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By Whose Authority?
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The Bundy Trial:
 Now that the Cliven Bundy trial has ended with a victory (at least temporarily) for the 
Bunkerville rancher, it’s time to ask what we can learn from this David-and-Goliath battle 
between a small businessman and the federal government. 
 Bundy had been running his cattle on federal land for many years, but in 1993 he 
stopped paying grazing fees to protest a BLM directive that limited his grazing area to 
protect the desert tortoise habitat. The feds now say he owes more than a million dollars in 
fees and penalties. Bundy claims that the federal government doesn’t have a right to own 
land, and that states own the land within their borders. In 2014, he and his sons and some 
armed supporters had a showdown with federal authorities trying to execute an order to 
round up his cattle. Threats were made on both sides, and many people feared it would 
turn into a shootout, which luckily didn’t happen.
 The result was federal felony conspiracy and weapons charges against Bundy, two of 
his sons and some militia members. Bundy spent two years in a federal detention center 
awaiting trial, but was released in January after U.S. District Judge Gloria Navarro tossed 
out the criminal charges because of what she called “flagrant” misconduct by federal 
prosecutors. The feds were so eager to punish Bundy that they repeatedly ignored the 
law, lied to the court and withheld evidence that could have harmed their case. 
 Think the federal government is out to protect our rights and enforce the law? The 
IRS has been caught illegally targeting conservative groups, the Clintons used the FBI 
to spy on the Trump campaign and the list goes on. One positive thing that came out of 
the Bundy case is that at least one judge believes the federal government should not 
be above the law.
 Cliven Bundy is no hero. He threatened federal marshals with weapons and encour-
aged others to resist law enforcement officers with armed force. However, it’s encouraging 
to see one man stand up against the almighty federal government and fight for the prin-
ciples he believes in, whether or not you believe his actions were justified. Many people, 
especially in Nevada, are sick and tired of being pushed around by the feds. 
 The federal government controls more than 80 percent of Nevada land, and it’s not just 
areas like the Test Site and Area 51. It’s also parcels of land right in our urban areas. Thou-
sands of acres are set aside to protect desert tortoises, pupfish, sage grouse and other so-
called endangered species, which often seem to get more protection than human beings. 
 The federal government is taking over more and more of our lives. If you own a bakery, 
you don’t dare refuse to bake a wedding cake for a gay couple. Catholic hospitals are 
threatened with legal action if their employees’ health insurance plans don’t cover abor-
tions. The EPA is likely to come calling if you break down a beaver dam on your property 
that blocks your access to drinking water. 
 Burdensome government regulations make it difficult for small businesses to suc-
ceed. One 2017 survey determined that the average small business spends $12,000 a 
year complying with government regulations, 44 percent of businesses spend at least 
40 hours a year dealing with federal paperwork, and 29 percent spend at least that 
much on state and local rules. Although President Trump is trying to roll back some of 
these regulations, it still seems like the federal government is a silent (and unwelcome) 
partner in everybody’s business.
 The Cliven Bundy case should remind us that it’s every American’s right to stand 
up for their principles, and that sometimes the little guy can win, even when the odds 
are stacked against him.

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.”

Fighting the Feds
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NEVADA’S Financial Institutions Division (FID) main-
tains and supervises Nevada’s banking industry. Ac-
cording to FID, the industry is growing stronger. 
 Some of the positive indicators include loan con-
centrations – those concentrations that indicate what 
loan growth is, what loan activity is actually taking 
place, and whether individual banks have too large a 
concentration in one area – are at 41 percent. Com-
mercial real estate loan concentrations averaging 700 
and 800 percent of capital caused the majority of fail-
ures in Nevada during the financial crisis, said George 
Burns, commissioner, FID. The Financial Institutions 
Division doesn’t like to see institutions exceed 300 
percent; 41 percent is good.

Nevada
Financial
Institutions
{By The Numbers}

By Jennifer Rachel Baumer

https://www.nevadabusiness.com/2018/02/banking-on-nevada-nevada-financial-institutions-by-the-numbers/?utm_source=APP&utm_medium=APP&utm_campaign=February2018APP
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 “That doesn’t mean that 
we’re not making commercial 
loans. Loan growth in the State 
of Nevada has been good,” 
said Burns. The first quarter of 
2017 saw 32 percent growth, 
primarily in commercial real 
estate. Residential real es-
tate, the other major consumer 
lending category, was up 21 
percent in the third quarter. 
“Our banks are lending, they’re 
just doing it a whole lot more 
conservatively.”
 That’s a good thing. So is the fact that 
bank earnings continue to increase. Pre-
tax return on assets is up 1.46 percent 
as of the third quarter of 2017, above na-
tional level. And the fact that the past due 
ratio, that measure of loans more than 90 
days past due in a bank’s portfolio, which 

shouldn’t exceed 3 percent, is currently 
at 0.61 percent in Nevada. 
 Nevada banks are well capitalized. 
“We have had one of the highest capital 
levels here in Nevada since the financial 
crisis,” said Burns. “Right now the av-
erage capital level in our institutions is 

10.79 percent, which is more 
than 2.75 above what is con-
sidered well capitalized.” 
   All good things. But, not ev-
erything in Nevada’s banking 
industry is robust, and some 
things are contradictory. 
While Nevada’s House Price 
Index went up 9.8 percent to 
the third highest in the West-
ern U.S. in October, the state 
ranks fourth in the same re-
gion for foreclosure starts.
  So, just how solid is Ne-

vada’s banking industry? Mostly, it’s on 
its way back. 
 “Specific to Nevada in 2017, [the bank-
ing industry] saw a significant increase 
in borrowing activity,” said John Guedry, 
CEO, Bank of Nevada. “Up until then, since 
about the time the recession ended in 

“Banks are lending, they’re 
just doing it a whole lot 
more conservatively.”

— George Burns,
Nevada Financial Institutions Division

BANKING ON NEVADA   Cover Story
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2008, there’s been a lot of deposit gather-
ing, companies building their balance sheet 
and staying liquid, but not a whole lot of tra-
ditional growth and acquisition.” 
 Borrowing/lending activity has been 
down for eight or nine years, Guedry said; 
over the last three years it’s steadily im-
proved. “But it’s been a long, slow crawl 
out of a very deep hole.”

 The latter half of 2017 saw Nevada’s 
banking industry start to change, with 
more activity from businesses invest-

ing, real estate growth and projects with 
companies hiring and using credit, all of 
which is expected to continue in 2018.

New Numbers
Interest Rates
 Jerome Powell takes the chair of the 
Federal Reserve in February. He’s expected 
to raise the 4.25 percent interest rate by a 
quarter point three times in 2018.
 Though raising interest rates increas-
es the cost of borrowing for business 
owners, it more ties in to their working 
capital, lines of credit and other finan-
cial dealings that are tied to floating 
interest rates and prime interest rates 
than they are in types of financing like 
real estate.
 “But certainly they’ll have an impact, 
and also continue to push up the inter-
est rates that depositors are receiving on 
their deposits,” said John Zaby, Nevada 
area president, Mutual of Omaha Bank, 
noting that interest rates on deposits in-
creased in 2017 and he expects them to 
continue to do so in 2018.
 “We haven’t seen a big impact on 
long-term interest rates. The Fed has in-
creased those short-term rates, hasn’t 
really pushed up mortgage rates or some 
of those long-term rates, so we haven’t 
seen a major impact on either our clients 
or to the banking industry,” said Terry 
Shirey, president/CEO, Nevada State 
Bank. “Usually when rates go up, bank’s 
margins increase. We haven’t seen that 
yet because those long-term rates have 
yet to rise.”
 “They didn’t have a lot of effect on 
pricing,” said BJ North, executive vice 
president, chief banking officer, Plumas 
Bank. “We’re not seeing interest rates 
going up on commercial loans, fixed 
rates, and it’s because the banks have 
so much money they’ve got to lend, and 
they want to get it out there. The hike is 
minimal, and doesn’t have a huge impact 
on the dollar perspective on the client be-

BANKING ON NEVADA   Cover Story
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cause a quarter point isn’t that significant 
as far as seeing it spread across 10 or 20 
years.” 
 While existing banks are talking about 
what’s new, Burns is talking about new 
banks. Last session, the Nevada Legis-
lature updated Nevada Revised Statute 
673, Savings and Loans (S&L) Associa-
tions. The law hadn’t changed since the 
S&L crisis in the 90s collapsed the ma-
jority of S&Ls. The reason for the over-
haul was to entice Federal Savings Banks 
to Nevada. Federal Savings Banks are 
smaller specialty banks that were tired of 
being subjected to the same regulations 
used for mega banks.
 One specialty institution is already on its 
way to Nevada under the new legislation, 
bringing its substantial asset portfolio.
 “That’s probably one of the major 
initiatives we’ve done here at FID from 
a business development point of view. 
We’re trying to open as many doors to 
entrepreneurial types of opportunity that 
we can in order to bring business into the 
state of Nevada,” said Burns.

Inevitable Numbers: 
Taxes
 Zaby doesn’t expect the new federal 
tax plan to have a direct effect on bank-
ing or on Mutual of Omaha Bank’s bal-
ancing financial statement, but from a 
standpoint of the small and mid-size 
businesses the bank works with, he ex-
pects to see a huge impact.
 “It’s going to put money back into 
their pockets for growth and expansion 
and for growing their companies, which 
I think will have a positive impact on the 
bank’s balance sheets, as far as our own 
growth.”
 “What I’m excited about is the impact 
to the business community,” said Shirey. 
“They’re going to have more cash as a re-
sult of the reduction in the tax rate, which 
will allow businesses to invest in growth. 
That’s a good thing for the business indus-

try, because banks are generally lending 
into growth, that’s how banks grow.”
 That’s how communities grow, too. 
Once it became clear the Federal tax plan 
would pass, Bank of Nevada rolled out rais-
es to employees making less than $75,000 
annually, increased contributions to 401K 
plans, increased its minimum wage, and 
expanded maternity leave.

Global Marketplace
Local Banks
 Even the smallest Nevada bank may 
work on a global scale if its clients do. While 
the Nevada banking industry may seem in-
sulated, there’s a potential for world events 
such as uncertainty over relations between 
U.S. and North Korea to have an effect. 

Imagine walking into a business where you are the owner. 
Just think how well you’d be treated. They’d say ‘hey’ and offer to 

help and then when there’s a profit, you get a share of it.

At Clark County Credit Union, account holders 
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*Not-For-Profit. CCCU shares excess earnings with member/owners in the form of better rates, more free services, and bonus dividends. 

