We don't think y our flight should
have more destinations
than you do.

At America Wi?st, we think traveling should ?e as simple as possible. That's w1!J we JJy nonstop to Las Vegas
from !learJy 40 destinations from coast to coast. For more information and reservations, callyour travel
agent or 1-800-2 FLY AWA (1-800-235 - 9292). Or visit us online at www.americawest.com.
FLIGHTFIJND'":
To earn worldwide free award
uavd and First Class upgrades,

AMERICA WEST FLIES NONSTOP TO LAS VEGAS FROM :

call 1-800-247- 5691.

MI

D WE ST:

9 cities-including Chicago, Columbus and Indianapolis

EFFORTLESS TICKETING"' ONLINE:
www.amcrlcawcst.com
AMERICA WEST VACATIONS:

WEST

C OAS T: 11 cities- including Los Angeles, San Francisco and Seattle

For complete vacation packages. call
your professional aavcl agent

or 1-800-356-6611.

S OUT H: 7 cities-including Aclanca, Houston and Miami

RESERVACION ES EN ESPANOL:
1-800- 533- 6862

EAST

C OAS T: 5 cities-including Boston, New York and Baltimore

Some service provided by Mesa Airlines
operating as America Wcsr Express~

M OU NT A IN : 7 cities-including Denver and Salt Lake City

• AMERICA WEST AIRLINEf
Every flight counts.
Sd,eduk subjca ID change. ©1999 America W<St Aidines.
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You Can 't Afford A New

Digital Telephone System?

Think Again.
Pac-West makes advanced technology affordable for
every business. For one monthly fee, Pac-West offers
your business a new digital phone system, local and
long distance service, data transport, and voice mail.

• One Bill For All Your Telecommunications Services.
• System Can Be Expanded As Your Business Grows.
• Routine Maintenance Included.
• Y2K Compliant.

There's no capital investment, no purchase, and no lease!

Call today to learn how your business can afford a new digital phone system.

1-800-PAC-WEST • 1-800-722-9378 • www.pacwest.com
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The Teacher's Union
Wants a Raise Sol1ution: Tax Business!

he teachers union is at it
again. They're finalizing a
plan to create a Nevada business tax that, if passed, would cripple
our ability to attract new companies
and create severe hardships for a
number of existing businesses.
The statutory initiative for a 5 percent business tax is being undertaken
for the sake of "education" although
the union's primary motive is to garner salary increases for teachers.
Don't misunderstand, there's nothing
wrong with salary increases and no
one is more deserving than our teachers. But what the union is proposing
is not the solution.
The union has already making big
waves even though the initiative language will not be released until January or February of next year. If the
powerful teachers union, which is the
second largest in the nation, thinks
that Nevada businesses won't fight
back, they'd better think again. Several years ago, the teachers
union came up with ·a similar plan, the Corporate Tax Initiative.
With phenomenal amounts of money spent by both the union and
business, it went all the way to the ballot and was fortunately defeated by the people. Unlike its predecessor, this new tax initiative
will likely encompasses all businesses, not just corporations. Currently, more than 60 groups have already joined "The Alliance" in
opposition to this new Nevada business tax.
Al; already stated, it's not that businesses doesn't recognize the value
of our teachers; in many cases, it's simply a matter of survival. A good
example is Nevada's mining industry, the lifeblood of many of our
rural communities. Mines that are already operating on a small profit
margin would be forced to close if an additional 5 percent tax increase
were implemented. And, while Nevada's teachers would get guaranteed salary increases, what about the guy that loses his job because his
company was forced to close? Those companies that will be least affected are those that are in a position to pass the costs on to their consumers. Unmasked, this tax in the end will not be paid by business,
only; it will be paid by the consumer, the individual taxpayer.

T

Nevada's teachers are not overpaid by
any means; in fact we could never overpay them for the contributions they
make to the education of our children.
However, their salary is healthy compared to teachers wages and benefits
throughout the nation. Depending on
whose numbers you use; either the
American Federation of Teachers or the
National Education Al;sociation, Nevada's teachers rank between the 14th and
the 23rd best paid in the nation.
But the teachers union would have
you believe that our teachers are severely underpaid and the quality of our
children's education will be greatly reduced unless the initiative is passed.
In order to qualify the initiative, the
union must collect signatures of at least
10 percent of all the voters that cast a
ballot in the last general election and
qualify in at least 13 counties. If union
representatives are successful in collecting the more than 44,000 required
signatures, the initiative will be delivered to the Legislature for a
vote. The Legislature can either approve the initiative, or it will go
on the 2002 ballot for voters to decide.
In the latter case, again, a tremendous amount of money will have
to be spent on both sides of the issue. With more than 13,000 members, the union has a tremendous capacity for fund-raising. On the
other hand, all indications are that businesses are prepared to take the
challenge and protect themselves from the tax increase. By doing so,
they are not only protecting their own interests, they are also protecting the state's ability to develop and diversify its economy.
Economic development organizations throughout the state use
Nevada's favorable tax structure, with no corporate, franchise, or personal income tax, as a primary selling tool. If the tax advantages are
taken away, companies will be less inclined to gamble on the Silver
State and will take their businesses elsewhere. The loss of those businesses, combined with the companies that will be forced to close because of the new tax, will have a devastating effect on our economy.
Nevada business and citizenry simply cannot afford the
teacher's unions' so-called new business tax.
•
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We're going to tell you something your old
phone company would like us to keep quiet.

Some of Southern Nevada's top businesses have already
switched to NEXTLINK. They're enjoying top-quality fiber optic
local and long distance phone service. Reliable, local customer
service.And, they're even saving money each and every month.

And one of our representatives will give you a free cost
comparison. They'll introduce you to our extensive array of
telecommunications services. And switching to NEXTLINK is
easy. In fact. you can even keep your current phone number:

• Local Phone Service
• Long Distance
• High Speed Data
• Voice Mail
• Calling Card
• Teleconferencing
• Fax Mail
• Video Broadcast
• Internet

N E P T
~
990- 1000
www.nextlink.com
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EMPLOYEE RELATIONS

A balancing act can
retain staffers
ork/life balance issues
are taking over as a key
role in retaining top information technology (IT) talent, according to a poll by RHI Consulting. Eighty-eight percent of
the chief information officers
polled said offering programs
that meet their employees'
needs is more important than it
was five years ago. Flexible
hours and personal days led
the list of benefits offered.
'The competitive IT labor
market has made it imperative
for more companies to offer
their staff a better balance between work and personal life,"
said Greg Scileppi, executive
director of RHI Consulting.
"In order to attract and retain
IT talent, businesses must have
a well-thought-out strategy
in place that includes progressive benefits in addition to
traditional programs such as
medical and dental insurance.
Even the strongest employers
could seem less enticing to
prospective job candidates if
they fail to offer employeefriendly programs."

W

Small business picture not as dire,
big business picture not as clear
ecent Congressional reports regarding Y2K preparedness among small businesses are at odds with a
study conducted by Irvine,
Calif.-based Sage Software,
Inc. Congress estimates.
750,000 small businesses are
at risk of temporary shutdown
or significant financial loss
due to Y2K problems, and another 4.75 million might be
affected in other ways. When
Sage asked information technology decision makers about
their companies' Y2K readiness, the company found a
different story: 55 percent say
they have already fixed the
problem, and another 38 percent say they are currently
working to fix the problem.
The survey also found that
small businesses are allocating an average of $16,600 toward Y2K mitigation.
Y2K compliance costs

R
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among some of the natio~'s
largest firms aren't so clear,
however. Weiss Ratings Inc.
found that many Fortune I 000
companies have failed to disclose costs of their Y2K fixes
to investors, despite efforts by
the Securities and Exchange
Commission (SEC) to urge
such disclosures. While the
SEC says each company
should reveal its total estimated Y2K budget and Y2K expenditures to date to investors, many companies
report only partial data, or
none at all. Some of the
biggest offenders: IBM and
Hewlett-Packard, who have
failed to provide any information regarding actual expenses; and Bristol-Myers Squibb,
Dell Computer, Enron,
Merck, Microsoft and SYSCO,
who have disclosed neither
actual Y2K costs nor Y2K
budget estimates.

EMPLOYEE COMPENSATION

Issue best left to
individual states?
t's becoming a perennial
issue in the national Legislature - an increase in the
minimum wage. This year
proves no exception. However, one conservative thinktank is taking a new approach,
suggesting that hikes in the
minimum wage are best left
to states to determine. Former
U.S. Department of Labor
economist D. Mark Wtlson,
now with The Heritage Foundation, asserts a higher mini-

I

mum wage would do more
than reduce the number of
entry-level jobs; he says it
would also make it harder for
states to move welfare recipients into work. According to
Wtlson, those too unskilled
for jobs at $5.15 an hour
won't be lifted by a minimum
wage raise to $5.65 an hour.
The possible consequence?
Fewer welfare recipients will
be hired, and states could lose
millions of dollars in welfare
block grants. Wilson says a
better solution would be to
"give states the flexibility
they need to adapt their own
minimum wage policies to
local economic, demographic
and development needs."
EMPLOYMENT OUTLOOK

Good people harder
to find?
f you've noticed key executive vacancies at your office
going unfilled for weeks,
you 're not alone. A nationwide survey of CFOs conducted by Accountemps found it
now takes an average of four
months to replace an executive. It's even taking longer to
replace middle management
and staff - 10 weeks and
seven weeks, respectively.
''Today's high employment
environment is resulting in
protracted vacancies for many
businesses," said Max Messmer, Accountemps chair.
"However, these firms are
bringing in project professionals to immediately access
needed skills, avoid productivity losses and keep pace with
growth initiatives." That trend
gels nicely with an increasing
tendency among experienced
workers to prefer consulting
or project assignments over
traditional full-time positions,
Messmer added. •
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"The volatility in the market in the past year makes it vitally important
that an investor carefully consider all options in order to determine the
INVESTING

appropriate 'mix and match' strategy for his or her portfolio."
-

Diamonds,
Spiders
and Webs
BY MARGARETE. MAUL

s there a place in
your investment portfolio for Diamonds ,
SPDRS and/or WEBS?
Are Diamonds measured in karats? Do the
SPDRS spin webs and do
the WEBS have spiders? If the answer to
each of these questions is no - and it is then exactly what do these exotic
acronyms represent and how might they
fit into your investment portfolio?
SPDRS (SPY) - The Standard & Poors
Depository Receipts began trading in
February 1993. This security provides an
individual investor the opportunity to buy
or sell the 500 largest capitalized stocks
of the S&P 500 Index in one transaction.
Currently, 10 stocks represent 22 percent
of this index: Microsoft, General Electric,
Intel, IBM, Cisco, Wal-Mart, Lucent,
Exxon, Merck and Citigroup. Since this
is a market-capitalized index, at the present time, Microsoft affects the performance of the SPDRS more than Citigroup.
With the success of SPDRS, last December the American Stock Exchange
began trading nine Sector SPDRS, which
unbundled the S&P 500 Index and assigned each stock to a different market
sector. The nine sectors are: Basic Industries, Consumer Services, Consumer Staples, Cyclical!fransportation, Energy,
Financial, Industrial, Technology and
Utilities. Since the Select Sectors are also
market-capitalized, it is important to
check the most influential stocks in each

I

Select Sector SPDR before deciding
whether to add these to your portfolio.
Diamonds (DIA) - the Dow Jones Diamonds began trading in January 1998.
This security allows investors to buy or
sell the 30 Dow Jones Industrial Average
stocks in a single transaction. A major
difference between the Diamonds and the
SPDRS is that Diamonds is a priceweighted index rather than a capitalizedweighted index. For example: a one-point
move in a $30 stock and a one-point
move in a $100 stock each equate to a little over a five-point move in the Dow
Jones Industrial Average.
WEBS - World Equity Benchmark Securities is a series of 17 country-specific
securities. WEBS provide an investor
with the opportunity to invest in a basket
of publicly traded foreign stocks in a specific country. The objective of the WEB
series is to track-the Morgan Stanley
Capital International (MSCI) Index for
the specific country. The following countries are included in the WEB series:
Canada, Germany, Hong Kong, Italy,
Japan, Spain and the United Kingdom.
In addition to the above, there are sev-

M ARGARETE. MAUL,

CFP, CIMA

eral other index-based securities which
provide an investor the opportunity to
buy or sell a basket of securities in one
transaction. One of these securities is the
NASDAQ 100 Trust (QQQ). Based on capitalization, the 10 largest holdings are:
Microsoft, Intel, Cisco, MCI Worldcom,
Dell, Qualcomm, Sun Microsystems,
Nextel, Oracle and Amgen.
The above options and the volatility in
the market in the past year make it vitally
important that an investor carefully consider all options in order to determine the
appropriate "mix and match" strategy for
his or her portfolio.
More information about these and
other new index products can be found
on the Internet at amex.com or from a
qualified financial advisor. •
Margaret E. Maul, CFP, CIMA, is the
managing director/CEO of Maul Capital
Management, investment and wealth
management advisors. An investment advisor for more than 20 years, Maul
served as senior vice president of Investments at Prudential Securities for I 3
years before starting her own company.

QUICK QUOTES

NAREIT publishes
resource covering REITS

Sentinel Funds launching
growth fund

he National Association of Real Estate Investment Trusts (NAREIT) is
now publishing Real Estate Portfolio, a
bimonthly periodical offering information on real estate investment trusts
(REITs) and publicly traded real estate.
The magazine represents the only publication focused exclusively on the REIT
industry, and features such information
as technology and Internet advancements,
industry trends and news and departments containing insight from industry
professionals.

M

T

ontpelier, Vt.-based Sentinel
Funds is launching its Sentinel
Growth Index Fund, which the company
has designed to match composition and
performance (before expenses) of the
Standard & Poor's/BARRA Growth
Index. Sentinel's option will buy the
same 125 names held by the S&P/BARRA
Growth Index. The BARRA Index is a
subset of the Standard & Poor's 500
containing primarily large capitalization
growth companies with the highest
price-to-book ratios. •
November 1999 •
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Reno is Experiencing a Renaissance
Downtown master plan part
of Reno 's urban renewal
BY

J.

PHILLIP KEENE

screen Regal Cinema scheduled to
ook up the word "renaisopen this fall. The theater is part of
sance" in a thesaurus and
a multi-million dollar Reno redeyou'll find words such as
velopment project that also fearebirth, new beginning, resurgence, revitalization and revival.
tures a two-level promenade along
the river, specialty shops and
Every one of those describes
what's currently happening in
restaurants with outdoor dining.
Renovation of the historic
Reno and Lake Tahoe. The
tourism community is moving THIS IS AN EXCITING Riverside Hotel will be completed next year. Loft studios
aggressively and dramatically
TIME FOR RENO.
providing living and working
forward with its vision and
MAJOR PROJECTS
space for artists will be conplans as a four-season destinastructed on the upper floors,
tion offering recreation, fustARE BEING
with restaurants and shops on
class accommodations, hot enLAUNCHED THAT
tertainment and gaming.
~e ground floor.
WILL BUILD
Mother Nature has blessed
The lowering of the
Northern Nevada, and visitors
railroad tracks through
RENO-TAHOE AS
are discovering the breadth of
downtown Reno is also an
A FOUR-SEASON
exciting future change for
recreational opportunities
RECREATION
the face of the city.
available here throughout the
Now for the really big
year. More skiers, golfers and
DESTINATION.
news: a new 8,000-seat arena,
convention delegates are part
a conference center with meeting rooms
of our planned visitor mix. To accommodate meeting attendees, the Reno-Sparks
and a retail shopping complex are all part
Convention Center is expanding to more
of a master plan to enhance the attractiveness of downtown Reno. Partners in this
than 500,000 square feet of state-of-theart exhibition and meeting space. A
plan are the Reno-Sparks Convention &
Visitors Authority, downtown hotel intergroundbreaking is scheduled next spring,
with the first phase, a 150,000-squareests and the Reno Redevelopment Agency.
foot exhibition hall, opening in late 2001.
This consortium has retained renowned
urban developer David Cordish to develop
Downtown Reno is experiencing a rethe project. Contracts are all but signed
naissance of its own. The Club Cal-Neva
with the Cordish Company, and we are
purchased and reopened the Virginian
extremely pleased to join forces with such
and the Riverboat hotel casinos. Also
slated to reopen in the near future is the
a talented developer and his team. They
have an impressive track record. The
soon-to-be-remodeled Holiday HotelCordish Company-designed project will
Casino on the banks of the Truckee
enhance Reno's National Bowling StadiRiver. Harrah's Reno is planning a major
um, hotel casino resorts and the river as
expansion with the purchase of adjacent
downtown attractions.
properties - Harold's Club and the
Elsewhere in Reno, construction is
Nevada Club on South Virginia Street.
well underway at the Peppermill, where a
Sparking this downtown revival is a 12-

L
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$65 million expansion and renovation
project includes new restaurants, a luxurious high-tech concert hall and more.
The new sign alone is impressive. An
additional $230 million expansion plan
begins in mid-2000, including a 632room tower, more casino space and a
five-story parking garage.
"Masterpiece" is a word the Atlantis
uses to aptly describe its $75 million expansion featuring a 27-story luxury guest
tower, more convention space, restaurants, an indoor/outdoor pool, health spa
and special event space.
Boomtown has unveiled a 173-room
addition, including convention and special
event space. The hotel casino recently
opened its impressive new lobby, marking
one of the last phases of its $30 million
expansion and remodeling project.
Circus Circus has a new look. The
pink exterior was replaced with trims of
gold, green and maroon. Inside, visitors
enjoy an elegant, lavish ivory and goldtone decor accented with paintings depicting a tum-of-the-century European
circus lifestyle.
A special events plaza, the Just for
Laughs Comedy Club, Antonia's Pasta
Garden and a lighter, brighter decor are
all new at the Sands Regency.
And there's more. The city of Renooperated ice rink is relocating downtown
for the winter season. The Reno Hilton
is also opening a giant ice rink for use
by local hockey leagues and the public.
In Sparks, on Victorian Square, the 30foot fountain "performs" for visitors
with hourly light and music shows. And
the Sparks Marina will be the newest
place in our area to enjoy fishing, walking and bicycling when landscaping is
completed later this year.
This is an exciting time for Reno.
Major projects are being launched that
will build Reno-Tahoe as a four-season
recreation destination with premier indoor attractions to match. We're ready
to enter the new millennium. •

Phillip Keene is president and chief
executive officer of the Reno-Sparks
Convention and Visitors Authority.

TRAVEL TRENDS

Station Casinos begins
childcare centers

L

as Vegas-based Station Casinos, Inc.
and Children's Choice Learning Centers Inc. of Dallas started the construction
of four on-site childcare centers for Station's 7,000 employees at the company's
four valley hotel/casinos. With the centers, Station becomes the first off-Strip
gaming company in Las Vegas to provide
on-site childcare for employees, and the
largest provider of employee childcare in
the gaming industry. The freestanding,
19,000-square-foot facilities will cost
$3.6 million each and will be open
around the clock every day of the year.
They're slated to open in the first quarter
of next year. "Daily childcare is a critical
need in today's social environment," asserted Mark Brown, executive vice president of Station Casinos, Inc. "We believe
that balancing work schedules and family

is extremely important, so we are providing development childcare centers to meet
the entire spectrum of needs for our Las
Vegas employees and their children."

Polo Towers planning
third tower
olo Towers in Las Vegas has begun
construction of a third tower on The
Strip. The $45 million, 21-story tower,
called The Villas at Polo Towers, will
feature 190 one- and two-bedroom timeshare units adjoining the east side of the
property's existing towers. All units in
the new tower will offer fully equipped
kitchens, TVs in every bedroom and balconies with Strip and mountain views.
Completion of the tower will bring the
total number of units at Polo Towers to
512. Perini Construction, which built the
first two towers, is slated to build the
third for the property, whose corporate
affiliate, Wengel International Resort

P

Communications
Technology ...

Group, recently changed its name to Diamond Resorts International.

LVCVA aggressively
marketing to Seattle area
he Las Vegas Convention & Visitors
Authority (LVCVA) just wrapped up
an aggressive campaign in the Seattle area
that ran through the month of October and
included weekly newspaper placements,
Las Vegas-style performers, radio and TV
advertising, a Web site, trip giveaways and
outdoor displays. The month-long campaign was the latest in a series of fourweek saturation programs for emerging
domestic markets feeding tourists to Las
Vegas; other targets included Portland in
May and Atlanta in June. "Seattle is a
growing market for Las Vegas," noted
Rossi Ralenkotter, the LVCVA's vice president of marketing. 'This effort represents
a significant step in introducing Las Vegas
to potential new customers."
•
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meets commitment.
CRC, Las Vegas' oldest long distance company, ·s
committedli:t providing the lowest,e.qst, most effecf ve
caller 1mnveniences. and a full radiliif services:
• Lon§' distance
• Locarservice
• Delrit:.cards
• Operator services

• lnhlmational origination
+: Jntemational calling card
• Enhanced calling card with
voice and fax mail

Call 1~800-873-2722

todav to save mottev.
4215 E. Jana ra Avefll,ls-"' Suite 6

... the company that cares

Las Vegas, Nevada 89104
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Becoiming a Trade Ambassador
Nevada businesses
lag in export activity,
but explaining the
process may encourage
more to get involved
BYTOM

DYE

he international arena Franklin
Miller entered 30 years ago
when he became an exporter was
complicated and confusing. Telex machines were used to confirm sales, bank
letters of credit were required for financial transactions and making shipping
arrangements was time consuming. Times
have changed for Miller, whose Henderson-based company, SFSCOM Inc.,
makes sophisticated electronics products.
He uses fax machines to transmit documents. Although letters of credit are still
used, many of his deals are paid by credit
card. Federal Express and United Parcel
Service ship his products. Miller now
finds that international business is not
much more difficult than doing domestic
deals. But companies wishing to tap the
international market must do their homework. Exporting to foreign countries
takes time and research.
Miller made his first international deal
in 1969 selling 300 microphones to an
Australian company. He now sells sophisticated electronics products that allow
different types of systems "to talk to each

T
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other" and interface. For instance, SFSCOM has a system allowing a computer
to interface with an audio-visual system
in an auditorium so a person can make a
speech from a remote location. "It was
the business of the big boys," Miller said
of international trade in 1969. He used
the services of an international broker in
those days to help him deal with the logistics and regulations of export deals.
Entrepreneurs who have become established domestically have the resources to
make international deals without using a
broker, according to Miller. They should
start by doing library research and reading
international trade publications with advertisements from foreign businessmen
seeking to import U.S. products. The Internet is another way to research the global market. ''In today's market, we can
travel and do international trade at a modest cost," he said. ''We can find buyers at
international trade shows, meet with them
and make proposals face to face."
Miller does not have formal contracts
with his customers. His strategy is to find
customers who buy from him on a regular
basis and deal with him honestly. He uses
their recommendations to find other reputable customers. "The relationship grows
over time," Miller said about his export
deals. Usually, a new customer will check
out a sample of a product before making a
full order. "The world is a much smarter
place," he said. ''The customers understand importing, money exchange and
how to handle incoming freight."
Miller is fortunate that his approach
works. Others, however, recommend a
more documented method of conducting
exporting business. Attorney Mike Olsen,
a senior associate with a Las Vegas law
firm that focuses on international commercial transactions and litigation, said
exporters, especially those who make
large deals, should protect themselves by

having contracts with their customers.
Olsen's firm, Alverson, Taylor, Mortenson, Nelson and Sanders, has attorneys
who can negotiate in Japanese, Mandarin
Chinese, Spanish and other languages.
English is the universal language in international trade, but the knowledge of a
country and its customs is important in
making sure both parties understand an
import-export deal. "During negotiations,
you don't want to be shaking hands while
they are bowing," Olsen said. "A lot of
times, you will find that an Asian client
wants to pay with cash, and I don't mean
checks. I mean cash-cash. That won't
provide the documentation you need to
make sure the deal is on the up-and-up."
Contracts can provide the type of documentation necessary to protect your
company. Contracts can establish in
which country a dispute would be litigated. Provisions can be made for arbitration or mediation to settle any legal problems between the two parties. In the
mediation process, a mediator talks to
both sides to see if they will compromise
and reach an agreement. In arbitration,
both sides are heard and an arbitrator acts
as the judge and makes the decision.
When a contract is drawn up, the exporter should make sure the English version applies if there is a dispute. The foreign customer will likely have the contract
translated, but that version may differ
from the original because of the nuances
of language, Olsen advised. "If we are
doing a contract with a company in Taiwan, which law is going to apply?" Olsen
said, posing another question that should
be asked when a contract is drawn up.
One way to prevent controversy if a
dispute arises between the importer and
exporter is to have the contract fall
under the terms of international law.
Many contracts are drawn up using the
regulations of the United Nations Convention on Contracts of the International Sale of Goods. Exporters should
make sure any contract they enter has a
clause protecting them if a catastrophe,
such as a flood or fire, prevents them

SMALL BUSINESS ADVISOR

from fulfilling the terms of a deal.
While getting an export operation up
and running may seem like a daunting
process, many say Nevada-based businesses should not be discouraged from
expanding into the export arena. Local
international trade experts said Nevada
companies should become more active in
the international market. "We are lagging
behind the nation, said Mike Massoumi
of United Nevada Trade International, a
Las Vegas-based company that provides
financing for importers and exporters.
The company will finance products and
shipping costs for exporters who are unable to obtain bank financing. It will
make arrangements for letters of credit
and help make other arrangements with
the port of entry for the goods.
Massoumi is a member of the Southern
Nevada International Business Council, a
local organization working to encourage
Nevadans to become more involved in
foreign trade. Nevada has started to diversify its economy only in recent years, and
Massoumi said this may be a major reason why its companies lack the sophistication to expand into international trade.
Companies that wish to export must
have their financing lined up and be able
to deliver their products, he said. Exporters can make deals directly with
freight forwarding companies or find
customs brokers to make arrangements
for shipments and make sure they have
the right documentation.
Lists of potential customers can be obtained from the U.S. Chamber of Commerce or commercial attaches at foreign
embassies in Washington, D.C. Local
companies interested in foreign trade can
obtain further information on how to proceed by contacting the president of the
Southern Nevada International Business
Council, Sharolyn Craft, who also heads
the University of Nevada Small Business
Development Center (702-734-7575).
Gail Anderson of the Nevada Commission on Economic Development (702486-271) is another source of information on international trade.
•

It's colorlul. It's economical.
It can be personal.
Will it work tor you?
ook around
you right
now. You've
got printed pieces
of paper everywhere. You've got
this magazine and
maybe a newspaper.
You've got a pocketBY BoB fELlrE:N
ful of business cards
-yours and everyone else's. You've got
a stack of mail with brochures, fliers,
postcards and whatever.
Some of it is to help you sell whatever
it is you sell. Scime of it is from someone
trying to sell you something. Most of it is
very colorful. Even in this high-tech
time, we're awash in paper.
One of my printer friends says 36 percent of the material printed in America is
thrown away before it's distributed. Your
area code changes. You move. You add a
new product. Your brochures, letterhead
and business cards get outdated and get
trashed. Sounds wasteful and expensive.
It's long been true that the more pieces
you print, the lower your cost per unit.
You take your best guess at how many
you'll use before something changes.
And you 're wrong. So, more stuff gets
trashed. Too bad. You make an investment when you buy printing for your
company. You deserve the best possible
return on that investment.
Recently, digital, straight-to-press
printing has made full-color printing
faster and much more affordable in
smaller quantities. That means you don't
have to order huge quantities of a printed
piece for it to make sense economically.
And that has meant smaller companies,

L

with smaller markets (many, if not most,
Nevada businesses) can present a strong
image by using full-color materials. All
this while keeping costs down.
Now, Agfa Chromapress has upped
the ante by marrying digital printing
technology to software that will customize and personalize individual pieces
within a single printing run. Say you 're
selling cars. You know Sam always buys
a red car and Pete always buys a blue
car. So the brochure you mail to Sam
has his name on it and a picture of a red
car. The one you mail to Pete has his
name on it and a picture of a blue car.
Think that approach will help you sell
more cars? You bet it will.
This technology allows you to combine the image-building benefits of color
printing with the best elements of sophisticated database marketing. It gives you
the ability to customize your offer and
your images to appeal directly and personally to one customer. It makes one-toone marketing possible, even within a
print run of thousands.
While digital, full-color printing has
become generally available, the capability to easily customize materials is not so
common. There's only one Chromapress
in Nevada - at Reno Typographers - and
only 40 in the whole country.
It's technology that encourages you to
use your imagination to get better results
from the investment you make in printed
materials. And that's what cutting-edge
technology should do. •
Bob Felten is a principal with Innerwest
Advertising & Public Relations in Reno.
E-mail him at bob@innerwestadv.com.
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TECH TALK

U.S. Bank, Bridge Internet
form alliance
.S. Bank j oined forces with Bridge
Internet Technologies to link financial instruments with shipping data via
the Internet. The bank will integrate its
export letter of credit process with
Bridge's Genius Merchant, an Internet/
software solution. The Genius Merchant
banking module links U.S. Bank and its
clients, allowing them to access letters of
credit information advised through U.S.
Bank via the Internet. Once Genius Merchant receives the letter of credit data, the
client can use the data for document creation or share the data with trading partners. "When exporters choose a bank to
handle their letter of credit banking needs
for international shipments, they want to
be paid quickly and without complications," said Greg Foust, senior vice president for international banking at U.S.
Bank. "By establishing an electronic link

U

to our clients through Genius Merchant,
they will be able to create their letter of
credit documents via the Internet."

provides a one-stop shopping environment for those in the process of moving.
Customers can fill out an online questionnaire to close and sign up for services
such as natural gas, electricity, cable, telephone, magazines and newspapers. To utilize the service, visit startsmart.com.

Southwest Gas offers Netbased relocation service
outhwest Gas is partnering with an
Internet-based relocating service designed to make it easier for moving customers to sign up for, discontinue or
transfer their natural gas service. The utility entered into an agreement with StartSmart, a national relocation service that

S

New service takes edge
off long-distance bills
honeFree, a no-cost communications
software provider, is hoping to build
on the thousands of Nevada customers it
already has with software it's offering at
its Web site, located at phonefree.com.
The software allows users to talk in "real
time" over the Internet, letting those with
a multimedia personal computer and Internet access see and talk to their family,
friends and work associates around the
world. While PhoneFree Version 5.0 is
free at the Web site, customers can
choose to upgrade to the program's Gold
Version for a subscription fee.
•
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Television?

Marketing can be a tricky business.
Century Productionsis determined to make your experience, a

•
good experience.

•__Gorporate and Industrial Videos
Century Productions has been a full
solution provider for all your video
production needs for over a
decade. Our commitment to client
satisfaction has allowed us to
grow and become the largest and
most complete video production
company in Nevada

w

w

w

.

• Employee Training
• Sales and Marketing
• Commercials and Infomercials
• Conventions and Trade Shows
• Jeleconferencin

c

q,
I

CENTURY

PRODU CTI O NS
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There~ One Simple Answer.

The Valley~ 'HealthSystem·
Whether it's a routine check-up, a case of the flu,
or a situation requiring a hospital visit, you can
depend on The Valley Health System to provide
superior care. That's because The Valley Health
System is an integrated system, committed to
providing our community with convenient access
to

quality healthcare, while at the same time

c..ontrolling costs through increased efficiencies.

Our philosophy has made us the provider of
choice for more employers, delivering quality
care to over 780,000 las Vegans - we are the
leader with nine specialized centers of medical
excellence, representing 3,500 of the finest
physicians and medical professionals. So, when
you're looking for answers to all your healthcare
questions , all you need is The Valley Health System.
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White Pine County Economic
Diversification Council
Tourism, "homegrown companies"
vital to region's future
VITAL STATISTICS

S

POPULATION

10,000
AREA

8,900 square miles
MAJOR CITIES

Ely
McGill
Ruth
PRIMARY ECONOMIC ENGINES

Mining
Government Jobs
Agriculture/Ranching
MAJOR COMPAN I ES

Placer Dome
Reed, Inc.
Hotel Nevada
NEW COMPANIES

Safety Industries
Civic Supply
Dealer's Choice
Murry Springs, Inc.
YEAR AU THORITY EST.

1983
COORDINATOR

Karen Rajala
TRANSPORTATION
THOROUGHFARES

US 93; US 50; St. Rte. 318
AIRPORT

Yelland Field
RAILROAD

Short line running from Ely to main
line at l-80 near Wells
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now-covered Wheeler Peak, the second
highest point in Nevada at 13,063 feet, towers over Great Basin National Park, the nation's least visited federal park. The "loneliest
highway" in America - U.S. 50 around the Ruth
area - adds to the Western mystique that is making
tourism one of White Pine County's growth industries. Through November, hunters find abundant
game; year-round, visitors seeking to experience
Nevada's rustic and historic aspects pump tourism
dollars into Ely and the rest of White Pine County.
Since 1986, when Great Basin National Park
was formed, awareness of the Ely area has grown
significantly. The business leaders of White Pine
County want to utilize such growing recognition of
the area's recreational offerings to encourage ongoing expansion of tourism within the region.
That's because there's no foreseeable end in sight
to the waning fortunes of the mining industry, according to Karen Rajala, coordinator of the White
Pine County Economic Diversification Council
(WPCEDC). Earlier this year, BHP Copper announced the closure of its area mining operations,
a closure that will ultimately result in the loss of
430 jobs. "We're trying to determine what [the closure] will mean for the community," Rajala noted.
"We may lose 240 families, or about 610 people."
White Pine County has endured more significant losses due to the boom-and-bust cycle of mining. From 1906 to 1978, mining, combined with
sheep and cattle ranching, generated a secure and
prosperous regional economy. Between 1978 and
1983, however, Kennecott phased out operations
at its copper mine and smelter. The area lost 1,600
full-time jobs, 25 percent of its population, 24 percent of its school enrollment and 25 percent of its
local tax revenues. "When Kennecott closed, it
took a lot more than just jobs," Rajala recalled.
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"Kennecott was the largest
employer in the area. It was a real
mainstay. Our community was unlike other mining communities - it developed stable, long-term families, businesses and community structures."
Renewing such stability requires less dependence on so few companies and primary industries. In 1989, the maximum security Ely Statf
Prison joined the county's economic climate, sup·
plying 370 jobs. The prison has joined the thrivin!
tourism industry and such companies as M1Jil1
Springs Inc. and Safety Industries to render the
loss of BHP's operations far less damaging thai
Kennecott's earlier closure. Murry Springs bottle:
Elyon Water, which it distributes throughou
Nevada and Utah; the company has a contract witl
national parks in Utah to provide bottled water fo
summer visitors. Safety Industries is the country'
largest maker and distributor of driver educatio:
materials, and maintains a major distribution cen
ter in White Pine County. On the way is a ventur
to import and distribute art, furniture and wood
working kits from Europe and Asia. An ru
foundry will accompany the firm.
"We have found over the years that we are muc
more suited to smaller owner-operated firms than t
extremely large firms," Rajala said. ''We're lookin
for light manufacturing or service oriented comp,
nies that can locate here and not need a certai
proximity to raw materials or markets. Transport
tion and shipping are of critical importance." As ~
example, one company considering le:asing tl
local short-line railroad would ship oil products.
Though WPCEDC is seeking new firms, the o
ganization is focusing just as intently on boostit
companies already in the area. Its Homegrov
Jobs program works with local entrepreneurs

assist them in developing their businesses.
Expansion-ripe firms slated to benefit
from Homegrown Jobs include a company
that ships waste rock from mines for distribution as landscaping rock, numerous
motor sports and automotive industry-related companies and a manufacturer of
denture base materials and powder bases
for acrylic nails used in salons. According
to Rajala, the companies fit WPCEDC's
strategy of developing "businesses that
can locate here because of quality of life
and operate from here via the Internet and
small package shipping."
The WPCEDC's aggressive approach
extends to markets outside Nevada as
well. The organization is currently targeting specific groups interested in hearing
its message, and is also working with the
state Commission on Economic Development on its marketing and advertising
strategy, developing leads coming from
that program. WPCEDC is also creating an
"ambassadors" program to enlist local
businesspeople to speak on the county's
behalf when they travel. In addition,
there's help from the U.S. Department of
Agriculture in developing a non-agricultural marketing cooperative.
What WPCEDC is finding, according to
Rajala, is that some of its best prospects
entail convincing past residents that they
can go home again. ''The common denominator in many of the inquiries we receive
is some kind of past in White Pine Coun-

Ghost Train of Old Ely
ty," she explained. "[Former residents]
have a soft spot in their hearts for White
Pine County and want to return. Our message to them is to think of it as home, but
to remember that we can also host their
business. People who have fond memories
of the area don't realize all the positives
we have that can serve their business."
Those positives include an industrial
park replete with the necessary infrastructure - municipal water and sewer service,
security lights and paved streets. The park
is county-administered, not subject to
price fluctuations in leases, according to
Rajala. It also offers flexible site sizes and
a "wide range of financing tools," Rajala
added. ''There's a high level of cooperation among city planning commission
members, so we're more capable of identifying a company's needs and being as
flexible as we possibly can in meeting
those needs," she asserted.
DON GREEN

BHP Copper-Robinson Operation

Businesses establishing operations at
the industrial park are within a day of
major urban centers in the Intermountain
West, and within 1.5 days of major West
Coast cities. They can also take advantage of Great Basin College (GBC),
which offers "fully-equipped, state-ofthe-art computer labs and ties to programs available within the University of
Nevada system," Rajala noted. GBC recently became the first community college in Nevada - and just the sixth nationwide - to offer four-year programs;
current offerings include an education
degree, with others on the way. Also on
the way is a fiber optics system, scheduled for completion within the next year,
and a Nevada Bell grant, with which the
county plans to establish a White Pine
County Country Store Web site that will
enable area businesses to market collectively over the Internet.
Such attributes give Rajala hope for the
future of White Pine County. "We're hoping the attention focused on existing businesses will help build a community of
small companies that will attract other
similar operations," she said. 'We're diversifying our economy based on a number of companies that all have growth potential. We also see tourism being a strong
link in our overall economic strategy. The
city of Ely is in the implementation phase
of a business plan that will include an ambitious beautification project for downtown. We want to preserve our smalltown, rural atmosphere, yet grow to a
point that we can provide sustainability
for businesses, community services and
amenities we want to offer all White Pine
County citizens."
November 1999 •
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PEOPLE ON THE

BANKING & FINANCE

loneer Citizens Bank made numerous
staff promotions. The bank promoted
Biii Penn to commercial loan
officer in the Reno lending
center department. Kathy MacNell-Kennedy was promoted to
assistant cashier and real esKJle
tate loan officer. Shirley
Rodgers is now assistant vice
president and commercial
loan officer and Ben Fong was
named a loan officer trainee,
both in the Reno lending cenPatterson
ter department. Howell Johnson
was promoted to assistant vice
president and assistant controller. Bonnie Dunn, Kelly
Vallecillos and Lynn Kyle were
promoted to assistant vice
Adams
president. Ryan Patterson was
promoted to assistant vice president and
commercial loan officer, and Belinda
Adams was promoted to assistant
cashier/operations officer.

