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70% of alumni live and work in Nevada.

Nevada State College graduates get four-year degrees that make them an essential, 
educated workforce. The majority of our alumni stay here, getting careers in nursing, 

education, business, biology and public safety. One in five go on to earn advanced 
degrees. They do the kind of work that helps Nevada diversify its business base.

Which, in the end, makes us all smarter.

Part of the solution.
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 This issue of Nevada Business Magazine recognizes a group of remarkable 
home grown companies and the families that have made them successful.  
Unlike large corporations or governments, these businesses operate without 
a safety net.  Their success is based on long hours, hard work and determina-
tion.  As they strive to create a legacy for future generations, family-owned 
businesses form the backbone of Nevada’s economy.
 Family businesses account for about 50 percent of the nation’s gross do-
mestic product and create more than 70 percent of all new jobs.  Instead of 
waiting for someone to give them a job, these families create their own jobs, 
and in doing so, also provide employment for other people.  The multiplier ef-
fect of the dollars they bring in makes a big difference in local communities.
 While other small business owners recognize the obstacles these compa-
nies face, I’m not sure our government and elected officials appreciate the 
contributions made by small business owners.  There continues to be a lack of 
understanding between our public and private sectors, and instead of helping 
small businesses succeed, government often puts roadblocks in their path.
 One of the largest expenses for any company is payroll.  Private firms 
struggle to compete with government, which can offer salaries that are higher 
than the market rate, as well as benefits that private companies can’t afford.   
According to the Nevada Department of Training and Rehabilitation, in 
2009 the average annual salary for a private-sector employee in Nevada was 
$41,125, while the average government worker earned $53,224.  And public 
employers can offer benefits that include not only health insurance, sick leave 
and paid holidays, but also a retirement program that private employers can 
only dream about. Besides making it difficult to hire the best workers, in 
many cases the government actually competes with the private sector on an 
uneven playing field. 
 In every legislative session, as soon as budget talks begin, the first thing on 
the table is business taxation.  This session is no exception.  And while we all 
understand the budget has to be balanced, to raise taxes for small businesses 
is not the answer.  There are hundreds of small businesses across Nevada that 
are still on the verge of closing shop.  To impose additional taxes on these 
companies will push many over the edge and force them to shut down their 
businesses.  And, it doesn’t take a rocket scientist to connect the dots as to 
what this will do to our unemployment rate. 
 Since imposing new taxes is unpopular with the electorate, they are often 
disguised as “fees” or “assessments”.  But, regardless of what they’re called, 
the impact is always the same and the bottom line is that businesses end up 
paying more.  I encourage our lawmakers to oppose measures designed to 
over-tax, over-regulate and over-burden our small businesses.   And, I invite 
all Nevadans to join us in honoring family owned businesses throughout the 
state.  Let’s do our part to support them whenever we can.
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From: Dream   To: Reality       

The Smith Center for the Performing Arts’ dream of taking center stage of Las 
Vegas’ cultural scene is coming true thanks in part to a $500,000 commitment 
by Lewis and Roca. As this organization’s inaugural corporate sponsor, Lewis 
and Roca is proud to take the lead in presenting the world of performing arts 
to Southern Nevada through a variety of inspiring programs.
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year ago, the Silver State was ranked 50th in the 
nation for the quality of its public K-12 education, 
in an Education Week survey, and was reeling 
from monumental budget cuts for K-12 and 
higher education for the 2009-10 biennium that 

few felt we could recover from. 
 Now, a year later, Nevadans face even greater cuts, totaling 
29 percent from higher education, and 27 percent from K-12.
Many fear these cuts will do irreparable harm. Nevada System 
of Higher Education (NSHE) Chancellor Dan Klaich angrily 
warned lawmakers last year that, “If you want to continue to 
live in a state that consistently ranks in the bottom of every 
education and quality of life measure, then by all means, sit 
back and watch your state burn.” 
 Could this year’s proposed cuts set that blaze?
 It’s been said that breakdowns can create breakthroughs—
things fall apart so they can fall together. If that’s really true, 
perhaps Nevada is on the verge of a breakthrough.

A

Slashed 
Budgets
& Failing 
Grades 
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closure or significant reduction of numerous 
degrees and programs, including theater, 
dance and French, and several university 
services, including Disability Resources.
 Nevada State College (NSC) President 
Lesley Di Mare, who stepped in when former 
president, Dr. Fred Maryanski, passed away 
in July 2010, is now charged with trimming 
$8 million from NSC’s budget. It means 
freezing 32 budgeted positions—or 25 per-
cent of faculty and staff. Additionally, 130 
sections will be cut this fall, which would 
hinder students’ ability to graduate on time.
 NSC has seen enrollment increase by 40 
percent in just the last two years. “Our reten-
tion rate for first-time, full-time freshmen is 
a little over 10 percent of the national norm—
remarkable for an 8-year-old college,” says 
Di Mare. An NSC fact sheet reveals that, 
when compared to six other recent public 
college start-ups (including Arizona  State 
University, Di Mare’s former employer), 
NSC leads the pack in terms of enrollment 
growth, at 27 percent in its first eight years.
 Projected cuts, Di Mare fears, could 
drastically affect enrollment and retention. 
 “Students won’t be able to get the sec-
tions they need, and it’s hard for students 
to transfer, because they can’t get a four-
year degree at a community college, and at 
UNLV they won’t be able to afford tuition. 
They may drop out altogether.” This is of 
grave concern in a state where college com-
pletion rates remain low. 
 “If the governor’s proposals stand, I think 
it will take 5-10 years to recover,” Di Mare 
says.
 Community colleges in the state have 
seen strong surges in enrollment as dis-
placed workers look to update their skills 
quickly and affordably. Truckee Meadows 
Community College (TMCC) saw its en-
rollment grow by roughly 500 students be-
tween 2008-09 and 2009-10. 
 “There’s great concern about Nevada’s 
last-place ranking in terms of completion 
rates at all levels,” says TMCC President 
Dr. Maria C. Sheehan. “Yet we’ve made 
dramatic strides. We’ve almost doubled our 
graduation rate over the last four years, with 
the strongest improvement made over the 
last two years. Our goal for entering students, 

Dire Straits for
Higher Education

 Following Governor Sandoval’s budget 
proposal earlier this year, UNLV began us-
ing a term few outside academic circles had 
ever heard: financial exigency. 
 As UNLV President Neal Smatresk ex-
plains, financial exigency is one of two op-
tions—the other being curricular review—
for relieving tenured faculty. Invoking 
financial exigency indicates conditions so 
dire that survival of the institution is threat-
ened, and its ability to support compensa-
tion for tenured and untenured faculty is in-
sufficient. Similar to corporate bankruptcy, 
financial exigency is the most drastic action 
colleges and universities take to respond to 
financial difficulties. 
 To date, Smatresk has only given noti-
fication of the possibility for financial exi-
gency; actually declaring it is the Board of 
Regents’ responsibility, should they deem it 
appropriate. 
 “It’s highly unusual for universities to re-
lieve tenured faculty,” says Smatresk. “It’s a 
national black eye.” However, several uni-
versities, including Florida State and Clark 
Atlanta, have recently laid off tenured fac-
ulty without declaring financial exigency. 
 Smatresk can’t avoid reading about edu-
cation’s financial woes and takes issue with 
Publisher/CEO Connie Brennan’s open 
letter to him in the March 2011 issue of 
Nevada Business Magazine, in which she 
states, “In the Governor’s State of the State 
address he expressed his frustration by 
saying the, ‘only suggested answer for our 
educational woes is more and more money.’ 
Clearly you believe that to be true.’” 
 “I disagree with that,” Smatresk retorts. 
“UNLV has had a progressive series of cuts 
totaling $49.6 million over a period of four 
years. And the next proposed cuts are $47.5 
million, which would have to be done by 2012. 
In other words, we would have 11 months to 
achieve target reductions that duplicate what 
we’ve seen over the last four years. The state-
ment that we keep asking for more is wrong. 
We’re asking to be allowed to serve the stu-
dents of Nevada and not be cut as drastically.”

 Smatresk cites educational statistics of 11 
states, including Nevada, with populations 
between 500,000 and 3 million. “When you 
look at total funding for higher ed in these 
states, we’re dead last. Wyoming spends 
$602 per person; we spend $207. Missis-
sippi and Arkansas spend $311. Have that 
in perspective, because people act as though 
we in higher education in Nevada are 
spendthrifts who don’t run efficient, effec-
tive programs and only know how to ask for 
more. I want to categorically tell you we’re 
not. We perhaps run the leanest institution 
in the country, in my opinion.” 
 While enrollment at UNLV has fallen 
due to the recent vertical program cuts, the 
University of Nevada, Reno’s enrollment 
is up by about 500 students over last year’s 
17,000. “We have the largest and most di-
verse class in our history,” said President 
Milton Glick, “and more National Merit 
Scholars than at any time in our history. 
Last year, we gave 66 percent more degrees 
to undergrads than we did a decade ago.  
But, many of these accomplishments hap-
pened before last year’s cuts had fully taken 
effect, and it doesn’t count all the upcoming 
cuts.”
 Those last cuts of $44 million led to the 
closure of 23 degree programs, 29 units, 
and numerous program closures and reor-
ganizations.
 For 2012, an additional $60 million in 
cuts are proposed. UNR will be bracing for 
the elimination of 225 positions, as well as 

Lesley Di Mare, 
Nevada State College

Milton Glick, 
University of Nevada, Reno



10                                        May 2011 May 2011                                        11

Cover Story | Education Outlook

for the full-time degree seekers coming this 
fall, is to have a 10 percent greater chance for 
graduation than the national rate, and we be-
lieve we can do it. We have several new strat-
egies in place.” Sheehan refers to TMCC’s 
new efforts for tracking, advising, supporting 
and providing career development assistance 
for students, beginning in fall 2010.
 However, such goals are in doubt with 
the proposed TMCC cuts of $10.3 million. 
“The impact we are bracing for is not being 
able to serve 6,000 students in the coming 
semesters and eliminating 435 class sec-
tions, or 217 faculty members,” says Shee-
han. “And I’m only talking about the for-
credit side. If we go to the non-credit side, 
we’re looking at displacing approximately 
160 part-time faculty…Coming up on the 
other side could take us a decade or two. 
You get to the point where there’s nothing 
more to cut.” 
 Meanwhile, President Michael Richards 
at the College of Southern Nevada (CSN) 
says the school offers about 120 programs 
and, among other things, provides about 
30 percent of the state’s nurses and other 
healthcare technicians. Enrollment between 
2007 and 2010 has increased 11 percent. 
The college is currently at 95 percent of 
capacity, and the college repeatedly enrolls 
more students than the number funded by 
the state. All this while CSN has seen its 
funding drop 17.3 percent in four years. 
 Compare that to the proposed 29.3 per-
cent cut proposed for 2012. “It would mean 
the closure and moth-balling of some of our 
nine sites and centers,” explains Richards. 
These are access sites that have meant con-
venient classes for many students in South-
ern Nevada; CSN is proposing a budget 
cut plan addressing eight of these centers, 
affecting roughly 870 full-time equivalent 
students. Additionally sections would be 
reduced by about 28 percent. “This trans-
lates to 13,000 enrollments lost by the end 
of the biennium, rolling back to levels of 
more than a decade ago,” says Richards. 
“You can’t turn away 13,000 enrollments 
from CSN and expect business as usual in 
our economy.” 
 Ultimately, Richards says, the result of 
cutting nearly one-third of CSN’s budget is 

much-needed workforce preparation that 
a state suffering high unemployment can 
scarcely afford. “The access students will 
have to workforce training is sharply re-
duced, and for those who do enroll, the time 
to graduation is protracted because of the 
shortage of classes and the opportunities they 
have to develop skills they need to graduate.”

Struggles in K-12

 Nevada’s K-12 woes have also been 
well-publicized. The U.S. Census Bureau 
places Nevada 47th on its Best Educated 
Index.  According to an article written by 

Washoe County School District Superin-
tendent Heath Morrison, only 50 percent 
of Nevada’s students, on average, make it 
to graduation.  “Our drop-out rate is 24 
percent higher than the national average. 
And it’s no secret that those graduating 
seniors are nowhere near as prepared as 
they should be for colleges or careers,” he 
said.
 However, with two new superintendents 
in the state’s largest school districts—Mor-
rison in Washoe County, now in his second 
year; and Dwight D. Jones, who just took 
the helm of the Clark County School Dis-
trict (CCSD) last December—there’s reason 
to be optimistic. 
 Morrison, who hails from Montgom-
ery County, Maryland, one of the largest 
and most successful school districts in the 
country, was intrigued by Nevada’s unique 
challenges and the Board of Trustees’ com-
mitment to school reform. 

