U.S. Senator Harry Reid

•••

on a balanced
budget:
"It would be the easiest vote in the
world for me to vote for the
amendment. Everyone in
Nevada is in favor of it." 1
••••••••••••••••••••••• + ••••••

Senator Reid
voted against
the balanced
budget

So, Senator ...
Who do you represent!
PAID FOR BY NEVADANS FOR A BALANCED BUDGET.
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At Rainbow Medical Centers we
take your health care very seriously.
With three locations to serve you
in the Las Vegas area , we are never
far away. Our highly trained
physicians can handle all of your
medical needs, even the ones you
think are too small to be noticed.
Call us for more information .

QAINBOW
Centers

Wast
East
North

(702) 255·4200
(702) 438·4003
(702) 855·0550

To keep everybody happy,
we're getting

this card.
Good CHOICE

th the dual-option plan from Blue Cross and Blue Shield of Nevada* and HMO Nevada**
employees can choose which plan is best for them- the HMO or the PPO. That way,
each employee has a choice of benefits, a choice of payment levels and a choice of doctors.
Which makes dual option a good choice for the benefits administrator who wants to keep costs
down and morale up.

W

For a rate quote, call your insurance broker or Blue Cross and Blue Shield of Nevada at
228·2583. In Reno call 829·4000.
"An Independent Licensee of the Blue Cross and Blue Shield Association
" "HMO Nevada is an affiliate of Blue Cross and Blue Shield of Nevada and filed under HMO Nevada 82242
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The healthcare industry is becoming more business-oriented as insurance
companies increasingly scrutinize the bottom line.
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The healthcare industry is becoming
notably more business-oriented. Health
insurance companies are concerned with
the bottom line. Not only the financial
bottom line, but the bottom line in terms
of physician accountability.
This is good news for business owners
and their employees, who will hopefully
pay less in terms of insurance premiums.
And it's good news for insurance companies, who might bring in less revenue
in terms of premium payments, but will
save more on medical expenditures. But
what does this mean for healthcare providers? Will we see cut-backs in the
healthcare field? If so, now will this affect
the economy? Will increased accountability result in increased paperwork

rather than increased care? Will physicians have less say in how their patients
are treated? Or could this new business
approach translate to a "win-win" situation for all involved in providing and
receiving cost-conscious, yet health-conscious medical care?
"I think the health industry needs to
become even more business-oriented,"
says CEO of Sierra Health Services Inc.
Dr. Anthony Marlon. "Until it started to
become business-oriented a few years
ago, costs were just screaming out of
control. By bringing some rational business basis to the [healthcare] industry, it
has reduced the amount that costs are
increasing on an annual basis."
Says Marlon, "When we were having
to increase premiums at a rate of 10 percent to 20 percent a year, it was clear
this was not sustainable for any country.
For the first time, particularly in the last
10 years, healthcare professionals have
been forced to compete on the basis of
quality and price."
As we look toward the increasing popularity of managed care, Marlon is quick
to point out the term actually stands for
accountability. "That means accountability for the providers, the doctors , the hospitals, the insurance companies and the
consumers. The goal of managed care is
to make sure the most effective thing is
being done at the most reasonable price."
Marlon adds, "The concept has enjoyed
tremendous success over the last 10 years
and has resulted in some of the lowest
cost increases, and sometimes even decreases for many consumers."
Marlon says as much as 40 percent to
50 percent of the country is enrolled in
some form of managed care program. "I
think what you're going to see is further
increase in the utilization of managed
care to bring accountability to the delivery of healthcare," Marlon adds.
Marlon maintains that it's not only the
physician who has to play a bigger role
in the hew business of healthcare. "Utili8 Nevada Business journal •
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"The goal of managed care
is to make sure the most
effective thing is being done
at the most reasonable price."
-

Dr. Anthony Marlon

zation review and managed care techniques help keep costs down by demanding accountability from physicians," says
Marlon. "But," he adds, "managed care
also demands accountability from the
consumer. It asks them to make some
choices and abide by some rules in order
to receive the highest possible quality
care for the lowest possible cost."
According to Marlon, most people find
this concept easy, but others find it very
difficult. "There will always be a
healthcare delivery system where people
can make all the choices themselves, but
it will cost 20 percent to 100 percent
more than the managed care setting."
Nevertheless, although the issue of
choice has been a flashpoint in the
healthcare reform debate, Marlon sees
the managed care system gaining popularity over the traditional form of care.

"The more knowledgeable the physicians
become of this system, the more they see
the benefits. The competitive marketplace
is telling us this is a more effective way
to do business for everyone."
One common objection against such
stringent control administered by health
maintenance organizations, or HMOs, is
made by the consumer. But Marlon says
it's an unwarranted fear. In fact, he notes
the consumer is actually protected by the
increased demand for physician account- .
ability. "It's a much better deal all around
for everybody," says Marlon. "I'm happy
to see the majority of studies that have
examined quality control in managed care
settings have determined the quality qf
care is higher than in the traditional setting. We ask every doctor in every hospital to justify why a particular procedure or operation is good for the patient.
This level of accountability is not always present in the traditional system."
Marlon says doctors previously were
free to do anything they wanted. He
points to cases of physicians routinely
performing unnecessary surgeries such
as hysterectomies and cesarean sections
that were later deemed to be medically
unnecessary. "There were accusations
some of these procedures were done for
the convenience and economic gain of
the physicians involved," says Marlon.
"You don't see that happening as much
any more, because someone else is asking the questions."
However, Marlon notes most insurance
companies are merely third-party participants at the center of the equation. He
explains, "If the costs for healthcare are
less, the insurance company collects less
in premiums. But sometimes the insurance company gets between the business
owners and the providers . . . they get
blamed to some extent when healthcare
costs get too high, but what they charge
is really a reflection of what the cost of
healthcare is."
According to Marlon, as a result of
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been covered by
an increase in premium collections, but that didn't happen. Tne result of the influx
of new clients served by an
inadequately staffed bureaucracy: they fell behind."
-Ron Rubel
increased cost-control measures and natural competitive market forces, the occasion has arisen to create a more efficient
system. Marlon points out that an HMO
is an insurance company that is also responsible for organizing and delivering
the care. "When the opportunity to
streamline emerges, the cost to the consumer is reduced," adds Marlon .
On the issue of a possible national
healthcare plan, Marlon predicts it is
something we won't see for quite some
time. "National healthcare was a very
large issue last year, but I don ' t think
we're going to see it in this country for
hopefully 10 to 20 years," he says. "Of
course, there's the possibility for incremental reforms that level the playing
field, or change a policy at policy level."
Marlon also notes the trend to merge
managed care companies is just incidental. " You see a lot of mergers in an attempt to either create a bigger pot, increase subscriber volume, or become
more efficient in administration. Mergers don ' t impact the actual delivery, or
cost of healthcare to any great extent."
While Marlon outlined the benefits of
managed care systems, not everyone is
happy with so many hands in the pot.
Ron Rubel, industrial relations director
of the Industrial Medical Group, says the
slice managed care organizations take
from his bottom line is coming close to
10 Nevada Business Journal •
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putting his firm out of business. " We're
the only clinic in the state that specializes strictly in workers compensation
cases," says Rubel. "We only take patients from self-insured clients and the
State Industrial Insurance System (SITS)."
Rubel says the major change in the
workers compensation system came
about in January of 1994. "The state holds
an annual hearing in October, which determines the cost physicians can charge
for every medical procedure administered
to workers compensation patients," he
explains. "They get this figure by averaging typical costs from doctors across
the state, and the state may pay, perhaps
70 percent of that average to the physician. Then the managed care organization comes and takes a percentage off
that." Rubel adds, "Previously it was just
the state rate that was paid. Now, the
losses can't even be collected from the
injured workers ."
Rubel says other physicians who take
on workers compensation cases are in
similar situations to a lesser degree, and
many of them 'are looking to reduce the
caseloads of these patients. Rubel's concern is that facilities that make substantially less money treating workers compensation cases will end up shutting out
this sector of the populous or closing
down all together.
Another concern of Rubel 's is that the
state hasn't raised its conversion factors,
or their standard rate of payment, for
five years . "My overhead has gone up,
as well as the cost of supplies and employees," says Rubel. " By adding the
MCOs alone, I've had to hire three additional full-time employees just to handle
the paperwork - in spite of receiving the
MCO payment rate."
Rubel also expresses concern regarding the expertise of the physicians who
will ultimately remain within the managed care environment. "We just won't
be getting experienced practitioners to
participate in the system."
Rubel says the MCOs ' part in the

workers compensation system is unnecessary and costly to everyone involved.
"The doctors are essentially paying for
the MCOs to be in place. It's getting to
the point where, like Medicare and Medicaid, you can't make money so you don
take the patients."
Rubel says MCOs came into play in
January of 1994 as a result of internal
problems at SITS. "For four years there
were no additional employees hired at
SITS," Rubel maintains. But he says the
phenomenal growth of the state has overburdened the workers compensation S) tern. "The cost of new SIIS hirees coul
have been covered by the increase ·premium collections, but that didn 't happen. The result of the influx of new clients served by an inadequately staffed •
bureaucracy: they fell behind."
Rubel believes the understaffing of
SIIS cost $120 million a year, though he
says the state won't admit it Adds Rubel,
"In July of 1993, 187 people were hired
for SIIS in both the north and the south,
and by January of the following year the
operation was running smooth and fast
again." But Rubel says by then, the 1993
Legislature had already decided to institute the MCO. Rubel maintains, "If Governor Bob Miller had hired those people
in the first place, there wouldn't have
been the loss and we wouldn't have the
problem with the MCOs now."
Although Rubel doesn't think anything
short of legislative action will help matters, he says he isn't ready to give up his
unique operation. "We're probably going to ride this out until October and see
if the state decides to continue with the
program," says Rubel. "If they are, we're
going to have to start looking at cutting
back the number of workers compensation cases we treat. We may have to tell
clients we'll only take their injured workers if we can also be the care provider
for their group insurance as well."
Another issue which is causing concern among healthcare professionals is
the proposed cutbacks in Medicare pro-
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grams. Steve Smith, administrator of the
Carson-Tahoe Hospital in Carson City,
says right now, about half the business
of most hospitals is Medicare.
"HMOs are starting to work with the
program by contracting with physicians
and hospitals on a capitated basis," says
Smith. "This means the healthcare provider receives the same amount of compensation regardless of whether a patient
is treated once a month or ten times a
month." Smith adds, "In the past, doctors and hospitals were paid for what
they did. We were paid for each test,
each procedure. But now, with a capitated
rate structure, there 's actually an incentive to not perform tests that might be
necessary. We need to focus on preventive medicine and maybe even be compensated based on what we don 't do."
According to Smith, the current system utilizes DRGs, or diagnostic related
groups, whereby the federal government
takes all possible illnesses, puts them into
various categories, and pays the healthcare provider a set dollar amount for each
related procedure. "The problem," says
Smith, "is that not every case is the same,
and hospitals can often come up short if,
for example, complications with an appendix removal result in a longer than
anticipated hospital stay."
Ultimately, Smith says, the bottom line
is that people will always need medical
attention, and someone will always have
to pay the bill. "At our hospital , we treat
everyone, regardless of their ability to
pay. Cost shifting occurs when a patient
with no job and no insurance is treated.
The cost of providing care for this patient is then shifted to someone else, who
pays the bill."
According to Smith, in the past, private hospitals were able to do this because at least half of the patients had
health insurance. "But now the HMOs
refuse to take any cost shift, and we can 't
cost shift to Medicare because they' re
covered under the DRG. Soon, nobody
will pay for the people who don 't have

insurance, and physicians are going to
stop taking Medicare patients."
Smith relates a story similar to that of
the Industrial Medical Group. "A lot of
doctors are getting paid less money, so
they're getting out of medicine. And it's
always the best physicians who leave the
profession for other endeavors."
Smith adds, "Until last year, there was
a shortage of nurses every year. Now
there are so many hospital beds being
shut down that there is an excess of
nurses. Over the past 20 years, such an
occurrence has been unheard of."
Smith worries this trend could affect
access to healthcare. "These people end
up in emergency rooms , and that ends up
costing society three or four times as
much as it would have had they been
able to get in to see a doctor," he said.
Another organization concerned about
possible Medicare cutbacks is the Nevada Association of Hospitals and Health
Care Systems. Executive Vice President
Hanria Holden says there are four scenarios being co~sidered by Congress.
"The one that's getting the most attention will result in $200 billion in cuts to
the Medicare program by the year 2000.
The average loss for a typical hospital in
the state of Nevada would be $2,202 per
Medicare case treated," says Holden.
The profit margin for hospitals would
also be dramatically affected as well. " If
these cuts are enacted and it's actually
costing hospitals every time they admit a
Medicare patient, these people are, in
effect, going to look not too different
from the patients who come in with no
insurance." Holden points out, "Medicare is something in which the American
people have invested in good faith ."
Holden maintains the costs of
healthcare will ultimately have to be underwritten by someone. "It 's the private
businesses that tend to have the kind of
insurance coverage that hospitals and
doctors can cost shift to, so they ' re the
ones that are picking up the slack at this
point for insufficient Medicare and Med-

"It's

so they're the ones picking ·
up the slack at this point for
insufficient Medicare and
Medicaid payments."
- Hanria Holden
icaid payments." Holden points out that
a lot of small businesses ca n't shoulder
that responsibility, and she adds that
healthcare~ professionals are hurting as
well. "But before you close down, you
have to start cutting. There are trained
nurses in unemployment lines in the San
Francisco Bay area right now."
.-,
Holden says if _ "' ·
place, additional problems could result whether through a loss of job opportunities for qualified healthcare professionals, or through losses in the local
economy due to cutbacks.
Holden states that when reductions like
these go into effect, the impact is farreaching, not only from a business perspective, but also in the form of accessibility and the availability of highly
specialized healthcare services, such as
trauma and neonatal care.
Holden believes there are alternatives
to shutting down hospitals and reducing
skilled staffs, one of which is to become
more business-oriented. "One thing the
hospital community can aggressively utilize is managed care for Medicare patients ," says Holden. "The second thing
being recommended by the American
Hospital Association is that an independent commission be established to revamp the entire Medicare system. The
way we're going right now, the trust fund
could be bankrupt by the year 2002." •
June 1995 •
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MEDICAL INDUSTRY-RELATED COMPANIES
Finding Southern Nevada a healthy place to do business

WHILE Nevada distinguishes itself as
the fastest-growing state in the Union, it
is creating some interesting trends. Southern Nevada is attracting a variety of enterprises drawn to the area from such
locales as California, Arizona and Texas.
Much like the Silicon Valley is recognized as the center of the computer industry, Southern Nevada is rapidly
becoming home for businesses involved
in the pharmaceutical/health industry.
"Medical industry-related companies
are among the host of businesses fmding
Southern Nevada an attractive relocation
site," said Charles McPhee, senior vice
president of marketing and leasing for
the commercial and industrial division
of The Howard Hughes Corporation.
"Humana Inc. recently purchased 1.6
acres of land at The Crossing Business
Center in Summerlin and is beginning
construction of a 17 ,000-square-foot
building to house the offices of Humana
Healthcare Plans-Nevada." The Howard
Hughes Corporation is developer of the
115-acre Crossing Business Center which
is a major employment center for the
Summerlin master-planned community.
Humana Healthcare Plans, with 35,000
members in Nevada, is a subsidiary of
Humana Inc., one of the nation ' s largest
publicly-traded managed-care companies.
Humana's decision is helping to establish Las Vegas as a "center" for some of
America's leading medical businesses.
Other companies joining the trend include Kloehn Company, Inc., Medi-Mail,
!NAMED Corporation, TiMesh, Inc. and
12 Nevada Businessjourna1 •
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Universal Health Services, Inc. Las Vegas is home to an impressive list of medical companies, such as Sunrise Hospital
and Medical Center and Crown Laboratories. According to McPhee, medical
companies are being drawn to Southern
Nevada for a variety of reasons including the area ' s favorable corporate tax
structure, affordable housing, numerous
recreational opportunities, clean air and
a high-quality labor pool.