P

George E. Bums joined Community Bank of Nevada as vice
president/compliance manager, and Man Lanning joined the
bank as a real estate loan offiBums
cer. Burns comes to Community Bank from
Bank of America;
Lanning was with
Bank United of
Texas. CommuLaanlaa
nity Bank of NeKanter
vada also promoted Rachel Kanter from
real estate loan officer to assistant vice
president of the real estate department.
Deloitte & Touche appointed Sharon L Allen
managing partner for Nevada and Southern
California. Allen was most recently managing partner of the Portland/Boise practice.
18 Nev.ula Business Journal •
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Mundt

Ken Mundt joined Bank of
Commerce as vice president
and SBA loan manager.
Mundt possesses more than
15 years of experience in the
banking industry.

Community One Federal Credit
Union named Ronda Nielsen
vice president of credit administration, where she plays
a key role in all
Nlelsen
aspects of lending, product development and
collections. The credit union
also promoted Fran Siiverstein
to vice president of financial SIIYersteln
service centers.
Karin Bawcum was named senior loan officer and construction specialist for First
National Bank ol Nevada's Northern Region.
Bawcom has more than 15 years' experience in mortgage lending in Reno/Sparks,
and specializes in custom construction
lending and new home purchases.
McGladrey & Pullen promoted several staff
members at its Las Vegas office. Greg
Morrow and Mike Beacom were promoted
from manager to senior manager. Chris
Bowersox. Elaine Hansen and Vicki YI were
promoted from supervisor to manager.
Tracy Sperry was promoted from in-charge
staff member to supervisor.
BUSINESS SERVICES

d Monon, CPP re-joined American Protective Services as manager of the security
company's Las Vegas branch. Norton
oversees more than 250 security officers
and an administrative staff of seven.

E

Kimberly Muccia-Dunbar joined
Comlorce Staffing Services in
North Reno/Sparks as an account executive, where she
will focus on new business
development.

Muccia-Dunbar

Miner

Las Vegas-based IT Strategies
International Corp. appointed
Barbara Miner to senior consultant. She is responsible for
business and technology assessments for various clients.

DEVELOPMENT &
REAL ESTATE

M

an Bear joined the Las
Vegas office of Colliers
International as
vice president,
retail division,
Bear
where he provides services for
Hicks
all aspects of retail properties. Biii Hicks was
named director of the geographical information system
Scharer
department. Hicks is responsible for all acquires and data allocations
for the department. The brokerage also appointed Elizabeth "Llzz" Schafer as partner
to Tom Stilley, senior vice president of
Colliers' office division.
Sheehan Van Woert
BlgoHI Architects
in Reno named
Brady G. Simmons
and Charles R.
Simmons
Grundy architectural associates, and appointed Jean K. Read business associate. They have been with
the firm for 20, 16 and 17
years, respectively.

Grundy

Read

Joan Brooks and Gigi Galvan opened RE/MAX
Masters in Las Vegas.
Brooks is broker/manager of the office. Both
were previously with
Century 21 MoneyBrooks (lettJ & Galvan
World in Las Vegas.
Sean M. Goldwasser joined Black & Veatch's
Las Vegas office as a structural/project en-

gineer. Goldwasser provides structural
and other engineering services on several
projects, including the Clark County Sanitation District Primaries project.

John Laing Homes named Melinda McGeorge
manager of its design center in Las Vegas.
McGeorge has 13 years of experience in
interior design, specializing in model
homes and high-end interiors.
Donna Sanders was appointed
assistant vice president of options and safety director for
Pardee Homes in Las Vegas.
Sanders has been with Pardee
Sanders
since 1987, serving most _recently as assistant vice president, community relations and special services.
Carson Construction in Las Vegas hired Lee
Alkins as chief estimator. Atkins has more
than 20 years of construction experience
in the heavy civil, industrial and commercial fields. The contractor also named
Kathy Pinkerton staff accountant.
Marge Landry opened Landry &
Associates, a Las Vegas-based
company specializing in commercial property management, leasing and sales.
La111rY
Landry was formerly a partner with Insight Realty Associates.
Las Vegas-based Converse
Consultants promoted Don
Christiansen, P.E. to principal
geotechnical engineer. Christiansen
supervises
the
Christiansen staffing, scheduling and technical requirements for the company's geotechnical engineering projects.

Sherri Johnson joined Clark & Sullivan Constructors as an estimating coordinator. She
is responsible for coordinating estimating
projects in the firm's Las Vegas office.
Coldwell Banker Commercial-ETN in Las

Vegas named Connie Densmore retail leasing specialist. Densmore has more than six
years' commercial real estate experience.

Perini Building Company, Inc.
appointed John William Ragan
estimator for its Western U.S.
Division. Ragan possesses 14
years' experience in designbuild, conceptual and hard
bid estimating.

...

Ragan

Las Vegas-based Del Mar Mortgage, Inc.
named Robert Ferra account executive.
Ferra is responsible for investor relations
and portfolio management.

Wayne Keller joined the Southern Nevada
chapter of Associated Builders and Contractors (ABC) as director of safety. Prior to
joining ABC, Keller held a safety position
with the Las Vegas chapter of Associated
General Contractors.
Las Vegas-based Koll Construction, LP named Thomas Tschudin
director of business development. Before re-joining Koll,
Tschudin was business development manager for Gordon
Tschudln
& Williams General Contractors.

Century 21 Consolidated promoted Bill Barker to sales
manager. Barker joined the
Las Vegas company in 1994,
and now supports recruiting,
management and training of
licensed salespeople.

Securities and Exchange Commission reporting, internal and external reports and
various surveys. The builder also promoted Ryan Dotson from compliance auditor to
financial analyst.

Peter R. Samuolls joined the
Las Vegas office of Harding
Lawson Associates
(HLA) as a managing principal
samuons
engineer.
HLA
also promoted Paul Pettersen
to associate environmental
Pettersen
scientist in its Carson City
office, and promoted Steven
Richey to associate engineer in
the firm's Reno
Richer
office. Gerry A.
Hester was appointed director
Hester
of water resources for HLA's
western region.
Ronald Jackson was named
project manager for Las
Vegas-based Southwest Engineering. Jackson, who has
more than 35 years' experience in civil design and project and construction management, oversees a civil design team for commercial
and residential projects.
EDUCATION

Barker

Burnett Haase Construction in Henderson
named Robert W. SChlllZ project manager.
Schulz is responsible for working with
subcontractors, issuing contracts and assisting in estimations.
Noly A. Sarmenta was named financial reporting accountant at Las Vegas-based
Saxton Inc. Sarrnenta is responsible for the
proper accounting and preparation of all

T

he Board of Regents appointed Dr. Jim
Randolph interim vice chancellor for finance and administration for the University
and Community College System or Nevada.
Randolph was previously the associate
vice chancellor for finance and planning;
he is based in Las Vegas.

Rose Marie Gartland was appointed development officer for Faith/Lutheran JrJSr.
High School in Las Vegas. She was formerly with Clark County Medical Society,
where she was the events and membership developer.
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PEOPLE ON THE MOVE

GOVERNMENT & LAW

D

ean 0. Friedli was named as an assistant
director of the Clark County Building De·
partment. Friedli's duties include all permitting, plan review, records and automation activities.
The Washoe County Board ol Commissioners
appointed Dan Burk Washoe County registrar of voters. Burk has served as the
county's acting registrar of voters since
December 1998. Before coming to
Washoe County in 1997, Burk was director of records and elections in Benton
County, Ore.

based in Las Vegas and works directly
with controllers in the five cities.
Las Vegas-based Outback
Media promoted Julie Neil
to vice president and Joan
Jungblut to media director.
Neil has more than 20 years'
Nell
media industry
experience and was previously director of media at the
firm. Jungblutjoined the company in 1988, and was proJunglllut
moted from media supervisor.

HEALTHCARE &
INSURANCE

D

rs. Peter Weldenleld and J. Werner Ziegler
joined the radiology staff at Sunrise
Hospital and Medical Center in Las Vegas.
Weidenfeld interned at the Mayo Clinic in
Scottsdale, Ariz. and received his medical
degree from Tufts University School of
Medicine in Boston. Ziegler interned at
Northwestern University Medical Center
in Chicago, and received his medical degree from the Pritzker School of Medicine
at the University of Chicago.
Julius Young was named lead underwriter for
Managed care Consultants, Inc. (MCC) in Las
Vegas. He brings seven years of experience
as a group health underwriter to MCC.
Janet McFall was named associate manager of the Country
Companies Las Vegas insurance
agency. McFall assists with
expanding and developing the
Mcfall
Las Vegas agency, and oversees efforts to accelerate agent growth and
retention. She comes from Country Companies in Elko.
MEDIA&
COMMUNICATIONS
arry Amburgey was named regional
controller for Journal Broadcast Group's
Las Vegas, Palm Springs, Tucson, Boise
and Ontario operations. Amburgey is

L
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Johnston

Woad

The Merica Agency promoted
Chuck Johnston and Marty Wood
to vice president. Johnston
has more than 13 years of advertising and marketing experience and was previously an
account supervisor at the Las
Vegas-based agency. Wood
joined The Merica Agency in
1995 and has more than 15
years of advertising and mark;eting experience.

Karen Mordue joined KWNRIKFMS in Las
Vegas as an account manager. She comes
from WLS AM/FM in Chicago, where she
was research director.
Swamp Rhino Advertising in Las Vegas
named Shannon Dakin art director and Ben
Chaney account executive. Dakin was most
recently with Mirage Resorts Inc., where
she was a graphic designer. Prior to joining Swamp Rhino, Chaney worked at
Santy Advertising in Phoenix, Ariz.

The Rose/Glenn Group in Reno
promoted Carrie Owen from
public relations specialist to
public relations supervisor.
Owen now provides media reOwen
lations, strategic public relations programs and special
event planning. The advertising agency also appointed
Ronele Klingensmith public
relations manager. KlingenKllngensmllll smith possesses more than
seven years' experience in public relations,
most recently as public relations manager
for Norwest Bank/Wells Fargo in Nevada.
R&R Partners added two to its
Reno office. Amy Newman
joined the company as media
planner/buyer; she previously
held the same post with
Newmn
DRGM Advertising and Public Relations. Adrienne Bemus
joined R&R as a public relations account executive. She
was formerly the promotions/
marketing manager at KOLOBemus
TV News Channel 8.
Strategic Communication added three new
associates to its Las Vegas office. Erika
Brandvik, Teresa A. Westfall and Jamie S.
Flores were hired to assist in promoting the
agency's travel-related clients.
NON-PROFIT
arcl Gurwitch Ballin was appointed
campaign director of the Jewish Federation or Las Vegas. Ballin is responsible for
annual campaign fundraising activity, including establishing and implementing annual campaign goals, plans and strategies.

M

Michelle Szalblrak was named sales manager at Skyline Display & Design, Inc. in Las
Vegas. Szalbirak comes from an affiliate
Skyline office in Toronto, Can., and is responsible for developing strategic trade
marketing relationships with local and nationwide businesses.

P

Hands Ink Advertising in Las Vegas promoted Salvador Munoz to art director and Vera
Martin to office manager. The agency also
hired Mark Mendenhall as a Macintosh production artist.

Reno-based Sportil USA named Jennifer

RETAIL
at Martinet was named director of catering for Nevada Nick's - An Original Steakhouse at The Resort at Summerlin in Las
Vegas. Martinet handles private party
bookings for convention, corporate and
social markets for the restaurant.

Kirsch merchandising manager and Martin
Moss sales and customer service manager.
Kirsch is responsible for new product development and maintaining in-store merchandising programs. Moss oversees recruiting salespeople, enhancing customer
relations and strategic planning for future
programs and incentives.
Forest City Enterprises, Inc. promoted Alan
W. Schmiedlcker from vice president/general manager of Nevada to West Coast regional vice president of operations for all
of the company's retail projects west of
the Mississippi. Galleria at Sunset assistant general manager Michael Wethington
succeeds Schmiedicker as general manager for the mall.
TRAVEL

& TOURISM

eorge J. Bedich was named director of
casino operations at Palace Station Hotel
& Casino in Las Vegas. Bedich is responsi-

G

ble for all hotel and casino marketing activities, as well as budgeting and planning
for gaming promotions. He was previously with Rio Suites Hotel & Casino.
Las Vegas-based GES Exposition Services
named James A. Carter director of planning.
Carter is responsible for all aspects of GES'
planning process and the development of
new forecasting and modeling tools.

as event promotions manager. Windy
Lawson-Whitney was named corporate
relations representative.

Tom Gardner was named executive casino
host at the Carson Valley Inn HoteUCasinoJRV
Resort in Minden. Gardner's past experience includes work with Sahara Tahoe,
High Sierra and the Reno Peppermill.
Las Vegas Sands, Inc. appointed Robert 6.

The Sahara Hotel and Casino in Las Vegas
recently hired Luis J. Lichtman as marketing manager. Lichtman comes to the Sahara from Mirage Resorts, and will coordinate and manage marketing strategies
and campaigns for the Sahara.

Goldstein president of The Venetian Resort·
Hotel-Casino. Goldstein oversees and manages all day-to-day operational functions of
the $1.5 billion destination resort. Prior to
bis appointment, Goldstein served as senior
vice president of Las Vegas Sands, Inc.

Three new employees have joined the
staff at the Thomas & Mack Center, Sam Boyd
Stadium and Cox Pavilion. Juliann Hatch
joined the Thomas & Mack as the luxury
suite manager. Victoria Cervantes joined
the booking and marketing department

Travelscape.com appointed Stephen L.
Cavallaro president and CEO. Cavallaro
joins the Las Vegas-based company
from Harveys Casino Resorts, where
he was executive vice president and
chief operating officer.
•
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Manufaawring sector thriving throughout the state

When the Las Vegas Review-Journal's $70 million expansion is complete, the new plant w,11 house the world's largest single-line printing press.

by Cindie Geddes
rom Fisher pens that can write in
space to lobsters grown in Mina,
from Trex decking material made
from plastic grocery bags in Fernley to
Unique Enterprises' coin rolling paper in
Las Vegas, from newspapers to fasteners
to foundries to electronics, there is no end
to the surprising products made all over
Nevada. The largest employers of manufacturing personnel in the state can be
found in Reno, Henderson, Las Vegas,
Minden, Carson City, Fallon, Verdi, Dayton, Empire and Sparks. Their products
range from gaming technology to ice
cream, analytical instruments to aircraft
engines, cabinetry to sheet metal.
Raw data from the U.S. Bureau of
Labor Statistics for October 1998 showed
18.63 million manufacturing jobs existing
in the United States, equaling a market
share of 14.73 percent. The only sectors
that were larger were the services (37.85
million) and retail trade (22.60 million).
Nearly half the nation's major labor markets - 88 out of 182 - added manufacturing jobs during 1998. And leading those
increases was Reno, with a manufacturing

F
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workforce that grew 7.41 percent - from
13,500 in October 1997 to 14,500 in October 1998. Overall, national manufacturing employment declined 0.46 percent
during the same 12-month period, slipping from 18.72 million in October 1997
to 18.63 million in October 1998. Las
Vegas also bucked the national trend, with
a 4.07 percent increase during that time
period, growing from 22,100 in October
1997 to 23,000 in October 1998.

Success Breeds Success
ft ay Bacon, executive director of the
ft.Nevada Manufacturers Association
(NMA), says location is one of the reasons
companies are moving to Nevada. Many
companies have or expect to develop a
West Coast market (primarily California,
touted as the fifth largest economy in the
world). These companies have products
that are either perceived to have, or actually have, a substantial chunk of the California market. The Nevada sites offer easy
California access without the environmental regulations or the land limitations of

the Golden State. Whereas a new plant
may take years to come on-line in California, that same process may take only a
matter of months in Nevada.
"Nevada is generally perceived as having a good business climate," Bacon says.
Somer Hollingsworth, president/CEO of
the Nevada Development Authority,
agrees. ''We seem to be pretty hot right
now," he says in reference to the number of
back office companies coming to the Las
Vegas area. Credit card companies, call
centers and the like are coming to Nevada
for its Pacific time zone. These sites handle everything the main office does, but in
a different time zone. They need vast
amounts of space, something rare in California, but still common in Nevada.
Northern Nevada is seeing more growth
in plastics manufacturing. According to
Chuck Alvey, president, COO of Renobased Economic Development Authority of
Western Nevada (EDAWN), the area is conducive to such industries simply because of
climate. Processing and curing times are
better in Nevada because of the dry climate.
Kris Holt, executive director of the

Predsion Founders, Inc

Northern Nevada Development Authority
(NNDA) in Carson City, cites diversity as
the key to the Capitol Region's success.
Plastics, electronics, aerospace, auto
parts, construction, sporting goods - he
would rather see 10 companies with IO
employees than one company with 100
employees. If one goes out of business,
the entire sector isn't hurt.
The reasons for businesses to move to
Nevada have been nearly as diverse as the
types of business. Some come for the tax
breaks, others the wide open spaces.
Many companies are coming to be close
to the California or Pacific Northwest
markets, while still others are searching
out freight access. The primary point to
notice, regardless of the reason given, is
that industry is hearing about Nevada.
"The word is getting oµt," says Holt.
"There's a hard core group of manufacturers who have told their peer group
that we are a business-friendly state."
Hollingsworth also cites the spread of legalized gambling as a helping factor to attracting manufacturing business to the
state. "The stigma of Las Vegas being a
gambling town is no longer an issue. Instead, companies are realizing that if they
want to increase the bottom line, a great
alternative is Nevada." Alvey believes part
of the reason companies are coming to
Nevada is the same as why they stay. With
70 percent of job growth coming from existing companies, Nevada must be doing
something right. Holt says simply, "It's an
easy sell." The climate, the people, the
business environment, the lifestyle and
recreational opportunities all make Nevada a good place to live and work.

Two Success Stories
hen HV Manufacturing, makers of
Hidden Valley Ranch Salad Dressing, reached capacity in their Chicago
manufacturing plant for their bottled product, Gary Wendel, plant manager, headed
up a team to study where to put a new
western plant. The company already had a
small plant for the packaged recipe in the
Reno area and decided they liked it here.
In the late 1980s and early 1990 they
began design and construction of a
150,000-square~foot facility in Stead. "In

W

studying our alternatives," says Wendel,
"we found we could serve our major customer base as cheaply from Reno as from
California." The labor rates were comparable, but the regulations and costs of doing
business in Nevada were far and away
preferable to the California market. Stead
was closer to the costs of doing business in
Arizona or Utah, but those areas had more
freight problems than Nevada.
A more recent transplant to Nevada is
Dave Jordan, vice president of manufacturing and engineering for Trex Co., LLC
in Fernley. "We didn't think Northern
Nevada would have a great industrial base
for workers or supplies," he says. "But we
were pleasantly surprised. Because of its
logistics, a lot of distribution centers are
available on a 24-hour basis for parts and
emergency repairs." Trex, which makes
composite lumber used primarily for
decking material by combining used grocery store plastic bags and recycled
stretch wrap with sawdust, made the move
just this year. In December of 1998, the
site was nothing but sagebrush and tumbleweed. By July, the company had made
its first deck. The company now has two
production lines going, is waiting on the
equipment for the next two and has begun
to purchase equipment for two more.

ManufadurinJ into the
millenmum
o one wants to see environmentally

HV Manufacturing

N hazardous companies come to Neva-

Cubix manufactures consolidated computer network server systems.
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Dura-Bond Bearing Company
da, and so far that hasn't seemed to be a

problem. The state is also watching out for
high water users and air quality hazards.
Neither does the state particularly want
more low paying jobs, though, as Bacon
points out, such businesses have to go
someplace and everyone's going to get their
fair share. Holt likes to see good corporate
citizens and targets people who will add to
the existing community. Alvey wants to see
more companies who move their headquarters, research and development, manufacturing and distribution centers to Nevada.
And everyone wants high-tech, high-paying
jobs. The problem lies in labor.
"Our education system," says Bacon,
"is not yet strong enough to support what

-~.;~.

[high-tech companies] need for research."
Though the issue of a highly educated
workforce is an ongoing problem, it is one
the state is actively trying to solve. The
catch, according to Bacon, is focus.
"We're not known as a state of patience,"
he says. Luring high-tech jobs will take a
focused investment on education, but
Bacon says, "We can't seem to keep people focused." Another problem is deciding
what kinds of high-tech jobs to bring into
the state. Most manufacturing today utilizes some level of technology. Is the state
talking about biomedical, electronics,
computers, or something as simple as producing a new shape in metal?
In addition to education, if Nevada is

going to woo technology-based companies to the state, it also needs more fabrication industry to go with the manufacturing, especially those that incorporate
cutting edge technologies. According to
Hollingsworth, the ideal is to have the fabrication companies here at the same time
the technology-based companies are
being recruited.
Wendel sees Nevada as "a growing infant," just out of its infancy, but not quite
established. The main reason, he says, is
that Nevada simply does not have a lot of
folks who have come from families who
worked in manufacturing and who have
acquired the skills needed. "While I think
the education institutions around are becoming more aware of the types of skills
that manufacturing needs," he says, "I
think there is still a lag time in getting
folks through those skills."
"Nevada is going to be an industry
Mecca," says Jordan, "because of logistics
and a growing industrial base." Wendel
feels the key to achieving such status is in
a new sort of advertising. "It feels like the
area has done a good job of selling itself to
companies as a place to locate or relocate,"
he says. "But we haven't done a good
enough job of selling ourselves to future
employees. We are out of balance."
•

-~~
Astromec designs and manufactures custom fractional horsepower motors and other motion control products.
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espite statistics showing strong,

D

sustained growth throughout the

state in areas ranging from population to economic health, Nevada's
two international airports are experiencing less consistent fortunes: like
the rest of Nevada, McCarran International in Las Vegas continues to expand. Reno-Tahoe International, on
the other hand, is fighting to keep
existing service airborne.

Reno-Tahoe International Airport

ATALE OF TWO AIRPORTS
by ALLEN GRANT

McCarran International Airport's new D Terminal

Continued growth at McCarran
rowth rates at McCarran International
Airport reached record numbers for
the decade, according to airport officials. Randy Walker, director of aviation
for Clark County, said airport statistics
jumped 11.4 percent in total traffic through
September 1999 from a year ago, including
a 21.1 percent increase in September alone.
"This year we' ve seen rapid growth,"
Walker observed. "After two years of very
little movement up or down, this year has
produced an incredible increase in traffic

G

surpassing our predicted numbers."
The airport's growth has been a decadelong surge. According to Walker, McCarran experienced a 75 percent increase in
traffic for the decade. "We're finishing
with a bang," he said. "It's all demand oriented. With several new megaresorts
opening up this year, there's an increase in
the number of visitors wanting to experience Las Vegas."
During the past year, Las Vegas added
roughly 12,000 hotel rooms. "That helps
increase the demand," Walker said. "Over
the past two years, tourists wanted to visit

Las Vegas, but the seat capacity of aircraft
coming in here wasn't enough. Today,
load factors are great and planes are fuller
than ever. We're seeing more and larger
planes coming here."
Dik Shimizu, director of corporate
communications for National Airlines in
Las Vegas, said he also believes tourist demand is helping drive airline competition.
''The city added Paris, Mandalay Bay,
Bellagio, The Venetian and The Resort at
Summerlin. That's creating more interest
for travelers to see those properties and fill
those rooms."
Airport statistics show an eight percent
increase in average number of daily departures during the last calendar year from
October 1998 to 1999. In 1998, McCarran
had 388 flights per day, compared to 419
scheduled flights per day for October
1999. Seat capacity is also up 13 percent,
Walker added.

National Airlines begins its
Las Vegas service
hat increased traffic, of course, brings
a renewed spark to Las Vegas in the
airline industry. More traffic breeds
increased competition. That was the case
for National Airlines, which began new
service out of McCarran earlier this year.

T
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Founded in April 1995, National Airlines
attracted the necessary funding during the
following three years to become one of
the best-financed start-up airlines in aviation history. With Harrah's Las Vegas and
the Rio on board as investors, the airline
started flying out of McCarran in late May
with service to Los Angeles and Chicago.
According to Shimizu, National's idea
is to "provide basic non-stop air service to
Las Vegas from international gateways."
He said National's influence at McCarran
has sparked some competition in the airline industry for the Las Vegas market.
"It's a win-win situation for the city,"
Shimizu said. 'There's definitely a lack of
adequate non-stop service to Las Vegas
from the east. That's where we want to
make a difference."
Shimizu points to Philadelphia as an example. "Right now, only US Air and America West fly non-stop to Las Vegas from
that airport, with a total of four flights a
day," he noted. "We're coming in with two
flights a day. Hopefully, that will create
some competition and encourage other airlines to try for a share of the market."

"Airlines have changed a little the past
few years," Shimizu added. 'They are becoming more business-market oriented.
Las Vegas is a leisure-base destination.
That created a lack of flights into Las
Vegas, which caused problems in getting
people in here."
"With an increase in hotel rooms and
demand for more air lift came a doubleedged sword," Shimizu said. "National
Airlines saw an opportunity to provide
more flights into Las Vegas since the need
was there. The demand for flights is there
and we think it will continue to be there."
Using 175-seat Boeings, National maintains a nine-aircraft fleet. Shimizu said he
expects more competition in the market
with other airlines starting to add flights.
'The airline business is a tough business,'-'
he said. "Now, we're seeing other airlines
increase their traffic into Las Vegas."
Recently, Southwest and America West
added flights to McCarran. Since starting
its Las Vegas service, National added service to and from New York-JFK and San
Francisco, with service to Dallas just underway. Philadelphia flights will begin

this month, said Shimizu. Other future
cities the airline plans to serve include
Miami, Newark, San Diego and Detroit.
"All our service cities are major gateways
to and from the United States," Shimizu
pointed out. "That's our plan. Keep
adding those significant markets."

Reno-Tahoe: maintaining the numbers
ontrary to the growth at McCarran
and the state's flourishing economy,
Reno-Tahoe International Airport
statistics show a dramatic decrease in its
traffic. "We had a few reductions, but we
haven't lost any destinations," said Adam
Mayberry, community relations manager
for the Airport Authority of Washoe
County. "Right now, we're trying to maintain the service level we have."
Statistics from the airport authority,
which owns and operates Reno-Tahoe International Airport, show a 9 .1 percent decline in per passenger traffic for the July
1998 to 1999 calendar year. That's after
showing double-digit growth in the early
1990s, according to Mayberry.

C

As an active business member, you are aware of the growth of Clark Cqunty and the
demands that accompany that growth. Daily, you are faced with challenges concerning
employee recruitment and retention, transportation, parking requirements and providing
attractive benefits packages that are cost effective.
""""'""""""""~-.----•
The Regional Transportation Commission is introducing a new and exciting solution to
these concerns. Its called CAT MATCH Commuter Services and it is especially designed to appeal to both the
employer and employee. Best of all, you don't have to be a large corporation to take advantage of the huge benefits
the program offers.

CAT MATCH Commuter Services offers your employees:
• Computerized Ridesharing
• Car and Van Pools

• Bus and Bike Route Planning
• Club Ride Incentive Program

• Federal Tax Advantages
• Auto, Gas &Insurance Savings

What does CAT Match Commuter Services mean to you? It can mean up to a 15% reduction in payroll expenses per employee.
It can mean a reduction in absenteeism and increase morale and productivity in the workplace. Your involvement in the program
automatically says that you're doing your part in improving our air quality and reducing traffic congestion, boosting your corporate
image. Yes, there is a solution.

5t works because eoerrone
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Although traffic numbers have dropped,
the airport maintains its destinations. According to its October 1999 statistics,
Reno-Tahoe International will see 106
daily non-stop flights to 20 cities compared to 110 daily non-stop flights to the
same 20 cities during the same period of
time last year.
The sale of Reno Air to American Airlines earlier this year led to worries the
airport would suffer cutbacks in flights
and service from other carriers. For example, TWA recently dropped a non-stop
flight from St. Louis to Reno because it
was losing money flying in and out of
Reno-Tahoe International. These types of
announcements are becoming all too familiar in the Reno area.
"We think it's a short-term problem and
that we will experience a slower rate of
growth for the next few years;' Mayberry
said. "With Reno Air's cutback of flights,
we expected the count to be down a little
this year. The reduction of Reno Air flights
in 1998 has impacted our current numbers."
Mayberry said he believes American
Airlines' acquisition of Reno Air will actually help in the long run. After initial
concern that it would eliminate flights,
American has stayed flying. "Now that
American Airlines is on board, they
haven't made any reductions. That's good
news for the airport and community,"
Mayberry said. "American has the potential to do more for us than.Reno Air could.
It's a global name with a great reputation
in this business. American's presence here
should attract more domestic and international passengers to the Reno-Tahoe area."

Planning key to McCarran'sfuture
ith growth rates like those Las Vegas
and McCarran have experienced during the last decade, Walker expects
preparation to be a key component in planning for the area's future. ''We are constantly planning," Walker said, "either refining
older or current plans and preparing for the
future. If we keep growing at our present
pace, we have to be ready for the future traffic McCarran will have to maintain."

W

need another 10 million visitors a year to
maintain its occupancy rates. "That's
about 100 additional flights into Las
Vegas a day," he said. 'The demand is
there. We've added 17 flights a day in and
out of McCarran. We will increase that
and expect other airlines to follow. The
future looks very, very bright."
The future looks bright enough that area
officials are considering serious expansion
of the region's air traffic capacity. McCarran International currently operates with
four runways, two of which were added in
the 1990s. It also added 38 gates in the
'90s, reaching its current total of 93 gates.
But future growth in air travel accommodation in Southern Nevada extends beyond
further additions to McCarran. Talk of a
second major airport in the Las Vegas valley area has surfaced. Many believe the
proposed airport in the Ivanpah area is just
what the area needs to control growth.
"We know what we need for the future,"
Walker said. "We will need an additional
airport. Right now, we've narrowed down
our search to a 6,650-acre parcel of land
between Jean and Primm. We're negotiating now to purchase that land as part of
our future planning. It could be 10, 15 or
20 years before it opens, depending on
traffic and growth needs."
According to Walker, McCarran can
service a maximum of 55 million passengers per year. He expects the airport to
serve 33 million this year. Once McCarran
reaches that 55 million-person plateau, the
city will need a plan already in place, said
Walker. For the valley, that means adding
a new airport to control increased traffic.
While a new airport could be in the distant future, McCarran appears ready to accommodate increased traffic in the international market to Las Vegas. Impacted by
a jump in international interest, Walker
said the airport's growth has reached beyond the domestic United States. In 1998,
international travelers accounted for 15
percent of the 33 million visitors to Las
Vegas. As a result, McCarran is in the
planning stages of creating a new international terminal to help with the influx of
foreign travelers.

With the arlrlitional rooms: Las Vegas

Briti!.h Aviation. regulator!'.. recently ap-

added during the recent megaresort surge,
National's Shimizu said the city will

proved non-stop service from London to
Las Vegas on Vrrgin Atlantic Airlines.
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Walker said he expects the service to begin
next spring; he also noted that adding nonstop international flights to Las Vegas is
going to be big plus in the future. "Anytime you get direct international service,
it's great for any airport," he said. ''We're
very excited about the new service."

Reno fights to regain influence
lthough 1999 traffic numbers have
decreased for Reno-Tahoe International Airport, renewed interest and a
return to positive growth figures will dominate the future, according to Mayberry,
who said he believes the airport will experience "modest" growth during the next
few years. "We expect to start showing
three percent growth starting next year,"
he said. "Clearly, this area has great opportunity to attract tourism with our outdoor beauty, community events and business with reasonable state regulations."
Mayberry said attracting more traffic
with the help of incentives from area business leaders can provoke airlines to add
more flights and fill more planes. "Our
business community needs to become a
larger player," he said. ''We're working
with the business community to spur more
traffic. Resurrection of our air service depends on the business community. The
airport can only do so much."
Recent flight additions have raised
some interest in the airport. According to
Maybeny, the Reno-Tahoe International
Airport added several new charters and
permanent flights to its traffic log. "With
the ski season approaching, we will have
several other opportunities to boost traffic
numbers," he predicted.
In addition to the seasonal flights, the
airport also gained a Southwest Airlines
non-stop flight to Houston from December
to April, a Canadian Airlines twice-weekly
charter flight to Vancouver through April
and a Canada 3000 twice-weekly scheduled flight to Vancouver. United Airlines
recently added three daily flights from
Reno into Los Angeles International.
"We expect this decline in traffic to be a
short-lived one," Mayberry said. "Reno-

A

T-ahoe will continue to grow next -,cm.

with the help of local businesses will C09tinue growing for years to come."
•

Barrick Goldstrike

old prices are at a 20-year low,

G

according to John Dobra, profes-

sor of economics/director of Natural
Resource Industry Institute. In fact.
when adjusted for inflation, gold is at
its lowest rate since the United States
went off the gold standard in 1972.

"A ll in all," says Dobra, "it's been a pretty lousy year for gold." With prices
hovering in the $250 per ounce range,
Nevada's mining industry is becoming expert in the fine art of belt tightening.
"Mining is a cyclical business," says
Dobra. "It always has been, and it always
will be." Russ Fields, president of the
Nevada Mining Association, points out
that as long as there is gold mining, there
will be gold mining in Nevada. Nevada has
some of the highest quality gold in the
world. Even with gold prices so low, Nevada accounts for 76 percent of the gold produced in the U.S., and the state is still the
third largest producer of gold in the world
- behind only South Africa and Australia.
The reasons for the continued slump in
gold prices include continued unrest and

indecision in the global marketplace.
When Europe declared the Euro its unified currency, there was speculation that
big sales of gold would be in the offing
because the Euro didn't need to be backed
with as much gold as the banks were holding. But many of the threatened disposals
of gold did not materialize. Great Britain
(not part of the European Monetary
Union), however, did sell off by auction
about half of its gold holdings. The English sales have been blamed for the gold
price drop from $290 per ounce earlier
this year to the $252 low this July, according to Fields.
Other pressures on the gold price include real and potential economic hardships. Asia encountered unexpected
downturns in its economy that encouraged
these previous buyers and hoarders of
gold to begin selling off their gold reserves to cover losses. In addition, the
Swiss have begun the process of going off
the gold standard and are contemplating
liquidating up to 1,200 tons of gold. Even
the International Monetary Fund - the
second largest holder of gold in the world
- recently talked about selling off 3,000
metric tons of its gold. Even talk hurts the
fickle price of gold.
One last insult to gold prices has been
put there by gold companies themselves.
Fields explains that the practice of hedging (gold borrowed from a bank and sold
into the market by brokers so producers
might sell production forward), which is
used to guarantee gold prices, has kept
downward pressure on the price by artificially increasing supply.

