three new jobs for every added
hotel room, or a total of 1.5 direct and
1.5 indirect jobs per added room.

Schwer likes to refer to the pirate ship
battles, the Sphinx laser show, the erupting volcano, as the new "gee whiz factor" of the Las Vegas Strip. Ferris wheels
at the I-15/Stateline casinos, the "Fremont Street Experience" laser light show
extravaganza, thrill rides and monorail
links will draw crowds vastly different
from those habitues of Las Vegas casinos
in the years following World War IT.
"A city that once relied solely on gamNovember/December 1993 •
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bling, showrooms and restaurants to
entertain visitors is giving birth to multibillion-dollar resort concepts designed to
attract a wide spectrum of domestic and
international travelers," according to
Myram Borders, chief of the Las Vegas
News Bureau. "The curtain is closing on
a young raucous town that, for many
decades, was an only child on the gambling stage. Las Vegas has entered a new
age. It will never be the same."

Sixty miles south of Las Vegas, the
shockwaves of prosperity have also
rumbled through the cluster of casinos
along I-15 at the California border.
"In the third quarter of 1993," said
Primadonna Resorts CEO Gary Primm,
"we were unable to meet the demand for
rooms on weekends, and had to turn
down nearly 42,000 room requests."
Whiskey Pete's, one of Primadonna's
two Stateline resorts, is adding 350
rooms this month and 187 more in the
near future. Buffalo Bill's, a new $90
million casino-resort, is scheduled to
open here next summer.

If hotel executives make any predictions
on Las Vegas growth, they are generally
short-term ones.
"I can't say where we'll be 25 years
from now," said Boyd Gaming Corp.
CEO Chuck Ruthe. "I can't even accurately predict where we'll be in 10 years,
but Las Vegas has both feet on the
ground. We'll see tremendous expansion
in the next 10 years, restricted only by
natural resources, such as water."
"In the coming years, Las Vegas will
be one of the best family and vacation
places in the world," said Bruce Becker,
Arizona Charlie's CEO. "In 10 or 25
years, it will still be the biggest convention city in the nation."

To help keep track, here is a breakdown
of new and planned projects:
10 Nevada Business journal •
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1993
Circus Circus Grand Slam Canyon:
This $90 million theme park opened in
August and features southern Nevada's
ftrst roller coaster. Other attractions include a state-of-the-art laser tag arena, a
water flume ride and animated dinosaurs
throughout the park - all housed under a
pink glass dome.
MGM Grand Hotel, Casino & Theme
Park: Opened December 18 on 112 acres
at the comer of the Strip and Tropicana
Avenue, it carries a $1 billion price tag.
Thirty stories tall, it has 5,005 guest
rooms that include 751luxury suites, and
is billed as the largest hotel in the world.
The 171,500 square-foot casino - so
large that it has been divided into four
themed sections, has 3,500 gaming machines and 165 table games. Beneath a
seven-story Emerald Dome is a fantasy
recreation of the Yellow Brick Road and
Wizard of Oz characters, plus a special
effects and magic show. A special events
center can be quickly transformed to provide seating for more than 15,000 boxing fans . A 33-acre theme park offers 12
major attractions, nine themed areas, two
wedding chapels, 10 food-and-beverage
outlets and 11 retail shops. The newest
resort will have an estimated 8,000 employees. Besides gaming and sales taxes,
it will add nearly $7.2 million a year to
Clark County's property tax receipts.
Treasure Island: Opened with a bang
(and the implosion of the old Dunes
Hotel) on October 28, the 36-story resort
has 2,900 guest rooms, including 212
suites and is aimed at middle-income
vacationers. Next door to the Mirage's
erupting volcano, it features hourly sea
battles every night between a British frigate and a pirate ship. A monorail links the
resort with the Mirage. Treasure Island
employs about 4,300 and will pay
slightly more than $3 million a year in
county property taxes.

Luxor Las Vegas: Opened in October
at a cost of $375 million, the Luxor was
funded from Circus Circus Enterprises
free cash flow. Its 2,526 rooms include
14 suites and 236 Jacuzzi suites. The
100,000-square-foot casino sits amid the
pyramid's atrium. Attractions include: a
series of "participatory" adventures involving cutting-edge movie technology;
a prototype Sega USA high-tech arcade;
a full-size replica of King Tut's tomb;
and seven eateries. The resort aims at
"the upper bracket of the midstream market." Luxor's skyward-directed beam of
laser light is said to be visible at cruising
altitudes from Los Angeles, nearly 300
miles away. The resort employs more
than 3,500, and will pay nearly $2.7 million a year in property tax-es.
Rio Suites Hotel: A $37 million ex•
pansion project has been completed, including the addition of a new 437-suite
hotel tower, almost doubling this resort's
room count. The project included expansion of one restaurant and the opening of
another. More meeting space has been
added. Construction proceeds on another
$25 million phase, adding: three-quarters
of an acre of casino space, a themed restaurant, a circular entertainment-restaurant complex, another swimming pool,
more recreation areas and a two-deck garage. The resort's 861 suites could eventually be expanded since the property has
zoning approval for 2,400 rooms.

1994
Boomtown Hotel, Casino and RV
Resort: This $70-million complex is
being built on Blue Diamond Road a
short distance from the end of the Strip.
Modeled after its counterpart in northern
Nevada, it will have a 300-room hotel,
500-space RV park, two restaurants, an
800-seat showroom, and nearly an acre
of casino area with 1,000 slot machines
and 30 table games. Its motif will be that

of an old Western mining town. Opening
is scheduled for the summer of 1994.

Sam's Town: Constantly expanding,
the latest additions to the Boulder Highway complex will include a new ninestory hotel with 650 Western-styled
rooms and suites; a 25,000 square-foot
atrium and indoor park, gift store, logo
shop and general store, and several new
restaurants. Completion of this $90 million phase is expected next spring.
Boulder Station: This Palace Station
twin is being built just off the Expressway at Boulder Highway and Lamb
Boulevard at a cost of $85 million. The
13-story tower will have 300 rooms. The
casino, nearly two acres in size, will have
1,900 slot machines, 40 table games, a
large bingo parlor and keno lounge, and
a race and sports book. There will be five
restaurants and seven fast-food outlets,
five bars, a video arcade and gift shop.
The facility is expected to open next
summer, -providing an estimated 1,700
jobs and adding more than $600,000 a
year to the county's property tax receipts.
Stratosphere Tower: The tower phase
of this Vegas World attraction, helped
along by a fresh infusion of cash (ironically, from a Minnesota Indian reservation gambling entrepreneur) should open
by fall of 1994. Costing upwards of $58.5
million, it will be 119 stories tall - at
1,012 feet, it will be 28 feet taller than
the Eiffel Tower in Paris. A three-level,
30,000-square-foot casino addition is
planned at the tower's base. In the 12story pod atop the tower will be a revolving restaurant, cocktail lounge, wedding
chapels, observation deck, "thrill rides"
and specialty shops. It is already at about
half its ultimate height, and is expected
to add 630 new Vegas World employees.
Arizona Charlie's: This Westernthemed hotel-casino on Decatur Boulevard plans to add 168 rooms. A Labor
Day 1994 opening is scheduled for the

$20 million project. It will add 350 employees to the 1,200 workers at the enterprise's various facilities. Another smaller
Charlie's Bar will be opened in 1994.

Silver Nugget: A $3 million expansion
project should open January 1. It includes
72 rooms for this North Las Vegas property, a 24-lane bowling alley, a 3,000-seat
boxing arena and a larger casino.

In the future
ITT Sheraton-Desert Inn: Sheraton
plans to expand the Desert Inn's casino
(initially, from 17,000 square feet to
47,000 square feet) and build a 1,200room tower, bringing the Desert Inn
room count to nearly 2,000. Cost of this
phase is $175 million. Sheraton plans
later to expand the resort to a 5,000-room
mega-resort covering its adjacent 35
acres of Strip frontage. It will target "the
traveler who is looking for more luxury
and is willing to pay for it."
MGM Grand: A month before its
mega-resort opening, MGM officials
announced plans for a $300 million resort - "a destination resort of its own,"
said CEO Bob Maxey - on the 18-acre
vacant corner ofTropicana and the Strip.
Details will be announced next spring.
Gold Strike Inn: The Clark County
Planning Commission has approved
plans for a 17 -story tower subject to
visual impact conditions sought by the
National Park Service. The property is
located on U.S. 95 near Lake Mead.
Caesars Palace: A $250 million facelift and expansion is planned over the
next three years to make the resort "more
Romanesque': That includes the $25-million "Caesars Magical Empire", a twohour magic act and dining show, set to
open in the spring of 1995. The luxury
Forum Shops mall will have a $65 million, 100,000-sguare-foot expansion

modeled after a "Lost City of Atlantis"
theme. The casino will gain 30,000 to
50,000 square feet of gaming and restaurant space. The porte-cochere and south
face of the resort will be remodeled.

Dunes site: Mirage Resorts may build
a resort based on Rick's Cafe of Casablanca fame. Concepts are being developed for the remainder of the property.
El Rancho Hotel: Las Vegas Entertainment Network put up $10.5 million
toward purchase of this, the former
Thunderbird Hotel on the Strip. LVEN's
plans call for two multi-story towers resembling a pair of giant cowboy boots,
and doubling the number of rooms for a
total of2,000. Plans also include a Countryland U.S.A. theme park. LVEN hopes
to re-open the facility in 1994.
Main Street Station: The Boyd Gaming Corporation is buying this shuttered
400-room downtown hotel-casino for
$16.5 million. It is using the rooms for
overflow, and plans at least a 900-car
parking structure.
Lake Las Vegas: Currently under
development by Transcontinental Properties, this $3.8 billion, 2,245-acre master-planned community surrounding a
320-acre lake is described as an international destination resort which will attract extended-stay vacationers from
around the world. Located just minutes
from the Lake Mead National Recreational Area, Lake Las Vegas has plans
for up to six luxury hotel/casinos and five
championship golf courses. The lake itself will feature fishing, water sports and
a 20-acre wetlands park.
•
Jim Barrows retired after 27 years with the
Las Vegas Sun, where he covered city and
county government. He served as Sun city
editor, editorial page editor and managing
editor. For the last seven years, he explored
hotel accommodations in more than 30
countires and 2o sJtJJes .as .SM J.rgve.l e.O.i.tPl:November/December 1993 •
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GROWTH: AWatchword for
Northern Nevada Casinos
by S.M. Luna

Earlier this year, the Carson Valley Inn completed an expansion project which features
a new motor lodge, extended casino space and additional restaurant amenities.

