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Commentary

The Tea Party Movement
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Terrorists or Patriots?

The Tea Party movement has been the target of vicious verbal attacks recently, and
they seem to be escalating. Indiana Congressman Andre Carson, a member of the Black
Congressional Caucus, said, “Some of them in Congress right now with this Tea Party
movement would love to see you and me… hanging on a tree,” and Carson’s spokesman
wrote, “The Tea Party is protecting its millionaire and oil company friends while gutting
critical services that they know protect the livelihood of African-Americans, as well as
Latinos and other disadvantaged minorities.” Vice President Joe Biden condemned Tea
Party Republicans for “acting like terrorists” during the fight about raising the debt ceiling. Congresswoman Maxine Waters of California topped them all by declaring, “As far
as I’m concerned, the Tea Party can go straight to Hell.” This almost hysterical rhetoric
makes me wonder if the liberals and progressives making these accusations have bothered to learn what the Tea Party actually stands for. Let’s find out.
First, though, it’s important to remember that the Tea Party isn’t a political party,
which is just fine with its supporters, many of whom have expressed frustration with
the current two-party system. The Tea Party is politics as it was meant to be, not a
multi-billion-dollar organization funded by Political Action Committees and beholden
to lobbyists. Members may be Republicans, Democrats, Independents or supporters of
any other party (or no party at all). In the best tradition of grass-roots politics, they are
ordinary citizens like you and me who disagree with where the country is headed and
want to do something to change its direction.
The Tea Party has no central leadership and no official spokesperson. Instead, any
group of citizens who want to be associated with the movement can set up their own organization, decide on a mission statement and goals, and recruit others to join. Certain basic
principles unite the loose affiliation of national and local groups. The Tea Party Patriots,
one of the largest groups, lists its core values as Fiscal Responsibility, Constitutionally
Limited Government and Free Markets. Here are some excerpts from its Website:
• Fiscal responsibility by government honors and respects the freedom of the individual
to spend the money that is the fruit of his or her own labor.
• We regard the Constitution of the United States to be the supreme law of the land.
• We support a return to the free market principles on which this nation was founded
and oppose government intervention into the operations of private business.   
• We support the strength of grassroots organization powered by activism and civic
responsibility at a local level.
An Internet search for “Tea Party Core Values” reveals that affiliated groups support
personal liberty, equitable taxation, stricter immigration policies, energy independence
and recognition that elected representatives serve the people rather than the people serving them. They oppose socialized healthcare, over-regulation of private enterprise, unchecked growth of entitlement programs and deficit spending. Do any of these platforms
sound dangerously radical to you?
The far left wing and the media that support them have gone to great lengths to demonize and ridicule the Tea Party because they fear its growing influence. What are they
so afraid of? The answer seems to be, “traditional American values.” In the ongoing
war for the hearts and minds of Americans, Tea Party supporters are on the front lines,
opposing those who believe in big government, socialism and fiscal irresponsibility. The
Tea Party is a reminder of the principles that made our country great in the 1700’s and can
make it great again in the 21st century. No amount of name-calling and fear-mongering
can change that.
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Cover Story

Driving
Forward

Transportation
In Nevada
By Jeanne Lauf Walpole

A

lthough it’s been criticized for having earmarks
that will supposedly save the salt marsh harvest
mouse from extinction and reduce community
violence through tattoo removal in California,
the American Recovery and Reinvestment Act
of 2009 (ARRA) is praised by transportation leaders in
Nevada as a veritable Godsend of monies that has enabled
them to continue their all important task of keeping Nevadans moving safely and efficiently through the state’s
transportation systems. “The ARRA funds have been a
lifesaver for us and for thousands of construction workers in Southern Nevada,” explains Jacob Snow, general
manager of the Regional Transportation Commission of
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9
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Southern Nevada (RTC South). With a
lengthy list of projects needing to be
done, Lee Gibson, executive director of
the Regional Transportation Commission of Washoe County (RTC North),
says the ARRA funds have helped
them tackle work in a more efficient
and effectual manner. “We were able to
spread our peanut butter around more
effectively,” he says.
Described as a sweeping legislative
solution that will help stimulate the
sagging economy, ARRA was funded
to hand out around $800 billion nationwide over the past several years to
recipients that include infrastructure,
education, clean energy, healthcare, unemployment benefits and global warming. Although many of the jobs that resulted have been short-term and some
of the projects considered of questionable merit throughout the country, at the
very least many Nevadans will benefit
from noticeably more efficient, safe and

NDOT
Susan Martinovich,
Nevada Department
of Transportation (NDOT)

up-to-date transportation due to the variety of projects that have been made
possible through ARRA funds. “What
we did differently from other states was
that we spent it down to the local level,”
explains Susan Martinovich, director of
the Nevada Department of Transportation (NDOT). “Every county got money
to do local projects.” Because money
was spread around to agencies at different levels of government as well as to
various types of transportation, the affect is expected to be widespread, with
orange cones a ubiquitous sight all over
the state.
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Like the shot heard round the world,
the affects of nearly $200 million in
ARRA funds have been felt throughout
the state with NDOT’s stimulus expenditures in all 17 counties. Seventy-one
projects ranging in size from upgrading
traffic signals and replacing sidewalk
ramps at US 95 and SR 359 in Mineral
County for $46,561 to road construction
work along Kyle Canyon and Lee Canyon
roads in Clark County for $29,722,969
have been beneficiaries of the funds, according to statistics provided by NDOT.
Other projects include improvements to
Six Mile Canyon Road in Lyon County
for $641,720, work on Silver Peak Road
in Esmeralda County for $582,401,
construction of the Meadowood Mall
Way interchange in Washoe County for
$18,473,423 and improvements to US 93
in Elko County for $10,645,650.
While most of the projects have been
completed, a few are still under construction. “Most of the money has been spent
and all of it has been obligated,” Martinovich says. Between 2009 and this July,
17,428 job positions were involved.
Martinovich is a firm believer in the
value of putting money into infrastructure. “My view is that investment in
transportation is an investment in the
economy. You put people to work and
you have a product when you’re done
that benefits people for years,” she says.
The critical factor, however, is to have
plans in place when funding becomes
available. “We have to make sure that
when we get money that we have projects ready to go,” she emphasizes.

RTC South
With $39.1 million of ARRA funding
designated for roadway projects, RTC
South wasted no time in using monies
for repaving numerous roadways in Las
Vegas, Boulder City, North Las Vegas,
Henderson, Mesquite and Clark County.
Another $33.6 million was designated
www.NevadaBusiness.com
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for improvements to transit service
through the Bonneville Transit Center,
The Centennial Hills Transit Center and
Park & Ride and the Boulder Highway
Express and Henderson Downtown Express projects. Private sector jobs were
created because much of the work was
outsourced to construction companies.
Boasting a bike center with storage,
lockers and showers, the Bonneville
Transit Center opened last year as the
central transportation hub for RTC’s
transit services. At a cost of around $5.6
million in stimulus monies, the center
is expected to be LEED Gold certified.
The Centennial Hills Transit Center,
which includes a park and ride lot, was
also completed last year at a cost of $6
million in ARRA funds. Around $20
million of stimulus funds was used to
construct dedicated transit lanes and
improved transit stations along Boulder Highway. Service along the Boulder
Highway Express, that connects downtown Las Vegas and the Galleria Mall
as well as service on the Henderson
Downtown Express, which links downtown Las Vegas with downtown Henderson, began just last month.
The RTC South is also in the process of completing a rapid transit line
along Sahara Avenue through the use
of a $34.4 million TIGER (Transportation Investment Generating Economic
Recovery) discretionary grant that is
funded through ARRA monies. Featuring dedicated transit lanes, enhanced
shelters and improvements to the Intelligent Transportation System network,
the project is expected to be finished by
February next year.

and energy upgrades and solar installation on its Villanova Terminal and Sutro
facilities. The remaining portion of the
total funds was allocated to the 4th
Street Station. ARRA monies to construct the Meadowood Mall Way Interchange passed through RTC to NDOT.
Kicked off in the summer of 2010, the
approximately two-year project will reconfigure the existing I-580 Interchange
at Neil Road to a split diamond which
will improve the flow of traffic in one
of the most congested and critical retail
areas in Truckee Meadows. RTC North
is also partnering with NDOT to widen
I-580 and I-80 in several strategic areas
of Washoe County.
The lion’s share of road improvements was made possible by the passage of SB201 in the 2009 session of the
Nevada State Legislature which enabled
the RTC to receive $270 million in revenue bonds which is expected to be
spent between FY 2010 and 2013. The

list of road improvements runs from
Avenida De Landa to Vista Boulevard,
leaving few areas immune to “closed”
and “detour” signs.
Aside from meeting the challenges
of physically maintaining the transportation infrastructure, Gibson says the
agency has been fine tuning the way
it does business since the economic
meltdown began a few years ago. “We
have rededicated ourselves to customer
service. We make sure we’re doing everything right,” he says. With the loss
of more than 30 percent of the administrative staff, management has also increased its efforts in pooling resources
through collaboration, partnering, efficiency management and future planning. “We’re updating our long-range
plan. We need to take a hard look at it so
that it reflects economic reality. And we
need to find opportunities,” he explains.
Continues on page 34

RTC North
Although the transportation system
in Washoe County can, at times, seem
like one huge construction zone, only
a small percentage of work is due to
ARRA funds. RTC received $7.35 million in stimulus monies of which $3.7
million was dedicated to improvements
such as bus wash replacement, HVAC
October 2011

11

Feature Story

Go
www.NevadaBusiness.com

Feature Story | Globalization

Nevada’s
Place in
the World
Market
By Jennifer Rachel Baumer

N

ing

ecessity is the mother of invention. Lisa Marshall was also a
mother when she started American Pet Diner in Eureka, and
she didn’t want to leave her kids with babysitters while getting a
job in town. Luckily for Marshall, and her kids, she came from
an entrepreneurial background – her father and grandfather had
run an insurance business – so when she moved to Nevada where her husband was in the family hay business, she started looking around for what she
could do with a background in business management while living in a town
of about 1,000.
The answer was right under her nose: Hay.
“I realized the commodity my husband’s family produced – hay – was a
high quality product,” said Marshall. “We had buyers coming from all over
the world to look at our hay and I thought we must have something special
if they’re coming from Korea, Japan and Taiwan, all the way to Eureka, Nevada to look at it. So my husband and I developed a hay product for small animals and started adding products.” Fifteen years later, American Pet Diner
is in the global market with a line of herbivore products for rabbits, mice, rats
and chinchillas.

Feature Story | Globalization
“We developed it as a need, and I think in
this economy that’s what other people need
to do: get creative. Do what you’re passionate
about and maybe that will evolve into a business. That’s what we did so I could stay home
with the kids.”
Now that the kids are old enough to help,
the business is worldwide. That’s a Nevada
global business success story.

What makes Nevada a good
place for global business?
According to Lt. Governor Brian Krolicki, global trade, especially with an eye
toward Asia, is one of the bright spots in
Nevada’s current economic malaise. But
Nevada businesses probably shouldn’t turn
to exporting products as perceived salvation just because the Nevada economy
has fallen on hard times. There’s a learning curve, and getting established can take
money as well as time.
“When the economy goes down is not
the time to get excited about internation-
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al business as a savior,” said Bill Cline,
director, U.S. Commercial Service, Reno
(U.S. Department of Commerce). “But
those companies that have spent the time
and effort through the years to develop
an international presence are doing very
well. Export trade is one of the things
that really helped us weather the storm
as best we could under the circumstances. Not to say those companies already
established in global trade didn’t have
problems during the recent economic
downturn, but that without the global
markets, our own market might have
been even more soft.”
Companies that have been doing the
homework, researching target markets, have,
in many cases, been able to survive or even
thrive through the recent recession. This has
resulted in deals based out of Nevada becoming somewhat more prevalent during the
recession.
Nevada is doing very well in the global
market. Exports in 2010 grew by 25 percent
over those in 2009, and 2011 year-to-date figures for exports through the end of the second quarter show exports are 20 percent over
2010, according to Alan Di Stefano, director,
Global Business Development, Nevada
Commission on Economic Development (NCED).
According to a U.S.
Chamber of Commerce report in August of this year,
Nevada ranked number
one in export intensity growth and export
growth, took second
place for state and local tax burden and
small business survival index, and fifth for
entrepreneurial activity.
More good news: according to a report from Ball
State University titled “U.S.
Export Adaptability at the State
Level,” Nevada ranked number
one in the country for refocusing export attention on rapidly developing economies in Asia and Latin America.

