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RETAIL SERVICES 

AT COLLIERS INTERNATIONAL 

To call this retail market unique is to under

state the·case.An exploding population base, 

a dynamic tourism industry, and a five-mile 

corridor of one-of-a-kind retail opportunities 

called the Strip combine to set this market 

apart from any other. 

But there's one commercial real estate firm that 

can take all of the 24-hour unpredictability out 

of Las Vegas and turn it into competent, sound 

advice for its clients. 

That firm is Colliers International. 

For us, the Las Vegas retail market is some

thing more than just unique. It's something 

we've analyzed. Scrutinized. Categorized. 

Put simply, it's our way of turning a curiosity 

into opportunity. 

'1is not just 
REAL estate. 

It's RETAIL. )) 

(702) 735-5700 

3960 Howard Hughes Parkway, Suite 150 

Las Vegas, Nevada 89109 

www. lvcolliers. com 
WE INVITE YOU TO CALL FOR OUR REFERENCES . 

http://www.lvcolliers.com
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Moving? ? 
R edecorating • 

Terri's will move 
your furniture to 
our showroom, 

Why Hassle 
With Moving 
Furniture? 

Advertise and sell it for you ... 

Terri '& Consign & Design 

F URN I SH I NGS 
~1).2000 

1( erri'& Consign & Design 

F U R N S H N G S 

Eastern & Warm Springs- SE Corner 

I t 's so Easy! 
You get the check
Terri's Does the Work! 

Call Today! 

702 .. 247 .. 7602 
Cheyenne & Rainbow- SW Corner 

Who's been in Nevada, 
serving Nevada 
business for more 
than 30 years?-------------1 

Deloitte 

The answer is the people 
of Deloitte & Touche 

&Touche Assu r ance & advisory, tax services and consu l ting 

I www. us. delo i tte. com 

Las Vegas 
702 . 893.3100 

R e n o 
775. 326 .5 900 

!02000 Oeloitte & Touche LLP. Oeloitte & Touche refers to Deloitte & Touche LLP and related entities. 
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"PENNY WISE, POUND FOOLISH" DEPARTMENT 

Progressive Auto Insurance recently 
conducted an online survey to see 

how much time people were willing to 
devote to saving money. The results were 
startling. "We' ve found people will go to 
unusual lengths to save small amounts of 
money," said Michele Strub-Heer, 
Progressive's west region general 
manager. "Yet they will not take a few 
minutes to look into what could be 
substantial savings on auto insurance." 
Consumers in Las Vegas who took the 
time to do price comparisons would find 
the cost of an identical auto insurance 
policy can vary from company to 
company by an average of $633 every six 
months, according to Strub-Heer. "If you 
can spare a few minutes to compare rates
by phone or online- it's quite likely you ' ll 
find a company with a lower price and 
perhaps better service," she said. 

Survey results: 
55 percent of consumers would open 

windows instead of using air conditioning 
on a hot day. 

70 percent said they use the phone book 
over directory assistance to save mone. 

40 percent said they would shop for up 
to two hours if they could save 50% on 
underwear. 

39 percent of men said they would 
spend up to two hours shopping for an 
outfit for a special occasion. 

However. . .46 percent said they had 
never shopped around for auto insurance 
and have simply kept the same insurer 
year after year. When asked how much 
time they would spend shopping for auto 
insurance, 36 percent ~aid they would 
spend less than an hour. 

BARTER IS BIG BUSINESS 

A ccording to industry reports, barter 
transactions in the U.S. total an 

estimated $16 bill ion a year. The 
International Reciprocal Trade 
Association projects that 1. 2 million 
businesses will engage in barter in North 

America within a decade - a 300 percent 
increase from the 300,000 firms currently 
engaged in barter activities. Barter has 
most commonly been used by radio 
stations, magazine publishers, print shops, 
hotels and resorts , and small businesses 
seeking extra customers who otherwise 
wouldn' t expend cash resources to obtain 
goods and services. A recent survey by 
Bigvine, an online barter marketplace, 

revealed that the most common reasons 
for bartering are to save cash, reach new 
customers, and reduce excess inventory. 
On average, 17 percent of the senior 
managers surveyed indicate their 
companies currently use some form of 
barter, and a quarter of the respondents 
expressed interest in using online barter 
services to expand their trading networks 
and eliminate geographic barriers. 

• • • • • • 

Thanks to CAT MATCH's communit~ partners. 
we are improving Southern Nevada's traffic problems 

and providing expanded emplo~ee benefits. 
Leadership. Determination. Vision. These are the qualities of the 
special corporations and public agen cies that have joined the Regional 
Transportation Commission 's CAT MATCH p rogram. J oin them and 
enjoy the many benefits of this sponsored program that improves 
employee perform ance, offers federal tax advantages and provides an 
attractive addition to employee benefit packages. All this, while improving 
our area's transportation mobility and air quality. 

ATC/Vancom of Nevada MAC Group Research Institute 
Ball~ · s Las Vegas Nevada Department of Transportation 
Clark Count~ Government Center NOS Communications 
Clark Count~ Health District Primadonna Resorts 
Gold Strike Hotel & Gambling Hall Regional Flood Control District 

Good Humor -Bre~ers Ice Cream Southern Desert Correctional Center 
Lowest Fare.Com St. Rose Dominican Hospital 
Mere Medco Paid Prescriptions Station Casinos 
MGM Grand U.S. Environmental Protection Agenc~ 

If your company is ready to enhance your 
employ ees' benefit package and help 
improve Southern Nevada's quality of life , 
call the RTC's Transportation Demand 
Management team at 676-1676 and join us 
as we build our new roadmap for the fu ture. 

••••••••••••••••••••••• 
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£ COMMENTARY 

LvleiD 
Brenna~. 

So You Want to Be a 
Business Owner? 
Points to Ponder Before Taking the Plunge 

There are a number of places you can 
take quizzes to see if you would make a 
good entrepreneur. The Small Business 
Administrati on has one on its Web site 
(sba . gov/startinglindexsteps. html) . 

There's a really good one for men or 
women on a Web site for the Online 
Women 's Business Center, a public
private partnership affi liated with the 
SB A( onlinewbc. org/docs/starting/test. ht 

ml). Here are some of the questions they 
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suggest you answer before starting your 
own business: 

• Are you willing to invest 50, 60 or 70 
hours a week to run a business? 

• Are you self-motivated? 
• Are you a risk-taker? 
• Do you have business skills or 

experience? 
• Are you willing to risk your savings on 

the venture? 
• Is your family supportive of the time 

and money you' ll have to spend? 
• Do you have a network of fr iends or 

business associates who can help 
provide outside financing? 

• Are you persistent in the face of 
adversity? 

• Do you have a strong personal need to 
succeed? 

• Are you adaptable, and do you learn 
from your mistakes? 

• Are you willing to undergo sacrifices 
to gain long-term rewards? 

These quizzes are good as far as they 
go, but I think there are a number of 
important questions they leave out. As 
someone who has been an entrepreneur 
since the age of four, when I went door
to-door selling newspapers, 1 feel 

COMMENTS? e-mail : lyle@nbj.com 

qualified to contribute some additional 
questions. Feel free to give this quiz to 
any enthusiastic would-be business 
owner, especially if he or she is putting 
the bite on you for a startup loan. 
• Are you aware of just how many 
government enti ties, agencies and bureaus 
will demand a piece of the gross (not net) 
income of your new business? 
• Are you willing to spend several hours a 
week filling out paperwork for said 
bureaucracies? 
• Are you eas il y upset by ignorant, 
arrogant people (see above) telling you 
how to run your business? 
• Are you willing to pay yourself last, after 
you pay your employees, the government, 
your insurance agent, your landlord, other 
fixed expenses , your suppliers , and 
everyone else under the sun? If so, how 
long will your savings last? 
• Are you willing to spend a whole lot less 
time sleeping? (Besides extra time spent 
worki ng and filling out forms, remember 
to factor in time lost tossing and turning 
the day before you have to make payroll). 
• Are you will ing to "seize the day" each 
and every day, even when: a) it's perfect 
golfing weather; b) you have a rotten cold; 
and/or c) your personal life is going to hell 
in a handbasket? 
• Would you be willing to humble yourself 
in front of your least favorite brother-in
law in order to get a short-term loan to get 
over a rough spot? 
• Are you willing to stick up for yourself 
when no one else wi ll ? 
• Do you have the fortitude to refuse to put 
all your non-qualified nieces and nephews 
to work when they can't find a job 
anywhere else? 
• Are you willing to join organizations that 
benefit small businesspeople, and 
contribute time and money to support 
political candidates and measures that will 
help business? 
• Would you rather be broke and free, or 
comfortable and a wage slave? Percolate 
this idea in your brain awhile, and give an 
honest answer. 

If you answered "yes" to most of these 
questions, you have three choices: a) 
begin investigating ways to start your own 
business; b) contact a licensed therapist 
for some industrial-strength psychological 
counseling; c) all of the above. 
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SOLUTIONS 

OneCall Facility 
Solutions 
Helping Businesses 
Cope with Repairs 

The Business: OneCall Facility Solutions, 

I an operation located at 336 South Jones in 

Las Vegas. It serves businesses by dispatching 

help when equipment or facilities need repair. 

The Players: Rita Alleyne, a veteran Las 

Vegas credit union executive, who formed the 

business in March of 2000. 

The Background: The booming 

construction industry in Las Vegas lured 

UNLV 
UNIVlRSITY Of NEVADA LAS VEGAS 

THE CENTER FOR BUSINESS 
AND ECONOMIC RESEARCH 

Director, R. Keith Schwer, Ph.D 

THE SOUTHERN NEVADA 

BUSINESS DIRECTORY, 1999 
Provides information on firms located in 
Southern Nevada. Businesses are listed by 

Standard Industrial Classification. 

Price: $40 
plus $5 for shipping and handling 

ECONOMIC OyTLOOK 2000 
Contains current information and 
two-year forecasts for the U.S. and 

Southern Nevada economies 

Price: $25 
plus $3 for shipping and handling 

THE CENTER FOR BUSINESS AND ECONOMIC 

RESEARCH, UNIVERSITY OF N EVADA, LAS VEGAS 

4505 MARYlAND PKWY, Box 6002 
LAs VEGAS, NV89154-6002 

(702) 895-3191 • FAX (702) 895-3606 
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Alleyne and her husband to the area in 1973. 

Alleyne's husband found work m 

construction, and two years later Alleyne 

decided she also wanted a job. In 1975, she 

joined IBEW Plus Credit Union, a fmancial 

institution that provided services to the 

International Brotherhood of Electrical 

Workers. She learned the financial business 

quickly, and within two years was chief 

executive officer. Alleyne enjoyed her career 

with the growing credit union, but became 

tired of all the audits and red tape required 

after financial institutions became 

deregulated in the 1980s. Alleyne, who raised 

three children as a single mother, had fewer 

responsibilities after her children were 

grown. She decided she could take a chance 

and start her own business. 

The Challenge: During her time at the 

credit union , Alleyne saw the need both at 

IBEW and at other businesses to deal with 

problems created when computers, 

telephones or other office systems stopped 

working. Businesses also had to deal with 

air conditioning, heating and plumbing 

problems in a timely fashion. "If a copier or 

computer goes down, a lot of businesses go 

down," she said . The executives she 

contacted liked her idea of starting a 

company they could call when something 

went wrong. Alleyne discovered that most 

businesses do not have one person 

specifically assigned to call the people 

under contract to repair their equipment, or 

to find the right plumber or electrician. 

Alleyne believed she had a great concept, 

but had to find a way to make her dream a 

reality. She discovered that business owners 

were initial ly confused when she tried to 

explain what OneCall Facility Solutions 

could do for them. She benefited from not 

having competition in her niche, but faced 

the challenge of persuading businesses to try 

something new. "This is a brand-new 

concept and difficult to explain to somebody 

over the phone in 30 seconds," she said. 

The Solution: Alleyne started in March with 

a small operation. She had her own capital to 

finance the operation, and kept expenses 

down by working out of her house. She met 

with two of her family members, daughter 

Jenny Gutierrez and Jenny's husband, Adam, 

to develop a workable business plan. Alleyne, 

who is an outgoing person, had contacts in the 

business community from her credit union 

days and aggressively tried to sell her concept 

to prospective customers. OneCall proved to 

be resourceful in solving business difficulties. 

As an example, one of its clients needed help 

in a hurry to move 2,000 pounds of sensitive 

electronic equipment. Alleyne contacted 

Nevada ATM Services, which knew how to 

handle delicate automated teller machines and 

was able to take care of the job. Another client 

had problems with toilets backing up and 

faced an expensive plumbing bill. OneCall 

contacted the Department of Sanitation, 

which took care of a sewer problem that was 

affecting the plumbing. "I know whom to call 

to take care of these problems," she said. 

The business grew, added five staff 

members, and moved to a small office on 

South Jones in June. "We expect phenomenal 

growth because no one is doing what we do," 

she said. "I am really excited about the 

business." Alleyne has already seen ways to 

diversify. She is starting a branch of the 

company that uses licensed handymen to take 

care of repairs for businesses and residences. 

The residential market is promising, because 

people are often too busy to take care of minor 

repairs around the home, she said. Her plans 

now include a service to help general 

contractors who are under obligation to 

provide warranty service to occupants of new 

office buildings. OneCall would assume the 

responsibility of contacting the appropriate 

repair people to make sure the building 

functions properly. "There are many avenues 

we can explore," Alleyne said of her new 

business. "I've been given a chance for 

another great chapter (in my life), and to do 

something that helps people." • 



FEELING HEAVY? HERE'S WHY 

Although the mining industry has been in a slump lately, we 

shouldn't forget the importance of our friends the minerals, 

according to Barrick Goldstrike mine, located 27 miles north of 

Carlin, Nevada. The average United States resident requires 

40,000 pounds of minerals annually in order to maintain his or her 

standard of living. Here is a partial list of the minerals we use in 

day-to-day living: 

• 9,700 lbs. of stone • 19 lbs. of copper 
• 724 lbs. of cement • ll lbs. of zinc 
• 383 lbs. of salt • 6 lbs. of manganese 

• 7,600 lbs. of sand and grave • ll lbs. of lead 
• 350 lbs. of clays • 1,200 lbs. of iron and steel 

SMALL BUSINESS OWNERS GET RETIREMENT PLANNING HELP 

The U.S. Chamber of Commerce, the U.S. Department of Labor, 

Small Business Administration, and Merrill Lynch have launched 

an interactive, educational Web site to help small businesses choose 

retirement plans for their employees. The site, SelectARetirement
Plan.org, helps them make informed decisions by offering 

information about a variety of retirement plans . Each option is rated 
according to advantages, administrative expense, administrative 

complexity, method of funding, annual contribution limits and other 

factors. The site includes an interactive retirement calculator that 

allows business owners to tailor a plan to meet the needs of their 

business and their employees. 

THE TALE OF THE $68,000 HONDA ACCORD 

Rebuilding an automobile from the ground up using replacement 

parts from the car's manufacturer can cost more than three times 

the car's original retail price, according to the latest version of an 

annual study commissioned by the Alliance of American Insurers 

(AAI). A 2000 Honda Accord 3.0 LX totaled and rebuilt entirely 

from car company parts cost $68,065.93 compared with the car's 

original retail price of 2,,365. This price includes only parts, not 
the cost of paint and labor. 

AAl and its member companies support the sale of com etitive 
replacement parts approved by the Certified Automotive Parts 

Association (CAPA), which tests auto parts produced by inde endent 

manu u h auto manu(actu labeling their 
s "genuine," most th 

made by independent companies under subcontractor agreements, 

according to AAl, which estimates the cost of repairing damaged 

automobiles accounts for between 40 percent and 50 percent of the 
insurance premium for most auto insurance consumers. 
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WHY BUSINESS CHANGES DON'T ALWAYS WORK 

According to the Building Capacity for Change Sourcebook, 
proposed business changes most often fail because of 

employee resistance. Author Rick Maurer identifies three types 

of resistance: 

Level One - Based on Information. Level One resistance 

may come from lack of information, disagreement with the idea 

itself, or confusion. This is the easiest type of resistance to 

overcome. However, many executives make the mistake of 

treating all resistance as if it were Level One - they keep giving 

people more information when what they really need is 

something completely different. 

Level Two - Physiological and Emotional Reaction. This 

reaction is based on fear: people fear they will lose their security, 

their friends, or their job. When people are working from Level 

Two, they perceive the situation as dangerous, and their bodies 

prepare for "fight or flight" with elevated blood pressure, 

increased adrenaline flow and other uncontrollable reactions. 

To deal with Level Two resistance, Maurer suggests listening to 

those who resist change and trying to understand how they feel, 

and why. Encourage employees to talk about their feelings in a 

climate of trust and openness. Build strong working 

relationships, and involve everyone in creating goals and plans 

for the change. Make sure all employees know how they will 

benefit from the change. 

Level Three - Bigger Than the Current Change. This 
resistance is not based on the current situation, but on deeper 

issues, such as personal resentment against the individual 

instituting the change. Better communications with employees 

can help uncover their true motivation. 
--------------------------~ 

MOM HANGS UP HER APRON-
TAKEOUT IS TOPS FOR BUSY AMERICANS 

As the number of dual-income families increases and_. 

individuals continue to work longer hours and juggle 

multiple tasks, a National Restaurant Association (NRA) 

survey finds more people are requesting take-out meals from 
tableservice (non-fast food) restaurants. According to the 

NRA's Tableservice Trends 2000, the trend is particularly 
evident among casual dining establishments with average 

check sizes between $8 and $24.99. Among these 

establishments, which traditionally have been sit-down 

restaurants, 57 percent of operators indicate their customers 

are ordering more takeout food than they were two years ago. 

The survey also finds that customers are more interested in 

higher-quality takeout foods . Overall, 22 percent of adults 

indicated they are ordering more takeout items than they did 

two years ago. 
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Know Your Umits! If you think you have a gambling p roblem, call 1-800-522-4700 and 1-888-BETSOFF in Missouri . 



STRATEGIC TECHNOLOGIF8 FOR 2020 

A team of scientists and engineers at 
H:sattelle, a technology organization 
based in Columbus, Ohio, has compiled a 
list of the 10 most strategic technological 
trends that will shape business and our 
world over the next 20 years: 

Intelligent goods and appliances: 

Telephones with electronic phone 

directories, food packaging that tells the 

oven how to cook food, refrigerators with 

bar code scanners that help make out a 

household's shopping list. 

Worldwide inexpensive and safe 
water: advanced filtering, processing and 
delivery of potable water. 

Super senses: Implanted devices will 
enable people to hear better than ever and 
see farther or in the dark. • 

Genetic-based medical and health .---------------------------------...... 
care: the ability to detect and correct many 
gene-based diseases before they arise, 
possibly even in the womb. A doctor may 
be able to prescribe medications to fit a 
patient's individual genetic makeup. 
Cloned human organs will be used in 
transplants. 

High-power energy packages: highly 
advanced batteries. inexpen ive fuel cell s, 
micro-generators of cheap electricity. 
Decentralized power sources will be 
extensive, affordable and environmentally 
clean. 

Green integrated technology: New 
systems will eliminate waste and make 
products completely recyclable. 

Omnipresent computing: miniature, 
wireless, highly mobile, powerful 
computing with network access. Will 
appear first as watches or jewelry; later, 
computers will be embedded in clothing 
and possibly implanted under the skin. 

Nanomachines: Microscopic machines, 
measured in atoms rather than millimeters, 
will perform a wide range of jobs from 
heating homes to curing cancer. 

Personalized public transportation: 
New information technology in cars will 
work with a central traffic control system 
to guide drivers to their destinations. 

Designer foods and crops: Genetically 
engineered foods will resist diseases and 
pests and be highly nutritious. Nearly all 
cotton and wool for clothing will be 
genetically engineered. 

A healthcare company that makes sense •.. 

You need Health Plan of Nevada. 
At H ealth Plan of Nevada, we know that finding q uality, 

affo rda ble healthca re plans is one of the biggest challenges 
you face . T hat's why we offer a wide range of plans for just 
about any size business . Wi th coverage options that will meet 
the needs of all of your employees. 

Let us hel p you crea te an employee benefits package that 
you and your employees both want! 

To lea rn more about fl exible, cost-effective coverage for 
your business, give us a call today at: 

(702) 821-2200 .. 
HEALTH PLAN OF NEVADA, INC. 

A member of Sierra Health Services, Inc. 

Health Care for Business 
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BY 
Kathleen 
Foley 

The technicians and executives at Computer 
Plus, a leading Las Vegas-based computer 

networking firm, understand the importance 
of customer service and follow-through. 
Even though Computer Plus General 
Manager John Jordan doesn't come from the 
expected technical background, he thinks his 
varied experience is an enormous asset in a 
technical environment. "My real strength is in 
relating to our customers. In order to help our 
clients find technical solutions to their 
problems, we need to know their business 
inside and out. We try to 'get inside' their 
business to figure out exactly what they need 
to accomplish," said Jordan. 

"Our focus is making sure our customers get 
what they are looking for, even when they' re 
not certain what it is," Jordan continued. 
"I have found that every business has at least 
one task that is necessary but difficult to 
accomplish." Figuring out what these tasks are 
and determining the most efficient way to 
accomplish them is the essence of what 
Computer Plus does for its customers. 

Jordan sees technology as simply a means 
to an end. "Our goal is to make the day run 
more easily for our customers," he stated. 
"Everyone who comes to us wants to focus on 
growing a business. Often, problems with 
technology interfere. Instead of concentrating 
on the business, managers have to spend their 
time figuring out how to get and use the 
information they need. This is where the 
Computer Plus approach makes a difference. 
By first determining what a customer wants 
to accomplish, we can recommend, install 
and service the appropriate technology." 

Computer Plus, which has operated in Las 
Vegas for five years, has expanded full-force 
into the business community. Until last year, 
the company's primary focus was on 
education and establishing systems and 
networks for the Clark County School 
District. Today, Computer Plus is a computer 
networking company that serves clients 
throughout Southern Nevada. The firm offers 
computer integration, technical support and 
computer hardware maintenance services, 
including repair. 

High-Tech Solutions 
Computer Plus Helps Clients Survive 

in the 2 I st Century 

"The information industry is changing 
rapidly as new technology becomes 
available," said Rob Waller, the company's 
president and co-owner. "It's almost 
impossible for the non-technical user to know 
what's available in the marketplace or how 
much it costs . There are also a lot of 
companies that are just now starting to 
explore ways that technology can help them." 
In addition, Las Vegas is home to many 
branch offices that need to be in contact with 
a central office, Waller said. Computer Plus 
targets smal l to mid-sized companies that 
need assistance developing a set of cost
effective networking options. 

