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We got your back... and your backup.
Get business Internet with Online Backup
and Security Suite for only

$75

/month.*

Cox Business ranked “Highest Customer Satisfaction
among Data Service Providers for Small/Midsize
Businesses”, according to J.D. Power and Associates
2010 Major Provider Business Telecommunications
Data Services StudySM.**

Call 702-939-1148 today
or visit coxbusiness.com

*Offer valid until 12/31/10 to new or existing customers in Las Vegas Cox-wired, serviceable locations who newly subscribe to Cox Business InternetSM. Offer includes monthly service fees for Cox Business Internet 5.0Mbps/1.0Mbps with 10GB of
Online Backup storage and Security Suite on 10 PCs included with service level. Additional Online Backup and Security Suite licenses available at an a la carte rate. Minimum 2-year service agreement required. Additional costs for installation,
construction, connection, relocation, inside wiring and equipment may apply. Offer does not include usage, applicable taxes, surcharges or fees. Cox cannot guarantee uninterrupted or error-free Internet service or the speed of your service. Discounts
are not valid in combination with or in addition to other promotions, and cannot be applied to any other Cox account. Rates and bandwidth options vary and are subject to change. Installation charges may apply. Services provided by Cox Business, a
division of CoxCom, Inc. Services not available in all areas. Other restrictions apply. ©2010 CoxCom, Inc., d/b/a Cox Communications Las Vegas, Inc. All rights reserved. **Cox Communications received the highest numerical score among data service
providers serving small/midsize businesses in the proprietary J.D. Power and Associates 2010 Major Provider Business Telecommunications Data Services StudySM. Study based on 5,439 total responses measuring 7 providers and measures opinions
of small/midsize businesses. Proprietary study results are based on experiences and perceptions of businesses surveyed in September and November 2009 and January and March 2010. Your experiences may vary. Visit jdpower.com.
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Better information
leads to better health.
Anthem Care Comparison offers members access to important
health care coverage costs for nearly 40 specific medical
procedures performed at local area hospitals. Plus provides a
comparison on the performance and safety ratings for various
facilities. So your employees can make more informed decisions
about the care that’s right for them. After all, healthier employees
make for a healthier business.
To learn more about what Anthem has to offer your business, go
to anthem.com/connects2 today.

Life and Disability products underwritten by Anthem Life Insurance Company. Anthem Blue Cross and Blue Shield is the trade name of: In Colorado and Nevada: Rocky Mountain Hospital and Medical
Service, Inc. In Connecticut: Anthem Health Plans, Inc. In Indiana: Anthem Insurance Companies, Inc. In Kentucky: Anthem Health Plans of Kentucky, Inc. In Maine: Anthem Health Plans of Maine, Inc. In
Missouri (excluding 30 counties in the Kansas City area): RightCHOICE® Managed Care, Inc. (RIT), Healthy Alliance® Life Insurance Company (HALIC), and HMO Missouri, Inc. RIT and certain affiliates
administer non-HMO benefits underwritten by HALIC and HMO benefits underwritten by HMO Missouri, Inc. RIT and certain affiliates only provide administrative services for self-funded plans
and do not underwrite benefits. In New Hampshire: Anthem Health Plans of New Hampshire, Inc. In Ohio: Community Insurance Company. In Virginia: Anthem Health Plans of Virginia, Inc. trades as
Anthem Blue Cross and Blue Shield in Virginia, and its service area is all of Virginia except for the City of Fairfax, the Town of Vienna, and the area east of State Route 123. In Wisconsin: Blue Cross
Blue Shield of Wisconsin (“BCBSWi”), which underwrites or administers the PPO and indemnity policies; Compcare Health Services Insurance Corporation (“Compcare”), which underwrites or
administers the HMO policies; and Compcare and BCBSWi collectively, which underwrite or administer the POS policies. Independent licensees of the Blue Cross and Blue Shield Association.
® ANTHEM is a registered trademark of Anthem Insurance Companies, Inc. The Blue Cross and Blue Shield names and symbols are registered marks of the Blue Cross and Blue Shield Association.
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A thing of the past?
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For better or worse, by the time you read this, the 2010 mid-term elections will be
over.  It’s everyone’s hope that those who will soon take office will display more integrity as our elected officials than they did during their political campaigns.  
I recall a time in Nevada when politicians spent more time touting their accomplishments and platforms than they did smearing the reputations of their opponents.  And
while politics has always been a dirty business, it seems we’ve sunk to new levels with
the most recent campaigns.   Voters were assaulted on all sides by a barrage of half
truths and in many cases, flat out lies.  Comments were taken out of context and voting
records were distorted.  Candidates were secretly taped and confidential conversations
were leaked to the press.  In the end, Nevadan’s didn’t know what to believe.  And,
those that didn’t take the initiative to check into the facts, likely cast votes that didn’t
represent their core values.    
Part of the problem is that, as Americans, we grow up believing that if you read it in
the paper or see it on the news, it must be true.  We’ve learned to form opinions based
on sound bites and headlines.  And most consumers are too wrapped up in their own
lives to do the necessary homework to cast intelligent votes.  Therefore, our society has
become fertile ground for the deceptions fed to us by savvy politicians.  
Here’s just a few examples from the recent election cycle.  Attorney General Catherine Cortez Masto said her opponent did jail time for harassing women.  Actually,
Travis Barrick is a minister who spent some time in jail because he was part of a group
protesting outside an abortion clinic.  TV ads for one justice court candidate in Southern Nevada said her opponent once choked a witness on the stand.  Actually, he put his
hands around the witness’ neck as a demonstration.  Dr. Joe Heck was accused of being
anti-women because he opposed insurance coverage for a vaccine against cervical cancer.  His point was actually that the government shouldn’t force insurance companies
to provide coverage for every medical condition — people should have the option of
choosing the policy they want instead of paying for coverage they don’t need.
If we conducted our businesses with the lack of integrity our politicians have displayed, we would soon be out of business (which may be a moot point if our government continues to impose new taxes).  The point is, success is fueled by doing the right
thing and building a reputation for hard work and honesty.  And, once you have earned
that reputation, focus on letting your clients know about it…not tearing down your
competition through lies and deception.
I’d like to think that now the campaigns are behind us, our politicians can rise above
the mire and get back to business.  Now, more than ever, we need elected officials that
are men and women of integrity.  We need our elected officials to put their differences
aside and put the needs of America and Nevada first.  We need them to focus on getting
our economy healthy and put people back to work. The 19th century preacher James
Freeman Clarke said.  “A politician thinks about the next elections – the statesman
thinks about the next generations.”  Bring on the statesmen.
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Change has hit.
Hit back.
To move forward in today’s market, you need to take decisive
action. Growth is slower and more erratic and market
reactions faster and more extreme. Now, more than ever,
you need a plan that’s designed to take advantage of every
opportunity to capture gains and mitigate risk.
We have helped many investors with an honest assessment
of their current portfolio and plan. May we help you?

Robert A. Martin
(702) 944-7136
bnymellon.com/truth

©2010 The Bank of New York Mellon Corporation. All rights reserved. Products and services may be provided byvarious subsidiaries of The Bank of New York Mellon Corporation.
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Healthcare
CHECK-UP
Hospitals Feel the Pain
By Doresa Banning
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D

ue to the stagnant, unfavorable economy, fewer people are
obtaining healthcare, to avoid
incurring costs and payments.
They’re cancelling appointments, not picking up their prescriptions,
self-treating and postponing medical visits,
surgeries, treatments and other services. For
Nevada’s hospitals, generally this means
fewer admissions, emergency room visits
and surgeries.
The sour economy has exacerbated an existing dilemma Nevada hospitals face: how
to provide, and improve, quality healthcare,
with smaller, shrinking budgets. Administrators and staffs have had to implement various cost-saving measures and get creative
about how to endure the market, all while
continuing to invest in and offer technologies, treatments and procedures that best
serve Nevadans.
“The challenge for all leadership is to look
at what’s happening with our economy, turn
it into a positive and improve upon the level
of service we provide,” said Mike Uboldi,

president and chief executive officer of Saint
Mary’s in Reno.

Statewide Trends
The number of uninsured people, or “selfpays” as hospitals refer to them, is rising.
Many individuals who’ve been unemployed
for some time have had their Consolidated
Omnibus Budget Reconciliation Act (COBRA) health insurance benefits run out. The
number of people filing bankruptcy also is
high. In Clark County alone, between January and August of this year, 16,664 people
declared bankruptcy, according to U.S.
Bankruptcy Court statistics. Medicaid enrollment is up. Sunrise Children’s Hospital, for
example, where 60 percent of patients are
either on Medicare or uninsured, has had to
beef up its resources for helping parents apply
for Medicaid.
Northern Nevada Medical Center reports
seeing more people with higher-deductible
($2,000-plus) health insurance plans.

“We’ve certainly seen a reduction in what
people can afford to pay for care, which certainly is very challenging in Nevada where
our unemployment rates are so high,” said Jim
Miller, president and CEO of Renown Health.
As of August, 194,677 Nevadans were jobless. The unemployment rate was 14.4 percent, the highest in the United States, per U.S.
Bureau of Labor Statistics data. This compares to the national average of 9.6 percent
during the same period.
In addition, insurers are decreasing reimbursement for care. The federal government
has cut Medicare payments for hospitals and
physicians several times in the past few years
and more may be on the way.
Medicaid reimbursement, which barely
covers 70 percent of hospital costs now, survived cuts during the last legislative session,
but could experience future ones.
Hospitals must absorb the costs not paid
by patients or insurers. For example, in 2009,
Sunrise Health System provided $95 million
worth of uncompensated care, said Sylvia
Young, the president and CEO.
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“We continue to deal with a very challenging reimbursement environment,” she
added.
New practices opening up that offer services hospitals do also eat away at potential
revenue. For example, in Henderson, Crovetti
Orthopaedics & Sports Medicine opened a
facility for total knee and total hip replacement surgery patients to recover. Coronado
Surgical Recovery Suites, located in the
building where Dr. Michael Crovetti and his
partners perform these outpatient surgeries,
provides a private room, personalized physical therapy, 24-hour nursing, personal nutrition, constant surgeon and internal medicine
oversight, and extensive education.
“As healthcare continues to change and as
hospitals get sicker patients, this could be a
national standard two years from now,” Dr.
Crovetti said.
Entities like this take patients out of the
hospital who traditionally would’ve been
treated there.

10
11
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“This recovery center in Henderson is
concerning to us because right now if someone needs a joint replacement, they historically come to a hospital,” Young said. “It will
absolutely have an adverse effect on those
hospitals that are seeing the patients now.”

Dr. Michael Crovetti,
Cornado Surgical
Recovery Suites

Amidst the adverse climate, however,
quality at Nevada’s hospitals is improving.
Whereas last year only two of the Silver
State’s hospitals won HealthInsight Quality
Awards, eight did this year. They include
Sunrise Health System’s MountainView and
Sunrise Hospitals; all three St. Rose Do-

minican Hospitals; Renown Health’s South
Meadows Hospital; Mesa View Regional
Hospital in Mesquite; and the VA Sierra Nevada Health Care System. This award recognizes medical entities for “their effective
use of health information technology, patient
care management practices, as well as reporting of and exemplary performance on
nationally recognized quality of care measures.”
“We are continuing to improve, even in
these times,” Miller said of Renown Health.
“Even when we’re improving our efficiency,
we believe quality and safety go hand in hand
and those areas are improving right along
with the other work we do. People shouldn’t
have to worry.”
Hospital administrators are considering
providing care at additional off-campus places, more convenient to patients, and evaluating ideal locations for that. Saint Mary’s recently opened a health clinic in a Wal-Mart
in the Spanish Springs area of Sparks. It
functions similarly to an urgent care, where
patients walk in and are seen.
“It is the first of its kind, in an attempt to
increase access to health care in a high-population area,” Uboldi said.
Nevada’s hospitals are seeking ways
to eliminate wasted time and assets, anything in the healthcare delivery process
that doesn’t value patients, all to improve
efficiency and drive down costs. Renown
Health, for example, has partnered with
Seattle’s Virginia Mason Hospital and
Medical Center, which has applied Toyota’s
Lean Principals to healthcare and has been
practicing it ever since. Renown has been
training executives and leadership teams,
and implementing programs to transform
healthcare.
Hospital administrators’ attention is focused on healthcare reform. While wondering how it will play out, they’re assessing what needs to be done, much of which
remains unknown. The federal government
has yet to issue guidelines. At Carson Tahoe
Regional Healthcare, administrators and
physicians both are having intense discussions on how they can together survive the
changes to come, said Ed Epperson, president and CEO of Carson Tahoe Regional
www.NevadaBusiness.com
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Healthcare. He expects similar conversations are happening at other hospitals, as
well.
“Everybody in the medical field knows
that there is a very strong possibility of the
government creating global payment to
hospitals and physicians,” Epperson added.
“There are demo projects around the country
already, and yet there’s no definition of how
that’s going to work or unfold.
“There’s the general uncertainty about
what’s happening to our economy, and
what’s next,” Epperson said. “It’s difficult to
plan your future around that.”
Hospitals on both ends of the state are
being affected by this economy and are
having to do more with less.   They are
having to find new, leaner ways to operate  
while coping with stricter scrutiny than ever
before.
With three major hospital systems in the
Reno and Sparks area alone, and another in
Carson City, all with ancillary services as
well, Northern Nevadans have choices when

it comes to where to obtain healthcare. For
the hospitals, competition is fierce.
“We’re all trying to compete in a declining volume environment,” said Mark Crawford, president and CEO of Northern Nevada
Medical Center. “It gets to the point where
you start to beat each other up.”

