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and that’s where “the law of unin-
tended consequences” comes in.

The initiative would put employees
in charge of whether tips can be
pooled, with the employer having no
say about which employees would be
allocated a share of tips or whether
any particular employee would be in-
cluded in the pool or left out. Be-
cause it is not limited to gaming em-
ployees, it would affect every
employer and business with employ-
ees who receive tips. 

In addition to the potential for up-
setting tip-sharing policies that have
worked for many years in restaurants,
bars and coffee shops across the state,
the initiative goes further by includ-
ing provisions that would change
NRS Chapter 608, which contains
regulations about overall wage and
hour laws in Nevada. 

According to a report published by
the law firm of Kamer, Zucker &
Abbott, “What should most alarm

C O M M E N T A R Y

Nevada PEST Initiative 
Contains Dangerous Provisions

L Y L E  E . B R E N N A N
Publisher 

onsider the case of an
initiative petition called
Prevent Employers from
Seizing Tips (PEST).

This initiative was drafted as a reac-
tion to a tip-pooling program at Wynn
Las Vegas that took effect in Septem-
ber 2006. Historically, casino dealers
have collected, pooled and distrib-
uted their own tips. Wynn manage-
ment decided to take a portion of the
casino dealers’ tips and share it with
table game supervisors in order to
make wages more even between the
two groups. Wynn argued that game
supervisors provided customer ser-
vice and deserved to share in tips, just
as waiters in restaurants share tips
with busboys. 

Soon after the policy was imple-
mented, more than 100 dealers com-
plained to the State Labor Commis-
sioner about the program, but the
commissioner took no action. Then
two Wynn dealers filed a lawsuit in
District Court, but the court threw out

their case, stating the dealers and
Wynn did not have a contract of em-
ployment. During the 2007 legislative
session, a bill that would have banned
tip-sharing policies passed the As-
sembly, but was killed in the Senate. 

In January 2008, the International
Union of Gaming Employees (IUGE)
took up the cause, forming the PEST
committee and started the ball rolling
to get the initiative put on the ballot.
IUGE said Wynn was setting a dan-
gerous precedent by taking control of
money that belonged to the dealers,
not to management, and they sought
to limit an employer’s ability to re-
quire tip pooling.

Besides Wynn Las Vegas, oppo-
nents of the initiative measure in-
clude the Nevada Restaurant Associ-
ation, Nevada Tavern Association and
the Retail Association of Nevada,
among others. This might look like a
case of greedy big business lining up
against the little guys. But it turns out
there’s more to it than meets the eye,

Whether you call it Murphy’s Law or “the law of unintended
consequences,” history shows that legislation often produces effects that
weren’t anticipated. In many cases, laws designed to solve a problem results
in creating a worse one. 

Continued on Page 69
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C O V E R :  
How has the banking industry been af-
fected by the economic downturn? Peter
Thomas, board member of the Los An-
geles branch of the Federal Reserve
Bank of San Francisco, and other bank-
ing leaders discuss the state of commer-
cial banking.
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Reno-based Jack Prescott, senior vice
president and market president for
Irwin Union Bank. 

As they wrestle to preserve business
in today’s challenging market, bankers
look back over the past several years
to understand the causes of the slow-
down. “Certainly we were overbuilt.
There was a lot of irrational lending,”

A
s financial institutions across the
country continue to report mort-
gage losses in the billions of dol-

lars, it’s tough to be a banker during
these economically anxious times. Al-
though some banks have suffered
more than others, clearly none have
yawned their way through the sub-
prime meltdown that is still rippling
through the economy. “It’s the most
interesting and challenging time in
banking in my 35 years. It’s amazing,”
said  Jackie Delaney, president and
CEO of Sun West Bank in Las Vegas.

With the ugly “R” word (recession)
being whispered over power lunches
in some circles, it may be useful to re-
call that the U.S. has survived a num-
ber of financial crises, beginning with
the panic of 1797, which was a three-
year economic disruption caused by
the deflation of the Bank of England.
More recent problem periods include
the Great Depression from 1929 to
1939, when stock markets and banks
collapsed all over the world; the Re-
cession of 1953, characterized by in-
flation following the Korean War; the
1973 oil crisis, created by the quadru-
pling of oil prices; and a recession in
2000 following the bursting of the
dot-com bubble. 

Resulting from a variety of condi-
tions and events, not all financial
crises are the same. A recession, for
example, is defined as a decline in the
gross domestic product (GDP) for
two or more consecutive quarters,
while a depression is characterized as
a severe economic downturn that lasts
at least several years. Many financial
movers and shakers say the current
slowdown is a natural economic cor-
rection to rapidly rising real estate
prices and lax lending practices. “This
is a credit crunch, not a crisis,” ex-
plained Bill Oakley, regional vice
president/Southern Nevada for First
National Bank. “It’s important that we
realize it’s not a recession,” said

Cover Story: Bankers See Opportunities 
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expand, you must explore; first your imagination and then your 
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Prescott said. In a roaring housing
market with steadily rising prices for
more than five years, many buyers
scrambled to get in on the boom.
“There were more buyers than product
and a lot of speculative investors,” said
John Guedry, executive vice president
and Nevada division manager for City
National Bank in Las Vegas. As

http://www.swbnevada.com
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While each mortgage failure has its
own story and cast of characters, the
following conditions were found to be
causes in many cases, according to
Martin:
• Buyers were lied to by lenders
and/or sales persons.
• Buyers applied for a 30-year fixed
mortgage, but unknowingly got some-
thing else.
• Buyers were presented with false
papers.
• Buyers knew exactly what they were
doing, but got caught in a market
downturn. 

Regardless of the causes, Nevada
continues to lead the nation in the rate
of home foreclosures with a rate of
one in 165 households as compared to
the national average of one in 557, ac-
cording to recent figures from Realty-
Trac Inc. Nevada’s foreclosures for
February were 6,167, which repre-
sented an increase of 68 percent over
February 2007.  With statewide fig-
ures heavily weighted towards Las
Vegas, Northern Nevada can take
some comfort in rates that are only
about one-third of those in the South.
As foreclosures flood the market, the
median price of housing has dipped,
down from around $350,000 a year
ago to about $270,000 now in Las
Vegas. With fewer potential buyers,

were ignored. You don’t lend 100 per-
cent or to people who can’t pay,” said
Bill Martin, vice chairman and CEO
of Service1st Bank in Las Vegas.
Speculative buyers, who comprised a
large part of the market in Las Vegas,
erroneously assumed a continuing
boom would allow them to flip prop-
erties and realize large profits.

lenders jumped on the bandwagon
with ever more creative financing op-
tions, many buyers overextended
themselves and were able to buy prop-
erties they could not afford. Zero-
down and interest-only loans opened
the doors of new homes to many peo-
ple who would not have qualified pre-
viously. “The fundamental principles

YOUNG ELECTRIC SIGN COMPANY 
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first move-up homes have suffered
from 30 to 40 percent drops in their
appraised values. The tightening of
the housing market continues to roll
all the way through the economy from
the construction industry to credit
agencies and retail establishments.
Because consumers are unable to bor-
row against homes that have dropped
in value, they are forced to curtail
spending. “Retailers are feeling the
pinch. It affects any spending deci-
sion that you think twice about,”
Guedry said. 

How Banks Have Responded

Surviving these challenging eco-
nomic conditions has caused bankers
to fall back and regroup in a variety of
ways. “It’s a battening down the
hatches time; 2008 started out a little
tougher than 2007 finished,” Guedry
said. Some who suffered losses in
their mortgage departments have had
to curtail their services. “Mortgage is-
sues led us to completely close down
our mortgage operations last year,”
Oakley said. Everyone who is still in
the lending business has become
acutely aware of the risk factors and
the importance of due diligence be-
fore okaying a loan of any kind.
“Banks have to stick with traditional
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dards,” Prescott said. Along those
lines, federal regulatory agencies is-
sued a Statement on Subprime Mort-
gage Lending to address issues related
to adjustable-rate mortgages (ARMs)
that were sold to subprime borrowers.
Although the statement focuses on
subprime mortgages, the risk manage-
ment practices that are included pro-
vide general guidance to real estate
lending. It encourages financial insti-
tutions “to evaluate the borrower’s re-
payment capacity and ability to repay
the loan by the final maturity at the
fully indexed rate, assuming a fully
amortizing repayment schedule.” It
also stresses the importance of not
only verifying the borrower’s income,
but also adequately documenting it in
order to assess the ability to repay the
loan. In addition the statement out-
lines acceptable consumer disclosure
practices along with unacceptable
predatory lending considerations. 

Looking Inward  

Faced with falling stocks and earn-
ings along with a slowdown in growth,
bankers are intensely examining their
businesses for ways to improve.
“Banks have had to look at the expense
side of the income statement,” Oakley

We don’t want to put somebody in a
position where they will fail,” Guedry
explained.  

Bankers also emphasize how impor-
tant the various regulator agencies are
in helping to stabilize what is still con-
sidered to be a rocky lending industry.
“Regulator oversight needs to make
sure banks are sticking to their stan-

underwriting criteria and not relax
standards,” Prescott said. Loan appli-
cants are scrutinized more carefully
as to their future ability to pay and are
required to put money down in order
to qualify for home mortgages. Com-
mercial loans are evaluated very care-
fully. “We’ve gotten a little more con-
servative with impacted industries.

NOW OPEN! 6795 Edmond St., Ste. #160 •  Las Vegas, NV 89118 (215 & South Decatur)
3200 South Valley View Blvd. • Las Vegas, NV 89102 (Just North of Desert Inn)

702-257-7777 • www.ncbnv.com

Nikki Giroux
Assistant Vice President /

Loan Officer
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said. Delaney projects growth of
around five to 10 percent (down from
around 20 in prior years) with an in-
crease in assets between $40 and $50
million for 2008. “We can really look
at the business model and see where
we want to fine tune it. Now we have a
little bit of a breather on the growth
side,” she said. She sees the breather as
an opportunity to completely revamp
the internal communications system of
the bank which will better position it
strategically to take advantage of fu-
ture growth. “It will create tremendous
efficiency,” she emphasized.

Although some banks have had to
cut staff and eliminate branches, oth-
ers are seeing the economic slow-
down as an opportunity to find highly
qualified employees. Despite the fact
that his bank’s stock fell to around
$51 from a peak of $76, Guedry said
he has had no layoffs and is actually
recruiting workers from those who’ve
been let go at other banks. “It’s a great
time to hire,” he said.

As one of the new kids on the block
with just over a year in business, Ser-
vice1st is in an enviable position to
take advantage of whatever opportu-
nities might come along, according to
Martin. “It’s a tough time to open a
new bank, but we haven’t been
around to participate in the real estate

loans. It’s only because of timing, not
brilliance,” he explained. Capitalized
with about $50 million to start, Mar-
tin optimistically expects the bank to
grow by about 50 percent this year.
“We really find ourselves in a market
of opportunity,” he said. He expects
his bank to be competitive because
small banks will be able to take busi-
ness away from the larger ones. 

