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Positive Thinking
According to the Las Vegas Convention and Visitors Authority, approximately 12.1 million 

visitors came to Las Vegas between January and April of 2010, which is slightly higher 

than the 11.9 million at the same time last year. Since January of this year, approximately 

17 percent of visitors were convention related, gaming revenue reached 5.5 billion dollars 

and McCarran International Airport had almost 13 million passengers. While the reces-

sion is starting to show some signs of relief, these are just a few of the indicators that 

activity in Las Vegas is on the rise and is in great position for many investment opportuni-

ties in the next few years.

In the fi rst half of the year, CoStar Comps reported approximately 16 arms-length offi ce 

building sales (over 5,000 square feet) totaling approximately $25 million dollars. For the 

same period last year, there were only 9 transactions, totaling approximately $29 mil-

lion dollars (one of which was a single transaction of $15 million). The increase in buyer 

activity this year is a clear indication that some investor confi dence in the Las Vegas offi ce 

market is starting to return.

Vacancy across all submarkets experienced slight fl uctuations in the second quarter. 

The north and northwest submarkets were the only submarkets to show a decrease in 

vacancy. These two submarkets have always been highly desirable due to historically low 

asking lease rates and highest value for vacant land. North Las Vegas remains one of the 

most affordable sections of town and is well positioned for future development.

During any type of recession, it becomes very common for consumer confi dence to drop 

dramatically. Visitor volume begins to dwindle and retail sales volume starts to decline. 

As a result, many companies go out of business, unemployment creeps upward and 

landlords reach out to brokers in order to devise a plan to avoid increased vacancy. In light 

of a troubled economy, tenants are pushing landlords to renew at the lowest lease rate 

possible, or attempt to bargain hunt for new landlords who are willing to give into their 

demands.  Fortunately, for the Las Vegas market, there were some signs of positive activ-

ity half way through the year.

 Investment opportunities can be found in all areas of town, and prices continue to 
drop. Now is the time to invest in Las Vegas real estate.

 Space relocations and short-term lease renewals will continue to be common while 
attractive lease rates and incentives remain low.
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OFFICE TERMS AND DEFINITIONS

Total SF: Office inventory includes all multi-tenant and single tenant 

buildings at least 15,000 square feet. Owner-occupied, government 

and medical buildings are not included.

Office Building Classifications: Grubb & Ellis adheres to the BOMA 

guidelines. Class A properties are the most prestigious buildings 

competing for premier office users with rents above average for the 

area. Class B properties compete for a wide range of users with rents 

in the average range for the area. Class C buildings compete for ten-

ants requiring functional space at rents below the area average.

Vacancy and Availability: The vacancy rate is the amount of 

physically vacant space divided by the inventory and includes direct 

and sublease vacant. The availability rate is the amount of space 

available for lease divided by the inventory. 

Net Absorption: The net change in physically occupied space over a 

period of time.

Asking Rent: The dollar amount asked by landlords for available 

space expressed in dollars per square foot per year in most parts of 

the country and dollars per square foot per month in areas of Califor-

nia and selected other markets. Office rents are reported full service 

where all costs of operation are paid for by the landlord up to a base 

year or expense stop.. The asking rent for each building in the market 

is weighted by the amount of available space in the building.

* Grubb & Ellis statistics are audited annually and may result in revi-

sions to previously reported quarterly and final year-end figures.
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