Saint Mary’s

Mike Uboldi,
Saint Mary’s

Volume at Saint Mary’s has declined.
Uboldi attributes much of this to people leaving the area, and fewer people visiting and
needing healthcare while here.

“Although we have moved market share
almost 2 percent, we are not able to keep
up with the amount of outward migration
that is currently happening with people,”
Uboldi said.
In early October, the hospital laid off
20 employees in management and administrative support positions. In February, it
eliminated 15 administrative positions. It
has put a hiring freeze on new managers.
The management team has taken voluntary furloughs.
In terms of changes in operations, the
hospital has implemented ways to improve
getting patients through the system.
“Our sacred mission is to maintain our
patient care,” Uboldi said. “Around that we
are decreasing our costs as much as possible.” At the same time, Saint Mary’s has
enhanced its offerings.
“Although we’ve been in challenging
times economically, we have had access
to capital to continue to address the
Continues on page 44
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Fast. Scalable. Local.
Business Broadband by Sparkplug
Dedicated Fixed Wireless Internet Access

If You Want It Done Fast, Microwave It!
Fast to install. Since fixed wireless Internet bypasses the
phone and cable company’s infrastructure, your service
can be installed in days rather than weeks.
Fast, Guaranteed, Symmetrical Bandwidth. Imagine
that the Internet is a highway and that Sparkplug
Business Broadband is the HOV lane during rush hour
traffic. T1 lines can’t keep up with the demand and
your cable and DSL solutions are shared with the entire
community and slow down during the critical peak
hours of the day. Sparkplug gives you a dedicated
connection just for your business.

Customers Love The Scalability
And Local Support They Get
With Sparkplug!
Sparkplug network bypasses the phone and
cable company
We can upgrade you fast
Local, Sparkplug employed technicians

Get Internet Access for
as low as $79 and receive
a FREE iPod Shuffle
“Our auction events are a time where network failure
is not an option. Sparkplug Communications plays an
important part of that network redundancy.”
Jason Rose,
VP/Operations, Barrett-Jackson

702-478-2474
Business
Complete

*Product offered is 2Mb download and 1Mb upload wireless broadband and is valid for
business customers only in limit areas. Installation and equipment fees may apply. Offer
expires November 30, 2010 Copyright 2010 Sparkplug, Inc. All rights reserved.
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Business
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Business
Broadband

Business
Voice

sales@sparkplug.net www.sparkplug.net
Sparkplug Business Solutions | Broadband | Voice/VoIP | Temporary Bandwidth | Metro Ethernet
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BUSINESS Feature Story
LEADERS

Under
40
T

he next generation of business
leaders are eager young professionals that are facing economic
times their predecessors never
experienced.   They’re having to
compete with those same predecessors that
are retiring later because of the recession and
are facing challenges that no one could have
anticipated.
The following pages provide an insight
into 20 of these young executives that are
making waves in Nevada’s business community.  They have managed to achieve success despite the challenges facing them and
sometimes because of them.
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Jose
Aguirre,
MD

Jeremy
Aguero

To leave the community better than I
found it.

Best Business Advice Received:
Proper prior planning prevents poor
performance.

Tools of Success:

My support structure, an incredible
family, a business partner who has been
my best friend since we were six years
old, and colleagues who I can trust and
depend on.

Professional Ambition:

Professional Ambition:

Best Business Advice Received:

Best Business Advice Received:

Tools of Success:

Tools of Success:

My greatest ambition is to maintain a
hospital medicine practice that thrives
on providing compassionate care with
unsurpassed quality.
The best business advice I have ever
received is that if you treat people well
and always do right, good things will
happen.
We have been extremely fortunate to
be affiliated with, not only outstanding
medical professionals, but the highest
quality human beings. Our providers are
essential to our success.

Jason
Belland

Considering my chance to play hockey for
the Detroit Red Wings has already passed…
to continue my career with the American
Heart Association in an Affiliate or National
Center Leadership position.

Best Business Advice Received:

Don’t sweat the small stuff… Learn from
your mistakes, you can’t change the past you
can only make plans for a successful future.

Tools of Success:

The enthusiastic work of our volunteers! We
wouldn’t be able to achieve success without
their dedication, drive, and commitment to
the mission of the American Heart & Stroke
Association.
14
15
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To provide my children with more opportunities, both personally and professionally, than
I have had. My parents gave this to me and I
hope to continue that legacy.
Surround yourself with people better than
you at certain things and let them do their
jobs. Don’t let your ego get in the way of
being successful.
I married an incredible woman. Stacey is
my biggest fan and my best friend. If you
are going to be successful in your career,
your spouse needs to support you one
hundred percent. It’s that simple.

Robin
Civish

Lisa
Chasteen

Executive Director
American Heart & Stroke
Association

Professional Ambition:

Sr. Associate Athletics
Director of External Affairs
UNLV Intercollegiate
Athletics

President
Lake Tahoe Regional
Hospitalists, St. Mary’s
Hospitalists, LTRH
Medical Billing Service

Principal
Applied Analysis

Professional Ambition:

D.J.
Allen

Director
Commerce Real Estate
Solutions / Cushman
& Wakefield Alliance
Member

Leasing Director
LaPour

Professional Ambition:

To just keep growing professionally and
personally and taking advantage of the
unique situations and opportunities that are
presenting themselves right now.

Best Business Advice Received:

“It’s not rocket science”.  It wasn’t the most
eloquent advice but it continues to help me
keep things in perspective.

Tools of Success:

A lot of hard work and perseverance as well
as the network of colleagues that I have
had the pleasure of working with, many
of whom have become true friends and
amazing resources.

Professional Ambition:

I would like to be known as one of the
best in my field, as well as someone who
has integrity and pride in everything I do.

Best Business Advice Received:
Find a career that you enjoy, then make
sure you continue to grow in that field.

Tools of Success:

Knowing that the best deal is one that
works for everyone.

www.NevadaBusiness.com
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Darren
Davis

Al
Gourrier

Executive Director
Orleans Arena

Professional Ambition:

To provide meaningful and memorable
entertainment for the local community and
visitors to our city.

Best Business Advice Received:

That your word is what’s most important.  If
you commit to something, follow through; if
you agree to something, make it happen.

Tools of Success:

The support I have received from Boyd
Gaming and the colleagues I have in the
industry (promoters, agents, managers,
friends etc).

President
1st Commerce Bank

Professional Ambition:

To have an impact in the community in
which I work and live.  To be part of the
solution to challenges we face socially,
economically and in education.  I have
always been driven by contribution and
service.  

Best Business Advice Received:
If you love what you do, you’ll never
work a day in your life.

Tools of Success:

I believe that education has always
been the foundation of my success, that
coupled with a strong work ethic and a
persistent will to achieve.

ENE
RGY
Challenging
Times
Call for a
Different
Kind of
Law Firm
Our experience in a variety of areas,
including energy development
and international trade, combined
with our earnest commitment to
expanding operations in Nevada, make
Armstrong Teasdale a unique resource for
solving complex legal matters.

Karie L.
Hall

Tyler
Jones

VP of Hotel Operations
Flamingo Las Vegas and
Bill’s Gamblin’ Hall

Professional Ambition:

I would love to be a General Manager of a
property someday, but I don’t necessarily
have one single ambition, I am always
seeking out opportunities to grow and learn.

Best Business Advice Received:

Don’t be afraid to take risks and seek out
opportunities that push you outside of your
comfort zone.  That’s how you grow.

Tools of Success:

I believe in the power of teamwork and that
the most significant accomplishments occur
when you have a solid vision, mission and
team in place.

Principal
Blue Heron Companies

ENERGY INTERNATIONAL TRADE
INTELLECTUAL PROPERTY COMMERCIAL
LITIGATION BANKRUPTCY
EMPLOYMENT & LABOR GOVERNMENT
RELATIONS CORPORATE SERVICES/
TRANSACTIONAL WORK
FRANCHISE

Professional Ambition:

Most homes in our market are outdated and
inadequate.  Blue Heron would like to change
this and become the authority on cutting edge
design and energy efficient homes in Nevada.

Best Business Advice Received:

My father taught me that it doesn’t matter
what you choose to become, just be the best.  
Simple. I heard from the age of five - at the
time I wanted to become a cement truck
driver.

Byron Francis (Las Vegas)
702.678.5070
Richard G. Campbell Jr. (Reno)
775.322.7400

Tools of Success:

My parents unconditional love and support,
my best friend as a business partner and
an amazing group of passionate people
surrounding me working towards a
common vision.
Continues on page 33

www.armstrongteasdale.com

November 2010

15

the sky is not the limit.

As the largest law firm based in the Mountain West, we’re used to setting our sights high. It gives us an affinity
for clients with similarly lofty goals. We’ve developed a focus on client service that guides us from the courtroom
to the boardroom—a focus that is as valued at sea level as it is a mile high.
To learn what a difference our attitude might make, we invite you to contact Greg Gilbert at (702) 669-4620, Hughes Center,
3800 Howard Hughes Parkway, 10th Floor, Las Vegas, NV 89169, or Tim Lukas at (775) 327-3000, 5441 Kietzke Lane, Second
Floor, Reno, NV 89511.
Aspen
Billings
Boise

16
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Boulder
Carson City
Cheyenne

Colorado Springs
Denver
Denver Tech Center

November 2010

Jackson Hole
Las Vegas
Reno

Salt Lake City
Santa Fe
Washington, D.C.

www.hollandhart.com
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INDUSTRY FOCUS

Universities

Left To Right

SEATED Lina Parra, Nova Southeastern University • Nicole Ywakiem, National University Nevada
STANDING Crystal Abba, Nevada System of Higher Education • David Fritz, Everest College
Francisco Virella, Art Institute • Kathy Gamboa, University of Phoenix

Series Sponsored by
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A

n interesting trend in any recession is the resurgence of students
at the university level.   Higher
education sees an uptick when
times are tough from people

for us is reaching our students.  It’s finding instruction that is going to reach and
engage the student.
David Fritz: Our biggest challenge from
a campus perspective is keeping up with
our growth.  The second challenge, from
a more global perspective, is dealing with
the public perception being generated by
the Senate hearings in relationship to private for-profit institutions.
Nicole Ywakiem: One of our biggest challenges is people viewing us as for-profit
when we are actually non-profit.  They automatically assume anybody that is not a state
school is a for-profit school.
Lina Parra: The biggest challenges we have
seen has been tuition.  We are a non-profit,
private university and the main campus is
in Fort Lauderdale.  We have the same rates
across the board and that has affected us in
looking to further their education to be this area (Las Vegas).
more attractive hires.   This is no less Kathy Gamboa: Our greatest challenge is
true in today’s economy and universities also the perception of a for-profit institution.  
throughout the state are dealing with the We do some amazing things and, unfortubenefits and pitfalls of such an increase.   nately, it is discounted because the “for” is in
Recently, executives representing Ne- front of profit.  Our for-profit status gives us
vada’s universities met at the offices of the ability to move faster and change faster.  
Holland & Hart in Las Vegas to discuss This makes us more viable for our communithis trend.
ties that we serve.  That is the reason we do
Connie Brennan, publisher of Nevada what we do.
Business Magazine, served as moderator
for the event.   These monthly meetings
are designed to bring leaders together to
discuss issues pertinent to their industries.  Following is a condensed version of
the roundtable discussion.

