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SECOND AMENDED AND REVISED AGENDA 

 
RENO-SPARKS CONVENTION AND VISITORS AUTHORITY 

NOTICE OF PUBLIC MEETING 
MEETING OF THE BOARD OF DIRECTORS 
Thursday, March 14, 2024, at 9:00 a.m. 

Reno-Sparks Convention and Visitors Authority 
4065 S. Virginia Street, Board Room 

Reno, Nevada 
BOARD OF DIRECTORS: 

Councilwoman Charlene Bybee, Chair 

Mayor Hillary Schieve  Commissioner Alexis Hill 
Mr. Stephen Ascuaga  Mr. Richard Jay 

 Mr. Greg Long      Mr. Rick Murdock   
Mr. John East   Mr. Eddie Ableser 

____________________________________________________________________________ 
 
 

THIS NOTICE AND AGENDA HAVE BEEN POSTED PER NRS REQUIREMENT, AT LEAST THREE 
BUSINESS DAYS BEFORE THE MEETING, IN ACCORDANCE WITH NRS 241.020, AT THE MEETING 

LOCATION AND AT THE FOLLOWING PUBLIC LOCATIONS: 
Evelyn Mount Northeast Community Center Reno City Hall 

Reno Municipal Court Sparks City Hall 
Reno-Sparks Convention & Visitors Authority (RSCVA) McKinley Arts & Culture Center 
Washoe County Administration Building Washoe Co. Reno Downtown Library 
RSCVA Website: www.rscva.com/public-meetings Online at http://notice.nv.gov/ 

___________________________________________________________________________ 

 
This meeting is being livestreamed and may be viewed by the public at the following link: www.rscva.com/public-

meetings 
___________________________________________________________________________ 
 

Items on the agenda are for possible action by the Board of Directors unless stated otherwise. Items will 

not necessarily be considered in the order listed. The Board may combine two or more agenda items for 
consideration, may remove an item from the agenda, or may delay discussion relating to an item on the 

agenda at any time. Pursuant to NRS 241.020(6), supporting material is made available to the general public 
at the same time it is provided to the Board. The designated contact to obtain support materials is Myrra 

Estrellado, 4065 South Virginia Street, Suite 100, Reno, NV (775) 827-7737.  
___________________________________________________________________________ 
 

 
 

AGENDA 
 

A. OPENING CEREMONIES 
  Call to Order 
  Pledge of Allegiance 

  Roll Call 
 

B. COMMENTS FROM THE FLOOR BY THE PUBLIC 
Public comment is limited to three minutes. The public is encouraged to comment on all agenda items 

as well as issues not on the agenda during the Public Comment period or on "action" items immediately 

before board discussion of such "action" items. Members of the public desiring to speak must complete 
a "Request to Speak" form and return it to the RSCVA clerk at the meeting. No action may be taken 

on a matter raised under this item of the agenda until the matter itself has been specifically included 
on an agenda as an item upon which action will be taken. Public comments may not be accepted after 

the Chairman closes any period for public comment. 
 



 

 

C.  CONSENT AGENDA: 
 

C1.  Approval of the Agenda of the March 14, 2024, Special Meeting of the Board of Directors 
 

 For Possible Action 
 

C2.  Approval of the Minutes of the February 22, 2024, Regular Meeting of the Board of 

Directors 
 

 For Possible Action 

 
C3. Ratification of Retention of Argentum Law 

Benjamin W. Kennedy, RSCVA outside legal counsel, has terminated his association with Dickinson 
Wright PLLC and has moved his legal practice to Argentum Law.  The RSCVA Board of directors is 

being asked to ratify the termination of the Dickinson Wright Legal Engagement Agreement and 

approve the Legal Engagement Agreement with Argentum Law to allow Mr. Kennedy to continue to 
serve as outside legal counsel to the RSCVA. 

 
For Possible Action  

 
 

D. BOARD MATTERS  
 
D1.  RSCVA PRESIDENT/CEO INTERVIEW and SELECTION 

The RSCVA Board of Directors will interview Brenda Scolari and Mike Larragueta.  The Board of 

Directors will consider, discuss, and may take possible action to select one of the foregoing candidates 
as the President/CEO of the RSCVA.  If one of the foregoing candidates is selected, the Board of 

Directors may consider, discuss and take possible action to delegate responsibilities for the negotiation 
of an employment agreement with the selected candidate, as well as the process for Board of Directors 

approval of such employment agreement.  In addition, the Board of Directors may consider, discuss, 

and take possible action on the terms of employment which may be offered to the selected candidate. 
 

For possible action. 
 

 

E. BOARD MEMBER ANNOUNCEMENTS, REPORTS, AND UPDATES 
 RSCVA Board Members may share announcements, reports, updates, and requests for information.  

This item is informational only, and no discussion among Board Members will take place on this 
item.   

 

Informational Only 

 
 

F. COMMENTS FROM THE FLOOR BY THE PUBLIC 
 

 Public comment is limited to three minutes. The public is encouraged to comment on all agenda items 
as well as issues not on the agenda during the Public Comment period. No action may be taken on a 

matter raised under this item of the agenda until the matter itself has been specifically included on an 

agenda as an item upon which action will be taken.  
 

G. ADJOURNMENT 
 

 For Possible Action 
 

 For information or questions regarding this agenda please contact:  

 The RSCVA Executive Office 

 P.O. Box 837, Reno, NV 89504 

 775-827-7618 
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Reno-Sparks Convention & Visitors Authority  
Meeting held Thursday, February 22, 2024, at 9:00 a.m.  

4065 S. Virginia Street, Board Room 
Reno, Nevada 

 
The Reno-Sparks Convention & Visitors Authority Board of Directors met at 9:00 am on Thursday, 

January 25, 2024. The meeting was properly noticed & posted in compliance with the Nevada Open 

Meeting Law. 

 

 
A. OPENING CEREMONIES 
 
A1. Call to Order   

Chair Charlene Bybee called the meeting to order at 9:01 am.  
 
A2. Pledge of Allegiance 

Chair Bybee asked Board Member Schieve to lead the pledge.  
 
A3. Roll Call  
      The Clerk of the Board took roll call. 
 

      Board Members Present: 
Councilwoman Charlene Bybee, RSCVA Chair 

Commissioner Alexis Hill, Board Member  

Stephen Ascuaga, RSCVA Board Member 

Mayor Hillary Schieve, RSCVA Vice Chair  

Greg Long, RSCVA Board Member  

John East, RSCVA Board Member  

Richard Jay, RSCVA Board Member  

Rick Murdock, RSCVA Board Member  

Eddie Ableser, RSCVA Board Member  
 

RSCVA Executive Staff Present: 
Mike Larragueta, Interim President & CEO 
Courtney Jaeger, Vice President, Finance  
Trent LaFerriere, Vice President, Facilities 
Art Jimenez, Executive Director of Tourism Sales 
Christina Erny, Vice President, Marketing  
Ben McDonald, Senior Director of Communications & Public Affairs 
Renee McGinnes, Senior Director of Venue Sales & Events 
RSCVA Legal Counsel: 
Benjamin Kennedy, Dickson Wright 
Molly Rezac, Ogletree Deakins 
Board Clerk: 
Myrra Estrellado, Sales Office Manager & Board Clerk 

Board Members Absent: 
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B. COMMENTS FROM THE FLOOR BY THE PUBLIC 

Chair Bybee opened the floor to public comment, there was none. Public comment was closed.  

 

C.  CONSENT AGENDA: 
 

C1.  Approval of the Agenda of the February 22, 2024, Regular Meeting of the Board 
of Directors 
 

 
C2. Approval of the Minutes of the January 25, 2023, Regular Meeting of the Board of 
Directors 

 

 Motion: Approval of the consent agenda as presented 
 Moved by: Board Member Jay  
 Seconded by: Board Member Hill 

Aye: Board Members: Ascuaga, Bybee, Long, Jay, East, Murdock, Hill, Ableser and Schieve 

Nay:  

Absent:  

Abstain: 

Vote: Motion passed unanimously 9-0-0 

 

 

D. EXECUTIVE UPDATES  

D1.  Reno-Sparks Convention and Visitors Authority Department Updates 

 Mr. Mike Larragueta, Interim President & CEO began the executive update presentation 
by announcing and presenting the January Spotlight Award Winner to Ms. Rhonda 
Leach. Rhonda has been working as the Interim NBS/REC Operations Manager since 
November when Steve Markwell retired. She has also been doing her regular job of 
Director of Equestrian and Bowling Sales.  

 Mr. Larragueta also announced three new hires for the organization. Mr. Joel Seidman, 
Director of Operations for the Reno Events Center. Mr. Chad Peters, Operations Manager 
for the National Bowling Stadium. And Valarie Segarra, Director of Event Development.  

 Ms. Christina Erny, Vice President of Marketing then presented on the public bowling 
days. This is a new initiative that launched in November and has seen success not only 
with the charity partner of each event but with the amount of rentals we have had. 109 
lanes have been booked with over 450 bowlers combined for the last 3 events. Each 
month that we host a public bowling day we partner with a different charity. In March 
we will be calling “BasketBowl”. You will be able to watch all the college hoops while 
bowling at the National Bowling Stadium. Our last public bowling day was in partnership 
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with Sierra Arts Foundation. We had 29 local artists in the bowling stadium selling their 
artwork. We also ran a mural contest with Sierra Arts Foundation to commission a mural 
that will go up in the Reno-Sparks Convention Center. We had 13 local artists submitted 
and we have narrowed it down to three finalists. We are currently reviewing the artwork 
of the three finalists to select our winner. Ms. Erny also mentioned that they had a 
media FAM in town that included four journalists who would be covering winter 
activities, museums, dining and city life. Ms. Erny announced that the RSCVA won a gold 
award with AVA Awards for our Leave No Trace Partnership. This partnership focused on 
sustainability and the importance of keeping our community clean and being a mindful 
traveler. The partnership went from Lake Tahoe to Reno & Sparks and all the way out to 
the Black Rock Desert. The GQ partnership that highlighted gaming and our outdoors 
and downtown also won a gold. The No Limits campaign that was launched in winter 
has won a platinum award.  

 Board Member Mr. Richard Jay asked how board members can help spread the message 
of our public bowling days? Can they share on their own social media pages?  

 Ms. Erny said that she and the Marketing Team could provide graphics and information 
if board members would like to share on their social media channels. The public bowling 
days would take a pause when USBC was here since the venue would be booked, but 
we would resume them once they had departed.  

 Board Member Murdock then asked where we were with the bowlers? 

 Ms. Erny responded that the marketing department was working closely with USBC to 
get all of the collateral and promotional materials ready for their arrival. 

 Mr. Murdock then asked if we going to do a big fanfare for the bowlers at the airport? 

 Ms. Erny responded that she has already met with the airport and done a walkthrough 
last week.  

 Mr. Murdock reiterated that the bowlers are very important to our economy, including 
the airport and restaurants. 

 Commissioner Hill asked if we could use Tourism Economics to do a nice evaluation of 
the bowlers while they are in town.  

 Ms. Erny agreed that this was a great idea.  

 Mr. Murdock then stated that the bowlers to not stay in one place while they are here. 
They are usually here for 3.5 days and will travel to other sites and destinations.   

9:32 am Board Member Schieve left. She returned at 9:33 am 

9:43 am Board Member Ableser left. He returned at 9:44 am 

9:48 am Board Member Schieve left. She returned at 9:51 am 
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Mr. Trent LaFerriere, Vice President of Facilities presented next on projects that have been 

completed at the different properties. Paint refresh at the Reno-Sparks Convention Center 

in concession area B. This paint refresh is a precursor to Aramark finishing their 

modifications on concession area. Other items that have been fixed or added include the 

truck gate on Peckham, 12 new metal detectors and wands for the convention center. At 

the Reno-Sparks Livestock Events Center we replaced flooring in key areas and installed 

a camera system. At the National Bowling Stadium we completed and installed a Universal 

Power Supply. On going projects are continuing the roofing at the Convention Center, 

repairing airwalls, and an art flash study which is in the catwalks to correctly label our 

panels. At Livestock bid specs for the message center that is outside on Wells Ave. Also 

some old power bolts which sit below ground have decayed and need replaced and 

repaired. At the Reno Events Center additional stanchions have been ordered, main arena 

lighting is being switched over to LED. The suites are in the final stages of upgrades and 

refurbishments. The dressing rooms are being upgraded and refurbished, main lobby is 

getting new carpet as well as  the VIP entrance on 4th St. At the National Bowling Stadium 

the camera and operating system will be upgraded as well as a new VFD which is a variable 

drive for the cooling systems and new stanchions at NBS as well.  

 

Board Member Mr. Rick Murdock asked how the sign was coming.  

 

Mr. LaFerriere said that there was a pre-bid meeting on Friday, March 1st with the City of 

Reno. Any companies that want to bid on the project of fixing the sign must be present 

at this meeting. The following week, the fourth and the sixth, those companies will then 

inspect the sign to assess the damage and scope of what it needs.  

 

Mr. Murdock stated that it would be nice for the sign to be fixed before the bowlers go 

here. He also stated that there should be some urgency to fix the sign as we have other 

top name concert and events coming and we should be able to show messaging about to 

people as they drive by.  

 

Mr. LaFerriere stated that he would work with the City and try and get it fixed as quickly 

as possible.  

 

Mr. Art Jimenez, Executive Director of Tourism Sales presented and update on Tourism 

Sales for fiscal year 2024 and what is on tap through June of this year. Mr. Jimenez stated 

that his team focuses on promoting the destination year round but specifically during need 

periods. Programs that the tourism team works on include FAM’s, international offices, 
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partnership marketing, sales missions, trade shows, travel advisory training and 

communications.  

We have partnered with airlines, tour operators and other area DMO partners to bring in 

clients and travel media to experience the destination.  We have done several FAM’s this 

year including one centered around the Great Reno Balloon Race. For this FAM we 

partnered with Volaris Airlines and brought in media and tour operators from Guadalajara 

and Mexico City. We have two more planned FAM’s for this year and we also plan on 

attending IPW. The IPW tradeshow is part of U.S. Travel and it is their biggest show of 

the year.  

Mr. Jimenez recapped that we have partnered with two international companies to 

promote us in Mexico and Canada. Sales International in Mexico who has been in business 

for over 40 years. Sales and Marketing efforts will focus on efforts in Mexico City, 

Guadalajara and Neuvo Leon, which have respectively 39.4 million residents. We are also 

going to concentrate on promoting the Volaris non-stop flights out of Guadalajara where 

there are over eight million residents.  

In Canada we have partnered with Canuckiwi. This company is based in Vancouver and 

has been in business for over 14 years. Most of the programming in Canada will focus on 

Western Canada and Vancouver, Calgary and Edmonton. Canuckiwi also works with Travel 

Nevada and North Lake so we will continue to look for opportunities there as well.  

Partnership marketing our fiscal year goal is to conduct 15 campaigns and we are on track 

to exceed that number.  

Sales Missions, we have to be really creative especially when we are competing for our 

clients time and competing with other destinations. We partner with Las Vegas Convention 

and Visitors Authority and Travel Nevada to conduct these missions.  

A few of the major tradeshows that we attend are National Tour Association, American 

Bus Association Conference. As you are all aware ABA will be here in January of 2026. Go 

West Summit will be in South Lake this weekend. We will be hosting clients and media at 

this Summit. A few others we will be participating in are Mountain Travel Symposium, 

IPW, and International Association of Golf Tour Operators. We also continue to 

communicate and train travel advisors on our destination. It is important for us to provide 

this extended sales force with the right tools so they can properly sell the destination.  

We have just completed a two-year strategic plan with Reno-Tahoe Territory and Travel 

Nevada that will launch by the end of the fiscal year. With that Mr. Jimenez concludes his 

presentation.  

 

Mr. Murdock asked if there was any way to create synergies between third parties and 

the airlines.  
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Mr. Jimenez responded that we work very closely with any airline related but also careful 

not to impede on what the airport is doing as far as route planning.  

 

Mr. Murdock explained that if we have a new flight that tourism gets involved and goes 

to the third parties to help promote these new flights.  

 

Mr. Jimenez responded by saying that we have a sales mission in Atlanta to promote the 

new Delta flight. His team also works with Volaris Airlines to promote all of our seasonality. 

His team is also working on changing the mix of traveler on Volaris to a more business 

centered. 

 

Mr. Murdock then asked if we used geofencing?  

 

Mr. Jimenez responded that we do use geofencing and other messaging to be creative. 

 

Board Member Jay spoke about the airport FAM that a few board members and the RSCVA 

participated in. He mentioned how well the FAM went. Mr. Jay also mentioned that Alaska 

Airlines would be merging with Hawaiian Airlines and Reno would like a Hawaiian route. 

Potentially creating some kind of packaging with the airlines and the casinos to help 

promote the route. Working together more to create profitability for all sides.  

 

Mr. Jimenez said that we are identifying tour operators in Mexico that are already selling 

a lot of ski, but not here. So we need to educating travelers that “you have a non stop 

out of Guadalajara and we have an excellent ski destination”.  

 

Mr. Jay asks what can we do more at the airport to help the marketing get this message 

out? We need to bring more tourist here to the destination.  

 

Ms. Courtney Jaeger, Vice President of Finance presented next. The first six months of 

the year combined overall were positive. We saw increases in occupied rooms and 

average daily rates leading to taxable room revenues that exceeded the prior year by 

2%. However, we have seen a shift in trends from Q1 to Q2. Q1 was really strong, and 

September was the highest month on record for taxable room revenues. However, for 

Q2, we did see a change in trends. For each month of Q2 consistently we saw decreases 

in both occupied rooms and average rates from the prior year. This has led to taxable 

room revenues being down 7% from the prior year for Q2. For Q1, we saw overall 

increasing or flat occupied rooms for each market segment. For Q1, we saw flat or 

increasing rates for most categories with vacation rentals having a slight decrease. For 

Q2, in comparison to the prior year, we saw decreases in hotels, vacation rentals, and 

some of the smaller segments leading to an overall decrease in ADR. Q1 was either up 
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or flat for all districts. For Q2 however, almost all districts were down. Reno D saw the 

largest percentage decrease, followed by Washoe B. We are in the process of finalizing 

January room tax collections, but from our preliminary numbers, we know that this 

trend of decreasing taxable room revenues is going to continue. 

In terms of impact to the organization, we reduced our Q2 revenue predictions as part 
of the considerations for that budget augmentation. We reduced our Q2 predictions 
from our original budget about $500,000, which ended up being spot on to how 
performance ended up for that quarter. For the remainder of the year, we're going to 
keep an eye on trends. Thankfully, our budget for this fiscal year wasn't overly 
aggressive. Even with these decreases, we're still 4 to 7% within our original budget. 
And we are seeing increases from our smaller revenue which offset the decreases in 
room tax revenues that we're seeing. 

Mr. Murdock asked about select service properties and if they are seeing the same 

trends with the smaller properties as the larger hotel casinos, and Ms. Jaeger confirmed 

that the trends are across all segments. Ms. Jaeger talked about the remainder of the 

year, and noted that we’re hoping that summer ends up a little bit stronger, but we are 

thinking that spring will still show weaker numbers in comparison to the prior year. In 

terms of our budget, we didn't anticipate that we would keep seeing the record ADRs 

and record rooms that we saw the last few years. since that was largely as result of 

coming out of the pandemic and some of the unique positioning that we had.  

Mr. Murdock then asked when January would be finalized? Ms. Jaeger stated that 

January is being wrapped up this week, we will have is posted by Friday. But we are 

expecting about a 7% decrease in total taxable room revenues in January from the prior 

year  Mr. Murdock asked if that was the trend? Ms. Jaeger said yes about 4 to 7% per 

month.  

Board Member Ableser asked what is the kicker between Q1 and Q2 in both years? 

There's a significant drop-off and as my assumption is that during the winter months 

we'd probably have more folks. Although I know we didn't have snow until late 

December. So do you have any analysis on that? 