Networking is a term that refers to the 
ability of computer users to share information 
with each other. The user network can be very 
large, like a Fortune 100 company, or very 
small, as in a two- or three-person office. The 
idea is the same. Everyone on the network has 
access to the information available on the 
network. Often the information to be shared is 
proprietary software, which is software 
developed exclusively to meet the needs of a 
specific market or group of users. 

For instance, Jordan said, a real estate fiim 
might buy software that tracks home listings 
in a given area. An agent using the software 
can find out what properties are available, get 
property descriptions and track market 
activity. In another example, a dental office 
can buy software that creates three
dimensional images of a patient's teeth. These 
images can be manipulated to forecast the 
results of recommended treatment, stored for 
future reference or used to detect dental 
problems. This same software often contains 
additional programs that handle office 
accounting and patient billing. Jordan 
believes the appropriate network for each 
customer depends on what information the 
customer needs to share and how many users 
need to have access to it. 

Jordan thinks giving the customer 
alternatives is another important way in 
which Computer Plus adds value. "Once we 
help determine where the customer wants to 
be, we present a variety of ways to get there. 

Very often, the solution is simple and so is the 
choice. It's all in knowing what's possible and 
how much it costs." Jordan cites his client 
Euphoria, Inc. as an example of this. Euphoria 
is a rapidly growing Las Vegas chain of day 
spas and salons. Like any business in a growth 
mode, inventory control is an important goal 
at Euphoria. Computer Plus discovered more 
efficient methods for Euphoria to receive 
timely, accurate and reliable inventory 
information every morning. This allowed 
Euphoria management to begin each day with 
information to enhance business operations. 

"You don't pick a vendor for financial 
reasons alone, but for service, reliability and 
reputation." Jordan emphasized. ''The systems 
specialists at Computer Plus are committed to 
doing what they promise. As a company, 
integrity and follow-through are core values to 
us. We believe our philosophy is contained in 
the words 'Zero customer sacrifice. ' Those 
words really summarize our corporate goal 
with every one of our customers." • 

Computer Plus executives handle computer 
networking needs and services for small to 
mid-sized businesses throughout Southern 
Nevada. From left is Computer Plus 
Integration Manager David Sanders, 
General Manager John Jordan and 
President Rob Waller. 
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Managing Change in the New E-conomy 
A Sneak Peek at the 17th Annual Governor's Conference 

Nevada's tourism still leads the pack. The 
state is a worldwide tourism destination, 

adding new attractions and new spin on a 
near-daily basis. But no one in the industry is 
resting easy - not in today's global village, 
not in a world where technology is replacing 
geography, where the mouse is replacing the 
map, where the Internet is replacing the ticket 
counter. In order for Nevada (and all other 
tourism destination spots) to stay in the game, 
it is not enough to simply embrace the 
rampant growth of technology. We must stay 
at least one step ahead of it. 

The 17th Annual Governor 's Conference 
on Travel and Tourism, produced by the 
Nevada Commission on Tourism, is designed 
to allow all those in the travel, gaming and 
hospitality industries to come together and 
explore the advantages and challenges of 
today's rapidly changing technology. From 
Dec. 4 through Dec. 6, the Silver Legacy 
Resort Casino and the Eldorado HoteVCasino 
will be abuzz with talk of all things "e" -
electronic, entertaining and economic. Over 
1,000 delegates from around the world are 
expected to converge upon Reno in hopes of 
fmding new ways to manage the dizzying 
changes in today 's fast-paced business 
economy, identifying trends, understanding 
technology and increasing those ever-popular 
tourism dollars. 

It all began in 1983 with the inauguration 
of the Nevada Commission on Tourism 
(NCOT), which was designed to hedge 
against expected competition from Atlantic 
City. During that time, accord0g to Tom Tait, 
executive director of the NCOT, gaming was 
being pushed to the forefront of local 
economies across the country as a cure to aJ.l 

the ills cities were facing. A soft economy 
due to oil embargoes and other economic 
factors was making communities desperate, 
and gaming was seen as the panacea, an 
artificial cure-all promising lots of money for 
infrastructure, education, and healthcare; the 
savior of tax bases and the killer of 

on Travel and Tourism 
by Cindie Geddes 

unemployment. It sounded great outside 
Nevada. It sounded like a threat inside 
Nevada. Then-Governor Richard Bryan and 
the state legislature took action, forming the 
NCOT and establishing the Governor's 
Conference, which brought together over 300 
delegates in its first year (1984). 

Since those panicky days, gaming has 
popped up in 48 states and Nevada is still on 
top. "Atlantic City never had the ripple effect 
expected," says Tait. But all Nevada's 
preparations were not in vain. Just when 
Nevada began to think it would weather the 
storm of competition unscathed, California 
jumped on the gaming wagon with 
Proposition lA, legalizing a broad range of 
casino-style gambling in the state through 
Indian gaming. "Never has the threat of 
competition been so great," says Tait of Prop 
1A (passed on March 7). "All 17 years, we 
were building to this day." 

The state's economy will certainly survive 
California gaming just as it has every other 
threat to come its way, due in no small part to 
the kind of forethought that brought about the 
NCOT. But it will not happen without 
innovation and technology. Once again, the 
Governor 's Conference is standing at the 
forefront of the defense. "This year's 
Governor's Conference, like no other," says 
Lieutenant Governor Lorraine Hunt, chair of 
NCOT, "will be fully focused on up-to-the
minute technological trends and tips on 
managing change, not only for success, but 
also for survival." 

Tait says the conference has grown from a 
mechanism to observe what's going on in a 
other places, to being a premier tourism 
forum for dealing with industry concerns in a 
timely manner. The question on everyone's 
mind at the conference will be, "How do we 
do it better?" How do we use technology to 
make ourselves and our work more efficient, 
using Web-based technology, telemarketing 
and teleconferencing to appeal to a wider 
base and stay ahead of major competitors? 

Over the course of three December days, 
the conference will look proactively at a 
variety of aspects of the industry. Sessions are 
designed to appeal to professionals in all areas 
of the tourism and travel industry, including 
those in outdoor recreation, cultural and 
historic sites and events, hotels, casino 
industry and dining, as well as all the support 
industries, such as bus tours, involved in 
delivering travelers, buyers and suppliers. 

The conference will attract participants 
from all areas of Nevada, both urban and 
rural, each with their own special areas of 
interest. According to Governor Kenny 
Guinn, "Tourism is not only important to the 
metropolitan areas, but it is also critical to 
rural areas. Tour buses crisscross the state 
bringing visitors who want to see the Eureka 
Opera House, the ghost towns and mines and 
the natural beauty of our parks. To realize the 
importance of tourism to rural areas, all you 
have to do is count all the out-of-state license 
plates on any state highway or country road." 

For Reno delegates in particular, one area 
of interest at the conference will be 
diversification in the type of travelers 
brought to the area. Reno has relied on the 
leisure traveler for its tourism base for 
decades, but this has become an outdated 
strategy in the new millennium. Now is the 
time to go after both leisure travelers aJ!d , 
business travelers alike. The conference 
promises strategies for such diversification. 

Reno delegates (as well as others) will also 
be looking for tips on how to lure 
international travelers. The conference will 
feature global travel experts who will explore 
the current and future economic impact of 
international tourism markets in Europe, Asia 
and Latin America. Leading speakers will 
present marketing strategies, information, 
economic data and customer information. 
They will detail how to gain entry into new 
markets without overspending. 

Other panel discussions will include 
Internet-based meeting management, 
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Nevada's 
High-Tech 
Sector 
Building a New Nevada 

The high-speed growth of Nevada's 
economy has lasted so long that it has 

become a way of life. We've all nearly 
grown numb to the superlatives: the 
"fastest growing" this and the "biggest" 
that. However, there is a whole new 
segment of our economy that is emerging 
and setting its own records- the burgeoning 
community of Internet and information 
technology companies. 

The Internet Business Alliance of 
Nevada (IBAN) has identified more than 
500 firms statewide whose primary 
business is within the Internet. This is not 
counting an established store that also sells 
its products via a Web site; but, rather, 
companies whose principal business is 
involved with Internet commerce. In terms 
of Web sites, Nevada has more registered 
domain names per capita than any other 
state in the country, except for California. 
According to the most recent files tabulated 
by Network Solutions, 78,325 separate and 
unique Web sites are registered in Nevada. 

The state's high-tech businesses are 
concentrated in Las Vegas, Henderson and 
Reno, but they can also be found in nearly 
every rural community. When high-speed 
fiber-optic service is available in our rural 
areas, an even greater upsurge of growth can 
be expected there. A fiber ,line now being 
built to connect Sacramento and Salt Lake 
City is providing the ability to access this 
new technology to people in many Northern 
Nevada counties. A route being planned by 
Sierra Touch America, which will provide a 
direct fiber-optic connection between Reno 
and Las Vegas, will, along the way, create 
the opportunity for businesses in Nye 
County to leapfrog into the 21st century with 
state-of-the-art telecommunications. 

The Web itself is growing at an 
astonishi ng rate. There are now nearly 2 
billion unique, publicly available Web 
pages, an 88 percent increase from 1998. 
This suggests 1.9 million Web pages are 
created each day. By late in 2002, it is 
projected that the total will hit 8 billion 
pages, exceeding the world's population. 

Last year, information technology 
companies accounted for an estimated 
one-third of U.S. economic growth, 
driving up salaries and employment. 
Nevada provides the nation 's optimal 
climate for growing a technology 
business. High-tech companies are 
choosing to locate here where taxes, 
bureaucracy and clouds are rare, and 
innovation, creativity and risk-taking are 
encouraged and rewarded. Unfortunately, 
this visible success provides irresistible 
bait for many politicians and tax 
collectors. Their desire to regulate it, 
manipulate it and tax it can put the new 
economy at risk. 

During the past couple of months, these 
issues have been the topic of heated debate 
in California, where the legislature passed a 
measure to significantly expand collection 
of taxes on Internet sales. Governor Gray 
Davis vetoed the bill ; however, its 
proponents have pledged to come back 
with another version after the first of the 
year. On the surface, the tax increase 
seemed appealing. It was projected to give 
the state $184 million in additional sales 

ORGILL 

tax revenue the first year, alone. "Think of 
all the good things the state could do with 
this money!" its supporters said. What they 
ignored - but Governor Davis saw - was the 
documentation that it could also cause the 
loss of more than 45,000 jobs in 2001. A 
study by the Pacific Research Center 
concluded, "If Internet sales are taxed more 
broadly, more than 100,000 California jobs 
could be permanently destroyed by 2002. 
And, even under the highest Internet sales 
projections, taxing the Internet will 
generate less than On!!-half percent of the 
state's total tax revenue." 

Nevada's technology industry is not as 
firmly rooted as California's. It's reasonable 
to assume that it would be even more 
vulnerable to such taxation. Taxing and 
over-regulating the proverbial goose that 
lays the golden eggs would be a mistake that 
would cost Nevada dearly. As our 
lawmakers begin to prepare their agenda for 
the new legislative session, we hope they 
will li sten to Nevada's information 
technology, networking, communications, 
and e-commerce businesses as well as their 
employees, suppliers and investors - the 
creative, talented individualists who are 
building a New Nevada. • 

Richard Fitzpatrick is President!C.E. O. of 

the Intemet Business Alliance of Nevada 

(!BAN), a non-profit association of 

information technology companies. 

SINGER 
Orgiii/Singer & Associates has teamed up with the Las Vegas Chamber 

of Commerce and Health Plan of Nevada to offer one of the most 
comprehensive health benefit packages to the small business employer. 

For your health plan needs, including medical, 
vision, dental and life, call us today. 

Call 7~6-91 00 HEALrnPL~~VADA, INC. 
for more mformat1on. ._,,_ ....... ........,,"'" 
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Kathleen 
Foley 

HealthSouth 
Expands Nevada 
Presence 
HealthSouth Corporation is the nation's 

largest provider of ambulatory surgery, 
diagnostic imaging and rehabilitation 
healthcare services, with more than 2,000 
locations in all 50 states, the United 
Kingdom, Australia and Puerto Rico . 
HealthSouth, which already operates 20 

Branch Office. 

Right smack dab in the middle of your home 
office. Or living room. Or the hammock in your 
back yard . With ibanking fro m Community 
Bank of Nevada, you can set up your very own 
branch office anywhere you choose, and run 
ever y aspe c t of your comp an y's fin a n cial 
operations with ipay a nd icash management 
services. Finally, high-tech ideas m ee t good, 
old-fashioned customer se rvice . 

ibanking 

i cash management 

ipay 

For rnare information call 

.. .., 
878-0700 
to be one of the firs t. 

COMMUNITY BANK 
OF NEVADA 

SUMMERLIN BRANCH 
7676 West Lake Mead 

MARYLAND PARKWAYBRAI'\ICH 
2887 South Maryland Pkwy. 

RAI NBOW BRANCH 
1400 South Rainbow Blvd . 

GREEN VALLEY BRANCH 
375 North Stephan ie 
OPENING FALL 2000 

Member F.D.I.C. www. communitybanknv. com 
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healthcare facilities in Southern Nevada, 
recently held a groundbreaking ceremony 
for a rehabilitation hospital on the same day 
it celebrated the grand opening of a new 
medical plaza. 

"HealthSouth is committed to the 
people of Las Vegas and its medical 
community," said Richard M. Scrushy, 
HealthSouth chairman of the board and 
CEO. "These facilities will be two of the 
finest in the country, completing a full 
continuum of care from inpatient to 
outpatient healthcare services ." Rick 
Knowland, president and CEO of 
HealthSouth Rehabilitation Hospital of 
Las Vegas, an existing facili ty on Valley 
View Boulevard , agrees , stating , 
"HealthSouth ' s goal is to be the 
dominant player in town . We want people 
to think of us when they think of rehab 
and long-term acute care." The existing 
67-bed medical rehabilitation hospital 
has served over 20,000 patients in its 
eight years of operation. 

The new 60-bed hospital, to be built on 
St. Rose Parkway in Henderson near St. 
Rose Hospital's Siena campus, will give the 
residents of the southeast Valley access to 
state-of-the-art rehabilitation techniques and 
medical equipment. One wing of the 
60,000-square-foot facility will be dedicated 
to the treatment of spinal cord injuries. 
Each room in the spinal cord wing will have 
voice-operated controls to move the bed, 
and control the lights, television and phone. 
Patients will have access to specially
designed treadmills and exercise bikes. 
Many Southern Nevada residents with 
spinal cord injuries were going out of state 
for long-term treatment, according to 
Knowland, who said the new hospital will 
enable them to stay near their families while 
receiving the best possible care. 

"It is important to break ground today .to ' 
try to keep up with the tremendous growth 
in this area," said Scrushy. "Our work here 
is going to touch thousands of lives . This 
facility will play an incredible role in 
bringing patients back to an active lifestyle. 
Our goal is to guide patients with physically 
disabling conditions along an individualized 
treatment pathway so they can reach the 
highest levels of physical, social and 
emotional well-being." 

At the other end of the Valley, the new 
HealthSouth Integrated Medical Plaza at 
Tenaya is now open to provide one-stop 
outpatient services to northwest residents. 
The 28,000-square-foot facility incorporates 

http://www.communitybanknv.com


on-line marketing strategies, and the key 
to reaching the $300 million gen X and 
gen Y tourism market, as well as practical 
ideas for managing one's self, office and 
life more productively. 

Panel moderators include John Ramos, 
president of Ten-On Line of Santa Cruz, 
Calif. , leading a discussion of on-line 
booking systems; Donica Mensing of the 
University of Nevada, Reno, on working 
with the new electronic media ; Leah 
Woolford, president and CEO of USDM 
Marketing, on taking one's Web site to the 
next level; and Scott Montana, president of 
Planet Electric, on the effect on recreation 
travel of non-polluting state-of-the-science 
electric motor vehicles. 

The speaker lineup also includes keynoters 
Glenn Schaeffer, president and chief 
financial officer of Mandalay Resort Group, 
discussing the impact of mergers and 
acquisitions on the tourism industry; 
Baltimore developer David Cordish speaking 
on how to reshape a destination's image; 
gaming expert Frank Fahrenkopf with the 
annual "State of the Gaming Industry" report, 
and economist Howard Roth presenting the 
yearly "State of the Economy." Gary 
Loveman, COO of Harrah's Entertainment, 
will discuss the competitive advantages and 
profitability of customer loyalty and 
satisfaction; and Polly LaBarre, senior editor 

of Fast Company Magazine will present the 
new business culture and the future of 
working, competing and living. 

A relatively new offering, implemented 
over the last five years, is the customer
based part of the program. Top customers 
are invited from the leisure fields, business 
fields and incentive markets to appear as 
speakers and be part of roundtable 
discussions. This gives delegates a chance 
to find out what they are doing right and 
wrong with customers who book large 
groups throughout the United States. "We 
expect hundreds of representatives from 
these three markets ," says Tait. Those 
numbers are up from 30 the first year and 
approaching a hundred the last few years. 
"This gives us a whole different level 
compared to other conferences," he says, 
"by introducing customers who can learn 
about the different markets, giving the 
delegate direct access to people who can 
book with them." A new evaluation process 
will be initiated this year to track how much 
business is booked due to this interaction. 

This year's conference is unique in one 
other way: synergy. Two other agencies, the 
National Association of State Development 
Agencies and the Western States Tourism 
Policy Council (of which Tait is founding 
president and a current board member), will 
be holding meetings at the conference. ' 'We 

are all going to have some meetings 
together," says Chris Chrystal, media 
relations manager and spokesperson for 
NCOT. "We' re meeting here at the same time 
with the same concems, which will not only 
allow a good cross-pollination of ideas, but 
also provide a chance for all three groups to 
get on the same page in regards to their 
individual and combined tourism efforts." 

By having the conference in Reno (the 
venue rotates each year from the 
Reno/Sparksrfahoe area to the Las Vegas 
area), Reno delegates are getting a chance to 
show off their city. Chrystal says she expects 
delegates to be impressed with the area. 
People who have been to the city before will 
be surprised by all the changes, and those 
new to the area should be wowed by all the 
area offers not only in gaming and 
entertainment, but in the natural winter 
wonder of the high desert. 

Delegates will stay at the Silver Legacy 
and the adjoining Eldorado HoteVCasino in 
downtown Reno . More information is 
available at travelnevada.com by clicking on 
the conference icon, "Managing Change in 
the New E-conomy;" by e-mailing 
ncot@travelnevada.com; telephoning 1-800-
237-0774 or 775-687-4322, or writing to the 
Governor 's Conference, c/o Nevada 
Commission on Tourism, 401 North Carson 

Street, Carson City, NV, 89701. • 
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At HCE's Website 
We're Attracting More Than Just Curious Mice ... 

We're attracting the building professionals behind them. 
Architects, Engineers, Developers and Contractors looking for 
the highest quality HVAC, plumbing and electrical design 
solutions are now just a click away. With more than 2500 
projects completed and more than 15 years of experience in the 
fastest growing metropolitan area in the country, we can help 
you solve your design problems. Find out more about our 
company and the services we can offer to you, and see some 
of our recent projects - without leaving your office or the 
job site. Commercial, Medical, Educational, Technology, 
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Industrial/Manufacturing, Hospitality, Public Works -
_ _,.,....,,... whatever your project, we have a design team to fit 

your needs. Visit us online today. 

770 Pilot Road , Suite I • las Vegas, Nevada 89119 
702-269-1575 • Fax 702-269-157 4 • www.harrisengineers.cam 
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Laura A. Schulte 
CHAIRMAN, CEO AN D P RESIDENT 

W ELLS F ARGO N EVADA, N .A. 

LAS V EGAS 

1YPE OF BUSINESS: Financial Services. Wells 

Fargo Nevada serves more than 275,000 

customers through 114 banking stores 

throughout the state. 

YEARS IN NEVADA: 4 

YEARS Willi COMPANY: 18 

BIGGEST BUSINESS CHALLENGE: My biggest 

challenge has been communicatin g our 

business philosophy, because it is so unique. 

We aim to out-local the nationals and 

out-national the locals. By that I mean we 

can act as a big bank when customers need 

complex fin ancial products, but we are a 

small bank when it comes to building 

relationships with our customers and being a 

part of the community. 

B. J. Sullivan 
PRESIDENT 

CLARK & S ULLIVAN 
CONSTRUCTORS 

RENO 

1YPE OF BUSINESS: General contractor with 

offices in Reno and Las Vegas. Specializes in 

commercial construction, including public 

works projects such as schools, hospitals, jails 

and prisons. 

YEARS IN NEVADA: 22 

YEARS Willi COMPANY: 21 

BIGGEST BUSINESS CHALLENGE: Finding and 

retaining good employees is the greatest 

challenge, but we must also maintain' our 

leading edge in technological developments 

like software and Internet information. 

GREATEST PROFESSIONAL ACCOMPLISHMENT: 

I' m proud of growing the company from $5 

million annual volume and 20 employees to over 

$100 million and 120 employees. We have also 

GREATEST PROFESSIONAL ACCOMPLISHMENT. 

I'm proud of the success we ' ve had in 

merging corporate cultures and in retaining 

team members. If you retain the best of two 

companies when you blend them together, 

the result is better than either of the 

original companies. 

WORST FAILURE: I' ve sometimes 

underestimated the potential of my team and 

set goals with them that were actually too low. 

By trying to take it easy on them, I probably 

short-changed them. 

Most Valuable Lesson Learned: Most 

companies concentrate too much on numbers and 

on shareholder value. It's better to place an 

emphasis on people rather than numbers. 

Focusing on team members and making them 

feel valued makes them more productive, so you 

achieve your goal more easily. 

started to transfer company ownership to our 

managers and employees through an Employee 

Stock Option Trust (ESOT). This will secure the 

company 's future. 

WORST FAILURE: One of my early mistakes 

was not getting enough input from key 

managers. I now find that I make better 

decisions when I have input from managers 

and employees, so I make a real effort to 

promote face-to-face communications. 

MOST VALUABLE LESSON LEARNED: The 

importance of communication. Any problem 

that occurs can usually be traced to a 

lack of communication. 

COMPANY GOALS: We aim to establi sh a 

Sacramento office within three to five years, 

and bring it to a sustained annual volume of 

$50 million. Our Reno office has a goal of $50 

million sustained volume, and our Las Vegas 

office aims for $100 million. 

COMPANY GOALS: Like any company, we want 

to increase value for our shareholders. We can do 

this by growing revenue, which in turn comes 

from growing and retaining customers, which 

brings us back again to focusing on our people. 

BEST BUSINESS ADVICE: Stay close to the 

customer and to the local market. 

BEST BUSINESS ADVICE: First, find a neutral 

party to be a sounding board for your ideas. 

