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	 The	White	House	has	been	trying	since	Obama’s	first	term	to	silence	dissent,	tar-
geting	conservative	media	outlets	and	conservative	commentators.		Why?	Because	they	
seem	to	be	the	only	ones	asking	the	hard	questions.	Who	else	is	asking	what	really	
happened	at	Benghazi	and	why	four	of	our	citizens	were	left	there	to	die?		Who	else	
is	asking	why	the	drone	program	is	killing	U.S.	citizens	with	impunity?		Who	else	is	
asking	what	the	long-term	effects	of	Obamacare	will	be,	and	why	the	national	debt	is	
being	allowed	to	spiral	out	of	control?		
	 Mainstream	media	outlets,	which	are	run	and	staffed	by	liberals,	are	not	research-
ing	facts	to	make	sure	government	officials	are	telling	the	truth	and	acting	in	our	best	
interests.	 	 If	 you’ve	 ever	watched	 the	 president	 being	 interviewed	 on	 a	major	 news	
program,	you’d	think	it	was	set	up	by	a	public	relations	firm	that	fed	him	softball	ques-
tions	in	advance.		Networks	choose	which	stories	to	report	and	which	to	bury,	and	then	
decide	how	to	“spin”	the	stories	they	run.		Here’s	just	one	example:	when	the	liberal	
media	couldn’t	discredit	what	Marco	Rubio	was	saying	in	his	rebuttal	to	Obama’s	State	
of	the	Union	address,	they	made	a	big	deal	about	him	stopping	to	take	a	sip	of	water.		
Was	that	journalism?		
	 In	October	2009,	David	Axelrod,	who	was	then	the	White	House	senior	advisor,	
said	on	a	national	news	program	that	Fox	News	is	“not	really	a	news	station”	and	that	
much	of	its	programming	is	“not	really	news.”		That	same	month,	White	House	Com-
munications	Director	Anita	Dunn	called	Fox	News	“a	wing	of	the	Republican	Party”	
and	said,	“Let’s	not	pretend	they’re	a	news	network	the	way	CNN	is.”	
	 The	administration	has	been	trying	to	discredit	conservative	outlets	for	years.		The	
White	House	kept	Fox	News	off	conference	calls	dealing	with	the	Benghazi	attack,	
maybe	because	Fox	was	the	only	outlet	asking	tough	questions	about	what	happened.		
They	even	tried	to	blame	conservative	journalists	for	Congress’	failure	to	pass	legisla-
tion	at	year-end	2012.		In	an	interview	in	The New Republic,	Obama	said,	“If	a	Re-
publican	member	of	Congress	is	not	punished	on	Fox	News	or	by	Rush	Limbaugh	for	
working	with	a	Democrat	on	a	bill	of	common	interest,	then	you’ll	see	more	of	them	
doing	it.”
	 Freedom	of	the	press	is	a	basic	tenet	of	the	U.S.	Constitution.	The	administration	
may	not	like	what	conservative	media	outlets	say,	but	they	don’t	have	the	right	to	silence	
them.		I	don’t	like	what	some	of	the	liberal	media	writes	or	broadcasts,	but	I’d	defend	
their	right	to	express	their	opinion.		It’s	called	the	First	Amendment.
	 Fox	News	has	been	criticized	for	its	motto	of	being	“fair	and	balanced”,	because	for	
the	most	part	it	does	express	a	conservative	point	of	view	instead	of	a	“balanced”	one.		
But	when	you	think	about	it,	Fox	News	and	other	voices	of	conservatism	play	a	vital	
role	in	trying	to	balance	the	liberal	bias	of	the	rest	of	the	media	by	presenting	a	different	
point	of	view.		If	you	hear	only	one	side	of	a	story,	you’re	not	hearing	the	whole	truth,	
and	that’s	not	fair,	to	you	or	to	the	country.		So,	“fair	and	balanced”	information	is	the	
end	result.	
	 It’s	time	to	admit	that	the	mainstream	media	has	a	not-so-secret	agenda	to	support	
the	Progressive,	socialist	programs	that	Obama,	Reid	and	Pelosi	are	 trying	to	shove	
down	our	throats.		Liberals	don’t	want	us	to	think	for	ourselves	or	to	question	what	we	
hear.	Someone	has	to	hold	the	current	administration	accountable	instead	of	trying	to	
sweep	things	under	the	rug.		We	need	whistleblowers	like	Fox	News	and	conservative	
commentators	to	give	us	the	other	side	of	the	story.
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s	the	Silver	State	struggles	to	pull	itself	
out	of	the	worst	recession	many	Neva-
dans	have	seen	in	their	lifetime,	ex-
ecutives	are	beginning	to	see	a	light	
at	 the	end	of	 the	tunnel.	This	year	

marks	 the	eleventh	annual	Power	Poll	wherein	
Nevada Business Magazine	 asked	 executives	
throughout	the	state	to	speak	up	on	issues	that	
affect	their	businesses.	This	year’s	poll	illustrates	
that	“light	at	the	end	of	the	tunnel”	mentality	and	
executives	 have	 expressed	 their	 hope	 that	 the	
worst	is	over	for	Nevada.	
	 The	Power	Poll	survey	was	sent	out	at	the	be-
ginning	of	2013	to	executives	and	business	own-
ers	 throughout	 the	 state.	 Several	 hundred	 busi-
ness	owners	and	executives	responded	to	the	poll,	
weighing	 in	 on	 issues	 ranging	 from	healthcare	
to	education	to	taxes.	Those	responses	were	re-

viewed	and	tallied	to	tabulate	percentages	for	the	
state	as	a	whole.	The	numerical	results	from	this	
year’s	poll,	along	with	interviews	from	participat-
ing	executives	and	historical	numbers	from	previ-
ous	polls	are	included	in	the	following	pages.
	 While	not	 a	 scientific	poll,	 the	Power	Poll	
does	shed	some	light	on	where	business	is	going	
into	2013.	The	poll	is	very	nearly	split	between	
executives	and	business	owners	with	the	latter	
representing	 54	 percent	 of	 respondents.	 This	
year’s	poll	followed	population	trends	with	70	
percent	of	 respondents	hailing	 from	Southern	
Nevada,	2	percent	from	Rural	Nevada	and	the	
remaining	28	percent	 from	Northern	Nevada.	
Additionally,	companies	that	have	been	in	Ne-
vada	for	over	20	years	have	increased	with	53	
percent	of	respondents	having	been	here	for	that	
time	period	or	longer.

A

Power   Poll  2013

Nevada 
Executives 
Speak OUt
By Tarah Figueroa
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Up, Down, Flat
	 While	it’s	tough	to	predict	the	end	of	a	
recession,	the	number	of	respondents	that	
said	Nevada	has	hit	 the	bottom	is	up	by	
five	percent.	For	the	past	two	years,	over	
half	of	those	polled	have	said	that	the	re-
cession	has	ended,	with	a	high	58	percent	
this	 year	 indicating	 Nevada	 has	 finally	
seen	the	end	of	the	recession,	compared	
to	53	percent	from	2012’s	poll.	
	 Many	 executives	 feel	 that,	 not	 only	
has	Nevada	reached	the	bottom,	we’re	al-
ready	seeing	an	 improvement.	Fifty-two	
percent	 of	 business	 owners	 and	 execu-
tives	stated	that	they	are	already	seeing	a	
rebound.	

	 “We’ve	hit	the	bottom	and	we’re	already	
bouncing	up,”	 said	Nat	Hodgson,	CEO	of	
the	 Southern	 Nevada	 Homebuilder’s	 As-
sociation.	 “We’re	 not	 going	 to	 go	 straight	
up	but	we	are	going	back	up.	I’m	very	opti-
mistic.	I	don’t	think	we’re	going	to	go	back	
down.”

	 “I	do	think	things	are	starting	to	pick	back	
up,”	 said	 Tim	 Erlach,	 president	 of	 Erlach	
Computer	Consulting,	a	Northern	Nevada	IT	
firm.	“Just	looking	at	my	clients,	they’re	in-
vesting	in	their	IT	infrastructure	more	from	
the	idea	of	looking	forward.	There’s	an	atti-
tude	which	is	more	of	a	positive.	I	think	that	
drives	 the	 economy.	 If	 people	 feel	 secure,	
they	will	spend	money.	It	becomes	a	domino	
effect.”

	 On	 the	other	side	of	 the	coin,	of	 the	42	
percent	of	respondents	 that	said	we	haven’t	
reached	the	end	of	the	recession,	a	resound-
ing	94	percent	said	there	would	be	another	12	
months	or	more	before	we	hit	bottom.	Differ-
ing	opinions	have	executives	either	seeing	an	
uptick	already	or	continuing	to	batten	down	
the	hatches	for	the	long	haul.
	 “I	don’t	think	it’s	over,”	said	Katy	Simon,	
county	manager	for	Washoe	County.	“In	ev-
ery	other	case,	the	jobs	that	were	lost	during	
the	recession	were	gained	within	a	short	pe-
riod	of	time,	generally,	within	a	couple	years.	
We’re	nowhere	near	recovering	the	jobs	that	
we	lost.	Frankly,	it’s	a	structural	reset	of	the	
economy.	We’re	stabilizing,	but	we’re	not	out	
of	the	woods.”

Respondent Profile

Business Owner

Executive

2013

54%

46%

2012

62%

38%

2011

55%

45%

2010

44%

56%

Company Location

Northern Nevada

Rural Nevada

Southern Nevada

2013

28%

2%

70%

2012

24%

1%

75%

2011

22%

2%

76%

2010

23%

2%

75%

Length of time company has been
doing business in Nevada:

Less than five years

5-9 years

10-19 years

20+ years

2013

5%

13%

29%

53%

2012

4%

15%

33%

48%

2011

11%

15%

34%

40%

2010
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15%

28%

47%
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Yes

No

2012

53%

47%

2010

44%

56%

2013

58%

42%

2011

55%

45%

If yes, how long before things pick up?

Already seeing rebound

6 months

12 months

18 months

24 months

More than 24 months

2013

52%

7%

16%

12%

7%

6%

2012

36%

6%

26%

10%

15%

7%

2011

25%

17%

31%

15%

9%

3%

If no, how long before we
do hit the bottom?

Already seeing rebound

6 months

12 months

18 months

24 months

More than 24 months

2013

3%

3%

29%

22%

20%

23%

2012

0.0%

11%

51%

15%

12%

11%

2011

1%

22%

31%

28%

9%

9%

	 “The	housing	market	was	hit	pretty	badly	
in	Nevada,”	added	Gary	Pierce,	the	owner	of	
Reno-Tahoe	Tour	Company.	 “I	 don’t	 think	
the	foreclosure	crisis	is	nearly	over,	we’re	just	
in	the	middle	of	it.”
	 “What	 occurred	 four	 or	 five	 years	 ago	
was	a	wake-up	call	for	our	community,”	said	
Todd	Sklamberg,	CEO	of	Sunrise	Hospital	
and	Sunrise	Children’s	Hospital	in	Southern	
Nevada.	“I	think	we’re	seeing	strong	public/
private	partnerships	to	address	some	of	these	
opportunities.	It’s	going	to	be	a	long	haul,	but	
it	just	gets	back	to	the	overall	optimism.”
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Government’s Role
	 The	 involvement	 of	 government	 in	 the	
day-to-day	 operations	 of	 business	 is	 a	 hot	
topic	amongst	many	executives.	This	year,	71	
percent	 of	 respondents	 indicated	 they	 were	
concerned	about	the	trend	of	government	in-
tervention,	clearly	a	majority	of	those	polled.		
However,	the	percentage	of	those	concerned	
is	down	from	previous	years.

	 “The	system	is	challenged,”	said	Jack	Lon-
don,	president	and	CEO	of	London	Medical	
Management.		“I’ve	always	been	an	advocate	
of	 capitalism	 and	 its	 sense	 of	 competition.	
That’s	what	we	do	every	day.	If	you	don’t	live	
it,	you	can’t	manage	it.	If	you	don’t	experience	
it,	how	can	you	direct	it?	It	should	be	left	to	the	
marketplace.”

	 “I’m	quite	concerned	about	it,”	said	Joseph	
W.	Brown,	 director	 for	 Fennemore	Craig,	 a	
statewide	 law	firm.	 “It	 tends	 to	 grow	 every	
time	 the	 legislature	meets,	 every	 time	Con-
gress	 meets.	 People	 want	 more	 and	 more	
from	government,	 they	want	 government	 to	
do	more	for	them.	So,	government	flexes	its	
shoulders	 to	regulate	everybody	and	doesn’t	
feel	that	anybody	is	confident	to	run	their	own	
business	and	take	care	of	themselves.”

	 “I	 believe	 in	 smaller	 government,”	 said	
Hodgson.	“I	believe	in	letting	the	local	areas	
run	their	municipalities	like	a	business.	Unfor-
tunately,	when	I’ve	seen	the	government	step	
in	at	any	level,	it’s	usually	not	good	for	busi-
ness	and	not	good	for	citizens	of	the	state.”
	 Simon,	who	works	 in	government,	has	a	
different	 perspective	when	 it	 comes	 to	 gov-
ernment	intervention.	“I	bristle	when	people	
talk	about	government	intervention,”	she	said.	
“We	are	very	much	at	the	local	level.	Just	like	
local	citizens,	we	feel	victimized	by	mandates	
from	 the	 federal	 government	 and	 the	 state	
government.	 We	 believe	 in	 local	 decision	
making.	I’m	not	intervening	in	your	life;	I’m	
supporting	your	life.	One	of	the	things	we’re	
frustrated	by	is	people	will	say,	‘I’m	tired	of	
government	regulation.’	My	response	has	al-
ways	 been,	 ‘Which	 government	 regulation?	
Tell	me	what	you	want	 to	 change.’	We	can	
have	a	dialogue	about	that.”
	 The	Affordable	Care	Act	is	another	con-
cern	 for	many	 business	 executives	with	 the	
vast	majority	 expressing	 some	 level	 of	 con-
cern	about	its	affect	on	their	business.	

	 “I	 don’t	 think	 that	 many	 people	 in	 our	
community	 understand	 the	 nuances	 of	 that	
law,”	said	Dana	Serrata,	executive	director	of	
Helping	Hands,	a	Southern	Nevada	non-profit	
that	 assists	 the	 elderly	 and	disabled.	 “There	
are	some	good	things	in	there	and	there	are	
some	things	that	will	create	a	burden	for	peo-
ple.	My	concern	is	surrounding	the	fact	that	
nobody	really	understands	it.”
	 One	executive	expressed	his	concern,	not	
just	for	his	company,	but	for	his	employees	as	
well,	whom	he	fears	will	face	higher	costs	be-
cause	of	the	Act.
	 “At	 some	 point,	 I	 believe	 that	 when	 the	
company	pays	for	healthcare,	the	employee	is	
going	to	have	to	start	paying	income	tax	on	

Joseph W. Brown
Fennemore Craig

Todd Sklamberg
Sunrise Hospital and

Sunrise Children’s Hospital

Jack London
London Medical

Management

Dana Serrata
Helping Hands

http://acceleratedlv.com


12                                        March 2013 www.NevadaBusiness.com

Cover Story | Power Poll 2013

that,”	said	Frank	Martin,	president	and	CEO	
of	 Southern	 Nevada	 based	 Martin-Harris	
Construction.	“That’s	my	big	fear	and	that’s	
the	piece	that	is	hidden	in	this	healthcare	bill	
that	I’m	afraid	is	going	to	come	to	be.	For	the	
first	time,	in	2012,	we	have	to	show	the	cost	of	
that	healthcare	on	the	employee’s	W-2	form.”

	 Another	 concern	 businesses	 are	 facing	
now	is	the	possibility	of	an	increased	tax	bur-
den	arising	from	Nevada’s	current	legislative	
session.	It’s	clear	there	is	a	budget	deficit,	the	
question	then	becomes,	who	pays	to	close	that	
gap?	 Sixty-nine	 percent	 of	 respondents	 ex-
pressed	concern	 that	 their	businesses	would	
be	 the	 ones	 tapped	 to	 balance	 the	 budget	
through	increased	taxes.

	 “I	don’t	think	anybody	likes	to	see	taxes	
go	up,”	said	Deborah	Danielson,	president	of	
Danielson	Financial	Group,	a	Southern	Ne-
vada	based	 investment	firm.	 “I	 think	 there	
are	essential	services	that	we	need	to	fund.	
There	are	salaries	that	need	to	be	addressed.	
But,	I	also	think	there	is	a	lot	of	waste	and	
things	 that	 have	 not	 been	 reassessed	 that	
should	and	could	be.”

	 “We’re	quick	to	say,	 let	 them	pay	more,”	
said	Danielson.	 “I’m	 sure	 everybody	would	
like	to	say,	‘Let	the	other	guy	pay	more.’	Gam-
ing	has	brought	a	lot	to	our	community	and	
we	want	to	be	mindful	that	we	don’t	always	
go	back	to	the	deepest	pockets	and	say,	‘Why	
don’t	you	pay	more	because	you	can.’	For	the	
most	part	they	are	paying	their	fair	share.”
	 In	regards	to	the	mining	industry,	Brown	
said,	“They	pay	a	lot	of	taxes	in	this	state.	
The	price	of	gold	is	very	strong	right	now,	
not	 at	 its	 high,	 but	 still	 pretty	 strong.	Be-
cause	the	world	economy	is	so	fragile	right	
now,	 I	wouldn’t	 bet	my	 life’s	 savings	 that	
gold	will	stay	at	the	price	it	is.”

Deborah Danielson
Danielson Financial Group

Lori Bryant
DeVry University

Nevada’s gaming industry is
paying its fair share of taxes.

Strongly Agree

Agree Somewhat

Disagree Somewhat

Strongly Disagree

2013

20%

47%

25%

8%

2010

22%

49%

20%

9%

2011

21%

49%

23%

7%

2012

12%

58%

22%

8%

Nevada’s businesses have
too much of a tax burden.

Strongly Agree

Agree Somewhat

Disagree Somewhat

Strongly Disagree

2013

22%

43%

31%

4%

2012

18%

48%

28%

6%

2011

28%

43%

25%

4%

2010

18%

45%

31%

6%

Nevada’s mining industry is paying
its fair share of taxes.

