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The small business of the future is faster and more flexible.
It works in the cloud more than on paper. It ’s constantly connected, 

automated and responsive. And it needs a fiber-based network 
with multi-gig speeds to support the big things ahead. With gig+ 

speeds powered by Cox, the small business of the future has arrived. 
Business is zooming.
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Contact: 

George Condon, Partner, West Region 

775.858.8080  |  Dermody.com/LVBlvd

Shown is Dermody Properties’ LogistiCenter SM  
at Cheyenne in Las Vegas – 381,804 SF 
completed and fully leased in 2015.

Dermody Properties has been 

developing industrial facilities in  

Las Vegas since 1974. LogistiCenterSM 

at Las Vegas Boulevard, our latest 

development in the region, will be 

complete in the first quarter of 2017.

• 36’ clear height

• 322 car parking stalls

• 53 trailer parking stalls

• 8 acres avail. for additional parking

• On Las Vegas Blvd. at N. Walnut Rd.

550,000 SF Available in North Las Vegas
LogistiCenter SM at Las Vegas Boulevard

http://www.dermody.com/LVBlvd
http://www.dermody.com/
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The Commentary

By Whose Authority?

For more information on my Commentary 
and to see some of my backup research, or 
if you wonder why I take the position I take, 
go to www.LyleBrennan.com.

The Fast Track to Felony
for Law-Abiding Citizens
 Last year, Nevada legislators made dramatic improvements to gun control laws in the state. 
Signed by Governor Sandoval in June, SB 175 and SB 240 were two of the most prominent 
pieces of legislation (although there were several) and applauded by gun owners statewide. By 
way of refresher, SB 175 abolished handgun registration in Clark County, expanded the already 
in place “Stand Your Ground” self-defense statutes and expanded the list of out-of-state per-
mits recognized for conceal carry. SB 240, among other agenda items, removed the fees on 
volunteer background checks and provided provisions to help target straw purchasers.
 Both measures were steps in the right direction for gun owners and made vast improve-
ments to the Silver State’s gun laws. However, in a classic “one step forward, two steps 
back” scenario, this year may reverse the strides to protect Second Amendment rights in 
the Battle Born state and add unnecessary restrictions to firearm transfers. If you’re not sure 
what I’m referring to, let me have the unpleasant task of introducing you to Question 1, which 
will appear on Nevada’s November ballot. The initiative would require that an unlicensed 
person who wants to sell or transfer a firearm to someone else would have to do so through 
a licensed gun dealer who runs a background check. Sound familiar? It should, the proposal 
was vetoed by Governor Sandoval in 2013.
 To be fair, the initiative does provide certain exemptions. For example, transfers between 
immediate family members or temporary transfers for hunting or self-defense would be legal. 
But, let’s say you decide to go target shooting on public lands and you ask a buddy if you can 
borrow a gun and he/she doesn’t go with you. Even if you abide by all safety, local and federal 
rules, it could be illegal under Question 1. A first offense of this law would put a gross misde-
meanor on your record; get convicted of it more than once and you can call yourself a felon. 
 Proponents for the ballot measure will tell you that it would prevent unlicensed firearm 
dealers or those conducting a private gun sale to sell a gun without running mental health 
and criminal background checks on purchasers. Unfortunately for that assertion, guns that 
are legally sold face-to-face have never presented a crime problem. Gun related crimes are 
a result of several issues including criminals that pass background checks, street deals, un-
lawful dealers, stolen guns and straw purchasers. None of those issues are addressed, and 
certainly wouldn’t be stopped, by Question 1. Simply put, Question 1 makes it more difficult 
for legal transfers to be made, prohibiting law-abiding citizens from selling, loaning, leasing 
or gifting weapons to other law-abiding citizens.
 If it’s ineffectiveness in preventing crime weren’t enough of an issue, consider the fact that 
the initiative would be virtually unenforceable without gun registration, which was recently abol-
ished in Clark County. The National Institute of Justice, the research arm of the Department of 
Justice, released a report in 2013 that made a number of conclusions regarding background 
checks. One of which was that the effectiveness of the universal background check, “depends 
on the ability to reduce straw purchasing, requiring gun registration.” So, if the goal behind 
Question 1 is to bring back gun registration, it’s a solid first step. If, however, the goal is as 
claimed, to ultimately protect citizens from gun-related crime, it fails without even being enacted. 
 Call to Action: Question 1 is a waste of taxpayer time and money and would only ham-
per legal gun transfers while doing nothing to prevent crime or protect public safety. Preserve 
the strides made in 2015 for gun owners and vote NO on Question 1 this November. Addi-
tionally, tell your family, friends and colleagues and get the word out so we can collectively 
defeat this already vetoed proposal.

2 Chronicles 7:14 (NKJV) “If my people who are called by My name will humble them-
selves, and pray and seek My face, and turn from their wicked ways, then I will hear 
from heaven, and will forgive their sin and heal their land.”

Gun Transfers and Question 1
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Saving water takes more 
than vision. It takes a plan.
When Focus Property Group planned Knickerbocker Park in  
the Providence master plan in northwest Las Vegas, they knew they 
wanted to make it beautiful.  But they tapped Director of Landscape 
Operations John Resly to make it water smart, too.

The park is a $2.2 million, 15-acre landscape that includes play areas,  
a jogging path and a dog park. But being water smart was just as 
important as being fun. The finished product requires minimal water, 
but still provides a shady and colorful environment.  And with John’s 
expertise, it saves nearly 30 million gallons a year.  

Learn what your company can do to save water.  
Go to snwa.com or call our conservation specialists at 702.862.3736. 

The SNWA is a not-for-profit water utility.

Focus Property Group Director of Landscape Operations John Resly

http://www.snwa.com
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STUDENTS are more than test scores, they’re the future of Ne-

vada’s population and workforce. Schools are more than build-

ings, they are part of the state’s economy and essential to eco-

nomic development. Education is more than learning, the process 

is dependent on teachers, students, families and the community. 

 For too many years Nevada’s education system has received 

poor grades. Currently we’re 50th in the nation, despite the rec-

ognition of the need for change. However, that’s where the state 

is now; it leaves Nevada wide-open for a bright educational future 

and positive changes are happening on a number of fronts.

 From Educational Savings Accounts (ESA’s) to focus shifts and 

revamps of the school system, Nevada is going through signifi-

cant changes in the educational realm. All of those changes are 

focused on improving the way the state educates students and 

building towards better graduation rates and a more educated 

workforce.

 “For years and years and years the state has supported edu-

cation with several millions of dollars and it has made effective-

ly no difference,” said Dan Schwartz, Nevada State Treasurer. 

“We’re going to shift the focus of responsibility from school sys-

tem to parents, and that to me is a huge difference.”

Addressing 
the Tough 
Questions
By Jennifer Rachel Baumer
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gious schools. Schwartz said that is not the 

case explaining that, “the law is about educa-

tion. If it were a voucher system, then it would 

lose on its face, because [the state] would be 

paying parochial schools directly, but that’s 

not what it is.”

Bridging the Gap
 In the public school arena, school dis-

tricts in both of Nevada’s major metropoli-

tan areas are making changes to culture 

and course work, and seeing positive re-

sults. Graduation rates are increasing. In 

Clark County, high school graduation rates 

climbed to 71.9 percent, a 12 percent in-

crease over the last four years

 In Washoe County, the 2014-2015 school 

year saw a 75 percent graduation rate from 

high school, the highest it’s ever been, ac-

cording to Traci Davis, superintendent of 

schools, Washoe County School District 

(WCSD). “We were up two percentage points 

over the previous year, and bigger than that is 

the fact that the district has closed achieve-

ment gaps in all sub-groups,” she said.

 This means that in Washoe County, the 

graduation rate for African-American stu-

Solve for X
 If the problem is that Nevada ranks 50th 

in education out of 51 states, then the Educa-

tional Savings Accounts program was created 

as one way to help solve that problem.

 The ESA program was created by Senate 

Bill 302 in 2015 to create accounts into which 

the state deposits funds of $5,200 for most 

Nevadans and $5,700 for those below 185 

percent of the federal poverty level. ESA’s 

can be used for paying tuition at private 

schools or for distance education, to pay tu-

toring fees, transportation to education and 

specialized services for disabled students. 

 ESA’s allow parents to determine the best 

choice for their child’s education, providing 

part of what the state funds for each child’s 

public education. Qualifications are simple: 

Students must have been enrolled in a Ne-

vada public or charter school for at least 100 

uninterrupted school days before the appli-

cation is made, and must take standardized 

tests administered by Nevada’s Department 

of Education.

 The ESA program provides options for 

parents who don’t feel their child can receive 

the best education from public schools in 

their area. There’s concern among some 

home school factions that believe the pro-

gram interferes with the freedom to home 

school, and enrolling in the program does 

mean a home school family or group must 

submit enough information to be considered 

a participating entity. After that, however, the 

primary difference for home schoolers versus 

private school students is that home school 

groups are reimbursed for expenses and pri-

vate school tuition amounts are paid up front.

 Also contrary to popular belief, the ESA’s 

are not a voucher system, which would mean 

fees were paid directly to schools and could 

therefore result in state payments directly to 

parochial schools. Instead, ESA payments 

go directly to parents, who then make edu-

cational choices for their children.

  The bill is being challenged by those con-

cerned that the state would be funding reli-

 Cover Story EDUCATION OUTLOOK

Dan

Schwartz
Nevada State Treasurer

THE County School District is the fifth largest in the country, after New York, Los Angeles,

Department of Educación de Puerto Rico and the Chicago Public Schools.

Nevada’s school districts enrollment by county

Clark County  318,040

Washoe County  63,108

Elko   9,859

Lyon   8,082

Carson  7,586

Douglas  6,054

Source: State of Nevada Department of Education

Nye  5,167

Churchill  3,488

Humboldt  3,473

White Pine  1,250

Lander 1,049

Lincoln 1,015

Pershing 692

Mineral  475

Storey 401

Eureka 247

Esmeralda 47
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dents rose from 42 to 66 percent. Among La-

tino/Hispanic students, rates rose from 53 to 

67 percent, and nearly the same numbers for 

children living in poverty. 

 “This is great,” said Davis. “We’re excited 

we’re closing those gaps in order to graduate 

the majority of kids.”

 The ESA program which is directed to the 

middle class, can make a difference with mi-

nority students as well, added Schwartz.

 There are a lot of issues for minorities 

and families living in poverty he acknowl-

edged but added that education should be 

a priority. 

 “The complaint is ‘I’m a parent, I’m work-

ing two jobs, I don’t have time to worry about 

my kid’s education. I’m just trying to put food 

on the table and pay the monthly rent,’” said 

Schwartz. “That’s a fair comment. But, at the 

end of the day, parents have to make a choice 

that they want their kids to get an education 

and to lead a better life than they have. Un-

less they begin to pay attention, that’s never 

going to happen.”

