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VISA® PREPAID CARD

$99
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Unlimited Nationwide Calling
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NV Energy Can Help Your Business
Get Plugged In to Electric Vehicles
PowerShift by NV Energy now offers commercial customers incentives to 
offset the cost of building electric vehicle charging infrastructure.

Incentives are available for:
 Workplace Charging
 Multi-family Residences
 Fleet Electrification

Learn more at nvenergy.com/ev
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The Commentary

Lyle E. Brennan
Publisher

COMMENTS
lyle@nevadabusiness.com

By Whose Authority?

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

Outrageous Property Tax 
Increases on the Horizon

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

Nevada Legislature Democrats Push SJR14
	 With	the	defeat	of	Question	3	from	the	most	recent	election,	I	believe	people	
are	beginning	to	see	the	absolute	detriment	of	changing	the	Nevada	constitu-
tion	in	ways	that	aren’t	sustainable.	Another	hurdle	along	those	same	lines	that	
we’ll	be	 facing	 in	 the	2019	Legislature	 is	SJR14.	While	Question	3	was	 in	 the	
final	stages	of	becoming	a	constitutional	amendment,	SJR14	is	a	constitutional	
amendment	 near	 the	 beginning	 of	 the	 process,	with	 time	 to	 stop	 it	 before	 it	
gains	too	much	steam.	
	 The	proposed	amendment	would	change	the	way	property	taxes	are	as-
sessed	in	Nevada.	Having	passed	the	2017	Legislature,	it	now	must	pass	the	
2019	Legislature	and	then	it	would	go	on	the	ballot	 in	2020.	If	passed,	this	
amendment	would	be	detrimental	to	property	owners	and	will	have	a	devas-
tating	affect	on	the	fluidity	of	a	real	estate	market	which,	many	agree,	makes	
for	shaky	ground.
	 Essentially,	were	it	to	pass,	SJR14	would	require	that	property	taxes	reset	
at	a	much	higher	rate,	in	some	cases	doubling	or	tripling,	each	time	a	prop-
erty	 is	sold.	According	 to	Washoe	County	Assessor,	Michael	Clark,	 “SJR14	
removes	the	property	tax	cap	and	all	depreciation	the	first	fiscal	year	after	the	
sale	of	the	property.”
	 Clark,	along	with	Janine	Hansen,	president	of	Nevada	Families	 for	Free-
dom,	have	co-founded	a	coalition	to	stop	this	bill	from	going	any	further	in	the	
legislature.
	 “We	have	moved	 into	an	era	of	confiscatory	 taxation,”	said	Hansen.	“This	
particular	piece	of	legislation,	upon	the	sale	of	a	home,	would	increase	the	prop-
erty	 taxes,	 in	many	cases	doubling	 it	 or	more,	both	 for	homes	and	 for	busi-
nesses.”	We	all	know	how	that’s	working	out	for	California.
	 According	to	Clark,	some	real	examples	of	this	can	be	seen	by	looking	at	the	
current	taxable	value	of	property	being	sold.	Speaking	of	a	parcel	 in	Washoe	
County,	Clark	said,	“Taxes	with	abatement	were	$7,706	for	2017.	Based	on	tax-
able	value,	they	would	have	been	$17,766.	With	the	implications	of	SJR14	the	
2017	taxes	on	this	parcel	would	be	$21,165.”
	 Hansen	added,	“What	this	does	is	suck	all	of	the	money	out	of	the	private	
sector,	which	is	the	productive	sector	of	society	and	puts	it	into	the	government	
sector,	which	is	non-productive.	It	will	definitely	decrease	money	available	for	
anything	in	the	private	sector.	And,	it	could	certainly	up	the	numbers	of	people	
that	will	lose	their	home	due	to	property	taxes.”
CALL TO ACTION:	 There	 is	 time	 to	 stop	 this	 from	 happening.	 Go	 to	
CoalitiontoStopSJR14.org	 to	 sign	 up	 for	 updates	 as	 this	 bill	 moves	 through	
the	2019	Legislature.	When	possible,	attend	hearings	on	SJR14	and	email	your	
elected	officials	letting	them	know	you	oppose	this	increase.	Hansen	said	it	best	
when	she	concluded	that,	“the	government	never	has	enough	money.	It	doesn’t	
matter	when,	how	or	why,	 they	never	have	enough	money;	 they	always	want	
more.	 If	we	allow	them,	they	would	take	100	percent	of	what	we	have.	That’s	
how	they	are,	they	just	continue	to	increase	property	taxes.”
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and nurses of tomorrow. This means we’re collaborating with the best and brightest in 

medicine, conducting research that leads to life-saving treatments, and implementing 

the latest tools and technologies so that our next generation of medical professionals 

can provide the utmost in state-of-the-art care.

http://www.umcsn.com
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MILLENNIALS,	 Generations	 Z	 and	 X,	 baby	
boomers	and	the	traditionalists	or	silent	genera-

tion	is	a	diverse	list	of	titles	to	represent	an	even	

more	 diverse	 group	 of	 people.	 Today	 there	 are	

five	generations	in	the	workforce,	each	with	their	

own	characteristics	and	commonalities,	strengths	

and	weaknesses.	The	generations	differ	 in	work	

styles,	 communication	 styles,	 what	 drives	 their	

work	and	what	work	they	choose	to	be	driven	by.	

But,	in	common	they	want	respect	and	a	voice	in	

the	company	they	work	for,	and	savvy	employers	

can	bridge	the	gaps	between	generations	to	cre-

ate	strong,	integrated	businesses.
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GENERATION GAP   Cover Story

tering	the	workforce	who	make	up	about	1	

to	2	percent,”	said	Dr.	Vincent	Solis,	presi-

dent,	Western	Nevada	College.

	 Welcome	 to	 the	 generation	 gap.	 Five	

distinct	 groups	of	 individuals	 shaped	by	

life	 experiences	 so	 that	 personalities,	

values,	 communication	 and	 interaction	

styles	all	differ.

	 “We’ve	 got	 everything	 from	 the	 silent	

generation	that	came	right	after	World	War	

II	and	make	up	about	1	percent	of	the	work-

force	now,	all	 the	way	through	Generation	

Z,	which	are	your	18	and	19	year	olds	en-

	 “Most	 companies	will	 have	 four	 or	more	

generations	 represented	 in	 their	 workforce	

by	2020,”	said	Dorothy	Costa,	vice	president,	

People	&	Transformation,	North	America,	IGT.	

“At	 the	 end	 of	 the	 day,	 a	multi-generational	

employer	has	within	its	workforce	a	varied	set	

of	 experiences,	 world	 views,	 and	 technical	

skills	–	that	is	diversity.”

	 Diverse	 teams	 perform	 better	 than	 non-

diverse	 teams,	 said	 Costa.	 “But	 there	must	

be	a	concerted	effort	to	create	opportunities	

to	engage	with	each	other	in	productive	and	

meaningful	ways.”	

	 Working	with	such	diverse	groups	is	chal-

lenging	for	business	leaders,	who	need	to	find	

common	ground	and	develop	a	 culture	 that	

gives	every	worker	a	voice.

Change is the Only
Constant
	 With	five	generations	in	the	workforce	and	

technology	moving	at	the	speed	of	the	future,	

both	work	and	workers	are	changing.

	 Today’s	employers	often	recruit	for	soft	

skills	rather	than	hard,	the	way	Tesla	looks	

for	“Tesla	DNA”	when	recruiting.	What	that	

means	 is,	 when	 asked	what	 they’re	 look-

ing	for,	recruiters	often	respond,	“I’ll	know	

it	when	 I	 see	 it,”	 said	Dennis	Perea,	dep-

uty	 director,	 Department	 of	 Employment,	

Training	and	Rehabilitation.

	 While	Tesla	recruits	for	soft	skills,	it	shares	

its	Northern	Nevada	plant	with	Panasonic,	an	

old	generational	company.

	 “Panasonic	 will	 tell	 you	 exactly	 what	

they	want	as	a	skill	set,	where	Tesla	is	much	

more	loose,	so	it’s	interesting	looking	at	the	

age	of	the	company	and	how	they	do	their	

hiring,”	 said	 Perea,	 adding	 it’s	 easier	 for	

workforce	providers	to	match	Panasonic’s	

needs	than	Tesla’s.	

	 The	 way	 employers	 hire	 and	 retain	 em-

ployees	has	been	changing	over	the	past	few	

years	 as	 the	millennial	 generation	 becomes	

the	biggest	part	of	the	workforce.	Millennials	

are	technologically	advanced	and	many	view	

jobs	 as	 a	means	 to	meet	 short-term	 goals,	

gain	experience	and	move	on.	

Brooke

Stream
City of Henderson

mailto:advancement@tun.touro.edu
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	 Once	decried	as	a	whiny,	unmotivated	

generation,	millennials	 are	now	 the	 tech-

nologically	advanced	generation	employ-

ers	want	 to	 recruit.	With	 current	 low	 un-

employment	 numbers,	 recruitment	 might	

mean	 employers	 need	 to	 offer	 flexible	

schedules	and	 invest	 in	enhanced	devel-

opment	opportunities.

	 “It’s	 important	for	millennials	and	Gen	Z	

to	invest	in	enhanced	development,	not	just	

goals	 and	 plan	 strategically.	 [They	 should]	

invest	 in	coding	classes,	 in	HTML	courses,	

in	self-directed	learning	so	they	can	focus	on	

continuously	developing	their	skills.	If	they’re	

young	and	have	enhanced	skills,	 they	need	

to	upgrade	constantly,”	said	Solis.	

	 And,	once	they’ve	upgraded,	they	may	

not	 stay.	 For	 traditionalists,	 boomers	 and	

older	Gen	X	workers,	job	security	was	the	

watchword.	They	expected	to	stay	with	one	

or	two	companies	for	the	duration	of	their	

career,	and	wanted	the	security	of	the	pay-

check.	 Millennials	 and	 Gen	 Z	 have	 other	

values.

	 “One	 thing	 older	 employees	 can	 learn	

from	younger,	particularly	 from	Generation	

Z	is	the	idea	of	life	being	worth	value,”	said	

Solis.	 “For	 silents	 and	 boomers,	 it’s	work,	

work,	work,	that’s	what	we	do.	For	younger	

employees,	that’s	not	necessarily	the	case.	

Work	is	the	mechanism	by	which	they	get	to	

do	other	things	in	life.”

	 The	younger	generations	want	to	engage	

with	the	companies	they	work	for,	want	their	

voices	to	be	heard	and	their	jobs	to	matter.

	 “It’s	 really	 important	 that	 the	 work	

they’re	 doing	 is	meaningful	 and	 purpose-

ful,”	said	Brooke	Stream,	manager	of	orga-

nization	effectiveness,	City	of	Henderson.	

“It’s	important	for	organizations	to	connect	

the	work	they’re	doing	with	the	bigger	pic-

ture	of	what	the	organization	is	trying	to	ac-

complish	so	they	can	find	the	value	in	what	

they’re	 doing.”	 It’s	 important	 enough	 that	

recruiters	use	community	service	opportu-

nities	as	incentives.

	 It’s	also	important	for	leaders	to	recog-

nize	wins.	The	only	constant	is	change	and	

companies	 change	 very	 quickly	 now.	 “If	

you’re	 going	 to	 anchor	 successful	 change	

in	 the	culture	of	an	organization,	you	need	

to	celebrate	those	wins,”	said	Solis.	“You’ve	

got	to	recognize	their	efforts.”

	 “Rewards	 have	 changed,”	 Costa	 said.	

Today’s	workers	are	 looking	 for	more	 indi-

vidual	 rewards	 versus	 collective	 rewards,	

and	companies	need	to	focus	on	individuals	

rather	than	collective	groups.	

Generations 
	 Every	generation	is	composed	of	indi-

viduals,	but	commonalities	exist	between	

groups.	 Boomers	 are	 social	 and	 bring	

excellent	 communications	 and	 interper-

sonal	skills.

	 Millennials	 value	 communication,	want	

to	be	informed	and	part	of	what’s	going	on	
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TO	fully	realize	available	tax	benefits	resulting	from	the	Tax	Cuts	and	Jobs	Act	of	2017	Nevada	businesses	

should	assess,	plan	and,	if	necessary,	make	changes,	now.	

	 “My	best	advice	is	run	some	projections	on	your	income	right	now.	See	if	you	run	into	any	problems	or	

limitations	on	being	able	to	maximize	deductions,	and	look	at	what	you	need	to	do	to	restructure	to	make	

sure	you	don’t	lose	anything.	Talk	to	your	advisor.	See	if	there	is	anything	you	can	do	to	take	advantage	of	

the	new	tax	law,”	said	Dan	Gerety,	certified	public	accountant	and	president	of	Gerety	&	Associates,	CPAs.
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Significant Federal
Tax Changes 
	 The	 new	 tax	 law	 contains	 deductions,	

some	new,	some	revised,	 that	businesses	

should	be	 aware	 of,	 again	 to	 take	 advan-

tage	of	them,	when	possible.	

	 One	of	 them,	199A,	allows	a	deduction	

of	 20	percent	 of	 the	qualified	business	 in-

come	 of	 owners	 of	 pass-through	 entities	

whose	taxable	income	is	less	than	$315,000	

for	married	people	filing	 jointly	or	$157,500	

for	single	people.	Pass-through	businesses	

are	 those	 whose	 income	 passes	 through	

to	the	owner	who	pays	taxes	on	it.	They	in-

clude	 sole	 proprietorships,	 limited	 liability	

corporations	and	S	corporations.	

	 Not	 all	 pass-through	 businesses	

qualify,	 however,	 for	 the	 deduction.	 For	

instance,	 owners	 of	 entities	 in	 medicine,	

law,	 financial	 services,	 accounting,	 con-

sulting,	athletics	and	performance	arts	are	

excluded	if	their	personal	income	exceeds	

$207,500	 if	 single	 or	 $415,000	 if	 married	

and	filing	jointly.

	 “The	 key	 there	 is	 that	 they	have	 to	do	

planning	now	to	get	 full	benefit	of	 the	de-

duction,”	said	Mike	Bosma,	noting	it’s	best	

not	 to	 wait	 until	 2019.	 “The	 [deduction]	

could	be	gone	next	year.”	Bosma	is	a	CPA	

and	principal	 in	 the	Reno	office	of	Clifton	

Larson	Allen.

