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*Offer valid until 9/30/09 to new commercial subscribers of Cox Business VoiceManagerSM and Cox Business InternetSM in Las Vegas Cox-wired, serviceable locations. Minimum 2-year service agreement required for free installation capped 
at $500. Offer includes 50% off Traditional VoiceManager service for the fi rst 3 months when bundled with Cox Business Internet service at minimum speed of 2.0Mbps/384Kbps. Regular rates apply after fi rst 3 months. Long distance is 
not included. Telephone modem equipment may be required. Modem uses electrical power to operate and has backup battery power provided by Cox if electricity is interrupted. Telephone service, including access to e911 service, will 
not be available during an extended power outage or if modem is moved or inoperable. Cox cannot guarantee uninterrupted or error-free Internet service or the speed of your service. Additional costs for installation, construction, inside 
wiring and equipment may apply. Offer does not include usage, applicable taxes, surcharges or fees. Discounts are not valid in combination with or in addition to other promotions, and cannot be applied to any other Cox account. Rates 
and bandwidth options vary and are subject to change. All programming and prices are subject to change. Programming may vary by location. Services not available in all areas. Other restrictions may apply. ©2009 CoxCom, Inc., d/b/a Cox 
Communications Las Vegas, Inc. All rights reserved. 

 Call 702-939-1148 or visit coxbusiness.com

Fast, effi cient, reliable 

communications from 

Cox Business can help you 

accelerate your company’s 

success. And our special 

offer puts your savings into 

high gear. Switch to Cox 

and get your voice, data 

and video communications 

working at a fantastic rate. 

Now your business
can communicate
at a fantastic rate.

Get Cox Business Phone
for only 

$1050*
per month

For the fi rst 3 months 
plus FREE installation!

With a 2-year service agreement when 
subscribing to Cox Business Internet.sm

http://coxbusiness.com
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For more information, 

please contact our JURIS Legal Banking Group

702.248.4200

The bank of choice for more Southern Nevada law firms and attorneys.

Big Bank Capabilities.  

Small Bank Personal Attention. 

A Single Relationship Manager.

� IOLTA /Deposit Accounts

� Lending/Equipment Finance

� Treasury Management

� Escrow Deposit Services

BoN NevBusJournal JURIS Ad 05F:Layout 3  8/10/09  4:40 PM  Page 1

http://bankofnevada.com


4                                        September 2009 www.NevadaBusiness.com4                                        September 2009

Contents

FEATURES
19 Unemployment  • Jennifer Baumer
  Getting Back To Business

23 Industry Focus: Professional Organizations
46 Building Nevada: Homebuilders • Adam Candee
  Rethinking A Struggling Industry

D
EP

A
R

T
M

EN
T

S 6  Commentary • Lyle Brennan

52  Face to Face• Kevin Wallace

54  Vital Signs • Mike Murphy

56  Power of Attorney • Brooke Borg

57  Around The State

58  Ask The Expert • Mike Enos
  Opening a Successful Franchise

59  Free Market Watch • Geoffrey Lawrence
  Legislature fails to meaningfully address  
  escalating retirement costs

60  Commercial RE Report 

61  Business Indicators

62  The Last Word

9
C O V E R  S T O R Y

Legal Elite
The Silver State’s top one percent of attorneys as 
nominated by their peers.

Pictured on Cover: 

Left to right: 
Michael Bonner, Greenberg Traurig
Chris Kaempfer, Kaempfer Crowell Renshaw 
Gronauer & Fiorentino
Michael Feder, Lewis & Roca, LLP

S P E C I A L  R E P O R T

Northern Nevada NAIOP
Bus Tour Guidebook
A look at properties featured on the bus tour for the
Northern Nevada chapter of NAIOP.

Anthem Blue Cross and Blue Shield is the trade name of Rocky Mountain Hospital and Medical Service, Inc. Life and disability products underwritten by Anthem Life Insurance Company. 
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 President Obama’s “Healthcare Reform” proposals are enough to make any right-thinking per-
son feel sick, for three main reasons.  First and foremost, this system substitutes coercion for choice.  
It will take away peoples’ ability to work with healthcare providers to make their own medical deci-
sions.   Secondly, it will drive up healthcare costs and taxes for everyone.  Third, it will take away 
healthcare providers’ ability to make an honest living.  
 Medicare and Medicaid pay so little in reimbursements to healthcare providers that they often 
lose money by treating patients.  In order to make the proposed plans work without bankrupting the 
Treasury, Obama has promised to reduce costs.  The only way to add 50 million people to the insur-
ance rolls and “reduce costs” is to cut reimbursements even further.
 The Healthcare Heroes event recently sponsored by Nevada Business Magazine and Anthem 
Blue Cross Blue Shield was inspiring and uplifting.  We celebrated many caring individuals who 
have devoted their lives to improving the lives of others.  Honorees included a pediatric oncologist 
who organized a Tae Kwon Do class for his young cancer patients, and a woman whose own tragic 
experience led her to donate $2 million to help create a more comfortable stay for those with family 
members suffering from long-term illnesses.  These heroes and others like them deserve our sup-
port and help.  
	 Yes,	the	present	healthcare	system	is	inefficient,	expensive	and	sometimes	unfair,	but	ask	your-
self how these problems developed.  It isn’t because the private enterprise system failed to work.  It’s 
because the present system is bogged down in bureaucracy and regulations caused by government 
interference.  Federal government meddling created the current mess, and now they propose to 
“reform” the healthcare system by giving us more of the same.
 Due to public protests about creating a government-run public insurance plan, Obama now in-
sists that his plan will leave room for private insurance companies.  A hybrid system called “private 
insurance cooperatives” is supposed to foster healthy competition and lower rates.  Don’t be fooled 
– private insurance cooperatives are just a way for the far-left progressives in the Obama camp to 
get their foot in the door.  As we saw with Fannie Mae and Freddy Mac, these quasi-government 
entities	develop	pretty	quickly	into	federal	bureaucracies,	with	more	waste,	inefficiency	and	lack	of	
oversight than the current private system. 
 If this legislation passes, the federal government will start setting standards through a federal health 
board, making “recommendations” on standards of care.  Once the federal government starts deciding 
what kind of care we should receive, our freedom of choice will be gone.  Private insurance companies 
will be forced to follow the federal guidelines, or they will forced out of the marketplace altogether.
 Which brings us to the question of choice – if you are forced into the government’s program, a 
federal board will decide what kind of care you receive.  Did a committee decide that you don’t need 
a hip replacement because a wheelchair is cheaper?  Sorry – you have no right to appeal.  In addi-
tion, a system called Quality-Adjusted Remaining Years can amortize the cost of treatment over the 
remaining	“quality	years	of	life”	likely	for	that	patient.		Healthcare	rationing	will	be	justified	in	the	
name of providing care for the most number of people, and that could mean that your elderly parents 
don’t get the care they need.     
	 The	congressional	budget	office	says	the	current	House	plan	would	increase	the	deficit	by	$239	
billion over the next 10 years.  History shows that government entitlement programs always cost 
more than the original estimates, as they grow in scope and become more and more top-heavy.  
However, the real cost will not be in dollars – it will be measured by the quality of life for average 
Americans, who will lose another basic freedom if this program is authorized.

For more information: Americans for Free Choice in Medicine, afcm.org
The Heritage Foundation, heritage.org

Healthcare Reform Proposals 
Endanger Your Health
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Unparalleled Experience, 
Strength in Litigation

Hutchison & Steffen Secures Historic $388 Million 
Jury Verdict Against California’s Taxing Agency

The legal climate in Nevada has 
changed tremendously in recent years, with 
many firms coming and going, merging 
and refocusing. Although the law firm of 
Hutchison & Steffen has grown to include 
more than 30 attorneys, the fi rm has never 
lost focus on its core strength of business 
litigation and appellate legal services. This 
concentration has led to signifi cant success 
for the fi rm’s clients. 

One of the most signifi cant, and inter-
esting, cases handled by the attorneys at 
Hutchison & Steffen is Gilbert P. Hyatt’s case 
against the California Franchise Tax Board. 
Mark A. Hutchison, lead counsel for Gilbert 
P. Hyatt, recently led a trial team in securing 
a jury verdict in his client’s favor for $388 
million against the California Franchise Tax 
Board. The jury returned its verdict following 
four months of intense trial testimony and 
argument and over 10 years of litigation. 

Hyatt, who received a key microproces-
sor patent in 1990, sued California’s tax 
assessment and collection agency, alleging 
the agency audited him in bad faith and 
committed fraud and other intentional torts 
during its audit. The Franchise Tax Board 
claimed Hyatt was a California resident 
in 1991 and part of 1992, assessing him 
millions of dollars in income taxes for those 
years, including fraud penalties. 

Hutchison & Steffen has handled the 
lawsuit since the fi rm fi led the complaint in 
January of 1998. “Many of the fi rm’s attor-
neys played key roles in securing this historic 
victory for the client,” said Hutchison. After 
the case was fi led in Nevada, California took 
the case to the Nevada Supreme Court and 
then to the United States Supreme Court, 
arguing that Nevada courts could not adjudi-
cate in Nevada Mr. Hyatt’s claims against the 
California Franchise Tax Board. The United 
States Supreme Court disagreed and unani-
mously upheld the Nevada Supreme Court’s 
ruling that Mr. Hyatt’s intentional tort claims 
could proceed to trial in Nevada. 

The jury returned a unanimous liabil-
ity and compensatory damage verdict for 
$138.1 million for fraud, intentional infl ic-
tion of emotional distress, abuse of process, 
breach of confidential relationship, and 
invasions of privacy. In addition, the jury 
unanimously determined that the Franchise 
Tax Board’s conduct warranted punitive 
damages. The jury returned a verdict assess-
ing $250 million in punitive damages. 

Hutchison stated, “The entire case, 
from start to fi nish, is unprecedented.’’ As 
reported in local and national news media, 
Hutchison observed that the ruling against 
the California Franchise Tax Board is like 
“the shot heard ’round the world at Lexington 

and Concord” for abusive taxing agencies. 
He continued that “government agencies 
should pause and refl ect on the signifi cance 
of this verdict.” The jury’s $388 million award 
makes it one of the largest verdicts in favor 
of an individual in United States history. 

As a full-service fi rm, Hutchison & Stef-
fen is poised to handle most any business 
litigation or appellate legal matter. The fi rm’s 
attorneys pride themselves on their ability 
to provide effective, rigorous representa-
tion at a cost-effective rate—and it is with 
the values of honesty, integrity, and profes-
sionalism that the firm approaches each 
legal matter. 

Mark A. Hutchison

For more information about 
Hutchison & Steffen, visit:
www.hutchlegal.com

LAS VEGAS OFFICE
Peccole Professional Park

10080 West Alta Drive, Suite 200
Las Vegas, Nevada 89145

(702) 385-2500

RENO OFFICE
3702 South Virginia Street

Suite G12-313
Reno, Nevada 89502

(801) 335-0373

http://www.hutchlegal.com
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The Silver STaTe’S

Top aTTorneyS

Strength comes with experience. At our law firm, we have over eight decades of 

success from which to draw.  Strength comes with breadth of knowledge. In litigation, 

government relations, business transactions, employment law and many other areas, 

we have you covered. Strength comes with commitment. We pride ourselves on 

client service and high legal standards, going above and beyond for our clients 

every day. In other words, strength comes with Jones Vargas.

Strength,
determination
and trust.
At Jones Vargas, clients 
have been finding these 
characteristics for over 
80 years.

 
la s  vegas      /      reno      /      jonesvargas . com

Edward Garcia  /  Joe Brown  /  Gary Goodheart

http://jonesvargas.com
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Cover Story

The Silver STaTe’S

Top aTTorneyS

epresenting the top one percent of Ne-
vada’s attorneys, the 100 lawyers includ-
ed	 in	 the	2009	Legal	Elite	have	earned	
the trust and endorsement of their peers.  
These attorneys have been recommended 

by the people that know them best, the lawyers they 
work with or see across a courtroom.  Who better to 
determine an attorney’s merit than another attorney?
	 Out	of	 the	approximately	10,049	 licensed	attor-
neys in Nevada, 100 are being honored as this year’s 
top attorneys.  Additionally, lawyers were asked to 
submit three names for the best up-and-coming at-
torneys and the best government attorneys in Ne-
vada.		This	second	annual	Legal	Elite	list	is	the	re-
sult of those recommendations. 

Methodology

	 Balloting	for	Legal	Elite	began	earlier	this	year	
when Nevada Business Magazine asked members 
of the Nevada Bar to nominated their peers.  Attor-
ney’s were sent email ballots as well as encouraged 
to nominate through the website.  The response was 
outstanding.
   We received hundreds of ballots and began the 
arduous process of determining this year’s Legal 
Elite.	Each	attorney	was	given	a	score	based	on	the	
number of votes he or she received and whether the 
votes	 came	 from	within	 their	 firm	 (one	 point)	 or	
outside	their	firm	(three	points).		Only	lawyers	that	
are licensed in Nevada were eligible to participate.
 After each vote was tabulated, our research team 
began to review the top 100 scorers and determine 
their eligibility.  They also reviewed each of the top 
20 best up-and-coming attorneys and the top 20 best 
government attorneys.  The following pages high-
light the top attorneys as chosen by their peers and 
will be an invaluable resource for anyone looking to 
retain an attorney.