Albeit not on a dollar-for-dollar par with
their counterparts to the south, casinos in
northern Nevada are experiencing a building and renovation boom unmatched in
recent years. Despite past reports of a
stagnant gaming economy in the north, a
number of resorts in Reno, Carson City
and Lake Tahoe have completed, or have
made plans for, expansion and renovation.
One small, yet popular, property - the
Carson Valley Inn in Minden - debuted
some brand new features last May.
According to Carson Valley Inn General Manager, Shawn Smyth, "Our recent
expansion incorporates many of the suggestions we received from our customers
over the past few years. The casino expansion required adding on to an existing
building while keeping the operation open
24 hours a day. We are most thankful to
our customers and employees for the patience and understanding during the seven
months of construction."
12 Nevada Business journal •

November/December 1993

Smyth is quick to point out his staff's
dedication and team spirit which kept the
casino running smoothly even under difficult conditions.
"Employees often had to be picked up
by the Inn's 4-wheel drive vehicles during last winter 's extreme conditions. Despite the snow and ice, the employees still
worked efficiently and the general contractor for the Inn's expansion, Krump
Construction of Reno, never stopped their
efforts to complete the site," said Smyth.
Central Sierra Construction built the new
motor lodge, while Worth Group Architects served as architect for both projects.
With the expansion complete , the
"CVI", as it is known affectionately by
locals, now has 580 slots and videos, 13
table games, three casino bars, and a new
state-of-the-art electrostatic filtering system that constantly removes smoke from
the casino air. The project relocated and
enlarged the keno lounge, casino cashier

area and the sports book. Other perks featured in this face-lift are larger restrooms,
a new gift shop, coat check area, and a
new game arcade. Several new management personnel offices were added that
were originally located off the property.
The expansion has made the jobs of the
employees easier also with the doubling
of the laundry facilities, enlarged reservations and PBX offices, a lounge for tour
bus drivers, 25 percent more paved and
lighted parking for the patrons, and a new
and expanded slot repair shop.
Katie's, the Carson Valley Inn's 24-hour
restaurant was improved with a full scale
remodeling of the kitchen. Two new casino bars were added: PJ's Pub offers a
"corner bar" atmosphere with affordable
appetizers and the Sports-·Bar features
seven TV s. Fine dining is featured in the ·
Inn's newest restaurant, Michael's.
Smyth says the Carson Valley Inn wants
to appeal to every traveler. The new 76room motor lodge is located just down the
street (Hwy 395) from the casino. This
lodge offers convenience to driving tourists, less expense and a three-minute walk
from the Carson Valley Inn.
Reno's Flamingo Hilton Communications Coordinator Dawn Egami discussed
changes planned for this downtown casino, "We want to give the casino a festive, open-air feeling. The changes to
come will give the casino more natural
lighting making the environment more
pleasant. The expansion is going to be
3,000 square feet which also includes
making changes in the valet entrance."
Egami said the windows will be put in
right over the entrance, "We want to improve the look of the entire property."
Downtown neighbor Eldorado Hotel
and Casino has some major proposals for
its 1994-1995 expansion. There will be a
basement-level 30,000-square-foot convention facility, including a full-scale banquet kitchen. Beyond that, a ground level
30,000-square-foot addition to include a
new casino with 500 new slots and 12
table games. To attract entertainmentseeking crowds a 350-400 seat cabaret

showroom, and a expanded race and
sports book are planned. New loading and
delivery dock areas also will be added.
The Eldorado's mezzanine will feature
a 30,000-square-foot addition. This will
include expanding the La Strada restaurant and adding a state-of-the-art theatrical addition in the restaurant area. Making it a festive place is part of the plan by
adding a marketplace buffet restaurant
and a 300-seat grill and rotisserie restaurant. A European street scene malVconcourse service level, as well as a bakery
and butcher shop, will entice shoppers.
Much lies in the future with this $45
million dollar project. The completed
project will feature a 20-story hotel tower
which will include 228 spacious guest
rooms, 38 new comer suites and four additional penthouse suites, plus a health
club with a covered pool and atrium area.
Under the strict regulations and restrictions of the Tahoe Regional Planning
Agency, Lake Tahoe's casinos try to
spruce up while still staying within the
limits. Harrah's Tahoe has some inside remodeling planned for 1994 according to
Communications Manager Pat Martin,
"There are plans to expand the arcade and
change the south side of the casino. We
don't have any major plans for remodeling at this time."
Lake Tahoe's Lakeside Inn has recently
opened a new wedding chapel and full
service wedding facility. The chapel offers full wedding details including rehearsal dinner, honeymoon plans, flowers and cake. The chapel presents a quaint
indoor garden setting that will seat up to
120 guests making it the largest of its kind
on the South Shore.
Lake Tahoe's Harvey's has plans to
move into the Las Vegas gaming market
by opening the Hard Rock Hotel and
Casino modeled after the London cafe.
Harvey's is heading east as well, having
commenced work on plans for a 118-room
hotel and 40,000 square feet of casino
space in Denver, Colo.
The Peppermill has had its expansion
open for some time now. It offers an enlarged casino, plus new lounge and res-

The Reno Hilton has a $84-million renovation project underway which will be
completed by mid-1995.
taurant space designed to give customers
comfortable gaming areas with a wide selection of food and beverage options.
The expanded game areas have 175
new slot machines, the restaurants offer
an international food court where customers can actually fax in orders for extra convenience asking for Italian, Chinese,
Mexican or American cuisine.
The restrooms of the Peppermill are
equipped with water saving faucets,
emphasize comfort and have modern
accommodations for the handicapped.
Total expansion for the Peppermill Hotel
Casino covers 11 ,400 square feet.
Boomtown is offering something new
for everyone with their recent renovation.
There is a multi-million dollar theme park
called Boomtown's Family Fun Center.
This 40,000-square-foot expansion includes a 18-hole indoor miniature golf
course, a replica antique carousel, a dynamic motion theater and more than 200
video redemption games.
Opened June 1, 1993, the park's 18-hole
indoor course is set around a ghost town
theme. The replica carousel is modeled

after carousels of the early 1900s and features horses for kids of all ages and sizes.
Harrah's Reno is offering a unique
place to visit according to Communications Manager Jef Bauer, "We are taking
the leap by offering a nonsmoking sportsbook with a full-fledged sports theme. The
nonsmoking idea has really taken off," he
said, "we have had so many guests come
up to us and let us know how nice it is to
be in a smoke-free area for once."
Other projects planned in 1994 for
Harrah's Reno include an 18-story hotel
tower with 422 rooms.
The Reno Hilton is topping the town
by planning an $84-million renovation of
the hotel and casino. Work on the project
began in June of 1993 with completion
expected by mid-1995. The first phase of
this renovation included an overhaul of
the resort's 2,001 guest rooms and all
hotel corridors. The oversized guest
rooms were stripped and redone.
"We're taking the rooms and corridors
down to bare walls, getting rid of everything and starting from scratch," said
Hilton Reno Vice President, General
Manager Tony Santo. The hotel will remain in operation throughout the renovation with no disruptions to the guests.
During phase two, the casino will be
divided into four "Big West" themed areas: the Superbook which will feature the
Balloon Launch Cafe and the Pylon Bar;
the Salmon River leading to the Pony
Express Station and the new restaurant
complex; the Monument Valley, complete
with stunning red rock formations; and
the Pacific Northwest forest which will
shelter the new gift shops and entrances.
The expanded hotel desk will feature
faster check-in, an enlarged valet area and
state-of-art computer links to the worldwide Hilton reservation system.
Also coming to the Hilton is an electronic sports center where the race and
sports book will offer seating for 400 patrons in front of double rows of 26 TV
monitors and screens.
•

S.M. Luna is a free-lance writer based
in Minden.
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It'sAll Systems Go for the
Bally Slot Data System
Bally Systems President Bob Conover is relatively young.
So is director of marketing and support, Marc Comella.
So are most of the other members of key management of
this subsidiary of Bally Gaming, Inc. Yet they all bring
diverse backgrounds and an exceptional amount of practical experience and company commitment to their jobs.
Says Conover, "Bally Systems has a
good product, but its best attribute is the
quality of the people that the company
brings together."
Conover began his career with Bally in
1979 as director of management information systems (MIS), and helped to open
the Park Place Casino in Atlantic City in
December of that year. At the time, it was
the only casino property in Atlantic City
with an on-line slot system- other sites
used traditional manual tracking.
As technology advanced during the
1980s, the larger casinos aimed to computerize slot functions. Currently, all 12
casinos in Atlantic City have on-line capabilities, nine of which, notes Conover,
are Bally Slot Data Systems (SDS).
The present SDS is really four products in one. The "SDS-11" offers an online package that monitors accountability, security, maintenance and player
tracking. It produces vital information
which supplies casino staff with the data
needed for careful analysis of the best
performing slots. The statistics are so
complete, it can be easily determined
which machines, models and locations
provide the optimal return.
The SDS-11 is able to accurately monitor the maintenance histories and performance of as many as 3,000 machines
through its exception codes. These codes
14 Nevada Business Journal •
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convey information of any failures on the
slot. It is regularly scanned for meter readings and mechanics data. The central computer absorbs this feedback and provides
details which can be analyzed to interpret
maintenance procedures, marketing and
accounting issues.
The excellence of the accountability
package is unparalleled , according to
Conover, but he also believes the true
" win-win" of the SDS-11 is the player
tracking system. What separated the Bally
SDS from any other system was the development in 1985 of the player card. This
marketing component initiated player
tracking through the personalized player
card. It appeals to casino management
because of its ability to communicate directly with the player base. It was the catalyst for the growth in sales of the SDS-11.
This player information has the potential to generate new revenue. The system
can statistically evaluate the playing activities of registered customers. Additionally, it can alert management to machines
with "hot players" so a staff member can
recruit that patron for a player card. Once
enrolled, the marketing department can
encourage the player to return through a
variety of special promotions.
Conover estimates Bally's Park Place
scans two million card ratings (the time
from card insertion to withdrawal) per

