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Mike Henderson, social media
strategist for One to One Interactive,
finds that interactions via social media
are more interesting and real than
through traditional marketing. 4E

TECHNOLOGY

‘Angry Birds’ pop culture hit
The quirky little mobile phone game has

become a widespread hit, addicting
users at a rate nearly as impressive as
the body count of the swine-enemy
of the “Angry Birds.”

Also, MapQuest is letting you
add to and edit its maps. 7E

LOCAL INSIGHT: ENTREPRENEURSHIP

Have you made your business
resolutions for the
new year? Just in
case you haven’t
gotten around to
making your list
yet, here are a few
ideas to get you
started:

MAKE AN
EFFORT TO
ENGAGE IN SOCIAL
MEDIA, WHETHER YOU WANT TO
OR NOT

Love it or hate it, social media
is changing the way business
works, from networking to
promoting products to being
accessible to a worldwide
audience.

While this marketing niche
seems to appear effortless for the
under-35 crowd, it’s a movement

that is often spurned by more
seasoned professionals.

The bottom line: it’s good for
you, and you must learn how to
do it.

Take a continuing education
class or hire an expert but resolve
to boost your online social media
presence in 2011.

GO LEAN WITH YOUR
OPERATIONS

Just as the majority of personal
New Year’s resolutions involve
dropping a pound or two,
chances are your business can
probably shave some expenses
here and there. The goal is a
leaner operation with more funds
on hand for these uncertain
economic times. Some areas to
consider:

1. Conduct an energy audit.
You’ll be surprised how much

you can save through simple
measures.

2. Review your vendor
agreements. Almost every
business is willing to negotiate
price in order to stay
competitive. Don’t be shy about
shopping around or simply asking
existing vendors if there are any
deals they are willing to offer.

3. Re-evaluate
underperforming products and
services. If something hasn’t
been panning out in the past
year, don’t be afraid to streamline
by eliminating or replacing what
doesn’t work.

4. Save money on training and
education by taking advantage
of free services offered by
organizations such as the Nevada
Small Business Development
Center, Nevada Microenterprise
Initiative, SCORE and the SBA.

TREAT YOUR EMPLOYEES WITH
TLC

Everyone remains on edge
about the state of the economy
and the stability of their jobs
and their businesses.

While it might be tempting to
push employees into taking on
more responsibility than they’re
being compensated for, consider
the potential downside.

Employees who think like
they’re “pitching in to help
the team” are far more likely to
shoulder additional workloads
than those who think you’re
taking advantage of their fear of
job loss to get extra hours out of
them.

Employees who don’t feel
appreciated ultimately don’t
do a good job representing your
company or taking care of your
customers.

RECOGNIZE IT’S TIME TO MOVE
TO PLAN B … OR C … OR D

Even though I’m a big
advocate of working from a well
thought-out business plan, I
also advocate knowing when to
admit something isn’t working
and it’s time to make a change.
Your business plan should be your
company’s map, but if at some
point the map starts to lead you
to a dead end, a construction
tie-up or a deserted highway, it’s
time to look for another route.
It’s OK — actually, it’s essential
— to admit when something isn’t
working out and find a way to
change the situation.

Here’s wishing you and yours
a happy, healthy and prosperous
New Year!

Dave Archer is CEO of
NCET, Nevada’s Center for
Entrepreneurship and Technology.

ONLY IN PRINT:
ECONOMY

By Jason Hidalgo
jhidalgo@rgj.com

Clarity is the hallmark of
Lake Tahoe’s pristine, blue wa-
ters.

But when Shari Chase first
decided to move to Tahoe from
San Francisco a few decades
ago, the path to founding her
own company wasn’t as crystal
clear.

“I really just wasn’t quite sure
about what I was going to do,”
Chase said. “So, I came up with
this notion of finding five very
wealthyfamiliesthroughoutthe
world and doing all their real es-
tate transactions for them.”

In the end, it was a plan that
never quite got off the ground,
Chase said. But the experi-
ence she gained while pursuing
that idea would prove to be the
foundation for Chase Interna-
tional Real Estate.

These days, the company
counts eight offices under the
Chase umbrella, including a
European branch based in Lon-
don. The Chase family includes
about 225 agents.

