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COMMENTARY 

A Second Look 
at Education 

LYLE E. BRENNAN Publisher 

R icci Elkins, owner and administrator of Great Ed-Ventures Children's Center in 
Reno responded to a recent publisher's commentary on education reform. Her com
ments were so timely and informative that l wanted to share them with our readers. 
l yield to the gentle lady from Reno. 

COMMENTS? e-mail: publisher@nevadabusiness.com 

Dear Mr. Brennan; 

I would like to take this opportunity 
to thank you for your commentary on 
Education Reform. As a business owner 
and a parent, I have had reservations 
about the current public school system 
for several years. I am involved with a 
group of parents from various commu
nities in Northern Nevada, who, for the 
last few years, have tried to cajole our 
local school districts into some mean
ingful reform. As your commentary 
notes , we were pelted with comments 
accusing us of being "against educa
tion," "not concerned for children 's 
welfare," and "fanatic." In frustration, 
we joined forces - north, south and 
rural - at a meeting in Tonopah a few 
years ago with the hope of making a 
difference. Although our group is still 
small (a small alliance bank balance 
makes it difficult to afford much in the 
way of promotion), our mission is to 
make quality education available to all 
children and to make public schools fis
cally and educationally accountable. 

Those of us who had flexible sched
ules visited our representatives during 
the 1995 legislative session presenting 
testimony and describing the personal 
nightmares our families had endured in 
tht: pu'uli~,; school 1>-y~tern. ·we ga-ve the 
legislators volumes of information we 
acquired from charter school experts 
and state agencies nationwide. Needless 
to say, it was to no avail. We are low- to 
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moderate-income parents using per
sonal pocket change to drive our vision. 
Although we didn 't realize it at the 
time, we had no real chance of "win
ning" since we were up against a pow
erful, well-funded group of lobbyists. 

Sir, I have traveled extensively, at 
personal expense, to study the issue of 
charter schools. I have attended confer
ences, toured several schools in three 
states, and .have acquainted myself with 
an entire network of new "friends" who 
are living the charter school experience. 
In the six years since their inception in 
Minnesota, there have been some won
derful charter public school successes 
in communities across the nation. I find 
great hope in charter public schools and 
I believe they are a way to save the pub
lic school system. 

I am sending a packet of information 
on charters schools , but in case you're 
not familiar with the issue, permit me to 
provide you with a brief description. 

Charter schools are public schools 
independently operated by a committee 
or "board" of parents, teachers and 
community leaders. Charter schools are 
tuition-free, non-sectarian and non-dis
criminatory. They are publicly-funded 
with per-pupil allocations and any spe
cial allocations already given to public 
~chooh for ~pecia\ eU'Ucation, trawo.pm
tation, etc. Other funding comes from 
gifts, grants and in-kind donations. 

Many charter school boards struc
ture their schools to focus on specific 

areas of need. Examples include 
schools committed to teaching the 
basics in a "high achievement environ
ment' ' rather than through repetition 
and remediation, some specialize in 
vocational instruction, and others in 
"high risk" groups. Charter public 
schools are completely free to choose 
curriculum, textbooks and methods of 
instruction, and are fully accountable 
for student performance outcomes. 
Additionally, they are subject to exter
nal financial audits and are held to a 
high standard of fiscal accountability. 

Petitioning schools can either be 
newly created start-up schools or "con
versions" of already existing public 
schools. Nevada 's bill, SB220, requires 
the charter be a not-for-profit school, 
and unless the school is a traditional 
public school converting, the school ' ' 
cannot already be in existence. Other 
states encourage marketplace practices 
and allow private for-profit schools to 
convert, although the national trend is 
to keep the schools not-for-profit. 

The schools petition for and, if 
granted, maintain a charter (contract) 
with a sponsoring agency. In most char
ter states, there are several sponsors - to 
prevent a local school district from 
refusing to sponsor valid petitions. 
Sponsoring agencies in our bill include 
the local school districts and the State 
Department of Education. Many local 
districts were opposed last legislative 
session and remain vehemently op
posed this session. The bill also permits 
the University System to sponsor char
ters within its own domain. 

By national standards, SB220 is a 
fairl y good bill. Our legislators looked 
at charter school legislation from many 
other states and compiled information 
from various education "think tanks" 
and reform groups. Recently the Com
mittee on Human Resources and Facili
ties brought SB220 out of subcommit
tee and approved the amendments 
sending it for reprint with a new addi
tion attached, a "collective bargaining" 
provision that is supposedly "optional," 
but if chosen, must include RS 288, 
the huge arl0 e1'.!YC-U\',;,se ?U\;}\i.c em?b~
ees contract negotiations bill. Having 
attended all of the other committee and 
subcommittee sessions, many of the 
parents and charter school advocates 
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COMMENTARY 

didn ' t think it necessary to attend the 
last committee hearing, believing the 
amendments, which were favorable, 
would simply be approved. Imagine our 
surprise when we heard about the addi
tion! Although disappointing, the provi
sion isn ' t devastating since charter 
schools do their own hiring, and most 
teachers knowledgeable about charter 
schools realize they are their own voice 
in contract negotiations and don ' t need 
the "associations." 

Some notable legislators leading the 
reform effort include Senators Adler, 
Washington, Porter, Augustine, Weiner 
and Rawson. There are still many with 
"concerns" about the reform movement, 
as well as those influenced by powerful 
lobbying interests. 

Our biggest problem is our inability 
to promote the charter school move
ment. Not only are we very limited in 
what we can do financially, every 
attempt to provide objective informa
tion to the media is often met with resis
tance or twisting of issues, often con-

fusing the parents and teachers who 
hear of the charter schools movement. 
In states where objective information is 
brought out, parents overwhelmingly 
back charter school development. 

I would like to invite you and other 
business leaders to join us in our effort 
to bring education reform to our great 
state. We need influential business and 
community leaders not only to ensure 
the passage of this bill, but also to pro
vide leadership within charter school 
boards to help these new schools suc
ceed. We now know what to do and how 
to do it. Together, we can change the 
face of education in our state by provid
ing families with educational opportu
nity and public school choice, taxpayers 
with fiscal accountability and busi
nesses with a well-educated work force. 

Sincerely, 
Ricci Elkins 
Owner/ Administrator 
Great Ed-Ventures Children's Center 
Reno, NV 89509 
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"My doctor says caffeine makes me tense ." 
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From 
the 

Editor 
CONNIE BRENNAN Editor 

Editor's note . . . As with the pub
lisher's commentary this month, I will 
yield to responses from our readers. 

COMMENTS? 
e-mail: editor@nevadabusiness.com 

Talk 
Dear Editor; 

Dairy-drinkers might be wondering 
why PETA has spoiled milk marketers ' 
fun by infiltrating the "milk mustache" 
photo contest ("Gorilla Advertising," 
NBJ March 1997). There are plenty of 
reasons to put dairy products - and 
those moronic milk mustache ads - out 
to pasture. 

For starters, today's mother cow is 
treated as nothing more than a milk 
machine. To keep milk production high, 
farmers keep cows pregnant. Female 

· calves born on dairy farms are added to 
the herd or are slaughtered for the ren
net in their stomachs, which is used to 
make cheese. Male calves are sold to 
the veal industry and are doomed to life 
in a crate. The milk that nature meant 
for these babies winds up on supermar
ket shelves instead. 

Milk production isn ' t just bad 
"moos" for cows: Dairy-drinkers are at 
risk for everything from cancer to 
osteoporosis. 

Yes, osteoporosis. Calcium does a 
body good, but it doesn't follow that 
milk is a natural bone-builder. Research 
has shown that the excess protein in ani
mal foods , including dairy products , 
can actually leach calcium and other 
important nutrients from the body, 
resulting in a negative calcium balance. 

That's not all. People with diabetes 
have a much stronger reaction to the 
proteins in cow's milk than others do. 
Many women with ovarian cancer are 
unable to break down galactose, a prod-

http://www.accessnv.com
mailto:info@accessnv.com
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uct of the milk sugar lactose, in their 
bodies. Milk is one of the leading food 
allergens and has been implicated in 
asthma and sinus problems. The list 
goes on and on. 

PETA urges caring consumers to be 
kind to cows and to themselves by 
dumping dairy. For information on deli
cious and nutritious alternatives to milk 
products, readers are welcome to call 
PETA's hotline, 1-888-VEG-FOOD. 

Sincerely, 
Paula Moore 
Correspondent 
PETA, Northfolk, Va. 

Talk Back 
Dear Paula; 

Man does not live on tofu alone. 
And while most abhor cruelty to ani
mals, the tactics used by PETA to sabo
tage the milk industry 's ad campaign 
are objectionable indeed. 

- Ed 

Talk 
Dear Editor; 

I have a brief complaint about the 
content of your magazine. As a one
year-plus subscriber, when am I going 
to see something other than health care, 
i.e.; hospitals , HMO's, etc. and banks 
and banking facilities discussed in your 
magazine? It 's always the same thing 
each month. 

There are many other issues affecting 
the evada business owner that your 
magazine could have a positive impact 
on .. . · like the continued waste of tax
payers money i.e.; increase in sales 
taxes, property tax increases, bonds ... 
bonds . .. and more bonds, transporta
tion issues, i.e.; studies, air pollution, 
pollution in Lake Mead, how the trans
portation and storage of nuclear waste 
will affect Nevada, etc. etc. etc. and the 
impact on the quality of life. 

Please, no more medical or banking 
news, please. 

John Edmunds 

Health care changes. 
Philosophies don't. 
A community partner since 1954 offering: 
• Educational programs for the youth of 

Las Vegas. 

• CPR, EMT, First Responder courses at a 
fully accredited Training Center. 

• Emergency and non-emergency transport 
services. 

MEDICAL SERVICES 

1130 S. Martin L. King Blvd., Las Vegas, NV 89102 • TEL (702) 386-9985 • FAX (702) 386-2683 
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Talk Back 
Dear John; 

Sorry to disappoint you as this issue 
includes information on the healthcare 
industry. Your perception that the 
Nevada Business Journal only covers 
banking and healthcare is not the real
ity. Aside from our cover stories, the 
NBJ reports on a variety of business
related issues, including taxes, technol
ogy, politics, economy, lifestyle, suc
cessful businesses and people. In 
addition, the NBJ publishes a major 
article each month on a topic important 
to the business community. Recently, 
these articles have featured the mining 
industry, Nevada Test Site, transporta
tion, education and women in business. 

Futhermore, this month introduces 
"Business Strategies," a new monthly • 
feature that provides strategies for 
dealing with a variety of challenges 
facing businesses today . . 

So John, we will continue to cover 
healthcare and banking ... and a whole 
lot more. 

Thanks for writing. - Ed 
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MSAs - A Saving Solution 

A lthough Fanlo concedes free
dom of choice is relegated to 
facilitation of service, she sees 

indemnity plans disappearing from the 
general market. But traditional plans 
will still fill a need. 

Many high income earners want 
absolute freedom of choice of physi
cians and freedom of choice of services 
which is not available with managed 
care. Small firms in rural areas find 
managed care is not delivered success
fully, and certain family needs dictate 
indemnity type plans; yet the market is 
perceived small and costs are high. 
Freedom does not come cheaply. 

Joanna Wares, LUTCF, health spe
cialist with Layne and Associates in Las 
Vegas, agrees. "HMOs and PPOs can 
negotiate discounts with providers, co
payments can be structured which 
means we, as agents, must have a very 
good understanding of the needs of the 
busine~s owner. We balance very real 
human needs with very real business 
needs to protect the bottom line." This 
interaction between agent and business 
owner is one the best methods of cost 
control under prevailing conditions. 

Rarely does a business owner under
stand the complexities of health insur
ance well enough to select a plan with
out the assistance of an insurance agent. 
Both Fanlo and Wares express deep 
commitment to helping the business 
owner discover the choices. 

Concern over the bottom line is 
shared by many, and has become the 
common denominator in health legisla
tion and reform issues. The 1995 pas
sage of Nevada Assembly Bill 592 
introduced a new concept in cost con
tainment techniques for Nevadans 
called medical savings accounts 
(MSA) . Originated during Congress
ional debate on healthcare reform, an 
MSA is an account established for each 
employee which provides for tax-free 
contributions by both the employer and 
the employee. MSAs coincide with 
high-deductible catastrophic health 
coverage plans. Account values distrib
ute payment of the deductible during 
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the year. Remaining funds in the MSA 
at year-end are carried forward to pay 
the next year's medical expenses. 

Combining an MSA with . cata
strophic health coverage returns free
dom of choice to the insured. It also 
puts responsibility for expense deci
sions back in the hands of the insured 
by removing third-party payment con
trol from the system. Payment adminis
trators are seen as a major force in dri
ving up the cost of health care which bas 
insulated the consumer from healthcare 
cost decisions. MSAs engage patients 
in the payment process loop prompting 
individuals to become more aware, dis
criminating and effective. 

The higher deductibles of MSAs per
form cost containment by placing the 
lion 's share of the initial healthcare 
expense on the insured thus functioning 
to reduce or lower indiscriminate and 
arbitrary utilization of healthcare ser-

vices. This serves to pressure healthcare 
providers into a more cost effective pos
ture to attract more users. 

An example of an MSA in action can 
be seen in a plan offered by one com
pany as an alternative to a traditional 
health plan featuring a $500 annual 
deductible and 20 percent co-payment 
on the next $5,000 of expenses. This 
represents potential out-of-pocket costs 
of $1 ,500 per year. Under the MSA 
option, the catastrophic policy deduct
ible is raised to $3,000 with the 
employer depositing $2,000 in a per
sonal MSA for the employee to be used, 
for health expenses less than the ' 
deductible. This results in a maximum 
out-of-pocket expense of $1 ,000. 

In this case, 80 percent of the workers 
participated in the MSA option, and on 
average had $600 left in their MSA 
accounts at the end of the year. 

Under Title III of the recently enacted 
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Health Insurance Portability and 
Accountability Act of 1996 (HIPA), 
MSAs are available to employees cov
ered under an employee-sponsored, 
high deductible plan of a small 
employer (50 or fewer employees), or 
self-employed individuals. Deductibles 
range from $1 ,500 to $2,250 for indi
viduals, and $3,000 to $4,500 for fami
lies. Contributions (up to 65 percent of 
the deductible for individuals and 75 
percent for families) to the MSA can be 
made by either the employer or the 
employee, however, an employee can
not make a contribution to an MSA in 
any calendar year during which his or 
her employer has contributed. Money 
not spent for medical expenses could 
be withdrawn at the end of the year 
for nonmedical reasons , or left to 
accumulate in the account. Withdrawals 
for nonmedical reasons , however, 
would be taxed and a penalty imposed 
if the account owner is under 65 , 
whereas funds used to pay deductibles 
would qualify as an itemized medical 
expense deduction. 

MSAs elevate individual choice 
above the dictates of any health industry 
or health insurance system. Funds are 
established by individuals or employ
ees, and accumulate for future expense. 

There are those who would disagree. 
Opponents argue MSAs will affect 
lower income groups adversely since 
these groups are acutely sensitive to 
cost sharing because of the relative cost 
burden on their available resources. 
They also maintain the savings of cost 
sharing would not be realized because 
the distribution of healthcare spending 
is highly skewed. More than 80 percent 
of all healthcare spending is accounted 
for by people who spend more than 
$2,000 annually, thereby a high deduct
ible would negate the benefit. Finally 
opponents conclude MSAs would not 
serve as a restraint to the cost of tech
nology due to less market discipline. 

However, current estimates suggest 
more than 40 percent of all Americans 
would choose an MSA. Some estimates 
are as high as 65 percent to 70 percent 

To anyone interested in assisted living' 

"Before I xroved here I cried every day. 
person " NoW my daughter says I'm like a new . 

.sea K. 

"I wish I could go door to door and tell 
people aboUt Margaret Rose. I'll never lea~ 
here. It ' s wonderful., 

Florence c. 

. her ~~-r're all "EverYbodY is so mce e.··.~,.,~.~.~ 

so friendlY and helpful." 
l):)rotby R. 

· a date." '"The food is so good I could brJ.IlQ' 
Gerald P. 

Sweet Hare If 

"I just have three words.·· .Hare · 
Phil B. 

If you or someone you know is in need of 

assisted care, look into Margaret Rose. Don't take 

our word for it, ask the people who live here. 
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part:J.crpation. The best way to deter
mine if you will benefit from an MSA is 
to contact your insurance agent. 

Responsibility for administering and 
regulating MSAs in Nevada falls on the 
Commissioner of Insurance. According 
to Sharen Weaver, supervisor of Life 
and Health at the Division of Insurance, 
a review of the HIPA is currently under
way to clarify issues and regulatory 
concerns. Based on actuary reports 
from the Division, the gap between 
HMO and indemnity coverage, mea
sured by gross direct premiums written , 
is just over 5 percent. Not much when it 
comes to perceived public opinion of 
how many people prefer HMOs to 
indemnity plans. The spread between 
health and HMO premiums leaves plen
ty of room for MSA consideration par
ticularly in light of current legislation. 

The Commissioner of Insurance has 
the primary responsibility to protect the 
rights of the consumer on issues rang
ing from product design to service 
delivery. Several of the tools of regula
tory control address the broad issues of 
market conduct and saturation. 

Sales of all life and health insurance 
products are monitored annually and 
tabulated. Sales are categorized accord
ing to product function such as life, 
health (indemnity), HMO, dental 
(stand-alone plans) and fraternal and 
non-profit organizations. 
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SOURCE: NAIC 
and Company 
Annual Reports, 
Division of 
Insurance, 
State of Nevada 
Reprinted with 
permission 

One of the tools used is a calculation 
by market share of premiums written. 
Here, figures tell the Division several 
important aspects of operations in the 
state. First, the report provides the Divi
sion with accurate information relative 
to the types of products sold. For 
instance, stand-alone dental plans 
accounted for only a very small portion 
of total premium written (0.01 percent 
of market share) while vision plans gar
nered a larger portion (0.96 percent of 
market share). 

The chart above shows the market 
share by gross premium of all life and 
health insurance products sold in the 
state. From this , and other sources 
developed and shared by the various 
states, the ational Association of 
Insurance Commissioners is able to 
identify and contribute to the design 
and development of new offerings. 

As shown, HMO and health sales rep
resent more than one-half of total sales 
with only a slight 5 percent spread 
between indemnity health and HMOs. 

Total health sales, lagging slightly 
behind HMO sales demonstrates the 
favorably perceived performance of 
both types of medical coverage. 

Information like this contributes sig
nificantly to product design and overall 
development of new products. 

Innovations such MSAs arise from 
intense cost containment pressures. The 

marketing of MSAs, however, is a func
tion of the basic type of plan that best 
accommodates the service orientations 
of the consumer. 

At present, MSAs are marketed by 
only a handful of companies in Nevada. 
The firms listed below are planning to 
offer, or are offering MSAs according 
to the Division of Insurance. 

Other agencies also engage in man
dated reviews of insurance perfor
mance. The Department of Human 
Resources, Division of Health con
ducts quality review examinations of 
HMOs in the state. Included in this 
review is the type of enrollment - com
mercial ancl/or Medicare - tax status 
and the volume of market penetration. 
This review is concerned with the 
availability and accessibility of services , 
to enrollees , including reasonable • 
access to primary physicians, a hos
pital, and medically necessary services 
within the community. . 

According to Sara Rumann, MP,.. , 
health resource analyst, quality review 
necessarily includes any complaints 
against an organization or provider. A 
complaint is defined as "any grievance 
of an enrollee . .. arising out of the per
formance of healthcare services when 
the grievance has been reduced to writ
ing and filed with the HMO." 

The purpose of quality review is to 
assure that services of providers meet 
standards of (1) accessibility, (2) avail
ability, and (3) keeping time-to-service 
delays to a minimum. Sharing of infor-

MSA PROVIDERS 
Companies currently authorized to provide 

medical savings accounts in Nevada 

AMERICAN REPUBLIC INSURANCE Co. 

800-247-2190 

GOLDEN RULE INSURANCE COMPANY 

317-297-4123 

MEGA LIFE AND HEALTH INSURANCE Co. 

972 -851-9006 

M ID-WEST NAT'L LIFE INSURANCE Co. 

972-851-9006 

TIM E INSURANCE COM PA NY 

800-800-2000 

MUTUAL OF OMAHA INSURANCE Co. 

402-351-2700 

FORTIS BENEFITS INSURANCE COMPANY 

612-738-4000 



SAINT MARY ' S HEALTH NETWORK 

Who gives you flexible 
options in health plans? 

We do. 
Saint Mary's HealthFirst already provides you 

with a wide selection of the area's finest doctors. 
And now, our new optional out-of-plan 1ider 
allows you to see doctors who are not on the 
HealthFirst panel. 

This supplemental coverage rider allows 
employers to offer a health plan that helps 
control health care costs and lower employee 
out-of-pocket expenses. 

Most importantly, it gives employees the freedom 
to see the doctor of their choice. 

When you combine the reputation of Saint 
Mary's, strong member services support, and 
the freedom to see the physician of your choice, 
it adds up to the highest quality and most flexible 
health plan for your business and employees. 
Call your broker, or Saint Mary's at 829-6000. 

Saint Marv's 
Health First 



Comprehensive Programs: 
• Chemical Dependency 

• Depression 

S.vstem • Bipolar Disorders 

• Marriage & Family Issues 
• Anger/Impulse Control 

• Women's Groups 

• Compulsive Gambling 

• Counseling Services in Spanish 

Levels of Care That Fit Your Needs: 
• Individual & Group Outpatient Counseling 

• Intensive Outpatient Treatment 

• In Patient & Acute Core 

Three Convenient Locations 
• 2972 S. Rainbow Blvd. Treatment for all ages: 

• Adults 

• Adolescents 

• Children (at our new Sunset Counseling Center) 

• 3663 E. Sunset Rd. 
• 7000 W. Spring Mountain Rd. 

7000 W. Spring Mountain Rd. •Las Vegas, NV 89117 
Call 24 Hours 876·4357(HELP) 

UPTIGHT? STiff? SORE BACK? Here's a remedy: Introducing 
the StretchTrainerTM from Precor.© The first home fitness device designed 
to help you stretch fully and efficiently. As we age , muscles and 
joints become stiff and tight. Which leads to all kinds of 
problems-from back pain to a lousy golf swing. But a 
few minutes each day on the Stretch Trainer can 
change all that. You'll feel younger and more nimble. 
Eve ryday movements become more fluid- whether 
its swinging a golf club or bending down to tie 
you r shoe. The StretchTrainer may even help 
relieve back pain and arthritis. Come in and see 
the patented Stretch Trainer today. It's a decision 
you'll feel good about. 

Exercise Equipment of Nevada 
Net1ada 's Largest Exercise Equipment Dealer 

finandng. OeliYery and Setup are a\ililable. Locations in Green ValleyfHenderson.l.as Vegas and Reno. 

