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	 As	Americans	 celebrate	 Independence	Day	 this	month,	 it’s	 fitting	 to	 ask	 how	
much	freedom	U.S.	citizens	really	have	in	2013,	and	how	much	we	have	handed	over	
to	the	federal	government.		I	won’t	say	the	feds	have	taken	our	freedom	away	from	
us,	because	they’ve	done	so	with	our	permission.		Ever	since	the	FDR	administration,	
citizens	have	stopped	insisting	that	the	government	adhere	to	the	principles	set	forth	
in	the	Constitution,	and	now	we’re	reaping	the	consequences.	
	 I	wonder	what	 the	Founding	Fathers	would	 say	 if	 they	heard	 that	 in	 2013	 the	
federal	government	has	inserted	itself	into	every	aspect	of	our	daily	lives,	from	edu-
cation	and	housing	to	healthcare,	banking	and	business	dealings.		Here	are	just	a	few	
examples	of	how	the	federal	government	is	trampling	on	our	rights	in	2013:
	 It	was	recently	revealed	that	the	National	Security	Agency	(NSA)	has	been	snoop-
ing	on	our	phone	conversations	and	internet	usage	for	years,	ever	since	the	Patriot	
Act	was	passed	in	2001.		Edward	Snowden,	the	former	CIA	employee	who	leaked	
the	information,	told	the	Washington	Post,	“They	quite	literally	can	watch	your	ideas	
form	as	you	type.”	The	government	keeps	so	much	information	about	our	communi-
cations	that	it’s	building	a	$1.2	billion	data	warehouse	in	Utah	to	store	it	all	and	the	
equipment	and	software	inside	will	cost	another	$2	billion.		Yes,	your	tax	dollars	are	
supporting	their	efforts	to	monitor	your	every	keystroke	and	phone	call.				
	 Although	 the	administration	claims	 they’re	only	checking	 to	 see	 if	people	are	
calling	suspected	terrorists	and	not	listening	to	the	content	of	our	communications,	
this	 is	an	outrageous	 invasion	of	our	 right	 to	privacy.	 	 If	 they	have	a	valid	 reason	
to	monitor	a	person’s	calls,	emails	or	 internet	usage,	 let	 them	get	a	warrant.	 	U.S.	
citizens	are	protected	from	unlawful	search	and	seizure	under	the	4th	Amendment.		
Their	argument	that	this	“data	mining”	has	prevented	terrorist	acts	just	doesn’t	hold	
up.		And	even	if	it	had	led	to	uncovering	a	plot,	consider	what	Benjamin	Franklin	
had	to	say	on	this	subject:		“They	who	can	give	up	essential	liberty	to	obtain	a	little	
temporary	safety	deserve	neither	liberty	nor	safety.	“
	 Maybe	you	 think	 the	government	wouldn’t	 care	 about	 the	political	views	 they	
discover	 during	 their	 snooping	 activities.	 	 Look	 what	 happened	 to	 conservative	
groups	applying	to	the	Cincinnati	office	of	the	IRS	for	tax-exempt	status.		An	ongo-
ing	Congressional	investigation	reveals	that	IRS	employees	were	instructed	to	single	
out	groups	with	“Tea	Party”	in	their	name	for	an	extra	level	of	scrutiny	prior	to	the	
2010	 and	2012	 elections.	 	They	 also	 decided	 to	 investigate	 applications	 from	any	
group	whose	name	contained	the	word	“Patriot.”		The	feds	could	do	the	same	thing	
with	their	data	mining	activities	–	anybody	who	uses	Google	knows	how	easy	it	is	to	
search	data	for	words	or	phrases.
	 What	about	our	1st	Amendment	rights	of	free	speech	and	free	press?		Ask	James	
Rosen	of	Fox	News,	who	had	his	security	badge	records,	phone	logs	and	personal	
emails	seized	by	government	investigators.	They	called	him	a	“co-conspirator”	be-
cause	a	former	State	Department	official	gave	him	information	from	a	classified	re-
port.		He	was	never	formally	charged	or	prosecuted,	but	I	wonder	how	many	other	
journalists	will	be	more	cautious	now	for	fear	of	being	accused	of	violating	the	Fed-
eral	Espionage	Act.
 It’s clear that the Obama administration has little respect for the Constitution, but 
the	Executive	branch	is	not	entirely	to	blame.		Congress	has	been	rubber-stamping	
their	power	grabs	for	years,	and	the	Supreme	Court	has	been	backing	them	up.		The	
sad	truth	is	that	the	federal	government	has	grown	too	powerful,	and	the	system	of	
checks	and	balances	no	longer	works.	 	It’s	time	to	take	back	our	independence	by	
demanding	that	the	government	go	back	to	its	Constitutional	roots.

Commentary

Independence Day 2013:
Freedom Fighters Wanted

Nevada Business Journal, Nevada Business Magazine and Nevada Business are divisions 
of Business Link, LLC. 375 N. Stephanie St.,Bldg. 23, Suite 2311, Henderson, NV 89014. It 
is listed in Standard Rates and Data, #20A-Business-Metro, State and Regional. TopRank 
Nevada – Annual Statewide Book of Lists is a publication of Nevada Business Magazine.

Advertisers should contact Sales at (702) 735-7003, or write to: Nevada Business Magazine, 
375 N. Stephanie St., Bldg. 23, Suite 2311, Henderson, NV 89014. Demographic information 
available upon request. Month-to-month circulation may vary.

Nevada Business Magazine is published monthly. Subscription rate is $44.00 per year. Spe-
cial order single-copy price is $7.50. 

All contents ©2010 copyright, and reproduction of material appearing in Nevada Business 
Magazine and TopRank Nevada – Annual Statewide Book of Lists is prohibited unless so 
authorized by the publisher. Publisher reserves the right to refuse service to any agency, indi-
vidual, business, company or organization.

CHANGE OF ADDRESS: POSTMASTER: Send address changes to Nevada Business Magazine, 
375 N. Stephanie St., Bldg. 23, Suite 2311, Henderson, NV 89014. Subscribers please include 
previous address or mailing label. Allow six weeks.

EDITORIAL SUBMISSIONS: Address all submissions to the attention of Tarah Figueroa. Unso-
licited manuscripts must be accompanied by a SASE. Nevada Business Magazine assumes 
no responsibility for unsolicited materials.

DISCLAIMER: Editorial views expressed in this magazine, as well as those appearing in 
area focus and industry focus supplements are not necessarily those of the publisher or 
its boards.

Publisher
Lyle E. Brennan • lyle@nevadabusiness.com

Publisher / CEO
Connie Brennan • connie@nevadabusiness.com

Managing Editor
Tarah Figueroa • tarah@nevadabusiness.com

Editorial Assistant
Caitlin Smith • caitlin@nevadabusiness.com

Art Director
Chris Tucker • ctucker@nevadabusiness.com

Circulation Manager
Courtney Venable • courtney@nevadabusiness.com

Assistant to the Publisher
Amanda Abril • amanda@nevadabusiness.com

Research / Ranking Nevada
info@nevadabusiness.com

Web Editor / Online Marketing 
Ben Rowley • ben@nevadabusiness.com

Contributing Writers
Doresa Banning • Jennifer Rachael Baumer 

Mike Bolognini • Theresa Fette • Sen. Mark Hutchison
Kyle McCann • Howard Riell • Glenn H. Truitt, Esq.

Advertising / Sales
Northern Nevada

Rich Hoskins • rich@nevadabusiness.com
Southern Nevada

Kendle Walters • kendle@nevadabusiness.com

Subscriptions
subscribers@nevadabusiness.com

Northern Nevada Advisory Board
Krys T. Bart • Reno Tahoe Airport Authority

Tom Clark • Holland & Hart, LLP
Lee Gibson • Regional Transportation Commission

Valerie Glenn • The Glenn Group
Rob Hooper • Northern Nevada Development Authority

Rick Gray • Fallon Convention and Tourism Authority
Patty Wade • Wade Consulting

Corporate Office
375 N. Stephanie St., Suite 2211 • Henderson, NV 89014

P (702) 735-7003 • F (702) 733-5953
Reno: P (775) 583-8113 

Volume 28 • No. 7
A division of Business Link, LLC

Web Site: www.nevadabusiness.com
Mobile: Download QR Reader and scan.

http://www.NevadaBusiness.com
mailto:lyle@nevadabusiness.com
mailto:lyle@nevadabusiness.com
mailto:connie@nevadabusiness.com
mailto:tarah@nevadabusiness.com
mailto:caitlin@nevadabusiness.com
mailto:ctucker@nevadabusiness.com
mailto:courtney@nevadabusiness.com
mailto:amanda@nevadabusiness.com
mailto:info@nevadabusiness.com
mailto:ben@nevadabusiness.com
mailto:rich@nevadabusiness.com
mailto:kendle@nevadabusiness.com
mailto:subscribers@nevadabusiness.com
http://www.nevadabusiness.com


4                                        July 2013

Web Site: www.nevadabusiness.com
Mobile: Download QR Reader and scan.

your message
amplify

Visit Us On...

BUSINESS
CONNECTION   PACKAGE

Connect to the Nevada Business Community.
Press Releases  |  Business Directory  |  Calendar

Sign Up Today! www.nevadabusiness.com/bcp
For more information, email ben@nevadabusiness.com

http://www.nevadabusiness.com/bcp
mailto:ben@nevadabusiness.com
https://www.facebook.com/NevadaBusinessMagazine?fref=ts
https://twitter.com/nvbizmag


www.NevadaBusiness.com6                                        March 2012

Contents

FEATURES
12 Credit Unions in Nevada • Doresa Banning

17 Industry Focus: Commercial Real Estate
44 Building Nevada: Finding Our Niche • Jennifer Rachel Baumer  
	 	 Distribution	Centers	in	Nevada

49 ReD Report
	 	 Tracking	Nevada’s	Deals

D
EP

A
RT

M
EN

T
S 4  Commentary • Lyle Brennan

37  Around the State

38  Face to Face
  Kyle McCann, CFP®, Theresa Fette, Glenn H. Truitt, Esq.

41  Power of Attorney • Bruce Leslie
  Mediation

42  Speaking For Nevada • Sen. Mark Hutchison
	 	 The	New	Business	of	Medical
	 	 Marijuana	in	Nevada

43  Tech.knowledge.me • Mike Bolognini
	 	 Closing	the	Digital	Divide

52  Commercial RE Report | Retail

53  Business Indicators

54  The Last Word
	 	 How	has	social	media	impacted	your	daily	life?

What	Happens	Here	Goes	Everywhere

C O V E R  S T O R Y

Made In Nevada

Story by:
Jennifer	Rachel	Baumer

Photo by:
Chris	Tucker

On The Cover (L to R):
Cary	Fisher
Fisher	Space	Pen

Story by:
Howard	Riell

Photo by:
Chris	Tucker

8

S P E C I A L  R E P O R T

CCIM
The	Art	of	the	Transaction

http://www.spacepen.com/
http://www.NevadaBusiness.com


July 2013                                        76                                        March 2012

“Thanks to financing from Bank of Nevada, we were able to build a 
larger facility to help more victims of domestic violence, child abuse 
and consumer fraud. Bank of Nevada continues to be a dedicated 

partner in our mission to serve those in need in our community.”
 

Barbara Buckley, Executive Director
Legal Aid Center of Southern Nevada

6/13 Bank of Nevada is an affiliate of Western Alliance Bancorporation702.248.4200

bankofnevada.com/LACSN
To read their story, visit
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merica	and	the	world	want	what	
Nevada’s	 got	 –	 and	 not	 just	
what’s	 on	 the	 Strip.	 Exports	
traveling	from	Nevada	to	points	
north,	south,	east	and	west	are	

growing	 healthily	 despite	 the	 lackadaisical	
economy. 
	 Bolstered	 by	 visionary	 entrepreneurs,	
a	solid	workforce,	smart	 tax	policies	and	a	
state	government	that	mostly	knows	when	to	
help	and	when	to	get	out	of	the	way,	the	world	
is	increasingly	calling	on	Nevada	companies	
to provide the products and services it needs 
and	wants.	
	 What	happens	here	isn’t	staying	here.
	 The	state’s	 total	exports	were	$10.2	bil-
lion	 last	year,	according	to	 the	Department	
of	Commerce.	In	all,	just	over	2,500	Nevada	
firms	exported	goods	and	services.	The	sin-
gle	 largest	export	market	 for	Nevada	firms	
remains	 Switzerland	 –	 credit	 the	 precious	
metals	trade	--	at	just	over	$3.7	billion.	India	
at	$1.8	billion,	Canada	at	$1.4	billion,	China	
at	$561	million	and	Mexico	at	$330	million	
follow	behind.

A

What 
Happens 
Here Goes 
Everywhere

– By Howard Riell
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all	U.S.	 exports	declined	during	 the	 same	
period.	 Even	 large	 volume	 export	 states	
such	 as	 Texas	 and	California	 (ranked	 9th	
and	28th	respectively)	haven’t	responded	as	
quickly	to	global	demand.
	 “Nevada’s	 ability	 to	 serve	 emerging	
markets	including	Brazil,	Russia,	India	and	
China	is	evident	in	the	800	percent	increase	
in exports collectively to these countries 
since	2001,”	the	report	noted.	“These	mar-
kets	 represent	 areas	 of	 significant	 growth	
potential	as	they	are	becoming	some	of	the	
world’s	best	customers.”	
	 Another	 conclusion	was	 that	 the	 state’s	
“outstanding”	tax	climate	is	“one	of	the	best	
reasons	to	do	business	in	the	state.”	This	tax	
structure	 “clearly	 distinguishes	 Nevada	 as	
offering	 a	 business	 environment	 very	 few	
states	can	match.	In	Nevada	there	is	no	cor-
porate income tax, no personal income tax, 
no franchise tax on income, no inheritance 
or	 gift	 tax,	 no	 unitary	 tax,	 no	 estate	 tax,	
competitive sales and property tax rates and 
minimal employer payroll tax.”