 WCSD has also been working on special 

education needs, including addressing is-

sues of poverty and mental illness. As a re-

sult, in February, WCSD was awarded $13 

million from Transforming Youth Recovery, 

an organization supported by the Stacie 

Mathewson Foundation.

 “This has been the largest private founda-

tion gift given to the district ever,” said Da-

vis. “It will allow us to look at how we want 

to maintain and add more high quality pro-

grams for students which include mental 

health and prevention of drug use. We did a 

survey of our kids and said, ‘Wow, here are 

things that are happening to our kids.’ Test 

scores are important, how well students 

do in a district, but kids are more than just 

a test score, so that’s really exciting for us to 

be doing some of that work around social/

emotional learning.”

 As for academics, WCSD students 

continue to outpace the rest of the nation in 

participation and performance in advanced 

placement (AP) courses.  The number 

of Clark County School District (CCSD) 

students taking AP is up by 16.4 percent, 

including a double digit increase in every 

minority sub-group, according to Pat 

Skorkowsky, superintendent. In February 

CCSD was named the Advanced Placement 

School District of the Year by the College 

Board. In addition, 25 of the district’s magnet 

schools (public schools offering specialized 

CONTINUES ON PAGE 42

 Cover Story

Traci
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Washoe County
School District

THE UNIVERSITY OF
TEACHING DEGREES, REINVENTED.
From Ms. Fairborn in kindergarten to Mr. Martinez 
in 12th grade math, everyone remembers a teacher 
who influenced their life. 
 
To say thank you to teachers, WGU Nevada is 
offering the Teacher Appreciation Scholarship, 
valued at up to $2,000, to help Nevada teachers 
earn their bachelor’s or master’s degrees and 
make a positive difference in students’ lives.

Find out more at
nevada.wgu.edu/TeachersWeek
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GILDA Radner’s comic creation, Rose-

anne Roseannadanna, pretty much 

summed up the situation of Nevada’s em-

ployers: “It’s always something.”

Human Resource & 
Employment Issues

   Feature Story
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 The state’s economic re-

covery makes good workers 

harder to find, and top em-

ployees are beginning to hear 

the siren song of recruiters 

who want to woo them away. 

That’s putting upward pres-

sure on wages just when em-

ployers are getting the yips 

about the future of the nation-

al economy.

 A couple of court cases 

inject additional uncertainty, 

and federal regulators are 

considering rule changes that could af-

fect the way that many exempt salaried 

workers are paid.

 And if all this wasn’t enough, employ-

ers and their human resources depart-

ments face the challenge of developing 

policies to address the use of medical 

marijuana by some employees.

 The state’s unemployment rate has fall-

en below 6 percent for the first time since 

the recession, and researchers at the Ne-

vada Department of Employment, Training 

and Rehabilitation (DETR) say employers 

are soaking up available workers quickly. 

The Las Vegas economy added nearly 

23,000 jobs in the past year. The Reno-

Sparks area added more than 

6,000 jobs.

   In the Las Vegas area, the 

recent arrival of two new ca-

sinos — SLS Las Vegas and 

The Cromwell — tightens the 

market for senior and mid-lev-

el executives in the hospitality 

sector.

    “This is like 2005 or 2006,” 

said Ann Simmons Nichol-

son, owner of The Simmons 

Group, a Las Vegas-based 

human relations and organiza-

tional development firm. “Who’s willing to 

move? What’s it going to take to get them 

to move?”

 In Northern Nevada, the market for con-

struction workers seemingly got tight over-

night as work began on Tesla’s gigafactory 

at the same time that numerous other in-

dustrial and distribution facilities began ris-

   Feature Story

“Employers have had the 
luxury of not moving the 
needle on wages. That 

needs to change.”
— Jeff Parker,

Manpower

A Great Event is Like a Great Meal
there is no substitute for exceptional taste

A great event needs a space with an amazing atmosphere and a polished presentation that keeps everyone  
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encouraged her clients ranging from major 

gaming companies to small professional 

firms to take a look at their total compen-

sation package.

 That includes benefits — and not just 

the healthcare benefits mandated by the 

Affordable Care Act.  For many job can-

didates, a company’s policies on the use 

of personal electronic devices are so im-

portant that the policy can make or break 

a decision to come on board. Training and 

opportunities for professional advance-

ment are also viewed as an important ben-

efit by candidates and existing employees 

alike.

 Particularly for the millennial generation, 

Nicholson said, flexible work arrangements 

are an important benefit.  Younger workers 

pay close attention to the community in-

volvement of employers, and their impres-

sion of companies is likely to be shaped by 

its presence on social media.

ing out of the ground, said Don Soderberg, 

director of DETR.

 Statewide, a burst of hiring by new and 

expanding technology firms appears to be 

just over the horizon, Soderberg said. 

Wages
 The tightening market for workers is 

forcing employers to consider pay raises, 

many of them for the first time since the on-

set of the recession in 2008.

 “Employers have had the luxury of not 

moving the needle on wages,” said Jeff 

Parker, a Las Vegas-based vice president 

of Manpower. “That needs to change.” 

 Parker advised clients that raises need 

to be strategic — not across-the-board 

increases — to address specific retention 

and recruitment issues that are different 

from one job classification to another.

 Employers understand the need for 

raises, Parker said, but they’re wary about 

the future course of the economy as the 

stock market continues to send mixed sig-

nals. Adding to the economic uncertainty: a 

contentious presidential election season.

 When employers decide to provide rais-

es, they’re often finding that it’s difficult to 

get good data on current market rates, says 

Nicholson. The organizations that collected 

and shared compensation data in the past 

often let the work lapse during the recession.

Benefits/Compensation 
Packages
 While Nicholson agreed that higher pay 

helps with recruitment and retention, she 
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 Soderberg added JobConnect works 

ever more closely with community colleg-

es, labor union apprenticeship programs 

Talent Recruitment
 Leigh Goddard, a partner with the state-

wide law firm of McDonald Carano Wilson, 

encouraged her clients to take a fresh look 

at pre-employment screening that may be 

a barrier to some candidates.

 For instance, employers commonly 

conduct criminal background checks on 

applicants for all positions. But as em-

ployers scramble to meet their staffing 

needs, this may be a good time to re-

consider the need for criminal checks for 

some positions.

 Widespread uses of non-compete 

agreements might also get a fresh look. 

While well-crafted non-compete agree-

ments regularly are enforced by the courts 

in Nevada, they also may present a recruit-

ing issue. “They could cause talented peo-

ple to look elsewhere,” said Goddard.

 The rapidly shifting environment 

brought changes to JobConnect, the state-

run network that connects job-seekers with 

employers.

 “We’re in a period of transition,” noted 

Soderberg, whose department oversees 

the employment service. “JobConnect is 

doing much more outreach.”

 JobConnect specialists are going 

through state unemployment filings to find 

and recruit jobless workers with skills that 

may be sought by employers. The agency 

is also stepping up its testing of applicants 

to determine if they have the aptitude for 

training into higher-skilled jobs they may 

not have considered in the past.

 Even the seemingly routine task of ap-

plying for jobs at JobConnect offices is 

getting a new approach. Employment spe-

cialists help applicants present themselves 

so they’re not left behind as corporate HR 

offices increasingly use technology that 

automatically screens applicants before 

their application is seen by a human being. 

 JobConnect these days isn’t just a 

place where entry-level workers go to find 

low-skill jobs.

   Feature Story
and other training programs to make sure 

that higher-skilled and middle-skilled work-

ers have appropriate skills for employers. 

The agency is focused on ensuring that 

training programs are nimble, quick and 

meet the customized needs of employers.
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WHAT EFFECT WILL THE 
ELECTIONS HAVE ON 
DEVELOPMENT?

LARRY MONKARSH: “I’m going to wait this out 

and see what happens in the election.” Every 

four years I hear the same thing from certain 

clients and it gets old real fast. I think there’s a 

definite danger. In regards to labor, I think the 

danger is if certain people are elected and they 

start sending people back across the border. 

Our labor problem is going to get even worse. 

I know it’s not the most politically popular thing 

to say, but I’m not necessarily in favor of that ap-

proach. I think it would benefit us to help solve 

that problem by finding a solution to that issue. 

That would also improve our labor market. 

DOUG ROBERTS: We don’t like uncertainty. No 

business does. In an economy like the United 

States, which is diverse and large, every few 

years you have this happen. You’re used to it. I 

understand elections, but this is the most polar-

ized election that I’ve ever seen by far. You can 

look back at the ones where guys were clearly 

not going to be elected. You kind of knew what 

was happening. Nixon was going to kill it and 

McGovern was not. In this case, you don’t know. 

That’s what’s spooky and that’s why I don’t like it.

WHAT WORKFORCE 
ISSUES IS YOUR 
INDUSTRY FACING?

SHAWN DANOSKI: Workforce is continuing to 

be a challenge, and it appears that it’s going 

to be a challenge for many years, not only for 

the craftsmen, but also for the supervisory 

and office project management roles. There’s 

not enough people in the colleges, in the pro-

grams, in the pipeline, to fulfill the needs of on-

going growth. We’re trying to grab and develop 

individuals that didn’t already have construc-

tion in their background. It’s going to take quite 

a few years for all of those who left the industry 

to shift and make a curve back.

any builders and develop-

ers in the Silver State fought 

through the recession only to 

come out on the other side 

and realize there are new challenges facing 

their companies. Leaders in commercial 

building and development recently met at 

the Las Vegas offices of City National Bank 

to address these challenges and discuss 

opportunities in the industry.

 Connie Brennan, publisher of Nevada 

Business Magazine, served as modera-

tor for the event. These monthly meetings 

are designed to bring leaders together to 

discuss issues relevant to their industries. 

Following is a condensed version of the 

roundtable discussion.

HOW HEALTHY IS THE 
INDUSTRY?

SCOTT LOUGHRIDGE: There’s still a very 

high uncertainty about our economy going 

forward. May 2016 is in pretty good shape, 

but 2017 and beyond [is uncertain]. We all 

rely on people wanting to spend a whole 

bunch of money on capital improvement. 

That money, being proportional to what 

they may have, whether it’s a $200,000 

tenant improvement project for a dentist 

(that’s a huge amount of money for him) 

or a $20 million or $200 million capital im-

provement for a corporation. They’ve got to 

have the certainty of the economy to make 

that commitment. That’s my concern going 

forward. That uncertainty is underneath ev-

erything we’re dealing with right now.

MIKE SHOHET: Land availability is a big is-

sue. Large contiguous parcels are just not 

that available for industrial development. 

