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Re: Reinvent Transfusion Medicine
From: Inventory   To: Innovation      

Innovative ideas abound at United Blood Services.  With the vital task of saving lives at 
stake, United Blood Services is an industry leader that has transformed the role of the 
community blood center to collaborate with hospitals as they advance innovation in 
patient care.  Teamed with the legal services offered by Lewis and Roca, United Blood 
Services has grown from one blood center to 15 regional blood centers across the country 
and provides more than 1 million units of blood to hospital patients in need every year.
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Joni Fried
Owner of Freed’s Bakery 

with her Nevada State Bank Team

NOT YOUR AVERAGE BANKERSEIGHT 

EIGHT NEW BUSINESS BANKING CENTERS NOW OPEN

As a business owner, you’ve achieved success by setting up a team of talented people who work together to get 
the job done. But has your bank done the same? At Nevada State Bank, we take the team concept to the next level 
in our eight new business banking centers, established with one simple goal: to help your company succeed. Our 
dedicated team of business specialists can help you access capital, improve cash fl ow, achieve cost savings and 
fi nd ways to increase revenue.  Our team is anything but average - we roll up our sleeves and put our tools to work 
for you.  Visit one of our business centers today and see how our team can make a di� erence for you.

www.nsbank.com/businesscenters   |   855.NSB.TEAM
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 In case you’re wondering why the U.S. economy is in such a mess, consider this sobering 
statistic: for the first time since the Great Depression, U.S. households received more in cash 
handouts from the government in 2010 ($2.3 trillion) than they paid in taxes ($2.2 trillion).  
Census Bureau numbers from 2009 show that 59 percent of Americans get at least one 
federal benefit such as Medicare, food stamps or housing subsidies.  At the same time, the 
Tax Policy Center estimates that 46 percent of Americans will pay no federal income tax 
in 2011.  A growing number of people on the receiving end of government money, coupled 
with a shrinking number of taxpayers, is a formula for disaster.
 Businesses are also getting government support in the form of bailouts, as well as tax 
breaks for industries with deep pockets for campaign contributions.  The latest revelations 
surrounding Solyndra and other so-called “clean energy” companies are only the tip of the 
iceberg.  Solyndra recently declared bankruptcy after receiving a government loan for $535 
million.  Another solar panel manufacturer, SunPower, got a federal loan guarantee for $1.2 
billion, which they say will create 15 permanent jobs, meaning each job cost the taxpayer 
about $80 million.  Your tax money will also enable SunPower to build another plant - how-
ever, the plant will be in Mexico! 
 Government handouts are like a highly addictive drug – it’s easy to get hooked on “free” 
money, and people will fight rather than give it up.  Look at the Occupy Wall Street demon-
strators.  As far as I can tell, what they really want is for the government to take money away 
from the wealthy and give it to “the little guy.”  This is the result of hearing that, ever since 
President Obama took office, the rich need to be taxed more (income redistribution), capi-
talism needs to be controlled and corporations are the enemy of the working class.  These 
misguided, desperate people bought into Obama’s socialist propaganda, and now they want 
the rainbows and lollipops they were promised.
 Americans have been told that everyone is entitled to own a home (hence the Com-
munity Reinvestment Act, which started the whole housing bubble).  They’ve been told that 
every American is entitled to a high-paying job, a free education and free healthcare.  And 
this not only applies to citizens – even illegal immigrants are entitled to all these things.  
The question is, who pays?  According to The Heritage Foundation, the top 10 percent of 
earners pay 70 percent of the federal taxes.  There isn’t enough tax money to support all 
these pie-in-the-sky ideas, so Congress keeps running up more debt to support entitlement 
programs that should never have been instituted in the first place.      
 These lies buy votes in the short term, but it doesn’t take long before the house of cards 
comes tumbling down.  Look what’s happening in Greece.  The government spent itself into 
debt during the early 2000’s when the economy was booming, and now that they’re forced 
to cut back and reduce government jobs and subsidies, people are rioting in the streets.  
Don’t think it can’t happen here - it’s already started.
 I don’t blame the Occupy Wall Street protesters for being frustrated and angry.  We’ve 
all been lied to - they’re just the folks who believed the lies.  The Tea Party people are just as 
frustrated and angry, but they were smart enough to see through the lie to the bitter truth – 
Obama and the Progressives are selling our future in order to get votes and power for them-
selves today.  It’s time to join with your local Tea Party or like-minded group and demand 
that the government put an end to entitlement programs financed by deficit spending.

Commentary

Entitlements & Handouts
The Big Lie
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Open Enrollment

October 15 – December 7

For more information, visit keepmydoctornv.com or call 702-932-8585.

My life. My Choice. My Doctor.
My doctor is my health care advocate. 
Having a HealthCare Partners doctor who knows me personally means I get the best care 
possible. My doctor knows my patient history and what treatments work best for me.

I have the right to keep my doctor. 
During Medicare Open Enrollment, I will choose a Medicare Plan that lets me keep my 
HealthCare Partners of Nevada doctor. 

It’s my choice. 
Medicare open enrollment period is October 15 – December 7, 2011. 

http://keepmydoctornv.com
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A Changing 
Industry 

n many ways it seems that while healthcare technology may change, health-
care itself – the providing of health services to patients – would remain fairly 
stable through the years.
 Not true. Healthcare has been changing, in the way it’s delivered to con-
sumers, the way consumers access and use it and the way healthcare service 

providers are reimbursed. Two of the biggest factors generating change in the Ne-
vada healthcare system in 2011 are the lingering effects of the economic downturn, 
and the Affordable Care Act.

Healthcare Reform
Nevada Healthcare & Nevada Businesses 

 The Affordable Care Act, signed into law in March 2010 and possibly appear-
ing before the U.S. Supreme Court this fall, is made up of two bills, the Patient 
Protection and Affordable Care Act, and the Health Care and Education Recon-
ciliation Act. Together they’re often referred to under the nickname ObamaCare. 

I
By Jennifer Rachel Baumer

The Evolution
of Healthcare

Cover Story
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Cover Story | Healthcare Check-up

 The Affordable Care Act was created to 
bring healthcare reform to a country where 
49.9 million people did not have health insur-
ance in 2010, according to the U.S. Census 
Bureau. The Act is being implemented over 
several years, with the brunt of changes roll-
ing out in January 2014. Some of the changes 
already seen in healthcare from the Act in-
clude expanding coverage to allow children 
to stay on their parents’ insurance policy to 
age 26, and the elimination of lifetime limits 
on care.
 “With economic conditions the way they 
are, we’ve seen a lot of folks either lose their 
insurance coverage from private insurance 
altogether or shift to Medicaid, so on that 
front there’s certainly been a very big change 
in the payer mix for the provider community, 
which puts a financial strain on them,” said 
Michael Coleman, CEO, Southwest Medical 
Associates, United HealthGroup.
 “Forty million people in this country are 
not insured,” said Brian Brannman, CEO, 
University Medical Center. “Any effort to get 
these folks insured is a step in the right direc-
tion. As taxpayers, we are absorbing the costs 

of under-insured and uninsured because the 
cost of healthcare increases for everyone.” 
 Meant to address the problem of unin-
sured Americans, the Act is currently creat-
ing discussion in many quarters and doubt 
and uncertainty in the business communities 
as employers and employees wait to see how 
benefits will be changed. 
 While there is no doubt the Act will im-
pact the bottom line for both businesses and 
healthcare providers, it’s too early to see how 
it will affect Nevada’s businesses and health-
care. The Act is not the only factor causing 
changes to ripple through Nevada.
 The other factor, of course, is the eco-
nomic downturn, which has had an affect 
not only on Nevada business, but on Nevada 
healthcare and the way it’s both delivered to 
consumers, and consumed by Nevadans. 
 While the recession may have made 

healthcare services delivery more 
problematic, Dr. Sherif Abdou, 

CEO, HealthCare Partners of 
Nevada, isn’t convinced it’s 
the driving factor behind 
changes. “I think health-
care overall is evolving, 

moving toward an integrated, 
coordinated model. I think 

the economic downturn 
forced integration of 

groups and that, by 
default would im-

prove quality and 
care.Not that the 
economy has 
necessarily di-
rectly affected the 

delivery model.”
 W h e t h e r 

caused by economic 
conditions or simply by an 
evolving industry, another 

change is a great number of physicians be-
coming closely aligned with hospitals and 
large healthcare systems, said Donald Kow-
itz, president and CEO of St. Mary’s Health 
Plans.  The flip side is that there aren’t as 
many independents working.
 “We’ve had, for example, in Reno, the 
two major cardiology groups were acquired 
by Renown. There’s example after example 
across the country, not only cardiology but 
primary care, where physicians are becom-
ing employed by hospital systems,” said 
Kowitz.

The Daily News

 Since 2008, the recession and healthcare 
have been two fairly constant topics in the 
news. Healthcare in Nevada has changed over 
the last four years with regard to economic 
conditions. The economy has essentially 
impacted healthcare in three ways: through 
changes to commercial coverage (employer-
paid benefits to employees), through the way 
individuals are using healthcare (healthcare 
consumption), and the affect of the recession 
on healthcare costs and the continuing pres-
sure to force healthcare costs down.
 “When you look across the country you 
have unemployment up, you’ve had compa-
nies struggling with costs and Nevada has 
been hit specifically hard,” said Mike Mur-
phy, president and general manager, Anthem 
Blue Cross Blue Shield.
 The number of people in Nevada without 
health insurance has gone up since the reces-
sion started, making Nevada the third high-
est state for the number of uninsured people 
over 21 percent in September. Add to that the 
economic pressure this economy has placed 
on businesses in Nevada and companies 
have just cause to be concerned.
 “Early on in the economic downturn 
there was a lot of cut in pay and adjustments 
employers were making and at the beginning 
of things we saw businesses revising and 
making major changes to healthcare ben-
efits,” said Murphy. “As things progressed 
and we’ve been in this economic cycle for a 
while, we are continuing to see companies 
that are one; going out of business, or two; 
are trying to do everything they can to con-

Brian Brannman, 
University Medical Center
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Continues on page 34

tinue to offer benefits but they’re doing so at 
reduced levels or at increased cost shares to 
their employees.”
 Brannman has noticed substantial changes 
in the Nevada healthcare arena. As the econ-
omy dipped, more people found themselves 
unemployed and uninsured. “To compound 
the financial challenges, the Indigent Accident 
Fund was swept to the tune of $20 million, 
Medicaid reimbursements declined as well 
as Medicaid eligibility requirements. That 
means fewer people are even qualifying for 
Medicaid as a pay source, and when they do 
qualify, Medicaid reimburses hospitals less.” 
 The work isn’t going away, Brannman 
pointed out – just the funds to pay for the 
necessary services, which has never been a 
good financial model.

Consumers and
Healthcare in 2011

 The downturn in the economy engen-
dered changes in the healthcare consumer’s 
behavior as it did with businesses that try 
to provide benefits. At the beginning of the 
down cycle, according to Murphy, individu-
als actually increased their consumption 
of healthcare. People who were concerned 
they were going to lose their jobs jumped 
to schedule elective procedures early on, 
making certain they could take care of such 
things before losing benefits. Further into the 
cycle, there was pull back as people became 
unemployed, lost benefits, purchased individ-
ual coverage or had a higher cost share for 
commercial, employer-provided healthcare. 
 According to Kowitz, consumers are now 
delaying voluntary or elective procedures, 
possibly because employee cost shares have 
gone up and they’re paying more out of pock-
et than they used to.  “Where previously they 
might have paid a couple hundred bucks, 
they now have to pay a couple thousand to 
have a hospital procedure, so we see those 
kinds of things going down,” he said.
 This can lead to complications. “At the 
same time, there may be a higher incidence 
of complicated cases where people just don’t 
seek treatment because they don’t have the 
money and they wind up with more severe 

illnesses,” Kowitz added.  “At this point, the 
evidence of such consumer behavior is anec-
dotal, but consistentely observed.”
 Dr. Abdou has seen a similar fall off of 
patient utilization of healthcare. “Patients are 
more cognizant about costs. We definitely 
saw a downturn of utilization of healthcare 
overall. Fewer people are accessing health-
care because they have economic issues or 
are uninsured.”
 Another impact of the recession on 
healthcare is the number of emergency room 
visits. People finding themselves without 
health insurance sometimes wait too long to 
visit a primary care physician for a simple 

ailment, said Brannman, with the result that 
by the time they have the problem addressed, 
it’s become an emergency. Other people use 
the emergency room for non-emergency 
care, rather than making an appointment 
with a primary care doctor because they sim-
ply can’t afford a doctor’s appointment.
 “So they present to the emergency room, 
and all hospitals are legally obligated to see 
the patients and treat them, regardless of the 
patient’s ability to pay. Emergency room care 
is the most expensive form of care. When 
people use the emergency department for the 
wrong reasons, they are driving up the costs 
of healthcare, and in UMC’s case, Clark 
County taxpayers pay for that care,” said 
Brannman.
 Though while the number of people uti-
lizing services has dropped off, Dr. Abdou 
hasn’t seen quality of care drop off. It’s pos-
sible, he stated, that people are only access-
ing care when it’s absolutely necessary.