Strongly Agree

Agree Somewhat

Disagree Somewhat

Strongly Disagree

2013

13%

39%

28%

20%

2012

7%

35%

32%

26%

Do you support a state income tax?

Yes

No

2013

14%

86%

2012

12%

88%

2011

19%

81%

2010

11%

89%

Speaking of Taxes…
	 The	issue	of	taxes	is	a	continual	concern	
for	business	executives	in	Nevada.	Sixty-five	
percent	of	respondents	felt	that	Nevada	busi-
nesses	have	too	much	of	a	tax	burden.	

	 “I	think	the	balance	of	the	tax	burden	is	
not	centered	right,”	said	Lori	Bryant	who	
serves	as	campus	director	for	DeVry	Uni-
versity.	“It’s	not	balanced	with	other	taxes	
that	should	be	in	place	to	keep	a	balance	
between	 businesses	 and	 individuals	 and	
industry.”
	 This	sentiment	 is	mirrored	for	both	 the	
mining	 and	 gaming	 industries.	 Fifty-two	
percent	of	respondents	felt	 that	 the	mining	
industry	is	paying	it’s	fair	share	of	taxes,	an	
increase	of	10	percent	over	last	year.	For	the	
gaming	industry,	that	number	is	even	higher	
with	67	percent	of	 respondents	saying	 that	
gaming	 is	 paying	 its	 fair	 share.	 	However,	
that	number	has	come	down	from	last	year’s	
poll	with	fewer	executives	saying	gaming	is	
paying	its	fair	share.

How concerned are you about the trend
of government intervention?

Very Concerned

Somewhat Concerned

Not Very Concerned

Not Concerned At All

Declined to Answer

2011

62%

16%

8%

1%

13%

2010

58%

26%

12%

4%

0%

2012

53%

25%

8%

2%

12%

2013

50%

21%

8%

2%

19%

How concerned are you
about ObamaCare?

Very Concerned

Somewhat Concerned

Not Very Concerned

Not Concerned at All

Declined to Answer

50%

15%

9%

7%

19%

How concerned are you about
increased taxes from Nevada’s

2013 Legislative Session?

Very Concerned

Somewhat Concerned

Not Very Concerned

Not Concerned at All

Declined to Answer

45%

24%

8%

4%

19%

Frank Martin
Martin-Harris Construction
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Cover Story | Power Poll 2013

	 “Nevada	 is	 a	 state	 that	 entrepreneurs	
are	welcomed,”	 said	Bryant.	 “They’re	al-
lowed	to	get	started	with	their	businesses.”
	 “It’s	 very	 welcoming,”	 said	 Brown.	
“It’s	a	whole	 lot	cheaper	 to	operate	here	
without	all	of	the	unitary	taxes,	corporate	
taxes	 and	 personal	 income	 taxes.	 That’s	
why	we	have	had	a	real	upsurge	in	busi-
nesses	relocating	here.	That	is	the	reason	I	
see	a	bit	of	improvement	in	our	economy,	
though	we	still	have	a	long	ways	to	go.”

	 When	 asked	 if	 they	 would	 support	
a	 state	 income	 tax	 to	 help	 pick	 up	 the	
slack,	 86	 percent	 of	 respondents	 said	
no.	Many	feel	that	instituting	such	a	tax	
would	 hurt	 both	 existing	 business	 and	
economic	development	for	Nevada,	both	
of	which	are	vital	 to	 the	state’s	contin-
ued	survival.
	 “That’s	one	of	the	things	that	has	made	
the state attractive to businesses coming 
in,”	 said	Erlach.	 “Once	you	 start	 a	 state	
income	tax,	it	may	start	small,	but	it	will	
rapidly	expand.	It’s	a	government	mental-
ity.	 I	would	 rather	 have	 control	 over	my	
money	 than	 someone	 taking	 it	 from	me	
and	deciding	where	it	needs	to	go.”

Movin’ On Up
	 The	majority	 of	 respondents	 (52	 per-
cent)	indicated	they	expect	their	business-
es to continue to improve in the coming 
year.	Additionally,	many	 businesses	 saw	
an	 uptick	 from	 2011	 to	 2012	 with	 that	
trend	continuing	in	this	year’s	poll.	Near-
ly	half	of	the	respondents	said	that,	when	
compared	to	this	time	last	year,	their	busi-
nesses	are	doing	either	much	or	somewhat	
better,	 with	 only	 21	 percent	 indicating	
their	business	was	worse.
	 “We	 saw	 improvement	 over	 the	 last	
year	 and	 I	 think	 we’re	 going	 to	 contin-
ue	 seeing	 improvement,”	 said	 Serrata.	
“We’re	seeing	companies	 start	 to	 loosen	
up	their	belts	and	giving	out	sponsorships,	
donations	and	grants	 that	 they	weren’t	 a	
year	ago.”
	 “My	 business	 is	 better	 today	 than	 it	
was	a	year	ago,”	said	Martin.	“My	2012	
was	better	than	my	2011	and	my	2013	is	
looking	 like	 it’s	 going	 to	 be	 better	 than	
my	 2012.	 Some	 of	 it	 is	 in	 projects	 that	
have	been	put	on	hold	that	are	starting	up	
again.”	
	 In	 addition	 to	 the	 improvement	 of	
business’	 bottom	 line,	 65	 percent	 of	 re-
spondents	 indicated	 they	 didn’t	 have	 to	
reduce	staff	in	the	last	year,	up	10	percent	
from	2012’s	 poll.	 This	 is	 good	 news	 for	
Nevada,	 a	 state	 that	 has	 had	 significant	
unemployment	 woes	 in	 the	 past	 several	
years.	

What’s Up, Nevada?
	 As	 far	 as	 the	 state	 of	 the	 state	 goes,	
according	 to	 executives,	 Nevada	 isn’t	
doing	 half	 bad,	 especially	 considering	
the	 effects	 of	 the	 recession	 here.	When	
asked	 how	 Nevada’s	 economy	 is	 when	
compared	to	a	year	ago,	83	percent	of	re-
spondents	said	the	state	is	about	the	same	
or	better	off	than	we	were	this	same	time	
in	2012.	Executives	are	expecting	a	long,	
but	 steady,	 recovery	 moving	 forward.	
Over	 half	 of	 the	 respondents	 indicated	
that	 they	 expect	 improvement	 in	 the	
coming	year.
	 Part	of	 that	 improvement	 is	 likely	due	
to	 economic	 development	 efforts	 to	 keep	
Nevada	 as	 business-friendly	 as	 possible.	
An	overwhelming	majority	of	87	percent	
said	 that	 Nevada	 is	 a	 business-friendly	
state.	This	is	good	news	for	economic	de-
velopment	agencies.	

Has your company had
to reduce its staff?

Yes, significantly

Yes, but only marginally

No

2013

8%

27%

65%

2012

15%

30%

55%

2010

34%

34%

32%

2011

36%

33%

31%

Compared to today, a year from now
my business’ bottom line will be:

Much Better

Somewhat Better

About the Same

Somewhat Worse

Much Worse

2013

13%

39%

29%

16%

3%

2010

12%

40%

29%

14%

5%

2011

11%

50%

27%

10%

2%

2012

13%

43%

33%

11%

0.0%

Compared to one year ago,
my business’ bottom line is:

Much Better

Somewhat Better

About the Same

Somewhat Worse

Much Worse

2013
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35%

31%

17%
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2012

11%

33%
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22%
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2011

11%

31%
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22%

11%

Unions are necessary
for Nevada’s workforce

Strongly Agree

Agree Somewhat

Disagree Somewhat

Strongly Disagree

6%
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43%

Compared to one year ago,
Nevada’s economy is:

Much Better

Somewhat Better

About the Same

Somewhat Worse

Much Worse
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3%

42%

38%

14%
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2012

2%

25%

45%
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2011

0%
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Somewhat Better
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Somewhat Worse

Much Worse

2013

6%

46%

29%

15%

4%

2010

4%

36%

38%

19%

3%

2011

2%

47%

39%

11%

1%

2012

6%

40%

44%

9%

1%

Compared to today, a year from now 
Nevada’s economy will be:

Nevada is a business-friendly state.

Strongly Agree
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59%
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1%
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49%
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2011

40%
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9%
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57%
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Grade our elected officials based on how well they address Nevadan’s interests.

Average
Statewide

Pres. Barack Obama

Gov. Brian Sandoval

Lt. Gov. Brian Krolicki

Sec. Ross Miller

Atty. Gen. Catherine  Cortez Masto

Sen. Dean Heller

Sen. Harry Reid

Rep. Mark Amodei

Rep. Dr. Joe Heck

Rep. Steven Horsford

Rep. Dina Titus

D

B

C +

C +

C

C

D +

C

C +

C

C -

2013

-

B

C +

C +

C

C +

D

-

C +

-

-

2012

-

-

-

-

-

B

F

-

-

-

C

2010

-

B

B

B -

C

B

C -

-

B -

-

-

2011
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Nevada

D +

B -

C +

C

C

C -

C

C

B -

C

C

2013

Southern
Nevada

D

B

C

C +

C

C +

D +

C

C +

C

C -

20132013

D

B

C +

C +

C

C +

D +

C

C +

C

C -

Northern
Nevada
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 That’s not to say there aren’t issues that 
can	hold	up	the	economic	development	ef-
forts.	For	example,	many	business	owners	
feel	that	unions	are	no	longer	necessary	for	
Nevada’s	workforce.	Seventy-three	percent	
of	respondents	said	they	strongly	or	some-
what	disagree	when	asked	if	unions	are	nec-
essary	in	Nevada	today.
	 “The	 union	 concept	 was	 wonderful	
when	 it	 was	 founded,”	 said	 Danielson.	
“When	there	was	a	small	guy	who	had	no	
voice	 and	 needed	 the	 right	 to	 be	 able	 to	
work	safely	and	 fairly,	 at	 a	 fair	prevailing	
wage.	 With	 competition	 today,	 that’s	 not	
necessarily	needed.”

Learning Curve
	 Education	 is	 an	 issue	 that	 continues	 to	
plague	the	Silver	State	and	is	another	factor	

that	can	harm	state	development	agencies’	
recruiting	efforts.	For	the	fifth	year	in	a	row,	
education	in	Nevada	hasn’t	scored	a	single	
“A”	 grade	 in	 the	 Power	 Poll.	 Fifty-seven	
percent	of	executives	gave	education	a	“D”	
or	 below	 which	 is	 nearly	 identical	 to	 the	
2012	results.	In	fact,	95	percent	of	respon-
dents	wouldn’t	grade	education	 in	Nevada	
above	a	“C”	level.	
	 “I	 would	 fail	 them,”	 said	 Bryant.	 “It’s	
very	difficult	when	you	have	people	come	
in	that	are	seeking	a	degree	and	they	have	
a	4.0	in	high	school	but	cannot	pass	an	en-
trance	 exam.	 It	makes	 it	 challenging.	The	
level	of	education,	when	compared	to	other	
states,	is	significantly	less	valued.”
	 That’s	a	huge	problem	for	a	state	that	is	
looking	 to	 recruit	new	business.	However,	
not	 all	 hope	 is	 lost.	 Executives	 recognize	
the	importance	of	education	and	its	value	to	
their	businesses.
	 “If	we	don’t	do	something	about	it,	chil-
dren	won’t	get	an	education,	people	aren’t	
going	to	want	to	move	here,	therefore	busi-
nesses	won’t	want	 to	 open	 up	 their	 doors	
here,”	said	Hodgson.	“I’m	in	homebuilding,	
you	 can’t	 sell	 homes	 to	 people	 that	 aren’t	
coming	to	our	state.”
	 “Obviously	we	have	opportunities,”	said	
Sklamberg.	“Look	at	some	of	the	national	

statistics	 and	 it	 highlights	 the	 opportuni-
ties	 throughout	our	entire	educational	sys-
tem.	There’s	commitment	to	improve	from	
Clark	County.	The	superintendent	is	doing	a	
strong	job.	The	commitment	by	the	univer-
sities	here	is	very	positive.”
	 “Overall,	 I	 would	 say	 it’s	 below	 aver-
age,”	said	Erlach.	“But,	I	do	think	there	are	
still	opportunities	for	people	to	get	excellent	
education	within	the	state.”
	 The	first	step	is	recognizing	the	problem.	
Nevada	is	well	beyond	that	and	is	working	
on	several	ways	to	improve	education	in	the	
state.
	 “There	 is	 a	 bright	 spot,”	 said	 Martin.	
“There	 are	 these	 technical	 training	 cen-
ters.	I	hired	three	interns	[out	of	a	technical	
training	center]	 that	are	outstanding.	They	
have	a	great	work	ethic,	their	teachers	were	
interested	 in	 their	 future	 and	 they	 came	
ready	to	work.”

It Always Comes
Down to Politics

	 Elected	 officials	 aren’t	 adequately	 ad-
dressing	 the	 state’s	 needs	 according	 to	
many	Nevada	executives.	In	this	year’s	poll,	
only	one	scored	above	a	“C”	grade	 in	 the	
statewide	average;	there	wasn’t	an	“A”	in	the	
bunch.	Whether	 this	 is	 due	 to	 disengage-
ment	between	the	elected	officials	and	their	
constituents	or	an	 indulgence	in	 too	much	
politicking	rather	than	actual	 leadership	is	
debatable.	What	 is	 clear	 is	 that	Nevadans	
expect	more	from	their	elected	officials.
	 “The	 people	 who	 are	 representing	 us	
should	find	out	who	we	are,”	said	Serrata.	
“The	ones	that	take	the	time	to	find	out	who	
their	constituent	is	and	what	the	needs	are	
of	the	community	are	the	ones	that	should	
garner	 our	 support.	 They’re	 the	 ones	 we	
can	look	to	and	say,	‘They	are	our	leaders,	
they	want	 to	 help	 our	 state,	 they	want	 to	
help	our	community.’	The	other	ones,	I’m	
frustrated	with.	 If	 they	don’t	 stand	up	 for	
us,	we	see	that.”
	 In	 the	 poll,	 Governor	 Brian	 Sando-
val	faired	best	with	an	average	“B”	score.	

Continues on page 43

What overall grade would you
give Nevada’s educational system?

A - Excellent

B - Above Average

C - Average

D - Below Average

F - Poor

2013

0%

5%

38%

36%

21%

2010

0%

11%

34%

36%

19%

2011

0%

6%

28%

43%

23%

2012

0%

8%

34%

43%

15%
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 Our membership
           comes with an amazing 
                              set of clubs.

Pacific Links isn’t a golf course, it’s many. Membership to premiere courses all over the world, for you and your 
family.  Exquisite designs by the likes of Nicklaus, Dye and Norman. And with a growing number of courses all over 

North America and as far reaching as Asia and Australia, the question is: where will your game take you?

SouthShore and Southern Highlands Golf Clubs offer not only two of the top-ranked golf courses in Las Vegas 
but provides you access to more than 60 premier courses around the corner and round the world…

with fees as low as $55 per month.

Learn more at pacificlinks.com 
or call 7or call 702 856 8458

 (Cost per month does not include taxes, monthly dues, and food and beverage minimum.)

e Golf Club at SouthShore, Las Vegas

HAWAII  |  LAS VEGAS  |  WEST VIRGINIA  |  CALIFORNIA  |  ASIA  |  AUSTRALIA  |  NEW YORK |  FLORIDA  |  ARIZONA

http://pacificlinks.com
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Feature Story

onventional	wisdom	says	that	when	the	
recession	hit	in	late	2007,	lawsuits	be-
tween	 businesses	 probably	 increased	
as	 companies	 tried	 everything	 to	 stay	
afloat,	 including	 collecting	 all	 debts	

owed	and	enforcing	contractual	agreements.
	 But	many	attorneys	working	in	litigation	saw	a	
decrease	 in	 lawsuits	 filed	 in	most	 arenas.	 Instead,	
there	was	a	rise	in	alternative	dispute	resolution	as	
business	owners	found	ways	to	resolve	differences.

C

Business
Litigation
in Nevada

See you
in  court

By Jennifer Rachel Baumer
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not	because	businesses	didn’t	want	to	live	
up	to	contractual	obligations,	but	because	
in	many	cases,	they	couldn’t.
	 “So	you	have	a	lot	of	litigation	where	
you’re	kind	of	chasing	scraps,”	Delikana-
kis	 said.	 “You’re	 just	 trying	 to	 get	 what	
you	 can	 in	 a	 down	market	where	 you’re	
chasing	 once	 very	 wealthy	 people	 who	
have	 guaranteed	 certain	 contracts,	 often	
large	commercial	loans,	and	are	now	be-
ing	asked	by	lending	institutions	or	other	
people	who	lent	money	to	make	good	on	
them.”
	 Receiverships	were	also	up,	on	hotels,	
shopping	 centers	 and	 office	 buildings,	

placed	by	creditors	when	owners	couldn’t	
make	good	on	their	obligations	–	what	De-
likanakis	calls	bad	litigation.	Good	litiga-
tion	is	two	solid	companies	engaged	in	a	
dispute,	 often	 for	 non-economic	 reasons.	
Bad	 litigation	 is	 two	half-solvent	 entities	
fighting	over	whatever	is	left	of	a	commer-
cial	enterprise.
	 In	 the	 hard-hit	 construction	 industry,	
many	business	 owners	wanted	 to	 bypass	
litigation,	either	suing	or	being	sued,	and	
end	disputes	quickly,	according	to	Leon	F.	
Mead	II,	partner,	Snell	&	Wilmer.	
	 “I	 think	 the	 recession	 played	 a	 huge	
part	 in	 the	 lack	 of	 litigation,”	 said	 Tara	
Newberry,	partner,	Connaghan	Newberry	
Law	Firm.	“Alternative	dispute	resolution	
has	been	 steadily	growing,	but	definitely	
cost-conscious	corporations	big	and	small	
rarely	had	to	 think	about	 the	cost	of	 liti-
gating	 a	 case.	 Disputes	 haven’t	 stopped	
just	because	of	the	recession	–	it’s	just	how	
you	 go	 about	 addressing	 them	 has	 been	
augmented.”