Other bankers, such as Guedry, em-
phasize relationship banking. “Our ob-
jective is to look for opportunities that
benefit our shareholders and under-
stand the needs of our clients,” he said.
“We spend a lot of time proactively
contacting our clients to help them,” he
explained. At a time when the person-
al touch seems to be lacking in many
businesses, bankers seem to realize

Jackie Delaney, Sun West Bank

http://www.AmericanNevada.com
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that reaching out to clients in personal
ways can pay off for their businesses in
the long run. Offering a wider variety
of services in more convenient ways
makes good marketing sense. 

Irwin Union which delivers virtual
banking has been dubbed Bank of the
Future, according to Prescott. Since its
founding in 1871, the bank has been

committed to helping people with solu-
tions as well as products. By offering
financial advice along with loans, in-
surance and a host of financial prod-
ucts, it seeks to be a one-stop shop for
its customers, many of whom bank al-
most totally via the Internet. “We only
have one branch in a market because
we take banking to clients because of
technology. There is no reason for a
business owner to have to come to the
bank,” Prescott explained. 

Even though lending practices have
become more restrictive, most bankers
say they are working even harder to
make sure they take care of their long-
term loyal customers. “We have a re-
sponsibility to really figure out a way to
provide capital to our clients, but still
maintain the integrity of the standards,”
Prescott said. “We have a responsibility
to help grow the economy.”

The Light at the 
End of the Tunnel

When asked when economic con-
ditions can be expected to improve,
bankers agree it’s on the horizon, but
not until more pain has been felt in
the housing industry. With more
foreclosures and lower prices still
predicted, many financial experts
believe the market will slowly begin
to normalize this year. “It’s going to
be a slow and steady rebound. The

Southern Nevada contact:
Jennifer Tuttle
702-216-2363

Northern Nevada contact:
Sharon K. Cinadr, CPM
775-337-8440

www.ensemble.net

Jack Prescott, Irwin Union Bank

“It’s going to be 
a slow and 

steady rebound.”

http://www.ensemble.net
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latter half of this year and the first
quarter of next year, we’ll see a re-
bound,” Delaney said. After more
foreclosures this year, Oakley looks
to 2009 for the turnaround and for
expansion in the third quarter. “In
’09 the housing market will be more
in balance,” he said.

To Guedry it’s not just a simple re-
bound, with business back to usual.
Because of the severity of the mort-
gage meltdown, he expresses concern
about what the lending industry will
be like when the dust finally settles.
“What is the mortgage industry going
to look like when it turns the other di-
rection?” he asked. To be responsive
in future markets, he said it might be
necessary to fine tune the process so it
is neither too strict nor too lax. He
also worries that in spite of falling
housing prices, many people will still
not be able to afford to buy homes be-
cause wages have remained stagnant.
The old rule of thumb dictated that
the price of an affordable home was
four times the family’s annual gross
income. With today’s median family
income in Clark County around
$60,000, the traditional rule would
cap the value at about $240,000,
which is still somewhat below the me-
dian price of homes on the market.
Because of a gap between wages and
housing prices, there is concern about
the ability of workers to qualify, such
as those employees that will be added
to the labor force by the mega pro-
jects, CityCenter and Echelon Place.

Although it would be easy to wal-
low in the doom and gloom of the
economic downturn, in characteris-
tic entrepreneurial style, bankers
consistently point out the silver lin-
ing to the layers of gray. “I’d rather
be in this market because we have an
upscale coming,” Guedry said.
Bankers believe the Silver State is
much better positioned to recover
faster and stronger than many other

Banking Veteran Bets on Nevada
Peter Thomas, a native Las Vegan, is no stranger

to Nevada’s commercial real estate and banking
sector. He serves on the board of directors of City
National Corporation and is managing partner of
the Thomas & Mack Co., a commercial real estate
development company. Thomas was past president

of Valley Bank and Bank of America, as well as board member of
Nevada Commission on Economic Development. He is the only
Nevadan to serve as a board member for the Los Angeles Branch
of the Federal Reserve Bank of San Francisco, the 12th Federal
Reserve District which includes nine western states – Alaska, Ari-
zona, California, Hawaii, Idaho, Nevada, Oregon, Utah and Wash-
ington. Thomas is currently serving his second three-year term as
board member for the Los Angeles Branch. 

As a board member, Thomas oversees the operations of the
branch which includes such functions as distributing cash to all fed
member banks and the process of clearing checks. His role in mon-
etary policy is to submit reports on Nevada’s economy looking at
such factors as employment, inflation, and credit availability. The
reports, which focus on the nine states the branch governs, are then
discussed among board members and monetary policy recommen-
dations are made, voted on and sent to Washington D.C. where
they are used as input by the board of governors. 

There are many factors that contribute to a healthy or unhealthy
economy – one being the extent to which people spend money. Peo-
ple view a recession in different ways.  “If people start thinking and
living like we are in a recession, we are likely to have one,” said
Thomas. When people spend money, the economy spirals upward.
When people stop spending money, the economy turns negative. Ac-
cording to Thomas, Nevada has one of the worst economies in terms
of foreclosure rates, but a better economy for commercial activity,
due to Strip construction projects. 

Although the current economy is slow, many experts see op-
portunity and growth in the near future. Southern Nevada has a
two-sided development economy, according to Thomas. There is
residential and commercial – one in a downward slump and the
other still expanding. When all the Strip projects are complete,
there will be an increasing demand by people who want to buy
houses in Las Vegas. “The rate of housing being sold will start to
increase within the next year and a half,” said Thomas. The hous-
ing market trickles down to the commercial market. If there is no
activity from architects, engineers and title companies, companies
start downsizing resulting in less commercial development. The
continuous construction on the Strip keeps the commercial mar-
ket from sinking further and will help the local economy heal
faster than the rest of the nation. 



areas of the country. “Las Vegas and
the Southwest will bounce back
quicker. More people want to live
here. There’s an amazing amount of
dollars going into casino projects
and a large number of international
visitors coming here,” Oakley point-
ed out. Nevada remains an exciting
market with its tourism and enter-
tainment impacted less than other

industries, according to Delaney.
“We’ll still have growth in Nevada,
but not as much,” she said. 

The bright spots along the road to
recovery in Nevada include its contin-
ued growth, along with a variety of in-
dustries that still prosper in spite of
the downturn. A laundry list of posi-
tive factors includes:
• $30 billion in new construction

along the Strip.
• 6,000 new residents arriving each
month to Las Vegas.
• Thousands of jobs created by new
developments in Southern Nevada.
• Decreasing inventory of homes
which will eventually help sales.
• McCarran International Airport
which provides easy access to cities
around the world. 
• Healthcare, mining and internation-
al trade performing well.

One of the most promising indus-
tries for Nevada’s future is renew-
able energy. With its enormous po-
tential for solar, wind and steam
power, the state is expected to be-
come a major producer and exporter
of green energy in the coming years.
As housing and dot-com companies
attracted large numbers of investors
in recent years, clean energy could
do the same in the next decade, ac-
cording to Prescott.

Delaney also points to the overall
strength of the banking system as an
important factor in the economic re-
covery of the country. Banks are bet-
ter positioned to handle the down-
turn and can handle losses because
their capital is a buffer, according to
her. “It’s different this time than
when they had the savings and loan
crisis,” she said. Also, many com-
mercial banks are stronger because
they experienced good growth in re-
cent years.

As they tighten their belts for the
months ahead, bankers remain bullish
on the economic future of Nevada and
their businesses. They point to the re-
silience and creativity business has ex-
hibited during past booms and busts.
With faith in the ability of Nevadans to
weather the down times, they strategi-
cally plan for the opportunities yet to
come. “I’m not a doom and gloom sort
of person. There’s always an opportu-
nity,” Delaney said.

Jeanne Lauf Walpole is a freelance
writer based in Northern Nevada.
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Save the date!

Help us honor ten heroes from 
Southern Nevada and ten 
heroes from Northern Nevada 
who have made signifi cant 
contributions to healthcare.

Southern Nevada, July 30, 2008
Location to be announced
6:30pm Dinner

Northern Nevada, July 31, 2008
Th e Silver Legacy, Reno
6:30pm Dinner

To view honorees and reserve your seat, please 
visit us online at:

   www.NVHealthcareHeroes.com

Proceeds to benefi t students pursuing careers 
in Healthcare Education.
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Sen. John Ensign (R-NV) and
Sen. Maria Cantwell (D-WA)
led a bipartisan group of sena-

tors to announce a bill to encourage the
development of renewable energy and
expand energy efficiency in buildings,
homes and appliances. The Clean En-
ergy Tax Stimulus Act of 2008, au-
thored by Ensign and Cantwell,
extends incentives to encourage re-
newable energy. Extending the placed-
in-service deadline through 2009 for
the Production Tax Credit encourages
electricity production using renewable
energy resources such as geothermal,
wind, biomass, hydropower facilities
and more. These renewable energy
plants will have valuable tax stability
for 10 years. Studies have shown that
the Production Tax Credit and Invest-
ment Tax Credit for renewable energy
projects would help create 120,000
employment opportunities and bring
almost $20 billion in economic invest-
ment into the country. Ensign and
Cantwell’s bill has six Democratic co-
sponsors and 14 GOP co-sponsors.

Corporate homebuilders could
receive billions of dollars in
tax breaks under a provision of

the Foreclosure Prevention Act cur-
rently pending in Congress, according
to the recently released report by the
Laborers’ International Union of North
America (LIUNA). The Foreclosure
Prevention Act is being held up as a
way to help struggling homeowners,
but under the bill’s carry-back provi-
sion, builders would get billions in tax
breaks. The carry-back provision
would allow homebuilders to apply
losses from 2006 and 2007 as far back

as five years against taxes paid on prof-
its. The LIUNA report shows the
carry-back provision could further
decimate the housing market by pro-
viding an incentive for builders to
dump existing inventory at any price,
knowing they could carry the loss. 

Possible Handout For 
Corporate Homebuilders 

Many companies that shift
from traditional defined
benefit (DB) pension plans

to defined contribution (DC) plans,
such as 401(k)s, are enhancing con-
tributions to their DC plans, accord-
ing to a recent survey by Watson

Wyatt Worldwide. The survey of 300
large employers found that 40 per-
cent have replaced their DB plan with
a DC plan as their main retirement
vehicle for new hires in the past 10
years. More than three-quarters of
these companies made enhancements
to their DC plan after freezing or
closing their DB plan, with 52 per-
cent introducing or increasing a non-
matching contribution. Ninety-seven
percent of companies surveyed con-
tribute to their employees’ DC plans. 

Employers Enhancing 401(k)s to
Compensate Retirement Changes

BUSINESS UP FRONT

Bipartisan Proposal to Encourage
Development of Renewable Energy

http://www.nevadacpa.org
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FACE TO FACE

Managing Shareholder
Kolesar & Leatham, Chtd.

Las Vegas

Number of Employees:  52

Years in Nevada: 26

Years with Firm: 22

Type of business: Commercial/Business
Law Firm

Describe your leadership style:    
Lead by example, hire well and avoid mi-
cromanaging by holding professionals to
high standards.

