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Celebrate at IMAGINATION
Up to 5 Bedrooms • 3 Car Garage

1,433 - 1,846 sq. ft. • From $300’s
702-656-7454

Celebrate at LONE MOUNTAIN
8 Different Floorplans

1,417 - 1,869 sq. ft. • From $200’s
702-649-1488 or 702-648-9330

Celebrate at NORTH MEADOWS
All single Story Homes

1,236 - 1,869 sq. ft. • From $200’s
702-649-1488

Celebrate at CHEYENNE VALLEY
All Single Story Homes

1,236 - 1,869 sq. ft. • From $200’s
702-648-9338

Celebrate at HARMONY
1,473 - 1,880 sq. ft. • From $200’s

702-251-5683
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C O M M E N T A R Y

“Progressives” 
Or Just The Same Old Liberals?

LYLE E. BRENNAN
Publisher

I
n recent weeks and months we’ve
seen some name changes, all in hopes
of winning the race for the buying

public’s dollar. In Southern California,
it’s a battle over which baseball team can
win the most dollars at the turnstile.
Even though the Anaheim Angels were
the baseball team with the third-highest
attendance in the major leagues (the
New York Yankees were No. 1 and the
Los Angeles Dodgers were No. 2), the
Angels have proceeded with changing
their name – to the Los Angeles Angels
of Anaheim. Why? It’s because they
need more money, and the Angels’ man-
agement think they can increase their fan
base throughout the greater Los Angeles
market. And get this – the team with the
third-highest attendance lost some $20
million! That was even with the City of
Anaheim municipal subsidies and a
sweetheart lease from the taxpayers of
Anaheim. 

In the political arena, there is another
well-orchestrated name change in the
making. This team shall no longer be
known as the Democrats; that’s a name
that has been taking a beating ever since
Ronald Reagan tossed his hat in the ring.
And for sure they no longer want to be
called “Liberals.” Ask former Massachu-
setts Governor Michael Dukakis and
Massachusetts Senator John Heinz Kerry
why “Liberal” is a brand worse than or-
ange dye on an eight-point buck in the
middle of deer-hunting season. 

So the Dems now want to be called
“Progressives.” Or should it be the Pro-
gressive Party of Anaheim? Either way,

in the cultural war, the spin is more than
underway. The spin has graduated into a
full-on category-five twister, thanks to a
more-than-cooperative mass media. 

“Progressives” – doesn’t that sound
ever so positive? And consider the whole
question of opposites. Most folks would
probably define the opposite of “liberal”
as “conservative,” and many people are
happy to call themselves conservative.
But the opposite of “progressive” would
probably be “regressive” or “reac-
tionary,” and that would be a difficult
label to wear.

“Progressives” sounds like a party
whose agenda would always be to move
forward. But shouldn’t these “Progres-
sives” be the party that never stands in
the way of progress? Shouldn’t it be the
party against filibusters, or the blocking
of desperately needed judicial and exec-
utive-branch appointments?  

Dennis Kucinich, the Ohio congress-
man who had a brief run for president
last year before throwing in the towel
and supporting John Kerry, is the co-
chairman of a group calling itself the
Congressional Progressive Caucus. The
group dedicated to promoting “progres-
sive ideals” is composed of 53 Democ-
rats and one Independent.  Progressives,
as far as can be determined by reading
their pronouncements, support a variety
of liberal causes, including abortion
rights, gun control, universal healthcare,
price controls on energy, unionism and
taking God out of the government. A list
of 120 “progressive” groups listed on
CommonDreams.org includes Green-

peace, the ACLU, National Abortion
Rights Action League, the National Gay
& Lesbian Task Force and the AFL-CIO.

In our own state, the Progressive
Leadership Alliance of Nevada (PLAN)
played an active part in last year’s elec-
tions, supporting a variety of liberal
(sorry-that should be “progressive”)
causes. Its member groups include sev-
eral large unions, gay and lesbian
groups, Planned Parenthood chapters
and the Sierra Club. 

You remember the Sierra Club. That’s
the watchdog group to which all of Las
Vegas owes a debt of gratitude. After all,
with just one frivolous lawsuit they have
single-handedly slowed down the US 95
widening project, and at the same time
added millions of dollars to the cost of
its construction, as well as hefty legal
expenses. Oops... that doesn’t sound
very progressive at all. 

Okay, so they’re not for progress. But
if they’re not Progressives, then what do
we call them? What name would fit?
Wait, I’ve got it! There’s a baseball team
that has been selling everything but the
bleachers to help its owner out of finan-
cial debt. Frank McCourt is a bankrupt
parking lot magnate from – of all places
– Boston. Perhaps he might sell the De-
mocrats their new name. At least this
baseball team’s name would be more
genuine than the “Progressives.” It
works! From now on the Democrats will
be known as the Dodgers. Or should it be
“the Dodgers of Washington DC?”

COMMENTS? email: lyle@nbj.com
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In this issue, we profile 13 of Nevada’s
leading women entrepreneurs who were
chosen as Women to Watch for 2005.

Photo: Opulence Studios
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Leslie Bruno
Pro-Tect Security • Security

As president of
Pro-Tect Securi-
ty, Leslie Bruno
oversees more
than 700 employ-
ees from one Las
Vegas office.
Pro-Tect assigns

security officers through several different
divisions, including hospital security,
school district and construction site securi-
ty, timeshare security and a convention di-
vision responsible for trade shows. There’s
also a personal protection division that pro-
tects celebrities and high-profile clients
and works with dignitaries. It’s a 24-hour-
a-day, seven-day-a-week job Pro-Tect’s
owner Bruno likens to being born into the
circus, and she’s been at it for 13 years.
Her mother, Patricia Hamilton, bought the
business in 1992, after running it single-
handedly for an owner who was out-of-
state, and recruited Bruno back from Lon-
don where she was working in marketing.
It was a very male-oriented field and there
were obstacles to overcome.

“You just have to be smarter, work harder,
you have to prove yourself and you have to
earn respect. Remain professional under
all circumstances, know when to walk
away, and I think really maintaining your
own moral values and integrity is just key.”

Donna Curry
Subway Franchisee 
Franchise Development 

Donna Curry
wears different
hats. She’s a
Subway fran-
chisee operating
sandwich stores,
and she’s a Sub-
way develop-

ment agent, selling franchises, negotiating
leases, working through the construction
process and working with field consul-
tants who evaluate the stores and make
sure franchisees are operating up to stan-
dards, are happy and making money.
Curry and her previous husband moved to
Las Vegas from Ohio 26 years ago and
opened the first two Subway stores in the
city. Curry’s first store in 1983 was num-

A
cross the country, women are ad-
vancing in business, and advancing
business. According to the Center for

Women’s Business Research, over 10 mil-
lion firms are at least 50 percent woman-
owned. As of 2004 it is estimated there are
nearly 90,000 privately-held, women-
owned firms in Nevada – almost 54 per-
cent of the privately-held firms in the state.

The Women to Watch in this article
clearly deserve to be recognized as leaders
in Nevada’s business world. In interviews
we asked them if they had mentors when
they were starting out, if they experienced
barriers to advancement because of their
gender, and how they circumvented those
barriers. We asked them if they considered
themselves role models for other women,
and what advice they would give young
women starting out in their fields.

Their profiles and answers are presented
as insight into what makes a dynamic, suc-
cessful businesswoman in today’s world and
what it means to be a woman business owner
in Nevada. We are proud to recognize these
Women to Watch as leaders in their fields.

Editors note: We received so many en-
tries for outstanding women in our on-line
nomination process, the editorial staff de-
cided to narrow the field by considering
only women business owners this year.
Congratulations to all those nominated.

ber 282; the chain now numbers over
22,000 nationally. Curry herself currently
has 87 stores, with 24 locations due to
open in 2005. Women in business may
face a few more challenges than men, but,
said Curry, “You have to be willing to
work a little harder and not take ‘no’ for
an answer.”

“Being in business is a lot like life: it’s a
roller coaster, and when you get to the top
you go back down again. You’re always
going to be doing problem-solving. So be
prepared for the downs as well as the ups.
Feel the fear and work through it. When
working with a franchisee, I always look
to see if the person is a risk-taker. Is he or
she able to go in and work hard? Because
the definition of entrepreneur in the dic-
tionary is ‘risk-taker,’and there’s no doubt
about that.”

Janet Dykes
JANTEC, Inc.
Government Services

JANTEC, Inc. is
a prime contrac-
tor to the U.S.
government, pro-
viding services
including logis-
tics, facilities and
i n f o r m a t i o n

management. Janet Dykes, president and
CEO, originally worked as a technical il-
lustrator at a Los Angeles Air Force base,
a job under contract to the Department of
Defense. She became a supervisor, re-
turned to college to study government
contract administration, and eventually
became a project manager of a 75-man
project. She went out on her own in 1985,
encouraged by the fact that woman-owned
businesses have good standing with the
federal government. JANTEC usually em-
ploys between 150 and 300 people at of-
fices in California, Nevada and Washing-
ton. Dykes never found being a woman a
barrier and sometimes, when dealing with
the federal government, it is an advantage.
Her advice for anyone pursuing this career
path is to get education in the field. “Gov-
ernment contracting is heavily ruled by
federal regulations and laws. It is not
based on logic – it is based on rules and
regulations, and you must educate your-
self to what those are.”

Women 
to 

Watch:
On The Road
To Success

by Jennifer Rachel Baumer
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“I’d like other women to tell themselves,
‘Being a woman is not a handicap; in many
cases it’s an advantage. I’m an intelligent
human being, and if I do the best I can and
work a little harder than everybody else, I
can be a success at whatever I do.’”

Valerie Glenn
Rose-Glenn Group
Advertising

Valerie Glenn is
president and
CEO of the
R o s e - G l e n n
Group, a fully in-
tegrated market-
ing communica-
tions company in

Reno that handles a diverse mix of clients
and provides services from public rela-
tions to Web site design to direct market-
ing. In 2005, the company celebrates 25
years in business. Glenn came into the
business with a degree in journalism with
an emphasis on advertising, but left Reno
to work for the 14th-largest advertising
agency in the world. She formed her first
company in 1981, selling advertising to
regional magazines, and in 1989 joined
her father at Phil Rose Advertising.
Glenn’s husband is also in advertising,
and both her father and her husband have
been mentors for her. Growing up with the
business, Glenn didn’t experience barriers
to advancement because of her gender.

“I certainly don’t think of myself as being
disadvantaged because I’m a woman. I
work hard and believe I have been treated
fairly. We’ve gotten our share of business,
and frankly there are a lot of women in
our business. But I have always tried to
think of it as working hard and proving
myself. We have a job to do – let’s get out
there and do a good job.”

Cyndi Inman
Priority One Commercial • Brokerage

Cyndi Inman,
president of Pri-
ority One Com-
mercial, came to-
gether with her
partner Julie
Collins, secre-
t a r y / t r e a s u r e r

and broker, over 12 years ago. The two
worked for Inman’s brother’s firm in in-
vestment equity, Inman typing leases and
learning to lease projects and Collins as a
property manager. Inman learned on the
fly, doing as she went, without any formal
training or mentoring, which she said was
both scary and exciting. In February 1993,
Inman and Collins formed Priority One
Commercial, a brokerage firm that han-
dles commercial leasing and sales, and
works with developers on listing their
buildings. The firm also does property
management out of its Las Vegas office.
When they first started the business, there
were very few women in the field. 

“We worked hard to prove we can do the
job as well as the next guy. I think we
overcame the challenges by sticking with
our values and morals, and just making
sure whatever we said we were going to
do, we’ve done it. We’ve been honest, and
proved we’re able to do the work. You just
have to keep trying. If you give up, you’ll
never get there.”

Linda Harris 
LF Harris and Company, Inc.
Construction

Linda Harris is
president and
CEO of LF Har-
ris and Company,
Inc. She started
as a secretary for
a contractor in
Ottawa, Canada,

where she began estimating; she worked
her way into a project coordinator posi-
tion for a contractor building four-plexes
and condominiums. The project brought
her to Las Vegas, where she met Frank
Harris when she was a project manager
for Martin-Harris Construction. They
worked together in the ’80s and married in
1985. Frank convinced Harris to start a
company with him – she was reluctant,
knowing she’d have to handle the finan-
cials, which wasn’t her favorite task.
Today their company is a commercial
general contractor doing both ground-up
building and tenant improvement projects.
They build offices and banks and high-end
retail such as work on the Forum Shops
and the Shops at the Venetian. Being in
construction, Harris was bound to en-

counter barriers to advancement as a
woman, but tended to ignore the men who
had problems with her and kept on going. 

To women starting in the industry, Harris
advised, “Be credible. Know what you’re
doing. Feel comfortable and confident
with the technical knowledge. And it may
be a little hard. You’ re going to be criti-
cized and questioned and have to estab-
lish credibility with everyone, but don’t let
it bother you. Do your best. You’ve heard
many times before that you have to be bet-
ter than the other guy, and that’s probably
true, but why shouldn’t you be? There are
guys better than the other guy, too.”

Sallie Haws
Haws Corporation • Manufacturing

Sallie Haws start-
ed in the family
business with a
broom in her
hand and has held
a variety of posi-
tions on her way
to president.

Haws Corporation manufactures drinking
fountains, emergency drench showers and
eye-wash stations for the safety industry. It
has developed into a worldwide manufac-
turing business with offices in Switzerland,
Singapore, Brazil and Sparks. Haws’ back-
ground is in human resources, but she’s
handled sales and marketing, information
systems and even graphic design since
coming onboard in 1984. In the mid-’90s
she was promoted to vice president. When
the president – her cousin – took a leave of
absence in 2000, Haws essentially ran the
company. She became president in 2001 of
a company with 165 employees worldwide.
“I think people thought being a family
member in a family-owned business, I had
it made, it was Easy Street. It wasn’t. I had
to be better, stronger, faster and prove my-
self in a lot of ways, because there was the
expectation that I was here just because I’m
family.” The key to the manufacturing in-
dustry is open-mindedness, Haws said. It’s
not a glory job, but it’s challenging and fun. 

For women entering the field, “Continue to
learn. Ask questions, step away from ego
and expectation, be there to learn and find
what is challenging and fun. You never
know what’s going to float your boat.”