Ms. Jaeger stated that these are pretty normal trends for Q1 and Q2. We do see lower 

occupancy numbers in Q2 and we see higher ADRs over the summer. So what you're 

seeing are normal trends from quarter to quarter, but the drop-off from year-to-year is 

what's concerning us. 

Mr. Larragueta stated I think it's important to note too, Mr. Ableser, that obviously 
September was a record, an all-time record month as an individual month. And so 
because of the surplus that we experienced in September, that is skewing the numbers 
a little bit as it relates to looking at Q1 versus Q2. 
 
Mr. Ableser asked what was so special about September? 
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Mr. Larragueta the final air races was obviously a big contributor to that, right? Rates 
throughout the entire city were... I don't think you can find a room for less than $400 on 
it. 
 
Mr. Ascuaga stated, I know Richard, you brought up the FAM that was done. I want 
compliment Mike and Christina because it really was a collaborative, and I think you 
connected a lot of dots for them of really understanding why Reno Tahoe is such a 
choice for when they're placing additional flights. If possible maybe next meeting, can 
we get an update on the indoor track efforts? 

Mr. Larragueta responded that we just had a meeting yesterday. 

Mr. Ascuaga asked the name of the data research firm that we contracted with and if 
they were up and running now? 

Ms. Erny responded that the company name is Tourism Economics and we are in the 
final steps but we are nearly complete with getting the dashboard live.  

Mr. Larragueta responded to Mr. Ascuaga, thank you for the recognition for the team. 
And just to add to that, to Mr. Jay's comment, the relationship between the RCVA and 
the airport is stronger than it's ever been. And we are, between Christina and Natalie 
and Tina and myself, Darren, the entire team and the collaboration, the communication 
is outstanding. And just to piggyback on your comment about the FAM that we just had, 
that is going to be minor leagues in the grand scheme of things when you see what 
we're going to do in July. I think that our participation level from the airlines for the July 
FAM, which we're using the Celebrity Golf Tournament at Edgewood as the anchor, is 
going to be tremendous. So we look forward to that. And obviously July, how well our 
destination shows is obviously a benefit to all of us as well. So good things to come. 

Mr. Murdock: Madam Chair, I just want to thank Stephen because him having it at the 
Peppermill and in the suite was so nice. And what was, I think, real critical was you had 
the airlines, you had the hoteliers, that's easy. But you had EDAWN and all the 
businesses showed up. That was, to me, a whole new wrinkle in the process that makes 
it so much better and the wave got bigger. And you had all these businesses in there 
and that was brilliant that they get to see our products, they get to see the airlines. But 
it was nice that we got to interact with the EDAWN people. And I think it's important 
that the RCVA look and do more with EDAWN if they could, to bring these companies in 
that are actually national companies that can send a lot of... Whether it's a vacation or a 
meeting or a corporate client here. So it's so important right now what you guys did 
Stephen, thank you. And it's unbelievable what we can, the synergy's building. 
 
Chair Bybee: Any other comments? I would like to congratulate Rhonda for her 

recognition. Well-deserved, really doing everything and stepping up when it was really 

needed. And that made a huge difference, let alone how awesome the work you already 

do that most of us are aware of. And I did request working with Courtney and HR that 

these awards, which you just started in the fall, are recognized at our board meetings 

because you all don't get to meet or see the people that are behind the scenes. Some 
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we know, many of us know Rhonda, but we could have people winning this award that 

we don't see on a daily basis. And I think it's important that the board gets to see and 

hear about the amazing employees we have. And I would like to, if we can, and I know 

it's depending on their work schedule, if they're able to come and be recognized, I'd like 

to do that every month for this Spotlight winner. So congratulations again, well, well-

deserved. Okay. That closes item D.  

 

E. BOARD MATTERS  

E1. Board Update Regarding RSCVA President/CEO Search 

Chair Bybee asked Ms. Molly Rezac if she wanted to start with this discussion. 

Ms. Molly Rezac, Legal Counsel: I think you had the last conversation with Winners, but 

I think Winner is seeking direction with respect to the number of candidates and the 

timeline with respect to the CEO search. And I don't know if there's anything else you 

wanted me to weigh in on. 

Chair Bybee: They're interested to weigh in the meeting today because we, so where we 
sit right now, we have two candidates that are currently in the queue. And the decision 
today, which we talked about last month and we're still here today, is to decide if we 
want to move forward with the two candidates we have or do we want to bring... She 
has three more candidates, but she has one that's ready or could be moved into the 
queue if we wanted three, which originally we talked about three. That's what we 
contracted with her. Last month we had a major discussion on that, but that's going to 
be a board decision today. So do we want to go ahead with the two candidates we 
have, or do we want to bring that third up? And then I would like to probably call a 
special meeting. It'll depend on I guess first step, are we going to go with the two we 
have? The timeline will be faster. 

 
Board Member Schieve asked the Chair what her thoughts were? 

 
Chair Bybee: I'm open to what the board wants. I already moved the third up last 

month and really thought that, because initially we were thinking that we wanted three. 

I think the challenge of bringing a third up now is kind of where we were before. It's 

timing and that background check, so we'd be pushing things out again. So that would 

be a downside of pushing it out further to do another, a third background check. We are 

down in the queue a couple of candidates. Tina and her team have assured me that 

their top top six, seven people overall strong candidates. So even though we've dropped 

down a couple already, I don't feel like we're taking major steps downward. But the 

reality, and once again kind of reminder to everybody, that's their assessment, not ours. 

So all of the vetting that was sent was by Winners. So they ranked their candidates with 

their expertise. We haven't seen any of them, so that vetting process and how they 

ranked them is kind of relative for us of trusting their expertise in what they're doing in 

doing their job. But I am open to conversation right now on where you all feel we want 
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to go. And then I want to get this moving forward and probably call a special meeting to 

make this decision that we need make. So I'm opening the floor, Mayor. 

Mayor Schieve indicated the Board Member Eddie Ableser had his light on first. 

Mr. Ableser: So Madam Chair, I mentioned this at our last meeting and I was reviewing 

the records, and in July when we voted to approve the contract for Winners partners, 

they did say that they were going... We were adamant about this process of keeping it 

as removed, allowing the experts to do what they're supposed to do. And then bring us 

their qualified candidates that are fit, that fit within a certain tier and they did say two to 

three. And I do remember that conversation that there was two to three of the top 

candidates of what you brought to us. And I feel that through this process we have met 

the intent of what they said they were going to do. They have brought us three, maybe 

even four at some point, but two or three, right? And one person decided to do what 

that person did. We still have two candidates, I think out of respect for the top two 

candidates that they brought us, we owe it to them to interview them as a board, 

individually, the community interview them, go through that process. And frankly, if this 

board does not settle on either of those two, which those are the top two that have 

been brought to us, we have the ability to go back and review and look at other 

candidates. But I think out of respect to those two individuals who've been identified as 

the top two, my hope is that this board moves forward in interviewing them as quickly 

as possible, getting the community to interview them as quickly as possible, and then 

have a special meeting as soon as possible. 

Mr. Jay: I agree with that a hundred percent. We contracted with this, we had it. For 
whatever reason, people dropped out. I think we met our initial commitment. We have 
two strong candidates right now. Happen to be both a little local. Okay, fair enough. But 
I think it's time for us to move forward, take that final step, name a CEO so we can 
really start, for lack of better words, kicking butt moving forward and taking us where 
we need to go. Thank you. 

 

Motion: To move forward with the two candidates that we have and to have a special 
meeting as soon as possible so we can move forward.  

 Moved by: Board Member Schieve 
 Seconded by: Board Member East 

Aye: Board Members: Ascuaga, Bybee, Long, Jay, East, Murdock, Hill, Ableser and Schieve 

Nay:  

Absent:  

Abstain: 

Vote: Motion passed unanimously 9-0-0 

 
Mr. Ableser: I have a question to legal, Madam Chair. So we're voting on moving 
forward with two candidates and advising Winners at that step. Are we going to make a 
decision on when the interviews start today? Since we're all here, we have our calendars 
in front of us, is that something we can be proactive in finding a date to do today? 
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Mr. Ben Kennedy, Legal Counsel: We can. The interviews take place at the public 

meeting. We can set that meeting date if we want. We also have Winner partners that 

needs to be involved. It might make sense to maybe have a Myrra poll everybody after 

this meeting with some potential dates and find the one that works for everybody, 

including Winners, instead of trying to set it here today. If we set it today between 

everybody, we've still got to deal with Winners and the candidates. So I would 

recommend, and I know we can do it quickly if we can get that data on the calendar in 

the next day or two. 

Mr. Ascuaga: Just to verify we are keeping the model in place, correct? Or are we still 

having one on ones with the members and then there will be a public aspect?  

Mr. Kennedy: There will be a public interview. 

Chair Bybee: We have this. So the format we had before that you all had arranged for a 
30-minute one-on-one with the candidates would just be with two candidates instead of 
three, so that'll be a little more streamlined. And then we will have the meet and greet 
with our community stakeholders that Myrra keeps putting on pause and telling them we 
will get back to them with the data soon as we can. So community stakeholders and 
then with senior staff as well, so that same format would be the same. And then the 
actual meeting itself would be an open public meeting where they do a presentation. It's 
exactly what Tina had set up for a presentation to the board, a question and answer 
period from each candidate separately, and then deliberation by the board and the 
decision. So all of that stays the same. The difference would be if we have two instead 
of three would be the only difference right now. But yeah, that format would be the 
same. 

And then as far as timing, I want to call a special meeting. I don't want to wait until 
March. We've got a lot of business from March that the last two months I've been 
pushing regular committee business aside for us to get this done. And so from staff 
perspective, we've got an airport consultant coming out, I have lieutenant governor I'm 
trying to book. So things we want to still get done at March meeting, I want to do a 
special meeting before that. And I'll talk to Winners and have her look at her calendars, 
but my target is the first or second week in March. And as soon as I get a date from 
Winners when we finish here, I'll give Tina a call, get dates from her, and then Myrra 
will reach out to all of you. And we have to make sure both candidates are available too, 
obviously, most important. So other questions? 

Mr. Jay: Quick question. Can we as a board hopefully commit by the end of the day our 
calendars that we're available? Because ideally, and I know we have to work with 
Winners, but the way I think they kind of work for us, we contracted them. So in the 
ideal world if we can get these interviews done sometime next week, there's just no 
way? 
 
Chair Bybee: No. That's too quick. And keep in mind too, Winners is contracted with a 
lot of other... They've got other business and other searches they're doing. 
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Mr. Jay: I get that. I'm just trying- 
 
Chair Bybee: And so their calendars have to be clear because even though our 
candidates are both local, which makes that easier for booking hotels, booking airfare, 
Tina and her team, so probably Tina and Dennis will be coming out. And I've asked 
them to anticipate in the first two weeks of March so I'll have a date, I'll have a date 
today from her. 
 
Mr. Jay: And hopefully maybe the first week because that gives us all of next week. 
 
Chair Bybee: We'll see when they're available. And we'll also double check the 
candidates. 
 
Mr. Ascuaga: They're not on the line? 
 
Chair Bybee: No. I think they're watching the meeting, but we also have another 
candidate who's not sitting here in the room that we haven't talked to. So all of those 
things, I mean, I know everyone really wants to get moving, but whether it's a week or 
two, I don't think that makes a tremendous amount of difference. As long as we get it 
done and then we have our regular March meeting. And that's also for our stakeholders. 
We can't give our stakeholders a few days notice. If we want to have the participation, 
we got to get them on their calendars too. 

 
Mr. Murdoch: I'd really like to see, because we're paying Winners and the clock's ticking, 
I'd really like to see them adhere to what we need. They work for us. So Richard, I'm 
just saying, I want to move the ball like that because they work for us. They've been 
selecting the candidates. It's time to go. They've got to be available to us. 
 
Chair Bybee: Well, agreed. But Rick, they have other clients as well. We're not the only 
ones, so it wouldn't make any sense. They've done all this work and then we decide to 
pick a date that they can't get out here. Would make no sense. So I know that she's 
anticipating the first two weeks of March and I will talk to her get a date and then we'll 
get it. I'll have Mira get it out to the board. Any other questions or discussion? 
 
Mayor Schieve: No. I just would say I'm not so sure, and maybe I'm wrong, Mr. 
Murdoch, but I was just with that conversation, it would've been nice to maybe have 
them on the agenda today to give us a little bit of feedback. We haven't heard from 
them in a while. Like you said, they work for us and yes, they have other clients, but I 
mean when's the last time we heard from them? So I just thought it would- 

 
Chair Bybee: Molly and I have been in constant communication. 

 
Mayor Schieve: Well, we haven't. 

 
Chair Bybee: Right. 
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Mayor Schieve: So the board needs to be involved as well. So that's all I'm saying is that 
it might be nice to hear from them. And maybe Molly, I don't know if this is something 
maybe we could set up a time. I'd like it to be transparent and out in the open, but 
where we have a phone call with them or just check in. 

 
Molly: Absolutely. 

 
Mayor Schieve: Because I know you've been doing it, but none of us have, so I feel a 
little bit like where are they at and how are they feeling? And that's their sort of 
expertise. 
 
Chair Bybee: It is and they've been on pause. Basically, we've put them on pause. 
 
Mayor Schieve: they could have given us a little bit of a... 

 
Chair Bybee: Well, and I know that Tina is watching the meeting today because I've had   
them on hold. There's nothing they can do right now. They've given us our candidates, 
they know who the next in line is. We put went on pause when we were trying to bring 
a third candidate up, then we went on pause with the investigation. Now today is our 
decision if we still want the two that we have or if we want more. And she's ready to 
roll. So she's ready, there's nothing more to really update. She's ready to roll and ready 
with that other candidate if we want him. And if we don't, then we'll book it and she'll 
give us dates. 
Mr. Ascuaga: 

I'm assuming though, going back to Winners, will we get some sort of, what's the word, 
summary from what they went through with the candidates?again, instead of, "Okay, 
here's your two names" I'm assuming there was thought, and I know there was and 
there was a lot of process. They worked hard on getting us here. But I think to your 
point, whether it would've been today, which would've been ideal, I think having some 
input from the search firm that we empowered greatly because we wanted to bring the 
best candidates forward, but I think having them walk through the process of what they 
went through would be great. 

Chair Bybee: Okay. So summary from Winners, some basically what the process was 
and kind of here we are today. Absolutely. I can ask her for that. 

 
Molly: And just so you know, as part of your board packet for the interview process, you 
will have all of that additional information about each candidate. They did not provide it 
for this meeting because we weren't interviewing those candidates, and we're waiting 
for a decision for whether or not you would have three or two. So at that, you will get 
that in advance of the meeting as part of your board packet that gives you all of that 
additional information related to each of the candidates. 
 

F. BOARD MEMBER ANNOUNCEMENTS, REPORTS, AND UPDATES 
Mr. Ableser: All right. Madam Chair, members, I have a statement that I like to read on 
behalf of the Reno Sparks Chamber of Commerce, which I am the member representing 
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them on this board. I worked with them on preparing a comment. As a proud board 
member of the Reno Sparks Chamber of Commerce on this great authority, the 
Chamber is committed to upholding the integrity and reputation of our local businesses 
and organizations, including the RSCVA. It is our collective duty to foster a safe, 
respectful, and ethical workplace environment. We are dedicated to the investigating 
and addressing any workplace allegations with seriousness they deserve. However, it 
has come to our attention that there have been attempts to misuse the reporting 
process through anonymous complaints that lack substantiation and appear to aim 
solely at damaging reputations. 

Let me be clear. While we encourage individuals to come forward with genuine 
concerns, using the veil of anonymity to levy unfounded accusations and engage in 
character assassination is not only unethical, but it's an act of cowardice. Abusing the 
reporting process in such a manner undermines the very foundation of trust and 
accountability we strive to build within our community. It diverts valuable resources 
away from addressing legitimate issues and creates an atmosphere of suspicion and 
fear, which is contrary to the principles of fairness and justice. As a board member of 
the Reno Sparks Convention and Visitor Authority, the Chamber stands firmly against 
any form of extortion or manipulation aimed at injuring someone's reputation without 
cause. We will not be swayed by baseless allegations designed to harm rather than to 
heal. Our commitment is to fairness, due process, and the protection of all parties 
involved, ensuring that our approach to workplace allegations is balanced and just. 

On behalf of the Chamber, let this serve as a reminder that the RSCVA will continue to 
uphold the highest standards of integrity and professionalism. We will not tolerate any 
actions that seek to undermine these values or the reputations of those like Mike 
Larragueta, who work tirelessly to contribute to the community's prosperity. To those 
who seek to report wrongdoing, know that your voice is important and will be heard 
with the respect and attention it deserves. To others who may consider misusing this 
process for personal vendettas, know that such actions will not be entertained or 
tolerated. Our commitment to justice and integrity remains unwavering, and will 
continue to protect and promote the best of this community and the tourism that drives 
our economy. Eddie Ableser, along with board chair Mike Hicks and Anne Silver, CEO. 
I'm going to email this to our board clerks so it can be introduced into the minutes and 
record. Thank you, Madam Chair. 

Mr. Jay: Yeah. I'll do the airport, got quite a few things and a couple of things, others. 
RTDAA just received a $7 million FAA grant for our terminal airport program, which was 
part of this bipartisan infrastructure law. Our funds will support the airport's central 
utility plant, I can't even pronounce it but anyway, that will support our two new 
concourses. This plant is about 90% going, so this is a huge thing for the airport seven 
million coming in. Senator Rosen helped get that for us. Construction update, ticketing 
hall, our grand event opening will be April 11th at 11:00 AM. The invitations will be 
going out to the entire board. As I said, I've walked in and I walked in again last week. 
Unbelievable. The lighting in that is going to be so nice because it's all natural lighting 
coming in. You guys are going to be blown away. They're working on all the floor right 
now and just unbelievable. 
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There'll be continuous construction on the roadway in front of the ticketing hall for just a 
little bit so continue to watch the signage out there. Update on the Atlanta Delta flight 
begins year-round service on June 7th. Atlanta is huge because Atlanta goes to so many 
places. Atlanta for a while, and I don't know if it's still up, it's the largest airport in the 
world. And when you fly into Atlanta, you can go anywhere you want. We're going to 
Africa in September and we get a direct flight from Atlanta to Cape Town. So that's 
really cool, I'm excited about that. Seasonal routes returning to Austin, Texas, Chicago 
beginning of March or June depending on the route. The familiarity tour that Rick and 
Steven and myself and the Mayor was at. I'm telling you the view  

from up there early on, everybody's just looking out there all of a sudden people are 
looking around and saying, "Wow." 

And I said, "This is the billion dollar view. You can't get this anywhere else." And I think 
they were impressed, everybody that was there. And I would encourage the July one 
you were talking about, let's really make an impact there. We will have our air services 
and marketing consultants in, I guess on the April 25th meeting from what I 
understand. Consultants Kurt and Scott will overview the airport service development 
strategy as well as marketing strategy support it. So Christina, I imagine you and Natalie 
will be working real close with that one. So with that, that takes care of the airport. Two 
things I would like to ask for future agenda items. One is I'd like us to pursue a policy 
and possible declaration, recognizing our desire to buy local and support minority-owned 
women-owned businesses. I know we do it a lot, we do a good job, but I think let's take 
this to the next level and let's formally have a proclamation that we can issue saying we 
support this. 

I know we can't do it all locally. The track, obviously that can't be done locally, but we 
want to encourage that and let local businesses know that we're here for you. We're a 
local entity. We recognize you're being a local business owner. We're going to do 
everything we can within our power. Not happen all the time, but I think this would just 
be a good statement for us coming out saying, "We're here as your partner." The next 
item I'd like to have for an agenda item for review and discussion is having a review of 
our HR policies now. Right now it's up here and what we come up with as a board, 
obviously we whittle down, we're at the 10,000-foot level right now. But I think we need 
to have somebody come in from the outside and to say from board direction, what are 
we looking for? What needs to be reviewed? What needs to be updated? What needs to 
be implemented? I think it'd just be good because it's always good sometimes to have 
an outside set of eyes look at things. 