Biggest Business Challenge:    
Finding and hiring quality and motivated
professional and support talent, while con-
tinuing to deliver first-class legal advice
and counseling in a cost-effective manner.

Best Business Advice:  
When confronted with an issue calling
for a response, an old mentor once told
me, “If possible, let the world spin for
awhile before reacting.”

How do you retain your best and brightest
employees? 
Provide them with exciting and chal-
lenging work, treat them with respect
and create a work environment that is
pleasant, dignified and non-threatening.

Secondarily, paying valued employees a
better-than-competitive salary is simply
good business.

Who inspired you to get into the business? 
Given the fact that upon graduation from
college in 1965, I had a choice of “work-
ing” for the government in Vietnam or at-
tending law school, it could be said that
Ho Chi Min and/or Lyndon Johnson had
a direct influence on my career. 

How has the downturn in the real estate mar-
ket affected your law practice?
The prior high volume of real estate trans-
action-related work, acquisitions, financ-
ings, etc., has diminished considerably.
However, there is a significant increase in
loan-related litigation, bankruptcy matters,
loan work-outs and construction litigation.
On balance, the total amount of legal
work has probably increased rather than
decreased as a result of the downturn.

Robert J. Kolesar

President
Sun Commercial Real Estate, Inc.

Las Vegas

Type of business: Commercial Real Estate
Brokerage –Sales and Leasing

Describe your leadership style:
Take charge or I will. As an employer and
as a leader in the United Way’s Women’s
Leadership Council, I encourage others to
take initiative.

Biggest Business Challenge:  
Starting a new career, and then a new
company from scratch.

Best Business Advice:  
Do what you love, work hard at what you
do, give back to your community and find
time to play with friends and family.  

How do you retain your best and brightest
employees?
Mentor them, support their goals and get
out of their way.

Who inspired you to get into the business?
The many successful entrepreneurs who
built Las Vegas. I want to be part of that
story through my business and my philan-
thropic activities. 

What is the most important thing you
learned from your parents? 
Integrity and hard work. Our business is
built on a foundation of solid values and
hard work – my parents taught me that
foundation.

Explain the importance of corporate and in-
dividual philanthropy.
The tremendous growth of Las Vegas
and the surrounding communities has
afforded many companies and people
opportunities for great financial and per-
sonal success. Growth also brings many
community challenges. It is very impor-
tant to give back to our community, both
with time and dollars.

Number of Licensed Sales Agents: 11

Years in Nevada: 27

Years with Firm: 2

Cathy Jones



20 May 2008

A
ccording to Internet World
Stats, more than 1.3 billion
people worldwide have Inter-
net access, and in North

America, more than 71 percent of the
population is online. With more peo-
ple each day using the Internet to find
information, compare and purchase
products, and make important busi-
ness decisions, having a competitive
Web site is vital for businesses both
large and small.

Should every company have a Web
site? “If you had asked me that five
years ago, I would have said no, but
now it’s absolutely a necessity,” said

Jarrod Lopicolo, business director
for Noble Studios, a marketing and
Web development firm based in Car-
son City. “The Internet is the No. 1
place for research before doing busi-
ness with anyone, whether it’s
choosing a dentist for a root canal or
someone to provide a service for
your company.”

Mark Cenicola, CEO and president
of Cenicola-Helvin Enterprises in Las
Vegas, agreed that having a Web site
today is “critical” for all businesses.
“Even if you’re a small operation like
an auto mechanic, a Web site is a way
for you to build credibility and en-

Your Company’s 
Online Presence
Making Your Web Site Work for You

hance your image,” he said. “It also
helps generate new business via
search engines.” Cenicola’s company
publishes a variety of Web sites rang-
ing from technology news to classi-
fied advertising. 

Both these experts agreed that it has
become more difficult for the average
business to create and maintain its
own Web site, because visitors expect
more functionality in a site today than
they did just a few years ago, when a
static “brochure site” containing basic
information was the norm. Some of
the functions visitors have come to
expect on Web sites include event cal-
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endars, feedback forms, member di-
rectories, blogs and message boards,
RSVP functions, shopping carts,
search functionality and video clips.
“Tools help people stay on your site
longer and build up the retention
rate,” said Lopicolo. However, learn-
ing how to program and maintain
each of these features can be a daunt-
ing task for a non-professional. 

“I don’t think it’s possible these
days to implement an effective Web
site without going to a Web develop-
ment company,” he said. “It’s possi-
ble to download a Web site design
template and populate it with con-
tent, but it wouldn’t have the impact
you need to compete in today’s mar-
ket. It would be like handing some-
one a business card with perforated
edges. They would immediately
know that you did it yourself, and
your image would suffer. It’s hard to
do your own site and have it not look
amateurish.”

Cenicola remarked, “If you’re not
an expert at Web site design, you prob-
ably shouldn’t be doing it. You could
buy a set of plans and try to construct
your own house, but if you’re not a
building contractor, think of the learn-
ing curve, all the time it would take
and all the mistakes you’d make. Then
you’d have to worry whether the foun-
dation was really solid.”

Content: Text is Just 
the Beginning

Managers at many companies today
are wondering if they should feature a
blog on their Web site. Cenicola
noted, “Message boards and blogs are
a growing trend, but they aren’t yet
business-critical.” Blogs not only
present another way to bring visitors
into a site, but they also give profes-
sionals like attorneys or financial
planners a chance to be seen as ex-
perts in their field.  

las vegas, nv    853.4700    swusabank.com

Late nights and weekends.

Airports and rental cars.

Working smarter and harder.

Only one bank understands the sacrifices you’ve made to 
get ahead.  SouthwestUSA Bank. With perks that say, “I’ve 
arrived.”  Like no teller lines. Full service mobile banking 
capability. And your own personal Managing Director.

Not everyone gets to be a SouthwestUSA client. Aren’t you 
glad you’re not everyone?

SouthwestUSA Bank. Nevada’s only private bank.

You’ve earned it.

You’ve Earned It

According to Ding Communica-
tions’ art director, Erik Flippo, who
also designs Web sites for the Reno-
based advertising and marketing firm,
“A blog can drive people to your site
if it has good content that people are
interested in. You can get repeat visi-
tors that way,” he said. “However, if
you don’t have anything relevant or
timely to say, it doesn’t make any

sense. It can be labor-intensive: some-
body has to write the content, and you
also have to make sure it’s timely and
constantly updated. If you’re not will-
ing to make the investment in man-
power, you should think twice about
starting up a blog or adding Web 2.0
functionality to your site just because
you think everybody else is doing it.”

Videos are another popular feature

http://swusabank.com
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on many Web sites, since most people
now have high-speed Internet connec-
tions allowing them to easily down-
load and view larger digital files.
Many people prefer to spend four
minutes watching a video or slide
show instead of reading printed text to
get the information.

Constantly reviewing and updating
the content on your site is important

for items like calendars and blogs, as
well as traditional features like press
releases or news sections. If visitors
to your site see a bulletin announcing
that the company president will speak
at the upcoming 2006 Chamber of
Commerce meeting, they will know
you don’t make much of an invest-
ment in your Web presence, and your
image will suffer. 

Feature Story: Your Company’s Online Presence

www.armstrongteasdale.com / 702.678.5070

CALIFORNIA      ILLINOIS    KANSAS      MISSOURI      NEVADA      SHANGHAI    WASHINGTON, DC

Prominent trial lawyer and popular restaurant and food critic John Curtas has
joined the firm’s Las Vegas office as Of Counsel.  He will advise clients in the
areas of commercial, civil and real estate litigation.

Midwest in origin and with nearly 300 lawyers located in offices coast-to-coast
and in Shanghai, the firm provides sophisticated legal services through its local 
presence to business and governmental clients.

John, welcome to Armstrong Teasdale.

ARMSTRONG TEASDALE
WELCOMES JOHN A. CURTAS

Your Web Site as 
a Marketing Tool

David LaPlante, CEO of Twelve
Horses, remarked, “Everyone’s wak-
ing up to the fact that the Internet
starting line is Google. More and
more people are realizing that if they
aren’t as relevant online as they are
in the real world, they have a prob-
lem.” LaPlante’s Reno-based market-
ing and messaging company pro-
vides services that include Web site
design and development, search en-
gine optimization (SEO) and multi-
channel marketing.

SEO is a technique that arranges
content within a site to make it appear
in the best possible ranking on results
pages when online visitors use search
engines like Google and Yahoo. Since
people naturally read a page from top
to bottom, a site appearing near the
top of the first results page is more
likely to be visited than a site at the
bottom, or on a later page. 

Search engines routinely “crawl”
Web sites looking for key words or
phrases, and use complicated algo-
rithms to determine how to rank sites
according to how often these words
and phrases appear, either in the con-
tent that is readable on the site or in
the underlying codes or tags. 

“When optimizing a site, it’s impor-
tant to select your key words careful-
ly,” Flippo noted. “You don’t want to
be competing for general key words.
If you have a travel agency, it would
be crazy to optimize your site for the
word ‘travel’ because there are so
many other sites that reference that
word. Yours would never appear near
the top among all those thousands of
results. You want to go after keywords
that are two or three words long, like
‘Hawaii cruise’ or ‘Lake Tahoe ski-
ing.’ The more specific you can be,
the more likely it is you will be listed
high in the search engine. You will
also target the customer who’s more
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World Wide Nevada
If Nevada is where your business thrives, it’s time 
to hit home with your customers. NV.COM offers 
your business, no matter how large or small, the 

only way to personalize a domain name that will 
reach the ones who need you most-Nevadans. 

Let NV.COM meet your high-performance 
needs and deliver the results you want. 

Just imagine: YOURBUSINESS.NV.COM, 
and imagine a world of opportunity.

Visit www.nv.com today!

likely to result in a sale.”
Flippo warned against adding key

words to a site only to get better
search engine rankings. “It has to be
good content that makes sense,” he
said. “Search engines can tell if
you’re just repeating key words, and
they will punish you for the tech-
nique, which is called ‘keyword
spamming.’”

SEO results in what is called an
“organic” search, as opposed to paid
placement on search engine pages.
“The organic part means that it’s free
– you’re not paying for it,” Flippo
explained. “Once you make the ini-
tial investment of optimizing your
site, you don’t have to pay for any-
thing else.”

SEO is only one component of
Search Engine Marketing (SEM),
which has grown into a multi-billion
dollar business. Although organic
searches are free, they don’t guaran-

tee results, and companies eager to
grab their share of the market are
willing to pay search engines to have
their sites mentioned on results
pages. According to the Search En-
gine Marketing Professional Organi-
zation, spending on SEM grew from
$9.4 billion in 2006 to $12.2 billion
in 2007, with spending projected to
grow to $25.2 billion in 2011.  The
largest SEM vendors are Google Ad-
Words, Yahoo! Search Marketing
and Microsoft adCenter. 