Why is a university’s
“for-profit” status
perceived as
negative?

What has been your
biggest challenge?
Crystal Abba: There are so many chal-

lenges facing us today.   From the perspective of public institutions, we have to start
doing more with less.   We are seeing less
state funding but we are seeing enrollments
grow.  We also know that, going into the future, there will be an increased demand for
an educated workforce.  If we don’t start to
graduate more students, we will be in a world
of hurt in Nevada.

Francisco Virella:  The biggest challenge
18
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Fritz: That is the image that is being project-

ed by Senator Harkin and the Government
Accounting Agency (GOA) group that met
in Washington.   They sent secret shoppers
out to for-profit institutions and gleaned from
that some comments or recruiting practices
that are being projected as negative to the
public.  The challenge with that is that those
were closed hearings and the only rebuttal
we can make as for-profits is in writing and
those statements never get to the public.
Virella: I’m willing to bet if they can see the
scrutiny we go through from a regulatory
standpoint, (they would see) it really is quality education.  The scrutiny we go through
www.NevadaBusiness.com
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is comparable to public schools.  When one
looks at it from a quality standpoint, we are
doing some good stuff there.   We help the
community.
Fritz:  There are by far a greater number of
agencies that we have to answer to to make
sure our operation is clean and straightforward.  We also work with a higher risk
type of student than public four-year colleges do because they have higher admission standards.
Gamboa: We can also move so quickly.  The
opportunity is there to be a resource in Nevada when we are looking at changing our
economic base.  It is the entrepreneurial spirit that Nevada is founded on.  It’s being able
to be a player at the table
.

How will colleges
keep up with an
increased demand?

Abba: Nevada, along with 22 other states, has
signed on to the Complete College America
N
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institutions to make sure we meet that goal.  
We are doing that because we know that by
2020, over 60 percent of the jobs out there
will require some type of formal education.  
We have to work together.

How has enrollment
been affected by the
economy?
Virella: It has grown a lot.   We are up

almost 25 percent from the fall of 2008.  
That’s really when we started to see a
spike in growth and it hasn’t stopped.
Abba: We are the same.  Particularly with
our two-year institutions, it has significantly increased.  People are unemployed
and they are going to use that opportunity.  
They have time on their hands so they will
use that opportunity to improve their skills
and get a certificate or work on a degree.
Gamboa: You also have people that were
fortunate enough not to be affected by the
economy and they want to make them-

initiative.   As a state, we have committed
to increase the number of students that we
graduate by 1,064 every year; it’s a compounding increase.  The Nevada System of
Higher Education and our institutions can’t
do it alone.  We will be working with private
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Online Information Center

ADVANCE YOUR EDUCATION,

ADVANCE YOUR CAREER

Earn your degree with a leader in online education.
- Explore the wide range of associate’s, bachelor’s, and
master’s degrees you can earn online or on campus
- Discover personalized support to help you complete
your education
- Talk with an enrollment counselor and create the right
education plan to meet your goals
- Experience the flexibility of taking an online course
- Learn about financial aid options
Visit the National University
Online Information Center in Summerlin:
10870 West Charleston Blvd., Suite 180
Las Vegas, NV 89135

degrees.nu.edu/Summerlin
702.531.7850
© 2010 National University 8824

02_8824_OIC_SmmrlnAd_7p25x4p75_k.indd 1

An Affiliate of the National University System
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Industry Focus | Universities
selves more marketable.  You have people
coming back saying, “I need to get my
MBA now.”
Ywakiem: We have definitely increased.  
There are a lot of students that are looking
at either a career change because of something that has happened with their employment or at job security.  They are looking
to secure where they are right now.
Parra: We have been very affected.   We
have a huge contract signed with the school
district to offer any degree of license that

is required in Nevada for teaching the K-12
system.   If the school district is affected,
we get directly affected.  The school district has helped our students to meet the
requirements to graduate, but they didn’t
even hire 20 percent of the students that
graduated this year.  It got to a point where
we were helping students meet requirements in other states because they were
coming to us saying, “They aren’t going
to hire me here, I’m going to start paying
student loans, I don’t have a job, help me.”  

In this economy, how
can students afford to
go back to school?
Fritz: A high percentage of our students

receive the Pell Grant, which is somewhere around $8,000 per academic year.  
They are also able to borrow money
through the Title IV funding at a low
interest rate which the government pays
while they are in school.  When they are
out of school, they start paying back the
loans.   They can also go to third-party
lending.  With our students, it’s not an issue of money immediately because financial assistance is available.  The challenge
comes in when they graduate and they
don’t find a job.  They have to start paying back loans after six months or they go
into what is called a cohort default rate.  
Abba:  We have to get better about educating the general population, particularly low income families, that there is financial aid available.  There is money out
there; there are all kinds of federal dollars
we can access.   We have to start having
conversations with them when they are
freshmen in high school, not when they
are seniors, so those families can start to
plan appropriately.

Is there hope for
Nevada’s consistently
low scores on
education indicators?
Abba: There better be, or we are in really
serious trouble.  If you look at Nevadans
age 25 to 64, we rank 49th in the nation in
terms of people who hold an Associates
or Bachelor’s degree.   From the higher
education perspective, and I can’t stress
this enough, we have to start graduating
kids.  It’s not enough to just get them in
the door.   We actually do a disservice
when we bring them in, enroll them and
then they don’t graduate.
Virella: We need to engage the student
during the introductions.  When you engage the student, they tend to stay more.  I
20
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QUALITY. LOCATION.
EFFICIENCY. DELIVERED.
Marnell Properties is proud to present the

MARNELL AIR CARGO CENTER AT
McCARRAN INTERNATIONAL AIRPORT.
Offering over 200,000 sq. ft., the state-of-the-art
Air Cargo Center presents a level of customization
that exceeds expectations and maximizes efficiency.

MARNELL PROPERTIES encompasses nearly
three decades of ground-breaking architectural and
interior designs and incorporates construction techniques
that have defined the look and environment of Las Vegas.
This expertise has been applied to over 1.3 million sq. ft.
of coveted commercial, retail and office space and has
been recognized time and again by NAIOP for outstanding
achievement in development and design.

Features include:
Concrete tilt-up construction

| 10' X 12' roll-up door on front of building
| Ample parking

14' X 14' roll-up door on rear of building

22' clearance height to bottom of structure
Water, sewer and gas lines furnished to tenant spaces
Airport security card readers installed at all door openings at front of building

Currently Offered Developments:
Marnell Corporate Center

| McCarran Marketplace | Marnell Airport Center
| Silverado Canyon | The Creamery

Marnell Air Cargo Center

702-739-2999

www.MarnellProperties.com
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think we need to change what the teaching paradigm is today.  It’s not enough to
get them through the door.  They have to
graduate, they have to finish.   That’s a
huge problem.  That is a key element right
there, is the discussion of getting professors to engage the student.   I think we
need to focus on some training for professors to engage the students and get them
interested in what they are learning.
Abba: A lot of times, they have so many
challenges at home, especially for adults
who come back.  We have to provide services to support those students when they
become overwhelmed.
Gamboa: In terms of remediation, I will
tell you that the math and English level of
students coming in is not where it should
be from the K – 12 system.   We spend
more time with those groups to help them
understand really basic things.   That is
something from a K – 12 perspective
that we really need to help them with and
work as a team to collaborate on.  It’s very
debilitating for a student to come in and
not be successful.
Ywakiem:  Right now there is not a culture of education here.  I think the bottom
line is trying to build up that culture of
education from down up.   That is going
to create a mindset that college is worth
going to.  I don’t know how to create that
culture.

In Brief
The first 4G LTE distributed
antenna system (DAS) has
launched in Las Vegas. The
network was installed by
ExteNet and will provide
significantly faster service to
cellular phone users. This is
the first such network to launch
in the United States.
22
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What inspired you to get into
your industry?
People don’t usually think of an
accountant as a people person, but my
ability in this area led me to choose
public accounting, believe it or not. As
a public accounting firm, we work with a
full spectrum of people in many different
industries so every day is different.
How do you encourage growth and
development within your company?
We don’t have prescribed limits that
employees can reach. Their growth and
development is up to them, but we provide
the framework for their advancement.
What is the biggest challenge your
industry is facing?
We are one of the few locally-owned firms
that are allowed to perform SEC audits so
we are constantly working to stay ahead of
the curve as the never-ending regulatory
changes keep coming in.
If you could have had another career,
what would it have been?
I would have been an archaeologist. I like
to find out what really happened and the
reason things have happened; it’s really
just like when I audit financial statements.
I would just be digging up a different type
of dirt.

William Nelson
Shareholder
Piercy Bowler Taylor & Kern
Las Vegas, NV

Number of Employees: 70
Years in Nevada: 22
Years with Company: 17

What advice would you give to other
executives moving into this market?
This is an amazing city with a lot of
talented professionals. However, even with
the growth we have seen over the last 10
years, it is still a small community where
personal relationships mean more than a
clever bio. Building relationships should be
your main business development tactic.
What do you anticipate for the future
of business in Nevada?
In order for there to be improvement, there
must be more diversity. I have heard this
for the past twenty plus years and now we
must commit to do something about it. We
have tried to do the same within our firm.
November 2010
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Non-Pro fit Advertorials
D E C E M B E R

2 0 1 0

‘Tis the Season...
In today’s challenging economic times, it’s more important than ever to support
the organization’s that help keep Nevada’s communities healthy. In December,
Nevada Business Magazine is giving businesses throughout the state the
opportunity to support their favorite non-profit organization by sponsoring an
advertorial. This is an excellent way for businesses to give back to those that do
so much for our state.
The Nevada Business Magazine advertorial will tell the story of the non-profit to
the magazine’s 82,000 readers. Each advertorial has the look and feel of a news
article and is written and designed by Nevada Business Magazine’s production
staff. Each non-profit sponsored will receive 1,000 reprints of the advertorial
to use throughout the year. Additionally, the advertorials are offered at a 10%
discount to non-profits and their sponsors. ‘Tis the Season for giving and an
advertorial is the perfect way to give back to the community.

Corporate Non-Profit Sponsorship Packages:
$6,540 for a one page, one-sided advertorial, less $654. Your cost just $5,886
$9,165 for a two-page, two-sided advertorial, less $917. Your cost just $8,248

702-735-7003 ext. 6333
or 775-747-4434, ext. 6333
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Continued from page 15
Experts in Commercial Investment Real Estate

Kitty K.
Jung,
M.A.

Commissioner, District 3
Washoe County

Site Selection • Development • Brokerage
Leasing • Valuation • Investment Analysis
Lending
To contact a CCIM expert in your market, call
702-798-5156 or visit www.ccim.com

Professional Ambition:

I want to continue to raise the bar,
eliminate mediocrity and disrupt the
status quo.

Best Business Advice Received:
To be more concerned with
accomplishing something than with to
whom the credit will be bestowed.

Tools of Success:

Doing my homework, making sure I base
decisions on data and trying to figure out
what ultimately is best for my community.

Jennifer
Lazovich
Attorney
Kaempfer Crowell

Professional Ambition:

To have a long and successful legal career
with a reputation of achieving the results
clients seek with integrity and expertise.  

Best Business Advice Received:

The Cow Parable may sound like odd advice
but it applies to any business: When there is
a problem you need to do three things: (1) get
the cow out of the ditch; (2) find out how the
cow got into the ditch and (3) make sure you
do what ever is necessary so that cow doesn’t
go in the ditch again.

Tools of Success:

I have been lucky to be surrounded by coworkers who are smart, honest, dedicated and
perhaps most important of all, a recognition
that loyalty, compassion and humor empower
all of us to achieve success.