Continued on Page 12
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More companies in 2005 will look to pro-
mote prevention and healthy lifestyles
to retain a healthier workplace and

control rising healthcare costs, according to the
National Business Group on Health (Business
Group), an organization whose large employer
members – primarily Fortune 500 companies –
collectively represent more than 50 million U.S.
workers, retirees and their families. The organi-
zation recently released the Employer’s Guide to
Health Improvement and Preventive Services.
“Data show that employers find a potential $3
return for every $1 spent per employee on im-
plementing preventive services and health im-
provement programs. As a result, we expect to
see employers turning to preventive services to
improve quality of life and to contain future
healthcare costs,” noted Helen Darling, presi-
dent of the Business Group. In a survey of mem-
bers conducted last year, companies cited pre-
ventable conditions, including heart disease,
cancer, low back pain, diabetes and pregnancy
complications, as the costliest health conditions
in terms of direct medical claims. The Employ-
er’s Guide can help companies educate employ-
ees and their families on the screenings they
should receive regularly from their clinicians.
While more than 90 percent of large companies
offer employees some form of health promotion
or prevention programs, a survey of Business
Group members found fewer than 30 percent of
employees used the preventive services offered
in their health plans. “Investments in preventive
services can significantly improve the return on
investments in healthcare," said Darling. “Pro-
moting good health is a win-win situation for
employers and employees.”

WIND POWER TO SURPASS $2 BILLION IN 2005

CONTROLLING 
HEALTHCARE COSTS WITH

PREVENTIVE SERVICES

When it comes to U.S. firms awarding $1 million-plus contracts, price doesn’t make the top 10 most
important reasons for choosing a supplier or provider, according to a recent survey conducted by

global consultancy firm Rogen International and Goldhaber and Associates, New York. The top 10 reasons
U.S. survey respondents give for awarding business are:

1. Overall quality of supplier/provider staff (90%) 

2. Demonstrate enthusiasm/commitment (80%) 

3. Listen to the client’s goals and needs (80%) 

4. Reputation of supplier/provider (73%) 

5. Initiative shown by the supplier (70%) 

6. Overall understanding of the client’s business (70%) 

7. Demonstrate confidence (70%) 

8. Demonstrate creativity in presenting solutions (67%) 

9. Clearly demonstrate how the client and provider would work together (67%) 

10. Show evidence of capability (including case studies) (67%) 

Only 27 percent of respondents in the U.S. thought price was “very important,” 60 percent thought it was
“somewhat important” and 13 percent were neutral on price. Rogen’s surveys of businesses in North
America, Asia Pacific and the UK in the past 10 years have consistently found communication and per-
suasive elements of the business pitch have more impact on decisionmakers than do the attributes of
the solution itself. This has been seen across all surveyed industries, including finance and banking, IT,
manufacturing, pharmaceuticals, advertising and media.

THE ART OF WINNING A CONTRACT

Annual wind power investment in North America is expected to surpass the $2 billion mark in 2005 for
the first time in history. In a recently released study, Emerging Energy Research (EER) analyzed regu-

latory and market mechanisms driving the growth of wind power in North America.

Wind Power Capacity in Service, 2002-2010

According to the study, U.S. and Canadian mandates requiring a certain percentage of energy be ob-
tained from renewable sources, as well as the growing competitiveness of wind technology, are
prompting utilities to commit to long-term power-purchasing agreements. EER predicts current lead-
ers in wind-power procurement will be joined in 2005 by a long list of utilities, many of which will be
procuring large-scale wind power for the first time.
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Jeanne Richard Jones
Alpha Services
Government Procurement

Jeanne Richard
Jones is the
owner of Alpha
Services, based
in Las Vegas with
offices in Col-
orado, Illinois,
Wa s h i n g t o n ,

D.C. and Madison, Wis. The company,
founded in 1993, employs close to 100
people, providing administrative, techni-
cal and security support to private con-
tractors and government agencies – every-
thing from records management to
procurement support, and information
systems services to clerical support.
Jones’ background in human resources
and marketing for Fortune 500 companies
and the original MGM Grand led her to
leave corporate America. While she didn’t
have a traditional mentor, she found the
environment at MGM entrepreneurial,
and many of her colleagues there struck
out on their own as well. She did en-

counter challenges along the way because
of her gender, but treated them as any
other challenge, and found a way to work
around them. 

“You need to surround yourself with a
strong team of people to help you get
where you want to be, to the next level.
You need personal qualities like common
sense, being honest and reliable. Never
forget those are the things other people
see in you in a business relationship. I
stress reliability. Once you say you’re
going to do it, do it.”

Soozi Jones Walker
Commercial Executives
Commercial Real Estate

When the day
comes that com-
mercial real es-
tate is no longer
fun, Soozi Jones
Walker says she'll
quit. Until then,
she's president of

Commercial Executives, a commercial real

estate company that leases and sells office,
retail and industrial space and does build-
to-suit properties in Southern Nevada.
Walker headed into real estate in 1979 and
started at Jack Matthews and Company, the
only company that would hire her. Being a
woman was definitely a barrier, first while
she tried to get into real estate, and then
when she tried to switch from residential to
commercial. She overcame the barriers by
working harder, working longer hours and
educating herself thoroughly in the field.
She worked 12 to 16 hours a day, seven
days a week to make it in both residential
and commercial, and her kids were raised
around the business – her daughter fol-
lowed in her footsteps over three years ago.
Walker said both she and her clients have
been fortunate she had three wonderful
mentors who taught her to sell, and taught
her the business in Las Vegas.

“Always put the client first. The moment
the client sees dollar signs in your eyes,
you’re going to lose. And whatever profes-
sion you get into, if it’s not something you
love, don’t do it."

WO M E N  TO  WATC H Continued From Page 10

http://www.lewisandroca.com
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Betty Kincaid
Southwest Exchange Corporation
Exchange Company

S t o c k h o l d e r ,
chairman and
founder of
Southwest Ex-
change Corpora-
tion, Betty Kin-
caid has been in
real estate since

she was 20, through every facet of the pro-
fession: commercial sales, leasing, invest-
ing and the title industry. In 1990 she
formed Southwest Exchange Corporation,
the largest independently owned exchange
company in Nevada, which works as an
intermediary between the IRS and real es-
tate investors completing 1031 exchange
transactions (in which an investor dispos-
es of an asset and purchases another and
defers capital gains.) Kincaid has had
many mentors, mostly in the real estate
community. She credits much of her suc-
cess to the Women’s Council of Realtors,
and is president of the national organiza-
tion this year. Successful and self-confi-
dent and not letting gender stand in her
way, she has become a role model for
women entering the field. If she herself
experienced barriers to advancement as a
result of being a woman, she didn’t notice,
but, “At times I have felt discomfort and
had to overcome it, and remind myself I
have something to bring to the table, as
well as anyone else. I think as women we
discount our place at the table and want to
sit at the edges rather than up front.”

She advises anyone starting out in the
field to, “Find your passion, figure out
how to get paid for it, and throw yourself
whole-heartedly into it.”

Lee Medick
MRC Group Research Institute
Research and Testing

Lee Medick is
president of MRC
Group Research
Institute, a quali-
tative and quanti-
tative market re-
search firm that
tests everything

from TV shows to new products to concept
ideas, does political polling, customer satis-

faction surveys and government work. The
company will tackle anything to do with
business and consumer research. Her back-
ground is in advertising and marketing, and
her husband worked for Gallup in all facets
of research and marketing. Nineteen years
ago an opportunity to manage research
work for a large casino on the East Coast
led them to form their own company. An-
other casino led them to Las Vegas.
Medick’s not certain she considers herself a
role model for other women, but hopes
people looking at how far she’s come will
realize, if she can get there, they can too.
Challenges along the way have been less
gender-related and more financial: nobody
wants to finance an entrepreneur, and she
wasn’t starting as a small business, but at a
higher level. Now that they’ve made it,
everybody wants to be their banker.

“Before you start, in any industry, you
have to do your homework. Assess the
market. Who are your competitors? What
is the client base? What are you trying to
achieve? Does it make economic sense?
Maybe it’s a saturated market. Really re-
search the marketplace to make certain
you’re in a viable city for your business.”

Kathy Smith
VPoint • Engineering

With offices in
Las Vegas, Reno
and Fernley,
VPoint special-
izes in getting en-
titlements, work-
ing on zoning and
land plans, and

providing civil engineering and construc-
tion staking services for developers, and
also does plan checking for public entities.
It’s a business Kathy Smith grew up in.
Her father, mother and brother worked as
underground contractors, doing dirt work,
pipelines and water tanks, and were her
mentors. Even so, she said, “I think in the
beginning you have to work harder, being
a woman, but after people know who you
are and what you can do, it’s easier. It
opens doors for you and people remember
you more when you’re a woman in a man’s
field and you do a good job.” Now people
ask her to work with their daughters (and
sons) who are thinking of going into engi-
neering. In December 2004, VPoint was

acquired by the TRC Companies, but
maintained its name and its management
team. Smith said the merger opened up op-
portunities for her employees and let them
take advantage of TRC’s resources, as well
as its emphasis on environmental issues,
energy and geo-tech.

“Today kids think it’s too hard, so we
mentor through the office, have them
come in and spend the day with us and
show them what we do. And we also hire
interns; we have six college students
working part-time in our offices.”

Paula Yakubik
MassMedia PR • Public Relations

Formerly a busi-
ness reporter cov-
ering real estate
for Las Vegas
n e w s p a p e r s ,
Paula Yakubik
worked with Stu-
art Mixer Com-

mercial real estate and then Colliers Inter-
national, doing public relations. Her
background meant when she headed out on
her own to found MassMedia PR, she had
a speciality in commercial real estate and
professional service organizations, such as
law firms and accounting firms. Her boss,
Jim Stuart, was not only a mentor to her,
but offered to help however he could when
she went out on her own, and still does (he
now runs CENTRA Properties, a large
commercial developer.) Rather than find-
ing her gender a barrier in her business,
Yakubik found it an advantage. When she
needed financing to buy a building – one of
her business goals – she found getting fi-
nancing easier as a woman. And because
more women then men are opening small
businesses in Nevada, she helped one of
her clients, Silver State Bank, put together
quarterly roundtables on women’s busi-
ness issues. To be successful, she believes
companies need to stay in the black, and to
forecast trends in their industries.  

“The main advice I’d give anyone is to stay
frugal. Everything our company has pur-
chased, except for our building, has been
for cash, so basically we have no debt. An-
other important thing is forecasting trends
in your industry. Listen to your clients. It’s
really helped us in our business.”
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Going Gray 
in the 

Silver State
PLANNING FOR RETIREMENT

M
any people have chosen to retire in
Nevada, because it has no person-
al income tax, a mild climate
compared to East Coast and Mid-

west cities, and provides access to a variety
of leisure activities – from world-class re-
sorts and golf courses to historic ghost
towns. It also has a relatively low cost of
living, although the spike in housing costs
over the last two years has changed that
somewhat. It is certain that many of the
7,000 people migrating into Nevada each
year have come here to retire. According
the latest Las Vegas Perspective survey,
12.6 percent of people migrating into Clark
County chose “retirement” as the reason
for the move. Long-time residents choos-
ing to stay in the Silver State after finishing
their careers are also contributing to the
graying of Nevada.

But Nevada’s aging population is not
unique. Across the U.S., statistics show an
increase in the number of people aged 65
and over, due partly to decreased mortality
rates among older Americans, and also to
the aging baby boomer generation. Census
data show that by 2030, about 20 percent
of the U.S. population – 71.5 million peo-
ple – will be older than 65, and 9.6 million
Americans will be older than 85.

Why is retirement planning important?
Because the same statistics show that per-
sons reaching age 65 can expect to live an
additional 18.1 years (19.4 years for fe-
males and 16.4 years for males).   

The current debate about the future of So-
cial Security has brought the question of re-
tirement planning to the forefront, as more
and more people come to realize that the
safety net set up by Uncle Sam in the 1930s
is becoming threadbare and full of holes,
and may not survive into its 100th year.

Vince Eckelcamp, of Eckelkamp Retire-
ment Planning in Las Vegas, said the govern-

ment is now encouraging people to save
more because it recognizes the Social Secu-
rity system won’t be able to support all the
baby boomers, as the ratio of workers-to-re-
tirees keeps decreasing. “In 1950, there were
16 workers paying into the system for every
person receiving benefits; now the ratio is 3-
to-1, and it will soon be 2-to-1. We can’t tax
two workers enough to support one retiree,”
he explained. For this reason, the govern-
ment provides tax benefits for establishing
401(k) plans and individual retirement ac-
counts (IRAs), as well as a number of other
plans, including defined-benefit and defined-
contribution programs for business owners.

Large companies, and even some mid-
sized firms, used to fund pension programs
for employees that would provide a steady
income in addition to Social Security. How-
ever, Eckelkamp said today’s workers are
much less likely to have a company pension,
for two main reasons. First, people switch
jobs frequently – the days of working 30 or
40 years for the same company are long
gone. Secondly, company-funded pension
plans are few and far between because of the
tremendous expense involved. More compa-
nies are offering IRAs instead, because they
are cheaper. A recent report from General
Motors showed the auto giant spends ap-
proximately $5 billion each year on health-
care benefits for retirees, which amounts to
$1,500 for each GM car purchased.

Eckelkamp said people tend to wait till
the last minute to think about planning for
retirement. “In their ’20s, they’re spending
money on hot cars and having fun; in their
’30s, they’re raising kids and think they
can’t afford to put anything aside; in their
’40s, they’re spending money sending the
kids to college; then they reach 50, and think
it’s too late – why bother?” He said most of
his clients come to him for advice in their
late ’40s or early ’50s. “Time is the most im-

by Caroline Keller

portant consideration – more important than
rate of return – and yet we wait till the last
minute to start saving,” he said.

The logical time to think about retire-
ment planning is the mid-’30s, when a
person has established roots and acquired
basic necessities like housing and furni-
ture, according to Laif Meidell, vice pres-
ident of Reno-based American Retirement
Planners. “That’s the time to set up a sav-
ings and investment plan,” he explained.
“What I see all too often is people who
wait to do any planning till they turn 50,
and then it’s like their hair’s on fire. Re-
tirement is suddenly much closer than
they ever imagined.”

“Too often we spend 40 or 50 or more
hours a week working to earn money, but
very little time figuring out where it’s
going,” said Eckelkamp. “We focus on
earning as much as possible, but don’t
think about how to manage what we’ve
earned. It all goes back to the old motto of
The Five P’s: Prior Planning Prevents
Poor Performance.”