	 Mining	 minerals	 and	 precious	 metals,	
specifically	 gold	 and	 copper,	 remain	 the	
predominant	export,	according	to	Kris	San-
chez,	Director	of	International	Trade	for	the	
Governor’s	 Office	 of	 Economic	 Develop-
ment.	Following	right	behind	are	electronic	
machinery	 and	 sound	 equipment,	 as	 well	
as	a	number	of	more	specific	manufactured	
items:	 electronic	 integrated	 circuits,	 coin-
operated	games	and	equipment,	measuring	
and	 checking	 instruments	 and	 appliances.	
“Think	of	this	in	terms	of	our	gaming	manu-
facturers here in the state,” Sanchez says. 
“The	 component	 parts	 that	 they	 make	 for	
that	gaming	equipment	can	be	exported	and	
used in other types of products.”
	 According	to	data	from	the	U.S.	Census	
Bureau,	Foreign	Trade	Division,	top	exports	
to	Mexico	include	electronic	integrated	cir-
cuits,	coin/token	operated	games,	processors	
and controllers, civilian aircraft and motor 
vehicle	 parts	 and	 accessories.	 The	 state’s	
leading	exports	to	China	range	from	copper	
ores and concentrates to food preparation 

products.	Items	shipping	to	Canada	include	
electric	 plugs	 and	 sockets,	 prefabricated	
buildings	and	cyanides	and	cyanide	oxides.	
As	 for	 India,	 Nevada	 ships,	 in	 addition	 to	
gold,	products	like	dental	fittings,	parts	and	
accessories and rubies, sapphires, emeralds, 
syringes	and	jewelry	parts.	
	 According	 to	 the	 Center	 for	 Business	
and	 Economic	 Research	 at	 Indiana’s	 Ball	
State	University,	Nevada	ranks	first	among	
the	 50	 states	 in	 “export	 adaptability.”	Re-
searchers	found	that	Nevada	increased	ex-
ports in demand-dynamic sectors such as 
pharmaceuticals, chemicals, machinery, 
electrical	and	medical	products,	while	over-

Cover Story | Made In NevadaCover Story | Made In Nevada

Kris Sanchez
Governor’s Office of

Economic Development
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	 “The	increase	that	we	have	had	in	export-
ing	compared	to	other	states	 in	 the	nation?	
We	are	 in	 the	 top	 three,”	 says	Terry	Culp,	
Deputy	Director	of	Nevada	Industry	Excel-
lence,	which	has	offices	in	Carson	City	and	
Las	Vegas.	“Our	growth	in	exports	is	one	of	
the best in the nation.”
 While there are many factors that help 
accounts for that success, Culp explains, the 
largest	among	them	is	awareness.	“I	think	it’s	
an	improved	awareness	of	the	advantages	of	
exporting	that	we	have	been	able	to	achieve	
through	 our	 ExporTech	 program,	 and	 in	
coordination	with	 the	Governor’s	Office	of	
Economic	Development.”
	 Nevada	 Industry	 Excellence	 (formerly	
Management	 Assistance	 Partnership,	 or	
MAP)	 is	 Nevada’s	 manufacturing	 exten-
sion partnership under the U.S. Department 
of	 Commerce’s	 National	 Institute	 of	 Stan-
dards	and	Technology	(NIST)	Manufactur-
ing	 Extension	 Partnership	 program.	 Since	
1995,	it	has	provided	business	and	technical	
solutions	to	Nevada’s	industrial	community,	
offering	cost-effective	solutions	for	 top-line	
growth	 and	 operational	 efficiency	 to	 small	
and	medium-sized	manufacturing	business-
es,	and	the	mining	and	construction	industry.	
	 ExporTech	leads	companies	through	a	fa-
cilitated	process	that	prepares	them	for	profit-
able	growth	in	global	markets	in	a	variety	of	
ways,	including	providing	resources	that	help	
firms	move	from	planning	to	actual	sales	and	
payment	and	teaching	international	strategies	
and	success	factors	based	on	real-world	com-
pany	research.	A	great	deal	of	interest	on	the	
part	of	participating	firms	is	being	lavished	
on	Brazil,	Russia,	India	and	China.
	 According	to	Sanchez,	the	profile	of	Ne-
vada’s	exports	 is	shifting,	“and	the	way	it’s	
shifting	is	where	we	have	seen	the	growth.	
Mining	 has	 always	 been	 that	 predominant	
export.	Tourism	 is	considered	an	export	 as	
well.	 Behind	 those	 two	 we	 are	 seeing	 an	
increase	 in	measuring	equipment	and	elec-
tronic	equipment.	Those	of	course	are	very	
broad	 categories,	 but	 those	 are	 increasing,	
and	so	that	is	where	we’re	really	focused.”	
	 The	 increase	 has	 been	 a	 healthy	 one,	
Sanchez	adds.	“According	to	the	U.S.	Trade	
Administration,	there	were	11	states	that	had	
double-digit	growth	 in	overall	exports;	Ne-

vada	was	third	on	that	 list,	up	28	percent.”	
Only	New	Mexico	at	42	percent	and	Arkan-
sas	at	36	percent	did	better.
	 “We’re	 seeing	 those	 sub	categories	now	
enjoying	 pretty	 high	 growth,”	 Sanchez	
explains.	 Mining	 in	 general	 terms	 has	 in-
creased,	 and	 depending	 on	 our	 top	 trading	
partners	it	could	be	anywhere	from	a	1	per-
cent	to	7	percent	increase.	But	when	you	dig	
into these other types of products that are 
exported	we’re	seeing	300	percent	growth.”	
For	example,	in	2012	the	state	had	almost	400	
percent	growth	in	semi-trailers	and	road	trac-
tors	for	trailers	that	were	either	manufactured	
or	assembled	here.	“Aircraft	parts	is	another,	
in	which	we	saw	growth	of	50	percent.”	
	 Many	 of	 the	 components	 being	 turned	
out by companies across the state are to be 
found	nowhere	else,	Sanchez	notes.	“It	 just	
depends on the type of product. Many of the 
Nevada	companies	will	have	expertise	in	a	
specific	component.	I	wouldn’t	venture	to	say	
that	all	of	them	are	unique	to	Nevada.	I	would	
say that in certain types of products there is 
some	 expertise	 here	 that	makes	 them	very	
competitive	in	the	marketplace,	and	so	they	
are	able	to	capture	a	pretty	good	percentage	
of	the	market	in	which	they	participate.”

Mission

	 From	 2003	 to	 2012,	 Nevada’s	 exports	
to	China	have	risen	by	2,226	percent	(up	32	
percent	in	2012),	according	to	the	U.S.-China	
Business	Council.	The	largest	increases	were	
in	 electrical	 components	 (262	 percent),	 ag-
riculture	 exports	 (250	 percent)	 and	 digital	
automatic	 data	 processing	 (6,900	 percent).	
Indeed,	Nevada	is	one	of	only	12	states	that	
more than doubled their exports to China 
since	2009.

Cover Story | Made In Nevada

Terry Culp
Nevada Industry
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Feature Story

uring	 the	 recession,	 Nevada’s	
Boulder	 Dam	 Credit	 Union	
(BDCU)	 moved	 from	 the	
black	 into	 the	 red,	 primarily	
due	 to	 loan	 losses,	 said	Presi-

dent	 and	CEO	Eric	Estes.	 It	weathered	
the	financial	decline	by	shrinking	assets	
and shares. After three and a half years 
in the doldrums, the credit union’s health 
began	 to	 turn	 around.	 BDCU	 now	 has	
been	profitable	for	about	18	months,	re-
markably	so	in	2013.	Today,	it	is	19,000	
members	strong	with	$470	million	in	to-
tal assets but still on the mend.
	 “We	 feel	 like	we’re	at	a	point	 in	 the	
economy	and	recovery	that	we	don’t	need	
to	 make	 any	 further	 cuts,”	 Estes	 said.	
“We’re	 not	 introducing	 a	 tremendous	

D
By Doresa Banning

Credit  
Unions
They’re Coming Back
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	 Consequently,	capital	dropped	so	much	
for	more	 than	a	handful	of	Nevada	credit	
unions	that	they	had	to	merge	with	larger,	
healthier ones. Mountain America Credit 
Union	and	America	First,	both	headquar-
tered	 in	 Utah,	 are	 two	 out-of-state	 credit	
unions	 that	 absorbed	 some	 of	 Nevada’s	
smaller,	struggling	ones	during	that	period.
	 “The	years	2009,	2010	and	2011	were	rough	
for	everyone,”	Barker	said.	“It	was	tough.”

amount	of	new	products	until	we	see	fi-
nancial stability continue to improve.”
	 BDCU’s	experience	is	a	common	one	
among	 the	 Silver	 State’s	 credit	 unions.	
All	were	 hard	 hit	 during	 the	 economic	
downturn,	 but	 unlike	 the	 one	 serving	
Boulder	 City,	 not	 all	 survived.	 Those	
that	 did,	 however,	 are	 much	 smaller,	
with	fewer	members,	and	most,	too,	have	
reversed	 course	 and	 slowly	 are	 regain-
ing	their	pre-2009	strength.	
	 “Nevada’s	 credit	 unions	 are	 defi-
nitely	on	the	upswing,”	said	Brit	Barker,	
regional	(Western	states)	vice	president	
of	 CU	 Direct	 Corp.	 “They’ve	 weath-
ered	the	storm	and	are	coming	out	of	it,	
leaner,	meaner,	 stronger.”	CU	Direct	 is	
a	credit	union	service	organization	that	
works	 with	 18	 Nevada	 credit	 unions,	
providing	 lending	 services	 and	 lending	
solutions.

The Bleak Past

	 Once	the	recession	hit,	Nevada	credit	
union	 membership	 began	 dwindling	
due	to	people	relocating	out	of	state,	fil-
ing	bankruptcy	or	moving	 their	money	
to	 investment	 vehicles	 offering	 returns	
greater	 than	 the	 low	interest	 rates.	One	
Nevada	Credit	Union,	 for	example,	had	
about	80,000	members	at	 its	pre-reces-
sion	peak;	today	that	number	is	75,277,	
said	Brad	Beal,	president	and	CEO.	One	
Nevada	 has	 $704	 million	 in	 total	 as-
sets,	17	branches	and	serves	residents	of	
Clark,	Washoe	and	Nye	counties.		
	 Numerous	 customers	 stopped	 mak-
ing	 payments	 on	 their	 real	 estate	 and	
other	loans,	and	credit	unions	were	stuck	
with	 the	 balances.	 Account	 delinquen-
cies	 and	 charge-offs	 became	 the	norm,	
and	took	their	toll	financially.	Pre-reces-

sion,	One	Nevada’s	delinquency	 rate	 in	
its consumer and residential loan port-
folios	was	just	under	1	percent,	but	dur-
ing	the	recession,	it	reached	about	5	to	6	
percent,	Beal	said.	
	 In	 response	 to	 delinquencies,	 many	
credit unions drastically reduced the 
number	 of	 new	 loans	 they	 did;	 some	
even	 halted	 certain	 lending	 programs	
altogether.		
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Today’s Trends

	 Many	 Nevada	 credit	 unions	 are	
garnering	 profits,	 a	 welcome	 trend.	
Clark	 County	 Credit	 Union	 (CCCU),	
for	 instance,	 posted	 $2.7	 million	 in	
net	income	in	the	first	quarter	of	2013,	
continuing	 a	 string	 of	 profitable	 quar-
ters	 since	 December	 2010	 and	 mark-
ing	 CCCU’s	 best	 quarter	 since	 2007.	
This	credit	union,	which	serves	33,000	
members	 in	 Clark	 County,	 has	 $496	
million in assets and four branches. 
	 “It	 feels	 good	 to	 have	 some	 prof-
itability	 again,”	 said	 Wayne	 Tew.	
“That’s	 new.	 The	 trending	
just	 continues.	 It’s	 almost	
back	 to	what	 life	 seemed	 to	
be here before the recession 
hit.”	 Tew	 is	 the	 president	
and	CEO	 of	 CCCU	 and	 the	
board	 chairman	 of	 the	 Ne-
vada	 Credit	 Union	 League,	
a trade association for credit 
unions	 in	 the	 state,	 which	
provides	 advocacy,	 regula-
tory support and some edu-
cational	training.	
	 Also	 gaining	 traction	 is	
loan	 volumes.	 For	 the	 first	
time in six years, CCCU had positive 
growth	in	May,	April	and	March	in	all	
of the loan types it offers. Its current 
focus is on auto and real estate loans, 
which	are	in	greatest	demand.	About	50	
percent	of	the	loans	it’s	doing	are	auto	
loans.	“We	have	to	keep	a	balanced	ap-
proach,”	 Tew	 said.	 “We	 don’t	 want	 a	
lot	 of	 long-term	 loans	on	 the	books	 at	
these interest rates.”
	 While	 BDCU’s	 loan	 demand	 has	
increased	and	been	strong,	 the	new	fi-
nancings	 it’s	 doing	 still	 are	 offsetting	
those	getting	paid	down	or	charged	off.	
	 “We’re	 hoping	 to	 get	 over	 that	
next	 hurdle,	 where	 we	 can	 experience	
net	 loan	 growth	 here,	 in	 the	 next	 12	
months,”	Estes	said.	
	 In	 terms	 of	 auto	 loans	 alone,	 Ne-
vada’s	 credit	 unions	 handled	 about	 15	
percent	of	them	in	2008,	Barker	said.	In	

the	 three	 subsequent	 years,	 that	 share	
dropped	 to	 6	 or	 7	 percent.	 That	 drop	
has reversed and today, credit unions 
are responsible for about 10 percent of 
auto loans. As of May 2013, auto loans 
by	 Nevada	 credit	 unions	 were	 up	 84	
percent	 year	 over	 year	 and,	 excluding	

Mountain	America	and	America	First,	
they	were	 up	 70	 percent.	 The	 trend	 is	
expected to continue, particularly as 
Nevada	car	sales	 in	general	are	on	 the	
rise. About 31,000 more vehicles sold in 
2012	 (429,387)	 than	 in	2011	 (397,724),	
according	to	CU	Direct	data.
	 Those	margins	are	getting	bigger	and	
bigger	 and	 bigger,”	 said	 Lenox	 Finlin-
son,	CU	Direct	Corp.’s	regional	director	
who	covers	the	mountain	states.	

	 More	and	more	Nevada	credit	unions	
are	offering	or	plan	to	offer	retail	loans,	
any	 point-of-sale	 financing	 such	 as	 for	
new	 appliances.	 Retail	 loans	 address	
members’ needs, expand the credit 
unions’ portfolios and boost member-
ship	growth,	Finlinson	said.
	 Residential	real	estate	loans	are	pick-
ing	up	 too,	as	more	people	are	 looking	
for homes. Unfortunately, inventory 
of	 resale	 homes	 is	 low,	 particularly	 in	
Southern	 Nevada,	 which	 is	 hampering	
potential	mortgage	growth.
	 Mobile	banking	is	hot,	and	more	and	
more	 credit	 unions	 are	 adding	 these	
types	 of	 services,	 which	 allow	 mem-

bers to perform transactions 
via their smartphones, such 
as	paying	bills	and	depositing	
checks.	 CCCU,	 One	 Nevada	
and	BDCU	all	offer	some	mo-
bile	banking	features.
	 “Mobile	 banking	 is	
probably	 being	 implement-
ed at a faster pace than any 
other	 delivery	 channel	 we’ve	
ever seen, faster than home 
banking	 and	 faster	 than	 deb-
it	 cards,”	 Tew	 said.	 “It	 has	 a	
very	rapid	growth	curve.”