Universal Health Services , parent
company of Valley Hospital Medical
Center in Las Vegas , is building Summerlin Medical Center in Summerlin.
(See related article page 24.)

Relocating from Brea, Calif., to a fiveacre site at The Crossing Business Center,
the Kloehn Company, Inc. is a leading
developer and manufacturer of internationally-distributed medical research
products. The company built a $33.6 million, 54,000-square-foot manufacturing
facility in September 1994, and has secured entitlements to build an additional
60,000 square feet of manufacturing facilities at the site.

TiMesh, Inc. , a manufacturer of medical devices for sale nationally and inter-

nationally, was one of the first medically-related companies to relocate to
Southern Nevada from Southern California. The company manufactures implantable surgical hardwa~e for use in
neurosurgery and craniofacial surgery.
Mary Morgan, president of TiMesh said '
the decis10n to locate in Southern Ne- •
vada was influenced by the area's proximity to major distribution networks, the
responsiveness of local officials and the
favorable tax structure.

!NAMED is a developer and manufacturer of medical devices for the plastic and reconstructive, bariatric and general surgery markets. Currently,
!NAMED leases a total of 20,000 square
feet of space in The Hughes Center and
in Hughes Airport Center.

Medi-Mail, a mail order and prescription-care company moved from San Diego in August 1993. The company relocated to a 17 ,000-square-foot facility in
the Hughes Airport Center.
Det Merryman, president and CEO of
Medi-Mail, considered other California,
Arizona and Nevada locations before settling on Southern Nevada. The deciding
factor was the tax structure; most importantly, the tax-free status applied to inventory, because mail-order businesses
require substantial inventories.
•

Sunrise
Medical
NEED A DOCTOR?

Referral:
731-8888
Whether you need a referral for a
physician, or have a medical question,
our Health Information Line has the
answer on 800 different topics.
To get our free Health Information
Line directory, which lists the fourdigit codes to access all 800 topics,
drop by the information desk at
Sunrise Hospital.

MAKE THE CALL:

731•8888.(1t's Free)

_._ _. e

HOSPITAL & MEDICAL CENTER

3186 South Maryland Parkway
Las Vegas, Nevada 89109

Healthcare '95

SDMI adds sophisticated MRI system
to Green Valley location

Steinberg Diagnostic Medical Imaging's new magnetic resonance imaging system
produces a magnetic field 7,000 times stronger than that of the earth.

IN

MAY, Steinberg Diagnostic Medical
Imaging (SDMI) of Green Valley
announced the acquisition of the new
Flexart™ magnetic resonance imaging
(MRI) system from Toshiba America
Medical Systems, Inc.
"We are proud to provide the benefits
of such an outstanding diagnostic imaging system," said Keith Frank, director
of marketing. "Many consider MRI to be
the most revolutionary diagnostic imaging technique since the discovery of
X-ray in 1895. Without conducting an
invasive procedure, it gives us exquisite
three-dimensional views of the inside of
the body and therefore is a tremendous
asset in disease detection and treatment."
There's no other way, except through
surgery or by X-ray exposure, that doctors can get such a precise picture of the
body's inside. When MRI machines first
came out, they were mainly used to diagnose .illnesses in the brain and spinal
14 Nevada Business journal •
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column. Until then, the only way to
search for tumors or hemorrhages of the
nervous system involved injecting dyes
into the spine or brain; techniques that
were difficult, painful and dangerous.
Since then, MRI has been expanded to
other applications. It is one of the best
ways to look at certain bones and joints
and to examine patients with knee or
shoulder injuries. Today, MRI is used by
physicians to identify tumor masses and
other abnormalities in the head, spine,
chest, abdomen, pelvis and extremities.
MRI is also useful in following the
progress of chemotherapy and radiation
therapy on cancerous tumors.
Unlike X-ray imaging systems, MRI
does not rely on radiation; but instead,
on a magnet, radio waves and computers. Yet it provides images that are equal
to or better than what can be obtained by
most other technologies.
MRI operates on the fact that hydro-

gen atoms, which exist in the water
throughout the human body, line up when
subjected to a strong magnetic field. During an MRI exam, the patient lies inside
a powerful magnet; one approximately
7,000 times stronger than the magnetic
force of the earth. A computer reads the
signals and reconstructs data into a grid
of three-dimensional boxes, thus producing detailed images of the interior of the
body. The images provide information
about normal and abnormal tissue.
The clinical applications of MRI will
continue to expand with ongoing developments in software and hardware. One
area where MRI is used with increasing
frequency, is pediatrics, where its non- "'
invasive, non-ionizing na.ture may make
it the modality of choice for children.
"We chose the Toshiba system for
many reiisons, including its high resolu:
tion, its ability to achieve shorter exam
time, its ease of operation and its outstanding image quality," said Dr. Mark
Winkler, director of MRI. "This system
can help us provide better, faster care for
our patients . That translates into a
healthier, more productive patient, and
in the long term, lower overall costs."
SMDI Green Valley provides a full
range of outpatient radiology services
including, MRI, CAT scans, mammography, ultrasound, floroscopy, routine
X-ray and nuclear medicine studies. •

The Toshiba Flexart™ MRI produc
detailed three-dimensional images w
greatly enhance the physician's abili _
diagnose and treat disease.
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STEREOTACTIC BREAST BIOPSY
A key clinical tool for '90s
The challenges of early diagnosis and appropriate treatment of patients
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proven to have breast cancer are being studied around the world. They
have created considerable activity in the American medical research

(702) 733-7788
3025 E. Desert Inn Rd: Suite 7

community and, to date, the impact of diagnostic mammography has
greatly altered the evaluation and care of American women.
STEREOTACTIC biopsy of breast
abnormalities evolved out of clinical research performed in Sweden. The goal
of the procedure is to obtain tissue from
a suspicious area of the breast without
the increased costs, risks and discomfort
of a surgical biopsy and with greater accuracy than other types of needle biopsy.
This technique uses two images of the
breast obtained at slightly different angles
from the "center" to calculate the position and depth of the area to be biopsied.
With this information, and with the assistance of a sophisticated computer system, the radiologist can direct an automated needle to the appropriate position
to obtain "core biopsies." These biopsies
are cylinders of tissue which are large
enough to permit the pathologist a very
accurate diagnosis of the nature of the
breast lesion being examined.
In the past, achieving this same degree
of accuracy required an open surgical
biopsy and the removal of a relatively
large piece of breast tissue to be sent to
the laboratory for study. This new technique permits a very small incision (a

"nick" of the skin less than 1/4 inch long)
to perform the procedure. The patient is
required to remain positioned on the
examination table for only 20 to 30 minutes while the specimen is being obtained.
There is no general anesthesia required
and the patient can get up and leave for
home immediately upon completion of
the stereotactic biopsy procedure.
The LORAD stereotactic device, utilized at the office of Desert Radiologists,
provides an added advantage over competing equipment in that it is a computerized digital unit, and enables the radiologist to complete the procedure more
quickly than with other equipment. The
patient is positioned with the breast held
in place using a compression device to
ensure that movement of the breast does
not occur between the "scout" pictures
and the actual needle biopsy. The entire
process is shortened considerably by the
use of a digital system.
Not all breast abnormalities are appropriate for this procedure but many local
patients have already benefitted by its
•
availability and application.
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~~Everyone

is
talking about

saving money and maintaining

quality of care. Not suq>risingly,

they're also talking about

home health
care."
Wt offrr a comprthmsiot rat~gt of servict>
including:
• Nurse - RNs &t LPN•
• Homemakers and Companions
• Home Health Aides
• Priva~ Duty
• Infusion Therapy Services
• 24 hour service, 7 days a week
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FH P HEALTH CARE
The HMO views pharrnacy benefit
crucial to quality healthcare
One of the leading topics in the subject of healthcare reform
has been the demand for coverage of prescription drugs.

Although reform was defeated in 1994,
changes in America's healthcare system
are imminent and prescription drug coverage will continue to be a major issue.
FHP Health Care, Nevada's fastest
growing health maintenance organization
(HMO) recognized the necessity of providing members with the pharmacy benefit long before healthcare reform became a household topic. Access to
necessary prescription drugs is not only
good medicine and an economic benefit
to members, but makes good business
sense for FHP. Providing prescription
drugs (with nominal co-payments by
members) ultimately leads to lower costs
for the HMO by keeping members well
and out of the hospital.
"Prescription drugs are an integral part
of comprehensive healthcare," says FHP
Clinical Pharmacist Anne Marie Licos.
One of the key features of HMOs is they
provide an integrated delivery system and
seek to keep members healthy through
prevention and early detection of medical conditions. When patients can afford
to fill the prescriptions they need to stay
healthy, serious illnesses and complications can be avoided.
"An HMO can provide a comprehensive benefit at a lower premium because
of its ability to manage cost," reported
FHP Nevada Pharmacy Services Director Charles Noh. "Careful review and
16 Nevada Business journal •
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monitoring of the use of all resources
allows continuous improvement toward
FHP' s dual goals of quality and costeffectiveness," he said.
To meet these goals, FHP has implemented a number of pharmacy benefit
management systems. "The formulary
system is the foundation of our prescription benefit," said Noh. "It allows FHP
to assist physicians with quality, yet costeffective, prescribing practices." The formulary represents a continually revised
list of pharmaceuticals that reflect the
current clinical judgment of the FHP formulary committee, which is comprised
of physicians, nurses and pharmacists.
The FHP formulary committee
employs the following criteria for determining inclusion of a drug on the formulary: The drug must be medically necessary or advisable in the treatment or
control of disease; must have a reasonable therapeutic effectiveness-to-cost ratio; should be relatively non-toxic in general clinical use; and should have
unqualified acceptance by the majority
of clinical practitioners.
"We do not create a formulary in a
vacuum," explained Noh. "Whenever a
new drug comes onto the market, we
examine it for efficacy, side effects and
advantages over other drugs. The cost of
a given drug is a factor, but it's just one
factor. Our formulary includes more than

600 medications. It includes many brandname drugs and covers all the therapeutic categories." He also says using a
formulary helps to screen out an inappropriate drug therapy. "There may be a
well-known, but very expensive, drug in
wide use. We may be able to fmd a medication that can do the same thing, but at
a nominal cost. This can be very beneficial to members. Our Senior Plan members in Southern Nevada have a prescription cap per calendar year, so by using
formulary drugs, we can help stretch their
prescription benefits."
Licos added that "appropriateness of
care" is a major focus of_ the pharmacy
program. FHP uses state-of-the-art data
processing systems to capture prescrip ~
tion utilization information to monitor
physician prescribing trends. This process facilitates appropriate use of pharmaceutical resources and allows for monitoring of under- and over-use of drugs.
Noh emphasized that even with such
management systems in place, "It's still
important for patients to feel comfortable with every aspect of their care, to
ask questions, and to establish a rapport
with their pharmacist.
FHP's pharmacy program provides an
overall dimension to patient care. Since
the company's inception in 1961, the
philosophy has been that the cost of
delivering care can be controlled though
early medical intervention and medical
management, while simultaneously
improving the overall health and quality
of life for patients.
FHP, Inc. is a diversified healthcare
services company, headquartered in
Fountain Valley, Calif. Through its health
maintenance organization, FHP serves
1.7 million members in 11 states and
Guam. It is the nation's third largest
HMO and one of the largest Medicare
risk contractors.
FHP, Inc. is a wholly-owned subsidiary of FHP International Corporation
(NASDAQ: FHPC).
•

Health care changes.~
Philaiophies dotit.
• Special event paramedic standby services.
• CPR, First Responder &EMT Training Center.
• Community relations programs.
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MEDICAL SERVICES

Its more than
our name.

