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The Commentary

	 When	we	think	we’ve	seen	it	all,	we	get	delivered	another	whammy!	Do	you	remem-
ber	all	the	commercials	and	reasons	to	defeat	the	ballot	question	seeking	Nevadan’s	
approval	for	a	Margin	Tax?	How	can	we	so	soon	forget	the	barrage	of	commercials	
and	editorials	aimed	at	defeating	that	measure?		Heck,	I	wrote	some	of	them	myself.	
Fortunately,	the	measure	was	overwhelmingly	defeated…	oops,	I	spoke	to	soon.	If	you	
haven’t	heard	or	read	about	it,	our	Governor	plans	to	resurrect	a	version	with	some	real	
teeth	attached	to	it.
	 Similiar	to	reasons	Nevadans	were	compelled	to	consider	a	gross	Margin	Tax,	this	
new	plan	is	being	touted	as	a	funding	mechanism	for	Nevada’s	schools.	The	differ-
ence,	however,	is	that,	along	with	the	Governor,	certain	Republicans	(so-called	pro-
business	and	conservative	folks)	are	now	drinking	the	liberal	Kool-aid.	
	 How	is	this	new	plan	different?	Sadly,	I	haven’t	seen	any	change	in	this	revamped	tax	
other	than	a	rebranding	of	the	name	and	a	few	new	authors.	It	 is	simple;	 it’s	a	“Tax	and	
Spend”	plan	that	doesn’t	make	any	more	sense	than	the	last	one.	Don’t	misunderstand,	I’m	
neither	anti-tax	nor	anti-education.	I’m	for	taxation	and	education	that	make	good	sense.	
	 It’s	only	rational;	you	don’t	build	on	a	faulty	foundation.	Have	you	never	heard	that	
a	foolish	man	builds	his	house	on	sand?		The	fact	is	our	Nevada	Education	System	has	
failed.	We	don’t	need	to	continue	to	add	to	a	failed	foundation;	we	need	to	demolish	it	
and	start	over.	One	ray	of	light	is	that	our	Governor	is	a	big	fan	of	charter	schools	and	
the	success	they	are	achieving.	What	is	a	Charter	School?	I	see	several	definitions	out	
there,	but	the	following	pretty	well	summarizes	them	all:	“Charter	Schools	are	inde-
pendent	public	schools	that	are	allowed	to	be	more	innovative	and	are	held	account-
able	for	improved	student	achievement.”	For	the	most	part,	these	Charter	Schools	are	
owned	by	independent	business	people	that	are	running	a	business	for	profit.	Every	
business	person	should	understand	the	basics	of	business	from	the	get-go,	take	care	
of	the	customer	and	the	customer	will	take	care	of	you.	Compete,	perform	and	profit	
from	your	effort…	or	you	shouldn’t	be	in	business.	I	think	that	sums	it	up,	the	govern-
ment	should	not	be	in	business;	they	don’t	have	the	experience	or	motivation	to	know	
how	a	business	works.	And,	they	often	want	to	play	at	business	with	other	people’s	
money.	If	it	doesn’t	work,	oh	well,	they	tried.	Meanwhile,	that	cavalier	attitude	can	tax	
some	of	our	businesses	out	of	existence.	
	 I	do	need	to	give	the	Governor	recognition	for	some	of	his	ideas.	He	has	said	that	
they	will	have	in	place	and	require	accountability	for	any	monies	spent	on	the	educa-
tion	system	and	indicated	that	he	would	make	steps	to	curtail	collective	bargaining.	
Honestly	though,	what	does	that	mean,	especially	when	you	consider	that	the	founda-
tion	is	flawed?	The	foundation	of	this	plan	supposes	that	throwing	more	money	at	it	
can	fix	a	failed	institution.
	 Governor	and	Legislators,	bring	us	an	all	new	Nevada	education	plan.	Use	what	is	
working	now	and	tear	down	everything	that	is	failing.	The	Nevada	business	community	
loves	our	state	and	stands	ready	to	help.	However,	throwing	good	money	after	bad	
doesn’t	make	any	sense.
	 Business	person,	contact	the	Governor	and	Legislators.	Let	them	know	that	you	don’t	
want	this	NEW	Margin	Tax!	It’s	time	to	break	the	stranglehold	that	the	education	establish-
ment	has	on	our	school	systems	and	state.	Throw	out	the	old	ideas	and	move	on	to	proven	
programs	that	will	help	our	children	learn	and	help	Nevada	improve	in	national	rankings	
and	give	businesses	just	now	rebounding	from	the	recession	an	opportunity	to	succeed	
without	over-taxation.

By Whose Authority?
For more information on my Commentary and to see some of my backup research, or 
if you wonder why I take the position I take, go to www.LyleBrennan.com.
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BANKING
IN   NEVADA

THIS	year,	Las	Vegas-based	Ear	Nose	&	Throat	Consultants	of	Nevada	obtained	fi-
nancing	from	City	National	Bank	for	ground-up	construction	of	a	13,000-square-foot	

surgery	center.	This	is	one	of	many	Silver	State	businesses	contributing	to	increased	

demand	for	banking	services.	

	 “Businesses	cannot	ignore	the	need	for	growth	now,”	said	John	Wilcox,	the	Ne-

vada	regional	executive	at	City	National	Bank.	“We’re	seeing	businesses	that	were	

hunkered	down	two	to	three	years	ago	looking	for	financing	to	grow	their	businesses,	

expand	 their	 franchises	and	 take	advantage	of	opportunities	 in	 the	market.	That’s	

good	for	them,	that’s	good	for	the	economy	overall	and	that’s	good	for	banks.”	

BEGINNING
TO FLOURISH
By Doresa Banning
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	 Today’s	banking	industry	in	Nevada	looks	

different	from	the	industry	five	ago.	For	start-

ers,	 fewer	players	 exist.	 The	Nevada	Bank-

ers	Association	(NBA)	has	28	members	that	

represent	small,	 regional	and	large	financial	

institutions,	 including	 industrial	 lending	cor-

porations	such	as	Toyota	Financial	Savings	

Bank	 and	 Eaglemark	 Savings	 Bank,	 with	

branches	in	Nevada.	This	is	a	42	percent	de-

crease	from	the	NBA’s	48	members	in	2010.	

This	drop	is	a	result	of	mergers,	acquisitions	

and	banks	simply	going	out	of	business	due	

to	unsustainable	margins.	Most	banks	gener-

ate	revenue	on	loan	interest	income	and	fees.	

When	not	lending,	they	may	only	invest	their	

deposits	 in	federal	 funds,	which	is	a	 limited	

opportunity.	The	tough	economy,	decline	 in	

borrowing	and	low	interest	rates	have	shrunk	

that	 revenue,	making	 the	market	 extremely	

competitive.	No	new	banks	are	opening	ei-

ther.		

	 “Most	of	the	banks	that	survived	were	very	

strong,	had	a	lot	of	capital,	a	lot	of	money	to	

lend	and	were	really	focused	on	getting	back	

to	the	business	of	banking,”	said	Terry	Shirey,	

the	 president	 and	 chief	 operating	 officer	 of	

Nevada	State	Bank.	 “In	many	ways,	 it’s	 still	

like	that.”

	 The	NBA	serves	as	an	advocate	to	bank-

ing	 industry	 professionals	 serving	 Nevada	

and	a	resource	to	banks,	partners,	commu-

nities	and	policymakers.	It	strives	to	create	an	

environment	where	its	members	can	deliver	

the	best	financial	services,	ones	that	support	

a	healthy	economy	and	help	create	jobs,	said	

Phyllis	Gurgevich,	NBA’s	president	and	CEO.	

	 Gurgevich	and	the	board	of	directors	have	

determined	a	new	direction	 for	NBA—to	be	

a	 one-stop	 shop	 resource	 for	 the	 banking	

industry.	 Accordingly,	 they’re	 rebranding	 it	

with	a	new	 look	 that	better	 reflects	 its	new	

mission,	 vision	 and	 values	 and	working	 on	

enhancing	online	resources	for	its	members,	

lawmakers	and	the	public.	They’ve	contract-

ed	 with	 Porter	 Gordon	 Silver	 Communica-

tions	 for	 legislative	 representation	 and	 are	

seeking	 partnerships	 with	 other	 groups	 to	

deliver	financial	literacy	training.	

	 “We’ve	 already	 increased	 our	 member-

ship,	 and	 the	 value	 of	 diversity	 among	 our	

members	 can’t	 be	 overstated,”	 Gurgevich	

said	 about	 progress	 made	 since	 July	 2014	

when	she	took	over	as	the	head.

Sector Trends
	 Nevada’s	 banks	 have	 abundant	 capital	

and	want	to	lend	it.	Lending	activity	continues	

to	rise,	a	major	change	from	five	to	six	years	

ago	when	it	was	stagnant.	More	potential	bor-

rowers	are	thinking	about	financing,	and	loan	

demand	has	returned.

	 “If	you	were	looking	for	any	kind	of	theme,	

I	would	say	it’s	optimism	supported	by	enthu-

siasm,”	said	Kirk	Clausen,	the	regional	presi-

dent	of	Wells	Fargo	in	Nevada.	“There	is	some	

excitement	out	there	again.	It’s	just	starting	to	

bubble	up	again.	I	can	feel	it.”	

	 During	2014,	Bank	of	Nevada	funded	an	

estimated	$500	million	in	loans,	a	combina-

tion	of	new	and,	more	often,	renewal	loans,	

said	John	Guedry,	the	bank’s	CEO.	The	ma-

jority	were	commercial	loans	for	equipment,	

lines	 of	 credit	 for	 operating	 expenses	 and	

loans	for	financing	or	purchasing	buildings.	

However,	more	lending	is	taking	place	at	the	

bank’s	California	and	Arizona	affiliates	than	

at	its	Nevada	locations,	Guedry	added.	Bank	

of	Nevada,	a	division	of	Phoenix-headquar-

tered	Western	 Alliance	 Bank,	 serves	 com-

mercial	clients	in	Southern	Nevada	and	has	

$2.7	billion	in	deposits,	$1.35	billion	in	loans	

and	11	branches.	

	 Clark	 Wood,	 market	 president	 of	 U.S.	

Bank’s	gaming	practice	and	Southern	Ne-

vada	 commercial	 lending,	 described	 loan	

growth	as	 “stable,	not	 vibrant”	and	noted	

seeing	 among	 small	 businesses	 today	

more	optimism	in	general,	greater	comfort	

around	 borrowing	 and	 slightly	 increased	

usage	of	their	credit	 facilities.	U.S.	Bank’s	

customers	are	individuals,	businesses	and,	

as	its	specialty,	gaming	companies	nation-

wide.	 The	 bank	 has	 103	 branches	 state-

wide,	73	in	Southern	Nevada.

	 “[Growth	is	moving]	steadily	for	gaming	

companies	that	are	both	based	in	Southern	

Nevada	and	more	broadly	across	the	coun-

try,	their	balance	sheets	and	their	profitabil-

ity	are	improving,”	Wood	said.	“That	makes	

for	a	more	positive	lending	environment.”

	 Nevada	State	Bank’s	 lending	 generally	

consists	of	loans	to	businesses	wanting	to	

buy	their	location;	to	a	lesser	extent,	loans	

for	business	expansion	and	debt	refinanc-

ing,	 Shirey	 said.	 He’s	 noted	 an	 uptick	 in	

demand	for	home	mortgages.	The	commu-

nity	bank	has	$4	billion	in	total	assets,	$2.4	

billion	of	that	in	loans.	Offering	services	to	

small	businesses	and	consumers,	it	has	50	

branches	statewide,	35	in	the	south,	and	is	

a	subsidiary	of	Salt	Lake	City-based	Zions	

Bancorporation.

	 City	National	Bank	is	providing	loans	for	

commercial	 real	 estate	 purchases,	 busi-

ness	lines	of	credit	and	equipment	financ-

ing,	 business	 leasing	 and	 home	 equity	

loans,	Wilcox	said.	Demand	for	funding	for	

discretionary	purposes,	which	hasn’t	been	

seen	in	four	to	five	years,	is	coming	back—

financing	for	computer	and	phone	systems	

and	 facility	 improvements	 and	 upgrades,	

for	instance.	With	a	focus	on	business	and	

private	banking,	City	National	has	eight	Ne-

vada	locations,	five	in	Las	Vegas.	A	wholly	

owned	subsidiary	of	the	global,	$32	billion	

City	National	Corp.,	 it	 also	 offers	 interna-

tional	banking.

