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COMMENTARY 

QUESTION 7 ... 

YES [I? 
NO D 

WHERE DO WE GO FROM HERE? 
PUBLISHER 

Lyle E. Brennan 

The importance of diversification to the 
state 's future economic stability is a propo
sition that has no opposing view. The only 
question is how such diversification can 
be advanced without any ill side effects. 

The answer is another question- Ques
tion 7, to be specific- found on the ballot 
in the general election. Question 7 would 
amend the Nevada Constitution (in Ar
ticle 8, Section 9, for those who carry a 
copy) to permit the state legislature to 
make investments of public funds in 
corporate entities needed for economic 
development/diversification, and for the 
creation of jobs. 

In plain English, the passage of this 
ballot question will allow Nevada to do 
what all but fi ve other states can do al
ready - invest public money to assist 
private enterprise. It will attract new high 
quality businesses and industries that cre
ate new jobs and diversify the economy. It 
does not require a tax increase, nor does it 
require any investment to be made; it 
simply acts as an enabling provision to 
allow the legislature to consider options 
that are now prohibited. 

The success of similar programs in 
neighboring states offers convincing evi
dence of what would happen in Nevada, 
once the passage of Question 7 levels the 
playing field. Since 1988, the Utah legis
lature has invested $9.6 million of state 
funds into technology-driven companies. 
As a result, $400 million in revenues have 
been generated from new and expanded 
businesses, and more than 6,000 jobs have 
been created from 1988 to 1995. In Cali
fornia, the legislature has continually ap
propriated funds to an export finance fund , 
which provides loan guarantees of up to 
90 percent made by state financial institu
tions to eligible small- and medium-sized 
companies. The result- more than 27,000 
johs were created. and the value of Cali-

fornia products and services exported has 
totaled $1.36 billion in a ten-year period. 

Nevada has already passed statutes to 
assist the private sector; from 1983 to 
1987, the legislature allowed the forma
tion of, corporations to facilitate the loca
tion of or revitalization of business and 
industry throughout the state, established 
an export loan guarantee program, and 
created a Nevada venture capital fund. 
But without some form of financial par
ticipation by the state, which is currently 
restricted, these statutes may never be 
fully utilized. Yes, we can keep making 
grants rather than investments. The dif
ference is that, by investing, the state and 
its citizens also gain a financial return on 
the use of their public funds . 

Why was the anti-donation clause 
adopted in the first place? Because at one 
time, it probably made sense - that was 
back in the 1860s. Times have changed. 
Today, the competition a state must face 
to lure new industry within its borders is 
fierce. The Assembly Joint Resolution 
that created Question 7 was passed almost 
unanimously by the 1995 Nevada Legis
lature, and has been endorsed by a coali
tion of private citizens, educators, busi
ness owners, industries and public offi
cials. If it doesn ' t pass this year, the ques
tion will not be put before the voters again 
for another five years. 

Nevada is already perceived as a pro
business state. Companies want to come 
here, and take advantage of our favorable 
tax structure and economic climate. De
spite all these benefits, some still opt to 
move elsewhere for the investment seed 
money we cannot provide. Maybe the 
anti-donation clause is the only roadblock 
to diversification. But as anyone who' s 
driven the construction-filled streets of 
Las Vegas knows, one roadblock can be 
reason enough to find another route. • 
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The provider of choice for more employers, delivering quality care to over 7 2 0' 0 0 0 Las Vegans. 

3' 0 0 0 of the finest physicians and medical professionals. 

2 5 years of growing with Las Vegas. 

VALLEY HOSPITAL MEDICAL CENTER 
One of Nevada's largest, most advanced 
acute care hospitals. Valley Hospital is 
home to The Cardiac Institute, The 
Health Place for Women and Children, 
and many of the finest Physicians and 
Surgeons in the state. 

SUMMERLI T MEDICAL CENTER 
Summerlin Medical Offices are now 
home to more than 65 of Nevada's 
finest Family Practice Physicians and 
Medical Specialists. Opening soon, a 
full-service, 186-bed, state-of-the-art 
hospital will offer the very best of qual
ity health and medical care services 
including an outpatient surgery center, 
diagnostic center, emergency services, 
obstetrics, advanced cancer treatment 
facilities, - a wealth of medical services 
for all Las Vegans. 

6 specialized centers of medical excellence. 

THE lAKES MEDICAL CENTER 
A state-of-the-art medical complex 
featuring FastER Care, urgent care 
and family practice medicine, and the 
area's finest medical specialists. 

GOLDRING DIAGNOSTIC AND 
SURGERY CENTER 
Comfortable and convenient same
day surgery and diagnostics located 
next to, and backed by the full 
resources of Valley Hospital Medical 
Center. Goldring is the only 
free-standing surgery center of its 
kind in Las Vegas. 

PUEBLO MEDICAL CENTER 
Fan1ily practice, pediatrics, internal 
medicine, and urgent care center. 

U IVERSAL HEALTH NETWORK 
One of evada's largest healthcare 
networks. 

The Valley~ 'HealthSystem'" 

The Valley Health System is an integrated system of care committed to providing our 
growing community with convenient access to quality healthcare, while 

controlling costs through increased efficiencies . 
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Nevada's State of Managed Care 
he membership rolls of Nevada's 
various managed care plans are 

· ng up, but that alone is not 
surprising. After all , membership in 
everything from bowling leagues to the 
Siegfried & Roy Fan Club is going up in 
Nevada these days, an inevitable result of 
the state's perpetual growth in population. 
But the number of residents entering a 
managed care program is rising at a rate 
beyond that of the population swell , sug
gesting the people already here are also 
signing up for what they believe to be a 
better system of health care delivery. 

According to a study published in the 
May 18, 1994 Journal of the American 
Medical Association, the quality of care 
provided by health maintenance organiza
tions (HMOs) was better than or equal to 
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results in fee-for-service (FFS) plans on 14 
of 17 quality of care measures. The study 
found that people cared for by HMOs con
sistently received more preventive care, 
such as breast, pelvic, rectal and general 
physical examinations, than people in FFS 
plans. HMO members also received more 
health promotion counseling. 

The Growth 
of Managed Care 

In 1992, I 00 million Americans were 
enrolled in a managed care plan. By 1995, 
the figure had jumped to 150 million, 
according to the American Association of 
Health Plans. Since 1994 alone, 85,000 
more Nevadans entered some kind of 

managed care program. Nearly 250,000 of 
Nevada's 1.6 million people, a penetration 
rate of more than 17 percent, are covered 
by an HMO. Medicaid recipients push 
enrollment past the 300,000 mark, with a 
total penetration in the 19 percent range. 
Robert Horrar, executive director of 
Humana Health Care Plan of Nevada, 
predicts the rate of growth will remain at 
five percent to seven percent for the fore
seeable future . 

The social, or cultural inclination of 
1 e ada's new residents is helping to fuel 
the managed care engine as well. "When 
ne\ residents move to Nevada, they have 
an expectation of getting the kinds of 
medica] ervice they had in the state they 
came from.'' said Sara Rumann, health 
resource analyst with the Nevada State 
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Health Division. "For people from 
California, Oregon and the Rocky 
Mountain area, HMOs are part of their 
experience." To meet their expectations, 
Rumann said the total number of HMOs 
in Nevada has jumped from eight to 
twelve in the last two years. 

Proposed changes to Medicaid, mak
ing it a voluntary managed care program, 
"were responsible for the big increase in 
the number of licensed providers 
(HMOs)," Rumann continued, "but right 
now, there is a degree of uncertainty over 
Medicaid's funding and additional HMOs 
(in Nevada) are not expected." 

Human a 

As a managed care provider, a com
pany like Humana can be most accurate
ly described as an IPA (independent prac
tice association) model. "We work with 
physicians from around the state, and 
doctors who are not part of our network 
can apply and go through our credential
ing process ," Horrar said. As with most 
multi-service providers , Humana offers 

multiple managed care products , includ
ing PPO (preferred provider organiza
tion) plans and an HMO for employer 
groups of two Qr more. The company 
now has over 30,000 members and more 
than 1,000 employer groups. 

Under the IPA method, doctors don ' t 
work directly for the HMO, but are part 
of its network, a relationship benefiting 
both parties. Patients can be referred to 
the doctor via the HMO, and the HMO is 
made stronger with the addition of anoth
er physician . In the medical supermarket, 
more customers are attracted by the 
greater selection. 

Medicaid notwithstanding, commer
cial managed care, provided through 
employer groups, simplifies matters for 
the patient and the employer. "Whether 
it's an HMO or a PPO, it helps to control 
cost while providing quality health care," 
said Humana's Robert Horrar, "and we 
ensure quality with our credentialing 
process, which usually takes about two 
months." Patients can expect doctors in 
an HMO to be board certified, appropri
ately licensed, and have the requisite 
medical school education. 

Managed Care Consultants 

Within Nevada 's constellation of 
managed care options is Managed Care 
Consultants. The provider has been 
offering unique services to patients and 
employer groups such as America West 
Airlines , the Las Vegas Metropolitan 
Police Department, Harrah 's, Bank of 
America and the City of Henderson, 
since 1988. 

"We are the only independent PPO in 
the state," said Gerald Kring, executive 
vice president and co-founder, with Joe 
Lawrence, of Managed Care Consultants. 
"We contract with doctors, hospitals and 
insurance companies to provide utiliza
tion management services." Featuring 
more than 2,400 doctors and contracts 
with all Southern Nevada hospitals, flexi
bility is one of the company 's strongest · 
selling points. "Patients can go anywhere, 
any time," Kring explained. "Once a 
patient selects a primary care physician, , 
the doctor will make any needed referral 
to a specialist." Doctors not affiliated with 
Managed Care Consultants can join. 
"We're an open PPO company. A patient 
can nominate his or her doctor to become 
part of our network," Kring said. 

As managed care becomes the prima
ry way Nevada's citizens receive medical 
care, employer groups, physicians and 
insurance companies must navigate a 
growing ocean of information regarding 
claims, patient records , prescriptions, 
clinics, hospitals, laboratories and indi
vidual physicians . Managed Care 
Consultants, through its TradeTech sub
sidiary, has developed a convenient 
means to simplify the managed care 
information load. The Community Health 
Information Network (CHIN) is a com
prehensive computer hookup that allows 
a managed care provider to access neces
sary information relative to a patient or a 
claim in a matter of minutes. 

CHIN is "an electronic interface that 
is new for healthcare," Kring said; 
"Doctors, hospitals and other medical 
providers are all rushing to get online with 
Nevada's Health Information Network to 
increase efficiency, reduce overhead and 
eliminate the forest of paperwork their 
respective offices must generate." 
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As a tool to facilitate a managed care 
provider 's patient services, CHIN offers 
an essential' shortcut. An insurance com
pany, hospital , clinic, primary care physi
cian, or the employer group administrator 
can summon any needed information, 
including: authorization requests for 
referral or review; managed care provider 
listing searches; lab and diagnostic tests 
and their results ; surgery and other proce
dures ; scheduling; admission ; and dis
charge plans, all with CHIN's "paperless" 
record keeping. 

"We believe the higher the quality of 
medical care, the lower the overall cost," 
Kring stated. "When the right provider 
gives the correct diagnosis, the outcome for 
the patient, and the employer group will be 
better." Lake Mead Hospital, CoreSource, 
Desert Orthopaedic Center, the Nevada 
Cancer Center, Rainbow Medical Centers, 
Bally's Hotel & Casino, Player's Island, 
TIMET, St. Rose Dominican Hospital, and 
the Fremont Medical Centers, are a handful 
of the many implementing users tracking 
managed care data through the CHIN "vir
tual information" system. 
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Sierra Health Services, Inc. 

Health Plan of Nevada, Inc. (HPN), a 
member of Sierra Health Services Inc., is 
the biggest HMO in the state, and main
tains numerous aspects of a group model 
HMO. Many of the doctors in HPN's 
network are employees of an affiliated 
company, Southwest Medical Associates. 
Across Southern Nevada, through a net
work of a dozen Southwest Medical 
Associate clinics, round-the-clock service 
is available. Care is provided by hundreds 
of primary care physicians and other vital 
specialists in almost every medical field. 

As a cardiologist , Dr. Anthony 
Marlon, now Sierra's chairman and chief 
executive officer, had hands-on experi
ence in the delivery of medical services. 
His earl y marketing of his practice 
moved him into the area of managed care 
as a means of providing quality medical 
services to the greatest number of peo
ple. He founded HPN in 1981 , encour
aged by the Federal Health Maintenance 
Organization Act. It is now the largest 
HMO in the state with an enrollment of 

almost 150,000 and growing. 
The guiding principals behind Sierra 

are addressed by Jerry Reeves, MD, 
senior vice president of the company 's 
health care operations. "Healthcare 
should be delivered as a continuum of 
care," Reeves said. "At HPN, one master 
medical record is maintained, so that any 
doctor treating a patient can see what has 
gone on before. With managed care, the 
patient goes to a doctor who has access 
to his or her medical history. If a special
ist is required, the primary care doctor 
can help in the selection process." · 

In gross numbers, Southwest Medical 
Associates conducts 350,000 to 400,000 
patient visits a year. Reeves is responsible 
for overseeing approximately 130 staff 
physicians, including primary care doc
tors and a host of specialists. The patient , 
load per doctor varies according t? the "" 
kind of patient and a doctor's specializa
tion. "A pediatrician J!lay see 20 to 25 
patients a day," Reeves explained, "but an 
internist might only see 10 people." ' 

Serving half ofNevada;s HMO mem
bers, the company has 2,500 employees, 
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... the same way you care for your business. 

~e most important investment you can make is . 
in your good health. Take care of yourself by taking 
time to attend our free seminars and screenings 
provided as a public service. 