Not bad for a venture that
was essentially a one-woman
enterprise its first three to four
years.

“I never dreamed that the
company would expand to the
size and caliber that it is now,”
Chase said. “A big reason is
that we decided to do things ab-
solutely differently. We didn’t
look at the industry and say,
‘This is how the industry works.’
We created our own vision for
the marketplace.”

Building a dream

Before staking her claim as
a big player on the Tahoe real
estate market, however, Chase
went through some growing
pains.

“Real estate is all about rela-
tionships,” Chase said. “And I
really didn’t know anybody.”
Her original plan to find five
high-end clients to represent
wasn’t panning out. But as she
struggled to put the idea into ef-
fect, Chase picked up a pattern
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“So, when (Chase International) sold our first lake-front property, people didn’t
even know who I was. They were like ‘Who is that?’ The trophy properties really
gave us some notoriety,” she said.

“A lot of people are reluctant to change,” Chase said. “But the people who succeed
are the ones who are able to take this new energy, spin it out and commit to it.”

Chase’s unorthodox
path leads to success
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POSITION: President
and CEO, Chase
International Real
Estate

COMMUNITY
INVOLVEMENT: Tahoe
Rim Trail, Nevada Rock
Art Foundation, Barton
Memorial Hospital,
MyHeartCentered
Journey.com

3 TIPS FROM
SHARI CHASE
» THINK IN TERMS
OF UNLIMITED
POSSIBILITIES: Express
your creativity. Our
knowledge is perhaps
what restricts us. If you
were to forget what
you know, then what
would you really be
capable of doing?

» LIVE EACH DAY
WITH GRATITUDE
AND ADVENTURE:
Begin each day with
gratitude for what
you have in your life
— your family, friends,
your experiences and
your dreams. Each day
presents an adventure.
Be ready to receive it
with open arms.

» OPEN UP YOUR
HEART: Listen to your
intuition. Let your
inner self be your guide
and make a difference
in someone’s life every
day. There is nothing
that cannot be solved
by love — even your
bottom line.

By Bill O’Driscoll
bodriscoll@rgj.com

The Northern Nevada busi-
ness world awaits the new year
with heightened anticipation
after more than two years of re-
cession.

In 2010, the scraping on the
economic bottom was loud:
jobless rates reaching record
highs, sales and tax revenues
withering, homes foreclosing in
never-before-seen numbers.

While some experts expect
2011 to bring some bounce to
key indicators that improved in
the last months of 2010, they
also steel themselves for more
bumps before true liftoff comes.

MarkPingle,economistatthe
University of Nevada, Reno, is
“definitely bullish” comparing
the year ahead to what he’s seen
since 2009.

“I’d be a little willing to go
out on a limb and say 2011 will
be better than what others are
saying,” he said. “People are ob-
viously still hurting. There are
still tough times ahead. But I
expect 2011 will be better than
most analysts predict.”

Those on the front lines, from
employers to purveyors to con-
sumers, welcome the new year
on widely divergent levels.

Taxable sales

Recession is challenging
enough. But Christine Kelly,
co-owner of Sundance Book-
store in west Reno, has technol-
ogy in the form of digital books
to contend with, too.

New year
heralds
new hope
for rally

UPCOMING ECONOMIC
INDICATOR REPORTS
UNEMPLOYMENT FOR
DECEMBER: Released on Jan. 24

TAXABLE SALES FOR
NOVEMBER: Released by late
January

DECEMBER HOUSING SALES:
Released by mid-January

GAMING REVENUES FOR
NOVEMBER: Released by Jan. 10

DAVE
ARCHER

4 New Year’s resolutions to have a better small business in 2011

Shari Chase is president and CEO of Chase International Real Estate.
PHOTOS BY TIM DUNN/RGJ

However, Nevadans
expect some bumps
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in her conversations with
the people she tried pitching
her services to.

“They would always ask
me ‘Where do you live?’”
Chase said. “And every
time I said ‘Lake Tahoe’ they
would go ‘Oh my gosh, that’s
a fabulous place. What’s the
real estate market like there?’
And I thought, ‘Aha! I bet-
ter find that out.’”

