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                 Are our schools safe?
by Alison Schneider
Remember when the scari-

est thing about school was
whether or not you were going
to have a date for the dance or
if lunch was going to be any
good? Well, those days are long
gone. 
The first sign of that, of

course — was Columbine —
when the country looked on in
shock and horror while the
story of violence unfolded right
in front of us. There have been
smatterings of student vio-
lence in our schools country-
wide since then, but most
recently a new trend has raised
its ugly head, with the
Pennsylvania and Colorado
incidents involving adults in
the violence. How did we get to
this point?
Here in Missouri, we felt

pretty insulated from the crazi-
ness the rest of the country was
experiencing. Of course the
metropolitan areas were seeing
escalation of student-on-stu-
dent violence, but overall,
Missouri's more rural schools
were seemingly able to escape
the scariness. Until last month,
that is.
Within a week of the

Pennsylvania Amish commu-
nity's loss, three schools across
our state experienced some
pretty eye-opening scary
moments. In Noel, a pistol was
found in a locker; in Warrenton

a student was arrested after
saying he "wanted to turn his
school into another
Columbine"; and Joplin, where
a student brought an assault
rifle to school and fired a shot
into the ceiling before being
disarmed. Of course, the media
publicity is partially to blame
— people seeking personal
notice might see the news cov-
erage as an opportunity to
become "famous".
Unfortunately, we can't

ignore what is happening to
our society — ignorance is no
longer bliss; it's downright
dangerous.
Recently Governor Matt

Blunt was attributed as making

a comment after the Joplin
incident that we might have to
start arming our teachers. The
comment was "misinterpret-
ed" says his staffers. He, of
course, does not favor arming
teachers, but says that the gen-
eral topic is well worth dis-
cussing — and that maybe
there should be some weapons
available in our schools with
persons properly trained to use
them — or that it's a thought

worth talking about at least.
"Those who think guns lead to
a violent society will not agree"
he has said, "but those who
think access to weapons can be
a part of a solution to a violent
situation created by society"
might be more willing to dis-
cuss the matter. The outcry to
these comments definitely
suggests that the answer is
"no" we don't think this is a
good idea. But the point would
be, it seems, that we need to do
something more pro-active
and this discussion is as good a
starting place as any. Governor
Blunt has formed a special task
force that was involved in an
Internet web conference with

school and public safety offi-
cials throughout the state on
October 19, 2006 in an effort to
address the problems and
come up with some solutions.
The Internet conference

held on the 19th was simulwe-
bcast throughout the state.
Schools were encouraged to
have their board members and
administrators sit in to discuss
the situation of school safety.
The Missouri Department of

Public Safety and the Missouri
School Board's Association
and featured law enforcement
officials, some politicians and
educators from around the
state, hosted the event. Most
notable speaker in attendance
was Joplin Superintendent Jim
Simpson. 
"School Administrators are

sometimes very naive. I know I
was," said Simpson as he
detailed the incident at his
school and the events follow-
ing. One of the first things he
learned from that experience
was that "educators need to
have a simple plan of action
they can quickly execute in
tandem, without confusion
and without referring to thick
handbooks." 
Cole County Sheriff Greg

White added that, "in the
majority of cases of planned
violence, students talked to
each other first." He went on to
say, "What we don't see in the
media are times students came
forward and stopped the vio-
lence before it occurred." 
Educators and parents alike

are learning more about how to
spot trouble teens, but it's an
inexact science to say the least.
Superintendent Simpson

stressed the need for commu-
nication with parents, law
enforcement, the community
and media. 
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by Darrel Willman
As a parent of three, I’m con-

cerned. Maybe even scared. It
was the fourth school shooting
nationwide in a bit more than a
week. News reports of a student
at Memorial Middle School in
Joplin October 10th, armed with
an AK47-like weapon galvanized
Missouri’s citizens. What was
once a problem only for large
metropolitan cities had struck
close to home.
A seventh-grader, just 13

years-of-age, armed with his
father’s assault rifle terrorized
the school. He reportedly had a
strange fascination with the
Columbine High School shoot-
ing, in which 15 people were
killed in 1999.
According to newspaper

reports, he was wearing a trench
coat and carrying a lawn-chair
bag, and a duffel bag or back-
pack. The backpack contained
military manuals, instructions
on how to build an improvised
explosive device and detailed
drawings of the school’s layout.
Joplin's schools do not have

metal detectors. One full-time
safety officer and several drug
enforcement officers move
between Joplin’s public schools,
but none was at the middle
school when the shooting
occurred.
The youth’s father has been

charged in federal court with ille-
gally possessing several firearms.
Gregory Lynn White was charged
with possession of eight guns—
breaking laws which prevent
anyone convicted of a felony
from possessing firearms or
ammunition. White has a 1988
felony conviction for possession
of methamphetamines in
California and a 1980 felony con-
viction for burglary in Florida.
Thomas White, his son, has

been charged with first-degree
assault, armed criminal action
and making terrorist threats. If
convicted as a juvenile, the boy's
sentence could range from in-
home detention to incarceration
lasting no longer than his 18th
birthday. An additional charge
has been filed after he apparent-
ly tried to escape authorities.
Charles Lonardo, attorney for the
accused youth, denied the
charge.
The father’s penalties could be