Not that I'm saying we're doing anything wrong or anything like that, but sometimes on 
these things it's just good to have an objective viewpoint come in and just make us even 
better than what we are. So I know there's a couple of local companies that do this and 
worked with them in the past, but obviously we would have to go through a process. I 
totally understand that. But I think it would be in our best interest just to review that. 
Even if they come back and say, "There's absolutely nothing wrong, everything looks 
great", at least that validates what we're doing. Or maybe they come, "We'll tweak this, 
tweak that and do that." Whatever it might be, we just don't know what it is. But I think 
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it would behoove us to do this. What do we have to lose? So I'd like to see those two 
items on our agenda for a dimension where do we stand meeting. Thank you very 
much. 

Chair Bybee: And Mr. Jay, to your point on policy, I had a conversation with Mr. 
Kennedy. And even our board policies that are in our binders, a long queue, I've only 
been here three years, overall overreaching policy itself, which what did you tell me 
about it? It should be doing it. 

 
Mr. Kennedy: Well, I think it is just, it's old, it's outdated. It needs to be updated and it's 
just never been a... it's always been a back burner item. 

 
Mr. Jay: So let's put it to front burner and say HR and overall. And if we need to put a 
committee together, so let it be. 

 
Chair Bybee: Well, and it's something that could come to. Yeah, we have a couple of 
people working on that. It can go through executive legislative subcommittee with some 
ideas. But when I mentioned it to him, just overall policy like in any organization. And I 
know we do it in the city, how many times do you look in and things aren't needed, or 
things we don't have where there gaps and in a refresh of those policies. So it might be 
a good opportunity to look at how we're operating and things that we'd go back to 
policy and go, "Oh shoot, we should be doing this" or, "Why is there no policy for what 
we thought was there?" So a refresh of that, give us an opportunity to do that. 
Mr. Jay: I think it only helps us in the long run. Thank you. 

 
Chair Bybee: Any other board updates or announcements? Commissioner Hill. 
 
Commissioner Hill: Thank you, Madam Chair. I was hoping that we could have the 
Tahoe Destination Stewardship Council come and present to us about what they've been 
up to. If a collaborative, all of the different tourism jurisdictions around the lake. And 
RCVA is also a member of that and they are up to some really exciting things. It would 
be great if the board could hear an update about what the vision is there. Thank you. 

 
Chair Bybee: Okay. Absolutely. We'll look at the future agenda, reach out to them and 
the 25th on schedule. Thank you. Do you have contact inform? Well, I guess right back 
there. Oh, sorry, I'm looking at Ben McDonald. Nevermind, I know who our contact is. 
Okay. So then we'll work with him on that. Any other announcements? Updates? Mr. 
Ascuaga. 

 
Mr. Ascuaga: One other question and I'm just, again, I know this was kind of a unique 
meeting in the sense that we didn't have really a packet to review prior to and including 
minutes. We approved minutes as part of the consent agenda, again it's pretty... I just 
want to highlight. I don't know if there's a way to go back and go into more detail, but 
when you look at the meeting minutes from last meeting regarding the TARC program, 
it was a pretty extensive discussion. Right? 

 
Chair Bybee: Very small minutes. 
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Mr. Ascuaga: Yeah. I mean, it basically is a one-sentence summary. I think we should 
for the record go back and add some detail to that comment. I think the other stuff was 
pretty well covered. But again, I think we want to have record of what the discussion 
was because we're going to be back discussing things somewhere. Tied to this, including 
if there's a presentation from the lake. But I do think we have to make a decision.  

 
Mr. Kennedy: Sure. So we did approve them at the beginning of the meeting, but I think 
we can have a future agenda item to review, maybe some amended minutes. 

 
Chair Bybee: We can amend the minutes. 

 
Mr. Ascuaga: I'm fine with keeping the approval. I just think for the sake of record, we 
got to get a more detailed version. 

 
Mr. Kennedy: Sure. So we can ask the court to bring that back at the next meeting. 

 
Chair Bybee: Not everybody's going to want to go back and watch the meeting. Correct. 
If any details are, but I appreciate that Mr. Ascuaga because there was an important 
discussion and it was a really robust discussion that was had. And lots of information 
that everyone brought in their thoughts on it. So we'll go ahead and it'll be amended 
that we can add to explain this agenda. Okay. Mr. Long. 

 
 

Chair Bybee: First of all, welcome. I'm so sorry, I didn't welcome you in the beginning. 
 
Mr. Long: Oh no, that's fine. I do want to say thank you to the board members, to legal 
counsel, to Madam Chair for welcoming me so far. Being my first meeting, it's kind of 
intimidating, but I appreciate everybody being on my side and I look to look forward to 
being on the side of this board. But in regards to the TARC Connect, I just wanted to 
give a quick update on that. Since the board rejected the funding that we asked for last 
month, we have reduced service starting March 1st from 14 hours a day to six hours. 
And that messaging is starting to go out to the community and that's in the zone three, 
the Crystal Bay Incline zone. We are hoping to be on the RTC agenda in March to ask 
for funding from that group, and hope to be back on the agenda of the RCVA in future  
months. 

 
Mr. Murdoch: I would invite Incline to, I appreciate you just said, I would invite any of 
you to be part of this because I firmly believe as a body we should support anything we 
can that helps everybody. But at some point you got to help yourselves. So somebody 
up there needs to throw in some money as well. 
 
Mr. Long: Absolutely. 

 
Mr. Murdoch: So I hope that message could, in fairness playing with all of this will 
contribute, but you got to contribute. So hopefully we can get that straight. 
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Mr. Long: Yeah. I think with the initial messaging going out, I think it has ruffled some 
feathers around from various organizations. So we're hoping that we can receive more 
funding to provide that very valuable service to both tourists and to the locals. Thank 
you. Okay. 

 
Mayor Schieve:  I would just like to support putting that discussion on the agenda again. 
 
Mayor Schieve: Yeah, because I think there's some other information that, since I've 
been learning about their infrastructure and the tourism side of things, that I think 
would be important for the board to have the same information that wasn't brought to 
us last time. So I would be in support of having that item back on the agenda as well. 
Mr. Murdoch: Madam Chair I might add to that, that Mr. Larragueta and myself, we are 
on the tourism commission. You can apply. It's timed out, but you can apply for monies 
from the NCOT, on Nevada Commission On Tourism. 

 
Mr. Murdoch: So I think don't let that out of your preview that you guys could go to the 
NCOT for some funding for that. It's important because what they're... they do that by 
counties or regions and you guys have an opportunity there. 
 
Mayor Schieve: And I would also add that the sooner, the better, if we could put it on 
the March agenda. 

 
Chair Bybee: I can put it on the March. 
 
Mayor Schieve: Okay, that would be great. Especially in the reduction of service. So I 
would appreciate that. Thank you. 

 

G. COMMENTS FROM THE FLOOR BY THE PUBLIC 
Chair Bybee opened the floor to public comment, there was none. Public comment was closed.  

 

H. ADJOURNMENT 

Chair Bybee adjourned the meeting at 10:24am. 

The meeting may be viewed at the following: 

02/22/2024 RSCVA BOD Mtg  https://www.youtube.com/watch?v=wUObvIIo9Wk&t=125s 

 

 

 

https://www.youtube.com/watch?v=wUObvIIo9Wk&t=125s


 

6121 Lakeside Drive  ♦  Suite 208  ♦  Reno  ♦  Nevada  ♦  89511 
www.argentumnv.com 

Benjamin W. Kennedy    
Member 
Phone: (775) 473-7444 
Email: bkennedy@argentumnv.com 
 

Law Offices 
Reno:      (775) 473-5995 
Las Vegas:  (702) 997-0066 
 

 

March 1, 2024 
 

VIA HAND DELIVERY 

Charlene Bybee 
Chairperson 
Reno – Sparks Convention and Visitors Authority 
 
 Re: Argentum Law Engagement 
 

Scope of Engagement 
 

We are pleased that the Reno-Sparks Convention and Visitors Authority, by and through its 
Board of Directors has selected Argentum Law (“Counsel”) to represent the Reno-Sparks    
Convention and Visitors Authority (“Client”). The engagement will include Monthly Retainer 
work and Additional Hourly matters work, as described below (the “Representation”). This letter 
will confirm the terms of our agreement in regard to the Representation. 
 

For a monthly fee of Eight Thousand and No/l00ths Dollars ($8,000) (the “Monthly 
Retainer”), plus payment for expenses and out-of-pocket expenses discussed below, Counsel will 
provide the following services to Client: 
 

A.  Review and revision of necessary staff reports, prepare for and attend all RSCVA 
Board of Director meetings and, if requested, prepare for and attend meetings of Board sub-
committees. 
 

B.  Advise the Board of Directors and Executive Staff on general day-to-day legal 
issues, including but not limited to, general open meeting law and open records issues, general 
purchasing and public work issues, general transient lodging tax issues, and general Board of 
Director issues, procedures and ethical considerations and any other similar matters. 
 

C.  Legal review and appropriate revision of proposed legally binding documents for 
RSCVA facilities and programs, including but not limited to contracts, leases, licenses, letter 
agreements, MODs, and all other proposed agreements sent to Counsel for review, subject to 
conflict clearance procedures of the Firm. 
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D.  Any other contract or agreement drafting as requested by the RSCVA Executive 
Staff, subject to conflict clearance procedures of the Firm  
 

The scope of engagement expressly excludes any and all employment related issues or 
matters. 
 

Client may also engage Counsel to represent Client for litigation matters and/or other 
extraordinary matters (the “Additional Hourly Matters”) that will be billed on an hourly basis, and 
the terms of this Agreement shall apply to all such representation as set forth below. 
 

These matters will be opened upon agreement with the RSCV A President/CEO and/or 
Director of Finance.  The Additional Hourly Matters would include, but not be limited to: 
 

A. Litigation matters to be opened upon the direction to make or answer a demand or 
upon another event triggering litigation. 
 

B.  Filed and formal Transient Lodging Tax Audit Appeals that are of a significant 
nature an any significant contested cases involving Transient Lodging Tax Licenses. 
 

C.  Other extraordinary matters to be opened on a case-by-case basis, subject to 
conflict clearance procedures of the Firm. Examples of these types of matters would include work 
related to complex property transactions, significant local government issues such as City or 
County ordinance changes, significant research projects, and other similar matters. 
 

Benjamin W. Kennedy will be the attorney with primary responsibility for the 
Representation; however, other attorneys and paralegals may assist in the Representation. Counsel 
will attempt to communicate expeditiously with Client as to significant developments, will 
communicate all settlement offers promptly to Client, and will compromise or settle Client’s 
claims only with Client’s consent. It is expressly understood that the timetable for litigation, 
licensing action or approval is within the sole discretion and control of the appropriate court or 
responsible agency. Client expressly acknowledges that Counsel has not given, and cannot give, 
any assurance of the outcome of any matters covered by the Representation and Client agrees to 
cooperate fully with Counsel and to provide all information known by, or available to, Client 
which may aid Counsel in representing Client in the Representation, and to keep Counsel informed 
of Client’s current telephone number and mailing address. 
 

Legal Fees and Expenses 
 

For the Monthly Retainer work, Counsel will provide a monthly statement with 
descriptions of the work completed.  For the Additional Hourly Matters, Counsel shall bill Client on a 
monthly basis, and Counsel’s bills shall include a description of all work performed, the hours 
expended, the expenses incurred, and the amount due. Client agrees to pay in full the amount of 
each bill within twenty (20) days of the billing date. If Client has any questions or objection 
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concerning a bill, Client shall raise them promptly for discussion. Such questions or objections 
shall be timely only if made within twenty (20) days of the billing date. Any outstanding balances 
not paid when due as agreed above will accrue an interest charge of twelve percent (12%) per 
annum, compounded monthly, from the due date until paid in full.  
 

Counsel may require a further retainer at any time when, in the sole discretion of 
Counsel, such a retainer, in the amount determined by Counsel, is necessary to protect Counsel’s 
right to payment. Counsel may, at its discretion and consistent with the Nevada Rules of 
Professional Conduct, apply such retainer to monthly invoices or hold such retainer as security for 
the payment of Counsel’s final bill. The existence of a retainer does not affect Client’s obligation 
to pay Counsel promptly on a monthly basis. At the conclusion of representation, any remaining 
retainer balance shall be promptly refunded to Client, after payment of Counsel’s final invoice. 
 

Counsel’s current hourly rates are listed on Exhibit “A” to this Agreement, and Client will 
be provided with a 15% discount off Client’s then current hourly rates. Counsel’s rate schedule is 
subject to reconsideration semi-annually, and any changes in it will be applicable to Client once 
Counsel has informed Client of them, directly or by invoice. In certain cases, Counsel’s charges 
may be reflective of factors other than the amount of time expended, such as the difficulty of 
work performed, or the results obtained. Generally, preparation of pleadings and court 
appearances will result in charges of not less than one hour’s time. In addition, any legal fee 
award or costs award a court may make to Client as a prevailing party in any lawsuit Counsel 
may prosecute on Client’s behalf is merely that court’s determination of the appropriate damages 
to be assessed against the opposing party. It is not any measure of the actual legal fees and costs 
that Counsel may charge Client for services rendered.  
 

Client acknowledges that Counsel may incur various expenses in providing services to 
Client. Client agrees to reimburse Counsel for all out-of-pocket expenses paid by Counsel. Client 
understands that under most circumstances, Client will be required to advance these expenses to 
Counsel or, if Client is billed directly for this expense, Client shall make prompt, direct payments 
to the originators of the bills. Such expenses include, but are not limited to, charges for serving 
and filing papers, courier messenger services, recording and certifying documents, depositions, 
transcripts, application fees, investigative costs, computerized research, witnesses long-distance 
telephone calls, title insurance premiums, copying materials, overtime clerical assistance, travel 
expenses, sending facsimile communications, postage and notarial attestations. Such costs are 
charged at a rate representing reasonable charges in the community for such services, and may 
include administrative, clerical or overhead expenses as an element of the per unit charges. 
Client authorizes Counsel to retain and Client agrees to pay the charges of every other person or 
entity hired by Counsel to perform necessary services related to the Representation.  Such other 
persons and entities may include, but are not limited to, court reporters, appraisers, real estate 
agents, escrow agents, accountants, investigators, expert witnesses, trust officers, stockbrokers, title 
examiners, surveyors, patent draft persons, and other attorneys hired for ancillary matters in other 
localities.  Except (i) in the event of any litigation or proceedings commenced by any third party 
against a party in which another party hereto is an indispensable party or potential third party 



 

 
RSCVA 
Page 4 
 

6121 Lakeside Drive  ♦  Suite 208  ♦  Reno  ♦  Nevada  ♦  89511 
www.argentumnv.com 

defendant; (ii) a dispute as to which exclusive jurisdiction is vested in a particular court by 
applicable law or as otherwise expressly provided herein; or (iii) as otherwise provided in this 
Agreement, any dispute, controversy or claim relating to the enforcement or interpretation of 
Client’s obligations under this Agreement shall be settled by arbitration held in Reno, Nevada in 
accordance with the Commercial Arbitration Rules of the American Arbitration Association then 
in effect except as follows: 
 

A.  Subject to the time restrictions set forth below, the arbitrator shall conduct the 
arbitration in such a manner (including the allowance of such discovery as the arbitrator 
determines is appropriate under the circumstances) and on such a schedule that the arbitrator I 
deems to be fair and reasonable and to provide Client and Counsel with an adequate opportunity 
to present and support its position. The arbitrator shall resolve the dispute and give Client and 
Counsel written notice of its decision, with the reasons set out in full, within thirty (30) days after 
the arbitration hearing, and shall have ten (10) days thereafter to reconsider and modify its 
decision if either Client or Counsel so requests. Thereafter, the arbitrator’s decision shall be 
final, binding and no appealable. The arbitrator shall be bound by the terms of this Agreement and 
applicable law. 
 

B.  The arbitrator shall have authority to award relief under legal or equitable 
principles, including interim and preliminary relief. The arbitrator shall allocate the costs of the 
arbitration, including the arbitrator’s fee, between Client and Counsel upon such basis that the 
arbitrator deems equitable. If the arbitrator determines that Client or Counsel has proceeded in 
bad faith, arbitrarily or capriciously with respect to the arbitration, then the arbitrator shall require 
that party to the arbitration to reimburse the other for the attorneys’ fees and out-of-pocket 
expenses incurred by the other party in connection with the arbitration. The arbitrator shall also 
award such incidental recovery, such as attorney’s fees and costs, and interest, as required by this 
Agreement. Judgment upon the award rendered by the arbitrator shall be entered in accordance 
with the provisions of Nevada law, including all applicable provisions of Nevada Revised 
Statutes. 
 

C.  This arbitration clause shall not apply to any claim brought by Client against 
Counsel. Any counterclaim brought by Client against Counsel in an existing arbitration 
commenced by Counsel before the American Arbitration Association (“AAA”) in accordance 
with this Section shall result in termination of the AAA arbitration proceedings. Notwithstanding 
the foregoing, this arbitration provision is not intended to and shall not be interpreted as a 
limitation of any rights Client has or may have to pursue claims against Counsel outside the 
context of the AAA arbitration proceedings described herein, including, but not limited. to, any 
claims relating to malpractice liability, or to submit Client’s fee dispute to any State Bar of 
Nevada fee dispute resolution program then in effect. 
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Information to be Made Available to Client 
 

Counsel agrees to assert a diligent effort to assure that Client is informed at all times as to 
the status of the Representation and as to the courses of actions which are being followed or are 
being recommended by Counsel. Counsel agrees to make reasonably available to Client for 
reading in the Counsel’s office all written materials sent or received by Counsel pertaining to 
these matters so long as all fees due to Counsel have been promptly paid by Client. Copies of all 
such materials will be provided at Client’s request and at Client’s expense. All of Counsel’s work 
product will be owned by Counsel.  
 

Conflicting Engagement 
 

Counsel agrees not to accept, without prior approval from Client, any engagement known 
by Counsel to be in direct conflict with the interests of Client in the Representation. If, in the 
course of ~representing multiple clients, Counsel determines in its sole discretion that a conflict of 
interest exists, Counsel will notify all affected clients of such conflict and may withdraw from 
representing g anyone or more of the multiple clients, possibly including Client, to the extent such 
a withdrawal would be permitted or required by applicable ethical provisions. 
 

Termination of Representation 
 

The Representation established by this Agreement is subject to termination only as 
follows: 

 
A.  Counsel reserves the right to terminate the Representation with thirty (30) days 

written notice (1) if Client fails to honor this Agreement; or (2) if Client fails to cooperate with 
Counsel, makes false representations to counsel, or fails to pay Counsel promptly as required by 
the terms hereof. Counsel reserves the right to terminate the Representation immediately (1) for any 
just reason as permitted or required under the Nevada Rules of Professional Conduct or by any 
appropriate court; or (2) if Client demands that Counsel take action which Counsel, in its 
discretion, determines would violate Rule 11 of the Nevada or Federal Rules of Civil Procedure 
or any bankruptcy law derivative thereof. Notification of termination shall be made in writing to 
Client. In the event of termination, Client agrees to pay Counsel promptly for all services 
rendered plus all other charges or expenses incurred pursuant to this Agreement prior to 
termination. 
 

B.  Client reserves the right to terminate the Representation upon 30 days’ notice and 
shall notify Counsel in writing of any such termination. In the event of such termination, Client 
agrees to pay Counsel promptly for all services rendered by Counsel prior to termination plus all 
other charges or expenses incurred pursuant to this Agreement prior to termination. If Counsel is 
required to consult with a successor attorney following termination, Client agrees to deposit a 
retainer with Counsel to cover the cost of such services. 
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Counsel agrees to assert a diligent effort, subject to casualties beyond the control of Counsel, to 
retain and maintain all major and significant components of the files of Counsel relative to the 
Representation for a period of four years following the conclusion of the Representation. 
 