DESERT SPRINGS HOSPITAL
In service to the community

SINCE its inception more than 22 years
ago, Desert Springs Hospital has been a
leader in providing Southern Nevadans
with quality healthcare. The hospital offers a wide variety of educational and
outreach programs to address the needs
of the community beyond the scope of
traditional acute hospital care.
Healthline, a weekly radio program
sponsored by Desert Springs, discusses
current medical topics with staff physicians and healthcare professionals in an
interview format. Some of the subjects
covered in past programs have included:
general health issues, immunizations,
prostate cancer, smoking cessation, urological/gynecological problems and
plants against cancer. The program also
features a series of presentations discussing heart health, including heart attack
warning signs, heart catheterizations, cardiac surgery, women and heart disease,
and cardiac rehabilitation.
Desert Springs' registered nurses, specialized nurse educators, dietitians and
cardiac care technicians compose the
hospital's community outreach team. The
team offers health information, blood
pressure checks, blood sugar screening,
cholesterol screening and prostate cancer exams throughout the year at community and hospital-based health fairs.
Desert Springs co-sponsors the annual
"Salute to Seniors': a gathering of senior
service providers organized by a local
charity. Last year, the event attracted in
excess of 20,000 guests.
Registered die.ticians from the hospital's nutrition services offer an extensive array of educational programs. Com18 Nevada Businessjourna1 •
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munity lectures discussing such topics
as cholesterol, shopping tips, how to read
the new nutrition labels, and "Lifesteps':
a 16-week comprehensive weight-management program, are presented throughout the year.
The hospital's physician speakers bureau offers medical lectures to the public
covering a broad range of topics. Arthritis, prostate cancer, heart disease, guide
to heart test, insulin pump therapy, treatment of infertility and miscarriage, diabetes eye care and surgery for snoring
were some of this year's titles.
Desert Springs Hospital cooperates
with the Clark County School District
by offering hospital tours for students
and by sending healthcare professionals

to school-based health fairs and career
days. In collaboration with the American
Cancer Society, other area hospitals, physicians and radio and television stations,
Desert Springs participated in this year's
"Breast Cancer Awareness" campaign by
offering reduced-cost mammograms. The
Diabetes Treatment Center of America,
located within the hospital, offers educational programs, diabetes screening and
consultation year round. Each year Desert
Springs participates with the Diabetes
Treatment Center to sponsor DiabetesFest, which presents health education,
blood sugar screening and information
about resources for the diabetic community. This year's event was attended by
more than 900 area residents.
•

the role of UMC's rehabilitation team.
UMC operates the most comprehensive hospital-based rehabilitation program in Southern Nevada. It cares for a
variety of patient needs from stroke to
spinal cord injury to brain injury.
UMC's rehabilitation team consists of
physicians, nurses and therapists. The
goal is to help patients realize their fullest potential and resume lives that are as
independent and productive as possible.
Surgical services, including open heart
procedures, are available around the clock
at UMC, which features a modern radiology department, outpatient surgery,
coronary care and intensive care units,
an orthopedic unit, and neurology unit.
Nevada's first organ transplantation
program was established at UMC. The
program's first kidney transplant was performed on Christmas Day, 1989.
UMC also houses Las Vegas' first and
finest comprehensive cancer center, and
its oncologist have developed one of
Nevada's top cancer programs. The
c·enter's nursing staff has special education in oncology care and is certified by
the National Oncology Nursing Society.
Aided by research shared among leading cancer institutes, the UMC team can
provide patients with the latest treatment
advances. For example, it makes available to patients the latest development in
experimental cancer fighting drugs, including Interferon and Intraleuken.
Another UMC department that greatly
benefits the community is its Lions Burn
Care Center, the only burn care unit in
Nevada. Not only does the unit serve the
entire state, but also portions of Arizona,
Utah and California.
In response to Southern Nevada's
growing and active senior populati:on,
UMC has developed a special community-based program. Called the "Silver
Advantage Network", the program offers health education and screening, physician and healthcare referral, business
and services discounts, Medicare claims
assistance, interest free hospital payments
and medical savings.
•
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UNIVERSITY MEDICAL CENTER
Keeping pace with Southern Nevada's growth

The MGM Hotel fire of the early 1980s put to task local emergency medical service resources.
The disaste1; which was used as a case study internationally, brought acclaim to Southern
Ne vada's paramedic industry, and emphasized the importance of mass casualty planning.

MERCY Medical Services came into
existence in 1954 as a medical supply
house. The original owners are said to
have been friends of the late Howard
Hughes. The medical supply house
helped serve the immaculate needs of
Hughes during the time he was sequestered in the Desert Inn. Today, the
operation is the sole emergency medical
service franchise that operates through a
contract with the Las Vegas City Council and the Clark County Commission.
"We're a performance-based contract,"
said Mercy Public Relations and Marketing Director Sharon Chayra. "That
means we comply with requirements set
for us. We're an all-paramedic system,
we maintain response times of under nine
minutes 90 percent of the time, and we
maintain national accreditation."
22 Nevada Business journal •
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Chayra said Mercy was one of the first
of 19 services throughout the nation to
receive accreditation through the Commission on Accreditation of Ambulance
Services (CAAS). In 1993, Mercy was
awarded the highest distinction possible,
a five-year accreditation status from
CAAS. "The CAAS standards for care
and quality assurance often exceed the
local and state requirements for paramedic providers," Chayra said.
Recognized nationally for its accomplishments in the medical services field,
Mercy was honored with the US Senate
Productivity Award in the service category in 1992, and has since received
high praise in such publications as the
Journal of American Medical Associations. A recent winner of the Ambulance
Association Community Partnership

Award, Chayra said Mercy serves as a
role model for similar emergency medical service programs throughout the
country. "Mercy is actually considered
one of the top three in the nation in terms
of performance. Many people from
around the world come here to see how
our system works."
The Clark County EMS operates as· a
multiple response system, with fire departments dispatched as first respondents
to emergency calls. Said Chayra, "Because we work in a public-private partnership with the fire services, we can get
resources where they need to go quickly ·
and efficiently." According to Chayra,
Mercy is very conscientious about utilizing their resources to th_~ fullest extent.
"We use systems data management to
build a data base into our computer-aide·d
dispatc system, which indicates the tirrie
of day, and the day of the week we can
most likely anticipate emergency calls,"
Chayra added, "We can then concentrate
our resources in those areas."
According to Chayra, utilizing these
measures assures the supply and demarid
for services is fairly equal, which means
a savings for consumers and to insurance providers. "Through all of these initiatives, we've always been very aggressive in using technology to the advantage
of the consumer. That's one of the reasons Mercy boasts one of the lowest rates
in the nation for the highest quality service available."
Frequently asked about whether they
receive tax subsidies or kickbacks from
hospitals for services, Chayra is quick to
point out that Mercy receives no subsidies and is simply a fee-for-service operation, regulated by its governing agencies and subject to exhaustive audits.
"Because the city and the county are the
ones who regulate entry into the marketplace, it's not really at our discretion
whether another paramedic provider
comes in," explained Chayra. "But should
they come in, chances are they would
duplicate the dispatch center and duplicate all of the resources that are avail-

Mercy's communications center was the first
to utilize McDonnell-Douglas aeronautical
software for application into emergency
services use. An average of 400 calls are
received here during each 24-hour period.

able in terms of ambulances." Chayra
said a newcomer could do what is commonly known as "cream skimming," or
taking only the patients they know can
pay. "If that happened, a large emphasis
would be placed on the other provider,
and in tum, the existing provider would
have to raise rates."
Although_Mercy has been honored for
its strides in the field, Chayra emphasized that providing quality patient care
is by far the priority of Mercy's medical
staff. Noting that Mercy serves everyone
who needs medical attention, regardless
of their ability to pay, Chayra said Mercy
writes off 40 percent of its bills. "Some
think we're a monopoly, but we really
act more as a public service." Added
Chayra, "We're willing to do this for the
privilege of serving this community."
In terms of community service, Mercy
performs a number of neighborhood
outreach programs. "Last year, we saw
42,000 children and adults, teaching everything from 911 system access to
CPR," said Chayra. Mercy also offers
alcohol awareness sessions, along with
vocational preparedness training and
mentorship programs.
Based in Southern Nevada, Mercy
Medical Services is part of a San Diegobased corporation called MedTrans. Said
Chayra, "Every service within the MedTrans family actually has a great amount
of autonomy, so it's not all cookie cutter. Every community is different." •
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DESERT RADIOLOGI STS

Desert Radiologists West: 2020 Palomino Lane, Ste 100 • (702) 387-6900
Desert Radiologists East: 3920 S. Eastern Avenue, Ste 100 • (702) 734-0071
Nevada Radiation Oncology Center Main: 624 S. Tonopah Drive • (702) 386-6863
Nevada Radiation Oncology Center East: 3940 S. Eastern • (702) 369-6762
Radiation Therapy Center of Henderson: 98 East Lake Mead, Ste 101 • (702) 565-5311
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SUMMERLIN MEDICAL CENTER
Construction progresses on phase one
jll'
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Most of us take the ability to
become a parent for granted. For
this couple it will be nothing less
than a miracle brought about by
medical science. They are like
thousands of couples who have
found it difficult to conceive.
For them, the elusive goal of
giving birth has become a
symbol of loss.
Medicine doesn't have all the
answers to the mystery of why
some couples can't conceive.
However, for most couples,
treatment is available.
The Fertility Center of Las
Vegas is committed to giving
couples access to the most
innovative techniques available
in the treatment of infertility.
For more information about
our program, please call.
Bruce Shapiro, M.D., FACOG
Diplomate American Board of
Obstetrics & Gynecology
Sub-Specialty Certified
Reproductive
Endocrinology & Infertility

f

F E RT I L I TY
CENTER
of Las Vegas
(702) 369-1777

1810 E. Sahara Avenue, Suite 2
Las Vegas, NV 89104
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VALLEY Health Systems is now building phase one of the $70 million,
Summerlin Medical Center; a major hospital and medkal complex located in the
Las Vegas master-planned community of
Summerlin. The center will include a
120-bed hospital, an outpatient surgery
center, a diagnostic center and a major
medical office complex.
Universal Health Services, Inc. is the
parent company of Valley Hospital Medical Center, which is linked to the new
Summerlin Medical Center on Town
Center Drive. Phase one is scheduled to
be complete in December 1995, and
phase two will be complete a year later:
eventually the medical center will have
the capacity to expand to 400 beds.
When the 265,000-square-foot hospital is finished, a projected 465 people
will be employed there. In addition, the
100,000-square-foot medical office complex will offer 80 physician offices, housing 120 physicians and 300 employees.
The project will provide a full-service
emergency services department, inpatient
surgery suites, obstetrics, cardiology, sophisticated cancer treatment facilities,

pulmonary medicine and rehabilitation.
In addition to traditional services, the hospital will offer a variety of wellness outreach programs focused on the needs of
seniors, children, women and families.
"The hospital's direct link to Valley
Hospital Medical Center provides an extraordinary depth to the level of expertise and services it can offer the rapidly
expanding Summerlin community," said
Claus Eggers, managing director of Valley Hospital Medical Center, which
serves as the tertiary hospital for The
Valley Health System.
Valley Hospital Medical Center, which
last year received the U.S. Productivity
Award for Nevada, is also linked to
Goldring Surgery Center, The Lakes
Business Park and Universal Health Network- all part of the Valley Health System. Universal Health Services, Inc.,
founded in 1978, operates 28 acute care
and behavioral healthcare facilities, as
well as 22 ambulatory surgery and radiation therapy centers. Universal Health
Services provides healthcare in 16 states
and has grown to become one of the
nation 's largest healthcare systems. •
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Commitment to the Community
Part of the managed care philosophy is keeping peojJle healthy
and implementing preventive practices to identijj· illnesses and diseases
in their- earliest stages.

HS takes its
responsibility
as a corporate
citizen very
seriously.
Not only is
the Company generous in
its financial support to
many chat; table and civic
organizations, but the
Company's employees also
hold leadership roles in
such groups as the Las Vegas
Chamber of Commerce,
the Nevada Development
Authority, AquaVision,
Boy Scouts, Southern
Nevada Clean Communities,
Coalition 2000, USC
Foundation, UNLV Corporate
Council, CommunitySchool Parmership Program,
HELP of Southern Nevada,
Corporate Volunteer
Council, d1e Community
College Fow1dation and
dozens of od1ers. The
company has even formed
its own volunteer task force
called SHARE - Sierra's
Helpful and Responsive
Employees.
"SHARE volunteers
contribute thousands of
homs each year to important
community causes," said
SHS Director of Public
and Community Relations
Jenny DesVatD( Oakes.

Baby Your Baby
To encow-age and support
improved prenatal and early
childhood care among
Nevadans, SHS and SMA
participate in Baby Your
Baby, an initiative designed
to educate and provide
referrals for crucial medical
and social services to
expectant and new mod1ers.
University of Nevada
School of Medicine

SHS has established a
relationship with the
University of Nevada School
of Medicine. Under d1is
arrangement, HPN
essentially becomes a
teaching HMO. As part of

this program, residents in
internal medicine see
patients at two HPNconu-acted outpatient sites
where d1ey provide followup care to HPN patients
who are hospitalized at the
plan's pt;mary hospital.
This program not only
provides an invaluable
clinical experience for these
physicians in u-aining, but it
also assists the HMO by

educating .fi.mtre doctors
regarding the practice of
medicine wid1in a managed
care setting.
Ongoing Community

Par1nerships
In the spt;ng, SHS and
the Clark County Heald1
Disu;ct joined together to
organize local activities for
National Infant Immunization
Week. In parmership, they

sponsored free immunization
clinics in several schools and
other locations across Clark
County. As a result, more
than 400 free immunizations
were admin istered to area
children. SHS also has a
long-standing partnership
with the Clark County
School District and has
adopted the students at
Twin Lakes Elementary
School. Other partnerships

have included issue-related
workshops with civic and
governmental organizations
and agencies, such as the
recent discharge planning
workshop co-sponsored with
the Nevada Division for
Aging Services. Other
community activities
include free flu shot clinics,
childrens' safety fairs, senior
health fairs, free vision
screenings and community

seminars on such topics as
hospice care, employee
assistance programs, senior
citizen issues and diabetes
education.

Sierra Health Services:
Aggressive Quality
Management
'We ne\·er want to stop
learning how to improve,"
Marlon said. "'B · diligently
working to enhance our

systems, by providing career
opportunities to our
valuable employees and by
staying at the forefront of
our indusn·y, we believe we
can p lay a key role in
shaping evada's health
care future ." +

'

The"
"the
practice of
medicine can no
longer be based on
an 'I' philosophy, in
which no one has
the ability to question
why a doctor determines a
certain course of action, "
said Marlon . "It must be
a 'we' concept in which
doctors and case managers
work as a team to choose
the best possible treatment
plan for the patient in
the most cost- effective
manner." This is the heart
of managed care.