Second, encourage growth in your 

personnel and have every manager mentor 

his or her replacement. 
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SHOPPING SEASON ALL YEAR LONG 
Nevada Malls Alive and Growing Despite Internet Threat 

By Diane Glazman 

Phase III of The Forum Shops at Caesars will add an entrance on Las Vegas Boulevard, as well as 200,000 square feet of space for retail shops. 

By the time Santa starts filling stockings 
this holiday season, Nevada's retail 

malls anticipate they will be closing the 
books on one of their best years ever. Last 
year's fears that the Internet would woo 
shoppers away from malls with promises of 
stress-free holiday shopping never 
materialized, and booms in the population 
and economy point the way toward a banner 
year for the state's malls. 

"Most retailers in our mall do about a 
third of their business during November and 
December," says Cynthia Moore, marketing 
director for Meadowood Mall in Reno. "We 
are anticipating the best year ever in our 21-
year history," she said, citing sales 
projections based on the previous five years 
as the reason for her optimism. Moore says 
the proliferation of shopp,ing centers in the 
mall 's vicinity has actually been beneficial. 
"We have a wonderful collection of retail 
that has developed close to us just in the'last 
two and a half to three years. I think it helps 
us because it makes us more of a retail 
region," she said. 

Located in Henderson, the Galleria at 
Sunset also anticipates a banner year for 
sales this holiday season. "Henderson is one 
of the fastest-growing areas in the country. 
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With all the influx of new residents into the 
area, new housing developments, and the 
overall retail boom that we've experienced 
around the mall, I think we're one of the 
fastest-growing retail areas in the Valley. 
We're really anticipating a huge holiday 
season," says Vicki Duncan, marketing 
director for the Galleria. 

Duncan says the Internet was a hot topic 
last year as malls prepared for the holidays, 
but retailers ' fears that it would dramatically 
cut into holiday shopping never panned out. 
"There's a lot of focus on the Internet, but 
shopping is still an experience. I don ' t think 
you're ever going to get away from that," 
she said. "People like the immediate 
gratification of being able to see, touch, look 
at what they ' re contemplating buying. They 
also like paying for the item and taking it 
home with them." 

Michele Huntsinger, marketing director at 
the Meadows Mall in Las Vegas, agrees that 
the total sensory experience of shopping 
brings people to malls, especially during the 
holiday season. "Although the Internet is 
convenient, people still want to experience 
the holidays with all their senses," she says. 
"At the mall, they can look at the beautiful 
decorations and see the kids' faces as they 

visit Santa. They can smell cookies baking 

and taste a gourmet cup of coffee. They 
can't get these experiences online." 

Las Vegas is home to the top two malls 

in the country. Nationally, most malls 

average revenue of $350 per square foot. 
At $1,300 per square foot, The Forum 

Shops at Caesars is the heavyweight champ 

in the retail arena. Just down the street, the 
newly opened Grand Canal Shops at 

The Venetian has quickly risen to second 
place. According to Maureen Crampton, 

marketing director for The Forum Shops, 

foot traffic decreased at The Forum Shops 

during the time period when the Grand 

Canal was opening, but sales actually 
increased. That good news explains, in 
part, why the new Aladdin HoteiJCasino 

includes a retail mall , Desert Passage, and 

why, despite being located within the same 

square mile as the two top contenders, Paul 
Beirns, the mall's marketing director, has 

high hopes for the newest entrant in the 

casino/retail sweepstakes. 

Also located in the southern part of the 

state, the Fashion Outlet of Las Vegas tops 

the list for outlet malls with average sales of 

$400 per square foot. Although the national 



James R. Kilbur 
CHIEF OPERATING O FFICER 

D ESERT R ADIOLOGISTS 

L AS V EGAS 

1YPE OF BUSINESS: Radiology imaging. 

Southern Nevada's oldest radiology group 

offers CAT Scan, MRI, MRA, Ultrasound, 

Mammography and other radiology services at 

five outpatient facilities. 

YEARS IN NEVADA: 10 l/2 

YEARS WITII COMPANY: 10 l/2 

BIGGEST BUSINESS CHALLENGE: I have three 

mai n chall enges: advising 28 indi vidual 

physicians and meeting each one's company 

expectations; staying ahead of the ever

changing medical industry and new 

technologies; and reminding 200-plus 

Steve Brockman 
P RESIDENT 

B UILDER' S C APITAL INc. 

Las Vegas 

1YPE OF BUSINESS: Mortgage Company. 

Provides short-term land and construction 

loans to builders and developers; these loans 

offer investment opportuni ties for individuals , 

pension plans, 401 (k)'s, trusts and profit 

sharing plans. 

YEARS IN NEVADA: 13 

YEARS WITII COMPANY: 3 

BIGGEST BUSINESS CHALLENGE: Growing our 

investment base in the face of competition 

from much larger mortgage companies. T~ey 

tend to have larger marketing budgets, and so 

they can advertise more and get their name in 

front of more potential clients. 
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employees of their importance and role in the 

success of Desert Radiologists. 

GREATEST PROFESSIONAL ACCOMPLISHMENT: I 

began with Desert Radiologists by working my 

way up as an X-ray, MRI, CT, angio 

technologist and manager. I eventually 

obtained my MBA and was promoted to chief 

operating officer of Desert Radiologists. 

WORST FAILURE: Allowing my work to consume 

my life, which in turn made me less productive 

as a manager. Now, having realized the 

importance of faith, family and friends, I am 

more effective in leading Desert Radiologists. 

GREATEST PROFESSIONAL ACCOMPLISHMENr. 

I think our greatest accomplishment is the fact that 

Builder's Capital has been profitable since day 

one, when I founded the company in May of 1997. 

WORST FAILURE: The thing I regret most is not 

starting my own company earlier. I should 

have done it two years sooner than I did. 

MOST VALUABLE LESSON LEARNED: As a 

business owner, if you have a new idea or a 

new way of making money, jump into it as 

quickly as possible before someone else does. 

Don' t sit around just thinking about it, or 

you ' II regret it later. 

COMPANY GOALS: Builder 's Mortgage has two 

goals: to grow our investor base to at least 

I ,000 investors, and to fund at least $50 

million a year. 

and remembering you can ' t please everyone all 

the time; b) Learn from your mistakes. 

COMPANY GOALS: Excellence in medi cal 

imaging. Providing a professional work 

environment fo r our physicians and staff. I 

emphasize to all the employees of the 

company, whether a physician, X-ray tech or 

janitor, that they are equally important in 

providing quality patient care for our success. 

I also ask al l new employees during orientation 

to treat each patient as if he or she were a 

fami ly member. 

BEST BUSINESS ADVICE: Remember where you 

came from , and do unto others as you would 

have them do unto you. 

if he or she were your only customer, and hold 

yourself to the highest ethical standards at all 

times. 
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Betting on Business 

By Patricia Martin 

What is Venture Capital? 

Venture capitalists are investors who 
provide capital in exchange for equity in 

a company, usually (but not always) a start
up firm. Venture capitalists are betting 
their stake in the business will 
extraordinary returns within five to seven 
years, but since these are considered high
risk investments, they also require a large 
enough chunk of the company to make their 
risk worthwhile. Venture capital can be 
provided by wealthy individuals (sometimes 
referred to as "angels"), or large financial 
institutions with sophisticated investing 
operations, or organizations that fall 
somewhere in-between. 

Venture capital investing has grown from 
a small investment pool in the 1960s to a 
significant part of the institutional and 
corporate investment portfolio, according to 
the National Venture Capital Association 
(NVCA). Currently, over 50 percent of these 
investments come from institutional pension 
funds, with the balance coming from 
endowments, 
companies, 
According to 

foundations, insurance 
banks and individuals. 
the NVCA, "The common 

denominator in all of these types of venture 
investing is that the venture capitalist is not a 
passive investor, but has an active and vested 
interest in guiding, leading and growing the 
companies he has invested in." 

Estimates of venture capital funding in the 
U.S. in 1999 range from $35.6 billion to 
$48.3 billion, with the average investment 
per company averaging. over $8 million. 
Nearly two-thirds of the new funding went 
into Internet companies, with the remainder 
divided among other computer-related 
industries, medical/health companies, 
consumer products, biotechnology and 
industrial/energy concerns. 

Venture Capital in Nevada 
Currently, there is just one venture-capital 

fund of record based in Nevada: Millennium 

Venture Capital in Nevada 

in capital 
'~>mmii!Pen1's from venture capitalists in its 

stages, and expects to grow that 
amount considerably in the coming year. 

Financial experts believe the absence of 
venture capital funds in Nevada has 
restricted the state's economic 
diversification efforts and the business 
sector's ability to grow or develop high
growth companies. "That's not to say some 
companies won't eventually come here, but 
the lack of venture capital funds definitely 
impacts some companies' decisions to come 
to Nevada," said Robb S. Smith, the 
managing principal of Millennium Three 
Venture Group. 

Smith believes venture capital firms have 
historically shied away from Nevada ip part 
because people have been unwilling to take 
the first step and just do it. "I really believe 
that pessimism has played a role in 
preventing it from happening here. No one 
was ever willing to make the bet and take 
the risk. They looked at some people who 
tried and failed and then decided it couldn' t 
be done," Smith said. 

The problem seems to be a venture capital 
vicious cycle, since venture capitalists 
usually like to be close to the action. Hence, 
states that house a large number of 
innovative, high-growth, high-tech 
businesses generally have a sizeable well of 
venture capital funds that entrepreneurs can 
tap into when they need cash to fuel their 
company's growth or launch a new 
business. "That's been a problem, since 
historically Nevada hasn't been much of a 
magnet for high-tech firms," said Smith. "If 
you don't have the companies, it's difficult 
to get the venture capitalists." 

But that 's beginning to change. The 

is actually a viable place to 
relocate a high-tech company, or even 
start one up . In the past three years, the 
number of high-tech firms locating in 
Northern Nevada jumped 24 percent, 
according to figures re leased this fall by 
the Economic Development Authority 
of Western Nevada . Representatives of the 
140 firms that located in the Reno-Sparks 
and Lake Tahoe markets since 1997 cited a 
number of factors for coming to these areas 
including: the state's favorable tax climate, 
Northern Nevada's quality of life and its 
proximity to Silicon Valley, where the 
median price of a home has soared to nearly 
$500,000. "We have a lot of wonderful 
assets, both in Southern and Northern 

evada, and it's just a matter of time before 
more companies discover them," Smith said. 

To help speed that process along, L;as 
Vegas Mayor Oscar Goodman recently 
announced a deal that would convert an 11-
acre downtown Las Vegas parcel into an 
"incubator" for fledgling high-technology 
companies. Incubators offer start-up services 
to entrepreneurs and often provide them with 
office space, furnishings and the computer 
systems and hardware they need to run their 
operations. Incubator facilities also provide 
business consulting services and marketing 
assistance, as well as recruiting and 
administrative functions . 

The mayor believes the high-tech 
campus is the first step in a sorely 
needed effort to revitalize the c ity 's 
languishing downtown economy, which 
is dominated by casino operations and 
government-based businesses. "This is 
the beginning of a new Vegas," 
Goodman said at the news conference. 
"I was committed to revitalizing and 
reinvigorating the downtown .... Today 
is the beginning of that renaissance." 
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BY 
Kathleen J. England 
and Kristina S. Holman 

Anorney 

SEXUAL HARASSMENT 
IN TODAY'S WORKPLACE 

ltge verdicts! TV shows and movies! Sexual 

arassment is everywhere! Can an employer 

lose millions for one off-color joke? It depends. 

In the 1990s, Anita Hill testified in Congress 

about alleged degrading treatment by then

Supreme Court Justice nominee Clarence 

Thomas, and America started talking about 

sexual harassment. Harassment of any kind hurts 

your business. It can have serious financial 

impact; undennine morale and disrupt 

operations; distract management and rip apart 

the workplace; and cause you to lose good 

employees. Prevention is the key. It may prevent 

the harassment in the first place or allow bad 

situations to be fixed quickly before they turn 

into expensive lawsuits. 

Federal law and state law prohibit sex 

discrimination by employers with more than 15 

employees. The sexual harassment has to: be 

"severe" and/or "pervasive;" be directed at 

someone because of his or her sex or use sexual 

terms to cause humiliation; be unwelcome; and 

interfere with someone's ability to do his or her 

job. The victim need not suffer severe mental 

distress. 

In 1980, the U.S. Equal Employment 

Opportunity Commission (EEOC) issued its 

definition of sexual harassment, and courts still 

use it. Recent U.S. Supreme Court cases focused 

on the "power" of the harasser to be able to 

commit the harassment, and have imposed 

significant obligations on the employer. An 

employer is absolutely liable for harassment 

committed by a supervisor or manager if the 

harassment results in a tangible employment 

detriment (e.g., firing, demotion, transfer, or 

failure to promote). If there is no tangible 

detriment, then the employer may be able to, 

avoid liability by establishing that: (1) the 

employer exercised reasonable care to prevent 

and promptly correct any harassing behavior, 

and (2) the employee unreasonably failed to take 

advantage of any preventive or corrective 

opportunities. An employer is liable for co

worker or customer harassment if the employer 
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knew or should have known about it and did 

nothing. 

hnportant points to remember: 
* Sexual hamssment is an abuse of power. 

* Men or women can be victims or harassers. 

* Some sexual conduct is welcome. 

Harassment is unwelcome, and must also be 

severe and may include language. 

* Most victims don't report it immediately -

they hope it will stop. 

* Men and women have different views about 

what is offensive. 

* If harassment occurs, the employer must 

recognize it and make it stop. 

* Employers are liable for retaliation against a 

truthful complaining victim. 

* Liability may include back pay, emotional 

distress damages, punitive damages and 

attorney's fees . 

Courts use the perspective of a reasonable 

person of the victim's gender. Courts will use a 

"reasonable woman" if the victim is female, and 

then decide whether the conduct is offensive. 

Conduct some men may consider acceptable 

may actually offend many women. Research 

studies show that the common "male view," 

which is not shared by most women, depicts 

sexual harassment as "harmless amusement." 

Since women are disproportionately victims of 

rape and sexual assault, they "may 

understandably worry whether a harasser's 

conduct is merely a prelude to violent sexual 

assault. Men, who are rarely victims of sexual 

assault, may view sexual conduct in a vacuum 

without a full appreciation of the social setting or 

the underlying threat of violence that a woman 

may perceive," said one court. Courts look to the 

totality of the circumstances - an employer 

should use the same analysis when conducting 

an investigation. 

What Employers Should Do 
Be proactive. An employer can prevent 

harassment or minimize liability by confronting 

it and dealing with it immediately. Ignoring these 

issues will not make them go away. Following a 

few simple steps will help accomplish this goal: 

1. Have an easy-to-understand, written, zero-

tolerance policy against all harassment. 

2. Have a complaint procedure that is easy to 

understand. 

3. Management should lead by example. 

4. Don't blame the victim. 

5. Train all employees about sexual 

harassment, especially supervisors. 

6. Have trained human resources people deal 

with complaints and training. 

7. Encoumge employees to report problems. 

8. Investigate all complaints carefully and 

confidentially (including rumors). Don't 

promise secrecy, and be fair. 

9. Discipline all offenders appropriately and 

quickly. This decision should be made by a 

manager far above the accused. 

10. Remedy whatever harm has been done to 

the victim. 

What Employees Should Do 
1. Don' t harass anybody. 

2. Report all instances of harassment, whether 

you're a witness or victim. 

3. Learn about the complaint procedures; use 

them. 

4. Coopemte in any company investigation; 

tell the truth at all times. 

5. If you are a victim, file charges with the 

Nevada Equal Rights Commission or the U.S. 

EEOC. Do so quickly so you don't lose the right 

to file a lawsuit. 

Conclusion 
Employers should protect themselves 

and their employees by confronting. 

discrimination and bias problems head-on. The 

law requires that every American workplace be 

free of illegal discrimination. Effective anti

discrimination policies and prevention training 

can go a long way to eliminate discrimination 

and protect employers from huge losses, 

whether in human terms by losing good 

employees or in monetary terms by losing huge 

lawsuits. • 

Kathleen J. England is a partner and Kristina S. 

Holman is an associate with the Las Vegas law 

firm of Kummer Kaempfer Bonner & Renshaw, 

where they both specialize in litigation in the 

firms employment practices group. 



HealthSouth officials participate in a ribbon-cutting ceremony at the new Integrated 
Medical Plaza on Tenaya Way in Las Vegas. The new center offers outpatient surgery, 
physicians offices, diagnostic imaging and rehabilitation services. 

physicians' offices with ambulatory surgery, 
diagnostic imaging and outpatient 
rehabilitation services. The 15,000-square
foot surgery center offers orthopedic, 
ear/nose/throat, plastic surgery and general 
surgical services in addition to pain 
management. An estimated 80 percent of the 
surgeries in the U.S. are now performed on 
an outpatient basis. The adjacent diagnostic 
imaging center has a complete range of 
services including magnetic resonance 
imaging, computer tomography, ultrasound, 
mammography and basic radiology and 
fluoroscopy services. The outpatient rehab 
center offers rehabilitative, occupational 
and sports medicine servis;es using the latest 
exercise and physical therapy equipment. 

A third new facility, to be located adjacent 
to the medical plaza at Tenaya, will open by 
the end of the year. It will be a "hospital 
without surgery" for long-term acute care, 
according to HealthSouth officials. 

The corporation also owns sports 
medicine and rehabilitation centers in 
Carson City, Henderson, Laughlin and 
North Las Vegas. In Reno, HealthSouth 

operates a rehab hospital at Gould Street and 
Mill, an outpatient surgery center at 350 W. 

Sixth Street, and the HealthSouth Reno 
Medical Plaza Surgery Center at 2005 
Silverada Boulevard. 

HealthSouth Corporation, which started 
in 1984 with one rehabilitation facility in 
Little Rock Ark., has developed into a 
multinational giant that is now one of the 
few public healthcare companies with 
investment grade ratings from the major 
rating agencies. For the quarter ending June 
30, 2000, its revenues were $1.036 billion 
and net income was $65.2 million. "We 
generate returns for our stockholders by 
producing excellent patient outcomes in the 
most cost-efficient manner possible," 
according to Scrushy. "First of all, we 
deliver a high-quality clinical product. This 
builds up our reputation and creates repeat 
business for us. Second, we keep costs down 
by running efficient healthcare facilities. 
We want to get people off the healthcare 
dollar and back to work." • 

NAI/Americana Commercial 

Nevada's Largest Commerc ial 
Real Estate Company faciliciated 

the sale of: 

6.42 Acres in 
Whitney Mesa Business 

Park 

For 

$2,830,026 

Kathy Campbell 
Janet Goldstein 

HAl Americana Commercial 
COMMERCIAL REAL ESTATE SERVICES, WORLDWIDE. 

3 790 S. Paradise. Suite 250 
Las Vegas. NV 891 09 

7 0 2 . 7 9 6 . 8 8 8 8 

www. america nacom mere ial . com 
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Although custom homes often feature high-tech gadgetry inside, many homebuyers prefer a traditional exterior; as in this house designed by 
Reno architect George Trowbridge. 

Home Sweet Home: 
A Look at Trends in Nevada 's Residential Architecture 
Bv Jennifer Rachel Baumer 

A home, according to Merriam-Webster 's 
Collegiate Dictionary, is "one's place of 

residence, or domicile." It's also where the 
heart is, and where you hang your hat. Over 
the years, Nevadans have hung their hats in 
everything from wooden shacks to cookie
cutter tract homes to golf course mansions. 
As we enter the new millennium, what trends 
are shaping the homes of the future, and 
what changes will houses undergo? 

This is not your father's house ... 
"I think the trend today is obviously a 

reflection of the affluence of American society 
in the last decade of prosperity," says Jeffrey 
Lundahl, president of Lundahl and Associates 
in Reno. "With good times comes a fair amount 
of building activity. People who are building 
homes for themselves and who have worked 
hard want something very special and tailored 
to their lifestyle, and usually have the money to 
be able to afford a large custom home. If the 
economy changes, so do the ,trends." 

The trend in custom homes in both the north 
and south is to go larger. Standard custom 
homes range from 4,000 square feet at' the 
smallest to as high as 20,000 square feet, with 
the norm between 6,000 and 10,000 square 
feet. In tract homes, the smallest home is 
generally at least 1,200 square feet, up 
considerably from 30 years ago. 

Homebuyers come from all age groups, 
many of them young and middle-aged 

couples with families, but also baby room effect: family room, breakfast area and 
boomers and older retired couples, who are 
downsizing while others are upsizing. No 
matter what age homeowners are, they ' re 
looking for open, airy, informal settings 
with plenty of windows . "One of the 
biggest trends is toward informal living," 
says Steven T. Sederquist, AlA, a Reno
based architect. "It 's the 'great room' 
concept where the eating area, living room 
and kitchen are all blended into one space. 
There may be a formal dining room; but 
very few people are doing formal living 
rooms anymore." 

Kitchens are changing in today 's homes, 
growing larger and combining with living 
and dining rooms to create a great room. 
Separate dining rooms are still popular, or 
dining areas as part of the great room 
effect. "The kitchen has become a focus in 
houses today," says Lee Murray, an 
architect working in Northern Nevada. 
"You don ' t see as much formal 
entertaining, where you bring your guests 
into the living room and then invite them 
into the dining room. You ' re seeing the 
kitchen become more centralized in the 
dining and entertaining area, and the 
kitchens are getting bigger." 

While kitchens are getting larger, living 
rooms are getting smaller, or disappearing 
altogether. Most of the homes Suzana Rutar, 
president of Suzana Rutar, Architect, in Las 
Vegas, has designed emphasize the great 

kitchen all in one, so nobody has to miss out 
on the party when families entertain. 

In another move towards informal living, 
parts of the home are moving outdoors, with 
many homeowners making the most of 
Nevada's climate with patios and barbecues, 
hot tubs and trellises, places to go where shade 
and sun are available. A table on the grass may 
take the place of a sit-down dinner for some 
families, suggests Jesse Haw, of Hawco 
Homes. Porches have also regained popularity. 
"People like the feel of old time, older style 
houses where they can sit on their porch and 
talk to the neighbors as they go by," says Reno 
architect George Trowbridge, Sr. "It gives 
them relief from everyday life, from sitting in 
front of a computer all day." 