as much as a year in prison for
each illegal weapon. The key to
the home arsenal and ammuni-
tion was hanging on a hook in

the same room as the gun safe.
Interviewed by the Joplin

Globe, Lt. Geoff Jones of the
Joplin Police Department said
that White had been planning
the event for a couple weeks.
One of the teenagers friends has
corroborated the story. 
"He knew he had been plan-

ning this but did not believe
him.” Jones said. "This is typical
of every school shooting.
Someone did not take it serious-
ly. Students need to alert an adult
to something like this as quickly
as possible. Parents need to have
conversations with their children
so that they take these things
seriously and report them to an
adult. We don't want any
chances taken."
Jones said there was a com-

puter in the boy's home, but
there was no evidence in the
computer that he had been
using it in preparation for the
incident at the school.
How the rifle got into the

school "is something we are very
interested in," said school
Superintendent Jim Simpson in
an interview with the Joplin
Globe. "It was a rifle, of all things.
We are very much interested in
getting some questions
answered, and that is one of the
key questions. Another key ques-
tion is: Why was he motivated to
do what he did?"
In response to the incident,

school officials shut down two of
the school’s four entrances.
White’s lawyer said he would

fight efforts to have the boy
charged as an adult. Were he to
be charged as an adult in the
incident, the penalty could be
life in prison.
School officials have stated

they had no warning from the
boy, who was described by the
principle as "a nice kid."
Nice kid? —maybe. Nice par-

ents, who is to say? One thing is
for certain. At least one fellow
student knew of this kid’s plans
and yet said nothing.
What about the parents?

There is no word as to whether or
not they saw any indications of
planning for the incident prior to
that morning. News sources
have said repeatedly it was a
“shock” and came as a “complete
surprise”.
Looking for a moment at the

story, we can see the boy had
drawings of the school, a white
hood with cut-outs for the eyes, a
semi-automatic weapon,

ammunition, and a hand-out on
how to make an IED (Improvised
Explosive Device).
While they found no evidence

on the home computer, it’s obvi-
ous the explosives directions had
to come from the internet. The
gun and rounds came from the
family’s gun safe. He took the
time to draw a layout of the
school, fashion a mask and find a
way to conceal the weapon in a
lawn chair bag. These things
indicate forethought and plan-
ning.
As parents, it is our responsi-

bility to raise our kids to adult-
hood and get them through to
the time they can care for them-
selves on their own. But more,
aren’t we supposed to try to
make sure that they are responsi-
ble, law abiding, contributing
members of society?
The parents of this kid made a

couple of mistakes. A father with
two previous felony convictions
has no business owning assault
rifles and ammunition. When
securing your weapons in a
home gun safe, it probably isn’t a
good idea to hang the key in
plain sight on the wall in the
same room as the safe. It’s also
not a good idea to store the
ammunition and the weapon in
the same place.
Finally, why didn’t his folks get

some sort of idea the kid was
planning this? Sounds as if he
went to a great deal of trouble to
get ready for the big day.
What about the schools, and

the government— are they
doing enough? The Joplin
schools don’t have metal detec-
tors— should they? The school,
like many in the state, has an
officer in the school whose
salary is paid for cooperatively
by the school district and the
local police department. But are
these officers armed? Do they
even have protective gear like
bullet-proof vests? If an
unarmed officer with no body
armor is confronted by a nerv-
ous, trembling teenager with his
finger on the trigger of an assault
rifle, of what use are they?
Alison Schneider’s story this

month looks at the issue, and
gives some insight into what
local and state authorities are
doing to prevent incidents like
this from happening. But what
should we as parents do? What
should lawmakers do? Tell us
what you think. n

Violence in our schools
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by Michael Gillespie
Are promotional items really

effective? A study conducted by
Baylor University concluded that
52 percent of customers who
received a promotional item
with a sales letter viewed the
company in a more favorable
light than those who received
only a sales letter. But whether
contained in a letter or handed
out in the store, the choice of
giveaways must fit a purpose
and target the customer.
When deciding what promo-

tional items you want for your
customers, there are a few points
to consider. The item should be
memorable. Think unique. If the
giveaway were a keychain, then
the tag ought to resemble or
remind the customer of your
product. On the other hand, the
giveaway need not be merely
functional; it might be some-
thing to play with, such as a ball-
in-maze puzzle.
The promo item must work.

