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The Commentary

By Whose Authority?

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

Intrusive and Unnecessary
 Has your company registered for the Commerce Tax? If so, you’ve obeyed the 
law, but you’ve also put yourself at risk unnecessarily. This tax was passed by the 
2015 Legislature, supposedly to help fund education, and it applies to every compa-
ny doing business in Nevada whose gross receipts are $4 million or more. However, 
every single business in Nevada, regardless of whether they owe the tax, is required 
to register for it with the Department of Taxation (DOT). According to the DOT web-
site, this includes every mom and pop company in the state, anyone who receives 
a 1099-misc as an independent contractor, anyone receiving rental income, and all 
corporations registered in Nevada, even those that have no activity and zero income. 
 If you haven’t filled out the registration form, officially called the Commerce Tax 
Additional Information Form, you can view it on the DOT website (tx.nv.gov). Front and 
center, it asks for the name of a “responsible person” at the company, who must sup-
ply their Social Security number in order to complete the form. The Nevada Taxpayers 
Association, on behalf of its members, wrote a letter to the Department of Taxation in 
June pointing out that this requirement violates not only NRS 239B.030(1), but also the 
Nevada Taxpayers’ Bill of Rights, which was created in cooperation with the DOT. 
 NRS 239B.030(1) states that “…a governmental agency shall not require a per-
son to include any personal information about a person on any document that is 
recorded, filed or otherwise submitted to the governmental agency on or after Janu-
ary 1, 2007.” And the Taxpayers’ Bill of Rights states, “The Department [of Taxation] 
is mandated to ask only for information that it needs to do its job, and no more. All 
forms prepared by the Department ask for a minimum of information…” 
 There’s no way that the DOT needs the Social Security number of a person at 
each and every business filing for the Commerce Tax. Any business registered with 
the Secretary of State has already provided information about “responsible per-
sons,” including name, address, phone, and Social Security number. If a company 
is delinquent in paying its Commerce Tax, the DOT can get information from the 
Secretary of State in order to track down an individual, if that becomes necessary. 
Meanwhile, the remaining 99 percent of businesses are being required to provide 
personal information on the registration form for no valid reason.
 What’s the objection to this? First of all, it’s unlawful. Without getting a specific 
exemption from the Legislature that allows it to collect this information, DOT is in vio-
lation of Nevada statutes. It also requires thousands of companies to reveal personal 
information about their owners and employees, including Social Security numbers – 
information that puts individuals at risk in case of a data breach. Despite DOT assur-
ances, data breaches occur all the time. The State Department, the federal Office of 
Personnel Management and even the White House have been hacked. Why require 
Nevada business people to risk identity theft for no apparent reason?
 Call to Action: The 2017 session of the Nevada Legislature begins this month, 
so business people have only 120 days to express their concerns and lobby for busi-
ness-friendly bills. If you’re concerned about this issue, contact your legislator and 
ask for a bill that directs the Department of Taxation to remove its requirement that 
Social Security numbers be included on the Commerce Tax Additional Information 
Form. Don’t let this session pass without taking action on issues like this one that 
concern you and your company.

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

Commerce Tax Registration
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   Cover Story

FOR City National Bank, 2016 was one of its best years since the 

economic downturn. Today, with $47 billion in assets, its financials 

are more robust overall, profitability is improved, topline revenues are 

increasing and its number of clients is up, said Scott Aney, Nevada region-

al executive. In fact, in December, executives signed a 10-year lease exten-

sion for City National’s Las Vegas Regional Center in Summerlin. The bank, which 

has 73 offices and 16 regional service centers nationwide, provides services in three 

areas: commercial, for mid-sized businesses; private, for higher net worth individuals; 

and business and personal, for small business owners and their personal needs. 

By Doresa Banning
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 Like City National, the banking indus-

try as a whole in the Silver State contin-

ues to recover and is strong and competi-

tive, experts said. 

 “Earnings are not where they were 

in 2007, but in terms of capital, liquid-

ity and risk management, the industry 

here in Nevada is very well positioned 

for 2017,” said Terry Shirey, president 

and CEO, Nevada State Bank, a 56-year 

institution with a presence throughout 

the state.

 This incremental year-over-year im-

provement in banking since the recession 

is due to healthier market fundamentals, 

Aney said. More businesses are expand-

ing, residential and commercial develop-

ment activity has restarted and is increas-

ing, consumers have more home equity 

and loan opportunities are getting better. 

Additionally, Nevada has more jobs today 

and boasts a more diversified economy, 

Shirey added. 

New and
Continuing Trends
 Increasing numbers of bank custom-

ers are conducting their banking on mo-

bile devices and online, which means 

financial institutions must continue to 

offer higher and higher levels of tech-

nology. This proposition requires signifi-

cant investment to remain competitive 

and relevant. As such, online and mobile 

banking offerings are becoming more 

mainstream, explained Phyllis Gurgevich, 

president and CEO, Nevada Bankers As-

sociation (NBA). 

 First Security Bank of Nevada, for 

example, plans to debut its first mobile 

banking platform in the first half of this 

year, said Patricia Ochal, executive vice 

president, chief operating officer and 

chief financial officer. With assets of $155 

million and one location in Las Vegas, 

First Security serves both businesses 

and individuals in Nevada.

 This year, Nevada State Bank aims to 

launch person-to-person money trans-

fers through its mobile app, said Shirey. 

With 50 branches throughout Nevada and 

BANKING ON NEVADA   Cover Story
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4.4 billion in assets, it provides banking 

services for the retail consumer, profes-

sional, private and business segments. In 

October 2016, the bank opened a high-

tech branch in Sparks with iPads at each 

teller station. The bank intends to use the 

branch as a testing ground and will equip 

other branches in a similar way if it proves 

beneficial.

 Banks also continue ongoing efforts 

to prevent cyberfraud, implementing ad-

ditional security measures or enhancing 

existing ones to protect customers’ infor-

mation, Shirey added.

 First Independent Bank, for instance, 

is expanding its technology to enhance 

security and compliance, said Bob Fran-

cl, executive vice president and regional 

manager. A division of Western Alliance 

Bank and solely a business bank, First 

Independent has $1 billion in assets and 

seven Northern Nevada locations.

 Customers also want representatives 

to be available to talk with them when 

needed, which leaves banks struggling 

with providing the ideal balance of tech-

nology and relationship that will satisfy 

customers, Shirey said.

 To help strike that balance, Bank of 

America recently hired 300 individuals to 

field customer calls at its Summerlin con-

tact center, said Al Welch, market president 

for Las Vegas. Those employees handle 

more than 20,000 calls from around the 

world per month. Bank of America provides 

financial, business and wealth manage-

ment services, among others. 

 Whereas most banks offer resources 

to help businesses and consumers meet 

their financial goals, more and more are 

making consultative services available as 

well, Gurgevich said. City National Bank, 

for example, leverages its affiliation with 

the Royal Bank of Canada and its bro-

kerage arm, RBC Wealth Management, 

to provide additional offerings such as 

mergers and acquisitions assistance and 

investment banking, Aney said.  

 This correlates to banks that continue to 

create specialty groups to serve specific in-

dustries, Aney said. His bank has groups that 

specialize in the food and beverage industry, 

franchise finance, entertainment, equipment 

finance and leasing. Likewise, Nevada State 

Bank has specialty groups for gaming, con-

venience stores, doctors, lawyers and certi-

fied public accountants, Shirey said.

   Cover Story

CONTINUES ON PAGE 44
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   Feature Story 

ALTHOUGH Nevada has one of the most business-friendly tax environ-

ments in the U.S., business owners still have to contend with (and plan 

for) local, state and federal taxation. In addition, planning for taxes in 

2017 is a task made much harder due to recent political and legisla-

tive changes. Not only is President Trump’s proposed tax reform 

package likely to upend traditional tax planning, but the 2017 

Nevada Legislature also presents many unknowns, 

with a new party now in control of both the 

Senate and the Assembly.

Help Wanted:
Fortune-teller
Planning for Business 

Taxes in 2017
By Kay Foley
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   Feature Story 

The State Tax Picture
 “Nevada is still the best state to run a 

business in,” said Leighton R. Koehler, a 

CPA who is also an attorney at the Dick-

inson Wright law firm in Las Vegas. “We 

have no corporate or personal income tax, 

and we don’t have a lot of other burden-

some taxes that other states have. In ad-

dition, we’re right next door to the sixth 

economy in the world, California. If you put 

both these factors together, you have a real 

recipe for winning.” 

 Two business taxes that do apply to 

many Nevada companies are the Modified 

Business Tax, based on employee gross 

wages, and the Commerce Tax approved by 

the 2015 Legislature, which taxes the gross 

receipts of businesses with at least $4 mil-

lion in revenue in Nevada. The first Com-

merce Tax forms were due August 15, 2016 

for the 12 months ending June 30, 2016. 

 Chris Wilcox, tax partner at Eide Bailly, 

a national accounting and business ad-

vising firm, reported that their Nevada 

offices were busy before the first filing 

deadline, but now that business owners 

have gone through the process once, 

they are able to make it a part of their 

regular tax planning. 

 “This tax applies quite broadly to busi-

nesses such as car dealerships, grocer-

ies, hardware stores and many more types 

of companies,” he explained. “It’s pretty 

straightforward, but the key issue is to 

properly identify the type of business, be-

cause there are different rates based on 26 

business categories.”

 Anna Thornley, president of the Ne-

vada Taxpayers Association, said the 

2017 Legislature may propose some mi-

nor changes to the Commerce Tax. She 

added that her organization may ask the 

Legislature to move the reporting year 

from the state’s fiscal year (July to June) 

to a calendar year to make it easier for 

businesses to calculate and report tax-

es. In addition, the group is protesting 

a provision in the tax form that requires 

companies to include the Social Secu-

rity number of a responsible party, even 

though the business entity may be a 

corporation (see commentary, page 4). 

 “We feel this violates the law, and we 

sent a letter to the Nevada Department of 

Taxation stating our position on this mat-

ter,” she said.

Chris

Wilcox
Eide Bailly
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 Koehler predicted business owners are 

more likely to see a review of the tax at the 

regulation level than at the legislative level. 

“There may be a tightening up of regulations 

by the Department of Taxation,” he said. 