DIABETES FAIR- OCTOBER 26. 
For 84,000 Southern Nevadans, we're their only 

hope, but only 42,000 know it. Our Diabetes 
Treatment Center is the only nationally accredited 
diabetes center in Nevada. Diabetes symptoms 
include: blurred vision, excessive thirst, weight loss, 
and numbness in extremities. Corne join us at our 
annual event where we will feature free 
glucose fingersticks, blood pressure 
checks, and door prizes. 

the battle against breast cancer, osteoporosis, 
ovarian and uterine cancer, and other related 
women's health issues. Discounted mammograms 
will be offered during -October when patients 
register through our "Call For Health" line. 

PROSTATE SCREENING-THROUGHOUT THE 
MoNTH oF OCTOBER. 

Phone our "Call for Health" number below for 
a private appointment in your area. 

CALL FOR HEALTH 733-6875 
The only Physician Referral Service in Las Vegas 

that is staffed by local registered nurses. 
We can refer patients to physicians 

WOMEN'S HEALTH 
SEMINARS IN OCTOBER 

DESERT SPRINGS 
based on medical needs, 

insurance coverage or 

In recognition of National 
Breast Cancer Awareness 
Month, learn all that's new in 

HOSPITAL 
Concerned about you. 

2075 E. Flamingo Road, Las Vegas 

733-8800 

location. Call for all your 
medical and insurance 
questions; we'll be glad 
to help. 
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and conducts close to $500 million in 
business annually. The Mirage, Clark 
County, the State of Nevada and the 
Clark County Teachers Association are 
some of HPN's employer groups, along 
with nearly 30,000 Medicare recipients . 

As a business enterprise, Sierra is in 
an enviable position. By operating its 
own clinics and employing its own doc
tors, the company can exercise a higher 
degree of control over expenditures. A 
patient who comes to a Southwest 
Medical primary care doctor can often be 
referred to a Southwest Medical special
ist or to a company-owned medical test
ing facility. Despite this apparent built
in advantage, only about one-fourth of 
all the physicians and other providers 
whose services HPN offers ·are actual 
employees. HPN enrollees are thus given 
a mixed selection of medical practition
ers, Southwest Medical staff, or inde
pendent doctors contracted with the 
Sierra-HPN network. In addition , the 
company offers programs that allows its 
members to access service outside the 
HMO network. 

FHP Health Care 

Of all the HMOs in Nevada, only 
one, HPN, is a home-grown company. 
However, evidence of the growing 
popularity of HMO membership among 
Nevada 's residents can be seen in the 
number of out-of-state managed care 
companies entering the Silver State 
looking for business. FHP Health Care 
of California has operated in Nevada 
since 1992, and is already servicing 
350 employer groups with 55 ,000 
enrollees. 

Like other managed care companies, 
FHP's employer groups come in all shapes 
and sizes. "We include small businesses 
from two to 25 employees and big 
employers like casinos," said Kayla 
Callas, public affairs manager for FHP. 

FHP may be relatively new to 
Nevada, but it is a serious player in the 
managed care g·ame from the Midwest to 
the Pacific. Two million members in 
Arizona, California, Colorado, Illinois, 
Indiana, Kentucky, New Mexico, Ohio, 
Texas, Utah and Guam look to FHP for 

their managed care needs. 
FHP views its managed care responsi

bilities taking into account the entire pic
ture of an individual 's lifestyle as part of 
a better health regime. "We have a health 
education program that is the best in the 
state," Callas said, "with specific pro
grams in weight management, diabetes, 
cholesterol control and others." 

One of FHP's signature programs is 
the "Fit Kids Club," that "creates aware
ness and interest on the part of children, 
care-givers, teachers and school adminis
trators of the importance of good health 
and fitness ," Callas said. The club has 
received approval as part of the Clark 
County School District curriculum for 
youngsters in kindergarten through the 
fourth grade. 

The health educational outreach pro
vided by FHP is not confined to intlu- · 
encing children 's behavior. Programs 
such as Heart Saver, CPR, Fitness 
Fundamentals, Eating For the Health of • 
It, Basic Nutrition and Peace of Mind, • 
and Overcoming Stress all teach basic 
lessons on improving health . 

October 1996 • Nevada Business journal II 



And, as with all managed care 
providers, FHP's essential health care 
services are available for all its 55 ,000 
enrollees. "With our family practice doc
tors, urgent care providers, primary care 
physicians , general practitioners and 
other specialists, FHP is providing for 
all our members ' healthcare needs ," 
Callas said, "from simple check-ups to 
open heart surgery." 

In August, it was announced FHP 
was acquired by PacifiCare Health 
Systems, Inc. The combined company 
will serve nearly 4 million commercial 
and Medicare members in 15 states and 
Guam. "This is an extraordinary and 
unique opportunity," said Alan Hoops, 
PacifiCare 's president and chief execu
tive officer. 'The combination of two of 
the country 's leading managed health 
care services companies will result in 
better and more comprehensive services 
for our members, with a significant con-
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centration in the western United States. 
"With this transaction , PacifiCare 

will have a membership and revenue 
platform to set a new standard for man
aged care now and in the future," Hoops 
continued, "one that makes it easier for 
doctors to do what they do best, practice 
quality medicine." 

Selecting Managed Care 

Every week, employers face the task 
of selecting a managed care company. 
Robert Horrar of Humana explains what 
a typical enrollee should look for ; "At 
the very least , a good plan should 
include: coverage for in-patient hospital
ization, prescription drugs, emergency 
room care, labs, x-rays, diagnostic proce
dures, and any necessary physician ser
vices," Horrar said. "It should also pro
vide a quotation that offers these services 
for enrollees based on their demographic 

of age and sex." 
In a hypothetical employer group of 

100 people, Horrar calculates an average 
expenditure of $120 per month per mem
ber. Of that amount, Horrar stated, "you 
can expect the employer to pay 75 per
cent, and the worker to pay the remain
der." At a rate of $120 per month per 
employee, times 100 workers, a compa
ny would be spending in the neighbor
hood of $12,000 a month, $144,000 
annually. These figures are for worker 
coverage only, and do not include spous
es , children, or other dependents , whose 
inclusion might increase the premium 
several times. 

Managed care in Nevada is here· fO 
stay. All trends indicate that employers 
and workers want the security and conve
nience that an HMO or a PPO can offer. 
The task is to ensure-lhat quality health 
care is made available to Nevadans .who 
need it at a price they can ·afford . • • 



The news about Humana is spreading far and wide. And with good reason. After 10 years at the forefront of the 
managed care industry, Humana knows how to deliver qualiry health care plans at an affordable price. 

Humana can work with you to customize any of a broad specuum of qualiry health plans to meet your company's 
specific needs. Which means you can trust Humana to give you the plan that is just right for your company's size 
and budget. 

So call us at 341-6711. And learn how to keep your empoyees (and your company) healthy and happy. 

~umana® Health Care Plans 
GHC NV-6088 Offered by Humana Health Plan, Inc. and olfc:rtd md undcrwrin:en by Humana Heahh Insurance of Nevada, Inc. © 1996 Humana 2196 
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SPEAKING FOR NEVADA 

The State of our State~s Health care 
by Bill Raggio, Nevada Senate Majority Leader 

Many of our residents are unaware of 
the positive, progressive and advanced 
healthcare this state has to offer because 
Nevada consistently ranks as one of the 
least healthy states in the country. While 
they may not make as many headlines, 
unique partnerships have been formed and 
programs have been developed to con
stantly improve the quality and accessi
bility of healthcare for all Nevadans. 

The challenges facing us are 
well-documented. We have the most 
smoking-related deaths in the country 
(more than 30 percent of our population 
smokes) and we ' re above the national av
erage in heart disease deaths. In addition, 
Nevada leads the nation in population 
growth among residents age 65 and older. 
Even with these factors against us, there 
is a lot of good news on the Silver State's 
healthcare front. 

This year, the Nevada State Board of 
Health adopted the first-ever statewide 
strategy to improve the health of Neva
dans by developing a plan to inform and 
educate citizens on health risks and con
vincing them to take personal responsi
bility for their health. The board hopes to 
work with legislators, foundations and oth
ers to bring issues such as smoking, vio
lence and seat belt use to the forefront. 

Another well-publicized healthcare 
concern is Nevada' s teen pregnancy rate, 
which is among the highest in the nation. 
A statewide educational program is being 
developed to reduce that number. Thanks 
to a statewide public/private partnership 
called Baby Your Baby, we' ve seen im
provements in the number of low
birth-weight infants and mothers seeking 
prenatal care in the first trimester. 
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Bill Raggio 
Nevada Senate Majority Leader 

We must seek new ways to 
make healthcare more 

accessible and affordable. 

Nevada is home to many top-notch 
facilities and physicians, such as pediat
ric trauma centers, state-of-the-art surgery 
centers, bum units, neonatal intensive care 
units, fertility centers and others. In addi
tion, the University of Nevada School of 
Medicine is distinguishing itself as one of 
the better institutions in the West and some 
of our larger managed healthcare compa
nies have received national recognition 
for their community improvement pro
grams. In all, over the last decade, health-

care in Nevada has not only improved, 
it's gotten less expensive. 

Consider the case of the State Indus
trial Insurance System, which, just a few 
years ago, was facing out-of-control costs 
that threatened the budget of the entire 
Silver State. In the 1993 legislative ses
sion, we enacted a program to allow se
lect managed care companies to coordi
nate the heathcare of individuals in the 
workers compensation program. Today, 
SITS has decreased its annual medical pay
ments by approximately $75 million, a 
great deal of savings to the state. 

In the 1995 legislative session, we 
started the wheel rolling to. adopt the prin
ciples of managed care into the Medicaid 
system. In 1997, I'm sure those wheels 
will continue to tum to get the program 
up and running. With more than 100,000 
Medicaid recipients and an annual price 
tag of more than $450 million, this is 
clearly an item with top priority. 

Indeed, there are many diverse health
care challenges facing us, so we must rise 
to the occasion by continuing to find in
no,·at:i e solutions such as the .formation 
of publidprivate partnerships to study and 
addres the issues. We must meet the 
needs of our many "working poor" resi
den who earn too much to qualify for 
. fedicaid and too little to afford health 
insurance. and most importantly, we must 
comin to seek new ways to make health
care m rea cessible and affordable. 

I me of the best and brightest 
minds · the healthcare industry - physi

ged-care leaders, elected offi
au..~=utators - we have the com
res~oo.rces to tackle these problems 

·e rbe health of residents. • 



New Bill Changes the Rules of Healthcare 
by Tim DeRosa 

I
n August of this year, Congress 
approved H.R. 3103, the Kassenbaum/ 
Kennedy Health Insurance Bill and the 

President said he would sign it. The offi
cial title is "The Health Insurance Port
ability and Accountability Act of 1996." 
The bill has been written to address sever
al problems in the health insurance mar
ketplace, not the least of which is the 
inability of individuals to move from job 
to job without fear of losing coverage 
due to a pre-existing medical condition. 
The bill requires a level playing field 
between the fully insured and self-funded 
markets by applying the same rules to all 
group health plans. The ·bill's impact will 
vary slightly from state to state as its 
requirements are designed to set a mini
mum standard yet allow more stringent 
existing state laws to stay in effect. Most 
of the provisions of the bill will take effect 
July 1, 1997. 

Pre-Existing Conditions 
The pre-existing condition clauses that 

will apply under this bill will be limited to 
conditions that were treated within six 
months prior to the change in coverage and 
can only be excluded for up to 12 months 
in the new plan .. All health plans will have 
to credit any prior health coverage when 
calculating the pre-existing condition 
exclusion period as long as an employee 
did not go without coverage for more than 
63 days. In effect, this means as long as an 
employee had already had continuous 
health insurance coverage for the previous 
12 months in any plan, that no pre-existing 
clause would apply for that new employee. 
Deliberate violations of the law by 
employers will generate a tax imposed by 
the IRS of up to $100 per day per individ
ual affected. For violations that are not cor
rected before IRS notifies an employer that 
its tax liability is being examined, the 

amount of the tax is the lesser of $2,500 or 
the amount of tax otherwise imposed. 

Greater Healthcare Access 
Another significant change in the law 

will affect the small group market. 
Companies with two to 50 employees 
will be able to access group medical insur
ance on a guaranteed issue basis for their 
entire eligible population. The employers 
will still need to comply with the insurance 
carriers participation and contribution 
requirements. There are no provisions in 
the new bill restricting or controlling pric
ing on these coverages. Generally speak
ing, individual and group plans will be 
guaranteed renewable. This means that a 
carrier must renew the existing plan for all 
employers regardless of medical condi
tions or loss ratios within the group. 
Association plans will also be subjected to 
the same rules ; however, carriers will not 

And you thought we were just an HMO. 

Did? you 
knOW • ... that FHP· offers eleven 

Isn 't it interesting that FHP has grown to over 1.8 million 

members in eleven states, but there's still a perception that we're a 

regional HMO. 

different health plans 

to seventy FORTUNE 500" 

companies in eleven states? 

•.-Yditional Mcl"\-icu arc: provided b.v FHP affiliate$ and sul»idiaries. FHP, Inc. is a federally qualified H.\\0. 0 1!'3rli FHP. be. 

Seventy FORTUNE 500 companies know differently. They know 

that FHP is the health ca re company with far-reaching resources• 

that can help solve the one problem that 's most important to any 

company : managing health care costs . We're helping the big guys, 

as well as creating solutions for businesses w ith as few as one 

employee . 

Along w ith local hospi tals and doctor networks, our flexibility 

allows us to tailor plans that are just right for y ou. In Nevada, for 

example, FHP offers a wide variety of health plans that range from 

PPO to Life Insurance to Indemnity. And even an H.i\'10. 