Rural Nevada Hit Hardest
andy Harmon, executive director of
the Economic Development Authority
of Esmeralda and Nye Counties
(EDEN), says that while the slump in gold
prices is affecting just about everyone in
the state, it is hurting the small miners the
most. The bigger operations are working
microscopic gold. 'They are so state-ofthe-art," Harmon says, "they are managing to keep ahead of the game." While
some small mines are still operating, Harmon says they are a rarity. "Mom-and-pop
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mines can't compete," he explains. 'They
don't produce enough ore to operate at a
level of efficiency the bigger ones can."
He also says the mom-and-pops are heavily impacted by increasing regulations on
mining. "It's like there's a concerted effort
to shut them down," he says.
In Esmeralda and Nye Counties, corporate mining seems to be holding steady. The
Mineral Ridge operation in Silver Ridge
was on the ropes, laying off everyone but a
skeleton crew. Now it is hiring back and the
town is packed. Goldfields has been shut_
down, but not permanently. Round Mountain has been impacted, but remains steady
due to its efficiency. Barrick's Bullfrog
mine is down to a small crew, though the
company is working hard to help the community it has grown to feel a part of.
Though the Bullfrog operation is shutting
down due to lack of gold, not low prices, the
loss of jobs feels the same. The only incorporated town in the area, Gabbs, is looking
at losing its incorporation status as its population dwindles from 1, 100 to 300 after
just a few years and a lot of layoffs.
To battle low gold prices, rural counties
are looking for stable diversification.
Alternative power generation and aerospace industries seem well suited to the
EDEN area, which has two test sites - the
Tonopah and Nevada test ranges. "Mining
will always be with us," says Harmon,
"but it's so stifling. It would be nice to
have a steady, year-round, non-seasonal
tax and employment base." Esmeralda
County, he says, is desperate enough to be
chasing smokestacks - welcoming anything that might produce jobs.
Yet, Esmeralda and Nye officials -main hopeful that change is at hand. Raidents are studying fiber optic techn
and computers, trying to learn the ~
tech aspects of whatever jobs they ll3IIE
"We get the doomsayers saying we're ·
going to turn into tumbleweeds on Mail
Street," Harmon says. "But the future is
good or as bad as you want to make it.Eureka County, according to Ron C.rion, chairman, Eureka County Eco
Development Council (ECEDC), is doimg
bit better. 1bough the county has seen
fair share of mine closings - Atlas Goll
Bar, Windfall, Idaho, Buckhorn Piaca
Dome - Homestake's Ruby Hill Projad:.

The Genesis Of CyberChat
Did you know that without mining your computer, telephone, and
television wouldn't work? Or that nearly 60% of our electricity is
generated from coal, which also comes from mining? Look
beneath the surface. You'll find that mining has something to
do with everything.

Eyeglasses: soda ash, limestone, feldspar.

Computer screen: silicon, boron,
lead, indium, strontium, barium,
phosphorous.

Computer case: calcium carbonate,
talc, clays, sulfur, mica.

Computer chips: silicon.

Computer circuitry: gold,
copper, aluminum, steel,
lithium, tungsten, chromium,
titanium, silver, cobalt, nickel,
germanium, tin, lead,
tantalum, zinc.

Battery: cadmium, lithium.

Phone line: copper.

MINING

Barrick Goldstrike

Placer Dome and the Newmont/Barrick
properties are still going strong. In fact,
Homestake came online two years ago in
the midst of all the closures and downsizing, and the Newmont-Barrick coalition-is
always expanding.
Eureka has been a comparatively
wealthy county for many years, putting its
money into capital improvements (such as
renovating downtown and the Opera
House). Area officials now hope showing
the area off will make up for the laying off
of nearly one-fifth of its population in the
last few years. ''We have an industrial
park," says Carrion, "low taxes, reasonable property and a quality of life that is
something to behold." He hopes the traffic
expected as tourists com~ from the West
Coast to the Olympics in Salt Lake City
next year will help expose the area to potential investors and potential residents
alike. ''We rely on our tourism," he says,
"to help us through our bad parts of the
year." And despite layoffs and fears of
more to come, Eureka feels like a town on
the grow, a town with the character to
weather this or any other storm. "You can
see there's a future here," Carrion explains. ''We want everyone to be able to
enjoy what we have to offer."
In Mineral County, only one mine remains in operation - Kennecott Rawhide,
which has been a major employer in the
community for at least 20 years. Other operations, such as Candelaria, Santa Fe and
the Aurora Partnership have all succumbed
to' the drop in the price of gold. To add insult to injury, the U.S. Army Depot (the
32 Newda Business Journal •

November 1999

county's other major employer) has also
been laying off employees. "Of course
that's not due to the price of gold," says
Bob Weaver, executive director of the
Mineral County Economic Development
Authority. "That's affected by world
peace. Or the lack thereof."
"We're trying to get some non-governmental businesses in here," he says, "so
we're not so dependent [on mining] ." One
way to diversify is to extend the runway at
the local airport to make Mineral County's
industrial park more attractive. Another is
to advertise the beauty and uniqueness of
Walker Lake. "It's one of the better kept
secrets around here," Weaver says. "Home
of the Lahontan cutthroat trout - only
Walker and Pyramid lakes have them. And
here they run up to 7 .5 pounds."
As for state entities, Weaver feels
they've done a good job at helping out
where they can. They've made financing
available, offered good incentive programs and referrals. "I don't know what
else they really could do," he says in reference to bringing industry to the county,
"other than go out and lasso people and
drag them in here."
Carrion would like to see the state do
more in terms of marketing Eureka County
and other rural areas. Hannon agrees. He
says 50 percent of the money granted to the
Commission on Economic Development
(CED) goes to the two urban areas. Forty
percent goes to the remaining 11 rural authorities. "Last year," Hannon says, "we
operated under $80,000 to cover more than
22,000 square miles." Though Hannon

says CED employees do a great job with
what they have, the rural counties could use
more help. '1t's not just money," he says.
"We need technical assistance. We're
looking at different projects, and it's nice to
talk to someone who knows what they are
doing," though he says money is a big thing
too. The fact that Hannon is working on an
eight-year-old computer that's "in constant
threat of falling apart'' seems indicative of
the rural counties' attitudes toward their
economies in general and toward gold in
particular. Though the situation is less than
ideal, no one is ready to give up on an industry known for its surprising comebacks
or a way of life many feel is worth fighting
for. ''We've got a good future," says Harmon. ''We just have to keep plugging away
at it and never say die."

ANew Attitude
ven with such optimism, however,
Nevadans are changing the way they
mine. Gone are the days of wideranging exploration; gone are the momand-pop mines - maybe forever. Nevada
mines have become models of efficiency
and resilience, but they are no longer relying on a hope that the price of gold will
skyrocket again. In fact, Nevada mines
have become so cost-effective that netproceed taxes (based on the difference between revenues and costs) have actually
continued on a slight rise during the slump
as mines continue to cut costs. "Mines are
basing operations on today's prices," say
Fields. "They realize they are going to
have to live with this for awhile."
Overall, Nevada has seen the loss of
several thousand mining jobs, and several
mergers. "When profit margins get
squeezed," Dobra says, "one of the t:hi.o§I
you see is consolidation." With the camtious outlook of mining today, N
counties are continuing to see a
spread loss of economic activity. U.
cautious attitude, which has produced
sures of marginal operations, mergers
the nearly complete end to expl
shows no sign of letting up, partially
cause mining no longer counts on the
evitable tum around. "When you're
20-year low," Dobra says, "odds
things are going to get better. But
don't have to."

E

an a state that built its reputation on
gaming and legalized prostitution
spawn America's next Silicon Valley?

C

One sm:ill but impressive group of pub-

lic and private players from Nevada is confident it can do just that In fact, the group
is so bullish on Nevada's high-tech possibilities that this summer it launched
TechAlliance@New Nevada, a nonprofit
corporation specifically designed to foster
technological and entrepreneurial development. It marks the first time in the state's
history a group will focus exclusively on
luring more high-tech firms to Nevada.
Skeptics may scoff. But the fledgling
group's founders include several highly

respected and well-connected Silicon Valley refugees.
They include Dick Bostdorff, president
of Nevad:i Bf"ll Opl".rntions in Reno, who
once served as president and general manager of Pacific Telesis' San Jose, Calif. region. People who know Bostdorff say his
name belongs on any all-time Silicon Valley Top 100 list of the region's most powerful and influential people.
Teaming up with Bostdorff is another
Silicon Valley transplant, Roy Farrow. The
Carson City attorney and independent
consultant spent more than a decade
working at Wilson Sonsini, the mother of
all Silicon Valley law firms. The high-

powered Palo Alto firm is linked with the
start-ups and initial public offerings
(IPOs) of some of the industry's most recognizable and successful companies, including Cisco Systems Inc., Sun Microsystems Inc. and Apple Computer Inc.
Now with Hale Lane Peek Dennison
Howard and Anderson's Carson City office, Farrow was at Wilson Sonsini from
the late '70s through the early '90s. During those years he rubbed shoulders with
some of high-tech's most recognizable
heavyweights, including Apple founder
Steven Jobs, who was then still sporting a
pony tail and faded jeans.
Other TechAlliance founders include Dr.
Mike Reed, dean of the College of Business Administration at the University of
Nevada, Reno; and Ken Hawk, founder and
president of iGo.com, a former Silicon Valley high-tech firm, soon to go public, that
Hawk relocated to Reno several years ago.
The group will work in conjunction with
the University, state agencies and economic development groups to create programs
and marketing campaigns aimed at luring
more Silicon Valley companies to Northern Nevada, particularly the Lake Tahoe,
Carson City and Reno areas. ''These places
really are an ace in the hole for us since a
lot of Silicon Valley's movers and shakers
already spend a lot of time in the Lake
Tahoe area and are very familiar with the
region," remarked Farrow.
TechAlliance also wants to develop a
state technology center that would utilize
small business development centers already operating in Nevada and expand educational programs and entrepreneurial
classes at the community college and university levels. "We also want to get the
University's business and engineering
schools involved so we can develop better
internship projects for technology-focused firms," says Reed.
Meanwhile, Hawk is overseeing development of the group's Web site, which will
serve in part as an information clearinghouse for high-tech firms considering relocating or expanding their companies to
new markets. The site will include information regarding the area's breathtaking
scenery and abundant outdoor recreational
opportunities. "Nevada has a great story to
tell," Hawk said. "We need to do as much
as we possibly can to get the word out, beNovember 1999 •
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cause the reality of this area is so different
from people's perception or image of it."
TechAlliance plans to raise money from
both the public and private sectors to finance its ventures. It has already applied
for a $300,000 federal grant offered by the
Department of Commerce in an effort to
foster high-tech growth and development
in states where its presence is minimal.
TechAlliance is also selling $2,500 memberships, which a handful of companies
have already purchased. To date, Deloitte
& Touche, Nevada Bell, iGo.com and the
law offices of Hale Lane and Skinner Sutton and Watson have all provided funding
for the group. UNR, meanwhile, has provided in-kind funding.
To date, the state's efforts to foster hightech development have been so scant no
one even knows how many high-tech firms
are doing business here. Since TechAlliance officially took shape in June, the
lieutenant governor's office has begun tabulating that number. ''There are people
from Silicon Valley who have already set
up a business here or have retired here and
are looking for opportunities in terms of
investment. We need to work to get people
together," said Farrow, who estimates several dozen high-tech firms have started up
or relocated to Northern Nevada in the past
few years alone.
One of those is Hawk's iGo.com - formerly 1-800-BATfERIES - which provides
hard-to-find, model-specific accessories
for laptop computers and cellular phones
via the Internet. Since iGo.com set up shop
in Reno two years ago, its employee base
has surged from 24 people to 130 people,
making it the fastest-growing business in
Northern Nevada since it arrived.
Hawk says there were three factors that
attracted him to Reno, and not one involved lower taxes. "It isn't just about operating more cheaply." Indeed, if that were
the case the high-tech industry wouldn't
have flourished in California's Santa
Clara Valley, or in cities such as Boston
and Seattle, where the costs of doing business are extremely high. In Hawk's view,
coming to Northern Nevada reflects the
area's quality of life, stable workforce and
available space to house a growing company. ''The turnover rate in Silicon Valley
is outrageous. Most workers can't afford

terrible. There are a lot of people who
make a lot of money there, but they're not
able to enjoy it."
The median price of a home at the end of
this summer in the Santa Clara region of
California - which includes parts of Silicon
Valley - was $416,260, according to figures compiled by the California Association of Realtors. That compares to a median home price of $135,000 in Carson City
and $145,000 in the Reno-Sparks area.
But as Hawk said, it isn't just about cost.
Brainpower is a crucial component for
high-tech development. And that's an asset
few non-residents would associate with
Nevada, a state that has the highest highschool dropout rate in the country. That statistic irritates Hawk since he believes it's
skewed when you consider the transient nature of Nevada's population. ''There are a
lot of kids who don't graduate because they
move out of state;' he noted.
Still, TechAlliance is hopeful that the
governor's Millennium Scholarship Program - which provides college tuition to
high-school students who maintain a B
average or better - will help boost high
school graduation rates and college enrollment figures. "It sends a strong message
that Nevada's leaders care about education," remarked Hawk, who added the
area should be able to attract highly
skilled and educated workers from other
states as well.
Northern Nevada will be competing with
cities such as Boise, Idaho, Boulder, Colo.
and Sacramento for Silicon Valley's business. While Farrow respects the competition, he isn't intimidated because he sees
the same factors in Northern Nevada that
were present in Silicon Valley during its infancy. They include a growing number of
small niche firms and ready access to capital, which they need to flourish and grow.
Moreover, the region is already home to
a small but growing number of Silicon
Valley veterans. "In the high-tech business
there's a saying you have to catch the
wave. Right now, there's a swell in Northern Nevada and we would love to see that
develop into a wave," Farrow said. "But
our efforts will only bear fruit if both the
new technology community and traditional economic development groups work together and contribute what they can best

to buy a home there. And the congestion is

contribute together!'

IN THE UNITED STATES DISTRICT COURT
FOR THE DISTRICT OF NEVADA
)

MARY FORSYTH, et al.,
Plaintiffs,

)

CV-S-89-00249-DWH (LRL)

)

