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Seven female entrepreneurs share their stories: (Left to right): Bonnie
Reppert, Home Instead Senior Care; Marie C.S. Soucie-Donovan, MCSS
Ltd.; Suzanna Mak, PC Doctor; Jane Pinto, Pinto Aviation Services; Carol
Cline-Ong, MDL Group; Donna Catalfamo, Euphoria Salon and Day Spas.
Not shown: Terri Sturm, Territory Inc.
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http://www.coxbusiness.com


February 2007  3

mailto:catering@bellagioresort.com


4 February 2007

taxpayer dollars on unnecessary pro-
jects means there is less money avail-
able to meet the state’s critical needs. 

One item that has been proposed for
this session, and which seems to have
a lot of backing, is full-day kinder-
garten. Barbara Buckley, the new
speaker of the House, has vowed to
keep lawmakers at their desks until this
$100 million program is approved. Do
we really need full-day kindergarten?
A recent article by Steven Miller of the
Nevada Policy Research Institute cites
several studies showing that full-day
preschool has little long-term value,
and can even hinder social develop-
ment. Full-day kindergarten may make
it more convenient for working moms
to arrange their schedules, but should
taxpayers be footing the bill? Let’s not
blindly accept legislators’ claims that
this expensive program is a vital part of
the budget.

And that’s just one proposal. As the
session ramps up, lawmakers will rush
to push their bills through before the

C O M M E N T A R Y

Watch Your Wallets
Lawmaking Season is Here Again

L Y L E  E . B R E N N A N
Publisher 

ince the last session con-
cluded in 2005, interim
committees have been
busy drafting bills to put

before the 2007 session. Hundreds of
lobbyists have been devising plans to
get their clients’ special-interest pro-
jects approved. Politicians are jockey-
ing for position, looking for ways to
fulfill campaign promises and make
more friends for the next campaign. 

While this flurry of pre-session ac-
tivity has been ongoing, most of us
have been running our businesses and
taking care of our families, blissfully
unaware of the impending danger.
However, once in a while we hear a
rumble of thunder from the approach-
ing storm; for example, the Las Vegas
Review-Journal recently reported that
freshman Assemblyman Ruben Ki-
huen wanted to declare the cash value
of expired holiday gift cards as “aban-
doned property” that should be turned
over to the state. His explanation?
“It’s the people’s money.” Suddenly, a
private business transaction between a

company and a customer, paid for
with after-tax dollars, ends up being
the government’s business. The
Review-Journal correctly pointed out
in its op-ed page that this kind of gov-
ernment grab in the name of “the peo-
ple” was once only popular behind
the Iron Curtain.    

This incident should give Nevada
residents a wake-up call. It serves as a
reminder that many politicians be-
lieve they know what’s best for us,
and think the government can manage
our money better than we ignorant
private citizens can. All they have to
do is figure out how to transfer the
cash from our pockets to theirs, and
“the people” will be much better off. 

Of course, the government needs
funds to operate. Nevada faces serious
challenges, and it will take tax money
to fix them. For example, we need an
estimated $4 billion to fund highway
construction projects to keep up with
growth. Budget line items for social
services and education need to be ad-
equately funded. However, spending

The 74th session of the Nevada Legislature convenes on February 5, 2007, and until

it adjourns this summer, the citizens of Nevada must guard their rights, their wallets

and the state’s prospects for a healthy economic future.

Continued on Page 8
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Women-owned businesses in
Nevada generate $19 billion in sales
each year. We interviewed seven
successful female entrepreneurs
and asked for their insights into
owning a business and their advice
for women considering the move to
business ownership.

Photo credit: Opulence Studios

Nevada architects discuss current
and emerging trends in their profes-
sion, as well as revealing how
changes in architecture can affect
businesses and individuals in the
Silver State.

Photo credit: Fred Cornelius

S P E C I A L R E P O R T :  
Northern Nevada is becoming an
increasingly popular region for
companies wanting a business-
friendly environment as well as a
great quality of life for their em-
ployees. Find out about this
emerging economic powerhouse
in our Special Report, sponsored
by the Economic Development
Authority of Western Nevada and
the Northern Nevada Develop-
ment Authority.
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120-day deadline. How can you make
sure your tax dollars are being spent
wisely and your freedoms aren’t being
trampled? First and foremost, find out
who your representatives are. A com-
plete list with contact information is
available on the official website for the
Nevada Legislature. Don’t hesitate to
call, write or e-mail to let them know
your viewpoints and concerns. 

Secondly, learn if your industry or
profession has an organization that may
already be looking out for your interests
(for example, the Nevada Bankers As-
sociation or Nevada Subcontractors As-
sociation). Contact that group and see if
they have a political action committee
or of they send information to members
about upcoming bills that affect them.
Support your organization and volun-
teer to help, if you have time.

Your local chamber of commerce is
also a good source of information
about political issues affecting Nevada
business, and Nevada Taxpayer’s Asso-
ciation can provide research and com-
mentary on any tax-related issues.

The session only lasts a few months,
but you need to pay attention every day
to what’s happening in Carson City. If
you don’t agree, ask a banking execu-
tive what happened to their industry in
the final hours of the 2003 session,
when a bill was pushed through that
levied higher taxes on banks than other
industries pay. Your business could be
next, so consider this a fair warning:
it’s up to you to take responsibility for
what happens at the Legislature. Get
the information you need and take ac-
tion if necessary.    

Resources:
Official Website of State Legislature

http://leg.state.nv.us
Nevada Taxpayers Association

www.nevadataxpayers.org
Nevada Policy Research Institute

www.npri.org

COMMENTS 
email: lyle@nbj.com

Continued From Page 4
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Call Today 702.889.2038y
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Non-Profit Services
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Owner-Occupied 
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Fixed Rate Financing 
Options

Treasury Management and 
Depository Services

Acquisition, Development 
and Construction

Loans for Residential and 
Commercial Projects
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Gaming Financing

Lines of Credit &
Term Loans

1st National Bank of Nevada has many t

BUSINESS BANKING account optionsG
including a free small business checking 
account– no monthly maintenance fees,
no minimum balance requirements, no
transaction fees.

WE CAN HELP YOU maximize
your business profits. Call us today 
702.889.2038

We are CUSTOMER FOCUSED, FAMILY OWNEWW D,
LOCALLY OPERARR TAA ED, PRIVATAA ELY HELD and we will 
work with you to grow your business. 

1st National Bank of Nevada 
BUSINESS INSTATT LLMENT LOANOO S help your
business with affordable funding for any of 
your business needs.

• Purchase equipment

• Finance other assets

• Purchase business vehicles

• Expand your building or office space
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with experts to help you
choose the best fit for your 
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Building a Bet ter Way for You
to Conduct Your Business

off ice/condo developments for lease or sale

For more information contact Bob Hommel 702.871.4545   |    www.investmentequity.com

Developed By:

Rainbow Corporate Center

On the corner of Rainbow and Post, just north of the I-215 Beltway.

This development is a 10-acre project, consisting of 12 medical/professional office 

buildings for lease or sale with units ranging from 2,000 to 15,000 square feet, totaling 

over 87,000 square feet. The project is situated close to the I-215 Beltway and within 

a 3-mile radius of three new hospitals, with Rainbow frontage available. All owners 

will have high visibility with signage on their buildings as well as a monument sign 

fronting Rainbow.

North Buffalo Business Centre

On Buffalo Drive just north of the Buffalo/Cheyenne intersection.

This development will have two 10,000 square foot single-story buildings with units for 

sale or lease ranging from 2,500 to 10,000 square feet. The project enjoys the benefit 

of having both high visibility and a great location close to Mountain View Hospital, 

the Las Vegas Tech Center and US-95. Owners will have signage on the building and a 

monument sign fronting Buffalo, as well as an electronic reader-board for personalized 

business messages.

Copper Pointe Business Park

Fronting the I-215 Beltway between Sunset Road and Russell Road.

Copper Pointe Business Park is a 74,000 square foot high image office park, consisting 

of two (2) two-story buildings with units for lease or sale ranging from 2,500 to 37,000 

square feet. The project is ideally situated fronting the I-215 Beltway and is within a 3-

mile radius of three new hospitals and several large proposed projects including Stations 

Casino at Durango and several mixed-use retail office high-rise residential developments. 

All owners will enjoy the benefit of having signage on the freeway with excellent visibility 

and tremendous exposure.

Cheyenne Fairways Business Center

Cheyenne west of Durango, fronting the Durango Hills Golf Club.

Cheyenne Fairways Business Center is a 60,000 square foot office/retail development 

for lease, featuring a two-story 50,000 square foot office building directly overlooking 

the 3rd and 4th greens and the entire length of the Durango Hills Golf Club. In keeping 

with the theme, Investment Equity is building an expansive putting green between the 

office and the golf course, exclusively for the tenants. This project is well located within 

close proximity to Mountain View Hospital, Summerlin, Desert Shores, the Las Vegas 

Tech Center and US-95, with restaurants and shopping nearby, and is anchored by the 

WaterMark Executive Suites.

Virtual tour now available
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The United States Government
Printing Office (GPO) is is leadig
the high-tech transformation of

the nation’s passports and recently pro-
duced the millionth electronic passport
(e-passport). The e-passport includes an
embedded electronic chip that contains a
traveler’s information and can be digital-
ly scanned at equipped airports. It also
contains security features to prevent the
chips from being read, cloned or
changed. “We are proud to reach this
milestone,” said Ben Brink, assistant pub-
lic printer for security and intelligent doc-
uments. “In the post 9/11 era, many doc-
uments require new levels of security
from their creation to their distribution.”
The high demand for U.S. passports is
expected to increase as citizens of the
United States are required to present a
passport when entering by air from any
part of the Western Hemisphere.

The House of Representatives re-
cently passed and sent to the Sen-
ate, a bill that will increase the

federal minimum wage from the current
$5.15 an hour to $7.25, in three steps over
a 26-month period. Numerous interests
have urged the Senate to incorporate tax-
cuts, especially for smaller companies,
into the legislation before sending it to
President Bush. Employers will have to
pay special attention to their mandatory
minimum wage postings, if the bill is
signed into law. “Employers who don’t
post the most recent labor law posters,
such as minimum wage, risk government
fines and increase the likelihood of em-
ployee lawsuits,” said attorney Ashley
Kaplan, head of the labor law research
team at G. Neil.

Grand Canyon West, a destina-
tion owned and operated by
the Hualapai Tribe at the

Grand Canyon’s western rim, recently
announced March 28, 2007 as the offi-
cial public opening date of The Sky-
walk. The Skywalk will be the first-
ever cantilever-shaped glass walkway
suspended more than 4,000 feet above
the canyon’s floor and extending 70
feet from the canyon’s rim. The facili-
ty will include a 6,000-square-foot vis-
itor’s center on three levels, containing
a museum, movie theater, VIP lounge,
gift shop and several restaurants and
bars. The visitor’s center will also offer
private outdoor facilities for meetings,
special events and weddings. The Sky-
walk was designed by MRJ Architects
and is being structurally engineered by
Lochsa Engineering, LLC. Saint Gob-
ain, a European company that special-
izes in designing structural glass for
unique building projects worldwide, is
manufacturing the glass.

American Water, the largest
water services provider in
North America, urged munici-

pal officials to consider partnerships
with private companies as a way to man-
age the enormous task of providing reli-
able water supplies to cities with aging
infrastructure and growing populations.
The company made its presentation at
the 2006 National League of Cities con-
ference in Reno. “Partnerships between
municipalities and the private sector will
be an increasingly important strategy for
dealing with the enormous challenges of
replacing and upgrading the nation’s
water delivery systems, and finding new
solutions to the critical issues of provid-
ing water to meet environmental con-
cerns and the needs of growing popula-
tions and industries,” said Donald
Correll, president and CEO of American
Water. Also noted was the critical need
for public-private partnerships in west-
ern regions with rapid growth. For ex-
ample, the population of Las Vegas has
increased over 83 percent since 1960,
jumping water use exponentially from
an estimated 1.4 million gallons per day
to more than 154 million gallons per
day, based on an average consumption
of 400 gallons per day, per family of
four. Public-private partnerships men-
tioned include: The city of Buffalo in
Buffalo, N.Y.; Lake Pleasant Water
Treatment Plant in Phoenix, Ariz.; Tolt
Treatment Facility in Seattle, Wash.; and
Gillette Stadium in Foxboro, Mass.
“Each of these projects demonstrates the
value of business and government work-
ing collaboratively through public-pri-
vate partnerships to solve vexing issues
with innovative solutions that munici-
palities might not have been able to im-
plement unilaterally,” said Correll.

GPO Produces Millionth E-PassportPublic-Private Water Utility 
Partnerships Urged

Grand Canyon West’s, The Skywalk

Minimum Wage Increase Brings 
New Challenges for Employers

BUSINESS UP FRONT
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FACE TO FACE

Chief Executive Officer

Hometown Health 

Reno

Type of business:
Insurance division of Renown Health

Biggest business challenge:
Creating a positive work environment that
enables and empowers team members to do
their best every day.

What do you enjoy most about your job?   
Interacting with highly intelligent and moti-
vated team members striving to make a
genuine difference.

If you could start over and choose a 
different profession, what would it be? 
A wildlife photographer; capturing a
wild animal on film in its natural state is
inspiring.

How do you spend your time when you’re
not working?
Exercising, playing golf and spending
time with my family.

What would you like your legacy to be?
Just that I made a difference. 

Little-known fact about yourself:   
I am a Florida State Seminoles fan.

Best Business Advice:
Find good people – then get out of the
way and let them do their job.

What is your organization doing to help
employers hold down insurance costs?
We provide 24/7 nurse triage phone ser-
vice, as well as several disease-manage-
ment programs, including plans for pa-
tients living with congestive heart failure,
diabetes and asthma. Currently, we are
evaluating additional disease management
programs.

Years in Nevada: 10                                  

Years with Firm: 10 

Troy Smith 

President and CEO 

Las Vegas Monorail Company 

Las Vegas

Type of business:
The only public transportation system in
the United States funded entirely by pri-
vate dollars.

Biggest Business Challenge: 
Extending the Monorail to McCarran In-
ternational Airport and connecting it to
the west side of the resort corridor. 

What do you enjoy most about your job?  
I enjoy the challenge that comes with the
extension the Las Vegas Monorail.

If you could start over and choose a 
different profession, what would it be? 
I wouldn’t change anything, but I grew up
thinking I was going to be Michael Jordan.
It turns out, I’m no Michael Jordan.  

How do you spend your time when you’re not
working?
I serve on a few nonprofit boards, teach
economics and play golf.  

Little-known fact about yourself:
I like to cook.

Best Business Advice: 
Follow the necessary steps that lead to
success, and you will eventually become
successful. 

What do you think the Las Vegas monorail
system will look like in 10 years?
It will be connected to McCarran; it
will connect to the west side of the
Strip and downtown Las Vegas. The
monorail will be one of the primary
travel modes in the Resort Corridor,
nearly 15 miles long.  

Years in Nevada:   Native

Years with Firm: 16 months

Curtis Myles III
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Seven female entrepreneurs share their secrets for succeeding in the male-dominated business world. (Left to right): Bonnie Reppert,
Marie C.S. Soucie-Donovan, Suzanna Mak, Jane Pinto, Carol Cline-Ong, Donna Catalfamo. Not shown: Terri Sturm
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Nevada is home to an estimated 85,644 privately held, 50 percent or more women-owned
firms, according to a study conducted by the Center for Women’s Business Research, as of 2006.
Those businesses generate more than $19 billion in sales and employ nearly 91,000 people.
Factor in the number of women chief executive officers in Nevada, and the number of  firms
controlled by woman is even greater. Women in the Silver State run all kinds of businesses,
from staffing to beauty salons, even businesses in male-dominated industries, such as
aviation and commercial real estate. Following is a sample of some of the state’s successful
female entrepreners. Their profiles are presented with their insights on owning a business
as a woman, and advice for young women with the dream of running their own company.