“Global business has been one of the
brighter spots in Nevada’s economy for the
past several years,” said Krolicki. “Certainly
the bulk of our international business has
been with our immediate contiguous neighbors Mexico and Canada in particular, and
outside of commodities our trade with greater China has increased almost 900 percent in
the last decade.”

Why go global in Nevada?
Going global matters to businesses. After
all, 95 percent of the world’s population and
70 percent of the world’s purchasing power
resides somewhere outside the U.S., said Di
Stefano.
So why Nevada, an inland desert state
with no sea ports, a place that business owners
in other countries may not be able to immediately locate on a map? What makes Nevada a
good place for global business? ... Everything
that makes Nevada a great place for business.
The Nevada business incentives are well
known – no corporate or personal income
tax, no franchise tax on income, no inheritance or gift tax, no unitary or estate tax, as
well as competitive sales and property tax
rates and minimal employer payroll taxes
for business owners. Nevada offers sales tax
abatement and deferral programs, payroll tax
and property tax abatements for companies
that qualify.
But there’s more to it than that. In addition to the low cost of doing business, there’s
the ease in getting business where it’s going.
Northern Nevada has close proximity to
West Coast ports like Oakland and Stockton,
and Southern Nevada has easy access with
Southern California. Major interstate highways, rail services and air service (approximately one-third of the air traffic out of the
Reno/Tahoe International Airport is cargo)
makes Nevada the perfect distribution hub
for the 11 western states, a good place for
products to come into and depart from.
“We’ve seen a growth in tourism which
is not economic development but key to basic businesses and we’ve seen the growth of
Chinese visitors who come to Nevada during
a trip,” said Krolicki. “Those numbers have
increased from about 100,000 a decade ago
www.NevadaBusiness.com
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to this year when we anticipate one million
tourist visas to the U.S. The majority of those
visitors will visit Nevada during their stay.”
Which may not sound like it has anything
to do with global trade, but the key, Krolicki
said, has been to cross-train tourists into
commerce aspect. It must be working – our
trade with mainland China excluding Hong
Kong and Macau has grown more than 3,000
percent in the last decade.
“There are opportunities,” Krolicki said.
“We have retained representatives for economic development in Asia and they’re our
eyes and ears for points of contact to educate
communities which have heard of Nevada
but never heard of Las Vegas and never heard
of Northern Nevada or Reno. We educate
with opportunities.”
Case in point: Krolicki returned in September from a trip to China with representatives from Reno-Tahoe International Airport; many of the conversations during the
trip were about cargo services. “Reno-Tahoe
Airport is north of San Francisco airport
and west of Los Angeles, so if I’m flying

air freight from Asia into the western U.S.,
Reno provides a significant discount in terms
of fuel costs,” said Krolicki. “You land at a
major interstate highway system and rail line
and a perfect distribution point for anywhere
in the western United States.”
Airport decision makers are also looking at South American trade routes. Currently cargo can’t be flown from Asia and
South America back to Asia without stopping somewhere. “We have airports that are
extremely competitive and this creates jobs,
it creates opportunities for businesses. These
are things we can specifically focus on,” said
Krolicki. “Government doesn’t make private
sector jobs – that shouldn’t be a controversial statement and I don’t intend it to be – but
government can harness and inform certain
industries as to the merits of the place they
govern and that’s part of what we do.”
Tourism works for Nevada in the world of
global business in another way, too: by being
a destination, both Northern and Southern
Nevada host international conferences, from
the International Bowl Expo due in Reno in

2012 to the International CES Convention
which will be held in Las Vegas this coming
January. People come, see Nevada and see
opportunities.
In addition, Northern Nevada has a Foreign Trade Zone (FTZ 86) (goods that come
into an FTZ are not subject to tariffs until
they leave the zone and are formally introduced into the U.S. market.)
Nevada companies exporting into the
global market are only part of the global market picture. There are also foreign companies
coming in to buy and companies importing
international products. NCED’s mission is to
retain Nevada businesses in the state and to
assist other businesses in locating here, and
then staying.
Foreign companies importing into Nevada fall into NCED’s purview, and toward
that end the Commission has created an easily navigated website for foreign investors
along with a 96-page guide in English, Spanish and Chinese.
Continues on page 38
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R

ecently, executives representing Nevada’s banking industry
met at the law offices of Holland & Hart in Las Vegas to
discuss the changed industry
and their expectations for the future. Despite some signs of improvement, there
continues to be a divide between banks
looking to lend and businesses looking to
borrow. Bankers hope to bridge that divide and find qualified lenders to get the
economy moving again.
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.

What are banks
looking for to
qualify businesses for
loans?
Larry Charlton: People that can pay it
back. When you take loan applications,
you look at credit and analyze it. When
most people’s trends are down, you have
to look at the strength, the fundamentals
within the companies. Unfortunately,
it’s hard to find companies that can pay
18
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it back, to be honest. We have toughened our underwriting standards, but we
haven’t changed them. City National has
always been a fairly conservative bank
and it’s difficult to find companies to underwrite that can honestly pay it back.
Banks are cash flow lenders, not collateral lenders.
George Smith: I think there’s a range
of clients that want to borrow money.
Companies that are well capitalized live
through the challenging times. When
you look at smaller companies, that are
not well capitalized and on a shoestring
budget, they survive, but barely. What’s
left is not a strong company. It’s a range.
The strong companies get loans all the
time. Pricing is down. It’s an aggressive
market. They survive but they’re not that
strong.
Bob Martin: I think everyone wants the
same type of client. If it’s the doctor
group that everyone says has strong cash
flow, everyone wants to do a loan with that
doctor group. Then you have competition
all competing for the same customer. In
the olden days that wasn’t the case. There
were ample customers out there that were
good quality.
Reed Radosevich: Another challenge is
the decline in real estate, both residential
and commercial, which has made it very

difficult to refinance or look for new opportunities out there.
Tim Rogers: We’ve seen, with some of
our commercial customers, they’re able
to find business now, which is good, but
their receivables are stretched because
not everybody is paying. That makes it a
little more difficult. The companies that
have weathered the storm still have a few
dents and dings in them. If you can get
them to work, then it’s just a function of
monitoring their payables or receivables
and making sure that they’re getting paid
on time. It used to be that you could reasonably trust someone when they say,
“I’m going to pay you in 30 days.” Now
some of the best pays are 30, 60 or 90
[days]. They have unforeseen events that’s
caused some of our customers concern.
Martin: We’ve had a pretty massive deleveraging of the economy. You can have
a consumer that says they can weather
the storm, they don’t have a lot of debt.
Maybe they would have borrowed before
but they’re going to try not to borrow now
and get by without borrowing.
Smith: Bank’s deposit balances are running
at an all-time high because people are storing cash, not borrowing what they need to.
Rogers: There’s not as much conspicuous
consumption going on either. If people
have a buck, they’re holding on to it with
all they’ve got. They’re not out buying
big screen TV’s or Maseratis.

How competitive is
this industry?
Terry Shirey: I’d say it’s very competitive
for those borrowers who are credit worthy, especially in the last six months with
interest rates where they are. The banking
industry has about $13 trillion of funding
available and we’d like nothing more than
to deploy that into loans. I field a lot of
calls for longer-term, fixed rate funding.
It’s very competitive and these borrowers
will often have multiple options.
Smith: It’s competitive, but, in the same
sense, it’s less competitive because half
the banks are gone.
www.NevadaBusiness.com
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Radosevich: While it’s competitive in
one sense, a lot of banks have different
niches that they’re catering to. We’re
looking more for the high net worth individuals that we can provide investment
management and trust services and estate planning for, as well as financing.
Whereas, other banks may be looking
for retail clients or some may be looking for small businesses or large corporations. It depends really on what your
focus is.

Are loan
requirements today
more stringent than
before the economy
fell?
Rogers: A lot of people feel like things
are changed and it’s really hard to get a
loan now. When you sit down and talk
to them about the events that have transpired in their business life, a lot of people that we’ve talked to had great businesses, they just expanded for ten years
in a row. They had vacation homes, RVs,
planes, they had all this stuff and now
all that’s gone, but they’re able to move
forward. They feel like things haven’t
been fair to them. They want all of that
back immediately but it doesn’t happen
overnight.
Martin: Where you get that attitude or
that approach is from small and medium
businesses that worked in the good times.
The people that we were loaning to eight,
five or six years ago are used to that environment of the banker saying yes. We
could say yes to almost everything they
asked. The structure might have been
a little different than they wanted, the
interest rates might have been different, but they’d get a loan. Now it’s very
difficult. We went for a period of time
where a lot of community bank’s portfolios were real estate loans. For years we
kept hearing the stories about needing to
diversify the portfolio. That would have

been fine had the market continued. The
market didn’t continue so those were the
banks that, frankly, were here last year
around the table that aren’t here this
year. Regulators came back and said,
we’re not going to let that happen again.
They’ve limited that growth on the real
estate side.
Charlton: Community banks provide
excellent service in the niche to help
communities grow. They lived off that
growth and made real estate development
loans. Those construction loans and the
business loans are great returns because
of the fees up front. It was nice to ride
on that ride, but it stopped. Bankers back
then would look at character first because
you’ve dealt with them for so many years.

Now, when the economy hit all of a sudden this is the change that they see. The
capacity comes up now as the top factor
of credit, rather than character. Even
though you’ve loaned to somebody for 20
years, now you can’t because that capacity has shot to the top and taken over from
the character.
Smith: The banks have to be running 9.5
percent off the top, and that’s the way you
price your loans. If you’re lower than
that you’re going to lose money, you’re
out of business. Every loan has to have
two sources of payment. The first can be
cash flow from the project. It’s predictable. Then you have to have a secondary
source. We have to have a way to get out
of this transaction. Well, use a guarantor.
Now the guarantor’s cash has been spent
and that’s our last call. It’s an issue. So,
you’re looking at the secondary source. A
lot of times, these guys are strong, guarantors are liquid, the values of real estate
they have are leveraged out. So, that’s the
challenge.
Rogers: About the two sources of repayment, the value of guarantees, personal
guarantees have been substantially diminished, if not eliminated entirely, by
virtue of AB273. My feeling is, it’s going
to substantially shift the risk paradigm.
I know banks consider that, and, if you
don’t have the value of the guarantee and
you can’t be assured of the value of the
property, then the only thing you can do,
if you’re in a lending environment, is to
loan less dollars to a borrower. We can’t
continue as we did in the past, knowing
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that there’s no value to a guarantee. If we
don’t get repaid, we have to go to a legal
action. That’s a lengthy and expensive
process.
Justin Jones: What Tim [Rogers] is referring to is the provision under AB273
that adds a section with regards to the
deficiencies. Previously, you could obtain a deficiency judgment against a

borrower or a guarantor for the amount
that was over, the difference between the
indebtedness and the value of the collateral. What it says now is that guarantors
are entitled to the same benefits as the
one actual. If you sue a guarantor, they
are entitled to a hearing with regards to
the deficiency without pursing the entirety of the collateral.

Is the worst over
in regards to the
economy?
Rogers: It seems to depend on what day it
is. We’ve some stability in our client base.
We don’t have nearly as many people calling and saying that I can’t pay or this is bad.
There’s a lot of cautious optimism. I think
the real estate market is still in a state of
flux to some degree. The current appraisal
condition doesn’t help that any. Appraisers,
I don’t believe have had a realistic sale to
go by, at least in commercial real estate, for
some time. Their values are based primarily on discounts they apply.
Smith: It all comes down to jobs. Our primary employment is gaming. If you look at
the numbers the companies came out with,
gaming is recovering. If you remember
over the past couple of years, they’ve had
hard times, but their cash flow is up, probably 10 to 12 percent, doing better. There
are still people that are under-employed.
But, our major employment source, gaming,
is doing better. That will trickle out in the
economy over time.