Current
Challenges

	 The	 single	 biggest	 challenge	 the	
state’s credit unions face and must pre-
pare	for,	Estes	said,	is	interest	rate	risk.	
An increase in interest rates is inevita-
ble;	 it’s	a	matter	of	when	and	how	fast,	
he added. 
	 “If	 inflation	 starts	 to	 spike	 or	 the	
economy improves substantially so that 
rates	move	quickly,	financial	institutions	
will	be	caught	in	a	difficult	interest	rate	
scenario,”	Estes	said.
	 Another	 unknown	 of	 concern,	 the	
greatest	regulatory	risk,	Tew	said,	is	how	
new	potential	rules	imposed	by	the	Con-
sumer	 Financial	 Protection	 Bureau	 will	
affect	credit	unions.	Currently,	the	agen-
cy	is	working	on	mortgage	guidelines	and	
broaching	overdraft	protection.
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	 “This	 could	 be	 a	 very	 interesting	 al-
teration	 in	 the	 regulation	 landscape	over	
the	next	several	years,”	Tew	said.
	 Dealing	 with	 other	 regulations	 re-
mains	an	ongoing	challenge,	too.	For	in-
stance,	One	Nevada	likely	will	discontin-
ue its overseas funds transfer service due 
to	 related,	 newly	 adopted	 requirements,	
Beal	 said.	 It	may	 also	 offer	 fewer	mort-
gages	to	members	due	to	new	regulations	
slated	to	take	effect	in	2014.
	 “The	 rapid	 expansion	 of	 regulations,	
covering	everything	from	lending	to	han-
dling	 cash	 deposits	 to	 wire	 transfers	 of	
funds	 and	 just	 about	 every	 other	 aspect	
of our business, continues to increase our 
costs and complicate matters for consum-
ers,”	Beal	said.
	 About	 every	month,	 Tew	 said,	 credit	
unions	are	having	to	modify	their	real	es-
tate	documents,	with	a	new	disclosure	or	
some	other	change.	
	 “We	just	have	 to	adapt	as	we	go,”	he	
added.	 “It	 really	 has	 become	 where	 the	
changes	are	almost	ubiquitous.”
	 The	 threat	 of	 Congress	 rewriting	
the	 tax	 code	 (it’s	 been	 talked	 about	 this	
year)	has	Nevada’s	credit	unions	worried	
as	 well.	 The	 federal	 government	 could,	
at	 that	 time,	 look	 to	 and	 require	 credit	
unions to pay additional revenue irre-
spective	of	 their	nonprofit	structure.	The	
Credit	 Union	 National	 Association	 and	
its	credit	union	constituents	are	 taking	a	
proactive	 approach	 with	 the	 campaign,	
“Don’t	Tax	My	Credit	Union!”	which	in-
cludes	educating	members.	
	 “If	there	is	a	bipartisan	discussion	tak-
ing	 place,	 we	 have	 to	 take	 it	 seriously,”	
Estes	said.
	 In	 terms	 of	 operations,	 it’s	 difficult	
for the Silver State’s credit unions to 
gain	market	 share,	 Tew	 said.	 As	 people	
become	more	reliant	on	mobile	banking,	
they	 perceive	 the	 prospect	 of	 changing	
financial	 institutions	 as	 more	 and	 more	
laborious,	between	online	bill	pay	and	au-
tomatic	deposits	to	new	account	numbers	
and	mobile	 phone	 settings.	At	 the	 same	
time, many of the state’s credit unions 
aren’t	as	focused	on	growing	as	they	are	
on	continued	financial	recovery.	

	 “More	 institutions	 are	 trying	 to	 heal	
from	the	damage	done	to	the	economy	and	
strength	of	 the	balance	 sheet	over	 the	 last	
six	years,”	Tew	said.	“That	will	change	this	
year	as	people	see	profitability	come	back,	
and	then	they’ll	progress	with	their	plans.”
	 A	nationwide	survey	of	credit	union	ex-
ecutives	earlier	this	year	by	TransUnion,	the	
global	 credit	 information	 and	 information	
management	 services	 company,	 revealed	
loan	 growth	 was	 their	 biggest	 challenge.	
The	same	is	true	for	Nevada’s	credit	unions,	
even	 though	 for	 many	 loan	 totals	 are	 in-
creasing.	Unemployment,	of	9.6	percent	 in	
May	2013	and	the	shortage	of	resale	home	
inventory	are	keeping	people	from	pursuing	
loans.	One	Nevada,	whose	loan	delinquency	

rate	has	recovered	from	a	high	of	5	to	6	per-
cent	to	now	just	over	1	percent,	is	tackling	
loan	growth	through	heavy	marketing	of	its	
consumer and residential real estate loans 
through	 mostly	 direct	 mail,	 e-mail,	 radio	
and	billboards,	Beal	said.	
 Despite the hurdles, optimism for the 
future	abounds	at	Nevada’s	credit	unions.	
The	worst	 seems	 to	 be	 in	 the	 past,	 Tew	
said,	and	there	still	is	work	to	do,	but	the	
survivors	likely	will	fare	well.
	 “Nevada’s	credit	unions	in	general	are	do-
ing	great,”	Barker	said.	“We’re	excited	and	con-
fident	that	the	trend	is	going	to	continue.”

Wayne Tew
Clark County
Credit Union

The Nevada Department of Education 
has launched a statewide school 
ranking system.  The system will 
track growth in the state’s districts 
and provide uniformity.  The ranking 
system is partially modeled on the one 
instituted by the Clark County School 
District in recent years.
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its office, industrial or retail, is very 
strong.	 We’re	 seeing	 prices	 that	 are	
comparable	to	the	peak	of	the	market,	
which	is	a	good	sign.	We’re	bringing	in	
a	lot	of	money	from	out-of-state	where	
those	 markets	 are	 even	 more	 expen-
sive.	 I	view	it	as	a	 trickle	down	effect	
and	 it’s	 benefiting	 the	 Las	 Vegas	 in-
vestment	market.	The	nice	thing	about	
Las	Vegas,	versus	some	of	the	other	re-
gional	markets	that	I	work	in,	is	every	
investor	 has	 an	 appetite,	 whether	 it’s	
for	 distress	 or	 for	 stability.	 In	 Vegas,	
you	 can	 get	 whatever	 you	 want	 right	
now.	The	bigger	issue	in	for	sale	prod-
ucts	is,	there’s	just	not	enough	of	it.	It’s	
a	good	thing,	but	the	market	has	a	long	
ways	to	go.	
Tiah Brooks: There	 is	 huge	 interest	
in	 the	 Vegas	 market,	 there’s	 just	 not	
enough	product	to	get	for	these	people	
that	are	 trying	 to	buy	on	 the	commer-
cial side. On the land part of it there is 
seller’s	 remorse	 again.	 We’re	 hearing	
that	we	could	have	gotten	more,	some-
one	sold	it	two-months	ago	could	have	
gotten	more	today	if	they	waited.
Jim Tainter:	From	a	tenant’s	standpoint,	
the	 small	 tenant	 is	 starting	 to	 come	
back	into	the	market	in	droves.	For	the	
small	 business	 that	 hangs	 the	 shingle	
out and lives the American dream, this 
seems	to	be	one	of	the	ground	zeros	for	
that.	 The	whole	 town	 seems	 to	 be	 set	
up for that, almost to the point that it’s 
blurring	a	 line	between	 industrial	and	
retail.	We	 have	 seen	 a	 significant	 ab-
sorption of our portfolio. [In] the last 
two	years	I’ve	absorbed	positively	over	
225,000	SF.	In	a	time	when	the	market	
is	negative	or	[has]	no	absorption,	I’ve	
already	had	200,000	SF	in	six-months	
this	year.	That’s	been	our	indicator	that	
people	are	feeling	better	about	coming	
into	the	market.	We’re	slowly	but	sure-
ly	coming	out	of	what	 I’ll	call	 the	era	
of profit-less prosperity and everyone 
is	 starting	 to	 feel	 a	 little	 better	 about	
that. 
Thomas Powell: On the flex space, 
light	 industrial,	 we’ve	 just	 recently	
financed	 for	 outside	market	 people	 to	

t’s	 likely	 that	no	 industry	has	 felt	
the	 recession	 as	 strongly	 as	 the	
commercial real estate industry.  
Yet,	 industry	 experts	 are	 begin-
ning	to	see	an	uptick	in	the	previ-

ously	 challenged	 market.	 	 Executives	
representing	 commercial	 real	 estate	
interests	recently	met	at	the	Las	Vegas	
offices of Stable Development to dis-
cuss	the	market.
	 Connie	 Brennan,	 publisher	 of	Nevada 
Business Magazine, served as moderator 
for	 the	 event.	 	 These	 monthly	 meetings	
are	 designed	 to	 bring	 leaders	 together	 to	
discuss issues relevant to their industries.  
Following	 is	 a	 condensed	 version	 of	 the	
roundtable discussion.

How are
Nevada’s 
commercial real 
estate sectors 
faring?
Mike Mixer:	 The	 three	 main	 groups	
for	Las	Vegas	are	industrial,	office	and	
retail.	 Our	 industrial	 market	 is	 twice	
as	 big	 as	 the	 office	 and	 retail	 mar-
kets.	We	 have	 over	 a	 hundred-million	
square	 feet	 of	 industrial.	 Industrial	 is	

I
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doing	the	best,	in	terms	of	vacancy	and	
rate	 stability;	 retail	 is	 probably	 in	 the	
middle	and	in	office,	we’re	still	seeing	
some	 rate	 declines	 and	 high	 vacancy.	
Spreading	 out	 the	 rest	 of	 the	 market-
place, multi-family is a hot commodity 
[with]	 lots	of	demand	but	not	as	much	
product.	Our	 land	market	has	recently	
become more robust as the home build-
ers	 have	 come	back.	 I	 like	 to	 say	 that	
our	market	 is	on	sale	right	now,	 it	de-
pends	on	what	perspective	you’re	look-
ing	at	it	from.	If	you’re	a	buyer	coming	
into	 this	 market,	 you’re	 going	 to	 see	
value in respect to comparative mar-
kets	 around	 Las	 Vegas.	 Los	 Angeles,	
San	 Francisco	 and	 New	 York,	 all	 the	
main	coastal	and	bigger	cities	are	back	
to	near	peak	levels	and	above	in	some	
cases.	From	a	peak	values	perspective,	
Las	 Vegas	 is	 still	 very	 far	 below	 our	
peak	values.	
Richard Bird: [On] the investment 
side,	 there	 is	 a	 big	 demand	 in	 apart-
ments.	That’s	definitely	come	back,	es-
pecially	Class	“A”	apartments.	 [Class]	
“B”	and	“C”	apartments	are	still	strug-
gling.	There	still	seems	to	be	a	lack	of	
interest	from	investors	in	“B”	and	“C”	
products	 in	 the	rougher	parts	of	 town.		
Single	 tenant,	 net	 leased,	 whether	
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buy	those.	They’ve	repositioned	the	as-
set	and	filled	up	with	tenants.	
Kurt Goebel:  We’ve seen an increase 
over the last year as far as the volume 
of	due	diligence	requests	that	are	com-
ing	 in	 and	 a	 lot	 of	 those	 are	 coming	
in	through	the	bank.	One	encouraging	
sign	 from	us	 is	 a	 lot	 less	 of	 those	 are	
foreclosures.	 A	 lot	 of	 those	 are	 just	
regular	refinance	or	new	finance	deals,	
they’re	 not	 foreclosures,	 which	 is	 all	
[we’ve	seen]	for	a	couple	of	years.

How confident 
are you in this 
recovery?
Scott Voltz:	My	clients	are	really	wor-
ried	 about	 how	 fragile	 this	 recovery	
may	 be.	 They’re	 wondering	 whether	
it’s	 related	 to	 all	 the	 quantitative	 eas-
ing	in	the	money	that’s	given	into	real	
estate	and	investments	right	now,	or	is	
this	a	real	recovery	that’s	going	to	end	
up	bringing	up	 the	 real	 estate	market.	
There	 is	 some	 concern	 about	 the	 sus-
tainability	of	what’s	happening	now.	
Mixer: Interest rates are on everyone’s 
radar because they affect evaluations 
which	affect	prices	 that	 folks	can	buy	
or pay for commercial real estate.  De-
pending	 on	 which	 side	 of	 the	 fence	
you’re	 looking	 on,	 there	 could	 be	 a	
bubble	 coming	 that	might	 level	 off	 or	
we	could	be	ranking	up	for	a	while.	It’s	
something	 we	 talk	 about	 constantly	
and	 we’re	 trying	 to	 put	 our	 finger	 on	
the pulse. 
Jeff Ehret:	One	thing	that	would	tem-
per	 the	 boom	 going	 forward,	 if	 you	
think	 back	 historically	 on	 the	 booms	
we’ve	 had,	 so	much	has	 been	because	
of	 investments	 on	 the	Strip.	 	The	 rate	
of investment on the Strip, compared 
to	what	it	was	over	the	last	decade	and	
going	back	to	the	90’s,	won’t	remotely	
resemble	what	it	has	been.	That	portion	
of	 investment,	which	would	 fuel	 a	 lot	
of commercial development off Strip, 
won’t	be	there,	or	not	to	the	extent	that	
it	was.

They’re	able	to	lend	a	little	bit	more	on	
the real estate side, but they need yield. 
As	rates	start	pushing	up	they’re	going	
to	get	compressed	on	their	margins	that	
they	 have	 to	 make.	 They	 have	 short-
term loans and short-term deposits out, 
but	as	those	deposits	start	costing	them	
more	money,	both	from	the	Fed	and	the	
depositors,	they’re	going	to	have	to	find	
loans	to	make.	

Are banks becoming 
more generous 
with lending on 
commercial real 
estate projects?
Powell:	Both	sets	of	balance	sheets	have	
cleaned	up	a	little	bit	and	the	banks	have	
gotten	a	lot	of	their	assets	off	the	books.	
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Lance Bradford: Appraisals	were	an	issue	
during	 the	five-year	period	because	banks	
wanted	 to	 loan	 money,	 but	 they	 couldn’t	
get	evaluation	from	an	appraisal	that	would	
meet	 the	 requirement	 of	 the	 developer	 or	
the	borrower.	The	appraisers	were	stuck	be-
cause	of	the	influx	of	the	foreclosures	and	
the	 problems	 of	 the	 recession.	 They	were	
stuck	with	a	mix	bringing	down	the	prices	
of	a	standard	deal	and	you	couldn’t	get	an	
appraisal	to	get	the	monies	you	needed	from	
the	bank.	That’s	changing	now	because	the	
appraisals	are	getting	better	and	a	lot	more	
of	 that	foreclosure	activity	has	flushed	out	
of	the	commercial	sector.	You’re	starting	to	
see	better	appraisals	that	can	get	deals	done.	
Voltz:	The	appraisals	are	a	reflection	of	the	
market.	You	say	better	appraisals,	but	I	think	
the	appraisals	were	already	great.	There	was	
just	a	dichotomy	between	reality	and	expec-
tations	on	a	lot	of	the	lenders	parts.	I	work	
with	more	of	the	Class	“B”	and	“C”	type	of	
[deals]	with	the	smaller	lender	and	the	“mom	
and	pop”	 type	 of	 owners.	There’s	 still	 dif-
ficulty	getting	money	for	those	people.	The	
SBA	504	program	has	been	a	disaster	over	
the last several months and that’s really hurt 
a	lot	of	people.		The	regulators	are	still	con-
trolling	the	banks	and	we	have	a	lot	of	small	
community	banks	that	are	zombie	banks.	I	
call	 them	 the	 walking	 dead	 because	 they	
can’t	make	a	loan.	Their	balance	sheets	are	
not	good	enough	yet.	They’re	being	 forced	
into	mergers	and	that’s	having	a	chilling	ef-
fect	on	what	happens	below	the	surface.	
Mason Gorda:	The	one	thing	that	I’m	see-
ing	now	is	a	tremendous	amount	of	private	
money	 looking	 for	places	 to	 land.	There’s	
a	great	deal	of	pressure	on	us	to	find	them	
quality	projects	to	invest	in.	It’s	the	first	time	
in	years	I’ve	been	in	the	position	where	the	
banks,	or	 the	private	money,	has	put	pres-
sure	on	us	to	help	them	find	projects.