They’re few and far between. With the 

BLM land-locking the city, it’s very difficult 

to find property at a decent price when 

competing with home builders and other 

land buyers that are willing to pay more for 

land.

JOHN RAMOUS: I’m concerned more about 

the viability of the smaller businesses that 

still want to come and have been the life-

blood of this city. We’re not going to be 

able to accommodate the demand for the 

small product. It just doesn’t make eco-

nomic sense now. I’m not seeing rents 

going up to accommodate the cost of the 

construction. The “mom and pop” smaller 

business, the incubator-type tenants, that 

we have seen in the past are going to be 

squeezed out. We should all be concerned 

with that.
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MASON GORDA: It’s not just here in Nevada, but 

it’s rampant across the U.S. We’re literally turn-

ing down projects in markets where we don’t 

feel the labor is available anymore. It’s a scary 

thing out there. We’re watching the average 

age of the professional and the skilled worker 

approaching 50. Fairly soon, we’re hitting retire-

ment for a vast majority of these people and we 

don’t have young people taking their place. The 

other thing against us is the upward pressure on 

the cost of labor. We’re competing with markets 

that are paying twice as much as we are here.

KEVIN BURKE: We’re also seeing the same 

challenge on the professional staff. Recruiting 

at the college level, the colleges and universi-

ties, the programs in science and construction 

management haven’t bounced back quick 

enough. For instance, BYU (Brigham Young 

University), in 2015, graduated under 50 kids. 

Back in the middle 2000s, it was over 100. 

So there’s a lot of companies recruiting and 

simply not enough talent coming out of the 

universities. It hasn’t corrected quick enough.

CHET OPHEIKENS: If you look across the coun-

try, the trend is the subcontractor default is 

worse because they’re taking on projects 

they don’t have the manpower for. As general 

contractors, we rely upon those subcontrac-

tors to fulfill their contract duty. The best subs 

we’ve had relationships for 25 years, the most 

solid guys out there, they’re falling. And that’s 

what’s really scary. Not the guy you’re taking a 

risk on, the guys that you knew and have been 

there by your side.

DOES THE DECLINING 
WORKFORCE 
HAVE TO DO WITH 
GENERATIONAL 
ISSUES?

GUY MARTIN: Our millennials are an entitled 

group and they have a challenge with doing 

the work first. The way I was raised, in the 

trade, you did the work, and then you got a 

raise. You didn’t come in and make what the 

other guy was making because you have the 

same title or bought the same tools or wore 

the same badge. It was about production per-

formance and that is lost today. It is hard work. 

Parents [need to] find value in their kids going 

into the trade or going into the construction in-

dustry. It’s a fundamental thing.

MONKARSH: I have five kids. I don’t think I have 

one child that’s interested in helping take over 

LM Construction Company when I want to retire. 

They’re just into other things. I used to go with 

my dad to meetings and I’d sit there bored out 

of my skull, but I learned by osmosis. If I had to 

take my kid’s phone away to lock in one of those 

meetings, I don’t think he’d have any interest in 

tagging along. That for me has been a big quan-

dary. I’m third generation. Who’s behind me?

OPHEIKENS: I grew up in the field and working 

through the trade, from concrete to carpentry. 

Today you can’t even bring these young men 

out there to work in the trades until they’re 18 

years old. Regulations don’t event allow you 

to do it. I’ve found with the millennial age is 

they’re way past wanting to get out and learn 

the trade at 18 years old. They’re more into IT 

and learning computers. With the computer 

skills and the level of professionalism that 

we have, the skilled tradesmen that we need 

in our field is lacking from the loss we’ve had 

from the recession.

SANDRA ROCHE: I have a little bit of a differ-

ent spin. My father founded our company and 

we’re now in the third generation. Actually, two 

of my nephews are in the company and are 

starting from the bottom up and went through 

the construction engineering program. I will say 

for the management part, we are getting in-

terns in their freshman year of college because 

the labor force is so small and we’re just hoping 

they’ll commit to us by the time they get out of 

college. There is a serious issue with getting the 

good construction management students, but 

they’re out there. We all need to figure out a way 

to inspire the families and the kids more.

IS INDUSTRY TRAINING 
READILY AVAILABLE?

MICHAEL DERMODY: Nevada is interesting be-

cause it’s a small state. To bring companies 

in, we say we’ll train your people. Advanced 
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engineering? We can train you. We have skills 

at the university and they’ll train you right now. 

But for construction, people in the trades, we 

need more training in the high schools and 

early on. We, as a state, can be pretty unique 

in that because of our size. Instead of just try-

ing to get labor, we can be one of the great-

est trainers of labor that we need. At the end 

of the day, I think it’s about the training that 

comes down from the state and we, on the pri-

vate side, focus early on in the school systems 

where we make the trades a very acceptable 

place where kids want to go. They can make 

money and they can get dignity.

MARTIN: This is a deeply passionate issue for 

me. When I was in the trade, my father wasn’t 

ashamed of what I did and he pushed me. If I 

wanted to be around my dad, I went to work 

with my dad from the time I was five or six 

years old. [Now] you got a guy that climbs 

to the top of the tower crane that’s making 

$150,000 a year, and he’s busting his butt to 

keep his kid from selecting construction as a 

career. There’s a fundamental issue with that, 

not an issue that the state can fix. I do believe 

that Nevada has the opportunity to swing 

a really big stick in becoming the vocational 

training headquarters of the United States. We 

have everything from mining all the way down 

to tech. We have the ability to vocationally be 

the mecca. The issue, though, is you have to 

have people willing to do the work.

DERMODY: I want to clarify one thing. When I 

made my comment, it wasn’t about getting a 

state program. Making us a vocational leader 

in the country requires getting the state aligned 

with that. This has to be a priority at the state 

[level] to get money. We’ll create the program.

CURTIS CUMMINGS: For about three and a half 

years, I actually taught the union apprentice-

ship program. It was a very cool experience 

because what I got to do was help cultivate 

people and grow people from seeds that 

knew craft, knew trade, and practiced it and 

had a right mindset. Part of it was attitude. If 

you don’t have the right attitude, you’re not 

going to get it right. There’s got to be a way 

that, collectively, like the minds in this room, 

could duplicate on the non-union side a way 

to cultivate and grow tradespeople. I honestly 

think if folks like us don’t do it, it’s not going 

to happen. 

HOW ARE THE 
MUNICIPALITIES 
HANDLING INCREASED 
PROJECTS?

RAMOUS: There have been delays in some 

municipalities. I do know [North Las Vegas] 

made a conscious effort to try and push 

things quickly and to try to be the best and 

quickest municipality. The municipalities have 

to be consistent. That’s where some of them 

are starting to fall short or will fall short if they 

don’t keep pace and really look at additional 

resources outside. Some don’t offer expe-

dited looks anymore, which is going to be a 

concern. The volume’s starting to get back 

and the municipalities aren’t keeping pace.

MONKARSH: It comes down to a staffing is-

sue again - qualified help in the municipalities 

to check your plans, do the drainage studies, 

to do the building department plan check re-

views. Over the counter permits really have to 

be simple permits for you to get them over the 

counter anymore. They don’t have the staff for 

the volume. It’s funny because some of them 

say we need the volume to get the revenues 

to hire more staff, but it never seems to ac-

tually happen when they start getting those 

revenues. Are they actually adding that staff to 

those plan check departments? So it’s across 

the board.

GORDA: Some cities will allow you to bring 

your architect, your structural engineer, ev-

erybody right into City Hall for the day to work 

with the plan checker and process it that day 

and do it quickly.

LOUGHRIDGE: The city will do that, but the 

problem now is that it takes five weeks to get 

that appointment. So you’re not saving any-

thing. The other issue, beyond the munici-

palities, is the Water District, Southwest Gas 

and Nevada power are killing us on projects. 

We get the job done and we’re still waiting for 

Nevada power. That’s an issue. I don’t know 

where the help is there.

WHAT BUILDING 
TRENDS ARE BEING 
UTILIZED IN NEVADA?

ROCHE: I’m on the USGBC (U.S. Green Build-

ing Council) board for Nevada, and that’s one 

issue we’re trying to bring the focus on again. 

The green is there, but one of the things we 

hear from all the architects and owners is that 

actually paying for the certification is the issue. 

What we’re not realizing is a lot of the build-

ings have the LEED and green in them and ev-

eryone is working towards that. The USGBC 

is looking for a way to make it cost efficient 

for the owners to want to take that next step. 
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Schools, public works, they’re all looking at 

that, but they don’t actually get the certifica-

tions even though the buildings have more of 

it than you realize.

MIKE SHOHET: If you comply with ICC 2012 

(International Building Code), you’re basically 

LEED certified. The only clients that we have 

that really see the value in certification are the 

big corporates, the ones that want to show 

it for their corporate responsibility. Smaller 

clients just don’t care. They want a building 

that’s efficient and that meets code. That 

could be green or LEED equivalent, but they 

don’t generally care.

LOUGHRIDGE: We started our LEAN journey 

about five years ago, and that was because 

one of our biggest healthcare clients adopt-

ed it. It’s a new approach, a new process, of 

building and developing a team throughout 

the whole construction and design process. I 

guess the correct terminology is: You go slow 

so you can go fast. On the [Henderson] Hospi-

tal, we spent a lot of time in pre-construction. 

So we spend cheap dollars thinking things 

through to save expensive dollars on the con-

struction end. We’re right on budget. The orig-

inal goal two years ago was we want heads in 

beds October 31, 2016. We were working with 

the city and they were helping us, but we still 

didn’t have a full building permit until Decem-

ber. We never changed that October deadline.

WHAT LESSONS DID 
THE RECESSION 
TEACH?

MARTIN: Don’t sacrifice with how you’re 

hiring people. Don’t sacrifice in how you 

run your job. Don’t change the type of 

company you are. And don’t lurch. That’s 

what we saw more people doing out of acts 

of desperation. I can say that because we 

did it. We went from a situation where we 

 Industry Focus
were doing almost half a billion dollars a 

year in revenue with 700 people only in Las 

Vegas. In 17 months, we were in nine cities 

in seven different states, and more than 90 

percent of our revenue coming from a client 

that we had never worked for before.

DANOSKI: Don’t compromise your core values.

MONKARSH: The more desperate you be-

come, the more you call, the more you 

chase, the more you show that despera-

tion. It becomes a detriment to who you 

are. The best jobs I’ve had are the ones that 

just dropped in my lap. The worse jobs that 

I’ve had are the ones that I’ve been chas-

ing, chasing, chasing.

MARTIN: When you work for a company 

or work for a client who doesn’t find value 

in the service you provide, it’s going to go 

bad. It doesn’t matter what industry you’re 

in. If your client doesn’t appreciate the level 

of service that they’re going to get, you may 

win the work, but you won’t like it.