 Tim Nelson, owner and manager of Ev-

ans Nelson & Company CPAs in Reno, also 

predicted that, while “the state was pretty 

lenient in the first year about assessing 

penalties, there will be no more slack or 

penalty waivers for people who file late or 

calculate their tax incorrectly.” 

New State Taxes
on the Horizon?
 As the Legislature begins its 2017 ses-

sion this month, two questions are foremost 

in the minds of Nevada taxpayers: Will reve-

nues be able to support spending demands, 

and if not, what groups will be tapped to 

supply the additional tax income? 

 Thornley predicts that there will be a 

revenue shortfall for the upcoming bien-

nium, stating, “The shortfall will have to be 

addressed, but the party switch in the Leg-

islature makes it hard to predict what leg-

islation will look like this session. I haven’t 

heard anything specific about proposed 

new taxes. I think everyone agrees there 

will be at least some minor tweaks to busi-

ness taxes, but it’s unclear if there will be 

any major overhauls. The Legislature may 

be fatigued on this subject because the last 

session was so tax-heavy.”

 Curt Anderson, CEO of Fair, Ander-

son and Langerman CPAs in Las Vegas, 

said, “The business community agreed 

to the Commerce Tax two years ago 

to fund education, and it is generating 

more tax income than predicted. At this 

point we don’t think it’s appropriate to 

increase taxes or put additional bur-

dens on businesses. Adding additional 

taxes or raising the rate for the Com-

merce Tax or Business Tax would gen-

erate a political fight.”

 Nelson agreed, “Our clients who are 

in the Legislature have indicated that 

they’re not considering anything signifi-

cant in terms of taxes this session. I think 

Nevada taxpayers are pretty much ‘done’ 

with business taxes, after the passage of 

the Commerce Tax last session and the 

big tax breaks given to Tesla and Fara-

day Future. Our clients are saying that’s 

enough for a while. I’d hate to be the state 

legislator who said, ‘Let’s go for a big tax 

increase.’”

TAX PLANNING   Feature Story

Anna

Thornley
Nevada Taxpayers Association
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   Feature Story

Changing the Federal 
Tax Landscape
 On average, the U.S. sees major federal 

tax reforms every 30 years. Since the last one 

was President Reagan’s Tax Reform Act of 

1986, the timing seems right for a tax over-

haul. Experts agree that President Trump 

and the Republican Congress are planning to 

reduce taxes for individuals and businesses, 

and at the end of 2016, they were encourag-

ing tax clients to look for ways to push income 

into 2017 when tax rates would be lower. 

 Political realities being what they are, no 

one can predict which tax proposals will 

actually bear fruit, but Nelson said, “We all 

expect a tax decrease.” 

 Koehler agreed and added that, “2017 

could be one of the largest tax-reform 

years in the last 30 or 60 years. If you’re a 

business owner, it’s an exciting time, espe-

cially if you have capital to invest.”

 As a candidate, Trump proposed reduc-

ing the corporate income tax rate from 35 

percent to 15 percent and eliminating the 

corporate alternative minimum tax. 

 “I can’t believe he’ll get the 15 percent 

corporate tax he wants,” said Nelson. “The 

Republicans in Congress have a little more 

moderate tax plan.” But, wherever the cor-

porate tax rate ends up, it’s almost certain 

to be lower, which is good news for busi-

ness owners.

 Anderson said the consensus seems to 

be that corporate tax rates will go down to 

around 15 or 20 percent. “What we don’t 

know is how LLCs and S-Corporations 

will be affected,” he said. “For those of us 

whose businesses are structured as LLCs 

or S-corps, business income is not taxed 

at the corporate level. It’s passed through 

to us as individuals, and we pay taxes on 

it as individuals. We’re hoping there will be 

an adjustment on taxes paid on corporate 

profits.” 

 Trump’s proposal on so-called “pass-

through income” has been interpreted 

several ways. Congressional Republi-

cans have their own versions, so it’s un-

certain whether any adjustment will pass 

or what it will look like, but any change 

would have major repercussions for tax 

planning. 

 Nelson said, “In the past, we’ve ad-

vised business owners to pass income 

through from corporations to individuals 

CONTINUES ON PAGE 49
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eral public about us being professional and 

getting our clients to look at us as a profes-

sional like their accountants and attorneys. 

We’re not just a vendor. We’re taking care 

of one of the biggest financial risks they 

have which is their business. It’s educating 

our clients and everyone about who we are.

HOW DO 
UNPROFESSIONAL 
PRACTICES DEVALUE 
BROKERS?
W. ALLEN KAERCHER: We have some insurance 

companies that will sell a two-month policy. 

They go down to one of those little agencies, 

buy a two-month policy, show proof to the 

state that they have insurance on the automo-

bile and let the policy lapse. So they’re driving 

around without any insurance. The honest 

people are paying for it. I don’t want to mention 

some of those carriers and which ones they 

are, but they do. You can buy monthly policies.

JERIC LEAVITT: With an attorney or CPA, 

they’re selling a service. What we do is both 

a service and a product. A lot of times, the 

product is out of our control. We negotiate 

that product, but we don’t set prices. We 

don’t set terms, although we negotiate them. 

A lot of people pay their insurance premiums 

but don’t ever see claims. They don’t neces-

sarily see as much service. They don’t see 

what we do for them all the time, so I think in-

surance kind of gets a bad rap for that reason.

SHAWN CROPPER: Jeric’s point is spot on. 

You’re talking about a product that you don’t 

control in any way. If you’re an accountant or 

an attorney or a bank, you’re bringing some-

thing that is a value to an industry and has a 

purpose. There’s some means and mecha-

nisms for controlling that product you’re de-

livering. We are independent consultants that 

bring a company and a policy to the table of 

a business owner. Often times, the mentality 

of a business owner is they’re paying a lot of 

money for something that they don’t get very 

much value from… until they need it.

DAVID DAHAN: One of the greatest challenges 

right now is clarity. Our industry is in flux with 

healthcare. I would say everyone’s expecta-

tions are misaligned. Our goal is to try and 

bring clarity and try to explain and become 

a partner with our clients in understanding 

what’s going on. The challenges that we face 

are huge. For some people, it’s the different 

between life and death. For others, it’s a finan-

cial impact that can result in a a hardship in 

their business. Again, we are in front of our cli-

ents trying to sort through all this and look for 

help from the commissioner when we need to.

ROBERT JOHNSON: I really think insurance is 

turning into a commodity. I’m not even sure 

[insurance brokers] are going to be here 

in five or 10 years. You’ve got Geico and 

[organizations] like that. The newer genera-

tion that’s coming up that’s used to being 

on computers don’t want to talk to anyone. 

They don’t want that insurance profession-

al. So we have some challenges.

FRANCIE STOCKING: We have to do a better 

job of educating the public about what an 

independent agent is and what they do for 

you as opposed to calling e-insurance. The 

people who don’t want to talk to anybody 

are the people who have the losses and 

it gives us a bad name. A big struggle for 

us is getting the right mindset to the gen-

 Industry Focus

hanges are occurring in many 

aspects of insurance includ-

ing auto liability, construction-

defect and, most notably, 

health insurance. While it may be a time of 

transition for insurance brokers and carri-

ers, industry leaders are hopeful that sta-

bility will quickly follow. Recently, insurance 

executives met at the the Las Vegas offices 

of City National Bank to discuss new de-

velopments and the health of the industry.

 Connie Brennan, publisher and CEO 

of Nevada Business Magazine, served as 

moderator for the event. These monthly 

meetings are designed to bring leaders to-

gether to discuss issues relevant to their in-

dustries. Following is a condensed version 

of the roundtable discussion.

WHAT ARE THE 
CHALLENGES OF 
INSURANCE TODAY?
MARY THOMPSON: We’re not insurance bro-

kers like the days of old. We’re advisors. How 

do you advise when you don’t know? The 

clarity is one of the biggest issues. The ex-

pectations that have been set I don’t believe 

are real. We have to deliver a little more of a 

reality check to our clients, which is tough.

C
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HOW IS AUTO 
INSURANCE 
CHANGING?
LEAVITT: The auto liability loss ratios have 

been very poor the last handful of years, 

essentially resulting in higher auto li-

ability premiums. It’s nationwide, but it is 

more severe in Southern Nevada. There 

was an article in the [Las Vegas Sun] that 

said from the first three quarters of 2015, 

there were 8,500 collisions as reported to 

the police department. In the first three 

quarters of 2016, that number was up to 

13,500. There’s more accidents happen-

ing. Also, with these vehicles, they’re a 

little bit more complex nowadays. They 

cost more to fix. We’ve got distracted 

drivers. There’s a lot of different things 

combined.

CROPPER: You can drive on any freeway 

or any street in Las Vegas and just look at 

the people you’re driving around. Three 

out of four are on the phone. They’re 

texting, looking at their phone, checking 

emails. Everybody’s guilty. 

THOMPSON: The auto industry is in trou-

ble. People aren’t expecting it. As much 

as we try to deliver that information, it’s 

going to be worse before it gets better in 

the auto [industry], which is detrimental 

to business owners, especially ones that 

have large fleets. The marketplace is re-

ally tough right now. 

KAERCHER: In real estate, you always say 

“location, location, location”. In insurance, 

it’s “statistics, statistics, statistics”. Un-

derwriters will get the statistics of losses 

and exposure and automobile losses are 

going up. Premiums are related to that. 

The insurance industry is a huge con-

sumer protector, too. They have the same 

desire the client does. How do we prevent 

claims? If you don’t prevent claims, then 

you become a statistic and your premium 

is going to be based on that. That’s very 

important for the public to know.

COMMISSIONER BARBARA RICHARDSON: 

We’ve seen a significant increase in staged 

accidents. Usually they come into an area 

until it gets cleaned out by the local police 

departments and some of the local fraud 

units, then they’ll go somewhere else. I 

think they’re here now. A staged accident 

is where you know people in the other cars. 

You’ve got three or four people in the back 

of your own vehicle and you hit the other 

car. It’s usually done with cars that already 

have damage on it, so they’re not actually 

going to fix the car. Everybody inside all of 

a sudden has soft tissue damage so there’s 

bodily injury claims that aren’t provable. 

Nobody shows up to make sure who was 

in the car and make sure that the accident 

scene was taken care of. All of these peo-

ple put a claim in so a little bump between 

two people who know each other and did 

this on purpose is now $40,000 or $50,000 

worth of claims.