What markets
are strongest
right now?
Bradford: 	 We’ve	 seen	 significant	 in-
crease	 in	 absorption	 in	 the	 last	 6-12	
months	 in	 professional	 office	 space,	

especially	 in	 the	medical	 office	 space.	
Besides	 the	 value	 benefit	 that	 Mike	
[Mixer]	talked	about	earlier,	particular-
ly	in	the	markets,	there	are	some	really	
interesting	 things	 happening	 that	 spe-
cifically	help	Las	Vegas;		one	being	the	
medical	 industry	 and	what’s	 happened	
with	Obamacare.	There	are	a	lot	of	situ-
ations	with	 accountable	 care	 organiza-
tions	(ACO’s)	which	are	 increasing	 the	
need	for	space	to	deal	with	the	33	mil-
lion	 patients	 that	 are	 coming	 forward.	
These	 ACO	 groupings	 are	 starting	 to	
reposition	 how	 doctors	 work	 together,	
which	 is	 helping	 the	 medical	 office	
space	 significantly.	 	 Even	 on	 the	 sales	
side, there’s not a lot of opportunity in 
medical	 office	 for	 good	purchases.	We	
get	 calls	 here,	 probably	 once	 a	month,	
from	 new	 buyers	 looking	 at	 some	 of	
our	office	buildings	and	for	four-and-a-
half	years	we	didn’t	get	one	call,	so	the	
Obamacare	is	helping	a	lot.	The	second	
issue is the increase in income taxes. 
When	 you	 see	 what	 happened	 feder-
ally and, on top of that, California had 
a 30 percent increase in their tax rates. 
You’re	going	to	see	a	significant	flow	of	
people	moving	 from	Southern	Califor-
nia	to	Las	Vegas	again.	
Kevin Burke:	We’re	seeing	some	legs	in	
the	senior	care	market,	whether	it’s	in	as-

sisted	living,	skilled	care	or	senior	hous-
ing.	Nevada	is	a	prime	state	for	that	con-
tinued	growth	 in	 the	senior	market,	be-
cause	there’s	no	question	with	the	whole	
onslaught,	it’s	called	the	Silver	Tsunami,	
of	all	the	baby	boomers	retiring.	[They]	
have	 to	go	 somewhere,	we	have	a	great	
valley	to	offer.	From	housing,	low	taxes	
and	 great	 weather,	 we’re	 right	 back	 to	
where	we	were	10	years	ago	making	that	
claim.	When	 the	 housing	 started	 to	 re-
ally	take	off	it	was	a	hard	to	attract	some	
of	the	seniors	and	that’s	starting	to	come	
back.	We’re	seeing	that	in	our	market.
Ehret:	Timeshares	are	definitely	coming	
back	near	and	off	the	Strip.
Mixer:	We’re	starting	to	see	some	resort	
tourism	 growth.	 There	 are	 arenas	 and	
new	 hotels	 planned	 and	 high-end	 Strip	
retail	projects	that	have	been	built	or	are	
being	built.		

What indicators 
are there that the 
market is getting 
stronger?
Gregory Blackburn:	A	year	 or	 two	 ago	
it	was	[local]	businesses	downsizing	and	
moving	to	cheaper	rent	and	smaller	build-
ings.	Any	commercial	growth	we	had	on	
numbers	wasn’t	growth,	it	was	downsize	
at	best.	We’re	now	seeing	it	the	other	way	
around	[with]	companies	coming	in	from	
out	 of	 town,	 ground-up	 buildings	 and	
also	change	of	occupancy	to	industrial	or	
a	 type	of	 unique	 industrial	 or	manufac-
turing.	 	All	 throughout	 the	valley	we’re	
seeing	 that	 the	 trend	 is	up.	The	residen-
tial	market	 is	 also	 an	 indicator	 that	 the	
economy	is	good.	We	had	a	false	benefit	
with	all	the	vacant	lots	that	were	finished	
where	all	 the	infrastructures	end.	It	was	
quick,	easy	money	and	no	long	term	in-
vestment	on	the	development.	Those	are	
almost	gone	now.	We	had	a	bubble,	resi-
dential	 is	 down	 in	 some	 areas,	 but	 land	
development,	grading	and	infrastructure	
is	 considerably	 up.	 Throughout	 the	 val-
ley, one end to the other is the same.
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Around the State

AlphaVu Launches Nevada 
Operations
AlphaVu	LLC,	a	Washington,	DC	company	 that	
provides	 data	mining	 and	 target	messaging,	 has	
established	 a	 Las	 Vegas	 branch.	 The	 Nevada	
arm	 will	 serve	 as	 the	 operational	 base	 for	 the	
company’s	 growth	 into	 the	 southwest	 region.		
AlphaVu-Nevada	will	open	its	doors	next	month	
in	 the	 Howard	 Hughes	 Center.	 	 The	 company	
serves corporate, issue advocacy and political 
organizations	by	mining	Internet	and	proprietary	
data	 systems	 for	 competitive	 intelligence	 and	
strategic	analysis.

HealthCare Partners Nevada Acquires 
Nevada Cancer Centers
HealthCare	 Partners	 Nevada,	 a	 physician-run	 network	 of	 healthcare	
providers,	 has	 acquired	 Nevada	 Cancer	 Centers.	 	 Nevada	 Cancer	 Centers	
has	been	in	Southern	Nevada	for	39	years	and	has	four	locations	in	the	area.		
The	 acquisition	 creates	 a	 new	 division,	 the	 HealthCare	 Partners	 Medical	
Group	Oncology/Hematology	division.		This	is	the	second	acquisition	for	the	
company this year.

Switch SUPERNAP Named Registered Hosting Center
by Nevada Gaming Commission
Switch	SUPERNAP	has	been	named	as	the	first	and	only	registered	hosting	center	for	online	gaming	by	the	Nevada	
Gaming	Commission	(NGC).		The	registration	comes	after	NGC	inspected	the	facilities	and	determined	that	the	center	
met	the	stringent	requirements	necessary	to	act	as	an	official	hosting	center	for	mission	critical	gaming	data.	

Overall Homeowners Fare Well in Legislature
According	 to	 the	Nevada	Association	of	Realtors	 (NVAR),	homeowners	 fared	well	
in	 the	2013	session	of	 the	Nevada	Legislature.	 	For	example,	AB300,	a	bill	dealing	

with	 foreclosure	 issues	 passed	 unanimously	 by	 the	 state	 Senate	 and	 Assembly	
and	was	signed	into	law	by	Gov.	Brian	Sandoval.		NVAR	leadership	noted	

that	 information	from	recent	 reports	 released	by	 the	organization	were	
included	in	some	of	the	laws	passed	this	session.

NV Energy Acquired by MidAmerican 
Energy Holdings Company
NV	 Energy	 has	 announced	 its	 acquisition	 by	 MidAmerican	 Energy	
Holdings	 Company,	 a	 subsidiary	 of	 Berkshire	 Hathaway.	 	 Under	 the	
terms	 of	 the	 agreement,	MidAmerican	will	 purchase	 the	 outstanding	
shares	of	NV	Energy’s	common	stock	for	$23.75	per	share	in	cash.		The	
transaction	has	an	enterprise	value	of	approximately	$10	billion	and	is	
expected	to	be	completed	in	the	first	quarter	of	next	year.		NV	Energy	
will	 operate	 as	 a	 separate	 corporate	 subsidiary	of	
Mid American under its current name and 
will	 continue	 to	 be	 headquartered	 in	
Nevada.
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What would you want your legacy for 
future generations to be?
I would like to leave behind not just a 
practice, but a way to practice law. We 
have a fundamental obligation to use 
our abilities and education to help those 
unable to help themselves—and we 
can and must do a better job. I would 
like to inspire the notion that being an 
attorney is about service before it is about 
luxury. One of the great tragedies of the 
modern practice is the elimination of 
creativity from it. I would like to empower 
young attorneys to be creative and 
inspired in their work, and to eliminate 
the misconception that a long-tenured 
practice is necessarily a good practice.

What is the best perk of your career?
There is no greater thrill than the 
opportunity to lead a team of intelligent, 
aggressive and creative attorneys, and 
professional legal staffers. The energy 
created by talented people, working 
together, is the kind of thing that makes 
the long hours and short weekends well 
worth it. Additionally, being able to shake 
hands with a client who really didn’t 
think they had a way out, and to see real, 
heartfelt gratitude in their eyes is a far 
greater reward than the fees they paid.

Kyle
McCann, CFP®

Theresa
Fette
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Truitt, Esq.

Reno Las VegasLas Vegas
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How did you first get into
your profession?
My love for finance and the stock 
market began in high school. We 
played a virtual stock market game in 
a math class and I was hooked and 
I knew that this would be my career. 
After graduating college I took my 
first job in the industry with Fidelity 
Investments. After a few years in the 
industry, I discovered my attraction to 
the planning side of finance and that 
is what lead me to become a certified 
financial planner professional.

What do you like most and least 
about your industry?
The thing I like most is being a 
problem solver. No two clients 
are the same, so every day is 
different. Everyone’s situation and 
circumstances are different so there 
is no “one size fits all” approach. 
The thing I like the least about the 
financial services industry is that we 
are dealing with things outside of 
our control (i.e. stock market).  We 
have to model on assumptions and 
that is where it is tricky. There are no 
guarantees and that is sometimes 
hard for clients to overcome.

What would you want your legacy 
to future generations to be?
My legacy is to leave behind a 
legacy of clients who feel that we 
provided a valued service and did 
it with their best interests always 
in mind.  It is also very important 
for me to leave behind a legacy 
of employees, my team, who 
feel empowered to dream, but 
more importantly … take action.  
“Ambition is not what a man would 
do, but what a man does, for 
ambition without action is fantasy.” 
–Bryant H. McGill.

If you had to choose another 
profession, what would it be?  Why?
I would be a teacher.  Throughout 
my life, it was my teachers who told 
me I was special, who made me 
feel as though I could take over the 
world.  I want to inspire the youth of 
tomorrow to do the same.  

What is the biggest challenge your 
industry is facing?
Self-directed IRAs have existed for 
the last 40 years, but only 2 percent 
of the population even knows you 
can have one.

Face to Face | Movers & Shakers

http://www.NevadaBusiness.com
http://www.prutzmanwm.com/
http://www.trustprovident.com/
http://www.halfpricelawyers.com/
http://www.nevadabusiness.com/2013/07/kyle-mccann-cfp-prutzman-wealth-management/?utm_source=App&utm_medium=App&utm_campaign=July+2013+App
http://www.nevadabusiness.com/2013/07/theresa-fette-provident-trust-group/?utm_source=App&utm_medium=App&utm_campaign=July+2013+App
http://www.nevadabusiness.com/2013/07/glenn-h-truitt-esq-half-price-lawyers/?utm_source=App&utm_medium=App&utm_campaign=July+2013+App


38                                        July 2013

Search “Nevada Business Magazine” in the App Store.

download to 
your iPad or 
iPhone now!

We've   gone
digital!

July 2013                                        39

	 Sanchez	and	colleagues	 led	a	 trade	del-
egation	 to	China	on	June	15th.	Among	 the	
things	they	specifically	looked	at	in	China’s	
southern	region	is	electronics	manufacturers.	
“We	are	trying	to	get	them	to	consider	Las	
Vegas	 for	many	different	 reasons	 --	one	of	
which	is	the	foreign	trade	zone	that	is	here	--	
and to manufacture some of the components 
they produce here in the state.”
	 The	foreign	trade	zones	in	Las	Vegas	and	
Reno,	of	course,	allow	firms	to	bring	foreign	
goods	 or	 raw	 materials	 for	 manufacturing	
and/or	 assembling	 into	 the	 United	 States	
without	formal	customs	entry	or	payment	of	
customs	duties	and	government	excise	taxes	
until	 products	 leave	 the	 zone.	 If	 the	 final	
product is exported from the United States, 
no U.S. Customs duty or excise tax is levied. 
	 “If	our	efforts	are	successful	then	we	will	
see	an	increase	in	manufacturing	within	the	
electronics sector here in the southern re-
gion,”	Sanchez	points	out,	 “and	 that	 is	 just	

an	example	that	is	top	of	mind	because	we	
are	 taking	 that	 trip.	We	 are	 out	 promoting	
our	 foreign	 trade	 zones	 all	 throughout	 the	
world.”
	 In	 mid-May,	 the	 Governor’s	 Office	 of	
Economic	Development	(GOED)	embarked	
on	a	trade	mission	to	Brazil	with	a	delega-
tion	of	Nevada	business	owners	and	educa-
tors.	Nevada	exports	to	Brazil	in	2012	totaled	
more	than	$49	million.
	 “The	 Governor’s	 Office	 of	 Economic	
Development’s	trade	mission	to	Brazil	was	
very	 encouraging	 because	 of	 discussions	
surrounding	SUFRAMA’s	Free	Trade	Zone	
and	market	share	opportunities	for	All	Met-
al’s core business, the Aviation industry,”  
said	John	Buscema,	President	and	CEO	of	
All	Metals	MS	of	Las	Vegas,	which	makes	
maintenance stands to the aviation industry. 
	 “The	 support	 from	 GOED,	 including	
Kris	Sanchez…	and	Enrique	Mazon,	Inter-
national	Trade	Specialist	for	the	Americas,	
was	critical	in	terms	of	connecting	us	with	
the	proper	Brazil	 contacts	 to	 establish	 the	

relationships	 essential	 to	 conducting	 busi-
ness	 in	 Brazil.	 Specifically,	 GOED	 facili-
tated	meetings	with	key	companies	 in	 the	
Aviation	industry	such	as	Embraer,	the	3rd	
largest	aviation	company	in	the	world.		The	
trip	was	a	great	success	and	we	have	already	
started	taking	steps	to	structure	a	business	
model	to	conduct	business	in	Brazil	in	the	
near	future,”	Buscema	added.
	 Governor	 Brian	 Sandoval’s	 Trade	Mis-
sion	to	China	last	fall	succeeded	in,	among	
other	 things,	 helping	 forge	 two	 business	
agreements	for	companies	from	both	North-
ern	and	Southern	Nevada	as	well	as	a	col-
laborative	research	agreement	for	the	Desert	
Research	Institute	(DRI).	In	a	joint	venture	
initially	 valued	 at	 $500,000,	 Las	 Vegas-
based	Tate	Snyder	Kimsey	Architects	signed	
a	 two-year	 contract	 with	 Shenzhen	 Invest-
ment	Holdings	Company	 for	 the	 design	 of	
the	Shenzhen	Bay	Technology	and	Ecologi-
cal City, a business campus in the Chinese 
industrial	mega-center	near	Hong	Kong.	 In	
addition, under the terms of a distribution 

Continued from page 11
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agreement,	 Reno-based	 confectioner	 Kim-
mie	 Candy	 is	 entering	 the	 Chinese	 candy	
market	for	the	first	time.
	 “These	agreements	are	notable	both	be-
cause	of	the	breadth	of	engagement	we	are	
beginning	to	see	in	our	economic	develop-
ment	 efforts	 with	 China	 and	 because	 they	
will	help	create	 jobs	 in	Nevada,”	Sandoval	
said	in	a	release.	“The	export	dollars	brought	
into our state by deals such as these are the 
bricks	 that	 strengthen	 our	 economy	 as	 we	
continue	to	build	a	diversified	economy.”
 With its deal for distribution in China, 
Kimmie	Candy,	the	maker	of	Choco	Rocks,	
became	 a	 major	 exporter	 among	 Nevada-
based	 firms,	 with	 significant	 business	 also	
in	Canada,	Mexico,	the	Philippines	and	the	
Middle	East.	