R

Attorneys Choose 
Top One Percent
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www.tangerinelv.com
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Number of Years
Practicing in NevadaCompany

Kaempfer Crowell Renshaw
Gronauer & Fiorentino

Fox Rothschild

McDonald Carano Wilson

Brownstein Hyatt Farber Schreck

Marquis & Aurbach

Greenberg Traurig

Bailey Kennedy

Lewis & Roca

Bible & Mousel

Brownstein Hyatt Farber Schreck

Greenberg Traurig

Holland & Hart

Bowen Hall Ohlson & Osborne

Land Use and Government Affairs

Litigation and Employment Law

Trust and Estates

Corporate and Business Law

Commercial and Partnership Litigation

Bankruptcy

Business Litigation and Administrative
Healthcare Law

Commercial and Business Litigation

Gaming

Litigation

Corporate & Securities, Gaming

Real Estate & Banking Law

Commercial Litigation

11

15

29

12

32

13

25

5

40

16

28

15

33

Las Vegas

Las Vegas

Reno

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Reno

Las Vegas

Las Vegas

Las Vegas

Reno

Location Practice EmphasisName

Top 100 Attorneys

Tom Amick

Lyssa Simonelli Anderson

Robert Armstrong

Davis Arrajj

Phillip S. Aurbach

Brett A. Axelrod

John R. Bailey

Joice B. Bass

Paul A. Bible

Todd Bice

Michael J. Bonner

Bradley N. Boodt

Dan C. Bowen

Chris Kaempfer
with Kaempfer Crowell Renshaw 
Gronauer & Fiorentino received the most 
votes in the Legal Elite category and is 
this year’s number one Legal Elite.

Greenberg Traurig
received more votes than any other firm 
for both the Legal Elite and the Best Up 
and Coming Attorneys. 

Topping
  the list
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[ 1750 ATTORNEYS IN 32 LOCATIONS° | USA LAW FIRM OF THE YEAR, CHAMBERS GLOBAL AWARDS* ]

Greenberg Traurig is a service mark and trade name of Greenberg Traurig, LLP and Greenberg Traurig, P.A. ©2009 Greenberg Traurig, LLP. Attorneys at Law. All rights reserved.  Contact: Mark Tratos in Las Vegas at 702.792.3773. °These numbers are 
subject to fluctuation. §Greenberg Traurig was selected by Chambers and Partners as USA Law Firm of the Year, 2007. 8327

Greenberg Traurig, LLP
3773 Howard Hughes Parkway | Las Vegas, NV 89169 

702.792.3773 | www.gtlaw.com

Thank You and Congratulations!
Greenberg Traurig’s Las Vegas attorneys thank our clients and peers, whose trust and commitment enabled us to be recognized 
among the Top 100 Attorneys in Nevada and in the Top 20 Up and Coming Attorneys in Nevada Business Magazine’s Legal Elite, 2009.

We are proud to congratulate those of you who join us on this list and to recognize the GT attorneys selected.

8327-0809-LV-IP-NVTop100-Ad_v3.qxp:Layout 1  8/19/09  11:18 AM  Page 1

http://www.gtlaw.com
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Number of Years
Practicing in NevadaCompany

Lewis & Roca

Greenberg Traurig

Law Offices of William H. Brown

Jones Vargas

Lionel Sawyer & Collins

Lewis & Roca

Campbell Williams

Shea & Carlyon

Jones Vargas

Lionel Sawyer & Collins

Marquis & Aurbach

Bollick & Boyer

Coppedge Emmel & Klegerman

Fennemore Craig

Holland & Hart

McDonald Carano Wilson

Holland & Hart

Kolesar & Leatham

Lionel Sawyer & Collins

Lewis & Roca

Lionel Sawyer & Collins

Greenberg Traurig

Brownstein Hyatt Farber Schreck

Woodburn & Wedge

Lionel Sawyer & Collins

Gordon Silver

Watt, Tieder, Hoffar & Fitzgerald

Lionel Sawyer & Collins

McDonald Carano Wilson

Commercial and Business Litigation

Corporate & Securities

Corporate and Criminal Law

Business & Real Estate Transactions

Renewable Energy, Environmental Law and NEPA

Gaming

Catastrophic Injury

Bankruptcy Law

Bankruptcy Law

Gaming Regulatory, Corporate and Commercial

Commercial and Real Estate Litigation
and 1st Amendment Defense

Securities, Business and Corporate Law

Business Litigation

Business Bankruptcy, Debtor’s Rights, Creditor’s 
Remedies and Commercial Litigation

Real Estate Law

Energy and Public Utility

Real Estate, Financing and Lending, Commercial and 
Residential Development and Commercial Leasing

Real Estate, Banking, Secured and Unsecured 
Transactions and Gaming Law

Gaming Law

Commercial and Business Litigation

Commercial Litigation

Litigation

Litigation

Corporate and Business Law and Real Estate Law

Healthcare, Insurance and General Business Law

Bankruptcy Law

Construction, Contract and Surety Law

Real Estate and Corporate Law

Litigation, Construction Law and Business Law

4

25

8

34

8

27

31

23

35

19

16

21

16

22

37

23

20

23

37

9

29

28

5

15

16

12

2

27

21

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Reno

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Reno

Reno

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Reno

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Location Practice EmphasisName

Top 100 Attorneys

John E. Bragonje

John N. Brewer

William H. Brown

Michael Buckley

Linda Bullen

Anthony N. Cabot

Donald Campbell

Candace Carlyon

Janet Chubb

Mark Clayton

Terry A. Coffing

Sherwood N. Cook

L. Joe Coppedge

Laurel E. Davis

Karen Dennison

Kathleen Drakulich

Lance C. Earl

Elliott R. Eisner

Robert Faiss

Michael N. Feder

Cam Ferenbach

Mark E. Ferrario

Jason Firth

John P. Fowler

Lynn Fulstone

Gregory E. Garman

Greg Gledhill

Mark Goldstein

Andy Gordon
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Number of Years
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Gordon Silver

Rice Sibley

Kaempfer Crowell Renshaw
Gronauer & Fiorentino

Gordon Rees

Lionel Sawyer & Collins

Woods Erickson Whitaker & Maurice

Arin & Associates

Lewis & Roca

Greenberg Traurig

Greenberg Traurig

Kemp, Jones & Coulthard

Kaempfer Crowell Renshaw
Gronauer & Fiorentino

Kamer Zucker & Abbott

Kelly & Sullivan

Bailey Kennedy

Koch & Scow

Howard & Howard

Kaempfer Crowell Renshaw
Gronauer & Fiorentino

Kolesar & Leatham

Jones Vargas

Jones Vargas

Lionel Sawyer & Collins

McDonald Carano Wilson

Lewis & Roca

Snell & Wilmer

Morris Peterson

Lionel Sawyer & Collins

Lewis & Roca

Greenberg Traurig

Chairman of the Business Restructuring and 
Bankruptcy Department

Bankruptcy Law and Commercial Litigation

Administrative Law, Land Use and Zoning, 
Construction, Real Estate

Commercial Litigation

Commercial Litigation

Business Litigation and Commercial Litigation

Plaintiff’s Personal Injury

Commercial Litigation/Sports and
Entertainment Law

Litigation

Corporate and Securities

Civil Trial Practice; Business, Construction, Real 
Estate, Mass Tort and other Litigation Claims

Land Use Litigation and Government Affairs,
Real Estate, Construction, Sports Law

Employment Law

Criminal Defense

Business Litigation and Professional Liability

Business Litigation/Intellectual Property Litigation

Business and Corporate Law, Commercial 
Litigation, Financial Services, Real Estate

Land Use and Government Affairs,
Legislative Affairs

Bankruptcy, Insolvency, Secured Transactions, 
Commercial Law and Commercial Litigation

Domestic Relations

Complex Litigation

Commercial Litigation

Commercial Litigation

Intellectual Property

Construction Law and Litigation

Contract Litigation, Corporate Securities Litigation, 
Derivative Litigation and Utilities Regulation Issues

Commercial Litigation with an emphasis
on Construction Law

Intellectual Property

Bankruptcy

36

23

12

9

37

3

5

6

26

18

28

33

23

30

34

5

14

11

23

21

34

49

20

13

14

40

10

5

20

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Henderson

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Henderson

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Location Practice EmphasisName

Top 100 Attorneys

Gerald M. Gordon

James Greene

Bob Gronauer

Joseph Hardy Jr.

Paul Hejmanowski

Justin S. Hepworth

Matthew W. Hoffman

Eric D. Hone

Philip M. Hymanson

John C. Jeppsen

J. Randall Jones

Chris Kaempfer

Gregory Kamer

Kevin Kelly

Dennis L. Kennedy

David R. Koch

James Kohl

Jennifer Lazovitch

Nile Leatham

Paul Lemke

Kirk Lenhard

Samuel Lionel

Pat Lundvall

Michael J. McCue

Leon F. Mead II

Steve Morris

John Naylor

Linda Marie Norcross

Bob Olson
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The 100 Legal Elite
come from 42 separate firms 
throughout Nevada.

The 20 Best
Up and Coming Attorneys come from 
9 different firms.

The majority
of the 2009 Legal Elite focus on Liti-
gation as their practice emphasis.

There are
approximately 203 rules in the Ne-
vada Rules of Professional Conduct 
for Attorneys.  These rules govern all 
licensed attorneys throughout the 
state.

Approximately
10,049 attorneys are licensed
in Nevada.

According to the UNLV
William S. Boyd School of Law’s 
Placement Statistics, in 2008:

• 93.6% of their students were employed  
 nine months after graduation

• 83% of those employed were in Nevada

• A graduate’s average salary was $75,532

• 77.9% of graduates received a job offer  
 before graduation

• 55% of the graduates went into private  
 practice

2009
Legal Elite Stats

Cover Story

6795 Edmond St., Ste. #160
Las Vegas, NV 89118 (215 & Decatur)
702-257-7777
www.ncbnv.com

http://www.ncbnv.com
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Expertise: A team of skilled professionals with advanced 
degrees, specializing in jury behavior and effective advocacy.

Experience: �ree decades of empirical analysis of jury 
behavior in all areas of civil litigation, high profile, and high 
stakes cases.

Excellence: Unsurpassed. See testimonials from Nevada 
lawyers at www.tsongas.com/excellence/excellence.cfm.

Founded in 1978, Tsongas is one of the pioneers of 
litigation consulting.

Here are selected Tsongas services in more detail:

• Case Strategy Development: A one or two day 
structured process focused on the development of the case 
narrative, themes, and language that will effectively arm 
and motivate your audience, whether mediator, judge, 
arbitration panel, or jury. Early involvement is key.
Chart the course before discovery begins.

• Mock Trial and Focus Group Research: Tsongas’ 
research methodologies for Mock Trials and Focus 
Groups focus on the collection of reliable and
meaningful data. Learn about risk, settlement value,
and effective trial strategy. Methodology, execution,
and informed analysis are central to a meaningful 
research project.

• Shadow Jury Projects: Ever wonder if the real jury 
understands your case or finds your witnesses credible?
A shadow jury can provide fast feedback in high exposure 
cases to better inform you about how your jurors are
processing the case.

• Jury Selection: �e Tsongas focus is on systematic jury 
“de-selection,” identifying high-risk jurors, and helping 
you remove them from the jury pool. Both quantitative 
and qualitative measures are used to quickly assess and 
identify the highest risk jurors in your venire. We have 
extensive knowledge of Las Vegas juror attitudes and 
characteristics.

• Witness Preparation for Deposition and/or Trial: 
�ere is nothing more important than the truth told 
well. Witnesses can become more competent and 
confident in a realm dominated by the skilled attorney.

• Demonstrative Exhibit Development and
Production: A picture is worth a thousand words. 
Graphics can efficiently and effectively present elements 
of your story, boosting comprehension and retention of 
key facts and case themes.

• Opening Statement and Closing Argument Analysis 
and Development: Presenting facts/information is 
important, but get advice and support from those whose 
expertise is in the theory and practice of persuasion and 
advocacy. Whether your audience is an arbitrator, 
mediator, judge, or jury, arm and motivate them to be 
your advocate.

Tsongas consists of professionals whose sole focus is the 
art and science of litigation-based analysis and advocacy. 
�e firm specializes in civil defense and significant 
plaintiff actions. Tsongas is available for extensive
engagements and specialized services on smaller cases.

�eodore O . Prosise, Ph.D.
Vice President - Senior Consultant

Tsongas Litigation Consulting, Inc.