	 The	number	of	 lawsuits	 slowed	 in	 late	
2008	 into	 and	 through	 2009	 but	 the	 vol-
ume	 has	 picked	 back	 up	 to	 pre-recession	
numbers,	 said	 Jeffrey	 Rugg,	 shareholder,	
Brownstein	 Hyatt	 Farber	 Schreck.	 Rugg	
doesn’t	work	in	transactions,	but	he	sees	a	
connection	between	 increased	numbers	of	
transactions	his	firm	handles	and	increased	
numbers	of	lawsuits.
	 “You	 don’t	 get	 litigation	 in	 a	 bubble,	
you	 have	 to	 have	 some	 kind	 of	 transac-
tion	 that	 happens	 first,”	 Rugg	 said.	 “An	
agreement	or	a	merger	or	your	basic	kind	
of	 contract	 for	 services.	 And	 when	 you	
have	that	kind	of	transaction	volume	there,	
eventually	there	will	be	a	dispute	over	it.”	
Then	it’s	a	question	of	how	parties	to	the	
suit	choose	to	resolve	differences.
	 John	S.	Delikanakis,	partner,	Snell	&	
Wilmer,	 has	 seen	 significant	 changes	 in	
the	legal	landscape.	With	virtually	no	new	
businesses	coming	online	there	were	few-
er	business	litigation	cases	going	forward,	
but	breach	of	contract	suits	still	occurred,	

Feature Story | Litigation

Jeffrey Rugg
Brownstein Hyatt
Farber Schreck

http://watsonrounds.com
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Alternatives to Litigation

	 When	 the	 economy	 is	 robust,	 said	 Pat	
Lundvall,	partner,	McDonald	Carano	Wil-
son,	business	leaders	put	energy	and	atten-
tion	into	chasing	the	next	business	deal.	But	
when	the	downturn	hit,	and	there	weren’t	a	
number	of	potential	 new	deals	on	 the	ho-
rizon,	many	 turned	 their	 attention	 to	 past	
deals,	re-evaluating	whether	contractual	ob-
ligations	had	been	met	and	whether	they’d	
gotten	 everything	out	 of	 a	 deal	 they	were	
supposed	 to.	 “They	 put	more	 energy	 into	
chasing	old	deals	and	squeezing	every	last	
dime	out	of	old	deals	that	they	could.	That’s	

why	I	think	you’re	seeing	a	significant	up-
tick	in	business	litigation.”
	 The	nature	of	that	litigation	may	have	
changed.	In	a	robust	economy,	a	business	
owner	might	 sue	 to	 prevent	 unfair	 com-
petition	 or	 to	 enforce	 non-compete	 cov-
enants.	Those	suits	have	actually	dropped	
off	and	there’s	been	a	corresponding	rise	
in	lawsuits	filed	to	force	companies	to	ful-
fill	 contractual	 obligations,	 or	 for	 breach	
of	contract.	
	 The	 threshold	 amount	 businesses	
looked	to	before	filing	suit	changed	during	
the	recession,	Rugg	noted.	Business	own-
ers	 who	 found	 themselves	 involved	 in	 a	
dispute	looked	at	the	amount	of	money	in-
volved	and	judged	whether	or	not	the	suit	
was	worth	 it.	 “During	 the	 recession,	 the	
number	at	issue	in	the	dispute,	the	amount	
of	money	in	the	dispute,	had	to	be	higher	
to	make	 it	worth	getting	 involved	 in	 liti-
gation	than	it	is	now	and	certainly	than	it	
was	prior	to	2008.”
	 Another	 change	 involves	 the	 tactics	
considered	acceptable.	One	of	 the	bigger	

changes	in	litigation	is	that	businesses	are	
more	willing	to	file	bankruptcy	as	a	tactic,	
and	 the	 individuals	 running	 the	business	
are	 less	 concerned	 with	 the	 affect	 of	 a	
bankruptcy	on	their	business’s	reputation.	
“Now	you	find	people	who	are	willing	to	
use	bankruptcy	as	an	everyday	tactic	sim-
ply	to	get	relief,	whether	it’s	appropriate	or	
not,”	Rugg	said.	
	 Some	 smaller	 business	 owners,	 find-
ing	 themselves	 the	 target	 of	 a	 lawsuit	 or	
simply	 involved	 in	 contracts	 they	 want	
to	get	out	of,	will	reorganize,	reform	and	
go	back	 into	business.	And	 though	 these	
companies	 should	be	asking	who	 they’re	
going	back	into	business	with,	many	busi-
ness	owners	aren’t	doing	the	background	
work	they	should	be	doing.
	 Bankruptcies	 also	 reduced	 the	 num-
ber	 of	 lawsuits	 filed	 between	 businesses	
because	 of	 the	 sheer	 inability	 to	 collect	
on	 a	 judgement	 even	 if	 the	 business	 fil-
ing	 suit	 prevails.	Before	moving	 forward	
with	litigation,	attorneys	determine	if	the	
company	being	sued	is	financially	solvent	
and	 has	 assets,	 Lundvall	 said.	 “Because	
nobody	wants	 to	 spend	 good	money	 go-
ing	 after	 bad.”	A	 judgment	 that	 can’t	 be	
executed	is	useless.
	 The	cost	of	litigation	kept	the	numbers	
of	 lawsuits	 down,	 but	 as	 recovery	 takes	
hold,	the	number	of	suits	is	climbing.
	 “In	my	practice	we’re	seeing	a	little	bit	
more	activity	as	businesses	tend	to	be	a	bit	
more	 profitable.	We’re	 seeing	 less	 bank-
ruptcies,	so	there’s	a	chance	if	a	business	
obtains	 a	 judgment	 that	 they	could	actu-
ally	collect	on	that	judgment,”	said	Maxi-
miliano	 D.	 Couvillier	 III,	 shareholder,	
Lionel	Sawyer	Collins.	Some	of	those	law-
suits	appear	to	stem	from	actions	that	oc-
curred	mid-recession	that	business	owners	
now	choose	to	pursue.
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	 Newberry	 noticed	 a	 shift	 in	 the	 last	
decade	 as	 business	 owners	 work	 to	 re-
solve	 disputes	 without	 going	 to	 court	
both	 to	avoid	costs	of	 litigation	and	be-
cause	 alternative	 dispute	 resolution	 is	
better	for	the	company’s	image.
	 Construction	 offers	 a	 variety	 of	 dis-
pute	resolution	tactics.	On	job	sites,	dis-
putes	may	be	settled	by	bringing	super-
intendents	together	and	then	working	up	
the	chain	of	command	until	cooler	heads	
simply	 state	 it’s	 not	 worth	 the	 time	 or	
money	 to	fight	and	find	a	way	 to	 settle.	
Dispute	 resolution	 boards	 can	 be	 ap-
pointed	 at	 the	 beginning	 of	 a	 contract,	
or	a	“project	neutral”	can	be	appointed.	
This	is	typically	a	construction	attorney	
or	expert	paid	as	part	of	project	overhead	
to	resolve	disputes	in	an	expedited	fash-
ion,	 said	 Mead.	 Those	 decisions	 aren’t	
necessarily	binding,	so	if	all	parties	can’t	
agree	to	them,	they	can	move	on	to	tradi-
tional	mediation.	

Legislation
Changing Litigation

	 Legislation	 passed	 by	 the	 2011	 Ne-
vada	Legislature	which	went	 into	effect	
in	October	 of	 that	 year	 slowed	 foreclo-
sures	to	a	crawl.
	 “Virtually	 all	 of	 the	 banks	 stopped	
doing	 foreclosures	 for	 several	 months	
until	they	could	figure	out	how	to	comply	
with	the	new	law,”	said	Newberry.
	 AB	 284	 added	 stricter	 requirements	
to	foreclosure	law,	requiring	a	notarized	
affidavit	to	be	filed	with	any	non-judicial	
foreclosure.	 The	 affidavit	 requires	 the	
parties	filing	to	swear	to	personal	knowl-
edge	 regarding	 the	 foreclosure,	 some-
thing	most	 bank	 employees	 couldn’t	 do	
and	most	 bank	 officials	 couldn’t	 under-
stand.	Foreclosures	nearly	stopped	while	
bank	 officials	 tried	 to	 figure	 out	 how	
their	employees	could	sign	the	affidavits	
without	 risking	 criminal	 charges.	New-
berry	 expects	 a	 number	 of	 requests	 for	
clarity	 of	 the	 new	 law	 during	 the	 next	
legislative	session.
	 While	 there	 are	 some	 non-judicial	
foreclosures	 being	 filed,	 the	 number	 is	

nothing	 close	 to	 what	 was	 being	 filed	
prior	 to	October	 2011	when	 there	were	
3,000	to	4,000	filed	per	month.	Now	that	

number	 is	 down	 to	 a	 couple	 hundred	 a	
month,	 said	Newberry.	 Judicial	 foreclo-
sures	have	always	been	available,	though	
the	process	cost	 too	much	and	 took	 too	
long.	 Now,	 however,	 non-judicial	 fore-
closures	can	also	take	one	to	three	years	
as	homeowners	elect	mediation.	
	 “That’s	 brand	 new,	 and	 it’s	 part	 of	
the	 recession,	 because	 the	 foreclosure	
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tors	 today	are	setting	up	for	what	could	be	
the	next	securable	market	in	stocks.	We	can	
see	the	underpinnings	of	that	starting	to	take	
shape	right	now	and	what	that	really	means	
is	 stock	 performance	 would	 likely	 exceed	
most	 investor’s	 expectations.	 A	 securable	
market	would	be	defined	as	one	lasting	for	
10,	maybe	20	years	where	performance	was	
far	and	excessive	of	what	people	and	inves-
tors	 think	 possible	 in	 today’s	 environment,	
given	the	challenges.
 
How has the media 
portrayed the 
industry?
Joe Gatt:	The	media	has	beat	up	the	econ-
omy	and	the	industry	so	much	that	it	takes	a	
while	before	the	general	public	will	realize	
that	the	economy	is	turning	around	and	it	is	
pretty	decent.	
Scharadin:	 They	 exemplify	 the	 negatives	
and	the	best	example	 is	 the	bailout.	 It’s	 in-
teresting	how	when	all	the	money	was	given	
out,	the	media	flashed	that,	but	it	was	a	blip	
in	the	media	when	JP	Morgan	and	AIG	paid	
that	money	back.	It	was	so	subtle	but	the	me-
dia	blasted	the	other	side	of	that.	The	impres-
sion	from	the	general,	uneducated	public,	if	
you	will,	is	that	it’s	very	one	sided	and	that’s	
pretty	consistent	across	the	board	with	most	
events.	The	Europe	meltdown	throughout	the	
European	cities,	same	thing,	they	just	don’t	
seem to put as much emphasis on the recov-
ery	as	they	do	on	the	downside.

How open are 
clients to taking 
risks?
Brian Loy:	People’s	tolerance	changes	dai-
ly,	it	changes	during	life	cycles	and	most	of	
our	clients	have	gotten	very	defensive.	They	
would	 rather	 hold	 on	 and	 preserve	 what	
they’ve	got.	You	have	to	do	a	lot	more	hand-
holding	to	get	people	to	accept	higher	return	
opportunities.	 People	 are	 concerned	 with	
the	economy,	 inflation,	 and	 interested	 rates	
are	so	low	that	you’re	trying	to	find	more	in-
come.	We’re	all	waiting	for	interest	rates	to	
skyrocket	because	of	our	debt	rating	crisis.	

ith	 the	 economic	 down-
turn,	the	investment	land-
scape	has	changed	signifi-
cantly.		Investors	are	much	
more	 careful	 about	 where	

they	put	 their	money	and	 investment	firms	
are	 facing	 a	 multitude	 of	 new	 regulations.		
Recently,	executives	representing	various	in-
vestment	firms	met	at	the	Las	Vegas	offices	
of	Snell	and	Wilmer	to	discuss	these	issues	
and	what	 the	future	of	 their	 industry	could	
look	like.
	 Connie	Brennan,	publisher	of	Nevada Busi-
ness Magazine,	 served	 as	moderator	 for	 the	
event.		These	monthly	meetings	are	designed	
to	bring	leaders	together	to	discuss	issues	rel-
evant	to	their	industries.		Following	is	a	con-
densed	version	of	the	roundtable	discussion.

How healthy is 
the investment 
industry?
Michael Baumgardner:	 It’s	very	healthy.	
My	 last	 three	 months	 were	 the	 best	 few	
months	I’ve	had	in	three	years.		We’re	start-
ing	 to	 see	 a	 turn-around	 and	 investors	 are	
finally	starting	to	pull	their	head	out	of	the	
sand	a	bit	and	take	a	look	around	and	realize	
there’s	better	things	to	do	then	leave	it	sitting	
there	doing	nothing.		

W
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Staci Scharadin:	The	health	of	the	indus-
try	has	definitely	 improved	and	the	health	
of	the	economy	has	improved.	Interestingly	
enough	 though,	 the	majority	of	clients	are	
still	stuck	in	their	recession.
Doug Nelson:	We’ve	seen	the	same	thing.		
Clients	come	in	expecting	lackluster	returns	
and	returns	have	really	been	pretty	good	for	
most	portfolios.	Its	amazing	clients	are	still	
in	that	“I’m	afraid	of	everything”	mindset.
David Dunn:	When	 you	 look	 at	 investors	
you’re	seeing	the	last	12	years	and	we’ve	had	
two	equity	market	declines	in	the	40	percent	
range	and	a	lot	of	people	are	still	anchored	on	
that.	The	other	thing	that	the	industry	has	go-
ing	for	it,	is	the	demographics.	As	the	baby-
boomers	age,	a	lot	more	people	are	reaching	
65	to	70	years	old	and	they’re	really	looking	
towards	things	like	fixed	income	and	other	
less	risky	avenues	of	investments.	It	doesn’t	
necessarily	lead	them	to	go	back	into	equi-
ties,	 it’s	 kind	 of	 twice-bitten	 in	 the	 last	 12	
years.	That’s	probably	something	we’re	go-
ing	 to	 continue	 to	 see	 [going]	 forward,	 al-
though	we	are	seeing	some	frozen	equities	
these	days.	I	doubt	that’s	going	to	be	to	the	
extent	that	most	people	in	the	industry	would	
like	to	see.		A	lot	of	these	people	need	that	
fixed,	more	secure	type	of	investment.
Randy Garcia:	 Our	 studies	 reflect,	 when	
we	 go	 back	 through	 the	 decades,	 we	 feel	
the	conditions	and	the	mindset	of	the	inves-
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Do you spend more 
time educating 
clients now?
Baumgardner:	A	lot	more.	I	have	more	cli-
ents	today	because	of	the	low	interest	rates	
and	they’re	starting	to	look	at	things	they’ve	
never	looked	at	before.		In	regards	to	stock,	
when	I	can	show	a	client	a	stock	that’s	been	
paying	 dividends	 for	 85	 consecutive	 years	
and	 it	will	pay	more	 then	you’re	getting	 in	
your	CD’s	 or	money-market	 funds,	 they’re	
starting	to	buy	it.	I	have	people	buying	stock	
that	have	never	bought	it	before	and	not	nec-
essarily	because	of	my	urging,	but	they	want	
to	see	something	new	and	something	differ-
ent.	After	a	CD	buy-out,	it’s	surprising	how	
many	are	willing	to	 take	that	step	and	say,	
“let’s	take	a	look	at	something,	like	a	good	
stock.”	That’s	our	job,	to	educate	them	as	to	
what’s	good	and	what’s	bad	out	there.		I	can	
show	them	a	stock	that	might	be	paying	50	
percent	 dividends	 today,	 but	 maybe	 won’t	
make	 that	 next	month.	Our	 job	 is	 to	 show	

them	to	look	at	something	that’s	better	off	for	
a	long	time	and	will	establish	dividend	with	
good	book	value	 to	 it.	Here’s	what	 to	 look	
for	and	here’s	why.		What	are	you	trying	to	
accomplish?	What’s	your	goal	and	what’s	it	
going	to	take	to	get	you	there?

Garcia:	 Today’s	 investors	 are	 acting	 in	 a	
desperate	 matter.	 You	 have	 fear,	 you	 have	
grief,	 and	 we’re	 seeing	 desperation	 at	 this	
time.	 	When	we	 see	 desperation,	 investors	
are	more	 than	 likely	 going	 to	make	 a	 bad	
decision.

How is the regulatory 
environment 
affecting the 
industry?
Scharadin:	 It’s	 an	 additional	 cost.	 It’s	 an	
additional	body	to	maintain	compliance	any-
more	and	to	get	through	the	now	four-more	
pounds	of	paper	to	process	ordinary	business	
that	we	 processed	five-years	 ago	 and	were	
a	 different	 set	 of	 regulations.	What	 they’re	
regulating	 against	 is	 consumer	 protection	
and	what	they’re	creating	is	consumer	com-
plication.	 	 The	 folks	 in	 the	 past	who	 have	
been	able	to	exhibit	criminal	activity	can	still	
get	through	the	process	and	can	still	exhibit	
criminal	activity.	It’s	not	stopping	the	folks	

http://iccnv.com
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that	are	able	to	take	someone’s	money	and	
run	with	it	and	do	the	wrong	thing.	It’s	just	
complicating	 things	 for	us	 that	 are	doing	
our	business	correctly.	
Loy:	 There’s	 been	 this	 huge	 movement,	
with	the	Bernie	Madoff	situation,	how	do	
you	 protect	 investors	 from	 themselves?	
There’s	overprotection	but	you	can’t	legis-
late	good	behavior.
Gatt:	There	are	things	that	are	working	and	
involved	 in	 the	401K	and	one	odious	part	
has	been	suggested	to	limit	the	amount	of	
money	 that	 you	 can	 put	 in	 a	 401K	 based	
on	your	income.	That	should	never	happen.	
This	government	is	in	a	situation	now	where	
they’re	trying	to	regulate	everything.
Scharadin:		In	conjunction	with	that	is	re-
ducing	or	 potentially	 depleting	 social	 se-
curity,	the	only	retirement	pool	that	people	
had	 access	 to.	 Regulating	 the	 only	 self-
fulfilling	retirement	plan	that	you	have,	it’s	
disturbing	what’s	going	on.
Dunn:	 It’s	not	 just	 in	our	 industry,	 it’s	 in	
many	industries	and	I	hear	it	all	the	time,	

people	have	to	hire	a	compliance	officer	for	
a	small	firm	which	is	basically	just	a	fric-
tion	cost.	It	takes	away	from	your	ability	to	
focus	on	what	you	do	for	your	clients	and	
makes	you	pass	on	the	cost.	In	a	lot	of	cas-
es,	it	makes	you	think	twice	about	provid-
ing	 certain	 types	 of	 advice	which	 clients	
may	 be	 demanding.	 	We	went	 down	one	
path	where	we	 actually	 chartered	 a	 trust	
company	 and	 realized	 that	 a	 four-person	
firm	 just	 could	 not	 deal	with	 the	 regula-
tory	demands	that	the	new	regime	has	put	
on	it.	Small	business	has	basically	capped	
out	 and	 it’s	going	 to	have	 to	go	 to	 larger	
businesses.	They	can	handle	the	regulatory	
burden,	which	is	not	client	centric.	That’s	
not	 what	 our	 clients	 want	 and	 that’s	 not	
what	our	clients	need.	 It	becomes	so	 that	
you	have	to	create	the	machine	to	feed	the	
machine	to	pay	the	government.	I	look	at	
it	as	an	added	tax	[that’s]	not	helping	any-
one.	They’re	not	making	our	clients	more	
secure	and	 that’s	 the	 trend	we’ve	 seen	 in	
the	industry.