month. The system is so sophisticated, it
can be programmed for use in multi-site
casino operations.
In 1991 , Bally introduced a new unit
called the "DMK" - a card-reader with a
10-key pad which will make the slot more
interactive. The player will be able to
communicate on many levels with management, imitating the operation of a bank
automatic·teller machine.
An innovative distinction of the DMK
is its cashless playing system. A debit
"smartcard" lets the customer bet a monetary credit allowance by deducting the
amount from a personal bank account.
The card racks up the credits, and totals
the wins for cash redemption.
Marketing studies indicate the more frequent, active players prefer the speed of
the credit system rather than·the clanging
sounds of dropping coins, especially in ,
the higher-priced slots.
Another unique feature offered only
with the SDS is a bill changer module.
This module was designed to provide
maintenance, security and accounting information for a variety of bill changers,
both "revenue neutral" and" revenue affecting". Additionally, this module takes
into consideration the impact revenueaffecting changers have on slot machines
and is built to ensure the accurate reporting of a slot machine's win.
SDS software is versatile enough to
interface with any slot machine product,
and is available for any "hopper-paid"
casino environment.
Bally's conducts the research and development for these sophisticated systems
at its headquarters in Reno, where the
marketing department and maintenance
support group are also located. Offices in
Las Vegas and Atlantic City provide additional customer support.
Although the casino slot industry comprises the lion's share of Bally's market
penetration, the emerging video lottery
field offers opportunity for expansion.
According to President Bob Conover,
Bally's Video Lottery Central Site System is being spearheaded by a separate
development team and state-of-the-art

technology using the most highly advanced tools. "We are developing the new
system from the ground up. We believe it
could be used in the future in any type of
non-casino multiple-site environment.
Under the supervision of Mike LeStrange,
Bally's vice president of research and
development, we know that the fmal product will be outstanding."
The system creates a method for thousands of location terminals to network
and transmit data to a central site. The
Bally Video Lottery System (VLS) will
be independently marketed to territories
where lottery legislation has been enacted.
With the technological advances in
gaming systems available now and in the
future, many opportunities and challenges
exist worldwide for Marketing Director
Mark Comella in securing new customers for Bally Systems. Comella has a
unique blend of MIS and casino experience, balanced with a business administration education. His expertise is a combination of theory and hands-on training
having served as systems analyst, data
administration manager, application development manager and director of MIS
at various casino properties.
Comella has developed an attractive
program for the firm's customers which
offers volume discounts and trade-in allowances at specified levels. "Numerous
markets are opening up," says Comella,
"My job is to increase our market share
wherever a slot data system approach
would be beneficial and profitable."
The results of Comella's efforts are
impressive: Five new SDS systems have
been installed in a five-month period- a
substantial increase over previous periods.
The Bally Systems group looks ahead
to 1994 and growing opportunities to
provide service to the expanding gaming
market. "We are in a service industry,"
says Comella, "We offer the products and
services to help our clients do their jobs."
Both Bob Conover and Marc Comella
agree their company will be "measured
by its product quality and how well the
support staff can service the customer."
And they're confident Bally Systems
employees will meet the challenge. •
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WE'VE HELPED LAUNCH
MORE SMALL BUSINESSES
THAN LEMONADE.
Come to think of it, lemonade stands are abo ut the only small businesses we haven't had the
pleasure oflending money to. (At least not yet.) At U .S. B ank, we salute small businesses
and we recognize the kind of special support they need. That's why we offer established
small busine sses a variety of loan programs , such as our SBA loan. Which can provide
r eso urces to help prop e l your business to the next level. If yo u've been considering a
loan, give u s a call. W e' ll take th e time to make sure you get the one that 's right

foe you. A polioy that m an y of o uc omtomw find cathec cefre•hing.
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Sierra Health Services
Pioneering managed health care
IN

1972,

WHEN

ANTHoNY MARLON

M.D.,

JOINED WITH

TWO FELLOW CARDIOLOGISTS TO FORM
SouTHWEST HEART AssociATES, HE
DIDN'T FORESEE THE JOURNEY HIS
DECISION WOULD LAUNCH.

Today, 20 years later, Marlon reports
to work at a large office decorated in warm
southwestern hues and furnished in
mahogany. The sign on the door identifies him as Chairman, President, and
Chief Executive Officer of Sierra Health
Services, Inc. Outside the door is 25 acres
of land where Sierra's new corporate
headquarters reside. Eight subsidiaries,
comprising Sierra's family of companies,
provide or arrange for the provision of
health care services.
"Certainly nobody envisioned the company as it exists today," Marlon said.
Southwest Heart Associates became
Southwest Medical Associates in 1977
with the addition of a family practitioner.
Marlon realized that with the addition of
a new acronym to the language - HMO
(Health Maintenance Organization)- the
practice of medicine was about to change.
"When we started the company, the cost
of health care was out of control. I started
(Sierra) to address those concerns."
In 1985, the provisions of the federal
Health Maintenance Organization Act
SHS-2 •

urged doctors to form HMOs. Marlon
accepted the invitation. "I thought it was
an idea whose time had come, and brought
in insurance products to support the growing group of doctors, help control medical costs, and create an integrated delivery system of health care services."
But as Sierra Health Services expanded, and became a public company in 1985,
the demands on Marlon compelled him
to give up his medical practice. "I tried
for a while to continue seeing patients a
few days a week, but the phone would
ring with demands on the business end,
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and pretty soon it became clear I couldn't
continue to devote time to the clinical
side. I chose to focus my efforts on the
administrative side to help all of Sierra's
clients, not just my own patients. The cornerstone of our philosophy was, and still
is, to deliver care that is necessary,
appropriate and fairly priced. This belief
is incorporated in the company's mission
statement to this day," said Marlon.
In 1989, Sierra Health Services ranked
23rd on a survey conducted by Forbes
Magazine of 5,000 international growth
companies. The company is now in the

SI ERRA HEALTH SERVICES

midst of an exciting time of growth and
change. Earnings in 1992 increased 23
percent to more than $235 million, membership topped the 186,000 mark, more
care-giving sites were added, and many
existing sites doubled in size.
"Along the way, I managed to hire and
retain some very talented people, who
have been able to bring this organization
to the next level," Marlon said. As of
December, 1993 there were more than
1,400 employees working throughout the
parent company and its subsidiaries, an
increase from humble beginnings of three
people. "I've experienced a great deal of
pride by watching individuals who have
been with me for 20 years develop to become company vice presidents. All in all,
this gives me the most satisfaction."
The presidency of Southwest Medical
Associates (SMA), the firm that started it
all, has passed to Jerry Reeves, M.D. With
eight medical facilities serving 1,000 patients a day, and more than 100 providers
in 20 specialties, SMA is the largest of
Sierra's subsidiaries, and the largest multispecialty group in Nevada.
"We deliver the majority of medical
services to those patients who are a part
of the Sierra Health Services family," said
Reeves. Over 80 percent of Health Plan
of Nevada's members have chosen Southwest Medical Associates to be their primary provider of care. The company also
serves a number of patients who are insured by other companies.
Reeves has witnessed the transformation of Las Vegas from a community with
a questionable reputation in health care
to a city rivaling any major U.S. metropolis. "When I first arrived, it was difficult
to recruit physicians to Las Vegas, because
of its 'Sin City' reputation. That is not the
case today," stated Reeves. "The recognition of excellent hospitals and nursing
services has encouraged physicians torelocate, including many from Harvard,
Baylor and other top learning institutions.
"Such distinguished additions to the
SMA staff represent only one reason why
SMA is becoming recognized as the

lN 1989, ON A SURVEY CONDUcrED BY
FoRBES MAGAZINE, SIERRA HEALTH
SERVICES RANKED 23RD OF

5,000

INTERNATIONAL GROWTH COMPANIES.

Southwest Medical Center serves as the
flagship facility for Sierra Health Services'
healthcare network.

'Mayo Clinic of Las Vegas'. If you look
at a variety of measures of quality, the
most important is patient satisfaction."
said Reeves. "SMA has achieved higher
survey ratings than those reported by other
private fee-for-service practices, group
practices or HMOs. The percentage of our
providers who are board-certified - 80
percent - is higher than local hospital
staffs or the Clark County Medical Society. In fact, some of our doctors are boardcertified in three different specialties."
The building of a new 40,000 square
foot Summerlin satellite is underway, and
a new Green Valley location will double
in size over its present facility in that
growing community. Featured equipment
throughout the SMA network is state-ofthe-art, including a GE 9800 Quick CT
Scanner, color ultrasound/carotid Dop-

piers, and a computerized tomography
scanner in the main radiology office.
A new ambulatory surgical center will
handle the kind of complex surgeries that
were once the exclusive domain of the
hospital setting. "We think the trend will
continue toward performing fewer procedures in hospitals, and more in centers
such as this," said SMA's Vice President
and Chief Operating Officer Tom Van
Sweringen. "People seem to do better at
home, rather than in a hospital for a sustained period of time." The ambulatory
center will also serve as an alternate birthing center complete with midwives and
accommodations that resemble bedrooms
more than hospital rooms.
"In an organization such as ours which
is spread all over the city, it-.c an be challenging to make sure medical records are
where theY.. need to be when the patient
arrives. Currently, we use a courier system, in which drivers must shuttle records
and other files six times a day to each of
our eight satellites."
To streamline the administration of its
patients' records, Southwest Medical Associates will be among the first in the
country to have a new integrated medical
management system in operation. This
new system will handle billing, accounts
receivable, scheduling, specialty referral
and chart tracking. "The home run for us
is the implementation of the electronic
medical records package," said Van Sweringen. The initial phase of the system is
scheduled to begin in March, with full implementation by the summer of 1995.
The trend toward home care has also
been influential in the mission of Family
Healthcare Services (FHS) and Family
Home Hospice (FHH), according to the
president of both subsidiaries, Bonnie
Hillegass. The Hillegass family started a
certified home health agency in 1984, and
when Sierra decided they wanted to provide this service to clients , they approached Hillegass with an offer. "We
really liked doing business with the HMO
-it allowed us the opportunity to service
the population with a high quality of care
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EsTIMATES INDICATE

10 TO 25 PERCENT

OF EMPLOYER MEDICAL COSTS DERIVE
FROM MENTAL HEALTH AND SUBSTANCEABUSE SERVICES, AND EMOTIONAL
ILLNESS NOW ACCOUNTS FOR MORE
-ABSENTEEISM THAN ANY OTHER ILLNESS
EXCEPT THE COMMON COLD.

