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Kristin Macdonald and Mark Oveson are two of the Brownstein attorneys in Denver who helped 
Pinnacle Entertainment complete a $325 million loan that will help pay off previous debt and 
fund further development at the Baton Rouge, La., and St. Louis casinos. | LAW WEEK 
PHOTO MATTHEW MEIER
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DENVER — Incremental term loans 
aren’t the sexiest sounding deals in the 
legal community. But the fruits of those 
loans can catch the eye.

Following nearly two months of work 
by attorneys at Brownstein Hyatt Farber 
Schreck for Pinnacle Entertainment, 
slot machines will ring out at L’Auberge 
Casino & Hotel in Baton Rouge, La., and 
the River City Casino in St. Louis be-
cause of a new credit deal facilitated by 
the Denver-based firm.

Brownstein attorneys in Denver and 
Las Vegas in March helped Pinnacle 
complete a $325 million loan that will 
help pay off previous debt and fund fur-
ther development at the Baton Rouge and 
St. Louis casinos, something Brownstein 
shareholder Mark Oveson in the Denver 
office said gives him a “wonderful sense 
of fulfillment.”

“One of the nice things about doing 
transactional work is that you get to feel 
like you’re building something,” he said. 
“You bring parties together and help the 
company grow.”

Work with casinos wouldn’t have 
been on Brownstein’s radar just five years 
ago. 

In early 2007, the firm merged with 
Las Vegas law firm Schreck Brignone and 
in doing so acquired a gaming practice. 
Schreck Brignone had a long-standing 
relationship with Las Vegas-based Pin-
nacle, which operates nine gaming-
related properties mostly in the Midwest 
and the South. Schreck Brignone at the 

time worked on local Nevada issues by 
offering advice on gaming regulations 
and real estate. For lead counsel work, 
however, the gaming company looked to 
other firms.

With the merger in 2007, the newly 
expanded firm could offer expanded 
services to Pinnacle in areas such as 
intellectual property, tax, securities and 
credit facilities. It’s a structure that pro-
vides exciting opportunities for Brown-
stein, said shareholder David Arrajj, who 
works in the firm’s Las Vegas gaming 
practice. The firm has done work for a 

lot of companies in the gaming sector, 
but “Pinnacle is one of the few where 
we’re acting as lead counsel.”

Credit facility work has been a big 
part of that lead counsel role. In August, 
Brownstein helped put in place a large 
revolving credit facility for the gaming 
company. In early February, the com-
pany sought Brownstein’s help for a new 
deal. 

Pinnacle had $385 million in out-
standing bond issuances that were going 
to come due in 2015, “which sounds a 
ways off, but it’s always better to have 

your debt farther away than closer,” Ove-
son said. So the company issued $325 
million in new bonds to pay most of the 
old debt. Brownstein then helped Pin-
nacle take out a new $325 million term 
loan. With that, it will pay the remainder 
of the old bond debt and use the balance 
to expand two of its casinos in Missouri 
and Louisiana, as well as a horseracing 
track in Ohio.

In Denver, Oveson worked to ensure 
all collateral — property interests and 
the various projects under construc-
tion — were in order to give lenders 
assurance there would  not be any legal 
issues. The key in any deal like this, he 
said, is open communication. That often 
entailed multiple calls to Pinnacle each 
day to keep executives abreast of any 
updates.

It also involved a team of seven at-
torneys, including Oveson, Arrajj, share-
holder Ellen Schulhofer and associates 
Emily Phan, Kristin Macdonald, Rebecca 
Miltenberger and Gregory Riches.

Schulhofer, who works in the corpo-
rate department in the Las Vegas office, 
said it also often meant 15- to 20-hour 
days in the final weeks. For Brownstein 
to maintain Pinnacle as a client and to 
expand its lead counsel work into other 
gaming companies, the work is neces-
sary, Oveson said.

“The client needs to know that we 
have the same sense of urgency that they 
have for their deal,” he said. “That means 
we need to be available all the time, on 
the weekends, in the evening.” •

— James Carlson, JCarlson@CircuitMedia.

com

Brownstein Takes Lead 
On Gaming Client’s Credit Deals