Your Local Jury Experts Aren’t Local

Local references
on request

1-888-452-8019

www.tsongas.com

®

Extensive:
  • Experience in high profile
    high exposure civil case
   in Las Vegas
  •Knowledge of Las Vegas
   juror attitudes

Extensive:
  • Experience in high profile
    high exposure civil case
   in Las Vegas
  •Knowledge of Las Vegas
   juror attitudes

http://www.tsongas.com/excellence/excellence.cfm
http://www.tsongas.com
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Number of Years
Practicing in NevadaCompany

Goold Patterson Ales & Day

Holland & Hart

Brownstein Hyatt Farber Schreck

Lewis & Roca

Snell & Wilmer

Greenberg Traurig

Greenberg Traurig

Brownstein Hyatt Farber Schreck

Brownstein Hyatt Farber Schreck

McDonald Carano Wilson

Sidhu Law Office

Sklar Williams

Kaempfer Crowell Renshaw
Gronauer & Fiorentino

Ballard Spahr Andrews & Ingersoll

Albright Stoddard

Fox Rothschild

McDonald Carano Wilson

Greenberg Traurig

Jolley Urga Wirth Woodbury & Standish

Greenberg Traurig

Lewis & Roca

Watt, Tieder, Hoffar & Fitzgerald

Santoro, Driggs, Walch, Kearney, Holley & Thompson

McDonald Carano Wilson

Greenberg Traurig

Wright Stanish & Winckler

Marquis & Aurbach

Kamer Zucker & Abbott

Lionel Sawyer & Collins

Commercial Real Estate

Trial Lawyer specializing in Commercial Litigation

Litigation

Appellate Practice and Complex Litigation

Real Estate and Commercial Finance

Litigation

Bankruptcy

Gaming Law, Corporate and Business Department

Corporate and Business Law

Energy and Administrative Law

Bankruptcy Law and Commercial Litigation

Commercial Transactions including Real Estate, 
Healthcare and Securities

Construction, Real Estate and Litigation

Litigation

Commercial Transactions

Tax and Estates

Trust and Estates

Intellectual Property, Entertainment, Media and Art Law

Business & Real Estate Litigation, Transaction & 
Commercial Law and Gaming & Administrative Law

Real Estate

Commercial and Business Litigation

Civil and Construction Litigation

Business Litigation

Commercial and Business Litigation

Litigation

Criminal Defense and Government Investigations

Arbitrator of Business Disputes, Litigation of Business 
Disputes, all Civil Litigation and Real Estate Litigation

Labor and Employment Law

Real Estate and Corporate Law

28

37

18

27

DND

8

4

40

14

27

9

18

12

1

3

DND

16

30

39

17

19

5

11

5

14

35

15

25

28

Las Vegas

Las Vegas

Las Vegas

Las Vegas & Reno

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Location Practice EmphasisName

Top 100 Attorneys

Jefferey D. Patterson

J. Stephen Peek

James Pisanelli

Daniel F. Polsenberg

Zachary Redman 

Brandon E. Roos

Micaela Rustia

Frank Schreck

Ellen Schulhofer

Thomas Sheets

Ambrish Sidhu

Alan Sklar

James Smyth II

Daniel Stewart

William Stoddard Jr.

Craig Stone

Scott Swain

Mark G. Tratos

William R. Urga

Gregg Vermeys

Dan R. Waite

Justin L. Watkins

James E. Whitmire

Ryan Works

William Wray

Richard A. Wright

Jay Young

Carol Zucker

Jeffrey Zucker
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Number of Years
Practicing in NevadaCompany

Greenberg Traurig

Greenberg Traurig

Lionel Sawyer & Collins

Lionel Sawyer & Collins

Greenberg Traurig

Greenberg Traurig

Brownstein Hyatt Farber Schreck

Greenberg Traurig

Greenberg Traurig

Greenberg Traurig

Marquis & Aurbach

Lewis & Roca

Lionel Sawyer & Collins

Greenberg Traurig

Mainor Eglet Cottle

Damian R. Sheets

Ballard Spahr Andrews & Ingersoll

Lewis & Roca

Watt, Tieder, Hoffar & Fitzgerald

Greenberg Traurig

Intellectual Property

Corporate and Securities

Commercial Litigation, Business Disputes,
Mechanic’s Liens and Construction Law

Business and Real Estate

Litigation

Litigation

Corporate & Business Law

Bankruptcy

Litigation

Litigation

Real Estate Litigation, Title Insurance and Escrow Law

Intellectual Property

Gaming, Liquor and Land Use/Zoning Law

Litigation

Mass Tort Law

Criminal Defense and Family Law

Litigation

Commercial Litigation/Sports and Entertainment Law

Civil and Construction Litigation

Litigation

4

3

3

3

3

5

2

7

6

3

8

5

6

8

4

2

1

3

5

4

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Henderson

Las Vegas

Las Vegas

Las Vegas

Las Vegas

Location Practice EmphasisName

20 Best Up & Coming Attorneys

Peter H. Ajeman

Eric T. Blum

Jennifer Braster

Pearl Gallagher

Leslie S. Godfrey

Joseph A. Gutierrez

Albert Z. Kovacs

Anne M. Loraditch

Jason R. Maier

Christopher R. Miltenberger

Terry A. Moore

Linda Marie Norcross

Jennifer Roberts

Brandon E. Roos

Marni Rubin

Damian Sheets

Daniel Stewart

Franchesca Van Buren

Justin L. Watkins

Lisa Zastrow

In order to qualify as a Best Up and Coming Attorney, each attorney must have been either under 40 years of age or in practice for less than 10 years.

http://hutchlegal.com
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702.362.7800 • klnevada.com

Congratulations
to Our Partners

Elliott R. EisnER, Esq. 
Attorney/Partner

nilE lEatham, Esq. 
Attorney/Managing Partner

A quality law f irm is made up by its people. 
Every law firm has its own personality. It is defined not by what areas of practice it chooses, but 
by how it does what it has chosen to do. It is not a question of billable hours, it is a question of its 
people. That is why Kolesar & Leatham prides itself on its attorneys. We select the finest attorneys in 
the country, and are confident knowing that each individual is an extension of the firm and its values. 

We are a full-service business law f irm. 
We are business lawyers providing efficient and value-added professional representation to our local, 
national, and international clients. We have earned the coveted AV rating from Martindale Hubbell 
and deliver services in a caring, cost-efficient and conscientious manner. We know that without the 
commitment of our people, there would be no Kolesar & Leatham. 

Banking • Business • Real Estate • Commercial • Litigation

Scott Anderson
Deputy Secretary of State, Las Vegas

Bradley Ballard
Clark County District Attorney’s Office, Las Vegas

Sam Bateman
Clark County District Attorney’s Office, Las Vegas

Gregory A. Brower
United States Department of Justice,
Las Vegas & Reno

Kimberly Buchanan
Office of Nevada Attorney General, Las Vegas

Catherine Cortez Masto
Office of Nevada Attorney General, Las Vegas

Marilyn Craig
City of Reno, Reno

Robert Gower
Clark County District Attorney’s Office, Las Vegas

Bradford Jerbic
Las Vegas City Attorney, Las Vegas

Orrin Johnson
Washoe County Public Defender, Reno

Catherine Jorgenson
Office of the District Attorney, Las Vegas

Edward Magaw
State of Nevada, Las Vegas

Paul Padda
United States Attorneys Office, Las Vegas

Teresita L. Ponticello 
Las Vegas City Attorney’s Office, Las Vegas

Elizabeth Quillin
City of Henderson, Henderson

Jeremy Reichenberg
District Attorney’s Office, Lyon County

David Roger
Clark County District Attorney’s Office, Las Vegas

Michael J. Schwartzer
Clark County District Attorney’s Office, Las Vegas

Carie A. Torrence
City of North Las Vegas, North Las Vegas

Michael Wilson
Nevada Attorney General’s Office, Reno

20Best

2009 NAIOP “OFF THE BUS” TOUr

PrESENTEd By cOx BUSINESS®

NAIOP Southern Nevada
Bus Tour Guidebook

Coming
October 2009 Government Attorneys

http://klnevada.com
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Feature Story

Unemployment

echnically the U.S. – and Nevada – has been in a recession 
since December 2007.  We’ve seen a tremendous blow to 
the	financial	markets	during	2008	and	falling	consumer	

confidence	throughout	the	first	seven	months	of	2009.		There’s	been	
continuous job loss every quarter for the last four quarters.
 Is there any good news?  Yes.  A consensus of economic panels 
states	economic	growth	will	turn	positive	in	the	third	quarter	of	2009,	
in part because some of the pre-conditions of recovery are being met, 
said Jeff Thredgold, economic consultant, Nevada State Bank.  The 
precondition for any growth in the state’s economy is stabilization 
and for the bleeding to stop in the national and global economies.
 “The current quarter is likely to be positive,” Thredgold said and 
the fourth quarter is expected to be positive as well.  In addition, 
France and Germany are thought to have come out of their recessions 
in August and the U.S. economy is likely to move toward growth in 
the	second	half	of	2009.

T

By Jennifer Baumer

Getting Back
to Business

Best

Photo courtesy of the National Archives
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 With a global recession, no one’s been 
immune.	 	 Maybe	 the	 official	 announce-
ment of the recession in the fall wasn’t a 
surprise, but probably the scope and depth 
of the recession has thrown a few people 
for a loop.  In Nevada we may not have 
considered ourselves completely immune, 
but we generally weather storms better 
than other states due to our drive-to desti-
nation, gaming and tourism and the diver-
sification	of	the	state’s	economy.		
	 “This	is	the	first	global	recession	since	
just after World War II, and that hurts 
Nevada the same as it hurts anyone else,” 
said Thredgold.  “But it hurts Nevada in 
terms of gaming and people coming here 
and the selling of Nevada-made products 
and commodities.  Nevada isn’t going 
to rebound until the national and global 
economies rebound and those two precon-
ditions are taking place.”
 “In the state, unemployment is at 12 per-
cent,	and	in	Clark	County	it’s	at	12.3.		
Nationally	it’s	at	9.5	and	that	means	
Nevada	is	significantly	above	the	

national rate,” said R. Keith 
Schwer, director, The Center 
for	 Business	 and	 Economic	

Research, University of Las 
Vegas, Nevada.  “What 
that means is we’ve laid 
off a lot of workers and 
I think the conditions 
in Reno and Las 
Vegas are always a 
little bit different.  
Nonetheless, both 
of those regions 
are in worse eco-
nomic condition 
than the nation as 
a whole.”

 Of the 50 
states,	 49	 are	 in	 re-

cession, according to 
Thredgold, and Nevada 

was hit hard, along with California, Ari-
zona, Utah and Oregon.  “Average un-
employment across the west is above 10 
percent and those states like Nevada, Ari-
zona, California and Florida where it was 
very	sexy	to	buy	real	estate	between	2003	

The Tsunami

 The recession has been compared to a tidal 
wave.  The water comes in and creates tremen-
dous damage and destruction and when the 
storm is over, the water doesn’t all sweep back 

out to sea and leave everything shiny 
and upright.  Instead, we’re left 

with standing water and 
broken trees and a 

lot of bare shelves 
where the goods 
for sale have 
been dragged 
off.

and 2006 whether you lived there or not 
were hit hard when prices came down to 
reasonable levels again.”
 In addition, with the gaming industry in 
place Nevadans always expected that even 
with the ups and downs of the economy 
there would be tourism and dollars for the 
tourists to play with.  In reality,  that didn’t 
happen.  “It was more than expected, a 
consequence of the longest, deepest and 
most painful and pervasive recession since 
the great depression,” said Thredgold.  
 “In Southern Nevada we’ve always 
made the statement we were somehow im-
mune to recessions,” said Schwer.  “I think 
that’s gone out the window.  It’s very clear 
our	 economy	 is	 not	 well	 diversified	 and	
I think that’s true for both Reno and Las 
Vegas,	we’ve	got	limited	diversification	in	
our economy and that shows up in the cur-
rent economic downturn.  “We’ll have to 
see whether or not the push toward renew-
able	energy	will	help	with	that	diversifica-
tion.”  
 “We’re living in interesting times where 
we haven’t seen anything as long and hard 
as we’ve seen.  But it is running its course,” 
said Thredgold.

Unemployment in the
Silver State

 In May of this year the U.S. unemploy-
ment	 rate	 was	 9.4	 percent.	 	 In	 Nevada,	
where just three years ago the unemploy-
ment	rate	was	significantly	under	the	na-
tional numbers and most other economic 
indicators were near the top of the charts, 
the stats were 11.1 percent in the Las Ve-
gas metro area, 11.2 percent in Reno and 
11.3	percent	statewide	(source:	Economic	
Overview:	May	2009,	Department	of	Em-
ployment,	Training	and	Rehabilitation.)		
 And it’s not just unemployment – it’s 
underemployment.  “People are making 
70 percent of what they were making and 
agreeing	to	pay	cuts,	so	that	figure	is	actu-
ally much higher,” said Bill Rosado presi-
dent, ManagedPAY, a Nevada professional 
employers organization.  “If you count un-
deremployment	we	might	be	as	high	as	13	
or 14 percent.”
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were encouraged that they weren’t being 
let go and even that the employer was 
working	to	find	solutions	and	keep	them	
on.  But not everyone felt that way – at one 
business employees revolted and refused 
to accept salaries decreases; instead, a 
handful of employees insisted the em-
ployer decide who to keep – and who to 
let go.  “The situation became heated and 
contested and our HR department helped 
the client through,” said Rosado.  “And 
the people who complained and wanted 
to stay were the ones who were let go, so 
it kind of worked, but in reverse.”
 In other businesses, owners are step-
ping	in	and	filling	the	void	left	by	miss-
ing employees, taking on administrative 
tasks and some of the day-to-day man-
agement of the company.  Others keep 
salaries and employees but cut back on 
401(k)	matches	or	cut	benefits	and	health	
insurance programs.

 What does 12 percent unemployment 
mean in real numbers?  It means an es-
timated	169,800	people	in	the	state	are	
out of work and actively looking, ac-
cording	 to	 the	DETR	report.	 	 It	means	
that 15,600 people in Nevada became 
unemployed in the month of June alone, 
with	7,900	jobs	lost	since	May,	5,900	in	
state or local government positions.  In 
all,	83,700	jobs	had	been	lost	in	Nevada	
in	2009	by	July	and	when	unemployment	
hit 12 percent in June, it was the highest 
rate ever recorded in Nevada.  The only 
sector that doesn’t seem to have been hit 
in Nevada is mining, which according 
to Schwer has not been adversely im-
pacted.  “Prices are high for gold and 
other precious minerals and I suspect 
if	you	 look	at	data	 there	you’ll	find	no	
change.”
 It’s a lousy time to be an employee 
and a lousier time to suddenly not be one 
anymore.  And for businesses across the 
Silver State, it’s just plain a lousy time.  

