A MARK OF
EXCELLENCE
Pavilion
Location: Charleston and Pavilion
154,000 square feet, six floors

Management is efficient in leading your company up the ladder of success,
Leadership determines whether your ladder is leaning against the right wall.
FOLLOW THE LEADERS:
Fertitta Enterprises • UBS • TD Ameritrade • Hill International • Harris & Associates.
Let your company be judged by the company it keeps.

Leasing info : Brad Peterson or Randy Broadhead , CBRE 702-369-4800
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Society of Industrial and Office Realtors:

The Professional’s Professional

T

here are more than 45,000 office and
industrial real estate brokers in the United States.Of that number,only 2,500 office and industrial real estate brokers hold the
SIOR designation. That’s only 5.5 percent of the
total office and industrial brokers in the country.
The exclusivity of these numbers is no accident. SIOR is the leading professional office
and industrial real estate brokerage association, the best of the best in their field. Brokers
who have earned the SIOR designation are
recognized experts in their field, and membership in the organization takes hard work,
professionalism and ethical behavior –
everything the organization stands for.
SIOR – the Society of Industrial and Office
Realtors – is affiliated with the National Association of Realtors and has numerous chapters across the country. In addition to its Active
Broker Members, Associate Members include
corporate executives, developers and educators in commercial real estate. The organization was formed in 1941 to assist the U.S. War
Department in locating facilities for its own
use. In 2006, 2,500 SIOR brokers in 21 countries closed 68,442 transactions involving 2.4
billion-square-feet of office and industrial
space valued at $52 billion. The organization
is worldwide, and the founding principles remain the same accross the globe: education,
ethics, professionalism and experience.

The SIOR Designation:
The Mark of Professionalism
and Experience
To earn an SIOR designation, brokers need
to demonstrate a significant, standard volume of transactions, and have more than
seven years experience in their field. There’s
also an educational requirement of 30 hours
of course work, including a half-day seminar
in ethics. A gross fee income requirement set
by local chapters reflects individual markets
and ensures brokers seeking the designation
have the experience and transactions under
their belt to be considered professionals.

Once a broker has achieved SIOR designation, they’re part of the less than 5.5 percent
of all office and industrial real estate brokers
in the U.S. “So it puts you at the top of the
list,” said Dean Willmore, SIOR, IPG Commercial Real Estate Services, and president of
the Nevada SIOR chapter. “In terms of being
a recognized expert in your field, holding the
SIOR designation is kind of like being ‘board
certified’ as a doctor or have a PHD in commercial real estate.”
And that’s a major benefit to brokers – 90
percent of all Fortune 1000 office or industrial real estate projects in 2006 were handled
by an SIOR broker. “Corporate America recognizes that when they have a commercial
real estate transaction to do, they’re only
going to have an SIOR broker handle that assignment for them,” said Willmore. “So, having the SIOR designation ensures you’re
going to be working with corporate America
and the bottom line is you’ll get much more
business by earning that designation.”
SIOR publishes an annual membership directory that goes out to all Fortune 1000
companies and all other major companies in
the U.S. Nearly every executive responsible
for locating facilities and working with their
company’s real estate needs has that book
on his or her desk. “When they have a need,
they go to the book and pick an SIOR in the
region where they need a facility,” said Willmore. “If you have the designation, it’s going
to ensure you will do a lot more business.”
In addition to being one of the best commercial real estate networks in the world, according to the members of the Nevada Chapter, there is a high level of cooperation
between SIOR members. In 2006, 285 SIOR
members participated in at least one cooperative transaction (where two or more SIORs
participated on the same deal). In 2006, the
volume of cooperative transactions passed
the $1 billion mark for the first time in SIOR’s
66-year history.
In fact, the total $1.18 billion dollar mark
was comprised of more than 30 million-