1·8oo-9s9·LIFT (5438) 
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MSAs - A Saving Solution 

mation with other departments helps 
coordinate provider services and pby i
cian access to enrollees. 

Even with mandated watchdogs, ded
icated and efficient performance 
reviews and regulatory provisions, there 
exists a segment of the population cur
rently defined as the working poor. 
devoid of medical coverage. 

"These people are employed, may o 
may not have insurance at work, but are 
unable to provide coverage for their 
dependents because of cost restriction.
says John Yacenda, MPA, PhD, director 
of Great Basin Primary Care Associ
ation. Yacenda is active in Nevada advcr 
eating on behalf of the working poor the 
provision of accessible, quality, com
prehensive primary care services. 

Underserved individuals, those in the 
working poor segment of the populatio 
is a serious problem across America. 

A recent survey conducted b~ 

Families, USA concludes that "one
third of our nation 's children withour 
health coverage is an insurance epi
demic," and according to Ron Pollack.. 
executive director, "The breadwinne 
work hard, pay taxes and play by the 
rules. But they don ' t get health cover
age on the job for themselves or their 
children, and they can ' t afford to pa~ 
for it out of pocket." 

At 37 percent, Nevada ranks number 
nine among states with the higbe: 
ratios of children without healthcare 
coverage. Nevada Senate Majori~ 

Leader Bill Raggio stated in his report 
"The State of our State's Healthcare·· 
(NBJ, Octobe1; 1996), "We must meet 
the needs of our many working poor 
residents who earn too much to qu~ 
for Medicaid and too little to afford 
health insurance. And most impor
tantly, we must continue to seek new 
ways to make healthcare more acces i
ble and affordable." 

evada healthcare insurance agen 
are not unaware of this problem. Fanlo 
and Wares, both long-time health insur
ance agents, bemoan the issue. "Man~ 
employers can ' t afford to offer coverage 
to their employees," says Wares. "Af
fordability is a major issue in Nevada.·· 



CHILDREN WITHOUT HEALTH INSURANCE 

FOR AT LEAST ONE MONTH OVER A TWO· 

YEAR PERIOD, 1995·1996, ESTIMATED 

STATE No. CHILDREN %CHILDREN RANK 

Texas 2,614,000 46 

New Mexico 241,000 43 2 

Louisiana 529,000 43 3 

Arkansas 465,000 38 4 

Mississippi 300,000 41 5 

Dist. of Col. 55,000 39 6 

Alabama 461,000 38 7 

Arizona 465,000 38 8 

Nevada 149.00 37 9 

California 3,386,000 37 10 

Affordable coverage is not the sole 
responsibility of hospitals or health
care providers. Affordabi lity begins 
with the individual, and is the result 
of education. 

"We facilitate with employers to offer 
healthcare, we try to have a proactive 
approach to preventive education and 
healthy lifestyles," says Wares. 

Agents are adamant about employee 
education on the issues and concerns of 
healthcare. "Employee's can't simply 
shun personal responsibility for their 
own health. It's a two-way street," says 
Fanlo of Reno. "The future of health
care in Nevada with its aging popula
tion, the squeeze for lower physicians 
fees, the rising costs of medical 
research and the explosive population 
growth demands employers get more 
involved in the healthcare costs and 
delivery system." 

The demonstration period under the 
Health Insurance Portabi lity and 
Accountability Act authorizes MSAs in 
limited quantity during a four-year 
span. This test period of MSA viability, 
if favorable, will furnish a new tool to 
help control future medical costs. How
ever, industry leaders, agents and pro
viders agree educating employees as to 
the true nature of healthcare risk-shar
ing is a more effective method of han
dling claims. Most employees, when 
fully informed and aware will act re
sponsibly and control future claims .• 

AnENTION PROFESSIONALS!-capitalize on Timing 
How would you like to own a piece of television's future? 

fl1!J!i'J r:EJ!J @1llil 
Fortune$ are made when technology shifts 
an existing industry. You can now profit from the 
conversion of cable TV to digital-satellite TY. 

• A Fortune 500 Management Team. 
• A simple turn-key business plan for individuals. 
• Low investment; six to seven figure earning potential. 

YOU'RE SUCCESSFUL BUT. .. DO YOU HAVE TIME FREEDOM? 
If not, call now for a FREE evaluation packet 800-953-1977 

Our business zs you. 

NEVADA 
MEDICAL CENTER 

Jones Red Rock 
(702)362-1051 (702) 877-9500 

Rancho Shadow Lane 
(702) 384-9374 (702) 385-5972 

PREMIER 
H EALTHC ARE 

Las Vegas 
Henderson 

Boulder Citt; 
(702) 696-933 7 

T he more doctors 

attend ro the 

business of medicine, the 

less time they have ro care 

for the patient. 

Doctors affiliated with 

MedParrners don ' t have 

to worry about bu si ness. 

Because MedParrn ers, a 

physician practice management company, 

removes the burden of runmng 

a medical practice. Th at means 

MedParrners patients get more of their 

doctor ' s time and attention . 

MedParmers physicians and specialis ts 

are located throughou t the Las Vegas 

region. We accept most health insurance 

plans and are affiliated wi th most HMOs. 

At M edParmers, our business is you. 

We' re in the business of keep ing you and 

your famil y healthy. 

MedPartners ru 

® 1997 MedPartres 
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Thanks to generous donations 

School of Medicine Will Build 
Southern Nevada Campus 

by Linda Linssen 

Dr. Scott Bjerke and Dr. Joe Profetta work to remove a quarter lodged in a 4-year
old boy's esophagus. The boy had been taken to the ER at University Medical Cen
ter after swallowing the coin. 
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wing through the parking Jot of 
the Clark County Department 

of Motor Vehicles clearly indi
cates Las Vegas ' population boom is not 
waning. This is an ongoing concern for 
established residents, who face crowded 
schools, unclean air, traffic congestion, 
and a strained infrastructure. Not sur
prisingly, another of their major con
cerns relates to the availability of physi
cians and healthcare facilities. With the 
ratio of physicians to residents well 
below the national average, many 
Southern Nevadans currently seek med
ical attention out of state. The Las 
Vegas healthcare delivery system has 
needed a boost for quite some time. 
Now, thanks to generous donations, , 
bulldozers can soon begin preparing a ' 
site for the builders of a southern 
campus of the University of Nevada 
School of Medicine. 

A desperate need for an education 
center and patient care fadlity 

I n 1969 the Nevada State Legislature 
established the School of Medicine 

in Reno to provide basic science 
education and clinical training to 

evadans. For the past 20 years, since 
the school became a four-year degree
granting institution, it has served South
ern evada as well , leasing space from 
Las Vegas' University Medical Center 
(UMC) and locating some of its faculty 
members and medical students there. 
"We have benefitted enormously from 
our long-standing - and very impor
tant - relationship with University 
Medical Center, undertaking the de
velopment of joint programs," said 
Robert M. Daugherty, Dean of the 
School of Medicine. 

Daugherty states the School of Medi
cine's association with UMC will con
tinue and grow. However, he also recog
nizes the need to meet the nation 's shift 
in healthcare emphasis. In the pasL 
healthcare providers emphasized trear
ment of illness and injury. Hospitals 
were, and are, appropriate settings for 
such treatment. But with the currenT 
emphasis on wellness and prevention o; 
health problems, most medical commu
nities favor separate facilities for ambu
latory care. Physician offices fulfil! 



Otherwise, we have a few points 
that may be of interest to you. 

With Health Plan of Nevada, your 
employees will have access to 
some of the most comprehensive 
coverage available. Coverage that 
includes preventive care such as 
well-child care and immuniza
tions and health education serv
ices like our smoking cessation 
program. 

Your employees also have 
access to some of Nevada 's finest 

medical facilities and physicians. 
Physician visits are easy. The 

member makes a nominal copay
ment at the time of service. No 
claim forms, no paperwork. Just 
part of our commitment to quality, 
convenient health care. It takes 
Nevada 's oldest and largest HMO 
to deliver this kind of service. 

Call us so we can tell you why 
with us, you could have one of 

the best health plans in Nevada. 
Please call 871-0999 in the Las 
Vegas area or (800) 477-4542 in 
northern Nevada. .. 

HEALTH PLAN OF NEVADA, INC ... 
A member of Sierra Health Services. Inc. 

"How you feel means everything to us." 

Form No. 21 .NV.97.042 



Artist 's rendering of the School of Medicine southern campus. 

ambulatory care purposes but are gener
ally busy places that are not designed to 
double as teaching/learning environ
ments. For the past few years, Daugh
erty has sought funding for a building 
he refers to as a "clinical classroom," a 
place where medical faculty and stu
dents can care for ambulatory patients, 
conduct research, meet with one 
another in a team-oriented environment 
and advance overall medical knowledge 
and services in the burgeoning Las 
Vegas Valley. 

Funding a Southern Campus 

I n December of 1994, upon the urg
ing of former Councilman Scott Hig

ginson, the Las Vegas City Council 
gave the School of Medicine nearly 11 
acres of a large parcel reserved for a 
technology park. At that time, the parcel 
was valued at around $2.6 million. The 
Sl:hool of Medicine then requested con

struction funds from the university sys
tem. But the School of Medicine was 
only one of many worthwhile projects 
on the university system's list, and no 
funds were available for the multi
million-dollar enterprise. Undeterred, 
Daugherty turned to the private sector -
individuals, corporations, and founda
tions - in hopes that ground could 
soon be broken and the southern cam
pus become a reality. 

In 1996, Robert H. Johnson, presi
dent of the Board of Directors for the 
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Del Webb Foundation, stepped forward 
to donate $5 million to the School of 
Medicine. This was a record gift for the 
foundation , which has a history of mak
ing medical-related donations. The 
long-awaited ground-breaking cere
mony took place, and supporters were 
encouraged, but the facility still needed 
an additional boost. That boost came on 
April 15 when Las Vegas philanthropist 
Joseph B. Gou.ld pledged $15 million to 
fund the development of the campus. 
He will make a gift of $6.5 million- the 
largest ever received by the medical 
school, and the second-largest gift ever 
received by the university system from 
a private individual - combined with a 
low-interest personal loan of $8.5 mil
lion to get construction underway this 
summer. The 10-acre site will be known 
as the Joseph P. Gould Campus of the 
University of Nevada School of Medi
cine. 

Multiple Benefits for the 
Community 

T he new campus will fulfill Daugh
erty 's vision. Its existence will 

advance the medical school in the Las 
Vegas area and promote innovative 
programs in all medical disciplines. 
It will recruit under-represented minor
ities and faculty physicians with spe
cialized medical expertise. Southern 

evadans will have easy access to qual
ity healthcare and will be able to choose 

from more physicians. In the past cou
ple of years, the School of Medicine has 
received record numbers of applica
tions. While these numbers are encour
aging, the school will continue to select 
only the best and brightest applicants. 
One of the School of Medicine's goals 
is to encourage some evada graduates 
to remain in the state and care for 
patients here. 

The new clinical setting will serve as 
a training ground for physicians, nurses, 
physician assistants , healthcare admin
istrators and technicians, providing a 
place for them to work as a team toward 
common goals. In addition, the new 
clinical setting will promote research to 
generate new information related to dis
ease prevention in an environment 
where that information can be applied 
directly to the public's health. Las 
Vegas area residents will benefit from 
access to a state-of-the-art facility 
where faculty will teach patients how to 
alter their lifestyles to improve their 
health , and how to stay healthy and pre
vent illness. Faculty members will also 
help patients with diagnosed health 
problems to understand their illnesses 
and therapy. 

In the Heart of the Medical Mile 

Just off US 95 in the Valley 's northwest 
corridor, the school 's new building will 
be situated in the center of what has 
been nicknamed the "Medical Mile." To 
the north of the school 's parcel stands 
Columbia Sunrise's new Mountain View 
Hospital and Medical Center. A pri
vate developer owns Brookhollow 
Properties immP.rliMP.ly south of 

school's parcel , and south of Br()()j,:
hollow is an administrative comple 
owned by Sierra Health Services. Tr~ 
complex contains Sierra's insuran ~ 
company, HMO and outpatient cliJri..: 
for HMO patients. Daugherty is ple 
that "both Sierra and Sunrise Mo 
tain View are working with the Sch 
of Medicine to develop state-of-the
educational programs for students: · 
land adjacent to the major faciliti -
numerous specialty physicians ha ~ 
already opened offices. 



Interactive, user-friendly, 
multidisciplinary 

Generally those contemporary 
words describe something related 

to computers and/or classrooms. But 
they also describe how the new south
em campus will function. For example, 
Phase I of the facility will consist of an 
80,000-square-foot ambulatory care 
clinic where faculty, residents and stu
dents will meet patients. This initial 
phase will include space for educa
tional programs, offices and clinical 
research projects, as well as conference 
rooms for students and residents. It will 
also provide a place for the dean's 
office personnel to conduct recruitment, 
admissions, student affairs, and finance . 
Medical specialists will be able to inter
act with one another, and with patients. 

The new campus will epitomize a 
user-friendly environment. It will house 
library and information resources for 
easy access to the latest data for diag
nosing patients. Exam rooms will be 
larger than average in order to accom
modate the patient, doctor and a student 
or resident. ear the exam rooms, con
ference areas will allow the doctor and 
student to sit down to discuss the 
patient 's problem or prognosis. The 
entire facility will serve as both a clinic 
and a continuing education center. 

Users will undoubtedly appreciate 
the facility's multidisciplinary nature. 
Initially, clinical programs will include 

Assistant Professor Jeffrey Wrightson, 
M. D. , chairs the school's Department of 
Obstetrics and Gynecology in Las Vegas . 

famil y practice, pediatrics, internal 
medicine, obstetrics/gynecology and 
surgery. Daugherty feel s that, "With 
multiple specialties in one facility, we 
will foster consultation and teaching 
while the patient is present. The end 
result is that academic physicians, stu
dents and residents will work together 
in a learning environment." / 

Later phases for the southern campus 
include a second clinical and public 
education facility, as well as a research 
building. When the entire facility is 
complete and operating at full capacity, 
Las Vegans will have one less concern 
about the growing population. • 

Acknowledgement: 
Lynne Williams, University of Nevada 
School of Medicine 

"Oh, you must 

already have 

HEALTH PLAN 

OF NEVADA." 

The care you want. 

Technology 
you can trust. 

With a new facility and the very latest in 

state-of-art equipment and critical care 

technology Lake Mead Hospital Medical 

Center offers a new generation of health care 

for a new generation of Nevadans. 

?l= LAKE MEAD HOSPITAL 
MEDICAL CENTER 
AN A FFILIA TE Of OR N DA H EA LTHCORP 

1409 E. Lake Mead • North Las Vegas 
702-657-5740 

Physcians Referral 649-DOCS 
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LOOK WHO'S READING ... 
"The Nevada Business journal has timely, 
informative anicles that provide insight to small 
business as well as major corporations. At JB 
Chemical, we value the in-depth reports on the 
state's rapid growth and its economical impact." 

-Paula Brown 
President 

JB Chemical Company 

"The Nevada Business journal's new expanded 
format provides me with a timely, accurate 
portrayal of statewide political and economic 
events, and keeps me informed of people who are 
leading their respective industries and promoting 
economic growth in their area." -

-Terry Wright 
President/CEO 

Nevada Tide Company 

"There's evada-and then there's the rest of 
America. owhere else is as entrepreneurial, 
dynamic or trend setting-whether you're talking 
education, business, government or growth. 
Whatever new ground evada is breaking will 
impact on what we teach at CCS . And what we 
teach impacts on Nevada's economic development 
and our qualiry of life. To keep pace with this. 
vibrant state, I read the Nevada Business journal." 

- Dr. Richard Moore 
President 

Communiry College of Southern Nevada 

''As a leading real estate developer in the fastest 
growing state, I commend the NB] for illustrating 
a clear picmre and for providing substamial 
information about the real estate industry, the 
economical advantages it presents, and the 
unprecedented growth we are experiencing." 

- Peter M. Thomas 
Managing Parmer 

Thomas & Mack Company 

"The Nevada Business journal has been a great 
resource for presentations-it conveys factual 
information on issues of great importance such as 

evada's accelerated growth and robust economy. 
I thoroughly enjoy reading this monthly 
publicarion from cover to cover. " 

- Elaina Blake 
President 

Blake and Associates 

"The Nevada Business journal is an important part 
of my personal reading schedule. It provides up-to
date data on the ever expanding business operations 
of the State. Essen rial reading for anyone who is on 
a busy schedule- Nevada Business journal does the 
writing and I do the reading." 

- Kenny Guinn 
Chairman 

Southwest Gas 

The Nevada Business journal editorial staff conveys 
a refreshing approach of the state's economic 
development through well-written, fact-filled 
editorials. The array of topics addressed 
exemplifies the diversiry of our industries
industries which make Nevada's economy the 
strongest in the nation." 

- Tim Carlson 
President 

Nevada Test Site Development 

"As the best selling builder in both Northern and 
Southern Nevada in 1996, we need to stay in touch 
with business news in both ends of the state. That's 
why I read Nevada Business Journal. It's the only 
publicarion that covers business news statewide." 

- Robert Lewis 
President 

Lewis Homes Management Corporarion 

"I find the Nevada Business journal to be a valuable 
vehicle to keep the business communiry on rop of 
current and important issues. The comprehensive 
coverage on one of Nevada's rapid growing 
industries-construction-is essential ro us." 

- Doug Carson 
President 

Carson Construction 

The Marketing Department at Associated 
Pathologists Laboratories reads each issue of the 
Nevada Business journal for more in-depth coverage 
of evada business and healthcare personalities, 
projects and news. 

- Craig Shanklin 
Vice President of Marketing 

Associated Pathologists Laboratories 

FOR SUBSCRIPTION AND AD RATES CALL TODAY, 1 ( 



NEVADA BUSINESS jOURNAL 
"As Mayor, I value the conclusive information 
reported in the Nevada Business journal for it 
provid.es an understanding of the stare's economic 
development and irs diversification. I applaud the 
NB] and irs staff for their continuing efforts to 
keep the business communiry informed on issues 
that affect us everyday." 

- Jan Laverry Jones 
Mayor 

Ciry of Las Vegas 

"When I am in Washington, it is important for me 
to know what is going on in the business 
communiry. I rely on the Nevada Business journal 
to keep me informed about business activities in the 
Silver State." 

- Richard Bryan 
United States Senator 

"The Nevada Business journal covers all facers of 
business in Nevada- corporate and executive 
profiles, political and legislative matters, 
communiry issues, technology advances and qualiry 
of life concerns-all of which are important aspects 
relating to the growth and prosperity of our great 
state. It is a most valuable tool to the business 
world." 

-John F. O 'Reilly 
Chairman & Chief Executive Officer 
Keefer, O 'Reilly, Ferrario & Lubbers 

"I look forward to receiving each issue of rhe 
Nevada Business JournaL Every issue focuses on 
different aspects of the local economy, each of 
which provides me valuable information for my 
profession. " 

- Joe W Brown 
President 

Jones, Jones, Close & Brown 

"The Nevada Business journal is the best source of 
business information in Nevada. I can read about 
my friends, customers and colleagues and what they 
are doing." 

- Berlyn Miller 
President 

ACME Electric 

1:2 -0164 OR VISIT US AT WWW.NEVADABUSINESS.COM 

"The Nevada Business journal is a tremendous 
source of information for Nevada's growing business 
communiry. As our Silver State continues to boom, 
the leading edge data provided by the NB] will be 
an invaluable resource to all new entrepreneurs. A 
key ingredient to successful business development 
and a diverse business communiry is keeping all 
businesses in the same loop. The NB] fulfills this 
role. I look forward to the continued success of the 
NB] and know that they will be instrumental in 
keeping Nevada's business communiry on the right 
track into the 21st century." 

- Senator Harry Reid 

"I rely on the Nevada Business journal for irs 
in-depth business profiles and for information 
on statewide business trends and issues." 

- Dr. James V Taran.ik 
President 

Desert Research Insriture 

"Congrarularions on the production of an 
oursranding publication which enlightens and 
promotes the good things about our communiry. 
It is visually attractive, easy to read, crisp, concise, 
and informative. 

Your focus on many different issues makes for lively 
and interesting reading. I look forward to receiving 
my copy each issue." 

- Dale E. Lay 
Vice President 

Martin-Harris Construction 

"The Nevada Business journal is a very 
comprehensive magazine-I thoroughly enjoy it!" 

- Mary Kincaid 
Clark County Commissioner 

"First Securiry Bank of Nevada has been doing 
business with the Nevada Business journal for 
several years. They are very professional in their 
approach and objective in their reporting. The 
NB] is certainly informative and is very beneficial 
in reaching our target audience of commercial 
business owners." 

- Russ Petersen 
Senior Vice President 

First Securiry Bank of Nevada 



NORTHERN NEVADA MEDICAL CENTER 
The small hospital with a personal touch 

When Northern Nevada Medical 
Center (NNMC) was built 14 

years ago, its founders envisioned creat
ing a modern hospital for contemporary 
needs and desires. They began by choos
ing a peaceful location on 23 hj]]side 
acres in eastern Sparks, far away from 
the hustle-and-bustle of downtown 
Reno. All 100 rooms were built as pri
vate rooms, and many progressive ideas 
were implemented, such as a pediatric 
area geared toward families and a mater
nity center with birthing tubs . 

However, before the hospital could 
become established, managed care 
became the predominant influence in 
healthcare and the new hospital was not 
included in most of the area's healthcare 
plans. But two important events recently 
occurred to dramatically change that 
equation- the population of the area has 
shifted and NNMC has forged an 
alliance with another small area hospital 
to provide the community with an 
expanded range of medical choices. 

"We are convenient now to many 
more people in the valley," said Susan 
Hill, NNMC's director of marketing, 
who explains eastern Sparks/ Spanish 
Springs is experiencing remarkable 
growth and has become a "residential 
area of choice." In addition, NNMC's 
two-year-old affiliation with Saint 
Mary 's Hospital in Reno has allowed 
each to become providers for one 
another's managed care organizations. 

"The same idea has been used in other 
communities as a way to avoid duplica
tion of services and take advantage of 
each other's strengths," Hill said. "We 
are now open to most residents of the 
valley who are on some kind of insur
ance plan." 

Today, members of Saint Mary 's 
HealthFirst and Preferred Healthcare 
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Network and NMC's Universal Health 
etwork can go to either facility - the 

one closest to them or the one with the 
particular service they need. Hill notes 
NNMC's focus is on primary care, gen
eral surgery and emergency services, 
while Saint Mary's specializes in more 
"high-end" services, such as open-heart 
surgery and trauma injuries. "It s not in 
any way a merger," emphasizes Hill. 
"We're still separate organizations with 
distinct missions , but we have many of 
the same goals and objectives." 

