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FROM THE PUBLISHER

ur state is blessed and very

fortunate to have many hun-

dreds, if not thousands, of

business executives — men
and women — who contribute to the
growth of the Silver State. You can find
them in corporate offices as well as in
office settings tucked away in multi-
tenant store fronts. Their surroundings
do not detract from the fact that they
deserve recognition, and Nevada Busi-
ness Journal is proud to include some
of them in this edition.

As we enter our fifth year, Nevada
Business Journal predicts continued
economic prosperity for our state. The
northern and eastern portions of Ne-
vada are undergoing major changes, the

effects of which will be felt tor many
years to come. And to their credit, Ne-
vadans are facing up to these changes
with the planning and foresight needed
to soften the blows that accompany
rapid growth.

One more indication to enforce our
optimism is included in this issue with
our coverage of Rancho del Norte's
development in North Las Vegas. This
is just one of the many bright spots we’ll
be covering during our fifth year. Look
for these special features in upcoming
editions.

We wish all our readers a very pros-
perous new year and feel secure in our
belief that the future is indeed bright for
the Silver State.
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These individuals represent a cross section
of those whose contributions to community
and business have been responsible in part
for Nevada’s continuing success story.

Curtis Orgill:
A heart for youth

When Curtis Orgill calls Deloitte Haskins
& Sells employees into his office for an evalu-
ation, the big soft-spoken tax partner throws in
questions like “How's your team doing?” or
“Did your service group raise the money it
needed?”

Orgill, active in a dozen professional and
civic groups, encourages all employees in the
Big Eight firm’s Reno office to get involved in
community organizations.

“All of our partners and managers are active
in the community and most of our staff (of
about 30 professionals) is involved in some
organization,” Orgill said. Employees give
“thousands of hours each year” and DH&S
commits “‘several thousand dollars each year
to fund employees " annual dues and contribu-
tions. We are involved either where our skills
will benefit a group or where giving time is
important.

“I feel we have a responsibility to maintain
and increase the standard of living in the
community we live in,” Orgill explained. “We
have employees involved witheverything from
the Chamber of Commerce to Little League
Football,” he said. “Community involvement
is something we start talking about even dur-
ing the interviewing stage.”

Orgill, a 15-year DH&S employee, said
he’s learned to feel as comfortable leading a
teenage church group as he does teaching na-
tional tax training courses. “I probably spend
15 to 20 hours a week in church programs that
revolve around teenagers.” He takes the youths
on filed trips to museums, businesses and
amusement areas. I like to take the teenagers
to tour the offices of clients or business ac-
quaintances so they can learn about future job
opportunities. I get the businesses to talk about
what they do, what kind of pay levels they
offer and what kinds of educational require-
ments they have.”

He also organizes volleyball and basketball
games and advises youths on social issues. *I

Curtis Orgill

want to help provide a positive atmosphere
and a strong support group for teens,” he said.

Part of Orgill’s volunteer effort helping
youths is through Boy Scouts of America. He
serves as a leader over three troops and sits on
the Nevada Area Council’s Endowment Com-
mittee, which decides how funds are invested.
“I also have three boys in Boy Scouts,” said
Orgill, who, with his wife Miriam, is raising
eight children.

Supporting secondary education is also
important to Orgill. Within the University of
Nevada-Reno, he serves on the Accounting
and Computer Information Systems Depart-
ment Professional Development Committee,
he is the treasurer and a board member of the
Accounting Circle, and he is on the advisory
board in the Department of Business.

The tradition of volunteering at DH&S goes
back to when Charles Haskins met Elijah Sells
in 1893. Both had volunteered to serve as ex-
pert accountants on a Congressional commis-
sion investigating and recommending changes
in the government’s accounting system. Two
years later, Haskins and Sells formed the part-
nership that has grown to more than 31,000
people in over 470 office in 66 countries.




Jim Joyce:
Prominent Nevadan

Jim Joyce has long been considered Ne-
vada’s premier lobbyist and political guru.
having won nearly all of the 800 bills he has
argued for or against before state lawmakers,
several of whom owe their seats in Carson City
to Joyce's campaign management skills —
skills which have netted him victories in 90
percent of the more than 300 campaigns he has
handled in a 25-year career.

While Joyce is characteristically modest
about his political prowess, he is understanda-
bly concerned that people don’t overlook the
capabilities of the full-service, statewide ad-
vertising agency he founded 15 years ago.

“It’snice tosay I've enjoyed success through
political management. and that I've had the
honor of representing and assisting some of
the most prestigious organizations in the state
through my lobbying activities,”” Joyce says.
“But advertising helped me get to where I'm at
today, and I really fear that people look at my
political record or read about my lobbying
accomplishments and forget that we have one

Jim Joyce

of the finest and most successful advertising
and public relations firms in Nevada.”