We also offer y our employees some benefits the others don 't. 

Like our FHP Personal N urse Program that coordinates care for 

people identified as high ri sk. Or our Good Doctor ProgramM that 

uses one of the toughest sc reening processes in the country. 

If y ou 're interested in finding ou t w hat we can do for your com -

pany, call y our insurance agent or broker today, or I= l-IP" 
HEALTH CARE FHP at l-800-826-4347. Your Health Partner. For Life~ 
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JMA ARCHITECTURE 

&nee its inception in 1946, JMA has 

made significant contributions to the 

health care industry in Las Vegas. 

Today, JMA Health Care Studio's highly 

skilled professionals have the expertise, 

broad base of experience, and resources 

to plan and design any type of health 

care facility. We know health care design. 

4292 SOUTH MARYlAND PARKWAY lAS VEGAS, NEVADA 89119 (702) 731-2033 

s.vsrem 

Three Convenient locations 
• 2972 S. Rainbow Blvd. 
• 3663 E. Sunset Rd. 
• 7000 W. Spring Mountain Rd . 

Comprehensive Programs: 
• Chemical Dependency 
• Depression . 
• Bipolar Disorders 
• Marriage & Family Issues 
• Anger/Impulse Control 
• Women's Groups 
• Compulsive Gambling 
• Counseling Services in Spanish 

Levels of Care That Fit Your Needs: 
•Individual & Group Outpatient Counseling 
• Intensive Outpatient Treatment 
• In Patient & Acute Care 

Treatment for all ages: 
• Adults 
• Adolescents 
• Children (at our new Sunset Counseling Center) 

~"* Charter Behavioral Health System 
~·~ Of Nevada, Inc. 

7000 W. Spring Mountain Rd. • las Vegas, NV 89117 
Call 24 Hours 876·4357(HELP) 
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be required to guarantee issue of an asso
ciation plan to small employers who are 
not association members . 

Medical Savings Accounts 
Medical savings accounts (MSAs) will 

be made available on a limited basis 
through the year 2000. Employees of 
small companies and self-employed peo
ple will be able to establish these accounts. 
This will allow tax deductible contribu
tions to be made to an MSA to pay for 
medical expenses, limited to 65 percent of 
the annual deductible for individuals' with 
high deductible health plans, and 75 per
cent of the deductible for family coverage. 
People eligible for MSA tax deductions 
are those who are either covered under 
high deductible health plans or generally 
not covered by another health plan that , 
covers benefits offered in the . high 
deductible plans, and are covered by an 
employer-sponsored high deductible plan, 
or by a catastrophic plan maintained by the 
individuals. High deductible health insur
ance plans may have annual' deductibles of 
$1,500 to $2,250 for individual coverage 
and from $3,000 to $4,500 for family cov
erage. Annual out of pocket costs exclud
ing premiums may not exceed $3,000 for 
self-only coverage and $5,500 for family 
coverage. An MSA and the interest 
accrued are exempt from taxes, but MSA 
withdrawals not used exclusively formed
ical expenses will be included in the 
account-holder's gross income and be sub
ject to an additional 15 percent tax unless 
the account-holder becomes disabled, eli
gible for Medicare, or dies. 

Tax Breaks 
Self -employed individuals will get an 

increase in the tax deductibility of the 
health plan premiums they pay from the 
current 30 percent to 80 percent by the 
year 2006. Long-term care insurance pre
miums will also be made tax deductible. 
There are many more details and specif
ic restri tions included within this bill 
and profes-sional guidance should be 
sought prior to any action. • 

Tim DeRosa is founder and president 
of DeRosa and Associates and has 
over 1- years of experience in the 
insurance industry . 



THIS AD ISN'T ABOUT WHAT WE PRODUCE, 
IT'S ABOUT WHAT WE PRESERVE. 

This is steel country. Kingman, Arizona. But you'd never know it by looking at the countryside, since there aren't any towering smoke
stacks spewing tons of soot into the air. What you will find is drastically reduced air emissions, energy consumption and water use -and 
no mining waste. That's because North Star Steel uses clean-running electric-arc furnaces instead of coal-fired blast furnaces. These 
furnaces recycle scrap steel using the latest testing and monitoring techniques to conserve natural resources while delivering quality 
new steel-cost effectively and on time. At North Star Steel, we changed the way steel is made, so the environment can stay the same. 

NORTH STAR STEEL 
REDE FI I T E STEEL BUSINESS . 
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EXECUTIVE PROFILE 

Dr. Tony Ram - Pioneer of Cosmetic Surgery 
by Kathleen Foley 

Plastic surgeon Dr. V. A. "Tony" Ram 
of Las Vegas has been a physician and 
surgeon for many years, but is still lead
ing the way in learning about the latest 
developments in his field. A veteran of 
18 years of laser surgery, treating birth
marks, cancerous growths and other skin 
disorders , Ram introduced Nevada resi
dents to a new, safer procedure in 1995 
that rejuvenates facial skin without the 
disadvantages of dermabrasion or chemi
cal peels."Aesthetic skin resurfacing" can 
be used to treat specific problem areas or 
to refresh the entire face, smoothing away 
scars, wrinkles and lines, and removing 
the top layers of skin to reveal a new, 
healthy surface below. 

People have searched for centuries for 
ways to reverse the visible effects of ag
ing and exposure to sunlight. Fifty years 
ago, the only available skin rejuvenation 
procedure was derma-brasion , which 
sanded the skin to make it smoother. In 
the mid-1980s , deep chemical peeling 
became a second option. According to 
Ram, these alternatives involve a risk of 
bleeding, scarring and permanently light
ening the skin, and they are often inca
pable of removing deep lines and wrinkles 
around the mouth, forehead and chin. 

The carbon dioxide laser was devel
oped in the 1960s to vaporize different 
types of skin growths . It had the advan
tage of being able to seal blood vessels, 
lymphatic vessels and small nerve end
ings , resulting in less pain and bleeding 
than conventional procedures. Early car
bon dioxide C02 lasers , however, gener
ated a great deal of heat in the skin re
sulting in damage to surrounding tissues. 
The Coherent UltraPulse and TruePulse 
C02 lasers were recently developed to 
remove the top layer of skin at precisely 
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C02 laser surgery is an 

artistic effort, and has been 

variously compared to 

"sculpting away" the lines 

and wrinkles, or to using the 

laser as a "paintbrush." 

the correct depth, allowing controlled, 
effective facial resurfacing . The 
UltraPulse and TruePulse equipment in 
use at Ram ' s office are the same types 
used at the famed Mayo Clinic. Ram ex
plains that the UltraPul se laser contacts 
the skin at about 3,000 degrees Celsius 
but, because the beam is computer
driven , contact only lasts about two one
thousandths of a second, not long enough 
to cause heat buildup. 

C02 laser surgery is an artistic effort, 
and has been variously compared to 
"sculpting away" the lines and wrinkle 
or to using the laser as a "paintbrush." 
Ram states a face lift can be performed 
as a follow-up procedure if there is a 
great deal of excess or sagging skin 
present. However, he reports most pa
tients are so happy with the results of the 
resurfacing that they require no further 
cosmetic surgery. Ram estimates the ben
eficial results of the new procedure will 
last longer than either dermabrasion , 
which usually lasts about six or seven 
years, or the chemical peel , which lasts 

only two years . I 
Ram began his medical career as an 

ear, nose and throat specialist, and is 
board certified in otolaryngology. He 
went on to develop an interest in plastic 
and reconstructive surgery, and became 
board certified in plastic surgery as well. 
His practice now includes a wide range 
of cosmetic surgery procedures: liposuc
tion , eyelid and nose surgeries, "turr{ITLy 
tucks" and breast implants, as well as 
facial rejuvenation. Ram' s East Flamingo 
office houses two operating rooms, in
cluding recovery rooms, and he also per
forms surgery at the Shearing Eye Insti
tute and Laser Surgery Center on the 
west side of town. 

Frequent educational seminars are con
ducted during evening hours to inform 
prospective patients about the procedure, 
its risks and benefits . Ram advises any
one considering C02 laser surgery to ask 
his or her doctor how many procedures 
the doctor has performed and how many 
years of experience he or she has had 
with laser surgery. 

Ram is a member of the Board of Plas
tic and Reconstructive Surgery as well as 
the American Society of Laser Medicine 
and Surgery. He has been assistant clini-
al professor of plastic surgery at Uni

versity Medical Center in Las Vegas since 
19 - . He held a similar position for II 
years at University Hospital in Madison, 
Wt . He is a member of the American 
Sociery of Plastic and Reconstructive Sur
gery. a fellow of the American College 
of Surgeon , past president of the Las 
\·e.:: Plasti Surgery Society, a fellow 
of lhe .-\merican Society of Laser Medi-
ine urgery, and a fellow of the 

Arne ·~an Society of Lipoplasty. He 
on at UMC, Columbia Sunrise 

Ho i ·a1Jey Hospital and Desert 
Sprin_ ':.:" _ ital. • 



SAINT MAR Y' S HEALTH NETWORK 

We do. 

Saint ~·lmy·s has been the leader in 
quality for almost a cenruty. And today Saint 
~lary's is a full continuum of doctors, 
hospitals and health plans. IYorking together 
for your good health. 

+ Saint ~lary·s is more than 6oo well-known 
and respected physicians. including the 
High ierra .\ ledical Group 

+ Saint :VIary's is Healthfirst and Preferred 
HealthCare. bringing affordable high-quality 
health plans to employers of all sizes 

Saint .'vlaf),..S is d1e Saint Maf),..S Foundation. 
supporting all of Saint Mary·s high quality 
health services and outreach programs, 
including d1e Heald1 Promotion Center. 
neighborhood clinics and Take-Care-A-Van 

aim ~lal)''s is d1e Regional Medical 
Center. as \\·ell as many other sen·ices out
side d1e Hospital. including The Center for 
Outpatient Surgery. Home Care and 
Hospice and Saint :VIal)'·s Sih"er Connection 

As health care continues to change. tum to 
d1e experrs in caring. Imagine a better heald1 
care system. We did. 

<"'Saint Mary's 
Doctors. Hospitals. Health plans. 
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INSIDE POLITICS 

~1••'1 erinarian who upset Jim Bilbray in 1994. 
First off, Coffin wasn ' t the unanimous 

choice among party regulars . Big names 
like Mayor Jan Jones, Bilbray and others 
decided to sit this one out, and who could 
blame them? Ensign, due mainly to his 
powerful seat on the VVays and Means 
Committee, has amassed a million-dol
lar campaign war chest. He has the sup
port of top gaming interests and is a very 
competent public speaker. 

by Michael Sullivan 

The year 1996 may well be known in 
political history as "Episode 2: The 
Democrats Strike Back." 

After suffering crushing defeats in 
1994 - including the loss of Congress
man Jim Bilbray and the majority in the 
Nevada State Assembly - most polls 
show the Democrats poised to take back 
several seats, and within striking distance 
on several others. 

VVhy the sudden resurgence? As in 
1994, politics in our nation ' s-capitol has 
much to do with it. The Republicans 
much-ballyhooed " Contract with 
America" hasn ' t lived up to voters' ex
pectations, and the many failures of 
Congress - allowing the government to 
be shutdown and proposed cuts in Medi
care and Medicaid - have been laid 
squarely at the feet of the Republican 
leadership. As they did with the Demo
crats in ' 84, many people blame Repub
licans for not getting the job done. 

The presidential race has also been a 
problem for the G.O.P. leadership. VVhile 
Bill Clinton's presidency hasn't received 
rave reviews from many Nevadans, Bob 
Dole has failed to inspire enthusiasm 
among voters. And when the top of the 
ticket doesn't have momentum, races fur
ther down the ticket suffer. 

One of the only factors that could spoil 
the Democrats' celebration in 1996 is 
that dreaded political disease, voter apa
thy. If Democratic voters view the presi
dential race as a lock, they may decide to 
stay home and wash the dog rather than 
visiting a nearby polling place on No
vember 5th. 

The following is a comprehensive look 
at some of the more important - and 
close races on the ballot for 1996: 

Congressional District 1 - Republican 
John Ensign v. Democrat Bob Coffin 

Not many pundits gave State Senator 
Bob Coffin a chance against Rep. John 
Ensign, the bright, energetic former vet-

But Coffin , undaunted , took the 
plunge_ VVithin weeks of the general elec
tion , a poll conducted by the Las Vegas 
Review-Journal finds the two candidates 
in a dead-heat. 

Congressional District 2 -
Republican Jim Gibbons v. 
Democrat Spike Wilson 

Like Nevada's other congressional 
race, the contest for Rep. Barbara 
Vucanovich ' s vacant seat looks like 
it will go down to the wire. Gibbons 
has been the favorite throughout, but 
recent polls have shown his lead shrink 
to as little as three percentage points. 
Bolstered by these numbers, VVilson, 
whose campaign had been stagnant in 
late September, has picked up steam for 
the home stretch'. 

Congressional District 2 encompasses 
every area of Nevada except urban Las 
Vegas and Henderson. 

NEVADA STATE SENATE 
Several senate races will be hotly con

tested this season. The Republicans out
number the Democrats 13 to 8 in this 
body, and most experts believe it will be 
impossible for the minority to make up 
the difference this year. But some sig
nificant challenges in several races in 
1996 will take place: 

State Senate District 3 
The incumbent senator, Republican 

Sue Lowden, will have her hands full 
during this election. The Democrats have 
recruited an intelligent and well-spoken 
candidate in Valerie VViener, an author 
and media-training expert. As if that 
wasn't enough, the district has a Demo
cratic voter majority and the Culinary 

Union has cranked up the heat on 
Lowden, who they see as anti-union. 
They have organized several walks for 
VViener and will energize her get-out
the-vote effort. 

