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can tell you, the words “separation of
church and state” don’t appear any-
where in that document. In fact, I’m
willing to bet the Founding Fathers
would have been horrified at the idea of
removing all religious references from
government. What is mentioned in the
Constitution is a guarantee that people
can freely exercise their religion.

Secondly, what about Brittany’s free-
dom of speech – a phrase which defi-
nitely does appear in the Constitution?
She worked hard to earn the right to ad-
dress her fellow students on graduation
day and tell her own story. She attrib-
uted her success in school to Christ and
to Biblical truths, and wanted to share
that with others. “My speech was about
who I am,” she said in an interview on
the Hannity and Colmes television
show. “They denied me my free speech
and the right to be what I am and what
God has made me to be.”

C O M M E N T A R Y

Two Endangered Species:
Freedom of Speech and Religion

L Y L E  E . B R E N N A N
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The Clark County School District
literally “pulled the plug” on two of
America’s most basic Constitution-

al rights when it refused to allow Brit-
tany McComb to finish her valedictory
speech in June. Brittany was chosen as
valedictorian of Foothill High School in
Henderson on the basis of her 4.7 GPA.
Brittany reasoned that since most stu-
dent speeches mention parents, teachers
or others who have had an impact on
their lives, it would be acceptable for her
to talk about the biggest influence on her
life – Jesus Christ. So she included ref-
erences to God and Christ and quoted
some Biblical passages in her speech. 

School district policy requires all stu-
dents speaking at graduation cere-
monies to have their speeches approved
in advance, but district administrators
had a problem with this particular
speech, not because it was poorly writ-
ten, but because Brittany had the audac-
ity to mention God and Christ in it.

They told her to take out the religious
references because of the district’s poli-
cy against “proselytizing.”

Brittany stood by her principles and
gave the speech she had planned. When
she mentioned the power of God’s love,
the audience cheered, but before she got
to the reference to Christ, her micro-
phone was cut off. This led to booing in
the audience, and also to quite an uproar
(justifiably so) in the press, including
national news media. 

The ACLU is backing the school dis-
trict’s policy, which is apparently based
on rulings by activist courts intent on re-
moving all references to religion in
America. Their reasoning is that a grad-
uation ceremony is sponsored by a gov-
ernment organization (the school dis-
trict), and the “separation of church and
state” doctrine therefore forbids any
state-sponsored religious references.
This is ridiculous on two fronts: first of
all, as any student of the Constitution

First Amendment to the U.S. Constitution:

Congress shall make no law respecting an establishment of religion, or prohibiting the free

exercise thereof; or abridging the freedom of speech, or of the press; or the right of the people

peaceably to assemble, and to petition the government for a redress of grievances.

Continued on Page 8
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Samuel S. Lionel, founding member of

Lionel Sawyer & Collins, was one of the

12 attorneys selected by their peers as

the best in their profession. 
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Doug Roberts of Panattoni Development

was one of the experts interviewed for

this overview of the industrial market.
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Commercial builders reveal their frank opinions on the state of their industry in this

month’s Industry Focus roundtable.
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A blog sponsored by the College
Conservative Movement shows that
students close to Brittany’s age are
supporting her. Here’s one quote
from its postings: “No matter how
hard the ACLU tries, they will not be
able to change the fact that our na-
tion’s history and culture is full of
Christianity. It is also full of other re-
ligions. Our forefathers would never
have dreamed of someone’s speech
being censored because of its reli-
gious content. It is likely that they
would cite in their argument two
things in the bill of rights that the
ACLU often fights to defend. In
America, we have freedom of
speech. In America, we have free-
dom of religion. If the left wants to
defend those rights, then defend
those rights. Don’t defend them only
when it’s convenient for your base.”

The fact that Brittany McComb
was willing to stand up for her prin-
ciples and give her speech gives me
hope for the future of this country. I
am also glad to hear she plans a ca-
reer in journalism. We need more
young people like her who are will-
ing to make sacrifices for their be-
liefs, and we need more people of
voting age to support those princi-
ples in the voting booth.

Congratulations, Brittany. We’re
proud of you.

COMMENTS 
email: lyle@nbj.com

Continued From Page 4
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Researchers from the University of
Nevada, Las Vegas and the Uni-

versity of California, Irvine recently
studied the public relations response
of the Wendy’s fast food chain fol-
lowing 2005 news reports of a Neva-
da woman’s claim that she had found
a human finger in her chili. The pub-
licity led to a sharp drop in sales for
Wendy’s, even after the event was re-
vealed as a hoax. Wendy’s response to
win back customers was to offer a
weekend of free Frosty shakes as a
show of good will and commitment,
but the UNLV survey showed this
probably wasn’t the best approach. 

The UNLV research team tried two
different print advertisements on a
test group of 100 students who had
heard about the Wendy’s finger inci-
dent. One group was shown an ad of-
fering a free Frosty, and the other saw
an ad depicting a young child happily
eating Wendy’s burgers and fries. The
ad referencing happy childhood mem-
ories led to more favorable brand atti-
tudes and made it more likely the sub-
jects would revisit Wendy’s. “We
found that trying to appeal to cus-
tomers rationally through offering a
free promotion is not as effective as
trying to appeal to them on an emo-
tional level,” said Michael LaTour, a
professor at the College of Business.

The CEO of the MGM Grand,
Gamal Aziz, named 2005 Nevada

Hotelier of the Year by the Nevada
Hotel and Lodging Association, shares
the following leadership philosophies:
1. Always benchmark those above
you, not equal to or below you. That
will ensure you’re always raising your
game and staying a step ahead of the
competition.
2. Quality, quality, quality. Don’t bring
a product to market unless it is best in
class. Don’t skimp on quality of prod-
ucts and never skimp on quality of tal-
ent to operate it and bring it to life.
3. Don’t be in a hurry to fill open po-
sitions. Wait to find the best, most
qualified person in the field, then do
everything to hire them.
4. Travel. Explore. Constantly expand
your perspective. You can’t innovate if
your focus is limited to what’s around
you. The world has much to teach. 
5. Get out of your comfort zone. If
you’re not uncomfortable doing your
job, then you’re not challenging your-
self enough. Stretch. Take risks. Chal-
lenge yourself every day. Learn from
your mistakes. 
6. Don’t go back to the same well
twice. You can’t expect different results
from the same people, products and ap-
proaches. Do your research, bring in
new talent from outside industries. Put
leaders together from different fields
and see what they can create together.
7. Own your own restaurants, night-
clubs, room products, and services.
No one will look after them and care
about them quite like you will. Own-
ing your own ensures your success.
8. Promise people opportunities and
rewards for excelling, and then give
those to them when they deliver.

Are you facing another long hot
summer of slogging away at your

desk? Unfortunately, you just can’t
swing a vacation this year – or can you?
“Actually, you probably can,” said
Tripp Friedler, author of Free Gulliver:
Six Swift Lessons in Life Planning. Fi-
nancial planner Friedler says “I can't
afford it” and “I’m too busy to take
time off” are excuses we use to cover
other, deeper issues without realizing
we’re doing it. Here are a few reasons
you might be writing off your summer
vacation, along with Friedler’s
thoughts on what’s really going on:

You think you can’t afford it. Actu-
ally, you probably can. “When you re-
ally think about it, you may well decide
you can live with a more modest home
or car to free up money for extras like
nice vacations,” says Friedler. 

You believe they can’t survive
without you at work. No one is so im-
portant that a company will go out of
business if he or she takes two weeks
off. If you believe yours will, you
might have a few ego issues you need
to explore, Friedler says. 

Secretly, you’re more comfort-
able at the office than hanging out
with your family. This one is tough
to admit, but many hard-driving exec-
utives don’t enjoy being around their
family for long stretches of time. “I’m
not here to judge anyone; I just want
you to be aware of the real reasons
you’re avoiding vacations,” says
Friedler. “Once you’ve ferreted out
your excuse, decide where you really
want to go on vacation, set a goal, and
start making some changes. Most
people need a sense of balance, and
working non-stop without a break
isn’t the answer.”

Pointing the Finger at Wendy’sThe Great Vacation Excuse Ten “Grand” Keys to Success

BUSINESS UP FRONT
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FACE TO FACE

Principal

StoryBook Homes

Las Vegas

Type of business
Homebuilder

Biggest business challenge
Keeping up with the dynamic real estate
market in Las Vegas; also, finding qualified
and motivated employees.

What do you like best about your job? 
Providing homes for families. What better
product is there? Who doesn’t want to own
their own home?

If you could start over and choose a 
different profession, what would it be?
Homebuilding – I love this business.

How do you spend your time 
when you’re not working? 
I spend 90 percent of my time off with my
wife and kids. I have very few hobbies. 

Little-known fact about yourself: 
When I went to Clark High School, I was
in trouble all the time. I was sent to Op-
portunity School, but didn’t make it there

either, so I joined the Marines at age 17.
Needless to say, I had people in my life
who didn’t give up on me.  

Best Business Advice
Stay focused on your written goals. Men-
tor people in the business. My biggest re-
wards through the years came from help-
ing other people achieve their goals and
watching them prosper. 

What contributions have you made 
to the community? 
Spending time with my children and
reading to them is very rewarding, and
we at StoryBook Homes want to en-
courage parents to make a difference in
their children’s lives by reading to them
at least 10 minutes a day and spending
quality and quantity time with them.
Our “10 Minutes a Day” program in-
cludes posters at all our communities
and free bookmarks that advertise the
value of reading to children. We also
donate $100 for each home sold to fund
school library books. 

Years in Nevada: 38

Years with Firm: 3

Wayne Laska

Principal Owner

Sheehan Van Woert Bigotti Architecture

Reno and Folsom, Calif.

How do you spend your time when you’re not
working?
As often as I can, I spend my time with my
family. 

Favorite Business Book:   
Thriving on Chaos, by Tom Peters 

Best Business Advice: 
Surround yourself with people you like, and
nurture a mutual vision. When you are row-
ing in the same direction, it is rare not to
achieve success.

What building project was your favorite, and why? 
My favorite building project was Holy Cross
Catholic Church in Sparks. This was my first
project as a design principal in my office,
and the client’s goals were perfect for the
kind of architecture I enjoy doing. The pastor
wanted a building that was contemporary to
convey the spirit of this young parish in
Spanish Springs. I am proud and honored to
have played a part in creating this church.

Years in Nevada: Native Nevadan

Years with Firm: 14

Type of business
Architecture and planning

Biggest Business Challenge: 
Creating the best architecture possible with
each project, while at the same time ac-
commodating the usual construction bud-
get restrictions.

What do you like best about your job?
I enjoy learning about the goals and needs
of each client and turning them into places
to live, work, learn, teach or entertain. There
is variety in my work days that never fosters
boredom.  Although trying at times, archi-
tecture allows me to continuously create and
solve problems for others; it is really a re-
warding way to make a living.

Angela Bigotti-Chavez
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General Practice
Thomas Beatty

Law Offices of Thomas D. Beatty
Thomas Beatty, who has been in

private practice since 1979, has
fought the trend towards specializa-
tion and “boutique” law firms, and
practices in several areas, including
civil and criminal litigation, personal
injury, insurance defense, product

liability and employment law. “My
practice is litigation-oriented, al-
though I do a fair amount of appellate
work as well,” he said. “I have more
than 50 reported decisions over the
years. It’s still possible to be some-
what of a general practitioner, al-
though it’s not very common these
days.” He has been involved in sever-
al major cases in Southern Nevada,
including lawsuits following Howard
Hughes’ death, the MGM Grand hotel
fire litigation, PEPCON litigation and
defense of police officers accused of
wrongful death. 

Beatty said, “I’m never bored, be-
cause I’m always working in new
areas. I enjoy the courtroom and
enjoy the variety of cases I get to han-
dle. No area of the law is static. Just
because you handled a similar case
two years ago doesn’t mean today’s
case will be the same.”

If clients need specialized exper-
tise, Beatty refers them to other
lawyers. He also works in conjunction
with other firms, particularly out-of-
state firms that want to work with a
local attorney. “I’m the local guy who
tells national firms the lay of the land
here,” he explained. “I’ve worked
with some of the top attorneys in the
country on large cases.”

His advice for law students today is
to start with a job in the offices of the
district attorney or city attorney. “One
thing that’s hard for a young associate
to get today is courtroom experience,”
he said. “Large firms will send more
experienced people into the court-
room. Once you get that experience
through the D.A. or city attorney, you
can decide what you want to specialize
in, or be a general practitioner. What-
ever you choose, courtroom experi-
ence is vital.”

Cover Story: Nevada’s Best Attorneys

The 12 attorneys featured in this article – chosen by their peers    

as the best in their legal specialties – are all long-time Nevadans   

who played a part in shaping the state’s legal history. Samuel

Lionel, featured on our cover, is the patriarch of the group, having practiced law in

Nevada longer than most of the other attorneys have been alive. All 12 have received

numerous accolades from organizations within the legal profession, and most have a

proud record of public service to the community in addition to their legal work. Rather

than listing each person’s vital statistics, the editorial staff decided to give our readers

an up-close-and-personal look at each attorney. 
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Real Estate Law
Michael Buckley

Jones Vargas
Concentrating on commercial and

real estate law, Michael Buckley rep-
resents a diverse group of clients, in-
cluding high-rise condominium and
master-planned community develop-
ers, buyers and sellers of land and
commercial developments, and banks
and commercial lenders. He has

worked with developers in creating
and financing projects and communi-
ties throughout Southern Nevada, and
was a key player in transactions that
led to the construction of the Las
Vegas Monorail project.

A member of Jones Vargas since
1978, Buckley leads the firm’s Busi-
ness and Real Estate Transactions
Practice Group. His years of experi-
ence in real estate have shown him
the cyclical nature of the market, so
he is not overly concerned about a
real estate “bubble”, even in the
volatile high-rise market. “In the
mid-’80s, I was working with Valley
Bank, negotiating with builders and
developers who had overextended
themselves in the boom and got
caught in the bust that followed,” he
recalled. “I’ve seen the whole cycle
– this is nothing new. If there is a
good real estate deal, developers
will overwhelm it, and that’s what

happened here. There’s still a market
for people who know what they’re
doing.” Buckley has worked with
five successful high-rise projects
that are either ongoing or completed,
including Panorama Towers, New-
port Lofts and juhl.

In 2003, Governor Guinn appointed
him as one of the initial members of
the Nevada Commission for Com-
mon-Interest Communities, where he
presently serves as chair. He said laws
have changed in recent years concern-
ing common-interest communities,
such as homeowners associations.
“These laws were set up to protect
homeowners from developers,” he ex-
plained, “but these days they are
being used more to protect homeown-
ers from each other.”

Buckley has served as a part-time
instructor in real estate law at the Uni-
versity of Nevada, Las Vegas, and is a
frequent lecturer at continuing legal
education programs. “Law is how the
real world works,” he said. “It chal-
lenges the brain, and there’s always
something new to learn.”

Taxes/Estates/Trusts
Jeffrey Burr

Law Offices of Jeffrey Burr
Jeffrey Burr has been named by his

peers as one of the top estate planning
attorneys in Southern Nevada in every
edition of Best Lawyers in America,
and his personal client list includes
many of the most prominent families



July 2006   15

Cover Story: Nevada’s Best Attorneys

in the community. His firm includes
six attorneys and more than 20 parale-
gals and other staff members. 

In addition to being an attorney,
Burr is also a Certified Public Ac-
countant. “When I was in college
studying accounting, I attended a
lecture by an estate planner who was
an attorney and also a CPA,” he re-
called. “He talked about how he
blended family financial planning,
business planning and tax planning.
I was fascinated by it and decided
that’s what I wanted to do.” Burr
went on to law school after finishing
his accounting degree, and later
worked for Deloitte & Touche in its
estate planning department in
Phoenix. After earning his CPA,
Burr came to Las Vegas and set up
his boutique law practice.

“It’s a pretty big firm, considering
that we are so specialized,” he noted.
“We receive a lot of referrals from

other attorneys who don’t have an es-
tate planning specialist of their own.
They know we’re not going to com-
pete with them in other areas, be-
cause this is all we do.” Burr ex-
plained that estate planning requires a
team approach, with a CPA, an attor-
ney and a financial planner all work-
ing together. “An attorney is a key el-
ement in the team, because it always
involves legal documents – at the
very least, a revocable living trust,
which saves you estate taxes. The
CPA helps the client identify what his
tax issues are.”

Burr said, although the bread-and-
butter of his practice is drawing up
and administering trusts, the most
satisfying part of his job is family
succession planning. “We help fami-
lies that own closely-held businesses
design plans to make sure their chil-
dren or employees can take over the
business after they’re gone.”

Family Law/Domestic Relations
Howard Ecker 

Ecker & Kainen, Chartered
“When I opened my office in 1977,
like many young attorneys, I took
whatever cases came in the door,”
said Howard Ecker. “I did criminal
defense, personal injury and divorce
work. All three required dealing with
people in trouble, but frankly I got

Congratulates Richard A. Wright

for his selection as the top 

Nevada criminal defense attorney.

WRIGHT JUDD & WINCKLER is pleased to
announce that Margaret Stanish, formally an
Assistant United States Attorney and Nevada
Deputy Attorney General, is joining the firm.

300 South Fourth Street • Suite 701 • Las Vegas, Nevada 89101
Phone: 702.382.4004 • Fax: 702.382.4800

W R I G H T  J U D D  &  W I N C K L E R
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him or her,” he said. He was also
instrumental in setting up a “Cop-
ing with Divorce” seminar, which
the Eighth Judicial District Court
now requires divorcing parents, or
anyone involved in a custody dis-
pute, to attend. “We want to keep
the children out of the dispute as
much as possible and discourage
parents from making disparaging
comments about each other in front
of the children,” Ecker explained.
He pointed out that 75 percent of
children born after 1990 will live in
a single-family home before they
become adults. 

“This kind of law requires a lot of
individual attention,” said Ecker.
“Lawyers who practice family law
must make themselves available to
their clients, because they need that
hands-on contact. When our clients
call, we call them back.”