Zac Redman:	 That’s	 certainly	 the	 trend	
we’re	seeing.		I’m	thinking	of	the	Jobs	Act	
and	Dodd	Frank,	from	a	legal	and	regula-
tory	perspective,	one	of	 the	 issues	 is	 that	
there’s	 been	 a	 delay	 because	 we’re	 deal-
ing	with	the	substantial	mandates	for	rule	
making	that	the	regulators	just	can’t	keep	
up	with.	The	requirements	for	rule	making	
have	become	stricter.	The	crowd	funding	
option	that	was	authorized	in	the	Job’s	Act	
last	 year,	 that	was	 supposed	 to	 come	out	
at	the	end	of	2012	then	it	got	pushed	back	
till	the	end	of	January	[2013].	Now	they’re	
predicting	in	maybe	2014.	That’s	an	option	
for	smaller	businesses	looking	to	raise	un-
der	a	million	dollars	of	capital	 in	a	year.		
It’s	 a	 good	 example	 of	 the	 delays	 in	 the	
development	of	the	regulatory	frame	work	
under	the	new	rules	that	are	supposed	to	be	
more	flexible.		

How should 
investors choose a 
financial planner?
Scharadin:	 The	 point	 of	 education	 for	
the	 consumer	would	 be	 to	 be	 asking	 the	
right	 questions.	 There’s	 certified	 finan-
cial	planning	designation.		The	CFP	gives	
some	criteria	 for	 interviewing	a	financial	
planner.	The	 realty	 is	 that	 clients	find	us	
through	referrals.	 	Their	friend	has	had	a	
good	 experience	 with	 them	 for	 20	 years	
and	that’s	really	how	people	choose	 their	
investors.	There	 are	people	who	 listen	 to	
Susie	Orman	and	do	everything	she	says.	
She	doesn’t	know	you,	where	you’re	at	or	
where	you’re	going	and	she	gives	blanket	
advice	out	there.	There	should	be	criteria	
out	there	outlined	for	experience	or	com-
plaints	in	one	place	where	consumers	can	
go	and	see	that	these	are	the	10	things	you	
should	meet	 before	 you	 ever	 become	my	
financial	advisor	and	I	 trust	you	with	my	
future.	
Nelson:	 There’s	 good	 information	 out	
there,	but	it	seems	like	so	few	clients	actu-
ally	go	out	and	take	a	look	at	that	informa-
tion	and	know	which	questions	to	ask.		In	
response	to	Staci’s	[Scharadin]	point	about	
Susie	Orman,	I	think	she	provides	a	good	
source	of	information	for	the	masses.	Her	

http://CordellCordell.com
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overall	program	is	good	information,	how-
ever,	it’s	applicable	to	no	one.	
Dunn:	The	digital	age	and	information	is	
widely	available	but	knowledge	is	not	very	
easy	to	discern	from	the	mass	amount	of	
information	 that’s	 out	 there.	 	 Everyday	
I	 hear	 on	 CNBC	 all	 these	 cyber-trading	
commercials.	I	just	laugh	because	I	think	
who’s	doing	that?	I	certainly	wouldn’t	 let	
them	do	that	with	my	money	and	if	they’re	
going	to	do	it	with	their	own	money,	I	think	
they’re	nuts.	That	company	has	a	vested	in-
terested	in	trying	to	get	people	to	do	it	be-
cause	they’re	selling	you	a	trading	product.	
They	don’t	really	care	whether	it	works	for	
you	 or	 it	 doesn’t	 work	 for	 you,	 they	 just	
want	you	to	buy	their	trading	product	and	
get	their	trades.

Why does the 
industry have so few 
female financial 
planners?
Garcia:	I	just	conducted	a	national	search	
for	a	senior	investment	advisor.	I	have	40	
applications	on	my	desk	that	are	all	CPAs,	
the	 requirement	 was	 two-fold:	 an	MBA/
Masters	and	a	CPA.	I	have	approximately	
40	willing	 to	move	 to	 Las	Vegas	 at	 this	
time	 and	 out	 of	 those	 40,	 I	 have	 two	 or	
three	woman.	
Baumgardner: We’re trying to hire more 
people	 but	 we	 can’t	 find	 enough	 people	
to	 come	 to	 us	 to	 even	 put	 in	 an	 applica-
tion.	We’re	trying	to	get	military	personnel	
because	they	most	likely	will	make	pretty	
good	advisors.	They’re	 technical	oriented	
and	disciplined.	We’ve	put	out	ads	and	we	
can’t	get	 them	to	come	by	 the	office.	We	
say,	come	by	the	office	and	just	talk	to	us	
and	see	what	we’ve	got	and	put	in	an	ap-
plication	 and	 we’ll	 go	 from	 there.	We’re	
having	a	hard	time	actually	finding	people.
Scharadin:	I	see	it	opening	up	a	little	bit.	
About	a	20	percent	cover	ration	for	wom-
en	 in	 the	 advisory,	 but	 I	will	 tell	 you	 10	
percent	of	them	will	go	away.	It’s	a	tough	
business.	 It’s	 not	 a	 nine-to-five	 job,	 it’s	 a	
24/7	business.	 If	you’re	 in	 it,	you’re	 in	 it,	
if	you’re	committed	to	it.	Women	become	

when	 you	 roll	 through	 markets	 like	 we	
rolled	 through.	 The	 male	 domination	 is	
also	 difficult	 to	 navigate	 through.	 I	walk	
into	a	room	and	I’m	underestimated	almost	
100	 percent	 of	 the	 time.	 I	 have	 to	 do	 20	
percent	more	to	get	to	the	same	place	that	
a	man	walking	into	the	room	starts	out	at.		
The	other	interesting	thing	is,	when	you’re	
seeking	clients,	 it’s	male	dominated.	The	
credibility	 that	 you	 have	 to	 establish	 as	
a	 female	with	 the	client,	 along	with	your	
colleagues,	is	that	much	harder,	that	much	
more	work.	We	run	an	internship	through	
UNLV	and	CSN	and	85	percent	are	males	
that	come	in	for	the	internship.	
Redman:	 	 Anecdotally	 the	 business	 cli-
ents	I	work	with	are	about	the	same	pro-
portion,	 about	20	percent	 are	women	 led	
businesses.		
Baumgardner:	 To	 show	you	how	 impor-
tant	we	think	it	is,	we	actually	have	a	sepa-
rate	 division	 called	 WINGS.	 It’s	 strictly	
there	 to	 try	 to	 promote	 and	 encourage	
women	to	come	into	the	business.

more	 emotionally	 invested	 into	 their	 cli-
ents.	They	are	nurturing	and	they’re	moth-
ers	but	that	can	be	counterproductive.	It’s	
very	 good	 for	 clients,	 but	 it	 can	 also	 be	
counterproductive	for	longevity,	especially	

Secure your future wisely.SM

Brian Loy, CFA, CFP President              
Kirstin Griffin, Investments & Client Relations

775.324.7244 sagefinancialadvisors.com

Investments • Financial Planning • Retirement Planning 

The Secret To Wealth Management
Is Having Access To Sage Advisors.

http://sagefinancialadvisors.com


26                                        March 2013 www.NevadaBusiness.com

Around the State

Southern Nevada 
Regional Coalition 
Launches Southern 
Nevada Strong
The	Southern	Nevada	Regional	Planning	
Coalition	(SNRPC)	has	launched	a	large-
scale	 regional	 project	 called	 Southern	
Nevada	Strong.		Between	now	and	2015,	
the	project	will	conduct	in-depth	research	
and	 community	 engagement	 efforts	 to	
propose	collaborative	solutions	 to	 issues	
facing	Southern	Nevada.	 	The	project	 is	
funded	by	a	$3.5	million	grant	from	the	
U.S.	Department	of	Housing	 and	Urban	
Development.

Nevada State Bank 
Provides Over $15 
million in SBA Lending
According	 to	 a	 U.S.	 Small	 Business	
Administration	 (SBA)	 report,	 Nevada	
State	 Bank	 provided	 over	 $15	 million	
in	 SBA	 loans	 to	 61	 Nevada	 businesses	
during	SBA’s	fiscal	year	2012.		This	ranks	
the	 bank	 first	 in	 the	 state	 for	 SBA	 504	
loans	and	second	for	the	number	of	SBA	
7(a)	 loans.	 	 In	 2012,	 the	 bank	 provided	
383	loans,	totaling	$58	million	to	Nevada	
small	businesses.

Northern Nevada 
Medical Group Opens 
Location in Fallon
Northern	 Nevada	 Medical	 Center	 has	
opened	a	primary	care	location	in	Fallon.		
Additionally,	 NNMC	 has	 made	 several	
new	 hires	 recently	 including	 a	 chief	
financial	officer,	chief	nursing	officer	as	
well	as	two	additional	cardiologists.

http://nevadabusiness.com/events
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How did you first get into your 
profession?
I was first introduced to natural 
healthcare after my own four-year 
struggle with chronic migraine 
headaches. I had been all over 
New York City from one medical 
specialist to another, but found no 
solution to my problems.  It wasn’t 
until I found natural medicine that 
I got help, and that was almost 20 
years ago, and I have not had a 
headache since.

What would you want your legacy to 
future generations to be?
We want to change the healthcare 
model.  We want to talk about how 
to keep people healthy and not just 
how to save them when they get sick.  
We want people to be empowered 
about their health and their choices 
about how to get and stay well.  We 
want people to know that age isn’t a 
disease and that they aren’t slaves to 
their genetics.  That amazing health is 
possible.  And for people with chronic 
diseases to not give up, that they 
have options.
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Movers & Shakers     Face to Face

How did you first get into your 
profession?
I always knew I wanted to be a 
chef.  Ever since high school and my 
summer job washing dishes, I loved 
the action of kitchens.  I spent a fair 
amount of time working my way up the 
ladder.  Early on I decided I wanted to 
own my own restaurant.  At the places 
I worked I acted as if I owned the 
place, so that was just good practice.

What business advice would you 
give someone just starting in your 
industry?
Start at the bottom and work your way 
up.  How can you ask someone to do 
something that you have never done 
before?  Too many “chefs” come out of 
school and want their own kitchen, or 
worse…TV show!

What would you want your legacy to 
future generations to be?
That caring about and knowing about 
where your food comes from is a 
simple statement that has tremendous 
effects: financial, health and 
education.

How did you first get into
your profession?
I fell into it……literally!  After many 
years of jumping into my family’s hot 
springs and feeling the cleansing and 
healing effects the rich, buttery mud 
had on my skin, I decided that this 
experience needed to be packaged for 
others to enjoy!

What business advice would you 
give someone just starting in your 
industry?
Be unique.  Don’t buy into the 
industry’s vision of health and 
beauty.  Create your own vision and 
be true to it.

What is the worst criticism you 
have overcome?
I was told that I would never be 
successful if I packaged our product 
in green, recyclable, and USA made 
packaging that was more costly than 
purchasing from China.  Fortunately, 
I held to my standards and was 
presented an International Green 
Packaging Award, beating out multi-
million dollar cosmetic companies.
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process	is	the	chicken	and	the	egg	–	did	
we	go	 into	 the	recession	and	that	caused	
the	 foreclosure	 crisis	 or	 did	 the	 foreclo-
sure	crisis	cause	 the	 recession,	 it’s	 really	
kind	of	 hard	 to	 say,”	 said	Newberry.	 “In	
Nevada	alone	I	would	say	the	foreclosure	
phenomenon	was	a	direct	result	of	the	re-
cession	 because	 people	 were	 losing	 jobs	

and	didn’t	have	money	because	of	changes	
to	our	economy.”

 See You in Court –
But Not if We Can Avoid It

	 For	most	business	owners,	staying	out	of	
court	is	the	public	relations	and	bank	account	
friendly	choice.	But	how	do	you	protect	your-
self	from	either	needing	to	file	a	lawsuit	or	
being	sued?
	 Know	who	you’re	dealing	with,	experts	
say.	Make	sure	you	know	your	suppliers	and	
buyers,	 landlords	and	tenants.	Since	the	re-
cession,	more	businesses	are,	if	not	comfort-
able	with	the	idea	of	bankruptcy,	at	least	not	
overly	concerned	with	the	effect	bankruptcy	
will	have	on	their	reputation.	
	 To	 avoid	 being	 on	 either	 side	 of	 a	 suit,	
either	 as	 plaintiff	 or	 defendant,	 honor	 your	
contractual	obligations	is	step	one.
	 “That	almost	sounds	ridiculous	to	suggest	
that,”	said	Lundvall.	“A	more	pertinent	rec-
ommendation	might	be	to	do	your	due	dili-
gence	into	the	folks	you’re	getting	involved	in	
business	deals	with	and	try	to	properly	docu-
ment	your	contractual	relationship	and	plan	
for	the	worst	case	scenario.	Sometimes	that	
planning	 phase	 and	 documentation	 phase	
can	make	the	total	difference	between	being	
successful	 or	 unsuccessful	 whether	 you’re	
the	plaintiff	or	the	defendant	in	litigation.”	
	 Address	 problems	 sooner	 rather	 than	
later,	Rugg	said.	Don’t	be	afraid	to	address	
them	in	a	non-confrontational	manner	rather	
than	letting	them	build	 into	something	that	
somebody’s	going	to	file	a	suit	over.
	 Spend	 the	 money	 up	 front	 to	 have	 an	
attorney	 perform	 a	 contract	 review	 before	
signing.	 “In	 general,	 businesses	 sometimes	
tend	 to	 seek	 an	 attorney	when	 the	 prover-
bial	wheel	has	fallen	off	the	wagon	and	the	
relationship	with	another	business	partner	or	
contractor	has	failed,”	said	Couvillier.	Busi-
ness	owners	 should	bring	 in	an	attorney	at	
contract	development	who	can	help	protect	
against	potential	pitfalls	and	problems	in	that	
contract.
	 Preventative	medicine	is	the	best	choice,	
agreed	Newberry,	who	suggests	small	busi-
nesses	opt	for	annual	checkups	with	their	at-
torneys	to	make	certain	they’re	in	compliance	
with	governing	law.	“Many	times	a	business	
will	start	as	a	small	venture	and	then	it	devel-
ops	into	a	larger	business	and,	because	things	

Continued from page 19
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are	going	well,	business	owners	just	continue	
to	move	along	without	legal	guidance.	If	they	
would	actually	check	in	with	an	attorney	who	
practices	 in	 those	 areas	 it	 would	 help	 shift	
and	change	some	of	the	policies	and	proce-
dures	so	that	if	there	is	some	type	of	litigation,	
they’re	in	a	good	position	for	defense.”	Even	
better,	 such	check	ups	 can	help	prevent	 the	
need	for	litigation	at	all.
	 Larger	 businesses	 often	 have	 their	 own	
human	resources	departments	to	keep	them	
current	in	employer-employee	legal	require-
ments,	but	smaller	businesses	with	a	multi-
ple-hat-wearing	owner	could	benefit	from	an	
annual	review	of	employer-employee	law.
	 “Construction	 companies	 can	 almost	
always	 expect	 disputes	 because	 construc-
tion	contracts	are	pretty	much	the	only	con-
tracts	 that	 allow	one	 party	mid-contract	 to	
change	the	terms	of	that	contract	and	not	be	
in	breach	of	it,”	Mead	said.	“That’s	a	change	
order.	You	get	into	fights	over	them.	We	joke	
about	it	–	about	blue	paint	is	always	more	ex-
pensive	than	white	paint	and	we	can’t	figure	
out	why,	but	inevitably	if	the	project	calls	for	
white	and	you	change	it	to	blue,	you’ll	get	a	
change	order	for	more	money.	Those	are	the	
kinds	of	things	that	drive	disputes.”
	 “If	someone	is	suing	you,	you	need	to	re-
spond,	even	if	the	claim	is	completely	merit-
less	in	your	opinion,”	said	Delikanakis.	“My	
advice	would	be	to	look	at	it	carefully	and	re-
spond	to	it	even	if	the	response	is	‘Your	claim	
has	no	merit.’”	And	even	if	the	claim	has	no	
merit,	be	proactive,	hire	counsel	and	respond.
	 Businesses	need	to	have	good	document	
protection	and	destruction	policies	 in	place	
that	are	well	thought	out,	appropriate	to	the	
industry	and	designed	with	an	attorney’s	as-
sistance.	“Because	at	the	end	of	the	day	your	
ability	 to	 produce	 your	 evidence	 and	 in	 a	
method	that	is	quick	and	easy	will	not	only	
assist	 you	 in	 assessing	 any	 potential	 law-
suits	but	also	in	responding	to	demands	for	
discovery	if	a	lawsuit	is	actually	filed,”	said	
Delikanakis.	
	 If	a	lawsuit	is	filed,	preserve	all	docu-
ments	 pertaining	 to	 the	 deal	 or	 contract	
from	which	the	suit	stems.	Whether	they’re	
hard	 copy	paper	 documents	 or	 electronic	
files	and	emails,	there	are	important	rules	
of	 evidence	 surrounding	 documentation.	

