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Operation Welcome Home
It’s Not Too Late to Thank Veterans
hirty years ago, the last American
troops withdrew from Vietnam. The
men and women who served in that
war have never been properly thanked for
their sacrifices, but a group is now organizing a celebration to publicly honor, thank
and recognize America’s Vietnam veterans.
Called Operation Welcome Home, it is a
four-day celebration centered around the
Veterans Day holiday. The national headquarters will be in Las Vegas, and the city
has planned activities that include a Veterans
Day parade, a nightly Patriots Party on Fremont Street, and an air show at Nellis Air
Force Base. The Moving Wall, a half-scale
replica of the Vietnam Memorial Wall, will
be set up near Fremont Street, and volunteers will be on hand to assist visitors with
finding the names of loved ones and friends.
“Operation Welcome Home will be a
singular moment in American history, a
rare opportunity to turn back the clock and
heal old wounds,” said Mike Jackson, Operation Welcome Home national chairman
and co-author of Naked in Da Nang, a recently released book that inspired the
event. “The goal is to help close the loop
on the Vietnam experience – and to offer a
heartfelt ‘thank you’ and ‘welcome home’
to every man and woman who put on a
uniform and traveled to that distant and
hostile region in service to our country.”
When soldiers returned from Southeast
Asia, they were warned to remove their
uniforms before passing through the airport terminal so they wouldn’t be
accosted by protesters. Those of us who
are old enough to remember those days
recall that returning servicemen were
often called “babykillers” and were accused of indiscriminately slaughtering innocent women and children. Later, Viet-

T

nam veterans were advised to remove
their tour of duty from résumés and professional documents, so they wouldn’t be
suspected of being unstable or haunted.
Now is a good time to show these men
and women that the country appreciates
their service and their sacrifices. I suspect
most of them would rather not make a fuss
about it; they may even resent the fact that
it’s taken so long for the country to recognize them. But let’s do it now while they
are still around to be honored.
It’s also a good time to reflect on how
we’re treating our returning veterans from
Afghanistan and Iraq. As in the Vietnam
conflict, there are many people who think
our involvement in these areas is ill-advised. Some think the U.S. is “trading oil
for lives;” others think we’re using our
military might to push around smaller nations; still others think the money spent
supporting the military should be used to
solve domestic problems.
No matter what your political position,
the fact remains that right now service
men and women are putting themselves in
harm’s way to serve their country, just as
they did in Vietnam. Many of them leaving the stresses of the war zone have been
thrown immediately back in action on the
front line helping the victims of Hurricane
Katrina, where they are again exhibiting
courage, heroism and compassion.
Our soldiers, sailors and marines did
not make the political decisions that sent
them to war. They just stepped up to answer their country’s call to duty. I would
hate to think that service men and women
returning from the Middle East would
have to shoulder the blame for an unpopular war, like our Vietnam veterans did.
Do you know someone with a family

member serving in the military? Take
the time to ask about that person and
see if you can send a letter or e-mail expressing your appreciation. Perhaps one
of your co-workers was called up from
the reserves and sent to the Middle
East. When that employee returns, help
welcome him or her back to the company. Let’s do it right this time, not 30
years from now.
For the full story on Operation Welcome Home, including a calendar of
events and how your organization or community can participate, visit: VietnamWelcomeHome.org.
COMMENTS? email: lyle@nbj.com

It is the soldier, not the preacher, who has
given us freedom of religion.
It is the soldier, not the reporter, who has
given us freedom of the press.
It is the soldier, not the poet, who has
given us freedom of speech.
It is the soldier, not the campus organizer,
who has given us freedom to assemble.
It is the soldier, not the lawyer, who has
given us the right to a fair trial.
It is the soldier, not the politician, who has
given us the right to vote.
It is the soldier – who salutes the flag, who
serves under the flag, and whose coffin is
draped by the flag – who allows the
protester to burn the flag.
Anonymous
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Growing Pains
Nevada Growth Rate Presents Challenges
by Tina Allen
he signs of growth in Nevada are
everywhere. Dozens of new schools
are built each year, traffic crawls along
on overly congested roadways, and a new
housing community seems to sprout up in
the desert just about every week. Such is
life in Nevada these days, where the population has literally doubled in a decade.
“There are some folks who suggest
stopping growth would be a good thing,”
said financial consultant Guy Hobbs,
president of Hobbs, Ong and Associates
and a member of the Clark County
Growth Task Force. “But at the same
time, growth is really one of our largest
industries in the state,” he said. “There
are some vital economic reasons for understanding what growth means to our
economy, how many jobs it creates, how
much income it produces and how much
tax revenue it generates.”
Keith Schwer, director of the Center
for Business and Economic Research and
professor of economics at the University
of Nevada, Las Vegas, said those who
have lived in Nevada the longest often report the highest dissatisfaction with
growth. Newcomers who came from a
major urban area, like Southern California, don’t have such a negative view, and
the fact of the matter is that growth translates into steady paychecks for the vast
majority of the state’s population. “The
availability of jobs is one of the real benefits of growth and a benefit that is sometimes forgotten,” Schwer said. “It gets
lost in all the other things going on.”

T

It doesn’t look like growth in the state is
slowing down anytime soon, according to
figures recently released by the U.S. Census
Bureau. Projections indicate Nevada will
experience a 114 percent population growth
by 2030 over the 2000 census numbers,
adding an additional 2.3 million people.

Housing
One of the most visible signs of growth
in Nevada is the housing market, which
has made national headlines recently as
the center of the real estate boom in the
West. New roof tops are rising daily, and
the U.S. Census Bureau recently ranked
Nevada first in the nation for the most
rapid housing growth, with a 4.5 percent
increase in the number of new houses constructed from July 1, 2003 to July 1, 2004.
The median price of a new home in Southern Nevada alone is $314,065, not including condominium conversions, according
the Southern Nevada Home Builders Association. That is a remarkable 20.6 percentage increase from just a year ago.
The resale housing market also remains
strong. According to figures provided by
Restrepo Consulting Group, the median
price of a resale home in the first half of
the year in Las Vegas was $273,000, up
13.8 percent from the same time last year.
Shawn Minassian, president of the
Reno/Sparks Association of Realtors, said
the median price for residential property in
Reno has continued to rise. In the second
quarter, the median price jumped 6 percent,
from $317,000 to $336,000. “We are

experiencing an even stronger market this
year compared to last year,” Minassian
said. However, because of the increasing
prices, Minassian said many young people
– especially those fresh out of college – are
being pushed out of the market. To help,
Minassian has implemented a program
called American Dream Affordable Housing, which is geared toward educating Realtors on various loan programs and incentives for first-time buyers. “I feel very
strongly about doing something for our
youth who are graduating from the universities, enabling them to live in our areas,
because once they leave, we will be losing
a very important resource,” Minassian said.
Nevadans also will most likely see a
change in the way neighborhoods are developed in coming years. Clark County is
revamping its planning policy to cope with
the massive growth. It is integrating more
mixed-use facilities within residential areas,
bringing more commercial buildings such
as stores and workplaces closer to home.
Russell Roberts, principal management
analyst for Clark County’s Department of
Air Quality and Environmental Management, said the goal is to create walkingfriendly neighborhoods and reduce dependence on the automobile by bringing
everything closer together. The policy
change is a direct result of the recommendations brought forth by the Clark County
Growth Task Force, Roberts said. The
concept is similar to the master planned
communities of Summerlin and Aliante in
Southern Nevada.

October 2005

7

Paul Curtis, CEO of Kiley Ranch Communities, a new master-planned community underway in Spanish Springs Valley
in Sparks, said these types of neighborhoods, particularly master plans, help
curb air pollution and traffic congestion
and require less infrastructure to support a
larger population.
“We’ve created an environment whereby anytime we want to go anywhere, we
have to hop in the car,” Curtis said. “That
was great, as long as you had cheap fuel,
abundant land and liked to drive around.
As a society and as an industry, however,
we need to head in a different direction.”
Kiley Ranch is being developed on about
800 acres of land owned by the Kiley family, which served as a working ranch since
1932. It will feature about 4,500 residential units, a business park, marketplace
and town center, as well as walking and
bicycle paths.

Commercial Development
Limited land availability and steep
price increases are taking their toll on
commercial developers in the state, with

industrial developers feeling the most impact. Ralph Murphy, president-elect of the
National Association of Industrial and Office Properties and executive vice president of Marnell Properties, said land
zoned for industrial that sold several years
ago in Las Vegas for $3 to $5 per square
foot is now going for $12 to $20 per
square foot.
“The land is too expensive to justify industrial development,” Murphy said. “The
problem for industrial is that the market
can only support a certain level of rent,
and at some point the cost to develop the
building becomes non-economical.” With
the cost of development increasing, the
rental demand for industrial properties has
grown, causing vacancy rates to drop considerably in Southern Nevada. The vacancy rate went from 9.3 percent in the second quarter 2004 to 5.5 percent in the
second quarter of this year, as reported by
Restrepo Consulting Group.
Paul Perkins, senior vice president for
industrial development at Alliance Commercial, said industrial developers in
Northern Nevada are starting to build in

more rural locations as a result of the
higher land costs. Land in the valley sells
for about $6 to $9 a square foot, and in the
outlying areas, it drops to about $1.80 to
$2.50 a square foot. Perkins said because
construction costs are also on the rise,
many Northern Nevada developers are
looking at refurbishing existing buildings
to cut costs.
In the office sector, Murphy said a limited supply of Class A office space in Las
Vegas has created a heightened demand.
Marnell Properties is developing Marnell
Corporate Center – 500,000 square feet
of Class A office – south of McCarran
Airport on Sunset Road. Murphy said
tenants are gobbling up space as soon as
it is completed.
The demand for office and retail space
is strong in Northern Nevada as well. “As
long as there’s a strong appetite for California companies and people to relocate to
this region, the momentum and the growth
that we currently have will probably continue for a fair amount of time,” said Scott
Shanks, vice president of office development for Alliance Commercial. Gary
Johnson, senior vice president of retail development at Alliance Commercial, said
shopping center sites that once sold for $5
to $6 a square foot are now in the $15-persquare-foot range.
“In the case of office and retail development, developers will likely make up
for high land prices by developing more
densely, going vertical and developing
mixed-use projects that also include highdensity residential,” said John Restrepo,
of Restrepo Consulting Group.

Air Quality
Despite the record number of cars driving over Nevada’s roadways in recent
years, air quality is actually improving in
the state, according to experts. “Back in
the ’80s, we would have between 30 and
40 bad air days (per year) due to one of
the three pollutants: either carbon monoxide, ground-level ozone or dust,” said Ron
Smolinski, spokesman for Clark County’s
Department of Air Quality and Environmental Management. “In the last three or
four years, we are down to five or six
(days per year).”
Smolinski said most of those bad airquality days can be attributed to natural
events, such as smoke from wild fires and
8
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wind stirring up dust. “The air in Las
Vegas is much better than it was 15 to 20
years ago,” he said.
Andrew Goodrich, director of Washoe
District Health Air Quality Management
Division, said the same is true for Northern Nevada. “We’ve seen an improvement
in air quality, and a lot of that is attributed
to improvements in automobile technology,” he said. “We have cleaner fuels and
cleaner technology in cars. We’ve been
lucky so far in that technology has kept up
with growth or actually outpaced growth.”

Water
Pat Mulroy, general manager for the
Southern Nevada Water Authority (SNWA),
said the community has made significant
strides in conserving water, even though demand has increased substantially.
“We have taken out enough turf to save
18 billion gallons of water a year,” Mulroy said of SNWA’s landscape conversion program. “The (amount of turf removed) is equivalent to a strip of sod
(that would stretch) a third of the way
around the world.”
Mulroy said the authority is creating a

50-year plan to make sure water supplies
keep up with growth, and it has been able
to reduce the amount of water delivered
from the Colorado River by almost 65,000
acre-feet during the last two years despite
a population increase of about 170,000 in
its service area.
Andy Gebhardt, supervisor of customer
services and conservation for the Truckee
Meadows Water Authority (TMWA), said
TMWA doesn’t foresee any problems
with water shortages as a result of growth
in the near future. In the greater RenoSparks area, water rights are allocated differently than in Southern Nevada because
developers must purchase water rights before they can build. The water rights are
similar to real property and are sold on the
open market.
Historically, a set number of water rights
were dedicated to the Truckee River – a
number that can’t change, Gebhardt said.
And the price for water rights has skyrocketed in recent years. Gebhardt said three
years ago they were going for about $3,000
for an acre-foot, enough to provide indoor
usage for about four households. Now they
are selling for $10,000 or higher.

When a housing developer buys the
rights, he turns them over to TMWA once
the houses are sold. “It’s a finite number
of water rights and we can’t resell them,”
Gebhardt said. “So if I get 10 people to
cut their water use in half, I can’t now sell
that to another developer to build five
more homes.” Gebhardt said the water
that isn’t used goes to upstream storage,
and it helps delay the building of treatment plants and public water stations. “I
don’t know when the time will come, but
there will come a time when water rights
are out,” he said. “What we do then is find
a new supply.”