Continues on page 50
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s economic indicators continue to paint a less than rosy picture of the financial health of 
the Silver State, public and private movers and shakers remain steadfastly committed to 
the future development and redevelopment of Nevada’s downtowns. With an unemploy-
ment rate of more than 14 percent and with 65 percent of its mortgaged homes under-
water, according to recent figures provided by CoreLogic, Nevada is betting on the 

revival of its eclectic downtown areas to provide much needed boosts to local economies. “Older 
neighborhoods are the hearts and souls of towns,” explains Rita Brandin, senior vice president and 
development director for Newland Real Estate Group in Las Vegas.

A

Heart&Soul
Nevada’s Downtowns

By Jeanne 
Lauf  Walpole

Feature Story
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 Although the revival of downtown dis-
tricts has played some part in economic de-
velopment over the years, in some communi-
ties it was somewhat overshadowed (at least 
until just recently) by the large numbers of 
new projects that gobbled up raw suburban 
land in the building frenzy that petered out 
around 2007. With budget belts tightening 
all across the state, some downtown projects 
experienced delays when economic uncer-
tainty gripped both government and private 
industry. Now, many months into the reces-
sion, economic development/redevelopment 
teams are placing increased focus on the 
value of vibrant, productive and exciting city 
cores as they seek to re-energize and redefine 
neighborhoods that might have fallen victim 
to the “broken window syndrome” caused 
by suburban sprawl. Projects underway are 
being carefully nurtured to completion while 
those that might have been delayed are being 
nudged more quickly into the pipeline. New 
proposals receive careful and expedient con-
sideration which helps energize the momen-
tum when projects come online. “We’ve had 
long-time strategies to develop downtown,” 
explains Bill Arent, director of economic and 
urban development for the City of Las Vegas. 
“We’re sticking to our guns.”

Public-Private Partnerships

 With the demise of the free-wheeling easy 
credit that fueled the building boom not so 
many years ago, public-private partnerships 
have risen in stature as one of the most reli-
able sources of funding development. “With 
the real estate environment today, it’s hard 
to get a single developer coming in to do a 
large project,” Brandin says. “The lending 
requirements won’t support it.” Aside from 
the fact that it avoids dealing with traditional 
lending institutions, this type of partnership 
can spread the risk around, resulting in a 
welcome win-win situation for both parties 
depending upon how it’s structured. 
 “You need a progressive forward think-
ing government to assist in private enterprise 
success at all levels,” explains Brian Egan, 
owner of Egan Commercial Real Estate in 
Reno. “It takes government because it’s the 
voice of the people.” Typically, the govern-

ment entity provides land and infrastruc-
ture while hiring a developer to oversee the 
project and secure third-party development 
agreements. “We’ve learned a whole new 
way of operating,” Brandin says.
 To further boost the attractiveness of in-
vesting in downtowns, most redevelopment 
agencies have initiated changes to streamline 
the processes that in prior years have been 
challenging, to say the least, to many devel-
opers. “We’ve had a fundamental review of 
the design/review process to make sure that 
we are customer-friendly,” Arent says. Al-
though fast-tracking has replaced a lot of the 
frustrating stagnation of just a few years ago, 
public developers say that precision has not 
been sacrificed. 
 “We look at everything to make sure they 
have set themselves up for success,” explains 
Michelle Romero, redevelopment manager 
for the City of Henderson. In addition, agen-
cies have come up with a variety of incen-
tives, many of which are focused on small 
to medium-size businesses, that will assist 
them in the initial startup phase. “Smaller 
businesses need just a little extra push so we 
have waived some business fees,” Arent says. 
Other inducements include up to $95,000 for 
façade improvements and neon signage for 
the Fremont East District in Las Vegas, for 
example. 

Downtown Las Vegas

 Although many cities older than Las Ve-
gas grew up around a downtown core, Las 
Vegas experienced a large percentage of its 
growth along The Strip and into outlying ar-
eas. “Downtown has been in its infancy for 
many years,” Brandin says. Development in 
the city core is expected to help Las Vegas 
mature to resemble many other cities of simi-
lar size. “We [downtown development] don’t 
aspire to be The Strip. These are the pieces 
needed in our community of two million,” 
Arent explains. 
 Development includes a mix of projects 
in various stages of completion, such as the 
World Market Center Las Vegas, the World 
Jewelry Center, Symphony Park, the Neon 
Museum, the new City Hall Building, the 
relocation of Zappos and the Mob Muse-

Feature Story | Heart & Soul: Nevada’s Downtowns
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Continues on page 54

um. Also significant to the rejuvenation of 
downtown is the cluster of institutions along 
the Cultural Corridor that includes the Las 
Vegas Library, the Las Vegas Natural His-
tory Museum and the Lied Discovery Chil-
dren’s Museum. Equally vital to the health of 
downtown is the eclectic blend of one-of-a-
kind businesses that line the streets of 18b, 
the 18-plus blocks of the original arts district. 
“Small businesses are incredibly important,” 
Arent says. “Small businesses create 80 per-
cent of the jobs in the country.”

Symphony Park

 Encompassing around 10 million square 
feet, Symphony Park is a distinct mix of proj-
ects destined to become a modern-day city 
neighborhood as well as the cultural center of 
Southern Nevada. A public-private develop-
ment between the City of Las Vegas and New-
land Real Estate Group, the sustainable com-
munity is anchored by The Smith Center for 
the Performing Arts and the Cleveland Clinic 
Lou Ruvo Center for Brain Health. Designed 
as a pedestrian-oriented, mixed-use urban 
center, Symphony Park will also include space 
devoted to residential, office, retail, hotel and 
gaming development in addition to its two an-
chors. When complete, the project is expected 
to provide nearly $21 million in annual tax 
revenues to the City of Las Vegas. 
 Housed in a facility designed by architect, 
Frank Gehry, the Cleveland Clinic Lou Ruvo 
Center for Brain Health was founded by Lar-
ry Ruvo, in memory of his father, Lou, who 
died in 1994 of Alzheimer’s disease. The 
center has already attracted internationally 
recognized medical personnel as well as pa-
tients from all over the world since its open-
ing in 2009. “The epicenter for this disease 
(Alzheimer’s) will be in Las Vegas,” Larry 
Ruvo says, adding that he expects the city to 
benefit from the probable medical tourism 
that will result. “What better place to come 
for a wellness checkup?” he asks. 
 Ruvo credits Mayor Oscar Goodman for 
convincing him to locate the center as the 
gateway to Symphony Park. “I loved the lo-
cation and the proximity to the center of Las 
Vegas,” he says. Passionate about fighting a 
disease that affects more than five million 

Americans, Ruvo decided to locate the cen-
ter in Las Vegas because previously Nevada 
didn’t have high quality care available for 
people afflicted with memory impairments 
and dementia. “I love this city and my par-
ents taught me to give back,” he says.
 Housed in three stately limestone 
buildings designed by architect David M. 
Schwarz, The Smith Center for the Per-
forming Arts is poised to deliver a world-
class performing facility focused on the 

needs of the surrounding community when 
it opens its doors next spring. The center 
will provide a resident performance home 
for the Nevada Ballet Theatre and the Las 
Vegas Philharmonic. The project boasts the 
2,050-seat Reynolds Hall, the 300-seat cab-
aret theater and the 200-seat studio theater.
 Together with Clark County’s School Dis-
trict and Cultural Division, the Smith Center 
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6 states.
75 stores.
13,000 employee-owners.
And counting.
At WinCo, the employees own the
business. Together, they share in
WinCo’s success. As a result, each
employee-owner buys in to a culture of
teamwork that supports the bottom line.

Back Row: Tim Little, Linda Chandler, and Tina
Elliott. Middle Row: Lori Neves, Laura Spelatz,
Jonathan Collins, Jorje Millan, and Nicole Frane;
Front Row: Junior Hernandez and Tammie Romero.

Teamwork

LAS VEGAS RENO CARSON CITY ASPEN BILLINGS BOISE BOULDER CHEYENNE COLORADO SPRINGS DENVER DENVER TECH CENTER JACKSON HOLE SALT LAKE CITY SANTA FE WASHINGTON D.C.

Holland & Hart is proud to serve clients such as WinCo Foods because
our attorneys, like WinCo’s employees, share in a culture of partnership,
teamwork, and community success.

Holland & Hart is the largest law firm based in the Mountain West with more
than 400 attorneys in 15 offices across seven states and Washington, D.C.
Visit www.hollandhart.com to learn more about Holland & Hart.

Contact: Greg Gilbert, gsgilbert@hollandhart.com, 702-669-4620
3800 Howard Hughes Pkwy, 10th Floor, Las Vegas, NV 89169

Tim Lukas, tlukas@hollandhart.com, 775-327-3000
5441 Kietzke Lane, Second Floor, Reno, NV 89511

www.hollandhart.com
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and, economic development. We’re a very 
small organization, a couple hundred em-
ployees. Only 4 percent of our budget goes 
for salary, wages and benefits. We have 
three primary missions: roadways, transit 
and traffic management. We also assist 
the Nevada Department of Transportation 
(NDOT) and the freeways by operating 
the signs that tell you the estimated travel 
times, closed-circuit television cameras, 
radar monitoring devices and ramp me-
ters. We’re the only agency in the country 
that has that type of comprehensive traffic 
management role in operation. 
Susan Martinovich: The Department of 
Transportation, as well as the DMV and 
the Department of Public Safety, are high-
way-funded agencies. The challenge that 
the state is facing with the billion-plus 
dollar shortfall, is out of the general fund, 
it’s not out of the highway fund. We are 
constitutionally protected and separate, 
but money that goes into the highway fund 
has to be spent on highway-related oppor-
tunities. It’s very categorical. That gives 
us the challenges to have projects ready 
in all these categories. We’re actually 
designing quite a few more projects than 
we have money for because we want to be 
ready in any category. I am very proud of 
the state because in the last few years we 
have never left federal money on the table. 
Last year we had enough projects ready 
and enough in the right categories that we 
received an additional $9 million in order 
to put out some additional projects, it’s 
hair raising but it’s kind of fun.  

Are toll roads 
to supplement 
transportation 
funding in Nevada’s 
future?
Martinovich: It’s still on the table. Our 
bill, SB 83, came up to allow for the abil-
ity for us to have user fees. Boulder City 
Senator Hardy proposed a bill to do the 
same thing. It’s not the cure all, but it may 
be an opportunity to bring in money that’s 

aking Nevada a more con-
venient place to visit is 
only one of the missions 
the transportation industry 
has taken on. A new inter-

state, toll roads and traffic cameras are just 
some ideas up for discussion. Recently, 
executives representing transportation in 
Nevada met at Holland & Hart’s Las Ve-
gas office to discuss the changing modes 
of transportation in the Silver State.   
 Connie Brennan, publisher of Nevada 
Business Magazine, served as moderator 
for the event. These monthly meetings are 
designed to bring leaders together to dis-
cuss issues pertinent to their industries. 
Following is a condensed version of the 
roundtable discussion.

How is transportation 
funded?
Randall Walker: McCarran Airport is a 
separate, self-contained enterprise fund, 
so we don’t compete for resources. The 

aviation industries in the United States 
are not only self-sustained, but they have 
a federal bubble over them, that doesn’t 
allow their sponsoring agency to use air-
port revenues for non-aviation purposes. 
The only tax money we get, is airport 
improvement grants. The federal govern-
ment collects money from our passengers 
and then gives us back a portion for the 
capital projects that are eligible for those 
grants like ramps, runways and taxiways. 
Some of it is entitlement we get every year 
no matter what and we have to spend it ap-
propriately and some of it is discretionary.  
On average it’s about $25 million. Other 
than that, everything we use is generated 
at the airport.
Jacob Snow: We have a half-cent sales 
tax, nine-cent-per-gallon motor vehicle 
fuel tax and a one-cent jet aviation fuel tax 
that comes to the Regional Transportation 
Commission (RTC). Most of that money 
is designed for roadway construction. We 
do infrastructure, but all of our organiza-
tions are involved in facilitating commerce 

M
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out there and there’s a lot of opportunity 
for investment in transportation because 
it’s solid. It’s usually something the fed-
eral government isn’t going to let go away. 
Our hope is to at least open the door, allow 
us to look at it, see what’s out there and 
then really see what roadways would be 
the best fit for it. We’re looking at the I-15 
corridor from 93 down to 215, because it 
would provide additional access into the 
resort corridor at Hacienda and at Har-
mon.
Allen Puliz: The Nevada Department of 
Transportation has done a great job do-
ing a return-on-equity study before they 
build. As an industry, nobody likes toll 
roads, but we understand the need. Our 
only point was there has to be an option, 
and you don’t toll anything that the tax-
payers have already paid for. We get a lot 
of people that want to toll the trucks. So 
as long as there’s an option available and 
anybody can use it, we’re not against it.  
Martinovich: Our bill would be for new 
construction only, so you’d still have the 
free lanes. I know there’s always been 
concern expressed. Others think those 
free lanes are going to get congested or go 
to pot, and so people will be forced to use 
a toll road. That isn’t the case either. It’s to 
our benefit. We all want I-15 to be in good 
shape, it affects the economy of the state.