Corporations and Partnerships
John Fowler

Woodburn & Wedge
John Fowler’s practice spans a

broad range of business counseling
and transactional matters, including
business organizations, corporate
governance, mergers and acquisitions,
real estate transactions and related

more thank you’s from doing family
law. I found a niche I liked doing, and
I’ve been practicing family law for 20
years now.” He is now the senior part-
ner in a firm with four attorneys.

Ecker’s firm handles divorces,
adoptions, prenuptial agreements,
cohabitation agreements, custody
cases and all aspects of domestic re-
lations and family law. “It’s very re-
warding,” he explained. “I get to deal
with people one-on-one, and help
them through a difficult time to a sit-
uation where they feel much better
about themselves. Another benefit is
that the litigation is a relatively short
process, unlike some civil cases that
drag on for years.”

Ecker has been involved in the
Court Appointed Special Advocate
(CASA) program for many years.
“It’s important that an advocate for
the child decides what’s best for

http://www.gtlaw.com


http://www.nsbank.com
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issues in water and mining law. He
also handles matters related to gov-
ernmental procurement, state and
local taxation and public utilities.

Fowler’s practice, which includes 19
attorneys, has emphasized Nevada cor-
porate and limited liability company
(LLC) law. “Nevada is a good place to
incorporate a business,” he stated. “For
70 years, Delaware has been the juris-
diction of choice when forming pub-
licly held companies, but increasingly,
Nevada is becoming an alternative. 

If the company will be publicly held,
there are reasons to choose Nevada
over Delaware, because of laws that
have been passed in the last 15 years.”

Although Fowler estimates he has
formed hundreds of corporations over
the years, that’s not all he does. “I ad-
vise major national businesses that are
Nevada corporations or have Nevada
subsidiaries,” he explained. “They
need lawyers attuned to Nevada corpo-
rate statutes and case law to determine

how to form, operate or dissolve a cor-
poration or perform a merger. They
need to know what fiduciary duties
Nevada requires of board members.”

An Internal Revenue Service ruling
in the late ’80s led many states to re-
consider their laws regarding corpora-
tions, especially LLCs. In 1990, the
Nevada secretary of state’s office com-
missioned a book to research this area
and recommend change to Nevada’s
statutes on business and nonprofit cor-
porations, LLCs and related matters.
Fowler was the managing editor and
major author of the Study of Nevada
Corporate Law, which became the
basis for Assembly Bill 655 of the 1991
Legislature, making radical changes to
Nevada law regarding business entities.

“The magic of the LLC is that it gets
partnership tax treatment by the IRS, but
owners (members) have the same person-
al protection against lawsuits as stockhold-
ers have in a public company. You get the
best of both worlds,” explained Fowler. 

Cover Story: Nevada’s Best Attorneys

Bankruptcy Law
Gerald Gordon

Gordon & Silver, Ltd.
Gerald Gordon is a shareholder in

Gordon & Silver, where he chairs the
bankruptcy and insolvency depart-
ment, working with 11 other attorneys.
Gordon started out representing banks
and other creditors, including Key
Bank, Bank of America, Nevada State
Bank and Harrah’s Entertainment

http://www.klnevada.com
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Corporation. He is presently repre-
senting the Direct Lenders Committee
in the USA Capital bankruptcies. 

However, for the past 15 years most
of his practice has been representing
debtors. He acted as debtor’s counsel
for several major resort properties, in-
cluding the Silver Bird, Landmark,
Aladdin, Maxim and Fitzgeralds. 

According to Gordon, the bank-
ruptcy law that took effect in October
2005 has caused several changes in
the way bankruptcies are handled.
“We didn’t think at the time it would
affect Chapter 11 work, but as it was
modified, it does have some effect,”
he explained. “It places more restric-
tions on judicial discretion. Instead
of saying ‘the court may’ do some-
thing, it says, ‘the court shall.’ The
law also shortens the time allowed
for a debtor to get re-organized.”
Those restrictions are especially
troublesome to casinos, said Gordon,
because whatever they do must have
regulatory approval. It may take a
year to reorganize and another year
to get regulatory approval. The new
law also places restrictions on execu-
tive compensation, or “golden para-
chutes.” Gordon said, “This makes it
difficult to keep people in key
positions, because they want incen-
tives for staying with the company.”

Gordon said he enjoys his specialty
because, “Each case is unique. Com-
plications always arise, and you have
to adapt and respond.” Like divorce
lawyers, bankruptcy lawyers have to
deal with clients who are undergoing
an emotional upheaval. “Many times,
declaring bankruptcy is a real blow to
the ego of those involved,” he said.
“It’s a very complex, intrusive
process, and often the principals don’t
understand these complex laws, so we
have to educate them as we go along.
We tell them, ‘It’s not going to be as
bad as you imagine. It’ll be bad, but
we’ll get through it.’”

Labor and Employment Law
Gregory Kamer

Kamer Zucker & Abbot
Gregory Kamer, the founding part-

ner of Kamer Zucker & Abbot, began
his career in 1980 working for the Na-
tional Labor Relations Board. He then
worked for the Nevada Resort Associ-
ation (NRA) for three years, repre-
senting casino employers. He started

his Las Vegas career with a bang,
dealing with the largest labor dispute
to hit town in many years, the 1984
culinary union strike. 

After working with the Resort As-
sociation, Kamer opened his own firm
20 years ago, and has been exclusive-
ly representing employers ever since.
The firm currently includes nine
lawyers, with a practice based 75 per-
cent on casino clients and 25 percent
on non-gaming employers, including
Southwest Gas Company and the
Clark County Library District.

Kamer explained that most attorneys
focusing on labor and employment is-
sues choose to exclusively represent
either employers or employees. “When
I was starting out in practice, I had to
choose which side of the fence to be
on,” he said. “I came to the conclusion
that if you can represent a good em-
ployer, you can do a lot more for the
workers than you can by representing
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unions. My parents were both working
people and union members. I wanted
to do something that would have a pos-
itive impact on people’s lives.”

Kamer estimated he spends 30 per-
cent of his time teaching supervisors
and managers how to manage people
effectively and legally. “The compa-

nies we choose to represent are good
employers,” he said. “If they make a
mistake, we help to correct it and try
to make sure it doesn’t happen again.
When defending cases, if they’re
right, we’ll fight for them, and if
they’re wrong, we’ll settle it. We get
to wear the white hat.”

Personal Injury
Richard Myers

Crockett & Myers 
Richard Myers has been practicing

law in Las Vegas since 1970, focus-
ing on personal injury, wrongful
death, medical malpractice and prod-
uct liability cases. A former president
of the Nevada Trial Lawyers Associ-
ation, he served on its board of gov-
ernors for 15 years. Myers is a
sought-after speaker, and has lectured
to various trial lawyer and civil
groups. In 1986, he founded the Peo-
ple’s Law School in Las Vegas, and
serves as its Dean Emeritus. 

“When we accept a case, we pledge
to see it through to the best possible
conclusion for our client,” he said.
“And that means we will not settle out
of court unless it is in your best inter-
est. In this day and age, when many
senior lawyers assign their cases to
younger, inexperienced associates, it
is comforting to know that all the at-
torneys at Crockett & Myers are se-
nior attorneys who personally handle
each of their cases. We’ve been doing
it that way for over 25 years.”

http://www.gordonsilver.com




Gaming Law
Frank Schreck

Schreck Brignone
Frank Schreck received the impetus

to go into gaming law when then-gov-
ernor Mike O’Callaghan appointed
him to the Nevada State Gaming
Commission in 1970. At 27, Schreck
was the youngest member ever ap-
pointed to the commission, but
O’Callaghan had confidence in him,
having been his teacher at Basic High
School and his mentor through col-
lege and law school. 

“At that time, law schools didn’t
have courses in gaming law, because
Nevada was the only state where casi-
no gaming was legal, and Nevada had
no law school,” said Schreck. “There
was no way to learn about laws regu-
lating gaming – the biggest industry
in the state – except through govern-
ment. So the people practicing gam-
ing law came out of the Attorney Gen-
eral’s office, the Gaming Commission
or the Gaming Control Board.”

Founded in 1968, Schreck
Brignone now employs 26 attorneys.
Its clients include most of the large re-

sort properties on the Las Vegas Strip,
many of which have out-of-state in-
terests as well. Schreck is a charter
member of the International Associa-
tion of Gaming Attorneys, which
numbers about 500 attorneys from all
over the world. The association has
played a part in standardizing regula-
tions for gaming companies that con-
duct business in many jurisdictions.
Asked about his plans for the future,
Schreck said he is “definitely explor-
ing” the possibility of an alliance with
another firm. “Because of the quality
of my clients and the type of work we
do, we’ve been a bright target for
firms wanting to come into the state,”
he revealed. “We haven’t yet found a
firm that met our needs, but we may
in the future. I feel the firm needs to
reach a bigger critical mass – not just
in terms of numbers of lawyers, but
also in specialty areas our clients
need, like intellectual property, secu-
rities and taxes.”

Intellectual Property
Mark Tratos

Greenberg Traurig
Mark Tratos co-founded the firm of

Quirk and Tratos, which specialized
in intellectual property (IP), Internet
and entertainment law at a time when
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At the age of 87, Sam
Lionel still walks up the
stairs of the parking
garage to get some exer-
cise during his workday.
Asked about retirement
plans, he said, “As long as
it’s still fun, I’ll keep
going.” Lionel seems to
genuinely enjoy his profes-

sion, especially litigation, and said over the years
he’s done “almost everything” in the legal field, in-
cluding defending people in capital murder cases.

Lionel co-founded Lionel Sawyer & Collins,
Nevada’s largest private law firm, in 1967. It now
has more than 75 attorneys in four offices, offer-
ing a full range of legal services. As chairman of
the firm’s litigation department, Lionel uses his
depth of experience to mentor younger attorneys.

Bob Faiss, a partner in Lionel Sawyer & Collins
and chair of its Gaming Law Practice Group, said,
“After he finished his second term as governor,
Grant Sawyer chose Sam as a partner because of
his reputation of having the utmost integrity, in ad-
dition to his talent. Over the years, Sam helped
build the firm into what it is today. He serves as an
example to all of us who came after him. He does-
n’t tell you what to do – he shows you by doing it
himself. He has total commitment to his clients,
while remaining true to the ethical requirements
of his profession.”

Paul Hejmanowski, managing partner of Lionel
Sawyer & Collins, said Lionel is largely responsi-
ble for training many of the top litigators practic-
ing today. “If you were to take a survey of Neva-
da’s judges and experienced trial lawyers, nine
out of 10 would pick Sam as the premier example
of a civil litigator,” he said.

“Sam Lionel has been practicing longer than
I’ve been alive, and he is still very good at his
game,” noted Greg Kamer of Kamer Zucker & Ab-
bott. “He has great wisdom. Young kids today
might know more technically than older attor-
neys, but they don’t have the judgment that
comes from experience.”

Lionel’s advice to a young attorney starting out
in the legal profession is direct and to the point:
“Roll up your sleeves. It’s not a 9-to-5 profession.
And, if you don’t like practicing law, don’t. You
have an education – you can do something else.”

Civil Litigation

Samuel S. Lionel
Lionel Sawyer & Collins
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it was a relatively new field. The in-
ternational firm of Greenberg Traurig,
with 28 offices stretching from Tokyo
to Zurich, merged with Tratos’ firm in
2005 in order to gain a Las Vegas
presence, and Tratos was named the
managing shareholder of its Las
Vegas office. 

“The importance of IP law can be
directly traced to changes in the glob-
al economy,” Tratos explained. “As
the U.S. faced competition in the ’60s
and ’70s from Europe and Japan, it
found its economic prowess was
based on research and development
and technical superiority, which is the
domain of IP. In order to maintain its
position in world markets, IP became
the mainstay of American business.”

As new technologies and new de-
vices emerge, Tratos said his field is
gaining in importance. “When you
download music to an iPod, use a cell
phone to take pictures, play music or
receive video and TV clips, all that is
the domain of IP – not just patents for
the products, but the license to down-
load music and the contracts to con-
vey the rights to download TV shows.
It’s the convergence of the business
and entertainment worlds.”

Greenberg Traurig maintains a bal-
anced practice between complicated
intellectual property matters, sophisti-
cated entertainment issues and cut-
ting-edge Internet cases, said Tratos.
“I get to do one-of-a-kind cases,
where you can’t go to a book to look
up the precedents, because there
aren’t any. We’re actually shaping the
law, and that’s always a joy,” he re-
marked. 

Tratos has been teaching at UNLV’s
Boyd School of Law for several years,
and said it’s a good way to stay on the
cutting edge. “It’s forced learning,” he
said. “In order to do it well, you have
to be on top of disciplines like cyber-
law, which is constantly changing.
Preparing for these classes keeps me
on top of the game.”
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Criminal Law
Richard Wright

Wright Judd & Winckler
Richard Wright is a native Las

Vegan who has practiced law in Neva-
da for more than 30 years, primarily in
criminal defense, gaming law and pro-

fessional ethics law. Most recently, he
has been in the headlines as the de-
fense attorney at the corruption and
bribery trials of Clark County Com-
missioners Mary Kincaid Chauncey
and Michael McDonald. This wasn’t
his first experience involving politi-
cians, however; he was involved many
years ago in similar cases involving
Woodrow Wilson and Floyd Lamb.

“When I finished law school, I
didn’t know right away I would go
into criminal defense,” recalled
Wright. “I clerked for Roger D.
Foley, and then became an assistant
U.S. attorney and prosecuted cases
for five years. We prosecuted Jay
Sarno of Circus Circus and Caesars
Palace for bribery, with Oscar Good-
man and Harry Claiborne defending
him. When I started private practice
after that and did criminal cases, I
discovered I liked it. You never know
what’s coming in the door or what
you’ll hear when the phone rings.”

http://www.jonesvargas.com


Wright said helping people through
a difficult time is rewarding. “You
have many appreciative clients be-
cause you’re dealing with people in
their darkest hour,” he explained. “I
think of it as helping someone walk
through a minefield, using my legal
knowledge to get them through as
safely as possible under the circum-
stances. That means helping them
make good decisions and getting
them safely to the other side without
blowing up. You need to be candid
with people, tell them how difficult a
situation they’re in, and point them to
the path of least harm.”

With his involvement in so many
high-profile cases, Wright said those
that are most memorable to him may
not be the ones that generated the
most publicity. “The reality is, I
most often remember the ones I
lost,” he said.

Kathleen Foley is the editor-in-chief
of Nevada Business Journal.
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T H E  S E L E C T I O N  P R O C E S S :
Nevada Business Journal sent forms out to the

largest law firms in the state, asking their attorneys to

vote on which Nevada lawyers they considered the

best in each of 12 categories. To avoid having people

vote only for themselves or for attorneys in their own

firms, we gave greater weight to votes for attorneys

outside their firms. After receiving dozens of replies, we

compiled the votes to get a consensus on which attor-

neys were the most respected by their peers. Sam Li-

onel was chosen most often as the attorney who would

best represent Nevada’s legal profession by appearing

on the cover. Congratulations to all those selected.

http://www.AmericanNevada.com
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Commercial Builders: Fast Pace Causes Growing Pains

C
EOs of Nevada’s largest commer-
cial contracting firms met recently
to discuss pressing issues in their

industry, which is one of the driving
forces behind the state’s economy.
Connie Brennan, publisher of Nevada
Business Journal, served as the mod-
erator for the event, which included
topics such as: staffing and recruit-
ment, the entitlement process and up-
coming legislative initiatives. The
meeting was part of Nevada Business
Journal’s monthly Industry Focus se-
ries, which brings CEOs together to
discuss pertinent issues in their indus-
try or profession. Following is a con-
densed version of the discussion,
which began with introductions. Par-
ticipants were asked to name their
company’s biggest challenge.

Kevin Burke: Burke & Associates is a
locally based general contractor that
has been here about 22 years. We’re
in a number of different markets,
from gaming and hospitality to of-
fice, retail, industrial and multi-fami-
ly. Our No. 1 challenge is recruiting
talented employees. 
Joe Crisci: Seventeen years ago,
Crisci Custom Builders began as a
home builder, but today we do a lot of
tenant improvements and office build-
ings. I agree with Kevin about finding
quality people. Our staff represents
us, and finding the right people is get-
ting tougher and tougher, with our
economy as busy as it is right now.
Frank Martin: Martin-Harris Con-
struction became incorporated 30
years ago. I would like to comment on

STANDING  (LEFT TO RIGHT):

Richard Rizzo Perini Building Company

Kevin Burke Burke & Associates

Joe Crisci Crisci Custom Builders

Frank Martin Martin-Harris Construction

Steve Bellew Summit Builders of Nevada

Wade Pope Roche Constructors Inc.

Robert Potter Affordable Concepts Inc.

Matthew Ryba TWC Construction

Mike Young Huffman Builders West

SEATED:  (LEFT TO RIGHT):

Douglas Crook Christopher Commercial

Randy Highland McCarthy Construction

Linda Harris LF Harris and Co. Inc.

Gary Siroky CORE Construction

Greg Korte The Korte Company

Larry Monkarsh LM Construction Company

Robert Leidig Oakview Construction Inc.