CROPPER: A common occurrence is you’ll 

have an individual who’s not complicit. 

They’ll be driving and you have two ve-

hicles that will come after. The first ve-

hicle will pull in front of that vehicle and 

the next vehicle will pull up alongside of 

it. The vehicle in front will slam on their 

brakes and that person is all of a sudden 

not given the ability or time to react. You 

have no way to exit out of that lane be-

cause someone has come up alongside. 

The side car then exits and takes off. The 

car in front is now rear ended and you’re 

at fault. Any time you hit somebody from 

behind, you’re at fault.

DAHAN: We can’t forget that we have 

42 million tourist a year that are driving 

around this community. That creates an 

environment where there’s distraction, 

not just people on cell phones, but tour-

ists trying to figure out if they’re going 

right or left while the rest of the commu-

nity is trying to get to work. We’ve always 

had an environment that is going to reflect 

some of that. We have a lot of contributing 

factors.

STOCKING: I think one of those contribut-

ing factors is that a lot of people are car-

rying lower limits because they can’t af-

ford the higher limits, which causes more 

attorneys. The people who are underin-

sured cause backlashes as well.

THOMPSON: The thing that’s happen-

ing is, an individual has a lower limit and 

they’re staging [an accident] with a truck 

[that has a logo]. All of a sudden your in-

dividual insurance isn’t going to cover 

their damage, so they’re going after the 

business insurance even if the business 

insurance isn’t at fault. In the past, work-

ers comp was the sole remedy, but now 

the attorneys have figured out a way to 

get a claim on your company’s business 

truck as well. In the past, we’d always ad-

vise our clients to have uninsured/under-

insured motorist [insurance]. Don’t have 

the owners on there and don’t get un-

derinsured motorist [insurance] because 

they’re going to double zing you, which 

is so opposite of what we used to do in 

an advisory role. Now you have to at least 

warn them that that’s exposure every 

time their vehicle is on the road. They’re 

at risk because the attorneys are telling 

that injured worker that they can come 

after [the business].
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DAHAN: It’s not an issue between the build-

er that can fix something and the resident 

that’s legitimately asking for a repair. It’s 

the fact that the litigious aspect of this is 

having an insurance company that doesn’t 

want anybody to touch it and an attorney 

that’s telling everybody this is what you’ve 

got to do. It’s so complicated. Unfortunate-

ly, I don’t know where the leadership on this 

comes from.

LEAVITT: From our perspective, it seems like 

it has been effective, though. You take out 

the incentive for that attorney to jump in 

there and see the big paycheck.

CROPPER: That’s the biggest issue. If an at-

torney doesn’t see it profitable, they’re not 

going to take the case. Until they see a way 

to make money on trying the cases and get-

ting defense costs and all that, they won’t 

even bother. They won’t take the case.

LEAVITT: The pendulum swung to the other 

side. Now that we have different control in 

our legislature, we’ll see what happens.

HOW DO YOU EXPECT 
THE AFFORDABLE 
CARE ACT TO 
CHANGE?
RICHARDSON: The Affordable Care Act 

(ACA) is going to affect both large and 

small businesses just as much as it’s going 

to affect the consumers who were getting 

individual purchases.

CROPPER: I don’t think the rates are go-

ing to come down, but I do think they will 

not go up as much as they have been the 

last two or three years. A large majority of 

people who were uninsured are now insured 

and used the heck out of their insurance 

and are now stable. They’ve been seen and 

treated and may not be causing the claims 

that they were in the first few years of the 

ACA. The problem is that never in the his-

tory of America has a benefit been given and 

then taken away. Trump is smart enough to 

realize you can’t just repeal this thing and 

WHAT IS HAPPENING 
WITH CONSTRUCTION 
DEFECT IN NEVADA?
KAERCHER: They reduced the time of re-

porting a claim from 10 to six years, which 

is good. That helps out a little bit. I don’t un-

derstand it because if you buy a product, if 

something’s wrong and you put an attorney 

in the middle of it, you can’t repair it. It causes 

a lot of problems and I think that’s what hap-

pened with the construction-defect in our 

state. It has caused a lot of problems.

LEAVITT: It took out the ability for an attor-

ney to recover damages from the settle-

ment. It also defined construction defect 

with a lot more narrow of a definition. I 

don’t know what everybody else is see-

ing, but we insure a lot of contractors and 

we’re not seeing a whole lot of construction 

defect claims come through recently, so it 

seems like it’s been effective. It hasn’t re-

ally been tested in court so you don’t see a 

lot of insurance companies jumping in the 

marketplace again, although they’re talking 

about it and waiting.
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scrap it and go back to a private market. He 

doesn’t want to eliminate preexisting limita-

tions and exclusions, but he wants to get rid 

of the mandate. You can’t have it both ways. 

What’s going to happen is a really big prob-

lem that was created by one political party 

is going to be hung around the neck by the 

next political party because their hands are 

tied. They can’t get rid of it and they can’t 

change it enough to make it work.

DAHAN: I think it’s going to be repealed, 

actually. We’re going to have to come to 

the realization that, politically, that’s one 

thing. What needs to be done is for the 

sake of this country. There needs to be 

an adjustment of this whole healthcare re-

form act. It has to be repealed. The repub-

licans are going to be able to go around 

and at least repeal something, if not just 

the name of it. I’m originally from France 

where we have social medicine. It doesn’t 

work. It can happen there, but it’s not 

going to happen here. What needs to be 

replaced is the idea that you can do this 

without a high-risk pool. That’s what we’re 

supposed to do. We’re supposed to ad-

dress risk and not run away from it. The 

problem is that most of the people that 

went with the ACA are on Medicaid. That’s 

where we have to address that issue. If it 

is replaced, I hope it is replaced with a dia-

logue, at the very least. The problem is the 

businesses are constrained with health-

care reform. 

CROPPER: In the White House, the idea 

was, we have too many people who are 

uninsured. We have too many people who 

can’t afford insurance. We get them cov-

ered. The problem with the legislation is it 

didn’t address the biggest problem, and 

that’s where people disagree. Maybe the 

biggest problem was that enough people 

weren’t insured. My opinion is the delivery 

of healthcare is too expensive. Pharmaceu-

tical costs are way too expensive. The lack 
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of technology, streamlining information and 

communication is not there. You can’t do 

anything. You can repeal, you can replace, 

you can make changes, but unless you 

change the amount that it costs, insurance 

will always go up.

RICHARDSON: Everybody is talking about 

repeal and replace, but that’s a big picture. 

Those are big words for something that’s 

very complicated. In Washington, they’re 

thinking about piecemealing it out so you 

can actually understand what you’re trying 

to get through. In this case, in this section, 

replace it with this and this. Also, [they’re] 

working with business people and the 

states. One of the problems is the federal 

government did a lot of this without work-

ing with the states, so there was not a lot of 

feedback from the communities.

JOHNSON: There’s going to be some change. 

There has to be. It’s just not working the 

way it is. They may rename it or something 

like that, but they can’t take it away.

EDITOR’S NOTE: By a show of hands, half 

of the attendees indicated that they be-

lieved the ACA would be repealed.

WHAT ADVICE ARE 
YOU GIVING YOUR 
CLIENTS?
CROPPER: You can’t give advice. Honestly, 

this is a table of some of the best profes-

sionals in town and not one of us can tell 

you, definitively, that something meaningful 

can happen because you just don’t know. 

There’s no certainty.

DAHAN: Your advice certainly would be 

cautionary. It would be to keep following 

the rules because that’s what you have 

to do. Unfortunately, we’re the bearer of 

that message. That’s a big hardship and 

we have to tell them to follow the guide-

lines and do reporting and everything else 

that they have to do. I think they should 

feel optimistic. I am optimistic that, at the 

very least, we are going to get engaged 

in this discussion. We never thought the 

ACA would happen. It happened, so I’m 

not going to think that it’s not going to be 

replaced. Things evolve.

IN BRIEF

According to career site, Zippia, the 
fastest growing job in Nevada is electrical 
and electronic equipment assemblers. Of 
the top ten fastest growing jobs, most were 
in manufacturing-related careers with 
physician assistants and taxi drivers also 
making the cut.
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Northern Nevada Explores
Mobility Technologies
A coalition of partners has launched a “living lab” in Reno, Sparks and Carson 
City called Intelligent Mobility. The project will explore solutions for safe, clean 
and efficient transportation with public transportation as the initial, primary focus. 
The University of Nevada, Reno is researching advanced autonomous systems, 
computer sciences, synchronized mobility robotics and civil engineering. Part-
ners on the project include the Regional Transportation Commission of Washoe 
County and their electric buses manufactured by Proterra as well as the Gover-
nor’s Office for Economic Development, the cities of Reno, Sparks and Carson 
City and the Nevada Department of Transportation, among others.

 Around the State

Las Vegas Breaks Tourism Record
According to data compiled by the Las Vegas Convention 
and Visitors Authority, Las Vegas has broken the city’s all-
time record of visitation growth with 42.9 million visitors 
in 2016. This is the third consecutive record-breaking year 
with 2015 seeing 42.3 million visitors. In addition, conven-
tion attendance also broke records in 2016 with 6.3 mil-
lion business travelers during the year. Tourism generates 
almost $52 billion annually in Southern Nevada.

Henderson’s Promo-Direct Recognized
Promo-Direct, a promotional product company based in Hender-
son, has received top honors for the third consecutive year. Top-
TenReviews, a rating and reviews firm that helps consumers choose 
software, business services and electronic products, ranked the lo-
cal company at the top of its list of promotional firm. Promo-Direct 
received a rating of 9.83 out of 10 possible points, achieving the 
Gold Award. The recognition seeks to acknowledge companies 
that excel within their industries. 

CCSD Schools Named Title 1 
Distinguished Schools
Two Clark County School District Schools (CCSD) 
have been named as National Title 1 Distinguished 
Schools by the National Title 1 Association. The 
Sandra L. Thompson Elementary School and the 
Walter Bracken STEAM Academy were cho-
sen for their educational advances in closing the 
achievement gap between student groups and ex-
cellence in serving special populations of students, 
respectively.

“In terms of what you want in a Mayor, Debra March 
is the real deal – the complete package. It is a trifecta. 