	 To	qualify	for	the	199A	deduction,	com-

panies	 may	 have	 to	 make	 changes	 now,	

depending	on	 their	structures	and	circum-

stances.	 Those	 could	 include	 funneling	

some	income	into	a	trust	to	keep	the	busi-

ness’	income	under	the	maximum,	convert-

ing	 subcontractors	 to	 employees	 and,	 for	

businesses	with	multiple	entities,	restructur-

ing	the	group	activities	among	them.	

	 With	another	deduction,	bonus	depre-

ciation,	companies	may	write	off	100	per-

cent	 of	 depreciation	 of	 new	equipment	 in	

the	 first	 year,	 versus	 depreciating	 it	 over	

future	 years.	 But,	 it’s	 important	 that	 they	

first	 calculate	 how	 doing	 so	 will	 impact	

their	getting	 the	 full	benefit	of	 the	20	per-

cent	199A	deduction.	

	 For	 corporate	 taxpayers,	 the	 new	 law	

lowered	 the	 percent	 of	 taxable	 income	

that	net	operating	 losses	 (NOL)	could	off-

set	 per	 year	 to	 80	 percent	 from	 100	 per-

cent.	Also,	NOLs	no	 longer	are	carryback	

eligible.	Previously	they	were	for	two	years.	

However,	they	now	may	be	carried	forward	

indefinitely	versus	20	years	previously.	This	

is	another	area	for	corporations	to	look	at,	

in	 terms	 of	 expensing	 versus	 capitalizing,	

for	instance.

Dan

Gerety
Gerety & Associates, CPAs
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TAXES

	 	 	 	 	 The	2017	 tax	 law	eliminated	

employees’	 ability	 to	 deduct	

unreimbursed	 expenses—for	

cellphone,	 vehicle	 and	 meals.	

Consequently,	 it	 behooves	 both	

employer	 and	 employee	 for	 the	

company	to	reimburse	the	work-

ers	for	at	least	some	of	those	ex-

penses	rather	than	giving	them	a	

year-end	bonus,	as	 it’s	more	tax	

efficient	for	both	parties.

							Businesses	can	no	longer	de-

duct	for	entertainment	expenses,	

but	still	can	for	meals,	at	50	percent.	In	cas-

es	 of	 packages	 combining	 entertainment	

and	a	meal,	like	a	casino’s	dinner	and	show	

offering,	the	one	cost	isn’t	deductible.	For	

the	meal	portion	to	be	deductible,	its	cost	

must	be	separated	out	from	the	entertain-

ment	cost.

	 Similarly,	 when	 it	 comes	 to	 writing	 off	

the	expense	of	tax	preparation	for	individu-

als,	they	no	longer	can	deduct	the	cost	of	

preparing	 a	 Form	 1040	 but	 can	 continue	

to	 deduct	 the	 preparation	 cost	 of	 other	

forms.	As	such,	people	should	ask	their	tax	

preparer	to	itemize	the	costs	for	1040	and	

other	forms	separately	on	their	invoice.	

Update on Out-of-State 
Online Sales Tax
	 Nevada	 businesses	 that	 are	 selling	

products	 online	 to	 customers	 in	 other	

states	 should	 know	and	 stay	 current	with	

what’s	happening	regarding	paying	tax	on	

their	sales	in	those	states.	

	 In	June,	 the	U.S.	Supreme	Court	 ruled	

in	South	Dakota	v.	Wayfair	 Inc.,	et	al,	 that	

states	may	charge	tax	on	purchases	made	

from	out-of-state	sellers,	even	 if	 the	seller	

lacks	 a	 physical	 presence	 in	 the	 taxing	

state.	

	 This	 decision	 prompted	 states	 to	 act	

on	 the	 change.	 Nevada,	 for	 instance,	

through	a	new	regulation,	began	requiring	

remote	sellers	to	register	and	collect	sales	

tax	as	of	Oct.	1,	2018.	Remote	sellers	are	

defined	as	out-of-state	vendors	that	lack	a	

	 The	 new	 tax	 law	 broadened	

the	base	of	businesses	that	qual-

ify	 to	 use	 the	 cash	 accounting	

method	 versus	 the	 accrual,	 and	

some	might	 benefit	 from	 chang-

ing.	 Now,	 most	 businesses	 with	

average	annual	gross	receipts	for	

the	prior	three	years	of	$25	million	

or	 less,	 including	C	corporations	

and	businesses	 that	maintain	 in-

ventories,	may	qualify.	Previously,	

the	cap	was	$5	million	for	C	corps	

and	$10	million	for	other	entities.	

Switching	 to	 the	 cash	 method	 requires	

submitting	to	the	Internal	Revenue	Service	

Form	 3115,	 the	 Application	 for	 Change	 in	

Accounting	 Method.	 “That	 [change]	 is	 a	

huge	one,”	Bosma	said.	

	 Another	 difference	 today	 is	 that	 the	

business	 interest	 expense	 deduction	 is	

limited.	 Generally,	 (there	 are	 exceptions),	

it	currently	is	30	percent	of	one’s	adjusted	

taxable	 income	 or	 $300,000,	 without	 re-

gard	 to	 deductions	 allowable	 for	 depre-

ciation,	amortization,	depletion	or	business	

interest	expense.	

	 “The	 interest	deduction	 limitation	can	be	

a	major	 thing	 for	 some	 businesses	 that	 are	

highly	leveraged,”	Gerety	said.	“They’re	going	

to	have	to	figure	out	how	they	restructure	their	

debt	to	be	able	to	get	those	deductions.”
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physical	presence	 in	Nevada	and	 that,	 in	

the	previous	or	current	calendar	year,	sold	

more	 than	 $100,000	 in	 sales	 to	 Nevada,	

or	conducted	200-plus	separate	 transac-

tions	 for	 delivery	 into	 Nevada.	 The	 Ne-

vada	 Taxpayers	 Association	 (NTA)	 would	

like	to	see	the	Nevada	Legislature	enact	a	

law	around	Wayfair,	to	replace	the	current	

regulation.	

	 As	 of	 October’s	 end,	 along	 with	 Ne-

vada,	 22	 states	 had	 signed	 the	 Stream-

lined	 Sales	 and	 Use	 Tax	 Agreement	

(SSUTA),	which	simplifies	and	modernizes	

sales	 and	 use	 tax	 collection	 and	 admin-

istration.	 By	 signing,	 the	 states	 agree	 to	

certain	 terms.	 One	 is	 the	 definition	 of	 a	

remote	seller.	Another	is	the	level	at	which	

they	have	to	begin	paying	sales	tax.	A	third	

is	that,	qualifying	remote	sellers	who	reg-

ister	online	via	the	Streamlined	Sales	Tax	

Registration	System	(SSTRS)	and	use	the	

tax	 collecting	 software	 provided	 by	 the	

Streamlined	 Sales	 Tax	 Governing	 Board,	

won’t	 have	 to	 pay	 back	 taxes	 on	 past	

sales.	Those	sellers	would	only	pay	tax	on	

sales	going	forward.	

	 Some	of	 the	 larger	 states,	 such	 as	New	

York,	Arizona,	California	and	Texas,	have	not	

signed	the	SSUTA,	and,	therefore,	remain	free	

to	establish	their	own	regulations	and	laws	for	

collecting	sales	tax	on	online	transactions.

	 Companies	at	risk	for	past	and	future	on-

line	sales	tax	liability	should	learn	and	abide	

by	the	laws	of	the	states	into	which	they’re	

selling	and	consider	registering	at	SSTRS	to	

comply	with	the	SSUTA	member	states.

	 Even	 with	 SSUTA,	 questions	 remain	

surrounding	 the	 administration	 of	 what’s	

being	called	“Wayfair,”	said	Cindy	Creigh-

ton,	 president	 of	 the	 Nevada	 Taxpayers	

Association.	

	 Questions	surrounding	Wayfair	include:	

Do	all	 items	on	one	invoice	constitute	one	

transaction	or	does	each	item	constitute	an	

individual	transaction?	For	remote	vendors	

selling	 through	 third-party	 marketplaces	

like	 Etsy	 and	 their	 own	 website,	 are	 the	

transactions	 from	each	 combined	 for	 one	

set	 of	 transactions	 or	 not?	Who,	 the	 sell-

er	or	marketplace,	would	be	 liable	 should	

there	be	an	audit?	

	 An	 extension	 of	 Wayfair	 bubbling	

to	 the	 surface	 is	 how	 states	 will	 handle	

tax,	on	sales	of	services,	as	opposed	to	

goods,	via	the	cloud	for	example,	to	cus-

tomers	in	the	taxing	states.	Payment	pro-

cessing,	software	licensing,	data	storage,	

potentially	 even	 online	 dating	 services,	

Creighton	said,	eventually	could	be	taxed	
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attorneys,	 is	 that	 lack	of	professionalism	

because	they’re	not	being	trained.	They’re	

not	being	trained	how	to	act	with	other	at-

torneys,	 interact	 with	 other	 attorneys	 or	

even	 clients.	 It’s	 something	 we	 need	 to	

start	 focusing	 again	 on,	 taking	 the	 time	

with	 younger	 attorneys	 so	 they	 under-

stand	what	it	means	to	be	an	attorney	and	

be	a	professional.	

BARBARA BUCKLEY:	I	do	think	profession-

alism	is	a	big	issue.	I	had	a	younger	attor-

ney	go	to	court	 this	week,	and	the	older,	

more	mature,	 attorney	 engaged	 in	 some	

trash	 talking	of	her	and	her	abilities.	The	

flip	side	of	that	 is,	 I	think	lawyers	like	us,	

when	we	argue	against	a	younger	lawyer,	

need	to,	at	the	end	of	it,	stick	our	hand	out	

and	 say,	 “Congratulations,	 what	 a	 good	

job	you	did.”	That	is	how	you	[create]	the	

type	of	lawyers	we	want	to	see.	

GLEN TRUITT:	There’s	a	civility	issue	that’s	

been	creeping	up	in	Nevada.	I’m	not	sure	

if	 it	 belongs	 to	 the	 young	 lawyers	 or	 the	

older	lawyers,	but	there	is	a	civility	prob-

lem.	 I	 think	 it	does	start	with	senior	 law-

yers	 to	cut	 it	out	and	not	carry	grudges.	

I’ve	 got	 people	 that	 it’s	 easy	 to	 be	mad	

at,	but	it	does	go	to	us	to	try	and	lead	the	

way,	 even	 if	 in	 the	 face	 of	 our	 own	 col-

leagues	being	spirited	or	uncivil,	to	try	to	

respond	 in	a	civil	way,	 to	not	propagate.	

Young	lawyers	will	see	that	and	they	 just	

think	 that’s	 the	 way	 to	 win.	 We	 have	 to	

stop	because	we’re	getting	a	reputation.

JOSHUA REISMAN:	I	don’t	perceive	a	lack	

of	civility	 in	 the	Nevada	bar	and	perhaps	

[it’s]	 because	 I	 practiced	 in	 New	 York	

before	 I	 came	 to	Nevada.	 In	 all	 honesty,	

I’ve	 litigated	against	most	of	 you,	 you’ve	

all	been	collegial	toward	me	and	I	believe	

I’ve	been	collegial	 towards	you.	 I’ve	nev-

er	had	a	problem	getting	an	extension	 if	

necessary.	 I	 very	 rarely	 had	 people	 that	

have	lied	to	me	or	misrepresented	some-

thing.	I	don’t	sense	it	and	yes,	we	have	to	

confirm	things	in	writing,	but	I	think	that’s	

just	the	nature	of	a	larger	bar.	There	truly	

was	a	 time	where	everybody	 really	knew	

as	 problem	 solvers.	 We’re	 referred	 to	

as	counselors	of	 law	but	we	do	 too	 little	

counseling,	too	little	problem	solving	and	

often	jump	in	a	hurried	way	into	protract-

ed,	needless	and	costly	litigation,	which	is	

often	a	disservice	for	a	client.	That’s	prob-

ably	my	biggest	concern.

WILLIAM URGA:	 I	 think	we’ve	 lost	a	 lot	of	

the	ability	to	pick	up	a	phone	and	talk	to	

each	other	and	try	to	resolve	issues.	You	

see	 more	 antagonistic-type	 comments	

being	 made.	 Even	 in	 court,	 while	 you’re	

there	 arguing,	 instead	 of	 arguing	 to	 the	

judge	and	talking	about	the	law,	the	issues	

or	the	facts,	you	somehow	are	turning	on	

the	attorney	a	lot.	That	is	troublesome	be-

cause	we	are	more	 than	used	car	 sales-

men;	 we’re	 a	 profession	 and	 we	 should	

act	 like	 professionals.	 That’s	 something	

we	 need	 to	 be	 pushing	 everyday.	 That’s	

a	big	deal	 for	me.	 I	 think	being	a	profes-

sional	is	very	important.	Your	word	is	your	

bond,	and	you	stick	with	it.	

MICHAEL FEDER:	 I	 agree	 with	 you	 and	

I’ll	 tie	 that	 into	 one	 of	 the	 things	 I	 think	

we’re	 not	 doing	 as	 well	 as	 we	 used	 to,	

and	 it’s	 tied	 into	professionalism.	One	of	

the	things	we’re	having	a	harder	time	do-

ing,	 and	 I’m	 seeing	 a	 lack	 of	 in	 younger	

he	legal	profession	is	unique	in	

that	it	touches	nearly	every	oth-

er	industry	at	some	point.	As	a	

result,	businesses	have	a	range	

of	 opinions	 regarding	 those	 that	 practice	

law.	 For	 attorneys	 in	 Nevada,	 reputation,	

professionalism	 and	 client	 expectations	

are	all	vital	 issues	 for	 the	 industry	moving	

forward.	Recently,	 legal	executives	met	at	

the	Las	Vegas	office	of	City	National	Bank	

to	discuss	their	industry.

	 Connie	Brennan,	publisher	and	CEO	of	

Nevada Business Magazine,	served	as	mod-

erator	for	the	event.	The	magazine’s	monthly	

roundtables	 bring	 together	 leaders	 to	 dis-

cuss	issues	relevant	to	their	industries.