Highway Construction
Keeping pace with Nevada’s traffic
isn’t always easy. But Nevada Department
of Transportation (NDOT) spokesman,
Scott Magruder, said the department is
working hard to reduce congestion and
keep traffic flowing in the state. “We’ve
got a record-setting year of projects going
out,” Magruder said.
NDOT has more than $1 billion worth
of highway projects planned over the next
three years, and another $8.6 billion in
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needed construction and maintenance projects from 2008 to 2014. One of its largest
plans in Southern Nevada includes
redesigning the Spaghetti Bowl Interchange and surrounding areas to make
freeway access easier. The project is estimated to cost $543 million, with construction set to begin in Oct. 2008.
Magruder said NDOT also has plans to
widen a number of freeway areas, including U.S. 95 from the Spaghetti Bowl to
Craig Road and Interstate 15 from Tropicana Avenue to the Spaghetti Bowl.
In Northern Nevada, the department is
beginning construction this fall on the
final phase of Interstate 580 from Mt.
Rose Highway to Winters Ranch. The
nine-mile, six-lane extension of the freeway will cost about $200 million and is
expected to open to traffic in late 2008.
“We’ve identified about $6.2 billion in
revenue for those projects between 2008
and 2014,” Magruder said. “We’ve got
about a $2.4 billion shortfall.”

Healthcare
One of the industries hardest hit by
growth in Nevada is healthcare. “We’ve had
trouble keeping up with the rate of growth
for a decade, and now it’s at a critical level,”
said Lawrence Matheis, executive director
of the Nevada State Medical Association.
“We had the medical liability crisis, during
which we lost a number of physicians. We
are beginning to recruit more, but we
haven’t yet made up for the physicians we
lost, let alone the new population growth.”
Matheis said Nevada ranks last
among the states in the number of
physicians per 100,000 population. “We
are 50th in nurses-to-population,” he
said. “We are at the bottom in almost
every one of the medical care professional areas, whether it’s physical therapy or radiology technicians.”
The number of physicians training in
Nevada has increased, with the addition
10
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of Touro University College of Osteopathic Medicine, which opened last year,
and additional residencies recently approved by the state Legislature for the
University of Nevada School of Medicine. As a result, Matheis said the state
should see several hundred new physicians in the next several years, but it’s a
slow process and still requires recruitment from outside areas. “We are doing
everything that needs to be done and it’s
not enough so far,” he said.
In addition to the shortage of medical
professionals, Nevada’s hospitals have
been slapped with declining profits.
Dwight Hansen, financial analyst for
the Nevada Hospital Association, said
there was a 35 percent drop in hospital
profits statewide in 2004. “The declining profitability for Nevada hospitals is
the result of a number of factors,”
Hansen said. “But chief among these
factors is reimbursement from government payers, Medicare and Medicaid,
which is insufficient to cover the cost of
caring for these patients, and the growing number of uninsured or underinsured patients.”

Education
Growth continues to take its toll on the
state’s public education system, showing
up in overcrowded schools, teacher
shortages and lack of funds. Last year,
401,123 students were enrolled in Nevada’s public schools. That is almost
16,000 more students than the previous
year. In fact, Nevada leads the nation in
new student growth.
“I don’t see any end in sight at least
for the next two to four years,” said
Keith Rheault, Nevada Department of
Education’s superintendent of public instruction. “All the same things we are

doing now – building schools, having
teacher shortages – I just see it perpetuating in the future.”
The much-publicized teacher shortage in
the Clark County School District has led the
district to recruit teachers from every state
in the nation, as well as overseas. Yet many
of the recruits are declining offers, citing
the high cost of housing. In Clark County,
the starting salary for a first-year teacher
with a bachelor’s degree is about $28,500.
“I think the key will be to raise the minimum starting salary for teachers in the state
to where we can compete, particularly now
with the sharp rise in housing costs,”
Rheault said.
The state is also pitching alternative licensure programs for people who want to
teach and have degrees in areas other than
education. For example, one bill that was
passed in the last legislative session will
allow medical doctors, accountants, engineers and various other professionals who
possess state licenses to be issued a teaching license.
“It will have a few strings,” Rheault said.
“They will have to go in for maybe 120
hours of training to learn how to deal with
record books and classroom management.”
Another bill that was passed will allow
college or university instructors who have
not gone through a teacher education program and have at least a master’s degree
and five years’ experience in teaching to
obtain a license.
Rheault said another challenge to growth
is the high number of non-English speaking students moving to the state. Rheault
said, “It takes three years at least just to get
these students to be somewhat proficient to
be able to read and do some math. We had
600 percent growth in 10 years in non-English speakers, so by maintaining our state
average, we’ve done pretty well.”

TIME FOR YOUR ANNUAL CHECKUP
KEY QUESTIONS FOR SMALL BUSINESS OWNERS
obert Half Management Resources has identified 10 key questions for small business owners to
address when conducting an annual business checkup:
1. Is it time to update your financial systems? Outdated systems can hinder business performance.
Identify a project manager to oversee the update and consider the impact on internal personnel during implementation, integration and staff training.
2. Does your company have three-, five- and 10-year business plans? Determine if you have the intellectual capital to drive your company’s growth. Have an expert determine if projected growth is attainable.
3. Is your business secure? E-mail viruses, worms, unauthorized systems access and data theft can
leave a company vulnerable. Check security systems and technical support safeguards, and update
employees on policies and guidelines for protecting the company’s systems.
4. Are business costs under control? Prior to the annual budget review, brainstorm ways to help offset rising healthcare and other general business expenses.
5. Are you adhering to current accounting best practices? Consider how your existing financial team
can enhance its knowledge of best practices in accounting procedures. Key staff members can benefit from attending industry conferences or training courses.
6. Have you experienced another taxing tax season? Companies should have qualified accounting
and finance professionals in place to identify tax-saving opportunities and make sure all necessary
paperwork is in order.
7. How do you rate on the corporate governance scale? Determine how you are affected by regulations
such as the Sarbanes-Oxley Act of 2002, HIPAA, the USA PATRIOT Act and the Gramm-Leach-Bliley Act.
8. Are you holding onto your best people? Offer competitive compensation and benefits to help your
organization recruit and retain qualified employees.
9. Are you losing market share to the competition? Ask clients and business associates if the company measures up to the competition, and solicit ideas to improve products, services and customer
satisfaction ratings.
10. Has your company been a victim of fraud? Bring in internal auditors to work with accounting and other
departments. They can implement checks and balances to help improve internal controls and prevent fraud.

R

WHO WILL WIN
THE TALENT WAR?

jilon Professional Staffing has issued a
white paper on the impending talent war for
increasingly scarce skilled employees. Ajilon
advises that companies need to acknowledge
this potential talent shortage and prepare
themselves for a high-demand, low-supply job
market. Some of its findings include:
• By 2010, it is expected that the U.S. will
face a shortage of 10,033,000 workers. Seventy million baby boomers are expected to
retire over the next 15 years and only 40 million workers will enter the workforce in the
same period.
• Service industries that require knowledgeable workers with a degree of specialized
skills will be hit the hardest.
• Technology and scientific innovation demand that employees work faster and more
efficiently than ever.
• This talent war will initiate a more in-depth
vetting process to ensure potential employees fit a company’s culture and that they can
meet and successfully beat the challenges a
job presents.
• As the talent war heats up, the market may
force companies to offer substantially higher
compensation to new employees.
• Training managers will have an increasingly
important role in grooming new talent, because training will be a key component in
maintaining the workforce.

A

SUPERMARKETS CELEBRATE 75TH ANNIVERSARY
his year marks the 75th anniversary of a uniquely American innovation: the supermarket. Created during the Great Depression, the supermarket first delivered self-service and low prices, then boundless
variety, healthy fresh foods, one-stop shopping and convenient prepared foods, and now gourmet, ethnic
and organic offerings.
The first supermarket was a King Kullen store that opened August 4, 1930 in Queens, N.Y. This store,
comparable to today’s no-frills warehouse outlets, served as the catalyst for a new age in food retailing,
selling more than 1,000 products.
According to the Food Marketing Institute, key to the early success of the supermarket were the shopping cart, introduced in 1937, the automobile, free parking lots and mechanical refrigerators in the home
and store. The Institute reports that the supermarket helped America:
Endure the Great Depression: The impoverished American public welcomed the unprecedented low
prices, boundless variety and the opportunity to select products directly from the shelves.
Create the middle class: The supermarket’s low prices freed up substantial funds for families to spend
on cars, homes, education and other needs and amenities of life.
End the Cold War: Between 1958 and 1988, some 50,000 Soviet citizens traveled to the U.S., most
touring an American supermarket on their trip. The supermarket showcased how a free-market economy could deliver abundant, affordable food and became a metaphor for what capitalism could do and
Communism could not.
Lower food costs: The cost of food today is nearly 6 percent of disposable U.S. family income, the lowest of any country in the world, and down from 21 percent in 1930 and 50 percent in the 19th century.
Pioneer new technologies: Supermarkets have led implementation of technologies designed to improve efficiency and customer service, most notably the bar code, now scanned more than 5 billion
times a day worldwide.
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Taking the Pulse
of Healthcare:
A Look at Employer-Sponsored
Health Benefits
Jennifer Rachel Baumer

Rising Costs of Healthcare –
What’s an Employer to Do?
ising healthcare and insurance
costs have an impact on employers’ bottom line. Being able to
offer coverage also has an impact – not
having a healthcare benefits package is
frequently cited as a source of dissatisfaction among employees. According to
a report by the Kaiser Family Foundation and Health Research and Educational Trust, “Employer Health Benefits
2004 Summary of Findings,” healthcare
premiums continued at a moderate rate
of growth in 2004, increasing at doubledigit rates. The average annual premium
for employer-sponsored coverage rose to
nearly $3,700 for individual coverage
and nearly $10,000 for family coverage.
At the same time, the percentage of
workers receiving health coverage from
their employer fell from 65 percent in
2001 to 61 percent in 2004, with 5 million fewer employers providing health
insurance in 2004 than in 2001.

R
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Offering a healthcare plan can mean
the difference between getting the employees you want and not getting them.
“It’s very important for employers to
have a healthcare plan to offer potential
employees,” said Ty Windfeldt, marketing director for Hometown Health, a notfor-profit division of Washoe Health
System. “With the unemployment rate
so low, employers are really competing
for high-quality employees, and one way
to compete is by having a health plan.”
The bottom line: If you’re an employer, you can’t afford to offer healthcare
benefits, and you can’t afford not to.
Employers are understandably concerned about rising premiums. Many
feel healthcare providers are unjustified
in raising their premiums and that doctors and hospitals overcharge. In their
defense, providers point the finger at the
very advances that make healthcare coverage so desirable. From pharmaceutical
advances to bio-tech discoveries, everything costs more.

“The more high-tech the medical field
gets, the more machines they’ve got
doing things they’ve never done before,
and there’s a cost associated with that,”
said Windfeldt. “Medical providers have
to offset the costs of providing that
technology.”
Smaller businesses face additional
challenges. Larger employers can spread
their risk factors through a large number
of employees, so if a few have health
problems, it doesn’t have much impact.
Smaller employers don’t have that option. “Small employers sometimes feel
fairly vulnerable, while larger employers
have the ability to provide some good
cost-containment measures and take
some action to regroup on healthcare
costs,” said David Dahan, CEO of Orgill
Singer Insurance and Investments. “It’s
less adverse when someone is seriously
ill in a pool of 1,000 employees, versus
when it’s one of three.”
Yet, a healthy labor force is obviously a
bottom line consideration too – missed days
and absenteeism are costs all employers feel.

Chambers of Commerce across the
country are taking steps to help small
employers provide the same benefits to
their employees as larger businesses.
Orgill Singer is the managing broker of
a Las Vegas Chamber of Commerce program offered to companies with two to
50 employees. The programs are so diverse, there’s something for everyone,
and by bringing approximately 2,500
employer groups together, small businesses suddenly have the bargaining
power of large businesses.
“Altogether, they make up a power
base which we actively manage,” said
Dahan. “With the support of Health
Plan of Nevada [the plan provider] and
the Chamber continuously managing
the program, we get to see how it performs. And some of the greatest rewards are that it’s a collaborative effort and everybody is able to benefit
from it.”
It must be working – when the plan
came up for renewal, 98 percent of the
employers stayed.