With larger homes should come the reon'l 
to store things, the stuff that fills our lives. 
But the trend in Northern Nevada is away 
from basements, because of the cost of 
digging below the frost line, says Murray. 
"We don' t have basements anymore, so the 
stuff we used to store in the basement is in 
the garage. You ' ve got to put it somewhere," 
he says. This means larger garages in custom 
and subdivision homes. Three-car garages 
are the norm, and some upper-end homes go 
as high as six garage bays and above. In some 
homes, the garage even takes away living 
space. This can be a problem in all homes, 
but especially in some of the semi-custom 
subdivision homes. 
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BY 
Kathleen 
Foley 

Harris Consulting 
Engineers 

High Desert State 
Prison a Challenging 
Project 

Tom Harris, P.E., president of Harris 
I Consulting Engineers (HCE), compares 

his company's work on High Desert State 
Prison to designing a small, self-contained 
city in the desert. Funding for the minimum
security prison was approved by the Nevada 
Legislature in 1993 in order to ease 
overcrowding in other state facilities . In 
1995, HCE started work on designs for the 
heating, ventilation and air conditioning 
(HVAC), plumbing and electrical systems for 
the project. Phase I was completed in 
September, and 1,000 men are now housed at 
the prison, located near Indian Springs, about 
40 miles northwest of Las Vegas. 

The remoteness of the site presented 
difficulties in ensuring access to power and 
water. Nevada Power Company had to run 
lines to serve the 160-acre site, located two 
miles away from the 18-year-old Southern 
Desert Correctional Center. Security 
concerns made it necessary to provide 
standby generators capable of supplying the 
facility with full power for an indefinite 
period. A central plant with three 1,750-
kilowatt generators now provides over five 
megawatts of standby power. Four storage 
tanks containing 40,000 gallons of oil for the 
generators contain enough f).iel to power the 
prison for about a week, according to Harris. 
Wells were drilled to provide water for the 
prison, and HCE designed the systems 'to 
bring power to the wells and their pumping 
stations. Three reservoir tanks now hold 3.1 
million gallons of water. HCE also designed 
the sewer system inside each building and the 
piph1g for all services, which is contained in 
underground pipes around the outside of the 
buildings. The HVAC system Harris 
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Tom Harris, president of Harris Consulting Engineers, shows off some of the stand-by 
generators at High Desert State Prison, which can provide electricity for the facility in case 
of a power failure at the remote site. 

Engineers designed for the prison is one of 
the largest cooling systems in Southern 
Nevada, with four 500-horsepower boilers. 

During construction, HCE provided 
construction review and shop drawing review 
services, fielding questions from 
subcontractors about how to interpret their 
drawings and specifications. "The consulting 
engineers are the owner's eyes and ears in the 
field," said Harris. "We make sure the 
systems are built according to our designs, so 
they will operate according to the 
specifications designated by the owner, in 
this case, the Nevada Public Works Board. 
Our people traveled to the site several times 
a month to make sure work was progressing 
according to plan." 

The prison buildings are clustered together 
in a triangle surrounding a central 50-acre 
courtyard containing three basketball courts. 
Two miles of 12-foot fence, charged with 
5,000 volts of electricity, surround the area. 
Once touched, the fence's charge jumps to 
20,000 volts, enough to prove lethal. The 
buildings are constructed from unpainted 
precast concrete slabs and cinder block. Each 
of the two-story housing units is shaped like 
a bow tie, with cells on each triangular end 
and a control area in the central section. The 
housing units each contain 164 double
occupancy cells and four cells designed to 
accommodate handicapped inmates. 

Phase I of the High Desert State Prison 
project provided for the construction of four 
housing units and three guard towers, as well 
as nine other structures. The prison facility is 
entirely self-contained. There is a 26,000-
square-foot infirmary complete with dental 
and X-ray capabilities, a full laundry, an 
armory building which also contains kennels 
for six guard dogs, and a culinary building 

with six dining rooms capable of serving up 
to 7,500 meals a day. Phase II of the project, 
which is scheduled to be completed by 
year-end, will provide four more housing 
units, as well as a 35,000 square-foot 
warehouse/motor pool building. Funding 
from the next legislative session will be 
needed to pay for additional construction and 
employees for the third phase, which would 
add four more housing units, increasing the 
total capacity to 4,000 inmates. 

Everything at the prison was designed with 
security in mind, and had to be tamper-proof 
and vandalism-proof. The cells all have 
stainless steel toilets and sinks, and inmates' 
beds are constructed of 114-inch steel plate. 
Stainless steel is more durable than ceramic, 
explained Harris, and less likely to be broken 
off and turned into a weapon. A special "pick
proof' grout was used to seal all joints, and 
every wall and roof contains a security bar 
system. Even the sheet metal used in the air 

duct system is a heavier gauge, said Harris. 
Centralized control systems allow guards to 
control everything from lighting to water to 
flushing the toilet in each cell. They can eyen 
tum off individual power outlets if necessary. 
This gives prison officials the opportunity to 
control inmate behavior from a remote 
location. Security consultants specializing in 
prison construction planned the control 
systems, but HCE designed telephone, data 
and communications systems. 

HCE has been engaged in the private 
practice of professional mechanical and 
electrical engineering in the greater Las 
Vegas area for 17 years. With a staff of over 
40 people, it is one of the largest HVAC, 
plumbing and electrical engineering firms in 
the region. • 



average for outlet malls is $230 per square 
foot, Jim Schlesinger, CEO of Talisman 

Corporation, says his goal is to raise its sales 

to $700 per square foot, easily making the 

outlet mall number one in the country. Fashion 

Outlet became a joint venture between 

Talisman and Trizec Hahn in mid-September. 

Schlesinger says the outlet mall is one of only 

three high-end facilities in the country, with 

90 stores such as Neiman-Marcus, Escada, 

Burberry and Kenneth Cole. 

Marketing the Malls 

One thing that makes Nevada's malls 

unique is the tourism industry, and marketing 

efforts by the malls reflect that difference. 

According to Barbara Crampton, The Forum 

Shops' sales are mostly due to tourists and are 

less affected by seasonal fluctuations than 

other malls, depending instead on special 

events that draw crowds to the hotel. "We are 

probably the opposite of what a normal 

shopping center would experience in regards 

to seasonality for traffic and sales 

patterns . .. Our sales do not fluctuate in peaks 
and valleys," she said, adding that monthly 

sales for the mall generally produce between 

7.5 percent and 10 percent of its annual 

revenue, with a few spurts due to attractions 

like title fights at the casino. 

Crampton says 80 percent of The Forum 

Shops' traffic comes from tourists, with local 

residents making up the remaining 20 percent, 

so it makes sense that most of her marketing 

dollars are aimed at tourists. Billboards in the 

airport and in tourist publications are a few of 

the tactics she uses to reach a population that 

changes every 3.2 days. 
Jim Schlesinger says the Fashion Outlet 

experiences a similar 80/20 split despite 

being located 30 miles from the Strip at the 

state border. He says that, like the casino 

malls , the outlet does not experience 

seasonal fluctuations to any great degree. 

Over the next year, it will be increasing its 

marketing efforts with promotional events 

to bring local residents into the outlet mall. 

Schlesinger expects it will be making the 

holidays a more important aspect Of its 

overall efforts to bring revenues up to $700 

per square foot. 

The newly opened Desert Passage at 

Aladdin is hoping to attract both tourists and 

residents, according to Paul Beirns. 

Acknowledging that the 37 million tourists 

who visit Las Vegas each year are always 

going to be the mall 's mainstay, Beirns says 

he would like to see the mall hit a 70/30 split 

of tourists to residents. 

With that goal in mind, the property was 

constructed to provide ease of access to 

residents with entrances located off Las 

Vegas Boulevard. It has a raised parking 

garage that can accommodate 6,000 

vehicles and gives direct access to the mall. 

In addition, the mall is one of the Aladdin 's 

children, including refreshments and 
storytelling. On the day after Thanksgiving, 

the mall hosts "Hug-A-Bear Day" in 

cooperation with the Assistance League and 

a local radio station. Shoppers are 

encouraged to bring in new teddy bears, 

which the Assistance League distributes to 

children in crisis. 

Future Plans 

main focal points and can be reached As can be expected, with the boom in retail 

without going through the casino. Beirns and most of their space leased to capacity, 

says most of the casino's attractions are 

actually accessed by taking visitors through 

the mall rather than the gambling area. 

Nevada's largest mall, the Boulevard Mall 

is located just minutes from the Las Vegas 

Strip, and attracts an 18 percent tourist base, 

with a reported 44 percent of department 

store charge sales attributed to tourists. 

Brochures or "rack cards" promoting the 

mall are distributed monthly to more than 

200 key tourist locations, such as hotels and 

"There's a lot of focus on 
the Internet, but shopping is 

still an experience." 
car rental agencies. The mall 's promotions 

for local shoppers include seasonal events, a 
Kids Club, Mall Walkers ' Club, and 

fundraisers for organizations such as the 

Jerry Lewis MDA Telethon and the Sunrise 
Hospital Foundation's Kids Day. 

As Northern Nevada's largest mall, Moore 

says Meadowood is seen as a regional mall 

rather than a community mall , drawing 

customers from as far away as Winnemucca, 

Nevada, and Bishop and Susanville, Calif., 

and its marketing efforts reflect that focus. 

"We are trying to put together packages with 

the hotels to do shop-and-stay promotions, 

which can be marketed specifically to these 

outlying areas," she said. 

The Meadows Mall 's location near the 

fast-growing northwest area of Las Vegas 

has helped it in increasing sales this year 

over last year, according to Huntsinger, who 

estimates over 90 percent of the mall's 

business comes from community residents. 

To attract locals during November and 

December, when the mall does 20 percent of 

its annual business , holiday activities fill the 

mall 's calendar. The arrival of Santa Claus 

on the evening of November 17 is 

highlighted with a pajama party for 

many of the state's malls are looking to 

expand, adding on additional shops or 

creating entirely new shopping environments. 

Currently just under I million square feet, 

Meadowood has recently asked permission 

from the city of Reno to expand. Although 

Moore declined to specify how the mall plans 

to expand, she did say they are currently 

developing the process by which the 

expansion can happen. 

The Galleria at Sunset will break ground 

on an additional 90,000-square-foot home

and-bath center. The new facility will create a 

brand new entrance for the mall, making it 

possible to expand the space without 

inconveniencing shoppers, while adding a 

new retail focus to the center. Duncan said it 

is in the process of signing with a number of 

vendors, but declined to name specific stores 

that will lease the new space. 

Both The Forum Shops and the Fashion 

Outlet Mall have plans to expand as well. 

Crampton says Caesars will be expanding the 

shops beginning in early 200 l . The 

expansion will eliminate the people mover 

that currently extends to Las Vegas 

Boulevard, giving the mall an entrance 

located right on the Strip. Adding 200,000 

square feet, the new space will accommodate 

25 to 30 additional retail shops or restaurants 

and include several high-end tenants. 

Next year will be a big one for the Fashion 

Outlet as the new owners begin to make 

significant changes. Schlesinger says they are 

looking to bring in another 15 to 20 stores. 
"We have a number of stores that are in the 

process of either getting together letters of 

intent or signing leases," he said, adding the 

mall is actively looking to lease the remaining 

25 percent of its 380,000-square-foot facility. 

Schlesinger says they also have additional 

land located to the rear of the mall and have 

the option to expand their facility in that 

direction as well. • 
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BY 
Dean 
Heller 
SECRETARY OF STATE 

Growth Demands Improved 
Technology in State Government 

Results of a recent study ranking state and 
federal government Web sites by 

services provided led one Silver State 
newspaper to comment that Nevada is "part 
of the information dirt road." The state of 
Nevada did indeed perform poorly in this 
particular report, earning an overall ranking 
of 43th among the 50 states and the District 
of Columbia for Web services offered. Our 
state has, however, made considerable 
efforts to join the information 
superhighway, though clearly much remains 
to be done. 

As secretary of state, my commitment to 
utilizing the latest in technology to improve 
efficiency and the quality of services available 
to residents and businesses began in earnest 
years ago. Experiencing tremendous growth 
and an increasing demand for services, the 
goal of my office became clear: become a 
true e-governrnent office. 

The secretary of state 's office shares close 
ties to Nevada's business community. As the 
filing office for the more than 150,000 
businesses organized in the state of Nevada, 
the secretary of state is responsible 
for processing and maintammg the 
organizational and amendatory documents 
of for-profit and nonprofit corporations, 
limited partnerships, limited liability 
companies, limited liability partnerships and 
business trusts. 

In recent years, an increasing number of 
business organizations have filed in the 
Nevada secretary of state's office. The 
number of new corporations filed annually 
rose by approximately 75 percent betwe~n 
1994 and 1999. Last year, Nevada surpassed 
the state of Michigan to become the ninth
ranked state in the nation in the number of 
new corporations filed . The state's increased 
business activity, however, is not limited to 
corporations. Since 1994, the number of 
limited liability companies filed with the 

office increased more than ninefold. 
Limited partnership filings doubled during 
that same period. Based on actual and 
estimated figures, approximately 60,000 
new business entities will organize in the 
state of Nevada this year. 

Business growth on this scale is certainly 
good news for the state. As with any business, 
however, growth presents its challenges. 
Technology, and e-commerce in particular, 
are at the cornerstone of my efforts to meet 
the challenges of growth and the rising 
expectations of customers. Technology will 
allow my office to reach its goal of becoming 
a "virtual office," providing the capacity for 
customers to obtain needed information from 
any location in the world, and offering 
residents and businesses the services that 
most states cannot. 

Today 's consumers and businesses expect 
to be able to find the information they seek 
online. Since its unveiling in 1998, the 
secretary of state's Web site has provided 

this service, and in the process, has become 
a valuable tool by which individuals and 
businesses interact with the office. Rapidly 
approaching 2 million hits per month, the 
site now attracts an average of 50,000 
visitors per day and is the most frequented 
site in Nevada state government. 

More than a source of information, 
however, the Web site allows people and 
organizations to conduct business with the 
office in a timely and efficient manner. 
Nearly 200 forms are available at the site, 
including all forms needed by businesses 
wishing to organize in the state of Nevada. 
An average of more than 1,000 forms are 
downloaded each day by office customers. 
In one month alone, over 39,000 forms were 
generated online by individuals seeking to 
do business with the office's commercial 
recordings division. 

The secretary of state's office initiated its 
first e-commerce venture in December of 
last year, allowing online corporate name 
reservation and the payment of reservation 
fees via the Internet. Generally the first step 
in the incorporation process, corporate 
name reservation provides for a name to be 
reserved for 90 days while organizational 
documents are prepared. In less than a year, 
an average of 185 corporate names have 
been reserved, and the requisite fees paid, 
each month via the Web site. Additional e
commerce applications currently under 
development include online filing of new 
business entities; online filing of annual lists 
of officers; and online application and 
submission of Uniform Commercial Code 
and trademark documents. 

Just as business now competes in a global 
marketplace, so too does the Nevada 
secretary of state. My office's target market is 
every proposed or existing business in the 
world. Customers from more than 100 
countries have visited my office's Web si~e to 
date, but it is expanded e-commerce 
capabilities that will allow the office to further 
penetrate this global market, bringing more 
businesses to the state of Nevada. 

Internet and e-commerce technology 
have changed the way my office does 
business. Not only is the secretary of state's 
office providing a service now expected by 
consumers and business, but customers 
have benefited from improved service and 
greater efficiency and convenience. To 
provide anything less, in my office or 
anywhere in Nevada state government, 
would be a disservice to the state, its 
residents, and business. • 
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Korte-Bellew Begins Work on 
Tech Centm· 

Korte-Bellew & Associates Construction 

Company broke ground in September on 

a $5 million high-tech academic and 

computing center for the Community 

College of Southern Nevada (CCSN). 

Completion of the 33,000-square-foot 

interactive learning center on the Green 

Valley High School campus near Warm 

Springs Road and Stephanie Street is 

scheduled for May 2001. The building will 

contain 12 general purpose classrooms, four 

computer classrooms and one computing 

SuperLab. Leslie and Joan Dunn, developers 

of the Galleria at Sunset Regional Mall, 

donated 1.3 acres of land for the center, 
which will be named in their honor. 

Rafael Consti'UCtion Receives 
SBA Award 

Rafael Medina Jr. has been recognized as 

the Small Business Administration 

(SBA)'s 2000 Minority Small Business 

Person of the Year for the state of Nevada. 

In nine years, the owner of Rafael 

Construction in Henderson built his 

tianship 
Building 

It's our specialty at 
Sun West Bank. 

Imagine an entire team of banking professionals 
dedicated to one goal: helping your business 
reach its goals. At Sun West Bank, you are 
assured 100% customer satisfaction because we 
put your needs Rrst. 

We're Nevada's No. 1 business bank, and your 
business is our No. 1 priority. Experience 
business banking with a personal touch, with 
the service and commitment you deserve. 

• 100% Equipment Financing 
• Construction and Development 
• Commercial Business Loans 
• SBA Loans 
• Cosh Management Services 
• And Much, Much More 

Business Banking !gy.c Way! 
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company from a three-person operation to a 

firm that now employs 120 people and will 

complete approximately $27 million in 

construction this year. Medina's firm is 

completing work on a section of the Lower 

Redrock Complex storm drainage project, a 

contract it was awarded through a federal 

program designed to assist eligible small 

disadvantaged businesses. 

Vestin Group B1·eaks Ground fm· 
Cm·porate Offices 

Vestin Group, a publicly-held financial 

services company, has begun 

construction of a new corporate 

headquarters in Las Vegas. The 20,000-

square-foot offices are being built on a one

acre site bordering the National Golf Club 

golf course on Eastern Avenue near Desert 

Inn Road. The two-story, contemporary 

structure, with a cost of approximately $3 

million, is scheduled for completion in 

February 2001. General con.tractor for the 

project is Sunburst Construction, a Las 

Vegas-based construction firm. JVC 

Associates, Inc. is the architect. 

Zunino to Help Design Las Vegas 
Springs Preserve 

J.W. Zunino & Associates, a Las Vegas-based 

landscape architecture firm, has been named 

to the design team of the Las Vegas Springs 

Preserve. The $171 million project will span 

180 acres considered the "birthplace" of Las 

Vegas, now owned by the Las Vegas Valley 

Water District. The Preserve will contain a 

state-of-the-art interpretive center showcasing 

the natural habitat of the Mojave Desert and 

offering a historical perspective of how the Las 

Vegas area was first settled. The project, billed 

as the "Central Park of Las Vegas," is targeted 

to open in 2005 to commemorate the city 's 

lOOth birthday. Zunino specializes in creating 

water-efficient landscapes that preserve the 

natural beauty of the desert. 

Berryman & Henigar Chosen for 
NDOT Projects 

Berryman & Henigar, a municipal 

professional services finn, has been chosen 

to provide crew augmentation for Nevada 

Department of Transportation (NDOT) projects 

in Western Nevada. The Las Vegas office of the 

San Diego-based firm is working on three 

projects: roadwork in Carson City, repaving 

near VIrginia City, and a 10-rnile reconstruction 

project on U.S. 395 between Carson City and 

Minden. It is providing inspection work and a 

complete field laboratory to perform testing 

services in support of NDOT crews. Work will 

continue this fall as long as weather permits, 

and will resume in the spring. 

The Keith Companies Provide Services 
for Dermody 

The Keith Companies Inc. , a civil 

engineering and design firm with offices 

in Las Vegas, has been contracted to provide 

professional services for Dermody Business 

Center West. The company is perfonning 

civil engineering services for the project, and 

has already completed conceptual designs for 

the infrastructure. Dermody Properties is 

developing the 140-acre industrial park at 

Craig Road and North Fifth Street in North 

Las Vegas. The industrial center will create 

approximately 2.6 million square feet of 

available space for big-box tenants. The 

Keith Companies also assisted Dermody 

Properties in the development of the 

Dermody Business Center, a 2.14-million 

square-foot industrial park. • 



AGC Announces Pinnacle Awa1·d Winne1·s 

The Nevada Chapter Associated General 
Contractors (AGC) held its second 

annual Pinnacle Awards Dinner in Sparks 
on Sept. 28. Q & D Construction won an 
Award of Merit for the Link Piazzo Alumni 
Center at Reno High School in the category 
of Building, New, Under $5 Million. Q & 

D also received a Pinnacle Award for 
ArrowCreek in the category of 
Highway/Engineering, New, Over $5 
Million. A Pinnacle Award was given to 
Granite Construction for its Virginia City 
Road construction project in the category 
of Highway/Engineering, Renovation, 
Over $5 Million. United Construction won 
a Pinnacle Award in the category of 
Design/Build, New, Over $5 Million, for 
the Pfizer Western Logistics Center. The 
Pinnacle Awards were established last year 
to honor the best Northern Nevada 
construction projects and recognize 
members who show leadership, excellence 
and community spirit. 

Clark & Sullivan Constructs School in Nixon 
f1 lark & Sullivan Constructors of Reno has 
l!completed work on tha new Pyramid 
Lake Junior and Senior High School located 
in Nixon, at the south end of Pyramid Lake. 
Clark & Sullivan finished the job in seven 
months in order to have the school ready for 
the start of fall classes. The 43,000-square
foot structure was built to accommodate 250 
students; an amphitheater at the rear of the 
building enables it to double as a cultural 
events center for the community. The 
school houses 15 classrooms with Internet 

At the Longford Plaza groundbreaking were (from left) Bruce Woodbury, chairman, Board of 

Clark County Commissioners, Chris Murtagh, president of Longford's commercial division, 
M.J. Harvey, chairman, Paradise Town Board, John Murtagh, founder and CEO of the 
Longford Group, and county commissioner Daria Herrera. 

LONGFORD GROUP PLANS OFFICE PARK 

The Longford Group broke ground this month for an 80,000-square-foot office complex in 
the southeastern Las Vegas Valley. Longford Plaza will serve as headquarters for the 

Longford Group, a Las Vegas-based developer with divisions in Albuquerque, Tulsa, and New 
Jersey. The 10-building, single-story project is being developed near Warm Springs Road and 
Pecos Road . The first phase, scheduled for completion next spring, will consist of three 
buildings totaling 23,000 square feet. Build-out for Longford Plaza is scheduled for the fourth 
quarter of 2001. Perlman Architects of Henderson provided architectural services for the 
project. VTN Engineering is the engineer, and Lee & Associates will oversee leasing activity. 

connections, a gymnasium, music room, 
library, computer room, full laboratory 
classroom, shop rooms and offices. 
The 53-acre site also features athletic 
fields, an all-weather track, tennis courts 
and team locker rooms. Officials from 
the Pyramid Lake Paiute Tribe 
participated in the opening ceremony for 
the school, which incorporated Paiute 
designs in its construction. 