According to LaPlante, more busi-
nesses have come to realize the im-
portance of Web searches in bringing
in revenue. “There is also more com-
petition for your customer’s or
prospect’s ‘eyeballs’ and attention,”
he noted. “Internet content until
about three years ago was composed
chiefly of branded sites and news
media. There weren’t many com-
pelling reasons for Internet users to
spend the majority of their online
time on sites that were not brand-
specific. Now we have interactive so-
cial sites like MySpace, YouTube and
Flickr, and people are blogging, con-
suming video and chatting. They are
viewing content that is not created by
the brands themselves, but by fellow
consumers. The coming together of
these two trends has caused many
companies to hit the proverbial panic
button, asking, ‘Why is our Web site
visitation going down or flattening?

“The more specific 

you can be, the more 

likely it is you will 

be listed high in 

the search engine.”



Where are our visitors going, what
are they doing, and why aren’t they
staying on our site?’”

LaPlante said the popularity of all
these new online channels has created
a paradigm shift for companies want-
ing to advertise their products or ser-
vices on the Internet. Instead of trying
to drive everyone into one site that
they can control, they may have to de-
centralize and spread their brand out
into other online areas. 

Companies whose customers are
more likely to be younger and more
tech-oriented are among the first to
investigate alternate means of
reaching them, according to Flippo.
“You have to target the medium to
your audience,” he noted. “If your
potential customers are not techno-
logically savvy, then why invest in
text messaging or a MySpace page?
Your audience won’t be there. On
the other hand, there’s a nightclub
in Reno whose audience skews very
young – people in their 20s and 30s
– and their only Web presence is
their MySpace page. The acts that
come to perform there, and special
guests like Ultimate Fighting Cham-
pionship stars, all have MySpace
pages, so it creates a kind of syner-
gy, using the ‘friends’ function on
MySpace. It presents cross-promo-
tional opportunities that works for
them, but their marketing strategy
wouldn’t work for most traditional
businesses.”

Making the most of a company’s
online presence can produce a good
return on investment, but experts
note that the initial investment does
need to made if a firm expects to
compete in the 21st century market,
which is increasingly moving to the
Internet.

Kathleen Foley is a freelance writer
based in Southern Nevada.
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R
ecently, a group of Nevada-
based healthcare professionals
gathered at Cili Restaurant in

Las Vegas to discuss current chal-
lenges within the industry, including
the recent healthcare availability cri-
sis, professional credibility, staffing
issues and increasing costs. Connie
Brennan, publisher of Nevada Busi-
ness Journal, served as moderator for
NBJ’s monthly event that brings in-
dustry leaders together to discuss is-
sues pertinent to their professions.
Following is a condensed version of
the roundtable discussion.

Credibility Issue

The healthcare professionals who at-
tended the roundtable discussion
agreed that the public has lost trust in
the industry, due to recently exposed
practices of the Endoscopy Centers.
They believe it’s the job of physicians
to educate the community, and in time,
they can regain the public’s trust.

Warren Volker: People identify with
their hospitals and their doctors. At
the end of the day, we really value
the hospitals, the clinics and the
doctors we choose. I have patients I
have been taking care of for many
years and they value that ongoing re-
lationship. The current healthcare
crisis in Southern Nevada is going to

have a long-term effect. The medical
malpractice crisis of 2001 and 2002
was nothing compared to current
problems because people have lost
all trust in the profession. Hopefully,
something really positive can come
from this. The most important thing
we can do right now is reassure our
clientele that good doctors, who pro-
vide top quality healthcare services,
are readily accessible throughout
Nevada. 
Silvia Young: I’m concerned about the
downstream tsunami effect. What
happens if we lose the headway we’ve
made thus far on litigation reform in
Nevada? I was not here five or seven
years ago, but I understand that the
healthcare community really came to-
gether to get caps on malpractice
awards so that we could recruit and

retain doctors in the community. And
there’s some concern that the bank
may be broken as a result of the head-
lines we’ve all read in the newspaper. 
William Bannen: One the things that
will help the industry regain the
client’s trust is time. First of all, the
majority of Nevada’s doctors are hon-
orable, ethical, hard-working physi-
cians. The current crisis is focusing
on the improprieties committed by an
unscrupulous few, represented by a
handful of anesthetists and nurse
anesthetists and 16 gastroenterolo-
gists. Unfortunately, the public comes
away with the interpretation that one
can no longer trust one’s physician,
and that simply is not true. 
Anthony Pollard: There’s going to be
litigious blood in the streets. The
gastroenterologist clinics own 60
percent of the Las Vegas Valley in
terms of GI outpatient procedures.
Who knows how many people along
the referral chain will be named in
lawsuits? Physicians are supposed
to be morally above the corner-cut-
ting actions that occurred in those
clinics. Patients should rest assured
that the proper checks and balances
are taking place. We need to sympa-
thize with patients and remind them
that there are good doctors out there
who have high standards. This crisis
has created a higher level of aware-
ness and put everyone on alert,
across the board. 

Recruitment

All agreed that recruitment is difficult
not only for nurses and support staff,
but doctors as well. As the average age
of nurses and doctors increases, the
importance of attracting more students
to the field increases. Participants dis-
cussed the arising issue of less people
going into the medical field in general.

Industry Focus: Healthcare
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Sam Kaufman: It is extremely diffi-
cult to recruit employees, whether
it’s for a family practice, internal
medicine, OB/GYN, or any area of
practice. The more in-depth of the
subspecialty, the harder it gets to
find qualified staff. Once you recruit
a few and start circulating physi-
cians, it’s like a feeding frenzy. They
go to the highest bidder, and that is
not a good thing either. With nursing
staff, we try to grow our own, and
that’s a very difficult process. You
either recruit from outside, or you
take from within, which leaves a
void at an existing facility. Nursing
schools are not graduating enough
nurses to satisfy the needs of Neva-
da. Fewer people are electing to at-
tend nursing school than ever before.
The average age of the typical nurse
continues to climb higher and high-
er. It’s probably up to 48 or 49 years
old. Younger nurses are going into
non-traditional types of nursing, like
case management performance. Fur-
thermore, you should avoid having
too many new graduates on your
staff because it raises competency
issues. It’s a hard balance.

Sierra Health Services
Buyout

The participants felt the United
Healthcare and Sierra Health Ser-
vices merger as good and bad, de-
pending on the direction the compa-
ny seeks. They believe it will
increase insurance costs for busi-
nesses, but will also provide a better
service to patients. Those in atten-
dance agreed that employers are
more concerned with the cost of
healthcare than plan benefits.

Volker: As a physician and an insurer,
I think there’s little perceived value in
insurance today. People buy the

http://www.desertrad.com
http://www.nursing.unlv.edu
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cheapest insurance. If people valued
it, they would pay more for it. In some
ways, the United Healthcare merger is
a good thing, because the participants
maintain national standards, although
they tend to be profit driven. I have
mixed feelings about how the merger
will affect the state. I think we’ll see
some good results and some bad. It
ultimately depends on the behavior of
the company – if it plans to use its in-
fluence as a negotiating tool to de-
crease reimbursement to physicians, it
will be catastrophic. 
Bannen: If a company signs with
United, I can assure you that Well-
Point will trail that by a year or two
and come in and make them sign with
us at a competitive level. Almost
everyone in Nevada comparison
shops for the lowest price. If you are
10 dollars cheaper, you get the busi-
ness. The merger is good for Nevada.
I think that we’re always going to pre-
sent a product that is competitive with
all the healthcare insurers around.
Employers may not accept 18 percent
increases, nevertheless, if a small
group is doing poorly – if its members
are sick, require tests and hospitaliza-
tions, etc. – any cost increases will be
passed on to the employer. 

Increasing Costs

The participants agreed that the cost to
practice medicine keeps increasing, as
well as the insurance costs. In part,
costs are increasing because of the ad-
vancement in medicine. These costs are
making it harder for small businesses
to pay for health insurance. They said
the system is broken and needs to be re-
formed, but it’s not that simple.

Don Koitz: Everyday costs continue to
escalate, which translates into higher
premiums than many small employers
can afford. This makes it difficult for
employers to even offer insurance, or
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if they do, they only cover their em-
ployees not employees’ dependents.
Pollard: It’s going to be harder in the
future for physicians to sustain the
current level of care in the sophisti-
cated primary care area in exchange
for ever decreasing reimbursement
scales. The current system is broken.
I’m not sure socialized medicine is
the cure, but something needs to
change. We’re a capitalistic society
who wants a socialistic value system,
which is what we’re asking medicine
to bear. If we think that everybody
should have healthcare, whether or
not they can afford it, then someone is
going to have to pay for it. 
Charles Perry: It’s a hard business.
The public, in general, still has the
mentality that somebody else is going
to pay for it. But we don’t want to
raise taxes, nor do we want regula-
tions. Nevada’s Bureau of Licensure

and Certification is wholly funded in
two ways. The first is by a contract
with the Medicare and Medicaid cer-
tification centers, whose task is to ap-
prove and certify medical facilities to
participate in both the Medicare and
Medicaid programs. The second is
from the fees we all pay to be licensed
by the state to be in business. You
can’t live with your head in the sand
and yet be successful. 
Bannen: The reality of medicine
today, with ongoing rapid advance-
ments and the insurance problems, is
cost increases of 12 to 18 percent a
year. Employers are having to dig
deeper to make up an ever-expanding
disparity between the cost of a bene-
fits package and its perceived value.
So, they’re upset about the rising cost
despite the fact that, overall, health-
care products continue to advance.
People are healthier, live longer, have

replacement surgeries and organ
transplants much earlier in life than
in previous decades. That has a cost
expense. The expectation from the
member, whether it’s a group mem-
ber or individual member, large or
small, is that just about everything is
covered. At some point, we are going
to have some balance in the system,
or we will have to accept 20 percent-
a-year healthcare insurance increas-
es. We have to push a little more
money back in the system, for the
hospitals, for nursing and staff devel-
opment, for the physicians and for
the ambulatory services. The reality
is that you can’t continue to shrink
your payout and increase your ser-
vices while increasing quality of
care. The government and public
have to realize this.
Volker: I started my physician’s insur-
ance company because I was a victim.

Industry Focus: Healthcare
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I couldn’t get insurance as an
OB/GYN. One of our biggest pres-
sures is that we are the victims of our
own success. People are living longer
than ever – it’s being called a silver
tsunami. Furthermore, the Medicare
system is bankrupt. We need to figure
out how we are going to finance that
miscalculation. We have high expec-
tations about how our healthcare sys-
tem should function. The fact is, doc-
tors and hospitals are working harder
than they have ever worked on an in-
creasingly smaller margin.  
Pollard: The fact of the matter is that
healthcare is a big business.
Bannen: Well, I believe that every-
body in America receives healthcare.
We don’t turn patients away in the
ER. They may come late in their dis-
ease, but everybody gets healthcare.
Hospitals and primary care doctors
take non-paying patients. 