Will there be a traffic 
camera system 
implemented in 
Nevada?
Martinovich: We’re pursuing a bill to al-
low automated enforcement, but we’re still 
working on the privacy issues. If you run a 
red light, it would take a picture of your li-
cense plate, a picture of you in the car and 
send you a ticket. Then you could go and 
dispute it. Interchanges and intersections are 
the highest and most severe accidents and 
we’re giving more credibility to people who 
choose to break the law. There are still peo-
ple’s concerns about privacy and being able 
to dispute the ticket if they weren’t driving. 

their improvements and we have to move 
in, which all will take about six months. 
I have no question that we’ll open in June 
of 2012.

How does the price 
of gas affect your 
industry?
Martinovich: The price of gas means 
people will drive less, which means less 
revenue into the highway fund. Maybe 
there will be less congestion on the roads, 
but the roads still need to be maintained 
and taken care of. It also increases the 
prices to run our fleet and equipment. 
We’ve seen really good bids on projects 
and with gas going up we anticipate the 
cost of construction to go up as well.
Walker: High fuel costs are real prob-
lematic. Airlines can react very quickly 
to fuel prices, and we’re already start-
ing to see that globally. We’ve already 

What is the status of 
the new Terminal 3 
at the airport?
Walker: Terminal 3 has been part of our 
master plan for a long time. The way we 
decide to build things at the airport is 
based on the activity at the Strip because 
most of our customers are people who 
are flying in to town to the convention 
or the hotel business. We have a master 
plan that says, at these passenger activ-
ity levels we need to have this many fa-
cilities in place to handle all those pas-
sengers. The projected date for Terminal 
3 to open is June of 2012. The garage is 
done and the roadways are almost done, 
the landscape is going in and the outside 
of the building looks complete, but the 
inside of the building still has a way to 
go. The contractors should be out of there 
by the end of this year. Then the airlines 
and concessions have to come in and do 

mailto:info@llbradford.com
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seen most of the major airlines announce 
that they’re going to reduce the growth 
that they announced a few months ago. 
It’s just a whole spin-off effect. I’m re-
ally worried about the increase in the gas 
price in terms of the overall economy to 
Las Vegas and Nevada. It’s going to have 
a significant impact.
Puliz: Not only has it affected tourism, it 
affects our costs. The trucking industry re-
figures every week on fuel surcharges. So 
if fuel goes up, it gets immediately passed 
on for every chicken to every cocktail that’s 
brought in from out of town because we 
don’t make a lot of this here ourselves.
Walker: We saw the last time the fuel was 
high, a lot more people were coming togeth-
er in the same vehicle. You can’t do that in 
an airplane. Everybody pays for their own 
seat. So it becomes a little bit more prob-
lematic from the air service perspective. Air 
customers stay longer and tend to be more 
affluent than the driving customer.
Snow: The majority of the populous be-
lieves when the price of fuel goes up that 
the taxes are going up as well, and that is 
not the case.

What role 
do minority 
contractors play 
in bidding for 
transportation 
projects?
 
Snow: There’s a federal project and cer-
tain federal laws that apply to minority 
participation. We’ve essentially extended 
it to all of our projects and we have to set 
a goal every year based on what is possi-
ble in terms of the minority participation 
for the projects we have. We have to show 
progress towards meeting that goal and 
participate with the various chambers of 
commerce for outreach. RTC hosts peri-
odic workshops where we bring in mi-
nority business owners and go through 
the steps of the process so that they can 
be certified to participate. 
Walker: It’s always a challenge. The 
problem is that we have federal require-
ments. We had to complete a disparity 
study and now that it has been accepted 
by our board, we are re-implementing 
the things that we used to do for minority 

participation. We’re hopeful that we 
will start seeing the same level 

of participation we saw in 
the past but we also re-

quire good faith ef-
forts in our bids. 

The contractor 
has to show us 
that they’ve 
gone out and 
made a real 
effort to try 
to include 
these busi-
nesses that 
are avail-

able. It’s all based on 
availability. The whole 
disparity study is, who’s 

available and are they 

being used. They have to come back and 
say, “I got bids from these people, and if 
I didn’t select them, here’s why.” Then we 
have to look at it and see if they really 
made a good faith effort, and if they did, 
then they’ve met the requirement. If they 
haven’t, then we have to deal with it.
Martinovich: We had what we call a race 
neutral stand. We hoped that they’d hire 
DBEs [Disadvantaged Business Enter-
prise] and it just didn’t happen. So about 
a year ago the Federal Highway asked us 
to be race conscious. We said “okay, but 
if we get sued, you’re with us,” and they 
agreed. So now we are race conscious, 
and we’re at about 10 percent. It’s actually 
pretty high. We have to get that outreach 
and say, now we have this goal, we’re re-
quired to meet it and we’ll lose federal 
funding if we don’t. 

Can we expect 
an interstate 
connecting Las 
Vegas and Phoenix?
Snow: We’re making very good progress 
and getting more and more partners in-
volved in the game, which really helps 
our chances. The first step that needs to 
be taken is to get Congress to designate 
that corridor as an interstate, which is the 
best way to make this happen. It takes the 
bureaucracy out of the equation. Once we 
can get that designation, we can really 
move things faster. People mention the 
Boulder City bypass. Really it’s the first 
phase of Interstate 11 in Nevada and they 
have been planning and designing to get 
that in place.
Martinovich: When a facility is designat-
ed as an interstate it has to be constructed 
to interstate standards and have full con-
trol of access within 25 years. You could 
also put up signage that says “Future 
I-11,” and that really helps with percep-
tion and getting future funding. Everyone 
is moving forward, we’ve talked to Ari-
zona. We’re just waiting for funding, but 
if we come together and get the designa-

Industry Focus | Transportation
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tion then it goes towards the earmarks if 
they still have them. In the next transpor-
tation bill, they’re talking about having 
a pot of money for projects of national 
significance. Well, the corridor between 
L.A. and Las Vegas is a corridor of na-
tional significance because it helps feed 
up into Salt Lake and across to the east. 
So we think that there’s a good opportu-
nity by just getting everything in play. If 
everything was in place, as far as entitle-
ments, money, legislation and everything 
had a green light, the construction pro-
cess would take two to three years. 
Puliz: It would be a huge economic im-
pact in the state of Nevada. The north is 
more into distribution than we are, but 
it’s something the south is working on 
very diligently to try to grow.
Snow: Roughly 9 percent of all the visi-
tors to Nevada come from Arizona, and 
90 percent of that 9 percent coming by 
U.S. 93. We really need to focus on mak-
ing sure that when the people want to 
make that trip they can get to and from 

Nevada without a really big back-up and 
keep that as congestion free as possible. 
It’s a very important corridor for us.
Martinovich: That’s why we’ve done 
the improvements on I-15. It’s going to 
get to a point where you can’t widen it 
enough to address all the needs. We’ve 
got to look at other routes that come into 
Nevada.

Will a high speed 
train from Las Vegas 
to Los Angeles ever 
exist in Nevada?
Snow: It’s not a fantasy. There’s a good 
chance that we will see Desert Express 
being funded, and if it gets funded it 
won’t take long to get that constructed. 
They’re working on finalizing their envi-
ronmental impact statement. I expect that 
we’ll see an announcement on a record 
of decision from the Federal Railroad 
Administration sometime in the spring. 

Then they have the option of going for-
ward with what we call a RIF. It’s a fed-
eral loan program that would lend them 
the several billion dollars of money they 
have asked for. They’re already preparing 
the preliminary applications for it. That 
would largely fund the project. They also 
have a considerable amount of private 
sector dollars that are involved in that.  
Walker: It would have a benefit because 
it gives people another way to get to Las 
Vegas. Our goal is to bring people to Las 
Vegas to help drive the economy and be 
an asset working together to help the 
community thrive.

Industry Focus | Transportation

The Small Business Administration 
(SBA) has opened a temporary 
refinancing program for commercial 
real estate mortgages that mature 
after December 2012.

In Brief
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Around The State

City National Bank Acquires Deposits & Assets of Nevada Commerce Bank
In a purchase and assumption agreement with the Federal Deposit Insurance Corporation (FDIC), City National Bank has acquired 
all of the assets and deposits of Nevada Commerce Bank.  City National will operate Nevada Commerce Bank’s two Las Vegas 

banking offices. Nevada Commerce Bank had approximately $145 million in assets and $136 million in deposits as of the 
end of 2010.  Approximately $111 million in assets will be subject to a loss-sharing agreement with the FDIC.

The Clean Energy 
Center Offers 

Renewable 
Energy 
Incentives

The Clean Energy Center in Reno has 
made a commitment to encourage busi-

nesses to go green by offering a $500 incentive 
to anyone that helps in the purchase of new energy 

systems through their company.  The offer is intended 
to get the public involved in renewable energy.

Nevada State Bank 
Launches Private 
Banking in Northern 
Nevada
The Private Bank by Nevada State Bank 
has expanded to Northern Nevada.  The 
bank is designed to meet the unique finan-
cial needs of high net worth individuals.  
Paula Cobb has been named vice presi-
dent and senior private bank officer to 
lead the new division.

UNR Invents Device to 
Track Air Quality
The University of Nevada, Reno (UNR) 
has invented an air-quality measur-
ing instrument that is more economical, 
portable and accurate than older tech-
nologies.  The device has been licensed 
for commercial development by Droplet 
Measurement Technologies of Boulder, 
CO and was invented by Pat Arnott and 
Ian Arnold at the university.

Las Vegas Named No. 1
Trade Show Destination
According to a list from Trade Show News Network, Las 
Vegas has been ranked as the number one trade show 
destination for the seventeenth consecutive year.  Last 
year, Las Vegas was host to 60 of the 250 largest shows in 
North America, encompassing 20.7 million square feet or 
32 percent of the total space used for all 250 shows.
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   However, new technology startups, 
such as Klout, have figured out how 
to understand the “network value” of 
socially influential people. Klout was 
founded by a Las Vegas native, Joe Fer-
nandez, who recognized the value of so-
cial media while recovering from a jaw 
surgery. Using an innovative method, 
Klout is able to determine the social 
credit score of individuals and identify 
the “social network VIPs” with thou-
sands to millions of followers. Fernan-
dez’s company believes that targeting 
and reaching out to these socially net-
worked VIPs could have a tremendous 
ROI for any marketing campaign. 
     Wildfire, another technology startup, 
has built a platform for engaging users 
on Facebook and Twitter with interac-
tive campaigns such as sweepstakes, 

contests and giveaways. As the company’s name implies, the viral 
effect of social networks has the potential to exponentially improve 
the effectiveness and reach of marketing campaigns. 
 In addition to new social media, companies such as Google and 
iPerceptions sent teams to TravelCom to educate the attendees on 
the value of tried and true “search” via new mobile smart phone 
platforms. Although smartphone users are expected to reach over 
73.3 million in the USA by the end of 2011, 80% of large online 
advertisers do NOT have websites optimized for these devices. The 
effectiveness of search on smart phones has tremendous potential 
for the travel industry. Google reported that over 10 million people 
have booked travel arrangements via mobile devices, and this trend 
is clearly expected to grow. 
 Dewitt Jones, the older brother of the opening keynote speaker 
delivered the closing keynote. He is an internationally recognized 
photographer for the National Geographic Magazine. As a creative 
artist, he inspired the travel executives and challenged everyone to 
be open to the possibilities, even with uncertainties and undesirable 
conditions. So, instead of just accepting what appears to be a bad situ-
ation or a wrong answer, Dewitt demonstrated how he would change 
his perspectives to discover what is “right” about a situation and find 
the right answer… and then, find the next right answer! 

 The marketing executives of the 
travel industry convened in Las Vegas 
at the TravelCom Conference 2011. 
The theme this year was “Reservations: 
Some Have Them… Everyone Wants 
Them.” The conference was hosted at 
the Palms Casino Resort from March 
30th to April 1st with Jeff Hazlett, ce-
lebrity CMO and author, as the emcee. 
Presentations and attendees seemed 
generally optimistic about the travel 
industry recovering from the lows of 
prior years, but many expressed con-
cerns about the uncertain impact of the 
new social media marketing forces on 
the industry. 
 The opening and closing keynotes 
by the Jones brothers provided truly 
inspiring right and left brain perspec-
tives on the future of the industry. The 
opening keynote speaker was Terry Jones, founder and CEO of 
Travelocity, one of the original online travel agencies (OTA) that 
completely changed the way travel reservations would be con-
ducted by consumers. Jones reminded his audience that a number 
of early Internet ventures were failures, but e-commerce has now 
grown beyond what anybody expected. He reasoned that when 
technique follows technology, revolutions happen. Travelocity and 
other OTAs provided a “short circuit” that bypassed a loop that 
traditionally involved a travel agent, creating a revolution that em-
powered the consumer, but also forced 18,000 travel agents to make 
a career change. Now, some of these 18,000 former travel agents 
are empowered with another new technology called “social media” 
where their knowledge and experience can have an interesting and 
powerful influence over consumers. Jones suggested the key to suc-
cess in the current networked world is by building “digital relation-
ships” where trust is critical. 
 In fact, almost every speaker at TravelCom addressed the forces 
of social media such as Facebook, Twitter and LinkedIn. However, 
leveraging social media to generate sales has been elusive. With so 
many technologies and products able to track almost everything con-
sumers do on the Internet, companies such as Experian and Clear-
Saleing are able to get precise data on the effectiveness of different 
marketing promotions. So far, no significant impact from social me-
dia on travel sales has been measured. Brian Lim and Max Aceituno, Maximo Media

TravelCom Conference 2011
Searching for the Right Answers in Social Media

Tech.knowledge.me | Brian Lim & Max Aceituno
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Ramesh Srinivasan
President &

Chief Operating Officer
Bally Technologies

Statewide

Number of Employees: 1,270
Years in Nevada: 6
Years with Company: 6

How did you get into your profession? 
I took up a career in software and technology 
in December 1987, after more than three 
years as a general management consultant, 
because I thought my skills and aptitude 
suited software programming better. I joined 
Bally Technologies in March 2005 because 
of encouragement from Mr. Richard Haddrill 
(CEO of Bally), who I reported to during my 
previous life at Manhattan Associates in 
Atlanta, Georgia.