Indeed, Joyce Advertising’s clientlist seems
to spill forth with distinction.

The clientele are as varied as they come,
with the likes of America West, First Western
Savings, ARCO Products Company, Summa
Corporation, Nevada Gaming Industry, Ne-
vada Resort Association, Nevada Commis-
sion on Tourism, Nevada Commission on
Economic Development, Nevada First Bank,

HSST-Nevada, Sierra Health Services, South-
ern Nevada Home Builders Association,
Coldwell Banker Commercial Real Estate,
and McCarran International Airport.

“I'm most proud of our reputation for re-
taining clients, for paying our bills on time.
and for the credibility and rapport that we've
established with the media, which go a long
way toward helping us obtain favorable pub-
licity for our clients,” Joyce says.

A graduate of the University of Nevada-
Reno with a degree in journalism/advertising,
Joyce is involved with virtually every aspect
of the business. including development of
media and creative concepts. market condition
analyses and copywriting. He directs a staff of
20 “highly motivated employees™ in Las Ve-
gas and Reno.

Joyce’s list of current and former lobbying
clients also reads like a Who's Who: Nevada
Gaming Industry, Howard Hughes Estate
Companies, Nevada Savings and Loan League.
Southern Nevada Home Builders Association,
Nevada District Judges Association, Atlantic
Richfield Company, Sierra Health Services,
Disposal Control Services, Zion National Bank,
Anheuser Busch and Valley Hospital, just to
name a few; an outstanding group of compa-
nies in anyone’s book.

Nevertheless, if Joyce had his druthers. he
would lobby vigorously for the merits of one
other company — his own.

First Interstate’s CEO
is dedicated to
community service

Donald D. Snyder is chairman and chief
executive officer of First Interstate Bank of
Nevada, the state’s largest financial institu-
tion. His excellent leadership in the banking
industry is matched by his dedication to Ne-
vada communities. He has committed himself
to many community organizations and proj-
ects, which will reach into and gain momen-
tum in the 1990s.

Snyder was the 1989 campaign chairman
for the southern Nevada United Way and will
serve as the 1990 chairman of the United Way
Board of Directors. He was recently appointed
to the Nevada Institute for Contemporary Art
and hosted areception in November at the First
Interstate Tower, unveiling new artwork where
the bank and Howard Hughes Properties al-
ready showcase an extensive art collection.

Snyder has become actively involved in the
Opportunity Village fund-raising campaign to
raise $1 million for a new campus in Southern
Nevada. He is also involved on the growth
committee for Las Vegas 2000 and Beyond.

Donald D. Snyder

In Northern Nevada, Snyder was an enthu-
siastic supporter of the 1989 Winter Special
Olympics, for which First Interstate was the
largest local sponsor. He also serves on the
Nevadan Museum of Art’s board of trustees.

In addition. Snyder is the campaign vice
chairman for the University of Nevada Las
Vegas Vision Project of the Department of
Intercollegiate Athletics and is a trustee for the
UNLYV Foundation. He also serves as a direc-
tor for the Nathan Adelson Hospice, Nevada
Dance Theatre, Nevada Development Author-
ity, as well as the First Interstate Mortgage
Company and First Interstate Bank of Nevada
Foundation. Snyder is an honorary member of
the American Heart Association and is a
member of the American Bankers Association
and the Commission on Economic Develop-
ment International Advisory Committee, as
Nevada ambassador.

Adopted Westerner keeps
reins tight on Western
Emporium’s success

Sandi Miller first got into western wear
while in her high school in Scottsdale, Ari-
zona. Nearly 20 years later, she’s still in west-
ern wear — literally and figuratively.

“I’ve worn western wear most all my life,”
says Miller. “I feel very comfortable in it. I'd
feel very uncomfortable out in an evening
dress and heels.”

But Miller does more than dress herself in
the duds favored by cowboys and cowboy
“wannabes.” She dresses thousands of Las
Vegans and people from across the nation in
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Sandi Miller

the clothes the West made famous. That’s
because Miller is manager of The Western
Emporium at Sam’s Town — the largest
western wear store in the desert Southwest.
The 22,000-square foot store carries just about
everything from boots to jeans to cowboy hats.
Perhaps tens of thousands of locals and tour-
ists flock to the store every year while hun-
dreds of thousands of others shop the store
through its catalog, distributed throughout the
United States and to a mailing list thatincludes
addresses in Japan and Australia.

It’s Miller who’s helped The Western Em-
porium to reach its preeminence in the field.
Miller knows western.