Chris Wilson, Vice President at Nevada Business Magazine,
can help you navigate branding, marketing and
image-building for your business. 
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 Speaking for Nevada

ith more than 42 million visitors to Las 
Vegas annually and community leaders 

calling for updated transportation infra-
structure for residents and tourists alike, 

now is the time to discuss new transportation possibili-
ties in Southern Nevada that are necessary to support 
the next generation of economic development. Recently, 
Brownstein Hyatt Farber Schreck partnered with the 
Southern Nevada Regional Transportation Commission 
to host nearly 50 community leaders and decision mak-
ers from Southern Nevada for a tour of Denver’s transit 
development projects and start a conversation on how 
Southern Nevada can achieve a modern, efficient and 
workable transit solution and the economic benefits from 
such investments. 
 The Nevada delegation traveled to Denver to tour the 
city’s current transportation options, take a sneak peek at 
future innovative development projects, and participate 
in discussions with key leaders from Denver’s public 
and private sectors. The ultimate goal was to provide the 
group with a working snapshot of a model investment in 
smart transit options. 
 Through panel discussions on public/private partner-
ships and alternative funding mechanisms, to on-site 
tours of development projects at various stages of comple-
tion, the Nevada delegation was exposed to the financing, 
real estate, political and legislative subject matter experts 
who brought many of Denver’s transit and redevelopment 
projects to fruition. These insights, including successes as 
well as missteps, showed the Nevada delegation how one 
city took the need for smart transit options from concep-
tion to completion and the development that continues to 
grow as a result of such investments in transportation.
 Denver International Airport (DIA) has long been 
considered a far-off outpost ever since plans for its loca-

tion and construction were first announced. Before the 
light rail and commuter rail systems that are being built 
now, it was cumbersome for those downtown to access 
the airport. Denver’s city leaders listened to concerns, 
committed to work together and applied for federal 
grants to help fund commuter rail from downtown Den-
ver to DIA. Last month, the transit center at the airport 
opened and commuter rail will operate to connect DIA 
to the heart of downtown Denver for $9. 
 During a panel discussion with experts from the 
public and private sectors, they narrowed in on the 
greatest benefit to support investments in transit sys-
tems: the increased economic development that comes 
with improved infrastructure. Some of these proj-
ects have already come to fruition and others are in 
various stages of construction, planning and develop-
ment. A significant example of this type of economic 
growth is the development at the new commuter rail 
station located at 61st and Pena Boulevard, Pena Sta-
tion NEXT. Included in this “smart city” is the new 
home of Panasonic Enterprise Solutions Company 
(Panasonic), which, according to Jarrett Wendt, vice 
president strategic initiatives at Panasonic, decided 
to relocate this division of Panasonic North America 
to Denver because of the development opportunities 
that accompanied the infrastructure improvements in 
the area. Mr. Wendt stated that companies like Pana-
sonic highly prioritize a region’s commitment to smart 
transportation solutions when considering a new home 
for its employees.
 After experiencing firsthand how cities like Denver 
are able to fund and plan their transportation invest-
ments, it’s exciting to see how Southern Nevada will 
continue the conversation around smart transit infra-
structure like light rail and commuter rail.

W

TRANSPORTATION
IN SOUTHERN NEVADA

Rebecca Miltenberger is shareholder and Alisa Nave-Worth is senior policy advisor
and counsel with Brownstein Hyatt Farber Schreck
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 Free Market Watch

f Nevada is serious about improving education throughout the 
state, it needs to begin focusing on children — not taxpayer-
funded bureaucracies. 
    By using students and teachers as little more than political 

props, the established public school system routinely pressures 
voters, taxpayers and politicians for an ever-increasing amount 
of funding. 
 Governor Brian Sandoval used Nevada’s poor educational 
track record as partial justification for the largest tax increase in 
state history — and he’s not alone in his efforts to fundraise off 
of the state’s abysmal school system. 
 Nevada politicians have done this for decades, and it’s never 
lifted public K-12 education out of its ditch.
 Now, Washoe County is currently mulling a tax increase to 
fund higher levels of spending. 
 Clark County School District officials have even started 
blaming limits on property-tax increases for the district’s al-
leged financial woes — despite the fact that the district’s budget 
continues to grow.
 In almost every instance, defenders of the state’s educational 
status quo explain to citizens that our hard-earned tax dollars 
will go toward “helping the children.” 
 It seems a compelling argument, given the fact that Nevada rou-
tinely ranks among the worst public education systems in the na-
tion. With almost 40 percent of fourth-grade students functionally 
illiterate, massive teacher shortages and a crumbling infrastructure, 
it’s easy to see why the public is so eager to “help the children.”
 So what level of progress has Nevada seen after decades of 
tax hikes and spending binges? The sad truth is, not much — if 
any. 
 Despite almost non-existent 1 percent enrollment growth, 
CCSD continues to struggle with hundreds of teacher vacancies. 
Several decades of average per-pupil spending increases have 
failed to make even a small dent in statewide student achievement 
rankings. And billions of dollars in capital improvement projects 
every year seem wasted, as districts fail to maintain school build-
ings that are roughly 25 years younger than the national average.   
 Yet, despite this clear financial mismanagement, public offi-
cials continue to clamor for more taxes, increased spending and 
larger bureaucracies. 

 Judging by the results, however, this regularly recycled “so-
lution” to the Silver State’s educational woes is clearly not hav-
ing an impact on the single most important aspect of reform: 
student performance. 
 Instead, the billions of dollars spent by local and state agen-
cies have gone toward a bloated behemoth of special interests 
and a government monopoly with little incentive to prioritize 
efficiency or student achievement. 
 The current practice of shoveling money at a cumbersome 
and wasteful government bureaucracy is clearly doing nothing 
to improve opportunity for Nevada’s children. It’s well-beyond 
time for reform that substantively puts the needs of children 
over the wants of the system. 
 The idea of empowering families to take control of their 
children’s future shouldn’t be revolutionary — unfortunately, in 
today’s world it is often considered such. 
 Thanks to Education Savings Accounts, (ESA’s) however, 
Nevada is on the cusp of leading this educational revolution.  
 Unlike obscure tax increases designed to fund centrally 
planned public school agencies, ESA’s directly “help the chil-
dren”— not teacher unions, administrative bureaucracies or 
politicians.  
 In fact, that is the single most productive aspect of ESA’s: 
They take the politics out of education, replacing it with the 
interests of parents, students and educators. 
 Rather than empowering the political groups that have long 
exploited the system, ESA’s empower individual families — 
giving them the ability to tailor their children’s education in a 
way that optimizes their ability to succeed. 
 ESA’s put the accountability back with the people who are 
most invested in student success: parents, educators and fami-
lies. At last we’ve a system that actively promotes the single 
most important element of any education reform — student 
performance. 
 If we are really concerned about “helping the children,” let’s 
stop rewarding a political system that has a proven track record 
of failing our younger generations. 
 Let’s cut bureaucrats, special interests and political influ-
ences out of the equation, and put education back in the hands 
of parents.

I

ESA’S AREN’T ABOUT POLITICS
— THEY’RE ABOUT THE STUDENTS
Michael Schaus is communications director for the Nevada Policy Research Institute.

COMMENTARY
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 Welcome to Nevada

ArroHealth
A national provider of medical payment 
analytics, medical record retrieval, data 
aggregation and medical record cod-
ing, ArroHealth recently opened a new 
operation center in Reno. The location 
will service the company’s clients in the 
West and expects to fill approximately 
90 positions in the first year of opera-
tion. Additionally, the company expects 
to fill up to 300 new positions within the 
next five years at the Reno location.

Cam-Concept
A manufacturer of primarily custom in-
dustrial equipment and Cam-Lift systems 
has opened its U.S. headquarters in Sparks. 
Cam-Concept expects to hire 10 employ-
ees whose average wage is more than $28 
per hour including positions such as ma-
chinists, welders, engineers and a sales 
team. The Cam-Lift system was developed 
by Cam-Concept and is used worldwide in 
construction, waste disposal, landscaping, 
roofing, aviation and agriculture.

Conn’s Inc.
Conn’s Inc. recently opened a HomePlus 
store in Las Vegas. The store added over 
25 jobs to the area. Conn’s is a specialty 
retailer of furniture, mattresses, home 
appliances and consumer electronics 
and the new store is 42,331 square-feet. 
The company operates 100 retail loca-
tions in 12 states and this is the retailer’s 
third Nevada location.

To submit suggestions for this new column, email editor@nevadabusiness.com.
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 Around the State

Cox Ranked Amongst Most Diverse
Cox Communications has ranked number 18th on the 2016 Top 50 Companies for 
Diversity list by DiversityInc. The annual ranking is a rigorous, data-driven survey which 
guages detailed demographics based on race/ethnicity and gender at some of the largest 
U.S. employees. Each company’s rank was based on an analysis of 183 factors.

Housing Prices Rise 
Across Nevada
According to the Greater Las Vegas Asso-
ciation of Realtors’ (GLVAR) most recent 
report, the median price of single-family 
homes is up 7.3 percent from the same re-
porting period a year ago to $220,000 in 
Southern Nevada. Chase International Real 
Estate also recently released a report indi-
cating that the median price of a home in 
the Reno/Sparks area rose nine percent to 
$290,000 from the same reporting period 
in 2015. The median cost of a home in Car-
son Valley also rose 11 percent to $315,000. 
Additionally, in both Southern and North-
ern Nevada, the volume of home sales has 
increased significantly with Freddie Mac 
predicting 2016 will see, “total home sales, 
housing starts and home prices will reach 
their highest levels since 2006.” (Sean Beck-
etti, chief economist, Freddie Mac)

MountainView Hospital 
Residency Program 
Receives Accreditation
MountainView Hospital has received ac-
creditation for its general surgery residency 
program from the Accreditation Council for 
Graduate Medical Education (ACGME). The 
residency, in partnership with the University 
of Nevada School of Medicine, will have 28 
positions and surgery residents, post-graduate 
years one to four are expected to start in the 
program on June 27th of this year. Residents 
will rotate to Sunrise and Sunrise Children’s 
Hospital for trauma, surgical critical care and 
pediatric surgery experience.

Nevada Corporate 
Philanthropy Report 
Released
Nevada Corporate Giving Council has 
released the Corporate Philanthropy Re-
port for last year. The report, conducted 
by Applied Analysis, was compiled from 
a statewide survey accompanied by ex-
tensive research. The report found that 
Nevada companies gave an estimated 
$100.9 million in financial assistance to 
non-profit organizations. Additionally, 
this year’s report showed an increase in 
education program giving and a decrease 
in health and social service giving.
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CONTINUED FROM PAGE 11

courses) have been named magnet schools 

of distinction or of excellence.