What do you like most and least about your 
industry?
I love the gaming industry because of the 
many wonderful people who work in it, its 
entertainment slant and fun elements, its 
various technology and competitive challenges 
which are very stimulating, our supportive 
customers and the world-class amazing Bally 
employees. The very small percentage of 
problem and compulsive gamblers is the only 
troubling aspect of this industry.

What business advice would you give 
someone just starting in your industry?
Please take your time and enjoy the learning 
curve. Once you are in, work hard and be 
innovative. This industry will reward good 
innovative solutions.

What is the biggest challenge your industry 
is facing?
The biggest challenge this industry faces 
is about maintaining and increasing the 
much overdue technology and casino floor 
investments, in spite of the economy and 
discretionary spending-related head winds.

What do you wish you would have learned at 
the beginning of your career?
I should trust my instincts and not second-
guess myself too often.

If you were President, what problem or 
concern would address first?
Unnecessary government spending.

What was the toughest lesson you’ve 
learned in your career?
The toughest lesson my career has taught 
me is the need to sometimes stay very firm 
and say “no”, keeping in mind the long-term 
interests of our customers and our employees.

Face To Face | Statewide
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Power of Attorney | Non-Compete Agreements

nder Nevada law, a post-employment restrictive 
covenant -- sometimes referred to as a “non-com-
pete agreement” -- is enforceable against a former 
employee if it is reasonable and not countered by 
a prevailing public policy.  But in certain circum-

stances, such covenants can also be enforced against an indi-
vidual’s new employer.  In other words, if a company hires a 
new employee and that employee is still bound by a restrictive 
covenant with his/her previous employer, the hiring company 
could find itself named as a defendant in a lawsuit and subject 
to a preliminary injunction ordering the company not to engage 
in certain competitive acts that would violate the agreement. 
 Consider the following example: John Doe agrees with his 
employer, ABC, Inc., not to compete with or solicit any cus-
tomers of ABC, Inc. for a period of two years after the end of 
his employment.  John Doe quits his job at ABC, Inc. and starts 
working the following month for XYZ, Inc., a direct competi-
tor of ABC, Inc.  John Doe also begins soliciting customers he 
serviced at ABC, Inc.  Under Nevada law, ABC, Inc. is entitled 
to enforce its agreement not only against John Doe but also, 
depending on the circumstances, against XYZ, Inc.
 Many organizations are not aware of the perils of hiring a 
person who is bound by a restrictive covenant with his/her for-
mer employer.  As the Nevada Supreme Court has explained, al-
though not an actual party to a covenant not to compete, a party 
may nonetheless be enjoined if that party has knowledge of the 
covenant and breaches the covenant in active concert with the 
principal party to the covenant. [Las Vegas Novelty v. Fernan-
dez, 106 Nev. 113, 116, 787 P.2d 772, 774 (1990)]  Thus, in the 
previous example, XYZ, Inc. could be enjoined from breaching 
John Doe’s covenant with ABC, Inc. if XYZ, Inc. is aware of the 
covenant and is acting in concert with John Doe in its violation.  
 The rationale, according to our Supreme Court, is that “al-
lowing a third party knowingly to aid and abet violations of a 
covenant not to compete entirely emasculates the covenant.”  In 
adopting this rationale, the Nevada Supreme Court followed the 
majority view adopted by other states but also relied on the plain 
language of Nevada Rule of Civil Procedure 65(d), which states 

that an injunction or restraining order is binding upon the person 
against whom it is issued as well as “upon those persons in active 
concert or participation with them who receive actual notice of 
the order by personal service or otherwise.”  
 What does it mean for a third party to “act in concert” and 
with “knowledge” of the covenant?  Although circumstances 
will differ from case to case, in Las Vegas Novelty, the Nevada 
Supreme Court found that the new employer was acting with 
knowledge of the covenant and in active concert with the plain-
tiff’s former employee because among other things the former 
employee had been soliciting customers and his new employer 
was supplying merchandise to those customers.  
 The bottom line: just because you did not sign a restrictive 
covenant or non-compete agreement with a particular plaintiff 
does not mean you cannot be bound by its terms.  Stated an-
other way, a party to a restrictive covenant cannot do indirectly 
what he/she cannot do directly.  To avoid circumvention of the 
restrictive covenant at issue in that case, Las Vegas Novelty 
stated that the plaintiff would be best protected by an injunc-
tion against both the plaintiff’s former employee as well as his 
new employer, which was not a party to the covenant.  
 Good hiring practices include verifying with prospective 
employees before hiring whether they have any agreements 
with restrictive covenants from a former employer.  Some pro-
spective employees may not have kept or even received copies 
of such covenants or may not remember having signed such 
covenants.  In industries where such covenants are prevalent, 
it would be prudent to check with the former employer at the 
time of hire to ensure there are no active covenants in force.  
For companies that have hired an individual and thereafter dis-
cover that their new employee is still bound by a restrictive 
covenant with a former employer, consult an attorney immedi-
ately.  The attorney can advise the best course of action based 
on the particular terms of the restrictive covenant and the other 
facts and circumstances of the matter.

Understanding the Law regarding
Non-Compete Agreements

U

L. Christopher Rose, Esq., Shareholder, Jolley Urga Wirth 
Woodbury & Standish

Q: “I just discovered that I hired an employee who is bound by a non-
compete agreement with his former employer.  What do I do now?”
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A new study exposes the law behind
Nevada’s educational woes

Free Market Watch | Commentary

f you were to build a business enterprise from scratch, 
you’d likely consider a number of different models — vari-
ous ways to strike a proper balance between necessarily 
competing objectives.
  For example, while you would probably seek to offer 

competitive salaries or wages to your employees, you would also 
be mindful of the need to limit your overhead costs. Your goal, 
ultimately, would be to find the mix of business practices that 
would maximize the likelihood your new operation became as 
successful as possible.
 Whatever your approach, one thing you most certainly would 
not do is adopt a business model designed to ensure an expensive 
yet low-quality product or service that failed to meet the needs of 
your customers. This kind of approach would quickly render you 
an ex-business owner.
 Yet here in Nevada, the public education system is based pre-
cisely on such a model. The predictable result is that, year after 
year, taxpayers shell out ever-larger sums of money to purchase 
chronically dismal student achievement and decreasing levels of 
parental satisfaction.
 In a recent study by the Nevada Policy Research Institute, au-
thor G. Gregory Moo examines the law that ensures this busi-
ness model remains in place in the Silver State. Titled “NRS 
288: A Law Against Student Learning,” the study reveals how 
that statute serves to undermine the education system’s supposed 
purpose: teaching students.
 Chiefly, finds Moo, NRS 288 hinders student achievement by 
a) making it extremely difficult to fire bad teachers and b) man-
dating collective bargaining between school districts and teacher 
unions.

Writes Moo:

… Chapter 288 of the Nevada Revised Statutes compels school 
districts to negotiate long, difficult and costly step-by-step pro-
cedures that district administrators must follow to terminate 
a teacher. Moreover, NRS 288 requires that school districts 
must collectively bargain with teacher unions on a whole shop-
ping list of “subjects” — making contract agreements between 
school districts and teacher unions into cumbersome obstacles 
to any school-district effort to improve learning.

 It’s easy to anticipate the parade of horribles that such a law 
would unleash. Research has shown that of all the school-related 
factors that impact student achievement, the single most impor-
tant is teacher quality. Naturally, then, the more difficult it is to 
remove poor teachers, the more students will suffer. The failure 
to connect those dots — there are, after all, only two — is some-
thing only government could pull off.
 Then again, to assume an interest in even trying to connect 
those dots may be to give the education establishment too much 
credit. As Moo makes clear, the teacher unions use the collec-
tive bargaining process to fight tooth and nail to secure perks for 
themselves, with little to no regard for the impact their desired 
policies would have on students. Moo captures this sentiment 
wonderfully by offering a quote from Al Shanker, former presi-
dent of the American Federation of Teachers: “When students 
start paying union dues, I’ll start representing students.”
 It’s a business model designed perfectly for failure: offer-
ing an expensive yet low-quality service that fails to meet the 
needs of the customers. Nevada has tripled its inflation-adjusted, 
per-pupil spending on public K-12 education over the past five 
decades, yet the system, because it is has been geared to place 
unions’ interests ahead of students’, fails to deliver the quality 
education Nevada’s children need and deserve.
 Unlike our hypothetical business enterprise described above, 
however, the public education system remains up and running. 
That’s because, unlike private-sector entities, the system is able 
to legally insulate itself from the kinds of competitive pressures 
that would otherwise doom it. Until meaningful reforms are en-
acted, countless Nevada children will continue to suffer under 
a system whose only legitimate reason for existence is to meet 
their needs — but which is designed to do no such thing.
 The good news is that Nevada today finally has a governor who 
has demonstrated an understanding of and commitment to solving 
the state’s daunting education problems. Brian Sandoval has outlined 
an ambitious reform agenda that would usher in a number of the de-
monstrably effective policy changes the state so badly needs. In mov-
ing forward, he’d be wise to give close consideration to the central 
role that NRS 288 plays in Nevada’s educational failures.

I

Andy Matthews, Vice President for Operations, Nevada 
Policy Research Institute.

A Model of Failure
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he steep fall from boom days ap-
pears to have reached its nadir 
for Nevada’s architects, but they 
are not yet finding a bounce up 
from the bottom.

 The barren landscape painted by a state 
economy no longer in freefall yet still far 
from recovery forces architects into unfore-
seen roles: marketers, networkers and even 
nomads. They battle fiercely for the few 
projects that exist, look as far as China for 
opportunities and spend years chasing jobs 
that used to be completed in weeks – a stark 
contrast to just a few years ago, when archi-
tects booked months in advance and even 
turned away work. The lucky ones who ac-
quire projects must staff them after roundly 
cutting more than half their workforce in the 
past few years in response to the recession.

 “It’s brutal,” said Jeff Frame, Owner of 
Frame Architecture in Reno. “That’s about 
as publishing-friendly as I can make it. It’s 
brutal. You spend more time chasing poten-
tial projects than you do working on them.”

Waiting for the 
Bounce

T

Building Nevada

By Adam Candee

ARCHITECTS

Sean Coulter
President, AIA &
Principal, Pugsley Simpson Coulter
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 Still, reasons for optimism peek through, 
if only in the form of discussion about poten-
tial projects that just did not happen during 
the worst of the downturn.
 “We’ve seen more opportunities in the 
last three or four months, but they’re small-
er opportunities,” said Chris Larsen, Man-
aging Partner for the Las Vegas office of 
Dekker/Perich/Sabatini. “There’s more talk 
of projects, but they seem to take longer to 
get going. It’s about being thankful for any-
thing we can get.”
 Some simply feel that what isn’t getting 
worse represents a victory in itself.
 “Everyone seems to be steady, for good or 
for bad,” said Sean Coulter, President of the 
Nevada chapter of the American Institute of 
Architects (AIA) and Principal of Pugsley 
Simpson Coulter (PSC). “There’s some sta-
bility in the market with the firms that are 
still here.”
 Statistics from the website of AIA’s Ne-
vada chapter indicate membership of 401 
firms, with 292 in Southern Nevada and 
109 in Northern Nevada. Coulter estimated 
between 60 and 70 percent unemployment 
among Nevada’s architects in the past couple 
of years.
 What’s left to chase for whoever remains 
falls into two categories: larger tax-funded, 
public works projects and smaller private 
ones like tenant improvements, remodeling 
work, custom homes and studies or reports.
 “It’s a little bit of a mixed bag,” said Don 
Clark, owner of Cathexes in Reno. “There’s 
not one particular kind of project.”
 Big firms that can handle the scope of larg-
er projects still hold the advantage in pursuing 
public work, but as they seek work beyond the 
former comfort of home, even large compa-
nies seek out smaller local partners. This is 
especially true for more specialized projects.
 Talk of partnerships hints at a touchy sub-
ject in the architectural community: should 
local firms have an advantage when going 
for local or regional work? While the Nevada 
Legislature debates bills that would require 
more publicly funded work to be dedicated 
to Nevada-based businesses, the reality re-
mains that there must be money to start a 
project before anyone can work on it. For 
now, architects must go where the work is.

