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*Offer valid through 12/31/09 to current commercial Internet subscribers in Las Vegas Cox-wired, serviceable locations who newly subscribe to Cox Business VoiceManagerSM. Offer includes one Traditional VoiceManager line with 11 local 
line calling features. Excludes voicemail and long distance. Minimum 2-year term commitment required. Installation is capped at $500. Discounts are not valid in combination with or in addition to other promotions, and cannot be applied 
to any other Cox account. Rates vary and are subject to change. Offer does not include usage, applicable taxes, surcharges or fees. Telephone modem equipment may be required. Modem uses electrical power to operate and has backup 
battery power provided by Cox if electricity is interrupted. Telephone service, including access to e911 service, will not be available during an extended power outage or if modem is moved or inoperable. Services provided by Cox Business, 
a division of CoxCom, Inc. Services not available in all areas. Other restrictions apply. ©2009 CoxCom, Inc., d/b/a Cox Communications Las Vegas, Inc. All rights reserved. 

“Cox Business keeps up 
with today’s technology, 

they have impeccable 
service, they respond to 

our needs and they  
are very competitive in 

their pricing.”

Deborah Stout, CEO
Stout Management Company

The solutions you 
need to move your 
business forward. 

Cox Business InternetSM 
• Download speeds up to 15 Mbps
• Static IP address available to   
   businesses of all sizes
• Anti-Spam/Anti-Virus protection

Cox Business Phone 
• Business-grade voice lines
• Domestic and international long  
   distance and toll-free services
• Customized feature packages  

Cox Business Video
• Multiple packages to choose from
• Pay only for the channels you need
• Easy-to-use, interactive, on-screen  
   program guide

Add Business Phone  
for only  

$1999*
per month

Plus FREE installation!
With a 2-year service agreement.

Discover what businesses throughout  
Las Vegas are talking about. 

702-939-1148
or visit coxbusiness.com

http://coxbusiness.com
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Why are more 

Practitioners and Physicians’ Groups 

changing to Bank of Nevada?

To make the change, contact a member 

of our Physicians Banking Team at 

702.248.4200
www.bankofnevada.com

It’s Simple:
Big Bank Capabilities.  

Small Bank Personal Attention.  

A Single Relationship Manager.

BoN NevBusMag Physicians Change ad 01F:Layout 7  10/1/09  2:39 PM  Page 1

http://www.bankofnevada.com
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 We’ve all seen photos of people in third-world countries pushing wheelbarrows full of 
money to the market because their currency was worthless.  Think it couldn’t happen here? 
Americans like to believe their country is “too big to fail”, just like the financial institutions 
that were seemingly fail-proof.  However, statistics present another, more disturbing reality.  
Make sure your wheelbarrow is in good repair, because the rapidly declining value of the 
U.S. dollar will soon be impossible to ignore.       
 The dollar, which was once redeemable for gold or silver, is now backed only by “the full 
faith and credit of the United States government.”  That may have been enough when the U.S. 
abandoned the gold standard in 1971, but the credit of the U.S. government is getting worse 
every day due to excessive spending by Congress.  The government is asking investors who 
hold dollar-backed securities to “just trust us” as it continues it’s spending spree, but people 
are losing faith in the dollar, and rightfully so.
 The national public debt is now more than $11 trillion, and growing at a rate of about $3.8 
billion each day.  And this figure doesn’t include the unfunded liabilities of programs like 
Social Security, Medicare, and other contractual obligations.  Adding in all those numbers 
produces a number closer to $70 trillion, or about $1.8 million for each American citizen.  
 Rather than cutting back on spending during this crisis, Congress is using money it doesn’t 
have to bail out large companies, inject so-called “stimulus money” into the economy, and 
fund a cap-and-trade program for energy companies.  Now it proposes to spend more than 
$829 billion over the next decade for a new healthcare program we can’t afford.
 How will the government pay for these obligations? The short answer is that it will print 
more money, which devalues the dollars already in circulation – dollars in your money mar-
ket account, in your children’s college fund and your 401(k), assuming it still has any value.  
 Depending on which pundits you ask, the dollar lost between 29 and 42 percent of its 
value in the last seven years.  Nine percent of this drop occurred over the last 6 months, and 
the decline shows no signs of stopping.  In 2009, the dollar lost 19 percent compared to the 
Australian dollar, 13 percent against the Canadian dollar and 12 percent compared to the 
Japanese yen.   
 The shrinking dollar has led investors, especially in foreign countries, to stop using the 
dollar as a medium of exchange.  China currently holds around $1 trillion in U.S. debt.  
Naturally the Chinese are concerned that their investment is losing value.  Central banks in 
countries around the world have begun switching to other currencies, including the Euro, 
the yen and the Swiss franc, in order to reduce their risk.  Middle Eastern states, which have 
traditionally used the dollar as currency for trading in oil, are now holding discussions about 
moving away from the dollar, and they control more than $2 trillion in dollar reserves.  As 
these major investors move away from U.S. currency, more dollars will be dumped back into 
the market, reducing their value even further.  
 If we don’t stop the runaway spending, we are heading for a crash that will make last 
year’s financial meltdown seem tame.  As dollars become devalued, all Americans will see 
their personal worth decline, and we are leaving a legacy of overwhelming debt to our chil-
dren and grandchildren.  This issue has not received much coverage in the mainstream press, 
so it’s up to those of us who realize the problem to speak up before it’s too late.
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Even small businesses need big coverage.  
Anthem’s got it.
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Healthcare Check-Up
In Critical Condition

Pictured on Cover: 

Dr. Ole Thienhaus (left back), University 
of Nevada School of Medicine; Dr. Shirlee 
Snyder (left), Nevada State College and
Dr. Carolyn Yucha, University of Nevada, 
Las Vegas, School of Nursing are pictured 
at the new collaborative training facility
for healthcare professionals.

 By Jeanne Lauf Walpole

http://anthem.com
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THE ORLEANSTHE ORLEANS Las Vegas

orleanscasino.com

Our Stardust Party Suite for gatherings of up to 70 guests.

40,000 square foot convention, banquet 
and meeting complex 

•
Fully equipped rooms accommodate an array of 
functions, from the most intimate gathering to a 

sit down dinner for over 1,000 guests

Reserve Your Holiday Party Now.
Call The Orleans Catering Team at 800-365-7111

and mention our Holiday Cheer Promotion 
to receive fantastic incentives.

HOTEL & CASINO • LAS VEGAS

6021280aJD cateringHoliday NVBusiness  10/19/09  4:17 PM  Page 1
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rom town hall meetings to 
tea party gatherings, citizens 
all over Nevada have jumped 
into the debate on healthcare 
reform with a vigor seldom 

seen in the political landscape. As a 
frantic Congress attempts to draft and 
pass some kind of reform legislation 
from a number of bills that have been 
put forward, many Nevadans have taken 
to the Internet and to the streets to make 
their voices heard. Hundreds from Ne-
vada joined the estimated hundreds of 
thousands of Americans who marched 
in Washington, D.C. on September 12 to 
send a message to lawmakers. Regard-
less of their political philosophy, Neva-
dans continue to assiduously follow the 
discussion that can potentially result in 
significant changes in their lives. 

Cover Story

F

Healthcare    Check-up
By Jeanne Lauf  Walpole
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“NEVADA STATE BANK PROVIDES 
INNOVATIVE SOLUTIONS TO FURTHER

HELP US GROW OUR PRACTICE.”
– SALLY BERNARD, NEW LIFE MEDICAL GROUP

www.nsbank.com

T H E  D O O R  T O  YO U R  F U T U R E

The medical professionals at New Life Medical Group – located in Henderson, Nevada - specialize in client specifi c weight 
management and diabetes therapy. To help run their practice more effi  ciently and profi tably, they chose Nevada State Bank.

• We are Nevada’s largest state chartered commercial bank
• We are 50 years strong and growing
• We never stopped lending
• We provide personalized service 
• Backed by the strength of Zions Bancorporation with assets of $54.1 billion

 To fi nd out how we can help you, call 1-888-507-DOOR and open the door to your future.
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Design can change the world.
www.hmcarchitects.com

Integrating Western Innovation with Eastern Tradition
The First People’s Hospital, Shunde District, Foshan, People’s Republic of China

Cover Story | Healthcare Check-Up

 While nearly everyone says that the 
country needs some type of healthcare 
reform, agreement as to its specifics has 
been illusive at best. “I think we do need 
reform,” explains Dr. Fred Maryanski, 
president of Nevada State College (NSC) 
in Henderson. “We seem to have an in-
efficient and expensive healthcare sys-
tem. Many pieces work, but the costs are 
high and some people don’t have care.” 
Dr. Carolyn Yucha, dean of the Schools 
of Nursing and Allied Health Sciences 
at the University of Nevada, Las Vegas 
(UNLV), also emphasizes the need for 
reform partly because the current system 
doesn’t cover the uninsured in an effi-
cient or humane way. “We certainly need 
healthcare reform because we cannot re-
fuse care to people,” she says. “If people 
don’t have insurance somebody still has 
to pay for it.”
 The concerns about reform seem to de-
pend, at least to some degree, upon indi-
vidual situations and preferences. After all, 
our health is indeed a personal and private 

matter. Young and healthy uninsured and 
underinsured people worry that requir-
ing everyone to have insurance will force 
them to buy something they believe they 
don’t need at this time. The Congressional 
Budget Office projects that it could force 
some middle-income uninsured adults to 
pay around 15 percent of their income if 
they earn too much money to qualify for 
a government subsidy. On the other hand, 
60 percent of older people oppose some 
aspects of healthcare reform because they 
are worried the proposed $500 billion cuts 
from Medicare could lead to lower qual-
ity care and rationing, according to a re-
cent Rassmussen poll. At the same time, 
a surprising number of people are pleased 
with what insurance they already have. 
Rassmussen also found that 68 percent 
of American voters have health insurance 
that they rate as good or excellent. “I’d like 
my insurance to remain the same,” Mary-
anski says. “I’d like to extend coverage to 
as many people as feasible, but we have to 
be aware of budget realities.” 

Show Me the Money

 Although most people would like ev-
eryone to have the same gold plated in-
surance that Congress has, ultimately 
it comes down to the money. “We can’t 
afford the system we have now,” explains 
Dr. Ole J. Thienhaus, dean of the Univer-
sity of  Nevada School of Medicine (UN-
SOM). In its broadest terms, debate has 
swirled around how to fund care for ev-
eryone while cost, quality and access are 
cited as the major components. One of the 
most contested portions of the debate is 
the public or government option versus 
the private option for providing insurance. 
Proponents of the government option sys-
tem say it could provide universal care to 
everyone in a more efficient manner be-
cause it would be centralized and employ 
a simplification of forms. “I’m personally 
in favor of a single payer system,” Yucha 
says. 
 However, citing failures of the federal 
government to run existing institutions 
efficiently, such as Medicare and the U.S. 
Postal Service, opponents to the public 
option say they have no confidence in the 
government being able to deliver quality 
care at a reasonable price from a system as 
large as what universal healthcare would 
be. “We believe that the private sector is 
the best place to vet out inefficiencies,” 
says Mike Murphy, president of Anthem 
Blue Cross Blue Shield of Nevada. “Com-
petition comes with 1,300 insurance 
companies in the country.” Opponents 
also worry that the public option would 
eventually eliminate choice and compe-
tition by completely swallowing private 
insurance companies. “The government 
will get to make all the rules,” explains 
Jim Miller, president and CEO of Renown 
Health in Reno. “It would drive them [pri-
vate insurance companies] out of business 
because subsidized public plans will be 
able to offer plans for less money.” 
 Still others have suggested a combina-
tion of public and private options, which 
is similar to what exists today with Medi-
care, Medicaid, Indian Healthcare and the 
Veterans Administration (VA) operating 

http://www.hmcarchitects.com
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Private Insurance 