Today, NNMC's philosophy of per
sonalized healthcare is paying off. They 
were recently accredited with commen
dation by the Joint Commission on 
Accreditation of Healthcare Organi
zations (JCAHO). Only 12 percent of 
the 5,000-plus hospitals inspected by 
JCAHO receive this distinction. Hill 
proudly noted NNMC received a score 
of 98 out of I 00 from the visiting 
JCAHO team, who thoroughly 
inspected the hospital's operations for 
about three days last year. 

Despite the high marks , NNMC isn ' t 
resting on its laurels . Along with parent 
company Universal Health Services, 

Inc. , they are participating in a corpo
rate-wide program called Service Excel
lence. The program, modeled after the 
customer-service programs of Disney 
World, is taught by Jim Stems and Jaca
lyn Sherriton, authors of Corporate Cul
ture / Team Culture. "It's an ongoing 
program, not just a one-shot thing," 
said Hill, who has taken the training. 
"The whole idea is that NNMC is a 
living organism and that service excel
lence is based on constant commu
nication and innovation." 

According to Hill, employees are 
encouraged to provide suggestions for 
change and are always given a thought
ful response. "We take a look at what's 
realistic and prioritize the suggestions, 
which can range from ideas for patient 
care to making an employee break 
room aesthetically more appealing. It's 
a culture change and our employees 
have embraced it." 

Last year, NNMC also began making 
a bold promise to the community: that 
every patient entering its emergency 
room would be seen by a nurse within 
15 minutes and by a physician within 
60 minutes - or the visit was free. This 



AT THE TOP 

" 15-minute guarantee" has made quite 
an impression and has brought more 
people to the hospital, says Hill. "It was 
a way to set our ER apart and deliver a 
promise we knew we could keep. It 
means emergency room patients won't 
be put through the additional stress of 
having to wait for hours - that 's some
thing people can really understand." 

Besides providing all-private rooms 
and a favorable doctor-to-patient ratio, 
NNMC emphasizes preventive medicine 
and patient education. For example, the 
hospital offers pre-admission for 
surgery which encourages patients to 
tour the hospital , talk to the nurses and 
find out what to expect and how to pre
pare, so they feel more comfortable 
when they arrive for surgery. NNMC 
also offers a state-of-the-art osteoporo
sis center in an adjacent medical build
ing aimed at early detection of this 
bone-thinning disease. "We're where we 
were with mammography 20 years ago," 
says Hill. "There is a real lack of knowl
edge about osteoporosis , which will 
affect about 13 percent of Nevadans, 80 
percent of whom are women. So we're 
trying to get the information out there." 

With this year 's appointment of James 
N. Pagels as NNMC's new chief execu
tive officer, Hill believes the hospital 
will stay on the right track. Pagels 
comes to NNMC from the University 
Medical Center in Las Vegas , where he 
served as chief operating officer from 
1995 to 1997 and chief financial officer 
from 1990 to 1995. He is also returning 
to the Reno-Sparks area, where he 
began his career as a financial officer 
with NNMC and later worked for 
Washoe Health System. 

Pagels is enthusiastic about the hospi
tal 's overall direction. He credits the 
dedication and professionalism of the 
staff, as well as the collaborative rela
tionship with Saint Mary 's in helping 
both hospitals reduce costs and improve 
healthcare delivery in the Truckee 
Meadows. "We're looking forward to 
another successful year at Northern 

evada Medical Center, and we 're 
excited about the future," he said. • 

DR. BRUCE SHAPIRO, M.D. 
FACOG • Diplomate American Board of Obstetrics & Gynecology 
Sub-specialty Certified k"l Reproductive Endocrinology & Infertility 

The Fertility Center of Las Vegas provides a 
comprehensive, progressive program to diagnose 
and treat both female and male-factor infertility. 

It is a facility that is uniquely designed and 
fully dedicated to fertility services. 

Dr. Bruce Shapiro is the first physician in Las 
Vegas to be Sub-Specialty Certified in 
Reproductive Endocrinology and Infertility. 

While individual situations are different, Dr. 
Bruce Shapiro has had an outstanding success 
rate with assisted reproduction. 

For couples who are trying to become 
pregnant, the best path to choose is the one to 
the Fertility Center of Las Vegas. 

<f
FERTILITV 
CENTER 
of Las Vegas 

To the terminally ill) 

a couple qf months at home 

can mean so much. 

~ 
ATHA ADELSON HOSPICE 
Making Every Moment Count. 

733-0320 
4141 S. Swenson • las Vegas, NV 89119 

People who are termillally ill ciftell iVilllt 
to pack as mally family experiences as 
possible illto the time th ey ha ve left. 
Remilliscillg with lo ved olles, taking trips, 
e1ijoyillg a llelll gralldchild or sayillg 
good-bye to good Jriellds are Jrequelltly 
th e thillgs tha t are mos t importall t. 
Nathan Adelsoll Hospice enables patients 
to spelld as long as possible ill their Olllll 
home experiencillg th e weryday thillgs 
that mean SO IIIl lCh.[{ )'Oil kllOW SOmeone 
who is termillally ill, call us. We call 
help 111ake th ese killds of days happell . 

~athan Adelson is a community sponsored program that depends on charitable contribUiions to suppon its services to the 
terminally ill and their families. For information on how rou can make a gift to the Hospice, call 733·0320. 
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EXECU TI VE PROFILE -
by Kathleen Foley 

Dr. M. afees agy, the first oncolo
gist in Las Vegas, opened Nevada 

Cancer Center (NCC) when he anived 
here in 1974. A native of Pakistan, Nagy 
received his medical training in Con
necticut, New York and Utah before 
locating to Las Vegas. 

"I chose to specialize in cancer treat
ment because I thought there would be a 
significant intellectual challenge in 
treating this disease," he states. "This 
has certainly been the case. Fortunately, 
medical experts have recently made sig
nificant improvements in understanding 
the causes of cancer and also in treating 
it. This has led to better treatment and 
longer survival ," notes Nagy. 

Nevada Cancer Center has eight 
physicians on staff in fi ve locations in 
Southern Nevada, as well as an office in 
Bullhead City, Ariz. The main office of 
Nevada Cancer Center is located at 1950 
East Desert Inn Road. It is a full service 
facility offering X-ray service and 
chemotherapy as well as a complete lab
oratory to provide physicians with 
immediate test results. The treatment 
room for chemotherapy patients has ten 
comfortable recliners, each with its own 
TV set and individual sound system. 
Green plants and a skylight create a 
calm and relaxing atmosphere. agy 
trains hi s staff to pay particular attention 
to quality of life issues. 

"We aim to maintain a good quality of 
life at all times so that patients can enjoy 
their lives while undergoing treatment 
and spend more time with their loved 
ones," he says. "We have always main
tained we will deliver the best quality 
care in the field of oncology. To this end, 
we have recruited exceptionally good 
doctors from the premier facilities 
around the country. They are truly 
world-class physicians ." 

agy reports that CC is in the 
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M. Nafees Nagy, M.D. -
Ne,ada Cancer Center 

"WE MAINTAIN A GOOD Q .ALITY OF 

LIFE AT ALL TIMES SO PATIENTS CAN 

ENJOY THEIR LIVES WHILE .NDER-

GOING TREATMENT AND SPE! D :viORE 

TIME WITH LOVED ONES." 

process of organizing an on-site radia
tion therapy department. "We wi ll be 
able to offer bone man·ow transplants, 
radiation therapy and chemotherapy all 
under one roof," he says. "This will be 
much more efficient and convenient for 
our patients." The Desert Inn location 
also contains a conference room wi th an 
educational and resource library along 
with an X-ray view box, so that patients 
and their families and friends may dis
cuss medical concerns in privacy. 

The busy Deser1 Inn office is only 
four years old, but NCC is already out
growing it. In response to the tremen
dous population growth in Southern 

evada, it has opened two other full-ser
vice locations, one in the northwest area 
at 2851 . Tenaya Way, and another at 
3920 South Eastern Avenue. The center 
also has satell ite offices at 98 E. Lake 
Mead Drive in Henderson and 2280 
McDaniel Street in North Las Vegas. 
NCC also operates a fu ll-service facility 
in Bullhead, Ariz. In addition, NCC is 
affiliated with all area hospitals. 

The staff of NCC assists many local 
support groups, including two specifi
cally designed for cancer patients. "Can 
Share" is a weekly support group for 
patients, families and friends which 
gives cancer patients a chance to discuss 
their disease, their fears and their com
forts. Therapeutic and alternative meth
ods to fight cancer are openly di cussed. 
"I Can Cope," another support group 

sponsored by CC, is an eight-week 
educational series covering topics such 
as management of side effects, insur
ance, legal issues and nutrition. 

Nagy reports hi s medical practice 
has been negatively affected by the 
move to managed care. "Managed care 
has placed significant and unnecessary 
restrictions on the treatment we can give 
our patients," he states. "It has greatly 
increased the 'hassle fa~!or' for both 
physicians and patients. We deal with 
extremely sick people who have to wait 
for decisions of a managed care agency 
for approval of their treatments. This 
affects treatment plans and the recovery 
process." He reports that it is a minority 
of managed care organizations which 
cause problems, and gives an "okay" 
rating to the majority. "There are also a 
few who are very efficient and reach out 
to us ," says agy. "I just wish there 
were more of them." 

agy serves as a member of the 
evada State Board of Medical Exa

miners. He is a member of the Clark 
County Medical Society, the Nevada 
State Medical Association and the 
American Society of Clinical Oncology. 
He also holds positions in various com
munity service organizations, and was 
formerly on the board of directors for 
the American Cancer Society in Las 
Vegas. He is on the board of directors of 
BankWest of evada, and serves on its 
executive committee, investigative com
mittee and loan committee. 

Nagy enjoys playing golf and has 
been an avid fan and supporter of 
the UNLV Runnin ' Rebels basket
ball team since 1974. His wife, Dr. 
Sharnim Nagy, is a psychiatrist whose 
office shares the building with Nevada 
Cancer Center's Desert Inn location. 
The Nagys have two sons who are 
studying to be physicians. • 
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This represents many consumers' dream: a well-designed, well-built backyard paradise. Consumers can can enjoy such pools with some care
fuL research and forethought. (PooL designed by Mitch Martinez of Sylvan Pools; photo courtesy Sylvan.) 

r least rhe Gellers have a pool they 
can actually use. For Deborah and 

Dale Mellen, buying a pool has consti
tuted a frustrating waiting game. The 
couple purchased their pool early last 
August - a pool which has yet to he fin
ished, in spite of a written agreement 
from the contractor that the Mellens 
would have a functional pool by Novem
ber 30, 1996. 

"We called four contractors for bids, 
and we picked one because he initially 
told us that good customer service was 
his priority," Deborah Mellen recounted. 
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"He asked for 45 percent- $6,700- of 
rhe cost to install our pool up front. Ever 
since we gave him that money, everything 
has been a joke. The contractor won't 
return our phone calls, and he hasn't 
directly given us any reasons for the delay. 
The company has just been so unprofes
sional. It's difficult to keep track of all the 
lies they've told us. " 

The Mellens have also since discovered 
that the contractor they opted for is suf
fering financial troubles, and that rhe 
down payment on their $15,000 pool 
seems to have been used for other things. 

"Although we provided money before 
construction even began, the subcontrac
tors haven't been paid for pouring our 
concrete. Basically, work has stopped on 
our pool, and we don't know what our 
money has been spent on." 

The stories Howard Geller and 

ened residential construction and po -
!arion growth across rhe state h 
created an accompanying demand -_ 
swimming pools. Nevada thus has 
ing numbers of people who may nm 
fully apprised of how to protect rh 



selves from unscrupulous or incompetent 
pool contractors. 

Learning to live with shoddy construc
tion, as the Gellers assert they have, is one 
alternative consumers possess. However, 
many pool buyers spend $10,000 or 
more on their waterscapes, and consider 
them investments as much as sources of 
rest and relaxation. For those contem
plating hiring a pool contractor, taking a 
few simple precautionary measures can 
save a great deal of money and frustra
tion, as well as help enhance a home's 
property values. 

variety of informational resources 
_ exists for consumers seeking to 
ensure they've selected a trustworthy and 
skilled pool builder. The Better Business 
Bureau (BBB) and the Nevada State 
Contractors Board ( SCB) both keep 
running tallies of complaints against pool 
contractors, complaints which transcend 
contractor types and sizes. 

"We haven't noticed any trends in big
ger or smaller companies bearing the 
majority of complaints," said Michele 
Shakir, operations manager for the BBB. 
"We receive complaints ranging from 
unfinished pools to unpaid subcontrac
tors. When consumers call with griev
ances, we contact the contractor in writ
ing, at which point he or she has l 0 
working days to respond to the charges. 
Members of the BBB are required to 
respond. We do have a little more control 
over whether our members answer to 
consumer complaints against them. " 

According to Shakir, potential pool 
buyers can call the BBB and ask if a spe
cific contractor belongs to the organiza
tion, providing yet another avenue for 
consumers to screen builders. "We check 
our members' backgrounds to determine 
that they've been operating for at least six 
months and that they're fully licensed to 
conduct business in the state. Also, com
pla:iac:; n::main un cuncracwrs' records for 
a three-year period, so consumers have 
the benefit of reportS which extend back 
a significant amount of time." 

The Mellens can consider themselves 
fortunate that their pool builder's sub
contractors haven't placed liens against 

Pool buyer Howard Geller holds a piece of Kool Decking in his hand while kneeling next to 
a repaired crack in the surface of the deck of his new pool. 
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their properry for lack of being paid, a 
common practice when a comracror 
shorts subcomracrors out of funds for a 
job. According ro Shakir, pool buyers 
must ask comracrors for a lien release. 

"A lien release is critical w protecting 
consumers, because it prevems unpaid 
subcomracrors from placing liens against 
properties on which they're working," 
Shakir noted. "Repurable pool comrac
rors shouldn't have a problem with fur
nishing their diems with lien releases." 

If a comracror is reticem w supply a 
lien release, the consumer probably has 
an excellem indicaror concerning that 
builder's desire ro protect diems' imer
esrs. A phone survey of 10 random pool 
comracrors yielded 10 who offer such 
releases - provided the buyer remembers 
w ask specifically for them. 

Associated General Comracrors (AGC) 
also represems a resource for consumers 
seeking ro shield themselves from uneth
ical practices on the parr of pool builders. 
"Our members are required w adhere ro 
professional codes promoting skill and 
imegriry," states Dana Wiggins, direcror 
of labor relations for AGC. "Also, before 
comracrors can join AGC, we carefully 
check their business references. 

"My advice ro consumers, aside from 
determining that the comracror has the 
appropriate operating licenses, is ro select 
the pool builder they feel most comforr
able with," Wiggins added. "Ir helps if 
the builder can claim membership in 
organizations like the Bener Business 
Bureau or AGC." 

ccording ro Harry Stephey, direcror 
of investigations for the Nevada 

State Comracrors Board, charges against 
pool comracrors haven't shown any 
unusual uends recendy despite the popu
lation and construction boom statewide. 

"We field complaims regarding poor 
workmanship and money owed," Stephey 
said. Consumers shopping around for a 
pool comracror can call the NSCB and 
determine whether a particular builder 
has outstanding payments owed ro 
anyone - most frequendy, suppliers and 
subcomracrors. 

The NSCB has issued 10 additional 
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Dana Wiggins, Associated General Con

tractors director of labor relations, says con

sumers can select reliable pool contractors by 

checking with agencies such as the Better 
Business Bureau, as well as contacting con

tractors' references. 

recommendations for consumers con
templating ~etaining the services of a 
swimming pool comracror: 
• Planning your project carefully and 

accurately will allow comracrors ro 
more effectively determine the scope of 
the required work and its costs. 

• The Gellers' first mistake may have 
come when they received bids from 
only two pool builders. The SCB rec
ommends consumers obtain at least 
four wrinen bids from builders 
licensed through the State Comracrors 
Board. Make sure each bid includes the 
comracror's license number. Beware of 
bids substamially lower than the oth
ers; that may indicate the comracror 
has made a mistake or is not including 
all the work competitors have quoted. 

• While the Gellers and Mellens have 
both endured problems with their pool 
companies despite checking for proper 
licensing, the NSCB affirms the 
imporrance of making sure your con
tracror possesses a currem business 
license. Active licenses, at the very least, 
protect buyers from liabiliry if comrac-

rors engage in illegal activities while on 
the job, or if workers injure themselves 
on-site. Check the comracror's license. 
He or she should be able ro presem you 
with a pocket card, license number, 
monetary limit and uade classification. 
Also, check the pool builder's standing 
with the SCB before you sign any 
agreements. 

• Checking references from a comrac
ror's prior work is essemial, which is 
why some groups like AGC contact 
such references before allowing mem
bers ro join. Savvy consumers must do 
the same. Ask a prospective contracror 
for wrinen references. Call previous 
cusromers and ask if they're satisfied 
with the comracror's work. You may 
even want ro visit references and exam
ine work the contracror·has completed. 
''A lot of consumers ask for references 
but don't follow up on them," Wiggins 
noted. "Maybe they're in a hurry, or 
they think the contracror's abiliry ro 
provide references is good enough. 
However, actually contacting those ref
erences is key ro enabling consumers w 
safeguard themselves." 

• Remember that unlicensed contracting 
is a crime. Licensed comracrors are 
subject ro laws designed ro protect 
both you and your properry. 

• Get everything in writing. Work 
should not be performed or materials 
furnished without your prior wrinen 
authorization as the cusromer. Make 
any project changes in writing, signed 
by you and the comractor. Keep one 
signed copy for yourself. 

• Don't sign any documents or comracts 
unless you completely understand 
what you're signing and agree to all 
the terms. Everything you and your 
pool builder have agreed ro must be 
included in the contract. Don't let 
anyone rush or pressure you into 
signing something incomplete or 
incomprehensible. 

• Make frequent inspections of your 
pool as work progresses, including a 
final inspection upo~ completion. 

• Pay for work direcdy ro the conrractor 
- never pay employees or salesmen. 

• Understand your warranry. Every con-



tract should include warranty language 
stating when the warranty period 
begins, the length and scope of war
ranty coverage and any exclusions 
under the warranty. Do not sign any 
contract unless the warranty is 
included in writing and you clearly 
understand the warranty language. 

rephey reminds consumers the nature 
of pool building means buyers often 

make large down payments before work 
begins. "A good percentage of what pool 
contractors do requires heavy work 
early on - excavating, digging, pouring 
concrete," he explained. "A significant 
portion of a pool contractor's expenses 
are incurred at a project's beginning. 
What consumers need to do is give a 
lot of thought to what they want to 
accomplish before they start. They must 
look into a contractor's history, and 
determine what they'll be getting for that 
extensive down payment." 

Experienced pool buyers like Geller 
and Mellen can also provide some basic 
advice for novice pool consumers. 

"When the pool company is drawing 
up your contract, make sure the agree
ment includes financial penalties if the 
builder cakes longer to finish your pool 
chan initially stated," urges Geller, whose 
contractor went three weeks beyond his 
pool's original completion dare. "Do your 
homework, and make sure you ask for 
material and labor releases. Also, most 
pool companies subcontract out the vast 
majority of their work, and it's cough to 
cell sometimes whether chose subcontrac
tors are going to do the job right or on 
time. I'd tell people buying pools that 
they need to hire a pool contractor who 
employs most, if not all, of its workers. 
Don't go with a company that subcon
tracts our most of its work. " 

Both Howard Geller and Deborah 
Mellen did things right at the onset by 
checking on whether their contractor 
was licensed in Nevada. However, Mellen 
asserts consumers need to go beyond 
such fundamental research. 

"We called the Better Business Bureau, 
and found one complaint against our 
contractor, and that complaint had been 

resolved," she noted. "My advice co pool 
buyers is that they only begin there. They 
really need to investigate companies 
more, both at the Better Business Bureau 
and the State Contractors Board levels . 
Find our if the contractor is in any finan
cial bind to the point chat subcontractors 
won't be paid and your pool won't be fin
ished. Had we known the difficulties our 
contractor was having, we could have 
avoided so much trouble." 

The NSCB's Stephey points out most 

• We'd like to give 
you the financing 
you need for your 
business. 

, 
Experience the confidence and 

service that comes from doing 

business with one of the nation's 

leading, most experienced bank 

SBA lenders. Call us today. 

1-800·263-2055 

SBA loans are in participation with the U.S. 
Small Business Administration. Comparison 
based on number of loans made in Nevada 
t0/1/95 to 9/30/96. Source: US SBA 

Bank of America, FSB, Community @ 
Development Division. Member FDIC i'lN~ 

contractors rarely, if ever, confront seri
ous problems with unhappy consumers 
via the State Contractors Board. Thus, 
contracting to have a pool installed does 
not necessarily have to be an unpleasant 
exercise in futility. Most contractors are 
honest and interested in performing good 
work. With some careful forethought and 
research, consumers can avoid contrac
tors with problematic backgrounds, and 
be on their way to owning both a lifetime 
investment and a source of enjoyment .• 
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TNT CONSTRUCTION- The Difference is in the Customer Service 

N othing in Fred Taeubel's life ever 
came easy. 

But that's parr of what makes him the 
successful businessman he is today. 

Taeubel and his partner, Tom Thomp
son, are the owners of T T Construc
tion and are currently working on one of 
Reno's biggest construction projects- the 
remodeling of the interior of the Circus 
Circus. TNT's other big projects include 
major remodeling jobs on the Reno 
Hilton, Flamingo Hilron, Harrah's Hotel 
and Casino and John Ascuaga's Nugget. 
The construction company also built the 
second rower at the Atlantis Hotel and 
Casino, the Pioneer Citizen's Bank in 
Carson City, Reno's Digestive Health 
Center, a 7 40-car parking garage in Reno 
and a 2,000-car parking garage at the 
Circus Circus. 

Taeubel estimates his company has 
completed more than $65 million worth 
of projects since they started the business 
back in June of 1993. He said he's nor 
sure just what his profit has been, only 
that "life has been good." 

It wasn't always so good. Taeubel spent 
his early years in the former Yugoslavia, 
growing up in a village across the Danube 
from Belgrade, an area now known as 
war-torn Serbia. 

In 1944, when he was five years old, 
Taeubel's parents gathered him and his 
three brothers and escaped their home 
just before the Germans invaded and 
launched mass genocide. Several of 
Taeubel's close relatives were not so lucky. 

The family settled in Reid Im Innkreis, 
a small village in northern Austria. 
Although they were safe from the Ger
mans, life was far from easy. 
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by Sandy Miller 

Owner Fred Taeubel displays TNT Con
struction's 1995 Contractor of the Year 
Award bestowed by the Association of 
General Contractors. 

" o one had anything," Taeubel 
remembers. "In the summer months, we 
went barefooted because we couldn't 
afford shoes. We went begging from farm 
to farm for food." 

Bur back then, life was hard for all. 
"Everyone was in the same boat, so you 
didn't feel you were alone," Taeubel said. 