Marie C.S. Soucie-Donovan
MCSS Ltd.

From Picking Potatoes 
to Placing Prospects

Marie C.S. Soucie-Donovan took
her first stab at entrepreneurship as a
young child. At a roadside stand in
Northern Maine, she sold buckets of

apples that she picked from her fami-
ly’s orchard. “We probably had five
cars pass a day, and that was a heavy
day,” the 60-year-old said. 

In fact, it was then that she developed
a solid work ethic. She grew up as a
foster child with eight older brothers.
At age seven, she and her siblings
picked potatoes at 4:30 a.m. to pay for
school clothes. “I knew I wanted to get
out of that environment,” she said.

At age 27, after graduating from
Boston’s IBM Plus School of Busi-
ness, she co-owned an agency in New
Britton, Conn., which placed nurses. 

Today, she’s the founder and owner
of MCSS Ltd., a Reno-based staffing
agency. The company provides execu-
tive searches, temporary and temp-to-
hire personnel, payroll services, em-
ployment background checks and
polygraphs. Soucie-Donovan has

even placed an astronaut at the Na-
tional Aeronautics and Space Admin-
istration. “There’s nothing more re-
warding than when a client comes to
me either two or five years from now
and says, ‘Thank you for that career,
it’s the best job I ever had,’” she said.
She started MCSS Ltd. in Newark,
Calif., in 1987. Nearly a decade later,
she traveled to Reno to train some
staff members, loved the location and
decided to leave the Bay Area. In
1996 she sold the business and started
anew in Northern Nevada. Her com-
pany now employs 98 people, includ-
ing her husband, Bob, who is director
of business development. 

Her greatest business challenge
over the years has been breaking into
male-dominated industries. Men have
ignored, rejected, hung up and
refused to talk to her, she said. 

Cover Story: Women-Owned Businesses
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Cover Story: Women-Owned Businesses

Even one of her brothers expressed doubt
that she could succeed when she moved to
Northern California in the 1980s. “That’s
where my perseverance came into play,”
she said. “I loved the challenge. Men un-
derestimate us women all the time. I think
with a work ethic and integrity, you can’t
help but be successful.”

At her peak, Soucie-Donovan
logged nearly 80 hours a week. She’s
now slowed to around 50. “There
were nights when I’d go to the office
to staff clients,” she said.

What she enjoys most about self-
employment is the ability to experi-
ment with new ideas and methods. “If
it doesn’t work, I don’t have to an-
swer to anybody,” she said. 

When not attending to business, she
likes to spend time with her husband,
two sons and eight grandchildren.
She’s an avid reader, too, typically
juggling about seven books.

“I have been very blessed in my
life,” she said.

To young women considering start-
ing a business, she recommended
shadowing somebody already in the
field and learning what’s involved.
“Whatever career you choose, love
it,” she added. “If you don’t, you’ll be
miserable because you live and
breathe it. There are a lot of long
hours, determination and persever-
ance required. If you persevere in life,
you will succeed.”

Terri Sturm
Territory Inc.

Strength Through Adversity

Terri Sturm’s company, Territory
Inc., flourished after a setback. Early
on she and her husband, Roland, who
also works for the company, shared a
2,500-square-foot office space with a
partner. One night, he unexpectedly
moved out, leaving the couple only a
desk. Sturm pressed on, working 70-
and 80-hour weeks, seeking out new
business, determined to become inde-
pendent of partners. “When that kind
of thing happens, you either fold or
pull up your socks,” Sturm, 47, said.
“Sometimes it’s through adversity that
you find your strengths. That was the
birth of Territory, Inc. Because of that
challenge, we are where we are today.”

Territory Inc. is a shopping center
developer and commercial real estate
brokerage. Since its inception in
1993, the Las Vegas-based company
has developed nearly 2 million square
feet of retail, including the Centenni-
al and Eastern Beltway Centers in Las
Vegas. It has another 2 million square

feet under construction and in devel-
opment. Most projects are in Southern
Nevada, with some in Northern Neva-
da and Utah. “The most rewarding
part is being able to drive into one of
our shopping centers and say, ‘This is
us. We created it,’” said Sturm. 

After graduating from the Univer-
sity of Nevada, Reno, with a bache-
lor’s degree in science in business
administration, with a concentration
in real estate, she obtained her real
estate license in 1978. Subsequently,
she worked for various companies,
such as the largest shopping center
developer, Simon Property Group,
learning the business’ corporate and
retail sides. 

After residing in multiple states,
she wound up in Las Vegas in 1990
and decided to pursue self-employ-
ment. “It’s my own show,” she said.
“I have nobody to be responsible to
but myself.”

Sturm considers herself a pro at
what she does, with a good résumé
and credibility. With that has come
the ability, she said, to ignore clients’
responses to her being a woman.
“With the name Terri, when people
don’t know who I am, they expect a
man to walk in,” she said. “It’s the
first initial shock of, ‘Oh, it’s a
woman.’” She concedes that working
in a male-dominated industry has be-
come much easier because acceptance
of women in the workplace has im-
proved over the years. 

Women in her business have an
edge because they tend to be shoppers,
she said. On the other hand, Sturm’s
disadvantaged because she doesn’t en-
tertain clients. “A lot of business hap-
pens on the golf course and I’m out-
side that one,” she said.

Sturm considers here greatest pro-
fessional accomplishment to be Terri-
tory Inc.’s success. “We have a great
company, great employees and great
partners, who make it fun to go to
work every day,” she said.

http://www.wt-us.com
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She’s most proud, however, of her
family – her husband and three daugh-
ters, ages 7, 10 and 12. With her girls, she
rides and shows horses. Sturm also en-
joys sewing, cooking (she makes about
500 jars of jam a year), and gardening.

She also is a big supporter of her
shopping centers. “I’m in them all the
time,” she said.

Jane Pinto
Pinto Aviation Services

Flying High

In 2003, Jane Pinto serendipitously
stumbled into self-employment. She
had just obtained her instructor’s cer-
tificate for flying helicopters and ap-
proached the owners of First Flight
Aviation about teaching a few hours a
week. In the meeting they proposed
the idea of her purchasing the flight
school’s lease and inventory. Within
two months, she did. “It was kismet.
It truly was,” she said. “I walked into
the door looking for something to do
part-time and the next thing I knew, I
was running a business.”

So began Pinto Aviation Services,
in Las Vegas. It operates the First
Flight Aviation flight school and the
Vegas Aviation Supply store, which
supplies aircraft parts and pilot sup-
plies. “We took an organization that
was barely getting by and improved
revenues by approximately 235 per-
cent since the time we took over,”
Pinto, 46, said. “We’ve established
ourselves as a serious player in the
Las Vegas marketplace and we now
have two locations.”

With a staff of 18, the company op-
erates out of the airports in North Las
Vegas and, most recently, Henderson.
Pinto is working on starting a Hender-
son-based charter airline. 

Certified and instructor-rated for
helicopters, and a private pilot for air-
planes, the owner puts in about 60-
plus hours a week. “With something
that’s high risk, you’re always think-
ing about what’s going on,” she said. 

She struggles most with managing the
money. “You have to be so careful,”
she said. “I think that’s what causes the
downfall of a lot of organizations. We
like to all believe [self-employment] is
a big glamorous thing, and the truth of
the matter is, you’re in the trenches. I
run a multimillion-dollar company and
I’m still cleaning the toilets.”

Aspiring entrepreneurs should
know they, too, will have to work hard

Young Electric Sign Company: 
Serving our customers for 
85 years.

Gaming/Retail/Commercial/
Design/Consulting • Engineering
Manufacturing • Service
Leasing/ Financing • Electronics
Interior and Exterior Signs

702-876-8080  • www.yesco.com
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and make sacrifices, Pinto noted. “A
lot of people go into business thinking
their time is going to be their own,”
she said. “That is far from the truth.”

For Pinto, aviation is a complete di-
vergence from her previous profes-
sional experience. Prior to founding
Pinto Aviation Services, she worked
for 23 years in information technolo-
gy at various companies, including
GE Aerospace and Blue Cross/Blue
Shield. Her business technology de-
gree is from the Arizona Institute of
Business Technology. 

“Aviation is fairly challenging,” she
said. “It’s a large departure from
being indoor-bound, although now I
sit at a desk and run the operation. In
the wild early days, I spent a lot more
time outside.”

What she finds most rewarding
about the job is being able to give
people, early in their flying careers, a
place to fulfill their required time and
experience. 

“We have had extremely good suc-
cess moving people along to the next
level into dignified jobs,” she said.
“We’re proud of our 400 percent
turnover rate.”

About running a business, she said,
“Once you hit your groove, there’s
nothing like it. There’s nothing like
being your own boss.”

Suzanna Mak
PC Doctor

Expertise Brings 
International Success

In college at Stanford, Suzanna Mak,
38, studied East Asian Studies. She
went on to law school at Santa Clara
University and worked as a California
prosecutor for about eight years.
While in that position, she developed,
with a partner, a profitable business
producing training materials for police
officers. Then she moved into legal
consulting for businesses and worked
for Travel Zoo. Her latest career is in
business, as the chief executive officer
of PC Doctor. “I have an experience of
thinking I want to be something, get-
ting there and deciding that’s not
enough,” she said. “It’s continual – the
glass is not full enough.”

PC Doctor, founded by Aki Koho-
nen in 1993 in California, is a soft-
ware company that provides hardware
diagnostics testing to companies that
manufacture, rebuild, refurbish or re-
pair computers. The 100-employee
firm is based in Reno and has sales of-
fices in Beijing and Tokyo. 

Banquets • Meetings • Special Events
Plan your next event with professionals,

serving all your catering needs.
Smoked Turkeys and Prime Ribs

Parties from 2 to 30,000
Offsite or In-house Banquet Facilities Available.
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Phone: 702-735-7789

Fax: 702-362-0700
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In 2003, Mak was providing legal con-
sultation to PC Doctor when Kohonen
told her he was moving the company to
Reno that year and offered her the job of
CEO. She accepted and currently owns
50 percent of the company. 

In the last two years, she spent near-
ly 50 percent of her time traveling
overseas, primarily to Asia. When
she’s traveling, she works between 80
and 100 hours a week. Recently, how-
ever, she’s stayed in Reno and has
been putting in “a pretty mellow 80-
hour workweek,” she said. 

The self-described “outdoors freak”
ensures she exercises every day,
whether it be working out at a gym, hik-
ing or playing tennis. And she gets in
reading time at each day’s end (she en-
joys legal thrillers).

The payoff for her long hours is the
sense of satisfaction that derives from
making money. “I feel like I do good
when I get a contract signed or a check
comes in for quarterly payment,” she said.

She said oftentimes the biggest ob-
stacle for women, in general, is self-
doubt. “We troubleshoot ourselves,
and we are formidable,” she said. “We
cannot turn it off.”

Contrarily, she believes being a
woman is a strength, as they can multi-
task “with panache” and communicate
better verbally. “A lot of business is
making the other party feel comfortable
and evoking trust,” she said. “We tend to
do that with a little more ease than men.”

When she travels to Asian cities,
she encounters comments about her
gender. “I still go to meetings in
Tokyo or Taipei or Beijing and
there’s some sort of observation
about how I’m a woman,” she said. 

Mak prides herself on exploring
new careers and goals. “I’m proud of
myself for managing – and I haven’t
done it well – to challenge myself and
not let the dust settle, which I have a
fear of,” she said.

Already she’s planned her next feat:
hiking the entire 165-mile Tahoe Rim
Trail this year.

Donna Catalfamo
Euphoria Salon and Day Spas

Working Hard,
Chasing a Dream

Donna Catalfamo’s mother gave
her an early glimpse at entrepreneur-
ship and the beauty industry. After
emigrating from Germany to North-
ern California in the late 1950s, Catal-
famo’s mother became a licensed
hairstylist and purchased two salons.
“I remember sitting on the floor, tak-
ing papers off the perm rods,” Donna
Catalfamo, 51, said. “I had a huge lik-
ing for that industry. I found it fun to
be around and involved in.”

Today, Catalfamo runs Euphoria
Salon and Day Spas, which has 10 lo-
cations throughout Southern Nevada
and plans for more. Two of the 10 are
day spas; the other eight are salons
that offer some spa services. The
company has about 600 workers, pri-
marily subcontractors. 

“This for me is not about making a
good living,” she said. “This to me is
being very passionate about the in-
dustry. I love the technicians. I like
being in the operations, and I like in-
teracting with the staff.”

Her daughters also work in the
business. Carrie, 22, works in ac-
counting and Crystal, 23, manages
one of the facilities. Catalfamo’s three
partners started Euphoria in 1991.
They sought her out to manage and
grow the business. 
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“I run operations and have from the
start, which means that I clean toilets
and do it all,” she said. “I’m not
afraid to get dirty.” Today, while the
partners are still involved, Catalfamo
and her husband own nearly 97 per-
cent of Euphoria. 

Being a woman is advantageous in
Catalfamo’s industry, she said, as they
can relate to haircuts, coloring and the
like. It’s also fun, as the industry is fe-
male-dominated.

In the past when the company had
three hotel properties (they’ve since
been sold), she occasionally met with
their executives, whom she felt ques-
tioned her credibility. “I always got
the feeling they were looking at me
like, ‘You’re a woman, what do you
know?’ It’s been very difficult in cer-
tain situations,” she said.

Occasionally she has had male
clients try to bully her, without suc-
cess. “I don’t back down,” she said. “I
stand behind my principles and

what’s right. I don’t let somebody in-
timidate me because they’re a man as
opposed to a woman.”

Her biggest challenge, however, is
dealing with unfounded rumors, like
the one hinting the company was being
sold. “Those are difficult to over-
come,” she said. “As long as you can
handle or fix things, you feel comfort-
able. When you feel like something is
out of control, it’s very frustrating.”

The trying times pale in compar-
ison to the rewards, though. The
president enjoys taking care of her
employees and giving back to the
community. Multiple times a year
she holds fundraisers for various
groups, including those benefiting
women, animals, children and peo-
ple afflicted with HIV and AIDS. 

“I just think that if you work really
hard and follow a dream, you’re
going to be successful,” she said.
“Anything is possible. It’s just a lot
of hard work.”

Carol Cline-Ong
MDL Group

Passionate About 
Community Involvement

Carol Cline-Ong, 51, lives by her
advice for young women: follow your
passion and give back. “If what
you’re doing isn’t your passion, don’t
do it anymore,” she said. “Life is too
short. Make a difference by helping
somebody else. Get involved.”
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This Henderson native runs the day-
to-day operations of MDL Group, a
Las Vegas-based commercial broker-
age and property management firm.
She started the company in 1989 with
her partner, Curt Anderson, a broker
and certified public accountant. 

“I truly love every aspect of what I
do,” she said. “There is no such thing
as ‘just another day at the office’
around here, and I am honored to be a
part of it.”

The company, with 27 employees,
manages 4 million square feet of
property. In 2006, the company’s total
sales and lease volume was $39.3 mil-
lion. “It’s been wonderful,” Cline-
Ong said. “The people who work with
me, my partner and the clients who
trust in our abilities deserve the credit
for MDL Group’s true success.”