Objective

	 “Being	 on	 the	 international	 trade	 side,	
there	are	a	couple	of	objectives	that	we	have	
as	Nevada	exporters	branch	 into	new	mar-
kets	around	the	world.”	Sanchez	says.	“One	
is to increase their exports if they are already 
exporting.	But	there	are	also	two	other	areas	
that	we	are	looking	at.”	One	of	them	is	re-
cruiting	foreign	firms	to	come	into	the	state	
and	manufacture,	as	well	as	to	attract	more	
foreign	investment.
	 If	 there	 is	 anything	 holding	 Nevada’s	
exports	back,	Culp	 suggests,	 it	 is	 a	 lack	of	
awareness	among	companies	as	to	what	he	
characterizes	as	“the	tremendous	advantages	
they	 have	 by	 getting	 involved	with	 export,	
either	to	just	begin	export	or	to	take	their	ex-
port	program	to	another	level.”	

	 The	 numbers	 make	 Culp’s	 case:	 as	 he	
points	out,	“95	percent	of	what’s	purchased	in	
the	world	is	outside	the	U.S.”	Other	countries,	
notably	Germany,	are	taking	better	advantage	
of	that	powerful	economic	driver.	“Germany	
is	one	of	the	strongest	economic	countries	in	
the	world,	and	they	export	65	percent	of	what	
they	make.	What	do	you	think	that	number	is	
in	the	US?	It’s	12	percent.”
	 That	awareness	among	Nevada	firms	and	
the	 general	 public	 of	 the	 potential	markets	
waiting	for	them	not	just	around	the	nation	
but	across	the	globe	is	what	will	ignite	busi-
ness,	Culp	contends.	“Export	is	very	impor-
tant	to	a	company’s	growth	and	health	eco-
nomically.	It’s	also	a	very	powerful	driver	of	
the	economic	health	of	the	state,	as	well.”
	 The	greatest	challenge	the	state	faces	in	
the	years	ahead,	then,	is	getting	more	people	
involved	with	export	“and	getting	that	aware-
ness	 to	 another	 level,”	 Culp	 says,	 “getting	
them	to	truly	believe	that	this	is	the	way	to	
grow	their	companies.”	
	 The	proof	is	as	apparent	as	today’s	business	
headlines.	“Look	at	the	situation:	in	the	U.S.,	
with	 the	 flat	 economy,	 the	 only	way	 you’re	
going	to	grow	your	company	domestically	is	
to	 steal	marketshare	 from	your	 competitor,”	
Culp	advises.	Why	not	go	out	into	the	world	
marketplace	where	95	percent	of	the	products	
are	purchased	and	compete	in	an	arena	where	
U.S.	products	are	held	in	high	esteem?”

The World and Beyond

	 Cary	Fisher,	 the	owner	of	Fisher	Space	
Pen	Co.	 in	Boulder	City,	says	his	company	
sells	around	 the	world	via	a	network	of	52	

foreign	distributors,	a	program	overseen	by	
his	son.	“Most	of	our	business	is	in	Europe,	
some	in	Asia	and	Australia,”	as	well	as	the	
Middle	East	and	South	and	Central	America.	
Annual	sales	are	around	$10	million,	roughly	
25	percent	of	which	is	export.	
	 As	Fisher	 recalls,	 “We	moved	 here	 be-
cause	of	the	tax	climate	back	in	’76.	My	fa-
ther	had	gone	through	a	divorce	in	California	
and	was	sick	of	California	taxes	and	wanted	
to	get	out.	A	friend	actually	suggested	Hen-
derson,	but	we	ended	up	in	Boulder	City.”
	 The	 company’s	 signature	 product	
“wasn’t	really	developed	for	the	astronauts,”	
Fisher	 says,	 “it	 was	 just	 developed	 to	 be	
a better pen. It’s sealed and pressurized, 
which	 eliminates	 skipping,	 back	 leaking	
and	drying	out.”	It	has	gone	along	on	every	
American	and	Russian	manned	space	flight	
since	1967.	
	 Today,	 the	 company	 has	 grown	 to	 68	
employees	 and	management	 is	working	on	
expanding	its	product	 line	 into	new	niches.	
Says	 Fisher,	 “One	 of	 our	 biggest	 products	
that	seems	to	do	well	is	a	key	chain	pen	we	
make.	We	just	came	up	with	a	pen	that	has	a	
stylus, so it doubles as a pen and a stylus for 
your	iPhone.”
	 Perhaps	Fisher	Space	Pen	 is	 the	perfect	
symbol	for	Nevada	export	aspirations:	inno-
vation	 leading	 to	growth	beyond	the	state’s	
borders and across the nation, around the 
world	and	beyond	it.	With	export	markets	for	
many companies here as unmapped as outer 
space,	it	only	makes	sense	that	a	local	com-
pany	 sending	 its	 product	 into	 orbit	 should	
serve	as	an	example	to	its	fellow	Nevadans	of	
what	is	possible.
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Among over 330 recently surveyed 
small business owners and managers, 
60 percent said that finding skilled 
workers is their greatest challenge.  An 
additional 19 percent said it’s difficult 
to maintain employee morale and 
productivity.

http://www.spacepen.com/
http://www.spacepen.com/
http://www.NevadaBusiness.com
http://www.kimmiecandy.com/
http://www.kimmiecandy.com/
http://www.ccim.com


40                                        July 2013 July 2013                                        41

 “Real peace is not the absence of conflict. Rather it is that state 
where conflict is managed effectively, efficiently and respectfully.” 

– Unknown

	 Conflict	resolution	can	be	viewed	on	a	continuum,	with	nego-
tiation	on	one	end,	and	a	decision(s)	by	a	judge(s)	on	the	other.		In	
between	lies	mediation,	which	is	facilitated	negotiation	and	arbitra-
tion.	The	latter		includes	a	third	party’s	binding	decision.		Other	con-
flict	resolution	choices	are	avoidance	(frowned	on	by	psychologists)	
and	self-help	(frowned	on	by	law	enforcement).		
	 Why	mediation?		Mediation	occurs	after	negotiation	has	reached	
an	impasse.		Mediation	can	avoid	the	delays,	high	costs,	uncertainty,	
the	precedent	setting	effect	and	public	spectacle	of	litigation.		In	me-
diation,	the	parties	can	select	a	mediator	skilled	in	the	area	of	the	dis-
pute	(one	doesn’t	have	that	luxury	regarding	the	judge).	The	parties	
control	the	result,	as	they	must	agree	to	the	resolution.			Mediation	is	
normally	confidential,	so	you	aren’t	reading	about	the	case	in	the	pa-
per.	Litigation	and	arbitration	are	lengthy,	have	formal	set	procedures	
and	rules,	with	process	costs	(fees,	expert	reports,	witness	fees,	tran-
scripts,	record	production	and	the	cost	of	waiting).	When	the	parties	
cooperate	in	fashioning	a	resolution,	maintaining	the	relationship	is	
more	likely.		Do	litigants	break	bread	after	the	judge’s	decision?		Me-
diation	is	a	shift	from	a	looking-backwards,	law-based	positioning,	to	
a	forward-looking,	business	solutions	analysis.
	 Mediation’s	informality	allows	the	parties	to	design	the	process	
to	their	needs.			Generally,	mediation	falls	into	two	formats.	In	fa-
cilitative	mediation,	the	mediator	guides	the	process	and	suggests	
options	for	settlement,	but	does	not	give	an	opinion	on	any	of	the	
legal	or	factual	issues	in	dispute.		In	evaluative	mediation	the	parties	
request	an	advisory	opinion	to	break	an	impasse	on	any	issue,	and	
the mediator determines that issue.  
	 After	a	mediator	is	selected,	he	or	she		will	likely	require	the	par-
ties	to	execute	an	agreement	to	mediate.		That	agreement	provides	
the	ground	rules	for	the	process,	confirms	the	mediator’s	neutrality	
and	the	right	to	terminate	the	process	at	any	time,	and	other	guide-
lines	determined	relevant.		A	confidentiality	agreement	is	likely	in-
cluded.		The	mediator	may	require	pre-mediation	submissions.		
	 Mediation	usually	commences	with	the	mediator’s	opening	state-
ment	 confirming	 the	 agreement,	 the	 proceeding’s	 confidentiality,	
the parties’ authority to settle and the mediator’s neutrality.   

Mediation

	 The	parties	usually	make	opening	statements,	but	 this	can	
be	skipped	 	 if	emotions	are	 running	 	high.	 	Open	discussion	
continues,	or	 the	parties	break	 into	separate	caucus.	 	Caucus	
involves	one	party	and	the	mediator.	This	confidential	setting	
allows	the	parties	to	be	more	open	with	the	mediator.		By	re-
ceiving	confidential	information	from	both	sides,	the	mediator	
is better prepared to propose constructive options for settle-
ment.	The	caucus	also	allows	the	mediator	to	test	a	party’s	facts	
and	legal	position.		A		“reality	check”	is	when	a	party	seriously	
considers	 the	costs	 and	circumstances	of	not	 reaching	a	vol-
untary	agreement.		The	mediation	concludes	when	there	is	an	
agreement	to	some	or	all	of	the	issues,	or	a	determination	that	
continuing	is	fruitless.		
	 I	subscribe	to	“principled	negotiation,”	or	negotiation	on	the	
merits.	 	 It	 is	 not	 “order	 taking”	mediation.	 	This	 theory	 is	 a	
product	of	 the	Harvard	Negotiation	Project.	 	Because	people	
come	to	 the	process	with	emotions	and	perceptions	 that	may	
have	created	their	failure	to	negotiate,	mediation	seeks	to	sepa-
rate	 their	 common	 interests	 from	 superficial	 issues.	 	 For	 ex-
ample,	 in	a	lease,	 the	landlord	wants	a	tenant,	and	the	tenant	
wants	a	place	to	live.	 	That	common	interest	drives	potential	
settlement.	 	 Having	 separated	 the	 superficial	 positions	 from	
common	interests,	 the	mediator	seeks	to	generate	options	for	
mutual	gain.		The	alternatives	are	scrutinized	using	mutually	
agreed	 to	 and	 objective	 criteria,	 employing	 fair	 procedures	
moving	forward.		
	 How	do	you	get	to	mediation?	The	requirement	to	mediate	
may	be	in	a	contract.		Courts	generally	require	the	parties	to	
exhaust	this	procedure	before	pursuing	litigation.		If	a	lawsuit	
has	been	filed	seeking		$50,000	or	less,	it	may	qualify	for	the	
Court	mandated	mediation/arbitration	 program.	 	 Finally,	 the	
parties	can	simply	agree	to	halt	the	conflict	dance	and	try	me-
diation.		There	are	many	resources	identifying	mediators	and	
organization	providing	mediation	services.	
	 Since	90	percent	of	lawsuits	filed	settle	before	trial,	and	90	
percent	 of	 those	 going	 to	 trial	 settle	 before	 a	 verdict	 is	 ren-
dered,	it	would	seem		that	there	is	a	tremendous	opportunity	for	
mediation to be successful.

Bruce Leslie, Partner, Armstrong Teasdale
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Medical Marijuana Establishments
	 Medical	Marijuana	occupied	substantial	time	and	energy	during	
the	77th	Legislature	in	the	form	of	Senate	Bill	374.		Governor	Brian	
Sandoval	signed	SB	374	on	June	12,	2013,	and	with	the	stroke	of	a	
pen	created	the	framework	for	some	new	and	unique	business	estab-
lishments	in	Nevada.		Beginning	New	Years	Day	2014,	companies	
may	begin	servicing	patients	who	are	legally	authorized	to	consume	
marijuana	 for	medicinal	purposes	 in	 treating	health	ailments.	 	SB	
374	 authorizes	 medical	 marijuana	 dispensaries,	 cultivating	 facili-
ties,	marijuana-infused	and	edible	products,	and	independent	testing	
laboratories.		These	are	known	as	medical	marijuana	establishments	
(“MMEs”)	under	the	law.

Legislative Intent: Medicinal and Professional
	 The	express	terms	of	the	law	and	the	legislative	intent	on	which	it	
is	based	can	be	described	in	two	words:	medicinal	and	professional.		
Voters	approved	a	ballot	question	13	years	ago	entitled	“A	Medical	
Marijuana	Initiative,”	which	amended	the	Nevada	constitution	to	pro-
vide	for	the	medical	use	of	marijuana	for	the	treatment	of	sickness	and	
disease	such	as	cancer,	glaucoma,	AIDS	and	other	chronic	conditions.		
SB	374	acknowledges	this	purpose	and	requires	MMEs	to	reflect	the	
intent	of	the	law.		For	example,	Section	10.5	requires	MMEs	to:
	 Have	an	appearance,	both	as	to	the	interior	and	exterior,	that	is	pro-
fessional,	orderly,	dignified	and	consistent	with	the	traditional	style	of	
pharmacies	and	medical	offices;	and
	 Have	discreet	and	professional	signage	that	is	consistent	with	the	
traditional	style	of	signage	for	pharmacies	and	medical	offices.
	 Nevada	 will	 be	 the	 opposite	 of	 California’s	medical-marijuana	
business ventures represented by the spectacle of these establish-
ments	lining	the	boardwalk	of	infamous	Venice	Beach	with	mari-
juana	plants	adorning	placards	announcing	that	the	“doctor	is	in”.		In	
Nevada,	think	of	a	typical	pharmacy	or	physician’s	office.

Serious Business-Minded Entrepreneurs
	 To	encourage	serious	business-minded	individuals	and	entities	to	
apply	for	certificates	to	operate	the	MMEs,	SB	374	requires	thorough	
background	checks	and	a	sizeable	investments	in	the	business	ven-
ture.		Each	application,	which	will	be	available	through	the	Nevada	
Division	of	Health,	must	be	accompanied	by	a	one-time	non-refund-
able	fee	of	$5,000.		For	those	who	secure	certificates	to	operate	the	
MMEs,	the	initial	fees	range	from	$30,000	for	a	dispensary	to	$3,000	
for	a	production	facility	for	marijuana-infused	and	edible	products.		
Annual	renewal	fees	range	from	$1,000	to	$5,000.		
	 Successful	applicants	will	demonstrate	control	of	at	least	$250,000	
in	 liquid	 assets	 to	 cover	 initial	 operating	 and	 compliance-related							

The New Business of
Medical Marijuana in Nevada

expenses.		Keep	in	mind	that	under	federal	law,	marijuana	is	a	Sched-
ule	I	drug	and	possessing	it	is	a	felony.		Therefore,	traditional	forms	of	
business	financing	are	largely	unavailable.