Counsel shall be entitled to enforce its attorneys’ retaining lien and attorneys’ charging 
lien in accordance with Nevada law, so that, in the event Client fails to pay Counsel as provided 
herein, Counsel may retain exclusive control of all Client files as well as any property, monies, 
or original documents in Counsel’s possession, until such fees are paid in full. Client hereby 
grants a power of attorney to counsel to execute any drafts or instruments payable to Client, apply 
sums received to Counsel’s outstanding fees, and remit any remaining funds to Client.  
 

Acknowledgement of Risk in Contested Cases 
 

Client acknowledges that, in the event of a loss, Client may be liable for the opposing 
party’s attorney’s fees and will be liable for the opposing party’s costs as required by law. Client 
further acknowledges that a suit brought solely to harass or coerce a settlement may result in 
liability for malicious prosecution or abuse of process. 
 

Complete Integration; Binding Upon All Parties; Choice Of Law; Consent To Jurisdiction 
 

This Agreement contains the entire agreement between Client and Counsel regarding the 
Representation and the legal fees and other charges and expenses to be paid relative thereto. This 
Agreement shall not be modified except by written agreement signed by Client and Counsel. 
This Agreement shall be binding upon Client and Counsel and their respective heirs, executors, 
legal representatives, and successors. This Agreement shall at all times be construed and 
interpreted in accordance with the laws of the State of Nevada, without regard to principles of 
conflicts laws. 
 

Review of Agreement 
 

This Agreement shall be reviewed at a regularly scheduled meeting of the Reno-Sparks 
Convention and Visitors Authority Board of Directors every three (3) years. At that time, Client 
and Counsel will review the scope of the engagement and other necessary terms and shall agree 
to make any mutually acceptable modifications. 
 
      Very truly yours, 
 
      ARGENTUM LAW 

       
                                                                        Benjamin W. Kennedy 
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ACCEPTED AND AGREED 
 
RENO-SPARKS CONVENTION 
AND VISITORS AUTHORITY 
 
 
By:________________________ 
Its:  Chairperson 
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Exhibit A 

Fee Schedule 

Members    $250-$555/hour 

Paralegals    $185-$250/hour 

Legal Staff    $80-$120/hour 

Benjamin W. Kennedy  $475/hour 
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Winner Partners has identified Mike Larragueta and Brenda Scolari as the finalist candidates for the 
RSCVA President & CEO position.  Both have accepted an invitation to take part in the public 
interview process.  Attached hereto are the President & CEO Candidate summaries for Mr. Larragueta 
and Ms. Scolari. 

 

Background on CEO Candidate Search Process 

 

Winner Partners was tasked with managing and overseeing progress with a dual emphasis on ensuring a fair and 
equal process while embracing the RSCVA’s mandate to adhere to Nevada Open Meeting Law. Winner Partners 
activities consisted of four distinct categories detailed below: Discovery, Recruitment, Candidate Evaluation and 
Finalists. 

 

• Discovery 
o Winner Partners starts each executive search assignment from a foundation of understanding 

 Two members of the Winner Partners engagement team spent four days at the RSCVA offices to 
host discovery sessions with those closest to the organization, starting 9/11/2023 

 The following discovery sessions were held at RSCVA offices: 
• Individual, one-on-one meetings with each board member 
• Individual, one-on-one meetings with senior staff of the RSCVA 
• Group sessions with community stakeholders from the gaming industry, hoteliers, 

restaurants, community partners from related nonprofits, as well as city and county 
organizations 

 
 Information shared regarding the experience, background, and behavior/ characteristics identified 

by the groups listed above were woven into the President and CEO job description which was 
shared with the RSCVA Board for their feedback and approval at the board meeting held 9/25/2023 

 A compensation range for the CEO position was also set at this meeting 
 

• Recruitment 
o Winner Partners began recruitment and advertising of the CEO position following the September 2023 

board meeting 
o In addition to direct recruitment efforts, Winner Partners utilized strategic advertising through online 

channels including: 
 Winner Partners website 
 RSCVA.com 
 USAE 
 MPI 
 Destinations International 
 DMA West 
 DMOProz 

 
• Candidate Evaluation 

http://www.winnerpartners.net/
mailto:info@winnerpartners.net
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o Through the course of the recruitment process, Winner Partners identified a total
of 148 prospective candidates

o Nine highly-qualified candidates were evaluated by the team through multiple interviews to assess their
experience and background related to:

 Career journey and resume review
 Leadership components of people/culture, fiscal management, facilities management, capital

projects, and partnership building with elected officials, the public and private sector
 Industry expertise - tourism, destination management, destination marketing and hospitality
 Leadership - board-level reporting, gravitas, conflict resolution

o Candidates submitted a written reflection of experience and background, leadership philosophies, and self-
assessment of components of the RSCVA President and CEO role

• Finalists
o Per the process outlined with the RSCVA Board Chair, seven of these highly qualified candidates were

invited to participate in a 60-minute, virtual, panel interview with the Winner Partners engagement team
o Based on candidate interviews, evaluation by the engagement team, and the written reflections of the

candidates based on the criteria set forth in the position description, the top three candidates were then
selected to move to the finalist stage with the RSCVA Board, stakeholders, and senior staff.

o Finalist candidates undergo further scrutiny including:
 Background verifications
 County Criminal History
 Credit (Employment) Report
 Education Verification
 Federal Bankruptcy History
 Multijurisdictional Criminal History
 Statewide Criminal History
 Address to Criminal History (10 year)
 Address to Statewide Criminal History (10 year)
 Nationwide Sex Offender
 Social Intelligence Report
 DISC Assessment

Final Interview Process 

The Finalists will now continue a series of interviews, before appearing before the RSCVA Board of Directors 
for the public, selection interviews. 

• Finalist candidates will participate in:
 Individual, one-on-one meetings with each board member
 Group sessions with community stakeholders from the gaming industry, hoteliers, restaurants,

community partners from related nonprofits, as well as city and county organizations
 Group sessions with 7 members of the senior staff of the RSCVA

o Feedback from these sessions will be summarized by Winner Partners

http://www.winnerpartners.net/
mailto:info@winnerpartners.net
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Mike Larragueta Relevant Skills & Competencies 

Mike Larragueta 

Interim CEO 

Reno Sparks CVA 

Reno, NV 

Summary of Expertise & Background 
Overview of Experience and Career Progression 

• Mike is a third-generation Nevadan and the youngest of four
siblings. He began his college career at UC Santa Barbara and
finished his business degree at the University of Nevada-Reno.

• After graduation, Mike began working for a local hotel and
casino as a part of their management trainee program. He
initially worked in operations for six months before
transitioning into sales. Over the next decade, he steadily
climbed the ranks at the El Dorado, eventually being promoted
to the position of Director of Sales.

• Mike spent 6 years in a sales capacity at the Venetian Resort
Hotel Casino in Las Vegas where he had an opportunity to
move to a larger market. He was the last management hired
before the 9/11 tragedy. During a time of turmoil, Mike
developed their leisure sales program from scratch. In 2007, he
was promoted to Executive Director of Partnership Marketing.
His role was to identify better opportunities for expanding their
distribution channels. He was responsible for overseeing the
credit card portfolio and finding the right customer
demographics. Mike led other programs, such as getting
Southwest Airlines on board and becoming a member of the
Rapid Rewards Program.

• In 2011, Mike had the opportunity to join The Palms Casino
Resort following a previous boss to oversee all of sales in
addition to revenue management and catering. After 6 months,
the ownership filed for bankruptcy and lost the property to the
bank.

• Hard Rock was the Palms major competitor and they recruited
Mike to an identical role. He was there for the next 2.5 years
ramping up sales and partnerships and is proud that he took an
existing stale sales team and put them in a position to be more
competitive in the meetings and convention space.

• Mike followed the same GM he worked with to the Baha Mar
Casino & Hotel. Mike went to the Bahamas as the Executive
Director of Sales. This was an opportunity to be on the
management team of a new property in a new country. They
had 4 brands under one roof including their own, Rosewood,

Education 

University of Nevada-Reno 

BBA 1991 

Professional Development & 
Accomplishments 

University of Nevada Reno Alumni 
Association - Recruitment Volunteer 
Las Vegas September 2009  

Las Vegas Bowl Committee 2003 - 
2013 

https://www.linkedin.com/in/mike-larragueta-81458b41/


Hyatt, and SLS. The makeup of the ownership group included 
a billionaire private developer and the Bank of China who 
required them to use the State of China Construction 
Company. There were difficulties with the construction and 
financing that led them to not opening on schedule. Mike did 
his best to stay on course, but the writing was on the wall that 
they might not ever open, and he had to find a new 
opportunity.  

• Mike moved his family back to Reno and he rejoined the
Eldorado Resort Hotel and Casino as VP of Sales just as they
were going public. The company had expanded to 4200 rooms
spread across three properties. The timing was perfect as he
had just experienced having multiple brands under one sales
organization at the Baha Mar. Mike's main focus was
consolidating the sales organization and implementing a shared
services model. He successfully built a strong team that could
sell the vast number of rooms effectively.

• Mike got a call from a colleague who was interviewing for the
CEO role at the RSCVA and asked him to join as VP of Sales if
he got the job. The new CEO was hired, and Mike joined in
February 2017. Mike knew the state, casinos, and what their
opportunities were, but he needed the commitment from the
CEO to build a team and open new offices. In the first year,
they went from 3 offices to 7 to increase brand recognition in
major markets. They increased production and new business to
the market. He has loved promoting the destination. Mike
assumed the Interim CEO role in July 2023.

Size and scope of current organization and reporting structure 

• Budget – $50M
• Financial structure of org – Government Department
• Funding Sources – Room Tax
• Total # of Employees – 150
• Direct Reports – VP, Facilities, VP Marketing, VP Sales, VP of

Finance and 4 ED’s across the department
• Reports to – Board

Motivation for pursuing the opportunity. 

• When Mike was first appointed to the Interim CEO role, he had
no interest in assuming the full-time CEO position. He was
determined to do everything in his power to leave the
organization in the best possible position for the next CEO.
However, after spending time in the role, he has witnessed a
significant boost in morale, the board has been moving in a
positive direction, and there has been overwhelming support
from the staff for him to continue leading the organization.



• The organization is currently in a very good place, and it seems
like they have learned how to manage and meet the board’s
expectations. Communication has played a crucial role in this
progress, and they collectively feel productive steps have been
taken.

Consultant Notes 

• Mike has a deep understanding of the visitor economy and the
visitor to the region. He would love to see the leisure business
grow in Reno, packaged with a longer stay and a higher
discretionary spend and less of the “weekend warriors.”

• His 30-year career and progression has been in hospitality. He
has seen many leadership styles which equated to those to
emulate and those to avoid. Mike believes in treating people
the way you want to be treated and never burning a bridge.

• Mike supports promotion from within. He mentors and
develops people sharing what he has learned. He reflected on
people he has hired over the years who are now leaders locally
and across the country, some starting their career as a valet or
as a casino dealer.

• Mike has had budgetary responsibility at RSCVA since he
started as a department head. He feels he has a good
understanding of the budget, where they are allocating funds
and why. He feels public entities should be able to answer
general questions about the budget.

• Since Mike joined the organization, RSCVA has managed their
facilities internally with about 140 employees, then outsourced
in a cost-saving measure, and then returned to the internal
management model. Mike led the bid/RFP process to select a
vendor when they moved to an outsourced model. Mike
recognized the challenge of the facilities where employees felt
siloed and not a part of RSCVA, only an employee of the
facility. He encouraged previous leadership to recognize these
employees as ambassadors for the visitors and counseled on
the need to hire a sales and events team for the facilities
resulting in non-room generating revenue and upsells of $1.2M
in the first year.

• Mike referenced the need for increased airlift and the collective 
work with EDAWN and the Airport Director. RSCVA can
support through a budget allocation to support the minimum
revenue guarantee which has fluctuated in the past few years.

• When Mike started at RSCVA, he asked for autonomy to build
a good team to attract visitors who had never been to Reno.
Because the destination did not have flagship hotels, they
needed “boots on the ground” representing the properties in
market. They added 7 remote offices to support these efforts.
Mike’s knowledge of the Las Vegas market helped build a



successful strategy to book more association and selective 
SMERF (Social, Military, Educational, Religious, and Fraternal) 
business for the destination. He also reallocated spending 
efforts for specific groups with higher likelihood of selecting 
Reno. Mike stated 50% of their business is a brand-new visitor 
to Reno driven by the efforts of the remote offices.  

• Mike cites Reno’s comp set to the meetings/group business as 
Salt Lake City, Dallas, Denver, and Seattle. Their biggest 
hurdles are the current air lift and lack of rooms in proximity to 
the convention center.

• Mike has pushed for improvements in the facilities from 
technology, cleaning with the addition of Cleansline and 
GBAC STAR Accreditation at the convention center. They also 
made incremental changes like painting the concrete walls to 
brighten the venue, recarpeting, and the addition of 20 
portable digital signs. They created a Customer Advisory Board 
to determine what would be needed for further growth and to 
attract new business. As Interim CEO, Mike supported the 
prioritization of capex projects with an $8M budget 
adjustment.

• Mike’s approach to serving the RSCVA stakeholder is to be 
approachable by listening, communicating, and being open to 
hearing all sides. He wants to understand their needs and 
wants including elected officials who are prioritizing their 
constituents.
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Position Title: President/CEO 

Client Name: Reno Tahoe – Reno Sparks Convention & Visitors Authority 

Candidate Name: Mike Larragueta 

Describe your current role and responsibilities. 

 As Vice President of Sales, I am responsible for leading a sales team of 31 full time employees who are 

responsible for contracting 250,000 group room nights annually.  I also oversee the Leisure Sales team 

who develops and implements third part distribution sales and marketing programs.  The annual budget for 

the Sales Department exceeds $9M. 

As Interim CEO / President of the RSCVA I am responsible for leading the organization consisting of 150+ 

full time employees.  I work in collaboration with the three Vice Presidents of Finance, Marketing and 

Facilities to ensure we are fulfilling the mission and objective of the organization as stated in the strategic 

plan. 

As the sole employee of the Board of Directors it is my responsibility to communicate, collaborate and 

work closely with Chair Bybee and the entire Board of Directors to move the organization forward.   

As the position has been described to you what makes you uniquely qualified to be successful in 
the role and with the organization? 

I have over thirty years of experience in the hospitality industry with an emphasis on Sales, Marketing, 

Finance and Facility Management.  The past seven years at the RSCVA have enhanced my knowledge of 

the DMO industry, specifically government and open meeting laws.  Being a Northern Nevada native, I 

have institutional knowledge of the market, its strengths, challenges, and nuances.  Comprehending the 

importance of gaming, stakeholder relationships, seasonality and market mix are essential qualities this 

position requires. 

Share your approach to community engagement and building strong lasting relationships among 
diverse groups with different interests (i.e., community partners in the public sector, private 
sector, corporate, and residents). Share successful strategies employed in previous roles.  

Community Engagement: As the CEO / President of the RSCVA, expanding community engagement, 

outreach and advocacy is paramount as we are the lead economic driver for our region.  Communication, 

transparency and public participation in events and community programs are vital.  Working with elected 

http://www.winnerpartners.net/
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officials, non-profits, the Chamber of Commerce, the University of Nevada, and economic development 

organizations to ensure we are providing support for the community’s needs. The RSCVA team has 

participated in city park clean up efforts, sponsorship of children in need at events within our managed 

facilities and financial support for local and national charities such as Big Brothers Big Sisters, Eddy House, 

Childrens Cabinet.  In addition, I’ve led activations such as providing access to our facilities during times of 

despair. The RSCVA plays a vital role in crisis communication.  The RSCVA facilities are used as emergency 

shelters during natural disasters, fires, and weather-related emergencies  

Describe your experience promoting a leisure destination. 

As a hotelier executive I have experience in leading sales organizations in several destinations.  I have 

successfully implemented programs in the following sales and marketing channels:   

Meetings and Conventions.  Directed meeting and convention sales teams contracting association, 

corporate, incentive, SMERF and sports groups.  

Leisure Sales: Directed leisure sales teams in contracting room commitments with receptive operators, 
wholesalers, online travel agencies, global distribution systems, travel agents and free independent 

business travel programs. 

Free Independent Travelers:  Developed FIT marketing programs through partnership marketing programs 

with credit card companies, airlines and like brands domestically and internationally.   

As a DMO / CVB executive I have led the sales efforts in both the group and leisure segments.  The 

RSCVA meetings and convention and sports teams are responsible for over 50% of the contracted group 

rooms for Reno Tahoe on an annual basis.  Our seven remote offices are the national sales offices for our 

hotel resort partners.  These Regional Directors of Convention Sales are an extension of our hotel resort 

partner’s sales teams.  The RSCVA Leisure Sales team represents over 30% of the overall room night 

market mix for Reno Tahoe.  Programs we develop and oversee include partnership marketing, co-

operative media campaigns, sales missions, and airline development initiatives.  The RSCVA Marketing 

team produces consumer direct advertising campaigns for all segments based on visitor profile data and 

extensive research. 

The RSCVA has been recognized by winning several awards through its marketing campaigns, meetings 
ang convention periodicals and facility recognition.  Smart Meetings Magazine recognized the RSCVA as 

one of the top DMP’s in the industry.  

What has been your responsibility for managing major assets such as convention centers, event 
centers, etc. 

http://www.winnerpartners.net/
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From February of 2017 the RSCVA Sales team contracted convention and sports business utilizing the 
four RSCVA owned and managed facilities.  The team worked closely with facility management companies 

SMG and then ASM who managed our four facilities until June of 2022.  In July of 2022 the RSCVA 

brought the management of the four owned and managed facilities in-house.  At that time, I was tasked 

with leading the food service RFP process resulting in the board of directors unanimously selecting the sub 

committee’s recommendation to contract with Aramark.  I also created the Facility Sales and Events team 

whose primary role is to service existing room producing business and contract non room producing 

business within a twelve-month period.  This team has increased revenues by 62% offsetting facility losses 

and generating economic impact for the community.  

As the Interim CEO / President I have been active in improving employee morale at the facilities 
by engaging team members through communication, facility staff lunches, pre-cons for all events 
at every facility and breaking down silos.  We have allocated capital to improve facility operations 
including concession and food outlet refresh at the Reno Sparks Convention Center, suites at the 
Reno Events Center and purchased digital signage to enhance the group experience. 

We also hired a Safety Manager who has implemented numerous safety programs.  We also 
approved a $228k safety training platform through a recent budget augmentation.  

Rank your expertise (1-5) in the following areas, with 1 being no experience to 5 being expert: 

• Managing Destination Assets
o Managing Multiple Facilities - 4

o Convention Center - 4

o Sports Facilities - 4

o Parks - 2

o Parking Assets - 2

• Facility Maintenance & Repair - 3

• Capital Projects - 4

• Safety - 4

• Security - 4

• Experience with Conservation & Sustainability - 4

• Promotion of a gaming destination - 5

• Promotion of outdoor recreation - 5

• Work in the public sector - 5

• Leadership of a public agency - 5

• Budget Experience >$10M - 5

• Responsibility of a staff > than 50 FTE’s - 5

http://www.winnerpartners.net/
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• Managing Multiple Departments - 5

Describe your experience working with the following groups. Please details the various organization and 
how you collaborated:  

• Community Groups –

- Big Brothers Big Sisters – Charitable contribution through Association Forum and Holiday

Showcase

- Children’s Cabinet – Operation Santa Clause sponsor

- Economic Development of Western Nevada – Colla\berate on business solicitation and air

service development.

- Eddy House – Sponsor through Disney on Ice performance at the Reno Events Center.