~

HUMANA INC., et al.,
)
Defendants.
~~~~~~-=:....:..:..:..:.:..:....;,_;_;_;~~
~~ ~ ~ ~ ~ ~ ~ ~ -)

SUMMARY NOTICE OF PROPOSED
SETILEMENT OF CLASS ACTION AND HEARING
TO:
All Employers who paid all or part of their employees' premiums for
health insurance purchased from Humana Health Insurance of Nevada, Inc.
between July 1, 1984 and December 31, 1988, except those who validly
excluded themselves from this Litigation when Notice of this class action
lawsuit was originally provided in February 1990.
NOTICE IS HEREBY GIVEN, pursuant to Rule 23 of the Federal
Rules of Civil Procedure and an order of the Honorable David Hagen, Judge
of the United States District Court for the District of Nevada (''the Court"),
that a hearing will be held in the United States Courthouse, 300 S. Las Vegas
Blvd., Las Vegas, Nevada at 1:30 p.m. on November 30, 1999 to detennine
(1) whether the terms of a proposed settlement of the above-captioned class
action litigation {the "Litigation") are fair, reasonable and adequate; (2)
whether a proposed final judgment dismissing the Litigation on the merits
with prejudice should be entered; (3) whether a proposed Plan of Allocation
of the proceeds of the settlement should be approved; and (4) whether an
application for attorneys' fees and costs by the attorneys who have represented the classes in the Litigation and negotiated the settlement on behalf
of the Class Members should be approved.
The Litigation was originally filed on March 29, 1989. 1\vo classes
were certified in this Litigation: (1) the Premium Payor Class, comprised of
employers who paid all or part of Humana Health Insurance of Nevada. Inc.
insurance premiums for their employees between July 1, 1984 and
December 31, 1988 {the "Employer Premium Payors") and employees who
paid insurance premiums to Humana Health Insurance of Nevada, Inc. for
themselves and/or family members between July 1, 1984 and December 31,
1988 {the "Individual Premium Payors"); and (2) the Co-Payor Class, comprised of individual who received hospital services at Humana Hospital
Sunrise between July 1, 1984 and December 31, 1988 and made co-insurance payments pursuant to their Humana Health Insurance of Nevada, Inc.
insurance plans.
With respect to the Premium Payor Class, the named plaintiffs allege
that Humana Hospital Sunrise {"Sunrise Hospital") allegedly monopolized
the major for-profit acute care hospital market in Clarlc County, Nevada and
that this alleged monopolization resulted in the members of the Premium
Payor Class being overcharged on their insurance premiums. Plaintiffs
allege that defendants' conduct with respect to employers who paid all or
part of Humana insurance premiums violated the Sherman Act {the
"antitrust laws"). Plaintiffs had earlier claimed that other conduct by defendants toward these employers violated the Racketeer Influenced and
Corrupt Organizations Act and certain state laws, but those claims were dismissed by the District Court and the dismissals were affinned by the Court
of Appeals. The District Court recently dismissed the Sherman Act claims,
holding that these claims were barred by the McCarran-Ferguson Act.
Defendants thus contend that these claims have no merit, but have agreed to
settle these claims to forestall any appeal and to avoid the cost of further litigation on the dismissed claims. Neither the settlement nor this Summary
Notice should be read to imply that defendants have violated the law or that
the Premium Payors Class would prevail on any claims.
The parties after ten years of litigation have reached an agreement to
settle all claims in the Litigation, including the claims made on behalf of the
Employer Premium Payors referenced in this Notice. As part of the settlement, defendants have agreed to pay Employer Premium Payors and
Individual Premium Payors a total of $4, 113,800. This represents approximately 3.6% of the total premiums paid during the Class Period. Employer
Premium Payors who submit valid claims will receive a pro rata share based
on the amount of premiums for payments attributable to each employer and
the total amount of premiums for payments attributable to all valid claims

submitted, including the claims of employees who paid premiums.
Class Counsel will petition the Court for approval of attorneys' fees
up to $11.8 million and costs up to $900,000 in costs, such counsel having
litigated this action for ten years without receiving any attorneys' fees and
having advanced all of the costs of the Litigation. This petition will be for
all work by Class Counsel in the case, and not just the work on behalf of the
Premium Payors.
All Employer Premium Payors {and other Class Members) who are
eligible to share in the Settlement Fund must submit a valid Proof of Claim
form to the Settlement Administrator no later than January 31, 2000.
Employer Premium Payors and other Class Members who fail to submit
their Proof of Claim forms by the deadline will forfeit their right to share in
the Settlement Fund but will nevertheless be bound by the judgment, which
will extinguish all claims against the defendants and other entities affiliated
with the defendants that are, among other things, in any way based upon or
related to any of the conduct, facts, or matters alleged in the complaint or in
the Litigation, or arise from. are in furtherance of, are connected with or in
any way relate to or are based upon any aspect of any Class Member's coinsurance payments, premium payments or payments for any hospital services at Sunrise Hospital. A Proof of Claim form is attached to the Settlement
Notice you will receive in the mail or can request as described below.
Any objections to the proposed settlement, the Plan of Allocation,
and/or the application for attorneys' fees, costs, and expenses must be filed
no later than October 29, 1999, in the manner described in the Notice of
Settlement.

nus NOTICE IS ONLY A BRIEF SUMMARY OF THE
TERMS OF fflE SETTLEMENT, BOW THE EMPLOYERS
DESCRIBED IN nus NOTICE MAY SHARE IN THE SETTLEMENT, AND BOW TO OBJECT TO THE TERMS OF THE SETTLE·
MENT. ff you want to receive a more detailed Settlement Notice, please
call the automated toll free request line at 1-877-627-6759, and leave a message with your name and address, and state that you are requesting a
Settlement Notice. A Proof of Claim form can also be obtained by contacting the Forsyth v. Humana web site at www.gilardi.com/forsythvhumana.
Any inquiries you have concerning the settlement should be addressed to
Class Counsel: (1) by calling the toll free number 1-877-683-8331; or
(2) by mail to the addresses of Class Counsel listed below:
J. Randall Jones, Esq.
Will Kemp, Esq.
Harrison, Kemp & Jones, Chartered
600 Bank of America Plaza
300 South Fourth Street
Las Vegas, NV 89101

Doug Cohen
Jones Vargas
3773 Howard Hughes Parkway
Third Aoor South
Las Vegas, NV 89109

Names of employers who are Class Members, the Settlement
Agreement, and Class Counsel's fee and expense records will be available
for inspection at the Jones Vargas firm listed above from 9:00 a.m. to 5:00
p.m., Monday through Friday, until November 30, 1999. Additionally, the
pleadings and all other records in the Litigation, including the Settlement
Agreement, may be examined and copied at any time during regular office
hours in the office of the Clerk of the United States District Court, 300 S.
Las Vegas Blvd., Las Vegas, Nevada.

PLEASE DO Nor WRITE OR CALL THE COURT OR THE
CLERK'S OFFICE FOR INFORMATION.
Dated: August 23, 1999

Deputy Clerk
United States District Court
for the District of Nevada

WHAT IS EDGAR?
At GoPublicCentral.com our primary focus revolves around taking
a company public and guiding it from the private sector to the p~blicly trading market. We also specialize in providin? all ~rading
companies with the support services they need to retam the1r trading status.

com

On January 5, 1999, for investor protection, the Securities & Exchange Commission (The SEC) approved several NASD r~e
changes that affect all domestic companies both listed and applymg
for listing on the NASD's "Over-the-Counter" Bulletin Board,
(OTCBB). This change now requires all domestic companies to be
"fully reporting" with the SEC. Fully Reporting means full_ disclosure to the public. Those companies who are currently trading and
do not become fully reporting will be delisted alphabetically by
symbol during the next year. This process has alre~dy begun. All
companies that wish to begin trading on the Bulletm Board must
first become fully reporting.

and are carefully guarded once issued.
It is essential that the company understand the primary purpose of

"fully reporting," which is full disclosure. Any ~egative informa~o
that is not disclosed about the company and/or its officers can bnn
both civil and criminal charges against them.
What is a CIK?
A CIK is a Central Index Key number. It is the number used to iden1
tify an EDGAR filing agent. It is used in conjunction with the filer'~
CIK Confirmation Code, ("CCC") and password to authenticate thd
company's EDGAR submissions.

A Company becomes Fully Reporting by filing the proper forms
with the SEC and submitting them through the filing system known
as EDGAR.

How can my company obtain a CIK and CCC code?
Unless your company plans to operate on the EDGAR syste~ as a fil1
ing agent in some capacity, there is no need for you to obtam _any o
these codes. As a registered filing agent with the SEC, GoPublicCen
tral.com can file your submissions for you. We are unique in the fa~
that not only do we file for your company but we prepare your formit
as well.

WHAT IS EDGAR?
EDGAR is the acronym for the "Electronic Data Gathering, Analysis
and Retrieval" system. This system has drastically changed the w~y
public companies file reports, securities registrations and ~~er disclosure documents with the Securities & Exchange Comnuss10n.

Here is a standard list of services associated with an EDGAR filing:

What does EDGAR do for the Investor?
It affords full disclosure to the individual on all aspects of the respective company. This includes but is not limited to fiscal year end
and quarterly financial reports, director's and officer's compensation and any partnership agreement or contract that the company
has entered into.

1. Prepare and write your SEC filing
2. Provide printed version for your proofing and approval
3. Convert the approved document to comply with the SEC'~
EDGAR format
4. Create the header data using SEC-approved software
5. Run validation program prior to submission
6. Transmit your filing to the SEC
7. Notify your company upon successful transmission of the 611

In short, EDGAR provides you with detailed information for you,
the investor, to make educated decisions on the stocks you buy and
sell.
What can I look for in an EDGAR filing?
One example is FDS. FDS stands for Financial_ Data Sche~ul:. This
is a new schedule created by the SEC and is found withm the
EDGAR filing submission. It provides certain interim or annual financial statement information at a glance to SEC reviewers and to
the potential investor. The first time that you look at a filing, all of
the information can seem quite overwhelming. However, once you
understand the format in which they are written you will find similarities between the filings and be able to move through the data
more rapidly.

tgMaintain strictest confidentiality prior to public dissemina
tion on the EDGAR system
What are the main benefits of EDGAR?
The first and foremost benefit from EDGAR is that everyone re1
ceives, including Investors and the Stockbroker, the availa~ility ot
specific material information which can be used as the basis for an
individual's investment decision in a company and a stockbroker'
stock recommendations to his clients.
Due to the availability of information through the Internet, includ
ing stock chat rooms and inexpensive communication costs, whiclt
lead to an abundance of broker calls, we can often find ourselves witll
only positive information on a company. It is comforting to kno
that there is a public electronic filing system known as EDGAH
where ALL the FACTS both positive and negative can beany company that is, or has filed to become, " FULLY REnr._.,.
: with the Securities & Exchange Commission.

How can I access EDGAR?
There are many different methods designed to procure information
from the system. Some services are provided free of charge while
others have a fee attached. If you are a securities investor and would
like to access up-to-the-minute information ?~ the most r~cent securities filings available at no charge, please VlSlt our web site,
http://www.gopubliccentral.com, which provides a direct link to the L.................................................................................................................... _
SEC's EDGAR database.
l For further information in taking your company public =

!

HowcanmycompanyfileonEDGAR?
. l
In order to submit filings to the SEC via the EDGAR ~ystem, spe~ial J
codes and passwords are issued by the SEC to _authenticate t~e filing
1
and its originator. These codes are issued to mterested parties only (

GoPublicCentral.com, Inc.
gopubliccentral COffl
•
•
(702)·221 ·2088
.
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• I to 5 Acres for Build to Suit
• Ample Parking

~NSIGHT

~ iEALTY ASSOCIATES

THE SURPRISING
GROWTH OF COLLIERS
INTERNATIONAL
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CORPORATE PROALE
L. Lance Gilman -Ability to
see ahead allows developer
to enjoy mix of business.

51

EXECUTIVE PROFILE
Bob Hamrick - Early start,
love for real estate sue-cessful combination for
brokerage executive.
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Commercial Real Estate
Market Report
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Building Nevada -Sriefs

Cover: Michael Mixer (left) and
Jim StuaJt of Colliers International

iBUSINESS
~OURNAL
S U P P !, .f _M _~

[ ] ntroducinp; Willow Creek Medical-Surgical
Recovery Hospital ... a facility designed exclusively for
the care of patients followmg a medical or surgical
procedure.
Visit today for a tour and
free consultation.
· Most insurances accepted.
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862-4002

4015 S. Mcuod

www.lvwillowcreek.com
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by Kim Pryor

Business is booming for Nevada's top commercial real
estate brokerages and developers. The Howard Hughes
Corporation is boasting a five-percent -vacancy factor in
some of its properties, and brokerages are reporting a
sharp rise in income. Here, Nevada Business J<YUrndl landed information about ownership, clients, sales and sue_....

cess secrets of eight key players in e.ommercial real estate.
. . ·.
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ProLogis Trust - a Colliers International client - devel.oped the Las Vegas Corporat.e Cemer.

BRDllERAGES
Lee &Associates
ee & Associates entered the Nevada
market a decade ago. The company
has 16 offices in California, a branch in
Phoenix and offices in Las Vegas and Reno,
with three or four more branches corning
on line in the next six months. Lee & Associates' clients include Westinghouse, Eastman Kodak, General Warehouse, National
Airlines, Zurich Group US Insurance
Company, Panasonic Corporation, HDR Engineering and TLC Laser Eye Clinic.
Company-wide, Lee & Associates conducted more than 5,000 transactions last
year, amounting to $4 billion dollars in
total sales. This year, Gary Baker, senior
vice president and managing partner of the
Reno office, says the company is ahead of
last year's transaction volume. "This. will
be a record year for the company," he said.
"My estimate is that it's going to be eight
percent larger than last year."
What's the company doing right? According to Baker, retaining some of the top
brokers in the business and staying on top
of technological advances that allow the
firm's brokers to present market knowledge to clients while keeping a finger on

L

the pulse of the industry. Said Baker,
"We're one of the few companies that I
know of in all of Nevada whose property
information system, whether it be industrial or office or commercial, is actually
packaged on a quarterly basis and is used
and acquired by lenders and appraisers."

Grubb & Ellisi
Nevada Commerical Group
n affiliate of Grubb & Ellis, Nevada
Commercial Group opened its Reno
office in December 1996. In its three
years of existence, the company has attracted the attention of some of the top
businesses in the state, with a client list including Bank of America, California Health
Care Foundation, Security Pacific Bank,
Charles Schwaab and Scolari's market.
The company's gross 1998 income of
roughly $2 million reflects Grubb &
Ellis/Nevada Commercial Group's growing
place in the market. For the last several
years, the company's income has increased
by about 50 percent annually, and company president John PiI\juv expects the '99
figures to run a similar course.
"We've been very fortunate," PiI\juv said.
"It's been a good market and we have the
top professionals in the area, so they've
been producing. Our philosophy is that the

A

transaction has to work for both parties
whether we're representing landlord or
tenant or buyer or seller. It's got to be a
win-win situation for everyone. So our philosophy has always been to do a good job
for our clients, to be up front and honest
with them and make sure the transaction
is fair for all parties. n

Colliers Inlernauonal
olliers International's Nevada presence was born in the second half of
1998, after the international brokerage
merged with Las Vegas-based Stuart Mixer
Commercial. The merger attracted new
faces to the company, including some top
brokers in the state. The firm's reputation
has attracted such clients as Sprint, Security Capit.al Industrial Trust (now operating as ProLogis Trust), GE Investments, Mirage Resorts and Ocean Spray, with last
year's earnings topping $200 million in Las
Vegas alone. President Jim Stuart expects
this year's numbers to jump over $300 million for Southern Nevada
"Without a clearly aligned cultural infra.
structure, no business would be successful
in merging," Stuart said. "The best driver of
this relationship has been the matching of
our cultures and our values. Our company
really tried to operate early on as a group
that was committed above all things to our

C
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people, and we created a platform built
around mutual trust and respect with everyone within the company. When your values
are in line with each other it makes the business pieces fall out rather naturally."

DEVELOPERS
American Nevada corp.
ank Greenspun laid the foundation

CB Richard Ellis
major player in the Nevada commercial real estate market since 1981, CB
}\
Richard Ellis conducted more than
$15 billion in investment property sales in
1998, $307 million of that in Nevada
For fear of playing favorites, managing
director John Knott prefers not to name
specific clients, but he said CB Richard
Ellis represents some of the top institutional owners of real estate, lenders and
national and local corporations.
Knott said the company's secret to success is partly an extensive training program, which serves to draw some of the
top professionals in the industry to the
company. Utilizing its considerable global
resources to benefit local clients is another reason CB Richard Ellis has excelled
within the industry, Knott believes.
Because CB Richard Ellis is a large brokerage firm, Knott said, it has "exposure to
many more users who are looking for opportunities. You have the best owners of
properties who look to you as their service
provider and you have access to the best
institutions. For clients who need to have
doors opened within the b ~ g industry,
CB Richard Ellis is the place to come to
have that happen."

H

for the company's success when he
began acquiring property in 1947.
Those initial purchases led to the development of the Greenspun Corporation, which
spawned the formation of American Nevada Corporation in 1974. The company has
developed three master-planned communities: the completed 25,000-home Green Valley; the adjacent Green Valley Ranch, with
3,100 homes completed and another 1,400
pending; and Seven Hills, with 1,300 homes
sold and another 2,000 lots remaining.
ln addition, American Nevada Corporation has developed approximately 1.5 million square feet of office, retail and medical facilities within its master-planned
communities and holds an additional 7.5
million square feet of developable entitlements for commercial property in Green
Valley and Green Valley Ranch. With the
opening of the Southern Nevada beltway
to Green Valley Parkway, the enhanced
transportation pattern will open up additional opportunities.
"The beltway has ripened a lot of our
commercial property for development,"
executive vice president John Kilduff said.
"I think the intersection of Green Valley
Parkway and the beltway is probably one
of the best locations in the valley for development of office and retail properties."

The Green Valley Corporate Center is being developed by American Nevada Corp.
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The Hughes Center

The Howard Hughes corp.
reated to develop the real estate holdings of the late Howard R. Hughes, Jr.,
this Las Vegas developer is one of the
household names in the business. Formed
in 1973 as Summa Corporation, the company acquired its present name in 1994,
two years before being acquired by the
Rouse Company of Columbia, Maryland.
Now an affiliate of Rouse Company, The
Howard Hughes Corporation's major projects include Summerlin, a 22,500-acre
master-planned community in northwest
Las Vegas; Canyons Center at Summerlin,
four multi-tenant buildings totaling more
than 200,000 square feet of Class-A office
space; Hughes Center, a 115-acre, masterplanned, mixed-use business center in
central Las Vegas; and Hughes Airport
Center, a 390-acre master-planned business and industrial park located adjacent
to McCarran International Airport. An additional 170,000-plus square feet of Class-A
space came on line with the opening of
3993 Howard Hughes Parkway in October.
Michael Newman, vice president of
commercial leasing, said the secret to The
Howard Hughes Corporation's success is
due to the company's high quality real estate and its position as a pioneer in Las
Vegas valley development.
"It's hard to beat the combination of good
assets, abundant resources and talented
people," said Newman. "There are a lot of
developers that have had to go out and prelease a significant portion of their properties before they can get them financed, so
our ability to construct out of our own account has been a real benefit to us. We've
been able to introduce speculative product
on the market ahead of a lot of other people, and we've been able to stay just slightly
ahead of the cmve, filling up the buildings
as we go. That's helped us maintain a very
strong position in the market."

C

Wade Developmenl Inc.
ade Development began its Nevada
enterprise in 1992, initially basing
operations in Incline Village, then
moving to Reno in 1995. The company develops master-planned corrununities and
corrunercial space, but, said president and
co-owner Patty Wade, "because of the big
names that we're associated with, like
Amazon.com, UPS and Quebecor Printing,
people know us more for what we're doing
on the industrial side."
Currently, the firm has more than 11,000
acres under development. In March, Amazon.com moved into 700,000 square feet at
Wade Development's 5,000-acre Nevada
Pacific Industrial Park in Fernley. Quebecor Printing, the largest corrunercial
printer in the world, also resides in 410,000
square feet of the park, a $150 million project that became operational in mid-1998.
Other occupants include the 256,000square-foot UPS Logistics and MSC Industrial Supply's 350,000 square feet, which
will be expanded to 1,000,440 square feet
at build out - a $45 million project.
The reason Wade Development has been
able to attract such high profile clients,
Patty Wade believes, is due to the company's full-service philosophy, helping customers with entitlement, pennitting issues
and any other building process challenges.
"We have a good reputation for taking
care of not just our clients _but the corrununities as well," Wade said. "People don't
think of development as being a people business, but it very much is. When you focus on
the entire project instead of just the dollars
involved you tend to do a much better job.

W

ff

DermodyProperties
aving just celebrated its 50th year in
Nevada, the company owns approximately 13 million square feet of commercial space in Reno, about one-third of
the entire industrial market for that city.
Dermody's properties include the 2 million-square-foot Patrick Business Park,
just inside Storey County; the South Meadows Business Park, which will encompass
almost 2 million square feet when finished,
and Sage Point Business Park, which will
encompass 5.3 million square feet.

H

Dermody Devewpment's Nellis Industrial Park
In Las Vegas, the company has developed 2.4 million square feet, including the
450,000-square-foot Nellis Industrial Park
and the Dermody Business Center, which
will encompass 2.1 million square feet
when completed.
Michael Townsend, Dermody's regional
manager for Las Vegas, believes one key to
success in the commercial real estate market is providing top-of-the-line amenities.
For instance, Dermody properties feature
high ceilings, ESFR fire sprinkler systems,

dock levelers and beefed up electrical
power. Those amenities include tailoring
the building to the customer's needs. Last
year, Dermody leased to Office Max a
271,616-square-foot building already in the
preliminary stages of construction. Dermody modified the original plan per Office
Max's request, replacing grade level doors
with dock high doors and working with Office Max on security. "Even though it was a
spec building, said Townsend, "they got
the features they needed to operate." •
ff
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Who's Who in
F
Residential Real Estate

Century 21 MoneyWorld

by Jennifer Rachel Baumer

BROKERS
RE MAX Really Professionals
EIMAX is an international real estate company with offices all over
the world. Among them is Gary and
Lori Canepa's office in Reno, with 58
agents and a 7,400-square-foot facility.
The firm specializes in residential real
estate, although some of the agents also
do commercial and investment real estate. The Canepas' office covers the Reno/
Sparks area, Verdi, north to the state line,
and all the way to Washoe Valley and
Fernley. The Canepas opened the office in
June of 1990 and have been a fund raising
arm for the Children's Miracle Network
ever since. Every agent in the office donates a portion of every commission to
the organization on closing. RE/MAX also
works with the Network's annual telethon
in June, and offers balloon rides at the
Balloon Races in September, with proceeds going to the Network.
There's a satellite on the roof of the office, an unusual addition for a real estate
office, which allows agents to take continuing education courses right in the office.

R

A franchise of Prudential, Prudential
Americana is also in a partnership with
Prudential of California, making it not only
a leader in the Prudential network due to
size, but also landing it among the top five
Prudential offices in the country. The
merger with Prudential of California has
allowed new opportunities in advertising,
as well as putting sales associates at the
brokerage in contact with California buyers looking at the Nevada market.
Prudential Americana is a large company that strongly believes it's gotten where
it is through attitude - the company's associates focus on the client when they do
business. The future includes a bilingual
office opening in an area where many buyers are Hispanic, a segment of the residential real estate market that frequently runs
into language barriers.
The Americana Foundation gives the
company the chance to choose a charity
to support each year, including Habitat
for Humanity.

ounded in 1985 by co-owners Mike
West and Michael Donovan, Century
21 MoneyWorld is the exclusive real
estate broker for AOL Digital City, so buyers looking online by city for real estate in
Las Vegas will automatically be looking at
this Century 21 office's listings.
The company is in its third location as it
grows, and has five offices including one
near Summerlin, and a mega-office in the
Green Valley area Purchases and mergers
have allowed MoneyWorld to grow to approximately 260 agents and staff.
With its numbers up 25 percent over last
year, Century 21 MoneyWorld is still looking to expand, locating offices in growth
areas and growing as the town grows. Currently the brokerage is involved in corporate business, offering benefits packages
for employers to provide employees, keeping them happy in today's tight labor market. The packages are offered both to employees already in state and employees
relocating to Nevada
A committee of individuals from each of
the branches works with the community,
reaching out with assistance to refurbish
homes for low-income households and
adopting a family every Christmas.
MoneyWorld's branches have won Century 21 quality service awards, and out of
5,000 Century 21 offices in the United
States, have ranked in the top 10 in sales
production the last six years

Prudential Americana
rudential Americana is celebrating
its 20th arntlversacy in the Las Vegas
market. The largest real estate broker in Nevada, Prudential Americana has
more than 800 sales agents and staff, and
between opening new offices and merging
others, the broker is up to eight offices in
Las Vegas. A full service agency, the company provides both residential and commercial real estate services.

P
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Col,dwe/1 Banker/Plummer & Associates' offices

Coldwell Ban:ker
Plummer &Associates
oldwell Banker/Plummer & Associates has 71 full-time agents and ranks
consistently in the top 10 percent of
Coldwell Banker companies across the
country in terms of production. Several
times over the years the company has been
awarded Coldwell Banker's President's
Award of Honor or made the chairman's
circle, and Hal Plummer, CRB, GRI, president of Plummer & Associates, believes
the future holds more.
Coldwell Banker/Plummer & Associates is online with three different Web
sites, realtor.com, nevada.com and
coldwellbanker.com. In the last year,
Internet leads have quadrupled from one
to two a month to 10 to 14.
Also new for the company is a concierge
project Similar to the service found in hotels, the service will offer clients lists of
vendors who have been selected and
screened, vendors such as doctors, attorneys and other professionals providing
family and home-type services. The vendor
will provide top-level service, respond to
inquiries quickly, and charge only what he
would charge his best customer.
Ongoing projects include the adoption of
an area school Recently Coldwell Banker/
Plummer & Associates raised over $5,000
for Libby Booth Elementary School, which
Plummer believes is probably in excess of
10 percent of the school's annual budget.
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Model at Pulte Hames' SwJlion Mountain Country Club neighborhood

Steve Petruska, president of the Las Vegas
division, is not to go in determined to be the
biggest. The market share is nice, but
biggest means mostly that Pulte can offer
real value to the customer and focus on
being the best. When you're ordering 20,000
sinks a year, it gives you the advantage of
national contracts and resulting savings.
Despite being a national company, Pulte
operates with a decentralized management style. Each division is autonomous,
which gives division leaders the freedom
to choose their projects, pick a location
and decide what to do, while relying on
the corporate division for management
through capital allocation.
The company employs more than 100
local workers, with the intent of being a
good Nevada employer, and relocated very
few employees to the state. The builder also
prefers to work with one contractor in each
area and forge long-term relationships.

Pulte Homes has a charitable committee
set up to choose where to spend the
$35,000 to $50,000 annually spent locally
on charities such as Ronald MacDonald
House and Child Haven.

J\slOria Homes
storia Homes has been building
homes in Nevada for four years. A
Nevada-based and -owned company,
Astoria is growing in reputation even as it
grows in number of homes built. The company was nominated for four 1999 Homer
Awards from the Southern Nevada Association of Home Builders, in categories for
homes selling under $110,000, for homes in
the 1,200- to 1,400-square-foot range and
for two additional awards. In the past Astoria has won Homer awards for best floor
plan in a certain price range, and won the
1997 Home of the Year award.

A

HOMEBUILDERS
PolleHomes
ulte Homes has been building in
Nevada since 1950. The largest single
family homebuilder in the U.S., Pulte
builds more than 20,000 homes nationally
and is a publicly traded company worth
$3.5 billion and in possession of an unmatched record of profitability. In Las
Vegas since 1992, Pulte has built in excess
of 5,000 homes in the Silver State, with last
year being its biggest so far - 1,070 of the
newest homes in Nevada are Pulte homes.
The company philosophy, according to

P
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The philosophy behind Astoria Hornes is
simple. Build a well-designed, state-of-theart home with critical amenities hornebuyers really want. But what do home buyers
really want? The answer has helped Astoria do away with frills hornebuyers don't
care about, allowing them to pay the least
for the most value and quality. One key to
the builder's success is its in-house architect, who enables Astoria to work directly
and daily on the goals of quality and value.
Astoria is an active part of the conununity. A recent, successful Walk-a-Thon raised
more th¥1 $9,000 for the Juvenile Diabetes
Foundation and on October 23, National
Make a Difference Day, Astmia hosted a
concert in Las Vegas, with all the proceeds
going to a child care facility and Regina Hall,
a home for at risk adolescent girls.

Tiu~ Developers or Nevada, LLC
he Developers of Nevada, LLC is a
company that's fairly new but growing
in Southern Nevada with every year.
This year The Developers of Nevada will
build 590 homes, with $92 million in revenue. The company formed in 1993, and in
1994 won the Southern Nevada Association
of Horne Builders Horne of the Year award.
The Developers of Nevada concentrates
on single-family residences, with the majority of production in detached homes. The
company currently has 13 projects in
process, with more corning online in 2000;
two attached housing neighborhoods are
underway as well. The Developers of Nevada spans the market, from entry-level housing in the low $100,000s to semi-custom
homes of more than 4,000 square feet and
price tags over $300,000. The builder now
offers basement homes to Southern
Nevadans as well, making it one of the few
homebuilders in the Las Vegas market
building basement homes.
The company's mission statement, says
Mark Tomlinson, CEO of The Developers of
Nevada, is to plan and develop distinguished communities with outstanding
homes and guarantee new home buyers the
highest quality and value possible. Along
the way, The Developers of Nevada contributes to an extensive list of charities, including soccer~ little league, football and
•
safe house chruities.
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Michael M'ixer (left) and Jim Stuart

The Rapid Rise of Colliers International in Nevada
Commercial real estate
newcomer Colliers International takes its quest
for market domination
statewide with Reno office
by Art Nadler

ames Stumt is quick to point out
that there are no doors to the offices in his expansive Colliers International commercial real estate complex at Las Vegas'
Howard Hughes Center. There are no
locks on filing cabinets, and if an agent or
broker needs assistance on a project, it's
not unusual for three or four people to
jun1p in and help.
That's not the norm at most competitive
commercial real estate offices around the

J

world, Stuart says, which is why he believes his company has rapidly lisen to be-·
come the market dominator in Southern
Nevada within five sho1t years.
Colliers International, a global real estate fu111 with 4,900 employees in some 245
offices spanning 51 countlies, first began
talking to Stumt and his pmtner, Mike
Mixer, in 1997 and soon thereafter inked a
merger deal. The duo had formed Stuart
Mixer Commercial in 1994 and quickly became a major player in the selling, leasing
Nol'cmbcr 1999 •
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''We have a no-explanation-needed policy if [an employee hasJ to leave work for
a family matter. We realize the company is here because of the people."
-JAMES STUART

and management of commercial properties throughout Clark County. "We will do
nearly $300 million in brokerage work this
year," Stuart says without blinking an eye.
Boosting its Nevada presence, Colliers International opened a Reno branch in August; within 45 days, the brokerage was the
largest in the city.

positive move. He perceives CB Richard
Ellis as more structured than Colliers, but
feels they both do an excellent job, and he
has had only good experiences calling on
their listings. "I know I will always get
straight information from both," Mack
says. "I think the town could use some
more big firms, like Grubb & Ellis."

Colliers takes on
market leader

Secrets behind
the success

he Reno branch of Colliers suddenly
took root after several agents from a
competing firm, CB Richard Ellis, approached Colliers to open an office. CB
Richard Ellis had been the dominant force
in Clark County and Reno since 1981 - the
undisputed heavyweight commercial real
estate champion - until Colliers stepped
into the ring and successfully knocked the
wind out of them.
"Once again we will be a force in the
Reno market," predicts Jolm Knott, who
took over in September as CB Richard Ellis'
new managing ffirec"tor m Las ~v'egas. "CB
Richard Ellis is the largest real estate
provider in the world. [Locally], we did
more than $300 million in transactions in
1998 and are expected to do $400 million by
the end of 1999." Knott cameto CB Richard
Ellis from Sullivan & Knott, where he was a
partner. He doesn't see Colliers as "having
any change on the market" in Las Vegas,
and downplays the company's presence.
"Colliers is an umbrella," Knott says. "Firms
pay a fee to be under its umbrella. They do
a good job, but we are the largest retail
company and largest industrial company."
But Charlie Mack of Mack Realty, a locally owned boutique commercial real estate firm that has been doing business in
Clark County since 1974, sees Colliers as a
formidable force in Southern Nevada.
"They are attracting a lot of brokers who
used to work at CB," Mack observes. "Colliers has a higher market share of closed
transactions. Their presence has increased
the level of professionalism in the market."
Mack says CB Richard Ellis has had
some management problems in the past,
but he sees Knott coming on board as a

tuart says he and his partner have
been able to grow their company and
keep good agents and brokers because they promote family relationships as
being the most important aspects of employees' lives. "We have a no-explanationneeded policy if you have to leave work for
a family matter," Stuart says. "We realize the
company is here because of the people."
As an added incentive, Stuart says all
the brokers and their spouses are flown to
Hawaii every year for a vacation at the
company's expense. Routinely, he adds,
me company spbnsors happy hours ana.
picnics to keep morale high. "The internal
views of the company are much different
than at other agencies," Stuart says. "We
use terms such as 'family' and 'respect.'"
Stuart says Colliers has been able to retain clients because the company's brokers
emphasize long-term relationships. The
company not only sells, leases or manages
property for a client; it provides input for
planning a client's business strategy, and
helps manage and dispose of assets. "We
want to be part of growing a client's business," Stuart says. "It's almost like being a
virtual employee. n
Stuart acknowledges that being the dominant force in Las Vegas has its pressures.
To stay on top, he says one has to continuously invest in new technology and research and address the changing needs of
clients on a daily basis. "CB Richard Ellis is
a fine company, and they have great people," Stuart says. "It's not that we are better.
We are different." Stuart feels because Colliers is not a public company, it doesn't
have to worry about the bottom line and always show a profit for shareholders, like

T
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CB Richard Ellis. He says Colliers is able to
think long-term for its clients.
Knott disagrees. He asserts Colliers
doesn't have the resources of CB Richard
Ellis, and that's the most important ele. ment in serving a client well. As evidence
of his brokerage's capacity to effectively
handle property owners' needs, Knott offers a client list that includes some of the
largest companies in Southern Nevada. He
adds that CB Richard Ellis' brokers are
selling and leasing properties in some of
Las Vegas' most exclusive areas, such as
Green Valley and the Golden Triangle in
North Las Vegas.
"It won't make any difference to how we
operate now that Colliers is here," Knott
says, touting his company's clout. "Maybe
some boutique firms will react, but not us."
Such assurance may come from CB
Richard Ellis' strong history in Nevadl!- It
was the first national commercial real estate brokerage house to open an office in
Las Vegas. It also offers its clients the resources that accompany nearly 10,000 employees ana. 230 omces m 32 coun
CB Richard Ellis was formed in
when CB Commercial, which was fi
in 1906, acquired REI Limited This ~
ny was formed around 1773. The
company had 30,411 sale and
arrangements in 1998, which rep,res••
approximately $42 billion. CB
Ellis also did $15 billion of inv;
square feet of property and corponlll!l
cilities under management.
Colliers of Nevada negotiated more
$234 million in leases and sales
. tions ending in 1998. Colliers Internal••
generated more than $678 million in
enues and in excess of $20 billion in
for 1998. The company currently has
million square feet of property under
agement worldwide.
"Both companies are really proti
al, n Mack says of their tremendous .
cess. "They both have good demograj[lmllll!loi
They have been fortunate because
have been able to ride the [bullish re3I
tate] wave, but they have also had
management. n

Building Nevada
CORPORATE PROFILE

L. Lance Gilman
Ability to see ahead
allows developer to
enjoy mix of business
BY

Diane Glazma111 :

Gilman's career is a

road map of being in the
right place at the right

time and always slightly
ahead of the curve.

"I believe I've been
given the gift of being

able to foresee trends."

I orthern Nevada comI mercial real estate
developer L. Lance
Gilman is in hog heaven.
Literally. With two HarleyDavidson dealerships, the
successful South Meadows
development and the
Tahoe-Reno Industrial Park
projecting record numbers
for industrial development,
Gilman is proof that you
can do what you love and
the money will follow.
Gilman's career is a road
map of being in the right
place at the right time and
always slightly ahead of the
cUIVe. "I think it's a feel for trends and trying to be
ahead of [them] and not behind," Gilman asserts of
his formula for success. "fve always believed that
we're given special gifts ... we all have strengths
and weaknesses. I think fve been given the gift of
being able to foresee trends."
As the son of an undercover immigration officer based in San Diego, Calif., Gilman spent a lot
of his early years traveling the western border.
"By the time I graduated high school, fd attended 12 schools and lived in 25 houses," he said.
Eventually, he moved back to San Diego to pursue an education at California Western Law
School. He never finished his degree. Instead, he
saw opportunity presented to hjm by Eli Wallach,
then head of Capitol Records. "I had the western
region for artist development and promotion. I
had the Beatles and Rod Stewart during those
years, and a lot of those nice acts," he said.
"I had been a musician and played a lot of rock
and roll music as a kid all through high school
and college. I traveled with a lot of the acts. We

N

were the house band for a lot of the major clubs
- Cinnamon Cinders, the Rendevous Ballroom
and Rob Roy. We were the house band for Jukebox Saturday Night at UCA," he reminisced,
adding that through mutual friends, he met Eli
Wallach at a time when Capitol was interested in
promoting new acts in different parts of the
country. "I learned a lot about marketing and advertising and promotion, and of course, that's
helped me for a whole lifetime," he concluded.
After he left the music industry, Gilman started the San Diego Boat Mart, a very profitable marine recreation business. Watching trends,
Gilman liquidated the marine business in the
early '80s and moved into real estate just as San
Diego's housing market exploded.
Fourteen years ago, Gilman moved to Reno
with many successful developments under his
belt. His instinct for trends paid off again, encouraging him to leave San Diego for the more
lucrative pastures of Northern Nevada. After obtaining his Nevada real estate license and >
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''We kicked the [Tahoe-Reno
Industrial CenterJ offfor
sales this year and in the
first six months, we sold
more than a thousand
acres to industrial users.
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working as a broker for several projects,
he found the Double Diamond Ranch property. When it became available for development, he enticed his partners, the fatherand-son team of Don and Roger Norman,
to leave San Diego and form the South
Meadows Partnership. "Lockheed was our
first client and they located in the park in
October of 1993. So from January 1 of '89
to October of '93, we processed the ranch
... and we ended up with a _piece of prop-

erty that was absolutely beautiful," he said.
As work came to a close on that property, Gilman said, the 102,000-acre Asamera
Ranch became available. Located seven
miles outside of Sparks, the property - renamed Tahoe-Reno lndusttial Center boasts some unique characreristics that
make it attractive to industrial companies,
such as being one of only four sites in the
United States served by the three major
railroad lines. "We kicked the park off for
sales this year and in the first six months,
we sold more than a thousand acres to industrial users. More than a million square
feet are under construction out there
today," Gilman said.
However, even with his success in real
estate development, a part of Gilman wasn't satisfied. "I really made my career in
real estate · development and brokerage
and spec building," he said, but added that
he missed the retail business. A lifelong
love of motorcycles led him to HarleyDavidson. Noting a two-year wait to purchase a new motorcycle and a three-month
wait for parts he needed for.a, bike he was
rebuilding, Gilman found an opportunity to
marry his love of retail, motorcycles and
business. And, of course, there was
Gilman's knack for perfect timing.
"I was in the process of opening an aftermarket store in town. I was going to do all
the clones because you couldn't have a
[Harley-Davidson] franchise. On the day I
was to sign the lease for the store, a friend
of mine came by and said, 'Hey, I read in
USA Today that Harley has a store available
in Carson City," Gilman recalled. He called
Harley-Davidson on the final day available
to apply for the Carson City shop. "There
were 300 applications for the dealership. I
made the submittal, and it took about a
year, but, by golly, we ended up with it."
The Carson store opened a year ago in
August, complete with a wedding chapel
His enthusiasm for the dealership is evident as he talks about not only opening the
Carson shop, but also a bolj.tique shop in
Harrah's Casino at Lake Tahoe. The
Harley-Davidson enterprise is a family affair, with three of Gilman's four children
working in various capacities. "I call it the
world's greatest Halloween Party ... everybody enjoys his or her alter ego," Gilman
states. But perhaps none enjoy it as much
as Gilman himself.
•
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Bob Hamrick
Early start, love for real estate prove
successful combination for brokerage executive
BY

Tony IIJia

"The Coldwell Banker
approach is more quality
oriented as opposed
to quantity driven. I
believe in an open-door
policy for agents."

ife in residential real estate began early for
Bob Hamrick. "I actually obtained my real
estate license while I was still in high
school,• Hamrick remembered. "I started brokering as soon as I graduated.• Twenty-one years
later, Hamrick is the president and CEO of Coldwell Banker Premier Realty, one of Nevada's
largest and oldest residential brokerages. Last
year, the company handled $450
million of transactions,
closing sales on more
than 3,000 homes.
Hamrick oversees
130 licensed sales
associates in two
Las Vegas offices.
"When I was
growing up in the
small town of
Multree, Ga,
the gentleman
who ran the
local real estate
firm was one of
the most respected men in town,• recalls Hamrick. "He
played a big part
inmy

L

getting into the business.• It is a business he
shares with his wife, Molly, who acts the brokerage's CFO. Married for five years, the couple has
three daughters. Despite his hectic work schedule and innumerable responsibilities, Hamrick always has time for his family. He exudes a southern sensibility and easy chann that is infectious.
Far from shoWY, he occupies a small office that is
no larger than those of his employees. Its walls
are covered with pictures of his wife and kids. On
his desk is a book entitled Don't Worry - Make
Money. "This book has had an anchoring effect
upon me,• said Hamrick. "It teaches you to stay
focused on the most important things, and not let
little things get in the way.•
Perhaps it is that philosophy that has made
Coldwell Banker Premier Realty the number-one
grossing Coldwell Banker franchise in Nevada
The company currently averages 200 new and
used home sales per month. Founded in 1906,
Coldwell Banker has more than 2,400 offices and
58,000 sales and support professionals nationwide. In additionJ the firm has a widely recognized and respected name and an exhaustive network of referrals. One of every nine residential
sales in America involves a Coldwell Banker
sales associate. "The Coldwell Banker approach
is more quality oriented as opposed to quantity
driven," said Hamrick. "I believe in an open-door
policy for agents.• Previously, he served as office
manager of Americana Group, Realtors from
1988 to 1995. Last March, Hamrick acquired
Coldwell Banker Premier Realty - at roughly the
same time his wife gave birth to twin girls.
Things have been a whirlwind ever since. Yet remarkably, Hamrick appears calm, relaxed and
poised at the center of his storm. "Never let them
see you sweat,• he says with a beguiling smile.
Despite working in the industry since he was
a teenager, Hamrick's enthusiasm appears undiminished. "Taking an individual agent and providing him or her with the tools and education
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"More than anything el,se,
I look for people's ability
to commit themselves to
this industry and their
openness to new ideas. "
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needed to be successful is very rewarding," Hamrick said. "Exposing people to
new ideas and watching them grow to
take it to the next level is the ultimate
gratification.".And while talk about overbuilding in Southern Nevada circulates,
Hamrick feels the region is in the midst of
a thriving residential market. "The overall
picture for Las Vegas continues to be
strong," he asserted. "The biggest challenge remains being competitive."
Part of that competitive edge means
carefully selecting and training agents.
"More than anything else, I look for people's ability to commit themselves to this
industry and their openness to new ideas,"
said Hamrick. "The tough part is finding
those people." Apparently they have found
some of them. In 1995, the brokerage's
sales associates closed a record 13,244
sales valued at more $1.7 billion, ranking
the company as number one in the 15state, 500-office Coldwell Banker Western
Region. "This industry is lacking in education," believes Hamrick. As a result, his
firm offers all of its agents a variety of
classes to help them perfect their tools and
techniques. Ultimately, the company has a
quality growth approach. In short, it wants
to attract long-term agents who are interested in the business. Not an easy order to
fill considering Hamrick's own enduring
passion for the business.
Regardless, Coldwell Banker Premier
Realty shows no signs of slowing down. In
fact, the company looks to further expand
"In the future, I see us growing and continuing to perfect our system," said Hamrick
Clearly, it is a system that has already
spelled success for both its president and
its agents. "Real estate is what I eajoy the
most," he said. Indeed, it shows.
•
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NEWS BRIEF
Roche Constructors awarded
school contract
oche Constructors, Inc. was awarded
the contract to construct the 60,000square-foot William K Moore Elementary
School in Las Vegas. The $7 million facility
represents the fourth contract the Clark
County School District has awarded Roche
in the past three years; the others include
the $27.3 million Foothill High School, the
$18.4 million Lied Middle School and the
$15.7 million Charles I. West Middle School

R

Crisci Custom Builders
completes two projects
risci Custom Builders recently finished a renovation of the former Traffic & Family Court holding cells, located at
304 West Carson Avenue, into the central
office switch facility for Pac-West Telecomm, Inc. The 13,400-square-foot facility
is Pac-West's first in Nevada. Crisci also
completed construction on Bank of America's newest branch in Las Vegas, a 4,500square-foot building located at 8550 West
Cheyenne Avenue.

C

Financing secured for Park Towers
ark Towers at Hughes Center secured
construction financing for the $125
million, 20-story, twin-tower residential
condommium neighborhood. Societe Generale, a Paris, France-based financial institution, is funding construction of the 84llllit luxury commllllity. Societe Generale is

P

joined the venture by the Bank of Nova
Scotia, based in Toronto, Can. Vertical construction on the commllllity, whose co-developers include Irwin Molasky and Mirage
Resorts chair Steve Wynn, has commenced, and occupancy is projected for
the fourth quarter of 2000.
Interstate 15

Walters Golf eyes Strip land
for development
as Vegas-based Walters Golf acquired
140 acres of prrrperty adjacent fl:>
Mandal.ay Bay Resort & Casirw. Cam- f
pany executives say they plan fl:> use :
the land fl:> create a 7, 040-yard, par-72
golf course designed fl:> camplement /
the tropical theme at Mandal.ay /
Bay. Scottsdale golf course ar- .,"'
chitects Lee Schmidt and
Brian Curley are designing
the currently unnamed
course, which will inclu.de
an island green, numer- '
ous water features, tropical landscaping, beach
sand and volcanic outcroppings.

L

J
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"The ideal OFFICE exists.
So does the ideal TENANT.
Our job is to put them together."

Clark & Sullivan finish Strip
construction contracts

C

lark & Sullivan Constructors completed work on two Las Vegas Strip
projects. The contractor remodeled a
16, 780-square-foot steakhouse into the
WCW Nitro Grill at the Excalibur Casino/Hotel, replete with a new bar, gift shop,