 The CCSD franchise program continues 

to pick up speed as principals who excel 

with at-risk schools are given a second and 

sometimes third school to oversee. Great 

preliminary results means more elemen-

tary schools will be added, followed by high 

schools and the middle schools that feed 

those high schools, in order to build continu-

ity for grades six through 12.

 CCSD is the fifth largest school district in 

the country but, despite rumors, it isn’t being 

broken up into multiple districts. Instead, the 

district is looking at creating a school-based 

collaborate model which allows administra-

tion at individual schools to make decisions 

on the specific school population and in-

structional programming with clear sets of 

accountability measures.

 Public schools don’t exist in a vacuum 

and community partnerships can make a 

positive difference. The CCSD Reinvent 

Schools project created a partnership 

with Wynn Resorts Company and Encore 

to provide wraparound services to schools 

such as food and basic needs like cloth-

ing and medical treatment, so parents in 

the walking community of specific schools 

have access to those services through the 

school. 

 Another program brings Paradise El-

ementary School into partnership with the 

College of Education at UNLV. 

 “We are developing an environment 

much like a teaching hospital where profes-

sional educators will not only implement in-

novative programming to increase student 

achievement, but also be able to take stu-

dents in their teacher preparation program 

and give them valuable experience,” said 

Skorkowsky.

 A third Reinvent Schools project being 

developed partners Hollingsworth Elemen-

tary with the City of Las Vegas which will 

provide extensive before and after school 

programming for students who live and at-

tend school in the downtown area. 

 In Washoe County, the Department of 

Family-School Partnerships, working with 

Acting in Community Together in Orga-

nizing Northern Nevada (ACTIONN), has 

become the national hub of the Parent 

Teacher Home Visit Project, which actually 

allows teachers to visit students’ homes in 

an effort to get families involved in the 90 

by 20 program – graduating 90 percent of 

high school students by the year 2020.

It All Adds Up 
 After a period of time when the numbers 

were flat, high school graduation numbers 

are picking up again and Nevada students 

heading to college are better prepared 

 Cover Story EDUCATION OUTLOOK
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of Illinois, it will pay tuition up to what 

would be paid for University of Nevada, 

Reno, or University of Nevada, Las Ve-

gas,” said Schwartz. 

 According to the Center for Social De-

velopment at Washington University in St. 

Louis, “Children with a college savings 

account are up to seven times more likely 

to attend college than those without an 

account.”

than they were in the past, said Dan Klaich, 

chancellor, Nevada System of Higher Edu-

cation (NSHE). 

 “We still have a ways to go. We know 

there are too many students who gradu-

ate from Nevada high schools and still 

have to take some remedial course work. 

We are working very closely with school 

districts and the State Board of Educa-

tion on that issue, but the numbers and 

quality are up.”

  It’s not always easy for those students 

to get to college. “We have a very large un-

met financial assistance need in Nevada,” 

said Klaich. “We know that. We have a lot 

of working poor in Nevada, we have a lot 

of families with low incomes and we have 

a lot of first generation families that have 

multiple members of the household that are 

working.”

 To meet some of those needs, the 2015 

Nevada Legislature created the Silver State 

Opportunity Grants, available to eligible 

low income students attending community 

or state colleges.

 “What we expect the results of the pro-

gram to show is that the students who re-

ceived the aid did better and progressed 

more rapidly toward their degrees than 

their peers who were not assisted,” ex-

plained Klaich.

 Four broad programs administered 

through the State Treasurer’s Office focus 

on helping Nevada residents fund college 

educations.

 The College Kick Start Program is 

about to expand, according to Schwartz. 

The program allows families to save for the 

future with an account started by the State 

Treasurer’s Office (STO) which uses a por-

tion of program manager fees rather than 

taxpayer dollars to initially fund tax-free ac-

counts. When the student’s ready for col-

lege, the money taken out of the account is 

tax free. Called “529” college savings pro-

grams, they’re administered through the 

Nevada STO but can be used anywhere in 

the country.

 “The reimbursement rate is set by 

what the regents set for Nevada, but if 

your kid gets into Cal State or University 

 Cover Story
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 The STO also administers the Nevada 

Prepaid Tuition Program that allows parents 

to pay for college when their child is still in 

kindergarten – the tag line, said Schwartz, is 

Tomorrow’s Tuition, Today’s Prices. 

 College savings plans have a direct cor-

relation to the job market in Nevada, and 

in turn, Nevada’s economic future, because 

there are so many jobs coming into the area 

that require specialized skills.

 “There are lots of jobs that are happen-

ing here, and unless kids are prepared for 

those jobs, then they go out of state,” said 

Schwartz. “Our objective is to create a cul-

ture of education in the state of Nevada and 

the ESA and College Savings programs are 

a part of that.”

Resolving Issues
 The number one issue for the current 

budget being prepared by the NSHE Board 

of Regents is workforce needs. 

 “Community colleges are the vanguard 

of the workforce,” said Klaich. As economic 

development efforts bring in more compa-

nies, a skilled workforce is mandatory.

 “That’s not to say that a general liberal 

arts education is not important,” Klaich 

added. “It’s still extremely important, may-

be more important than ever because jobs 

will change so much in this knowledge-

based society.”

 Which means two new medical 

schools opening in Southern Nevada, 

UNLV’s School of Medicine and Roseman 

University of Health Science, fit right in 

with Nevada’s growing healthcare indus-

try. The University medical school was 

funded by the 2015 Nevada Legislature, 

and it’s expected to not only upgrade the 

healthcare workforce in the region, but to 

create partnership opportunities for the 

state and the county. 

    The new medical schools may fit in nice-

ly for students already attending a magnet 

school or the signature academy for health 

sciences at Hug High School, said Davis, 

but everything’s new, so she’s waiting to 

see. “There are a lot of shiny careers out 

there and we educate kids for jobs we 

don’t even know exist. For us, it’s about 

making sure we give them essential 21st 

century skills to operate and they take that 

with them with the opportunity to work in 

the job force.”

 After years of Nevada’s education 

system ranking at the bottom of state 

comparisons, changes are being insti-

tuted that have the potential to make a 

difference. The changes may not be a 

silver bullet, said Schwartz, “but we are 

addressing the issues because ultimately 

when employers don’t come to Nevada, 

one of the reasons is that our education 

standards are not what they should be. 

I think we’re addressing that. Jobs and 

education go hand in hand. We’re trying 

to do both.”

“There are a lot of shiny careers out 
there and we educate kids for jobs we 

don’t even know exist.”
— Traci Davis,

Washoe County School District
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MOVERS & SHAKERS

Face
to Face

Chief Operating Officer
Nevada Donor Network (28 years in NV)

SIMON
KEITH
Type of Business: Organ Procurement Organization | Hails from: Victoria, British Columbia, Canada
4 years with company in Nevada | Based in: Las Vegas

“True leaders 
only see 
green lights.”

How did you first get
into your profession? 
I originally sat on the Board of Directors of 
the organization and moved to an internal 
role in order to have greater influence 
on the company. I am also the grateful 
recipient of a life saving heart transplant.

What is your pet peeve? 
Excuses.  People who make them and 
people who accept them.

What do you want your
legacy to be? 
To have Nevada lead the world in organ, 
tissue and cornea donation.

When you were a kid,
what did you want to be?
Professional Soccer Player

What is your motto?
True leaders only see green lights.

What business advice
would you give someone just 
starting in your industry?
Network, network, network. All business 
success is generated from relationships 
with others.  It must, however, be sincere.

What is a little known
fact about you?
I love playing hockey.

If you could be any
fictional character,
who would you be? 
Iron Man…Dude’s a beast.

What do you wish you
would have learned at the 
beginning of your career?
The importance of having a business/
financial background.  This is one of the 
most important assets to possess in 
order to move from industry to industry.

If you could have coined
a single phrase of wisdom,
what would it be?
“Here’s to the crazy ones. The rebels. 
The troublemakers. The ones who see 
things differently. While some may seem 
them as the crazy ones, we see genius, 
because the people who are crazy 
enough to think they can change the 
world are the ones who do.” - Steve Jobs

If you could take back one 
sentence you’ve ever spoken
what would it be?
“I’m not sure I can do that.”

What is your favorite thing
about living in Nevada?
The culture of opportunity.

What’s the toughest lesson
you’ve learned in your career?
If you’re in a deal that pays 80/20, figure 
out how to be 80.
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tem (especially the community colleges) 

that is overseen by a Board of Regents and 

DETR.

Nevada’s
Workforce System
 The workforce system is a large puzzle 

that includes the economic development 

agencies that work with potential new em-

ployers, the K-12 educational system that is 

locally controlled, a higher education sys-

 “The biggest workforce trainer is our 

education system,” said Soderberg.

 The competitive labor market and the 

possibility that key staff members will be 

recruited away from their current employ-

ers comes at a time when thousands of 

baby boomers are also preparing to retire 

or scale back their employment.

 Smart employers are crafting succes-

sion plans that extend far beyond owner-

ship and top management, Nicholson said. 

“What would happen if you lost your top 

five people?” she asked clients. “Would 

they leave with the secret sauce?”

New Regulations
 Lawmakers, regulators and judges have 

played key roles in establishing the playing 

field for employer-employee relationships.

 Last year, the Nevada Legislature ap-

proved a measure that helped employers 

deal with the vexing questions that sur-

round designation of workers as employ-

ees or contractors.

 The new law (SB 224) sets a series 

of standards to designate a worker as a 

contractor. They must have control over 

the time and the manner of the work, or 

they must be able to work for others at the 

same time.  If those standards are met, the 

state establishes a “conclusive presump-

tion” the worker is a contractor rather than 

an employee.

 This can be confusing, however. Federal 

standards for determining a worker’s status 

are different, and unwary employers could 

find themselves in violation of the federal 

standard even if they meet the state’s con-

clusive presumption.

 “Be careful and be aware of both des-

ignations,” said McDonald Carano’s God-

dard. “My advice to employers would be 

to err on the side of caution and designate 

workers as employees.”

 At the federal level, employers and hu-

man resources specialists are keeping a 

close eye on a proposed rule that would 

change the Fair Labor Standards Act regu-

CONTINUED FROM PAGE 15
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a U.S. Department of Labor ruling from 

2011 that prohibits businesses from requir-

ing that employees share their tips.

 Some restaurants have required pool-

ing of tips, which then are shared with 

back-of-the-house staff such as line cooks 

and dishwashers. The federal court barred 

that practice, although the decision may be 

challenged.

 Rule Compliance
 While employers wrestle with the im-

plications of recent court decisions, Lane 

said workers, perhaps emboldened by the 

stronger labor market, appear to be filing 

more complaints about workplace issues 

with federal regulators.