Althoughborn in Georgia and raised mostly
in Tennesee, Miller moved with her family to
New Mexico as a high school freshman. Three
vears later, she was in Scottsdale, working at
Porter’s Western Wear for the Christmas rush.
The store’s manager took Miller under his
wing and taught her the “ropes” — everything
from creasing hats to selecting boots.

“I guess that’s what really started it,” Miller
recalls of her instant affinity for the business.
“] just wanted to continue to better myself and
learn more.”

Her tenure at the Western Emporium began
in January 1984 as a women’s and children’s
wear buyer. She now oversees all operations
— from budgets to buying to promotions and
advertising. She even supervises each issue of
the Emporium’s mail order catalogue.

Miller has made some tough decisions —
like closing the popular deli and kitchen — but
her marketing skills and natural love for the
togs and tidbits of the West have made the
store a continuing Las Vegas success story.

“Most of our customers come here for the
western wear,” she says. “But then they also
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see the other great things we have — pottery,
gourmet coffees and teas and knick-knacks.”

Miller says she is optimistic about the fu-
ture. With the National Finals Rodeo, the popu-
larity of western wear has grown in Las Vegas;
and it continues to grow around the nation. It
seems the rest of the country is learning to love
cowboy duds as much as Miller.

Developer forms
Children’s Cabinet to
benefit troubled youth

Industrial developer Michael Dermody is
committed to helping Northern Nevada's youth
on a professional and personal level.

Dermody Properties, the company he heads,
has a foundation that currently gives thou-
sands to local family, arts and educational or-
ganizations. The foundation, he said, was made
possible through the hard work of each em-
ployee of Dermody Properties.

“Irealized about six years ago that if ] want-
ed to really make a difference in the commun-
ity, I had to take a different approach.” He and

i
Michael Dermody

his wife, Paula Smith-Dermody, focused on
children “because they have been the forgot-
ten group.” Dermody founded the Children’s
Cabinet and began investing many hours and
thousands of dollars from his personal funds.

“This has been our dream.” he said, holding
up an artist’s rendering of the Cabinet’s latest
project, a children’s resource center. “This
will be a central clearinghouse for children
with problems.

“People with troubled children face one big
obstacle: they don’t know who to turn to,” the
entrepreneur explained. “The problems of chil-
dren are often complicated. Some have more
than one problem and need the help of more
than one agency. And sometimes they fall
through the cracks.”

But when the Child and Family Resource
Center is completed in February 1990, city,
county and state agencies will all have social
service professionals at the facility working
together to help the children. A Reno Gazette-
Journal editorial said the center “could even-
tually be the most important tool Northern
Nevada has for serving troubled children.”

Dermody qualifies his thoughts about Cabi-
net projects with comments like “I'm just a
layman about these things” and “I'm just a
catalyst.” He emphasizes, “the real strength of
the Cabinet is the board of trustees and the
advisory members.” He calls Executive Direc-
tor Sheila Leslie “the engine that drives us.”

Originally, he approached social service
professionals about starting a center for abused
youngsters. “They quickly set me straight,” he
said laughing. “We put a questionnaire to all
the line workers at all the agencies. Almost all
said we needed some kind of central clearing-
house to better assist children.”

Dermody formed the Cabinet in 1985, en-
listing heads of welfare, judicial, educational
and child development agencies. He funded
administrative expenses for the Cabinet and
supported its projects, which include the Tru-
ancy Prevention Project, the School Early Inter-
vention Project, project SWEAT (the outdoor
program for delinquent teens), information
and referral services, a resource library, an
intervention team providing counseling and
parenting classes, and a tutoring program pair-
ing volunteers with at-risk students.

The Cabinet recently published Nevada’s
Children: Our Most Precious Resource? — a
book that raises public awareness with startl-
ing data about Nevada’s at-risk youth — and
the private non-profit organization doubles its
staff this month with the addition of the North-
emm Nevada First Family Preservation Pro-
gram, which works to keep families together.

The Cabinet’s biggest goal, of course, is
completion of the center at the corner of Lon-
gley Lane and Rock Boulevard. “The boost in
the whole program has been that Maud W.
“Jill” Walker (a Cabinet supporter) left a sub-
stantial trust in the hands of the Children’s
Cabinet,” Dermody said. Walker’s name will
appear on the facility.

“This is on the cutting edge of what is
happening in child care around the country,”
Dermody added as he studied the artist’s ren-
dering of the center. “The Children’s Cabinet
is an organization that will last long after my
participation.”




Cam Usher: The art of
selling Las Vegas

Cam Usher

These are busy times indeed for the Las
Vegas Convention and Visitors Authority
(LVCVA), the entity responsible for “selling”
Las Vegas as a resort destination to the nation
and the world.