“Best Private Bank
in North America.”
–Financial Times Group

(The best ads write themselves.)

For the second straight year, the Financial Times Group has recognized
Northern Trust for being the best. Specifically for putting clients first,
our award-winning technology and our financial strength. To put our
expertise to work for you, call Reed Radosevich at 702-304-6800
or visit us at northerntrust.com/best.

Wealth & Investment Management | Trust & Estate Services
Private Banking | Family Office Services
Northern Trust banks are members FDIC. © 2010 Northern Trust Corporation.
FT Global Wealth Management Awards, 2010, presented by Professional Wealth Management magazine and The Banker magazine.

ntNV1050_NBM_4.75x7.25.indd 1
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Feature Story | Business Leaders Under 40

Bobbi
Miracle,
CCIM

Aurangzeb
Nagy
Founder
American Patriot
Solar Community

Salesperson
Commercial Executives

Professional Ambition:

To help facilitate the success of my
clients and build the level of trust that is
required to create referrals and lasting
relationships.

Best Business Advice Received:

“Never get dollar signs in your eyes.”  It is
all about relationships, not money. I want
to do the job for the right reasons with the
right people.

Tools of Success:

Honesty.  I am not afraid to tell someone I
do not know the answer.  I may not know
everything, but I will always seek the
answer and advise accordingly.

Gerd Eibe
Poppinga
Owner/Member
Offsite Data Depot LLC

Professional Ambition:

Professional Ambition:

Best Business Advice Received:

Best Business Advice Received:

Put solar panels on every home and business
in Nevada at the lowest cost that current
technology allows.
My father: Always be honest and treat other
people the way you would want to
be treated.

Tools of Success:

Finding other people inspired to help
America become energy efficient and to
reduce green house gas production.

To be a successful business leader within
my community.  To educate, give back
and help others succeed.
Treat others you do business with as if
they are family.

Tools of Success:

Paying attention to other successful
business owners in how they approached
challenging situations. Learning means
listening and then applying what you’ve
learned.

Berna L.
RhodesFord
Of Counsel
Holland & Hart llp

Professional Ambition:

To continue to gain the trust and respect of
my peers and clients, thus becoming one of
the most sought-after corporate/healthcare/
employment attorneys in Southern Nevada.

Best Business Advice Received:
“Do good work.”  Lawyers have the
unenviable task of rainmaking (i.e.,
developing clients).  A colleague told me
“Don’t focus on getting clients.  Do good
legal work; the referrals will come.”

Tools of Success:

Support of a wonderful husband who
understands late nights and rush deadlines
and a great mentor who cares about both my
professional growth and development and
my personal happiness with a strong work
ethic and a persistent will to achieve.
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Taber
Thill

Darik
Volpa

Senior Vice President
Colliers International

Founder, CEO
Understand.com

Professional Ambition:

Professional Ambition:

Best Business Advice Received:

Best Business Advice Received:

To go home each day a better broker and a
better person than I was the day before.
Learn from your mistakes but move
forward like you can’t fail. Oh yes, and
specialize.

Tools of Success:

I focus on what is important to my clients
and find a way to create value. I am also
fortunate enough to work and collaborate
with some of the most successful people in
the industry.

Fundamentally change the way doctors
and patients interact.
I have worked with a lot of great people
so the list is long, but this nugget stands
out…“Dig your well before you’re
thirsty”…thanks Harvey.

Tools of Success:

Taking risk.  Building solid relationships.  
Focusing on what I am good at, and
surrounding myself with talented people
to do the things I am not good at.

Fritzi A.
Witsoe

Vincent
Zaldivar

Senior Internal Auditor
Reno-Tahoe Airport
Authority

Professional Ambition:

Comprehensive growth is the most
important and rewarding career goal that
drives all of my professional and personal
ambitions.  Growth doesn’t happen
overnight and requires diligence and
dedication to your responsibilities.

Best Business Advice Received:

To voluntarily take part in those
tasks which make you feel the most
uncomfortable, it challenges you to find
your weak spots and stretches your abilities
with practice.

Tools of Success:

CEO
ZEN Entertainment

Professional Ambition:

One of my greatest ambitions is to have my
own investment fund that will help young,
start-up companies accelerate and grow
their ideas.

Best Business Advice Received:

Concentrate on one thing at a time. When
you chase two rabbit’s you catch none.

Tools of Success:

Creating a clear vision of what I wish
to accomplish and keeping a strong
willingness to succeed no matter what
obstacles are in front of me.

Understanding that things are ever-changing;
adapting to change is a necessary trait for
survival; in work and life in general.
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Around The State

USDA Rural
Development Announces
$153 million in Support
of Rural Nevada
Be MORe ThAn A Business inTelligence expeRT.

Be An influenTiAl Business inTelligence expeRT.
> Navigating a successful business can be a lot
like flying. Both take the right tools and influence to
stay on course.
Regis University’s School of Management does
more than position the adult learner for a successful
career in business. But it also teaches a rigorous
core curriculum that provides the critical thinking
and problem-solving skills you need to ethically and
effectively shape the future of an organization.

you can better learn from expert practitioner faculty
and network with other adult professionals. You’ll
learn how to prepare for and manage change in the
global business landscape, so you can create the
optimal flight plan for your organization and adjust
your heading toward a destination of influence.
Experience the power of influence.

A Regis MBA incorporates sustainable management
concepts and practices as applied to real-life
business functions. Our class sizes are smaller so

> 1.800.670.8738

BE INFLUENTIAL.

> CPS.Regis.edu/beinfluential > Read more online

1401 N. Green Valley Pkwy., Henderson

|

NEVADA · C O L O R A D O · O N L I N E

Real Estate
Real Value
Real Success
Real Heart
Multiple Locations. Growing with Great Agents.

Residential | Property Management | Commercial

702-52-PULSE (78573) | www.pulselasvegas.com
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The Nevada State office of the United
States Department of Agriculture, Rural
Development has announced that $153 million was invested in rural Nevada communities during the Federal Fiscal Year 2010.  
These funds helped boost $23.7 million
in business development and allowed 621
families to purchase homes, among other
investments.

November 2010

Nevada Broadband
Efforts Boosted by
Federal Funds
Approximately $2.5 million in federal
funding was given to Connect Nevada
as part of the National Telecommunications and Information Administration’s
State Broadband Data and Development
(SBDD) grant program.  This funding will
help to spread high-speed Internet to all
ends of the Silver State.

Wells Fargo Contributes
$24 Million for
Foreclosure Prevention
Wells Fargo & Co. will contribute approximately $24 million to eight states, including
Nevada, to help prevent or mitigate the impact of foreclosures.   Beginning Dec. 18th,
the bank will allow eligible, at-risk Wachovia
customers to earn principal forgiveness with
on-time payments.
www.NevadaBusiness.com

November 2010

37

Expert Advice | Non-Verbal Communication

What are you really saying?
Interpreting body

language

W

hat is charisma?  We all know it when we see
it, but most find it difficult to define. How do
we project this influence?   What percentage
of people have charisma?  Maybe one percent
of us.  Who doesn’t want to have that kind of
influence over others?  One thing is for sure – body language
skills make up the majority of this quality.   Of course there
are other elements at work here, eloquence, good looks, etc.,
but everyone who is charismatic has significant body language
skills - both the ability to project the precise body and facial
expressions at the right time and the ability to read others.
Sixty-five to 80% of all human communication is non-verbal
– known by the common colloquial - body language.  Seven to
ten percent are words alone.  The balance is made up of tone,
cadence, rhythm, crescendo, decrescendo, pitch, volume, etc. what is known as “paralanguage”.   These percentages strike
most people as ironic.  But when you consider that the more
degrees you have earned - the more importance you will place
on the written and the spoken word and the less you will tend
to foster and hone your nonverbal skills – it all starts to make
sense.  
A great political example of this was demonstrated in the
1960 Nixon-Kennedy debates.   These were the first presidential debates to be televised.  People who listened to the radio
voted Nixon the winner, while those watching the television
picked Kennedy.  Yet, politicians, attorneys, physicians, salespeople, managers, CEOs and most in the public eye ignore
body language at their peril… a’ la Tony Hayward – the recently resigned C.E.O of B.P.
If you were an attorney, wouldn’t you want to see a “no”
in the minds of the jury or the judge – before it is spoken and
change it to a yes?  Psychology 101 tells us that once a “no” is
uttered, the proverbial doors are closed.  Your chances of winning them back to your way of thinking or making the sale are
very slim.  
Most of the lawsuits in medicine are initiated because patients simply don’t like their doctors – something rubs them
wrong - it’s not because of medical malpractice.  Great bedside
manner is good for the patient as well as the physician.  It turns
out the medical malpractice insurance companies benefit from
this too.
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Let’s examine the seven universal facial expressions of emotion – present regardless of age, sex, ethnicity, or culture.  They
are happiness, sadness, fear, anger, contempt, disgust and surprise.
Each of these expressions has many subtleties, variations
and combinations.   A particularly interesting example is the
microexpression.   These are very fleeting – lasting from as
little as 0.025 seconds to 0.5 seconds.  They are also involuntary.  If someone is agreeing with you, and saying all the right
things, but you detect a microexpression of contempt, disgust,
anger, fear or sadness - you would be well advised to ignore
what you hear and heed what you see.  It is the disparity between what is said and what is displayed on the face or body
that often detects deception.  While only one in 300 people are
“naturals” – savant-like in their ability to detect these crucial
signals – virtually everybody can be trained to see them.
The ability to spot a lie is extremely valuable in business
and in personal life.   A somewhat related subject is making
the distinction between insincerity and sincerity.   While this
has obvious overlap with lie detection, the ability to detect and
project sincerity casts a broader net.
There are also romantic applications of body language.  This
is certainly an area where the women outshine the men.  Most
men think they initiate a relationship, conversation, flirting, etc.
but studies show unequivocally that 90% of the time, men are
simply responding to the women’s body language signals.  Guys
– you’re being played.   Surprisingly, most men have difficulty
seeing these signs even when multiple cues are sent up like flares.
Rapport building skills are extremely valuable as well, particularly in sales, and they are increasingly overlooked and undervalued in the board room, the exam room, the court room or
in any negotiation.
Having these skills, along with a fluency in body language, is invaluable in both a personal and professional capacity.  They can aid
in everything from relationships with a spouse to gaining a promotion at work.  These skills also allow a person to know themselves
and the image they project to the world around them, as well as
help them understand their clients and colleagues.

Dr. Jack Brown is a Board-Certified Physician with over
20 years of experience and a Body Language Expert.
www.NevadaBusiness.com
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Uncertainty: The Intangible that
Rules the World
Politicians’ incessant meddling keeps economic

T

he most relevant economist of
2010 may well turn out to be
Robert Lucas.
     Lucas won a Nobel Prize in
1995 for pointing out how individuals’ changing expectations about the
future can impact economic decision-making in the present. Expectations of higher
taxes in the future, for instance, might
encourage greater capital consumption today. Or such expectations might encourage
business owners to move overseas, expatriating capital to nations that demonstrate a
higher commitment to property rights.
Most macroeconomic models fail to adequately account for the impact of changing expectations on economic performance. This — among others — was one
weakness of the models that were intended to justify the American Recovery and
Reinvestment Act — the massive “stimulus” bill that was supposed to prevent nationwide unemployment from exceeding 8
percent. Clearly, President Obama’s economic team did not sufficiently consider
that greater government involvement in
the economy — through increased spending, taxation or monetary policy — would
alter individuals’ perceptions about future
conditions.
Yet, even as Washington has overseen
the bailouts for Wall Street investment
bankers, a massive infusion of “stimulus” spending and more than a doubling
of the monetary base, government action
has been unable to prod individuals into
spending money or investing resources in
new enterprises and job creation. As Fed
member banks sit on more than $1 trillion
in excess reserves, would-be entrepreneurs
have shown themselves unwilling to assume the risk inherent in borrowing for
new business ventures, and so unemployment figures remain high nationwide.