Lance Bradford, CEO of L.L. Bradford
& Co. CPAs, said retirement planning has
two interrelated components: financial
planning, which involves determining how
much income is needed and maximizing the
return on investment; and asset protection,
which aims to minimize risk and allow you
to pass your estate to heirs. “You need to
see both sides,” said Bradford. “If you only
look at the investment side, you may choose
something that offers a 12 percent return,
but it’s a junk plan. If you can’t afford to
lose your investment and start over, it might
be smarter to go with a less risky plan that
offers 6 percent. A good retirement planner
needs to have a broad range of knowledge,
so he or she can balance out these two sides
and do what’s best for the client.”

Meidell agreed it’s important to choose
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investment vehicles that help minimize
risk. “Avoiding losing the money you’ve
invested can be just as important as hitting
it big,” he pointed out. “If a market down-
turn causes you to lose a large percentage
of what you’ve saved, it can be devastat-
ing psychologically, and might cause you
to stop your investment program altogeth-
er, so limiting losses definitely has value.”

What are the odds of reaching your goal?
Meidell said many software packages de-
signed for financial planning contain a
“Monte Carlo” module, programmed with
statistics about various investment options.
A variety of scenarios can be put into this
software, and it will predict the odds of you
outliving your money. Plans can be changed
as necessary, to help increase the chance of
a favorable outcome.

Asked if he had one piece of advice to
give people considering an investment
plan, Meidell said it would be to take a re-
alistic look at their family’s finances. “Do
you look at your home finances the same
way you would at an income statement for
your business?” he asked. “What about
your personal balance sheet? Do you know
your net worth? If you develop that kind of
perspective, you’ll have more success in
planning your future.”

It’s important to meet with financial ad-
visors periodically to make sure retire-
ment plans are on track. “Think of it as an
annual physical to monitor the health of
your financial future,” Bradford suggest-
ed. When asked how early people should
begin to think about planning for retire-
ment, his answer was, “Birth.”

One expense people may want to plan for
is long-term care in the event they become
unable to care for themselves in their later
years. Governor Kenny Guinn recently
kicked off “Own Your Own Future,” a
statewide awareness campaign produced
in conjunction with the U.S. Department of
Health and Human Services, the National
Governors Association, the U.S. Adminis-
tration on Aging and the National Confer-
ence of State Legislatures. The campaign
aims to educate citizens about the need to
plan for long-term care needs. Many peo-
ple mistakenly assume that health insur-
ance, disability policies or Medicare will
pay for long-term care. Gov. Guinn said,
“National statistics indicate that about 60
percent of people will require some type of
long-term care assistance.”

http://www.dphslv.com
http://www.bankofcommerce-nevada.com
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of disciplines where we offer associate’s or
bachelor’s degree programs. Our biggest
challenge is the funding opportunities for
students. I know the government right now
is reauthorizing Title IV and they’re looking
at additional money for Pell grants, but that
doesn’t really benefit a lot of us. 
Keith Evans: Regis University is a private
Catholic institution headquartered in Den-
ver, Colo. We have had campuses here in
Las Vegas for five years: a Green Valley
campus and a Summerlin campus. We
offer bachelor’s and master’s degrees in
education, liberal arts and business. We
have about 350 students and about 75 ad-
junct faculty. The biggest challenge I face
is finding a place for us among the in-
creasing competition in the Henderson
area. Henderson has done a great job of
attracting educational institutions, and I
believe there’s room for all of us if we
work together. We also face the issue of
funding. As a private institution, we are a
little more expensive than public institu-
tions. We have students who are typically
working adults, and we need to find better
ways to supplement their ability to pursue
higher education. Photo: Opulence Studios, Inc.

D
ealing with explosive growth, the
changing demographics of the
school population and chronic fund-

ing shortages keep officials at school dis-
tricts and universities burning the mid-
night oil. As part of its monthly Industry
Outlook series, Nevada Business Journal
invited leaders in educational institutions
throughout the state to meet on January
19th at the Four Seasons Hotel in Las
Vegas for a roundtable meeting to discuss
issues important to the future of Nevada.
Connie Brennan, publisher of Nevada
Business Journal, served as moderator for
the roundtable. Following is a condensed
version of the discussion, which began
with introductions. Participants were
asked to describe the biggest challenges
faced by their organizations. 

Steve Brooks: The Art Institute of Las
Vegas is a proprietary school in the creative
art business. Our parent company is Educa-
tion Management Corporation, out of Pitts-
burgh. We’ve been in this market about 3
1/2 years in the creative arts sector, which is
interior design, graphic design and visual
effects, motion graphics and six other type
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Harry Rosenberg: The University of
Southern Nevada started as the Nevada
College of Pharmacy. It was incorporated
in 1999 as a private, independent, not-for-
profit institution and functions under the
authority of a separate board of trustees.
We changed the name to the University of
Southern Nevada with the intent of
mounting new programs focusing specifi-
cally in the healthcare area. We intend to
start a nursing program very shortly and
training for other health professions. Our
biggest problem is managing growth. This

affects facilities, personnel and faculty.
Fred Maryanski: Nevada State College’s
first challenge is to get its initial building
established and funded by the Legislature,
and we’re very hopeful we can work with
the state leadership to make that happen
this session. There’s a great need for high-
er education, and our next challenge will
be to grow responsibly so we can provide
quality services to the students as our en-
rollment increases. What we face at this
stage is increasing the throughput, the out-
put of higher education in general. We

need to educate more professionals who
will go on to support the Nevada economy
as it grows, and that’s what we all have to
work together to achieve.
Dave Guerin: I’m with Nova Southeastern
University. Our main campus is in Fort
Lauderdale, Fla., and we’ve had a presence
in Las Vegas for about 25 years. Our pri-
mary focus has been in the area of teacher
education on undergraduate, graduate and
doctoral levels. One of the major chal-
lenges that I see with the perpetually
changing market we find ourselves in and
the incredible growth we’re experiencing,
is being able to offer curriculum and
course work for our students that will ac-
commodate Nevada’s ever-changing
needs. It takes a great deal of good free-
flowing communication between all of us
here and with representatives of the De-
partment of Education and the Legislature.
Lisa Ackerman: The University of Phoenix
has been around for about 25 years – 11
years here in Nevada. We have five loca-
tions in Southern Nevada and one in Reno.
Our mission has been to break down the
barriers to access for education for working
adults. We are the nation’s largest private
school, with about 228,000 students –
about 3,000 here in Southern Nevada. We
have university degree programs focused
on professional goals. Our largest chal-
lenge right now is how the community val-
ues higher education, because in the Neva-
da economy, especially in Southern
Nevada, you can get a good-paying job
without a degree. Nationally, about 50 per-
cent of our students use tuition reimburse-
ment from their employer to help finance
their education, but here in Las Vegas we’re
seeing only about 10 to 15 percent of our
students use tuition reimbursement. We
need to find ways to show businesses the
value of an educated workforce.
Thalia Dondero: I’m an elected official on
the Board of Regents, and I represent the
whole state of Nevada. It’s a fun job be-
cause I get to go around and see what
everybody’s doing, which is pretty excit-
ing. Growth is a big issue, and I think
what is happening in Southern Nevada is
really outstanding. We have a lot of new
programs and challenges for students, and
I think that’s great. We’re out there trying
to encourage young people to get a higher
education and support them in that effort. 
Carol Harter: At UNLV, growth is such an

INDUSTRY FOCUS • EDUCATION
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issue we all have to deal with. We are
growing at the rate of 1,000 to 1,500 new
students every single year, which makes
providing services, adding faculty and
classes a sort of first-line challenge. One
challenge for both universities is to be-
come more and more selective in our stu-
dent body. Clearly the addition of Nevada
State College is going to help us make
some changes for the future to create
major universities here. The commitment
to economic diversification is absolutely
essential for our state, and universities –
particularly through research and graduate

programs and public-private partnerships
– can be at the cutting edge of helping di-
versify our economy. We are very close to
the people at the Nevada Development
Authority, who see us as a major resource.
We need to do more outreaching to the
community to create every kind of part-
nership, from building a more attractive
area around the campus, to creating pro-
grams in entertainment, engineering, al-
ternate energies, healthcare, public health
and other activities. 
Richard Carpenter: The Community Col-
lege of Southern Nevada is listed as the

fastest-growing community college in the
United States, and it’s the fourth largest in
the country. We have about 35,000 stu-
dents. We provide a number of technical
programs that lead directly to the world of
work. Those are associate degrees primar-
ily. Like UNLV, we’re adding students
much faster than we can accommodate
them with space and the other things they
need. The state has been very generous in
supporting buildings on our campuses, but
it’s impossible to build fast enough to ac-
commodate this kind of growth. We have
to have a two-pronged approach: distance
education and buildings. This past fall se-
mester, we turned away thousands of stu-
dents because we had no place to put them
on campus, and we had 44,000 unsuccess-
ful attempts to enroll in distance-educa-
tion courses because we didn’t have the
capacity there either. Distance education
doesn’t require space, but it does require
faculty, and distance-education faculty are
at a premium. 
John McDonald: I’m the vice-president
for health sciences and the dean of the
School of Medicine at the University of
Nevada. Our missions are healthcare edu-
cation and research. One of our largest
challenges is to change to meet the future
needs of the state, particularly in the
south. We have the second-largest inte-
grated group practice of medicine in Clark
County, and we provide the majority of
care for indigent patients in Clark County,
and we do the same thing in the northern
part of the state. Since 40 percent of our
faculty revenues come from clinical in-
come, it makes it very difficult to meet the
bottom line. Another challenge is growing
adequate facilities in Clark County. We’ve
been partnering with UNLV, trying to find
a permanent home for our operations so
we can provide top-notch quality care.
Jim Rogers: I’m the interim chancellor [of
the university and community college sys-
tem] and I’ll be there till June. My biggest
job – and I think it will be the biggest job
of the next chancellor – is coordinating
the efforts of the system, because for too
long a period of time the system has func-
tioned as eight separate units, and that
simply doesn’t work. The competition has
not been constructive; it’s been destruc-
tive. The relationships among those eight
institutions have been very bad. We don’t
have the money to duplicate programs and

http://www.reno-tahoeairport.com
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efforts. I would hope – and I may have to
do some of it at gunpoint – that going for-
ward, people will continue to cooperate,
because everybody needs everybody else.
Nevada State College is very important,
and has probably been No. 1 on my list of
priorities. Dr. McDonald and I have been
talking about joint programs between
UNR and UNLV. This North-South fool-
ishness has to stop; otherwise we’re al-
ways going to be condemned to medioc-
rity, and we can’t afford that anymore. 
Charlotte Bentley: I’m the vice-president
for National University-Nevada. National
University is the second-largest private
university in California, with 30 academic
learning centers throughout California.
We are a not-for-profit organization
founded in 1971. Our core operations pro-
vide educational access to working adults.
We have a one-course-a-month format of
accelerated classes. We currently have
over 50 undergraduate and graduate pro-
grams, and over 400 online classes. We
had a presence in Southern Nevada in the
’80s and ’90s and are reintroducing our-
selves into the market. Our greatest chal-
lenges in doing that are navigating all the

regulatory and compliance issues with the
Department of Education and the Com-
mission on Postsecondary Education, and
all the building and construction chal-
lenges. We hope to have our classrooms
open in May. Our first site will be in Hen-
derson and we are working on five degree
programs from the school of business and
management to start. We’re working with
the Nevada Department of Education on
five teacher education programs as well. 
LaShung Willis: DeVry University in
Henderson is celebrating our one-year an-
niversary this month, and we will have our
first two graduates at the end of this ses-
sion; both have job offers already, so
we’re very proud of that. DeVry has 73 lo-

cations throughout the country, and is
headquartered in Chicago. The Henderson
campus is the only location in Nevada.
DeVry offers accelerated programs as
well as our regular programs, which offer
associate’s, bachelor’s and master’s de-
grees. Our programs are focused on busi-
ness management and technology. Many
of you may remember DeVry as a techni-
cal institute, and that’s the old image
we’re trying to get away from. Our newest
focus is to combine business and technol-
ogy, because we realize that anything in
the business arena now has a technical as-
pect to it, and we try to provide the link
between business and technology. Our
practitioners teach both in class and on-
line, so students have a choice as to what
they want to do. They can be in a class-
room or online or do what we call “mix
and match.” This is very convenient for
working adults. Our biggest challenge is
funding. The majority of our students are
on financial assistance from the govern-
ment or some type of a tuition plan from
their employer. One of the biggest chal-
lenges we face in Nevada is that the Mil-
lennium Scholarship is not available to us
because we’re private. Many of our stu-
dents want to be able to use the Millenni-
um, and we’d be more than happy to ease
the overcrowding in the public colleges if
we could find the means to access some of
that funding. There is a need in Nevada
for a more skilled workforce, and our goal
is to help meet that need.
Carlos Garcia: I’m the superintendent of
the Clark County School District. I guess
we are the kings of growth; in the last 12
years our school district has doubled in
size. We’re the fastest-growing school dis-
trict in the United States. We are currently
at 281,000 students, and it’s projected that
in two years we’ll be over 300,000, and in
seven years we’ll be over 400,000 stu-
dents. We average building a school a
month, and we grow between 12,000 to
15,000 students a year, so it’s a real chal-
lenge finding places for these kids. The
demographics are changing radically. Fif-
teen years ago the school population was
70 percent Caucasian, and today we’re
only about 47 percent Caucasian. The
fastest-growing segment of the population
are Latino students, who are about 35 per-
cent. One out of five students in Clark
County doesn’t really speak English.

“We average building a school 

a month, and we grow between

12,000 to 15,000 students a year,

so it’s a real challenge finding

places for these kids.”

Carlos Garcia, CCSD

http://www.nevadaspca.org
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When you look at test scores, it looks like
we aren’t doing well, but if you take out
the non-English speaking kids, our test
scores are around the 68 to 70th percentile
across the board. Our biggest problem is
getting the public to understand that
things aren’t the way they used to be. We
used to have 15 percent of our kids on free
or reduced lunch, and now we’re at 35
percent. We have over 3,000 homeless
students in our district. 