Pulte Homes Ranks Highest in 
Customer Satisfaction 

Pulte Homes, the nation 's largest 
homebuilder and third largest 

homebuilder in Southern Nevada, 
ranked highest in customer satisfaction 
among new-home builders in the Las 
Vegas market, according to the J.D. 
Power and Associates 2000 New-Home 
Builder Customer Satisfaction Study. 
Pulte's Las Vegas division earned top 
scores in seven of the eight factors 
comprising overall satisfaction , 

including: quality of workmanship and 

materials, customer service representatives, 

sales staff, price/value, physical design 

elements, design center and location. 

Nm·thpo1·t Business Center to Begin 
New Phase 

Jackson-Shaw Company has comple_ted 

Phase I of Northport Business Center, 

a 24-acre, $30 million master-planned 

business park located adjacent to the 

North Las Vegas Airport. Northport 

Business Center serves tenants in need of 
smaller flex products in the city of North 

Las Vegas. The company will break 

ground in December on Phase II, which 

will consist of four buildings with more 

than 96,500 square feet of office, 

showroom, retail and warehouse space. 

At build-out the project will consist of 12 

multi-tenant buildings totaling 325,000 

square feet. 
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Should You Lease 
Or 

Buy Your Next Car? 

~r more and more new car seekers, leasing 

I" is the answer to the "lease or buy" dilemma. 

But that doesn' t mean it's the best choice. You 

need to take money, convenience and lifestyle 

issues into consideration before you decide 

whether to lease or buy a vehicle. 

Consider Financial and Convenience ~es 

When you fmance the purchase of a new 

car, you typically make a down payment and 

borrow the rest. As long as you make all the 

payments, you eventually will own the car. 

When you lease a car, you finance only the 

portion of the car 's value you are using, plus a 

fmance charge. Since leasing payments don't 

need to cover 100 percent of the car 's costs, 

monthly payments are generally lower than if 
you were to buy the same car. In fact, leasing's 

greatest appeal may be upscaling - you can 

drive off in a more expensive car for less than 

its purchase price. On the downside, at the end 

of the lease duration, you do not own the car. 

For some people, that's good news, since it 

means they don't have to deal with selling the 

car or trading it in. When the lease ends and 

you want another new vehicle, you tum in the 

keys, sign a new lease, and drive off. 

Getting the Best Deal 

Whether you lease or buy a new car, you are 

entering into a substantial finar:cial obligation, so 

you want to be sure that it's a fair transaction. 

When you lease, many dealers will focus on the 

monthly payment instead of the total purchase 

price of the vehicle. To get the best deal, you 

should shop for a lease in the same way you would 

if you were buying the car. The most important 

factor is to consider the car's sticker price and 

negotiate down from there. Whether you decide to 

lease or buy, the lower the original price, the lower 

your monthly payment. 

Evaluating Lifestyle Aspects 

In addition to the financial and convenience 

issues of buying or leasing a new car, there are 

lifestyle issues you need to consider. For 

example, how many miles do you drive each 

year? If your work or personal life demands 

that you clock lots of mileage, you're probably 

better off buying. Leases typically limit the 

number of mi les you can drive to 12,000 or 

15,000 miles a year. Mileage above the 

contracted amount can cost you 10 to 15 cents 

a mile. If you expect to exceed the standard 

mileage limit, try to negotiate a higher mileage 

allowance at the time you sign the lease. The 

cost per mi le can be substantially less when it 

is built into the lease up-front. 

Another consideration is how you treat 

your vehicle. Lease agreements usually 

include penalties for excessive wear and tear. 

If you anticipate stains on the seats and dings 

on the doors, you may want to think twice 

about leasing. In any case, fmd out what is 

included under acceptable wear and tear and 

what it may cost you when the car is turned in. 

When it comes to maintenance and upkeep, 

leasing has some advantages. If you lease a 

new car every two or three years, it's likely 

that the vehicle will be under warranty, so you 

shouldn't have to pay for costly repairs. Keep 

in mind that you will still be responsible for 

routine maintenance, such as oil changes, tire 

rotation, and replacing the brakes. It's a good 

idea to keep careful records to prove required 

services were completed. 

Keep in mind that if, for any reason, you need 

to cancel the lease before the term is over, it 

could cost you thousands of dollars. That's why 

it's important to consider possible changes in 

your lifestyle before deciding between leasing 

and buying and before settling on the type of 

vehicle that you lease. For example, if you're 

planning to have a family during the term of the 

lease, you may want to lease a minivan instead 

of a smaller car. By contrast, one of the 

advantages of financing a car is that you have 

the flexibility to sell or trade it in whenever you 

want, as long as you pay off the loan. 

Business Use Of Car 

The decision to buy or lease becomes even 

more complicated if you 're using the car for 

business. You may want to consult with a 

CPA who can determine whether, tax-wise 

and otherwise, leasing or buying makes more 

sense for your particular situation. • 

Prepared by the Nevada Society of Certified Public 

Accountants. 
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INVESTING 

PORTFOLIO DIVERSIFICATION - DOES IT STILL WORK? 

If you have over five years' experience as 
an investor, you probably embrace the 

premise that portfolio diversification is 
important to long-term investment 
success . This premise is based on the 
historical experience that markets move in 
cycles , and certain asset classes will 
outperform others in different cycles. 
Given this year 's wild swings in the 
markets, and minute-by-minute reporting 
by the media, of investor interest rate and 
earning concerns , it has been easy to 
question the wisdom of market 
diversification. It may be helpful, 
therefore, in determining a portfolio 
strategy for 2001 to review which asset 
classes have been the winners and losers 
over the last 12 years. 

1987 1988 1989 1990 

Internationa l Internat ional Large Cap Large Cap 
Growth Growth 

25.3% 28.6% 35.9% -0.3% 

Large Cap Small Cap S&P 500 S&P 500 
Growth 

5.3% 24.9% 31.7% -3.2% 

S&P 500 Large Cap Mid Cap Large Cap 
Va lue Va lue 

5.2% 23.2% 26.3% -8.1 % 

Large Cap Mid Cap Large Cap Mid Cap 
Value Va lue I 

0.5% 19.8% 25.2% -11 .5% 

Mid Cap S&P 500 Small Cap Small Cap 

0.2% 16.6% 16.2% -19.5% 

Following is a list of the accepted 
classes and relevant indices: 
International: MSCI EAFE - Morgan 
Stanley Capital International, Europe, 
Australia, and Far East. 
Larr:e Cap Growth: Securities m the 
Russell 1000 Index with a greater-than
average growth orientation. 
Mid Cap: Smallest of the 800 capitalized 
securities in the Russell 1000. 
Larr:e Cap Value: Securities in the 
Russell 1000 Index with a less-than
average growth orientation . 
Small Cap: The smallest 2,000 companies 
in the Russell 3000 Index. 
S&P 500: Currently comprised of 400 
industrial, 20 transportation, 40 utility and 
40 financial companies . 

Market Cycles 
1987-1999 

1991 1992 1993 1994 1995 

Small Cap Small Cap International International Large Cap 
Value 

46% 18.4% 33.0% 8.1% 38.4% 

Mid Cap Mid Cap Small Cap Large Cap S&P SOO 
Growth 

41.5% 16.3% 18.9% 2.7% 37.6% 

Large Cap Large Cap Large Cap Mid Cap Large Cap 
Growth Va lue Va lue Growth 
41.2% 13.8% 18.1% 2.1 % 37.2% 

S&P 500 S&P 500 Mid Cap S&P 500 Mid Cap 

30.5% 7.6% 14.3% 1.3% 34.5% 

La rge Cap Large Cap S&P 500 Small Cap Small Cap 

Value Growth 
24.6% 5.0% 10.1% -1.8% 28.4% 

The chart at the bottom of this page shows 
a listing of winners and losers over the past 12 
years. The variation in the spread of returns 
between the winners and losers has been from 
10.10 percent in 1994 to 41.3 percent in 1998. 
Performance among the different asset classes 
varies from year to year. This chart shows 
why diversifying among different asset 
classes is important to long-term success. 
Over the short-term, this year's winner may 
be next year's loser. 

Portfolio diversification among asset classes 
is an integral aspect of risk management. 
Because markets historically move in cycles, 
with some asset classes outperforming others, 
diYersification is imperative to any sound 
investment strategy. • 
Margaret E. Jfaul, CFP, CIMA, is managing 

director/CEO of Maul Capital Management. 

1996 1997 1998 1999 

Large Cap Large Cap Large Cap Large Cap 
Growth Value Growth Growth 

23.1% 35.2% 38.7% 3Y.z%' 

S&P 500 S&P 500 S&P 500 International 

22.9% 33.4% 28.8% 27.0% 

Large Cap Large Cap International Small Cap 

Value Growth 
21.6% 30.5% 20.3% 21.3% 

Mid Cap Mid Cap Large Cap S&P 500 
Value 

19.0% 29.0% 15.6% 21.0% 

Small Cap Small Cap Mid Cap Mid Cap 

16.5% 22.3% 10.1% 18.2% 

Small Cap Large Cap International International International International Large Cap Large Cap International International International Small Cap Large Cap 

Growth Growth Value Value 

-8.8% 11.3% 10.8% -23.2% 12.5% -11.8% 2.9% -2.0% 11.6% 6.4% 2.1% .-2.6% 7.4% 
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Chambers of Commerce 

CHAMBER oF COMMERCE 
ADDRESS 

Las Vegas Chamber of Commerce 
3720 Howard Hughes Pkwy, Las Vegas 89109 

PHONE 

702-735-1616 

Greater Reno-Sparks Chamber of Commerce 775-686-3030 
1 East First St. 16th Floor, Reno 89501 

Carson City Area Chamber Commerce 775-882-1565 
1900 S Carson St # 100, Carson City 89701-5525 

4 Henderson Chamber of Commerce 702 -565-8951 
590 S Boulder Hwy, Henderson 89015-7512 

Latin Chamber of Commerce 702-385-7367 
829 S. 6th St., Las Vegas 89125 

6 Sparks Chamber of Commerce 775-358-1976 
PO Box 1776, Sparks 89432-1776 

7 Tahoe-Douglas Chamber of Commerce 775-588-4591 
PO Box 7139, Zephyr Cove 89449 

Elko Chamber of Commerce 775-738-7135 
1405 Idaho St., Ely 89801 

9 Incline Vi llage/Crystal Bay Chamber 775-831 -4440 
969 Tahoe Blvd, Incline VIllage 89451 

10 Carson Valley Chamber of Commerce 775-782 -8144 
1512 US Highway 395 N #1 , Gardnerville 89410 

11 North Las Vegas Chamber of Commerce 702-642-9595 
2290 McDaniel St, N. Las Vegas 89030-6323 

12 Pahrump Chamber of Commerce 775-727-5800 
PO Box 42 , Pahrump 89041-0042 

13 Laughlin Chamber of Commerce 775-295-2214 
PO Box 77777, Laughlin 89028-7777 

14 Boulder City Chamber of Commerce 702 -293 -2034 
1305 Arizona St., Boulder City 89005 

15 Fernley Chamber of Commerce 775-575-4459 
PO Box 1606, Fernley 89408 

16 Mesquite Area Chamber of Commerce 702-346-2902 
850 W Mesquite Blvd, Mesquite 89027-5202 

17 White Pine Chamber of Commerce 775-289-8877 
636 Aultman St., Ely 89301-1555 

17 Yerington/Mason Valley Chamber of Commerce 775-463 -2245 
227 S. Main St., Yerington 89447 

19 Greater Fallon Area Chamber of Commerce 775-423-2544 
65 S Maine St Ste B, Fallon 89406 

20 Dayton Area Chamber of Commerce 775-246-7909 
PO Box 2408, Dayton 89403 

21 Tonopah Chamber of Commerce 775-482-3859 
PO Box 869, Tonopah 89049 

22 Mineral County Chamber of Commerce 
PO Box 1635, Hawthorne 89415 

23 Pershing County Chamber of Commerce 
PO Box 821 , Lovelock 89419 

24 Pioche Chamber of Commerce 
PO Box 127, Pioche 89043 

25 Battle Mountain Chamber of Commerce 
PO Box 333, Battle Mountain 89820 

26 Wells Chamber of Commerce 
PO Box 615, Wells 89835 

27 Beatty Chamber of Commerce 
PO Box 956, Beatty 89003-0956 

28 Caliente Chamber of Commerce 
PO Box 553 , Caliente 89008 

N Amargosa Chamber of Commerce 
He 69 Box 401 w, Amargosa Valley 89020 

Austin Chamber of Commerce 
PO Box 212, Austin 89310-0212 

Eureka Chamber of Commerce 
PO Box 1078, Eureka 89316 

Greater Smoky Valley Chamber of Commerce 
PO Box 1977, Round Mountain 89045 

Moapa Valley Chamber of Commerce 
PO Box 361 , Overton 89040-0361 

Nevada State Chamber of Commerce 
401 S. Carson St. ,Carson City 89710 

Overton Chamber of Commerce 
PO Box 361, Overton 89040 

N Silver Springs Economic Authority 
PO Box 269, Silver Springs 89429 

N Urban Chamber of Commerce 
1048 W. Owens Ave., Las Vegas 89106 

DND; Did not disclose 

775-945-5896 

775-273-7213 

775-962-5544 

775-635-8245 

775-752-3540 

775-553-2424 

775-726-3129 

775-372-5459 

775-964-2200 

775-237-5544 

775-377-2490 

775-397-2160 

I 

775-684-6800 

702-397-2160 

775-577-2069 

702-648-6222 

Ranked by MembershiP 

E-MAIL 

info@lvchamber.com 

W EBSITE ADDRESS 

http://www.lvchamber.com 

info@reno-sparkschamber.com DND 

ccchambei®semp.com www.carsondtychamber.com 

info@hendersonchamber.com www.hendersonchamber.com 

DND www.lasvegaslatincc.com 

info@sparkschamber.org www.sparkschamber.org 

info@tahoechamber.org www.tahoechamber.org 

chamber@elkonevada.com www.elkonevada.com 

tahoecofc@aol.com www.laketahoechamber.com 

DND DND 

DND www.nlvchamber.com 

info@pahrumpchamber.com www.pahrumpchamber.com 

chamber@laughlin.net DND 

bccofc@anv.net www.bouldercitychamber.com 

femley1@femleynevada.net DND 

DND DND 

elycc@idsely.com www.elynevada.net 

DND DND 

fallonchamber@oasisol.com DND 

info@daytonchamber.org www.daytonchamber.org 

DND DND 

info@mcchamber.hawthome.nv.us DND 

DND DND 

DND DND 

DND DND 

DND DND 

DND DND 

none none 

chamber@amargosavalley.com DND 

DND DND 

DND DND 

DND DND 

DND DND 

DND DND 

DND DND 

DND DND 

DND DND 

M EMBERS 

6,000 

1,800 

1,000 

900 

720 

630 

610 

540 

500 

487 

440 

403 

340 

230 

225 

200 

175 

175 

150 

137 

100 

85 

81 

45 

43 

40 

35 

30 

25 

DND 

DND 

DND 

DND 

DND 

DND 

DND 

DND 

ANNUAL D UES ($) 

1998 BuDGET ($) 

290-25,000 
$5,200,000 

250+ 
$1,000,000 

200-1,815 
$225,000 

DND 
$500,000 

200-250 
$350,000 

DND 
$187,260 

DND 
$480,000 

190-2,000 
$250,000 

150-2,000 
$250,000 

75-550 
$300,000 

220 
$200,000 

100 
$250,000 

150-1,100 
$240,000 

157-525 
DND 

5-300 
DND 

75-1100 
$125,000 

DND 
DND 

100-500 
$65,000 

30-625 
$40,000 

30-240 
DND 

35-75 
$15,000 

50-300 
$58,000 

DND 
$20,000 

5 
$3,000 

25-250 
DND 

100 
DND 

25-300 
$15,000 

20 
$2 ,000 

15-25 
DND 

DND 
DND 

DND 
DND 

DND 
DND 

DND 
DND 

DND 
DND 

DND 
DND 

DND 
DND 

DND 
DND 

FIT 
EMPL. 
BOARD SENIOR NV EXEC 

M EMBERS YEAR ESTABLISHED 

52 Donald L (Pat) Shalmy 
31 1911 

18 Harry York 
23 1901 

5 Larry M. Osborn 
16 1947 

6 Alice J Martz 
15 1950 

4 Otto Merida 
25 1976 

3 Don Johnston 
17 1977 

7 Kathleen Farrell 
21 1961 

DND Elaine Barkdull 
DND DND 

3 Jim Jeffers 
10 1957 

2 David Balik 
17 1945 

4 Richard L Conner 
15 1957 

3 Kathy Pallares 
9 1981 

4 Joelle Hurns 
16 DND 

2 Scott Meyer 
10 1932 

1 Boyd Franklin 
6 DND 

1 Liz Leavitt 
21 1974 

2 Patty Rimington 
23 1921 

1 Lura Panici 
9 1955 

1 Michelle Adair 
9 1948 

1 Wayne Pedlar 
9 1983 

0 Carl Paice 
11 1939 

2 
9 

1 
8 

0 
45 

Ronald Wolven 
1979 

Deli lah Ortega 
1953 

Terry Jones 
1965 

Mary Hunter 
1982 

1 Fred Mayes 
10 1911 

1 Peggy Johnson 
6 1984 

0 Larry Wissbeck 
0 1949 

1 Doris Jackson 
5 1990 

DND DND 
DND DND 

DND DND 
DND DND 

DND Sue Boyer 
DND DND 

DND John Z Robison 
DND DND 

DND Jamie Larkin 
DND DND 

DN D Russell Babb 
DND DND 

DND Ray/Virginia Johnson 
DND DND 

DND Lewis Overstreet 
DND DND 

BOOKm]LISJS rrwj'j' Not.e: The above i~formation was supplied by representatives of the listed companies in response to faxed survey for~s. Companies not appearing did not respond. To the best of our knowledge, the information is accurate as of press time. 
OF IIM.!J.!J Wh1le every effort IS made to ensure accuracy and thoroughness, errors and omissions do occur. Send corrections or addrtions on company letterhead to TopRank Nevada Statewide Book of Lists, Research Dept., 2127 Paradise Rd., LV, NV 89104. 
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Small Business Administration Lenders 
Ranked by Total Amount of Loans Approved in Nevada (1 0-1-99 to 9-30-00) 

~ LENDER PHONE(S) TOTAL LOANS LOANS TO WOMEN & MINORITIES 

"' ADDRESS(ES) AMOUNT QUANTITY AMOUNT QUANTITY ( ONTACT(S) 

Desert Community Bank 702-938-0508 $26,628,134 212 $.3,749,778 26 Kent Harding 
3740 S. Pecos-Mcleod, Las Vegas 89121 

Nevada State Development Corp. 775-B26-6172 $24,200,000 69 $4,600,000 13 Bobbi Bennett 
6572 South McCarran Blvd., Reno 89509 

Silver State Bank 702-96B-8400 $18,800,000 47 $226,000 10 Tad Little 
170 S. Rainbow Blvd. , Las Vegas 89145 

4 U.S. Bank National Association 702-386-3819 $16,593,000 39 $4,085,200 10 Stephen Schneider 
2300 W. Sahara Ave, Las Vegas 89102 

5 Community Bank of Nevada 702-B7B-0700 $7,440,160 52 $3,655,773 28 Phil Young 
1400 S. Rainbow Blvd., Las Vegas B!l146 

6 Business Bank of Nevada 702 -794-0070 $5,829,813 34 $2,646,276 12 Paul C. Stowell 
6085 W. Twain Ave., Las Vegas 89119 

Southern Nevada Certified Development 702·732·3998 $4,993 ,000 12 $1,750,000 3 
2770 Maryland Pkwy. Ste. 212, Las Vegas 89109 

8 Bank of America 702·654-6755 $4,725,250 52 $1 ,572 ,400 20 Bob Hart 
PO Box 98600, Las Vegas 89193 

9 First Security Bank of Nevada 702-952-6654 $4,710,800 44 $2,230,800 23 Coletta Bruce 
4425 Spring Mountain Rd., Las Vegas 89132 

10 Zions First National Bank 801-524-4904 $3,492,200 14 $1,127,200 4 Kent Moon 
One S. Main St. 3rd Floor, Salt Lake City UT 84111 

11 New Ventures Capital 702-382·9522 $3,474,000 8 $2,114,000 5 Ernest Fountain 
626 S. Ninth St., Las Vegas 89101 

12 Goleta National Bank 702·870·0870 $3,325,000 9 $391,000 2 Laurie Kalnin ·AIIen 
4170 S Decatur Blvd Ste D4, Las Vegas B91 03 

13 Bank of the West 702·733·2199 $3,000,000 12 $1 ,000,000 5 Nancy Bullen 
1771 E. Flamingo Road Ste.213A, Las Vegas B9119 

14 Kirkwood Bank & Trust Co. 702-228-0941 $1 ,532,000 7 $395,000 2 Dennis Degree 
6900 Westcliff Dr. Ste. 702 , Las Vegas 89128 

15 Wells Fargo Bank 702-791 -6278 $990,000 4 $890,000 3 Sam Coletta 
3800 Howard Hughes Pkwy. 4th Floor, Las Vegas 89193 

16 BankWest of Nevada 702 -248-4200 $920,000 10 $172,000 2 Jack Wallace 
2700 W. Sahara Ave., Las Vegas 89102 

17 Colonial Bank 702·258·9990 $616,000 5 $70,000 Maria C. Fernandez 
2820 W. Charleston Blvd, Las Vegas 89102 

18 Heritage Bank 775-348-1000 $441,800 2 DND 0 Mary Ganzel 
PO Box 11920, Reno 89502 

19 Nevada State Bank 702-220-3482 $438,500 5 $100,000 Gary Gibson 
4170 S. Maryland Pkwy., Las Vegas 89119 

20 Great Basin Bank 775-753·3800 $191 ,650 2 $83,650 Terry Sullivan 
487 Railroad St. , Elko 89801 

21 California Federal Bank 702-892·8126 $130,000 4 $500,000 Jack Hice 
3990 S Maryland Pky, Las Vegas 89119 

22 CitiBank 702-796-3098 $50,000 $25,000 Jake Fulkerson 
3900 Paradise Rd., Las Vegas 89109 

DND ; Did not disclose Source: U.S. Small Business Administration, Las Vegas, NV 

BOOK ~LISTS IIE1] ~o~J~ !~:;~~erti~:~~J:~~~ e~~~,:uf~~~~!Ya~d~~~~~v:~~t e~~~~:~ ~~~~i~~~d~n C:.:~:r:~J0c~:;:~~~~( a~0d~~~;~~~~~~~~y0re:fe~!~~~od~~Pn~~Wevnjar~ta~eew~t~~~f t~c:,~:~~e~r~e~;~.~~~~n P~:~~,~~ .. ~v~~ 
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SBA LE NDERS 36 HOTELS & RESORTS 41 

CHAMBERS OF COMMERCE 37 GAMING SUPPLIES & SERVICES 43 

INSURANCE COMPAN IES 38 
Now 
Available! Upcoming Lists 

BUSINESS PHONE SYSTEMS 

& DEALERS 

TOP PRIVATE COMPANIES 

CONVENTION & MEETING 

FACILITIES 

TRUCKING & FREIGHT COMPANIES 

MAJOR CONVENTIONS 100 LARGEST BUSINESSES 

• 66 Comprehensive Lists • 
• Thousands of Listings • 

• Loaded with Vital Information • 

$29.95+tax 
ORDER YOUR COPY TODAY! 