Bonus dividends, declared by the board of directors, total $59 million since 2001 although there is no annual guarantee.
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 “Global affairs always have an impact, 
because it affects the stock market and 
the economy, trickling down if things 
happen,” said North. “From a commu-
nity bank perspective, I think we are not 
as vulnerable, but everybody has to be 
aware of global activity. That’s the dif-
ference between a smaller bank and a 
larger bank: We have more of a hands on 
[approach]. We really, really know the cli-
ent’s business, and it’s easier to get our 
arms wrapped around.”
 It makes more sense to concentrate 
on daily challenges like cybersecurity 
and regulatory compliance, Guedry said; 
those are things banks have some control 
over. “It’s not to say we bury our head in 
the sand, but we have very little control 
over those issues, so we try to monitor 
and watch what’s going on,” he added. 
“Beyond that, you prepare for the worst 
and hope for the best.” 

 “The banking business is seeing solid 
growth and opportunities as the economy 
and markets, especially the markets 
Mutual of Omaha Bank is in – high growth 
markets – continue to grow,” said Zaby. 

Local Banks
Local Numbers
 So do those high growth markets in-
clude Nevada? Maybe. “We’ve seen a lot 
of growth here in Southern Nevada and a 
tremendous amount of growth opportunity 
in Northern Nevada,” said Zaby. There’s 
strong growth in commercial real estate, 
especially multi-family projects, residential 

is picking up, and where medical groups 
are consolidating, banks are there lending.
 “People are looking at new equip-
ment and they’re looking at expansion 
and property improvement, more lines 
of credit because of larger contracts. So 
as far as the market requests, that’s what 
we’re seeing from industry and busi-
ness,” said North.
 They also saw a stall in 2017, where 
businesses that had been picking up 
steam and looking for financing put the 
brakes on and said they thought they’d 
wait a while longer. Whatever caused the 
lull, business has picked back up again. 
“The Nevada market is hot,” said North. 
 Manufacturing is growing statewide, 
and, in Northern Nevada, the transporta-
tion industry is heating up. Businesses 
are moving from California into Nevada, 
especially in the north, and while South-
ern Nevada may not be seeing as much 

BANKING ON NEVADA   Cover Story
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diversity as desired, still there’s a size-
able increase in the number of manufac-
turers, indicated Zaby.
 With the influx of new businesses using 
commercial industrial buildings, banks are 
lending on commercial real estate loans.
 “That’s been stable for us since our in-
ception 10 years ago and continues to be 
something we’re focused on and want to 
pursue,” said Zaby. “In the space of multi-
family housing and industrial and hospital 
space, absolutely we are still doing quite a 
bit of commercial real estate [loans].”
 In 2017, Nevada State Bank originated 
over $100 million in construction loans, 
focusing on each project’s quality, spon-
sors and cash flow. 
 City National Bank is aggressive in the 
owner occupied commercial real estate 
arena. Lending to robust investors on a 
select basis made 2017 a good year and 
2018 is expected to be the same.
 Economic forecasts show that, “Gen-
erally, what’s happening in Las Vegas, 
there’s just a lot of money and infrastruc-
ture committed over the next 10 years,” 
said Scott Aney, senior vice president, 
commercial banking services, City Na-
tional Bank. 
 The good news, said Aney, is that most 
projects are economically diverse rather 
than all in gaming and tourism. “[Projects 
are] in the sports arenas, in general en-
tertainment. So the health of Las Vegas 
and Nevada overall over the next couple 
years continues to be very strong and it’s 
good growth,” he added.
 Which isn’t to say there aren’t areas of 
commercial real estate that are still expe-
riencing challenges. Retail, for one.
 “We call it the ‘Amazon Effect’,” said 
Guedry, referring to retail businesses de-
termining how much business to have on-
line versus traditional, and what the retail 
center of the future will look like.
 Not every business located in Nevada 
is looking for commercial real estate 
loans. Some bring cash. 

 “We saw a lot of that last year in Ne-
vada and Northern California, people 
coming in from the Bay Area just paying 
cash,” said North. The bank saw clients 
with substantial amounts of cash using it 
to pay for investments, buildings, homes, 
cars and equipment. “There’s not a lot 
of interest being paid, because interest 
rates are low, so why pay interest on your 

money when it’s not earning you anything 
if you can just pay cash?”
 A lot of those investors were also com-
ing into the state and using existing re-
lationships with banks back in the city 
they’re moving from. 

CONTINUES ON PAGE 31
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By Doresa Banning

Nevada Staffing

WAGES AND
THE WORKER’S

MARKET
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NEVADA’S employment landscape is 
one with numerous available jobs but an 
insufficient number of qualified people 
to fill them, experts said. 
 “It’s an employee’s market,” said 
Peggy Walker, referring to Northern Ne-
vada. “If somebody’s not working, there 
really is no excuse. They’re able to pick 
and choose.” At the same time, she said, 
“there are not enough skilled workers.” 
Walker is the regional director of the 
Northern Nevada franchise of Manpow-
er, a staffing company that specializes in 
warehouse/industrial work. It has offices 
in North and South Reno, Sparks, Car-
son City, Fernley, Fallon, Winnemucca 
and Elko. 
 The situation is the same in Southern 
Nevada, too, said Bob Daniel, owner and 
strategic partner of PrideStaff Las Ve-
gas, which specializes in placing work-

Department of Employment, Training and 
Rehabilitation  (DETR) showed. Las Ve-
gas added 25,500 jobs, also for 2.7 per-
cent year-over-year growth. Reno added 
1,300 jobs, a 0.6 percent increase.  
 During that same period, the Silver 
State’s labor force expanded by 19,300 
employed or job-seeking individuals. 
Despite this trend, the state’s unemploy-
ment rate dropped. Among Nevadans 
willing to work, the seasonally adjusted 
jobless rate was 5 percent as of Novem-
ber 2017’s end, which compares to 5.2 
percent a year earlier. The demographic 
with the highest jobless rate then was 
teenagers and young adults. 
 Even the unemployment rate among 
discouraged, marginally attached and 
part-time workers, classified as U-6, has 
decreased since last year. It dropped to 
11.4 percent in October 2017 from 12.5 

ers in light industrial and administrative 
positions. 
 “There are a ton of jobs available. I 
can’t understate and overstate that it’s 
so dog-gone tough right now to find that 
right individual [for a given position],”  he 
said.

The Nitty Gritty
 Between November of 2016 and 2017, 
Nevada added 35,100 jobs, reflecting a 
2.7 percent year-over-year increase, the 
most recent statistics from the Nevada 

Peggy
Walker
Manpower Northern Nevada
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percent in October 2016, according to 
data from Las Vegas’ RCG Economics, 
a market trend analysis and economic 
research company.
    “As the state’s labor markets have 
improved, more individuals have begun 
or renewed their search for work, which 
limits downward pressure on the jobless 
rate,” noted DETR’s November 2017 
labor market report.
 Regardless, a skills gap remains. The 
good news is that numerous groups—
colleges, universities, training centers, 
unemployment agencies, economic 
development groups, the state and 
more—are working hard, via various 
programs, to address it, developing and 
implementing training solutions, said 
Jennifer DeHaven, co-founder and se-
nior business solutions executive, Mil-
lenium Staffing Solutions. With an office 
in North Las Vegas and one in Las Ve-
gas, the firm has three areas of concen-
tration: administrative, light industrial/
skilled trades and hotel-casino/conven-
tion services. 
 “I’ve seen a real pickup in the last year 
in Southern Nevada,” she added. “To me, 
it’s very exciting. I see a difference.”
 Given the inadequate pool of skilled 
candidates actively seeking positions 
and the fact companies like to try out a 
potential employee before hiring them, 
Nevada staffing firms are busy. These 
businesses find and place workers in 
jobs for which they’re well matched in 
terms of skills and company culture. In 
fact, some of these companies are ex-
panding. At the start of the year, Prid-
eStaff Las Vegas added a business unit 
dedicated to gaming and convention 
services. Sierra Staffing and Millenium 
Staffing each plans to open an additional 
office this year. 
 Further, competition in The Silver 
State’s staffing industry is increasing. 
 “Due to low barriers of entry and low 
unemployment rates, the landscape is 

http://acceleratedlv.com/
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enticing for new businesses. 
This makes relationships with 
clients extremely important for 
our business,” said Cole Fletch-
er, director of sales and recruit-
ment, Sierra Staffing Group in 
Reno, which provides contract, 
temp-to-hire and direct hire 
placements for executives and 
professionals. The company 
specializes in accounting/fi-
nance, information technology, 
administrative management and 
supply chain/warehousing.

Compensation
 To attract the workers they want, 
many Nevada companies must pay 
higher wages, said Fletcher, and per-
haps to retain the employees they have, 
offer incentives. 

dered their ability to employ the 
level of workforce they desire,” 
Fletcher said. He noted that 
some, but certainly not most, of 
his firm’s clients have bolstered 
pay rates. 
    DeHaven said, in her experi-
ence in Southern Nevada, most 
clients understand the need to 
boost pay. Some, though, may 
have budgets that prohibit them 
from doing so.  
     “At that point, it’s my task to 

explain at that budget, this is what you’re 
going to get,” she added. “We simply 
can’t grow that skill set at that pay rate; 
it doesn’t happen.” 
 Companies that can’t or won’t pay 
more likely will have to settle for and 
train workers who may lack some of the 
necessary skills for the job. 

 “The quicker everybody gets on 
board, the easier it will be to attract out-
side talent,” he said.
 The compensation packages that 
many Northern Nevada companies offer, 
“remain at levels seen four to five years 
ago and have not increased accord-
ingly with market growth. This has hin-

“There are a ton of jobs 
available. I can’t understate 

and overstate that it’s so dog-
gone tough right now to find 

that right individual.”

— Bob Daniel,
PrideStaff Las Vegas

[PHOTO]
CHRISTUCKERLV.COM

HEADSHOT  |  EVENT  |  COMMERCIAL

http://christuckerlv.com/christucker/home.html


20 NEVADABUSINESS.COMNEVADA BUSINESS MAGAZINE   FEBRUARY 2018

EMPLOYMENT FIRMS   Feature Story
 “Flexibility is the name of the game,” 
said DeHaven.
 Perhaps passage of the federal Tax 
Cuts and Jobs Act will better position 
companies to be able and inclined to of-
fer more robust compensation.
 “I see companies investing more into 
research and development, innovation 
and expansion,” Fletcher said. “That will 
open opportunity for job creation and in-
creased budgets for staffing.”
 The average weekly wage in Nevada 
actually continues on its steady but in-
cremental climb since its most recent 
low of $817.75 in 2010, per Nevada DETR 
numbers. As of second quarter 2017’s 
end, it was at $900, which marked the 
highest second quarter reading on re-
cord for the state and was close to 
$906.32, the figure for the United States 
as a whole.

The Demand
 In Southern Nevada, great demand ex-
ists among employers for workers in the 
light industrial or manufacturing/ware-
house, call center and clerical sectors. 
Yet, despite Clark County’s unemployment 
rate—5.1 percent as of Nov. 30, 2017, not 
seasonally adjusted, per Nevada DETR—
companies aren’t desperate, Daniel said. 
 “Employers are not succumbing to 
the warm body theory that anybody is 
preferred to nobody,” he added. “They’re 
willing to take their time to find the right 
individual.”