Debra is intelligent, thoughtful and she is fair. In my 
opinion any community in the country would be  

proud to have Debra March as their Mayor.”
THE HONORABLE RICHARD BRYAN

“Debra has demonstrated great leadership.  
The people’s interests have been Debra’s interests.  
She believes public policy should be transparent.”

THE HONORABLE BRUCE WOODBURY

DebraMarch.com

OVERWHELMINGLY SUPPORTED 
BY OUR COMMUNITY

PAID FOR BY FRIENDS OF DEBRA MARCH FOR MAYOR

COMMUNITY ENDORSEMENTS

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

Cimpress
The producer of mass customized prod-
ucts is set to open its first US manufactur-
ing operation in Reno with plans to hire up 
to 150 new employees to service more than 
17,000 customers worldwide. The compa-
ny produces for small and medium busi-
nesses, consumers, graphic designers and 
print sellers with a portfolio of more than 
20 brands. Cimpress customizes more 
than 46 million unique items per year 
across a wide variety of product categories 
with hopes of increasing that number.

CML Media Corp.
dba Mopro
Mopro, a technology company specializ-
ing in creating websites driven by artifi-
cial intelligence for small businesses, has 
planned an expansion into Las Vegas. The 
company expects to hire at least 400 em-
ployees in Nevada over a four year period 
with approximately 170 of those hired 
over the next two years with an average 
wage of $29.38 per hour. The total capital 
investment for the first year of operation 
is projected to be $496,000.

Mishimoto Automotive
This manufacturer and distributor of 
high performance cooling systems 
plans to open a distribution center in 
the Reno-Sparks area. The company 
will move their Ontario, CA opera-
tions to the new facility in Washoe 
County. The Delaware-based compa-
ny, founded in 2003, is best known for 
various automotive products such as 
radiators, air intakes and shift knobs. 
The company will fill 15 positions at 
the new facility.

Building a Team is Like Baking a Soufflé
sometimes you need a little divine intervention

Divine Events creates tasty and satisfying activities that help build exceptional teams. Our chef’s kitchen at Divine Cafe, in Springs  
Preserve, becomes a proving ground where your people can work together, achieve your objectives and savor their success.

6380 S Valley View Blvd, #316  |  Las Vegas, NV  89118  |  702.253.1400  |  divineeventslv.com  

http://www.divineeventslv.com
http://www.divineeventslv.com
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   Speaking for Nevada

he historic result of the 2016 election ushers 
in a new set of challenges, opportunities, and 
unknowns for Nevada businesses at the federal 
and state levels. Here, at home, Nevada bucked 

the national trend and once again gave Democrats control 
of both houses of the legislature. The result is two new leg-
islative majorities, along with a host of freshman chairs and 
freshman legislators with a new set of legislative priorities.
 Nationally, the election of President Donald Trump and a 
Republican majority in the U.S. Senate gives rise to a signifi-
cantly changed political environment that cannot be under-
stated. As Nevada is once again in growth mode, Nevada’s 
businesses will be tasked to navigate significant policy 
changes at the federal, state and local levels of government.
 Nevada businesses, many previously affected by the 
2015 Commerce Tax, should pay close attention to ad-
ditional tax conversations in 2017. As Nevada’s economy 
rebounds, increasing pressure on municipal governments 
will place Nevada’s property tax policy at the forefront of 
the 2017 legislative session. While there appears to be no 
appetite by the governor, nor by legislative leadership, to 
significantly alter the 2015 Commerce Tax, increased de-
mand for municipal services will generate a different tax 
conversation in 2017. Consequent tax policy will surely 
have the potential to impact Nevada businesses.
 Businesses in Nevada should also focus their attention on 
healthcare issues in the new political and regulatory environ-
ment. The Trump administration, along with a Republican 
Congress, have their eyes set on major changes to the Afford-
able Care Act (ACA). They are currently tackling, in a highly 
publicized internal debate, whether to immediately repeal 
the law, or to wait until there is a detailed plan to replace it 
at the same time. Regardless of the mechanism or political 
ramifications, there is little doubt that major policy changes 
will soon complicate state and local healthcare funding and 
access—including the possibility of block-granting Medicaid 
and allowing for insurance sales across state lines, which will 
surely influence the cost of insurance for businesses. 

 The state is also placing healthcare at the top of its 
agenda for the 2017 legislative session. Legislative com-
mittees on healthcare are set to pay considerable at-
tention to reviewing the state Medicaid reimbursement 
rates. Nevada is currently struggling to recruit and re-
tain doctors and other providers, and Nevada businesses 
should pay close attention to policy changes in this realm 
as a strong and sustainable healthcare community is vital 
to the state’s economy.
 Additionally, Nevada will be in the national spotlight 
as it negotiates energy policy with an eye toward the fu-
ture. Executives should be prepared for a sweeping energy 
policy conversation as both houses have designated spe-
cial subcommittees to tackle the ever-contentious subject 
of energy legislation. 
 Hot-button energy topics will include Nevada’s renew-
able portfolio standard, and the controversial policies re-
lated to rooftop solar policy and large-scale deregulation 
of Nevada’s energy market. As national energy policy 
changes in the new federal environment, many will be 
looking to Western states, Nevada in particular, to set the 
tone for the future of energy policy.
 Finally, with the passage of Question 2, the ballot mea-
sure to legalize recreational marijuana, Nevada businesses 
must be prepared for the challenges that will surely come 
with recreational marijuana. With legalization comes per-
sonnel issues, compliance concerns and, for the hospital-
ity industry, guest-use questions. Question 2 offers little 
guidance as to how the measure applies to employers, so 
the burden will fall upon trade associations and individual 
companies to navigate this new world, and to seek redress 
in the legislature to clarify rights and responsibilities.
 The 79th session of the Nevada Legislature will com-
mence Feb. 6, 2017. The 120-day session will take place 
in the majority of President Trump’s first 100 days. Dur-
ing this memorable time, Nevada’s businesses will have 
numerous opportunities to help shape federal, state and 
local policy.

T

HISTORY IN THE MAKING

Alisa Nave-Worth, shareholder, Jodi Stephens, senior policy advisor and Kandis McClure, policy advisor
are with Brownstein Hyatt Farber Schreck.

NEVADA LEGISLATURE

THE 79TH SESSION OF THE NEVADA LEGISLATURE
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MOVERS & SHAKERS

Face
to Face

President & CEO
Clark County Credit Union (65 years in NV)

MATT
KERSHAW
Type of Business: Credit Union | Hails from: Sandy, Utah
11 years with company in Nevada | Based in: Las Vegas

“Work hard and
treat people like I
want to be treated.”

How did you first get
into your profession? 
My friend’s dad worked at a bank
and helped me find a job when I
was going to college.

What is your pet peeve?
The gobbling up of successful small 
businesses by large competitors
because of increased regulation.

What do you want your
legacy to be? 
As an organization we are true to our 
relationships by looking for solutions 
to provide our members/customers 
confidence and security.

What is the best moment
of your career? 
When I moved to Las Vegas after
graduation and took my career the
direction I wanted to go.

What business advice would
you give someone just
starting in your industry? 
The future of banking is much more 
than deposits and loans. The success in 
this industry will be founded not just on 
how well you can adapt to competition 
from other financial institutions, but also 
non-traditional competition from online 
lenders to Walmart.

If you could be any
fictional character, who
would you be and why?
MacGyver. He worked toward a 
solution and was creative in the way 
he accomplished it.

If you could have coined
a single phrase of wisdom,
what would it be?
Always take the opportunity to
do better than you did the last time.

When you were a kid,
what did you want to be? 
A banker, of course.

What was the toughest lesson
you’ve learned in your career?
That the economy goes up and down!

What is a little known
fact about yourself?
My wife and I are both the
fourth of eight children.

What is your motto? 
Work hard and treat people like
I want to be treated.

What is your favorite thing
about living in Nevada? 
That Las Vegas is a big place with
lots to do at any time, but also feels
close and connected.
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BANKING ON NEVADA

lenders to manage all loan types, com-

mercial and industrial, commercial real 

estate, Small Business Administration 

(SBA) and others, Ochal said. Going into 

2017, the institution had a loan pipeline of 

$25-plus million.

 In 2016, Bank of America provided more 

than $80 million in new credit to Nevada 

small businesses, a 49 percent year-over-

year increase, Welch said. Similarly, its new 

loans to commercial businesses statewide 

jumped 17 percent in the same period.

 Activity seems to be consistent across 

the various types of loans. For instance, 

Nevada State Bank originated an estimat-

ed $600 million in loans in 2016, which 

were evenly split in the three categories 

of consumer, commercial real estate and 

business lending, Shirey said.

 Competition among the banks to lend 

is great and pricing is competitive as a re-

sult, a trend that’s favorable for borrow-

ers. The more that banks lend, the bet-

ter it is for them because they survive on 

lending and investing, Aney said.

 “We like the fact that it’s controlled, at 

a pace that’s more sustainable than be-

fore the recession,” he added.

 In general, entities and individu-

als seeking loans and lines of credit are 

much more qualified for those today than 

they were, say, five years ago, Francl 

said. Businesses are performing much 

better, many of them now profitable with 

some capital for a down payment. As a 

result, they can demonstrate a record of 

profitability and ample cash flow to repay 

a loan, which is the main criteria.

 “It is certainly easier to underwrite 

businesses today,” Francl added.

 New on the regulatory front, by May 

2018, financial institutions must comply 

with enhanced due diligence standards 

born out of the Financial Crimes Enforce-

ment Network’s Beneficial Ownership 

and Risk-Based Customer Due Diligence 

rules, Ochal said. Under the new stan-

dards, banks must now identify and veri-

fy the beneficial owner(s) of a legal entity 

customer when a new account is opened. 

 In addition, the industry continues 

to await final guidance on the Current 

Expected Credit Loss model, a new ac-

counting standard for estimating poten-

tial losses inside a financial institution’s 

loan portfolio, Ochal added. The compli-

ance deadline keeps being pushed into 

the future.

Favorable
Lending Climate
 Business and consumer loan demand 

is up in Nevada compared to two years 

ago, Ochal said, due to a healthier econ-

omy. Yet, according to Gurgevich, growth 

in this segment has been slower to recov-

er than in other states. 