	 “The	move	 to	owner-occupied	 real	 es-

tate	is	big	and	growing	in	momentum,”	Wil-

cox	added.

Kirk

Clausen
Wells Fargo

Phyllis

Gurgevich
Nevada Bankers Association

http://www.nvbankers.org/
http://www.nvbankers.org/
http://www.toyotafinancialdealerbanking.com/
http://www.toyotafinancialdealerbanking.com/
http://www.eaglemark.com/
http://portergs.com/
http://portergs.com/
https://www.wellsfargo.com/
http://www.bankofnevada.com/
http://www.bankofnevada.com/
http://www.westernalliancebancorp.com/
https://www.usbank.com/index.html
https://www.usbank.com/index.html
https://www.nsbank.com/
http://www.zionsbancorporation.com/
http://www.zionsbancorporation.com/
http://www.nevadabusiness.com/?utm_source=PDF&utm_medium=PDF&utm_campaign=PDF%20PDF%20February%202015
http://www.nevadabusiness.com/2015/02/banking-nevada-beginning-flourish/?utm_source=PDF&utm_medium=PDF&utm_campaign=PDF%20PDF%20February%202015
http://www.nevadabusiness.com/2015/02/banking-nevada-beginning-flourish/?utm_source=PDF&utm_medium=PDF&utm_campaign=PDF%20PDF%20February%202015


9FEBRUARY 2015   NEVADA BUSINESS MAGAZINE

   Cover Story
	 Wells	Fargo,	too,	is	fielding	inquires	around	

moderate-sized	real	estate	projects	and	is	fi-

nancing	businesses	for	expansion,	acquisition	

and	development,	Clausen	said.	 In	 terms	of	

retail	financing,	it’s	consistent	and	increasing	

in	all	categories	but	not	at	the	desired	pace.	

The	 bank,	 providing	 personal	 and	 business	

services,	holds	$17	billion	in	deposits	and	has	

118	branches	 in	 the	Nevada	 footprint,	which	

encompasses	some	locations	in	Truckee	and	

Lake	Tahoe	in	Northern	California.

	 Although	on	the	upswing,	lending	levels	

throughout	 the	 industry	 still	 remain	 light	

compared	 to,	 say,	 pre-recession	 2007.	

Slow	 economic	 growth,	 in	 general,	 is	 to	

blame.	 Many	 potential	 borrowers	 remain	

hesitant	to	take	the	step.	

	 The	 number	 of	 qualified	 borrowers	 to-

day	 is	better	 than	 in	 recent	 years	but	 still	

insufficient.	Despite	cutting	expenses	and	

building	 up	 liquidity,	 overall	 strengthening	

of	 their	 balance	 sheets,	 during	 the	down-

turn,	 many	 potential	 borrowers’	 financial	

situations	 remain	 negatively	 impacted	 by	

the	 economic	 downturn	 and	 recession.	

Further,	some	prospective	borrowers	don’t	

qualify	under	the	newer	federal	regulations	

and	restrictions	whereas	they	would’ve	pri-

or	to	the	rules’	initiation.

	 “Every	 bank	 out	 there	 is	 looking	 for	

those	 same	 qualified	 borrowers,”	 Wilcox	

said.	 “Every	 time	 there’s	 a	 qualified	 bor-

rower,	 there	 are	 probably	 about	 six	 of	 us	

up	for	a	date	with	that	borrower,	which	is	a	

good	thing	for	the	borrower.”

Challenges for Banks
	 Banks	 are	 struggling	with	 the	 environ-

ment	of	 low	 interest	 rates	and	only	 incre-

mental	growth,	making	it	difficult	 for	them	

to	increase	business	when	they’re	all	com-

peting	in	a	limited	market,	Shirey	said.	Fed-

eral	 Reserve	 Chairman	 Janet	 Yellen	 may	

raise	 interest	 rates	 this	 year,	which	would	

help	Nevada’s	banks	that	have	excess	de-

posits,	but	only	to	a	degree.	

	 “Everybody	wants,	in	this	day	and	age,	

immediate	 results	 and	 robust	 recovery,”	

Wood	 said.	 “The	 biggest	 challenge	 is	 to	

remain	focused	and	continue	running	your	

business	 the	way	you	know	how	and	set-

ting	expectations	appropriately	for	contin-

ued	slow	and	steady	recovery.”

	 Continuing	to	deal	with	tightened	regu-

lations,	 existing	 and	 prospective,	 is	 an	

ongoing	burden	 for	banks.	Though	Dodd-

Frank	was	signed	into	law	in	2010,	interpre-

tations	of	its	240-plus	rules	continue	to	be	

made.	Guedry	said	he	expects	it	will	be	an-

other	five	years	before	all	those	rules	are	fi-

nalized	and	their	full	effects	are	realized.	In	

the	meantime,	banks	must	absorb	the	im-

pact	 of	 any	 regulatory	 changes,	 including	

the	expense	of	 implementing	 them,	which	

is	more	difficult	for	smaller	institutions	due	

to	their	size.

	 “We	 are	 working	 through	 regulations	

that	exist	but	aren’t	fully	understood	or	de-

fined	yet,”	Clausen	said.

http://www.usbank.com/sba
http://www.nevadabusiness.com/2015/02/banking-nevada-beginning-flourish/?utm_source=PDF&utm_medium=PDF&utm_campaign=PDF%20PDF%20February%202015
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	 At	 the	state	 level,	 an	array	of	 issues	 is	

prominent	among	the	banking	community.	

One	involves	clarification	of	rules	concern-

ing	notifications	and	processing	of	home-

owners	 association	 priority	 liens.	 Clarifi-

cation	of	some	of	 the	 language	 in	AB273,	

which	 revised	 provisions	 relating	 to	 the	

foreclosure	 mediation	 program,	 related	

to	 anti-deficiency	 issues	 and	 commercial	

lending	is	another.	A	third	is	raising	the	cap	

on	estate	value,	the	cutoff	at	which	probate	

becomes	 required,	 allowing	 fewer	 people	

to	have	to	go	through	that	process.	

	 “With	 the	 composition	 of	 the	 Nevada	

legislature	 dramatically	 changed,	 2015	

promises	to	be	a	busy	and	interesting	ses-

sion,”	Gurgevich	said.	

	 Now,	 following	 the	 failure	 of	 the	 2014	

Margin	 Tax	 Initiative	 and	with	 the	 state’s	

budget	shortfall,	the	potential	for	new	tax-

es	 is	 high	 and	 on	 the	 banking	 industry’s	

radar.

	 “We	will	be	hoping	for	a	solid	program	

with	accountability	 that	we	can	support	

and	 the	 fair	 treatment	 of	 banks,”	 she	

added.

	 Another	 challenge	 is	 the	 shortage	 of	

talented,	 experienced	 bankers,	 a	 reversal	

from	pre-recession	days.	Something	has	to	

change	to	avoid	a	crisis,	Wilcox	said.

	 “As	an	 industry	we’re	going	 to	have	 to	

ask	 ourselves	 what	 we	 need	 to	 change	

to	 make	 ourselves	 more	 attractive	 to	 the	

younger	generation	and	help	 them	under-

stand	that	banking	 is	a	great	career,”	Wil-

cox	added.

	 Challenges	 for	banks	are	continuing	 to	

provide	 the	 latest	 technological	 products	

as	 well	 as	 balancing	 their	 technology-

based	 and	 in-person	 offerings,	 Wilcox	

said.	Banks,	too,	are	striving	to	understand	

the	buying	patterns,	needs	and	desires	of	

the	new	generation	and	delivering	products	

and	services	in	ways	that	appeal	to	them.

	 “You’re	 seeing	 generationally	 different	

connections	 to	 the	bank,	different	access	

to	 the	bank,”	Clausen	said.	“What’s	 ironic	

about	 it	 is	our	 teller	 transactions	continue	

to	climb,	but	at	 the	same	 time	we’re	see-

ing	this	increased	usage	of	online	banking	

and	so	many	other	points	of	entry	into	the	

bank.”

	 Because	people	have	more	information	

and	 technology	 available	 to	 them,	 banks	

must	 work	 to	 remain	 competitive	 in	 how	

they	interact	with	existing	and	prospective	

customers.	

What Customers
Can Expect
	 Nevada’s	banks	will	continue	to	make	

changes	 this	 year	 to	 better	 serve	 their	

customers.	

	 Bank	of	Nevada	plans	to	roll	out	mobile	

capabilities	for	its	customers	and	continue	

business	as	usual,	Guedry	said.	

	 “We’re	 all	 actively	 trying	 to	 meet	 the	

needs	 of	 the	 market,	 be	 engaged	 in	 the	

community,	understand	where	 it’s	headed	

and	be	there	to	service	needs,”	he	added.

	 Nevada	State	Bank	aims	to	continue	fo-

cusing	on	increasing	its	market	share	when	

it	comes	to	mortgage	lending,	Shirey	said.	

It	 will	 debut	 a	 new	 credit	 card	 targeting	

high	net	worth	individuals	and	open	a	new	

branch	in	Las	Vegas.		

	 Wells	Fargo,	which	is	continuing	to	hire	

employees,	 will	 work	 to	 increase	 market	

share	and	small	business	product	 innova-

tion,	Clausen	said.	It	will	continue	educat-

ing	customers	that	they	can,	with	a	banker,	

create	 a	 college	 payment,	 retirement	 or	

other	plan.

	 “These	services,	were	only	available	at	

either	a	very	high	cost	or	very	exclusively	to	

affluent	or	highly	affluent	folks	at	one	time,”	

Clausen	said.	“Today	they	are	available	to	

just	about	anybody	and	everybody.”

	 City	 National	 Bank	 will	 launch	 some	

enhancements	 to	 its	 online	 capabilities.	

It	 will	 keep	 tackling	 cyberfraud	 with	 fur-

ther	 investment	 in	 safeguarding	 technol-

Do you plan on taking out a business loan in 2015?

A MATTER OF OPINION: READER’S POLL

“It’s	the	last	chance	to	

get	a	low	interest	loan,	

the	banks	have	plenty	of	

money	to	loan,	and	terms	

are	wonderful.”	

Shelli Lowe,
Managing Director,
Integra Realty Resources

“No,	but	it	is	a	great	time

to	borrow	if	a	compelling

business	idea	arises.”	

Mike Mixer,
Executive Managing
Director, Colliers
International

15.09%
Maybe

67.92%
No

16.98%
Yes

http://www.nevadabusiness.com/?utm_source=PDF&utm_medium=PDF&utm_campaign=PDF%20PDF%20February%202015
http://www.nevadabusiness.com/2015/02/banking-nevada-beginning-flourish/?utm_source=PDF&utm_medium=PDF&utm_campaign=PDF%20PDF%20February%202015
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ogy	and	educational	events	for	clients	and	

prospects.	It	will	make	a	renewed	effort	to	

highlight	its	international	banking	and	get	in	

front	of	more	people.

	 U.S.	 Bank’s	 efforts	 will	 center	 on	 re-

maining	 close	 to	 current	 clients	 and	 their	

needs	and	staying	 focused	on	 the	flow	of	

new	prospects,	Wood	said.	

A Look Ahead
	 In	2015	the	banking	industry	should	un-

dergo	 continued	 modest	 growth	 against	

a	backdrop	of	 an	 improving	economy,	 ex-

perts	 say.	Commercial	 real	 estate	 is	 pick-

ing	up.	With	increased	business	optimism,	

some	organizations	are	considering	financ-

ing	 for	expanding,	buying	 their	building	or	

other	activities.	Out-of-state	companies	are	

relocating	to	Nevada	at	a	steady	pace,	con-

sumer	confidence	is	growing	and	first-time	

homebuyers	 are	 returning	 to	 the	 market.	

Interest	rates	could	rise,	which	would	posi-

tively	 impact	 banks	 and	 depositors	 who	

have	 investments	 in	 retirement	 products.	

Bankers	will	 continue	 to	 seek	out	and	 im-

plement	what’s	next	as	customer	expecta-

tions	change	in	concert	with	technological	

advances.

	 “Things	 are	 significantly	 better	 in	 Ne-

vada	than	they’ve	been	for	quite	some	time,	

and	I	expect	it	to	get	better,”	Wilcox	said.

	 Shirey	added	that	the	economy	“is	cer-

tainly	growing	and	 there	are	a	 lot	of	posi-

tives,	but	we’re	also	working	really	hard	to	

deploy	loans	out	into	the	small	businesses	

and	consumers.”	