 Washoe County’s jobless rate is low-
er than that of its southern counterpart, 
Clark County. As of Nov. 30, 2017, it was 
4 percent (not seasonally adjusted), ac-
cording to the Nevada DETR.
 “There are more jobs here than there 
are employees,” Walker said.
 The greatest demand is for supply 
chain, warehouse/distribution and ac-
counting/finance workers along with 
managers and directors. Warehouse/
industrial work typically is available in 
Reno, Sparks,
 In Southern Nevada, the hardest jobs 
to fill are those in professional services, 
particularly jobs in accounting, information 
technology and administrative assisting and 
positions for generalists versus specialists. 
 “That seems to be almost an Achilles 
heel, trying to find that right IT type of 
person to fit in,” said Daniel.

Bob
Daniel
PrideStaff Las Vegas

http://srbuilt-usa.com/
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 To find appropriate job candidates, 
staffing firms rely heavily on their net-
works, referral sources, recruiting part-
ners and social media and online job 
sites. When necessary, they’ll recruit 
from outside of Nevada. 
 “During the holiday season and end 
of [the] fiscal year, we noticed that many 
employers do not have the staff needed 
to meet demand,” Fletcher said. 
 High-end jobs, for supervisors and 
accountants, for example, and some 
specialized positions, such as specialty 
welders, are the most difficult to fill. The 
current trend of employees, particularly 
at the managerial level, migrating to larg-
er companies, perhaps for greater com-
pensation and advancement opportuni-
ties, exacerbates it, Fletcher said. “It’s 
been a huge issue to attract new talent 
again,” he added.
 To fill those jobs, staffing agencies 
sometimes have to recruit people who al-
ready are working, Walker said. Either that 
or they get creative. That might include 
pairing up with local colleges and univer-
sities, pursuing students about to gradu-
ate, encouraging companies to offer paid 
internships and looking outside the state. 
 This year Sierra Staffing plans to roll out 
a quarterly resumé development workshop 
for the job candidates it represents to en-
sure they’re working with the most effective 
vitae possible. Millenium Staffing plans to 
expand the training programs it provides its 
clients as they need them. Say an employer 
client would like Millenium to hold a call 
center skills class for some of its workers, it 
most likely will.
  For job seekers and existing workers, 
job and advancement opportunities are 
ample, said DeHaven.
 
Technology Changes
 Today, staffing companies use tech-
nology for convenience, time saving and 
simplifying the candidate placement 
process. For example, text messaging 

tential workers of a newly open position 
or remind a candidate their job starts on 
such and such day. 
 PrideStaff uses Shiftboard, a staff 
scheduling and workforce management 
software, which allows the agency to 
post available positions, job seekers to 
accept positions and the placement firm 
to confirm with their client, jobs have 

rather than phone calling is their primary 
way of communicating with job candi-
dates. With one text, they’ll notify po-
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been filled—all without any of the parties 
speaking to one another. 
 “Because of the reduced direct client 
interaction and addition of third party 
platforms, the recruiting process has 
become less transparent and more in-
formal,” Fletcher said.

On the Horizon 
 Experts expect Southern Nevada’s 
unemployment rate will decline slightly 
in 2018 and, consequently, wages will 
increase. Additionally, the creation of 
additional desirable jobs will continue. 
As such, it will remain a challenge to fill 
higher-level, higher-skill positions. 
 The demand for workers in Northern 
Nevada, particularly lower level and non-
skilled, is expected to grow, for ware-
house-type jobs for instance, providing 
opportunity for people in the unemploy-
ment pool to get work, according to the 
experts. The jobless rate likely will stay 

static or perhaps creep down slightly if 
members of the U-6 population become 
employed. This set of circumstances will 
make it even more of a struggle to fill 
certain openings. 
 “A focus will need to be on relocation 
packages as well as flexibility with client 
requirements,” Fletcher said.
 “There are always going to be indi-
viduals who are willing to work at any job 
but the secret is to really find those in-
dividuals in those ‘professional’ areas,” 
Daniel said. “As that number of individu-
als continues to decline, what they’re 
going to be asking for is greater. The 
labor market is going to continue to be 

tight, but I think he who has the best em-
ployees wins.”
 DeHaven remains bullish on Nevada’s 
employment outlook, she said, as long 
as the major players continue to provide 
the necessary training resources. 
 “I think that 2018 truly is going to be 
a very, very good year, not only for our 
industry but definitely for the community 
and the state,” she added.

“I think that 2018 truly is going to be a very, very good year, not only 
for our industry but definitely for the community and the state.”

Jennifer DeHaven, Millenium Staffing

Cole
Fletcher
Sierra Staffing Group

SAY WHAT

Walmart has announced an increase in its 
starting wage rate for hourly employees 
in the U.S. to $11. The company credits 
the recently passed tax legislation with 
the hourly increase. In addition, the 
company has announced an expansion of 
maternity and parental leave benefits as 
well as a one-time cash bonus for eligible 
employees of as much as $1,000.
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RAMOUS: It gets back to, again, loca-
tion. We’re starting to look at our product 
that’s in-field, they’re being sought-after 
for e-commerce companies. They’re not 
the five or six hundred thousand square 
foot users, they’re small e-commerce 
companies that want to be located ten 
minutes from their client. Those are things 
that are going to impact this market. I’m 
glad that’s happening. It certainly doesn’t 
change our land issues; we didn’t get any 
more land and that’s certainly causing a 
problem.
GUY MARTIN: I think it was Rick Meyers 
[of Thomas & Mack Development] that 
said there’s a difference between land 
and real estate. Real estate you can build 
on, land holds the globe together. There’s 
a lot of land that the Bureau of Land Man-
agement (BLM) has, there’s not a lot of 
real estate. You start looking at the en-
cumbrances that come with a property to 
get the infrastructure there. The problem 
is that BLM doesn’t have a mechanism to 
reduce the encumbrance of that improve-
ment to make a difference on the value of 
the land. There’s no way to get it pried out 
of the hands of the people that own it that 
reflects the value of what it would cost to 
make it buildable. It’s a bigger conversa-
tion about how to get that encumbrance 
taken into consideration.

HOW COMPETITIVE
IS THIS INDUSTRY 
POST-RECESSION?
LARRY MONKARSH: In the construction 
community we’ve got a definite decision 
to make on how low we are going to go. 
Things are pretty cutthroat out there. 
Guys are coming in and chopping you off 
at the knees and I think the biggest hur-
dle for me is to consistently be low bidder 
and still not get the job. Integrity is one of 
the things that we’re coming up against 

certainly in-field and around our centers. 
It’s becoming a challenge to find oppor-
tunities for us to grow for the next 10 to 
20 years. The supply has dwindled and 
what we’re finding left is extremely chal-
lenging parcels.
SHAWN DANOSKI: Land is a very big is-
sue. It’s not only the developable land, 
it’s the land that has infrastructure into 
it. There’s some good land but there’s no 
infrastructure, there’s no utilities, there’s 
no power to it. Those restrictions are go-
ing to make it very difficult to keep up the 
demand for the growth.
KEVIN BURKE: We’ve seen a disconnect 
between the cost of land and, ultimate-
ly, what you can develop on it. The land 
price should only be worth what you can 
develop on it, whether you’re on the Strip 
or off the Strip, it’s office, industrial or 
whatever. There is a disconnect with that, 
especially for speculative development. 
I can’t tell you how many projects that 
we’ve looked at for our developers that, 
by the time you run all the traps on it and 
you get to the end, you just can’t make 
the numbers work. What you’re going to 
see is prices go up, rent go up. Some-
thing’s got to give.

 Industry Focus

rguably the most beleaguered in-
dustry during the Great Reces-

sion, builders and developers 
have bounced back with a 

vengeance. Executives in this industry re-
cently gathered to discuss their industry, 
the rebound and new challenges builders 
and developers face.
 Connie Brennan, publisher and CEO 
of Nevada Business Magazine, served as 
moderator for this event. The magazine’s 
monthly roundtables bring together lead-
ers to discuss issues relevant to their in-
dustries. Those discussions are recorded 
and a condensed version is published in 
the following pages.

HOW BIG OF AN 
ISSUE IS LAND 
AVAILABILITY FOR 
THIS INDUSTRY?
JOHN RAMOUS: Certainly the challenge 
is coming back to a lack of land in core 
areas that we would like to be in. Not 
to say you can’t necessarily find land 
farther out. However, our preference is 

A

BUILDERS & DEVELOPERS
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where you put your heart and soul into 
something, you bid, you put your best 
foot forward, you’ve got the right num-
ber and you still don’t get the job. For us 
that’s the biggest constraint, where’s our 
time best spent? 
BURKE: From our standpoint, the pendu-
lum swang hard from the left which was 
just bid, bid, hard bid, hard bid. Now, the 
pendulum has swung all the way over and 
the majority of our work is negotiated. I 
think that creates space for us all to oper-
ate. Now the question is, what fee do you 
take? That’s what we see in the market.
MONKARSH: On the smaller stuff we’re 
seeing an influx of the Clark County 
building department cracking down on 
unlicensed contractors. There’s such a 
shortage of guys that will take the work 
for a quarter million dollar tenant im-
provement. You’re finding a lot of people 
coming in from out-of-state that are unli-
censed and the municipalities are starting 
to go out there, inspect and crack down.
JEFFREY VILKIN: At the subcontractor 
level, we’ve seen a shift in the last four 
months from the general contractors 
mindset of who’s the lowest and cheap-
est to who can get it done?
JEFF WOOD: [Collaboration] is something 
important for everyone to focus on going 
forward. I don’t want a subcontractor to 
fail on your project because that’s going 
to impact ours. All the contractors in town 
need to be collaborating and talking. Go-
ing through the process of the Raider sta-
dium, we’ve been working with a lot of our 
competition. We want to understand who 
they have signed up on their projects in 
pre-construction. We want to understand 
capacities and make sure we’re both not 
going to get in trouble. We’re not going to 
allow subcontractors to get in over their 
head. 
MARTIN: In today’s market, this environ-
ment is more peers than it is competitors. 
Because you’re right, if someone fails on 
your job, he’s going to fail on two of mine 

and we have to talk. We have to commu-
nicate with each other and that creates 
more of a peer-like environment. I think 
you’re right Kevin, having the bulk of 
our work being negotiated loosens that 
noose. 

DO CLIENTS 
HAVE REALISTIC 
EXPECTATIONS?
MARTIN: For us, the biggest hurdle is 
probably unrealistic delivery schedules 
on our projects right now. Everything 
has a catalyst. You can go to all these 
different factors, but it’s a time-money 
continuum and they’re giving less time 
and wondering why it costs more money. 
That’s a real arm wrestle. It’s further com-
plicated by a fear of running out of materi-
als and labor with these mega-jobs and 
all the stuff coming on. I don’t know how 
developers do it but we see stuff come 
across our desk from our developer part-
ners and we’re like, “If we started tomor-
row, we can’t get there.”
DANNY AMSTER: And of course there’s the 
unrealistic expectations of owners. [They 

say], “We can squeeze the subs and 
we can do it in less time.” Well, no you 
can’t. You’re lucky just to get bids. This is 
shades of 2006, it’s same thing.