I N D U S T R Y  F O C U S
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the amount of employee poaching that
occurs within the Southern Nevada
market. A number of companies seem
to feed on the internal market rather
than looking outside for employees.
Probably 95 percent of the people we
recruited in the last three years have
been from outside the market, and
most of them from the East Coast. 
Robert Potter: Clearly the biggest ob-
stacle today for Affordable Concepts
is the labor shortage, and not just
within our company, but also with
subcontractors. They are facing the
same problem getting qualified super-
visors and skilled workers, and it cre-
ates a domino effect.
Wade Pope: Roche Constructors is a
Colorado-based corporation. We’ve
been in Las Vegas since 1986, build-
ing primarily commercial big-box
projects and a lot of public works pro-
jects. We have a shortage of field
management and also office staff and
have trouble getting the proper cover-

age with qualified subcontractors.
Linda Harris: I am the “L” in LF Har-
ris and Company, which has been in
business for 15 years. We are certified
as a woman-owned business enter-
prise. We do a lot of tenant improve-
ments in the high-end retail market,
and over the last few years we’ve prob-
ably done 40 bank branches. Our
biggest challenge, of course, is skilled
labor. We’ve made an effort to recruit
out of the military. We also provide on-
the-job training, which seems to have
had positive results. Material costs are
terrible, so that’s another challenge.
Greg Korte: The Korte Company is a
national design/build firm based out
of the Southern Illinois/St. Louis area.
Here in Las Vegas, we’ve been in op-
eration for four years. In addition to
manpower shortages, I think the real
crisis is the subcontractor pool. Gen-
eral contractors are turning down
work because they can’t get subs, so
frustrated clients are bringing in con-

tractors from other parts of the coun-
try. It’s not that we don’t welcome
them; it’s just that they don’t under-
stand this market and where it’s going.
And as Project CityCenter continues
to gear up and these out-of-market
contractors come in left and right, it’s
going to be tougher and tougher to get
the subs out on our jobs – unless these
guys are going to bring a whole bus-
load of subs along with them.
Gary Siroky: I would echo the same
issues that have been mentioned so
far. Core Construction is a 69-year-
old company based in California, and
we’ve been in Las Vegas since 1999.
We’re in various markets, from insti-
tutional to office, healthcare and
multi-family. Where I see the problem
being amplified is in the mega-pro-
jects that are coming on the Strip, es-
pecially Project CityCenter. We’re all
vying for the same resources, which
artificially inflates rates.
Larry Monkarsh: In addition to
staffing, one of the biggest issues for
my company, LM Construction, is ex-
plaining to developer clients from
outside this market about the time-
frame it takes to develop, construct
and complete their projects. The cities
and counties are losing a lot of expe-
rienced people to the private sector,
especially engineers, which slows
their processes down considerably. I
currently have a $30 million backlog
of projects needing permits.
Matthew Ryba: I’m with TWC Con-
struction, which has been in business
for eight years. I agree with Frank
[Martin] about employee poaching. I
don’t know how the headhunters do it,
but they get hold of your employee
list and call every day, and they’re
even contacting people on their cell
phones. So, one concern of ours is the
amount of aggressive behavior by
these headhunters chasing our people
and trying to woo them away.
Jeff Vilkin: Tradewinds Construction
is a multiple-scope subcontractor in
its 19th year in business. Our biggest

Industry Focus: Commercial Builders 
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challenge is the organizational side of
exponential growth. We need to man-
age that growth so we don’t get
overextended, either with financial re-
sources or personnel, so we can al-
ways execute our jobs.
Mike Young: I opened the Nevada
market three years ago for Huffman
Builders, which has been in business
for 30 years in Dallas. We’re mainly a
developer in this market, and our
biggest challenge is land prices, which
are making it very difficult to do deals. 
Robert Leidig: At Oakview Construc-
tion, some of the hurdles we’re run-
ning into are mid-level management
availability and cost. The other thing
is the length of time it takes to get per-
mits, and what that does to the prices
we present to owners.     
Steve Bellew: Summit Builders is
based in Phoenix, with offices in Ari-
zona, Nevada and California. We do
pretty much the whole gamut of com-
mercial construction. Personnel is one
of our largest issues, also projects

being costed out of existence because
of the lack of resources and subcon-
tractors. A lot of off-Strip work sim-
ply doesn’t pencil, because you are
competing for the same resources as
projects on the Strip. It’s a very diffi-
cult time right now.
Randy Highland: I’m the president of
the Nevada division of McCarthy
Construction, which has eight offices
nationally and does more than $2 bil-
lion a year in construction volume.
We do everything in Southern Nevada
from high-rise residential to gaming
and hospitality, also public projects
like schools. We’re also interested in
and participating in building in Reno.
To deal with the shortage of people,
we actively participate in college re-
cruiting and like to home-grow our
own. One of our big challenges is
growing our folks quickly enough and
getting them enough experience so
we can move them into project man-
ager and superintendent roles.
Douglas Crook: Christopher Com-

mercial builds retail and office build-
ings. We’re building a 52,000-square-
foot hotel in Summerlin, and also
some loft projects. It’s been tough to
find good people. We’ve gone through
staffing agencies and headhunters. We
outsource as much as possible, but it’s
real tough.
Richard Rizzo: Perini Construction
has something like $7 billion worth of
backlog right now, and we’re hiring
200 to 250 professional staff to try to
keep up. We’re hiring them mainly
from out-of-market.

Shortages of Staff 
and Subcontractors

Connie Brennan: Is the biggest short-
age with superintendents and project
managers, or is it across the board?
Ryba: I would say primarily superin-
tendents. We need one of those for
each project, whereas the project
manager can take on three or four jobs
at the same time.

http://www.affordableconcepts.com
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Monkarsh: Subcontractors and field
personnel, along with superinten-
dents, are at crisis levels. Subcontrac-
tors are just shuttling people from one
job to the next, working on one job
for three hours in the morning and an-
other job for three hours in the after-
noon, just to make a showing. Docu-
mentation of workers is also going to
be a big issue here real soon. It’s
going to take even more people out of
the market unless something happens
with the immigration process.
Ryba: The municipalities are not turn-
ing over the permits or entitlements
quickly enough, and then one or two
will pop and all these jobs kick off at
once, which creates chaos. We can’t
really plan things out, and neither can
subs. All of a sudden, it’s, “Okay,
these jobs are ready, get staff up here,
get men up, get ready to go.” That re-
ally does impact us in trying to bal-
ance the limited resources we have.
Potter: If I’m delayed on a project for
30 or 60 days, I’ll go back to all the
subcontractors who gave me quotes on
the job, and in some cases I’ll have to
go to the third-highest bidder to get
someone who will commit to do the
job. Then, I have to go back to the
owner and say, “It’s going to cost you
another $30,000 to get somebody to
come and man your job.” Then,
whether the subcontractor will come
when he’s supposed to is another issue.
Bellew: This is an industry that’s cen-
tered around the lowest bidder, but it’s
becoming the highest bidder who’s
going to get the personnel. We’re al-
ready hearing about union workers
being paid above scale. In Atlantic
City in the late ’70s and early ’80s,
there was such a demand for man-
power because of the new gaming
projects that you couldn’t get people
unless you went on overtime, and it’s
starting to look like that here.
Leidig: I put certain subs on a two-
week pay schedule just to get them to
commit to my jobs, even though we
don’t get payment for 30 to 60 days,



and that’s been helping bring good
guys over to commit to my work, but
it’s a little tough on the pocketbook.
Brennan: Is this a national issue?  
Korte: It’s definitely a national issue.
Rebuilding after last year’s hurricanes
is demanding a lot of people, but the
real problem is that the industry as a
whole is not nearly as glamorous as it
used to be. The newer generations
don’t want to dig ditches or swing a
hammer all day, so they’re going into
other lines of work. As an industry,
we need to start focusing on supply-
ing the pipeline again and getting into
the grade schools and the high
schools, telling the kids what a great
opportunity construction is – not only
in Las Vegas, but nationally. 
Highland: I couldn’t agree with Greg
more. Our industry has historically
done an incredibly poor job in mar-
keting itself. I think part of the equa-
tion is portraying construction as a
positive industry where people can
grow and have great careers and build
really great things. It’s really a dy-
namic industry – ever-changing and
exciting – and we have to do a better
job of promoting that all the way
down to the K-12 level. 
Pope: We try to grow from within and
recruit construction management
graduates, but we are having a hard
time finding college kids who want to
move to Las Vegas. It’s real hard. It
may have to do with the cost of entry-
level housing, which is affecting our
industry and other support industries
within the Valley.
Brennan: Do you see a different work
ethic in college-age people versus
older workers?
Bellew: Kids nowadays don’t want to
spend any time at a given level; they
want to move up the ladder very fast –
faster than they’re really capable of
moving. They don’t want to take the
time to become seasoned and do the
nuts-and-bolts kinds of things that
give you the experience base you
need to be a good manager.
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Harris: And then someplace else after
that.
Leidig: I think that’s inherent in the
new generation that’s coming up. Kids
won’t stay. We’re generating some
programs to get them more involved in
the company, trying to turn them into
long-term employees through other
benefits and programs.
Crisci: It isn’t just young people. I’m
getting résumés from superinten-
dents, and they seem proud that they
can list all these different contractors
they worked for in the last year.
They’ve been in town six months and
worked 30 contracts. And they move
for that extra $5,000, too.  
Leidig: We pass on those guys. 
Harris: You have to.
Siroky: But, unfortunately, there are
those who are desperate for help
who don’t pass on them, and that’s
the problem. 
Harris: They just want a warm body.

Martin: And it doesn’t seem to make
any difference whether that grunt
work is pick-and-shovel, hammer-
and-nail, or computer. Over the last
three years or so, we’ve been hit hard
in the engineering department. We
bring a young engineer out of col-
lege, take him through three years of
training, and he’s still about two
years away from making a really
good manager. Someone else hires
him away and promotes him to a pro-
ject manager position for an extra
$5,000 a year. He has the title of pro-
ject manager, but is he really quali-
fied? Not a chance.
Ryba: But he knows enough to get
through the job interview. We’re just
running training schools for these guys.
Harris: Have you noticed that when
they do jump ship for that five or 10
grand a year, you’ll hear in less than a
year that they’re someplace else?
Several Voices: Yes. Absolutely.

Industry Focus: Commercial Builders

Monkarsh: What do you think about
women entering the field these days?  
Harris: The percentage really hasn’t
increased over the years. I’ve had fe-
male project managers, and most of
the time I have let them go. 
Ryba: I’ve had a female superinten-
dent, female project managers and
project engineers. 
Harris: Some of them are extremely
qualified. It’s just that the industry
isn’t high on their list to check out.
Ryba: They have a tough time getting
the respect they deserve, especially in
the field. 
Harris: Right. It’s tough.
Monkarsh: After you pay people five
or 10 grand as a moving expense,
they’re here for six or nine months,
you train them and then they jump.
They end up getting headhunted away. 
Martin: Our company did a study on
headhunters. We found that about 65
percent to 70 percent of the head-
hunters have a list of 50 or 60 people
they know they can call every 14
months and they’re going to be able to
turn over that commission every sin-
gle time. Every one of them has that
list of people they know will leave for
a title, for more pay or for that big,
one-shot deal that’s going to last for
14 months.
Brennan: Do you see any relief in the
labor shortage, or do you think it’s
going to get more severe?  
Potter: It’s going to be worse. When
Project CityCenter and other large re-
sort projects get going, their wages will
determine the going rate. They have the
ability to pay more, and they’re going
to come to my jobsite and to other non-
union projects and offer my guys twice
what I can pay them to be journeymen
on their projects. They’re going to suck
this market dry and put all the workers
on the Strip.
Siroky: Statistics I’ve seen on Project
CityCenter say that at its peak it has
the capacity to absorb 20 percent of
the available workforce.

http://www.cpssecurity.com
mailto:sales@cpssecurity.com
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Burke: The laws of supply and de-
mand are going to kick in. As costs
keep rising, at some point it doesn’t
pencil out for all the developers to be
building, so I think some way it’s
going to correct itself.
Potter: That may very well be, but
during that peak or before the market
is able to adjust itself, it’s going to be
very difficult to man our jobs and de-
liver that product on schedule.
Vilkin: We will see labor costs in-
creasing, especially with the more
skilled trades like electricians or me-
chanic technicians. People are already
visiting the merit-shop subcontractors
and offering them more money to
come to their job. If you want to keep
your guys, you’ll have to give them
raises. That means that, as a subcon-
tractor, my prices to the general con-
tractors in the community are going to
have to go up because I’m going to be
paying more for labor. We also have

to consider that costs for materials
like copper and drywall just keep
going up and up.
Monkarsh: There will come a time
when people are going to get too
greedy on what they want for their
land, and nothing’s going to make
sense. You can put a 50-story tower on
it, but if it’s selling at $30 million an
acre, it’s just not going to happen.

The Permitting Process

Young: It’s not only the land – it’s the
time from entitlements to permit. With
rising interest costs, you’re adding a
substantial amount of money to your
project before you even get to the con-
struction site. I’ve had to hire two
$80,000-a-year project managers who
have no other responsibility besides
managing my architects and engineers.
Ninety-nine percent of the time we’re
telling them when permits are ready,

when submittals are due, and follow-
ing them down. It is a necessity that we
absolutely babysit the engineers we’re
paying to do the job for us.
Potter: That’s a good point. I had
some design/build projects in the
pipeline, and I had to hire an assistant
because I found myself spending all
my time chasing the civil engineers
and the architects to do what they
agreed to do in the first place in a
timely manner. I didn’t have time to
do any of my other responsibilities.
Architectural has been moving
through the system reasonably well in
terms of permits, but the civil [engi-
neering] aspect continues to get worse
and worse. Part of it is that all the
governmental entities are losing their
workforce to private industry.
Vilkin: And even in private industry,
they’re all moving around. You’re in
the middle of a project and you call to
talk with Fred the civil engineer, and
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you find out he doesn’t work there
anymore. 
Potter: And nobody knows where
your file is.
Ryba: The most important cog in the
chain is getting through the munici-
palities, and they’re as short-handed
as everyone else.
Monkarsh: It’s difficult to explain to
your client what’s happening in the
12- to 18-month process of entitle-
ments and permitting. That’s the time-
frame, and there’s really nothing you
can do about it. Clients want to go to
see the county commissioners, or the
governor or the president of the Unit-
ed States, but that won’t change any-
thing. You want to be an honest guy
and tell everybody up-front what’s
going on, but they don’t want to hear
that it’s going to take 12 to 18 months,
and then they might be priced out of
the market. The carrying costs can kill
the deal, and many times these pro-
jects are folding.
Brennan: Every year this issue comes
up at this roundtable, and the frustra-
tion’s really clear. We’ve interviewed
the people at the city and county gov-
ernments, and they seem to think
they’re doing a pretty good job.
Martin: I think the plan checkers are
doing a reasonably good job. It’s the
public works department that has its
own process, and they won’t budge.
The City of Las Vegas does a reason-
ably good job of plans-check, as far as
turnaround and plan comments. Clark
County is maybe down there just a lit-
tle bit more. I think the City of Hen-
derson is doing an awesome job right
now. But where it breaks down every
single time is when it comes to public
works, for the flood study or some-
thing else you need.

You cannot get a set of drawings
examined in North Las Vegas until
your drainage study is approved. They
won’t examine utilities or anything
else until the flood study is approved.
Well, it takes eight weeks to get the
first set of comments, and somewhere

between four and six weeks for every
subsequent set of comments. 
Brennan: Is there a process to get an
express review?
Martin: Yes.
Harris: Yes, but “express” is 30 days
out.
Siroky: The express is becoming the
norm. We all pay the express fee so
we can get in line to wait six months.
Monkarsh: Once you get your first
correction letter, though, the express
no longer is valid, and you’re thrown
right back into the mix.
Ryba: That’s complicated by the em-
ployees available to the civil engi-
neers, and all of them are struggling.
You may get the drainage study back,
and discover the engineer didn’t take
care of one of the comments from the
previous time. 
Young: That happens over and over.
That’s why I’ve had to hire babysitters.
Brennan: The municipalities say
these delays are not their fault, be-
cause they’re getting plans with too
many errors in them.
Potter: There is some truth in that.
Some of the stuff is being rushed to
get in, and it’s probably not up to the
standards that it used to be. However,
I’ll give you an example of what hap-
pens. I’ve waited seven weeks on a
permit for one tenant improvement
from North Las Vegas, because they
have one plan checker for that section,
and he went on vacation. Then he got
back, then he got sick, and then he
quit. Their attitude is, “We’ll get to it
when we get to it.” There is really not
a sense of urgency, in my opinion,
from the elected officials all the way
down to the work bench.
Highland: You can make an argument
that each individual agency does a de-
cent job, but from my perspective,
where it’s really lacking is the collab-
oration between the different agencies.
I’ve been to a couple of other cities
where it’s one-stop shopping, and you
have coordination between civil and
building and the fire department.

http://www.groundskeeper.com
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Those groups have gotten together and
streamlined the process so one hands
you off to another, and you don’t have
to go to 15 different places.
Monkarsh: I have seen one good
change, and that is Nevada Power. We
were having major problems getting
our drawings designed. They would
take 12 to 16 weeks, usually right in
the middle of your project. Now
Nevada Power is mandating that they
won’t sign your Mylars unless you’ve
already designed the project. So at
least Nevada Power is taking some
steps to design it on the front end, and
at the end of the project we’re not sit-
ting for two months waiting for
power. 
Martin: I think the City of Henderson
has done a phenomenal job with the
building department, even their public
works department. 
Several voices: I agree.
Martin: They do the most outstanding

job in the Valley. The level of ac-
countability and responsibility by the
employees at City of Henderson is as-
tonishing.
Ryba: And they treat you like a cus-
tomer.
Korte: They talk within their depart-
ments and communicate, which is
lacking in some of the other entities.
Vilkin: Eight or 10 years ago, they ac-
tually called a meeting of everybody
in Henderson who had anything to do
with issuing permits, and they invited
a bunch of contractors to come in and
tell them how they could improve. It
really seemed like they listened and
made changes.
Harris: Could we get the other enti-
ties to outsource to the City of Hen-
derson?  
(Laughter)
Ryba: And Henderson can track it.
They went to a new software that
keeps track of all of the submittals.

They put in milestones, and celebrate
when they meet their goals, which are
to get submittals in and back out.
Every now and then when you walk
in, they have balloons tied up. They’re
celebrating meeting a goal. That’s a
whole different philosophy. When
you go to another municipality, they
act like you’re insulting them or in-
conveniencing them.