- National Automobile Museum –

- Nevada Museum of Art - Annual sponsorship and marketing support for new exhibits

- Reno Aces – Annual sponsorship and collaboration on event opportunities to drive tourism.

- Reno Sparks Chamber of Commerce – Annual sponsorship, board representation and

participation in Alliance event.

- University of Nevada Reno – Partnership with Nevada Athletics, world class Mondo indoor

track.

• City Officials –
- City of Reno Mayor’s Office – Hosted US Conference of Mayors in June of 2022

- City of Reno – City Manager’s Office – Manage two City of Reno owned facilities.

- City of Reno – City Council – Provide annual updates to the City Council on RSCVA strategic

plans and facility performance.

- City of Reno – Business Development – Combined efforts to activate downtown, facility

activation and new citywide events.

- Reno Police Department

- Reno Fire Department

- City of Sparks Mayor’s Office

- City of Sparks – City Manager’s Office

- City of Sparks – City Council

- Sparks Police Department

- Sparks Fire Department

-

• County Officials –

- Washoe County Commission

- Washoe County Manager

http://www.winnerpartners.net/
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- Washoe County Sheriff’s Office

• State Agencies –
- Governor’s Office

- Lt. Governor’s Office

- Nevada Commission on Tourism

- Senator Rosen’s office -

• Federal Agencies –

-COVID recovery funds through Nevada Commission on Tourism - ARPA

How would others define your communication style? Do you prefer to be close to your employees or 
maintain a healthy distance, and why? 

Open communication and transparency are a priority.  I believe in staff input and building a consensus. 

Share your experience working with a board of directors. What approach and philosophy did you follow in 
working with boards? 

My seven years of experience and time as Interim CEO with the RSCVA has provided me with significant 
exposure to our board of directors.  I believe communication, transparency, honesty, responding to board 
inquiries and managing their expectations are paramount in working with a board,   

I also was on the Las Vegas Bowl committee for 10 years as the hotel representative.  Thiis board’s 
priorities were to secure college football bowl sponsorships, ticket sales, secure and participate in bowl 
week activities and select the participating teams that would have the greatest economic impact for Las 
Vegas. 

How would you describe your leadership style?  What do others say about your leadership style? 

I ask for input and feedback from staff when making decisions.  I encourage participation and support the 
team environment.  I feel others would say I represent and advocate for my team, their work goals, 
resource needs and challenge department leaders and decision makers within the organization.  I 
appreciate and recognize staff for their efforts and achievements regardless of their position. I feel I 
recognize potential by giving people the opportunity to use their own unique strengths, gifts, and talents. 

Any challenges personally or professionally to accepting the position if offered? Any challenges to beginning 

employment in the first quarter of 2024? 
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No personal or professional challenges in accepting this position.  No challenges with beginning this 
position in the first quarter of 2024. 

Provide any other relevant information you wish to share with the search committee to highlight your 
experience, background, and desire for this opportunity. 

I proud to belong and believe in the team, stakeholders, and this community. 

http://www.winnerpartners.net/
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Mike Larragueta 
1698 Bridgeview Court 

Reno, Nevada 89521 
702.232.0211 

mikeslarragueta@gmail.com 

December 1, 2023 

Dear Tina, 

I am writing to express my sincere interest in the President & CEO position at the Reno Sparks 
Convention and Visitors Authority. As a native Northern Nevadan, promoting the Reno Tahoe 
destination would be a great honor and privilege. With a proven track record and twenty-five 
years in executive leadership, strategic planning, and destination marketing, I am confident in my 
ability to contribute to the continued success and growth of the Reno Sparks Convention and 
Visitors Authority, which I am proud to have been a part of for nearly seven years. 

Throughout my career, I have developed extensive experience in driving organizational 
excellence, fostering stakeholder relationships, and implementing innovative marketing 
initiatives. My leadership roles have equipped me with a deep understanding of the tourism, 
hospitality, and gaming industry, and I am particularly drawn to the exciting opportunities 
presented by the Reno, Sparks, and North Lake Tahoe regions. 

Key highlights of my qualifications include: 

1. Strategic Leadership: Successfully led The RSCVA Sales team, resulting in achieving
board approved group room night goals for six consecutive years. I am adept at
developing and executing strategic plans that align with organizational objectives.

2. Destination Marketing: Implemented comprehensive destination marketing campaigns
that significantly increased visitor numbers and revenue. I possess a keen understanding
of market trends and the ability to position destinations effectively.

3. Stakeholder Engagement: Established and nurtured strong relationships with key
stakeholders, including government agencies, community leaders, and industry partners. I
am committed to fostering collaboration and ensuring the mutual success of all involved
parties.

4. Financial Accountability: Demonstrated success in budget management, resource
optimization, and revenue generation. I am accustomed to making data-driven decisions
to achieve financial objectives.

5. Innovation and Adaptability: Embraced innovation in previous roles, integrating new
technologies and sales and marketing strategies to stay ahead in competitive markets. I
am adaptable to change and thrive in dynamic environments.

I am particularly excited about the prospect of contributing to the growth of the region. The 
area’s unique offerings and potential for increased tourism provide an excellent platform for 
transformative leadership. 



Enclosed is my resume, which provides additional details about my professional background and 
accomplishments.  

I look forward to the possibility of continuing to contribute to the success of the Reno Sparks 
Convention and Visitors Authority and am eager to discuss how my vision and leadership can 
benefit the Reno, Sparks and North Tahoe regions.   

Thank you for considering my application. 

Sincerely, 

Mike Larragueta 



Mike Larragueta is the Interim President and CEO for the RSCVA. Larragueta brings nearly 30 years of experience in the travel
and tourism industry, incorporating 15 years of local executive experience, which includes more than six years as the RSCVA
Vice President of Sales; more than 12 years of executive hotel experience at Las Vegas resorts, including The Venetian,
Palazzo, Hard Rock, and The Palms; and nearly two years working as the Corporate Vice President of Global Distribution for
Baha Mar Casino & Hotel in the Bahamas.
 

Mr. Larragueta understands the importance of Northern Nevada’s group business mix, from travel trade to citywide
conventions, and from corporate meetings to youth sporting events, overseeing sales efforts producing more than $225 million
in taxable room revenue during his tenure at RSCVA. Most recently, he led and developed the RSCVA’s Indoor Track initiative,
in an effort to meet the Board of Directors’ request to bring new business to the destination during an historic needs period.
The Indoor Track is projected to generate 20,000+ room nights in 2024-2025, with potential to bring 50,000 additional room
nights to the destination for years to come, all during the November-through-March shoulder season. In recent months as
Interim President and CEO, Larragueta has made aggressive efforts to support additional lift to Reno-Tahoe International
Airport, working with the RSCVA Board of Directors to increase the organization’s air service fund from $750,000 to $3 million.
Reacting to the Board’s continued emphasis on expanding the already impressive lineup of events in Northern Nevada,
Larragueta recently created the Director of Event Development position to attract new events to the destination.
 

In addition to exceeding room night production goals for the past six years, Larragueta managed the Food Service RFP
process, encompassing the Reno-Sparks Convention Center, Reno Events Center, National Bowling Stadium and the Reno-
Sparks Livestock Events Center, during the recent transition of those venues back into RSCVA’s operational control. During his
tenure as Interim President and CEO, he prioritized and completed a facilities activation plan to increase venue revenues via
new advertising and sponsorship programs, as well as heightened short-term sales and events production. Larragueta,
personally and through his assembled sales teams, maintains strong relationships with top-tier RSCVA clients, such as United
States Bowling Congress, Wild Sheep Foundation and Shriners International.
 

Mr. Larragueta recently approved the implementation of a local engagement campaign, inviting the community to utilize the
National Bowling Stadium while supporting local charities, such as Ashley’s Toy Closet, Eddy House, Sierra Arts Foundation and
more. Personally, Larragueta is also a strong, annual
supporter of local Catholic Charities and Goodwill. Past
volunteer engagements include a decade on the Las Vegas
Bowl Committee. A Winnemucca native, Larragueta earned
a Bachelor of Science degree from the University of Nevada, Reno.

Mike
Larragueta 

confidential - do not distribute or copy

Candidate
Biography



Michael S. Larragueta 
1698 Bridgeview Court 

Reno, Nevada 89521 
702-232-0211

mikeslarragueta@gmail.com 

SUMMARY OF QUALIFICATIONS 
• Hospitality Executive with more than 25 years of experience in all hotel distribution channels,

gaming, air service development, facility/venue management, marketing campaign development,
partnership marketing, loyalty programs and financial accountability.

• Ability to create, lead and mentor a professional sales and marketing organization in a team-oriented
work environment.

PROFESSIONAL EXPERIENCE 

Interim CEO & President - Reno Sparks Convention and Visitors Authority 
July 2023 - Present 
• Launched employee recognition program.
• Directed and established new facility operation processes and procedures, including requiring

collaborative pre-cons for all events.
• Managed and implemented facility activation plan for all four RSCVA owned and managed venues.
• Implemented RSCC concession and food outlet refresh.
• Increased community engagement and volunteer opportunities, increasing local organization

advocacy efforts.
• Led new organizational initiatives, including hiring facility Advertising, Sponsorship and Reno

Event Center Sales Position, and created Director of Event Development position to increase
revenues and elevate destination experience.

• Restructured and evolved venue sales and events team, thus increasing venue revenues by 57%.
• Expanded offices internationally. Contracted agencies in Canada and Mexico.
• Launched new data-driven campaign for both leisure and convention sales.
• Increased Air Service Fund for minimum revenue guarantees and airline marketing support.

from $750k to $3m making the region a more competitive destination.

Vice President of Sales - Reno Sparks Convention and Visitors Authority 
February 2017 - Present 

• Developed positive and collaborative working relationships with community leaders and
stakeholders.

• Achieved board approved group room night goals six consecutive years resulting in more than 1.5
million group room nights.

• Managed food service RFP process for RSCVA managed venues.
• Led and developed  Indoor Track project from onset to fulfillment positioning the destination to

bring new business to the region during seasonal need periods contracting 20,000 - 50,000 room
nights per year.

• Increased number of Regional Directors’ of Convention Sales remote locations from four to eight
offices.

Executive Director of Sales – Silver Legacy Resort Hotel Casino and Eldorado Resort Hotel Casino 
September 2015 – February 2017        

• Consolidated three sales teams to a shared services model.
• Restructured territories, sales segmentations and selling strategies.
• 2016 and 2017 group room night and average daily rate pace up 20% to prior year.

mailto:mikeslarragueta@gmail.com


Corporate Vice President Global Distribution Sales - Baha Mar Casino & Hotel, LTD 
March 2014 - September 2015 

• Developed and implemented annual sales plan.
• Responsible for hotel room sales distribution and profitability for all hotel brands.
• Implemented co-operative marketing strategy and advertising budget for group and leisure

segments.
• Responsible for group and leisure segment budgets
• Managed airline minimum revenue guarantee and air service agreements.

Vice President of Sales and Catering – Hard Rock Hotel and Casino Las Vegas 
September 2011 – March 2014 

• Restructured group sales team and sales strategy based on Hard Rock brand and customer
demographics.

• Developed private sales program generating 35,000 room nights and $4.5 million in room revenue.
• 2012 group sales room nights increase of 13,000 room nights, 16% increase over 2011.
• Increased leisure sales and group sales ADR by 9% 2012 over 2011.

Vice President of Sales – The Palms Casino Resort | Palms Place Hotel and Spa 
February 2011 – September 2011 

• Developed private sales program generating 25,000 room nights and $3.3 million in room revenue.
• Reduced media and travel expenses by $350,000.
• Increased leisure sales and group sales ADR by 5% and 8% year-over-year 2011 vs. 2010.
• Increased leisure sales room nights by 32,000 year-over-year 2011 vs. 2010.

Executive Director of Partnership Marketing- The Venetian/The Palazzo 
January 2007 - February 2011 

• Developed occupancy recovery programs targeting distress periods.
• Developed individual and group programs with collegiate sports conferences including the

West Coast Conference, Western Athletic Conference, Mountain West Conference, and the
Pacific 12 Conference.

• Developed individual and group programs with Las Vegas Events and Sports Marketing Division of
the Las Vegas Convention and Visitors Authority.

Director of Leisure Sales- The Venetian Resort Hotel Casino 
October 2001 – January 2007 

• Implemented travel agent education and incentive programs.
• Contracted domestic and international wholesale, OTA and GDS accounts.
• Implemented comprehensive GDS strategy with consortiums and Sabre.
• Worked with legal department in developing/negotiating contracts and determining business terms.
• Implemented third-party distribution recovery programming.

Director of Sales - The Eldorado Hotel Casino, Reno, NV 
January 1995 – September 2001 

• Responsible for managing a team of six sales managers, coordinators, and support staff.
• Responsible for 40% of hotel room inventory sales.
• Managed sales distribution channels, including but not limited to, meetings/conventions, sports

groups, domestic/international wholesale, online travel agencies and GDS.
• Negotiated and oversaw co-operative marketing programs.



EDUCATION 

University of Nevada Reno 
Bachelor of Business Administration - 1991 

COMMUNITY SERVICES 

University of Nevada Reno 
Alumni Association  - Recruitment Volunteer 
Las Vegas  
September 2009 

Las Vegas Bowl Committee 
2003 - 2013 

REFERENCES 

Tim Lamont 
Chief Executive Officer 
LamontCo 
Southlake, TX 
303.229.1655 - Mobile 
tlamont@lamontco.com 

Phil MacDougall 
President and Executive Director 
National Automobile Museum 
The Harrah Collection 
1 Museum Drive 
Reno, NV 89501 
775.333.9300 - Main 
775.333.9306 - Direct  
Phil@automuseum.org 

Eathan O’Bryant 
Youth in Pursuit 
Reno, NV 
775.250.7372 
Coacheo10@gmail.com 
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Candidate Name: Mike Larragueta 

Client Name: Reno-Sparks CVA 

Reference Name: Eric Bello 

Reference’s Title/Organization: Partner – Hall of Flowers / Formerly Las Vegas Sands 

Reference’s Relationship to Candidate:   Reported To 

How did you meet the Candidate and in what capacity do you know him/her today? 

Hired Mike in 2011.  They ran a tradeshow called Comdex.  Mike was hired to work on sales.  
He knows Mike today only via Facebook and LinkedIn.  It has been 5-6 years since he has 
spoken to him. He remembers seeing Mike right before he got the Reno position.  

Tell me about how you and the Candidate worked together. 

Mike was hired to fill the shoulder periods between shows.  Directed market strategies to fill the 
hotel rooms when the trade shows patterns were not filled.  He worked with the online sales team.  

He had accounts that he managed with his team.  Worked to fill 25-30% of the hotel.  

Did the Candidate have any major accomplishments while working for/with you?  Was there an 
area where the Candidate excelled? Any particular strengths? 

Mike developed strategies to fill gaps in hotels.  He created the “Suite Life” campaign.  He oversaw 
the direct market to 300-mile radius campaign. Mike helped open properties in Macau where he 

hired and trained the on-site staff to bring them up to US standards.  

This position requires someone with diverse leadership experience in key areas; therefore, an ideal 
candidate is someone with expertise in the Public Sector, understands promoting a four-season 

Destination, and experience managing public-owned facilities. How does this Candidate measure 
up in these areas? 

Public Sector – They were very much in the private sector when he worked for Eric.  He did see 
Mike work and maintain positive relationships with the Carrano family owners as well as other 
stakeholders. He mentioned that Mike has public-sector relationships, but this is outside his 
knowledge.   

Four-Season Destination – Mike has fantastic skills.  Old school dress to impress.  He had the FIT 
market. Unmatched guest standards were implemented, and Mike was part of the formation of 
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those strategies. Mike was charged with increasing the ADR at a time when it was difficult to attain 
those goals.  Eric remembers the goals were met and exceeded for the non-gaming market.  

Managing Facilities – He didn’t manage facilities when he worked for Eric.   

Was there an area where Candidate excelled? Any particular strengths? 

Mike is the players' coach leader.  His strengths are relationship building, networking, and utilizing 
personal connections.   

Are there any areas where Candidate could use improvement? Any particular weaknesses where 
he/she would need additional support in the first 90 days? 

He doesn’t know how much Mike knows about the intimate details of operating a convention 
center.  He might have gained that knowledge since leaving Eric’s.  

Is there anything we haven’t asked you that you would like to share about the candidate or that 
we should know about the candidate? 

It has been some time since Mike worked for Eric.  He has followed his career since leaving.   
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Candidate Name: Mike Larragueta 

Client Name: Reno-Sparks CVA 

Reference Name: Tim Lamont 

Reference’s Title/Organization: CEO / Lamont Co.  

Reference’s Relationship to Candidate:   Peer 

How did you meet the Candidate and in what capacity do you know him/her today?  

Met 20 plus years ago in Las Vegas at a supplier event. In the past 5-10 years, Tim has been 

booking business through him.  Tim works with Mike’s sales team.  Mike brokered a solution to an 
issue where Tim had to book business in Reno.   

Tell me about how you and the Candidate worked together. 

Has seen Mike at destination trade shows.  Met with Mike when they went to Dallas for a sales 
mission.  Helps Tim network in the hotel industry.  

Did the Candidate have any major accomplishments while working for/with you?  Was there an 
area where the Candidate excelled? Any particular strengths? 

Transparency.  How he leads and teaches his sales team.  If you talk to his team, you have talked 
to Mike.  He represents his city well.  Communication and vision of Reno compared to what 
outsiders understand as well as stakeholders.  Ability to adapt to anyone he is speaking to.  Finds 

a way to make people comfortable.  Relationship builder.  

This position requires someone with diverse leadership experience in key areas; therefore, an ideal 
candidate is someone with expertise in the Public Sector, understands promoting a four-season 

Destination, and experience managing public-owned facilities. How does this Candidate measure 
up in these areas? 

Public Sector – Witnessed Mike navigate public officials including board and clients.  He finds ways 
to connect to ensure everyone is comfortable.  Made it his job to make everyone connected.  

Four-Season Destination – Tim has a type of client in his operator business.  Mike and his team 
sell Reno and the area's assets to all groups.  Mike connects to those he knows to ensure the 
customer has the best experience.   
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Managing Facilities – At advisory council meetings, Mike makes sure that everyone knows what is 
happening.  He knows the venue owners and managers.  Mike is not afraid to ask tough questions 
to ensure that each group understands the customer that is coming to town.  

Was there an area where Candidate excelled? Any particular strengths? 

Loyal, which creates a bond with his team.  Loyal to the city.  Transparency.  He knows what he is 
selling.  Spirit.  He loves who he works for in his position.  Honest.  Understanding of inner workings 

of the city.  Communication, he empowers people.   

Are there any areas where Candidate could use improvement? Any particular weaknesses where 
he/she would need additional support in the first 90 days? 

Tim doesn’t work with him daily.  Assuming people are trying to get on his calendar.  He might 
need to navigate time to ensure he speaks to those he needs to speak with.  Tim thinks that if 
there were any concerns, they would have come to light as Mike is currently Interim CEO.  Having 
the time as interim helps work out any kinks.  Doesn’t know of any weaknesses.  Tim feels that the 

board has had a chance to see him in the role. Mike will learn to navigate in his role.  

Is there anything we haven’t asked you that you would like to share about the candidate or that 
we should know about the candidate? 

Mike is a good person to be around and willing to teach others about certain things in the industry.  
Everyone has a Mike story when Tim is in Reno.  He is impactful. 
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Candidate Name: Mike Larragueta 

Client Name: Reno-Sparks CVA 

Reference Name: Phil MacDougall 

Reference’s Title/Organization: President & CEO / National Automobile Association 

Reference’s Relationship to Candidate:   Peer 

How did you meet the Candidate and in what capacity do you know him/her today? 

Met Mike when he first moved to the area as an ED for the Wynn Speakers Series.  Met Mike and 

his team.  When he moved to the National Auto Association, he worked more with Mike.  Phil’s 
current role, and venue, has prompted him to reach out to Mike and his team.  Attributed his recent 

success to Mike and his team.  