In order to keep medical
costs from spiraling out of
control, prior authmization
for expensive tests and
procedures must be obtained.
In some of SHS's health
plans, patients also need
approval from their primary
care physician before a visit
to a specialist is covered by
the plan.
'We have developed
extensive policies based on
nationally accepted medical
protocols to determine
the most effective courses to
follow in treating a particular
ailment," Signmino said
'We utilize these nationally
recognized sources and
the most current and
comprehensive research
data available to develop
the guidelines, but they are
just that- guidelines. It
must be recognized that
there are times when
doctors and their patients
choose a different cow·se of
action than that specified by
the guidelines. Medicine is
not an .exact science." +

t

On the Technological Front
·'

MAenhanced
its medical
software system
recendy by
adding on-line
access to electronic medical
records. Now, a physician
can call up pertinent data
from a patient's chart via
a terminal in his or her
office. This allows for
more informed treatment
decisions to be made at the
time of the office visit or
phone call. The group
expects to add new features
to this service throughout
1995, including adding
electronic access to radiology
and laboratory results. The
use of voice recognition
computer technologies also
promises more rapid access
to treatment information.
Managed Care-

keeping people healthy
Part of the managed care
philosophy is keeping
people healthy and
implementing preventive
practices to identifY illnesses
and diseases in their earliest
stages. SHS takes this
philosophy very seriously
and has implemented two
system-wide programs to
combat two of the most
common ailments pulmonary disease and
diabetes.

The Pulmonary Initiative

"Our goal in the pulmonary
program is to identifY those
patients who have been
diagnosed with pulmonary
disease or have d1e potential
for such disease, such as
those with asthma and
emphysema, and then
in1prove the health status
of those patients by
implementing clinical
guidelines for better care,"
Raskin said.

A SMA policy is now in
place to screen all patients
for pulmonary risk factors,
including age and smoking.
The clinical guidelines
call for regularly scheduled
follow-up visits, pnewnonia
immunization, flu shots and
other preventive measures.
lew members of Senior
Dimensions, HP 's program
for Medicare beneficiaries,
are now screened upon
mientation into the program.
In addition, there are

ongoing pulmonary
education workshops for
members. In one year,
Raskin said, hospitalization
for pulmonary problems
among SHS's patients has
dropped significantly,
especially among older
patients.

population has diabetes. To
help combat the disease,
SMA has instituted a program
called The Diabetes Center
of Excellence in which an
extensive diabetes training
program has been
implemented among

The Diabetes Center
of Excellence

practitioners, dietitians and
nurse clinicians.

According to Raskin, it is
estimated that approximately
five percent of the U.S.

Another component of
the program consists of
patienteducationto

manage the disease. Using
baseline data, SMA has
determined that the number
of out-of-control diabetes
cases among its patients has
significantly dropped
during the past 2 years.
SMA is also participating
·m a nationa:t study ol
diabetes patient outcomes
through the American
Group Practice Association,
ofwhich \1A' Dr.James
nyder an endocrinologist,

is chairman of the diabetes
section. The goal of the
program is to manage
diabetes and prevent the
incidence of complication
arising from out-of-control
blood sugar levels. +

• n the mid 1980s, when
Sima Healllz Services, Inc.
(SHS) began to promote
the benefits of managed
health care to Southern
Nevada, few people,
including the company's
founder Dr: Anthony MaTton,
realized what the Company
would become. Toda)' it's a
multi million-dolla1· corporation
that emplo)'S approximately
1,700people, operates in seven
states and pmvides health
insurance to more than
300,000 individuals. The
Company, now with nine
subsidiaries, aedits its success
largely to its adherence to the
principles of managed care and
its commitment to delive1ing
qualit:)' health care in an
organized and cost-effective
manne1·.

Z

SHS is the parent company
of nine subsidiaries that
primarily provide or arrange
for comprehensive managed
health care and adminisu-ative
services. While stilJ relatively
new, managed care has made
great su;des in 1:!-ansforming
into a team concept in which
a system of checks and
balances is in place to help
ensw·e the best care in the
most cost-effective manner.
According to the SHS
Mission Statement, "managed
care requires that providers,
insurers and patients work
together. It necessitates that
alJ providers be accountable
for both the treatment
dispensed to the patient and
the charges billed to the payer
for this treatment. " It is this
accountability factor, says
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The evolution in medicine-

a

ccording to
Marlon, the
Compat~y's

chief executive
officer and chairmat1 of the
board, mat~aged care has
taken the practice of
medicine to a new level
of aCCOW1tability and
responsibility, in terms of
both the delivery of cat·e
and business ope1-ations.

SHS takes this
commitment to quality
several steps further by
voluntarily seeking
accreditation and review
from several nationalJy
recognized accrediting
organizations. The Company
undergoes numerous
intensive reviews and
accreditation exan~s each
yeat·.
These exan1s measure
the Company's abilities in a
Vat;ety of capacities, including
quality management and
improvement, utilization
mat~agement, provider
selection, preventive health
services, provider and
patient satisfaction, at1d
the processing of appeals
and medical credentialing.
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voluntat;!y ask nationalJy
recognized credentialing
orgat~izations to put us
under the microscope
again and again," said
Chat·les Signorina, M.D.,
Senior Medical Director for
three of the Compat~y' s
subsidiat;es. ''There is no
question that we at·e held,
and we hold ourselves, to a
higher standat·d. "
According to Signorina,
more than 80 percent of
the physicians who practice
medicine for SHS's medical
specialty group, Southwest
Medical Associates (SMA),
a~·e board-certified in their
specialty. The majority of
the others are boat·d eligible,
meaning they at·e in the
process of being evaluated
through exams at~d other
measurement devices to
prove their expertise in
pat·ticular fields of practice.
The Amei;cat~ Boat·d of
Medical Specialties oversees
the certification of physicians.

''I know of no other
industry that is required to

The doctors who choose
to practice medicine for
SMA must pass 1;gorous
internal evaluations,
including credentialing,
hospital and medical
records reviews, office site

Marlon, that mak.es the

undergo as man.y qualification

visits, and case audits.

managed care system a better
value for alJ concerned. +

exams as the health care
indusu·y. At SHS, we then

Physicians undergo twice
yearly recredentialing.

In addition, SMA's
administration continualJy
reviews patient satisfaction
surveys, access studies at1d a
number of other monitmmg
mechanisms. As pat·t of the
process, quality assurance
plat1s are put into place to
help ensure that the system
continues to improve .
"VIle constaJ.l.tly n1.easure

how we a~·e doing," said
SMA Medical Director

0 I.

I

Richard Raskin, M.D.
"We m easure ourselves
compared to industry
standards, pharmacy
utilization data and a
number of other indicators
to determine how we can
continuously improve."
Raskin personally visits
every SMA medical facili ty
at least twice a year. In
the course of gathe1ing
information , Raskin - and

his Quality Management
team - review patient
charts to ensure that the
system's guidelines are
being followed, to scrutinize
patient satisfaction surveys,
to interac t with SHS 's
member services department
and to randomly call patients
to assess their level of
satisfaction.
SHS's efforts in quality
improvement have not gone

wmoticed. The development
of system-wide methods
of care to manage chronic
disease conditions within
the primary care setting
haYe resulted in the
Company's health
maintenance organization,
H ealth Plan ofNevada
(HP:'\) . receiving two
national grants. A grant
from the Health Care
Fmancina Admini tration

(HCFA) is to establish a
"social HMO " that will
provide enhanced medical
and social services to the
frail elderly population of
Southern Tevada. A grant
from the Robert Wood
Johnson Foundation will
allow SHS to develop a
program that addresses the
complex needs of
chronically ill patients
within an HMO setting .

•

From the White House to
every house, health care is a
primary concern. That's why
it's so important to learn
about Sierra Choice from
Health Plan of Nevada, Inc.
(HPN).

Sierra Choice. No other
health plan offers your
employees greater freedom
to choose their level of
benefits, out-of-pocket
expenses, and health care
providers.
Sierra Choice helps
you control your company's
prermum expenses.

FOR
A
HIGHER
LEVEL
OF
HEAlTH CARE,
COME
TO THE
SIERRAS.

Members can choose one of
three benefit options-HMO
Option, PPO Option, and
Managed Care Indemnity
Option-·at the time they need
medical care.

Freedom of choice at
the time of medical care,
quality of care, plus cost
control make Sierra Choice
an excellent choice for you
and your employees.
Sierra Choice. A higher
level of health care. Call
your broker or Health
Plan of Nevada today at
871-0999.

A member of Sierra HeaJth Services, Inc.

Noteworthy Notes

REMSA EARNS NATIONAl
RECOGNITION

While communities across the country
struggle to control the costs and increase
the efficiency of their emergency services, the Washoe County region's emergency medical provider, REMSA (Regional Emergency Medical Services
Authority), has been cited by the national
Ambulance Industry Journal, as a rare
and remarkable example of both high
performance and cost effectiveness, without depending on single tax dollar.
According to the article, "REMSA has
clearly emerged as an industry leader."
The journal is a leading publication in
the emergency medical profession.
REMSA has impressed industry observers with its clinical and financial performance, which is due to its "public
utility model" structure. This model combines the regulatory and control benefits
of government with private-sector flexibility, innovation and efficiency. It also
enables REMSA to efficiently operate
both air and ground programs under one
business structure. Because of its status,
REMSA is able to attract and employ
some of the nation ' s best emergency
medical professionals.
REMSA has steadily improved air and
ground ambulance services over the past
seven years, while continuing to hold its
average annual rate increase to 3 percent, compared to the national average
increase of 15 percent.
Nationwide, other ambulance services
offering this high level of service cost
each taxpayer between $6 and $15 a year
in addition to user fees. In the RenoSparks-Washoe County area, there is no
such tax subsidy needed for REMSA.
The authority operates solely from its
user fees, which are regulated by the
Washoe County District Board of Health.

a

DESERT ORTHOPAEDIC CEnTER
REMSA 's paramedic ambulances have
consistently responded to emergencies in
under eight minutes 94 percent of the
time. This response-time average surpasses the 90 percent standard required
by the board of health.
In fact, a majority of communities have
no response-time criteria or performance
guarantees whatsoever.
Care Flight, REMS A ' s rotary air
ambulance service, is the busiest single
helicopter program in the United States,
covering a 150-mile radius with more
than 100 flights per month.
STEWART MEDICAl CENTER
OPENS FOR BUSINESS

Lake Mead Hospital Medical Center
has opened a new healthcare facility Stewart Medical Center at Stewart and
Eastern Avenues - to serve an established area of Las Vegas.
Kathy Silver, chief operating officer
for Lake Mead Hospital, said the hospital recognizes 'the need for a full-service
medical facility in this often-overlooked
part of town.
"There's a tremendous need for convenient, quality healthcare in this part of
the community," Silver said. "Stewart
Medical Center is built to meet the needs
of the people who live in this particular
area, from children to senior citizens."
The 3,300-square-foot medical center
is run by a staff of six, headed by Dr.
Wendell D. Butler, a local physician who
specializes in family practice and is fluent in Spanish.
Silver said most of Stewart Medical
Center's staff members also speak
Spanish, which helps them serve an area
with one of the state's largest Spanishspeaking populations.
The center offers a wide range of
healthcare services, including minor
emergency medical care, minor industrial injury treatment, X-ray services, an
on-site laboratory, diagnostic testing, as

Complete
Orthopedic
Care From
Head to Toe
FOOT & ANKLE SURGERY· FRACTURE CARE
PEDIATRIC ORTHOPAEDICS ·JOINT
REPLACEMENT SURGERY· SPORTS MEDICINE
ARTHROSCOPIC SURGERY· HAND SURGERY

Board Certified
Orthopaedic Surgeons
JOHN H. PAYNE, M.D.
CHESTER W. ESKEY, M.D.
LOWELL T. NIEBAUM, M.D.
PATRICK J. BRANDNER, M.D.
MERVYN B. FOUSE, M.D.
WILLIAM T. STEWART M.D.
JONATHAN F. CAMP, M.D.
TODD V. SWANSON, M.D.
PAUL B. CANALE, M.D.
MARK A. BARRY, M.D.
TIMOTHY B. SUTHERLAND, M.D.*

FOR
APPOINTMENT
CALL
731-4088

3121 Maryland Pkwy.

Suite 300 • Las Vegas
731-1616
·soard Eligible
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well as regular visits from physicians of
other medical specialties.
Stewart Medical Center is owned by
Lake Mead Hospital Medical Center, a
full-service hospital which is affiliated
with OrNda Healthcorp. Lake Mead Hospital Medical Center serves North Las
Vegas and its surrounding communities.
fERTILITY CENTER OFFERS STATEOF-THE-ART FERTILITY TREATMENT
Approximately 15 percent of couples
will experience some degree of infertility, with all its accompanying feelings
and frustrations. Infertility, most simply
defined, is the inability to become pregnant after one year without any form of
birth control, or, the inability to carry a
pregnancy to a live birth.
Statistics show that in about 40 percent of infertility cases the problem lies
solely with the woman and another 40
percent is a problem involving only the
man. In about 20 percent of cases, one or
more problems are present in both partners. Of the couples whose cause for infertility is diagnosed, many can be successfully treated with medical or surgical
techniques. There are also options for
those couples with whom no specific
problem is identified.
The Fertility Center of Las Vegas ,
under the direction of Dr. Bruce Shapiro,
offers state-of-the-art fertility treatment.
Shapiro is board certified in reproductive endocrinology and infertility and is
a fellow of the American College of
Obstetrics and Gynecology. He directs a
thoroughly trained staff which offers
individualized and confidential attention
to its patients.
The Fertility Center offers leading edge
technologies such as in vitro fertilization
(IVF). The IVF program offers direct
sperm injection of eggs, embryo hatching and embryo cryopreservation. The
Fertility Center also has a successful
oocyte donation program.
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lUN G SPECIALIST DEDICATES TIME TO
ASIAN-AMERICANS AND MEDICINE
One of Nevada's most notable
pulmonologists balances his time between his medical practice at the Lung
Institute of Nevada and his devotion to
the betterment of Asian-Americans.
Dr. R.D. Prabhu, who was recently
honored by the Nevada State Legislature
for his political and humanitarian work
in the Asian-American community,
serves as the president of the IndianAmerican Forum for Political Education.
The Indian-American Forum has more
than one million members in the United
States and is committed to educating Indian-Americans about politics and the
importance of getting involved in the political process. Prabhu also works toward
improving relations between India and
the U.S ., and promoting the status of Indian-Americans throughout the world.
"Asian-Americans make up a significant part of this country's business sector, " said Prabhu. "Many of our most
successful entrepreneurs and small business owners are from this minority group.
Yet they haven 't been able to exert much
influence at the political level. We are
seeking to make sure our issues will be
heard by our elected representatives, and
we have had success in this arena."
Because of Prabhu's association with
organizations such as the Indian-American Forum, he has been invited to functions at the White House. One such event
was a gathering with the prime minister
of India, P.V. Narasimha Rao.
"I met with the prime minister along
with other Indian-American leaders at a
White House luncheon hosted by Vice
President AI Gore," Prabhu said. "I then
had the very fortunate opportunity to hear
the prime minister speak at a joint session of Congress."
Besides serving as president of the national Indian-American Forum, Prabhu
is ·an advocate for Nevada 's Asian-