It’s	 important	 to	 make	 sure	 documents	
aren’t	lost	inadvertently.
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	 “That	 could	 be	 very	 damning	 to	 the	
case,”	said	Couvillier.	Reaching	out	to	an	at-
torney	can	help	business	owners	figure	out	
strengths	and	weaknesses	and	put	them	in	a	
position	to	open	up	dialog	with	the	other	side	
or	make	their	case	stronger	for	litigation.
	 As	lawsuits	filed	return	to	pre-recession	
numbers,	 taking	steps	 to	protect	your	busi-
ness	 can	mean	 the	 difference	 between	 see 
you in court	and	see you at settlement.

http://armstrongteasdale.com
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thing	goes	wrong.	A	professional	 payroll	
service	company	will.	And	a	good	one	will	
even	work	with	the	tax	authorities	on	be-
half	of	their	client	if	there	is	ever	a	payroll	
tax	problem.

Payroll Expertise
	 Any	 reputable	 payroll	 service	 will	 be	
able	 to	 cover	 a	 company’s	 basic	 needs,	
such	 as	 calculating	 hours	 and	 vacation	
time,	 cutting	 checks	 and	 mailing	 them	
to	 your	 employees.	 The	 trouble	 is,	 those	
might	 not	 be	 every	 business’	 needs.	 An	
experienced,	 trained	 payroll	 professional	
will	get	to	know	the	business,	understand	
what	 it	 requires,	 and	work	with	 business	
owners	to	make	sure	the	payroll	solution	is	
a	good	fit.	For	example,	combining	online	
banking	with	online	payroll	processing	or	
offering	employees	a	401(k)	plan	is	some-
thing	a	payroll	service	can	handle	 that	 is	
outside	of	the	standard	services.	

A Trusted Provider
	 Of	 course,	 the	 provider	 needs	 to	 be	
someone	 trustworthy.	 For	 something	 as	
critical	as	handling	payroll	and	taxes,	look	
for	an	established	brand	with	a	solid	his-
tory,	 extensive	 resources	 and	 experience,	
and	 a	 reputation	 for	 great	 service.	 The	
last	item	is	particularly	important	since	at	
some	point	there	is	likely	to	be	an	urgent	
situation:	if	an	administrator	unexpectedly	
went	 into	 labor	 tomorrow,	could	 the	pro-
vider	step	in	and	make	filings	on	time?

s	 it	 easy	keeping	up	with	approxi-
mately	 400	 legal	 and	 regulatory	
changes	every	year	or	making	up	to	
268	tax	calculations	annually?	Are	
routine	administrative	tasks	prefer-

able	to	servicing	customers?		It’s	unlikely	
any	business	owner	would	answer	“yes”	to	
those	questions.
	 For	most	business	owners,	these	issues	
are	among	the	very	last	things	they	want	to	
deal	with.	And	yet,	they’re	exactly	what	is	
needed	when	a	company	processes	its	own	
payroll.	
	 Sooner	 or	 later	 nearly	 every	 business	
owner	realizes	it’s	time	to	let	someone	else	
handle	the	time-consuming,	risky	and	un-
productive	task	of	processing	payroll	to	a	
specialist	provider.	But	how	to	choose	the	
right	 one?	 When	 making	 that	 decision,	
there	are	five	key	things	to	consider	–	and	
to	ask	potential	providers	about	as	well.

Tax Liability
	 Tax	issues	are	probably	the	number-one	
pitfall	of	handling	payroll	yourself.	Every	
year	federal	and	state	penalty	notices,	lev-
ies	and	 legal	action	not	only	 reduce	pro-
ductivity,	 but	 put	many	 small	 companies	
out	of	business	entirely.	Often	the	business	
owner	 was	 trying	 to	 do	 everything	 cor-
rectly,	but	was	simply	unaware	of	all	 the	
rules	for	calculating	paychecks,	timing	tax	
payments	and	filing.
	 If	a	CPA	or	accountant	is	hired	to	do	the	
books,	 that	 person	 can	handle	 payroll	 as	
well.	However,	 that	 individual	 isn’t	going	
to	pay	the	penalties	and	interest	 if	some-

The Right Features
	 All	 businesses	 have	 different	 needs,	
but	 those	 of	 small	 companies	 are	 espe-
cially	 diverse	 –	 and	 are	 becoming	more	
so.	These	days,	even	with	 just	a	handful	
of	 employees	 you	 might	 need	 payroll	
deductions	 for	 401(k),	 a	 flexible	 spend-
ing	account	and	perhaps	a	health	savings	
account	(HSA)	for	your	health	plan,	plus	
direct	 deposit.	 Because	 every	 minute	
spent	 on	 administration	 keeps	 business	
owners	away	from	their	core	business	re-
sponsibilities,	it’s	vital	that	it	all	work	as	
smoothly	as	possible.
	 There	are	a	number	of	reputable	compa-
nies	that	specialize	in	payroll	services.	In	
addition,	full-service	banks	can	offer	pay-
roll	services	that	have	some	unique	advan-
tages,	such	as	tying	payroll	directly	to	on-
line	banking	for	maximum	convenience.	

Cost Effective
	 Considering	 that	 one	 in	 three	 busi-
ness	owners	will	face	a	tax	penalty	each	
year,	 hiring	 a	 payroll	 provider	may	 just	
be	worth	the	cost.	After	several	years	the	
question	 every	 business	 is	 likely	 to	 face	
these	penalties	–	it	will	simply	be	a	matter	
of	when.	Even	for	a	very	hands-on	man-
ager,	working	with	the	IRS	or	state	agen-
cies	on	payroll	issues	is	one	task	that	can	
be	a	huge	burden.	When	that	time	comes,	
the	 pennies	 per	 week	 spent	 on	 payroll	
processing may turn out to be a compa-
ny’s	best	business	investment.

By Lester Romero, Assistant Vice President, Wells Fargo Bank

Five Things to Think
About When Considering
a Payroll Service

I
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forcing	the	legislature	to	consider	a	proposed	
business	“margin”	tax.	The	margin	tax	is	a	
modified	gross	 receipts	 tax	 that	would	 as-
sess	a	two-percent	levy,	with	some	limited	
and	complex	exemptions,	 against	 all	firms	
whose	total	 transactions	exceed	$1	million	
in	value.	The	proposal	is	estimated	to	take	
an	additional	$800	million	from	Silver	State	
businesses	over	the	next	two	years.
	 Problems	 with	 the	 margin	 tax	 idea	 are	
legion.	 Because	 the	 tax	 is	 based	 on	 gross	
receipts,	 and	 not	 business	 profits,	 it	would	
even	 apply	 to	 firms	 operating	 in	 the	 red.	
Thus,	it	could	hasten	bankruptcy	for	strug-
gling	businesses.	While	tax	advocates	claim	
it	will	only	apply	to	large	firms,	the	$1	mil-
lion	threshold	is	low	enough	to	capture	most	
gas	 stations,	 restaurants,	 or	 mom-and-pop	
retailers.	
	 Because	the	exemptions	are	so	complex,	
it	would	require	a	massive	expansion	of	the	
state	 tax	 department	 to	 process	 filings.	 In	
Texas	—	the	only	state	to	levy	a	margin	tax	
—	 small	 firms	 have	 complained	 that	 they	
face	disproportionate	compliance	costs	be-
cause,	unlike	large	firms,	they	don’t	possess	
the	 in-house	 accounting	 expertise	 to	 navi-
gate	the	tax.
	 Further,	 the	 teacher	 union’s	 claims	 are	
misleading,	because	 they	 titled	 the	margin	
tax	measure	“The	Education	Initiative,”	and	
told	 signatories	 that	 the	 additional	 revenue	
would	be	dedicated	to	K-12	education.	How-
ever,	lawmakers	would	be	free	to	use	mar-
gin	tax	revenues	to	displace	current	dollars	
spent	on	education.	As	a	result,	they	would	

Legislature Once Again Has
Taxpayers Bracing for Another Hit

o	man’s	life,	liberty	or	property	
is	safe	while	the	legislature	is	in	
session,”	Mark	Twain	famously	
said	 while	 covering	 the	 bien-
nial	mess	in	Carson	City.

	 Despite	Twain’s	warnings,	Nevada	 law-
makers	are	meeting	once	again,	for	the	77th	
regular	legislative	session,	and	Nevada	tax-
payers	are	 realizing,	once	again,	 that	 their	
property	is	not	safe.
	 That’s	 because	 politicians	 are	 yet	 again	
clamoring	 to	 take	 more	 out	 of	 household	
budgets	 to	 finance	 a	 new	 spending	 spree.	
Gov.	 Brian	 Sandoval	 and	 legislative	 lead-
ers	have	called	for	new	spending	on	various	
programs,	including	ineffective	early	educa-
tion,	more	giveaways	to	private	firms	with	
political	 favor	 and,	 of	 course,	 across-the-
board	pay	raises	for	government	employees.
	 The	 only	 disagreement	 in	 Carson	 City	
is	 about	 exactly	 how	 much	 more	 taxpay-
ers	 should	be	 forced	 to	pay.	Sandoval	 has	
called	for	another	extension	of	$631.9	mil-
lion	 in	 “temporary”	 sales	 and	 payroll	 tax	
hikes	 and	 car	 registration	 fees	 originally	
passed	in	2009.	At	that	time,	taxpayers	were	
promised	that	those	taxes	would	expire	af-
ter	 June	2011,	but	now	Sandoval	wants	 to	
extend	those	taxes	until	at	least	June	2015.	
With	the	“temporary”	moniker	now	sound-
ing	 increasingly	 hollow,	 these	 taxes	 will	
cost	Nevada	households	an	average	of	about	
$1,240	over	the	next	two	years,	according	to	
household	demographics	data	from	the	U.S.	
Census	Bureau.
	 But	even	 that’s	not	enough	 for	 the	state	
teacher	union,	which	holds	sway	with	some	
lawmakers	 and	 ran	 an	 initiative	 petition	

be	free	to	use	the	additional	$800	million	on	
anything	they	like.
	 While	 tax	 advocates	 target	 Silver	 State	
businesses	for	higher	taxes,	lawmakers	per-
sistently	refuse	to	recognize	that	businesses	
are	 only	 accounting	 entities	 and	 that	 all	
business	taxes	are	eventually	paid	by	fami-
lies	and	individuals.	When	state	lawmakers	
impose	higher	costs	on	private	firms,	those	
costs	 are	 ultimately	 exhibited	 in	 reduced	
wages	 or	 higher	 prices	 for	 consumers	—	
pushing	 down	 the	 living	 standards	 of	Ne-
vada	households.
	 Other	 tax	 ideas	 coming	 out	 of	 Carson	
City	include	a	supposedly	“revenue-neutral”	
restructuring	of	the	sales	tax	base,	in	which	
tax	 rates	would	be	 reduced,	but	applied	 to	
more	 purchases.	 There	 would	 be	merit	 to	
this	proposal	if	it	were	truly	intended	to	be	
revenue	 neutral,	 because	 it	 would	 reduce	
volatility	within	 the	 tax	 structure	 and	 end	
current	distortions	in	consumer	behavior.	
	 However,	some	lawmakers	are	already	
tipping	 their	 hand,	 revealing	 that	 their				
alleged	“tax	reform”	schemes	are	not	really	
revenue-neutral:	 They’re	 seeking	 to	 sneak	
revenues	 from	 the	 package	 of	 so-called	
“temporary”	 taxes	 into	 their	 package,	 in		
order	to	make	those	taxes	permanent.
	 As	 Twain	 famously	 put	 on	 another										
occasion	—	back	when	the	state’s	legislative	
session	lasted	only	60	days,	“It’s	far	better	
the	Legislature	meet	every	60	years	for	two	
days	than	every	two	years	for	60	days.”
	 Given	these	tax	shenanigans,	it’s	easy	to	
see	why.

Geoffrey Lawrence is deputy policy director at the Nevada Policy Research Institute. 
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Special Report

ith	 so	 much	 of	 America	 looking	
hopefully	to	the	future,	the	state	of	
Nevada	is	building	it	today	by	taking	
all	the	right	steps	to	become	a	global	
technology	leader	in	the	year	ahead.	

	 The	technology	sector	in	Nevada	“has	changed	
so	much	in	five	years,”	says	Dave	Archer,	President	
and	Chief	Executive	Officer	of	the	Nevada	Center	
for	Entrepreneurs	and	Technology	(NCET),	a	Re-
no-based	independent	nonprofit	organization	that	
helps	Nevadans	 start	 and	 grow	 their	 businesses	
through	educational	programs	and	by	connecting	
them	to	the	resources	they	need	to	succeed.	“You	
can	see	it	 in	the	number	of	companies	that	have	
set	up	shop	here	and	are	thriving.”

	 What	has	been	behind	it?	“I	think	it’s	been	a	
lot	of	 things,”	says	Archer.	“Obviously,	Nevada	
remains	a	great	place	 to	have	a	business,	and	 I	
think	a	lot	of	states,	notably	California,	have	be-
come	horrible	places	to	have	businesses.	I	moved	
here	from	California,	and	it	is	an	onerous	place	
to	own	and	operate	a	business.”
	 What	has	also	happened,	he	explains,	is	that	
executives	 tend	 to	 look	 at	 good	 companies	 in	
their	own	sectors	and	think,	“‘You	know,	if	that	
company	is	in	Reno	maybe	we	ought	to	look	at	
Reno,	 because	 there	must	 be	 some	 reason	 that	
people	are	starting	to	be	there.’	So	I	think	there	
are	a	lot	of	different	things	that	lead	to	clusters	
developing.	
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significant	investments	in	the	Las	Vegas	area	
over	the	past	three	and	a	half	years,	building	
fiber	 access	 to	 the	 Internet	 for	many	 busi-
ness	locations	in	Las	Vegas	or	within	close	
enough	 proximity	 that	 it	 can	 complete	 the	
build	 quickly	 if	 speeds	 are	 needed.	 “With	
fiber	access	we	offer	up	to	1	Gbps	Internet	
access	as	an	off-the-shelf	product.”
	 Oberschelp	calls	Las	Vegas	“a	commu-
nity	of	we-can	business,	education	and	gov-
ernment	leaders,	with	a	renewed	sense	of	col-
laboration	and	the	infrastructure	to	support	
advanced	 technology.”	 He	 believes	 it	 can	
build	a	world-class	tech-centric	community.	
“We	are	clearly	building	the	infrastructure	to	

make	Las	Vegas	a	 technology-friendly	city	
and	destination,	and	this	direction	is	ampli-
fied	 by	 a	 foundation	 of	 public	 and	 private	
support.”
	 Rob	Roy’s	 (CEO	of	Switch	Communi-
cations)	 establishment	 of	 the	 InNEVation	
Center,	notes	Oberschelp,	“will	make	a	col-
laborative	working	environment	for	public	
and	private	entities	to	help	build	business	in	
Southern	Nevada,	and	has	helped	seed	this	
with	a	group	of	technology	angel	investors.”	
The	city	and	county	governments	are	com-
mitted	to	streamlining	the	business	permit-
ting	license	too,	he	feels,	which	will	aid	in	
securing	technology	companies.

Silicon Valley II?

	 And	so	the	question	many	have	asked	–	
and	that	frankly	makes	some	people	chuckle	
–	is	whether	or	not	Nevada	can	become	an-
other	Silicon	Valley.
	 It’s	time	for	the	laughter	to	stop.
	 “It’s	 not	 a	 laughable	 question,”	 Archer	

	 Archer	sites	two	examples	of	technology	
companies	in	Reno	that	typify	the	trend.	One	
is	Digital	Solid	State	Propulsion	LLC.	“They	
make	 little	 tiny	 rocket	motors	 the	 half	 the	
size	of	your	pinky	for	satellite	station	keep-
ing.	They	have	a	dozen	PhDs	who	are	work-
ing	on	rocket	motor	technology.”	Another	is	
Sierra	Nevada	Corp.,	which	recently	signed	
a	 multimillion	 dollar	 deal	 with	 Lockheed	
Martin	to	work	on	the	next-generation	space	
shuttle.
	 “So	you’ve	got	companies	 like	that	 that	
are	already	here,”	Archer	adds,	“and	as	other	
companies	outside	the	state	see	those	com-
panies	they	think,	‘There’s	got	to	be	a	reason	
they’re	located	in	Nevada.’”
	 “From	 CenturyLink’s	 perspective,	 the	
rate	of	technology	innovation	and	technology	
enablement	is	accelerating,”	notes	Vice	Pres-
ident	&	General	Manager	 Jeff	Oberschelp.	
“Technology	 companies	 need	 increasingly	
faster	network	connectivity,	secure	data	cen-
ters	and	flexible	cloud	computing	solutions.”	
To	meet	the	demand,	CenturyLink	has	made	
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	 That	said,	however,	Bolognini	points	out	
that	what	Nevada	is	not	is	a	hub	for	software	
development	 or	 computer	 manufacturing	
much	like	Silicon	Valley	or	Seattle.	In	order	
to	get	 there,	he	believes,	a	highly	educated	
workforce	is	essential.	“For	some	of	our	po-
sitions	we	need	to	look	outside	of	Nevada	for	
qualified	 technical	 personnel	 with	 STEM	
degrees	and	specialized	backgrounds,”	says	
Bolognini.	 “Our	 needs	 are	 very	 similar	 to	
the	 needs	 of	 any	 company	 doing	 business	
in	a	high-tech	environment,	so	an	educated	
workforce	is	paramount	to	becoming	a	Sili-
con	Valley.”	In	January,	Cox	unveiled	its	150	
Mbps	high-speed	Internet	service	--	report-
edly	 the	 fastest	 non-fiber-optic	 broadband	
speed	available	in	the	state	–	at	the	Las	Ve-
gas	Metro	Chamber	of	Commerce’s	annual	
Preview	Las	Vegas	business	event.	
	 “Some	six	years	ago,	when	we	invested	in	
our	current	company	headquarters	building	
on	13	acres	in	West	Las	Vegas,	it	made	a	very	
positive	impact	 in	 this	community,”	Bolog-
nini	recounts.	“Similarly,	as	a	company,	we	
have	long	been	dedicated	to	the	core	of	Las	
Vegas	by	upgrading	it	and	building	it	out	as	
we	prepare	that	area	for	the	new	technology	
frontier.	We	see	some	great	things	happen-
ing	in	downtown	Las	Vegas	with	the	current	
wave	of	construction	and	investment.”
	 Some	of	the	most	talked	about	develop-
ments	are	coming	from	Tony	Hsieh,	his	tech-
nology	fund	and	the	startup	companies	his	in-
vestments	are	creating,	says	Bolognini.	“His	

technology	 vision	 is	 responsible	 for	 a	 new	
generation	 of	 garage	 entrepreneurialism	 in	
Vegas.	And	who	knows,	maybe	it	will	launch	
the	next	Microsoft	or	HP	in	downtown.”
	 “Tony	Hsieh	has	established	the	Down-
town	project	with	$50	million	set	aside	for	
technology	 companies,”	 Oberschelp	 points	
out,	“and	 this	project	appears	 to	be	paying	
off	with	some	recent	moves	by	gaming	com-
panies	moving	to	downtown.”	The	establish-
ment	of	 the	USR	Library	also	 looks	 like	 it	
will	foster	the	notion	of	downtown	Las	Ve-
gas	as	a	tech-friendly	community,	he	adds.