Tell me about how you and the Candidate worked together. 

They have a great working relationship.  Phil understands that they are part of what can be done 
in Reno for visitors.  When Phil asks for a meeting, Mike is very responsive to meet as soon as 
possible to figure out how to get tasks done.   

Did the Candidate have any major accomplishments while working for/with you?  Was there an 
area where the Candidate excelled? Any particular strengths? 

They have closed 8 out of 10 site visits.  Feels that when Mike brings potential business, he is 
diligent, gets stuff done, and everyone on his team likes him.  He has great relationship building 
skills.  Mike connects with the local markets as those are the ones that they are trying to support.  

This position requires someone with diverse leadership experience in key areas; therefore, an ideal 
candidate is someone with expertise in the Public Sector, understands promoting a four-season 
Destination, and experience managing public-owned facilities. How does this Candidate measure 
up in these areas? 

Public Sector – Look at his track record for his sales numbers, that speaks for itself.  Mike knows 
pretty much every public figure.  He values the public sector as they live in the area.  His reputation 
is gold.   



 

Winner Partners 

REFERENCE 
QUESTIONNAIRE 

 

   
TAMPA • ST. PETERSBURG • BALTIMORE • CINCINNATI • NEW YORK • PITTSBURGH • CHICAGO • CHARLOTTE • PHOENIX 

727-270-1884   •   www.winnerpartners.net   •   info@winnerpartners.net  

 

 

Four-Season Destination – He has the track record.  He knows the budgets.  He has developed 
and created budgets for years.  He has international experience, big city, and the local.  Mike has 
been doing this position for years. Mike has the culture to excel in this area.  

Managing Facilities – He has been managing facilities.  Phil has been working with Mike to maximize 

the area venues.  He has managed his staff, the area attributes, and the local market.   

Was there an area where Candidate excelled? Any particular strengths? 

Mike brought and developed a team that is very loyal to Mike.  They understand the focus and 
“support” Mike.  Mike set up a network to promote Reno in the US and internationally to bring this 

business.  Mike is conveying a positive message that it is a full destination with diverse attractions.  
Mike is mission focus to change the public perception.   

Are there any areas where Candidate could use improvement? Any particular weaknesses where 
he/she would need additional support in the first 90 days? 

Not aware.   

Is there anything we haven’t asked you that you would like to share about the candidate or that 
we should know about the candidate? 

Mike excels with team, culture, marketing, and relationships.   
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Candidate Name: Mike Larragueta 

Client Name: Reno-Sparks CVA 

Reference Name: Eathan O’Bryant 

Reference’s Title/Organization: ED, Youth in Pursuit, Mike Pagram & Associate/ Community 
Relations 

Reference’s Relationship to Candidate:   Peer 

How did you meet the Candidate and in what capacity do you know him/her today? 

Met Mike when he first got to Reno.  Mike was a big supporter of UNR when Eathan was a student 
athlete.  He has known Mike for 30 years.  Knows the family well and vice versa.  Knows him today 

as a dear friend, great husband, and tireless worker for the community.  Assisting and setting the 
table so that others can eat before him. He knows how to relate to others and make them 

comfortable. 

Tell me about how you and the Candidate worked together. 

They worked to bring youth sports to Northern Reno.  A tournament is held at the Convention 
Center and brings youth basketball teams to the city.  He saw Mike work with casino owners to 
bring Reno-Sparks to the world and showcase the destination.  

Did the Candidate have any major accomplishments while working for/with you?  Was there an 
area where the Candidate excelled? Any particular strengths? 

The basketball tournament of 1,200 teams on Memorial Day weekend brings much value to the 
city and region.  Mike worked to ensure the participants and travelers had a great experience.  
Collaborates with owners, hoteliers, and venues to bring a great experience.   

This position requires someone with diverse leadership experience in key areas; therefore, an ideal 
candidate is someone with expertise in the Public Sector, understands promoting a four-season 
Destination, and experience managing public-owned facilities. How does this Candidate measure 
up in these areas? 

Public Sector – When he worked at the El Dorado, he worked with the public sector.  He is 
versatile.  You can’t lead people unless you love them.   
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Four-Season Destination – He has experience being a local Reno professional.  He thinks that his 
heart and soul are in Reno.  He has seen Mike work and be present at the local and regional events.  
He has seen him work tirelessly to bring events in Reno.  He has the DNA to get things done.  He 
has seen him work with law enforcement and politicians. He makes time to talk to people who 
want to talk to him.   

Managing Facilities – He has seen Mike firsthand show that he works with the area venue 
managers.  He knows how to get people moving in the same direction. He sees the big picture.   

Was there an area where Candidate excelled? Any particular strengths? 

He knows how to show hospitality. Communication.  He knows how to get across the message, so 
people understand it.  Hard work.  He will out work you.  Competent.  He knows what he is talking 

about.   

Are there any areas where Candidate could use improvement? Any particular weaknesses where 
he/she would need additional support in the first 90 days? 

Devote more time to himself to recharge the battery.  He needs the support of the community 
leaders, as it is very important.  He would need the backing of the casino owners.  He doesn’t think 
that will be an issue.  The current Staff of the RSCVA and Board should back him and support him 
as CEO, if selected.   

Is there anything we haven’t asked you that you would like to share about the candidate or that 
we should know about the candidate? 

Knowing Mike, being the CEO is his dream job.  There is nothing greater than this position. His 
family and friends live in Reno.  He feels that Mike would make it better than when he got there.   
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Candidate Name: Mike Larragueta 

Client Name: Reno-Sparks CVA 

Reference Name: Paul Pusateri 

Reference’s Title/Organization: CEO/ PIF – Public Investment Fund 

Reference’s Relationship to Candidate:   Reported To 

How did you meet the Candidate and in what capacity do you know him/her today? 

Met Mike when Paul was at the Venetian.  Saw that Mike knew people and he knew how things 

work.  Paul brought Mike with him over three times to other positions.  He knew Mike at the 
RSCVA in his position as Director of Sales.  Knows that Mikes knows about the convention center. 

Tell me about how you and the Candidate worked together. 

They still connect today and know each other's families.  Brought Mike to the Palms. Mike was 
charged with driving the top line and bringing it to a positive return.  Took Mike to the Hard Rock 

after The Palms. Mike took over Sales, Entertainment, Catering and other areas.  Then Paul brought 
Mike to the Bahamas.  Mike was responsible for group sales.  Mike was tasked with coordinating 

with the other properties in the group for the CEO.   

Did the Candidate have any major accomplishments while working for/with you?  Was there an 
area where the Candidate excelled? Any particular strengths? 

Relationships.  Mike knows everybody.  He understands sales.  People like to do business with 
Mike.  He takes time to manage the client and build a bond.  Builds rapport with groups.  Knows 

how to create a sense of obligation to assist him to success in his groups.  Was able to find more 
ways to capture business for the property. Knows that Mike’s team liked him, they were loyal, and 

their performance was based on a positive relationship.  

This position requires someone with diverse leadership experience in key areas; therefore, an ideal 
candidate is someone with expertise in the Public Sector, understands promoting a four-season 
Destination, and experience managing public-owned facilities. How does this Candidate measure 
up in these areas? 

Public Sector – Master wizard of this area.  Mike really excelled in working with public officials with 
respect and knowing their environment.  He knew how to approach the different groups in this 
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area.  In Las Vegas, Mike would be the relationship coordinator in helping the CEO ensure he 
connected with those needed to continue positive relationship. He does this naturally.  

Four-Season Destination – Mike is very resourceful and creative to drive campaigns, especially 
during the down season.  In the Bahamas, Mike worked on increasing the air lift.  Mike was able to 
create enticing vacation packages.  Mike was able to bring group meetings up to two years out.   

Managing Facilities – Great leadership skills that are inherent.  Mike was able to bring out the best 
of the groups to get the job done. Mike is very good at taking customer feedback to help manage 
the best experience and issues that needed to be addressed to improve. Mike would bring new 

technologies and cost-effective products.   

Was there an area where Candidate excelled? Any particular strengths? 

Personality.  Mike has a gift to know people.  Mike can bring out the best in people.  Feels that 
Mike has the traits and skill for the position in Reno. If they turn him loose, he will excel.  

Are there any areas where Candidate could use improvement? Any particular weaknesses where 

he/she would need additional support in the first 90 days? 

Doesn’t see any areas for improvement.  Turn Mike loose to show what he can do.   

Is there anything we haven’t asked you that you would like to share about the candidate or that 
we should know about the candidate? 

Mike is a good family man.  He stays grounded.  Good values.   

 



Winner Partners 

REFERENCE 
QUESTIONNAIRE

TAMPA • ST. PETERSBURG • BALTIMORE • CINCINNATI • NEW YORK • PITTSBURGH • CHICAGO • CHARLOTTE • PHOENIX 

727-270-1884   •   www.winnerpartners.net   •   info@winnerpartners.net

Candidate Name: Mike Larragueta 

Client Name: Reno-Sparks CVA 

Reference Name: David Sukala 

Reference’s Title/Organization: Dir of Sales & Marketing / Sonesta Hotel, GA 

Reference’s Relationship to Candidate:   Direct Report 

How did you meet the Candidate and in what capacity do you know him/her today? 

Met Mike about 2001 when he was National Sales Manager at the Venetian.  Mike was Dir of 

Regional Sales.  Knows Mike as the Sr VP of Sales, RSCVA and Interim CEO 

Tell me about how you and the Candidate worked together. 

At the Venetian, they worked in different departments. After that, he worked directly for Mike at 
the Hard Rock Hotel. They both relocated to the Bahamas to work at the Baha Mar.   

Did the Candidate have any major accomplishments while working for/with you?  Was there an 
area where the Candidate excelled? Any particular strengths? 

On the group side at the Hard Rock Hotel, went from 78k to 88k group rooms.  Significant increase. 
Mike landed big accounts for the hotel to increase revenue and gaming.  In the Bahamas, took the 
pre-opening base from 250k group rooms booked before the opening of the hotel. Mike is a 
straight talker.  Transparent to staff in terms of expectations.  Mike tells you not only what you are 

doing but the why.  He gives you a roadmap of success.  Mike is a very good communicator and 
related to how items fit into the person’s world.  

This position requires someone with diverse leadership experience in key areas; therefore, an ideal 
candidate is someone with expertise in the Public Sector, understands promoting a four-season 
Destination, and experience managing public-owned facilities. How does this Candidate measure 
up in these areas? 

Public Sector – He came from Reno to LV. He had a short term as VP at Palms Hotel.  He counted 
many VP positions he held that Dave was aware Mike held.   

Four-Season Destination – He only knows Mike on the group side in Las Vegas.  The marketing 
plan did engage in tradeshows, customer site visits and trying to stay ahead of the trends.  Mike 
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worked to get an additional air lift to the Bahama property.  Mike was extremely engaged on all 
fronts.  

Managing Facilities – Mike worked closely with Dave at the Hard Rock Hotel to maximize the 
venue.  They worked to manage the facility staff. In the Bahamas, Mike had to set controls in place 
for the event space related to room to space ratio to maximize the revenue for the property.  

Was there an area where Candidate excelled? Any particular strengths? 

Mike is an excellent communicator.  He is relatable to people.  Very good at disarming people and 
open to him.  Mike connected on many levels, especially on an emotional level.  Mike is good at 
solving problems, big or small.  Very transparent; very real, open, and honest.  A good motivator.   

Are there any areas where Candidate could use improvement? Any particular weaknesses where 
he/she would need additional support in the first 90 days? 

Hard to answer as Dave doesn’t know all that it takes to run an organization.  

Is there anything we haven’t asked you that you would like to share about the candidate or that 
we should know about the candidate? 

Knows Mike on a professional level.  Knows that Mike is a local resident who lives, works, and 
plays in the destination.  He thinks that Mike would do a great job if selected.   
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Candidate Name: Mike Larragueta 

Client Name: Reno-Sparks CVA 

Reference Name: William Tervo 

Reference’s Title/Organization: Area Manager / Las Vegas & Gaming 

Reference’s Relationship to Candidate:   Direct Report 

How did you meet the Candidate and in what capacity do you know him/her today? 

Met Mike around 2006 at the Venetian when William took an entry level role in reservations. Mike 

was on the sales side. They have remained friends over the years.  They have kept in contact.  

Tell me about how you and the Candidate worked together. 

At the Venetian, they worked closely as sales worked on booking the hotel, the reservation team 
took over to assist with the client.  Then they worked closer as William started in leisure sales.  
Mike went to the Palms, then hired William.  At the Hard Rock Hotel, he brought William to work 

leisure sales.  Mike oversaw group and leisure sales. Then they went to the Bahamas to do the 
same work.   

Did the Candidate have any major accomplishments while working for/with you?  Was there an 
area where the Candidate excelled? Any particular strengths? 

In the Bahamas, by the time the property was to be open, the potential business was incredible. 
Mike is an amazing leader and brings people together.  Master negotiator.  He is the most 
connected person that William knows.   

This position requires someone with diverse leadership experience in key areas; therefore, an ideal 
candidate is someone with expertise in the Public Sector, understands promoting a four-season 
Destination, and experience managing public-owned facilities. How does this Candidate measure 
up in these areas? 

Public Sector – The Bahamas comes to mind as it is a small island.  There are many public sectors 
that are promoting the destination.  They worked on airlift together.  They traveled to the airline 
headquarters to promote that destination.  Understands that in his current role, Mike works with 
the public sector. 
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Four-Season Destination – In Vegas, Mike knew how to promote any destination.  He worked with 
tourism groups, hotel brands, and hotel owners.  In the Bahamas, Mike had a large budget to 
manage.  

Managing Facilities – Hasn’t worked with Mike in managing facilities other than the Bahamas Mar 

properties.  They were a part of the construction process for input.  

Was there an area where Candidate excelled? Any particular strengths? 

Mike excels in building and keeping relationships long term.  Mike can bring a team together.  
Makes them feel included and welcome.  

Are there any areas where Candidate could use improvement? Any particular weaknesses where 
he/she would need additional support in the first 90 days? 

Doesn’t really know of any.  Mike puts a lot of time making things work.   

Is there anything we haven’t asked you that you would like to share about the candidate or that 
we should know about the candidate? 

He is a great golfer.  He has great character.  William would work for Mike again if the right 
opportunity came along.  He feels that Mike would be a great fit for the role in Reno.   
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Brenda Scolari Relevant Skills & Competencies 

Brenda Scolari 

Director 

Nevada Tourism & Cultural Affairs 

Carson City, NV 

Summary of Expertise & Background 
Overview of Experience and Career Progression 

• Brenda is the fourth generation of her family to reside in
northern Nevada and they have deep roots in the
community. She attended the University of Nevada-Reno
earning her BA in journalism with a focus in advertising.

• After graduation, Brenda went to work for the Reno
Chamber of Commerce serving as a Downtown
Association Specialist. She got to know the gaming
community’s priorities while putting on events downtown.

• Brenda’s next move took her to the City of Reno’s
Redevelopment Agency serving as Events Program
Coordinator. They were downtown focused, and she was
heavily involved with permitting and working with the arts
community. This work launched festivals that still exist
today. There was not a lot of opportunity to move up with
the City. Because Brenda wanted to continue to advance
her career, she focused on her marketing abilities for her
next opportunity.

• She joined a small marketing agency for a few years before
moving to a larger company.

• She joined TrueBlue, Inc. as a Senior Designer. She was
marketing on a national scale with a large corporation. The
role gave her exposure to large media buys and the
expectations of a large corporate board. When the
organization consolidated to Tacoma, WA, Brenda chose
not to move and sought a new opportunity.

• Brenda joined Terry Lee Wells Nevada Discovery Museum.
She loved the work but struggled with the compensation
working at a nonprofit.

• She joined the Nevada Division of Tourism (Travel
Nevada).  She found the opportunity through a mutual
friend who knew the Marketing Director. For the next 2
years, Brenda served as the Art Director for the
organization. She did content and asset creation across a
wide spectrum of media. Brenda was promoted in 2016 to

Education 

University of Nevada - Reno 

B.A. Journalism 1987 

Professional Development & 
Accomplishments 

Cabinet Member for Governor 
Lombardo - Current 

U.S. Travel Association Board - Current 

National Council of State Tourism 
Directors - Current 

Western States Tourism Policy Council, 
Secretary - Current 

https://www.linkedin.com/in/brenda-scolari-6639084a/


 

   
 

Nevada Division of Outdoor Recreation 
Advisory Board - Current 

Reno-Tahoe Air Services Corporation 
Board - Current 

Truckee Meadows Hospitality and 
Tourism Program Board - Current 

UNR Center for Economic Development 
Advisory Board - Current 

Cordillera Film Festival Board - Current 

Gold American Advertising Award                                
Integrated-Consumer Campaign 2023                                      
Branded Content &  Entertainment 2022                                    
Consumer Website 2021     Discover 
Your Nevada Campaign 2021 
 
ACE People's Choice Award  
Social Campaign 2022 
 

the Chief Marketing Officer for the organization. They did 
a campaign called “Don’t Fence Me In.” This campaign and 
its success led to a promotion and Brenda took over the 
marketing department for the organization.  

• After a recent restructuring, Brenda now oversees the 
Department of Tourism and Cultural Affairs, moving 
herself out of her tourism responsibility. She led the 
restructuring and built in the ability to hire a Deputy 
Director for the Department of Tourism and Cultural 
Affairs. Current structure 

o Division of Tourism, Visit Nevada – the state DMO 
o 7 state museums 
o Nevada Arts Council 
o Head of the Division of Tourism 
o 2 roles baked in as a cost savings measure; put 

together a bill to restructure the department. The 
new budget accounts for costs and staff for the 
department.  

Size and scope of current organization and reporting structure 

• Budget – $53M 
• Financial structure of org – State Department 
• Funding Sources – Statewide lodging tax, general fund 
• Total # of Employees – 138 FTEs with the majority of them 

within the 7 state museums 
• Direct Reports – Administrator for the Museums,  

Executive Director of the Arts Council, Travel Nevada – 
Chief Marketing Officer, Chief Communication Officer, 
Chief Industry Development Officer 

• Reports to – Governor; Tourism Commission approves all 
expenditures. There are 2 other boards, one for the Arts 
Councils, one for the Division for Museums and History. 

Motivation for pursuing the opportunity. 

• Brenda has been approached for other jobs out of state, 
but she does not want to leave Nevada. She is invested in 
the state and interested in Reno.  

• Brenda has worked for 2 Governors and the Lieutenant 
Governors over tourism. She has defended the budget in 
front of the legislature. She is comfortable in the political 
atmosphere.  

• There are very few opportunities she would consider and 
the CEO opportunity with RSCVA is one of them.  

• Her job has been to work with the 2 largest DMOs in the 
state: Las Vegas & Reno. They have a state office on the 
campus of LVCVA.  They also have state offices in Reno 
and Carson City. 

 

 



 

   
 

• She has done international missions with both 
organizations.  

Consultant Notes  

• Brenda has a 30+ year career focused on promoting 
Nevada and the tourism economy. Her career was built 
from a foundation in Reno supporting events and 
developing relationships with local businesses. Through 
her expanding roles with the state, she is in touch with the 
gaming community, understanding their needs and input. 

• Brenda is working with Art Jimenez at RSCVA on a strong 
leisure program for the group and convention visitors in an 
effort to extend their stays in the state. She is working on 
a similar program with the Las Vegas CVA who was initially 
very averse to having visitors leave the gaming properties 
for events and experiences. Because today’s long-haul 
travelers want experiences, LVCVA’s marketing 
department has now embraced off-strip/off-property 
experiences and so has Reno. She has worked with smaller 
properties that are hosting meetings as well.  

• The state produced an Adventure Guide to get into the 
hands of visitors. They utilized an EDA grant for 2 visitors 
centers for outdoor activities in NV.  