There are huge issues affecting us, and
probably the biggest issue is funding.
During the 2001 legislative session, we
pointed out to lawmakers that we ranked
40th in the country in per-pupil expendi-
ture. The Quality Counts report recently
put us at 48th. There are only two states
that fund education worse than Nevada,
and I personally feel that’s a disgrace. We
all ought to be ashamed of ourselves and
our state. When people start pointing the
finger at public education, I say, “You bet-
ter look in the mirror.” Because in this
state, the responsibility really needs to lie
on its citizens to support public education.
We have one of the highest dropout rates

in the country, but we also have the high-
est high school and middle school class
sizes. We’re in the top four of the largest
class sizes in the United States. And that
makes a huge difference. 

Donn Nimmer: I’m the director of ITT
Technical Institute, and we belong to ITT
ESI, which is a corporation that has 77
schools across the country. We have been
here in Henderson since 1997, and in
March we’ll be opening a satellite campus
in Summerlin. Besides technology, we
have classes in criminal justice, informa-
tion technology, design, multimedia and
business as it relates to technology. After
superintendent Garcia here spoke, I have
no challenges. (general laughter). Being
last, I would just echo whatever was said
before me. For us the challenge is proba-
bly the vision of education, and what it
can do for you. There are so many distrac-
tions, so many things going on, that peo-
ple don’t place the importance on educa-
tion that they should. That leads to
problems with funding and retention, so
we need to encourage partnerships and
community awareness.

Challenges Facing Millennium
Scholarship

Connie Brennan: Carol, can you give us
an update on what’s going on with the
Millennium Scholarship?  
Harter: Funds for the Millennium Schol-
arship came from the tobacco settlements.
The projection of the funds coming in was
probably overly optimistic, and on the ex-
penditure side, many more students are
taking advantage of it than was predicted
originally. I think we all benefited greatly
by keeping some of our very best students
in Nevada as a direct result of the Millen-
nium Scholarship, but perhaps the stan-
dard is too low for getting it and also for
keeping it. The standard for qualifying has
gone up from 3.0 to 3.25, which is good,
and the standard for maintaining it has
gone from a 2.0 to 2.6 GPA in college. It
may be that it has to go even higher in
order to reduce the number of students
who qualify and maintain the scholarship.
At the same time, the state needs a new in-
vestment in an endowment to continue to
be able to fund the Millennium Scholar-
ship over the next 20 or 30 years. It’s very

http://www.tonopalo.com
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clear that at the rate we’re going, the
money will not last past the next four or
five years. I hope there’ll be a legislative
action to create an ongoing fund by some
mechanism or another; and I think the bar
will continue to go up for qualifications
and maintaining eligibility. 
Rogers: I was told that 65 percent of the
graduating high school students had a 3.0
or above. What has happened is that every
time you raise the grade requirements, you
get grade enhancement in the high
schools, so you wind up taking all sorts of
students who are really not qualified to be
in a research university. When you have 30
or 40 percent of the students who are Mil-
lennium scholars having to take remedial
English or remedial math, you have a very
serious problem. I had suggested in my
state-of-the-system address that we have
two criteria; one would be the grade aver-
age, but, secondly, there needs to be some
percentage of where you stand in your
class. For example, you can’t get into
UCLA or Berkeley unless you’re in the top
5 or 10 percent of your high school. Here,
if you are in the top 60 percent you can
qualify to get in. I had suggested that both
UNR and UNLV not take anybody who is
not in the top 25 percent of the class.
Garcia: The Millennium Scholarship is
somewhat inequitable because if you’re
wealthy, you still get it. Is there any
thought of capping in terms of income?
Kids from wealthy families who can afford
to send them to college get the Millennium
Scholarship and deprive someone else
who may not financially have resources.
Harter: There was a major discussion
about that in the Legislature, but I think
the governor believed that some of our
well-off students need to stay here, go to
school here and become taxpaying citi-
zens in Nevada and not go out of state to
college and start their careers somewhere
else. There was a major battle in the Leg-
islature about making the scholarship
needs-based, but there weren’t enough
folks who supported that, and Kenny
[Guinn] was very strongly the other direc-
tion. I don’t know whether legislators now
will take another look at that. The univer-
sities did promise that, within our other
resources, we would try to buttress the
Millennium Scholarship for students who
are the most economically challenged and
use other financial aid to help those stu-
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dents, so we wouldn’t be turning down
anybody purely for financial reasons, and
I think we’ve all tried to do that as much
as we are able.
Rogers: If there is a state in this country
that needs a need-based scholarship pro-
gram, it is Nevada. People say there are
federal Pell grants, but those are for full-
time students, and most community col-
lege students cannot afford to be full-time
students. They’re holding down a job,
raising families, and taking a class or two
along as they go, if they can afford it.
Rogers: Out of the 30,000 students at
CCSN, 15,000 are minorities, right?  
Carpenter: Right.
Rogers: Everybody says the tuition in the
state of Nevada is among the two or three
lowest in the United States, but that be-
comes irrelevant unless you also say that
we don’t have any financial support to
help students pay that tuition. Let me just
give you an example. In Arizona, the law
school, which is the same size as the one
we have at UNLV, has need-based schol-
arships of half a million dollars. There’s
nothing like that here.
Carpenter: A good business model is to

raise tuition so that people who are able to
pay it, pay it. But then subsidize it for the
people who are not able to pay it, so you
don’t weed those out when you raise the
tuition.
Maryanski: You have to look at what the
real rate is. In effect, there is a zero dis-
count rate on tuition in Nevada, where
many public institutions across the nation
have a discount in the 20 percent range
because of financial aid, and many private
institutions across the nation claim 40 per-
cent. There’s a difference between the
sticker price and what you end up actual-
ly paying. Richard’s right – if you raise tu-

ition you have to have a set-aside for peo-
ple who cannot pay.
Garcia: I guess I’m skeptical that they’ll
set aside that money, because so far they
haven’t done that.
Rogers: It hasn’t even been thought about,
Carlos. If you talk to legislators about it,
they don’t know what you’re talking about. 
Bentley: Other states have gone through
this. Like many other states, we are leg-
islatively mandated to support K-12 edu-
cation. We’re not mandated to support
higher education, and in a lot of states, the
public institutions are running out of
money. Those citizenries are asking for
more state money to be given to K-12, and
they’re asking universities to raise tuition,
cutting Pell grants and Stafford loans.
That’s happening across many of these
states, so there are probably some models
that can be looked at.
Guerin: Maybe we need to take a more
market-based approach, where we can
have a forum similar to this one and talk
to the industry leaders and people in the
business community and the education
community, and ask, “What is it you see
five, 10 or 15 years down the road?” Then

INDUSTRY FOCUS • EDUCATION

“When 30 or 40 percent 
of the students who are 

Millennium scholars have to 
take remedial English or 

remedial math, you have a 
very serious problem.”

Jim Rogers, Chancellor UCCSN

http://www.swbnevada.com


26 March 2005

we can build programs at our institutions
around the projected need of employers
and of businesses instead of just throwing
a product out there and saying, “This is
what we have, and we hope you can ben-
efit from it.”

Investing in Nevada
Brennan: Can somebody explain to me
what the “iNVest” program is?
Garcia: INVest is a program in which the
superintendents and school boards of all
17 districts in Nevada got together to cre-
ate a vision for what the future of Nevada
ought to be – one that would be sustained
year after year. I think our biggest prob-
lem is that when legislators meet, they
don’t make a long-range plan of how to
deal with issues, because each legislative
session is not connected to the next. What
we attempted to do was connect the dots
for them, to develop a way to get public
education where it ought to go. Our
biggest fear in the state is that the longer
we wait, the harder it is to solve the prob-
lem. It’s like saying, “How do you eat an
elephant? One bite at a time.” But if you

don’t start biting, pretty soon this elephant
just keeps growing.

What used to happen is the Legislature
would divide and conquer us. We brought
everybody together and said, “Look,
we’re one Nevada. There is no such thing
as Northern and Southern Nevada; we’re
one Nevada. So we got everybody togeth-
er to focus, and we won’t deviate from the
plan. All the superintendents meet on a
monthly basis.  

Over a six-year period, salaries for
school district employees have gone up 6
percent – a 1 percent raise per year. That’s
embarrassing, especially when you look at

what’s happened to housing and the cost
of living. Our entry-level teachers earn
$28,000 a year. They can’t qualify for any
home. How are you going to get the best
and brightest paying $28,000 a year?  
Ackerman: How is that affecting recruit-
ing from out of state? I know the high cost
of housing has hurt us. 
Garcia: This is the first year it’s killed us.
We got stacks of letters this year saying,
“I’d love to come. I love your system. I’d
love to work there, and I just can’t afford
to live there.” We’re going to show these
letters to legislators.
Harter: We’ve lost faculty at the universi-
ty because of the cost of housing and the
cost of living.
Garcia: We’ve been talking about the need
to get together to build some housing.
Rogers: Private industry is looking at that
right now. Some of the major hotels are
looking at building apartment complexes
just for their employees, otherwise they
can’t bring them in. 
Garcia: Another issue we need to look at
is funding English language learners. We
just plunk them in a regular classroom,
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and then we wonder why they’re drop-
ping out. The press says 18 percent of stu-
dents last year didn’t pass the high school
proficiency exam. When we analyze that
18 percent, this is what we found: 80 per-
cent of them were non-English-speaking
students and 15 percent of the rest were
special-ed students. So, in reality only 5
percent of our so-called “regular” stu-
dents didn’t pass it. There are reasons sta-
tistics look the way they do, and the
biggest one is full-day kindergarten. The
old model has always been trying to get
kids to read by third grade. That’s too
late. In fact, I’d love for Head Start to be
given to the school district, because if we
had kids even earlier, we could achieve
better results.
Brennen: Is it a good thing to start kids in
school that early? Shouldn’t they have time
to just be kids and be with their family?
Garcia: Yes, it’s definitely good. It may
not be necessary in places where you
have families who are supportive and nur-
turing, but what we find here is that we
have a lot of families who aren’t families.
The kids are alone; there’s nobody there
teaching them things. They come into our
schools, and they’re so far behind. We
have kindergarteners who have no clue
about numbers or colors, and we’re see-
ing greater and greater numbers of that.
These kids never catch up. Seventy per-
cent of our prison population is illiterate
because they never caught up.
Rogers: What should the [university]
system be doing to cooperate with you?
We have a vested interest in making sure
Nevada kids get the quality of education
that makes it possible for them to go to
college. Let’s put our heads together and
see what we can do to cooperate. Educa-
tion across the country has done a very
poor job of selling itself. We’ve been
saying, “We are academia, and you
ought to come here and give us money
because we’re Nobel Prize winners,” and
that doesn’t wash. It especially doesn’t
wash in a place like Las Vegas, where
the economy can be so strong, nearly
separate and apart from the university
system. We are finally going to conclude
that we have been very successful eco-
nomically up to this point with this kind
of a culture, but to go from this point to
the next point, we’re going to have to de-
velop an education culture.

http://www.fnbonline.com
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E
verywhere you look in Nevada, large
commercial buildings are rising up to
change skylines and city maps. In pre-

vious years, Las Vegas and Reno seemed
to have a lock on large projects, but due to
the scarcity and high price of land, devel-
opment is now creeping outward into
Lyon, Douglas and Storey counties, and
even Elko County reports increased com-
mercial activity. High land prices have also
encouraged developers to look at infill pro-
jects in downtown areas, such as the Hol-
sum Lofts project in Las Vegas and several
hotel-to-condo conversions in Reno. 

Some of the largest projects in Nevada
involve its principal industry, as resort gi-
ants build, remodel and add to their prop-
erties. Wynn Las Vegas, scheduled to
open next month, cost nearly $1 billion to
construct; the 45-story structure built by
Marnell Corrao will add 2,700 rooms to
Las Vegas’ inventory. Las Vegas Sands
Corp. is building the $1.6 billion Palazzo
tower for the Venetian. Expected to open
in 2007, the 50-story tower will have
3,025 rooms. Perini is the general con-
tractor for two ongoing projects: the $200
million Augustus Tower addition to Cae-
sars Palace, and Station Casino’s newest
project, the $550 million Red Rock Casi-
no Resort and Spa.

But things are booming outside the re-
sort industry as well. Another huge project
shows that economic diversification is be-
coming a reality in Southern Nevada.

Phase I of The World Market Center in
downtown Las Vegas is a 10-story, 1.3 mil-
lion-square-foot building that will contain
more than 200 showrooms for wholesale
furniture vendors when it opens this sum-
mer. Future phases will bring the project’s
total square footage to 7.5 million.

Let’s take a look at how some large com-
mercial projects illustrate trends that are
changing the landscape of Nevada.

Keeping Up with Growth:
Healthcare Projects

Owners of healthcare companies are
building new facilities in both Southern
and Northern Nevada to accommodate the
7,000 new residents moving here every
month. In Southern Nevada, St. Rose Do-
minican Hospitals is constructing the 110-
bed San Martin campus in southwest Las
Vegas, due for completion in the summer
of 2006. Health Services has planned a
280-bed hospital in northwest Las Vegas,
and most existing hospitals are involved
in, or planning, expansions. 

In Northern Nevada, Saint Mary’s
Health Network opened a seven-story
parking garage in October connected to
Saint Mary’s Hospital Medical Center,
and work is underway on a six-story out-
patient facility scheduled to open in June
2005. The first three floors will contain a
fitness center offering a “continuum of
care” from lap pools and exercise equip-
ment to therapy options for recovering

cardiac patients. The top three floors of
the $36 million project will contain a
Women’s Health Center, imaging and ra-
diology services, rehabilitation facilities
and physicians’ offices.  

The $85 million Carson Tahoe Regional
Medical Center is slated to open this fall in
the Carson City area, replacing the Car-
son-Tahoe hospital with a facility more
than twice its size, in an effort to keep up
with demands from the rapidly growing
population in the surrounding area. 

Washoe Health System is adding
500,000 square feet to the main campus of
Washoe Medical Center, including a 10-
story Patient Care Tower and a five-story
parking garage. The tower will add 264
private hospital rooms, 72 intensive-care
beds and expanded patient care areas, in-
cluding emergency care and more surgical
capacity. The $240 million project is slat-
ed for completion in mid-2007. General
contracting for the facility is a joint ven-
ture between Sellen Construction and
Clark & Sullivan Constructors. 

Northern Nevada Medical Center in
Sparks will start work this year on a three-
story professional office building connected
to the hospital. The medical center will add
48,000 square feet to the medical campus.