 “It’s hard for employers,” said Rosado.  
“For	90	percent	of	all	businesses,	payroll	
is the biggest expense.”  Which explains 
why so many businesses are letting high 
percentages of their employees go.  But 
at the same time, “It’s the people who 
separate your business from the compe-
tition, the quality of services a business 
provides is based on the employees that 
do the work for that company and the last 
thing a business wants to do is hurt the 
employee.”
 So businesses are trying different 
tactics for staying on track and keeping 
employees onboard if possible.  “I’ve got 
several medical practices [as clients] who 
went to their employees and said they 
didn’t want to let anybody go but because 
of the bad economy, they needed to re-
duce wages across the board and wanted 
employees to accept and agree on an 
across-the-board reduction in salaries.”
 Some businesses met with a favorable 
response, Rosado said, where employees Continues on page 50
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Sallie Haws is the heart
of Haws Corporation, the
largest manufacturer of
drinking water fountains in the United States. Serving as
president since 2001, she understands the company like no
one else. Literally working her way up, she has held positions
in human resources, sales and marketing, information systems,
and graphic design.

Haws Corporation was started by Sallie’s great-grandfather,
Luther Haws: a self-employed master plumber, sheet metal
contractor, and sanitation inspector. In 1906, while on his rounds
at a public school, Luther noticed children drinking from a
shared tin cup. This unsanitary practice—although common at
the time—inspired him to invent the world’s first drinking water
fountain.

In addition to developing innovative drinking water fountains,
Haws also manufactures emergency equipment for schools,
recreation districts, and industrial complexes. Their mission is
consumer driven. Every product that leaves the Haws plant is
of the highest craftsmanship and is built for years of service.
Luther Haws’ inventive spirit and devotion to quality lives on in
the leadership of his great-granddaughter, Sallie Haws.

Sallie is pictured here at Lake Tahoe, an hour from the Haws
corporate headquarters in Sparks, Nevada.

I N N O V A T I O N

LAS VEGAS RENO CARSON CITY ASPEN BILLINGS BOISE BOULDER CHEYENNE COLORADO SPRINGS DENVER DENVER TECH CENTER JACKSON HOLE SALT LAKE CITY SANTA FE WASHINGTON D.C.

Holland & Hart is proud to serve clients such as Haws Corporation
because we, like them, constantly strive to provide innovative
solutions for our clients.

Holland & Hart is the largest law firm based in the Mountain West
with nearly 450 attorneys in 15 offices across seven states and
Washington, D.C.

Contact: Greg Gilbert, gsgilbert@hollandhart.com, 702-669-4620
3800 Howard Hughes Pkwy, 10th Floor, Las Vegas, NV 89169

Tim Lukas, tlukas@hollandhart.com, 775-327-3000
5441 Kietzke Lane, Second Floor, Reno, NV 89511

www.hollandhart.com

Professional
Organizations

http://www.hollandhart.com
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Series Sponsored by

FRONT ROW    Robin Civish, Commercial Marketing Group (CMG) • Katrina Bruce, Alternative Management

Kelli Bowling, National Association of Women Business Owners    BACK ROW    Brad Schnepf, Southern Nevada NAIOP

Steve Holloway, Associated General Contractors (AGC) • Dennis Wiengart, U.S. Small Business Administration

Left To Right

Professional
Organizations

I N D U S T R Y  F O C U S
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Katrina Bruce:  I’ve got dual challenges.  
One is being the management and staff 
support to multiple associations and help-
ing guide those associations through tough 
times and help them to determine the best 
approaches and how to make them unique 
and valuable to the members.  Secondly, as 
a business owner, to really forecast what I 
can	expect	a	year	from	now,	or	18	months	
from now in my business planning as the 
associations are looking at these challeng-
ing times.  
Robin Civish:		We	have	about	98	members	
right	 now.	 	We’re	 down	 from	 about	 180	
members last year.  So, our biggest chal-
lenge has been retaining members.  We do 
meet twice a month, which is a little unique 
to most organizations.  So our attendance 
at meetings bounces from one meeting to 
the next instead of having our members at 
both meetings every month like they were 
a year ago.  A lot of the issues we’re talk-
ing about are not new issues, they’re just 
bigger issues than they were two years ago.  
Getting new members has always been a 
big driving force behind any group.  It 
wasn’t as big an issue as it is now, but it’s 
always been an issue.  It just hasn’t been 
right there in front of us.
Bowling:  And I think any organization, 
no	matter	 what	 year	 it	 is,	 if	 it’s	 1980	 or	
2009,	 struggles	 to	maintain	and	keep	 the	
relevance it has to its members.  It’s con-
stantly evolving and changing to meet the 
needs of its members.  That’s just some-
thing that you’re going to have as long as 
you’re involved, as long as the organization 
exists, to maintain and keep the relevance 
to the members and how we provide value.  
That’s never going to change.

How are your 
organizations 
combating decreased 
membership?
Holloway:  We’ve been very active in 
recruiting. Members want services that 
you provide that they can’t get elsewhere.  

xecutives representing profes-
sional organizations recently 
met	 at	 the	 law	offices	of	Hol-
land & Hart in Las Vegas to 
discuss issues facing profes-

sional organizations in the Silver State.  
Most professional organizations are fac-
ing a downward trend in membership as 
well	as	difficulty	in	finding	and	renewing	
much needed sponsorships.
 Connie Brennan, publisher of Nevada 
Business Magazine, served as moderator 
for this monthly event that brings leaders 
together to discuss issues pertinent to their 
organizations.  Following is a condensed 
version of the roundtable discussion.

What is the biggest 
challenge your 
organization faces?
Dennis Weingart: I think our biggest 
challenge is relative funding and staff-
ing to the amount of workload that 
we’re seeing.  As you can imagine, over 
the	last	18	to	24	months,	the	Las	Vegas	
area economy has created a lot of unem-
ployed people, many of whom are now 
starting and running a business of their 
own as a means of generating income.  
That’s created quite a challenge for us 

to try to meet the demand for services in 
an era of decreased government funding 
for what we do. At the same time, we’re 
seeing a lot of so-called stimulus money 
out there which, to my recollection, has 
still	not	filtered	down	to	the	man	on	the	
street type of scenario.  
Brad Schnepf:  One of our biggest 
challenges is going to be to retain mem-
bership and attract new members in 
light of the type of economy we’re in, 
because everybody in our organization 
is affected one way or the other.
Kelli Bowling:  Our biggest challenge is 
keeping and retaining members, show-
ing our value to our members and then 
keeping our corporate partners or our 
sponsorships.  We’ve had a lot of banks 
as our sponsors.  Right now, as I’m sure 
you’re all aware, most banks are not do-
ing very well, they’re struggling with 
where they’re putting their money.  So, 
we’ve lost a lot of corporate partners in 
that regards.
Steve Holloway:  The biggest problem 
for me right now is freeing up public 
money, including stimulus money to get 
projects underway.  For example, Clark 
County right now is held up on about 
$300	 million	 worth	 of	 public	 works	
bids,	 contracts	 and	 projects.	 	 Enough	
said.

E

Industry Focus | Professional Organizations

Continues on page 41
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One of those, of course, is networking.  
But, more importantly, it is the contacts 
we have, with public works agencies for 
example.
Civish: At CMG we had a staggered 
pricing for meetings for members and 
non-members, and we’ve changed that 
so everybody can come for the member 
price to try and help encourage non-
members to come to the meetings.  This 
was	our	first	meeting	and	we	had	a	bet-
ter attendance than we did last meeting.  
I don’t know if that was a speaker-driven 
factor or if it was the pricing.
Bruce: That’s just the opposite of what 
we would do.  What my clients would 
do in terms of encouraging membership 
would be to keep the differential be-
tween member and non-member greater 
so that there’s a reason to be a member.  
That’s one of the reasons I’m curious to 
see how that works.
Civish:  We went back and forth on this 
in our board meetings.  Our members 
were coming to meetings; it’s the guests 
we’re not getting.  So, if we’re not get-
ting new guests, we’re not going to get 
new members.  We’ll try and see how 
it goes.  It’s not a permanent change.  
We’re calling it a summer special.
Schnepf:  We have a very active mem-
bership committee that gets involved in 
inviting people to our functions.  We 
have a lot of monthly breakfasts, for ex-
ample, we have networking functions, 
once or twice a month.  And, we en-
courage folks to bring guests at some of 
these.  Some of them are for members 
only so there’s an exclusivity associated 
with it.  But, we also communicate con-
stantly	 about	 the	 benefits	 of	 member-
ship and what it means to be a member, 
and try to keep the membership active 
so that other people are attracted to the 
organization.  One of the things that we 
realized was there’s a balance that needs 
to take place between adjusting the 
costs to be appropriate for the economic 
times that we’re in, but at the same time 
maintaining value, which is why people 

become a member anyway.  That is the 
network abilities, the educational oppor-
tunities and all of the different types of 
committees that are involved.  What we 
found is that, even though the dollars are 
tight and budgets are being scrutinized, 
there’s still demand for our existing 
membership to have these opportuni-
ties available to them.  I think that has 
helped a lot in the retention of our exist-
ing membership.
Bowling:  If you’re a member of NAW-
BO Southern Nevada, you’re a member 
of NAWBO National.  Because of that af-
filiation,	there	are	a	lot	of	other	benefits	
than just working with the local group.  
So, we’ve tried to focus on that.  We’ve 
also changed our luncheon meetings and 
have put together whole series, as op-
posed to just having stand-alone meet-
ings with standalone speakers.  We’ve 
created a whole education series from 
starting	 your	 business,	 financing	 your	
business, checking your business bottom 
line, setting up your entity to sell, how to 
close the deal, how to check in on your 
business,	from	start	 to	finish.	 	We	have	
a special on Internet marketing, which 
has been a huge request of ours on how 
to use Twitter, Facebook and Linked-In 
to make your business more successful.  
Because a lot of those are all free and 
everybody’s all about free right now.

In regards to 
membership, is the 
problem retention 
or recruitment?
Bowling:  For us, it’s retention in particular.  
Just because we have a lot of really small busi-
ness owners that are members.  The majority of 
our members are business owners with under 
$500,000 in revenue a year.  So, if they’re look-
ing	at	places	to	cut,	this	is	one	of	the	first	things	
they cut, their membership and subscription 
dues.  It doesn’t seem like a lot, our membership 
is only $200, but that is $200 that they don’t have 
to spend.  What I’ve been hearing from people 
that haven’t renewed is “I’m cutting costs. I’ve 
laid off people.  I can’t justify a membership in 
an organization when I cut staff”.
Bruce:  I’ve noticed that the professional or-
ganizations that have a designation, the SIOR, 
CCIM, IRAM, have much less of a problem 
with retention.  If you have your designation, 
you’re going to part of your association.
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the work of members and committee mem-
bers at the meetings in front of the general 
membership is important.
Bruce:  In going back to my early years 
with NAIOP, there’s a three-stool approach  
of education, networking and legislative.  
Without one, you’re stool is going to fall.  
There are different people that go focus on 
different areas, but I think all three are very 
important to most members of associa-
tions.  What I see, especially with NAIOP, 

What is most 
important to 
members and 
how do you keep 
them engaged and 
involved?
Civish:  Recognition for what they’ve done.  
Talking about it at meetings, recognizing 

is focusing on building relationships with 
the people that you serve on committees.  
It’s truly serving on a committee that will 
give you the opportunity to do business 
with members more so than just going to 
a breakfast meeting.  So, it’s the investment 
of time that will get you those relationships 
that business is built on in this town.
Bowling:  I use my own experiences to try 
to show that.  Katrina [Bruce] is right.  You 
can go to every group meeting, but you re-
ally aren’t going to get anything out of it 
until you build a relationship with people 
that are in that group.  They’re not going 
to refer you business just because you met 
them and were nice and gave them a busi-
ness card.  I wouldn’t refer my customers 
to someone unless I trusted them implicitly.  
You really have to form relationships and 
get people to understand what you do, and 
how	 it	can	benefit	 them,	and	benefit	 their	
customers, contacts, family members and 
everybody else.
Schnepf:  In order to keep people involved 
and engaged when they are on a committee 
or they are working on an initiative, they 
need to know that what they do and what 
they have to say is important, and it mat-
ters to the organization.  So, it’s not just be-
ing involved for the sake of being involved, 
but they have an impact.  If that is accom-
plished, the motivation stays very high.
Holloway:	 	 What	 we	 find	 is	 that	 people	
are members of associations for different 
reasons. Any trade association, as Katrina 
[Bruce] pointed out, provides three servic-
es and many associations go beyond that to 
provide other services and that’s how they 
attract and retain members.

How do you determine 
how best to represent 
all of your members on 
legislative issues?
Schnepf:  That’s a challenge.
Holloway:  That’s part of the fun.
Shnepf:  Yeah, that’s part of the fun.  
We have lobbyists and they come in and 
speak to us.  It’s always been an open 
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dialogue, knowing you can’t please 
one hundred percent of the people all 
the time.  When it comes to industry 
issues, we don’t get into many issues 
that aren’t directly related to develop-
ment of commercial real estate. We 
could have varying opinions with dif-
ferent organizations.  I know we’ve had 
talks before with the AGC.  Generally, 
we sit down with our membership, our 
leadership and/or the lobbyists and we 
explain our concern.  Like I said, we 
normally find middle ground.  For the 
most part, I don’t think we’ve experi-
enced too much disagreement internal-
ly because we do focus our attention on 
those issues or those legislative matters 
that are directly impacting the industry 
that most of the members are involved 
with.
Bruce:  In addition, NAIOP has de-
veloped a position paper on govern-
ment affairs outlining the issues and 
the general positions on those issues.  
So, it’s not addressing a specific bill or 
ordinance, but it’s overall, this is what 
NAIOP stands for and I think that’s re-
ally important.
Holloway:  We do the same thing.  We fo-
cus on construction-related issues and try 
to stay as much as possible away from the 
social issues.  Although, because of our 
position, we do get dragged into those, 
usually because of the tax issues or some-
thing like that.