in a safe environment, while keeping costs
under control," said Hillegass.
Home health care provides services for
many kinds of patients, including those
recovering from surgery, individuals who
require skilled assistance, disabled individuals or those recovering from an accident, children who require medical care,
chronically ill patients, persons requiring
rehabilitation to promote independence,
and OB/GYN patients.
Hillegass also oversees the Senior Dimensions Service Center, which provides
health care education and community resources to area seniors. "It has proven to
be extremely successful, and has a very
high satisfaction rate," stated Hillegass.
Family Home Hospice was established
in 1989. "I have always believed strongly in a hospice more as a philosophy of
home care rather than as an actual physical location," said Hillegass. To round out
the Family Home Hospice program, volunteers assist trained professionals in providing education and a bereavement program for family members. An AIDS case
management program was recently created in cooperation with the AIDS Coalition of Nevada.
Behavioral Healthcare Options (BHO),
formed in 1991. is Sierra's mental health
and substance-abuse division. National
estimates indicate 10 to 25 percent of each
employer's medical costs are derived
from mental health and substance-abuse
SHS-4 •

services, and emotional illness now
accounts for more absenteeism than any
other illness except the common cold.
The program was designed with both a
clinic staff and a network staff, composed
of private practitioners. As a result, BHO
can insure that patients have access to
same-day care within their area of the
state. BHO also joined the home health
movement with its outpatient drug abuse
and alcohol detox program. Fifty to 60
percent of those who are appropriated for
detox can be handled on an outpatient
basis. This allows them to continue to
work, and begin a program immediately.
At year-end 1993, Health Plan of
Nevada (HPN), the largest HMO in the
state, covered more than 100,000 commercial members and another 15,000
Medicare-risk enrollees, comprising over
85 percent of all HMO members in southem Nevada. HPN has contracts with 10
area hospitals, as well as with approximately 600 local health care providers.
Senior Dimensions (SD), a division of
HPN, is available to Medicare beneficiaries. Providing more coverage than Medicare alone, Senior Dimensions offers three
plans to choose from, including a unique
out-of-plan benefit for frequent travelers.
"All this makes Senior Dimensions a popular choice," said Michael Montalvo, vice
president, corporate marketing and sales.
"The growth of Senior Dimensions can
be directly attributed to our willingness
to adapt the plan designs to meet the needs
of the consumer," stated Larry Howard,
President of HPN. "Each plan is intentionally designed to provide flexibility to
match the needs of the market," he continued. As an example, he pointed out
Senior Dimension members may purchase coverage for their spouses or family members who have not yet become eligible for Medicare.
Howard is also president of the company's insurance subsidiary, Sierra Health
and Life Insurance Company Inc. (SHL).
SHL is licensed in 23 states, and has ongoing operations in Nevada, Colorado,
Arizona, New Mexico, California, Utah
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Sierra Health Services optimizes resources
and controls costs, while providing first-rate
medical care to its members.

Southwest Medical Associates' Smoking Cessation Clinic helps smokers shake their habit.

and Texas. The company offers benefits
through a preferred provider organization
(PPO), and indemnity-styled coverage.
The PPO includes financial incentives if
insureds access care from a select group
of providers and hospitals who have contracted with SHL. If the insured chooses
to access care through non-contracted providers, he or she is subject to higher personal out-of-pocket costs.
One of the most exciting new developments at HPN and SHL is a new imaging
software program called ""''--·......,'-'"MACESS will allow us to ;paperless environment in the c
and in member services," said
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"Right now we handle 500,000 claims
annually, and with each claim there are
two or three pieces of paper, so we're talking millions of sheets of paper that float
from one department to another within the
company. This system allows us to capture the image of each document and store
it in an electronic file.
"We processed about 14 claims an hour
per analyst under our old system. With
MACESS , we can process about 75
claims an hour. There is more potential
for data entry errors, so to make sure there
aren't any, we double-enter every claim.
The computer will compare the duplicate
entries, and if they are not identical, it
stops to allow the analyst to verify the
information is correct," Howard said.
Sierra has invested more than $1 million in the system, which is already in
operation. Additional upgrades are
planned for 1994. "Members will be able
to enter their member number on a touch
tone phone, so our representatives will
know who is calling and greet them by
name," said Howard. "They will also have
a personal electronic mailbox, so if their
question needs to be researched, they can
call back after hours and hear a response."
Sierra Healthcare Options (SHO) was
formed at the end of 1989 to assist selffunded employer groups in managing
their company's health care costs. "A lot
of large employers, who have more than
200 employees, take advantage of the
cash-flow benefits by paying for claims
out-of-pocket as they are incurred instead
of paying insurance premiums in advance," said SHO President Kathy Costello. "Employers also enjoy the flexibility of plan design - they can choose to
cover or not cover what they want, they
are not required to offer state-mandated
benefits, and they don't have to pay state
premium tax. SHO also allows these selffunded employers access to Sierra's managed care programs."
Recently, SHO was one of eight Managed Care Organizations (MCO) to be
selected by the State Industrial Insurance
System to provide workers' compensation

"MEMBERS WILL BE ABLE TO ENTER

THEIR MEMBER NUMBER ON A TOUCH
TONE PHONE; OUR REPRESENTATIVES
WILL KNOW WHO IS CALLING, AND
GREET THEM BY NAME."

Available to Medicare beneficiaries, Senior
Dimensions offers members the option to
provide coverageforfamily members not yet
eligible for Medicare .

services. On the strength of its ability,
preferred provider network, utilization
review, case management and pricing,
SHO ranked first among those MCOs
selected in southern Nevada.
Another unique and well received program offered through SHO is the Bill
Negotiation Service. "When an employee or their dependent requires the services of an out-of-state non-contracted provider, we contact the provider to negotiate
a discount," Costello explained. "It's a
win-win situation. The patient and the
employer both pay less. The provider is
willing to negotiate because we guarantee to tum the claim around in ten days,
when they might otherwise have to wait
one or two months to be paid."
Southwest Realty, Inc. is a company

with a 55 percent interest in a building
partnership. With the addition of Sierra's
new corporate headquarters and the expansion of many existing properties,
Southwest Realty has been as busy as the
company's seven other subsidiaries.
Two decades ago, it was Anthony Marlon's insight into the changing health care
climate that inspired the eventual creation
of Sierra Health Services. In 1994, health
care seems poised once again for significant change, as Congress and the country
debate several proposals designed to provide universal coverage and reduce spiraling costs. "There have been dramatic
changes over the last 15 years," Marlon
said. "When we started, we were on the
outskirts of organized medicine; now we
are the mainstream."
Although Marlon believes that managed competition models need to be the
main focal point of any reform package,
he remains skeptical of the Clinton health
care plan. "Should the plan be enacted,
our business will boom. We're one of the
few organizations already set up with the
resources and the back-up to qualify as
an accountable health care plan. But if the
financing mechanisms and savings they
talk about fail to materialize, the government will take over health care from beginning to end."
Marie Soldo, Sierra's vice president of
government affairs, doubts the Clinton
plan will pass in its current form though
she acknowledges "the administration
wants to offer the public what we've been
furnishing all along - managed care which
still gives choices."
Montalvo identified the Point of Service plan offered by Health Plan of Nevada as an example. "Point of Service
effectively allows our members to have
an option, for most covered services, at
the time care is needed. They can access
care through Health Plan of Nevada, the
HMO, and pay a copayment; or they can
access care through the PPO plan network
and pay more than the HMO in the way
of a deductible and copayment/coinsurance; or they can access care through any

Special Promotional Supplement to Nevada Bttsilless joumal •

SHS.S

The Koll Real Estate Group
and
K0ll Construe ·

RECENTLY, SIERRA HEALTHCARE
OPTIONS WAS ONE OF EIGHT MANAGED
CARE ORGANIZATIONS TO BE SELECTED
BY THE SIIS TO PROVIDE WORKERS'
COMPENSATION SERVICES.

Koll Real Estate Group/Los Angeles
515 Figueroa, Suite 750
Los Angeles, California 90071
(213) 362-6900

Koll Construction
7330 Engineer Road
San Diego, California 92111
(619) 292-5550
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in the Sierra project and

L

would like to take this opportunity

to wish them well

E

in their new home.

Call602·381·4848 for further information.

licensed provider and pay a deductible
and higher coinsurance.
"The key is the term 'Point of Service',"
noted Montalvo. "It means the member
can make an access decision for most covered services each time care is required
as opposed to making an annual decision
through their employer." In the future,
Montalvo reports Sierra will focus on installing a similar product in other states.
"Through HPN and SHL, we have a
well rounded portfolio of products
designed for the employer, including medical, dental, vision, prescription drugs,
long-term disability, and retiree benefits,"
stated Montalvo. "We also offer organ
transplant coverage for heart, heart-lung,
pancreas and liver procedures. This comprehensive benefits package positions us
to extend our relationship with the casino
industry as legalized gaming is introduced
in Mississippi, Louisiana and Missouri."
HPN also offers an HMO product for
individuals. "There are a lot of reasons
people would be interested in an individual HMO product," comments Montalvo.
"One niche is newcomers who may be
between jobs and without health care coverage. The Individual Plan, introduced
earlier this year, can fill the void."
Sierra plans to continue its strong tradition of community involvement in
southern Nevada. Recent endeavors have
included the "Baby Your Baby" project,
designed to help reduce infant mortality
and the incidence of low birth rate by
stressing preventative care. Last year, Sierra 's employees "adopted" an elementary school, and provided medical screen-
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ings, equipment, and one-on-one support
to the students. Several members of Sierra's senior and middle management serve
on the boards oflocal non-profit agencies.
"Sierra Health Services is a Nevadabased company commited to the prosperity of our community," stated Sally Starr,
vice president of corporate affairs. "That
commitment does not stop with senior
management but is found throughout the
company." Aside from scholarship funds
and tens of thousands of dollars donated
annually to local charitable organizations
by SHS, its employees donate countless
hours in community service organizations. "We are extremely proud of the
many SHS employees that are really making a difference in the quality of life in
southern Nevada," Starr said.
Erin MacDonald, senior vice president
of operations of Sierra Health Services
agrees SHS employees make a difference.
"The phenomenal success of our company is, in large part, due to a truly outstanding staff of talented and dedicated individuals," comments MacDonald. "A low
employee tum-over rate means a more
experienced staff. And that's a tremendous
benefit to overall productivity and in providing excellent customer service."
What will the next 10 years bring?
According to Robert Mayer, senior vice
president and chief financial officer of
Sierra Health Services, the company is
positioned for continued growth as well
as expansion into other markets. "SHS is
the local leader in health care services,
and within the next few years, will be a
ve. .ry .fl. .r.o,.~g ~.T"eg,.\5\~a} {1'!.1c?j'etr, " 1"le C&'ll-mented. Mayer was selected to head new
business development for SHS, a department which was formed earlier this year.
A number of joint ventures, in which
Sierra shares the business risks and
rewards with partners, are slated to be
operational in the first quarter of 1994.
Negotiations in various stages are ongoing with partners in California, Texas, Arizona and Colorado. "These are the first
of many alliances in the long-term growth
plans for Sierra," comments Mayer.