He said things started looking up when 
American forces occupied northern Aus
tria and the CARE organization came in 
with food and clothing. He said children 
got at least one good meal in school. 

The family, along with Taeubel 's 
grandmother, came to America in 1952 
on a troop transport. Taeubel was a wide
eyed 13-year-old when he caught his first 

glimpse of the Statue of Liberty bathed in 
the colors of an early morning sunrise. 

"It was the most awesome sight. " 
Back then, Taeubel was one of rhose 

emigrants who really believed America 
was a place where money grew on trees 
and streets were paved in gold. 

He still does. 
Sponsored by rhe Catholic Church, 

the family settled in Los Angeles . Taeubel 
enlisted in the United States Army 
shortly after graduating from high school 
and after being discharged, married his 
high school sweetheart, Terry. Today, 
the couple has four grown children and 
are awaiting the birth of their fourth 
grandchild. All of the younger Taeubels 
are graduates of the University of 
Nevada, Reno. 

Early in his marriage, young Taeubel 
had to find a way to support his new wife 
and growing family. After a four-year 
apprenticeship, he became a sheet metal 
journeyman. Bur he was hungry for an 
education and decided to return to 
school. He worked full-rime and went to 
school full-rime and graduated in 1970 
with a degree in industrial arrs from Cal
ifornia State University in Long Beach. 

In 197 1, longing for a quieter life, 
family left Southern California 
moved to Reno where Terry had 
her early childhood years. 

"She always thought Reno was ~ 
we should raise our children," Ta 
said. "The big city wasn't our cup of~ 

Taeubel found work with a Reno -
metal company and in 1980, he wre:: 
work for Corrao Construction Co. 
project manager. A few years later. 
company changed irs name to iVL......,,_., 



"The old saying that 

money grows on trees 

in America is actually 

true. All you have to do 

is reach for it. Anything 

is possible if you have 

the will to prevail." 

- FRED TAEUBEL 

Corrao Consuuction. Thar's where he 
met up wim Tom Thompson and in 
1990, when the company closed its Reno 
office, Taeubel and Thompson wem 
w work for Krump Construcrion. In 
1993, they made me decision (0 break 
away on their own. 

"We decided if we had w work for 
wages, we could do it on our own," 
Taeubel said. "We didn't have w work for 
somebody else." 

The beginning ofTNT (which srands 
for Thompson 'N Taeubel) called for 
sacrifices from irs rwo visionaries. Borh 
men mongaged their homes and bor
rowed money from relatives. Bur it didn't 
take long for the company w take off. 
The parmers quickly paid off those debts 
and then some. 

The company recently moved from its 
leased office in Sparks into a new facility 
in Soum Meadows Business Park which 
it shares with Lud Corrao and a group 
of architects. 

TNT Construction began with just 
three employees. Today, 42 employees 
are on the payroll. What does Taeubel 
think is the key w T T's success? 

"Cusromer service, " Taeubel said. 
"Other comracrors can do the work but 
its the cusromer relations and rhe follow
up char's key. The most imponant thing 
is the trust that develops between the cus
romer and you. You have w be honest, 
finish your jobs on rime and stand 
behind your warranty. Our word IS as 
good as gold." 

Despite their financial success, Fred 

and Terry Taeubel have chosen w stay in 
me same home they've owned for 21 
years. Taeubel still remembers all roo 
clearly the hardships he faced as a child. 
As a result, one of his missions is w make 
life easier for disadvantaged children. He 
si ts on the board of direcrors of me Boys 
and Girls Clubs ofTruckee Meadows. 

"Kids need direction and guidance and 
somewhere w go," Taeubel said. 

Taeubel also served as the president of 
the Associated General Conuacrors and 
continues w si t on me board. Lately, he's 
been busy lobbying for the Charter 
School Bill now making its way around 
me Senate and Assembly floors. 

Charter schools are essentially public 
schools run by groups of parents and 
educarors. They aren't bound by me same 
government regulations as regular public 
schools and are free w choose meir cur
riculums. Taeubel sees charter schools as a 
way w create a better-skilled workforce. 

Taeubel said schools need w do more 
for students who aren't necessarily col
lege-bound. He sees some charter schools 
as being able w function as trade schools. 

"Everyone knows the educational sys
tem has failed," Taeubel said. "Sixty w 70 
percent of the kids in Nevada don't finish 
college and we never give them the 
opportunity w learn anything else. We 
need w start teaching them occupational 
skills in the early grades and prepare them 
w be better educated." 

He said when yo u produce more 
highly skilled workers "you increase the 
wage structure and the whole economy." 

Taeubel won't admit to any hobbies. 
He said since starting the business, he 
simply hasn't had the time for recreation. 
When asked what he does for fun, he says 
"work!" He said he enjoys working on his 
kids' homes on the weekend. 

Taeubel has come an awful long way 
from those early years filled with war and 
hunger. But he says his early struggles 
only made him suonger. 

"It created discipline in my life," 
Taeubel said. "It made me work harder. 
The old saying that money grows on trees 
in America is actually true. All you have 
w do is reach for it. Anything is possible 
if you have me will (0 prevail. " • 

nbi@nevadabusiness.com 
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Corporate Advertorial : 

it ha.rd to 

ty ur m a 
Publish your story in the 

Nevada Business journal! 

SPECIAL OFFER! 
For a limited time, Nevada Business Journal is 
offering one page advertorials . The advertorials 
are printed on two sides, read like news articles, 
and are the perfect way to tell your story. 

Choose NB] as part of your advertising program and receive a full-page, four color 
Advertorial, which features: 

D 

PLUS: 

All the copywriting needed to tell your story. 

Design and layout services you 'll need to ensure your 
message is effective and eye-catching. 

An on-site professional photo session to give your ad strong 
visual impact and your company the most effective visual image. 

One complete set of color separations, custom-scanned to fit the 
specifications of your ad. 

i ,000 copies of the edition in which your ad appears to use as 
an extended marketing tool ; the perfect piece to leave with 
potential clients. 

This Corporate Package is offered at $3,995 
A savings of over $1,000! 

If you would like two advertorials a year- we can offer them for $3,400 each
a huge $3,190 savings. 

Please call (702) 735-7003 and speak to a sales representative to guarantee your 
message is being heard by decision-makers throughout the state! 



RETAILING: How to choose space 
in the crowded Las Vegas Market 

by Charles Moore 

H ow do you choose 
retail space in Las 

Vegas? Very carefully. 
Retailers are flocking to 

Las Vegas for rhe opportu
nity to expand their busi
ness in a growing marker. 
As a result, new develop
ment of retail properties in 
Las Vegas is barely keeping 
up with demand. As of 
December 31, 1996 the 
overall vacancy factor for 
the entire valley was under 
6 percent, which corre
sponds to an extremely 
right landlord's marker. 
Accordingly, landlords are 
leasing space in new devel

Never forget, everything 

is negotiable, However, 

in tight retail market, 

landlords have more 

bargaining power and 

the more prepared a 

potential tenant is, the 

better off he or she will 

opments at rental rates fore during negotiations. 
previously unheard of in 

landlord can choose 
between several tenants in 
the same category, it is 
extremely important for a 
starr-up business to set 
itself apart from the com
petition. Therefore, the 
first question a broker 
should ask retailers is 
whether or nor they have a 
well thought out business 
plan and a financial state
ment, which every land
lord will want to review as 
part of the decision-mak
ing process. Having a 
business plan is an indica
tion the retailer is serious 
about the market and has 
a definitive avenue to 
attract business . 

Las Vegas and more in 
keeping with Southern California's renral 
rates just prior to the recession. 

The lack of product within desired 
submarkers has been a barrier for a num
ber of potencial tenants desiring to locate 
in the Las Vegas Valley. Provided a space 
is available in a shopping center, the 
retailer must consider the demographic 
and psychographic customer profile 
within the trade area, current and pro
posed competition, growth trends, traffic 
patterns, space condition and deal eco
nomics. Finding the "right fir" for a 
retailer is sometimes frustrating, bur 
there are a few things retailers can do to 
help the process flow smoothly. 

The first and foremost concern for a 
retailer is to be prepared for landlord 
scrutiny. Given an economy where a 

~------------ - -

Once the business 
plan and financial sraremenrs are pre
pared and the submarkers have been cho
sen, letters of iment are sent to landlords 
of porenrial locarions. The letter of intent 
or "LOI" should indicate the space num
ber, square footage, proposed rental rate, 
request for tenant improvement (TI) 
funds or free rent in lieu thereof, and any 
special requests or needs the tenant may 
have. If possible, the LOI should include 
a copy of the business plan and financial 
statement in order to facilitate a smooth 
rev1ew process. 

ew shopping centers typically pro
vide the premises in a "vanilla shell" con
dition meaning a dropped ceiling with 
fluorescent lighting, sheetrock walls ready 
for paint and a level concrete floor. In 
addition a TI allowance is offered 

Deborah Rolf 
VICE PRESIDENT, FI NA NCE 

To O UR GROWING f AMILY. 
Please contact Deborah 

personally for all your Commerdal, 
Residential, Industrial or 

Builder/Developer loan needs. 

290 I El Camino Ave, Ste. 202, Las Vegas, Nevada 89102 

Office 

702 876.8554 
Fax 

702 876.8943 
Cel 

702 595.2224 

+REAL ESTATE TRANSACTIONS 
+REFINANCE/SECONDARY LOAN 

ESCROWS 
+BULK SALE/BUSINESS SALES 

+COLLATERAL DOCUMENT 
PROTECTION 

+STOCK SUBSCRIPTION RECEIPT 
+LOAN SERVICING 
+ FORECLOSURES 

SOUTHWEST ESCROW COMPANY 
3110 S. Valley View, Suite1 05 

Las Vegas, NV 89102 

(702) 247-7772 
FAX: (702) 247-8759 
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Excellent, one-story, 156,225 sq. ft. 
facility with acreage 
• Conveniently located minutes to Hwy. 395 
• 121,476 sq. ft. and 34,749 sq. ft. buildings 

available separately 
• 24' at peak ceiling heights in main building 
• 17,000 sq. ft. modern, air-conditioned office space 
• Ample truck loading 
• All public utilities 

II BINSWANGER 
II 5690 DTC Boulevard, Suite 315, Englewood, CO 80111 

303-779-4345 • Fax: 303-771-1824 
E-mail : binswang! po! info@attmail.com 

...-d 
CHESTERTON 
BI SWANGER 160 Offices Worldwide 

http ://www.cbbi.com 
IXTERNATIOI\'AL 

COMMERCIAL 
& RESIDENTIAL 

* MINI BLINDS 
*VERTICALS 
* CELLULAR SHADES 
*WOOD BLINDS 
*SHUTTERS 
* DRAPERIES 

WE DO REPAIRS 
FREE EST I MATES 

Our 17th Year. Over 5.5 Million Windows Covered. 

EXPERT MEASURING & 
INSTALLATION AVAILABLE 
California State Contractor 

License #C61-603439. 
Oregon Builders ' License 

#39627 

WELLS 
INTERIORS 

THE WINDOW COVERING EXPERTS 

Price Guarantee 
WE WILL BEAT ANY 

COMPETITOR'S ADVERTISED 
PRICE ON ANY IDENTICAL 

PRODUCT WE CARRY, RIGHT 
DOWN TO OUR COST. 

LAS VEGAS ..... 5808 W. SPRING MOUNTAIN ..... 221-0200 
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Choosing Retail Space 
in Las Vegas 

berween $5 and $10 per square foot. This 
additional money typically covers rhe 
cost of carper installation and basic 
improvement work. 

For second-generation space, the TI 
money is negotiable and may sometimes 
consist of free rem as opposed ro cash. 
For example, suppose a space was previ
ously occupied by a dentist with several 
operarories and extensive plumbing. Is it 
rhe landlord's or the tenant's responsibil
ity ro demolish the interior and return it 
to operable condition for a retail estab
lishment? Ir depends. 

If the landlord is a passive invesror and 
doesn't wish ro perform the work, he or 
she may elect to offer free rem as a con
cession for rhe tenant having to perform 
the TI work. If the location is considered 
AAA space in a very desirable property, 
the landlord may deliver rhe space in an 
"as-is" condition meaning the retailer 
would be responsible for all TI worli:~

no free-rem concession. 
ever forget, everything is nej<:OU:~ 

However, in right retail marker, 
have more bargaining power an 
more prepared a potential re 
rhe bener off he or she will fare 
the negotiations. 

Charles Moore is a retail associate u 
Las Vegas office of CB Commerci£. 
Commercial is the nation's largest 
cia! real estate broker providing saks 
ing, appraisal, consulting, mortgagl 
ing and property management sen -
Southern Nevada, CB Commerci;.. 
vides leading and comprehensive 
analysis of the local commercial ma 



Commercial Real Estate Market Report 
OFFICE MARKET SUMMARY 

LAS VEGAS: At the end of tst quarter, 1997, 
the "existing" office space inventory base 
totaled 14,018,420 square feet with a vacancy 
factor of 9.61 percent, up very slightly 9.56 
percent at the end of the fourth quarter, 1996. 
The weighted average lease rate for vacant 
space in the market at March 31, 1997 totaled 
approximately $1.69 per square foot on a full 
service gross (FSG) basis up from $1.68 at the 
end of the fourth quarter, 1996. 

First quarter, 1997 net absorption totaled 

OFFICE MARKET- 1st Quarter 1997 YTD 

LAs VEGAS RENO 
Number of Properties 371 160 

Total Square Feet 3197 
Vacant Square Feet 3197 
Percent Vacant 3197 
New Construction YTD 528,301 50,000 

Vacant Square Feet 12/ 96 1,290,088 462,000 

Net Absorption (SF) YTD 471,279 
Average Lease (FSG- NNN)* $13.20 

Planned Construction 3/ 97 2,253.497 250,000 

Under Construction 3/ 97 707,081 178,000 

(LASS 'A' OFFICE PROPERTIES 

Number of Properties 25 14 
Total Square Feet 1,042,000 

Vacant Square Feet 3/ 97 

Percent Vacant 3197 5-57°/o 5-00% 
New Construction YTD 153.549 0 

Vacant Square Feet 12/ 96 188,952 

Net Absorption {SF) YTD 0 

Average Lease (FSG - N N N)* $2.01 

Planned Construction 3/ 97 703,300 147,000 

Under Construction 3/ 97 335.218 75.000 
(LASS ' 8' OFFICE PROPERTIES 

Number of Properties 208 54 

Total Square Feet 3197 
Vacant Square Feet 3/ 97 

Percent Vacant 3197 
New Construction YTD 

Vacant Square Feet 12/ 96 

Net Absorption (SF) YTD 

Average Lease (FSG- NNN)* 

Planned Construction 3/97 1,493,102 8s ,ooo 

Under Construction 3197 339.443 
( LASS'( ' OFFICE PROPERTIES 

Number of Properties 92 
Total Square Feet 3197 
Vacant Square Peet 3197 366,350 181,085 

Percent Vacant 3197 11.72% 

New Construction YTD 0 17.500 
Vacant Square Feet 

Net Absorption (SF) YTD (2,721) 10,900 

Average Lease (NNN) 

Planned Construction 3197 18,200 

Under Construction 3197 4.500 

*Average Lease Rates far Las Vegas reported as 
Full Service Gross and for Reno as Net Net Net. 

lAS VEGAS STATISTICS COMPILED BY 

lEE AND ASSOCIATES COMMERCIAL 

REAL ESTATE SERVICES 

RENO STATISTICS COMPILED BY 

GRUBB & ELLIS COMMERCIAL GROUP 

approximately 471,280 square feet. The 
majority of the net absorption occurred in 
new buildings that came on stream during the 
first quarter of 1997. 

RENO: The first quarter of 1997 has seen a 
flurry of activity in the Reno commercial real 
estate market. A number of new projects 
which began construction in late 1996 are 
close to completion with move-in dates 
scheduled for early summer. This has height
ened leasing activity. Approximately 8s,ooo 

RETAIL MARKET -1st Quarter 1997 YTD 

LAS VEGAS RENO 
Number of Properties 

Total Square Feet 

Vacant Square Feet 3/ 97 

Percent Vacant 3197 
New Construction YTD 

Vacant Square Feet 12/ 96 

Net Absorption (SF) YTD 

Average Lease (NNN) 

Planned Construction 1997 

Under Construction 3197 
POWER CENTERS-

RETAIL (ENTERS > 100,000 SF 

WITH MI NIMAL OR No IN-LINE SPACE 

Number of Properties 

Total Square Feet (GLA) 3/ 97 

Vacant Square Feet 3/ 97 

Percent Vacant 3197 
New Construction YTD 

Vacant Square Feet • 12/ 96 

Net Absorption (SF) YTD 

Average Lease (NNN) 

Planned Construction 3/97 

Under Construction 3/ 97 

COMMUNITY AND REGIONAL (ENTERS 

RETAIL (ENTERS WITH ANCHOR(S) 

Number of Properties 

Total Square Feet (GLA) 3/97 

Vacant Square Feet 3/97 

Percent Vacant 3197 
New Construction YTD 

Vacant Square Feet 12/ 96 

Net Absorption (SF) YTD 

Av~r•ge Lease (NNN) 

Planned Construction 3/ 97 

Under Construction 3/ 97 

STRIP (ENTERS- RETAIL (ENTERS 

Number of Properties 

Total Square Feet (GLA) 3/ 97 

Vacant Square Feet 3197 
Percent Vacant 3197 
New Construction YTD 

Vacant Square Feet 

Net Absorption (SF) YTD 

Average Lease (N N N) 

Planned Construction 3197 
Under Construction 3197 

Abbreviations 

77 

479.400 

135.010 

$1.04 

686,032 

0 

0 

0 

30,000 

30,000 

$t.oo 

204,000 

14,000 

43 

6.s% 

86,000 

440,000 

51,000 

$1.08 

434,032 

117,995 

29 

776.345 
58,ooo 

0 

62,108 

4,100 

48,200 

0 

BTS: Build To Suit 

FSG: Full Service Gross 

GLA: Gross Leasable Area 

NNN: Net Net Net 

SF: Square Foot 

YTD: Year To Date 

square feet of space is set for completion dur
ing the second quarter of 1997. 

Vacancy rates decreased about 2 percent 
during the first quarter of this year. Th is is 
despite the additional space added to the 
city's inventory. With the increased inquiries 
from out-of-area office users, watch for the 
vacancy rate to drop several more percentage 
points by year's end. 

NEXT MONTH: Retail Market Summary 

INDUSTRIAL MARKET -1st Quarter 1997 YTD 

LAs VEGAS RENO 
Number of Properties 

Total Square Feet 

Vacant Square Feet 3197 
Percent Vacant 3197 
Vacant Square Feet 12/ 96 

New Construction YTD 543.070 
Net Absorption (SF) YTD (73,421) 

Under Construction 6/ 96 1,217,170 

Planned Construction 3/ 97 

MULTI-TENAN T PROPERTIES 

Number of Properties 

Total Square Feet 

Vacant Square Feet 3/ 97 

Percent Vacant 

Vacant Square Feet 12/ 96 

New Construction YTD 

Net Absorpt ion (SF) YTD 

Average Lease Rate (FSG) 

Under Construction (BTS)3/ 97 

Planned Construction 1997 

Average Lease (MG) 

Less than s.ooo SF 

From s.ooo-15,000 SF 

Greater than 15,000 SF 

SINGLE-TENANT PROPERTIES 

Number of Properties 

Total Square Feet 

Vacant Square Feet 3/97 

Percent Vacant 

Vacant Square Feet 12/ 96 

New Construction YTD 

Net Absorption (SF) YTD 

Under Construction 3/ 97 

Planned Construction 1997 

Average Lease (MG) 

Less than s,ooo SF 

From s,ooo-1s,ooo SF 

Greater than 15,000 SF 

OWNER-USER PROPERTIES 

Number of Properties 

Total Square Feet 

Vacant Square Feet 3/97 

Percent Vacant 

Vacant Square Feet 12/ 96 

New Construction YTD 

Net Absorption (SF) YTD 

Under Construction 3/ 97 

Planned Construction 1997 

Average Lease (MG) 

Less than s.ooo SF 

From s,ooo-15,000 SF 

Greater than 15,000 SF 
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NEWS IN BRIEF 
Outlet Center Planned 
for Primm 

The Fashion Outler of Las Vegas, an 
upscale outler cenrer, is scheduled ro 
open in rhe summer of 1988. Developed 
by TrizecHahn and Gordon Group 
Holdings Lrd. of Sanra Monica, Calif., 
rhe rerail cenrer will fearure fashion 
names such as Sr. John's Knirs, Calvin 
Klein , Nine Wesr, Baby Guess and Quik
silver and resrauranrs such as Marron's of 
Chicago and Berrolini's Aurhemic Trarro
ria. Phase one of rhe projecr, which 
includes approximarely 400,000 square 
feer, is already 50 percenr leased. 

Parkway Medical Plaza 
Underway in Green Valley 

A parrnership of Sr. Rose Dominican 
Hospiral, American Nevada Corp. and 
several area physicians, recendy broke 
ground for rhe new$ 15 million Parkway 
Medical Plaza, being builr on a 6.3-acre 
parcel ar rhe norrheasr corner of Lake 
Mead and Green Valley Parkway in Hen
derson. The rhree srory, 94,494-square
foor building will provide a variery of 
medical services including ambularory 
care, ourpariem surgery, women's care, 
physical rherapy and a wide range of 
diagnosrics. The projecr is slared for com
plerion in rhe second quarrer of 1998. 

Real Estate Transactions 
Announced 

Sullivan & Knott reponed rhe follow
ing rransacrions; 

Lucem Technologies has leased 4,672 
square feer ar Hughes Airporr Cenrer. 
The five-year lease is valued ar $229,862. 

New York-based Saks and Company 
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leased 21,875 square feer ar The Belz 
Oucler Mall. The 15-year lease is valued 
ar $3 million. 

Transfer Wesr Duplicarion recently 
leased 5,040 square feer of indusrrial 
space ar rhe Parrick Commerce Cenrer. 
The five-year lease is valued ar $275,225. 

Stewart Mixer Commercial negoriared 
rhe following rransacrions; 

Three new renanrs have commirred 
ro Parrick Commerce Cenrer. Femail 
Crearions and Hammon Caulking Inc. 
have signed a five-year lease on 1,755 
square feer valued ar $102,759 . Laundry 
Supply Co. Inc. leased 12,300 square feer 
for 10 years for $890,000. Coin Comrols 
Inc. signed a rhree-year, 2,232-square
foor lease valued ar $66,429. 

Biomedical Developmem Corp. has 
leased 5,044 square feer ar 5140 S. 
Rogers from landlord Thomas Fallon. 
The five-yea~ lease is valued ar $196,700. 