 Banks want to lend money. First In-

dependent Bank, for instance, lends in 

all commercial sectors, and to owner-

occupied companies and commercial in-

vestors, Francl said. It also provides con-

struction finance for subdivisions sold to 

a third party.

 “Our philosophy has been that we 

want to try to find a way to get deals 

done,” he added. “We’re hungry.”

 Officials at First Security Bank, to 

meet loan demand, assembled a team of 

 Cover Story
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First Security Bank of Nevada

http://www.xeroxvegas.com
http://www.nevadabusiness.com/?utm_source=PDF&utm_medium=PDF&utm_content=PDF%20PDF%20February%202017
http://www.nevadabusiness.com/2017/02/banking-on-nevada-stronger-in-recovery-mode/?utm_source=PDF&utm_medium=PDF&utm_content=PDF%20PDF%20February%202017
http://www.nevadabusiness.com/2017/02/banking-on-nevada-stronger-in-recovery-mode/?utm_source=PDF&utm_medium=PDF&utm_content=PDF%20PDF%20February%202017


45FEBRUARY 2017   NEVADA BUSINESS MAGAZINE

Interest Rate
Changes
 The Federal Reserve Board’s Fed-

eral Open Market Committee members 

raised interest rates in December by a 

quarter point to 0.75 percent and an-

ticipate three additional raises in 2017, 

which would help continue to fight infla-

tion, Aney said. Nevada’s bank execu-

tives expect additional increases, but 

even with those, the rates still would be 

“exceptionally low historically,” Shirey 

added.

 “On the heels of such a long period of 

low rates this should have mostly a nor-

malizing effect for the market,” Gurgevich 

said.

 For banks, slow, steady rate increas-

es will further increase their profitabil-

ity, Aney said. Those entities that were 

hedged favorably going into the hikes will 

end up with higher gross revenues. 

 For customers, it means better in-

terest rates on depository accounts, or 

greater return on their money, Francl said. 

As of 2016’s end, though, rates of return 

on accounts hadn’t increased yet, Shirey 

said, but banks want to offer competitive 

rates on those products.

 “Community deposits and customer 

relationships are truly the lifeblood of ev-

ery community bank,” Ochal said.

 Rising interest rates also mean borrow-

ing will become more expensive, which 

could impact the amount customers could 

borrow or what they could do, Francl said. 

Clients with a fixed-rate mortgage won’t 

be affected much, Shirey said. Those, 

however, with a product where the interest 

rate resets relative to the Fed’s rate hikes 

will see some small bumps up in the inter-

est they’ll pay.

Looming
Legislation
 A number of bills affecting the bank-

ing industry will potentially be addressed 

in this year’s legislative session, Gurgev-

ich said, which the NBA is tracking. The 

NBA represents and advocates for small, 

regional and large financial institutions, 

including industrial lending corporations 

with branches in the Silver State.

 One proposed bill supported by the 

NBA, SB62, would require instruction on 

financial literacy in public middle and ju-

nior high schools. 
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Open an account. Be part of a good thing.
Our account holders just shared a $3 million bonus dividend. 

That makes $56 million since 2001.

It’s cash for your loan payments, household bills, 
vacation money, or savings for college. 

We’ve been helping southern Nevadans get the cars and homes they 
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 The NBA is also in favor of 

two bills the Division of Finan-

cial Institutions of the Depart-

ment of Business and Industry 

drafted, which would convert 

savings and loan associa-

tions to savings banks (SB81) 

and revises provisions relat-

ing to foreign trust companies 

(AB61), as they’re in concert 

with the trade organization’s 

goal of boosting economic growth.

Key Industry
Challenges
 The Dodd-Frank Wall Street Reform 

and Consumer Protection Act, known as 

“Dodd-Frank”, was enacted in 2010 and 

caused the most significant changes to 

financial regulation in the U.S. since the 

reform that followed the depression, Ochal 

said. Dealing with Dodd-Frank and all of 

the other regulatory industry mandates re-

mains challenging and resource intensive 

in terms of staff and expense. Aney said 

it’s common for banks to have tenfold the 

staffing in regulatory departments than 

they did before the recession.

 “Regulation has been difficult,” Fran-

cl said. “It certainly creates a headwind 

for banks. It increases the cost of doing 

business.” 

 Additionally, regulations have forced 

some banks to stop offering certain prod-

ucts. This leads to diminished competi-

tion and increased costs and, sometimes, 

unmet financial needs for customers, 

Gurgevich said. 

 “We hope to see changes that allow 

customers to fit into the banking system 

and banks to be able to provide prod-

ucts and services they need,” she added. 

“Without change, it forces some custom-

ers into perhaps less safe options.”

 The NBA’s members support revision 

of parts of Dodd-Frank as opposed to 

a total repeal of the act. As 

such, they’re in favor of the 

Financial Creating Hope and 

Opportunity for Investors, 

Consumers and Entrepre-

neurs (CHOICE) Act, an intro-

duced federal bill that would 

roll back significant portions 

of Dodd-Frank.  However, 

what will happen this year at 

the federal level concerning 

not just Dodd-Frank, but also Sarbanes-

Oxley and other legislation and policies, 

is yet to be seen. 

    “We are all waiting to learn what the new 

administration might bring to the conver-

sation on banking regulation,” Gurgevich 

said.

 With more banks in the Silver State 

today than two years ago, competition 

is fiercer. In 2015, the NBA had 28 mem-

bers, as of the end of 2016, the associa-

tion had 31, Gurgevich said. 

 New nontraditional funding sources 

in the market, particularly in the northern 

part of the state, further exacerbate com-

petition, Francl said.

 “We’re getting inquiries on funds 

coming out of places like New York or 
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“We are all waiting to learn what 
the new administration might 
bring to the conversation on 

banking regulation.”

— Phyllis Gurgevich

Nevada Bankers Association Members

Bank of America   |  Bank of George  |  Bank of Nevada  |  Charles Schwab Bank  |  Charles Schwab Trust

Credit One Bank  |  Eaglemark Savings Bank  |  El Dorado Savings Bank  |  Farm Bureau Bank

First Independent Bank  |  First Security Bank of Nevada  |  Heritage Bank of Nevada

JPMorgan Chase & Co.  |  Kirkwood Bank of Nevada  |  Meadows Bank  |  Mutual of Omaha

Nevada Bank & Trust  |  Nevada State Bank  |  Plumas Bank  |  Royal Business Bank

State Farm Bank  |  Town & Country Bank  |  Toyota Financial Savings Bank  |  Umpqua Bank  |  US Bank

USAA Savings Bank  |  Valley Bank of Nevada  |  Wells Fargo  |  Wilmington Trust
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San Francisco that are looking to deploy 

all kinds of dollars here, whether it be on 

the equity or debt side,” he explained. 

“Everybody is trying to get a piece of 

that pie. The good news is there’s more 

activity so the pie is getting a little bit 

bigger.”

 A final challenge is finding qualified 

bankers in Nevada because many took 

jobs in other industries or left the state 

during the economic downturn. 

 “As we grow and need bodies, for us, 

finding the right people isn’t as easy as it 

used to be,” Aney said.

 Recruiting top talent, specifically in 

financial tech, must be a priority in bank-

ing, Welch said. In this regard, Bank of 

America continues to hire local talent 

through programs at universities, com-

munity job fairs and from the local pool of 

military veterans.

What’s to Come
 For customers, banks and bankers will 

continue to offer increased and upgraded 

technical capabilities for transactions and 

will provide more encounters for education 

regarding sound financial practices, Gur-

gevich said.

 For financial institutions, regulatory com-

pliance likely will remain a significant com-

ponent, both expensive and challenging, she 

added. However, due to the prospect for high-

er interest rates and an improving economy, 

Nevada’s banks should see more opportuni-

ties for lending and depository activity, Shirey 

said. This would result in greater earnings and 

growth, or in other words, continued recovery.

 “Overall, I’m pretty optimistic about the 

prospects for banking here in 2017,” Shirey 

concluded.
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Contact your account representative today to have an individualized
advertising package created based on your business’ needs.

Call 702.267.6327

O
nce again partnering with the City of Henderson, Nevada 

Business Magazine’s April issue will include an annual 

special report focusing on Henderson. The report will 

reach over 82,000 business decision-makers in the magazine 

and will be reprinted and used by Henderson’s economic 

development team throughout the year. 

CITY OF
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Francl
First Independent Bank
of Nevada

SAY WHAT

“President Obama created two new 
national monuments in Nevada and Utah, 
setting aside a total of 1.65 million acres of 
land, without the support of Congress. This 
unilateral land grab is the latest attempt 
for the outgoing president to add another 
layer of unnecessary federal control to our 
state … I am deeply disappointed at his last 
minute attempt to cement his environmental 
legacy by undermining local control of 
Nevada’s communities, and damaging our 
jobs and economy.” - Nevada Attorney 
General Paul Laxalt in late December
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the remainder of the equipment’s life. For 

2017, the rate is 40 percent, and there’s no 

cap to the amount of equipment you can 

expense.” 

 IRS Section 179 applies to used equip-

ment, allowing a business to take a first-

year expense up to $500,000. Congress 

made both of these changes permanent at 

the end of 2014. One of President Trump’s 

ciation,’ which allowed you to expense 50 

percent of the cost of new equipment in 

the first year, depreciating the rest over 

so it would be taxed at a lower tax brack-

et. If we really do get a 15 percent rate on 

corporate earnings, and self-employed 

people also get a 15 percent rate, that will 

flip-flop the tax strategy. It’s the opposite 

of what we’ve been telling people for 30 

years. In that case, we’d advise them not 

to pay themselves so much in salary, but 

to take it all in dividends.” 

 Anderson added, “It would be nice to 

have pass-through income taxed at a lower 

rate. You’d have a lot more left over after 

taxes so you could put more money back 

into your business.” 

 Another Trump proposal with wide-

spread support is to eliminate the federal 

estate tax, often called the death tax. 

 “Estate tax rates are currently very 

high, with the top tax rate at 40 percent,” 

said Koehler. “One proposal to replace it 

would treat an inheritance as a sale to the 

beneficiary, who would pay capital gains 

tax on it. That would be a big win because 

the capital gains tax rate is so much lower 

than the estate tax rate. And, there are 

ways to defer payment of taxes on capital 

gains, including using the 1031 exchange 

program.” 