How big an issue
is people walking
away from their loan
obligations?
Radosevich: The big concern these days is
strategic foreclosures where borrowers have
the ability to pay but choose not to because
the value of their real estate had dropped so
far. I think banks need to send a clear message to those who want to walk away but
have the ability to pay that we’re going to go
after them to make ourselves whole.
Jones: But, is anybody pursuing deficiencies against residential borrowers? I haven’t
seen a single lawsuit. I don’t agree with that.
Radosevich: I think that’s the problem.
Somebody needs to send a loud a message.
Rogers: I think a lot of it is the cost associated with that. On commercial credits,
foreclosures are a tool of last resort but
20
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we’ll pursue a deficiency. We’ve been successful in getting resolution because we
don’t let up. It’s not an inexpensive event,
but at the end of the day we end up with
some pretty good-sized judgments. On a
residential property, unless you’re really upside down on it, what I’ve seen is you can
pursue them. You can take them to court,
you can get right down to the final hour and
then they take a chapter and everything is
done. So the $30- or $40,000 dollars that
you’ve spent pursuing them is extinguished
by a personal bankruptcy and they ride off
in their fancy car and fancy suit and you’re
left holding the bag. What makes it even
worse is the appearance in the community
because once one person gets away with it,
everybody feels entitled. People are almost
encouraged to walk away from an obligation, there’s no moral obligation to repay
anymore.
Jones: The perception that banks are being unfair to residential borrowers resulted
in legislation like AB273 that, in the mix,
brought in all of the commercial lenders
that were justified by supposedly inappropriate behavior with regards to residential
borrowers.

What’s the image of
the banking industry
today?
Rogers: It depends on how much somebody
owes you, unfortunately. If they’re a good
depositor, they like us. Everything is all
well and good. But, if they’re a debtor that
we’re pursuing, then we’re the worst people
in the world. That’s unfortunate because
we’ve always done exactly what we said.
We’ve always been held to a higher standard. If the risk paradigm is adjusted correctly you’ll have so much cash in the deal
you can’t walk away from it and that’s what
has helped us.
Martin: You’ve got to be realistic. If you’re
going to say you’ve got a lot of capital;
you’ve got to have a capitalized company.
You’re not going to be able to borrow the
loan to value you did in the past, but here

are a couple of options because in our business, reputation is everything. My single
biggest asset is reputation because it’s a relatively small community and people know
who you are.
Charlton: Unfortunately, there is harm to
some relationships that occur, I just don’t think
it’s because the banker is being a “you know
what” to them, no matter where they bank.

Smith: It’s often good when they shop your
deal at different banks because the banks
are pretty rational. They all look at things
in a similar fashion, cash flow, whatever.
They get mad at you and they shop somewhere else then come back and they understand a little bit because they have shopped.
People think we make money on deposits
or loans. We make almost no money to-
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day on deposits, you can’t live on deposits.
You want to make loans. The only option
we have today is loans and fees and other
business, but, we need the loan business to
make money.

How do banks
give back to the
community?
Radosevich: I think virtually everyone at
this table sits on one or two or more boards
in the community, not-for-profit boards.
Certainly we’re trying to lend our business
acumen to help those boards succeed and
navigate the difficult environment. Not
only do we contribute financially to not-forprofit organizations, but we donate many of
our hours.
Martin: I think all of us encourage our employees to participate as well. Sometimes
these boards take up a life of their own. We
kind of figure it’s another job, but it’s also
through these organizations that we encourage employees to get active in the community for a variety of events.
Shirey: I’d say the entire industry is very
dedicated to reinvesting in the community,
especially if you’re a community bank.
The community makes us and we believe
in giving back. What really impresses me
when I go to an event is not that the bank
is sponsoring or involved, it’s the number
of our colleagues that are there. There are
people that work in the branches and are
giving up a Saturday to participate at one
of these events.

According to a September survey from
The Tarrance Group, 74 percent of
voters across the country believe that
businesses and consumers are overregulated. Additionally, 67 percent
believe that regulations have increased
over the past few years.
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How did you first get into your profession?
My dad didn’t finish the tenth grade but he
recognized the value of a formal education.
He encouraged both of his children to take
advantage of educational opportunities that
weren’t available to him. When I was in high
school I told him I was fascinated by the law.
Among other things, he told me that I had a
gift for argument. That is most likely when I
first decided on the law as a profession.
What would you want your legacy to future
generations to be?
I would like my legacy to be that I left things
better than I found them; that I treated
people with fairness and respect; that I was
a credit to my chosen profession; and that I
was a good husband and a supportive father.
What business advice would you give
someone just starting in your industry?
Have a plan and follow it with the
understanding that adjustments can
and will need to be made along the way.
Don’t expect immediate and complete
gratification, be patient in evaluating
success. Professional life, like life in
general, is a marathon not a sprint. Make
sure there is balance in both your personal
and professional lives.
What is the biggest challenge your
industry is facing?
The law is a noble profession. It is a
privilege to be allowed to practice as a
lawyer. As a profession we need to reassure
the public that the vast majority of us who
are granted this privilege understand the
responsibilities that come along with it.

Thomas R. Sheets
Partner
McDonald Carano Wilson LLP
Las Vegas & Reno

Number of Employees: 100+
Years in Nevada: 30
Years with Company: 1

What is the best perk of your career?
I have had the good fortune to do a lot of
traveling to places that I might otherwise
have never seen and to participate in
events that I would not have expected to
be involved in. As an example, less than
two years ago I was invited by my friend
and fellow Nevadan Jon Wellinghoff, the
Chairman of the Federal Energy Regulatory
Commission, on a trip to China with
Secretary of State Clinton and Treasury
Secretary Geithner. It was an extraordinary
eighteen day journey that allowed me a
unique glimpse of a changing China as
well as a close up opportunity to watch
diplomacy in action at the highest level.
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Storey County
Establishes Independent
Economic Development
Authority
Storey County, home to the 107,000 acre
Tahoe Reno Industrial Center (TRIC) has
established an economic development
authority in order to work more closely
with the Nevada Commission on
Economic Development. Storey County
is the second smallest county in Nevada
and TRIC takes up approximately 65
percent of the land mass of the county’s
264 square miles.
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Nevada
Receives Federal
Grant to Support
Agricultural Producers
The University of Nevada Cooperative
Extension has been awarded a $672,000
federal grant to develop a program to help
beginning farmers and ranchers across the
state. The goal of the program is to help
new agricultural producers be successful
by providing them with opportunities to
utilize financial management tools, develop
entrepreneurial skills, receive on-the-ground
training and get assistance in marketing
Nevada agricultural products.
www.NevadaBusiness.com

MAKING A DIFFERENCE FOR NEVADA’S FUTURE
Nevada State Bank’s “Banking on Your Future” program helps high school students prepare for life. Our bankers
volunteer their time to teach students how to handle credit responsibly, protect their identity, apply for a job, and much,
much more. We believe that financial literacy is empowering, and that it’s the best investment in Nevada we can make.
That’s important to us, because we’ve been deeply rooted in the Nevada community for over 50 years, and we look
forward to playing a major role in its future.
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Robert A. Massi, Esq.

Owner,
Robert A. Massi & Associates

What Everyone is Thinking:
Where did the “good old days” go?

I

n today’s modern business world, the watchword is “efficiency.” Most people, in the interest of squeezing the
most hours out of working days, have automated as many
customer service transactions as possible. It’s important
to constantly evolve technology. It makes jobs easier in
some very significant ways. But only one thing really makes or
breaks a successful business: satisfied customers.
In the old days, customer service was a point of pride. Today, the customer is often made to feel as if he is a tiresome
burden. Consider the homeowner, desperately trying to do the
right thing and talk to his bank about negotiating a reasonable
mortgage arrangement so he doesn’t default on his obligations.
When he finally gets his call through, he is greeted with a voice
message that makes him feel he has imposed on the company’s
electronic time even before he has made his way through a
maze of number selections to talk to a living, if disinterested,
customer service agent who seems to be on a mission to make
him feel bad about himself. Ninety percent of the time, that
person can’t help him anyway. God forbid they take the initiative to connect the caller to someone who might be able to help.
Here’s a customer, who has a problem, who wants to do the
right thing and pay his money and, thanks to streamlining and
technology, he is treated like an inconvenience.
The whole automated, high-tech, super-connected world of
commerce can make someone crazy. Take automated directory
assistance. It is supposed to make life easier, right? Be sure
to tell that unforgettable mechanical voice on the other end of
the line how to spell that last name correctly. Otherwise the
call risks being transferred to a “supervisor.” Or the mechanic
26
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who says “Have a good one,” as he walks away, without wiping
the grease prints off a white vehicle. What’s that supposed to
mean? Have a good what? A good time at the carwash? Paying
attention to the customer has been replaced by paying attention
to whatever smart phone, tablet, laptop or other technological
device we are tethered to in a futile attempt to “be connected.”
Is it too much to ask, in these tough economic times, that
employees take a little pride in their work? Maybe it is easier
to appreciate the customer when people realize that the person
calling or coming in the door for service is the main reason
they have a job in the first place. Without them, everyone is just
another number waiting in the unemployment line. Furthermore, kindness from an employer isn’t a sign of weakness and
a signal to take advantage. Showing up a few minutes early and
asking, “Is there anything else I can do before I go?” can help
ease the grind of the 9-to-5 on both sides. Employers need to
remember, too, that in these hard times when money is not an
option as a motivator, a few kind words go a long way. Praise
for a job well done is an inexpensive and effective reward.
In business, no matter how far technology goes, making a
customer feel good and appreciated will go farther and will
never become outdated. No matter how much Baby Boomers have gone high-tech, there is no replacement for the warm
handshake, the face-to-face meeting or going eyeball-to-eyeball in a negotiation. It is human nature to communicate and
connect with others. More than that, it’s the key to success.
So, when people are being asked to spend their hard-earned
dollars, the message they deserve to hear is: “Your business
matters to me. You matter to me.”
www.NevadaBusiness.com
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How much is too much?

Government Wages

Are Extravagant and Arbitrary

I

t’s one of the most challenging questions facing labor economists today: At what level should most public employees be
paid?
In public sector employment, the typical price signals that
help determine wage rates in competitive labor markets are
absent. After all, most government agencies do not compete in an
open labor market wherein they must also provide quality goods to
discerning customers at competitive prices.
Instead, they operate legal territorial monopolies for the provision of certain services and can compel taxpayers to pay monopoly
prices for those services — whether they want to or not. This means
that, effectively, no consumer-imposed ceiling exists on the wages
that can be offered to government workers.
The legal monopoly status of public-sector employers also means
that, as a class, they need not bid against competitors to attract and
retain highly productive workers. Because wages are not determined in a competitive market environment, they must be chosen
arbitrarily.
In Nevada, wage rates for state workers are uniformly assigned
by the state legislature. For local government workers, they are the
result of political compromises — deals — between elected officials and public-employee unions.
Unions enjoy far more leverage in these negotiations than do the
officeholders who’ve been elected to steward the people’s money.
First, negotiations with public employee unions are conducted in
secret and are exempted from the state’s Open Meetings Law —
despite the fact that these negotiations involve the most significant
expenditures of public funds.
Second, current law basically entitles union workers to receive
every dollar a city or county has in its coffers, regardless of whether
those salaries are justified by more fundamental labor market criteria. If union bosses believe a county or municipality can feasibly pay
more than administrators have offered, they can submit a hearing to
a politically selected arbitrator whose decision is binding.
Third, and most importantly, public employee unions — who are
typically the largest campaign contributors in local government races and run effective get-out-the-vote operations — have the power to
intimidate elected officials into acceding to their demands. Officials
who dare take a hard line against union excesses are sure to face
public pressure from unions who, as in North Las Vegas, run smear
campaigns and/or fund political opponents.
Hence, public employee unions are able to determine who they
negotiate with and what the terms will be and to force their will on

the public — all while keeping taxpayers in the dark. This is how
wages are determined in the non-market, or government-monopoly,
sectors of the Nevada economy.
This process is fascinating to many labor economists who try to
guess at what government-sector wages might be if they were determined by market forces and not contrived politically. The U.S. Department of Labor, for instance, tracks the differences in employee
compensation for private-sector workers versus state and local government workers. Their analyses conclude that government workers
enjoy, on average, incomes that are 44 percent higher than those of
workers in private industry.
Indeed, official payroll records from across Nevada confirm
that government workers, on the whole, are enjoying lifestyles far
more affluent than do the taxpayers who support them. The Nevada
Policy Research Institute files hundreds of public records requests
annually with state and local governments across the Silver State
requesting these salary records and publishes them on www.TransparentNevada.com.
Recently published payroll files for 2010 show two Clark County
firefighters made more than $600,000 for the year. In North Las Vegas, the Chief Marshall and Chief of Police both topped $750,000.
In Henderson, a city clerk topped $600,000. Some Las Vegas Metro
cops topped $500,000. One UNR professor even broke the million
dollar mark while teaching within the state’s monopoly on higher
education — coming in at $1.37 million.
Certainly, these figures are outliers, but reviews of official payroll
files from across the state make clear that many public employees
— whose wages reflect political clout rather than economic productivity —enjoy pay that is lavish, compared to those of their taxpaying benefactors.
Upon seeing the figures, many citizens are understandably outraged at the extravagant salaries of some government workers. However, Nevadans should not confuse the symptom with the disease.
Yes, a forced wealth transfer from the state’s taxpayers to Nevada’s governing class is outrageous and has continued for years.
But it is a direct result of the arbitrary and political process through
which government wages are determined.
To enact real change, Nevadans must either target this process for
much greater transparency or break government’s monopoly on the
provision of public services.