four dining areas and a 300-square-foot retail store. Clark & Sullivan also futished
Canyon Ranch Enterprises' 65,000-squarefoot, $8 million Canyon Ranch SpaClub,
located within The Venetian.

Las Vegas-based engineering
firm acquires Cella Barr
tantec Consulting Inc., a Las Vegasbased engineering firm, acquired Tucson-based Cella Barr Associates, Inc., which
has offices in Phoenix, Sacramento and Las
Vegas. The acquisition adds about 200 people to Stantec's operations, pushing the
company's regional staff numbers over 500.

S

Harris Consulting designs
systems for Shade Tree
arris Consulting Engineers is providing mechanical and electrical engineering design work for the $5 million
:ShaCle nee ::Shelter m Las Vegas ( renaenng
beww). Perini will serve as contractor on
the project, which includes a three-story,
38,000-square-foot facility designed to
house more than 360 women and children.

H
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Take a burgeoning city, exploding
with commerce and an increasingly complex real estate market.Add that with a pair of office brokers who, together, total
over 35 years of experience.
What do you get? A perfect
match.
That's what the Office Division
at Colliers is all about: finding
the perfect match. Because no
matter how much perfect office
space is out there, and no matter how many perfect tenants
are out there, you're nowhere
unless you know how to find
them.

-

If you need office space, we can
find it. If you own office space,
we can fill it.And although it's
really not as simple as it sounds,
we like to think we make it look
that way. Call us for our Office
Division brochure today.

(702)735-5700
3960 Howard Hughes Parkway, Suite 150
Las Vegas, Nevada 89109
www. lvcol/iers. com

WE INVITE YOU TO CALL FOR OUR REFERENCES.

SNWA offering water bill
credits for conversions
n an effort to boost water conserving
xeriscape landscaping designs, the
Southern Nevada Water Authority is paying
commercial customers to convert traditional grass lawns to water efficient plants.
Multi-family properties and other businesses participating in the Southern Nevada
Xeriscape Program (SNX) will receive a
one-time, 25-cents-per-square-foot credit
on their water bill once enrolled in the program. The maximum credit is $15,000

I

>
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for 60,000 square feet converted. But water
authority officials say the financial benefits
extend beyond the credit, yielding overall
lower water bills for customers with lowwater-use vegetation.

Roel begins tenant
improvement projects
D oel Construction began tenant

im-

.1 \iprovements on the 24 Hour Fitness facility located at McCarran Airport. The
13,000-square-foot project is scheduled for
completion in December. Work is also progressing on Roel's tenant improvement
construction for Phase I of Qualcomm's
Las Vegas facility. The project consists of
15,000 square feet of office space and a
10,000-square-foot computer room. The
Qualcomm project is also slated for completion next month.

Carson completes public
works projects

Turnberry Place pours foundation for first tower
urnberry Place, a $600 million high-rise
luxury residential community in Las
Vegas, recently laid the foundation for its
first 38-story tower. A concrete site was
built on-site to accommodate the pour,
which required 8,000 cubic yards of concrete, or the equivalent of 800 truckloads.

T

Turnberry Place spans 15 acres and will include four 38-story towers and a 60,000square-foot private club when complete.
Construction on the first tower, which is 80
percent sold, is slated for completion late
next year. Sales on tower two began in October, 12 months ahead of schedule.

arson Construction Management Inc.
recently finished the new office building for the Clark County Regional Transportation Commission and Regional Flood
Control District. The $12 million project
sits on two acres and comprises three stories and 78,000 square feet. Carson also
completed work on four schools for the
Clark County School District: Horizon High
School North and South, the Bonanza High
School addition and renovations at Rancho
High School.

C

Koll begins second phase of
business center
oll Development Co. commenced
Phase II development of Koll Business
Center, a $50 million, 625,000-square-foot
spec industrial park in the southwest Las
Vegas Valley at Valley View Boulevard and
Post Road. The 40-acre center is being built
in four phases encompassing eight Class A,
multi-tenant buildings for showroom,
warehouse, distribution and light manufacturing uses. Koll began the 150,000-squarefoot second phase after leasing more than
90 percent of the industrial park's first
phase since January of this year.
•
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Jaguar-Porsche of Las Vegas breaks ground
rphe five-star Ritz Carlton, Laguna Niguel, Howl in California provides the inspiration

1 behind the design of a planned Jaguar-Porsche of Las Vegas dealership to be locat,ed
on 4 ~ acres at 7200 West Sahara Avenue. The facili ty, designed by Richard Youngblood,
AIA, of Bergman, Walls and Youngblood, Ltd., will feature 38,000 sg:uare feet of space, a
palm tree-lined entry drive with a landscaped center fountain, a 28-foot cathedral ceiling
with wooden butresses, chandeliers and 14 service bay lifts. Hotel-like touches will include a uniformed doorman, valet parking and a concierge desk.

LIFESTYLES

Museums
Enriching Nevada's
diverse cultural side

REVIEWED BY KATHLEEN FOLEY

Clark Countv Heritage
Museum
Las Vegas

702-455-7955

lark County Heritage Museum at
1830 South Boulder Highway provides a chance to explore the rich and colorful history of Southern Nevada from
prehistoric times to the near present. The
8,000-square-foot exhibit center contains
displays of old mining and farming equipment, an early Las Vegas tent house and a
section devoted to gaming history. The exhibit hall also plays host throughout the
year to temporary and traveling displays
from around the country.
The 25-acre museum complex contains
many structures rescued from ghost towns
and the wrecker's ball. Its ghost town features a miner's cabin, jail, general store and
other unrestored old buildings. Rusted mining equipment and old vehicles provide an
authentic look. A restored railroad station
stands next to a Union Pacific steam engine
and several train cars. Heritage Street is a
unique collection of historic homes restored
to show what life was like in Southern
Nevada from 1905 to the 1940s. These
houses give visitors a chance to imagine
how families lived in the days before air
conditioning, television and microwave
ovens. Kids will enjoy the old newspaper
print shop, complete with authentic press
machinery. The museum is open seven days
a week from 9:00 a.m. to 4:30 p.m.

C

Because the Washoe County School District does not employ visual art educators in the elementary
grades, the Nevada Museum of Art education staff in partnership with public school teachers, has
developed Art Odyssey. The program integrates art into the curriculum through multidisciplinary
lessons in social studies, science, language arts and math while teaching art criticism and studio
technique. Here, students learn the principles of basket making based on a selection ofNative American baskets from the NMA 's permanent collection.

Nevada Museum ol Ari
Reno

775-329-3333

he Nevada Museum of Art, the only
accredited collecting art museum in
the state of Nevada, is located at 160 West
Liberty Street, just blocks from Reno's
downtown casino district. Founded as the
Nevada Art Gallery in 1931, it now houses
a permanent collection of over 1,200
works of art th~t has become a unique
artistic and cultural resource for the state,
with an overall emphasis on themes of the
environment and the West. Gallery space
measures 6,500 square feet and is divided
into four galleries with moveable walls.
The museum's programs include a handson education gallery, docent-guided tours,
museum school classes for adults and children, lectures and film series.
Tb.rough December 5 the museum is featuring an exhibit entitled "American Traditions: A Juried Exhibition by the Great
Basin Basketmakers," highlighting the ongoing tradition of basket-making and fiber
art in Nevada. Exhibit-related programs include demonstrations of basket-making as
well as classes and workshops in fiber arts.
Also on display is ''The Altered Landscape: Selections from the Carol Franc
Buck Collection," a selection of more than
70 photographs from throughout the Great
Basin that emphasize how the land has
been transformed over time.
The museum is open Tuesday, Wednesday and Friday from 10 a.m. to 4 p.m.,
Thursday from 10:00 a.m. to 7:00 p.m.
and 12:00 p.m. to 4:00 p.m. on weekends.

T

Las Vegas Ari Museum
702-360-8000

Las Vegas

Uounded in 1950, Nevada's largest art

J.---, museum is housed in the Sahara West
Library and Fine Arts Museum, a spectacular $20 million, state-of-the-art facility
containing 30,000 square feet of exhibition space. LVAM emphasizes the exhibition of contemporary art, stressing art after
post-modernism. The museum both originates exhibitions and hosts traveling
shows featuring a wide variety of art from
around the world.
Through November 14, it is hosting an
exhibition of works by the Russian-born
20th century master Marc Chagall, including 30 oil paintings purchased directly from the Chagall estate by collector
David Rogath. The museum already has
two pain tings by Salvador Dali, and
LVAM has reportedly made arrangements
to bring a collection of Dali works to the
museum in the spring.
The museum's goal is to "lead the
Southern Nevada community toward a
distinguished future as an important center for the fine arts in the 21st century,"
according to curator Dr. James Mann.
One way it works toward this goal is to
seek out and exhibit emerging regional
artists. Another is to foster the visual arts
through museum workshop classes for all
ages as well as an outreach program for
public schools.
The museum is open Tuesday through
Saturday from 10:00 a.m. to 5:00 p.m. and
Sunday from 1:00 p.m. to 5:00 p.m. •
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Do the Republicans have Neva,da's

next available Senate seat locked up?

I
I

t's arguably the most important
race on next year's statewide

election ballot. Why, then, are
many experts calling the race to
replace retiring Sen. Richard
Bryan over before it even begins?

BY

Michael Sullivan

P

olitics being what it is, no contest is
ever really over until the last vote is
counted. But John Ensign, the only announced Republican seeking Bryan's seat,
is now firmly in the driver's seat after the
top Democratic contender, Frankie Sue
Del Papa, announced last month her withdrawal from the race.
Attorney General Del Papa succumbed
to an overwhelming lack of funds and a
less than enthusiastic reception to her
campaign efforts from top Democrats.
Why would top party members not
want to see her do well? In all her years of
campaigning in Nevada she had never
spent much time helping other Democratic candidates. In 1998 she even hosted a
reception for a person running against one
of Senate Minority Leader Dina Titus'
hand-picked candidates.
During Del ·Papa's own re-election last
year, several key Democrats all but publicly announced their support for Republican Scott Scherer. These things, combined
with the cool reception she received from
organized labor, eventually brought about
her withdraw!.
In addition to all this, she also appeared
to be losing support from Nevada's senior
senator, Harry Reid. Sensing Del Papa's
campaign wasn't raising the kind of
money it needed to beat Ensign, Reid
began weighing his options and looking at
possible replacements.
58 Newda Business Journal •
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The last straw was when Reid's office
helped attorney Ed Bernstein set up meetings in Washington with key senators to discuss his own bid for the seat. While Reid's
people deny they did anything other than
fulfill a request from a prominent citizen,
pundits took it as a definite sign the senator's support for Del Papa was waning.
With the departure of the attorney general, Bernstein is now the leading candidate to take her place. While he's certainly not Reid's ideal choice (he spent a great
deal of time trying to find a top-notch female Democrat), he does have his own
money and appears to be willing to spend
a bit of it on his election.
The successful campaign of Oscar
Goodman as mayor of Las Vegas also bolstered Bernstein's confidence. If the electorate is willing to forget Goodman's past,
then perhaps th~ personal injury attorney's
own baggage won't weight him down.
For his part, Ensign is not likely to give
Bernstein the kind of free ride Goodman received from his opponents. A couple of past
legal cases, one in which Bernstein represented a group of investors in a legalized
house of prostitution, have already mysteriously surfaced and been leaked to the press.
. Bernstein will certainly take a page from
Goodman's playbook, however, and get out
early defining himself before his Republican opponents attempt to tarnish him.
Whatever happens, Ensign is clearly the
oddsmakers' favorite and the Democrats
will need a flawless performance to keep
the seat in their hands.

W

HILE IT MAY ONLY BE a Southern
Nevada issue, the rumblings over
plans to deconsolidate the Metropolitan
Police Department in Las Vegas can be
heard from Jackpot to Laugh,lin.
Members of the Las Vegas City Council
swear they were only researching the idea
as a possible way to save money and pro-

vide better service to their constituents.
However, Metro and its vast cadre of sup~
porters have circled the wagons and are
threatening to ruin careers if the idea
moves ahead.
Both sides seem to have some justifiable
motives. Under Sheriff Jerry Keller's leadership, crime is down in most categories
and an audit commissioned by the city a
few years ago shows Metro is one of the
best-run police organizations in the country.
City officials claim they need and deserve more accountability for the dollars
they spend on Metro. They want to ensure
the money they spend is going to protecting
city residents only, and not those who live
in the unincorporated parts of the county.
Most insiders have boiled the whole
issue down to a personality dispute between Keller and Councilman Michael
McDonald. There's certainly no love lost
between the two (the dispute started during McDonald's 1995 campaign and has
continued to simmer for years). But both
d~ny this issue arose out of their animosity, and recently sat down with each other
to air out their differences.
Fingers have also been pointed at
newly-el~cted Mayor Oscar Goodman,
who directed city staff to do a study of
spending in all departments, including
Metro. While Goodman admits he wants
to look at the city's spending on public
safety, he vehemently denies having the
break-up of Metro as an ulterior motive.
It's doubtful the rest of the City Council
will ever move to break up Metro now that
the police department and its supporters
have swung into full action (the police officers' union put on a large rally and
promised to do even more to stop deconsolidation). However, the bad feelings left
over from this issue might affect all those
•
involved for years to come.

Mike Sullivan runs Paladin Advertising, a
Las Vegas government affairs and political consulting firm.

Publication outlines ,political
history ol elections in Nevada
ovember generally brings

N

thoughts of elections and can

be a busy month for the Elections
division of the Secretary of State's
office. During the years that I have
served as Nevada's 15th Secretary
of State, I have initiated changes
that have become part of our election process. The political history
of elections can be found in a
book entitled Political History of
Nevada published

by the Secretary
of State's office
for 85 years.

a, SECRETARY OF STATE Dean Heller

T

he first edition was issued in 1910, by
Secretary of State William Douglass, the
same year in which a system of nominating
candidates through direct primary elections
was used for the first time in Nevada. After
a 30-year hiatus, the title reappeared in
1940 under the direction of Secretary of
State Malcolm McEachin, who offered the
pamphlet "to the public in the hope that it
will be fully justified by its value to those
who have an interest in its contents." In
1996, six years after the Ninth Edition, I issued the Tenth Edition of the book, which
represents the first significant revision of

earlier works, to make it more useful and
entertaining to the reader. The cover was
also updated with artwork of the Capitol
Building by Thelma Calhoun.
The book starts with the first movement
of settlers into the territory and chronicles
the political efforts to persuade the government in Washington, with Lincoln as
the president, to approve Nevada as a
state. Nevada became the 36th state with
less than the population required for statehood. The state was designated "Battle
Born State" in recognition of its Civil War
importance. Nevada was admitted to the
Union on October 31, 1864, although our
elected officials did not enter into their duties until the first state legislature met on
December 12, 1864. The book then describes the legislative sessions and problems encountered until 1867 when the
final limits of the state boundaries were
established. The political history is filled
with facts, figures, charts and tables listing the office candidates; showing political districting; and naming senators, legislatures and assemblymen from the first
elected official.
In 1861, when Congress passed "An
Act to Organize the Territory of Nevada,"
Orion Clemens of Iowa was commissioned as the Territorial Secretary of
Nevada, and subsequently was elected as
the first Secretary of State in 1864. The
secretary of territory was to "record and
preserve all the laws and proceedings of
the legislative assembly, all the acts and
proceedings of the governor and to transmit copies of the laws and execute proceedings to the President and Congress."
Since 1891, official ballots were required to be printed on paper provided by
the Secretary of State. In 1909, the legislature added a primary election law that
adopted provisions for the ballots for each
party to be on different colored paper designated by the Secretary of State. The legislation provided direction as to the size,
type, wording and style, including specif-

ic instructional wording on the ballot.
Election law first addressing the use of
voting machines was approved in 1951,
and the Secretary of State was given the
sole authority to approve voting machines.
Over the past 10 decades the process
moved away from paper ballots toward
mechanical systems to our present technology, which in 1995 adopted provisions
authorizing and regulating computerized
voting systems.
Of interest, Nevada is the only state to
have enacted into its election law the option of voting for "none of these candidates." Nevada is also one of only 12
states which permits the recall of public
officers via a special election called by the
will of people. For many years, this
process remained little used in Nevada In
recent years, however, numerous recall
petitions have been circulated. In one recall, my office was required to verify the
signatures of nearly 8,000 recall petitions.
The results proved the validity of the statistical methods used to reach the early result with the total verification producing
less than 1/4 of 1 percent difference in the
number of valid signatures.
The Secretary of State as the state's
chief elections officer was also responsible for overseeing the recount of votes in
the 1998 U.S. Senate race. Personnel from
the office were on duty in Washoe County
for the entire recount to give assurance to
the citizens of the county and state that a
valid count was reached.
In 1998, election night results were reported as they were counted on our Internet web page. Candidates' reports of contributions received and expenses paid can
be viewed on the Web page or received by
FAX within minutes. The Web address is
www.sos.state.nv.us and the FAX on Demand number is l-800-583-9486.
I will continue to bring improvements
to the election process by using technology where it is consistent with accuracy in
being sure that every vote is counted. •
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Nevada's Mining Industry
1

1998-1999 in Review
evada continued to be

IN

the nation's largest pro-

ducer of gold in 1998 with
8.86 million ounces produced.
This accounted for 76 percent
of U.S. production and 10.8
percent of world production. A
variety of other minerals were
also produced, including silver,
copper, gypsum, clays and oil.

e, Russ Fields
nfortunately, the most important influence on 1998 mining results was the
continuing low price of gold. The price
averaged $294 per ounce, the lowest in
real terms since 1972. International developments were responsible for the low gold
price, including: the concern over pending
sales of gold by central European banks
and economic unrest in Asia. resulting in
reduced demand and the sale of gold holdings. The net result has been a negative
sentiment in the world's gold markets during 1998 and the first half of 1999.
The response of the Nevada gold mining industry has been to identify ways to
reduce production costs. As a result, we
have seen significant reductions in expenditures on exploration for new mines and
modifications at various operations de-

U
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signed to improve efficiency. These efforts have helped, with average total production costs, falling 17.5 percent from
$291 per ounce in 1997 to $240 per ounce
in 1998. These production costs make
Nevada gold mines among the most efficient in the world.
The economic impacts of Nevada's
mining industry in 1998 were significant:
• Total value of mineral production was
$3.3 billion. of which $2.61 billion, or 79
percent, is attributable to gold mining.
• Direct employment of 13,240 workers
with a payroll of $699,182,000.
• Average annual salary of $54,706.
• Generated approximately 63,080 total
jobs in Nevada including both direct
and indirect impacts.
• Increased state output by $5.9 billion
in 1998.
• Contributed $1.82 billion to Nevadans'
personal income.
• Paid $135.9 million in state and local
taxes.
• Expenditure on plant, equipment and
exploration activities of over $10 million since 1980.
In addition to the challenges posed by
low prices, Nevada mining also faces significant regulatory issues. These include
the Department of Interior's efforts to
rewrite the federal mining regulations
(section 3809). The regulations were first
in place in 1981 and were designed to prevent "undue and unnecessary" degradation to the public lands. Because states
needed better control of mining activities,
states such as Nevada formed comprehensive mining regulatory programs that ensured water, air, wildlife and the land were
protected from the impacts of mining. Unfortunately, the current effort to rewrite
surface management rules would create
significant areas of duplication with exist-

ing regulatory programs and insert a federal "one size fits all" regulatory program
in place of state programs that are currently working well. Congress has asked for
an independent study to review the proposed rules and that report will be available this fall.
On July 1, the mining industry was required for the first time to report to the
U.S. Environmental Protection Agency
data gathered under the Toxic Release Inventory program of the Emergency Planning and Community Right to Know Act.
Under the provisions of TRI, about 80 to
95 percent or more of what mines included in their TRI reports are naturally occurring substances already existing in low
concentrations in the rock and soil managed at the site. The TRI information is
simply a report of numbers of materials,
most of which are naturally present in the
rock and soil at the site. These materials
stay on site and are carefully monitored,
and land is reclaimed when mining is
complete, all under the requirements of
permits issued by the state and federal
governments. There is no new risk to
communities, the . public in general or
mine employees. The Nevada mining
industry has led a community outreach
program throughout the state to inform
community leaders, political leaders, economic development officials and representatives of the gaming and tourism industry about TRI.
Despite the challenges, the Nevada
mining industry is making significant contributions to Nevada's economy and continues to lead the nation in many categories in the safe, responsible production
of mineral resources.
•

Russ Fields is president of the Nevada
Mining Association.

One-Stop
Shopping
In office and
on the road
BY

Jennifer Rachel Baumer

Norstan Communications
ors tan Communications started life
25 years ago as a dial tone provider.
Strictly in the voice communications field,
Norstan distributed products from Rolm
(now Siemens Business Communications
Systems). But rapid changes in the
telecommunications field have brought
changes for the company over the last 10
years. Still partnered with Siemens, in the
telephone sector Norstan can offer customers IO to 10,000 lines and everything
from simple telephone systems to highly
complex integrated systems. And because
Norstan is partnered with three different
manufacturers in this area, company executives say Norstan can offer customers the
best choice for their needs.
In the telephone arena Norstan can provide everything from dial tones to ISDN
networking, computer telephony integration (CTI), wireless communications and
stand-alone and multi-site call centers.
But the key right now in telecommunications is convergence, says Jack White,
vice president, western U .S., where all the
technologies come together in a network
mode. "We are basically a communications systems integrator," explains White,
"which means we sell a wide range of
products and services in the voice data
and video conferencing arena." From
large business telephone systems, voicemessaging systems, video and audio conferencing systems and data networking

N

products, Norstan's partnering with companies such as Aspect Telecommunications and Siemens Business Communications Systems allows the company to sell
the best product to the customer, and not
be bound by manufacturer.
Norstan is a one-stop shop. The firm
sells, installs and maintains all of its products. In addition to the voice data and video
communications business, it also runs
Norstan Consulting, with 800 consultants
nationwide to help customers with data
business management, staff augmentation
and outsourcing scenarios. The company
even has its own financial services group.
With 2,900 employees across the country, Norstan has a focus in 20 states primarily, but consulting takes the company
everywhere. Jack White notes that with
the growth at either end of Nevada, the offices in Reno and Las Vegas are expected
to expand in the next couple of years.
For more information, check out
Norstan's Web site at norstan.com.

Smart Citv Networks
ure the office is state-of-the-art,
with wall-to-wall telecommunications
equipment set up ready and waiting. But
what about those times when you're out of
the office? What about the conventioneer
trying to relay messages, the business
needing to check a Web site, the trade
show attendee who needs to contact the
home office?
Smart City Networks can create a home
away from home - or an office away from
the office - in the telecommunications
field. With very little competition, Smart
City Networks (formerly U.S. Telcom)
has moved into the field of one-stop shopping for the telecommunications needs of
conventions and trade shows.
Smart City Networks relocated its headquarters to Las Vegas from Houston in
1998. With 14 centers in 10 cities, the company makes exclusive agreements with
convention centers and hotel properties to
bring telephone, Internet and other
telecommunications services into the convention facility. "Most telephone and Internet providers take service to the door," says
Scott Frost, vice president of sales and
marketing. "Exhibitors, managers and at-

S

tendees need service from door to floor."
For trade shows with hundreds of booths,
Smart City Networks is the company that
designs, installs, markets and manages
telecommunications services for the convention industry. The company meets every
need from simple telephone service to
high-speed Internet access, and it networks
booths to hotels or back to the company's
private computer, located somewhere in the
U.S., or elsewhere in the world.
Smart City Networks works directly with
the convention center or hotel where a trade
show or convention is being held, says
Frost, and becomes the telecommunications
department for the building with an exclusive agreement. Its operations are run out of
the building, its technicians are staffed there
and typically company employees are a permanent presence in the building.
A limited budget often prevents convention and visitors authorities from being
able to expand and offer visitors a full
range of services. Many such authorities
operate in the red, and since cities are on
a mission to attract more visitors by drawing more conventions, they're starting to
look at the process in reverse. Cities are
beginning to approach the convention authorities and ask them to be more entrepreneurial and operate in the black.
That's where Smart City Networks
comes in. "Often they can't afford service
on their own, so they look outside to outsource," says Frost. They contact Smart
City Networks for high-speed Internet access via fiber, ISDN and T-1 lines, pointto-point data and video conferencing.
Smart City Networks can stream the meeting at the convention center to video-conference with another city, or provide the
pipeline for a satellite feed into the facility. The company offers wireless local area
networking, wireless voice communications and full telephone systems. It enables users to e-mail, access the Internet
and broadcast show events over the Internet or can them for future use on the company's Web site.
Basically, Smart City Networks creates
the technology to allow visitors to do
more in the cities where they operate. A
single source provider, the firm's goal is
"to make convention cities a smarter place
to hold a convention," says Frost.
•
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Attorney

Homebui'lding Industry's Legal·
D!rama Continues to Untold

After watching
''Episode III, The
Buililers Strike Back"
Nevada attorneys
predict a sequel
Bl !Nancy Quo111

' 'T

he shot heard 'round the Legislature." That's what some
observers called legislation
proposed by Nevada homebuilders in the
opening days of the 1999 Nevada legislative session. Like a scene from Star Wars,
the battle lines were drawn between
Nevada home builders and their insurance
companies on one side and Nevada homeowners and the Nevada Trial Lawyers Association on the other. The two sides could
not have been more polarized.
So, when the skies cleared months later,
what did Nevadans end up with? A fairly
complicated and compromised piece of
legislation, that's what.
Originally, NRS 40.600, et seq., the
statute governing construction defect
claims in Nevada, was proposed by
builders and enacted by the Legislature in
1995 to make it simpler for homeowners to
remedy construction problems in their
homes. Under the old statute, homeowners
or a homeowner's association (HOA) on behalf of its members merely needed to send
a letter to the builder via certified mail describing the defects to the best of their ability and allow the builder an opportunity to
inspect the home within the statutory time
frame (the "pre-litigation process").
The builder, after inspection, could then
make an offer for settlement. A reasonable
offer could be monetary, repairs or a buy62 Nevada Business Journal •
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back of the home. If the homeowner or
HOA was not happy with the offer, then
mandatory mediation took place. With a
few minor exceptions, homeowners could
not file a complaint in court until this
process was completed.
In 1997, the statute remained essentially
the same, with only minor revisions that
seemed to assist the process enacted by the
Legislature in 1995.
Not so in 1999. The simplicity of the
statute has now b~n changed dramatically
for HOAs and single-family home developments where five or more homes are involved (referred to as a "complex matter"
under the new law). The law is still essentially the same for developments with
fewer than five single-family homeowners
(referred to as a "non-complex matter'').
In essence, the pre-litigation process in
complex matters has, for all practical purposes, ceased 'to exist. Now, both a filed
complaint and the notice to the builder
under NRS 40.645 should be served upon
the contractor in the same manner and at
the same time. Any written expert opinion
as to the defects must also be provided to
the contractor.
The contractor must file and serve an
answer to the complaint within 20 days of
service. No later than 30 days after receipt
of the answer from the contractor, the parties must meet and establish a schedule for
the addition of any parties or for filing a
third-party complaint. Each party added
shall file and serve an answer within 20
days of service. No later than 60 days after
the agreed upon date for the addition of
parties, all parties brought in, together
with the plaintiff and defendant, must meet
to schedule the exchange of documents as
outlined in the statute, the inspection of the
residence or appurtenance and destructive
testing dates. If no new parties are added,
plaintiff and defendant must schedule
these dates between themselves.
A special master should also be selected
and a joint petition to the court ordering

Nancy Quon

his or her appointment should thereafter be
sought; or, the plaintiff and defendant
could decide to proceed in pre-litigation
mediation under NRS 40.680.
It's enough to make you wonder what
happened to the old edict, "If we knew how
to do math we wouldn't have gone to law
school." Why the parties would agree to do
pre-litigation mediation after a complaint
has been filed is an unsolved mystery. Especially because under NRS 40.680, subcontractors may be forced to participate but
cannot be made part of the claim.
However, if the parties so agree, the contractor/defendant must file a response to the
notice of defects (remember the notice was
served concurrently with the complaint) no
less than 60 days prior to mediation, unless
agreed otherwise by the parties.
The claimant/plaintiff in a HOA suit
must submit the response to each member
of the association in writing not more than
30 days after receipt of the response. The
claimant/plaintiff must respond to the offer
within 45 days of its receipt, otherwise it is
considered rejected.
Of course, all of the dates as they apply
to pre-litigation mediation must then be
somehow meshed with the dates as discussed above for newly joined parties

POWER OF ATTORNEY

should the mediation fail. As an attendee
of a recent Clark County Bar Association
seminar on this issue pointed out, it would
seem that in order for the timeline to
work, the developer should make an offer
to the homeowner prior to ever receiving
notice of the defect.
Despite the scheduling problems, there
were some procedural matters cleared up
with the new legislation. For example, one
change in the law ensures that claimants
do not have to start the legal process all
over again if a defect isn't discovered until
late in the game. Also, any party brought
into the action by intervention for purposes of NRS 40.600 is deemed to have been
given notice of the defect by the claimant
on the date which the person became a
party to the action. This eliminates tricky
statutes of limitation and repose issues.
A major change in the statute that affects all homeowners is the new stringent
disclosure requirement that attorneys

must provide to their clients in writing
prior to the filing of a claim. If claimants
attempt to sell residences that are or were
the subject of construction defect claims,
they must disclose, in writing, to any
prospective purchasers of those residences: (1) All notices given by the
claimant to the contractor pursuant to the
new law; (2) All opinions the claimant has
obtained from experts regarding a construction defect that is or has been the subject of the claim; (3) the terms of any settlement, order or judgment relating to the
claim; and (4) a detailed report of all repairs made to the residence by or on behalf of the claimant as a result of a construction defect that is or has been the
subject of the claim.
Under the old statute, if a homeowner
had a minor problem with his home, he
could send a notice to the builder, have the
defect repaired, and then be free from disclosure, as long as it was not a material

fact. Now, homeowners must make full
disclosure to potential buyers, regardless
of how minute a repaired defect was. In
essence, they must "taint the title" to their
home. This discourages having repairs
made by the responsible party. Most
homeowners will either take on the costs
of repairs themselves or deny that the defect exists to avert the law.
Although both sides have retreated with
the passing of the legislation, it's a good
bet that come 2001, "Episode IV, Return
of the Consumers" will receive top billing
in our Legislature.
•
Nancy Quon is a partner in the law firm of
Mainor & Harris and practices primarily
in the field of plaintiff construction defect
litigation. She can be reached by phone at
(702) 385-1400, by mail at Mainor &
Harris, 530 S. Sixth Street, Las Vegas,
Nevada 89101. Quon's e-mail address is
admin@mainorandharris.com
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In 1998 these companies
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$296 million for our local
economy.
Here's what we can do for you!
- More business. Increased
profits.
- Meet other successful influential
Las Vegas business people.
- Be a part of shaping the future
of Southern Nevada.
-Get information on the newest
business moving to Southern
Nevada AND MORE!

Call now and Join.

AB Tube Processing (SUmi!Dmo)
Advanced Retail Management Systems
Bank of America
Beha Electrical En~ineering
Ben Kalb Productions
Biscoe Exports
Boss Broadcastirllj
Ceridian Tax Service
Coast to Coast Safety
Covington Food
Credit Acceptance Corporation
Danka Office Imaging
Dongsung America Company
Education Credit Services
Electronics Boutique
F.I.R.E.
Fairfield Resorts
First card Services
First Plus Financial (MEGO Manufacturing)
GCS Service, Inc.
Global Source Tech
lmmunolab
JCM
Marianna lmpoltS
Miles Kimball
MinelabUSA
National Airlines
National Vitamin
NITROx 1, Inc.
NTD

NEVADA ?
DEVELOPMENT
AUTHORITY

Omni Partners
Pac West Telecomm, Inc.
Regis University
Shuffle Master
Suntemi Corporation
TC Group

791 - 0 0 0 0

Tektube Group llC
Wat£r Dynam1CS Enteiprises

November 1999 •

Nevada Business Journal 63

EXECUTIVE PROFILE

Mary Kaye Cashman
CEO of Las Vegas institution helps
equip companies that mine, build Nevada
a, Diane Glazman
1

'We are available for anyone who needs to move
any kind of dirt ... [we
offer a full range] from
equipment you can carry
around in the back of
your truck to equipment
that's four stories tall."
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ames "Big Jim" Cashman hit pay dirt 68
years ago when a friend of his suggested
that he become a Caterpillar dealer during
the construction of Hoover Dam. "It was the
largest order Caterpillar had ever received at one
time and that was the start of Cashman Equipment Company," stated company CEO Mary
Kaye Cashman. The move was a logical one for
Jim Cashman. Prior to 1931, he was bringing
cars and other equipment into the Las Vegas
area. "He was into a multitude of different entrepreneurial situations. Always thinking. He was
instrumental in getting the land from the Union
Pacific [railroad] for what is now Cashman
Field to start the Helldorado Days celebration as an impetus to bring in tourists,"
Cashman related.
Today, the company provides sales,
service and rental for heavy-duty
equipment used in mining, construction, road paving and underground extraction. "We have everything from
tiny little Bob Cat-type products to
haul trucks the mining industry uses
that hold in excess of 360 tons. From
equipment you could carry around in the
back of your pick-up truck to equipment
that's about four stories tall," Cashman said.
The company's history has paralleled
the development of Nevada, changing
to encompass all of the state's
major industries from mining to
construction. In Las Vegas,
Cashman provides equipment
for most of the major hotel projects and co nstruction of the
city's beltway. In other parts of
the state, Cashman equipment is
utilized in everything from shopping center preparation to support
services for the mining industry.

In addition to the Las Vegas location, Cashman
Equipment maintains six branches throughout the
state, as well as three rental service locations. The
three rental locations focus on the urban user,
such as landscapers, who may need heavy equipment on an infrequent basis. "We are available for
anyone who needs to move any kind of dirt,"
Cashman said. "We seek to make that as easy as
possible by the various avenues through which
people can approach us, whether they want to rent
to own or just rent for a day or a week."
In addition to its longevity, Cashman Equipment is a rarity for another reason. Mary Kaye
Cashman is one of only two women CEOs of
Caterpillar dealerships. She became CEO in 1995
following the unexpected death of her husband.
At first,. she became involved in the company to
take care of existing business commitments that
needed to be met. 'The more I was around and
got an assessment of the people involved in the
organization, the more it became apparent that it
could be done with the team I had in place. I had
the luxury of learning over a period of time what
was going on in the business," Cashman explained, adding that she felt a sense of obligation
to continue the business her husband's family
started more than six decades ago.
At the time she assumed control of the company, Cashman was not a stranger to the business. Though nursing was her original profession, she had attended Caterpillar dealer
meetings with her husband, so she was familiar
with other dealers and people in the Caterpillar
organization. She said she faced some initial
challenges when she decided to take over the
dealership. "It's a pretty male-dominated industry both at the Caterpillar end of it and within the
customer base as well. I think there was an expectation in the beginning that it was unlikely
that I would continue with the business - that I
would sell it or turn it over to somebody else.

''I want this to be one of
the most highly respected
CaterpiU,ar dealerships in the

mino Lane, 'Ste. 100
20 S. Eastern Ave., Ste-. 100
7200 Cathedral Rock Dr., Ste. 150

nation. I expect peopl,e to do
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their best and w evolve into
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their highest functional level."
I've dealt with rumors to that effect on a
regular basis. That tends to frustrate me,
but I've grown a thicker skin over the last
five years and learned to deal with it,"
Cashman admitted.
Cashman credits her father with instilling in her a sense that she can do anything,
and that anything worth doing is worth
doing well. She said those values, along
with her desire to help people, made it an
easy decision to step into Cashman Equipment's top spot. "Lwant this to be one of
the most highly respected Caterpillar
dealerships in the nation," she declared. "I
expect people to do their best and to
evolve into their highest functional level. I
really enjoy the interaction with the customers and the employees and finding
more intelligent and efficient ways of getting things done:"
According to Cashman, _finding better
ways to meet customers' needs is one of
Cashman Equipment's highest priorities.
She said that as profit margins for the
mining and construction industries become tighter, it is important to partner
with the company's customers in an effort to cut costs. In order to do this,
Cashman embarked on an extensive
training program for its employees, and
is recruiting people with long-term ties
to Caterpillar. Cashman Equipment also
completed an overhaul of its computer
system during the Labor Day holiday.
The new system will help the company
be more efficient in getting information
for its customers.
Providing for the customers' needs is of
paramount importance, says Cashman.
Otherwise, in this industry, you're going
•
to be left in the dirt.
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National Air,lines

AT THE TOP

Las Vegas-based airline part of traffic dearth solution

A

a, James Woodrow

Related to and accompanying McCarran's
newest terminal is a new airline, National
Airlines, led by America West Airlines founder
Michael J. Conway, chairman of the board,
president and CEO.
The Las Vegas-based airline started daily service on May 27 with four daily flights to Los
Angeles and two to Chicago's Midway. Since
its inception, the airline has increased the number of non-stop daily flights and entered other
markets such as San Francisco and New York's
JFK International. The New York route has increased from a single daily flight two months
ago to four flights per day.
The burgeoning airline seems to be yet another example of the growth and opportunity the
city is experiencing, and in a way, a mirror
image of Las Vegas. Nap.onal started with $50
million, an impressive bankroll for a start-up,
and a five-year plan encompassing a route system that touches every part of the country and
includes more than 20 destinations.

Among the myriad of
vast and sweeping
changes in Las Vegas
are the skyline, the
seemingly unlimited
population growth, the
ever-changing infrastructure and the evolving face of McCarran
International airport,
with its relatively new

uo" terminal.

Las Vegas' business and industry leaders live
by the credo, "Build it and they will come." Witness the number of hotel rooms built in the past
three years, a growth in room inventory of approximately 20 percent. Until recently, that inventory growth outpaced the number of incoming flights bringing visitors to see the new
properties. Air traffic into McCarran International is on the rise; still, in terms of growth in
the Las Vegas market, the demand for airline
seats surpasses the supply, called 'lift' in the airline industry.
''The lift, or number of airline seats needed to
satisfy demand in this market, is .one of the
major reasons why National Airlines made Las
Vegas its home," says Dik Shimizu, director of
communications for the airline. "From an industry standpoint, there is tremendous opportunity. Our goal is to raise the bar in terms of quality among the competition."
"Expansion into other markets takes capita],
careful planning, the insight to see an opportuni-

A National Airlines airliner delivers passengers to McCarran International Airport's new D Terminal.
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ty and take advantage of it and perfect
timing," Shimizu adds. "The logistics are
staggering and we must position ourselves
well. We must look at various factors such
as competition in terms of ticket fares and
the origination and destination of competitive flights, and whether they're passing
through the hub to other destinations.
After we've identified a market, then there
are details such as the availability of gates,
ticket counters, office space, personnel
and more planes."
The airline's initial success can be attributed to more than location. National's
executives have remained focused on how
to attain their goals with a set definition
of what the company is. "In general, our
goal is to create the best airline in the industry," says Shimizu, "with a definite
orientation toward customer service."
So far, National Airlines has flown
more than 100,000 passengers, is poised
to break into the top 10 carriers serving
McCarran International Airport and is expanding into two new markets, Dallas-Ft.

Worth, which came online in late September, and Philadelphia, to which flight
service begins this month.
To sustain such growth, National needs
to remain focused. In terms of personnel,
Shimizu says, "The members of our management team are seasoned veterans with
extensive backgrounds in either aeronautics or the transportation field. In conjunction with our veterans, National is
committed to hiring personnel who have
never worked in the airline industry,
mainly in the ticketing and baggage departments. There's a great demand for
people to enter the work force in this market and we want them to bring in fresh,
new concepts," Shimizu adds. In support
of this, National Airlines built a training
facility adjacent to its cargo and maintenance centers at the airline's headquarters
at McCarran International Airport, at
6020 Spencer Street.
Another reason for the success of
National Airlines is a clear idea of how
it wants to set itself apart from the compe-

tition. The airline is carving a niche for itself in terms of customer service with its
"flight centers," located inside Harrah's
and the Rio - both of which are prominent
investors in the airline. Travelers at these
ticketing locations inside the hoteVcasinos
not only have the convenience to check in
for their flights but to also check their
baggage as well, enabling them to go directly to the boarding area when they arrive at the airport. This ticketing service is
provided to National customers 12 to two
hours before their scheduled flights. Also,
an airport club for National's frequent
fliers opened last month.
Supplementing its recent growth, National is looking to expand in the near future by adding either more flights or a
new destination. Desert towns such as
Las Vegas are notorious for their boom
and bust cycles. But National Airlines
seems to have a firm grasp on its own destiny within a flourishing airline industry
and the Las Vegas market, equating the
future with growth.
•
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Arrowcreek
BuilJling a community
av Jennifer Rachel Baumer

nvironmental sus-

E

tainability means

stewardship of the

future. It means respecting
the world around us and
protecting that world for future generations. Sustainability is reaching companies as businesses go green recycling, reusing, minimizing waste and choosing to
work with other companies
doing the same. Sustainability also means leaving some
of the land natural, not
building and landscaping
on every available surface.
It means building envelopes
- developers developing only
10, 20 or 40 percent of custom lots. It means caring,
and it's reaching the homebuilding community.
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The Toiyabe National Forest is one of
Nevada's natural treasures. Rising to the
tree line, from 5,200 feet to 5,900 feet in
elevation, ArrowCreek is a new master
planned community located at the edges of
the Toiyabe National Forest in Northern
Nevada. ArrowCreek spans 3,200 acres;
1,500 of those acres are slated to remain
natural and undisturbed.
ArrowCreek is a mix of custom homes
and semi-custom production houses. The
custom home sites range in size from 1/2
an acre to three acres, with views of the
city, the valley and the mountains. And on
the lots, restrictions call for building envelopes, meaning homeowners may only
develop 60 percent of the lot, while 40 percent remains natural. The restrictions preserve the views of neighboring homes, prevent over-landscaping in a water-scarce
area and keep some of the environs natural.
Makes sense, really, if a buyer is moving
into an area for its natural beauty, to maintain some of that beauty in !ts natural state.
And it's also probably right in line with the
beliefs and desires of the one-time owners
of the land. ArrowCreek is built on Redfield Trust property. LaVere and Nell J.
Redfield moved to Reno from Long Beach,
Calif. in 1935, and eventually acquired
more than 50,000 acres of land in the area,
much of which consisted of forest lands
around Reno. After LaVere's death, Nell
transferred approximately 40,000 acres of
land, including Mt. Rose, to the U.S. Forest
Service to ensure public access. The remaining land was inventoried and set aside
to become master planned communities in
the southwest Truckee Meadows.
The Nell J. Redfield Foundation was
formed in 1974 to carry out Nell's charitable work, much of which was focused on
education, healthcare and aid to needy
children. Not surprisingly, then, Galena
High School, the school ArrowCreek students are zoned to attend, was developed
on land the Redfield Foundation contributed. A private middle school and a
'2a>ll
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cated in the area; both were also built on
land contributed by the foundation.
ArrowCreek developers, who formed a

limited liability corporation (LLC), consist
of three partners: Terrabrook, one of the
largest land developers in the United
States, and developers Jeffrey Dingman
and Carl Pannatoni. Washoe County approved the developers' agreement in 1996
and ground was broken in October of that
year. Since then ArrowCreek has grown to
include two golf courses: the Challenge, a
Scottish-style links course designed by
Fuzzy Zoeller and John Harbottle, and the
Legend, Arnold Palmer's 18-hole championship course. There's even a global positioning system in place to guide golfers
through the greens. The satellite system relays information right to the golfer's incart video display screen, including a
graphical hole and green overview of each
hole, exact distance from each tee to the
pin, pro tips, scoring and a live on-car
tournament leader board. The system even
allows golfers to order food while playing.
Long before ArrowCreek began building golf courses and homes on the site,
Washoe Indians called the area home.
During the entitlement phase of the land
acquisition, ArrowCreek developers
called for an archaeological survey.
Kautz Environmental Consultants, Inc.
discovered 105 archaeological sites, 21
of which offered significant information
about past civilizations. Petroglyphs rock carvings - were among finds that included numerous arrowheads, clusters of
fire hearths and a smoking pipe. Located
in inaccessible sections of the community, the rock carvings have been preserved
as part of the 1,500 natural acres of ArrowCreek. One find, a saurian carved
into a boulder, was given to the Washoe
tribe; a model of it was created and donated to the State Museum in Carson
City, says Linda Frederick, who was very
involved in the project.
Community involvement remains in clear
focus for ArrowCreek's developers. As Nell
Redfield might have wished, ArrowCreek is
involved in a variety of special events withm ~n., '-,Vtl.Xll.1ufil"'L7 , U1\.,\uUu1b U }Avwa
Downtown ARTown and project sponsorships with Ted Hunsberger Elementary and
•
SageRidge Middle schools.
0
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Anan Stipe &
Robert Millier
Healthcare leaders
shape an industry
evada's healthcare is defined by the
leadership of organizations that make
up a close knit family of medical professionals, service and educational organizations and health systems. Both Allan Stipe,
president of Sunrise Healthcare System,
and Robert Miller, the new dean of the
University of Nevada School of Medicine,
are passionate about moving toward the
future without losing the personal touch so
necessary to compassionate care.

N

Allan Stipe
Innovator, facilitator
llan Stipe came to Las Vegas in 1987
from a 13-year career at Baptist Hospitals and Health Systems ~ Phoenix, Ariz.
He cites the long history of leadership and
the size and scope of services at Sunrise as
the primary reasons he made the move to
what was then Humana Hospital Sunrise