With new overseas offices on the horizon,
11,000 hotel rooms coming on line in the next
several months, and a multimillion-dollar
expansion of the Las Vegas Convention Cen-
ter under way, people like the LVCVA’s Cam
Usher have their hands full.

Usher, the Convention Authority’s general
manager of sales, heads a staff 20, among them
16sales executives and four department super-
visors. She herself works under the direction
of Marketing Director Rossi Ralenkotter and
Executive Director Frank Sain. LVCVA poli-
cies are established and overseen by an 11-
member board of directors whose chairman is
Manny Cortez.

Usher has been in her present position for
the past two-and-a-half years, and with the
LVCVA since 1980. She competed for and
won her current job in conjunction with an
LVCV Areorganization plan that consolidated
advertising, convention sales and tourism into
one marketing department.

According to Usher, the reorganization
streamlined the LVCVA allowing it to com-
pete more effectively against othercities vying
for convention and tourism dollars.

“San Diego is a good example of a city that
iscompeting more aggressively with Las Vegas
by getting larger facilities, bigger staffs and
more advertising dollars,” Usher says.

Rather than just spend more money in order
to compete ever more effectively against other
destinations, Usher says, the LVCVA is cur-
rently targeting specific industries, including
corporate and incentive markets.

The LVCVA is also focusing more on
booking mid-week convention business, since
weekends are traditionally the busiest times
for vacationers. The idea, essentially, is to
spread business out as much as possible in
order to increase overall visitation.

Also in the LVCVA’s arsenal are special
events such as the Las Vegas Invitational Golf
Tournament and the National Finals Rodeo, as
well as the ability to advertise hotel expan-
sions, new resorts and the Convention Center
expansion. The LVCVA operates domestic
officesin Chicagoand Washington, D.C., while
overseas offices have been established in con-
junction with the Nevada Commission on
Tourism in Tokyo and Taiwan, with another
planned for Europe.

For her, Usher says, “The challenge is to
maintain some kind of balance, to see that all
of these offices and markets are administered
to properly.”

Another challenge faced by the LVCVA is
the task of filling the thousands of new rooms
being built in the city. While Usher empha-
sizes that the new rooms will not fill them-
selves, she is nevertheless confident that, with
the right marketing strategies, Las Vegas will
not become a victim of a room glut.

“There are times when we can’t handle all
the business we have now,” she says, citing the
recent COMDEX computer show, which at-
tracted some 117,000 delegates. During that
show, she says, convention delegates stayed in
rooms as far away as Mesquite — 90 miles
outside the city.

Usher says the convention center expansion
and subsequent increase in convention busi-
ness, along with more aggressive overseas
marketing, and marketing strategies that en-
courage visitors to stay longer in Las Vegas,
should help room demand keep up with supply
in the years ahead.

With 18.2 million visitors predicted in 1989,
four million more than just four years ago, the
optimism shared by Usher and the entire
LVCVA staff is hard to bet against.

Executive enthusiastic
over progress of
ambitious lake project

Lake Las Vegas, located 12 miles east of
Las Vegas in Henderson, promises to be one of

the most unique land development projects in
Southern Nevada. With 2,245 acres and a 300-

plus-acre man-made lake that will be created
by a 4,300 foot earthen dam currently being
built in Las Vegas Wash. the project will be
developed over a seven- to ten-year period.

The Las Vegas Wash is being rechanneled
through a two-mile-long bypass system in
order to build the dam and its lake. When
completed, the bypass will be a permanent
addition to the natural drainage system of the
wash and will carry its waters underneath the
entire length of the lake.

Its master developer, the Lake Las Vegas
Joint Venture, is an affiliate of and is managed
and controlled by Transcontinental Proper-
ties, Inc. Transcontinental Properties is a real
estate investment and development company
with diversified projects located across the
United States from Hawaii to Puerto Rico.

One of the driving forces behind Lake Las
Vegas is Thomas C. Hood. He joined Trans-

Thomas C. Hood

continental as vice president of sales in May
1989. Hood heads up the administration and
coordination of real estate sales for the firm’s
corporate and regional offices.

Hood’s 18 years of experience in the com-
mercial real estate industry most recently in-
cluded providing investment brokerage serv-
ices inreal estate sales, acquisitions and finan-
cing with the financial services group for Cush-
man & Wakefield of California’s Irvine office.

Focusing on finance, accounting, and mar-
keting, Hood earned his MBA from the Uni-
versity of Southern California and his BA in
economics from the University of LaVemne in
LaVeme, Califomnia.