Geoffrey Lawrence is deputy director of policy at the Nevada
Policy Research Institute.
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PROPERTY
M A NAGEM ENT
By Howard Riell

Feeling the
Squeeze

L

ike so much of the American
business landscape over the last
three years, commercial property management has changed
– often abruptly.

David
Krantz

VP of Real Estate Services,
RMI Management, LLC

With the economy straining to hang
on, more brokers moving into property
management, the unprecedented number
of foreclosures, crowds of clients coming
from out of state and relationships with
banks and other lenders in flux, Nevada’s
real estate industry must find ways to
adapt in order to survive.
The combination of forces “has
changed property management,” says
Marge Landry, President and principal of
Landry & Associates, Inc. in Las Vegas.
“The biggest change that my company
www.NevadaBusiness.com

has seen is that many of the mid-range to
smaller companies have merged with national companies. As a local commercial
real estate company, we find ourselves not
only competing with brokers who have
decided to open up a property management division so they can have monthly
income, but with the residential property
managers who didn’t previously go after
the commercial business.”
The stress in the economy, says Frank
Gatski, principal of Gatski Commercial
Real Estate Services in Las Vegas, has
greatly increased the pace of his and others’ business in property management. “It
has created new challenges, but mainly our
clientele has changed, as you can imagine.
There are a lot more banks and lenders that
we are dealing with today (involved with)
receiverships and that sort of thing.”
Gatski sees more of the same for the
year ahead, particularly more properties
going back to banks and other lenders.
Still more are going to go into receivership and require good, professional property management.
Since 2008, David Krantz, Vice President of Real Estate Services for RMI
Management, LLC in Las Vegas, and
many of his competitors have been, as he
puts it, “taking one step forward and two
back. We have this constant leak in our
bucket, and really through no fault of our
own – it’s not that we’re providing a poor
service, or losing clients to other businesses – the asset that we were managing
has been foreclosed on by the bank, and
so we’re done.”
There is, as he describes, “an awful lot
of work involved with that – to close out
a property, to deal with the tenants, to return deposits and answer all those questions that are unfamiliar to all the parties involved. So it has created a lot more
work for us.”
“Many management contracts are written on a percentage fee basis of revenues
collected,” Ronald Jones, President, CEO
and principal of Nevada Commercial Services in Reno, points out. “Naturally, with
the downturn in the economy there has
been less revenue collected, so revenues
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to third-party management companies
have taken a bit of a hit.”
In his own shop, Jones has been involved with a lot of receiverships. “We
have certainly held our own in backfilling the loss of revenues from our feemanagement work.”

Brokers Breaking In
The involvement in property management of a growing number of brokers has
increased competition in an already hurting industry segment.
“You know, I do believe that the commercial real estate industry has changed
in that regard,” says Gatski, “with a lot of
companies that used to focus on brokerage putting more energy and emphasis
into their property management departments.” Most of that, however, is happening in the residential sector, he adds. “I’m
not seeing too much of that in the commercial real estate industry.”

Marge Landry,
Landry & Associates

The increased numbers of brokers involving themselves with property management has, for one thing, driven prices
down. As a result, says Krantz, the field
has grown “a lot more competitive. It’s
created more problems for clients. A lot
of these new entrants don’t know what
they’re doing.”
There is, Krantz correctly identifies, a
tendency for the brokers to want to hang
onto their clients. “Rather than refer them
out to a management company they decide, ‘I’ll do that so I don’t lose contact
with my client.’ In exchange, the level of
service and what they’re providing certainly isn’t what (the client) expects.”

Working with Bankers
The nature of property managers’ relationships with bankers “depends on
which bank and which lender you’re
dealing with at the time,” Gatski reflects.
Most naturally don’t want to plug any
more capital into the investment. What
they do want is to work with companies
that can provide value-added services and
show them ways to save money on operating expenses.
Gatski has added a tax appeal division
to his firm that he says “has saved a lot of
those guys tons of money in property taxes. Bankers and lenders are looking at the
short-term hold versus the old-fashioned
long-term investments that most clients in
our industry would own real estate for.”
His sales/leasing division is doing very
well, he adds. “We’re selling a lot of the
assets that the banks are trying to unload,
so that’s helped our business. All these
buyers are coming in; of course they’re
cash buyers, and they’re trying to get the
best deal they can.”
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“Certainly there is more of that going
on,” Jones confirms. “You’re working
with a bank for different purposes now.
We work with a lot of banks in typical
relationships, with our operating and reserve accounts. With many of those same
banks, though, we are now involved in
managing property they are in control of,
either by way of foreclosure or receivership. So yes, our relationship is changing
a little bit because of these conditions that
have been brought on by the economic
downturn.”
RMI has not found itself working with
bankers more. “But,” says Krantz, “we’d
love to. It would be our hope to deal with
them a lot more. We’d like to do that;
we’ve tried to align ourselves with them.
The problem is banks don’t want to hold
real estate.” Instead, he suggests, they are
getting legal advice from in-house counsel not to. “They just have an absolute
aversion to even hanging onto real estate.”
Krantz’s advice to bankers, perhaps not
surprisingly, would be just the opposite:
“‘Hey, hold onto it, fill it, we can send you
money and times will get better. You will
actually get a better return when the market gets better.’”
“If the lender isn’t familiar with the
current property management/leasing
company then he may prefer to go with
a national company,” Landry recounts.
“Sometimes there isn’t time to go through
the qualification process, so they may
ask you for a bid. But ultimately because
the timing for the foreclosure is so quick
they end up going with the national company that they already have a relationship
with.”
The other thing that Landry says she is
finding is that if a company like hers does
get hired by a lender on a foreclosed property, the contracts are typically running
anywhere from six to nine months. “So
it’s short term,” she concludes, “making it
very difficult to project your cash flow for
the future.”
Landry says her firm has worked with
one particular national lender on five
separate properties over the past two
years. She was originally quite conwww.NevadaBusiness.com
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cerned that it would be difficult to build
a relationship with a corporate lender.
Fortunately, she says, her experience has
been very good.
“Again, in talking to some of my competition I find that they haven’t been as
fortunate as I have been,” Landry points
out. “We don’t go chasing after these foreclosed properties, but if we do retain the
management and/or leasing contract then
when they sell it it does allow an opportunity for the future to perhaps bid on it
with the new owner.”
The firm has actually done that twice,
she adds. “We’ve done it with the bank
for a number of months; they sell it and
somebody comes in, they don’t know who
to hire, we’re already there, and they’re
thinking, ‘We retain them.’”

Out of Towners
“It’s absolutely correct that most of
the owners and investors are from out of

Ronald Jones,
Nevada Commercial
Services

town,” Krantz confirms, “but I don’t know
that that’s changed a lot from years past.”
For many of her competitors, Landry
confides, the lion’s share of their clients
are local owners. The issues they’re dealing with is this: “The local owner whose
building is 50% vacant is saying to himself, ‘Why don’t I just manage it myself
until the economy gets better?’ They’re
losing business back to local owners.”
Landry feels fortunate, she adds, that
she built her business on out-of-state investors. Indeed, fully 95% of her clients
live out of state, she says, which makes
the dollars-and-cents calculation an easy

one. “It’s less expensive to pay my company to manage than it is for them to fly
in and out.”
As for his predictions about what 2012
holds in store, Gatski – with almost 8-million sq. ft. in Las Vegas and thus an excellent feel of pulse on its commercial real
estate economy -- says he wants to “throw
a little bit of optimism out there.” He has
seen that a lot of his 1,200 to 1,500 commercial tenants have been less delinquent
in paying their rent, and that there have
been noticeably fewer evictions. “Those
are positive signs that people are able
to sustain their businesses and pay their
rents on time, which is good for all of us.”
Over and above that, Gatski adds, his
firm’s leasing has increased “tremendously. It’s one of our strong suits here. We
have probably closed over 300 lease transactions this year, so those are all positive
signs in the trenches, so to speak.”
And this is one industry that can use all
the positive signs it can find.

Don’t gamble on
your service provider.
Airband Communications is the largest fixed wireless provider serving
businesses in the United States. We deliver high-bandwidth Internet
access, voice and data solutions over one of the industry’s most
scalable last-mile networks.

702-478-2474 www.airband.com
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A New Approach to Healthcare
The Patient Protection and Affordable Care Act of 2010 is designed
to ensure that all Americans have access to quality, affordable healthcare; and, hopes to create the transformation within the healthcare
system necessary to contain costs.
One key part of the act outlines a change in the payment structure
between insurance companies and physician groups. Instead of paying physicians for simply treating sick patients, the new law provides
incentives for keeping patients healthy.
This new model of healthcare is already operating at Healthcare
Partners’ medical clinics here in Southern Nevada. In fact, medical groups across the nation are
looking to us to show them how
it works.
The best practice of patientcentered, integrated healthcare is
HealthCare Partners’ Total Care
Model. Our medical practitioners provide patients with comprehensive healthcare beyond
typical clinical services. HealthCare Partners strives to provide
quality care that is multi-faceted,
deeply integrated and accessible,
and boasts one of the best customer service rankings in Nevada. We are not just doctors and
healthcare professionals; we are
our patients’ partners in health.
Total Care encompasses everything a patient needs to stay
healthy and prevent illness. A
good doctor should not only be
able to effectively treat a patient’s illness, but prevent the patient from
becoming ill. Every tool and resource at our medical practitioners’
disposal is integrated to improve efficiency and accuracy in anticipating, understanding and meeting our patients’ needs.
HealthCare Partners’ patient-centered medical homes focus on
delivering quality care while maintaining personal responsibility
and accountability for the ongoing care of our patients. A medical
home is exactly what it refers to, a place where a patient’s medical
team comes under one roof as “a family” headed by a primary care
doctor. The total care team includes specialists, nurses and case
managers, carefully selected to create a tailored preventative and/or
recovery plan for each patient. The goal is to improve patients’ confidence knowing they have a medical home they chose and believe in.
Patient-centered care provides Southern Nevadans with a wide
range of benefits, from updated electronic personal health records

and preventative care, to doctors and nurses who are accessible and
readily available. Traditionally, patients have one primary care physician and unrelated specialists who don’t necessarily communicate or
work cooperatively in the patient’s care process. Total Care replaces
this disjointed method of care with a cohesive team that works with
all entities along the healthcare continuum to create an individualized care plan for each patient.
A Total Care team works with a patient and the patient’s family
to provide services including hospitalization, skilled nursing facilities, self-management, home healthcare, communication, transportation, and other issues that impact the patient’s access to healthcare.
In medical homes, each medical team member works together to
streamline and expedite a patient’s care. The patient is at the core
of every decision. Not only does this model benefit the patient, it
benefits practitioners as well.
Total Care measures success by the percentage of healthy patients,
illness prevention and patient satisfaction. versus a simple fee for service. Accepting full responsibility for a patient’s care incentivizes
healthcare professionals to keep patients healthy. Working together,
doctors and insurance companies can save money by cutting back
on unnecessary treatments and procedures while striving to improve
healthcare. However, for the model to be successful, practitioners
must follow through with their commitment to preventative care.

“Accepting full responsibility for a
patient’s care incentivizes healthcare
professionals to keep patients healty.”
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Good health should not be complicated. Medical practitioners have
an obligation to provide patients with the best quality care possible.
The commitment goes beyond politics, changing laws or adding rules.
Our practitioners proactively seek to provide our patients with the necessary resources and information to maintain healthy lifestyles. For the
Southern Nevada healthcare community, bringing health reform starts
in medical clinics by providing Total Care.
Medical practitioners must earn the right to be considered their
patients’ medical home. I invite Nevada’s healthcare community to
join us in our efforts to change the way Nevadans view healthcare.
Nevada deserves the best healthcare. Together we can bring effective, real time healthcare transformation to our communities.