Call 702-735-7003 

TOP PUBLICLY-TRADED 

COMPANIES 

What makes for an indispensible business partner? Experience? Skills? 

Knowledge? Integrity? 

At Irwin Union, we've been providi ng all these and more for our clients since 1871. 

Today, that t radition continues in the Carson City area. Greg Nixon and his team have 

years of experience in financial services and in the northern Nevada business 

community. These talented, senior financial professiona ls help clients make key 

business decisions in real time. This is an innovative team that can offer you 

the right solution when it matters most. 

Irreplaceable partners for Carson City's most successful businesses and 

professionals: that's indispensible. That's Irwin Union. 

• 
I 

1717 E. College Pky. 

Carson City, NV 89706 

775.886.6926 

www.irwinunion.com 

Irwin Union 
Bank 
@ Equal Housing Lender. Member FDIC. 
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by 
Michael 
Sullivan 

Primary 2000 Full 
ol Surprises 

No one can ever predict what exactly will 
happen in an election, but if the primary 

is any indication, the 2000 campaign cycle 
may go down as one of the strangest in recent 
Nevada history. An embattled Clark County 
commissioner, who should have won, lost. A 
commissioner targeted by powerful labor 

unions, who should have lost, won. And the 
mighty gaming industry was unsuccessful in 
wiping out one of its staunchest critics. In 
politics, all this is the equivalent of Tiger 
Woods not winning a golf tournament, Strom 
Thurmond not running for re-election or the 

swallows not returning to Capistrano. It just 
doesn ' t happen. 

Commissioner Lance Malone's loss to an 
under-funded, little-known opponent was 

perhaps the greatest shock. Malone had 
piled up negatives after several controversial 
votes, including one over airport concessions 
for which the Ethics Commission found him 

guilty of not disclosing a relationship with 
one of the applicants. The Commission 
District C representative was also targeted by 
Station Casinos after agreeing to vote against 
a competing casino project, then changing his 
mind at the 11th hour. All these factors, 
combined with an extremely low turnout 
(19 percent) gave challenger Chip Maxfield 

the unlikely upset and a ticket to the 
general election where he meets Democrat 
Lois Tarkanian. 

The other commission race that shook up 
Southern Nevada was Mary Kincaid vs. 
Stephanie Smith. Heavily targeted by the 
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Culinary Union, the incumbent Kincaid was 
not the favorite to retain her seat. The union 
has a history of diligently and effectively 
erasing the competition when it gets heavily 
engaged in a race. In 1996, that' exactly 
what it did to State Senator Sue Lowden. Its 

grassroots effort is superb and its direct mail 
is targeted and deadly. This year, however. 
Kincaid was able to garner enough support to 
hold off the onslaught. She had very high 
positives and name identification in the 
district, having lived in and represented mo t 

of it for decades. Kincaid also benefited from 
a near $1 million war chest that gave her the 
ability to flood the airwaves and mailboxe 
with positive messages and defenses of her 
position. The union doesn ' t lose often, and 
even in defeat it sent a powerful message to 
future opponents: "We will use every mean 
at our disposaJ to defeat you, so think twice 
before crossing us." 

A group that has had similar success with 
that kind of incentive is the gaming industry. 
While it never publicly endorsed Uri Clinton 
over incumbent Joe Neal in the State Senate 4 
race, it was widely known that gaming 
wanted Neal out. The senator has been a 
thorn in its side ever since he proposed raising 
the tax on gaming revenues. He is currently 
trying to qualify a ballot initiative to let the 
voters decide the issue. No one had really ever 
thought to challenge him in the district he has 
represented since 1972. But Clinton, a young 
and energetic challenger, was just the kind of 
candidate who could give Neal fits and 

distract him from qualifying the initiative. 

Because no Republican filed, the race 
would have normally gone to the general 
election, where Clinton could count on some 
anti-Neal Republican voters coming to his 
aide. But a third-party candidate jumped in, 
forcing a primary. Under state law, a 
candidate can win the race outright if he gets 

0 percent of lhe vote plu one vote in the 
primary. Clinwn put up a valiant effort 
involving mailers. phoning and door-to
door canvas ing, but he couldn' t overcome 
1 'ear taying power in the district, missing 
hi chance to force a general election by 

only ix votes. 
It's not likely these powerful forces will 

oon lose another election like they did in this 
year's primary. The Culinary Union is 
already analyzing the Smith-Kincaid race 
and will learn from its mistakes. It was 
always an outside shot that gaming would 
take out Neal, and most pundits say its real 
motivation was to slow him down from 

qualifying the tax increase. 
For the immediate future, losers are licking 

their wounds, and winners are turning their 

eyes northward to Carson City for the 71st 
Session of the Nevada Legislature. • 

Michael Sullivan is president of Knight 
Consulting, a Las Vegas government 

affairs firm. 
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Hotels and Resorts 
Ranked by Total Rooms 

. Hom PHONE ToTAL RooMs 0WNU(S) 
~ ADDRESS RooM RATES SPECIAL AMENITIES YEAR OPENED .. 

MGM Grand Hotel & Casino 702-B91-1111 5,005 3 Showrooms, Events Arena, 15 Restaurants, 6.6 Acre. 5-pool complex w/Jacuzzis, Grand Spa Publicly Owned NYSE: MGG 
3799 Las Vegas Blvd. So., Las Vegas B91 09 $69-$1B9 Resort, 3BO,OOO-Sq .-Ft. Conference Ctr. 1993 

Luxor Las Vegas 702-262-4000 4.467 2 Theaters, Ra Nightclub, 24-Hr. Spa, 9 Restaurants, Business Center, Convention Area Mandalay Resort Group 
3900 Las Vegas Blvd. So., Las Vegas B9119 59-299 1993 

3 Excalibur Hotel/Casino 702-597-7777 4,00B Tournament of Kings Jousting Dinner Show, Strolling Entertainers, 6 Restaurants, Wedding Chapel, 2 Mandalay Resort Group 
3B50 Las Vegas Blvd. So., Las Vegas B91 09 49-299 Outdoor Pools 1990 

Circus Circus Hotel -Casino 702 -734-0410 3,770 The Adventuredome Indoor Theme Park, Free Circus Acts, The Steak House, Circus Buffet, Blinko Mandalay Resort Group 
2BBO Las Vegas Blvd. So., Las Vegas B91 09 39-159 Clown Marquee 196B 

5 Mandalay Bay Resort & Casino 702-632-7777 3,700 15 Restaurants, Spa, Lagoon Area w/3 Swimming Pools, Wave Pool, Lazy River, 12,000-Seat Event Mandalay Resort Group 
3950 Las Vegas Blvd. So., Las Vegas B9119 99-299 Center, 190,000-Sq.-Ft. Mtg./Conv. Ctr., Mandalay Bay Theater 1999 

6 Flamingo Hilton Las Vegas 702-731-3111 3,638 DND Park Place Entertainment 
3555 Las Vegas Blvd. So., Las Vegas B91 09 59-300 DND 

7 Bellagio 702-693-7111 3.408 The Fountains of Bellagio, Via Bellagio Shopping Promenade, The Bellagio Gallery of Fine Art, Cirque MGMMirage 
3600 Las Vegas Blvd. So., Las Vegas B9109 159-499 du Soleil's 0 of Bellagio 1998 

8 Las Vegas Hilton 702 -732 -5111 3,174 Star Trek: The Experience, 30,500-Sq.-Ft. Race/Sports Superbook, Next to Las Vegas Convention Park Place Entertainment 
3000 Paradise Rd., Las Vegas 89109 119-229+ Center 1969 

9 The Venetian Resort-Hotel-Casino 702-414-1000 3,036 DND DND 
3355 Las Vegas Blvd. So., Las Vegas B9109 149-399 DND 

10 Monte Carlo Resort 702-736-6000 3,002 DND MGM Mirage 
3770 Las Vegas Blvd. So. , Las Vegas 89109 59-249 DND 

11 Paris Las Vegas 702-946-7000 2,916 Eiffel Tower Experience, 10 French-inspired Restaurants, European Spa/Salon, 140,000-Sq.-Ft. Park Place Entertainment 
3645 Las Vegas Blvd. So., Las Vegas 89109 129-350 Mtg./Conv. Space, 2-Acre Rooftop Swimming Pool Area 1999 

12 Treasure Island 702-894-711 1 2,885 Buccaneer Bay Sea Battle, Mystere by Cirque du Solei! MGM Mirage 
3300 Las Vegas Blvd. So., Las Vegas B9109 50-550 1993 

' 3 Bally's Las Vegas 702 -739-4111 2,814 DND Park Place Entertainment 
3645 Las Vegas Blvd. So., Las Vegas 89109 99-930 DND 

Harrah's Casino Hotel 702-369-5000 2,700 DND DND 
3475 Las Vegas Blvd. So., Las Vegas 89109 50-350 DND 

Imperial Palace Hotel & Casino 702-731-3311 2.700 Legends in Concert Antique/Classic Auto Collection, Hawaiian Hot Luau, Business Center, Airline Ralph Engelstad 
3535 Las Vegas Blvd. So., Las Vegas 89109 49-499 Baggage Check-In Service 1979 

Aladdin Hotel 702-736-0111 2,600 6 Restaurants, 2 rooftop pools, 7,000-Sq. -Ft. Theatre for the Performing Arts, 500,000-Sq.-Ft. Aladdin Gaming LLC 
3667 Las Vegas Blvd. So. , Las Vegas 89109 DND Desert Passage Shopping Adventure 2000 

' 7 Rio Suite Hotel & Casino 702-252-7777 2,563 DND Rio Properties Inc. 
3700 W. Flamingo Rd., Las Vegas 89103 65-350 1990 

·a Caesars Palace 702-731 -7110 2.471 DND Park Place Entertainment 
3570 Las Vegas Blvd. So., Las Vegas B9109 109-350 DND 

' 9 The Mirage 702-791-7111 2,338 The Secret Garden of Siegfried & Roy, White Tiger Habitat, Dolphin Habitat, Siegfried & Roy, The MGMMirage 
3400 Las Vegas Blvd. So., Las Vegas 89109 79-399 Volcano at the Mirage 1989 

::0 Riviera Hotel 702-734-5110 2,100 DND DND 
2901 Las Vegas Blvd. So., Las Vegas 89109 59-145 DND 

-' New York-New York Hotel & Casino 702 -7 40-6969 2,020 Replicas of Statue of Liberty, Brooklyn Bridge, Manhatten Express Roller Coaster, 6 Restaurants, MGM Mirage 
3790 Las Vegas Blvd. So., Las Vegas 89109 79-350 Village Eateries, 4 Bars/Lounges with Entertainment 1997 

::2 Reno Hilton 775-789-2017 2,000 8 Restaurants, Entertainment, Pool, Health Club/Tennis Club, RV Park, Shopping Mall Park Place Entertainment 
2500 E. Second St., Reno 89595 70 and up 1978 

.:3 Tropicana Resort & Casino 702-739-2222 1,990 Casino Legends Hall of Fame Museum, Folies Bergere, Swim-Up Blackjack (Summer Only), Paradise Aztar Corp. 
3801 Las Vegas Blvd. So., Las Vegas 89109 DND Tower Rms. Incl. Refrig., Ironing Boards, Etc. 1957 

-- Flamingo Hilton Laughlin 775-298-5111 1,912 Nightly Live EntertainmenUShowroom, On the Bank of the Colorado River, Wedding Chapel, Park Place Entertainment 
1900 S. Casino Dr., Laughlin 89029 17-59 Located Center Strip in Laughlin 1990 

Golden Nugget Hotel & Casino 702-385-7111 1,808 Stefano's, Lillie Langtry's, The Buffet, California Pizza Kitchen, Carson Sleet Cafe MGMMirage 
129 E. Fremont St, Las Vegas 89101 49-129 1946 

Silver Legacy 775-329-4777 1.712 DND DND 
407 N. Virginia St., Reno 89505 49-249 DND 

Sahara Hotel 702-737-2111 1.708 DND DND 
2535 Las Vegas Blvd . So. , Las Vegas 891 35-125 DND 

John Ascuaga's Nugget 775-356-3300 1,657 Fuii-Svc. Salon, Club-Level Rms. w/Extra Amenities/News Svc., Yr-Round Atrium Pool w/8 lndivid. John Ascuaga 
1100 Nugget Ave., Sparks 89431 79-625 Bubble Pools/Jacuzzi , 24-Hr. Casino 1955 

::9 Harrah's Laughlin 775-298-4600 1,579 DND DND 
2900 S. Casino Dr., Laughlin 89029 25-55 DND 

Circus Circus Hotel-Casino 775-329-0711 1,572 DND DND 
500 N. Sierra St. , Reno 89503 29-295 DND 

Stardust Hotel & Casino 702-732-6111 1,550 DND Boyd Gaming Corp. 
3000 Las Vegas Blvd. So., Las Vegas 89109 50-650 DND 

'Ymada Express Hotel Casino 775-298-4200 1,501 Adults-Only Tower, Free Covered/Valet Pk., Free 1940s Museum/Multimedia Show, 5 Restaurants, Aztar Corp. 
2121 S. Casino Dr., Laughlin 89029 19-149 Free Lounge Ent. , Free Train Rides 1988 

CONTINUED 
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Insurance Brokerage Firms (continued) 

~ 
INSURANCE BROKERAGE f iRM PHONE(S) 
ADDRESS(ES) 

60 Insurance Designs Corp. 702·798·6690 
6165 Harrison Dr. Ste. 2. Las Vegas 89120 

60 Ron Langlands Insurance 775·782-8563 
1664 US Hwy 395 Ste. 101, Minden 89423 

60 Senior Insurance Agency 775-829-9600 
160-B E. Plumb Ln., Reno 89502 

67 American Insurance & Investment 775-322-1997 
85 Keystone Rd. , Ste H, Reno 89503 

67 Christiansen Insurance Network Inc. 775-829-1245 
1575 Delucchi Ln. Ste. 101 , Reno 89502 

67 Farmers Insurance 775-782-2469 
1544 Hwy 395 Ste. 5, Gardnerville 89410 

67 Lazzarone Insurance Services 775-673-4456 
2225 Green Vista Dr., Ste. 305, Sparks 89431 

71 Lockhart Insurance Agency 775-827-2400 
162 Hubbard Way Ste. D, Reno 89502 

71 State Farm Insurance 775-826-2111 
5005 S. McCarran Blvd .. Reno 89502 

73 Choice Insurance 702-871-1837 
2939 S. Decatur Blvd., Las Vegas 89146 

73 Hammond Financial Services Inc. 702-795-7512 
5185 S. Eastern Ave., Reno 89119 

73 Nevada First Care 775-322-3331 
1005 Terminal Way Ste. 264, Reno 89502 

73 Nevada First Insurance Agency Inc. 775-322-3331 
1005 Terminal Way Ste. 264, Reno 89502 

73 Nevada Insurance Exchange 775-329-0425 
600 S. Virginia St. Ste. B, Reno 89501 

73 Retirement Benefits Group 702-877-0221 
6060 W. Elton Ave. Ste. A, Las Vegas 89146 

73 The LaTourrette Agency 775-786-1515 
994 Forest St., Reno 89509 

80 Accountable Insurance Agency 702-367-8551 
3555 S. Highland Dr. Ste. 5, Las Vegas 89103 

80 Affordable Insurance of Nevada 775-324-2438 
DND, Reno 

80 CYA Insurance Agency 775-677-2176 
3740 Brant St., Reno 89506 

80 Summerlin Insurance Agency Inc. 702-940-9400 
7312 W. Cheyenne Ave. Ste. 8, Las Vegas 89129 

A & H Insurance 775-829-2600 
3301 S. Virginia St., Ste 201, Reno 89502 

Allstate Insurance 775-827-3800 
3005 Skyline Blvd. Ste. 140, Reno 89509 
Las Vegas 89509 

Contact Financial Information 775-356-0955 
PO Box 826, Sparks 89432 

Diversified Financial & Insurance Services 775·329-6754 
3090 Knight Rd., Reno 89509 

Doroshow Insurance Inc. 702-369-1122 
711 Mall Ring Cir. Ste. 103, Henderson 89014 

Harrison Insurance 702-648-1634 
6281 W. Washington Ave., Las Vegas 8910_7 

N National Health Insurance Company 775-851 -1131 
1515 W. Holcomb Ln., Reno 89511 

N SFA of Nevada Inc. 702-740-8470 
I 

175 E. Reno Ste. C·9, Las Vegas 89119 

N Southwest Insurance Associates of Nevada 702-252-8778 
3085 S. Jones Blvd. Ste. A·4, Las Vegas 891 46 

N The Leavitt Group 702·382·4010 
823 South Sixth Street, Las Vegas 89114 

DND = Did not disclose 

Ranked by Total Nevada Employees 

No. 
EMPLYS 

YR Esr. INSUR ERS 

4 DND 
DND 

4 Principal Fin. Humana UniCare The Guardian X X 

DND Americ 

4 DND X X X X 

1987 

DND X X 
1980 

Standard Ins. UNUM HHP Great West Life X X X 

DND Union Century 

Farmers Insurance xxxxxxxxxxxxx 
DN 

DND X X 

1984 

All Carriers 
DND 

State Farm Fortis 
X X 

DND 

Dairyland GRE Nat' I Nevada Pac. Inter-Cargo 
X X 

DND Bonds 

Sierra Health Humana Nevada Care Aetna US 
DND Healthcare 

X X 

2 DND 
DND 

2 Nevada First Care Oxford Life 
DND 

2 Dairyland Van Liner JG Murphy Western Surety 
X X 

DND Bond 

All Carriers 
DND 

All Carriers 
X X 

DND 

DND 
DND 

1 DND 
DND 

DND 
1986 

Travelers Progressive Omni State AIG Deerbrook 
DND 

DND DND 
DND 

DND Allstate 
DND 

DND All Carriers 
DND 

DND DND 
DND 

DND All Carriers 
DND 

DND DND 
DND 

DND Nat'l Health Ins. Co. Conseco Life 
DND 

DND AIG Reliance Employers Reinsurance Frontier 
DND Safety 

DND DND 
DND 

DND DND 
DND 

Medical 

Medical 

HEADQUAJITII5 

William A 
Las Vegas 

Ronald G. 
Minden 

Mary Jane 
Santa Ana, C 

Dale Lazz 
Sparks 

Kay Lockhar 
Reno 

Don Chang 
Reno 

David Befl} 
Reno 

Ron Smith 
Reno 

Disability,Businel; Cliff Young 
<M*ead Expense Reno 

Annuities LTC 

Reno 

Rex Williilr'"S 
DND 

David Tatlf'e' 
Las Vegas 

Bruce 8efb 
DND 

Tracy R 
Reno 

Robyn Doo'lllill•• 
Hendersor' 

DND 
DND 

Reno 

DND 
Las Vegas 

DND 
Las Vegas 

DND 
DND 

BOOK~LISTS ~ Not~: The above information was supplied by representatives of the listed companies in response to faxed survey forms. Companieo; not appearing did not respond. To the best of our knowledge, the information is accurate .s 
OF II.M.!.I.!J Wh1le every effort is made to ensure accuracy and thoroughness, error-5 and omissions do occur. Send corrections or additions on company letterhead to TopRank Nevada Statewide Book of lists. Research Dept., 2127 Paradise Rei • 
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TopRankiNevada 
STA TE WID E BOOK O F LI STS 

Insurance Brokerage Firms (cuntinued) 

~ URANCE BROKERAGE fiRM 

"' ADDRESS(ES) 
PHONE(S) 

ternationallnsurance Agency 702-734-7301 
,4045 S. Spencer St. Ste. 108, Las Vegas 89119 

:ll ogers Worden Insurance Agency Inc. 775-727-5241 
'2210 E. Commercial Rd ., Pahrump 89041 

~ !city Insurance Services 702-227-4462 
441 W. Sahara Ave., Las Vegas 89102 

ia Insurance 702 -892 -0266 
785 E. Desert Inn #134, Las Vegas 89121 

alley-Leavitt Insurance 702-346-5779 
1 E. Mesquite Blvd., Mesquite 89027 

estern Risk Insurance 702 -368-4217 
345 Red Rock St. Ste. 320, Las Vegas 89146 

tkin & Prater Insurance 702-385-3453 
1320 S. Casino Center Blvd., Las Vegas 89104 

39 sociated Benefit Consultants 702-870-6800 
S Jones Blvd, Las Vegas 89107 

775-746-0518 

702-564-5200 

702-262-5812 

775-883-8325 

- 1 ai-Nevada Insurance Agency 775-831-1422 
264 Village Blvd., Incline Village 89450 

702-870-6800 

702-731-1076 

- 1 R.J. Miller & Associates Inc. 702-384-1229 
1818 S. Industrial Rd . Ste. 100, Las Vegas 8910 

estern Insurance Specialties 
PO Box 12910, Reno 89510 

estern Nevada Insurance Services 
6 W. Williams Ave., Fallon 89406 

702-547-1900 

775-782-8563 

775-826-2333 

775-423-7056 

702-252-0888 

onstruction Industry Services of Nevada 702-696-9343 
225 E. Flamingo Rd. Ste. 204, Las Vegas 89119 

ontact Employee Benefits 775-356-0955 
0 Box 826, Sparks 89432 

IH Insurance 
~753 Howard Hughes Pkwy. Ste. 200, 
!Las Vegas 89109 

702-691-2150 

""" 'IAorrow & Associates Inc. 702-451-5533 
.1401 E. Sunset Rd. Ste. 9, Henderson 89014 

=- tratton Cheeseman & Walsh-Nevada Inc. 
~980 Howard Hughes Pkwy. Ste. 360, 
...as Vegas 89109 

- Sutherland's State Farm Insurance 
698 5th St., Elko 89801 

702-320-3001 

775-738-9296 

, 

Ranked by Total Nevada Employees 
No. 