Dr. Sherif Abdou, 
HealthCare Partners

of Nevada

http://stabledevelopment.com
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thinking 
green

s the hobbled and largely stagnant economy 
pushing companies nationwide and in Ne-
vada to become greener?
 Well, yes, if they can cut costs by being 
more energy efficient and recycling. And, 

well, no if it means having to submit to govern-
ment arm twisting to use new processes and tech-
nologies that raise rather than lower costs.

I

THE
GREEN
M O V E M E N T

Feature Story

By Howard Riell
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 “There are two sides to the answer, 
which go in opposite directions,” explains 
Geoffrey Lawrence, Deputy Policy Di-
rector at the Nevada Policy Research In-
stitute in Las Vegas, a free-market think 
tank that seeks private solutions to public 
challenges facing Nevada, the West and 
the nation. “The first is that there are a lot 
of cost-saving measures that an individual 
or a business can implement, a lot of them 
being in the category of energy savings 
and efficiency measures, like fluorescent 
lighting or upgrading the HVAC system.” 
From a pure cost standpoint, he continues, 
“if you make a one-time investment and 
you expect to recoup those costs within a 
four- or five-year time frame that makes 
sense for a lot of people -- and it makes 
sense without any government incentive.”
 On the other side of that equation, 
Lawrence says, are all of the renewable 
mandates that have appeared at the state 
level together with many federal subsidies. 
“All that really does is this: by compelling 
rate payers to invest in these technologies 
that are really most costly it just elevated 
rates, especially over the medium term.” 
He predicts Nevadans will see higher 
electricity prices as a result, which has the 
net effect of rendering the state relatively 
less competitive compared to several of 
the surrounding states “that either do not 
have an RPS (renewable portfolio stan-
dard) or have a less aggressive RPS.”
 “Obviously, with the tough economy I 
think everybody is looking for ways to cut 
costs,” says Joe Burkel, Area President for 
Republic Service of Southern Nevada. “In 
many ways, becoming greener facilitates 
that – from a recycling perspective to 
ways to reduce energy and water use. It’s 
being green, but it’s also cutting costs at 
the same time. Recycling obviously cuts 
some cost. It’s being green that makes 
good economic sense.”
 Many still have a perception that going 
green means raising, not lowering costs. 
Burkel begs to differ, noting that there 
are “some very good, common-sense ap-
proaches to being green that make a lot 
of economic sense. Energy-efficient light-
ing, motion sensors that turn off lights 

when nobody is using the office, efficient 
air conditioning, water conservation, re-
using materials and obviously the one that 
we’re very close to is recycling – repur-
posing what used to be considered waste.”
 That said, some of the newer green 
technologies can, indeed, raise costs 
“because the technology isn’t fully de-
veloped,” Burkel concedes. “Some of the 
alternative energy solutions can be a little 
more expensive.” The decision to go with 

these cutting-edge technologies becomes 
a matter of looking at the net investment 
in a project versus its return; some green 
efforts “simply don’t have that return yet.”
 How much businesses can save through 
recycling varies, naturally, based on the 
size of the business and the types of mate-
rials they generate. “It’s hard to arrive at a 
figure,” Burkel admits, “but I can tell you 
this: it will always save more than it costs, 
so it’s definitely cost effective.”

Feature Story | The Green Movement

http://www.OrleansArena.com
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tal problem kept these politicians from 
achieving their goal of making renewable 
energy culturally dominant: Freedom. 
Electricity generated by so-called “renew-
able” sources like solar panels is far more 
expensive and less reliable than electricity 
generated through traditional means such 
as nuclear, coal-fired or natural gas-fired 
power plants. Confronted with this basic 
fact, consumers, when given the choice, 
have chosen not to pay more for elec-
tricity generated by solar panels or wind 
turbines.… Politicians attempting to foist 
a renewable-energy culture upon an un-
willing public claim that the high cost of 
renewable energy will decline — if only 
they guarantee a market to renewable en-
ergy companies by forcing consumers to 
buy their product. Politicians, however, 
have been showering renewable-energy 
companies with taxpayer-funded corpo-
rate subsidies for decades and the costs of 
renewable energy remain high. Accord-
ing to the U.S. Department of Energy, 
these costs will remain high into the fore-
seeable future even with the vast array of 
subsidies and mandates now in place.”

Green is ‘Cool’

 Tracy Skenandore, Republic’s Area 
Director of Marketing, says she and her 
colleagues have seen a “big increase” in 
companies that want to use going green 
as a marketing tool. “We’re seeing a big 
influx of that, which is great, since obvi-
ously we want companies to go green. We 
have a lot of our customers asking, ‘How 
do I market myself as a green company 
the right way?’”
 Republic responds to such requests by 
partnering with them: supplying appro-
priate signage and helping to educate em-
ployees and customers about their green 
initiatives. “We’ve seen a huge interest in 
recent years to use it… to set businesses 
apart from their competition.”
 “One thing we’ve seen in general in 
society is that for a while after the recy-
cling efforts started there wasn’t a lot of 
effort to support it from people looking 

Feature Story | The Green Movement

that the level of energy efficiency is prob-
ably increasing, though I don’t have any 
data to back that up.” That said, he adds, 
the current state of technology for most 
green energy-producing facilities “is still 
not cost competitive. If we’re becoming 
any greener in that respect it’s probably 
just because of government intervention.”
 And Lawrence is no proponent of gov-
ernment intervention. In a recent column 
posted on his group’s web site, he noted: 
 “Politicians have long sold the myth 
that the national and state economies 
would one day be rescued by “renewable” 
energy. For years, however, a fundamen-

 Annette Bubak, President and co-
founder of Nevada ENERGY STAR Part-
ners–Green Alliance, believes the shape 
of the economy has “absolutely” motivat-
ed Nevada companies to go greener.
 “The interest on the part of business 
owners,” Bubak says, “is in seeking ways 
of not only becoming more responsible 
from a sustainability perspective, but also 
helping lower and reduce their operat-
ing costs. It’s a win-win for both situa-
tions immediately.” Bubak also serves as 
Vice President of Better Building Perfor-
mance, which provides sustainable ener-
gy solutions that allow home and building 
owners to maximize their energy efficien-
cy through better technology and build-
ing science. Through its core business of 
high-performance contracting, the com-
pany provides customers with innovative 
ideas for modernizing their homes. 
 Lawrence says he’s not sure whether 
or not economic conditions have made 
Nevada a greener state. “I would assume 

SUBSCRIBE
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nevadabusiness.com

Annette Bubak, 
Nevada ENERGY STAR

Partners–Green Alliance
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Continues on page 38

to buy products with recycled content or 
doing business with a company that was 
green,” Republic’s Burkel relates. That 
attitude, however, has changed. Today, he 
points out, “many people are looking for 
ways to do business with green compa-
nies. Green is cool now.”
 In Southern Nevada and other areas 
of the state, says Burkel, there are few 
environmental regulatory requirements 
for government buildings. “But we’ve 
seen a lot of moves to being greener with 
the government buildings, again, be-
cause the public demands it and expects 
it.” In his view, this voluntary move to 
greenness is “probably more effective 
than a regulatory requirement anyway. 
People are doing it because it makes 
sense and because it’s the right thing to 
do as opposed to simply complying with 
a regulation. I think you start to see peo-
ple work more in the spirit of what we’re 
trying to do that way, rather than doing 
the bare minimum in order to comply 
with regulations.”
 “I know that as they’ve gone along 
creating new codes for residential and 
commercial buildings they’ve been push-
ing and been more aggressive from that 
viewpoint,” adds Bubak. Regulators, she 
adds, have been “pushing the envelope, 
raising the bar as far as new construction 
is concerned.”
 As for other states that have moved 
to fairly strict green requirements, says 
Burkel, “I think that can lead to some of 
the technologies that are not as cost ef-
ficient or don’t work without taxpayer in-
fluences such as grants. We haven’t seen 
that, but we’re seeing a fairly strong green 
movement both in the public and the pri-
vate sector -- again, because it makes 
sense.”

 When it comes to private buildings, 
adds Burkel, “There are some recycling 
goals and targets, but other than that it’s not 
mandated. Early on there were some LEED 
certifications. But we’re seeing many, many 
privately owned buildings looking to green 
up. They’re doing it because it works for 
them: they’re looking to reduce costs and 
do the right thing at the same time. To me 
it’s just a great combination.”

‘Incremental Gains’

 Nevada firms are making incremental 
gains, Bubak reports, in their ongoing efforts 
to grow leaner and greener. “What you’ll find 
is that you will see little levels that folks are 
going through. There are a lot of really low-
cost opportunities. They can just go in and do 
a survey of their buildings and undertake a 
lot of do-it-yourself and behavioral changes.”

Feature Story | The Green Movement

Joe Burkel, 
Republic Service

of Southern Nevada
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As the largest law firm based in the Mountain West, we’re used to setting our sights high. It gives us an affinity 
for clients with similarly lofty goals. We’ve developed a focus on client service that guides us from the courtroom 
to the boardroom—a focus that is as valued at sea level as it is at a mile high.

To learn what a difference our attitude might make for you, contact Greg Gilbert at (702) 669-4620, 9555 Hillwood Drive, 2nd 
Floor, Las Vegas, NV 89134, or Tim Lukas at (775) 327-3000, 5441 Kietzke Lane, Second Floor, Reno, NV 89511.
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initiative, a piece of that is a bold move 
on the issue of remedial course level and 
what they refer to as the “rigor” of cur-
riculum there.  They’ve got a plan that, 
within the next couple of years, is going to 
phase out remedial coursework altogether.  
They’ve got a crash boot-camp strategy to 
get folks up to grade level and phase out 
the remedial classes that have been going 
on as an accepted part of the curriculum 
for a long time.  We’re watching that with 
a lot of open enthusiasm. There is a new 
level of quality they’re trying to introduce 
to the curriculum.  I’m optimistic.  They’re 
working really hard, down to the indi-
vidual student level to say, “How do we 
get folks up to an acceptable level of suc-
cess?” I think they’re also taking a look at 
the relevance of the curriculum for today’s 
workplace and global economy.
Dr. Eucharia Nnadi: For us, it’s differ-
ent because we are an upper-level institu-
tion.  We don’t accept students right out 
of high school.  We accept them after the 
individual has met the prerequisites, which 
often means a minimum of two years of 
college before they can come to us.  Most 
of the communication at that level is done 
by the schools that offer liberal arts, which 
we don’t offer.  Once they get into the uni-
versity, remediation is built into our cur-
riculum for those students who are strug-
gling.  We don’t get into remediation for 
high school graduates.  

Why is Nevada at the 
bottom of quality 
measurements 
when it comes to 
education?
Yucha: It’s because of the culture here; for 
years you could get jobs and make a lot of 
money without much education.  We have a 
very diverse society here.  Many of our busi-
nesses need uneducated workers to make 
ends-meet.  You need uneducated people to 
clean hotel rooms and park cars and do those 
things.  In fact, if the parents did well without 
an education, they might not see the need for 
their children to get an education.  

onsistently ranking low on 
national indicators, education 
in Nevada is among business 
leaders’ and economic devel-
opment professional’s biggest 

concerns.  Recently, executives represent-
ing this challenging industry met at the 
law offices of Holland & Hart in Las Ve-
gas to discuss ways in which to improve 
Nevada’s education. 
 Connie Brennan, publisher of Nevada 
Business Magazine, served as moderator 
for the monthly event that brings leaders 
together to discuss issues pertinent to their 
professions.  Following is a condensed 
version of the roundtable discussion.

Is enrollment at 
universities up?
Dr. Carolyn Yucha: Yes.  If you can’t find 
jobs, you may as well go to school.  En-
rollment is up, despite the fact that tuition 
has increased.  In some fields, it’s actually 
doubled.  
Kathy Cunningham: I think a lot of people 
are trying to reinvent themselves, trying to 
figure out what their next position is and to 
be ready for that.  A lot of people are tak-
ing advantage of being displaced from one 
job, especially people that were working 

in jobs without bachelor’s degrees.  They 
now realize they must get a four-year de-
gree.  Or, on the other side of the gradu-
ate level, people realizing they want to be 
ready for the next promotion.