Lee & Associates reponed rhe follow-
. . 
mg rransacnons; 

Preferred Credir Corporarion signed 
a rhree-year, 2,000-square-foor lease 

ar 177 1 E. Flamingo Road. The lease 
is valued ar approximarely $110,000. 

Bon Jour Company has purchased 
4.12 acres of land on rhe norrhwesr cor
ner of ellis Blvd. and Cicile Avenue val
ued ar $466,500. 

Realty Executives announced rhe fol
lowing rransacrion; 

Designer Tile and Marble has signed a 
39-monrh lease valued at more rhan 
$228,000 ar Mounrain Poinr Wesr Busi
ness Park. 

Prudential Sourhwest Realty reponed 
rhe following leases; 

Hydra-Gear, Inc. signed a five-year 
lease ar rhe GBS I Indusrrial Building for 
11,200 square feer of space. The value of 
rhe rransacrion is $275,000. 

Manloe Inc., leased 8,556 square feer 
of indusrrial space ar Sandhill Airporr 
Park. The five-year lease is valued ar 
$330,000. 

Creative Realty reponed rhe following 
rransacnons; 

Dr. Diane Sracey, D.D.S. and Dr. Jeff 

Alan Perlmutter (left) chief operating officer for commercial development for American 
Nevada Corp. , joined Rod A. Davis, president and chief operating officer for St. Rose 
Dominican Hospital at the ground-breaking for Parkway Medical Plaza in Green Valley. 



Moxley have committed to office space at 
Sunset Professional Park. Stacey signed a 
10-year lease for 2,875 square feet of 
space valued at almost $570,000, and 
Moxley retained 3,025 square feet for five 
years valued at almost $300,000. 

Exercise Equipment of 
Nevada opens in Henderson 

The stare's largest exercise equipment 
retailer, Exercise Equipment of Nevada, 
has opened a 3,300-square-foor retail 
facility in Henderson at 4610 Sunset 
Road. The company opened irs first 
store in Reno four years ago and has cap
tured 80 percent of the Northern Nevada 
and Lake Tahoe commercial exerCise 
equipment marker. 

Ceramic paint reduces 
energy consumption 

Cerama-Tech of Southern Nevada has 
received rest results from UNLV's Arid 
Regions Environmental Laboratory that 
found ceramic paint reduces energy 
consumption. The results of rhe exten
sive tests indicated a 51 percent reduction 
in energy consumption for buildings 
using ceramic-based paint as compared 
to conventional paint. 

Retail activity on the rise 
along Las Vegas Strip 

Retail specialist George Conner of CB 
Commercial predicts a dramatic increase 
in retail development on the Las Vegas 
Strip. Currently there is approximately 1 
million square feer in retail centers along 
the Strip, bur rhar number is expected to 
increase to approximately 3 million. "For 
a long time rhere has been a very high 
demand and not enough supply for retail 
space along the strip," said Conner. "The 
pendulum is starring to swing, and plenty 
of big retailers are waiting to occupy that 
space as soon as iris available." 

- "' . '• 
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BuUding Nevada 
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Cardiology Associates of Lake Mead celebrates the ground-breaking fo r its ne~ facility in 
Green Valley. Left to right: Jerry Hagfeldt, sales agent at the business park; Mart Collins of ' 
Collins Brothers Corporation Commercial Developments; julie Collins of Priority One Com
mercial; Brian Collins of Collins Brothers Corporation Commercial Developments; Dr. Alan 
Steijes and Darlene Steijes of Cardiology Associates of Lake Mead; and Gary Cook of Collins 
Brothers Corporation Commercial Developments. 

Cardiology Associates 
breaks ground 

Cardiology Associates of Lake Mead 
recently celebrated rhe ground breaking 
of its 12,900-square-foot cardiac outpa
tient diagnostic service center at the 
Legacy Business Park in Henderson. The 
facility will be the first in rhe Hender
son/Green Valley area to offer full cardiac 
outpatient diagnostic services by certified 
cardiologists. 

Terracon Companies 
among top ten in nation 

The Terracon Companies, Inc. , a 
Kansas City area-based engineering 
consulting firm with an office in Las 
Vegas, was recently ranked number 89 
in rhe Engineering News-Record 1997 
listing of the top 500 design firms in the 
United States. The rankings were based 
on 1996 billings. The company has 
tripled irs sales volume in rhe last five 
years, and rhe number of employees has 
grown 25 percent. 

AGC supports proposed 
tax incentives 

The Las Vegas Chapter of rhe Associ
ated General Contractors recently an
nounced its support of rhe proposed tax 
incentives to raise funds for improving 
Southern Nevada's infrastructure. The 
organization supports the proposed 114 
cent increase in sales tax for Southern 
Nevada as long as the monies finance the 
water delivery systems in Southern 

evada, and warer connection charges 
are capped at rhe current approved level . 

New tenants at Best in 
the West 

Borders Books & Cafe, Old avy 
Clothing Co., and ARCO am/pm have 
recently leased retail space at Best in rhe 
West Power Center in northwest Las 
Vegas. Borders leased 25 ,000 square feet 
of space, and Old Navy Clothing Co., 
16,000 square feet. ARCO will occupy a 
free-standing building on rhe southwest 
corner of rhe property. • 
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- liFESTYlES 

Reviewed by 
Kathleen Foley 

Carvers Steaks & Chops 
Green Valley/Henderson 702-433-5801 

Offering the service, style and steaks 
typically found in big city steakhouses, 
Carvers Steaks & Chops opened its 
doors late last summer at 2061 Sunset 
Road in Green Valley. Specializing in 
classic steaks and chops, Carvers serves 
only USDA Choice, corn-fed Mid
western beef which has been aged and 
hand-trimmed to perfection. Portions 
are abundant with an emphasis on pre
sentation. Carvers' extensive wine list is 
designed to complement each menu 
item and consists of more than 80 selec
tions, nearly a third of which are avail
able by the glass. Carvers provides 
Green Valley residents with a steak
house that delivers the same level of fla
vor, service and style usually only found 
in high-priced steakhouses, while also 
serving as a central meeting place for 
neighbors, businesses and community
based organizations. 

Flowing Tide Pub 
Reno 702-747-7707 

The original Flowing Tide Pub is one 
of the 20 oldest bars in Dublin, Ireland, 
according to John Gilbert, who opened 
Reno 's version of the Irish pub with 
partner Bob Brooks in November 1996. 
Besides their love for all things liish, 
Gilbert says, "We were inspired by our 
love of Guinness beer," (a favorite 
source of inspiration in the Emerald 
Isle). The nautical-themed pub, located 
at the corner of Mae Anne and McCar
ran, is decorated with mastheads, ropes, 
etc., and the owners invite patrons to 
bring in their favorite "salty memora
bilia" to complete the effect. 

Chef Douglas Durfey prepares daily 
specials, including Philly cheese steak 
prepared with cream cheese, fish ' n 
chips, marinated pot roast, and Irish egg 
rolls filled with corned beef and cab-

The Bomb Bay attraction at Wet 'n Wild Water Theme Park on the Las Vegas Strip 

bage. The Flowing Tide offers 30 beers 
on tap and specializes in micro brews. 
Draft beer is served from a nitrogen sys
tem which keeps the true flavor of the 
beer and adds no excess gas. The pub 
entertains with slots, darts and pool, and 
runs graveyard dart tournaments. 

Wet 'n Wild Las 'egas 
Las Vegas 709-737-3819 

Wet ' n Wild Las Vegas, described in 
Amusement Business Magazine as one 
of the nation 's top 10 water parks, 
kicked off its 13th year on the Las Vegas 
Strip in May. Located just south of the 
Sahara Hotel on the Strip, it showcases 
Las Vegas ' biggest and best assortment 
of water slides, rides, flumes , floats, 
pools and attractions and offers a full 
day of fun. The Bomb Bay drops thrill 

seekers from a sealed, bomb-like com
partment through a Bomb Bay door and 
onto a 76-foot high water slide. Other 
slides and rides include the extraterres
trial Black Hole which propels riders 
through a covered tube with fog and 
lighting effects, and the Banzai Boggin 
that sends guests skipping across a 120-
foot long pool atop a sled. Other popu
lar, fun attractions include a giant wave 
pool , children 's water playground, Lazy 
River and the Willy Willy whirlpool. 

Park staff can create unique, cus
tomized functions for groups, whether 
it's a birthday party for 20 or a company 
picnic for 5,000. Themes range from a 
Polynesian luau with steel drum band to 
an old-fashioned western barbecue to an 
elegant sit-down dinner party. Wet ' n 
Wild also comes alive at night for 
groups booked after the park 's normal 
operating hours . • 
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SPEAKING FOR NEVADA 

Reforming Our Healthcare System 
by U.S. Congressman Jim Gibbons 

0 ne of the top issues facing Con
gress and one that most affects 

Nevada families will be that of health
care reform. Many components of our 
healthcare system need to be revamped 
to improve efficiency, effectiveness and 
availability. Potential solutions are read
ily available, however, it will take a 
bipartisan approach to attain enactment. 
The five areas that must be addressed 
are: Medicare, Medicaid, preventive 
medicine, medical savings accounts 
(MSA), and the modernization of the 
Food and Drug Administration (FDA). 

Medicare must be saved from impend
ing bankruptcy. 

The Medicare program will be broke 
in less than five years if major reform is 
not instituted. Medicare is growing at 
twice the rate of inflation and steps must 
be taken to control its growth and elimi
nate the rampant fraud , waste and 
abuse. Our senior citizens have labored 
and sacrificed to help build this country 
so that it may enjoy the prominent status 
it has today. To jeopardize the medical 
care system that they have invested in 
for the majority of their lives would be 
tragic. This breach would send a clear 
message for generations to come that 
the government can not be trusted to 
carry through promises it has made 
concerning the health and welfare of its 
citizens. Medicare reform is long over
due and we need to put oversight mech
anisms in place to end expensive, waste
ful Medicare fraud. Congress must 
commit to the establishment of a fair 
and affordable Medicare system that 
will become solvent. 

Improve the quality and coverage of 
Medicaid through greater state flexibil
ity to increase access. 

The quality anu L.:UVt:ragt: of M.edicaid 
needs to be improved. A system must be 
developed that will enable the individual 
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states to spend the money where they 
see fit. We must recognize the federal 
government can no longer pass "one 
size fits all" legislation. Decisions that 
directly affect the well-being of the 
people of Nevada should be made 
by Nevadans - not bureaucrats in Wash
ington D.C. This approach will ensure 
that quality healthcare is available for 
those who badly need it. 

Promote wellness through enhanced 
disease research, improved Medicare 
preventive benefits and oversight of the 
National Institutes of Health. 

One of the best ways to lower the 
costs associated with our healthcare sys
tem is to help prevent Americans from 
ever needing treatment. Everyone will 
be better off if we aggressively pursue 
disease research, and place greater 
emphasis orr rewarding preventive be
havior in the Medicare program. Legis
lation that promotes preventive treat
ment programs, such as breast cancer 
screenings, should be enacted. This is 
a step in the right direction for our 
seniors and for the Medicare program. 
Preventive healthcare can translate into 
improved health, a better quality of life 
and a reduction of long-term health 
expenses. The private sector has for 
many years offered preventive benefits 
in insurance programs for working 
Americans. Medicare can do the same 
for senior citizens. 

Ensure access to medical savings 
accounts (MSA). 

Legislation creating four-year MSA 
pilot projects was passed in the last ses
sion of Congress and will need to be 
monitored closely. These plans call for 
employers to purchase a high-deductible 
policy and deposit funds into the MSA 
to be. u;;c.d for routine medical cru:e up to 

the deductible amount. Any funds not 
used would belong to the employees for 

additional medical expenses such as 
prescription drugs and lC?ng-term care. 
This legislation allows 750,000 MSA 
policies to be sold to small employers 
and the self-employed. MSAs are 
optional and could be made available to 
everyone in the future. 

Modernize the Food and Drug Admini
stration to speed up approval of med
ical advances that save lives. 

The Food and Drug Administration 
bureaucracy imposes unnecessary and 
sometimes deadly delays in the approval 
of new life-saving drugs and medical 
devices. We should modernize FDA to 
make it more streamlined, market
oriented and customer-friendly. Con
gress must also reduce drug and device 
approval times and preserve all neces
sary checks and safeguards of these life
saving products. 

As a member of Congress, I look for
ward to the task of improving our coun
try 's healthcare system. These are some 
of the main initiatives that I will be pro
moting. There are many additional solu
tions being proposed during this session 
of Congress. These proposals need to be 
evaluated and studied with the utmost 
scrutiny to ensure that Americans are 
provided with quality healthcare avail
able. This country has the best medical 
care I!Na\lable <m the planet and 

ensure that our citizens are able 
full advantage of it. 



IN SI DE PO LI TI CS 

by Michael Sullivan 

CAMPAIGN REFORM 
Question 10 is put to the test 

I t's no secret that Nevada has long 
prided itself on being an independent

minded, anything-goes type of state. 
While politically the state can ' t deny it 's 
a bit more conservative than most, when 
it comes to election laws, evada has 
been the last bastion of liberalism. 

This is the state where a candidate 
was elected by utilizing hundreds of 
thousands of dollars from "anonymous" 
donors funneled through a political 
party. And it's also the state which 
allowed party caucuses the freedom not 
to report any contributions (thereby 
allowing a donor to give to a caucus 
instead of to a particular candidate and 
avoid being put on a campaign report) . 

But all that is about to change. A new 
era in Nevada politics is about to com
mence, one which will force candidates 
and their handlers to search for new and 
innovative ways to wage campaigns. 

Two separate pieces of legislation will 
be the catalysts of this change. The first 
is a constitutional amendment approved 
last year by the voters (Question 10). 
This amendment forever sets the amount 
of contributions that can be given to 
political candidates at $5,000 per elec
tion. o entity - a political party, cau
cus, corporation or individual contribu
tor - can give any more. 

Recently, Secretary of State Dean 
Heller issued an interpretation of Ques
tion 10, stating that the $5,000 per elec
tion requirement means one donation in 
a primary election, and one donation in 
a general election, for a total of $10,000. 
That means a contributor cannot give 
one check for the entire amount. The 
donation must be broken up and the 
money used only in the election period 
at hand. 

THIS AME DME! T FOREVER SETS 

THE AMOU T OF CO! TRIB 'TIONS 

THAT CA BE GIVE TO POLITICAL 

CANDIDATES AT $5,000 PER 

ELECTION. No E 1TITY A 

POLITICAL PARTY, CAUC ·s, CORPO-

RATIO - OR I 1DIVID -AL CONTRI-

B -TOR ...,- CAN GIVE A 1Y MORE. 

That alone will cause grief for some 
campaigns. It 's hard enough to get one 
donation from a source, but to have to 
go back a second time for another elec
tion can be difficult and tedious. 

It 's clear what most of the larger cor
porate donors will do is what they have 
always done: give several donations 
from different companies, or "bundle" 
the contributions, which is a perfectly 
legal way to tweak the laws. 

While the new limits actually lower 
the corporate donation amounts for 
statewide offices (prior to this amend
ment it was $20,000 per), it raises the 
limit for personal contributions from 
$2,000 for an entire campaign to $5,000 
per election for local offices. 

The first test as to whether these new 
contribution limits will hurt fund-raising 
has already been completed with the 
1997 municipal races. The results: 
Councilman Arnie Adamsen still raised 
more than $300,000 - not a record for 

his office, but certainly a nice war chest 
in a race where he has only token oppo
sition. Candidates for other races also 
didn ' t seem too stifled by the new 
contribution limits . ' 

Conclusion: So far, the new limits 
have not hurt a candidate's fund-raising 
ability. But one thing-to consider: these 
changes are part of our state consti
tution. They cannot be changed without 
corning before the people TWICE. That 
means, in all likelihood, we will forever 
have the $5,000 per election restriction, 
even when that amount of money won ' t 
buy you a loaf of bread. 

The other legislation pending in the 
State Legislature that could significantly 
affect political campaigns is Secretary 
Heller's bill to lower the minimum 
reportable contribution amount from 
$500 to $100 or less. While many candi
dates consistently list all of their contri
butions, those running against incum
bents often receive numerous checks 
under $500 so the donors won't incur 
the wrath of the incumbent. 

In addition, provisions have also been 
made to force the political caucuses and 
parties to disclose the source of their 
funds, which again could hurt the 
minority party 's fund-raising abilities. 

State Senator Dina Titus, Democratic 
minority leader for the past two legisla
tive sessions, has supported the bill. She 
may not like it, but she has always 
supported election reform. 

While the elections of 1997 have 
proven campaigns can still be waged 
credibly with Question 10 and other 
reforms in place, Campaign 1998 -
where every statewide office and several 
county offices will be contested - will 
be the ultimate proving ground. • 
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STRATEGIES 
by George Fuller 

DON'T GAMBLE ON QUICK FIXES 

Cures for business ills are as popular 
as over-the-counter medications for 

the common cold. But does the cun·ent 
crop of management remedies provide 
only temporary relief like cough syrup, 
or can they really conect long-term 
problems? Unfortunately, not knowing 
the answer beforehand may result in 
using the wrong antidote - a costly 
undertaking for any business. 

Unless you have been doing a Rip Van 
Winkle imitation, most of the advice is 
pretty familiar. You 're told to be entre
preneurial, seek excellence, follow the 
trends, use your street smarts , downsize, 
wander around, reengineer, and do it all 
in a minute or less. 

Meanwhile, critics scoff at this advice 
and make comments such as , "Instant 
coffee, instant oatmeal, and now we 
have instant solutions." Naturally, some 
criticism comes from the, "If I didn 't 
invent it, it isn ' t any good," school of 
thought. This may make for great 
debates , but it does little to solve your 
problems. Therefore, let 's examine the 
good and the bad in the management 
techniques being bandied about. 

First of all , much of this so-called 
wisdom is anecdotal. That, in itself, 
should raise a red flag. Why? Because 
off-the-cuff examples (like cheap suits) 
don't always fit. What works for a store 
in Las Vegas may not work for a store in 
Reno. Store location, local competition 
and demographics are just a few of the 
variables that can't be ignored. 

Even if your business is international 
in scope, local factors come into play. 
Your labor costs , supplier proximity, 
and di stance from major markets, all 
center around your location. These, and 
many other factors, set your business 
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WHE. YO R PERSI TENCE HAS 

PAID OFFAl D YOUR NEW PLAN HAS 

BEE 1 IMPLEMENTED, IT IS IliPOR

TANT TO REMAIN COMMITTED AND 

PATIENT. SOL TIONS INTRODUCED 

AS A QUICK-FIX - NO MATTER 

HOW POWERF .L - WILL NOT 

WI! RES -LTS FOR THE LO 1G TERM. 

apart from someone producing the same 
product elsewhere. For these reasons, 
blindly following anecdotal models has 
some real-world pitfalls. 

Another failure of many management 
treatises is a lack of information on how 
to implement the recommendations. 
Don ' t follow any, "What you need to 
do ... ," advice, unless it's backed by an 
explicit explanation of how to do it. 

Many management theories are based 
on nothing more solid than a "follow
the-leader" formula. The best example 
of this was the Japanese success syn
drome. In the 1980s some gurus essen
tially recommended you tum your busi
ness into a kimono-clad cloister from 
top to bottom. But when Japan 's eco
nomic problems appeared, these tech
niques rapidly fell out of vogue. It's 
therefore important to recognize al
though many follow-the-leader strate
gies may sound good in theory, whether 
it 's Japan, or the store up the street, you 
win by competing - not by copying. 

Does this mean you should ignore the 
raft of books and seminars offering 
management advice? Definitely not, 
since there are sound reasons for staying 

abreast of the latest in management 
thinking. And stripped to the bone, 
many of the tips make good sense. Such 
fundamentals as praising employees, 
and treating customers well are those on 
which we all need a periodic refresher 
course. Even some of the more complex 
guidance is useful if you can adapt it to 
the needs of your busin~ss. 

The danger lies in readily accepting a 
new technique as an instant cure-all 
for the real, or imagined ills your busi
ness faces. Don ' t accept any idea just 
because it 's trendy. Carefully study the 
available alternatives to see which one 
(if any) offers the greatest possibility for 
successful implementation. 

Remember, the individual dynamics 
of your business play an important role 
in the evaluation process. While a new 
management technique can appear 
promising and relatively simple to exe
cute, it may not be a proper fit for your 
management style. If that 's true, the risk 
of creating more problems outweighs 
the possible value of the idea itself. 
After all, there 's no scarcity of innova
tive advice. Keep searching for the solu
tion(s) that carry long-term potential. 

When your persistence has paid off 
and your new plan has been imple
mented, it is important to remain com
mitted and patient. Solutions introduced 
as a quick-fix - no matter how powerful 
- will not win results for the long term. 

When in doubt, you can always 
depend on the least innovative, yet 
most valuable management technique 
there is - common sense. • 

George Fuller's latest book, Manager's 
Portable Answer Book, is published by 
Prentice Hall. 



T A X T p s 

SELECTING A CPA 
Find someone you can work with on a long-term basis 

F or many people, getting themselves 
in good financial shape is an impor

tant decision. Like exercise regimens, it 
requires some discipline, clear goals, 
and, often, personal training from an 
outside expert - in this case, from some
one like a certified public accountant 
(CPA). The Nevada Society of CPAs 
offers the following guidance to help 
you find and work with a CPA. 

LOOKING FOR A CPA 
One of the best ways to find a CPA is 

to ask friends, relatives, neighbors, or 
business associates for recommenda
tions. Try to focus on those people who 
are in a similar financial situation. You 
might also want to check with other pro
fessionals, such as your banker or attor
ney, your local chamber of commerce, 
or small business owners whose estab
lishments you regularly visit. 

To earn the CPA designation , accoun
tants must pass a rigorous two-day pro
fessional examination and meet strin
gent licensing requirements. To assure 
that they stay current on developments 
in the field, CPAs who are members 
of the Nevada Society of CPAs must 
also meet strict continuing education 
requirements and are obliged to adhere 
to stringent ethical guidelines. Ask the 
CPA or call these organizations to find 
out if the CPA is a member. 

PREPARING FOR THE INTERVlEW 
Once you have the names of several 

CPAs, call to arrange an interview. 
Before meeting with the CPA, spend 
some time sorting out what kind of 
assistance you require, and determine 
your ultimate expectations. 

Are you looking for a CPA who can 

I ADDITION TO UNDERSTAND! 1G 

YO .R GOALS, IT'S ALSO HELPFUL 

FOR YO R CPA TO KNOW SOME-

THII G ABOUT YO R ATilT "DES 

TOWARD SPENDING AI D SAVI -G 

A_TD YO R TOLERANCE FOR RISK. 

help you work toward meeting a specific 
need, sucry as funding your child's col
lege education, or saving for retirement? 
Do you want someone who can develop 
a comprehensive financial plan, and 
help you implement it? Are you 
primarily interested in tax planning 
strategies, or in having someone com
plete your tax return? The more you 
know about your needs, the better you'll 
be able to express them to the CPA. 