Working Together: Employers,
Employees and Healthcare
Providers
Once an employer has a program, what
then? How does the company defeat the
ever-rising costs of continuing to supply
healthcare for its employees? “We can do
a number of things to control costs,” said
Windfeldt. “We have disease management programs for diabetes, asthma and
congestive heart failure and we encourage individuals at risk for those diseases,
as well as their physicians, to enroll.” Already the programs are seeing success:
re-admission rates for those conditions
have gone way down.
Harry York, executive director of the
Reno-Sparks Chamber of Commerce, suggested that businesses are starting to take
wellness a step further, incorporating concerns about potential employees’ alcohol
intake, smoking and/or weight factors into
interviews, integrating wellness into job requirements. It’s a new concern businesses
across the country are wrestling with and
it’s not going to go away any time soon.
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Alternatives to Traditional
Healthcare Plans
Established in 2002 as part of the
Medicare Reform Act, Congress implemented healthcare savings accounts as a
sort of medical 401(k), allowing employees to put funds into tax-deferred interest-bearing accounts to be used for
qualified medical expenses. Employees
can take the program with them when
they change jobs.
“The savings account aspect and the
higher deductible in these plans make
the employees more responsible on how
they go about spending that money and
the number of times they go to the doctor,” said York. “But it has to balance.
You don’t want your employee to avoid
going to the doctor. You want them to be
healthy, but responsible, and not going
just because the kids have runny noses.”
Wellness plans are another option,
urging employees to take the lead in
their own health and healthcare. “It may
sound superficial, but I think employers
really need to promote healthy lifestyles,
and that’s difficult in today’s age of,

14
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Chambers of Commerce
across the country are
taking steps to help
small employers provide
the same benefits to their
employees as larger
businesses.
‘I’ve got my right to privacy,’ and everything guarded and everything private.
But clearly a healthy workforce that focuses on healthy lifestyles and preventing disease will ultimately have some
long-term impact on the cost of providing group insurance,” said Don Giancursio, vice president of sales and marketing for Sierra Health’s Health Plan of
Nevada.
One of Sierra Health’s subsidiaries is
Southwest Medical Associates, a med-

ical group which salaries its doctors, a
step in the direction of cost control that’s
obviously popular, as 75 percent of Sierra Health’s membership chooses Southwest for primary care.
Hometown Health offers clinic-driven
programs on campus at Washoe Medical
Center, programs staffed by nurses and
physicians who will actually contact the
employee and say, “I’ve noticed you
have diabetes. Let’s talk about what you
can do to control it.” Hometown Health
also offers a hotline that members can
use around the clock. A nurse answers
each call and triages the patient over the
phone, directing the person to appropriate healthcare settings.
“If an individual with heartburn calls
the health hotline at 2 a.m. wanting to
know if he or she should go to the emergency room, the nurses will walk that
person through an algorithm and triage,
find out what’s going on and direct him
or her to appropriate healthcare,” said
Windfeldt. “It might be a home health
remedy, or it may be a serious condition
and we’ll dispatch an ambulance.”

Outlook for the Future
Efficiency is the wave of the future, as
one more way to lower healthcare costs.
For example, the use of hospitalists. In
practice in Europe for over 50 years,
hospitalists are just becoming known in
the U.S. These are physicians who spend
100 percent of their time in hospitals.
Patients on a plan that utilizes hospitalists are assigned a hospitalist for hospital in-patient care. “The premise is that
these physicians are doing hospital work
all the time and they are more proficient
and efficient than people who do it
sometimes and see 30 or 40 patients in
an office and only two or three in the
hospital,” said Dr. Sherif Abdou, M.D.,
president and CEO of Pinnacle Health
System, LLC, which provides clinical
and management services to healthcare
providers throughout the U.S.
Patients are assigned hospitalists in
one of three ways: by contract with their
healthcare provider, by assignment by
their primary care physician, or on a rotation basis when admitted through an
ER visit. The arrangement means patients aren’t allowed to choose their own
doctor when in a hospital situation, but it
does increase efficiency and standards of
patient care and leads to more consistent
treatment.
One of Pinnacle’s subsidiaries works
within the healthcare field to increase efficiency and lower costs. The group handles a range of support services for
physicians, including traditional practice
management and billing, standardizing
the process and delivery of care inside
primary care offices to provide clinical
services, and make certain patients receive appropriate care. The group also
works to set up electronic medical
records, which saves time and lowers
costs, especially when patients visit a
new physician who instantly has access
to their records and doesn’t duplicate
tests and diagnoses.
“We need to educate employers the
best we can as to why costs are going up
across the board,” said Windfeldt. “We
can tell them things like, ‘For your employer group, your costs are higher than
average because you have a higher-thanaverage trend of diabetes in your employee group. Here are some things we
can do to lower costs.’”

If you’re an employer,
you can’t afford to offer
healthcare benefits,
and you can’t
afford not to.
Dr. Abdou believes information can
also help lower costs. In addition to
learning about their healthcare plans,
employers need to have information
about patient satisfaction throughout the

continuum – from nursing homes to ambulances, home health agencies to hospitals, physicians to out-patient surgery
centers. “Employers can push every one
of those units and say, ‘In order to get a
contract with us, you must provide your
utilization data and patient satisfaction
survey, your clinical outcomes and core
data standardized by Medicare requirements or state requirements.’ Doing that
will force a transparency of critical information that will change the face of
delivery in healthcare.”
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How do you spend your time when you’re
not working?

Spending time with my family, cooking
and training for triathlons.
Favorite Business Book

The Pursuit of WOW! by Tom Peters
Best Business Advice:

Stay in school and live with your parents
as long as possible.

Gary Siroky
President

What are some of the unique features of
the prototype high school you recently
finished?

CORE Construction
Las Vegas
Years in Nevada:

15

Years with Firm:

3

Type of business

with private design-build and construction
management expertise to position us for
controlled growth in both the public and
private sectors.

General Contractor/Construction
Managers

What do you like best about your job?

Biggest business challenge

We entered the Southern Nevada market
to take advantage of the public sector
work. We are now restructuring the company into a full-service general contractor

Internally: the daily interaction with diverse professionals who enjoy a culture
of creativity, teamwork and personal
growth. Externally: creating lasting relationships with clients that are built upon
trust and integrity.

Arbor View High School is a 330,000square-foot project organized around a
centralized 50,000-square-foot open
mall. The award-winning design incorporates advanced concepts for educational curriculum, technology and security, as well as forward-thinking
standards for day lighting and energy efficiency. However, I think what is most
impressive is that, given the growth and
budgetary constraints the School District
faces, there is no compromise in the design and construction of the new high
school prototype.

Elissa Cadish
Shareholder
Hale Lane

Favorite Business Book

Las Vegas

Making Rain, by Jerry Sears

Years in Nevada:

16

Years with Firm:

10

Best Business Advice:

Always act honorably and professionally;
avoid the temptation to stretch the truth
and mislead people. Your reputation is the
most important asset you have, and you
will quickly lose it if you act otherwise.

Type of business

Full-service law firm, with offices in Las
Vegas, Reno and Carson City

What would you like your legacy to be?
Biggest business challenge

It is always a challenge to find and hire
qualified law associates who are intelligent, talented and willing to work hard.
It is crucial to pay attention to details in
order to obtain the best possible results
for our clients.
What do you like best about your job?

I enjoy taking complex facts and legal
principles and presenting them in an organized and logical way, in order for my
clients to win.
16
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How do you spend your time when you’re
not working?

I spend time with my husband and two
children, horseback riding, attending soccer games and enjoying fun weekend activities. We are active in our temple, Congregation Ner Tamid, where I am on the
Sisterhood board. I am also president for
the Southern Nevada Association of
Women Attorneys (SNAWA).

Proving that a woman can be an active,
hands-on mom to young children and a
successful, full-time professional. I feel
strongly that women should be able to
have it all.
What advice would you give a woman just
graduating law school?

Establish your goals and go for them. Do
not let others tell you what you should
want; your goals have to be your own.
You will spend a lot of time working, and
you need to do what makes you happy.

b y
n its monthly Industry Outlook series,
Nevada Business Journal invites leaders in all segments of Nevada business
to discuss the challenges and opportunities in their fields. Non-profit groups, although they are different in many ways
from other types of organizations, face issues that most companies would find familiar, including publicizing what they do
and keeping a close watch on the bottom
line. Like other Nevada companies, they
are dealing with the state’s tremendous
growth and the resulting upswing in demands for their services. Connie Brennan,
publisher of Nevada Business Journal,
served as moderator for the roundtable
discussion, which was held at The Stirling
Club in Las Vegas. Following is a condensed version of the discussion, which
began with introductions. Participants
were asked to describe the biggest challenges faced by their organizations.
Dale Andreason: For the past 20 years, I
have been the state director for Nevada
March of Dimes. The most difficult challenge we are facing today is public awareness of what we do. We have name recognition, but people still think we are the

I
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“polio people” and do not realize what we
do today. We also cooperate with other organizations in order to strengthen the approach to our mission, attempting to eliminate the duplication of services.
Fred Schultz: I started the non-profit organization Positively Kids five years ago,
for the purpose of caring for kids who are
medically dependent or have long-term
chronic illnesses. We currently have
three programs in place: a therapist program, a licensed home-health agency that
provides skilled care in the home and
skilled respite. There is not a lot of
respite within the community, like taking
care of kids who are on ventilators.
Boards are always a challenge. We live
with our challenges every day, yet our
board does not deal with problems until
you come to them.
Dan Goulet: I have been president and
CEO of United Way of Southern Nevada
for the past three years. When I look at the
challenges we face, I refer back to a community-wide needs assessment we performed two years ago. We identified three
main areas of need: health, self-sufficiency and the need for quality education. The
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challenge we are facing now is how to
transition from funding traditional services to funding in the areas of need, all
the while keeping our existing programs
in place and also funded. Anytime you
make a change, the challenge is communicating to the donor what you are moving
towards and why.
Brenda Dizon: I am the executive director
of The Shade Tree Shelter. Over the last
five years, it has grown to become the
largest shelter of its kind in the entire
state. Our mission is two-fold: first and
foremost, we provide safe shelter to
homeless and abused women and children
in crisis; and secondly, we offer lifechanging services promoting stability,
dignity and self-reliance. Our greatest
challenge, being a service provider for
homeless, is NIMBY-ism, or “not in my
back yard.” No one wants services for the
homeless close to where they live or work.
We are a homegrown grass-roots organization without national affiliation and certainly with no alumni association to offer
support. Our government funding is down
to 34 percent this year. We strive in our
mission statement to be self-sufficient,
and yet, being a non-profit, the overall
mindset is that you are not supposed to
operate like a business, so to create any
kind of operational endowment or the
like, is a bad thing.
Linder: I am the executive director of the
American Heart Association in Las Vegas.
Our mission is to reduce the risk of heart
disease and stroke by 25 percent by the
year 2010, and also to create awareness
and educate people about heart disease.
Many do not realize that heart disease is
the No. 1 killer of both men and women,
more than every single cancer combined.
The biggest challenge is philanthropy in
the Las Vegas area. I think, because we are
such a young city, philanthropy is different here than in other cities.
Angela Quinn: I am president of the Boys
and Girls Clubs of Las Vegas, and have
been with the organization for 18 months.
I do not think anyone at this table could
ever have enough money or strong
enough partnerships. However, specific
to the Boys and Girls Clubs, what we
need to do is move from being just a before-and-after school program, to finding
the kids who have special needs or are at
risk, and bringing them into the club and
18
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showing them good experiences. My
challenge is convincing the community
that this is the role of the Boys and Girls
Club. Convincing my board was a challenge, and we have overcome that problem. Once people see us in that new role,
I think some of the funding streams that
come along with partnerships and working together will follow.
Phil Bevins: I am the executive director of
the Boy Scouts of America for the
Las Vegas Area Council. We are a volunteer-driven and staff-supported organization, serving about 32,000 children in
Clark and Nye Counties, with about 6,000
volunteers. We also collaborate with 12
community organizations, such as churches, schools and civic organizations. The
challenge we have is building an infrastructure fast enough to keep up with the
needs of the community. We are blessed
with a very broad-based financial support.
But, if you would double the dollars available to us, the needs of the public would
still not be met.
Ken Richardson: I am the executive director of the Nevada Donor Network. It is not
just about dollars; we also want your organs. We do have somewhat of a unique
position in the community in that we are a
Medicare provider on the side of our operations involving healthcare, organ donation and transplantation, and on the other
side we are also involved very much with
helping provide patient services and patient education throughout the community. Last year we created a separate organization called the “Second Chance
Foundation.” That side of our operation is
focused on raising funds to provide public
education programs and short-term financial assistance directly to patients in need
of transplantation, handling the professional education and the actual organ donation throughout our community. The
challenge for us is two-fold, not just to get
you to open your wallets, but to get you to
consider your own mortality in the fact
that once you are gone, there is some good
you can leave behind in addition to your
dollars: your organs.
Patricia Miller: I am the executive director of Girl Scouts of Frontier Council.
One of our biggest challenges is publicity,
and from that we are able to generate
many donors. Most people, when they
think of Girl Scouts, think of little girls

going door-to-door selling cookies.
Andreason: Please, don’t stop selling
cookies!
(general laughter)
Miller: We can’t afford to. The public also
stereotypes us as little girls who meet
weekly for a troop meeting. However, one
of our best-kept secrets is that 41 percent
of our current membership does not meet
in troops at all. They are at-risk kids who
are meeting in neighborhoods and housing authority units. We operate drop-in
centers, open every day, for kids to have a
safe environment with adult supervision,
so they do not become involved in gangs,
drugs and victimization. Our challenge is
trying to get the word out so people know
that there is a safe place for the kids in this
community to go.
Susan Drongowski: I am the president and
CEO of Nathan Adelson Hospice. Our
two components are our hospice
foundation, which is our fundraising arm,
and our “Center for Compassionate Care.”
The center offers counseling services related to grief, loss and critical stress issues, both on an individual basis and
throughout our community. For the past
27 years, we have been Southern Nevada’s only non-profit hospice organization
out of the 10 in our community, serving
both Clark and Nye Counties. We believe
that no one should ever die alone, afraid or
in pain. We take care of people who have
been diagnosed with a terminal illness and
whose life expectancy is somewhere between six months and 12 months. The
whole notion of awareness of the wide
breadth of services that a hospice can provide, not only for the patient, but for the
family members as well, is therefore one
of our challenges. The fact that we are a
direct healthcare provider creates the
same challenges other hospitals are experiencing in terms of recruitment of nursing staff and other healthcare providers.