Are you dealing with 
more students in 
need of remedial 
education when they 
start college?
Julie Williamson: I think we all are, es-
pecially if you take an adult worker who 
has been away from school for ten years.  
You have to start at ground level, all over 
again.  I don’t think we’re taking them 
from high school and preparing them for 
what college has to offer.  There’s still a 
big gap there, understanding how to en-
roll themselves, finances and financial 
aid.  The lack of personal responsibility 
is the biggest thing I see.  There is more 
hand-holding than in the past.  They’re not 
problem-solvers.
John Ball: If you’re watching what’s go-
ing on at the Clark County School District 
(CCSD) right now, with Superintendent 
Jones and Deputy Superintendent Pe-
dro Martinez working on the graduation 

C
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Ball: This economy was so successful in 
spinning off jobs, particularly jobs with 
a low entry ratio, that Nevada didn’t have 
to pay attention to some of the education 
culture issues.  The myth of the $100,000 
valet job kept us from seeing that other 
places were actually building an educa-
tional foundation in work-force readiness 
and quality level that we were not keeping 
up with.  People, pretty universally now, 
understand that that model is not going to 
get us where we need to go.  I hear a lot 
of people paying more attention to taking 
over the educational success and really 
getting on board with what’s going on.  
We’re having the quality of education dis-
cussions now that we haven’t had before, 
largely because we simply didn’t have 
to.  Anyone that wanted a job could get 
one.  Even with a 50 percent dropout rate, 
we had the lowest unemployment rate in 
the country.  We now have to pay atten-
tion.  We’re not as special as we thought 
we were.  We need to get in the game and 
start being competitive.

How difficult is it to 
find qualified staff?
Yucha: When we hire here, particularly if 
you’re trying to hire doctorally prepared 
people, they have to move.  That really im-
pedes us.  Doctorally prepared people tend 
to read the paper and check out what the 
school system is like.  You could be great 
here, but you still have this surrounding 
environment.  There are people that either 
love Las Vegas or hate it.  I think it’s hard 
to recruit.
Williamson: We also share a lot of com-
mon faculty.  We’ve even looked at people 
who have gone into retirement, to try and 
get them out of retirement and teach part-
time.  You also have to remember, we’re 
evolving technology-wise and a lot of 
them can’t keep up with the technology 
in the classrooms.  I say every day, give it 
five years and we’re going to have a short-
age of PhD’s because we’re not producing 
them fast enough for the demands that the 
accreditation bodies have put on us.  

Why would a student 
choose a private 
university over a 
public one?
Cunningham: A lot of it is the model.  
Many times they’re working, trying to keep 
their 40-hour-a-week job, go to school and 
raise children.  The working adult model of 
one or two nights a week fits their lifestyle.  
Williamson: I think the private sector has 
realized we have five modalities of learning.  
We’ve taken technology a few steps further 
than public schools with online, live online 
and interactive forums.  They have a lot of 
different options now that they didn’t have, 
even when I went to school.
Nnadi: Having worked in both the state 
institution and now working in a private 
non-profit institution, it takes a long time 
to make any change in a state institution.  
By the time you’ve finished with your in-
ternal process to get anything changed, 

Cunningham: We do share a lot of people.  
It’s not unusual for a person that teaches 
at UNLV part-time to teach for National 
and other schools because they’re a known 
commodity and they’re in demand.
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then get to the system level and then the 
state level to get it changed, the private in-
stitutions have already graduated a group 
of students, on the same program that 
you’ve been trying so hard to change.  The 
public sector is not equipped for quick 
change.  They’re not equipped to take ad-
vantage of situations quickly.  Privates are 
and that makes a big difference.  Plus, we 
don’t have to depend on the legislature to 
raise tuition or increase fees.
Ball: Here’s one we get all the time.  Con-
struction worker gets laid-off; he’s got a 
family, three kids, the whole deal.  We’ve 
got other jobs they can cross-train for.  So 
they go to the public institution and are told, 
“Well, you’re too late for this quarter, come 
back in three months.”  But, with a Block 
approach, they can go in, get that certificate 
and get back on the job.  It’s a huge differ-
ence.  I assume someday the public institu-
tions are going to pick up on that.  In a labor 
force like the one we have now, that is in 
dire need of cross-training and re-employ-
ment, the private sector is leaving us behind.
Yucha: UNLV doesn’t have a lot of cer-
tificate programs because we’re really de-
gree focused.  Certainly we have online 
education and technology and all of that 
now.  That makes a big difference for stu-
dents who are working.  We get very young 
under-grads.  If I look at the nursing ages 
across the state, the youngest students are at 
UNLV.  They’re there for the typical, tradi-
tional school.  There’s definitely a need for a 
lot of different models of education.  That’s 
what the public and private do well.
Rob Dilman: Some students want to be able 
to progress in pieces.  Whereas they can’t 
take a break for three or four years to get 
a degree, even though that might be their 
ultimate goal.  If they can, they’ll take a 
program that’s nine months or a year long, 
get a certificate and get back on the job with 
the ability then, after another couple years, 
to come back and finish an associate’s [de-
gree]. After a couple of years, if they could 
see some career progression, there are types 
of educational programs that lead to careers 
that are in demand that you can take one 
bite at a time as your career grows.  That’s 
attractive in this economy.
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they took courses online.  I think there will 
always be the need for, not just face-to-face 
instruction, but the skills to go along with it.
Yucha: Even though some of our programs 
are online, we still have face-to-face time 
with these students. We could do it from 
home, via Skype or whatever. We run the 
risk of losing a culture.  When the faculty 
is there, when they’re in faculty meetings, 
face-to-face, it’s a different conversation 
than would occur if we were all on a phone 
conversation together. 
Williamson: When we went to college, it 
was a combination of both.  Now you get 
one divide where they’d rather just sit there 
in their own room and socialize online than 
get face-to-face time.  That’s going to come 
back to affect them when they ultimately go 
out to get a job.
Dilman: Online has its place for conve-
nience and delivery, but it can’t replace 
skills that you need to get as part of your 
education.
Nnadi: Also, online really is not for every-

Industry Focus | Education

Will online 
education ever 
grow to the point 
where there won’t be 
classrooms?
Dilman: I think the online portion is needed 
because of what’s been addressed; an indi-
vidual can’t just stop what they’re doing 
and go to school for four years.  You have 
to have some convenience with a non-tradi-
tional model that we’ve been talking about.  
Education will always be more than just the 
theoretical.  You’re going to have to have the 
ability to learn skills and some skills you 
can’t learn through an online course all the 
time.  Nursing is a good example.  You still 
have to come to the skills lab on campus to 
work with the simulators and mannequins.  
I don’t know how you could ever take that 
away and expect someone to be skilled 
enough to work in a hospital just because 

body.  There are students who fail miser-
ably online.  But, they do very well face-
to-face.  There is still something about that 
human contact and looking at a student and 
seeing that they are lost and trying to put 
them back in the classroom.  Plus, to excel 
in an online program, you have to be self-
motivated. You cannot be a procrastinator 
and you must have good writing skills.  I 
don’t think the brick and mortar is just go-
ing to evaporate.  But, we are going to see 
more and more online.
Cunningham: We tell the students that if 
they are not disciplined, online is probably 
not for them.  If you have a class you go to 
four hours a week, you know that’s going to 
be your time you’ve got to be in class.  Oth-
erwise, you have 24 hours a day, seven days 
a week that people could be posting and you 
need to respond to things.  You need to have 
your papers turned in to drop boxes by cer-
tain times.  It’s very rigorous.  A lot of stu-
dents underestimate how rigorous online is.
Ball: I think that if you had this same dis-
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cussion and the average age in the room was 
19 to 24, you’d get a totally different answer.  
They would tell you, “you can keep build-
ing that brick and mortar if you want’ we’re 
going the other way.”  We see all the socio-
logical manifestations of how that creates a 
different culture and a different set of com-
munication skills than we’re familiar with.  
We say, “How are you going to operate in 
the world when your skills are built around 
that?”  They’re going to tell you, “We’re not 
interested in operating in your world.  We 
have a new world.  We all operate just fine 
online.”  You see a generational shift here 
where, if you ask the same question a few 
years down the road, it’s totally different.
Dilman: Even if the rising generation is 
comfortable with the technology, I don’t 
think it’s realistic for us to expect that a 
newly graduated high school senior at 18 
will have the maturity and discipline it 
takes to succeed in an online environment.
Ball:  They’re already doing that.  They accept 
all the same challenges of discipline and pro-

ductivity we do.  They just do it in a different 
method.  They’re going to shift the market de-
mand dramatically for how we offer our stuff.
Dilman: We’ll have to adjust.
Ball: Exactly.
Dilman: As much as the tools may im-
prove and technology may change, I hope 
we don’t ever take shortcuts in developing 
skills.  There will always be a need to prob-
lem-solve, formulate ideas and carry that 
idea to an objective fruition.  That ability 
to formulate thoughts are skills that I don’t 
think should ever go away, regardless of 
what technology we use to teach them.

What role does 
education play 
in economic 
diversification and 
Nevada’s culture?
Ball: If we’re going to be competitive at all, 
we’re beginning to realize that the model 

that got us to 2007 is not going to success-
fully get us to 2027.  The other part is the 
quality of life that surrounds us.  As people 
increase their skills and their ability to be 
competitive in a global economy, they start 
looking for the quality of life in the com-
munity. If you look at all the places in the 
country right now that are succeeding, in 
spite of the economy, that focus on educa-
tion is a key part of it.
Yucha:  We really need to be preparing life-
long learners.  If a kid isn’t ready to learn 
when they’re 17, can we have done something 
that will help that child know what they have 
to do when they get to be 25 and realize they 
made a mistake?  I think this whole lifelong 
learning thing is critical.  Unless they’re pre-
pared to continue learning, we haven’t done 
our jobs at all.
Williamson: That’s simple self-improve-
ment.  We all have to do it every day in our 
jobs.  You have to stay on top of it.
Ball:  I think a lot of business leaders have 
recognized that their future work force is 
sitting in educational institutions right now.  
All the ways that they can reach out and, not 
just be involved as community members, but 
business people who want to cross-fertilize 
ideas with the educational establishment so 
that education is relevant and they can give 
the future generations of their work force 
a glimpse and acquaintance with what the 
world of work is all about.  Progressive com-
panies are doing that all over the country; job 
shadows, internships and work experience 
programs.

Since President Obama took office, 
the United States has added over $4 
trillion in public debt and the federal 
government has spent $6.6 million a 
minute during that time, according to 
data from the Office of Management 
and Budget and Congressional 
Budget Office. 
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Sandoval and Bush Work to Bring Florida-Style
Education Reforms to Nevada