EMPU'S 

YR EST, INSURERS 

10 All Carriers 
DND 

10 Farmers Insurance 
DND 

9 Travelers Deerbrook 
DND 

9 All Major Carriers 
1991 

9 Metropolitan Progressive Blue Cross/Blue Shield 
DND 

9 All Carriers 
DND 

8 American States Employers Ins. Co. Hawkeye 
DND Security 

DND 
DND 

7 Knights of Columbus Fraternal 
1905 

X X X X X X X X X X X X 

xxx xxx xxxxx x x 

X X 

xxxxxxxxxx 

xxxxxx XXX XXX 

SENIOR NEVADA EXEC(S) 

HEADQUARTERS 

Traci Graham 
Las Vegas 

Robert Worden 
Pahrump 

Jess Corrick 
Las Vegas 

Robert J. Bishop 
Las Vegas 

Michael G. Waite 
Mesquite 

X X X X X x Real Estate Carrol J. Noonan 

X X X X X X X 

X X 

ESO Las Vegas 

DND 
Las Vegas 

Curtis R. Alexander 
Las Vegas, NV 

2nd to Die Don Krolak 
Est. Planning New Haven, CT 

6 Travelers, Safeco, Republic Western 
1990 

X X X X X X Joseph Boylan 
Las Vegas 

6 Travelers, Safeco, Republic Western x x x x x x 
DND 

6 Safeco California Ins. Progressive American State x x x x x x x x x x x x x 
DND 

6 CNA Hartford St. Paul Travelers Safeco Firemans x x x x x x x x x x x x x 
DND 

6 DND 
1978 

6 Farmers Ins. Various Commercial 
DND 

6 DND 
DND 

6 Hartford Progressive CNA American Reliable 
DND Farmers 

6 DND 
1988 

6 DND 
1985 

6 Conseco Blue Cross/Blue Shield American 
DND Medical 

All Carriers 
DND 

5 All Carriers 
DND 

All employee benefits insurers licensed in the 
1978 state. 

DND 
DND 

Safeco Progressive Hartford Travelers CNA 
DND American 

All Carriers 
DND 

5 State Farm 
DND 

X X 

X X X X X X X 

X X XXX XXX 

X X 

X X X X 

X XXX XX X X X X X 

xxxxxxxxxxxxx 

X X X X 

X X X X XXX XXX XX 

xxxxxxxxxxxxx 

X X X X X X X X X X X 

Joseph Boylan 
Las Vegas 

John T. Bibee 
Carson City 

Terry Jarcik 
Incline Village 

Curtis R. Alexander 
Las Vegas 

Pete Trimboli 
Las Vegas 

R.J. Miller 
Las Vegas 

Linda S. Valkenburg 
Las Vegas 

Ron Langlands 
DND 

DND 
Reno, NV 

LTC Medicar Terry Diegel 
Supplements Fallon 

Tim DeRosa 
Las Vegas 

Kenneth Cunringham 
Mineola, NY 

WesGriffin 
Sparks 

DND 
San Francisco, CA 

Chuck Morrow a.u CP 

Henderson 

Claude Rosenthal 
E. Lansing Ml 

Kelly Sutherland 
Elko 

- ownes Insurance Agency 702-227-1225 All Carriers Craig Townes 
Las Vegas 3221 W. Oakey Blvd., Las Vegas 89102 

o Insurance Service 702-369-2886 
-'300 W. Charleston Blvd ., Las Vegas 89102 

~on Associates 702-367-6090 
3100 W. Sahara Ave. Ste. 202, Las Vegas 89102 

Insurance Store 
- Vassar St. Ste.1, Reno 89502 
CONTINUED 

702-362-1788 

775-322-2485 

DND 

4 All Carriers 
DND 

4 All Carriers 
DND 

4 All Carriers 
DND 

4 DND 
DND 

X X 

X X X X X X 

X X 

X X 

X X X 

X X X 

Jim Kimsey 
Las Vegas 

Morey Kaveh 
Las Vegas 

Cynthia Throm RHU 
Las Vegas 

DND 
DND 
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TopR 
STATEWIDE BOOK OF LISTS 

Insurance Brokerage Firms 
Ranked by Total Nevada Employees 

No. 

i INSURANCE BROKERAGE f iRM 
01: ADDRESS{ES) 

PHONE{S) EMPLYS 
YR EsT. INSURERS 

Farmers Insurance Group 
3770 Howard Hughes Pkwy. Ste. 24, 

702-733-1380 165 DND 
DND 

Las Vegas 89109 

Layne & Associates 702-385-3955 
4045 Spencer St 4th Fl, Las Vegas 89119 

Marsh USA, Inc. 775-826·8450 
5190 Neil Road #400, Reno 89502 

4 Liberty Mutual Group 800-637-7026 
5081 S. McCarran Blvd, Reno 89502 

5 American National Insurance Agency Neva 702-734-5330 
4045 S. Spencer Ste. B·2B, Las Vegas 89119 

6 Tri Star Management Inc. 702-794-4444 
3905 Paradise Rd . Ste. 155, Las Vegas 89109 

7 American National 775·829·1999 
2450 Wrondel Way Ste. A, Reno 89502 

8 Orgiii!Singer& Associates 702 -796-9100 
550 E. Charleston Blvd. Ste. H, Las Vegas 89104 

9 Alpine Insurance 775-829-2345 
6160 Plumas St .. Reno 89509 

10 McFadden Insurance Agency Inc. 702-365-9800 
6180 W. Viking, Las Vegas 89103 

10 V.W. Allabashi & Associates Ltd. 702-735-4355 
1810 E. Sahara Ave. Ste. 200, Las Vegas 8913 

12 Assurance Ltd. 
4325 S. Industrial Rd ., Las Vegas 89104 

13 LaPorta-Ciark-Leavitt Insurance Agency 
3700 Pecos-Mcleod, Las Vegas 89121 

14 Kellogg Cutler Yenchek La Duke & Holme 
330 E. Charleston Blvd., Las Vegas 89104 

15 Hullin & Richard Insurance Group 
63 Keystone Ave., Ste. 301, Reno 89503 

16 Aniello Insurance 
3012 W. Charleston Blvd. Ste. 150, 
Las Vegas 89102 

702 -798-3700 

702 -454-1400 

702-384-6601 

775-786-2731 

702-259-0250 

16 United American Insurance Company 702 -877-3400 
5000 W. Oakey Blvd. Ste. A6, Las Vegas 89146 

18 The Laughton Company 775-323 -3255 
50 Washington St. Ste. 100, Reno 89503 

19 American General Financial Group 
3750 S. Jones, Ste. 29, Las Vegas 89103 

19 Comstock Insurance Agencies 
9424 Double R Blvd., Reno 89511 

702.221 -8866 

775-853-9424 

21 BISA Insurance Services Inc. 702-255·1112 
2310 Paseo Del Prado, Ste. 202, Las Vegas 8910 

21 George L. Brown Insurance Agency 702-735·9333 
920 E. Sahara Ave., Las Vegas 89104 

22 Advance Insurance & Benefits Inc. 702·736·6141 
222 S. Rainbow Blvd. Ste. 220, Las Vegas 89145 

23 de Arrieta Insurance Agency Inc. 775-883-8880 
216 N. Minnesota St., Carson City 89703 

24 Franklin/American General Financial Group 702 -221 -8866 
3750 S. Jones Blvd. Ste. 29, Las Vegas 89103 

85 AIG, Reliance, Travelers, Fireman 's Fund, St. 
1984 Paul, Zurich , Mutual of Omaha, Sierra Health 

80 AIG, Fireman's Fund, Travelers, Hartford, 
1957 Chubb, FM Global, Zurich 

65 Liberty Fire Ins. Liberty Ins. Corp. Liberty Life 
DND 

64 All Carriers 
DND 

62 NY Life Assurity Standard Met Life Conseco 
DND 

54 American Nat'llns. American Nat' I PC Standard 
DND 

41 EMC, Hawkeye Security, Elcon 
DND 

38 DND 
DND 

34 Reliance, Hawkeye Security Ins. Co., Hartford 
DND Ins. Co. 

34 Guardian 
DND 

28 Great American, Hartford, John Alden, Sierra 
DND Health 

26 Zurich Federated General Accident Capitol 
DND Travelers 

25 Amer. States, Chubb, Progressive, Capitol , PSM 
DND 

21 All100+ Carriers 
1981 

20 Travelers, Hartford, Zurich, Sierra Health, CNA, 
1964 Chub, Federated 

20 DND 
DND 

19 All Carriers 
DND 

18 DND 
1991 

18 All Carriers 
DND 

17 DND 
1990 

17 AIG Firemans Fund EMC Hawkeye Security 
DND Reliance 

16 Travelers, Progressive, Sierra Ins. Group 
DND 

15 Safeco Colorado Casualty Allied Hawkeye 
DND Hartford 

15 All Carriers 
DND 

24 Independent Capital Management 702-362 -6040 15 All Carriers 
3170 W. Sahara Ave. Ste. D-24, Las Vegas 89102 DND 

2 First Nevada Insurance Company 775-823-7600 13 General/Cologne Re-insurance 
5250 Neil Rd., Ste. 210, Reno 89502 1995 

26 Menicucci Insurance Associates 775-333-0204 ' 13 Safeco 
204 Marsh Ave. Ste. 101 , Reno 89509 DND 

Ill> I MAJOR LINES WRITTEN I 
).,.\. ~\.~\.<( (.,\. ,.,...., ~,r,¥- (,0~ 

~o~~,S. o'-~~ •"'6-'~¢ ~~~' -~~._c,,.~ ;<:>~ o~"' .. ~ .. , 
,_~0()-'\,.S~,~~~-.;~._o•tfS-'~''I>o~to""...,,~~~~"~~._'<f.o" OTHER 

X X X X X X X Home 
Warranty 

xxxxxxxxxxx 

xxxxxxxxxxxxx 

X X X X X X X X X X 

xxxxxxxxxxxxx 

HEADQUARTB:S 

Jeff Reinig 
Los Angeles 

x x x Disability Long DND 
Term Care Las Vegas 

X X X X X X X X X X X X X Kenneth G. 

X X 

X X 

X X 

X X 

XXX XX XXX 

XXX XX XXX 

X X X X X 

xxxxxxxxx 

xxxxxxxx 

Robert Or · 
Las Vegas 

Glen Gonfi..-
Reno 

John P. McF 
Las Vegas 

Chet Koehler 
Denver CO 

David H. Lee 
Las Vegas 

Keith Runyon 
Las Vegas 

X X X X X X X X lnt'i Jack Yenchek 
Municipalities Las Vegas 

X X X X X X X X Robert Hullin 

X X X 

X X 

X X X 

X X X X 

X X X X X 

X X X X X 

X X 

X X 

Reno 

Rick Aniello 
Las Vegas, 

LTC Medigap DND 

Reno 

Richard H~ 
Las Vegas, 

J.R. Sweatt 
Reno 

Wi ll iam A. F 
Las Vegas 

Rusty Swain 
Las Vegas 

Lloyd Benson 
Las Vegas 

JimdeAmea 
Carson City 

Richard L 
Las Vegas 

Bryan Cur·
Las Vegas 

Wolfgang 
Reno 

XX XXX XXX Bruno Mer 
Reno 

2B Oasis Insurance Agency Inc. 702-382-2442 12 State Nat'! Clarendon PAFCO Penn AM Phoenix x x X X Ray Hal 
Las Vegas 1605 S. Eastern Ave., Las Vegas 89104 

29 Clark & Associates of Nevada Inc. 
560 Hammill Ln. , Reno 89511 

775-828-7420 

30 Auto Insurance Mart/Chaparral Corp. of N 702-735-7150 
3585 S. Maryland Pkwy. Ste. L, Las Vegas 89109 

30 Heuer Insurance Agency Inc. 775-358-5554 
1301 N. McCarran Blvd. Ste. 101, Reno 89431 
CONTINUED 
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DND Coast 

11 All Carriers 
DND 

10 
DND 

10 
1929 

Hartford Safeco Progressive Topa AIG Dairyland x x 

Safeco California Hawkeye CBIC x x 

X X X X X 

xxxxxxxxxxx 

Sharon Z.
Reno 

Erik Hess 
Scottsdale 

Larry H 
Sparlks 



"If they're making enough money, the desire 
[of families] is to not have the mother work. 
Her staying home is going to require some 
additional space for the kids to play, and 
somelimes that's a challenge in some areas, 
because while houses are getting bigger, the 
tract home lot size isn't," says Murray. Some 
tract homes offer playrooms over the garage, 
which has expanded to meet the needs of the 
mother who, in order to drive the kids to soccer 
and other activities, is driving at least a minivan 
and sometimes something much larger. 

... but it may be your father's 
Oldsmobile in the garage 

Another move in both custom and 
development homes is derni-suites, or mother
in-law suites, for home owners anticipating 
having an older family member eventually 
living with them. Basically a second master 
suite, these are master-sized bedrooms with 
attached master baths and typically a walk-in 
closet. Mother-in-law suites are generally 
separated from the master suite, on the other 
side of the home with the other secondary 
bedrooms or on a different story, if possible, to 
ensure privacy. In most homes the desire is to 
have the master suite separate. 

The idea of having two master suites is 
also catching on, especially for 
homeowners looking at their resale value. 
One suite becomes a guest suite, and the 
next potential buyer has the flexibility of 
using whichever suite is more comfortable 
to them, says Sederquist. 

Home is Where the Office Is 
While the great room concept brings 

everyone together rather than isolating them, 
one area where people do want to be cooped 
up is in the home office, which needs to be 
reasonably quiet. It does not necessarily need 
to be remote, but it has to have the ability to be 
closed up so the user can work when the rest 
of the family is home. 

Most home offices aren't overly large, says 
Murray, but they're comfortable, with room 
for a desk, computer and books - more than a 
cubicle. "For some people, working at home is 
a better option, it's more relaxed. One of my 
clients said nothing is more satisfying than 
being on a conference call with a ,very 
important client while sitting in his pajamas." 

Home offices are also playing a role in semi
custom or tract homes, says Jesse Haw. With 
people working more and more from their 
homes, there's a greater demand for more 
services, more phone lines, and fiber lines if 
they are available. 
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Upgrading in custom homes can include 
home theaters, some of which even have their 
own popcorn machine and soda area. These 
theaters are apt to be very technically 
elaborate, with built-in projection and audio 
systems, built-in seating and acoustically 
designed rooms. They're very specialized in 
design, and seem to be following a trend in 
society that places emphasis on music and 
video, says Lundahl, who says: "People are 
interested in those entertainment venues and 
like to entertain at home. This is another outlet 
for friends and company to share." 

Playrooms are also a trend, though they 
can be the first room to be cut from design if 
the price goes over budget. Basements are 
often used as playrooms utilizing the 
great room concept, where families can 
spread out and play together, says Rutar, and 
in the south, basements are still around. 
Seventy-five percent of the homes she's 
designed have basements. 

Some of the very high-end custom homes 
have good-sized workout rooms with 
sophisticated gym-quality equipment, and 
some even feature indoor swimming pools 
and spas, though they are not common. Wine 
cellars are in demand, in custom and 
subdivision homes alike, from insulated and 
upgraded closets with shelving to full 
downstairs wine cellars. 

Location, location . .. 
Location sometimes plays a part in 

decisions about design. For example, Rutar 
notes, retired couples who have just moved 
out of a 3,500 or 4,500-square-foot home 
may be looking to downsize. In that instance 
they're more likely to look at a serni-cu tom 
home in a development with a lot that 
matches the home size, rather than putting a 
small home on a large lot that's already 
costing them $300,000 or more. There is also 
a move towards gated communities. "Half 
the buyers just have to be in a gated 
community with all the amenities," says 
Rutar. "And the other 50 percent are looking 
for that two- to three-acre lot with horse 
property, but that's part of Vegas history. 
We' ve always had those locations in the 
outskirts, where you're out in the desert." 

"In terms of house design, in Northern 
Nevada we' re using up the flat ground, so 
we're going higher onto the hillsides, and the 
cost to develop the land is going to go up," 
says Murray. This may not necessarily cause 
square footages to go down, but will probably 
cause more stacking, more two-story homes 
than were seen in the last 30 years. 

Traditional High-Tech 
Today's home buyer is most likely to 

choose a traditional home, says Sederquist, 
which is frustrating to an architect who'd like 
to experiment a little with contemporary 
styles. They're sticking with hardwood and 
granite surfaces, and exteriors- at least in the 
north - made up mostly of stucco and stone, 
to weather the elements. With wine cellars 
and home theater . however, these homes 
don ' t sound completely traditional. And 
"smart house ' are brand new. Very 
sophisticated home management computer 
systems can control several different 
components , from climate control and 
lighting to security, and even regulate spa 
and pool temperatures. Homeowners can 
regulate controls with a portable touch screen 
within the home, and the systems can be 
managed remotely, through phone line 
access, laptops and Internet access. 
Returning home from vacation, homeowners 
can call the house and adjust the heat or the 
air conditioning, tum lights on or off, and 
have everything ready and waiting by the 
time they get home from the airport. It all 
depends on the system. However, not 
everyone wants a smart home. "It depends on 
the nature of the buyer," says Lundahl. 
"Some homeowners are techies, some are 
non-techies. There's usually no in-between." 

There are a good many homeowners who 
want to be "wired for the future;· Trowbridge 
ay . ··we tell them we can wire them for the 

present. but we don' t know the future. Systems 
in home today will probably be compatible 
for the next five to 10 years, and at that time a 
lot of things will be wireless. That sounds like 
the direction we're heading, anyway." • 

Open floor plans like this Hawco Homes model 
popular in new tracts. 



IT Strategies International Signs 
British Client 

IT Strategies International Corp., a global 

computer consulting finn headquartered in 

Las Vegas, has signed a contract with 

Yorkshire Building Society in Britain to 

implement a new human resources system 

for the large financial services company. 

IT Strategies will handle the work through its 

London office, which opened more than a year 

ago to provide services to the European 

market. Its Nevada clients include Nevada 

Power, Mirage Resorts, Sierra Health Services, 
Clark County and the city of Las Vegas. 

Fair, Anderson & Langerman Join 
Health Care Network 

Fair, Anderson & Langerman (FAL), a 

Las Vegas-based CPA and business 

consu lting firm, has been accepted into 

the CPA Health Care Network, a nati onal 

collection of CPA firms that work with 

companies in the health care industry. 

Me mbers share successful business 

strategies and technical information. "As 

a member of the CPA Health Care 

Network, FAL wi ll have access to 

technical advisors, training workshops, 

newsletters and articles - resources that 

will help us be smarter about our health 
care clients," said Jill Langerman, co

fo under of the firm. 

Las Vegas Harley-Davidson 
acquires Ducati of Las Vegas 

The world 's largest Harley-Davidson 

dealership has expanded further with 

the acquisiti on of Ducati of Las Vegas, and 

is now the only auth ori zed dealer in 

Southern Nevada fo r the sporty Italian 

motorcycles. Las Vegas Harley-Davidson 

is adding a separate Ducati service team, 

as well as experienced Ducati staff to 
handle the new prod uct line, which 

includes motorcyc les, accessories and 

clothing. The 80,000-square-foot fac ility 

at 2605 S. Eastern Ave. showcases the 

region 's larges t selec tion of Harley

Davidson and Buell motorcyc les, and 

includes a 27 ,000-squ are-foo t service 

center, four detai ling bays, a dyno tes ting 

room, a full machine shop and rental fleet. 

Paragon to Manage Investments for 
Business Bank of Nevada 

Paragon Asset Management Company, a 

professional investment advisory firm, has 

been hired to manage the $20 mi ll ion 

investment portfolio for Business Bank of 

Nevada, a locally owned Nevada bank that 

caters to small and medium-sized businesses. 
With more than $146 million in total assets, the 

bank operates three branches in Las Vegas and 

one in Carson City. Paragon also manages the 

internal bank portfolios for Silver State Bank, 
Valley Bank and Bank of Commerce. 