Pollard: This is true but the fact is that
the costs continue to escalate. It’s a
corporate society and someone has to
pay for that. 
Bannen: Well, I’m not too sure that I
agree that the government is particu-
larly an expert in fixing anything.
Look at the Veterans Administration
or Medicare or Medicaid – I’m not
sure they’re improving. 
Koitz: A competitive capitalistic sys-
tem can often appear to work at odds
with the altruistic nature of health-
care. I realize even physicians are
capitalists in a true sense, because
they run a business. Sometimes, that’s
the problem with the system. 
Pollard: In order to meet market de-
mand, there will come a point in time
that the current rate increases cannot
be sustained. Small companies won’t
be able to afford to buy insurance at
an 18 percent increase. 

Volker: The bottom line is: You are
trying to run a business. You are try-
ing to find a benefit for your employ-
ees because that’s the expectation. If
you don’t want quality employees,
don’t provide benefits and see what
you get. If you ask your employees
what they want, they will tell you
they want good drug plans and low
co-pays. If you ask employers what
they want, they will tell you they
want cheap insurance because it af-
fects their bottom line. A capitalistic
healthcare system, driven by compe-
tition and market demands has advan-
tages and disadvantages. It’s good for
medicine since physicians are moti-
vated because of the competition. In
that sense, the spirit of competitive-
ness improves medicine. People want
good healthcare, and, believe they de-
serve it. But they don’t want to have
to pay for it.

Industry Focus: Healthcare
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Cary Richardson, partner of Miles Construction
in Reno, is one of the experts discussing the
escalating development costs due to various
economic factors.
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ESCALATING 
DEVELOPMENT COSTS
SLOWING ECONOMY IMPACTS FEES

T
wo years ago, Las Vegas-based
general contractor, Plise Devel-
opment & Construction, erected

an office building at a cost of $87.50
per square foot for the core and shell.
Subsequently, it completed a similar
structure at $99 per square foot. In
March, it was constructing the exact
building at $125 a square foot. This
reflects a 42.8 percent hike over a 24-
month period. 

“The reason for the cost differences
is cost escalations in materials and
labor,” said Matthew Weinman, presi-
dent of construction for Plise Devel-
opment & Construction, a Las Vegas-
based commercial general contractor.

Plise Development’s experience is
not unique in Nevada’s slowing
commercial real estate market.
“Construction costs continue to play
a big role in the dynamics of the
commercial markets, in both the
shell side of the project, as well as
the tenant improvement and build
out,” said Rob Silecchia, vice presi-
dent of business development for
Las Vegas-based SR Construction, a
general contractor providing design
and construction services.

Steep construction and land costs,
along with greater difficulty obtaining
financing, are making business more
challenging for commercial develop-
ers in the Silver State. 

“It is so hard to make a deal come to-

gether in this environment,” said Cary
Richardson, partner and vice-president
of business operations for Reno-based
Miles Construction, a commercial in-
dustrial general contractor.

Materials

This year DP Partners will install
6,500 tons of steel and 100,000
cubic yards of concrete in the 2.7
million square feet of industrial
warehouse space it is building, said
Marc Markwell, a Reno partner of
DP Partners, a Reno-based company
specializing in industrial commer-
cial real estate development. At
about 50 cents per pound, DP Part-
ners will pay at least $6.5 million for
steel this year. This compares to a
December 2003 cost of $2.4 million,
when the price was 63 percent lower,
according to the U.S. Bureau of
Labor statistics.

Most key materials are high in cost
and increasing. “The price of steel,
for example, is expected to rise fur-
ther, at a rate of about 6 percent to 8
percent per month,” said Dick Rizzo,
vice-chairman of Perini Building Co.,
a Las Vegas builder of hospitality and
gaming resorts.

“For the current market, the pric-
ing is still too high,” Richardson
said. “I don’t think commercial and
industrial developers have fully ex-

perienced the correction that they
need.” On a tilt-up building, the pre-
dominant materials used are concrete
and steel for reinforcement. The use
of steel, however, extends well be-
yond the structure.

Unlike with steel, the price of con-
crete has plateaued after experiencing
a 38 percent increase since December
2003, U.S. Bureau of Labor showed.
Copper, another widely used material,
increased 140 percent in the same
time period. 

“It just continues to increase each
year, and we don’t see it pulling
back,” Silecchia said. 

The cost of lumber, on the other
hand, is at a 20-year low. This materi-
al, used predominantly for a wood-
frame building, now costs 30 cents a
board foot, about half the price at its
peak several years ago. The national
residential slump primarily is to blame.

“Costs that are low are a result of
lessened demand, as well as panicked
suppliers and manufacturers,” Wein-
man said. 

As of mid-March, the price of ma-
terials commonly used in commercial
tenant improvements – metal studs,
drywall, acoustical grid, tile, paint
and carpeting – hadn’t increased in
some time, said Bob Phillips, division
manager for the general contracting
division of Las Vegas-based
Tradewinds Construction, a general

Building Nevada: Escalating Development Costs
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contractor specializing in design-
build tenant improvements and a mul-
tiple trades subcontractor. The cost of
drywall, for instance, according to
Perini’s Rizzo, has stabilized because
of increased global capacity and con-
sequent prevalent availability. Mater-
ial costs overall, however, remain
high. As a result, whereas tenant im-
provements once were done for
about $30 to $40 per square foot,
they now cost between $75 and $150
per square foot.

The cost of materials related to pe-
troleum products, such as PVC pipe
and plastics, have all increased. This
is due to the continual rise in the cost
of oil over the past few years. Where-
as two to three years ago, oil cost $50
a barrel, it now is upwards of $95 to
$108 a barrel. The cost of diesel fuel
is up 185 percent from December
2003, according to U.S. Bureau of
Labor data. 

“Increased fuel prices will affect
the cost of every material because
it’s more expensive to get raw prod-
ucts to the plants and job sites,”
Markwell said.

In some cases, Silecchia said, buy-
ers are required to pay freight sur-
charges for the first time. Fuel and
transportation cost increases are ex-
pected to continue to elevate materials
costs. For example, Phillips expects
the typical metal stud to rise from its
current 20 cents per lineal foot to be-
tween 22 cents and 25 cents in the
next few months. 

Domestic and international supply-
and-demand greatly influence materi-
als costs. Other current factors in-
clude increased energy costs, greater
demands on environmental responsi-
bility and the internationally shrink-
ing value of the U.S. dollar.

“If the dollar goes back to where
it’s supposed to be and we have an ad-
justment, then materials costs will go
back down,” Phillips said.

Whenever they can, commercial de-
velopers and subcontractors strategize
to get the best materials prices possi-
ble. Early in the process, developers
review constructability. In other
words, they weigh the materials op-
tions for the type of building they’re
constructing, by comparing costs, to
determine the ideal options. “We con-
sider tilt-up versus steel buildings,
when we can,” Silecchia said. “We re-
view where the trends are headed to
determine the best end result for the
client’s project.”

Some companies shop around for
the best price on specific items,
whereas, some buy one product con-
sistently from a few select vendors.
“When we can, we’ll pay a deposit
ahead of time to receive a discounted
price, or agree to early payment
terms, which we do whenever the op-
portunity is available,” Weinman said.

Several obtain materials locally
when they can. Regardless of their
approach, most have learned to
sharpen their negotiating skills when
purchasing materials, haggling over
price or terms, to drive the best bar-
gain. When they can’t negotiate, they
purchase from elsewhere in the U.S.
and even overseas – Asia, for exam-
ple. “Although several years ago,
China wasn’t active in the production
of construction materials, the nation
can now virtually source most prod-
ucts,” Silecchia said. 

Some companies have learned the
value of conducting detailed product
research on a far-flung global scale,
and in so doing, have compelled
domestic producers to hone their abil-
ity to compete in a growing global
market. For example, when Perini
Building Co. shops the products it
buys in great volume, such as drywall,
plumbing fixtures, tile and fabricated
millwork, it considers the cost both
domestically and overseas, for the best
buy possible, Rizzo said. “In many
cases we’re able to get a comparable
product that was initially higher in the
U.S. at overseas prices after introduc-
ing the competition,” he said. 

Alternative materials of adequate
quality sometimes can be the best
value. These can include environ-
ment-friendly options. In a project it’s
constructing in Minden, Miles Con-
struction is reusing brick from old
dairy buildings formerly located on
the site. “Even if an alternative may
have a slightly higher price initially,
payback on that product from a life
cycle perspective makes sense,”
Richardson said.

When Miles Construction expects
to place a large order of a specific ma-
terial and anticipates a price spike, it
sometimes locks in an order and a
price ahead of time, Richardson said.
This maneuver, however, isn’t always
optimal. Project design can change,
for example, or owners may have
trouble obtaining the necessary fi-
nancing. “You have to be careful not
to get too far ahead,” he added.

Similarly, Perini Building Co.
sometimes buys materials in advance,
warehousing them until they’re need-
ed. This method isn’t common, how-
ever, due to expense of storage and
opportunity for theft. Materials theft
from job sites and completed build-
ings is a costly problem, as are pre-
ventive measures, insurance and 
materials replacement. Plise Develop-

Building Nevada: Escalating Development Costs
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ment employs round-the-clock armed
roving security and cameras at all of
its projects. “It’s an expense we’re
willing to bear because the loss in
theft of a significant piece of equip-
ment could have far greater impact on
a project than the cost of security,”
Weinman said.

There have even been cases where
thieves have cut copper, a big ticket
item, right off an existing building’s
decorative metal roof. “This is not a
cheap date,” Phillips said. “It’s
$20,000 to $30,000 to replace copper
that they probably get $300 or $400
for in salvage value.”

Labor

On its CityCenter project, Perini
Building Co. has about 5,500 crafts-
people and estimates that number to
reach about 7,000 at construction’s
peak next year, according to Rizzo. To
support its workers in the field, the
company has 900 administrative em-
ployees nationally (650 in Nevada).
Perini occasionally hires engineering
consultants, as well.

Labor, the total cost of which equals
that of the materials on a project, has
ticked upward in the past few years,
and is expected to continue to do so.
Non-residential wages likely will rise
4.5 percent to 5.5 percent in 2008 and
5 to 6 percent in subsequent years,
with heavy industrial projects likely to
experience the largest increases, ac-
cording to data published by the Asso-
ciated General Contractors (AGC) of
America. “Most companies associated
with the construction/development in-
dustry, including ourselves, are ag-
gressively cutting back on payroll or
have already done so,” said Weinman,
whose firm, Plise Development, is
down 10 employees on its construc-
tion side from last spring. 

At the same time, because of the
slowing economy and changing mar-

ket, it is now easier to find qualified
workers than it was in the past few
years. “The availability of talent has
increased, and the ability to bring bet-
ter people on board with better quali-
fications has improved on the contrac-
tors’ side,” Silecchia said. “We have a
better pool to pull from.”

Workers typically involved in a
commercial development project con-
sist of administrative personnel, con-
sultants and subcontractors. The ad-
ministrative team often includes some
or all of the following: project man-
agers, assistant project managers, con-
ceptual estimators, superintendents,
assistant superintendents, foremen,
accounting and clerical personnel.