First phase of new corporate campus
for SHS completed in record time
The first phase of the planned 500,000square-foot campus for Sierra Health Services (SHS) - a $22 million, 175,000square-foot headquarters facility - has
been completed by a design/build team
led by the Los Angeles office of the Koll
Real Estate Group. Construction was provided by Koll Construction of San Diego.
Less than one year after the start of construction, SHS, began moving the first of
its 580 employees from seven previously
leased offices throughout the city into the
six-story 135,000-square-foot operations
building and 40,000 square-foot administration facility over the Halloween
weekend. The new complex allows space
for future growth.
After winning a competitive bid in September 1992 to master-pian the SHS corporate campus and develop the first phase,
Koll began work on the project one month
later. In December 1992, Koll broke
ground on the first phase - which in addition to the office buildings include a
two-level, 300-car parking structure and
the infrastructure to support the future
buildout for the 25-acre campus. Koll received the certificate of occupancy from
SHS in late October, 1993.
"The project went from the planning
stage to tenant occupancy in less than 14
1

1"iWim~. Kan ~~fOYa-prnJ~crofillis

size," said Jack Hileman, Koll Real Estate Group vice president. "This schedule wouldn't have been possible without
the extraordinary cooperation we received
from Sierra Health Services, the local
government and our subcontractors."
"By securing multiple permits early and
working extended hours to make up for
rainy weather conditions, Koll provided
a smooth construction process from beginning to end," said Bill Godfrey, SHS

vice president of administrative services.
"As a result, we were able to begin moving into our new headquarters two weeks
before our scheduled deadline."
Designed by Cornoyer Hedrick Architects of Phoenix, the center features a pedestrian bridge that connects both buildings, a 7 ,000-square-foot cafeteria with
outdoor dining area, a state-of-the-art
computer center and an on-site employee
beauty salon. Swisher & Hall AlA, Ltd.,
Las Vegas was the local projeet architect.
The campus also houses the home
offices of Health Plan of Nevada, Inc., and
the regional offices of Sierra Health and
Life Insurance Co., Inc., both SHS subsidiaries. Ground-breaking for the second
phase which will include a 45,000-squarefoot medical office building took place in
late November. Under the master plan,
facilities at the site will ultimately include
four additional administrative office
buildings and another parking structure.
Koll Real Estate Group/Los Angeles is
part of the Irvine-based Koll Real Estate
Group, one of the nation's largest commercial developers. In joint ventures with
major fmancial institutions and corporations, it has developed in excess of $6 billion in office buildings, mixed-use commercial centers, research and developmen( cenfefs, manufaciuri'ng facfiiifes,
retail centers and residential communities.
Headquartered in San Diego, Koll
Construction's southwestern division includes San Diego, Phoenix and Las Vegas. One of the country's leading general
contractors, Koll Construction provides
construction management, tenant improvements and general contracting for
office, research and develbpment, medical, industrial, hotel, multi-family residential and site development clients.
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"I'd feel a little pain now and then, but I didn't think it
was anything serious. Maybe because I didn't want to ...
"But I finally went to see my doctor anyway. And it was a
good thing I did, because it was serious. It was my heart.
"I needed a cardiovascular specialist and surgery. That
meant the hospital.
"I was worried, sure. But only about me. Not about what it
took to get me well. All along I knew I was being cared for- and
cared about - by lots of people, start to finish. Lots of people I
never even met.
"And I got well. Thanks, HPN. It may not have been easy,
but you sure made it simple."

~
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SP EAKING FOR NEVADA

Positioning for Leadership:
Nevada in the Next Century
by Thomas G. Tait
Executive Director of the Carson Citybased Nevada Commission on Tourism
There are great art galleries located
throughout the world. But there is
only one Louvre, and you have to go
to Paris to visit it.
There are theatres in most large
communities in America. But to see a
first-run Broadway play, you'll still
have to go to New York City.
There are casinos cropping up in
cities, towns and villages across the
United States and Canada. But to
experience a Nevada-style vacation,
you have to go to Nevada.
Often imitated, never duplicated, the
Silver State's casino industry was over
0 years in the development, and today
is the undisputed leader in gaming and
related recreation, not just in this
country, but worldwide.
Revenue-hungry local governments
across the country and around the globe
have been flirting with and consummating relationships with Nevada' s
once-spumed casino industry.
This has caused justifiable concern in
~ evada. Will an upstart or a seasoned
~ evada casino veteran steal our state's
largest industry and move it somewhere else? In a word, no. The wolf
isn't at the door today; it's opportunity
knocking. I'll explain.
Nevada, having developed an
industry that is currently in great
demand, is now in a position to
market not just its own place within
the industry, but its expertise in that
industry. In a larger sense, this is
exactly what is happening to the
country as a whole. America, once the
disputed leader in manufacturing,
has gradually been moving away

Thomas G. Tait
from production of hard goods into
managing the development of the
worldwide information processing
network. And while Nevada is far
from a time when it moves away from
the casino business, it is certainly in a
position to shape the future of gaming
in this country and abroad.
The Universities of Nevada, Las
Vegas and Reno will be the acknowledged leaders in educating the executives of the tourism and gaming
industry in the 21st century. The
William F. Harrah College of Hotel
Administration at UNLV is rated one
of the two best full-service hotel
schools in the nation. It is unique in
offering specialized instruction in
casino/gaming management and sports
handicapping. The prestigious Institute
for the Study of Gambling and Commercial Gaming at UNR is the most
reliable source for gaming impact data
in the world. It will remain so.

But gaming is not the only facet of
Nevada's recreation menu that is
subject to copy. Our unique cabaretstyle entertainment is being imitated in
the world marketplace - but not
duplicated. The new showrooms at the
Mirage, Las Vegas Hilton, MGM
Grand, Treasure Island and pi:oposed
for "Project C" in Reno are state-of-the
art in every way, assuring that our
reputation for grand-effect theatre
remains lustrous.
And, the Clark County School
District took the visionary step of
equipping its newest batch of high
schools in Las Vegas with top flight
theatre facilities. This ensures an
excellent basic training ground for
young people who may wish to pursue
careers as directors, producers,
performers or stage hands, continuing
the rich traditions which have earned
Las Vegas the moniker: "Entertainment
Capital of the World':
Those who would emulate Nevada 's
style of tourism have discovered there
is a dearth of information on how to
engineer and enforce gaming policy.
Nevada's regulatory structure, crafted
and perfected over several decades of
trial by experience, has become the
model most jurisdictions across the
globe examine and eventually copy.
The hardware of gaming and casino
house rules are almost exclusively
Nevada exports. All slot machines
manufactured by International Game
Technology, for example, are boldly
imprinted with the words, "Proudly
Made in Nevada, USA." Tell me you
wouldn ' t be proud to be a Nevadan
when walking through the most historic
gaming establishment in the world, the
famed Casino at Monte Carlo and see
every machine with that imprint.
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What this means, in terms of Nevada
galvanizing its leadership position, is
we are currently the global role model,
the pinnacle to which every other
gaming locale must presently aspire .
To maintain that leadership position,
however, we must clearly dominate our
competition from the perspective of the
consumer, the travel trade and the press.
This will be the only way Nevada can
thwart prospective close-up competitors
-those inside our major western
markets - or stave off a full court press
by casinos in cities considered worldclass before the introduction of gaming.
The promotion of our Nevada entertainment product, like Coca-Cola's, Proctor
& Gamble's and Hertz's product
identity, must be unmistakably that of
an industry leader.
And, as long as we make that so,
gaming customers will view their
hometown gambling hall as a whistlewetter for the real thing. Let's not forget
the Promus Corporation (Harrah's)
study released in February of this year
which pointed out that 50 percent of the
American public had not yet been inside
a casino. If we keep our product easily
accessible, fresh and appealing, our
entertainment world class and our value
high, customer loss will be kept to a
minimum and new customer acquisition
will remain respectable.
Nevada-based resorts may expand
into other markets - they are doing so
right now -but Nevada will, for the
most part, continue to be home base for
the growing gaming industry. Why
leave a place with a nearly perfect
business climate? The taxes are low and
seem destined to stay that way, government intrusion is minimal and our
colleges and universities graduate
scores of well-qualified employees and
management candidates each year.

The leaders of Nevada's resort
industry have always been a gutsy
bunch. They have been willing to take
risks that would induce cardiac arrest in
most old-line entrepreneurs.
In the 1930s, Raymond "Pappy"
Smith, concluded that casino gaming
was a legitimate diversion, and unabashedly opened Harold's Club
right on Virginia Street. Until then,
gambling had been relegated to the
dark recesses of Douglas Alley. In so
doing, he gave birth to the downtown
Reno we know today.
In 1941, Tommy Hull built his famed
El Rancho resort on a forsaken stretch
of U.S. lfighway 91, betting that the
novelty of a posh dude-ranch coupled
with a casino would attract well-heeled
Los Angelenos. The site was the
beginning of the Las Vegas Strip.
That same year, Newton Crumley,
owner of the Commercial Hotel in
Elko, got the idea that gamblers
might appreciate some live entertainment. He spared no expense in
signing such popular acts as band
leader Ted Lewis, Chico Marx and
Sophie Tucker. It paid off, and marked
the beginning of the Nevada cabaret
entertainment industry.
And, that sort of spirit permeates the
industry today - but on a much grander
scale. The names Ascuaga, Bennett,
Binion, Boyd, Carano, Kerkorian,
Williams and Wynn, to name a few, are
leaders with an aversion to mediocrity
and are all classic Nevada entrepreneurs
-imaginative and fiscally fearless.
Nevadans have an attitude. The old
embarrassment about our involvement
in what some viewed as a vice is nearly
gone. We can now use it to our advantage, however, and will profit from our
hard fought experience to shape new
facets of our state's tourism trade. •

We have BIG plans for
small businesses too.