	 The	 industry	 likely	 will	 keep	 address-

ing	 how	 it’s	 going	 to	 continue	 competing	

against	non-traditional	financial	institutions	

and	how	it’s	going	to	work	together	to	re-

main	 important	 and	 viable	 to	 the	 overall	

community,	Clausen	said.

	 Gurgevich	 notes	 that	with	 varying	 per-

spectives,	 expertise,	 needs	 and	 popula-

tions	they	serve,	banks	as	a	whole	can	col-

laborate	to	ensure	Nevada’s	residents	and	

businesses	get	the	widest	range	of	servic-

es	 and	 the	 best	 possible	 practices.	 Con-

sequently,	more	partnering	 and	outsourc-

ing	could	occur	as	well	as	more	consumer	

education	programs	and	greater	transpar-

ency	 and	 communication	 between	 banks	

and	their	customers.	

	 “I	really	expect	that	the	NBA	and	banks	

collectively	 will	 be,	 in	 general,	 more	 fo-

cused	on	the	customer,	doing	what’s	right	

for	 the	 customer,”	 Clausen	 said.	 “I	 just	

can’t	see	anything	wrong	with	that.”

IN BRIEF

According to a 2014 health plan survey 
of nearly 10,000 employers conducted 
by United Benefit Advisors, employees in 
the construction industry are one of the 
least expensive for employers to cover 
but contribute the most toward their 
health benefits.

http://www.stabledevelopment.com
http://www.nevadabusiness.com/2015/02/banking-nevada-beginning-flourish/?utm_source=PDF&utm_medium=PDF&utm_campaign=PDF%20PDF%20February%202015


AS Nevada’s	commercial	real	estate	mar-

ket	rebounds,	the	state’s	brokers	are	begin-

ning	to	see	a	resurgence	of	business.	The	

following	pages	highlight	those	brokers	that	

performed	at	the	top	of	their	field	in	2014.	

Brokers	are	listed	alphabetically	and	sepa-

rated	by	Northern	and	Southern	Nevada.

	 Broker’s	were	asked	to	submit	a	variety	

of	 information	concerning	 their	 2014	deals	

and	were	included	based	on	their	total	deal	

volume	 for	 the	 year.	 Deal	 volume,	 for	 the	

purposes	of this list,	is	defined	as	the	total	

dollar	amount	of	all	deals	after	splitting	with	

team	members	but	before	a	firm	takes	their	

portion.

	 The	 brokers	 listed	 on	 the	 following	

pages	 represent	 the	 elite	 in	 Nevada.	

They	 are	 included	 for	 their	 outstanding	

year	 in	2014	and	represent	the	top	bro-

kers	of	all	 those	 that	 submitted	 for	 this	

feature.	 Congratulations	 to	 all	 of	 this	

year’s	Top	Commercial	Brokers!
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NORTHERN NEVADA

Tim

Ruffin, SIOR
Colliers International

Specialties: Office

Scott

Shanks, SIOR
Dickson Commercial Group, Inc.

Specialties: Office, Investments

Thomas

Fennell
Dickson Commercial Group, Inc.

Specialties: Office, Industrial, Investments,
Land, Generalist

Melissa

Molyneaux, CCIM
Colliers International

Specialties: Office

Kevin

Annis, CCIM
ArchCrest Commercial Partners

Specialties: Office, Investments

Dominic

Brunetti, CCIM
Dickson Commercial Group, Inc.

Specialties: Office, Investments
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http://archcrestnv.com/
http://www.dicksonrealty.com/commercial-real-estate/dickson-commercial-reno/dickson-commerical-reno.html
http://www.colliers.com/en-us
http://www.gerrischroder.com
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Spence

Ballif
CBRE

Specialties: Multi-Family

Randy E.

Broadhead, SIOR
CBRE

Specialties: Office

Donna

Alderson, SIOR
CBRE

Specialties: Industrial

Curt

Allsop
Newmark Grubb Knight Frank

Specialties: Multi-Family, Land

Theodore

Stoever
Colliers International

Specialties: Land, Investments, Industrial

Mike

Van Blaricom
ArchCrest Commercial Partners

Specialties: Office, Investments

SOUTHERN NEVADA

http://www.theinfopeople.com
http://www.cbre.com/EN/Pages/Home.aspx
http://www.ngkf.com/
http://www.nevadabusiness.com/?utm_source=PDF&utm_medium=PDF&utm_campaign=PDF%20PDF%20February%202015
http://www.nevadabusiness.com/2015/02/top-brokers/?utm_source=PDF&utm_medium=PDF&utm_campaign=PDF%20PDF%20February%202015
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Josh Haldeman
Practice Areas
• Commercial Lending

 Josh Haldeman joined Clark County Credit 
Union in September 2014 as the Vice President of 
Commercial Lending.  Josh is a Las Vegas native 
and earned his Bachelor of Science in Marketing 
from the University of Nevada, Las Vegas.  He later 
graduated from the Leadership Institute of Las Ve-
gas, an executive development program created 
by the Las Vegas Metro Chamber of Commerce 
Foundation.  Josh volunteers his time for Boy 
Scouts of America as well as Junior Achievement, 
and he mentors with the Community Partnership 
Program through CCSD.  With extensive banking 
experience and his membership with the American 
Bankers Association, Josh is an invaluable asset 
to the financial service industry.  He also proves 
himself as a motivated athlete by having complet-
ed multiple marathons and triathlons.

Clark County
Credit Union

PO BOX 36490
Las Vegas, NV 89133

P 702.939.3141

HaldemanJ@ccculv.com

www.ccculv.org

ADVERTORIAL PROFILE

Scott

Gragson
Colliers International

Specialties: Land

Kevin J.

Higgins, SIOR
Voit Real Estate Services

Specialties: Industrial, Office, Investments, Land

Chris

Emanuel
Virtus Commercial

Specialties: Office, Retail, Industrial,
Investments, Land

Marlene

Fujita-Winkel, CCIM
CBRE

Specialties: Investments

Mike

DeLew, SIOR
Colliers International

Specialties: Industrial

Dan

Doherty, SIOR
Colliers International

Specialties: Industrial

mailto:HaldemanJ@ccculv.com
http://www.ccculv.org
http://www.dicksoncg.com
http://www.virtusco.com/
http://www.voitco.com/
http://www.nevadabusiness.com/2015/02/top-brokers/?utm_source=PDF&utm_medium=PDF&utm_campaign=PDF%20PDF%20February%202015
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www.christuckerlv.com  |  702.501.6879

Charles M.

Moore, CSM
CBRE

Specialties: Investments

Michael R.

Parks
CBRE

Specialties: Investments

Patrick

Sauter
NAI Vegas

Specialties: Multi-Family

Pat

Marsh, SIOR
Colliers International

Specialties: Industrial

Mike

Mixer
Colliers International

Specialties: Land

Angela

Powers-Armstrong
Berkadia

Specialties: Multi-Family

Brendan J.

Keating
The Equity Group.

Specialties: Investments

John J.

Knott
CBRE

Specialties: Investments

Brad G.

Peterson, SIOR
CBRE

Specialties: Office

A MATTER OF OPINION: 
READER’S POLL

What makes a 
successful
commercial broker?
1. Knowledge of Market
2. People/Relationship Skills
3. Motivation
4. Marketing
5. Mentors
6. Memberships and Certifications

*Ranked in order of importance
according to a Nevada Business Magazine 
online poll. 

“Be	an	advisor,	not	an	order-taker.”	

George McCabe, PR Director,
B&P Advertising, Media and Public Relations

http://teglv.com/
http://www.berkadia.com/default.aspx
http://www.naivegas.com/
http://www.nevadabusiness.com/?utm_source=PDF&utm_medium=PDF&utm_campaign=PDF%20PDF%20February%202015
http://www.nevadabusiness.com/2015/02/top-brokers/?utm_source=PDF&utm_medium=PDF&utm_campaign=PDF%20PDF%20February%202015
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Garrett

Toft, SIOR
Voit Real Estate Services

Specialties: Industrial, Office, Investments, Land

Dean

Willmore, SIOR
Colliers International

Specialties: Industrial

Jeffrey C.

Swinger
CBRE

Specialties: Multi-Family

Greg

Tassi, SIOR
CBRE

Specialties: Industrial

Doug

Schuster
Newmark Grubb Knight Frank

Specialties: Multi-Family, Land

Michael

Stuart
Colliers International

Specialties: Land

http://www.debramarch.com
http://www.nevadabusiness.com/2015/02/top-brokers/?utm_source=PDF&utm_medium=PDF&utm_campaign=PDF%20PDF%20February%202015
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Save the 
Date!

May 6th
Southern	Nevada

May 7th
Northern	Nevada

RSVP or nominate at NevadaBusiness.com/events
Nominations open through February 17th.

http://www.nevadabusiness.com/events
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The Rogers Foundation 
Launches in Southern 
Nevada
The Rogers Foundation, a non-profit or-
ganization dedicated to transforming lives 
through arts and education has launched with 
an inaugural gift from the estate of James E. 
Rogers. The organization will work to sup-
port students through scholarships, grants 
and other programs. As its inaugural scholar-
ship, the foundation awarded college scholar-
ships to 25 students in a third grade class at 
Reynaldo Martinez Elementary School.

Reno-Tahoe Airport Announces
Daily Route to New York

The Reno-Tahoe Airport Authority recently announced a non-stop daily 
service between New York and Reno on JetBlue Airlines. The route will 
begin May 28th of this year and is the first ever daily, non-stop service 
between Reno-Tahoe and the John F. Kennedy International Airport.

Hometown Health 
Purchases OneHealth
Hometown Health, a Northern Nevada-
based health insurance provider has pur-
chased OneHealth, a preferred provider or-
ganization (PPO) covering Las Vegas and 
the surrounding areas.  The move allows 
Hometown Health to provide more control 
and flexibility to the company’s existing 
Southern Nevada customers.

The Glenn Group Opens
Sister Agency Focused on 
Gaming
The Glenn Group, a statewide advertising 
and marketing firm that has been in Nevada 
for 45 years, is launching an agency that will 
focus on gaming properties specifically. The 
new agency will be called Wide Awake and 
share the Glenn Group’s Las Vegas and Reno 
offices under the leadership of B.C. LeDoux, 
one of the firm’s partners.

http://www.northerntrust.com/best
http://renoairport.com/
http://renoairport.com/
http://www.jetblue.com/
http://www.airport-jfk.com/
http://www.hometownhealth.com/
http://www.hometownhealth.com/
http://www.one-healthcare.com/
http://www.one-healthcare.com/
http://www.rogersfoundation.org/
http://www.rogersfoundation.org/
http://www.rogersfoundation.org/
http://www.rogersfoundation.org/
http://www.nevadabusiness.com/2015/02/around-state-february-2015/?utm_source=PDF&utm_medium=PDF&utm_campaign=PDF%20PDF%20February%202015
http://www.nevadabusiness.com/2015/02/around-state-february-2015/?utm_source=PDF&utm_medium=PDF&utm_campaign=PDF%20PDF%20February%202015
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now a public employee in Nevada who is looking for 
a pay raise?
       Tell him to retire.
    According to a new analysis made possible by the court-

ordered release of Nevada’s Public Employee Retirement System pay-
ment records, once-public employees in the Silver State are making 
golden pensions — so generous that their compensation in retirement 
is often higher than the base pay they received while employed.
 The analysis, published by the Nevada Policy Research In-
stitute, compares data from seven local governments and finds 
that public employees’ pensions are worth, on average, 100.59 
percent of their final full year of base pay.
 That means when one retires from a government job in Ne-
vada, one often gets a raise! Moreover, the analysis doesn’t ac-
count for cost of living increases that continue for what are usu-
ally decades-long retirements.
 Retirees of the Las Vegas Metropolitan Police Department 
faired best, receiving an average of 112.39 percent of their high-
est year’s salary in retirement. Clark County retirees received a 
2 percent pay raise upon retirement, receiving 102.04 percent of 
their base pay. Their counterparts in Washoe County and the cit-
ies of Las Vegas, Henderson, Reno and North Las Vegas received 
pensions that were 87.5 to 98.7 percent of their final year’s salary.
 Additional analyses were performed on data for employees 
and retirees of Clark County and Washoe County school dis-
tricts, where pensions are slightly less than final year base pay, 
but still shockingly high. CCSD retirees retire with 90.11 per-
cent of their final year’s salary, while employees in the WCSD 
receive 85.6 percent of their pay in retirement.
 Compounding the problem is the reality that public-sector 
workers are often able to retire as much as two decades before 
those in the private sector, meaning government retirees can 
draw retirement benefits for nearly as long, if not longer, than 
the length of their careers.
 All this comes at a time when taxpayers are contributing 
more to support public pensions, while seeing PERS’ investment 
returns dwindle. And — if those taxpayers work in the private or 
nonprofit sectors — they most likely must put more toward their 
401(k)s as their employers contribute less.