What has caused this stagnation?
In a word: uncertainty.
Over the past two years, prospective
investors and entrepreneurs have seen
rules changing at an alarming rate. Failed
ventures have been bailed out with public
funds, the value of the dollar continues to
plummet and policymakers keep signaling
that resources will be allocated based on
political objectives, rather than in accordance with market fundamentals.
Potential entrepreneurs also face uncertain labor costs going forward. Healthcare
“reform” bills passed by Congress in the
past year will impose multiple financial
penalties on employers and individuals
alike. Employers are to be compelled to
provide employees with health insurance
that meets federal approval or pay a direct
penalty. Sure, there will be a complicated
array of temporary tax breaks for small
businesses, but the onerous new accounting measures forced on all employers look
likely to impose, in themselves, a huge,
hidden financial burden.
To make matters worse, Congress’ attempt at healthcare “reform” — according
to RAND Corporation findings — will
lead to decreased access to healthcare by
inducing overcrowding at hospitals. Even
the Congressional Budget Office finds
that health insurance costs will increase
for those in the individual market and that
21 million Americans will still be uninsured after 10 years. This will occur even
as millions of Americans are herded into
the substandard medicine of the Medicaid
program, shifting a large financial burden
onto state governments.
Entrepreneurs also face extreme uncertainty with regard to the tax struc-

recovery at bay

ture they’ll face. Americans could soon
see their largest tax increase in history
as federal income taxes, capital-gains
taxes, taxes on dividends and estate taxes
are all scheduled to rise dramatically in
2011. These tax increases will make access to capital more costly by discouraging investment in American corporations.
Likewise, the return of the estate tax will
inevitably lead to liquidation of small,
family-owned businesses, putting their
employees out of work.
Add to these woes Congress’ signaled
intent to impose higher energy prices
through a potential cap-and-trade bill
and the specter of forced unionization
through card check and it is no wonder
that entrepreneurs aren’t leading America
out of recession. Individuals weighing the
long-term investments that would create
jobs need to have some confidence regarding the future cost structure they will
face. At every opportunity, Congress has
actively sabotaged any possibility of that
confidence.
The situation is similar in the states. Nevada lawmakers reflexively tout schemes
to stick it to any would-be entrepreneurs
with some new “broad-based business
tax” — all while disingenuously claiming
a desire to “diversify the economy” by attracting new corporate investment. Only
two years after breaking the state’s previous tax-hike record, lawmakers and echoing bureaucrats have propagated a false
narrative that Nevada faces a $3 billion
hole in 2011. They’re laying the groundwork for even more punitive new taxes on
small business.
It would be a wonder if we were not
mired in recession.

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

By Howard Riell

Hard Times in
a Soft Market

T

he office space market across Nevada remains mired in the lingering effects of over-building, scarce
credit and a sour economy. But
while things won’t get much better
soon, insiders are confident they will, indeed,
get better.
The office market has been “a little bland
the better part of the last six months,” says
Dominic Brunetti, Vice President of the Office Properties Group and partner in NAI Alliance, a full service commercial real estate
company based in Reno, “but it seems to be
dragging along the bottom and getting a little
bit better. The outlook is optimistic, although
there aren’t huge strides being made in companies from out of state relocating here.
We’re still a little short on the influx of new
companies absorbing existing vacancy.”
The market, according to John Restrepo,

Dominic
Brunetti

Vice President and Partner
of NAI Alliance

principle of Restrepo Consulting Group
LLC in Las Vegas, “is down. As you would
expect, of the three commercial markets
the office market has been the hardest hit in
this recession. It always has been the most
over-built; office has a tendency to get a lot
46
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more over-built than industrial or anchored
retail.” His firm, which tracks tenanted but
not owner-occupied buildings, is projecting
a vacancy rate in the mid-twenties. “We are
probably going to run a 30% vacancy rate
when you include sub-leased space.”
What is driving the market, Restrepo
points out, is the over-building that occurred
during the boom. “There was a lot of office
product being built that was not necessarily
based on the fundamentals of supply and demand but the ability to get financing. That’s
the bad side of cheap and easy credit: people
make bad decisions. The office market particularly was hurt.”
“We’ve got vacancy rates at the highest
we’ve ever had,” notes Brad Peterson, SIOR,
Senior Vice President of brokerage house
CB Richard Ellis in Las Vegas. “The thirdquarter numbers haven’t quite come out yet,
but let’s call it 25%. That doesn’t include
shadow vacancy, which is sub-leased space,
so it’s higher than that in reality.” Beyond
that, he adds, there is no new construction,
“and there won’t be any new construction for
quite a while – I think it will be in that threeto five-year time frame. That means we will
see vacancy rates go down, and we will see
some of the well-located good product being
leased.” What that means is that Nevada is
“turning the corner from negative net absorption to positive new absorption.”
“I think the reality of the marketplace
right now is that we’ve got seven or eight
years of product under traditional absorption
rates – and we’re not at traditional absorption
rates, we’re negative,” says Mike Hillis, managing partner Commerce Real Estate Solutions. As a result, the state may still have a
year-and-a-half or two years of negative absorption ahead before it even starts to see a
positive trend, “so seven or eight years turns
into nine or 10 years. That is the reality of
the marketplace that I think has had a very
sobering effect on landlords particularly, and
of course tenants.”
Tenants, Hillis suggests, “all feel that they
can steal stuff now, so they are very aggressive.” Landlords have been holding on to
their lease rates hoping that the market was
going to turn. But with this scenario staring
them in the face, many have finally accepted

that they need to start making deals at today’s market rates.
That explains why CRES’ business is
ahead of last year’s by a “fairly significant”
amount even though the market has deteriorated. Lease rates from a year ago have
dropped even further and vacancy has gone
up, but at least people are finally making
decisions, Hillis reasons. “Maybe the faint
hope is gone that it is going to turn around in

a year or two. They realize, ‘Hey, I better do
what I can to retain the tenants that I’ve got
and to make deals with the few tenants who
are out there moving around.’”
For many, early optimism has had to give
way to a less satisfying reality. “The big
thing we were waiting for was the year’s end
-- ‘Okay, 2009 is over, what is 2010 going to
look like?’” Brunetti recalls. The first quarter turned out to be “a little rough, but at that
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point it seemed to stabilize and it felt like we
were dragging along the bottom a bit.”
That said, Brunetti continues, the activity
level remains strong. “It’s just that it’s more
or less people who are currently here looking for better deals and wanting to upgrade
their image through occupying a better office
building or space.” Some companies have
been arriving from out of town, but they are
almost uniformly small. “From a comparison of volume of years past – compared to
three or four years ago – it’s not even 50% of
what it used to be.”

New Tenants
When it comes to new tenants entering the
market, Tim Ruffin, CCIM, SIOR, Senior
Vice President of Office/Managing Partner
for Colliers International in Reno says he
has seen growth come from the geothermal
industry. “We’ve had one company relocate
here from Bend, OR, (Vulcan Power Corp.,
recently rebranded its business to Gradient
Resources, to Reno) and some others that are
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expanding. That is kind of the ‘sweet spot’
of the economy, the alternate energy concept.
We’re seeing some positive absorption on
that.”
Expansion is also coming, Ruffin adds,
from the education sector. “Education especially for the private schools, seems to be
counter-cyclical: when the economy goes
down they seem to go up.”
On the negative side, most of the local
businesses that rented space prior to the recession starting in December 2007 had fiveyear leases, will begin to expire. “They are
taking less space, so they are giving space
back to the market. We have continued to
see negative net absorption as space comes
back onto the market.” Industry watchers
have also seen some of the local government
agencies leave their lease spaces to move into
owned city or county buildings to ease pressure on budgets.
On the federal side, Ruffin notes, “we
have seen a little bit of activity. The federal
government is coming in with some agencies
leasing either build-to-suits or existing build-

ings and expanding.” Overall, however, the
market is still relatively soft.
“It’s definitely a tenant’s market,” says
Ruffin. Vacancy rates continue to rise slightly, “and I think they will continue to do so
until we hit five years from the beginning
of the recession, which will be 2012. At that
point in time I think we’ll hit bottom and
then slowly start to creep up.”

Foreseeable Future
Hillis foresees a flat Nevada office market
throughout 2011. “I just don’t see anything
that is going to change dramatically.” The
few unknowns that could alter the landscape,
he adds, include some change in government
regulations regarding refinancing that would
impact what happens going forward.
The state will see a continuing glut of newly foreclosed properties coming on the market, Hillis adds. “We’re seeing that already:
the first wave of foreclosures was on the ‘C’
properties, the kinds of things the banks
looked at and said, ‘Jeez, we’re never going
to get well on these, let’s get rid of this junk.’”
Now, however, industry watchers are starting
to see ‘B’ and even ‘A’ product come online.
There is, Hillis notes, over $1 trillion
worth of these CMBS (commercial mortgage backed securities) loans that are going
to be maturing in the next couple of years.
“The challenge is that when most of the
buildings come up they are upside down
-- there is more money owed than what it’s
worth. And these products that are selling
nowadays. It’s scary.”
The first stirrings of recovery will see office buildings that are “well located and quality buildings” begin to lease space, Peterson
says. “Here’s my take on it: there is going to
come a time toward the end of 2011 and the
beginning of 2012 when we’ll see – it sounds
kind of crazy – areas where tenants or users
can’t find the right spot.” That will be because
the higher quality and contiguous blocks of
space will have been grabbed up. “All of a
sudden we’ll be looking at each other saying,
‘We need to build some new buildings.’”
The fly in the ointment, though, will be
that the credit crunch will continue to make
it difficult to obtain financing. Thus, “by the
www.NevadaBusiness.com
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time someone is actually able to finance a
new office building and then build it it could
be four years from now.”
From Brunetti’s perspective there have
been few if any surprises. Rather, the market is “pretty much following the path we
thought it would. We are seeing a lot more
activity downtown just because I think people are realizing that downtown can be a fun
place to work. People want to do business
and be located where they are surrounded
by other people who do business. Aside from
that I think everything is pretty much on par
with what we expected.”
What needs to happen in order to spur
growth? “I think the answer there is job creation and consumer spending,” Brunetti replies. “Obviously those two things are paramount, but I think that if people right now can’t
get a job then consumer spending is out the
door. So it’s job creation first and foremost.”
On the residential side, though not directly
impacting the office market, residents with
houses under water will continue to focus
their attention close to home. “No one is out
there starting up companies if they are having to deal with $100,000 in negative equity.”
Restrepo doesn’t see the Nevada office
market emerging from the doldrums “for a
while,” saying it could be years before it gets
back to the 9% to 10% vacancy rate, which
is considered a stable market. “We’re thinking at least seven or eight years before we get
there.” Job losses, a crucial factor, continue.
“They aren’t as great as they were last year,
but losing fewer jobs is not the same thing as
generating jobs. That is the challenge.”
Restrepo also points out that after a year
and a half of industry chatter about a wave of
commercial foreclosures it looks like it may
be close to imminent. “How big that wave
is we don’t know yet. But you’ve heard the
phrases extend and pretend and delay and
deny. I think we’re going to see an increased
number of commercial foreclosures, particularly in the office market.” That cloud will
bring with it a silver lining. “I think we need
that to reset the market. Extending and pretending and not foreclosing on projects that
really have no ability to sustain themselves
makes no sense. All you’re doing is prolonging the pain.”

Anything on the Horizon?
When will new projects begin to return?
Brunetti believes it will be another year or
two before they begin again “because of the
existing product out there. We have enough
vacancy so that we can live with what we
have currently. What would change that?
One or two larger tenants coming into town
who couldn’t find anything that really fit
their style of operation and therefore did
some type of joint venture with a developer
to build some type of project and occupy a
certain amount of space in that project.”
Hillis does not believe new projects will return for a while because of the inventory that
exists. “We are seeing some transactions for
smaller office buildings for owner-users – law
firms, doctors and that sort of thing. With the
price of real estate so low these days people
are saying this is the time to buy. The good
news is that the owner-users can get SBA
financing. Investors can’t get any, so unless
developers are doing something with cash nobody is going to be putting new product up.”