Free Market Watch | Commentary

t’s easy to be cynical about education and education-re-
form efforts in Nevada.  For decades, we’ve known that 
Nevada’s education system needs dramatic improvement. 
And for decades, unions, led by the Nevada State Educa-
tion Association, have told Nevadans that spending more 

money would improve our schools. Thus, spend we have. 
 Over the last 50 years, Nevada has nearly tripled its inflation-
adjusted, per-pupil spending. Despite this massive influx of mon-
ey, education results have remained stagnant. Moreover, Nevada 
now has the lowest graduation rate in the country, at 41.8 percent.
 Gov. Brian Sandoval, however, hasn’t been content to simply 
pump more money into a broken system. During an early Octo-
ber visit by former Florida governor Jeb Bush, Sandoval made 
clear that he’s committed to implementing education reforms 
like those that produced stunning educational improvement in 
Florida over the last decade. 
 The education reforms that Bush and Florida lawmakers be-
gan implementing in 1999 included vouchers, ending teacher 
tenure, ending social promotion, expanding virtual learning and 
giving schools letter grades based on performance.
 Florida’s achievement in the last dozen years is truly stunning. 
In 1998, Florida and Nevada had the exact same score on the 
National Assessment of Educational Progress fourth-grade read-
ing test. Since then, Florida’s fourth-grade reading scores have 
increased by approximately two grade levels, while Nevada’s 
increased only half a grade. Especially remarkable have been 
Florida’s gains for its African-American and Hispanic students: 
Their reading scores have jumped by 2.5 grade levels. 
 Sandoval sought many education reforms modeled after Flor-
ida’s success during the 2011 Legislative Session, but the Demo-
crat leadership killed most of them. Eventually, as part of the final 
budget compromise, the Legislature did approve some minor ed-
ucation reforms. Allowing districts to fire an ineffective tenured 
teacher after three years was one, while ending layoffs based on 
seniority — subject to collective bargaining — was another. 
 By bringing Jeb Bush to Nevada to talk about education re-
form, however, Sandoval made it clear that he’s not giving up on 
Florida’s reforms. 
 During a breakfast meeting, both governors spoke about the 
importance of ending social promotion. That’s the practice of 
passing a child onto the next grade, even if the child has failed 
one or more subject areas. It’s especially harmful when schools 

send kids on to the fourth grade when they don’t yet know how to 
read. As Bush noted, a student learns to read until the third grade, 
and after that he or she reads to learn.
 Thus, if a child who hasn’t yet learned to read by the comple-
tion of the third grade is promoted  on to the fourth grade, he or 
she is set up to fail every single day in school thereafter.
 The former Florida governor also emphasized the important 
role that opportunity scholarships, sometimes called vouchers, 
had in the improvement of Florida’s public schools. He described 
how the possibility of students using scholarships to attend other 
schools motivated the worst academic schools to increase student 
achievement. 
 While Florida’s remarkable gains are acknowledged by Ne-
vada liberals, some attempt to attribute Florida’s successes to 
increases in education spending and pre-K programs. Assem-
blywoman Lucy Flores tweeted that Nevada needs reform plus 
“increased investment,” and Speaker John Oceguera tweeted 
that to turn around its schools, Florida made a “huge invest-
ment” in pre-K.
 What liberals don’t mention — or don’t know — is that from 
the 1998-99 school year to the 1999-2000 school year, Florida’s 
per-pupil spending fell from $8,405 to $8,094, adjusted for in-
flation. Moreover, the state’s inflation-adjusted, per-pupil fund-
ing didn’t get back to 1998-99 levels until 2004-05. Yet all that 
time, Florida was making stunning gains in student achieve-
ment. And while Florida’s per-pupil funding did increase more 
rapidly in the second half of the decade, it had only surpassed 
Nevada’s level by $169 as of 2008, the latest year for which data 
is available.
 Similarly, while Oceguera credits pre-K with increasing stu-
dent achievement in Florida, Florida’s pre-K program wasn’t im-
plemented until 2005. The earliest it could have impacted scores 
on the fourth-grade reading test, therefore, was 2010. Currently, 
NAEP scores are only available through 2009.
 After decades of unfulfilled promises to improve education 
in Nevada, Sandoval’s commitment to pushing Florida-style re-
forms finally offers Nevadans genuine reasons for hope. 
 Improved student achievement is no merely theoretical pos-
sibility: Sandoval has the proven roadmap.

I

Victor Joecks is communications director at the Nevada 
Policy Research Institute.

Increasing Student
Achievement



24                                        November 2011 www.NevadaBusiness.com

Nevada Receives 
Federal Grant to 
Support Small Business 
Exports
The State of Nevada has received a 
$239,318 Small Business Administration 
(SBA) grant through the State Trade 
and Export Promotion (STEP) Pilot 
Grant Initiative.  The grant is expected 
to stimulate and strengthen Nevada’s 
global trade and will be administered 
by Nevada’s Office of Economic 
Development with the goal of filling 
Nevada’s export pipeline.

Saint Mary’s Regional 
Medical Center 
Announces Possible Sale 
in Early 2012
Catholic Healthcare West (CHW), the par-
ent company of Saint Mary’s Regional 
Medical Center, has entered into exclusive 
negotiations with Community Health Sys-
tems Professional Services Corporation, 
based out of Tennessee, to discuss a pos-
sible future sale of Saint Mary’s Regional 
Medical Center in Reno.  As part of the 
transaction, Saint Mary’s outreach pro-
grams and affiliated health centers will 
transition to subsidiaries of Community 
Health Systems.  However, Saint Mary’s 
Health Plans will remain within the CHW 
network.
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IRS Will Now Settle Employment Taxes

Power of Attorney | Employment Taxes

fter receiving much success from its Voluntary Off-
shore Bank Account Disclosure Program, the In-
ternal Revenue Service (“IRS”) has now decided 
to provide an opportunity for businesses to come 
clean by reclassifying workers as employees 

for federal employment tax purposes. The IRS announced 
on September 21, 2011 that it has developed the Voluntary 
Classification Settlement Program (“VCSP”). This program 
now allows business taxpayers to obtain relief from wrongly 
classifying employees as independent contractors, thereby 
potentially saving business taxpayers thousands of dollars 
in employment taxes, penalties, and interest.

Overview
Workers are constantly misclassified by businesses for vari-
ous reasons, either purposely to save money, or on accident 
because owners are unaware of the surrounding tax laws. 
Whether a worker is an employee or an independent con-
tractor is largely a facts and circumstances analysis and is 
generally determined under the common law test of whether 
the business owner has the right to control and direct how 
the worker performs his or her services. The IRS has deter-
mined that because self-employed independent contractors 
are far less tax compliant than W-2 employees, the misclas-
sification of workers costs the U.S. Treasury over $1 billion 
per year. 

IRS Audits
Since 2009, the IRS has enlarged its efforts to curb worker 
misclassification by steadily increasing the number of em-
ployer examinations performed by the IRS. If the IRS deter-
mines that a business wrongly classified employees as inde-
pendent contractors after performing an employment tax au-
dit, the business can face large employment tax deficiencies. 
These tax adjustments can range anywhere from 10% up to 
40% of the prior three years’ salaries, depending on whether 
the IRS determines the misclassification was willful. 
 In order to assist voluntary resolution of worker misclas-
sification issues and increase tax compliance and certainty 
for both taxpayers and the government, the IRS has deter-
mined that it would be helpful to provide business owners 
with a program that allows voluntary reclassification of in-
dependent contractors as employees without the need to go 
through the lengthy and expensive process of IRS audits. 
Hence, IRS announces the VCSP.

VCSP Eligibility
 The VCSP is available for business taxpayers that wish to vol-
untarily change the classification of their workers going forth. In 
exchange for agreeing to treat workers as employees, businesses will 
now be liable for only 10% of the tax liability due for the most recent 
tax years and will not be liable for any penalties or interest, both of 
which can add up quickly. Additionally, the IRS has stated that it 
will not subject a taxpayer who participates in this new program to 
audit for employment tax issues.
 To be eligible for relief under the VCSP, a business owner must 
have consistently treated the workers as nonemployees (i.e., inde-
pendent contractors), and must have filed Forms 1099 for the work-
ers for the previous three years. Furthermore, the business cannot 
currently be under audit by the IRS, the Department of Labor, or 
any state agency. If a business was previously audited by the IRS or 
the Department of Labor, it can only be eligible if it has complied 
with the results of that audit. 
  Businesses that apply under this program and are accepted into it 
will sign a closing agreement with IRS agreeing to extend the period of 
limitations on assessment of employment taxes for three years for the 
first, second and third calendar years after the date of the agreement. 

Example
 To illustrate the benefits of the VCSP, a business that paid 
$1,500,000 to workers in 2010 now wishes to correctly classify its 
workers as employees.  The business submits the VCSP application 
on October 1, 2011 and requests the beginning date for treating its 
workers as employees to be January 1, 2012. Because the employ-
ment taxes applicable to $1,500,000 would be $160,200 (10.68% of 
$1,500,000), the settlement with IRS under the VCSP would be only 
10% of $160,200, or $16,200. 
 Had IRS decided to audit the business before it made an appli-
cation under the VCSP, and IRS determined the misclassifications 
were willful, the business would potentially be at risk for past em-
ployment taxes, penalties, and interest of up to $1 million.  

Conclusion
 In summary, the VCSP allows employers who have misclassified 
their workers as independent contractors an opportunity to volun-
tarily resolve this issue prospectively with limited cost and known 
risk. All business owners who classify workers as independent con-
tractors should seek the advice of a tax professional in determining 
whether filing an application under the VCSP is appropriate.

A

Derek N. Hatch is an associate attorney at Tax Law Center, LLC.

Independent Contractor or Employee?
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B.C. LeDoux
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The Glenn Group
Las Vegas & Reno

Number of Employees: 36
Years in Nevada: 42
Years with Company: 11

How did you first get into your profession? 
When I was going to the journalism school at 
UNR, I got a copywriting internship with our 
company and never left. That’s pretty rare for 
someone from my generation, but I take a lot 
of pride in having played a big a part in our 
company’s significant evolution. I’ve never 
gotten bored, and now if I do, it will be no 
one’s fault but my own.

What do you like most and least about 
your industry?
I really love how every day presents a new 
challenge and every challenge requires 
creativity of some sort. We’re creative 
problem solvers, and that’s a fun thing to 
be. I’m not about to point out things I don’t 
like about the industry, because the good 
things outweigh the bad by a lot. 

What is the biggest challenge your 
industry is facing?
Keeping up. The media world is more and 
more fragmented and individualized, which 
presents huge challenges as well as huge 
opportunities when it comes to reaching 
consumers with appropriate messaging. The 
best places to talk with people and the best 
ways to talk with people are changing at the 
same rapid pace that digital technology is 
advancing. It’s a challenge to stay on top of 
it all, but that’s part of the fun.

If you were President, what problem 
would you address first?
Wow. Hmm. I’m going with education. It 
seems like we’re falling further and further 
behind the rest of the world, and if that 
continues, none of the rest of the problems 
and challenges we’re facing will get any 
better. It’s easier to focus on the immediate 
problems, because there are a lot of them, 
but at some point we have to be proactive 
and address the future of our country. 
Education is part of that future—good or bad.

What business advice would you give 
someone just starting in your industry?
Make sure you’re passionate about it. If you 
are, you’ll be successful. If you’re not, you’ll 
be exposed quickly.

What is the best perk of your career?
Travel.  I’ve been to England, the Dominican 
Republic and all over the U.S. because of 
our interesting projects.  It’s been amazing.

Face To Face | Statewide
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n its third year of being de-
pressed, Nevada’s office space 
market continues to experience 
high vacancy rates, lease rates 
comparable to ones ten years ago, 

several distressed properties, no new 
construction and few sales. However, 
some activity is taking place, positive 
signs of a stabilizing market.  
 In Southern Nevada, office space is “bot-
toming out, sluggish but also transition-
ing,” said Randy Broadhead, senior vice-
president in the Las Vegas office of CBRE, 
commercial real estate services firm.

Embrace the 
Positivity

I

Building Nevada

By Doresa Banning

OFFICE 
SPACE

Randy 
Broadhead
Senior Vice-President,
CBRE (Las Vegas office)
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rent, or they’re having to come off their ask-
ing rate plus some free rent.” 
 The market is seeing a “flight to quality” 
trend, in which tenants are taking advantage 
of the lower lease rates and available space 
and moving from lower-class buildings to 
nicer ones in better locations. For example, 
someone in a Class C building (the lowest 
office space classification, typically older 
buildings needing renovation and in less de-
sirable locations) in the inner city paying $2 
a square foot might move to a nicer build-
ing on the beltway, closer to more amenities, 
and still pay the same rent, when previously 
the rent was $3 to $4 a square foot. 
 “If you’re a tenant with an expiring lease 
and you have a decent business, every-
thing’s on sale, wholesale,” Dunn said.
 This milieu of decreased demand and di-
minished property values is challenging for 
landlords. To lease their space, they’re hav-
ing to drastically discount the rent and offer 
deals, decreasing their potential net income. 
 “It’s not an environment for seeing great 
volumes of transactions opportunities,” 
Dunn said.
 Some transactions, however, are taking 
place. For example, Caesar’s Palace leased 
52,000 square feet for expansion, and other 
gaming companies are looking for space. 
Ameriprise bought a 98,000-square-foot 
building for a call center for $14.5 mil-
lion, and Henderson 1 LLC purchased a 
58,000-square-foot building for $6.8 mil-
lion.
 “It’s a good sign that we’re starting to pick 
up, but it hasn’t translated into significant 
net absorption in the marketplace,” Broad-
head said.
 The only sales that are taking place are 
those of distressed office space (ones de-
faulted on or somewhere in foreclosure) and 
owner/users buying a building for a specific 
use. These buildings are selling for about 25 
percent of replacement value. 
 “Right now, most people are looking at 
our market as a means to pick up stuff, bot-
tom fishing,” Dunn said. “It has to be on the 
bargain basement shelf or close to it to get it 
moved.”
 Southern Nevada has about 5 million 
square feet of distressed office space.