Legislative Agenda

Brennan: The Legislature will be in
session again shortly. Is there any
pending legislation affecting your in-
dustry?  
Martin: Yes. In the Beazer case, the
Nevada State Supreme Court decided
courts could no longer allow class-ac-
tion suits on homes. In other words,
each home and the defects in that
home had to be a stand-alone case. In a
tract of 200 homes, attorneys couldn’t

http://www.ensemble.net
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go in and tear one home apart and au-
tomatically assume that all the defects
they found in that home applied to all
200 homes. The trial lawyers are now
trying to get legislation rewritten
through Barbara Buckley, who is also
a trial lawyer, which will make that
decision null and void. The trial
lawyers will have their way with the
Legislature if we don’t pay attention.
We get focused on lien-law issues and
other things, and in the meantime the
trial lawyers are going to come in the
back door. We need to get involved,
and Barbara Buckley is the key. 
Harris: I’m not sure I want to talk to
Ms. Buckley.
Martin: I understand, but remember
this: trial lawyers have no scruples
whatsoever. They don’t care whether
you’re a Republican or a Democrat. If
you can do what they want, you’re
their best friend, and we have to start
acting exactly that way. Steve Hol-
loway at AGC (Associated General
Contractors) started preaching that a
year and a half ago, because it’s a fact
of life that Democrats control the As-
sembly. We have to get in there and
make our voices strong enough and
the purse strings big enough that
we’ve got their attention, and if you
don’t do it, you’re killing yourself.
Siroky: We, around this table and as
an industry, have been slow to get out
our wallets, and it’s time we do that.
The Nevada Subcontractors Associa-
tion recently raised their PAC fund.
Each one of the major subcontractors
put in $10,000. And here we are as
general contractors crying the blues
when somebody asks us for a thou-
sand dollars. We definitely need to
open up our purse strings and start re-
alizing that money equals power, and
that’s what’s making the government
go around. We have to get our PAC
built up as a group.
Martin: You can either write the
check now or write the check later,

and it’s a heck of a lot cheaper to
write it now.
Pope: Be proactive instead of reac-
tive. 
Brennan: Are there other ways for
builders to get involved?
Martin: AGC, Southern Nevada Home
Builders, NAIOP and ABC (Associated
Builders and Contractors) all have PACs. 
Korte: If you’re in this room and

don’t belong to an industry organiza-
tion, then you’re riding on the coat-
tails of the organizations that are out
there fighting for us and putting leg-
islation in place. We need to get to-
gether, like the trial lawyers are
doing, and focus our money into one
spot, as opposed to each one of us
giving a thousand dollars apiece to
our representatives.

http://www.northernnevadabank.com
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operations, DeVry will accept a
“smorgasbord of transcripts” from
other locations, so an undergraduate
can complete a degree in less time.

DeVry’s Keller Graduate School of
Management is a fully accredited
master’s program in which students
can earn a generalized or specialized
Master of Business Administration
(MBA), in such specialties as human
resources, project management or se-
curity management. Master of Ac-
counting and Financial Management
programs are also available.

Courses take place in the classroom
and also online. DeVry’s graduate
classes typically run from 6:30 p.m.
to 10 p.m. in eight-week sessions. On
average, a Keller graduate student can
complete the program in 16 months. 

“We understand that life intervenes,
and that many of our students have
families,” said Read. “That’s why we
have a delivery mode that involves
one night a week of class time, and
the rest is online. Rather than coming

Feature: Private Colleges in Nevada

C
ollege graduates earn about 73 per-
cent more over their working lives
than those with only high school

diplomas, according to the College
Board. Those with master’s degrees
earn twice as much as high school grad-
uates, and PhDs earn three times as
much. Highly educated people are more
likely to vote, volunteer, donate blood
and be in good health. Clearly, higher
education improves your quality of life. 

Yet, Nevada ranks lowest nationwide
in its proportion of young adults with
high school diplomas, and in the likeli-
hood of those students enrolling in col-
lege immediately after high school, ac-
cording to the National Center for
Public Policy and Higher Education. 

Nevada’s economic diversification,
especially in the high-tech arena, cre-
ates the need for highly skilled work-
ers. More adults are returning to
school to complete their degrees, or to
advance career-wise through graduate
study. Nevada’s private colleges can
meet their needs.

Education Alternatives

The state’s community colleges en-
courage all residents to return to school,
by offering tremendous flexibility
through nighttime or online courses,
and in some cases, even child care. But
for those mid-career students looking to
complete four-year or advanced de-
grees, community colleges aren’t
enough. And state-supported four-year
institutions may not offer the flexibility
that a nontraditional student may re-
quire. Nevada’s private colleges com-
plete the higher education picture. 

DeVry University and Keller 
Graduate School – Henderson

With 75 campuses nationwide,
DeVry University is recognized for its
technical programs. But this Califor-
nia-based private school with one lo-
cation in Henderson has grown to in-
clude many associate, bachelor’s and
master’s degree programs. According
to Michael Read, director of center

http://www.phoenix.edu
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to class twice a week, it’s more con-
venient to work around family and
work schedules.” Classes are also of-
fered on Saturday mornings.

Do online courses deserve the bad
rap they often get? Read doesn’t think
so. “At one point, online attrition rates
were bad, and that had a lot to do with
students not being self-directed. Stu-
dents tended to take online courses so
they could do classwork whenever they
felt like it. But it’s demanding, and if
you get behind, it’s hard to make it up.
I think as students have gotten familiar
with it, they realize it’s not the easy
way out, and the quality has gone up.”

National University
Henderson

National University is a non-profit
institution with graduate and under-
graduate programs in 30 locations, in-
cluding Henderson and several
around California and Hawaii. Na-
tional University is the second largest
private university in California. Ac-
cording to Provost and Vice President
for Academic Affairs Dr. Sharon P.
Smith, NU is ninth in the nation for
awarding master’s degrees to minori-
ties in all subjects; it’s among the top
10 for awarding master’s degrees to
women; and it’s first in California and
second in the U.S. for awarding mas-
ter’s degrees to Hispanics.

The university is comprised of
seven colleges: Letters and Sciences,
Media and Communications, Health
and Human Services, Education,
Business and Management, Engineer-
ing and Technology, and Extended
Learning. All are geared toward re-
turning students. The intense, acceler-
ated classes are delivered on-site, on-
line, or through a combination of the
two. Students take one class per
month for rapid degree completion.
On-site classes are generally two
nights per week for that month, with
two Saturdays usually included. This
varies for lab courses, which require
more on-site involvement.

http://www.fnbonline.com
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Smith points out that while NU’s
Henderson location makes on-site
courses convenient for Southern
Nevada students, online options reach
those who might not otherwise pursue
higher education.

“Online courses can be as effec-
tive as classroom instruction, as
long as the same care and constant
assessment is done. You can also
have someone teaching on-site with
dusty notes, which isn’t effective,
either,” said Smith. “For someone
in a distant location, like in rural
Nevada, where it’s prohibitive to
travel to campus, should they be
cut off from the opportunity to in-
vest in themselves?”

University of Phoenix
Las Vegas and Reno

Probably the most recognized of the
state’s private colleges, the University
of Phoenix focuses on “growing the
whole person,” according to Vice
President and Director of the Las
Vegas campus, Lisa Ackerman.
University of Phoenix faculty work to
make their lessons applicable to the
“real world.”

Programs that typically appeal to
nontraditional students include
MBA, Master of Management, Mas-
ter of Information Systems and Mas-
ter of Arts in Education. Bachelor’s
degree programs include manage-
ment, business administration, ac-
counting, criminal justice, informa-
tion technology and human service
management, plus both bachelor of
arts and bachelor of science pro-
grams in education. 

While University of Phoenix offi-
cials like to keep their average
class size of 15, the school’s open
admissions policy keeps it from
having to limit the number of stu-
dents. “If we need more classes, we
just hire more faculty to support
more students, which can really
make a difference to the communi-
ty,” said Ackerman.

http://www.nevadacpa.org
http://www.tu.edu
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Courses are three credits each,
and run one at a time for five weeks
in bachelor’s programs, six weeks in
master’s programs. They are sched-
uled one night per week from 6 p.m.
to 10 p.m. There are no weekend
courses, but online options are
available. The average student com-
pletes a degree in two years. An
M.B.A. or graduate management
program can usually be completed
in 18 months. 

Is there a difference between the
Las Vegas and Reno markets? Acker-
man said Las Vegas has a more tran-
sient population, while Reno’s is a bit
more stable and traditional. The two
campuses share programs. “There’s a
more service-oriented population in
Las Vegas, because that’s its primary
industry,” she explained. “Because of
that, there tends to be a higher value
placed on education in Reno, possi-
bly because of the Bay Area influ-
ence there.”

Regis University
Henderson and Las Vegas

Regis University is a Jesuit institu-
tion based in Denver. Regis joined the
Southern Nevada market in 1999, and
its Las Vegas campus opened in Sum-
merlin in 2002. Keith Evans, campus
director for Southern Nevada, said
nearly all of Regis’ accelerated class-
es are for working adults, and are of-
fered in the evening once a week,
along with the occasional weekend
day; some intensive one-day courses
are also available. Undergraduate
courses start every five weeks, and
graduate courses every eight weeks.

Undergraduate programs include
accounting, business, organizational
development, public administration
and communications. The school’s
MBA programs include three em-
phases: general, finance/accounting
and marketing. Undergraduate and
graduate programs in teacher educa-
tion and liberal arts are available, with

a graduate program in marriage and
family therapy. New this year is the
Master of Science in Management
and Organizational Leadership
(MSM).

As Don Voyles, director of commu-
nity outreach, explained, while the
MBA is concerned with line manage-
ment and profit/loss, the MSM is for
people who want to become involved
in the employee side of business. “It’s
different from an MBA, but it’s just as
essential to a business’ life and
growth,” said Voyles.

Regis’ master’s programs are de-
signed to be completed in 1.5 to 2
years. The Henderson and Summerlin
campuses are classroom-based; only
the Denver campus has online pro-
grams. Regis and the Community
College of Southern Nevada have a
“three-to-one” partnership. CCSN
students transfer to Regis after three
years, where it only takes one year to
complete their degrees; students in

http://www.perini.com
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essence earn a four-year degree from
a private institution, with three of
those years being at community col-
lege rates.

Morrison University
Reno

Lisa Kelly, site administrator and
director of academic programs for
Morrison University, said the school
specializes in “degree completion.”
Only 15 percent of Morrison’s stu-
dents are first-timers; 85 percent are
completing degrees. 

Founded in Reno in 1902, Morrison
is a Northern Nevada institution. Its
programs include bachelor’s degrees
in management and accounting, and a
one-year MBA. Kelly added that a
bachelor of computer science pro-
gram should be up and running in
spring 2007.

The majority of Morrison’s classes
do not exceed 15 students. Ten-week
courses are held nights and weekends.
Students choose a one-night-a-week
or three-nights-a-week format; full-
time MBA students attend two classes
per week. Classes are also available
on Saturdays.

“We work around schedules,”
said Kelly. “If students need one
class to graduate, we’ll do a direct-
ed study. They won’t have to wait.
We can do it because we’re small.
We’re not a money-making institu-
tion, we’re not-for-profit, and it’s
not about that. It’s about giving
people an education.”

A Cure for the 
Healthcare Shortage

Nevada needs healthcare workers.
The nearly 80 million baby
boomers in this country are aging,
and the demands they’ll be placing
on healthcare will increase. In
Nevada – the fastest-growing state
in the country – the situation is
even tougher. Private colleges are
stepping up to help.

University of Southern Nevada
Henderson

The University of Southern Nevada
(USN) is a not-for-profit institution
whose programs include a Doctor of
Pharmacy (Pharm.D.), an MBA with
a healthcare focus, and nursing. USN
has the only college of pharmacy in
the state.

As the pharmacist shortage looms,
the Pharm.D. program offers a reme-
dy: a three-year Pharm.D. “We have
had a number of students make phar-
macy a second career,” said Dr. Renee
Coffman, dean of the USN College of
Pharmacy. Even though the 8 a.m. to
3 p.m. class schedule is fixed, most
students work part-time in local phar-
macies. “This way, students tend to be
off at night, when pharmacies need
the most help,” she explained,

Coffman said there is a significant
age range among students. “I think
it’s a very attractive career to second-
timers,” said Coffman. “Although our
tuition is over $30,000 per year, when

they get out in just three years, with
that extra year of earning potential,
they’re hired on at $90,000 to
$100,000 per year, so there’s a high
return on investment.”

The school’s MBA program comes in
two intensive delivery modes, said Dr.
Jim Bailey, MBA program director.
One is a weekday program involving 24
hours of class per week, with a nine-
month completion period. The second
is weekends only; classes take place on
Friday evening and all day Saturday, for
12 hours per week of class time and a
two-year completion.

Bailey said administrative costs in
healthcare are rising faster than health-
care costs themselves. “A lot of health-
care organizations are being run by
healthcare professionals who don’t have
a business background, or by business
people with no healthcare background.
You really need both, to meet the needs of
patients while trying to improve process-
es and reduce costs. The MBA for health-
care is a good balance.”

http://www.falcpa.com
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Touro University
Henderson

Established in New York in 1970,
Touro’s first medical school opened in
the San Francisco Bay Area in 1997.
Its Henderson campus welcomed the
first class of Doctor of Osteopathy
(D.O.) students in 2004. Touro now
also offers a Master of Physician As-
sistant Studies (M.P.A.), and a new
College of Health and Human Ser-
vices, with the first in-state, private
entry-level Master of Nursing program
in Nevada, and the first in-state Master
in Occupational Therapy program, in
addition to three education programs. 

Mitchell D. Forman, D.O., dean of
the College of Osteopathic Medicine,
puts these offerings into context. “Neva-
da is 46th in the nation for physicians-
per-100,000 patients, and our nurses-
per-100,000 patients ranks 49th. We’ve

had one of the fastest growing commu-
nities in the country for the past 19
years. We have a significant population
of underinsured and noninsured people,
and we have four private hospitals con-
sistently running at 100 percent capaci-
ty or more. We look at this as a phe-
nomenal opportunity.”

Touro has graduated 324 students
into the Southern Nevada workplace.
“We want to grow our own healthcare
providers,” said Forman.

Touro’s flexible nursing and edu-
cation programs can be taken at a va-
riety of speeds, but the D.O., medical
school and M.P.A. programs require
more structure. Currently, the Neva-
da campus does not offer online
courses, although Forman said they
could be available soon. Touro also is
affiliated with USN for pharmaco-
logical training.

Facing the Education Test

A recent report in the Las Vegas
Review-Journal said the Clark
County School District grows by an
average of 12,000 to 15,000 students
per year – making it one of the
fastest-growing districts in the na-
tion. The district is actually turning
to substitutes to fill spots. The Na-
tional Teacher Recruitment Clear-
inghouse said that over the next 10
years, the nation will see 150,000 to
250,000 openings for positions in el-
ementary and secondary education.
And the nation’s current teachers are
fast approaching retirement; 25 per-
cent are at least 50 years old. Neva-
da’s private colleges are trying to ad-
dress this situation.

Nova Southeastern University
Las Vegas

Nova Southeastern University
(NSU) is a not-for-profit, Florida-
based institution. The NSU Las Vegas
Educational Center is the school’s
only non-Florida location, and has
been open since 1978, longer than any
other private college in Nevada, ac-
cording to Mary Ellen Heise, assistant
director for program development.

NSU offers bachelor’s, master’s and
doctorate programs; although there is a
Bachelor of Business Professional Man-
agement, NSU prides itself on its educa-
tional focus, with bachelor’s programs
in elementary and secondary education.
Master’s and specialist degrees are pri-
marily in the fields of education and
business, and also include accounting,
human resource management, manage-
ment/leadership, school guidance and
counseling and speech/language pathol-
ogy. Doctoral programs are in business
administration and education.

None of NSU’s classes begins be-
fore 6 p.m; Saturday classes are also
available. Classes meet once or
twice a week, depending on the cur-
riculum. Programs average 18
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Those with master’s degrees earn twice 

as much as high school graduates, 

and PhDs earn three times as much.
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months long, with staggered begin-
ning dates for courses. 

“We came to Las Vegas because
we were looking for a place where
we could effectively put more peo-
ple back into the workforce and help
the economy,” said Heise. “We
wanted to work with a growing area,
and saw opportunity here for part-
nership and growth.”

Sierra Nevada College
Henderson, Incline Village, Reno
Until 2004, Sierra Nevada College

(SNC), whose main campus is in In-
cline Village, only offered four-year de-
grees and teaching certificates. But with
the state’s teaching shortage reaching
crisis proportions, SNC developed its
Master of Arts in Teaching (M.A.T.)
program. The program is designed for
those people coming from an accredited
institution with a bachelor’s degree or
higher, or second-career individuals
looking to pursue teaching.

As Dr. Robert Trimble, statewide
director of teacher education for SNC,
explains, two phases comprise the
program. The first, which takes three
semesters, involves certification. For
someone who wishes to major in ele-
mentary or secondary education, the
program includes coursework, stu-
dent-teaching and the required
teacher certification exams, making
students eligible for a standard Neva-
da teaching license. 

Continuing through the master’s
program requires only eight additional
credits and one semester of supervised
teaching. One benefit of the M.A.T. is
an income boost – the Washoe County
School District reports the starting
salary for a first-year teacher with a
bachelor’s degree is $28,816, while a
first-year teacher with a master’s de-
gree starts at $33,360.

Classes are offered at SNC’s Sunset
Road location in Henderson, at vari-
ous locations in the Reno area and at
its Incline Village campus. Regular
semester classes generally begin at 4

p.m. to accommodate those who work
during the day. Classes take place
once a week for a full semester, al-
though some weekend classes are
available. There are currently no on-
line options at SNC.

Looking Ahead at Higher Ed

As Nevada continues to rely on a
highly educated labor force, its pri-

vate colleges will respond to that
need by tailoring programs to meet
students’ needs. With the combina-
tion of advancing technology and
rapidly expanding programs, earn-
ing a college degree will not only
become more desirable, but also
more feasible. 

Jessica Santina is a freelance writer
based in Reno.