CONDUCTING THE INTERVIEW 
During the interview, let the CPA 

know clearly the kinds of assistance you 
will need. Then ask about his or her 
qualifications , profiles of typical clients, 
and availability to work with you. 

It 's also important to get a feel for the 
chemistry that develops between you 
and the CPA you are considering. Make 
sure you are comfortable with his or her 
style and personality. By carefully con
sidering the abilities and attributes of 
prospective CPAs, you'll be able to 
select one with whom you can develop a 
long-term relationship. 

Be sure to talk openly about how the 

CPA will be compensated for his or her 
services. ormally, CPAs base their 
fees on the amount of time they spend 
performing services on your behalf. The 
services you need, the complexity of 
your financial situation, the experience 
level of the CPA, and the area of the 
country in which you live all impact the 
level of your accountant's fees. 

!Vl~XIMIZING THE RELATIONSIDP 
To lay the groundwork for a more 

productive relationship , you should 
organize your financial information. 
Depending on your requirements , a 
CPA may need information about your 
assets and liabilities, retirement and 
other company benefits, current insur
ance coverage and additional financial 
data. All of these have an important 
bearing on your financial future - and 
the ability of you and your CPA to work 
together to reach your goals. 

In addition to understanding your 
goals, it 's also helpful for your CPA to 
know something about your attitudes 
toward spending and saving, your toler
ance for risk, and whether you prefer to 
take an aggressive or conservative 
approach to tax-saving strategies. Be 
sure you clearly convey your attitudes 
on these and other areas while working 
with the CPA. 

Finally, it's critical to keep your CPA 
up to date on various turning points in 
your life. Such life events as a maniage, 
divorce, the birth of a child, a new 
home, death of a spouse, and changes 
in your career can all impact your tax 
liability and personal financial plan .• 

Prepared by the Nevada Society of Cer
tified Public Accountants. 
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CUTTING EDGE 
by Randall Putz 

DATA DISASTER 
Are you prepared for a loss of computing resources? 

Computers. Some of us love them, 
some of us curse them, but we all 

tend to take them for granted. They 
always seem to be there with hard drives 
whirring and monitors glowing. But 
what if one day abruptly they are gone? 
Unfortunately our day-to-day reliance 
on computers has grown so great that to 
be without them or the data they hold 
could bring our businesses and lives to a 
grinding halt. Imagine not being able to 
access payroll, accounting, or customer 
information for weeks, or worse yet, not 
being able to access important files at all 
ever again. Fortunately there are many 
things you can do to minimize, if not 
prevent, the disruption caused by a loss 
of computing resources. 

Ideally any person or company that 
relies at all on computer-based data 
should have a Disaster Prevention and 
Recovery Plan. This written document 
typically identifies potential risks with 
ways to prevent and prepare for those 
risks, as well as emergency procedures 
for recovery and restoration. Articles, 
books and companies specializing in 
disaster recovery are all available to 
assist with the process of creating a 
comprehensive plan. But important as a 
Disaster Prevention and Recovery Plan 
may be, taking immediate measures to 
prevent data loss is the single most 
important thing you can do now to effec
tively minimize computer-related losses. 

Consider natural or manmade disas
ters such as fire, floods, tornadoes or 
high winds, earthquakes, sabotage, or 
theft. They all have the ability to render 
computer equipment and data useless. 
Because the cost and time to replace 
data is often far more expensive than 
replacing the computer equipment, it is 
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imperative to back up computer files on 
a regular basis. How often you back up 
should be dictated by how much data 
you are comfortable losing. If missing a 
week's worth of data would be too 
painful , then you obviously must 
backup more frequently. Consider 
backup location, though, just as impor
tant as backup frequency. What good is 
backed-up data if it goes up in flames or 
gets stolen along with the hardware? 
Backup media should at the very least 
be stored in some sort of fire and theft
proof safe, but for greatest safety multi
ple backup sets should be regularly 
rotated off-site to another office or stor
age facility. 

Redundant data is a good first step 
towards protecting your computing 
investment. However, if you or your 
company are especially dependent on 
your computer resources, it may not be 
enough. Consider that the majority of 
disaster losses come not from the physi
cal damage but from the interruption of 
sales, income and profits during the time 
it takes to get things back to normal. 
While your data may be safe, the 
process of assessing and repairing dam-

aged equipment or replacing !lliSsmg 
hardware may take more time than you 
can afford. Here is where redundant 
computing hardware and related ser
vices can often justify their added cost. 

On the simplest system level you can 
protect yourself from modest disasters 
like power outages and equipment fail
ure with uninterruptable power supplies 
and fault-tolerant hardware. More 
robust file-serving solutions often come 
equipped with hot-swappable, redun
dant hard drives and power supplies -
the hardware notifies you of a problem 
and automatically switches over to the 
spare part without breaking stride. 

On a more sophisticated level you can 
arrange for the services of a "hot site" 
which will maintain regular copies of 
your files ready to run on the provider's 
hardware at a moment's notice. Or you 
can create system redundancy, which 
provides the most reliable and expensive 
protection through complete computing 
systems mirroring one another in dis
tinct geographical locations. If your 
financial resources prevents your bene
fiting from redundant hardware, at the 
very least you can make arrangements in 
advance for rapid, high-priority repair, 
rental, or purchase of critical computer 
equipment that becomes inoperative. 

As you can see, with modest effort 
and a little forethought you can put sys
tems and procedures in place that will 
result in little or no loss in your ability to 
do business even if your own computer 
capabilities are leveled. As the old adage 
goes, an ounce of prevention is worth a 
pound of cure. • 

Randall Putz is director of technolo, 
R&R Advertising in Las Vegas and 



Top Rank 
Nevada 

Research by Lisa Maguire 

W elcome to the first year of 
To pRank Nevada. In order to pro

vide our readers with pertinent, timely 
and useful information we have em
barked on our statewide book of lists. 
As I'm sure many of you are aware, no 
other statewide book of its kind has 
been compiled before. I am confident 
the information we will be presenting to 
you over the upcoming year will be one 
of the most important reference tools in 
your library. We are working on over 60 
lists , which are representative of the 
business community in Nevada. We will 
be compiling a list of the Top 50 Public 
& Private Companies , as well as 
HMOs, PPOs, temporary employment 
agencies , commercial printers , and 
meeting and convention centers to name 
a few. In January, we will publish the 
entire year 's lists in our annual TopRank 
Nevada Statewide Book of Lists. Since 
this is our first year, we hope our read
ers will take an active interest in assist
ing the research process. We value your 
comments and suggestions. So, if you 
would like to be considered for inclu
sion in the lists, or have any sugges
tions, please do not hesitate to contact 
us at (702) 735-7003 or via e-mail 
nbj @nevadabusiness.com. I'm confi
dent that, with your help, we can make 
TopRank Nevada a success. • 

ON THE FOLLOWING PAGES: 
Automobile Dealerships 
Economic Development 
Organizations 

Golf Courses 
Hospitals 

UPCOMING LISTS: 
Commercial Printers 
Credit Unions 

50 

52 
53 
55 

Health Maintenance Organizations 
Internet Service Providers 

EARN TOP DOLLARS! 

• • • • • • • • • • •• •• 
Join the Winning Team! 

The Nevada Business Journal is looking for 
Independent Marketing Contractors. 

If you are interested in tl1is challenging yet profitable career and 
have a minimum of 2 years ad sales expetience, please fax your 
resume to: Stephen Brock, Nevada Business journal, 733-5953. 

Flexible health care for your business. 
Guaranteed coverage for your employees. 

One major headache cured already. 

It's hard for you to please all 

your employees. But FHP 

Health Care® has a plan that can 

make them not only healthier 

but happier as well . 

When a leading research 

organization, the NRC (Na

tional Research Corporation), 

recently surveyed 170,000 

households across the nation, 

FHP!? of Nevada was chosen as 

FHP members get to choose 

from some of the best doctors in 

evada (doctors who have passed 

one of the toughest physician 

screening programs in the 

nation). Of course, FHP is more 

than just an HMO. We offer a 

wide range of products, including 

Point of Service, PPO, Indem-

nity, and Life Insurance that can 

be taJored to your budget and 

the top-rated 

HMO in the Las 

"':,;ii;:--.-,..--1_ needs, whatever the size of your 

,.::!:.. --
Vegas area. And 

Q,fnlit"yi.eudn'] 
IO:!~w. 

that ranking was based on the 

health plan members' own 

assessment of benefits, costs, 

and their overall satisfaction. 

company. 

Call us at 1-800-826-4347, 

or your broker today. We'll show 

you how easy it is to get used to 

FHP. 

~l-IP® 
HEALTH CARE 

Your Health Parmer. For Life® 
http://www.fhp.com 
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TopRankiNevada 
STATEWIDE BOOK OF LISTS 

Automobile Dealerships 
Ranked by 1 998 Gross Sales Volume 

"' AUTOMOBILE DEALER PHONE 1996 GROSS TOTAL UNITS SOLD MANUFACTURERS REPRESENTED SENIOR NV EXECUTIVE(S) z 
< 

ADDRESS SALES VOLUME New USED SALES MANAGER(S) ...: 

Friendly Ford 870-7221 $163,249,593 5830 3688 Ford Edward J. Olliges 
660 N. Decatur Blvd. Burl Bise 
Las Vegas 891 07 

2 Gaudin Ford-Porsche 731 -2121 147,346,858 4454 3921 Ford , Porsche Don Ackerman 
2121 E. Sahara Avenue Bill Nance 
Las Vegas 89104 

3 Desert Buick GMC Automotive Group 253 -6400 115,865,711 2314 2924 GMC Truck , Buick, Volvo Truck Ed Reed and Bob McDonald 
6400 W. Sahara Avenue Jim Badenhop and Ken Fisher 
Las Vegas 89102 

4 Chaisson Motor Cars 871-1010 71,257,519 1228 478 BMW, Jaguar, Land Rover, James J. Chaisson 
2333 S. Decatur Blvd. Rolls Royce , Volkswagen , Audi Dale Workman 
Las Vegas 89102 

5 Chapman's Las Vegas Dodge 457-1061 71,006,000 2036 962 Dodge Ted Chapman 
3470 Boulder Highway Brian Hackman and Lou Rossi 
Las Vegas 89121 

6 Willden's Pride Dodge, Inc. 221-0000 66,012,343 1789 819 Dodge David J. Willden 
4701 W. Sahara Avenue Michael Ramsey 
Las Vegas 89102 

7 Tom Coward Lincoln Mercury 876-1922 65,000,000 1700 1400 Ford, Lincoln , Mercury Tom Maronde 
5750 W. Sahara Avenue Tom Papandrea 
Las Vegas 89126 

8 Saturn of West Sahara 752 -8900 61 ,635,246 2728 2472 Saturn DND 
5325 W. Sahara Avenue DND 
Las Vegas 89102 

9 Desert Chrysler-Plymouth 457-4161 50,000,000 860 2250 Chrysler, Plymouth Pete Kubena 
3115 E. Fremont Tom Uhlmer 
Las Vegas 89104 

10 Saturn of Henderson 558-8888 38,635,992 1811 1353 Saturn Cliff Findlay 
310 N. Gibson Road Jay Scheinbaum 
Henderson 89014 

11 Bill Pierce Courtesy Honda 789-7999 30,000,000 650 900 Honda John Raffealli 
780 Kietzke Lane Bill Artemis 
Reno 89502 

12 Bill Pierce Olds-BMW-Volvo 826-2100 25,000,000 350 1150 Oldsmobile, BMW, Volvo John Raffealli 
2620 Kietzke Lane Frank Anderson 
Reno 89502 

13 Jetway Chevrolet 423-8700 12,000,000 206 638 Chevrolet, Pontiac, Oldsmobile, Jeff Burdehe 
2525 Reno Highway Buick, Geo Mike Henke 
Fallon 89406 

14 Ely Ford Lincoln Mercury 289-3095 8,440,850 196 270 Ford, Lincoln & Mercury MaryS. Lee 
295 Aultman Street Karl N. Lee 
Ely 89301 

15 Falconi 's Tropicana Honda 367-1919 6,727,000 1170 735 Honda Frank Ellis 
4645 W. Tropicana Blvd. Ron Ingerson 
Las Vegas 891 03 

N/A Cashman Cadillac/ Cadillac West 457-0300 DND 806 725 Cadillac Tim Cashman 
2711 E. Sahara/ 5185 W. Sahara DND 
Las Vegas 891 04 

N/A Billingsley Motors, Inc. 623-5005 DND DND DND Chevrolet, GEO, Pontiac, Ply- Jim Billingsley 
5050 E. Winnemucca Blvd. mouth, Oldsmobile, Buick, Lee Sheppard 
Winnemucca 89445 Chrysler, Dodge 

N/A Findlay Oldsmobile & Subaru 457- 1021 DND DND DNJV Oldsmobile, Subaru Cliff Find lay 
3024 E. Fremont Doug Carder 
Las Vegas 89104 

N/A Towbin Automotive Enterprises 252-8800 DND DND DND Nissan, Jeep/Eagle, lnfiniti, Hum- Dan Towbin 
5605 W. Sahara Ave mer, Lamborghini , Dodge> DND 
Las Vegas 891 02 

DND = Did not disclose • Jowbin will represent Dodge beginning December 1997 

BOOK~LISTS rm Note: The information in this list was supplied by representatives of the companies themselves. To the best of our knowledge, the information is accurate as of press time. White every effort is made to ensure the 
OF ' thoroughness of the list, typographical errors sometimes occur. ?tease send corrections or additions on company letterhead to TopRank Nevada Statewide Book of lists, Research Dept., 2127 Paradise Rd.,las Vegas. 
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We're Here In Las Vegas, 
And We Want To Work For 

Your Business. 

Here. We thought you'd like a closer look You 

see, this business card belongs to our local 

sales representative, and it's your passport 

to the employee benefits, pensions and 

investment solutions from MetLife~ The 

same company that has provided value-added 

business solutions to thousands of American 

companies since 1917. 

And since we're here in Las Vegas, you'll 

have easier access to a wide range of products 

'IUJ~n (7\tin 
Sales R ) Pham o •• •Presentative 

. .,etl;~ . 
P.o. Box 12358 e 
Las vega, NV 
(702) 248417189112-2358 

and services like group Life, Dental, Disability, and 401(k) plans. 

All backed by the strength of $298 billion in assets 

under management and over 129 years of experience 

in helping people become financially secure. So when 

you choose MetLife, it's a choice that can bring peace 

of mind to both you and your employees. 

Just contact your insurance consultant, call248-4171 , 

or send us an e-mail at the address below. Because at 

MetLife, we'll go to great lengths for the success of you 

and your business. 

O MetLife 
Life • Disability • Dental • Long Term Care • P&C* • Voluntary Products • Pensions • Investments • 401(k) 

* Products underwritten by Metropolitan Property and Casualty Insurance Company and Afftliates, Warwick, R.I. 
~ 1997 Metropolitan Life Insurance Company, New York, NY PEANUTS © United Features Syndicate, Inc. H9704PWF (exp0498) MLIC-LD 

Call (702) 248-4171 
e-mail: business@metlife.com 



TopRankiNevada 
STATEWIDE BOOK OF LISTS 

Economic Development Organizations 

ORGANIZATION 

ADDRESS 

Churchill Economic Development Authority 

448 W. Williams Avenue 

Fallon 89406 

Economic Development Authority of Esmeralda/Nye Counties (EDEN) 

Box 153 

Tonopah 89049 

Economic Development Authority of Western Nevada (EDAWN) 

5190 Neil Road, Suite 111 

Reno 89502 

Eureka County Chamber of Commmerce and Economic Dev. Council 

P.O. Box 14 

Eureka 89316 

Lincoln County Regional Development Authority 

P.O. Box 255 

Caliente 89009 

l yon County Economic Development Authority 

227 South Main Street 

Yerington 89447 

Mineral County Economic Development Authority 

P.O. Box 1635 

Hawthorne 89415 

Nevada Commission on Economic Development 

5151 S. Carson Street 

Carson City 8971 0 

Nevada Development Authority (NDA) 

3773 Howard Hughes Parkway, Suite 140 S 

las Vegas 89109 

North East Nevada Development Authority 

P.O . Box 2812 

Elko 89801 

Northern Nevada Development Authority (NNDA) 

310 South Curry Street 

Carson City 89703 

NTS Development Corporation 

2340 Paseo del Prado, Suite D-8 

las Vegas 891 02 

Tri-County Development Authority 

P.O. Box 820 

Winnemucca 89446 

Western Nevada Development District 

308 North Curry Street. Suite 209 

Carson City 89703 

White Pine County Economic Diversification Council 

P.O. Box 135 

Ely 89301 

DND ; Did not disclose 

Listed in Alphabetical Order 

PHONE BUDGET 

423-8587 DND 

482-8139 $ 47,000 

829-3700 650,000 

237-5484 DND 

726-3209 DND 

463-2245 DND 

445-5896 39,000 

687-4325 2,600,000 

791-0000 967,000 

738-2100 114,000 

883-4413 250,000 

257-7900 5,000,000 

623-5777 200,000 

883-7333 309,000 

289-3065 100,000 

MEMBERS AREAS SERVED SENIOR EXECUTIVE 

125 

51 

350 

54 

DND 

157 

9 

30 

575 

75 

320 

57 

250 

DND 

40 

Fallon, Nevada City, Churchill County 

Nye County, Esmeralda County, Tonopah, 

Pahnump, Gabby, Beatty, Goldfield, Silverpeak, 

Dyer, eta/. 

Washoe, North Storey, North lyon, Reno, 

Sparks, Fernley 

Eureka County, Eureka, Beowawe Town, Cres

cent Valley Town 

DND 

Dayton, Fernley, Moundhouse, Silver Springs, 

Yerington 

Mineral County 

Statewide 

Kenneth Hiatt 

Virginia Ridgway 

Kenneth G. lynn 

Vera Baumann 

DND 

John W. Sanderson 

Steve Bowles 

Bob Shriver 

Clark County, las Vegas, North las Vegas, Hen- A. Somer Hnllin"""llll 

derson 

Elko County, City of Elko, Carlin , Wells, 

West Wendover 

Carson City, Carson, Douglas, 

Storey County, lyon County 

Clark , Nye, l incoln County, Esmeralda County 

David loreman 

KrisE. Holt 

Tim Carlson 

lander County - Battle Mtn., Austin , Kingston; Teri Williams 

Humboldt County - Winnemucca, McDermitt, 

Paradise Valley; Pershing County - lovelock 

Churchill, Douglas, l yon, Mineral, Pershing Mary lou Bentley 

County, Storey County; Carson City, Fallon , Yer-

ington, lovelock 

White Pine County, Ely, McGill , Ruth, lund, 

Baker 

Karen Rajala 

BOOK~LISTS ~ Note; The information in this list was supplied by representatives of the companies themselves. To the best of our knowledge, the information is accurate as of press time. While every effort is made to ensure the 
OF L!Jt.UI thoroughness of the Ust, typographical errors sometimes ocrur. Piease send corrections or add' · ns on company letterhead to TopRank Nevada Statewide Book of lists, Research Dept.. 2127 Paradise Rd., Las Vegzs.. 
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~ GOLF COURSE 

~ ADDRESS 

Redhawk -The Golf Club at Wingfield Springs 
7755 Spanish Springs Road, Sparks 89436 

2 Montreux Golf Club 
2500 Spinnaker Drive, Reno 89509 

3 Tournament Players Club at Summerlin 
1700 Village Center Drive, Las Vegas 89139 

4 Lightning W Ranch - The Golf Club 
19 Lightning W Ranch Rd ., Carson City 89704 

5 The Legacy Golf Club 
130 Par Excellence Drive, Henderson 89014 

6 Dayton Valley Country Club 
51 Palmer Drive, Dayton 89403 

7 Badlands Golf Club 
9119 Alta, Las Vegas 89128 

7 SouthShore Golf Club 
29 Grand Mediterra, Henderson 89011 

TopRankiNevada 
STATEWIDE BOOK OF LISTS 

Golf Courses 
Ranked by U.S.G.A. Slope Rating 

PHONE SLOPE 

COURSE 

D ESIGNER 

GOLF PRO 

626-6000 143 Robert Trent Jones II 
74.2 Benny Campos 

825-2059 142 Jack Nicklaus 
75.3 Joey Picavance 

YARDAGE 

YR. BUILT 

7127 
1997 

7519 
1997' 