Getting the Word Out
Connie Brennan (Nevada Business Journal): Public awareness and education
seem to be problems you all share. What
are you doing to educate the public about
what is going on in your non-profit? Beyond the standard publicity that you send
to the press, what are you doing to educate
your market about who you are?
Richardson: We send out routine inquiries
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and do a lot of health fairs. The state also has
a taskforce on organ and tissue donation,
chaired by Frankie Sue Del Papa and funded by the popular donor license plates. The
challenge for the taskforce is to educate people at the DMV, as an educational program.
Brennan: Dale, I know that your national
organization does a pretty good job for
you, but beyond that, what do you do?
Andreason: We have achieved the best effect this last year by integrating education
with our fundraising. For example, if
somebody has already agreed to donate,
we still educate that donor as to what we
are trying to accomplish. Then, as donors
talk to others, we hope they spread the
word. It’s a small thing, but every little bit
helps. We have had some success in PSAs
through television and radio stations.
Schultz: When we do a fundraiser, we incorporate a lot of education. For instance,
some of you probably know we do the
Duck Derby every year, which has become a signature fundraiser for us. This
year it is on October 15th. It raises between $25,000 and $30,000. We also cooperate with Vanguard Media Group, a
national public relations firm that provides us with a lot of press and informational pieces. We have to expand our horizons about the kind of ways we can keep
our face “in your face.” We want to have
something there all the time: cell phone
donation programs, clothing donation
boxes. By the end of the year we should
have 50 of those clothing donation
“homes.” That can generate as much as
$10,000 a month, and they all have our
name and logo on them, so they’re a form
of advertising.
Brennan: Do you create public service
announcements for the media to run at
no cost?
Richardson: A significant change in
FCC rules a couple of years ago eliminated the requirement for electronic
media to do PSAs.
Drongowski: PSAs are pretty successful.
But, just to digress for a minute, one of the
things we do to influence awareness in our
community is going to another level. We
have six different types of student rotations through our organization, such as
certified nursing assistants, pharmacy students, medical students and LCSW
internships. While that is time- and laborintensive, we like the ability to give first-

hand experiences and education to healthcare providers. They may decide to come
back and work for us, but even if they do
not, they know what a hospice is about
and can help spread the word.
Schultz: We signed fieldwork agreements
with UNLV, the community college and
with Touro University. The fieldwork contracts and agreements are really important
to continue getting the word out; students
get out in the field and see what it’s really
like to be dealing with kids on ventilators,
feeding tubes and IVs.
Quinn: In our case, it is not about sending
the message that the Boys and Girls Clubs
of America is the best youth-based organization in the United States, but about sending the right kind of message. People have
a tendency to look upon the Boys and Girls
Clubs as a wealth-based organization that
does not need community support, which
is not true. It might have more of an impact
to talk about what we do with our community partners like the Girl Scouts to help atrisk kids, and change the way we strategize our messages.
Goulet: We are further challenged with
the coordination of programs in this community, which is currently non-existent.
How do we coordinate with service
providers who have done similar things
and convince them to come together, talk
in a collaborative way and focus their attention on what they need to do together?
By cooperating, we could have a greater
impact on the public, stretch the donated
dollars further and reach out to many
more people in need.
Dizon: There is a constant battle to do
more with less, and the expectation is to
try to be all to everyone. We are not an as-

sisted-living facility, and we are not a
mental health facility, yet we are expected
to house those kinds of clients. We truly
value our partnerships. We filled over
80,000 beds last year and served another
14,000 through our day shelter, so we
have a genuine interest and focus on taking down the barriers that exist within this
community and bringing more people to
the table just like this and saying, “Let’s
work together.”
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A Unique Climate
for Philanthropy
Brennan: Is philanthropy different in
Nevada than in other places, and how so?
Linder: Because Las Vegas is transient,
people do not necessarily view this as their
home. Because we are a young city, that
mindset will change. In communities that
are much older, people have raised their
families and stayed in that community, so
they have a more philanthropic attitude.
Bevins: I had the privilege of serving the
Boy Scouts in seven different communities, and like people, they grow in many
ways. I think Las Vegas is a community in
adolescence. We are struggling for our independence and for our maturity, but time
is on our side. We, too, suffer the stigma
of people assuming the Boy Scouts do not
need money. However, we have had
tremendous success sitting eyeball-toeyeball with individuals, sharing our vision and asking for their help.
Brennan: Are the people who live here
generous to non-profits?
Bevins: They are willing to give, but
many just do not recognize the need. Just
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a simple case in point: we have a very
high net-worth individual in our community who for years was a $500-a-year
donor. But when we sat and shared this vision with him, he became a $25,000-ayear donor. It was not because he had reluctance in the past, he just did not
recognize the need was there and that he
could make such a difference.
Schultz: We are a local non-profit, so getting the word out about who are in not always easy. We are a local non-profit, so
getting the word out about who we are is
not always easy. We cannot go to a national organization or anyone else, so we
are forced to go to the same people in
town whom everyone else approaches.
Quinn: Donors are asking for greater accountability. Certainly corporations demand a huge amount of accountability,
but individuals who are giving $25,000 or
$100,000 are also asking questions like,
“What are you doing with this money?”
You can talk about how it is a young community, but the onus is on our industry and
us to show a return on their investment.
Miller: Today’s donors are more sophisticated and looking for that “best bang for
their buck,” and where it will make the
best impact. They are looking to see
organizations step up to show what we do
with their money and if it makes a difference, changes lives or has a significant
impact. If we do not demonstrate that,
there is no reason for them to give.
Bevins: Boy Scouts of America has an international research and survey firm, Harris Interactive, which is just befuddled and
intrigued by why the Boys Scouts of
America succeed. They have spent the last
12 years dissecting the Boy Scouts, and
when we see a Harris study in reference to
scouting, those statistics are valid for Las
Vegas because we were part of their survey, so we can use their numbers to show
potential donors.
Andreason: We have a two-pronged approach: part of our money goes to the national organization and is used to fund research grants to find the answers to
premature birth, birth defects and infant
mortality. The part that interacts with the
local businesses and the local community
is the other half of our approach, and
those programs we choose to fund here in
Nevada are doing some good.
Goulet: We talk about outcomes as a way

to validate what we do for the donor, as an
opportunity to market what we do to the
public. That is our advertising opportunity.
Because we do not have advertising budgets, we cannot afford to be buying
space and running television ads. None
of us have that ability, financially. If we
create press releases or become involved
in other opportunities to talk about our
operation and the clients we touch and
the differences we make in their lives,
those stories ultimately will increase the
fundraising opportunities for us. Five
years ago, we were at the bottom of
rankings for community giving, but I
think the situation really is different
today. UNLV, Nevada Cancer Institute
and the Performing Arts Center have all
launched capital campaigns that have already achieved success. The downfall
we have as a community is a limited
number of donors and lack of communication with the public. We are reaching a
very small part of this population because we all approach the same high-income CEO and forget about the middleincome people of the rest of this
community. If we were better at telling
people what we did and how effective
we were with their contributions, we
would see a lot of them giving more.
Brennan: How does Nevada rank in terms
of per-capita giving?
Goulet: We are in the bottom percentile
when compared to other communities, because we are young. People who come here
are not as engaged yet as they are in communities in other cities. Philanthropy might
be in its tenth generation there, whereas we
are just now hitting the second generation of
this community and starting to understand
giving. When looking at the actual gift per
donor, we are very high, because we have
huge contributions coming from successful
individuals and companies. However, we are
not reaching, on a per-capita basis, enough of
the dollars in the community. People would
give if we reached out to them. We see
growth in small local businesses here that
none of us are really reaching out to – businesses that are looking to create philanthropy
in the community based upon their employees’ interests or what their corporate philosophies might be. We have yet to effectively
reach out to this part of the community.
Hopefully, businesses will soon become a
major part of our giving factor.
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Non-Profits Reach Out
Nevada Business Journal advertorials read like news articles and are the perfect
way to tell the story of Nevada’s non-profit organizations. This December the Journal
is devoting an entire section to non-profit advertorials, to enable them to tell their
stories and allow corporations to sponsor ads. The cover story of this issue will be
Philanthropy and how Nevada businesses continue to support our communities.
The Nevada Business Journal reaches over 68,000 business and community leaders
each month. All copywriting will be provided by the Journal, as well as design and
layout services to ensure the message is effective and eye-catching. Each corporate
partner will receive recognition as the sponsoring entity of the advertorial.
Plus: The non-profit will receive 1,000 reprints of its advertorial to use as an extended marketing tool – the perfect piece to leave with potential donors. Our corporate
package is offered at a 10% discount to non-profits and their sponsors:
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Mothers Against
Drunk Driving
Striving for “No New Victims”
his year marks a bittersweet anniversary for a well-known victim’s advocacy group, Mothers Against Drunk Driving (MADD). It is bittersweet because 25
years ago the organization was formed with
the mission to stop drunk driving, support
the victims of the violent crime of DUI and
prevent underage drinking. While the organization has achieved some real successes, it
is a sad fact of life that many people still insist on driving while intoxicated, even after
knowing the facts.
MADD was started in 1980 by a woman
in the Sacramento area who was outraged

T

when her 13-year-old was killed by a repeat DUI offender. Since then, the grassroots organization has grown to span the
entire country. It aims to educate people
about the dangers of drunk driving, as well
as encouraging future drivers to take seriously their responsibility behind the wheel.
Laurel Stadler, chapter director and current chapter president for the MADD
charter in Nevada, said efforts in the Silver State have been going strong since
1992. The charter is headquartered in
Dayton, but has satellite facilities in Reno
and Winnemucca. She explained that
while the numbers are decreasing nationwide, Nevada is still ranked among the top
5 percent of states in the nation for DUI
fatalities per 100,000 miles driven.
Stadler explained that MADD’s success
over the past 25 years has changed a culture
that used to look the other way when it
came to drunk driving. This change has occurred through a variety of different programs. Providing speakers for community
groups allows victims of DUI to tell their
story and continue the education process
among all different age groups. A similar
speakers’ program provides a victim impact

panel where DUI offenders attend a class
and hear the stories told by victims and survivors of DUI. In fact, Stadler said DUI offenders who have attended the victim impact panel have overwhelmingly expressed
the difference hearing these speakers has
made for them. Often the victim impact
panel provides the most inspiration for
making a significant life change and a decrease in repeat behavior.
Another program MADD is working
toward
developing
is
called
66percent.org. Stadler explained that 66
percent of young children killed in drunk
driving accidents are riding with the drunk
driver. The first goal for this program is to
get the public educated on this statistic.
The second is to encourage people to
make responsible plans, and in fact to
have a “plan B” that provides alternate
ways to get children home safely if the responsible party has been drinking.
MADD has made huge impacts across the
country, including contributing to the passage
of more than 2,300 drunk driving laws and
dramatically increasing awareness of the
problem. In 1980 the number of deaths in the
U.S. due to drunk driving was 28,000. Today,
the number of deaths due to drunk driving has
dropped to just over 17,000 per year.
The organization’s next challenge is
overcoming underage drinking. Stadler
said underage drinking “has reached epidemic proportions.” By 12th grade 75 percent of young adults have tried alcohol and
are progressing in their alcohol consumption. In Nevada, the numbers are higher
and have reached as high as 90 percent.
MADD is still working diligently toward
the mission of “no new victims,” and is
gearing up for the holiday campaign called
the “Tie One On For Safety” Red Ribbon
campaign. The organization is also in need
of those who would be interested in speaking, particularly those who have been victims of DUI and are willing to share their
experience. Individuals interested in volunteering may contact Laurel Stadler.

Mothers Against Drunk Driving
P. O. BOX 1354
DAYTON, NV 89403
Phone: 775-246-7522
Alternate: 888-293-6233
FAX: 775-246-3687
E-mail: maddmomnv@aol.com
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Reaching for
New Heights
High-Rise Construction
Comes to Nevada
by Tony Illia
Turnberry Towers, now under construction in
Las Vegas, will consist of two 45-story
residential towers with 636 condominium
units. It is just one of over 100 high-rise
projects slated for Southern Nevada.

ising land values, increased construction costs and a population boom
have pushed median Las Vegas Valley home prices past $314,000, resulting in
a flood of newly proposed condominium
projects. Developers are offering a variety
of super-luxury high-rise residences ranging anywhere from 700 square feet to
5,000 square feet in size, with prices from
$350,000 up to $4.5 million and more.
Local and out-of-town builders are betting big bucks on the market’s sustained
popularity over the next decade, targeting
everyone from second-homeowners and
empty nesters to baby boomers and urban
professionals. It has prompted companies
like Beasley & DeVarreau Sotheby’s International Realty to open a new vertical
development group in Las Vegas to service the demand. “Our new division was
created to exclusively cater to the growing
vertical development market with programs and services to better aid this special type of clientele,” said James Beasley,
president of Beasley & DeVarreau Sotheby’s International Realty.