HOW SEVERE IS THE 
LABOR SHORTAGE?
AMSTER: My big worry going forward is, 
where are the people who are going to do 
the work? If you send stuff out for bids 
right now, nobody has the ability to bid. 
I’ve gone out to mill workers who say, “Our 
calendar’s full, we’re not bidding anything 
more this year.” Okay, now what?
BURKE: There was a recent national sur-
vey that came out and eighty-plus per-
cent of general contractors are expe-
riencing constraint, whether it’s hourly 
trades or salary employees. It’s not just 
here, it’s everywhere which is concerning 
because where do we pull from?
WOOD: The sub-contractor capacity, re-
ally has me worried. I think a lot of peo-
ple are going to come home. McCarthy 
has offices in California and Phoenix. 
Those offices are scared to death that 
we’re going to take all the labor from 
their markets. The labor rates are really 
competitive here and the cost of living 
is much more desirable. I don’t think 
that’s going to have as much of an im-
pact as the sub-contractors that were 
constricted over the last five to seven 
years had, when the market was really 
tight. Are they going to have the capac-
ity to manage the projects that they’re 
going to be out bidding on? Are they 
maybe even potentially biting off more 
than the can chew? That’s something 
we’re really focused on, especially with 
the stadium awarding a lot of really 
big contracts. We’re doing a lot of due 
diligence on our sub-contractors, just 
making sure that they have a good plan 
in place to staff the jobs as well as man-
age the projects. 
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IS COMPENSATION 
THE ISSUE?
VILKIN: What we’re experiencing, literally 
right now, is, maybe the largest I’ve ever 
seen, run up in the compensation rate for 
labor. The guys who work tools, working in 
our divisions, are getting big rates, they’re 
demanding big raises or they’re not go-
ing to come to work. We’re thirty years in 
business here and our phones ring daily 
from crews of framers, hangers, tapers, 
painters, whatever the trade may be, who 
work together and are going to be done 
where they are in a week. Our phones ring 
when they’re looking for their next place to 
go. They all want more money, a lot more 
money. That’s putting a profitability chal-
lenge on our contracted backlog. We’ll get 
through that. But, in the longer term it’s go-
ing to mean higher prices.

SHAWN DANOSKI: The challenges moving 
forward are going to be labor prices. It’s 
not just manpower, it’s manpower with 

a skillset. Whether it’s a tradesperson 
or a management level individual, the 
amount of people needed to produce the 
amount of work that we have coming up 
just isn’t there. We’ve seen numbers on 
population growth, which means more 
construction, but are that many people 
going to move here fast enough?

WHAT ABOUT
HOME-GROWN 
WORKERS?
MARTIN: We have a breakdown in phi-
losophy in our industry that says that 
the tradesman aren’t working as hard 
to replace themselves as they did in 
my dad’s generation. My dad’s a career 
carpenter, he started in 1964 and was a 
carpenter all the way up until they start-

BUILDERS & DEVELOPERS Industry Focus
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ed our company. I knew from, maybe 
six, seven years old exactly what I was 
going to do. I was going with my dad. 
Today, you have tradespeople out there 
making $85 to a $125 thousand a year in 
salary and they will do anything in their 
physical power to prevent their child 
from joining our industry. I believe this 
is a deeper issue within our industry. We 
lack the ability to willingly replace our-
selves at a trade and professional level. 
The hurdle that our industry has is, you 
have to make parents believe that we are 
a safe and sustainable career. I believe 
the issue is at a social level within our 
industry more than just a training thing. 
You can throw all the money you want 
at training, but if it isn’t a viable thing, 
nobody’s gonna show up.
DANOSKI: That’s relevant if you look at 
the tuition rates and the construction 
program in the nearby universities, in-
cluding UNLV. One of the smallest is the 
construction program and it’s hard to 
get people into it. 
MONKARSH: Don’t forget that program 
was almost annihilated. Real estate is 
cyclical. We’ve all found ways to survive 
the cycle. My son has been exposed 
to the industry but he even questions 
[whether or not he wants to go into the 
business]. The real estate side goes up 
and down. I even tell him, strike while 
it’s hot, but it’s a training thing, it’s a 
mindset. I don’t know if we even believe 
it because we want to take advantage of 
those opportunities when they’re good. 
What I’m curious about is the programs 
that are tested in other areas. We, as 
a community, need to look at success 
elsewhere that’s sustained and then du-
plicate it or organically trying to do the 
same, which is somewhat difficult. I’ve 
seen great strides happening at UNLV 
with their real estate program, some 
on the construction side, but it’s not 
enough.

HOW DOES THE 
ENTITLEMENT 
PROCESS AFFECT
THIS INDUSTRY?
BURKE: Could we be doing a better job in 
the Valley? Absolutely. But, we’re doing a 
pretty good job when you compare. Let’s 
take Austin for instance. It’s about the same 
size of this city and tenant improvement 
could take you four to six months to get 
through the process. We’re doing a good 
job here. I think Clark County Public Works, 
self-admittedly got a little caught off-guard 
by the industry. At Nevada Contractors 
Association (NCA), the permits inspection 
work hard with them to try to get them to 
staff up and get out in front of it a little bit. 
They’ve responded, albeit slower than we 
would like. It’s a convoluted process and it 
takes a long time.
RAMOUS: That’s well said, it’s all relative. 
The reality is, in other markets that we deal 
with, it’s much worse. It’s all relative to the 
area. I expect a slowdown over this next 
twelve months because we are starting to 
run out of land. It’s really a question of, is it 

two or three years where this continues? My 
gut feel is, yes it will. It’ll probably continue 
for the next couple of years. But I think we’re 
going to start struggling on some of the stuff 
here. The feedback we’re getting is, there’s 
quite a bit in the pipeline right now.

IS THE CURRENT 
GROWTH MARKET 
SUSTAINABLE?
RAMOUS: It’s steady growth, which is 
good, which I like to see. We’re not pricing 
ourselves out of other competitive markets 
with home prices; rates are not going up 
as much as I would have anticipated over 
the last two years. Yes, we have seen some 
incredible increases but they still aren’t 
where they were before their last downturn. 
MONKARSH: I’d rather have this problem, 
struggling to find time to go and spend with 
your family because there is so much out 
there for you to do. There’s so much work 
on the table that we have to be counting our 
blessings at this time. I think 2018 will be a 
good year. The momentum will carry forward. 
Vegas came out of the recession a year or 
two later than some parts of the country and 
I think whatever cycle comes back in, we’ll be 
a year or two delayed into that. We’re project-
ing through 2019 to be pretty good and 2020 
is an unknown at this time. 
BURKE: Give me this environment to operate 
in versus any other. These problems are tiny 
compared to what they once were.

BUILDERS & DEVELOPERS Industry Focus

IN BRIEF

According to a FlexJobs study, the five fastest 
growing categories for remote jobs are, in order, 
therapy, virtual administration, client services, 
tutoring and state and local government. The 
study also found that 45 percent of employees 
only plan to stay with their employer for less 
than two years and 71 percent of people are 
looking to change employers.
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 “That created a lot of competition,” 
said North. “Normally you have the op-
portunity in your neighborhood or your 
market if someone is selling their build-
ing. Typically, you have the opportunity 
to meet with the new buyer. In this case, 
they already have their relationships es-
tablished and are working with their bank 
in another area. The localization of the 
market activity and who’s playing in the 
market, that demographic has changed.”

By the Rules
 Most regulations governing the bank-
ing industry are federal requirements, 
overseen by Nevada Financial Institu-
tions Division. There’s been a fairly sig-
nificant increase in regulatory require-
ments dating back to the financial col-
lapse, stemming from the Dodd-Frank 
Act, which placed regulation of the fi-
nancial industry into the hands of the 
government. Most of those regulations 
haven’t changed much in the last eight 
or nine years.
 Now the Senate Banking Commit-
tee wants to deregulate parts of Dodd-
Frank, like the Consumer Financial Pro-
tection Bureau. 
 “[It will] also try to take some of the 
onerous requirements under Dodd-Frank 
and right-size legislation based on the 
actual size and complexity of an institu-
tion, rather than sweeping everybody up 
under the onerous roles meant for too-
big-to-fail banks,” said Burns. 
 Among changes bankers are look-
ing forward to is a reduction of the Call 
Report, a quarterly report submitted to 
Federal and state regulators on the con-
dition and all the numbers regarding that 
institution. The current version runs 123 
pages; the revised version will run 23 
pages for community banks and those 
institutions below $10 billion. 

 “Some of the regulations are very 
good, an example being that all banks 
now, commercial and investment banks, 

have more stringent capital require-
ments. That’s good for the solvency of 
the banking industry and the confidence 
of the market,” said Guedry. 
 According to North, the state regula-
tory agency is in communication with the 
banks, entering into discussions about 
requirements and regulations. The fed-
eral regulations are a different matter. 

CONTINUED FROM PAGE 15

Scott
Aney
City National Bank

http://managedpay.com/
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 “The hope is that some of the 
onus of the regulatory require-
ments and bills that have been 
passed by past administrations, 
that they are actually reviewing 
them and looking at total impact 
from a size perspective,” said 
North. Because one size fits all 
is hard for a community bank 
when it’s working under regula-
tions meant for a giant like Bank 
of America. 
 “The compliance regulatory rules 
that have come down in the past have 
caused many community banks to get 
out of offering services to client base, 
because the regulatory restrictions 
would cost too much money for us to 
continue marketing,” said North. That 
impacts what services banks can offer. 
It’s not a huge change bankers want, 

just a resizing of regulations in compar-
ison with institution size – and they may 
get it.
 “We’re very positive about the status 
of our financial institutions here in Ne-
vada,” said Burns. “They’ve stabilized 
since the crisis, they have good capital 
levels, they are making loans and are 
maintaining good capital levels and past 

due rates are very low. This 
means [banks] are making very 
good loans and underwriting 
them very well. So it’s working 
the way regulators like to see it 
work and we watch, because 
we want the economic engine 
to go as fast as it can but in as 
safe and sound a manner as 
possible.”

   Cover Story

“We’re very positive about the
status of our financial institutions

here in Nevada.”

— George Burns,
Nevada Financial Institutions Division

What’s our secret to giving  
intelligent accounting advice?  

We get to know your business,  
your challenges and your goals  

as well as we know our own.  
And once we get to know you,  

we’ll work to keep you and your  
company on solid financial ground, 

whether you’re writing a business  
plan, crafting a growth plan, or  
making your succession plans. 

For Business. For You. For Life.