Three-quarters of Miles Construc-
tion’s 40 employees are administrative,
working in the production and account-
ing departments, Richardson said.
They include project managers, super-

intendents, assistant superintendents,
foremen, a contract administrator, pur-
chasing agent, design coordinator, con-
troller, human resources/payroll indi-
vidual, safety officer, plus accounting
and clerical workers.

“Right from the top down, virtually
every company involved on a com-
mercial project requires administra-
tive staff,” said Rich Farkas, president
of Dynamic Commissioning Solu-
tions Inc., a Las Vegas-based building
commissioning firm that specialzes in
the U.S. Building Council’s Leader-
ship in Energy and Environmental
Design standards. 

Consultants often include: design
and landscape architects; geotechni-
cal, civil and structural engineers; and
other professionals. Some developers
have their own architects and engi-
neers on staff. A slew of subcontrac-
tors, either employed or contracted,

http://myvegasoffice.com
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are involved in every job. SR Con-
struction, for example, typically bids
70 to 90 subcontractors for a poten-
tial project, sometimes more or less,
depending on the size and scope,
Silecchia said. The work subcontrac-
tors provide includes: grading;
paving; concrete finishing; framing;
roofing; mechanical; plumbing; elec-
trical; heating, ventilating and air

conditioning; insulation; drywall;
flooring; door hardware; painting;
millwork; fire protection; security
systems; glazing; windows; store-
fronts; landscaping; cleanup; sig-
nage; and more. Specialty contractors
may be needed to install restroom ac-
cessories, bath partitions, paper towel
holders and the like. If the building is
to contain elevators, an elevator sub-

contractor is needed. If the project is
to be rail served, a railroad subcon-
tractor is needed.

When acting as a general contrac-
tor, Tradewinds Construction self-
performs most of the required sub-
contractor work except for
mechanical, plumbing, electrical and
fire protection, typically running be-
tween 200 and 300 workers in the
field, Phillips said. “I’m able to save
10 percent to 15 percent by doing
subcontractor work in-house, but my
overhead costs go up about 5 per-
cent,” he said. “So usually it’s about a
10 percent gain.”

Some firms utilize unskilled day la-
borers for jobs such as digging, mate-
rials removal, light carpentry and
daily cleanup. Unskilled laborers are
paid about $8 to $12 an hour, skilled
laborers, $12 to $20 an hour.

Fees

An often-overlooked cost in-
volved in commercial development
is the array of mandatory fees paid
to various municipalities and agen-
cies, by either the contractor or
property owner. “Fees have substan-
tial impacts on projects,” Markwell
said. “If your impact fee for, say, a
convenient store is $25,000, it’s a
huge number and can make or break
the deal.”

Fees are paid for plans review,
building permits, inspections, zon-
ing fees, traffic impact fees, utility
(water, sewer and power) hookups,
state health and even dust control. If
a zone change is required, additional
planning fees for a special-use per-
mit are paid. “You can very quickly
get entangled in multiple govern-
ment agencies that are due fees that
you may not be aware of,” Richard-
son said.

Further complicating the issue, a
similar fee can vary from jurisdiction
to jurisdiction. Some fees, such as the
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Southern Nevada tortoise mitigation
fee (between $250 and $550 per dis-
turbed acre), are required only in cer-
tain zones.

Some fees vary depending upon
use, such as with sanitation fees.
These are charged for every installed
sink, toilet, drain and drinking foun-
tain to connect to the sewer. Depend-
ing upon the planned use of each
hook-up, for example, medical pur-
poses versus general office – cost
varies from $400 to $1,600 a piece,
Phillips said. 

Many of the required fees, for ex-
ample, development fees, building
permit fees, and water and sewer
fees, have risen over the past three to
five years whereas other permit fees
have remained constant. Last June,
in Northern Nevada, the Regional
Transportation Commission ap-
proved a 50 percent increase in road
impact fees to help pay for new

roads, Markwell said. “With the
market slowing down and less pro-
jects to pool from, we’re seeing the
municipalities having problems
keeping their budgets in the black,”
Markwell said. “So they’re looking
at a combination of increasing fees
and lowering costs.”

On The Horizon

Over the next year or so, the com-
mercial real estate market is expected
to slow even further.

Rizzo expects a hiatus in the overall
volume of work until the financial sit-
uation works itself out, he said. “I
think that ’09 could be a very difficult
year for commercial and industrial
development,” Richardson of Miles
Construction said. “I don’t think
we’ve reached bottom yet.”

In terms of construction costs, the
commercial developers can expect

more of the same, experts say. Con-
struction input prices likely will rise
6 to 8 percent per year for the next
several years, according to the AGC,
due to global competition for mate-
rials and the ongoing dependence on
limited supplies of fuel and trans-
port capacity.

Some in the industry remain uncer-
tain, but encouraged, about the future
of construction costs. “Hopefully
things will start swinging up in ’10
and ’11,” Richardson said. “As things
swing up, then the pricing will fol-
low.” Others are downright opti-
mistic. “I have a lot of faith in the op-
portunities [in Southern Nevada],”
said Weinman of Plise Development
and Construction. “I think we will re-
bound a lot quicker than people are
expecting.”

Doresa Banning is a freelance writer
based in Northern Nevada.

As Southern Nevada’s leading commercial real estate development organization, we are your connection to 
the industry. Ask us about industry trends and current issues facing Southern Nevada. Help us as we continue 
to create facilities for the future of Nevada. Join NAIOP as we continue to grow our organization.

Get Connected. Join NAIOP today!

For membership information: (702) 798-7194   www.naiopnv.org
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TOTAL MARKET Las Vegas Reno

Total Square Feet

Vacant Square Feet

Percent Vacant

New Construction

Net Absorption

Average Lease sf/mo (nnn)

Under Construction

Planned

WAREHOUSE/DISTRIBUTION

Total Square Feet

Vacant Square Feet

Percent Vacant

New Construction

Net Absorption

Average Lease sf/mo (nnn)

Under Construction

Planned

LIGHT INDUSTRIAL

Total Square Feet

Vacant Square Feet

Percent Vacant

New Construction

Net Absorption

Average Lease sf/mo (nnn)

Under Construction

Planned

R&D/FLEX

Total Square Feet

Vacant Square Feet

Percent Vacant

New Construction

Net Absorption

Average Lease sf/mo (nnn)

Under Construction

Planned

INCUBATOR

Total Square Feet

Vacant Square Feet

Percent Vacant

New Construction

Net Absorption

Average Lease sf/mo (nnn)

Under Construction

Planned

99,401,189

6,082,039

6.1%

2,226,819

830,970

$0.66

3,128,101

4,151,891

42,852,654

2,676,069

6.2%

1,573,528

333,574

$0.51

1,441,836

2,574,532

27,922,007

1,338,597

4.8%

253,817

133,064

$0.67

634,233

503,452

4,849,516

530,559

10.9%

144,102

144,329

0.88

629,146

667,407

7,985,570

436,538

5.5%

0

-42,824

0.91

116,048

100,800

67,185,014

6,007,072

8.9%

1,418,000

132,759

$0.53

2,767,555

3,716,270

33,487,943

4,337,019

13.0%

902,500

-269,109

$0.36

2,617,555

1,437,950

33,429,444

1,641,653

4.9%

515,500

401,834

$0.61

150,000

2,122,520

267,627

28,400

10.6%

0

34

$0.86

0

0

na

na

na

na

na

na

na

na

Reno-Sparks
The fourth quarter of 2007 saw an-

other large amount of newly construct-
ed industrial space added to the North-
ern Nevada Market. This quarter added
1.4 million square feet bringing the
year end total to more than 4.3 million
square feet. The vacancy rate increased
from 6.8 percent in the third quarter to
8.9 percent at year’s end, primarily due
to the projects coming online. Some
may view the increase in vacancy as
negative, however, 8.9 percent overall
is healthy.

Net absorption for the fourth quarter
registered a meager 132,759 square
feet, bringing the 2007 total to 1.65
million square feet, slightly lower than
the absorption levels of 2004 and 2005
and about 53 percent of the demand
we experienced in 2006.

The majority of the development
projects in Northern Nevada are lo-
cated in the Tahoe Reno Industrial
Center (TRIC), 8 miles east of
Sparks on US 80. In the fourth quar-
ter, a total of 606,000 square feet was
completed in TRIC. This list of new
industrial space includes 491,400
square feet at 201 Ireland, 95,000
square feet at 500 Pittsburg Ave, and
20,000 square feet at 2999 Waltham
Way. Stead saw the completion of
the last Lear Industrial building
adding 390,000 square feet. 

As stated in the past, land within
Reno and Sparks remains scarce with
pricing remaining in the $8 to $16
per square foot range.  Industrial
zoned land in the outlying areas re-
mains abundant. 

Southern Nevada analysis and statistics 
compiled by Colliers International and 

Restrepo Consulting Group

Northern Nevada analysis and statistics 
compiled by Colliers International Reno

ABBREVIATION KEY

MGFS: Modified Gross Full-Service 

SF/MO: Square Foot Per Month

NNN: Net Net Net

INDUSTRIAL– 4th Quarter 2007

Next Month: OFFICE

Las Vegas
According to the Nevada Department

of Employment, Training and Rehabilita-
tion, 183,600 industrial-related jobs were
recorded in December 2007, a net de-
crease of 5,300, or 2.8 percent, from De-
cember 2006. Construction lost 6,500
jobs, while manufacturing lost 700 jobs.

The Las Vegas Valley’s speculative in-
dustrial vacancy rate increased to 6.1
percent in the fourth quarter. This in-
crease in vacancy was accompanied by a
substantial drop in the average monthly
asking rent, from $0.77 per square foot
in the third quarter to $0.66 NNN  in the
fourth quarter. 

Direct net absorption was 830,970
square feet and completions totaled
2,226,819 square feet, resulting in an
absorption-to-completion ratio of 0.37:1
for each square-foot of new supply. The
North Las Vegas submarket led the Val-
ley in completions with 1,183,292
square feet. By product type, 71 percent
of completions in the fourth quarter
were in warehouse distribution space. 

Warehouse distribution industrial
space had the highest net absorption
with 333,574 square feet, followed by
light distribution, R&D Flex and light
industrial. If all of the industrial space
presently under construction or planned
is completed, it would represent a 7.3
percent increase in the Valley’s industri-
al inventory. Additionally, if all avail-
able space in existing buildings were
added to this forward-supply, it would
take approximately 12.4 quarters (3.1
years) to absorb it all, using the past
four quarters’ average absorption of
1,075,820 square feet. 

Industrial Market Summary
4th Quarter 2007 

C O M M E R C I A L  R E  R E P O R T
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PENTA Building Group’s New Culture
employees will complete the 30-hour
Occupational Safety and Health Ad-
ministration (OSHA) course.  Subcon-
tractors will be invited and encour-
aged to attend these training courses
as well.  PENTA will also conduct
other classes in 2008 including train-
ing in scaffolding and excavations.  A
new recognition program called
“Safety Champion” has been imple-
mented at each project site to reward
field employees and supervisors. This
program recognizes workers for safe
behavior and supervisors for identify-
ing safe workers.    