Prior to co-founding MDL Group,
Cline-Ong worked for more than 10
years as a human resources director for
Nevada Title, as well as several years
in administration at what was then
known as Sign Systems, after graduat-
ing from Basic High School, in Hen-
derson, in 1973. Today, the company
president has a real estate broker’s li-
cense, a real properties accreditation
and a certified commercial investment
accreditation. She is the president of
the LIED Institute for Real Estate
Studies at the University of Nevada,
Las Vegas; the treasurer of Certified
Commercial Investment Member
(CCIM), the Southern Nevada chapter;
and a member of the Builders Owners
Management Institute and Vistage, a
chief executive officer organization. 

She and her company support the
Boy Scouts Troop 256, the Nathan
Adelson Hospice, the Police Athletic
League, Opportunity Village, The 9-
11 HelpAmerica Foundation and at-
risk schools. “The benefits of self-em-
ployment are being able to get
involved and make a difference, being
a part of paying it forward,” she said.
Cline-Ong works between 50 and 60

hours a week, and the property man-
agement aspect of her business re-
quires her to be on-call around the
clock. Consequently, she struggles
with finding balance between work
and home. “It’s tough,” she said. “I
wish I had the solution.”

In her free time, she most enjoys
fishing, hunting and hiking with her
husband, Kenny, a retired fire depart-
ment battalion chief, and her son,
Kyle, a junior at Embry-Riddle Aero-
nautical University, in Prescott, Ariz.
Cline-Ong not only is proud of her
son and husband, and being a mom,
but also of running a successful busi-
ness. Her intuition and ability to
multi-task – women’s traits, she said–
help her in her work. 

She likes that she’s “responsible for
my own destiny,” she said. “The buck
does stop here,” she added. “If things
are going well, great. If things aren’t
going well, I have to look in the mir-
ror and figure it out.”

Bonnie Reppert 
Home Instead Senior Care

Committed to Caring

The idea for Bonnie Reppert’s busi-
ness grew from a prior personal expe-
rience. In the late 1980s, while a single
parent of two teenagers, and working
full-time, she took in her grandmother
who no longer could live on her own.
Reppert needed someone to provide

care during the day while she was at
work. “My grandmother’s biggest fear
was going into a nursing home,” the
54-year-old said. “It was difficult at
that time to find resources.”

Later, she decided to pursue a home
health care business for the elderly.
She was drawn to the franchise, Home
Instead Senior Care, because their val-
ues aligned with her own. In 1996 she
bought the Las Vegas territory fran-
chise. “Not only did I start this new
company here in Las Vegas, but also
mine was actually one of the first fran-
chise territories sold,” she said. 

Home Instead Senior Care provides
24-hour services to the elderly, such as
personal care assistance, medication
reminders, incidental transportation,
light housekeeping and companion-
ship. Reppert’s franchise employs 95
people and has served more than 2,000
people over the past decade. “The re-
warding part of the business is that it
allows seniors the opportunity to stay
in their homes and have a trusted re-
source they can rely on,” she said.

The franchisee works between 35
and 40 hours a week. Initially, she
handled everything, she said, working
endlessly. She’s had to learn to dele-
gate and rely on others. “I am better at
managing now,” she said.

What she enjoys most about self-em-
ployment is the inherent opportunities
for personal and financial growth. “I
like being able to control my own des-
tiny,” she said. “What I find exciting is
[the work] is not routine. I have the abil-
ity to get involved in all aspects of the
business, from accounting to manage-
ment to technology.” Also satisfying is
being able to provide a good workplace
for her employees, one where they feel
positive about their contributions and
also one that’s enjoyable.

Reppert’s greatest accomplish-
ment, however, is her children –
Luke, 34, and Molly, 36. “They’ve
grown up to be responsible individu-
als with great character,” she said.
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She has three grandchildren, whom
she adores being with. Other pas-
times include gardening and walking
her shih-tzu-mix dog.

To any aspiring entrepreneurs, Rep-
pert advises choosing the right busi-
ness and knowing your strengths and
weaknesses. “You have to have a

strong belief in yourself and your
company,” she added. “You have to be
willing to take responsibility. You
have to be very committed, have a
passion and love what you do.”

Doresa Banning is a freelance writer
based in Northern Nevada.

Dana Dye: Reaches the Top of Nursing Profession

To say that Dana Dye wears many hats is a like saying Lake

Tahoe gets a bit of snow in the winter. As chief nursing offi-

cer (CNO), for Renown Health, she is responsible for overseeing

nursing practices in all the facilities associated with the Renown

network which includes four hospitals, eight medical groups,

and several additional healthcare facilities throughout Northern

Nevada. As chief operating officer for Renown Regional Medical

Center, Dye’s responsibilities include overseeing all operations

for the Regional Medical Center, including all clinical and non-

clinical departments.

For Dye, though, her first title is that of registered nurse (RN),

which is where she started out more than 20 years ago, and

which continues to be a focus for her even as a hospital admin-

istrator. “Nursing governs the largest number of people within any hospital,” she said, adding that the

issues nurses face are not that different from every other department. “We all struggle with recruit-

ment of employees in our healthcare environment. So many of the issues are the same.”

Dye came to Renown almost two years ago. A friend, who was a recruiter, told her about the CNO

position in Reno and urged her to apply because it seemed like a good fit. During the interview

process, she traveled to Reno and was given the opportunity to meet with many of the hospital staff

in addition to senior leadership. She was impressed with the vision of Renown Health’s president and

CEO, Jim Miller, in building a healthcare network focused on meeting healthcare challenges in inno-

vative ways, with an emphasis on using the clinicians’ vantage point to understand what the com-

munity needs. The clincher, though, was interviewing with a group of staff nurses. “We have staff

nurses who participate in shared governance, and interviewing with them, and having them tell me

about their mission to become a magnet facility – it was staff-driven. Hospitals all over the country

are trying to get this certification from the American Nurses Credentialing Center. They only give it to

10 percent of the facilities in the country and mostly you hear about administrators or management

pressing to get this certification. This was staff-driven. And I thought, ‘Wow, this is incredible,’” she

said, deciding at that point to make the move to Reno.

The move into administration, though not a common one for a nurse, came easily and almost ac-

cidentally to Dye. She was working at a community hospital in Kansas City as manager of the teleme-

try unit when the current CNO was called into service in the Gulf War. The CEO convinced her to take

the position on an interim basis, but when the CNO returned, she decided to retire and Dye stepped

into administration on a permanent basis. She credits her CEO from Kansas City with giving her the

best advice she could have received: to return to school and earn her masters in public administra-

tion with an emphasis on healthcare administration, which she did. “I was blessed by attending a

great program and having a great program to help push me along this path,” she said.

Almost two years down the road, Dye is still thrilled with Renown and its commitment to not only

provide the best healthcare for the community, but also create a great place to work for the staff. “I

have not been disappointed one day,” said  Dye.

Diane Glazman is a freelance writer based in California.

http://www.crockettandmeyers.com
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T
his year’s Nevada Legislature
will mark a year of firsts. It will
be the first legislative session

this century to be held under a new
governor, and the first senate session
this century to be presided over by a
new lieutenant governor. 

The most important first, however,
will come in the Assembly, where
Barbara Buckley will become the first
female speaker of the Assembly in
Nevada history. 

No one could argue that Nevada has
lagged behind the nation when it
comes to women and minorities gain-
ing access to powerful government
positions. For many years, four of the
seven Clark County commissioners
were women. Except for governor,
every Constitutional office has had a
female representative.

However, never before has a
woman held this position of power in
the Legislature. As Speaker, Buckley
will be the leader of the Democrats in
the Assembly, and set policy for that

body. An astute and veteran legislator,
Buckley served for the past two ses-
sions as majority leader, so she is no
stranger to the process. 

Her philosophies and relationships
are much different from the past two
speakers, however, and most insiders
can’t wait to see how her style con-
trasts with that of her counterpart in
the Senate, Republican Bill Raggio,
who has led that body for more than a
decade. Raggio says this will be his
last session. He has been a senator
since 1970.

“Barbara will no doubt shake things
up,” said one lobbyist and veteran of
the process, who asked that his name
not be used. “She’s smart, and takes
no prisoners. But no one knows this
process better than Raggio. Hopeful-
ly, they will find a way to work to-
gether, or we could be in Carson City
until Nevada Day.”

The legislative session is constitu-
tionally mandated to run 120 days,
but the past three sessions have run

more than the set time-frame. At the
end of 120 days, the Governor must
call a “special session” to allow legis-
lators to continue to debate and pass
important budget bills. 

“Barbara knows what she’s doing,
and she’ll know how much to give in
order to keep things moving,” said
former Speaker Richard Perkins,
who appointed Buckley majority
leader when he became speaker in
2001. “Like every speaker, she’ll put
the wants and needs of Nevada ahead
of her own, but she’ll fight for what
she knows this state needs to keep
moving forward.”

The Buckley/Raggio interplay will
headline a session that is generally
devoid of huge issues such as reap-
portionment and taxes, which have
overshadowed previous legislatures.
Another scenario that will be closely
watched is how the new governor, Jim
Gibbons, will react with his former
colleagues. Gibbons served in the As-
sembly in the early 1990s.

Legislative Outlook 2007
History in the Making: Gridlock of Greatness?



February 2007  23

The Budget

Gibbons is in the process of re-
vamping and editing the budget his
predecessor, Kenny Guinn, left for
him. Guinn left the former congress-
man in an interesting position by
funding several popular items with
money from the Nevada’s tax surplus
(expected to be nearly $1 billion). 

One such proposal is full-day
kindergarten. Proponents, such as
Guinn and many leaders in both par-
ties, tout this as a much-needed pro-
gram if Nevada is ever to improve its
lagging educational system.

Others, such as State Senator Bob
Beers, tout it as nothing more than
“full day babysitting” for Nevada’s
children. He and other legislators are
skeptical of studies that show greater
achievement by kindergartners who
attend full day classes.

“Schools can take this fairly signif-
icant chunk of money and do better
things with it,” Beers said. 

Beers will certainly have support-
ers among the majority caucus in the
Senate, and that spells trouble for
kindergarten funding. Buckley and
her new majority leader, John
Oceguera, Democrat from Las
Vegas, have said it will be a priority
for their caucus.

“I think it’s a must,” Oceguera said.
Another issue likely to receive

much attention is prison funding and
construction. Assembly Democrats
thought so highly of the issue, they
have created a special committee to
research and propose ideas. It will be
headed by legislative veteran and for-
mer Tax Committee Chair David
Parks, Democrat from Las Vegas.

Prison officials, as well as local law
enforcement leaders, have raised red
flags as Nevada’s incarcerated popu-
lation continues to grow, but jail con-
struction lags far behind demand.
Corrections department officials have
submitted a budget to expand five

http://www.capsourceinc.com
http://www.llbradford.com
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and let the people decide. With the
current anti-tax climate, however, it’s
unlikely the public, without a huge
educational effort, is going to agree to
raising taxes on anything, especially
with gasoline prices as high as they
are already.

Battling the high cost of healthcare is
a consistent theme in every legislative
session. Seniors, who make up a ma-
jority of the people who vote, are very
vocal on this issue, as are union repre-
sentatives who strongly support candi-
dates on both sides of the political aisle.

The big win for the Democrats last
session was allowing Nevadans access
to cheaper prescription drugs from
Canada. But that proposal wasn’t
without its detractors, who felt for the
most part that there was no way to en-
sure that drugs bought over the Inter-
net are safe for public consumption.

Prescription drugs are sure to be
on the agenda again, along with sky-
rocketing insurance costs and pro-
viding adequate access to healthcare
for all Nevadans.

Aside from all the issues the Legis-
lature will deal with, one of the
biggest to watch will be how the new
players will interact with each other.

Governor Gibbons’ administration
made early strides to work together
with Democratic Assembly leaders,
joining them in fighting to reopen con-
tract negotiations with 800 nurses at
Valley and Desert Springs hospitals.

Recently, however, Gibbons said he
will not support the funding of full-
day kindergarten, a move which
won’t win him any friends in the
lower house. If a compromise can’t be
reached, some experts feel it’s an
issue the governor will lose.

Key Players

How Speaker Buckley will work
with Senate Majority Leader Bill Rag-
gio is also something to watch closely.
A common practice late in the session

bons has pledged to sign no new tax
or fee increases, so raising the gas tax
in order to pay for new road construc-
tion is unlikely.

However, if money is shifted from
the general fund or from the state’s
excess revenues, less money will be
left for education and other programs
that are favorites of legislators.

Another possibility is for the Legis-
lature to authorize a ballot question

prisons to try to keep up with Neva-
da’s growing inmate population.

Local officials are also extremely
worried about this problem. Incoming
Clark County Sheriff Doug Gillespie
said in a recent interview, bed space in
the county’s jails is his top public
safety concern.

Other issues likely to be strongly
debated are road construction and
health care costs. Traffic is always a
hot-button issue with voters, and the
Nevada Department of Transportation
has already sounded the alarm that it
needs additional funding for impor-
tant projects in Clark County.

“We need to do something about
our roads,” Oceguera said in a recent
Las Vegas Review Journal article. “It
will take political courage to do it.”

The problem lies within the strong
anti-tax atmosphere that surrounds
this legislative session. Governor Gib-

Feature Story: History in the Making: Gridlock of Greatness?
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is for leadership to take “hostages,” or
delay bills that are important to mem-
bers from the opposite house until
they get their legislation through.

Buckley is a master of this strategy,
as is Raggio. Eventually, however,
compromises must be reached, and it
will be interesting to see if both sides
can work together before the 120-day
deadline arrives.

Although there won’t be all that
many new faces to be seen in Carson
City this session, several players will
be in new positions. Oceguera will not
only be majority leader, but will chair
the important Commerce Committee.

Many lobbyists and legislative vet-
erans feel Oceguera, who grew up in
Fallon, could play a key role because
of his Northern Nevada roots. Al-
though he represents a district in
urban Clark County, he knows the
needs of the rural parts of the state

and can be an agent of compromise
when necessary.

Other new committee chairs in the
Assembly whocould make an impact
are: Kathy McClain on Taxation;
Kelvin Atkinson on Transportation;
and Marilyn Kirkpatrick on Govern-
ment Affairs.

In the Senate, committee chairman-
ships will stay exactly as they were in
2005, but due to the loss of Senator
Sandra Tiffany, Republican from Hen-
derson, who lost to Joyce Woodhouse
in November, the Democrats picked
up one more seat, making the Repub-
licans’ majority one vote, 11-10.

In order to offset this, Raggio an-
nounced that he is changing the
make-up of some committees, reduc-
ing Senate Commerce and Labor to
five members instead of seven and
giving two senators dual committee
assignments on afternoon panels.

Dina Titus will again lead the De-
mocrats, who will certainly find their
voice in the upper house intensified, es-
pecially if they can find a Republican or
two to jump ship on important issues. In
the past, however, Titus has had a hard
time corralling her caucus into a cohe-
sive unit to block Republican legisla-
tion. And despite outward appearances,
Democrats in the Senate and Assembly
don’t always see eye-to-eye on things. 

Senator Terry Care, Democrat from
Las Vegas, could be the peacemaker and
keep things going in the Senate, as he
has close friends in the Republican cau-
cus and great respect among lobbyists.

Lobbyists

Special interest groups and lobbyists
always play a key role in the Legisla-
ture, and this year will be no different.
Since outgoing Governor Guinn put in
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Key Players in the 2007 Legislature:
A S S E M B L Y

Barbara Buckley, (D) Speaker of the Assembly– She’s smart, powerful and
knows the legislative process as well as anyone. She has the respect of her cau-
cus, and isn’t controlled by any special interest group. Buckley will have an
agenda, and she very rarely loses.