American population in its challenge to
become a politically-active force.
"This country has been good to my
family and me, but I know unless we
work to gain representation, the future
may not be so bright for our children,"
he said. "Our people face glass ceilings
every day where they carmot advance
because of skin color and appearance."
Prabhu and others founded the Concerned Asians for Nevada Development
Organization (CAN-DO) which unifies
all Asian-American organizations into
one representative voice.
"Our goal was to pool our resources
and try to use our collective powers to
educate our members and exert political
strength," Prabhu said. -.
Prabhu's dedication to Asian-American causes is one facet of his life. Another is his expertise in the area of pulmonoloy. Four years ago, Prabhu, along
with Dr. Michael Schlacther, founded the
Lung Institute of Nevada, where he treats
a variety of lung ailments.
Prabhu' s dedication to the care of individuals can be seen in the time he has
donated over the past 10 years to treating
patients at the Veteran's Administration
outpatient clinic.
Prabhu is Nevada' s first trained and
experienced doctor in the field of laser
bronchoscopy- a laser scope of the lung.
His practice is the only one in Las Vegas
to offer endobronchial brachytherapy, an
advanced treatment for lung cancer.
The Lung Institute of Nevada also specializes in the correction of sleep disorders. The institute runs the only doctorowned sleep laboratory in Las Vegas.
"Many people suffer from sleeping disorders and don't even realize most of
these problems can be treated," he said.
In addition to his medical practice and
advocacy for Asian-Americans, Prabhu
serves as member of the government liaison committee of the American College of Chest Physicians and is on the
board of directors for the Dr. Martin
Luther King, Jr. Committee.
•
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Fighting for Nevada in the Healthcare Arena
by John Ensign
US. Representative,
1st District of Nevada
SoMEONE once said, "Evil can only
prosper when good men do nothing."
This is the year when something must
be done to deal with the concerns of
Medicare and private healthcare. If the
current trend is allowed to continue,
Medicare will not be available in the
near future, for anybody.
It is becoming increasingly more
apparent to those I have spoken to in the
health care industry, that the Medicare
reform wave is rapidly approaching.
The pace set thus far back in Washington gives Nevadans an idea of just how
seriously your congressional delegation
is taking its responsibility to respond to
the rcquc:<;t:s of its l:UWstitucut:s. A:s

i:l

small businessman and veterinarian,
I can tell you this frenetic pace makes
it all the more important to apply the
common sense test to each proposal
that comes before us. This is the
approach I am taking while considering
the proposals for saving Medicare.

The Medicare Board of Trustees has
reported that the Medicare Hospital
Insurance Trust Fund will begin paying
out more in benefits in 1996 than it
receives in revenues. By the year 2002,
the trust fund will be - to put it simply completely bankrupt. In 2004, the trust
fund will be $65 billion in the red for
that year alone.
How did we get to where we are
now? To answer this question, we need
to examine what has caused the
difference between Medicare benefit
costs and private healthcare costs.
Medicare was initially designed to
promote the longevity and quality of
life for the elderly. The system was
based on labor-intensive procedures and
its pricing structure was consistent with

In 1994, employers' costs
dropped for employee healthcare coverage by about
1.2 percent. At the same time,
Medicare costs grew over
7 percent. Medicare's failure
to keep up with private sector innovations have placed
it in a precarious position.
this. But like any other industry, as
the private healthcare industry grew making available higher quality care,
fur kss l:Ust, through l:umpt:titiun-

the greater the cost-growth disparity
became between the public and private
healthcare markets.
In 1994, employers' costs dropped
for their employees' healthcare coverage by about 1.2 percent. At the same
time, Medicare costs grew over

7 percent. Medicare's painfully slow
rate of change will push its costs from
$34 billion in 1980, to a projected
$288 billion in the year 2000 - an
estimated 850 percent increase in only
20 years. Medicare 's failure to keep up
with private sector innovations, which
provide better coverage at lower costs,
have placed it in a precarious position.
The fact is, the Medicare system can
be better, and it can be saved over the
next seven years. We will continue to
increase spending on Medicare each
year- just not as fast as the projected
increases. In addition, we will improve
the quality of healthcare available
under Medicare during this same
period. I am not suggesting this task
is without challenges, but I do believe

it can be done. Today's seniors and
tomorrow's- are counting on Medicare
to be there for them.
Some have suggested Medicare cannot be reformed unless it is part of some
complete healthcare reform proposal.
The danger in this belief should be
readily apparent. The failed attempts at
universal healthcare reform last year are
a fresh reminder. To require that
Medicare changes be a part of the
bigger plan will effectively hold the
elderly population prisoner to an overall
reform that is infmitely more complex.
As of this writing, decisions regarding the specifics of Medicare reform
proposals are still being drafted. These
drafts wilh erve as a guide throughout
the reform process, so we can ensure
each proposal is first put through the
«quality test': The quallry test wm help
us ensure seniors will not only have
access to the same or better quality of
care than they currently possess, they
will also have increased flexibility
in making healthcare decisions and
access to the advances in the private
healthcare market.
We don' t need Washington experts
to tell us how changes in the healthcare
system will affect Nevadans. My
meetings and phone calls with seniors,
hospitals, doctors, nurses, home care
providers and acute care facilities,
among others, have been the basis for
my entering the debate. As a member
of the House Ways and Means Subcommittee on Health, I am in a key
position to take this input to the
forefront of the debate.
Along with the strengthening of
Medicare, I will be deeply involved in
healthcare reform. An American
novelist once said, "A good scare is
worth more than good advice." I think
many Americans got a good scare last
year at the thought of the federal

June 1995 •

Nevada Business journal 35

SPEAKING FOR NEVADA

government controlling the healthcare
industry. It is my belief we should
concentrate on a few specific issues
that are of a more immediate concern.
One of these issues is that of health
insurance portability.
One of the biggest concerns expressed
to me by working Americans who have
health insurance, is their fear of
changing jobs and losing their health
insurance. This is due to employers and
providers imposing preexisting condition exclusions on individuals when
they change jobs. This "job lock" stifles
new opportunities and hurts those
looking to better themselves in the job
market. As a result, I have cosponsored
a bill that would allow individuals to

We don't need Washington,
D.C. experts to tell us how
changes in the healthcare
system will affect Nevadans.
move from one group health plan to
another without being subject to the
preexisting condition exclusions.
Other items on my priority list
include fighting to ensure the recent
successes in the House make it through
the Senate in their original form. This
includes the reductions in capital gains

taxes, small business expensing
provisions, and estate tax relief. I am
confident that past efforts to target the
gaming industry with excise taxes have
been disarmed. Critically important
are our efforts to protect our water
resources and transportation funds.
Finally, the most important step
toward economic growth and job
creation, is balancing the federal
budget. We must accomplish this to
save our children's future.
If you have questions about what
I am doing to help Nevada or need
assistance with a problem involving
the federal government, please contact
my Las Vegas office at 731-1801 or
my Henderson office at 564-9883 . •

Take A Deep Breath ...
Breathing . It's one of the
most basic functions of life. You
don't even think about it. That is
until you nave trouble breathing,
shortness of breath or other symptoms associated with lung ailments .

LuNG INsTITUTE

of Nevada
5701 W. Charleston Blvd. , Suite 207
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The doctors at the Lung
Institute of Nevada are dedicated to
making sure you can breath easy.
They are experts in pulmonary
medicine and nave specialized training you won't find anywhere else.

• Laser treatment of
lung ailments (cancer
and emphysema)

• First doctor-owned
sleep therapy lab in
Las Vegas

• Advanced treatment
for lung cancer

• Full range of patient
pulmonary rehabilitation

(702)

877~95 I
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Richard Welker: Administrating MGM's Family Medical Center
by Lisa Weiss-McQuerry

HAVING WORKED in the medical
field for more than 25 years, Richard
Welker is about to embark on what may
be the most challenging, if not most rewarding phase of his career. Welker is
leaving his post as CEO of Las Vegas'
Desert Orthopedic Center to take on the
lead role at the MGM Grand Hotel's Premier Family Medical Center.
Originally from Utah, Welker discovered in college that his first love was
journalism, namely sports reporting. After receiving his associates degree from
Weber State University in 1959, Welker
moved on to the University of Utah,
where his focus turned to the medical
field. Earning a bachelor's degree in pharmacy in 1963, Welker undertook every
opportunity associated with the profession, until he was drafted. "I was actually drafted in my senior year of pharmacy school," said Welker, "where I was
offered a U.S. Air Force commission."
In the service, Welker gained his first
opportunity to obtain administrative
experience. "I ran the USAF Epidemiological Laboratory at Lackland AFB in
Texas- taking care of fatal aircraft accidents, disease outbreaks and so forth,"
said Welker. "I did that for three years,
and it was my first taste of management.
I kind of liked that!"
Upon completing his commission,
Welker went back to pharmacy and decided to look into the managerial side of
the profession. Working next as a national sales training associate and full
line representative for E.R. Squibb and
Sons, Inc., Welker was responsible for
training field representatives in the pharmacy marketing division, among other
things. Welker also became the recipient
of the National American Pharmaceutical Association A ward in 1971.
Deciding to pursue a management ca-

Richard Welker

reer in the medical industry, Welker went
back to school at ~he University of Texas
in San Antonio, and earned his masters
degree in business administration in 1975.
"I took a lot of post-graduate classes in
marketing as well. I could see that (medical) practices need professional management," said Welker. "Doctors aren't welltrained in business administration, so I
saw that as an opportunity."
Welker went on to assume the post of
project administrator at the department
of family and community medicine at
the University of Utah College of Medicine. There he recruited and organized a
primary care medical team made up of
doctors, paramedicals, a pharmacist and
social worker to provide care to a remote
Utah community. That project has since
been converted to a private clinic, and
serves as a model for establishing health
care in remote areas.
Moving to Las Vegas with his wife
and family in 1991, Welker became CEO
of the largest premier surgical group in

Nevada, Desert Orthopedic Center. Said
Welker, "It was our goal to get people
trained beyond general orthopedic surgery. Each of the newer doctors that came
to Desert Orthopedic were fellowship
trained in a sub-specialty, in addition to
doing general orthopedics."
Although Welker will continue to serve
as a consultant to Desert Orthopedic, his
position as CEO of MGM' s Premier Family Medical Center will provide him with
the opportunity to be part of a unique
operation. According to Welker, "MGM
is working in conjunction wilh Sunrise
Hospital to provide excellent benefits to
employees artd their families."
Welker said although the facility has
only been open for 18 months, they were
almost overwhelmed early on by the
number of people using the facility on a
daily basis. "They expected about 50
patients on a daily basis, and within a
week of opening they were seeing up to
200 people a day," said Welker. The
clinic is open on a 24-hour basis and
serves the MOM's 6,000 employees and
their dependents. Welker said the estimated number of people who currently
use the facility tops 18,000.
Services at Premier include 20 providers covering family practice, internal
medicine, pediatrics, OB/GYN, chiropractic, labs, X-ray and an urgent care
triage. Welker said a number of outside
specialists participate as well.
"My job is to keep this place running
smoothly," he said. "I plan to develop
systems so that staffmg is not a concern.
We need the right people to make it work
around the clock."
Welker continued, "Everything nonmedical is my responsibility." And it's a
responsibility he is eager to take on. "It's
possible an expansion is in our future,"
he said. "It's a great opportunity." •
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STRATEGIC OPTIONS: Helping healthcare businesses achieve market success
by Kathleen Foley

"IN TODAY'S healthcare field,

dollars are getting tighter and tighter," reports Theresa L. Stempien, M.A.,
M.H.A., president of Strategic Options,·
a consulting firm specializing in strategic planning, business development and
marketing. "Healthcare businesses need
to do things smarter and less expensively
than before, because there isn 't as much
margin for error. Too often, firms spend
more than necessary on marketing efforts and not enough on preliminary strategy development," according to Stempien. If there is no underlying strategy,
she warns, marketing dollars may be
spent with no clear focus or direction:
"Any marketing effort must have a specific goal, a plan to achieve that goal,
and a means to measure the results."
Strategic Options' experts in the fields
of strategic planning, marketing, public
relations · and finance provide consultation and custom services for healthcare
organizations , hospitals, physicians,
health insurers, networks and businesses.
The firm provides a project proposal
within 48 hours of the initial consultation, and is committed to providing practical work plans within seven days from
the date an initial proposal is accepted.
Stempien says that the company insists
on a detailed contract, spelling out exactly what the client will get for his investment, rather than an open-ended
agreement with little accountability.
Stempien believes that "no client
should be left without the guidance to
eventually become independent, if that
is their goal. Education and management
tools should be developed as an integrated part of every project."
She emphasized Strategic Options can
develop management and staff education
programs in strategic planning, finance
and marketing, with the goal of training
in-house personnel to take over these specialties from their consultants. In addi-
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tion, for organizations with limited human resources or expertise in strategic
planning and business development, the
firm can provide interim or ongoing services as required.
"We are here to help our clients be
more successful and proactive in planning their future and expanding their marketplace presence," reported Stempien.
Strategic Options offers a wide range
of planning and marketing services, including: three-year to five-year strategic/financial plans, operating plans and
budgets, marketing plans and new program feasibility studies. They also provide custom market research, which can
include competitor intelligence, environmental assessment, public policy research
and demand forecasting.
Strategic Options' financial associates
can develop business plans with financial projections and pro formas for new
and existing programs and services. The
company also. provides project management services from conceptual design to
implementation and assessment. As well,
Strategic Options can develop special
projects such as technology assessment,
network sizing and development, physician/hospital organizations, physicianpractice strategy development/planning
and collaborative venture planning. As
an added feature for busy clients, Strategic Options can even provide technical
and research briefs, position papers and
"ghost-writing" for journals, books and
other publications.
"I like to keep my clients informed on
key issues that can impact their success,"
states Stempien, "so we also provide free
faxes and mailings to established clients
on news and current issues from authoritative national and local sources."
The firm, which opened its Las Vegas
office in May, 1994, has recently developed a new series of programs for physicians' practices to enhance short- and

long range planning and marketing programs. "Individual and group practice
managers are busy and don't usually have
the time or expertise to focus on strategy
development and market-based planning," said Stempien. "Our goal is to
assist practices with creating and implementing a plan, and then allowing the
practice to operate without a continued
reliance on consultants for every task."
The series offered by Strategic Options is designed to keep practice managers focused on key goals and produce
results at a lower cost. The series includes the following:
• Preparing a Practice for Managed Care
• Environmental Scanning (your place
in toctay's market)
• "Best Practice" Analyses
• Development of Key Strategies
• Development of Marketing Objectives
• Structuring for Successful Patient
Satisfaction Programs
Stempien has served in healthcare
organizations for 23 years. She possesses
a combined clinical and business management and operations background with
primary emphasis on program development, strategic planning, marketing and
clinical/management operations analyses.
Her experience covers a broad spectrum
of healthcare settings and includes clinical and management roles in hospitals,
clinics, out-patient and ambulatory centers, extended care, rehabilitation facilities, home health, multi-hospital systems
and health services consulting. She has
also held adjunct faculty positions at the
University of Detroit-Mercy in Detroit,
Mich., and at the University of NevadaLas Vegas, at its School of Health Services Administration. She has been recognized for her contributions in the
design and implementation of regional
technology assessment research and
gram development, and has publis
articles on the subject.

by Kelly LeGrow

Today's demand on employers
to provide a strong employee
benefit package have insur-

Choosing a comprehensive insurance
package for your employees

ance companies racing to hit
the mark on cost, quality and
service. Understanding the
components of a "perfect fit"
for your company should be
handled in a thoughtful,
educated manner.