New Directions for Retail
Retail developers, following the maxim

“retail follows rooftops,” have been chas-
ing rooftops all over the state with neigh-

The Changing Commercial Marketplace
Reflected in Large Nevada Projects

by Kathleen Foley

Bayer Properties, Incorporated is developing the $100 million Summit Sierra open-air retail center,
which will feature 70 shops and restaurants at the intersection of I-395 and the Mt. Rose Highway in Reno,

an area with many new housing starts and upscale developments.
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borhood centers, auto malls and lifestyle
centers. Terri Sturm of Territory Inc. said
her company currently owns and operates
over 2 million square feet of retail in
Southern Nevada. Some of her company’s
biggest retail centers follow freeways and
the I-215 Beltway, from the Eastern Belt-
way center in Green Valley to Centennial
Center in the far northwest. Grocery-an-
chored neighborhood centers, such as
Southern Highlands Marketplace in the
Southern Highlands master-planned com-
munity, provide services to people living
in new residential developments. Al-
though following residential growth pat-
terns seems to be paying off, Sturm re-
ported her company is also investigating
infill projects, either redeveloping centers
in older neighborhoods or building on lots
that were left vacant as development
leapfrogged out into the edges of town.

According to Jeffrey A. Bayer, president
of Alabama-based Bayer Properties, Incor-
porated, the Reno area has now grown
enough to support a lifestyle center, and
the real estate developer has begun prelim-
inary sitework and infrastructure improve-
ments for the Summit Sierra open-air retail
center, which be the largest in the region.
The $100 million Summit Sierra is on-
track for a Spring 2006 opening of phase I,
which will feature 70 shops and restau-
rants, including Century Theatres, Dil-
lard’s, Williams-Sonoma, Pottery Barn,
Coldwater Creek, J.Jill and Chico’s. The
Summit Sierra is located at the intersection
of I-395 and the Mt. Rose Highway, an
area with many new housing starts and up-
scale developments.

But growth is not the only trend driving
the retail market. There is also a national
move toward adding more value and ex-
citement to the shopping experience by
combining stores with entertainment
venues and restaurants. Town Square Las
Vegas is being developed by CENTRA
Properties and Turnberry Associates at the
intersection of I-15 and the I-215 Beltway.
Ground will be broken soon for this 1.2
million-square-foot project, which will in-
clude a multiplex theater, restaurants, a
boutique hotel and offices.

The flagship for this new trend of com-
bining retail with other commercial op-
portunities is The District at Green Valley
Ranch, which opened in April 2004. In
addition to 400,000 square feet of high-

http://www.marcusmillichap.com
http://www.lmconstructionco.com


32 March 2005

end shops and restaurants, the space
above the stores was planned for 88 con-
dominium units and 24,700 square feet of
office-over-retail. Charles Van Geel, se-
nior director of office leasing for Ameri-
can Nevada Company (ANC), developer
of the unique project, said interest in the
office space over the shops surpassed the
company’s original expectations and all
the offices have now been leased. The 30-
acre complex also contains a three-story,
59,818-square-foot, Suburban Class A of-
fice building.  

ANC is working with JMA Architec-
ture Studios on designs for the second
phase of The District, which will be lo-
cated on a 40-acre parcel just east of the
existing project. According to ANC
President John Kilduff, this phase will
contain more upscale shops and restau-
rants, some office-over-retail and possi-
bly a separate condominium compo-
nent. A park at the entry will serve as a
gathering place for shoppers, who will
be shuttled between the two sections of
The District by a trolley system. Some
of the shops are expected to be open by
the end of the year.

Mixed-Use Developments Serve
New Communities

As the population spreads out into
land on the outskirts of Las Vegas and
Reno, planners try to incorporate cen-
ters that combine living, work, shop-
ping and play in one place, not only for
the convenience of residents, but also to
discourage constant commuting, which
can lead to traffic and air pollution.
Montecito Companies is developing
three large mixed-use projects within
Centennial Hills, a 36,000-acre master-
planned community in the far northwest
of the Las Vegas Valley. Tenaya Village
Center, near the intersection of US 95
and the I-215 Beltway, contains
100,000 square feet of retail, including
an auto mall, in addition to a business
park. Nearby, the Montecito Town Cen-
ter is a 200-acre mixed-use develop-
ment, which will contain not only retail
components, but also a hospital and
medical offices, a community park, a
private school and a housing sub-divi-
sion. Further out US 95, Montecito will
build another 34-acre center at the en-
trance to the 1,600-acre community of

Kyle Canyon, once development reach-
es that intersection.

Industrial Holding Its Own
One of the major challenges facing de-

velopers of industrial property is the high
and ever-increasing price of land. Parcels
once zoned for industrial use are being
snapped up by residential developers and
re-zoned for housing. This puts tremen-
dous price pressure on the remaining
commercial parcels. 

DP Partners is developing the Logisti-
Center project in North Las Vegas, built
on 102 acres purchased in 2003. Brad
Myers, the company’s regional manager,
commented, “I’m glad we purchased the
land when we did. If we had to go out
today and buy land for a new project, it
would be really difficult to make it pen-
cil out.” Two buildings, both about
266,000 square feet, have been complet-
ed at the site, and Phase III will be an-
other building the same size, slated to
begin construction by the end of 2005.
On buildout, the project will contain ap-
proximately 2.1 million square feet of
industrial space.
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Economic Recovery Helps 
Office Market 

Mark Bouchard, managing director of
CB Richard Ellis in Las Vegas, predicted
the improving economy will lead to more
large office projects in Nevada in the near
future. “With a sound national economy,
companies will be looking to expand their
headquarters, and Southern Nevada is on
a lot of radar screens,” he said. Some of
these projects may well be mid- or high-
rise buildings, anywhere from seven to 10
stories tall, as developers look to get the
most payoff for the smallest footprint on
Nevada’s expensive land. “If people al-
ready own property, they can be success-
ful in penciling out flex/office and office
buildings up to four stories,” said
Bouchard. “But, depending on location,
they should at least consider going verti-
cal. It’s not intellectually sound to believe
land values are going down.”

CENTRA Properties’ CENTRA Point
project illustrates another trend in the of-
fice market: expansion into new suburban
areas that were bare land a few short years
ago. The master-planned 20-acre develop-
ment, located at Durango Road and the I-
215 Beltway in southwest Las Vegas, con-
tains seven 2- and 3-story suburban Class
A office buildings, with plans recently an-
nounced for an eighth, a 50,000-square-
foot build-to-suit headquarters for GC
Wallace Engineering. 

In Spanish Springs near Sparks, Hawco
Properties is developing garden-office
projects intended to make it easier for res-
idents in what was once a bedroom com-
munity to work close to where they live.

Success Spills Over into 
Rural Nevada

Elaine Barkdull of the Elko County
Economic Diversification Authority re-

ported several projects in the Elko area
will be developed this spring. Home
Depot recently held a ceremony to
“break snow” for a new store, the first of
its kind in Elko County, and will proceed
with construction as soon as weather per-
mits. The 20-acre Elko Geothermal Park
is also awaiting warmer weather to begin
development, and hopes to attract small
industrial users that can take advantage
of the heating provided by Mother Na-
ture. Construction is already underway at
the Phoenix Mine project in Battle
Mountain, and Newmont Mining is com-
pleting the permitting process for con-
struction of a power plant that will bring
in 600 workers.

In Pahrump, which celebrated the open-
ing last spring of its first Wal-Mart store,
plans are proceeding for a retail compo-
nent at the Mountain Falls master-planned
community, and the Pahrump Nugget re-
sort is building a convention center and a
bowling alley. The community’s first hos-
pital, the 25-bed Desert View Medical
Center, should be completed by Decem-
ber, and adjacent physicians’ offices are
also under construction. 

The Market Squeeze
As population growth increases the de-

mand for support services such as retail
outlets and healthcare facilities, and with
land prices rising across the state, the
commercial real estate market is caught in
the middle: rising demand and dwindling
supply are a textbook formula for rising
prices. The challenge for developers is to
find creative ways to build projects – on
smaller parcels of land, going up instead
of out, using creative financing, finding
multiple uses for the same buildings –
whatever it takes to ensure continued suc-
cess in this unique market.

World Market Center Las Vegas is a furnishings showroom complex that will include 7.5
million square feet when fully developed.

http://www.jmaarch.com
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new construction and tenant improvements;
design-assist for new construction, tenant
improvements and renovations; general
contracting for new construction, tenant im-
provement and renovation projects; and
construction management services. Its insti-
tutional experience ranges from schools and
day care facilities to insurance company
headquarters and federal office complexes.
Office projects include Dermody Properties
headquarters, Nevada Bell operations cen-
ter, America West Airlines reservation cen-
ter, Spiegel customer order center and So-
cial Security Administration offices.

The company has received numerous
awards, including: the 2003 SPOTLIGHT
Honor Award for the Southern Wine &
Spirits Nevada Headquarters; the 2002
Nevada Pinnacle Award for the Donald W.
Reynolds Community Center; and the 2001
Excellence in Construction Award for the
Pfizer Western Logistics Facility.

“Great projects don’t just happen,” said
Craig Willcut, president and CEO. “Our
‘hands-on’ approach to business guaran-
tees our clients’ projects will receive all
the attention they require, down to the
smallest detail.”

As with most general contractors, United
Construction Company faces the challenge
of rising material costs. “We are committed
to providing our clients with fair pricing,
but we have encountered the ‘sticker
shock’ our clients are experiencing due to
increased material costs,” explained Will-
cut. Finding and retaining qualified em-
ployees is another potential obstacle to be
overcome, but the company’s executive
staff is optimistic about the future due to
their careful growth strategies.

Moving forward, the company’s corpo-
rate plans include controlled growth. UCC
aims to maintain its position as a leading
general contractor in Nevada, and will
focus on the Las Vegas Valley for addition-
al company growth. 

“We are very enthusiastic about the fu-
ture of building in Southern Nevada – that’s
why United Construction Company select-
ed Las Vegas to focus on for its expansion,”
stated Sallie Doebler, UCC’s business de-
velopment representative for Las Vegas.
“Many of our clients have operations in
Reno as well as Las Vegas. With the strong
platform that UCC represents in Reno, we
offer clients a solid source of reliability for
building needs across the state.”

nited Construction Company (UCC)
consistently ranks in the top 10 con-
struction companies in Nevada by sales

volume, and in listings by the Design-Build
Institute of America has ranked as the No. 1
design-build company in Northern Nevada
and the No. 2 design-build firm in the state.

According to DBIA, the design-build
process puts both design and construction
in the hands of one entity, so there is a sin-
gle point of responsibility for quality, cost
and scheduling. “What we offer our clients
is a quality, seamless building experience,”
said Las Vegas Area Manager Brian Roush,
who explained that a large percentage of
new projects come to UCC as referrals
from clients satisfied with previous jobs.

The company’s project list includes
Harley Davidson Financial Services Call
Center (Carson City), Pfizer Western Lo-
gistics Facility (Reno) and Southern Wine
& Spirits Nevada Headquarters (Las
Vegas). Pfizer Senior Engineer of Product
Services Joseph Jensen stated, “UCC was
selected to construct our facility on a de-
sign-build basis because of their familiarity
with the design and construction of distrib-
ution facilities in the Reno area, the overall
strength of the design and construction
team and most importantly, Pfizer’s belief
that UCC would deliver a high-quality fa-
cility that would serve our needs for many
years to come.”

United Construction Company was es-
tablished in Reno in 1978, and opened an
office in Las Vegas in 1991. It employs ap-
proximately 75 people and constructed $80
million worth of projects in 2004. UCC of-
fers a wide range of services in the com-
mercial field, including: design-build for

United Construction
Company
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277,841

10.94%

na

17,078

$1.48 

na

0

1,552,032

289,295

18.64%

na

-4,764

$1.09 

na

0
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costs, with an average price of $1,187,208.
Overall sales volume of single-family
homes around the lake was up 33 percent,
to almost $2.2 billion. 

Michael Jordan Teams Up 
For Resort Project

Diversified Real Estate Concepts,
Inc. recently announced its partner-

ship with basketball superstar Michael
Jordan to develop the Aqua Blue Luxury
Condominium-Hotel Resort and Spa in
Las Vegas. Aqua Blue will feature 825
condominium and hotel units, a casino,
8,000-square-foot spa, rooftop and 11th-
floor pools, whirlpools, waterfalls and
cabanas, two Michael Jordan restaurants
and a rooftop nightclub and restaurant.
The project will also include the first
Michael Jordan Athletic Center, a
65,000-square-foot facility that will be
open to both residents and guests. The
$600 million Aqua Blue project will be
built on a six-acre site now occupied by
the Super-8 Motel at Flamingo and
Koval, adjacent to Ellis Island Casino &
Brewery, which will own and operate the

casino space. Groundbreaking for the
project is scheduled for fall 2005.

BLM Auctions 
60 Land Parcels

The Bureau of Land Management
(BLM) sold all 60 parcels of land

that were up for sale at a public auction
on Feb. 2 in Las Vegas, netting $602.5
million for the 2,284 total acres, an aver-
age of almost $264,000 an acre. Focus
Property Group paid $510 million for
the largest parcel, 1,710 acres in north-
west Las Vegas near the turnoff from US
95 to Kyle Canyon and Mt. Charleston –
a price that exceeded $298,000 an acre.
Focus was representing a consortium of
eight homebuilding firms that intend to
develop a master-planned community in
the fast-growing northwest Las Vegas
Valley. Two large parcels in Lander
County, totaling 279 acres, were sold for
$425,000, and an 80-acre parcel in Elko
County near the site of Northeastern
Nevada Regional Hospital brought in
$400,000.

CORE Construction Completes
Public Project 

CORE Construction recently com-
pleted construction of a facility that

will shared by the Nevada Department of
Transportation, Nevada Highway Patrol
and Freeway Arterial Signal Technology.
The project, located at Decatur Boule-
vard and the 215 Beltway in Las Vegas,
covers approximately 13 acres and in-
cludes two buildings totaling 66,670
square feet, including a 10,485-square-
foot warehouse/maintenance facility.
CORE Construction, a Las Vegas-based
general contractor, was awarded the
$10.75 million project by the State of
Nevada Public Works Board.