256-0111 139 PGA Tour Design Svcs., Inc. 7243 
74.3 Bob Radunz 1991 

884-4597 137 Robert Muir Graves 
73.3 Curtis Thompson 

897-2200 136 Arthur Hills 

246-7888 

DND David Barnhart 

134 
72.1 

Arnold Palmer 
Jim Kepler 

242-4653 133 Johnny Miller 
73 Tate Stull 

558-0020 133 Jack Nicklaus 
72.8 John Herndon, PGA 

7210 
1993 

DND 
1989 

7218 
1991 

6926 
1995 

6917 
1995 

9 Las Vegas Paiute Resort 658-1400 130 Pete Dye 7112 
1996 

• 
10325 Nu-Wav Kaiv Blvd. , Las Vegas 89124 800·711-2833 

9 Angel Park Golf Club 254-GOLF 
100 S. Rampart Blvd., Las Vegas 89128 

73.3 Scott McDade 

130 
72.6 

Arnold Palmer 
Tom Void 

11 Empire Ranch Golf Course 885-2100 129 Gary Bicher 
1875 Fair Way Drive, Carson City 89701 71.6 Jeff Sparks 

6530 
1989 

6956 • 
1997 

• 

• 

• 

• 

12 Las Vegas Country Club 734-1122 128 DND 7164 • 
3000 Joe W. Brown Drive, Las Vegas 89109 

13 Lake Ridge Golf Course 
1200 Razorback Road, Reno 89509 

13 Palm Valley Golf Course 
9201 Del Webb Blvd ., Las Vegas 89134 

13 Rosewood Lakes Municipal Golf Course 
6800 Pembroke Drive, Reno 89502 

13 Sunrise Country Club 
5500 E. Flamingo Road , Las Vegas 89122 

17 Desert Lakes Golf Course 
4000 Farm District Road , Fernley 89408 

17 ITI Sheraton 
3145 Las Vegas Blvd South, Las Vegas 89109 

19 Canyon Gate Country Club 
2001 Canyon Gate Drive, Las Vegas 89117 

20 Glenbrook Golf Course 
PO Box 505, Glenbrook 89413 

21 Sierra Sage Golf Course 
6355 Silverlake, Reno 89506 

22 Washoe County Golf Course 
2601 South Arlington, Reno 89504 

23 Round Mountain Golf Course 
PO Box 1800, Round Mountain 89045 

24 Carson Valley Golf Course 
1027 Riverview Drive, Gardnerville 89610 

24 Desert Rose Golf Course 
5483 Clubhouse Road, Las Vegas 89122 

26 Highland Falls Golf Club 
10201 Sun City Blvd. , Las Vegas 89134 

27 Craig Ranch Golf Course 
628 W. Craig Road, North Las Vegas 89030 

28 Desert Willow Golf Course 
2020 W. Horizon Ridge Pkwy., Hdn. 89012 

Desert Pines Golf Club 
3415 E. Bonanza Road , Las Vegas 89101 

Mount Charleston Golf Resort 
Kyle Canyon Road , Las Vegas 89124 

72.8 Bill Farkas DND 

825-2200 127 Robert Trent Jones 6701 • 
70.8 Paul Lane 1969 

363-4373 127 Billy Casper/ Greg Nash 6849 
72.3 Shane Sanchez 1989 

857-2892 127 Brad Benz 6700 • 
71.1 Mike Mazzaferri 1990 

456-2440 127 Jim Colbert/;eff Braver 7212 
73.6 Neil Pierce 1991 

575-GOLF 

733-4290 

124 
69.9 

124 
73.9 

Bob Bingham 
Don Krivanek 

Lawrence Hughes 
Kevin Paulson 

363-0481 123 Ted Robinson 
71 .9 Andy Anderson 

749-5201 121 DND 
66.3 Brian Smith 

6507 
1996 

7007 
1952 

6729 
1989 

6000 
1926 

• 

972-1564 120 DND 6623 • • 
69.3 Mike Mitchell 

828-6640 119 W.P.A. 
70.0 Barney Bell 

377-2880 118 William Neff 

265-3181 

71.0 Pete Summerbell 

117 
69.6 

Bea Swift 
DND 

431-GOLF 117 Joe Lee/Dick Wilson 

254-7010 

642-9700 

263-GOLF 

388-4400 

68.9 Rusty Postewait 

116 
68.6 

105 
66.8 

91 
59.1 

DND 
DND 

Billy Casper/ Greg Nash 
Sean Connett 

J.C. Stimson 
Henry Sandier 

Billy Casper/ Greg Nash 
Jon Spatz, PGA 

Jerry Dye 
Joe Kelly 

872-GOLF N/ A • • Jeff Bruckner 
N/ A Joe Lescenski 

1970 

6694 
1936 

7138 
1991 

5760 
1960 

6511 
1963 

6017 
1993 

6001 
1963 

3811 
1996 

6810 
1996 

3109 
1997 

• 

• 

• • 

• • 

• 

DND = Did not disclose • Opens June 28, 1997 • • New course t Canyon Gate green fees included with membership 

• 

• 

COURSE TYPE 

GRE EN Fees 

Public 
$25-$99 

Private 
$150 + 

Private 
DND 

Private 
$100-$ 149 

Public 
$100-$149 

• Semi-private 
$25-$99 

Public 
$50-$149 

Private 
$100 

Public 
$50-$149 

Public 
$50-$149 

Public 
$25-$49 

Private 
DND 

Public 
$25-$99 

SIGNIFICANT TOURNAMENTS 

Nevada State Amateur 1997 

L.P.G.A. '98 (Tentative) 

las Vegas Invitational 

U.S. Open Qualifying, U.S. Ama
teur Qualifying 

1990-1997 U.S. Open Qualifying, 
A.J.G.A. Tour Site 

PGA Tour Qualifying, 
Fred Alexander Junior Golf Clinic 

Nevada Women 's Amateur, 
Nevada State Jr. Championship 

Wendy's Three Tour Challenge, 
St. Rose Dominican Charity 

N/A 

N/ A 

N/A 

N/ A 

N/A 

Semi-private N/ A 
$25-$99 

Public N/A 
up to $49 

Semi-private L.V.I. Chip Beck Shot 59 
$25-$149 

Public 
up to $49 

Public 
$150 + 

NAS Fallon Captains Cup, 
No. NV Senior Championship 

PGA Las Vegas Invitational, 
L.P.G.A. Tourn . of Champions 

Private N/A 
lncludedt 

Public 
DND 

N/ A 

Public N/A 
up to $24 

Public N/ A 
up to $24 

DND Round Mountain Gold 
up to $24 

Public 
up to $24 

Public 
$25-$99 

Seratoma 

Clark County Amateur 

Semi-private N/ A 
$25-$99 

Public N/A 
up to $24 

Semi-private N/ A 
$25-$99 

Public 
$50-$149 

Public 
$50-$99 

N/A 

N/ A 

BOOK~LISTS r.l':n Note: The information in this list was supplied by representatives of the companies themselves. To the best of our knowledge, the information is accurate as of press time. While every effort is made to ensure the accuracy and 
OF L!Jit.UI thoroughness of the list. typographical erro~ sometimes ocrur. Please send corrections or additions on company letterhead to TopRank Nevada Statewide Book of Lists. Research Dept, 2127 Paradise Rd., las Vegas, NV 89104. 
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NEWS TALK 
~ OO!il 

_o U 
I I 

MUST KNOW RADIO 
NEWS 3 SIMULCASTS 

THE MORNING REPORT 
With Tom Hawley and Jenny O'Mara 
Local News, Business and Sports 

Traffic & Weather Together "On The Nines" 

THE FRED LEWIS SHOW 

THE MONEY GAME 
With Dave Ramsey 

THE AFTERNOON REPORT 
With Julie Range 

Local News, Business and Sports 
Traffic & Weather Together "On The Nines" 

TOP STORY 
With Julie Range and Kendall Tenney 

NATE AT NilE 
With Nate Tannenbaum 

THE JOEY REYNOLDS SHOW 

GOOD DAY USA 



TopRankiNevada 
STATEWIDE BOOK OF LISTS 

Hospitals 
Ranked by Licensed Beds 

"' HOSPITAL PHONE LIC. BEDS PROFIT OCCUPANCY SPECIAL SERVICES NV ADMINISTRATOR z .. 
ADDRESS EMPLOYEES NON FOR 1996 ADMITS YEAR BUILT "" 
Columbia Sunrise Hospital and Medical Center 731-8018 688 86% Children's Hospital, Sleep Disorders Ctr, Renal Transplant Ctr, Allan Stipe 
3186 S. Maryland Parkway, Las Vegas 89109 3000 43,069 Ctr for Healthy Families/WIC Sites, SW Regional Neonatal ICU 1958 

2 University Medical Center 383-2454 545 71% Trauma Care, Burn Care, Neo-Natal Care, Pediatric Emergency, William R. Hale 
1800 W. Charleston Blvd, Las Vegas 89102 3000 22,284 Oncology 1931 

3 Washoe Health System 328·4100 529 64% Washoe Health Resource Ctr, Washoe Poison Ctr, Washoe Dia· Bob Burn 
77 Pringle Way, Reno 89520 1906 19,250 betics Health Ctr, Washoe Heart Health Ctr, Trauma Ctr 1862 

4 Valley Hospital Medical Center 388-4663 417 66% Cardiology, Flight-For-Life, Operating Room J. Bruce Wiggins 
620 Shadow Lane, Las Vegas 89106 1400 20,1 37 1972 

5 Saint Mary's Regional Medical Center 789·3126 367 DND Open Heart/Cardiac Care, Family Centered Maternity Services, Jeff K. Bills 
235 West Sixth Street, Reno 89520 1965 15,364 Rehab, Hospice and Home Care, Health Promotion and Wellness 1908 

6 Desert Springs Hospital 733 -7700 241 DND Cardiology Services, Maternity Center, Physician Referral Service, Thomas Koenig 
2075 E. Flamingo Road, Las Vegas 89119 DND DND Free Card Member Programs 1971 

7 Lake Mead Hospital Medical Center 657-5502 198 65% Transfusion-Free Medicine, Cultural Liaison Program, Sub-Acute Emest W. Libman 
1409 E. Lake Mead Blvd., North Las Vegas 692 7,467 Extended Care, Pulse Home Health Service, Mental Health Progrm 1960 

8 St. Rose Dominican Hospital 564-4502 147 80% Womens Care/Maternity, Cardiology, Orthopedics. Rod A. Davis 
102 E. Lake Mead Drive, Henderson 89015 800 DND Full-Service Imaging, Physicians Referral 1947 

9 Carson Tahoe Hospital 882-1361 124 DND Life Stress Centers, Home Health Services, Cardiac Rehabilitations, Steve Smith 
775 Fleischmann Way, Carson City 89702 DND DND Nutrition Counseling, Community Wellness Programs 1949 

10 Columbia Sunrise MountainView Hospital 255·5000 120 45% Obstetrics, Medicai .Surgical Specialties, Diagnostic Outpatient Ser· MarkJ. Howard 
3100 N. Tenaya Way, Las Vegas 89128 475 4,303 vices 1996 

11 Northern Nevada Medical Center 331·7000 100 DND Rehabilitation Programs, Osteoporosis Center, All -Private Rooms, James R. Pagels 
2375 E. Prater Way, Sparks 89434 407 DND 15-Minute Emergency Room Guarantee 1983 

12 West Hills Hospital 789·4207 95 50% Mental Health/Substance Abuse Treatment for Children, Adoles- Neal Cury 
P.O. Box 30012, Reno 89512 115 1,440 cents and Adults; Geriatric Psychiatric Evaluation 1981 

13 Charter Behavioral Health System of Nevada 876-4357 84 60% Adult Psychiatric, Adult Addictive Disease, Adolescent Psychiatric, Lynn Rosenbach 
7000 W. Spring Mountain Rd., Las Vegas 89117 150 3,274 Child/Family Counseling Services 1986 

14 Montevista Hospital 364-1111 80 DND Emotional, Behavioral and Substance Abuse, Inpatient and Out- R. Dale Reynolds 
5900 W. Rochelle Avenue, Las Vegas 89103 130 DND patient Programs for Children, Adolescents, Adults, Senior Adults 1985 

15 Boulder City Hospital 293-4111 67 84% Skilled Nursing, Mental Health, Home Health Kim Crandell 
901 Adams Blvd., Boulder City 89005 166 1,066 1931 

16 THC Las Vegas Hospital 871·1418 52 94% ICU Level of Care, Ventilator Weaning, Complex Wound Care, Dale Kirby 
5100 W. Sahara Avenue. Las Vegas 89102 126 DND Telemetry, Low-Level Rehabilitation Services 1993 

17 Elko General Hospital 753·1666 50 35% Full-Service Lab, Physical Therapy, Obstetrics, ICU/CCU, Emer· Anne Rieger 
1297 College Avenue, Elko 89801 322 2,451 gency Svcs, Outpatient Surgery, Medical/Surgical/Pediatric Care 1921 

18 South Lyon Medical Center .. 463-2301 44 99% 24-Hour Emergency Room, Full-Service Acute Care, Long-Term DND 
P.O. Box 940, Yerington 89447 105 DND Care, Outpatient Diagnostic Services, Mammography 1990 

19 Vitality Center 738-8004 41 90% Detoxification, D.O.T. Services, Outpatient Services, DUI Evalua- Dorothy North 
3740 E. Idaho Street, Elko 89801 36 571 lions, Urine Analysis/Saliva Testing 1971 

20 William B. Ririe Hospital 289·3001 40 11% Internal Medicine, Pediatrics, Obstetrics/Gynecology, DND 
1500 Avenue H, Ely 89301 87 718 CT Scan, Lifeline Coordinator DND 

21 Dialysis Systems, LLC 878·0908 39 90% Hemodialysis, Peritoneal Dialysis Terri Mitchell 
3100 W. Charleston, Ste. 100, Las Vegas 89102 100 56,000 1994 

22 Horizon Specialty Hospital 382-3155 27 80% Pulmonary Rehabilitation, Dialysis, Wound Management, Scott Weiss 
640 Desert Lane, Las Vegas 89106 60 265 Coma Management 1992 

23 Battle Mountain General Hospital 635-B844 25 65% Lab, X-Ray, Fluoroscopy, Ultrasound, Respiratory Therapy, Physical Kathy L. Ancho 
535 South Humboldt St. , Battle Mountain 89820 56 150* Therapy 1968 

24 Lincoln County Hospital District dba 726·3171 20 95% Skilled Nursing, Acute, Laboratory, X-Ray, Social Services/Activities DND 
Grover C. Dils Med. Ctr., Box 38, Caliente 89008 44 138 1940 

DND = Did not disclose ··south Lyon Medical Center: 20% occupancy rate for acute care • .. Battle Mountain General Hospital: 150 acute admissions only 

BOOK~LJSTS IILJ Note: The information in this list was supplied by representatives of the companies themselves. To the best of our knowledge, the information is accurate as of press time. While every effort is made to ensure the accuracy and 
OF 1 thoroughness of the lirt, typographical errors sometimes occur. Please send corrections or additions on company letterhead to TopRank Nevada Statewide Book of lists. Research Dept., 2127 Paradise Rd .. Las Vegas, NV 89104. 
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More tests for Yucca Mountain 
The U.S. Department of Energy 's 

Yucca Mountain Project recently initi
ated a "large block heater test" as part of 
ongoing site characterization activities 
at Yucca Mountain. The test is being 
conducted at Fran Ridge, an area adja
cent to Yucca Mountain and in the same 
geologic formation as the proposed 
repository. The large block heater test is 
one in a series of heater tests that will 
help scientists predict and observe the 
behavior of rock and moisture as it is 
heated, and will help determine the 
impact of heat produced by emplace
ment of spent nuclear fuel and high
level nuclear waste. 

Ensign fights nuke waste bill 
Congressman John Ensign (R.-Nev.) 

recently spoke before the House Com
merce Subcommittee on Energy and 
Power in opposition to the new House 
version of H.R. 1270, the Nuclear Waste 
Policy Act of 1997. "The storage of 
high-level radioactive nuclear waste is a 
complex issue confronting the nation. 
Arbitrarily pointing the finger at my 
state is not a responsible way of finding 
an answer to the problem," said Ensign. 

Healthcare companies earn 
accreditations 

St. Rose Dominican Hospital 's labo
ratory has been awarded a two-year 
accreditation by the Commission on 
Laboratory Accreditation of the College 
of American Pathologists based on the 
results of a recent on-site inspection. 

Washoe Medical Center was accred
ited with commendation by the 
Joint Commission on Accreditation of 
Healthcare Organizations (JCAHO). 
The orthern evada hospital joins 
only 10 percent of hospitals surveyed to 
receive the accreditation, the highest 
level awarded by JCAHO. 

The toxicology laboratory of Asso
ciated Pathologists Laboratories (APL) 
has been accredited by the U.S. Sub-
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·Stance Abuse and Mental Health Ser
vices Administration (SAMHSA) and 
the College of American Pathologists. 
APL is the SAMHSA-certified labora
tory in Southern Nevada. 

ova Care Outpatient Rehabilitation's 
Injury Management Program of evada 
has received accreditation for its pain 
management programs by the Com
mission on Accreditation of Rehabili
tation Facilities (CARF). The accredita
tion is the second consecutive three-year 
CARF endorsement for the program. 

The medical imaging practice of 
D.B.A. Desert Radiologists has been 
awarded accreditation as a result of a 
recent survey by the American College 
of Radiology. 

New hope for the deaf 
For the first time in evada, a Las 

Vegas physician is offering a procedure 
known as the only legitimate cure for 
the deaf. Dr. Ashle Sikand, a partner at 
Ear, Nose and Throat Consultants of 

evada and medical director of the 
recently formed Nevada Cochlear Im
plant Program, performs the implant 
procedure at Columbia Sunrise Moun
tain View Hospital. The cochlear implant 
device is used to restore hearing to those 
who have little or no hearing capability. 
The bionic device is surgically embed
ded into the patient's skull behind the 
ear and extends into the middle ear. 

Welfare reform comes to Nevada 
Nevada has taken a leadership posi

tion in providing managed care cover
age for Medicaid recipients following 
recommendations of a legislative Inter
im Finance Committee's subcommittee 
report on Medicaid and managed care. 
Selected segments of Nevada's Medic
aid population will now be eligible 
to voluntarily choose between the 
Limited Option Medicaid (fee-for-ser
vice) programs and the new Managed 
Health Care program for their health
care needs. More than 50,000 Nevadans 
eligible for Medicaid will be able to sign 
with two Southern evada HMOs and 
one in orthern Nevada. Amil Inter-

national of Nevada and Health Plan of 
evada are the two Southern evada 

providers selected by the state to be a 
contractor for the Voluntary Medicaid 
Managed Care Program. HomeTown 
Health Care is the selected provider in 

orthern Nevada. 

B of A big lender to small business 
Bank of America is more than 

halfway to the $1.3 billion, three-year 
lending commitment it made to small 
businesses in evada a year ago. 
Between April 1, 1996 and March 31, 
1997, the bank loaned more than $683 
million to small businesses statewide. 

Reno tops nation in manufacturing 
employment growth · 

A recent edition of Industry We~k 
ranked Reno first out of 310 cities 
nationwide for manufacturing employ
ment growth, with a 36.6 percent growth 
rate. Reno also ranked third overall in 
the census of manufacturers for growth 
in manufacturing based on three out
comes: productivity, specialization in 
manufacturing, and manufacturing. 

State unemployment rate drops 
evada's seasonally adjusted unem

ployment rate dropped for the third 
straight month, according to the state's 
Department of Employment, Training 
and Rehabilitation. The state's March 
4.4 percent jobless rate is the lowest the 
rate has been in more than seven years, 
and a one-tenth percentage point lower 
than a month ago. 

Medical salary survey 
now available 

Medical Resources recently released 
its 1997 Medical Salary Survey which 
outlines compensation for nearly 200 
medical-related jobs. Information con
tained in the publication is based on data 
provided by Southern Nevada health
related organizations. Included is salary 
information on a number of medical 
positions including office managers , 
registered nurses, medical secretaries. 
receptionists and insurance collector . 



BoHieneck on the Strip? 
The corner of Las Vegas Boulevard and Tropicana Avenue is the new home of Every 
thing Coca-Cola - a 12,000-square-foot store. The retail facility occupies the first 
two floors of the World of Coca-Cola Las Vegas attraction scheduled to open in July. 

Sierra Health Services reports 
profitable first quarter 

Sierra Health Services, Inc. (NYSE: 
SIE) reported revenues for the 1997 
first quarter, ending March 31, were 
$171 million, a 25 percent increase over 
the $136 million reported for the same 
period last year. Income before merger
related expenses was $9.8 million, or 
$0.55 per share, compared to $10.2 mil
lion, or $0.58 per share, for the first 
quarter of 1996. 

A charge of $8.4 million, net of tax 
effects, was posted in the quarter to 
cover estimated expenses relating to the 
potential merger with Physician Corpo
ration of America (NASDAQ: PCAM). 
On March 18, 1997, Sierra sent a letter 
to PCA stating that the merger agree
ment was terminated. Including the 
charge, net income for the quarter was 
$1.4 million or $.08 per share. 

As of March 31, total membership 
was 764,000, which includes gains from 
the acquisition of Prime Holdings, Inc., 
a health benefits company SietTa pur
chased in December 1996. Same-store 
membership was 549,000, compared to 
498,000 in the same period last year. 

FDA approves clinical studies 
with ANTICORT 

ANTICORT, a drug that will poten
tially treat HIV-positive individuals, has 
become the first lead product developed 
by a evada corporation to be approved 
by the U.S. Food and Drug Administra
tion (FDA) for clinical testing. 

Steroidogenesis Inhibitors, Inc. (SII), 
a Nevada pharmaceutical research and 
development corporation, will begin 
clinical trials using the new medication. 

ANTICORT is a Procaine HCI-based 
drug which is considered to have poten
tial for untreated patients with HIV 
infection by acting in two ways - first , 
as an immunoregulatory agent, and sec
ond by lowering the level of immune
suppressor hormone cortisol. 

Cortisol is found to be elevated in 
some HIV-positive patients, and is sus
pected of inducing some or most of the 
AIDS symptoms. 

Sierra Pacific funds scholarships 
The Sierra Pacific Foundation an

nounced a scholarship program that will 
make $75,000 in funds available to three 
Northern evada community colleges. 

The funds will support 150 scholarships 
over a five-year period with each schol
arship worth $500 per semester. The 
colleges include Truckee Meadows 
Community College in Reno, Western 
Nevada Community college in Carson 
City and Great Basin College in Elko. 

St. Rose Dominican participates 
in product safety program 

St. Rose Dominican Hospital has been 
selected to share electronic statistical 
data compiled from its emergency 
department on consumer product
related injuries with the U.S . Consumer 
Product Safety Commission (CPSC). 
The Henderson hospital is the only 
Nevada hospital and one of only 100 
hospitals nationwide chosen··to partici
pate in the product safety surveillance 
program with CPSC. 

Saint Mary's links with Harvard 
Medical Library 

Those surfing the internet at Saint 
Mary 's web site can now link directly 
with the Harvard Medical Library. This 
is ideal for people who are in need of 
specific disease information or who just 
have questions on a health-related topic. 

The Saint Mary 's site provides a 
wealth of information on Saint Mary's 
health, well-being and insurance ser
vices, as well as opportunities for find
ing out about Saint Mary's outreach and 
foundation services. 

At the address www.SaintMarysReno. 
com, the site, which is nearly 100 pages 
long, takes computer users through the 
history of Saint Mary 's from its found
ing in 1908 to present day to encompass 
its regional medical center, HMO, outly
ing clinics, parish nurse programs and 
support groups. 

Minority Group recognizes 
Southwest Gas 

Southwest Gas Corp. was recently 
awarded the Nevada Minority Purchas
ing Council's "Corporation of the Year" 
award for its support of local minority 
business owners through the company's 
Women, Minority, and Disabled Veteran 
Business Enterprises program. • 
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C itibank Nevada has promoted 
Gayla Bandelin from area service 

manager to area director. Bandelin , an 
18-year resident of Las Vegas, has 
worked for Citibank for more than a 
decade as a corporate reporting accoun
tant, general ledger manager and busi
ness administrator. The company also 
announced the promotion of Bill Smith 
to area sales manager. Smith, most 
recently manager for the Summerlin 
branch, has served as market man
ager and management associate for 
the financial institution. 

John Harker has been appointed man
ager of post production for Encore Pro
ductions, a business presentation and 
event management company. Harker, 
with 20 years of experience in the Las 
Vegas market, is now supervising the 
company's nearly $1 million upgrade of 
the company's on-line component digi
tal editing suite that wi ll be part of 
Encore's new Las Vegas corporate head
quarters. 