PENTA has several projects current-
ly under construction or recently com-
pleted, where employees incorporate
the Culture of C.A.R.E. principles:
The 689,400-square-foot Aliante Sta-

tion Casino is located in North Las
Vegas, on 40 acres, at Aliante Parkway
and the 215 Beltway. The World Mar-
ket Center Building C is located in
downtown Las Vegas.  The 2.1 million-
square-foot, 16-story, steel-framed
building measures 250 feet wide by 700
feet long atop a 27,000 cubic yard con-
crete mat foundation. 

PENTA recently completed the 600-
room renovation of the east tower of
John Ascuaga’s Nugget in Reno.  

At the University of Nevada, Reno,
PENTA recently completed work on
the Marguerite Wattis Petersen Foun-
dation Athletic Academic Center, a
8,293-square-foot LEED-accredited
facility, and the Joe E. Crowley Stu-
dent Union, a 167,000-square-foot
structural steel and brick building. 

ccording to OSHA, nine
construction workers have
died in the past 16 months
on Strip projects. With

more than $500 million in construction
projects across the state, how does a
private commercial general contractor
keep its employees safe? The PENTA
Building Group has introduced its new
company-wide safety initiative “Cul-
ture of C.A.R.E.” – Concern, Aware-
ness, Rewards, Education – as a way to
promote workplace safety. The princi-
ple is shared by each employee within
the organization.

The company kicked off its 2008
safety initiatives in January by hosting
an event for its employees and sub-
contractors featuring certified speak-
ing professional Chad Hymas.  Hymas
was involved in a serious accident
leaving him a quadriplegic. Since the
accident, he has shared his personal
story to convey a powerful message of
safety while audiences worldwide.  At
the event, Hymas spoke candidly
about the importance of workplace
safety in the construction industry and
challenged the PENTA team to reex-
amine their behaviors and change
their habits, routines and beliefs.  

Both on and offsite, PENTA works
hard to communicate the Culture of
C.A.R.E. message to everyone in the
company.  This commitment is con-
veyed in the company’s safety mis-
sion that PENTA “values worker and
public safety at every level of the or-
ganization, from the president of the
company to the newly hired appren-
tice or project engineer.  This is a
true commitment to safety that em-
phasizes pre-planning, monitoring
safety performance, and enforcing
safety standards.”

As a part of the Culture of C.A.R.E.
program, all PENTA salaried field

A

Employee Safety Ranks No. 1

Southern Hills Office Physicians
From Left: Raul Meoz, MD, FACR 
Paul Michael, MD 
Noel Rowan, MD, FACP 
Hamidreza Sanatinia, MD

Fighting cancer takes strength, determination and the support of family and friends. That’s why we’re here, 
providing Las Vegas with the latest advancements in cancer treatment in seven locations throughout the valley. 
Comprehensive Cancer Centers of Nevada provides patients in the Las Vegas area access to cancer research 
trials through affiliations with US Oncology and UCLA. Visit us online at www.cccnevada.com for
additional information or call our Southwest office at (702) 952-1251.

Compassionate  
Physician Care.

HENDERSON
952-3444

NORTHWEST
952-2140

CENTRAL VALLEY
952-3400

SOUTHWEST
952-1251

VALLEY LOCATIONS: SUMMERLIN
233-2200

BOULDER CITY
293-0357

PEDIATRIC CARE
688-6180

www.cccnevada.com

http://www.cccnevada.com
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Local Company Helps Ease the Way

a “high-level acute-crisis-manage-
ment provider,” was founded in 1995,
and was available only to employees
whose company chose to include the
program as part of a healthcare pack-
age. London Medical Management
learned that many people who were
unable to get the Patient Pal program
through their employer were interest-
ed in having access to a similar type of
service. Due to the demand from indi-
viduals, the company revised its origi-
nal Patient Pal program in January of
this year to include an individual fam-
ily plan. 

“As a former hospital administra-
tor, I had friends and business associ-
ates who were seeking assistance
with the hospitalization of family
members and requesting guidance to
determine the best possible physician
to address a specific healthcare need.
We developed Patient Pal as a result,”
said London.

Patient Pal can help its members
with such issues as chronic health
conditions, emergencies, major surg-
eries, high-risk critical illnesses and
catastrophic health events. When a
person enrolls in the program, he or
she is assigned a healthcare profes-
sional – usually a registered nurse, li-
censed practical nurse or certified
nursing assistant – who understands
the healthcare system. The Patient Pal
nurse is available 24 hours a day,
seven days a week to assist each mem-
ber though the process of solving his
or her medical problem.

The individual family plan offers
three membership tiers. The tier
level of a plan determines the
amount of  services made available
to the plan member. Services in-
clude: answering questions about
medical tests, treatments and med-
ications; helping to locate assisted-
living facilities or group homes and
arranging an evaluation for admis-
sion; resolving errors in claim de-
nials and/or billing; locating private
duty nursing services and home-
health aides; negotiating non-cov-
ered healthcare services and identi-
fying top-notch medical facilities.

“London Medical Management,
Inc. has several competitors but what
sets us apart is we specialize in the
area of ‘medical crisis management,’”
said London.

The Patient Pal program is avail-
able to company employees and in-
dividual family members across the
United States. London Medical
Management’s headquarters are lo-
cated in Las Vegas, and has a second
office in Branson, Mo. As a way to
support the local community, Lon-
don Medical Management has a
non-profit division called Medical
Management Ministries. The Med-
ical Management Ministries pro-
gram offers Patient Pal services to
churches in the communities sur-
rounding its two offices. 

Erin Guernsey is a freelance writer
based in Southern Nevada.

here does one turn when
a family member needs
major surgery or is diag-
nosed with a terminal ill-

ness? Many families must deal with
such healthcare-related questions
every day. They are frequently
forced to find their way through the
healthcare system maze alone. It is
difficult to navigate the system even
when you have a clearly marked
route and no distractions. It is al-
most impossible to find your way
when your thoughts are clouded by
the concern for the well-being of a
loved one. One local company, Lon-
don Medical Management, under-
stands the complexities of the sys-
tem, and has established a program
to assist people through difficult
medical situations. 

London Medical Management, Inc.
was established in 1989 and given its
current name in November of 2006.
The company was founded to serve a
primary mission of patient advocacy,
and is considered the concierge of
modern medicine. London Medical
Management’s main goal is to put the
patient first and to meet his or her
needs with compassion and high-qual-
ity service. “Patient advocacy clearly
stands at the top,” said Jack London,
president, CEO and founder of Lon-
don Medical Management. “Each pa-
tient is cared for with the best services
available.”

London Medical Management’s
original Patient Pal program, which is

by Michelle Danks
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Difficulties Navigating 
the Healthcare System 
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transaction, ask your bank about a Small
Business Administration (SBA) loan. 

The SBA loan programs allow a
bank to take more risk because the
SBA guarantees a percentage of the
loan made to the business. This lim-
its the loss potential of the bank. 

The increased leverage of an SBA
loan enables the business to save its
cash for growth or for reserves if times
get tight. As conventional lending stan-
dards become more rigid, an SBA loan
makes great business sense. 

Calvin Regan is president of Silver
State Bank.

If your business is less that two
years old or your loan request is for
a major expansion, you will also
need to submit financial projections.
As a rule of thumb, net profit after
tax plus depreciation and amortiza-
tion plus interest expense should be
able to cover the principal and inter-
est payments on all of your existing
debt plus the principal and interest
payments on the new loan you are
requesting by at least 1.25 times. 

If your loan request is projection
based, your business is short of the 1.25
times debt service coverage ratio or if
you are looking for a higher leverage

ontinual turmoil in the
credit markets com-
bined with the slowing
economy has caused

many banks to tighten their credit
approval standards. If you own a
business and need a loan, there are
several things you can do to im-
prove your chances of getting ap-
proval on a business loan.

First, do not “shotgun” your appli-
cation to several banks at the same
time as all of the banks will be pulling
credit reports which may lower your
credit score. Also, don’t submit a loan
application to bank X on bank Y’s ap-
plication form. This makes it look like
bank Y declined your loan request
and you were too lazy to fill out Bank
X’s loan application.

Second, provide a complete pack-
age of financial information when
you submit the loan application. A
complete package includes:
• A current personal financial statement. 
• Three years of business tax re-
turns (including all schedules), a
current (within 90 days) company
prepared interim income statement
and balance sheet with the compa-
rable interim statement from the
previous year.
• Two years of personal tax returns
(including all schedules). 

Third, do not wait until the last
minute to go to a bank to apply for
the loan. No one likes to feel like
they are “under the gun” and many
loan officers will be more apt to turn
down a loan request if the timeframe
is too short to properly analyze the
loan request.   

Loan Approvals

M O N E Y  M A N A G E M E N T

Improve Your Business’ Chances

C

We’ve Got You Covered

McFadden Insurance Agency is recognized 
as a premier insurance provider based 
in Southern Nevada and has cultivated a 
reputation for exceptional performance 
in three areas: Superior customer service, 
innovative and integrated products, 
and retention of the highest caliber of 
professionals in the industry.

• Construction

• Personal Protection

• Business Protection

• Workers Compensation

• Surety Bonds

• Employee Benefits

• Home and Automobile

• Professional Liability

6180 W. Viking Road Las Vegas, NV 89103
Tel (702) 365-9800 • Fax (702) 221-4920

www.mcfaddeninsurance.com

http://www.mcfaddeninsurance.com
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Government Proves It Can Cut Spending

That moral is this: Government, lo
and behold, can limit spending, just
like the rest of us. More importantly, if
it can do so in tough times, then it can
do so in prosperous times as well.

Think about it. If the governor and
the legislators, Republicans and De-
mocrats, are capable of sitting down
together and figuring out how and
where they can trim this budget, then
why can’t they do so with every bud-
get – regardless of the economic cli-
mate? If politicians of all stripes agree
we can do without some of these pro-
grams today, then why not also skip
them tomorrow?

Skeptics no doubt will argue that, if
members of the private sector get to
enjoy their surplus revenues during
prosperous times, then surely govern-
ment is entitled to do the same. That
argument, however, falls flat. Individ-
uals and businesses earn their surplus
revenues through their own hard work.
Government, on the other hand, earns
nothing. It merely takes money,
through taxation, from those who have
earned it. Then it adopts the mentality
of a mall-bound teenaged girl armed
with dad’s credit card.

Beyond the obvious justice of let-
ting taxpayers keep more of their own
money, the benefits to tightening the
budget, even in good times, would be
numerous. For starters, we’d be leav-
ing more money in the hands of pri-
vate individuals and businesses, who
are far more likely than government
to use it to generate economic activi-

ty. Additionally, by keeping baseline
budgets low, we can make the next
economic funk less severe. A big part
of our modern-day problem is that
politicians regularly use budget sur-
pluses to go on lavish spending
sprees, subsidizing their favorite spe-
cial interests. Then, when leaner
times make it impossible to fund all
the new programs they’ve created,
they throw up their hands and cry
“Crisis!” Reining in spending, even
during good times, would soften the
blow of the next downturn.