John Oceguera, (D) Majority Leader – He has relationships in business and orga-
nized labor. As Commerce Committee chair, he will be an important player in
healthcare legislation, as well as other key issues. Born in Northern Nevada, he
could be a facilitator to try to bring compromise on contentious issues.

Bernie Anderson, (D) Judiciary Chairman – The Judiciary Committee gets more
bills than any other legislative committee, and Anderson moves them through
with efficiency. While no one is expecting fights on issues like construction de-
fects or medical malpractice, Anderson will be ready if problems arise.

Marilyn Kirkpatrick, (D) Only a sophomore legislator, Buckley thought
enough of her skills to name her chairman of Government Affairs. She’s
tough but fair, and well liked by most of the municipalities that come in front
of that committee.

Garn Mabey, (R) Minority Leader – The Republicans in the Assembly don’t
figure to play a prominent role, and it will be interesting to watch how May-
bey, who takes over for the first time as minority leader, works with his De-
mocratic colleagues.

Francis Allen, (R) Assemblywoman – Gets along very well with Buckley and
Oceguera, and could play a role in helping her colleagues pass legislation.

S E N A T E

Bill Raggio, (R) Majority Leader – A legislative veteran in perhaps his last ses-
sion, Raggio knows all and sees all. He knows every trick in the book, because
he wrote most of them. The only question mark is whether he can hold his very
diverse Republican caucus together for important votes. That will be a key if he
wants to best Buckley at this game of political chess.

Randolph Townsend, (R) Chair, Commerce and Labor – Raggio’s right-hand
man, Townsend is a key player on many issues and is expected to butt heads with
Buckley on key legislation as he did last session. He runs a tight committee, and
with two fewer members, should be able to get whatever he wants.

Bob Beers, (R) Senator – He’s conservative, and a strong opponent of much of
the Assembly Democrats’ agenda. A strong numbers-guy, he knows the state
budget and will push for cuts wherever possible. Could be a thorn in Raggio’s
side when it comes to compromise.
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Dina Titus, (D) Minority Leader – Titus survived a tough campaign against
Gibbons for governor, and was surprisingly re-elected to her leadership post.
She knows exactly how to frustrate Raggio and the Republicans, and now has
another vote to do an even better job. Her only problem will be unity within
her own caucus.

Steven Horsford, (D) – Rising star in the Senate, he has key relationships with
labor and business groups that could help the Democrats pass their agenda in
the Senate. He’s loyal, but could bolt from Titus if facing an issue he feels
strongly about.

E X E C U T I V E  T E A M

Governor Jim Gibbons, (R) – The jury is out on how well Gibbons will do this
legislative session. Guinn left him a budget filled with things that will be hard to
remove, although he has already said he will do so with full-day kindergarten.
He will need to find allies in both houses if he is to be successful in 2007, and
they won’t be easy to locate early on.

Catherine Cortez Masto, (D) Attorney General – Cortez Masto could be called on
for opinions on issues bogged down in the later stages of the process.

Ross Miller, (D) Secretary of State– Miller will have an aggressive and popular
agenda of  election reform and tightening restrictions on phony corporations.

L O B B Y I S T S

Sam McMullen / George Ross – McMullen knows his way around the legislative
hallways, and knows how to get legislation passed (or killed) for his clients.
Clients: Bank of America Corporation and Nevada Subcontractor’s Association 

Pete Ernaut / Billy Vassiliaidis – Although Vassiliadis will not be attending every
day at the session, Ernaut is one of the smartest operatives in Carson City. As a for-
mer chief of staff to Governor Kenny Guinn and a former Assemblyman, he knows
state government inside and out.
Clients: Howard Hughes Corporation and Las Vegas Metro Police Department

Bob Ostrovsky – A wizard at complex issues such as insurance and workman’s
comp legislation, Ostrovsky will again be someone Townsend and others turn to
on intricate issues requiring a delicate touch.
Clients: City of Las Vegas and Nevada Resort Association 

Josh Griffin / Tim Crowley – This duo has risen to the top of the lobbying ranks
with a wide range of clients. Liked by both sides of the aisle, they will be repre-
senting clients from mining to gaming.
Clients: American Nevada Corporation and Barrick Gold of North America

Danny Thompson – Thompson, a former chair of Assembly Commerce and
Labor, is the dean of union lobbyists. Every issue involving labor will have his
fingerprints, and he interfaces in many other issues, as well.
Clients: Nevada State AFL-CIO
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his budget full-day kindergarten and
raises for teachers, expect the teacher’s
union to be front and center while both
houses wrestle with the budget.

Gaming, represented by Nevada
Resorts executive Bill Bible, as well
as R&R Partners’ Pete Ernaut and
Billy Valliliadis, will be watching
closely to see where excess money
from the budget is spent. However,
most large gaming companies hire
their own lobbyists, such as MGM-
Mirage with Josh Griffin, Station
Casinos with Bill Gregory, and
Harrahs with in-house Government
Affairs Chief Karlos LaSane.

Danny Thompson will again repre-
sent AFL-CIO and other union inter-
ests. His close ties to Democratic
leadership in the Assembly will give
him a voice on any issues affecting
working men and women.

The Las Vegas Chamber of Com-
merce lost its internal lobbyists last
year when Government Affairs Vice
President Christina Dugan quit, but
the organization will still be repre-
sented by veterans Sam McMullen
and George Ross. 

Other players with large client lists
who are sure to make an impact are:
Alfredo Alonso, formerly with Lionel
Sawyer & Collins and now with
Lewis & Roca; Greg Ferraro; John
Pappageorge with Kummer,
Kaempfer, Bonner & Renshaw; the
Jones Vargas team of Tony Sanchez,
John Sande and Mike Alonso; and
Bob Ostrovsky, who represents
healthcare and gaming clients.

There is hope before the session
starts that 120 days will be enough
time to finish the state’s business.
However, if past sessions are any in-
dication, no one is making any sum-
mer vacation plans for early June.

Mike Sullivan is president of Knight
Consulting, a Las Vegas government
affairs firm.
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E
ducators from eight of Nevada’s
public and private institutions 
recently sat down to discuss the

new challenges that higher education
is facing such as recruitment, finding
qualified faculty, managing growth
and collaboration efforts with the
business community. Connie Bren-
nan, publisher of Nevada Business
Journal, served as the moderator for
the event as part of the magazine’s
monthly Industry Focus series,
which brings eaders together to dis-
cuss pertinent issues in their profes-
sion. Following is a condensed ver-
sion of the discussion.

Connie Brennan (Nevada Business Jour-
nal): What is the biggest challenge for
education in Nevada?

Debra March: Boy, I think that we
have a number of challenges. One is

identifying what our community
needs and fulfilling those needs. You
know, there are different views be-
tween whether we should have a full
day kindergarten program, or maybe
we should focus our energies on the
ninth through 12th grades, preparing
them to go on to college. Or, are we
looking at vocational education?  In
my mind, we identify and prioritize
our educational needs and begin to
build all the resources here. I’m excit-
ed that we have so many new univer-
sities here in Southern Nevada be-
cause I think competition makes each
institution better. We rise up and be-
come more by having other opportu-
nities, and not every university or pro-
gram is going to address every
student’s needs. So it’s important that
we make education a priority. And we
also need to look at wages in Southern
Nevada and how we can attract a
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greater number of professionals into
our work force so that we can mature
as a community as well. I think that’s
really important.
Lisa Ackerman: Finding qualified fac-
ulty to teach in the classroom — who
are willing to teach in the classroom.
It seems that we do not have as many
graduates — bachelor’s-prepared and
master’s-prepared individuals — in
our state. Of course, we’re all trying
to make that a better situation now,
but finding qualified faculty and
keeping them is a real problem.
Mitchell Forman: For us, I think the
interest in this community is centered
on growth and development, because
when you look at the inventory of re-
sources, they’re really phenomenal.
The difficulty is that very rarely did
we find that people spoke to one an-
other. We could not identify where
they were doing things that allowed

collaborative effort. And I think once
you develop that inventory of re-
sources, it allows us to go to the next
step. The difficulty is finding a way to
collaborate between the public and
private sectors. Unfortunately, we are
still dealing with turf wars and control
issues, and we’re trying to move past
that to benefit the state of Nevada. In
terms of healthcare, we have limited
resources — and because we are un-
able to attract the physicians and

other healthcare professionals we
need quickly enough — they will re-
main limited for the foreseeable fu-
ture. Working together to harness
those limited resources, and grow our
own healthcare professionals —
which is a concept we’ve embraced
— we have to train them and grow
them here. 
Harry Rosenberg: Our biggest prob-
lem is how to manage growth. There
is such a tremendous demand for the
services of the healthcare profession.
Our problem is how to manage that
growth, how to manage the limited re-
sources, as Mitch was saying. That’s
where we have to cooperate to in-
crease the capacities.
Greg Schlauch: Our biggest chal-
lenge right now is the quality of stu-
dent coming out of our adult popula-
tion. Ensuring that their skill-set is
university-accepted is a real chal-
lenge. And especially in our diverse
economy with people who work in
one job for the first five years out of
high school and realize they have to
return to school for advancement, and
try to get into a “university mode.” So
trying to have that flexibility and
adapting to that type of student has
become a real challenge. 
Fred Maryanski: Our particular prob-
lem is getting buildings built on our
campus. And I think that’s certainly a
growth issue that many of us face. If
we look across the state, I think one
thing we have to pay more attention to
is preparing for these partnerships,
working together. We have a very
good relationship with the Communi-
ty College of Southern Nevada. We
have a joint program with Touro Uni-
versity, and others with the University
of Southern Nevada. I think that given
the demand for a qualified work force
in this state, we really need to work
together to promote higher education
for the good of citizens and the over-
all community. 
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Richard Carpenter: In terms of chal-
lenges, it’s hard to say what the great-
est challenge is. One, is public educa-
tion’s graduation success rate
whichmeasures the percentage of
Nevada students who successfully
move on to public higher education it
reflects some of the lowest percentages
in our state. The portion of our budget
spent on direct student support in
Nevada ranks as 50th from 50 states.
What I would argue is that there is a di-
rect correlation of what you spend ver-
sus what you get out, specifically in
public education, not investing enough
money in direct student support.
Frank Lassus: When you have a good
economy — and we have a great
economy in Las Vegas — a lot of peo-
ple don’t necessarily want to go to
school. Kids from high school, with-
out even a high school diploma, come
here to Las Vegas and get work at a
pretty decent wage, probably at a
wage higher than those teachers who
taught them in high school. So that’s
one of our major challenges here, is
trying to sell higher education in an
environment where you can go park
cars for $60,000 a year. “Why should
I go get a degree and go be a teacher
and earn, $30,000?” So that’s one of
the challenges. 
March: I would like to piggyback on
that because there is that consciousness
here in our community that, you can
just go out and get a job at the casinos
and there are plenty of jobs in the con-
struction industry. I think we have to
create that sense of education, being an
important piece of the pie. I think that
hasn’t always been encouraged or de-
veloped because education competes
with the resort industry, which quickly
hires high school graduates and puts
them to work because the industry
needs a work force. To get the diverse
economy that we want in this commu-
nity, we have to educate these employ-
ers so they can offer jobs in other areas.

Ackerman: Along with the challenge
of the resort industry’s low-skill,
high-paying jobs, another one of the
challenges that we definitely have to
address is a new type of student. Al-
though in the past, it was common to
see full-time students who worked
part-time, now we’re tending to see
the employee who studies. So you’ve
got a full-time working person who’s
trying to fit this whole school
environment into his or her world and

it can be very challenging. In particu-
lar, we continue to examine our edu-
cational services, how we deliver
those services and whether or not the
entire package we provide is suffi-
cient for each student to reach his or
her educational goals. 

Brennan: Is finding qualified instruc-
tors and faculty a problem unique to
Nevada, or is it a national problem? 

Schlauch: That’s definitely a national
problem. Numerous studies, articles
and statistics report that the terminal
degree individual is fading away. In
accreditation, we want terminal de-
gree individuals. So when we start
looking at those folks who are ap-
proaching retirement, they’re opting to
leave the work force, many have the
credentials, but coming back to teach
is not something that appeals to them. 
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Forman: On the healthcare side, we are
experiencing something that I think is
both unique in our area, as well as na-
tionally. When you come to this area in
terms of, cost of living, if you are from
the East Coast, New York or Califor-
nia, this is a good thing. But when you
come from Texas, as I did, it wasn’t.
By comparison, it is quite expensive to
live here. Again, the issue is one of
growing our own, developing our own.
If you train healthcare professionals
here, they are much more likely to stay
here. And I think that’s the principle
that we try to follow in terms of at-
tracting students, attracting more fac-
ulty, and forming partnerships and re-
lationships with organizations. 
Rosenberg: In the healthcare field, if
you look at how it’s coming down to
the retirement of the baby boomers
with their increasing requirements for
access to healthcare services, and a
corresponding need to hire additional
healthcare personnel, everybody sees
that. The response should be to in-
crease the number of healthcare pro-
fessional schools. And not just in the
private sector; the state institutions
must make every effort to maximize
their enrollment. I think we need to
look at innovative ways for both sec-
tors to share resources.
Carpenter: Finding qualified faculty
is definitely a national problem. How-
ever, we do have a rising cost of living
in Nevada and our faculty pay scale is
less than the national average, but the
cost of living here exceeds the nation-
al average and continues to rise. Con-
sequently, these two factors are con-
verging to create a problem more
serious in Nevada than anywhere else. 

Brennan: Do you have difficulty in re-
cruiting out-of-market? 

Carpenter: For us, right now it de-
pends on salary. The problem is that
if you represent a large school and
you raise your salaries to recruit at
current market value, you have

Continued From Page 31
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salary compression with the other
nursing faculty salaries already
weakened by Nevada’s rising cost of
living. And the cost of going back
and equalizing all of those salaries
would be insurmountable. So it’s a
double whammy. 

Brennan: Do you believe the staffing
problem is going to get worse? 

Carpenter: Absolutely.
Rosenberg: Let me just give you a
comparison. We have a pharmacy
program here and one in Utah. We
have a much easier time recruiting
faculty there than in this area.
Schlauch: I think it was Secretary
Spelling, the education secretary, who
made the comment, “no adult left be-
hind.” So I think we are seeing the
birth of another buzz phrase. What’s
the return on investment for students

attending these schools? What are
they getting out of this? And we’re
going to have a score card. That score
card will be used to measure how well
we did our jobs. 
Forman: Another important point is
that the private sector brings some-
thing new and unique to the table that
costs the state zero and the taxpayers
nothing, really. The established, state-
subsidized public institutions must
demonstrate a willingness to relin-
quish some control and work with the
private sector markets. I think this is

another part of the equation that needs
to be addressed. We have to under-
stand that sometimes we need to de-
cide for the benefit of the state. If we
are not willing to do it, it’s going to be
much more difficult, considering the
limited resources we have in this state.
Maryanski: In order to solve the faculty
recruitment problem, we have to be
somewhat creative in searching the
market for faculty. The traditional fac-
ulty staff member is someone who
earns a Ph.D or M.D. by age 30 or so,
and spends his or her whole life in a
faculty role. That number is diminish-
ing. But in our institution, and I think
most of the institutions around the
table, our focus is on teaching, not re-
search. A lot of people without the ad-
vanced degrees are good communica-
tors and are capable of doing well as
instructors in a classroom environment.
This is an example of the creativity we
need to implement in the near future.

Brennan: Do you think that teachers
are doing a good job teaching K-12th
grade students? Are they prepared
for college?