R

Condo Hotels on the Horizon
But not all residences are the same. Condominiums and condominium hotels, although similar sounding, are worlds apart.
The condo-hotel concept enables owners to
rent out their residence when it’s in not in
use, enabling them to earn revenue from
their investment. The units are normally
marketed by the building’s operator in exchange for a portion of the income. Most
condominiums, by contrast, have strict
128
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guidelines for subleasing units. But each development has its own user criteria that can
vary dramatically from place to place.
“We’re tracking approximately 35,200
condominiums and 8,300 condo-hotel
units in the Las Vegas Valley,” said John
Restrepo, principal of Restrepo Consulting Group LLC, a Las Vegas-based economic research firm. “But these are two
completely different products. A condohotel unit is closer to a timeshare property, operating more like a vacation hotel
room rather than as a genuine residence in
a condominium tower. For resort casinos,
a condo-hotel is essentially a way to expand your room inventory for free.”
Turnberry Associates, which is credited
with launching Las Vegas’ high-rise boom
with its Turnberry Place project at Paradise Road and Riviera Boulevard, has
partnered with MGM Mirage Inc. to build
a $1.2 billion, 3,500-unit condo-hotel
complex, located at the northeast end of
MGM Grand’s 116-acre property. Buyers
who choose to participate in the hotel program pay 10 percent to MGM to market
the unit, with a subsequent 50-50 revenue
split if the room gets booked. MGM’s portion goes toward providing hotel services
such as housekeeping.
“When we started, there wasn’t a whole
lot of optimism locally that people would
want to live on the Strip,” said Dan Riordan,
director of sales for The Residences at
MGM Grand. “Our marketing has traditionally been to out-of-state, second-homebuyers. We’re not thinking it will replace the
traditional homes that people are buying.”

Other condo hotels under construction
include: the Palms Casino’s 50-story, 599unit Palms Place at the southeast corner of
Flamingo Road and Arville Street; Donald
Trump’s 64-story, 1,282-unit condo-hotel
at the New Frontier Hotel Casino at Fashion Show Drive and Las Vegas Boulevard;
the Hard Rock’s 1,113 condo and condohotel units at the northwest corner of Harmon Avenue and Paradise Road; the Cosmopolitan’s 1,700 condo-hotel units at Las
Vegas Boulevard and Harmon Avenue; and
Station Casino’s 600 units in two towers at
the southeast corner of Charleston Boulevard and the I-215 Beltway.

How Many Projects Will Survive?
“There are a lot of projects being proposed that could mean a flood of new construction work,” said Richard Rizzo, president of Perini Building Co., who is
currently building the new Trump Tower
and Cosmopolitan, as well as the 385-unit
One Queensridge condo complex at Rampart Boulevard and Alta Drive. “However,
we carefully select projects based on a development team with a proven track
record that has financial backing.”
While 103 condominium projects are
being proposed, very few are actually coming out of the ground. Only three high-rise
condominium projects totaling 884 units
have been completed in Las Vegas during
the last 30 years. Local real estate developer
Irwin Molasky finished the $125 million,
84-unit Park Towers at Hughes Center in
early 2001, and Turnberry Associates completed the first phase of its $700 million,

800-unit Turnberry Place development
around the same time.
“It’s not an infinite market, and demand for this market type is going to capout,” said Brian Gordon, principal of Applied Analysis, a Las Vegas-based
economic research firm. “Realistically,
we expect to see only half of these proposed projects developed over the next
five to seven years.”
One project that is leading the race toward completion is the 21-story Metropolis tower at Debbie Reynolds Drive and
Desert Inn Road. Built by Houston developer Randall Davis, it has been substantially completed and all 71 units have
been sold. Final occupancy is scheduled
for November. Residential Constructors
LLC, a unit of McCarthy Building Cos., is
the general contractor, and WPH Architects is the architect.
Newport Lofts is only the second condominium project rising downtown, behind the $61 million, 120-unit SoHo Lofts
project by developer Sam Cherry at Las
Vegas Boulevard South and Hoover
Avenue. The 23-story, 168-unit Newport
Lofts, which is being jointly developed

with Cherry, is scheduled to finish in 2006.
Breslin Builders is the general contractor,
and WPH Architects is the architect.
“Many first-time developers are looking to build this product,” said Michael
Mirolla, principal of Sandhurst Development, LLC, and a former executive with
Silverstein Properties, Inc., the developer
of the World Trade Center site. “A lot of
people are out there to get the quick hit.
Buyers really have to do their homework
and be comfortable with the developers
and their product.”
Sandhurst is developing a $180 million,
413-unit condominium tower, situated on
3.2 acres on the north side of Iron Horse
Court, between Grand Central Parkway
and the Union Pacific railroad tracks in
downtown Las Vegas. The 35-story,
900,000-square-foot high-rise, designed
by JMA Architecture Studios, is scheduled for occupancy in late 2007.
Barclays North is building the $105
million, 21-story Streamline Tower, situated on one acre at 150 North Las Vegas
Boulevard in downtown Las Vegas. Martin-Harris Construction is the general contractor, and PGAL is the architect. The

project calls for 251 units, from 822
square feet to 1,905 square feet in size,
plus 24,000 square feet of commercial
space. Streamline Tower is scheduled to
open in early 2007.
Australian developers Victor Altomare
and Joseph Di Mauro are planning to
build the 21-story, 132-unit Liberty Tower
at 1801 Las Vegas Blvd. South, near the
Stratosphere, plus the $500 million, 80story Ivana condo tower at the northeast
corner of Sahara Avenue and Las Vegas
Boulevard South. The 946-unit Ivana was
first announced in August 2004 as the
Summit. It was renamed and relaunched
to reflect Ivana Trump’s affiliation. Turner Construction is the general contractor
for Liberty Tower and The Ivana, and
JMA Architecture Studios is the architect
for both projects.
New condominium towers underway
near the Strip include the $325 million,
350-unit Sky Las Vegas near the southwest
corner of Las Vegas Boulevard and Sahara
Avenue. The 45-story building is being
built by Aaron Yashouafar, CEO of Milbank Real Estate Services Inc., a Los
Angeles-based real estate company spe-
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cializing in high-rise asset management,
and David Pourbaba, a noted Southern
California real estate developer. M.J. Dean
Construction is the general contractor, and
Klai Juba Architects is the architect.
Andrew Sasson and Laurence Hallier
are building the 616-unit Panorama at
Harmon Avenue and Industrial Road. The
project consists of two 33-story glass towers with residences from 700 square feet
to 4,500 square feet in size, priced from
$300,000 up to $3.5 million. The $93 million first tower is scheduled to finish in
February 2006. M.J. Dean Construction is
the general contractor, and Klai Juba Architects is the architect.
Del American has started work on the
first phase of Vegas Grand, a 670,382square-foot condominium complex at
Swenson Street and Flamingo Road. The
$86 million project calls for two four-story
buildings, totaling 426 units. Summit
Builders is the general contractor, and
JMA Architecture Studios is the architect.
A 12-story, 129-unit second phase is anticipated to break ground later this year.
Those projects now underway all have
institutional backing, with Bank of
America financing Turnberry and Corus
Bank of Chicago underwriting Panorama and SoHo Lofts. “Reservations can
fall out; it’s the hard contract that’s
tough,” said Clark Seegmiller, co-developer of Newport Lofts. “The capital that
we have to put into the project is substantial. In our case, we own the land.
And the first thing banks want to know is
if you own the land.”

Some Early Winners and Losers
Poor finances recently killed the proposed $600 million, 825-unit Aqua Blue
condo project at Koval Lane and Flamingo Road. The developer, Diversified Real
Estate Concepts, blamed rising construction costs as the primary reason for the
cancellation. The high-rise was reportedly
over 50 percent sold. Refund checks had
to be returned to buyers via Nevada Title.
Meanwhile, Diversified broke ground on
the 18-story, 255-unit The Platinum
condo-hotel at Flamingo Road and Koval
Lane in April. Residential Constructors is
the general contractor, and Morris and
Brown Architects are the architects.
“We have seasoned developers and
newcomers alike jumping into the Vegas
130
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market. Some of them will simply underprice the costs of doing business and
they’ll be caught in a tough squeeze play,”
said Rob Emerick, a Las Vegas high-rise
analyst. “With all the projects going up,
it’s a numbers game. Some will make it,
some won’t.”
Experienced developers familiar with
high-rise products who are armed with
strong finances and a brand name have a
distinct advantage over competitors. Turnberry, for example, is building two 45-story
towers combining for 632 units at Paradise
Road and Karen Avenue. The first tower is
completely sold-out and underway, with
scheduled occupancy by late 2007.
Related Las Vegas is building the $325
million, 514-unit Icon Las Vegas at Las
Vegas Boulevard and Convention Center
Drive. The project calls for two 48-story
towers with residences from 950 square
feet to 1,833 square feet in size. The first
tower sold out within 48 hours, and the
second is 60 percent reserved. Hypo
Bank of New York is providing the construction loan, and M.J. Dean Construction is the general contractor. The project
is being designed by Arquitectonica, the
firm responsible for the Westin New York
Hotel in Times Square and the U.S. Embassy in Lima, Peru. Related Las Vegas
is a joint partnership between Jorge
Perez of The Related Group of Florida
and Stephen Ross of The Related Companies. Their portfolio consists of $12
billion in real estate assets, including the
$2.2 billion Time Warner Center in Manhattan and the 72-acre CityPlace in West
Palm Beach, Fla.
Related is also partnering with CENTRA Properties in developing eight 400foot-tall towers housing 3,000 condominium units near the northwest corner of
Harmon Avenue and Paradise Road, just
west of the Hard Rock hotel-casino. The
$2 billion Las Ramblas undertaking is expected to break ground around mid-2006,
and take about 14 months to complete.
“People haven’t had to work this market because the demand has been so
strong,” said Marty Burger, president of
Related Las Vegas. “But as the market
matures, it’s not going to be the latest
gimmick that gets the unit sold.” Wellplanned projects with a strong location
and nearby amenities will thrive in sales
and resales over the long haul.

MGM Mirage, for instance, is building
its $6 billion Project CityCenter on 66
acres fronting the Strip, between the Bellagio and MonteCarlo hotel casinos. The 8
million-square-foot mixed-use development calls for four residential towers totaling 2,500 units, with 550,000 square
feet of retail shops and restaurants. Project
CityCenter is scheduled to finish by 2009.
New York-based Ehrenkrantz Eckstut &
Kuhn Architects, the firm responsible for
Lower Manhattan’s Battery City Park, is
the master-plan designer, and Gensler of
San Francisco is the architect-of-record.
Perini Building Co. is the general contractor for the first phase of work.
The Curve is another well-situated,
mixed-use project near the I-215 Beltway at the southwest corner of Durango
Drive and Sunset Road. The development consists of two 18-story condo
towers combining for 376 units, with
61,200 square feet of office space, and
115,885 square feet of retail and restaurants for a live-work-play environment.
The Curve is being developed by The
Curve LLC, with M.J. Dean as general
contractor and Klai Juba Architects as
architect. The first phase is scheduled to
finish in early 2007.