FALCPA.com  |  702.870.7999
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BANKING ON NEVADA

IN BRIEF

Nevada has ranked third out of 50 states for 
inbound moves according to a study released 
by Atlas Van Lines. Just over 60 percent 
of moves in Nevada were into the state, a 
significant increase from recession years. 

http://www.falcpa.com/


https://www.p3hp.org/
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http://providencecommercialre.com/
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THE ‘END OF THE WORLD’
COMES WITH A BUMP IN PAY

 Free Market Watch

ne wouldn’t know it listening to many media loud-
mouths, but the recently passed GOP tax reform bill 
is producing results that should earn the applause of 
“progressives.”

 Unfortunately, as is now par for the course, political tribalism — 
not legitimate policy concerns — has encouraged the political left to 
protest a tax plan that’s poised to benefit every income bracket and 
over 85 percent of Americans. 
 The political theater got really out of hand shortly before the 
House passed its version of the bill. That’s when House Minority 
Leader Nancy Pelosi (D-California) went so far as to warn the reform 
would “literally” represent “the end of the world.”
 Progressive opponents of the tax plan are outraged that corpora-
tions and the wealthy might be able to keep a little more of the money 
they earn. Never-mind that the rest of Americans will enjoy propor-
tionately larger cuts to our taxes than will the top “one percent.” 
 But what about those social and economic goals progressives 
have been claiming as their priorities? 
 United States Senator Bernie Sanders — the poster boy for mod-
ern day progressivism — says one of the greatest “moral issues of our 
time” is so-called “income inequality.” 
 Concern over income inequality is nothing new. For a century, it’s 
driven America’s tax code — under which the wealthy face substan-
tially higher tax rates than do middle- and low-income earners. 
 Well, “good news” for fans of this soak-the-rich form of taxa-
tion: The GOP tax plan actually makes the code more progressive 
than before. 
 In fact, of the roughly 5 percent of Americans likely to face higher tax 
burdens under the GOP reform, the vast majority will be wealthy resi-
dents of highly “progressive” blue states like California and New York. 
 The increase these wealthy individuals now face reflects a reduc-
tion in the amount of local and state taxes they can henceforth deduct 
from their federal taxes. Which means that folks with many assets, 
living in high-tax states, will see their federal tax bills rise.
 Far from applauding the increased tax burden on the rich, how-
ever, progressive leaders in these blue states are now panicked that 
their wealthy liberal constituents might flee to low-tax states — such 
as Nevada. 
 Apparently, soaking the rich is only a good thing so long as it 
doesn’t impact left-leaning liberals in California or Washington 
D.C. suburbs. 

 In addition to increasing the tax burden on high-income earn-
ers in high-income states, progressive priorities registered other 
“wins,” as well.
 Just hours after the bill was passed, some of the nation’s larg-
est employers began announcing bonuses, wage increases and 
new investments in their workforce. 
 Two of America’s largest banks, Fifth Third Bancorp and 
Wells Fargo, even announced they’d use their tax savings to raise 
the minimum wage to a lofty $15 per hour — a development 
that received a deafening silence from the recent “Fight for 15” 
minimum-wage crusaders.
 These aren’t isolated incidents. By mid-January, thanks to the 
reform, over two million Americans saw bonuses and wage in-
creases, with countless more taxpayers lining up to benefit. 
 Simple economic growth, spurred by lowering tax rates, will 
likely raise the wages of more workers in 2018 than job-killing 
government mandates have been able to accomplish in years. 
 Minimum-wage activists should be thrilled: Higher wages 
are arriving as a result of organic economic growth, rather than 
government diktats. 
 Or is that, perhaps, why progressives don’t like it? They aren’t 
controlling it. 
 Progressives like to credit the now-famous Obama-era “stim-
ulus” — a nearly one-trillion-dollar spending-spree directed 
mostly at politically-connected firms and industries in 2009 — 
for staving off a possible depression.
 The thought was, government could inject tax dollars into the 
economy and thus produce a thriving business climate that would 
create jobs, increase domestic investment and raise wages. 
 Of course, it didn’t work. 
 The GOP tax plan, by comparison, is already accomplishing 
the goals previous “stimulus” packages set out to achieve, simply 
by allowing more people to keep more of the money they earn. 
 Political tribalism, however, keeps the political left fighting 
for their old-world fantasy of a centrally planned economy — 
even if it means condemning a tax plan that benefits the vast ma-
jority of American taxpayers. 
 Despite the outrage from the “progressive” left, however, the 
tax reform is now law and the “end of the world” is, supposedly, 
upon us. 
 Thankfully, the apocalypse comes with a bump in pay.

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

COMMENTARY

https://www.nevadabusiness.com/2018/02/the-end-of-the-world-comes-with-a-bump-in-pay/?utm_source=APP&utm_medium=APP&utm_campaign=February2018APP
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Reno Startup Announces 
Launch of Sensor 
Technology
Founded last October as part of the 
Innevator accelerator at the Innevation 
Center University of Nevada, Reno, a 
local startup, SimpleSense, has launched a 
human presence sensor based on infrared 
technology. The company’s sensor detects 
people and how long they’re present. 
SimpleSense compared the technology 
to website analytics but for a physical 
location. Company leadership hopes 
the simplicity of their technology will 
address a need where cost and complexity 
has kept solutions from being rapidly 
scalable.

Public Meeting 
Launched to Address 
Underperforming 
Education System
In what is expected to be the first of 
several meetings, Treasurer Dan Schwartz 
has called for a public meeting to receive 
input on the draft of a bill targeted at 
Nevada’s beleaguered K-12 education 
system. The treasurer hopes to draft a bill 
for the 2019 legislation that will address 
educational choice programs while taking 
a look at issues that broadly impact 
Nevada’s public schools.

Las Vegas Receives Grant 
from Veterans Affairs
The city of Las Vegas has been awarded 
a $13,000 grant from the Department of 
Veterans Affairs and Nevada Department 
of Veterans Services. The grants are 
intended to provide adaptive sport 
opportunities for disabled veterans and 
members of the Armed Services.

http://4safenv.state.nv.us/
https://www.peptecsupply.com/Default.asp
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 Around the State
Ceremonial 
Groundbreaking 
held for Las Vegas 
Convention Center
A groundbreaking ceremony was held in 
early January, kicking off construction of 
the Las Vegas Convention Center District’s 
(LVCCD) Phase 2 expansion. The project 
is a $860 million planned expansion that 
will add 1.4 million square feet to the 
current convention center. The final phase 
of the expansion, Phase 3, will commence 
when Phase 2 is finished and will complete 
the renovation of the existing 3.2 million 
square foot facility. The project is expected 
to wrap up by 2023.

Nevada Communities Among Top Sellers
According to RCLCO’s annual ranking, Summerlin has been named fourth best-selling 
master-planned community (MPC), the community’s 22nd time appearing on the list. 
The MPC is up from their fifth spot in 2016 with a 37 percent increase from year to year. 
In 2017, Summerlin opened 10 new neighborhoods, two public elementary schools, the 
community’s 10th golf course and the City National Arena. In addition, the Las Vegas 
Ballpark was announced for the area. Inspirada has also been ranked as eighth best-
selling on RCLCO’s list. This is the community’s third consecutive year in the top ten of 
the list. Inspirada saw a 28 percent increase over the previous year in home sales.

UNR’s College of 
Business Ranks for 
Online Program
University of Nevada, Reno’s College of 
Business has received recognition for its 
online graduates program. The College 
of Business’ Online Executive MBA is 
offered in partnership with Extended 
Studies and is ranked 33rd out of 199 
schools in the US News & World Report’s 
“Best Online MBUS A Programs” 
category.

Credit Union
Membership Grows
in Southern Nevada
According to the “Third Quarter Credit 
Union Trends Report”, Southern Nevada 
added over 4,600 new members for 
2017. Credit union members in Southern 
Nevada have now reached 231,000, a level 
not seen since 2012. In addition, Clark 
County Credit Union (CCCU) has hit 
$700 million in assets for the first time in 
the credit union’s 65 plus years.

https://www.valleybanknv.com/
https://www.nevadabusiness.com/2018/02/around-the-state-february-2018/?utm_source=APP&utm_medium=APP&utm_campaign=February2018APP
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Download Our Planning
Calendar Online Now! 
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https://www.nevadabusiness.com/wp-content/uploads/2017/08/2018-NBM-Planning-Calendar-2.pdf?x88125
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PETRONI
Type of Business: Law Firm | Hails from: Yerington, NV
3 years with company in Nevada | Based in: Reno, NV

“A problem is really
an opportunity.”

How did you first get
into your profession? 
I knew I wanted to practice law but 
it was not until I graduated from law 
school that I determined that family 
law was the practice area I felt most 
passionate about.

What do you want your
legacy to be? 
I work with clients during what are often 
difficult times in their lives. I would like to 
be remembered as a person who helped 
them in a time of crisis to see solutions, 
and to navigate a truly tough time.

When you were a kid,
what did you want to be?
I wanted to either be a lawyer or race 
car driver when I was about ten years 
old.  I chose the more dangerous 
profession.

What business advice would
you give someone just starting
in your industry? 
Learn accounting.  Understanding the 
impact of clients financially is absolutely 
central to what I do as an attorney. Gaining 
an expertise in accounting is a huge 
advantage for any type of law you go into.

What is a little known
fact about yourself? 
I eat red ants. 

What do you wish you
would have learned at the
beginning of your career? 
I would say empathy is something that 
comes with time and I wish all people had 
more, including me when I was early in 
my career. I think it can be easy when you 
are young to lack an understanding of 
what life may bring you.

MOVERS & SHAKERS

Face
to Face

What is the best moment
of your career?
It would have to be finishing my book called 
The Nevada Divorce Guide: 21 Actions You 
Must Take Now To Protect Yourself, Your 
interests and Your Assets During Divorce. 
More often than not divorce comes at 
unexpected times. I wanted people to have 
a resource to help them understand their 
situation and what it means to divorce in 
Nevada.  The experience and result can be 
drastically different from state to state.

What was the toughest lesson
you’ve learned in your career? 
I would have to say that lawyers get lied to by 
their clients. It’s a tough thing to learn when 
you are advocating for someone and helps 
no one involved, especially the client.

What is your motto? 
A problem is really an opportunity.

GLORIA M.
President
Petroni Law Group (3 years in Nevada)

https://www.nevadabusiness.com/2018/02/movers-shakers-gloria-m-petroni/?utm_source=APP&utm_medium=APP&utm_campaign=February2018APP
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   Welcome to Nevada

Asia Union Electronic 
Chemical Corporation
Asia Union Electronic Chemical Corpora-
tion (AUECC) is moving to a new facility 
in the Tahoe Reno Industrial Center in Sto-
rey County. The facility is expected to be 
operational by the end of this year and the 
company plans to hire over 100 employees. 
AUECC is headquartered in Taipei, Tai-
wan. The company is a leader in the manu-
facturing of ultra-pure process chemistry 
which is used in the semiconductor, flat 
panel display and solar cell markets.