 Coulter said PSC looks for local outfits 
with which to partner when it chases proj-
ects outside Nevada.
 “We don’t want to go in and try to work 
on our own,” Coulter said. “We wouldn’t 
want people coming into our town and tak-
ing work from us.”
 Some of these relationships were built 
over years or decades, but many are more 
opportunistic. Firms coming together for 
specific projects acknowledge that combin-
ing qualifications, expertise and manpower 
provides a better chance to win the contract. 
The flipside is that architects know from the 
start that they will take less money for a job.
 For Frame, who laid-off four employ-
ees in the past two years and now operates 
largely on his own, teaming up often still 
provides his best shot at a paycheck. He just 
paired up with a firm from Sacramento to 
pursue a project in Winnemucca. The firm 
planned to pass on the job before Frame got 
in touch and offered to partner.
 “I go into it full well knowing I don’t get 
[the job] without them,” Frame said.
 Frame makes a fine case study in the ef-
fects of the state economy on architects. As 
the growth industry plummeted, architects 
slashed staff and other expenses in bids to 
stay afloat. Some succeeded in doing so 
while many others moved away or folded. 
Frame’s laid-off workers left the state: one 
for Oregon, one for Texas and two for parts 
unknown. No longer does a reception-
ist await clients – they get the man whose 
name is on the sign.
 In fact, the ability to deal directly with 
him on a regular basis has become one 
of Frame’s marketing points as he com-
petes for even the smallest of jobs with 
larger firms from Northern Nevada and 
well beyond.

 “I’m not the big firm, but when you hire 
Frame Architecture, you get Jeff Frame,” 
Frame said.
 The new reality for architects is this: your 
portfolio alone is not enough. While relation-
ships have always been important in secur-
ing and retaining clients, separating yourself 
from the competition on something other 
than price and track record is essential today.
 “If it comes down to us or someone else 
and they’re a few cents cheaper, it becomes a 
relationship thing,” Larsen said.
 An established firm with recognized play-
ers like Larsen’s Dekker/Perich/Sabatini is 

Building Nevada | Architects

Chris Larsen,
Dekker/Perich/Sabatini
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positioned to scrape by in that environment 
and did so last year, acquiring government 
projects through the National Forest Ser-
vice and at Creech Air Force Base in Indian 
Springs. Yet his firm corrected course – or 
“right-sized”, as Larsen put it – from 28 em-
ployees in 2007 down to five now, while cut-
ting some benefits for remaining employees 
and moving into smaller offices.
 “We are cold-calling, trying to make 
new relationships and just meeting people,” 
Larsen said.
 For architects who could barely crank out 
drawings as fast as clients requested them 
just a couple of years ago, the adjustment to 
recruiting new business as lifeblood can be 
challenging.
 “This wasn’t covered in the professional 
practices class,” Frame said.
 He secured one large project in 2010: a 
20,000-square-foot medical/office building 
for the Carson Medical Corporation in Car-
son City, focusing on obstetrics and pediat-
rics. Frame said he would need three or four 
projects of its size in order to consider bring-
ing employees back on full-time, though.
 Coulter’s firm slashed from 50 full-time 
employees down to 16, but notably kept one 
particular employee: a marketing specialist. 
While that position converted from full-time 
to part-time, Coulter pointed to the fierce 
competition for projects as a reason for keep-
ing someone to focus on marketing while let-
ting go of architects.
 “We’re spending more marketing dol-
lars than we did even when we were busy,” 
Coulter said. “When we were busy, we 
didn’t need to spend money because proj-
ects kept rolling in. “
 PSC spends about 10 percent of its to-
tal budget on marketing today, as opposed 
to roughly 5 percent in the past few years. 
That’s not just for jobs in Nevada. While 
Coulter noted competitors in the local mar-
ket reaching out as far as China for potential 
work, his firm searches outside state borders 
for work simply because it must.
 “Basically, any other market is better than 
Vegas right now,” Coulter said.
 In fact, buildings coming down make as 
much news as ones that go up. Just north 
of the 215 Beltway on Stephanie Street, a 

20,000-square-foot building designed by 
PSC sat empty in the middle of an enormous 
desert lot for the past five years. It was to be 
the sales center and clubhouse for Stephanie 
Village, a mixed-use community situated on 
the edge of Green Valley Ranch. The project 
never happened.
 In early March, though, came what quali-
fies as a sign of progress in today’s Nevada 
economy: construction crews began tearing 
down the building. A grocery store chain 
purchased close to 25 acres of land for $3 
million – an obscenely low price when com-
pared to the $1-million-an-acre salad days 
of Southern Nevada – and took a first step 
toward making it usable.
 The projects that do come about move 
at a glacial pace. Architects grew accus-
tomed to moving from job to job in weeks 
or months, moving from an initial discussion 
to a groundbreaking with relatively few in-
terruptions. No more. Caution reigns among 
prospective clients, especially those strug-
gling to piece together funding from mul-
tiple sources to get started.

 “We’ll meet [with a particular prospect] 
once a month, then we don’t hear from them 
for two or three months, new players come in 
and ask you to explain it to them, people drop 
in and out,” Frame said. “You spend a lot of 
time doing that.”
 Like Frame, Clark is now years into trying 
to secure some jobs.
 “Things tend to have a certain flow to 
them, that whole evolution of a relationship 
with a client,” Clark said. ”It really slowed 
way down pretty fast. [What was] a two-to-
four month process – a handful of projects, 
we’ve been talking to people for two years. 
That lag in action is pretty different.”
 The velocity of projects in 2007 felt artifi-
cial to many in the industry, though sustain-
ing it as long as possible clearly made busi-
ness sense. Even so, plans for eventualities 
can only extend so far.
 “I tried to make sure I had resources to 
ride it out for a couple of years,” Clark said. 
“Well, we’re four years into it.”
 A typical year for Clark would include 
about 35 started projects. Last year, that 
number fell to 12, “and half of those were not 
worth giving a job number to.”
 “People talked about ’09 being a bad 
year,” Clark said. “Last year was worse 
for us.”
 Clients drive harder financial bargains 
with architects, who in turn must be austere 
in their budgets. They also demand higher 
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quality work, something that architects are 
happy to have the time to provide.
 “You have to build a better box,” Frame 
said. “Gone are the days when you can put 
up four wood-framed walls and your own 
special stucco sauce.”
 Awareness of sustainable design is grow-
ing as well, in large part because of cost sav-

ings. Clients might not want to pay for full 
LEED certification, but they do want the 
benefits such design brings.
 “There’s sustainability and then there’s 
LEED,” Coulter said. “I feel that now, cli-
ents demand energy-efficient, sustainable 
projects more than before the economy 
tanked, if for nothing else than to save them 

money in the life cycle cost of the building.”
 Clark said, though, that sustainability 
hasn’t translated directly into money for ar-
chitects.
 “The direct effect hasn’t been terribly evi-
dent,” Clark said. “We were doing sustain-
able projects way before it was cool. People 
say green and sustainability, but they don’t 
really know what that means. In the last 
throes of the devastation that’s been going 
on, the resistance has been going away a little 
more.”
 While the slog of the past few years chal-
lenges architects daily, many profess opti-
mism for the future.
 “A lot of people I talk to are trying to be 
more positive because we’re tired of being 
negative,” Larsen said.
 “I’m just not ready to stop being an archi-
tect,” Frame said. “It’s what I love. I’m not 
ready to stop.”
 In fact, some see great opportunity to slow 
down and do things right, if for no other rea-
son than they have the time to do so.
 “It goes back to sustainability,” Coulter 
said. “When it’s not rushed, we can take time 
and design buildings properly, where the de-
sign ties into the community. We can take a 
really close look at how the city develops in 
terms of education and transportation. We 
really need to figure out what the city wants 
to be and have a long-range plan in place that 
maintains that focus.”

According to the National Foundation for 
Credit Counseling’s (NFCC) fifth annual 
financial literacy survey, 26 percent of 
Americans report they are spending more 
than they did this time last year.  At the 
same time, over two in five Americans 
grade themselves at “C” or below in 
their knowledge of personal finance, 
recognizing that they lack the know-how 
to make sound financial decisions.

mailto:getrichardson@gmail.com
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Continued from page 11

 Upon arrival, Morrison promised to 
visit every school, and try to meet with 
every teacher and parent that he could, to 
define the districts strengths, weaknesses 
and opportunities. The resulting strategic 
plan is what he calls “our business plan for 
approaching the next five years. It’s our 
pledge to the community.” 
 The plan, entitled Envision WCSD 2015, 
sets forth high standards for students at ev-
ery level, including challenging courses in 
math, reading and writing in elementary 
school, algebra in eighth grade and college 
preparatory courses in high school. 
 “It’s already generating good results,” 
says Morrison. “Eighty-four percent of our 
elementary schools saw their scores go up 
last year, and our graduation rates went up 
7 percent in just one year.” Test scores have 
also gone up in the district. 
 Before coming to Clark County, the 
fifth largest district in the country, Jones 
served as Commissioner of Education in 
Colorado, having achieved marked bipar-
tisan educational reform. 
 “We’ve got to change the culture so that 
the community demands better results,” 
says Jones. “We need an insistence from 
the community and parents that says, we 
want kids ready by exit, so they can ac-
cess post-secondary education or a career.  
I think our young people can work a lot 
harder than we’re expecting them to work 
right now.”
 On the CCSD agenda are improved 
measures for evaluating and improv-
ing teacher and principal effectiveness; 
a state-of-the-art data system that makes 
schools competitive by enabling parents 
to compare schools and districts in terms 
of their performance; a more relevant, 
rigorous core curriculum; more empower-
ment among schools; and decentralization 
of school resources. Based on a plan he 
helped establish as commissioner of edu-
cation, the Colorado Growth Model, which 
considers students’ starting points and pro-
ficiencies, as well as measuring individual 
growth over time, is an open-source plan 
that has now been adopted by 14 states, 

with Nevada being among them. Work-
ing together, Jones and Morrison will be 
responsible for implementing the Growth 
Model here.
 Additionally, both districts are working 
with local colleges and universities to make 
college placement tests part of the 12th-
grade curriculum, as an effort to improve 
readiness. And, among WCSD’s plans is 
the implementation of the Academy and 
Signature Program, which, in conjunction 
with the local business and higher educa-
tion community, forms academies within 
the local high schools that enable students 
to focus on specific career fields. “It pro-
vides total public choice in high school,” 
says Morrison, “so that Reno High might 
have one program, like nursing, and Mc-
Queen High might have another, like IT, 
and so on. Then those kids go seamlessly 
into those college programs. We’d have 
kids who have been immersed in careers 
in high school and college, which helps us 
to retain a competitive workforce here in 
Nevada.”
 Of course, with all these exciting plans 
in place, the looming budget cuts are even 
more disheartening. Roughly $74 million 
has been taken from WCSD over the last 
three years; the governor’s proposed bud-
get for the coming biennium includes an-
other $75 million cut for WCSD. 
 “Just to give you a sense of what that 
means, last year we were the first district 
that got all five employee organizations 
together to determine where cuts would 
come from,” explains Morrison. “We 
increased class sizes, we deferred text-
books, we dipped into the contingency 
fund, renegotiated contracts, cut central 
services and were able to cobble together 
about $35 million. This year, if we do all 
that again, we’re still looking at another 
$40 million.”

 For CCSD, Governor Sandoval’s pro-
posed budget includes using half of the 
district’s bond reserves--$300 million 
worth—as an operating budget. “I agree 
the state is in crisis and that we all have to 
make sacrifices,” says Jones. “But what’s 
the best way? We can’t just cut our way 
to better schools. I certainly think there’s 
a fine line between reforming school dis-
tricts and avoiding a crisis that could dev-
astate the districts as well.”
 Still, Jones remains optimistic. “With 
this economic downturn, what better op-
portunity to get better results?” he says. 
“Even with this budget crisis, I believe we 
can realign the district to work better for 
kids than it’s working now.”

What’s at Stake?