 The system’s unfunded liability has grown to a massive $40 
billion due to the harsh reality that PERS’ actuarial investment 
returns are failing to reach the 8 percent expected rate of return 
that the system assumes. In fact, from 2002 to 2013, PERS only 
topped that rate once.
 As a consequence, taxpayers have been forced to dramatically 
increase the amount they pay on pensions. Contributions to police 
and fire employees’ pensions have risen from 28.5 percent of sal-
ary in 2001 to 40.5 percent of salary in 2014 — a 42 percent hike. 
For other employees, contribution rates in that time period rose 
from 18.75 percent to 25.75 percent, or 37 percent.
 Private citizens are being asked to pay higher taxes to cover 
the generous pensions of public-sector retirees who may retire 
15 to 20 years before the private employees footing the bill. 
 With Republicans in control of Carson City for the first time 
in 85 years, the time has never been better to implement sus-
tainable pension reform that benefits both the retiree and the 
taxpayer. If Nevada is serious about addressing PERS’ failures, 
it should mimic the reforms made in Utah, which now has a 
hybrid pension system that allows workers to choose a defined-
benefit or defined-contribution plan, but limits taxpayer contri-
butions in both cases. 
 As is the case with private-sector workers, government em-
ployees who choose a defined-contribution plan would be able 
to take their retirement savings with them if they changed jobs, 
making this style of retirement plan particularly attractive to 
younger workers. Additionally, these savings are a tangible asset 
that retirees can pass onto their children in death, which benefi-
ciaries in a defined-benefit plan are unable to do.
 At the same time, defined-contribution plans limit taxpayers’ 
risk by setting the amounts to be invested in the retirement ac-
count, leaving the retirees to assume the risk in their investment, 
as is the case in the private sector.
 If the Silver State is to remain solvent and strong into the fu-
ture, these golden-parachute pensions that threaten to bankrupt 
taxpayers must be addressed. It’s time Nevada look to states like 
Utah that have made the difficult but necessary choices to curb 
their ballooning debt and replace their retirement system with a 
21st Century model that works for taxpayers and retirees.
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RETIRING IN THE LAP OF
TAXPAYER-FUNDED LUXURY

Chantal Lovell is the deputy communications director of the Nevada Policy Research Institute.

https://www.nvpers.org/
http://npri.org/
http://npri.org/
http://npri.org/
http://npri.org/
http://www.washoeschools.net/site/default.aspx?PageID=1
http://npri.org/
http://www.nevadabusiness.com/2015/02/retiring-lap-taxpayer-funded-luxury/?utm_source=PDF&utm_medium=PDF&utm_campaign=PDF%20PDF%20February%202015


29FEBRUARY 2015   NEVADA BUSINESS MAGAZINE

   Face to Face

DAVID MARLON
President

Solutions Recovery, Inc.

JEFF EHRET
President and CEO

The PENTA Building Group

LAS VEGASLAS VEGAS

MARK ESTEE
Owner/Chef

Reno Provisions

RENO

WHEN YOU WERE A KID, WHAT DID 
YOU WANT TO BE?
I	wanted	to	be	a	football	player,	then	re-

alized	coaching	was	more	 in	 the	cards.	

Then	 I	 wanted	 to	 be	 a	 drill	 sergeant	 in	

the	Marines.	But,	that	would	require	me	

to	join	the	Marines	and,	back	then,	I	was	

not	the	most	dedicated	person.	This	one	

is	odd,	I	also	wanted	to	be	a	butler.	Yep,	

a	butler.	Maybe	[from]	too	many	episodes	

of	Batman.	In	a	funny	way,	being	a	chef	

has	 many	 parts	 that	 are	 similiar	 to	 all	

these	jobs.

WHAT IS A LITTLE KNOWN FACT 
ABOUT YOURSELF? 
The	day	I	graduated	culinary	school,	I	was	

offered	a	spot	as	a	fire	fighter	in	Billerica,	

MA.	I	had	taken	the	civil	service	exam	a	

few	years	prior.	 I	often	wonder	what	 life	

would	be	like	had	I	gone	that	route.

WHAT IS THE TOUGHEST LESSON 
YOU’VE LEARNED IN YOUR CAREEER?
The	 toughest	 lesson	 [I	 learned]	 is	 that	 I	

remind	myself	every	day	that,	 in	this	 in-

dustry,	it	can	all	go	away	in	a	blink	of	an	

eye.	I	like	to	call	that	a	healthy	fear.

HOW DID YOU FIRST GET INTO 
YOUR PROFESSION?  
After	 years	 of	working	 at	Health	Plan	

of	Nevada,	 I	 saw	 a	 need	 in	my	 com-

munity	for	addiction	recovery	sources	

and	knew	that	my	calling	was	 to	help	

people	 struggling	 with	 substance	

abuse	and	addiction.

WHAT DO YOU WANT YOUR
LEGACY TO BE? 
Substance	abuse	is	the	biggest	health	

concern	Americans	face	today;	I	want	

my	legacy	to	be	that	I	have	helped	as	

many	 people	 as	 I	 possibly	 can	 reach	

sobriety	here	in	the	Las	Vegas	Valley.

WHAT BUSINESS ADVICE WOULD 
YOU GIVE SOMEONE JUST 
STARTING IN YOUR INDUSTRY?
The	 disease	 of	 addiction	 is	 extremely	

unique	on	a	person-to-person	basis,	and	

each	client	needs	that	direct	 interaction	

to	feel	connected	to	their	own	recovery.

WHAT IS A LITTLE KNOWN FACT 
ABOUT YOURSELF?
I	am	an	expert	at	chess.

HOW DID YOU FIRST GET INTO
YOUR PROFESSION?  
My	father	was	a	commercial	contractor.	He	

started	bringing	me	to	work	on	Saturdays	

when	I	was	5	years	old.	He	let	me	ride	to	

the	jobs	with	his	laborer	foreman	in	a	dump	

truck.	I	haven’t	looked	back	since	then.

IF YOU HAD TO CHOOSE ANOTHER 
PROFESSION, WHAT WOULD IT BE?  
I	would	enjoy	teaching	construction	

management	at	the	college	level.	I’m	

passionate	about	this	business,	and	I	

would	like	to	do	what	I	can	to	get	more	

people	into	the	fantastic	careers	avail-

able	in	construction	management.

WHAT IS A LITTLE KNOWN FACT 
ABOUT YOURSELF? 
At	various	points	in	my	life,	I	was	fairly	

fluent	in	three	other	languages:	French,	

Arabic	and	Thai.

WHAT DO YOU WISH YOU WOULD 
HAVE LEARNED AT THE BEGINNING 
OF YOUR CAREER?
I	wish	 I	would	have	 learned	to	be	 less	

intense	early	in	my	career.

MOVERS & SHAKERS
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the	 impact	 of	 technology	 is	 a	 challenge.	

Consumers	now	have	access	to	informa-

tion	 at	 their	 fingertips	 they’d	 have	 to	 go	

see	 a	 lawyer	 for	 before.	 You	 can	 read	 a	

Nevada	statute	by	searching	 that	statute	

on	the	Internet.	It’s	a	whole	new	world	out	

there	and	we’re	dealing	with	a	whole	new	

lawyer,	too.

CHRISTOPHER KAEMPFER:	 The	 client	 ex-

pectations	have	changed	so	incredibly.	It	

used	 to	 be,	 we’d	 send	 a	 letter	 and	 they	

would	get	it	two	or	three	days	later.	When	

the	 fax	 came	 out,	 that	 was	 a	 big	 deal.	

Now,	a	client	sends	you	an	email	at	nine	

o’clock	in	the	morning,	if	you	haven’t	got-

ten	back	to	them	by	11	o’clock	at	the	latest	

you’ll	get	another	email	or	phone	call	say-

ing	they	haven’t	heard	from	you.	It	doesn’t	

matter	where	you	are	or	how	many	clients	

you	have,	the	expectation	of	an	immediate	

response	is	there.

GORDON:	 It’s	 the	 inability	 to	 think.	 You	

don’t	 have	 enough	 time	 to	 sit	 back	 and	

just	 think	 about	 something	 and	 work	 it	

through	 your	 mind	 because	 they	 expect	

an	 immediate	 response.	 The	 biggest	

problem	 I	 have	with	 young	 associates	 is	

simply	saying	to	them	stop,	sit	in	your	of-

fice	 and	 think	 about	 it.	 Don’t	 send	 that	

email	immediately.	

FREER:	 Clients	 don’t	 want	 you	 to	 think,	

they	want	you	to	react.	Just	because	the	

client	 expects	 you	 to	 get	 back	 to	 them	

doesn’t	mean	you’re	best	serving	the	cli-

ent	 by	 immediately	 responding	 without	

thinking.

HAS THE IMPROVING 
ECONOMY HELPED 
THE LEGAL 
INDUSTRY?
LEATHAM:	We’re	in	a	buyer’s	market	as	far	

as	 legal	 services	 are	 concerned.	 	 We’re	

all	 in	 the	same	market,	we	have	different	

niches,	 but	 we’re	 competing	 with	 each	

other	 and	 firms	 in	 other	 cities.	 The	 sup-

s	 Nevada’s	 economy	 sees	 im-

provements	 in	 a	 variety	 of	 in-

dustries,	 law	 firms	 continue	

to	evolve	in	order	to	prepare	

for	 the	 future	 and	 better	 serve	 their	 cli-

ents.	Recently,	 a	 group	 of	Nevada	 attor-

neys	met	at	the	Las	Vegas	offices	of	City	

National	Bank	 to	discuss	 the	 trends	 and	

challenges	facing	their	industry.

	 Connie	 Brennan,	 publisher	 and	 CEO	

of	Nevada Business Magazine,	served	as	

moderator	 for	 the	 event.	 These	 monthly	

roundtables	are	designed	to	bring	togeth-

er	 leaders	 to	 discuss	 issues	 relevant	 to	

their	industries.	Following	is	a	condensed	

version	of	the	roundtable	discussion.

WHAT IS THE 
GREATEST 
CHALLENGE FACING 
LAW FIRMS?
MARK RICCIARDI:	 The	 biggest	 challenge	

for	the	industry	is	trying	to	grow	and	train	

talent.	 Young	 lawyers	 have	 always	 been	

the	 backbone	 of	 our	 firms.	 The	 partners	

supervise	 the	 work	 the	 associates	 grind	

out	 and	 associates	 learn	 as	 they	 go.		

However,	clients	now	are	becoming	much	

more	 careful	 about	 who	 works	 on	 their	

cases.	We’ve	had	a	couple	of	clients	who	

have	said	they	will	not	pay	for	an	associ-

ate	with	less	than	five	years	of	experience	

to	work	on	their	cases.	So	how	do	we	get	

these	people	trained?

GERALD GORDON:	We’ve	seen	a	downturn	

in	 legal	work	nationwide,	 it	doesn’t	make	

a	 difference	 what	 size	 firm	 you	 are.	 The	

challenge	 we	 have	 is	 trying	 to	 predict	

workloads	and	how	much	work	is	going	to	

be	coming	in	in	the	future.	

NILE LEATHAM:	The	issues	that	are	going	

to	be	the	greatest	challenges	are	the	num-

ber	 of	 lawyers	 that	 we	 have	 and	 where	

they’re	 practicing.	We’ve	 seen	 the	 appli-

cations	 in	 law	 schools	 diminish	 dramati-

cally	 as	 a	 result	 of	 an	overabundance	of	

lawyers	throughout	the	country.	

HOW HAS 
TECHNOLOGY 
AFFECTED THE 
LEGAL PRACTICE?
PATRICK BYRNE:	 Keeping	 up	 with	 tech-

nology,	 incorporating	 technology	 and	
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ply	and	demand	issue	is	going	to	continue	

for	 the	 foreseeable	 future,	 even	with	 the	

reduction	 in	 number	of	 law	 students	be-

ing	admitted.	It’s	going	to	continue	to	put	

pressure	on	the	cost	of	legal	services.	