Who says companies have to employ hundreds of people to offer
comprehensive., affordable healthcare?
Sure , we provide coverage to big companies, but at Sierra Health & Life Insurance Company,
we also specialize in designing plans for smaller companies.
Our comprehensive , wide range of plans are backed by Sierra Health Services, a leader in
healthcare products that's been around for years .. .and will be .. .for years to come .
For more information call your broker or a Sierra Health & Life representative.
• Southern Nevada 702-871-0999 • Northern Nevada 1-800-477-4542
• Arizona 1-800-456-1199 • Colorado 1-800-873-0004 • New Mexico 1-800-873-0004
• California 1-800-545-6441 • Utah 801-263-2323

A member of Sierra Health Services, Inc.
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Association offers arbitration in place of costly litigation
In February of this year, the 36th office
of the American Arbitration Association
(AAA) opened in Las Vegas. Since then,
according to Regional Vice President
Kelvin Chin, the location has become the
fastest growing in the nation, handling
more than 100 cases statewide.
The American Arbitration Association,
founded in 1926, is a public-service, notfor-profit organization dedicated to resolution of disputes of all kinds through the
use of arbitration, mediation, democratic
elections, and other voluntary methods.
The AAA handles over 60,000 cases a
year nationwide. The organization also
conducts negotiation training and runs
impartial elections.
The AAA provides a worldwide resource for reference and current information on arbitration. Its legal department
and administrative staff will answer questions about arbitration law and practice.
Through the AAA, alternative cost- and
time-effective ways to settle disputes without going through the often lengthy and
costly court system are available. Some
examples of areas in which the AAA
handles disputes are construction, banking, collections, ballkruptcy, employment,
labor, health care, real estate, securities
and general commercial.
"Arbitration and mediation is faster and
less expensive than going to court," said
Chin. "A tangible benefit is that individuals are not taken away from their businesses to attend the depositions and other
pre-trial meetings required with the litigation process."
Chin, who previously served as mediation coordinator of the AAA San Diego
office has been involved in the alternative
dispute resolution field for more than ten
years. He is a graduate of Boston College
Law School, Yale Graduate School and
Dartmouth College.
According to Chin, the arbitration pro-
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Kelvin Chin
cess is set up to provide parties with
arbitrators who have at least eight years
experience in tpe particular subject matter
of the dispute, as opposed to jurors who
are not experts on the given subject. The
arbitrator acts as a judge who listens to
both sides of the case and renders a binding decision or "award".
In the first step of the arbitration process, a demand for arbitration is filed with
an AAA office and all named parties are
informed. Next, a list of qualified arbitrators is drawn up by the case administrator
and is distributed to each party for acceptance. After an agreed-upon arbitrator is
chosen, a hearing date and location is
arranged. Finally, after hearing both sides
of the case the arbitrator issues a binding
award to the parties.
For cases with disputes over $50,000,
the arbitrator must render the award within
30 days; those under $50,000 are decided
in 14 days or less.
Resolving a disagreement by mediation requires a different procedure. Foremost, the parties must all agree to mediate

and then a mediator is selected. During
the mediation, the neutral mediator guides
the parties through the mediation process
and a settlement is reached by the parties
in dispute. The rate of settlement - an
impressive 87 percent- is so high because
the parties have control of the outcome.
Chin underscores the cost savings as
the biggest advantage of the arbitration/
mediation process. "The underlying mission of the AAA is to keep the cost low so
participants don't bear the burden", Chin
said. "A lawsuit can bankrupt you. What
will cost you hundreds of dollars in arbitration, will cost thousands--in litigation."
Most of AAA's cases come from businesses or companies that have written an
arbitration and/or mediation clause into
their contract agreement. However', many
cases are received on a submission basis
by the agreement of all parties.
The wave of the future is to avoid disputes before AAA becomes involved,
rather than determining ways to resolve
them after a conflict arises.
"If a business is serious about thriving
in the 1990s, it should seriously consider
putting a mediation and arbitration clause
into all company agreements," Chin stated.
One of the first priorities for the Las
Vegas regional office and Kelvin Chin
has been to train qualified local mediators
and arbitrators. Successful training seminars have included the Association of
General Contractors (AGC) board of directors arbitrator training, partnering and
facilitator training, a partnering workshop cosponsored by the AGC, and a byinvitation-only arbitrator and mediator
training session.
The AAA has sample clauses available
for use by business and welcomes any
questions on preventative and alternative
disputes resolution. Kelvin Chin is available for speeches to local civic and business groups as a community service. •

When Charlie Evans injured his back,
everyone in the company felt the pain.
Today, Charlie Evans turned the wrong way
while lifting a carton. He'll be off the job for six
weeks. He'll suffer pain and the frustration of
recuperation. His co-workers will assume his work.
His employer will pay workman's compensation.
And someone will have a lot of paperwork to do. It
didn't have to happen this way.
Last summer, Charlie strained his back moving
a piece of equipment. It was a Friday. He rested
over the weekend and returned to work on
Monday. He felt fine . No need to go to
the doctor. No one thought to send
Charlie for X-rays or diagnostic
tests. If they had, Charlie would
have received outpatient therapy and rehabilitation
to
strengthen his back.
Today, Charlie's
weakened back was
p_ushed too far.
Today, Charlie's company
could have arranged for a comprehensive
industrial medicine program. They could have
prevented this injury and, at the same time, save
themselves money, paperwork and upsets in the
work force.

Valley Hospital Medical Center's industrial medicine program, can save you money, time and paperwork. Best of all, The Work Injury Program can
reduce injuries and illness among your work force.
Help Yourself, Your Employees andYour Bottom Line.
Running a business today is tough enough.
Don't add to the pressures by allowing your
company to be vulnerable to an injury like
Charlie Evans'.
Talk to the people at The Work
Injury Program & Learning
"\ Center. Let us help you
I save yourself, your employees and your bottom line
from the unexpected. It's as
simple as on telephone call.
If you would like to know more
about The Work Injury Program
& Learning Center and what it
can do for your company, call us.
We can schedule a convenient time
to answer you questions and help you
identify the plan that's right for you.
Just call 702-388-4891 for more information.
We'll help you develop a plan that will reduce
the pain in your company.

No Employer Wants Surprises.
At Valley Hospital Medical Center, we recognize that no employer wants his employees to
suffer. And no employer needs the expense of
unexpected accidents or illness. We also understand the pressures on business to contain costs in
an environment of increased federal regulations
accompanied by reduced staff.
We can help.
The Work Injury Program & Learning Center,

The Work Injury Program
& Learning Center
The Industrial
Medicine Program of
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Alan R. Taylor: Individualized Retirement Planning
After listening to people dissatisfied with past financial advice,
this energetic, resourceful investment advisor entered the retirement planning field himself.
Alan R. Taylor discovered the best way
to offer retirement planning advice was to
thoroughly understand each person 's goals
and financial status. He began developing
his method early in his career, but it's
something he still follows today.
In January of this year, after more than
a decade in the fmancial industry, he
opened Alan R. Taylor Retirement Planning in Reno. Taylor' s direct linkage to all
major exchanges brings instant access to
important investment information. He
provides clients with financial planning
ancl"money management service by offering a wide range of investment products
and programs. In addition , his fee-based
asset management account eliminates
commission charges for the purchase or
sale of securities.
Raised in Southern California, Taylor
attended Brigham Young University on a
full basketball scholarship. There he received All-Conference Honors for three
straight years. He graduated with a B.S . in
Business Finance and a minor in Economics and Accounting.
Following a brief professional basketball career in the NBA and Europe, Taylor
moved to Reno in 1983 and began his
career in the financial services industry.
After an entry-level job in management
training at a local bank, he worked in
various financial institutions - savings
and Joan, securities brokerage and financial planning companies - learning the
finer points of investments.
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He soon achieved top awards for companies he worked with - INVEST's
Chairman's Club, VanKampen Harbor
Club and the prestigious Kemper Executive Club. According to Taylor, "I proved
through hard work and relentless commitment to service, one can be extremely
successful in this industry." He currently
has $50 million in management, and
projects he ' ll be managing approximately
$100 million by the end of 1994.
"My focus has been on retirement planning, but I work with my clients to create
goal-oriented investment planning," he
said. "Before I do anything, I want to
know their goals and objectives, the resources they have today and their risktolerance level." Taylor often coordinates
with a client's CPA, insurance agent, or
attorney to determine the feasibility of
each plan. "Often people don 't know how
to ensure the retirement lifestyle they want.
I feel this sets me apart from some financial planning firms where a client's needs
are not adequately examined."
For most individual investments in the
stock market, Taylor relies on experts
who study the stability of various companies. "I don't believe in market timing ,"
Taylor said. Instead, he advocates asset
allocation which includes investment in

both foreign and domestic markets to create a diversified portfolio.
A number of Taylor's clients enlisted
his help because they were dissatisfied
with advice given by others. "No one had
taken the time to listen to them," he said.
But Taylor's commitment doesn ' t end
there. "I like to offer a Jot more than
investment planning." For example, if a
client is unhappy with the way his taxes
are being prepared, Taylor puts him in
touch with accountants who can help.
Taylor' s firm also works with businesses to help set up pens~ on plans. He
offers to counsel the employees, as well,
on the importance of retirement planning.
In recent years the demand for financial
planning has increased dramatically. "We
are more a nation of savers than ever," he
notes. "Investors today have become more
astute and sophisticated."
As people become more knowledgeable, investment alternatives are more
actively sought. For instance, the CD was
once a highly popular investment vehicle,
but low interest rates have diminished its
appeal. However, a wealth of mutual funds
are now available, and Taylor' s advice
often focuses on investing in them. "Because I have no proprietary products, my
firm ' s loyalty lies solely with the client,"
he notes. "I have the advantage of choosing investments from a diverse arena and
successfully managing them."
In addition to holding public workshops at his office, Taylor has authored a
book and tape on financial planning and
has hosted a half-hour television show
titled Money Sense. Taylor also has a
busy branch office in Fallon.
Although, Taylor expects to see more
firms conducting business on an individual basis, he is not concerned. "I have
the ability to assist each of my clients
in attaining his or her individual goals.
I know this approach works."
•
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Claus Eggers:
At the Helm of
Valley Hospital