 Though pockets of optimism remain, 
education leaders in the state generally 
agree that the large-scale cuts proposed 
could do more harm than good to the state. 
Glick references a recent survey conduct-
ed by the Retail Association of Nevada, 
which showed that 52 percent of Nevadans 
favored tax increases over cuts to educa-
tion and health care—surprising to many 
in this state that touts its commitment to 
low taxes as a selling point.
 “I think what’s at stake is our future 
prosperity,” says UNR’s Glick. “I think it’s 
generally recognized in this state that gam-
ing will not be able to provide the extent of 
prosperity and economic benefit in the fu-
ture that it has in the past, and we’re going to 
need to create a new kind of economy that’s 
more tech-based. That requires an educated 
workforce, and that’s greatly at risk.”
 A UNR report entitled Serving the Sil-
ver State reveals that six in 10 jobs in the 
future will require a college certificate or 
degree.
 Glick also points to a recent Wall Street 
Journal poll showing that Nevada ranks 
near the bottom of states in attracting new 
businesses; despite Nevada’s business-
friendly tax structure, its low rankings for 
education are unappealing. 
 “Time and again companies have dem-
onstrated that they want to locate to a place 

Heath Morrison, 
Washoe County
School District
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with fine universities,” says Smatresk. “It’s 
a quality of life issue, it’s a child issue and 
it relates to the demographics of their cus-
tomers. If we reduce access to higher edu-
cation, we’ll be slow to join those cities.”
 In terms of economic impact, numerous 
reports show that these substantial cuts will 
be felt beyond the walls of the institutions 
themselves. According to a report by the 
University’s Center for Business and Eco-
nomic Research (CBER), “for every dollar 
invested by the state, the university gener-
ated an additional $5.8 in economic activity 
to the Southern Nevada community.” 
 Elsewhere, the story is similar. The 
UNR report shows a local economic im-
pact of $1 billion.
 The College of Southern Nevada in-
fused $864.8 million into the Southern 
Nevada economy in 2008-09, with taxpay-
ers earning a 9.2 percent rate of return for 
every dollar spent at CSN. And 85 percent 
of Nevada State College’s alumni live and 
work in Nevada, with the majority em-

ployed in healthcare, educational services, 
business and management. 
 As Di Mare points out, education affects 
earnings, too. “A BS or BA degree earns 
you, over a lifetime, a million or more dol-
lars as compared to an associate only or no 
degree at all.”

The Changing Landscape
of Higher Education

 The mood isn’t quite so gloomy among 
the state’s for-profit colleges, which have 
experienced national growth near 10 per-
cent since the start of the recession. And, 

for-profits excel at ensuring their students 
receive federal financial aid; 88 percent of 
full-time, low-income students at for-profit 
colleges receive Pell Grants, as compared to 
76 percent at public, four-year institutions. 
Not only that but, thanks to good old fash-
ioned competition, for-profits are ahead of 
the curve in strengthening their online of-
ferings, which continue to provide access 
to students who otherwise might not be 
served.  This recently earned high marks 
in a 2010 U.S. Department of Education re-
port entitled Evaluation of Evidence-Based 
Practices in Online Learning.
 Here in Nevada, the University of Phoe-
nix operates two campuses and three satel-
lite learning centers, and accommodates a 
total of 7,200 students around the state. In 
terms of program growth, Kathy Gamboa, 
Territory Vice President, Mountain-Plains 
Region, says, “We’re seeing a big explo-
sion in human services programs, and a lot 
of people looking at counseling and social 
services professions. And criminal justice is 
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Some Good News
About Education

 There are several things happening in 
higher education that Nevadans can really 
get excited about.  First, the Kenny Guinn 
Memorial Millennium Scholarship Fund 
has been a given a small reprieve; Gover-
nor Sandoval has recommended replacing 
the $10 million taken from it for legislative 
operating expenses, and, following Guinn’s 
death last summer, private donations helped 
to fill the coffers further. It’s expected that 
the scholarship, which has, to date, helped 
fund more than 59,000 Nevada students’ 
educations, will continue until at least 2016, 
although its terms may change. One such 
proposal receiving strong legislative sup-
port requires community service as part of 
earning the scholarship.  
 At the local level, the Technology Transfer 
Office, a partnership between UNR and the 
Desert Research Institute that helps move re-
search into the marketplace, has been recently 
streamlined, making the process simpler and 
faster. Three new technology start-ups and 
two new licenses, including one for a drug 
that could help those suffering from muscular 
dystrophy, are the fruits of such streamlining.
 At TMCC, a geothermal program, the first 
of its kind in the world, launches this fall, and 
at UNLV, a minor in solar technology has 
been established, in partnership with NV En-
ergy; both will address the state’s burgeoning 
renewable energy economic cluster. Similar 
opportunities in other fields have been identi-
fied by UNLV and others, including Nevada 
State, which is in discussions with Qwest re-
garding technology training and Beckman 
Coulter in terms of biomedical training. 
 So while there’s plenty of reason for con-
cern, there’s also plenty to celebrate about 
education in Nevada. It’s hoped by many 
working in the trenches that the breakdown 
will end soon, so that the true breakthroughs 
can begin.

Editor’s Note: At press time, UNR President 
Milton Glick, who was interviewed for this 
story, passed away.  Our condolences go 
out to his family and friends.

seeing a lot of activity.” In fact, University 
of Phoenix now offers courses on-site at the 
Washoe County Sheriff’s Office, which en-
ables employees to complete their degrees.
 While the situation for public institu-
tions is severe, Gamboa says University 
of Phoenix’s biggest challenge right now 
is keeping up with the needs of the com-
munity. “Being for-profit affords us the op-
portunity to move a little faster,” she says. 
“An organization may come to us with an 
idea for a program, and we’re able to work 
a little faster to put a program together.” 
She refers to the recent development of a 
green and sustainable energy program, as 
well as an autism certification program for 
teachers. “We try to fit into niches and help 
where we can when we see programs be-
ing cut from the non-profit areas.”
 Kathy Cunningham, Associate Region-
al Dean for National University in Las Ve-
gas, echoes these sentiments, referring to 
important community partnerships: with 
the College of Southern Nevada to develop 

transfer opportunities; with the Las Vegas 
Fire Department to offer an on-site Master 
of Public Administration program for fire-
fighters; and with the Clark County School 
District on outreach events.
 Cunningham says National University’s 
biggest challenge is in spreading the word 
about its offerings. “The Las Vegas market 
isn’t often familiar with education provid-
ers, and that stems from the low number of 
people with degrees in this state.” In fact, 
only 20 percent of the Las Vegas population 
has college degrees. “So educational aware-
ness is what most schools struggle with.”
 While many in public higher education 
see for-profits as competition that may fur-
ther threaten their existence, Cunningham 
and Gamboa both insist that their goal is 
the same. “I see more people looking into 
educational opportunities…we don’t all 
compete with each other,” says Cunning-
ham. “A continued emphasis on getting the 
education level up in the state is what we 
all need to work towards.”
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will offer a wide variety of performances, 
workshops and classes for area students 
while participating in the John F. Kennedy 
Center Partners in Education Program. As a 
public-private partnership, the $470-million 
complex has been funded by donations from 
the Donald W. Reynolds Foundation as well 
as monies secured through Clark County, 
Las Vegas and the Nevada State Legislature.  
The Center has also received donations from 
community businesses, including the law 
firm of Lewis & Roca, who is the first corpo-
rate sponsor, having donated $500,000. The 
Center is named after Fred W. Smith, Reyn-
olds chairman, and his wife, Mary.

Downtown Reno

 Acting as the economic development arm 
for the city since 1983, the Reno Redevel-
opment Agency has provided expertise and 
incentives for significant downtown projects 

that include the Reno Events Center, Reno 
City Hall, the ReTRAC Project, the Truck-
ee River Whitewater Park at Wingfield, the 
Reno Aces Ballpark, the Raymond I. Smith 
Truckee River Walk, the Riverside Artist 
Lofts and the West Street Market. Since the 
recession hit several years ago, however, the 
construction cranes in downtown have disap-
peared and the agency has shrunk to a frac-
tion of what it used to be. 
 Although large projects appear to be a 
thing of the past due to financing difficulties, 
downtown Reno continues to morph, but at 
a somewhat different pace. “We’re going to 
keep filling in,” Egan says. The variety of 
new arrivals in downtown includes small to 
medium-size projects such as Men Wielding 
Fire, a barbeque restaurant; MyNewPlace, an 
online rental agency; the YMCA of the Sier-
ras; and the Nevada Discovery Museum for 
children. Joining the eclectic array of small 
nightclubs that pepper the area, the Knitting 
Factory (known as The Knit) has enjoyed 
great success in bringing live entertainment 
to young adults in the area. Into its third sea-

Continued from page 15 son, the Reno Aces Ballpark continues to 
enjoy huge popularity with both locals and 
tourists, especially with the addition of the 
new restaurants and entertainment venues in 
the surrounding Freight House District.  
 Unfortunately, projects such as West 
Street Market, The Montage and the Belve-
dere were caught in the economic squeeze 
and have struggled for several years to main-
tain viability. Hopes are high, however, that 
the makeover of the closed Fitzgeralds Casi-
no/Hotel (that will include the world’s largest 
rock-climbing wall) will bring new energy 
to downtown. “Everybody is pretty gung-ho 
about it. They have taken away the gaming 
and it will be nonsmoking and pet-friendly,” 
Egan says. 
 For Melissa Molyneaux, senior associate 
for office properties at Colliers International 
in Reno, the name of the downtown game is 
office space. Although the large amount of 
new office construction sucked tenants from 
downtown to the suburbs a few years ago, 
Molyneaux says there is renewed interest in 
being downtown once again. “People want to 
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be downtown,” she says. “It’s a role reversal 
back to downtown from the suburbs.” With 
many downtown office structures showing 
their age, however, property owners are hav-
ing to spruce them up to make them attrac-
tive for their tenants. “We’re seeing develop-
ers putting money in their office buildings. 
Most of it is for aesthetics to give a fresh look. 
Your office is a reflection of you and your 
business,” she explains.

Downtown Henderson

 As a Nevadan that grew up near down-
town Henderson, Romero was disappointed 
to see the heart of her hometown deterio-
rate when businesses moved to the suburbs 
over the years. “When I was growing up the 
businesses were quite old. It has a lot of emo-
tional ties for me,” she says. In her job as re-
development manager, however, she has the 
opportunity to help craft the revival of those 
neighborhoods. “It’s exciting to see the new 
developments and to see older buildings get 
a facelift,” she says.
 In forming the City of Henderson Re-
development Agency in 1985, the city em-
braced the need to revitalize some of its 
older neighborhoods and to reclaim unused 
areas, such as mines and gravel pits, for oth-
er uses. The five redevelopment areas man-
aged by the agency are Cornerstone, Down-
town, Eastside, Lakemoor Canyon and 
Tuscany. The success of the city’s efforts is 
partially shown by the fact that the assessed 
valuations of the five redevelopment areas 
increased 287 percent over the past five 
years during a time when most property 
values around the country plummeted. The 
city has attracted investment into redevel-
opment zones with public-private partner-
ships, grants and loans and infrastructure 
improvements that make the areas safer as 
well as more attractive. Romero is careful 
to emphasize that responsibility is shared by 
private and public entities. “We don’t want 
people to mistake it for a handout. Hender-
son requires performance,” she says.   
 With its wide range of options that include 
office, entertainment, residential and retail 
redevelopment, the Water Street District 

is the shining star of downtown redevelop-
ment. “The Water Street District has gone 
very well,” Romero says. “We’ve created ex-
citement and investment.” As a city within a 
city, the Water Street District is well on its 
way to providing all the amenities needed for 
an upbeat urban lifestyle, from trendy shops, 
restaurants and entertainment to professional 
services and residential choices. “Our goal 
has always been to be unique and different. 
We don’t want to be cookie cutter,” Romero 
says. “Our focus has been on home grown 
personalized businesses.” 
 Entertainment centers around the Hender-
son Events Plaza Amphitheater which draws 
tens of thousands of people throughout the 
year with a variety of concerts and perfor-
mances. The district also draws big crowds 
for its special events which include the an-
nual ArtFest and SuperRun along with the 
monthly ARTsWALK event. “We have ev-
erything. We’re a very strong community,” 
Romero says. 

Downtown Carson City 

 Although the Carson City Center Proj-
ect for downtown Carson City has been in 
the planning stages through many months 
of studies, meetings and workshops, the 
seeming delay during the past few years has 
been a good thing, according to Joe Mc-
Carthy, director of the Office of Business 
Development for Carson City. “It allowed 
the community to analyze and review the 
details before commitment,” he explains. 
“The elected officials are being prudent 
and cautious.” Taking the time to air pub-
lic concerns has probably worked in favor 
of the project since it has been considered 
controversial by some due to the increased 
debt and sales tax hike that can result from 
it. The project is now in the design develop-
ment agreement phase, with groundbreak-
ing possible as early as the fall, if all goes 
well, according to McCarthy.
 Situated on six acres around the Carson 
City Nugget in the heart of downtown, the 
$84.2-million project will include a Knowl-
edge and Discovery Library, business incu-
bator, outdoor plaza, public transit hub, digi-

tal media lab, parking structure, entertain-
ment venue and hotel along with retail, office 
and residential space. Private investment will 
be $52.3 million and public monies will be 
$31.9 million. Projected revenues that could 
support the public portion in a worst case 
scenario would include a sales tax increase 
of l/8 cent, $1.2 million from the Carson City 
general fund and $500,000 from redevelop-
ment funds. “It’s created quite a stir in the 
community,” McCarthy says.
 Other targeted development in Carson 
Center focuses around the construction of 
the I-580 Freeway which is expected to en-
circle the town upon completion by 2014. 
Although the second phase has already 
routed a large percentage of cars around the 
immediate downtown area, developers say 
they need to be able to observe and study 
the entire route before undertaking other 
development projects. “We have to have a 
complete handle on the traffic impact. We 
need to know how cars are routing around 
the community,” McCarthy explains. In-
cluded so far in the plan to upgrade certain 
areas is a $10-15 million dollar facelift with 
wider sidewalks, better lighting and more 
efficient signage to make the community 
more pedestrian-friendly.
 Along with the revitalization plans, Mc-
Carthy also believes that Carson City needs 
to provide greater support to its cultural ven-
ues, events and groups, such as the Brewery 
Arts Center, Sierra Nevada Ballet and the 
Carson City Symphony. “All of these great 
users are putting on their productions in less 
than quality places,” he says. “Our next chal-
lenge is to the great art and culture groups 
that deserve better spaces.”