Reno Also Seeing High-Rise Boom
Reno is also seeing a mini-condominium boom with the 13-story, 92-unit Palladio under construction in the city’s redevelopment district at the former site of the
Granada Theater. The 10-story, 50-unit
Chambolle is planned next to the Riverside Artist Lofts downtown, and a new
two-tower project is proposed for the onetime site of the River Inn and Bundox
restaurant. The Comstock Hotel at 200
West Second Street has been gutted and is
being transformed into the 120-unit Residences at Riverwalk Towers, and the Sundowner hotel-casino at 450 North Arlington Avenue is being converted into the
187-unit Belvedere Towers. Similar conversion projects are being proposed for
the Golden Phoenix Hotel and the longvacant Kings Inn, making for an active
downtown revitalization.
“It’s a wonderful evolution,” said Ken
Adams, a consultant and former president of
the Downtown Improvement Association.
“Now, when you are looking for vitality and
life and meaning, it’s downtown.”

by Kim Becker

CENTEX Homes
Helping Nevada Feel
at Home
ne of the nation’s largest homebuilders is poised to broaden its presence and commitment to Nevada.
CENTEX Homes, which operates in more
than 90 markets in 25 states, plans to increase the number of neighborhoods in production while continuing to give back to
the community.
In the Southern Nevada Division, CENTEX Homes gained a foothold when it purchased Real Homes in 1999. Real Homes
owner Brad Burns stayed on to serve as the
division president. Since then, growth has
become a CENTEX cornerstone. “Each
year, we have increased the number of
neighborhoods in production and total closings,” said Nikki Liesse, operational marketing manager for CENTEX Homes.
“This fiscal year, which ends in March
2006, we plan to close 1,200 homes.”
The company is focused on building
neighborhoods in largely suburban areas,
with no plans to build in outlying areas
in the immediate future. Homes range
from the $270,000s to the $480,000s,
with a variety of home types available,
from entry-level and first and second
move-up homes to luxury homes within
planned communities.
With rising costs of undeveloped land
and materials impacting every facet of the
industry, CENTEX has not resorted to the
increasing industry practice of building exclusively on smaller lots. Instead, the company carefully reviews each piece of land,
layout and location with the prospective
homebuyer to determine the most appropriate lot dimensions, which means lot
sizes may vary, taking neighborhood
amenities and overall community design
into account as well.
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For materials, “We use commodity
tracking reports and supply-chain management tools to remain competitive and communicate our needs to our vendors, so they
can partner with us to strategically source
all our building needs while continuing to
support our growth in these challenging
times,” said Greg Campbell, CENTEX estimating manager.
One neighborhood of particular interest is Ardiente, the division’s first foray
into age-restricted active-adult communities. Located in North Las Vegas, Ardiente will include 788 homes and six
themed parks. The first of several private
preview events was held in late August
and there is already a waiting list of
prospective buyers.
Business is equally brisk in the north.
The Northern Nevada Division continues
to focus on a number of unique neighborhoods in Reno and Sparks, including Copper Creek at Damonte Ranch, a masterplanned community located at the base of
the Sierra Nevada mountain range, and
Colinas at Miramonte in Sparks.
The Northern Nevada Division is also
working hard to build ties to the community. Earlier this year, the division helped
build a home in Reno for the Truckee
Meadows Habitat for Humanity, a nonprofit organization that builds affordable
housing and sells the homes (at no profit)
to working families who might otherwise
be unable to afford a home of their own.
The four-bedroom home, built on land donated by the city of Reno, is the second
such Habitat project for CENTEX in
Northern Nevada and is part of its longtime sponsorship of the organization and
dedication to building and strengthening
the Reno community.
Although some experts predict the market will soon cool throughout Nevada,
bringing with it a decrease in new home
development and sales, CENTEX remains
optimistically poised for growth.
“We have not experienced a cooling or
slow down,” said Liesse. “In fact, we
continue to grow in the number of homes
we build and in the size of our company
each year.”
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$500 Million Project Planned
for Industrial Site

A
Montecito Companies Plans
Mixed-Use Development

M

ontecito Companies recently announced plans to develop Montecito
Pavilion, a $75 million, mixed-use center
situated on 30 acres at the northwest corner
of Tropical Way and Lamb Boulevard in
North Las Vegas. The development, located
near the new Lamb Boulevard and I-15 interchange, will include 50,000 square feet of
retail space as well as a 12-acre mid-rise residential development. Montecito Pavilion is
scheduled to break ground in the summer of
2006 with an expected completion date in
the first quarter of 2007.

joint partnership of The Related Cos.
and CENTRA Properties recently paid
$53 million for Southtech Industrial Park, a
13.6-acre property on Industrial Road in Las
Vegas just south of Flamingo Road. Tenants
of the park, which was constructed in 1994,
must vacate the site by July 2006 so work
can begin to develop it into a $500 million
mixed-use project containing retail shops,
residential units, a hotel and possibly a gaming component. Arquitectonica, a Miamibased architecture firm, will develop a master plan for the site, which falls within Clark
County’s newly outlined MUD-1 designation for mixed-use projects. NAI Horizon
represented the seller in the transaction.

Work Progresses on Summit
Sierra Center

C

he Southern Nevada Water Authority
(SNWA) has retained MWH and other
partners to design a new water supply intake in Lake Mead. The design phase of the
project is due to be complete in the next
two years and construction will be completed by 2011. The total project cost is estimated to be $650 million. The new intake,
known as Lake Mead Intake No. 3, will replace an older, existing intake should Lake
Mead water surface drop below an elevation of 1,050 feet above sea level.

onstruction of Phase I of The Summit
Sierra, an open-air lifestyle center
south of Reno, is proceeding on schedule,
with a planned opening date in March
2006. Q&D Construction is the general
contractor overseeing construction for the
developer, Bayer Properties. The retail center is located at the intersection of I-395
and the Mt. Rose Highway. Anchor tenants
Century Theatres and Dillard’s Department
Store will be joined by approximately 70
tenants, many of which are new to the
Northern Nevada market, including Pottery
Barn, Williams-Sonoma, Abercrombie &
Fitch, Ann Taylor LOFT, Banana Republic
and White House Black Market.

Voit Developing Sparks
Industrial Park

Companies Moving into
Winnemucca Airport Park

MWH to Design
Lake Mead Intake

T

V

oit Development Company broke
ground recently for Vista Business
Park, a 268,000-square-foot, masterplanned industrial park located on Vista
Boulevard north of I-80 in Sparks. Phase I
will contain 17 units totaling 118,000
square feet of space for sale or lease. Phase
II will comprise 149,586 square feet of industrial flex product, or could accommodate a build-to-suit facility up to 180,000
square feet. Ware Malcomb is architect for
the project, CFA Engineering is engineer
and Valley Commercial Contractors is
serving as general contractor.

T

he first business to locate in the 400acre Winnemucca Airport Park will be
Carwil, LLC, a metal fabrication shop that
designs, builds and repairs custom parts for
the mining industry. Ground was broken in
July for Carwil’s two buildings, totaling almost 16,000 square feet of shop and office
space. Carry-On Trailers has signed an
agreement to become the park’s second tenant, and will begin construction on its western U.S. manufacturing facility in the first
quarter of 2006, according to officials of the
Humboldt Development Authority, which is
developing the park in phases.
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Sprint Nextel to Focus
on Wireless
EDAWN Reports Record
Companies and Jobs
or the second consecutive year the Eco-

Fnomic Development Authority of West-

ern Nevada (EDAWN) has reported a
record number of new and expanding companies, representing an economic impact of
nearly $267 million to the region during the
fiscal year ending June 30, 2005. The 40
companies that moved to or expanded in
Northern Nevada is double the 20 companies EDAWN reported last year. EDAWN’s
2004-05 business report shows that the
$267 million represents 29 new companies,
10 expansion projects and one retention
project. The 40 companies generated 2,022
new jobs in the region – a 38 percent increase over the 1,470 new jobs created in
2003-04. Manufacturing led the types of industry with 22 companies, followed by 12
distribution companies and six tech-service
companies. Geographically, the majority of
businesses relocated from the West Coast,
with California representing 15 companies,
followed by six companies from the South
and two companies each locating from the
Midwest, Northeast and internationally.

Loews Hotels Planning
Nevada Venture
ake Las Vegas Resort recently announced that

LLoews Hotels will build its first hotel in Nevada

at the master-planned community in Henderson.
The $200 million Loews Lake Las Vegas Resort
will have an estimated 400 rooms and will feature
40,000 square feet of meeting space, two restaurants, two bars, two outdoor pools and a 20,000square-foot spa. It will be situated on a 15-acre
parcel near the 18th green of the Reflection Bay
Golf Club, and will feature a white-sand beach on
the 320-acre manmade lake. The project will also
include a large exhibit center to accommodate
meetings and conferences. Groundbreaking is
scheduled for 2006, with a grand opening slated
for 2008. Hill Glazier Architects, Inc. has signed
on as the architectural firm. In keeping with the resort’s theme, the Loews Lake Las Vegas Resort
will feature Mediterranean architecture.
134
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BRAC Spares Two
Nevada Facilities

print Corp. completed its purchase

he Base Realignment and Closure Commission

gust, forming a new company called
Sprint Nextel Corp. The new company
has applied to the Public Utilities
Commission for approval to spin off
its land-line operations in Nevada to
another company called LTD Holding
Co., allowing Sprint Nextel to focus
on wireless services. LTD would take
over the 900,000 phone lines in
Southern Nevada that had been operated by Sprint before the merger. It
would continue to provide long-distance services and other telephone
products. Lou Emmert, vice president
and general manager of Sprint, would
continue in charge of LTD’s land-line
operations. Sprint Nextel currently
employs over 1,000 people in Southern Nevada.

tions slated for closure by the Pentagon can remain
open. The Hawthorne Army Depot and the 152nd
Airlift Wing of the Nevada National Guard were
spared by BRAC, which was created to review the
list of bases and military installations recommended by the Department of Defense (DoD) for closure or realignment. DoD officials had proposed
moving munitions currently stored at Hawthorne to
Tooele Army Depot in Utah. The BRAC review
pointed out flaws in the original report and said it
also underestimated the economic impact on Mineral County, which would have lost an estimated 37
percent of its jobs if the depot closed. The Pentagon had also proposed sending the eight Nevada
Air National Guard C-130 planes currently based
at Reno-Tahoe International Airport to Little Rock,
Ark. The planes will be allowed to stay to provide
support for homeland security and emergencies,
such as floods and wildfires.

Sof Nextel Communications in Au- T(BRAC) has decided that two Nevada installa-

by Mike Sullivan

Politics is All About
the Numbers
…And the Personalities
an the Democrats win a statewide
election in Nevada? The simple answer is – yes, of course. Anyone can
win any election, given the right circumstances. But recent developments have
made it much more difficult, at least conceptually, for Democrats to ensure a successful statewide campaign.
That was never more apparent than in
the statewide election in 2002. Although
there was no way a Democrat was going
to beat incumbent Governor Kenny
Guinn, other statewide seats certainly
could have been competitive. But in the
end, the Dems were swept by the GOP in
every constitutional office.
Why? A myriad of factors were involved, including candidate personalities
and the state’s ever-present anointment
system. However, it is getting much more
difficult for good Democratic candidates
to win unless they are able to count on a
huge portion of Clark County voters to
support them.
Here is the thought process: No matter
what the registration numbers, most of the
northern and rural parts of the state tend
to vote Republican or, at the least, conservative. A statewide Republican candidate
can count on a pretty decent percentage of
votes, perhaps 20,000 or more, before
even entering Clark County, where more
than 60 percent of the voters reside.
That candidate then only has to break
even or lose slightly in order to be successful. When Clark County used to be
heavily Democratic, that was a tall order.
Now that registration numbers have become more balanced, all GOP contenders
have to do is keep their party on board to
have a chance to be quite successful. This
is exactly the scenario that President
George Bush used here in 2004 and that
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governor hopeful Jim Gibbons is counting on in 2006.
So, should the Democrats fold up their
tents and go home, given these seemingly
insurmountable odds? Of course not, and
you can count on them to be as aggressive
as always. The one factor this mathematical equation does not take into account is
the unique personality of the Nevada voter.
This state has never really voted along
party lines. Personalities play a huge role,
especially in rural Nevada. While Silver
State voters want someone who tends to
side with their political ideology, they are
also willing to support a candidate they
feel can get the job done, regardless of
party affiliation.
The success of Senator Harry Reid
proves this point. Although he faced a very
close election in 1998, he was re-elected
and then faced no real opposition in 2004.
Former Democratic office holders Senator
Richard Bryan and Governor Bob Miller
were also extremely successful.
So what will it take in 2006 for the Democrats to obtain more state offices?
Smart strategies, good messaging, and a
bit of luck. President Bush’s low ap-

proval ratings from his handling of the
Iraq war and the Hurricane Katrina disaster will certainly help. Economic factors
such as high gas prices and interest rates
will also contribute.
As always, the state’s anointment machine will also play a key role. Although
it appears to be absent from the governor’s race, other statewide offices such as
secretary of state and attorney general appear to have some stellar front-runners.
Catherine Cortez-Masto is the clear
choice among the state’s political anointers
for attorney general (if incumbent Brian
Sandoval finally gets his expected appointment to a federal judgeship). Governor
Miller’s son, Ross, is also expected to run
for secretary of state and will get wide support (which equals a healthy war chest).
The rest of those running for statewide
office will undoubtedly have to factor in
some of the mathematical realities of
Nevada’s current electorate when planning their strategies for success.
Michael Sullivan is president of Knight
Consulting, a Las Vegas-based government affairs firm.
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by Robert Newell