Feature: Private Colleges in Nevada

http://www.nu.edu
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A
s mayor of Henderson, James B.
Gibson faces the challenge of
guiding one of the fastest grow-

ing communities in the nation. In
1990, the population of Henderson
was around 60,000. Today, Nevada’s
second largest city has more than
250,000 residents, and by 2010 Hen-
derson’s population is expected to ex-
ceed 306,000. More than 50,000 peo-
ple have moved to Henderson in the
last five years – more than the entire
population of Palm Springs, Calif. 

A Tale of Two Cities?

Henderson faces unique challenges
because of the way it has grown. The
“old city” based near Water Street and
Lake Mead Drive was established to
support defense plants during World
War II, so it faces challenges common
to many established cities: updating
its infrastructure, revitalizing the
downtown area, and keeping residents
and businesses from fleeing to the
suburbs. The “new city” includes

large master-planned communities
such as Green Valley, Seven Hills,
Anthem, Lake Las Vegas and Mac-
Donald Highlands, and the city is
constantly expanding the boundaries
of its developed areas, which creates a
need for additional city services. 

“We decided a long time ago that
we needed to think of Henderson as a
single city,” said Gibson. “We see the
same kind of challenges in both parts
of the city, but the specifics are differ-
ent. Both need a good road system,
schools, water and sewer capacity,
electricity and gas services. We’ve
had an incredible amount of growth in
the older part of the city as well.”

One of the city’s major challenges
has been to ensure its infrastructure
can support the influx of residents and
businesses. This has involved several
major roadway projects, including
two new freeway interchanges. In ad-
dition, the city recently broke ground
on a second water treatment facility to
cope with growth.

Parks and Open Spaces

Within the last five years, the city of
Henderson has built 18 parks, five
trails with accompanying open space,
two recreation centers and the Pavil-
ion at Liberty Point. All this is in ad-
dition to 19 Little League ball fields,
seven swimming pools, 16 soccer

Moving Henderson Forward 

Mayor James B. Gibson
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fields, 15 tennis courts, 19 basket-
ball courts, two skate parks and two
dog parks. The city’s new Open
Space Plan provides for the future
by planning for hundreds of acres of
new parks, a system of trails con-
necting the entire city, preservation
of sensitive cultural resources and
open spaces that help protect the
desert environment. 

“We will continue to be aggres-
sive in developing parks, trails and
open spaces throughout the city,”
stated Gibson. “A percentage of
the money from federal land sales
through the Southern Nevada Pub-
lic Lands Management Act comes
back to us in the form of grants to
enable us to develop a trail system
that provides new recreation op-
portunities for our residents: walk-
ing, jogging, cycling and many
other activities.”

Education for Young and Old 

Gibson has been instrumental in
several different education initiatives.
A program called APPLE (All People
Promoting Literacy Efforts) has
helped Henderson students complete
millions of “after-school” reading
minutes. Parents, students, educators,
community leaders and businesses
have partnered in unique ways to help
promote literacy.

“We’re so proud of the APPLE part-
nership,” said Gibson. “We invited the
school district to partner with us, and
they endorsed the program. We got
funding from the business communi-
ty, so no tax dollars are being spent.
There’s a lot of enthusiasm in the
business community, because the stu-
dents we’re teaching will eventually
be employees. The program is for
children from kindergarten to grade
three, and the objective is to have
them reading at grade level by third
grade. If we want to solve the prob-
lems we have as a community, then as
a community we need to energize our-
selves and invest in our future.”

Gibson was one of the early propo-
nents of adding a state college to the
university system, and the end result
was the creation of Nevada State Col-
lege, now located in Henderson. He
noted, “I told [the university system]

Feature: Moving Henderson Forward 

http://www.swbnevada.com
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if they wanted to locate it in Hender-
son, we would find a way to get them
the land for nothing. We wrote a spe-
cific piece of federal legislation that
resulted in a grant of 557 acres, which
the city holds in trust for the universi-
ty system so they can build a campus
for the state college.”

The mayor and the city’s Economic
Development office also promoted
Henderson as a business opportunity
for private educational institutions.
Their success is evidenced by the fact
that the city is now home to 13 private
colleges and universities, including
Touro University, a medical school.

The Mayor as CEO

As chief executive officer of the
city, Gibson has championed fiscal re-
sponsibility. Under his leadership, the
city has earned the highest bond rat-
ing of any city in the state – a rating
exceeded only by the State of Nevada

and Clark County. Standard & Poor’s
Rating Service rates Henderson’s
general obligation bond rating at AA,
while Moody’s Investors Service has
given the city a rating of Aa2. 

In addition, the City of Henderson
has received numerous awards from
the Government Finance Officers As-
sociation for outstanding budgeting
and financial procedures stemming
from the fact that the city’s property
tax rate has remained steady for the
past 16 years and continues to be one
of the lowest rates in Nevada. 

Feature: Moving Henderson Forward 

Economic Development

Over the past six years, Gibson has
helped the city attract more than 100
new non-hospitality, non-retail firms
that have created thousands of jobs,
resulting in an economic impact in
excess of $530 million dollars. 

He was instrumental in creating the
Southern Nevada Medical Industry
Coalition, which promotes strategic
alliances between healthcare profes-
sionals, medical institutions and orga-
nizations, higher education, local and
state governments and local chambers
of commerce. Gibson is a founding
co-chair of the organization, which
now includes several hundred individ-
uals united in the goal of improving
healthcare in the region.

Redevelopment Issues

During Gibson’s tenure, the city’s
Redevelopment Agency has made
great strides in redeveloping the down-
town Henderson area by establishing
new design standards, conducting mar-
ket studies, and setting developer stan-
dards. Grant and loan programs have
helped existing businesses and resi-
dents upgrade their facilities. 

In downtown alone, almost $327
million has been invested in redevel-
opment, with an estimated tax incre-
ment to the city of more than $39 mil-
lion, generating 247 new jobs in the
downtown area. Water Street boasts
several new commercial and mixed-
use projects, and others are sprouting
up nearby.

Helping Developers Do Their Jobs

Gibson has also been the spearhead
behind the creation of an award-win-
ning enterprise designed to streamline
and organize the development and
growth process. The City of Hender-
son Development Services Center
(DSC) was created as a public-private
partnership to improve the inspection
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and review process for all projects
being submitted through the City of
Henderson. 

“We’ve achieved a lot towards
streamlining the approval process for
plans and applications, but it took
several years to get there,” noted Gib-
son. “We had to commit significant
general-fund dollars to clear up the
backlog of projects, and we then
worked out a process to bring re-
quired assets from various depart-
ments into the DSC.”

Between June 2005 and June 2006,
the DSC performed almost 20,000
plan reviews, with a 99 percent on-
time rate. During the same period, it
performed 266,285 inspections, with
a 98.8 percent on-time rate. The site
design, residential, commercial, in-
spection and miscellaneous categories
for review have a 98.7 percent on-
time-or-early average.

The DSC has been honored by the
Nevada Tax Payers Association as a
Cashman Good Government Award
Finalist and was recently recognized
nationally with a Crown Community
Award by American City and County
magazine. 

“We really scored a home run with
the DSC,” said Gibson. “Time is
money for developers, and the time it
takes to process paperwork projects
itself into the final cost of the product.
If you’re building something to sell,
and we’re able to process things in a
way that doesn’t overload you with
holding costs or carrying costs, you’ll
be able to sell at a competitive rate.
There’s so much planning involved in
a project, and developers need to
know they can depend on what we
say, so they can make plans.”

The Future of Henderson

The City of Henderson, which was
a pioneer in establishing master-
planned communities in Nevada, is
now investigating new forms of
commercial and residential prod-

http://www.harrisengineers.com
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ucts. In addition to mixed-use pro-
jects, which may combine office, re-
tail and residential elements, an in-
novative type of residential
community is being proposed.
“We’re looking at a new kind of
neighborhood today,” said Gibson.
“You’ll see moms and dads walking
their kids to school, and a lot of ac-
tivity taking place around neighbor-
hood schools, which has been a sig-
nature element of the Henderson

Feature: Mayor James B. Gibson

master-planned community for
many years. Concepts such as ‘new
urbanism’ require alley-loaded
garages and front porches. The city
will be required to provide more
amenities, because you can’t put
swimming pools or sport courts in
most of these back yards, so there
will parks in each of the villages.”

He continued, “The Bureau of Land
Management is scheduled to hold an
auction before the end of the year that

will extend the boundaries of Hender-
son all the way to Las Vegas Boule-
vard. This will create space for new
developments. If we create neighbor-
hoods that work – and we believe we
can do that – the result will be a new
model for Southern Nevada that’s
never been done before. The future is
exciting, because we’re not certain
exactly what we’ll learn in this exper-
iment called ‘new urbanism.’”

The Man Behind the Desk

Henderson Mayor James B. Gibson
is no newcomer to Nevada. He was
born in Las Vegas, and has been a res-
ident of Henderson for 48 years. He is
actually a fifth-generation Nevadan:
his mother’s family owned ranches and
farms in Lincoln County, and his fa-
ther’s family were miners in White
Pine County. The Gibson clan moved
South to Clark County after Hoover
Dam was built.

Gibson’s family upbringing includ-
ed a heritage of service to the com-
munity. His father, the late James I.
Gibson, spent more than 30 years as a
Democratic leader in the Nevada
State Legislature and his maternal
grandfather served as superintendent
of the Clark County School District in
the mid-1900s.

Gibson has been a practicing attor-
ney for 29 years. While maintaining
his law practice in Henderson, he was
asked to serve as the chairman of the
legislative committee for the local
Chamber of Commerce, a position he
held for a remarkable 11 consecutive
legislative sessions, spanning more
than 20 years. “When we started
doing this in the 1970s, we were con-
cerned that many members of the
business community didn’t have a
voice in Carson City, he said, “A
small group of us read every bill, and
if we thought it would affect
somebody in the city, we’d make
sure they got a copy of it. If they
had concerns about something in the

http://www.harschnevada.com
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bill, we would bring up them up to
the legislators.”

In 1997, Henderson community
leaders urged Gibson to run for
mayor, and he won in the primary
with 51.8 percent of the vote. He was
unopposed for re-election in 2001 and
won a third term in 2005 with 80.43
percent of the vote.

This might sound like Gibson has
had an easy career with few challenges,
but in addition to being responsible for
fulfilling the needs of more than
250,000 people in Henderson, he has
also faced serious business crises. 

Long-time Nevadans will remem-
ber the 1988 blast at the PEPCON
rocket fuel plant in Henderson.
American Pacific Corporation, the
company that owned the plant, was
founded by the mayor’s family, and
his father and uncle had spent their
lives building it. In order to help his
family, Gibson put his legal prac-
tice on hold to become legal coun-
sel to American Pacific and deal
with the lawsuits that resulted from
the catastrophe.

In 2004, Gibson was again asked to
help a struggling organization. Bob
Broadbent, a lifelong friend who had
championed the idea of bringing a
monorail system to Las Vegas, passed
away during the final stages of the
project’s development. Gibson was
asked to apply his management skills
to the project to make sure it was
properly established, and served as
CEO of Transit System Management,
guiding the project through difficult
times and initial setbacks.

Gibson and his wife have six chil-
dren and several grandchildren. Un-
like many men his age who look for-
ward to retirement, Gibson has set
himself a new challenge. He is cur-
rently running for governor of Nevada
on the Democratic ticket. If he is elect-
ed, the Henderson city council will
most likely appoint someone to fill the
position of mayor until the next regu-
larly scheduled election.

http://www.cbre.com
http://www.eqtitlenew.com


http://www.nevadabusiness.com


Doug Roberts, partner,
Panattoni Development
(see p. 57)
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Building Nevada: Industrial Strength

A
s land costs skyrocket in South-
ern Nevada and land availability
plummets in Northern Nevada,

with available land moving farther
and farther outside Reno, developers
in industrial real estate are still seeing
a healthy market. 

Vacancy rates are dropping, new
properties are pre-leasing during con-
struction and even older buildings are
getting a second look. “Older, obsolete
buildings are being torn down and used
for infill or rehab’d,” said Doug Roberts,
partner, Panattoni Development.  “We’re
seeing that in both Reno and Las Vegas
as land gets more expensive.”

It’s an interesting time, north and
south, to be an industrial real estate
developer in Nevada.

Reno Moving On Out
Panattoni Development works in both

Northern and Southern Nevada. What it
sees in absorption of product has the
company feeling confident.  A 400,000-
square-foot building completed at the
Lear Industrial Center north of Reno is
fully leased; another 200,000-square-
foot building under construction is 85
percent pre-leased.  Two more buildings
will be under construction towards the
end of 2007. Trammell Crow also
works at both ends of the state.  In the
North, it is planning a 550,000-square-
foot building east of Reno in the Tahoe-
Reno Industrial Center. Located off I-
80, on USA and Waltham Avenue, it’s
the biggest spec building ever built in
Reno, but officials at Trammell Crow
aren’t worried.

“We’re encouraged with the amount of
activity we’ve seen,” said Par Tolles, area
director/principal, Trammell Crow Com-
pany. “We’re breaking ground  this week
and we’re already seeing a large number
of distributors interested in the whole
building. We’re not surprised – we knew
the requirements [for industrial space]
were getting larger – but we didn’t know
we’d see this level of activity.”

The interest in the space is so posi-
tive that the next phase – a 375,000-
square-foot building – will be started
immediately after the first 50 percent
of the current building is leased, and
Trammell Crow will start looking for
more land.

Finding land is a challenge in Reno
– there isn’t that much left. The only
place you can buy reasonably priced
industrial land is 13 miles east of
Reno in the Tahoe-Reno Industrial
Center, or in Fernley, where Wade
Development owns the Crossroads
Center property near the Amazon dis-
tribution center. Even the North Val-
leys – the areas around Stead – are
filling up, and users and developers
are looking outside Reno.

We have a significant inventory
of land in the outer markets,” said
Michael Schnabel, senior manag-
ing director/partner, CB Richard
Ellis, Reno. “There’s Tahoe-Reno
Industrial Park, there’s land in
Fernley, markets like that. There’s
in-fill. Within the valley we are
certainly running out of what we
call good quality, reasonably priced
industrial land.”

Southern Nevada:
Ten More Years?

In Southern Nevada, land availability,
coupled with steeply rising land costs,
is causing demand to far outstrip sup-
ply for industrial real estate. 

“In my opinion, we’ll be done in
the Las Vegas Valley in 10  years on
buildable land at any price. Forget if
it works or not. That’s if we built 2.4
million square feet a year, which is
approximately 60 percent of what
we’ve being doing for the last 20
years,” said Kevin Higgins, SIOR,
senior vice president, Voit Commer-
cial Brokerage.

Adding to the scarcity of industri-
al land is the population explosion
in Southern Nevada. Land has been
converted from master-planned in-
dustrial zoning to master-planned
residential communities and mixed-
use sites around the Strip and the
resort corridor.

“We had many hundreds of acres
that were master-planned for indus-
trial, but residential developers came
in and bought in the outskirts, in the
North Las Vegas sub-market and the
south end of town. The speculation
component in Vegas has driven prices
up as well,” said Donna Alderson,
SIOR, CB Richard Ellis. “All these
forces are driving up values, and
those higher values don’t support in-
dustrial. We can’t afford the price of
the land, and thus we don’t have
enough industrial product being built
or on the drawing board to support
the ongoing demand.”



54 July 2006

Building Nevada: Industrial Strength

Location, Location…
It’s enough to make users look out of

town – and they are, some of them all
the way to Pahrump and Mesquite, or
even out of state into Pima, Arizona.
Those are bedroom communities that
just might be able to support some of
Southern Nevada’s demand, Alderson
said, but a lot of users aren’t interested.
They want Nevada’s tax structure, they
want the flexibility or they need to be
in the Las Vegas Valley.

Industrial use in the Las Vegas Valley
is moving in two directions, creating
two markets. In the north are regional
markets, those that can take a little
more time to reach the city core and
benefit from land that’s a little cheaper
– maybe 10 to 30 cents less per square
foot than in the southwest. The south-
west market is closer to the Strip, how-
ever, and companies that supply casi-
nos and trade shows with food, linens
and the like need to be closer.

Some companies pay the higher
rents and leases because they need
that proximity to the city core. “They
have to,” said Alderson. “Because
they’re providing linens or ash trays
or food to casinos and trade shows,
they just have to ramp up in rent and
stay in the market because they can’t
afford to be that far away, whereas re-
gional markets can.”

Other companies choose to move
out of the area because of high prices.
“Developers are concerned because
escalating prices are going up faster
than perceived rental rates or sales
prices can be achieved,” said Higgins.
“I say ‘perceived’ because I’m not
saying we can’t achieve those rents
and sale prices. I believe we can. Just
because you’ve always leased for 38
cents [per square foot] you don’t
think you can get 48 cents, but you
might if you have someone who un-
derstands the nature of growth com-
ing into the market.”

So if users are coming into the area
willing to pay for industrial proper-
ties, are there properties for them to
lease or buy? There are some, and
more are being built. Approximately
3.65 million square feet of industrial
projects are currently under construc-
tion throughout the Valley, said
Higgins, and another 4.5 million square
feet are coming up behind them.

DP Partners has a 513,000-square-
foot building planned to break
ground at the end of the year. Ac-
cording to Alderson, it will be the
largest spec building ever constructed
in Southern Nevada. 

The first phase of Majestic Real-
ty’s Beltway Business Park is under
construction, consisting of two com-
pletely pre-leased buildings, some
540,000 square feet. Phase II will
break ground later this year, with
three buildings totaling 837,000
square feet.

Harsch Investment Properties broke
ground in April on 523,000 square
feet at the Speedway Commerce
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Center. The eight buildings planned
will try to attract smaller space users,
with units running from 3,700 square
feet to 11,000 square feet of light in-
dustrial flex projects.