square-feet leased or sold in one 12-month
period. “I don’t know any other brokerage
network that comes close to that kind of volume,” said Willmore. “Not only will having
the designation ensure business from corporate America, but from SIOR referrals through
other SIOR brokers.”
The high level of cooperation SIOR members mantain with each other, leads to referral and respect among peers. The Nevada
chapter is somewhat unusual because it’s
one of the few chapters in the country to produce an “impact” report. In order to produce
the report, every member of the chapter submits exactly how much money they’ve made
every year. “That’s private, personal information,” admitted Willmore. “But, because of
the level of trust our 15 chapter members
have for each other, we’ve been doing the report since 2001.”
For executives working to locate facilities
for office or industrial use, the benefits of
working with an SIOR broker are obvious: it
means dealing with the best of the best.
“SIOR brokers are known as the professional’s professional,” said Willmore. The
average experience of an SIOR member is
20 years. This allows our clients to feel
confident that they are working with someone experienced and educated, someone
with a proven track record, a proven level
of transaction performance, and someone
who has the respect of his peers and who
maintains high ethical standards. “Clients
know if they call an SIOR, they’re going to
get their deal done.”

Founding Principles: Education
Education is one of the founding principles
of SIOR. The organization offers a variety of
courses both online and in seminars, including advanced sales marketing, business
strategy courses, build-to-suit development
courses, classes on negotiation and sales,
and information on landlord/tenant issues, as
well as courses on construction, ethics and
SIOR 2007

5

professional standards, introduction to real
estate investment and finance and understanding leases and agreements. Courses
are offered in venues across the country, according to Tom Naseef, president, Coldwell
Banker Commercial and education chair for
the Nevada SIOR chapter this year. “Some
are three hours, some are six. Negotiation
and build-to-suit classes are day-long.”
Every state requires some kind of continuing education for professional brokers
working in commercial real estate. The SIOR
Web site lists the States in which their classes are accredited as fulfilling continuing education requirements and Nevada is one of
them. Naseef is currently putting together a
real estate sales traning class for Nevada
slated for September.
SIOR also offers 400 Web-based courses
and seminars on more than 40 topics, and
can arrange customized training for member
real estate companies.
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Founding Principles: Ethics
Ask a member of the Nevada SIOR chapter
why he or she sought the SIOR designation
and nine times out of 10 the answer revolves
around the high professional standards by
which SIOR brokers operate. It’s a prerequisite for applying.
“You cannot become a member of
SIOR if you’ve had any proven ethics violations and part of being an SIOR, part
of the application process, is you need a
letter of recommendation from at least
two members of your local chapter. If
you’ve behaved badly in the past, you’ll
have a difficult time getting anyone in
your chapter to recommend you for
membership,” said Willmore.
Brokers are expected to maintain high ethical standards. So not only does past misbehavior prevent membership but future misbehavior can negate it. “We only want people

who maintain the highest ethical standards
and can maintain the respect of their peers in
the business,” said Willmore.
So critical, in fact are these standards,
that SIOR has a Standing National Professional Standards Committee responsible for developing and monitoring
SIOR’s Code of Principles and Standards
of Professional Practice; providing subject matter for educational courses concerning dispute resolution; ethics and
professional practice; investigating, reviewing and evaluating every ethics
complaint and arbitration request; providing mediation and arbitration facilities
for dispute resolution; conducting hearings for complaints involving allegations
of professional misconduct by SIOR
members; evaluating and recommending changes to the code of ethics; and
training members to perform grievance
review and hearing panels.