State Senate District 5 
Democrat Steve Sisolak wasn ' t suc

cessful in his first run for this seat against 
Sen_ Bill O' Donnell. But he has another 
chance against Sen . Ann O' Connell. 
Sisolak wasn ' t at first excited about run
ning again in a district where Republi
cans outnumber Democrats by more than 
4,000 votes. But polls taken just before 
the close of filing showed he could beat 
O'Connell, and he made the jump just 
before the deadline. 

Nevada State Assembly 
The Assembly was divided evenly, 21 

to 21 in 1995. Despite fears of major 
gridlock, both sides worked together quite 
well and a oided major confrontations. 
But neither side would like a repeat of 
that session, and are trying hard to un
seat incumbents and regain seats lost in 
the 1994 election. 

At the outset, the Republicans would 
seem to have the most work ahead of 
them. A few of their incumbents, includ
ing Thomas Batten, Jan Monaghan and 
Dennis Allard, decided not to run for 
reelection. Couple this with the fact that 
several of the current incumbents won 
their '94 races in largely Democratic dis
tricts, and it shows that G.O.P. leader
ship has an uphill battle in 1996. 

In District I, former Assemblyman 
Tom Collins appears to have the upper 
hand against his eventual Republican op
ponent (as of press time, the Assembly 1 
race on the Republican side had not been 
decided, with Jeff Knight and Anne 
DiMartini still facing special elections due 
to voting errors). Gene Segerblom is run
ning strong in Assembly 22 against 
former Boulder City Mayor Iris Bletch, 
but the district is considered strongly 
conservative giving Bletch an edge. 

Democratic Governor Bob Miller has 
made it a goal to take back at least one 
house for his last two years in leader
ship. And with a 70 percent to 75 per-

October 1996 • Nevada Business journal 21 



Don't let 
infertility 
problems 
rattle you. 

You're trying to have a baby, but it just 
isn't happening. And, as a result, you may 
be experiencing anxiety, frustration and 
stress. 

So, set up an appointment with Dr. Bruce 
Shapiro, the only subspecialty board 
certified infertility physician in Las Vegas. 
He can help you become a parent. 

DR. BRUCE SHAPIRO, M.D., FACOG 
The Fertility Center of Las Vegas provides 

a comprehensive, progressive program to 
diagnose and treat both female and male
factor infertility. 

Before you let go of your dream, 
call us. 

(702) 369-1 777 
1810 E. Sahara Avenue, Suite 2 

Las Vegas, NV 89104 f 
FERTILITY 
CENTER 
of Las Vegas 

Fe·el Fall'& Chill 
Coming On? 

·rry burning a "bew ealorie6. 
FaiL It 's an easy time of year to enjoy, but with all those 
football games on TY, it's a hard t ime to stay in shape. 
Exercise Equipment of Nevada has the perfect way to 
tune up while you tune in, at home. 

With Diamondback's new 1000 Series recumbent and 
upright bikes, you'll be able to buil d stamina and burn fat 
easily and comfortably. The Diamondback 1 OOOES elec
tronic stepper offers the fluid performance of much more 
expensive machines. Its biomechanical design lets you 
train longer, minimizing the burning sensation that often 
occurs with less advanced machines. 

And, at Exercise Equipment of Nevada, 90-days 
same as cash financing plus free delivery and set-up are 
available. Turn up the heat on Fall calories. 

Come in today! 

Exercise Equipment of Nevada 
Nevada 's Largest Exercise Equipment Dealer 

4750 W. Sahara Ave. , Ste. 3, at Sahara Pavilion Shopping Center. Las Vegas 

258-4484 
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cent approval rating in most districts, he 
will be omnipresent this election year. 

County Commission 
Four seats are up for grabs, but two 

contests are all but decided. Incumbents 
Bruce Woodbury and Yvonne Atkinson 
Gates drew minimal competition, and 
have raised six-figure war chests; the 
other two districts are far from decided. 

District C 
Incumbent Paul Christensen is squar

ing off against newcomer Lance Malone, 
a Metro police officer. Christensen faced 
a bloody primary battle against Brooks 
Compton, but he won handily . Malone 
had only minimal primary competition. ' 

At first , it seemed as thou·gh 
Christensen, who is on target to raise 
more than $750,000, would have a fund
raising edge going into the general elec
tion. But Malone has benefited from ·at 
least one casino owner, the Sands ' 
Sheldon Adelson, who has given surrep
titiously to his campaign through theRe
publican Party. The young policeman 
has six figures in his war chest to get his 
message out against Christensen. This 
year, yet another race that won't be 
decided until the last vote is counted. 

District B 
The most recent polls show Mary 

Kincaid with a comfortable lead over 
former Municipal Court Judge Gary 
Davis . The North Las Vegas council
woman has a strong work ethic and won ' t 
stop her relentless grass-roots effort. But 
Davis is no stranger to hard work, and 
will put out more road signs than all 
candidates combined. 

Davis has also been working to have 
the Supreme Court overturn his ouster as 
a judge, and some observers believe he 
could succeed. If he does, then it could 
burt Kincaid's ability to attack him on 
that is ue. 

Ob,iously. the mood of the public will 
be the deciding factor in many of these 
races. but the way things look now, the 
Democrats may have cause to celebrate 
in · 0\·ember. • 



s r z 
fiCf SPACf 

CCfSS - Located at the new Galleria at Sunset mall in Henderson, 

WestPark Plaza Galleria, provides tenants with great visibility and 

easy access from the freeway, Sunset Road and Stephanie Street. 

fSTHHICS -The project's modern design includes the extensive 

use of marble and glass, lush landscaping, dynamic entryway and 

unique architecture. 

MfNITifS -A generous tenant improvement package, abundant 

parking and high-tech security are just a few of the many features 

of WestPark Plaza Galleria. 

A Serving the West Valley: 
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October 1996 • Nevada Business Journal 23 . 



The 1996 Las Vegas Perspective provides the answers. The 80-page four-color 

book, hot off the press, provides a complete profile of Southern evada. 

Presented in an easy-to-read format, the facts and figures published in 

the Perspective were compiled from a community-wide survey 

conducted by the University of Nevada, Las Vegas. 

CHAPTERS IN THE BOOK INCLUDE: 

DIMOGRAPHICS 

LlfiSTYL£ • RITAIL 

BUSINISS & INDUSTRY 

RIAL £STAT£ · TOURISM 
A COMPANION VIDEO IS ALSO AVAILABLE. 

BOOK: 

Quantities are limited, so pick up your copy today 

at the following locations, or call Nevada Devel-

opment Authority for mail order information: 

191-0000 
LAS VfGAS CHAMBfR Of COMMfRCf 

711 East Desert Inn Road 

HfVADA DfVHOPMfHT AUTHORITY 
3773 Howard Hughes Pkwy, Suite 140 South 

LAS VfGAS RfVIfW-JOURHAL 
Cashier's Office • 111 West Bonanza Road 
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LIFESTYLES 

Reviewed by 
David Hofstede 

Furnace Creek Inn 
and Ranch Resort 
I Fumfice Creek Blvd. , 
Death Valley, Calif. ; (619) 786-2307 

Okay, maybe it doesn ' t seem right to 
inaugurate a column about cool stuff 
with a trip to Death Valley, where it's 131 
degrees in the shade during summer. But 
the Furnace Creek Inn and Ranch Resort 
is a popular oasis amidst miles of rugged, 
colorful desert. Millions of years ago, the 
entire area was part of the Pacific Ocean. 
Today, the only reminders of this ancient 
era are the water hazards that come into 
play on ten of the 18 holes at the lowest 
(2 14 feet below sea level) golf course in 
the world . Palm and Athel trees , import
ed from the Middle East in the 1920s, 
line the fairways and accentuate the 
breathtaking views of the surrounding 
desert, now a part of Death Valley 
National Park. After golf, relax in the 
natural thermal spring water pool , or 
head for the lighted tennis courts. Best of 
all , after the two-hour drive from Las 

where you have to sell your car to 
greens fees , you can play a round 

lf for 40 bucks. And that's cool! 

og City Diner 
:~ - Hughes Center Dr., 
-25 egas; 737-0200 

Opened in San Francisco in 1985, and 
Las Vegas ten years later, the Fog City 
er gained a national reputation by not 
- g American Express . But if the tele-
-on commercial for Visa brought cus-

in, it was the menu created by 
utive chef Cindy Poulson that 
aht them back. The "diner" designa-

Fog City Diner 

tion suggest informality; but inside, the 
mix of mahogany wood, chrome and 
onyx seem more suited to a gourmet 
restaurant. So which is it? "Both," said 
general manager · Brian Harms. "People 
in shorts and t-shirts can come in for a 

"People in shorts and t-shirts 

can come in for a beer and a 

burger and, in the next booth, 

people in three-piece suits can 

dine on oysters on the half-shell 

and champagne. " 

beer and a burger and , in the next booth, 
people in three-piece suits can dine on 
oysters on the half-shell and cham
pagne." At Fog City Diner, the chili dog 
and the grilled chicken Muffaletta exist 
side by side in harmony. Dessert choices 
range from banana splits and black cows 
to a lemon and vanilla bean creme brulee. 
The influence of i.be City by the Bay has 
not been forgotten; the orth Beach 
spaghetti is a po ar choice, and any 

dish on the menu can be ordered with 
Rice-a-Roni , the San Francisco treat. 

Lex us LX -450 
Fletcher Jones Lexus , 3130 So. Rancho, 
Las Vegas; (702) 364-2727 

Sport-utility vehicles are the fastest 
growing segment of the automobile 
industry. Lexu- erea -
the LX-450, introduced last year. The 
body design is based on the Toyota Land 
Cruiser, but a longer roster of standards 
and accents of Lexus luxury inside and 
out justify the $48,450 list price on a 
I 997 model. There 's a 30 percent softer 
spring rate in the suspension, to ease the 
ride on those off-road excursions , and a 
living room-comfortable cabin featuring 
high-grade leather seats, wood interior 
trim, and a sound system with a bass sub
woofer and six-disc CD changer in the 
console. "The demand for the LX-450 
has been extremely high ," said Ron 
Giger, sales manager at Fletcher Jones 
Lexus. "Dealers across the country have 
reported a tremendous response. We 've 
been sold out for months at a time." • 
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A Modern·Da 
Gold Mining oom 
by Sandy Miller 

Christening of Barrick 
Goldstrike 's Meikle Mine 

I n the mid-1980s , miners found a way 
to retrieve the microscopic gold that 

filled Eureka County 's Carlin Trend. The 
result was a modern-day gold rush which 
has made Nevada the fourth-leading gold 
producer in the world. 

The grand opening Sept. 21 of Barrick 
Goldstrike's new Meikle Mine, a $180 
million operation located in Elko County, 
ushered in a new era in Nevada gold min
ing. Barrick 's newest baby is expected to 
produce more than 400,000 ounces of 
gold a year, making it the largest under
ground producer in the United States. 

Plenty of pomp and circumstance pre
ceded Meikle's christening, including 
visits to the mine by former President 
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George Bush and former Canadian Prime 
Minister Brian Mulroney, who both sit on 
Barrick Goldstrike 's advisory board. 

Meikle is located in the heart of the 
Carlin Trend, a region of northeastern 
Nevada that contains some of the richest 
gold deposits in the world with reserves 
of 6.6 million ounces. Because the gold 
deposits begin more than 800 feet beneath 
the surface and extend to approximately 
I ,900 feet, Barrick chose to mine the ore 
body through an underground complex 
centered around an 18-foot diameter pro
duction shaft. Miners will excavate stopes 
throughout the well-defined ore body, 
refilling areas of rock once the ore has 
been removed to maintain the area's 
structural integrity. 

The new underground mine boasts 
some of the most modern technology, 

according to Meikle Mine Manager, Rod 
Pye. The mine is equipped with an $18 
million cooling system that pumps 40-
degree air throughout the mine at 600,000 
cubic feet per minute to help cool the 
underground temperature which can 
sometimes reach 140 degrees . The auto
mated loading pockets and hoist system 
will allow Meikle to produce 2,000 tons 
of ore per day. 

Barrick has recruited a skilled work 
force of more than 200 people to run the 
area's first underground shaft mining 
operation and Elko County will benefit 
significantly from tax revenues generated 
by the new operation. 

Gold Mining 
and the Nevada Economy 

N evada's mineral-rich landscape has 
made mining the state's second 

largest industry, generating almost $140 
million in tax revenues each year. 

Nevada produces about 64 percent of 
the gold in the United States and about 9 
percent of the gold in the world. 
According to the Nevada Mining 



'\5 ociation, more than half (53 percent) 
:>f evada's gold is produced in Elko and 
Eureka Counties. 

Nevada's thriving mining industry has 
made significant contributions to the 
;tate's continuing economic growth. Total 
;tate and local taxes paid by the industry 
mcreased nearly 25 percent in 1995, from 
-113 million to $138 .1 million. 

Another precious resource produced 
by Nevada's mines is employment -
60,000 jobs, to be exact. All told, the 
mi ning industry contributed a total of 
about $1.75 billion to Nevadans ' person
al incomes in 1995. Nevada mines direct
ly employ more than 13 ,700 people who 
ogether earned nearly $600 million in 
--· last year. The average annual salary 
- about $46,280, according to Barrick 

trike. 
_ t:ineral production also provides hun
- of temporary construction jobs, for 

· h mining and exploration companies 
-~expected to spend nearly $148 million 

-:ear. New employment is also gener-
b companies supplying goods and 

i ces to mining operations. "The indus
been profitable to tire and fuel 

dealerships, consultants, contractors and 
equipment suppliers throughout Nevada," 
said Russell Fields, an administrator with 
the Nevada Department of Minerals. 