Nevada, Ruffin predicts, is still probably five years out before it starts to see
new projects on the drawing board. At that
point, a market balance could be achieved
“that would dictate that developers should
start building.”
Ruffin points out that “the beauty of
Northern Nevada especially is that it is still
a wonderful place to live. Rand McNally
rated us the number-one city in the nation for outdoor recreation. We have four
mild seasons. We’ve got Lake Tahoe in our
backyard. We’re surrounded by mountains.
So I think people will move to and retire
here.”
The lack of jobs at present means the office market should stay slow until the surplus of homes is absorbed, he adds. “Once
that happens we’ll start building, the economy will get back on track and we’ll start
getting a normal growth rate. But nothing
is going to happen quickly. I think it is going to be a very slow process.”
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Continued from page 11
infrastructure and technology needs to
advance our position within the market,”
Uboldi said.
This year, Saint Mary’s opened a hybrid vascular operating room ($3.2 million), added a new cardiac catheterization
laboratory ($2 million), and opened a
Brain Tumor Center that utilizes the CyberKnife, a non-invasive radiation therapy
machine that significantly reduces patient
recovery time.

Northern Nevada
Medical Center
Mark Crawford,
Northern Nevada Medical
Center

Early detection is vital. No
matter what your imaging needs
are, we provide fast, accurate
diagnosis and treatment using
the most advanced technology
available.

702.759.8600

www.desertrad.com
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While performance metrics for Northern Nevada Medical Center (NNMC)
have been down the last three years, the
hospital currently is gaining in market
share. This is due to its smaller size and,
therefore, ability to deliver more personalized care, Crawford said. An example
of this is the hospital’s guarantee that every patient who presents to the ER will be
evaluated and screened within the first 15
minutes or their visit is free.
NNMC has also created cash discount
prices for several diagnostic tests and primary care office visits, like a $99 mammogram, and also provides bimonthly health
fairs where the community can get certain
services for free or at reduced prices.
Three years ago, the hospital positioned itself for growth and has reinvested just under $4 million each year since.
This year alone it established a Stroke
Center, opened The Headache Center and
purchased a $1 million MAKO orthopedic robotic system partial knee resurfacing or replacement (MAKOplasties).
Before year’s end, it will spend $500,000

on a move from analog to digital mammography and launch a rehab and sports
medicine center.
The focus on bedside care also will
continue.  “It’s about making sure the patient has a good experience, one they want
to return to when they need us again,”
Crawford said.

Renown Health

Jim Miller,
Renown Health

Renown Health’s patient numbers have
remained steady and, in some areas, have
grown, said Miller.
“Overall, the organization is operating
more efficiently, so we can continue to
take care of people,” he added.
The health system has consistently
purchased new technology and added
services. It acquired and had installed a
TomoTherapy Hi-Art Treatment System
for radiation delivery (a $3 million investment), spent $1.5 million on equipment
for computer-assisted surgery and expanded its da Vinci Robotic Surgical System. It established the Renown Children’s
Hospital and Renown Children’s Cancer
Center.
“In many cases, we don’t think it’s a
time to stop working on technology that
provides higher quality, safer and moreefficient care.”
Last year Renown purchased a DSPECT Cardiac Imaging System, a camera that provides sharp images of the
heart in two to four minutes, quickening
evaluation and diagnosis.
Infrastructure changes include remodeling the main laboratory ($3.5 millionplus), automating the pharmacy ($3 million), and creating new vascular surgical
laboratories.
www.NevadaBusiness.com
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Carson Tahoe
Regional Healthcare
Ed Epperson,
Carson Tahoe
Regional Healthcare

Carson Tahoe Regional Healthcare is
experiencing lower patient volumes, particularly when it comes to services involving patient decision-making, but doing well
at its main facility, Carson Tahoe Regional
Medical Center, because it’s oriented more
toward non-elective surgeries and medical
conditions. In fact, hospital admissions have
been higher than expected this summer. In
addition, people needing hospitalization
tend to be sicker on presentation than in the
past, which Epperson attributes to these patients previously putting off care.

THE NEW

The Carson Tahoe health system’s urgent
care centers track how many patients who
are advised by the urgent care physician to
go to the ER actually do. During a strong
economy, about 30 percent of those people
didn’t show at the ER. Today, that number is
about double.
In response to the economy, the administration and management now meet weekly
to assess, discuss, analyze and plan. They
more intensely focus on the revenue cycle
and scrutinize potential investments.  
“It’s a constant surveillance of what’s
going on, what’s happening with volume,
what’s happening with long-stay patients and
how we are reacting to it,” Epperson said.
The hospital is updating its Cardiac Cath
Lab ($1 million), expanding its geri-psychiatric services with an outpatient component
and implementing a Women’s Health Institute.
“Despite all the challenges, we continue
to do well, feel like we have a good future
and will be here to take care of people,” Epperson said.

Sunrise Health System

Sylvia Young,
Sunrise Hospital

Along with strains due to the economy,
Southern Nevada’s hospitals also have had to
deal with an oversupply of hospital beds in
the market. Nearly 400 new ones have been
added since the end of 2008.
Sunrise Health System is among the hospitals in Southern Nevada that are working
on improving efficiency and lowering costs. It
has capitalized on its affiliation with Hospital
Corporation of America (HCA) to maximize
on economies of scale when possible, like
with the purchase of supplies and medical
devices. Sunrise consolidated in certain areas
like marketing and sales, patient billing and

S TA N DA R D I N T H E S I LV E R S TAT E

The region’s leader in cancer care, the Renown Institute for Cancer, has formed a remarkable new
partnership with the University of California, San Francisco Medical Center–one of the top 10 cancer
centers in the country. The experts at Renown will work hand in hand with the world-renowned cancer
team at UCSF to bring patients the latest therapies and promising new treatments.
The partnership represents a remarkable new gold standard in cancer care
for patients of the Silver State. Renown and UCSF are dedicated
to creating life-changing treatment options for patients.
Learn more at renown.org/UCSF.
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collections, and staff recredentialing. Other
efforts include owning equipment rather than
leasing it, implementing energy conservation
methods and eliminating paper records in radiology. The result has been a 5 percent reduction in overall operating costs.
The health system has renovated and enhanced its surgical services, for example, installing high-definition screens for physicians
to use during surgeries. It purchased a pharmacy robot that places a bar code on every
medication (about 10,000 labels daily).
This year, construction will start at Sunrise
Hospital to add a 30-bed inpatient rehabilitation
department. A $34 million expansion at MountainView Hospital will begin in the spring. The
ER Department will be expanded, and a 12bed Intensive Care Unit will be added.
As far as procedures, more surgeries to remove tumors in the tailbone are being done,
via the minimally invasive eXtreme Lateral
Interbody Fusion (XLIF). Sunrise Children’s
Hospital now uses a cooling technique on premature or high risk-born babies in the nursery.
“We certainly saw an impact from the eco-

nomic downturn and continue to see those effects, but people rely on us,” Young said. “And
they continue to do so.”

St. Rose Dominican
Hospitals
Changes at the three St. Rose Dominican
Hospitals this year alone include new technology, new procedures and infrastructure enhancements.
The San Martín Campus now uses the
new HALO360 and HALO90 Systems to
treat Barrett’s esophagus, a heartburn-related
problem. Physicians there also now provide
minimally-invasive heart surgery, the MICS
CABG procedure.
The Rose de Lima Campus now owns a
new Wide Bore 450w 1.5T Magnetic Resonance Imaging (MRI) machine, which means
a larger opening and greater patient comfort.
The Siena Campus is getting its Emergency and Operating Rooms upgraded and expanded. The changes will allow staff to serve
patients more efficiently.

The Valley Health System
The Valley Health System, which contains
five hospitals in Southern Nevada, is completing a $26 million expansion and renovation
of its surgical services. A $12 to $15 million
expansion of surgical services to include four
additional suites at Summerlin Hospital will
begin in 2011.
Desert Springs Hospital boasts a new widebore MRI and a new FD-10 Cath Lab. This
summer Centennial Hills Hospital opened its
Occupational Health Center.
New procedures offered include high-dose,
precision radiation utilizing the CyberKnife,
and a heartburn and acid reflux treatment via
Transoral Incisionless Fundoplication (TIF).

Easing the Pain
Nevada’s hospitals face unknowns related
to the economy and healthcare reform. Despite those and other ongoing challenges, they
continue to work toward improving the quality and efficiency of the care they provide, and
plan for the state’s future healthcare needs.
“Only time is going to tell how all of this
will sort out,” Uboldi said. “I think everyone
is watching carefully and praying we’ll start to
see a leveling, and hopefully a rebound, in the
economy.”

According to a study released
by CIT Group, Inc., two-thirds
(68%) of retailers expect
revenues to grow over the next
year. Additionally, nearly 60
percent of those surveyed say
their current inventory is higher
than it was this time last year,
showing a cautious optimism in
the coming Holiday Season.
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Does Size Really Matter?
Is Cheaper Always Better?

Optimizing Health Benefits Open Enrollment
for Employers and Employees

O

ctober and November is “open enrollment” season,
when employees are able to enroll in a health plan or
make changes to their current coverage. This is the time
to provide answers to questions like “just how wide is
the network of doctors and hospitals?” and “which
plans give me the best value for my money?” And with all of the
questions swirling around healthcare reform, employers will want to
simplify the process as much as possible. For executives that work
for, or own, one of the 60 percent of U.S. companies that provide
health insurance to employees, here are several tips to help make
informed decisions about health and healthcare benefits, and maximize that investment:

Communicate Simply and Clearly

An Institute of Medicine report from last year showed that nearly
half of all American adults – 90 million people – have difficulty
understanding and using health information. When communicating, either through company newsletters, email, memos or bulletin
board postings, use simple terms and a conversational, personable
style. If the information received from an insurer is hard to understand, be sure and contact the account manager and ask him or her
to clarify. Also, make it a point to send out information well ahead
of enrollment deadlines, so employees have plenty of time to figure
out which plan best meets their total health needs and budget.

Make it Mandatory but Keep it Interesting

Many companies set up group or individual open enrollment meetings where an account manager from the insurance carrier or human
resources staff lays out healthcare options to employees and answers
questions. When planning these meetings, ask about ways to get employees excited about their benefits. Take the time to develop an agenda
that is built around energetic, knowledgeable speakers, personal testimonials and meaningful information. Several local companies actually host benefit fairs and carnivals, building events around themes
such as “Don’t Gamble with Your Benefits” or “Let’s Get Physical!”  

Use the Time to Encourage Healthy Behaviors

Studies show that 85 percent of ill health is a result of our own
poor health choices. When promoting health and wellness an employer is not only helping to contain company costs, they’re also
48
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helping employees feel better and work better. Use open enrollment
time to encourage employees to “know their numbers” (cholesterol
and blood pressure), get regular exercise, stop smoking and eat a
healthy diet. If a company is going to serve food, it should be healthy
– think fruit instead of donuts!

Promote the Benefits Package

It’s no secret that average annual premium costs per employee
continue to rise, even with healthcare reform. As a result, many employers are passing on more of the cost to employees, while benefits
are getting thinner. If this is the case, it’s important that employees
understand how keeping expenses in check supports the long-term
viability of the company and its ability to grow, and the value of
the benefits package offered to them. Too often, employees don’t
fully understand the value of their total compensation package –
and what is being spent on their behalf.

Take Time to Teach the ABCs of CDHPs

Consumer-driven health plans (CDHPs) have gained popularity in the past several years as a way for both employers and employees to control increasing healthcare costs. These plans include
Health Savings Accounts (HSAs), Health Reimbursement Accounts
(HRAs), Flexible Spending Accounts (FSAs) and defined contribution plans. The ever-growing trend toward CDHPs involves more
advanced planning. If an employer has been offering a PPO or
HMO for years, but would like to introduce or migrate to a CDHP
plan, they will need to take extra time to explain it. If a the time is
invested up front in helping employees understand how these plans
work, a business is guaranteed to see better adoption.   
Health benefits are an important component of total compensation for employees and key to being able to attract and keep new
talent in an organization. Make sure to make the most of open enrollment so that employees get answers to all of their questions and
they understand the value of their health benefits package. A little
time and the right information can result in the best decisions, saving both employers and employees a lot of money.

Mike Murphy is president of Anthem Blue Cross and
Blue Shield in Nevada.
www.NevadaBusiness.com
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PROJECTS
Las Vegas, 89118
Office

araeg and Perry White of Marcus & Millichap. The property is located at 870 Sierra
Vista Dr. and currently has two restaurants
and a convenience store.
APN # 162-15-501-021

Las Vegas, 89120
Industrial

Alan Jeskey Builders has been awarded
the contract for the Nevada Cancer & Surgery Center. The 4,851 SF project will consist of a complete build-out. The project
was designed by Commercial Design
Group and is located on Rainbow Blvd.,
between Oquendo and Sunset.