Giving Back:
Community Service
In 2005 the Nevada chapter of SIOR became a Street Teens partner and started an
annual golf tournament to raise funds for the
organization. “Collectively, the board determined to be responsible to our community
and to do something with our time and effort,
something to give back,” said Mike De Lew,
who chaired this year’s tournament.
Street Teens opened the doors to The Sanctuary in 2001. Founded by Rosario and David
Mereaux, the 501(c)3 nonprofit organization
exists to help abandoned or runaway teens
from 12 to 21 survive on the streets.The dropin center is open daily from 4 p.m. to 8 p.m.
“It’s not a residential center,” said Lisa Preston, executive director, Street Teens. “They
can’t stay overnight. But we do have an area
where they can nap or rest. We have a
kitchen, a meal room, a place where they can
find clothing or hiking clothes, bottled water
and a laundry room with washers and driers
so they can do laundry while they’re here.
There’s also a classroom with a computer and
a teacher who offers high school classes.”
The golf tournament has been held every
spring at Anthem Country Club in Henderson.
“We’ve had all sorts of things people donate,” said De Lew. “There’s an organization
down here that finds auction items for charities, typically celebrity signed items, so we
have a hosted cocktail event and try to get
everybody in the mood to buy stuff.” Apparently, it’s working – this April the tournament
raised nearly $33,000.
The funds are used to purchase identification
cards, state ID cards, birth certificates and to
help the kids with any work cards or sheriff’s
cards they need to work,” said Preston. “We
hold mock interviews to help them learn how to
interview and we can provide them with interview clothing. We use the funds to purchase
school supplies, backpacks and things like
that.” The center also works to dispense nonprescription antibiotics to help get kids medical
attention when they need it.
SIOR 2007
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Donna Alderson
Senior Vice President, CB Richard Ellis

Randy Broadhead
Senior Vice President, CB Richard Ellis

Age: 47

Age: 47

Specialty: Industrial

Specialty: Office

Years in commercial real estate as broker: 21

Years in commercial real estate as broker: 24

What did it take to be successful?
Tenacity.

What did it take to be successful?
Hard work.

What advice would you give someone
interested in getting into the field?
Try to align yourself with an experienced broker
who will mentor you and care about fostering your career.
Why did you choose to become an SIOR?
Because I believe it is the most relevant organization an office or industrial
broker can affiliate themselves with. The standards set by SIOR for active
membership are second to none. Also, my being an active SIOR adds credibility to me in the eyes of my clients and potential clients. It offers me the
opportunity to interface and network with the best brokers in the industry.
Why should people choose to work with an SIOR?
Working with an SIOR ensures experience, knowledge and the highest
ethical standards.
Market Forecast 2007-2008
I believe the industrial market will remain strong and that the supply will
barely keep up with demand in most product types. The industrial market in
Southern Nevada promises to continue to be one of the strongest in the region.

Michael G. De Lew
Senior Vice President, Colliers International
Age: 40
Specialty: Industrial
Years in commercial real estate as broker: 17
What did it take to be successful?
Hard work, long hours, a dedication to my clients
and a commitment to product knowledge.
What advice would you give someone
interested in getting into the field?
Honesty and product knowledge could be the two most important
components of being a successful real estate agent.
Why did you choose to become an SIOR?
They are far and away the best agents in our field and it is an honor to be
affiliated with them.
Why should people choose to work with an SIOR?
The risks for the client in commercial real estate are great. Working with an
SIOR will generally minimize the transactional risks due to the expertise
and integrity that is so commonly offered by an SIOR agent.
Market Forecast 2007-2008
Probable leveling of price points for land and building values. Rents still
need to climb to support current construction costs and sale pricing. The
market should stay fairly tight due to land and cost constraints for new
construction.
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What advice would you give someone
interested in getting into the field?
Work on your people skills and your work ethic.
Why did you choose to become an SIOR?
It’s a great organization for networking.
Why should people choose to work with an SIOR?
The high ethical values and great networking.
Market Forecast 2007-2008
With more than 1 million-square-feet of delivered office space already this
year, the vacancy rate should increase moderately over the next couple quarters. The commencement of construction on projects currently planned should
wane for the rest of the year. Coupled with the number of projects completed in
the past six months, this factor should deflate the record-setting level of underconstruction activity to more normal levels.
The surge in for-sale office projects should moderate over the next few
months. That moderation will be accompanied by a noticeable change in
configuration as well: the trend to build small, single-story sellable buildings
will be replaced by multi-story buildings with individual suites for sale in an
effort to make increasingly scarce land go as far as possible.