Government Help

	 Aceituno	says	 that	 from	his	perspective,		
the	state	is	making	it	easier	and	more	afford-
able	to	have	your	business	in	Nevada.”	Two	
examples,	he	adds,	are	the	launch	of	the	new	
SilverFlume	 portal,	 “which	 allows	 you	 to	
easily	start	a	new	business	and	get	many	of	
your	licenses	taken	care	of	all-in-one	spot	and	
within	a	matter	of	minutes,”	and	the	Digital	
Operating	Agreement,	a	service	 that	allows	
companies/startups	starting	an	LLC	a	service	
to	generate	a	free	operating	agreement.	
	 Archer	feels	that	the	state’s	realignment	
--	the	shift	from	the	Nevada	Commission	on	
Economic	 Development	 to	 the	 governor’s	
Office	of	Economic	Development	–	“reflects	
the	state’s	focus	to	have	a	unified	and	aggres-
sive	program	to	attract	companies	here.	Of	
all	the	companies	in	the	world	that	you	could	
get	to	pick	up	and	move	to	Nevada,	you	can’t	
beat	Apple.”	 	The	 computer	 giant	 plans	 to	
open	facilities	in	Sparks	and	Reno	as	part	of	
a	reported	$1-billion	investment	in	Northern	
Nevada	over	the	next	10	years.
	 Brian	Sandoval	is	one	of	the	first	gover-
nors	to	“move	the	needle	toward	diversifica-
tion	of	our	economy	as	in	trade	relationships,	
tourism	and	the	potential	of	new	technology	
development,”	says	Bolognini.	“I	was	great	
to	hear	about	the	Governor	touring	the	floor	
of	CES	this	year,	and	we	very	much	welcome	
having	 tech	 companies	 consider	 expansion	
into	our	state	and	his	involvement	in	it.”	But	
technology	must	 be	more	 than	 a	word,	 he	
adds.	 “Building	 a	 data	 center	 is	 one	 thing.	
Making	a	committed	investment	toward	de-
ploying	 the	 technology	 of	 tomorrow	 along	

insists.	“Silicon	Valley	is	what	it	 is.	I	 think	
you’ve	got	to	go	back	50	or	60	years;	Silicon	
Valley	has	taken	a	long	time	to	develop,	and	
it	is	kind	of	a	unique	entity	that	I	don’t	think	
will	ever	be	replicated.”	For	instance,	he	says,	
it	has	Stanford	University,	“and	there’s	only	
one	Stanford	University.”
	 “I	wouldn’t	 compare	 us	 to	 Silicon	Val-
ley,”	responds	Max	Aceituno,	 the	owner	of	
web	design	and	development	firm	Maximo-
Media,	“but	I	think	there’s	a	good	possibil-
ity	that	we	can	become	a	sustainable	hub	for	
innovative	 tech	 and	 startup	 organizations.”	
The	 state’s	 community	 of	 talented	 people,	
entrepreneurs	and	 tech	companies	 is	grow-
ing,	he	says,	which	helps	generate	the	buzz	
to	bring	in	and	foster	more	talent,	leading	to	
additional	investors	and	outside	attention.	“If	
we	can	keep	that	up,	we	can	definitely	help	
put	Vegas	on	the	map.”
	 The	 biggest	 thing	 forming	 downtown,	
and	 in	 the	 state	 as	 a	whole,	 in	Aceituno’s	
opinion,	 is	 a	 stronger	 sense	 of	 commu-
nity.	 “You	have	 like-minded	 founders,	 ex-
ecutives,	 designers,	 developers,	 marketing	
specialists	 finding	 a	 common	 ground	 to	
mingle,	 network,	 work	 and	 share	 ideas.”	
More	events	and	companies	are	popping	up	
every	week,	he	adds.	“Even	beyond	tech,	it’s	
pretty	amazing.	Just	two	weeks	ago	I	was	at	
a	downtown	opening	for	a	fashion	co-work-
ing	space.	I	never	would	have	imagined	see-
ing	something	like	that	a	few	years	ago.	Re-
ally,	downtown	is	bustling	with	activity	and	
it’s	 only	 getting	 better.	 It’s	 not	 just	 down-
town	either:	Switch	is	making	great	strides	
to	 support	 and	 invest	 in	 the	 tech	 commu-
nity.	The	Switch	 inNEVation	Center	 is	an	
awesome	spot	in	the	Southwest	to	co-work	
(affordably),	mingle	and	host	events.	It’s	an	
amazing	time	to	be	in	Vegas	right	now.”
	 “We	 already	 are	 a	 Silicon	 Valley	 of	
sorts,”	insists	Mike	Bolognini,	Market	Vice	
President	for	Cox	Communications,	Las	Ve-
gas.	“For	example,	the	DOE	and	DOD	have	
one	of	the	largest	research	facilities	here,	as	
does	 the	 EPA.	 At	 the	 same	 time,	 through	
the	 efforts	 of	Nellis	 and	Creech	Air	Force	
Bases,	we	have	become	the	world	leader	in	
unmanned	technologies.	That	form	of	tech-
nology	will	certainly	come	to	benefit	all	of	
us	as	consumers.”
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tech	companies	 top-flight	disaster	 recovery	
and	redundancy	capabilities.	
	 At	 the	 same	 time,	 however,	 executives	
are	 seeing	 an	 emerging	 need	 for	 startup	
tech	companies	with	 limited	capital,	which	
need	scalable	and	flexible	cloud	computing	
solutions	so	that	they	can	focus	their	capital	
and	energy	on	their	product	or	application	as	
opposed	to	expending	it	building	expensive	
infrastructure.	 CenturyLink	 recently	 com-
bined	 the	 strength	 of	 its	 national	 network	
with	its	portfolio	of	Savvis	cloud	services	for	
the	U.S.	 launch	of	 savvisdirect,	 billed	 as	 a	
simple,	cost-effective	cloud	computing	solu-
tion	for	businesses	of	all	sizes.
	 Three	of	the	sectors	that	Archer	and	his	
colleagues	are	seeing	a	lot	of	movement	in	
are	 aerospace,	 software	 and	data	 centers,	
which	he	calls	“real	hot	right	now.	Cobalt	
(Data	Centers,	which	specializes	in	secure,	
high-density,	network-rich	co-location	and	
provides	 next-generation	 environmental	
systems,	 security,	 redundant	 power	 sys-
tems,	 and	 robust	 fiber	 networks)	 is	 just	

opening	up	in	Las	Vegas,	and	Apple	is	get-
ting	ready	to	build	a	huge	data	center	just	
outside	of	Reno.”
	 One	of	the	best	things	about	the	tech	sec-
tor,	according	to	Archer,	is	that	a	lot	of	the	
businesses	in	it	are	not	overly	capital-intense.	
Some,	 like	data	centers,	are,	he	notes,	“but	
in	software	I	think	we	will	continue	to	see	
people	moving	here	for	 the	combination	of	
lifestyle	and	business	climate.”		A	software	
shop	can	be	set	up	“with	not	much	more	than	
a	laptop,	and	make	a	lot	of	money.	Think	of	
having	one	successful	app.”
	 This	goes	 a	 long	way	 to	 explaining,	he	
adds,	why	Nevada	 is	seeing	more	software	
companies	 moving	 here.	 “You’ve	 got	 the	
young	entrepreneurs	moving	 to	Nevada	for	
the	 lifestyle	 and	business	 climate	 and	 they	
can	do	it	without	a	huge	capital	investment	
--	and	because,	unfortunately,	of	the	way	the	
economy	is	we	have	this	vast	pool	of	trained	
people	ready	to	go	to	work.”
	 And	there	should	be	plenty	of	work	for	
them	to	do	in	the	state	of	Nevada.

the	front	lines	the	way	Cox	Communications	
is	doing	it	is	something	else	again.	We	are	the	
rubber	that	meets	the	road.”
	 Indeed,	 when	 Sandoval	 attended	 the	
Consumer	Electronics	Show	 in	 January	he	
spoke	 of	Nevada	 as	 a	 future	 leader	 in	 the	
technology	 business.	 Firms	 in	 other	 parts	
of	the	country	should	be	aware,	he	said,	that	
Las	Vegas	is	“an	up	and	coming	technology	
center.	It’s	not	just	once	a	year	when	the	show	
occurs,	 but	 we	 want	 technology.”	 He	 also	
dined	with	executives	from	tech	companies	
to	promote	Nevada	as	an	expansion	site.

Into the Future

	 The	 next	 real	 need	 and	 opportunity	 is	
for	 secure	 data	 centers	 and	 scalable	 cloud	
computing,	 Oberschelp	 feels.	 CenturyLink	
has	 increased	 its	 capabilities	 in	 this	 space	
with	the	recent	acquisition	of	Savvis,	a	global	
leader	 in	 cloud	 infrastructure	 and	 hosted	
IT	solutions	with	more	than	55	data	centers	
around	the	world,	allowing	Las	Vegas-based	
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HOUSING 
MARKET
By Doresa Banning

in	 2012	 from	 2011,	 GLVAR’s	 market	
data	 shows.	 The	 median	 home	 price	 of	
single-family	homes	 sold	 in	 January	was	
$150,000,	which	compares	to	$118,000	at	
the	end	of	January	2012.
	 Reno-Sparks’	median	 home	 price	 has	
been	trending	higher	than	that	in	the	state’s	
southern	part.	The	December	2012	median	
price	was	 $187,000,	 up	 20.6	 percent	 ver-
sus	 that	 of	 $155,000	 in	 December	 2011,	
according	 to	 the	December	 2012	Market	
Report	of	the	Reno-Sparks	Realtors	Asso-
ciation	(RSAR).
	 “We	 haven’t	 seen	 this	 pricing	 escala-
tion	 in	 eight	 years,	 albeit	 gradual,”	 said	
Helen	Graham,	the	Reno/Sparks	Associa-
tion	of	Realtor’s	president.

ith	 increasing	 sales	 and	
home	 values,	 Nevada’s	
housing	market	shows	signs	
of	recovery	and	strength	not	
seen	in	recent	years.

	 “We’re	on	a	good	path	right	now,”	said	
Patti	 Kelley,	 president	 of	 the	Nevada	As-
sociation	of	Realtors	 (NAR),	a	group	 that	
provides	 services	 to	 its	members	 and	 ad-
vocates	for	private	property	rights.	“We’re	
pulling	 out	 of	 the	 worst	 of	 it	 and	 finally	
turning	the	page.”
	 However,	against	this	growth	backdrop,	
experts	said	the	market	is	plagued	by	a	sig-
nificant	problem—insufficient	inventory.	
	 “Overall,	it’s	very	positive	for	the	mar-
ket.	 The	 sad	 part	 is	 there	 isn’t	 enough	
to	 sell,”	 said	 Dave	 Tina,	 president	 of	 the	
Greater	Las	Vegas	Association	of	Realtors	
(GLVAR),	 an	 organization	 serving	 realty	
professionals	in	Clark	County	and	southern	
Nye	County.

Home Equity Rebounds

	 Home	values	continue	to	increase	from	
their	 bottoms,	 said	 Kelley.	 	 NAR,	 whose	
membership	 has	 stabilized,	 is	 starting	 to	
grow	again	and	currently	is	at	about	13,500.		
	 In	the	Las	Vegas	metropolitan	region,	
overall	 home	 prices	 jumped	 24	 percent	

Strong Demand

	 Sales	throughout	The	Silver	State	reflect	
the	great	demand	for	homes.	This	is	due	to	
“reasonable”	 prices	 and	 “drop	 dead	 low”	
interest	 rates,”	 Tina	 said.	 (In	 January,	 the	
rate	was	3.4	percent	for	a	30-year,	fixed-rate	
mortgage,	per	Freddie	Mac.)	Despite	going	
through	 a	 terrible	 period	 in	 terms	 of	 the	
economy	and	the	housing	market,	everyone	
still	wants	the	American	dream	of	owning	
their	own	home.	Even	people	who	lost	their	
homes	in	a	short	sale	are	buying	again.
	 “What’s	 the	 downside?	 There	 really	
isn’t	 any,”	 Tina	 added.	 “Even	 though	we	
went	 up	24	percent	 on	 the	median	home	
price,	some	were	down	60	or	70	percent,	
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which	means	 if	 the	 land	 has	 been	 plotted,	
they	can	start	construction	immediately.	New	
homes,	for	instance,	are	going	up	in	Summer-
lin,	Green	Valley	and	Lake	Las	Vegas.
	 “Everyone	 is	 building	 throughout	 the	
valley	now,”	Tina	said.	“All	the	builders	are	
building	everything	they	can.”
	 Northern	Nevada,	too,	saw	a	more	than	
50	 percent	 increase	 in	 new	 home	 permits	
pulled	in	2012	over	the	previous	year.	Today,	
at	 least	 11	 firms	 are	 building	 actively,	 not	
only	in	Reno	and	Sparks,	but	also	in	Carson	
City,	Dayton,	Winnemucca	and	Elko.
	 “We’re	excited	to	see	growth	in	the	new	
home	 market	 and	 expect	 to	 see	 more	 in	
2013,”	said	Mike	Dillon,	executive	director	
of	the	Builders	Association	of	Northern	Ne-
vada,	a	nonprofit	organization	that	educates	
and	represents	its	membership	and	the	build-
ing	industry.	

Short Sales
Displace Foreclosures

	 The	 residential	 real	 estate	 market	 has	
undergone	 a	 shift	 from	 foreclosures	 to	
short	sales.	This	 is	due	 in	 large	part	 to	 the	
passage	of	Assembly	Bill	284,	which	went	
into	effect	in	the	fall	of	2011,	at	which	time	
banks	nearly	stopped	all	issuance	of	notice	
of	defaults.	Short	sales	also	got	a	boost	when	
Congress	 extended	 the	 Mortgage	 Forgive-
ness	Debt	Relief	Act	through	Dec.	31,	2013,	
which	means	homeowners	don’t	have	to	pay	
income	tax	on	mortgage	debt	forgiven	up	to	
$2	million	through	year’s	end.		
	 In	Southern	Nevada,	statistics	from	GL-
VAR	reveal	the	percentage	of	short	sales	hit	
a	record	high,	at	45.8	percent	of	all	sales	in	
December.	 In	 contrast,	 bank-owned	 sales,	
which	comprised	about	80	percent	of	 total	
sales	four	years	ago,	accounted	for	9.5	per-
cent.	Tina	said	he	expects	this	trend	to	con-
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so	there’s	still	plenty	of	room	to	buy	some-
thing	and	get	a	7	 to	10	percent	return	on	
investment.”
	 Behind	 the	 sales	 are	 first-home	 buyers	
and	 investors.	 In	 Southern	Nevada,	 for	 in-
stance,	about	50	percent	of	the	resale	activ-
ity	is	investors,	said	Dennis	Smith,	president	
of	Home	Builders	Research	Inc.,	a	firm	that	
researches	and	publishes	reports	on	the	Las	
Vegas	housing	market.
	 “There	 are	 so	 many	 investors	 because	
they	can	buy	a	product	for	less	than	replace-
ment	cost,”	he	added.	
	 The	Las	Vegas	 region	had	 its	 third	best	
sales	 year	 ever,	 GLVAR	 data	 show.	 Resale	
homes	costing	under	$200,000	are	selling	im-
mediately,	as	are	new	homes	in	the	$200,000s.	
Resale	sales	in	the	$500,000	and	under	range	
are	good,	 too,	Tina	said.	Particularly	hot	ar-
eas	are	the	southwest	part	of	Summerlin,	the	
southwest	 submarket	 outside	 of	 Summerlin,	
south	of	Blue	Diamond	and	Green	Valley.
	 Similarly,	Northern	Nevada	experienced	
its	 second	 highest	 year	 of	 overall	 sales	 in	
2012	 since	 the	 boom	 year	 of	 2005.	 Most	
of	 what’s	 selling	 is	 homes	 priced	 under	
$400,000.
	 “There	 is	buyer	confidence	 that	 it’s	still	
a	 good	 time	 to	 buy	 at	 today’s	 low	 interest	
rates,”	Graham	said.
	 Many	of	these	purchases	are	cash	deals	
as	mortgages	are	difficult	to	obtain	and	ap-
praisals	aren’t	keeping	pace	with	recent	sale	
prices.	 Banks	 only	 will	 lend	 at	 appraised	
prices.	 In	 January,	 in	 Southern	 Nevada,	
56.1	percent	of	all	existing	homes	sold	were	
bought	with	cash,	according	to	the	GLVAR.	
	 “It’s	 really,	 really	hard	 to	compete	with	
the	cash	buyers	and	the	cash	investors	if	any-
one	has	 a	 loan,”	Kelley	 said.	 “It’s	 hard	 for	
someone	to	obtain	financing	and	then	once	
they’re	approved	for	that	loan,	they	may	have	
appraisal	problems.”