Medical Marijuana Establishment
Registration Certificates
	 A	medical	marijuana	establishment	registration	certificate	will	be	
issued	by	the	Division	of	Health	to	authorize	the	operation	of	MMEs.		
To	secure	a	certificate,	one	must	submit	a	completed	application	and	
pay	the	requisite	fee	to	the	Division.		Among	other	requirements,	an	
applicant must provide information about the name, location and 
property	ownership	or	leasehold	of	the	MME	facility	and	anyone	as-
sociated	with	the	MME	from	owners	to	employees	who	all	must	be	
reviewed	and	registered.		
	 Under	SB	374,	there	is	a	limited	number	of	certificates	available	
to operate dispensaries--no more than one dispensary for every 10 
pharmacies	in	a	county.		For	example,	in	the	county	the	number	of	
dispensaries	is	expected	to	be	40	based	on	the	number	of	pharmacies	
located	in	the	county.		The	number	of	dispensaries	will	strongly	influ-
ence	the	number	of	certificates	issued	for	other	MMEs.	Applications	
for	the	certificates	will	be	evaluated	on	a	merit-based	system.		Section	
11.7	sets	forth	the	criteria	that	the	Division	of	Health	will	employ	in	
evaluating	applications.		Among	other	requirements,	the	criteria	in-
cludes:
• The	liquid	and	illiquid	financial	resources	of	the	applicant.
• The	proposed	owners’,	officers’	or	board	members’	prior	busi-

ness	experience,	educational	achievements	and/or	knowledge	or	
expertise	in	compassionate	use	of	medical	marijuana.

• The	likely	impact	on	the	community	in	which	the	MME	is	pro-
posed to be located.

• The	existence	of	an	integrated	plan	for	the	care,	quality,	and	safe-
keeping	of	medical	marijuana	from	seed	to	sale.

• The	amount	of	taxes	paid	by	and	other	financial	contributions	
made	by	the	applicant,	owners,	officers,	or	board	members	to	the	
State	of	Nevada	or	its	political	subdivisions.

Conclusion
	 The	business	of	medical	marijuana	is	coming	to	Nevada.		This	
new	and	unique	industry	will	present	both	opportunities	and	risks	for	
the	serious-minded	entrepreneur	who	is	willing	to	operate	a	medical	
marijuana	establishment.

Senator Mark Hutchison co-sponsored SB 374 and worked 
closely with the primary sponsor of the bill, Senator Tick 
Segerblom, in sheparding the law through the 77th Legislature.
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them	for	 the	workforce.	C2C	aims	 to	 leverage	 the	power	of	
the	Internet	to	provide	opportunity	to	all	Americans	-	regard-
less	of	age,	race,	geography,	income,	or	education	level.
 As the dominant provider of broadband Internet in South-
ern	Nevada,	our	role	in	C2C	is	critical.	We’re	giving	eligible	
families	who	have	at	least	one	K-12	child	enrolled	in	the	gov-
ernment’s	 free	 school	 lunch	 program	 access	 to	 high-speed	
Internet	service	for	only	$9.95	per	month	for	up	to	two	years.	
A broadband modem and professional installation are also in-
cluded	at	no	charge.	In	addition,	through	a	host	of	hardware	
and	 software	 partners,	 Connect2Compete	 will	 provide	 the	
opportunity	 to	purchase	new	and	refurbished	computers	 for	
less	than	$200.	
	 Cox	has	a	strong	history	of	supporting	broadband	adoption	
programs	 in	 Southern	Nevada,	 for	 example	 the	 creation	 of	
model	technology	centers	at	Girl	Scouts	of	Southern	Nevada,	
Agassi	Prep	and	the	Boys	&	Girls	Club	as	well	as	our	involve-
ment	in	the	Nevada	Public	Computer	Centers	in	partnership	
with	the	Urban	League.	Our	involvement	signifies	a	commit-
ment to connect the most vulnerable members of our society 
-	our	children	-	so	they	can	compete	and	have	a	greater	chance	
of	success	in	the	digital	world	that	awaits	them

How could C2C make a difference?

	 A	recent	Pew	Internet	&	American	Life	study	found	that	
more	 than	 80	 percent	 of	 teachers	 agree	 that	 today’s	 digital	
technologies	are	leading	to	greater	disparities	between	afflu-
ent	and	disadvantaged	schools	and	school	districts.	And	when	
76	percent	of	teachers	assign	online	homework,	teachers	in-
creasingly	find	 themselves	 in	 the	difficult	position	of	 either	
leaving	behind	students	without	Internet	at	home	or	holding	
back	the	other	“connected	students.”
	 The	C2C	program	can	make	a	difference	because	studies	
indicate	that	students	who	have	access	to	a	computer	at	home	
have	as	much	as	an	8	percent	higher	graduation	rate.	Certain-
ly,	our	partnership	with	Connect2Compete	is	but	one	solution	
to	 improved	education	and	workforce	preparation.	It	will	no	
doubt	have	a	positive	effect	on	reducing	the	digital	divide,	pro-
moting	digital	literacy	and	the	correlating	social	outcomes	for	
education,	jobs,	health,	and	civic	engagement.

t’s	 likely	 that	 high	 level	 business	 executives,	 like	 those	
reading	this	article,	have	access	to	a	broadband	connec-
tion	 and	 are	 able	 to	 navigate	 to	 the	 very	 bowels	 of	 the	
Internet	 on	 their	 own	 computer	 or	 web	 enabled	 device	
any	 time	 they	 please.	 Step-away	 from	 this	 niche	 group	

momentarily	and	it’s	not	too	shocking	to	learn	that	broadband	
adoption rates around the U.S. do not share a similar level of 
penetration.
 An article in the March 20 issue of the New York Times pre-
sented	some	rather	eye-opening	statistics.	The	story	quoted	then	
Federal	 Communications	 Commissioner	 Julius	 Genachowski	
as	saying	that	one	in	three	Americans,	or	100	million	people,	
still	do	not	have	broadband	in	their	homes.	Sixty-two	million	
Americans do not even use the Internet at all.  Unfortunately, 
low-income	Americans	and	minorities	 fall	disproportionately	
on	the	wrong	side	of	these	numbers.	
	 Closer	to	home,	an	estimate	by	the	non-profit	Connect	Ne-
vada	shows	that	approximately	25	percent	of	Nevada	residents	
are	without	broadband	while	86	percent	own	a	computer.	And	
the	sober	reality	shows	that	technology	adoption	is	lowest	for	
low-income	 residents:	 a	 staggering	 47	 percent	 are	 without	
broadband	while	27	percent	do	not	own	a	computer.
	 Digital	literacy	is	imperative	for	America’s	economic	future	
and	possessing	these	skills	is	absolutely	essential	for	accessing	
the	jobs	and	education	opportunities	that	will	enable	current	and	
future	generations	to	compete	in	the	21st	century	workforce.	
	 Consider	this:	in	the	U.S.	today,	more	than	80	percent	of	For-
tune	 500	 companies	 post	 their	 job	 openings	 online	 only	 and	
require	online	applications—the	same	is	true	here	at	Cox	Com-
munications.	Fifty	percent	of	 today’s	 jobs	 require	 technology	
skills,	and	this	percentage	is	expected	to	grow	to	77	percent	in	
the next decade. 
	 There	is	more	than	one	solution	to	bridging	the	digital	divide	
in	Nevada.	Cox	Communications	had	the	privilege	of	launch-
ing	Connect2Compete	 (C2C),	 a	 community-based	 digital	 lit-
eracy	program,	at	the	Henderson	Boys	&	Girls	Club	last	month	
with	dignitaries	and	community	leaders	looking	on.
 Cox Communications is a national partner of C2C, a non-
profit	organization	bringing	together	leaders	from	communities,	
the	private	sector	and	leading	foundations.	C2C	will	 improve	
the	lives	of	Americans	–	and	Southern	Nevadans	–	by	making	
high-speed,	 low-cost	 Internet,	 computers	 and	 free	 digital	 lit-
eracy	accessible	to	eligible	low	income	families	and	preparing	 Mike Bolognini, Market Vice President, Cox Las Vegas

Closing the Digital Divide
Digital literacy is imperative for America’s economic future

Tech.knowledge.me | Mike Bolognini
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FINDING
OUR  NICHE

n	 an	 effort	 to	 diversify	 Nevada’s	
economy	 away	 from	 over	 reliance	
on travel and tourism, hospitality 
and	gaming,	economic	development	
authorities	throughout	the	state	con-

tinue	to	work	to	find	the	perfect	industries	
for	Nevada’s	business-friendly	 tax	climate,	
wide-open	spaces,	multi-modal	transporta-
tion	systems	and	easy	access	to	the	11	west-
ern states.
	 In	2011,	 the	Governor’s	Office	of	Eco-
nomic Development commissioned a 
study,	 Brookings	 Report	 Unify,	 Regional-
ize,	Diversify:	An	Economic	Development	
Agenda	for	Nevada,	which	identified	seven	
industry sectors to focus on.
	 One	 of	 those	 sectors,	 logistics	 and	 op-
erations,	is	uniquely	suited	to	Nevada,	espe-
cially	 Northern	 Nevada	 with	 it’s	 east-west	
highway	access,	rail,	trucking	and	air	cargo	
abilities.	Now	distribution	 centers	 –	 essen-
tially	 the	 warehousing	 and	 transportation	
step	in	the	supply	chain	and	logistics	arena	
–	and	fulfillment	centers,	a.k.a.	e-commerce,	
the	Amazons	of	the	world,	are	finding	a	foot-
hold	in	Nevada,	to	the	benefit	of	the	state’s	
economy.      
	 One	 of	 the	 factors	 driving	 distribution	
center	 business	 Nevada’s	 way	 is	 the	 new	
political situation in California and its ever-
evolving	 tax	 structure.	 “With	 the	 steadily	
improving	economy,	and	the			change	in	tax	
structure	 in	California,	you’re	 seeing	more	
and	more	distribution	centers	coming	here	as	
EDAWN	and	other	economic	development	
authorities	continue	to	market	Northern	Ne-

I
By Jennifer Rachel Baumer 

vada	and	the	general	region	and	people	are	
understanding	 what’s	 here	 and	 getting	 the	
idea,”	said	Brian	Pratt,	director	of	air	service	
and	 cargo	 development,	 Reno-Tahoe	 Inter-
national	Airport.	“It	makes	sense	that	they’re	
coming	here	because	of	the	location	–	look	at	
where	we	are,	we’re	essentially	on	the	west	
coast.	You	can	service,	even	distribute	to,	the	
west	coast	and	all	11	states	within	one	day	
truck-trailer	 time.	 We’re	 talking	 about	 62	
million customers you can tap into.”   

Northern Nevada 

	 Northern	 Nevada	 has	 a	 more	 evolved	
distribution center industry than Southern 
Nevada	 does,	 according	 to	 John	Restrepo,	
principal,	RCG	Economics.	Primarily	that’s	
because	 Northern	 Nevada	 has	 great	 prox-
imity	to	Northern	California	and	is	located	
along	 the	 I-80	 corridor	 leading	 east-west	
to	 neighboring	 states	 and	 population	 cen-
ters	including	Los	Angeles,	San	Francisco,	
Portland,	Salt	Lake	City,	Phoenix	–	all	eas-
ily	reached	by	truck.	In	addition,	Northern	
Nevada	has	multi-modal	transportation	sys-
tems,	with	 everything	 from	 rail	 to	 air	 and	
ground			transportation	available.	

	 One	 of	 the	 principal	 advantages	 for	
Northern	Nevada	is	the	I-80	corridor	and	
a	 system	of	 roadways	 that	 puts	 distribu-
tion	 centers	within	 a	 one-day	drive	 of	 a	
market	 of	 51	 million.	 	 	 According	 to	 a	
study	 commissioned	 by	 the	 Governor’s	
Office	 of	 Economic	 Development,	 cre-
ated	by	RCG	Economics,	along	 the	 I-80	
from	 San	 Francisco	 to	 Cheyenne	 are	
population	centers	including	Sacramento,	
Reno	and	Salt	Lake	City.
	 When	 it	 comes	 to	 air	 freight	 coming	
from	Asia,	the	Reno	airport	is	actually	fur-
ther	west	than	Los	Angeles	and	further	north	
than	San	Francisco,	so	for	air	freight	coming	
from	or	going	to	Asia	over	Alaska,	Northern	
Nevada	is	closer,	a	huge	advantage	the	Reno	
airport	is	beginning	to	market.
	 It’s	not	just	freight	that	distribution	cen-
ters	 need	 to	 move	 through	 the	 Northern	
Nevada	 airport;	 access	 to	 customers	 and	
passenger	flights	are	a	huge	benefit	along	
with	the	fact	that	the	airport	has	FED	EX,	
UPS	and	DHL	on	site.
	 “Just	for	example,	last	year	116	million	
pounds	 of	 cargo	 came	 in	 and	 out	 of	 the	
airport	and	while	the	economy	has	been	a	
little	bit	flat,	if	you	will,	generally	speaking	
our	cargo	numbers	continue	to	increase	for	
the	last	three	years	in	a	row	and	every	mar-
ket	except	one	has	been	up	considerably,”	
said	Pratt.	“We’ve	been	up	nine	out	of	the	
last	11	months.”	Cargo	flights	help	keep	the	
costs	of	passenger	flights	low,	another	win-
win	 for	 businesses	 locating	 in	 Northern	
Nevada.	