Do you find that 
most organizations 
are communicating 
more with members 
in an electronic 
format?
Bruce:  Absolutely.  This goes back to 
cost-cutting.  We’re all looking at, in 
some ways, jumping on the sustainabil-
ity bandwagon to save costs.  It’s green 
to only publish your newsletter on the 
website and oh, by the way, we’re sav-
ing a bunch of money.  So we’re able to 

Has offering
insurance benefits
become an
uphill battle?

We can help level the field.
BeneFIT Your Business!

Specializing in Employee Benefits

• Medical
• Health Savings Accounts/CDHPs
• Dental and Vision
• Life Insurance
• Retirement Plans

• Short Term and Long Term Disability
• Section 125 Cafeteria Plans
• Long Term Care
• Workers’ Compensation
• Professional Liability

560 Hammill Lane • Reno, NV 89511 • (775) 828-7420 • (888) 505-1261
www.clarkandassoc.com 

735-5030  •  3441 S. Eastern Ave.  •  www.llbradford.com

In today’s complex business environment you need a well-rounded 
financial partner that understands your industry and exceeds your 
expectations. You need people versed in complex tax issues. You 
need specialists in estate and financial planning, insurance, human 
resources, and company benefits.  And you need it from a team that 
can provide it all.

Looking For A Fourth?

http://www.clarkandassoc.com
http://www.llbradford.com


44                                        September 2009 www.NevadaBusiness.com

Industry Focus | Professional Organizations

Get the right fit.
No need to feel puzzled 
about finding the right 
telecommunications 
and network provider. 

Excella brings businesses 
phone service, high-speed DSL, 
high-bandwidth data, phone 
systems and more – with the 
speed and efficiency that 
only a local company can. 

Call us today.
702.888.2000
excellacom.com

communicate globally. connect locally.

on the other hand, 
it almost forces 
you to grovel, if 
you will, for stuff 
to put on there 
so that you can 
be constantly in 
contact or have 
a two-way com-
munication.  The 
danger becomes 
that, instead of 
being informa-
tive and useful, you become frivolous 
and overused.

Where do you think 
the economy is going 
to be in three years?
Schnepf:  I don’t think the economy is 
going to be what it is today, it’s going to 
be different and I think it’s going to be 

make use of the desire to be sustainable 
in saving costs.  We’re looking into this 
by doing marketing through email as an 
organization.  In the future, we’ll look 
into marketing through Facebook, Twit-
ter	and	Linked-In.		We’re	really	figuring	
out just how to use it and how to main-
tain it.  It’s kind of like a whole other 
website to maintain.
Civish:  I know Galit [Rozen] set up a 
CREW	Las	Vegas	site	on	Facebook	and/
or Linked-In.  So, she’s got them set-up 
and she posts to them.  They have news-
letters.	 	 CREW	 National	 has	 Linked-
In accounts so that you can join there.  
They have people publish discussion 
items.  I’m not sure how well it’s doing, 
but I know that every couple of weeks I 
get the updates on them.
Wiengart:  The whole social media 
thing is really a double-edged sword.  
On the one hand you want the connec-
tivity and the communication links that 
those kinds of things can facilitate.  But, 

better.  Whether we’re having the same 
challenges, I sincerely doubt it, espe-
cially in our industry.  It seems to cycle 
every	 five	 to	 ten	 years	 anyway.	 	 With	
new technology, with the new economy 
that is going to be evolving, I think it’s 
going to be positive and I think there’s 
going to be some new challenges asso-
ciated with that.
Wiengart:  We’re already seeing a 
dramatic shift through government in-
tervention in a number of industries; 
financial	 industry,	 the	 energy	 industry	
and soon to be the education industry. I 
think one of the big issues that’s going 
to arise for membership organization is, 
because of all the changes in how busi-
ness is done in the country, what is our 
new value proposition?  What can we 
give to our members to help them cope 
with, survive and prosper in this new 
business environment?  And so, that 
whole value proposition will have to be 
re-examined over time.

“A lot of the issues we’re talking 
about are not new issues, they’re 
just bigger issues than they were 

two years ago.”

In Brief
According to a study from the 
American Legislative Council (ALEC), 
Nevada’s economic outlook ranks 
7th best out of 50 states.  The study 
praises Nevada for being one of nine 
states that don’t tax personal income 
as well as for being a right-to-work 
state and avoiding the “death tax”.  
A poor liability system and above 
average levels of debt hurt Nevada’s 
outlook.
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here	 were	 flickers	 of	 hope	 this	
summer in Nevada, but the con-
sensus within the state’s real 
estate community remains that 
at least another stagnant year 

looms for homebuilders.
 Despite two consecutive months of surg-
ing existing home sales and a handful of 
intriguing new communities coming online, 
the specter of impending foreclosures and 
surging unemployment continues to dampen 
enthusiasm for the potential quick return of 
Nevada’s sidelined small builders and the 
growth of slowed larger builders.
 “For the overall trend, a year is a pretty 
reasonable assessment,” said Tyler Jones, 
principal of Blue Heron,  a local custom 
homebuilder	founded	five	years	ago.		“It’s	
better in the upper-end of the market, but it’s 
still	extremely	difficult.		We’re	just	working	a	
lot harder,” he continued.

Rethinking 
A Struggling 

Industry

T

Tyler Jones
Principal of Blue Heron,
a Southern Nevada Homebuilder

Building Nevada
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 “You’re not going to see many changes in 
terms of new homes and new home permits 
because there are too many negative factors,” 
said housing analyst Dennis Smith, president 
of Homebuilders Research in Las Vegas.
 Homebuilders are shifting their strate-
gies,	building	more	energy-efficient	homes	
to meet demand for “green” technologies 
and smaller homes with fewer upgrades to 
fit	 pinched	 budgets.	 Builders	 and	 realtors	
also believe dwindling inventory of suit-
able bank-owned homes, along with buyers’ 
frustration with heavy competition for them, 
could increase demand for new homes.
 All of this eventually will lead to a re-
bound, experts believe, but not a sustained 
one until the second quarter of 2010 at the 
earliest.	 Even	 amid	 indicators	 starting	 to	
slowly creep upward, new residential per-
mits pulled in Clark County in May were 
down 60 percent from last year.
 The toxic brew stopping homebuilders 
from starting homes at rates anywhere near 
the boom period of the past decade looks 

familiar to Nevadans. Contributing to the 
brew is the fact that overall demand re-
mains constrained by Nevada’s record 12 
percent	unemployment	rate,	flattening	pop-
ulation growth and extremely tight credit 
requirements for prospective buyers.  This 
is despite strong resale numbers driven by 
bank-owned sales in Southern Nevada in 
June and July that had provided hope that 
both potential homeowners and investors 
are jumping back into the market.
 In addition, new home supply sits in 
only the hundreds and builders are strug-
gling to compete in price and attention 
with the resale market of bank-owned 
properties. Only the largest builders have 
the	cash	flow	to	build	while	smaller	build-
ers are frozen out by lenders.
 Home prices are trying to hold onto 
their	soft	bottom	as	the	first	wave	of	fore-
closures continues to trickle out of bank 
inventory while the real estate community 
anxiously	awaits	a	long-rumored	flood	of	
real	estate	owned	(REO)	properties	from	

the banks and a second crush of foreclo-
sures. Builders and realtors both feel dat-
ed appraisal methods that compare new 
homes	to	REO’s	also	hold	down	pricing.
 Speculation of a potential bottom and 
an easing of tough times for Nevada’s 
homebuilders hit a pitch recently. Accord-
ing to the Greater Las Vegas Association 
of Realtors, the total number of local ex-
isting homes, condominiums and town-
homes sold in July was 4,602. That’s 100 
fewer sales than June, which set a record 
for local home sales in a single month. 
The number of sales in July still ranked 
as the second highest monthly total ever 
recorded by GLVAR.
 The median price of a single-family 
home sold in the Las Vegas area in July 
was	 $138,800.	 That’s	 down	 0.9	 percent	
from	$140,000	in	June	and	down	36.9	per-
cent	from	$220,000	in	July	2008.
 The median price of new homes closed 
in	June	was	$205,490,	according	to	Home-
builders Research, and a total of 476 new 
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 “Over the next six months, we’re talking 
very, very slow,” Kaiser said. “I wouldn’t 
see anything changing drastically. It’s 
going to take quite a while for all these 
foreclosures to work through the market. 
I wouldn’t expect any real positive change 
for the next year. By the middle of 2010, 
you might start seeing some positive move-
ment that’s solid.”                                                                
 Little of this is news to the homebuild-
ing community in Nevada. Irene Porter, 
the longtime executive director of the 
Southern Nevada Homebuilders Asso-
ciation, said job loss started in 2006 and 
many large builders are down as much as 
90	percent	in	staffing	and	smaller	builders	
are working with a skeleton crew.
 “I’ve seen a lot that have closed and a lot 
that have one or two people, but all of their 
developments have gone -- the banks have 
taken them all,” Porter said. “They’re just 
trying to keep a presence.”
 Tom McCormick, president of locally 
owned Astoria Homes, has said earlier this 
year that his company would be in “hi-
bernation” from building new homes. In 
addition to the tangle of unemployment 
claims and foreclosures, local builders 
find	banks	extremely	reluctant	to	lend.	
A handful of entities including Rho-
des Homes, Kimball Hill Homes and 
Concordia	Land	have	filed	Chapter	
11 bankruptcy. Without access to 
capital, Porter said, many are ham-
strung and face uncertain futures. 
 “Some of them will [come back] and 
some of them won’t,” Porter said.
    Northern Nevada’s small build-
ers also cling to whatever they can 
as area prices fall while sales rise 
in Washoe County.
  “We’ve actually seen a lot of 
the smaller builders trying to get 
through this and they’re commit-
ted to this community,” said Mi-
chael Dillon, executive director of 
The Builders Association of North-

ern Nevada. “They’re going to be the 
ones building most of the homes in 

Northern Nevada. We have several lo-
cal builders putting a couple of houses up 

every month to keep people.”

homes sold. That’s a jump of nearly 100 
new homes from May, but the year-to-date 
total	of	2,329	still	lags	last	year’s	pace	by	
60 percent.
 In Northern Nevada, combined sales of 
new and existing homes in Washoe County 
surged 72 percent in the second quarter of 
2009,	including	a	remarkable	jump	of	nearly	
240 percent in new home sales. Behind that 
pristine number, however, is an underlying 
truth that gives pauses to analysts and build-
ers alike: that 240 percent surge represents a 
jump	from	63	first-quarter	new	home	sales	
to 214 second-quarter sales.
 “It’s good, but the pace is about as far 
down as it’s ever been in the Reno-Sparks 
area,” said Brian Kaiser, housing and real 
estate analyst for the Center for Regional 
Studies at the University of Nevada, Reno. 
 Kaiser notes that while previous years 
brought	 between	 3,500	 and	 4,000	 new	
home sales, last year saw just 700 and he 
believes	there	will	be	even	less	in	2009.