 “We’re seeing stepped up enforcement 

by the U.S. Department of Labor, and au-

lations covering executive, administrative, 

and white-collar employees who are ex-

empt from overtime.

 Currently, the minimum salary threshold 

for exempt workers is set at $24,000 a year, 

and workers who earn less than that can’t be 

exempted. The U.S. Labor Department, how-

ever, is pondering a change in the threshold, 

perhaps setting it as high as $54,000.

 It’s still uncertain when the new rules 

might be adopted. “Employers need to stay 

tuned,” said Dora Lane, a partner in the law 

firm of Holland & Hart.

 Goddard said employers are closely 

watching a Nevada case, Hancock v. State 

of Nevada Office of the Nevada Labor 

Commissioner, which addressed a couple 

of sticky questions in the state’s minimum 

wage law.

 Nevada’s minimum wage is unusual be-

cause it’s set on two tiers — $8.25 an hour, 

or $7.25 an hour if the employer offers qual-

ified health benefits. But what happens if 

the employer offers a qualified health plan, 

but the employee declines? This commonly 

arises when a worker chooses to be cov-

ered by a spouse’s health plan.

 The Hancock case, which was heard by 

the Nevada Supreme Court in early April, 

also addressed whether tips received by 

the employee should be calculated in de-

termining whether the health plan qualifies. 

State law says qualified health insurance 

can’t cost more than 10 percent of the em-

ployee’s gross taxable income.

 “It’s a pretty important case for employ-

ers who are required to comply with the 

two-tier minimum wage,” said Goddard.

 In another case with implications for 

restaurants and hospitality businesses, the 

federal 9th Circuit Court of Appeals upheld 
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dits almost always are pushed by com-

plaints,” Lane explained.

 That provides even more reason why 

all employers, even small companies with 

fewer than 10 employees, need to get their 

ducks in a row and keep them in a row.

 Nicholson said, “Make sure you are in 

compliance with the rules for organiza-

tions your size, but plan for the next level 

now.”  As a general rule, she said, it’s help-

ful if small firms plan as if they will become 

a 50-person organization. It’s fairly easy to 

plan ahead and get the proper systems in 

place. It’s difficult to play catch-up after the 

company has outgrown the rules for small 

companies.

 The forms that small businesses need 

to be compliant generally are available from 

the Department of Labor, and Nicholson 

added her firm, like other HR consultants, 

provides free and low-cost counseling to 

small business with compliance questions.

 However, compliance alone isn’t enough. 

Consistent application of rules across the 

workforce is important, Nicholson said. The 

owner of a small business needs to take 

personal responsibility for legal compliance, 

no matter who in the office handles the rou-

tine HR paperwork. “It always falls on the 

owner,” she cautioned. “The owner is the 

person responsible.” 

 Among the compliance issues causing 

some headaches is the legalization of medi-

cal marijuana in the state — and the possi-

bility that voters in November could legalize 

recreational use of marijuana in Nevada. In 

most cases, Lane said employers have han-

dled the use of medical marijuana by work-

ers the same as they handle other medical 

cases. They make accommodation.

 But Goddard noted that the marijuana-

using employees raise questions for employ-

ers with drug-testing policies, particularly if 

recreational marijuana becomes legalized.  

 “Employers should be aware of these 

issues,” Goddard said. “It’s a real concern 

because so many employers have drug-

testing policies.”

 At the same time, she said that employ-

ers need to take a close look at their drug-

testing policies to ensure that they meet 

an actual need — workplace safety, for 

instance — and don’t unnecessarily create 

difficulties in the recruitment and retention 

of workers.

 As the state’s job market continues 

to tighten, every little edge will make a 

difference in the competition to land top 

workers.  
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RISK & 
REWARD

By Jennifer Rachel Baumer

COMMERCIAL REAL ESTATE
INVESTMENT IN NEVADA

 Before the recession, banks were chas-

ing yield and opportunities, competing with 

other banks for the business of investors and 

developers, and there were only a finite num-

ber of opportunities for development and 

construction. At that point, banks were will-

ing to finance raw land for speculation, rather 

than financing it just for development.

 “Investors thought the value of land was 

always going to go up or at least stay the 

same,” said Kyle Nagy, director, CommCap 

Advisors. “After the recession, banks learned 

it’s best to finance income-producing assets 

only; those are assets that are leased, or oc-

cupied, and collecting rent, rather than non-

producing assets like land.”

 “Land is a niche speciality within invest-

ment real estate, meaning the transaction 

volume (and ownership pool) is generally 

much smaller than any of the core product 

types,” said Todd Manning, sales manager, 

Marcus & Millichap. “It’s also considered 

one of the most speculative investment 

property types since most land parcels do 

not produce income until they are improved 

and leased to an end user.”

 Because once there’s value added to the 

land, something that makes it income-pro-

ducing, there’s recourse for lenders, a way 

of getting repayment of risk. “If land is sit-

ting vacant and not producing income, the 

only repayment method is through a sale or 

refinance,” said Nagy.

 So where lenders used to finance raw 

land, now they finance land only when con-

struction and development are in process. 

 “So you start with a piece of dirt that 

used to be a farm,” said Dan Oster, senior 

vice president, NAI Alliance. “You can take 

that farm and change the zoning on it.” 

Which changes the land to entitled land, 

 Building Nevada

COMMERCIAL real estate investment prop-

erties encompass all the categories of com-

mercial real estate: office, retail, industrial 

and multi-family properties. Commercial real 

estate (CRE) itself encompasses everything 

from the dirt the property is built on to fully 

tenanted buildings being sold for the best 

price because every step along the path of 

commercial real estate from a plot of dirt to 

the “No Vacancy” sign adds value.

 But it all starts at ground level: dirt. An 

investor or developer finds a parcel of land 

and envisions some kind of building on it. 

Purchasing the land is the first step to creat-

ing value in a property that can be sold, and 

that process has changed since the eco-

nomic downturn. 

Dan

Oster
NAI Alliance
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having gone through the process of garner-

ing approvals and permits from local regula-

tory agencies, the first step in adding value 

to land.

 Development and construction are the 

next steps, the actual creation of a build-

ing that fits into one of the commercial real 

estate categories. There’s more value to a 

building which can be sold to repay financ-

ing and therefore less risk for a CRE inves-

tor. Less risk means a higher purchase price, 

but as long as the buyer continues to add 

value to the property, the price continues to 

go up (given favorable market conditions).

 The next step is to add people. “Once 

you have a tenant in the building and 

they’re paying a monthly rent, that’s be-

come cash flow that you can sell,” said 

Oster. “So that’s what we’re talking about 

when we talk about investment properties. 

We’re selling buildings that have already 

been occupied, and there’s less risk asso-

ciated with real estate as it moves up that 

value chain. When there’s less risk, people 

tend to pay more for it.”

 There are other ways to add value to a 

property, and other times to do so during 

the life span of a building. Some investors 

buy buildings that are already leased but 

because the market is heading up, they be-

lieve they can grow the rents in that build-

ing as tenants leave and new tenants come 

in. “So you don’t even have to take a build-

ing from vacant to full for it to be a good in-

vestment and value add,” said Oster. “You 

might say ‘I’m going to take something that 

already has a tenant in it and I think I can 

push the rents upward,’ and that’s another 

type of investment sale.”

 Other investors look to put a name 

brand company into the building with a 10 

or 15 year lease. That’s a single net leased 

investment, said Oster, a situation where 

the investor believes over the course of 

the lease they’ll make in rent payments all 

of the money they put into the building. A 

“There are as many different kinds of motivations [for CRE investment]

as there are opportunities for people, and matching the reality

of what’s available in a building to the motivation or the desires of the

person who’s buying it? That’s the trick to investment real estate.”

— Dan Oster, NAI Alliance

http://www.nevadabusiness.com/?utm_source=PDF&utm_medium=PDF&utm_campaign=PDF%20PDF%20May%202016


55MAY 2016   NEVADA BUSINESS MAGAZINE

single-tenant, net-leased investment gives 

the investor total ownership of a tenant-

occupied property.

 Whether an investor starts with a fully 

occupied property, or works to lease out the 

building, or starts from the ground up, once 

a building is 100 percent occupied, it’s con-

sidered a stabilized building. At that point an 

investor might sell it to somebody looking 

for a less risky CRE investment, according 

to Oster.

Financing
 “There is a multitude of financing sourc-

es for investment real estate, but the four 

most common sources are credit unions, 

commercial banks, life insurance compa-

nies and commercial mortgage-backed se-

curities,” said Manning.

 In the wake of the economic downturn, 

“Financing is very tight, and there’s a lot 

more paperwork and more diligence and 

disclosure,” said Ted Stoever, vice presi-

dent, Northern Nevada, Colliers Internation-

al. “It’s starting to loosen up, and there’s a 

lot of cash out there. A lot of investors today 

are cash buyers.”

 “Before the recession there were a lot 

more complex financing options available,” 

said Oster. Investors could look to conven-

tional loans from banks, or retirement funds, 

or even insurance companies, and could 

layer debt on top of that. The buyer didn’t 

have to bring as much cash to the table as 

he does today.

 Post-recession, banks and lenders re-

quire buyers to have a lot more cash or eq-

uity as opposed to debt. The new require-

ments are in part driven by the new regula-

tions, federally imposed on banks since the 

economic downturn, which in some cases 

is spillover from the changes put in place to 

cover financing of residential buildings.

 One financing option for investors is the 

non-recourse loan. For income-producing 

stabilized buildings, a non-recourse loan 

might be available from a larger institution 

like a life insurance company or an invest-

ment bank. With such a loan, the investor 

– the individual borrower – is not personally 

liable for the loan unless he commits certain 

acts. “The loan is non-recourse, if the mar-

ket fails or the tenants move out and I’m the 

borrower and unable to make the payment, 

I could truly give the property back to the 

lender and they cannot pursue me person-

ally,” said Nagy. That is, unless the borrower 

commits fraud, misrepresentation, causes 

environmental damage or other various 

“warm body” or “bad boy carve-outs.”

 When does a borrower use a non-

recourse loan? “Any chance you could,” said 

 Building Nevada
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via stateside investors who have foreign 

roots, and/or through government fund-

ing programs like EB-5,” said Manning. 

EB-5 is a program created by Congress 

in 1990 to stimulate the U.S. economy in 

part through capital investment by for-

eign investors. “I’d estimate less than 10 

percent of all transactions are done di-

rectly with foreign investors or entities, 

however; the indirect sources are likely 

much more significant, and equally diffi-

cult to track,” Manning added.