 With many people eager to tell their 
favorite horror story regarding private 
healthcare coverage, insurance companies 
have been the recipients of complaints and 
blame for much of what is perceived to be 
wrong with the healthcare system in gen-
eral. Insurance executives insist they are 
eager for meaningful reform, however, 
and have stepped up to the plate with pithy 
suggestions on what changes can be made. 
“We are in favor of healthcare reform,” 
Murphy emphasizes. “It has to contain 
a reduction in cost and improvement in 
quality.” Prevailing opinions at this time 
seem to favor the demise of the unpopu-
lar pre-existing condition clause which is 
contained in many policies. “Nobody in 
our country should go uninsured because 
of their health condition,” Bartlett insists. 
“This is devastating on people. They can’t 
go get coverage and they can go broke.” 
 Although many young people are re-
sistant to mandatory coverage, most in-

surance companies support it because it 
spreads the risk among a wider pool of 
people, most especially healthy ones. “We 
believe if you’re going to have true reform 
you have to have a tough mandate that ev-
erybody has to be insured,” Murphy says. 
“Our healthcare system is unsustainable 
without a mix of people.” Bartlett dis-
agrees, saying that forcing everybody to 
get insurance isn’t a good idea. “It’s taking 
advantage of younger healthy people,” he 
explains. He suggests that costs could be 
better controlled by using high risk pools 
and a system of re-insurance companies 
that could spread the risk around. At the 
same time, some scholars of the U.S. Con-
stitution are questioning whether this pro-
posed individual mandate is even constitu-
tional. Giving the federal government the 
power to require everyone to have health 
insurance is not mentioned anywhere in 
that historic document unless one loosely 
interprets the Commerce Clause to cover 
it, which allows for the regulation of eco-
nomic activities.

alongside the hundreds of private insur-
ance companies. Rather than serving the 
masses, however, the four government 
programs are focused on specific seg-
ments of the population. Critics of this 
combination point to the failure of Medi-
care and Medicaid to remain solvent over 
the years as evidence of the inability of 
the federal government to be in business, 
however. “I can’t think of any government 
program where they do a better job than 
private enterprise,” says Gary Bartlett, 
who has 30 years of experience selling 
healthcare insurance to small businesses 
from his namesake agency in Reno. Crit-
ics of increasing the government influ-
ence in a public/private combination also 
say that it would simply provide a longer 
lead time into what would eventually be 
primarily a public option. 

Tort Reform

 Although it hasn’t been included in any 
meaningful way in legislation proposed 
so far, tort reform has become a part of 
many conversations dealing with the cost 
of healthcare. With as much as 25% of 
the total cost of healthcare being spent 
on what could be considered unnecessary 
tests, proponents of tort reform say hun-
dreds of millions of dollars could be saved 
by limiting damage awards. “We need to 
get past our nation’s rapid growth in law-
suits,” Miller says. “It’s causing physi-
cians to get diagnostic tests that they may 
not need. They’re totally afraid they’ll get 
sued.” Bartlett agrees that any discussion 
of cost savings should include tort reform. 
“There’s tremendous amounts of dollars 
that could be recovered by tort reform. It 
would be a major issue to lower premi-
ums,” he says. The potential of lawsuits 
can also affect the type of medical career 
a physician chooses, where he or she prac-
tices and how long, according to Mary-
anski. Because doctors must pay the high 
cost of malpractice premiums regardless 
of how much they work, many completely 
retire early since it wouldn’t be cost effec-
tive to practice anything other than full-
time medicine.         

http://www.desertrad.com
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Still from viral video project, “Secret Life of Bleach” for American Chemistry Council, Washington, DC.

 Insurance companies have also come 
under fire for having what some people 
perceive to be monopolies or, at the very 
least, shallow competition because health-
care insurance cannot be sold across state 
lines. For the most part, healthcare is a 
local decision with oversight at the state 
level, according to Murphy. Because costs 
and levels of care differ widely from one 
section of the country to the other, selling 
insurance products across state lines could 
be extremely challenging. The mandate 
covering autism, recently passed by the 
Nevada State Legislature, may or may not 
be mandated coverage in other states, for 
example. In Nevada, however, it adds ap-
proximately one and one-half percent to 
the cost of policy premiums. Bartlett has 
a more optimistic view of statewide sales, 
saying it might be possible to tweak the 
system to enable reciprocity of products 
and services and thus create more compe-
tition. “I don’t think it’s totally undoable,” 
he says.
 Insurance companies and businesses 
have enormous stakes in whatever deci-
sions are made along with the 170 million 
Americans who receive insurance through 
their employers. On average, business 
spends 15 to 20 percent of its total budget 
on healthcare insurance. “Most employ-
ers are happy to furnish health insurance 
until it becomes cost prohibitive,” Bartlett 
explains. He says a public option would 
probably take business out of the business 
of healthcare, however. “Employers will 
look for the least expensive plan and will 
eventually move their people to it,” he ex-
plains. Although they would be relieved 
of the burden of dealing with employee 
insurance under that scenario, many busi-
ness owners do not look kindly upon the 
potential of a public option because it 
represents government interference. “A 
lot of business entrepreneurs don’t like 
government control,” Bartlett says. “It’s 
the beginning of the government making 
inroads into their businesses.”  
 With healthcare taxes and fees pump-
ing $250 million into the state’s general 
fund every year, the State of Nevada also 
has a large vested interest in the out-

http://www.IMED-DESIGN.com
http://falcpa.com
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I’m back on the river.
And much sooner than I thought.

At Renown Institute for Cancer, our commitment to cancer patients means we’re 
dedicated to providing the most advanced cancer treatments available. That’s why we 
were � rst to put leading edge prostate cancer technology, like the physician-guided da 
Vinci® Robotic Surgical System and TomoTherapy® Hi-Art® radiation therapy, into the 
hands of the region’s most skilled doctors and medical teams.

With da Vinci Robotic Surgery, patients have smaller incisions and less scarring, quicker 
return of urinary function and maintained sexual function. TomoTherapy has virtually no 
limitations on the shape, size, type and location of tumors it can treat. Patients bene� t 
from the CT and three-dimensional capabilities, ensuring pinpoint accuracy while sparing 
healthy tissue – even as the tumor shrinks.

Whether you choose da Vinci Robotic Surgery or TomoTherapy for your prostate cancer 
treatment, you’ll soon be back to enjoying the things you love – like telling tall tales 
about the one that got away.

To � nd out which one of these amazing prostate treatments is right for 
you, contact a cancer expert at the Renown Institute for Cancer at 
775-982-6830. Or visit www.ProstateTreatmentsRenown.com

SKILL. EXPERTISE. TECHNOLOGY.

To � nd out which one of these amazing prostate treatments is right for 
you, contact a cancer expert at the Renown Institute for Cancer at 
775-982-6830. Or visit www.ProstateTreatmentsRenown.com

http://www.PostateTreatmentsRenown.com
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come of reform. Rather than immediately 
climbing on the public option bandwagon 
(which they believe could eventually lead 
to their demise), however, insurance com-
panies have suggested a variety of chang-
es to the current system that could lead 
to meaningful reform. Along with  tort 
reform, these include promoting healthy 
behaviors, standardizing cost and quality 
information, expanding on healthy sav-
ings accounts and offering high deduct-
ible plans, to name a few.

Physicians Weigh In

 Although the American Medical As-
sociation (AMA) has stated it supports 
many of the suggested healthcare reforms, 
other physician groups have pointed out 
that the association is a lobbying group 
that only represents about 18 percent of 
the country’s practicing physicians. Faced 
with acute shortages of physicians and 
other healthcare personnel already, many 
people fear that some reforms could make 
a bad situation even worse. A recent poll 
by Investors Business Daily (IBD/TIPP) 
found that 72 percent of doctors don’t be-
lieve that the government can add 47 mil-
lion uninsured people to the healthcare 
system and still deliver better quality care 
at a lower cost. The poll also found that 45 
percent of doctors would consider taking 
an early retirement if reforms, such as the 
public option, were passed. If that were 
true, 360,000 physicians out of around 
800,000 who currently practice in this 
country would consider quitting. “I hear 
everyday from physicians who say, ‘It 
isn’t worth it anymore. I should retire,’” 
Miller says. Doctors are especially con-
cerned about the absence of tort reform.

Education

 The shortage of medical personnel in 
Nevada, especially in rural areas, has 
been a continuing challenge over the 
years, prompting the late entrepreneur, 
Howard Hughes, to initially fund UN-

Cover Story | Healthcare Check-Up

SOM in 1969 at the University of Ne-
vada, Reno (UNR). The mission was to 
locally educate physicians who would 
then stay in Nevada to practice. Since that 
time around 2,000 physicians have been 
hooded with around half of them staying 
in state. As dean of the school, Thien-
haus deals with the complicated task of 
educating physicians for the future under 
the confines of today’s budgetary con-
straints. Because the majority of money 
comes from clinical income (largely 
from treating under-insured and unin-
sured patients), he always has concerns 
about the levels of reimbursement. From 
that standpoint, he believes the school 
might be reimbursed more adequately if 
more people were insured.
 In a sea of red ink that seems to cover 
most budgets these days, UNR is celebrat-
ing the $10-million gift from the William 
N. Pennington Foundation to help build a 
$49-million  health sciences building that 
will allow the Orvis School of Nursing 
to double its enrollment to 300 students 
and for the University of Nevada School 
of Medicine to expand from 62 students 
per class to a total of 400 students. Con-
struction will begin early next year with 
completion scheduled for 2011. The new 
facility will not only enable Nevada to 
help address the shortage of healthcare 
personnel, but it will allow future nurses 
and doctors to learn and train together in 
an interdisciplinary fashion. 
 Meanwhile, in Southern Nevada, Dr. 
Shirlee Snyder, interim dean and profes-
sor of the School of Nursing at NSC, faces 
similar challenges as Thienhaus. “The 
college and its foundation board continue 
to work on achieving one of its priorities, 
the construction of a nursing and science 
building,” she says. The facility will en-
able the school to gradually increase its 
number of students. “We need to prepare 
for the prediction that over the next 15 
years, the nation’s nursing shortage will 
grow twice as large as any nursing short-
age previously experienced. This will 
also impact the supply of nursing faculty,” 
she explains. NSC also offers a grant-sup-

Dr. Ole Thienhaus (left back) is the dean of the 
University of Nevada School of Medicine; Dr. Shirlee 
Snyder (left) is the interim dean for Nevada State 
College’s School of Nursing and Dr. Carolyn Yucha 
is the dean for the University of Nevada, Las Vegas, 
School of Nursing.

Collaboration Benefits 
Healthcare Students

 A collaborative effort between UNLV, 
the University of Nevada, School of Medi-
cine (UNSOM) and Nevada State College 
(NSC), the Clinical Simulation Center of 
Las Vegas (CSC-LV) is a 31,000 square foot 
training facility that gives future healthcare 
professional hands-on experience.  The fa-
cility operates at a shared cost between the 
three schools with UNLV and NSC each 
sharing 40 percent of the operational costs 
and UNSOM sharing 20 percent.
 The center has the capabilities to recre-
ate a specific hospital environment and al-
lows students to get hands-on experience.  
The high-tech mannequins, such as the one 
pictured with the deans above, can simulate 
everything from stomach aches to cardiac 
arrest.  The simulation labs each have a 
two-way mirror that allows other students 
and the lab staff to view the simulation and 
control the mannequins.  Additionally, the 
standardized patient rooms give students 
the opportunity to interact with live ac-
tors who present specific ailments.  The 
students can then prepare a diagnosis and 
recommend proper treatment.
 The facility is a critical step to ensuring 
that Nevada has the most qualified nurses 
and doctors in the nation.