It may be that a silver lining sur-
rounds today’s dark economic cloud.
Our politicians have been given a
much-needed lesson in the value of
self-restraint, and in the process are
being forced to make the tough but
important decisions we ought to be
able to expect from those we elect to
serve and lead. Most important,
they’ve been forced to take a close
and critical look at our state budget
with the specific goal of finding
places where spending can be cut.
Such an experience could prove use-
ful in the future.

History, of course, suggests that
our politicians will quickly forget
any lessons they may now be learn-
ing, once happy days are here again.
It will be up to Nevada voters to re-
mind them.

Andy Matthews is vice president for
communications at the Nevada Policy
Research Institute.

ow nice it is, for a change,
to see government really
feel our pain.

Across Nevada and the
nation, individuals and business own-
ers alike are confronting harsh eco-
nomic realities by making tough, pri-
ority-based budgetary decisions.
Nevada’s politicians, whose usual re-
sponse to those same realities is to
keep spending however they damn
well please and simply force taxpay-
ers to cough up the extra dough, this
time appear ready to do the responsi-
ble thing and cut right along with the
rest of us.

Faced with a large and growing rev-
enue shortfall, which as of mid-April
was projected at $914 million (and
seems destined for greater depths
still), Gov. Jim Gibbons has worked
successfully with state legislators, Re-
publican and Democrat, to do the sen-
sible thing and scale back the size of
the state budget.

Occasionally, it seems, even gov-
ernment gets it right. The end result
won’t be perfect – when the dust set-
tles, there will probably still be plen-
ty of places where the budget could
and should have been trimmed even
further. But at least we’re on the
right track.

Still, while the media are likely to
chronicle this saga primarily as a
triumph of bipartisan cooperation –
all well and good, of course – the
real moral of this story likely will
be missed.

by Michelle Danks
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source not imported from Saudi Arabia.
Simply put, without the Ely Energy

Center and its transmission line that
will carry solar, geothermal and wind
power throughout the state, there will
be no meaningful development of alter-
native energy in Nevada. It will be eco-
nomically and logistically impossible.
Seniors on a fixed income and low-in-
come residents would bear the brunt. 

As Congress continues to drag its
feet, our nation faces a related chal-
lenge. Key tax incentives that encour-
age the development of renewable en-
ergy are set to expire. As a result,
much development toward alternative

energy sources will slow or even stop.
Some tremendous projects have

already come online across Nevada
– solar in the south and geothermal
in the north. In order to meet the
rapidly growing energy needs of this
country, we must plan for our future
and develop the resources that are
available domestically. It must be
done by using all of the resources at
our disposal, including solar, geot-
hermal, wind and coal. We have a
duty as stewards of our environment,
and we must be responsible and real-
istic about meeting our energy needs.
Future generations depend on it.

s most successful in-
vestors know, a balanced
portfolio provides the
greatest opportunity for

long-term gain. By investing in di-
verse areas, one is protected from the
unexpected – a sector bust, a natural
disaster or a financial scandal. 

The same approach is needed when
considering our rapidly growing ener-
gy demands. To put all of our re-
sources into just one source – be it
natural gas, coal, geothermal, wind or
solar energy – would be irresponsible.

Nevada is already leading the way
in developing renewable energy, but
geothermal, solar and wind energy
hold much more exciting potential
for our state. The Ely Energy Center
in White Pine County will play an
important role in advancing Neva-
da’s renewable energy resources.

The Ely Energy Center offers a so-
lution for Nevada to diversify and sta-
bilize our energy sources. By con-
necting Northern Nevada with
Southern Nevada, it allows for the
continued development of renewable
energy, but this alone cannot meet our
needs. It will also provide a reliable
energy source using clean-coal tech-
nologies to balance our portfolio and
help keep costs down for ratepayers.

Coal is abundant, inexpensive and
available domestically. New technolo-
gies to make clean coal possible are on
the horizon and will be employed at the
Ely Energy Center. These advancements
in carbon-capture technologies are es-
sential to our future because, when the
wind is not blowing and the sun is not
shining, we still need a reliable energy

by Michelle Danks
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How can Nevada diversify 
its energy sources?

S P E A K I N G  F O R  N E V A D A

Planning for Energy Security Sen. John Ensign

http://stabledevelopment.com
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e find no doubt that the U.S.
and Nevada economies are in a
slowdown and that economic
performance should be sub-

par for at least the first half of 2008. Some
second-half improvement is expected with
federal tax rebate checks giving households
more money to spend.

Economic weakness shows in the job num-
bers. U.S. job growth has turned negative
since January. March’s U.S. employment level
is down 80,000 jobs, a decline of 0.1 percent.
The unemployment rate is now 5.1 percent.
Because the official unemployment rate ex-
cludes some people, alternative measures that
include marginally attached workers are used.
Marginally attached workers include discour-
aged workers who have left the work force
and part-time workers. This broader measure,
identified as U-6, suggests weaker labor uti-
lization, that is, unemployment broadly defined
at more than 8 percent.

Nevada’s job level is more optimistic than the
national rate, at least for the level of jobs. Job
growth has been positive, but only marginally
so. Recent job growth is 0.5 percent, 0.5 percent
and 0.7 percent for Nevada, Clark County (Las
Vegas), and Washoe County (Reno) respectively.
On the other hand, the unemployment rates in
the Silver State exceed the official national rate.
Without state and regional broader measures of
labor utilization, some of the difference between
Nevada conditions and elsewhere may remain
not be as clear as we might wish. Still, the job
picture suggests that the U.S. and Silver State
economies are slouching toward mediocre eco-
nomic performance for 2008.

The housing and credit crunches have spilled
over into other economic sectors, amplifying the
economic bumps. For example, Nevada taxable
sales continue along a downward slide, down
4.9 percent for the same month a year ago.
Gaming revenue, another key general revenue
source for Nevada, posted a 3.9 percent decline
last month and 4.7 percent decline the month
before (same month year-over-year). These rev-
enue declines spawn public-spending cuts, fur-
ther contracting overall spending. And, of
course, higher fuel prices and other inflated
prices also leave consumers with less discre-
tionary spending.

R. Keith Schwer
UNLV Center for Business and 
Economic Research

units previous comments

GROWTHDATA
latestdates year ago recent year ago
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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 Bank.
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Nevada employers are subsections 4
and 5 of the initiative petition. Sub-
section 4 would give employees the
right to file private lawsuits to enforce
Nevada’s wage and hour laws. Cur-
rently, a private right of action exists
only for minimum wage violations.”

An opinion issued by Sam Mc-
Mullen of Snell & Willmer, who is
representing the Nevada Restaurant
Association, states, “It opens up all of
NRS 608 regarding employment
practices and restrictions in Nevada
to private action, a significant change
for every employer as it covers mini-
mum wage, overtime, etc.” In other
words, instead of going to the Labor
Commission, any employee with a
beef about overtime pay or coffee
breaks could hire an attorney to put
his boss through a lengthy and expen-
sive court battle.

In addition, subsection 5 of the pe-
tition states that the employer can be
assessed punitive damages in addi-
tion to actual damages, and if the em-
ployee wins the case against his em-
ployer, he can be reimbursed for
attorneys’ fees.

Proponents of the PEST initiative
must get 58,628 signatures on their
petition by November 11 to put the
issue before the 2009 Legislature. If
the Legislature fails to enact its pro-
visions, the measure will be placed
on the ballot in 2010, and if voters
approve it, it will become law.

Assuming the PEST petition with-
stands court challenges, it will proba-
bly enjoy popular support from vot-
ers who feel sorry for the dealers at
Wynn. But regardless of the merits of
the dealers’ case, this petition should
not be passed, since its “unintended
consequences” would negatively af-
fect businesses all over Nevada.

COMMENTS 
email: lyle@nbj.com
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We listen carefully to our customers and provide 
innovative financial solutions to support their
entrepreneurial endeavors.

We value our customer relationships which are
built on mutual trust, respect and integrity.
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Service
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We are dedicated to providing our customers
a high level of personalized service based on
their individual needs.

Strength through Service, 
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What single change would most improve 
Nevada’s educational system?

Dr. Fred Maryanski, President,
Nevada State College, Henderson

Our largest employers must deliver the
message to our school children that a
good education is essential for ad-
vancement and success. It’s easy to get
a job, but you need an education to
have a career. 

Chet Nichols, Executive Vice 
President, AmLand Properties,

Las Vegas
The single change that would most
improve Nevada’s educational system
would be the privatization of the edu-
cation system along with market-
based performance and compensation.

Jon Perry, Co-Owner/Sr. Technology
Officer, Sting Surveillance, Henderson
My mom has been a teacher in the Clark
County School District for almost 20
years and teachers’ salaries have re-
mained stagnant. By paying teachers
more money, we can improve the talent
pool of educators in Nevada, and pro-
vide better education for students.

Ashley Talbert, Academic Administra-
tor, Nevada Virtual Academy,

Las Vegas
Legislative leaders and the State Board
of Education should expand education-
al options, so parents have more choice
in how to best meet the individual
needs of their children.

Tom Fay, Executive Director,
Henderson Libraries, Henderson

Parental commitment to early literacy
will allow children to be successful in
school. Parents’ positive encourage-
ment of reading is the foundation to a
child’s comprehension of other sub-
jects. Neither teacher nor librarian
can replace the benefits of a parent’s
early commitment to reading.

Leslie Parraguirre, Owner/Founder,
Colours, Inc., Las Vegas

Partnerships like the Clark County
Public Education Foundation have
provided tremendous support through
the generous donations of private indi-
viduals and corporations. I envision a
community of partnerships like this to
help meet the needs of our children
and our educators.



Stressed by the multitude of mergers and acquisitions in the financial world? With more than a century of independence,
experience and history of financial strength, Northern Trust has consistently delivered exceptional service. Make that
award-winning service. Add our solutions-based approach and reliable, leading-edge technology, and it is easy to
understand how we’ve become one of the largest asset managers in the world. For more information, as well as more
stability, call Reed Radosevich at 702-304-6800 or visit northerntrust.com.
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ROSE DE LIMA CAMPUS
102 E. Lake Mead Pkwy.
Henderson, NV 89015

SIENA CAMPUS
3001 St. Rose Pkwy.
Henderson, NV 89052

SAN MARTÍN CAMPUS
8280 W. Warm Springs Rd.
Las Vegas, NV 89113

St. Rose Dominican Hospitals makes it easy to find qualified, dedicated physicians for you 
and your family. By calling one number, you will have access to over 1,000 board certified 
physicians in every major specialty area. Use our service to find a St. Rose Doctor that meets 
your needs.

The St. Rose physician referral line is answered by a licensed RN in both English and Spanish 
between 8:00 a.m. and 6:00 p.m. Monday – Friday. Calls placed outside these hours will be 
returned the next business day. An internet-based, 24-hour physician referral service is available 
by visiting strosehospitals.org.

http://strosehospitals.org
http://strosehospitals.org