Storey County
Industrial

Raven Construction has completed work
on labor union Local 169’s training facility
in the Tahoe Reno Industrial Center. The
15,000 SF facility cost approximately $2
million to complete and was funded by
contributions and construction financing
by First Independent Bank of Nevada.
The union expects to train around 1,000
workers in the coming year. The center was
designed by Don Mackey and subcontractors include Sierra Nevada Construction,
Lucky Concrete and Petersen Masonry.
The property is located at 50 Wildhorse
Canyon Dr.

SALES
Las Vegas, 89169
Retail

First Southern National Bank for $558,195
or $85 PSF. The seller was represented by
Dan Doherty, SIOR and Patti Dillon of
Colliers International. The property is located at 6235 W. Post Rd.
APN # 163-35-812-001

Western Village Center

Henderson, 89183
Retail

Fatpak, LLC purchased a 7,437 SF on 1.37
acres former El Jefe’s Restaurant from City
National Bank for $2.25 million or $303
PSF. The buyer was represented by Sandi
Herrara of Prudential Americana and
the seller was represented by Dan Adamson and Brian Sorrentino, CCIM of R.O.I.
Commercial Real Estate, Inc. The property is located at 9925 S. Eastern Ave.
APN # 177-25-217-013

Las Vegas, 89104
Industrial

Alpha Trust purchased a 4,000 SF industrial building from Kenneth & Yvonne
Gragson for $250,000 or $63 PSF. The
buyer and seller were both represented by
Ric Rushton of Colliers International in
the transaction. The property is located at
1401 S. Main St.
APN # 162-03-210-022

Jhawar Satwant purchased Western Village Center, a 10,000 SF retail property,
from Bartsas Mary 8 LLC for $700,000 or Las Vegas, 89118
$70 PSF. The buyer was represented by Industrial
Evan Griffith of Marcus & Millichap and Dominique Doumani Family Trust purthe seller was represented by Art Mac- chased a 6,567 SF industrial property from

Grovewood Nevada, LLC purchased a
6,037 SF industrial property from LNV
Corporation for $530, 000 or $88 PSF. The
seller was represented by Chris Beets and
Perry White of Marcus & Millichap. The
property is located at 3965 E. Patrick and
consisted of 3,281 SF of office/showroom
space and 2,756 SF of warehouse space.
APN # 161-31-710-007

Las Vegas, 89106
Vacant Land

John Taylor Living Trust purchased a 0.67
acre industrial parcel from Zions First National Bank for $200,000 or $7 PSF. The
buyer was represented by Dan Doherty,
SIOR and Patti Dillon of Colliers International. The property is located at 1920 W.
Bonanza Rd.
APN # 139-28-301-026

LEASES
Henderson, 89074
Office

Incorp Services, Inc. subleased 18,307
SF from Corporate Center VI for $2.1
million on a 64-month lease. The tenant
was represented by Soozi Jones Walker,
CCIM, SIOR and Bobbi Miracle, CCIM of
Commercial Executives and the landlord
was represented by Charles VanGeel of
American Nevada Corporation. The
November 2010
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property is located at 2360 Corporate
Circle, Suite 400. Reported monthly rent
is $1.79 PSF.

Las Vegas, 89113
Office

Farmers Insurance Exchange leased
7,744 SF from EJM Arroyo Corporate
Center 1 & 2 for $1,068,672 on a fiveyear lease. The landlord was represented by Brad Peterson, SIOR of CB
Richard Ellis. The property is located
at 7455 Arroyo Crossing Pkwy. Reported
monthly rent is $2.30 PSF.

Las Vegas, 89118
Office
Excellent access to I-15, I-215, McCarran Airport and “The Strip”
6280, 6380, 6555 & 6625 S. Valley View Blvd. (between I-215 and Russell)
office/showroom & warehouse space
Divisible to 900 sq-ft. | Common loading docks with FREE use of forklift
208v/3 phase power | Zoned M-1 | 18’ clear height warehouse | Covered parking

702.320.4400
www.hellercompanies.com

Project Resources, Inc. leased 7,682 SF
from GY Rainbow Holdings, LLC for
$1,316,410 on a 66-month lease. The
landlord was represented by Randy
Broadhead, SIOR of CB Richard Ellis. The property is located at 6385 S.
Rainbow Blvd. Reported monthly rent is
$2.60 PSF.

Las Vegas, 89119
Office

ICG Licensing, Inc. leased 5,660 SF from
AAMGG, LLC for $238,428 on a three-year
lease. The landlord was represented by
Ric Rushton of Colliers International.
The property is located at 6600 Amelia
Earhart, Suite B-2. Reported monthly rent
is $1.17 PSF.

Las Vegas, 89129
Office

Regent Asset Management Solutions,
Inc. leased 7,195 SF from 333 MSA Fremont II, LLC for $738,207 on a five-year
lease. The landlord was represented by CB
Richard Ellis’ Brad Peterson, SIOR. The
property is located at 7690 W. Cheyenne
Ave. Reported monthly rent is $1.71 PSF.

Henderson, 89074
Retail

Christine DeLessio leased 3,900 SF from
Centra Pecos Legacy, LLC for $325,260
on a 64-month lease. The tenant was
represented by Joseph Bonifatto of BP
Holdings, Inc. and the landlord was represented by Scot Marker of Colliers International. The property is located at
2558A Wigwam Pkwy. Reported monthly
rent is $1.30 PSF.

Las Vegas, 89101
Industrial

BCI-Coca Cola Bottling Company leased
30,244 SF from SF Nevada, LLC for $37,176
50
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on a one-year lease. The tenant was represented by Pat Marsh, SIOR of Colliers
International. The property is located at
80 N. Mojave, Suite 160. Reported monthly rent is $0.10 PSF.

Las Vegas, 89118
Industrial

Bridgewater, Inc. leased 9,391 SF from
EJM Arroyo South I Property, LLC for
$663,360 on an 84-month lease. The tenant was represented by Dan Doherty,
SIOR and Patti Dillon of Colliers International and the landlord was represented
by Spencer Pinter of Colliers International. The property is located at 7001 W. Arby
Ave., Suite 130. Reported monthly rent is
$0.84 PSF.

Las Vegas, 89118
Industrial

F.A.S.T. Systems, Inc. leased 9,728 SF
from First Southern Bank for $249,037
on a five-year lease. The tenant was represented by Jared Bergquist of New
Growth Commercial and the landlord
was represented by Dan Doherty, SIOR
and Patti Dillon of Colliers International. The property is located at 6205 W. Post
Rd. Reported monthly rent is $0.43 PSF.

LLC leased 9,120 SF for $262,656 on a
63-month lease. Audio Visual One
leased $170,187 on a three-year lease. Finally, Abatix Corp. leased 15,360 on a
40-month lease. Dan Doherty, SIOR and
Patti Dillon of Colliers International
represented Abatix Corp. Greg Tassi of
CB Richard Ellis represented the landlord
in all four transactions. Reported monthly
rent is $0.44 PSF, $0.46 PSF, $0.46 PSF and
$0.44 PSF, respectively.

Las Vegas, 89119
Industrial

Dyanmex Operations leased 98,000
SF from Majestic Runway Partners for
$3,276,164 on a 65-month lease. The tenant
was represented by Dan Doherty, SIOR
and Patti Dillon of Colliers International
and the landlord was represented by Rod
Martin of Majestic Realty Company. The
property is located at 6585 Escondido. Reported monthly rent is $0.51 PSF.

Las Vegas, 89119
Vacant Land

Granite Construction, Inc. leased 1.96
acres from the Nina Hartwell Trust for

$78,000 on a one-year lease or $0.08
PSF. The tenant was represented by Paul
Hoyt, SIOR and Kyle Eigenman of Colliers International and the tenant was
represented by Greg Duffield of Results
Realty. The property is located at 2081 E.
Sunset Rd.

LOANS
Las Vegas, 89119
Industrial

Kyle Nagy, director of CommCap Advisors has announced funding of a $6.9
million loan for Spencer Street Industrial.
The 162,915 SF distribution building is located at 6650 Spencer St. This is a 10 year
refinance of the existing debt for Spencer
Street Investors, LLC.

Post your deals at
www.theReDreport.com

Las Vegas, 89118
Industrial

Nationwide Night Shift, Inc. leased
6,001 SF from Post, L.P. for $100,926 on
a 39-month lease. The tenant was represented by Scott Gaughan of Fortis Advisors, LLC and the landlord was represented by Dan Doherty, SIOR and Patti
Dillon of Colliers International. The
property is located at 5116 W. Post Rd. Reported monthly rent is $0.43 PSF.

Las Vegas, 89118
Industrial

Atomic Television, Inc. leased 5,755 SF
from WSL Century Park Property, LLC
for $264,180 on a five-year lease. The tenant was represented by Mike DeLew of
Colliers International and the landlord
was represented by Spencer Pinter of
Colliers International. The property is
located at 5850 S. Polaris Ave., Suite 1200.
Reported monthly rent is $0.77 PSF.

Dustin Lewis, Partner

XTREME ACCOUNTING
Specialists in accounting, investment strategies, insurance,
human resources, ﬁnancial planning and company beneﬁts.
What’s Your Problem?

Las Vegas, 89118
Industrial

Eastgroup Properties recently leased
four properties at 5530 S. Arville Street.
Karndean International, LLC leased
20,985 SF for $339,957 on a 37-month
lease.
Harrison Industrial Plastics,

8880 W. Sunset, 3rd Floor • Las Vegas, NV 89148 • (702) 735-5030 • info@llbradford.com
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INDUSTRIAL
TOTAL MARKET

L as Vegas

Reno

Total Square feet

103,650,803

73,598,555

17,161,651

11,117,089

Vacant Square Feet

16.6%

15.3%

New Construction

350,905

0

Net Absorption

-37,660

151,123

$0.57

$0.37

22,000

0

0

0

Total Square Feet

66,289,861

37,334,910

Vacant Square Feet

10,106,304

7,341,954

15.2%

19.7%

Percent Vacant

Average Lease sf/mo (nnn)

Industrial Summary
Third Quarter 2010
Las Vegas

The Las Vegas Valley industrial market
continued to signal weakness as new space
entered a market already dealing with a
supply-demand imbalance.   As vacancies
edged upward, reaching a new high, average asking rents declined modestly.   Although several projects remain stalled or
delayed due to a lack of demand and an
abundance of supply, nearly 351,000 square
feet of industrial space in three buildings
completed construction during the quarter,
with the majority being pre-leased or buildto-suit projects.
Including the additional pre-leased or
build-to-suit space, the market reported approximately 37,700 square feet of negative
net absorption during the quarter, bringing
the total amount of vacant space to nearly
17.2 million square feet.  The latest figures
reflect the seventh consecutive quarter of
negative net absorption and the 16.6-percent vacancy rate is a new record high for
the Las Vegas region.
Pricing in the industrial sector continued to slide downward, reporting an average asking rent of $0.57 per square foot
per month during the third quarter of 2010.  
The latest figure represents the smallest quarter-over-quarter decline (1.4%) in
nearly two years, but remains down 16.2
percent from the same period a year ago
(Q3 2009).
Improvements in the Southern Nevada
industrial sector will lag a broader market
recovery as regional competitive pressures
remain high and the demand for industrial
space sourced to the construction industry
is expected to remain weak well into the
foreseeable future.  Lower prices will help,
but a national recovery will be a condition
precedent to a local recovery within the local industrial sector.
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Reno-Sparks

The third quarter of 2010 represented a
quarter of stability for the industrial real
estate market in Northern Nevada.
With 34 significant industrial lease
transactions and three industrial sale
transactions completed, there was 151,123
SF of positive absorption which decreased
the overall vacancy rate from 15.3% at the
end of the second quarter to 15.1% at the
end of the third quarter.
There continues to be significant downward pressure on rental and sale rates,
benefiting industrial tenants and capable
buyers.
The market continues to be a significant
challenge for industrial landlords and sellers, especially those of whose ownership
basis was defined in the past 5-7 years, as
today’s market rental and sale levels are
significantly below this.
Landlords are competing fiercely to
capture the business of those industrial
tenants who are looking to expand or
upgrade their facilities while decreasing their leasing costs. The market saw
two new industrial tenants this quarter, AM2T and IDC-USA. These new
tenants aided the decrease in the overall
vacancy rate.
For the future, expect a slow and gradual climb back to healthy market conditions, with small, quarterly decreases in
overall vacancy rates and positive absorption. In the short to medium term, there
will be a continued downward pressure on
rental and sale rates.
Hopefully, the largest industrial closures are behind us.   However, continue
to keep a watchful eye on the members of
the industrial market as they experience
the difficult local and national economic
conditions.