In Northern Nevada, DP Partners
broke ground in June for a 500,000-
square-foot building, and it is in the
planning stages for a 370,000-square-
foot building to follow. In Reno it has
255,000 square feet under construc-
tion in the North Valleys, is starting
another 230,000-square-foot project
at Silver Lake Industrial Park in the
North Valleys and a 300,000-square-
foot building planned in Patrick Busi-
ness Park, 13 miles east of Reno.

Panattoni Development is putting
up four buildings at the Lear Industri-
al Center north of Reno. One
400,000-square-foot building is com-
plete and fully leased. A 200,000-
square-foot building under construc-
tion is 85 percent pre-leased, and two
more buildings will be under con-
struction towards the end of 2007.

Will They Come?
The supply and demand equation is

nicely tipped in favor of demand.
That’s a good thing for industrial de-
velopers when they have products to
sell or lease, and when they have the
land on which to build the project. But
are they still constructing buildings on
spec, or is that a little risky? Is it better
to wait and see what the demand is?

There’s never a good answer to that
question. The market is strong right
now with encouraging activity in
Reno. Northern Nevada is still very
much on the radar screen for large
users, according to Tolles. And ac-
cording to Alderson, for Southern
Nevada, “Demand fluctuates, but it
has been pretty consistent for my ca-
reer of 20 years. It goes up and down,
but never down to any great degree.”

Which is why, even with land costs
driving up lease rates and construc-
tion costs continuing to rise, develop-
ers are still choosing to build on spec.

“We find we get a better return on spec
development than on build-to-suit,” said
Aaron Paris, executive vice president and
chief operating officer at DP Partners.
“For example, we started that 255,000-
square-foot building in Silver Lake and in
the very near future will have it fully
leased to one client, so basically that turns
it into a build-to-suit. We’ll make various
modifications for the client, so I guess
you could call it a spec-to-suit.”

Harsch Investment Properties
builds on spec because it buys the
land around its developments and
uses the synergy of existing buildings
and tenants to draw new businesses to
new buildings, according to John Ra-
mous, vice president of operations.

Building on spec has benefits –
business owners don’t always know
what their needs are 12 to 18 months
ahead of time. But if a developer
doesn’t have a project already in the
works, in the permitting stage or
under construction, business owners
are going to go to the competitor, said
Roberts of Panattoni. “Primarily,
we’re still building on spec because
we’ve had so much success in both
Northern and Southern Nevada with
spec projects. They haven’t stood
long without being leased.”

Build-to-suit has its benefits, too.
The user occupies the building imme-
diately, for one thing. Even so, “We feel
there’s enough demand to build specu-
latively,” said Tolles. And it takes away
the concern of trying to quote rents or
lease rates a year before the building
will be ready for the user. “It’s hard to
quote a rent if you’re about to build, be-
cause you haven’t bid out to all the sub-
contractors yet and you don’t know
where costs are going to go – they can
literally switch every two weeks.”

Challenges Cause Creativity 
The types of new construction are

changing. Alderson recently spoke to
a developer in Southern Nevada con-
templating a multi-story warehouse.
“That’s something you just don’t see

here. You see that in more congested
markets like Tokyo where land is so
scarce and it’s so densely populated.”

But with land hard to find at both
ends of the state, developers are try-
ing new things. One alternative is
multi-use flex buildings with more of-
fice space. Putting office space over
industrial means developers can build
up, offering more square footage on
the available land. 

In the current market, locations and
products that have been white ele-
phants in the past are starting to move,
according to Alderson. Older build-
ings that were considered obsolete or
were just plain overlooked are getting
a second chance. Making use of a
building in an in-fill location means a
company’s employees don’t have to
commute as far as they would to new
developments outside of town or in
neighboring communities. Conse-
quently, some buildings are being re-
habilitated, while others are being torn
down to make way for new structures.
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port of Oakland. If the majority of
their market is in Southern California
but a little bit of their product goes to
Arizona or Utah, it may make sense to
stay in Southern California. However,
if a lot of their product is going to the
Northwest, or there’s an even distribu-
tion between the Northwest, Arizona
and California, then Reno can make
more sense.”

If We Build It, They Will Come
Nevada has been the land of plenty

for business – the government is busi-
ness-friendly, and the state has a fa-
vorable tax structure and available
land. However, if the scarcity of avail-
able land continues to drive prices up,
and if lease rates follow, how does
Nevada stay competitive?

“We are expanding in Nevada, and
we are absolutely looking for more
industrial land we can build on to
maintain the competitive edge with
California. We want to be less expen-
sive and easier to do business with,”
said Roberts of Panattoni. “If the
price of land continues to go up, Reno
can’t compete against Sacramento.
Our rates won’t be cheaper, so people
won’t see the need to move here.”

Even with the volatility of the
market and increasing costs, the
level of activity is encouraging. “It
seems the economic engine of the
country is still very strong, because
companies are comfortable expand-
ing and taking on new distribution
centers, which means demand for
their goods is still very high. How-
ever, it’s still a risky business to be a
developer,” said Tolles. “There are
always a number of people building
the same thing you are and compet-
ing for the same users. But, I’ve
been here 12 years and I’ve never
seen the market this hot.”

Jennifer Rachel Baumer is a freelance
writer based in Northern Nevada. 

Who Will Come?
Typically, users are East Coast and

Midwestern national companies look-
ing for a West Coast presence. They
may be distributors or manufacturers
who want at least one distribution
center to service the 11 western states.
Both Northern and Southern Nevada
are perfect locations, situated as they
are with rail, freeway and air access
and in close proximity to major met-

ropolitan areas, such as San Francisco
and Los Angeles. Add in Nevada’s
business-friendly tax structure and the
Silver State is usually on a company’s
radar in first or second place, compet-
ing only with Phoenix and perhaps the
Inland Empire in Southern California.

Is California still in the game? Yes,
said Tolles. “A lot of these companies
get their goods via ship, so they either
go to the port of Long Beach or the
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“The low-hanging fruit is gone and the [industrial]
market is slowing, but I still foresee a very rosy future
for the next couple of years,” said Doug Roberts of
Panattoni Development Company. “The growth we ex-
perienced in the last few years was not sustainable. It
will take creativity to find profitable projects, but they’re
out there if you know where to look and are willing to
make some pioneering efforts.”

During his tenure in the development and construc-
tion industry, Roberts has personally managed over 8
million square feet of development in various locations
across the nation. As the regional partner for the states

of Nevada, Arizona and Utah, Roberts divides his time between Panattoni’s projects
in Northern Nevada, Southern Nevada and Phoenix. Founded in 1986 by Carl Panat-
toni, the Sacramento-based firm has averaged nearly 10 million square feet of de-
velopment annually over the last five years and has developed industrial, office and
retail facilities in more than 100 markets throughout the U.S.

In the Reno area, Panattoni has enjoyed success recently in building industrial
product north of town near Stead. It is currently developing the Lear Industrial Cen-
ter, which will eventually contain 1.6 million square feet in four buildings. One
405,000-square-foot building is already finished, a second 200,000-square-foot
building is scheduled for completion this summer, and a 390,000-square-foot build-
ing is in the planning stages. “We’ve had success in this area,” explained Roberts.
“We developed 600,000 square feet of industrial product about a mile south, and it
is 100 percent leased.”

Panattoni is also working on an 87,000-square-foot flex industrial condo project
in Carson City. The Eagle Valley Commerce Center, located on 5.39 acres on Arrow-
head Drive, is scheduled for completion in November 2006. “This project will mark
the first time Panattoni has worked in Carson City,” said Roberts. “We are pleased to
have the opportunity to expand into that market.”

Panattoni has also purchased several older buildings in the Reno/Sparks area and
is repositioning them to rent to new tenants after remodeling and updating. One
170,000-square-foot warehouse purchased last fall was converted into a new head-
quarters for the American Red Cross. Roberts said as land becomes scarcer, these
“repositioning” projects will become more attractive.

In Southern Nevada, Panattoni is developing a complex of four buildings on 26
acres at Cheyenne and Marion at the Cheyenne Industrial Center. Ground will be bro-
ken this month on the 492,000-square-foot project in North Las Vegas, with an ex-
pected completion date of April 2007. Roberts reported that the company recently
closed on a 13-acre parcel on Civic Center across from the CDW building, which will
be developed into industrial condos.

Panattoni is also developing some mixed-use projects in Southern Nevada, in-
cluding The Creekside Business Park, with 8.5 acres of industrial and retail space in
North Las Vegas, and Park West, a 330,000-square-foot industrial and office project
on 22.5 acres at Rainbow Blvd. and Sunset Rd.

With industrial land becoming more costly and harder to find, Roberts is con-
stantly sharpening his pencil to find deals that make sense for Panattoni and help
bring them to reality.

Face-to-Face with Doug Roberts
Panattoni Development Company
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Though the $90 million Centennial Hills

project may seem to be a radical departure

for Huffman, it is an outgrowth of listening

to its customers and understanding their

needs. According to Young, Huffman put the

project together as it saw land in northwest-

ern Las Vegas disappearing and the popula-

tion increasing. 

Because the site is located half a mile from

Centennial Hills Hospital, many larger med-

ical groups were interested in going into that

area, according to Young, including West Val-

ley Imaging, a diagnostic group that will occu-

py 30,000 square feet of office space in the

new project. Even before breaking ground, 60

percent of the 300,000-square-foot project has

already been sold or leased.

The project will include 12 single-story

buildings, one 60,000-square-foot two-story

building and one 90,000-square-foot, three-

story Class A office building. Approximately

150,000 square feet will be turnkey offices

for sale and another 90,000 square feet of

space will be available for lease. A two-story

parking structure will help ensure the pro-

ject’s parking ratio of six spaces per 1,000

square feet of office space. In addition to the

medical and dental facilities, the site will fea-

ture a mix of retail and restaurants, which,

Young said, is a new direction for the compa-

ny, and will help to create a campus environ-

ment for the project. 

In addition to Centennial Hills, Huffman

Builders West has other large-scale develop-

ments in the works, including Horizon Ridge,

a 60,000-square-foot project that broke ground

in May. Three additional projects totaling from

300,000 square feet to 600,000 square feet are

currently in negotiation.

However, said Young, the company will

never get away from its origins as a

turnkey builder for medical practitioners.

“It’s what brought us here; it’s our niche,”

he stated. 

Diane Glazman is a freelance writer specializ-

ing in Northern Nevada issues.

ince we’ve been in Las Vegas,

we’ve never broken ground on

a project that wasn’t 100 per-

cent sold-out,” said Mike

Young, president of Huffman Builders West.

This statement becomes all the more impres-

sive when you realize the company has ap-

proximately 750,000 square feet of medical

and dental office space under development

and is about to break ground on the 300,000-

square-foot Centennial Hills project in north-

west Las Vegas. 

The Texas-based company, founded in

1978 by Jerry Huffman, has made its reputa-

tion as a turnkey developer of medical and

dental offices. What makes Huffman unique

is that it provides complete project manage-

ment, from financing and land acquisition to

architecture, interior design and equipment

procurement, to IT installation and market-

ing. It has completed more than 5,000 med-

ical offices nationwide and specializes in

working with individual medical and dental

practices with offices measuring 1,000

square feet to 10,000 square feet. 

In 2003, Young spearheaded Huffman

Builders’ westward expansion, moving a di-

vision of the company to Las Vegas on the

basis of a coin toss. At the time, he said,

they were considering whether to move into

the Southern California or Las Vegas mar-

kets. Las Vegas won and quickly proved that

Lady Luck was shining on the company.

Though it has since moved into Southern

California as well, the rapid population

growth in Las Vegas has kept the company’s

25 employees very busy. 

“We’re currently building turnkey medical

offices for over 100 local physicians and den-

tists. As far as I know, that makes us the

largest medical developer in the history of

Las Vegas – and we’ve done it in three years’

time,” said Young, adding that the company

continues to build its relationships with med-

ical professionals, cognizant of its niche with

small practices, even as it begins to look to-

ward larger practices and projects.

Southern Nevada Statistics compiled by Colliers
International and Restrepo Consulting Group.

Northern Nevada statistics compiled by the
Reno office of Colliers International.
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affiliate of California-based Ware
Malcomb, designed the 118,000-
square-foot project, containing two
light industrial buildings with 17 units
ranging from 3,774 square feet to
12,746 square feet. Construction on
the second phase of the park, which
will feature two light industrial build-
ings and three office buildings, is
scheduled to begin later this summer.
The Voit Companies is the developer
of the Vista Business Center, and the
general contractor is Valley Commer-
cial Contractor.

Community Planned for 
North Las Vegas

Olympia Group paid $639 million for
2,675 acres in North Las Vegas at the
Bureau of Land Management auction
in November. The company recently
revealed designs for a master-
planned community on the land,
which will eventually house 45,000
to 50,000 residents. The City of
North Las Vegas has approved plans
for 16,000 residential units, ranging
from entry-level to executive homes.
The community will also contain five
elementary schools, a middle school
and library, in addition to police and
fire stations. A trail system and 40-
acre sports park are included in plans
for the parcel’s 130 acres of open
space. An additional 300 acres have
been set aside for a preserve for en-
dangered natural plant species.

Condo Project Celebrates 
“Topping Off”

One Queensridge Place recently
commemorated the official “topping-
off” of its first phase of custom home
condominiums. Located within the
Queensridge master-planned com-

munity in western Las Vegas, the
project is approved for a total of 385
homes, with prices currently ranging
from $1.6 million to more than $20
million. Two 18-story towers totaling
219 units mark the first phase of de-
velopment. Phase Two will include
an additional 18-story building and a
14-story building. Phase I homes
range in size from approximately
2,000 square feet to more than
16,000 square feet. The 20-acre

Liquor Distributor 
Completes Warehouse

Precision Construction, Inc. has com-
pleted a 149,000-square-foot ware-
house in the Spanish Springs area of
Sparks for Silver State Liquor and
Wine. The warehouse contains a
35,000-square-foot wine room and a
state-of-the-art conveyor system that
can handle 2,000 cases per hour. Sil-
ver State had been located in central
Sparks for 19 years, but needed room
to expand. The new location includes
enough land for an additional 100,000
square feet to allow for future growth.

Ground Broken for 
Retail Project

EJM Development recently broke
ground for The Arroyo Market
Square, inside the master-planned
community of The Arroyo in south-
west Las Vegas. Construction on
the 940,000-square-foot shopping
center will begin this summer and
is scheduled for completion in the
second quarter of 2007. Several
major retailers have already signed
leases, including Best Buy, Home
Depot, Wal-Mart, Petsmart and Bed
Bath & Beyond. The development
will be situated on the south side of
the I-215 Beltway between Rain-
bow Boulevard and Tenaya Way.
The Arroyo community will eventu-
ally contain more than 4.5 million
square feet of office, retail and in-
dustrial space.

Vista Business Center 
Completes Phase I

Vista Business Center, a master-
planned business park in Reno, has
completed construction of Phase I.
WM Architects Nevada, Inc., an

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

Vista Business Center
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development sits adjacent to the Bad-
lands Golf Club. The project was de-
signed by JMA Architecture Studios;
Perini Building Company is acting as
general contractor. One Queensridge
Place is being developed by Queen-
sridge Towers LLC, owned by affili-
ates of Executive Home Builders,
Inc. and other investors.

ProLogis Awards Contract to
TWC Construction

TWC Construction, Inc. has been
awarded a contract by ProLogis, a
leading provider of global distribu-
tion facilities and services, to build a
single-story industrial/flex concrete
tilt-up building with related site
work. The structure, located at the
Las Vegas Corporate Center, will be
called ProLogis Building 11. The
$8.1 million contract follows TWC’s
successful 2005 completion of an
earlier project, ProLogis Building 6,
on the same site. The 253,200-
square-foot building is located on
more than 11 acres at Industrial Cen-
ter Drive in North Las Vegas, near
Craig Road and I-15. Construction is
scheduled to start this quarter, with
an anticipated completion date in the
fourth quarter 2006.

Commercial Condos Underway
Venture Corporation, California’s
largest developer of privately owned
commercial buildings for small
companies, recently began construc-
tion of Venture Commerce Center in
Las Vegas. The four commercial
buildings, located on Eastern Av-
enue in the Parkview Center Busi-
ness Park, will have 38 privately
owned business properties ranging
in size from 1,313 square feet to
3,600 square feet. The properties
fronting Eastern Avenue are one-
and two-story office buildings.  The
other two buildings feature two-
story offices in the front and flex
space in the rear. The buildings
should be ready for occupancy at the
end of 2006.

http://www.electsoniajoya.com
http://www.theArroyo.com
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Water District Generates 
Solar Power

The Las Vegas Valley Water District
(LVVWD) recently dedicated a solar
array system at the Ronzone Reservoir
and pumping station in northwest Las
Vegas. The LVVWD Board of Direc-
tors approved a $22.6 million contract
in 2004 to develop and construct six
solar array systems to provide 3.1
megawatts of electricity, which will be
utilized primarily for daily pumping op-
erations. Excess electricity will be fed
into the Nevada Power Company elec-
trical grid. Five other systems are ex-
pected to come on line later this year.
The project is the largest of its kind built
by a public agency in the U.S.

Elko County Railport 
Breaks Ground

A formal groundbreaking ceremony
was held recently for the Northeastern
Nevada Regional Railport and Indus-
trial Park, designed to handle the
movement of freight between trucks
and rail. The project will be developed
on the 840-acre Ellison Ranch located
six miles east of Elko near Union Pa-
cific Railroad’s rail yard and Interstate
80. Elko County, which allocated $2
million to buy the land in May, will
own the facility, which will be man-
aged by a private operator. Businesses
that use rail in shipping or receiving
would be eligible to locate in the in-
dustrial park. Future tenants could in-
clude small manufacturers and food
processors, as well as shippers of con-
struction products and mining support
supplies. The Elko County Economic
Diversification Authority, which has
been promoting this development for
several years, is also investigating the
possibility of setting up a free trade
zone at the facility.