CSC-LV Features:
• Five Simulation Labs
• Three Clinical Labs
• 12 Standardized Patient Rooms
• Four classrooms
• One Surgery Skills Hall
• Nine Offices 
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ported part-time pilot tract to encourage 
students who have financial and family 
needs, according to Snyder and Maryan-
ski. With about 750 students currently in 
various phases of the program, NSC has 
graduated 437 students with nursing de-
grees since its inception in 2003.
 At UNLV, Yucha says she worries about 
getting enough qualified students to fill 
the slots in the nursing program. Several 
decades ago many of the brightest women 
chose nursing careers. Today, many of 
those potential nurses become engineers, 
doctors or architects. At the same time, 
however, the percentage of male nurses 
has increased to around 15 percent of the 
total. Yucha also says the image of nurs-
ing as presented by the media gives a false 
picture of what the profession is all about. 
“If you watch TV and you’ve never been 
in a hospital you don’t know what a nurse 
does. The whole image issue affects us,” 
she explains.

 Both Snyder and Yucha believe that 
nursing organizations should be more vo-
cal and take a larger part in the discussion 
of healthcare reform. “Recommendations 
from the nursing professional organiza-
tions call for strengthening support for 
Advanced Practice RNs, for example, the 
need to recognize and reimburse Nurse 
Practitioners and Certified Nurse Mid-
wives as primary healthcare providers,” 
Snyder says. With the shortage of doctors 
predicted to become worse, nurses and 
other trained medical personnel will like-
ly see their roles expanded in the larger 
picture of healthcare.” As we go forward 
nurses will assume a larger share of pa-
tients’ care,” Maryanski says. 

Follow the Money 

 As an administrator who has been in 
the healthcare business for more than 
30 years, Miller views the overall is-

sue from the standpoint of dollars and 
cents. “I think our healthcare is not 
broken, but our payment system is,” he 
says. Far from a user-friendly system 
that can compare apples to apples, it 
encompasses a vast amount of servic-
es and payments that just don’t match 
up. Some services, such as same day 
surgery, are high profit with payments 
well in excess of the cost. Women’s and 
children’s services, however, are com-
pensated at a much lower rate and of-
ten are in the red. “Most all of the costs 
are driven by Medicare’s fee schedule,” 
he says. Reimbursement to doctors for 
Medicare is notoriously low as well 
as the compensation hospitals receive 
for treating uninsured patients under 
a government mandate. In the case of 
the hospitals, the cost is passed down to 
insured patients thus driving the over-
all costs of healthcare up. An obvious 
reform to the system would be to bring 

http://hutchlegal.com
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about having adequate staff in the future. 
“There are shortages almost everywhere,” 
he says. “We are headed for a healthcare 
services availability crisis.” The wrong 
kind of healthcare reform coupled with 
increased demand on the system by more 
aging baby boomers could cause even 
greater shortages. “We are facing a short-
age of doctors in certain areas, such as 
primary care,” Thienhaus says. “If reform 
increases the number of eligible patients, 
the shortage will be far worse.” 
 As the incredibly complex debate con-
tinues, nobody knows at this point what 
changes will actually take place. We can 
only follow the action, hope to remain 
informed and voice our opinions when 
we are able. Some people worry that the 
discussion will go nowhere. “My great-
est concern is that nothing will happen,” 
Snyder says. “My hope is that all of the 
discussions occurring on Capital Hill will 
result in an improved healthcare system 
because the current system fails to meet 
the medical needs of many Americans.” 
Others worry that the end result will be 
worse care for many people. “My concern 
is to not lower the standard to provide 
something for everybody,” Maryanski 
says. Still others emphasize the need to 
do the job right. “My greatest fear is that 
we would move in a direction without 
knowing what we’re doing,” Murphy says. 
“We’re trying to cut through the junk. It 
needs to be done in a responsible way.”

months after the service was provided. 
Miller advocates increasing the responsi-
bility on the part of patients for knowing 
the costs, understanding the treatments 
and participating to some degree in the 
payment. “Everybody should always pay 
something,” he explains.
 Although Renown always manages 
to fill its positions, even if it means hir-
ing from out of state, Miller worries 

costs and payments more in line. “None 
of the government programs pay for the 
cost of their cares,” Miller says.
 Another problem with managing 
healthcare costs is the lack of oversight by 
those who receive the services. “People 
don’t even know the costs,” Miller says. 
The few who might try to figure out the 
cost of treatment are forced to decipher 
confusing statements that usually arrive 

In Brief

An analysis of Bureau of Labor 
Statistics data found that of the 5.5 
million Americans out of work for 
over 27 weeks, 46 percent previously 
held management, professional and 
related occupations or sales and 
office occupations.

http://cccnevada.com
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Businesses
Tightening Their Belts

he good news for Nevada employers in the area of com-
pensation is that the recent turbulent economic times 
have not only shown them to be more resilient than 
many around the country but left them leaner and more 
efficient – and poised for a stronger year in 2010.

 Among the hard-earned lessons learned through adversity 
has been how to creatively lower the cost of employee compen-
sation while rendering it more meaningful and satisfying – and 
hence more valuable – to employees.
 “Very few companies really get into employment contracts 
which include a compensation package,” says Bill Rosado, 
President of Managed Pay. “Employers are going to continue 
operating leaner and are probably not going to be excited about 
adding payroll.” Though the recession has taken a turn, em-
ployers have become used to operating lean.  

T

Compensation 
Packages

By Howard Riell
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 Instead of hiring someone within the 
company, employers are outsourcing in-
dividuals to hire. “When you hire some-
one for a project, you guarantee them a 
certain amount of money for a certain 
period of time,” Rosado says. “You guar-
antee them benefits and there are in-
creases that are attached to that.” 
 “When it comes to compensation 
packages, we are finding there are more 
people available out there with higher 
qualifications now and who are willing 
to work for less,” says Rosado. “Employ-
ers are getting quality employees, people 
with experience, for less and they are be-
ing careful about how many benefits they 
are giving them.”
 Michael Alter, President of SurePay-
roll, an online payroll service, points out 
that the state of Nevada is “probably a 
step ahead of the rest of the country be-
cause what’s happening there is what is 
going to happen to the rest of the coun-
try. As we have gone down the first thing 
you saw was that the owners of the busi-
nesses started to take less money. Then 
they began to reduce hours and lay off 
employees,” he said. 

‘Perfect Storm’

 Craig Kapper, Regional Vice Presi-
dent of Robert Half International, Inc., 
notes that “when you look at how hard 
the market has been hit from a housing 
perspective, specifically in Southern 
Nevada -- and the fact that we’re very 
heavily industry-specific in the gaming 
industry, which has been hurt more than 
other industries -- it’s kind of a perfect 
storm from a wage perspective.”
 Kapper divides employees into hourly 
or unskilled workers and degreed profes-
sionals. For hourlies -- clerks, adminis-
trative personnel, hotel and casino work-
ers like food and beverage staffers or 
dealers – “unemployment spikes specifi-
cally in those areas,” he notes. Same for 
construction. “In Southern Nevada there 
is an abundance of those folks, so wages 
for specifically hourly employees have 
gone down significantly.”

http://www.VillaLagunaOceanfront.com
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 With degreed professionals, Kapper 
says, “whether it be accountants, senior 
executives, IT professionals, legal pro-
fessionals, or any of those hard to find 
skilled workers, companies are still fight-
ing and working to keep them. Those 
salaries are going to continue to progress 
regardless of that perfect storm that still 
is the Southern Nevada workforce.”
 “What you’re seeing in Nevada is that 
the employment numbers have fallen,” 
says Alter. “The number of people on the 
payroll is down 1.8 percent but wages 
are up 1.3 percent. What’s driving it is 
that you’ve gotten rid of the low-hang-
ing fruit. You’ve gotten rid of some of 
your lower-paid people who may not 
have been absolutely critical to the busi-
ness. What you’re seeing is a decline in 
the number of folks in the workforce, so 
you’re paying more hours to those who 
are left because you’ve still got to cover 
the same number of hours.” 
 “Overall, my view is that there has been 
a bit of a lag in response in the area of 
compensation,” says Anne Hanson, Presi-
dent of Las Vegas-based Cam Cris LLC, a 
human resources and labor relations con-
sulting firm. “I think it took companies a 
while to respond to the economic down-
turn in terms of making changes to their 
compensation packages. Likely it will lag 
in returning, as well. There has definitely 
been a large negative impact, and I think 
it will take some time before we get back 
to where we were.”
 Nevada, Hanson says, stacks up well 
against the other 49 states. “Nevada is 
comparable to the rest of the country 
in that a number of employers are plan-
ning to reverse these cuts and restore 
their 401(k) matching contributions.” 
Another survey, from Watson Wyatt, a 
compensation consulting firm, reported 
in June that 17 percent of employers 
who had frozen salaries and 401(k) con-
tributions expected to unfreeze them by 
2010. In July, that figure had increased 
to 33 percent.
 In reviewing the latest research, Han-
son says, “Overwhelmingly there have 
been freezes, there have been bonuses 

not paid, there have, in some cases, been 
rollbacks. One individual that I network 
with indicated that their overall comp 
was down about one-third. That’s a huge 
hit: incentives, bonuses – which are more 
tied to results in general – and then over-
all base compensation, as well.” 
 For August 2008, she adds, average 
base salary increases were trending 
higher than 4 percent, “and only 2 per-
cent of companies were actually report-
ing freezing salaries. But from that point 
forward to mid-2009, the number of com-
panies freezing salaries is reported at 37 
percent, a huge jump and very unusual. 
That’s amazing; average base salary in-
creases are actually below 2 percent.”
 Bonuses are “largely” going unpaid, 
Hanson reports, “and in fact most of the 
major employers have actually ceased 
their 401(k) matches, which is part of 
people’s overall compensation. Most 
companies did, in fact, do away with the 
401(k)’s in either late 2008 or beginning 
in 2009.”
 As for new hires, Hanson notes, Au-
gust was “the 11th straight month in 
which the wages for new hires actually 
fell below the prior year” according to 
the Line Survey, published in September, 
one of the leading indicators of national 
employment. On the plus side, Hanson 
explains, the high levels of unemploy-
ment have permitted companies to attract 
qualified workers at lower salary levels, 
“and to retain workers even though the 
compensation has been lessened.”
 Employers are being cautious when 
hiring new employees by limiting their 
compensation packages such as “imme-
diately covering health insurance and 
providing a 401(k) plan,” Rosado says. 
“We have had clients cut back on the 
match of their 401(k) plan. This is a good 
time for employees to get involved in a 
401(k) plan because now it is going up.”
 Employers are offering less starting 
wages and they are careful about offering 
benefits right away. “I think everyone is 
waiting to see how the health reform act is 

Continues on page 42
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Sallie Haws is the heart
of Haws Corporation, the
largest manufacturer of
drinking water fountains in the United States. Serving as
president since 2001, she understands the company like no
one else. Literally working her way up, she has held positions
in human resources, sales and marketing, information systems,
and graphic design.

Haws Corporation was started by Sallie’s great-grandfather,
Luther Haws: a self-employed master plumber, sheet metal
contractor, and sanitation inspector. In 1906, while on his rounds
at a public school, Luther noticed children drinking from a
shared tin cup. This unsanitary practice—although common at
the time—inspired him to invent the world’s first drinking water
fountain.

In addition to developing innovative drinking water fountains,
Haws also manufactures emergency equipment for schools,
recreation districts, and industrial complexes. Their mission is
consumer driven. Every product that leaves the Haws plant is
of the highest craftsmanship and is built for years of service.
Luther Haws’ inventive spirit and devotion to quality lives on in
the leadership of his great-granddaughter, Sallie Haws.

Sallie is pictured here at Lake Tahoe, an hour from the Haws
corporate headquarters in Sparks, Nevada.

I N N O V A T I O N

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

Holland & Hart is proud to serve clients such as Haws Corporation
because we, like them, constantly strive to provide innovative
solutions for our clients.

Holland & Hart is the largest law firm based in the Mountain West
with nearly 450 attorneys in 15 offices across seven states and
Washington, D.C.