 The Net Investment Income Tax, 

which went into effect on Jan. 1, 2013, 

taxes passive investment income at 3.8 

percent. Often called the Obamacare 

Tax because it was a way to raise funds 

for that program, it applies to individuals, 

estates and trusts with annual income 

above a certain level. “Even if Obam-

acare is not repealed, our sources in 

Washington think this tax may go away,” 

said Anderson. “It’s a real impediment to 

investment.” 

 Changes in the last few years have al-

ready given businesses some tax breaks 

for buying fixed assets like equipment. 

Wilcox explained, “To encourage compa-

nies to buy equipment during the reces-

sion, Congress passed ‘bonus depre-

CONTINUED FROM PAGE 15
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tax proposals would take this even further, 

according to Koehler. 

 “One exciting proposal is to replace 

the current depreciation framework with 

a system that allows businesses to ex-

pense the entire cost of the asset in the 

year it’s purchased,” he explained. “If 

that’s enacted this year, it would be a 

huge win for businesses, and the second 

half of 2017 would be one of the great-

est economic years we’ve seen in a long 

time.”

Best Bets
for the Future
 Because of the uncertainty, business 

owners and their tax advisors have been 

forced to adopt a “wait and see” attitude as 

far as tax planning is concerned. 

 “Right now we’re in a holding pattern, cir-

cling at 15,000 feet over the airport,” said Nel-

son. “We’re just waiting for the tower to say, 

‘Here are the new rules. It’s okay to land now.’” 

 Although Nevada tax changes would 

have to be decided before the end of this 

session, it may take much longer for any 

federal changes to take place. Nelson 

pointed out that, although President Rea-

gan promised to reduce taxes when he 

took office in 1981, his Tax Reform Act 

wasn’t passed until 1986, and he added, 

“The devil is always in the details.”

 Political realities also need to be con-

sidered. Trump must deal with Congress, 

and even though the GOP has a majority 

in both houses, they’ll have to broker deals 

both within their ranks and with Democrats 

in order to forge a new tax policy. 

 “Congress will temper some of the more 

outlandish plans Trump proposed during 

his campaign, and we’ll end up with some 

very fiscally conservative and appropriate 

changes,” Koehler said.

 “Those of us on the tax side of things 

are somewhat optimistic these days,” said 

Anderson. Koehler concluded, “One way or 

the other, 2017 is going to be a very excit-

ing year. There will be a lot of opportunity 

for business owners who are prepared to 

capitalize on the positive tax changes.”
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SAY WHAT

According to a study by WalletHub, Las 
Vegas and Reno are among the least 
recession-recovered cities in the U.S. Las 
Vegas ranked 58 out of 62 in the “large 
cities” category and Reno ranked 155 out 
158 in the “midsize cities” category.
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FEDERAL LAND IS ABOUT CONTROL, 
NOT CONSERVATION

 Free Market Watch

n the final months of his presidency, President Obama used 
his executive authority to place millions of acres of western 
lands “off limits” to development — and big-government en-
vironmentalists cheered the move. 

 Certainly the protections put in place by declaring large 
swaths of western lands “protected” is a policy result that pleases 
the ecologically concerned — but before they get too pleased with 
big government, they should consider what the precedent means.  
 After all, will these same cheerleaders for federal land-grabs 
be as enthusiastic about executive power if President Trump’s 
new administration decides to allow oil and gas exploration on 
millions of acres throughout the west? What if the new adminis-
tration puts large portions of federal land off-limits to wind and 
solar developers?
 All too often, the political outcomes of certain policies seem 
to earn more scrutiny — and praise — than the process by which 
such policies were implemented. 
 Among the pundits and politicians, conversations over fed-
eral lands seem to focus on whether or not such land should be 
protected — and while this is certainly a debate worth having, it 
misses the underlying issue regarding federal lands:
 “Should the federal government be in control of this land in 
the first place?”
 Protecting the environment, and reducing the federal govern-
ment’s control over western lands, are not two mutually exclu-
sive concepts. 
 After all, do environmentalists trust Trump to make “appropri-
ate” decisions about land development? Not likely. (Just as capi-
talists, industrialists and federalists didn’t trust Obama to put the 
concerns of local communities ahead of the environmental lobby.)
 In states like Nevada — where over 80 percent of land is 
controlled by the federal government — the debate isn’t as aca-
demic or obscure as it is to the East Coast elites who, for well 
over a century, have nevertheless disproportionately shaped pub-
lic land policy. That’s a major reason locals concerned about 
their local lands are not eager to see such control surrendered to 
distant political interests — regardless of who’s in charge in the 
White House.  
 A major misconception afflicts many members of the public 
on this issue — that if the federal government were to return 
control of these lands to the states, a sudden, destructive wave of 
“development” would ensue.

 Certainly, in some areas, oil and gas exploration, mining 
operations, solar and wind development and even urban sprawl 
might follow. 
 But the vast landscapes of the American West would not 
suddenly be paved over, drilled dry or mined empty simply be-
cause the federal government relinquished its control. 
 After all, federal bureaucracies don’t own the patent on land 
conservation — as their well-documented mismanagement has 
shown. It’s the communities that call the West their home that 
best respect the value of the region’s natural beauty. 
 Indeed, it is often these landscapes that bring people to the 
West in the first place. 
 Local communities truly care about their own backyard — 
which is precisely why locals, not DC bureaucrats or pandering 
politicians, should be in charge of the land. 
 The power-wielding politicians so eager, currently, to decide 
the future of western lands are often unable to even identify the 
areas on a map. 
 This was quite evident when the Obama administration — to its 
subsequent embarrassment — tweeted out the wrong landscape af-
ter creating the Gold Butte National Monument. Certainly, a tweet 
is not indicative of whether or not such protections for that land was 
a wise policy — but it did demonstrate just how disconnected from 
the local community these decision-makers actually were. 
 Not only does this dynamic disenfranchise the very citizens 
who call these lands home, but it fosters environmental cor-
ruption and cronyism. Rather than local governments dealing 
straightforwardly with their voters, we have posturing pols abus-
ing an ignorantly drafted and destructive 1906 Antiquities Act. 
 Currently, access to Western lands — whether for solar 
companies, mining companies, researchers, environmentalists 
or other corporations — gets doled out by politicians and bu-
reaucrats to special interests. In states like Nevada, where so 
much of the land is controlled by federal agencies, this dynamic 
turns senators into czars over much of the state. 
 Nevada, like so much of the West, is an absolutely gorgeous 
place to live. And such beauty deserves both responsible devel-
opment and robust environmental protections. Balancing these 
two interests requires a serious and intelligent conversation. 
 But that conversation should be left to the individuals who 
live here — not political interests and lobbyists who live in 
Washington D.C. suburbs.

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

COMMENTARY
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SPENDING
POWER

By Jeanne Lauf Walpole

NEVADA’S RETAIL MARKET

enjoyed nine consecutive quarters of positive 

net absorption. 

 “Nevada is very pro-growth and has a 

population that has a lot of discretionary in-

come,” Richardson said, accounting for the 

state’s growth in retail.

Evolving Markets
 While retailers can enjoy the increasing 

demand for their products and services, they 

are still challenged by an ever-changing mar-

ket driven by new technologies and cultural 

changes.

 “Retailers need to be very aware of the 

intensification of online sales and how they 

are a growing share of the market,” said John 

Restrepo, principal at RCG Economics. “The 

future of retail is going to be largely in the on-

line space. Large scale distribution centers 

are becoming the new malls. Retail is moving 

away from the traditional shopping experi-

ence,” he added.

 At first glance it might seem that the Gal-

leria at Sunset is a traditional mall with its 150+ 

brick and mortar stores in 1,081,000 square 

feet of space. Today, however, it’s not enough 

to offer a large variety of shopping choices in 

a user-friendly location, according to Budny. 

In order to compete with the online shopping 

experience, retailers are focusing on custom-

er service to attract people to physical stores 

and build brand loyalty. Buyers will browse on-

line, but many will want to touch and see the 

product before buying. “You want to touch the 

cotton [for example],” Budny explained. 

 When the customer arrives at a store, the 

retailer is able to present the product they’re 

looking for and deliver it in a comfortable at-

mosphere with welcoming service. Stores 

are being designed with comfort and conve-

nience in mind. Far from resting on their lau-

rels as shopping destinations, successful mall 

owners and managers are constantly seeking 

new ways to enhance a trip to the mall. 

 In fact, some traditionally online retailers 

are moving forward with brick-and-mortar 

stores with an emphasis on an online/in-

person experience such as Apple, Amazon 

and others.

 In addition, advances in technology have 

enabled retailers to customize the shopping 

 Building Nevada

WITH the peak holiday spending in their rear-

view mirrors, Nevada retailers say they are 

cautiously optimistic about continued growth 

in 2017. 

 “Retail is trending positive. I’m conserva-

tively bullish and would be happy with one 

to two percent growth next year,” said Kevin 

Budny, senior general manager of the Galle-

ria at Sunset in Henderson. “We were com-

parable to 2015 this past holiday season,” he 

said.

 Property developers also report positive 

trends in the retail market as the Silver State 

continues to experience moderate growth. 

 “We’re really pushing closer to the peak 

pricing which was in 2005 to 2007,” said 

Chris Richardson, CCIM, director at Logic 

Commercial Real Estate. “Retailers are look-

ing at opportunities and donut holes where 

they don’t have market coverage and devel-

opers are helping accommodate them. We’re 

seeing one- to five-acre developments pop 

up,” he explained. 

 The Las Vegas market improved in the 

third quarter of 2016 as the vacancy rate 

dropped from 8.6 to 8.2 percent, accord-

ing to The Costar Retail Report. The latest 

figures (Q4, 2016) from CBRE’s Marketview 

show that the Reno area’s retail market has 

Kevin

Budny
Galleria at Sunset
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experiences they offer their customers. With 

sophisticated point of sale (POS) systems 

that can store choices and preferences, 

store owners can personalize the services 

they offer. 

 “We can capture a lot of information at the 

transaction point,” Budny said. “It’s about how 

you can make a customer feel.” 

 Consideration is also given to the variety 

of wants and needs depending on age differ-

ences. “Boomers and millennials won’t shop 

at the same stores,” Budny added.

Emerging Trends
 While shopping will, for now, remain the 

core of retail development, one of the hottest 

areas of growth is the food industry. 