Critically Low Inventory

	 Throughout	 Nevada,	 the	 number	 of	
homes	for	sale	is	limited,	particularly	those	
in	 the	 best-selling	 price	 ranges.	 The	 Las	
Vegas	area	has	about	a	three-	to	four-week	
supply	whereas	the	Reno-Sparks	region	has	
about	three	and	a	half	months’	worth.	This	
compares	to	a	balanced	market	that	has	five	
to	 seven	 months’	 supply,	 according	 to	 the	
RSAR.	Some	 aspects	 of	 the	Northern	Ne-
vada	market	are	down	to	less	than	a	month	
in	terms	of	absorption,	Graham	said.
	 Suppressing	the	inventory,	she	added,	is	
those	homeowners	who’d	like	to	but	are	re-
luctant	to	sell	their	homes	because	they	still	
are	upside	down	on	their	mortgages.
	 “The	demand	 is	 strong	enough	 that	we	
should	see	higher	sales	figures,	but	we	don’t	
because	we	have	no	inventory,”	Smith	said.
	 The	high	demand	and	low	inventory	are	
resulting	 in	a	multiple	offer	 situation.	With	
any	 homes	 below	 about	 $300,000,	 by	 the	
time	 the	buyer’s	 agent	 submits	 an	offer	 on	
their	 behalf,	 as	many	 as	 20	 offers	 already	
have	been	made,	Graham	said.	It’s	challeng-
ing	for	buyers,	too.	
	 “By	the	time	they	actually	try	and	make	
an	offer,	they	usually	have	been	knocked	out	
of	play	by	 investors	who	have	already	pur-
chased	the	property,”	Graham	said.

Home Builders Get Busy

	 What	is	helping	inventory,	Tina	said,	are	
investors	flipping	their	houses	and	new	con-
struction	coming	online.	
	 “If	the	builders	weren’t	building,	we’d	be	
in	worse	trouble,”	he	added.
	 In	 Southern	 Nevada,	 5,900	 new	 home	
permits	were	 issued	 for	 2012,	 a	 58	percent	
increase	over	2011,	Smith	said.	Builders	have	
purchased	every	subdivided	lot	in	Las	Vegas,	

Dennis Smith
Home Builders
Research Inc.

Helen Graham 
Reno/Sparks Association

of Realtors

Dave Tina
Greater Las Vegas

Association of Realtors
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tinue	throughout	2013	then	taper	off	in	2014.		
For	the	first	time	in	years,	traditional	sales,	
those	 not	 by	 lenders,	 accounted	 for	 more	
than	half	of	all	Southern	Nevada	home	sales	
in	January,	GLVAR	noted.
	 “Last	year,	our	realtors	were	focused	more	
on	 distressed	 property,”	 Kelley	 said.	 “This	
year they’re busy changing their business 
models	on	what	they’re	concentrated	on.”
	 Real	 estate	 organizations	 are	 working	
to	get	the	Nevada	legislature	to	modify	the	
language	 of	AB284	 so	 banks	 then	 can	 is-
sue	notices	of	default	without	ramifications.	
Should	this	happen,	the	number	of	foreclo-
sures	 could	 increase	 and	 those	 foreclosed-
upon	homes	could	be	put	up	for	sale.	This,	
however,	likely	wouldn’t	dramatically	affect	
the	market,	and	inventory	still	would	remain	
tight,	Smith	said.
	 What	will	it	take	to	get	more	homes	on	the	
market	for	sale?	Higher	prices,	Smith	said.	As	
prices	rise,	more	mortgages	invert	to	the	up-
side	and	those	homeowners	then	will	begin	
selling	their	homes.	Also,	as	prices	rise,	inves-
tors	will	drop	out	of	the	market	and	some	will	
put	their	homes	on	the	market	as	well.

More Of The Same To Come

	 It	appears	Nevada’s	housing	market	has	
bottomed	 and	 is	 trending	 upward,	 experts	
said.	
	 “Is	it	better	than	it	was	last	year?	Abso-
lutely,”	Smith	said.	“Is	it	going	to	continue?	It	
sure	looks	that	way.”
	 Smith	 said	 he	 expects	 the	 surrounding	
states—California,	 Arizona,	 Utah—whose	
housing	markets	are	performing	better	than	
the	Silver	State’s,	to	help	pull	up	Nevada	even	
further.	For	one,	people	will	continue	mov-
ing	to	Nevada	from	California,	for	example,	
because	of	its	affordable	home	prices.	Sec-
ond,	it	will	free	up	more	investment	money	
to	start	projects	in	the	state.
	 Nationally,	 home	 sales	 are	 expected	 to	
increase	by	8,	9	or	10	percent,	and	prices	are	
forecasted	 to	 rise	 6	 percent	 in	 2013,	 Law-
rence	Yun,	chief	economist	with	the	National	
Association	of	Realtors,	said	in	his	2013	fore-
cast.	It	was	four	factors—job	creation,	con-
tinuing	low	mortgage	rates,	increasing	rents	
and	 household	 formation—that	 contributed	
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to	 growth	 in	 the	 2012	 housing	market,	 he	
said.	Those	will	play	the	same	role	this	year	
as	well.

Patti Kelley
Nevada Association

of Realtors

	 Throughout	 2013	 in	 Southern	 Nevada,	
Tina	said	he	expects	the	high	demand	to	con-
tinue,	with	lots	of	buyers,	both	first	time	and	
investors,	purchasing	homes.
	 “If	 the	 prices	 keep	 really	 going	 high,	
high,	 high,	 we	 would	 see	 the	 second-time	
home	buyer	being	more	of	a	buyer	and	the	
investor	being	less	of	a	buyer,”	he	added.	
	 With	 respect	 to	Northern	Nevada,	Gra-
ham	said	she’s	“extremely	optimistic.”	
	 “We’ve	 seen	 this	 increase	 in	 2012,”	 she	
added.	“We	seem	to	be	on	the	right	track.”

http://aplv.com
http://www.ManagedPAY.com
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Bagatelle Tropicana

DealTracker
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SALES

Richardson, CCIM and Jason Otter of 
The Equity Group. The property is located 
at 375 N. Stephanie Street, Building 3. 
APN # 178-09-520-007 

Las Vegas, 89102
Office
Home of Grace Christian Fellowship 
purchased 3,230 SF from Silver State Part-
ners, LLC for $400,000 or $124 PSF. The sell-
er was represented by Ron McMenemy of 
McMenemy Investment Services. The 
property is located at 1501 Arville Street.
APN # 162-06-610-001

Las Vegas, 89168
Office
Chefach Holdings LLC purchased 3,130 SF 
from Desert Land Holdings Corporation 
for $250,000 or $80 PSF. The buyer was repre-
sented by Chris Richardson, CCIM and Ja-
son Otter of The Equity Group. The prop-
erty is located at 3889 S. Eastern Avenue.
APN # 162-14-710-037

Reno, 89502
Office
Alexanders Investments LLC purchased 
3,960 SF from Scott Family Trust for 
$300,000 or $76 PSF. The property is locat-
ed at 550 E. Plumb Lane.
APN # 015-183-06

Reno, 89509
Office
Got Teeth LLC purchased 3,286 SF from 
Kabour, Michael P & Kirsten D for 

Henderson,  89014
Office
JMTA Investments LLC purchased 3,497 
SF from Nara Bank for $520,000 or $149 
PSF. The buyer was represented by Chris 

PROJECTS

Las Vegas, 89124
Government
Burke Construction will begin construc-
tion on the administrative office and visi-
tor center at the Corn Creek Desert Na-
tional Wildlife Refuge.  Upon completion, 
the project will have a 10,000 SF visitor 
center with exhibit space, administrative 
offices and a new maintenance building.  
Additionally, the build-out will include 
enlarged parking areas for visitors and 
new signage for trails and rehabilitation 
of disturbed landscaping. Construction is 
expected to cost $7.7 million and will be 
covered by the Southern Nevada Public 
Lands Management Act. The architect of 
record is SH Architecture.  The project is 
slated for completion in December of this 
year.  The refuge is located at 16001 Corn 
Creek Road, 23 miles north of Las Vegas. 

Las Vegas, 89109
Retail
Penta Building Group has completed 
construction on the Gordon Ramsay Pub 
& Grill inside Caesars Palace. The tenant 
improvement project occupies 7,613 SF 
and cost $1.3 million to complete. The 
restaurant takes over the space previ-
ously occupied by restaurateur Bradley 
Ogden, which Penta originally built in 
2003. The project is located at 3570 S. 
Las Vegas Boulevard. 

Las Vegas, 89109
Retail
THOMAD Engineering has completed 
construction on the tenant improve-
ment project for Bagatelle Bistro & 
Beach Club at the Tropicana.  Renova-
tions included expanding the kitchen 
area, a masonry and steel-framed pool 
bar building with a live entertainment 
stage and steel-framed cabanas. The 
One Group served as developer of the 
project and Hi-Con Construction was 
the general contractor of record. The 
project is located at 3801 S. Las Vegas 
Boulevard. 
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Las Vegas, 89113
Office
Stronger Donner LLC leased 11,540 SF 
from The Arroyo South Business Center 
for $247,592 on a 38-month lease. The land-
lord was represented by Desiree Crisp of 
Cushman & Wakefield. The property is lo-
cated at 7020 W. Warm Springs Road, Suite 
130. Reported monthly rent is $0.56 PSF. 

Las Vegas, 89118
Office
Paradee Homes of Nevada, Inc leased 
12,154 SF in the Decatur Crossing III from 
DC3, LLC for $1,210,942 on a 39-month 
lease. The landlord was represented by 

Art Carll of NAI Las Vegas. The property 
is located at 521 N. 14th Street.
APN # 162-04-813-06

Las Vegas, 89102
Multi-Family
Mazaltov LLC purchased 20 units from 
Aharon & Haviva Gazala for $535,000 or 
$26,750 per unit. The seller was represented 
by Robin Willett of NAI Las Vegas. The 
property is located at 2201 Fairfield Avenue. 
APN # 162-04-813-06

Lisa Chasteen of LaPour Management. 
The property is located at 4675 W. Teco Av-
enue, Suite 105-115. Reported monthly rent 
is $2.55 PSF.

Las Vegas, 89145
Office
Clark County Public Works leased 5,040 SF 
from Pines Office Center, LLC for $244,944 
on a 39-month lease. The landlord was rep-
resented by Nick Barber and Jeremy Foley 
of Gatski Commercial. The property is lo-
cated at 7361 W. Charleston Boulevard. Re-
ported monthly rent is $1.25 PSF.

Las Vegas, 89032
Retail
Aaron’s leased 5,850 SF from W.S. Husker 
LLC for $357,142 on a five-year lease. The 
tenant was represented by Chris Richard-
son, CCIM and Jason Otter of The Equity 
Group. The property is located at 2943 
W. Craig Road. Reported monthly rent is 
$1.00 PSF.

Las Vegas, 89106
Retail
Baby Boomers Activities Club LLC 
leased 4,000 SF from Jackson Square 
Properties for $201,600 on a five-year 
lease. The landlord was represented by 
Dan Hubbard and Todd Manning of 
Cushman & Wakefield. The property is 
located at 1915 Simmons Street, Building 
26. Reported monthly rent is $0.85 PSF. 

Las Vegas, 89118
Retail
Hara Inc leased 3,203 SF from Russell LV 
LLC for $226,612 on a four-year lease. The 
landlord was represented by Michael 
Holmes of Sun Commercial Real Estate, 
Inc. The property is located at 6825 W. Rus-
sell Road, Suite 115-120. Reported monthly 
rent is $1.47 PSF. 

$360,000 or $110 PSF. The property is lo-
cated at 85 Continental Drive. 
APN # 014-251-58

Las Vegas, 89169
Retail
HD Harmon Square LLC purchased 
32,265 SF from Gas Lamp Holdings LLC 
for $11.5 million or $356 PSF. The buyer was 
represented by Jack A. Rappaport, CCIM 
and the seller was represented by Nelson 
Tressler of Grubb & Ellis. The property is 
located at 4501 S. Paradise Road.
APN # 162-22-301-002

Sparks, 89431
Retail
Dorado Properties LLC purchased 3,410 
SF from Latala Family Ltd Partnership 
for $900,000 or $264 PSF. The property is 
located at 187 E. Greg Street.
APN # 034-145-09

Las Vegas, 89115 
Industrial
Jet Coatings, Inc purchased 5,000 SF 
from Liquidity Investment Group, Inc. 
for $225,000 or $45 PSF. The buyer was 
represented by Joe Griffis of Joe Griffis 
Realty Investments and the seller was 
represented by Chris Lexis and Joe 
Leavitt of Lee & Associates. The prop-
erty is located at 2810 Marco Street.
APN # 140-17-612-018

Sparks, 89431
Industrial
Cashman Equipment Company pur-
chased 30,400 SF from McKenzie Prop-
erties for $1,220,000 or $40 PSF. The 
property is located at 100 Dermody Way.
APN # 032-312-20

Las Vegas, 89101
Multi-Family
GCA 18, LLC purchased 20 units from Vir-
ginia J. Hastings for $500,000 or $25,000 
per unit. The buyer and the seller were 
both represented by Patrick J. Sauter 
and Devin Lee, CCIM of NAI Las Vegas. 
The property is located at 308 S. 11th Street. 
APN # 139-34-712-092

Las Vegas, 89101
Multi-Family
NHO LLC purchased 45 units from First 
Republic REO Note 521 for $1.2 million 
or $26,667 per unit. The buyer was rep-
resented by Robin Willett of NAI Las 
Vegas and the seller was represented by 

LEASES

Red Report | Deal Tracker

Decatur Crossings

http://www.ccim.com
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Red Report

Las Vegas, 89128
Retail
Round Em Up Coins leased 1,040 SF 
from Manzel Holdings for $76,000 on a 
64-month lease. The tenant and the land-
lord were both represented by Chris Rich-
ardson, CCIM and Jason Otter of The Eq-
uity Group. The property is located at 3250 
N. Tenaya Way, #102. Reported monthly 
rent is $1.14 PSF.

Las Vegas, 89147
Retail
Loan Max, LLC leased 2,673 SF from KFC 
U.S. Properties Inc. for $386,284 on a 
85-month lease. The landlord was repre-
sented by Edward Bassford of Sun Com-
mercial Real Estate, Inc. The property is 
located at 4065 S. Buffalo Drive. Reported 
monthly rent is $1.70 PSF. 

Las Vegas, 89147
Retail
Black Friday Outlet and Wholesale 
leased 1,433 SF from Baugh Corp. for 
$84,045 on a three-year lease. The tenant 
and the landlord were both represented 
by Chris Richardson, CCIM and Jason 
Otter of The Equity Group. The property 
is located at 4199 S. Fort Apache Road. Re-
ported monthly rent is $1.63 PSF.

Las Vegas, 89030
Industrial
Technibilt, LTD leased 38,400 SF from Pro-
Logis TLF Las Vegas LLC for $373,248 on 
a 39-month lease. The tenant was repre-
sented by Tom Elkington of NAI Las Ve-
gas and the landlord was represented by 
Donna Alderson of CBRE. The property 
is located at 4030 Industrial Center Drive, 
#500. Reported monthly rent is $0.25 PSF.

Call
Kendle
Kendle Walters, an account manager with 
Nevada Business Magazine, can help you 
navigate branding, marketing and image-
building for your company.  With a Masters
in Media Studies, Kendle has over 10 years
of marketing experience and is more than
qualified to assist in taking your business
to the next level.

Your Marketing 
Resource

Contact Kendle
702.267.6328 or
kendle@nevadabusiness.com

The U.S. Small Business 
Administration (SBA) has launched 
a web page and blog dedicated to 
educating small business owners 
about the Affordable Care Act. The 
sites will serve as a gateway for 
small business owners to connect 
them with information provided by 
SBA’s federal partners responsible 
for implementing the law. They can 
be found at www.sba.gov/healthcare 
and www.sba.gov/blog.

In Brief
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Availability and Cost of Healthcare

1 - Very Concerned

2 - Somewhat Concerned

3 - Concerned

4 - Not Very Concerned

5 - Not Concerned at All

2013

25%

28%

26%

13%

8%

2011

11%

25%

25%

26%

13%

2012

24%

30%

19%

18%

9%

2010

17%

16%

24%

23%

20%
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According to a scientific poll of 500 small 
business owners conducted by Lake 
Research Partners fo Small Business 
Majority, 80 percent of small business 
owners believe Wall Street and financial 
companies should be held accountable 
for the practices that caused the 
financial crisis through tougher rules and 
enforcement.  Additionally, two-thirds 
believe the level of government oversight 
of financial companies should increase or 
is about right the way it is.

Cover Story | Power Poll 2013

Meanwhile,	President	Barack	Obama	and	
Senator	Harry	Reid	didn’t	do	as	well,	both	
scored	 in	 the	 “D”	 range.	 The	 remaining	
politicians	were	in	the	average	range	when	
it	came	to	their	grades.		

Evolving Issues
	 No	matter	who	is	in	office	or	what	the	
economy	looks	like,	there	are	a	few	issues	
that	 remain	 vital	 to	 Nevada	 executives.	
These	issues	are	ongoing	concerns	for	the	
state.	For	the	past	several	years,	the	Power	
Poll	 has	 asked	 respondents	 to	 rate	 their	
concern	in	five	of	these	areas	ranging	from	
the	state	of	healthcare	to	water	shortages.
	 This	year,	the	biggest	concern	for	execu-
tives,	with	87	percent	of	respondents	rating	
it	as	a	concern,	is	the	issue	of	quality	educa-
tion	in	Nevada.
	 The	availability	and	cost	of	healthcare	
is	the	second	biggest	concern	for	executives	
and	garnered	79	percent	of	the	response	as	
a	concern.
	 “We	have	a	 severe	clinician	 shortage,”	
said	London.	“That	has	no	 immediate	fix	
to	 it.	 That’s	 a	 long	 term	fix.	We’re	 going	
to	 face	a	 severe	opportunistic	 shortage	of	
availability.”
	 “We	need	 that	 primary	 care	 physician	
base,”	said	Sklamberg.	“As	we	look	at	the	
education	system,	one	of	the	keys	is	going	
to	be	for	 the	community	here	and	for	 the	
School	of	Medicine	to	continue	to	produce	
increasing	numbers	of	primary	care	physi-
cians	who	will	be	committed	to	both	Las	
Vegas	as	well	as	the	entire	state.”
	 Coming	 in	 a	 close	 third	 to	 healthcare	
is	state	budget	shortfalls;	78	percent	of	re-
spondents	expressed	some	level	of	concern	
over	the	issue.	
	 “From	my	perspective,	Nevada	is	woe-
fully	behind	in	terms	of	having	a	balanced	
and	 modern	 tax	 system	 and	 having	 ade-
quate	resources	to	be	the	best	state	to	live	in	
and	to	be	the	best	state	to	invest	in,”	said	Si-
mon.	“We’re	not	going	to	be	able	to	keep	up	
with	the	road	system	and	infrastructure	and	
all	of	the	things	a	good	community	needs.	
We’re	not	going	to	be	able	to	keep	up	with	
doing	that	on	the	resources	that	we	have.”