ELLEN SCHULHOFER:	 	 There	 is	 increased	

competition	 in	 the	 market.	 We’re	 feeling		

pressure	from	smaller	firms	because	they	

have	 more	 flexibility	 and	 can	 take	 work	

away	from	us.	There’s	also	pressure	from	

companies	that	are	sending	out	commod-

ity	 work	 overseas	 or	 to	 other	 organiza-

tions	across	the	country.

RICCIARDI:	The	most	uncomfortable	thing	

that	 happens	 is	 when	 you	 have	 a	 long-

term	good	 client	who	puts	 out	 a	 request	

for	 proposals	 (RFP),	 which	 you	 have	 to	

participate	in	to	keep	the	client	you	so	well	

served	 for	20	or	30	years.	Everyone	who	

wants	 to	work	will	come	 in	and	bid	 ridic-

ulously	 low	 rates.	 You	 have	 to	 hope	 that	

your	client	has	some	sense	that	you	have	

institutional	 knowledge	 because	 you’ve	

been	 working	 with	 them	 for	 such	 a	 long	

time	and	there’s	some	middle	ground.

JOHN FRANKOVICH:	Client	 loyalty	doesn’t	

exist.	 This	 is	 a	 result	 and	product	of	 the	

recession.	 When	 these	 businesses	 got	

hit,	 they	 took	 a	 long	 look	 at	 where	 the	

costs	were	 and	 it’s	 easy	 for	 them	 to	 cut	

back	on	legal	fees.	They’ve	gotten	used	to	

not	paying	legal	fees	and	a	lot	of	compa-

nies	now	have	in-house	counsel.	Compa-

nies	that	have	gone	through	the	recession	

have	found	out	they	can	do	without	some	

of	these	things	and	not	just	legal	fees,	but	

also	personnel.	

SCHULHOFER:	We	see	30	or	40-year	clients	

with	billing	guidelines	that	are	designed	to	

nitpick	 things	 in	 their	 policies.	 If	 you	 say	

you’re	 transmitting	 something	 they’ll	 say	

that’s	a	secretarial	task	and	they	won’t	pay	

for	it.	Things	like	that	are	now	built	into	the	

systems.	You	have	rate	pressures,	and	they	

want	certainty,	which	is	why	they’re	asking	

for	 caps	 or	 estimates	 and	 budgets.	 They	

don’t	want	 to	 pay	 for	 young	 lawyers	who	

are	being	 trained	on	 their	dime.	There’s	a	

confluence	 of	 pressures.	 I	 thought	 it	 was	

only	that	way	because	of	the	recession	but	

now	as	we’re	coming	out	of	the	recession,	

we’re	seeing	more	of	it.

BRUCE FORD:	The	problems	that	are	men-

tioned	 here	 are	 in	 other	 industries,	 too.	

Every	 industry	 has	 similar	 complaints,	

which	is	interesting.

SAMUEL SCHWARTZ:	 Consumer	 clients	

look	 at	 it,	 in	 the	 lowest	 level,	 as	 a	 fixed	

fee.	They	call	the	first	people	they	can	find	

on	the	Internet,	ask	what	they	charge	and	

the	 person	 who	 quotes	 them	 the	 lowest	

number	is	who	they	go	with.	

FREER:	 Another	 unintended	 consequence	

of	 the	 recession	 and	 the	 retraction	 of	 the	

legal	market	is	the	ability	to	have	qualified	

attorneys	handle	specialized	issues.	Before	

the	recession,	a	 lot	of	firms	were	referring	

cases	out	for	specialized	law	practice	and	
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now	everyone	is	trying	to	hang	on	to	what	

comes	 in	 the	door.	 That	 affects	 the	client	

and	the	quality	of	legal	work	goes	down.	

J. BRUCE ALVERSON: What	makes	a	differ-

ence,	 too,	 is	 the	 ability	 to	 maintain	 per-

sonal	relationships	with	your	clients.	You	

must	 maintain	 that	 relationship	 and	 go	

beyond	 that	 particular	 person	 and	 build	

relationships.	When	 that	person	 is	going	

to	retire,	 that	 	 relationship	 is	gone.	Don’t	

underestimate	the	personal	relationships,	

because	those	can	cure	a	lot	of	the	issues	

we’ve	discussed	here.

HOW HAVE THE 
STANDARDS FOR 
MAKING PARTNER
IN A FIRM 
CHANGED?
RICCIARDI:	It	depends	on	the	culture	and	

the	model.	We	want	our	 lawyers	who	are	

going	 to	 become	 partners	 to	 have	 apti-

tude	and	results	in	business	development.	

In	most	institutional	firms	over	the	years,	if	

you	just	billed	a	lot	of	hours,	worked	really	

hard	and	did	high	quality	work,	you	could	

get	named	partner.	That	just	doesn’t	work	

anymore.	There	has	to	be	a	business	de-

velopment	aspect	and	it’s	much	harder	to	

become	a	partner	now.

GORDON:	 The	 essence	 of	 law	 firms	 is	

still	 originations,	 so	 in	 the	 end	 you	 have	

to	 have	 partners	 who	 originate	 business	

because	 that’s	 what	 you	 survive	 on	 and	

without	it,	you’re	done.

SCHULHOFER: On	the	flip	side,	 it	used	 to	

be	 that’s	 all	 we	 were	 striving	 to	 be	 and	

there	are	a	lot	of	younger	lawyers	coming	

up	 in	 the	 system	who	do	not	want	 to	be	

partners.	 They	don’t	want	 that	 pressure.	

They	want	 to	be	service	partners	or	 they	

want	nine-to-five	jobs.

BYRNE:	 There	 are	 a	 lot	 of	 people	 who	

don’t	want	the	partnership	track.	As	a	re-

sult,	 you’re	 seeing	people	out	 there	who	

are	willing	to	take	less	for	more	flexibility.	

You	have	 to	get	creative	and	see	 if	 there	

are	 staff	 positions	 where	 they’re	 not	 on	

the	 partnership	 track.	 When	 you	 bring	

somebody	in	at	the	$100,000	or	more	sal-

ary,	the	expectation	is	it’s	coming	with	the	

partnership	 track.	 Well,	 that’s	 the	 most	

expensive	labor	you	can	hire.	Maybe	you	

can	 hire	 a	 staff	 lawyer	 who	 is	 happy	 to	

work	and	get	paid	on	an	hourly	basis.	You	

don’t	run	the	risk	as	much	of	losing	money	

on	 them	 because	 you	 pay	 them	 as	 they	

bill	it	out.

ALVERSON:	As	a	managing	partner,	one	of	

the	major	 challenges	 is	 to	 evaluate	 peo-

ple,	whether	 it’s	your	partners	or	associ-

ates,	and	don’t	 try	 to	put	a	 round	peg	 in	

a	square	hole.	If	someone	is	very	good	at	

writing	 briefs,	 don’t	 make	 them	 go	 on	 a	

plane	for	a	meeting	if	they’re	tongue-tied.	

If	someone	gets	up	in	court	and	stumbles	

all	 over	 themselves,	 there	 are	 plenty	 of	

other	 things	 they	 can	 do.	 Some	 people	

are	 not	 great	 researchers	 or	 brief	 writ-

ers,	but	you	turn	them	loose	in	court	and	

they’re	fabulous.	

SCHWARTZ:	 There	 are	 some	 lawyer	 train-

ing	and	expectations	that	aren’t	great.	I	try	

to	 have	 that	 conversation	 with	 the	 young	

lawyers	in	my	office	to	discuss	what	they’re	

really	good	at	and	tailor	their	expectations	

to	make	them	effective	for	the	office.	Some	

lawyers	 are	 never	 going	 to	 bring	 in	 new	

business	but	they	would	make	great	man-

aging	partners	and	administrators.	Others	

just	 want	 to	 bring	 in	 business	 and	 don’t	

want	to	do	administration.

IS THERE A 
GENDER GAP IN 
MANAGEMENT 
WITHIN THE LEGAL 
INDUSTRY?

FRANKOVICH:	When	we’re	 going	 through	

the	recruiting	and	hiring	process,	over	the	

last	10	years,	we	have	 found	 the	women	

almost	without	exception	to	be	more	qual-

ified,	more	motivated	and	more	interested	

and	with	a	better	educational	background	

than	the	men.

KAEMPFER:	I	find	that	I	get	a	lot	of	calls	

from	 in-house	counsel	of	major	compa-

nies	 from	women	 and	 they	prefer,	 I	 be-

lieve,	to	speak	to	a	woman.	I	want	them	

to	 know	 that	 women	 in	 our	 firm	 play	 a	

very	 important	 role	 and	 are	 just	 as	 im-

portant,	 if	not	more	 important,	 than	any	

male	partner.

BYRNE:	Corporations	have	worked	a	lot	

faster	in	instituting	the	changes	neces-

sary	 to	 promote	 and	 encourage	 wom-

en,	and	law	firms	have	not.	It’s	been	50	

percent	women	and	50	percent	men	 in	

law	 schools	 for	 15	 years	 or	 so.	 If	 you	

look	at	the	 last	15	years	worth	of	data,	

women	are	not	progressing	at	the	same	

level	 as	 men	 within	 private	 law	 firms.	

Real	 change	 hasn’t	 happened	 and	 it	

needs	 to	 happen.	 It’s	 a	 real	 challenge	

and	that’s	why	a	lot	of	women	end	up	in	

corporations.	

FREER:	A	lot	of	the	women	I	deal	with	are	

managing	partners,	but	they’re	managing	

partners	 of	 boutique	 law	 firms.	 They	 left	
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SAY WHAT

According to a recent Rasmussen Report, 
56 percent of likely US voters believe 
that, when it comes to dealing with issues 
the President considers important to 
the nation, the government should only 
do what he and Congress agree on. 
Alternatively, 31 percent think Obama 
should take action alone if Congress 
does not approve the initiatives he has 
proposed with 13 percent undecided.

big	 law	 to	 build	 their	 own	 practice.	 You	

may	not	see	many	women	managing	part-

ners	 at	 this	 table,	 but	 they	 are	 out	 there	

running	their	own	firms	and	they’re	doing	

a	great	job.

FRANKOVICH:	Three	of	the	top	five	produc-

ers	 in	 our	 law	 firm	 are	women	 and	 none	

of	them	have	an	interest	in	being	involved	

with	management.	They	want	 to	do	what	

they	do	well,	which	is	practice	law	in	their	

particular	area.	They	recognize	if	they	get	

into	management	it’s	going	to	impact	their	

ability	to	do	that.	

WILL THERE
BE MORE 
CONSOLIDATIONS
OF LAW FIRMS 
MOVING FORWARD?
GORDON:	There	may	be	picking	up	of	bou-

tique	firms,	but	not	consolidations.	Most	

of	 the	 national	 firms	 that	 came	 into	 the	

state	are	gone.	Las	Vegas	is	not	perceived	

as	being	a	good	market	by	most	national	

firms.	They	see	us	as	over-saturated	with	

significant	 regional	 firms.	 There	 are	 no	

corporations	here	to	pick	up.	The	corpo-

rations	 here	 are	 all	 gaming	 and	 they	 all	

have	 in-house.	 It’s	 all	 transactional	work	

here	except	for	maybe	some	very	specific	

areas.

WHAT IS THE 
OUTLOOK OF THE 
LEGAL INDUSTRY?
SCHWARTZ:	 Nevada	 was	 number	 six	 for	

growth	 in	 2014	 so	 people	 are	 coming	

back.	Even	though	transactions	are	down,	

as	people	come	back	transactions	go	up.	

Boutiques	will	get	a	little	bigger	and	you’ll	

see	 more	 of	 what’s	 an	 anomaly	 in	 this	

town	–	a	10	to	15	lawyer	firm.

   Industry Focus
FRANKOVICH:	 In	 Northern	 Nevada,	 the	

growth	is	going	to	be	very	different.	It’s	go-

ing	to	be	very	technologically	based.	Tesla	

is	 just	 the	 tip	of	 the	 iceberg,	and	now	 it’s	

exploded	as	far	as	people	 looking.	North-

ern	 Nevada	 is	 predicted	 to	 have	 50,000	

new	 jobs	 in	 the	next	five	years,	and	all	of	

them	are	high	tech.	That	is	going	to	be	an	

interesting	evolution	on	whether	or	not	the	

big	law	firms	want	to	have	a	presence.

http://www.opencccu.com
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APRIL
SPOTLIGHT

Nevada Business Magazine has again partnered 

with the City of Henderson to produce its annual 

focus on Henderson. The insert will reach a 

readership of over 82,000 decision makers and will be 

reprinted and used by the City of Henderson’s economic 

development department throughout the year as a 

business recruitment tool.