Schlauch: I think they are doing a
magnificent job with the resources
they have on hand, right now. My
challenge is the adult learner mentali-
ty. When they leave high school, they
leave K through 12 with a certain skill
set, and over time, that skill set di-
minishes. I’ve got people who are 77-
years-old sitting in classes. It’s real
hard to teach a 77 year old about Mi-
crosoft Office and Power Point. So,
we have to invest in extra resources,
the extra time and the extra effort to
bring our adult learners up to certain
standards.
Forman: When do students decide
they want to be that doctor or nurse?
As educators, how do we best help
them achieve their goals? We need to
identify the interests in students,

“What’s the return 
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nurture them early on and connect
them with mentors who are at the
graduate level. We have to create aca-
demic assisting programs, especially
if you want to look at representatives
of minorities that traditionally are not
paid well. We have to identify their
weaknesses early on, and assist them
in the next step. And that costs money.
And we can do that, I think, more ef-
fectively and more efficiently, some-
times working for them and trying to
find opportunities in the community.
Carpenter: I think public schools are
doing a good job, but obviously there
is some failure. Thirty-seven percent
of the graduates from Clark County
School District, including those with
high grade-point averages, will need
remedial courses before they can ac-
tually begin college-level courses. But
before we get too uptight about that
figure, 34 percent is the national aver-
age. So it’s not like they’re worse than
the rest of the country. So 37 percent
of those students who are leaving that
school system and entering our col-
leges think they can earn a degree in
two to four years, and they can’t.
Many high school graduates have to
take classes for a whole year before
they actually begin college-level
work. But I don’t think the quality of
public education, in Nevada or out-
side of Nevada, has plummeted to the
extent we can’t do something. There
probably needs to be a closer partner-
ship with higher education, and we
have discussed this in past years. I
have a son who is in the 11th grade.
He’s telling me already how great his
senior year is going to be because he
will only have to go to school for two
hours a day. Well, he is not alone.
That’s the academic work load of
most high-school seniors. 
Ackerman: Something we started
doing in the last few months is that as
new students enter, we conduct an as-
sessment of each one. The assess-

ment allows us to ascertain whether
that student has any gaps that can
handicap him or her at this level,
whether it’s studying skills or writing
skills, or math. And we’ve just started
offering free tutoring, free mentoring,
workshops, labs, etc. They are very
popular. But a lot of times the prob-
lem is a lack of confidence and not a
lack of skills.

Brennan: Beyond the collaboration with
each other, how can businesses work
with education to help raise the bar? 

Schlauch: One of things we see hap-
pening right now in businesses is the
lack of successful training. For exam-
ple, the entrepreneur who has run his
company for the past 30 years would
like to step down and retire. However,
because he did not begin the process of
grooming a replacement several years
ago, no one is adequately prepared to
succeed him. There is a gap there. We
need to go out and find those gaps and
help those businesses understand that
education a lifelong process. Once
again, in a common misconception,
one completes college, earns a degree,
begins a job, and believes one’s educa-
tion to be complete. But often, that is
not necessarily the case. 
Ackerman: In the state of Nevada,
only 12.2 percent of our population
has earned a bachelor’s degree. The
national average was 17.2 percent. 
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Brennan: With more and more stu-
dents taking online classes, do you
think there will be a time when class-
rooms aren’t necessary?  

Lassus: I think classrooms are always
going to be necessary. There is a large
percentage of students who require a
rigid schedule. There’s always going
to be a certain number of students
who need that face time with an in-
structor.  Now, could that be done
over a computer with our current gen-
erations? I could very easily envision
an online class where the student cre-
ates an electronic version of himself,
as do his classmates and the teacher,
and these electronic characters inter-
act with one another in a virtual class-
room while the real people participate
from their computers. I could see that
becoming the educational model of
the future where you get that kind of
hybrid of both.
Ackerman: The new generation lives
on MySpace. It’s scary. But I agree,
two different types of students can
pursue an online education. It requires
a person with a certain amount of
self-motivation. You still have the
deadlines. In an online environment,
you never get to sit in that classroom.
In a real classroom, whether large or

small, students have the opportunity
to participate, more or less. But in an
online environment and we have pret-
ty much pioneered it, you have to re-
spond. You have to engage. You have
to work very hard through it. It’s not
harder, it’s different. 
Forman: We have looked at online ed-
ucation from a number of different
ways. I mean, from the efficiency of
utilizing a limited number of faculty,
it seems like an ideal way of doing
things. You know, one faculty mem-
ber can impact significant numbers of
people. On the other hand, we have

looked at it from the standpoint of
adult learning strategies. Adults learn
very differently. I never acknowl-
edged this in the past, but I see that
it’s boring to sit in a class where all
you do are Power Point presentations.
We need to better utilize technology,
and use more innovative, exciting
ways of learning. I think that’s chang-
ing the way we do business. So when
we create a facility now, we are look-
ing at smaller classrooms. We have to
create these small breakout rooms
that become an important part of the
facility rather than the old huge am-
phitheater-style classrooms. I think
the efficiency of using a smaller num-
ber of faculty has changed the way
we’ve taught adults. We keep putting
more of the responsibility on the
shoulders of the students. “You’re re-
quired to teach yourself this. We will
be there to support you, but you are
going to learn this particular topic on
your own.” That’s something we have
explored and I know other schools
have explored it too.
Carpenter: I would agree. I don’t
think that we will see classrooms
done away with for many reasons.
Our online class sizes are actually
smaller than the ones that are in the
physical classrooms. My wife teaches
half of her courses online. I can un-
derstand why they’re small, because
her students expect her to be available
24 hours a day. If there is a five-hour
period when she hasn’t answered an
e-mail, she gets another request say-
ing, “I sent you something at 5:00 this
morning. It’s 9:30 and I haven’t heard
from you.” But for us, 90 percent of
our students live within 20 miles of
our campuses. The majority of our
students are also online students, but
they are also in-class students. So I
think there is a socialization process
that we can never put online. We can
substitute all kinds of things, but I
don’t see that happening.

Industry Focus: Educators

Daniel J. Sklar 

As Wall Street holds its collective breath,
the Federal Open Market Committee, led by
Chairman Bernard Bernake, meets inside 
deliberating on whether or not to adjust

rates, a very complex issue based upon a 
variety of statistical data and computer-

modeled economic forecasting. Oh magic eight ball,
what shall we do 

with interest rates?



http://www.NBJ.com


Brad Van Woert, CEO of Sheehan Van Woert Bigotti Architecture, provides
insights into architectural trends in Nevada and across the nation.
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I
t pays to be in the right place at the
right time, according to architects
in Nevada. For those lucky enough

to be practicing in the state during
these recent years of unprecedented
growth and change, the experience
has been exhilarating, to say the least.
“It’s fantastic to be an architect in our
town in this time period,” said Wade
Simpson, principal at Welles Pugsley
Architects of Las Vegas. “The oppor-
tunities are unimaginable.”

With current trends in architecture
pushing the profession to more de-
manding and creative heights, design-
ers don’t expect the excitement to
abate anytime soon. These trends in-
clude sustainable or green building,
mixed-use development, design-build
design and the use of new technolo-
gies and products. 

Going Green

“The biggest trend is this huge
bandwagon of green design,” ex-
plained Brad Van Woert, CEO of
Reno’s Sheehan Van Woert Bigotti

Architecture (SVWB). “It has
changed how we do business.”

Pioneered in the 1920s by Southern
California architect Rudolf Schindler,
sustainable (or “green”) design was
inspired by sensitivity to the environ-
ment and regional climate.
Schindler’s designs were recognized
for their incorporation of basic mate-
rials, such as wood joists and con-
crete. They were also known for the
fluidity of design between interior
and exterior spaces, which seemed to
bring the outside environment to the
inside of the structure. While
Schindler was definitely unique in his
time, his basic design tenets are at the
forefront of much of today’s architec-
tural trends. Because of dwindling
natural resources, higher energy costs
and increased social conscience, more
builders and clients are using sustain-
able design for its functionality and
savings, as well as its aesthetic beau-
ty. “Every client cares about creating
a sustainable building design,” em-
phasized Thomas Schoeman, CEO
and president of JMA Architects in

Las Vegas. “With structures account-
ing for 36 percent of the total energy
use, 65 percent of total electric con-
sumption and 30 percent of total
waste output in the U.S., it’s not hard
to understand why building green has
become so consequential.”

A year ago, many architects were
skeptical of green design because costs
were much higher. Today, architects
are willing to pay the higher design
costs because they see the energy sav-
ings they will have in the future. “In-
surance companies are offering incen-
tives for energy conservation,” said
Christopher Larsen, executive director
of Dekker/Perich/Sabatini. “And, ar-
chitects also receive tax credits for
green designs.”

Sustainable design is approached
from two viewpoints: resource con-
scious design and healthy design, ac-
cording to Simpson, who is certified
as a LEED (Leadership in Energy and
Environmental Design) architect by
the U.S. Green Building Council
(USGBC). The USGBC is a coalition
of leaders in the building industry
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• minimizing habitat disruption
• selecting building materials for     

minimal environmental impact 
Healthy design helps make building

occupants healthier and more com-
fortable by:

• enhancing indoor air quality
• increasing connections to the out

doors

• introducing more daylight 
• improving acoustics
The recent greening of architecture

began in the public sector as govern-
ment planners looked for ways to bet-
ter manage and create publicly funded
projects. Since it has become easier to
obtain public or grant-based funds for
sustainable projects over those that are
not, LEED certification is now the cor-
nerstone for most public projects. “It
encourages a better quality project,”
Schoeman said. “It also makes [plan-
ners] more strategic in their thinking.”

Educators Lead the Way

County school districts have been
some of the first clients in Nevada to
go green. A quintessential education
project is the prototype middle school
recently designed by Welles Pugsley
for Clark County School District. The
project creates an open, user-friendly
environment. Architects placed sepa-
rate function pods, such as the gym,
classrooms and fine arts department,
around an elevated central courtyard
which facilitates fluid movement
throughout the structure. The place-
ment of staff parking below the court-
yard also enhances the open feeling of
the campus. To ensure plenty of nat-
ural light on both the first and second
floors, second floor areas have both
windows and roof monitors, while
first floor rooms have light shafts
which direct light from the second to
the first floor.

School architecture has undergone
a design revolution over the past sev-
eral years, according to Van Woert,
whose firm has designed the last 23
elementary schools for Washoe Coun-
ty School District. “It’s a whole new
educational prototype in how kids are
educated,” he said. 

As sustainable design becomes the
standard in public buildings, its influ-
ence leaks down to the world of pri-
vate design as well. A LEED certified

who promote buildings that are
environmentally responsible and
healthy places to live and work.

Resource conscious design reduces
the consumption of natural resources by:

• using land and energy efficiently
• employing storm water filtration
• reducing waste products
• using native landscaping

The World Market Center, designed by JMA Architects in Las Vegas,
is the largest home furnishings showroom in the West.

http://www.eqtitlenev.com
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design is useful in commercial pro-
jects because it can provide an envi-
ronmentally compliant template, as-
suring the design adheres to any
pre-established local regulations.     

Building green involves a different
kind of mindset throughout the
process, according to Van Woert. He
described some of the intricacies of
trying to design a low-income housing
project he is designing for Catholic
Community Services in Reno to be as
sustainable as possible. “It’s a real
tight site that’s three stories high, so
we’re trying to get the best solar access
for passively heating the space,” he ex-
plained. To minimize resources used
for transportation, all materials used in
the project will be local, that is, gener-
ated within 500 miles of the site. In
order to keep the site as clean as possi-
ble, especially during construction,
builders will recycle materials and
greatly reduce the amount of waste.

Although LEED certification can
add anywhere from 2 percent to 8 per-
cent to the initial cost of a building, ac-
cording to Schoeman, in the Las Vegas
market, the payback begins anywhere
from three to 20 years. In the mean-
time, the building undoubtedly ac-
counts for greater employee satisfac-
tion and productivity, along with

creating a positive image for the build-
ing owner throughout the community.

Mixed-use Projects

While mixed-use projects have
been around Nevada for some years in
the form of casino resorts, rising land
values along with cultural shifts have

Miley Elementary School’s courtyard, designed by JMA Architects, utilizes green design.

http://www.kke.com
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spawned an increase in both their
numbers and variety. “We’re seeing a
cultural shift in the U.S., people are
returning to the cities; they are at-
tracted to an urban environment
where they can walk to things,”
Schoeman explained. The surge of
empty nesters and retirees who have
relocated to Nevada in recent years
mirrors this demographic.

Mixed-use projects can be urban or
suburban, but all of them are primari-
ly designed with the same objective in
mind: to allow people to live and
work in a smaller area by meeting all
or most of their needs within the de-
velopment. The most obvious advan-
tages are that they result in a higher
quality of life by reducing traffic, long
commutes and air pollution. 

The city of Las Vegas has embraced
the concept in a big way with its Union
Park development in the heart of down-
town. When completed in several years,
the 61-acre project will boast 2.2 mil-
lion square feet of Class A office space,
469,000 square feet of ground-floor re-
tail space, 3,600 high-rise residential
units, 15,800 parking spaces and 1,750
hotel rooms along with a new City Hall,
performing arts center and Alzheimer’s
institute. Union Park is the largest
downtown urban development project
in the country. Other mixed-use devel-
opments to note include Nevada AIA
Design Award winner, The District at
Green Valley Ranch, and 17th and Vine,
an urban village-type project in
Henderson. “It took the Las Vegas Val-
ley longer to catch on to the concept of
mixed-use,” said Larsen.

Sierra Arts Gallery, designed by 
JMA Architects, is located in Reno.

http://www.harrisengineers.com
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“We’re trying to 

recapture that 

old-time lifestyle.”

Each project is unique in that it’s
designed to appeal to a certain demo-
graphic. “We’re creating a lifestyle
that’s appropriate to a specific buyer
profile,” Schoeman said. Depending
upon the age and affluence of targeted
residents, amenities could include fit-
ness areas, indoor pools, demonstra-
tion kitchens, media rooms, garages
and concierge services along with re-
tail and/or office space.

Although many architects and plan-
ners realize the advantages of mixed-
use, such as opportunities for retail
fill-in in urban areas, they admit that it
presents interesting challenges. The
simple design component of en-
trances and exits can be tricky to deal
with, according to Simpson. “You
need to plan for delivery doors and
residential entrances,” he said. Resi-
dents will not want their front door
facing the back door of a retail estab-
lishment, for example. 

Van Woert also sees increasing sup-
port for mixed-use by both Sparks
and Reno. “The Mapes Plaza is
mixed-use in its finest definition,” he
said. Surrounded by a number of new
condominium developments in the
heart of downtown Reno, the plaza
offers an ice skating rink with future
plans for retail and restaurants. It pro-
vides another critical step forward in
the city’s efforts to attract people to
both live and work downtown. On
more than 800 acres north of Sparks,
the Kiley Ranch planned community
is multi-use on a large scale. When
complete in 2015, it will provide
4,000 homes, a business park, a mar-
ketplace for retail and a town center
for entertainment. 

Multi-use projects like Kiley Ranch
represent a natural progression of cul-
tural change in the country, according
to Van Woert. The heart of American
towns some years ago was multi-use,
boasting the four Ps for plaza, pump
(water), pulpit and pub. The advent of
the automobile and the growth of

suburbia, however, pushed people and
services away from the city core, cre-
ating unfriendly sprawl where many
neighbors don’t know each other. The
recent interest in multi-use parallels a
desire for increased community.
“We’re trying to recapture that old-
time lifestyle,” Van Woert said. 