Dan Doherty
Senior Vice President, Industrial,
Colliers International
Age: 41
Specialty: Industrial
Years in commercial real estate as broker: 18
What did it take to be successful?
It took a great deal of hard work and long hours.
It took a level of focus that I certainly had not
achieved in college, and learning not
to “chase” deals, and stick to a game plan. It also was invaluable to be
associated with a group of people who really know the business.
What advice would you give someone
interested in getting into the field?
Go to work with a group that can spend the time to train you properly.
This will mean a longer period of time without substantial income, but the
reward is well worth the wait. During your third and fourth years in the
business, you can begin to develop your own client list, or enhance your
teams’ clients list and provide value in all transactions you work on.
Why did you choose to become an SIOR?
I have been an SIOR for 13 years, and have always known they separate
themselves from the competition. Our chapter has grown from five to 14
active members since I have joined, and I believe SIOR brokers set the bar
for office and industrial brokerage.
Why should people choose to work with an SIOR?
SIOR’s across the country possess a certain skill set that usually surpasses
most peoples’ standards. In addition, most SIORs in a given market share
similar views on information sharing and ethics, so the client usually gets
the most current information and trends within a given market.

David Neal Frear, Jr.
Vice President, Colliers International
Age: 35
Specialty: Industrial
Years in commercial real estate as broker: 11
What did it take to be successful?
Hard work, determination, market knowledge and
calculated risks.
What advice would you give someone
interested in getting into the field?
Know your market segment well enough to trust your own advice. Plan on
working hard.
Why did you choose to become an SIOR?
I have always viewed SIOR designated brokers as having superior market
knowledge, business acumen and professionalism.
Why should people choose to work with an SIOR?
People should choose to work with SIOR agents due to their professionalism,
business ethics, knowledge and expertise.
Market Forecast 2007-2008
In the coming year, I see the industrial market rents and land prices on
a continued rise as a result of new construction not meeting the demand
for product, as well as the continued rise of construction costs.

Kevin Higgins
Senior Vice President, Voit Commercial Brokerage
Age: 45
Specialty: Industrial
Years in commercial real estate as broker: 22
What did it take to be successful?
Hard work, getting involved with my industryfrom
the ground level up: being on advisory boards, executive committees and other things like NAIOP.
What advice would you give someone
interested in getting into the field?
Don’t expect to be an expert or a success overnight. Have your expectations and
shoot for the stars, but understand if you don’t hit them right away, that’s okay.
Why did you choose to become an SIOR?
The top professionals in the country are SIOR; it’s like having an M.D. after
your name. You have to have a number of years in the business, have so
many transactions based in that particular industry whether office or industrial, and have so much volume every year.
Why should people choose to work with an SIOR?
The client should know wherever they are – Las Vegas, Albuquerque, Los Angeles – there’s an SIOR office or industrial expert who’s done a number of
transactions like yours and made money doing it as a professional.
Market Forecast 2007-2008
It reminds me of what Greenspan said, “The irrational exuberance has to end
sometime.” It did about a year ago. But we had land double in value in not even
a year and that’s not normal expectations. So while people might be concerned, I
think we’re returning to normal.

Thomas G. Grant, III
Senior Advisor, Industrial Group,
Grubb & Ellis Las Vegas
Age: 50
Specialty: Industrial
Years in commercial real estate as broker: 25
What did it take to be successful?
Lots of hard work and determination.
What advice would you give someone
interested in getting into the field?
Have some money in the bank and roll up your sleeves.
Why did you choose to become an SIOR?
SIOR is the premier organization for office and industrial brokers in the U.S.
Why should people choose to work with an SIOR?
SIORs are the top professionals in their respective markets, the best of
the best.
Market Forecast 2007-2008
The Las Vegas industrial market will continue to evolve around the
hotel and entertainment industry. It will become more and more of a local
service center economy in the years ahead. Only those companies needing to be here will be willing to pay the relatively high cost of occupancy
relative to other markets. With land prices already prohibitive (and still on
the rise), it is just a matter of time before Las Vegas will no longer be a
viable option for most industrial users. Developers are being forced to
look outside the valley for opportunities that make sense. There is still
tremendous demand, but the supply side of the equation will ultimately
tell the story.