Right after the first of the year Valley
Hospital will be hosting a topping off
party of sorts to celebrate an $18 million
expansion that has made this health facility one of the most modern in the state.
And the driving force behind this face lift
is the dapper, energetic managing director
of Valley, Claus Eggers. He is as proud of
this expansion project as any of the new
fathers in his hospital's maternity wing.
"Almost everything in our new tower is
nearly completed," said Eggers. "In fact,
our patient rooms are already in use. These
new rooms are the biggest in the area, very
comfortable, and offer a fme view."
Eggers said they were designed this
way because, "At Valley, we know a
wonderful environment can be almost as
important as superior medical care in ensuring the success of the healing process."
The 52-year-old Eggers is a hands-on
administrator who has lived in Las Vegas
for the past 25 years. He has been at
Valley now for almost 14 years. Prior to

his tenure there, he served at Sunrise Hospital for more than a decade.
One current pet project of Eggers' is
called Fast-ER. "Sometimes all you need
are a couple of stitches and you're as good
as new. For this type of little emergency
we developed Fast-ER. It is a catchy way
of referring to our fast emergency room,"
he explained.
Fast-ER is designed to get you in, get
you taken care of, and get you on your way
in less time. "And since it is in a separate
area of the hosiptal, it will also spare you
and your family some of the anxiety you
can experience in a busy emergency
room," he said.
Other streamlining at Valley includes
The Cardiac Learning Center, along with
one of the most technologically advanced
Cath Labs in the city.
Then, of course, Valley boasts the Flight
For Life program. For the past 11 years
more than 10,000 patients have experienced the fmest air ambulance of its kind
covering a four-state area.
With this program," Eggers said, "Valley Hospital give~ critically ill or injured
patients our service regardless of their
fmancial resources. It can save valuable
moments which often make a difference
between life and death."
Since the summer of 1971 when Valley
Hospital Limited purchased the Nevada
Convalescent Center, this health facility
has made steady gains and improvements
to serve the community.
And the hard-driving Eggers ' goal? For
the hospital- and its patients- to continue
becoming healthier.
•
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by Russ Gardner

How and when you withdraw

money from your Individual

Properly timing your IRA
withdrawals can save tax dollars

Retirement Account {IRA} affects

just how much you can benefit

from your hard-earned savings.

The Nevada Society ofCPAs points out
that by making your IRA withdrawals in
an organized and orderly way, you can
avoid unnecessary penalties and obtain
the maximum return on your investment.

WHEN TO BEGIN WITHDRAWALS
Generally, you can withdraw as much
or as little mo~ey as you need from your
IRA without incurring any penalties when
you are between the ages of 59 1/2 and
70 1/2. Amounts withdrawn are taxable at
your current tax rate. For this reason, if
you or your spouse are still working, you
may want to wait until you are retired to
begin withdrawing the money. With less
income, the tax on your IRA distribution
is likely to be lower.
The law requires you to make your first
IRA withdrawal by April 1 of the year
after which you reach age 70 1/z, even if
you are still working. That means taxpayers who reach age 70 1/2 in 1993 have until
April 1, 1994, to make the withdrawal.
Keep in mind that withdrawals for subsequent years, however, must be made by
year end. Thus, if you choose to defer
your initial 1993 withdrawal until 1994,
two withdrawals will have to be reported
on the 1994 tax return, possibly pushing
you into a higher tax bracket.
Be aware that waiting until the last
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minute to cash in on your IRA subjects
you to strict Internal Revenue Service
rules. The IRS has established timetables•
that show how much money ·you musr
take out each year based upon the life
expectancies of you and your beneficiaries. Both your age and the amount of
money in your IRA accounts are used to
calculate a minimum annual withdrawal.
Failing to make this minimum withdrawal
subjects you to a stiff penalty of 50 percent of the difference between the minimum required amount and what you actually withdrew. For assistance in calculating your minimum withdrawal, see IRS
Publication 590, Individual Retirement
Arrangements.

PENALTY-FREE WITHDRAWALS
BEFORE AGE 59 1/2
In most instances, you are subject to a
10 percent penalty on any IRA withdrawals taken before you are age 59 1/2. However, there are some exceptions.
You can withdraw money from your
IRA at any age without incurring the 10
percent penalty if you take the money out
in the form of an annuity - a scheduled
series of substantially equal periodic payments spread over your lifetime. These
payments must be made at least annually
and should be paid over your life or life

expectancy, or the joint life or life expectancy of you and your beneficiary. Be
aware, however, that if you opt for an
annuity, you can ' t change the payout
method for at least five years or until you
reach age 59 1/2, whichever comes later.

IRA ROLLOVERS
What if you're having a cash flow problem and want to tap into your IRA for a
short period of time before you reach age
59 1/2? According to CPAs, you will not
suffer a penalty or any tax consequences
as long as you roll over the distribution
into another IRA within 60 days.
The new rules calling for 20 percent
withholding on payouts from pension
plans to participants applies to qualified
retirement plans and not to IRAs. You can

You can avoid the 20-percent tax by
having a qualified plan distribution
rolled over directly into an IRA or
another qualified plan. Be aware,
.you are allowed only one such rollover per year for each IRA account.

avoid the 20-percent tax by having a qualified plan distribution rolled over directly
into an IRA or another qualified plan.
Be aware that you are allowed only one
rollover per year for each IRA account if
the distribution is provided directly to
you. However, transfers made directly
from one trustee to another- for example
from one company IRA plan to anotherare not subject to the once-a-year rule.

LARGE IRA DISTRIBUTIONS
You can elect to take a partial or lumpsum distribution from your IRA accounts.
However, CPAs point out there are IRS
penalties for large IRA distributions. If
you have a substantial amount invested in
IRAs , be sure to check these rules beforemaking a large withdrawal.
•

How we spell "health insurance'~
\\ l1en it comes to o!Tering
affordable healU1 plans. some
companies like to pia~ games.
\ t Blue Cross and Blue Shie ld
of \e\ ada.'' e prefPr to spell out
our arhanta ges. For e\.ample. n ith
our preferred prmider organizntion
(PPO). companies enjo~ the
allonlab le. cost -eiTertiw· option

of mana aPe! c,tre "hile emplo~ ees
retain tlw freedom to choose th eir
O\\ n doctors.
It's ju <>t one morr " a) \\ e're
addin g ' alur to our health plans.
Hhile kPepin g qualih of r are high.
If a ll ~ ou !!et from~ our hea lth
Cill'l' C'O Pl f lall~ j -; C'I'OS~ \\ ords.
ca ll ~o ur brof, er or Bl ue Cmss

and Blue Shield or l'\ ada tocla~
f(Jr information abou t hmY n·e can
hr lp. In th e Las\ e~w s area. call
228-2583 In Reno. call 829--WOO.

...

Blue Cross BlueShield
of Nevada
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New CEO named
for First Interstate

Nevada
Briefs
PriMerlt gives
mobile home to
low-Income senior
Just a few months ago, Susie Kalagian,
59, was sitting in her small apartment,
wishing she could own a home of her own.
On October 11, her wish came true when
officials from PriMerit Bank handed
Kalagian the keys to hernew mobile home
at the Las Vegas Jaycee's Senior Citizens
Mobile Home Community.
PriMerit Bank donated the mobile home
as part of its partnership with the Las
Vegas Jaycees in the low-income mobile
home park. PriMerit Bank, the largest
Nevada-based fmancial institution, is the
lead lender for the $6.2 million project,
along with American Federal Savings
Bank, Continental National Bank, First
Western Bank, Pioneer Citizen's Bank
and Sun State Bank.
The project was first envisioned in 1978
because many Clark County senior citizens were left without homes due to rising
costs and mobile home park closures.
"Without PriMerit Bank, our legislators and the housing authority of Clark
County, the vision of affordable, comfortable housing for low-income seniors probably would not have been realized," said
Deecie Shelley, president of the non-profit
Las Vegas Jaycee's Senior Citizens' Mobile Home Community.
34 Nevada Business Journal
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Clint Arnoldus
First Interstate Bank of Nevada has
announced Clint Arnoldus, head of corporate banking, was named the bank's
chairman/chief executive officer.
Arnold us, 21-year banking and financial industry veteran, said the new statewide bank CEO position will enable First
Interstate to better respond "to the unique
market needs of Nevada."
Andy Studdert, the bank's president for
southern Nevada, remains the bank executive responsible for the southern Nevada market. His counterpart in northern
Nevada, Larry Tuntland, also remains in
charge of his area's market.
"Having a strong team coordinate our
varied activities in Nevada's two urban
areas and many rural communities allows us to quickly and effectively deliver
products and services," Arnoldus said.
"Andy and Larry are closely involved
in the communities they serve and they
will continue to be the bank's primary
representatives there," he continued.
Arnoldus, 46, joined First Interstate of
Nevada in August 1991 as executive vice
president of the bank's corporate banking
group. He was responsible for the bank's
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endeavors in gaming, corporate banking
and corporate real estate.
Arnoldus has held executive positions
with Security Pacific Bank, the Scandinavian Bank Group and Bank of America.
Assuming Arnoldus' former responsibilities at the bank will be Jay Kornmayer
and Claire Young. The Las Vegas-based
Kornmayer will continue to head the
bank's gaming division. Young, stationed
in Reno, will be responsible for corporate
banking and corporate real estate.
Arnoldus said First Interstate Bank of
Nevada's role as a community bank in the
business and retail markets will be enhanced by better statewide coordination
which he will encourage within the bank.
"We will remain focused on serving the
needs of all our customers whether they
be corporations or school children opening their- first savings accounts," he said.
"But we now will be better equipped to
promptly direct our resources to meet the
ever-changing banking needs of this vibrant, dynamic state," Arnoldus said.
First Interstate Bank of Nevada, with
$3.6 billion in assets, has about 1,800
employees. The company includes 69
branches, 11 business banking centers,
four commercial lending centers, two trust
offices and two community loan centers.