HOW BIG OF AN ISSUE 
IS REPUTATION AND 
PROFESSIONALISM 
WITHIN THIS 
INDUSTRY?
JOHN STEFFEN:	What	concerns	me	most,	

and	 a	 challenge	 that	 we	 all	 face,	 is	 the	

reputation	of	lawyers	in	general.	We	have	

lost,	 perhaps,	 our	 most	 valuable	 asset	

T
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each	 other—not	 just	 as	 colleagues	 but	

as	friends—and	you	could	do	things	on	a	

handshake.	But,	the	fact	that	you	can	no	

longer	do	things	on	a	handshake,	that	you	

don’t	 necessarily	 know	 each	 other	 and	

have	a	built	up	level	of	trust,	that	doesn’t	

mean	you’re	not	civil	towards	one	another.

DO JUDGES 
PLAY A ROLE IN 
PROFESSIONALISM?
BUCKLEY:	I	help	manage,	mentor	and	guide	

55	attorneys,	and	the	majority	of	them	prac-

tice	in	family	court.	I	do	reserve	a	little	of	my	

criticism	for	the	judges	because,	in	federal	

[or]	civil	court,	 they	would	not	put	up	with	

the	type	of	things	you	see	everyday	in	fam-

ily	court.	It	is	a	shame	for	litigants	to	have	

to	 go	 into	 courtrooms	 that	 are	 less	 than	

professional.	 I	 blame	 lawyers,	 of	 course,	

for	their	conduct	but	I	also	lay	some	blame	

at	the	judiciary.	Having	an	elected	judiciary,	

sometimes	 they	 don’t	 wanna	 come	 down	

on	folks.	But,	we’ve	seen	great	examples	of	

elected	judges	who,	in	a	very	kind	way,	en-

sure	 that	civility	 reigns	 in	our	courtrooms.	

That’s	what	 every	person	has	 the	 right	 to	

expect	in	a	court	they	attend.	

URGA: I’ve	 harped	 on	 the	 judges	 in	 the	

past.	If	they’d	start	sanctioning	people	for	

doing	 that	 kind	 of	 thing,	 I	 think	 it	 would	

stop	or	slow	down.

WHAT KIND OF 
EXPECTATIONS 
DOES THE DIGITAL 
AGE PLACE ON THIS 
INDUSTRY?
JEFF SILVESTRI:	They	know	you’ve	got	a	cell	

phone,	email	and	now	text.	My	clients	[con-

tact	me	on	my]	work	phone,	 then	my	cell	

phone,	then	I	get	a	text,	then	I	get	an	email.	

HAS THE WAY 
ATTORNEYS BILL 
CLIENTS CHANGED IN 
RECENT YEARS?
SILVESTRI:	 Clients	 want	 their	 jobs	 done	

fast,	cheap,	quick,	good	and	profession-

al	 and	 lawyers	 are	 compensated	 by	 the	

hour.	Our	 incentives	aren’t	always	 in	 line	

with	our	 clients’	 incentives	 and	 that	 cre-

ates	 a	 big	 problem.	You	 see	 a	 lot	 of	 cli-

ents	 bringing	 work	 in-house	 where	 they	

can	manage	their	costs	and	manage	their	

work	a	lot	more	efficiently	because	I	don’t	

think	 lawyers	are	necessarily	 responding	

as	 fast	 as	we	 should	 to	what	 our	 clients	

are	asking	for.	

RON THOMPSON: The	 flat	 fee	 billing	 sys-

tem,	 billed	 hours,	 relatively	 speaking,	 in	

our	 industry	 [is]	 a	 new	 concept.	 We	 all	

hear	about	the	flat	fee	billing	concept	and	

how	 it’s	gonna	 take	 the	 industry	back	or	

the	old	system	of	 retainers	 that	were	not	

refundable.	 But,	 you’ve	 got	 to	 wonder	 if	

the	answer	is	a	return	to	the	past	because	

the	 billed	 hour	 does	 create	 a	 perverse	

conflict	of	interests	that	we	can’t	resolve.

MANDY SHAVINSKY:	We	just	hired	a	pricing	

manager	 at	my	firm,	because	 lawyers	are	

not	great	business	people,	as	we	all	know.	

These	folks	take	a	look	at	different	flat	fee	

models	and	different	things	we’ve	done	in	

the	past,	with	 input	from	us,	to	try	to	pre-

dict	 what	 the	 correct	 flat	 fee	 should	 be.	

The	interesting	thing	is,	in	ninety	percent	of	

the	cases	where	people	ask	 for	a	flat	 fee,	

you	put	an	enormous	amount	of	work	into	

different	 structures,	 and	 the	 client	 comes	

back	and	says,	 “Well,	how	about	you	 just	

give	me	a	10	percent	discount?”

HENRIOD: We	 found	 that	 it	may	work	 to	

flat	fee	particular	services	in	a	case	even	

if	you	can’t	flat	 fee	 the	entire	case	 itself.	

For	 instance,	 you	 can	 flat	 fee	 consulta-

tion	 but	 not	 all	 of	 the	 motion	 work	 that	

may	need	to	be	done,	not	knowing	what’s	

They	want	 to	hear	back	 from	you	and	 it’s	

hard	to	keep	up	with	those	demands	when	

you’re	 trying	 to	 service	 your	 other	 clients	

and	run	a	practice.	What	they’re	asking	for	

is	a	lot	more	than	just,	“I’ve	got	a	problem	

[so]	I’m	calling	you	now.”	They	want	you	to	

come	to	them	and	say,	“You’ve	got	a	prob-

lem,”	 or,	 “I	 see	 something	 that	 you	might	

do	 differently.”	 So	 you’re	 [going	 to	 need]	

more	of	the	counseling	that	they’re	looking	

for	and	if	you	can’t	provide	all	of	it,	they’re	

gonna	go	find	another	lawyer.	

JOEL HENRIOD:	I	think	the	biggest	challenge	

right	now,	both	in	the	law	and	then	adminis-

trating	business	of	a	legal	practice,	is	main-

taining	a	sense	of	balance	and	perspective.	

[Maintaining]	 balance	 between	 the	 needs	

of	clients,	 the	market	and	the	 inventory	of	

services	that	the	firm	provides	so	that	you	

maximize	 efficiency.	 [You	must	 have]	 bal-

ance	between	putting	in	enough	resources	

to	maintain	excellence	in	what	you	already	

do,	but	investing	enough	in	the	future	and	

the	 capacities	 of	 the	 future.	 [You	 must	

maintain]	perspective	between	true	growth	

opportunities	and	those	things	that	are	re-

ally	a	shiny	new	tool	of	the	day.

 Industry Focus
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the	demand	for	legal	services,	and	I	think	

that’s	 especially	 true	 for	 those	 that	 are	

not	proficient	or	not	fully	proficient	in	the	

English	 language,	 and	 even	more	 espe-

cially	 true	 for	 pro	 bono	 clients.	 A	 large	

part	 of	 my	 clientele	 are	 Chinese	 speak-

ers	 and	 the	 legal	 needs	 they	 have	 go	

beyond	my	practice	areas.	Being	able	to	

find	competent	legal	counsel	to	represent	

them,	 and	 to	 advise	 them,	 in	 their	 lan-

guage	can	be	very	difficult.	 I	also	speak	

limited	 Spanish	 and	 recently,	 through	

legal	 aid,	 I	 had	 an	 appeal	 of	 a	Spanish-

speaking	client	 in	 rural	Nevada,	and	be-

fore	the	Nevada	Supreme	Court,	we	were	

successful.	Between	my	 limited	Spanish	

and	some	translators,	I	was	able	to	effec-

tively	 represent	 this	 client.	However,	 the	

case	has	been	remanded	back	to	district	

court.	Unfortunately,	we’re	having	a	very	

difficult	 time	 locating	 Spanish-speaking	

council	 that	will	 take	 this	case	pro	bono	

in	rural	Nevada.

HOW HAS THE LEGAL 
INDUSTRY CHANGED 
IN RECENT YEARS?
THOMPSON: I	 think	 one	 of	 the	 things	

that’s	 interesting	 is	 the	 advent	 of	 the	

cannabis	 industry.	 I	 know	 everybody	

here	 is	 aware	 of	 the	 problems	 it’s	 cre-

ating	 for	 the	 banking	 industry,	 being	

able	 to	 handle	 the	 cash	 involved.	 It’s	

not	 just	 for	 the	 owners	 of	 the	 cannabis	

businesses,	but	it’s	also	their	 landlords,	

their	lenders.	I	suspect	some	of	us	have	

runners	 running	all	 around	 the	city	with	

large	volumes	of	cash.	 It’s	 just	a	matter	

of	 time	 before	 some	 sort	 of	 crime	 hap-

pens	that	affects	our	industry.	Congress	

has	been	sitting	on	a	bill	for	a	long	time,	

but	 I	 think	 it’s	 a	 hole	 right	 now	 that	 is	

going	 to	be	a	problem	at	 some	point	 in	

the	future.

TRUITT:	 My	 practice	 was	 100	 percent	

healthcare	until	two	years	ago,	and	then	a	

try	to	get	there.”	There’s	a	two-way	trust.	

Them	paying	up	front	for	the	initial	work	is	

important.	If	they	won’t	pay,	then	they	just	

want	a	discount.

FEDER:	 It’s	 very	 difficult,	 in	 litigation,	 to	

forecast	 everything	 that’s	 going	 to	 hap-

pen.	The	judge	or	your	opposing	counsel	

can	change	so	many	different	things.	I’ve	

seen	where	 I’ve	 tried	 to	flat	 fee	and,	you	

always	 overestimate,	 and	 the	 moment	

the	 client	 realizes,	 “Oh,	 I’m	 paying	more	

in	 a	 flat	 fee	 than	what	 really	 happened.”	

Clients	will	come	back	after	a	flat	fee	and	

say,	 “Let’s	 go	 back	 to	 hourly.”	 A	 lot	 of	

times	our	clients	don’t	want	to	do	the	flat	

fees	because	 [of]	some	of	 the	uncertain-

ties	as	well.

ARE THE PRO BONO 
NEEDS OF THE 
COMMUNITY
BEING MET?
BUCKLEY:	 The	 short	 answer	 is	 no.	 The	

state	 bar	 and	 supreme	 court	 Access	

to	 Justice	 Commission	 just	 did	 a	 legal	

needs	assessment.	While	we	have	a	large	

number	 of	 lawyers	 serving	 the	 business	

community	 and	 high-income	 folks,	 the	

situation	 on	 the	 lower	 end	 of	 the	 spec-

trum	 is	 much	 different.	 In	 the	 study,	 it	

quantified	the	legal	need	and	showed	that	

3	out	of	4	people	in	legal	need	are	getting	

turned	 away	 to	 go	 to	 court	 themselves.	

While,	in	some	sense,	I	feel	legal	aid	and	

the	 infrastructure	 has	 improved	 a	 lot	 in	

the	 thirty	 years	 I’ve	 been	with	 legal	 ser-

vices,	 the	 number	 of	 people	 who	 are	 at	

or	below	200	percent	of	poverty	is	just	a	

staggering	number.	There’s	probably	150	

clients	right	now	on	our	waiting	list.	These	

are	people	who	are	screened	both	finan-

cially	and	for	merit,	so	the	legal	needs	are	

pretty	staggering.

DUANE FRIZELL:	 	 For	 me	 [the	 biggest	

challenge	 is]	 being	able	 to	 keep	up	with	

gonna	happen	in	the	case.	But,	I	can	flat	

fee	what	 it’s	 going	 to	 cost	 to	 call	me	 at	

any	 time	 you	 need	 to.	 Generally,	 that	

works	 out	 over	 time.	 Most	 clients	 don’t	

exploit	 it	but	what	 that	does	 is,	at	 least,	

caps	their	cost	foregoing	the	expense	of	

giving	you	a	call.	

TRUITT: There’s	 the	 chance	 that	 a	 trans-

action	or	compliance	matter	will	explode	

into	something	four	or	five	times	[as	large,	

but	it]	is	pretty	limited,	so	we	try	to	create	

modules.	 Our	 least	 common	 denomina-

tor,	 our	 least	 popular	 approach	 is	 hourly	

billing.	 If	we	go	on	 long	enough,	we’ll	 try	

to	 be	 creative.	 You	 want	 to	 create	 that	

rapport,	you	want	 to	 try	 to	be	a	problem	

solver.	First	you	have	to	understand	what	

the	problem	is	in	their	business.	There	is	a	

big	investment	but	if	you	say,	“Look,	we’re	

gonna	go	for	90	days,	or	60	days,	 to	fig-

ure	out	what	you	need	and	if	we	can	work	

out	 an	 alternative	 fee	 arrangement,	 we’ll	
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 Industry Focus ATTORNEYS

HAS THE 
COMMODITIZATION 
OF LEGAL SERVICE 
BEEN AN ISSUE?
SHAVINSKY:	 The	 economy	 is	much	 better	

today	than	it	was	two	years	ago.	Notwith-

standing	 that	 fact,	 I	 still	 think	 one	 of	 the	

biggest	challenges	 facing	 the	 legal	 indus-

try	is	the	increasing	commoditization	of	le-

gal	services.	Work	that	used	to	be	done	by	

associates,	paralegals	or	even	young	part-

ners	is	now	being	done	by	document	review	

companies	overseas	or	packaged	up	and	

done	by	companies	that	don’t	necessarily	

specialize	in	core	legal	services.	It’s	some-

thing	that	we	have	to	 learn	to	deal	with.	 It	

really	 emphasizes	 the	 fact	 that,	 if	 you’re	

like	 everybody	 else,	 you’re	 gonna	 fall	 fur-

ther	and	further	behind.	You	have	to	build	

really	strong	relationships	with	your	clients	

and	maintain	those	relationships.	You	have	

to	be	accessible,	more	responsive	and	your	

clients	have	to	see	the	value	that	you	add	to	

them,	to	their	practice	and	their	lives.	If	they	

don’t,	you’re	going	 to	 look	 just	 like	every-

body	else	and	it’s	that	much	easier	to	go	to	

somebody	else	who’s	charging	less.	

SILVESTRI:	My	concern	and	issues	are	simi-

lar,	 dealing	with	 shifting	 customer	 and	 cli-

ent	 demands.	 For	 the	 firms	 that	 are	 all	 in	

this	 room,	we	deal	mostly	with	businesses	

and	 they	 have	different	ways	 they	want	 to	

do	business	now	than	they	had	three,	four,	

five	or	ten	years	ago.	If	you	can’t	differenti-

ate	yourself,	create	value	and	help	them	in	

a	 different	 way,	 they’re	 gonna	 find	 some-

body	else.	Lawyers	aren’t	necessarily	good	

marketers	or	business	development	people.	