Design-Build 

For many years traditional project
planning required architects and con-
tractors to complete their proposals
and drawings separately. This design-
bid-build process allowed them to

come together for bidding and build-
ing, but not planning. The current
trend is moving toward the design-
build process, which pairs the two
during planning as well. While many
architects are just recently dipping
their toes into the design-build
process, JMA has been at the fore-
front for a number of years, according
to Shoeman. “We’ve been doing de-
sign-build for about 25 years now. We
work together to get the best project
for the owner,” he said. 

By combining forces early on,
builders and designers can benefit
from each other’s knowledge and also
set the budget sooner. Design-build
can also result in significant savings
for the overall project by reducing
time schedules by as much as 30 per-
cent and by eliminating many of the
change orders, which can add up to 5
percent to the total cost. Bringing the
contractors on board earlier, helps
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them understand they are part of the
entire process, according to Simp-
son, who has been familiar with de-
sign-build for about 10 years. Work-
ing together also creates more
amicable relationships among
everyone involved in a project. “Bid-
build creates adversarial relation-
ships because expectations aren’t al-
ways met,” Shoeman said. 

New Technology and Products

New technologies and products
have created a wealth of innovative
design options for architects to con-
sider. “We continue to see great ad-
vancement in building systems,”
Schoeman said. Improvements in
window systems, for example, allow
designers to select just the right glaz-
ing for a building’s orientation, such
as reducing heat gain from the morn-
ing sun on an east face. Buildings
made largely out of glass can still be
made energy efficient by using ap-
propriate glazes along with double
layers of glass with air space in be-
tween. Improvements in photo-
voltaics (solar systems) have made
them a much more viable energy op-
tion with the cost about 10 percent of
what it was a decade ago, but with 10
times the performance and efficiency,
according to Schoeman. 

Regarding the design process itself,
3D-4D Building Information Model-
ing (BIM) allows architects to create
more complex designs through visu-
alization and simulation technology.
The designs have the added advantage
of being immediately related to sup-
pliers, manufacturers and contractors.
In general, the program allows de-
signers to more effectively meet cus-
tomer, design, construction and pro-
gram requirements. 

Using cutting-edge technologies
and design, SVWB is creating the
Computational Research and Visual-
ization Building (CRVB) for the

Desert Research Institute (DRI) in
Reno. “It’s the most sophisticated
video game ever built,” Van Woert
said. When finished in 2008, the
structure’s 40,000 square feet will
house a six-sided display with vir-
tual reality and visualization facil-
ities. The technology enables sci-
entists at DRI to stand in the 3-D
display and interact with such nat-
ural events as simulated hurri-
canes. Van Woert readily admitted
that from a design standpoint, the
project is the most challenging he
has done in his career.

Architecture More Highly Regarded

Perhaps the most significant current
trend, however, is an overriding in-
crease in the appreciation for archi-
tects. “Design is given a higher value
than in the past,” Simpson explained.
“It used to be, ‘just build the dumb
box cheap.’” Developers are looking
toward design to give them an edge.
They want the latest and greatest to
tell a story that will give them an
identity. “We’re allowed to be more
creative now,” Simpson added. As
Northern Nevada matures and grows,
Van Woert sees increased sophistica-
tion in his clients. “We are an emerg-
ing New Age town,” he said of
Reno/Sparks.

Despite trends that come and go, ar-
chitects consistently speak of the so-
cial conscience that accompanies
their profession. Believing they have
a responsibility to make a difference
they endeavor to take the social, eco-
nomic and environmental needs of
their clients into consideration. “I’m
really happy to be an architect be-
cause it’s a noble profession,” Van
Woert said. “If we can keep our egos
in our pockets we can do a lot of good
for mankind.”

Jeanne Lauf Walpole is a freelance
writer based in Northern Nevada.

http://www.armstrongteasdale.com
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Southern Nevada statistics compiled by 
Applied Analysis.

Northern Nevada statistics compiled by 
Alliance Commercial Real Estate Brokerage.

ABBREVIATION KEY
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Brad Van Woert Embraces 
the Future of Architecture

When Brad Van Woert joined the late Jack B. Sheehan to practice architecture
in 1978, the Reno firm was barely three years old. From their first design pro-
ject for the Reno Ace’s Hockey Ice Arena, the business has grown to become one
of the largest, most successful and most award-winning architecture firms in
Northern Nevada. Known today as Sheehan Van Woert Bigotti Architecture
(SVWB), the business welcomed Angela Bigotti in 1992. Sheehan died in 2005.

Although he was not born in Nevada, Van Woert grew up in Sparks and left
home to receive his degree in architecture from the University of Oregon in
1972. Van Woert has spent the bulk of his career at SVWB. For more than 30
years, he has designed hundreds of projects ranging from small remodels to
large, multi-million dollar developments.

Van Woert’s designs are characterized by their bold form and functional in-
terpretation. Notable projects include the Sparks Main Fire Station in Sparks, the
Brian J. Whalen Parking Garage at the University of Nevada, Reno and the Loy-
alton Library & Children & Families Services Center in Loyalton, Calif. His skill at
embracing new age technologies is especially prominent in his current project
of designing the Computational Research and Visualization Building for the
Desert Research Institute in Reno. SVWB was honored this year with five awards
at the Inaugural Northern Nevada Architecture Design Awards presented by
Northern Nevada AIA and Reno Magazine. Buildings that were recognized in-
clude the Truckee Meadows Community College New Student Center, Holy Cross
Catholic Community Church and Scott Meek & Son Concrete Company Office.

After Sheehan’s death, Van Woert became CEO of the company and assumed
a more business-oriented role. At age 57, however, his creative juices are still
flowing, especially as co-founder of the Black Rock Design Institute. Created to
stimulate interest in the future of architecture, the institute sponsors speakers
and seminars as continuing education on a regular basis. “I see a long produc-
tive life still ahead, practicing architecture, but in a different way,” he said.
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Mayor Jim Gibson. Target has signed
for 150,000 square feet of space, and
further leasing efforts will include ad-
ditional nationally-recognized retailers,
as well as restaurants and professional
office space. In addition to revitalizing
the downtown Water Street District,
Lake Mead Crossing will serve several
master-planned communities currently
under development on the eastern edge
of Henderson. Lake Mead Crossing is
slated to break ground in May. Juliet
Companies will serve as the developer
and general contractor on the project. 

$8.1 Million Project Completed
in North Las Vegas

Schwan’s Home Service, Inc. and
Schwan’s Consumer Brands North
America, Inc. recently completed con-
struction on a new $8.1 million sales
and distribution center in North Las
Vegas. The new 20,180-square-foot
building supports 50 employees and
27 Schwan’s Home delivery trucks.
The employees of the sales company
in North Las Vegas deliver Schwan’s
frozen foods and grocery store brands
to customers within a 75-mile radius
of town. The new structure, located at
the intersection of Cheyenne Avenue
and Trade Drive, replaces current fa-
cilities that have been in service for
more than 20 years.

Park Highlands to be Largest
Community in North Las Vegas

Developers recently broke ground on
Park Highlands, which will be the
largest master-planned community in
North Las Vegas with nearly 16,000
home-sites. The new 2,675-acre devel-
opment will be a partnership between

Olympia Land Corporation, American
West Homes, Astoria Homes, D.R.
Horton and Standard Pacific Homes.
Park Highlands is a master-planned
community designed with quality
homes, vast outdoor parks and open
spaces, six connecting to the proposed
trail network. The community will be
home to a 40-acre Regional Sports
Park. In addition to having convenient
access to the best of Las Vegas, Park
Highlands will offer a variety of com-
mercial, retail and specialty shops
within the development. Residences
will range from starter homes to prices
in the high $800s. Grand opening of
the new Park Highlands is scheduled
for fall of 2007.

New Urban Village in 
Southwest Las Vegas

Las Vegas based architecture firm SCA
Design was recently contracted to de-
sign a 266,000-square-foot urban vil-
lage in Southwest Las Vegas. The
Realm will consume an entire block
fronting Rainbow Blvd., between Peb-
ble and Raven Streets. The project is a
mid-rise, mixed-use development
which will consist of 72,389 square
feet of retail and restaurant space and
an 11,463-square-foot health club on
the first floor. The second, third and
fourth floors will be residential units.
The project will have two levels of un-
derground parking for both residents
and shoppers. The Realm is scheduled
for completion in early 2008.

Carson City’s First Mixed-Use
Development

Landmark Communities recently an-
nounced their new project, Mills Land-
ing, will be built in Carson City. The
project, located at State Street and High-
way 50, will be a 10-acre, 94-unit resi-
dential community surrounded by a
blend of open space and retail shops and
services. The community will become
Landmark’s and Carson City’s first
mixed-use community approved under
the newly adopted Carson City Master
Plan. Mills Landing will offer home-
owners neighborhood retail services and
many recreational opportunities. The
single-family detached homes will be
available in four floor plans and include
landscaped front yards and ongoing
maintenance. Mills Landing is set to
break ground this month. 

Major Retail Center Planned for
Downtown Henderson

Juliet Companies recently announced
that Lake Mead Crossing, a joint ven-
ture development project with Inland
Western Retail Real Estate Trust, Inc,
will be part of Downtown Henderson’s
Water Street District’s redevelopment.
The 725,000-square-foot retail power
center is located on the northwest cor-
ner of Lake Mead Parkway and Water
Street in Henderson. With the addition
of Lake Mead Crossing, existing and
proposed mixed-use projects will bring
more than 800,000 square feet of retail
space to the Water Street District. “Re-
development of downtown Henderson
is vital to Henderson’s existing and
continuous growth. Companies like
Juliet Companies are making this
growth possible,” said Henderson

B U I L D I N G  N E V A D A  B R I E F S

A rendering of the streets in the new 
master-planned community, Park Highlands.
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lternative Management is
an association manage-
ment company that pro-
vides a variety of quality

administrative and management services
to professional, membership-based, non-
profit associations. The firm’s mission is
to assist volunteer leaders and members
in accomplishing the goals of their asso-
ciation by providing affordable, flexible
support which can include everything
from telephone reception to special
events planning to board management.

Katrina Ferry, president of Alternative
Management, started the company in
1990 with her first client, the Southern
Nevada Chapter of the National Associa-
tion of Industrial and Office Properties
(NAIOP). She started her business out of
the back room of her house and is now
working on her third move into a larger of-
fice space. Through her association with
NAIOP, Ferry was able to substantially
grow her business with other membership
associations. Since then, her clientele has
increased from one client to 18. Ferry has
not actively marketed her company to get
new clients – her business comes mostly
from word of mouth and referrals.

Ferry contributes her growing success
to her great team. The Alternative Manage-
ment team includes Ferry, Chris Hinojos
and Courtney Murphy serving as account
managers; Roxanne Whitfield, office man-
ager; Tara Harvey and Kate Slocum, ac-
count coordinators; Toya Weaver, book-
keeper; Mayra Cardenas, Sarah Levin and

Lenora Ferry, data entry specialists; and
Julia Ocampo, receptionist. The team is
fairly new but hungry for success. The at-
mosphere at Alternative Management is
fun and exciting. “I receive so many com-
pliments from the association members
about my team,” said Ferry. “Everybody
here is positive and friendly, which is a
must when I recruit employees. Skills can
be taught but attitude can’t.”

“The team is very outgoing and alive;
they love to network and meet new peo-
ple in new associations to keep up with
the rapid growth in the Las Vegas Valley,”
said Ferry. “Finding out a client’s needs
and analyzing the best way to meet them
is the first step in the process.” Most
clients stay with Alternative Management,
several have grown large enough to justi-
fy dedicated staff and yet remain will Al-
ternative Management because of their
ability and professionalism. This is exact-
ly what Ferry strives for - growing her
clients to their maximum ability.

The Alternative Management team
works so closely with their clients that
many times they are viewed as fellow
members or volunteers. Association
members calling Alternative Management
are under the impression that they are
staff for one specific association, instead
of a company that services multiple asso-
ciations. Account Manager Chris Hinojos
received the President’s Award from the
Las Vegas Chapter of IREM, intended for a
member with greatest volunteer service.
“It is such a great feeling to receive the

award – to know that we are providing
such a meaningful experience for the vol-
unteers so that they can recruit valuable
members too,” said Hinojos.

“A day’s work is never like the day be-
fore. With 18 different associations, needs
are never the same,” said Ferry. The team
organizes everything from committee
meetings, preparing financial reports,
maintaining membership databases,
sending communications to member-
ships, organizing reservations and RSVP’s
for monthly and quarterly meetings, oper-
ating the check-in table to assisting the
board leadership with strategic planning.
The lifeblood of the company is associa-
tions’ regular meetings and luncheons,
which keep the team busy.

Alternative Management’s niche is trade
associations. “Growth is a good thing,” said
Ferry. Future plans are to stay within the
not-for-profit trade organizations and to
continue to expand in other industries out-
side of commercial real estate.

A

Alternative 
Management
A Team With 

A Fresh Attitude

Katrina Ferry
6725 Via Austi Parkway, Suite 250

Las Vegas, NV 89119
(702) 798-5156

Katrina@alternativemanagement.net

Front Row: Courtney Murphy, Mayra Cardenas, Julia Ocampo, Katrina Ferry
Back Row: Roxanne Whifield, Monique Johnson, Toya Weaver, Chirs Hinojos
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New Legislation to Provide
Nevada Additional 

Colorado River Water
Congress recently passed a bill that
includes language directing the Bu-
reau of Reclamation to construct a
new reservoir in Southern Califor-
nia that would capture billions of
gallons of Colorado River water re-
quested by Arizona and California
users but not used. The project, cur-
rently estimated at $84 million,
would be funded by Nevada in ex-
change for the right to withdraw a
total of 280,000 acre-feet of water
on an as-needed basis. The so-called
“Drop 2 Structure” would be locat-
ed in Southern California. Under the
rules governing use of the Colorado
River, irrigators or municipalities
can request that the Bureau release
water from Lake Mead for use. It
takes several days for that water to
reach its destination. If during that
period the requestor no longer needs
the water due to rainfall or other cir-
cumstances, it has the option of
“canceling” the order. Currently,
there is no way to capture and store
water for later use. The Bureau esti-
mates that the proposed reservoir
will conserve an average of 60,000
acre-feet of water, nearly 20 billion
gallons per year. The total savings
equates to 3 million acre-feet, over
the structure’s projected 50-year
lifespan.

NCOT Signs Friendship 
Agreements with Three 

Chinese Provinces 
Nevada Commission on Tourism
(NCOT) recently signed tourism
friendship agreements with three Chi-
nese provinces while in China for the
recent China International Travel Mart,
the largest international tourism trade
show in Asia. NCOT now has friend-
ship agreements with seven Chinese
provinces, the most of any U.S.
tourism agency. After signing the
agreement, Director Bruce Bommarito
left NCOT. Lt. Governor Brian Krolic-
ki will step into the position of NCOT
chairman. The friendship agreements
are with: Shandong Provincial
Tourism Administration, located on
the eastern coast of China; Hubei
Tourism Administration, an industrial-
ized province in central China; and the
Tourism Administration of Guangdong
Province, located in the southern por-
tion of the country. NCOT believes
that the key to success is educating
Chinese residents about Nevada and to
promote travel to our state. “Interna-
tional tourism to the United States is a
$600 billion industry, and if we could
increase our international visitors by
only 1 percent, we would add 151,000
new jobs and $2 billion in tax rev-
enue,” said Bommarito.  “That is just
one reason why we’re working so hard
to keep Nevada and the whole country
in the spotlight.”