Carson City Envisions 
Downtown

Envision Carson City, the community-
wide effort to update Carson City’s
land-use master plan, recently unveiled
a 3-D, big-screen virtual tour of the
city’s future downtown corridor. This
production reflects the collective input
received from Carson City residents
during a two-day brainstorming session
held with city officials and planners last
fall. Citizens cast their “votes” on a
number of issues such as aesthetics,
property boundaries, zoning, parking,
sidewalk amenities and streetscape im-
provements. The virtual tour gave resi-
dents a bird’s-eye view of downtown
Carson City’s future, planned as a
walkable destination where residents
and visitors shop, live, dine and enjoy
cultural activities.

Silver State Bank Named 
Top SBA Lender 

Silver State Bank has been awarded
the Economic Independence Award
by the Small Business Administra-
tion (SBA) for achieving the high-
est dollar volume of SBA loans in
the state of Nevada for the seventh
consecutive year. The bank loaned a
total of  $18,114,400 to Nevada
businesses using programs backed
by the SBA. Henderson-based Sil-
ver State Bancorp operates nine
branches in Southern Nevada
through its wholly-owned sub-
sidiary, Silver State Bank. The bank
also operates a loan production of-
fice in Reno.

Atlantis Announces 
Expansion Plans

Atlantis Casino Resort in Reno is ex-
pected to begin a $50 million expan-
sion plan late in the fourth quarter of

2006 or in the first quarter of 2007.
Approximately 116,000 square feet
will be added to the casino level, the
second and third floors and the base-
ment. The existing casino floor will
be expanded approximately 40 per-
cent. The second floor expansion
will create approximately 27,000
square feet of additional ballroom
and convention space, doubling its
existing facilities. Atlantis also plans
to add a pedestrian skywalk over
Peckham Street, connecting the
Reno-Sparks Convention Center to
the resort.

N E V A D A  B R I E F S

Downtown Carson City

http://www.hutchlaw.com
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Mentoring is an excellent

way to capture the corporate

knowledge that resides only

in the minds of the mentors. 

• Does the individual possess the
knowledge and people skills to be an
effective mentor?
• Will the person be objective and
non-judgmental?

Not only is personality critical in
identifying good mentors, but men-
tors need to be able to share their
knowledge in a manner that encour-
ages the people being mentored to
seek out their mentors to share their
issues and concerns. 

Good mentors must listen effec-
tively and share their ideas and infor-
mation in a manner that can be ab-
sorbed and effectively processed by
those being mentored. This usually
requires asking questions and en-
couraging initiative, rather than
telling people what to do. Mentors
should be provided with some clear
guidelines as to the expectations of
the mentoring program and the
amount of time that may be spent
working with those being mentored. 

A mentoring program’s success
also depends on the caliber of the
employees selected as mentees. As

with mentors, several questions need
to be answered.
• Is the individual willing to listen to
the mentor and ask questions? 
• Does the employee have the ability
to learn from the mentor and put that
knowledge into action?
• Is the individual able to dedicate
adequate amounts of time and energy
to the project? 

As with any program, clear guide-
lines need to be developed that clari-
fy the length of and value of the
mentor program. The following
questions must be considered:
• How much time can the mentor and
individual being mentored spend in
the mentoring process?
• Will individual productivity goals
be adjusted or decreased during the
mentoring period?
• What are the outcomes or expecta-
tions of the organization of the men-
toring program?

A good mentoring program can
provide an organization with great
returns. It can help people perform at
a higher level and prepare them for
advancement. Ultimately, the prima-
ry objective is to keep an organiza-
tion prepared for the loss or retire-
ment of key employees. 

Mark Keays is president of Desert
Management Services, a Las Vegas-
based management consulting firm,
and a faculty member of the Univer-
sity of Phoenix.

he concept of mentoring
has existed for hundreds
of years. The benefits of
mentoring are that it pro-

vides people being mentored a safe
way to air concerns, learn new skills
and hone those they already possess.
Additionally, mentees gain insights
about themselves and they get ad-
vice, as well as confidential and un-
biased support.

Mentoring is an excellent way to
capture the corporate knowledge that
resides only in the minds of the men-
tors. In many organizations today,
managers have increasingly large
numbers of individuals nearing retire-
ment age whose replacements have
not been trained or prepared. They
may also have key employees in criti-
cal positions, and need to ensure they
have someone ready to take over those
important responsibilities if individu-
als decide to leave the organization. 

Identifying good mentors is not al-
ways an easy task, because organiza-
tions need to make sure mentors
have the type of personality that will
allow them to work effectively with
the people they are mentoring. Sev-
eral questions should be addressed
before considering someone for a
mentorship:
• Does the individual have the pa-
tience to be an effective mentor?
• Does the individual have the time,
and is he or she willing to share that
time with the mentee?

Mentoring for Success
Why and How?

P E O P L E  F I R S T

T
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Nevada Business Journal and corporate part-
ner, Anthem Blue Cross and Blue Shield, will host
two special ceremonies in August to honor 20 in-
dividuals who have made significant contributions
to healthcare in our state. Ten people from South-
ern Nevada and 10 from Northern Nevada were
chosen by a blue-ribbon panel of experts to be
honored for their impact on the medical field and
on their communities.

On the evening of August 2, the following
Healthcare Heroes will be honored at a banquet at
the Bellagio in Las Vegas:
Educator: Mitchell Forman, D.O.,
Touro University
Non-Profit: Heather Murren,
Nevada Cancer Institute
Administrator: Don Kwalick, M.D.,
Clark County Health Officer
Entrepreneur: Roger Faselt,
Quality Medical Imaging
Provider: Tyree Carr, M.D.
Lifetime Achievement: Marietta Nelson, M.D.
Humanitarian: Christine Peterson,
Sierra Health Services
Community partner: Larry Ruvo,
So. Nev. Wine & Spirits
Innovator: Michael Crovetti, D.O
Technology/Research: William Zaboni, M.D.,
U. N. School of Medicine

On August 3 at the Silver Legacy in Reno, 10
Healthcare Heroes from Northern Nevada will
be honored:
Educator: Dr. Dan Spogen,
U.N. School of Medicine 
Non-Profit: Linda Smith,
Susan G. Komen Breast Cancer Foundation 
Administrator: Charlie Myers,
Banner Churchill Hospital
Entrepreneur: Deb Girard, Circle of Life Hospice 
Provider: Dr. Paul Katz,
Washoe Institute for Neurosciences
Lifetime Achievement: Noah Smernoff, M.D.
Humanitarian: Gerald Ackerman, Northeastern
Nevada Area Health Education Center 
Community Partner: Annette and 
Harvey Whittemore 
Innovator: Kathy Barlow, Kids to Seniors Korner
Technology/Research: John Packham, Ph.D.,
U.N. School of Medicine

In conjunction with the Healthcare Heroes
events, Nevada Business Journal will be publish-
ing a special supplement in its August 2006 issue.
For further information about the events or to re-
serve advertising space in the supplement, please
call: 702-735-7003 or 775-747-4434 ext. 6333.

Healthcare Heroes
To Be Honored at Gala

http://www.4safenv.state.nv.us
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recent series of articles in
the Los Angeles Times
highlighting the prob-
lems with our state’s sys-

tem of electing judges could cause
major shockwaves throughout Neva-
da’s entire judicial system. The ex-
posé took a close look at conflicts of
interest and other problems associat-
ed with judges who have to raise
money and campaign to keep their
seats. While several judges were
profiled, the stories made it clear
that in Nevada, justice isn’t always
blind and impartial.

What the stories did not do was
adequately explain the pitfalls and
difficulties in having to raise money
in order to defend your seat from po-
tentially wealthy challengers. The
largest voter segment likely to be in-
terested in the outcome of a judicial
race are lawyers, who have to prac-
tice in front of those jurists on a
daily basis. 

Judicial candidates cannot be suc-
cessful without accepting campaign
funds from the legal community
(apart from spending their own per-
sonal funds). For lawyers, this
brings up an interesting conundrum:
In order to earn some good faith, do
you give money to a judge whom
you know will be hearing your
cases, or do you stay out altogether?

What if the candidate you support
loses? Will you be at a disadvantage
if you go to trial in front of the judge

you didn’t support? In a perfect
world, it shouldn’t be a problem.
Human nature being what it is, how-
ever, we all want to help those who
have given us support in the past. If
a judge receives a $10,000 contribu-
tion, it’s hard to believe the contrib-
utor wouldn’t at least get some kind
of preference, especially when up
against someone who didn’t con-
tribute to the judge’s campaign – or
worse, worked against him or her.

What is the answer to all of this?
The most-talked about alternative to
an election is what is commonly re-
ferred to as the “modified Missouri
Plan.” In brief, it involves appointing
judges, and then having them stand
alone every four years for an up-or-
down retention vote. If judges have
done a good job, people vote “yes”
to let them continue serving. Or, they
could vote “no” to remove them. 

In this scenario, the judges would
run unopposed, with no need to ac-
cept contributions or run campaigns.

The downside is that the power to
choose the judge from the beginning
would be taken away from the voters. 

While no process is without poli-
tics, the theory is that an unbiased
panel of experts would screen poten-
tial judicial candidates, then offer
the top three recommendations to ei-
ther an elected body (county com-
mission) or the governor for ap-
pointment. This system is similar to
the current process that occurs when
there is a vacancy on the court.

A plan similar to this was offered
to the voters in Nevada in 1988. It
had, however, one major opponent –
former Governor Mike O’Callaghan,
then a columnist and executive
editor at the Las Vegas Sun.
O’Callaghan felt strongly that the
people should not give up their right
to elect and choose who would serve
as their judges. He wrote numerous
columns – and the voters listened.

In 1988, however, it didn’t cost
more than $1 million to run for
Supreme Court, and more than half
of that to get a district court seat.
With the impact of the Los Angeles
Times article apt to be resounding
for quite some time, it’s likely we
will see the Nevada Legislature deal
with this issue when it convenes in
Carson City next year.

Michael Sullivan is President of
Knight Consulting, a Las Vegas-
based government affairs firm.

A

Nevada Plan or Missouri Plan?
A Judicial Dilemma

I N S I D E  P O L I T I C S

In order to earn some good faith,

do you give money to a judge

whom you know will be hearing

your cases, or do you stay 

out altogether?



http://www.kitchell.com
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ess than two years ago, an
Internet search of the word
“podcast” would barely
cause a stir in a search en-

gine. Today there are more than 30
million references to podcasting.

Podcasting is a technology whose
impact on marketing and business
has yet to be fully explored. Any
business or organization seeking an
innovative and creative way to mar-
ket a product or service should con-
sider podcasting.

“Podcast” is a term derived from
the iPod, introduced by Apple in
2001. The wildly popular electronic
device is now ubiquitous among
younger demographics. To date, its
primary use has been to download
digital music files so the iPod, or any
MP3, can be used as a mobile music
player. Like amateur radio talk
shows, podcasts give virtually any-
one the ability to reach diverse but
highly targeted audiences.

In current marketing, the trend is
narrow-casting. Whereas traditional
broadcasting emphasized getting a
mass message out to a mass audience,
podcasting can get customized mes-
sages to more narrow segments.

Consider how podcasting already is
being used. California Gov. Arnold
Schwarzenegger uses a podcast to
package and distribute his political
speeches. Deloitte & Touche is a cor-
porate sponsor of a Web site that uses
podcasting to provide career advice.

GMFastlane is a branded podcast by
General Motors that features segments
from designers and product managers
for Chevrolet, Pontiac and Cadillac.

Anyone with a microphone and a
PC can become a modern-day pod-
caster and communicate to the world.
The equipment and software is inex-
pensive. Your conference room or
even your cubicle is your studio. 

In much the same fashion that home
movies shot on digital camcorders
trespassed on traditional filmmaking,
the radio era is about to explode as
providers find inexpensive distribution
channels for their products. For exam-
ple, amateur disc jockeys are hosting
alternative radio programs, aspiring
authors are self-publishing their own
audio books and some insightful orga-
nizations are recognizing the public
relations benefits of podcasts.

Clark County’s Department of
Comprehensive Planning became the
first government entity in Nevada to
launch a podcast as a component of
its Yucca Mountain public outreach
program. Nearly 500 people ac-
cessed its podcast in the first two
weeks. It’s been so successful the
county added additional podcasts on
other interest areas. 

“We wanted to find a way to reach
residents who are more comfortable
with the computer as their primary
source of information,” said Public
Information Officer Erik Muller.
“The Yucca Mountain podcast gets

our message out to a more targeted
audience segment, and it increases
awareness of Clark County’s role in
keeping the public informed about
the Yucca Mountain Project.”

What can podcasting do for your
business? First, it can help you meet
your business goals by expanding
your customer base. Second, if you
don’t, someone else will. Competi-
tion is fierce. You need every advan-
tage in today’s ever-demanding, cus-
tomer-driven marketplace.

Finally, podcasting technology is not
the destination, its part of the commu-
nication technology journey. The ex-
tent of the pod revolution will be de-
termined by the supply of, and demand
for, quality podcast content. Imagine a
world where you can produce a daily
podcast for your employees.

Remember to protect your organi-
zational credibility by communicat-
ing in an honest, forthright fashion,
because in the final analysis, it really
won’t matter how we communicate if
the public doesn’t believe what we
have to say.

Podcasting’s potential is as limitless
as our collective imaginations. Thanks
to podcasting, we now have another
medium that can help us retain existing
audiences and attract new ones.

Sharon Rorman Sheldon is a princi-
pal of Aztec Communication, spe-
cializing in public relations and pro-
fessional business services.

L

Reach Out and Podcast Someone
New Technology Can Help Your Business

T E C H N O L O G Y
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He explained that the state’s first
psychiatric hospital to employ these
concepts was the Dini-Townsend
Hospital built in Reno in 2001. Some
if its features include an open court-
yard and barrier-free nursing stations
so nurses can monitor and interact
with patients. Rosin, Dr. Carlos Bran-
denburg, the administrator of MHDS,
and several representatives from
HMC Architects in Reno, which de-
signed the 106,000-square-foot hospi-
tal, studied what worked and what
didn’t, then applied what they be-
lieved to be the best therapeutic envi-
ronment to the new Las Vegas facility.

Instead of resembling a traditional
hospital environment, the new facil-
ity features many residential quali-
ties, such as plenty of natural light
and open spaces to encourage social
interaction. Close attention was also
paid to planning the facility’s colors,
added Jerry Eich, managing princi-
pal at HMC Architects. “A lot of re-
search has been done in both acute
care hospitals and mental health

hospitals,” Eich said. “If you use pri-
mary colors like bright red or blue,
everybody reacts to them in a differ-
ent way. But earth tones like the
color of water, the sky or grass, ac-
tually have a calming effect on peo-
ple and can shorten their length of
stay. That has been proven time and
time again.”

Since the facility surrounds a court-
yard where patients can play baseball
or volleyball, no walls or fences were
needed. Rosin said it is also equipped
with an electronic medical records
system that operates in real time. Scan
pens or security devices carried by
staff quickly inform them of problems
anywhere on campus. Automatic
pharmacy dispensing equipment is
also being considered to eliminate
pharmacy or medication errors.

Hospital staff can use a wide range
of treatment options, such as art,
music or occupational therapy. Rosin
explained that the hospital has adopt-
ed the recovery model of care, which
returns people – even those with
chronic mental health problems –
back into mainstream society as fast
as possible. 

“Whether or not this will resolve
the crisis is not clear,” said Rosin.
“We see this hospital as a hub, pro-
viding services to our community
system.”

Carol Patton is a freelance writer
based in Southern Nevada.

ust two years ago, officials
in Clark County declared a
healthcare crisis. Mental
health patients were occu-

pying at least one-third of the 330
beds in hospital emergency rooms
(ERs). On average, as many as 30 pa-
tients a day would wait in the ER for
up to 48 hours to be transferred to
Southern Nevada Mental Health Ser-
vices, an inpatient psychiatric facility.
To make matters worse, overcrowded
ERs were at high risk for delaying
care needed by critically ill patients.

“The crisis of the lack of beds in
this area for psychiatric patients who
are underinsured or uninsured has dri-
ven the community to recognize that
the ability of the local ERs to provide
general healthcare has been severely
compromised,” said Dr. David Rosin,
the state’s medical director, who over-
sees psychiatric care for Nevada’s Di-
vision of Mental Health and Develop-
mental Services (MHDS). “If you
have a heart attack or are in an auto
accident, you may not get into a bed
because we have mentally ill patients
there [in the ER] awaiting services.”

State officials are hopeful that the
opening of a new 190-bed psychiatric
hospital in July will alleviate much of its
growing pains. Located on the corner of
Jones and Oakey in western Las Vegas,
the $32 million facility – called the Raw-
son-Neal Hospital – is patterned after
positive elements of other recently built
hospitals in Texas, according to Rosin.

Rawson-Neal Hospital
Hoping to Ease Mental Health Crisis

V I T A L  S I G N S
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We see this hospital 
as a hub, providing 

services to our 
community system.
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he majority of employers
in the United States now
have some form of em-
ployee handbook or per-

sonnel policies manual, but many
handbooks have not been updated for
several years. Considering the multi-
plicity of changes in various employ-
ment laws over the last five years,
now is the right time to revise your
employee handbook. 

If your handbook has not been up-
dated since 2001, you have failed to
incorporate dramatic changes to the
Americans with Disabilities Act, the
Family Medical Leave Act and the
Fair Labor Standards Act (FLSA), to
name just a few new federal initia-
tives. State government agencies have
also issued numerous regulations, in-
terpretive decisions and recommenda-
tions in recent years which affect
handbook policies. 

Given the complexities of some of
these laws, it is important that you
regularly monitor your handbook
with the assistance of legal counsel,
to determine whether revisions are
needed. Employers should also be
vigilant in training their employees
to comply with the policies con-
tained in the handbook – what good
is a “sexual harassment” policy if
the employees are not properly
trained to avoid offensive behavior
or to report such behavior promptly
when it occurs?