Southern Nevada:
Bouncing Along the Bottom

 “People feel like we’re bouncing along 
the bottom, but we’re seeing real minor im-
provement,” said Michael Dunn, executive 
director in the Las Vegas office of Com-
merce Real Estate Solutions, a commercial 
real estate brokerage. “The goal is to im-
prove on that some.”
 The region boasts about 43 million square 
feet of total office space, according to Com-
merce Real Estate Solutions’ 3Q11 office 
report data. Nearly one-quarter of that, 
about 10.2 million square feet, is vacant. 
The current 23.6 percent vacancy rate is 
close to its peak of 24 to 25 percent, which 
took place in the first quarter of 2010. 
 The submarkets with the lowest vacancy 
rates for Class A and B space are Down-
town Las Vegas (18.4 percent), Central 
West (18.9 percent) and the Airport (20.9 
percent). Class A buildings are the highest-
quality, typically multi-story, buildings with 
steel frame construction, high-end exterior 
finish, distinctive lobbies with upgraded 
finishes, and amenities like on-site securi-

ty, state-of-the-art communications 
and data infrastructure, and 

covered parking. Class 
B space, also often 

multi-story, is buildings with steel frame, 
reinforced concrete or concrete tilt-up con-
struction. They typically contain common 
bathrooms and hallways, and their lobbies 
may feature granite and hardwood detail-
ing. 
 Net absorption, the difference in occu-
pied square footage from one period to an-
other, in the third quarter brought the year’s 
total to a positive 183,376 square feet. This 
is the first positive year-to-date result since 
2008, when net absorption was 637,764 
square feet. In comparison, net absorption 
at the end of the third quarter last year was 
a negative one million square feet. 
 This prolonged high vacancy and low ab-
sorption for the last three years is kind of 
unprecedented,” Broadhead said.
 Lease rates, which have dropped about 
30 to 40 percent from their highs, remain 
relatively flat. Today’s rates are similar to 
what they were in 1999-2000. Buildings 
that leased for $1.85 per square foot in 
2006-2007 are now leasing for about $1 

per square foot. The current 
asking lease rate is $2.01 per 

square foot. 
 “I don’t pay much atten-

tion to them because 
they’re asking rates, 

a starting point,” 
Dunn said. “Ev-

erybody is ei-
ther providing 

a lot of free 

Building Nevada | Office

Michael Dunn, 
Commerce Real Estate

Solutions
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 “We’re a third to halfway through, if 
we’re lucky, all the buildings that are still 
distressed,” Dunn said.
 To get rid of these properties, banks and 
other institutions are auctioning them off, 
hoping to get the highest value possible. 
In May of this year, 765,813 square feet 
of office space (13 properties) sold for an 
average auction price of $78 per square 
foot, according to Colliers International’s 
Las Vegas Q2/11 Report. This compares to 
the average original investment price per 
square foot of $74. 
 “We need to cleanse this excess out both 
from a leasing standpoint, which is tied to 
job growth, and, secondarily, we need to 
wash them from the banks’ hands and then 
get some new ownership that has the ability 
to infuse capital back into the properties,” 
Dunn said.
 As far as new construction, little to noth-
ing is being built, perhaps only a few by 
owner-users.
 “If anything’s being built, it’s an aberra-
tion. It’s not spec, I’ll tell you that,” Dunn 
said.
 The prediction for the short-term future 
of office space in Southern Nevada is likely 
more of the same. 
 “I don’t think we’re out of the woods yet,” 
Broadhead said. “But I’m hopeful that we 
continue to gradually move forward in a 
positive way with positive momentum.”

Northern Nevada:
Flat But Trending Better

 The office space market picture in North-
ern Nevada resembles that of its southern 
counterpart. Vacancy rates are high, lease 
rates are low, new construction is stagnant, 
sales are few, tenants are moving up, and 
net absorption is positive. However, unlike 
Southern Nevada, the region has only a few 
distressed properties. 
 “I don’t think the market’s ever seen this 
level of negative impact since I’ve been do-
ing this, for the last 20-some odd years, said 
Scott Shanks, senior vice president in the 
Reno office of NAI Alliance, a real estate 
brokerage. “For the most part it’s remained 

relatively flat, but overall, I think it’s trend-
ing to the better side.”
 The current vacancy rate is 19.1 percent, a 
slight decrease since Jan. 1, when it was 19.4 
percent, Colliers International’s Third Quarter 
2011 Office Market Newsletter data showed. 
The high was 21 to 22 percent when the first 
recession hit. Vacancies translate into about 9.2 
million square feet of available office space.
 “For as long as we’ve tracked the office 
market, since the mid-1990s, we’ve never 

Building Nevada | Office

seen vacancy rates this high,” said Tim 
Ruffin, senior vice-president and manag-
ing partner of the Northern Nevada office 
of Colliers International, a commercial 
brokerage. 
 Class A space overall has the best va-
cancy rates, particularly in downtown Reno 
and the Meadowood area. The overall Class 
C vacancy rate is 22.6 percent, which com-
pares to the overall Class A vacancy rate of 
15.1 percent. Overall, Meadowood seems 

http://hutchlegal.com
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to be the strongest of the submarkets, likely 
due to its numerous amenities, location be-
tween downtown and south Reno, and nice 
new buildings.
 “The vacancy rates need to get into the 
low teens, upper single digits, before things 
start to shake loose,” Shanks said.
 For the first time in a while, the market 
shifted from negative to positive net absorp-
tion in the second quarter. About 40,000 
square feet have been absorbed so far this 
year, with 75 percent of that taking place 
in downtown Reno. The two areas with the 
best net absorption numbers are downtown 
Reno and South Meadows.
 “A good amount of velocity is heading to 
downtown because of the restaurants, the 
amenities and the ballpark,” Shanks said. 
“Downtown does seem to be doing a good 
deal of business and certainly a lot more 
than it has in the past five years.”
 Lease rates are stable with a slight bias 
towards a lower level. They’re comparable 
to those in 1999. In downtown Reno and 
Meadowood, they’re anywhere from $1.50 

to $1.90 per square foot, on average $1.70 
to $1.75 for Class A space. In South Mead-
ows, which saw major expansion earlier in 
the decade, they’re $1.50 to $1.60 per square 
foot. At the market’s peak, highs were about 
$2.40 to $2.50 per square foot.
 “That same deal is seeing a 35 to 40 per-
cent reduction,” Shanks said. “On a typical 
quoted rate of, say, $2 a square foot, they’ll 
maybe ink a deal at $1.85. I’ve seen other 
deals getting done at $1.”
 Because rents are so low, tenants are 
moving from Class B and C office space to 
Class A space. 
 “The market has been fairly active with 
existing tenants evaluating their options,” 
Ruffin said. “A couple of years ago, they 

were frozen in place and didn’t know what 
was going to happen. Now they’re looking 
around for great opportunities in nice build-
ings and committing to five-year leases.”
 Expansions continue to happen as well. 
In the third quarter, McDonald, Carano, 
Wilson expanded by 10 percent into a 
35,000-square-foot building; Prospect Edu-
cation expanded to 18,000 square feet; and 
Jimmy Beans Wool expanded its space by 
more than 400 percent. 
 The only sales taking place are of the oc-
casional distressed building when it comes 
onto the market. They’re selling for about 
half the replacement value.
 “We’re just not seeing sales when a seller 
puts a building on the market because what 
the seller and buyer want are so far apart,” 
Ruffin said. 
 New ground-up construction isn’t hap-
pening and probably won’t for a few years, 
as there’s no demand and too much inven-
tory. Before anything gets built, the overall 
vacancy rate will have to decrease and rents 
will have to increase. It’s possible new Class 
A buildings might come online, however, if 
all the existing vacant ones get absorbed.
 “The economics don’t support build-
ing,” Ruffin said. “With the rent level and 
construction costs, you can’t get a decent 
enough return to build.”
 Experts expect the office space market in 
Northern Nevada to stay the same through the 
end of 2012 but with hints of improvement. 
 “I just think we’re kind of treading water 
as it stands right now,” Ruffin said. “There 
won’t be a dramatic change in the market-
place for a couple of years. We need the 
overall economy to improve before that will 
happen. We need to have jobs increase.”

The U.S. Small Business 
Administration (SBA) reached the 
highest mark in the agency’s history 
for small business loans in FY 2011.  
The agency supported $30.5 billion 
(61,689 loans) in small business 
lending during that time.

In Brief

Scott Shanks, 
NAI Alliance
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Cover Story | Healthcare Check-up

Continued from page 11

The Recession
and Healthcare Costs

 The third area in which healthcare was di-
rectly affected by the economic events of the 
last few years isn’t that much different from 
the way it was before the recession started: 
healthcare costs. There has long been a pres-
sure to reduce healthcare costs, as well as the 
stress on the industry caused by the costs to 
develop new technology, medicine and new 
procedures.
 “The healthcare system, if you will, hasn’t 
changed,” said Murphy. “We’re still coming 
out with new technologies, we’re still com-
ing out with new procedures, and we’re still 
coming out with things that drive up costs.”
 So though there’s been a noticeable de-
cline in the degree of utilization of healthcare 
technology as people hold off on scheduling 

necessary procedures or simply act in a more 
cost-conscious way, the advances in health-
care and the demand for healthcare itself and 
its advances hasn’t subsided. 
 “You continue to see costs increase, and 
the thought and discussion around the Af-
fordable Healthcare Act that’s been going 
on is because there’s a whole lot of concern 
in the healthcare industry, especially on the 
hospitals and the doctors’ side,” said Mur-
phy. Providers are worried about the kind of 
pressures they’re going to see from Medicare 
and Medicaid programs, all of the shifts in 
costs that will arise. “So what you’re seeing 

from a cost perspective is we continue to see 
increased costs on a commercial side and for 
individuals out there it makes it very chal-
lenging in a difficult economy.” 

Healthcare is Still
All About Patient Care

 With regard to the hospitals and physi-
cians, the Affordable Healthcare Act itself 
won’t change how healthcare is reimbursed, 
but it is forcing the industry as a whole to 
look at how healthcare is delivered to users. 
As the Act is being implemented, healthcare 
providers and insurers are looking to imple-
ment it with as little disruption to delivery 
of healthcare as possible and in as positive a 
way as possible, looking for ways to improve 
quality while cutting costs.
 “As far as healthcare costs in the future, 
unless this country systematically changes 
several facets of healthcare, the cost of care 
will not go down,” said Brannman. “People 
need to ask themselves why they see double 
digit increases in their health insurance pre-
miums, when the reimbursement to hospitals 
is going down. We spend more in the U.S. on 
healthcare than all but seven countries in the 
world spend on their gross domestic product, 
yet we still have uninsured folks and chal-
lenges with the system being able to afford 
healthcare.”
 A PricewaterhouseCoopers study shows 
that 87 cents of every healthcare dollar goes 
directly to paying medical benefits, said Mur-
phy; 13 cents goes to administration. “We 
continue to try and improve costs and trans-
parency because the real change is making 
sure we’re spending the 87 cents out of every 
dollar as effectively as we possibly can to get 
the best quality system that we can.”
 One of the possible changes in healthcare 
costs and quality is a move toward integra-
tion and coordination of healthcare, which 
seems a necessary step in improving the 
quality of healthcare.
 “I think unless we all become a part and 
are engaged in the delivery of healthcare, be 
it patients, be it doctors, be it nurses, hospi-
tals, be it payers, to consciously manage the 
quality and the costs of healthcare better, we 

Michael Coleman, 
Southwest Medical

Associates,
United HealthGroup

http://excellacom.com
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will just see what we’ve seen in the last de-
cade, which is costs increasing every year,” 
said Dr. Abdou. He expects with the health-
care reform legislation, integration and coor-
dination will fit the curve of changes. 
 “Integration of a larger, more multi-
speciality group, physicians and hospitals 
coming together forming what we call an 
integration model where the institution and 
physicians become one, having the same 
policies, procedures and delivery model and 
the same financial model as well,” said Dr. 
Abdou. “It’s where we put the patient first, 
put the outcome of the patient first, put the 
quality of patient care first, and then create 
the system around these principles rather 
than right now when it’s volume driven: ‘The 
more patients I see, the more I make money, 
the more patients in the hospital, the more I 
make money.’
 “When you put patient care in the center 
and then create a financial operation model 
based on that patient care, I think this is when 
we’ll see the quality of healthcare improve,” 
Dr. Abdou added.