Market Volatility
Got You Down?
Five Things
to Focus on Instead
s an investor, you need to realize
that the stock market will always
have its ups and downs. You can’t
do anything about these fluctuations – but
you don’t have to let them wreak havoc on
your investment decisions.
Of course, during those occasions when
your brokerage statement contains unwelcome results, you may be tempted to take
action by selling off some “losers.” But is
this a good move? After all, your investments may only be down temporarily.
Furthermore, if you decide you must immediately lower your risk level and you
replace your stocks with fixed-income vehicles, such as certificates of deposit, you
could harm your portfolio diversification,
reduce your growth prospects and slow
your progress toward important goals,
such as a comfortable retirement.
So, what should you do? Here’s a suggestion: Look beyond your investment
statements, and seek out the following
five pieces of information:
Long-term returns. How have your investments done over the last five or 10
years? The long-term returns will give
you a truer – and possibly a more positive
– picture of how you are doing. Be aware
that a down market can lower the prices of
many stocks and stock-based investments.
By looking at how your investments have
fared over a period of several years, you
can get a sense of whether they are just
going through a bad spell along with the
rest of the market, or if they are, in fact,
chronic under-performers.
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Total difference in assets from a year
ago. If you’ve been investing regularly,
your balance today may still be higher
than it was a year ago, even if the market
is down. That “bottom line” may help encourage you to maintain your long-term
perspective and to continue following
your investment strategy.
Asset allocation balance. Are you
properly diversified? By investing in a
wide range of stocks, bonds, government
securities and other vehicles, you can increase your chances of success, while reducing the impact of short-term volatility. Ideally, your investment mix should
be based on your risk tolerance, time
horizon and long-term goals. You may
want to work with an investment professional to design an asset allocation plan
that’s right for you.
Price/earnings ratio. If the prices of
your stocks have dropped, you might want
to buy even more shares. Some of the
world’s greatest investors, such as Warren
Buffet, constantly look for high-quality
stocks whose price is temporarily depressed. By doing just a little research,
you can find a stock’s price/earnings ratio
(P/E). A high P/E indicates a stock’s price
is expensive relative to its earnings, while
a low P/E may be an indicator that a stock
is attractively priced.
Dividends paid. Even if a stock’s price
is down, it might continue to pay dividends. And if you reinvest these dividends
into the stock, you are adding more shares,
which can pay off for you if the stock’s
price rises again. (Keep in mind, though,
that not all stocks pay dividends, and dividends can be increased, decreased or totally eliminated at any point without notice.)
Your brokerage statement can give you a
snapshot of your investments – but snapshots rarely provide depth or context. To
be a successful investor, you must look at
the big picture.
Robert Newell is an investment representative for Edward Jones, located in
Henderson.

by Nancy Becker, Chief Justice, Nevada Supreme Court

The Role of the Judiciary
An Essential Part of U.S. Government
Q: Recent court cases in the news have commentators talking about the role of the judiciary in
society. As Chief Justice, what is your position on the role of courts in Nevada government?
ommentators speak as though the
role of the judiciary has changed. It
has not. For over two centuries, the
essence of our nation’s representative
democracy is the division of power between three branches of government: legislative, executive and judicial. This division is found in the United States
Constitution and every state constitution.
It is the hallmark that separates our
democracy from other governments, past
or present.
Unfortunately, for the past three
decades, emphasis on civics or government has declined in our educational systems. As a result, citizens have a poor understanding of the system of checks and
balances between these branches that is
the foundation of America’s governmental structure. By dividing government
among three branches, our ancestors ensured that the tyranny they experienced
could not be duplicated in the New World.
Each branch is entrusted with certain
powers. Legislatures enact laws and appropriate funds. Executives enforce laws,
manage day-to-day operations and allocate the legislatively appropriated funds
between citizens’ needs – for example,
police, fire, water, schools and sanitation
services. The courts have the duty to balance between competing interests, acting
as a check on the authority of the other
two branches and the impact of those
branches on individual citizens.
The courts have three roles. First: to
provide a fair and efficient system for resolving civil disputes and criminal adjudications. Second: to interpret, when
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properly requested in a case, a statute or
constitutional provision which impacts a
dispute between citizens, the other
branches of government or a citizen and
the government. Third: to protect the
rights granted to citizens under the federal or state constitutions. Persons who are
objective, unbiased and free of influence
from special interests must perform these
responsibilities.
Judges, whether in Nevada or in any
other state, do not reach out and make
proclamations. Our rulings are made in
the context of the disputes brought to us.
We do not create them; we simply provide
the forum for resolving them, short of violence in the streets.
Sometimes judicial rulings are considered controversial. An issue exists in society, unresolved and festering. Regardless
of the ultimate decision, one side in the
controversy will lose, and so the cry of
“foul” is levied at the judges. Judges know
this. They make decisions based on the
law and the facts placed before them, not
on popular opinion.
Whether a decision will be popular with
a certain segment of the population, such
as labor, gaming, lawyers, homeowners,
government, contractors, doctors, Republicans, Democrats or any other special interest group, must not be a consideration.
When courts make decisions based on
opinion polls, allowing political agendas
to sway the findings, then courts are truly
being “activists.” Making an independent,
objective decision, based upon the laws
and constitutions, is not activism; it is a
constitutional imperative.

When judges let their personal feelings
lead them astray, our system suffers. Consider segregation. The United States
Supreme Court originally tried to cater to
special interests when it approved the
“separate, but equal” doctrine in 1896.
The court feared if it rejected the doctrine,
there would be violence in the streets and
uproar from segregated sections of the
country – possibly even a new civil war. In
doing so, the court ignored both the words
and the intent of the federal Constitution
and adopted a policy that promoted discrimination, leading to the rise of organizations such as the Ku Klux Klan. Its decision was the epitome of activism. In
contrast, 58 years later, the Supreme
Court enforced the Constitution and rejected the “separate but equal” mentality.
The decision was not popular in many
states, but it was required by our Constitution. And the rule of law in our nation
survived, thanks to Congress and President Eisenhower, who recognized the
Court’s ruling must be enforced, even if
certain members of the executive or legislative branches would have preferred to
maintain the status quo and hope segregated states would end discrimination on
their own, if at a slower pace.
So what is the role of Nevada’s judiciary? As it has been since 1864, the judicial branch will continue, when asked,
to interpret statutes and the Nevada
Constitution. It is the job given to us
under our Constitution. If you want decisions based on “asking the audience,”
then watch Who Wants to be a Millionaire? on TV.
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Question:
Should Sempra Energy be allowed to build the
Granite Fox coal-fired power plant in Northern Nevada?
No, Sempra’s Coal Plant is Bad Business

Yes, We Need New Power Supplies

by Jon Wellinghoff

by Michael R. Niggli

empra is proposing to build a 1450-megawatt, pulverizedcoal plant in northern Washoe County near Gerlach. Business leaders should instead support wind and geothermal
development in Nevada as a better option.
Consider the economics: 1,000 megawatt (MW) wind and
800+ MW geothermal development in Northern Nevada would
bring: $3.9 billion in Nevada infrastructure investment; 3,354
construction jobs; 580 operation jobs; $137 million in construction wages and salaries; $182 million in sales tax; $25.8
million in annual property taxes; and $7.5 million in annual royalty payments.
In addition, the Sempra plant will impede other business development. The Clean Air Act limits ambient air pollutants in
the Washoe County air shed. Large emitters of pollutants, like
Sempra’s coal plant, will consume a significant quantity of
these air pollution “increments,” limiting additional development in Washoe County. Renewable resource facilities, however, will not limit development in Northern Nevada.
Water used by a coal plant could otherwise serve residential,
commercial and industrial development, as well as wildlife and
recreation. In Nevada, water rights have sold at $15,000 to
$20,000 per acre-foot for development purposes. Sempra will
consume water rights on the order of $375 million to $500 million in alternative development uses. Renewable energy has significantly smaller water needs and would leave water resources
intact for other development.
If not used by the Sempra plant project, the transmission lines
near Gerlach have sufficient excess capacity to deliver Nevada renewable energy to the California markets. The Sempra plant would
consume that available capacity, and prevent Northern Nevada’s
abundant renewable energy from being economically developed.
Sempra has not received BLM permits for rights of way or air
permits, nor the rights to 25,000 acre-feet of water. Sempra has
no firm contracts for their power, unlike a number of geothermal developers who do have contracts with California utilities.
Sempra has a faulty business plan that depends on selling into
an uncertain California market that is considering rejecting
power from sources high in greenhouse gas emissions like the
Sempra plant.
The bottom line is that it is bad business for Nevada to support the Sempra coal project. The Nevada Clean Energy Coalition urges Nevada business leaders to therefore support the
most prudent business choice, development of Nevada’s clean
renewable energy resources.

he July heat helped shatter energy consumption records
across the western U.S, issuing a sweltering reminder of the
need for new supplies of stable, affordable and reliable
power for air conditioners, refrigerators and other appliances.
Sierra Pacific Power, Nevada Power, Utah Power and the California electric grid all experienced record high electric demand during this period. Astute, advance power planning and conservation
was crucial to prevent supply problems. We applaud the utilities
and customers for their foresight and response.
Sempra Generation recognizes power demands will continue
to escalate. Our response includes a proposal to build a two-unit
coal-fired power project near Gerlach, called Granite Fox,
which could serve Northern Nevada, the Pacific Northwest and
Southern California.
Using abundant, low-sulfur coal will help make the cost of
the power generated at Granite Fox affordable, while reducing reliance on foreign sources of fuel. Our nation has
enough coal that is economically available to last several
hundred years.
Granite Fox would employ the Best Available Control Technology for air emissions and is sponsoring a complex and sophisticated water study to ensure it does not negatively impact area
water customers.
Some argue that it would hamper the development of solar, wind
and geothermal power in the region by displacing power line capacity. That is not the case. We support the development of renewable energy sources as part of our region’s power portfolio. We
plan to invest well over $100 million in transmission system upgrades that would help bring these resources to market. Without
these upgrades, and a stable energy source that enables connection
of solar and wind power onto the grid, renewable power from the
area is uneconomic and unsustainable.
Renewable power is an increasingly important part of this
nation’s overall energy mix. However, solar and wind generators – because they rely on less available and cyclical resources – cannot provide the stable, reliable power needed to
keep our hospitals, businesses, computers and resorts running
on a 24/7 schedule.
A “renewable energy vs. coal” debate could result in the construction of neither. We believe there’s room for both. Meeting the
power supply challenges of future summers won’t be achieved
with false accusations and emotion. The solution rests with the responsible, scientifically grounded development of a diverse blend
of energy resources. An energy supply portfolio with a backbone
of reliable, lower-cost resources will reduce risk, improve reliability and allow our economy to have the power necessary to meet the
needs of future generations.
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Jon Wellinghoff, an attorney and energy consultant at the Las
Vegas law firm of Beckley Singleton, represents Western Resource Advocates. a member organization of the Nevada Clean
Air Coalition.

Michael R. Niggli is the president of Sempra Generation.
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by Paul Singleton

The Clock is Ticking
Is Your Business Ready
for SB347?

T

he CEO was staring at screen images
of his internal network, along with
his customer database and all the customers’ personal information, including
Social Security numbers, credit history
and FICO scores. He had just completed a
vulnerability assessment of his network
and was briefing the results to the executive team, which weren’t pretty.
Further investigation revealed a folder
deep in the system created four months
earlier that had a pretty informative name:
“You’ve been hacked.” Sadly, there was
no way to truly know what information
had been compromised, but the CEO had
to assume the worst.
Surprisingly, Nevada companies are not
obligated to disclose to anyone – much
less the customers affected – that this type
of breach has occurred. What many Nevada companies don’t seem to realize is that
this is about to change.

• Encryption standards for electronically
transmitted information.
For Nevada businesses, this means access
to customer information must be based on
defined role and need, not access merely to
ease workflow or support. Appropriate
audit controls must be put in place.
When disposing of computers and other
media, companies must ensure that all
traces of information are overwritten or
destroyed, not merely deleted. Reformatting the hard drive is not sufficient. Organizations must also have appropriate security policies and technical safeguards in
place to show due diligence in protecting
customer information.

Frightening Scenarios
Company A has a software application
that is supported by an outside vendor.
The vendor has unfettered access to the
organizational systems to provide that
support. The vendor fires one of its support staff and doesn’t notify Company A
or change the access password. The disgruntled ex-staffer logs in and steals consumer info. Company A must disclose this
breach. Any vendor-authorized access to
your information must be managed just

like employee access. By the way, who’s
your janitor?
Company B upgrades all its computer
workstations and decides to be charitable
and donate the old computers to schools. It
takes a small step and reformats the hard
drives. Thinking they are empty, it hands
them over. A curious 12-year-old playing
with data recovery tools finds all the deleted files and sends them around the Internet
to impress his buddies. The school system
notifies Company B. It must investigate and
disclose this very embarrassing breach.

Security a Business Process, Not
an Afterthought.
While this bill clearly has the potential to
cause night sweats for Nevada business
leaders, it’s really an opportunity to fold security into business processes, and make it
a business enabler that also protects assets.
As an added bonus, you won’t wind up
“above the fold” of the newspapers heralding bad news about your company.
Paul Singleton is CEO of The Singleton
Group, LLC, specializing in investigative
cyber-forensics and electronic discovery
for the legal industry.