Architects open
statewide offices
Longtime Nevada architects David K.
Haase and Waldemar G. Eklof have
formed a statewide architectural firm,
Haase-Eklof, Architects. With offices in
Las Vegas and Reno, the firm specializes
in the hospitality-entertainment industry.
Haase-Eklof bring over 30 years of
experience in the creation of unique and
successful gaming, hotel and entertainment operations. Recently, Haase was
instrumental in the project management
and supervision of the MGM Grand Hotel
and Theme Park in Las Vegas while Eklof
completed a similar assignment for the
Clarion Hotel/Casino in Reno.

If your
broker only
calls when
he wants to
"put you in
a great
investment, ''
maybe it's
time to think
about
changing
brokers.

The Alan R. Taylor Strategic Asset
Management account could be exactly
what you're looking for.
All of your investments are placed into
a professionally managed portfolio.
You can move assets in and out of the
SAM account with no commission
charges.* Your low annual fee is
determined by the total value of assets
under management.
Your portfolio can include top rated
no-load mutual funds, individual
stocks, government and mutual bonds
as well as many previously purchased
investments.
Find out what our SAM account
holders already know-the SAM
account is an effective way to manage
your· investment portfolio. Please call
me to let me show you what the SAM
account can do for you.

Alan R. Taylor, CFP, CFS
(702) 827-1133
(702) 423-1133

6490 S. McCarran Blvd.
Building E
Reno, NV 89509
* Nominal transaction costs still occur.

Securities offered by Linsco!Private Ledger Member NA SDISIPC

945 West Wiiiiams
Fallon, NV 89406

business indicators & anal}!sis
idespread flooding occurred during the spring and
summer months through out much of the Midwest.
Farmers experienced substantial crop losses. Not surprisingly, national farm income dropped sharply in July,
an estimated loss of $28.8 billion. Households and nonfarm businesses
also experienced losses amounting to $9.3 billion. In short, the floods
created substantial income and asset losses during the first half of 1993.
Some flood victims had insurance coverage for crops, businesses and
household goods. Insurance checks have helped these flood victims
replace lost property. Yet, other flood victims were uninsured or
tmderinsured. These victims have absorbed income losses and hold
unsalvageable goods. Regardless, all victims needed to replace many
items lost in the flood, which has resulted in a small stimulus to a lagging national economy during the last half of 1993.
In the 30 months since the economic recession bottomed, national
output is at a level that might normally be expected after 12 months.
This slow growth reflects sluggish consumer spending Gob uncertainty
remains), a drop in foreign exports (both Japan and Europe continue to
suffer from recessionary conditions), and substantial reduced defense
spending. Favorable interest rates (at 1960s levels) and inflation rates
(well below 3 percent) have yet to ignite expected growth.
Gross domestic product (GDP) grew during the second quarter of
1993 at a 5.61 percent rate as measured over year-ago levels. GDP
adjusted for population growth and inflation remains below 3 percent.
Such a low rate has been insufficient to push the unemployment rate
from its current high levels. As of August, the national unemployment
rate was at 6.7 percent and Nevada's rate reached 7.2 percent.
With sustained high unemployment levels during the last 30 months,
some workers have become discouraged and have l.eft the workforce.
These workers are not counted in the current unemployment rates. In
addition, some employed workers have settled for temporary and parttime work. As a consequence, sustained and steady gr wtl:i will be
necessary to create jobs, better employment opportunities, and draw
down the unemployment rate. Few foresee substantial improvement in
the current national unemployment level for most of 1994.
Inflation remains in check. Indeed, recent price increases fell below
projected levels. As of September, the U.S . Consumer Price Index stood
only 2.69 percent above year-ago leve~s . Of course, shifting political
events could quickly push strategic resource prices upward. Nevertheless, most national forecasters predict prjce increases of less than 3
percent for next year. Clearly, the inflation outlook is encouraging.
September's gaming revenues dec ined slightly, down 1.29 percent
from a year ago. Even so, Nevada ' gaming revenues for the year have
lifted the state's economy. The verage monthly growth rate in gaming
revenue for the first nine months of 1993 (measured relative to year-ago
levels) averaged 4.5 percent. The opening of three major Las Vegas
hotel-casinos during the ast months of the year should push this rate
further upward for both southern Nevada and for the state. Gaming
indicators for the last o the year should top off a strong year. As is often
the case in Nevada a strong gaming economy foretells good overall
economic conditions.

W

Nevada Gross Gaming Revenue
Quarterly, 1985 - 1993
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Nevada Taxable Sales
Quarterly, 1985 - 1993
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Air Passengers
Quarterly, 1985 - 1993
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R. Kei h Schwer, UNLV Center for Business & Economic Research
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DATE

PREVIOUS
PERIOD

YEAR
AGO

CHANGE
YRAGO

7.0
6.7

6 .5
6.6
6.1
6 .7

6.9
7 .0
7.1

7.5

4.35%
7 . 14%
-1.41%
-10.67%

$thousand
$thousand
$thousand
$million

1,433,876
834,889
277,718
173,520

1,408,780
3 3,479
i 65,321
173,135

1,287,570
728,208
252,508
163,198

11 .36%
14.65%
9 .98%
6.32%

$thousand
$thousand
$thousand

502,427
361,459
84,27

527,822
378,567
86,053

509,017
369,262
84,039

-1.29%
-2 . 11%
0 .28%

~ 704

129

4 ,247
169

2,777
123

69 .39%
4.88%

319
22

365
18

276
15

15.58%
46.67%

1,323
456.0

1,227
461.3

1,229
430.4

7 .65%
5.95%

UNITS

LATEST
PERIOD

UNEMPLOYMENT
Nevada
las Vegas
Reno

Sep,
Sep,
Sep,
Sep,

u.s.

1993
1993
1993
1993

seasonally adj.
seasonally adj .
seasonally adj.
seasonally adj .

7.2

7.5

RETAIL ACTIVITY
Nevada Taxable Sales
Clark County
Washoe Count)'
U.S. Retail Sales

GROSS

G~MING

August,
August,
August,
August,

1993
1993
1993
1993

REVENUE

Nevada
Clark County
Washoe County

CONSTRUCTION ACTIVITY
las Vegas Area
New Residences
New Commercial Permits
Reno Area
New Residences
New Commercial Permits

u.s.

Housing Starts
Total Construction

3rd qtr 1993
3rd qtr 1993

#permits
#permits

4th qtr 1992
4th qtr 1992
August, 1993
August, 1993

thousand
$billion

2nd qtr 1993
2nd qtr 1993
2nd qtr 1993

$
$per sq. ft.
%

148,811
74.63
6 .98

135,584
79.28
7 .62

135,584
79.29
8 .17

9.76%
-5 .88%
-14 .57%

4th qtr 1992
4th qtr 1992
4th qtr 1992
August, 1993

$
$per sq. ft.
%
thousand

142,986
84.1 8
8.40
616

158,772
87.93
8.20
636

156,370
83.63
8.50
625

-8.56%
0.66%
-1.18%
-1.44%

3rd qtr 1993
3rd qtr 1993
August, 1993

passengers
passengers
thousand ga l.

5 ,842,840
1,324,944
65,553

5,581 ,1 93
1,147,345
62,646

5,610,134
1,082,497
61 ,836

4.15%
22 .40%
6 .01%

HOUSING SALES
las Vegas Area
Average Sales Price 111
Average Cost/Square Foot
Average Mortgage Rate 12!
Washoe County
Average Sales Price 11!
Average Cost/Square Foot
Average Mortgage Rate 12!
U.S. Home Sales

TRANSPORTATION
Total Passengers 13!
McCarron Airport, l V
Connon Airport, Reno
State Taxable Gasoline Soles

POPULATION ESTIMATES
Nevada
Clark County
Washoe County

July, 1993
July, 1993
July, 1993

people
people
people

Sep, 1993
August, 1993
August, 1993
Sep, 1993
2nd qtr 1993

1982-84= 100
$billion
%
%
$billion

1,388,630
889,600
271 ,650

1,343,930
854,780
266,500

3.33%
4 .07%
1.93%

141.3
975 .5
6 .0
2.97
5,991 .4

2 .69%
12 .24%
0 .00%
-0.34%
5 .61%

NATIONAL ECONOMY
Consumer Price Index 1•1
Money Supply - M 1
Prime Rote
Three-Month U.S. T-Bill
Gross Notional Product

145 . 1
1094.9
6 .0
2.96
6,327.6

144.8
1085.5
6 .0
3.05
6,261 .6

NOTES: (1) houses, condos, townhouses; (2) 30 yr. FHA; (3) enplaned/deplaned passengers; (4) all urban consumers
SOURCES: Nevada Dept. of Taxation; Nevada Employment Security Dept.; UNlV, Center For Business and Economic Research;
UNR, Bureau of Business and Economic Research; US Dept. of Commerce; US Federal Reserve.
COMPILED BY: UNLV, Center for Business and Economic Research
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The NeVI Bally Systems.
Not since neon has anything
so greatly enhanced
the success of your casino.
The light first went on in 1976.

It's affordable. And always expandable.

The idea? Provide advanced Information

Add to that Bally Systems new MASTERCOM

Management systems to the gaming industry. So'

Display Management System and you'll take your

Bally Systems developed the first successful slot

marketing and customer service programs into the

data collection system" (SDS). Today we shine

'90s as fast as you can say "profits." This affordable

brighter than ever, monitoring over 40,000 slot

expandable system lets your customers request

machines. All types.

change, beverage service, host assistance and much

11

All over the country.

And now introducing SDS/ 6000 for the IBM

more - instantly while at the game. The quicker

RISC/6000. SDS/6000. It can do everything short of

you service your customers the more they play. It's

thinking for you. On second thought, it can do

that simple. And so is Bally MASTERCOM.

that too. Tracking slot revenue. Improving accuracy.
Maximizing profitability. Recording customer
activity. The 1st goes on and on.
SDS/6000. It will take you to a new level of

The new systems from Bally Systems. The best
thing that ever happened to your gaming operation.
Call702-688-4411. For all the information you
need. On all the information you need.

sophistication for making the very best decisions
about custom~rs, your operation, your future.

SYSTEMS
A System For Success.

©1993 Bally Systems· 255 Bell Street, Reno, l\'evada 89503 · (702) 688--!411 · FAX (702) 688--+-!33

A division of Bally Gaming, Inc.