Valley Bank Plans Pahrump Branch 

Valley Bank, a community bank with an 

office in Henderson, has received approval 

from the Federal Deposit Insurance 

Corporation and the state of Nevada to open a 

branch in Pahrump. The 5,000-square-foot 

branch will be located at 3250 South Highway 

160, and will offer safe deposit box, drive

tlu·ough teller and drive-through ATM 

services. A conference room will be available 

to local groups for meetings during evening 

hours. The branch is scheduled to open before 

the end of the year. • 
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Hotels and Resorts (continued) 

Ranked by Total Rooms 

~ Hom PHONE TOTAL ROOMS 0WNER{S) 

ADDRESS RooM RATES SPECIAL AME NITIES YEAR OPENED 

33 Stratosphere 702-380-7777 1,440 DND DND 
2000 Las Vegas Blvd. So., Las Vegas 89104 39-249 DND 

34 Edgewater Hotel/Casino 775-298-2453 1.428 Steakhouse, Buffet, 24-Hr. Restaurant, Free Live Ent. , Adult-Only Accomodations Available, 
2020 S. Casino Dr .. Laughlin 89029 19-150 Covered/Valet Pk., Pool/Spa, Banquet!Mtg. Facilities 

35 Rive~ide Resort Hotel & Casino 775-298-2535 1.404 6-Piex Movie Theater. 32-Ln. Bowling Ctr., 900-Space RV Park, Supervised Childcare Ctr., 6 Don Laug 
1650 S. Casino Dr., Laughlin 89029 17-89 Restaurants, 2 Free Car Exhibits, Swimming Pools 1966 

36 Buffalo Bill's 702-382-1111 1,319 DND MGMMirag< 
P.O. Box 19129, Primm 89019 18-25 DND 

37 Colorado Belle 775-298-4000 1,238 DND DND 
2100 S. Casino Dr .. Laughlin 89028 18-175 DND 

38 Peppermill Hotel Casino 775-826-2121 1,070 6 Restaurants. 9 Themed Ba~ . Waterfall Pool/Spa, 1,500 Slot Machines, All Popular Table Games, 
2707 S. Virginia St.. Reno 89502 49-149 Free Airport Shuttle 

39 Jackie Gaughan's Plaza Hotel 702-386-2110 1,037 Outdoor Swimming, Tennis Courts, Fremont St. Experience 
1 Main St., Las Vegas 89101 30-75 

40 Palace Station 702 -367-2411 1,029 DND DND 
2411 W. Sahara Ave., Las Vegas 89102 59-169 DND 

41 River Palms Resort Casino 702-298-2242 1,003 DND DND 
2700 S. Casino Dr., Laughlin 89029 18-300 DND 

42 The New Frontier Hotel & Casino 702-794-8200 984 Gilley's Dance Hall , Bingo, Poker Room 
3120 Las Vegas Blvd., Las Vegas 89109 49-209 

43 Harrah's Reno 775-786-3232 958 DND DND 
219 N. Center St., Reno 89504 39-139 DND 

44 Si Redd's Oasis Resort Casino Spa 775-346-5232 955 3 Golf Courses, Spa. 6 Pools. 24-Hr. Casino, 4 Restaurants WSR Inc. 
897 W. Mesquite Blvd., Mesquite 89024 59-129 1986 

45 Atlantis Casino Resort 775-825-4700 938 Reno 's Only Concierge Hotel Tower. Directly Across from the Reno-Sparks Convention Center John Farahi 
3800 S Virginia St. Reno 89502 49-359 1991 

46 State Line Hotel Casino 775-664-2221 850 DND DND 
100 Wendover Blvd., Wendover 89883 29-175 DND 

47 Orleans 702-365-7111 840 DND DND 
4500 W. Tropicana Ave., Las Vegas 89103 39-369 DND 

48 Sands Regency 775-348-2200 836 DND DND 
345 N. Arlington Ave., Reno 89501 49-69 DND 

49 Eldorado 775-796-5700 817 DND DND 
345 N. Virginia St., Reno 89501 40-750 DND 

50 Gold Strike 702 -477-5000 812 DND DND 
1 Main St., Jean 89019 25-150 DND 

51 Maxim Hotel 702-731-4300 794 DND DND 
160 E. Flamingo Rd., Las Vegas 89109 DND 1977 

52 Lady Luck 702 -477-3000 792 DND DND 
206 N. Third St., Las Vegas 89101 25-100 DND 

53 California Hotel & Casino 702-385-1222 781 Pacific Island Theme, Asian/ Hawaiian Cuisine. Hawaii Packages Available to Hawaii 
12 Ogden Ave., Las Vegas 89125 35-120 Residents/Natives 

54 Whisky Pete's 702-382-4388 777 DND 
P.O. Box 19129, Primm 89019 18-65 

55 Harvey's Resort Hotel Casino 775-588-2411 740 DND DND 
P.O. Box 128, Stateline 89449 119-659 DND 

56 Virgin River Hotel & Casino 702 -346-7777 716 DND DND 
915 Mesquite Blvd. No., Mesquite 89024 18-69 DND 

57 Gold Coast Hotel & Casino 702-367-7111 711 DND DND 
4000 W. Flamingo Rd .. Las Vegas 89103 29 up DND 

58 Hotel San Remo 702-739-9000 711 Jacuzzi Suites Available, 5 Restaurants, 2 Lounges with Live Nightly Entertainment, Casino 
115 E Tropicana Ave. Las Vegas 89109 59-209 

59 Four Queens 702-385-4011 690 Located on Fremont Street Experience, Meeting Facilities, Hugo's Cellar Gourmet 
202 Fremont St., Las Vegas 891 0~ DND Dining, 24-Hr. Casino 

60 Primm Valley Resort 702-382-1212 681 DND MGM Mira-
P.O. Box 19129, Primm 89019 18-55 DND 

61 Hard Rock Hotel & Casino 702-693 -5000 670 The Joint (1.400-Seat Music Venue), Pool/Beach Club/Cananas/Sand Beach. Morton's Gourmet Peter Morton 
4455 Paradise Rd., Las Vegas 89109 55-550 Italian Restaurant, World's Largest Hard Rock Store, 24-Hr. Coffee Shop 1995 

62 Holiday Inn Boardwalk 702-735-2400 654 DND DND 
3750 Las Vegas Blvd. So., Las Vegas 89109 69-250 DND 

63 Sam's Town 702-456-7777 650 12 Restaurants, 56-Lane Bowling Center, Mystic Falls Park, Free Light/Laser Show, 2 RV Parks, Boyd 
5111 Boulder Hwy .• Las Vegas 89122 45-120 Western Dance Hall 1979 

64 Fitzgeralds 702 -388-2400 638 DND DND 
301 Fremont St., Las Vegas 89101 40-139 DND DND 

DND ; Did not disclose 
BOOK&'Jj]]LISJS III!I!] Not~: The above information was supplied by rdresentatives of the listed companies in response to faxed survey forms. Companies not appearing did not respond . To the best of our knowledge, the information is accurate .s 

OF Wh1le every effort is made to ensure accuracy an thoroughness, error5 and omissions do occur. Send corrections or additions on company letterhead to TopRank Nevada Statewide Book of lists, Research Dept., 2127 Paradise Rd 
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GES Extends Contract for 
MAGIC Shows 

ft dvanstar and GES Exposition Services 
flhave signed an agreement that extends 
GES' general contracting services for the 

MAGIC Shows through 2007. The fall and 
spring MAGIC International shows, held in 
Las Vegas, are the seventh and eighth largest 
tradeshows in North America and are 
considered the premier apparel shows in the 
industry. Each show typically hosts 

approximately 3,200 exhibitors. The 
agreement names GES as the sole 
recommended carrier for ground 
transportation, and in 2001 , GES will be the 
sole recommended carrier for airfreight 
transportation as well. MAGIC International, a 
subsidiary of Advanstar Communications, Inc., 
is the world 's largest and most widely 
recognized producer of tradeshows for the 
apparel industry. 

Riding, Roping and Website 
Development in Elko 

The Seventeenth Cowboy Poetry Gathering, 
I to be held in Elko from January 27 to 

February 3, 2001 , will feature several 
workshops on the business and economics of 
ranching. Although the Gathering is famous for 
a variety of entertainment options including 
cowboy songs, poetry, art exhibits, swing 
dancing and "Cowboy Cocktail Hour," the 

occasion will also be used to investigate the 
serious business of ranching. Three workshops 
sponsored by the E.L. Wiegand Foundation 
will discuss Financial Planning for Ranchers, 
Managing in the Black, and Diversifying 
Ranch Income. Classes wiLl also be held in 
digital video and sound, photography, Web 
page development, prose writing and gourmet 
trail cooking. Further information may be 

found at westemfolklife.org. 
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Park Place Opens Check-In Facility at Airport 

Visitors to Las Vegas can now check into their hotel rooms as soon as they arrive at the airport. 
Park Place Entertainment Corporation has opened a check-in facility at McCarran 

International Airport for its four properties: Bally's, Paris, Caesars Palace and the Flamingo. 

Guests may check into their hotel rooms, receive their room keys, and also purchase show tickets 
at the facility. Future plans include the option of checking baggage for delivery to hotel rooms. 
The facility, modeled after a full-service hotel lobby, is located in the south baggage claim area 
near the exit from the C and D gates. It is open initially from 10 a.m. to midnight daily. 

iSwag.com Expands Client Base 

Henderson-based Internet company 
iSwag.com has signed up 16 new 

companies fo r its services: eight are 

suppliers or di stributors of promotional 
products, and another eight are corporate 
clients. iSwag.com provides technologies 
that enable corporate clients to 
communicate more efficiently with 
distributors and suppliers of promotional 
products carrying their company logo. 
Businesses can track the progress of the 
design, creation and shipment of their items. 
iSwag's BrandCenter technology can also 
create a virtual storefront on the Web so 
employees and the general public can 
purchase logo merchandise. New 
distributors include: Great Lakes Awards, 
Curtis Promotions, The Graphics Agency, 

Slick Promotions and Halcone Marketing. 
New suppliers are: Coinwatch, Foto 

Technology Inc. and Castelli Diaries USA. 

UPS Upgrades Reno Service 
-· ' 

To meet the increasing demand of the 
express and cargo market, United Parcel 

Service (UPS) has added a Boeing 757 jet to 
make roundtrip fli ghts daily from the Reno 
gateway to UPS ' main North American hub 
in Louisville, Kentucky. Truckee Meadows 
customers are now able to receive deliveries 

earlier and have packages picked up later in 
the day. A Boeing 727 that flies daily from 
Reno to Sacramento and Ontario, Calif. , has 
been replaced with a larger Boeing 757. 
These two changes will allow UPS to ship 
50 percent more cargo out of Reno. 



QuA & STRENGTH 

Imagine Del Webb and golfing buddies Howard Hughes, Bing Cro by, 
and Bob Hope enjoying a round before heading up to the 19th hole ... 

(I ROEL II 
Construction Company 

Imagine their conversations ... dreams and visions. 

Imagine a construction company making it all come true. 

Roel Construction Company 

• General Construction 

• Tenant Improvement 

• Structural Concrete 

• Forensic Consulting 

Roj:!l Construction Company, family owned and operated for 83 years, 
is a multi-award winning contractor with an unparalleled safely record, 

serving clients with superior technical knowledge and operational expertise. 

800·682·7635 
roel.com 

San Diego 
618·217·4158 

L; 1 

Las Vegas 
702·882·0084 

1'------J 

Palm Springs 
760·564.0322 

Phoenix 
602·431·1614 

http://www.roel.com


www.facetofaceservlce.com 

www.convenlent24houronllnebanking.com 

www.dailycourierservlce.com 

www.fastbuslnessloanapproyals.com 

www.weknowyourname.com 

www.didwementlonpersonalservice.com 

.. Always On Banking .. ., 

....... ,........ ...... __ .. _ 
.,. &.w..& c.,....•-· o.a•~o~o•-

• SECURE SITE 

• CASH MANAGE1,1~!2._ERVICES ___ -·---------

• CHECK BALANCES 

• TRANSFER FUNDS BETWEEN ACCOUNTS 

• PAY BILLS 

• STOP CHE,_,C,_,KS:__ __ _ 

• SEND AND REqiV~\MRE TRAI'!S£E.R~·--····-

• D OWNLOAD TO YOUR FINANCIAL SOFTWARE 

• AND MUCH MUCH MORE 

We never forget our promises. And one of the most 
important is to be there when you need us with just one 
human being hand ling your relationship. 

Sign up now to take advantage of FREE Internet Banking. Limited time offer. 

@ 
~'l)TR Member FDIC 

Let;s get started. We'll come to your place. We'll talk about you, not us. 
Call Lori Haney in Northern Nevada at 775-885-1220 or 

Floy Davis in Southern Nevada at 702-360-2200. 
We'll take it from there. 

http://www.bbnv.com
http://www.facetofaceservice.com
convenient24hourbankingonlinebanking.com
http://www.dailycourierservice.com
http://www.fastbusinessloanapprovals.com
http://www.weknowyourname.com
http://www.didwementionpersonalservice.com
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Gaming Supplies & Services 

BUSINESS 
ADD RESS 
W EB-SITE E-MAIL 

Anchor Gaming 
815 Pilor Rd. Ste G, Las Vegas 89119 
anchorgaming.com info@anchorgaming.com 

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

Jackpot Enterprises Inc. 
1110 Palms Airport Dr., Las Vegas B9119 

Mikohn Corp. 
1045 Palms Airport Dr. , Las Vegas 89119 
mikohn.com 

Young Electric Sign Company (YESCO) 
5119 S. Cameron Ave, Las Vegas 89118 
jwilliams@las.yesco.com 

Bally Gaming and Systems 
6601 S. Bermuda Rd ., Las Vegas 89119 
ballygaming.com 

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

Tripp Plastics 
250 Greg St. , Reno 89431 
trippplastics.com sales@trippplastics.com 

Sigma Games Inc. 
7160 S. Amigo St., Las Vegas 89119 
sigmagame.com glevine@sigmagame.com 

Shuffle Master Gaming 
1106 Palms Airport Dr, Las Vegas 89119 

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

Suburban Graphics Inc. 
3132 S. Highland Dr, Las Vegas 89109 
customerservice@suburbangraphics.com 

Quality Plastics Inc. 
1685 Industrial Way, Sparks 89431 

Sunkist Graphics 
401 E. Sunset Rd , Henderson 89015 
sunkistgrfx.com sales@sunkistgrfx.com 

Western Money Systems 
3220 S. Procyon Ave., Las Vegas 89102 
al@westernmoney.com 

Johnson Business Machines/ Plastic Print 
3150 S. Procyon St., Las Vegas 89102 

Bayer Brown Bauserman 
6700 S. Paradise Rd. Suite A2, Las Vegas 89119 

DBC Sports 
675 Grier Drive, Las Vegas 89119 
dbcsports.com smiller@dbcsports.com 

Vegaslnsider.com 
675 Grier Dr., Las Vegas 89119 
Vegaslnsider.com oddshelp@vegasinsider.com 

CJ's Casino Emporium 
4625 Wynn Rd, Las Vegas 89103 

Gamblers General Store 
500 S. Main St, Las Vegas 89101 
ggss.com 

Kiesub Electronic Supply 
3185 S. Highland Dr. Suite 10, Las Vegas 89109 
kiesub.com kiesub@kiesub.com 

AstroSystems Inc. 
4210 Production Ct, Las Vegas 89115 
astrosystemsinc.com 

G.L.M. Cabinets 
5325 S. Valley View Blvd. Ste. 3, Las Vegas 89118 

Manufacturing Co 
1 303 Western Ave, Las Vegas 89107 
:lmfg@lvdi.net 

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

d not disclose 

Ranked by Employees in Nevada 

PHONE 

702-896-7568 

775-448-8022 

775-263-5555 

800-336-8449 

702-876-8080 

702 -896-7700 

702-270-7500 

775-355-7552 

702-260-3 100 

702 -897-7150 

702-893-1900 

702 -735-1212 

775-331 -3500 

702-566-9008 

702-364-5390 

702-876-5100 

702 -362-8265 

702-892-0670 

702-892-0670 

702 -257-2220 

702-382-9903 

702-733--0024 

702-643-1600 

702 -597-5288 

702-384-9098 

702 -871 -7111 

NO. OF 
EMPLOYEES SUPPLIES 

2,800 Gaming machines, on-line lottery 
systems, pari-mutuel wagering 
systems, central systems. 

2,300 Spinning-reel slot machines, video 
gaming machines, MegaJackpots 
games. 

800 N/A 

800 Games, Tables, Systems, Signage 

580 Signage 

525 Video Poker, Keno, Player Tracking 
Systems, Casino Mgt. Software, 
Game Performance Analysis Software 

450 Video Poker/Keno Player Tracking 
Sys. Slot Machin 

160 Custom Signage, Automated Keno 
Blower System, Change Towers, 
Custom Slot Toppers 

84 Video Poker, Slot Machines, Novelty 
Slot Machines 

72 Automatic Card Shuffler, Proprietary 
Table Games, Video Game Software 

65 DND 

SERVICES 

Service gaming machines 

Casino Interior Design , Training 
Schools and Videos, 24-Hour Toll
Free Hotline. 

Route Operator 

DND 

DND 

Route Operator, Machine 
Installation, Sales& Service 

Route Operator 

Manufacturing of custom products 

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

DND 

Gaming Credit Reports, Database 
Mktg. 

55 Signage, Glass, Reel Strips, Player Consulting 
Tracking Faces, Design 

45 DND Part Manufacturer 

45 Video Poker, Slot Machines, Signage, Sales & Svc. 
Slot Machine Glass, Gaming Graphics 

39 Slot Conversion Kits Slot Conversion Kits, Coin/Currency 
Handling Eqpt. 

33 Player Tracking Cards, Member Cards Embossers, Thermal Printers 

32 N/A 

31 DND 

31 

30 

30 

30 

20 

18 

17 

13 

DND 

Video Poker/ Keno, Slot Machines, 
Novelty Slot Machines, Gaming Tables 

Video Poker, Slot Machines, Novelty 
Slots, Gaming Tables/Furn./Access. , 
Personalized Gaming Tokens 

Electronic Parts, Components, Card 
Readers, Testing Equip. for All 
Gaming Applications 

Gaming Accessories, Bill Validators 

Gaming Tables/Fum. 

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

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

Marketing, Advertising, Public 
Relations, Gov. Affairs 

Odds Consulting, Sports Gaming 
Information 

DND 

Sales & Svc. , Slot Broker 

DND 

Custom Cable Assemblies, Board 
Manufacturing, Modifications & 
Repairs 

Sales & Svc ., Tech. Svc. 

DND 

DND 

Sales & Svc. Consulting Tech. Svc. 
Main!. Svc. & 

SR. NV EXECUTIVE 
YEAR ESTAB liSHED 

TJ. Matthews 
1993 

· Charles Mathewson 
1952 

Don R. Kornstein 
1980 

David J. Thompson 
1986 

John Williams 
1945 

Morris Goldstein 
1989 

Robert L. Miodonski 
1963 

Warren W. Tripp 
1948 

James Jackson 
1984 

Mark Yoseloff Ph.D. 
1992 

Pamela Shinkle 
1956 

Dan Hughes 
1993 

Guy M. Gardner 
1976 

Steven A. Black 
1984 

Bernard Boyle 
1982 

Charles Johnson 
1977 

Ray Brown 
1955 

Karol Lucan 
1982 

Cliff Matis 
1982 

Carl Fredericksen 
1990 

Don Jarchow 
1986 

Richard Farrah 
1957 

Wendy Kazel 
1997 

George Salsaa 
1985 

DND 
1974 

Robert Ducaj 
1991 

~LISTS rrwjTjt Note: The above information was supplied by representatives of the listed companies in response to faxed suNey forms. Companies not appearing did not respond . To the best of our knowledge, the information is accurate as of press time. 
OF ~ While every effort is made to ensure accuracy and thoroughness, errors and omissions do occur. Send corrections or additions on company letterhead to TopRank Nevada Statewide Book of liili, Research Dept., 2127 Paradise Rd ., LV, NV 89104. 
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Business Indicators 
ANALYSIS ········ 
The longest economic expansion on record 

I continues to set records, bringing prosperity to 
the U.S. and the Silver State. The U.S. and 

Nevada economies continue to grow at strong 

rates. Unemployment rates remain favorable, 4.1 

percent nationally and 3.9 percent in Nevada. 

Inflation, though recently pushed upward by 

higher oil prices, remains at 3.5 percent as 

measured by the Consumer Price Index. 

Experience over the past few years reveals a 

greater willingness than has historically been the 

case to hold prices, even in the presence of tight 

labor markets and resource constraints. Still, the 

Federal Reserve has remained cautious of 

possible overheating of the economy during 

2000 and has followed a policy of monetary 
restraint, pushing up the interest rates it has under 

its control. At the last meeting of the Federal 

Open Market Committee (the Fed group that sets 
the discount rate and the federal funds rate), rates 

did not change. By most accounts, people believe 

the current levels of monetary restraint and 

expectations of future economic activity are just 

about right to keep things on track. 

Gaming revenue, a key indicator of Nevada's 

tourism economy, jumped in July, reflecting a 

good summer season. Revenue was up by 12.81 

percent for July 2000 over the same month a year 

ago. The numbers were slightly higher for Las 

Vegas than Reno, though both areas experienced 

double-digit growth. All in all, visitor volume 

and revenue have grown during 2000 at rates 

reflecting the state's large increase in capacity 

during the past few years. 

The sectors of the economy that are interest 
rate-sensitive have slowed as the Fed has 
attempted to take the steam out of the economy. 

Nationally, housing starts were down 8.6 percent 

for August, although total construction activity 

was up 3.84 percent over year-ago levels. 

Permitting activity for residences slowed for 

both Las Vegas and Reno, growing at a modest 

0.07 percent and declining 10.6 percent, 
respectively. Though changes from one month to 

the next do not establish a trend, slower rates of 

expansion in the housing and construction 

sectors should reduce the capacity stress in tight 

markets and lower demands for complementary 

consumer expenditures, such as home 
furnishings. Still, even the most sensitive sectors 
of the economy should grow and prosper in the 

months ahead. 

R. Keith Schwer, UNLV Center for Business 

and Economic Research • 
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DATE 
UNEMPLOYMENT 

Nevada % o8/oo 

Las Vegas MSA o8/oo 

Reno MSA o8/oo 

U.S. % (SEASONALLY ADJUSTED) o8/oo 

RETAIL ACTIVITY 

Nevada Taxable Sales ($THousAND) 07/00 

Clark County 07/00 

Washoe County 07/00 

U.S. Retail Sales ($ MILLION) o8/oo 

GROSS GAMING REVENUE 

Nevada ($) 07/00 

Clark County 07/00 

Washoe County 07/oo 

CONSTRUCTION ACTIVITY 

Las Vegas Area Permits 

New Residences 2QOO 

New Commercial 2QOO 

Reno Area Permits 

New Residences 2QOO 

u.s. 
Housing Starts (THousAND) o8/oo 

Total Construction ($MILLION) 07/00 

HOUSING SALES 

U.S. Home Sales (THOUSAND) 07/oo 

TRANSPORTATION 

Total Passengers CJl 

McCarran Int. Airport, LV 2QOO 

Reno/Tahoe Int. Airport 2QOO 

State Taxa ble Gasoline Sales (GALS) o6/oo 

POPULATION ESTIMATES 

Nevada(5) o8/oo 

Clark County( 5) o8/oo 

Washoe County( 5) o8/oo 

NATIONAL ECONOMY 

Consumer Price Index (4) o8/oo 

Money Supply- M1 ($BILLION) o8/oo 

Prime Rate % o8/oo 

Three·Month U.S. T·Bill % o8/oo 

Gross Domestic Product ($BILLION) 2QOO 

LATEST 
PERIOD 

3·9 

4·2 

2.7 

4.0 

2,473,122 

1,749,121 

420,116 

271,205 

5,644 

298 

784 

1,531 

789,009 

944 

9.337.282 

1,467,869 

8o,369,308 

2,059.433 

330,005 

172.6 

1,104.8 

9·50 

6.09 

9.942·9 

PREVIOUS 
PERIOD 

3·9 

4·1 
2.6 

4·0 

2,741,082 

1,932,687 

407,110 

270.750 

5.391 

262 

630 

1,526 

801,665 

823 

8,788,858 

1,493.186 

88,224,818 

172.6 

1,104.6 

9·50 

5·96 

9.752·7 

NOTES: (3) enplaned/deplaned passengers; (4) all urban consumers; ( 5) preliminary 

YEAR 
AGO 

4.8 

5·0 

3-4 

4·2 

2,339.736 

1,614,666 

408,705 

253.471 

557.778.798 

5,640 

279 

877 

1,675 

759.825 

936 

8,433.790 

1,550,252 

78.987,287 

1,343.540 

167.1 

1,098·5 

9·50 

4·72 

9.191.5 

YEARLY 
%CHG 

- 18.75 

- 16.00 

- 20.59 

-2.38 

5·70 

8.33 

2.79 

7.00 

12.81 

10.61 

0.07 

6.81 

- 10.60 

-8.6o 

3.84 

o.85 

10.71 

- 5·31 

1.75 

5.6o 

3·54 
0.48 

0.00 

29.03 

8.17 

SOURCES: Nevada Department of Taxation; Nevada Employment Security Department; UNLV, Center for Business and 

Economic Research ; UNR, Bureau of Business and Economic Research; U.S. Department of Commerce; U.S. Federal Reserve. 

COMPILED BY: UNLV, Center for Business and Economic Research 