 “The main trend continues to be food,” 

said Shawn Smith, vice president at CBRE 

in Reno. “There’s big activity in QSRs (quick 

service restaurants) and sit down restaurants. 

There are new concepts in food, such as gour-

met burgers. You’ll always need your grocery 

store or your restaurant.” 

 Like other segments of retail, grocery 

stores and restaurants are also evolving in 

both product and service. One example is 

Starbucks who has pushed customers to 

order and pay through their mobile app by 

offering incentives and a rewards program. 

Customers using the app must essentially pay 

with a refillable gift card in order to be eligible 

for rewards.

 “We’re becoming more of a conve-

nience-based population. We want good 

food, but we don’t want to get out of our 

car or go somewhere to get it. Because of 

that search for convenience, we’re seeing 

the emergence of such things as UberEats, 

PostLets and other delivery services,” 

Richardson said. 

 More and more restaurants are includ-

ing drive-ups and take-outs in their loca-

tions. Grocery stores are offering more pre-

pared meals that simply require heating in a 

microwave. Technology is also revolution-

izing the entire restaurant experience as 

customers can check menus, order food, 

pay the bill and play games using computer 

devices right on the table. 

 With 11 existing locations and three more 

under construction in the Las Vegas area, 

Café Rio has been very successful in riding 

the food evolution that has dominated restau-

rants in recent years. Since opening its first 

location in 1997 in St. George, Utah, the com-

pany has capitalized on an increasing demand 

for healthy food. With a policy of serving food 

that is made fresh every time, the company 

has grown to 85 stores in 12 states. 

 “There’s been a creation of a fast, casual 

segment that’s another food experience,” said 

Don Lewankowski, chief development officer 

for Café Rio. “People are a lot more sensitive 

in how they spend their discretionary income. 

There’s a lot of higher quality food on a fast 

food level. With the quality of food going up, 

people are eating out more.”

 In scouting new restaurant locations, Café 

Rio quickly learned that the Las Vegas market 

was a good match to their criteria. “The demo-

graphics of Utah are different than other mar-

kets. It doesn’t have the same diversification 

[as others],” Lewankowksi said. “Las Vegas is 

similar to Utah and modeled out very well.”

 Another surprising, yet important growth 

segment of retail development is healthcare. 

 “Medical is primary in repurposing,” Smith 

said. 

 Dignity Health is going up with a half 

dozen new locations in the Las Vegas area. 

Additionally, CareNow Urgent Care has 

pushed for prime retail spots. In Reno, Re-

nown Health is popping up with new lab, 

doctor and urgent care facilities in shop-

ping center spaces that may have been 

vacant for a number of years. Healthcare 

providers are reaching out to empty retail 

space in an effort to bring services closer 

to where their patients live. Caughlin Ranch 

residents in Reno, for example, now see the 

signature purple Renown sign hanging on a 

former restaurant location in the Caughlin 

Ranch Shopping Center.  

Know the Market
 The hunt is always on for the right mix be-

tween established businesses and new stores 

and brands, especially when it comes to tradi-

tional shopping locales.

 “We want to attract the best retailers to the 

mall,” said Budny of Galleria. “We’re always 

working to bring in something unique.” The 

mall recently threw out the red carpet to World 

of Beer, A’GACI Shoes and BoxLunch for their 

inaugural launches in Nevada. “It’s a huge bal-

ancing act. You have to keep your finger on 

the pulse,” he said.

 Since opening in 1996, the Galleria at Sun-

set has also served as a gathering place for 

the surrounding community. Management 

actively continues to capitalize on that with 

an ambitious program of events and activities 

that draw people to the location. From mall 

walking to craft shows and non profit events, 

the goal is to be a place where guests make 

memories instead of just shopping.

 As large restaurant corporations and retail 

centers work to adapt to a fast-changing mar-

ket, even “mom and pop” entrepreneurs are 

striving to cater to a changing demographic. 

 A self-proclaimed foodie and wino, Aly-

sia Peters entered the risky world of retail 

as the owner and operator of We Olive & 

Wine Bar Reno two years ago. Her passion 

for fresh food and a healthy lifestyle that in-

cludes olive oil has been the driving force in 

her business. Like Budny, she focuses on 

offering outstanding customer service in an 

uplifting atmosphere. 

 Building Nevada RETAIL MARKET

Alysia

Peters
We Olive & Wine Bar Reno

Shawn

Smith
CBRE, Reno
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A rendering of the proposed National Football League stadium as created by MANICA Architecture. 

The stadium is projected to cost almost $1.9 billion and seat 65,000 spectators with the ability to 

expand to 72,000 seats. The proposed stadium would be domed and air-conditioned.

Photo provided by MANICA Architecture

 And, like Budny and other malls through-

out the state, Peters hosts special events to 

build customer loyalty and add interest and 

excitement to her location in Northern Ne-

vada. “You really get to know your custom-

ers,” Peters added.

Looking to the Future
 As they look to the future, Nevada retailers 

exhibit an upbeat mood about general eco-

nomic conditions as well as specific situations 

in their communities. 

 “There are a lot of positive factors in 

Southern Nevada now. We’re looking at pro-

fessional sports teams, new properties on the 

north Strip, new master planned communities 

with the retail that will service them and many 

other components,” Richardson said. 

 Las Vegas movers and shakers are excited 

about the possibility of having professional 

sports teams come to town. Proponents say 

the teams would not only give the area good 

publicity, but would stimulate the economy, 

especially retail.

 Restrepo worries that the hype surround-

ing the potential acquisitions has caused pro-

ponents to believe that, because Las Vegas is 

unique it can overcome any attendance and fi-

nancial calculations that might show it doesn’t 

meet certain requirements. He says he doubts 

that the Raiders will come, but that there’s a 

50-50 chance that a stadium could be built 

and used by the University of Nevada, Las Ve-

gas (UNLV). 

 “The challenge is that you’re asking the 

Raiders to move from a city that’s larger and 

with three times more household income [than 

Las Vegas],” he said. Restrepo doesn’t believe 

that the addition of an NFL stadium in and of 

itself would greatly impact the economy.  

 With or without the teams, growth marches 

along in an orderly fashion as business-friend-

ly Nevada continues to lure entrepreneurs and 

companies from neighboring California. 

 “A lot of this is that we’re becoming a 

Silicon Valley back office,” Smith said. He 

believes that if California passes a minimum 

hourly wage law of $15 that even more busi-

nesses will head over the hill to set up shop in 

Nevada.

 Success in retail will continue to depend 

upon being flexible, open-minded and forward 

thinking, according to people in the business. 

It’s also about building relationships and loy-

alties with customers and their communities. 

Giving back by volunteering and partnering 

with non profits has become an integral part 

of most successful business enterprises. “We 

want to have a greater impact on the commu-

nity by volunteering. I’ve donated money and 

thought about how to engage with the com-

munity,” Peters said.

 When the rubber meets the road, it be-

comes an educated guessing game as those 

in the retail business make decisions based 

upon what they believe future trends will be. 

 “As a consumer, we’re trying to understand 

what we like and what we don’t,” said Rich-

ardson. “Retailers are trying to get ahead of 

consumer trends and to be smarter. It will be 

interesting to see how things shake out in 2017 

and the next few years,” he concluded.
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DETAILS Construction is underway for Legacy 
Traditional Schools (LTS) in North Las Vegas. 
This marks the first location for the charter school 
outside of Arizona and will serve approximately 
1,260 students in grades K-12. The $20 million 
project includes an 80,717 square-foot facility 
housing 41 classrooms, offices, a gym, 
playgrounds, cafeteria and 90 parking spaces. The 
campus is slated for completion in August 2017.

Sale, Motel
ADDRESS 1873 N. Las Vegas Blvd., 89030
BUYER Adolfo Orozco
SELLER Pei-Ken and Yu-Li Tong
DETAILS 31 units; $32,258 per unit
APN 139-23-310-037
REP (BOTH) Brett Beck of Virtus 
Commercial

NW

Sale, Retail
ADDRESS 1941 N. Decatur Blvd. 89108
BUYER LMD, LLC
SELLER Ralphs Grocery Company
DETAILS 100,831 SF; $10,250,000
APN 138-24-703-002
REP (BOTH) Daniel Adamson of ROI 
Commercial Real Estate

Sale, Retail
ADDRESS 7083 W. Craig Rd., 89129
BUYER Craig 95 Holdings, LLC
SELLER Wells Fargo Bank N.A.
DETAILS 15,976 SF; $3,725,000
APN 138-03-701-003
BUYER’S REP Nelson Tressler and Michael 
Zobrist of Newmark Grubb Knight Frank

S

Sale, Multi-Family
ADDRESS 4240 Boulder Hwy., 89121
BUYER The Siegel Group Nevada, Inc.
SELLER DWCL VII, LLC
DETAILS 126 units; $36,111 per unit
APN 161-18-501-004

SW

Sale, Office
ADDRESS 2001 S. Jones Blvd., 89146
BUYER SK Jones Las Vegas Holdings, LLC
SELLER Business West, LLC
DETAILS 14,800 SF; $1,650,000
APN 163-02-721-005
BUYER’S REP Cameron Glinton of Marcus 
& Millichap
SELLER’S REP Tina D. Taylor of Marcus & Millichap

E

Sale, Land
ADDRESS 2214 N. Pecos Rd., 89115
BUYER Oxford Investment Partners
SELLER Brian J. Horner
DETAILS 3.88 acres; $250,000
APN 140-19-101-015
BUYER’S REP Matthew Feustel of Virtus 
Commercial

Loan, Motel
ADDRESS 4288 N. Nellis Blvd., 89115
LOAN OFFICER David Blum of NorthMarq 
Capital
DETAILS NorthMarq Capital negotiated 
the $3 million refinance of La Quinta Inn 
and Suites, a 59-room motel near the Las 
Vegas Motor Speedway. The transaction was 
structured with a 6-year term on a 25-year 
amortization schedule.