Carvana
Expanding into Southern Nevada, this 
eCommerce platform was created to 
simplify the process of buying used cars. 
Targeting the metro area of the Las Ve-
gas Valley specifically, this marks their 
first location in the Silver State. Carvana 
customers can purchase a used car com-
pletely online and the car will be deliv-
ered as soon as the next day. The com-
pany plans to hire up to 10 employees 
to start, with projections to expand with 
consumer demand in the region.

OnTrac
Express Messenger Systems, DBA On-
Trac is expanding in Washoe County. 
Company leadership plans to hire 15 ad-
ditional workers and expand its capital 
investment to over $40 million. OnTrac, 
a logistics company that specializes 
in small-parcel shipping services, was 
founded in 1991 and originally expanded 
to Nevada in 1996. The company partners 
with distribution clients in the region to 
deliver packages within an eight-state 
footprint from its Sparks facility.

A Great Event is Like a Great Meal
there is no substitute for exceptional taste

A great event needs a space with an amazing atmosphere and a polished presentation that keeps everyone  
comfortable, focused and engaged. Let Divine Cafe help make your next event exciting, inspiring and satisfying.  

Springs Preserve has a variety of beautiful indoor and outdoor spaces perfect for any event.

333 S Valley View Blvd  |  Las Vegas, NV  89107  |  702.822.8713  |  divinecafelv.com  

https://www.springspreserve.org/visitor-information/divine-cafe.html
https://www.nevadabusiness.com/2018/02/welcome-to-nevada-february-2018/?utm_source=APP&utm_medium=APP&utm_campaign=February2018APP
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8363 West Sunset Road, Suite 100  •  Las Vegas, NV 89113
(702) 932-0876 Main  •  www.ncslasvegas.fntg.com
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Precision Tube Laser
Moving to Southern Nevada, 
Precision Tube Laser plans to provide 
laser tube cutting services for the 
metal fabrication and construction 
industry in Nevada and surrounding 
states. The company expects to hire 14 
workers and plans almost $1.2 million 
in capital investment. Company 
leadership hopes to benefit local 
construction by improving finished 
products, shortening lead times and 
growing bottom line profits.

Originate, Inc.
A developer of software and technol-
ogy for start-ups, entrepreneurs and 
engineers, Originate is focusing on 
creating a greater presence in Nevada. 
The company plans to hire 33 jobs 
with a capital investment of $63,500 in 
Las Vegas. Founded in 2007, Originate 
has over 170 employees and operates 
offices in California, New York and 
Nevada. Company leadership credits 
state incentives and a pro-business cli-
mate as the reason for growth in the 
Silver State.

http://www.ncslasvegas.fntg.com
http://www.purchasegreen.com/
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OWNED
BUSINESSES

RSVP at NevadaBusiness.com/FOB

You’re Invited!

March 7th
Southern Nevada
Springs Preserve

11:30am Networking
12:00pm Luncheon

March 8th
Northern Nevada

Nevada Museum of Art

11:30am Networking
12:00pm Luncheon

Please join us for the 2018
Family Owned Business Award Ceremony.

https://nevadabusiness.com/fob
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   Expert Advice

rowing your business via acquisition can be among the 
most rewarding ways to scale swiftly. Conversely, it 
can be a business mistake. To be successful, there’s a 
refined, proven approach that can propel your brand to 

the promise land. 
 There are two main ways to find, choose and close a successful 
acquisition. 

• Customer acquisition – when you are interested in the com-
pany’s lead list and existing customer base. This is probably 
also an organization that is struggling to remain relevant and 
competitive. 

• Strategic acquisition – when you buy an organization with 
solid management, growth prospects and a history of profit-
able revenue generation.

 A company that make sense for strategic acquisitions could be 
larger or smaller than your business, but are typically profitable, has 
sound management and tenured employees that will stay on post-
acquisition. In the end, this helps grow your investment into one that 
makes sense over the long-term. 
 Companies you are looking at for a strictly “customer acquisi-
tion” include those that are underperforming or en route to bank-
ruptcy. Sometimes, the owner is just ready to throw in the towel and 
have few appealing assets other than the phone number, website and 
lead list with a database of customers. With this type of acquisition, 
you can add to your customer base at a quarter of what you would 
with conventional, cold leads. 

IT’S A SMALL WORLD – IN YOUR INDUSTRY ANYWAY
 One of the most common questions that comes up is “how do I 
find potential acquisition targets?”
 If you are plugged in and connected to your network of industry 
influencers – trade associations, industry events, etc. – these types of 
opportunities are probably right under your nose. 
 When you know the players in your industry, and this includes 
those rising and falling, it becomes pretty clear, pretty fast who your 
targets are. Once you start buying businesses and getting a reputation 
for it, they will start coming to you.

WHAT TO PAY
 When evaluating potential additions to your business, rarely does 
it make sense to look at whether the company owns their own build-
ing, how many fleet vehicles they have and other hard assets. Gener-
ally, these are in poor condition and have little value. Since, in most 
cases, you are buying the consumer base, you want to evaluate how 

many successful touch points – booked appointments, revenue in the 
bank – the company has had in the past year or two. 
 Knowing you are likely going to lose a certain amount of cus-
tomers in the transition, a safe tactic is to take their stated customer 
list and halve that for a realistic, post buy book of business. From 
there, it’s basic business math to understand the revenue generated 
from a typical customer. 
 Rarely does it make sense to look at revenue, because in most 
cases these companies are underperforming – hence the attractive-
ness to acquire them. 

THE STRATEGIC ACQUISITION
 While the approach to customer acquisitions is straightforward, 
a strategic acquisition is different altogether. Central to the puzzle 
is how to integrate two management teams. This is where clear, re-
spected leadership is critical. Leadership will be able to influence 
both sides of the acquisition to do what’s best for the good of the 
whole. 
 Often, it’s called “the law of magnetism”. Like people tend to end 
up near like people. For example, people who are driven to success 
tend to make sure that they find their way to success. This can be a 
pathway to successful integration. 

WHO STAYS, WHO GOES?
 Many times with “customer acquisitions” it doesn’t make sense to 
keep most of the employees. The business is underperforming for a 
reason. Whether it’s poor leadership, morale or a lack of employee mo-
tivation, the basic elements of a successful operation aren’t working. 
 Underperforming businesses have underperforming people 
and to be successful you need a prolific environment. It’s impor-
tant to think about having an environment of award and achieve-
ment. When you have a high level of accountability, many people 
who have worked in an underperforming business don’t want that 
accountability.

POST-ACQUISITION INTEGRATION 
 Sharing the fact that the new direction of the company will in-
clude opportunities for everyone will motivate employees to put their 
best foot forward. 
 It’s a good idea to let the world know about your acquisition – 
internally and externally. Employ public relations and social media 
tools and expertise to share the news. It’s critical that current ven-
dors, partners and others know about your move. It is also a good 
opportunity to make the competition sweat a little. 

G

GROWING BUSINESS

THE ART OF THE ACQUISITION
Ken Goodrich, a third-generation Las Vegan, is owner and CEO of Las Vegas-based Goettl Air Conditioning.

https://www.nevadabusiness.com/2018/02/the-art-of-the-acquisition/?utm_source=APP&utm_medium=APP&utm_campaign=February2018APP
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WORKING   FOR 
WORKPLACES

By Pat Evans

THE OFFICE MARKET IN NEVADA

rates continue to shrink. At 15.7 percent, 
office vacancy rate in Las Vegas is at 
its lowest point since 2008 The 278,955 
square feet, in the third quarter of 2017, 
of space under construction is well below 
historical averages, all according to the 
CBRE 2017 third quarter market report, 
the most recent available report at time 
of printing.

Obstacles
 The lack of space could lead to po-
tential tenants turning their attention way 
from Las Vegas. Already this year there 
have been instances of needing to be 
creative for tenants looking for space, 

said Brad Peterson, senior vice president 
at CBRE.
 “The lone obstacle is inventory, there’s 
a few buildings being built, but beyond 
that there’s not much in terms of new 
builds,” Peterson said. “There are a few 
buildings planned, too, but not enough 
to carry and cover the demand we proj-
ect. The problem already has begun, but 
I think it’ll be more of a problem in 2019 
than 2018.” 
 The pinch on space was seen a bit in 
2017 already and Newmark Knight Frank 
Managing Director Michael Tabeek said 
he expects 2018 to be a great year, but 
challenging when trying to find space 
for tenants looking for more than 10,000 
square feet.
 “It’s going to be a good year, but a 
tough year; tough to find locations for cli-
ents,” Tabeek said. “It will cause people 
to reevaluate the space they’re in. Will it 
make sense to try to get more efficient 
with the space they have?” 

 Building Nevada

THE Nevada office real estate market is 
set to be the most active it’s been since 
before the Great Recession, but one ma-
jor factor could stymie the growth. 
 Multiple real estate professionals in 
Nevada said 2017 was a great year for 
the office market and 2018 is looking even 
better, but the consistent absorption has 
led to a lack of available inventory. Unless 
more office space is built, especially in the 
Las Vegas area, activity could dry up, said 
Dan Palmeri, a senior director at Cushman 
& Wakefield in Las Vegas. 
 “2018 will be the biggest year since the 
Great Recession and the market will con-
tinue to grow,” Palmeri said. “The biggest 
difficulty will be the cost of land, as many 
of the quality parcels are gobbled up. The 
land prices, especially in geographies where 
people want to be situated, are so high it 
only justifies building Class A space, which 
can only attract those types of clients.”
 With developers on the edge whether 
to commit to high project costs, vacancy 

Brad
Peterson
CBRE

https://www.nevadabusiness.com/2018/02/working-workplaces-office-market-nevada/?utm_source=APP&utm_medium=APP&utm_campaign=February2018APP
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Positives
 Despite this, the consensus is 2018 
will still be an extremely active and pros-
perous year in office real estate.
 The same sentiment goes for The Re-
no-Sparks region, where Colliers’ manag-
ing director Melissa Molyneaux said 2017 
activity was consistently hitting above 
positive benchmarks and expects to ex-
perience much the same this year.
 She did add the caveat of Reno be-
ing a small enough market that one deal 
could sway data to seem more positive 
than a larger market, like Las Vegas. 
 Still, according to the Colliers third 
quarter market report, office vacancy in 
Reno is 11.8 percent, down from more 
than 15 percent as recently as late 2015. 
 “All three big Reno submarkets are do-
ing really well,” Molyneaux said. 

 In 2018, Molyneaux expects more of 
the same and, perhaps, a ripple effect 
from major industrial investments in the 
area from companies such as Switch, 
Google and Tesla. 
 Molyneaux said the traditionally satel-
lite office rich Sparks will begin to see a 
surge in service-type businesses looking 
to benefit from the swell of employees at-
tached to the corporate investments. She 
cited a doctor who opened an office in 
Sparks, where he lives and watched the 
increase in traffic, predicting a need for a 
doctor in the area.
 “I definitely think we can bank on that,” 
she said of new service type businesses 
taking up office space in Sparks.