"Mining is our second largest industry 
behind gaming and tourism," Fields said. 
"Mines pay a significant amount in state 
and local taxes . Many of the companies 
have also participated in community pro
jects to help with infrastructure, such as 
schools and housing. They want to make 
their communities a better place for 
employees and they want to be good cor
porate citizens." 

There are close to 40 major precious 
metal mines operating in Nevada. The 
state's estimated gold deposits approach 
132 million ounces - about 60 percent of 
total known U.S. gold resources. There 
are a number of gold mines in northeast
em Nevada but the t\ o major players are 
Barrick Goldstrike and ewmont Gold 
Compan . Barri k Gold trike produced 
about 2 million ounces of gold and 
63 ,000 oun e of silver in 1995 and has 
approximarely _ ... million ounces of gold 
reserve , ording to a report entitled 
Major .\fines in. ·el·ada 199 -. ewmont 

Gold Company produced 1.63 million 
ounces of gold and 188,000 ounces of sil
ver in 1995 and has 20.8 million ounces 
in gold reserves. 

Newmont has four operating under
ground mines- Carlin East, Carlin Main, 
Deepstar and Rain. In addition to 
Barrick's new Meikle Mine, the company 
also operates the Betze-Post open pit 
mine, a mill and autoclave facility. 

According to a report published last 
year by the Nevada Mining Association. 
6.76 million ounce: of gold wonh - - · 
billion were produced in e ada and 
sold at an average price of $384.18 per 
ounce. Mining companies posse·ss nearly 
132 million ounces in gold reserves 
which is sufficient to produce between 6 
million and 7 million ounces per year for 
the next 20 years. 

The United States is the world's sec
ond largest gold producer which trans
lates into American jobs, investment and 
tax revenues. Since the 1980s, the domes
tic gold mining industry has created more 
than 80,000 high-paying jobs and billions 
in new revenues for the U.S. treasury, 
state and local governments. It 's also 
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Nevada Mining Industry Fact Sheet 

Gold Production: 6.76 mil lion ounces produced in 1995 
64 percent of U.S. gold production 
Nine percent of world gold production 
Nevada is the world's fourth leading 
gold producer 

Gold Deposits: Demonstrated and inferred deposits 
total 132 mill ion ounces 
(approximately 60 percent of total 
known U.S. gold reserves) 

Operations: 38 plus major precious metals mines 
currently operating 

Economic Impact: Direct Employment . ... ... 13,190 jobs 
Total Direct Payroll .. $620,295,100 
Average Salary ........ . $46,280 /year 
Total Employment ........ 60,800 jobs 
Total Nevada Taxes .. $141 ,205,000 

poured billions of dollars into capital 
equipment purchases from manufacturers 
in more than 40 states. 

The Mining Boom 

T he current mining boom is a result of 
technology that makes gold retrieval 

less costly, and a stabilization in the price 
of gold. During his second administration, 
Franklin D. Roosevelt fixed the price of 
gold at $35 an ounce. In 1976, the U.S. 
government relinquished control of gold 
prices which triggered a dramatic increase. 
By 1980, gold had reached its all-time hign 
- $875 an ounce. Since then, the price for 
an ounce of gold has settled into a range 
between $300 and $500 - high enough to 
produce a sustained boom. 

The new technology revolves around 
cyanide. Before, gold ore was ground 
into a fine powder and milled in an 
expensive process that required high 
concentrations of gold to -~ake it prof
itable. The new process is called heap 
leaching, in which low-grade ores are ' 
piled anc! sprayed with a solution o( 
cyanide. When the liquid trickles out of 
the pile, it carries gold with it. The 



process is cheap and it allows production 
from ore bodies once considered too 
meager to mine or even locate. The 
cyanide trickles through the ore, combin
ing with the gold, and sinks to the bottom 
of the heap. It safely drains into a collec
tion pond, where the cyanide is pumped 
out, and the gold is separated. The 
cyanide is then recycled. 

Mining and 
the Environment 

E nvironmentalists are concerned not 
only with the damage to the land, 

but also with more hidden dangers . 
Chemicals used in mining can leach into 
the groundwater and poison trout 
streams. As mines dig deeper into the 
ground, they siphon off much-needed 
water from nearby aquifers. Mines have 
also jeopardized a mule deer migration 
corridor in the Carlin Trend. 

But modern-day miners strive to act 
in an environmentally responsible man
ner, according to the The Gold Institute, a 
worldwide association of suppliers of 
gold and gold products. Today's mining 
companies go out of their way to protect 
wildlife, reclaim mined land and employ 
new technologies to make operations 
environmentally safe. 

The gold industry of the '90s is sub
ject to a broad range of state and federal 
laws and regulations regarding mine 
operations. Mining companies must file 
detailed reclamation plans which must be 
approved by the government before min
ing even begins. Many mining companies 
also participate voluntarily to make min
ing more environmentally sound. 

Newmont Gold Company is reclaim
ing or improving more than 40,000 acres 
of upland and 1,983 acres of riparian 
habitat in Northern Nevada to demon
strate that mining, ranching, recreation 
~ natural resource preservation can 

imultaneously. Water development, 
_ :!Zing management, creek bank stabi

- ·on and fencing will create 62 miles 
- - arian habitat along the Maggie, 

der and Susie Creek Basins, 
ont has made commitments to this 
t into the next century. 

_-ewmont has also reseeded many 
of wildfire-damaged rangeland to 

FHP .LIFE HAS THE ANSWER TO YOUR D~EAMS. 

G roup Term Life/ AD&D .. coverage at 
beffer than competitive rates. 

For groups of 10 or more employees which meet 
FHP Life Insurance Company's underwriting guidelines, we are now 
offering the following program: 
• FHP Life will beat any bona fide competitive quote or in-force plan 

design by 1 0%. 
• FHP Life wi ll guarantee that rate for 3 years . 
• FHP Life will simplify the en rollment process. 

For more information please call your 
FHP Sales Representative, 
your insurance broker, 
or call FHP Life directly at: 

(800) 347-4225 

Life Insurance 
Company 

A.M. Best Rated A- (Excellent) 

I 004 OS (5/ 96) 

LEARN PRACTICAL SELF DEFENSE 
WE HAVE A PROGRA~l TAILORED JUST FOR YOU! 

Take our Executive Course and learn how to handle 
26 potentially dangerous situations 

Confidence Development • Stress Relief • Healing Therapy 
Individually Tailored Pmgmms • Private Lessons 

MEN•WOMEN•CHILDREN 
A Academy of Kenpo Karate 

3025 E. Desert Inn Rd. • Ste 7 • Las \'egas, NV 89121 • 733-7788 
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CUSTOMER SERVICE 
It's our specialty. 

magine an entire team of professionals dedicated to one task: helping your 
ess reach its goals. At Sun State Bank, we put our customers first to ensure 

10 Customer Satisfaction. Come to Sun State Bank for fast , efficient and 
personal service. Locally owned and operated, we ·re Sun State Bank, your 
neighborhood community bank. 

• 1 00% Equipment Financing 
• Courier Service 
~ Commercial Loans 
~ International Letters of Credit 
~ SBA Lending 
+ Payroll Services 

Sun 
State 

Bank 
702·364·2440 

· Headquarters/Main Office 
4240 W. Flamingo Road 

Las Vegas, NV 891 03 

Reno Regional Center 
580 East Plumb Lone 

Reno, Nevada 89502 

@ Member 
~= F.D.I.C. Serving Nevada Businesses Since 1982 

G 
Western Technologies Inc. 

The Quality People 
Since 1955 

ENGI NEERING , CONSU LTING & TEST IN G OF 
ENVIRONMENTAL, GEOTECHNICAL & CONSTRUCTION MATERIALS 

TE L 702-798-8050 
FAX 702-798-7664 

36 11 W. TOMPKINS AVE . R.G. STONE JR., P.E. 
LAS VEGAS NV 89 103 DIRECTOR 
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re-establish its use as a grazing area for 
mule deer. The company has also taken 
other land and seeded it with native grass
es and shrubs. The TS Ranch, acquired in 
1982, sits on nearly half of the 685 square 
miles of land owned by Newmont along 
the Carlin Trend. In 1994, the ranch 
exported 8,000 tons of hay to California 
and Japan and maintained a herd of7,000 
head of cattle, selling 1.5 million pounds 
of beef. 

Barrick Goldstrike claims that envi
ronmental protection has been an inte
gral part of the company's development 
since its beginning. The compan y prac
tices land reclamati on programs concur
rent with mining operations. Barrick has 
programs to re-establi sh permanent 
ground cover by contouring land , rep la~ 

ing top soil , adding nutrients and fertil ~ 
izer and replanting seeds to restor~ the 
nati ve flora. 

The company said it is committed to 
restoring ecosystems to a condition that 
equals or surpasses that which exi~ted 
pri or to development. The company 
works closely with the Nevada Division 
of Environmental Protection and the 
Nevada Division of Wildlife to ensure 
wildlife is protected during mining. 
Barrick has sponsored a project to 
enhance habitat for deer and other 
wildlife and is also working to restore the 
degraded banks of the Mary 's Ri ver to 
make it habitable for the threatened 
Lahontan Cutthroat trout. 

Mining Laws 
and Regulations -
The Future of Mining 

Under an 1872 law, miners had free 
rein to dig up the West to feed their 

hunger for precious minerals. Now, 
Congress is considering overhauling the 
law. Many believe that 19th century laws 
shouldn ' t be setting policies for 21st cen
tury miners. 

The General Mining Law of 1872 set 
mini ng rights above all others, allowing 
miners to take hard rock minerals like 
gold from federal lands without paying 
royalties, and permitting them to patent 

u ) public lands for as little as $2.50 an 
a re after which the mining companies 
ould ell or lease their holdings. 



Last year, Congress approved mining 
law reform legislation that included 
imposing a 5 percent royalty and other 
fees on hardrock minerals. It also 
required mining companies to pay fair 
market value for public lands used for 
mining. But the legislation was vetoed by 
the President. The reforms envisioned by 
this Administration are much more dras
tic. The main points of contention 
regarding mining reform are a produc
tion royalty based on net profits, paying 
fair market value for the surface of 
patented claims, small operator exemp
tions, valid existing rights and claim 
rental fees . Many believe the U.S . 
Department of the Interior is intentional
] stalling the processing of mmmg 

its and Environmental Impact 
- -ements (EISs). According to the 
- -onal Mining Association, 50 mining 

have been delayed for over a year 
~o EISs are inching along, contribut

-, o the $30 million mining companies 
- e already lost because of delays. 

These delays in the approval of pend
~ .,old mine permits threaten the long

Yiability of the U.S. gold industry, 
di ng to a study released by Michael 

Evans, professor of economics at the 
Kellogg School of Management at 
Northwestern University. The time-con
suming permitting process - usually 
averaging four to five years - forces 
companies to reduce investment in 
exploration and mine development in the 
U.S. and encourages overseas activity, 
according to the study. 

The study showed that last year, gold 
employment had fallen 18 percent from 
its peak and because of the long lags 
involved in gold mining exploration, the 
declines are just a tip of the iceberg since 
production has not yet begun its decline. 

The report, financed by the Gold 
Institute, shows that if the current regula
tory and legislative climate remains 
unchanged, by the year 2006: 

Annual investment in the U.S. gold 
mining industry will decline from 
$423 million to $317 million. 
The net loss to the federal government 
will be $1.24 billion, with a net loss 
to state and local governments of 
$353 million. 
The decline in gold production will 
cause a loss of 9,500 jobs in the gold 

A Healthy History ... 

A 
Healthier 
Future ... 

mining industry, and an overall loss of 
41,600 jobs in related industries. 
The U.S. trade deficit will increase by 
$1 .6 billion due to decreased exports 
of gold. 
Because mining has a such huge eco

nomic impact on the state, it 's unlikely 
companies, or their employees and stock
holders will easily accept changes in the 
law that might threaten their paychecks or 
their dividends. 

Faced with an uncertain legislative 
climate, gold producers and investors 
may search out more hospitable environ
ments outside the United States. The 
world demand for gold is on the rise and 
countries outside the U.S. are offering 
major tax and regulatory incentives to 
American companies for their technology 
and know-how. Investment in South 
America and East Asia has risen dramati
cally while investment in exploration and 
mine development in the __ U.S. has 
declined in recent years. 

However, with more intelligent regu
lation, invest~ent could rise 70 percent, 
production could rise nearly 50 percent 
and the U.S . could overtake South Africa 
as the world 's leading gold producer. • 
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Managing Today's Medical Practice 
by Jack London 

Healthcare has undergone a revolution 
that has changed every aspect of the prac
tice of medicine. The emergence of 
HMOs (health maintenance organiza
tions), EPOs (exclusive provider organi
zations), PPOs (preferred provider orga
ni zations), and IPAs (independent 
physician associations) are just a few of 
the challenges facing today's physicians. 

These organizations may present chal
lenges, but they are an absolute neces
sity to the practice of medicine. In South
ern Nevada today, the HMO penetration 
into the managed care marketplace stands 
at around 18 percent compared to a Los 
Angeles penetration of 50 percent. 

Nevada physicians must prepare "for 
the future by working more efficiently 
and effectively as fee-for-service rapidly 
becomes a thing of the past. It is abso
lutely essential for today's doctor to be 
board certified since many managed care 
plans only contract with physicians who 
have this certification. This means that 
even though your family physician of 20 
years is licensed to practice medicine in 
the state of Nevada, his or her eligibility 
to practice for your company's health 
plan may be denied if he or she has never 
received board certification. 

In the contemporary highly-competi
tive world of medicine, a young physi
cian cannot simply lease an office, hang 
a sign on the door, and expect new pa
tients to beat a path to that door. Years 
ago, before managed care, HMOs and 
even Medicare and Medicaid, this young 
doctor would have experienced few ob
stacles on the way to developing a thriv
ing practice. In today's marketplace, the 
practice of medicine has become the busi
ness of medicine. 