 One of the positive effects the economic 
downturn has had on healthcare has been 
seen in advancing technology, according to 
Coleman. Federal economic stimulus money 
incentives have been directed at pushing 
physicians and hospitals to adopt electronic 
medical records, as well as the development 
of the health information exchange within 
the state, which is an online system that will 
allow hospitals, physicians and patients to 
share information via real time digital net-
works.
 Southwest Medical Associates has used 
an integrated healthcare delivery system for 
over eight years now and is embracing the 
move to a more technologically adapted de-
livery system. “I think integration between 
hospitals and physicians just improves qual-
ity and lowers cost,” said Coleman. “We have 
[an online] portal where the patient can go 
and look at their medical records, can ask 
for prescription refills and can actually do 
e-visits and communicate with their physi-
cian. We’re a 24-hour town and this is 24-
hour care, enabling patients to send messages 

to their physicians over the internet. I think 
consumers are changing the way they access 
information and we recognize that and try 
to change the way patients can access their 
care.”
 One of those changes includes an app 
Southwest Medical is rolling out to allow pa-
tients to check their records on smartphones 
and tablets.
 But healthcare still goes beyond tech-
nological advances, and patient care is still 
the most important thing. Integrated care 
allows physicians and medical teams to 
work with high-risk patients and keep up 
with case management so high-risk patients 
receive better quality care. The Patient Cen-
tered Medical Home model, with which 
Southwest Medical Associates is the first 
organization accredited in Nevada, makes 
the patient the center of the model and the 
primary care physician the key component 
to provide the patient access to care and in-
formation, a point of contact and to ensure 
patient needs are met from social work to 
medical care.
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The Uncertainty Principle:
Looking Ahead

 What the Affordable Care Act is doing 
currently is creating discussions around 
the healthcare community between payers, 
employers, employees, constituents, state 
organizations and the industry itself. While 
it’s too early to say what changes will come 
out of the discussions, it’s considered likely 
by experts in the field that the discussions 
will vary from state to state.
 The Act, which is already rolling out 
changes in some areas, is causing uncer-
tainty, said Murphy. “In the short term, 
the business person is a bit anxious be-
cause they’re not sure what the future will 
look like. For the hospitals and the doc-
tors, they know the reimbursement meth-
odology is going to change, there are go-
ing to be shifts and there are going to be 
changes in Medicare and in Medicaid and 
those things cause some changes between 
how they look to fund their businesses 
and the care they’re going to provide. 
There needs to be an understanding of the 
third of the four legs of the stool which is 
individually insured folks, commercially 
insured folks who are people insured by 
their employers, and Medicare and Med-
icaid populations and how that mixes in, 
and that’s not quite known yet. And the 
last piece is how is it going to change for 
the insurers?”
 The uncertainty for employers is made 
up of unknowns in the Act: What are ben-
efits going to look like? What will the new 
exchange be? What are the costs going to 
be in the open market? What products are 
going to be available? 
 For the consumer, the questions re-
main: Can I afford to take preventative 
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measures stay healthy? Can I afford to 
get sick?
 “It certainly is a dynamic industry 
right now,” said Kowitz.  “There’s tons 
of uncertainty regarding how we’re going 
to handle different aspects of healthcare 
reform.  That alos provides tons of oppor-
tunities for people in the business to be 
creative and to work with regulators on 
how these things ultimately unfold.”

Looking Toward
a Healthy Future

 Even with the changes in healthcare 
and the roll out of the Affordable Health-
care Act, prevention is still the very best 
medicine, and Nevada’s healthcare provid-
ers and insurers support programs to help 
people stay out of reach of the industry. 
While working to improve the quality of 
healthcare and the availability and deliv-
ery of it, as well as driving down costs, 
healthcare providers are also interested in 
teaching people to avoid needing industry 
services in the first place through smoking 
cessation, obesity control, heart and lung 
health and obesity reduction programs.
 “We try to educate consumers in gen-
eral and our members in particular around 
healthy lifestyle habits,” said Murphy. 
“We know 70 percent of some of the ad-
ditional costs of healthcare can be con-
trolled just by healthy lifestyle behaviors, 
like lowering obesity, regular exercise, 
smoking cessation, all things that hit Ne-
vada very hard. You ask if these programs 
are continuing, as state funding is being 
cut and as companies are limiting their 
philanthropic activity. It’s putting down-
ward pressure on some of these programs 
and state-run programs and we’re trying 
to do our best to continue what we can to 
be involved and to drive these programs.”
 Healthcare is always changing. To-
day’s healthcare has changed consider-
ably from the way it was delivered 30 
years ago or even 10 years ago. There 
are new pilot programs and partnerships, 
increased accessibility and attention to 
costs and quality.

Cover Story | Healthcare Check-up
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 Healthcare will continue to change 
going forward, putting costs and quality 
measures out for consumers to see and 
understand, allowing patients to make 
decisions for themselves as they weigh 
evidence-based outcomes from different 
providers and different programs. 
 “I’m very optimistic about the level of 
physicians and hospitals [in Nevada] and 
their desire to change the delivery model 

to improve quality and increase access,” 
said Dr. Abdou.
 “Technology really does allow provid-
ers to provide higher quality and lower 
cost care with greater patient satisfaction,” 
said Coleman. “I think that’s the key for 
us to improve costs. There are a number of 
initiatives in the state right now, including 
the health information exchange to help 
ensure patients get better care.” 

http://RenoCyberKnife.com
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Feature Story | The Green Movement

 Case in point: lighting. In a commercial 
office building, Bubak notes, lighting is usu-
ally one of the biggest energy consumers. “By 
putting occupancy monitors in rooms that 
aren’t always in use – such as copy rooms, 
break rooms, rooms that don’t need to be lit 
all the time – they can reduce the usage.” 
Businesses can also make sure that areas such 
as those aren’t over-lit. “A survey can tell if 
you it’s feasible to reduce lighting levels.”
 Another example, says Bubak: “Take a 
look at all the different electronics that are 
being used, such as computers, printers, 
monitors, anything that draws electricity. 
It’s just a matter of becoming more aware of 
what they’re drawing. Are they being turned 
off at night? Are they being turned off when 
the employees take a break to go to lunch? 
Those are little things that certainly add up. 
There is a whole list of things that can help 
folks begin to take responsibility, again with 
no cost. It’s just more of an awareness.”

 An additional and often overlooked 
benefit, firms have found, has been im-
proving the work environment for – and 
thus, the productivity of – their employ-
ees. Says Bubak, “What they’ve found 
as they’ve gone along and created these 
better environments for their employees 
is that it just creates a better indoor air 
quality. You get a better performance out 
of your employees because of that, and 
it’s just been a nice little movement.”
 Air conditioning, heating and water-
heating systems and the like -- the larger 
systems that tend to draw more energy – 
are all being honed. “There has been a lot 
of attention to those,” Bubak says. “And 
then of course making sure they’re prop-
erly insulated using high-performance 
windows. Those types of features in the 
way that they construct commercial and 
residential buildings is where they’ve 
been putting a lot of their attention.”
 The key remains increasing aware-
ness, Bubak points out, “and then also 

Continued from page 15 to help motivate through different ap-
proaches – tax credits, incentives through 
the utility company, etc. There is a lot of 
opportunity that way.”

Earning Green by
Going Green

 One of the Nevada firms that has found 
a way to turn being green into earning 
green is Innovative Systems Group (ISG) 
in Las Vegas, which provides energy-
efficient lighting products and services, 
offering options that significantly reduce 
costs and save on natural resources and 
works exclusively for homeowners as-
sociations. There are at present, says 
Michael Dyck, ISG’s founder and Presi-
dent, about 17,000 gas lamps in front of 
single-family homes and apartment com-
munities across Clark County. “They 
cost about $18 to $20 each per month, so 
you’re looking at about $200 per year per 
lamp just to run the gas.” 
 ISG, and companies like them, work 
to cut costs while improving the environ-
mental impact. “The demand came to me 
four years ago,” recalls Dyck, a 20-plus 
year veteran of the construction business 
who has contracting licenses in California 
and Nevada. “I was told, ‘Michael, these 
gas lamps are too expensive, is there a way 
you could help save us some money?’”
 Dyck developed a solution that con-
verts those gas lamps to low-voltage elec-
tric. “We now have an LED solution that 
takes that $200 a year and makes it $5 a 
year.” Indeed, he estimates the carbon di-
oxide emissions from a single 284 BTU 
fixture is about 1,800 pounds per year per 
lamp. “These are 8-foot-tall lights with a 
four-sided lantern head on top and a pair 
of mantles burning inside. My company 
has actually converted over 9,000 in the 
last four years. We’re able to take 1,800 
pounds of carbon dioxide a year and 
make it about 30.”
 Looking ahead, ISG plans to continue 
doing additional energy upgrades. Says 
Dyck, “You drive into a grand entrance of 
a community – maybe they have a guard 

http://acceleratedlv.com
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According to a recent Rasmussen Report 
survey, 58 percent of likely voters think a 
repeal of the healthcare law is likely with 
54 percent at least somewhat in favor of 
repealing the law.  Additionally, according to 
a recent retail finance study from CIT Group, 
Inc., 63 percent of retail executives believe 
changing healthcare costs and regulations 
will be negative for their businesses.

Feature Story | The Green Movement

ued stagnation -- will, Bubak says, “hope-
fully keep people motivated to continue to 
reduce their own impact, to reduce their 
operating costs, and making investments 
in their own buildings so it becomes an 
investment in the bottom line. I think that 
awareness is what’s driving a lot folks. 
They want to be part of the solution, and 
I see that happening at a higher velocity 
now than I’ve ever seen.”
 The missing ingredients in the whole 
discussion may well turn out to be time 
passing and government butting out. “I 
think that the bottom line is that yes, over 
the longterm it’s probably feasible that 
renewable technology will eventually 
start to become more cost competitive, 
and even start to phase out some conven-
tional resources,” Lawrence concludes. 
“But that’s in the long term. I think gov-
ernment policy to force that conversion 
ahead of the markets really just damages 
our economic output, at least in the short 
term.”

 All in all, the use of greener technolo-
gies and resources will be used more and 
more by companies in the coming years.  
While the environmental aspect of going 
green will remain a large part of the draw 
for many businesses, economic concerns 
will be an additional incentive for compa-
nies to make a greener switch as they look 
for innovative ways to cut costs.

gate, maybe they don’t – and all the trees 
are lit up. We take all those incandescent 
bulbs and convert them to LED.” It’s prov-
en a good business, not just for the compa-
ny but for all of us. As he points out, “We 
have about an 80% energy savings.”

The Future

 What does a future hold in the face of 
what many predict will be a persistently 
stagnant economy? 
 Burkel brushes such questions aside. “I 
think that whether the economy improves 
appreciably or stays the same, good busi-
ness is good business. Companies will 
continue to exploit our move towards 
greener methods all the way through their 
business plan because customers are de-
manding it and because it makes good 
economic sense.”
 The economic prognosis for the fore-
seeable future – little change, with contin-
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DealTracker
PROJECTS  |  SALES  |  LEASES  |  LOANS

Henderson, 89014
Mixed-Use
The PENTA Building Group has won the 
contract to serve as the general contractor 
for Union Village.  The 171-acre health vil-
lage will include Union Center, a hospital 
and healthcare complex; Union Plaza, a 
specialty retail center with medical offices, 
apartments, entertainments and a hotel; 
Union Place, a senior village and Union 
Park, a cultural center which will include 
the Henderson Space and Science Center.  
The village will be located at US 95 and 
Galleria.

Las Vegas, 89106
Government
REM Construction Company out of Pasa-
dena, CA has been awarded the $23,347,412 
contract to complete construction on a 
photovoltaic system on for the Veteran 

Affairs (VA) Southern Nevada Healthcare 
System.  The contract was awarded from 
the Department of Veteran Affairs.  The 
project includes 6,500 solar panels on the 
northeast corner of the site and over 7,000 
solar panels as canopies above parking lots 
located throughout the medical center.  
The system will generate 3.3 megawatts 
of electricity, approximately 50 percent of 
the medical center’s needs.  The project is 
located at 901 Rancho Lane.