Developments
 The location of the three major cor-
porations also led to many speculative 
investors buying properties in Reno, with 
a height of activity in 2016. By last year, 
Molyneaux said buyers either felt they 
missed the opportunity or prices were 
too high.
 Still, potential for development in Reno 
is far from fizzling. Led by Switch’s invest-
ment in the former U.S. Postal Service of-
fice in downtown Reno, Molyneaux said 
Google and Tesla could follow, or attract 
other large office users to the downtown 
district.
 Unlike many mid-sized markets across 
the country, both Reno and Las Vegas are 
not currently experiencing a drastic re-
naissance in downtown development for 
office space. 
 In Reno, no new office buildings have 
been built in the downtown business dis-
trict since 1986, but with a bit of a pinch 

in available space, Molyneaux said office 
owners are taking initiative to become 
more attractive to potential tenants. The 
Class A demand and resulting success is 
trickling down to Class B, especially as 
new construction isn’t yet justifiable.
 “Since they can’t justify building Class 
A space or have enough parking, just 
about every landlord downtown is doing 
major remodels,” she said. “People have 
money again and if their buildings aren’t 
performing like they’d like, they need to 
stay competitive. If they can’t build, they 
have to keep the building up to snuff.”
 Rather than completely stymie the of-
fice real estate activity expected in the 
Las Vegas’ future and should a lack of 
new inventory persist, brokers expect ac-
tivity to be pushed to downtown. 
 The hurdles to develop office space 
in the desirable outer markets in Las Ve-
gas could push tenants back downtown, 
Palmeri said. The issue stems from the 
initial recovery of the recession, which 
was led by residential and industrial de-
velopers buying up desirable land at bar-
gain prices.
 The costs of land near “desirable ge-
ographies” are now prohibitive for afford-
able office developments.
 “We have a great demand for quality 
Class B product, but the cost to do that 
deal just doesn’t make sense,” he said. 
“What that leads to is development won’t 
pace demand and it will cause rates to 
go up and vacancy to go down, so down-
town will actually see more activity be-
cause the suburban markets will be full,” 
said Palmeri.
 The office absorption is a result of a grow-
ing perception of Las Vegas as a big city, and 
a community favorable for business.

Perception
 For most of its existence, Las Vegas 
has been defined as a tourist destination 
and centered around gaming and hospi-
tality, said Palmeri. Since the recession, 

Melissa
Molyneaux
Colliers Reno

OFFICE Building Nevada

Jill DiFabbio
Practice Areas
• Commercial & Multifamily Insurance
• Coverage Analysis
• Claims Assistance

 Jill DiFabbio is a licensed Agent in the state of 
Nevada and joined the Western Risk Insurance team 
to support and grow the Commercial Real Estate di-
vision. During her time with the Agency, Jill has built 
a book of commercial business including: Retail 
Centers, Office/Business parks, Industrial and Multi-
family communities.  Her widespread experience in 
property claims and restoration gives her an edge 
against the competition. In addition to writing Prop-
erty and Liability policies, Jill is very hands on in the 
underwriting process, issuing of certificates & poli-
cies, insurance advisement and claims reporting. She 
also offers seminars to her clients on how to Properly 
Protect Your Million Dollar Asset. As an active mem-
ber of CCIM, BOMA, IREM and serving on the Nevada 
State Apartment Association Board of Directors, Jill 
stays current with commercial market trends and her 
clients’ needs.

ADVERTORIAL PROFILE

Western Risk
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3140 S Rainbow Blvd
Suite 400
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F 702.368.4219
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Give breakout sessions a new meaning.

Conveniently located near downtown Las Vegas at U.S. 95 & Valley View Blvd.  |  702.822.8779  |  springspreserve.org

Open the door to new meeting space opportunities at  

Springs Preserve. Find unique indoor and outdoor venues across 

our lush 180-acre campus along with an array of A/V packages 

and catering options. Big thinking starts in an open space. 

https://www.springspreserve.org/
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he said the city has diversified 
its economy and continues to 
grow its appeal to outside com-
panies. Even the existence of the 
Vegas Golden Knights as well as 
the relocation of NFL and WNBA 
franchises to the city help raise 
Las Vegas’ national profile, both 
Palmeri and Peterson agreed. 
 “Coming from an outside 
point of view, no one knows Las 
Vegas through anything else, 
so you try to diversify,” Peterson said. 
“That’s what those teams do. It’s not di-
rect, but direct in terms of perception. It 
puts us on the map and we’re seen as a 
bigger city.”
 That perception is in part why Peter-
son believes there’s an added interest in 
the market from companies, along with 
the always-favorable tax laws. He expects 
the interest for local companies to expand 

and others to locate to Las Vegas will be 
even greater this year.
 “Nevada has always been very fa-
vorable when it comes to taxes, and 
now you’ve got states like California 
that are being affected on a personal 
basis,” he said. “We’ve also always 
been locationally advantaged, being 
between SoCal, Northern California, 
Salt Lake City and Phoenix. A lot of 

those things that have always 
been in our favor continue to 
be so.”

Space Needed
   The challenge now, Palm-
eri said, with a lack of new 
development, will be finding 
space for large office users 
— those with a need of more 
than 70,000 square feet. The 
lack of available inventory is a 

detractor when going up against larger 
cities competing for a major corporate 
location, like several Texas cities and 
Phoenix, Palmeri said. 
 A lack of space or not, Palmeri said 
the auxiliary amenities, like the profes-
sional sports, growing population and 
the planned $1.5 billion Las Vegas Con-
vention Center expansion will continue 
to attract attention from companies.

OFFICE Building Nevada

CC  M
Because you want a  
competitive edge.
Who’s the commercial real estate professional best 
qualified to help you analyze data, mitigate risk, and make 
better-informed decisions? A Certified Commercial Investment 
Member, or CCIM. These accomplished professionals apply their 
advanced training and market expertise to give you a skilled 
analysis of your opportunities whether you own, lease, or invest. 

Want to make decisions with greater confidence? Get started with 
a CCIM in your area by visiting FindaCCIM.com

Contact your local CCIM chapter at: 

SNCCIM.org

“Nevada has always been 
very favorable when it 
comes to taxes ... ”

— Brad Peterson,
CBRE

http://snccim.org/
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ties because we don’t have Class A space? 
We still have a long way to go, so it’ll be 
interesting to see how we bridge that gap.”

Office Future
 Following a decade of recovering from 
a deep recession, Palmeri said Las Vegas 
is now back to the traditional develop-
ment cycle and the activity will continue to 
be at its highest point of the past decade.
 While there is a worry there’s not 
enough development to match demand, 
there is some spec development, includ-
ing the 150,000-square-foot office tower 
near Downtown Summerlin, which is near-
ly 30 percent full, according to Palmeri. 
 He also mentioned gaming company 
Aristocrat’s 180,000-square-foot campus in 
Summerlin and a 62,000-square-foot spec 
development by Sansone companies.
 “All the local decision makers are in 
the suburbs and they’re gravitating there 

because those markets are getting the 
newer buildings in town,” he said. “The 
new stuff is providing great amenities, like 
Downtown Summerlin. As the younger 
generation is demanding more from a 
company in terms of amenities and ser-
vices, the companies organically follow 
that lead.”
 The consensus among brokers is, 
2018 will continue to be hot in office ac-
tivity, but will tighten increasingly into 
2019, with no obvious relief in sight. The 
tight market, however, could be a boost 
of confidence for developers unsure of 
whether or not to proceed with a project, 
Tabeek said.
 “It’s really forcing a theme of getting 
office developers to consider building 
again,” he said. “You’ll start to see more 
buildings talked about, more threatening 
to break ground. More people are gaining 
confidence and building.”

 “At the same time, the growth of Ve-
gas, the hockey team, more conventions 
and conferences, the Raiders, WNBA, 
soccer team, it’s becoming less of a visi-
tor city and more of a place to be,” he 
said. “A lot of what it is now is getting 
people educated on the actual Las Ve-
gas community and then get them dialed 
in for a location that works for them.”
 Like Las Vegas, Reno too has made 
great strides in diversification in the 
past decade, according to Molyneaux. 
Should another economic slowdown hit 
the nation, or Nevada, in the near future, 
she expects Reno to weather it better.
 “The market is a little bit different 
than a decade ago,” she said. “We’re 
not just reliant on homebuilding and 
gaming. We still have those, but we now 
have Switch, Tesla.
 “It’s not a slow down we’re worried 
about it’s, are we missing out on opportuni-

 Building Nevada
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Sale, Industrial
ADDRESS 4620 Calimesa St., 89115
BUYER Bacio
SELLER NLV Sagebrush
DETAILS 22,750 SF; $2,661,750
APN 140-05-112-001
SELLER REPS Dan Doherty, SIOR and Paul 
Sweetland, SIOR of Colliers International

Sale, Industrial
ADDRESS 2782 Abels Ln., 89115
BUYER Aaron David Industrial
SELLER Baldwin Holdings
DETAILS 9,960 SF; $812,000
APN 140-17-311-019
BUYER REP Mike DeLew, SIOR and Greg 
Pancirov, SIOR of Colliers International

Loan, Industrial
ADDRESS 1624 S Mojave Rd., 89104
LOAN OFFICER Scott Monroe, NorthMarq 
Capital
DETAILS NorthMarq Capital negotiated 
the $7 million refinance of a 237,500 SF 
industrial property in Las Vegas. The 
transaction was structured with a 10-year 
term on a 25-year amortization schedule.

H

Sale, Industrial
ADDRESS 50 N. Gibson Rd., 89014
BUYER SDDB Holdings
SELLER Pereyra 1992 Living Trust

1624 S Mojave Rd.

INDUSTRIAL
SUMMARY
FOURTH QUARTER 2017

NORTHERN NEVADA
 The Northern Nevada industrial real estate market showed strong performance in Q4 
2017. With approximately 1.4 million square feet of positive net absorption recorded this 
quarter, the region’s 2017 positive absorption total grew to 3.9 million square feet.
 The completion of two new Class A speculative projects in Q4 added much-needed 
space to the market. Panattoni Development delivered 352,957 square feet at their North 
Valley Commerce Center and Prologis completed 240,500 square feet in north Reno. 
Both properties were 100 percent pre-leased prior to receipt of a certificate of completion. 
An additional 2 million square feet of new projects are expected to break ground in 2018.
 Leasing activity was healthy in Q4 and the industrial vacancy rate in Northern Ne-
vada stands at 2.7 percent, a level not seen since 2006 and one that declined from 3.9 
percent at the end of Q3.  Sales activity has been equally robust with two major sales 
totaling more than 2 million square feet taking place in Q4.
 The Northern Nevada industrial market remains active and strong. With high 
levels of net absorption, historically low vacancy, and a sizable construction pipe-
line, 2018 is expected to feature healthy fundamentals, significant demand and an 
increase in average overall rental rates.