Do you remember the last time you 
went to a new doctor for treatment and 
all the paperwork that had to be com
pleted? Did you bring a claim form and 
your insurance card? Is this doctor on 
your health insurance list? Did you re
ceive a referral to see this doctor if they 

are a specialist? Do you know about the 
co-payment and deductible required at 
the time of treatment? Does your treat
ment even qualify for coverage under 
your health plan? Does your treatment 
fall under a pre-existing condition? 

These questions must be answered be
fore physicians can apply for reimburse
ment for services rendered which can 
take up to 90 days from the time it is 
billed until the time it is received. 

Fees are discounted with some plans 
paying 30 cents on the dollar. To many 
physicians, it seems their fee is the only 
one going down. Health insurance pre
miums increase ten to 25 percent annu
ally and malpractice insurance has esca
lated beyond reason. A family prac
titioner can expect to pay $12,000 to 
$18,000 annually for malpractice cover
age. And, they are getting off easy com
pared to a specialist such as an obstetri
cian/gynecologist or cardiologist who pay 
$60,000 and above each year for cover
age. Additionally, office staff, rent, sup
plies, insurance, taxes and other liabili
ties all contribute to the expensive 
practice of medicine. 

The next time you visit your physi
cian, look around and note the changes. 
Notice the managed care signs that re
mind you of your co-payment and the 
many full-time employees processing 
paperwork. Even the standard office 
equipment has changed. Most offices re
quire a bulk mail machine to accommo
date the required correspondence to man
aged care organizations. 

It is clear the practice of medicine will 
never be the same. While most physicians 
would prefer to treat patients, they must 
become savvy business people to survive 
in today's changing environment. • 

Jack London is president of Practice Man
agement Group of Nevada, a Las Vegas 
based physician management service or
ganization with clients in five western 
states and three European countries. 

SIIS 
State Industrial Insurance System 

We're here for 
Nevada businesses: 
• Workers' Compensation 

Benefits 

• Policyholder Services 
and Information 

• Managed Care Organizations 

• Loss Control Prevention 
(On-site Evaluations, 
Training Class Schedules) 

• Appeals and Hearings 

• Legal Services 

• Ombudsman Assistance 

• Drug Testing in the Workplace 

• Work Re-entry Program 

{702) 687-5220 
Toll-free in Nevada: 
1-800-553-5115 

All training and policyholder services 
are free to SITS-insured employers. 
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Financing a Business Expansion: 
No time to honor tradition 

Sooner or later, all growing businesses 
reach the point where they need to raise 
funds for expansion . According to the 
Nevada Society of CPAs, the key to 
financing the growth of your business is 
willingness to try both traditional and 
not-so-traditional ways to find capital. 
Here ' s a rundown of some ideas to get 
you started. 

Look to Your Nearest and Dearest 
Many of the most successful compa

nies would not have been created in the 
first place had it not been for the financial 
backing of friends and relatives . Of 
course, borrowing from relatives and 
friends can get sticky. If you decide to go 
this route, be sure to have a written agree
ment that clearly spells out the terms to 
which you and your benefactors have 
agreed. And be sure you don't set the 
interest rate too low or the Internal Rev
enue Service (IRS) may recharacterize 
the loan in order to infer interest at the 
statutory federal rate. This situation also 
may result in gift tax consequences. 

Cash In or Borrow 
From Retirement Funds 

Consider cashing in the retirement plan 
you took from your last job or withdraw
ing money from your Keogh account. But 
be aware that you 'II be required to pay 
income tax on all funds you withdraw, 
and also be subject to a 10 percent penalty 
if you are under age 59 1/2. 

If your spouse has a 40 l (k) plan at 
work, a better alternative might be to 
borrow against the plan. Employers ' 
rules vary, but you usually can borrow the 
lesser of one-half of the present value of 
your vested benefits, or $50,000. Gener-
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ally, you ' ll need to repay the loan within 
fi ve years , and if your spouse quits or 
loses his or her job, you ' ll probably have 
to repay the loan all at once. 

Apply for a Home Equity Loan 
or Line of Credit 

A good source of income for your 
business can be as close as home - that 
is , a home equity loan or line of credit, or 
even the refinancing of your mortgage. 
Qualifying is relatively easy, and you 
generally can borrow up to 80 percent of 
the equity in your home. The downside is 
you could lose your home if the business 
fails and you default on the loan. 

Approach Your Suppliers 
Trade credit from suppliers is a 

short-term source of funds that is often 
overlooked by small businesses. If you' re 
an established firm that needs money for 
the short term, consider asking your sup
plier to ship inventory or manufacturing 
materials and to allow you 60 or 90 days 
to pay for them. 

Try the Small Business Administration 
The SBA offers several categories of 

loans, most of which fall under the SBA 
Guaranteed Loan Program. Proceeds 
can be used as working capital or to 
purchase inventory or equipment. 
These loans work like bank loans except 
you must have already been turned down 
by a bank to qualify. However, be pre
pared for a tedious and time-consuming 
application process. 

Reach for an "Angel" 
The term 'angel is used to refer to a 

wealthy individual with excess cash to 

invest in new or growing companies. In 
addition to providing cash, your angel 
acts as a guardian watching over you and 
your business. But finding an angel can be 
tough. Start by getting the word out 
through lawyers, CP As, bankers and locaf , 
business people you know. 

Check Out Government Sources 
Small business investment programs 

and economic development corporatiofls 
sponsored by state and local governments 
are often overlooked sources of financ
ing. When seeking funds from these 
groups, be prepared to discuss how your 
business will benefit the locality. 

Consider Factoring 
Factoring allows you to use your ac

counts receivable to raise cash. You go to 
a factor- a lender that actually buys your 
accounts receivable at a discount and 
takes on the task of collecting the receiv
ables from your customers. Typically , the 
factor might advance your company be
tween 60 percent and 80 percent of the 
cash value of your invoices, depending on 
how old the accounts receivable are, who 
owes you, and how long you've been in 
business. Be aware that a factor typically 
charges a higher rate of interest than other 
more traditional lenders . 

But all told, perhaps the most im
portant factor in raising capital for busi
ness expansion is persistence. If one 
source turns you down or offers you unfa
vorable loan conditions, move to the next 
one on your list. • 

Prepared by members of the Nevada 
Society of Certified Public Accountants. 



CUTTING EDGE 
by Randall Putz 

ISDN ... Faster than a speeding bullet 

I know, I know. Just what you need 
another acronym in your life. But what if 
four simple letters could increase your 
modem connection speeds to your office 
or the internet by five, ten, or even 35 
times? Or allow you to talk on the .tele
phone and connect to your favorite online 
service at the same time over a single 
phone line? Or bring low-cost video 
conferencing right into your home? 
Phone companies around the country 
have begun offering such digital delights 
and they spell it 1-S-D-N. 

Integrated Services Digital Network 
(ISDN, for short) promises to bring your 
POST (plain old telephone service, for 
long) into the 21st century. Today most 
telephone connections in homes and busi
nesses are of the analog variety and sub
ject to all sorts of line noise and static. 
You've experienced this with a bad con
nection when voices crackle and drop out. 
During a conversation it 's easy to ignore 
this distortion since you can usually fill in 
any gaps automatically based on context. 
But computers sending data over analog 
phone lines have more trouble with line 

oise and must slow down their connec
-ons to insure reliable transmission. 

D ' s digital lines are virtually error 
free which means that transmission de
ays caused by line noise in today's mo
em connections are no longer a problem. 
The phone companies would want you 
know that often overlooked in the 

excitement of faster, more accurate data 
transmissions is the fact ISDN represents 
the next generation of voice telephone 
service. The technology provides abso
lutely quiet, clear worldwide conversa
tions every time, plus a host of powerful 
call management and call handling capa
bilities. That's all fine and good, but it is 
in the realm of high-speed data transmis
sions that ISDN has its brightest future. 

ISDN replace~ today 's slow modem 
technology with speeds of up to 128 kbps 
(ki lobits per second) before compression. 
With compression , speeds of256 kbps to 
1 ,024 kbps - more than a megabit per 
second - can be achieved. In the online 
world, that is very fast, peaking at 35 
times faster than today 's typical modem 
connection. With this kind of speed, a 
whole new arena of video, sound and net
working applications opens up. Tele
commuting becomes more practical and 
less painful. Internet web pages pop up 
with euphoric speed. Widespread video 
collaboration becomes possible. Files 
download in minutes instead of hours . 
Backup bandwidth for busy networks 
becomes available inexpensively and 
on demand. 

ISDN service comes in two flavors -
basic and primary. Basic ISDN service 
consists of one or two B (bearer) channels 
and one D (delta) channel. Each bearer 
channel transports the digital voice, date 
or video information at 64 kbps, while the 

delta channel handles call set-up and con
trol. A single ISDN line can serve as 
many as eight devices such- as digital 
telephones, facsimiles, desktop comput
ers, or video units. And depending on the 
configuration, many of the ISDN devices 
can be used simultaneously. 

Primary ISDN service is the same as 
basic service, with just more bearer chan
nels - 23 total. Because of its higher 
available bandwidth and higher cost, pri
mary service is limited to specialized 
business networking uses. 

In most cases , the same copper wires 
used today for plain old telephone service 
can be used successfully for ISDN, mean
ing most homes and offices are ISDN
ready now. But ISDN service is not yet 
available in all areas, so you will want to 
confirm with your phone company that 
it's in fact available where you need it. 

We're fortunate here in Nevada, where 
costs can make a digital connection very 
attractive. Local monthly service for ba
sic ISDN runs around $40 and installation 
typically runs less than $200. Some 
phone companies have nominal charges 
for local usage, while some include it in 
the flat monthly fee. Long distance 
charges still apply and they typically run 
double the cost of regular long distance 
service. You will also need a special digi
tal modem, or more correctly an ISDN 
terminal adapter. That will set you back 
$300 to $500. 
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"Is it time to change your current 
MCO?" 

Please write the number of injured 
employees you had last year in the 
box provided . 

.___1-----~ 

I 

I_ - Multiply that number bx the 
average salary of all employees . - - 1 

I 

~-----------------------1 
I 

Multiply that number by 
the nu~er of day,s the 
employees were o±± the job.- -

1 

- - - - - - Multiply that 
number by the 

number of times 
you 've been 

aggravated by your current MCO. 

This should all add up to 
638-6000. 

{That's the number to Med One Works .} 

Med One Works is not just a workers' comp program, it's an integrated network 
of services designed to get your injured employees back to work as quickly as 
possible. Med One Works is a vast network of convenient, accessible providers, 
thorough case management for the injured employee, and a consulting firm which 
will make your workplace even safer. It all adds up . Choose Med One Works. 

MEDONE Works 
A WORKERS' COMPENSATION MANAGED CARE ORGANIZATION 

(® Diplomate American 
Board of Physical 

Medicine & Rehabilalion 

Desert Rehabilitation Center 
SAMUEL A. WISE, M.D. 

Spinal Cord Injury 
Adaptive Computing 

3201 So. Maryland Parkway, Suite 514 
Las Vegas, NV 891 09 

Electro Diagnosis 
Performance Medicine 

Telephone: (702) 893-0800 
Fax: (702) 893-01 09 

A single ISDN line can 

serve as many as eight 

devices such as digital. 

telephones, facsimiles, 

desktop computers, or 

video units. 

And finally , you will have to configure 
your new digital line correctly with things 
like a Service Profile Indentifier (SPID), 
which is simply a regular ten-digit phone 
number with some extra ones at the end to 
identify multiple ISDN devices. Your 
phone company can assist you with the 
process, but if you are technologically 
squeamish, you might consider one of the 
turnkey packages available from equip
ment vendors of internet service provid
ers . These packages cost more, but usu
ally take care of all ordering, configura
tion, and installation. Most guarantee to 
get you up and running, thereby saving 
time and money in the long run. 

Yes, the cost and effort is more than an 
additional phone line you might add for a 
chatty teen, but remember we are talking 
digital here . The technology provides 
pure streaming data typically ten times 
faster that a typical analog modem con
nection- in a world where time is money 
- and speedy data transfers can make 
good financial sense. Or, at least be 
extremely pleasant. • 

Randall Putz is the Director of 
Technology at R&R Advertising in Las 
Vegas and heads up their Marketing 
Technology Group. 



Don ·c lee ir be your bank! Wi!hour !he rigbc 

support your business could be missing a valuable tool 

That's why you need a bank that can come up ";th 

timely solutions fo r each of your particul ar needs. At 

First Securi ty Business Banking we understand you face 

new chall enges everyday. With products like. line of 

credit, equipment leasing, employee benefit programs. 

cash management, and international banking services. 

we can help you overcome any challenge . 

For over 75 years we ' ve been successful by helping 

our clients be successful. Our expertise has grown, 

but one thing has remained consistent -our dedication 

to II 0% customer satisfaction. So, no matter what 

needs you may have, First Security Ban k is right 

there with you. Because in business , you need all 

the allies you can get. Visit 

your nearest First Security 

Bank branch or call us at: 

(702) 251-1100 ext. 544 

Tom eedham 
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Nevada 
Briefs 

Nevada Hospitals 
More Efficient 

Nevada's six largest hospitals are 
streamlining operations and providing 
health care more efficiently according to 
the most recent Nevada Hospital 
Quartedy Report (NHQR). "The amount 
of money received per patient by the 
'Big Six ' hospitals for providing hospital 
services continues its downward trend ," 
reported Jeanette Belz, president of 
the Nevada Association of Hospitals 
and Health Systems. Preliminary data 
indicates a decrease in inpatient revenue 
per admission from $6,774 to $6,677 
for fiscal years ending June 30, 1995 and 
1996 respectively. 