Tahoe’s Real Estate Market 
Up in 2004

Chase International recently released a
report indicating the Tahoe real estate

market continued to grow through 2004,
with substantial increases in the sales of sin-
gle-family homes over $1 million and con-
dominiums over $500,000. The Lake
Tahoe-based real estate agency compared
2003 figures with those of 2004. For single-
family homes, lake-wide figures included: a
33 percent increase in overall volume; 13
percent increase in units sold; 10 percent in-
crease in single-family homes under $1 mil-
lion; and 34 percent increase in homes over
$1 million. The average price of a home in
Lake Tahoe jumped 19 percent to $890,135,
from $746,731 in 2003. Tahoe City saw the
largest increase (25 percent) in average
home price, from $621,077 to $779,184.
The East and South Shores followed with
18 percent increases, and Incline Village
saw a 16 percent jump in average home
price. The East Shore surpassed Incline Vil-
lage for the first time with the highest home

http://www.trammelcrowcompany.com
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Works Begins on 
Psychiatric Hospital 

Ground was broken recently for a 150-bed
psychiatric hospital in Las Vegas, aimed at

easing the shortage of mental-health beds in
Southern Nevada. The $32 million hospital,
scheduled to open in early 2006, is being built
near the campus of Southern Nevada Adult
Mental Health Services, on the corner of Jones
and Oakey Boulevards. In 2004, there was a
daily average of 42 people waiting 61 hours to
be admitted to the state inpatient program in
Southern Nevada, and 2005 figures show even
higher numbers. “The shortage in acute beds
has led to the current overcrowding of persons
in Las Vegas Valley emergency rooms waiting
for a bed in the state psychiatric hospital in
Southern Nevada,” said Dr. Carlos Branden-
burg, administrator of the state’s Division of
Mental Health and Developmental Services.

Rail Expansion Planned 
for North Las Vegas

Pan Western Corporation, a transportation
and warehouse company, recently an-

nounced that it will lease its 2.66 miles of rail-
road off the Union Pacific main line in North
Las Vegas to the Tonopah & Tidewater Railroad
Co. (TTRC) as part of a $1.5 million agree-
ment. The rail line will be used to transport raw
material from various points around the coun-
try, including material for water treatment
plants, steel for the new bridge across the Col-

orado River, cement and rebar for local build-
ing trades, and manufacturing supplies such as
acid, soda ash and ore. Company officials esti-
mate the venture will support approximately
1,450 full-time personnel, including operation
and maintenance managers, supervisors, engi-
neers, mechanics, electricians, equipment oper-
ators and other technical and administrative
support employees. Pan Western’s operation of
the Tonopah & Tidewater rail line will increase
the number of rail-served industrial parks in
North Las Vegas by 50 percent.

McCarran Launches 
Wireless Network

Clark County Department of Aviation offi-
cials have launched the nation’s largest free

wireless fidelity (Wi-Fi) airport network at
McCarran International Airport. The new ser-
vice will provide travelers with Wi-Fi-enabled
computers and personal digital assistants un-
limited free high-speed access to the Internet
24 hours a day, seven days a week from any
public area at the nation’s seventh-busiest air-
port. Unlike other airports, McCarran owns

and operates its own airport-wide telecommu-
nications infrastructure. To produce McCar-
ran’s 1.7 million square feet of coverage, ac-
cess points, or connection radios, were
strategically placed throughout Terminals 1
and 2 near existing power and network access.
Phase 1 of the project provides complete cus-
tomer coverage throughout the airport. Phase
2 will include the deployment of nine addi-
tional access points to non-public areas at Mc-
Carran, providing airport tenants remote ac-
cess to proprietary programs that will
facilitate passenger processing for McCarran
travelers. High-speed Wi-Fi service is also
provided free of charge at North Las Vegas
Airport and Henderson Executive Airport, two
general aviation facilities in the Clark County
airport system. 

Storey County to Get 
Wal-Mart Facility

Wal-Mart Stores, Inc. has selected
Storey County as the site for a new

distribution center. The new distribution
center will be located two miles south of
I-80 on USA Parkway. Construction
will begin in the summer of 2005, with
planned service to stores expected in the
fall of 2006. The facility will employ
approximately 500 people when it first
opens. Ninety percent of the jobs creat-
ed are planned to be full-time, and ini-
tial hiring of area residents is expected
to begin in the summer of 2006. Wal-
Mart Stores, Inc. currently operates nine
stores, 12 supercenters, five Sam’s
Clubs and two distribution centers in
Nevada, where it employs more than
9,800 associates.

New Campus Opened in Northwest Las Vegas  

University of Phoenix recently held a grand opening for a new campus designed to make higher edu-
cation more accessible to students in the fast-growing northwest area of Las Vegas. In conjunction

with other Las Vegas campuses, the university’s new Northwest Learning Center will offer degree pro-
grams in business, nursing/healthcare, human services, technology, criminal justice and education. The
new campus is located at 7951 Deer Springs Way, near Interstate 95 and Centennial, and offers adminis-
trative space and 20 classrooms to serve more than 3,000 students. The 29,000-square-foot, two-story
building was developed by Metro Commercial Properties and built by general contractor Martin-Harris.

http://www.regis.edu
mailto:vegas@regis.edu
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Years in Nevada: 21 

Years with Firm: 25

Type of business
Comprehensive wealth management for
individuals, and consulting services for
not-for-profits and institutions.

Biggest business challenge
Helping hard-driving, successful, busy
people take a step back from their very
demanding lifestyle and put thought into

Vice President

Merrill Lynch

Las Vegas

How do you spend your time when you’re
not working?
I enjoy spending my time with my wife and
children. I am active with the Las Vegas
Chamber of Commerce and St. Rose Do-
minican Health Foundation. I play drums in
my church’s band and I enjoy good food
and reading. Additionally, I am pursuing the
Chartered Financial Analyst designation as
part of my commitment to my profession. 

Favorite Business Book 
The Circle of Innovation, by Tom Peters

Best Business Advice:
Love what you do or no amount of income
will compensate you adequately for the
drudgery of an unfulfilled professional life.

As the new chairman of the board for the
Las Vegas Chamber, what are your goals
for the upcoming year?  
First, to make sure everything we do is
driven by the value it offers our mem-
bers. Second, to plan for the future by
engaging the younger generation and
making sure the Chamber is a critical
component in their success. 

how they can live their perfect calendar.
Our challenge is to protect what they’ve
achieved and manufacture time for them
so they can enjoy their success and focus
on what is really important to them. 

What do you like best about your job? 
The satisfaction of providing peace of
mind. The burdens of wealth are not to be
under-estimated, and helping people bring
order to their lives is very gratifying.

Years in Nevada: 29

Years with Firm: 2 

Type of business
Banking, commercial lending.

Biggest business challenge
The biggest challenge in banking is the over-
whelming competition between banks. With
the population size of Northern Nevada, we
have more competition than larger metropol-
itan areas. I am fortunate to work for an or-
ganization that provides the products and
services of a large institution, while still of-
fering one-on-one relationship banking.

What do you like best about your job?
The best part of my position is being
able to help businesses succeed by pro-

Senior Vice President

Colonial Bank

Reno

ping sprees for underprivileged children,
etc.) as I am a true believer in giving back
to the community. I also enjoy spending
quality time with family and friends. 

Favorite Business Book? 
Leadership, by Rudolph W. Giuliani

Best Business Advice: 
Be prepared, be flexible and enjoy what
you are doing. Those who enjoy what
they do are more successful.

What would you like your legacy to be? 
I’d like to be remembered as a passionate
person, both in my profession and my per-
sonal life. I believe that no matter what
you do, you should uphold your integrity
and believe in what you are doing, as it
impacts others.

Have your activities with student organiza-
tions given you a chance to be a role
model for other young women?
I hope I have helped other young women
believe in themselves and know they can
achieve anything they truly put their
minds to.

Cindy Buchanan   

viding financing options for them, and
having a direct relationship with them. I
also enjoy being able to help sustain the
economic development of Northern
Nevada while working with hard-work-
ing, dedicated people.

How do you spend your time when you’re
not working?
I enjoy volunteering for non-profit organi-
zations (promoting higher education, shop-

Hugh Anderson
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Years in Nevada: 40 

Years with Firm: 4

Type of business
Business Training & Organizational De-
velopment Company

Biggest business challenge
I have a passion for teaching and work-
ing with companies, but what I lack and
find most challenging is finding the
same passion for selling. As the owner
of a business, I realize I must fill the
role of lead salesperson. Through the
years I have found this role to be hard,
but rewarding work. 

Partner

The Beckley Group

Las Vegas

How do you spend your time when you’re
not working?
Raising my 10 year old daughter – she is
the greatest and now at an age where we
can be buddies (sometimes). I am very ac-
tive in the community, particularly with the
Nevada Community Foundation. I also
enjoy reading, hiking at Red Rock Canyon,
cycling and rock music.

Favorite Business Book 
Execution: The Discipline of Getting
Things Done, by Larry Bossidy and Ram
Charan

Best Business Advice:
Be known for integrity – work hard to earn
the trust of those with whom you work.
Also, always try to get better; even if you
are prosperous, continue to improve how
you work and the contribution you make.

What would you like your legacy to be?   
1) To have raised a happy, charitable
daughter, 2) to have helped Southern
Nevada companies operate more suc-
cessfully and 3) to have improved the
quality of life in our community through
philanthropy. 

What do you like best about your job? 
Simple: helping companies. When we are
done working with an organization, I can
genuinely say we leave them better than
we found them, which is extremely re-
warding. It is a wonderful feeling know-
ing we have helped companies become
more profitable, productive and working
happier than before.

Doug Beckley  

http://www.cbcetn.com
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things – like talking watches and timers
or telephones with large numbers – can
make life much easier. Having the oppor-
tunity to actually operate an unfamiliar
device, with guidance from the Easter
Seals-trained technologist, builds confi-
dence and encourages independence. 

Since 1955, the Blind Center of Neva-
da has been assisting blind and visually
impaired persons of all ages in reaching
their highest physical, social, intellectual
and economic potential. The Blind Center
is the only place in Southern Nevada
where visually impaired people can spend
all or most of their day, enjoying educa-
tional classes, recreational activities or
just talking to other people who face the
same daily challenges. Additionally, the
Blind Center of Nevada is the only facili-
ty in the state offering a community-
based workshop for people who are blind
or visually impaired.

hen Americans are asked about
growing older, the large majority
(over 70 percent) report they fear

blindness more than any other physical im-
pairment (Lighthouse National Survey on
Vision Loss, 1998). The number of people
affected by vision impairment represents a
major health issue:
• 1 in 6 adults, age 45 years or older, are
moderately or severely visually impaired.
(Lighthouse National Survey on Vision
Loss, 1998) 
• 1 out of 4 Americans over the age of 65
will experience significant or total vision
loss. (Helen Keller National Center, 2000)
• Of Southern Nevada’s approximately
160,000 senior citizens, nearly 28,000 are
visually impaired or legally blind. (Bureau
of the Census).

Vision changes due to normal aging can
usually be corrected, but eye diseases such
as macular degeneration, glaucoma,
cataracts and diabetic retinopathy can take
away a person’s ability to drive a car, read,
watch TV or live alone within a matter of
months or even weeks.

Technology can be the great equalizer for
someone who is facing the loss of his or her
sight. Ask yourself, would regaining the
ability to read your mail so you could pay
your bills help you remain independent? If
you knew how to use the Internet so you
could order your groceries or prescriptions
online and have them delivered to your
home, enable you to stay independent in
your home, even though you don’t drive?
Could learning to use a computer with adap-
tive devices enable you to find employment
again? If you have no family living close by
(or you hate bothering them) and you knew
about other resources available in Las
Vegas, would that make the difference be-
tween living on your own or moving? 

Technology Helps 
Visually Impaired

Help is available. The Blind Center of
Nevada, in partnership with Easter Seals
Southern Nevada, sponsors the ATTN Pro-
gram (Assistive Technology Training Net-
work) on the first Friday of each month at
its facility at 1001 N. Bruce Street in down-
town Las Vegas. Offered in a friendly envi-
ronment, the classes show members of the
public how technology can improve the
quality of life for someone who suffers
from low vision. The ATTN Program is
also offered at various locations in the
community through a grant from the MGM
MIRAGE Voice Foundation and a donation
from West Charleston Lions Club. There is
no charge to attend an ATTN Program, al-
though appointments are needed.

Through a grant from the state of
Nevada’s Fund for a Healthy Nevada, the
Blind Center purchased state-of-the-art,
low-vision equipment for demonstrations
and hands-on use. This includes a variety
of magnifiers, telescopes, reading glasses
and monoculars, as well as monitors that
magnify reading material and computer
stations outfitted with adaptive devices.
Many visually impaired people are not
aware of the fact that inexpensive, simple

At the Blind Center of Nevada

W

To make an appointment 
to attend an ATTN workshop 

or to host a low-vision workshop at
your facility, call the Blind Center at

702-642-6000 or e-mail
ronnie877@aol.com.

Nevada Corporations and LLC’s Include:
• Articles of Incorporation or Organization
• One Year Resident Agent
• Corporate Charter
• Corporate Record Book with Name Foil Stamp on Spine
• Corporate State Seal (Desktop)
• Bylaws for Corporations or Operating Agreement for LLC
• Stock Certificates (25 Million Shares)
• Stock Ledger
• Amendment and Meeting Minute Samples
• Example Corporate Resolution Forms

Corporations in all 50 states
Call us today for a free structuring analysis,
living trust, FLP’s land trusts and more!

Corporate Credit and Financing
Unsecured $50,000 Business Credit Lines Available*

Time is Money… Money is Time
6655 West Sahara Suite B-200• Las Vegas NV 89146
702.384.3700 • Fax: 702.363.3050 • www.redrockcorporatesolutions.com
*Restrictions Apply

Nevada Corporations $298.00
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fairness of taxing senior citizens out of
their homes is a fair question that needs
a good answer. 

Conservative or liberal, there is gener-
al consensus that these are important is-
sues that need debate, discussion and ac-
tion. And don’t misunderstand, all of
that will happen at the 2005 Legislature.
It just won’t be adequate to provide a so-
lution that lasts longer than the state’s
budget biennium. 

Which brings us to 2007, when the
cycle is complete and we start the same
dance all over again. I don’t mind waltz-
ing once in awhile; it’s a familiar and
comfortable dance, and I certainly know
the steps. But boy, it sure would be a
new adventure to liven things up a bit
and do the samba!