We’re	 not	 likely	 to	 necessarily	 get	 out,	 go	

have	meetings	and	develop	those	relation-

ships.	That’s	a	huge	problem,	especially	as	

companies	take	more	work	in-house	or	send	

it	overseas.	The	work	that	used	to	come	to	

us	on	a	regular	basis	might	not	be	there	so	

you’ve	got	to	find	ways	to	provide	different	

kinds	of	value	to	clients.

professional	 economy	 here	 and	we’re	 in	

the	 lead,	 nationally.	 There	 are	 Nevada	

lawyers	 speaking	 nationally	 at	 cannabis	

conventions.

cannabis	transaction	walked	in	the	door.	

It	 has	 been	 transformative,	 not	 only	 for	

the	city	but	for	the	profession.	There	was	

some	 concern	 when	 the	 bar	 said,	 “Hey,	

are	 you	 sure	 you	 can	 do	 this?	 Can	 you	

bank	 this	 money?”	 We’ve	 worked	 our	

way	 through	 that.	 There’s	 a	 tremendous	

opportunity	 to	 lead.	 In	 Nevada,	 we	 are	

one	of	 just	a	handful	of	 recreational	use	

jurisdictions.	 People	 look	 to	 us	 to	 lead.	

We’ve	had	a	tremendous	amount	of	suc-

cess.	We’ve	had	the	best	first	year	of	any	

jurisdiction	 that	 legalized.	 We	 beat	 our	

tax	 target	 by	 a	double-digit	 percentage,	

$74	million	last	month.	We	need	to	serve	

that	 business	 community,	 they	 need	 it.	

It’s	highly	 regulated,	 just	 like	healthcare.	

It’s	transformed	the	way	we	practice	law,	

because	 it’s	 a	 very	 unique	 market	 and	

I’m	 grateful	 for	 it	 because	 it’s	 brought	

jobs,	 it’s	brought	a	 ton	of	work,	a	 ton	of	

transactions.	It’s	been	a	real	boon	to	the	

http://www.ovtogo.com
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   Welcome to Nevada

Aqua Metals, Inc.
The world’s only clean battery recy-
cling company, Aqua Metals, Inc., has 
announced an additional 50 jobs and 
over $1.3 million in capital investments 
to Storey County. The company built a 
lead facility in the Tahoe Reno Industrial 
Center in mid-2016 and has been expand-
ing since. Among other uses, lead-based 
batteries provide back-up power for hos-
pitals and are the primary mode of en-
ergy storage for buildings, data centers 
and telecom. This rising demand for lead 
has resulted in growth for Aqua Metals.

Berkley International
A family-owned business that manufac-
tures environmentally-friendly, molded 
fiber products, Berkley International has 
announced an addition of 28 jobs to the 
Carson City area. The company supplies 
wine packaging to Northern California, 
protective packaging for products in Utah 
and California as well as custom turn-key 
solutions for business. Berkley expects to 
add over $9 million in capital investments 
to the area.

Google/Design, LLC
A wholly-owned subsidiary of Google, 
Design, LLC has proposed a Clark 
County-based data center that will ser-
vice the company’s customers in North 
America. The center would add 50 jobs 
and $600 million in capital investments. 
For the purposes of the data center abate-
ment, Design, LLC will own the person-
al property and Google will operate and 
employ individuals at the data center. As 
of June of this year, Google and its af-
filiates has 89,058 full-time employees.

FOX Factory, Inc.
A designer and developer of high-per-
formance shock absorbers and racing 
suspension products, FOX Factory, Inc. 
has announced an addition of 50 jobs to 
the Washoe County area. The company 
is a direct supplier to leading power 
vehicle and equipment manufacturers 
and includes products for snowmobiles, 
mountain bikes, motorcycles, ATVs, 
UTVs, off-road cars, trucks and SUVs. 
The company expects to add $832,500 
in capital investments.

Premium Waters, Inc.
Premium Waters is a manufacturer of 
private label bottled water in the United 
States. The company distributes across 
47 states and offers a variety of different 
types of waters including water cooler 
systems, single cup brewers and thermal 
brewing systems for home an office de-
liver. Premium Waters has announced the 
addition of 12 jobs and over $13.6 million 
in capital investments to Clark County.

Redwood
Materials, Inc.
Founded in 2017, Redwood Materials, 
Inc. uses sustainable processes to re-
cover technology materials from post-
consumer and post-industrial electron-
ics. The company has announced an ad-
dition of 31 jobs and over $3.8 million 
in capital investments to Carson City. 
Redwood Materials has developed new 
chemical, metallurgical and mechanical 
technologies for recovering materials 
from electronics.
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 Around the State

Henderson Annual Economic Development
Award Winners Announced
At the 19th annual Economic Development and Small Business Awards last month, the 
City of Henderson announced award winners in economic development. Amongst those 
honored were Juliet Companies’ Henderson Interchange Center for Economic Development 
Project of the Year, ProCaps Laboratories in the category of Expansion Project of the Year 
and Clark County Credit Union for Redevelopment Project of the Year. This annual event is 
presented by the Henderson Chamber of Commerce, the Henderson Development Associa-
tion and the City of Henderson Economic Development Department.

First Tissue Processing 
Facility in Nevada Opens
Origin Biologics, the first-of-its-kind tis-
sue processing facility in Nevada opened 
last month. A partnered venture between 
Nevada Donor Network and Australian 
Biotechnologies, Origin Biologics honors 
tissue donors while also providing tissue 
processing expertise in one place. The fa-
cility is 22,000 square feet, located less 
than a mile from McCarran International 
Airport and increases access to life-sav-
ing tissue donation to Nevadans.

NDOT Seeks Comment
on Reno-Sparks 
Spaghetti Bowl
The Nevada Department of Transportation 
(NDOT) and Federal Highway Adminis-
tration are seeking public comment on the 
draft Environmental Impact Statement for 
future improvements to the Reno-Sparks 
Spaghetti Bowl and metro interstates. 
Public meetings and extensive techni-
cal evaluations has been compiled into 
the draft statement for public review and 
the document recommends interstate im-
provements to enhance traffic safety and 
mobility. The final public hearing on this 
project will be held on December 12.

Reno-Based Filament 
Launches Technology 
Platform for Automotive 
Industry
Filament, which provides comprehen-
sive enterprise blockchain solutions for 
the Internet of Things (IoT) has launched 
Blocklet for Trusted Vehicle Applications 
(TVA). The hardware combines Filament 
technology, cellular connectivity, environ-
mental sensing and access to vehicle diag-
nostics. Blocklet TVA allows automotive, 
freight and transportation companies to 
create large-scale connected-vehicle ser-
vices and smart contract applications.

http://www.miracleflights.org
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olicy, not politics, is what will 
really matter in Nevada’s 2019 
legislative session. 
  Of course, it’s easy to get 

caught up in the political, rather than the 
policy world. After all, elections have 
consequences, and it’s often hard to get 
past the headlines pitting Republicans 
and Democrats against each other. 
 Likewise, politics too often drive pol-
icy. After all, last month’s election will 
have a direct impact on what policy prior-
ities are championed in Carson City when 
lawmakers meet in February. 
 Minimum wage, tax hikes and more 
government spending are sure to top the 
list, as the new Democrat majority takes 
over. 
 Governor Elect Steve Sisolak has al-
ready made it clear that he would like to 
allow state workers the ability to collec-
tively bargain — a move that would dra-
matically drive up spending, putting even 
greater pressure on taxpayers to cough up 
more of their hard earned dollars. 
 There has also been talk about “fix-
ing” property taxes. However, as is the 
case when government usually discusses 
“fixing” a tax issue, the policies being 
considered are little more than tax-hikes 
masquerading as reform. 
 Indeed, for Nevadans who prefer free-
markets and limited government, the next 
legislative session will feel almost hope-
less at times — but that’s precisely why it 
is so important to pay attention to policy, 
rather than the inevitable political bicker-
ing that will dominate discussions at the 
capitol. 
 Politics are about parties, lawmakers 
and, to a large extent, about individuals 

grandstanding for attention. It’s about the 
cult of personality, as lawmakers from 
different tribes shout for the adulation of 
their loyal followers — decrying and de-
monizing “the other side” along the way. 
 Policies, however, are about ideas. 
And ideas are what drive real change. 
 After all, to a parent, issues like school 
choice are not political. While politicians 
might make their decisions based off 
the direction of a union lobbyist, school 
district official or special interest group, 
parents resort to the most basic, and per-
sonal, special interest in the world: Their 
child. 
 In other words, to a parent, the idea 
is personal. This is why, despite voting 
heavily for Democrats (who overwhelm-
ingly have opposed educational choice 
programs) Hispanic voters support the 
idea by a margin of roughly three to one. 
 The idea of educational choice has 
broad support in Nevada. However, the 
political party that has traditionally 
fought for such a reform, the GOP, appar-
ently does not. 
 And that’s precisely why, despite the 
hostile environment for such reform in 
Carson City, there remains a possibility 
of some progress. Parents who demand 
the state’s Opportunity Tax Scholarship 
program remain funded will be a far 
more powerful lobbying force than any 
teacher union or public-school district. 
 That is, provided that they actually 
engage in the process. 
 The area of government transparency, 
likewise, holds some promise for limited-
government advocates in 2019. 
 While growing the size and scope 
of government is inevitably going to be 

a major focus for the leaders of the next 
legislative session, there remains a bipar-
tisan coalition of policymakers who be-
lieve in the concept of a transparent and 
accountable government, regardless of its 
size. 
 Indeed, such policies often transcend 
party politics, precisely because they 
are not yet colored with the same parti-
san brush as issues like minimum wage 
or healthcare. They remain areas less 
tainted by today’s deeply divided politi-
cal climate. 
 Admittedly, such areas are still a rela-
tively small portion of the policies slated 
for discussion next year. Certainly, free 
market advocates won’t be able to stop 
every bad idea dreamt up by political 
leaders in Carson City, nor will we be 
able to will into existence all the good 
ones. 
 However, there remain some possi-
bilities. Should parents, taxpayers and 
free-market Nevadans set political tribal-
ism aside on occasion, and partner with 
ideological opponents for a few key op-
portunities, it’s quite possible some good 
ideas might actually become law.
 Opportunity Tax Scholarships for low 
income students, increased transparency 
requirements for government and crimi-
nal justice reform that reduces govern-
ment’s stranglehold on economic oppor-
tunity are just a few examples of poten-
tial progress. 
 Heated arguments over tax hikes, col-
lective bargaining and minimum wage 
are going to be inevitable in the year 
ahead. 
 A complete loss for free market ideas 
is not.

P

PUTTING POLITICS ASIDE,
THERE COULD BE A COUPLE
MAJOR WINS IN 2019

 Free Market Watch

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

COMMENTARY
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avage and Son, Inc. marked 
their 125th anniversary of 
business this year. Established 
in 1893, Savage and Son is a 

family-owned and operated business that 
serves Northern Nevada and the Sierra as 
a provider of plumbing, HVAC and pip-
ing. The company holds Nevada Contrac-
tor’s License number 10 and is Nevada’s 
oldest contractor having passed the family 
business down through four generations. 
Over the past century and more, Savage 
and Son has completed several iconic 
projects in the Northern Nevada region, 
helping shape the area. 

BECOMING NEVADA’S OLDEST
CONTRACTOR
 The family business traces its roots 
back to the early mining days in Virginia 
City, NV in 1859, where Leonard Coates 
Savage was highly involved with piping 
water out of the silver mines. Leonard 
helped discover the famous Savage mine 
but was unable to afford the develop-
ment of the mine and found himself in a 
gambling hall where he dealt his claim to 
some Bay Area bankers in exchange for 
seven acres on Peavine Mountain and a 
white horse named Shakespeare. 
 It turns out the claim Leonard dealt be-
came one of the most lucrative claims on 

the Comstock. While this didn’t turn the 
family into millionaires, it did start them 
on a path that has resulted in longevity. A 
few years later, Leonard Coates Savage’s 
son, Frank Charles Savage, co-established 
Genesy & Savage Plumbers and Tinners 
in Virginia City in 1880. In 1893, Frank 
opened his own plumbing business in 
Reno and named it Savage and Son, where 
they repaired everything from steam boil-
ers to walk-in refrigerators on ranches. 
 Savage and Son was the original 
plumbing and heating contractor for 
many historical buildings in Northern 
Nevada including, Stewart Indian School, 
Lake Mansion, Governor’s Mansion, 
Saint Mary’s Hospital, Central (Reno) 
High School and Washoe County Hospi-
tal. In 1905, Savage and Son installed a 
heating plant at the Washoe County Hos-
pital (now Renown) for $100, and over 
100 years later they worked on the new 
Renown Tahoe Tower. 
 Earlier this year, Savage and Son 
performed a retrofit on the University 
of Nevada, Reno’s Lincoln Hall, where 
they discovered the original water closet 
under the stairs that was installed by 
their ancestors who were the original 
contractor for the building in 1896. 
 Savage and Son has served as the sub-
contractor on many notable projects in-
cluding, Arlington Towers, many Washoe 
County Schools, Eldorado Resorts, Pep-
permill Hotel Casino, Atlantis Casino 
Resort, John Ascuaga’s Nugget, Lawlor 
Events Center, Hyatt Lake Tahoe, Village 
at Mammoth, SWITCH Citadel Campus, 
the National Bowling Stadium and many 
buildings at UNR. 

SUCCESS BY LONGEVITY
AND INNOVATION
 To maintain a successful business 
for 125 years, innovation and adapta-
tion to the changing times is crucial. 
Savage and Son can attribute its lon-
gevity as a business from constantly 
innovating and evaluating their perfor-
mance and product and ability to meet 
the needs of their customers. In 2005, 
they built a 10,000 square-foot fabri-
cation shop to improve operational ef-
ficiency, from cost to installation and 
implementation.
 The Savage family credits their 
success to their dedicated staff, the 
previous generations who laid the 
foundation for a solid business and 
their strong family guiding principles 
of hard work, resourcefulness, integ-
rity, selflessness and grit.

S

NEVADA’S OLDEST CONTRACTOR

 Legacy CompaniesSAVAGE AND SON

SAVAGE	AND	SON’S	125	YEARS	IN	BUSINESS

NV Historical Society

NV Historical Society
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PRICE
Type of Business: Medical Group | Hails from: Indianapolis, Indiana
1.5 years with company in Nevada | Based: Las Vegas

“I hope that my legacy 
includes working with 
others to help solve 
some of the significant 
challenges the healthcare 
industry faces ...”