Distribution Centers in Nevada

John Restrepo
RCG Economics
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nix.	Those	boxes	can	be	over	half	a	million	
square	feet	and	there’s	probably	only	a	half	
a	dozen	we	can	identify	in	Southern	Nevada	
that	were	built	in	the	past	and	primarily	those	
are	tenant-specific,”	said	Ramous,	referring	to	
the	customized	800,000-square-foot	GES	fa-
cility	and	Levi	Strauss’	half	a	million-square-
foot	building	near	Henderson.		
	 Lower	prices	on	land	in	Southern	Nevada	
over	the	last	three	or	four	years	helped	Ne-
vada	look	toward	exporting	as	well	as	import-
ing	to	serve	the	resort	and	population	needs.	
Now	that	the	Valley’s	rates	and	land	are	a	bit	
more competitive, there’s a chance to com-
pete	with	the	Inland	Empire	–	Long	Beach,	
California,	with	its	millions	of	square	footage	

Building Nevada | Distribution Centers

Southern Nevada 
	 “Las	Vegas	is	a	little	different	than	Reno	
because	even	though	proximity	to	California	
is	 a	positive,	 companies	 that	want	 to	be	 in	
Las	Vegas	want	 to	be	 there	for	 reasons	re-
lated to resorts or to serve the population,” 
said	Doug	Roberts,	partner,	Panattoni	Devel-
opment.	“We	don’t	see	as	many	regional	or	
western	distribution	centers	in	Las	Vegas.”
	 Largely	Southern	Nevada	has	long	been	
an	importer	rather	than	an	exporter,	bringing	
in	goods	to	supply	the	resort	and	entertain-
ment	industries.	There	aren’t	many	regional	
distribution	centers	located	in	the	Valley.	T.J.	
Maxx	has	 a	 distribution	 center	 and	Global	

Experience	 Specialists	 (GES),	 a	 company	
which	creates	events	around	the	world,	has	
some	800,000-square-feet.
	 Southern	Nevada	has	its	own	strengths,	
from its proximity to Southern California 
ports	in	San	Diego,	Los	Angeles	and	Long	
Beach,	to	Interstate	15,	built	to	carry	truck	
traffic.	
	 The	healthiest	part	of	the	industrial	real	
estate	market	in	recent	years	has	been	the	big	
box	buildings,	according	 to	Roberts.	These	
are	2-,	3-	and	400,000-square-foot	facilities	
and supply and demand means in Southern 
Nevada	 there’s	 almost	 no	 space	 available.	
Many properties currently are build-to-suit, 
tenant-owned	facilities	and	there’s	discussion	
that	speculative	building	of	big	box	facilities	
may	start	up	in	the	next	12	to	18	months.
	 Historically	Southern	Nevada	hasn’t	been	
known	as	a	big	box	market,	according	to	John	
Ramous,	vice	president,	regional	operations,	
Harsch	 Investment	 Properties.	 “When	 you	
say	big	box	that’s	the	Inland	Empire	in	Cali-
fornia	 that’s	 known	 for	 that,	 or	 even	Phoe-

Doug Roberts
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John Ramous
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got	and	avoid			going	down	the	road	of	things	
that	look	cool	but	which	we	have	no	competi-
tive	advantage	for.”	
	 Economic	development	authorities	made	
the	 decision	 to	 play	 to	Nevada’s	 strengths,	
which	includes	advantages	in	Southern	Ne-
vada	relative	to	the	road	network,	access	to	
Southern	California,	a	great	airport	and	the	
upcoming	advantage	of	I-11	which	will	link	
Las	Vegas	and	Phoenix.	Future	distribution	
centers	may	choose	to	locate	along	the	pro-
posed	I-11	route.	Past	Boulder	City	the	land	
along	the	interstate	is	federal	land,	but	in	the	
vicinity	of	the	city	there’s	room	for	growth	
along	the	upcoming	major	arterial.
	 Another	recent	addition	to	Nevada’s	high-
ways	is	the	I-580	bridge,	a	section	of	U.S.	395	
that	bypasses	downtown	Carson	City.	“The	
new	 interstate	 between	 Reno	 and	 Carson	
City has improved safety and reduced travel 
time	between	Reno	and	Carson	City,”	 said	
Rudy	 Malfabon,	 director,	 Nevada	 Depart-
ment	of	Transportation.	“Travel	time	is	very	
reliable	 between	 these	 two	 cities,	 which	 is	

of	distribution	centers	–	and	the	Phoenixes	of	
the	world.	“We	have	come	on	the	radar	screen	
and	 there	 have	 been	 numerous	 inquiries	 in	
the	past	three	to	four	years	(from	companies	
looking	to	distribute	from	the	area),”	said	Ra-
mous.	But	 the	question	 is	 really	how	many	
can	come	here	given	the	supply	and	demand	
situation	for	big	box	facilities.			

Inland ports
	 An	inland	port	is	a	rail	or	large	terminal	
linked	 to	a	maritime	 terminal	with	 regular	
inland	 transport	 services.	They’re	made	up	
of	large,	big	box	distribution	centers	served	
by	rail,	truck	and	air.	The	Governor’s	Office	
on	 Economic	 Development	 (GOED)	 com-
missioned	RCG	Economics	to	study	the	fea-
sibility	of	inland	ports	in	Nevada.
	 “Long	story	short,	 it’s	difficult	 to	prove	
that they could be successful here because 
we	 probably	 are	 too	 close	 to	 Long	 Beach	
and their success there to truly capitalize on 
a	true	inland	port,”	said	Ramous.	“But	in	the	
future	with	I-11,	 there	are	opportunities	for	

us	to	identify	some	large	pieces	of	land	that	
could potentially cater to a small area that 
could	house	larger	buildings.”
	 Inland	ports	would	be	cool	to	have,	Re-
strepo said, but essentially not feasible yet. 
In	GOED’s	study,	Nevada	turned	out	to	be	
too	close	(within	500	miles)	to	the	California	
ports for rail to be economically feasible, and 
too	far	for	trucking	to	be	competitive.			
	 “We	 just	 need	 to	 understand	 what	 our	
competitive	 advantages	 are	 compared	 to	
where	we’re	located,	what	our	road,	rail	and	
air	 transportation	 system	 is	 like,”	 said	Re-
strepo.	“How	do	we	look	at	all	those	advan-
tages	and	use	 them	to	 the	highest	and	best	
use,	take	the	best	advantages	of	what	we’ve	

Building Nevada | Distribution Centers
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particularly important to commuters and 
businesses	that	move	freight.”
	 Nevada	needs	to	identify	the	niche	ar-
eas	within	supply	chain	and	logistics	that	
fit	 the	 state’s	 strengths.	 Working	 toward	
our	 strengths	 is	 important	 for	 the	 state’s	
future economy because the future of dis-
tribution	isn’t	standing	still.	Currently	the	
government	of	Panama	is	in	the	process	of	
improving,	 widening	 and	 deepening	 the	

Panama	 Canal	 and	 once	 that’s	 finished,	
super	freighters	(along	the	lines	of	super-
tankers)	will	be	able	to	bypass	West	Coast	
ports	with	shipments	from	Asia.
	 “It	 doesn’t	 end	 there,”	Restrepo	warned.	
Panama’s	government	is	also	in	the	process	of	
deepening	its	own	harbors	and	port	facilities	
in	 order	 to	 accommodate	 the	 super	 freight-
ers	 itself	 and	 service	 Europe.	 “There	 are	 a	
lot	of	 things	going	on	 in	 the	 transportation/

Building Nevada | Distribution Centers

logistics	world	we	need	to	be	aware	of.	We’re	
now	competing	in	the	global	market,	not	just	
against	California	or	the	East	Coast,	so	now	
we	have	to	understand	how	we	best	compete.”	

The Perks of Nevada

	 Even	with	the	changes	in	logistics	and	sup-
ply	chain	transportation	looming,	interest	con-
tinues	to	build	from	companies	looking	to	lo-
cate	distribution	centers	in	Nevada.	As	tax	rates	
and	regulations	continue	to	change	in	Califor-
nia, the state remains a popular alternative.
 In the past year, companies that have al-
ready	done	the	due	diligence	and	checked	out	
Nevada	in	the	past	without	buying	because	of	
prices	are	now	coming	back.	They’ve	already	
done	the	research,	so	they	can	move	quickly,	
and	they’re	seeing	the	advantage	of	being	close	
to	California	without	being	in	California.	
	 “Look	at	the	cost	of	living	and	the	ability	
to	have	a	place	to	call	home,	that’s	going	to	
be	much	more	efficient	than	being	in	Califor-
nia	or	being	in	the	Inland	Empire	and	I	think	
the	state	has	 really	done	a	good	 job	 lining	
things	up	and	highlighting	the	advantages,”	
said	 Jim	 Tainter,	 senior	 vice	 president,	 re-
gional	manager,	Harsch	Investment	Proper-
ties.	“Not	that	we	don’t	have	our	challenges,	
but	straight	up	marketing	against	California’s	
business model is the best place to start.
	 “I	 applaud	 the	 state	 capital	 for	 taking	 a	
very	long-term	view	of	other	economic	clus-
ters	that	are	available	and	trying	to	develop	
them	economically	so	that	we	can	diversify	
our	economic	base.	I	think	that’s	going	to	be	
a	longer	road	than	people	would	like	to	see,	
but	we	need	to	get	on	that	road	now	so	that	
we	see	the	fruit	of	those	labors	10	to	15	years	
from	now.	We	weren’t	at	one	point,	but	we’re	
a	distribution	center	now,”	Tainter	added.

According to the Nevada Department 
of Employment, Training and 
Rehabilitation, May’s unemployment 
rate of 9.5 percent was the lowest 
in Nevada since 2008.  Additionally, 
Robert Half International has 
reported 29 consecutive months of 
private sector job growth.
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DealTracker
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PROJECTS

Las Vegas, 89101
Government
Las Vegas’ new City Hall has been chosen 
as the 2013 Public Works Project of the Year 
by the American Public Works Associa-
tion. The eight-level, 308,000 SF building 
replaces the former City Hall that was con-
structed in 1971. The facility created office 
space for up to 570 staff members for the 
City of Las Vegas. The new structural de-
sign also provided a 430-seat, acoustically-
tuned City Chamber. The $109.3 million 
project has achieved LEED Gold certifica-
tion for its energy efficient structure. For-
est City Enterprises served as developer 
for the project.  Additionally, Whiting-
Turner Contracting Company served as 
primary contractor and JMA Architects as 
the architect of record.  The property is lo-
cated at 495 S. Main Street. 

Henderson, 89103
Retail
AJB General Contractor is remodeling a 
6,130 SF commercial building and parking 
lot addition for a new Egg Works location. 
Upon completion, the restaurant will be 
the fourth location for the locally based 
restaurant chain. The property is located at 
10839 S. Eastern Avenue.

Las Vegas, 89109
Multi-Family
Big D in Vegas, LLC purchased 24-units 
from Vegas Venture Properties LLC for 
$800,000 or $33,333 per unit. The buyer 
and seller were both represented by Pat-
rick J. Sauter and Art Carll of NAI Sauter 
Companies. The property is located at 
2635-2655 Sherwood Street. 
APN # 162-10-113-009 et all

Henderson, 89074
Office
Landmark Ventures, LLC purchased 
6,064 SF from Camelat Family Trust for 
$578,200 or $95 PSF. The seller was repre-
sented by Nick Barber and Jeremy Foley 
of Gatski Commercial. The property is lo-
cated at 1172 Wigwam Parkway. 
APN # 178-15-710-021

Las Vegas, 89118
Office
Design to Print purchased 5,955 SF from 
Branch Banking and Trust Company for 

Las Vegas, 89141
Government
Las Vegas Paving has begun construc-
tion on an Interstate-15 diamond inter-
change. Upon completion, the flyover will 
allow east and westbound traffic to pass 
over the I-15 at Cactus Avenue. Construc-
tion on the roadway is expected to finish 
fall of 2014 and will cost $62 million to 
complete.  The project is located near the 
South Point Casino.

Nellis AFB, 89191
Government
Jaynes Corporation is building a jet 
hanger, maintenance and training com-
plex at Nellis Air Force Base. Upon com-
pletion, the two-story air hanger will span 
39,195 SF and stand 52 FT tall. The build-
ing will be equipped with multiple bays, a 
bridge crane and a 230 foot-wide sliding 
hangar door.  The U.S. Army Corps of En-
gineers project also calls for a single-sto-
ry, 19,126 SF Green Flag air-to-ground op-
erations facility, which will house adminis-
trative spaces, an auditorium and briefing 
and locker rooms.  Both buildings will cost 
$15,946,000 to complete. Construction is 
scheduled to conclude in August of this 
year. The property is located at 4475 Eng-
land Avenue. 

SALES

Las Vegas City Hall
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Las Vegas, 89148
Office
Kindred Hospital leased 7,719 SF from 
Beltway One Development Group, 
LLC for $840,000 on a five-year lease. The 
landlord was represented by Soozi Jones 
Walker, CCIM, SIOR and Bobbi Miracle, 
CCIM. The property is located at 9121 W. 
Russell Road, Suites 110 and 118. Reported 
monthly rent is $1.81 PSF. 

Las Vegas, 89139
Retail
The Cato Corp. leased 4,500 SF from 
Blue Diamond Crossing LLC for 
$376,875 on a 67-month lease. The ten-
ant was represented by Todd Man-
ning and Dan Hubbard of Cushman & 
Wakefield and the landlord was repre-
sented by Josh Thomas of Juliet Real-
ty. The property is located at 4262 Blue 
Diamond Road. Reported monthly rent 
is $1.25 PSF. 

North Las Vegas, 89030
Industrial
Southern Nevada Movers leased 
52,450 SF from Leonard Rental LLC 
for $226,584 on an 18-month lease. The 
tenant and the landlord were both rep-
resented by Amy Ogden and Danielle 
Steffen of Cushman & Wakefield. The 
property is located at 1037 E. Colton 
Avenue. Reported monthly rent is $0.24 
PSF.

Las Vegas, 89103
Industrial
Ed Roman Enterprises, Inc. leased 
8,141 SF from CVPropCo. LLC for 
$342,520 on a 84-month lease. The ten-
ant was represented by Bill Walsh of 
New Growth Commercial Real Estate 
and the landlord was represented by 
Rob Lujan and Jason Simon of Gatski 
Commercial. The property is located at 
3485 Harmon Avenue. Reported month-
ly rent is $0.50 PSF.

North Las Vegas, 89130
Industrial
Western Autowash Systems leased 
5,065 SF from Red Feather Property 
LLC for $26,400 on a two-year lease. The 
tenant was represented by Paul Callis-
ter of Albright Callister & Associates 
and the landlord was represented by 
Peter Janemark of Cushman & Wake-
field. The property is located at 3281 N. 
Decatur Boulevard. Reported monthly 
rent is $0.22 PSF.

LEASES

Red Report | Deal Tracker

$435,000 or $73 PSF. Additionally, De-
sign to Print purchased 4,872 SF from 
Willy Ng for $375,000 or $77 PSF.  The 
buyer was represented by Lisa Hauger 
of MDL Group in both transactions.  
Branch Banking and Trust was repre-
sented by Sperry Van Ness and Willy 
Ng was represented by Sharon Bee-
sley of Cushman & Wakefield. The 
properties are located at 6631 and 5025 
Schuster Street, respectively. 
APN # 177-06-516-020; 162-30-511-004

Las Vegas, 89121
Office
Advanced Management Group pur-
chased 10,290 SF from the US Small 
Business Administration for $900,000 
or $87 PSF. The buyer and seller were 
both represented by Jarrad Katz, 
CCIM and Galit Kimerling of MDL 
Group. The property is located at 4496 
S. Pecos Road. 
APN # 161-19-216-005

Las Vegas, 89146
Office
Novus Dia Financial purchased 4,282 
SF from 6H Co. LLC for $575,000 or 
$134 PSF. The buyer was represented by 
Pete Janemark of Cushman & Wake-
field and the seller was represented 
by Kevin Buckley of First Real Estate 
Company. The property is located at 
2580 Sorrel Street. 
APN # 163-11-103-016

Las Vegas, 89123
Retail
26 Pebble LLC purchased a 49-unit self 
storage facility from Fortress Equities 
LLC for $525,000 or $10,714 per unit. 
The buyer was represented by Evan 
Griffith of Marcus & Millichap and 
the seller was represented by Cam-
eron Glinton of Marcus & Millichap. 
The property is located at 2870 West 
Pebble Road. 
APN #177-17-801-008

Henderson, 89011
Industrial
Boulder Ranch, LLC purchased 3,072 
SF from Tyson Smith for $211,000 or 
$69 PSF. The buyer was represented by 
Richard Loudin of Dick Blair Realty 
and the seller was represented by Ja-
son Simon and Rob Lujan of Gatski 
Commercial. The property is located 
at 6484 Boulder Ranch Avenue. 
APN # 161-34-610-033

Las Vegas, 89118
Industrial
AbsoQ, LLC purchased 9,075 SF from 
Vegas Investment Partners, LLC for 
$756,000 or $83 PSF. The buyer was rep-
resented by Ali Roesener and Laramie 
Bracken of Gatski Commercial and the 
seller was represented by Jay Heller of 
Heller Companies. The property is locat-
ed at 4137 Wagon Trail Avenue. 
APN # 177-06-512-012

Las Vegas, 89101
Office
Collectors Coffee Inc. leased 5,910 SF from 
NNN City Centre Place LLC for $471,299 on a 
three-year lease. The tenant was represented 
by Ben Milis of Newmark, Grubb, Knight, 
Frank and  the landlord was represented by 
Amy Lance of CB Richard Ellis. The prop-
erty is located at 400 S. 4th Street, Suite 100. 
Reported monthly rent is $2.22 PSF.