The April issue presents a unique opportunity to reach an 

elite group of business leaders and those that are looking 

to relocate into the area. Be a part of this special issue by 

calling Nevada Business Magazine today.

CITYOF
HENDERSON
SPECIAL REPORT
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   Tech.knowledge.me

NEVADA’S BOOMING
TECHNOLOGY SECTOR

lmost every major American city has claimed 
to be the burgeoning, “New Silicon Valley” at 
some point in the past decade.
However, the vibrato concerning Southern 

Nevada may actually be true. Las Vegas is stepping up its 
game for tech and startups. Since the recession, the name 
of the new game in Las Vegas has been business diversi-
fication. Nowhere is that reality more obvious than within 
the technology boom happening all around us. While it’s 
not a secret that the Las Vegas economy took a major 
hit starting in 2008 and continued its decline beyond the 
recession, not many people are fully dialed into the fact 
that the Valley is making a comeback. 
 There are a lot of reasons startups are choosing to call 
Las Vegas home beyond affordable real estate and favor-
able tax laws. Tech companies such as INVIEWlabs, a 
Las Vegas–based technology development company, 
have a host of uniquely qualified reasons for setting up 
shop in Las Vegas. One of which is the vast amount of 
affordable bandwidth and infrastructure here.
 An INVIEW software application, UNIFI, has 
gained a worldwide audience in the architectural, en-
gineering and construction community with users in 
Australia trailing a close second to users in the United 
States. As a result, INVIEW executives were contem-
plating establishing a server stack in an Australian data 
center to service this fast growing market. However, 
when the feedback from INVIEWlabs clients revealed 
that the performance speeds and connectivity from the 
already established colocation facility in Las Vegas is 
more than sufficient to service their market, plans to 
move the company’s data were scrapped. 
 Reliable, local, and secure data centers have served 
as catalysts to bring a plethora of new business fields to 

the state. One of the primary reasons data centers set up 
shop in Las Vegas is the weather. Although Las Vegas 
is hot many months of the year, the dry air is easier on 
fragile mechanical parts. Also, Southern Nevada has not 
been historically susceptible to natural disasters. There 
is a general understanding that the only FEMA plan for 
Las Vegas includes panic and riot. Data centers located 
in Southern California have the constant and looming 
threat of earthquakes, as well as the lesser but real threat 
of coastal tsunamis. There’s no way to predict when one 
might strike, and even the newer buildings that are made 
to withstand the violent shaking of the phenomena can-
not prevent items from crashing to the ground, creating 
outages and the potential loss of data. Southern Nevada’s 
climate and historic lack of potentially disastrous natural 
phenomenon is a draw for any business, but especially 
the data centers that house millions of dollars worth of 
content from local businesses and large, international 
corporations. 
 Much of the hubbub can be attributed to the invest-
ments of Tony Hsieh, the founder of Zappos, who’s am-
bitious $300 million Downtown Project has created a 
haven for new ideas—the type of atmosphere that lures 
entrepreneurs, techies and creative types like a band of 
thirsty wanderers to a mirage in the desert. 
 Companies like Zappos and Switch, a leading coloca-
tion provider for mission critical operations, have only 
enriched the budding technology business landscape. 
Because a certain level of talent tends to attract that same 
level of talent, the number of gifted techies flocking to 
the valley only creates more of a demand for similarly 
qualified individuals. Talent begets talent, and it appears 
that the cycle may continue for many years, not just in 
tech but in every industry migrating to Las Vegas.

A

START	UPS	FIND	A	HOME	IN	SOUTHERN	NEVADA

Gary Siroky, president of INVEIWlabs.

START UPS

http://www.inviewlabs.com/
http://www.inviewlabs.com/
http://www.zappos.com/
http://www.supernap.com/
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A   DEVELOPING  STATE

By Jennifer Rachel Baumer

GROWING	ECONOMY	ENCOURAGES
NEW	PROJECTS

AS	Nevada’s	economy	picks	up	the	pace,	

businesses	 are	 returning	 to	 Nevada	 and	

Nevada	 is	 returning	 to	 business	 –	mostly.	

In	 Southern	 Nevada	 there’s	 no	 real	 wage	

growth,	gaming	revenues	are	down,	home	

sales	 are	 slowing.	 At	 the	 same	 time,	 in-

dustrial	 property	 vacancies	 are	 dropping,	

flex	 space	 rents	 are	 low	 but	 flex	 spaces	

themselves	 are	 filling,	 and	 big	 box	 indus-

trial	space	is	almost	completely	filled.	In	the	

north,	Tesla	is	headed	into	the	Tahoe-Reno	

Industrial	 Center,	 developers	 are	 finishing	

out	stalled	projects	and	new	developments	

are	breaking	ground.	

	 Doug	 Roberts,	 a	 partner	 with	 Panattoni	

Development	which	works	 in	 both	Northern	

and	 Southern	 Nevada,	 said	 the	 north	 end	

of	the	state	actually	started	to	recover	six	to	

12	months	before	the	South.	He	attests	that	

recovery	 is,	 in	 part,	 because	 e-commerce	

started	 in	 the	north	 in	 late	2012,	 early	2013,	

and	didn’t	start	in	Southern	Nevada	until	some	

time	in	2014.	

	 “I	 think	 Southern	 Nevada	 is	 a	 more	 dy-

namic	market,	more	 people	 and	more	 con-

ventions,	 etc.,”	 said	 Roberts.	 “But	 Northern	

Nevada	had	the	e-commerce	component.”	

	 With	 Reno	 serving	 as	 an	 active	 ground	

transportation	 distribution	 hub	 for	 the	 11	

Western	 states,	 it	 makes	 sense	 geographi-

cally	for	e-commerce	to	choose	it.	Dermody	

Properties	brought	Urban	Outfitters	into	Reno	

in	2010,	while	the	recession	still	gripped	Ne-

vada,	and	the	fulfillment	and	distribution	cen-

ter	trend	should	continue.	

	 “About	30	percent	of	national	 leasing	ac-

tivity	 last	 year	was	 related	 to	 e-commerce,”	

said	 Michael	 Dermody,	 chairman	 and	 CEO.	

“In	2014,	about	6	percent	of	U.S.	retail	sales	

were	 through	 the	 e-commerce	 channel.	We	

expect	 that	 to	grow	significantly,	up	 into	 the	

20	percent	 range	over	 the	next	 three	 to	five	

years,	and	that	means	a	lot	more	customers	

will	need	to	source	new	buildings	in	markets	

like	Reno.”	

	 Reno	offers	more	than	just	geographic	ad-

vantages.	“One	very	telling	statistic:	there’s	75	

million	square	feet	of	industrial	space	in	Reno	

with	a	population	base	of	350,000.	That’s	the	

highest	population	per	capita	 in	America	 for	

the	industry,”	said	Dermody.	“That’s	a	pretty	

compelling	statistic,	and	why	a	company	like	

Tesla	took	a	look	here.	It’s	a	good	place	to	do	

business.”

Gaining Momentum 
	 Business	is	growing	across	the	state.	De-

velopers	who	survived	the	recession	are	go-

ing	back	 to	work.	Flex	 industrial	 space	 is	 in	

demand	in	Southern	Nevada,	the	kind	of	light	

industrial	 space	 that	might	 serve	 a	 smaller-

space	user.	Big	box	industrial	space,	100,000	

square	feet	and	above,	is	breaking	ground	in	

Northern	Nevada	and	nearly	filled	in	Southern	

Nevada.	

	 “Right	now	we	are	aware	of	some	larger	big	

box	space	planned	for	the	[Southern	Nevada]	

marketplace	over	the	next	12	to	18	months,”	

said	John	Ramous,	regional	manager	Las	Ve-

gas,	Harsch	Investment	Properties.	“What	I’m	

hearing	is	maybe	3	to	4	million	square	feet	of	

larger	bay	product	on	speculative	basis	is	be-

ing	planned,	and	we	haven’t	seen	that	in	seven	

or	eight	years.	This	would	count	as	one	of	our	

strongest	times	if	we	see	all	that	construction	

happening.”

	 Vacancies	 vary	 across	 the	 Valley.	 In	

Henderson	there’s	a	very	limited	supply	of	

both	 large	 and	 small	 product	 in	 the	mar-

ketplace	 which	 is	 the	 highest	 occupied	

submarket,	 having	 grown	 6	 or	 7	 percent	

in	 recent	 years.	 But	 head	 across	 the	 Val-

ley	and	there	are	higher	vacancies	in	North	

Las	 Vegas.	 “We	 do	 see	 some	 opportuni-

ties	 happening	 there	 in	 the	next	 six	 to	 12	

months,”	said	Ramous.	“And	we’ll	probably	

see	 some	 speculative	 development	 hap-

pening	there	in	the	near	term.”

   Building Nevada

Michael

Dermody
Dermody Properties

Doug

Roberts
Panattoni Development

http://www.panattoni.com/
http://www.panattoni.com/
http://www.dermody.com/
http://www.dermody.com/
http://www.urbanoutfitters.com/urban/index.jsp
http://www.harsch.com/region/las-vegas/
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	 Principals	at	Harsch	Investment	Properties	

have	seen	occupancy	go	up	drastically	in	the	

last	12	months,	on	average	about	6	to	10	per-

cent.	Of	their	8.5	million	square	feet	of	space,	

some	90	percent	is	filled	for	the	first	time	since	

2007.	 Now	 the	 company	 is	 looking	 at	 land	

holdings	in	Henderson,	planning	to	start	new	

developments	and	finish	out	phases	of	others.

	 “In	the	past	couple	years	we’ve	seen	a	lot	

of	strong	demand	from	existing	tenants	and	

existing	businesses	that	needed	more	space,	

so	those	2,000-	and	3,000-square-foot	ten-

ants	 are	 going	 to	 4,000	 and	 5,000	 square	

feet,”	said	Ramous.	Companies	that	left	the	

state	during	 the	downturn,	 like	flooring	and	

furniture	companies,	are	finally	returning.	

	 “New	businesses	are	coming	in	from	out	

of	 state,”	Ramous	added.	 “That	part	of	 the	

business	has	started	to	rebound	quite	a	bit	

even	on	the	smaller	side,	businesses	starting	

with	6,000	to	10,000	square	 feet.	There	are	

certainly	some	large	companies	coming	into	

the	area	as	well,	so	it’s	a	good	cross	section.”

	 Office	space	is	still	a	fairly	soft	market,	and	

there	probably	won’t	be	much	built	in	the	near	

future.	Industrial	is	the	healthiest	of	the	com-

mercial	 real	 estate	 markets	 and	 investment	

has	tripled	in	the	last	few	years,	said	Roberts.	

the	company	isn’t	seeing	more	of	its	projects	

out	of	state	than	usual,	and	 in	terms	of	total	

dollars,	will	likely	do	$150	million	worth	of	de-

velopment	in	Nevada	over	the	next	12	months.

	 Keeping	developer	business	healthy	and	in	

Nevada	is	vital	to	the	state’s	economy.	In	the	

September	 2014	 special	 session,	 Nevada’s	

Legislature	 gave	 developers	 a	 package	 of	

economic	 development	 and	 diversification	

tools,	 including	 the	 economic	 diversification	

district.	Senate	Bill	No.	1	(SB1)	allows	a	com-

pany	that	plans	to	invest	at	least	$3.5	billion	in	

Nevada	over	a	10-year	period	to	apply	to	the	

Governor’s	Office	of	Economic	Development	

for	abatements	of	up	to	100	percent	of	sales,	

real	property	and	personal	property	taxes	as	

well	as	a	specified	number	of	transferable	tax	

credits.	 The	 abatements	 are	 for	 a	 specified	

period	of	 time,	10	or	20	years,	and	because	

Nevada	law	doesn’t	allow	legislation	to	extend	

to	only	one	company	–	say,	Tesla	–	the	City	of	

North	Las	Vegas	was	able	to	create	an	800-

acre	economic	diversification	district	within	its	

7,000-acre	Apex	Industrial	Park.

	 Apex	is	a	new,	not-so-new	industrial	park	

in	North	Las	Vegas	that	went	into	private	own-

ership	in	2000.		One	tract,	Mountain	View,	had	

sold	to	Kerr	McGee	back	in	the	early	90s.	The	

	 “It’s	(industrial	market)	been	the	first	to	re-

cover,	 and	 I	 think	you’ll	 see	smaller	 regional	

buildings	get	built	in	the	next	12	to	18	months	

with	 more	 mom	 and	 pop,	 local	 companies	

who	want	to	lease	more	space.’