Dr. Sherif Abdou is the co-founder, President and CEO of
HealthCare Partners of Nevada.
www.NevadaBusiness.com

Celebrate

the holiday & begin a successful new year

Let us design a brunch or evening event for your staff or
preferred clients to begin a prosperous new year
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Continued from page 11
Marily Mora,
Reno-Tahoe
International Airport

High Flyin’
A drop in the total ARRA bucket in
Nevada, airports received around $20
million with North Las Vegas Airport
receiving $7.8 million to relocate a
high voltage utility line, Carson City
Airport using around $9 million to
improve a runway, the Boulder City
Municipal Airport spending $1.3 million to enhance a runway and RenoTahoe International using $2.2 million
for work on its apron and ramp areas.
Reno-Tahoe International Airport and
McCarran International Airport have
been very successful, however, in finding funding other than ARRA monies for large construction projects that
have continued to enhance the airport’s
operations.

Reno-Tahoe
International Airport
Nationally recognized for its efficient
operation, Reno-Tahoe International has
systematically been improved over the
years with a variety of projects that continuously move up in the construction queue.
“We’ve been able to weather the economic
ups and downs. We’ve reduced staff numbers,” says Marily Mora, chief operating
officer. “We need to stay competitive with
our rates and charges.” The commitment
to keep up was showcased from 2009 to

We’re listening!
Working together, we’re planning, designing
and improving our transportation systems
in the Truckee Meadows.
We want to hear your ideas and suggestions!
Visit us at rtcwashoe.com to learn more about the
projects we’re working on to improve safety,
accessibility, transit and our regional roads.
This is Your RTC.

rtcwashoe.com (775) 348-0400
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2010 with around $170 million spent on
construction of a new control tower, sound
insulation program and an airport hotel,
along with airfield repaving and lighting,
a redesign of the US Customs facility and
improvements to airport baggage check-in.
Upcoming projects in the near future total around $40 million in costs and include
construction on the Checkpoint of the
Future, a terminal/emergency operations
command center site and building, a snow
removal equipment building, terminal refurbishment and an extension to taxiway C.
Passengers will be most aware of the new
checkpoint which will consolidate security
into a single point on the ground floor of
the terminal. “The consolidation will accommodate advanced imaging technology
that lets you walk through,” Mora explains.
“It’s geared to be more self-service.” Retail
services will be moved upstairs. “People
want to buy food and beverage and shop
after the checkpoint,” Mora says. “There’s
a lot of emphasis on customer service.”
In addition to enhancing services in
the main terminal, the Reno-Tahoe Airport Authority Board of Trustees has diligently worked to expand land development
around the airport by attracting businesses
that serve general and small aviation. The
door was opened for growth in this arena
several years ago when French-owned
Dassault Falcon opened a west coast service center at Reno-Tahoe International.
When fully staffed, the 40,000-square-foot
facility will be home to 40 Dassault Falcon
personnel. Following on the heels of Dassault, Million Air announced its intentions
to build a two-phase $20-million aviation
service center at the corner of Rock Boulevard and Mill Street with the first phase
expected to be complete late next year.
With 17 consecutive months of growth in
cargo, airport officials say they look to that as
another source of increased revenue which
could contribute to economic diversification and growth of the region. With TahoeRegional Industrial Park just over the hill,
distribution numbers are inching up as its
tenants feed cargo to the airport. “We want
to be a convenient airport, but we want to be
reflective of the community,” Mora says.
www.NevadaBusiness.com
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McCarran
International Airport
McCarran International Airport has
been a beehive of construction activity for
the past several years as the Clark County
Department of Aviation, its owner and
manager, spends $30 billion of its own revenues on airport improvements that will
help the airport serve its annual 40+ million passengers for years to come. Claiming $2.4 billion of the funding, Terminal 3
(T3) sprawls over 1.9 million square feet
as it adds 14 gates and additional ticket
counters along with all the accouterments
found in a modern airport concourse. With
six gates designed to handle international
traffic, T3 will help facilitate the increase
in foreign flights as well as aid in relieving
overall congestion in the airport. It will be
the new home to Alaska Airlines, Frontier,
JetBlue, Sun Country and Virgin America
plus all international airlines that serve
McCarran. Hawaiian Airlines and United/

Randy Walker,
McCarran
International Airport

Continental will have ticketing and baggage claim at T3, but their flight operations
will be located in the D Concourse. T3 is
right on schedule, expecting to welcome its
first passengers in June 2012.
In addition to T3, other improvements
underway at McCarran include a new air
traffic control tower, runway status lights
system, airport surface detection equipment and upgrades to the C Concourse,
to name a few. Rising 352 feet from the
ground, the new state-of-the-art control
tower will be one of the tallest in the country. It is scheduled to open in early 2015.
One of the best nuggets of positive
news at McCarran, however, has noth-

ing to do with new construction projects.
After months of falling passenger numbers, the airport is starting to see a bit of
a turnaround, according to Randy Walker,
director of the Clark County Department
of Aviation. “We’ve seen a four percent
increase in passenger numbers,” he says.
“The growth is from everywhere, but Spirit
Airlines gives us the most. A lot of carriers
have added service here and there.” Walker says the increased numbers are probably
due to more people attending conventions
in the area as well as people traveling who
held off taking trips until now due to the
poor economy. “There are people who are
still okay, but didn’t feel right about taking
a vacation before,” he says. “Las Vegas is a
nice mini vacation.”
While improvements at McCarran have
positioned it to deal competitively with
the air travel market in the near future,
Walker worries about how it will fare in
the long-term when growth picks up again.
Squeezed into just 2,800 acres and bounded by major transportation arteries, the air-
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& Supplemental Health
Medical Stop-Loss

What’s missing from your portfolio of specialty benefits? Our specialty benefits.
Specialty Benefits from Humana We’ve combined our Fortune 100 status and 40 years of
experience with a broader offering of specialty benefits. You can choose from dental, vision, life,
disability, accident, critical illness/cancer, supplemental health, and medical stop-loss. As your partner,
our team of experts will help you customize your benefits package and provide friendly, personal service.
And we’ll give you the same kind of focused, innovative thinking we’ve
provided for the PGA TOUR and other clients through the years.
No matter what you’re looking for in specialty benfits,
Humana has you covered.
Find out more at Humana.com/Specialtybenefits or 925-457-1659
Humana Plans are offered by the Humana Family of Insurance and Health Plan Companies.
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port doesn’t have a lot of wiggle room in
which to expand. “We’re just restricted on
space,” he says. Unlike Reno-Tahoe International, McCarran doesn’t have the available land to use for expansion into other
aviation related businesses. “If growth had
continued, we’d have run out of space,”
Walker explains. In that eventuality, the
airport department already has its eyes on
land for a second airport to be built on a
dry lakebed near Primm.

Funding
As transportation movers and shakers
around the state plan for long-term goals,
discussion in and out of the legislature has
swirled around the wisdom and feasibility
of pursuing alternate sources of revenue,
building Interstate 11, constructing an
inland port in Southern Nevada and emphasizing more choices in transportation.
Of immediate concern is the potential for
cuts in federal funding and the shrinking

revenues obtained from
the gasoline tax which
result in budget shortfalls on
a number of levels. “The biggest concern I have is where
funding is going to come
from,” Snow says. Potential sources of increased
revenue include the following:
• Raising the tax on
gasoline.
• Taxing vehicle miles driven
(VMT).
• Taxing the therm rate on natural
gas vehicles.
• Taxing the electrical use on electric
cars.
• Assessing additional taxes and/or
increasing the sales tax.
• Charging tolls for certain roadways.
Although no single source or combination of revenue sources has become the

favorite so far, it appears that unless the
economy begins to improve significantly
in the near future, Nevadans will undoubtedly need to open serious discussion on
how to continue to maintain their infrastructure in the face of serious revenue
shortfalls.

Interstate 11
As Arizona and Nevada began upgrading chunks of US 93 between Phoenix and
Las Vegas in recent years, transportation
planners realized the economic impact
that could result from having the entire
route converted to Interstate standards.
Sections that have already been improved
include the Hassayampa Freeway, the US
93 Expressway from Wickenburg to I-40,
the I-40 Overlap to Kingman, US 93 Expressway I-40 to Hoover Dam, the Hoover
Dam Bypass, the Boulder City Bypass and
I-515 from Railroad Pass Casino to I-15.
Although the value of a total high-speed
expressway designated as I-11 is supported
by many people, the proposal in its entirety
has yet to be formally embraced due to the
magnitude of the cost.
Improving the route between Phoenix
and Las Vegas will help commercial traffic move goods from west to east as well as
facilitate more leisure travel along the way,
according to Martinovich. “Anything to
help good movement is a tremendous need.
Time is money when moving goods,” she
explains. Tourism will also be impacted
36
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in a positive way as visitors to
the area realize that the trip
is easier and quicker to make.
Although the funding isn’t available yet, Martinovich emphasizes that
the idea needs to be kept alive. “You’ve got
to start planning. There are opportunities
to do it in pieces,” she says. Gibson is also
on board with his support. “It just makes
sense. It’s worthy and we need to support
it because it benefits the region,” he says.
Snow has some faith that progress will
continue. “We’re starting to see support
from Congress,” he says. “I believe it will
go forward incrementally.”

Inland Port
New life was breathed into the possibility of developing an inland port in Southern Nevada when AB 182 was signed into
law in May, authorizing the Commission
on Economic Development to develop a
state plan for inland ports. The concept
began to take shape some years ago when
huge bottlenecks developed at the ports in
San Diego and Los Angeles because large
volumes slowed down the processing time
of goods moving through. However, before
the economic downturn, Nevada wasn’t
competitive enough to make the idea a reality because commercial occupancy rates
and rents in the state were quite high. Now,
with occupancy and rents much lower,
some business and political leaders believe
that the idea of an inland port is worth exploring.
Nevada’s proximity to major urban
areas in California is a big advantage, according to Gibson. “The LA Basin is a
very congested and land-short market,”
he says. Nevada, on the other hand, is still
blessed with wide open spaces which can
be used to attract new business and industry. Martinovich is also enthusiastic about
the concept despite the lack of specific
plans at this point. “The devil is in the details. We’d have to work on this so we’d
not cause more congestion. It would also
involve technology,” she explains.
To some transportation leaders, however, serious future planning must involve

rethinking the entire transportation system. “We need to redesign the system not
based strictly on the automobile. This will
include all modes of transportation,” Snow
says. “We have to integrate transportation
with land use.” By offering bike paths,
mass transit (including high-speed rail),
pedestrian trails and sidewalks along with
roads for cars, safety can be increased and
the quality of life improved. “We have to
develop choices in transportation. We’ll
see more use by everyone with redesign.
Choice means safety for everybody,” Gibson says. “We’ll work with developers to
promote more mixed use.”
As they consider the challenges ahead,
Nevada’s transportation leaders agree that
a healthy transportation system is central
to economic growth and recovery. Committed to being part of the solution to the
state’s economic woes, they say they believe the Silver State will recover and that
growth will pick up once again. “There
was a lot of worry when the air went out

of the real estate bubble that people would
leave,” Snow says. “We haven’t seen the
mass exodus. We’re still seeing a very
small growth rate.” Gibson believes that
Nevada will always be attractive. “A lot of
people love living here. We have to think
our way out of this recession. It’s about
people,” he says. “We can come together
to get the economy back on its feet and do
it one job at a time.”

In Brief
Three companies recently announced
they are moving forward with
relocation and expansion plans
in the Greater Reno-Tahoe area.
These three companies collectively
represent 39 new jobs and an
estimated annual economic impact
of over $7 million to the region.