	 With	57	percent	of	 respondents	 saying	
it	was	not	a	concern,	the	issue	of	available	
water	 has	 taken	 a	 backburner	 position	 to	
some	of	the	state’s	more	pressing	matters.	
While	 there	are	still	43	percent	of	execu-
tives	 that	 ranked	 this	 issue	 as	 a	 concern,	
many	recognize	 the	efforts	on	 the	part	of	
state	 and	 local	 agencies	 to	 mitigate	 the	
problem.	
	 The	 least	 concerning	 issue	 for	Nevada	
business	owners	and	executives	is	transpor-
tation.	A	total	of	79	percent	of	respondents	
ranked	transportation	as	not	very	concern-
ing	or	not	concerning	at	all.	
	 “We	are	doing	a	better	 job	 than	many	
states	 in	 transportation,”	 said	 Simon.	
“There’s	certainly	a	lot	more	we	could	do	if	
we	had	more	resources.	But,	I	think	NDOT	
does	a	great	job.	They’re	thoughtful,	they’re	
planning	ahead.	They’re	trying	to	encour-
age	new	thinking	about	transportation.”
	 Between	 a	 positive	 business	 environ-
ment	and	the	state’s	enthusiastic	efforts	to	
improve	shortfalls,	Nevada	executives	rate	
Nevada	a	great	place	to	live	and	work.	
	 “It’s	 a	 result	 of	 hard	work	 rather	 than	
just	 economies	 of	 scale,”	 said	 London.	
“We’ve	gone	 through	a	number	of	 differ-
ent	challenges	in	our	local	community.	We	
continue	to	live	and	thrive	and	do	our	very	
best	at	what	we	are	doing.”

Transportation Issues

The following issues are ranked
according to the level of

concern/worry about them.  

1 - Very Concerned

2 - Somewhat Concerned

3 - Concerned

4 - Not Very Concerned

5 - Not Concerned at All

2013

3%

7%

11%

26%

53%

2011

1%

4%

11%

31%

53%

2012

5%

5%

12%

30%

48%

1 - Very Concerned

2 - Somewhat Concerned

3 - Concerned

4 - Not Very Concerned

5 - Not Concerned at All

2013

23%

26%

29%

16%

6%

2011

50%

21%

23%

4%

2%

2012

32%

20%

30%

11%

7%

State Budget Shortfalls

2010

39%

21%

20%

16%

4%

Quality of Education

1 - Very Concerned

2 - Somewhat Concerned

3 - Concerned

4 - Not Very Concerned

5 - Not Concerned at All

2013

39%

29%

19%

8%

5%

2011

30%

31%

24%

10%

5%

2012

33%

36%

22%

7%

2%

2010

28%

36%

19%

8%

9%

Availability of Water

1 - Very Concerned

2 - Somewhat Concerned

3 - Concerned

4 - Not Very Concerned

5 - Not Concerned at All

2013

12%

14%

17%

36%

21%

2011

9%

21%

21%

28%

21%

2012

7%

12%

21%

31%

29%

2010

15%

19%

26%

24%

16%

2010

1%

10%

13%

29%

47%

Continued from page 14
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Commercial RE Report | Office

Southern Nevada analysis and statistics compiled by 

Applied Analysis, Northern Nevada analysis and statistics

compiled by NAI Alliance Reno

OFFICE
TOTAL MARKET

Total Square feet

Vacant Square Feet

Percent Vacant

New Construction

Net Absorption

Average Lease SF/MO (NNN)

Under Construction

Planned

CLASS A

Total Square Feet

Vacant Square Feet

Percent Vacant

New Construction

Net Absorption

Average Lease SF/MO (NNN)

Under Construction

Planned

CLASS B

Total Square Feet

Vacant Square Feet

Percent Vacant

New Construction

Net Absorption

Average Lease SF/MO (NNN)

Under Construction

Planned

CLASS C

Total Square Feet

Vacant Square Feet

Percent Vacant

New Construction

Net Absorption

Average Lease SF/MO (NNN)

Under Construction

Planned

7,472,645

1,221,314

16.34%

0

37,871

$1.50

0

0

4,111,174

660,699 

16.07%

0

30,051 

$1.56

0

0

2,090,823

298,791

14.29%

0

12,115 

$1.26

0

0

1,270,648

245,411

19.31%

0

(12,118)

$1.02

0

0

52,513,816

13,280,077

25.3%

74,246

(78,292)

$1.89

254,000

2,424,233

10,689,173

2,440,711

22.8%

0

27,585

$2.40

210,000

834,838

32,046,811

8,483,781

26.5%

74,246

(94,739)

$1.86

44,000

1,589,395

9,777,832

2,355,585

24.1%

0

(11,138)

$1.47

0

0

Las Vegas Reno

Next Month: RETAIL
ABREVIATION KEY

MGFS:

SF/MO:

NNN:
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Square Foot Per Month
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Reno-Sparks 
	 Although	year	end	net	absorption	of	38,000	
square	feet	did	not	contest	that	of	over	120,000	
square	feet	in	2011,	the	deal	activity	was	consis-
tent.	The	favorable	news	is	that	this	marks	the	
third	consecutive	year	of	positive	net	absorption	
within	the	office	sector.	Ending	the	year	with	an	
overall	market	vacancy	of	16.34	percent,	activ-
ity	exceeded	predictions.
	 The	Meadowood	submarket,	namely	the	Ki-
etzke	Lane	&	S.	McCarran	Boulevard	corridor,	
continues	to	lead	the	way	standing	at	13.83	per-
cent	 vacancy.	 Institutional	 tenants	 continue	 to	
endorse	this	area	as	it	provides	multiple	Class	A	
options	with	freeway	visibility	and	access.	
	 The	Downtown	submarket	and	CBD	office	
buildings	continue	to	attract	the	major	law	firms	
due	to	proximity	to	government	buildings	and	
court	 houses,	 the	 professional	 services	 firms	
that	desire	to	work	near	the	people	they	do	busi-
ness	with	daily,	such	as	financial	services,	com-
mercial	real	estate	brokerage,	architecture	and	
accounting	and	the	newer	generation	companies	
that	enjoy	the	activities	downtown	generates	to	
create	a	fun	work	environment,	such	as	technol-
ogy,	public	relations	and	social	media.
	 The	Governor	 stated	 it	perfectly	 in	his	ad-
dress	to	the	state	whe	he	reiterated	that	progress	
is	 just	 going	 to	 take	more	work.	 There	 is	 no	
magic	 potion,	 just	 maximizing	 the	 work	 and	
live	attributes	the	community	has	to	offer.	The	
office	market	of	Northern	Nevada	will	continue	
to	see	gradual	growth	in	occupancy	with	no	new	
construction	 planned.	 The	 Meadowood	 and	
Downtown	submarkets	are	prime	candidates	for	
building	re-positions	as	the	market	stays	steady	
in	its	rebound.	The	theory	is	that	Northern	Ne-
vada	trails	the	Bay	Area	by	twelve	months;	if	
this	is	the	case,	2013	will	be	a	good	year.

Las Vegas 
 During	the	fourth	quarter	of	2012,	the	of-
fice	sector	witnessed	a	quarter-over-quarter	
increase	 in	 vacancy	 rate.	 The	 market-wide	
vacancy	 rate	 for	 the	 fourth	quarter	of	2012	
was	 25.3	 percent,	 up	 0.3	 percentage	 points	
when	 compared	 to	 the	 prior	 quarter	 (Q3	
2012).	 Over	 one-fourth	 of	 existing	 office	
space	has	now	been	vacant	for	five	consecu-
tive	quarters.	
	 For	the	year,	a	total	of	544,900	square	feet	
completed	construction,	largely	attributable	to	
the	310,000-square-foot	Las	Vegas	City	Hall	
which	completed	in	the	first	quarter.	The	new	
health	center	at	the	southwest	corner	of	Mar-
tin	Luther	King	Boulevard	and	Mount	Mariah	
Drive	contributed	another	33,000	square	feet	
and	completed	in	the	third	quarter.		
	 With	no	new	projects	starting	construction	
during	the	period,	the	amount	of	space	actively	
under	development	fell	to	254,000	square	feet.	
The	majority	(210,000	square	feet)	is	sourced	
to	 three	 projects	 in	 the	 downtown	 submar-
ket.	 Approximately	 2.4	 million	 square	 feet	
remains	 planned,	 including	 nearly	 700,000	
square	feet	in	projects	that	have	stalled	or	de-
layed	construction	in	past	quarters.
	 Despite	 a	 1.2-percent	 year-over-year	 in-
crease	in	office-using	employment	in	Novem-
ber	2012,	incremental	demand	for	commercial	
office	product	has	remained	limited.	The	com-
mercial	 office	 market	 performance	 metrics	
remain	behind	its	industrial	and	retail	counter-
parts.		The	office	market’s	vacancy	rate	is	now	
7.0	percentage	points	higher	than	its	industrial	
counterpart	 and	 15.4	 percentage	 points	more	
than	the	retail	sector.		The	office	sector	is	ex-
pected	to	continue	to	lag	other	sectors	with	a	
multiple-year	recovery	cycle	inevitable.

Office
Summary
Fourth Quarter 2012
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irst estimates for fourth quarter 2012 
show U.S. real GDP decreasing by 
an annualized rate of 0.1 percent. 
Private inventory investment, federal 
government spending, and exports 
made negative contributions. The 
reduction in federal government 

spending comes after a surge in defense spend-
ing during third quarter, as a response to possible 
sequestration. In addition, Europe’s problems are 
affecting the United States in the form of weak ex-
ports. Consumer confidence continues to decline, 
but consumer sentiment has made small gains 
recently. The Kansas City Financial Stress Index re-
mained near its long-run average in January, which 
suggests no financial headwinds, but bankers say 
that regulators are inhibiting business lending. 
Business surveys and anecdotal reports also show 
businesses delaying investment until after a num-
ber of policy uncertainties are resolved.
 The Nevada economy evidenced mostly posi-
tive signs for December. Seasonally adjusted, 
statewide employment increased by 2,000 jobs 
(0.2 percent) from November to December. The 
Nevada unemployment rate decreased from 10.8 
percent to 10.2 percent. Visitor volume was 1.8 
percent higher in December than a year earlier. 
Taxable sales continue to show strong growth, up 
7.1 percent from last year. Gaming revenue had a 
strong month and is up 10.2 percent from Decem-
ber 2011.
 For Clark County, seasonally adjusted employ-
ment increased from November to December by 
5,100 jobs. The Las Vegas unemployment rate 
declined, from 10.9 percent in November to 10.4 
percent in December. Total passengers at McCar-
ran Airport were down 0.8 percent from a year 
earlier. Compared to a year ago, December visitor 
volume was up by 2.1 percent. Gaming revenue 
was 11.2 percent higher in December than a year 
earlier. Clark County’s taxable sales for November 
were 5.2 percent above those from a year ear-
lier. Residential construction permits decreased 
slightly from November to December. Commercial 
construction permits remained at a low level.
 Washoe County showed mixed signals with 
the most recent data. Seasonally adjusted, Reno-
Sparks’ employment increased by 200 jobs (0.1 
percent) from November to December. The sea-
sonally adjusted Reno-Sparks unemployment rate 
declined slightly, from 10.8 percent in November 
to 10.2 percent in December. Compared to a year 
earlier, December visitor volume and total pas-
sengers were both down, by 0.8 percent and 4.9 
percent, respectively. Gaming revenues for Decem-
ber were nearly identical to the same period a year 
earlier. Residential construction permits increased 
slightly in December, while commercial construc-
tion permits remained low. 
 The U.S. economy experienced declines for 
fourth quarter 2012. A weak national economy is 
affecting Nevada in the form of slowing growth in 
tourism. 

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

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

Ryan T. Kennelly
UNLV Center for Business and Economic Research
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1,150.3

10.2

3.636

943.30

3.490

86.28

3.726

826.3

10.4

2.602

825.67

505

11

3.178

59.52

3.227

192.2

10.2

0.454

58.47

83

14

0.268

13.02

0.321

134.825

7.9

231.0

231.5

116.7

111.3

416.7

15.33

0.954

13,647.6

98.899

-38.539

1,498.11

-3.13

1.84

1,148.3

10.8

3.669

782.63

3.605

93.26

3.797

821.2

10.9

2.657

671.61

531

21

3.311

64.04

3.325

192.0

10.8

0.465

51.85

70

9

0.248

13.95

0.291

134.668

7.8

231.0

231.3

116.3

111.8

416.1

15.48
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13,652.5
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-48.613

1426.19
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1.65

1,131.6

13.0

3.394

855.66

3.531

86.05

3.660

810.6

13.3
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742.37
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13

3.205

58.75

3.162

189.5
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0.430
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30
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132.809

8.3
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227.2
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110.7

399.2

13.57
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13,441.0

99.833
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-3.09
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-0.6%

-0.9%
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-1.9%

0.6%

-0.5%

-2.0%
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-4.9%
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-4.0%
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0.1%
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DATA

Business Indicators | Trends

Nevada
Employment

Unemployment Rate*

Taxable Sales

Gaming Revenue

Passengers

Gasoline Sales

Visitor Volume

Clark County
Employment

Unemployment Rate*

Taxable Sales

Gaming Revenue

Residential Permits

Commercial Permits

Passengers

Gasoline Sales

Visitor Volume

Washoe County
Employment **

Unemployment Rate*

Taxable Sales

Gaming Revenue

Residential Permits

Commercial Permits

Passengers

Gasoline Sales

Visitor Volume

United States
Employment

Unemployment Rate

Consumer Price Index

Core CPI

Employment Cost Index

Productivity Index

Retail Sales Growth

Auto and Truck Sales

Housing Starts

Real GDP Growth***

U.S. Dollar

Trade Balance

S and P 500

Real Short-term Rates*

Treasury Yield Spread

Note: NSA = Not Seasonally Adjusted, SA = Seasonally Adjusted
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“Dennis	Finfrock	and	Pat	Christenson	
both	impacted	my	career	by	

presenting	me	with	opportunities	to	
learn	through	success	AND	failure.	

From	my	interning	at	Thomas	&	
Mack	Center,	and	the	years	of	growth	
that	followed	there	and	at	the	MGM’s	
arena,	the	experience	was	fantastic.”

Daren Libonati • President/COO, Justice Entertainment Group

Who has had the greatest
impact on your career?

“Ed	Ball	Jr.	at	Cabot,	Cabot	&	Forbes.	
Ed	provided	my	first	opportunity	to	
enter	into	the	commercial	real	estate	
development	field.	Our	group	was	
very	hands	on	and	involved	with	all	
facets	of	the	development	processes	
which	allowed	me	to	gain	a	detailed	
knowledge	of	the	many	components	
involved.”

Kirk Boylston • President, NAIOP Southern Nevada

“My	brother	Doug	Taylor	encouraged	
me	to	get	involved	with	the	profession	
of	community	management,	and	I	
later	realized	that	I	loved	it.	He	always	
supported	me	to	expand	my	knowledge	and	
experience,	and	was	a	great	role	model	in	
his	preparation	of	transitioning	his	company	
to	me.		I	am	deeply	grateful	for	his	gentle	
guidance	and	his	always	spot-on	advice.”

Pat Taylor, CMCA • Board of Directors Secretary, Community Association Institute

“Growing	up,	I	worked	for	a	cowboy	
who	taught	me	that	you	have	a	choice.	
You	can	whine	about	tough	situations	
or	be	excited	to	face	challenges.	He	
was	kind,	patient	and	happy.	He	was	
honest,	hardworking	and	dependable.”

Kimball S. Anderson • CEO, Southern Hills Hospital

“I	studied	spine	surgery	under	Robert	
Watkins,	a	world-renowned	spine	

surgeon.		Dr.	Watkins	taught	me	the	
fundamentals	of	spine	care	which	my	

practice	exemplifies:	treating	patients	as	
if	they	are	family,	doing	everything	in	
my	power	to	help	them	and	providing	
care	with	compassion	and	respect.”

Dr. Andrew M. Cash • Orthopedic Surgeon, Desert Institute of Spine Care

“My	Mom,	of	course.	The	foundational	
values	of	humility,	compassion	and	
tenacity	learned	from	my	Mom	have	
had	a	great	impact	personally	and	
professionally.	These	values	have	
kept	me	grounded	and	mindful	of	
engagement	at	a	personal	level	as	

opposed	to	a	‘title’.	A	good	sense	of	
humor	always	helps	too.”

Lynn Rosenbach • Chief Executive Officer, Southwest Medical Associates

The Last Word People
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Committed 
to your success
4 Las Vegas locations
For more than 30 years, University of Phoenix has 
been committed to helping professionals like you 
earn a degree. We understand you need a class 
schedule that � ts your busy life. University of Phoenix 
o  ers online and on- campus programs at more than 
100 campuses and learning centers around the 
country, including four in the Las Vegas area, o  ering 
you an education on your terms.

Henderson Learning Center | Las Vegas Campus
Northwest Learning Center | Southwest Learning Center

Jeanine Sandford
Academic Advisor

© 2013 University of Phoenix, Inc. All rights reserved.

phoenix.edu/nevada
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http://phoenix.edu/nevada


OWN YOUR 
OWN BUILDING

SBA REAL ESTATE LOANS FROM 3.49%*

*SBA and Bank approval required, restrictions apply. 3.49% interest rate requires automatic payment option from a Nevada State Bank account.

®

53 years in Nevada I Over 50 branches statewide

nsbank.com/SBARealEstate | 866.784.8031

Make your ownership dream a reality with an SBA 504 loan from Nevada State Bank. With 
fl exible qualifying standards, longer terms, and as little as 10% down, you can choose from 
standing inventory or construct a space to fi t your needs. Pursue your Small Business dreams 
while still conserving capital. Put our decades of knowledge and experience to work for you. 
Bring your banking home.

http://nsbank.com/SBARealEstate