 Publicly traded builders such as Pulte 
and KB Home don’t face the same cash 
flow	 issues	as	 smaller	outfits,	 and	 they	
continue to build homes, though at a 
greatly reduced pace and with adjusted 
targets. Jim Widner, regional president 
for California and Nevada at KB Home, 
said his company will produce just few-
er than 600 homes between the Las Ve-
gas and Reno markets this year, and just 
more than 600 are slated for next year.
 While true for KB Home, which tra-
ditionally	 focuses	 on	 first-time	 buyers,	
the reality throughout the industry is: 
value trumps all else.
 “People are much more focused on 
what they need as opposed to what they 
could have,” Widner said. “They’re way 
more focused on functionality and prac-
ticality. In the homes that we’re building, 
there’s no wasted space.”
 Scott Wright, president of Pulte 
Homes’ Las Vegas division, also said 
plans for current inventory and future 
projects are changing.
	 “In	the	Las	Vegas	market	specifically,	
that has meant changes in some com-
munity product types and offerings,” 
Wright said.  “At other communities, it 
means price adjustments and offering 
the	 buyer	more	flexibility	 and	 allowing	
them to purchase a home without up-
grades that can add thousands to the cost 
of a home.”
 While the Northern Nevada market for 
a time avoided some of the negative ef-
fects in the Las Vegas area, the two mar-
kets now show many similarities. Many 
developments begun in the past year or 
two are still trying to move inventory, 
but many others never got that far. Kai-
ser recently spent hours driving around 
Northern Nevada looking at stalled and 
dumped projects, many of which are 
now behind chain-link fences.
 “It’s cheaper just to chain it up and 
walk away than it is to try to market it at 
this point,” Kaiser said. “A lot of build-
ers are simply just walking away.”
 This creates opportunities for larger 
builders. Pulte’s Wright, among others, 
continues searching for openings to ac-
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quire land for whenever his company 
can	build	and	sell	a	home	for	a	profit.
 “What I can tell you is that times like 
this allow us to capitalize on the opportuni-
ties in homebuilding that are now becom-
ing visible on the horizon,” Wright said.
 That horizon, though, is not quite as 
long as in years past. The emphasis for 
many builders returns now to the months 
as much as the years.
 “As a rule, our time horizons are prob-
ably a little bit shorter,” Widner said.
 Like most builders, Widner said KB 
Home’s strategy is to look primarily for 
finished	lots	that	have	been	abandoned	or	
repossessed on which to build because it 
is “not economical” to start from dirt in 
today’s climate. With a donut hole in the 
middle of the market, buyers are at the 
entry level or high end right now, build-
ers must adjust everything from their land 
acquisition to building to marketing strate-
gies. Their prices in Las Vegas and Reno 
are already greatly reduced, many starting 
well below $200,000 and few creeping 
into	the	$300,000-$400,000	range.
 There are positives to be found for home-
buyers, however, that go beyond prices. 
Analysts and builders agree that the qual-
ity of homes being built now outdoes any-
thing from the region’s boom period, with 
a	particular	focus	on	energy	efficiency	and	
“green” building.
 For Jones and his partners at Blue Heron, 
this is where opportunity emerges. Jones 
describes how his company began with 
a mission statement focused on environ-
mentally friendly building. Only recently 
did that become the type of distinguishing 
characteristic that allowed Blue Heron to 
sell nine of 14 lots on its Marquis project - 
with custom homes starting at $1.5 million 
- since January.
 “In 2004, we didn’t talk about [envi-
ronmentally friendly] as much because we 
didn’t want to be branded as the kooky, 
hippie guys,” Jones said. “The public con-
sciousness has changed dramatically since 
then. In some cases, that’s been the reason 
people came through our door.”
 Jones feels a niche such as green build-
ing is imperative to carving out a share of 
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the	market	 in	a	difficult	economy.	 	Even	
being ahead of the green curve, though, 
hasn’t kept away market pressures.
 “We’re working three times as hard for 
each sale,” Jones said. “We’ll go through 
10 hot leads for every one we sell.”
	 Elbow	grease	goes	along	with	innova-
tion in the new home market to compete 
with re-sales throughout the state. DR 
Horton utilized a massive advertising 
and public relations campaign to push its 
“Repo Myth” promotion last month, tar-
geted	at	buyers	dismayed	at	the	difficulty	
of competing for bank-owner properties 
-- some of which attract as many as 50 of-
fers, according to Prudential broker For-
rest Barbee.
 It paid off with close to 100 sales, show-
ing an appetite for new homes. Stand-
ing inventory of new homes in Southern 
Nevada stands just under 400 as of early 
August, Smith said, without hope of many 
more being built soon. Less than 400 per-
mits per month have been pulled this year 
in Clark County and Smith said a total of 
4,000 for the year is likely. The salad days 
saw up to 20,000 in a year.
 “It’s better today than it was a month 
ago for homebuilders,” Smith said. “Now 
that’s not saying a lot, but it means the 
bottom for the homebuilders has come 
and gone. They are at the bottom, and 
they will be at the bottom for an extended 
period of time.”

A recent analysis conducted for the 
National Federation of Independent 
Businesses showed that a national 
employer mandate for health coverage 
would lead to the destruction of 1.6 
million jobs by 2013 and a reduction 
in the gross domestic product (GDP) of 
$200 billion.  Small businesses would 
be affected most with 65.9 % of the job 
losses coming from firms with fewer than 
500 employees and 28.9 % occurring in 
firms with 20 employees or fewer.

http://www.armstrongteasdale.com


to create training programs across the 
state.		With	128,000	unemployed	work-
ers in Nevada in May, establishing a 
training program to make Nevada’s en-
ergy industry greener is much needed.  
Not only will such programs make en-
ergy greener, they’ll add some “green” 
to Nevada’s economy.

Looking to the Future

 According to Thredgold, Nevada 
is seeing lesser levels of layoffs and 
some selective hiring, but rather than 
a speedy return to those pre-recession 
unemployment levels when it seemed 

that everyone who wanted a job had 
one, it’s more likely businesses are 
going to spend time building up their 
inventory and restocking the shelves 
first, while watching to make certain 
the apparent recovery is in fact real.
 “What we expect in the current quar-
ter is significant rebuilding of invento-
ry, which is the stuff in the back room 
or on the shelves or cars on the lot,” 
said Thredgold.  “There’s been an un-
precedented reduction in inventories in 
the last year, this is seen with cars on 
the dealer’s lots and stuff on shelves.  
In the last quarter of the last year, and 
first quarter of this year, we saw the 
economy stabilize and pick up where 
companies have to rehire and replenish 
inventories that will contribute to posi-
tive growth over the year.”
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	 In	 the	 Economic	 Overview:	 May	
2009,	DETR	states	that	despite	increas-
ing unemployment across the state, 
there were some 1400 more jobs in 
May than April, the first month-over-
month	 gain	 since	 September	 2008,	 a	
positive indicator, and that May saw 
growth in the services sector though 
both construction and casino sectors 
failed to maintain employment levels.
 “Officially we may be coming out 
of the recession, but people and busi-
nesses are not hiring up,” said Rosado.  
“People aren’t spending money, every-
body is saving, and it’s going to take 
some time.  Like when a tsunami hits 

an the water doesn’t recede 
for another month or so.”

Living in the Present

 According Thredgold 
the recession is actually over 
– the effects just aren’t.  While 
the indicators of recession are 
with us – the U.S. economy 
contracted again in the sec-
ond	quarter	of	2009,	consum-
er spending was weaker than 
expected, business equipment 
investment declined, and res-

idential investment remained 
grim – all of these indicators were less 
bad than they’d been previously.  In ad-
dition, government spending rose at a 
5.6 percent annual rate, the strongest 
pace	 since	 2003.	 	 And	manufacturers	
actually increased production in some 
areas because business inventories de-
clined at a $141 billion annual rate in 
the second quarter, worse than the $114 
billion annual rate of decline during 
the first quarter, which means shelves 
were empty and car lots carless – and 
manufacturers needed to produce.
 “We’re seeing better numbers,” said 
Thredgold.  “Lesser job losses, more 
stories of manufacturing rehiring and 
more about GM and Chrysler to hire 
throughout the world.  The Cash for 
Clunkers program is turning out to be 
somewhat successful and that shows 

Feature Story | Unemployment

Continued from page 21

 “In another situation we had a client 
who had downsized tremendously and 
was operating with 50 percent staff and 
the owners taking on more responsibil-
ity for administration of the company.  
What we find is companies are getting 
rid of middle managers,” said Rosado.
 
Working with Unemployment

in the Silver State

 Changes in unemployment benefits 
have been put in place since the of-
ficial start of the recession.  
According to Mae Worth-
ey, public information of-
ficer,	 DETR,	 the	 current	
unemployment benefit ex-
tension allows Nevadans to 
qualify	for	up	 to	79	weeks	
of unemployment, which 
includes both the federal 
and state extensions of 
benefits.  In addition, Ne-
vada raised unemployment 
rates this year so that every 
claimant now receives an 
additional $25 per week.
 But once the extensions 
run out, there aren’t any further pro-
grams unless the government votes 
them in.  There are, however, job seek-
ing programs, such as Nevada Job-
Connect, and federal stimulus monies 
launched a youth summer employment 
initiative	through	DETR.		
	 Economic	 stimulus	 funds	 have	 also	
been used to launch a green initiative in 
Nevada, according to Worthey.  Nevada 
Senate Bill 152 enacted the Green Jobs 
Initiative, which created a process to 
use federal stimulus funds to train un-
employed or underemployed Nevadans 
to work in Nevada’s new and hopeful 
green	energy	economy.		At	least	$34.7	
million was allocated to the state en-
ergy program and the bill proposed 
DETR	and	the	housing	division	of	the	
Department of Business and Industry 
would contract with nonprofit entities 

“When unemployment hit 12 
percent in June, it was the
highest rate ever recorded

in Nevada.”
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Nicole Rubin 
CEO, Ronald McDonald House Charities® 
of Southern California

“ City National 
helps us 
change lives.”
Non-profi ts have important 

missions, but like any 
business they must be run 
eff ectively. A few years ago 
we went through a very 
thoughtful process to fi nd 
the best banking relation-
ship for us, and selected 
City National. One thing that 
 really stood out was their commit-
ment to personal service.

We have a pretty complicated business, 
and needed a bank that could help us 
manage our cash fl ow more eff ectively. 
City National has been very, helpful.

City National is � e way up® for 
our organization.

To hear Nicole’s complete story visit 
cnb.com/thewayup.
For a relationship you can trust, call 
Larry Charlton at (702) 952-4431.
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Feature Story

up in auto workers having more work 
and that’s all positive for the economy.  
In that transition phase from economic 
decline of the last 20 months to a pro-
cess of stabilization taking place right 
now and positive movement over the 
balance of the year.”
 But even as the economy starts to 
turn around, unemployment continues.  
Nationwide and in Nevada, stats con-
tinue to be grim and probably will for 
some time. 
 “Unemployment is continuing to rise 
and I believe it will rise even after the 
economy begins to pick up because 
that’s the nature of the labor market,” 
said Schwer.  “Before they hire people 
businesses will try to give more time 
to people they already have, overtime, 
and they will try to do other things be-
fore they go back and hire.”
 And in some cases, we may never 
return to what we once considered nor-
mal.  “If you look at construction ac-
tivity, it’s going to be some time and 
in fact we may never go back to the 
level we had here, at least in Southern 
Nevada with the boom. On the other 
hand, I suspect with travel and tourism 
as visitors come back there will be a 
pick up in jobs,” said Schwer.  “I think 
it will depend on the given industries 
what the prospects will be once the re-
cession is over.”

In Brief
According to the Department 
of Energy, Nevada currently 
ranks second in the nation for 
development and use of its 
geothermal resources and has 
considerable hydroelectric capacity.  
In addition, the state recently 
changed its Renewable Portfolio 
Standard (RPS) increasing the 
percentage of renewable energy 
generation required each year 
through 2025.

http://cnb.com/thewayup
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Kevin Wallace
President & CEO

RMI Management, LLC
Las Vegas, NV

Number of Employees: 450
Years in Nevada: 19
Years with Company: 15

How do you retain your best and brightest 
employees?
We strive to put the right person in the right 
job, and then empower them so they feel 
comfortable making decisions and putting forth 
ideas. 

Who inspired you to get into the business?
I didn’t plan to necessarily go into the 
community association management business. 
I served as the controller and chief operating 
officer of RMI prior to being asked to serve as 
CEO by Doug Todoroff after he retired. Doug 
has been great at providing insights into this 
industry. 

Little known fact about yourself?
Growing up in Idaho, I was once a milkman. Yes, 
the kind that used to deliver milk to businesses 
and families. My family owned a creamery, and 
I worked there while I was in high school.

What do you like most and least about your 
industry?
What I like most about the industry, is the 
people that I meet. Sometimes, unfortunately, 
you also meet people at very trying times in 
their life and that can be challenging.

What three values do you hope to pass on to 
your employees?
Honesty, accountability and service to our 
clients and homeowners.

Presently in my line of work…
I’m pleased with the success of the company, 
particularly in this economy.  We continue to 
grow by adding clients and employees and 
increasing our revenue by double digits each 
year. 

What is your favorite college memory?
One of my professors stated at the beginning of 
the semester that he was only going to give two 
“A’s” out, and I wondered who was going to get 
the other.  It might sound a bit cocky, but I really 
enjoyed the challenge and enjoyed succeeding 
in school. 

What is your favorite book and why?
“Team of Rivals” by Doris Kearns Goodwin. It’s 
a biography of Abraham Lincoln, who I think is 
one of the most impressive men in history. 

Face To Face | Southern Nevada
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ongress is moving quickly to en-
act healthcare reform to elimi-
nate the increasing number of 
uninsured.  Legislation is likely 
to be considered this summer 

and all participants of the healthcare 
system, including insurers, are coming 
together to ensure healthcare reform is ef-

fective and sustainable for all Americans. 
	 Driving	this	is	a	moral,	social	and	fis-
cal imperative to ensure that all Ameri-
cans have access to a sustainable health-
care system that exhibits quality, timely 
and affordable care. And, this comes with 
an implicit understanding that all of us 
must share in the cost of creating it and 

the commitment to sustaining it.  The 
question before us is no longer “should 
healthcare be reformed,” the question is, 
“how do we get it right?”
 One option under consideration is that 
the government develop, market and sell 
its own insurance plan – competing head-
to-head with the private sector. But if gov-
ernment is going to get involved in a big 
way in the delivery of healthcare, we all 
must work together to ensure that such re-
forms work towards a sustainable health-
care system that is accessible to all. 
 We must, for example, learn from gov-
ernment experiences on Medicare and 
Medicaid. A report released recently 
from the Medicare trustees shows that the 
program for hospital expenses will pay 
out	more	 in	benefits	 than	 it	 collects	 this	
year and will be insolvent by 2017 -- two 
years earlier than the date projected in 
last year’s report.  It’s as dire for Medic-
aid, which threatens the stability of state 
government budgets as it continues to ra-
bidly consume more and more of the pie.
 Peter Orszag, director of the Govern-
ment	Office	of	Management	and	Budget,	
says,	 “the	 only	 way	 to	 solve	 the	 fiscal	
problems of the big entitlement pro-
grams is to slow the relentless rise in 
the underlying healthcare costs.” He’s 
absolutely	 correct,	 considering	 that	 87	
percent of the cost of coverage is driven 
by medical care. Until you tackle the 
real issue – cost of physician, hospital 
and pharmaceutical care -- a government 

Vital Signs | Commentary

Together We Can Make
Healthcare Reform Work

C
Health plans for  

individuals, businesses, 

and big rollers.

From high rollers…to tiny cruisers…Las Vegas has its own unique 
style. Just ask anyone who calls it home.