and Humana Children's Hospital. His time
in Las Vegas has seen him climb the ladder
from associate director to his current position of president of Sunrise Healthcare
System, Sunrise Hospital & Medical Center, Sunrise Children's Hospital.
Eleven years have gone by, during
which the hospital system changed names
and added programs and a new hospital.
Stipe's passion for what he does has not
waned in the least, which is certainly partly responsible for his success. With more
than 25 years of experience with non- and
for-profit medical/surgical hospitals,
skilled nursing facilities, managed care administration and multi-facility manage-

A

ment, Stipe credits his achievements to
outstanding staff members and an environment favorable to creativity and innovation. It is this spirit that has seen the birth
of Nevada's only children's hospital (Sunrise Children's Hospital) and a wide array
of services that allow children to stay in
their community while receiving the kind
of care they need.
Stipe says Sunrise is on a strong course
of continuing to develop new services for
both children and adults. One of his key
objectives is to make sure the system effectively communicates to a rapidly growing community the kinds and quality of
services offered in his hospitals in Las
Vegas. The Sunrise System has enjoyed 40
years of a strong reputation in leadership
in bringing on new programs and technology. The addition of MountainView Hospital in 1996 has helped provide more
community-based medicine, while promoting widespread innovation. Among
Sunrise's offerings are neonatal care,
open-heart surgery and pediatric oncology,
ensuring the system's reputation will only
continue to grow.
But it is not only the opportunities to provide leadership to such a dynamic system
that keep Stipe in Nevada 'Toe lifestyle is
something I can relate to very well," he
says. ''I enjoy the outdoor activities. And
it's been a great experience. My children
have grown up here and gone to school
here, and I just love living in Las Vegas."

Robert Miller, MD, MBA
A new dean for the new
millennium
ome November l, the University of
Nevada, Reno's School of Medicine
will see a new dean, hailing from Tulane
University School of Medicine in New Orleans, La. Nevada Business Journal spoke
with incoming dean Robert Miller to discover how he sees the future of the school
in a Nevada-wide context.

C

NBJ: What is bringing you to Nevada
from Tulane?
Miiier. First is the state. I enjoy the geog-

raphy and the climate and the features
Nevada has to offer. I honeymooned in
Lake Tahoe and for six or seven years had
a condo there. Then when I learned more
about the medical school and some of the
opportunities that are there, some of the
strengths that you have and the opportunities for growth, I think that really intrigued
me a great deal.

NBJ: What are some of those opportunities?
Miller: You have a very strong medical
school. It's a small school, it's a new
school, but you have a very good basic science program, you've got a strong clinical
program both in Reno and in Las Vegas.
There's a strong history of a communitybased medical school, particularly in Reno.
And there was a primary care emphasis. I
think the opportunities for growth are to
take the medical school to the next step as
a real academic medical center. I think
you've got a really strong research health
program in Reno and that's something
we'll want to build on. But I think with the
land and potential for growth in Las Vegas,
it certainly makes a lot of sense to develop
a research operation in Las Vegas.

NBJ: What do you see as the role in the
community of a medical school?
Miller: The medical school educates the
citizens of Nevada to be doctors - or the
select few. About 50 a year. So it's an educational resource. I think the other role in
the community is that it does provide cutting edge biomedical research, and the
spin-offs from that benefit the community.
The medical school is also involved a lot in
rural health provision, which is a real issue
in Nevada.
NBJ: What are some of the problems facing
the medical school?

Miller: You have a very solid medical
school. The issue of diminished resources
in healthcare is faced by all academic medical centers. Payment of clinical care has
diminished, and that makes it difficult to
subsidize research and education. Also,
physicians have traditionally treated illness once it's there. I think we need to be
more proactive in trying to prevent disease
from occurring.
•
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First Independent
Investing in the community
irst Independent Bank, the newest
community bank in Nevada, is a small
bank that's thinking big. First Independent
executives expect the bank to generate at
least $25 million to $30 million in loans
and more than $30 million in deposits in
the bank's first full year of operation. And
the bank hopes to attract not only small
business customers, but also middle market businesses and even some larger companies. A challenging task? Not for a bank
that exceeded $10 million in subscriptions
within the 90-day stock offering period.
That investment will provide a strong capitalization, allowing the bank to entertain
loans in excess of $2 million.
Headquartered in Reno, First Independent is a true community institution, according to its president and CEO Grant
Markham. The company has a local board
of directors featuring such native
Nevadans as John P. Sande III, a partner
with Jones Vargas law ~ ; Rick Reviglio,
general manager of Western Nevada Supply; and Blake Smith, president and owner
of Financial Development Corporation.
Even 96.4 percent of the capitalization
came from Nevada, and almost 80 percent
of the initial investors are Northern Nevada residents.
Said Markham, "We've taken more of
what I refer to as a Northern Nevada approach to our organization." This approach
includes a blend of personal service and
involvement in the local community.
Despite this local outlook, First Independent is delving into an area more common to bigger banks: Internet banking.
Customers of First Independent will be
able to access account information, initiate
transfers, stop payments and conduct certain transactions over the Internet.
Markham hoped to have the first phase of

F
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Internet banking operational by the time
the bank opened in late September or
shortly thereafter.
Markham anticipates that First Independent will soon have more company in the
community banking environment As larger
banks swallow up existing community institutions, a void has been created that others like First Independent will try to fill. Although the recent merger mania creates the
impression that community banks are waning, Markham pointed to historical statistics
to prove the opposite. In 1994, according to
deposits tracked by the FDIC, the market
share in Nevada held by community banks
was less than nine percent In 1998, that
number rose to more than 23 percent.
"To me that says the appetite for community banking in this area is strong,"
Markham said, "and I see no reason why
that shouldn' t continue."

Report Flawed
Nevada banking executives
express concern
evada banking executives are skeptical of a report issued by the Washington D.C.-based Corporation for Enterprise Development (CFED)- and with good
reason. Although the non-profit organization gave Nevada an A rating for economic
performance and a B for business vitality,
Nevada received a D in development capacity. That general heading encompasses
four categories, including financial resources, which received a failing grade.
The report card, which analyzed 1998
data, stated that Nevada's development resources were weak, hampering its ability
to diversify economically. According to
the study, the state had the third worst financial resources in the country. Nevada
ranked among the bottom five in loans to
equity, the portion of all loans that are for
commercial and industrial uses and the
overall amount of commercial loans, indicating either weak or inactive local banks.
But the study has some flaws. CFED calculated their numbers based on state-bystate data from the FDIC. According to the

N

FDIC, however, loans are counted where the

bank keys in the loan, usually at corporate
or regional headquarters, rather than the
state of origin. That means any bank which
issues loans in Nevada but reports the loan
to a corporate office across the country will
be absent from Nevada's report card.
"Business loans are a highly competitive
market here in Nevada," said Bill Martin,
president and CEO of Pioneer Citizens.
"Every little bank puts it into its business
plan and every big bank has entire departments dedicated to that type of lending.
Several banks in California have loan production offices in Nevada just to generate
loans in this state."
Al Alvarez, president and CEO of Las
Vegas-based Business Bank of Nevada,
agrees that the CFED study missed the
mark. "If you exclude the equity of these
big banks, you're stuck with the equity of
small banks that are usually community
banks like ourselves. That universe of equity becomes significantly smaller then,"
Alvarez explained. "We have a very active
local bank market, especially in the Las
Vegas area. But several of the large national or regional banks have a great presence
here. In essence, they control the market.
We live off their crumbs. But to make an
assumption that we're not active and that
we're weak-that's not true. We're lending
in every sector of lending."
In light of this perspective, Alvarez
wonders how CFED is going to view Nevada once the merger between Pioneer Citizens and Salt Lake City-based First Security is finalized. Said Alvarez, "The next
report card is going to look awful, because
when you exclude Pioneer our universe is
probably slightly over a billion dollars."
Bill Schweke, senior program director for
CFED, insists that some of the state report
cards are accurate. But now that CFED is
aware of the issue, it plans to modify the
way it calculates data for future report cards.
"In the last 10 or 15 years since we've
been doing the report card, there have been
revolutionary changes in bank concentration, new bank products and online banking," Schweke explained. "You may be
under- or over-counting in any given state.
If we continue doing the report card for
•
next year we'll revamp it."
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Claim more deductions with this
checklist of investment expenses
very serious investor

E

knows it takes money

to make money. Fortunately,
tax laws allow you to deduct
certain expenses associated
with investments that produce taxable income.
enerally, you can deduct investment expenses as miscellaneous itemized deductions, to the extent that your total miscellaneous itemized deductions exceed 2
percent of your adjusted gross income
(AGI). To qualify as an investment expense, the expenses you pay must be related to (1) producing or collecting income or
(2) managing, conserving, or maintaining
property held for producing income. Expenses attributable to rental property are
deductible from gross income and not subject to the 2 percent floor. Here are some
of the more common investment expenses
that may be deductible on Schedule A,
subject to the 2 percent limit.
Accounting lees - If you pay someone
to keep track of your taxable investments,
you may write off the fees you pay that individual.
Trustee's administrative lees - Individual Retirement Account (IRA) trustee fees
that you pay to maintain your IRA are a
deductible investment expense, but only if
you pay them by separate check. Fees that
are automatically deducted from your account are not deductible.
Travel and transportation costs - You

G

may claim a deduction for travel costs you
incur to look after investments, or to seek
professional advice from an attorney, accountant, trustee, or stockbroker, so long
as you do not invest solely in tax-exempt
investment vehicles. (If you own investment property in a resort area, keep detailed records to show that the trip was
necessary for checking your investment
property and was not a vacation.) Bear in
mind that you may not deduct travel expenses associated with a trip to attend an
investment or financial planning seminar,
convention or meeting, nor may you
deduct the cost of the seminar or convention itself.
Legal costs - Legal expenses related to
investment activities are usually deductible as long as the lawyer's advice is
related to the determination of your tax liability, tax planning, or keeping track of
taxable investments.
Sale deposit box rental lee - You may
deduct the cost of renting a safe deposit
box, if you use the box to store stocks,
bonds, or investment-related documents
that generate taxable income.

Subscriptions to Investment publications and services - You may claim a deduction for subscriptions to investment-related publications or services. You may
not, however, write off in one year the cost
of a multiple-year subscription. Subscriptions must be deducted one year at a time.

Investment management or Investment
planner's lees - If you pay someone to
manage your investments, you may deduct
any amounts you pay for his or her services. You may also deduct custodial or
service fees charged by a dividend reinvestment plan.
Telephone and postage expenses - The
cost of investment-related telephone

charges, including the cost of cellular and
long-distance calls, are deductible miscellaneous expenses. You also may write off
the cost of postage and supplies associated
with your taxable investments.
Keep in mind that a taxpayer may not
deduct the cost of an office at home unless
his or her investing activities constitute a
business. A dealer or trader in securities is
considered to be in business, while an investor who uses a home office primarily for
reading financial periodicals and reports,
clipping bond coupons, and making investment decisions would not qualify for the
home office deduction because these activities are not the taxpayer's trade or business.
To calculate your deduction for miscellaneous itemized expenses, add the total of
your investment expenses to your other
miscellaneous deductions such as unreimbursed business expenses and tax preparation and tax counsel fees. Then subtract 2
percent of your adjusted gross income
from the totaf amount of these expenses.
Some upper-income itemizers may be
subject to an additional overall limitation
on the deductibility of certain itemized deductions including miscellaneous itemized
expenses, taxes, home mortgage interest,
and charitable contributions. According to
tax law, the total of this group of deductions must be reduced by 3 percent of the
amount by which your 1998 adjusted gross
income exceeds $124,500 ($62,250 if married, filing separately). You should note
that investment interest expenses, gambling losses, non-business casualty and
theft losses, and medical and dental expenses are not subject to the overall limit
on itemized deductions.
•
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New resorts expand tourism climate;
workers comp changes boost insurance industry
he biggest story among this month's
lists is provided courtesy of Southern
Nevada's resort industry, which expanded by roughly 12,000 rooms since
TopRank last published its hotels and resorts list. With the new Aladdin on the way
next year, many are predicting continued
healthy expansion for Southern Nevada's
primary economic engine in the foreseeable future. Northern Nevada is enjoying
its own resort building boom, comprised
primarily of additions to existing properties. The Atlantis boosted its room count
considerably since last year, and the Peppermill recently announced substantial remodeling and expansion plans as well.
The resort sector isn't Nevada's only
growth industry. The opening of the workers compensation market to competition
is probably partly responsible for the increase in the number of insurance companies and brokers participating in TopRank
this year, companies raring to take on lumbering, state-owned workers comp giant

T

Employers Insurance Company of Nevada.
Shopping centers are playing an increasingly important role in Nevada's economic
tapestry - both as developments rushing to
serve under-retailed residents in high
growth areas and as providers of an activity
that, with dining, bas usurped gambling's
primacy as a tourist activity in Las Vegas.
The Desert Passage at the Aladdin will add
more than one million additional square
feet of retail to Southern Nevada next year,
so shopping is expected to remain a popular
tourism pursuit in the near future.
Taking advantage of growth in the resort
sector are gaming suppliers and services.
However, in an effort to hedge their bets,
some companies are likely to begin looking
outside the resort industry to California
tribal gaming to sustain their growth modes.
This month, TopRank includes a new list
comprised of trucking and freighting companies. Such firms provide a vital link between
the rest of the world and another of Nevada's
•
key industries - manufacturing.

Featured Lists
GAMIN G SUPPLI ERS
AND SE RVI CES ...........................

73

INSURANCE COMPANI ES ••••••••••••

75

SBA LENDERS •••••••••••••••••••• ••••••••

78

HOTELS AND RESORTS •••••••••••••••

79

RETAIL / SHOPP ING CENTERS ••••• 84
TRUCKING COMPAN IES •••••••••••••••

86

Coming in December
NEVADA'S TOP

100 BUSINESSES

NEVADA'S LARGEST PUBLICLYTRADED COMPANIES
MEETING FACILITIES
NEVADA'S MAJOR CONVENTIONS

The beat goes on ...

OF TH.E-60,
READE RS WllffliNIIU

Nevada BusinessJou
Oif'4J currently use a health .

•-

___

insurance agent
... .... .......•.................
. .rf;=·
. ~-: will be looking for a new
healthcare provider in the
next 12 months
··········-····.........

__ ._

_.

em are directly involved in the

healthcare decisions made
by their companies

NBJ

DELIVERS YOUR ADVERTISING MES-

SAGE TO AN INFLUENTIAL CROSS SECTION
OF BUSINESS LEADERS ACROSS NEVADA.

CALL TODAY FOR MORE INFORMATI ON
ABOUT OUR COST-EFFE.CTIVE RATES AND
SPECIAL ADVERTISING PROGRAMS.

702.735.7003
www. n evadabusin e ss,com
72 Nevada Business Journal •

November 1999

Cella Barr Associates, Inc. has become a part of
the Stantec team and, as of 20 September 1999,
all offices and staff began operating as
Stantec Consulting Inc. This latest addition makes
our Southwest Region
over 500 people strong,
with offices to serve you
in Las Vegas, Phoenix,
Reno/Sparks, Sacramento,
Tempe, and Tucson.
Stantec provides full /ifecycle
solutions to infrastructure and
facilities projects through value-added
professional services and technologies,
combining global experience and skills in management,
planning, design, and implementation. Services are offered
through more than 2,300 employees, operating out of 40
locations primarily in
Stantec Consulting Inc.
Norlh America. Stantec
trades on the Toronto
Las Vegas Office - offering...
Stock Exchange under
• Landscape Architecture
the symbol STN.
• Civil Engineering
Visit www.stantec.com
• Structural Engineering

• Laboratories - Testing
• Geotechnical Engineering
• Land Surveying
1100 Grier Drive, Las Vegas, Nevada 8911 9
Phone: (702) 361-9050 Fax: (702) 361-0659
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PHONE

International Game Technology
9295 Prototype Dr., Reno 89511
igtgame.com

775-448-8022

No. OF
EMPOLYS
2.300

SUFPLIES

SENIOR NV EXECUTTVE
YEAR ESTABLISHED

SERVICES

Video Poker/Keno, Pl~yer Tracking Systems, MegaJackpot Systems, Slot Machines

Floor Des., Machine Install.. Sales
& Svc., Maint, Tech. -Svc.

Charles Mathewson
1952

2 Jackpot Enterprises, Inc.
1110 Palms Airport Dr., las Vegas 89119

702-263-5555

800

NIA

Rou1e Operator

Don R. Komstein
1980

3 Young Electric Sign Company
5119 5. Cameron Ave., las Vegas 89118
jwilliams@las.yesco.com

702-876-8080

580

5ignage

ONO

John Williams
1945

4 United Coin Machine Co.
600 Pilot Rd., Las Vegas 89119

702-270-7500

450

Video Poker/Keno, Player Tracking Sys., Slot Machines

Route Operator

Robert L. Miodonski
1963

5 Tripp Plastics
250-Greg St., Sparks 89431
trippplastics.com

775-355-7552

117

Signage/Custom, Automated Keno, Blower Sys.,
Change Towers. Custom Slot Tappe~

ONO

Warren W. Tripp
1948

6 Sigma Game, Inc.
7160 S. Amigo St., Las Vegas 891 19
sigmagame.com; glevine@sigmagame.com

702-260-3100

84

Video Poker, Slot Machines, Novelty Slot Machines

Machine Install., Sales & Svc.,
Main!., Tech. Svc.

James Jackson
1984

7 Shuffle Master Gaming
1106 Palms Airport Dr., las Vegas 89119

702-897-7150

n

Automatic Card Shuffler, Proprietaly Table Garnes,
Video Game Software

ONO

Mark Yoseloff, Ph.D.

8 Central Credit, LLC
3763 Howard Hughes Pkwy., Ste. 300, las Vegas 89109

702-893-1900

65

NIA

Gaming Credit Reports, Database
Mktg.

Pamela Shinkle
1956

9 Suburban Graphics Inc.
3132 5. Highland Dr., las Vegas 89109
custome~rvice@suburbangraphics.com

702-735-1212

55

Signage, Glass, Reel Strips, PlayerTracking Faces,
Design

Consulting

Dan Hughes
1993

10 Quality Plastics Inc.
1685 Industrial Way, Sparlcs 89431

775-331-3500

45

ONO

PartManuf.

Guy M. Gardner
1976

10 Sunkist Graphics
401 E. Sunset Rd., Hende~ 89015
sunkistgrfx.com; sales@sunldstgrfx.com

702-566-9008

45

Video Poker, Slot Machines, Signage, Slot Machine
Glass, Gaming Graphics

Sales& Svc.

Steven A. Black
1984

12 Western Money Systems
3220 5. Procyon Ave., las Vegas 89102
al@westemmoney.com

702-364-5390

39

Slot Conversion Kits

Slot Convmion Kits, Coin/Currency Handling Eqpt

Bernard Boyle
1982

13 Johnson Busfness Machines/Plastic Print-A-Card
3150 5. Procyon St, Las Vegas 89102

702-876-5100

33

Player Tracking Cards, Member Cards

Ernbos~. Thermal Printe~

Charles Johnson

14 Bayer Brown Bauserman
6700 5. Paradise Rd., Ste. A-2, Las Vegas 89119

702-362-8265

32

NIA

Mktg., Advertising, PR, Govt.
Affai~

Ray Brown
1955

15 DBC Sports
675 Grier Dr., Las Vegas 89119
dbcsports;com; smillel@dbc.com

702-892-0670

31

ONO

Odds Consulting, Sports Gaming
Info

Karol Lucan
1982

16 O's Slot Connection/O's Casino Emporium
4625 Wynn Rd., Las Vegas 89103

702-257-2220

30

Video Poker/Keno, Slot Machines, Novelty Slot Machines, Gaming Tables/Furniture, Gaming Accessories,
Pe~onalized Gaming Tokens

Sales & Svc., Slot Broker

Can Fredericksen
1990

16 Gamblm General Store
500 5. Main St, las Vegas 89101
ggss.com; ggs@fiax.net

702-382-9903

30

Video Poker, Slot Machines, Novelty Slots, Gaming
Tables/Furn/Accessories, Peoonalized Gaming Tokens,
Bingo Supplies, Gaming Books/Tapes, Software

ONO

DonJarthow
1986

18 AstroSystems, Inc.
4210 Production Ct., las Vegas
astrosystemsinc.com

702-643-1600

20

Gaming Accessories, Bill Validate~

Sales & Svc., Tech. Svc.

Wendy Kazel
1997

19 G.L.M. Cabinets
5325 5. Valley View Blvd., Ste. 3, Las-Vegas 89118

702-597-5288

18

Gaming Tables/Furn.

ONO

George Salsaa
1985

20 B Manufacturing Company
1303 Western Ave., Las Vegas 89107
bmfg@lvdi.net

702-384-9098

17

ONO

Precision Machine/Sheet Metal
Produ., Metal Vault/Drop Boxes,
Slot Stands, Slot Cabinets

Lawrence M. Block
1974

21

Triple Win in Nevada, Inc.
2961 Industrial Rd., Las Vegas 89109

702-871-7111

13

Player Tracking Sys., Novelty Slot Machines, Gaming
Tables/Furn., Bingo, Keno, Bingo Acctg. Sys.

Sales & Svc., Consulting, Tech.
Svc., Maint, Repair, Bingo & POS

Robert Ducaj
1991

22 Enterprise Cabinet Corp.
51 N. Pecos Rd., Ste. 107, las Vegas 89101
francisco-ecc@msn.com

702-452-8000

6

Gaming Cabinets, Lamination

Gaming Lamination

Francisco Rosas
1988

23

702-735-4440

5

Video Poker/Gaming Machines/Slots

Sales & Svc.

Kiyoshi Akiyama
1997

24 Hospitality Plus, Inc.
PO Box 61222, Las Vegas 89160
hospitalityplus.com

702-435-6668

2

Bic Pens, Glass Ashtrays, Room Amenities

ONO

Karen L. Harris
1989

25 Coin Mechanisms
9009 Rive~ Edge Dr., las Vegas 89117

702-341-9400

Slot Machines

ONO

C. Greg Ramirez
1%9

26 Prime Table Games
3753 Howard Hughes Pkwy., Ste. 200, las Vegas 89109

702-892-3722

New Table Game Mktg.

New Table Game Design

Derek Webb
1996

Konami Gaming, Inc.
3800 Howard Hughes Pkwy., Ste. 570, las Vegas 89109
roni@intermind.net

1992

1977

NIA Casino Creations
3095 Montessori St, Las Vegas 89117
casinocreations.com

702-871-1299

ONO

Table Game Rental, Slot Rentals, Wheel of fortune
Rentals, Roulette Rentals, Dealer Rentals

5UJYei11ance, Training, Consulting,
Ed. Svcs.

VicTaucer
1988

NIA Gaming Today
4577 5. Industrial Rd., Las Vegas 89103
gamingtoday.com; gaming@vegas.infi.net

702-798-1151

ONO

Gaming Publication/ Newspaper

ONO

Chuck Di Rocco
1976

NIA Sigma Mechanical Engineering Consultants
330 E. Warm Springs Rd., Ste. 840, Las Vegas 89119
s4bijan@msn.com

702-315-42n

ONO

ONO

HVAC Design, PLbg Design

Bijan Salimi, P.E.
1998

DND = Did not disclose

BOOK!l!il]LISTS lllll]
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Note: The above infonnalion was supplied by representalivts of the listed companies in re,ponse to faxed SUM!)' loons. Companies not appearing did not respond. To the best of our knowledge. the inlonnation is accurate as of press time.
Whilo Mf'J effort is made to ensure accuracy and thoroughness, """'and omis,ions do OCDJr. Send corrections 0t aMrtions on company lettemead to TopRank Nevada Sta~ Book of Lists. Researth Dept, 2127 Parad"oe Rd., LV. NV 89104.
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Insurance Brokerage Firms
Ranked by Total Employees
~

No.
z
~

2
3
4
5
6
7

~~

EMPLYS

~

INSURANCE BROKERAGE
ADDRESS(ES)

PHONE

FIRM

8 Alpine Insurance
6160 Plumas St, Reno 89509
9 Mcfadden Insurance Agency, Inc.
6180 W. Viking, LV 89103

-

-

702-733-1380
702-385-3955
800-637-7026
702·734-5330
702·794-4444
775-829-1999
702-796-9100

775-829-2345
702-365-9800

9 V.W. Allabashi & Associates, Ltd.
1810 E. Sahara Ave., Ste. 200, LV 89130
11 New Yotlc
Insurance Co.
1850 E. Flamingo Rd., Ste. 200
12 Assurance, Ltd.
4325 S. Industrial Rd., LV 89104
13 l.aPorta-aartc-Leavitt Insurance Agency
_!'.ecos-Mcleod, LV 89121
14 Kellogg, Cutler, Yenchek, La Duke & Holmes
330 E. Charleston Blvd., LV 89104

702·735-4355

15 Kristie & Hullin Insurance Services
63 Keystone Ave., Ste. 301, Reno 89503

775-786-2731

16 Aniello Insurance
3012 W. Charleston Blvd., LV 89102
16 United American Insurance Company
~ W. Oakey Blvd., Ste. A6, LV 89146
18 The Laughton Company
50 Washington St, Ste. 100, Reno 89503
Comstock Insurance Agencies
9424 Double R Blvd., Reno 89511
BISA Insurance Services Inc.
2310 Paseo Del Prado, Ste. 202, LV 89102
George L. Brown Insurance Agency
920 E. Sahara Ave., L ~
22 Advance Insurance & Benefits, Inc.
222 S. Rainbow Blvd., Ste. 220, LV 89145

702-259-0250

F

Brandise & Martinet
2110 E. Flamingo Rd., Ste. 300, LV 89119
24 de Arrieta Insurance Agency Inc.
216 N. Minnesota St., Carson City 89703
~4 franklin/American General F'mancial-Group
3750 S. Jones Blvd., Ste. 29, LV '59103
il4 Independent Capital Management
3170 W. Sahara Ave., Ste. D-24, LV 89102
Menicucci Insurance Associates
204 Marsh Ave., Ste. 101, Reno 89509
Oasis Insurance Agency Inc.
1605 S. Eastern Ave., LV 89104

702-735·1933

Clari( & Associates of Nevada, Inc.
560 Hammill Ln., Reno 89511
29 mt Nevada Insurance Company
5250 Neil Rd .. ~le. R10 l!Mn R'l'i07
Ascentra Insurance Agency
2251 S. Jones Blvd., LV 89146
Auk> Insurance MaNChaparraJ COfp. of NV
3585 S. Maryland Pkwy., Ste. L, LV 89109
Heuer Insurance Agency Inc.
1301 N. McCarran Blvd., Ste. 101, Sparks 89431
lllanational Insurance Agency Inc.
40455. Spencer St, Ste.108, LV 89119
Roger, Worden Insurance Agency, Inc.
2210 E. Commercial Rd., Pahrump 89041
City Insurance Services
3441 W. Sahara Ave., LV 89102
Transamerica Life Companies
3m Howard Hughes Pfcwy.• Ste. 110N, LV 89109
CONTINUED

775-828-7420

Life

EOO

702-796-2000
702•798·3700
702-454-1400
702-384-6601

702-877-3406
775-323-3255
775-853-9424
702-255-1112
702-735-9333
702-254-6141

775-883-8880
702-221-8866
702-362-6040
775·333-0204
702-382-2442

775-823·7600

INSURERS
165 DND
DND
85 AIG, Reliance, Travelers, Fireman's Fund, St.
1984 Paul, Zurich, Mutual of Omaha, Sierra Health
65 Liberty Fire Ins., Liberty Ins. Corp•• Liberty
DND Life Assurance
64 All Carriers
1980
62 NY Life, Assurity, Standard, Met Life, Con1986 seco, The Mutual Groue_, AIG, GE
54 Arner. Nat'I Ins., Amer. Nat'I PC, Standard Ins.,
1973 1st Iowa. NE Agencies, Nat'I Flood, Foremost
41 Sierra/HPN, Aetna, J. Alden, NVCare, EMC, Safe. •
1986 co/Am. States, Hawk~, Nova Casualty,
Capital Indemnity, Hi
s, EICON, Ascentra
38 DND
1958
34 Travelers Inc.. Safeco, St Paul Fire & Marine.
1981 Relianr.e, Hawkeye Security, EMC, Firemans
Fund, American States, Hartford
34 Guardian
1988
30 DND
DND
28 Travelers, St pa:;;fzurich, PrincipalMutual,
1952 Great Amer., Hartford, J; Alden Life, Sierra H&L
26 Zurich, Federated, General Accident, Capitol,
1948 Travelers, Hartford, Firemans Fund, Repubtic
25 CAN, CGU, EMC, Hartford, Safeco, Firemans
1943 Fund, American States, Chubb, Progressive,
Capitol, PSM, ECION
21 Hartford, Firemans Fund, Ma,yland Casualty,
1981 Safeco, Kemper, California In~. Group, CSE
Ins. Group, American Bankers
___
20 Travelers, Federated, CNA, Hartford, CGU,
1963 Reliance, Cigna, AIG
20 DND
1975
19 All Carriers
1972
18 All Carriers
1957
17 Frontier, United Nat'I, Frontier Pacific, Dia·
1991 mond State, Zurich, Swiss Reins., ESIS, GULF
17 AIG, Firemans Fund, EMC, Hawkeye Sectirity,
1941 Rellanr.e, Royal, St Paul, Safeco
16 Safeco, Hartford, Omaha Property & Casual1989 ty, Travelers, Progressive, Amer. States, Nova
Casualty, Sierra Ins. GrouE_
16 All Carriers
1981
15 Safeco, Colorado Casualty, Allied, Hawkeye,
1984 Hartfom, Royal
15 All Carriers1991
15 All Carriers
1998
13 Reliance, Amer. States, Americon lnt'I, CNA.
1970 Safeco, Hawkeye/CGU, St Paul, Transamerica
12 State Nat'I. Clarendon, PAFCO, Penn NII,
1981 Phoenix, Coast Nat'I. CENCAL, Nat'I, Jeffer·
son, Chicago, Orion, Topa
11 All Carriers
1995
11 NIA

•
•
•
•

702-735-7150
775·358-5554
702-734-7301
775·727-5241
702-227-4462
702·697-5200

~t,~

..

• • ••••• •
••••
• •• •• •• ••
•• ••
••
•
• •

.,,.

(,0
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SENIOR NEVADA EXEc(s)
HEADOUART'ERS

• Home WasratWf Jeff Reinig
Los Angeles, CA

Disabil., Long·
Tenn Care

•
••••••••••••
• ••

••

••

•
•

Bruce Layne, CPCU
Las Vegas
Gary S. Bishop
Bos!Dn, MA
Kenneth Gallagher, LUTCF
Galveston, TX
DND
Las Vegas
Kenneth Gallagher, LUTCF
Galveston, TX
Robert Orgill/
Steve Singer
Las l(egas
Glen Gonfiantini
Reno
John P. McFadden
Las Vegas

Chet Koehler
Denver, CO
Lng-Term Care, John M. Habermehl
Mutual Funds tiew Yorlc, NY
David H. Lee
Las Vegas
Keith Jwnyon
Las Vegas
• International, Jack Yenchek
Municipalities Las Vegas

•
•••••••
•••••••••••••

•

•••••••••••••

Robert Hullin
Reno

LTC, Medigap

10
1998
10
DND
10
1929
10
1992

William A. Flake
Las Vegas

RI/SlySwain
Las Vegas
Lloyd Benson
Las Vegas

••

• lntemalional

•

Reno

••
•••••

All Carriers

10 Farmers Insurance
1977
9 Travelers, Deerbrook
1998
9 All Carriers
1997

Dennis Stiley
DND
Jim de Anieta
C.mon City
RichardL. Hoover
Las Vegas
Biyan Cunningham
Las Vegas
Bruno Menicucd
Reno
Ray Haldeman
Las Vegas
Sharon Z. Clari(
Reno
Wolfgang D. Daniel

•

Star insunu:ice, Williamsburg Insurance, Savers
Property & Casualty
-Hartford, Safeco, Progressive, Topa, AIG,
Daiiyland
Safeco, California. Hawkeye, CBIC

Rick Aniello
Las Vegas
DND
Md(111ney, TX
Mitchell C. Laughton, CLU
Reno
J.R. Sweatt
Reno

•

1QQ<;

702-365-6979

~~z~¢,

~~ o~~~,:,\\"¢ ....
.--i"'d'\,.."<>~ 't'-" ,-1>"1,<1"t,o,{~;._" ,_, ~0"

YL EST.
INNV

FallllelS Insurance Group
3770 Howanf Hughes Pkwy., Ste. 240, LV 89109
Layne & Associates
4045 S. Spencer St, 4th Floor, LV 89119
Liberty Mutual Grou~
5081 S. McCarran B ., Reno 89502
American National Insurance Agency, NV
4045 S. Spencer, Ste. B·2B, LV 89119
Tri Star Management, Inc.
3905 Paradise Rd., Ste. 155, LV 89109
American National
2450 Wrondel Way, Ste. A, Reno 89502
Orgill/Singer& Associates
550 E. Charleston Blvd., Ste. H, LV 89104
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M. Frances Sponer
Las Vegas
Erik Hess
Scottsdale, AZ
I.any Heuer
Sparks
Trad Graham
Las Vegas
Robert Worden
Pahrump
JessCorriclc
Las Vegas
Marty Flewellen
Las Vegas
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(continued)

Ranked by Total Employees
~

z

INSURANCE BROKERAGE
Al>DRESS(ES)

FIRM

PHONE

INNV

36 Valley-Leavitt Insurance
21 E. Mesquite Blvd., Mesquite 89027
156 N. Moapa Valley Blvd., Overton 89040
36 Western Risk Insurance
2345 Red Rock St, Ste. 320, LY 89146
40 Atkin & !'rater Insurance
1320 5. Casino Center Blvd., LY 89104

702-346-5779
702-397-2136
702-368--4217

INSURERS

9 Metropolitan, Progressive, Blue Cross/Blue
1978 Shield, Allstate, Travelers

9 All Carriers
1984
702-385-3453
8 American States, Employer.; Ins. Co., Hawkeye
1968 Seairity, Rremans Fund, Maryland CasualtyZurich, CBIC, Sierra Ins. Group, Safeco
41 Associated Benefit Consultants
702 -870-6800
7 All Carriers
604 5. Jones Blvd., LY 89107
1978
41 Knights of Columbus
__
775-746-0518
7 Knights of Columbus F"ratemal
6186 Chesterfield l:n.,-Ren<f89523=1905
41 Western Insurance Specialties
775·826-2333
7 All Carriers
1575 Delucchi Ln., Ste. 217, Reno 89502
1983
44 Assumet Insurance
702·262·5812
ii Traveler.;, St Paul, Safeco
5257 S. Eastern Ave., LY 89119
1990
44 Bibee & Associates
775-883-8325
6 Safeco, Calif. Ins., Progressive, Amer. States,
411 W. Third St, ~on City 89703
1984 Zurich, Civil Svc. Employees Ins., Republic,
Hawkeye Security, Highlands, Deerbrook, GRE
44 Cal-Nevada Insurance Agency
775-831-1422
6 CNA, Hartford, St Paul, Travelers, Safeco,
264 Village Blvd., Incline Village 89450
1971 Firemans Fund, Allied
44 Pete Trimboli Insurance Agency Inc.
702-731-1076
6 Farmers Ins., Various Commercial
990 E. Sahara Ave., LY 89104
1989
44 RJcMiller & Associates, Inc.
702-384-1229 .
6 DND
1818 5. Industrial Rel., Ste. 100, LY 89102
1984
44 Sage Insurance Services, Inc.
702-547-1900
6 Hartford, Progressive, CNA, American Reliable,
3505 E. Ramingo Rd., Ste. 5, LY 89121
1996 Farmers Home Group, Great American, Foremost. Sierra Ins. Group
44 Western Nevada Insurance Services
775--423-7056
6 Conseco, Blue Cross/Blue Shield, American
686 W. Williams Ave., Fallon 89406
1978 Medical Security, Equitable, UniCare, John
Alden, Principal, West Coast Life
51 American Insurance & Investment
775-322-1997
5 DPIC, Lexington, Hartford, St. Paul, Allied,
85 Keystone, Ste. H, Reno 89503
1983 RA&MCO
702-252-088851 Business Benefits Inc.
5 All Carriers
2620 Regatta. Ste. 122, LV89128
1981
51 Construction Industry Services of Nevada
702-696-9343
5 All Carriers
2225 E. Flamingo Rd ., Ste. 204, LY 89119
1995
51 hih lnsuran~
702·6~1-2151
5 DND
3~ Howard Hughes Pkwy., Ste. 200, LY 89109
1999
51 Morrow & Associates, Inc.
702-451-5533
5 5afeco, Progressive, Hartford, Travelers, CNA,
4401 E. Sunset Rd., Ste. 9, Henderson 89014
1979 Amer. States, Great Northwest Various Life/Health
51 Stratton, Cheeseman & Walsh-Nevada. Inc.
702-320-3001
5 All Carrier.;
3980 Howard Hughes Pkwy., Ste. 360, LV89109
1998
51 Sutherland's State Farm Insurance
775-738-92%
5 State Farm
698 5th St, Elko 89801
1986
51 Townes Insurance lency
702-227-1225
5 All Carriers
3221 W. Oakey Blv ., LY 89102
1996
59 Auto Insurance Service
702·369-2886
4 All Carriers
4300 W. Charleston Blvd., LY 89102
1997
59 Barton Associates
702-367-6090
4 All Carner.;
3100 W: SaharaAve.,-Sre. 202, LY 89102
1983
59 Employers Benefits Design
702-362-1788
4 All Carriers
4330 W. Desert Inn Rd., Ste. 6, LY 89102
1992
59 Insurance Designs Corp.
702-798-6690
4 DND
6165 Harrison Dr., Ste. 2, LY 89120
1989
59 Ron Langlands Insurance
775-782 -8563
4 Principal Fin., Humana, UniCare, The Guardian,
1664 US Hwy 395, Ste. 101, Minden 89423
1988 Amer. Med. Security, Fortis, Amer. Republic
64 Christiansen Insurance Networic, Inc.
775-829-1245
3 Standard Ins., UNUM, HHP, Great West Life,
1575 Delucchi bn., Ste. 101 , Reno 89502
1989 Union Central Life, Principal Ins., John Alden,
St Paul Medical Svcs.
775-782-2469
64 Farmers Insurance
3 Farmers Insurance
1544 Hwy 395, Ste. 5, Gardnerville 89410
DND
64 Lazzarone Insurance SelVices"
775-673--4456
3 All Carriers
2225 Green Vista Dr., Ste. 3!)5, Sparks 89431
1984
64 Lockhart Insurance Agency
775-827-2400
3 All Carriers
162 Hubbard Way, Ste. D, Reno 89502
1973
64 Senior Insurance Agency
775-829-9600
3 All Carriefs
160-B E. Plumb Ln., Reno 89502
1986
64 State Farm Insurance
775-826-2111
3 State Farm, Fortis
5005 S. McCarran Blvd., Reno 89502
1984
70 Cholce Insurance
702-871-1837
2 Dairyland, GRE Nat'!, NY Pac., Nova Cslty CGL.
2939 S. Decatur Blvd., LY 89146
1999 Inter-Cargo Bonds. Cencal Fll"St NY, Phoenix
Indent, Amer. Contr. Bonding, Dwight Financial
7<;}

\ \-ammond l mti.ntim '3CT'flt.C'3, \nc..

702-7'Y-J-7~"12

5185 S. Eastern Ave., LY 89119
70 Nevada Rrst Care
1005 Tenninal Way, Ste. 264, Reno, 89502
70 Nevada First Insurance Agency, Inc.
1005 Terminal Way, Ste. 264, Reno, 89502
76 Nevada Business Journal •
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Real Estate
ESO

•

•

•

••

•
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Terry Jardk
Incline Village
Pete Trimboli
Las Vegas
RJ. Miller
Las Vegas
Linda S. Yalkenburg
Las Vegas
LTC,

..

Medicare

Annamarie Higginbotham
Salt Lake City, UT
lim DeRosa
Las Vegas
Kenneth B. Cunningham
Mineola, NY
DND
San Francisco, CA
Chuck Morrow, au,CPCU
Henderson
Oaude Rosenthal
E. Lansin , Ml
Kelly Sutherland
Elko
Qalg,Townes
t.asye~
Jim Kimsey
Las Vegas
Morey Kaveh
Las Vegas
Cynthia Throm, RHU
Las Vegas
William A. Fortner
Las Vegas
Ronald G. Langlands, LUTCF
Minden
Malgaret Christiansen, RHU
Reno

• ••••

• •
••••••••••
••
•
•
• •
•••• •• •
•
•• ••

•
•••

•

•
Health

LTC

'S'1t:lld. ~h::dAh, HUlfldfld., Ht:Vculct CcUt:, 1-\t:\na

1980 US Healthcare, United Healthcare, Blue
Cross/Blue Shield, Principal Rn., Fortis
2 DND
1996
2 Nevada First Care, Oxford Life
1996

Medical

DNll

Terry Diegel
Fallon

Supplements

• •

•·. • • • •

Carrol J. Noonan
Las Vegas
DND
Las Vegas

Curtis R. Alexander
Las Vegas
2nd to Die
Don Krolak/Jerald Pitzer
Est Planning New Haven, Ci
Jacqueline Loforte
Reno
Joseph Boylan
Las.Vegas
John T. Bibee
Carson City

• ••• ••••••

..

Enc(s)

HEAllQUAIIIERS
Michael G. WaiteMesquite

••

•

SENIOR NEVADA

Medical

Mary Jane Lake
Santa Ana, CA
Dale Lazzarone
Sparks
Kay Lockhart
Reno
Robbie Rushing
Reno
Don Chang
Reno
Gail M. Andmon/
Bruce Anderson
Las Vegas
l'".G. Rusty Harrvntnll
Las Vegas
David Berty, M.D.
Reno
Ron Smith, M.D.
Reno

TopRanklNevada
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Ranked by Total Employees
No.
EMPI.J'5
"

!

INSURANct BROKERAGE FIRM

SENIOR NEVADA

PHONE

Anoms(Es)

yl~ : ·

70 Nevada Insurance Exchange
600 S. Virginia St, Ste. B, Reno 89501
70 Norm Schwartz Insurance
4180 S. Sandhill Rd., Ste. B-8, LV 89121
70 Retirement Benefits Group
6060 W. Elton Ave., Ste. A, LV 89146
70 The LaTourrette Agency
994 Forest St, Reno 89509
78 Accountable lnsuranceAgency
3555 S. Highland Dr., Ste. 5, LV 89103
78 Affordable Insurance of Nevada
DND
78 CYA Insurance Agency
3740 Brant St, Reno 89506
78 Summerlin Insurance Af,ency Inc.
7312 W. Cheyenne Ave., Ste. 8, LV 89129
NIA Nlstate Insurance
3005 Skyline Blvd., Ste. 140, Reno 89509
NIA Contact Financial Information
PO Box 826, Sparks 89432
NIA Diversified Financial & Insurance Services
3090 Knight Rd., Reno 89509
NIA Doroshow Insurance, Inc.
711 Mall Ring Cir., Ste. 103, Hdn 89014
NIA Harrison Insurance
--

nS-329-0425

102-731-n22
702-877--0221
775-786-1515
702-367-8531
n5-324-2438
n5-6T7-217fi
702-940-9400
775-827-3800
775-356-0955
n5-329-9636-

Dairyland. Van tiller, JG Murphy, Western
Surety Bonds, American Reliable, Jurger
All Carriers

••

702-648-1634
775-851-1131
702-740-8470
702-252-8778

•

•
•

DND

•

DND

•

•

All Carriers

Travelers, Progressive, Omni, State,
1999 Deerbrook, Legacy, Topa
DND Allstate
1974
DND All Carriers
1975
DND DND

NC::-

-•

All Carriers

All.c:a:iilm
Nat'I Health Ins. Co., Conseco Life
AIG, Reliance, Employers Reinsurance, Frontier, Safety Nat'I, Republic Western, CAN
DND

•

0-dfYoung
Reno
Norm Schwartz
Las Vegas
Daniel C. CUddy, Jr.

•

•

All Carriers

1

DND
1990
DND
1989
DND
1981
DND
1995
DND
1984

••

•

•

NI Carriers

1.994
702-369-1122

DND
NIA National Health Insurance Company
1515 W. Holcomb Ln., Reno 8951 1
WA SFA of Nevada. Int.
175 E. Reno, Ste. C-9, LV _89_1.,...
19_ __
NIA Southwest Insurance Assoc. of NV, Inc.
3085 S. Jones Blvd., Ste. A-4, LV 89146

2
1973
2
1989
2
1999
2
1975
1
1994
1
1993
1
1986

ExEc(s)

HEADQUARrERS

INSURERS

•

las Vegas
Disability, Bus. John A. LaTourrette
. Overhead Exp. Reno
William P. Orcharil
Las Vegas
Annuities, LTC Armando U. Garcia
Reno
Rex Williams
Reno
David Tanner
Las Vegas
Life Ins.
Bruce Berg
DND
Wes Griffin, CFP, CLV
Sparks
Tracy Robinson
Reno
Robyn Doroshow-Phillips
Henderson
Larry s. Hamson
Las Vegas.
Thomas Ghidossi
Reno
DND
Las Vegas
DND
Las Vegas

DND = Did not disclose

!"l'r.ffl Nair: The above information was supplied by repre,entalives of lhe listed coo,panies in respon,e to faxed survey forms. Companles not appearing did not respond. To lhe best of oor knowledgo, lhe information is accurate as of press time.
BOOK ~OF LI'""°
O I O ~ While..,.,., effort lsmadetoensureaccuracyandthoroughness, enooand ~doO<Xllr. Send COll!CtionsoradditionsoncompanylettemealltoTopRank Nevada Statewide Book of Us1s. R<!earth Dept, 2127 Paradise Rd., LV, NV 89104.

YOU SEE A COMPUTER KEYBOARD .
WE SEE SIX WEEKS OFF DUE TO CARPAL TUNNEL SYNDROME.

Work relatecfinjuries are painful. To employees.Jo you. So you spend a great deal of money every year protecting
your employees from harm. But who's protecting you? On July 1, 1999, a new law took effect that gives you
a choice in Worker's Compensation Coverage. Make the choice that's right for your
business. F-Or over 45 years we've protected Nevada's business owners.
OFFICES IN RENO, ELKO, WINNEMUCCA AND ELY • (7-75) 348-8880
ON THE WEB AT: WWW,INSURENEVADA . COM

I I: itl

~surance ManagementSemces
WHO'S PROTECTING YOU?
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Small Business Administration Lenders
Ranked by Total Amount of Loans Approved in Nevada n o-1-97 to 9-30-98)

..
~

z

""

2
3

4
5
6
7
8

9
10
11
12
13
14
15
16
17
18
19
20

21

22

23
24
25
26
27
28
29
30

31
32
33
34
35
36
37
38
39

LENDER
ADDRESS(ES)

PltONE(S)

Nevada State Development Corp.
3 50 S. Center St., Ste. 310, Reno 89501
Silver State Bank
691 N. Valle Verde Dr., Henderson 89014
U.S. Bank National Association
2300 W. Sahara Ave., Las Vegas 89102
1 E. Liberty St., Reno 89504
Heller Capital
ONO
Newcourt Small Business Lending
ONO
Southern Nevada Certified Development Co~.
2770 Maryland Pkwy., Ste. 212, Las Vegas 8 109
Norwest Bank
ONO
Bank of America
PO Box 98600, Las Vegas 89193
401 S. Virginia St., Reno 89501
Rrst Security Bank of Nevada
4425 Spring Mountain Rd., Las Vegas 89132
The Money Store Investment Corp.
3301 C St., Ste. 1OOM, Sacramento 95816
Community Bank of Nevada
1400 S. Rainbow Blvd., Las Vegas 89102
Zions First National Bank
One S. Main St., 3rd Floor, Salt Lake City, UT 84111
New Ventllres
626 S. Nin_th St.,
Vegas 89101
Goleta National Bank
4170 S. Decatur Blvd., Ste. 04, Las Vegas 89103
Business Bank of Nevada
3885 S. Maryland Pkwy., Las Vegas 89117
Bank of the West
DND
Commercial Capital Corp.
DND
Kirkwood Bank & Trust Co.
6900 Westcliff Dr., Ste. 702, Las Vegas 89128
Business Lenders Inc.
ONO
Bank of Commerce
1575 Delucchi Ln., Ste. 1168, Reno 89502
4055 S. Spencer St., Ste. 236, Las Vegas 89121
Wells Fargo Bank
3800 Howard Hutes Pkwy., 4th Floor, Las Vegas 89193
or, Reno 89501
1 E. First St., 3rd
Pioneer Citizens Bank
PO Box 2351 , Reno 89505
PO Box 19260, Las Vegas 89132
BankWest of Nevada
2700 W. S~ara Ave., Las Ve.gas 89102
Crown American Bank
DND
East County
DND
Colonial Bank
2820 W. Charleston Blvd., Las Vegas 89102
Transamerica Small Business Service
DND
Heritage Bank
PO Box 11920, Reno 89502
Placer Community Bank
ONO
Nevada State Bank
4240 W. Flamingo Rd., Las Ve~as 89125
294 E. Moana Ln., Reno 8950
Enterprise Community
DND
Borrego Sfaring Bank
2950 E. F amingo Rd., Ste. B-1, Las Vegas 89121
Imperial Bank
4616 W. Sahara Ave., Ste. 209, Las Vegas 89103
Great Basin
ONO
California Federal Bank
DND
Lodi National Bank
DND
CitiBank
3900 Paradise Rd., Las Vegas 89109
Steams Bank
ONO
First Western Bank
DND

DND = Did not disdose

re'

TOTAi. loANS
AMouNT
QUANIITf

loANS TO WOMEN

AMOUNT

& MINOIIITIES
QuANIITT

CONTACT(S)

775-323-3625

$24,123,200

69

$3,716,000

13

Bobbi Bennett

702-433-8300

18,858,224

47

225,625

10

Calvin Regan
Stephen Schneider
Nancy Erends Bahr

16,593,000

39

4,085,200

10

702-386-3616
775-688-3531
ONO

6,607,200

7

1,974,700

2

ONO

ONO

6,546,000

11

3,829,000

6

ONO

702-732-3998

4,993,000

12

1,750,000

3

Thomas Gutherie

ONO

4,754,400

22

1.373,300

8

ONO

4,725,250

52

1,572,400

20

702 -654-6822
775-688-8510
702-952·6654

Tony Fahr
BJ . North

4,710,800

44

2,230,800

23

Coletta Bruce

916-446-5000

4,554,700

8

235,000

702 -878-0700

3,818,525

22

2,778,200

15

14

1,127,200

4

Kent Moon

Paul Lilikov
Edward Jamison

801-524-4904

3 ,492,200

702-382-9522

3,474,000

8

2,114,000

5

Ernest Fountain

702-870-0870

3,325,000

9

391,000

2

Rachel Pokuta

702·794-0088

3,117,500

8

2,652,500

6

Greg Manley

ONO

3,041,200

9

1.324,300

5

DND

ONO

2,378,000

4

1,528,000

2

ONO

702-228-0941

1,532,000

7

395,000

2

Dennis Degree

DND

1,430,000

5

1,260,000

3

ONO

1,218,000

5

105,000

990,000

4

890,000

3

Sam Coletta
Jim Hackett

Jerry Murphy
June Cravens

775-693-2661
702-732-7655
702-791-6278
775-334-5561
949,000

4

658,000

3

775-688-7900
702-734-7342
702-248-4200

Jerry Martin
Sandra Umeno

920,000

10

172,000

2

Jack Wallace

ONO

826,000

826,000

ONO

ONO

778,800

2

667,500

DND

702-258-9990

61 6,000

5

70,000

ONO

558,000

2

0

0

ONO

775-348-1000

441,800

2

0

0

Mary Ganze!

DND

Maria C. Fernandez

440,000

DND

438,500

5

100,000

702-889-3161
775-689-1202
ONO

Gary Gibson
Stan Wilmoth

415,000

9

365,000

8

ONO

702-696-7245

329,000

2

0

0

Jerry Kennedy

702-880-0700

300,000

DND

191,650

2
4

440,000

Laurie S. Kalnin

300,000

ONO

130,000

DND

100,000

702 •796·3098

50,000

DND

30,000

0

DND

20,000

20,000

2

DND

83,650
50,000

ONO

100,000

ONO
Jake Fulkerson

25,000
0

DND
DND

Source: U.S. Small Business Administration, Las Vegas, NV

i'.IE]BODK~LISTS
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Hotels and Resorts
Ranked by Total Rooms
"'cz

0,:

2

: 3
4
5
6
7
8

9
10
11
12
13
14
15
16
17
18

HOTEL
ADDRESS
MGM Grand Hotel & Casino
3799 las Vegas Blvd. S., LV 89109
Luxor Las Vegas
3900 Las Vegas Blvd. S., LV 89119
Excalibur Hotel/Casino-3850 Las Vegas Blvd. S., LV 89109
Circus Orcus Hotel-Casino
2880 Las Vegas Blvd. S., LV 89109
Mandalay Bay Resort & Casino
3950 Las Vegas Blvd. S., LV 89119
Bellagio
3600 Las Vegas Blvd. S., LV 89109
las Vegas Hilton
3000 Paradise Rd., lV 89109
Paris Las Vegas
3645 Las Vegas Blvd. S., lV 89109
Treasure lslana
3300 las Vegas Blvd. S., lV 89109
Imperial Palace Hotel & Casino
3535 las Vegas Blvd. S., lV 89109
Rio Suite Hotel & Casino
3700 W. Flamingo Rd., LV 89103
The Mirage
3400 las Vegas Blvd. S., lV 89109
Stardust Hotel & Casino
3000 Las Vegas BlvE. S., LV 89109
New Yorit-New York Hotel & Casino
3790 las Vegas Blvd. S., lV 89109
Reno·Hilton
2500 E. Second St, Reno 89595
Trotcana Resort & Casino
38 1 las Vegas Blvd. S., LV 89109
Flamingo Hilton Laughlin
1900 S. Casino Dr., Laughlin 89029
Golden Nugget Hotel & Casino
129 E. Fremont St, lV 89101

PHONE

TOTAL ROOMS
ROOM RATES SPEOAL AMENmEs

702-891-7777
702-262-4000
702-597-7777
702-734-0410
702-632-7777
702-693-7111
702-732-5111
702-946-7000
702-894-7111
702-731-3311
102-2s2-m7
702-791-7111
702-732-6111
702-740-6969
775-789-2000
702-739-2222
702-298-3711
702-385-7111

5,005
$69-$189
4,467
59-$299
4,008
$49-$299
3,770
$39-$159
3;zoo

OwNER(s)
YEAR OPENED

Publicly Owned NYSE: Mei;

3 Showrooms, Events Arena, 15 Restaurants Ind. Emeril Lagasse, Marl< Miller & Wolfgang
Puck, 6.6-Acre, 5-Pool Complex w/Jacuzzis, Grand Spa Resort, 380,000-Sq.-Ft Cont. Ctr.
2 Theaters, Ra Nightdub, 24-Hr. Spa, 9 Restaurants, Bus. Ctr., Conv. Area

All New Rms., Tournament of Kings Jousting Dinner Show, Strolling Entertainers, 6 Restaurants,
Wedding Chapel, 2 Outdoor Pools
The Adventuredome Indoor Theme Parle, Free Circus Acts, The Steak House, Orcus Buffet,
Blinko Oown Marquee
15 Restaurants,~, Lagoon Area w/3 Swimming Pools, Wave Pool, Lazy River, 12,000-Seat
$99-$2911 Event Ctr., 190, ·Sq.·Ft. Mtg./Conv. Ctr., Mandalay Bay Theater
3,408
The Fountains of Bellaf/°' Via Bellagio Shopping Promenade, The Bellagio Gallery of Fine Art,
$159-$499 Cirque du Soleil's O o Bellagio
Star Trek: The Experience, 30,500-Sq.·Ft Race/Sports Superbook, Next to las Vegas Conven3,174
$119-$229+ lion Center
Eiffel Tower Experience, 10 French-inspired Restaurants, European Spa/Salon, 140,000-Sq.·Fl
2,916
$129-$350 Mtg./Conv. Space, 2-acre Rooftop Swimming Pool Area
Buccaneer Bay Sea Battle, Mystere by Orque du Soleil
2,885
$50-$550
legends in Concert, Antique/Classic Auto Collection, 25,000-Sq.-Ft. Mtg. Space, 10 Restau2,700
$49-$499 rants, Hawaiian Hot luau (Ap.-Oct), Bus. Ctr.
DND
DND
DND
The Secret Garden of Siegfried & Roy, White nger Habitat, Dolphin Habitat, Siegfried & Roy,
2,338
$79-$399 The Volcano at The Mirage
DND
DND
DND
2,020
Re~icas of Statue of liber!Y, Brooklyn Bridge, 12 NY-Style Skyscrapers, Manhattan Express
S79-S350 Ro ler Coaster, 6 Restaurants, Village Eateries, 4 Bars/lounges w/Entertainment
2,000
il Restaurants. Entertainment. Pool, Health Club/Tennis Oub, RV Parle, Shopping Mall
$70and up
1,990
Casino le{ends Hall of Fame Museum, Folies Bergere, Illusionary Magic of Rick Thomas,
Swim-Up lack Jack (Summer Only), Paradise Tower Rms. Incl. Refrig., Ironing Boards, Etc.
$Varies
1,912
Nightly live Entertainment/Showroom, On the Banks of the Colorado RiVer, Recently Renovat$17-$59
ed, Wedding Chapel, located Center Strip in Laughlin
1,808
Stefano's, Lillie langtry's, The Buffet. California Pizza Kitchen, Carson Street Cafe
$49-$129

1993
Mandalay Resort Group
1993
Mandalay Resort Group
1990
Mandalay Resort Group
1968
Mandalay Resort Group
1999
Mirage Resorts
1998
Parle Place Entertainment
1969
Park Place Entertainment
1999
Mirage Resorts
1993
Ralph Engelstad
1979
Rio Properties,-lnc.
1990
Mirage Resorts
1989
Boyd Gaming Corp.

MGM Grand, Inc.
1997
Parle Place Entertainment
1978
Aztar Corp.
1957
Parlt Place Entertainment
1990
Mirage Resorts
1946

CONTINUED
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Hotels and Resorts

(continuedJ

Ranked by Total Rooms
I
""
19
20
21
22
23
24
25
26
27
28

29
30

31
32
33
34
35
36

HOTEL

PHONE

ADDRESS

John ·Ascuaga's Nu,et
1100 Nugget Ave., parlcs 89431
Ramada Express Hotel Casino
2121 S. Casino Dr., Laughlin 89029
Ed~ewater Hotel/Casino
20 o s. Casino Dr., Laughtin 89029
Riverside Resort Hotel & Casino
1650 S. Casino Dr., Laughlin 89029
Pep~ill-Hofel Casino
270 S. Virginia St, Reno 89502
Jackie Gaughan's Plaza Hotel
1 Main St., LV 89101
The New Frontier Hotel & Casino
3120 Las Vegas Blvd. S., LV 89109
Si Redd's Oasis Resort Casino Spa
897 W. Mesqutte Blvd., Mesqutte 89024
Atlantis Casino Resort
3800 S. Virginia St, Reno 89502
California Hotel & Casino
12 Ogden Ave., LV 89125
The.Desert Inn Resort
3145 Las Vegas Blvd. S., LV 89109
Four Queens Casino Hotel
202 Fremont St., LV 89101
Hard Rock Hotel & Casino
~55 Paradise Rd., LV 89109
Sam's Town
5111 Boulder Hwy., LV 89122
The Resort at Summerlin
221 N:-Rarnpart Blvd., LV 89128
Alexis Park Resort
375 Harmon Ave., LV 89109
Sunset Station Hotel & Casino
1301 W. Sunset Rd., Henderson 89014
Fremont Hotel & Casino
200 E. Fremont St., LV 89101
CONTINUED

TOTAL ROOMS
ROOM RATES

800-648-1'177
800-243-6846
800-677-4837
702-298-2535
775-826-2121
702-386-2110
702-794-8200
702-346-5232
775-824-4400
800-634-6505
702·733-4444
800-634-6045
702-693-5000
702-456-7777
702-869-7777

OwNn(s)
YEAR <>PfNED

5ncw. AMEllmEs

1,657
Full-svr..Sakin. dub-level Rms'. W/Extra Amenities/News Svc., Yr.-Rounct AtriumPoof w/8 In·$79-$625 dividual Bubble Pools/Jacuzzi, 24-Hr. Casino
_~ 1,501
Adult-Only Tower, Free CoveredNalet Pk., Free 1940s Museum/Multimedia Show, 5 Restau$19-$149 rants. Free Lounge Ent., Free Train Rides
1,428.
Steakhouse, Buffet.:24:l:lr. Restawant;_free Live Ent, Adult:.Onty Actommodations Available,
$19-$150 Covered/Valet f'k7 Pool/Spa.
et/Mfg. Facilities
1,404
6-Plex Movie Theater, 32-Ln. Bowling Ctr., 900-Space RV Pk., Supervised Childcare Ctr., 6
$17-$89
Restaurants, 2 Free Car Exhibits, Swimming Pools
1,070
6 Restaurants:9ffiemed)lars, Waterfall Pool!Spa; 1,500 Slot Machines; All:Popufar falite
_
$49-$149 Games, Ree Airport Snuttle1,037
Outdoor Swimming, Tennis Courts, Fremont St Experience
$30-$75
Gilley's Dance Hall, Bingo, Poker Rm.
984
$49-$209
955
3 Golf Courses, Spa, 6 Pools, 24-Hr. Casino, 4 Restaurants
$59-$129
938
Health _Club/S~lndoorWaterlall P!'°',44,000-Sq.·Ft M~. ~ , 7 Restaurants, 4 ~1
$49-$359 ~.Airports uttte, N"ightdub, Casino, Across:From Reoo ~
,Conv. C1r., Free Pk.Nale_t.Svc.
781
Pacific Island Theme, Asian/Hawaiian Cuisine, Hawaii Packages Avail. to Hawaii Residents/
$35-$120 Natives
715
18-Hoie Champ. Golf;Eumpean-Style Spa/Full-Svc. Salon, crysiarshowrm., 5 Restaurants,
$240-$10K 30,000-Sq,-Ft MtgJConv. Fa'cllltles, Remodeled Acmmrt!(ldations, 32,000-~.-ft casino
690
Located on Fremont St. Experience, Mtg. Fae., Hugo's Cellar Gourmet Dining, 24-Hr. Casino
$29-$109
fi'lo
The Joinl (1 ,4-00-Seat Music Venue~. Pool!Beadi dub/Oil>anASfSang Beach, MOltQni's Gour$55-$550 met Italian-Restaurant. World',Largest-Hard_Rock Store,Mr. ltldcy's 24-1:!r. Coffee ~op
650
12 Restaurants, 56-Ln. Bowling Ctr., Mystic Falls Park, Free LighULaser Show, 2 RV Parks,
$45-$120 Western Dance Hall
541
Luxury Resort 25 Min.·Frpm The S~, 2 Smail Regent lnt'I Hotels;.5Q:{)OO-Sq·FtEuropwi-~
$195-$365 Style Gasino, 40,000-Sq. ft Spa, 9 ni<j_ue Restaurants
500
All Ste. Resort-Bungalow Style, P~asus Restaurant, Across From Hard Rock Hotel & Casino,
$89-$169 50,000-Sq.-Ft. Mtg. Space, Club exis Health Spa, 3 Outdoor Swimming Pools w/ Jacuzzis
457
Restaurants/Ent, 10.000-S(J.-ft Mtg. Space, Banquet Fae., Slots/Vtdeo Poker Machines, 13·
$49-$159 Screen Movie Complex, Kids Quejt:
447
Traditional LV Casino, Zagat Award-Winning Restaurants
$40-$85
0

702-796-3300
702-547-7777
800-634-6460

The Professional's Choice ...
Hmm Consulting Engineers offeIS a broad range of
professional engineering setvices, including;
• Prelimipaiysitein\1'5tigation-and cost buif&rong

• Lighting design
• Power tlistributioii design for law andmedium.
voltage systems

•

:r.he ni&hly trained professional staff includes
M.ecliani~I Engineers and designers, Bectrical
'En_gili.eers-ana designers, Construction
.Administrators and CAD Diilli.eis, as-well-as
-ou~tandfug administrative and office personnel.
Members of the 35-person firm hold professional
registration, collectively, in (3 stat.es.

~ sysiem srudies and analysis

• Heaiirig, veniilation, and air corulitionfng
~C) syst:~ design

• lluildingsimlliation,srudies, andlife cycle cost analysis.
• Model Eoogy Coile ralculations
• Plumbing design for soil, waste, vmt, bot and
cold water disnibution systems, medii:aI gas
systems; and process piping systems
• P.repaiaqon of oonscruaion:documems
. Construction.phase :iervkts

• Mechanical and ~cal systems-aJIIIIIU5'Siong
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RCEbas compfetecfmorelhan1000
projects in the last 15 years, with the
mafoti.ty of that business coming from
.repeat clieilts:or client referrals. HCE
has developed solid working relarion·
ships with contractors. regulatory
professionals, ua clientS, resulting
in projects that ,:un-smoothly,
.
11roduce professional
resJJlts, that are on
time'alld on buclget..

John Ascuaga
1955
Aztar Corp.
1988
-Mandalay Resort Group
1983
.
Don Laughlin
1966
~~~rmill C;ismos;'inc.
19 9
Jackie Gaughan
1976
RuffiriGarning, LLC
DND
WSR, Inc.
1986
John Farahf
1991
Bo~d Gaming Corp.
19 5
.Starwood Hotels & Resorts
Worldwide/ 1950
Elsinore Corp.
1965
Peter MortQn