Las Vegas ' public rela
tions firm, Katz & 
Associates has added 
Bobby Shelton and 
Niel Laudati to its 
staff. Shelton, formerly 
the public information 

Bobby Shelto11 officer for the state 's 
Department of Trans
portation, will serve as 
a senior account execu
tive. Laudati, the com
pany 's new assistant 

I 
account executive, will 
specialize in commu-

Niel Laudari nity relations and public 
affairs. Both Shelton and Laudati have 
been assigned to work on-site at the 
Southern evada Water Authority. 
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Jay11e Lasco 

BankAmerica Mortgage Group , 
BofA's mortgage lending affi liate in 

evada, recently named Dominic Cio
ciola, Kelly Gianakoulias , Jayne 
Lasco and Carmen Rodriguez as its 
top home loan producers in Southern 
Nevada for 1996. As the top producers 
of home loans, the four individuals 
also become members of the group 's 
Platinum c;1ub achievers. Ciociola, 
Lasco and Rodriguez are residential 
loan officers in Southern evada, while 
Gianakoulias is vice president and man
ager of the group 's Southern evada 
office. Combined, the four individuals 

Rick Krause 

Laura Robarts 

funded more than $51.6 
million last year. 

FHP Health Care 
made two appointments 
to its evada opera
tions. Rick Krause has 
been named commer
cial sales director and 
Laura Robarts will 
serve as finance man
ager. Both Krause and 
Robarts formerly held 
management positions 
with major healthcare 
companies. 

Maureen Cole, equal opportunity offi
cer and legis lative liaison for the 
Department of Employment, Training 
and Rehabilitation, has been appointed 

administrator of the State Job Training 
Office. Cole will oversee Nevada's Fed
eral Job Training Partnership Act 
(JTPA) funds for the department and the 
U.S. Department of Labor, the govern
ing body of JTPA-funded programs. 
Formerly, Cole was a supervisory com
pliance investigator for the Equal Rights 
Commission, a Northern Nevada small 
business owner, and an associate attor
ney for a Reno law firm. 

Shelton Francis has been named presi
dent and chief operating officer of the 
First Bank of Southern Nevada, now 
in organization as the first bank ever 
chartered to the city of orth Las Vegas. 
Francis brings 35 years of banking expe
rience, including president at two banks 
in Arizona and Massachusetts. Officials 
of the bank also announced they have 
finalized the selection of the board of 
directors . The bank will be located 
Craig Road and Decatur Boulevard. 

evada gaming attorney Bob Faiss, a 
partner in the law firm of Lionel 
Sawyer & Collins, has been named one 
of "The 100 Most Influential Lawyers in 
America" by the National Law Journal. 
Faiss is the first Nevadan and the first 
gaming lawyer to be selected for the 
prestigious list, which has been pub
lished every three years since 1985. 

First Security Bank of Nevada 

hired David Osburn as vice "'"""'"'~ 
senior banking officer. Osburn has 
years of commercial lending 
with banks including, Nevada 
Bank, Fontana First National Bank 
Bank of America. In addition to 
banking experience, Osburn has 
college courses for 12 years 
areas as marketing, economics, alA-uLu..~r 

ing and financing at Webster 
in St. Louis and the Community 
of Southern evada. 

Mark Elston, branch manager for 
Bosworth in Reno, was recently 
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moted to senior vice president/invest
ment officer. The 17-year veteran of the 
securities industry joined the company 
in 1994, when he opened the firm 's 
office in Reno. As an investment officer, 
he will assist individual and corporate 
clients in selecting appropriate invest
ments , retirement plans and money 
management programs. 

Sunpoint Securities 
has retained John 
Futrell as vice presi
dent and financial con
sultant. The 24-year Las 
Vegas resident has 
worked for investment 

John Futrell companies for the past 
ten years. His duties at Sunpoint will 
include researching, recornmending, 
and managing investments for clients. 

Mal)' Ann Mele Jim King 

Veteran advertising executives Mary 
Ann Mele and Jim King have become 
partners in R&RIPB , a multi-state 
advertising, marketing and public rela
tions agency. Mele, executive vice pres
ident of the firm has been with the 
agency for l3 years. She has overseen 
every aspect of the company's business 
and is responsible for the strategic direc
tion of all accounts. King joined 
R&RIPBN in 1984 after holding a num
ber of senior management positions in 
the banking and financial services busi
ness. His primary responsibility is over
all agency financial administrative man
agement and development projects. In 
addition, he serves as the agency 's prin
cipal liaison with R&R's strategic part
ner, The PBN Company, regarding oper
ations and joint business development. 
R&RJ PB is the state's largest adver
tising agency with offices in Las Vegas 
and Reno. In addition, the company has 
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offices in Salt Lake City, Phoenix, Los 
Angeles, Sacramento, San Francisco, 
Washington, D.C. , Moscow and Kiev, 

L'Donna York has joined Truckee 
River Business Lending in Las Vegas 
as a vice president/business develop
ment officer. She brings 12 years of 
experience in commercial lending to her 
position. York was previously a team 
leader with the business banking center 
at First Interstate Bank. 

Brad Nelson Alan Per/muller 

American Nevada Corporation has 
elevated Brad Nelson to chief operating 
officer for community development and 
Alan Perlmutter to chief operating 
officer for commercial development. 
Nelson, with more than 25 years of 
experience ill land development joined 
American evada Corp. in 1984. He 
will now be in charge of all community 
planning, development and land sales 
for the firm's existing and future master
planned communities. Also with over 25 
years of experience, Perlmutter will 
oversee development, design, construc
tion, operation and management of the 
organization 's commercial properties. 

The Desert Research 
Institute has named Dr. 
James Coleman as 
executive director of the 
Biological Sciences 
Center. A plant physio
logical ecologist and 

D1: James Coleman currently an associate 
professor of biology at Syracuse Uni
versity in New York, Coleman will start 
his new position in July. 

Chris Aramini and Mike Cassingham 
have been promoted to vice presidents 
of Lee Bros. Leasing, a Reno automo-

tive leasing company. Aramini is the 
new vice president of leasing and Cass
ingham assumes the position of vice 
president of operations. Both Aramini 
and Cassingham have been with the 
company for eight years. 

Rob Cam/ano 

John Eary and Lynn 
Purdue have been 
named senior vice pres
idents of Thomas 
Puckett Marketing, 
Advertising and Pub
lic Relations. In this 
role, they will manage 
the day-to-day activities 
of the agency. Eary wjll 
be responsible for all 
client services, includ
ing account manage
ment and media. Purdue 
will be in charge of 
administration, human 
resources and public 
relations . The agency 
also announced that 
Richard Padilla and 
Rob Catalano have 
been named associate 
creative directors. To
gether, they will be pri
marily responsible for 
all creative productions 
of the agency. Both 
Padilla and Catalano 
have extensive experi
ence in the industry. 

Kevin Dunegan has joined Cindy 
Ingram & Associates as a public 
relations writer and account executive. 
Formerly a part of the management team 
for Harrah 's Entertainment in Reno, 
Dunegan moved to evada in 1989 from 
Washington, D.C. 

The Nevada State Board of Agri
culture recently elected James Connel
ley of Elko as chairman of the board. 
Connelley has been a representative of 
the livestock industry on the board for 
nine years, serving as vice-chairman for 
six years. He has more than 14 years of 
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experience working in the legislative 
and regulatory arenas on issues perti
nem to livestock operators. 

Brokers Mike Hansell 
and Dave Knapper 
have been named share
holders and appointed 
to the board of directors 
of Lee & Associates. 
Hansell is a commer-

Mike Hansell cia! office specialist 
and Knapper's expertise is in industrial 
investment. The broker-owned com
mercial real estate firm now has seven 
shareholders in its Las Vegas office. 

Jim Petty, president of Air Vegas, was 
recent! y selected as the 1997 winner of 
the Small Business Person for the City 
of Las Vegas award by the U.S. Small 
Business Administration. Recipients are 
judged by an independent panel of ten 
small business leaders on a variety of 
criteria including: staying power, sales 

increases, employee growth, financial 
reports and community involvement. 

Mark Carr 

Commercial Bank of 
Nevada recently named 
Douglas ''Mark" Carr 
as senior vice presi
dent/branch manager of 
the bank's new Green 
Valley branch. Carr, 
who has been with the 

bank since it opened in 1994, was for
merly vice president/lending officer. 
Prior to joining Commercial Bank, he 
served two years as assistant vice presi
dent/branch manager for U.S. Bank. 

Reno 's SierraWest 
Bank has announced 
the promotion of Bob 
Walter to senior vice 
president/real estate 
and construction lend-

Bob WalTer ing. A vice president 
with the bank since 1993, Walter has 

over 22 years of banking and construc
tion lending expertise. He was formerly 
with Valley Bank of Nevada and Sacra
mento Savings and Loan. 

Edward Anibal, Jr. is 
the new executive 
director at Saguaro 
Power Company, a 
combined cycle cogen
eration facility that sup-

Edward Anibal plies electric and 
energy to the Las Vegas Valley, as well 
as process steam to industrial users. 
Anibal , a retired colonel with the U.S. 
Air Force, was previously with a cogen
eration company in California. 

Reno 's Comstock Bank-. recently 
announced the addition of Tina 
Banaszak as a loan officer. Formerly a 
mortgage loan consultant for Bank
America Mortgage Group in California, 
Banaszak has over 20 years of experi
ence in lending and real estate. • 
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UNLV 
UNIVERSITY Of NEVADA LAS VEGAS 

THE SOUTHERN NEVADA 
BUSINESS D IRECTORY, 1997 

Provides information on firms located in 
Southern Nevada. Businesses are listed by 

Standard Industrial Classification. 

Price: $35 
plus $5 for shipping and handling 
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Director, R. Keith Schwer, Ph.D 
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Las Vegas Block is establishing a 
cement block manufacturing facility. The 
company will employ 15 people. 

Olinger Co. of Nevada, a distribu
tor of beverage products, is opening a 
facility to employ 12. The company will 
be located at the Hughes Cheyenne Cen
ter in North Las Vegas. 

Rite Aid has leased a 261,000-square
foot distribution facility in Las Vegas at 
Cheyenne and Lamb. They expect to be 
operational in June with 70 employees. 

Economic Development Authority 
of Western Nevada reports: 

Craftsman Press, a printing CO¥J.

pany, is constructing a 170,000-square
foot facility. The printing .operation plans 
to employ 125. 

Michelin plans to locate a manufactur
ing division in September that will ini
tially employ 100 people. 

Polyvision, an optical lens manufac
turer, will locate to a 18,000-square-foot 
building. The company will employ 15. 

Churchill Economic Development 
Authority reports: 

SMI-JOIST I Division CMC Steel 
Group, a company that constructs steel 
joist and girders from recycled steel, will 
occupy 150,000 square feet in Fallon. 
The company plans to initially employ 
150. ~ 
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((fSS - Located at the new Galleria at Sunset mall in Henderson, 

WestPark Plaza Galleria, provides tenants with great visibility and 

easy access from the freeway, Sunset Road and Stephanie Street. 

fSTHHICS -The project's modern design includes the extensive 

use of marble and glass, lush landscaping, dynamic entryway and 

unique architecture. 

MfNITifS - A generous tenant improvement package, abundant 

parking and high-tech security are just a few of the many features 

of WestPark Plaza Galleria. 
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for Leasing and Purchase Option information: 
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Nevada Development Authority 

Driving Southern Nevada's Economy 

The efforts of Nevada Development Authority, dedicat

ed to the economic development and diversification 

of Southern Nevada, had a five-year total economic 

impact of almost $1.8 billion on the Las Vegas Valley. 

Nevada 

Development 

Authority 

lii~il One of Southern 
Nevada's most 
valuable resources 

702· 791·0000 



BUSINESS INDICATORS 

ANALYSIS ~-- · 

BY all accou_nts, ~r:d i ct i ng turn ing po ints 
m economiC act1v1ty, both nationally and 

locally, is one of the most nettlesome prob
lems. During turning points, economic indi
ca ors invariably show contradictory evi
dence, increased volatility (often shifting 
back and forth between growth and decline), 
and increased uncertainty about future con
ditions. Increasingly, the unsettled pattern of 
indicators in 1997 gives reason to question 
whether the long period of expansion, both 
national and state, may soon give way. 

Nationally, uncertainty and consternation 
focus on labor market conditions. After a 
period of pronounced change in the early 
1990s, reflected in some highly publicized 
layoffs, a strong economy has pushed the 
job market back from gloom to boom. Wide
sp read employment gains sent wages 
upward and unemployment rates down. The 
overa ll national unemployment rate is at 5.2 
percent. The Federal Reserve (Fed) has taken 
current labor market conditions as indication 
that inflation, although currently at modest 
rates, is likely to be a future problem that is 
best handled now. The Fed has hiked the Fed 
funds rate with no clear signs of inflation. 

Inflation remains weak- for the 12-month 
period ending in March, the Consumer Price 
Index increased 2.8 percent. Yet, tight labor 
markets have convinced the Fed to pursue a 
more aggressive inflation fighting pol icy, 
hoping to sustain the current expansion 
which began in 1991. 

Nevada's gross gaming revenue increased 
by 4.96 percent in February over year-ago 
figures, a turnaround from the tep id growth 
of the last half of 1996. Taxable sales were up 
7-99 percent over year-ago levels for the 
state, 11.62 percent for Clark County, but 
only 0.81 percent for Washoe County. These 
figures fall short of past growth rates. 

Anticipated future growth in gam ing and 
tourism, however, continues to spur con
struction in Nevada. In Clark County, con
struction employment now exceeds 10 per
cent of the workforce, a percentage that is 
2.5 times the national rate. 

The econom ic buoyancy which dominated 
the Si lver State in the 1990s, however, now 
shows signs of change. In particular, gaming 
revenues grew more slowly in late 1996 and 
early 1997- As a result, one increasingly 
hears of overbu ilding and the need for due 
diligence - suggesting the current long 
period of expansion is reaching its maturity. 

R. Keith Schwer, UNLV Center for Business 
and Economic Research 

DATE 
LATEST 
PERIOD 

PREVIOUS 
PERIOD 

YEAR 
AGO 

UNEMPLOYMENT -_.:,~~,~~i,,Tf' 

Nevada 2/97 4-6 5-1 5-3 
Las Vegas MSA 2/97 4-5 4-8 5-2 
Reno MSA 2/ 97 4-8 5-5 5-3 

U.S. 3197 5.2 5-3 5-5 

Nevada Taxable Sales 1/97 1,818.345 2,398.360 1,683,878 
Clark County 1/97 1,282,908 1,647,054 1,149.335 
Washoe County 1/97 289,042 418,249 286,726 

U.S. Retail Sales 3197 215,569 215,136 204,228 

GROSS GAMING REVENUE _;,;~--

Nevada 
Clark County 2/97 516,6oo 538.749 
Washoe County 2/97 71,186 60,779 

CONSTRUGION AGIVITY .. ,-;;~,2-"'" 

Las Vegas Area 
New Residences tQ97 4.700 4.041 5.174 
New Commercial tQ97 350 322 400 

Reno Area 
New Residences 4Q96 644 856 657 
New Commercial 4Q95 8o 82 52 

U.S. 
Housing Starts 3197 1,425 1,522 1,429 
Total Construction 2/97 603.8 590-1 544-6 

HOUSING SALES : . ·~,-. ~~ ' 

Las Vegas Area 
Average Sales Price('l 4Q96 141,625 140,654 130,816 
Average Cost /Sq. Ft. 4Q96 75-69 77.66 78.23 
Average Mortgage Rate(') 4Q96 7-80 7-94 7-53 

Washoe County 
Average Sales Price('l 3-4Q94 178.711 168,199 170,325 
Average Cost /Sq. Ft. 3-4Q94 95-55 92.67 96.88 
Average Mortgage Rate(') 3-4Q94 9-10 7-90 7-20 

U.S. Home Sales 2/97 811 817 778 

TRANSPORTATION - . · .:.·-~~-:~{' 

Total Passengers(3l 
McCarran Int. Airport 4Q96 7.516,282 7.749.314 6.940,907 
Reno/Tahoe Int. Airport 4Q96 1,667.786 1,829,298 1,405,913 

State Taxa ble Gasoline Sales 2/97 64,363 66,464 61,704 

Nevada 7/96 1,688,600 1,582,390 
Clark County 1,036,290 
Washoe County 7196 306,810 

NATIONAL ECONOMY ~-·-~_i:irfi5il 

Consumer Price Index (4l 3197 160.0 159-6 159-1 
Money Supply Mt 2/97 1,081.0 1,080.0 1,120.0 
Prime Rate 3197 8.30 8.25 8.25 
Three-Month U.S. T-Bill 3197 5-14 5 4-96 
Gross Domestic Product 4Q96 7.715-4 7,616.3 7.350.6 

YEARLY 
%CHG 

·13.21 
·13-46 
·9-43 
·5-45 

7-99 
11.62 
0.81 

5-55 

5-92 

·9-16 
-12 .50 

·1.98 
53-85 

-0.28 
10.87 

8.26 
·3-25 
3-59 

4-92 
·1.37 

26.39 
4-24 

8.29 
18.63 
4-31 

0.57 
·3-48 
0.61 
3-63 
3-61 

NOTES: (1) houses, condos, townhouses; (2) 30 yr. FHA fixed; (3) enplaned/deplaned passengers; (4) all urban consumers 
SOURCES: Nevada Dept. of Taxation ; Nevada Employment Security Deptartment. ; 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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by Joe Mullich 

After the Beep ••• Get a Clue 

Answering T he Idiotic Greeter. The Long Talker/Fast Talker. The Tag Fooler. 
Why do so many people These people leave a ram- This is a person who sounds 

machines and conclude their greeting bling three-minute message, like an answering machine. I 
by saying, "Please leave a then realize they 've wasted too am one. After I say, "Hello, 

voice mail sys- message after the beep"? much time, and become fast this is Joe Mullich," the caller 
What else do they imagine talkers at the end when they will pause and then finally say, 

terns are hardly callers are going to do at the provide their name and phone "Oh, I thought you were an 
beep- Gregorian chants? number. If you want to get answering machine - I was 

as complicated This is like having a sign on their phone number, you have waiting for the beep." The 
an elevator saying, "After to listen to the entire message only benefit to this is that tag 

as running a Door Opens, Step In." again. Reality check: This is artists start to leave messages, 
why they make delete buttons. thinking you're a machine, 

thermonuclear The Fast Talker. and then you catc;;h them. 
These people spiel off their The Faux Buddy. 

reactor or set- messages like they 're selling Why do people who you The Receptionist Bypasser. 
cars on the late, late show. To barely know tell you to call This is a tag artist who 

ting a VCR clock, demonstrate how important them back without leaving doesn ' t hang up. Bypassers 
and busy they are, these people their number? Unless you're call during off-hours, hoping 

so you wonder devote no more than 1.5 sec- my mother, I haven ' t memo- the receptionist has gone home 
onds to saying name, company, rized your phone number, so and the person they want to 

why people have phone number and, for all I save me the trouble of looking reach will answer the phone 
know, the preamble to the Con: it up. Even worse are those themselves. You can bet that 

so much trouble stitution. The words blur messages that say: "Hey, it 's a Receptionist B ypasser will 
together like the hum of a bee- me, buddy. Call me back quick not be Jack Nicholson or a 

knowing what to hive. You have to listen to the - big, big news." There is only head of state, but someone 
message 17 times trying to room in my life for one or two who knows that no one wants 

do before or understand it. Many Fortune "It 's me" callers who I'll know to take the call. 
500 companies actually have by the sound of their voice. 

after the beep. divisions dedicated solely to Unless we live together, you The Outdated Greeter. 
decoding these messages aren't one of them. These are people whose 

Here is a list of staffed by former spies who answering machine messages 
used to break Russian encryp- The Tag Artist. say, "I'll be out-of-town this 

the 10 most tion codes. Tag artists return calls before Tuesday and I'll be returning 
9 a.m., between noon and 1 the following Monday." Prob-

annoying types The Long Talker. p.m., and after 5 p.m. This is lem? The machine has been 
An answering machine beep to get credit for returning the saying this since the Carter 

of voice-mail to these people is like a Tele- call without having to speak to Administration. 
Prompter to Ross Perot. They you. If an actual person 

miscreants. go on and on and on ... Often, answers, they hang up. Their The Bad-News Breaker. 
they'll try to make cute at the goal is to play phone tag until Don' t leave a message on 
end of the message by saying, you give up trying to reach someone's machine to 

"Well , now that I've used up them or the matter you 're call- announce they 're fired or 
all your answering machine ing about becomes moot. their house burned down. 
tape, I'll let you go." Reality There are still people from the Only a coward would do this 
check: Unless you are Christie Dole campaign playing tag to avoid speaking with the 
Brinkley or Brad Pitt inquiring artist with reporters asking person. Have some backbone 
about a person's New Year's about the comment that "ciga- and e-mail instead. 
Eve plans, this is not cute. rettes aren ' t addictive." It's much more personal. 
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WashoeMed 
Recently Scored 

98 Out Of 100 From 
The joint Commission 
On Accreditation Of 

Healthcare Organizations. 

It's Like Getting An A 
In Music From Beethoven. 

Washoe Medical Center received 98 points out 
of a possible 100 on its 1997 survey from the joint 
Commission on the Accreditation of Healthcare 
Organizations. The high score means that Washoe 
Med has received Accreditation with Commendation, 
the highest level of accreditation awarded by the 
joint Commission. 

The high score should come as particularly 

good news to the thousands of northern evadans 
who visit Washoe Med each year, as well as 
physicians, employers , health plans and others in 
our region. 

It's a real honor for our employees and 
physicians. They're the ones who earned this 
outstanding grade. After all , who doesn't like to 
bring home a great report card? 

~~ 
Washoe Health System 

It starts from the heart." 

Washoe Medical Center is part of Washoe Health System 
Accreditation by the joint Commission on Accreditation of Healthcare Organizations of Washoe Medical Center 
does not, and is not imended to , represent accreditation of \Vas hoe Home Care and Washoe Home Connection. 



QUALITY, COMPASSIONATE CARE ... 

FoR 

BoDY, MIND 

& 
SPIRIT 

Since 194 7, Sr. Rose Dominican Hospital has enjoyed the reputation of providing quality, 
compassionate care with an uncompromising commitment to respect human life . Our carefully selected 
physicians and hospital staff are dedicated to your good health. While we offer the latest in state-of-the
art technologies and diagnostic resource , we also understand the power of human kindness. 

We are the only hospital in the Las Vegas valley to offer 24-hour Pastoral Care Services. This 
specialized service ministers to the spiritual and emotional needs of patients and their family members. 
Through the years, pastoral care has proven to enhance the healing process, providing wholeness of 
healing the body, mind and spirit. 

St. Rose Dominican Hospital offers a wide range of services; from 24-hour Emergency Services, 
Physician Referral Services, Rehabilitation Services, Radiodiagnostic Services to Community Education 
Programs and Home Health Services. 

Committed to the Wholeness of Healing ... 
Through Compassionate Care. 

St. Rose Dominican 
HOSPlTAL 

Mission-driven . . . Values -based . 
Experience the difference. 

GENERAL INFORMATION: (702) 564-2622 • 102 E. LAKE MEAD DRIVE • HENDERSO , EVADA 89015 