Henderson, 89052
Mixed-Use
Bristol 423 LP purchased the 26,248 SF 
Portofino Plaza from Bank of North Las 
Vegas for $2.3 million or $88 PSF.  The 
buyer was represented by the Berg Invest-
ment Group at Colliers International and 
the seller was represented by Randy Black 
of Diversified Interests.  The property is 
located at 2525 W. Horizon Ridge Pkwy.
APN # 178-30-316-002

Las Vegas, 89118
Office
5115 South Decatur LLC purchased the 
12,033 SF Lane Building from 5115 S. Deca-
tur – PNCMAC 99-CM1 LLC for $850,000 
or $71 PSF.  The seller was represented by 
Ned Zivkovic and Tina Taylor of Marcus 
& Millichap Real Estate Investment Ser-
vices.  The property is located at 5115 S. 
Decatur Blvd.
APN # 163-25-602-012

Reno, 89502
Office
G4 LLC purchased 6,000 SF from Steven P. 
Conine for $372,500 or $62 PSF.  The buyer 
was represented by Brad Elgin of Stark & 
Associates.  The property is located at 510 
E. Plumb Ln.
APN # 015-183-02

Reno, 89521
Office
Practical Investors, LLC purchased 3,506 
SF from Wells Fargo Bank NA for $535,000 
or $153 PSF.  The buyer was represented 
by Dominic Brunetti, CCIM and Scott 
Shanks, SIOR of NAI Alliance.  The prop-
erty is located 10581 Double R Blvd.  
APN # 160-853-07

PROJECTS

SALES

Lane Building
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Henderson, 89014
Retail
Bridgestone Retail Operations LLC 
purchased a 77,792 SF building from 
1 Lane Sunset Road LLC for $3.2 mil-
lion or $41 PSF.  The buyer was rep-
resented by Terry Hamilton and Me-
lissa Policastro of Newmarket Advi-
sors and the seller was represented 
by Nelson Tressler of Grubb & Ellis. 
The property is located at 621 Mall 
Ring Circle.
APN # 178-03-210-009

Las Vegas, 89146
Retail
ATL Properties LLC purchased 6,800 SF 
from Mustang Man LLC for $1.2 million 
or $176 PSF.  The buyer and seller were 
both represented by Chris Lexis and 
Joe Leavitt of Lee & Associates.  The 
property is located at 6750 W. Sahara 
Ave.
APN # 163-02-415-012

North Las Vegas, 89030
Industrial
Nationwide Investments LLC pur-
chased 5,481 SF from The Britt and 
Leah Allen Family Trust for $310,000 or 
$57 PSF.  The buyer was represented by 
Salina Ramirez of New Growth Com-
mercial Real Estate and the seller was 
represented by Xavier Wasiak, SIOR 
and Kara Walker, CCIM of Grubb & El-
lis.  The property is located at 115 Brooks 
Ave.
APN # 139-15-615-012

Las Vegas, 89118
Industrial
Mariners Capital LLC purchased the 
30,460 SF Reno Arville Business Center 
from S & L LLC for $1,880.000 or $62 PSF.  
The Buyer was represented by Brian 
Riffel of Colliers International.  The 
property is located at 4355 and 4375 W. 
Reno. 
APN # 162-30-601-001

Las Vegas, 89120
Industrial
The Trust of Shirley S. Hwang pur-
chased a 3,905 SF property from City 
National Bank for $160,000 or $41 
PSF. The seller was represented by Dan 
Doherty, SIOR and Spencer Pinter of 
Colliers International.  The property is 
located at 3650 E. Sunset Rd.
APN # 161-31-412-000

Las Vegas, 89130
Industrial
AA Medical/Sanbuma LLC purchased a 
10,900 SF industrial property on 0.86 acres 
from Bank of Nevada for $675,000 or $62 
PSF.  The buyer was represented by Sharon 
Beesley of NAI Las Vegas and the seller was 
represented by Mike Hsu of Grubb & Ellis.  
The property is located at 135 N. Rancho Dr. 
APN # 138-02-814-028

Las Vegas, 89101
Multi-Family
Mission LV, LLC purchased the 30-unit 
Harvard Place Apartments from Zinc Fi-
nancial, Inc for $500,000 or $16,667 per 
unit.  The seller was represented by Devin 
Lee, CCIM and Patrick Sauter of NAI Sau-
ter Companies.  The property is located at 
2201-2209 Sunrise Ave.
APN # 139-35-812-006

Las Vegas, 89104
Multi-Family
Invex LLC purchased the 44-unit Clifford 
Place Apartments from Clifford Place LLC 
for $910,000 or $20,682 per unit.  The seller 

was represented by Devin Lee, CCIM and 
Patrick Sauter of NAI Sauter Companies.  
The property is located at 2433-2437 Clif-
ford Ave.
APN # 162-01-111-034

North Las Vegas, 89030
Vacant Land
The City of North Las Vegas purchased 
0.28 acres from Carl A. Hansberry for 
$175,000 or $14 PSF.  The buyer and seller 
were both represented by Sharon Beesley 
of NAI Las Vegas.  The property is located 
at 1919 N. Las Vegas Blvd.
APN # 139-23-310-046

Las Vegas, 89108
Vacant Land
Yamin Enterprise purchased 2.03 acres 
from East West Bank for $110,000 or $1.24 
PSF.  The buyer was represented by Al-
len Yadgari of Skyline Real Estate and 
the seller was represented by Garry Cuff, 
CCIM and Gary Banner, CCIM of Colliers 
International.  The property is located at 
3925 Coran Lane.  
APN # 139-19-703-002

Red Report | Deal Tracker
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Red Report | Deal Tracker

Henderson, 89074
Office
Devry Inc leased 18,484 SF from Flex 2 
Building ¾ LLC for $3,623,603 on a 10-
year lease.  The tenant was represented 
by Anthony Rye of NewMark Knight 
Frank and the landlord was represented 
by Miriam Campos-Root, CCIM of NAI 
Las Vegas.  The property is located at 
2490 Paseo Verde Pkwy, Suite 150.  Re-
ported monthly rent is $1.63 PSF.

Las Vegas, 89120
Office
Ministerios Victoria, Inc. leased 17,202 
SF from PFRS Patrick Commerce Cen-
ter for $541,781 on a 65-month lease.  
The landlord was represented by Shawn 
Barashy of Lee & Associates.  The prop-
erty is located at 2825 E. Patrick Lane.  
Reported monthly rent is $0.48 PSF.

Henderson, 89052
Retail
Kids Universe LLC leased 5,000 SF from 
Parcel E LLC for $792,000 on a five-year 
lease.  The tenant was represented by 
Mike Pristow of Keller Williams and 
the landlord was represented by Robin 
Civish of NAI Las Vegas.  The property 
is located at 2650 Sunridge Heights.  Re-
ported monthly rent is $2.64 PSF.

Las Vegas, 89135
Retail
Anytime Fitness renewed its lease of 
3,044 SF from The Vista Commons 
Center LLC for $66,000 on a one-year 
lease.  The tenant was represented by 
Erec Berggren of Grubb & Ellis and the 
landlord was represented by Brian Sor-
rentino of R.O.I. Commercial Real Es-
tate.  The property is located at 11710 W. 
Charleston Blvd.  Reported monthly rent 
is $1.80 PSF.

Las Vegas, 89183
Retail
Preston’s Class Act Dance Academy 
leased 4,200 SF from Empress Group 
LLC for $131,808 on a four-year lease.  
The tenant as represented by Soozi 
Jones Walker, CCIM, SIOR and Bobbi 
Miracle, CCIM of Commercial Execu-
tives and the landlord was represented 
by Nelson Tressler and Michael Zobrist 

of Grubb & Ellis.  The property is located 
at 405-495 E. Silverado Ranch Blvd.  Re-
ported monthly rent is $0.65 PSF.

North Las Vegas, 89032
Industrial
Vegas Cheer Authority leased 9,411 
SF from Meldrum Family Trust for 
$171,399 on a five-year lease.  The ten-
ant was represented by Xavier Wasiak, 
SIOR and Kara Walker, CCIM of Grubb 
& Ellis and the landlord was represented 
by Dean Slade of Slade Real Estate 
Group.  The property is located at 3630 
N. Fifth St.  Reported monthly rent is 
$0.30 PSF.

Las Vegas, 89102
Industrial
The Compound LLC leased 9,200 SF 
from S & S Philpot, LLC for $162,288 on 
a 37-month lease.  The landlord was rep-
resented by Xavier Wasiak, SIOR and 
Kara Walker, CCIM of Grubb & Ellis.  
The property is located at 3501 Aldeba-
ran Ave.  Reported monthly rent is $0.48 
PSF.

Las Vegas, 89102
Industrial
Las Vegas Billboards LLC leased 12,300 
SF from Toman John/Sharyn Rev Fam 
Trust for $123,984 on a six-month lease.  
The tenant was represented by Linda 
Gonzalez of Commerce Real Estate 
Solutions and the landlord was repre-
sented by Jarrad Katz of NAI Las Vegas.  
The property is located at 3721 Regulus 
Ave.  Reported monthly rent is $1.66 PSF.

Las Vegas, 89103
Industrial
Nth Degree leased 28,396 SF in the 
Cameron Business Center from Quak-
er Corner Partners for $842,280 on a 
64-month lease.  The tenant was rep-
resented by Nathan Anderson of NAI-
Brennan Goddard and the landlord 
was represented by Jennifer Levine of 
NAI Las Vegas.  The property is located 
at 4545 Cameron St., Suite B.  Reported 
monthly rent is $0.46 PSF.

Las Vegas, 89113
Industrial
Shipp Distribution LCL leased 15,350 SF 
in the Arroyo North Business Center from 
EJM Arroyo North I Property LLC for 
$498,792 on a five-year lease.  The tenant 
was represented by Stephen Spelman 
of Lee & Associates and the landlord 

was represented by Spencer Pinter of 
Colliers International.  The property is 
located at 6630 N. Arroyo Springs St.  Re-
ported monthly rent is $0.54 PSF.

Las Vegas, 89115
Industrial
Joel Chouinard and Brian Brinson 
leased 5,500 SF from Dan Braun et al and 
Howard Shannon for $18,768 on a one-
year lease.  The tenant was represented 
by Pete Janemark of Leasecorp and the 
landlord was represented by Patti Dillon 
of Colliers International.  The property 
is located at 4304 E. Alexander Rd.  Re-
ported monthly rent is $0.28 PSF.

Las Vegas, 89118
Industrial
Eye-Fi leased 7,788 SF from Cable Invest-
ments-Diablo LP for $82,896 on a two-
year lease.  The landlord was represented 
by Mike DeLew and Greg Pancirov of 
Colliers International.  The property is 
located at 5075 W. Diablo, Suite 207.  Re-
ported monthly rent is $0.44 PSF.

Las Vegas, 89119
Industrial
McCann Systems leased 5,295 SF from 
EJM Spencer Helm Property LLC for 
$61,944 on a two-year lease.  The ten-
ant was represented by Xavier Wasiak, 
SIOR and Kara Walker, CCIM of Grubb 
& Ellis and the landlord was represented 
by Spencer Pinter, SIOR of Colliers In-
ternational.  The property is located at 
6672 Spencer St. Suite 900.  Reported 
monthly rent is $0.49 PSF.

Las Vegas, 89120
Industrial
Ford Audio-Visual Systems leased 
5,408 SF in the Arrowhead Commerce 
Center from KTR LV II LLC for $84,000 
on a two-year lease.  The landlord was 
represented by Spencer Pinter, SIOR 
and Dan Doherty, SIOR of Colliers In-
ternational.  The property is located at 
6255 S. Sandhill Rd., Suite 100.  Reported 
monthly rent is $0.65 PSF.

Las Vegas, 89130
Industrial
WAM Com leased 6,300 SF from Ven-
ture Point LLC for $59,206 on a three-
year lease.  The landlord and tenant were 
represented by Chris Lexis and Joe 
Leavitt of Lee & Associates.  The prop-
erty is located at 6272 E. Tropical Pkwy.  
Reported monthly rent is $0.26 PSF.

LEASES
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Reno-Sparks 
 There were 29 deals completed during the 
quarter which was down 37% from the prior 
quarter.  In the third quarter, the average trans-
action size was 29,441 square feet with only 
one deal over 100,000 square feet.  Total gross 
absorption was a sleepy 851,928 square feet 
which was well off the 1,905,557 square feet 
booked in the second quarter.  Even though the 
gross absorption was small, lack of new space 
being added to the market enabled the quarter 
to end with a positive net absorption number of 
315,633 square feet.  This in turn led to a mod-
est reduction in the vacancy over the last three 
months from 15.1 % to 14.6%.  
 With exceptional deals being offered on 
class A product, older buildings continue to 
suffer.  Barring any new closures, the market is 
just a few deals away from a tight class A rental 
market and likely upward pressure on rents in 
that category.  Lease comps continue to favor 
the tenant with low rates, but this will soon 
change.  Class A rents will rise, but not enough 
to validate new construction.  The question re-
mains, will this tightening push users out of the 
market or will some turn to the forgotten class 
B & C product to meet their needs?  
 The only building constructed in the third 
quarter was High Power Investments’ building 
of 7,020 square feet within the Spanish Springs 
Business Center.  The good news is there are 
three buildings under construction due to be 
completed in the fourth quarter.  If all the roofs 
go on before the end of the year as planned, 
construction numbers for 2011 will be 721,615 
square feet which is encouraging follow-
ing 100,427 square feet in 2009 and 104,558 
square feet in 2010.
 The stage is set to see good fourth quarter 
numbers with a few deals close to completion 
in existing buildings and the three build-to-
suits coming on line.  With good first half and 
fourth quarter numbers, the year will end with 
overall good numbers and lowering vacancy as 
the market heads into 2012. 