Nevada Program to Secure
Abandoned Mines

A public/private partnership is making
Nevada’s public lands safer by perma-
nently securing mine sites that are no
longer operational and have been aban-
doned by their owners. The Abandoned
Mines Permanent Closure Program in-
volves the BLM, the Nevada Division of
Minerals (NDOM), the Nevada Mining
Association (NMA) and its members,
which include mining and industry sup-
ply companies. The success of the pro-
gram has become a model for other
states. According to the BLM, about 25
people nationwide die each year from
accidents related to abandoned mines.
Bill Durbin, NDOM chief of Southern
Nevada operations, said there hasn’t
been an abandoned mine-related death
in Nevada since 1999, and only one in-
cident involving a dog in 2006. Since the
program began in 1999, 255 abandoned
mines in urban areas in Nevada have
been permanently secured. The program
has grown from six mines in 1999 to a
new nationwide BLM record of 118
abandoned mines secured during 2005
and 2006 in Northern Nevada. To per-
manently secure the mines, a backfilling
process is used with rock of no mineral
value that was left around the mine
opening. BLM estimates between
200,000 and 300,000 abandoned mines
are scattered throughout Nevada, and
50,000 of these sites are considered
physical or safety hazards.

N E V A D A  B R I E F S
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and assists pediatric oncology families
residing in Northern Nevada by pro-
viding several types of resources spe-
cific to the community where the child
is being treated. Dalton helps families
prioritize the issues they are facing and
together, she helps each family devel-
op a plan of action to improve their in-
dividual situation. She deals with criti-
cal issues facing families, such as
answering support questions, provid-
ing resource guidance, relocating a
family to a new residence, and even
finding a foster parent for pets while
the family is away in treatment. In
2006, Dalton provided family grant fi-
nancial assistance that has served 30
families. Dalton also works closely
with other community organizations to
coordinate additional funds.

KRM has initiated community out-
reach services for families in the
Reno area:
• KRM partnered with Dream Dinners
in which community members and
businesses can donate meals to fami-
lies. Since most of these families are
away from home months at a time or
travel into California for extensive
treatment, a freezer stocked with home-
made meals means one less worry.

• The KRM Holiday Adopt-A-Family
Program served 30 families by
coordinating sponsorships with class-
rooms, law enforcement, local busi-
nesses, families and Girl Scout troops.
Dedicated KRM board members and
staff delivered the holiday items. 
• KRM initiated and sponsored the
Beads of Courage Program at Renown
for pediatric oncology patients. The
Beads of Courage Program is a na-
tionally recognized program that gives
the children a chance to document
their cancer journey with beads that
serve as tangible, visible symbols of
the many procedures and treatments
they experience. 

KRM is committed to establishing
long-term pediatric oncology services
in Reno. KRM is working closely with
Renown in a partnership of support to
achieve this goal.

“Through the support of the Reno
community we were able to provide
these services, which are directly im-
pacting the lives of our children with
cancer and their families in Northern
Nevada. We remain grateful and com-
mitted,” said Brad Woodring, board of
directors, chairperson for KRM.

he Keaton Raphael Memo-
rial for Childhood Cancer
(KRM) is a not-for-profit
organization whose mis-

sion is to form partnerships with busi-
nesses, organizations and the medical
profession to assist Northern Nevada
children and their families in their fight
against pediatric cancer. KRM provides
valuable financial assistance to families,
raises awareness, and educates commu-
nities about the devastating effects of
this horrific disease. KRM also pro-
vides patient-care project funding, local
and national advocacy and local-re-
search project funding.

KRM was founded in March 1998
by Kyle and Robyn Raphael after los-
ing their 5-year-old son, Keaton, to a
deadly childhood cancer known as neu-
roblastoma (cancer of the nervous sys-
tem). Over the last nine years the orga-
nization has grown into a regional
voice for children with cancer and their
families. “As a family who has experi-
enced ‘the childhood cancer journey,’
we recognize that families need several
types of support and we are committed
to guiding them through their journey
with hope,” said Robyn Raphael, exec-
utive director of KRM.

Since inception in March 2004,
the Reno Chapter of KRM has made
a positive impact throughout North-
ern Nevada for children diagnosed
with cancer and their families in
through several of the following pa-
tient care programs.

In February of 2006, Lizzie Dalton
was hired as the KRM family navigator

by Michelle Danks

For more information visit: 
www.ChildCancer.org 

or contact:
Lizzie Dalton

Family Navigator
The Keaton Raphael Memorial

775-327-6275
Lizzie@ChildCancer.org

T

The Keaton Raphael Memorial
A Beacon of Hope for Children with Cancer

C O M P A S S I O N A T E  C A P I T A L I S M

When you have a sick child, to have
someone ease any part of the load is a
welcome and refreshing moment.
The Keaton Raphael Memorial has been a
huge part of helping our family through
the process, financially and emotionally.
A huge thank you for your efforts.”
Colleen, Kelsey and Faith.

Lizzie Dalton is helping a child make beads
for the Beads of Courage Program.
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In August, Nevada Business Journal will host the 2nd
annual Healthcare Heroes events to honor 20 individ-
uals who have made significant contributions to
healthcare in our state. In conjunction with these
events, the August issue of Nevada Business Journal
will include a special supplement detailing the ac-
complishments of these Healthcare Heroes, who will
be chosen by a blue-ribbon panel of experts in the
healthcare field. All proceeds from the events will aid
students pursuing careers in healthcare education.

Nominations are now open on the website 
for the following categories:

Administrator
Care Provider
Community Partner
Educator 
Entrepreneur

Humanitarian
Innovator
Lifetime Achievement
Non-Profit
Technology/Research

Nominations will be open until February 21, 2007.

Nominate your Healthcare Heroes at

www.NVhealthcareheroes.com

702-735-7003 or 
775-747-4434 ext. 6333 

Tuesday, 

July 31, 2007

Wednesday, 

August 1, 2007

H E L P  U S  H O N O R  N E V A D A ’ S

Save The Date!

2007 Healthcare 
Heroes

LAS VEGAS
RENO
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he Federal Gun-Free Schools Act of 1994 re-
quired each state to have in effect a state law re-
quiring school districts to expel for at least one
year any student who brings a gun to school or

possesses a gun in school. The Nevada Legislature adopted
such a law in 1995. The rationale for the federally imposed
requirement was two-fold: one was to remove potentially
dangerous students from the school environment, and the
second was to serve as a deterrent to discourage students
from bringing firearms to school. The overall purpose of the
act was to make the school environment safer by reducing
the number of firearms present in schools.

Legislation authorizing teachers who have completed a
specified training curriculum to carry their own firearms on
school grounds would be contradictory to the  overall pur-
pose of  the Gun-Free Schools Act. If the primary purpose
of such legislation is to prevent or deter a person from
bringing or using a gun on school grounds, it will not be any
more effective than the current gun-free schools require-
ment. Any student, determined to create an incident with a
firearm at a school, will do so regardless of whether they
face a year’s expulsion or the fact that there might be a gun
locked in a teacher’s desk drawer. Limiting the authorized
number of guns on a school campus to trained school police
officers made sense in 1994, and still does today. 

The need for ongoing professional development of Neva-
da’s teachers has never been greater, based on the chal-
lenges faced with educating our current student population.
Any money or time spent on the training of teachers to use
and carry firearms would be better spent on professional de-
velopment efforts to increase student achievement. The
public schools and education profession as a whole have
been criticized in the past for trying to provide all things for
all children, in this case, leave the security and safety of our
children in schools to trained professionals, and leave the
education of our children to the teachers.

ifteen years ago, Nevada’s Legislature grant-
ed the request of the Clark County School
District administration to make it illegal for
adults to carry a gun onto our school cam-

puses. Administrators testified that they were seizing be-
tween 15 and 20 guns per school year in Clark County
alone, and that they hoped by banning adults from car-
rying, they would send students a strong message, de-
creasing the number of guns seized and increasing stu-
dent safety.

It didn’t work. So far this year, the Clark County
School District is on track to meet or exceed the 50 guns
it seized during the last school year. Numbers are likely
proportional in Washoe County.

Meanwhile, we can no longer deny that ours is a world
with terrorism, and our schools are a vulnerable point.
We also know (from past interrogations of terrorists)
that they do their best to select targets offering smaller
chances that they will encounter return force. Several
years ago, a group of Muslim terrorists seized a school
in Russia, killing 160 children and almost as many
adults and parents. Yet our society seems to shun any se-
rious discussion of safety in our schools.

To jump start such discussion, I will be introducing
legislation this session to lift Nevada’s ban on carrying
weapons in schools for people who have passed a 40-
hour course in gun safety, handling and ethics that is
more rigorous than what we require of our law enforce-
ment officers. The program would be completely volun-
tary, and involve no expenditure by taxpayers.

More than 100 years prior to the 1990 ban, there are
no cases of teachers having accidents, kids mugging
teachers for guns, or teachers using guns for academic
discipline. Lifting this unsuccessful ban is a highly effi-
cient method for increasing the safety of our most pre-
cious resource, our children.

Should teachers be allowed to
carry weapons in schools?

S T A T E  T H E  I S S U E S

F T

Arming Teachers Can Increase Safety
State Senator Bob Beers

Question:

More Guns in Schools is Not the Answer
Keith Rheault, Superintendent of Public Instruction,

Nevada Department of Education
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under HIPAA. Prior to 2006, when a
situation like the one described above
occurred, only Graham-Leach-Bliley-
regulated entities have been required
to report data loss to the customer or
the government.   

However, Nevada’s recently-enact-
ed “personal information” security
law (NRS 603) places a reporting re-
quirement on many other types of
businesses. Under Nevada’s law, “per-
sonal information” means a natural
person’s first name in combination
with one or more of the following
data elements, when the data ele-
ments are not encrypted:
1.Social Security number 
2.Driver’s license or ID card number
3.Account number, credit card num-
ber or debit card number, in combina-
tion with any required security code,
access code or password that would
permit access to that person’s finan-
cial account.

If a Nevada business collects, han-
dles or disseminates “personal infor-
mation,” the business must “disclose
any breach of the security of the sys-
tem data following discovery or noti-
fication of the breach to any resident
of this State whose unencrypted per-
sonal information was, or is reason-
ably believed to have been acquired
by an unauthorized person.”

It should be noted that the disclo-
sure requirement only applies to the
acquisition of unencrypted personal
information. Also, entities that are
subject to and comply with Graham-
Leach-Bliley are exempt from this
Nevada reporting requirement. NRS
603 requires notification to be provid-
ed “in the most expedient time possi-
ble,” and provides alternative notifica-
tion methods. 

Even in the most secure environ-
ments, data losses and security
breaches occur. The reporting re-
quired by NRS 603 can be expensive
and injurious to customer relations.
(Personal notification of each in-
volved customer is required unless the
cost will exceed $250,000; in which
case substitute notification proce-
dures can be followed if the company
sends a notification of the data loss to
all major statewide media.)  

Companies that maintain “personal in-
formation” as defined by NRS 603 should
carefully consider encrypting that data.

he last 10 years have pro-
duced an “explosion” of
narrowly targeted infor-
mation privacy rules.

Navigating the patch-work of poten-
tially applicable laws can be a con-
tinuing headache for Nevada busi-
nesses that maintain personal data
regarding their customers. One com-
mon question concerns whether a
business that has lost control of cus-
tomer data (e.g., through theft or
misplacement) is required to notify
the involved customers. Consider a
typical situation:

“An employee’s car was broken
into late last week and our system
back-up tapes were stolen. We called
our software company and they said
the information is not encrypted.
However, the thieves would have to
create our environment with the same
back-up and operating system to ac-
cess the information. They may just
be kids fooling around and the tapes
could be in a dumpster, but they
could also be sophisticated enough to
find a hacker to see what is on the
tapes. Do we need to notify the cus-
tomers in our database?  If so, what
should we tell them?”

Many Nevada businesses are affect-
ed by Graham-Leach-Bliley, the Fair
Credit and Reporting Act, the Fair and
Accurate Credit Transactions Act
and/or the Privacy and Security Rules

by Michelle Danks

T

When Data is “Lost”: 
Should Customers Be Notified?

P O W E R  O F  A T T O R N E Y

“The reporting required 

by NRS 603 can be 

expensive and injurious 

to customer relations.”



Since NRS 603 does not apply to en-
crypted data, its reporting require-
ments do not apply to a loss of en-
crypted data, even where that data
contains “personal information.”
Where unencrypted personal informa-
tion must be maintained, the company
should have a written plan in place to
deal with breaches of security. At a
minimum, such a plan needs to ad-
dress the following:
• Training company personnel to re-
port data loss or security breaches
timely.
• Establishing a method for reporting
data losses/security breaches to a cen-
tral authority within the company.
•  Establishing methods for determin-
ing the identities of customers whose
security has been breached. 
• Determining whether reports to cus-
tomers need to be made in accordance
with NRS 603 following a data
loss/security breach.
• Determining the appropriate method
of customer notification.
• Ensuring notifications are made
timely, if required. 
• Follow-up mechanisms for improv-
ing security procedures and taking
any disciplinary action that may be
required.

In some situations where customer
notification is not required by statute,
companies may still want to notify
their customers of a data loss or secu-
rity breach so that customers can take
precautions to protect themselves
from identity theft or financial fraud,
and so the company’s liability for any
ensuing fraud can be reduced. For this
reason, companies maintaining “per-
sonal information” may want to iden-
tify knowledgeable legal resources in
their contingency plans for consulta-
tion in breach situations. 

Kelly Testolin is a shareholder in
the Nevada firm of Hale Lane in
Las Vegas.
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before you sign anything, you
should know exactly what you are
getting and exactly what is expected
of you as a tenant. Understanding
the details of the lease can save the
business owner time and money in
the long run.

Equally important is the advance
planning done by the business owner
or tenant. Before you begin looking
for space, you should think about the
growth or reduction prospects of
your company and what your needs
will be over the next three to five
years. Choose space based on that
plan and have a strategy.

The elements of a lease should
match your business plan as closely
as possible. Just because a space is
expensive does not mean that it
should not be considered. You
should do a comparative analysis on
every space under consideration.

Since lease negotiation is not
everyone’s forte, commercial real
estate professionals can assist. Hir-
ing the right person or team to repre-
sent your business can mean the dif-
ference between a good lease and a
great one. It is the broker’s job to un-
derstand your business, find the best
space for you and guide you through
the lease process.

Communication between the land-
lord and tenant is also crucial. In the

lease transaction and over the life of
the lease, the tenant should be open
and direct with the landlord about
his or her plans for the space, as well
as needs. The tenant needs to make
sure the lease is a well-balanced
document. One way to do this is to
look for tenant-friendly landlords
and to be a landlord-friendly tenant.
It is a process of give and take. 

Management of the lease is also a
key factor in a successful transaction.
Leasing commercial space is a com-
plex business transaction and should
not be delegated to someone who is
not ready for that responsibility. 

After it has been signed, the com-
pany should appoint someone to
oversee the lease throughout its life.
This person should know when all
the eventualities of the lease come
into play. Developing a thumbnail or
an abstract can be helpful to keep
current on all aspects of the lease. 

One of the worst disasters you and
your company could face is to be
living daily under a poorly crafted
lease or at odds with your landlord
because you do not fully understand
the lease. A good lease should be a
win-win situation.

Vic Donovan is the managing part-
ner of Colliers International in
Southern Nevada.

easing commercial space
can be a daunting task.
The terms of the lease
could impact your bot-

tom line and in some cases deter-
mine the success or failure of your
company. With vacancy rates in the
office and retail markets declining, it
is safe to say that most business
owners will be faced with the deci-
sion of leasing space for their busi-
ness sometime in the near future. 

Many factors come into play when
negotiating leases. What makes a
great lease? The best lease is one
that is completed, filed and never
looked at again. This can happen if
all points in the lease are agreed to,
accepted and fully understood by all
parties, especially the tenant.