What was your first job?
During	my	high	school	years,	I	worked	
in	my	father’s	ophthalmology	practice	in	
Indiana.	I	experienced	how	fulfilling	it	can	
be	to	be	part	of	a	team	providing	high-
quality	compassionate	care.	

Who in your life has been 
instrumental to your success? 
I’ve	been	fortunate	to	have	a	few	very	helpful	
mentors	and	many	great	role	models.	The	
most	instrumental	person	though	has	been	
my	wife	Vanessa.	She	has	helped	me	with	
advice,	honest	feedback	and	support.	

What do you want your
legacy to be? 
I	hope	that	people	remember	me	as	
someone	that	listened,	treated	people	
with	respect	and	helped	create	a	special	
environment	for	our	teammates	and	
patients.	Also,	I	hope	that	my	legacy	
includes	working	with	others	to	help	solve	
some	of	the	significant	challenges	the	

healthcare	industry	faces,	such	as	
providing	high-quality	care	in	a	way	
that	is	also	affordable	to	our	patients	
and	to	society	overall.

If you had to live in another
country for a year, which would
you choose? 
I	lived	in	Singapore	earlier	in	my	
career	for	seven	months	and	loved	it	
there	–	the	people,	the	weather,	the	
food,	the	nearby	travel	options	and	the	
convenience.	I’d	be	happy	living	there	
for	a	year	with	my	family.

What is an issue currently facing 
your industry an outside observer 
might not be aware of? 
A	significant	issue	an	outside	observer	
may	be	less	aware	of	is	burnout	of	
healthcare	providers.	Significant	
research	has	demonstrated	increasing	
burnout	due	to	a	variety	of	factors.	
Not	surprisingly,	clinician	well-being	

MOVERS & SHAKERS

Face
to Face

and	engagement	have	large	impacts	on	
patient	satisfaction,	population	health	
outcomes,	and	other	areas.	

What was the toughest lesson 
you’ve learned in your career?
Much	earlier	in	my	career,	I	worked	as	a	
management	consultant	for	Bain	&	Co.	
As	a	new	manager,	I	initially	managed	the	
people	on	my	team	too	closely	and	did	
not	give	them	enough	space	to	thrive.	This	
became	a	particularly	large	issue	when	I	
was	on	a	project	helping	a	multi-national	
company	based	in	Taiwan.	My	entire	team	
was	fluent	in	the	local	language,	except	
for	me.	Given	the	language	barrier,	I	could	
not	achieve	anything	with	the	client	on	my	
own.	I	was	forced	to	dramatically	change	
my	management	style	and	spend	most	
of	my	time	supporting,	enabling,	and	
coaching	my	team	(the	things	I	should	
have	been	doing	anyway!).	The	project	
forced	me	to	change	my	style	and	that	has	
stayed	with	me	since	then.	

MARK
Market President
Healthcare Partners Nevada (22 years in Nevada)
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in	the	company.	They	want	to	have	a	voice,	

and	be	valued	for	their	opinions.

	 Generation	Xers	like	teamwork	and	col-

laboration,	job	security	and	compensation,	

like	boomers,	but	 they	value	benefits	 that	

emphasize	the	work/life	balance,	too,	said	

Jennifer	 Fennema,	 director	 of	 human	 re-

sources	with	the	City	of	Henderson.	

	 Teamwork	can	bring	Generation	X	and	

boomers	 together	 with	 Generation	 Zs	 as	

they	enter	 the	workforce,	 creating	mentor	

relationships.	 Mentor	 programs	 can	 help	

companies	 become	 more	 inclusive,	 but	

shouldn’t	 be	 the	 only	 role	 for	 boomers.	

“Baby	boomers	want	development	oppor-

tunities	too,”	said	Costa.

	 Younger	 workers	 can	 guide	 older	 em-

ployees	 through	 technology	 minefields,	

and	encourage	expectations	that	work	fit	in	

to	a	healthy	balance	with	personal	life.	

	 To	 remain	competitive	 in	 today’s	global	

market,	business	leaders	need	to	maximize	

human	capital	and	work	effectively	with	their	

employees.	There’s	a	need	to	maximize	in-

put	 from	employees	on	company	projects,	

initiatives,	 goals	 and	 objectives.	 However,	

one	size	doesn’t	fit	all,	Solis	said.	Making	a	

team	work	means	understanding	what	mo-

tivates	members,	and	providing	an	inclusive	

culture	where	they	can	work	together.

	 “It’s	the	responsibility	of	managers	and	

leaders	to	build	a	positive	workplace	envi-

ronment,”	said	Solis.	“Everybody	wants	to	

feel	 respected.	 Everybody	 likes	 to	 be	 lis-

tened	to,	particularly	the	youngest	genera-

tion	in	the	workforce	right	now.	I	think	the	

most	 important	question	a	 leader	can	ask	

of	the	youngest	generation	coming	into	the	

workforce	is:	What	do	you	think?”

	 The	 youngest	 generations	 are	 used	 to	

receiving	 nearly	 constant	 feedback	 and	

for	 them	 an	 annual	 evaluation	 may	 not	 be	

enough.	They	enjoy	interacting	with	their	su-

pervisors,	 receiving	 and	 giving	 input.	 They	

want	 to	understand	not	only	how	to	do	 the	

job	,	but	why	it’s	being	done	–	why	it	matters.

	 “Another	 thing	 younger	 employees	

bring	to	the	workforce	right	now	is	an	ap-

preciation	for	diversity,”	said	Solis.	“This	is	

the	most	diverse	group	of	Americans	 that	

we’ve	had,	these	five	generations	working	

in	the	workforce	at	the	same	time.	And	they	

have	an	appreciation	not	just	of	diversity	of	

ages	but	the	ethnic	element.”	The	new	gen-

erations	have	the	world	at	 their	fingertips,	

so	it’s	normal	for	them	to	jump	online	and	

learn	coding	from	someone	in	India	or	de-

sign	from	someone	in	San	Francisco.	

	 “They	 have	 the	 ability	 to	 connect	 with	

people	virtually	all	over	the	world	and	they’re	

going	 out	 and	 finding	 the	 information	 and	

finding	 the	experts	and	fields	 they	want	 to	

learn	 in	 through	 social	 media	 platforms,”	

said	 Fennema.	 That	 helps	 foster	 respect	

CONTINUED FROM PAGE 11
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and	diversity	in	the	workplace,	because	the	

focus	is	on	what	others	know	and	how	that	

shows	up	in	their	work	as	opposed	to	who	

they	are.

	 “Cross-cultural	learning	and	experienc-

es	 lead	 to	greater	 innovation,	productivity	

and	engagement,”	said	Costa.	“The	world	

that	we	 live	 in	 is	 increasingly	diverse,	and	

the	ways	that	we	interact	through	technolo-

gy	tears	down	traditional	boundaries.	That	

is	a	good	thing	for	companies	who	want	to	

harness	the	diversity	that	exists	within	their	

organizations.”

Moving at the
Speed of the Future 
	 Younger	 generations	 aren’t	 worried	

about	 longevity	 when	 it	 comes	 to	 jobs.	

“They’ll	do	gig	stuff	like	the	boomers,”	said	

Perea.	 “But	 they’re	 not	 actually	 joining	 a	

workforce	from	nine	to	five.”

	 Nine	to	five	itself	has	become	less	prev-

alent	 as	 the	 gig	 economy	means	workers	

can	 choose	 less	 traditional,	 more	 flexible	

jobs	that	fit	lifestyle	rather	than	fitting	their	

lifestyle	around	their	job.	

	 When	they	do	enter	 the	workforce,	 it’s	

still	 not	 at	 the	 traditional	 speed	 of	 busi-

ness.	For	millennials,	who	grew	up	embrac-

ing	 technology	 that	 provided	 thousands	

of	 answers	 to	 their	 questions	 in	 seconds,	

traditional	 career	 advancement	 takes	 too	

long.	To	retain	 them,	Solis	suggests	 lead-

ers	be	creative	with	 titles	and	 recognition	

systems.	 “If	 you’ve	got	 two	or	 three	 titles	

in	your	organization,	manager,	supervisor,	

leader,	whatever,	it’s	going	to	be	important	

to	create	different	levels	of	titles.”	

	 Younger	 generations	 grew	 up	 with	 in-

stant	 gratification	 from	 technology	 and	

they’re	 impatient.	 Keeping	 them	 engaged	

might	mean	offering	them	unusual	assign-

ments,	varying	their	work,	giving	them	spe-

cial	projects.	“It’s	important	with	that	gen-

eration	to	give	the	opportunities	to	develop	

themselves	further,”	said	Stream.	

	 Where	boomers	look	for	 jobs	that	pro-

vide	 current	 paycheck	 and	 future	 retire-

ment,	“Millennials	are	looking	for	jobs	that	

help	them	lead	the	lifestyle	they	want	out-

side	work,”	 said	 Fennema.	 “They	want	 to	

be	 challenged	 and	 they	 want	 to	 learn	 as	

many	skills	as	possible	in	their	current	job	

so	they	can	be	portable	in	getting	a	better	

job	in	the	future.”

	 In	the	past,	employers	were	rigid	about	

employees	 walking	 off	 with	 skills	 they’d	

learned	at	that	job.	Today	recruitment	and	

retention	often	revolves	around	education-

al	 opportunities	 in	 the	 workplace,	 where	

employees	can	update	their	skills.

	 It’s	entirely	possible	that	employees	will	

take	 their	 updated	 skills	 with	 them	 when	

they	 form	 their	 own	 company.	 Between	

lighting	 fast	 changes	 in	 technology	 and	

their	comfort	working	 in	the	gig	economy,	

millennials	 are	 apt	 to	 find	 something	 that	

will	take	off	quickly	and	run	with	it.

	 “Let’s	 find	 something	 that	 will	 sky-

rocket	and	we’ll	be	off	and	running,”	said	

Sam	 Males,	 state	 director,	 Small	 Busi-

ness	Development	Center,	UNR.	“There’s	

a	 lot	 of	 material	 that	 shows	 how	 these	

tech	 companies	 have	 been	 able	 to	 sky-

rocket	very	quickly,	make	a	lot	of	money	

and	then	get	out.”	

	 In	 an	 economy	 comprised	 of	 small	

businesses,	 the	 younger	 generations	 are	

forming	 companies	 based	 on	 short-term	

technologies	 that	 will	 peak	 fast	 and	 lose	

consumer	engagement.

	 They’re	not	worried	about	it.	Something	

else	 will	 come	 along.	 “They’re	 cognizant	

that	 technology	 is	 changing	 very	 quickly,	

so	it’s	‘Let’s	maximize	what	we	can	get	go-

ing	down	this	path	and	be	prepared	to	look	

at	other	opportunities,’”	said	Males.	

	 The	 companies	 they’re	 creating	 aren’t	

expected	to	outlast	 their	own	retirements.	

Business	 plans	might	 be	 two	 pages	 long	

and	 look	 two	 years	 into	 the	 future.	 The	

“let’s	see	what	happens”	outlook	is	creat-

ing	a	series	of	small	economic	booms	with	

no	particular	bust.	They	open,	offer	a	short-

lived	product	based	on	brand	new	technol-

ogy	and	close	again.	

	

Education, Automation 
	 For	 traditionalists	 and	 boomers,	 the	

gold	standard	was	once	a	white	collar	job	

and	the	four	year	degree.	

	 Today	 a	 university	 degree	 and	 its	 stu-

dent	loans	is	considered	more	burden	than	

benefit.	That’s	why	some	companies	offer	

assistance	 with	 student	 loan	 debt	 as	 re-

cruitment	incentives.	

	 Today’s	fast	paced	economy	has	had	an	

effect	on	education,	which	in	turn	impacts	

the	 generations	 getting	 that	 education.	

Many	jobs	have	transitioned	from	four-year	

to	 two-year	 degrees,	 or	 to	 certificates.	 In	

some	cases	high	school	students	graduate	

directly	into	the	workforce	as	the	demands	

of	evolving	 technology	require	specialized	

skills	 best	 taught	 in-house	 or	 by	 a	 work-

force-designed	community	college	training	

program.

	 The	Nevada	Governor’s	Office	of	Eco-

nomic	 Development	 has	 launched	 LEAP,	

Learn	&	Earn	Advanced-career	Pathways,	

to	integrate	education,	government	and	in-

dustry	so	workers	have	the	skills	they	need	

short-term	 and	 long-term	 as	 Nevada’s	

workforce	needs	change.

	 “Many	of	the	skills	an	employer	needs	

for	this	new	generation	really	need	to	take	

place	at	16	and	not	26,”	said	Perea.	“So	

there’s	a	big	push	to	get	these	career	and	

technical	 education	 programs	 aligned	
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with	career	pathway	to	get	 folks	 into	the	

workforce	sooner.	Quite	frankly	that’s	the	

only	real	way	we	can	see	of	teaching	soft	

skills	 is	 getting	 them	 in	 there.	 It’s	 really	

hard	to	simulate	someone	getting	in	your	

face	 and	 telling	 you	 to	 get	 to	 work,	 so	

work-based	learning	is	probably	the	best	

training.”

	 “It	 used	 to	 be,	 if	 you	 wanted	 a	 good	

paying	job	you	had	to	go	to	college,”	said	

Males.	 “Other	 than	 that	 you	 might	 have	

had	 construction	 opportunities	 or	 things	

like	 that	but	 [the	attitude]	was,	college	 is	

good	and	if	you	came	from	a	middle-class	

background,	 you	 matriculated	 to	 univer-

sity	 and	 found	 your	 role,	what	 interested	

you	and	what	your	skill	sets	were.	Today,	

it’s	[more	like]	Tesla’s	hiring	all	these	peo-

ple,	what	do	I	need	to	get	there.	Maybe	a	

certificate	will	do	 it.	You	don’t	even	need	

a	 two-year	 degree,	 just	 the	 training,	 and	

once	you	get	in	the	workforce	I	don’t	know	

whether	 there’s	 a	 lot	 of	 opportunity	 for	

growth.”	There’s	a	chance	 that	down	 the	

line	 the	 younger	 generations	 moving	 di-

rectly	 from	 high	 school	 to	workforce	will	

find	they’ve	limited	themselves.