The first thing Chase did
was drive around the lake
and get information on the
three most expensive houses
in the area, which she then
used for reference when
talking to potential clients.
Chase also started joining
international real estate
groups and attending semi-
nars around the world to
give her business an interna-
tional flare. Chase pegs the
official founding of Chase
International at 1986, with
a focus on Lake Tahoe’s lux-
ury market.

Chase’s hard work even-
tually would pay off in the
form of high-end lakefront
listings such as the former
Villa Harrah, named after
former owner and gaming
pioneer Bill Harrah.

“I was like the new kid on
the block,” Chase said. “So,
when we sold our first lake-
front property, people didn’t
even know who I was. They
were like ‘Who is that?’ The
trophy properties really gave
us some notoriety.”

But Chase’s biggest break
arrived when she landed mu-

tual fund heavyweight Jack
Dreyfus as a client. In 1994,
Chase listed Dreyfus’ Thun-
derbird Lodge for sale at $60
million. It sold in 1998 for
$50 million — a record for a
private home sale in the U.S.
at the time.

“People thought the sale
price was crazy and that an
extra zero was just added in
there,” Chase said. “That’s
because the highest-priced
sale at that point in time
was done in New York City,
which was $12 million.”

Dealing with
adversity

As Chase International
grew, the company also
branched out its services, in-
cluding offering properties
at nonluxury price points.

But even with all the suc-
cess, know-how and experi-
ence under its belt, the com-
pany still was negatively
affected by the sudden col-
lapse of the housing market.

“When times were really
good, we had people work-
ing long hours and doing re-
ally, really well,” Chase said.
“All of a sudden, it’s like the
tap turned off. There were
no transactions, and even
our agents did not know
how to cope with this. It’s
one of those things that took
me several months to think
about because I felt we had
the most incredible tools in
the trade and yet nothing
was really working.”

But just as Chase adapted

when her original plan
wasn’t working out, so did
her company.

Reflecting the realities of
the post-collapse real estate
market, Chase International
started including distressed
property transactions in its
portfolio — something that
would’ve been unheard of in
the Lake Tahoe market be-
fore the housing downturn.

Along the way, the com-
pany started working with
banks and creating new
procedures to process trans-
actions such as short sales.

Some agents reinvented
themselves as experts in
distressed property transac-
tions.

Chase also spearheaded
what she calls a heart-cen-
tered approach to better un-
derstand distressed clients
and held seminars to edu-
cate people about the mar-
ket’s new realities.

“A lot of people are reluc-
tant to change,” Chase said.
“But the people who suc-
ceed are the ones who are
able to take this new energy,
spin it out and commit to it.

We became problem solvers
and psychologists in a way.
And when (bank-owned
foreclosures) dry out and
short sales are no longer the
focus, our people will rein-
vent themselves again.”

Looking to the future

Even with all her success
in real estate, Chase’s life
isn’t limited to just selling
homes.

Other notable highs for
Chase include climbing to
Mt. Everest base camp and

helping deliver a baby inside
a plane.

This year, she was in-
ducted into the Central
Okanogan Sports Hall of
Fame as part of the Kelowna
Teddy Bears Canadian
women’s basketball team.
The team won six British
Columbia titles and two
national championships in
the 1960s.

Despite everything she has
accomplished professionally,
however, Chase has no plans
of retiring from the job she
loves to do.

With other real estate
firms shrinking because of
the downturn, today marks
a great opportunity for her
company to grow, Chase
said.

She is particularly excited
about the promise of real
estate’s younger generation,
along with the new ideas it
generates as part of a new,
more tech-savvy real estate
culture.

“We are finding a lot of
new, younger people who
are really interested in real
estate, and that’s really im-
portant because the younger
generation is our gift,” Chase
said. “The average age of a
real estate agent is some-
where in the 50s, but that’s
all going to change as those
agents retire. The younger
generation is really going to
be the fuse that lights the fire
of what the industry is doing,
and that’s something Chase
International is always look-
ing for.”

Chase/Big break came when she listed Thunderbird Lodge

Shari Chase, president and CEO of Chase International, shows on Dec. 13 a poster of one of
her properties, Tranquility, listed for $100 million at an office in Round Hill near Stateline.

TIM DUNN/RGJ

From 1E