Las Vegas 
 The Las Vegas Valley industrial market 
continued to show signs of weakness although 
the sector reported a decline in the vacancy rate 
during the past three months.  The vacancy rate 
retreated slightly to 18.0 percent as 145,800 
square feet of positive net absorption was re-
ported during the third quarter.  The current 
quarter is a turn-around from the prior ten con-
secutive quarters, which all reported negative 
net absorption.  For comparison purposes, the 
vacancy rate is down 14 basis points from the 
previous quarter (Q2 2011), but remains up 1.6 
percentage points from the same period a year 
ago (Q3 2010).
 As vacancies remain near all-time highs, 
pricing has been negatively impacted as land-
lords compete for a limited number of tenants.  
Pricing in the industrial market continued to 
decline, falling 1.6 percent on a quarter-over-
quarter basis to an average asking rent of $0.53 
per square foot per month during the third 
quarter of 2011.  Pricing adjustments continue 
to take place as elevated levels of supply per-
sist; average asking rents remain down 7.0 per-
cent from the $0.57 per square foot per month 
reported one year ago.  The declines are much 
more dramatic when compared to peak levels 
reported in 2007, when the average asking rent 
reached $0.82 per square foot.  Rents have been 
cut by more than one-third and effective pric-
ing remains substantially lower.
 The current industrial market vacancy rate 
is nearly double its 10-year historical average.  
At current inventory levels, approximately 
12.0 million square feet of positive absorption 
would be required to bring the vacancy rate 
to a pre-recession level of 6.5 percent; a sce-
nario unlikely to prevail during this decade.  
Looking ahead, a single build-to-suit project 
totaling 120,000 square feet remains actively 
under construction in the southwest submarket. 
Limited planned development remains on the 
drawing board as existing supply continues to 
outstrip market demand.

Commercial RE Report | Industrial

Industrial Summary
Third Quarter 2011

Southern Nevada analysis and statistics compiled by

Applied Analysis, Northern Nevada analysis and

statistics compiled by NAI Alliance Reno

INDUSTRIAL
TOTAL MARKET

Total Square feet

Vacant Square Feet

Percent Vacant

New Construction

Net Absorption

Average Lease sf/mo (nnn)

Under Construction

Planned

WAREHOUSE/DISTRIBUTION

Total Square Feet

Vacant Square Feet

Percent Vacant

New Construction

Net Absorption

Average Lease SF/MO (NNN)

Under Construction

Planned

INDUSTRIAL/LIGHT INDUSTIAL/MANUFACTURING

Total Square Feet

Vacant Square Feet

Percent Vacant

New Construction

Net Absorption

Average Lease SF/MO (NNN)

Under Construction

Planned

R&D/FLEX

Total Square Feet

Vacant Square Feet

Percent Vacant

New Construction

Net Absorption

Average Lease SF/MO (NNN)

Under Construction

Planned

72,212,244

10,572,856

14.6%

7,020

315,633

$0.350

624,595

0

41,728,725

7,454,823

17.9%

0

585,506

$0.290

494,595

0

25,789,010

1,839,442

7.1%

0

47,512

$0.275

130,000

0

4,694,509

1,278,591

27.2%

7,020

218,910

$0.490

0

0

104,155,706

18,789,207

18.0%

0

145,762

$0.53

120,000

125,064

66,471,801

11,002,273

16.6%

0

112,725

$0.47

0

0

23,289,263

4,293,556

18.4%

0

-47,144

$0.55

120,000

125,064

14,394,642

3,493,378

24.3%

0

80,181

$0.67

0

0
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ccording to revised data, U.S. real 
GDP grew at an annualized rate of 1.3 
percent during second quarter 2011, 
up somewhat from the first quarter 
estimate of 0.4 percent.  Both figures 
are well below the 2.3 percent annu-

alized growth rate posted in fourth quarter 2010.  
U.S. nonfarm employment rose by 103,000 jobs 
in September, which was only enough to keep the 
U.S. unemployment rate steady at 9.1 percent.  
With weak improvement in labor market conditions, 
consumer confidence held steady in September, 
and consumer sentiment ticked upward.  Sales of 
existing homes rose in August, but sales of new 
homes slipped slightly.  Suggesting the possibility 
of an improving economy, real personal consump-
tion spending and real retail sales were stronger in 
July and August than in any of the first six months 
of 2011.  Not surprisingly, small businesses report 
continued difficulty in obtaining loans.
 The Nevada economy continues to show mixed 
signs of growth.  Visitor volume was up in August 
compared to a year earlier, but total gaming rev-
enues were lower.  Taxable sales in July were up by 
4.7 percent above a year earlier.  From July to Au-
gust, Nevada saw a gain of 600 jobs (0.1 percent), 
while new entrants to the labor force pushed the 
unemployment rate up to 13.8 percent.
 The pace of economic activity in Clark County 
remains uneven.  Compared to a year earlier, visi-
tor volume was up by 2.1 percent in August.  Total 
gaming revenues were lower than a year earlier.  
Taxable sales for August were 2.6 percent above 
those for the same month a year earlier.  Resi-
dential and commercial construction permits rose 
in August but remain near historically low levels.  
Total employment in the Las Vegas metropolitan 
area rose by 800 jobs.  However, the unemploy-
ment rate rose from 14.0 to 14.2 percent with new 
entrants to the job market.
 Washoe County’s overall economic condi-
tions appear somewhat weaker.  Compared to a 
year earlier, August visitor volume was up by 3.0 
percent, but gaming was down by 9.5 percent.  
Residential and commercial construction permits 
fell in August and remain at historically low levels.  
Reno-Sparks employment fell by 100 jobs in Au-
gust, but the unemployment rate held steady at 
13.0 percent.
 Although the national economy was particu-
larly weak during the first half of 2011, Nevada’s 
tourism, hospitality and gaming industries showed 
considerable improvement.  The favorable trends 
in tourism have continued into the second half of 
the year.  The Nevada economy is likely to show 
stronger gains with U.S. economic conditions 
continuing to improve in the second half of 2011.  
Nevada’s real estate and construction sectors are 
showing hopeful signs of improvement.

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.

*Change in percentage rate, **Reflects the Reno-Sparks MSA which includes Washoe and Storey Counties, ***Recent growth is an annulized rate

Professor Stephen P. A. Brown, PhD
UNLV Center for Business and Economic Research
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DATE LATESTUNITS PREVIOUS YEAR AGO RECENT YEAR AGO COMMENTS

1,111.4

13.8

3.392

886.86

4.054

95.73

4.182

797.3

14.2

2.410

752.24

373

27

3.688

64.62

3.564

186.7

13.0

0.464

64.76

43

12

0.361

15.05

0.419

131.334

9.1

226.3

226.0

113.8

110.2

389.502

13.04

0.571

13,271.8

97.921

-44.808

1,131.42

-3.29

1.97

1,110.8

13.7

3.629

860.09

4.114

92.57

4.411

796.5

14.0

2.622

715.53

293

19

3.746

62.51

3.777

186.8

13.0

0.483

70.70

51

25

0.365

14.43

0.424

131.231

9.1

225.4

225.5

113.2

110.4

389.338

12.09

0.601

13,227.9

95.152

-51.570

1,218.89

-3.48

2.28

1,113.0

14.9

3.239

944.46

3.909

98.51

4.093

797.1

15.5

2.348

806.09

394

24

3.553

66.17

3.491

190.0

13.9

0.456

71.57

54

6

0.353

15.14

0.407

129.844

9.6

218.1

221.7

111.9

109.6

363.481

11.78

0.606

13,058.5

101.485

-41.564

1,141.20

-2.05

2.50

0.1%

0.1%

-6.5%

3.1%

-1.5%

3.4%

-5.2%

0.1%

0.2%

-8.1%

5.1%

27.3%

42.1%

-1.5%

3.4%

-5.6%

-0.1%

0.0%

-3.9%

-8.4%

-15.7%

-52.0%

-1.0%

4.3%

-1.1%

0.1%

0.0%

0.4%

0.2%

0.5%

-0.1%

0.0%

7.9%

-5.0%

1.3%

2.9%

-13.1%

-7.2%

0.2%

-13.6%

-0.1%

-1.1%

4.7%

-6.1%

3.7%

-2.8%

2.2%

0.0%

-1.3%

2.6%

-6.7%

-5.3%

12.5%

3.8%

-2.3%

2.1%

-1.7%

-0.9%

1.7%

-9.5%

-20.4%

100.0%

2.4%

-0.6%

3.0%

1.1%

-0.5%

3.8%

2.0%

1.7%

0.6%

7.2%

10.8%

-5.8%

1.6%

-3.5%

7.8%

-0.9%

-1.4%

-21.2%
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DATA

Business Indicators | Trends

Nevada
Employment

Unemployment Rate*

Taxable Sales

Gaming Revenue

Passengers

Gasoline Sales

Visitor Volume

Clark County
Employment

Unemployment Rate*

Taxable Sales

Gaming Revenue

Residential Permits

Commercial Permits

Passengers

Gasoline Sales

Visitor Volume

Washoe County
Employment **

Unemployment Rate*

Taxable Sales

Gaming Revenue

Residential Permits

Commercial Permits

Passengers

Gasoline Sales

Visitor Volume

United States
Employment

Unemployment Rate

Consumer Price Index

Core CPI

Employment Cost Index

Productivity Index

Retail Sales Growth

Auto and Truck Sales

Housing Starts

Real GDP Growth***

U.S. Dollar

Trade Balance

S and P 500

Real Short-term Rates*

Treasury Yield Spread

Note: NSA = Not Seasonally Adjusted, SA = Seasonally Adjusted
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“Vaccination.  In my opinion, 
this one invention has unlocked 
human capacity more than 
any other by preventing 
the loss of great minds and 
allowing others to focus on new 
innovations.”

Lou Castle • Chief Strategy Officer, Shuffle Master, Inc.

“DNA Fingerprinting: The 
analysis of more than three billion 
units in the human DNA sequence 
that show the greatest variation 
among people is the greatest 
invention of our time. Not only has 
it been used to vindicate people 
wrongly accused of crimes, but 
it has helped with the search and 
identification of missing children.”

Ivet Santiago • Executive Director, Nevada Child Seekers

“The iPhone – From an 
organizational standpoint 

(keeping one organized), ease of 
use and ability to have a record of 
your life, pictures, etc., it is by far 

the best invention so far.  Steve 
Jobs (God bless his soul) and his 

team have done an incredible job.  
Our three year old was able to 

navigate thru the phone and get 
what she wanted with ease.”

Jeffrey Lowden, MBA • Broker, President, Sky West & Companies

“The ‘Off’ button.”

Mike Mixer • Managing Partner Las Vegas, Colliers International

“The ability of an individual 
to instantly connect to the 

rest of the world’s people and 
knowledge.  Whether through 
mobile phones or computers, 

I think this is what will 
fundamentally define our time 

when historians look back at us.”

Aron Ezra • Vice President of Mobile, Bally Technologies

What do you think is the
greatest invention of our time?

The Last Word People

“The PDA. The invention of PDAs 
allows you to truly take your 
business mobile. You can interact 
with clients, do your banking, even 
deposit checks on your PDA now. 
You are no longer tied to a desktop 
computer and can still conduct 
business in real time. Efficiency has 
been significantly increased and we 
have been able to do business easily 
in multiple locations.”

Gordon Miles • COO, Prudential Americana Group, REALTORS
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THE GOING GOT TOUGH, SO YOU GOT TOUGHER. 
Owning a business takes everything you’ve got. With Health Plan of Nevada’s new 
suite of health plans, you can find the right health plan – at the right price for you 
and your employees.

When it comes to affordability, HPN means business.

Call HPN at 702.821.2200 or 800.873.0004 or your broker today!
Visit healthplanofnevada.com

21NVHPN11743

http://healthplanofnevada.com
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Carrie used her degree to  
transform an at-risk school.
what would you do with a degree?

discover your opportunities at phoenix.edu or at one of our four Las vegas area locations.
Las Vegas  |  Henderson  |  Northwest  |  Southwest
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Elementary School Principal
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