The first and most important part
of negotiating leases is to under-
stand even the minutest details of the
lease. This includes the allowances
provided, responsibilities of the
landlord and tenant, and any restric-
tions on usage of the space. Business
owners should not assume anything
when it comes to their lease. The
tenant should get every commit-
ment, promise and approval from the
landlord or the landlord’s represen-
tative in writing as part of the body
of the lease or as an amendment. 

It is important to remember that

L

Leasing Commercial Space

E X P E R T  A D V I C E

Tips For A Successful Transaction
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Commonly Used 
Leasing Terms

Common Area - The area used in com-
mon by the tenants of an office building.
Common area includes building and el-
evator lobbies, restrooms and the corri-
dor leading from an elevator lobby to a
tenant space.

CAM Charges - Common Area Mainte-
nance charges. Those charges levied on,
or the expenses incurred in maintaining
the common areas of a building.

Gross Lease - A lease in which the stated
rent includes the operating expenses of the
building. Same as Fully Serviced Lease.
Opposite of Net Lease.

Load Factor - In a lease, the load factor is
the multiplier to a tenant's useable space
that accounts for the tenant's proportion-
ate share of the common area (restrooms,
elevator lobby, mechanical rooms, etc.).

Net Lease - (See also "Triple Net"). This
indicates a lease in which the stated rent
excludes the insurance, utilities, operating
expenses and real estate taxes for the
building. The tenant is responsible for the
payment of these costs directly, or as addi-
tional rent. Opposite of Gross or Fully Ser-
viced Lease.

Triple Net - A lease requiring the tenant to
pay in addition to a fixed rental, the ex-
penses of the property leases, such as
taxes, insurance, maintenance, utilities,
cleaning, etc. The terms "net net", "net net
net", "triple net" and other such repetitions
are used.

Useable Area - The secured area (square
footage) occupied exclusively by the tenant
within a tenant's leased space. The use-
able area multiplied by the load factor for
common area, results in rentable area on
which rent is charged.

oper and they give you tax considerations
that go along with [your development].”
Constructing a building is a choice for
growth, Bradford said. Members of the
staff at Stable Development also advise
business owners about other aspects of
growing their businesses, adding employ-
ees or formulating projections.

Although undeveloped land is becom-
ing an increasingly scarce commodity,
Bradford is presently unconcerned. Ac-
cording to Bradford, aside from being
much easier to find than several individ-
ual small parcels, the larger piece of land,
with its potential for common areas and
shared utilities, can result in substantial
cost-savings for the development’s own-
ers. “It’s easier to find larger parcels, say
five acres or larger, than a one-acre
piece,” Bradford added. “We find four or
five groups for one spot, and our clients
are happy because they don’t have to do
that much.”

Near the corner of Sunset Road and the
Las Vegas Beltway, Bradford found a 17-
acre parcel where nine buildings will
eventually be constructed. A typical pro-
ject, according to Bradford, requires about
two years from initiation to completion.

Since Stable Development is a partner
in each project, Bradford and his associ-
ates, including Chief Operating Officer
Kale Flagg, conduct an intense interview
and screening process prior to selecting
companies with which to partner. In addi-
tion to verifying a firm’s corporate fi-
nances, they also carefully examine the
personal character of each principal re-
sponsible for operating that business. 

Stable Development finished 2006 with
$125 million in development. The goal is
nearly $250 million in development for
2007. “They’re all great years,” Bradford
said, from his office with the view. “We
work hard, and we have fun.”

Tiffannie Bond is a freelance writer based
in Southern Nevada.

s a baseball player for the
University of Nevada, Reno
in the 1980s, Lance Brad-
ford didn’t think he would

be where he is today – owner of L.L.
Bradford and Co. CPAs and director of
Stable Development.

Bradford moved to Las Vegas in 1992
and opened L.L. Bradford and Co. CPAs.
Stable Development, which celebrates its
first year of business this month, was a
happy accident for Bradford. A five-year
stint with Vestin Mortgage introduced
him to commercial and industrial real es-
tate and land development, which added
to his interest in this business.

He resigned from Vestin Mortgage in
2005 to facilitate his own personal devel-
opment. Stable Development combines
two of Bradford’s professional interests,
development and finance.

“One of my goals with Stable Devel-
opment was to determine the primary
reasons why growing companies were
leasing their buildings rather than own-
ing their buildings,” Bradford said. “And
then try to find the solutions.”

Capitalization, the “fear factor” of
constructing a building, lack of develop-
ment knowledge and time are the main
reasons Bradford identified to explain
why growing companies were leasing in-
stead of owning. He then set out to solve
these problems by forming partnerships
with growing companies to develop and
construct buildings to fit each company’s
unique needs. Instead of paying rent, and
never seeing a return on the investment,
business owners can redirect these funds
into an appreciable real estate asset.

As a certified public accountant, Brad-
ford has a unique advantage in the devel-
opment business, he said. “We are going
to own the building together forever un-
less we decide to sell it,” Bradford ex-
plained. “We have the ability to provide
advice from a CPA’s perspective. It’s
very seldom when you sit with a devel-

E X E C U T I V E  P R O F I L E

Lance Bradford
Development by the Numbers

A
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rom Washington Mutual’s
incorporation in 1889 to
today, the company has
consistently utilized cut-

ting-edge technologies, as well as de-
veloping its own unique style of cus-
tomer service that is family-friendly
while also efficient. 

With its new retail service style of
banking, Washington Mutual has ini-
tiated an entirely new kind of cus-
tomer banking relationship. This new
style of banking, called the Occasio
Program, is now available at all new
Washington Mutual branches. 
Customer-friendly  

“Nevada is the birthplace of our
Occasio Program,” said Patrick
Thomas, area manager for Nevada.
“With the Occasio Program, each of
our branches has a concierge to greet
customers when they enter and direct
them to the appropriate teller who can
serve their needs.”

Customers won’t stand in a teller
line waiting their turn at the teller
window, according to Thomas. Occa-
sio branches offer teller towers in-
stead. These are designed for easier
interaction between customers and
service representatives. Occasio
branches also include a play area for
the kids, complete with an activity
table, books, hand-held video games
and more, depending on the branch. 

“When a new customer opens an
account, the kids can play in the play
area while the customer is being
helped,” Thomas said. 

Due to this friendly, family-sup-
portive atmosphere at Washington
Mutual, the company may seem to
be a much smaller bank than it is.
But Washington Mutual is competi-
tive with Bank of America and
Wells Fargo as well as Silver State
Bank. The employees enjoy their
friendly down-to-earth way of serv-
ing their customers. 

“The company is called WaMu now,”
Thomas said. “We even call ourselves
WaMuians and you can call us that
when you com into the bank. You can
call us WaMuians when you come into
the bank. We really like being Wa-
Muians.”
From then to now 

After a fire devastated many
homes and businesses in the busi-
ness district of Seattle, Wash. on
June 6, 1889, a local group of in-
vestors decided to start up the Wash-
ington National Building Loan and
Investment Association. On Septem-
ber 25, 1889, the new company filed
articles of incorporation and began
its services by offering a safe and
profitable vehicle for investing and
lending. That company evolved into
Washington Mutual, then WaMu. It
has kept its focus on forefront ser-
vices ever since. 

“In 1923, our school savings pro-
gram was initiated,” Thomas said.
“In 1974, we joined the first shared
ATM network. In 1994, we launched
free personal checking. In 2001, we
made a pledge to community in-

volvement and began our Junior
Achievement Program. In 2006, we
revised our program to include free
wire transfer service, an overdraft
fee waive our gold debit card for
point-of-sale purchases and free
business checking.”
Community services 

“We are involved with Junior
Achievement within the classroom,”
Thomas said. “WaMu has a school
curriculum which teaches the basics
regarding savings, credit, buying
houses, budgeting, etc. Kids who’ve
just graduated, and might need help
in keeping proper checkbooks or
balancing their accounts, find our
mentoring very helpful to them
when they need it.”
Competitive employee benefits 

“Our success in recruiting and
keeping qualified employees is a
big focus for WaMu,” Thomas
said. “We make sure that we’re
competitive with other banks. We
work with our managers and have
a comprehensive employee devel-
opment program.”

“Our branch network, world class
service and our style of delivery is
what differentiates us from other
banks. We have 35 branches in Nevada
right now, three home loan centers and
three more branches coming online
soon,” Thomas said. We’re excited to
be here.”

Susan M. Botich is a freelance writer
based in Northern Nevada.

F

Washington Mutual
Innovative Programs Key to Success

B A N K I N G  O N  I T
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ment plans, includes provisions related
to charitable giving and permits individ-
uals ages 70 years and older to make di-
rect transfers of IRA assets to qualified
public charities without the transfer
being treated as an income distribution.

Previously, individuals making with-
drawals from their IRAs would have had
to include the amount of the with-
drawals in their taxable income and
would have been entitled to a charitable
income tax deduction to offset the inclu-
sion. While this amounted to a wash for
many individuals, the new law may help
others including: individuals who are re-
quired to take minimum withdrawals but
don’t need additional income; transfers
to charity meet the distribution require-
ments; individuals who regularly give
up to 50 percent of their adjusted gross
income to charity; individuals who live
in states where a charitable deduction is
not available for state tax purposes; indi-
viduals who do not itemize and who
make charitable gifts in an amount less
than the current standard deduction; and
individuals whose major assets reside in
their IRAs and wish to make significant
charitable gifts before the end of 2007.

And although opportunity is only
available for 2006 and 2007 and no
charitable income tax deduction is al-
lowed for gifts made in this way, the
new act does allow donors greater flex-
ibility to oversee their giving today and
into the future.

When planning charitable contribu-
tions like IRA rollovers, individuals
should consult a professional and iden-
tify key items, including which select-
ed charity to give to, determine how
much money would be ideal to give
and what type of giving plan, or chari-
table vehicle, is preferred. Also, identi-
fy specific goals for giving so you can
measure your achievements, seek out
organizations that support strategic
charitable giving, evaluate effective-
ness of the charity and adjust your giv-
ing as needed, and periodically review
your mission to ensure it maintains rel-
evance to you and your goals.

Working together with a financial ex-
pert will ensure that assets support all
causes they are intended to help. It also
establishes an order of importance to
decide how much money should be re-
ceived by certain groups. 

Implementing a values-based estate
planning program can be a rewarding
experience for those donating and for
the charities receiving donations. It also
serves as a tactical and powerful way to
donate to respectable causes and en-
gage heirs to share in the spirit of the
donor’s philanthropic efforts.

Ron Leavitt is a principal with Cap-
stone Capital, a wealth management
and financial planning firm.

or many people, supporting
family members and giving
to charitable organizations
is the most fulfilling way to

spend their hard-earned money – and is
critical to the survival of many chari-
ties. The movement commonly re-
ferred to as values-based estate plan-
ning is a growing trend among
individuals with significant estates. 

Today’s investors and money man-
agement clientele are genuinely inter-
ested in giving to charitable organiza-
tions to help aid those less fortunate as
well as shape their family’s wealth val-
ues. They are seeking professionals to
provide advice and management for
philanthropic activities. 

The outpouring of generosity to char-
ities over the past several years can be
attributed to charitable vehicles, such as
donor-advised funds and charitable
trusts, which have made philanthropy
more cost-effective and accessible.

Another vehicle that has allowed
donors more flexibility is the Pension
Protection Act of 2006 that was signed
into law this summer by Congress. The
act, which primarily focuses on retire-

Values-Based Estate Planning
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The Key to Earning Power

he value of education and
how it impacts earning
power is a topic that has
sparked discussion in

many households of late. We have
all heard the stories about the park-
ing valets, dealers and others who
earn a very good income, and educa-
tion isn’t a factor impacting their
earnings. They are the exception, not
the rule, when it comes to education
and earning power. The U.S. Census
Bureau released the following study
information last year: “Adults ages
25 to 64 who worked at any time
during the study period earned an
average of $34,700 per year. Aver-
age earnings ranged from $18,900
for high school dropouts to $25,000
for high school graduates, $45,400
for college graduates, and $99,300
for workers with professional de-
grees (MD, JD, DDS or DVM).”

While these are national figures
,the bottom line is education makes
a significant impact on an individ-
ual’s lifetime earning power. The
earnings spread continues to widen
as more and more organizations are
willing to pay more for individuals
with higher levels of education as
more and more complex equipment,
systems and processes become
mainstream. Additionally, organiza-
tions are looking for people who
will help them to gain and keep a
competitive edge over others in their
industry.  If you look in the local
paper any given day you’ll see that

more and more organizations are
looking for individuals with a mini-
mum of a bachelor’s degree to be
considered for a management
trainee position. 

Education is something that once
gained can’t be taken away from you
and it is never too late to go back to
school and increase your earning po-
tential. If you haven’t finished high
school, GED programs are available
for adults who wish to earn a high
school equivalent degree. Community
colleges offer excellent programs all
around the state, many for working
adults, with programs that can be tai-
lored to accommodate a full-time em-
ployment schedule. Nevada has sever-
al fine universities that offer a wide
variety of programs and a number of
private institutions have initiated pro-
grams specifically focused and tailored
to the busy schedule of working adults.

It doesn’t matter if you are 20 or 60,
it is never too late to change your life.

It does, however, require a decision
and commitment on your part to take
the initial step toward improving your
life. Most organizations do not pro-
vide any type of formal career devel-
opment planning for employees. It is,
in the majority of cases, up to the in-
dividual to decide where they want to
go, determine what they need to do to
remain employable with the possibili-
ty of advancement. There is no guar-
antee that doing a good job for 20
years will earn one a gold watch or a
retirement check.  Education, howev-
er, will greatly improve an individ-
ual’s chances of being able to prepare
themselves for constantly changing
job demands and to increase their
earning power and likelihood of mov-
ing up the ladder of success.

Mark Keays is president of Desert Man-
agement Services a Las Vegas-based
management consulting firm, and a fac-
ulty member of the University of Phoenix.
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esidential construction
and consumer spending
grew at above average
rates over the first five

years of the new century. Starting at mid-
year 2006, however, new home con-
struction took a sharp downturn. A na-
tional housing recession is underway,
though there are marked differences
among regions of the country. Permitting
is down by double-digit rates from year
ago levels in Las Vegas and Reno.

This downturn, while well-developed,
has had only small effects elsewhere in
the economy to date. For example, Neva-
da gaming revenue and taxable sales dif-
fer little from same-month year-ago lev-
els, gaming revenue is up 0.4 percent
and taxable sales is down 0.6 percent.

Weakness in housing should continue
thoroughout most of 2007; and the like-
lihood is that other sectors of the econo-
my will avoid the sharp contraction we
are seeing in housing. Though the odds
of a national recession are up, the eco-
nomic outlook for the Silver State re-
mains guardedly optimistic for 2007.

Clark County shows weakness only in
housing at this time, though Washoe
County shows a marked decline in hous-
ing, and modest declines in travel and
tourism. However, Las Vegas and Reno
both show strong growth in other sectors.
Meanwhile, rural Nevada, moving with
the fortunes of mining, remains bright.

The U.S. economy continues to adjust
to the shortfall in auto and housing at
nearly nine percent of U.S. spending.
Softness in these two large spending
categories and the impact of price pres-
sure should keep the Federal Reserve
balancing the direction of monetary poli-
cy. As a result, interest rates should re-
main close to current levels. The nation’s
outlook for 2007 is slower growth.

R. Keith Schwer

UNLV Center for Business and Economic Research

units previous comments
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latestdates year ago recent year ago

(%)(%)

(%) (%)

(%) (%)

(%) (%)

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. Depart-
ment of Commerce, U.S. Bureau of Labor Statistics, U.S. Census Bureau; U.S. Federal Reserve Bank.
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