Mike Hillis, CCIM, SIOR
Managing Partner, Commerce CRG, a member
of Cushman and Wakefield Alliance of Nevada
Age: 63
Specialty: Industrial
Years in commercial real estate as broker: 35
What did it take to be successful?
You must make the commitment to pay the
price of admission into the profession. This
commitment is financial, emotional and one of
time to get through the first year or so.
What advice would you give someone
interested in getting into the field?
It is about one-half experience and one-half relationships. They will always be competing with others who have more experience but they can
close that gap by the quality of experience they achieve.
Why did you choose to become an SIOR?
Continuing education and affiliation with the top brokers in the country.
Why should people choose to work with an SIOR?
SIOR’s are required to adhere to a strict code of ethics which insures
their clients that they are dealing with a professional who holds themselves to the highest standards.
Market Forecast 2007-2008
I think we will see continued concern for the availability of affordable land
for commercial development along with upward pressures on lease rates
because of land prices and construction costs. Based on the continued capital investment coming into Southern Nevada, I also believe we will see
strong economic growth.
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Pat Marsh
Vice President, Industrial Division,
Colliers International

Tom Naseef
President, Coldwell Banker Commercial
Age: 53

Age: 42

Specialty: Office

Specialty: Industrial

Years in commercial real estate as broker: 30

Years in commercial real estate as broker: 11
What did it take to be successful?
Obviously, the natural answer to this question is
hard work and commitment. More specifically, it
takes a willingness to spend long hours in the
office. Lastly, patience. No one walks into this business and experiences immediate success.
What advice would you give someone
interested in getting into the field?
Be willing to spend years in the poor farm and always be willing to work a
deal, no matter how small.
Why did you choose to become an SIOR?
It’s an honor to hold this designation because of the level you must attain to
earn it and the standards you are held to once you have attained it.
Why should people choose to work with an SIOR?
Someone working with an SIOR broker can be assured that they are represented by someone who is held to the highest ethical standard in the industry.
Market Forecast 2007-2008
I believe the industrial market will continue to strengthen over the coming
year. Although we have experienced a slight slow down in velocity of land and
building sales, I have not seen any downward movement in pricing. There remains a severe shortage of industrial land in the Valley and vacancy is still at
historic lows, so there is no reason for pricing to drop.

What did it take to be successful?
A lot of perseverance, hard work, marketing
contacts and networking.
What advice would you give someone
interested in getting into the field?
I would advise someone coming into the
business to get with a company with a strong educational background
and be committed to putting in the hours, expect 50-60 hours a week.
Why did you choose to become an SIOR?
I wanted to be involved with the group because a lot of associates of
Coldwell Banker Commercial around the country raved about the
networking opportunities, camaraderie and strong legislative body
through the National Association of Realtors.
Market Forecast 2007-2008
The office market is going to experience a lot of space. Four million-squarefeet existing with an 11 percent vacancy rate, a total of 8 million-square-feet or
9 million-square-feet on the market and net absorption last year was 1.9 million. Nine million means a few years absorption. I think we’re going to see landlords offering more tenant improvements.

We’ve Got You Covered
McFadden Insurance Agency is recognized
as a premier insurance provider based
in Southern Nevada and has cultivated a
reputation for exceptional performance
in three areas: Superior customer service,
innovative and integrated products,
and retention of the highest caliber of
professionals in the industry.

• Construction
• Personal Protection
• Business Protection
• Workers Compensation
• Surety Bonds
(PSOR\HH%HQHÀWV
• Home and Automobile
• Professional Liability

6180 W. Viking Road Las Vegas, NV 89103
Tel (702) 365-9800 • Fax (702) 221-4920
www.mcfaddeninsurance.com
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On the Cover:
SIOR Nevada Chapter members
got together at the Foundation
Room at Mandalay Bay.
Front row (Lto R):
Tom Naseef, Soozi Jones Walker,
Donna Alderson and Dan Doherty.
Middle Row (L to R):
Thomas Grant, III, Chuck Witters,
Greg Pancirov and Michael Delew.
Back row (L to R):
Dean Willmore, Pat Marsh,
Randy Broadhead, Mike Hillis
and Brad Peterson.