Jennifer Crowe is a communications
consultant in Northern Nevada and a
former political reporter and editorial
writer for the Reno Gazette-Journal

very two years we all do the same
dance. Those of us who, by choice
or by profession, gather in Carson

City every other year are always quietly,
yet fervently, holding out hope that
some day, some cycle, the steps to that
dance will change. Perhaps instead of
the waltz, we can all do the samba! We
continue to hope. And we continue to be
disappointed.

What else can you feel in the face of
such repetition? It’s all so predictable.
Here’s the waltz version.
1. Governor gives State of the State
speech, which pretty much maintains the
status quo, with a few flashy ideas to ap-
pease various factions, like gaming,
teachers or state workers. However, this
year state workers weren’t on the ap-
peasement list – Governor Kenny Guinn
proposes cutting retiree healthcare bene-
fits to future state workers, making the
job crunch even worse. 
2. Legislators criticize the governor for
going too far or not far enough in solv-
ing the state’s problems. This year he
did both, going too far in offering a ve-
hicle registration rebate to citizens, and
not far enough in failing to offer even an
idea to address what many see as a big
issue: property taxes.
3. Pre-session budget hearings begin at the
Legislature, and we’re all reminded that
there isn’t much opportunity to do any-
thing creative when only 15 percent of the
budget is discretionary spending. The rest
of it is locked in federal matching grants,
Medicaid, highways, public safety, etc.

Shall We Dance?

4. In good years like this one, a budget
surplus has everyone salivating at the
possibilities and jockeying for position
to get their slice of it. Education is more
important than healthcare, which is more
important than highway funding, which
is more important than tax rebates – de-
pending on whom you ask.
5. Some legislators will talk about big
ideas, and some important bills will pass
that actually impact the lives of people
in Nevada. But for the most part, those
big ideas and big changes are few and
far between.

But it’s the possibility of those big
ideas and big changes that keep many in-
terested in what can be a rather dull
process. It doesn’t have to be that way.
Consider a samba-style session.
1. Everybody’s favorite topic: Educa-
tion. A real conversation about improv-
ing public schools needs to include
phrases like longer school year, merit
pay, full-day kindergarten, broader cur-
riculum, customized learning approach-
es and demonstrated achievement. 
2. Health insurance is an even bigger
issue. Retirees can’t afford it, young and
poor people don’t have it, businesses
can’t afford to provide it to their em-
ployees, and self-employed people can’t
get it. But we all agree that everyone
needs it.
3. Higher education is key to our state’s
economic future, yet we consistently
fund our universities and community
colleges at less than 80 percent. Our
state needs more nurses and teachers,
and our schools need new facilities to
keep up with the demand. The Millenni-
um Scholarships are critical to ensure
quality doesn’t suffer as our system
grows.
4. Social service funding has rebounded
to levels achieved before the massive
cuts of the early 1990s, but that still puts
it 15 years behind growth and inflation.
Mental health and substance-abuse
funding particularly have not kept pace,
despite the increased demand on these
services. 
5. Property tax modifications undoubt-
edly will impact more citizens than just
about any other issue. How to balance
the benefits homeowners are reaping in a
growing real estate market with the un-

by Jennifer Crowe

What Steps Will 
Legislature Follow?

E

http://www.hsnlaw.com
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Legislature that the secretary of state ad-
vertise and select two committees of no
more than three members each to write the
arguments and rebuttals in favor of and in
opposition to each ballot question also
caused much legal wrangling. 

To remedy last-minute legal challenges
that threaten to undermine the ability to
timely publish and deliver sample ballots,
I am proposing that: (1) The Nevada
Supreme Court provide judicial confirma-
tion of all ballot question language – ex-
planation, arguments and rebuttals – by no
later than the first Monday in August, and
the court issue an order of confirmation or
amendment and hold any necessary hear-
ing within five days of the filing of that
order; and (2) the deadline to turn in peti-
tions for signature verification to the
county clerks/registrars of voters be
moved up by 65 days.     

I will propose the Legislature to move
the date of Nevada’s primary election from
early September to the first Tuesday in
May, thereby providing election officials
more time to prepare between the primary
and general elections, and voters additional
time to compare the remaining candidates.

All these important changes need the
support of Senate and Assembly repre-
sentatives to be passed by the 2005
Legislature. I have asked previous Leg-
islatures to adopt many of these
changes, but legislators have failed to
act, citing the public’s lack of interest
in campaign reform and other related
areas. I encourage you to make sure
your voice is heard by contacting your
representatives.

n the aftermath of the most litigated
election season in the state’s history, I
am proposing many changes to exist-

ing state law governing the initiative peti-
tion process. My fervent hope is that the
2005 Legislature, responsible for adopt-
ing these necessary changes and clarifica-
tions, will work with my office to more
clearly define the initiative petition
process that often came into legal ques-
tion during 2004. 

Nevada’s initiative petition process,
something I fully support, was initiated to
allow grassroots activists the opportunity
to address issues important to them that
the Legislature had not acted upon or
would not act upon. However, because it
is easier and less time-consuming for spe-
cial interest groups to change our laws by
hiring attorneys and public relations firms
to lobby the citizenry rather than our leg-
islators, big money is now behind many
of these petitions.

With that in mind, my most important
proposal may be that initiative and refer-
endum petitions can address only one
subject. As we saw this past election, sev-
eral ballot questions were loaded with
“fine print” that attempted to confuse and
trick the public. Fortunately, voters in this
state were smart enough to see through
the veiled language and overwhelmingly
voted “NO” on those ballot questions. 

By demanding that petitions address
only one issue, it will be much easier for
voters to understand the language and to
determine if the issue would have a posi-
tive impact on their lives, or if the language
is simply a wolf in sheep’s clothing.

Changes in Initiative Petition Process Needed 

Some of the problems this past year
were related to signature-gathering ef-
forts. State law already mandates that
each public building designate an area for
gathering signatures and requires each
site to have a designated public officer or
employee on site with the authority to
designate such an area. However, peti-
tioners faced roadblocks at various gov-
ernment and public agencies in 2004.
Therefore, I am asking the 2005 Legisla-
ture to add language to existing law that
an agency that fails to provide a designat-
ed area would be subject to a civil penal-
ty of not more than $5,000 per day for
each violation, plus payment of court
costs and attorneys’ fees. Further, any
such fees must be paid from the agency’s
regular operating budget.

Another major proposal is codifying
the constitutional language regarding the
“last general election.” Signatures must
be gathered from 10 percent of the total
number of voters in the “last general
election,” but which election” should be
used as the benchmark for initiative pe-
titions: (1) the percentage when a copy
of the petition is filed with the secretary
of state prior to circulation; (2) the per-
centage the day the petition is turned
into county clerks/registrars for signa-
ture verification; or (3) the date on
which the secretary of state orders
clerks/registrars to move forward with
signature verification? I am proposing
the standard be the percentage when the
petition is filed with the secretary of
state’s office.

The requirement enacted by the 2003

by Dean Heller, Secretary of State

I

“In light of the controversy surrounding ballot initiatives in
2004, what changes would you like to see enacted to ensure the
petition process is efficient and fair?”
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magazines and journals related to your
profession, postage, uniforms or special
work clothing, and more.

Home Office: To deduct expenses re-
lated to a home office, you must prove
that the home office was (1) used exclu-
sively and on a regular basis either as a
place of business to meet with clients in
the normal course of business or (2) it is
used for management and administra-
tive activities of your business and you
have no other fixed location where you
can do a substantial amount of such ad-
ministrative work.

Keeping well-organized and accurate
records will simplify the task of preparing
your tax return and protect your deduc-
tions should your return be subject to an
audit. Many small businesses pay more
taxes than necessary, often as a result of
missed deductions and lack of awareness
about tax law changes. A CPA can help
your small business make the most of all
the available tax benefits. 

Prepared by the Nevada Society of Cer-
tified Public Accountants

unning a successful small business
takes time, talent and a little tax
know-how. Here are some tax tips,

brought to you by the Nevada Society of
CPAs, that can prevent you from over-
looking valuable deductions and assist
you in managing the tax liability for
your small business.

Health Insurance: On 2004 tax re-
turns, self-employed taxpayers can
deduct 100 percent of their health insur-
ance costs.

Retirement Plans: The rules governing
eligibility, contribution limits and dead-
lines vary depending on whether you have
an IRA, SEP or Keogh. But one thing is
for sure: contributing to a qualified retire-
ment plan is a great way to reduce your tax
bill and save for your future.

Business Use of Car: If you use your
car for business, you can deduct expens-
es proportionate to your business use.
One option is to maintain records of
your actual expenses, such as gas, oil,
repairs, insurance and depreciation. Or
you can use the IRS’s standard mileage
rate, which is 37.5 cents per business
mile for 2004. Parking and tolls are fully
deductible regardless of which method
you choose.

Family Employees: Self-employed
business owners can reduce their overall
income tax liability by hiring their chil-
dren to help out. For 2004, your child
could have earned up to $4,850, tax-
free. Hiring your child shifts income
from a higher to a lower tax bracket, and
the salary gets deducted as a business
expense, as long as the work done by
your child is bona fide.

Section 179 Expensing Deduction:
When you buy new or used computers,
copiers, software, office furniture or
other business property, you can deduct

Keep More 
of What You Earn

100 percent of the cost in the year it is
placed in service rather than depreciat-
ing it over a number of years. For 2004,
the expensing deduction is set at
$102,000 (adjusted for inflation) and
phases out dollar-for-dollar when total
purchases for the year exceed $410,000.

Bonus Depreciation Deduction: If
you purchased assets in 2004 that exceed
the expensing deduction, you may be
able to take a bonus first year deprecia-
tion deduction of 50 percent of the re-
maining costs of new property put in ser-
vice before January 1, 2005. The
remaining cost is subject to the regular
depreciation schedule.

Travel and Meal Expenses: The cost
of travel by plane, train or auto and your
lodging is 100 percent deductible as
long as the travel was related to busi-
ness. You also may deduct 50 percent of
the cost of your meals while traveling.

Business Expenses: Ordinary and
necessary business expenses can be de-
ducted. Deductible expenses include ad-
vertising and promotion, bank service
fees, office supplies, interest on business
credit cards and loans, subscriptions for

Small Business Tax Checklist
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ith a rush of online fraud and
crimes targeting computers, you
must do your best as a business

owner to take precautionary steps to protect
your systems and your employees’ privacy
from online security invasions. 

Businesses need to watch out for a vari-
ety of “infractions” against computer hard-
ware and programs, including nosy hackers,

Take Security 
Measures Now

system-crippling viruses and unwanted
software downloads, costly frauds and
scams, and unwelcome spam.

First, you need to allocate adequate secu-
rity funding in your IT budget. The cost of
repairing and re-implementing computer
processes due to a security meltdown far
outweighs the cost of protecting your com-
pany’s computer hardware and software
right out of the gate. 

Employers and employees must each do
their parts for maximum security protection.
For employers, probably the most success-
ful guard against privacy invasion is in-
stalling firewalls on company computers.
Firewalls serve as an iron shield between
the software on your computer and the dan-
gers of outside parties. Some computer op-
erating systems, such as Windows XP SP2,
have firewalls built-in, while others must
have the walls installed. Second, make sure
each computer receives the security updates
that are implemented. Microsoft automati-
cally sends updates, but it is the user’s re-
sponsibility to download them. This is an
important step that will help keep comput-
ers up-to-date with the latest in security

technology. Optimum protection takes only
about five to 20 minutes out of the day. 

Lastly, utilize anti-virus software on
every computer. Viruses are costly and crip-
pling to an operating system, so it makes
sense to spend the money to purchase anti-
virus protection from a reputable company.
The protection should be updated periodi-
cally, with scans run on a routine basis.

Another important step is to educate your
employees. Contrary to their beliefs, your
employees need not be “tech-savvy” in
order to protect their workstations from on-
line invasions. They can perform quite a
few simple techniques. 

First, be very cautious of opening suspi-
cious e-mail. We all get junk mail, so try to
utilize the “junk” or “bulk” folders in your
system. E-mail scams, like “phishing,”
which deceives people into giving out per-
sonal financial information, have risen in the
past year, and a simple click of the mouse
can unleash a world of hurt. Only open e-
mails that, in your judgment, appear rep-
utable. Also, utilize and heed the warnings
of such software as McAffee, which scans e-
mail attachments for potential viruses.

Spyware is another issue. It is unwanted
software that is downloaded unbeknownst to
the user, and can cause computers to react
slowly and crash altogether. Much like an-
tivirus software, employees can download
antispyware programs and clean out the of-
fending programs from their hard drives. 

Here are a few simple precautions to
avoid identity theft:
• Use difficult passwords, mixing lowercase
with uppercase, numbers, etc.
• Regularly back-up data on disks and CDs.
• Avoid submitting credit card information
online.
• Fully disconnect from the Internet after
each use; log off of workstations.
• Discourage strangers from using your
computer.

Although it is true that even the most cau-
tious user can still fall victim to online se-
curity invasions, we can limit the danger
significantly and protect our businesses by
implementing a few necessary steps.

Jason Neiberger is president and director
of SkyBridge Wireless, Inc., a fixed wire-
less Internet broadband company that
specializes in providing high-speed Inter-
net access.

by Jason Neiberger

To Thwart Computer 
Invasions
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ealthcare in rural areas has long been
a daunting issue for administrators,
politicians and especially for the citi-

zens who depend on their local doctors and
hospitals for medical care. A program that
began in 1988 to address the needs of
healthcare in Nevada’s rural communities is
still feverishly working toward its goal of
ensuring access to above-standard care for
these residents. 

Nevada Rural Hospital Partners (NRHP)
has helped improve the reputation of rural
hospitals, but most importantly, it has
helped improve the care that local hospitals
provide to residents who often have no
other alternative for medical services. “The
organization was built on belief that small
and rural hospitals are stronger working to-
gether than standing alone,” said Robin
Keith, president of NRHP. “In order to be
viable, small and rural hospitals need five
basic things: a supportive operating envi-
ronment; adequate financial resources;
quality human resources; an appropriate
array of high-quality services; and adequate
facilities and technology.”

In the beginning, the program was called
Nevada Rural Hospital Project and was
funded by the Robert Wood Johnson Foun-
dation as part of its Hospital-Based Rural
Health Care Program. Though the name
has changed, the goals remain the same: to
improve the viability of rural hospitals; im-
prove access to healthcare for rural resi-
dents; and improve the quality of health
services in rural areas. 