Tomorrow’s Workforce 
	 Earlier	this	year,	WalletHub	ranked	Ne-

vada	as	the	fourth	from	the	last	state	in	its	

“Best	&	Worst	States	for	Millennials”	study	

covering	 education	 and	 health,	 afford-

ability,	quality	of	life	and	economic	health.	

With	millennials	soon	to	make	up	the	larg-

est	 percentage	 of	 the	 workforce	 popula-

tion,	and	the	limited	talent	pool	because	of	

very	low	unemployment	numbers,	there’s	a	

need	 to	 keep	 this	generation	 in	 state	and	

recruit	others.	

	 “There’s	more	 competition	 in	 the	mar-

ketplace,	 especially	 when	 we	 talk	 about	

millennials,”	 said	 Stream.	 “They’re	 inter-

viewing	us	as	much	as	we’re	 interviewing	

them.”	

	 It’s	 important	 businesses	 make	 cer-

tain	 prospective	 employees	 understand	

the	 business	 they’re	 coming	 in	 to.	 To	 at-

tract	and	retain	millennials,	Nevada	needs	

to	 continue	diversifying	 the	 economy	and	

provide	 career	 laddering	 and	 pathway	

strategies	that	energize	them.

	 “They	 have	 to	 be	 invested	 in	 what	

they’re	 doing,	 that	 it’s	 important	 for	 the	

greater	 good	 of	 the	 community	 that	 they	

live	in,	that	organizations	are	committed	to	

them	and	 their	 career	development,”	 said	

Fennema.

   Cover Story
	 Organizations	need	to	create	communi-

ty	service	opportunities,	tiered	upward	mo-

bility	pathways,	and	market	 jobs	to	reflect	

the	flexibility	and	ability	 to	pursue	outside	

interests	through	their	jobs.

	 In	the	end,	employers	want	people	who	

will	show	up,	do	the	work,	and	communicate	

with	 their	coworkers.	They	may	be	 looking	

for	a	certain	DNA	or	set	of	soft	skills,	but	in	

the	end,	it’s	about	the	work.
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TAXES

LLC,	etc).	Whereas	 in	the	past,	 the	trend	

was	 toward	S	Corps,	Bosma	said,	 that’s	

changing,	with	some	businesses	electing	

to	switch	to	an	LLC,	for	example.	In	con-

sidering	such	a	change,	companies	need	

to	consider	the	overall,	long-term	picture.

	 “I	fear	that	many	people	get	caught	up	in	

the	current	tax	but	they	lose	sight	of	the	exit	

tax	when	they	sell	their	business,”	he	added.	

“Begin	with	the	end	in	mind.	Make	sure	what-

ever	planning	you’re	doing	today	 isn’t	going	

to	bite	you	in	the	bottom	tomorrow.”

	 Another	 way	 to	 save	 is	 to	 put	 more	

money	 into	 the	 company’s	 profit	 shar-

ing	 or	 employee	 contribution	 plan.	 For	

2018,	 the	 maximum	 total	 contribution,	

by	employer	and	employee	combined,	 is	

$55,000,	up	$1,000	from	2017.

	 A	 third	 option	 is	 to	 invest	 in	 an	 Op-

portunity	 Fund,	 vehicles	 that	 then	 can	

be	 used	 to	 invest	 in	 one	 or	more	 of	Ne-

vada’s	 61	 certified	 Opportunity	 Zones,	

low-income	communities	identified	by	the	

Governor’s	Office	 of	 Economic	Develop-

ment	that	can	use	significant	private	cash	

infusions.	Benefits	for	these	investors	are:	

a	ten-year	deferral	of	inclusion	in	taxable	

income	for	capital	gains	reinvested	 in	an	

Opportunity	Fund,	a	step-up	 in	basis	 for	

capital	gains	reinvested	in	an	Opportunity	

Fund	 and	 a	 permanent	 exclusion	 from	

taxable	 income	of	capital	gains	 from	 the	

sale	 or	 exchange	 of	 an	 investment	 in	 an	

Opportunity	Fund	when	the	investment	is	

held	for	at	least	10	years.

Tax Issues for
Potential Legislation
	 According	 to	 Creighton,	 the	 NTA	 has	

identified	these	tax	issues	and	recommend-

ed	actions	for	the	2019	Nevada	Legislature:	

•	 Remove	the	Social	Security	number	

field	 from	 Nevada’s	 commerce	 tax	

forms.

•	 Allow	 taxpayers	 the	 option	 to	 file	

commerce	 tax	 at	 the	 end	 of	 the	

state’s	fiscal	year	(July)	or	at	the	end	

Tools for Lowering Taxes
	 There	are	a	few	potential	ways	Nevada	

businesses	 can	 lower	 their	 tax	 burden.	

They	 should	 consult	with	 their	CPAs	 and/

or	tax	advisors	for	a	comprehensive	review	

and	strategizing.

	 For	some,	in	view	of	the	cumulative	tax	

benefits	 in	 the	 new	 law,	 it	 makes	 sense	

to	 change	 their	 entity	 (C	 Corp,	 S	 Corp,	

as	 well,	 particularly	 since	 the	 current	

trend	 is	 for	states	to	continue	expanding	

their	tax	base.

	 “There	 is	a	 lot	of	 talk	about	something	

being	done	federally,	[enacting]	specific	tax	

rules	 that	 everybody	 could	 adopt,	 but	 the	

federal	government	 isn’t	going	to	act	on	 it	

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

(702) 522-2985
compliance@azul.services

and	marijuana	 and	 changes	 to	 commerce	

and	diesel	taxes.

	 Given	that	 it’s	a	month	away	from	the	

start	of	2019,	taxes	should	be	on	the	mind	

of	 every	 Nevada	 chief	 executive	 officer,	

chief	financial	officer	and	business	owner.	

Their	 must-dos,	 simply	 put	 by	 Bosma,	

are,	“plan,	plan	and	plan.	Do	it	now	before	

the	end	of	the	year.”

ance	 of	 a	 conflict	 of	 interest	 when	

tax	cases	are	adjudicated.

	 A	 hot	 button	 issue	 that	 passed	 in	 the	

2017	legislative	session,	and	could	arise	in	

2019,	 concerns	 property	 tax,	 specifically,	

SJR14,	 which,	 in	 part,	 would	 amend	 the	

Constitution	 to	 revise	 provisions	 regard-

ing	the	assessment	and	taxation	of	sold	or	

transferred	property,	said	Creighton.

	 Additionally,	as	of	October’s	end,	about	

20	bill	draft	 requests	concerning	 taxes	al-

ready	 had	 been	 submitted	 in	 advance	 of	

the	next	Nevada	legislative	session,	which	

address	tax	incentives,	tax	exemptions	for	

veterans,	 the	 taxing	 of	 tobacco	 products	

of	the	company’s	calendar	year	(De-

cember).	 Currently,	 all	 companies	

must	file	in	July,	which	forces	those	

that	operate	on	a	calendar	year	ba-

sis	 to	 keep	 two	 sets	 of	 accounting	

records.

•	 Revise	the	law	concerning	the	sales	

tax	permit	deposit,	which	business-

es	 sometimes	 accidentally	 forfeit	

because	of	the	restrictions	on	even-

tually	getting	back	the	money.	

•	 Require	 the	 online	 posting	 of	 one	

historical	 set	 of	 tax	 commission	

decisions	 and	 orders	 at	 the	 time	

current	 ones	 are	 posted,	 to	 allow	

taxpayers	access	to	past	records.

•	 Revise	 the	 position	 of	 the	 Nevada	

Department	 of	 Taxation’s	 adminis-

trative	 law	judge	to	be	independent	

rather	 than	 an	 employee	 who	 re-

ports	to	the	department’s	executive	

director,	 to	 eliminate	 the	 appear-
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SAY WHAT

According to a report conducted by 
YouGov and commissioned by Volusion, 
67 percent of Americans say that, if they 
were to win the lottery, they would still 
work if they could do something about 
which they were passionate. Millennials 
were most likely to want to continue 
working with 79 percent, or nearly eight 
in 10, responding in the affirmative.
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Photo provided by SR Construction.
Henderson Hospital opened on October 31, 2016.
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BUILDING
 MEDICAL

By Pat Evans

KEEPING	PACE	WITH
HEALTHCARE	GROWTH

	 To	 the	 north,	 Reno	 is	 experiencing	 the	

same	type	of	medical	market	 it	has	seen	in	

previous	several	years,	said	Scott	Shanks,	a	

principal	at	Dickson	Commercial.

	 “The	past	year	 is	mirroring	exactly	what	

happened	 in	 the	 past	 couple,	 independent	

groups	are	going	off	 campus	 from	medical	

providers,”	Shanks	said.	“Typically,	approxi-

mate	to	one	of	the	hospitals	or	strategically	in	

between	the	hospitals.”

	 Niether	 Shanks	 nor	 Davis	 have	 noticed	

any	 outliers	 in	 terms	 of	 medical	 segments	

being	more	active	in	the	market	than	others,	

instead	saying	it’s	across	the	board.	

	 Activity	isn’t	limited	to	physicians	groups,	

but	 has	also	 includes	a	 variety	of	 specialty	

practices.	Davis	pointed	to	OBGYN	practices	

shrinking	 a	 few	 years	 ago	with	malpractice	

law	fears,	but	that	has	leveled	out	and	com-

ing	back	as	well.	“I	can’t	point	to	one	group,	it	

is	just	growth	across	the	board,”	Davis	said.

	 Along	with	physicians	branching	out	 on	

their	own	with	unaffiliated	practices,	Shanks	

believes,	 with	 Reno’s	 population	 and	 eco-

nomic	growth,	new	alternate	users	will	begin	

looking	 into	entering	 the	market	 in	 the	near	

future.	With	accessibility	already	a	problem	

and	 a	 growing	 population,	 Davis	 said	 part	

 Building Nevada

WITH	Nevada’s	 two	major	metropolitan	ar-

eas	continuing	to	grow,	the	healthcare	indus-

try	is	trying	to	keep	pace.	

	 Nevada’s	 health	 industry	 regularly	 gets	

low	marks	 in	 rankings,	 including	 an	 “F”	 for	

accessibility.	As	Las	Vegas	and	Reno	contin-

ue	to	evolve,	both	cities	are	experiencing	the	

medical	industry’s	attempt	to	catch	up.	That	

attempt	is	reflected	in	the	real	estate	market.

	 “Overall,	 it’s	 the	 strongest	 market	 right	

now	for	medical	office	that	I	can	remember,”	

said	Bret	Davis,	a	senior	vice	president	with	

the	real	estate	firm	JLL	in	Las	Vegas.

	 “Vacancy	is	at	its	lowest	level	in	more	than	

eight	years,	due	in	part	to	the	fact	absorption		in	

the	past	year	and	a	half	has	exceed	the	past	12	

years	cumulatively.	I	don’t	know	if	it’s	govern-

ment	regulations,	a	positive	business	climate	

or	something	else,	but	there’s	a	lot	of	stories	

about	what’s	driving	growth	and	the	medical	

community	is	embracing	it,”	Davis	added.	

of	the	active	medical	market	is	a	segment	of	

that	growing	population:	the	elderly.	

	 Davis	grew	up	in	the	Midwest	and	moved	

to	Las	Vegas	 two	decades	ago	and	 recog-

nizes	the	positives	the	Southwest	offers	retir-

ees,	even	if	Florida	gets	the	nod	as	the	retire-

ment	state.

	 “There’s	a	 lot	 to	coming	here	 to	get	out	

of	the	horrible	weather,	especially	with	all	the	

big	storms	 the	south	has	been	getting,”	he	

said.	

	 An	increase	in	elderly	patients	could	be	a	

reason	more	medical	offices	are	 locating	 in	

more	accessible	areas	outside	of	a	traditional	

hospital	property.	The	elderly	also	could	be	

a	reason	parking	is	a	major	factor	for	these	

types	of	facilities,	Davis	said.

	 With	 off-campus	 physician	 offices	 be-

coming	more	commonplace	in	both	Reno	and	

Las	Vegas,	the	offices	are	generally	locating	in	

retail	corridors	for	easy	accessibility	to	larger	
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swaths	of	the	population	and	to	satisfy	park-

ing	requirements.

	 “[Retail	locations]	are	mostly	parking,	and	

easier	locations,”	Shanks	said.	“If	I’ve	broken	

my	[GPS],	I	don’t	want	to	find	a	place	buried	

in	a	medical	campus.”

	 Shanks	 said	 landlords	 are	 also	 looking	

more	toward	medical	users	as	they	can	justify	

a	higher	rental	rate,	along	with	premium	rates	

parking	already	provides.

	 Those	 rents,	 despite	 being	 high,	 often	

provide	medical	users	more	flexibility	than	a	

medical	institution-owned	property.

Micro-Hospitals
	 An	additional	factor	in	the	lack	of	accessi-

bility	to	healthcare	services,	at	least	in	Las	Ve-

gas,	is	the	city’s	sprawl,	which	takes	residents	

further	away	from	established	hospitals.	

	 The	 lack	 of	 access	 to	 hospitals	 has	 led	

to	a	noticeable	trend	in	the	Southern	Nevada	

medical	industry	toward	micro-hospitals.		

	 Dignity	 Health	 St.	 Rose	 Dominican	 be-

gan	 operating	 micro-hospitals,	 now	 with	

four	 eight-bed	 locations	 in	 the	 metro	 area,	

18	months	ago.	In	those	18	months,	the	hos-

pitals	have	seen	67,000	patients,	said	Laura	

Hennum,	Regional	CEO	of	 Emerus	 Las	Ve-

gas,	Dignity	Health’s	development	partner	in	

micro-hospitals.	

	 Hennum	said	micro-hospitals	are	a	capital	

efficient	way	to	provide	additional	emergency	

and	in-patient	access	to	the	community.	Gen-

erally,	 the	hospitals	 take	11	months	 to	build	

and	cost	between	$20	and	$25	million.

	 “Micro-hospitals	aren’t	a	new	concept	or	

model,	 but	 they	are	new	 for	Nevada,”	Hen-

num	said.	“We’re	patient	centered,	safe	and	

efficient	 and,	my	 sense	 is	 that,	 people	 see	

there	could	be	a	different	way	at	providing	a	

full	complement	of	services.”