Greg Pancirov
Vice President, Industrial Division,
Colliers International

Brad Peterson
Senior Vice President, CB Richard Ellis

Age: 32

Specialty: Office

Specialty: Industrial

Years in commercial real estate as broker: 23

Years in commercial real estate as broker: 10

What did it take to be successful?
I think a sense of urgency and responsiveness to
the client, and paying attention to the details.

What did it take to be successful?
Years of sacrifice and little social life.
It takes a lot of time and dedication to
obtain the required knowledge it takes
to effectively represent a client.
What advice would you give someone
interested in getting into the field?
Plan on lots of grunt work and long hours. It is not as easy and glamorous
as it may seem on the surface.
Why did you choose to become an SIOR?
To be affiliated with the best and recognized as one of the leading brokers
in the industry.
Why should people choose to work with an SIOR?
An SIOR has been in the trenches and has the market knowledge to assist
the client in making the best business decision. It is critical to have the
best representation when so much is on the line.
Market Forecast 2007-2008
Based on the continued user demand and square footage absorption along
with the industrial developments currently under construction, I anticipate
the market to maintain the status quo for about the next year. Beyond that, I
think it is going to take some creativity from owners and tenants.

Age: 49

What advice would you give someone
interested in getting into the field?
Two things: patience and focus. If you’re getting started, sometimes you’re
anxious to make a lot of money right at the beginning but there’s definitely a
learning curve. Pick some part of the business that you really like, an aspect or
discipline that appeals to you, and focus on that.
Why did you choose to become an SIOR?
I just wanted to associate and network with the top professionals in my industry.
Why should people choose to work with an SIOR?
These are people who have track records, who are successful and have the
experience to handle their transactions.
Market Forecast 2007-2008
I see increased user activity, as well as a large amount of increased
inventory and product – which will equal the record amount of net absorption of product and inventory.
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Soozi Jones Walker, CCIM, SIOR
Broker/Owner,
Commercial Executives Real Estate Services
Age: 53
Specialty: Industrial
Years in commercial real estate as broker: 28
What did it take to be successful?
Working diligently not to do what the other
agents are doing. I always look to find the gap.
Hard work and exceptional customer service, no matter how big or small
the transaction.
What advice would you give someone
interested in getting into the field?
It takes several years of learning the business before a competent agent
can expect to earn a good living. This is a profession, not a job.
Why did you choose to become an SIOR?
I earned my CCIM designation many years ago and wanted to continue my
quest to be the best of the best.
Why should people choose to work with an SIOR?
The educational program and experience requirements assure than an
SIOR is one of the top broker/agents in any market.
Market Forecast 2007-2008
I believe the Las Vegas Valley will continue to grow at a somewhat slower pace but still be very healthy. The southwest corridor will continue to add
new office product at a somewhat faster pace than can be absorbed. Tenant improvement costs will continue to rise, making construction of new
product more costly. With this in mind, I believe rates will rise in new office
product towards the end of the third quarter and continuing through 2008.

Dean P. Willmore, SIOR
Broker / President, IPG Commercial
Age: 45
Specialty: Industrial
Years in commercial real estate as broker: 20
What did it take to be successful?
Building strong, long lasting relationships with
my clients and earning their trust. Also, lot’s of
hard work, determination, market knowledge
and the help of my wife, Jeanette.
What advice would you give someone
interested in getting into the field?
Consider this a long term career decision. Affiliate with a firm that can
provide at least a one year training.
Why did you choose to become an SIOR?
I consider the SIOR to be the most professional, respected and active
commercial brokerage network available.
Why should people choose to work with an SIOR?
You will be working with one of the most experienced office and
industrial real estate professionals in the industry, with a proven
track record of success.
Market Forecast 2007-2008
After a record year of industrial space completions in 2006, new spec industrial construction will drop 25 percent to 4.5 million-square-feet in 2007.
Construction costs will continue to rise, and overpriced industrial land coupled with rising construction loan interest rates will keep over-building in
check. New office building completions will increase from 3.5 millionsquare-feet built in 2006 to 4.1 million in 2007.