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

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

www.hollandhart.com

http://www.hollandhart.com
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Has the media 
misrepresented
the industry?
Wisman:  I think that it’s easier to report 
something bad than something good.  It 
doesn’t read well when something is go-
ing good. I’ve not seen one piece in the 
paper that says you ought to support your 
local bank.  I have not seen that. In fact, 
I think all the community bankers ought 
to get together and have a full page ad, 
and all of us standing there and saying, 
“Support your local bank, because soon 
you won’t have one.”
Charlton:  Most of the public reads the 
headline, which our headlines are atro-
cious.  I don’t care what business you’re 
in, if you read some of the headlines in 
the papers, you go, “What?”  And then 
you read the first three sentences and say, 
“That’s not what that’s about,” and people 
going on, and they don’t really read the 
depth and continued on page 2A or 5B or 
whatever. And I’ve read good things over 
in page 5B in several articles that I have 
read but, it’s not on the first page, and it’s 
not in the headline, and it tends to point 
people in the wrong directions in their 
thinking about where banks are.
Patrick Thomas:  The thing that’s un-
touched by the media, especially here in 
Vegas, and in almost every city I’ve been 
in, is that community banks and banking 
as a whole does more for the community 
than almost any other industry I can think 
of. If you look at any community bank in 
the area, Chase included, Wells included, 
or smaller institutions, they’re with Junior 
Achievement, they’re with the public edu-
cation foundation, and they’re in every 
public fundraising event that normally 
goes on here. And to the extent that they 
help the local community, I don’t ever see 
that portrayed in any way, shape or form, 
except perhaps on some back page. So it’s 
true, there is a little bit to blame for the 
banking industry but all sides of the story 
are not regularly given.
Radosevich:  Well, I think that it certainly 
would be positive if there were some ar-

xecutives representing banking 
institutions recently met at the 
law offices of Holland & Hart 
in Las Vegas to discuss issues 
facing banking in Nevada.  In 

light of the turmoil surrounding the indus-
try, banking has been a hot topic for the 
past couple of years.
 Connie Brennan, publisher of Nevada 
Business Magazine, served as moderator 
for the monthly event designed to bring 
leaders together to discuss issues perti-
nent to their organizations.  Following 
is a condensed version of the roundtable 
discussion.

Has society changed 
its perception of 
banks?
Larry Charlton:  The public, unfortu-
nately, can’t get into all the details and 
we don’t expect them to understand how 
a bank works or how the financial sys-
tem works. And you can’t do it in a few 
sound bytes.  And unfortunately, we have 
wrongly been painted as the bad guys in 
all of this. It really bothered me when it 
first started with Lehman Brothers.  And 
they are banks.  But, they’re a different 
type of a bank.

Kirk Clausen:  They’re an investment bank.  
It’s important to make the distinction.
Charlton:  I think the media started off 
just labeling everybody a bank.  And they 
would be talking about investment banks 
when they got into the Lehman Brothers 
and those issues and problems on Wall 
Street, and it just kind of spilled over to 
commercial banks. There’s different kinds 
of banks, and it’s not something the public 
needs to understand, the vernaculars and 
how that gets defined, but it’s important 
that the media gets it right.  And many 
times they haven’t gotten it right and led 
the public in the wrong direction.
Reed Radosevich:  Everybody can share 
in the blame of what’s happened in this 
financial meltdown; obviously, the con-
sumer, the banks, Wall Street, appraisers, 
mortgage brokers.  There isn’t one villain 
out there, it’s certainly a combination of 
catastrophic economic pullback meltdown 
and a combination of everybody overex-
tending themselves and loose underwrit-
ing. You can point the finger any number 
of directions, but unfortunately, that’s 
what’s happened.  Now we need to come 
together to find solutions, and that’s going 
to be the tough task ahead.
Patrick Wisman:  Unfortunately, we’re 
the ones holding the bag at the end of the 
day.  That’s the problem.

E

Industry Focus | Bankers



22                                        November 2009 November 2009                                        23

ticles run, not only just discussing banks 
that are in dire straits, but also discussing 
healthy banks, but more importantly dis-
cussing what banks -- community, large, 
regional, national – are doing to help the 
consumer.

How have 
regulations 
changed?
Charlton:  There are three regulatory 
bodies, depending on what type of bank 
you are; there’s the Office of the Comp-
troller of the Currency (OCC), the Feder-
al Deposit Insurance Corporation (FDIC) 
and the Federal Reserve. One of the chal-
lenges through the years has been to get 
the three thinking the same, because 
many times they don’t. They enforce 
things a little bit differently, especially, 
large banks and small banks.
Wisman:  The FDIC is the one that en-
sures the deposits and funds are sound.  I 
heard a comment of somebody that was 
taking their money out of our bank and 
putting it in another bank because they 
thought the FDIC was going to fail too. 
Community banks have a challenge ahead 
of educating the community that we are 
just as insured as anybody else. 
Radosevich:  The FDIC has a monumen-
tal task that nobody foresaw or that they 
weren’t prepared for between all the bank 
takeovers or closings, as well as having 
to insure the deposits.  They’re sound be-
cause we continue to get the assessments 
raised to ensure that they have the coffers 
to cover a bank failing.  So one way or 
another they will remain in full force.
Diane Fearon:  I don’t know that the reg-
ulations have changed so much.  It’s the 
fact that the marketplace has changed so 
much that those regulations aren’t for this 
game, and the FDIC doesn’t have a new 
play book. We have to respond to those 
situations with good faith borrowers who, 
12 and 24 months ago, were responsible 
and made what, at the time, was a reason-
able decision that the banks underwriting 
analysis validated. Circumstances have 

now changed beyond the control or influ-
ence of that borrower or the bank. And to 
just say, “You now have a problem, go fix 
it”, when the fixing is not available in a 
dysfunctional marketplace, which is what 
we have in Southern Nevada right now. 
We need to have grace periods built in for 
the regulators to give a bank that’s acting 
responsibly with borrowers who are act-
ing responsibly to get through what no-
body anticipated.
Wisman:  I was talking with someone in 
Washington, D.C. and she said, “You have 
to remember, the regulations aren’t writ-
ten for good times or bad times.  They’re 
meant for this time.”  So timing has never 
been a regulator’s friend. Regulations 
don’t fit going up and they don’t fit going 
down, they fit what would be normal.  And 
they’re trying to apply normal to the situ-
ation we’re in and they can’t. They’re hav-
ing a problem with it. In ‘88, they made 
the determination which banks would live 
and which banks would die based upon 
the area they were in.  They thought that 
area would recover, they worked with 
those banks.  They thought that area 
wasn’t going to recover, they closed that 
bank.  It was as simple as that. 
Charlton:  Absolutely.
Wisman:  A lot of things have caused this 
problem, and it’s going to take out-of-the-
box thinking to get it solved.  

Industry Focus | Bankers
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response and fallout from that was not 
nearly the degree of uncertainty, or panic, 
or alarm that it had been when banks had 
failed many months before. The FDIC, 
and hopefully banking to some degree, 
has helped with calming businesses and 
consumers to not be panicked about the 
strength of the financial system.

Is it reality or 
perception that 
banks aren’t 
lending?
Charlton:  Well, banks want to lend.  For 
most banks, the majority of income is in-
terest income from lending. We want to 
lend because that’s the way we make the 
majority of our money. We’re cash flow 
lenders, we aren’t collateral lenders, which 
means you have to underwrite and the 
people have to have the revenue flowing 
through. So, when the public says banks 
aren’t lending, it’s not because we don’t 
want to.  We definitely want to loan.
Thomas:  When you look at this problem, 
you can’t change the regulation signifi-
cantly to fix it or you’re right back where 
you were, and then right back in the situ-
ation that got you into this.  What is still 
unregulated and still not really touched 
as much on this side, especially in Ne-
vada, is the loan modification process, 
which I think is extremely necessary to 
get consumers back into feeling like they 
can spend and start moving the economy.  
We’ve got a homeownership center here, 
and we are seeing so many clients we 
can’t keep up with it.  Until you wrap your 
hands around that and can take their ex-
isting loan and get them to a point where 
they feel comfortable with what they’re 
going to pay, they know they’re not going 
to lose their house, you’ve modified it by 
either extending the term, working with 
them on rate or moving a portion of the 
principal to a balloon payment at the end.  
Once you do that, the economy moves a 
little better with consumer spending.  I 
don’t see how the FDIC has the ability to 
fix where we are right now because you 

Kirk Clausen:  There is a lot of interpre-
tation going on out there because every-
body’s in a hurry to try and figure this out 
and solve it early.  And that’s the good 
news.  People really do want to solve it.  
But there are a number of markets -- and I 
would count Las Vegas as one of those -- 
Arizona, Southern California, and Flori-
da to some extent -- where things are just 
haywire right now.  And it’s going to take 
cooler heads to prevail.
Fearon:  To their credit, the FDIC I think 
has done a very good job with increasing 

the deposit limits, extending the time-
frames, allowing banks to participate in 
the unlimited insurance for noninterest 
bearing. They’ve really provided a calm 
and a very forceful foundation to not 
feel as insecure as they did before those 
changes over the last several months, 
and that has been helpful. I think we’re 
all seeing a very big difference in a posi-
tive way when there is an event locally. 
An example was in mid-August with two 
banks that aren’t with us any longer who 
had had capital issues for some time. The 

6795 Edmond St., Ste. #160
Las Vegas, NV 89118 (215 & Decatur)
702-257-7777
www.ncbnv.com
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Industry Focus

can’t really change the basics of lending 
that much, according to loan to value, ac-
cording to income ratios.  They just don’t 
have that much legal room to fix the prob-
lem right now.
Radosevich:  I think you really have three 
factors that are limiting the amount of 
loans you can do.  I mean, certainly the 
first one is businesses and individuals 
are not necessarily in a financial position 
they were in, so there’s a smaller pool of 
financially viable or creditworthy borrow-
ers out there. Secondly, for most institu-
tions, the underwriting has tightened up.  
Whether at the bequest of the regulators or 
not, that’s just the simple fact. And then fi-
nally, some banks are in worse shape than 
others, and they are trying to preserve 
capital for future write-downs, so there-
fore, they don’t want to go out there and 
take big bets on new loans by making a 
lot of new loans. So those three factors are 
certainly impacting the amount of credit 
that’s being issued in the market.

What are 
some positive 
perspectives?
Clausen:  I believe very much in the con-
sumer, and I have great faith in the con-
sumer, because from a banker’s perspec-
tive, at our core, there are two things that 
we do. One of them is we manage risk.  
And when you think about the consumer 
and what’s important about the consum-
er is that spreads your risk over, I don’t 
know, in our case 350,000 household’s 
right here in Nevada. So having said 
that, we just think about what is going 
on in other parts of the country that will 
continue to attract folks to Nevada. And 
we have this group called Baby Boomers 
that are extending their working lives a 
little bit longer right now because of the 
economy, but they’re going to retire.  We 
continue to have 4,000 to 5,000 people a 
month moving into Nevada, at least when 
you read the newspaper and see the lat-
est stats. Given that, and given the fact 
that there are a lot of Baby Boomers who 

Let Us Help You!

Contact the Governor’s Office for Consumer Health Assistance
today to receive additional information or to set up
an appointment to speak with our representative

702.486.3587

Have you considered small group
health insurance for your employees?

Are you a small business owner with 2 to 50 employees?