According to a study conducted by 
American Express OPEN, Nevada 
has experienced the second largest 
growth of women owned businesses 
in the United States.  Nevada has 
seen an almost 88 percent increase 
in the past 14 years of companies 
owned by women.

In Brief
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Henderson, 89014
Mixed-Use
Juliet Companies has partnered with 
the City of Henderson to create an in-
tegrated health village called Union Vil-
lage.  The project will be located on 171 
acres of land and will include Union Cen-
tre for healthcare needs, Union Plaza for 
retail and medical office space, Union 
Place, for senior living and services and 
Union Park, the village’s cultural center 
which will include the Henderson Space 
and Science Center.  The park is expect-
ed to be completed in three phases over 
five years.  The project is located on the 
intersection of the I-515/Us 93/95 Inter-
state and Galleria Dr.

Las Vegas, 89119
Retail
Danoski Clutts Building Group has 
completed a Marshall Rousso retail 
store at the McCarran International Air-
port.  The project was a fast-track tenant 

improvement and completed in eight 
weeks.  The store is located in the air-
port at 5757 Wayne Newton Blvd.

Reno, 89431
Retail
United Construction Company has 
completed the construction and renova-
tion of a Fatburger restaurant located in 
North McCarran Crossing.  MTK Limited 
is the facility owner and developer of the 
project.  Construction began in Decem-
ber of last year for the restaurant which is 
located at 2870 Northtowne Lane.

Las Vegas, 89103
Multi-Family
ST Residential has completed the reno-
vation and rebranding of The Ogden in 
downtown Las Vegas.  The project, for-
merly Streamline Towers, is a 275-resi-
dence property and was restored by a 
$5.5 million investment from a public-pri-
vate partnership in 2007.  The property is 
located at 150 Las Vegas Blvd. North.

Henderson, 89011
Government
Preferred Contracting Inc. is work-
ing on improvements and upgrades 

to the 10-acre Wells Park.  The general 
contractor was hired by Henderson’s 
redevelopment agency to complete 
the $1.8 million project and plans were 
based on feedback from the surround-
ing neighborhood.  Southwick Land-
scape Architects designed the park 
which is expected to be completed 
this summer or in the early fall.  The 
park is located at 1640 Price St.

Las Vegas, 89101
Office
Alberto DeLaPaz purchased a 10,280 
SF property from Zions First Nation-
al Bank for $1,050,000 or $102 PSF.  
The buyer was represented by Nich-
olas Barber of Gatski Commercial 
and the seller was represented by Ric 
Rushton of Colliers International.  
The property is located at 528 S. Ca-
sino Center.
APN # 139-34-311-048

PROJECTS

SALES

528 Casino Center

Marshall Rousso

The Ogden
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Las Vegas, 89107
Office
6060, 95 Jones, LLC purchased 9,233 
SF on 0.24 acres from Clark County 
Credit Union for $950,000 or $103 PSF.  
The buyer was represented by Brendan 
Keating of The Equity Group and the 
seller was represented by Grant Traub 
and Keith Cubba of Colliers Interna-
tional.  The property is located at 6060 
Elton Ave.
APN # 138-35-518-015

Las Vegas, 89149
Office
Waitt-Montecito Real Estate, LLC 
purchased 187,410 SF from SA Group 
Properties, Inc. for $10 million or $53 
PSF.  The seller was represented by Liz 
Clare, CCIM of Commerce Real Estate 
Solutions.  The property is located 6605 
Grand Montecito Pkwy.
APN # 125-20-810-002

Reno, 89503
Retail
Van and Violet Zimmerman purchased 
a 877 SF building from Lear Theatre, 
Inc. for $81,000 or $92 PSF.  The seller 
was represented by Mike Maloney of 
Coldwell Banker Commercial Clay & 
Associates.  The property is located at 
536 W. 1st St.
APN # 011-106-06

Sparks, 89441
Retail
FDC Eagle Landing Investment Com-
pany, LLC purchased the 47,170 SF Eagle 
Landing Shopping Center from Nevada 
State Bank for $10 million or $212 PSF.  
The shopping center is anchored by 
Walgreens.  The seller was represented 
by Mark Keyzers, Kelly Bland, Scott 
Beggs and Chris Shanks of NAI Alli-
ance.  The property is located at 9725 
Pyramid Highway.
APN # 532-032-15

Red Report | Deal Tracker

Henderson, 89014
Office
Concepts Execution leased 5,740 SF 
in the Galleria Corporate Center from 
Florez Property Holdings for $262,115 
on a three-year lease.  The landlord was 

represented by Dana Berggren, CCIM 
of Commerce Real Estate Solutions.  
The property is located at 375 N. Stepha-
nie St., Building 19.  Reported monthly 
rent is $1.22 PSF.

Las Vegas, 89118
Office
Las Vegas Contracting, LLC (Dunhill 
Homes) leased 6,950 SF from Posthole, 
LLC for $330,820 on a three-year lease.  
The tenant was represented by Dave 
Sundraum of Odyssey Real Estate and 
the landlord was represented by Soozi 
Jones Walker, CCIM, SIOR and Bobbi 
Miracle, CCIM of Commercial Execu-
tives.  The property is located at 6345 
Jones Blvd., Suite 400.  Reported month-
ly rent is $1.32 PSF.

Las Vegas, 89148
Office
American Benefit Plan Administra-
tors leased 15,361 SF from Beltway 
one Development Group, LLC for 
$1,670,521 on a 64-month lease.  The 
tenant was represented by Bret Davis 
of Jones Lang LaSalle and the landlord 
was represented by Soozi Jones Walk-
er, CCIM, SIOR and Bobbi Miracle, 
CCIM of Commercial Executives.  The 
property is located at 9121 W. Russell 
Rd., Suite 220.  Reported monthly rent is 
$1.70 PSF.

Henderson, 89014
Retail
Pahrump Café leased 3,176 SF in the 
Sunset Ridge Plaza from CJAC II, LLC 
for $155,783 on a five-year lease.  The 
tenant was represented by Ray Sando-
val of RS Realty Group and the land-
lord was represented by Neil Sorkin 
of Commerce Real Estate Solutions.  
The property is located at 2895 N. 
Green Valley Pkwy., Suite A.  Reported 
monthly rent is $0.65 PSF.

Henderson, 89074
Retail
Paradise Nail Bar & Salon leased 
3,600 SF in the Eastwind Center from 
Passco Diversified II Eastwind, LLC 
for $396,000 on an 84-month lease.  
The landlord was represented by Dan 
Hubbard, Michael McDay and Todd 
Manning of Commerce Real Estate 
Solutions.  The property is located 
at 2381-2385 E. Windmill Ln., Suites 8 
-10.  Reported monthly rent is $1.25 
PSF.

Eagle Landing

Las Vegas, 89104
Retail
DriveTime Car Sales Company, LLC 
purchased a 23,000 SF property on 4.7 
acres from Bill Haden, Inc. for $1,954,000 
or $85 PSF.  The buyer was represented 
by Grant Traub and Keith Cubba of Col-
liers International and the seller was 
represented by Kevin Higgins, SIOR of 
Voit Real Estate Services.  The property 
is located at 3030 E. Sahara Ave. 
APN # 162-01-801-021

North Las Vegas, 89030
Industrial
Bixby Land Company purchased a 
219,068 distribution building from G & O 
Leasing Company, LLC for $9,750,000 
or $45 PSF.  The buyer and seller were 
represented by Greg Tassi of CB Rich-
ard Ellis.  The property is located at 
4335 Arcata Way.
APN # 139-02-302-010

Las Vegas, 89118
Industrial
Weighpack Systems West, Inc. pur-
chased an 8,846 SF property from Big 
Bass, LLC for $900,000 or $102 PSF.  The 
buyer was represented by Greg Pan-
cirov, SIOR and Michael DeLew, SIOR 
of Colliers International and the seller 
was represented by Jared Berquist of 
New Growth Commercial Real Estate 
Company.  The property is located at 
6603 Schuster St. 
APN # 177-06-516-013

Las Vegas, 89169
Multi-Family
Windsor Pueblo Properties, LLC pur-
chased a 41-unit multi-family complex 
from Bank of America for $1,212,000 or 
$29,561 per unit.  The seller was represent-
ed by Geoffrey West of Commerce Real 
Estate Solutions.  The property is located 
at 550 Elm Dr. and 3645 Palos Verdes St.
APN # 186-08-610-016 et al

LEASES
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Las Vegas, 89108
Retail
Bedz 4 Kidz & Affordable Mattress 
leased 6,020 SF from O’Bannon Pla-
za, LLC for $130,032 on a three-year 
lease.  The landlord was represented 
by Christina Strickland and Penny 
Mendlovic of CB Richard Ellis.  The 
property is located at 2211 S. Rain-
bow Blvd.  Reported monthly rent is 
$0.60 PSF.

Las Vegas, 89129
Retail
United Healthcare Services, Inc. 
leased 5,000 SF in the Cheyenne Fair-
ways Business Center from SA Group 
Properties, Inc. for $756,000 on an 
84-month lease.  The tenant was rep-
resented by Sun Commercial Real 
Estate Services and the landlord was 
represented by Michael Dunn, CCIM, 
SIOR and Monty Montierth, CCIM of 
Commerce Real Estate Solutions.  
The property is located at 8680 W. 
Cheyenne Ave.  Reported monthly 
rent is $1.78 PSF.

Henderson, 89011
Industrial
Rymax Marketing Services, Inc. 
leased 15,155 SF in the Valley Free-
way Center, Phase 1 from S.T.W.M.S., 
V, LLC for $290,220 on a 41-month 
lease.  Additionally, H Howe Enter-
prises dba Tuckers Classic Auto 
Parts leased 5,400 SF in the Valley 
Freeway Center, Phase 2 for $19,008 
on a one-year lease.  The landlord was 
represented by Greg Pancirov, SIOR 
and Michael DeLew, SIOR of Colliers 
International in both transactions.  
The properties are located at 7565 
Commercial Way, Suite H-J and 7685 
Commercial Way, Suite E.  Reported 
monthly rents are $0.47 PSF and $0.29 
PSF, respectively.

North Las Vegas, 89030
Industrial
Harney & Sons Tea Corp. leased 
8,016 SF in the Civic Center Corporate 
Park from Panattoni Development 
Co. for $171,777 on a five-year lease.  
The tenant was represented by Jen-
nifer Levine of Commerce Real Es-
tate Solutions and the landlord was 
represented by JJ Peck of CB Richard 
Ellis.  The property is located at 3850-
3878 Civic Center Dr., Suite B1-2.  Re-
ported monthly rent is $0.35 PSF.

Henderson, 89074
Industrial
Vegassstang, LLC leased 10,000 SF in 
the Ampac Business Park from 1201 
American Pacific, LLC for $177,792 on 
a three-year lease.  The landlord was 
represented by Dan Doherty, SIOR of 
Colliers International.  The property 
is located at 1201 American Pacific Dr., 
Suites G and H.  Reported monthly rent 
is $0.33 PSF.

North Las Vegas, 89081
Industrial
Orbus, LLC leased a 56,073 SF property 
in the Golden Triangle Industrial Park 
from Golden Triangle Industrial Park, 
LLC for $1,011,362 on a 65-month lease.  
Orbus, LLC was represented by Suzette 
La Grange of Colliers International.  
Additionally, Prologix Distribution 
Services leased a 33,363 SF property 
in the industrial park for $569,606 on 
a 62-month lease.  Prologix was repre-
sented by Dan Doherty, SIOR of Col-
liers International. The landlord was 
represented by Donna Alderson, SIOR 
of CB Richard Ellis in both transactions.  
The properties are located at 4850 and 
4980 Statz St.  Reported monthly rents 
are $0.28 PSF for both transactions.

Las Vegas, 89118
Industrial
Sure Comfort Supply Centers leased 
12,240 SF from Eastgroup Properties 
for $370,872 on a 65-month lease.  Greg 
Tassi with CB Richard Ellis represented 
the landlord in the transaction.  The 
property is located at 5530 S. Arville St.  
Reported monthly rent is $0.47 PSF.