Perfect Corporate Headquarters

For Lease
5475 S. Decatur Blvd. (between Hacienda and Russell)
87,000 sq-ft. upscale office/showroom & warehouse space
Elevator & common lobby | Decatur frontage | Covered parking | Common loading dock | Hi-tech security
32-ft. clear height warehouse | Full-color digital reader board | Custom build out | 480v/ 3 phase power

702.320.4400
www.hellercompanies.com
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Resources for Going Global
Taking those first steps into the
wide world of business can be baffling.
Not only are there U.S. rules and regulations that need to be followed so companies stay in compliance, countries
that Nevada companies export to have
their own procedures.
But there’s no reason for businesses
to go it alone. Nevada has a strong network of organizations that partner with
each other in order to reach Nevada
businesses with their services. For most
foreign companies looking to import
into Nevada, the first point of contact
is often NCED, chaired by the Lt. Governor, Brian Krolicki.
NCED offers a variety of international programs: Export Readiness;
Export Seminars and Counseling Services; International Trade Shows and
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Trade Missions; Inbound Buying Missions; Administration of federal export
grant programs.
Trade missions utilize grant money
to subsidize costs of food and travel
while introductions are made and hopefully matchmaking occurs. Organizers
lead business principals to trade shows
in other countries to meet potential
buyers.
Last month, a trade mission headed
to China for a trade show, then off to
Thailand, Bangkok and the Philippines
because, said Di Stefano, once you’re
halfway around the world you might as
well get as much out of the trip as possible. The flip side of a trade mission is
an inbound buying mission where federal grant monies are used to bring in
buyers from other parts of the world to
meet with Nevada businesses.
Also creating inbound opportunities
is the U.S. Commercial Service under
the U.S. Department of Commerce.
“Our agency is constantly rounding up
foreign buying delegates and bringing
them for trade shows in Las Vegas and
sometimes we go to Las Vegas and help
buyers find U.S. sources of product and
supply they’re looking for,” said Bill
Cline, director, U.S. Commercial Service, Reno. The agency runs the offices
in U.S. embassies to support American
businesses seeking help abroad.
There are also two U.S. Export Assistance Centers of the U.S. Department of Commerce, located in Reno
and in Las Vegas. “We’re a federal
agency office, kind of the export promotional arm of the U.S. Department
of commerce, U.S. Commercial Service, or assistance center,” said Andrew
Edlefsen, director, Las Vegas Export
Assistance Center. There are offices in
over 100 locations nationwide and in 78
countries worldwide, with the overall
objective of boosting U.S. exports every year.
One of the Export Assistance Center’s flagship programs is the Gold Key
program, a partnership that assists Nevada companies in market research in

target market countries, and helps them
find distributors or sales representatives or how to work with customs.
Edlefsen’s offices also help guide
Nevada business principals through
unexpected minefields, like suddenly finding themselves personnel
shy. “Companies need to assess the
resources they have available to be
able to add some exporting work to
their company,” said Edlefsen. Adding
export business to a company that’s
been selling domestically adds a new
workload. Someone has to manage the
export process, and there are legalities that have to be dealt with not only
in the U.S. but internationally. “Each
country has their own import restrictions. The company is going to need
someone to stay on top of all of that
so they don’t get in trouble when they
export in the future.”
One way to find the human resources: NCED also maintains a network of
international representatives to assist
Nevada businesses exporting into China (Beijing, Shanghai and Hong Kong);
Brazil, Italy, Germany and the UK.
There are a lot of considerations
when looking at going global, Edlefsen
said. “It’s not like flipping a switch and
all of a sudden you’re exporting. It does
take up some human resources and
time and often cases some money in order to go from strictly domestic sales to
exporting.”
Other agencies that can help a Nevada business become part of the global network, according to Cline, include
the University system in Nevada, Desert Research Institute, NCET (Nevada’s
Center for Entrepreneurship and Technology) and new organizations starting
like NIREC (Nevada Institute for Renewable Energy Commercialization).
There’s also Made in Nevada, Inc., a
nonprofit cooperative corporation created to promote awareness of Nevada
products in and out of the state.
Lisa Marshall works with the Made
in Nevada program, which in a state
our size means getting one-on-one atwww.NevadaBusiness.com
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tention and assistance with business
needs. While American Pet Diner was
growing, Marshall worked with NCED
programs to learn how to put together
a professional website and brand her
company so it looked professional.
Sable Systems International started
out in Nevada as an international business designing and manufacturing instruments for research scientists and
the biomedical community. Though
initially the company faced challenges
recruiting a sufficiently skilled workforce in Nevada, that began to shift
three or four years ago when a group
called Nevada Biotech & Bioscience
Consortium began building momentum here. Now that they’re not the only
biotechnology game in town, Sable
Systems CEO Robbin Turner is focusing on the ways Nevada makes being in
an international business easier, which
include being able to work with the
U.S. Commercial Service, SCORE (a
nonprofit dedicated to educating entrepreneurs and helping small businesses
succeed), Small Business Administration, and Nevada Industry Excellence
(NVIE), which works with small and
medium sized manufacturing, mining and construction companies to
streamline processes. Currently NVIE
is working with Sable Systems toward
becoming ISO compliant (a company is
ISO compliant when it follows guidelines set by the International Organization of Standardization).

Heading into the global marketplace
can be daunting for any company. Some
companies put if off until the principals
feel like they have a firm footing in
their field.
“The fact that a lot of companies are
moving to Nevada for the tax breaks is
another trend we’re seeing,” said Edlefsen. “And hopefully that means we’ll see
the export base here in Nevada grow. But
one thing I think is holding people back
from exporting is basically the stigma of
risk attached to exporting. A lot of U.S.
companies doing good business here
think ‘I don’t need to export, I’m doing
good enough domestically,’ and a lot of
them think there’s a lot of risk associated
with exporting. My office is here to try
and mitigate those risks and help companies understand that it’s easier than they
think to export. So I think the mind-set
people have of staying domestic and not
going global is another trend that’s keeping our export numbers down.”

“Our company was lucky in some
ways not to feel that daunted initially
because we started as exporters,” said
Turner. “It’s a very doable thing and
I’m very eager to encourage other small
businesses to take the opportunity to
consider and plan for exporting. [There
are] resources available and capable of
leading exporters through all the complexities that are excellent in instruction
and guidance and it’s well worth it.”
Di Stefano offers the following tips:
Apply for all grant programs offered by
the federal government through NCED,
attend any Export Readiness or Export
Training sessions offered, and participate
in trade missions whenever possible.
“There are tons of opportunities out
there,” said Marshall. “The economy
and the recession don’t mean there
aren’t opportunities. They’re out there.
Get the right product and you don’t
have to be so smart, just creative. Pursue business and be persistent.”

Trends in Global Business
So just what is it that Nevada is exporting to the rest of the world? A little
bit of everything. But one of the newest
trends in global business is renewable
energy, an emerging technology not
just in the U.S., but globally.
“More and more companies are
looking to get into solar power and renewable energy,” said Edlefsen. “Nevada is just such a great resource for
that type of technology, that seems to
be one trend Nevada is seeing.”
October 2011

39

DealTracker
PROJECTS | SALES | LEASES | LOANS

PROJECTS
Las Vegas, 89109
Hotel

In a joint venture of Marnell Corrao Association and Keating Building Corp, plans
are underway to complete the $375 million,
668-room hotel tower addition to Caesars
Palace. Keating Building Corp. is the general contractor for the 23-story Octavius
Tower which was shelled two years ago
and is expected to be completed in January of 2012. Marnell Architecture is the
executive architect and Bergman Walls &
Associates is the architect-of-record. The
project is located at 3570 Las Vegas Blvd.
South.

Las Vegas,
Government

SAK Construction has been awarded the
contract for Sewer Rehabilitation Group
D project from the City of Las Vegas. The

$3.06 million wastewater infrastructure
renovation will consist of 13,309 linear feet
of existing sanitary sewer pipe. Additionally, SAK is providing services for Las Vegas’
Downtown Interceptor Sewer Rehabilitation project as a subcontractor to Las Vegas Paving Corp. The $4.4 million project
involves renovation of 10,819 linear feet of
sanitary pipe.

SALES
Las Vegas, 89103
Office

Infusion and Wellness Center LLC
purchased a 13,490 SF vacant building
from Trustee for George S. May Company for $1 million or $74 PSF. The seller was represented by Charles Moore
and Michael Newman of CB Richard
Ellis. The property is located at 3750
S. Jones Blvd.
APN # 163-13-301-003

Earn your CCIM Designation in 2011
CI Intro
Location

Thu. Nov 3 - Fri. Nov 4, 2011
8:30 AM - 5:30 PM
Greater Las Vegas Association
of Realtors

702.798.5156
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Las Vegas, 89113
Office

Weiner, Duranso and Company LTD purchased 8,506 SF from Durango Plaza Investors LLC from $552,890 or $65 PSF. The buyer and seller were both represented by Dana
Berggren, CCIM of Commerce CRG. The
property is located at 6026 S. Durango Dr.
APN # 163-33-213-000

Las Vegas, 89118
Retail

Eggworks Holding Company LLC purchased a 6,885 SF property from Rainbow
Magic LLC for $1.9 million or $276 PSF. The
buyer was represented by Chris Clifford of
The Equity Group and the seller was represented by Scot Marker of Colliers International. The property is located at 6960
S. Rainbow Blvd.
APN # 176-02-312-002

Las Vegas, 89169
Retail

Boulevard Anchor Acquisition LLC
purchased the 200,000 SF Dillard’s in the
Boulevard Mall from Construction Developers Inc. for $5 million or $25 PSF.
The seller was represented by Jacqueline Young and Ryan Oberg of Commerce CRG. The property is located at
3700 S. Maryland Pkwy.
APN # 162-14-314-001

Henderson, 89011
Industrial

Gustavo A Lopez Midbay purchased
3,931 SF from Nevada State Bank for
$170,000 or $43 PSF. The seller was represented by Dean Willmore, SIOR and
Amy Ogden of Commerce CRG. The
property is located at 1051 Olsen St.
APN # 160-33-219-003
www.NevadaBusiness.com
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North Las Vegas, 89030
Industrial

D. Thompson Properties LLC purchased
18,900 SF from 4150 Donovan Way LLC
for $1.8 million or $95 PSF. The seller was
represented by Dan Doherty, SIOR of
Colliers International. The property is
located at 4150 Donovan Way.
APN # 139-01-403-001

North Las Vegas, 89032
Industrial

KELVEGA LLC purchased 7,392 SF from
City National Bank for $755,000 or $102
PSF. The buyer was represented by Richard Luciani of Grubb & Ellis Las Vegas
and the seller was represented by Dan
Doherty, SIOR and Spencer Pinter of
Colliers International. The property is
located at 3529 Clayton.
APN # 139-08-701-021

Las Vegas, 89115
Industrial

Superior Products, LLC purchased
16,500 SF from LNV Corporation for
$1,150,000 or $70 PSF. The buyer was
represented by Xavier Wasiak of Grubb
& Ellis and the seller was represented by
Joe Leavitt and Chris Lexis of Lee & Associates. The property is located at 2965
Lincoln Rd.
APN # 140-18-615-005

Las Vegas, 89118
Industrial

Intermountain Lock & Security Supply
purchased 18,465 SF from Gran Traub for
$1,575,000 or $85 PSF. The buyer was represented by Curtis Sanders of NAI Las
Vegas and the seller was represented by
David Frear and Pat Marsh of Colliers International. The property is located 3910
Graphic Center Dr.
APN # 162-30-501-037

Las Vegas, 89119
Industrial

Nevada Realty Associates LLC purchased 7,981 SF in the 7 Series at Hughes
Airport Center from NV Pilot Road LLC
for $775,000 or $97 PSF. The seller was represented by Tyler Ecklund and Jeremy
Green of CB Richard Ellis. The property is
located at 740 Pilot Rd.
APN # 177-03-610-013

Las Vegas, 89120
Industrial

Richard Heller purchased 6,958 SF from
City National Bank for $315,000 or $45
PSF. The buyer was represented by Kendall Trotter of Platinum Real Estate Professionals and the seller was represented
by Dan Doherty, SIOR and Chris Lane of
Colliers International. The property is
located at 3650 E. Sunset Rd., Unit 110-115.
APN # 161-31-412-000

Carson City, 89701
Industrial

8668 Spring Mountain

Las Vegas, 89117
Industrial

Land Barron Properties LLC purchased 15,000 SF from First Southern
National Bank for $780,000 or $52 PSF.
The buyer was represented by L.M.
“Butch” Canfield of MDM Properties
Nevada. The seller was represented by
Dan Doherty, SIOR of Colliers International. The property is located at 8668
Spring Mountain Rd.
APN #163-17-515-025

American Wick Drain purchased a 119,910
SF building situated on 5.66 acres from
Pacific Capital Bank for $1,575,000 or $13
PSF. The buyer was represented by Dave
Simonsen, CCIM, SIOR and J. Michael
Hoeck, SIOR of NAI Alliance, along with
Bruce Robertson of Sperry Van Ness.
The seller was represented by Frank Gallagher, SIOR of Commercial Partners of
NV. The property is located at 2025 Kansas
St.
APN # 009-089-04

Las Vegas, 89107
Vacant Land

Dean and Gloria Smith purchased 0.51
acres from VAC LLC for $1,775,000 or $80
PSF. The buyer was represented by Denny
Welsand of Welsand & Associates and
the seller was represented by Jarrad Katz
of NAI Las Vegas. The property is located
at 3150 W. Charleston.
APN # 139-32-403-013

LEASES
Las Vegas, 89107
Office

Cannon Cochran Management Services, Inc. leased 9,516 SF from Rainbow
Business Center for $946,842 on a fiveyear lease. The tenant was represented
by Lizz Stilley and Tom Stilley of Colliers
International and the landlord was represented by Randy Broadhead, SIOR of CB
Richard Ellis. The property is located at
777 Rainbow Blvd. Reported monthly rent
is $1.66 PSF.