By CBRE Reno

SOUTHERN NEVADA

 Through Q4 2017 the Las Vegas industrial market continued to perform at histori-
cal levels, with major indicators such as net absorption and construction reaching re-
cord highs.  Net absorption totaled 2.5 million square feet for the fourth quarter, which 
helped propel the year-to-date net absorption to 8.2 million square feet, the highest 
level in the market’s history.  
 New construction, during the quarter, was 1.9 million square feet, with the year-to-
date total at nearly 8 million square feet. Despite adding a record amount of new space 
in 2017, the vacancy rate at the end of the fourth quarter was 3.7 percent. This is the low-
est rate since 2006 and 40 basis points lower than Q4 2016.  Of the new space added 
during the quarter, more than 77 percent of that space was pre-leased.
 Several significant pre-leased projects completed construction during the quarter. 
Those include 621,857 square feet at Prologis’ I-15 Speedway as well as a 570,810 square 
foot build-to-suit at the Northgate Distribution Center. At the end of the fourth quarter 
there was 2.9 million square feet under construction, 35.3 percent of which is pre-leased. 
 Las Vegas’ one-day proximity to three deep water ports and the city’s central location 
for easy distribution to several states, has led tenants to open regional distribution centers 
in the area. E-commerce related companies have been the most active users.

By CBRE Las Vegas

https://www.nevadabusiness.com/2018/02/industrial-summary-fourth-quarter-2017/?utm_source=APP&utm_medium=APP&utm_campaign=February2018APP
https://www.nevadabusiness.com/2018/02/red-report-february-2018/?utm_source=APP&utm_medium=APP&utm_campaign=February2018APP
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 Red Report

DETAILS 26,133 SF; $3.9 million
APN 178-14-312-001
BUYER REP Mike DeLew, SIOR and Greg 
Pancirov, SIOR of Colliers International
SELLER REPS Dan Gluhaich of Colliers 
International

Loan, Retail
ADDRES 1450 and 1470 Horizon Ridge 
Pkwy., 89012
LOAN OFFICER David Blum, NorthMarq 
Capital
DETAILS NorthMarq Capital negotiated 
the $17.2 million refinance of a 117,914 SF 
retail plaza located on Horizon Ridge in 
Henderson. The transaction was structured 
with a 10-year term on a 30-year amortization 
schedule.

NW

Sale, Office
ADDRESS 1050 S. Rainbow Blvd.,
Unit 290, 89145
BUYER Med-Sys
SELLER Furber Development
DETAILS 10,400 SF; $1.05 million
APN 138-34-820-009
SELLER REP Ryan McCullough and Tina D. 
Taylor of Marcus & Millichap

Sale, Industrial
ADDRESS N Durango Dr. & W Fisher Ave., 89149
BUYER GRE Capital
SELLER Hiam Yared, Edward Yared & Lorette
DETAILS 0.54 acre; $812,000
APN 125-32-606-011
SELLER REP Al Twainy, CCIM of Colliers 
International

Sale, Multi-Family
ADDRESS 5816 Bromley Ave., 89107
BUYER 2715 Parade Investments
SELLER Bromley Apartments
DETAILS 32 units; $77,500 per unit

APN 138-25-410-006
BUYER/SELLER REP Cesar A. Talavera of 
Marcus & Millichap

O

Project, Industrial
ADDRESS 3320 Research Way, 89706
CONTRACTOR OF RECORD Shaheen 
Beauchamp Builders
DETAILS Shaheen Beauchamp Builders 
has completed construction on an industrial 
speculative building in Carson City at 3320 
Research Way. The estimated cost for 
this project is $3.5 million. The 28,500 SF 
building is partially leased, with 10,000 SF 
still available.

1450 and 1470 Horizon Ridge Pkwy.

5816 Bromley Ave.

http://providencecommercialre.com/
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 Red Report

S

Sale, Multi-Family
ADDRESS 6560 Surrey St., 89119 
BUYER GB Inn
SELLER Sunset Surrey Inn-Vestments
DETAILS 140 units; $125,000 per unit
APN 177-02-501-036
BUYER/SELLER REP Marcus Threats,
CCIM of Marcus & Millichap

SW

Project, Retail
ADDRESS 3883 West Flamingo Rd., 89103
CONTRACTOR OF RECORD CAI 
Investments
DETAILS CAI Investments broke ground on 
a 27,000 SF retail and restaurant project. The 
project is slated to be completed by mid-
year. Calmwater Capital has provided $15.15 
million in financing for this project.

Lease, Office
ADDRESS 9127 W Russell Rd., Suite 230, 
89148
TENANT Bank of George
LANDLORD Beltway One Development 
Group
DETAILS 2,367 SF; $358,188 for 60 months
LANDLORD REP Soozi Jones Walker, CCIM, 
SIOR and Bobbi Miracle, CCIM, SIOR of 
Commercial Executives Real Estate Services  

Sale, Office
ADDRESS 6465 W Sahara Ave., 89146
BUYER Desert Cloud
SELLER M&T Two
DETAILS 9,312 SF; $1,275,000
APN 163-11-501-013
SELLER REP Ryan McCullough and Tina D. 
Taylor of Marcus & Millichap

Sale, Office
ADDRESS 6140 Brent Thurman Way, 89148
BUYER Noval Limited Partnership
SELLER RCS -- Red Rocks
DETAILS 74,010 SF; $17 million
APN 163-32-711-001
BUYER REP Nevada Development & Realty 
Co.
SELLER REPS Paul Miachika and Roy Fritz 
of Sun Commercial Real Estate

Sale, Industrial
ADDRESS 5720 & 5740 S Arville St., 89118
BUYER Russell Commerce Center
SELLER PBB Pacific Industrial NV Non-REIT 
Owner
DETAILS 98,334 SF; $13 million
APN 163-31-510-002
BUYER REP Mike DeLew, SIOR and Greg 
Pancirov, SIOR of Colliers International 

Sale, Industrial
ADDRESS 8715 Lindell Rd., Unit 100, 89139
BUYER Dent ll 
SELLER Augustin Paris
DETAILS 5,892 SF; $835,000
APN 176-13-411-030
BUYER REP Chris Lane and Jerry Doty of 
Colliers International

WC

Sale, Retail
ADDRESS 4380 Neil Rd., 89502
BUYER Juan and Brenda Lopez
SELLER Semenza Family Trust
DETAILS 2,400 SF; $300,000
APN 020-361-27

Sale, Retail
ADDRESS 395 S Wells Ave., 89502
BUYER William Transue
SELLER Nerino Investments
DETAILS 2,694 SF; $380,000
APN 013-013-12

Sale, Industrial
ADDRESS 5456 Louie Ln., 89511
BUYER Zirpolo Children’s Trust
SELLER JA Nevada
DETAILS 6,645 SF; $1,035,000
APN 025-610-09

Sale, Multi-Family
ADDRESS 33 Park St., 89502 
BUYER Park Manor
SELLER Kuenzlki Partners
DETAILS 85 units; $29,548 per unit
APN 012-011-15

COMMERCIAL RECAP

6465 W Sahara Ave.

33 Park St.
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he “third” estimate for U.S. real gross 
domestic product (GDP) for the third 
quarter of 2017 grew strongly at a 3.2 
percent annualized rate, revised down 
by 0.1 percent from the second esti-

mate of 3.3 percent. The downward revision of 0.1 
percent from the second estimate reflected less-
than-expected consumer spending, which more 
than offset the larger-than-expected increase in 
state and local government spending. Overall, 
all main components of the real GDP except for 
residential investment contributed positively to 
growth. The unemployment rate remained at 4.1 
percent, a 17-year low. November retail sales con-
tinued its strong year-over-year growth, up by 5.8 
percent. November housing starts rebounded, 
up by 12.9 percent compared to last year. At its 
December meeting, the Federal Reserve raised 
the federal funds rate to a range between 1.25 to 
1.50 percent and hinted at three rate increases 
in 2018. The expected tax cut (reform), however, 
could spur more aggressive monetary policies to 
prevent the economy from overheating. 
 Nevada posted generally positive signals in 
economic activity based on the most recent data. 
Seasonally adjusted statewide employment added 
1,800 jobs in November. Taxable sales and gaso-
line sales (in gallons) in October climbed by 5.2 and 
3.0 percent, respectively, year-over-year. Novem-
ber gaming revenue declined by 2.3 percent com-
pared to a year ago.
 For Clark County, mixed signals emerged 
with the latest data. Seasonally adjusted em-
ployment added 1,200 new jobs from October 
to November. November visitor volume for Clark 
County continued its year-over-year loss, down 
by 3.1 percent. This fall probably reflects not only 
the reduced number of rooms in inventory but 
also the lingering effect of the October shooting. 
Nevertheless, total McCarran Airport passen-
gers rose by 1.3 percent during the same period. 
November gaming revenue fell by 3.2 percent 
compared to last year as a result of a large 6.0 
percent decrease on the Las Vegas Strip. Clark 
County taxable sales and gasoline sales for Octo-
ber climbed by 2.5 and 2.0 percent, respectively, 
from a year ago. June residential housing permits 
gained 11.0 percent year-over-year. 
 Somewhat more favorable signals were 
posted for Washoe County. The Reno-Sparks 
seasonally adjusted employment lost 1,600 jobs 
from October to November and only rose by 0.6 
percent from last year. October taxable sales for 
Washoe and Storey Counties increased by 14.1 
percent year-over-year. November gaming rev-
enue and visitor volume were up by 2.0 and 4.2 
percent, respectively, from a year ago. Residen-
tial housing permits in October rebounded signifi-
cantly by 62.8 percent from last year, while com-
mercial building permits remained low.

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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“On business in Portland one 
morning, I had forgotten to pack a 
belt. Looking for help, I went into 
the coffee shop of a nearby hotel. 
Help arrived as a tall, blue-eyed 
blonde. I asked if she knew where 
I could buy a belt. She did. 27 
years later…”

Douglas Schuster
Executive Managing Director
NKF Capital Markets

“Harvey and I met 43 years ago 
in the men’s shirt department 
in Bloomingdale’s Department 
Store, NYC.  First attracted by 
our Southern accents, we soon 
found we shared a love of the 
big city, mutual friends and we 
lived in a geographical desirable 
close proximity.”

Nancy Fennell
President | Dickson Realty

“My wife Valerie was my ninth 
grade science lab partner. We 
were good friends all through high 
school, dated our senior year and 
then went off to different places to 
attend college and live our lives. 
Years later we were reunited by 
a mutual friend and have been 
married for 18 years now.

Tom Wucherer, AIA
CEO | YWS Design & Architecture

How did you 
meet your 
significant
other?

How did you 
meet your 
significant
other?

“I met my husband through 
Nevada Business Magazine! My 
PR firm ran an advertorial 18 
years ago, and he came across 
the article. He told one of our 
clients he wanted an introduction 
to me, and the rest is history. 
I credit the magazine with my 
marriage and two daughters!”

Holly Silvestri
Partner | The Ferraro Group
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Your success is our success. That’s why we 
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financial tools they need to help them 
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depend on. We’re all in this together, so  

let’s work together.

BRING YOUR BANKING HOME.

nsbank.com  |  866.728.0461
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