• Brenda’s HR skills and staff management experience was 
tested during the pandemic when more than half of their 
funding was eliminated. This created an unprecedented 
budgetary crisis along with personnel costs. She did layoffs 
while bolstering the staff that remained following salary 
cutbacks. It was not an easy task to have them do more for 
less pay and stay motivated. They established core values 
as a team centered around why they wanted to be there 
and why it is important. They grew policies around 
professional development. She believes in transparency 
and candid conversations that is sometimes a challenge in 
state government. Brenda feels they have to offer more in 
the way of culture because salaries are lower, and this has 
been an area of professional growth for her. They are 
almost back to pre-pandemic attendance for the museums 
and the budget is fully restored to 2019 levels. 

• Brenda has budget responsibility for the organization 
guided by their strategic plans and performance indicators. 
That is priority #1 for her current role. She works with each 
museum executive director to review the spend allocated 
in the last legislature which serves as a baseline and 
additional needs are justified. General fund allocations are 
done from the legislature and fiscal hearings in done in 
both houses where Brenda responds to questions.  



 

   
 

 

  

 

• Brenda has oversight of the state museum facilities that are 
used for community events, and she is responsible for the 
day-to-day concerns of safety, security, training, and 
marketing.  

• The Capital Improvement Projects where Brenda helped 
get public funding approved included a new museum in 
Boulder City slated to open in 2026. For the 2 
adventure/visitor centers, a $30M investment, Brenda 
garnered support from senators, and gained the 
endorsements of mayors and city council for funding that 
was ultimately approved by the Governor. Brenda led $6M 
of modular projects on federal land which required federal, 
state, and local endorsement.  

• She led the state award of $13M via economic formula for 
recovery which was shared with LVCVA & RSCVA. She 
also championed a destination marketing program for 
infrastructure which was a first for projects like wayfinding.  

• Brenda works primarily with tourism businesses in the 
private sector divided by defined business territories 
including restaurants, bars, and attractions. She leads an 
industry development team, and it is their charge to 
enhance and expand those businesses.  

• She oversees TravelNevada.biz where they share public 
reporting, industry numbers, trends, quarterly newsletters, 
host a conference, the Round Up, and the Governor’s 
conference.  The Governor’s conference hosts a 
marketplace for international partners with the media, 
travel journalists, and tour operators. Executives and 
marketing teams from the state’s professional sports teams 
are at the Governor’s Council. The Nevada Outdoor 
Business Coalition, supported by a grant, is a state-wide 
network comprised of businesses promoting the state’s 
outdoor recreation economy and quality of life in 
conjunction with the adventure/visitor centers. The 
members, that includes 60 outfitters, tour operators, and 
various attractions, gave input for the adventure/visitor 
centers. She is also in conversations with global outdoor 
companies to fortify their corporate presence and buy in.  
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Position Title: President/CEO 

Client Name: Reno Tahoe – Reno Sparks Convention & Visitors Authority 

Candidate Name:  Brenda Scolari 

Describe your current role and responsibilities. 

I am a member of Governor Lombardo’s cabinet and oversee both the Department of Tourism and Cultural 

Affairs and the Division of Tourism (Travel Nevada http://www.travelnevada.com/). This dual role is unique 

in state government. As Director I report all Travel Nevada activities to the Commission on Tourism, which 

is chaired by the Lt. Governor. The CEOs of the Convention and Visitor Authorities in Reno and Las Vegas 

are members by state statute. The Administrator of the Division of Museums and History and the Executive 

Director of the Nevada Arts Council directly report to me. I lead the strategic and budgetary planning for 

these three state agencies, representing their interests to the Governor and the legislature and advancing 

the tourism and cultural experience in Nevada communities. 

As the position has been described to you what makes you uniquely qualified to be successful in 
the role and with the organization?  

I possess the right mix of destination marketing acumen, public accountability, and management of a large 
staff and budget (137 FTE and $53 million budget). In addition, due to my oversight of seven state museums 

and associated resources, I understand the complexity of running public facilities. My recent work gives me 

a deep understanding of the arts, culture and outdoor recreation that further enhance the Reno-Tahoe travel 

experience. I have also executed leading-edge, innovative programs and brought bold solutions to my current 

organization, which are needed leadership traits in a quickly evolving environment. Foremost, I am a Reno 

native who understands the history and community stakeholders in the region, which will make me a more 

invested, effective leader of the RSCVA.  

Share your approach to community engagement and building strong lasting relationships among 
diverse groups with different interests (i.e., community partners in the public sector, private 
sector, corporate, and residents). Share successful strategies employed in previous roles.  

I believe tourism is a vital part of the economic fabric of any community, creating better places to live and 

work and often defining their character. As such, I have been an advocate/collaborator with other economic 

forces to better ensure a positive trajectory and perception of tourism. Travel Nevada relies on a network 

of six tourism “territories” throughout the state that represent and communicate with tourism-related 
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businesses. We also ask professionals in public and private roles to evaluate our grant programs. For instance, 

our destination development grant is aided by representatives from the Bureau of Land Management, 

University of Nevada, Division of Outdoor Recreation, Governor’s Office of Economic Development, the 

Department of Business and Industry, the Nevada Arts Council, and the Nevada Outdoor Business Coalition, 

to make sure relevant voices have input. Our programs have greater success when an alliance of community 

stakeholders is engaged in the process and bring their resources to the table. Travel Nevada also hosts an 

active tourism industry website and newsletter which is a great source of engagement with tourism 

businesses.   

As an organization, Travel Nevada recognizes the national trend that embraces destination management in 

equal measure with destination marketing. Because our mission is to improve the quality of life for 

residents, we have made two significant changes under my leadership: 1) the expansion of the Discover 

Your Nevada program, which is an “always on” campaign targeting Nevada residents. Our goal is to 

educate residents regarding in-state travel opportunities available to explore. Even our website is 

customized to deliver different content based on the user’s location in-state or out-of-state; 2) a new 

destination development grant program (which supports a community coalition to fund tourism 

infrastructure) is entirely based on the needs and priorities of residents, who build a stakeholder group and 

select the project to be funded.  

Describe your experience promoting a leisure destination.  

I have been in marketing for the majority of my professional career. I have an in-depth understanding of 

web, digital, social and print marketing and have high standards in each area. My last three positions with 

Travel Nevada (Chief Marketing Officer, Deputy Director and Director) have focused on destination 

marketing in major U.S. markets as well as five international: Canada, Mexico, United Kingdom, Germany and 

Australia. My affiliation with the U.S. Travel Association and the Western States Tourism Policy Council gives 

me insight into important travel trends and sentiment, data that informs my decision-making. And because 

Nevada’s tourism hubs are Las Vegas and Reno, I have worked closely with both of these Convention and 

Visitor Authorities to promote the state, collaborating on domestic and international sales missions, as well 

as familiarization tours for journalists and tour operators. Travel Nevada has been enormously successful in 

distinguishing Nevada as a destination among western states and in demonstrating a strong ROI on marketing 

investments.  

What has been your responsibility for managing major assets such as convention centers, event 
centers, etc. 

As noted earlier, I oversee seven public-facing state museums in Reno, Las Vegas, Carson City, Overton and 
Ely. I represent their budgetary needs (quantifying all operational spending) to the Governor’s Finance Office 

and the Nevada legislature. In the last legislative session, we were successful in funding a new Visitor’s 
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Center in Boulder City to serve the historic Nevada Southern Railway, which is scheduled to open in 2026. 

In 2022, I was also successful in being awarded a U.S. Department of Commerce EDA grant to build two 

Nevada Adventure Centers (in Carson City and Boulder City) which are visitor centers dedicated to serving 

the outdoor recreation enthusiast. The facilities will be run in partnership with the Boulder City Chamber of 

Commerce and Visit Carson City and will feature on-site tour operators and outfitters, so visitors and 

residents have the best possible outdoor recreation experience. 

Rank your expertise (1-5) in the following areas, with 1 being no experience to 5 being expert: 

• Managing Destination Assets  

o Managing Multiple Facilities - 5 

o Convention Center - 2 

o Sports Facilities - 2 

o Parks - 3 

o Parking Assets - 3 

• Facility Maintenance & Repair - 4 

• Capital Projects - 5 

• Safety - 4 

• Security - 4 

• Experience with Conservation & Sustainability - 5 

• Promotion of a gaming destination - 5 

• Promotion of outdoor recreation - 5 

• Work in the public sector - 5 

• Leadership of a public agency - 5 

• Budget Experience >$10M - 5 

• Responsibility of a staff > than 50 FTE’s - 5 

• Managing Multiple Departments - 5 

 

Describe your experience working with the following groups. Please details the various organization and 
how you collaborated:  

• Community Groups – The grant programs administered by the Department of Tourism and Cultural 

Affairs – marketing, destination development and arts grants – put me in touch with many 

local/community groups that have tourism, business and arts interests. 

• City Officials – I’ve gotten to know many Nevada city officials and Mayors, especially those in Las 
Vegas and Reno, in part because we host two annual conferences that highlight those venues. In 
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2022, Travel Nevada was a sponsor of the National Conference of Mayors, hosted by the City of 

Reno. 

• County Officials – Because Travel Nevada promotes the entire state, I interact with County 
Commissioners often. Because I am on the Advisory Board for the UNR Center for Economic 

Development and work closely with the Governor’s Office of Economic Development, I meet with 

the state’s Regional Development Authorities, which include county commissioners. 

• State Agencies – As the head of a state department, I have a great working relationship with my 

colleagues, particularly those in the executive branch of government. I meet quarterly with state 

agencies that interact with visitors, including Nevada State Parks, Nevada Department of Wildlife, 

and the Division of Outdoor Recreation.  

• Federal Agencies – I have a good relationship with Nevada’s congressional delegation, particularly 
with our U.S. Senators, Catherine Cortez Masto and Jackie Rosen, and their staff. Their staff are 

part of many of our tourism partner meetings and are present at our conferences. The Senators, 

and most of our representatives in congress, fully endorsed the two federal grants I currently 

administer, which helped me attain them. I currently administer over $17 million in federal funding. 

How would others define your communication style? Do you prefer to be close to your employees or 
maintain a healthy distance, and why? 

I have many direct reports and meet with that leadership to determine monthly and quarterly goals based 
on the strategic plans. We write the strategic plans together and gain feedback from the related board or 
commission. I am direct and as open and honest as possible, all underscored with a sense of humor. I foster 
a driven work culture and encourage staff to bring challenges up quickly so the leadership team can work 
together to solve them before the problem escalates. I don’t shirk conflict, but also feel most tension is easily 
dispelled if the team feels supported and heard. I do have friendly relationships with my leadership team but 
ask them always to respect my position as I respect theirs. With three offices in Carson City, Reno and Las 
Vegas, I spend as much time as I can in each to make sure I’m accessible to all staff. Travel Nevada encourages 
“brown bags” at which staff and leadership have lunch and casually discuss challenges and wins. The entire 
staff meets quarterly to discuss operations and integrate the work of the marketing, communications, and 
industry development teams. 

Share your experience working with a board of directors. What approach and philosophy did you follow in 
working with boards? 

For the last five years I have been interacting with two boards and a commission. My approach with each of 
these Governor-appointed groups is that I need to understand the concepts and values they champion and 
how the agency can help that cause. In turn, I ask that they and their professional network actively advocate 
for the programs and mission of the agency. I foster an atmosphere of public trust that encourages questions 
and open exchange to create solutions. Boards and commissions have a culture and a spirit, which should 
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reflect the professionalism of the organization. When board members are given all the information necessary 
to be an integral part of positive change with a focus on the future, they feel valued by the organization. 

How would you describe your leadership style?  What do others say about your leadership style?  

I am the kind of leader who does not need to be the smartest person in the room but likes to have smart 
people in the room with me. Fostering visionary industry professionals and consultants is critical for a tourism 
organization to stay predictive of travel trends and opportunities. I believe a good leader surrounds 
themselves with the best team possible and then works diligently to defend their mission, advocate for them, 
and support their actions. I believe others would say I am a bridge-builder and collaborator who makes 
important alliances with community stakeholders, so the team is further strengthened by those partnerships.  

Any challenges personally or professionally to accepting the position if offered? Any challenges to beginning 
employment in the first quarter of 2024? 

I have no issues with starting employment in the first quarter of 2024 since I live in Reno. Though because 
my current job is complex, I will need to give more than the standard two-week’s notice of resignation.  

Provide any other relevant information you wish to share with the search committee to highlight your 
experience, background, and desire for this opportunity. 

In my current position, I’ve had the privilege of working with most of the RSCVA leadership: Mike Larragueta, 
Art Jimenez, Courtney Jaeger and Christina Erny. Some examples of successful collaborations between my 
team and the RSCVA are: 

International Sales Missions and Trade Shows: Until their recent contracts for representation in Canada and 
Mexico, Travel Nevada was the RSCVA’s international partner, hosting them on in-market missions to meet 
with journalists and tour operators. The RSCVA also joins Travel Nevada in the same branded exhibit space 
with other Nevada communities at IPW, U.S. Travel Association’s annual international tradeshow. 

Domestic Missions: Travel Nevada partners with the LVCVA and RSCVA to host industry events in large U.S. 
cities to promote the state together. 

“Bleisure” Campaign: Travel Nevada is collaborating with the RSCVA (and similarly with the LVCVA) to 
educate booked conventions and groups about regional tourism offerings so they will extend their stay 
beyond the conference or meeting. 

Regional Air Service: I serve on the Reno Air Service committee with Christina Erny and the RSCVA CEO. 
This is an affiliation of member organizations interested in marketing and supporting flights and carriers into 
the Reno Tahoe International Airport. 

Reno Tahoe Territory: One of the regional territories associated with Travel Nevada encompasses 
Reno/Tahoe and Art Jimenez is an active member. The group meets monthly to network, apply for Travel 
Nevada grants and receive industry updates from Travel Nevada and the membership. 
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Familiarization Tours: Travel Nevada supports the RSCVA by hosting regional tours for large industry 
conventions held in Reno. 

Federal Grants: This year, I worked with Courtney Jaeger and Christina Erny to distribute $1.25 million in 
American Rescue Plan Act funding to the RSCVA for marketing recovery efforts. 

Commission on Tourism: The RSCVA CEO is a member of the Nevada Commission on Tourism, which 
approves Travel Nevada strategy and expenditure. 

Commission on Tourism Marketing Committee: Christina Erny sits on the Travel Nevada marketing 
committee, which reviews marketing and media recommendations from staff and contracted agencies-of-
record, who then report to the Commission on Tourism. 

Given these and other partnership efforts, I am very familiar with the leadership and the programs they are 
passionate about. This would make my addition to the leadership team relatively seamless, and we could be 
immediately effective. Mutual understanding and respect is already a part of our working relationship. I 
would consider it a great privilege to work alongside this talented group of tourism professionals. 
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As a fourth generation northern Nevadan with a strong destination management background, I 
am compelled to respond to this job opportunity because it speaks to a core passion of mine — 
supporting the community in which I live and work. The RSCVA plays a vital role in expanding 
the potential of the evolving region I call home. 

The attached resume demonstrates that my recent work has fortified my skills in areas that 
correspond with the important responsibilities of the RSCVA Chief Executive Officer. This skillset 
includes the management of integrated tourism industry teams, budgets, and facilities, as well 
as leading the strategic planning and engagement of community stakeholders.  

Though Travel Nevada has won significant awards for web sites, digital marketing, and 
publications under my leadership, more important is the quantifiable increase in visitation and 
economic benefits to Nevada’s communities, which fulfills the mission entrusted to the agency 
by the Tourism Commission and the Governor.  

My track record is one of innovation and strong public/private partnership that has brought 
meaningful improvement and success to both Travel Nevada’s culture and programs; strengths 
I will contribute to this position with the RSCVA.  

I look forward to the opportunity to speak with you about this leadership role. 

Respectfully, 

Brenda Scolari 

BRENDA SCOLARI

October 22, 2023 

Subject: RSCVA Chief Executive Officer 

Dear Winner Partners, 

775.762.1396 | scolarib2@gmail.com



Brenda Scolari is the Director of the Nevada Department of Tourism and Cultural
Affairs and a cabinet member for the Lombardo administration. She supervises the
Division of Tourism, the Division of Museums and History, the Nevada Arts Council,
and Nevada Magazine. Prior, she served as Deputy Director, leading the Marketing,
Public Relations and the Industry Development teams.

She was also the Chief Marketing Officer, overseeing Travel Nevada’s award-
winning creative and media strategy. A native Nevadan, her thirty-year career as a
marketing professional has included a broad spectrum of creative and digital
development in both the public and private sectors. 

She currently serves as a board member of the U.S. Travel Association, the Western
States Tourism Policy Council, the Reno Tahoe Regional Air Services Corporation,
the Outdoor Recreation Advisory Board, and the UNR Center for Economic
Development Advisory Board.

Brenda
Scolari

confidential - do not distribute or copy

Candidate
Biography



Education
Bachelor of Arts, Journalism (Advertising Curriculum) − University of Nevada, Reno

Skills

• Team leadership, administration, professional collaboration and development
• Budget management and transparency
• Brand and strategic development
• Media strategy and analytics
• Public affairs and legislative/congressional outreach
• Creative execution of web sites, print and digital advertising, social content
• Events management
• Grants administration

Work History
12/2018—Present
Nevada Department of Tourism and Cultural Affairs, Director

As Director of the Division of Tourism (Travel Nevada), Museums and History and the Nevada Arts Council, I 
report all department activities to the Governor's office and represent all budgetary and programmatic 
development to the Nevada legislature and department commissions/boards. Direct a strategic vision to 
promote visitation to Nevada in domestic and international markets. Ensure marketing and communications 
efforts are reflective of the department's mission and the Governor's key initiatives. Encourage partnerships 
with state agencies and local communities. Make recommendations on the impact of strategy changes; provide 
guidance to staff, and develop benchmarks that ensure the department is making progress towards the goals 
outlined within a strategic plan. Lead creation of overall vision, implement evaluation processes, and produce 
financial reports for public transparency, protecting the department's fiscal integrity. Build relationships with 
industry experts, researchers, and consultants to enhance the effectiveness of the department. Ensure Nevada 
remains innovative and competitive as a tourism and cultural destination.

1/2018—12/2018
Nevada Department of Tourism and Cultural Affairs, Deputy Director

Provided leadership to to the Division of Tourism (Travel Nevada) with focus on the integration of Marketing, 
Public Relations, and Industry Development teams. Daily supervision and mentorship of staff within the 
agency. Developed and produced guiding documents such as an annual report and strategic plan with 
oversight of Director. Guided creative and media vision with the Marketing Director. Managed the international 
budget and programs with market managers in eight international markets. Worked with external consultants to 
manage web development for all the cultural agencies. Managed urban event sponsorships, production of 
annual travel guides, and the destination development programs. Made public presentations regarding Travel 
Nevada and its programs.

Recent Team Awards: 

2023 Gold American 
Advertising Award Integrated 
Consumer Campaign

2022 Gold American 
Advertising Award
Branded Content and 
Entertainment

2022 ACE People's Choice 
Award
Social Campaign

2021 Gold American 
Advertising Award Consumer 
Website

2021 Gold American 
Advertising Award
Discover Your Nevada 
Campaign

BRENDA
SCOLARI
775.762.1396 
scolarib2@gmail.com



6/2016—12/2018
Travel Nevada, Chief Marketing Officer

Managed the marketing department staff activities regarding research, advertising, digital, creative, and partner-
driven programming for Travel Nevada. Monitored results, ensuring all programs reach or exceed goals outlined 
in the marketing department strategic plan. Established the marketing department fiscal objectives and ongoing 
budget. Developed the annual marketing plan and overall strategy. Worked in collaboration with an integrated 
marketing agency to develop a media strategy and oversee domestic media buys including broadcast, digital, 
print and mobile. Directed brand management and creative direction. Supervise all digital development, including 
execution and maintenance of agency websites. Present strategies and creative concepts to the Nevada 
Commission on Tourism, and participate in tourism industry groups on a local and national level. Executed 
supporting collateral for the agency’s stakeholder conferences—the Governor’s Conference and Rural Roundup. 
Oversaw email marketing creative and strategic initiatives, including monthly consumer and industry partner 
newsletters. 