Consider the benefits of
providing healthcare coverage:
• Make your business more competitive

• Provide employees with access to affordable healthcare

• Reduce overall costs of healthcare

• Keep your employees healthy and productive

LET US HELP YOU! We can provide you with the information and tools 
necessary to make an informed decision about your small group health plan options.
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are sitting in California thinking I’ve got 
to get out of this state, for whatever rea-
sons, high tax or whatever.  There are 
folks in the Midwest who are looking for 
“sunbelt” opportunities.  I just like our 
chances in the Valley here.  I really do. I 
think it slowed down a little bit, and a lot 
of people kept talking about the bubble 
that was coming for Vegas.  I guess you 
could call this a bubble, and it burst a 
little bit, but I think it’s going to be back 
a lot sooner than a lot of folks think. So 
I would say, if we were sitting here 12 
months from now, we’ll have started to 
turn the corner.
Charlton:  I will echo, having been here 
quite a while and seen that turndown in 
the early ‘80s when the prime was that 
high, everybody was predicting back 
then that Nevada was going to have some 
trouble coming out of it.  And we came 
out of it faster than anyone else at that 
time.  And business started booming up 
and down the Strip. And there’s really 
two Vegas’. There’s the Strip traffic, and 
then you’ve got the gaming market that’s 
off the Strip.  So you’ve really got two 
things that are impacting Nevada right 
now. The number one industry is gaming, 
number two is construction, and look at 
both of those industries, then everything 
else is kind of just a third.  That’s just 
our market. But I am optimistic, as well.  
And this is not an economist talking, this 
is just from having lived here as long as I 
have.  There’s resilience here.
Clausen:  Absolutely.  We have a can 
do attitude in this community like none 
other.
Charlton:  It’s interesting that everybody 
is positive. And that is just amazing to 
me that the hope is there.  It’s real.
Fearon:  And a belief in the future pros-
perity of Las Vegas.  
Radosevich: From an economic stand-
point, there are a lot of positives.  Es-
pecially for those with investment man-
agement capabilities within their insti-
tution with the markets forecast to go 
higher.  That’s additional fee revenue.  
As rates change, that’s going to be ad-
ditional help on the interest rate spread.  

So there’s a lot of things that are going 
to impact, on a positive basis, the bal-
ance sheets and income statements of 
banks in general. 
Thomas:  And I have a supreme confi-
dence in the consumer’s ability to spot a 
deal.  When you look at Vegas now for 
young folks, young families that haven’t 
yet purchased a house, all of a sudden 
Vegas is extremely affordable. For peo-
ple that are retiring that can still retire 

on time, Vegas is a fantastic spot to take 
a look at. 
Clausen:  To that point, our mortgage 
company is having a record year. And 
it’s not just refinances, it’s FHA and it’s 
first-time home buyers and others.
Thomas:  So this economy is a very 
large raft of people that were already 
homeowners.  But for some people that 
haven’t yet bought a house, it’s a dream 
for them.
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Around The State

Inflation Has Little 
Effect on Tax Rates 
and Benefits in 2010
According to the Internal Revenue 
Service (IRS), tax rate brackets and 
various tax benefits will remain, for 
the most part, unchanged in 2010 due 
to inflation.  Because recent inflation 
factors have been minimal, many 
benefits will remain unchanged or 
change only slightly for 2010.  

Stratus Building 
Solutions Enters 
Nevada Market
Stratus Building Solutions, a building 
services and maintenance franchise, 
has established operations in Nevada.  
The company expects to create 50 unit 
franchises and over 100 new jobs by 
the end of 2010.

Teen
Unemployment
at Record High
Recently released unemployment numbers 
from the Bureau of Labor Statistics show teen 
unemployment is now at 25.9 percent.  Since last 
year, teen unemployment has increased by 33 
percent, which is the highest unemployment rate 
since recordkeeping began in 1948.  The overall 
U.S. jobless rate is at 9.8 percent, the highest 
point since 1983.

BIGD Changes Name 
to eHydrogen Solutions
BIGD is set to acquire new technology assets 
and is changing its name to eHydrogen 
Solutions.  The company will move further 
into the hydrogen fuel injection systems 
industry.  This technology significantly 
reduces emissions in both gas and diesel 
cars while simultaneously reducing fuel 
consumption by at least 10 percent.

Nearly Half of U.S. Companies 
Now Auto-Enroll Workers 
into 401(k) Plans
According to Watson Wyatt Worldwide, a recent study 
found that 47 percent of surveyed companies now auto-
enroll employees into their defined contribution plan.  Additionally, 
one-third of those that don’t auto-enroll employees are beginning to 
consider auto-enrollment.  This trend could mean that defined contribution plans 
emerge stronger from the current economic crisis.

Wells Fargo Aims to Decrease 
Greenhouse Gas Emissions
Wells Fargo has announced its goal to decrease 
greenhouse gas emissions by 20% by 2018.  The 
company will take measures such as utilizing more 
video conferencing to reduce air travel, investing in 
renewable energy projects, encouraging customers 
to use online-only statements and building LEED 
certified banking stores.
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Sponsorship opportunities  
and exhibit space available now.  
Call 702.586.3827 for details.

n  Engage with nearly    
 2,000 business professionals

n  Evolve your business tactics 
 and strategies

n  Emerge with vital economic   
 insight to power your success

Save the Date !
Thursday, January 28, 2010
Thomas & Mack Center - Cox Pavilion

Register early and save!  
Early bird discount tickets available now.  
For tickets call 702.641.5822  • www.previewlasvegas.com
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Charlie Nguyen
Campus Director,

Las Vegas Campus
University of Phoenix

Las Vegas, NV

Number of Employees: 142
Years in Nevada: 1
Years with Company: 5

What inspired you to get into education?
Empowerment comes through education. What 
inspired me is knowing that education changes 
lives – it opens the doors to opportunities, adds 
value to the existing workforce and ultimately 
improves our community. At our commencement 
ceremonies, it is personally rewarding to see 
how proud students and their families are of the 
achievements that have been made. 

What is your biggest challenge as it relates to 
the University of Phoenix?
Higher education is in great demand across the 
country, but according to the latest US Census 
Bureau statistics, Nevada ranks 47th in the 
nation for percent of adults with a bachelor’s 
degree or higher. Only 19 percent of Nevadans 
have a higher education. In light of the current 
economy, education has never been more 
important. I look at this as an opportunity 
to locally improve the perception of higher 
education, and showcase how it helps change 
lives and opens the door to success. 

Aside from your family, what is your greatest 
passion?
Children are the future. Growing up in Vietnam, 
I understand how challenging it is to grow up 
in a world without so much and with so many 
unknowns. My passion is rooted in trying to bring 
something positive into their bleak worlds – from 
meeting basic human needs of food and clean 
water to providing access to education and hope 
for the future. 

If you could meet anyone from history and ask 
them one question, who would it be and what 
question would you ask them?
Martin Luther King, Jr. because I admire his 
persistence and determination. He faced so 
much adversity in his life and personal struggles. 
I would love to ask him how he overcame those 
trying moments and how he summoned up 
incredible bravery to forge ahead and help bring 
about change. 

What advice would you give to other 
executives moving into this market?
Relationship building is instrumental in Las 
Vegas. Take the time to get to know key 
business leaders in the area from a wide range 
of industries, including hospitality, education, 
finance and technology. Make yourself familiar 
with the top trends and issues in the city 
and find a way to contribute to the greater 
community.

Face To Face | Southern Nevada
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Expertise: A team of skilled professionals with advanced 
degrees, specializing in jury behavior and effective advocacy.

Experience: �ree decades of empirical analysis of jury 
behavior in all areas of civil litigation, high profile, and high 
stakes cases.

Excellence: Unsurpassed. See testimonials from Nevada 
lawyers at www.tsongas.com/excellence/excellence.cfm.

Founded in 1978, Tsongas is one of the pioneers of 
litigation consulting.

Here are selected Tsongas services in more detail:

• Case Strategy Development: A one or two day 
structured process focused on the development of the case 
narrative, themes, and language that will effectively arm 
and motivate your audience, whether mediator, judge, 
arbitration panel, or jury. Early involvement is key.
Chart the course before discovery begins.

• Mock Trial and Focus Group Research: Tsongas’ 
research methodologies for Mock Trials and Focus 
Groups focus on the collection of reliable and
meaningful data. Learn about risk, settlement value,
and effective trial strategy. Methodology, execution,
and informed analysis are central to a meaningful 
research project.

• Shadow Jury Projects: Ever wonder if the real jury 
understands your case or finds your witnesses credible?
A shadow jury can provide fast feedback in high exposure 
cases to better inform you about how your jurors are
processing the case.

• Jury Selection: �e Tsongas focus is on systematic jury 
“de-selection,” identifying high-risk jurors, and helping 
you remove them from the jury pool. Both quantitative 
and qualitative measures are used to quickly assess and 
identify the highest risk jurors in your venire. We have 
extensive knowledge of Las Vegas juror attitudes and 
characteristics.

• Witness Preparation for Deposition and/or Trial: 
�ere is nothing more important than the truth told 
well. Witnesses can become more competent and 
confident in a realm dominated by the skilled attorney.

• Demonstrative Exhibit Development and
Production: A picture is worth a thousand words. 
Graphics can efficiently and effectively present elements 
of your story, boosting comprehension and retention of 
key facts and case themes.

• Opening Statement and Closing Argument Analysis 
and Development: Presenting facts/information is 
important, but get advice and support from those whose 
expertise is in the theory and practice of persuasion and 
advocacy. Whether your audience is an arbitrator, 
mediator, judge, or jury, arm and motivate them to be 
your advocate.

Tsongas consists of professionals whose sole focus is the 
art and science of litigation-based analysis and advocacy. 
�e firm specializes in civil defense and significant 
plaintiff actions. Tsongas is available for extensive
engagements and specialized services on smaller cases.

�eodore O . Prosise, Ph.D.
Vice President - Senior Consultant

Tsongas Litigation Consulting, Inc.

Your Local Jury Experts Aren’t Local

Local references
on request

1-888-452-8019

www.tsongas.com

®

Extensive:
  • Experience in high profile
    high exposure civil cases
   in Las Vegas
  •Knowledge of Las Vegas
   juror attitudes

Extensive:
  • Experience in high profile
    high exposure civil cases
   in Las Vegas
  •Knowledge of Las Vegas
   juror attitudes

http://www.tsongas.com/excellence/excellence.cfm
http://www.tsongas.com
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Vital Signs | Healthcare Literacy

he challenges a physician must 
deal with are not simply limited 
to the proper diagnosis, treat-
ment and care of patients.  Add 
to that the stresses of managing 

a practice; HR, billing, operations, mar-
keting…and it is understandable that im-
portant responsibilities that impact overall 
patient care can suffer.  
 Unfortunately, even the most skilled 
physicians are not necessarily good com-
municators.  Add to that poor healthcare 
literacy from patients and a full waiting 
room and physicians can be pushed to the 
brink.
 Recognizing this opportunity led former 
medical device executive Darik Volpa to 
start Understand.com in 2003.  “Education 
is an important part of the patient experi-
ence.  If this is done well the end result will 
be a more satisfied patient.   Our approach 
is effective, saves doctors’ time and allows 
patients to be educated from the privacy 
and comfort of their own home.  This is the 
proverbial “better mousetrap”, says Volpa, 
founder and CEO of Understand.
 Understand uses 3D computer anima-
tions to explain hundreds of complex dis-
eases, conditions and procedures.  The 
information is provided in a visual, non-
scary way that lets patients interact with 
the content.  This is done directly from 
the doctor’s website, further giving the 
patient the confidence that the informa-
tion is accurate.  “We work hand-in-hand 
with board certified physicians during the 
development process to ensure accuracy.  
This co-development combined with me-
ticulous research ensures quality content” 
said Volpa.  Understand has also partnered 
with several medical organizations includ-
ing the American Society of Plastic Sur-
geons (ASPS), Skin Cancer Foundation, 

American Orthopaedic Society for Sports 
Medicine (AOSSM) and the National Pso-
riasis Foundation.
 “I refer all my patients to my website 
before a consultation so they can have a 
better understanding of the procedure and 
ask better questions when I see them in 
the office.  It has become an integral part 
of my practice and patients love it”, says 
Scott Wrye, MD.
 In addition to improving patient educa-
tion, the animated libraries can also play 
a key role in differentiating a physician’s 
practice.  “Plastic surgery is the most com-

petitive specialty in medicine.  Having a 
website that has engaging content helps 
your practice and website stick out from 
other practices”, said Wes Hall, MD.  
 This data is confirmed by a recent study 
conducted by Yahoo indicating that 84% 
of patients research a physician and the 
procedure online prior to choosing a phy-
sician.  “The expectation of patients is that 
physicians will have a website that lists 
their credentials and information on pro-
cedures.  It is becoming as common place 
as a business card, especially in elective 
surgery”, says Volpa.