INNOVATIVE
EXTRAORDINARY
VISIONARY
EVOLVED

Evolution of Development

5525 South Decatur Blvd., Ste. 101
Las Vegas, NV 89118
P: 702.222.3022 - F: 702.222.0961
www.lapour.com
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Charles W. Witters, SIOR
Senior Vice President,
Lee & Associates Commercial
Real Estate Services, Nevada

Thank You
To Our 2007 Sponsors

Age: 61
Specialty: Office

GOLD

Years in commercial real estate as broker: 22

DP Partners

What did it take to be successful?
Being active in real estate organizations.

Commercial Alliance Las Vegas
Harsh Investment Properties

What advice would you give someone
interested in getting into the field?
Learn from your mistakes. Try to learn something new each day. Wear a
“bullet-proof vest” and be able to take a “no.” Learn when a deal is a
deal and when a deal is not a deal.

Panattoni Development Group

Why did you choose to become an SIOR?
I chose SIOR because I wanted to be counted as one of the best in the
industry. This has proven out.

Voit Commercial

Why should people choose to work with an SIOR?
They are dealing with the top brokers for Industrial and Office real estate in
the country. They will receive the best Industrial or Office brokerage in the
country.
Market Forecast 2007-2008
I see a continued growth in the office market in the Las Vegas Valley. The
vacancy rate will rise somewhat. Net Absorption will need to catch up with
the new construction.The biggest challenge to office leases today and in the
near future is the wide variance between the tenant improvement allowances being offered by landlords vs. the actual tenant improvement
costs which have increased considerably over the past few years.

Land America
SILVER
Thomas & Mack Company
LM Construction Co.
Stoltz
Grubb& Ellis
LaPour Partners
Colliers International
Commerce CRG/Cushman
Coldwell Banker Commercial
Majestic Realty

BRONZE
Nevada Title Co.
Wells Fargo SBA Lending
Nevada State Bank
Title One
Western Risk Insurance
SR Construction
Tradewinds Construction
Lee & Associates
IPG
CB Richard Ellis
American Nevada
Town and Country Bank
Real Estate Group Nevada
United Construction Co.
OGI Environmental
Prudential CRES (Shea Commercial)
JMA Architecture
First American Title
Ticor Title
Martin Harris Construction
EJM

HONESTY • CUSTOMER SERVICE • INTEGRITY

S P E C I A L I Z I N G I N :
• Commercial Business Complexes
• Homeowners Associations
• Master Associations
• Planned Unit Developments
• Condominium Complexes
• Apartment Complexes
• High Rises
• Lessors Risk Exposures

Brian Berg
949-439-7872
brian@bbisinc.com
Nevada
10161 Park Run Dr., Ste. 150
Las Vegas, NV 89145
702-835-6984

California
23661 Birtcher Dr.
Lake Forest, CA 92630
949-243-0899
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Natural Beauty Never Goes Out of Style
n the old days, people were
forced to choose between
building a wall and maintaining the beauty of the natural environment … but now, thanks to Parsons
Walls, people can have both. Parsons
Walls specializes in value-engineered
natural rock retaining walls designed to
augment any environment.
“The perfect wall is achieved with a
thorough understanding of the natural
environment and the purpose of the
structure,” explained Kevin Parsons, CEO.
Parsons Walls has a long history of
providing rock retaining walls. Brothers, Eamon and Tom Parsons started
the company in 1946 after coming
home from serving in WW II. This third
generation, family owned company
has taken a trade that is centuries old
and carried it through the 21st century