Hood is excited to be involved in such a
tremendous project. “Lake Las Vegas is a
dream coming to fruition. This concept goes
back nearly 30 years and now the dream is
under way,” explains the executive.
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The Lake Las Vegas development will offer
year-round, extended-stay resort vacation op-
portunities with outdoor recreation and enter-
tainment for the entire family.

On the shores of Lake Las Vegas will be
eight resort hotel/casinos, single-family and
condominium residential units, commercial
office and retail developments and five 18-
hole championship golf courses. Plans call for
several shore-line amenities and each hotel
will have its own unique environment.

The focal point of Lake Las Vegas is the
two-mile long lake with a maximum width of
nearly one mile and a maximum depth of 135
feet. The project will have an extensive water
taxi transportation system and several marinas
providing water skiing, windsurfing, boating
and fishing.

Theresort will have amajoreconomic impact
on Southern Nevada. Hood elaborates, “A
recurring tax revenue of approximately $144
million annually will be generated as well as
creating 25,000 new jobs.” The largest impact
will be on Henderson. In the past, Henderson
has been centered around traditional industry,
but with resort developments like Lake Las
Vegas, the city will evolve into a legitimate
resort community.

Lake Las Vegas has been under construc-
tion since March 14, 1989. Hood is optimistic
about the progress of Transcontinental’s en-
deavor. “We are making good progress on all
aspects of the development,” he says. “The
dam and lake are scheduled for completion in
1992 and full development and build out is
expected to take seventoten years. Everything
1s on schedule.”

Ed Blalock: Finder
of lost accounts

Collection work, according to Las Vegas
attorney Edward Blalock, is not one of the
more popular types of law practice. “In other
areas of law, every case is something new, but
collections can be mundane. You do the same
things over and over again, and most of the
claims are small — $5,000 or less. A lot of
attorneys figure it’s just too much work.”

Blalock, whose practice is comprised mostly
of collection work (80 percent by his esti-
mate), says thatmany of his clients have trouble
getting other attorneys to even return their
calls. Blalock, however, doesn’t mind the
routine, and will often answer the phone him-
self. He stresses close personal contact, both
with clients and their debtors. Toward this end
“We’ve spent $4,000 on computer software
that is designed specifically for collection
work,” he said, “it saves us an immense amount
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Edward Blalock

of time and helps us update our cases every
day, and meet every deadline.”

A 1988 graduate of the University of San
Diego law school, Edward Blalock, 26, opened
his own firm in August of 1989. Though born
in California, he grew up in Boulder City, and
returned after graduation. “I worked for an-
other firm that did collection work, and found
thatIenjoyed it.” After ashort stint as manager
of Shenanigan’s Restaurant (owned by his
uncle, Gary Brennan), Blalock decided to open
his own law practice.

Las Vegas, he says, offers enough collec-
tion work *“to keep us plus four or five other
firms busy.” The transient nature of the city, in
which many businesses end up closing within
months of opening, is one contributing factor.
“The growth is so fast here, that anybody can
get into business. So people open a little office
expecting to have a couple of big jobs. When
these jobs don’t materialize, they can’t pay
their bills.”

However, the majority of Blalock’s busi-
ness is not tracking down those who can’t pay,
but those who won’t. “Usually if a business
can find a way to pay, it will,” he has found.
But when the money’s there and the debtor
isn’t, that’s when Blalock goes to work.

“It’s best if a client gets in touch with us as
soon as possible. The sooner we get the case,
the more collectable it is. If you wait a year to
start legal action, you stand much less chance
of winning than after 60 days,” he said.

A large percentage of collection cases are
unopposed, therefore acquiring a default judg-
ment is usually not a problem. “The trick,”
says Blalock, “is going out and collecting the
money, finding their bank account, gamishee-
ing pay, whatever it takes.”

Sometimes Blalock is able to get results

within 2 week. “Once they get a demand letter
from an attorney, they know they’'re going to
court, and they’re going to be responsible for
all attorney’s fees and court costs — an addi-
tional $1,200 over the original claim.”

Ifthe case is contested, it can take 18 months
to get to trial. Believe it or not, it used to be
even worse. ““Last year Nevada started using a
Discovery Commissioner, and 30 days after
the filing of papers there is an early case
conference to try to settle the case,” Blalock
said. “If it isn’t settled, the commissioner sets
the trial. When the attomeys set the trial, it
used to get put off for two or three years. Now
we can usually get the case through in a year.”

For this reason, clients are given a choice
between acontingency (percentage of amounts
collected) or hourly legal fees, thus allowing
the client to minimize collection costs by tak-
ing into account the nature of their case.