	 Unlike	 the	compact	urban	areas	of	 the	

Northeast,	and	even	the	Midwest,	Hennum	

said	 Las	 Vegas	 and	 other	 sprawling	met-

ro	 areas	 aren’t	 as	 easily	 served	 by	 single	

hospitals.	 She	 used	 the	 North	 Las	 Vegas	

micro-hospital	as	an	example	of	how	these	

new	concepts	can	fit	into	a	community.

	 “On	 a	 good	 day,	 the	 closest	 that	 area	

was	to	a	hospital	was	20	minutes,”	she	said.	

“We’re	 encouraged	 that	 it’s	 not	 seen	 as	 a	

micro-hospital,	but	rather	a	community	hos-

pital.	That’s	been	a	gratifying	experience.”

	 Micro-hospitals	are	generally	used	in	a	

similar	way	to	emergency	rooms,	and	were	

designed	by	emergency	 room	physicians.	

They	aren’t	intended	to	replace	larger	med-

ical	centers	with	depth	of	care,	such	as	or-

thopedic	or	cancer	centers.
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	 Hennum	said	 these	 four	Las	Vegas	micro-

hospitals	 are	 different	 than	 some	 of	 the	 other	

micro	concepts	across	the	country	because	they	

also	include	a	medical	office	portion	of	the	build-

ing,	which	includes	Dignity	Health	primary	care,	

wellness	centers	and	outpatient	physical	therapy.

	 “They	 are	 fully	 licensed	 acute	 care	 and	

we’d	like	to	think	people	will	discover	the	value	

of	having	this	type	of	service	available	closer	

to	homes,”	Hennum	said.	“The	whole	point	of	

these	 is	 to	create	 that	additional	access,	 to	

have	a	broader	geographical	footprint.”

	 The	North	Las	Vegas	micro-hospital	has	

also	spurred	additional	auxiliary	medical	of-

fices,	Hennum	said.

	 Emerus	doesn’t	have	 immediate	plans	for	

additional	micro-hospitals	within	the	Las	Vegas	

metro	area,	but	continues	to	explore	the	needs	

of	 the	neighborhoods.	Hennum	said	 the	firm	

doesn’t	want	to	pull	a	population	and	instead	

will	focus	on	where	the	population	is	growing.

	 “If	there’s	a	community	need	that	warrants	

the	development	of	an	additional	hospital,	we	

think	we’re	solving	problems	and	not	a	solu-

tion	in	search	of	a	problem,”	she	said.	“We’re	

always	accessing	where	that	need	might	be,	

historically,	we	get	an	F	in	access	to	emergen-

cy	services,	and	we	want	to	decompress	that.”

	 Hennum	 said	 the	 future	 of	 Nevada’s	

healthcare	is	brighter	than	past	rankings.	The	

company	has	no	plans	currently	 in	Northern	

Nevada,	but	could	take	a	look	should	the	need	

arise	—	she	did	mention	health	professionals	

from	 Northern	 Nevada	 have	 come	 down	 to	

take	a	look	at	the	concept.	She	said	represen-

tatives	 from	health	 systems	 across	 the	U.S.	

have	come	to	Las	Vegas	to	look	at	the	micro-

hospitals	here,	but	that	health	innovation	will	

continue	to	drive	the	use	of	real	estate.	

	 Hennum	 mentioned	 the	 innovative	 ap-

proaches	various	companies	are	taking	with	

healthcare,	 including	 Walmart,	 retail	 clinics	

and	medical	homes.

	 “We’ve	 got	 to	 continue	 to	 be	 really	

thoughtful	in	how	we	deploy	capital	within	the	

healthcare	 industry,”	 she	 said.	 “Time	 is	 the	

new	currency,	so	we	want	to	provide	the	best	

care	but	be	respectful	of	people’s	time	as	they	

wedge	healthcare	in	with	everything	else.

	 “We	have	to	be	creative	as	margins	get	

tighter	and	more	sensitive,	so	these	innova-

tive	approaches	seek	more	efficiencies	and	

I	don’t	see	that	slowing	down.”

	 SR	Construction	has	built	two	of	the	mi-

cro-hospitals,	and	vice	president	of	opera-

tions	Bret	Loughridge	said	he’s	not	 sure	 if	

it’s	the	wave	of	the	future	or	not,	but	a	sign	

of	healthcare	companies	trying	new	things.

	 “I	 foresee	 both	 hospitals	 and	 micro-

hospitals,”	 he	 said.	 “As	 long	 as	 they’re	

building,	we’re	happy.”

New Builds
and Renovations
	 While	 healthcare	 user	 lease	 transaction	

volume	is	up,	many	more	medical	facilities	are	

also	expanding	and	some	new	hospitals	could	

be	on	the	way	in	both	Reno	and	Las	Vegas.	
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IN BRIEF

Las Vegas has been named the best warm 

destination for winter travel according to 

a study from WalletHub. The personal-

finance website focused on cost and 

convenience when comparing nearly

70 of the largest U.S. metro areas.

Reno	area,	Semenko	said,	specifically	 the	

city’s	St.	Mary’s	Regional	Medical	Center.

	 “They’re	 doing	 different	 things	 all	 the	

time,	 ranging	 from	 maintenance	 work	

to	 new	 technology	 integration,”	 he	 said.	

“They’re	always	upgrading,	we	just	built	it.”

	 Semenko	said	Q	&	D	did	recently	finish	

a	small	project	in	Las	Vegas,	but	is	staying	

more	than	busy	in	Reno,	which	could	pro-

hibit	travel	for	work.

	 SR	 Construction	 recently	 celebrated	

Henderson	Hospital’s	second	anniversary,	

in	part	by	finishing	a	28-bed	expansion	that	

was	 originally	 built	 as	 shell	 space	 for	 po-

tential	expansion.	The	firm	also	finished	the	

six-floor	west	tower	at	Summerlin	Hospital.

	 Loughridge	said	there	seems	to	be	a	 fu-

ture	need	for	an	increase	of	healthcare	space	

in	Las	Vegas,	an	observation	he’s	made	look-

ing	at	the	healthcare	companies’	investments.

	 “[Demand]	ebbs	and	flows	with	the	mar-

ket,”	Loughridge	said.	“Work	flows	constant-

ly	 for	healthcare,	but	whether	 it’s	new	or	a	

remodel,	 it	 is	more	 peak	 and	 valley.	 There	

is	a	current	need	for	new	construction,	and	

some	of	that	is	just	because	we	were	under-

served	as	a	community	as	we	came	out	of	

the	 recession	 and	 people	 started	 moving	

here	and	the	city	is	growing.”

MEDICAL Building Nevada

	 Shanks	 couldn’t	 confirm	 but	 speculated	

on	 several	 major	 Reno	 health	 organization	

land	 acquisitions	 for	 potential	 new	 ancillary	

campuses	 along	 with	 some	 large	 chunks	

suitable	for	new	full	hospitals.	

	 In	 Las	 Vegas,	 Davis	 said	 there	 is	 new	

medical	growth,	 largely	new	construction,	

near	hospitals	like	Mountain	View	Hospital	

off	Tenaya	Creek.	He	also	mentioned	a	re-

surgence	of	the	Medical	Corridor	on	West	

Charleston,	which	is	anchored	by	the	Uni-

versity	 Medical	 Center	 (UMC)	 and	 UNLV	

School	of	Medicine	and	Dental	School.

	 “That	area	has	really	come	back	with	

reuse	 and	 repurpose,”	 said	Davis,	who	

noted	 both	 landlords	 and	 tenants	 are	

investing	 in	 the	 upgrades	 for	 medical	

purposes.

	 SR	Construction	 is	working	 in	medical	

facilities	 daily,	 Loughridge	 said.	 “We	 do	

work	in	nearly	every	hospital	at	some	point	

or	 another	 and	 usually	 have	 several	 proj-

ects	going	at	one	time,”	he	said.	

	 He	said	the	main	challenge	of	specializ-

ing	 in	medical	 construction	 is	 all	 the	 extra	

factors	of	 licensing	and	added	building	re-

quirements.	For	renovations,	he	said	there’s	

also	 the	 need	 to	 be	 cognizant	 of	 patients	

and	limit	the	effects	of	construction	around	

them.

	 In	 Reno,	 Q	 &	 D	 Construction	 recently	

completed	the	new	81,000-square-foot	Reno	

Behavioral	Healthcare	Hospital.	Q	&	D	Presi-

dent	Lance	Semenko	said	he	believes	more	

specialized	 hospitals	 will	 be	 on	 the	 way	 in	

Nevada	because	of	its	growing	population.

	 Like	 SR	 Construction,	 Q	 &	 D	 	 is	 con-

stantly	working	in	healthcare	facilities	in	the	
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Visit LVChamber.com or call 702.641.5822 
for tickets and exhibitor information!

Sponsorship opportunities are available for Vegas Chamber members in good standing. 
For more information contact Will Ochoa at 702.586.3854.

Get your business in front of thousands at the biggest 
economic forecast event in Nevada!

Preview Las Vegas is the Vegas Chamber’s signature annual trade show and economic 
forecasting conference; featuring more than 100 local business and government exhibitors, 
2,000+ attendees, an information-packed speaker series and complimentary lite bites from 
some of Las Vegas' most popular restaurants. This year’s speaker series will include a high 
level economic forecast, world-changing technology expert panel, women’s executives 

panel, Las Vegas Convention & Visitors Authority perspective and more!

NEW! Early Bird Ticket Pricing 
(Through Dec. 31) 

$45/Chamber Member or $50/Non-Member

Exhibitor Booth Pricing 
$1,275/Single Booth or
$1,800/Double Booth

Thursday, Jan. 24, 2019
7 a.m. – 1:30 p.m. @ Thomas & Mack Center - Cox Pavilion

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

E

Sale, Industrial
ADDRESS	4432	Calimesa	St.,	89115
BUYER	Solis	Properties
SELLER	NLV	Sagebrush	
DETAILS	31,000	SF;	$3.65	million
BUYER REP	Chris	Lane,	CCIM	of	Colliers	
International
SELLER REP	Dan	Doherty,	SIOR,	Paul	
Sweetland,	SIOR	and	Jerry	Doty	of	Colliers	
International

Sale, Multi-Family
ADDRESS	4870	Nellis	Oasis	Ln.	and	5025	
Nellis	Oasis	Ln.,	89115
BUYER	Westland	Real	Estate	Group
SELLER	Shamrock	Properties	VI		and	
Shamrock	Properties	VII	
DETAILS	1,129	units;	$53,410	per	unit
APN	140-08-702-002	and	003
SELLER REP	Spencer	Ballif	of	CBRE

Lease, Industrial
ADDRESS	4150	N.	Lamb	Blvd.,	Suite	110,	
89115
LANDLORD	FJM	Northpointe	Associates	
TENANT	Creative	Light	Source	Inc.
DETAILS	5,099	SF;	$2.9	million	for	2	years
TENANT	Rep	Alex	Stanisic	of	Colliers	
International
LANDLORD	REP	Dean	Willmore,	SIOR	of	
Colliers	International

H

Sale,	Office
ADDRESS	2380	W.	Horizon	Ridge	Pkwy.,	
89052
BUYER	Alexandra	Building	
DETAILS	4,994	SF;	$1,375,000
APN	178-30-618-004
BUYER REP	Stacy	Scheer,	CCIM	of	Colliers	
International

OFFICE
SUMMARY
THIRD	QUARTER	2018

NORTHERN NEVADA By	Colliers	Reno

SOUTHERN NEVADA

	 Demand	for	office	space	in	Southern	Nevada	strengthened	in	the	third	quarter	of	

2018,	with	net	absorption	hitting	a	five	quarter	high	of	421,352	square	feet.	This	drove	

vacancy	down	to	14.5	percent,	its	lowest	level	in	ten	years.	

	 Southern	Nevada’s	office	market	had	421,352	square	feet	of	net	absorption	in	the	

third	quarter	of	2018,	increasing	year-to-date	net	absorption	to	861,354	square	feet.	This	

puts	2018	on	track	to	equal	(or	nearly	equal)	2017’s	net	absorption	of	1,125,192	square	

feet,	which	was	the	highest	net	absorption	for	office	space	recorded	in	Southern	Ne-

vada	since	2007.

	 The	market	will	likely	see	the	completion	of	56,367	square	feet	of	professional	office	

space	through	the	remainder	of	2018,	with	pre-leasing	at	89	percent	in	those	proper-

ties.	Another	463,918	square	feet	of	office	space	is	planned	for	completion	in	2019.	The	

weighted	average	asking	rental	rate	for	office	space	in	Southern	Nevada	was	$2.10	per	

square	foot,	full	service	gross.	This	was	$0.09	higher	than	one	year	ago.

	 Year-to-date,	the	office	investment	sales	volume	was	$539.9	million	in	79	sales	to-

taling	3.06	million	square	feet	with	an	average	sales	price	of	$176.39	per	square	foot.	

Investment	sales	had	lagged	in	2018	compared	to	2017,	but	the	third	quarter’s	boost	

may	help	meet	or	exceed	last	year’s	sales.

By	Colliers	Las	Vegas

	 The	Northern	Nevada	market	continues	to	post	strong	figures	with	vacancy	drop-

ping	and	 increasing	positive	net	absorption	 for	another	quarter.	The	vacancy	rate	 is	

down	to	11	percent	from	11.5	percent	the	prior	quarter.	Due	to	large	leases	in	the	third	

quarter,	there	was	35,382	square	feet	of	positive	net	absorption.	All	in	all,	the	Reno	office	

market	is	extremely	active.

	 The	only	downside	is	that	vacancy	rates	in	certain	submarkets,	specifically	Class	

A	space	in	South	Reno	and	Meadowood	submarkets,	are	so	low	that	it	is	hard	to	find	

available	product.	Typically	this	would	result	in	construction	but	land	pricing	and	con-

struction	costs	make	new	construction	hard	to	pencil.	

	 The	other	hinge	to	building	is	to	secure	rents	that	cover	the	costs	of	the	building.	

While	rents	are	on	the	rise,	increasing	to	$1.71	per	square	foot	per	month	in	the	third	

quarter,	they	are	still	below	where	they	need	to	be	to	make	sense	of	new	construction.	