H

Sale, Office
ADDRESS 168 N. Gibson Rd., 89014
BUYER MCA Realty, Inc.
SELLER Holdco One Sub#1, LLC
DETAILS 29,988 SF; $3.1 million
APN 178-14-111-020
BUYER’S REP Ryan Martin, CCIM, SIOR 
and Taber Thill, SIOR of Colliers International
SELLER’S REP Charles Moore and Marlene 
Fujita-Winkel, CCIM of CBRE

N

Project, Other
ADDRESS NEC of La Madre Way & Valley 
Dr., 89031
CONTRACTOR OF RECORD Burke 
Construction

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

Sale, Industrial
ADDRESS 3475 & 3515 W. Post Rd., 89118
BUYER Diamond Southwest Industrial Park
SELLER Diamond Post, LLC
DETAILS 42,332 SF; $6.3 million
APN 162-32-415-003
SELLER’S REP Mike DeLew, SIOR and 
Greg Pancirov, SIOR of Colliers International

Sale, Multi-Family
ADDRESS 9242 W. Russell Rd., 89148
BUYER The Bascom Group
SELLER Tilden-Spectrum, LLC
DETAILS 252 units; $152,183 per unit
APN 163-29-411-000
SELLER’S REP Patrick Sauter and Art Carll 
of NAI Vegas

Loan, Office
ADDRESS 10777 W. Twain Ave., 89135
LOAN OFFICER Bill Skupa of Logic Capital 
Markets
DETAILS The loan of $10 million was 
arranged for 67,423 SF of office space for 
Town Center 1, LLC and utilized to refinance 
existing debt. It was structured with a 3.5-
year term and 25-year amortization schedule 
with 3.55 percent interest rate.

WC

Sale, Retail
ADDRESS 8040 S. Virginia St., 89511
BUYER Wen Family Investments, LLC
SELLER Quail Park South, LLC
DETAILS 14,681 SF; $4.1 million
APN 164-460-05

Sale, Industrial
ADDRESS 945 Spice Islands Dr., 89431
BUYER 945 Spice Islands, LLC
SELLER Northwestern Mutual Life Insurance
DETAILS 90,101 SF; $4,033,402
APN 034-152-09

Sale, Other
ADDRESS 2500 Valley Rd., 89512
BUYER Reno Student Housing DST
SELLER Sterling – Reno 2 LLC
DETAILS 49,490 SF; $70 million
APN 004-130-88

2500 Valley Rd.

DEAL TRACKER
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qualified to help you analyze data, mitigate risk, and make 
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analysis of your opportunities whether you own, lease, or invest. 
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SOUTHERN NEVADA NORTHERN NEVADA

 A combination of large multi-property 

acquisitions from institutional investors, 

homegrown investment and owner-user 

purchases and positive net absorption 

stemming from several large, big-box lease 

transactions is giving Northern Nevada ex-

citing momentum heading into the new year.

 Unlike the previous quarter where the 

North Valleys submarket led the charge in 

gross absorption, this quarter it was the 

I-80 East Corridor with three transactions 

accounting for 43 percent of the gross ab-

sorption.

 Top notable lease transactions included 

Fedex Ground who leased 343,447 square 

feet in a new distribution facility and auto 

parts supplier, Daehan Solutions Ameri-

ca, occupied 323,520 square feet of the 

589,520 sq. ft. former Amazon building in 

Fernley. At the Tahoe Reno Industrial Center, 

Tesla leased the balance of 201 Ireland Drive 

(304,500 sq. ft.) for additional indoor storage 

during construction of the gigafactory. 

 The thriving quarter wrapped up with 

2,259,746 square feet of gross absorp-

tion,  1,011,271  square feet. of new deliver-

ies, concluding 1,248,475 square feet of net 

absorption and a  5.74 percent vacancy rate. 

 The fourth quarter of 2016 saw another 

large disposition by Global Logistic Prop-

erties, who sold 1,170,000 square feet in 

the Sparks submarket to Westcore Prop-

erties. Second to that sale was another 

multi-building deal in the Sparks submar-

ket. Mancini Properties Inc purchased four 

buildings on Dunn Circle for $3,550,000 

($57 p/sf). 

 The Las Vegas Valley’s overall industrial 

vacancy rate in Q4, 2016 was 4.8 percent. 

Since Q3, 2015 the Valley’s industrial market 

rate has been at full occupancy and has been 

absorbing new space while remaking the ex-

isting inventory to accommodate larger space 

demand. 

 Q4 saw 2,045,634 square feet of complet-

ed space, all of it in the warehouse/distribution 

product type. These projects were the 452,170 

square-foot Henderson Freeway Crossing, the 

410,640 square-foot North 15 Freeway Dis-

tribution Center 1-2, the 248,126 square-foot 

Building 1 and the 558,276 square-foot Build-

ing 2 of the Northgate Distribution Center, 

the 211,188 square-foot Beltway Distribution 

Center and the 165,065 square-foot Parc Post 

warehouse/distribution center also located in 

the Southwest submarket. This brought the 

Valley’s industrial-base up to 114.3 million 

square feet. 

 Net absorption was positive for the third 

quarter in a row after negative absorption in 

Q1, 2016. For Q4, absorption picked up steam, 

more than doubling from the previous quarter 

with 2,357,286 square feet. On a year-over-

year basis, net absorption was +3.3 million 

square feet. 

 There were 4.4 million square feet of space 

under construction in Q4. Fourteen of the fif-

teen projects comprising this space are of 

the warehouse/distribution variety and four of 

those projects are more than 400,000 square 

feet: The market ended Q4 with almost 7.4 

million square feet of industrial space in the 

planning stages with all of it of the warehouse/

distribution type.

 Commercial RE Report
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.S. real gross domestic product 
(GDP) for the third quarter of 2016 
increased at a 3.5 percent annual-
ized rate. The surprising upswing of 
real GDP in the third quarter reflects 

a surge in agricultural (soybean) exports and a 
rebound in business inventories. The consumer 
price index also showed the largest jump in two 
years at 1.7 percent. November housing starts 
fell significantly by 6.9 percent year-over-year, 
but the housing price continued its upward trend. 
With expectations for the new administration, the 
stock market hit an historic record and consumer 
confidence surged to its highest point in 12 years. 
At the same time, the economic policy uncer-
tainty index surged to higher levels, indicating in-
creased economic policy uncertainty. The dollar 
hit a 14-year high in December but is expected 
to be stronger in 2017 and 2018 with higher U.S. 
interest rates and a weaker global economy. 
 The Nevada economy saw a continued 
pickup in its economic activity based on the 
most recent data. Seasonally adjusted statewide 
employment gained 3,200 jobs in November. 
Gaming revenue in November decreased by 1.5 
percent compared to a year ago after a surge last 
month. Taxable sales and gasoline sales (in gal-
lons) in October continued to increase, up by 3.0 
and 2.6 percent, respectively, from October 2015. 
Total air passengers climbed by 3.3 percent year-
over-year. 
 The most recent data on the Clark County 
economy exhibited favorable signals for the 
economy. The unemployment rate edged down 
to 5.3 from 5.5 percent in November. Visitor vol-
ume and total McCarran passengers in Novem-
ber increased by 3.2 and 3.4 percent, respec-
tively, compared to a year ago, while November 
gaming revenue declined by 2.0 percent during 
the same period. Taxable sales and gasoline 
sales also climbed by 2.8 and 2.7 percent, re-
spectively, relative to last year. Residential hous-
ing permits and commercial permits rebounded 
remarkably by 58.5 and 86.4 percent, respec-
tively, from a year ago, while commercial permits 
remained low and volatile.
 Washoe County experienced positive sig-
nals on local economic growth. The unemploy-
ment rate fell and tied with the nationwide rate of 
4.6 percent in November. Even though taxable 
sales posted the weakest year-over-year growth 
in 2016, it still rose by 1.6 percent from its respec-
tive level from last year. Gaming revenue rose by 
1.1 percent from a year ago, while total air pas-
sengers and visitor volume experienced strong 
gains, up by 6.7 and 8.4 percent, respectively, 
year-over-year. Residential housing permits de-
creased by 3.3 percent from a year ago.

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

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

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

Stephen M. Miller, Director

Jinju Lee, Economic Analyst

UNLV Center for Business
and Economic Research
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What is your favorite
recreational place in Nevada?

“My favorite recreational 
place in Nevada is Mt. 
Rose Ski Resort. It’s just 
minutes from Reno, has 
the best snow and the 
friendliest employees of 
any Tahoe resort. Plus, 
you always run into a 
dozen locals that you 
know and love!”

“The walkways in 
Peccole Ranch are 
endless. I love to take 
walks with my daughter 
along the beautifully 
landscaped pathways 
that circle behind the 
homes of Peccole Ranch 
in Summerlin.  It’s so 
peaceful.”

“My favorite recreational 
place in Nevada would 
have to be Red Rock 
Canyon. Honestly, who 
can resist its beauty 
and being able to enjoy 
the outdoors hiking or 
horseback riding, pure 
enjoyment.”

“The Tahoe-Pyramid 
Bikeway. [The bikeway] 
will cover 116 miles along 
the Truckee River from 
Tahoe to Pyramid Lake 
when fully completed. 
Whether walking or biking, 
exploring Northern Nevada 
along the route is a first-rate 
family activity that never 
disappoints!”

“Valley of Fire is my 
favorite place to hike, 
explore, and lose myself 
in nature and its history. I 
enjoy taking visitors there 
because of their disbelief 
that something so grand 
is in our backyard.”

Dave Dworkin | Operations Manager 
Avision Young

Jeffery Stone | President/CEO
Back Office Remedies

Judy Davis Rounds | President/Owner 
Davis Rounds Advertising & Marketing

Susan Moreno | CEO
CVirtual

Dan Barnett | Chair, Vistage Advisory 
Boards, CEO/Owner
The Primavera Company

Dan Shaw | CEO
Integra Financial Services

“Nevada is an outdoor 
paradise. The Flume Trail 
at Lake Tahoe has some 
of the most awesome 
views on the planet. You 
can walk it, bicycle it 
and, this time of year, 
snowshoe it!”
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Your success is our success. That’s why 

we provide Nevada small businesses with 

the financial tools they need to help them 

start, grow and thrive. Convenient locations. 

Unsurpassed client service. Knowledgeable 

relationship managers you can trust and 

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

let’s work together.

 
BRING YOUR BANKING HOME.

BANKING MEANS BUSINESS 

Product terms and conditions apply.    

A division of ZB, N.A. Member FDIC     

nsbank.com  |  866.728.0461

http://www.nsbank.com