For Blalock, the most satisfying part of the
job is when he must play the detective, “hunt-
ing down their assets and figuring out where
we’ll get the money once we get the judg-
ment.” His firm is able to pursue debtors in the
majority of cities in Nevada, and he can also
tap into a network of attorneys throughout the
United States who are practiced primarily in
collection law.

Once the debtor is found, Blalock and Sharon
Simmons, head of the collection department,
have several tricks of the trade to call upon for
finding their assets. “To locate someone’s
bank account, for instance, I'll go to their
store, make a small purchase and pay for it by
check. When the check comes back I see
which account it was deposited in, and then we
can attach their bank account.”

Still, there are some cases that you just
cannot plan for. “Sharon once planned to gar-
nishee an elephant from the Ringling Bros.
Bamum & Bailey Circus for a veterinary bill,”
Blalock recalls, “The circus finally paid just as
they were about to take the elephant away.”

Blalock’s current caseload includes claims
ranging from $600 to $74,000. To serve his
clients even better, he recently became affili-
ated with Collection Management Associa-
tion, atop collectionagency. “This now allows
us to take any case, no matter how big or
small,” he said.

Family law specialist
James Jimmerson

James J. Jimmerson is a founding partnerin
Jimmerson & Davis, P.C. and an active member
of the Las Vegas community.

“Las Vegas is my home” said Jimmerson.
“and I'm proud of the tremendous gains this




................................................................

James J. Jimmerson

community has made. We are a community
that is bold and willing to reach for the future.
In my estimation there isn’t a better place to
raise my family and conduct my business.”

After graduation from Las Vegas High
School, Jimmerson obtained his legal educa-
tion from Columbia University Law School
and was admitted to the Nevada State Bar in
1976. Although Jimmerson’s emphasis is in
business law, he is recognized as an expert in
family law.

Most family law attorneys will actually go
to trial on an average of two to three times a
year but Jimmerson’s average is six to eight.

Recently the American Academy of Matri-
monial Lawyers announced Jimmerson’s
admittance into Fellowship. Admittance to
this prestigious association is by invitation
only. Nevada is represented by only three
attorneys statewide and Jimmerson is the only
such attorney from Clark County.

Divorced and the father of two small sons,
Jimmerson understands the trauma of families
undergoing divorce. He is a former president
of Family Counseling Services, a United Way
agency, that counsels referrals from the courts.

Jimmerson has co-authored three seminar
text books, Business Valuation in Nevada,
1989; Nevada Divorce Practice, 1986; and
Nevada Family Law, 1985, as well as numer-
ous other articles. He has served on the board
of governors for the State of Nevada State Bar
since 1983; he’s a member of the Nevada Inns
of Court; he has also served on the board of di-
rectors for National Conference of Christian
and Jews, as well as the board of directors for
Variety Club; and is a lawyer representative to
the Ninth Circuit Judicial Conference.

Jimmerson & Davis was formed in 1983.
Jimmerson’s partners, Thomas Davis and

Nicholas Santoro and their associates empha-
size business litigation, business relations,
banking, construction law, bankruptcy, patent
and trademarks, copyrights, commercial law,
medical malpractice, health care law, tort and
labor law, as well as family law.

Transplanted New Yorker
flourishes in Nevada

Like most boomtowns in the Wild Wild
West, Las Vegas lures a lot of Easterners, folks
with distinctive accents and urbane manners
who seem slightly out of their element at first,
but who quickly adapt to their new surround-
ings and — with their big city sophistication
and smarts — often end up being among the
most important, prominent and respected
people in town.

One of these folks is Dennis Stein. Born and
raised in New York City, he held high-ranking
executive positions at two Big Apple banks
before moving to Las Vegas in July, 1987, to
become president and chief operating officer
of Citibank, Nevada.

“It was total culture shock,” he recalls. “My
family and T had lived in the same place in New
York for about 18 years, and it took us about
six months to adjust to this big town/small
town, east coast/west coast transition.”

By October, 1988, when he resigned from
Citibank to “pursue other interests,” the ad-
justment was complete — so complete that
Stein was ready to head up the Nevada Devel-
opment Authority, an agency whose primary
purpose is to diversify the local economy by

Dennis Stein

enticing out-of-state businesses to relocate or
branch out in Southern Nevada.

During his first year as its president and
CEO, the NDA has experienced unprecedented
success. Fifty-six different companies have
opened up in the Greater Las Vegas area,
creating over 2,000 new jobs and slightly, but
surely, reducing Southern Nevada’s perilously
heavy dependence upon the hotel/casino in-
dustry as its economic mainstay.

Stein is the first to admit that the NDA’s
remarkable performance hardly relies on his
efforts alone. The agency’s recently retired
chairman, Joe Brown, and its large and tal-
ented team of officers, advisors and staffers
deserve as much credit as anyone, he insists.