Las Vegas, 89120
Office

Discovery Charter School leased 6,553
SF from Anthony J Valvo for $272,670 on
a 64-month lease. The tenant was represented by Jim Murray of Coldwell Banker
Wardley and the landlord was represented by Dan Hubbard and Todd Manning
of Commerce CRG. The property is located at 3883 E. Mesa Vista Ave. Reported
monthly rent is $0.69 PSF.

Would you trust
your real estate
investments to
just anyone?
Partner with a Certified
Property Manager® (CPM®).
A CPM® has:

• Expertise on salvaging, maintaining,
re-shaping, and re-marketing your
real estate assets
• Pledged a commitment to the
highest ethical standards
• Proven experience in maximizing
returns in a struggling economic
climate

Upcomming Educational Offerings:

Asset Analysis Series:

Monday, November 7, 2011 – Friday November 11, 2011
Build your knowledge of financing and valuation of real
estate assets.

CAPSTONE Series:

Monday, December 5, 2011 – Friday, December 9, 2011
Quickly and efficiently complete the final steps needed
to earn your CPM designation by enrolling in the CPM
Capstone series.

To learn more and register, contact:
Denise Razo, IAE
IREM Las Vegas Chapter No. 99
(702) 878-0959 • www.lasvegasirem.org
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Las Vegas, 89135
Office

Lawyer’s Title of Nevada, Inc. leased
5,351 SF from Charleston Pavilion LLC for
$886,415 on a 66-month lease. The tenant
was represented by Michael Dunn, CCIM,
SIOR of Commerce CRG and the landlord
was represented by Bradley Peterson,
SIOR and Randy Broadhead, SIOR of CB
Richard Ellis. The property is located at
10801 W. Charleston, Suite 200. Reported
monthly rent is $2.60 PSF.

Henderson, 89014
Retail

Seasonal Magic, LLC subleased 10,018 SF
from Zappos.com, Inc. for $40,000 on a
one-month lease. The landlord was represented by Penny Medlovic and Christina
Strickland of CB Richard Ellis. The property is located at 601 Mall Ring Circle. Reported monthly rent is $3.99 PSF.

Las Vegas, 89147
Retail

Southwest Music Instruction leased
4,000 SF from Kikorian Enterprises LLC
for $293,064 on a five-year lease. The tenant was represented by Dan Hubbard
of Commerce CRG and the landlord was
represented by William Dunbar of Dunbar Commercial. The property is located
at 9340-9360 W. Flamingo Rd. Reported
monthly rent is $1.15 PSF.

Las Vegas, 89183
Retail

Nike Retail Services, Inc. leased 15,100
SF in the Silverado Ranch Plaza from Silverado Ranch Plaza, LLC – The Seligman
Group for $2,340,500 on a 10-year lease.
The landlord was represented by Scot
Marker of Colliers International. The
property is located at 9851 S. Eastern Ave.
Reported monthly rent is $1.29 PSF.

Henderson, 89011
Industrial

Sunshine Minting, Inc. leased 7,682 SF
in the Valley Freeway Centre from VFC III,
LLC for $153,569 on a three-year lease. Additionally, Elite Automotive, LLC leased
5,323 in the Valley Freeway Centre for
$52,800 on a 25-month lease. The landlord
was represented by Greg Pancirov and
Mike De Lew of Colliers International in
both transactions. The properties are located at 7725 Commercial Way, Suites 130
and 135 and 7665 Commercial Way, Suite G.
Reported monthly rents are $0.56 PSF and
$0.40 PSF, respectively.
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North Las Vegas, 89030
Industrial

Otis Spunkmeyer LLC leased 6,000
SF from SN Investment Properties,
LLC for $151,206 on a five-year lease.
The tenant was represented by Brett
Spitzer of NAI Global Corporate Solutions and Amy Ogden of NAI Las
Vegas assisted in the lease. The property is located at 2710 Losee Rd., Suite
4. Reported monthly rent is $0.42 PSF.

Henderson, 89074
Industrial

Broken Arrow Communications,
Inc. renewed their lease of 5,000 SF in
the AmPac Business Park from 1201
American Pacific, LLC for $74,916 on
a three-year lease. The landlord was
represented by Dan Doherty, SIOR of
Colliers International. The property
is located at 1201 American Pacific Dr.,
Suite C. Reported monthly rent is $0.42
PSF.

North Las Vegas, 89081
Industrial

Superior Linen, LLC leased 51,950 SF
from ProLogis NA3, LLC for $1,770,144
on a 125-month lease. The landlord was
represented by Dan Doherty, SIOR
and Suzette LaGrange of Colliers International. The property is located at
4501 Mitchell. Reported monthly rent
is $0.27 PSF.

Las Vegas, 89115
Industrial

Metals USA Building Products L
leased 42,240 SF from Prologis NA3,
LLC for $304,094 on a 29-month
lease. The tenant was represented by
Amy Ogden of Commerce CRG and
the landlord was represented by Dan
Doherty, SIOR of Colliers International. The property is located at 4601
E. Cheyenne Ave. Reported monthly
rent is $0.27 PSF.

Las Vegas, 89118
Industrial

Dormzy, Inc. leased 12,320 SF from
Harsch Investment Properties for
$349,205 on a 65-month lease. The
tenant was represented by Greg Tassi of CB Richard Ellis and the tenant
was represented by Jeremy Green
and Gabe Telles of CB Richard Ellis. The property is located at 5550
Cameron St. Reported monthly rent
is $0.44 PSF.

Las Vegas, 89118
Industrial

Preferred Laminations, Inc. leased 12,000
SF from Eastgroup Properties for $60,480
on a one-year lease. The landlord was represented by Greg Tassi of CB Richard Ellis.
The property is located at 5530 S. Arville St.
Reported monthly rent is $0.42 PSF.

Las Vegas, 89120
Industrial

Express Messenger Systems, Inc. leased
42,136 in the Arrowhead Commerce Center from KTR LV IV, LLC for $1,949,340 on
an 87-month lease. The tenant was represented by Susan Borst of Commerce
Real Estate Solutions. Additionally, Management Data Systems International
leased 17,380 SF in the center for $309,468
on a three-year lease. The tenant was
represented by Ryan Martin of Colliers
International. Finally, Pyramid Logistics Services, Inc. leased 21,670 SF in the
center for $491,730 on a 42-month lease.
The landlord was represented by Spencer
Pinter of Colliers International in all three
transactions. The properties are located at
6175 S. Sandhill Rd., Suite 300-600, 3650 E.
Post Rd., Suite B and 6180 S. Pearl St., Suite
F. Reported monthly rents are $0.57 PSF,
$0.49 PSF and $0.27 PSF, respectively.

Las Vegas, 89139
Industrial

Destiny Church leased 8,014 SF in the
Warm Spring Crossing Phase III from Diamond Warm Springs, LLC for $164,312 on
a 39-month lease. The tenant was represented by Kari Grove of Grove Development, Inc. and the landlord was represented by Greg Pancirov and Mike De Lew
of Colliers International. The property is
located at 7540 Dean Martin Dr., Suite 501.
Reported monthly rent is $0.53 PSF.

LOANS
Henderson, 89052
Retail

George Smith Partners has facilitated
the $18.5 million refinance of an Albertsons grocery-anchored retail property.
The property is 98 percent occupied. The
loan was done at a 70 percent loan-tovalue with seven-year, non-recourse debt
at a 4.75 percent fixed interest rate with 25
year amortization and step-down prepay.
The property is located at 10520 S. Eastern.
www.NevadaBusiness.com
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Retail Summary
Second Quarter 2011

RETAIL
TOTAL MARKET

L as Vegas

Total Square feet

51,421,016

13,057,174

5,210,014

2,321,420

Vacant Square Feet

Reno

10.1%

17.78%

New Construction

225,000

-

Net Absorption

369,744

541

$1.51

$1.62

Percent Vacant

Average Lease sf/mo (nnn)
Under Construction
Planned

186,295

179,000

3,970,480

161,400

18,313,154

2,621,383

1,261,743

417,536

6.9%

15.9%

POWER CENTERS

Las Vegas

Reno-Sparks

Retail vacancies moved downward to a level
not seen in more than two years. The market
recorded 369,700 square feet of positive net
absorption during the second quarter of 2011,
pushing the vacancy rate down to 10.1 percent, a decline of almost 0.4 percentage points
compared to the previous quarter (Q1 2011)
and down nearly 0.7 percentage points in the
same period of the prior year (Q2 2010). It is
worth noting that nearly half of the positive absorption during the quarter was sourced to the
opening of Tivoli Village, where the majority
of the 225,000-square-foot first phase was preleased.
Average asking rents have fallen for more
than three years, a trend that continued during the second quarter as they slid to $1.51 per
square foot per month, down 8.9 percent from
the $1.65 reported one year ago. Although the
vacancy rate has fallen from its 10.8-percent
peak reached one year ago, downward pressure
on pricing is expected to continue in the near
term, as approximately 5.2 million square feet
remain vacant. Average rents remain nearly 32
percent below peak levels experienced in the
first quarter of 2008.
By the end of the second quarter of 2011,
the retail market reported 51.4 million square
feet of inventory. Two projects in the southeast
submarket, which includes the City of Henderson, are actively under construction. Plans for
4.0 million square feet remain on the drawing
board. Planned space is inclusive of 1.3 million
square feet of space that stopped or delayed development due to recent economic conditions
and is not likely to resume in the near term.
The market’s ability to bring vacancy rates
back in line with long-run historical averages
over the next 12 to 24 months is highly suspect.
However, today’s operating environment will
be the basis from which future comparisons
will be measured. Many landlords will continue to operate as efficiently as possible as topline revenues remains under pressure.

The Reno/Sparks economic climate is
showing more consistent signs of improvement, perhaps indicating that the retail occupancy rates may be stabilizing, albeit at or near
historically low levels. The area had a slight
positive net absorption during the second quarter of 541 square feet, the fourth consecutive
quarter of positive net absorption. Although
the net absorption number is modest, it is moving in the right direction and staying positive.
The net absorption during the quarter can
be attributed to multiple smaller leases and
one larger lease. During the quarter, there were
30 businesses moving into shopping centers
consisting of 72,308 square feet while during the same period, 39 businesses moved out
consisting of 72,847 square feet. The trend is
that is consistently being seen is more individual businesses moving out of shopping centers
than moving in.
There was only one larger tenant leased
space this quarter. Planet Fitness opened an
18,559 square foot store in the Silver State
Shopping Center in Sparks. Other new tenants
that opened included Fitness for $10 and Jack’s
Café at the Longley West Shopping Center
and Soccer City in Shoppers Square. Tenants moving out included McHenry’s Pub and
Grill and Canyon Creek Grill and Bar in the
Sparks Crossing, Reno Iglasses in the Meadowood Court, Payless Shoes in the South Towne
Crossing, and Sundance Bookstore’s relocation out of the Keystone Square into a historic
house in downtown Reno. .
The line shop vacancy rate is hovering
around the record at 21.99%. The anchor
vacancy rate is now just shy of the record
at 14.82%, with the overall vacancy rate at
17.78%. While the continuation of these high
vacancy rates are causing financial pressures
for some landlords, it is creating opportunities for new businesses as landlords aggressively compete for the few tenants looking
for space.
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Total Square Feet
Vacant Square Feet
Percent Vacant

0

-

15,166

-11,641

$1.64

$1.66

0

0

2,228,668

161,400

13,270,432

5,349,255

1,518,351

1,152,869

New Construction
Net Absorption
Average Lease SF/MO (NNN)
Under Construction
Planned
COMMUNITY CENTERS
Total Square Feet
Vacant Square Feet

11.4%

21.6%

New Construction

225,000

-

Net Absorption

316,226

3,345

$1.52

$1.72

Percent Vacant

Average Lease SF/MO (NNN)