Under Construction
Planned
WAREHOUSE/DISTRIBUTION

Percent Vacant
New Construction

350,905

0

Net Absorption

369,969

-1,155

$0.49

$0.30

Under Construction

0

0

Planned

0

0

Average Lease SF/MO (NNN)

INDUSTRIAL/LIGHT INDUSTIAL/MANUFACTURING
Total Square Feet

23,113,391

35,994,759

Vacant Square Feet

3,752,388

3,734,363

16.2%

10.4%

0

0

-214,153

153,678

$0.60

$0.52

22,000

0

0

0

Total Square Feet

14,247,551

268,886

Vacant Square Feet

3,302,959

40,772

23.2%

15.2%

Percent Vacant
New Construction
Net Absorption
Average Lease SF/MO (NNN)
Under Construction
Planned
R&D/FLEX

Percent Vacant

0

0

-193,476

-1,155

$0.76

$0.80

Under Construction

0

0

Planned

0

0

New Construction
Net Absorption
Average Lease SF/MO (NNN)

Next Month: OFFICE
ABREVIATION KEY
MGFS:
SF/MO:
NNN:

Modified Gross Full-Service
Square Foot Per Month
Net Net Net

Southern Nevada Analysis and statistics compiled by
Applied Analysis, Northern Nevada Analysis and statistics
compiled by Colliers International Reno
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DATA

he U.S. economy continues to
show mixed signs of recovery
from its deep recession. For the
second quarter, the final estimate
for real GDP growth was 1.7 percent at an annual rate, down from
the 3.7 percent figure for first quarter 2010.
U.S. nonfarm employment fell by 95,000
jobs in August, marking the fourth straight
month of decline. In a more positive direction, the Kansas City Financial Stress Index
edged down in September, remaining below
its long-run average for the second straight
month. In addition, industrial production,
real disposable personal income, real personal consumption, consumer confidence
and retail sales all increased in August.
With U.S. disposable income and consumption rising, the Nevada economy may
be showing initial signs of recovery. Gaming revenue was up a robust 13.8 percent
in August and 11.5 percent above a year
earlier. August visitor volume and taxable
sales were also higher than a year earlier.
The state unemployment rate also edged
downward to 14.2 percent in August as labor force participation fell.
The economic picture for Clark County
is quite similar to that for the state as a
whole. Gaming revenue was up 16.3 percent in August, and 13.8 percent above a
year earlier. August visitor volume and taxable sales were also up strongly over a year
earlier. The Las Vegas unemployment rate
fell slightly to 14.7 percent in August. Residential-construction permits edged downward in August.
Economic activity in Washoe County
shows more mixed signs of improvement.
The Reno-Sparks unemployment rate fell to
13.3 percent in August and August taxable
sales were higher than a year earlier. In
contrast, August gaming and visitor volume
were less than a year earlier.
With the national recovery showing some
signs of reinvigoration, the Nevada and
Clark County economies—particularly the
leisure and hospitality sectors—seem to be
showing signs of improvement. The real estate and construction sectors are likely at
or near bottom, but the large overhang in
residential and commercial space suggests
no significant improvement is likely for quite
some time. If the U.S. economy continues
to show progress, the Nevada economy
could be in recovery. Nonetheless, a welldirected fiscal stimulus could provide a significant boost to economic activity—for the
United States and Nevada.
Stephen P. A. Brown, PhD
UNLV Center for Business and Economic Research

Nevada

DATE

UNITS

LATEST

PREVIOUS

YEAR AGO

GROWTH
RECENT YEAR AGO

COMMENTS

Employment

2010M8

000 employees

1,107.6

1,108.3

1,127.4

-0.1%

-1.8%

Continued Declines

Unemployment Rate

2010M8

%, NSA

14.2

14.4

12.5

-0.2%

1.7%

Slight Improvement

Taxable Sales

2010M7

$billion

3.239

3.331

3.075

-2.7%

5.3%

Up Year Ago

Gaming Revenue

2010M8

$million

944.47

829.67

846.96

13.8%

11.5%

Up Strong

Passengers

2010M8

passengers

3.909

3.947

3.909

-1.0%

0.0%

Essentially Flat

Gasoline Sales

2010M7

million gallons

98.51

94.02

99.12

4.8%

-0.6%

Flat Year Ago

Visitor Volume

2010M8

million visitors

4.093

4.268

4.012

-4.1%

2.0%

Up Year Ago

Employment

2010M8

000 employees

790.3

791.8

806.1

-0.2%

-2.0%

Continued Declines

Unemployment Rate

2010M8

%, NSA

14.7

14.8

13.0

-0.1%

1.7%

Slight Improvement

Taxable Sales

2010M7

$billion

2.348

2.427

2.226

-3.2%

5.5%

Up Year Ago

Gaming Revenue

2010M8

$million

806.11

693.39

708.05

16.3%

13.8%

Up Strong

Residential Permits

2010M8

units permitted

394

395

774

-0.3%

-49.1%

Low Levels

Commercial Permits

2010M8

permits

23

13

24

76.9%

-4.2%

Low Levels

Passengers

2010M8

million persons

3.553

3.575

3.561

-0.6%

-0.2%

Essentially Flat

Gasoline Sales

2010M7

million gallons

66.17

63.07

66.98

4.9%

-1.2%

Down Year Ago

Visitor Volume

2010M8

million visitors

3.491

3.644

3.386

-4.2%

3.1%

Up Year Ago

Employment *

2010M8

000 employees

187.2

186.5

193.9

0.4%

-3.5%

Flat Recent

Unemployment Rate *

2010M8

%, NSA

13.3

13.6

11.7

-0.3%

1.6%

Slight Improvement

Taxable Sales

2010M7

$billion

0.456

0.473

0.443

-3.7%

2.9%

Up Year Ago

Gaming Revenue

2010M8

$million

71.57

69.73

73.87

2.6%

-3.1%

Down Year Ago

Residential Permits

2010M8

units permitted

54

39

31

38.5%

74.2%

Low Levels

Commercial Permits

2010M8

permits

6

8

10

-25.0%

-40.0%

Low Levels

Passengers

2010M8

million persons

0.353

0.368

0.345

-4.1%

2.3%

Mixed

Gasoline Sales

2010M7

million gallons

15.14

14.90

16.02

1.6%

-5.5%

Down Year Ago

Visitor Volume

2010M8

million visitors

0.407

0.421

0.419

-3.2%

-2.9%

Down

Employment

2010M9

million, SA

130.201

130.296

129.857

-0.1%

0.3%

Flat

Unemployment Rate

2010M9

%, SA

9.6

9.6

9.8

0.0%

-0.2%

Very High

Consumer Price Index

2010M8

82-84=100, NSA

218.3

218.0

216.0

0.1%

1.1%

Minimal Inflation

Core CPI

2010M8

82-84=100, NSA

221.6

221.3

220.1

0.1%

0.6%

No Change

Employment Cost Index

2010Q2

89.06=100, SA

111.9

111.4

110.1

0.4%

1.6%

Little Change

Productivity Index

2010Q2

2005=100, SA

110.4

111.0

106.5

-0.5%

3.7%

Still Strong

Retail Sales Growth

2010M8

$billion, SA

363.704

362.189

350.935

0.4%

3.6%

Modest Growth

Auto and Truck Sales

2010M9

million, SA

11.71

11.44

9.35

2.4%

25.3%

Up

Housing Starts

2010M8

million, SA

0.598

0.541

0.585

10.5%

2.2%

Weak

GDP Growth

2010Q2

2000$billion, SAAR

13,194.9

13,138.8

12,810.0

1.7%

12.0%

Up

U.S. Dollar

2010M9

97.01=100

101.587

102.598

102.465

-1.0%

-0.9%

Down

Trade Balance

2010M7

$billion, SA

-42.775

-49.762

-33.086

-14.0%

29.3%

Recent Improvement

S&P 500

2010M9

monthly close

1,148.67

1,049.33

1,057.08

9.5%

8.7%

Up

Real Short-Term Rates

2010M8

%, NSA

0.02

0.14

-0.05

-0.1%

0.2%

Very Low Rates

Treasury Yield Spread

2010M8

%, NSA

2.54

2.85

3.42

-10.9%

-25.7%

Expansionary

Clark County

Washoe County

United States

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

Note: NSA = Not Seasonally Adjusted, SA = Seasonally Adjusted, SAAR=Seasonally Adjusted Annual Rates
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The Last Word

People

What is your favorite or
most useful website?
“I use Google for everything
from finding other sites to
searching for general information,
plus linking to maps.  I use my
DROID X smartphone with
Android 2.2 to do voice searches
on Google.  It’s phenomenally
quick and easy to search and
navigate using Google, helping
improve productivity.”

“The National Hospice and
Palliative Care Organization’s
website - nhpco.org.  This site
contains valuable information
including regulatory and
compliance issues, Medicare
reimbursement updates,
educational offerings, hospice
advocacy and professional
resources.”

Brian Danfield • Region President, Verizon Wireless

Carole Fisher • President and CEO, Nathan Adelson Hospice

“I know, I know, a tax attorney
should say his most useful sites are
Lexisnexis.com, bnatax.com or
even irs.gov.  While I regularly use
these, the search engine behemoth
Google is a mainstay for general
research and sometimes even acts
as a springboard for answering
complex tax questions.”

“My favorite website is tut.
com.  There you may sign up
for the Adventurer’s Club to
receive an email from “The
Universe” each weekday.  The
message is positive and a little
humorous.  What better way to
start each work day than with a
positive message and a smile?”

Dianne Bilderback • President, M&IS, Inc

“I like the Database of State
Incentives for Renewables &
Efficiency, dsireusa.org. It has all
the rebate and incentive programs
for every government entity in
the country. The programs are
constantly being updated and
changed, so the site is a very
valuable resource for those looking
at renewable energy for their home
or business.”
Ken Ruggiero • General Manager, American Patriot Solar Community
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David M. Grant • Partner, Jeffrey Burr, Ltd.

“Personally, I’m a big sports
fan, so I like to visit ESPN.com.
Professionally, I’m constantly
using the internal website we have
here at Crescent. It’s called C2 (or
“C squared”). It has everything
from our company calendar to our
employee handbook to all the forms
we use in our business to news
about our company, the commercial
real estate industry and more.”
Leslie Balko • Director of Property Management, Crescent Real Estate Equities, LLC

www.NevadaBusiness.com

“Thanks to Nevada
State Bank, the sky’s
no longer the limit.”
–John Buch, President of Maverick Aviation Group
Nevada State Bank customer since 1996

Nevada State Bank financed
Maverick Helicopters with a
$5 million commercial loan.
When Maverick Helicopters wanted to fly higher, they
came to Nevada State Bank. The company started
modestly in 1995 with only two aircraft, but today
they operate the largest fleet of ECO-Star tourism
helicopters in the world, providing the highest level
of service to southern Nevada visitors.
“I love working with Nevada State Bank. They gave us
the customized products and personalized services
that only a local bank can provide. They really made
it happen!”
With business loan rates as low as 4.75% APR*,
Nevada State Bank is the premier business lender in
Nevada. See for yourself how we can Open the Door
to your Future to help grow your business.
Visit a branch, call 866-618-3437 or go to
www.nsbank.com.

SMALL BUSINESS | RETAIL | COMMERCIAL | PRIVATE BANKING | REAL ESTATE
Member

FDIC

*Credit approval is required.

© 2010 Nevada State Bank

September 2009
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