	 One	interesting	note	is	rent	in	the	Downtown	submarket	increased	this	quarter	to	

$2.01	per	square	foot	per	month	on	average	from	$1.94	per	square	foot	per	month	last	

quarter.	Ironically,	the	overall	vacancy	in	this	submarket	has	been	on	the	decline.	The	

Class	A	office	market	in	downtown	Reno	is	sitting	at	14.4	percent,	the	highest	for	Class	

A	office	in	our	top	three	submarkets:	Downtown,	South	Reno	and	Meadowood.

https://www.nevadabusiness.com/2018/12/office-summary-third-quarter-2018/?utm_source=PDF&utm_medium=PDF&utm_term=PDF%20PDF%20December%202018&utm_content=PDF%20PDF%20December%202018
https://www.nevadabusiness.com/2018/12/red-report-december-2018/


43DECEMBER 2018   NEVADA BUSINESS MAGAZINE

 Red Report

Sale, Industrial
ADDRESS	520	E.	Sunset	Rd.,	89011
BUYER	NGP	Stephanie
SELLER	Mevius	
DETAILS	8,262	SF;	$1,037,500
APN	178-01-511-072
BUYER REP	Dean	Willmore,	SIOR	of	Colliers	
International

Sale, Industrial
ADDRESS	1051	Mary	Crest,	89074
BUYER	Suncrest	Industrial
SELLER	TVP	Assets
DETAILS	156,564	SF;	$20.2	million
APN	178-15-610-020
SELLER	REP	Amy	Ogden,	SIOR	and	
Danielle	Steffen,	SIOR	of	Cushman	&	
Wakefield;	Jeff	Chiate	of	Western	Region	
Capital	Markets

Lease, Industrial
ADDRESS	7665	Commercial	Way,	89011
TENANT	TruGreen	Limited	Partnership
LANDLORD	HIP	Valley	Freeway	
DETAILS	5,720	SF;	$44,616	for	one	year
TENANT REP	Zac	Zaher	of	CBRE	

Lease, Industrial
ADDRESS	1070	Mary	Crest,	89074
TENANT	DC	Solar	Solutions	Inc.
LANDLORD	The	Northwestern	Mutual	Life	
Ins.	Co.
DETAILS	71,043	SF;	$1,373,647	for	37	months
LANDLORD REP	Jake	Higgins	of	CBRE

N

Sale, Industrial
ADDRESS	4101	E.	Lone	Mountain	Rd.,	
89081
BUYER	Realterm	Logistics
SELLER	XPO	Logistics	Freight	Inc.
DETAILS	25,000	SF;	$3.15	million
APN	140-06-510-010
SELLER REP	Dan	Doherty,	SIOR,	Paul	
Sweetland,	SIOR,	Chris	Lane	and	Jerry	Doty	
of	Colliers	International

Lease, Industrial
ADDRESS	6335	N.	Hollywood	Blvd.,	89115
TENANT	May	Manufacturing	dba	Artesian	Spas
LANDLORD	Speedway	Venture	
DETAILS	32,917	SF	;	$1,053,814	for	62	months
LANDLORD REP	Zac	Zaher	of	CBRE

S

Sale, Multifamily
ADDRESS	3850	Daisy	Street,	89119
SELLER	Lee	Forman	and	Kenneth	Friedman
DETAILS	74	units;	$58,783	per	unit
APN	162-15-312-024
SELLER REP	Jerad	Roberts,	Devin	Lee,	
CCIM	and	Robin	Willett	of	Northcap	
Commercial	Multifamily

Lease,	Office
ADDRESS	400	Shadow	Ln.,	Suite	205,	
89106
TENANT	Jubilee	Clinical	Research	Inc.
LANDLORD	Fullerton	Vegas	Shadow	Lane	
DETAILS	5,793	SF;	$678,900	for	90	months
TENANT REP	Alexia	Crowley,	CCIM	of	
Colliers	International
LANDLORD	REP	Stacy	Scheer,	CCIM,	Patti	
Dillon,	SIOR	and	Taber	Thill,	SIOR	of	Colliers	
International

SW

Sale,	Office
ADDRESS	5530	&	5550	South	Jones	
Boulevard,	89118
BUYER	Jones	Plaza	Property	
SELLER	Hospice	Properties	V	
DETAILS	15,220	SF;	$3.2	million
APN	163-25-401-013
SELLER REP	Ryan	McCullough	and	Tyler	J.	
Jaynes	of	Marcus	&	Millichap

Sale, Retail
ADDRESS	4590	W.	Sahara	Ave.,	89102
BUYER	W	Sahara	
SELLER	McLaren	Las	Vegas	
DETAILS	7,930	SF;	$2,475,000
SELLER	REP	David	Grant	of	Colliers	
International

89166

89149

89129

89134

89144
89138 89128 89108

89131

89130

89085 89087
89165

89115

89156

8911089101

89104 89142

89122

89011
89014

89074 89015

89002

89005

89012

89052

89044

89084

89031

89032

89030

89081

89086

89143

89145

89117 89146

89
10

2

89
18

3
89

10
9

89147 89103

89118 89119
89120

89121

8912389139

89141

89178

89179

89161

89
13

5

89
14

8

89
11

3

89107 89
10

6

N

NW

SW

H

BC

E

N

S

89169

https://www.nevadabusiness.com/2018/12/red-report-december-2018/


44 NEVADABUSINESS.COMNEVADA BUSINESS MAGAZINE   DECEMBER 2018

COMMERCIAL RECAP

Sale, Industrial
ADDRESS	4280	Wagon	Trail	Ave.,	89118
BUYER		YGCH	
SELLER	Fargo	District	Holdings	
DETAILS	25,372	SF;	$3,525,000
APN	177-06-501-008
BUYER REP	Susan	Borst,	CCIM,	SIOR,	
Dean	Willmore,	SIOR	and	Alex	Stanisic	of	
Colliers	International

Sale, Industrial
ADDRESS	6683	Schuster	St.,	89118
BUYER	Tabs	Realty	
SELLER	Grindstaff	Nevada	Property	
DETAILS	9,555	SF;	$1,695,000
APN	177-06-516-002
SELLER REP	Zac	Zaher	of	CBRE	

Sale, Land 
ADDRESS	Arby	Ave.	and	Bel	Castro	St.,	
89113
BUYER	Parting	Seas	Investments	
SELLER	Sire	Inc.
DETAILS	5	acres;	$3,075,000
APN	176-03-801-002
SELLER REP	Brian	Riffel,	SIOR	and	Tyler	
Jones	of	Colliers	International

Sale, Land
ADDRESS	8951	Kens	Ct.,	89139
BUYER	BFT	1	

DETAILS	6.2	acres;	$2.4	million
APN	176-24-110-008	&	176-24-110-005
BUYER REP	Scott	Gragson	and	Robert	
Torres	of	Colliers	International

Lease, Industrial
ADDRESS	6420	S.	Cameron	St.,	89118
TENANT	Ice	Now	NV
LANDLORD	York	Decatur	Crossing	
DETAILS	13,293	SF;	$1,308,438	for	61	months
TENANT REP	Larkin	Industrial	Group	of	NAI	
Vegas

Lease, Land
ADDRESS	W.	Hacienda	Ave.	&	Schirlls	St.,	
89118
TENANT	CH	Bus	Sales
LANDLORD	Bilt	International
DETAILS	1.99	Acres;	$642,222	for	5	years
LANDLORD REP	Larkin	Industrial	Group	of	
NAI	Vegas

WC

Project
ADDRESS	Highland	Ranch	Parkway	&	
Pyramid	Way,	89436
CONTRACTOR OR RECORD	S3	
Development	Co.

 Red Report
DETAILS	S3	Development	Company,	
founded	by	developer	Blake	Smith,	has	
announced	the	plans	for	a	new	community	
in	Spanish	Springs.	The	380-acre	master-
planned	community	will	feature	up	to	1,800	
dwelling	units	and	construction	will	start	
within	12	to	18	months.

Sale,	Office	
ADDRESS	1335	Airmotive	Way,	89502
BUYER	Airmotive	Partners
SELLER	Shoal	Creek	WG	
DETAILS	26,472	SF;	$2,725,000
APN	013-331-14

Sale,	Office
ADDRESS	9785	Gateway	Dr.,	89521
BUYER	Marie-Victoire	Non-Marital	Trust
SELLER	Flocchini-Magnolia	Properties	
DETAILS	18,964	SF;	$3,925,000
APN	163-062-01

Sale, Industrial
ADDRESS	525	Reactor	Way,	89502
BUYER	Hamilton	Company	
SELLER	Middlefork	Limited	Partnership
DETAILS	16,000	SF;	$3	million
APN	012-362-02

http://www.providencecommercialre.com
mailto:mike@providencecommercialre.com
https://www.nevadabusiness.com/2018/12/red-report-december-2018/
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he	 “first”	 estimate	 of	 U.S.	 real	
gross	domestic	product	 (GDP)	 for	
the	third	quarter	of	2018	increased	
at	an	annual	rate	of	3.5	percent,	a	
0.7	percentage	point	drop	from	the	

“final”	 estimate	 of	 the	 second	 quarter,	 yet	 a	
faster-than-expected	growth	rate	for	the	third	
quarter.	 Overall,	 positive	 contributions	 from	
personal	 consumption	 spending,	 private	 in-
ventory	 investment,	 government	 spending,	
and	nonresidential	fixed	investment	cause	the	
growth	of	real	GDP.	Downturns	in	net	exports	
and	 residential	 fixed	 investment,	 however,	
partly	 offset	 these	 positive	 effects.	 Average	
hourly	earnings	growth	increased	in	October,	
3.1	percent,	year-over-year,	achieving	the	re-
cord	highest	after	the	Great	Recession.	Retail	
sales	in	September	continued	its	robust	gain,	
up	 by	 4.7	 percent	 from	 last	 year.	 Housing	
starts	continued	to	grow	in	September,	at	3.7	
percent	 year-over-year.	 The	Federal	Reserve	
will	 continue	 to	 raise	 the	 interest	 rates	given	
the	strong	performance	of	the	economy.	
	 The	 Nevada	 economy	 showed	 positive	
economic	 activity	based	on	 the	most	 recent	
data.	Seasonally	adjusted	statewide	employ-
ment	gained	2,800	jobs	in	September.	
	 Clark	 County	 exhibited	 mixed	 signals	 in	
its	 economic	 activity.	 Seasonally	 adjusted	
employment	gained	3,700	jobs	in	September.	
September	 visitor	 volume	 in	 Clark	 County	
dropped,	falling	by	3.4	percent	year-over-year,	
while	 Las	Vegas	 hotel	 and	motel	 occupancy	
rate	 declined	 by	 3.7	 percent	 year-over-year.	
Gross	 gaming	 revenue	 in	 September	 gained	
slightly,	1.4	percent	compared	to	a	year	ago.	
Total	McCarran	Airport	passengers	slightly	fell	
by	0.3	percent	year-over-year.	August	taxable	
sales	posted	a	 strong	year-over-year	growth	
of	6.4	percent,	while	gasoline	sales	rose	by	1.8	
percent	from	the	last	year.	Residential	housing	
permits/units	 in	 September	 continued	 yearly	
losses	for	the	fourth	consecutive	month,	down	
by	9.1	percent	compared	to	a	year	ago.	
	 Washoe	 County	 also	 posted	 generally	
mixed	 economic	 signals.	 The	 Reno-Sparks	
seasonally	 adjusted	 employment	 added	
300	 jobs	 from	August	 to	September,	 up	 by	
4	 percent	 year-over-year.	 August	 taxable	
sales	 for	Washoe	 and	 Storey	Counties	 lost	
6	 percent	 from	 last	 year	 due	 to	 the	 weak	
performance	of	Washoe	County.	September	
visitor	volume	 fell	by	6.1	percent	year-over-
year,	while	gross	gaming	revenue	decreased	
by	1.4	percent	during	the	same	period.	Total	
airport	passengers	exceeded	the	 level	 from	
last	year	by	5.2	percent.	Residential	housing	
permits	 in	 September	 showed	 a	 year-over-
year	gain	of	11.7	percent.

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

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

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

Stephen M. Miller, Director

Jinju Lee, Economic Analyst

UNLV Center for Business
and Economic Research
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“My favorite way to give back is to 
represent clients who cannot afford 
an attorney.  I very much enjoy 
being someone’s strength, who 
comes in to save the day. Makes me 
feel like superwoman!”

Nadin Cutter, Esq.
Managing Partner | Cutter Law Firm

“We at Crazy Pita consistently look 
for unique ways to give back to our 
community. One way is partnering 
with local charities by donating food, 
sponsoring events and collecting 
monetary donations in our restaurants 
to help meet the needs of those less 
fortunate in the Las Vegas valley.”

Mehdi Zarhloul
Founder & CEO
Crazy Pita Restaurant Group

“My favorite way to give 
back is to create new methods 
of building or supporting 
organizations that address the 
core issues in our communities. 
When I can be involved at 
problem-solving at the ground 
level, it’s magical.”

Michael Dermody
CEO and Chairman of the Board
Dermody Properties

How did you 
meet your 
significant
other?

What is 
your favorite 
way to give 
back to the 
community?

“Anything that has a direct 
impact on our local residents. 
As an organization we search 
out opportunities that allow 
our staff to participate, 
allowing us to support the 
community while bringing 
our team closer together.

Dr. David Steinberg
CEO | Steinberg Diagnostic Medical Imaging

 Last Word
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http://www.lpins.net
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RITA VASWANI
VP/Relationship Manager

NMLS# 655119

RAINE SHORTRIDGE
SVP/Professional Bank 

Manager
NMLS# 603493

SONNY VINUYA
VP/Relationship Manager

NMLS# 603686

CHAYA PLATT
VP/Relationship Manager

NMLS# 1744872

SUSAN SPLAN
VP/Relationship Manager

NMLS# 174998

JANET K. MELLO
VP/Relationship Manager

NMLS# 614839

YOU NEED 
A BANK LIKE 
NO OTHER.

nsbank.com  |  888.890.5861  |   nsbank.com/professional

FOR A BUSINESS 
LIKE NO OTHER, 

As our client, you’ll be assigned a dedicated Professional Banking 
Relationship Manager to help with the challenges you face in your 
personal and business life. Whether you need assistance financing 
your company, managing cash flow, building your dream home, or 
planning your financial future, we’ll be there to offer customized 
solutions* to help you live your best possible life.  

*Loans subject to credit approval. Terms, conditions and restrictions apply. See banker for details. 
  A division of Zions Bancorporation, N.A. Member FDIC         Equal Housing Lender NMLS# 467014

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