But his own ability to sell outside compa-
nies on the benefits of operating in Nevada —
work which requires “more marketing, more
communication and more community-oriented
activity” than any of his banking jobs did —
has won him wide recognition as one of South-
ermn Nevada’s primary movers and shakers.

“Closing the deal with a new company is
still tough,” says Stein. That’s because cities
like Phoenix fight vigorously to attract the
same industries. Nevertheless, the former
banker-turned-promoter predicts a healthy ten
to 15 percent increase in the number of new
enterprises that will set up shop in Southern
Nevada during 1990.

Though he’s already demonstrated a will-
ingness to relocate to advance his career, Stein
seems happily determined to head the NDA
for a long time to come. But he’s too honest a
guy to swear that he’ll live in Las Vegas for-
ever. That’s not, however, unusual for folks
who’ve only lived here a couple of years, and
there are hints that Nevada, as it so often and so
subtly does, is making a lot of places beyond
its borders look slightly less appealing to him.

“New York,” he now says, “is a great place
— 1o visit.”

Robert Myles: Running
the volunteer marathon

You may have noticed him driving a truck
picking up clothes and furniture for the annual
Doctors’ Wives Rummage Sale. Perhaps he's
poured you a drink at Tombola, a Washoe
Medical Center Auxiliary fund-raiser. You
could have seen him hiking with a troop of
Boy Scouts or escorting the Austrian Special
Olympics Team.

You could have seen Dr. Robert K. Myles
teaching classes at the University of Nevada
Medical School or leading a meeting of the
Washoe Medical Center Board of Governors.

Dr. Myles, 63, has racked up the volunteer
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miles. He has volunteered from two to five
hours a week to dozens of organizations dur-
ing the last 30 years.

“Early on, my dedication to community
projects was for my children,” said Dr. Myles,
who raised three sons and a daughter with his
wife, Jean. “1 wanted the children to have
every opportunity to be involved with good
things.” So Dr. Myles volunteered for five
years on the YMCA Youth Program Commit-
tee. He became a trustee on the local Campfire
Girls Board for three years. He began serving
Boy Scouts of America in 1968 and continues
today. “If anybody in the family had a project,
we all fell into it,” he said.

“Atone point my wife and children decided
they wanted me to run for the (Washoe Medi-
cal Center) hospital board,” Myles said, point-
ing to a campaign picture of his family in his
office. “They thought it would be fun to run my
campaign. They read the papers and pointed
out all the events that we needed to go to ...
I’ve been on the board since then — 15 years.”

“You can’t put time and effort into volun-
teering without the support of your family,”
added Myles, a doctor of internal and pulmo-
nary medicine. His family has supported his
involvement in 11 professional societies and
community organizations and on five differ-
ent hospital boards.

Volunteering can be personally rewarding,
added Myles, who sees his patients in the new
Washoe Professional Center he helped bring
on line. “But the reward for the community is
a more important aspect of volunteering.”

Learning is also among the rewards. “Being
on the hospital board you learn finance, man-
agement and administration — things you
don’t learn in medical school,” he said of his
28 years as an administrative volunteer.
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“I’ve had fun being on the Air Ambulance
Authority (creator of Care Flight.) I've learned
a lot about air ambulances and helicopters as
well as trauma systems,” he added.

Anotherlearning experience has beenteach-
ing at the University of Nevada School of
Medical Sciences. “Those medical students
are working 18 hours a day at one subject. You
have to run to keep up with them,” said Myles,
who still volunteers to teach one or two three-
credit classes a year. “The opportunity for give
and take is fascinating.

“Idon’tthink any time I've spent volunteer-
ing has been detrimental to my medical prac-
tice. It’s given me excellent community expo-
sure and recognition,” he said. “Working on
hospital boards and as a volunteer has allowed
me to pass onmy knowledge and experience to
the community and I’ve gained recognition
and acceptance by other physicians.

“Had I used my volunteer hours to work in
my practice, I would have made more money
but [ wouldn’t have been any richer.”

John Ascuaga:
Nevada pioneer

John Ascuaga, a recognized leader in Ne-
vada’s gaming industry, is also noted for his
never-stand-still business philosophy.

As sole owner-operator of the Nugget Ca-
sino Resort in Sparks, he has provided the
inspiration in the continuing development of
the Nugget — from a 65-seat coffee shop (in
1955) with a “handful of slot machines’ to its
current status as a 968-room hotel-casino-
convention complex.

John Ascuaga

Proof of Ascuaga’s ambitious planning is
much in evidence today at the Nugget — with
construction of a $20 million addition recently
completed. The expansion has increased the
Nugget’s convention facilities to more than
80,000 square feet (all centered on the second
floor) as well as adding an Olympic-size pool,
health spa and barber shop and beauty salon on
the top floor.