We deserve health coverage that’s as distinctive as we are. One that’s 
local, affordable, and stacked with flexible health benefit plans. That’s 
just what Coventry Health Care offers. It’s the perfect fit for individuals, 
businesses—and even our littlest big shots. 

www.CHCNevada.com

Introducing a new choice for health coverage that’s got that Vegas flair.    

Learn more about Coventry. Call your broker or 1-877-233-3561.  

http://www.CHCNevada.com
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program isn’t going to be able to offer 
better products at lower costs without 
creating long wait times for care.
 Proponents say that by making the 
government the sole administrator of 
healthcare, the U.S. could save billions 
of dollars on reduced administrative 
costs. This argument is based on the 
purportedly lower administrative cost 
for government programs than admin-
istrative costs for private health insur-
ers. The comparisons don’t hold up.  
 According to the Council for Af-
fordable Health Insurance, many of 
Medicare’s administrative costs are 
“hidden” and not included in their 
cost reporting. For example, the Cen-

ters for Medicare and Medicaid Ser-
vices’	(CMS)	estimates	of	administra-
tive costs don’t include the salaries of 
Medicare employees, the cost to col-
lect premiums, the cost to collect taxes 
which fund the program, the provision 
of care and disease management pro-
grams, and investments in information 
technology -- all components that are 
included in the administrative costs 
for private insurance companies. And, 
if the government does get into the 
business of selling healthcare, their 
administrative load – and costs -- will 
increase along with the new need to 
market, process claims, juggle risk and 
manage disease.

 We support efforts to reform the 
healthcare system. We believe the cur-
rent system is technologically ineffi-
cient, mired in wasteful expenditures 
and that medical costs must be con-
tained so that products are affordable.  
 But we also believe that we should 
fix the problems in the system without 
threatening those who already have 
quality medical benefits -- and that 
is the employer-based, private sector 
model that right now covers 170 mil-
lion Americans.

Vital Signs | Commentary

Mike Murphy, president and general 
manager Nevada, Anthem Blue Cross 
Blue Shield

http://www.ebizautos.com/careers.cfm
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any business owners in this new economy are fac-
ing	the	difficult	decision	of	whether	to	keep	their	
businesses up and running or to cut their losses 
and dissolve their companies now.  Although there 
have been several companies dissolving their 

businesses in the past year, there have also been new companies 
formed. Whether forming a new company or dissolving an exist-
ing one, as with everything, there is a right and wrong way to do it.  
Furthermore, if there is existing business, there is the all important 
step of maintaining the company in a way that will put the owner 
in a better position to prevent successful legal suits against him or 
herself.

Forming a New Company

 In	forming	a	corporate	entity,	you	should	first	decide	which	cor-
porate entity is right for you.  The most commonly formed entities 
in Nevada are the S-Corporation and the Limited Liability Com-
pany	(LLC).	 	Both	 the	S-Corporation	and	the	LLC,	 if	properly	
formed and maintained, offer protection to owners from the com-
pany’s liabilities.  

In the case of an S-Corporation: 
•	 Owners	are	called	shareholders	and	hold	stock	in	the	company.
•	 The	company	must	hold	annual	meetings	and	keep	minutes.
•	 The	company	is	run	by	a	Board	of	Directors.
•	 Bylaws	will	govern	the	operation	of	the	company.	

Whereas, with an LLC: 
•	 Owners	are	called	members	and	hold	membership	interests
 in the company.
•	 No	annual	meetings	or	minutes	are	required.
•	 The	company	is	run	by	the	managers	or	managing	members.
•	 The	company	operating	agreement	governs	the	operation	of
 the company.

	 Both	S-Corporations	and	LLC’s	are	formed	by	filing	articles	
with	the	Secretary	of	State.		Within	30	days	of	filing	the	Articles,	
the	company’s	initial	list	revealing	the	officers/directors	(of	a	cor-
poration)	and	the	managers	(of	an	LLC)	must	be	filed.		Both	enti-
ties also have “pass through” taxation, which means the owners 
are	not	taxed	twice	(once	at	the	corporate	level	and	again	on	the	
owners’	individual	returns),	as	is	the	case	with	a	C-corporation.		
Rather, in an S-Corporation and an LLC, the taxes are only re-
ported on the owners’ individual returns.

Legal Tips for Business Owners
to Survive the “New Economy”

M

Power of Attorney | Legal

Maintaining your Company

 Maintenance of a company is just as important, if not more 
important, than actually forming the company.  The steps below, 
although not an all-inclusive list, offer some insight on how to 
keep your company running smoothly.

•	 Every	company	in	Nevada	has	to	have	a	registered	agent.
	 This	is	either	an	individual	or	a	company/firm	that	will
 accept service of process on your company’s behalf and
	 receive	any	required	filings	from	the	Secretary	of	State.	
•	 Maintain	company	records	and	accounts	in	accordance	with
 the governing documents of your company, and maintain
 business and personal accounts separate from each other.
•	 Follow	company	procedures	as	set	forth	in	your	operating
 documents.
•	 Keep	your	company	in	good	standing.		This	can	be	monitored		
 through the Secretary of State web site, www.sos.state.nv.us.  
 If your company is in default, many times, it is due to failure  
	 to	file	the	company’s	annual	list.		This	can	be	remedied	by		
 updating the records and paying a fee to the Secretary of  
 State.

Dissolving your Company

 Many business owners do not realize that certain steps must 
also be followed to properly dissolve a company.  When dissolv-
ing a company, you should;

•	 Follow	the	procedures	set	forth	in	your	operating	documents,		
	 such	as	making	distributions	and	filing	final	tax	returns.	
•	 Prepare	a	written	document	that	indicates	that	the	dissolution
 is authorized.
•	 Establish	a	reserve	account.	This	will	contain	funds	that	are
 set aside for any known or unknown liabilities for which
 the company may be liable after the dissolution, but before
 any claims period expires.
•	 File	Articles	of	Dissolution	with	the	Secretary	of	State.

 Improperly forming, maintaining or dissolving your company 
could jeopardize the very reason for forming a corporate entity, 
that being protection from personal liability.

Brooke Borg is a partner with Las Vegas-based law firm 
Lubbers & Borg
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Around The State

WaterSmart Innovations Conference
Garners International Support

The	second	WaterSmart	Innovations	Conference	and	Exposition	presented	by	the	South-
ern	Nevada	Water	Authority	(SNWA)	in	conjunction	with	the	U.S.	Enviornmental	Agency’s	

(EPA)	WaterSense	Program	and	the	American	Water	Works	Association	(AWWA)	is	slated	for	
October	7	-9,	2009	in	Las	Vegas..		The	conference	has	garnered	support	from	several	prominent	

organizations	 such	as	Alliance	 for	Water	Efficiency,	Audubon	 International	and	 the	 International	
Center for Water Technology.  This is the largest conference of its kind in the world.

Secretary of State’s Office Now 
Responsible for Business Licenses
Effective	October	1	of	 this	year,	 the	Secretary	of	State’s 
office	will	be	responsible	for	all	Nevada	business	licenses.		
The change stemmed from AB 146 which was approved in 
the	2009	Legislature.		The	bill	transfers	authority	to	issue	
annual business licenses and collect business license fees 
from the Department of Taxation to the Secretary of State.  
For more information visit www.nvsos.gov.

Sierra Nevada forms Joint Venture 
with GA-SNC Solar, LLC
Sierra Nevada Corporation has formed a joint-venture 
between GA-SNC Solar, LLC, a renewable energy 
company.  Through the venture, GA-SNC Solar 
will design, build and install photovaoltaic solar 

generation facilities that generate energy.  
This is Sierra Nevada Corporation’s 
first	push	into	renewable	energy.

Small GDP Contraction
Signals the Recession
is Winding Down
According to a Marcus & Millichap report on the gross domestic 
product	(GDP)	from	the	second	quarter	of	this	year,	the	GDP	beat	
expectations, declining at a far more modest rate than preceding 
quarters.  While the report shows that the ecomony is still contract-
ing, the recent data suggests that the recession is nearing an end 
and recovery could begin to take shape in the coming months.  The 
GDP fell at an annualized rate of one percent in the second quarter 
compared	to	6.4	percent	in	the	first	quarter	of	this	year	and	5.5	
percent	in	the	fourth	quarter	of	2008.

      Nevada State Bank 
Assists FDIC with Resolution              

  of  Community Bank of Nevada
Nevada State bank is assisting the Federal Deposit Insurance 
Corporation	(FDIC)	by	acting	as	Payout	Agent	in	the	resolution	
of Community Bank of Nevada, which was closed by the Ne-
vada Financial Institutions Division.  The FDIC was appointed 
as receiver and has established a temporary institution, Deposit 
Insurance	National	Bank	of	Las	Vegas	(DINB).		The	FDIC	in-
sured DINB will assume transactional accounts and certain 
other deposits of Community Bank of Nevada.

Recovery Act Expands SBA Microloan 
Program
The U.S. Small Business Administration	(SBA)	is	expanding	its	Microloan	
program and increasing access to capital for small businesses across the 
country.  The program is shifting to funding provided under the Recovery 
Act	now	that	it	has	exhausted	the	regular	FY	2009	appropriations	for	$20	
million in loans and $20 million in technical assistance.  The Recovery 
Act funds an additional $50 million in loans and $24 million for technical 
assistance.
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Ask The Expert | Franchises

pening a business in this economic climate might 
sound as crazy as selling ice cream during a bliz-
zard, especially when the extended forecast is dark 
and gloomy. Yet, a ray of sunshine can be found 
cutting through the recessionary clouds. It really 

is possible to open a successful business today. The keys are 
finding	a	unique	product	 that	 sells	during	 tough	economic	
times and has little or no competition. Doing homework is 
essential to ensuring a successful business. 

Proven System

 Determine whether to start a business from scratch or buy 
a franchise. Two things make buying a franchise the pru-
dent choice. First, the marketing and demographic research 
has been done, the employee manual has been written and 
the mistakes have been corrected. Second, by obtaining that 
trained expertise, an owner can get right into making money. 
It isn’t surprising that people losing their jobs or facing a po-
tential job loss want to control their own destiny. Being their 
own boss gives them that opportunity -- assuming they are 
responsible, self-motivated and willing to work long hours. 
A franchise business is a means toward that end. Franchises 
are	proven	commodities	and	97.5	percent	of	them	work	out.	
That’s the beauty of franchising. You’re starting your own 
business but with a proven system that works. 

Know the Product

 Find that unique product that has little competition. You 
probably wouldn’t want to be opening a Starbucks right 
now. Many are closing because the market had been satu-
rated with them, and people aren’t buying many $6 cups of 
coffee these days. Carefully explore whatever business you 

aim to get into to ensure there is a need.  Be smart with your 
franchise choice. The first thing that validates a franchise 
is multiple franchises. If you’re looking at a franchise and 
ask “How many locations do you have?” and the answer is 
“One, we’re just getting started,” I doubt it’s proven enough. 
If they have 400 and business is prospering and your area 
has a demand for that product, it’s a no-brainer. On the flip-
side, being on the ground-floor of a franchise with a unique 
product has great upside potential and can prove extremely 
valuable.

Investigate the Source

 In your franchise search, watch out for people who just 
want to take your money. In economic downturns, many peo-
ple will attempt to squeeze you for a “legit” business venture 
that	could	fizzle.		Look	at	the	people	that	you’re	going	to	be	
doing business with. Look at their background, what their 
previous successes were and ask what they’re willing to do 
for you.  The exit strategy is another key concern. Are they 
going to be in business 10 years or sell multiple units and 
sell out? 

Negotiate

 Don’t be afraid to negotiate. If you spend the time to in-
vestigate	the	owners	and	the	market,	you	could	find	a	really	
good deal. You could come into a franchise program that 
would cost you $150,000 and write a check for $75,000 -- a 
great deal, especially in these economic times.

 In the end, if you do your homework and make the right 
choice,	 you,	 too,	 could	 find	 sunshine	 in	 these	 cloudy	 eco-
nomic times.