While the number of patients admitted 
to large hospitals rose, total operating 
expenses for treating these patients were 
held to a 3.8 percent increase from 1995 
to 1996. Belz explained, "This means 
that hospitals were increasingly efficient 
which contributed to the rise in net oper
ating income between the two years ." 

A look at national data reveals that 
the return on assets (ROA) for the six 
largest hospitals in Nevada was consider
ably lower than the average across the 
nation. The most recent national data 
(I 994) showed an average ROA of 4.8 
percent for large urban hospitals. By 
comparison, the Nevada average for 
1994 was 1.1 percent and has climbed to 
2.1 percent in 1996. 
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Using Acuson's new SequoiaTM 512 
ultrasound system, a sonographer per
forms an abdominal scan. 

Steinberg's 
Ultrasound Facilities 
Recognized 

Steinberg Diagnostic Medical 
Imaging Centers (SDMI) were recently 
granted accreditation of their ultrasound 
facilities by the American College of 
Radiology. ·The accreditation program 
provided a comprehensive evaluation of 
SDMI's ultrasound services and mea
sured the company against criteria and 
standards set by the American College of 
Radiology. As part of the accreditation, 
SDMI documented policies for quality 
control , safety, performance, infection 
control , exposure and medical emer
gency equipment. The initial accredita
tion is for three years . 

State Economy Sends 
Mixed Signals 

For the first time in years, Nevada's 
economic performance during the second 
quarter of 1996 sent mixed signals, pri
marily in its all-important gaming and 
tourism industries . According to the Sur
vey of Nevada Business & Economics, a 
quarterly report produced by Comstock 
Bank, the statewide gaming win was up 
only 2.2 percent in the second quarter of 
this year. The Las Vegas Strip showed an 

mcrease of 1.6 percent while Reno's 
gaming win showed a slight increase of 
0.6 percent over the same period last year. 

Community College 
Adds Instructors 

The Community College of Southern 
Nevada (CCSN) recently hired 30 new 
instructors , II of which hold doctorates . 
The staff addition brings CCSN's teach
ing faculty to 2 10, a 40 percent increase 
over last year. Based on enrollment 
increases, projected continued growth to 
fiscal year 1999 and other indicators. 
CCSN expects to double its facu lty to 
more than 400 by the tum of the century. 

Med One Introduces 
New Plan .. 

Med One Health Plan recently received 
Nevada State Department of Insurance 
approval for its Point-Of-Service (POS) 
plan. Med One POS3 offers three health 
care coverage and network options under 
one managed care program. The new plan 
allows members to choose an HMO, PPO 
or managed indemnity each time they 
access medical services. Additionally, 
employers can custom design their health 
plan by choosing from various copayment 
and coinsurance levels under each plan. 

Northern Nevada 
Medical Center 
Achieves Top 
Accreditation 

The Joint Commission on Accredi
tation of Health Care Organizations, in 
its latest inspection of Northern Nevada 
Medical Center, awarded the hospital 
accreditation with commendation - its 
highest level of accreditation. 

According to Joint Commission 
national statistics, of 5,000 hospitals sur
veyed, just 12 percent receive commen
dation , requiring an inspection score of 
90 or better with no significant recom
mendations for improvement. • 



When NAIOP broke ground in 
cyberspace, we built a fun and 
highly interactive site. One with 
a current information source for 
commercial real es~ate that is out 
of this world. 

As a NAIOP Member, now you 
can access all the on-line capabili
ties of www.naiop.org and benefit 
from the Members-Only areas on 
NAIOP's Home Page. 

Find accurate updates and quick 
answers to . 
comrnercialltnstan~fJ(:i•Jf&i 
real estate's ..._ ___ 1-liii-i.lli-ilil.li-illil. 
hot topics through 
NAIOP's powerful Home Page 
links to other industry-related 
web sites. 

Redefine industry networking 
through our Virtual Roundtables . 

And get more information about 
Access the Membership Locator, ' NAIOP's products and services. 
and search NAIOP's central And the growing benefits of 
resource for informa- being or becom-
tion about every mem- communication 1 ing a member. 
ber on this planet. 

world 
For more information on how to get 

access to http://www.naiop.org 
call (703) 904-7100, ext. 124. C:~~~~ri~e 

The Forum for Commercial Real Estate 





People on 
the Move 
MCC Health Care, a managed care 
company headquartered in Las Vegas, 
has announced the hiring of John J. 
Grady as its new vice president, sales/ 
marketing. Grady comes to MCC with 
over 25 years of experience in the insur
ance industry, having worked in senior 
level positions with several major insur
ance companies. His new responsibili
ties include the development and mar
keting of all MCC Health Care products 
and services. 

Ted Wiens Jr. 

Ted Wiens Jr. , presi
dent of Ted Wiens Tire 
and Auto Centers of 
Las Vegas recently be
came the 71 st president 
of the National Tire 
Dealers and Retreaders 
Association (NTDRA). 

As the organization ' s new president 
for the coming year, Wiens will be 
responsible for the overall direction and 
focus of existing and proposed programs 
implemented for the benefit of the 
membership. 

The account services division in the Las 
Vegas offices of R&R Advertising/ 
The PBN Company has added Sharon 
Miller as account supervisor. Miller 
joins R&RIPBN from Young & Rubicam 
New York, where she was a senior ac
count executive managing an integrated 
account for 13 international U.S. Postal 
Service brands. Previously, Miller was a 
senior account executive with Grey Ad
vertising and an account executive with 
The Food Group. 

Judi A. Woodyard, CCIM, president 
of Lee & Associates Commercial Real 
Estate Services, has been appointed 
chairman of membership recruitment for 
the Nevada Development Authority 
(NDA). Woodyard, with 15 years of com
mercial real estate experience, founded 

Lee & Associates ' first Nevada office in 
1992. She will assist NDA, a non-profit 
economic development agency, in ex
panding its membership base in South
ern Nevada. 

Dr. Mark Hoepfner 

Las Vegas surgeon, Dr. 
Mark Hoepfner, was 
recently appointed as the 
cancer liaison physician 
for Sunrise Hospital's 
cancer program by the 
Commission on Cancer 
of the American College 

of Surgeons. As the cancer liaison physi
cian, Hoepfner' s responsibilities include 
ensuring specific Commission on Can
cer guidelines are met within the 
hospital ' s cancer program as part of its 
continuing accreditation process. This 
year marks the 15th year that Sunrise ' s 
cancer program has been accredited by 
the commission. 

Melodi S. Magness has 
been named an account 
supervisor at McNabb/ 
McNabb/DeSoto/Salter 
& Co. , an advertising 
an·d public relations 
agency. Her new role in

Melodi s. Magness eludes the management 

of key accounts for the agency. Magness 
joins MMDS from Domino' s Pizza, Inc., 
where she served as corporate marketing 
manager for the western United States. 

Photo Finish recently announced that 
John Lee has joined the photo lab as its 
sales manager. Lee's duties include over
seeing sales and management functions 
and the supervision of all sales and cus
tomer service representatives. 

U.S. Bank of Nevada has named Marcia 
Conforti as branch manager at its East 
Tropicana Branch in Las Vegas. Conforti 
has been with U.S . Bank for 13 years and 
has held a variety of positions including 
personal banker and loan officer. In her 
new position, Conforti will be respon
sible for customer service, new business 
development, consumer and business loan 
production and branch operations. • 

In Las Vegas, why pay for 
an ordinary hotel room when 

you can enjoy a spacious 
resort apartment for less? 

t ~= 

- Extraordinary Corporate Housing -
• Fully-Furnished 1 & 2 Bedroom Plans 
• Gated Community • One Block to The Strip 
• Gourmet Kitchen, Washer/Dryer, Fireplace 
• Assigned Underground Parking 
• Health Club, Lighted Tennis, Racquetball , 

2 Pools, 2 Spas 
• Concierge Service, Conference Room, FAX, 

Photo Copy, Dry Cleaning, Maid Services 6 '"''i' (30-d'Y mio.•) 

THE MERIDIAN 
AT HlJ G H E S C E N TE R @ 

250 E. Flamingo Road • Las Vegas NV 89109 

Telephone (702) 735-5949 

The care you want. 

Technology 
you can trust. 

With a new facility and the very latest in 

state-of-art equipment and cri tical care 

technology Lake Mead Hospital Medical 

Center offers a new generation of health care 

fo r a new generation of Nevadans. 

~= LAKE MEAD HOSPITAL 
MEDICAL CENTER 
AN A FFILIATE O F ORN DA HE A LTHC O RP 

1409 E. Lake Mead • orth Las Vegas 
702-657-5740 

Physcians Referral 649-DOCS 
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January 
Banking Review 
Space Reservations: 12/ 1 
Camera Ready Art: 12/ 9 

NB will report on last year's signifi
cant banking news and provide 
insight into industry leaders' predic
tions for the coming year. · 

February 
Residential Real Estate 
Space Reservations: 1/3 

.!!~~!iii Camera Ready Art: 1/10 

This edition will take an in-depth 
look at the new housing market as 
well as construction , development, 
design and real estate companies 
involved in the industry. 

March 
Healthcare/Providers 
Space Reservations : 1/31 
Camera Ready Art: 2/7 

NB will provide a conclusive look at 
the healthcare industry, focusing on 
hospitals , medical clinics, physicians 
and other healthcare providers. 

April 
Investments/Banking 
Space Reservations: 3/ 3 
Camera Ready Art: 3/ 10 

Investment specialists and banking 
professionals throughout the state 
will offer insight into Nevada's 
financial community. 

T 
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May 
Construction/ 
Development 

L 

Space Reservation : 4/1 
Camera Ready Art: 4/8 

Major construction including office, 
warehouse , industrial, residential , 
and retail projects will be the focus 
for this month's edition. 

JUne 
Healthcare Review 
Space Reservations: 5/1 
Camera Ready Art: 5/8 

The June issue offers an in-depth 
report on the dramatic changes 
in the industry affecting health
care professionals , businesses and 
employees. · 

July 
Financial Institutions 
Space Reservations: 6/2 
Camera Ready Art: 6/9 

This issue will provide an update on 
financial firms, banks, and credit 
unions throughout the state. 

August 
Economic 
Development 
Space Reservations: 7/ 1 

"=---'=----' Camera Ready Art: 7/ 8 

This issue will report on how eco
nomic development agencies attract 
new companies to Nevada. Con
tributing factors to new company 
locations wi ll also be examined. 

C A L E N D A R 

-,..,.....,.~ September 
Master-Planned 
Communities 
Space Reservations: 8/1 
Camera Ready Art: 8/8 

In September, NB will provide news 
on successful master-planned com
munities throughout Nevada. 

October 
Health care/ 
Insurance . 
Space Reservations: 9/1, 
Camera Ready: 9/8 

Healthcare options and costs will be 
examined in th is month's issue. The 
editorial focus will be on healthcare 
delivery systems and leading indus
try professionals . 

November 
Hotels/Gaming 
Space Reservations : 10/1 
Camera Ready Art: 1 0/ 8 

NB will take a look at the state 's 
largest industry and at the resorts 
and executives that have made 
Nevada a top destination for con
vention and leisure travel. 

December 
Office/Industrial/ 
Retail Space 
Space Reservations: 10/ 31 
Camera Ready Art: 11 17 

NB will look to real estate and devel
opment professionals for an analysis 
of these ever fluid markets. 
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Features 
Comprehensive articles that focus on 
our " Hot Topics," i.e. banking, de
velopment and health care. 

Executive Profile 
Each month NB will present a com
pelling expose of a top business 
executive. 

Management Strategies, Trends 
A synopsis of successful companies 
and a look at how each one accom
plished that success. 

Nevada Briefs 
An overview of the most intriguing 
happenings, including corporate 
acquisitions , hostile take-overs and 
relations . 

People On The Move 
The newest information 
on promotions in our 
most dynamic businesses. 

Planning Success 
Strategies by proven business lead
ers to help you increase your per
sonal & professional fortune. 

7 
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D E p A R T 

Commentary 
A message from our Publisher. 