Survivors of the Downturn
	 So	did	development	companies	 that	sur-

vived	 the	 downturn	 survive	 within	 Nevada’s	

borders?	 Or	 did	 they	 find	 work	 outside	 the	

state?	And	if	so,	have	they	returned?

	 Panattoni	made	it	through	by	finding	niche	

opportunities	at	both	ends	of	the	state,	Rob-

erts	 said.	 “We	 found	 existing	 buildings	 or	

distressed	properties,	did	a	couple	build-to-

suit	projects,	and	 it	got	us	 through	 the	hard	

times.	It	was	tough,	but	we	were	able	to	work	

with	 local	brokerage	firms	and	keep	our	eye	

on	the	business	and	make	sure	we	had	proj-

ects	to	get	us	through.”	Panattoni	has	projects	

around	the	country	and	around	the	world,	but	

“We only build where there’s tenant demand, there’s only tenant
demand if the economy is recovering. So, I think we have all

the ingredients for a great year.” —Doug Roberts

Urban Outfitters Rendering

John

Ramous
Harsch Investment Properties

http://diversifynevada.com/
http://www.teslamotors.com/
http://www.apexindustrialpark.com/
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   Building Nevada
vast	majority	of	 the	 land	sold	 to	Apex	Hold-

ing	 Company,	 a	 group	 of	 20	 investors.	 By	

2005	they’d	sold	4,000	or	5,000	acres	of	the	

property,	retaining	4,000	acres	which	sold	to	

a	developer	out	of	Utah,	which	 then	 fell	vic-

tim	to	the	recession.	Two	or	three	years	after	

the	sale	the	property	was	foreclosed	on	and	

returned	to	 the	Apex	 investors,	according	to	

Lisa	Cole,	vice	president,	Land	Development	

Associates.	

	 Apex	and	Mountain	View,	with	their	7,000	

acres	of	developable	 land,	could	be	a	finan-

cial	boon	for	North	Las	Vegas.	But	one	of	the	

tricky	aspects	is	the	semi-rural	location	north	

of	 Las	 Vegas,	 which	 makes	 getting	 utilities	

in	 place	 difficult	 and	 expensive.	 The	 Love’s	

Truck	 Stop	 located	 on	 the	 property	 at	 U.S.	

93	and	I-15,	the	second	busiest	Love’s	in	the	

country,	 has	 provided	 some	 answers	 to	 the	

water,	power	and	access	issues	of	the	area,	

said	Cole.	In	addition,	with	medical	marijuana	

facilities	 locating	at	the	park,	partnering	with	

other	businesses	 like	Delta	 Liquid	Energy,	 a	

propane	distributor	locating	at	Apex,	develop-

ment	is	picking	up.

	 Then	enter	SB1,	designed	for	Tesla,	appli-

cable	statewide	to	encourage	business.	Using	

the	 SB1-created	 tax	 abatement	 package,	 it	

was	possible	to	create	an	economic	diversi-

fication	district	on	800	acres.		Reducing	eco-

nomic	barriers	to	entry	helps	encourage	busi-

nesses	to	 locate	at	Apex	and	 lowered	costs	

in	the	economic	diversification	zone	enables	

businesses	to	locate	in	the	industrial	park,	and	

bring	out	utilities.	

	 “These	 companies	 will	 spend	 over	 $3.5	

billion	 in	capital	 investment	 in	our	city	within	

the	 next	 10	 years,”	 said	 North	 Las	 Vegas	

Mayor	 John	 Lee.	 “An	 economic	 analysis	 of	

two	companies	 that	are	planning	 to	open	at	

Apex	shows	 the	projects	could	create	more	

than	7,500	jobs	and	have	approximately	$13.7	

billion	in	economic	impact	over	20	years.”	An	

economic	impact	analysis	done	by	Brookings	

Mountain	West	indicates	Apex	Industrial	Park	

could	create	116,000	direct	and	indirect	jobs	

and	 have	 an	 approximate	 $192	 billion	 eco-

nomic	impact.

Challenges
	 As	developers	 ramp	up	 in	 the	 recovering	

economy,	the	challenge	of	working	with	gov-

ernmental	 agencies	 for	 permits	 and	 utilities	

remains.		Many	agencies	cut	staff	during	the	

recession.

	 In	 some	cases	 it’s	 business	 as	 usual,	 said	

Roberts,	and	in	others	it’s	harder	because	there’s	

just	not	enough	manpower.	“It	varies	from	city	to	

county,	etc.,	but	I	think	it’s	pretty	much	the	same	

as	it	was	back	in	2006,	2007.”

	 “I’ve	noticed	in	the	 last	few	months	that	

a	 lot	of	organizations	 like	SIOR	and	NAIOP	

are	aware	and	concerned	[about	permitting	

Lisa

Cole
Land Development Associates

and	utilities	agencies],	because	we’re	only	as	

good	as	long	as	the	timing	is	good	on	these	

projects,”	said	Ramous.	“A	lot	of	the	munici-

palities	are	using	 third-party	agencies,	and	

they’re	planning	on	ramping	their	staff	up	in	

the	foreseeable	future.	So	it’s	a	concern,	but	

so	far	so	good	as	long	as	everybody	stays	on	

top	of	it.”

	 Going	 forward,	developers	hope	for	con-

tinued	improved	economic	weather.

	 “You	 want	 the	 economy	 to	 stay	 stable.		

We’d	 like	 to	 see	 logistical	growth	of	e-com-

merce	 distribution.	 That	 would	 enable	 our	

business	to	grow,”	said	Dermody.	“We’d	like	

interest	rates	to	remain	at	predictable	 levels.	

Maybe	not	the	lowest	level	ever,	but	predict-

able	levels	that	we	can	understand.”	

	 “We	 only	 build	 when	 there’s	 tenant	 de-

mand,	there’s	only	tenant	demand	if	the	econ-

omy	is	recovering.	So,	I	think	we	have	all	the	

ingredients	for	a	great	year,”	said	Roberts.”

http://www.broadbentinc.com
mailto:kstowers@broadbentinc.com
mailto:mherrick@broadbentinc.com
http://apexholdings.com/
http://apexholdings.com/
http://www.ldalv.com/
http://www.ldalv.com/
http://www.loves.com/
http://www.loves.com/
http://www.deltaliquidenergy.com/
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DETAILS	3,648	SF;	$348,618	for	five	years
TENANT’S REP	Mike	Dunn	and	Paula	Lea	of	
Cushman	&	Wakefield	Commerce
LANDLORD’S REP	Justin	Michaels	and	
Elmore	Bacon	of	Cornerstone	Company

S

Sale, Office
ADDRESS	5215-5246	Ponderosa	Way,	89118
BUYER	Fortress	Equities	LLC
SELLER	BRWHP	Properties	LLP
DETAILS	27,459	SF;	$3,050,000
APN	163-36-601-024
BUYER’S REP	Joe	Anderson	and	Josh	Barker	
of	Fortis	Commercial	Advisors

Sale, Office
ADDRESS	1950	E.	Desert	Inn	Rd.,	89169
BUYER	Constantino	Noval
SELLER	Fran	Glo	Investments		LLC
DETAILS	8,865	SF;	$1,460,000
APN	162-11-815-017
BUYER’S REP	Gloria	Levy
SELLER’S REP	Jarrad	Katz,	SIOR,	CCIM	&	
Galit	Kimerling	of	MDL	Group

Sale, Retail
ADDRESS	1030	E.	Flamingo	Rd.,	89119
BUYER	LV	Data	LLC
SELLER	1030	E.	Flamingo	LLC
DETAILS	9,250	SF;	$1,500,000
APN	162-15-805-002
BUYER’S REP	Grant	Traub	and	Mike	DeLew,	
SIOR	of	Colliers	International
SELLER’S REP	Chris	Richardson,	CCIM	and	
Jason	Otter	of	The	Equity	Group

Lease, Retail
ADDRESS	7380	S.	Eastern	Ave.,	Ste	109B,	
89123
TENANT	99	Cent	Only	Stores,	LLC
LANDLORD	Warm	Springs	Plaza
DETAILS	16,800	SF;	$2,126,418	for	129	months
TENANT’S REP	Melissa	Campanella,	CCIM	
and	Terry	Hamilton,	CCIM	of	The	Equity	Group
LANDLORD’S REP	Eric	Berggren	of	Newmark	
Grubb	Knight	Frank

Lease, Industrial
ADDRESS	3854	Silvestri	Ln.,	89120
TENANT	Old	World	Cabinetry	LLC
LANDLORD	Michael	&	Susan	Mazzacavallo
DETAILS	12,284	SF;	$314,352	for	five	yeras
TENANT’S REP	Ben	Millis	and	Chris	Beets	of	
Newmark	Grubb	Knight	Frank
LANDLORD’S REP	Laura	Hart	of	CBRE

E

Sale, Industrial
ADDRESS	3068-3076	Fremont	St.,	89104
BUYER	Caliente	NV,	LLC
SELLER	Heitkotter	Family	LP
DETAILS	19,810	SF;	$999,000
APN	162-01-701-003
REP	(both)	Ben	Millis	and	Chris	Beets	of	
Newmark	Grubb	Knight	Frank

Sale, Industrial
ADDRESS	2512	Abels	Ln.,	89115
BUYER	Torrent	Holding	Inc.
SELLER	Abels	Lane	LLC
DETAILS	11,000	SF;	$650,000
APN	140-17-410-003
BUYER’S REP	Joe	Spolentini	with	ReMax	
Commercial	Sky	Mesa
SELLER’S REP	Dana	Souter	with	Millennium	
Commercial	Properties

N

Sale, Retail
ADDRESS	4180-4280	W.	Craig	Rd.,	89032	
BUYER	Marker	Craig,	LLC
SELLER	Omninet	Craig,	LLC
DETAILS	73,455	SF;	$8,200,000
APN	139-06-613-002
BUYER’S REP	Jeff	Chain	of	Millennium	
Commercial	Properties
SELLER’S REP	Charles	Moore	and	Marlene	
Fujita-Winkel,	CCIM	of	CBRE	Las	Vegas

NW

Lease, Retail
ADDRESS	3882-3836	Meadows	Ln.,	89107
TENANT	Great	Clips,	Inc.
LANDLORD	Earl	M	Morimoto	Trust

[BC]  BOULDER CITY  [E]  EAST  [H]  HENDERSON  [N]  NORTH  [NW]  NORTHWEST  [O]  OTHER  [S]  SOUTH  [SW]  SOUTHWEST  [WC]  WASHOE COUNTY

DEAL TRACKER

SW

Lease, Office
ADDRESS	9499	W.	Charleston	Blvd.,	89117
TENANT	Fremont	Primary	Care	Limited	
Partnership
LANDLORD	PTM	Co.	LLC
DETAILS	14,786	SF;	$3,683,425	for	seven	years
TENANT’S REP	Mike	Dunn	and	Paula	Lea	of	
Cushman	&	Wakefield	Commerce
LANDLORD’S REP	Rick	Myers	of	Thomas	and	
Mack

WC

Project, Office
ADDRESS	1155	Mill	St.,	89502
CONTRACTOR OF RECORD	United	
Construction	Company
DETAILS	United	Construction	Company	
completed	the	new	temporary	radiation	
treatment	area	for	the	Institute	of	Cancer.	The	
1,395	SF	building	hosts	the	Varian	XI	radiation	
therapy	technology	where	cancer	patients	will	
receive	treatment.

Project, Retail
ADDRESS	Neil	Rd.	and	S.	Virginia	St.,	89511
DETAILS	The	former	Meadowood	Square	
shopping	center	has	been	purchased	by	K	
Corporation.	Now	known	as	The	Crossing	at	
Meadowood	Square,	renovations	are	underway	
including	new	landscaping	and	building	designs.	
Nevada	Commercial	Services	Inc.	serves	as	
property	manager	of	the	newly	acquired	center.