Here are our “Top Ten” sugges-
tions for updating your handbook to
comply with the latest issues in the
employment context. And for those
creating a handbook, the following
items are a good starting point:
1. Mandatory meal period policy:

Does your handbook make clear to
non-exempt employees that they
must take their meal periods or face
discipline?
2. Partial Day for Exempts: Have you
incorporated the new FLSA guidance
on partial-day vacation use by ex-
empt employees and on the cap on
vacation accrual?
3. Safe Harbor on Deductions: Does
your policy provide for a safe harbor
policy regarding impermissible de-
ductions from salaries of exempt em-
ployees, so they won’t lose exemp-
tion status per new FLSA white
collar regulations?
4. Military Leave: Did you review
your military leave policies to ensure
compliance with the new military
leave regulations issued in December
2005 under USERRA?
5. Sexual Orientation: Does your
Equal Employment Opportunity pol-
icy prohibit discrimination on the
basis of sexual orientation?
6. Family Medical Leave: Has your
Family Medical Leave policy been
revised to reflect recent case law al-
lowing termination for working for
another employer while on leave?

7. Harassment Policy: Does your
handbook clearly identify your poli-
cy against harassment in the work-
place and include a no-retaliation
policy and complaint procedure?
8. Service Animals: Did you review
your disability policy to ensure that
persons with service animals are rea-
sonably accommodated?
9. Special Policies: Does your com-
pany have any special policies that
need to be incorporated formally into
your handbook?  
10. Blogging Policy: Have you con-
sidered adding an employee blog-
ging policy regarding disclosure of
confidential information and state-
ments reflecting disloyalty on In-
ternet sites?

If you routinely review your em-
ployee handbook, you are less likely
to be caught off guard by changes in
employment laws. A current hand-
book will prove invaluable in clarify-
ing policies, answering employee
questions and integrating workers
into your corporate culture. 

Devon T. Reese is the managing at-
torney of the Reno office of Curiale
Dellaverson Hirschfeld & Kraemer,
LLP. Donna M. Rutter is a partner
with the same firm.

T

Updating Your 
Employee Handbook 
The Time Is Now

E X P E R T  A D V I C E
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So, what do you do when one of
your great goals in life is to build a
cash flow stream that will outlive
you? (The other core planning
needs include: investing for your
children’s or grandchildren’s fu-
tures; managing for the risks of a
disability, loss of a loved one or
long term care; and building a lega-
cy that will last for generations).

One key is to focus on what you
can control – your behavior. For
example, a study conducted by
Dalbar examined the results of in-
vestments (the markets) and in-
vestors. Over the 19-year period
from 1984 to 2002, the S&P 500
was up an average of 12.9 percent
annually, but the average investor
earned only 2.7 percent. That gap
is huge, and largely reflects
human nature (behavior).

Our human decision-making
processes are badly distorted by bi-
ases and emotions. These often cause
us to overestimate our level of
knowledge, underestimate risk, ex-
aggerate our ability to control events,
or wait until all uncertainty disap-
pears. They may cause us to believe
we can outsmart the market by pick-
ing investments that will perform
better than the market as a whole, or
time the market’s ups and downs.

Focus on being a prudent in-
vestor, and avoid the Great In-
vestor Mistakes. They include:

over- (and under-) diversification;
panic; euphoria; leverage; yield,
not total return; speculating; and
allowing taxes to drive investment
decisions.

Finally, three tips for financial
success:
• Stay focused on your dreams
and goals (e.g. security, peace of
mind, freedom, control, making
this world a better place). What
you focus on tends to expand.
• Have a written wealth plan, and
update it as needed (things
change – life is curly). People
who have plans know where
they're going.
• Dedicate yourself to asset allo-
cation. While I don’t know how
long the rebuilding of Iraq will
take, or its cost, I do know that
my wife’s and my joint life ex-
pectancy exceeds 45 years.
Hence, I’ll focus over 90 percent
of my time towards asset alloca-
tion, with the remainder of the
time devoted to investment selec-
tion and timing.

And, if you feel uncomfortable
circling the wagons alone, get
together with your trusted
wealth adviser.

Brian Loy, CFA, CFP, is president
of Sage Financial Advisors, a
wealth management firm head-
quartered in Reno.

t the beginning of this
year, the single most im-
portant event in human de-
mographics happened for

the first time, and it will reoccur every
10 seconds for the next 15 years. The
most affluent American generation
began to reach 60 years of age. 

This milestone marks the begin-
ning of the end of the Accumulation
Stage in life – a difficult transition
to make – shifting gears from being
a Saver to a Spender of wealth. It’s
the age at which many people begin
to talk seriously with their trusted
wealth adviser about retirement.
Age 50 is the last time you can be-
lieve in a miracle. Remember back
to when Greenspan was giving his
“irrational exuberance” speech. It
was the 50-year-old (and younger)
boomers mortgaging their homes
and buying Amazon.com stock, not
the 60 year olds. At 60, you try to
negotiate a truce with reality, and
most times you don’t really know
what reality is. 

One reality is longevity. Take a
62-year-old, non-smoking couple:
What is the average expected age at
the time of the second person’s
death? The answer is a dramatic dif-
ference between perception and re-
ality – age 92. Now mind you, this
is the average... which means 50
percent will live longer. Welcome to
the 30-year retirement!

Time to Circle the Wagons
Investor Behavior Can Make or Break You

M O N E Y  M A N A G E M E N T
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T
he demand for Internet marketing
expert Nick Nichols’ services is not
limited to Las Vegas, or even to

Nevada. In eBiz Marketing Systems,
Inc., the innovative entrepreneur has
developed a network of consultants in
various parts of the country.

eBiz, headed by Nichols, is based in
Las Vegas and has a rapidly expanding
network of consultants in 15 states,
with more soon to follow. Nichols’ net-
work of consultants help clients engi-
neer and refocus Internet marketing
techniques and create websites that
target the market, convince consumers
of the benefits of their companies and
stress what makes the client’s firm
stand out from the competition.

Called “The guru of Internet business
in Las Vegas” by Charlie Bass, presi-
dent of the Las Vegas Internet Chamber
of Commerce, Nick Nichols is consid-
ered an Internet marketing pioneer, be-
cause he has been making money via
the Internet since 1989. “I call him a
guru because he has an extreme
amount of knowledge in this area,”
Bass says of Nichols. “He also knows
where to obtain key talent when he
needs it. He’s a very reputable guy. I
have met many of his clients and they
have all been very happy.”

One critical aspect that sets Nichols
and his team apart from typical web de-
signers is that they are marketing ex-
perts. From Nichols’ perspective, web-
sites should sell, and many sites do not.
He sees websites as powerful tools that
are being drastically under-utilized.

If your website is ailing, Nick Nichols
and eBiz Marketing Systems may have
just the remedy to cure it.

“We are much more than a website
design firm,” explains Nichols, who fo-
cuses on branding and marketing ef-
forts that spur sales. “We help our
clients with Internet marketing strate-
gies. What we do is very personal and
very personalized. Our process makes
us different from website designers. If
you want a website that sells, we are
the company for you.”

Mary Wilson-Burkett, a principal of the
St. George, Utah-based Story Originals
said she didn’t expect much when she
hired Nichols to review her website. “I ex-
pected a lot of generalizations and tips
that were designed to get me to buy
something else,” Wilson-Burkett said,
adding that Nichols surprised her by giv-
ing her very specific feedback, along with
examples of how she could change her
site to make it more effective. “With those
changes, I've actually had people signing

up for my newsletter even though I
haven’t done any marketing,” she said.

A website designed to look like a
brochure is not using its full potential, ac-
cording to Nichols, who said companies
should gear up for four possible out-
comes when someone visits their site.
“We want to get people to buy something
from that site directly; get them to call
the business; get them to visit the place
of business; or to get them to register so
you can contact them.”

When Ray DuGray and Maria Ngo re-
located to Las Vegas, they wanted to es-
tablish themselves quickly as “The En-
trepreneur Doctors.” Their goal? To
create a recognized identity that would
attract high-paying clients. “We consult-
ed with personal branding expert, Nick
Nichols,” DuGray and Ngo said. “He
showed us how to narrow our focus so
we would be known as experts in the
field of business development. Sure
enough, after following Nick’s advice,
we have become leaders in the Las
Vegas business networking community
in less than six months. We can't say
enough about Nick’s ability to help peo-
ple find their niche and exploit it.”

With a need for results-based mar-
keting communications, Gary Winner of
Boston-based Paper2U has utilized eBiz

Nick Nichols, head of eBiz Marketing Systems, Inc.,
is a pioneer in the Internet marketing field.

Las Vegas Firm Takes 
the Mystery Out of 
Internet Marketing

eBiz Marketing Systems Turns Websites into Sales Tools
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Marketing Systems for expert editing
assistance on his email newsletter. “He
is able to take my words and ‘punch
them up’ so my readers really benefit,”
Winner says of Nichols. “This means
happier customers – and more sales.”

In the beginning stages of discussions
with clients, Nichols and his consultants
ask a lot of pointed questions, just like
medical doctors, so they can prescribe the
right solution for a client. He has devel-
oped formalized training and recruiting for
his consultants, teaching them a system
to work with clients to gather the right in-
formation. “We ask what they do and
whom they are trying to reach,” Nichols
says. “We ask why people should believe
them and what makes them special.”

Beverly Flaxington, co-founder and
principal of the Medfield, Mass.-based
The Collaborative, says of Nichols, “I
would highly recommend Nick to any
personal service provider who wants to
become known as the one to call in his
or her field. He helped me put together
an audio brochure that conveys what I
do in a clear and concise way so quali-
fied prospects will call me. I was im-
pressed with Nick’s ability to help me
fine-tune the points I needed to make,
as well as with his technical knowledge
to put it all together for me.”

Nichols’ team consists of a cadre of
experts in graphics, copywriting and
search engine promotions, using highly
trained specialists in key areas for his
clients’ projects. “If a client wants a lead
generation website, we have a highly
trained specialist in that area,” he says.
“We create an entire strategy that can be
integrated with the rest of the business.”

David Lundgren of The Home Busi-
ness Network, based in Camarillo, Calif.,

has worked with Nichols and his team
to create targeted copy that sells. Lund-
gren says Nichols is an expert in helping
customers increase sales using email.
"When I need to create sizzling, high-
impact sales copy for my email broad-
casts, I always turn to Nick Nichols,”
Lundgren says. “He has the amazing
ability to take my ideas and turn them
into captivating copy that delivers spec-
tacular results for my business."

As Bass says, “Nick is really direct. He
knows how to cut right to the key
points. Many website designers want to
make a site look pretty, but don’t worry
about what it says. When you put up a
website, it should have a purpose,
whether it be to get a new client or a
new prospect. If it doesn’t do that, it’s a
waste of time. Nick understands the
marketing aspect of websites.”

According to his clients, one of Nichols’
key strengths lies in his ability to help
them see their strengths and communi-
cate those strengths to customers and
prospects. Christine Lenick of The World-
wide Center in Evergeen, Colo., pointed
this out in a thank-you note she wrote to

Nichols and his team. “I just wanted to
thank you for your excellent copywriting
on our website pages,” Lenick wrote.
“You identified the benefits of our ser-
vices and products quickly, then brought
them to life in the new pages.”

eBiz Marketing Systems, Inc. is

headquartered in Las Vegas, NV.

The company sells website design

and Internet marketing strategies

and services exclusively through 

a network of Internet Marketing

Consultants in North America 

and soon, worldwide.

eBiz Marketing Systems provides state-of-the-art training 
for its national network of marketing consultants,

who also have access to highly trained specialists in related fields.

Written by Ruth Furman
Special to Nevada Business Journal



In August, Nevada Business Journal and corporate

sponsor Anthem Blue Cross Blue Shield will host two

very special events to honor 20 individuals who have

made significant contributions to healthcare in our

state. In conjunction with these events, the August

issue of Nevada Business Journal will include a

special supplement detailing the accomplishments

of these Healthcare Heroes, who will be chosen by a

blue-ribbon panel of experts in the healthcare field.

All proceeds from the events will aid students pursuing

careers in healthcare education at the University of

Nevada Las Vegas, Touro University and University of

Nevada School of Medicine.

Call now to find out how you can 
participate in honoring 

Nevada’s Healthcare Heroes.

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

Wednesday, August 2, 2006 

Bellagio Hotel and Casino

Cocktails: 6:30 p.m.

Dinner: 7:00 p.m.

Thursday, August 3, 2006 

Silver Legacy Hotel and Casino

Cocktails: 6:30 p.m.

Dinner: 7:00 p.m.

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

Save The Date!

Healthcare 
Heroes

HEROES
HEALTHCARE0

h

LAS VEGAS
RENO

http://www.nevadabusiness.com
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ceived 11 new applications for assis-
tance this year.”

The non-profit organization provides
financial assistance to families to cover
expenses for medical care, rent, utili-
ties, food, travel and any additional ex-
penses the family incurs during the
child’s treatment. 

ACK recently worked with Carolyn
(Lina) and Matt Jensen, whose seven-
week-old son, Tanner, was diagnosed
with bilateral retinoblastoma – cancer
of the eyes. Lina noticed slight irregu-
larities in Tanner’s eyes and scheduled
an appointment with her pediatrician
as a precaution. The next day, the
Jensens were referred to a pediatric
ophthalmologist, who confirmed Tan-
ner had a growth behind his eye, but
recommended a more thorough exam
under anesthesia.

What happened next, in Lina’s
words, “Was a blur. I was feeding Tan-
ner when the doctor gave Matt the di-
agnosis.” Tanner had one large cancer-
ous tumor in his right eye and five
tumors in his left eye.  

The family was told on Friday they
would need to receive treatment in
San Francisco, and they had to be
there on Monday. Their treatment
schedule called for four months of
chemotherapy, as well as laser
surgery before each treatment to
shrink the tumor. “Four months came
and went,” said Lina. Tanner had two
different types of chemotherapy be-
cause the first type caused hearing
loss and kidney damage.

For 18 months, the Jensens lived
separate lives – Matt in Reno and Lina
off and on in San Francisco. In July of
2005 Tanner’s right eye was removed

and he received an “amazing” pros-
thetic eye, according to Lina. In De-
cember came the worst news: chemo
and lasers weren’t working. A team of
more than 40 oncologists met to dis-
cuss options, and radiation was the
only answer. For six weeks, Tanner
Jensen, now 20 months old, received
radiation five days a week. 

At Tanner’s first follow-up exam, the
Jensens received good news – the tu-
mors were dead. However, the battle is
not over. The family will travel to San
Francisco at least every two months for
the next five years for check-ups. Tan-
ner has more than a 50 percent chance
of developing secondary cancer. 

The Jensen family is only one of
136 families who have been helped
by AKF, which has provided more
than $250,000 in assistance to date.
Angel Kiss Foundation is helping
them cope while they are undergoing
these challenges.

ou’re living the good life in
Nevada, when you sudden-
ly receive a horrifying
wake-up call. Your child is

diagnosed with cancer. What do you
do? There is no pediatric oncology
center in Nevada. Most likely, you will
be relocating to another state for at
least four months to procure treatment. 
This means you will maintain two
households, possibly losing one par-
ent’s income so someone can care for
the sick child while the other parent
tries to preserve stability at home. Be-
yond the emotional concerns are very
real financial concerns. Again, what do
you do?

Angel Kiss Foundation (AKF) is a
non-profit organization dedicated to
helping families of children with can-
cer. It began in Virginia in 1990 with
the death from leukemia of five-year-
old Jarryd. His grandparents, David
and Barbara Rosin, founded the orga-
nization in his memory and named it
after a birthmark on Jarryd’s cheek,
which the family referred to as Jarryd’s
“Angel Kiss.” When the Rosins relo-
cated to Reno, they saw the need for an
organization to help families in North-
ern Nevada, and the Nevada chapter of
AKF was founded in 1997.

AKF provides immediate help with
any expense related to treatment, re-
gardless of family income. “We recog-
nize cancer does not see poverty
guidelines, and families need help
now,” said AKF’s executive director,
Kathleen Hale. “We have a very sim-
ple ‘no red tape’ application and can
begin funding within hours of receiv-
ing a call. We are currently working
with more than 75 families and re-

by Michelle Danks

Angel Kiss Foundation

150 E. Ridge Street

Reno, NV 89501

775-323-7721

Angelkissfoundation.org 

Y

Angel Kiss Foundation
Helping Children with Cancer

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

The Jensen family
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oth current U.S. and Nevada

economic conditions remain

favorable. Moreover, the

near-term outlook is good. To

be sure, gasoline prices have continued to

trend upward. The current energy situation

reflects continued strong growth in world de-

mand without increased supplies. But, the im-

pact of higher fuel prices has not been as ad-

verse as in the early 1980s, when fuel prices

were a greater percentage of GDP.

Though higher fuel prices have not derailed

the current expansion, prices continue to inch

upward, giving reason for increasing attention

to the inflation outlook. The consumer price

index (CPI) is now growing at an annual rate

of 3.5 percent, up from the 3 percent range of

the 1990s. Excluding the price-volatile sec-

tors such as oil, the core CPI remains rela-

tively moderate at 2.3 percent.

Recent energy-price increases and expec-

tations for no letup in world energy demand

give reason to believe that the inflation rate

should continue to increase in the months

ahead. It is the prospect of these future price

increases that has the Federal Reserve in an

inflation-constraining mode. The Fed may

well continue to push the federal funds rate

up a notch or two before pausing to evaluate

conditions. Further rate hikes will depend on

assessments of future inflation prospects.

Increasing the federal funds rate nudges

other interest rates upward. Rising interest

rates tend to reduce growth, leading to

prospects for slower U.S. growth in the last

half of 2006.

The prospect for slower rates of growth in

the last half of 2006 for Nevada comes after

a sustained, rapid expansion in the Silver

State. Job growth remains strong – up 5.1,

5.5 and 4.7 percent on an annual basis from

year-ago levels for Nevada, Las Vegas and

Reno, respectively. Gaming revenue is still

growing, but at more measured rates. Neva-

da’s prospects remain bright, even if not at

past record-setting rates.

R. Keith Schwer
UNLV Center for Business and Economic Research

units previous comments
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