According to Attorney Andy Brignone
who specializes in employment law and
employee benefits, "Healthcare in Nevada, as well as across the country, is
changing in revolutionary ways, mainly
to reduce the costs and inefficiencies and
increase the quality of care. Employers
and other organized purchasers of healthcare play a vital role in this revolution.
Those who get the best prices and benefit packages are those who are both well
organized and well informed. The costs
saved by these groups will be shifted as
cost increases to other groups. You can't
tread water in this environment. It's sink
or swim for everybody."
Employers shopping the market for
benefit packages should not lose sight of
the fact that there are three basic issues
when it comes to dealing with healthcare:
1. People want healthcare security. They
want the peace of mind that comes
from knowing their coverage is guaranteed to be there when they need it.
2. The affordability of healthcare is a
concern to every working American.
Employers offering flexible benefits
are a step ahead of those that don't.
3. People want access to high quality
care. Americans have sent a clear
message to Congress: Don't limit the
quality of care by placing limits on
healthcare spending.
"Companies and their brokers should
make healthcare purchasing decisions

based upon what will meet the needs of
both their employees and budget," stated
Jon Bunker, vice president of John Alden
Life Insurance Company. "Our objective
has always been to provide the highest
quality products at the lowest possible
cost to the purchaser. Flexibility of a plan
design that will grow with a company
should be a key factor. Additionally, the
purchaser should feel totally comfortable
not only with the product they are purchasing, but with the company who will
stand behind it," said Bunker.
Offering a complete healthcare package to employees can increase the value
of an employer's reputation and the ability to attract high caliber applicants. In
the process of putting the health insurance component together, the following
should be carefully considered:
Cost to the Employer: How much will
the employer's contribution need to be
to make it feasible for employees to enroll in the program? What type of plan
should the employer sign up for that
dovetails with the employee's ability to
pay for out-of-pocket expenses under the
plan, i.e. do they need an HMO with no
money out-of-pocket, or a PPO which
would provide more freedom but with
additional out-of-pocket expense?
Benefits: What are similar businesses
offering to their employees? What benefits are desirable to attract and maintain
top-notch employees? Does the plan of-
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fer reciprocity to out-of-town providers,
i.e., if an employee is on vacation, can
they access other PPO providers that
honor the carrier?
Customer Service: Does the insurance
company have a toll-free customer service line and the convenience of one person to resolve all service issues? Is there
a local representative for the carrier that
is assigned to the company? What is normal for claims turnaround time? How
will monthly billings be generated, and
will they be timely and accurate?
Premium Stability: What is the
carrier's reputation as to premium increases in future years, i.e. is the company buying in at a low rate to be hit
later on with a large premium increase?

How does the carrier determine what the
rate increase, if any, will be? Do they
pool the rate as to not adversely affect
the premium if the employer has an employee with a large claim, or is the rate
based solely upon claims' history?
User Friendly: How difficult is the
approval process to access specialists
other than the enrollee's primary care
physician. Does the company require
claims forms to process claims?
Prefe"ed Provider Network: Does the
preferred provider network have sufficient geographical coverage to meet the
needs of the company' s employee population? How many area hospitals and
urgent care facilities are available? Will
there be easy access to family prac-

tltwners and specialists? Is the PPO
network easy to access?
The issue for everyone - employers,
carriers, third-party payers, providers and
patients - is to have a healthcare system
that is driven by free-market competi~
tion and one that actually does manage
care- a system that affects access to and
controls payments for healthcare services.
Companies that concern themselves
with managed care techniques are sure
to finish first in the race to offer comprehensive benefits packages to employees.

Kelly LeGrow is director of business
development for John Alden Horizon
Health , Inc.

When the need arises for you to have a
Diagnostic Exam, remember to ask your
physician about MOUHTAIH DIAGHOSTICS
Most insurance plans accepted
MRI
Ultrasound - CT
Fluoroscopy
Mammography - Nuclear Medicine
General X-Ray
MOUNTAIN DIAGNOSTICS
800 Shadow Lane, Las Vegas, NV 89106
366- 9700
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by Bill D . Hager

Even in business, less is
sometimes more.
Take workers compensation

Reducing your workers comp premium
is just a matter of "experience"

insurance, for example, which
cost American businesses more
than $30 billion in premiums
last year. Many business owners
could have paid a lot less if they
had fewer workers compensation
claims than the norm for their
particular business classification.

MANY business owners simply don't
realize that workers compensation premiums are tailored to fit specific industries and specific companies. For all but
the smallest employers, the premium is
adjusted under an "experience-rating
plan" for each company, based on its
individual loss experience.
Currently, more than 90 percent of all
such premium dollars come from experience-rated policies.
The potential for savings from experience rating i:; a strong incentive to improve employee safety and to provide an
injury-free work environment. Under the
experience rating system, employers with
a better-than-average safety record pay a
lower-than-average premium. Conversely, those with worse-than-average
safety records pay higher premiums. The
National Council on Compensation Insurance, Inc. uses an employer's record
of past losses to determine whether that
company is better or worse than the norm
for that particular type of business.
For workers compensation purposes,
businesses are assigned to one, or more,
of over 600 classifications, depending on
the kind of work performed by employees. Manual rates, which represent the
average cost of workers compensation
coverage for a particular classification,
are based on each $100 of employee payroll. These rates vary according to the
differing levels of losses experienced by
different kinds of businesses.

For example, it 's no surprise that a
construction company's losses are usually much higher than those of a retail
store with the same $5QO,OOO payroll.
The manual rate for the construction
company may be $18 compared to only
$2 for t he store, which makes thei'r
annual insurance premiums $90,000 and
$10,000 respectively.
A variety of conditions, such as a
company 's size, physical characteristics
and the attitude of management toward
workplace safety, also contribute to the
likelihood of an injury and to the dramatic differences in losses experienced
within the same classification.
By design, the manual rating process
does not recognize or adjust for these
variances. But, in order to reflect these
differences and to encourage the operation of a safe work environment, the
experience-rating plan is applied to businesses on an individual basis.
Such a plan is mandatory for all
employers who qualify for eligibility.
Although eligibility varies from state to
state, a business is usually eligible if it
generates an average annual premium of
at least $4,000. The experience rating
plan compares a company's payroll and
loss data to those of other employers
within the same classification. The
resulting modification will increase or
decrease the premium.
Let ' s take a look at two mythical
construction companies.
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HEALTH CARE DESIGN
BACKED BY
VISION AND EXPERIENCE

Businesses which implement

•

•

loss-control and safety programs can save substantially on
workers comp premiums, de:..
crease productivity losses, and
decrease the pain and suffering

JMA ARCHITECTS INC.
ARCHITECTURE • PLANNING • INTERIOR DESIGN
•

•

0

a

EDWARD A. VANCE, AlA
DIRECTOR OF HEALTH CARE DIVISION

•

(702) 731-2033

of employees injured on the job.

•

Safe Construction Company has
manual premium of $90,000. The firm ' s
better-than-average loss record, however,
earns it an experience modification of'
.78, or a-'22 percent credit of $19,800."
Accordingly, Safe's annual premium is
reduced to $70, 200.
On the other hand, Accident Prone
Construction Company has a higher-thanaverage loss record that equates to an
experience modification of 1.34. Since
the modification is greater than 1.0, this
results in a 34 percent debit of $30,600,
increasing Accident Prone's premium
from $90,000 to $120,600.
It doesn't take a mathematician - or a
business owner with an eye on the bottom line- to figure out if Accident Prone
could implement loss-control and safety
programs to achieve the same result as
Safe Construction, it could save more
than $50,000 a year on its insurance premiums, decrease losses in worker productivity and decrease the pain and suffering of employees injured on the job.
With incentives like this, business owners should contact their workers compensation carrier to discuss ways in which
management and employees can work
together to improve safety.
•
Bill D. Hager is president of the non-profit
National Council on Compensation Insurance,
Inc., the nation's largest provider of workers
compensation data , products and services.
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Although most workers contribute a part of their earnings
into the Social Security system,

Get the facts about your
Social Security benefits

many have misconceptions
about their eligibility to receive
certain benefits. The Nevada
Society of CPAs provides an
overview of Social Security
benefits along with information
on how the 1994 tax law
changes affect those benefits.

How you earn your benefits
During your years of employment, you
and your employer pay a fixed percentage of your salary into the Social Security system. If you are self-employed, a
percentage of your net self-employment
income goes toward Social Security.
When you retire, Social Security sends
you monthly retirement income as long
as you are "fully insured ': Generally
speaking, you are fully insured if you
have worked 40 calendar quarters (about
10 years) in ? job covered by Social
Security. Once you begin to collect benefits, your spouse can also receive
benefits based on your earnings record,
even if he or she never worked in a job
covered by Social Security.
The amount of your Social Security
benefit is based on your date of birth, the
type of benefit for which you are applying and your average lifetime earnings.
Benefit amounts are adjusted annually to
reflect increases in the cost of living.
The earliest you can retire and collect
Social Security benefits is age 62. However, when you retire at age 62, you collect only 80 percent of the full benefit
you would be entitled to receive at normal retirement age. The 20 percent reduction compensates for the fact that you
may be receiving benefits over a longer
period of time. Right now, workers are
entitled to receive full retirement benefits at age 65. But beginning in the year
2000, the age at which you can retire

with full benefits will be raised gradually from 65 years to 67 years.
What happens if, after you retire, you
decide to take a part-tim~ job? Social
Security recipients between the ages of
65 and 69 are allowed to earn up to '
$11,160 without a reduction in b~nefits . •
For every $3 over the limit, a dollar in
benefits is lost. The earnings limitation
is $8 ,040 for those between ages 62 and
64, with $1 subtracted for every $2 over
the limit. Once you reach age 70, you
may earn any amount you want without
sacrificing your benefits.

Survivor benefits
Part of your Social Security taxes buys
survivors insurance that, in the event of
your death, pays your spouse monthly
benefits based on your Social Security
record. Your children, parents, and in
some cases, grandchildren may also be
eligible if they are dependent on you for
m,ost of their support.
A surviving spouse is eligible for
widow/widower benefits at age 60 (50 if
disabled), or at any age if caring for a
child under 16 or a permanently disabled
child. Unmarried children receive survivor benefits until they reach age 18, with
an extension to age 19 if they are still
attending high school full-time.
Disability Insurance
Social Security also pays income to
disabled individuals and their families .
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The standards for qualifying for Social
Security disability benefits are stringent.
According to Social Security, you are
disabled if you are unable to do any kind
of gainful work for at least a year, or you
have a condition that is expected to result in your death. If you qualify, you
must wait until the sixth month of the
disability before benefits are available.
However, benefits continue until you are
no longer disabled, or to age 65, whichever comes first. The disability benefit
amount is based on the worker's Social
Security contributions.

As a result of 1994 tax law
changes, some high-income
Social Security recipients may
find that a higher percentage
of their benefits is taxable from 50 percent under the

1994 tax law changes affect social
security benefits
As a result of the 1994 tax law changes,
some high-income Social Security recipi-

aJf}

previous law to 85 percent.

ents may find that a higher percentage of
their Social Security benefits is subject
to income tax. Under the previous law,
certain taxpayers had to include up to 50
percent of their Social Security benefits
in their taxable income. For some taxpayers, that figure is now raised to "85
percent. To determine if your benefits
are affected by the change, contact your
local Social Security office or seek assistance from a CPA.
To minimize the tax bite on your
benefits, you may also want to consult
with a CPA for advice on deferring the
recognition of income by restructuring
•
your investments.
Prepared by members of the NevaCla
Society of Certified Public Accountants.

il'fiere imaLging repofpes around you

WATER RIGHT!
WATER FOR LIFE!
In the Old West they had a saying:
"Whiskey is for drinking.
Water is for ligbtingr
WelL times have certainly changed since
cowboys roamed the range. Yet one thing
hasn't changed - the importance of water for
life, liberty and the pursuit of happiness.
For residents of this thirsty desert land,
water means many things: a better quality of
life, continued economic prosperity, and an
investment in our children's future.
Ensuring a reliable water supply is the
responsibility of the Southern Nevada Water
Authority, a regional planning agency governed by a seven-member board of directors
reJi}rese;nti..n.~ ~ul<!..er Ci..~,

tlen.<!..ersun.; L:as

Vegas, North Las Vegas, the Big Bend Water
District, Clark County Sanitation District, and
, .,,1 .A the Las Vegas Valley Water
1
.c'IC' ·! ' ' 1~
District.
...
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However, the responsibility for efficient water
management also Testa

with the residents and
businesses of Southern
Nevada.
Residential
water use represents 64
percent of the total water
used here. Therefore, we all
must do our part, each and
every day of the year, especially during the
BOT summer months when outdoorwater use
soars with the mercury.