I

threshold. Today, Parsons Walls is
headed by Kevin and Bill Parsons, the
sons of Eamon Parsons.
“My father and uncle started this
company more than sixty years ago
with a commitment to their customers
to build the highest quality walls, on
time and on budget,” said Kevin Parsons. “Today, with a skilled workforce
and a family forged commitment to
excellence, Parsons Walls still stands
behind our promise to deliver only the
best to our clients.”
Parsons Walls has completed more
than 12 million square feet of retaining, perimeter, sea and head walls that
can be engineered to any specification, whether the project calls for a
two-foot decorative enclosure or an
18-foot retaining wall. When available,
Parsons uses rock found in the local

environment to produce a retaining
wall that maintains the aesthetic appeal of the natural environment.
“Building rock walls the way we do
is a craft, not an assembly line. We
can save our customers up to 30 percent more than standard concrete
walls,” said Kevin Parsons. “Our
walls are beautiful, weatherproof,
permanent and cost-effective.”
A Parsons wall can be utilized for
commercial, civic, golf courses and
residential projects that call for a retaining structure.
Parsons serves the Western United
States through offices in Las Vegas,
Sacramento, Reno and Phoenix. The
Parsons team is available for a free
onsite estimate or visit. Please visit
www.parsonswalls.com for more
information.

To enhance your environment . . .

not seperate you from it.
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Experience, Expertise,
and Enthusiasm Keep
Soozi Jones Walker CCIM, SIOR,
Driving the Commercial
Real Estate Market
in Southern Nevada

hile many people inside and
outside of the Southern
Nevada commercial real estate market speak of doom and gloom,
Soozi Jones Walker refuses to have any
of it. “Frankly, I’m too busy meeting the
needs of my clients. Our market is extremely healthy. Good investments generate cash flow and knowledgeable investors judge their portfolios over years
not a few months,” said Jones Walker.
As evidenced by the loyalty, longevity
and prosperity of her clients, Soozi Jones
Walker is a proven professional with expertise both in her industry and in customer service. She specializes in the acquisition and disposition of commercial
properties, leasing and tenant representation through her business, Commercial
Executives Real Estate Services.
Nigro Development is one of her long
term clients. Their relationship began in
1990 and remains strong today.
“Soozi has a tremendous work ethic
and a great deal of integrity,” said Todd
Nigro, president of Nigro Development.
“Originally, my father established this
relationship and I have continued to
work with her because she is so successful at what she does.”
Soozi founded Commercial Executives in April 2004 after deciding she
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could be even more successful by giving clients something they could not
find anywhere else – 100 persent of
her professional knowledge and unique
personal style. “Our new company reflects the passion and enthusiasm I
carry everyday,” said Soozi.
Bobbi Miracle, Soozi’s daughter and
an accomplished real estate broker in
her own right, also works at Commercial
Executives and is Soozi’s partner. Miracle
was the youngest person in Nevada to
earn the Certified Commercial Investment Member (CCIM) designation.
In an industry where voicemail is
the primary source of communication,
the team at Commercial Executives
makes it a point to speak with everyone personally. “If we aren’t available
to speak with a client when they call,
our assistant takes a message and
tracks us down so that we can immediately return the call,” Soozi said.
“Good customer service isn’t achieved
voicemail to voicemail. It’s got to be
person to person.”
Although Jones Walker’s real estate
career spans over 29 years in the Las
Vegas Valley, her personal philosophy
of care has never changed, “The needs
of our clients range from smaller 1,000
SF offices to large office buildings and
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retail centers,” said Jones Walker.
“Quality service at my company is
meeting our clients’ needs. If we treat
them right today, they will be back
when the need to expand arises.”
New clients to Commercial Executives receive the same level of service
and expertise as the longtime ones.
David Kelley, an investor for a family
trust company, first employed Jones
Walker about seven months ago. Kelly
truly enjoys working with her because
she believes in her clients and makes
good things happen.
“Soozi is a terrific agent because she
is full of high energy and very knowledgeable,” said Kelly. “She analyzes
the situation and is a great negotiator. I
know that she even takes time to teach
real estate classes nationally”
The passion and enthusiasm generated by Soozi Jones Walker and her
team at Commercial Executives Real
Estate Services is contagious. So is the
satisfaction that they produce daily for
their clients inside the vibrant real estate market in Southern Nevada where
they choose to call home.
For more information, call Commercial Executives at 702-316-4500 or
visit the Web site at www.commercialexecutives.com.
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