Las Vegas, 89104
Retail
TitleMax leased 4,600 SF from 4741 
Charleston Acquisition LLC for 
$453,318 on a ten-year lease. The land-
lord was represented by David Lipp, 
CCIM and Chris Godino of Newmark, 
Grubb, Knight, Frank. The property is 
located at 4741 E. Charleston Boulevard. 
Reported monthly rent is $0.82 PSF.

Las Vegas, 89107
Retail
Las Palmas Entertainment leased 12,382 
SF from Kimco Realty for $1,220,215 on a 
ten-year lease. The tenant was represented 
by Ron McMenemy of McMenemy In-
vestment Services and the landlord was 
represented by Scot Marker of Colliers In-
ternational. The property is located at 320 
S. Decatur Boulevard. Reported monthly 
rent is $0.82 PSF. 

Las Vegas, 89128
Office
University of Nevada School of Medi-
cine leased 7,598 SF from Northwest I 
LLC for $620,781 on a five-year lease. The 
tenant was represented by Barton Hyde 
of Avison Young and the landlord was 
represented by Nicola Fryatt of Thomas 
& Mack. The property is located at 2410 
Fire Mesa Street. Reported monthly rent is 
$1.36 PSF.
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September 10th
Southern Nevada

September 12th
Northern Nevada

Save The Date!

For more information about Healthcare Heroes
or to be a part of this special report,

go to nevadabusiness.com/events or call 702.735.7003.

I 
n September, the 8th annual Healthcare Heroes event will honor 20 individuals that 
contributed to the welfare of healthcare in our state. In conjunction with the report, 
Nevada Business Magazine, along with corporate sponsor Anthem Blue Cross Blue 
Shield, will publish a special report in the September issue featuring the 2013 Heroes 

who were chosen by a blue-ribbon panel of experts in the healthcare field.

Mark your calendars today and join us for the 2013 event!
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Commercial RE Report | Retail

Northern Nevada
	 The	 Reno/Sparks	 retail	 market	 showed	
some	strengthening	during	 the	1st	quarter	of	
2013.	 	 During	 the	 quarter,	 the	 vacancy	 rate	
decreased	slightly,	and	the	area	had	a	modest	
net	absorption	of	16,779	square	feet.		With	this	
net	absorption,	the	market	continues	to	move	
in	the	right	direction,	albeit	slowly.		
 Much of the positive net absorption dur-
ing	the	quarter	can	be	attributed	to	four	me-
dium	size	tenants	moving	in	and	only	three	
medium	 size	 tenants	 moving	 out.	 	 During	
the	quarter,	there	were	37	businesses	moving	
into	 shopping	 centers	 consisting	 of	 115,770	
square	feet	while	during	the	same	period,	32	
businesses	 moved	 out	 consisting	 of	 97,773	
square	feet.		The	number	of	new	businesses	
moving	in	has	been	more	than	those	moving	
out	in	three	of	the	last	five	quarters.			
	 Several	 new	 tenants	 opened	 during	 the	
quarter	 including	Auto	Zone	 in	 the	McCar-
ran	Plaza,	Old	Navy	in	the	Legends,	Tuesday	
Morning	 in	 Shoppers	 Square,	 and	 Family	
Dollar	in	Paradise	Plaza.		During	the	quarter,	
tenants that vacated their space included Old 
Navy	 in	 Firecreek	Crossing,	 and	Old	Navy	
and	Tuesday	Morning	in	the	Sparks	Crossing.				
	 The	line	shop	vacancy	rate	has	decreased	
slightly	 from	 23.07	 percent	 last	 quarter	 to	
22.62	percent	 this	quarter.	 	The	anchor	va-
cancy	 rate	 is	 holding	 virtually	 steady	 just	
below	 the	 record	 high	 with	 14.88	 percent.		
The	 overall	 vacancy	 rate	 is	 17.99	 percent,	
which	 is	 slightly	 off	 the	 record	 high	 from	
three	quarters	ago.		As	the	market	stabilizes	
and	the	vacancy	rates	decrease	slightly,	it	is	
incrementally	 taking	a	 little	pressure	off	of	
landlords.	 	However,	with	a	continuation	of	
high	vacancy	rates	in	the	market,	it	remains	a	
good	market	for	tenants	to	find	deals.

Southern Nevada 
 Vacancies	 in	 the	 retail	 sector	 reported	
a	 modest	 quarter-over-quarter	 increase	
to	9.8	percent	 in	 the	first	quarter	of	2013.	
Although	up	10	basis	points	 (0.1	percent)	
compared	 to	 the	 prior	 quarter	 (Q4	 2012),	
vacancies	 remain	 down	 60	 basis	 points	
(0.6	 percent)	 from	 a	 year	 ago	 (Q1	 2012).	
Two	projects	 for	 specific	users	completed	
construction	 during	 the	 quarter,	 adding	
9,100	square	feet	to	the	market	and	bring-
ing	 total	 inventory	 to	51.9	million	 square	
feet.	A	new	Wendy’s	 in	Henderson	added	
approximately	 4,000	 square	 feet.	 Mean-
while,	Bonefish	Grill	completed	construc-
tion	in	Town	Square,	adding	5,100	square	
feet. 
	 The	 retail	 sector	 reported	 approxi-
mately	 41,100	 square	 feet	 of	 negative	 net	
absorption	 during	 the	 period,	while	 aver-
age	 asking	 rates	 remained	 relatively	 flat	
quarter-over-quarter	 at	 $1.49	 per	 square	
foot	 per	 month.	 Retail	 construction	 ac-
tivity	 increased	modestly	 during	 the	 first	
quarter	 of	 2013.	 Three	 projects	 totaling	
320,600	square	feet	are	now	actively	under	
development	throughout	the	valley.	
	 During	 the	 last	 12	months,	 taxable	 re-
tail	sales	in	Southern	Nevada	totaled	$32.2	
billion,	which	reflected	an	increase	of	6.5	
percent compared to the prior 12-month 
period.	 The	 housing	 market	 also	 contin-
ues	to	strengthen	with	new	home	sales	and	
prices	 experiencing	 upward	 movements.	
Although	 net	 demand	 for	 retail	 space	
slowed	in	the	first	quarter	of	2013,	the	sec-
tor	 is	 expected	 to	benefit	 from	 improving	
consumer	spending	profiles,	an	improving	
housing	 market	 and	 positive	 population	
growth	in	the	coming	quarters.

Retail
Summary
First Quarter 2013

Southern Nevada analysis and statistics compiled by 

Applied Analysis, Northern Nevada analysis and statistics

compiled by NAI Alliance Reno
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Vacant Square Feet

Percent Vacant
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Under Construction

Planned

POWER CENTERS
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Vacant Square Feet
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New Construction

Net Absorption
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Under Construction

Planned

COMMUNITY CENTERS

Total Square Feet

Vacant Square Feet

Percent Vacant

New Construction

Net Absorption

Average Lease SF/MO (NNN)

Under Construction

Planned

NEIGHBORHOOD CENTERS

Total Square Feet

Vacant Square Feet

Percent Vacant

New Construction

Net Absorption

Average Lease SF/MO (NNN)

Under Construction

Planned

51,854,446

5,088,363

9.8%

9,100

(41,145)

$1.49

320,568

4,381,450

18,456,451

1,207,663

6.5%
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$1.58

20,568
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1,486,973
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0

31,492

$1.53

300,000
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4,000
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$1.43
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13,780,641 

2,479,716

17.99%

12,500

16,779

$1.51

18,630

0

2,796,997

516,142

18.45%

12,500

(32,646)

$1.65

0

0

5,799,279

1,055,110

18.2%

0

37,362

$1.55

18,630

0

5,184,365

908,464 

17.5%

0

19,981

$1.45

0

0
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http://www.nevadabusiness.com/2013/07/retail-summary-first-quarter-2013/?utm_source=App&utm_medium=App&utm_campaign=July+2013+App
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evised estimates for first quarter 
2013 show U.S. real GDP increasing 
at an annualized rate of 2.4 percent, 
an improvement over the 0.4 percent 
growth experienced in fourth quarter 
2012. Federal government spend-

ing, net exports, and state and local government 
spending all made negative contributions. Per-
sonal consumption expenditures, private inven-
tory investment, business fixed investment, and 
residential investment all made positive contribu-
tions to first quarter growth. U.S. nonfarm employ-
ment experienced moderate gains for May, adding 
175,000 jobs over April. The unemployment rate 
increased slightly to 7.6 percent. Housing starts 
were up substantially year-over-year, and housing 
prices continued to rise. Auto/truck sales and re-
tail sales are up year-over-year. Consumer confi-
dence and sentiment increased in May. 
 The Nevada economy evidenced mostly posi-
tive signs in February. Seasonally adjusted, state-
wide employment increased by 5,600 (0.5 per-
cent) jobs from March to April, and it was up 2.0 
percent year-over-year. The Nevada unemployment 
rate decreased slightly from 9.7 percent to 9.6 
percent. Taxable sales continued to show growth, 
up 5.0 percent from last year. Total air passengers 
were down 0.1 percent over the same time period. 
 For Clark County, seasonally adjusted employ-
ment rose from March to April by 2,500 jobs and 
was up 2.4 percent year-over-year. The Las Vegas 
unemployment rate remained constant at 9.9 per-
cent. Total passengers at McCarran Airport were 
down 0.2 percent from a year earlier. Compared 
to a year ago, April visitor volume was down by 2.1 
percent. Gaming revenue was 1.0 percent lower 
in April than a year earlier. Clark County’s taxable 
sales for March were 6.8 percent above those from 
a year earlier. Residential construction permits de-
creased from March to April. Commercial construc-
tion permits remained at a low level.
 The most recent data show positive signals 
for Washoe County. Seasonally adjusted, Reno-
Sparks’ employment declined by 2,000 (1.0 per-
cent) jobs from March to April. Total employment 
remains up from a year ago, by 0.3 percent. The 
seasonally adjusted Reno-Sparks’ unemployment 
rate remained constant at 9.6 percent. Compared 
to a year earlier, April visitor volume was down 2.6 
percent. Total air passengers were up 1.3 percent 
over the same time period. Gaming revenues for 
April were up strongly (10.0 percent) from a year 
earlier. Residential construction permits increased 
in April, while commercial construction permits re-
mained low. 
 The U.S. economy experienced a slight pickup 
in growth for first quarter 2013. Consumer spend-
ing and most measures of the housing market are 
showing continued improvement. A weak national 
economy is affecting Nevada in the form of slow-
ing growth in tourism. Despite the slowing tourism, 
taxable sales continue to make gains at the state 
level. Nevada’s employment is also showing rela-
tively stable year-over-year gains.

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

*Change in percentage rate, **Reflects the Reno-Sparks MSA which includes Washoe and Storey Counties, ***Recent growth is an annulized rate

Ryan T. Kennelly
UNLV Center for Business and Economic Research
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Business Indicators | Trends

Nevada
Employment

Unemployment Rate*

Taxable Sales

Gaming Revenue

Passengers

Gasoline Sales

Visitor Volume

Clark County
Employment

Unemployment Rate*

Taxable Sales

Gaming Revenue

Residential Permits

Commercial Permits

Passengers

Gasoline Sales

Visitor Volume

Washoe County
Employment **

Unemployment Rate*

Taxable Sales

Gaming Revenue

Residential Permits

Commercial Permits

Passengers

Gasoline Sales

Visitor Volume

United States
Employment

Unemployment Rate

Consumer Price Index

Core CPI

Employment Cost Index

Productivity Index

Retail Sales Growth

Auto and Truck Sales

Housing Starts

Real GDP Growth***

U.S. Dollar

Trade Balance

S and P 500

Real Short-term Rates*

Treasury Yield Spread

Note: NSA = Not Seasonally Adjusted, SA = Seasonally Adjusted
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“Social	media	is	a	constant	part	of	my	
day.	It’s	the	first	thing	I	see	when	I	wake	

up	in	the	morning	and	the	last	thing	I	
think	about	when	I	go	to	sleep	at	night.”

Nicole Rose Dion • Digital Communications, The Abbi Agency

How has social media
impacted your daily life?

“I	consider	social	media	to	be	an	
example	of	word	of	mouth.	I	like	
feeling	connected	to	our	customers	
and can easily respond to their 
concerns or comments and basically 
recognize	that	they	have	taken	the	
time	to	recognize	us.”

Dina Mitchell • Area Developer and Marketing Director for Nevada, Tropical Smoothie Café

“Every	day	I	work	with	customers	
who	are	looking	for	technology	
solutions	like	smartphones	and	tablets	
to	help	keep	them	connected	to	their	
social	networks.		For	many	people,	
having	on-the-go	access	to	social	
media is critical.”

Rory Smith • Retail Sales District Manager for Southern Nevada, Verizon Wireless

“Social	media	sites	like	Twitter	and	
LinkedIn	help	me	stay	informed	
about	news	pertaining	to	Nevada	
and	technology	industry	news	as	
it	happens.	It	also	allows	me	to	
share	information	with	others	I’m	
connected	with	who	have	similar	
interests.”

Mike Yoder • Chief Technology Officer, WinTech LLC

“Social	media	has	transformed	my	
entire life, business and that of my 
clients!	Communication	is	now	at	
light	speed	and	travels	faster	than	

ever before. I’m on the train, but 
like	many	others,	not	sure	where	
the	journey	will	take	us	or	where	

the	destination	will	end	up,	except	for	
a	changed	life	forever!”

Darcy Neighbors • Founder/CEO, CIM Marketing Partners

“Social	media	has	impacted	my	daily	
life	by	allowing	me	the	opportunity	

to reach out to people I may not have 
otherwise	been	able	to	speak	with	or	

mentor.		It	allows	a	one-on-one	meeting	
with	people	anywhere,	anytime.”

Phillip Dell • Personal Chef, Sin City Chefs

The Last Word People

http://www.NevadaBusiness.com
http://theabbiagency.com/
http://www.sincitychefs.com/
http://www.cimmp.com/
http://wintechllc.com/
http://www.tropicalsmoothie.com/
http://www.verizonwireless.com/
http://www.nevadabusiness.com/2013/07/how-has-social-media-impacted-your-daily-life/?utm_source=App&utm_medium=App&utm_campaign=July+2013+App
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