Health plans for  
individuals, businesses, 

and big rollers.

From high rollers…to tiny cruisers…Las Vegas has its own unique 
style. Just ask anyone who calls it home.

We deserve health coverage that’s as distinctive as we are. One that’s 
local, affordable, and stacked with flexible health benefit plans. That’s 
just what Coventry Health Care offers. It’s the perfect fit for individuals, 
businesses—and even our littlest big shots. 

www.CHCNevada.com

Introducing a new choice for health coverage that’s got that Vegas flair.    

Learn more about Coventry. Call your broker or 1-877-233-3561.  

Using Technology to Communicate Better

A New Approach
to Patient Education
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Protect Yourself
from Identity Theft

Profit & Loss | Identity Theft

Safeguarding Your Assets

 Identity theft is one of the fastest growing crimes in the 
United States, affecting millions of Americans each year.  It 
occurs when someone wrongfully obtains and uses another 
person’s identifying information to commit fraud or unlaw-
ful criminal activities.  An identity thief may obtain credit, 
bank accounts, loans, leases, government benefits and ser-
vices, or employment as well as a passport and firearm in 
your name.  An identity thief may also assume your identity 
to access your existing accounts, including securities in-
vestments, brokerage accounts and retirement accounts, and 
commit crimes ranging from a traffic violation to a felony.
 In identity theft cases, the victim most often has to prove 
his or her innocence.  Victims of identity theft have spent 
countless hours and thousands of dollars repairing the sub-
stantial damage identity thieves have inflicted on their as-
sets, credit record and reputation.  
 There is no guarantee that you will never be a victim of 
identity theft, but you can be proactive and minimize your 
risk by safeguarding your personal data.  Remember, you 
don’t have to lose your wallet or have it stolen to be a victim 
of identity theft. 

Identity theft prevention tips:

1.  Monitor your credit report.  Your credit report is a 
valuable tool in discovering identity theft, since it will pro-
vide indications of whether someone has wrongfully opened 
or used any accounts in your name.  Check the accounts 
listed and their balances; review who has received a copy 
of your credit history; check recent inquiries for addresses 
where you have never lived and for variances in your Social 
Security number.  

2.  Protect your Social Security number vigilantly, 
since it is the primary source of verifying your identity.  Do 

not carry your Social Security card in your wallet or purse 
and do not have the number printed on your checks or driver 
license.  Check your Social Security Earnings and Benefits 
Statement annually to ensure your Social Security number 
is not being used by someone else for employment.

3.  Never provide your personal information via the 
phone, mail, or Internet unless you initiated contact or trust 
the person you are dealing with.  “Pretexting” (getting per-
sonal information under false pretenses) is a method of 
identity theft that is on the rise.  Be cautious of unexpected 
e-mails and text messages that appear to be from legitimate 
companies requesting that you update or validate personal 
and financial information to keep your account active.

4.  Beware of dumpster divers who rummage through 
trash for personal data.  Buy a cross-cut type shredder and 
shred all sensitive documents, including unwanted pre-ap-
proved credit card offers, credit card receipts, bank state-
ments, canceled checks, bills and insurance documents be-
fore throwing them away. 

5.  Obtain a P.O. Box.  Mail theft is common.  Do not 
place mail, especially checks, in an unsecured mailbox.  
Drop outgoing mail off at a US mailbox or post office.  

6.  Beware of malware, which can record your key-
strokes, steal your passwords, redirect your Web browser 
to phishing pages and report your personal information to 
distant servers.  All Internet users should purchase security 
software. 

Stephanie Colotti is the Regional Security Officer for Nevada 
State Bank.



ered “friendly to the taxpayer,” while the 
scores of 52 legislators showed that they 
generally failed to protect taxpayers dur-
ing the 2009 session. Indeed, this balance 
culminated in a 19 percent increase in the 
total tax burden facing Nevadans over the 
2009-2011 biennium.
 Because the Report Card ranks lawmak-
ers by their demonstrated desire to protect 
Nevada taxpayers, it also reveals an ideo-
logical divide that goes much deeper than 
simple party affiliation. While all 11 of 

those lawmakers who achieved favorable 
scores were Republicans, the scores of more 
than half of Republican lawmakers demon-
strated the intent to prey upon taxpayers.
 In fact, the leadership of each party 
achieved unfavorable scores in both houses 
of the legislature.  In the Senate, the leaders 
of each party were virtually indistinguish-
able, as both Senate Majority Leader Steven 
Horsford and Senate Minority Leader Bill 
Raggio obtained scores in the low 20s on a 
scale of zero to 100. As a whole, the Nevada 
Legislature achieved a composite score 
of about 31, with the Assembly scoring 
slightly higher than the Senate. Republican 

Rankings Show Few Legislators Protect Taxpayers
emocracies function best when 
voters are well informed about 
the voting records and policy 
positions of incumbents. Without 
such knowledge, voters are un-

able to hold politicians accountable for their 
performance.  
 Most voters do not have the time to fol-
low the performance of their elected rep-
resentatives at all levels of public office. 
Hence, the success of representative gov-
ernment hinges significantly on the pub-
lic’s access to accurate and reliable evalu-
ations of performance in public office. 
However, while many organizations offer 
their own evaluations of public office-
holders at the national level, few objective 
analyses are available to voters consider-
ing performance by elected officials at 
state and local levels of government.
 Recognizing this weakness, the Nevada 
Policy Research Institute has recently un-
dertaken an objective evaluation of the per-
formance of state legislators. Arming indi-
viduals with the information necessary to 
make educated decisions about who should 
represent them, The 2009 Nevada Legisla-
tive Session: Review & Report Card ranks 
the performance of individual lawmakers 
according to their defense of taxpayers.
 The Report Card applies the methodol-
ogy employed by the National Taxpayers 
Union for the grading of congressmen. It 
examines the voting record of each law-
maker on bills that would either impose tax 
increases or require tax increases by imple-
menting spending beyond available tax rev-
enues. Each vote is weighted in accordance 
with the impact of the associated bill.  Law-
makers who scored highly are those who 
acted consistently to protect Nevada tax-
payers from tax increases.
 Unfortunately, those legislators were 
few and far between. Only 11 lawmak-
ers achieved scores that could be consid-

lawmakers obtained an average score of 52, 
while their Democratic colleagues averaged 
a score of 18.
 The unique challenges of declining tax 
revenues that faced legislators during the 
2009 session may have depressed scores 
to some extent, as lawmakers apparently 
saw little political profit in proposing tax 
cuts. However, a few individual lawmak-
ers were able to demonstrate that, even 
under such conditions, it was still possible 
to achieve extremely high scores. Assem-

blymen Ed Goedhart and Don Gustavson 
led the way, scoring in the mid-90s. Yet, 
to the detriment of Nevada taxpayers, few 
lawmakers followed the example set by 
the two assemblymen.
 Many of the tax increases enacted by 
the 2009 legislature are set to expire in 
2011, and this will be a prominent is-
sue facing Nevada taxpayers in the 2010 
legislative elections. As such, taxpayers 
should find the Report Card to be an ex-
tremely valuable tool, allowing them to 
make informed decisions about which in-
cumbents can be expected to protect them 
from future tax increases.

Geoffrey Lawrence is a fiscal policy analyst at the Nevada Policy Research Institute

Legislature Performs Poorly

Only 11 lawmakers 
achieved scores that 
could be considered 
“friendly to the 
taxpayer”, while the 
scores of 52 legislators 
showed that they 
generally failed to 
protect taxpayers.
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ust a couple of years ago Nevada 
was booming, economic growth 
was accelerating, construction 
was busy statewide and every 

sector of commercial real estate was 
scrambling to keep up. 
 Then the recession hit, and everything 
slowed, and all those projects were still 
out there, some as raw land, some half-
completed, some gone into foreclosure or 
receivership and some sitting idly, wait-
ing for new investors.
 The office market took a hit, just like 
every other sector of commercial real 
estate.  There are few new projects on 
the books for 2009 and anything in the 
planning stage is on hold.  New buildings 
stand empty.

 “We’ve seen the office market vacancy 
rate climb since before the beginning of the 
national recession from around 12 percent 
to now over 20 percent negative absorption, 
really high for the last few quarters,” said 
John M. Stater, research manager, Colliers 

Slow to 
Recover

J

Brad Schnepf
President, Marnell Properties

Building Nevada

OFFiCE
MARkET

By Jennifer Rachel Baumer
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International, Las Vegas.  “We’re starting 
to see things trend more flat but obviously 
we’re not out of it just yet.  We’ve had quite 
a bit of employment loss in office-based em-
ployment, we lost 8,600 jobs over the last 12 
months, so clearly this is a challenging time, 
but hopefully things are starting to flatten 
out and in 2011 we might start to see some 
real growth again.”
 The vacancy rate for office space in 
Southern Nevada at the end of the second 
quarter 2009 was 22.1 percent, according 
to Jake Joyce, project manager, Applied 
Analysis.  “We’re looking to see when we 
stabilize.  It was 16.9 a year ago and jumped 
to 19.6 end of first quarter.  I won’t be sur-
prised if it jumps another point or more,” 
said Joyce, who pointed out the amount of 
occupied office space is less today than it 
was two years ago.

Space Available

 From a vacancy standpoint, things 
have leveled off in the last two consecu-

tive quarters, but movement seen in the 
office market is primarily existing ten-
ants moving within the market to save 
money.  “We’re not seeing any growth, 
so expect to continue to see a slight 
downturn,” said Tim Ruffin, managing 
partner, senior vice president, Colliers 
International, Reno.  
 He added the office market is a lagging 
economic indicator and since unemploy-
ment continues to increase, occupation 
of office space is expected to continue to 
decrease.  
 In the south, “If you factor in some 
of the sub-lease space, or shadow space 
– those spaces currently occupied or 
leased or out of market – the vacancy 
rate could be in excess of 30 percent,” 
said Brad Schnepf, president, Marnell 
Properties, and incoming president of 
NAIOP Southern Nevada, a commercial 
real estate development association.  “In 
fact, it probably is 30 percent, not could 
be.  And that’s a significant change from 
where we were 24 or 36 months ago.”