 Southern Nevada is seeing foreign in-

vestors, but the market isn’t considered 

as hot as Los Angeles or San Francisco, 

or the East Coast markets. “We have 

some,” said Nagy. “But not at the same 

level as larger markets.”

 In Northern Nevada, Oster said, “I 

haven’t quantified [the number of foreign 

investors] but the largest transaction in 

the last couple years was bought by a 

company that has its roots in the Shang-

hai Sovereign Fund.” 

 Information about foreign investors isn’t 

always public, at least until the deal closes. 

“Everybody is very circumspect when de-

scribing who their clients are. That’s some-

thing people want to protect but I’ve also 

heard that there’s Saudi money chasing 

deals in Reno,” Oster said. 

 While CRE investors contribute to 

Nevada’s economy, Nevada’s economy 

also needs to be the draw for the inves-

tor. “Any time somebody is going to buy 

a piece of land and build a building on 

it, that analysis is always driven by what 

they expect the exit investment sale to 

look like,” Oster said. “So if there’s a ro-

bust investment market in Northern Ne-

vada, it gives developers and investors 

incentive to invest, either in land or new 

building opportunities.”

 In Northern Nevada, market news in-

cludes the return of the smaller investor. 

While national and international capital 

fund players – publically traded companies 

called real estate investment trusts (REIT) 

Nagy. “Typically they’re only available for 

income-producing stabilized properties. 

Before the recession, yes, we were doing 

non-recourse construction loans and 

non-recourse loans on vacant land. That 

was part of the boom and part of the 

exuberance of the marketplace.”

 Other financing options for investors 

include Small Business Administration 

loans, and a lot of today’s buyers are pay-

ing cash, according to Scott Oelke, se-

nior investment advisor, Sperry Van Ness.

Investing in Nevada 
 Not all of the CRE investors buy-

ing properties in Nevada are domestic. 

“There is foreign money coming into 

commercial real estate, some of it directly 

from foreign investors located outside the 

country, but probably more so indirectly, 

 Building Nevada INVESTMENT PROPERTIES
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whose business is owning and operating 

real estate – were among the first to recov-

er from the downturn, we’re now seeing the 

return of the private smaller investors who 

want the $1 million to $10 million opportuni-

ties, which Oster calls an encouraging sign.

 Today the market in Northern Nevada 

is back in terms of volume of transactions. 

Industrial properties remain a strong mar-

ket segment. “Over the past several years 

we’ve seen some large industrial portfoli-

os change hands several times,” said Sto-

ever. For example, Dermody Properties 

sold its portfolio to Global Logistic Prop-

erties Ltd., which partnered in the acqui-

sition with GIC Pte. Ltd., which is Singa-

pore’s sovereign-wealth fund. “Industrial 

has always been fairly strong, that market 

segment is strong, there’s a lot of develop-

ment on that side,” Stoever said.

 The last year has also seen a lot of 

retail investment. Although Northern Ne-

vada was overbuilt with retail, with many 

empty retail spaces, now that the econo-

my is picking up, retail is starting to catch 

up, and is now a viable opportunity for 

investment groups.

 In Southern Nevada the market is hot, 

especially for leasing. “Obviously it de-

pends on the price,” said Oelke. “Some 

landlords aren’t very realistic, but for 

those that are, there’s not a lot of indus-

trial warehouse mix available right now.” 

Scarcity does drive up prices.

 Building is expensive, and often com-

pany principals would rather lease. “Typi-

cally what happens is commercial lags 

behind residential anywhere from six to 

18 months, but I’m not seeing a lot of 

building right now in commercial,” said 

Oelke. “More people are leasing spaces 

already available, and owners will put in 

tenant improvements into the property if 

they need to.”

 “We were hit very hard and it took 

us a long time to recover,” said Stoever. 

“The market now is very strong, there’s 

a lot of interest and a lot of capital com-

ing into this market. Our world has com-

pletely changed from two years ago. 

Everybody I know in this business is ex-

tremely busy.” 

 “Each property type has its own 

characteristics,” said Nagy. “Industrial 

is doing very well, multi-family is doing 

very well, retail is doing pretty good. 

Office continues to struggle, but is im-

proving. Land values are up. Overall it’s 

a much better market than it was a year 

prior.”

 “There are as many different kinds 

of motivations [for CRE investment] as 

there are opportunities for people, and 

matching the reality of what’s available 

in a building to the motivation or the 

desires of the person who’s buying it? 

That’s the trick to investment real es-

tate,” said Oster.

 Building Nevada
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Sale, Retail
ADDRESS SWC of Craig Rd. & Decatur Blvd. 
89130
BUYER JARM ONE, LLC
SELLER Professional Properties of Las Vegas
DETAILS 21,003 SF; $2,750,000
APN 138-01-712-002, 138-01-712-005 & 138-01-
712-008
SELLER’S REP Tina D. Taylor and Candace 
Carrell of Marcus & Millichap

S

Project, Multi-Family
ADDRESS 4259 S. Maryland Pkwy., 89119
CONTRACTOR OF RECORD The Korte 
Company
DETAILS The Midby Companies has invested 
$76 million into U District, a three-phase student 
housing redevelopment project. Phase I, 
includes the demolition of existing structures and 
construction of The Degree, is now underway. 
The Korte Company was selected as general 
contractor for the 377,000 square-foot complex 
which will include a fitness center, study rooms, 
media and social lounges, parking garage and 
a 2,000 square-foot pool. Completion for The 
Degree is slated for fall 2017.

Project, Other
ADDRESS 5800 S. Eastern Ave., 89119
CONTRACTOR OF RECORD Panattoni 
Development
DETAILS Constructing is underway on the 
Enclave, a 75,000 square-foot event venue located 
within one mile of McCarran Airport and four miles 
from the Strip. It will offer facilities for corporate 
meetings, conferences, trade shows, weddings 
and receptions, broadcasting events, training and 

E

Sale, Retail
ADDRESS 4440 E. Washington Ave., 89110
BUYER Berryessa Plaza, LLC
SELLER Mark M. Kaisi
DETAILS 30,441 SF; $2,450,000
APN 140-29-212-003
BUYER’S REP Dan Gluhaich of Colliers 
International
SELLER’S REP Cathy Jones, CCIM and Paul 
Miachika of Sun Commercial Real Estate

Sale, Land
ADDRESS 3500 N. Lamb Blvd., 89115
BUYER Lambeau, LLC
SELLER Lamb Blvd & Las Vegas, LLC
DETAILS 2.42 acres; $390,000
APN 140-07-710-007
BUYER’S REP Ben Millis, SIOR and Chris Beets 
of Newmark Grubb Knight Frank
SELLER’S REP Mark Anthony Rua of Realty 
Executives of Nevada

H

Sale, Land
ADDRESS SWC of St. Rose Pkwy. & Executive 
Airport Dr., 89044
BUYER Beltway 4.77, LLC
SELLER South 15 Partners, LLC
DETAILS 11.94 acres; $2,080,426
APN 191-10-610-002
BUYER’S REP Scott Gragson and Robert 
Torres of Colliers International
SELLER’S REP Dan Doherty, SIOR and Chris 
Lane of Colliers International

[BC] BOULDER CITY [E] EAST [H] HENDERSON [N] NORTH [NW] NORTHWEST [O] OTHER [S] SOUTH [SW] SOUTHWEST [WC] WASHOE COUNTY

DEAL TRACKER

live entertainment. Construction is expected to 
be completed in October 2016 with the grand 
opening in January 2017.

Sale, Industrial
ADDRESS 2057 Maule Ave., 89119
BUYER NSHE Lake Enriquillo, LLC
SELLER PanCal Maule 262, LLC
DETAILS 28,910 SF; $3,250,000
APN 177-02-701-014
BUYER’S REP Susan Borst, CCIM of Colliers 
International
SELLER’S REP Pat Marsh, SIOR and Sam 
Newman of Colliers International

Sale, Industrial
ADDRESS 3035 E. Patrick Ln., 89120
BUYER Harsch Investment Properties
SELLER Dowsett Point
DETAILS 57,838 SF; $5.1 million
APN 162-36-701-001
SELLER’S REP Joe Leavitt and Chris Lexis of 
Avison Young

Sale, Multi-Family
ADDRESS 3821 Royal Crest St., 89119
BUYER John Kapogianis
SELLER DII Properties, LLC
DETAILS 8 units; $53,125 per unit
APN 162-15-312-005
SELLER’S REP Marc Magliarditi of Logic 
Commercial

Sale, Multi-Family
ADDRESS 4801 Spencer St., 89119
BUYER TMIF Acquisitions, LLC
SELLER Nevada Springs, LLC
DETAILS 258 units; $62,015 per unit
APN 162-23-418-008
SELLER’S REP Art Carll and Patrick Sauter of 
NAI Vegas

SW

Sale, Multi-Family
ADDRESS 4250 S. Jones Blvd., 89103
BUYER ROC II NV Ritz, LLC
SELLER Petwin Flamingo Corp.
DETAILS 198 units; $105,211 per unit
APN 163-24-110-055 – 163-24-110-079
SELLER’S REP Tom Naseef, CCIM, SIOR and 
Garry Cuff, CCIM of Colliers International

Lease, Retail
ADDRESS 8850 W. Charleston Blvd., 89117
TENANT Cafe Zupas
LANDLORD 8850 Boca Park
DETAILS 4,096 SF; $1,914,880 for 10 years
TENANT’S REP Jason Otter and Chris 

The Enclave, 5800 S. Eastern Ave.

SWC of Craig Rd. & Decatur Blvd.
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 Red Report

255 N. Sierra St.

Richardson, CCIM of Logic Commercial
LANDLORD’S REP Jeff Mitchell of Virtus 
Commercial

Lease, Retail
ADDRESS 5165 S. Fort Apache Rd. Bldg. C, 
89148
TENANT Go Wireless, Inc.
LANDLORD Reno Capital Group, LLC
DETAILS 4,203 SF; $535,842 for 5 years
LANDLORD’S REP Jason Otter and Chris 
Richardson, CCIM of Logic Commercial

WC

Sale, Office
ADDRESS 800 Haskell St., 89509
BUYER One Lion Group, LLC
SELLER Center for Unique Business Enterprises
DETAILS 16,800 SF; $1,537,500
APN 011-331-01

Sale, Retail
ADDRESS 255 N. Sierra St., 89501
BUYER 2ND and SIERRA, LLC
SELLER Commercial Montage, LLC
DETAILS 5,735 SF; $100,000
APN 011-544-11

Sale, Retail
ADDRESS 95 Foothill Rd., 89511
BUYER Alves South Creek
SELLER Horseshoe Bend, LLC
DETAILS 66,864 SF; $25.5 million
APN 044-011-02 – 044-011-12

BUYER’S REP Chad Coons, CCIM of Gillmor 
Coons Real Estate
SELLER’S REP Lyle Chamberlain of Lee & 
Associates

Sale, Retail
ADDRESS 1201 E. 4th St., 89512
BUYER Forward Investments, LLC
SELLER Elfar & Sandra Skulason
DETAILS 8,161 SF; $397,500
APN 008-263-09

Sale, Industrial
ADDRESS 405 Edison Way, 89169
BUYER Kimmie Candy, LLC
SELLER 405 EDISON WAY, LLC
DETAILS 45,188 SF; $1,475,000
APN 012-316-05
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Southern Nevada analysis and statistics compiled by

RCG Economics, Northern Nevada analysis and

statistics compiled by Dickson Commercial Group.