Opening A Successful Franchise

O
A profitable way to stay afloat during tough times

Mike Enos
Chief Executive Officer

FastWrap



58                                        September 2009 September 2009                                        59

markets have been extremely volatile and 
the	NV	PERS	portfolio	 at	 times	 has	 ex-
perienced negative returns. In fact, in De-
cember	2008,	NV	PERS	officials	testified	
that the fund had lost more than $4 bil-
lion	in	valuation	since	the	end	of	FY-08,	
bringing the unfunded liability up to $11.5 
billion. That would mean that every man, 
woman and child in the Silver State owes 
about $4,400 as his or her share of public 
employees’ pensions.
	 The	debt	burden	imposed	by	NV	PERS	
will continue to grow for the foreseeable 
future.	 	 Between	 FY-99	 and	 FY-08,	 the	
number of individuals receiving payments 
from	 NV	 PERS	 grew	 81	 percent,	 from	
21,022	 to	 38,130.	 At	 the	 same	 time,	 the	
size	 of	 the	 benefits	 paid	 has	 also	 grown	
substantially.	In	FY-99,	the	average	retired	
service	 employee	 received	 $18,480	 from	
NV	PERS,	while	the	average	firefighter	or	
police	 officer	 received	 $27,996.	 For	 FY-
08,	 those	 numbers	 stood	 at	 $27,672	 and	
$44,880,	respectively.
 The notable increase in the size of pay-
ments	to	police	and	firefighters	most	likely	
reflects	the	growth	of	a	practice	known	as	
“spiking.” Retirement payments are calcu-
lated based on an employee’s pay over a 
span	of	the	employee’s	36	highest-earning	
months. Included in those earning calcu-
lations are base salary, paid vacation, paid 
sick leave, longevity pay, premium pays for 
specialized	 certifications	 such	 as	 a	 para-
medic’s license and callback pay. Callback 
pay is similar to overtime in that it pays at 
an overtime rate, but it means that an em-
ployee was called back into work within 
24 hours of his last shift. Savvy police 
and	firefighters	have	learned	that	they	can	

Legislature fails to meaningfully address
escalating retirement costs

ompensation levels for public 
employees in Nevada have been 
a topic of hot debate in recent 
months. As unemployment tops 
12 percent in the Silver State, 

private citizens have grown weary of being 
forced to pay higher taxes in order to fund 
what have increasingly been viewed as rel-
atively lavish salaries for union-protected 
government employees. Yet, while salary 
information for public employees has been 
well documented in the popular media and 
is available at TransparentNevada.com, 
one aspect of employee compensation — 
benefits,	 including	 retirement	—	has	 fre-
quently been overlooked.
	 With	an	annual	2008	payroll	for	retire-
ment	benefits	of	about	$5.2	billion,	the	Ne-
vada	Public	Employee	Retirement	System	
(PERS)	is	significantly	larger	than	the	oper-
ating budget for state government. To fund 
this outlay, taxpayers are forced to pay into 
the	NV	PERS	investment	fund.		NV	PERS	
financial	 statements	 show	 that,	 in	 2008,	
taxpayers	paid	$963	million	into	the	fund.	
In addition, public employees contributed 
$101	million,	or	about	9.5	percent,	toward	
their own retirement fund. That money is 
invested in a variety of assets that hope-
fully	 allow	 NV	 PERS	 administrators	 to	
earn a return from which they can make 
payments to retirees.  
 If, for some reason, the returns on in-
vestment	 become	 insufficient	 to	 make	
those payments, then taxpayers would be 
forced to pay again to make up the differ-
ence. This is why the system’s unfunded 
liability — the amount of money it doesn’t 
have but is legally obligated to pay — 
should be a big concern to taxpayers. At 
the	 end	 of	 FY-08,	 that	 amount	 stood	 at	
$7.26 billion. In the time since, investment 

dramatically increase their retirement pay-
ments by increasing the amount of callback 
hours worked over their last three years of 
employment.
 Recognizing this trend, Senate Repub-
licans insisted on addressing the issue of 
spiking	at	the	end	of	the	2009	Legislative	
Session. In exchange for acceding to the 
largest tax increases in state history, they 
received	 the	 moderate	 PERS	 reforms	 in	
Senate	Bill	427	that	capped	PERS-eligible	
annual pay increases over an employee’s 
last	five	years	of	retirement.	Under	the	new	
law, public employees will remain free to 
work additional callback hours, but the pay 
level	that	can	be	used	to	determine	PERS	
benefits	cannot	 increase	by	more	 than	10	
percent annually. Because of contractual 
obligations, the new law will only apply to 
new employees hired after Jan. 1, 2010.
 While this reform is a small step in the 
right direction, it falls short of true pen-
sion reform, because it does not curtail 
the	 unfunded	 PERS	 liability	 for	 which	
taxpayers	are	 responsible.	 	Even	 the	 fed-
eral government, 22 years ago, altered its 
pension system for public employees and 
moved	to	a	“defined	contribution”	system	
resembling the market-based retirement 
plans found in the private sector. Given 
the	mounting	 burden	 that	 the	NV	PERS	
defined	benefits	plan	places	on	taxpayers,	
it is now long overdue for Nevada to fol-
low the lead of Congress.
 Powerful union interests have long op-
posed meaningful pension reform, but 
state policymakers have a responsibility 
to protect the private citizens who are on 
the hook for these escalating retirement 
obligations.

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

PERS Reforms
Do Not Go Far Enough

C

Free Market Watch | Commentary
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Reno-Sparks 
 The Northern Nevada office market 
has hit bottom for this cycle, however our 
crystal ball is still fairly murky.  There 
are some “green shoots” to indicate this 
may be the bottom. First, the vacancy 
rate did not increase from last quarter’s 
21.2%.  However, it did not fall either. 
The good news is that we had positive net 
absorption	 of	 3,731	 square	 feet.	 This	 is	
the first positive absorption for a quarter 
in about two years. Second, California 
company, Copart, purchased the 25,000 
square foot, Thomas Creek Building Two 
on Double R Blvd., helping to reduce 
the vacancy in the South Reno Corridor, 
which has been the hardest hit submar-
ket.  The vacancy rate in this sub-market 
fell	from	32.3%	to	28.3%.		Third,	the	va-
cancy rate reduction in the South Reno 
Corridor submarket also portends the 
beginning of a trend for tenants in class 
“B” and “C” office buildings in the older 
Reno and Sparks submarkets to upgrade 
to newer class “A” office buildings in the 
South Reno Corridor. In support of this 
theory, the vacancy rate in the Central 
Reno	submarket	jumped	from	15.3%	last	
quarter	to	19.9%	this	quarter.		Those	ten-
ants with expiring leases in older build-
ing can move to a true class “A” office 
building for little to no difference in rent. 
This shows confidence by those business-
es willing to sign new leases to upgrade 
their offices. Fourth, we believe that Co-
part moving to Reno from California is 
the beginning of a larger overall trend 
of firms exiting California for the qual-
ity of life and favorable tax treatment in 
Northern Nevada. As the housing market 
in California starts to recover, look for an 
increase of firms moving to Nevada.

Las Vegas 
 The	Las	Vegas	Valley	office	market	is	fac-
ing	significant	challenges	as	the	inventory	base	
continues	 to	expand	even	as	office-using	em-
ployment continues to contract.
 During the latest quarter, the market re-
ported two major project completions totaling 
364,800	square	feet,	which	brought	total	inven-
tory	to	49.3	million	square	feet.
 Overall availability in the market reached 
22.1 percent of inventory, representing a jump 
from	 the	 19.6	 percent	 reported	 three	months	
prior	 and	 16.9	 percent	 posted	 one	 year	 ago.		
When excluding build-to-suit product, or own-
er-user buildings, the speculative vacancy rate 
reached 24.2 percent valley-wide. The rise in 
vacancy is attributable to substantial vacancies 
in new properties entering the market and neg-
ative	net	absorption	(out-migration)	of	existing	
buildings	(-920,600	square	feet).
	 The	commercial	office	market	is	poised	for	
increasing instability as fundamentals reached 
a tipping point.  With vacancies approaching 
30	percent	in	key	areas,	many	landlords	will	be	
required to re-work terms with their lenders or 
face foreclosure as the supply-demand balance 
within the sector is not expected to improve in 
the next few quarters.
	 A	number	of	office	buildings	remain	stalled	
in the construction process, suggesting inves-
tors or lenders have reserved against or written 
off these assets.  This implies the alternative to 
complete construction and potentially hold as 
vacant was more costly than the option select-
ed.  With market expectations running thin for 
landlords and tenants, pricing will ultimately 
be the release valve.  While immediate demand 
is unlikely to develop, corrections will include 
a resetting of price points in both rental and for-
sale product.  Until stakeholders faces this real-
ity,	unfinished	and	vacant	product	will	continue	
to	diminish	the	commercial	office	market.

Commercial RE Report | Office

Office Summary
Second Quarter 2009

Southern Nevada Analysis and statistics compiled by 

Applied Analysis, Northern Nevada Analysis and statistics

compiled by Colliers International Reno
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conomic hardship continues, even as 
pundits seek to find every glimpse 
of improvement ahead—referred to 
as “green shoots.”  Nevada, Clark 
County, and Washoe County post-
ed unemployment rates well above 

the national level, jumping significantly for 
June with the rates reaching 12.1, 12.3, and 
11.8 percent, respectively.  Such numbers put 
the Silver State among the worst-hit states.  
The U.S. rate is 9.5 percent—better than in 
Nevada.
 Comparing the Nevada, Clark County, and 
Washoe County indicators on a same-month 
year-ago basis, we see all  the indicators 
showing things worse now in Nevada than 
they were a year ago,  except a small rise in 
gasoline sales in  Washoe County.  Clearly, 
the Silver State has been harder hit than other 
areas of the U.S. during this downturn.  More-
over, unemployment rates tend to rise after 
an economy hits the bottom of the business 
cycle, suggesting that we see prospects for 
further difficulty ahead. 
 Comparing recent growth rates measured 
month-to-month and annual trend rates mea-
sured on a same month year-ago basis, how-
ever, offers some signs of hope that we may 
shortly see the beginning of a recovery.  Retail 
sales growth and housing starts show recent 
positive signs while the trend over the past 
year is negative.  Also, auto- and truck-sales 
data, coming before the “clunker” rebate pro-
gram, show a double-digit decline on a trend 
basis and a modest one-month decline.  All 
indications point to higher sales in July with 
the “clunker” rebate, however.  A turnaround 
in consumer spending could help revive the 
national economy. 
 Past recessions show wide swings in 
recoveries—some of which can be easily de-
scribed by the letters V, W, or L.   Most re-
cessions and recoveries show a V shape—a 
strong uptake once recovery starts.  Our cur-
rent financial regulation problems make this 
less likely.    The W shape occurred during the 
turbulence of the early 80s, a period of sub-
stantial adversity not unlike the current one. 
This approach calls for a recession to closely 
follow the recovery.  The debate here will be 
on whether the stimulus is cut off too early or 
the Fed raises interest rates ahead of a full 
recovery.  The L shape is one of a languish-
ing economy not fully recovering and lacking 
good growth fundamentals—this may well be 
the case for Nevada given the state’s reliance 
on discretionary spending and the overhang of 
housing.

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.

*Reflects the Reno-Sparks MSA which includes Washoe and Storey Counties

R. Keith Schwer
UNLV Center for Business and Economic Research
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“When Harry Met Sally.  I love 
the old married couples, who, 
even after 40, 50 and 60 years 

of marriage, are excited to talk 
about the day they met.”

Marla Letizia • Founder and CEO, Big Traffic Mass Media

“My favorite movie is ‘Field 
of Dreams.’ I like the theme of 
redemption and the opportunity 
to heal past mistakes. All of 
the characters, even the minor 
ones, are three-dimensional 
and interesting. I’m also a big 
baseball fan. Someday, I’d like to 
visit	Iowa	and	find	that	ballpark.”

Brian Rouff • Managing Partner, Imagine Marketing

“The Notebook.  The movie 
portrays what life really is all 
about – our relationships.”

Kathy J. Cunningham, MA • Campus Director, Regis University
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“The Hunt for Red October.  
First,	it	shows	people	(the	crew)	
who are looking for a better life 

for themselves while trying to 
help the greater cause of peace.  
Second, it shows people trying 

to make a difference in their 
lives and the lives of others while 

crossing cultural lines.  Not to 
mention the great excitement and 

cool submarine shots!”

What is your favorite movie?  Why?

The Last Word People

“I like movies for their quotable 
lines:  Cool Hand Luke, ‘What 
we have here is a failure to 
communicate.’; Jerry Maguire, 
‘Show me the money!, You had 
me at hello.  You complete me.’; 
Wall Street, ‘Want a friend?  Get 
a dog., Well, life all comes down 
to a few moments and this is one 
of them.’”

Dave Kohlenberger • Chief Operating Officer, Ecolite Integrated Building Systems West

Gordon Miles • Chief Operating Officer, Prudential Americana Group

“It’s a Wonderful Life.  I like it 
for many reasons: dedication to 

others, family and as a source of 
happiness.”

Ian D. Hirsch • President, Fortress Credit Services
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A MESSAGE FROM DALLAS HAUN,

PRESIDENT AND CEO OF NEVADA STATE BANK

On Friday, August 14, Nevada State Bank agreed to assist the 

Federal Deposit Insurance Corporation (FDIC) by overseeing a 

temporary bank established to serve former Community Bank  

of Nevada clients. 

Our experience over the last 12 months purchasing the deposits and assuming the 

Nevada operations of Silver State Bank and Great Basin Bank will help us ensure a 

smooth transition for Community Bank clients.  We’re honored to again be asked to 

assist the FDIC with its efforts, and continue to support our fellow Nevadans through 

these critical and challenging economic times.

By Saturday morning, 65 experienced and knowledgeable Nevada State Bank 

colleagues were working in 12 former Community Bank branches throughout Southern 

Nevada, answering questions, providing support and comfort, and helping former 

Community Bank clients transition to new banking relationships. We’re pleased that 

many of these former Community Bank clients have chosen to bank with us.

At Nevada State Bank, we take great pride in our long history as Nevada’s hometown 

bank. This year we will celebrate our 50th anniversary, making us both the oldest and 

largest state-chartered commercial bank in Nevada. In addition, we have the strength 

and support of our 135 year old parent company, Zions Bancorporation, with current 

assets of $54.1 billion. We understand the changing needs of our clients, and are 

focused – more than ever – on providing Nevadans with both financial security and 

unsurpassed personalized service.

I am proud of my colleagues and confident that we can open the door to your future.

Sincerely,

Dallas Haun

President & CEO

Nevada State Bank

(800)727-4743  |  www.nsbank.com

Member 
FDIC

Member 
FDIC

© Nevada State Bank 2009

© Nevada State Bank 2009

Member 
FDIC

© Nevada State Bank 2009

Member 
FDIC

© Nevada State Bank 2009

http://www.nsbank.com
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Take a look at your numbers. 

As a business owner, you know success is a numbers 

game — let Health Plan of Nevada manage the ones 

that really count. With a 24-hour telephone advice nurse, 

a large provider network, health education and wellness 

classes and much more, you can keep your employees, 

and your business, healthy. Talk with your broker, or call us 

at 702-821-2200 or 800-873-0004 today. 

good health takes a good planSM21NVHPN09351