The Place to Be

 Schnepf isn’t aware of any new or 
planned construction in terms of product, 
and he’s expecting changes in the office 
market.  Demand for office space is driv-
en by economic growth, which has been 
reduced in terms of job loss, home starts 
and other indicators, which, Schnepf says, 
has an effect on the commercial market.  
“Office is not an industry in and of itself 
but a by-product of economic growth 
from businesses in our local economy that 
conduct commerce.  So new development 
is moving slower, if at all.  Financing is 
going to be difficult at best and to obtain 
new financing will require significant 
pre-lease. However, with all the existing 
product on the market, new products can’t 
compete financially.”  
 In fact, properties completed this year 
are running 70 percent vacant, according 
to Stater, with Class A and C the highest 
and Class B, medical, boasting the lowest 
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vacancy rates.  New properties are doing 
worse because they’re competing with ex-
isting space, while properties built prior 
to 2009 run about 20.5 percent vacant.
 According to Joyce, there is 1.4 million 
square feet under construction in South-
ern Nevada, 350,000 to 400,000 square 
feet of which is stalled.  “You can drive 
by and know it’s not being built.”  Those 
projects are in the west and southwest and 
338,000 square feet in the northwest.  “All 
three of those sub-markets were really 
booking 23 months ago during the boom.  
That’s where investor dollars were going 
and people were living and moving and 

working,” said Joyce.  “What’s under con-
struction, those projects aren’t new, they 
were funded and capitalized, and have 
been on the books, and are in the process 
of wrapping up.  We have a lot of planned 
space on the books and I don’t see any of 
that being put in construction phase in the 
near term and by that I mean years.  We 
have probably 3.6 million square feet of 
proposed market space and have 11 mil-
lion square feet in vacant space.”
 “If you really look at development in 
the Valley, they went kind of crazy in 
2007,” said Stater.  “There’s a lot of sup-
ply on the market right now so unless you 

see demand really bounce back, 
there’s not a pressing need for 
office product.  There will be 
some projects, a little construc-
tion, but the days of very high 
construction rates in Las Vegas 
are over for a while.”
 A few projects carried 
on through the lean years of 
2008 and 2009 and those that 
put the finishing touches on 

during 2009 have, 
not surprisingly, 
high vacancy rates, 
according to Stater.  
Some buildings, 
like the Rainbow 
Sunset Pavilion, 
are zombie build-
ings owned by the 
FDIC, and while 
there’s nothing to 
stop the buildings 
from being used 
– they’re up and 
ready for tenants 
– banks and FDIC 
can’t provide ten-
ant improvements, 
can’t compete the 
way other build-
ings can and are a 
drag on the vacan-
cy rate.
 When build-
ings do stall and 
stand vacant, it 
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suggests the lenders and investors have 
reserved against or written off assets, 
according to Joyce.  Some are in receiv-
ership, though the commercial market 
doesn’t move as quickly as the residen-
tial to put a product back on the market 
through a trustee sale.  “So we’re not sure 
what will happen to them but they are out 
there and probably an eyesore to people 
who drive by and an awakening to people 
inside the office market that if you’re a 
well capitalized tenant at this point you 
can go negotiate your own deal with a 
great rate and a wealth of options.”
 Joyce suggests stalled buildings in-
dicate investors reconsidering the val-
ue of the development.  Asking prices 
haven’t declined like they have in retail 
and industrial markets, which have low-
er vacancy rates.  “And the inventory is 
50 million square feet and we have 1.5 
million square feet under construction, 
which includes some buildings that are 
stalled, about 350,000 square feet, so 
we’re not likely to see those projects 
finish in the near term.”
 While there doesn’t seem to be any 
specific geographic or sub-market loca-
tion in the Las Vegas Valley that’s do-
ing better than others, some older parts 
of town have done fairly well, according 
to Dean Kaufman, vice president, Col-
liers International, Las Vegas.  Simply 
by virtue of being older space it’s more 
affordable and probably occupied by 
longer-standing tenants.  “Everybody 
is hurting,” said Kaufman.  “But look-
ing at numbers here, downtown has a 10 
percent vacancy rate, which is the most 
mature market, and right next to down-
town is at 14 percent.  The southwest has 
a 31 percent overall vacancy rate.”  The 
southwest, by comparison to the more 
mature office sub-market, was the new-
est building up during the boom years 
of 2006-07, so a large proportion of the 
shelf space on the market is in that area.
 In the same vein, some of the tradi-
tional office sub-markets are still show-
ing a little stronger than others.  Core 
sub-markets like the airport remain 
relatively strong, according to Schnepf, 
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as do developments up and down the 
I-215 corridor.  Some of the newer areas 
where the office market was expanding 
into during the economic boom aren’t 
fairing as well simply because they are 
new – amenities that follow such devel-
opment, such as restaurants and banks, 
didn’t have time to build out before the 
boom collapsed.  “Most office users are 
still looking to locate near other offices 
users and want proximity to residential, 
commercial amenities, the airport, etc.,” 
said Schnepf.  
 In Northern Nevada, some of the 
newest high rise and strategically lo-
cated buildings in downtown are still 
doing well, while the South Meadows 
sub-market, by virtue of being the new-
est area under construction when the 
recession hit, is fairing the worst. 
 Looking at office users by industry, 
medical in Southern Nevada was still 
hiring until last quarter and in Northern 
Nevada medical is probably down 10 
percent, versus the 30 to 40 percent oth-
er industries are down.  Which means 
medical is relatively stronger than some 
industries, says Ruffin; not that it’s do-
ing well, just that it’s stronger.  Some 
legal fields are also fairing well, but 
transactional law, especially related to 
real estate, is weak.
 “We know for a fact that office is a 
lagging indicator of the economy, and 
we know unemployment has risen ev-
ery month since the beginning of the 
year,” said Ruffin.  “As unemployment 
increases, occupancy is going to fall, so 
expect higher vacancy rates than today.  
Will it go from 21.2 to 25 percent?  I 
don’t know, but I think it will rise be-
fore it starts falling.”

Crystal Ball

 In the northern half of the state, very 
little is being built other than build-to-
suit.  Ruffin doesn’t expect to see much 
construction for several years.  “We’ve 
got a vacancy rate of 21.2 percent, and a 
balanced market is a 10 percent vacancy 
rate, so with [the rate] being 11.2 percent 

above a balanced market, a little over a 
million square feet of vacant space needs 
to be absorbed or occupied before we get 
back to a balanced market.”  
 In a normal year, Ruffin says, some 
200,000 square feet of office product are 
absorbed.  “So it could take another five 
years to get in balance, because we’re 
not in a normal year, we’re in recession 
years.  I think you could say we’re not 
going to be in balance for six years, so 

another year to hit post-recession and 
hope for normalcy after that.”
 In the south, Stater says, “The local 
recession is not ending this quarter; 
maybe next or first of 2010.  I know I’ve 
seen the local indicators still moving 
down.”  He expects the local economy 
to start recovering in 2010, but slowly, 
with a return of tourism (auto traffic 
from California is already up) but with 
residential construction remaining de-

http://www.yesco.com
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Building Nevada

pressed.  With fewer people moving into 
the area for work, there won’t be major 
demands for real estate.  “We could be 
surprised by some sectors but probably 
it’s going to be 2011 when we see sig-
nificant recovery for the office market 
in Southern Nevada.”  
 Joyce expects continued downward 
pressure on asking rates and more fa-
vorable lease rates for tenants along 
with increased tenant allowances and 
services offered by property owners and 
landlords.  Vacancy rates will continue 
rising and product under construction 
or proposed will be sidelined – any-
thing not under construction isn’t likely 
to start in the next year.  
 “The crystal ball is smoggy at this 
point but it will ultimately come down 
to jobs,” said Joyce.  “Our community 
is built on growth and until growth con-
tinues or picks up again we’re going to 
continue to see a downward pressure on 
all commercial spaces and office space.  
Typically the time for ultimate correc-
tion will extend beyond 2010.  And of 
course if you have the ability to access 
capital markets and financing and are 
a well capitalized and good standing 
business, now is the time to look for an 
opportunity to move up; one person’s 
bad time is another’s good time.”

Nevada economists have estimated 
the state’s jobless rate could hit 14.4 
percent next year.  Jahan Wilcox, a 
spokesperson for the Republican 
National Committee said, “Senator 
Harry Reid was a lead proponent 
of the so-called stimulus package 
that he promised would create jobs 
and get Nevada’s economy back on 
track.  Unfortunately, since President 
Obama signed this failed economic 
experiment into law, Nevada’s 
unemployment rate has grown by 
more than three percent.”
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going to affect them,” Rosado added, “es-
pecially if it mandates that an employer 
is to pay health insurance for all employ-
ees regardless if they are full time or part 
time and regardless of their status.”
 Americans, Hanson insists, are be-
coming “much more optimistic about 
the economy, and realize how important 
compensation is to retention. The need to 
retain and attract qualified workers is not 
going to go away. Maybe it’s in a little bit 
of a lull, but I think more companies will 
be able to do that.”
 The situation, Hanson emphasizes, is 
“still bad. Only 2 percent of companies 
froze salaries before 2008, and even with 
that change – 33 percent saying they’re 
going to lift the freezes and 401(k)s – 
they’ll still be at 13 percent, so it’s still 
not going to be the way it was. It will be 
several years before we see that.” 

Personal and Personnel

 A bit of creativity can render some 
compensation more personal and thus 
more valuable to employees – and less ex-
pensive for employers.
 Those employers that Alter consid-
ers “the smart ones absolutely are” using 
nontraditional methods of compensation, 
“and there are several. They’re all what I 
call ‘surprise moments’ where you sur-
prise an employee with something that 
matters to him. You might give somebody 
an extra day off. Or, you’ve got a hundred 
employees, you had a great month relative 
to where you were and you want to do 
something nice for them, so you have the 
ice cream truck outside and ring the bell. 
You get everybody an ice cream cone. It’s 
not expensive but it shows your employees 
that you care and that you’re doing things 
for them.”
 Another: “You might (incentivize) a 
particular employee, and if you know 
something that matters to him you might 
give that,” Alter suggests. “As an example, 
if you have an employee who loves a par-
ticular performer – say, the Black Eyed 

Peas – you might scalp two front-row 
seats for them for $400 or $500 each and 
send them to the concert with a chauffeur. 
It costs you a thousand bucks but the val-
ue that you get from that is way more than 
just giving them $1,000 more in their sal-
ary.” This sort of approach gives compa-
nies “more leverage than just cash. Right 
now, there is a lot of value in that.”
 Creativity “has really got to be the 
trend,” Hanson says. “If you’re talking to 
HR professionals there is more and more 
focus on what they call ‘total rewards’ 
versus just compensation.” The phrase 
total rewards “brings in all the aspects 
of the workplace that provide incentive 
and satisfaction to workers, and gener-
ally more on an individual basis.” This 
includes flexible work hours, commuting 
arrangements, flexibility in scheduling, 
promotion and transfer opportunities, 
work environment, time off and more, 
“even lifestyle things.”
 What Hanson calls “the major point” 
is that companies have been in the posi-
tion where they have taken “more drastic 
action in regards to compensation than 
we’ve seen certainly in my lifetime. But 
I also think there is reason to be optimis-
tic, and some of those trends will reverse 
themselves slowly.” Her advice to employ-
ers is to “look at all the ways in which you 
can reward your employees and attract 
potential high performers to your compa-
ny by shifting to a total rewards system.”

When Recovery Comes

 At the end of December, Alter notes, 
the hiring index for Nevada stood at 1,343, 
up from 1,000 when the survey began in 
2004. That 34 percent rise “tells us that 
salaries have been growing in Nevada 
since 2004. But the interesting thing is 
that today it’s at 1,361, which is up about 
1.3 percent. What that tells me is that the 
total wages being paid are slightly up 
in Nevada, bucking the national trend,” 
which is down more than 6 percent. 
 When the recovery picks up steam, 
says Alter, the first thing that will happen 
as orders come back is that companies 
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will bring their existing staffs up to full 
hours. If they’ve been working 33 hours a 
week you might bring them back to 40.” 
The next thing before getting more orders 
and hiring more employees is giving cur-
rent employees overtime. “Once you ex-
haust the fact that you’ve brought them to 
full employment and given them overtime 
you’ll start to hire.” This process, howev-
er, will likely be “elongated because the 
other side of that equation is that the one 
in 10 people without a job aren’t spending 
money in these small businesses.”
 As the economic comes back, Kap-
per says, “which most economist have 
stated is happening, and let’s hope they’re 
right, compensation plans are going to be 
a key retention factor.” Many companies 
implemented hiring freezes during 2009, 
he notes, “or did a flat reduction in either 
workforce, from a headcount perspective, 
or in compensation so that they could re-
main profitable with less performance. As 
that business improves, they’ve got a work-
force that’s depleted, and they’ve got to find 
a way to attract the people. They’ve prob-
ably kept the best of the best, so now they 
have to find a way to keep them on board, 
as well as attract new talent. (Employers) 
are still going to look at their compensation 
plans and make improvements.”
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Reno-Sparks 
 The industrial real estate market con-
tinued on a downward trend in the second 
quarter of 2009. We experienced the sev-
enth straight quarter of increased vacancy 
and our third straight quarter of negative 
net absorption. 
 As we strive to find positive news in the 
market analysis, we observe that the sub-
lease vacancy rate decreased 23% since the 
first quarter of this year, the market wel-
comed a new major industrial tenant this 
quarter which occupied 235,000 square 
feet, and, overall, the velocity of the down-
ward trend appears to be decelerating. 
 While net absorption was negative again 
this quarter, it was significantly less nega-
tive than the previous two quarters. While 
the overall vacancy rate increased, it in-
creased at a significantly smaller percent-
age than the past several quarters. 
 Also, no new speculative industrial con-
struction was started this quarter, which 
will help stabilize the vacancy rate in the 
coming quarters.
 Of the 73,235,709 square feet of indus-
trial property tracked by the Colliers Re-
search Department, 15.3% is vacant and/or 
being offered for sublease. This represents 
a 5.5% increase over the vacancy rate at the 
end of last quarter (14.5%). As previously 
mentioned, the sublease vacancy rate de-
creased 23% since last quarter. Hopefully, 
this trend will continue as it is partially 
representative of companies who may be 
ceasing local operations in the market due 
to difficult economic conditions. 
 Given no new industrial construction 
starts and nothing in the construction pipe-
line, future vacancy rate increases will be 
limited to companies who down-size or 
close operations.