TOTAL MARKET

Total Square feet

Vacant Square Feet

Percent Vacant

New Construction

Net Absorption

Average Lease sf/mo (nnn)

Under Construction

Planned

WAREHOUSE/DISTRIBUTION

Total Square Feet

Vacant Square Feet

Percent Vacant

New Construction

Net Absorption

Average Lease SF/MO (NNN)

Under Construction

Planned

INDUSTRIAL/LIGHT INDUSTIAL/MANUFACTURING

Total Square Feet

Vacant Square Feet

Percent Vacant

New Construction

Net Absorption

Average Lease SF/MO (NNN)

Under Construction

Planned

R&D/FLEX

Total Square Feet

Vacant Square Feet

Percent Vacant

New Construction

Net Absorption

Average Lease SF/MO (NNN)

Under Construction

Planned

Southern northern

NEXT MONTH: OFFICE
ABREVIATION KEY

MGFS:

SF/MO:

NNN:

Modified Gross Full-Service

Square Foot Per Month

Net Net Net

INDUSTRIAL
FOURTH QUARTER

82,865,140

7,653,421

9.24%

202,000

415,378

$0.375

9,476,716

5,324,710

50,001,711

6,214,436

12.43%

202,000

1,515,790

$0.319

3,476,716

2,913,710

27,841,984

410,154

1.47%

0

123,726

$0.253

6,000,000

2,000,000

5,021,445

1,028,831

20.49%

0

43,589

$0.552

0

411,000

111,325,731

5,568,047

5.00%

190,000

-131,107

$0.77

3,365,226

4,932,700

49,338,833

1,926,147

3.90%

0

-107,258

$0.73

3,365,226

4,932,700

30,327,286

1,177,231

3.90%

190,000

148,227

$0.74

0

0

5,885,765

746,037

12.70%

0

-27,397

$0.91

0

0

SOUTHERN NEVADA NORTHERN NEVADA

 The first quarter of 2016 started off with 

a few larger lease transactions, but the ma-

jority of deals done were smaller in size, and 

under 30,000 square feet. Of the larger trans-

actions, locally based, ITS logistics signed a 

new lease for 629,552 square feet at 555 Vista 

Boulevard, and plans to vacate their current 

facilities on Spice Islands Drive and Aircenter 

Circle. Additionally, online pet retailer Chewy.

com leased 566,866 square feet at 385 Milan 

Drive in the Tahoe Reno Industrial Center from 

Prologis. One of the only other notable lease 

deals was at 995 McCarran Boulevard where 

the locally based packaging company, Momar 

Industries, leased 57,000 square feet. The va-

cancy rate was slightly down in Q1, finishing 

up at 9.3 percent with roughly 415,000 square 

feet of absorption.

 There was one large completion brought 

online in the first quarter. Industrial developer 

Pannatoni completed the 202,000 specula-

tive building at 9250 Red Rock Road in the 

North Valleys Submarket. More completions 

are scheduled for Q2. Pannatoni is under 

construction on a 707,000 square foot build-

ing at their North Valley’s Commerce Center 

and Dermody Properties is underway on 

construction with Building 1 in Phase 2 of the 

LogistiCenter at I-395, which will total 722,512 

square feet and is expected to be complete 

this month. Marmot, the outdoor clothing 

and adventure gear company, has pre-leased 

270,000 square feet of the facility.

 A couple notable sales in the first quarter 

were the 631,580 square foot industrial portfo-

lio on E. Greg Street that sold for $25.8 million, 

and the 589,560 square foot, former Amazon 

distribution center in Fernley, a sale which ac-

tually closed on the first day of Q2.

 The Las Vegas Valley’s overall industrial 

vacancy rate in Q1, 2016 was 5.0 percent, 

a rise of 0.3 points, from 4.7 percent in Q4, 

2015. Q1’s increase was the second quarter 

in a row with an increase in vacancy rate. 

Still, with the vacancy rate at such a low lev-

el, these rises are not a cause for concern. 

The strong growth in demand for industrial 

space, along with a resurgent economy, and 

construction and industrial employment, 

shows that the Valley’s industrial sector is 

strong.

 There were 190,000 square feet in com-

pletions in Q1 in a single project. This proj-

ect was the new Ainsworth Americas HQ 

Light Industrial building in the Southwest 

submarket. This brought the Valley’s indus-

trial base up to 111.3 million square feet. 

Completions were light this quarter due to 

timing issues. There is still much new sup-

ply in the pipeline.

 Net absorption dipped into negative ter-

ritory for the first time since Q1, 2012. For the 

quarter, absorption was -131,100 square feet. 

This has more to do with the lack of quality of 

space than it does a decrease in demand. 

 Space under-construction in Q1 was 

at 3.4 million square feet. Ten projects 

comprised this space, including four large 

warehouse/distribution projects of more 

than 400,000 square feet: Henderson Free-

way Crossing (452,000 square feet), Jones 

Corporate Park at Sunset and Jones in 

the Southwest submarket (416,000 square 

feet), North 15 Freeway Distribution Center 

(411,000 square feet) and Northgate Distri-

bution Center  (806,000 square feet). Finally, 

Q1, ended with nearly 5 million square feet of 

planned industrial space.
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he third estimate for U.S. real gross 
domestic product (GDP) for the 
fourth quarter of 2015 was revised 
upward again from the second esti-
mate of 1.0 percent to a 1.4 percent 

annualized growth rate. This revision mainly re-
flects an increase in consumer spending, which 
is partly offset by a downward revision of private 
inventory investment. The stronger dollar, cheap 
oil and a weaker global economy all contributed 
to a slower U.S. domestic economy in the fourth 
quarter. Although the U.S. housing price de-
creased for the month, housing starts increased 
strongly by 5.2 and 30.9 percent compared to 
last month and last year, respectively. The U.S. 
stock market recovered its losses from the be-
ginning of this year.
 The Nevada economy posted a significant 
pick-up in economic activity. The seasonally ad-
justed unemployment rate fell from 6.2 to 5.9 per-
cent from January to February, the lowest level 
since April 2008. Although January taxable sales 
disappointed with only 0.2 percent year-over-
year growth, gasoline sales (in gallons) increased 
1.8 percent year-over-year thanks to a cheaper 
gasoline price. Total air passengers continued its 
strong year-over-year growth, up by 8.8 percent 
in February, and gaming revenue experienced an 
8.0 percent yearly increase. 
 The most recent data on the Clark County 
economy generally continue to signal a strong 
recovery in economic activity. The unemploy-
ment rate fell from 6.2 to 5.7 percent because of a 
smaller civilian labor force in February compared 
to January 2016. Total McCarran passengers 
and visitor volume in February rose 8.9 and 5.5 
percent, respectively, on a year-over-year basis. 
Gaming revenue in February jumped substan-
tially higher by 8.3 percent from a year earlier, 
while January taxable sales and gasoline sales 
increased by 0.8 and 3.2 percent, respectively, 
from January 2015. Residential housing permits 
significantly exceeded their levels from last year 
by 50.2 percent. Commercial permits experi-
enced both monthly and yearly gains, but they 
still remained at a low level. 
 For Washoe County, somewhat mixed sig-
nals emerged. The Reno-Sparks unemployment 
rate dropped to 4.9 percent in February, the same 
level as just before the recession. Taxable sales 
for January increased by 2.4 percent year-over-
year, while gasoline sales in gallons decreased 2.4 
percent over the same period. Gaming revenue, 
airline passenger volume, and visitor volume in 
February posted strong year-over-year increases 
of 8.6, 14.9, and 7.8 percent, respectively. Resi-
dential housing permits fell significantly by 41.1 
percent year-over-year, and commercial building 
permits fell and remained low.

The views expressed are those of the authors and do not 
necessarily represent those of the University of Nevada, Las 
Vegas or the Nevada System of Higher Education.

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

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

Stephen M. Miller, Director

Jinju Lee, Eonomic Analyst

UNLV Center for Business
and Economic Research
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If decades were to repeat themselves,
which one would you look forward to most?

“Turbulent 30’s pops out 
at me. The reason being 
is that tough times create 
BIG opportunities for 
those willing to swim 
against the tide. Also, 
the opportunity for 
meaningful charity would 
be increased.”

“The 90’s. The shift in 
our world with the advent 
of the Internet, cell 
phones and MP3 music 
was transformative to our 
whole society. (I might 
buy Apple stock too.)”

“The Fabulous 50’s. I was 
still a child then - born 
in 1949. My work now 
is built around asking 
CEO’s tough questions. 
Having the curiosity of a 
child generates the best 
questions ever!”

“Definitely the ‘60s. Not 
only for the music (including 
the REAL Elvis and the 
Beatles!), but because I feel 
this was the decade where 
the masses realized that we 
didn’t have to be the same 
as our parents and previous 
generations; individuality 
and change became the new 
norm.”

“I would look forward 
to the 1940s when our 
country aligned behind 
a common purpose and 
rose to the challenge of 
WWII . . . victorious. It 
was a meaningful pivot to 
our country’s position on 
the global agenda, while 
purifying our country’s 
soul.”

Stephen Ranck, AIA, LEED AP
Principal/Managing Director, Gensler

Chuck Alvey | Chair
Vistage International

Chris Richardson, CCIM | Director 
Logic Commercial Real Estate

Vicki L. Burnett, Ph.D. | Executive 
Vice President and COO, Quertle, 
Biomedical Information Technology

G. Eric Miles | Founder
Miles To Go, LLC

Mark Black | President and CEO
Provenance Healthcare

“I look forward to 
repeating the volatile 60’s 
because the evolution 
of thought, revolution 
in action and naivete 
fueled hope for positive 
advancement for all 
man-kind. It was also 
the beginning of the 
Information Age.”
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You have ideas. Plans. Opportunities. 

Whether it’s retail, office, industrial, or 

multi-family, our Commercial Real Estate 

team is here, ready to help you turn your 

plans into reality. From competitive rates 

to quick decisions, put our experience 

and local know-how on your side. 

Together, we can make this happen. 
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