Las Vegas, 89118
Industrial
Lapp Tannehill leased 15,000 SF from 
Beltway Business Park Warehouse 
No. 3.  The tenant was represented by 
Greg Tassi of CB Richard Ellis.  The 
property is located at 6975 S. Decatur 
Blvd.  Reported monthly rent is $0.47 
PSF.

Las Vegas, 89118
Industrial
Advent Cleaners, LLC leased 20,530 
SF from Prologis Trust for $656,403 
on a 69-month lease.  The tenant was 
represented by Dan Doherty, SIOR of 
Colliers International.  The property is 
located at 3250 W. Ali Baba Lane, Suite 
C-F.  Reported monthly rent is $0.46 PSF.

Las Vegas, 89118
Industrial
New Cingular Wireless PCS, LLC leased 
6,000 SF in the Mesa Vista Business Center 
from EJM Mesa Vista Property, LLC for 
$172,008 on a five-year lease.  The land-
lord was represented by Spencer Pinter 
of Colliers International.  The property 
is located at 3950 W. Diablo Dr., Suite B-6.  
Reported monthly rent is $0.48 PSF.

Las Vegas, 89118
Industrial
ValMar Properties, LP leased 7,746 SF 
in the WesTech Business Center, Phase II 
from Cable Investments-Diablo, LP for 
$57,320 on a 21-month lease.  The tenant 
was represented by Rita Ford of Innova-
tive Real Estate Strategies, LLC and the 
landlord was represented by Greg Pan-
cirov, SIOR and Michael DeLew, SIOR 
of Colliers International.  The property 
is located at 5175 W. Diablo Dr., Suite 104.  
Reported monthly rent is $0.35 PSF.

Las Vegas, 89120
Industrial
Cadeau Express, Inc. leased 41,322 
SF from Mapleton Investments for 
$996,000 on a three-year lease.  The ten-
ant and landlord were both represented 
by Dean Willmore, SIOR of Commerce 
Real Estate Solutions.  The property is 
located at 3494 E. Sunset Rd.  Reported 
monthly rent is $0.63 PSF.

Las Vegas, 89120
Industrial
Morse Electric, Inc. renewed their lease 
of 14,998 SF from Richard and Denise 
Gaumond Family Trust for $187,175 on 
a two-year lease.  The landlord was rep-
resented by Dean Willmore, SIOR of 
Commerce Real Estate Solutions.  The 
property is located at 3874 Silvestri Lane.  
Reported monthly rent is $0.52 PSF.

North Las Vegas, 89130
Industrial
Rockin Industries, LLC leased 10,280 SF 
from Venture Point, LLC for $105,000 on a 
three-year lease.  The tenant and landlord 
were both represented by Mel Koich, Chris 
Lexis and Joe Leavitt of Lee & Associates.  
The property is located at 6250 E. Tropical 
Pkwy.  Reported monthly rent is $0.28 PSF.

Red Report | Deal Tracker

Post your deals at
www.theReDreport.com
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CALL US TODAY AND DISCOVER THE MANY WAYS CHAMBER 
MEMBERSHIP CAN HELP YOUR BUSINESS GROW AND PROSPER

702.586.3855
LVChamber.com

HELPING YOUR SMALL BUSINESS 

SURVIVE & THRIVE 
Chamber membership gives 
you many free and low-cost 
tools to help you succeed in 
today’s economy:

• FREE round-the-clock 
resources and expertise to help 
you maximize profitability

• FREE video ads and discount  
offers on the Chamber website to 
drive customers through your door

• FREE networking opportunities  
to help you build productive 
business relationships

• AND MUCH MORE

http://LVChamber.com
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Reno-Sparks 
 Timing is everything.  At the beginning of 
the year, there were a few companies looking to 
close their doors but there were also new deals 
to offset those departures resulting in a second 
consecutive quarter of positive absorption and 
falling vacancy.  Closures outweighed new oc-
cupancy resulting in negative net absorption of 
357,748 sf and an increase in the vacancy rate 
from 15.1% to 15.7%.  If the quarter was ex-
tended another two weeks, there would likely 
be strong positive net absorption.
 There were three large deals completed 
in the first quarter. All three were ownership 
transactions. Brightpoint purchased a 263,924 
sf facility in South Meadows for $11,500,000, 
Laddawn purchased a 100,611 sf facility at 
650 Lillard and Schluter built a facility of 
90,000 sf on USA Parkway.  In total, there 
were 33 transactions totaling 915,311 sf of 
gross absorption.
 Asking rents remain low as landlords tire 
of waiting for tenants to act and try to promote 
occupancy with cheap rent.  With ample prod-
uct throughout the market, rents aren’t expect-
ed to increase any time soon.  Vacancy needs 
to drop for a few quarters and ultimately fall 
below 13% before landlords talk about firm-
ing up rents.
 Construction was good in the first quarter 
as the roof went on the Schluter build-to-suit 
of 90,000 sf. The expectation for construction 
throughout the remainder of the year is low.  
There is just one additional project of 21,875 sf 
planned for the remainder of the year but there 
are a few large 600,000+/-sf built-to-suits un-
der negotiations which could add to construc-
tion numbers significantly.
 In summary, although Q1 numbers were 
not as good as expected, the Northern Nevada 
industrial market sentiment remains positive.  
If the majority of the large prospects commit 
to the area, the story at the end of the second 
quarter will be of surprisingly good absorp-
tion and decreasing vacancy.  When one views 
activity and numbers over a three quarter 
span, there is hope it will paint a picture of 
positive market trends and the first quarter 
numbers will be seen as a head fake and not a 
turn backwards.

Las Vegas 
 The Las Vegas Valley industrial 
market remained fragile as significant 
move-outs continued to place downward 
pressure on pricing.  The vacancy rate 
moved upward to 17.9 percent as 1.1 mil-
lion square feet of negative net absorp-
tion was reported during the quarter. 
For comparison purposes, the vacancy 
rate is up 1.0 percentage points from the 
previous quarter (Q4 2010) and up 2.5 
percentage points from the same period 
a year ago (Q1 2010).  During the quar-
ter, a single 22,000-square-foot building 
completed construction.
 For 18 consecutive quarters, the in-
dustrial market has reported a climbing 
vacancy rate while nearly 14.6 million 
square feet of industrial space has been 
added to the market.  With only a build-
to-suit project totaling 120,000 square 
feet now remaining actively under con-
struction, and no plans for development 
in the near term, the market should re-
port vacancy rate adjustments by ab-
sorbing vacant second-generation space 
when demand returns.
 Pricing in the industrial sector con-
tinued to decline, reporting an average 
asking rent of $0.55 per square foot per 
month during the first quarter of 2011.  
The market continues to adjust pricing 
and for comparison purposes, rents re-
main down 8.3 percent from $0.60 per 
square foot per month reported one year 
ago.  Asking prices are 32.9 percent be-
low peak levels reported in mid-2007.
 Rising taxable retail sales and mod-
est improvements in the tourism market 
for more than a year indicate Southern 
Nevada has likely put the worst behind 
it.  Yet the local distribution and manu-
facturing sectors remain relatively weak 
in terms of demand for space.  With rents 
at levels significantly lower than nearby 
markets, and a large portion of the labor 
pool remaining unemployed, these sec-
tors are well positioned to take advan-
tage of this opportunity, should their fi-
nancial situations permit.

Commercial RE Report | Industrial

Industrial Summary
First Quarter 2011

Southern Nevada analysis and statistics compiled by
Applied Analysis, Northern Nevada analysis and

statistics compiled by NAI Alliance Reno
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Correction: The Northern Nevada analysis has been 
contributed by NAI Alliance for all of 2011 thus far.



60                                        May 2011 May 2011                                        61

he U.S. economy appears to be gaining 
momentum.  The most recent estimate 
of real GDP growth for fourth quarter 
2010 was 3.1 percent at an annualized 
rate—considerably stronger than the 
2.6 percent figure posted for third quar-

ter 2010.  U.S. nonfarm employment rose by a ro-
bust 216,000 jobs (seasonally adjusted) in March, 
marking the sixth straight month of job increases.  
In addition, retail sales and real personal consump-
tion spending continued to rise in February.  On a 
less positive note, sales of new homes continued to 
slide downward in February.  Sales of existing homes 
also fell in February after three straight monthly in-
creases.  Consumer confidence fell in March, follow-
ing two months of gains.  
 With U.S. consumption spending continuing to 
grow, the Nevada economy shows uneven signs of 
recovery.  In January and February, visitor volume 
was higher than a year earlier, and that followed 
gains in the second half of 2010.  February gaming 
revenues were down 6.8 percent below a year ear-
lier—largely because February 2010 saw a surge in 
baccarat revenues that was not repeated in Febru-
ary 2011.  Nevada employment rose by 5,500 jobs 
(0.5 percent) in February, but the unemployment 
rate ticked up to 13.6.
 The Clark County economic picture continues to 
improve.  February visitor volume was 0.5 percent 
above a year earlier.  Excluding baccarat, February 
gaming revenues were 1.0 percent above a year ear-
lier.  Because baccarat revenues surged in February 
2010, however, total gaming revenues were 7.0 per-
cent lower in February 2011 than in the same month 
a year earlier.  In January, taxable sales were 6 per-
cent above those for the same month a year earlier.  
Residential construction permits continued to rise 
through March, and Las Vegas employment rose by 
3,500 jobs (0.4 percent) in February.  The Las Vegas 
unemployment rate held steady at 13.7 percent.
 Washoe County economic activity seems to be 
mixed in early 2011.  In February, visitor volume was 
2.1 percent below a year earlier.  Gaming revenues 
fell by 2.7 percent in February, and were 8.6 percent 
below a year earlier.  Residential construction per-
mits continued rising in March, and employment rose 
by 1,100 jobs (0.6 percent) in February.  The Reno-
Sparks unemployment rate fell to 13.2 percent.
 With the national economy picking up, the Ne-
vada economy is showing modest signs of recovery.  
An accelerating national economy and the increas-
ing willingness of U.S. businesses to hire could 
boost consumer spending and help stimulate eco-
nomic growth in Nevada.  Despite concerns that ris-
ing fuel prices will slow the national economy and re-
duce discretionary spending, most of the news from 
Nevada’s tourism, gaming and hospitality sectors 
remains moderately favorable.  Nevada real estate 
and construction are also showing some signs of life.

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.

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

Professor Stephen P. A. Brown, PhD
UNLV Center for Business and Economic Research
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“My career has been in banking, so 
obviously my worst job was a banking 
job, and it happened to be working for 
a large bank in Nevada, which will 
remain nameless.  At this bank, I was 
continually frustrated with not being able 
to give my customers quick answers.  
It looked like I had authority but in 
reality, I didn’t.  Decisions were made 
somewhere else so it wasn’t easy to say, 
‘Let’s figure out how we can do this.’”

Stan Wilmoth • President, Heritage Bank of Nevada

“I was working for a well-
established tourist trade publication 
as the VP of Operations, when the 
business was acquired by an out-
of-state company. The new owners 
had no regard, passion or interest 
in the future of the company, the 
employees or the overall work 
environment. I had to watch as the 
business deteriorated.”

Andrea M. Collier • Founder & Chief Executive Officer, Social Butterfly World, LLC – Drive Las Vegas

“Mine was more of a ‘dangerous’ 
job.  When I pursued my career in 
journalism, I became a newspaper 

crime reporter in San Diego. I 
used to cover shootings, drug busts 

and more. I didn’t think twice 
about going into gang-ridden 

neighborhoods for interviews. I 
should have received hazard pay 

and the use of a bullet-proof vest!”

Holly Silvestri • Principal, The Ferraro Group

“My worst job was actually in 
real estate.  I was a runner back 

in 1989 and was working for a 
developer, who promised me 

a bonus of $500 as I was cold 
calling for his small building 

project.  At the time, I truly 
believed this money would 

change my life, as I was broke.  
The money never came and it 

broke my heart!”

Dan Doherty, SIOR • Senior Vice President, Colliers International

“My worst job had to be working 
at a ghetto theater during my 

undergraduate years. That’s 
where I learned that working at 

a concession stand wasn’t for 
me. The worst part, though, was 
cleaning the theaters. Every day, 

there was tons of popcorn to 
vacuum up.”

Patricia Lee • Partner, Hutchison & Steffen Attorneys

What’s the worst job you’ve ever had?

The Last Word People

“It’s a matter of perspective.  
Sometimes what may seem like 
the most challenging job or 
task turns out to be one of the 
best because it motivates and 
drives you to reach the place 
you aspire to be one day.  These 
experiences are the building 
blocks toward your true calling 
or dream job.”

Veronica Meter • President, Vero Strategies
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NV Energy has a total of 1,240 megawatts of renewable 
energy in production or under development. And there’s more 
on the way. That means more wind, solar and geothermal for 
Nevada. Pretty green for the Silver State.

The future of energy. It’s right in our backyard. Learn more at NVEnergy.com.

http://NVEnergy.com
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