Commercial RE Report | Industrial

Industrial Summary
Second Quarter 2009

Southern Nevada Analysis and statistics compiled by 

Applied Analysis, Northern Nevada Analysis and statistics

compiled by Colliers International Reno
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Las Vegas 
 The Las Vegas Valley industrial market 
reported its highest vacancy rate in history 
through the second quarter of 2009.  With 
nearly 12.3 million square feet of vacant indus-
trial property, market-wide vacancies reached 
12.0 percent of inventory, which exceeded the 
previously recorded high of 11.4 percent in the 
third quarter of 2002.
 The vacancy rate jumped from 10.7 percent 
in the preceding quarter (Q1 2009) and from 
8.3 percent one year ago (Q2 2008).  The sharp 
increase in vacancies was driven by negative 
net absorption of 1.1 million square feet dur-
ing the quarter, bringing the year-to-date fig-
ure to 2.6 million square feet.  Also during the 
quarter, the market welcomed a modest share 
of new product as 189,000 square feet of space 
completed construction.  
 At the close of the second quarter of 2009, the 
market reported total inventory of 102.7 million 
square feet with another 816,000 square feet un-
der construction.  Plans for another 1.7 million 
square feet remain on the drawing board.
 While vacant property remains scarce with-
in the Las Vegas Valley, valuation in the indus-
trial sector has rapidly declined as the current 
economic cycle drives vacancies upward and 
land prices to virtually zero.  
 Market-average asking prices continue to 
show signs of weakness.  Movement within the 
market is coming to a standstill while regional 
and national distributors focus on aligning their 
costs with actual output, which can be seen in 
elevated unemployment rates.  As the current 
economic recession enters its twentieth month, 
we can expect the discussion of expansion and 
relocation plans to move to a point beyond 2009.  
As vacancies may rise during this cycle, expect 
asking rents to diminish further as property 
owners react to market forces, competitively 
filling space with tenant-favorable leases.
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he recession continues.  Business 
contraction has sent unemployment 
rates to the highest levels in de-
cades.  In Nevada the unemployment 
rate is at 13 percent, compared with 
a national rate of 9.8 percent.  Since 

job markets lag during economic recovery, more 
job losses are expected.  It would not be out 
of order to believe that the U.S. rate will reach 
10.5 percent and the Nevada rate to reach 15 
percent in 2010.  Moreover, the headline un-
employment rate counts part-time workers as 
employed, giving a view of the job situation that 
may be shaded to the optimistic side.  More 
part-time work and less full-time work cuts into 
household budgets.  Definitional issues aside, 
we still have a clear picture of the severity of 
the current recession. 
 The indicators at the national level are more 
of a mixed bag than those for the Silver State.  
Generally we see some signs of improvement 
for the national economy, though each busi-
ness cycle has its own track which often leaves 
surprises about the timing and magnitude 
of a recovery.  Conditions in the Silver State, 
particularly its urban areas of Reno and Las 
Vegas, are worse than the national economy 
and show signs of recovery after the national 
economy turn up.  The greater use of consumer 
discretionary income in Nevada accounts for 
the greater adversity seen in this recession.  
No, the Nevada economy was never decoupled 
from the U.S. economy and was never reces-
sion proof.
 Over a number of the Silver State indicators 
we do see a slowing in the rates of decline, 
however.  This appears in the smaller percent-
age declines measured on a month-over-month 
basis when compared with changes measure 
over a year ago.  This observed pattern gives 
hope for the forming of a bottom of the busi-
ness cycle.  Economic expansion begins with a 
switch in the signs of the percentage changes, 
but for many people economic recovery will be 
measured in reference to a return to measur-
ably higher levels of performance, not a small 
percent change.
 In the recovery ahead, travel and tour-
ism indicators will surely recover earlier than 
construction activity.   Having overbuilt hous-
ing, commercial real estate, and hotel rooms, 
construction opportunities have shrunk greatly.  
This factor alone gives reason for a return to 
more modest growth once the recession comes 
to an end.  The Silver State has enjoyed a pe-
riod of great prosperity—the baseline for future 
business growth will likely be lower and more 
challenging.

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

*Reflects the Reno-Sparks MSA which includes Washoe and Storey Counties

R. Keith Schwer
UNLV Center for Business and Economic Research
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1,176.2

13.0

3.075

847.04

3.899

92.40

4.012

846.9

13.4

2.226

708.13

774

24

3.550

62.49

3.402

197.1

12.4

0.443

73.87

31

10

0.345

14.74

0.419

130.947

9.8

215.8

219.6

110.0

146.6

342.309

9.19

0.598

12,892.5

103.127

-31.959

1,028.93

-0.05

3.28

1,180.7

12.7

3.342

872.66

3.963

96.00

4.109

851.8

13.1

2.451

729.89

494

24

3.607

65.78

3.520

196.9

12.2

0.472

71.22

59

13

0.353

15.47

0.393

131.210

9.7

215.4

219.4

109.8

144.3

342.497

14.07

0.589

12,925.4

103.297

-27.491

987.48

0.34

3.42

1,260.6

6.9

3.786

934.14

4.353

95.50

4.251

907.3

7.0

2.805

759.26

1,597

76

3.937

64.61

3.593

215.2

6.6

0.522

93.45

269

19

0.412

15.04

0.455

136.732

6.2

219.1

216.5

108.4

138.7

373.898

12.53

0.849

13,415.3

100.303

-64.891

1,282.83

2.12

2.54

-0.4%

2.4%

-8.0%

-2.9%

-1.6%

-3.8%

-2.3%

-0.6%

2.3%

-9.2%

-3.0%

56.7%

0.0%

-1.6%

-5.0%

-3.4%

0.1%

1.6%

-6.2%

3.7%

-47.5%

-23.1%

-2.1%

-4.7%

6.7%

-0.2%

1.0%

0.2%

0.1%

0.2%

1.6%

-0.1%

-34.7%

1.5%

-0.3%

-0.2%

16.3%

4.2%

-114.7%

-4.1%

-6.7%

88.4%

-18.8%

-9.3%

-10.4%

-3.3%

-5.6%

-6.7%

91.4%

-20.6%

-6.7%

-51.5%

-68.4%

-9.8%

-3.3%

-5.3%

-8.4%

87.9%

-15.2%

-21.0%

-88.5%

-47.4%

-16.3%

-2.0%

-7.9%

-4.2%

58.1%

-1.5%

1.4%

1.5%

5.6%

-8.4%

-26.6%

-29.6%

-3.9%

2.8%

-50.7%

-19.8%

-102.4%

29.1%

Job losses continue

Sharp rise

Negative, but improving

Negative, but improving

Negative, but improving

Trend down

Negative, but improving

Job losses continue

Sharp rise

Negative, but improving

Negative, but improving

Up recent

Flat

Negative, but improving

Trend down

Negative, but improving

One-month increase

Sharp rise

Negative, but improving

One-month increase

Down sharply

Down sharply

Negative, but improving

Down Modestly

One-month increase

Job losses continue

Sharp rise

Minimal inflation

Minimal inflation

Recent modest change

A bright spot

Down

Down

Modest change

Recession

Weakening

Improving

Up

Low, stimulative

Low, stimulative

000 employees

%, NSA

$billion

$million

passengers

million gallons

million visitors

000 employees

%, NSA

$billion

$million

units permitted

permits

million persons

million gallons

million visitors

000 employees

%, NSA

$billion

$million

units permitted

permits

million persons

million gallons

million visitors

million, SA

%, SA

82-84=100, NSA

82-84=100, NSA

89.06=100, SA

92=100, SA

$billion, SA

million, SA

million, SA

2000$billion, SA

97.01=100

$billion, SA

monthly close

%, NSA

%, NSA

2009M8

2009M8

2009M6

2009M8

2009M8

2009M6

2009M8

2009M8

2009M8

2009M6

2009M8

2009M7

2009M7

2009M8

2009M6

2009M8

2009M8

2009M8

2009M6

2009M8

2009M7

2009M7

2009M8

2009M6

2009M8

2009M9

2009M9

2009M8

2009M8

2009Q2

2009Q2

2009M8

2009M9

2009M8

2009Q2

2009M9

2009M7

2009M8

2009M8

2009M9

DATA

Business Indicators | Trends

Nevada
Employment

Unemployment Rate

Taxable Sales

Gaming Revenue

Passengers

Gasoline Sales

Visitor Volume

Clark County
Employment

Unemployment Rate

Taxable Sales

Gaming Revenue

Residential Permits

Commercial Permits

Passengers

Gasoline Sales

Visitor Volume

Washoe County
Employment *

Unemployment Rate *

Taxable Sales

Gaming Revenue

Residential Permits

Commercial Permits

Passengers

Gasoline Sales

Visitor Volume

United States
Employment

Unemployment Rate

Consumer Price Index

Core CPI

Employment Cost Index

Productivity Index

Retail Sales Growth

Auto and Truck Sales

Housing Starts

GDP Growth

U.S. Dollar

Trade Balance

S&P 500

Real Short-Term Rates

Treasury Yield Spread



“Are there any?”

Deborah Danielson • CFP, CPS, MSFS, President, Danielson Financial Group

“Councilman Barlow [City of 
Las Vegas] is not afraid of person 
to person town hall meetings so 
he can keep in touch with his 
constituents’ concerns.”

Juan DeVarreau • Vice President, Beasley & DeVarreau International Realty

“Effective is a very
tricky word.”

Jim Annis • President, The Applied Companies
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“Oscar Goodman, a straight 
shooter who seems to

get things done.”

Who do you think is Nevada’s
most effective politician? Why?

The Last Word People

“Dina Titus.  She is extremely 
smart and I believe has
great intentions.”

Scott Carlovsky • Owner, Outdoor Solutions

Richard M. Haddrill • Chief Executive Officer, Bally Technologies

“Mayor Oscar Goodman
because he takes on challenges 

and controversial issues that
other politicians are reluctant

to address.”

Joseph M. Vassallo • CBP, President/Owner, Paragon Pools
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A Bountifull Basket

A Bountifull Basket
full of gourmet goodies!

Please visit our website
to view our fantastic selection

www.bountifull-baskets.com

702.341.1300

Order Early
For The Holidays!

We make you look fabulous and your recipients feel spectacular!

“impressive gift baskets for all occasions”

Corporate & Convention Gifts / Local & Nationwide Delivery / Floral & Bakery Services

http://www.bountifull-baskets.com
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good health takes a good planSM

21NVHPN09353

Running a successful business is a 24-hour job, and no 

one knows that better than Health Plan of Nevada. 

We work ‘round the clock providing you with the 

game plan you need to keep your employees and 

your business healthy. Talk with your broker,  

or call us at 702-821-2200 or 800-873-0004 today. 