1995

&v/d Cam.ng Corp.

197!1

SWiss

1!m

Casinos-ofAmerica

Hotels Nevada LLC
1984
Statton Casinos
1997
Bo~d Gaming Corp.
19 5

0)

c:
c:
0
·-

'U
.
~entt·1atton
.
Plumb1ng ::: I
I

~§Eectrica
u

TopRanklNevada
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Hotels and Resorts

(continued)

Ranked by Total Rooms
a

z

<

K

PHONE

IIIJra
Ammss

TOTAL

RATES
417
$21-$85
410
$30-$45

ROOM

I & Gambling Hall
Casino Dr., Laughhn
38 las Vegas Club Casino Hotel
18 E. Fremont St., LV 89101
Main St Station Casino, Brewery & Hotel
200 N. Main St, LV 89101
Days Inn-Town Hall Casino
4155 Koval Ln., LV 89109

D

~tt.lo-A5<-

25,ff:l[".IQliliia ~"Reoo$601
42 Howard Johnson Inn/
Da~ Inn at McCarran
51
Paradise Rd., LV 89119
43 World Trade Center Hotel &
Convention Complex
901 E. Desert Inn Rd., LV 89109
44 Siverton Hotel Casino
3333 Blue Diamond Rd., LV 89139
45
NuggeUaughnn
S. Casino-Or., Laughlin 89028
45 Hilton Grand Vacations Club
3575 Las Vegas Blvd. S., LV 89109
45 Thunderbird Hotel
1213 las Vegas blvd. S., LV 89104
48 Super 8 Motel
4250 S. Koval Ln., LV 89109
49 Holid?, Inn & Diamonds Casino
1000 . Sixth St., Reno 89512
50 Western Village Inn & Casino
815 Nicholes Blvd., Sparks 89431
51 ~.Plaza Hotel
1
Terminal Way, Reno 89509
52 Arizona Charlie's Hotel & Casino
740 S. Decatur Blvd., LV 89107
53 Pioneer Inn Hotel/Casino
221 S. Virginia St, Reno 89501

o

702-298-2442
702-385-1664
800-713-8933

406

702-79B-2m

$45-$175
360
$35-$150
351
$ONO 327
$49-$350

702-369-5750

310
$35-$195

702-731-2111
775-785-3300

702-263-?m
702-298-7111
702-697-2900
702-383·3100
702-794-0888
775-786-5151
775-331-1069
702-348-6370
702-258·5200
800-879-8879

OwliER(S)

ROOMS

304
$29-$199
300
$25-$89
300
$139-$399
300
$29-$89
295
$46-$160
284
$49-$109
281
$25-$60
270
$69-$129
258
$38-$69
252
$35-$200

SPECIAL

AMENmES

YEAR OPENED

RiVerfront Rms., Beach, Heated Pool/Spa, 24-Hr. Coffee Shop, Gourmet Restaurant; Adult-Only Santa Fe Gaming Corp.
Rms. Avail., RiVer View Bar, Walem"aft Rental, Discount ~ e Shop, 20,000-Sq.-Ft. Casino
1982
3 Restaurants-1 GourmeVThe Great Moments Rm., Seasons Pass Holder Program, Sports Hall
ONO
of fame
ONO
Critics' Choice Award-Best Downtown Hotel/Best LV Buffet, Anlique/Railcar Collectiorf-Free
Boy<I Gaming Corp.
1997
Self-Guided Tour
Heated Pool/Spa, Guest Laundry, 24-Hr. Restaurant, ln·Rm. Safes, Casino/Fun Boole, Ample
Hal Danzig
Free Pking.
ONO
;z:
__: ::-a "!L~lndud. Umeridcs Pub~ Grille, Lucky Forest, Fitzgeralds Card Fitzgerald's Gaming Corp.
1985
Remodeled- Home Ofc. Rms., Cocktail Lounge, Deli, 2 Pools, Mtg. Space, free 24-Hr. Airport
ONO
Shuttle/MGM Shuttle
1985
Refrigerator In All Rms., .Restaurant, Bar-Lounge, Heated Pool, Jacuzzi, Gift Store

AEI, Inc.
1995

Oversized Rms., BuffeVCoffee Shop/Deli, Lounge En(° Gift Shop, Arcade

Majestic Realty
1994
Steve Wynn
1988
Hilton Grand Vacations Oub
1994
Thunderbird Hotel-(;og>~
1948
DVL~
ONO
John Q . Hammons
1974
Peppermill, Inc.
1976
Western Hospitality
1982
Arizona Charlie'S:-lnc.
1988
ONO
1968

Tarzan's Nightclub, Indoor Atrium, 4 Restaurants, RiVerview Rms., Pool/Coottyard, Large Garning Area w/Race/Sports Book
_
All-Ste. Prop. wMews of Flamingo Pools/Lagoons, 1-2 BR Villas w/Whirlpool Tubs, Kitchens,
Washer/Dryer In All 1-2 BR Units, Fitness Ctr. w/lndoor Sauna/Spa
Bar, Lounge, Restaurant. Pool, Chapel
Casino/Restaurant Adjoining Swimming Pool, Spa, Comp. Airport Shuttle, Comp. 24-Hr. Cotfee Svc.
24-Hr. Casino, Outdoor Pool, New Health Fae., JT Ashley's-Southwestern/Am. Restaurant,
Pizza Hut On-Site, Rooftop Banquet Rm. _ _ _
Outdoor Pool, Free Pk.Nale!, free Airport Shuttle, 3 Restaurants, Snack Bar, Sports Book, BigScreen TVs
Conv. Ctr., .Restaurant, Airport Location, Aaes of Free Pieing., BusJCorp. Hotel, Close to
Downtown
Handicap Rms. Avail., Non-Smoking Rms. Avail., Pool/Jacuzzi, Slots, Video Poker/Keno, FullSvc. Race/Sports Bk., 24-Hr. Bingo Parlor, Live Blackjack, Craps, Roulette
Nightly Cash DrawfirgsR>r Hotel Glfests'. 3 llestauranls, 300+ Slot Machines, Single-Deck 21

CONTINUED

Since 1981, McCarthy has helped shape Nevada's
growth through our general contracting and
construction management services ...
Let McCarthy help build your visions into 2000
and beyond. Call Alan Johnson at (702) 990-6707.

We'll give you free office space for
up to 6 months. We'll even pay for
your moving expenses, tenant improvements and your decorating.

702-592-4098
WestPark Plaza

2260 Corporate Circle, Suite 480
Henderson, Nevada 89014
www.mccarthy.com

Class A office from $1 .65 per sq.ft.
Available locations: Rainbow & Charleston, the
Galleria Mall, and Craig & Martin Luther King
November 1999 •
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Hotels and Resorts
..

J

(continued)

Ranked by Total Rooms
HOTEL
ADD RISS

PHONE

TOTAL ROOMS
ROOM RATES

54 La Quinta Inn
3970 S. Paradise Rd., LV 89109
55 Nevada Palace Hotel & Casino
5255 Boulder Hwy., LV 89122
56 Downtowner Motel
129 N. Eighth St,,_LV 89101
57 Texas Station Gambling Hall & Hotel
2101 Texas Star Ln., NLV 89032
58 Santa Fe. Hotet & Casino
4949 N. Rancho D~, LV 89130
59 Doubletree Club Hotel
7250 Pollock Dr., LV 89119
60 Univers\lnn
1001 N. ,rginia St., Reno 89503
61 Carriage House
105 E. Harmon Ave., LV 89109
62 Crest B~et Inn
St, LV 89101
207 N.
63 Holiday Inn-Emerald Springs
325 E. Flamingo Rd., LV 89109
63 Howard Johnson Plaza Hotel
3111 W. Tropicana Av~.• LV 89103
65 Winners Hotel & Casino
185 W. Wrnnemua:a, Winnemucca 89445
66 Golden Gate Hotel & Casino
1 Fremont St., LV 89101
67 Algiers Hotel
2845 Las Vegas Blvd. S., LV 89109
68 King Albert Motel
185 Albert Ave., LV 89109
69 El Cartan Resort Casino
540 St., Hawthorne 89415
70 Best Western McCarran Inn
4970 Paradise Rd., LV 89119

702-796-9000
702-458-8810
702-384-1441
702-631 -1000
702-658-4900
702-948-4000
775-323-0321
702-798-1020
702-382-5642
702-732-9100
702-798-1111
775-623-2511
702-385-1906
702-735-331 1
702-732-1555
800-922-2311
702-798-5530

251
$75-$125
209
$40-5100
205
$25-$70
202
$59-$249
200
$55-$75
190
$59-$119
170

$3()?$150
155
$89-$345
151
$25-$60
150
$79-$300
150
$39-$189
125
$35-$79
106
$19-$90
105
$35-$125
104
$39-$59
103
$39-$42
100
$49-$129

OWIIER(S)
YEAR O PENED

5P£cw. AMENmES

Comp. Continental Breakfast. Shuttle Svc. To/From Airport/strip, 2 Swimming Pools/Spa. Fitness Ctr., Mtg. Fae.
Outdoor Pool/Spa, Adjacent to 168-Space RV Pk., Acres of Bus/Truck Pking., Special Rates for
CDL Drivers
Free Local calls/Faxes, TVNCR/Cable, Pool, BBQ, Free Breakfast, Coffee/Doughnuts, 5 Poker
Machines in Lobby
_
__
_

la Quinta Inns, Inc.
1994
Esquire Ltd.
1979
Ada Cohen

In-Rm. Safes, Coffee Makers, Alarm docks, Handicap-Accessible Rms.

Station Casinos
1995
Santa Fe Gaming C01p.
1991
Hilton Hotels Corp.
1998
State of Nevada
DND
Timeshare Hotel
1974
DND
DND
Zogob Enterprises
1991
DND
1974
Ray Pearson
DND
Mark Brandenberg
1906
Larry W. & Marianne
Hicks Kifer/1 953
King Albert Inc.
1972
DND
DND
McCarran Inn Associates
1979

Pool/Jaaizzl, Ice Arena/Stadium, 60-Ln. Bowling Cir., 24-Hr. Casino, Live Poker, 5 Restaurants
Club Rm., Au Bon Pain Bakery Cafe, 24-Hr. Club Bar wNideo Poker, In-Rm. Coffee Makers,
In-Rm. Hair Dryers/Ironing B<ls., 2-Line Speaker Phones
Redecorated Rms./Stes.• Cafe Ten-0-0ne Restaurant. Comp, Covered Pking-., On UNR Campus 4 Blocks from Downtown, Mtg.(Cal:ering, Cable TV, Free Local_Calls, Comp. Coffee Svc.
Condominiums/Stes. w/Kitchens, Airport Shuttle, Pool/Whirlpool, Tennis Court, 1 Block from
The Strip, Non-Gaming
DND .
Hair Dryers, Refrigerators, Wet Bars, Voice Mail/Data Ports, 24-Hr. Pool/Jaaizzi, Stes. w/Microwaves/Kitchenette, Free Exercise Fae., Comp. AirporUStrip Transp.
Restaurant. Lounge, Casino, .Comp. AlrportSh~f/4'-Mi. Wtsto rThe~Casino Access, ln-,i;;;. Coffee, Basic Cable, Handicap Acressibility, 2 Restaurants,

Liv; Ent

Live Piano Player Noon-Midnight
Pool, Parle by Rm., RestauranULoungeNideo Slot Bar, Walking Distance to Conv. Ctr./Wet it'
Wild
K"itchenetfes, Walking Dist. To Major Hotels, Swimming Pool, Free Local Calls
·24-Hr. Restaurant, Heated Pool, Refrigerators In Every Rm., Live Table Games
Comp. Continental Breakfast, Ffee AirporUArea Shuttle, Abium Lobby, In-Rm. Coffee/Hair
Dryers, Guest Laundry, Interior Comdors

1968

DND = Did not disdose

~ Natf: The .iiov. lmomlalloo was supplied by rq,resentalives of the &5t<d oornparie, in re,ponse ID faxed SUM)' loon,. Companie> not appwing did not re,pond. To the best of our i.-tedg,,, the infonnation is accurate as of press limo.
BDDK!i!:ll]LISTS
OF
Llll;.l;;J Whieeve,yetfortis madelocmu,.a«uracy and tho<t,ug,nes,, emxsandom-.Sdooccur. Send cooectionsoraddffionsoncompany letterheAd lDTopRank NeYadaSl3te,ode Booi<of Lm. Re<earch Depl. 2127 Paradise Rd.. LV, NV89104.