The Water Authority is asking Southern
Nevadans to conserve 10 percent of their daily
water use this summer. For many residential
water users, this goal can easily be met by
simply decreasing lawn watering times just a
few minutes per
_
-/cycle per day.
As the summer
months approach,
Southern Nevadans
should take time
now to learn how to
.. water right. Visit
· the trained horticulturists at the Desert Demonstration Gardens
for advice about water efficient landscaping,
drip irrigation systems, lawn watering times
and appropriate turf and plant selection. The
Water Authority and its member agencies also
have excellent tips on how to reduce water
use, indoors and out. Contact them for more
information.
Water played a leading role in our
region's colorful past. Once again,
water resource planning takes
center stage as we prepare to
meet tomorrow's challenges
today.

-----

Southern Nevada's
water future is in our hands
... let's not waste itJ
(Last in a four-part series.)

For information on the Southern Nevada Water Authority's
conservation programs, contact the Public Services Office, 258-3930 or call the Conservation Hotline, 258-3102.

The Southern Nevada Water Authority • 1001 So. Valley View Boulevard, Las Vegas, Nevada 89153
Advertorial

People on
the Move

'Finding your next doctor can be
tfiat easy if you call tfie St. 'Rose
'Dominican J{ospital, 'Pfiysician
'Referral 'Program.

-Q-st. Rose Dominican Hospital
T Technology mends. Compassion heals.
564-4508

DIA~ 454-6000

_G~

GREEN VALLEY
ATHLETIC 01JB

2100 Olympic Avenue
Hende~n, NV 89014

• Fitness Center
• Children's Programming
• Indoor/Outdoor Tenn~
• Junior Activifies Room
• PellOnol Treining
• Whirlpoob
• Cord'wvoscukn Equipment
• Dry Steam Room
• Free and Grcuit Weight
• Dry Cleaning Laundry Service
• Over 6D Aerobics Gasses Per Week
• Privote Showers
• Bosketboll
• Towel Service
• Volleyball
• Physical Therapy
• Tenn~ School
• Massage
• leagues in All Court Sports
• Trevel Agency
• Toumoments and Speciol Events
• ClubCafe
• Indoor/Outdoor Pools
• Medical Wellness Center
• Moster Swim Program
• Pro Shop
• Racquetball
• Heir Solon
• Swimming lessons
• Squosh
• Wollyboll
• 2·1 /2 Hours of Compfimentory
Child Core Each Day
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Charles Stewart has
joined Health Plan of Nevada and Sierra Health
& Life Insurance Company as vice president/
chief operating officer in
insurance operations.
Stewart has nearly 10
years' experience in the
health insurance industry.
Daniel Hathaway has
been named director of
member services at
Daniel Hathaway Health Plan of Nevada
and Sierra Health & Life Insurance.
Hathaway has nearly 15 years' experience in the health insurance industry.
In his new position, Hathaway will
oversee the member services departments
of both companies, which handle customer inquiries regarding claims, benefits eligibility and general questions.
Comstock Bank has hired Larry
Sherman to manage its mortgage lending office in Las Vegas. Sherman has 13
years of banJcing experience. He is a
member of the Mortgage Bankers Association, the Las Vegas Better Business
Bureau, and is an associate member of
the Las Vegas Board of Realtors.
The Howard Hughes
Corporation commercial
and industrial division has
named Michael Newman
as vice president, commercial leasing and Richard Myers as vice president, industrial leasing.
Newman will be responsible for the leasing
of the Howard Hughes
Corporation's commercial
development portfolio ,
which includes more than
Richard E. Myers
1.4 million square feet of
space in Las Vegas and Los Angeles.
Myers is responsible for the leasing of
the firm 's industrial development portfolio, including more than 1 million

square feet of space and more than 500
acres of land to be developed in Las
Vegas at Hughes Airport Center and
Hughes Cheyenne Center.

Glen Shaw, left, receives the VolunTourism Award
from Thomas G. Tail, executive director for the
Nevada Commission on Tourism.

Glen Shaw, visitors centers supervi·sor for the Las Vegas Convention &
Visitors Authority, has earned the Nevada Commission on Tourism 's 1995 Las
Vegas Territory VolunTourism Award. ·
Winners of the VolunTourism Award
are those who have volunteered their time
to help promote tourism in their community and their region. One person in each
of Nevada's six tourism regions is recognized during the commission's annual
educational forum , the Rural Tourism
Roundup, which was held this year in
Elko. The awards were presented by Thomas G. Tait, executive director of the
Nevada Commission on Tourism.
U.S. Bank of Nevada has named Roger
K. McKellar to the position of commercial account officer in its Las Vegas commercial services group. McKellar's responsibilities will include new business
development and portfolio management
of loans in excess of $250,000.
U.S. Bank has also announced the appointment of Jacqueline Thornhill as
an investment representative in the U.S.
Bancorp securities group. She will serve
the investment needs of customers at the
bank's 12 Las Vegas branches.
U.S. Bank of Nevada is the third largest commercial bank in Nevada. The bank
is a subsidiary of U.S. Bancorp, the largest bank holding company in the Northwest with assets of nearly $22 billion .•

Nevada
Briefs
Do you know?
Cellular One introduces
phone line to encourage
water conservation
Cellular One of Las Vegas has introduced a toll-free *H20 phone line to report water wasters to the Southern Nevada Water Authority.
Citi7.ens

ohs~rvine; ~xr.P.<:<:ivP wMPring

during unauthorized daytime hours, or
wasting water in some other manner can
dial *H20 (or *420) on their cellular
phone. The party responsible for the violation will be notified that a violation
has occurred and will be given 48 hours
to resolve the situation. A second offense can be a misdemeanor citation,
which can carry up to $1 ,000 in fines, up
to six months in jail, or both.
Other community service toll-free
numbers are:
*DUI- to report drunk drivers to police;
*NHP- to reach Nevada Highway Patrol
in the event of an emergency;
*SMOG- to report a polluting vehicle;
*CHILD- to report suspected child abuse
and neglect.

Pioneer Citizens Bank
celebrates 30 years
Pioneer Citizens Bank marked a 30year anniversary on March 31 of this
year. The bank opened in 1965 in downtown Reno. The initial capital investment
totaled $1.25 million and the entire staff
consisted of 11 employees.
Today Pioneer Citizens Bank has
grown to eight branches in northern and
southern Nevada, with a new branch to
open in Carson City in late 1995. The

It is believed this photo was taken at the Keil Ranch around 1920. Does anyone know
the occasion or feel sure about the location and date? This photo is from Nevada State
Museum's vast collection of photographs of unidentified people and events. If you
recognize the subject, call the NBJ at (702) 735-7003.

staff size has grown to 175 and the bank
is now the state's fifth largest commer-

telephone contact with each company and
presented by SIC code with cross-refer-

cial bank. Total acc<Otc , which

ence" by city nnd cuunt)' and

weTe
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million 30 years ago, exceeded $416 million by 1994, and net income reached
$5,830,000.
Both Bill Martin, president and chief
executive officer, and A.G. Henry, executive vice president, credit the bank's
success to the ability to foresee changes
in banking and to respond quickly. "Much
of our succe~s is due to personalized service, getting to know customers and their
needs, and being in the right place at the
right time," said Martin.

1995 Nevada Industrial
Directory now available
The 1995 edition of the Nevada Industrial Directory has now been published.
It provides freshly gathered information
about more than 5,000 industrial companies statewide, and is available both in
book form and on disk. The directory is
sold at the Las Vegas Chamber of Commerce, or may be ordered from the publisher, Gold Hill Publishing Company,
Inc., at 702-847-0222.
The directory provides profiles of
5,114 companies engaged in agriculture,
mining, construction , manufacturing,
transportation and communications, and
wholesale trade and distribution. Information is freshly gathered by mail and

uy

~,;uJII

pany name. All of Nevada's 17 counties
are included in the directory.
Listings include descriptions of each
company's principal products or services,
mailing and physical addresses, telephone
and fax numbers, and the names and titles
of top officers. Each company' s size is
measured by number of employees, annual sales volume and square footage.
Importers, exporters and federal contractors are identified, as well as the year of
the company's founding and its establishment in Nevada.
Gold Hill Publishing Co. is also publisher of the state's premier guidebook,
The Complete Nevada Traveler.

Lake Las Vegas releases
new homesites
Lake Las Vegas, a $3.8 billion, master-planned, residential/resort community
recently released its newest neighborhood, Marseilles. The development features the largest residential homesites
available in Lake Las Vegas.
The 35 estate homesites range in size
from 30,000 to 58,000 square feet. Many
of these lots feature either golf- or lakefrontage property and range from
$325,000 to $1.6 million. The lake-frontage lots will include private docks.
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These estate homes will range in size
from 14,000 to 20,000 square feet.
According to William D. Foote, sales
at Lake Las Vegas are up 150 percent in
the first quarter of 1995.

U.S. Bank customer
satisfaction ranks high
Customers of U.S. Bank of Nevada's
commercial services group are more satisfied with their banking relationship than
customers of other banks across the nation, according to a study conducted by
one of the nation's leading research firms.
As part of the company 's ongoing effort to improve customer service, U.S.
Bancorp hired Barlow Research Associates, Inc. to survey commercial banking
customers of its U.S. Bank subsidiaries

in Oregon, Washington, Northern California and Nevada and to compare the
results to a national survey also conducted by Barlow.
"U.S. Bank customers are significantly
more satisfied overall than clients served
by banks nationally," said Roger Gruss,
vice president and managing partner of
Barlow Research. "We believe U.S.
Bank's positive response is a result of
consistent bank lending policies and superior officer performance."
Barlow is a research and consulting
firm that has worked exclusively with
the financial services industry for 15
years. Its customer relationship audit was
designed to help banks measure the expectations of their business customers
against their own performance, as well
as performance by banks nationally.
U.S . Bank of Nevada is the state's third

For Better Indexing of Loose
Leaf Catalogs &Manuals
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All Colors
In Stock
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largest commercial bank, providing comprehensive products and services to consumers and businesses throughout Nevada. Its commercial loan portfolio grew
by more than 53 percent in 1994. U.S.
Bank is a subsidiary of U.S. Bancorp,
the largest bank holding company headquartered in the Northwest.

St. Rose Dominican
community program
awarded grant
The Robert Wood Johnson Foundation recently awarded St. Rose Dominican Hospital's Helping Hands of ·
Henderson Program a $25,000 grant
The Artie J. Cannon Helping Hands of
Henderson is a community-based, short- •
term respife care and transportation pro- •
gram staffed primarily by volunteers. The

• Make the manual distinctive
• Make the manual easy to read ... easy to use
• Find proper information fast
• Save salesman's time
• Provide stiffness for turning sheet
• Color code for easy identification
• Keep copy and manual looking new
• Make manual more attractive than competitors'
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PDQ PitltiTitiCi
Nevada's Largest Commercial Quick Printer

WEST CHARLESTON Open 24 Hrs. - 7 Days
3901 W. Charleston Blvd.

878-1701
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VALLEY VIEW
3820 S. Valley View Blvd.

BANK OF AMERICA
300 So. Fourth St.

876-3235

598-4455

CORESOURCE
Healthcare & Workers Compensation Solutions
mission of Helping Hands is to allow the
poor, frail and elderly, as well as those
with disabling disorders maintain independence by remaining in their own
home. This allows residents to avoid or
postpone costly long-term care.
Helping Hands of Henderson is sponsored by St. Rose Dominican Hospital
Home Health Services. Program direction and assistance are provided by an
interfaith advisory board. The majority
of funding is provided by grants, donations and fund-raisers. Clients are also
asked to contribute a limited co-payment
based upon their ability to pay. This
amount is determined during the initial
home visit.
"We are grateful to the Robert Wood
Johnson Foundation (RWJF) for their
generosity," said Jim Konst, Manager of
St. Rose Dominican Home Health Services. "We depend upon the support of
others to fulfill our mission."
~?tt- li\.'lr~~ ;~':3 ·"~;ft., ?tb.\;J.m ,' r;,

Seated Left to Right:jeanine Shoaf Director ofOperations; Dave Dawson, Vice
President; Pam Peale, Director ofMarketing/Sales; and the CoreSource Staff

CoreSource Southwest is proud to be a part of CoreSource, Inc. a nationwide corporation with 26 regional
offices providing a unique approach to fully integrated benefit, workers compensation and managed care cost •
programs with an emphasis on outstanding customer service, long-term partnerships and employee well-being.
The financial strength and cutting edge technology that being part of. a nationwide corporation brings to
CoreSource-Southwest helps reach the goal of providing our clients with the highest quality services possible.

INTEGRATED HEALTHCARE and WORKERS COMPENSATION SOLTffiONS
BUILT AROUND YOURNEEDS
1050 E. Flamingo, W250 • Las Vegas, NV 89119 • (702) 731-1516
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healthcare philanthropy, and was established as a national foundation in 1972.
The foundation was founded by the late
Robert Wood Johnson, who built the family-owned business, Johnson & Johnson,
into a worldwide health and medical
products company. He funded the foundation, which he kept independent of
Johnson & Johnson, with $1.2 billion of
his personal fortune.
RWJF makes grants toward four goals:
assuring access to basic health services;
improving the way services are organized
and provided to people suffering from
chronic health conditions; promoting
health and preventing disease by reducing harm from substance abuse; and
seeking opportunities to help the nation
address escalating medical costs.
Services provided by Helping Hands
of Henderson include: respite care for
caregivers; shopping and errands; transportation; socialization; handyman services; loan closet for durable medical
equipment; telephone network; and community resource/education.

Better Health
Care Starts

With ''U:'

Commitment to the community is our number one priority
here at University Medical Center, where the wide range of
services you require go hand in hand with the personalized
customer care you trust. Because at UMC, we' r e meeting
the need for quality health care one person at a time.

I"IJM.C

Care How Much We Know.
K1ww How Much We Care.

FULL
SERVICE

We produce a quality product, provide excellent service, and offer
exceptional turnaround time at a
competitive price. We're one of
Nevada's largest volume printers,
printingover one billion
pieces a year. Contact
one of our account
executives to set
up a tour of
our plant.

CQ MMERCIAL
WEB PRINTER

Located in the Las Vegas
Technology Center, One Block
North of Smoke Ranch on Tenaya.