9/2014—6/2016
Travel Nevada, Art Director 

Responsible for transforming marketing objectives into effective visual communications that address both the 
defined target audience and performance indicators while maintaining the core brand. Directed the agency 
production team in the interpretation and execution of creative for the web, digital, print, and social media. 
Responsible for the conception, design, and production of Travel Nevada’s co-operative partner program. 
Oversaw creative development of all brochures and publications like the state map, museum brochures, 
international marketing materials, state parks brochures, and other niche programs. Developed user experience 
(UX) and interface (UI) experience for the agency’s websites and mobile app. Designed supporting collateral for 
the agency’s stakeholder conferences.

OTHER RELEVANT EXPERIENCE

City of Reno Redevelopment Agency, Events Program Coordinator

Responsible for the promotion of special events within the City of Reno’s Redevelopment District, including 
event marketing and facility programming of the Wingfield Park Amphitheater. Coordinated the production of 
major city-sponsored events, summer programs, and concerts, such as Celebrate the River and the Festival of 
Trees. Administered the Redevelopment Agency’s Cultural Events Grants Program. Created marketing materials 
and press releases to promote Downtown Reno’s event calendar.

Reno Chamber of Commerce, Downtown Association Specialist

Assisted Reno member businesses in the promotion and production of downtown Reno events (such as Sports 
Cars and All That Jazz, the Celtic Festival, the Reno Chili Cookoff) with marketing materials and on-site event 
logistics. Also assisted the Association leadership with member events and meetings.
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Current Board Positions 

Cabinet Member for Governor Lombardo

U.S. Travel Association Board

National Council of State Tourism Directors 

Western States Tourism Policy Council, Secretary 

Nevada Division of Outdoor Recreation Advisory Board 

Reno-Tahoe Air Services Corporation Board

Truckee Meadows Hospitality and Tourism Program Board 

UNR Center for Economic Development Advisory Board

Cordillera Film Festival Board 

BRENDA
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Candidate Name: Brenda Scolari 

Client Name: Reno-Sparks CVA 

Reference Name: Edward Estipona 

Reference’s Title/Organization: Former Commissioner, NV Commission on Tourism 

Reference’s Relationship to Candidate:   Reported To 

How did you meet the Candidate and in what capacity do you know him/her today?  

Met Brenda before she worked for Travel NV.  She was working as a contractor for his advertising 

agency.  Today, he knows her as the Director of NV Tourism and Cultural Affairs 

Tell me about how you and the Candidate worked together. 

She is very consistent regardless of her titles. Brenda is levelheaded.  A good trait is when there 
are many public sectors that review the work.  Any challenges have been dealt with the proper 
amount of respect.   

Did the Candidate have any major accomplishments while working for/with you?  Was there an 
area where the Candidate excelled? Any particular strengths? 

Many awards were won for creativity.  The biggest accomplishment was getting through COVID 
with a hiring freeze and the diminished capacity of staff.  Any leader that could accomplish success 
during a stressful time is a great leader.  Her dedication and levelheadedness are a great strength 

of hers.   

This position requires someone with diverse leadership experience in key areas; therefore, an ideal 
candidate is someone with expertise in the Public Sector, understands promoting a four-season 

Destination, and experience managing public-owned facilities. How does this Candidate measure 
up in these areas? 

Public Sector – She will excel in this area.  Her current position reports to the top state officer and 
other elected officials.  She also can work with many tourism entities in the State.  Her style does 
get phased when there are very direct approaches.  She is a servant leader.  She has extensive 
experience in this area.  
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Four–Season Destination: She scored high in this area due to her current role promoting NV.  She 
has worked to promote all the attributes of the states and climates.  She has worked with many 
communities.  She will work to bring in business across all the seasons.   

Managing Facilities – The facilities she has managed are a bit different. Brenda has managed 

museums.  She has ensured that each facility was maintained to the best of her ability.  He feels 

that she currently oversees more venues than the RSCVA.  

Was there an area where Candidate excelled? Any particular strengths? 

During COVID, Brenda kept the team together and rode the rough time until it passed.  Brenda 

would be able to provide a stable base as the next CEO.  RSCVA needs a steady ship and Brenda 
can provide this stability.   

Are there any areas where Candidate could use improvement? Any particular weaknesses where 
he/she would need additional support in the first 90 days? 

If there is anything, Brenda could be a little more outspoken and or bravado.  This is not something 
that she does as she lets the work speak for itself.   

Is there anything we haven’t asked you that you would like to share about the candidate or that 
we should know about the candidate? 

She is the right hire.  The RSCVA board has hired those that were more verbose with little success.  
Brenda knows the community and loves it.  Brenda knows how to bring authentic experiences to 
attract visitors.  
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Candidate Name: Brenda Scolari 

Client Name: Reno-Sparks CVA 

Reference Name: Mary Ellen (M.E.) Kawchack 

Reference’s Title/Organization: Chief Deputy Director / NV Department of Tourism & Cultural 
Affairs 

Reference’s Relationship to Candidate:   Direct Report 

How did you meet the Candidate and in what capacity do you know him/her today?  

Met at Travel NV.  Brenda was the Creative Director (CMO) then Brenda became the Director.  
Has worked for Brenda since 2014.  

Tell me about how you and the Candidate worked together. 

She ran the marketing department.  She worked with marketing agencies secured by the 
organization.  Mary Ellen executes the tasks and vision of Brenda.   

Did the Candidate have any major accomplishments while working for/with you?  Was there an 
area where the Candidate excelled? Any particular strengths? 

Travel NV’s destination development program has been groundbreaking.  Many industries must 
unite towards common goals.  She was able to secure funding for the “adventure center” or 
commonly known as welcome centers.  These get people from the urban areas to the rural areas.  

Brenda has been able to get the cultural agencies the resources.  She has set up the department 
for success.   

This position requires someone with diverse leadership experience in key areas; therefore, an ideal 
candidate is someone with expertise in the Public Sector, understands promoting a four-season 
Destination, and experience managing public-owned facilities. How does this Candidate measure 
up in these areas? 

Public Sector – Brenda has a lot of experience in this area.  She works with elected officials every 
day.  They developed a campaign called “Tourism is More” that allows the elected officials to see 
the impact of tourism in their districts.  She must work with the public sector in her current role.  
She has worked for two different parties.  
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Four-Season Destination – The biggest part of this area is education.  The Reno-Tahoe area is 
diverse and different to the overall perception of the state, i.e. Las Vegas.  Brenda knows the region 
and the attributes of the changing weather.   

Managing Facilities – The seven state museums are public.  The adventure centers are also public.  

She understands the funding needs for capital investments.   

Was there an area where Candidate excelled? Any particular strengths? 

Brenda is very thoughtful and methodical in making decisions.  She reflects on the information. 
She hits the sweet spot in thinking but doing it in a timely manner.  Her personality is calming to 

the staff.  She isn’t afraid to take risks.  She is good at presenting the “why” to others to gain their 
support.  She is not afraid to do the hard stuff.  She is resilient.   

Are there any areas where Candidate could use improvement? Any particular weaknesses where 
he/she would need additional support in the first 90 days? 

Can’t think of anything.   

Is there anything we haven’t asked you that you would like to share about the candidate or that 
we should know about the candidate? 

Brenda has much to offer that hasn’t been done at the RSCVA.  She is unique in that she is local 
but has done many other things in the region/state for many years.  She makes an impact on 

people.  Brenda’s leadership style would make some positive changes in Reno because she cares.  
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Candidate Name: Brenda Scolari 

Client Name: Reno-Sparks CVA 

Reference Name: Cathy Ritter 

Reference’s Title/Organization: CEO/ Better Destination 

Reference’s Relationship to Candidate:   Peer 

How did you meet the Candidate and in what capacity do you know him/her today?  

Met Brenda as the Chair of the National Council of State Tourism Directors where Brenda 

represented NV.  They also met at the Meeting of the Western States Tourism Policy Council.  
Brenda and she were both members. They stayed in touch after Cathy became a consultant in the 

industry.  

Tell me about how you and the Candidate worked together. 

After a competitive bid, Cathy’s company was selected to assist with a statewide tourism grant. 
Brenda put together a $2 million grant to assist rural communities.  They worked with six 
communities to develop a tourism plan.   

Did the Candidate have any major accomplishments while working for/with you?  Was there an 
area where the Candidate excelled? Any particular strengths? 

The tourism grant program is a huge win for NV and the communities selected. Brenda has been 
visionary to create a whole new concept of a “welcome center”.  Reinvented the traditional 
welcome center into an “Adventure Center.”  Provide more information and services to the visitors.  

They are also incubators for small business to sell their products in a high traffic area.  The first 
two are set to open in 2025.  Brenda is very smart and creative.  More about advancing teams and 

giving credit away.  She is a natural collaborator. She can make connections that break down silos.  
Inclusive and bring those needed to the table. A very unifying force in a very natural way.  

This position requires someone with diverse leadership experience in key areas; therefore, an ideal 
candidate is someone with expertise in the Public Sector, understands promoting a four-season 
Destination, and experience managing public-owned facilities. How does this Candidate measure 
up in these areas? 
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Public Sector – Brenda was able to transition between state Governors.  She demonstrated 
expertise and made positive connections to ensure that Brenda would be an asset to their 
administration.  Brenda secured state funds from the Governor and state legislature speaks to her 
trust and her work ethics. 

Four-Season Destination – During a brand refresh, she feels that Brenda was involved.  They 

worked to carve out a unique aspect for the state.   

Managing Facilities – Cathy has seen her management of the new Adventure Centers.  This is a 
new concept.  She knows that Brenda has managed the State museums.  

Was there an area where Candidate excelled? Any particular strengths? 

She is visionary.  Highly creative thinker.  She can look at the conditions, see the key difference 

and develop a strategy.  She sees someone who can bring people together. She conducts herself 
in a way that is thoughtful.  Brenda has a way to bring things centered to the discussion.  She has 

hired quality staff to bring good talent to the team. For both the Travel Nevada Adventure Centers 
and the 3D (Destination Development Demonstration) program, she came up with the concept, 
built support to secure the funding and the go-ahead, and now is bringing these concepts to life in 
a very short timeframe. 

Are there any areas where Candidate could use improvement? Any particular weaknesses where 
he/she would need additional support in the first 90 days? 

If Cathy were to advise Brenda, it would be to allow herself to accept credit.  She is not a “glory 
hound”.   

Is there anything we haven’t asked you that you would like to share about the candidate or that 

we should know about the candidate? 

She is a very nice person and a pleasure to be around.  She is a thinker, and this is why she makes 
good decisions. Brenda’s style is unique but understands NV and what makes this part of the state 
work.   
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Candidate Name: Brenda Scolari 

Client Name: Reno-Sparks CVA 

Reference Name: Colin Robertson 

Reference’s Title/Organization: Sr. VP of Education & Research / NV Museum of Art 

Reference’s Relationship to Candidate:   Peer – Div of Outdoor Recreation/Conservation & 
Environment. Brenda helped him organize this brand-new State agency.  

How did you meet the Candidate and in what capacity do you know him/her today?  

12 years total/State = worked together 4 years (known her for longer)  

Tell me about how you and the Candidate worked together. 

Not only did they work together at Nevada State Government but Brenda’s role at the state 
oversees all the museums in Nevada.  

Did the Candidate have any major accomplishments while working for/with you?  Was there an 
area where the Candidate excelled? Any particular strengths? 

Incredible leader and collaborator. 

This position requires someone with diverse leadership experience in key areas; therefore, an ideal 
candidate is someone with expertise in the Public Sector, understands promoting a four-season 
Destination, and experience managing public-owned facilities. How does this Candidate measure 
up in these areas? 

Public Sector – Colin doesn’t think there is anybody better suited to lead an agency as Brenda is 
very smart, diplomatic, and a great tactician. Very strong at managing expectations and exquisitely 

capable in management of areas perhaps with fraught situations. Colin feels previous RSCVA 
leaders have ostracized Board Members, but Brenda can sidebar with one-on-ones, and is savvy 
in building relationships. Quiet and humble, collaborative – she has vision. Hard to find people who 
have vision and can execute while managing expectations and tolerating uncertainties. Very 
innovative with a sense of limitation.  

Four-Season Destination – Brenda is well-acquainted with all sectors of the tourism economy for 
Nevada. Reno has more specific ‘angles’ and she is very equipped to manage cultural sector. Reno 



Winner Partners 

REFERENCE 
QUESTIONNAIRE

TAMPA • ST. PETERSBURG • BALTIMORE • CINCINNATI • NEW YORK • PITTSBURGH • CHICAGO • CHARLOTTE • PHOENIX 

727-270-1884   •   www.winnerpartners.net   •   info@winnerpartners.net

is ‘events oriented’ and she is well positioned to manage that. Understands the need to manage 
the growing outdoor tourism aspect. Gateway to Tahoe 

Managing Facilities – As head of VTCA for state; she is over many facilities and oversees the people 
who manage. She is very aware of managing ‘public property’. Quite capable of managing facilities. 

Was there an area where Candidate excelled? Any particular strengths? 

Very much a visionary thinker, yet humility among leaders is in short supply and she has both. She 
is patient and can see things that need to be done and a path to getting it done. Leads with empathy 
and kindness, thoughtful and strategic. Not afraid of conflict but does not see it out. She has 
fortitude and pursues passion with care and concern.  

Are there any areas where Candidate could use improvement? Any particular weaknesses where 
he/she would need additional support in the first 90 days? 

If people lean in, she leans in but if they are standoffish, she may not warm up and this could lead 

to tension - more so others’ perceptions because of her due to the scope of her role. She is a very 
empathic person and a good ‘reader’ of people.  

Is there anything we haven’t asked you that you would like to share about the candidate or that 
we should know about the candidate? 

He has a sense of who some of the candidates are and he doesn’t think we could find a better 
candidate to position RSCVA to move forward. Very few people in the state are as prepared to 
lead as Brenda – she knows the cultural sector, and where they may need help.  

Colin thinks very highly of her. 
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Candidate Name: Brenda Scolari 

Client Name: Reno-Sparks CVA 

Reference Name: Fred Steinmann 

Reference’s Title/Organization: Dir. Center for Economic Development / Univ of NV-Reno 

Reference’s Relationship to Candidate:   Peer 

How did you meet the Candidate and in what capacity do you know him/her today?  

Met Brenda via Dept of Tourism role.  His university group hosted events in which Brenda 

presented.  They have similar roles in the state and have worked together.  

Tell me about how you and the Candidate worked together. 

The mapping of gaps in the supply chain in NV’s tourism industry via the University.  Multiple 
engagements in this course.  Presentations of reports at the state level with various stakeholders, 
including tourism industry stakeholders.  Fairly routine interactions as their industries align.  Brenda 

and her team are great starting points.    

Did the Candidate have any major accomplishments while working for/with you?  Was there an 
area where the Candidate excelled? Any particular strengths? 

Awarding almost $1million for the 3D program. These funds went to rural communities needing 
them.  Brenda is a big picture person.  Her current position is a testament to her work ethic by 

being appointed by two separate Governors from different political parties. She provides the 
leadership to run a program like the Dept of Tourism Affairs.  Tourism and hospitality are a “what’s 

in it for me” industry.  Brenda can get those groups together to work towards the greater good.  
Brenda kept the department going through the pandemic.   

This position requires someone with diverse leadership experience in key areas; therefore, an ideal 
candidate is someone with expertise in the Public Sector, understands promoting a four-season 
Destination, and experience managing public-owned facilities. How does this Candidate measure 
up in these areas? 

Public Sector – She has worked for two sitting Governors of Nevada of different political parties. 
Brenda is very well respected by her peers in the Governor’s office.  She developed a strong 
coalition of public sector officials across the state and in the key cities.   
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Four-Season Destination – Brenda’s leadership style is results oriented.  What can be done to fill 
the entire calendar throughout the year.  This is very much appreciated across the public sector.  

Managing Facilities – No observations to provide.   

Was there an area where Candidate excelled? Any particular strengths? 

The 3D destination program is a real win.  As a program project, it was a homerun.  She kept the 
lights on during the pandemic and the team together especially with pandemic-induced budget 
reductions.  She was honest and open during this time.  None of the other programs today would 
have happened unless Brenda kept the department running.  It has paid off.   

Are there any areas where Candidate could use improvement? Any particular weaknesses where 
he/she would need additional support in the first 90 days? 

Perhaps delegation of work.  She is very hands-on but there were probably times that a staff person 
could have done the work.  This is not a negative since it could fuel per passion.   

Is there anything we haven’t asked you that you would like to share about the candidate or that 
we should know about the candidate? 

In his work with Brenda, he observed that she is passionate about what she does and the 
organization.  She has the skills set to be successful in the private sector, but she is dedicated to 
the industry she serves.   
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Candidate Name: Brenda Scolari 

Client Name: Reno-Sparks CVA 

Reference Name: Rafael Villaneuva 

Reference’s Title/Organization: Former Commissioner / NV Commission on Tourism 

Reference’s Relationship to Candidate: Reported To 

How did you meet the Candidate and in what capacity do you know him/her today? 

Met Brenda when he worked for the LVCVA.  At the time, she was the CMO of NV Tourism.  She 

was promoted to her current position.  

Tell me about how you and the Candidate worked together. 

They would speak on potential projects as partners.  They would represent their respective 
organizations at trade and industry-specific shows.  As a former Commissioner, he would work 
with her on tourism-related items and areas.   

Did the Candidate have any major accomplishments while working for/with you?  Was there an 
area where the Candidate excelled? Any particular strengths? 

One of the biggest was their hosting and presence at IPW.  It is the largest conference in the travel 
industry.  Many groups in the state are needed to host this event.  Brenda ensured that her team 
and the groups worked well to host the event.  With her leadership, Brenda got a grant to fund 

tourism for NV destinations that might not be able to promote themselves.  She was able to create 
a tourism product where there wasn’t one.  Brenda doesn’t come into the room with a large ego. 

She lets her team take the accolades.  She doesn’t worry about how she is going to look.  She 
knows how to juggle many different groups to achieve success.   

This position requires someone with diverse leadership experience in key areas; therefore, an ideal 
candidate is someone with expertise in the Public Sector, understands promoting a four-season 
Destination, and experience managing public-owned facilities. How does this Candidate measure 
up in these areas? 

Public Sector – The State Treasurer is impressed with her performance and how she handles her 
group.  She is working with her third State Governor and two were of different parties.  She kept 
great relationships with those elected officials.   
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Four-Season Destination – She understands the state’s four seasons coming from northern NV.  
The fact that she was the CMO for Travel NV shows that she had a good sense of the destination. 
She has been in the marketing and understands what needs to be promoted.  

Managing Facilities – She is responsible for the state museum.  She knows the areas to make sure 

they are operating and funded to keep them open and successful.  She has expertise with diverse 

staffing issues.  She knows how to hire the right people to manage the facilities.   

Was there an area where Candidate excelled? Any particular strengths? 

She is very knowledgeable of the industry and a great sounding board for projects.  She is 

passionate about the industry. The more successful we all  are means that we can further the 
state’s goals.  She understands the values of the state and the destinations.  

Are there any areas where Candidate could use improvement? Any particular weaknesses where 
he/she would need additional support in the first 90 days? 

Maybe being out front a bit more. Accept the positive credit.  

Is there anything we haven’t asked you that you would like to share about the candidate or that 
we should know about the candidate? 

She does have a passion for the northern part of the state.  She grew up there and lived there 
most of her life.  She has a good understanding of the city.  She knows how to get things done in 

that area.  This makes her extremely valuable.  
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