Ascuaga’s dedication to success was appar-
ent in his formative years. He was bomn in
Caldwell, Idaho, but attended elementary and
high school in Notus, a small nearby town.

He earned his first college degree (a bache-
lor of science in accounting) in three-and-one-
half years at the University of Idaho at Moscow.
Following his graduation from Idaho in 1951,
he entered Washington State University at
Pullman and obtained a bachelor of arts degree
in hotel and restaurant management in 1952.

During summer vacations from college, he
worked as a bellman at Shore Lodge on Pay-
ette Lake at McCall, Idaho.

Soon after graduation, he associated with
restaurateur Dick Graves as food manager for
Graves’ operations in Idaho. In 1954, he was
named food director for Graves’ restaurants in
Nevada. He had been in Northern Nevada for
only a year when Graves opened the Nugget
and appointed Ascuaga general manager.

When Graves retired from the casino-res-
taurant business in 1960, he sold his interests
to Ascuaga, who has since that time, been the
sole owner and operator of the establishment.

The Nugget complex includes 968 rooms
(610ina28-story hotel tower), casino areas to-
taling more than 64,000 square feet, conven-
tion facilities with more than 80,000 square
feet, eight restaurants and two showrooms.

More than 2,000 employees are needed to
staff the Nugget’s 24-hour operations.

Ann Lynch:
Making a difference

When President George Bush spoke about
the importance of volunteerism in creating a
“kinder, gentler nation,” he must have had
Ann Lynch in mind.

For more than 20 years, she has dedicated
her life to helping people, through her full-
time job as director of marketing and commu-
nity relations at Humana Hospital-Sunrise and
through her involvement with almost 30 edu-
cational, charitable and civic organizations.

Even when she started working at the hospi-
tal in 1972, it was as a volunteer, delivering
newspapers to patients and later assisting in
the x-ray lab.

However, Lynch’s natural ability as aleader
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Ann Lynch

soon surfaced, and she became the hospital’s
director of volunteer services in 1978. Subse-
quently, she was promoted to her present
position in 1981. In this capacity, she has
greatly expanded Humana Hospital’s pres-
ence in the community as a superb health care
provider and public educator.

But, even before her association with Hu-
mana, Lynch was volunteering her services,
mainly through the Parent-Teachers Associa-
tion (PTA).

Lynch joined the educational support group
21 years ago to get her son’s name on a balloon
for a school project, not because she wanted to
be an active PTA participant. However, once
she was a member, she made her presence felt.
She was elected PTA president at her son’s
school the following year.

Since then, Lynch has held numerous lead-
ership positions on both the local and national
PTA level, culminating in her unanimous se-
lection as president of the 6.6-million member
nationwide organization last June. Her presi-
dency is unique because she is the first woman
inthis two-year position to have a full-time job
and the first PTA president to have a school
named after her. The Ann T. Lynch Elemen-
tary School will open in Las Vegas in 1990.

The common thread running through all of
Lynch’s efforts is helping children.

“I believe in our youth. They are our hope
for the future,” says Lynch. “What I do today,
will help them tomorrow.”

To that end, at Humana, she is proudest of
her contribution in bringing the Neonatal Unit
(1974) and the new Humana Children’s Hos-
pital (1989) to fruition.

“With these services, the majority of chil-
dren can be treated here in Las Vegas so
families can stay together. Humana has as-
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sembled the finest staff of pediatric physicians
and specialists to facilitate this.”

President Bush’s “thousand points of light”
include a very bright light in Las Vegas with
Ann Lynch. In fact, after becoming national
PTA president, Bush called to congratulate
her. The President is confident in her too.

Dan Martin; Chairman
for Nevada’s mines

Nevada is the fifth largest gold producer in
the World and is a leader in the production of
magnesite, mercury, barite, lithium and gem
stones. As chairman of the Nevada Mining
Association, Dan Martin is responsible for
spearheading the development of workable

Dan Martin

policies and programs that relate to taxation,
reclamation and protecting the environment.

The Nevada Mining Association (NMA)
currently represents about 100mines and nearly
350 suppliers and vendors. In addition, there
are about 400 associate (individual) members
who belong to the organization.

This large membership reflects mining’s
dramatic impact in Nevada. The industry di-
rectly and indirectly employs about 28,000
Nevadans and is predicted to pay nearly $78
million in taxes in 1989, according to a Depart-
ment of Minerals study.

Martin, has worked in the mining industry
since his graduation from the Missouri School
of Mines in Rolla, Missouri. in 1952.

During this tenure