7350 Prairie Falcon Road
Phone: 255-1211
Fax: 255-4361

Breakfast
Lunch
Dinner
Catering
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First Security Bank
of Nevada opens
sixth branch
First Security Bank of Nevada (FSBN)
recently opened its sixth branch in Southern Nevada. Located in Green Valley,
the 10,000-square-foot branch comes one
year after FSBN successfully completed
a merger of Continental National Bank
and Nevada Community Bank.
According to FSBN President David
J. Smith, the branch represents a commitment to serve Southern Nevada.
"Our plan is to provide our services to
the business community throughout the
Valley," Smith said. "Expanding into the
Green Valley area has bee-n a priority for
us and is a vital part of that plan."
Smith also believes the bank's capita1
strength has positioned FSBN to serve
the needs of Southern Nevada's growing
commercial and professional market. As
of March 31 , FSBN reported total assets
of $304.5 million, deposits of $275.9 million and loans totaling $214.6 million.

Price decrease approved
for Sierra Pacific clientele
Electricity prices for Sierra Pacific' s
Nevada customers have been reduced by
$12.3 million annually. Approved by the
Public Service Commission of Nevada,
this 2.9 percent overall decrease reflects
lower prices currently paid by Sierra Pacific for fuel to operate its power plants,
for electricity purchased from other utilities, and from cost containment measures
implemented by the company.
The decrease follows on the heels of a
November 1994 price freeze by Sierra
Pacific for electricity, natural gas and
water prices until at least January 1997.
"We ' re very pleased we are able to
pass this decrease on to our customers
only six months after initiating the price
freeze , which was a first for Nevada,"
said spokesperson Robert Sagan.
•
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by Joe Mullich

Selling the Boobs of the Basepaths

.A:NY focus group
could tell Major
League Baseball
what their customers want to
see. They don't
want a celebration; they want a
wake. They want
contrition. They
want blood ...
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Recently, numerous magazines
ran stories to commemorate
the tenth anniversary of the
greatest marketing fiasco of
our times: the introduction of
New Coke, a product that was
disliked by everyone except
the executives at Pepsi.
However, a new marketing
fiasco is in the making which
I believe will rival that
blunder. It is also from folks
who have also done their best
to destroy a great product Major League Baseball
(MLB). The dullards of the
diamond are at it again.
From day one, MLB has
shown a fundamental lack of
understanding about its
customers. MLB thinks the
public is whooping and
hollering over baseball's
return. Actually, guys, those
welcoming cheers were for
Michael Jordan. He was smart
enough to leave baseball while
the going was good.
MLB is launching a new ad
campaign called "Welcome to
the Show': MLB 'sad agency
told the Wall Street Journal the
campaign "is to remind people
about what ' s good about the
game." It is interesting to note
the first commercial features
no baseball players. The ad
has a hot-dog vendor, the
Texas Ranger organist and an
apartment dweller who has a
view of the Chicago Cub's
Wrigley Field.
In other words, we like
everything about the game
except the people who play it
June 1995

or run it. This is like a department store running commercials about what a great
parking lot it has.
Right now, the players are
waiting for a return to normalcy. In their minds, that
means having kids line up to
pay $50 for an autograph,
while the players grumble
about suffering from writer's
cramps for the sake of a
measly $15 ,000 signing fee.
Any focus group could tell
MLB what their customers
want to see. They don ' t want a
celebration; they want a wake.
They want contrition. They
want blood. They want to
laugh at baseball for this
whole fiasco, not with baseball. If MLB really wants to
get back in their customers'
good graces, I'd suggest an
ad campaign called "We
Are the Boobs·: Here are
my suggestions for four
commercials for the majorleague nincompoops:
Dodgers owner Peter
O'Malley: "Normally, during
the off season, I like to give
$17 zillion to free agents,
many of whom actually play a
game for me before needing a
well-earned rest at the Betty
Ford Clinic. But this year, I
lost so much money, I had to
feed my family Dodger Dogs.
No wonder everyone in
Southern California is a
vegetarian! I am a boob!"
Baseball player Jody Reed:
"Before the strike, I was
offered a three-year contract

paying $8 million. But I turned
that down, because I wanted
even more, more, MORE,
since I did hit over .236 last
year! Then I couldn't get a job
and I had to sign for 90 percent
less than I was offered before
the strike. Gosh, am I a boob!"
MLB negotiator Bud Selig:
"Financial World Magazine
just reported that my club, the
Milwaukee Brewers, had one
of the largest drops in value of
any professional sports team
J ast year. And now I find out I :
was acting commissioner and I
was representing the owners
during the strike. How the hell
would I know? I signed a
three-year sponsorship with the
Miller Brewing Company
BEFORE the strike. The
Sporting News said I suffer
from 'power-drunk arrogance'.
They don't know how close
they were. Pass me another
mug. Gee, am I a boob!"
Baseball union negotiator
Donald Fehr: "The players
wanted someone who would
keep firm control and resolve
the situation quickly - but
Judge Ito was busy so they got
me. I'm happy to report that
during the strike, the owners
lost $442 million but the
players lost only $237 million.
So to my mind that means we
won! But wait- I'm paid by a
contingency fee . That means,
this strike will cost me
personally ... boy, I guess I
really am a boob!"
I guarantee THAT commercia! will play in Dubuque.

•

A perspective on insuring the Nevada contracting industry.

To lower costs, sometimes all contractors
need is an extra step.

Sometimes all it takes to prevent an accident,

is to know what you 're looking for. And for

years , our local team of ins-urance professionals
thousand dollars saved over 3 years by one contractor

by adding an extra step on hea\y equipment.

have kept their eyes on the Nevada contracting industry. By analyzing accident reports they can

tailor insurance coverage to meet a contractor's specific needs . They'll even come on-site to see

if hazards can be eliminated, or to set up toolbo x talks for job-site safety. To find out how our

local contracting team will take that extra step to reduce your insurance
Your local Nevada contracting
insurance team :
Liberty Mutual Group
(702) 735 -8611
2340 East Tropicana Ave.,
Suite 32 , Las Vegas , NV 89119

costs , talk to Liberty Mutual.

LIBER1Y-

MUTUAL..

© 1995Liberty Mutual Group

·

business indicators & anal)!sis

a

lmost no one felt that business conditions in 1995 would be as
strong as conditions in 1994. Indeed, some have even expressed concern that conditions will deteriorate in 1995, particularly in the last half of the year. Yet, by all accounts,
both the national and Nevada state economies continued to show strength
in the early months of 1995, with growth rates for some key indicators
growing at double-digit rates. Of course, last year's economic buoyancy
extended into early 1995. Nonetheless, a conclusion about a soft landing,
long mentioned by the Federal Reserve as the anticipated outcome of its
monetary tightening in 1994, now seems apparent. Or at least, the probability of a soft landing seems increasingly more likely.
Gross domestic product grew at a slower rate for the first quarter of
1995, 5.1 percent in current dollars and 2.8 percent in inflation-adjusted
terms. The fmal fourth-quarter 1994 real growth rate, having reached 5.1
percent, had alarmed some policymakers. They welcomed the first quarter
growth rate information as verification that past monetary actions are
working. They believe a slower rate of growth in 1995 will result in a
longer period of future expansion.
Meanwhile, even after strong growth in 1994, recent price increases
measured by the consumer price index, suggest that inflation remains in
check. The index grew at 2.86 percent for February. Furthermore, and
more importantly, few anticipate measurable increases in the near future.
To be sure, the strong growth of 1994 resulted in a tightening of
national labor markets. Unemployment rates trended downward. In early
1995 the rate dipped below 5.5 percent, a threshold rate many believe
important in initiating inflation. The unemployment rate reached 5.4 percent on a seasonally-adjusted basis for February. Usually, such a rate
would signal future inflation. However, the tightening of interest rates has
already begun to slow rates of expansion, even pushing some indicators
into a decline, thus, setting the stage for a soft landing:
Current Nevada conditions, dominated by the rapid expansion in capacity during late 1993 and 1994, seem to be slowing. This situation is not
altogether unexpected, nor even undesirable considering the benefits of a
pause to allow some economic sectors to catch up.
Nevada gaming revenue is currently growing at single-digit rates, but
continuing to expand to new levels. On a percentage basis, Washoe
County showed the largest rate of increase. Nevertheless, given the large
gains in 1994, more modest expansion should be expected in 1995.
Yet, even more impressive gains were recorded for taxable sales - up
by more than 10 percent over year-ago levels statewide. By comparison,
national retail sales increased by 6.3 percent, not an insignificant rate, but
not as great as for Nevada, which remains one of the nation 's most rapidly
growing regional economies.
Among the sectors showing the weakest conditions are those which are
interest-sensitive. One 1995 indicator with a negative rate of change is
first-quarter residential permits in the Las Vegas area. During the same
period, national housing starts have also declined.
In the months ahead, one might expect the contractions associated with
interest-sensitive industries will act as a drag on the Nevada economy,
keeping growth rates in 1995 generally less than those for 1994. Nevertheless, Nevada's overall business conditions remain favorable and the
economic outlook is bright.
R. Keith Schwer, UNLV Center for Business & Economic Research
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Nevada Taxable Sales
Quarterly. 1985 - 1994
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Nevada Gross Gaming Revenue
Quarterly. 1985 - 1994
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Air Passengers
Quarterly. 1985 - 1995

Millions
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DATE

UNITS

LATEST
PERIOD

PREVIOUS
PERIOD

YEAR
AGO

CHANGE
YRAGO

5.4

6.3
6.0
6.6
5.7

6.7
6.5
6 .4
6.6

-10.45%
-12 .31%
-9.38%
-18 .18%

UNEMPLOYMENT
Nevada
Las Vegas
Reno
U.S.

February,
February,
February,
February,

1995
1995
1995
1995

%
%
%
seasonally adj.

February,
February,
February,
February,

1995
1995
1995
1995

$thousand
$thousand
$thousand
$million

1,524,009
930,815
259,901
192,652

1,456,329
899,507
242,295
193,487

1,339,845
835,050
226,433
181,236

13.75%
11 .47%
14.78%
6.30%

February, 1995
February, 1995
February, 1995

$thousand
$thousand
$thousand

582,342
466,811
68,022

580,800
473,520
59,749

535,052
433,628
59,113

8 .84%
7.65%
15 .07%

1st qtr 1995
1st qtr 1995

#permits
#permits

4,080
207

4 , 185
194

4 ,860
128

-16.05%
61.72%

1st Half 1994
1st Half 1994

#permits
#permits

1,304
85

1,469
53

962
40

3·5 .55%
112.50%

March, 1995
February, 1995

thousand
$billion

1,211
523 .3

1,315
525.7

1,499
485 .9

-19.21%
7.70%

1st qtr 1995
1st qtr 1995
1st qtr 1995

$
$ per sq . ft.
%

126,7 13
76.15
8 .24

128,757
77.38
8.20

144,984
79 .31
7 . 19

-12 .60%
-3 .98%
14.60%

1st Half 1994
1st Half 1994
1st Half 1994
February, 1995

$
$per sq . ft.
%
thousand

168, 199
92 .67
7 .90
551

170,325
96 .88
7.20
641

157,825
92 .42
7.70
691

6 .57%
0 .27%
2.60%
-20.26%

1st qtr 1995
1st qtr 1995
February, 1995

passengers
passengers
thousand gal.

6 ,843,438
1,398 ,512
54,720

6,809,896
1,350,585
57,887

6,322,338
1,296,464
52,377

8 .24%
7 .87%
4 .47%

July, 1994
July, 1994
July, 1994

people
people
people

1,494,230
971 ,680
282,630

1,398,760
898,020
271,770

6 .83%
8 .20%
4.00%

February, 1995
February, 1995
March, 1995
March, 1995
1st qtr 1995

1982-84= 100
$billion
%
%
$billion

146.7
1137 .0
6 .00
3 .52
6,574.7

2.86%
0 .89%
50.00%
62.78%
6.21%

6.0
5.7
5 .8

RETAIL ACTIVITY
Nevada Taxable Sales
Clark County
Washoe County
U.S. Retail Sales

GROSS GAMING REVENUE
Nevada
Clark County
Washoe County

CONSTRUCTION ACTIVITY
Las Vegas Area
New Residences
New Commercial Perm its
Reno Area
New Residences
New Commercial Permits
U.S.
Housing Starts
Tota I Construction

HOUSING SALES
Las Vegas Area
Average Sales Price PI
Average Cost/Square Foot
Average Mortgage Rate 121
Washoe County
Average Sales Price 111
Average Cost/Square Foot
Average Mortgage Rate 121
U.S. Home Sales

TRANSPORTATION
Total Passengers 131
McCarron Airport, LV
Cannon Airport, Reno
State Taxable Gasoline Sales

POPULATION ESTIMATES
Nevada
Clark County
Washoe County

NATIONAL ECONOMY
Consumer Price Index 1•1
Money Supply - M 1
Prime Rate
Three-Month U.S. T-Bill
Gross Domestic Product

150.9
1,147.1
9 .00
5.73
6,982 .9

150.3
1,148 .8
8 .50
5 .8
6,897.2

NOTES: (1) houses, condos, townhouses; (2) 30 yr. FHA; (3) enplaned/deplaned passengers; (4) all urban consumers
SOURCES: Nevada Dept. of Taxation; Nevada Employment Security Dept.; UNLV, Center for Business and Economic Research;
UNR, Bureau of Business and Economic Research; US Dept. of Commerce; US Federal Reserve.
COMPILED BY: UNLV, Center for Business and Economic Research
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~TERESTINGLY ENOUGH,
IT'S WHAT WE KNOW ABOUT
SECOND-GROWTH DOUGLAS FIR THAT
MAKES US EFFECTIVE BANKERS.
Cf£/e'll be the first ones

to

tell you, we can't help

You'll find that every Relationship Manager at

any business grow until we know exactly what that busi-

U.S. Bank shares this drive and willingness

ness needs. And that can't be done from behind a desk.

Whether they work with the forest products industry.

So before you'll ever hear one of our

to

learn.

a software company, or a chain of pet supply stores.

Relationship Managers talking to a forest products client

To put one of these bankers to work for yo ur

about capital loans or cash management systems, you'll

company, talk to a Relationship Manager at U.S. Bank..

see them visiting timberlands. Corning in to check out

But don't be surprised if banking's not the main topic

the mill's new debarker. And reading every forestry

of conversation.

journal they can get their hands on.
Because effective banking solutions don't come
from out of the blue. They come from a thorough, firsthand understanding of our client's business.

Member FDI C. © 1995 U .S. Bank

Get To Know The U.S. Bank Relationship Manager
Who'll Get To Know Your Business. Calll-800-US BANKS.