NRHP began as a voluntary consortium
of 11 of Nevada's small, rural and frontier
hospitals, which already had a history of
working together as part of the Nevada
Hospital Association’s Rural Council.
There are now 14 member hospitals. Mem-
bers pay dues to NRHP and receive a num-

Rural Hospitals Band
Together To Improve
Healthcare

ber of services as benefits of membership,
as well as participating in fee-for-service
programs and grant-funded programs. The
members are located in Elko, Battle Moun-
tain, Winnemucca, Lovelock, Fallon, In-
cline Village, Carson City, Gardnerville,
Yerington, Hawthorne, Boulder City,
Caliente, Ely and Owyhee.

“Rural hospitals are important to local
economies, and they certainly play a vital
role in fostering economic development,”
said Keith. NRHP hospitals employ about
2,200 people, and contribute about $100
million to Nevada’s economy. 

Some of the accomplishments of NRHP
since its inception include: funding grants
for teleradiology and telemedicine; a dis-
tant-learning nursing program; revolving
capital loan pool; a shared chief financial
officer; technology upgrades; and a wide-
area-network. Additionally, the program
has supported the development of shared
information technology programs that in-
clude: conversion of paper records and radi-
ology images to digital records and images;
hospital information systems integration;
data disaster recovery; data security; and
centralized applications (e-mail manage-

ment, network server and Web site support).
Assistance has also been provided in staff

training, standardization of hospital depart-
ment policies and procedures, quality assur-
ance management, managed care contract
negotiation and review, administrator re-
cruitment, strategic planning, review of
hospital operations, board development and
financial management.

NRHP also serves as an advocate in regu-
latory and legislative issues dealing with
Medicaid rates, patient safety, taxation, work-
force development, tort reform, expansion of
the CAH designation (Critical Access Hospi-
tal) to larger facilities, federal Medicare equi-
ty between rural and urban areas, and federal
protection of rural markets.

“Viable hospitals are important because
they deliver healthcare services and educa-
tion, and they are anchors for other types of
providers such as physicians, physical ther-
apists and pharmacists,” Keith said. “NRHP
is important because of the vast distances
between facilities in Nevada and the fact that
there are few options for getting treatment.
Rural populations are generally older, sicker
and poorer than urban populations, so this
equals a greater need for services.”

by Mae Flennoy
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ver dinner a few weeks ago, some
friends asked me about the benefits
of a living trust. When I finished

my explanation, they stared at me in sur-
prise and asked, “Then why doesn’t
everyone have a living trust?” That’s a
good question. The only answer I could
think of was, “You can lead a horse to
water, but you can’t make him drink.”

Why Everyone
Needs A 
Living Trust

Actually, an individual’s failure to es-
tablish a living trust is an act of utmost
selfishness. The most common reasons
for not establishing a trust are “I don’t
have time” or “I don’t want to spend a
couple thousand dollars.”

But if you die without a living trust,
you will almost certainly subject your
family to hassles and inconveniences, not
to mention thousands of dollars of un-
necessary expenses. Furthermore, they
will be forced to put up with those incon-
veniences and incur those expenses at a
time when they are least able to deal with
such traumas because of the grief and
sorrow they will be suffering. Who wants
to subject his or her family to that?

When someone dies without a living
trust, the only way to transfer property to
designated heirs (whether the person has
a will or not) is through probate. The fam-
ily must hire an attorney (generally for a
fee of 5 percent of the estate), have nu-
merous meetings, fill out countless forms,
seek court approval for everything they
do, and finally – six to nine months later
– distribute the assets to the designated
heirs. The entire proceeding is expensive

and time-consuming, and all the informa-
tion about the family’s assets and liabili-
ties become part of the public record.

On the other hand, if an individual has
properly established a living trust, none
of this expense, hassle or publicity is
necessary. Because the trust owns all the
assets and because the trust continues on
after the individual dies, there is no need
for probate. The trust document itself
designates a successor trustee (someone
to take over management of the assets
after the death of the trustor), and with
the death certificate and the trust docu-
ment, that successor trustee can immedi-
ately write checks on bank accounts,
manage or sell property or transfer prop-
erty to designated heirs.

A couple years ago I had a meeting with
a widow whose husband had died sudden-
ly in a traffic accident. Not only did she
not know what assets the family owned,
but her husband had been the only signa-
tory on the bank account for the family’s
business. Employees and suppliers needed
checks and the landlord was threatening
eviction if rent wasn’t paid, yet all assets
were frozen because the bank account
wasn’t part of the family’s living trust. 

Many people assume they are not going
to die any time soon. This is another big
reason why they do not “get around to”
setting up a living trust. But this is selfish
as well. Are you going to subject your
family to the risk of tremendous inconve-
nience and expense simply because you
do not want to deal with the unsettling
notion of discussing your demise? 

Other than a little time and money,
there is no downside to setting up a liv-
ing trust. There is simply not a valid rea-
son why a person who is modestly afflu-
ent should not establish such a trust.
Many people say, “I intend to set up a
living trust, but I am waiting until ‘X’
occurs.” X can be anything (selling the
house, getting a new job, buying life in-
surance, etc.). But no matter what your
X is, it isn’t a reason to wait. We always
have an X in our lives. It is no excuse for
procrastinating, and a poor excuse for
subjecting your family to the attendant
risks of dying without a living trust.

Albert G. Marquis is an attorney with the
Las Vegas law firm of Marquis & Aurbach.

by Albert G. Marquis
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“I’m proud to be able to partner with a
great City Council and City staff that
has worked to bring hundreds of busi-
nesses and thousands of jobs to North
Las Vegas since I became Mayor.

With your support I am looking forward
to another four years working with the 
business community in making North 
Las Vegas the leader in economic
growth.”

Mayor Mike Montandon

North Las Vegas Mayor Mike Montandon 
understands that a healthy economy 

means a healthy community.
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A
ny discussion about Social Security reform should begin
with a reminder: Social Security is your program, not the
government’s. The issues being discussed center on your re-

tirement security, your peace of mind, your money and your fu-
ture. With that in mind, doesn’t it make sense to give American
workers the same options that members of Congress have?  If you
would like to see a better return on the money you pay into the So-
cial Security system, should you have that option, or should we
allow Beltway bureaucrats to tell you that you don’t?

We must strengthen and save Social Security now. Social Security is
careening down the road to financial ruin, and it is our moral responsi-
bility to tackle this issue now instead of leaving it for our children’s
generation to solve. There are those on the other side of this debate who
remind me of a group of ostriches, hiding their heads in the sand and
hoping the problem will go away. Thankfully, President Bush realizes
that inaction now will mean disaster for Social Security later.

It is very important to realize that the President’s ideas for
strengthening Social Security will not impact our country’s re-
tirees one bit. For older Americans, the program is fully funded
and will provide the security they deserve and the peace of mind
they have earned. But for younger workers, Social Security’s
promise of financial security in retirement is seriously at risk. Giv-
ing American workers the same option that members of Congress
have – investing a small portion of their Social Security taxes into
personal accounts – is the best way to ensure retirement security.
This will provide a nest egg they can call their own and which the
government can never touch. And again, it’s voluntary. If they
don’t want to participate, they don’t have to. The choice is theirs.
It’s unfortunate that some Washington bureaucrats don’t want to
trust American workers with the option of a personal nest egg for
their retirement security.

The Social Security program, almost 70 years old now, has done
a lot of good for millions of American retirees. But it simply can-
not survive if we don’t take some of the control of the program out
of bureaucrats’ hands. Let’s give younger workers a stake in their
retirement. They should be allowed to create personal retirement
security accounts that they own. That they control. By not sticking
our heads in the sand and by accepting our responsibility to
strengthen and save Social Security now, we will make retirement
security a reality for the next generation.

S
ocial Security is the most successful social program in
the history of our country. It allows millions of seniors to
live independently and with dignity. Social Security re-

duces the poverty rate among seniors from about 50 percent to
about 10 percent, and provides critical support for the disabled
and for the surviving family members of workers who die. I re-
member as a young boy my own grandmother getting her “old
age pension check” and the self-respect and pride she felt at
not having to rely on her children to care for her. 

Social Security is a program well worth saving, and there is a
need for Congress and the President to work together to
strengthen and improve the program. However, it is misleading
to describe the current situation as a crisis. According to the
Congressional Budget Office, which is a non-partisan agency,
we will be able to pay full Social Security benefits for nearly 50
years into the future. And after that, we will still have the abili-
ty to pay 80 percent of benefits.  

The baby boom generation will eventually put pressure on the
Social Security program, and we need to address this challenge.
We need to make sure the program is solvent not just 50 years
into the future, but for generations past that. But we must do it
right. We have time to craft a thoughtful solution that will not
cut benefits or add massive debt. It will take tough choices and
prioritizing our budget, but it can be done. 

Privatizing Social Security, as President Bush has pro-
posed, would shift the risk to seniors, linking benefits to the
volatile stock market. This would weaken Social Security’s
role as a guaranteed safety net. President Bush’s plan would
also cause massive and irresponsible increases in our coun-
try’s debt, leading to higher interest rates and tax increases.
And in secret memos recently uncovered by the press, the
White House plan would drastically cut the amount of
money seniors get each month. In other words, the Presi-
dent’s plan would not strengthen Social Security – it would
destroy it. 

Social Security is America's promise to those who work hard
and play by the rules. I look forward to working cooperatively
with the President, not only to address Social Security’s long-
term challenges, but also to develop new and innovative ways to
promote savings.

Question:
Should Congress adopt the changes President Bush proposes 

for the Social Security system?

Yes:
Strengthening Social Security is Vital

by Senator John Ensign (R-NV)

No:
Save Social Security

by Senator Harry Reid (D-NV) 
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s an employer, critical to your suc-
cess is selection of the “right per-
son” for the job. Proper analysis of

a prospective candidate’s résumé and
references is only part of the process.
Many business owners unintentionally
miss opportunities to gain valuable in-
sights by not asking pertinent questions
in the interview process. Asking the
right questions and listening keenly to
the candidate’s answers will help you
gauge a potential fit.

Your questions, the candidate’s re-
sponses and your analysis of those re-
sponses may ultimately be the deciding
factor in hiring the best candidate. Be-
yond the simple and routine interview
questions, here are three questions (and
the reasons “why”) geared to assist em-
ployers in the selection process:
1. Motivation: “Which elements would
you change at your current company that
would make you stay there?” The goal of
this question is to establish the candi-
date’s motivation for making a change.
The candidate is obviously interested
enough to prepare and come to the inter-
view. Now let’s find out what is driving
that interest. Asking the candidate to
specifically list desired areas of change
will give you insight into the general pa-
rameters of the candidate’s unhappiness
with the current employer or job situa-
tion. While no job is ideal, the candi-
date’s responses can indicate how he or
she deals with stress, interpersonal rela-
tionships and recognition issues tied to
compensation. As a prospective employ-
er, you want to be certain that the re-

The All-Important
Job Interview

sponses do not raise any significant red
flags that could potentially carry over to
your company. 
2. Adversity: “Tell me about a specific
challenge or setback you have faced.”
Instead of asking the candidate to simply
list his or her most significant accom-
plishments, we are focusing here on
ability to overcome adversity. By de-
tailed a particularly challenging situa-
tion or setback, we are seeking to under-
stand that person’s capacity to
problem-solve, use available resources
and build teamwork both up and down
the corporate ladder. Employers should
listen carefully to the response in order
to ascertain the candidate’s ability to
think critically and succeed independent
of supervision. This should allow you to
better understand and analyze judgment
and reasoning skills as well.
3. Culture/Work Environment: Ask
the candidate to finish the following sen-
tence: “I’d describe my current work en-
vironment and company culture as ….”
This open-ended format will allow you
to better understand not only where the
candidate is coming from, but also how
and if he or she will fit into your corpo-
rate culture. When conducting inter-
views, allowing the candidate to finish
the thought gets a more unrehearsed re-
sponse. Those are the responses you
need to assist your decision. Adding a
new member to your team should always
be a win proposition for the company.
You must add value to your organization
by hiring not only the most qualified
candidate for the role, but the best fit
culturally as well. Nothing is more de-
structive to a potent and capable busi-
ness unit than adding a “bad apple.”
Focus on the candidate’s answers and as-
sess if that individual will fit culturally
into your group.

Going beyond “standard interview ques-
tions” will allow employers to hire more
successfully and retain key performers to
build a profitable team. Identifying and hir-
ing top performers will add value to your
bottom line today and tomorrow. 

William Werksman of Resource Partners
manages a staff of executive recruiters out
of his firm’s Las Vegas headquarters and
oversees 56 career-related Internet sites.

by William Werksman
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Business Indicators
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ment of Commerce, U.S. Bureau of Labor Statistics, U.S. Census Bureau; U.S. Federal Reserve Bank.
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evada experienced a year of
strong growth in 2004. From
January to December, each

month’s year-over-year percentage
growth exceeded 10 percent. More-
over, the Silver State did not suffer
the midyear soft spot the U. S. econ-
omy experienced. In short, Nevada’s
performance was outstanding.

By year’s end, Nevada’s employ-
ment was up 4.8 percent for the year.
Clark County and Washoe County
employment levels were up 5.3 and
4.1 percent, respectively. U.S. em-
ployment was up 1.7 percent over the
same period. Unemployment rates
for Nevada, Clark County and
Washoe County were 3.6, 3.5 and 3.3
percent, respectively. Lower rates
would suggest firms are unable to
find workers; and higher rates would
signal workers are unable to get
jobs. The 3 to 4 percent unemploy-
ment rates account for workers mov-
ing about from old to new jobs. As a
result, 3.6 percent rates are about as
good as they get.

With Nevada and U.S. construction
industries posting record numbers
since 2001, one might reasonably ex-
pect more modest numbers for 2005,
particularly as the Fed continues to
push interest rates up. In Nevada,
some market corrections are under-
way. Permitting for residences is
down for December in both Las
Vegas and Reno. Commercial per-
mits, however, remain positive.

Overall, the year ahead calls for
more moderate growth, down about
a full point from last year. This lower
rate of growth in U.S. GDP, however,
will be accompanied by better job
growth than we have seen since
2000. Nevada, having sprinted
throughout 2004, will also see more
modest growth in 2005, if for no
other reason than the difficulty of
maintaining its employment, gross
gaming revenue and taxable sales
numbers. Major indicators will move
forward at slower rates in 2005. Still,
2005 will be a good year.

R. Keith Schwer
UNLV Center for Business and 
Economic Research
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