New Years Day, 2006.
Do You Know Where Your Data Is?
Gov. Guinn recently signed into law Senate Bill 347, a comprehensive information
privacy bill sponsored by Senators Valerie
Wiener, Dina Titus, Bill Raggio and Randolph Townsend. SB 347 includes the public, private and higher education sectors.
Among other things, SB 347 addresses:
• Stiff sentencing penalties for individuals
engaged in identity theft, identity fraud or
creating fraudulent documentation for financial gain.
• Clear definitions of personal identifying
information.
• Requirements for destruction of personal
information, whether paper or electronic.
• Implementation of security measures to
protect records from unauthorized access,
destruction, use, modification or disclosure.
• Requirement to disclose any breach of
security systems that results in the unauthorized release of personal information.
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by Mark Keays

Delegate, Don’t Abdicate
The Importance of
Sharing Responsiblities
ar too many managers and supervisors
are either afraid to delegate tasks and
responsibilities to their people or feel
they are the only ones who can do things
the way they need to be done. Several
years ago, Nevada Business Journal did a
survey asking employees to identify what
motivated them. While money was on the
list, it was well down in the rankings. What
people identified as most motivating were:
challenging work; an opportunity to learn;
advancement in the organization; and
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working with people they liked and respected. Delegating is one of the ways in
which managers and supervisors can give
their people an opportunity to learn and
develop knowledge and skills and meet
the items identified as motivators.
However, the tasks delegated should
not always be those the manager or supervisor hates to do. Rather, the tasks delegated should be those that not only allow
individuals to learn more about the organization and the next job up the line, but
also give them a better understanding of
the business and the knowledge, skills
and abilities needed to advance.
The most important factors influencing
the decision to delegate are the employee’s
levels of competence, expertise and experience. If an individual has the knowledge,
expertise and experience to do the job, then
delegation is a matter of explaining expectations, desired outcomes and deadlines.
The only additional step needed may be an
agreement on reporting project status and
issues on a mutually agreed-upon schedule.
At the other end of the spectrum however, are people who do not have the knowledge, expertise or experience needed to

successfully complete the delegated task.
It is then up to the delegating manager or
supervisor to outline the project, describe
the expected outcomes, timelines, resources available and other critical information. It is vital the manager or supervisor ensures that the individual understands
what is expected, has had any questions
answered and has a clear picture of available resources and possible constraints.
It is then up to the manager or supervisor to identify and agree upon a schedule
of meetings with the individual. The less
experienced an individual is in working
with a task, the more frequent the meetings need to be in order to minimize potential problems. The meetings are to
track progress, help the individual maintain focus, answer any questions and provide support as needed.
As an individual gains additional
knowledge, expertise and experience, the
follow-up process becomes less frequent
and detailed. When you see managers and
supervisors working late after their people
have gone home for the day, working
weekends on a regular basis or saying they
don’t have anyone who can perform a specific task, the organization has problems.
Far too often managers and supervisors
delegate something to an individual and
then disappear, only to reappear at some
later date to ask why the project is off
track, over budget or stalled, and then
blame the employee. Effective delegation
is all about knowing what your people
can handle, getting them to stretch and
grow, but also providing the type of leadership and guidance that minimizes the
likelihood of failure.
Abdicating is giving out work, walking
away and expecting results when people
haven’t been prepared or supported. Effective delegation helps build an organization in which people have the depth of
knowledge, skills and abilities to perform
successfully at many different levels. The
value it brings to an organization’s bottom line is enormous.
Mark Keays is president of Desert Management Services, a Las Vegas-based
management consulting firm, and a faculty member of the University of Phoenix,
where he teaches in the areas of organizational change, human resources and
management.
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By Mae Flennoy

Silver State Bank
Small Business Lender
Poised for More Growth
ilver State Bank has made a name for
itself by helping the small business
community and has flourished in
Southern Nevada’s booming economy,
with more growth still on the horizon.
Led by two banking professionals, Chief
Executive Officer Tod Little and President
Corey Johnson, the bank opened in 1996
with $5 million in assets. Now, the bank
boasts assets of around $730 million, Johnson said. Little and Johnson worked together in Utah for WestOne Bank, before it
merged with U.S. Bank.
Silver State Bank began with one branch
in Henderson and five employees. Its headquarters in Green Valley houses a bank
branch, administrative offices and loan processing department. The bank now has 150
employees and will have 11 branches in
Southern Nevada by next year. Due to the
success of its small business loan program,
the bank decided to expand beyond Southern Nevada. It also has loan processing centers in Reno, Phoenix, Salt Lake City, Denver and Portland, Ore.
“Our major motivation to start the bank
came when we noticed there were no
community banks in Henderson,” Little
said. “When we initially investigated the
market we perceived this to be a tremendous opportunity. I think we opened at the
right time in a market that was underserved. Subsequent to that, we have enjoyed a nine-year run in the best economy
in the nation.”
Another reason for Silver State’s success
is its niche marketing. The majority of its
revenue comes from providing small business loans. Silver State Bank has been the
leader in Small Business Administration
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(SBA) loans for Southern Nevada for the
last several years, Johnson said. The bank’s
small business loans range from $500,000
to $20 million.
“We understand the SBA program,”
Johnson said. “We can foresee changes in
the government programs and understand
what’s going on. We can do the smaller
deals that large banks like Bank of America
and Wells Fargo can’t do.”
Silver State Bank is a member of the
SBA’s Preferred Lender Program, developed for the most active SBA lenders.
The Preferred Lender Program allows
banks like Silver State to make the credit
decision on most requests, subject only to
a brief eligibility review by the SBA. This
in turn allows banks to respond quickly to
loan applications.
Silver State Bank also provides other
major services including home loans, construction loans and personal banking. A
large percentage of its loans go to builders
creating new communities locally. It also
has directed its efforts towards advancing
women business owners by establishing
the Silver State Bank Women’s Business
Group. The bank has allocated $20 mil-

lion for women-owned businesses and has
several programs tailored to women business owners.
Both Little and Johnson predict a long
and prosperous life for Silver State in
Nevada and want to continue focusing on
community and small business needs.
“Our growth has been phenomenal. We
are very successful because of Las Vegas’
economy,” Johnson said. “It is a very good
marketplace. Other banks in the nation
don’t have the opportunities for growth
like Silver State. We’re committed to
Clark County.”
Little doesn’t discount the success of Silver State, but said most banks in Southern
Nevada have reaped the rewards of the
state’s strong economy and that banks help
nourish that economy. He does, however,
believe Silver State, because of its small
size, provides more personalized service,
which is attractive to customers.
“Banks are extremely important to the
community,” Little said. “We provide money
for homes, for businesses, for new projects
that generate jobs and income for many people. Banks are the economic engine that
makes this a great place to live.”

ATTN: NEVADA TEACHERS
FREE EDUCATIONAL DVD
ON THE FRAMING OF THE CONSTITUTION

A

More Perfect Union: America Becomes A Nation is the first
comprehensive recreation of the stirring, heated debates that
took place during the summer of 1787 at the Constitutional
Convention. Filmed on location at Independence Hall, Williamsburg,
Virginia, and other historical sites, the movie dramatically chronicles
how America became a nation and illustrates the underlying principles that guard our freedoms today.
The film, produced in 1990 by KBYU-TV, was initially shown on
PBS nationwide and was viewed by almost 2.5 million people. It received several gold and silver awards in national and international
film festivals, including an Emmy Award.
Because Nevada Business Journal realizes that it is vital for
schoolchildren to learn and understand the Constitution and its principles, we have ordered a limited number of copies of this educational program. As a public service, we will provide a DVD FREE OF
CHARGE to any Nevada teacher who wants to use it in his or her
classroom. A teacher’s guide for the movie may be downloaded from
the Website of the National Center for Constitutional Studies.
To order your free copy, please call our office at (702) 735-7003
ext. 28, or email your contact information to info@nbj.com.
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Business Indicators
units

dates

latest

DATA
previous

year ago

NEVADA

M

any pundits who missed the
2000 stock market bubble are
now getting press coverage
by predicting a housing bubble. The
housing market bubble pundits might
have a point, however. Many impacts
invariably follow an economic event or
shock, such as the cascading corporate
scandals that followed the overvalued
stock market of the 1990s. Moreover,
economic shocks usually do not dissipate quickly. For example, Enron is still
with us. In short, today’s housing appreciation story may be the aftermath
of the high-tech bubble.
Even if the recent housing price appreciation experienced in Nevada and
other hot real estate markets is unsustainable, a disruptive economic debacle
need not follow. Housing differs from
other assets’ characteristics, suggesting
the possibility of different impacts from
asset over-valuation; and, history rather
conclusively shows that similar economic events seldom repeat precisely. Indeed, economic problems have the
habit of mutating to mixtures of new factors, much as changing flu strains that
require new vaccines annually. Even if
speculative housing market problems
arise, general adversity in spending, income or jobs need not follow.
Surging energy prices will surely sap
the economic vitality of the U.S. and
Nevada economies in the months
ahead, through a slowdown in consumer spending and lower profits in
transportation-related industries. It is
hardly clear, however, that slower
growth will tip the economy into a
downturn; indeed, we see no signs that
slower future growth foretells a recession. On the contrary, the latest round
of business indicators points to growth
and prosperity in the months ahead.
Still, future headwinds could create unexpected turbulence. So, finding ourselves in the mid-phase of an economic
expansion, the future advantage may
fall to those who follow prudent behavior and plans.

R. Keith Schwer
UNLV Center for Business and
Economic Research
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1,228.3

1,223.8

GROWTH
recent year ago
(%)

(%)

1,153.9

0.4

6.4

comments

Employment

1,000 employees

6/05

Unemployment Rate

%, nsa

6/05

4.1

3.7

4.5

10.8

-8.9

Favorable

3.683

3.347

2.9

13.2

Strong Growth
Strong Growth

Strong Growth

Taxable Sales

$ billion

5/05

3.789

Gaming Revenue

$ million

6/05

954.22

1,024.00

854.29

-6.8

11.7

Passengers

passengers

5/05

4.350

4.404

4.087

-1.2

6.4

Up Annually

Gasoline Sales

million gallons

4/05

98.53

90.15

93.57

9.3

5.3

Up Annually

Visitor Volume

million visitors

4/05

4.318

4.424

4.129

-2.4

4.6

Up Annually

(%)

(%)

CLARK COUNTY
1,000 employees

6/05

873.4

871.5

810.7

0.2

7.7

Unemployment Rate

%, nsa

6/05

4.1

3.7

4.7

10.8

-12.8

Taxable Sales

$ billion

5/05

2.816

2.748

2.467

2.5

14.1

Strong Growth

860.38

704.29

-7.3

13.2

Strong Growth

3,595

3,728

26.2

21.7

Up

Employment

Strong Growth
Favorable

Gaming Revenue

$ million

6/05

797.15

Residential Permits

units permitted

6/05

4,537

Commercial Permits

permits

6/05

121

130

86

-6.9

40.7

Up Annually

Passengers

million persons

5/05

3.811

3.904

3.533

-2.4

7.9

Up Annually

Gasoline Sales

million gallons

4/05

68.65

61.12

63.00

12.3

9.0

Up

Visitor Volume

million visitors

4/05

3.683

3.841

3.480

-4.1

5.8

Up Annually

(%)

(%)

Employment

1,000 employees

6/05

218.5

217.4

209.3

0.5

4.4

Strong Growth

Unemployment Rate

%, nsa

6/05

3.8

3.5

3.8

8.6

0.0

Favorable

0.529

0.510

5.9

9.9

Strong Growth
Flat

WASHOE COUNTY

Taxable Sales

$ billion

5/05

0.560

Gaming Revenue

$ million

6/05

86.60

88.59

84.84

-2.2

2.1

469

490

34.1

28.4
-29.3

Down Annually

Residential Permits

units permitted

6/05

629

Commercial Permits

permits

6/05

29

20

41

45.0

Passengers

million persons

5/05

0.456

0.397

0.465

14.8

-2.0

Down Annually

Gasoline Sales

million gallons

4/05

14.49

14.78

15.95

-2.0

-9.2

Down Annually

Visitor Volume

million visitors

4/05

0.430

0.373

0.452

15.3

-4.9

Down Annually

(%)

(%)

UNITED STATES

Up

million, sa

7/05

133.786

133.579

131.562

0.2

1.7

Unemployment Rate

%, sa

8/05

5.0

5.0

5.5

0.0

-9.1

Continuing to Improve

Consumer Price Index

82-84=100, nsa

6/05

194.5

194.4

189.7

0.1

2.5

Modest Oil Impact

200.8

196.6

-0.1

2.0

Still Good

167.4

164.5

0.6

2.4

Still Good

Employment

Modest Growth

Core CPI

82-84=100, nsa

6/05

200.6

Employment Cost Index

89.06=100, sa

2q05

168.4

Productivity Index

92=100, sa

2q05

135.7

135.3

132.8

0.3

2.2

Up

Retail Sales Growth

$ billion, sa

7/05

357.013

350.801

323.604

1.8

10.3

Up

Auto and Truck Sales

million, sa

6/05

17.82

16.64

15.73

7.1

13.3

Up

Housing Starts

million, sa

6/05

2.004

2.004

1.827

0.0

9.7

Up

GDP Growth

$ billion, sa

2q05

11,096.2

10,999.3

10,704.1

0.9

3.7

Up

U.S. Dollar

97.01=100

7/05

112.183

111.619

114.815

0.5

-2.3

Up

Trade Balance

$ billion, sa

5/05

-55.349

-56.899

-48.742

2.7

-13.6

7/05

1,234.18

1,191.33

1,101.72

3.6

12.0

Up

6/05

2.92

2.94

0.95

-0.7

207.4

Up

6/05

0.96

1.24

3.34

-22.6

-71.3

S&P 500

monthly close

Real Short-Term Rates %, nsa
Treasury Yield Spread

%, nsa

Trending Down

Narrowing

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