From Djgital Network & I-figh Speed Imaging to
Color Copies, Infinet Delivers the Total Solution!
Office Imaging Teclmology

Colar lrnag!ng -

Our technology experts will fully analyze your document processing requirements. Then

we'll research all options from our leading edge manufacturers, and deliver solutions that
meet your needs exactly. We'll design a placement program that fits your budget and a
properly scheduled service program to maximize productivity.

flexible Acquisition Options
We offer a wide range of placement options. We will custom-tailor a program to meet
your financial requirements.
• Just Add Paper - Our total copy management program includes equipment, all service,
parts and labor, supplies and price protection in one low price per copy. One monthly
invoice covers everything, just add paperl
• Trade-In Allowances - Get a generous trade-in on your current equipment, even if it's
covered by an existing lease.

The newest generatilm ofdigi.lal color
copiers produce the

industry's best
quality 01 the touch
ofabuiton.
Puwe,ful netwurking options turn

your color ropier
inlO a printer and
scanner.

Copying Systems &
DupllcatOIS-

Network Printers-

Multl-functlDn-

The answerf(JT' fast

Streamline your

From stale-oj-theart high-volume
duplicators UJ ml)re
mod.est setups,

and reliable higlt
oolume WQYkgroup
priming. New

today's systems
offer advanced fflG-

delivers a coslejJecti.ve solmilm

ojJi.ce processes by
integrating fax,
priming and even
scanning capabilities in one ci:mve-

turesfor aUUmuued
docu111.enl process-

output technology

j(JT' integrated

ni.ent unit

workgroups.

ing and assembly.

Expert Service & Local Support
• Guaum\nd ~l<.o l\.,.pvnao - Withln 3 houn.

• Remote Dlagnostles - Many systems monitor perfol1llllllce 24
hours a day, 7 days a week.
• Guaranteed Print Quality - For the life of the system.
• Factory Trained Technicians - Wiil fix your system rtght the

first time.
• Replacement Guarantee - If your system fails to perform
to specs when continuously covered by our maintenance
agreements, we'll replace it for up to 5 years.

Total Satisfaction
We'll deliver the right system at the right price, and we'll
back it up with the best service in the business.

lnfinel:
Business Solutions
UBS Group

3086 West Post Road, I& Vegas, NV 89118 • (702) 260-3003
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Connectivity -

We can deliver ojJi.ce

ci:mneclivity solutions
and help you manage
and plan for the tronsir
tum /() the /iJ/l!Jly digitn.l
workplllce.

Others get the headlines in Vegas
these days, but ... Station Casinos
are winning the game. Nearly
half of the growth in gambling
revenues in Las Vegas - and~
third in all of Nevada came from
Station CasinOS.
futbes Magazine,
April 19, 1999
Win •

In l998, Station Casinos' Las Vc
Who's
publicly traded gamm
eg~ ponfolio generated a high
~ng
1
g company m Las Vc o
er return on mvestme th
ocals market, Station Casinos dev 1 eoas. The undisputed leader in the $1 7 b~li an any other
offer local customers great ;::sfri~d operates complete entertainm~nt d ~n ~ Vegas
live
·
.
' endly service lu
.
estmations that
music. With four strategically located ' ff xm:>' mo~ie theatres, child care and
0 -stnp casm
comm · ·
·
umty m the country, Station C .
os m the fastest growino
asmos bas branded th
. o
locals' entertainment franchi e_pre-emment,

In Vegas?

se mLas Vegas.

To find out more about our future h
out on the web· w
.
, c eek us
. ww.stationcasinos.com.
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Retail/Shopping Centers
Ranked by Gross Leasable Square Footage
SHOPPING (ENTER
LOCATION

"z

~

(ITY

Boulevard Mall
3528 Maryland Pkwy.
Meadows Mall
Las Vegas
US 95 & Valley View
Galleria at Sunset
JI~
1300 W. Sunset Rd.
Fashion Show Mall
las Vegas
3200 Las Vegas Blvd. S.
Tropicana_ Center
~Ve~
3265 E. Tropicana Ave.
The Forum Shops at Caesars
las Vegas
3500 Las Vegas Blvd. So.
Sahara Pavilion North & South
lasV~
Sahara Ave. & Decatur Blvd.
Best in the West
las Vegas
Rainbow & Lake Mead Blvds.
Fashion Outlet of las Vegas
Primm
32100 Las Vegas Blvd. S.
Cheyenne Commons
las Vegas
Rainbow Blvd. & Cheyenne Ave.
Gateway Business Parle
i:asVe?
6310-6360 S. Pecos Rd.
3460-3490 E. Sunset Rd.
Rancho Sierra Center
las Vegas
~-4530 N. Rancho Dr.
Loma Vista Center
~ -~
4530-4640 Meadows Ln.
TBD
N. las Vegas
Craig Rd. & MLK Jr. Blvd.
Rainbow Promenade
Lake Mead & Rainbow Blvds.
Park Place Shopping Center
las Vegas
Maryland Pkwy. & Twain Ave.
Hualapai Commons
~5{~s
Charleston Blvd. & Hualapai Way
Best on the Boulevard
las Vegas
3850 S. Maryland Pkwy.
Decatur Crossing Shopping Center
LasV~
Decatur & Meadows Ln.
TBD
las Vegas
Sahara Ave. & Hualapai Way
Showcase
las V.egas
3785 S. las Vegas Blvd.
Silver State Plaza
Sparks
Prater Way & McCarran Blvd.
Paradise Plaza
Oddie Blvd.
Ridgeview Plaza
Reno
McCarran Blvd. & Mae Anne Ave.
Smithridge Plaza
~eoo
r-~ a, McCarran Blvd. & Smithridge Dr.
Crossroads at Sunset
Henderson
Sunset & Stephanie
Pebble MarketPlace
-fl~=
500-1550 N. Green Valley Pkwy.
Henderson Shopping Village
Henderson
826-898 S. Boulder Hwy.
South Shores Center
·!,as;Yeg~
8502-8584 W. Lake Mead Blvd.
Green Valley Town & Country
Henderson
Green Valley Pkwy. & Sunset Rd.
Winterwood Pavilion
!:as Vegas
Sahara Ave. & Nellis lllvd.
Las Vegas
Sahara Square ShoJping Center
Sahara & Marylan
Round Hill Square Shopping Center ~ ~ v e
~"''
212 Elks Point Rd.
Green Valley Town Center Phase II
Henderson
4500 E. Sunset Rd.
Smithridge Shopping Center
5000 Smithridge Dr.
Greenbrae Shopping Center
Sparks
DND
Paseo Verde Plaza
, !;(~~
55-75 S. Valle Verde Dr.
Eastern Center
las Vegas
2605 S. Eastern Ave.
Lake Mead/Decatur Shopping Center ~'il!'&as
1901-1975 N. Decatur Blvd.
N1oun'ta'm ?o'mt'-Nes't 'Dusmess 'i"ai'K las"~egas
5808 W. Spring Mountain Rd.
Greenbrae West Shopping Center
i ~
680 Greenbrae Dr.
Henderson
Green Valley Plaza
2600-2700 N. Green Valley Pkwy.

-~

2
3
4
5
6
7

.-

~

8
9
10
11

12
13
14
15
16
17
18
19
19
21

22
23
24
25
26
27
28
29
30
31
32
33
34
35
36
37
38
39
4\)

41
42

~ ·wmis

,paa,

CONTINUED
84

Nev.Ida Busines.5 Journal •

November 1999

LEASING COMPANY
LEASING AGENT

GROSS Sa. FT.
YR. BUILT OR
LEASING PHONE

General Growth Properties, Inc.

818-673-1039

General Growth Properties, Inc.
John Stevens
Forest City Enterprises
Gail Enderwood
The Rouse Co.
DND
KSK Property Mgmt, Inc.
Christine L-OVeriRg
Simon Property Group, Inc.
Jeff Silbert
Pan Pacific Retail Properties
Steve Erhard
Realty Holdings Group
Keith W. Bassett
Gordon Group Holdings Inc.

415-351-1226

Pan Pacific Retail Properties
Steve Erhard
Great American Capital
Bob Miller, CCIM
The Abrams Co.
DND
Fong & Associates
Ken Fong, CPM
CB Richard Ellis
Kit Graski/Alex O
Pan Pacific Retail Properties
Steve Erhard
Realty Holdings Group
Keith W. Bassett
CB Richard Ellis
Kit Graski/Alex O
Realty Holdings Group
Keith W. Bassett
Realty Holdings Group
Keith W. Bassett
CB Richard Ellis
Kit Graski/Alex O
Forest City Enterprises
Robert Shapiro
Grubb & Ellis/NV Commercial Group
Roxanne Stevenson
Gaston & Wilkerson Mgmt. Group
Ken Mattison
Grubb & Ellis/NV Commercial Group
Roxanne Stevenson
Grubb & 81is/NV Commercial Group
Roxanne Stevenson
Thomas & Mack
DND
American Nevada Realty
Richard Green
The Abrams Co.
DND

Fong & Associates
Ken Fong, CPM
Pan Pacific Retail Properties
Steve Erhard
Pan Pacific Retail Properties
Steve Erhard
Realty Holdings Group
Keith W. Bassett
Fleming Properties, Inc.
Glenn Fleming
American Nevada Realty
Richard Green
Gaston & Wilkerson Mgmt. Group
Marsha Jones, CPM
Fleming Properties, Inc.
Glenn Fleming
American Nevada Realty
Richard Green
Commercial Specialists
David Burns
The Abrams Co.
DND
'il.ealty 'c:xecu'l1ves
Soozi Jones Walker, CCIM
Gaston & Wilkerson Mgmt. Group
Marsha Jones, CPM
American Nevada Realty
Richard Green

213-488-0010
702-369-0704
702-451-1911
702-893-3807
702-258-4330
702-384-4488

RENOVATED

No. STORES
PARKING
SPACES

1,250,000
1967/1992
950,000
1978/1995
893,000
1996
840,000
1981/1993
567,939
1991
510,000
1992/1997
494,361
1989
470,000
1996

146
5,825
+140
4,750
130
6,000
145
3,600
50
DND
103
5,000
92
DND
25
DND

1998
362,758
1992
330,000
1998

2,065
45
DND

315,562
1990
275,000
1979/1983
270,000
1999
228,279
1997
225,000
1978
215,141
1999
206,000
1994
200,000
1986
200,000
TBD
190,000
1996
188,353
1975
187,936
1972
186,911
1989
168,521
1982
164,500
1995
160,000
1997
133,332
1983
132,700
1991/1996
130,722
1990
127,975
1990
120,000
1999
118,394
DND
117,902
1995
116,300
1985
112,000
1964
110,000
1998
108,981
1999
98,511
1980

31
DND
15
DND
TBD
TBD
26
DND
20
DND
TBD
TBD
7
DND
24
DND
TBD
TBD
5
1,300
DND
DND

702-650-9111
702-258-4330
702-255-0925

818-986-1455
702-646-5711
702-369-4800
702-258-4330
702-384-4488
702-369-4800
702-384-4488
702-384-4488
702-369-4800
213-488-0010
775-332-2800
775-828-1911
775-332-2800
775-332-2800
702-368-4200
702-458-8855
818-986-1455
702-646-5711
702-258-4330
702-258-4330
702-384-4488
775-673-5500
702-458-8855
775-828-1911
775-673-5500
702-458- 8855
702-364-0909
818-986-1455
J\)2-2Yl -4<fi:fo

702-828-1911
702-458-8855

?>2,'0Cf;:,

1997
90,000
1960/1990
89,332
1986

50

ANCHOR STOREs/MAlOR TENANTS
Dillard's, Macy's, J.C. Penney, Sears
Macy's, Dillard's, JCPenney, Sears
Dillard's, JCPenney, Mervyn 's California, Robinson's-May
Saks Fifth Ave., Neiman Marcus, Robinson'sMay, Dillard's, Macy's
Wal-Mart, Sam's W'1olesale Club, Sears Hardware, Office Depot
Versace, FAO Schwarz, Spago
Von's, Sports Authority, Office Max, Long's
Drug
Best Buy, Petsmart, Jo Ann Etc., Borders Books,
Old Navy, Office Depot
DND
Wal-Mart, Jumbo Sports, 24 Hour Fitness, Ross
Pep Boys, Carpet Barn

+900

22

Kmart, Smith's Food & Drug, Hallmark Gold
Crown Store
Mervyn's, Sav-On Drugs, Toys R Us
Home Depot
United Artists, Linens N Things, Barnes & Noble,
Cost Plus, Office Max
Von's, Mervyn's
Smith's Food & Drug Centers, Home Depot
Best Buy, Cost Plus, Cor,::land's Sports, Barnes &
Noble, Jo Ann Etc., Hal mark Creations
Target, Marshall's
TBD
Worid of Coca-Cola, Ethel M Featuring M&M's
Worid, All Star Cafe, GameWorks, UA Theaters
Safeway, Mervyn 's
Kmart Superstore

906
DND
DND
DND
DND
13
DND
31
DND
27+Kios~
DND
21
DND
36
DND
23
DND
1·5
DND
24
DND
14
DND
22
700
18
DND
20
DND
4
743
19
DND

..

\)

422
26
340
31
DND

Shopko, Safeway
Steinmart, Trader Joe's, Macfrugal's
Toys R Us, Sports Authority, Borders Books
Smith's Food & Drug, Wendy's, Bank of America, First Sea.Jrity Bank
Smith's Food & Drug, Big O Tires, Checker Auto
Parts
Raley's Supermarket, Rite Aid Drugs, Hallmark,
U.S. Bank
Lucky/Sav-On Super Store,. Euphoria Day Spa
Von's, Heilig Meyers, Kinko's
Lucky's, Sav-On
Safeway, US Post Ofc.
United Artists Theaters, Barley's Casino & Brewing Co., Petco, Wherehouse Entertainment
Toys R Us, Pep Boys, AirTouch, Chili's, Men's
Warehouse, Chuck E Cheese
Ben Franklin, Hancock Fabrics, New Greenbrae
Theaters
Raley's, McDonald's
Harley Davidson, 24 Hour Fitness, Wendy's
PriceRite Grocery Warehouse, Hancock Fabrics..
Big O Tires
'uesigner 1-/t,:, W,!/r., 'rn'u:l',ur..
Greenbrae Jones, Big O Tires, Sparks Justice
Court
Trader Joe's, Pretty Party Place, Green Valel
Drugs, Bank of America
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SHOPPING CIJITER
LOCATION

LEASING COMl'IUIY

CITY

l.EAslNO PHONE

LEASING AGEHT

GROSS So. FT.

No. SYOIIES

YR. Buru OR

PARKING

RENOVATED

s,.as

ANCHOR STOREs/MAJolt TENANTS

43 Tropicana/Nellis Shopping Center
~Vegas
16 America's Best Furniture, Nevada State Bank,
The Abrams Co.
818-986-1455
84,584
4900-4970 E. Tropk:ana Ave.
DND
Radio Shack
DND
1980
Reno
44 Village Shopping Center
18 Long's Drugs, Godfather's, Fitness Millennium
775-828-1911
Gaston & Wilkerson Mgmt. Group
81.428
California & Booth
DND
Ken Mattison
1959/ 1962
45 Evergreen Plaza
10 Long's Drugs, Savers
Sparl<s
775-673-5500
Reming l'mperties, Inc.
80,604
Oddie Blvd.
DND
DND
Glenn Reming
46 South Lakes Center
Las Vegas
20 Walgreen's
702-384-4488
Realty Holdings Group
75,000
Desert Inn & Fort Apache
DND
Keith W. Bassett
2000
47 Pyramid Park Shopping Center
Sparl<s
DND
Scolari's
Grubb & Ellis/NV Commercial Group 775-332-2800
70,368
Holman & l'yramid
DND
Rick LaMay, CCIM/Mark Keyzers
1962
48 TBD
Las Vegas
TBD
TBD
CB Richard Ellis
775-369-4800
69,000
Tropicana Ave. & Rainbow Blvd.
TBD
Kit Graski/Alex O
TBD
48 Coliseum Meadows
Reno
DND
DND
66,207
Grubb & Ellis/NV Commercial Group 775-332-2800
Kietzke Ln. & Moana tn.
DND
Rick LaMay, CCIM
1978
Las Vegas
50 Bridgeport Village
22+Pad
Village Pub & Casino; Mail & More, Inc.
702-221-4500
Realty Executives
55,303
2620 Regatta Dr.
DND
1992
Soozi Jones Walker, CCIM
51 Fernley Plaza
Fernley
DND
Scolari's Food & Drug
46,770
Grubb & Ellis/NV Commercial Group 702-332-2800
US 40 & Newlands Dr.
DND
Rick LaMay, CCIM
1980
52 Desert Breeze Plaza
Las Vegas
31
Allstate, Nevada Wine Cellar, Port of Subs
702-221-4500
44,640
Realty Executives
8665 W. Flamingo Rd.
242
Soozi Jones Walker, CCIM
1998
Reno
53 McCarran Landing
DND
DND
Grubb & Ellis/NV Commercial Group 775-332-2800
43,927
Longley & McCarran
DND
Roxanne Stevenson
1997
54 Peace Plaza
Las Vegas
20
The Mack Co.
22,000
Realty Executives
702-221-4500
Peace Wy. & Buffalo Dr.
511
Soozi Jones Walker, CCIM
1999
Pacific
Business
Center
55
Las Vegas
UnderH20
702-221-4500
9
20,011
Realty Executives
6235 S. Pecos
DND
Soozi Jones Walker, CCIM
1997
Reno
56 Panda Crossing
DND
DND
Grubb & Ellis/NV Commercial Group 702-332-2800
16,306
1999 S. Virginia St.
DND
Rick LaMay, CCIM
1954/ 1998
57 El Chaparral Shopping Center
Reno
DND
DND
Grubb & Ellis/NV Commercial Group 775-332-2800
12,672
Oddie & Sutro
DND
Roxanne Stevenson
DND
58 Cheyenne Crossing
Las Vegas
15 Target
JM Mgmt. Inc. dba CIB
702-792-1198
2,500
3250 Tenaya Way
DND
Jess Meadows
DND
NIA North Reno Plaza
Reno
DND
DND
Grubb & Ellis/NV Commercial Group 775-332-2800
DND
1901 Silverada Blvd.
DND
1964/1995
Rick LaMay, CCIM
NIA Old Town Mall Annex
Reno
DND
DND
Grubb & Ellis/NV Commercial Group 775-332-2800
DND
Peckham Ln. & S. Virginia St.
DND
Roxanne Stevenson
DND
DND = Did not disclose
BOOK!i,,'!)j]LISTS
Note: The aixNe infonN!ion was supplied by representatives of lhe isl!<I a,rnpan;es in,- to faxed loons. Compan;es not appearing did not respond. To the best of our knowledge, the lnlomwion is amna1e as of press ~me.
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21 Years of

Performance ...
Not Promises

NA//Americana Commercial.
Nevada's Largest Commeraal Real Estele Company
f11cilit.eted the disposition of.

MILLENNIUM FOTO
Harrah sHotel/Casino

Soozi Jones-Walker, CCIM
Broker/Salesman
•
•
•
•
•

Office/Retail Leasing
Office/Retail Sales
Investment Land
Income Property
Build-to Suits

702-221-4500

!«

$1,260,000.00

Sal Granati & Deborah Sharp

NA•~~~
-Amtriraln-

rr
w.

1903 S. Jones Blvd. #100
Las Vegas, Nevada 89102
Soozlj@aol.com

C(IGEl(SII.RE.11.Mo\lt&Vl:5.1"0ILDI\U

mo & .......,11oo4 Soil, m
IM.._ IIVl9lff
(l17,17!Ual

Tour Ill II: www.AmeituaC1mma-dal.om

Each office indep endently owned and operated
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Trucking Companies
Ranked by Total Nevada Employees
GAMING SUPPLIER
Al>DRESS(ES)
EMAIL I WEBSITE

.."'
z

"'

PHONE

MATERIALS HAULED

INDUSTRIES SERVED

RANGE SERVED

SENIOR NV ElcECUTIVE
HEADQUARTERS

EMPLOYS
VEHICLES

, ?75-785-7581

150
270

General Commodities, LTL

DND

Nevada, Southwest, Utah,
Arizona

Jim Anderson
Reno

702-362-7495

109
95

Gen. Commodities, Bldg. Materials,
Food Prod., Detail Items

Food Distribution, Retail, Building/
Construction, Manufacturing

Nevada, Southwest, Pacific
Northwest, Arizona

Paul Truman
Las Vegas

. '702-632-2931

85
100

Flatbed Pipe/Wallboard, Heavy = l
/Const Materials, ReeferNan F

All

U.S.

Mitchell Truman
N. Las Vegas

4 Art Wilson Co.
PO Box 20160, Carson Crty 89721
awco@awgypsum.com

775-882-0700

45
18

Gypsum, Aggregates

Agricultural, Cement Production

Northern Nevada, Pacific
Northwest

Art Wilson
Carson City

5 USF Reddaway
1555 Kleppe Ln., Sparlcs 89431
usfreddaway.corn

775-358-2552

44
21

Various (LTL), Gen. Commodities

Paint. Automotive, Various Industries, Medical Supplies

Northern Nevada, Pacific
Northwest, Rocky Mtn.
States, Western Canada

Ron Longchamps
Clackamas, OR

6 Sierra West Express
850 Bergin Way, Sparks 89431

775-355-9595

33
39

DND

DND

Nevada, Southwest

Mike Nelson
Sparks

, ,702-645-5848

31
30

Const. Eqpl, Water, Sand, Gravel,
Asphalt. Demolition Debris

Construction, Public Works, Highway Construction

Southern Nevada

Brent Conrad
Las Vegas

8 Trans Wood Inc.
3409 Desert Gem Rd., Winnemucca 89445

775-623-0707

30
15

Chemicals, Cement, Bulk Commodities, Petroleum

Mining, Various

U.S.

Mike Lillig
Omaha, NE

9 Cross Continent Transportation Group Inc.
965 Trade Dr., Ste. B, N. Las Vegas 89030

702-642-0202

24
11

Exhibits/Displays, Art, Electronics,
Medical

Conv. Ctrs., Art Galleries, Hospitals, U.S., Canada, Mexico
Ofc./Warehouse/Home/Bus.

Harold Wiebold
N. Las Vegas

775-738-4122

23
5

Eqpt., Communication Shelter,;,
Tanks

Mining, Construction,
Communications

U.S.

Elko

All

All

U.S.

Jeff Neagle
Las Vegas

Heavy Eqpt., Flatbed Freight

Construction, Dirt Work, Mining

Nevada, Pacific Northwest

Lucille Maga
Winnemucca

Anderson & Sons Trucking Co. Inc.
2401 E. 5th St., Reno 89512
jimmyaasn@aol.com

2 Truline Corporation
PO Box 28849, Las Vegas 89126
3 Pan Western Corporation
4910 Donovan Way, Ste. A, NLV 89031

7 Werdco BC Inc.
4660 Flippin St., Las Vegas 89131
bctransportation@woridnet.att.net

10 Perry Crane & Rigging Inc.
2211 N. 5th St., Elko 89801
11 Neagle Freight Systems, Inc.
2400 S. Jones Blvd., Ste. 5, las Vegas 89146
neaglejcn@aol.com

702-221-7871

16
150

775-623-2768

15
11

j

12 Maga Trucking/ Maga Truck Services
PO Box 225, Winnemucca 89446
maga@the-onrarnp.net

t3 Conus Transportation, lnc./Conus lnter5tate, Inc, -775-358-8003

14 • Bldg. Materials
0

155 Glendale Ave., Ste. 4, Sparks 89431
conusinter5tate.comIconus@conusinter5tate.com

13 Mohave Trucking Company

14
16

Dry Freight

All

Southern Nevada, Sou .h.•...e,t James Syter
Las Vegas

702-368-4035

13
14

Gen. Commodities, LTL & Truckload

Hotels, Dist Warehousing, Const
Supply Operations, Retail Sale Ops

Southern Nevada, Southern
California

Frank Dudenhofer
Las Vegas

775-726-3776

12
6

Sand, Gravel, Concrete

Highway Aggregate, Concrete

Nevada

James E. Wilkin
Caliente

Construction

U.S.

Ron Snider
Las Vegas

Mining Cos.

Northern Nevada, Pacific
Northwest

Derald D. Ulmer
DND

Warehousing, Manufacturing

Northern Nevada

Robert L. White
Reno

Air Freight, Local Ground Freight

Trade Shows, Hotels, All Local
Cartage Industry

U.S.

DND
Newark, NJ

9 Mining Supplies, Dry Goods, Printed
8 • Materials, Scientific Supplies

Mining, Grocery, Scientific, LTL

U.S.

Mike J. Meade
Elko

Electronics, Art, Exhibit, Medical

Convention Center,;, Art Galleries,
Hospitais, Offices

U.S.; Primarily So. NV, So.
Utah, No. Ariz., Los Angeles

Harold Wiebold
N. Las Vegas

Aggregates, Asphalt, Dirt

Construction

Southern Nevada

Gary A Castello
Las Vegas

Conv. Displays, Exhibition Materials,
Printed Matter

Air Freight Forwarding, Gaming,
Airlines

Southern Nevada

Jerry Davis
Hawthorne, CA

Printed Matter, Gen. Mdse, Dry/
Canned Goods, Gaming Devices

l'Iinting/Publishing, Food, Gaming,
Industrial Supply

Nevada, Southwest, Pacific
Northwest, California

am Manker
City of Commerce, CA

Gen. Freight, Bldg. Mats, Cabinets
(New Const)
•

Building, Warehousing, Service,
General

Nevada, Southwest,
Contracts/U.S.

David Bradley
Las Vegas

Heavy Haul Eqpl, Machinery, Van
Shipments, Conv. Materials

All Freight For Trucks

U.S.

James Smith
Las Vegas

Building, Mining, Manufacturing

U.S.

DND
Sun Valley

1 · Gen, Commodities

Manufacturing/Distribution

U.S., Canada, Mexico

Dean Baumgartner
Walnut Creek, CA

1
6

Construction Contractor,;,
Wholesale Supplier,;

Southwest, Pacific
Northwest

Jim/Louise Swires
Wadsworth

3049 Rigel, Ste. ANS, Las Vegas 89102

16 Jim Wilkin Trucking & Redi-Mix
1001 Antelope Canyon, Caliente 89008
jwtrucking@yahoo.com

12 : Heavy Eqpl

702-270-2323

16 Silver State Trucking
3420 W. Mesa Verde Ln., las Vegas 89139

18 Gresham Transfer, Inc.

10

j

775-753-7999

10
9

;775-322-6646

10 , LTL Freight
10 ,

320 Union Pacific Way, Elko 89801
18 Horizon Freight Systems, Inc.
1775 E. 4th St., Reno 89512
horizonfrt@aol.com

20 A&F Services, Inc.
6285 Mojave Rd., Las Vegas 891 io
2'D MGL Trucking, Inc.
PO Box 1530, Elko 89803

702-454-6520

9
6

" 775-738-6560

20 Pratt Logistics Inc.
965 Trade Dr., Ste. B, N. Las Vegas 89030

702-649-8930

9
4

23 Castello-Propster Inc. dba C&P Enterprises
3055 S. Hollywood Blvd., Las Vegas 89122
24 Sierra Alta Express

702-440-8013

7
10

702-597-9293

6
5

702-365-8622

5
30

702-898-9563

4
14

702-452-2255

3
1,000

5435 Procyon Ave., Las Vegas 89118

2~ Of Service Warehouse/Transportation
4980 Statz St., Ste. 130, NLV 89031

26 Bradley Transportation Services
dba Colorado River Express
4900 Dunkirk Ave., Las Vegas 89121
ir,;hlck@worldnet.att.net

27 Smith Agency/Land Star Ligon
DND
jasmith@landstar.com

ie Advantage Brokerage/
Vendco Trucking Inc.
5775 Stella Dr., Sun Valley 89433
vendcotrucking@gbis.com

2S Bay Area Piggyback, Inc.

DND

•702-568-5545

OF

.

by.=:::

Note: The above information was supplied
While ""''Y effort is made ID ensure ao:uracy
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Dry Bulk Commodities

• Gen. Commodities, Eqpt./Machinery, Specialized

NIA
775-351-1222

=Did not disclose

BOOK!,'!l!]LISTS lllI1]

1
21

775-673-1101

1027 Twin Berry Ct, Henderson 89015
bayareapig.com

28 J&L Transportation
Box 250, Wadsworth 89442

Cliff Phillips
Sparks

702-456-4766

PO Box 15207, Las Vegas 89119-5207
mohavetrucking@inarne.com

15 Vegas Trucking Company

Building, Manufacturing & Dlstnbu- U.S.
lion Center,;

Darcy Perry

Bldg. Materials

of the listed companies in response ID faxed survey fonns. Companies not appearing did not respond, To 1he best of oor knowledge, the inlonnation is aca,rate as of press time.
thoroughness, enors and omissions oo occur. Send corrections or additions on company lettemead ID TopRank Nevada Slalewide llook of Lists. Research Dept, 2127 Paradise Rd.. LV, NV 89104.

NEVADA
BRIEFS

Great Basin dedicates llbrary,
announces new project

he state of Nevada awarded IT Strategies International Corp. a two-year
master service agreement contract that
will allow the state of Nevada to obtain
computer consultants on an as-required
basis. IT Strategies is a global computer
consulting firm headquartered in Las
Vegas since 1996.

reat Basin College (GBC) recently
celebrated the opening of its new library, which features a reading room, a
satellite down-linking facility and an electronic library instruction classroom. GBC
also announced plans for a $4.5 million
Donald W. Reynolds Foundation project
for its campus; the project will include a
50-foot clock tower, a 500-seat amphitheater, a waterway, improved walkways and
vegetation and a solarium linking the fitness center, the GBC Theater and the community center.

First Independent Bank opens
South Reno location

Heart Imaging affiliates with
Valley Health

irst Independent Bank of Nevada
opened its doors for business in late
September at 6518 South McCarran Boulevard in Reno. First Independent focuses on
serving business and professional markets,
providing commercial banking services
that include deposit and loan products. The
bank is owned, operated and capitalized by
Nevadans, with 96.4 percent of its $10 million startup capital funded by Nevadans.
Seventy-seven percent of the bank's investors are Northern Nevada residents.

H

G

State of Nevada contracts
with IT Strategies

T

F

eart Imaging established an official
partnership with and is now an affiliate of The Valley Health System, which includes Desert Springs Hospital Medical
Center, Valley Hospital Medical Center
and Summerlin Hospital Medical Center.
Heart Imaging is the only facility in Nevada to offer the Ultra Fast CT scan, a 10minute, non-invasive procedure that uses
beams of electrons to create interior heart
pictures that can detect artery calcification
and predict coronary artery disease.

New gaming firm opens
ilver State Gaming enjoyed its official grand
opening as an exhibitor at
the recent World Gaming
Congress and Expo in Las
Vegas. The company is
headed by Rory L. Bedore,
Bruce I. Familian and Dan
H.Dahl (pictured left to
right). The full-service gaming company will offer a
wide range ofproducts and
services for casinos worldwide, including in-house analysis, casino furniture, private party consultation and
exclusive patented game designs. Silver State Gaming has received approval from
the Nevada Gaming Control Board for two new table games.

S

Nevada Museum of Art one of
three honored by White House
he Nevada Museum of Art (NMA) in
Reno is one of just three recipients this
year of the National Award for Museum
Service, an honor bestowed annually by the
White House. The award honors outstanding museums that demonstrate a commitment to public service with innovative programs addressing social, economic or
environmental issues. The NMA's educational initiatives include the E.L. Cord Museum School and scholarship program and
Hands/On family programs. Youth Artworks (photo), an arts-based youth employment program, was developed by the NMA
in partnership with the Reno Police Department and Sierra Arts Foundation to educate
train and mentor youth in the arts. This
year's other honorees are Lincoln Park Zoo
in Chicago and St. Simon's Island Lighthouse Museum in St. Simon's, Ga.

T

Semper Systems expands
to Las Vegas
arson City-based Semper Systems, a
technology company specializing in
Internet integration services and IT business solutions, expanded operations to Las
Vegas. Established in 1996, Semper Systems offers services such as e-business
strategy, e-commerce Web site development to implementation, marketing and results analysis. The company's new offices
are located at 2255 Renaissance Drive.

C
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Do you foresee any improvement in the mining industry?
What is your business community doing to weather
hard times for the mining industry?

BILL SIMS• Management Consultant
Small Business Development Center Churchill, Humboldt, Lander, Pershing Counties

CHARLIE VOOS

We 're weathering the

Community Development
Director - Elko County

dip well - Barrick,

don't see any near term recovery - that is, recovery
within the next 10 years. We
need to be planning for business as it is now, at least in
the mining sector. Retail merchants and service businesses
are working harder to gain the
customers and the business
we have here by offering
products and a level of consumer service targeted toward
keeping more of our dollars
locally as opposed to having
people drive to Reno. Small
businesses are also working

ince the IMF decided not
to sell substantial portions
of its gold reserves, the E~o
community has taken a sigh of
relief. We think the price of
gold has probably stabilized.
In the meantime, Barrick,
Newmont, Anglo Gold and
Midas Joint Venture have all
made solid commitments to
our community. We're weathering the dip well. We formed
a new economic development
organization, the Elko County
Economic Development Authority, and Elko County com-

!

together to put on promotions.
We're also trying to diversify business, looking for markets outside what may have
been our normal area in the
past few years. Some of the
machine shops and businesses
that relied heavily on the mining industry are finding other
markets they can penetrate,
and they're looking farther
away than they used to. A
number of people are working
on some form of e-commerce,
so we've seen an increase in
that sort of activity.

S

• •
• Computer Services
•
Entry & Conversions
•
1, Regional & National lists
~usiness, Residential & Political
·"· ;Postal Preparation & Presort Discounting
-• !fersonalized Lelta",c..,ds & Statemem
• Intelligent Inserting &Direct Addressing

4395 S. Polaris Avenue
Las Vegas, Nevada 89103

(702) 798-7999
~
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Newmont, Anglo Gold
and Midas Joint Venture have all made
solid commitments to
our community.
mitted $110,000 in additional
funds to ensure the community diversifies. Those funds and
the ECEDA will help service
industries that supply mines to
diversify, so we're not depen•
dent on one industfy.

Stop

by for a free

demonstration and see
the new iSOOplus.
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AUTHORIZED REPRESENTATIVE

How business gets done:
Nextel products and services available at authorized agents and retailers, including:
Premier Office Systems
3900 Paradise Road, #266
Las Vegas, Nevada 89109
(702) 737-4601

Pacific Cellular
2214 South Rainbow
Las Vegas, Nevada 89102
(702) 317-2355

Tatteltel, Inc.
2421 Tech Center, NW Area
Las Vegas, Nevada 89128
(702) 395-8111

KC Communications, Inc.
3520 East Tropicana, #C
Las Vegas, Nevada 89121
(702) 434-8700

IBC, Inc.
6360 S. Pecos Road, Suite L
Las Vegas, Nevada 89109
(702) 597-3400

Advanced Wireless, Inc.
4755 W. Flamingo, #H
Las Vegas, Nevada 89103
(702) 364-1700

ReComm Wireless, Inc.
3993 South Industrial
Las Vegas, Nevada 89103
(702) 699-9090

Radiowave Communications
5130 S. Valleyview, #102
Las Vegas, Nevada 89118
(702) 736-2186

K.D.R., Inc.
3850 W. Desert Inn Road, #108
Las Vegas, Nevada 89102
(702) 365-8160

Comsource, Inc.
4305 S. Industrial, #140
las Vegas, Nevada 89103
(702) 798-8880

Promo: NXSW99-061 -169
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