Tax Tips 
The Nevada Society of 

~~~.,.1 CPAs will help lead you 
through the murky tax 

L..L........_"'-"-"" jungle. 

Business Indicators 
Economists at UNLV provide perti
nent growth statistics for statewide 
decision-makers. 

Talk 

Coffee Breaks 
Take five with syndicated 
humorist Joe Mullich . 

Commentary by our Editor-in-Chief. 

Talk Back 
Outraged, docile , insightful. Find 
out what our readers think. 

Inside Politics 

M 

Political analysts take a look 
at state-wide issues and the 

impacts on your business. 

Budgeting for 1997 

E N T s 

Speaking for Nevada 
Interview and Commentary by 
Nevada's top officials; guests incluae 
the governor, attorney general and 
Congressional delegates. 

:.111111 On the Cutting Edge 
:"'I Innovation department 

featuring stories on the. • 
Internet, computing, 

communications and other technol
ogy issues. 

Real Estate 
Lead ing real estate professionals 
provide an update on the Nevada 
market. 

Lifestyles 
Personal interest briefs on 
travel , entertainment, res
taurants and leisure. 

Moving to Nevada 
Take a peek at the newest compa
nies relocating to Nevada. 

For a limited time, you can place a six-time rate insertion order and receive the seventh placement free. 
You can also place a 12-time insertion order and receive two additional placements at no charge. 

And , if you place all your orders for our 1997 publication by December 1, 1996- you can lock in the '1996 rates. 

Call us for a media kit. 

NEVADA BUSINESS 
Las Vegas Office • 2127 Paradise Road • Las Vegas, NV 89104 

(702) 735-7003 • Fax : (702) 733-5953 • e-mail: nevadabusiness@msn.com 
Reno Office • 316 California Avenue • Suite 224 • Reno, NV 89509 

(702) 322-2020 • Fax: (702) 322-2121 • e-mail : nevadabusiness@msn.com 
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by Joe Mullich 

Insuring the Proper Spin Control 

The CEO's secretary buzzed The reporter said, "urn ." "Tell him even though you 
him that a reporter was calling. He continued, "Does that never expect to put it to use, it 

NEWS ITEM: Frankly, the CEO would rather mean, you anticipate an oil was your fiduciary responsibil-
get a call from Saddam spill or that one of your ity to get the insurance," the 

National Union Hussein. The secretary said product containers wi ll be spin doctor said. "That way, 
the reporter had heard the tampered with?" you're able to accurately and 

Fire Insurance Co. company had taken out "crisis "We don ' t make product completely provide any 
management" PR insurance containers or deal with oil," information about the company 

has offered the and wanted to talk to the said the CEO. the community needs to know." 
CEO about it. "You don ' t?" the reporter "Are you kidding?" said the . 

first insurance The CEO had his secretary said. Before calling, he 'd CEO. "He' ll never buy that." 
tell the reporter he 'd call back forgotten to find out what the "Trust me." 

policy to cover in two minutes. The CEO company did. "What do you The CEO repeated the words. 
speed-dialed his spin doctor, do?'' he queried. The reporter asked what 

the cost of hiring who told the CEO to phone The CEO punched a button. "fiduciary" meant, apologizi~g 
the reporter immediately on "Tell him what you do," said that he normally coyered 

a "crisis the other line. the spin doctor. "And tell him sports. After the CEO told him, 
"I understand," said the you are the leading supplier in the reporter was silent, wonder-

managment" reporter, "you took out crisis the area." ing what else to ask. 
management PR insurance?" "We are not the leading "So you make mattresses?" 

public relations The CEO punched a button supplier," the CEO said. the reporter said. 
to connect with his spin doctor. "Anyone can be the ' lead- "Yes." 

firm to handle "That's none of his damn ing ' anything," the spin doctor "And you ' re the leading 
business," the CEO told the said. "Leading just means manufacturer?" 

anything from spin doctor. "I should say, 'no 'We ' re the best because we say "Yes . The leading manufac-
comment. '" we're the best. ' " turer." 

oil spills to plane "Never lie and never say 'no Back with the reporter. "We The reporter made an 
comment,' " the spin doctor are the leading manufacturer of appointment to do a feature 

crashes to said. "Tell him, yes." mattresses in the area," the about the company, "using that 
"Yes?" asked the CEO. "Are CEO said. 'leading' angle," he said. The 

embezzlement by you crazy?" "Aha!" said the reporter. "So CEO said that would be fine. 
"Yes!" said the spin doctor. you admit it!" The spin doctor told the CEO 

executives . The "I mean, no, I'm not crazy. "Yes," said the spin doctor. to say he'd be happy to talk 
Say 'yes. '" "Yes," said the CEO. more about the crisis manage-

insurance, says The CEO punched another "Urn," said the reporter. This ment insurance, if the reporter 
button on his phone. "Yes," wasn ' t going the way he had wanted. The CEO repeated this, 

one spin doctor, the CEO told the reporter. expected. "Isn't it kind of but the reporter said he didn ' t 
The reporter paused. He suspicious to take out see much of a story in that. 

"is an inevitable was confused. He was waiting crisis-management insurance?" The CEO got off the phone 
for a "no comment" that he The CEO told the spin with the reporter and thanked 

sign of the could work into his lead to doctor: "Maybe you should the spin doctor. The spin 
make it seem the company had talk to him about this ." doctor sent the CEO an 

corporate times ." done something shifty. "No," said the spin doctor. invoice for $50,000 for his 
"So," the reporter said "Never have a spokesperson or services. It was a good thing 

finally , "you admit it!" PR talk to a reporter. That' s we got that insurance, the 
The spin doctor said, "Yes." suspicious." CEO thought, it just saved 
The CEO said, "Yes." "What should I tell him?" us a bundle of money. • 
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The jean Nidetch 
Women s Center 
UNLV 

"May the women and men who 
enter the doors of the Jean 
Nidetch Women's Center find 
inspiration, hope and passion to 
achieve their highest goals. It is 
my hope that the Center will help 
them live their dreams and make 
our University, our city and our 
world a better place for all." 

A 

Dr. Jean Nidetch 

Mission: 
To provide all students, faculty, staff and 
the community at large with resources 
and information for and about women. To 
maintain an advocacy role that will assist 
women in achieving their personal, acade
mic and professional goals. 

Objective: 
To offer programs and services which 
promote an understanding of the diverse , 
fundamental , and significant contributions 
each person makes to society. 

PROGRAMS & SERVICES 
INFORMATION AND REFERRAL- a database of social service information 
SCHOLARSHIPS - provide financial assistance to individuals who might not otherwise continue their education 
RE-ENTRY PROGRAM - eases the transition of non-traditional students returning to school 
WORKSHOPS & SEMINARS - empower and motivate individuals to achieve their educational goals 
& many others such as Career Mentoring, Women In Transition, Newsletter [VISIONSJ, Voter Registration, 
also Special and Upcoming Events. 

THE JEAN NIDETCH WOMEN'S CENTER • UNIVERSITY OF NEVADA lAs VEGAS 
4505 MARYLAND PARKWAY, Box 452025 

LAs VEGAS NV 89154-2025 • 895-4475 FAX 895-0601 
E-mail: womenctr. pioneer. nevada. edu 

mailto:womenctr.pioneer.nevada.edu


IJusiness indicators & anaiY.,sis 

1 he Federal Reserve Open Market Committee (FOMC) by actively buying 
and selling short-term government securities determines the level of the 

ation ' s key interest rates and holds sway over the direction of the nation ' s 
economy. As such, FOMC activities receive extensive monitoring. Nevertheless, 
its September meeting attracted more than the usual attention, reaching what may 
be described as a "frenzy ." 

Wage rates, having remained flat on an inflation-adjusted basis for some time, 
suddenly turned upward. Gross Domestic Product grew at 4.76 percent on an 
annualized basis, leaving some to wonder whether other markets might also 
tighten, thereby pushing prices up in some areas beyond the current modest range. 
Other economic indicators during the late summer period also came in stronger 
than anticipated. Some expressed fear that conditions might rekindle inflation. 

·In the final analysis, the FOMC concluded that economic indicators provided 
no clear indication of the economy overheating. Inflation, measured by the Con
sumer Price Index, remained essentially unchanged, increasing by less than 3 
percent per year. Furthermore, reports presented to the FOMC suggested the 
economy' s growth rate might slow in the coming months to a more manageable 
sustained rate. In short, finding no credible pressure for inflation, the FOMC 
concluded there was no need to "kick start" a preemptive economic contraction . 

Meanwhile, economic activity in Nevada remained vigorous, although not all 
areas of the state and not all segments of the economy have shared equally in the 
expansion. Overall , Nevada' s employment growth remains strong, maintaining 
status as one of the top states in employment growth. Not surprisingly, labor 
markets stayed tight, with the unemployment rate on a seasonally-adjusted basis 
having declined to 5.1 percent, comparing favorably with a national rate of 5.4 
percent. The Reno area reported a tight market as well , with only a 4.1 percent 
unemployment rate. On the other hand, the more rapidly growing Las Vegas area 
recorded a 5.3 percent unemployment rate. 

Taxable sales continued to grow at a double-digit rate, up 11.41 percent for 
July 1996 compared with the same month a year earlier. Clark County provided 
the bulk of the increase, showing a very strong 15.82 percent growth rate. 

Gaming revenue, on the other hand, has slowed from the more rapid rates 
observed in 1995. In July, the state's gaming revenue increased by only 5.56 
percent measured as percentage change from year-ago levels . Adjusting for infla
tion , running about 3 percent per year, yields a modest 2.56 percent real growth 
rate. To be sure, gaming activity in Southern Nevada expanded more rapidly , up 
9.06 percent in current dollars and an estimated 6.06 percent inflation-adjusted 
expansion rate, than in Washoe County where gaming revenue dropped by 5.25 
percent for July . Nonetheless, continued expansion in gaming and hotel construc
tion foretells confidence in future gaming growth among investors. 

Passenger activity remained brisk during the summer months, as both of the 
state ' s major airports reported growth in passenger volume, up 8.04 percent in 
Las Vegas and 7.70 percent in Reno. 

Overall , the Silver State currently enjoys the benefits of a growing economy 
and the prospect of future growth. The state's major industries report strong sales 
and the national economy continues to follow a healthy trend. • 

R. Keith Schwer, University of Nevada - Las Vegas, Center for Business and 
Economic Research. 
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UNEMPLOYMENT 
Nevada 

Las Vegas MSA 
Reno MSA 

U.S. 

RETAIL ACTIVITY 

Nevada Taxable Sales 
Clark County 
Washoe County 

U.S. Retail Sales 

DATE 

August, 1996 
August, 1996 
August, 1996 
July, 1996 

July, 1996 
July, 1996 
July, 1996 
July, 1996 

GROSS GAMING REVENUE 

Nevada 
Clark County 
Washoe County 

July, 1996 
July, 1996 
July, 1996 

CONSTRUCTION ACTIVITY 
Las Vegas Area 

New Residences 
New Commercial 

Reno Area 
New Residences 
New Commercia/ 

U.S. 
Housing Starts 
Total Construction 

HOUSING SALES 
Las Vegas Area 

Average Sales Pricel11 
Average Cost/ Square Foot 
Average Mortgage Ratel21 

Washoe County 
Average Sales Pricelll 
Average Cost/ Square Foot 
Average Mortgage Rate121 

U.S. Home Sales 

TRANSPORTATION 
Total Passengersl31 

McCarron Int. Airport, LV 
Reno/ Tahoe Int. Airport 

State Taxable Gasoline Sales 

POPULATION ESTIMATES 
Nevada151 

Clark County151 
Washoe County151 

NATIONAL ECONOMY 

Consumer Price lndexl•l 
Money Supply- M 1 
Prime Rate 
Three-Month U.S. T-Bill 
Gross Domestic Product 

2nd qtr 1996 
2nd qtr 1996 

2nd qtr 1995 
4th qtr 1995 

Jl!ly, 1996 
June, 1996 

2nd qtr 1996 
2nd qtr 1996 
2nd qtr 1996 

2nd Half 1994 
2nd Half 1994 
2nd Half 1994 
July, 1996 

2nd qtr 1996 
2nd qtr 1996 
July, 1996 

July, 1995 
July, 1995 
July, 1995 

July, 1996 
July, 1996 
August, 1996 
August, 1996 
2nd qtr 1996 

UNITS 

% 
% 
% 
seasonally ad j. 

$ thousand 
$ thousand 
$ thousand 
$mill ion 

$thousand 
$ thousand 
$ thousand 

#permits 
#permits 

#permits 
#permits 

thousand 
$billion 

$ 
$per sq . ft .. 
% 

$ 
$ per sq . ft. 
% 
thousand 

LATEST 
PERIOD 

5 .1 
5 .3 
4 .1 
5.4 

1,920,537 
1,254,470 

350,771 
204,689 

641,438 
490,064 

86,569 

5,505 
318 

929 
80 

1,455 
565.9 

140,179 
78.41 

7.93 

178,711 
95.55 

9 .10 
783 

passengers 7,652,833 
passengers 1 ,596, 183 
thousand gal. 72 ,898 

people 
people 
people 

1982-84= 1 00 
$bill ion 
% 
% 
$billion 

1,582,390 
1,036,290 

294,290 

157.0 
1, 108.4 

8.25 
5 .09 

7,547.6 

PREVIOUS 
PERIOD 

5.1 
5 .4 
4 .2 
5 .3 

2,049,34 1 
1,335,062 

379,796 
204,546 

613, 152 
468,690 

87,300 

5174 
400 

614 
82 

1,474 
559.2 

140,638 
79.30 

7 .43 

168, 199 
92.67 

7 .90 
726 

7,543,627 
1,644,954 

68,734 

156.7 
1 '116.7 

8.25 
5.17 

7 ,426.8 

YEAR 
AGO 

5 .6 
5 .9 
4.6 
5.7 

1,723 ,828 
1,083 , 144 

330,893 
195,513 

607,638 
449,353 

91 ,362 

5 ,271 
267 

739 
52 

1,450 
545. 1 

134,097 
80.78 

7 .59 

170,325 
96.88 

7 .20 
782 

7,083, 112 
1,482,052 

69,062 

1,494,230 
971 ,680 
282,630 

152.5 
1, 145.4 

8.75 
5.41 

7 ,204 .9 

CHANGE 
YRAGO 

-8.93% 
-10.17% 
-10.87% 

-5 .26% 

11.41 % 
15.82% 
6.0 1% 
4 .69% 

5 .56% 
9.06% 
-5 .25% 

4 .44% 
19.10% 

25.71 % 
53 .85% 

0.34% 
3.82% 

4.54% 
-2.93% 
4.48% 

4.92% 
-1.37% 

26.39% 
0.13% 

8.04% 
7.70% 
5.55% 

5 .90% 
6 .65% 
4 .13% 

2.95% 
-3.23% 
-5.71 % 
-5 .91 % 
4.76% 

NOTES: (1) houses, condos, townhouses; (2) 30 yr. FHA fixed; (3) enplaned/deplaned passengers; (4) all urban consumers; (5) preliminary 
SOURCES: Nevada Dept. of Taxation; Nevada Employment Security Deptartment. ; UNLV, Center for Business and Economic Research; 
UNR, Bureau of Business and Economic Research; US Dept. of Commerce; US Federal Reserve. 
COMPILED BY: UNLV, Center for Business and Economic Research 
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