Sale, Office
ADDRESS	5585	Kietzke	Ln.,	89511
BUYER	Acterra	LLC
SELLER	5585	Kietzke	Ln	Investment	LLC
DETAILS	8,316	SF;	$1,850,000
APN	040-972-26

Sale, Industrial
ADDRESS	8895	Canyon	River	Ct.,	89434
BUYER	Miller	Family	Investments	LLC
SELLER	Commercial	Loan	Solutions	III	LLC
DETAILS	7,700;	$547,110
APN	084-090-28

Institute	of	Cancer	Radiation	Treatment

http://www.ngkf.com/
http://www.remax.com/
http://www.remax.com/
http://www.cbre.us/o/lasvegas/Pages/home.aspx
http://www.greatclips.com/
http://www.comre.com/
http://cornerstonecre.com/
http://www.fortress.com/OurBusinesses/AlternativeAssetManagement/PrivateEquity/Default.aspx
http://fortisadvisors.com/
http://www.mdlgroup.com/
http://www.colliers.com/en-us
http://99only.com/
http://www.ngkf.com/
http://www.ngkf.com/
http://www.thomasandmack.com/
http://www.thomasandmack.com/
http://unitedconstruction.com/
http://unitedconstruction.com/
http://www.nevadabusiness.com/?utm_source=PDF&utm_medium=PDF&utm_campaign=PDF%20PDF%20February%202015
http://www.nevadabusiness.com/2015/02/red-report-february-2015/?utm_source=PDF&utm_medium=PDF&utm_campaign=PDF%20PDF%20February%202015
http://www.nevadabusiness.com/2015/02/red-report-february-2015/?utm_source=PDF&utm_medium=PDF&utm_campaign=PDF%20PDF%20February%202015
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	 The	past	year	will	be	noted	as	one	of	the	

better	 years	 in	 Northern	 Nevada	 industrial	

market	history.	There	was	strong	positive	ab-

sorption	for	 the	year,	 rental	 rates	firmed	and	

new	construction	projects	are	now	reality.	

	 With	 new	 construction	 becoming	 avail-

able,	 vacancy	 could	 increase	 even	 though	

there	 is	 good	 absorption	 activity	 and	 this	

was	 the	 case	 in	 Q4	 2014.	 A	 new	 624,000	

square	 foot	 facility	was	 leased	 by	Amazon	

vacating	588,000	square	 feet	which	hit	 the	

market	 in	 the	 fourth	 quarter.	 The	 vacancy	

rate	rose	slightly	throughout	the	quarter	from	

8.4	percent	to	8.6	percent.	Gross	absorption	

for	 the	 quarter	 was	 1,058,831	 square	 feet	

and	 there	 were	 39	 deals	 completed	 in	 the	

quarter.	

	 Gross	absorption	was	on	equal	with	our	

best	years	at	6,227,903	square	feet.	Net	ab-

sorption	was	roughly	two-thirds	of	our	record	

years	but	still	respectable	at	2,184,634	square	

feet.	The	year	began	with	the	vacancy	rate	at	

9.0	 percent	 and	 finished	 slightly	 less	 at	 8.6	

percent.	 Vacancy	 would	 have	 been	 signifi-

cantly	 less	had	 it	not	been	for	 the	new	con-

struction	added	to	the	market	and	the	result-

ing	vacancies	created	as	existing	area	users	

expanded.

	 After	a	five	year	lull,	construction	resumed	

again	in	2014	adding	2.2	million	square	feet	

to	the	market.	Three	large	construction	proj-

ects	 included	Zullily	at	707,000	square	 feet,	

Dermody’s	 speculative	 building	 of	 624,000	

square	 feet	 and	 SanMar’s	 606,000	 square	

feet.	 There	 are	 a	 number	 of	 projects	 both	

speculative	and	build	to	suit	slated	for	com-

pletion	in	2015	and	it	is	expected	to	be	a	ban-

ner	year	for	construction.	

	 The	Las	Vegas	industrial	market	vacancy	

rate	fell	to	8.0	percent	in	the	fourth	quarter	of	

2014.	The	vacancy	rate	 is	down	3.6	percent-

age	points	from	a	year	ago.	Industrial	vacan-

cies	 have	 been	 in	 the	 single	 digits	 for	 three	

consecutive	 quarters	 with	 annual	 declines	

reported	 for	 12	 consecutive	 quarters.	 In	 ad-

dition,	the	vacancy	rate	has	declined	9.0	per-

centage	points	since	the	high	reached	in	2011.	

	 One	 industrial	 project	 completed	 con-

struction	in	the	fourth	quarter	of	2014,	bring-

ing	total	inventory	to	107.9	million	square	feet;	

the	 35,500-square-foot	 speculative	 project	

is	 located	at	5955	Hauck	Street.	The	market	

reported	 622,100	 square	 feet	 of	 positive	 net	

absorption	 in	 the	 fourth	quarter,	bringing	 the	

total	for	the	year	to	4.5	million	square	feet	of	

net	 move-ins.	 During	 the	 quarter	 4Wall	 En-

tertainment	 Lighting	 leased	 roughly	 122,000	

square	feet	and	Marshall	Retail	Group	report-

edly	signed	a	deal	for	75,000	square	feet.		

	 Construction	 activity	 reached	 2.2	 million	

square	 feet	by	 the	end	of	2014,	which	 is	 the	

highest	level	of	development	since	the	2.5	mil-

lion	square	feet	reported	in	2008.	A	number	of	

projects	continued	to	make	progress,	includ-

ing	 MEC	 Contractors	 (51,500	 square	 feet),	

Thatcher	Company	of	Nevada	(53,700	square	

feet),	 The	 Chef’s	 Warehouse	 (74,100	 square	

feet),	 Konami	 Gaming	 (193,400	 square	 feet),	

TJ	Maxx	 (400,000	 square	 feet),	 Prologis	 Las	

Vegas	Corporate	Center	#19	(464,200	square	

feet)	and	Switch	SuperNAP	9	(575,000	square	

feet).	 In	 addition,	 Catamaran	 broke	 ground	

on	a	100,000-square-foot	facility	in	the	Harry	

Reid	Research	&	Technology	Park	and	Switch	

started	work	on	 its	 240,000-square-foot	Su-

perNAP	10.

   Commercial RE Report

SOUTHERN NEVADA NORTHERN NEVADA

INDUSTRIAL
SUMMARY
FOURTH	QUARTER	2014

NEXT MONTH: OFFICE
ABREVIATION KEY

MGFS:

SF/MO:

NNN:

Modified Gross Full-Service

Square Foot Per Month

Net Net Net

http://www.americastore.com/
http://www.tchem.com/
http://www.chefswarehouse.com/
https://www.gaming.konami.com/corporate/home.aspx
http://tjmaxx.tjx.com/store/index.jsp
http://www.prologis.com/en/index.html
http://www.prologis.com/en/index.html
http://www.supernap.com/
http://www.catamaranrx.com/
http://www.unlvresearchpark.com/
http://www.unlvresearchpark.com/
http://www.amazon.com/
http://www.zulily.com/?tid=4686404_35446169706_c
http://www.dermody.com/
http://www.appliedanalysis.com/
http://www.naialliance.com/
http://www.nevadabusiness.com/2015/02/industrial-summary-fourth-quarter/?utm_source=PDF&utm_medium=PDF&utm_campaign=PDF%20PDF%20February%202015
http://www.nevadabusiness.com/?utm_source=PDF&utm_medium=PDF&utm_campaign=PDF%20PDF%20February%202015


45FEBRUARY 2015   NEVADA BUSINESS MAGAZINE

he	 “third”	 estimate	 for	 third	 quarter	
2014	shows	U.S.	real	gross	domestic	
product	 increasing	 at	 an	 annualized	
rate	of	5	percent,	higher	than	the	3.9	
percent	 growth	 initially	 reported.	 In	

the	revision,	personal	consumption	expenditures	
and	 nonresidential	 fixed	 investment	 increased	
more	 than	 previously	 estimated.	 Residential	
investment,	 net	 exports,	 federal	 government	
spending,	and	state	and	local	government	spend-
ing	made	positive	contributions.	Changes	in	pri-
vate	 inventories	 made	 negative	 contributions.	
U.S.	nonfarm	employment	experienced	gains	 in	
December,	adding	252,000	jobs	over	November.	
The	unemployment	 rate	 fell	 from	5.8	percent	 to	
5.6	percent.	Housing	starts	were	down	year-over-
year,	and	housing	prices	experienced	a	slight	de-
cline.	Auto/truck	sales	and	retail	sales	remained	
above	their	level	from	last	year.
	 The	Nevada	economy	evidenced	mostly	pos-
itive	signals	with	the	most	recent	data.	Seasonally	
adjusted,	 statewide	 employment	 increased	 by	
2,400	jobs	from	October	to	November,	and	it	was	
up	2.3	percent	year-over-year.	The	Nevada	unem-
ployment	rate	fell	from	7.1	percent	to	6.9	percent.	
Taxable	sales	continued	to	show	year-over-year	
growth,	up	4	percent.	Total	air	passengers	were	
up	3.3	percent	over	the	same	time	period.	Gam-
ing	revenue,	however,	experienced	losses	for	the	
month	but	was	up	slightly	from	November	2013.
	 For	 Clark	 County,	 seasonally	 adjusted	 em-
ployment	 rose	 from	 October	 to	 November	 by	
2,400	 jobs	 and	 was	 up	 2.5	 percent	 year-over-
year.	 The	 Las	 Vegas	 unemployment	 rate	 re-
mained	constant	at	7	percent.	Total	passengers	
at	McCarran	 Airport	 were	 up	 2.3	 percent	 from	
a	 year	 earlier.	November	 visitor	 volume	was	up	
1.8	 percent	 from	 a	 year	 ago.	 Gaming	 revenue	
was	0.9	percent	higher	than	in	November	2013.	
Clark	County’s	taxable	sales	for	October	were	5.3	
percent	above	those	of	a	year	earlier.	Residential	
construction	permits	decreased	from	October	to	
November.	Commercial	construction	permits	re-
mained	at	a	low	level.
	 Seasonally	adjusted,	Reno-Sparks’	employ-
ment	 experienced	an	 increase	 from	October	 to	
November	of	100	 jobs.	Total	 employment	 is	up	
over	a	year	ago,	by	1.6	percent.	Compared	to	a	
year	earlier,	November	visitor	volume	was	up	1.7	
percent.	Total	air	passengers	were	up	1.6	percent	
from	October	2013.	Gaming	revenues	for	Novem-
ber	were	down	0.2	 percent	 from	a	 year	 earlier.	
Residential	 construction	 decreased	 from	Octo-
ber	to	November,	while	commercial	construction	
permits	remained	low.	
	 For	 the	 second	 straight	 quarter,	 the	 U.S.	
economy	experienced	strong	growth—rebound-
ing	from	a	weak	first	quarter.	Consumer	spend-
ing	remains	strong,	although	some	aspects	of	the	
housing	market	are	no	longer	improving.	In	Clark	
County,	tourism	remains	fairly	robust,	and	taxable	
sales	continue	to	make	large	gains.	Nevada’s	em-
ployment	is	also	showing	stable	growth.

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 System.

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

Ryan T. Kennelly
UNLV Center for Business

and Economic Research
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Are you optimistic that our legislators
will work together this session?

“With internal leadership 
struggles appearing 
to now be behind us, 
policymakers can now get 
down to business and do 
what our elected leaders 
in Washington, D.C. have 
found so vexing, working 
together to solve the 
critical issues facing our 
great state.“

“I am optimistic they will 
come together. Once the 
session commences, the 
realization usually sets in, 
that they were elected to 
do the people’s business 
and most understand that 
involves compromise.”

“I appreciate all those 
willing to serve our state so 
I’d commend their public 
service. As for the session, it 
seems like there’s a unifying 
force around economic 
development lately. I’m 
hopeful we can continue that 
path and prosper together as 
citizens, cities, counties and 
as a state.”

“I am not optimistic 
because of the lack of 
moderate politicians from 
either side. The right and 
left wings of the parties 
are too strident in their 
positions to compromise 
for the common good.”

“Especially when it comes 
to Nevada’s mental health 
crisis, we are optimistic 
that the legislature will 
come together and take the 
next steps toward filling 
the necessary gaps.”

Carole Vilardo | President,
Nevada Taxpayers Association

Kevin Monaghan | Sales Executive,
LP Insurance Services, Inc.

Kevin Sigstad | 2015 President, 
Nevada Association of Realtors

Harvey Fennell | Shareholder,
Dickson Commercial Group, Inc.

Slava Dimitrova | Audit and Accounting 
Partner, Fair, Anderson & Langerman

Brian Brannman | Senior Vice President 
of Operations, Dignity Health Nevada

“I do not feel optimistic 
they will work together 
this session, due to 
continued lobbyist 
funding and the pressure 
of the upcoming 
Presidential election.”
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