0

154,000

1,245,912

0

19,837,430

5,005,682

2,429,920

751,015

12.2%

15.0%

Under Construction
Planned
NEIGHBORHOOD CENTERS
Total Square Feet
Vacant Square Feet
Percent Vacant

0

-

38,352

8,837

New Construction
Net Absorption

$1.43

$1.49

Under Construction

186,295

25,000

Planned

495,900

0

Average Lease SF/MO (NNN)

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

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

Southern Nevada analysis and statistics compiled by
Applied Analysis, Northern Nevada analysis and statistics
compiled by NAI Alliance Reno

www.NevadaBusiness.com
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U

DATA

.S. real GDP grew at an annualized rate
of 1.0 percent during second quarter
2011, up somewhat from the revised
first quarter estimate of 0.4 percent.
Both figures are well below the revised
estimate of 2.3 percent annualized
growth for real GDP in fourth quarter 2010. According to the Bureau of Labor Statistics (BLS)
establishment survey, U.S. nonfarm employment
held steady in August. The U.S. unemployment rate
also held steady at 9.1 percent in August. With no
improvement in labor market conditions and rising
inflation, consumer confidence slid downward in
August. Sales of existing homes slipped in July, and
sales of new homes fell in July for the third straight
month. Real personal consumption spending ticked
upward in July, while real retail sales slipped downward.
Nevada’s economy continues to show mixed
signs. Visitor volume was up in July compared to a
year earlier, and gaming revenues were 3.7 higher in
July than a year ago. Taxable sales in June were up
by a robust 9.0 percent above a year earlier. From
June to July, Nevada saw the loss of 8,800 jobs (0.8
percent), and the unemployment rate rose from
13.5 percent to 13.7 percent.
The pace of economic activity in Clark County
remains uneven. Compared to a year earlier, visitor
volume was up by 3.7 percent in July. In the same
month, gaming revenues were 3.2 percent above
a year earlier on the basis of increased baccarat
and slot machine play. Taxable sales for June were
8.1 percent above those for the same month a year
earlier. Residential construction permits fell sharply
in July and remain at historically low levels. Commercial construction permits held steady at very
low levels. Although employment in some sectors
rose in July, total employment in the Las Vegas metropolitan area fell by 5,800 jobs. he unemployment
rate rose from 13.8 percent to 14.0 percent.
Washoe County’s economic conditions also
remain uneven. Compared to a year earlier, July
visitor volume was up by 0.8 percent, and gaming
was up by 1.4 percent. Residential and commercial
construction permits both rose in July—commercial
permits decidedly so. Reno-Sparks employment
fell by 1,700 jobs in July. Most sectors saw employment losses. Construction and professional and
business services held steady. Natural resources
and mining, and leisure and hospitality saw small
gains. The unemployment rate rose from 12.9 percent to 13.0 percent.
Although the U.S. economy was particularly
weak during the first half of 2011, Nevada’s tourism,
hospitality and gaming industries showed considerable gains. That segment of the Nevada economy
is likely to show continued improvement. Nevada’s
real estate and construction sectors are near or at
bottom, and may contribute to growth in 2012.
Professor Stephen P. A. Brown, PhD
UNLV Center for Business and Economic Research

Nevada

DATE

UNITS

LATEST

PREVIOUS

YEAR AGO

GROWTH
RECENT YEAR AGO

COMMENTS

Employment

2011M7

000 employees

1,110.6

1,119.4

1,115.6

-0.8%

-0.4%

Economic Weakness

Unemployment Rate*

2011M7

%, NSA

13.7

13.5

15.2

0.2%

-1.5%

Seasonal Fluctuation

Taxable Sales

2011M6

$billion

3.629

3.361

3.331

8.0%

9.0%

Up Strong

Gaming Revenue

2011M7

$million

860.09

885.75

829.68

-2.9%

3.7%

Up Year Ago

Passengers

2011M7

passengers

4.114

3.998

3.947

2.9%

4.2%

Up

Gasoline Sales

2011M6

million gallons

92.57

90.71

94.02

2.0%

-1.5%

Price Effects

Visitor Volume

2011M7

million visitors

4.411

4.207

4.268

4.8%

3.4%

Continued Improvement

Employment

2011M7

000 employees

795.8

801.6

798.9

-0.7%

-0.4%

Economic Weakness

Unemployment Rate*

2011M7

%, NSA

14.0

13.8

15.7

0.2%

-1.7%

Seasonal Fluctuation

Taxable Sales

2011M6

$billion

2.622

2.467

2.427

6.3%

8.1%

Up Strong

Gaming Revenue

2011M7

$million

715.53

767.72

693.40

-6.8%

3.2%

Up Year Ago

Residential Permits

2011M7

units permitted

293

959

397

-69.4%

-26.2%

Very Low and Sliding

Commercial Permits

2011M7

permits

19

19

13

0.0%

46.2%

Very Low

Passengers

2011M7

million persons

3.746

3.651

3.575

2.6%

4.8%

Up

Gasoline Sales

2011M6

million gallons

62.51

62.24

63.07

0.4%

-0.9%

Price Effects

Visitor Volume

2011M7

million visitors

3.777

3.600

3.644

4.9%

3.7%

Continued Improvement

Employment **

2011M7

000 employees

186.4

188.1

191.0

-0.9%

-2.4%

Economic Weakness

Unemployment Rate*

2011M7

%, NSA

13.0

12.9

14.2

0.1%

-1.2%

Seasonal Fluctuation

Taxable Sales

2011M6

$billion

0.483

0.442

0.473

9.1%

1.9%

Up

Gaming Revenue

2011M7

$million

70.70

62.26

69.73

13.6%

1.4%

Up

Residential Permits

2011M7

units permitted

51

41

39

24.4%

30.8%

Up

Commercial Permits

2011M7

permits

25

14

8

78.6%

212.5%

Up

Passengers

2011M7

million persons

0.365

0.343

0.368

6.4%

-0.9%

Down Year Ago

Gasoline Sales

2011M6

million gallons

14.43

13.96

14.90

3.3%

-3.2%

Price Effects

Visitor Volume

2011M7

million visitors

0.424

0.407

0.421

4.2%

0.8%

Recent Improvement

Employment

2011M8

million, SA

131.132

131.132

129.873

0.0%

1.0%

Flat

Unemployment Rate

2011M8

%, SA

9.1

9.1

9.6

0.0%

-0.5%

Stalled

Consumer Price Index

2011M8

82-84=100, NSA

226.3

225.4

218.1

0.4%

3.8%

Food and Energy Costs

Core CPI

2011M8

82-84=100, NSA

226.0

225.5

221.7

0.2%

2.0%

Rising

Employment Cost Index

2011Q2

89.06=100, SA

113.8

113.2

111.9

0.5%

1.7%

Up Slightly

Productivity Index

2011Q2

2005=100, SA

110.2

110.4

109.6

-0.1%

0.6%

Stalled

Retail Sales Growth

2011M8

$billion, SA

389.502

389.338

363.481

0.0%

7.2%

Recently Unchanged

Auto and Truck Sales

2011M8

million, SA

12.10

12.20

11.52

-0.9%

5.0%

Mixed

Housing Starts

2011M7

million, SA

0.604

0.613

0.550

-1.5%

9.8%

Down Recently

Real GDP Growth***

2011Q2

2000$billion, SA

13,260.5

13,227.9

13,058.5

1.0%

1.5%

Still Weak

U.S. Dollar

2011M8

97.01=100

95.152

94.618

102.486

0.6%

-7.2%

Recently Unchanged

Trade Balance

2011M7

$billion, SA

-44.808

-51.570

-41.564

-13.1%

7.8%

Recent Improvement

S and P 500

2011M8

monthly close

1,218.89

1,292.28

1,049.33

-5.7%

16.2%

Recent Declines

Real Short-term Rates*

2011M8

%, NSA

-3.48

-3.36

-2.54

-0.1%

-0.8%

Still Negative

Treasury Yield Spread

2011M8

%, NSA

2.28

2.96

2.54

-23.0%

-10.2%

Narrowing

Clark County

Washoe County

United States

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

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

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

People

What do you love most about Nevada?
“I enjoy the vastness of the
outdoors in Nevada. Once
you leave city, you can
explore and find things you
never would expect. The
desert and mountains are
spectacular. There is also a
spirit in Nevada that inspires
adventure, opportunities and
energy regardless of the current
economy.”

“Nevada’s tremendous potential for
growth. Defining the opportunities
to rebound from the recession, and
developing a specific course of
action are the keys to realizing that
potential. Nevada needs to move
beyond old economic development
paradigms and embrace a new
economic diversification structure
with a commitment to innovation
and leadership.”
Ross Miller • Nevada Secretary of State

“The small size of our state
allows for personal access to key
decision-makers. You can make
a difference if you choose to be
involved.”

Scott Muelrath • Executive Director, Henderson Chamber of Commerce

“The community here is
fantastically open to new people,
perhaps because so many of us
are relatively recent transplants.
On a professional level, this
means that new insights,
perspectives, and abilities can
be immediately integrated into
finding solutions. Personally, it
made this move easier than any
of my previous relocations.”
Kevin Cloud • Executive Director, Alexander Dawson Foundation Center
for Excellence in Teaching and Learning
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Nick Alicastro • Vice President of Business Development,
Western National Property Management

“Nevada has not lost its pioneering
spirit. We are embarking on some
very dramatic initiatives toward
diversification of our economy,
exploiting the new and different
‘economic engines’ that will
provide career opportunities for
our children and grandchildren.
Secondly, access to our political
leaders is second-to-none when
compared to any other state.”
Frank Woodbeck • Director, Department of Employment, Training and Rehabilitation

“I love that we have so much
variety. We have great hiking
in beautiful scenic places like
Red Rock and Mt. Charleston
yet, we also have some of the
country’s best restaurants at
our fingertips.”

Nadin Cutter, Esq. • Owner/Partner, Cutter Law Firm

www.NevadaBusiness.com

Anthem Blue Cross and Blue Shield.
Plans with 100% preventive care
for your employees.

Offering your employees a plan with 100% preventive care coverage means
they can give 100% too. From annual checkups to flu shots and other preventive
care services like well-child visits and immunizations. All at no extra cost to your
employees. So they stay healthy. And your business does too.

Learn more about what Anthem Blue Cross and Blue Shield
has to offer at anthem.com/connects2

Life and Disability products underwritten by Anthem Life Insurance Company. Anthem Blue Cross and Blue Shield is the trade name of: In Colorado: Rocky Mountain Hospital and Medical Service, Inc. HMO products underwritten by HMO Colorado,
Inc. In Connecticut: Anthem Health Plans, Inc. In Indiana: Anthem Insurance Companies, Inc. In Kentucky: Anthem Health Plans of Kentucky, Inc. In Maine: Anthem Health Plans of Maine, Inc. In Missouri (excluding 30 counties in the Kansas City area):
RightCHOICE® Managed Care, Inc. (RIT), Healthy Alliance® Life Insurance Company (HALIC), and HMO Missouri, Inc. RIT and certain affiliates administer non-HMO benefits underwritten by HALIC and HMO benefits underwritten by HMO Missouri, Inc.
RIT and certain affiliates only provide administrative services for self-funded plans and do not underwrite benefits. In Nevada: Rocky Mountain Hospital and Medical Service, Inc. HMO products underwritten by HMO Colorado, Inc., dba HMO Nevada.
In New Hampshire: Anthem Health Plans of New Hampshire, Inc. In Ohio: Community Insurance Company. In Virginia: Anthem Health Plans of Virginia, Inc. trades as Anthem Blue Cross and Blue Shield in Virginia, and its service area is all of Virginia
except for the City of Fairfax, the Town of Vienna, and the area east of State Route 123. In Wisconsin: Blue Cross Blue Shield of Wisconsin (BCBSWi), which underwrites or administers the PPO and indemnity policies; Compcare Health Services
Insurance Corporation (Compcare), which underwrites or administers the HMO policies; and Compcare and BCBSWi collectively, which underwrite or administer the POS policies. Independent licensees of the Blue Cross and Blue Shield Association.
® ANTHEM is a registered trademark of Anthem Insurance Companies, Inc. The Blue Cross and Blue Shield names and symbols are registered marks of the Blue Cross and Blue Shield Association.

Carrie used her degree to
transform an at-risk school.
what would you do with a degree?
Carrie Buck, Class of 1999
Elementary School Principal
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