There is nothing more frustrat-
ing than a pen that does not
write, or an ice scraper that
breaks easily. Broken or non-

functioning giveaways send a
negative message about your
business.
The giveaway should easily

communicate who you are. It
should motivate the customer
and increase recognition of your
product or service. Make sure
your company name, address,

and phone number are printed
clearly. Don’t let the item over-
whelm the message; after all, the
giveaway is meant to be an
advertising tool, not merely a
present.
If you want to reward existing

customers or employees, consid-
er giving a useful tool or a luxury

item — a thermal mug for travel-
ing sales staff, or hand lotion for
secretaries. Along with the com-
pany name and information
printed on the item, consider a
message such as ‘In appreciation
of a loyal customer’ or ‘Thanks
for your hard work.’ That extra
thought will go a long way
towards reinforcing the recipi-
ents’ commitment to your busi-
ness.
Target your recipients. While

pencils and key chains may suf-
fice for the average customer,
you might want to reserve higher
priced promo items for special
clients, such as those who open
new accounts or have specific
needs.
Promotional items have a way

of increasing goodwill. A cus-
tomer who is handed a pen or
pencil at the point of sale may
not have received much in the
way of actual value, but he or she
will feel as though they’ve gotten
something extra for their patron-
age, and they will be back. The
trivial cost of that item will be
absorbed many times over in
repeat sales. n

By Michael Gillespie
Chip Weeg and his family are

busy people. Besides operating
Hook ‘Em guide service, Chip
managed the marine store at
Lodge of the Four Seasons and
operated a gas dock. His wife was
in real estate. His daughter and
son-in-law owned a restaurant.
Chip often used promotional
giveaway items to advertise his
family’s businesses. He was a
regular customer of a small firm
known as Ship-n-Shore
Advertising Specialties.
Two years ago that company

went up for sale. “With the busi-
ness that we gave them before,
and everybody else was doing
business with them, I didn’t
know how it couldn’t make
money,” Chip recalls. “So we
ended up buying it. We just
jumped in and we’ve been going
ever since.” 
Chip enlisted the help of his

daughter, Amber Torres, and
moved the business from its
Bagnell Dam location to 957
Murphy Road, in Osage Beach.
It’s a family operation with

Amber running it on a day-to-
day basis and Chip filling in as
needed.
Ship-n-Shore sells a wide

range of promotional items. “We
do anything from Frisbees, to
coffee cups, to pencils and pens,
t-shirts, sweat shirts, calendars,
rulers, and business cards,” says
Chip. “Anything you want to put
a logo on, we can do.”
Amber does the computer

artwork. She can use a compa-
ny’s established logo, or create a
new one. She also helps the
client decide what type of pro-
motional item to buy. “I’ll show
them what works,” she says.
“Sometimes people will come to
me with their price range. Say
they’re looking for a product
that’s around fifty to seventy-five
cents each, I can pull all kinds of
different products that fit their
budget. The possibilities are
endless that we can print on.
“For realtors, we can do cus-

tomized door mats for open
houses. For banks and mortgage
lenders we can do dollar-shaped 

continued on page 38

Effective giveaway items Local company specializes
in specialty promo items
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573.365.BOBBi WWW.BOBBIBASH.COM

Regatta Bay ~ New building, 
amazing decor. $288,000

Bobbi’s favorite home ~ A must see!
$465,800

Dude Ranch Road ~ Designer everything,
and VIEW, VIEW, VIEW! $895,000

Porto Cima townhome ~ Lake view, 
every amenity. $459,000

State Park Cove ~ New inside & out. 
$335,000

Woodland Cove ~ Spectacular.
$799,000

WANT A NEW VIEW?
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6 Acre Development Parcel in the heart of Osage Beach.
(at left) Frontage on Highway 54 and 54/29. Suited for retail
outlets, medical park, hotel/motel or executive offices. Zoned
C-1. A premier property adjacent to the Factory Outlet Mall.
Call Frank for details at 573-280-1030.

General Store in Excellent Location! Rapidly growing com-
munity provides business stability for this convenience store
and lots of growth opportunity. Room to expand on existing
site and potential for more property. Pride of ownership is
apparent! MLS#3030770

Elegant Golf Course Home - Warm stone w/keystone, topped
windows & copper bay. Spacious foyer w/formal dining room
& blt-in bookshelves. Lrg KIT in island, brkfst nook, transom
windows & bonus room above garage. Golf cart storage in
garage. MLS #3033256  $589,000

Regatta Bay Unit 1-A Bld. 382. - Fabulous unit with an amaz-
ing view.•  Lower level with a private entrance. Lrg covered
deck w/unobstructed main channel view. 16x40 boat slip pro-
tected by break water. Excellent master suite.
MLS #3032139 - $389,900

Porto Cima’s Finest- Now under construction, come pick your
colors! Lrg open living room and kitchen, crown molding, top
grade appliances, custom-made cabinets and granite countertops.
Lrg master bedroom w/ lighted 12´ double tray ceiling. The fea-
tures go on and on.... a must see!  MLS #3030818 - $874,900 

Weston Point Condo.  Lakefront unit with outstanding view,
direct access off deck, private entrance, boat slip & hoist.•  Unit
is completely tiled & has some wood flooring.
MLS #3031267 - $89,900

573-302-2322
www.remax-lakeozarks-mo.com

THE CHRISTENSEN TEAM
Frank Christensen, Mike Christensen, Michele Stichler, Kathy Wise and Brian Lutes
THE CHRISTENSEN TEAM
Frank Christensen, Mike Christensen, Michele Stichler, Kathy Wise and Brian Lutes
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Old Erie Cemetery sets along-
side Lake Road Y-49, not far from
Linn Creek Cove. There is no sign
identifying the burial ground,
only a chain link fence surround-
ing an acre of parched weeds and

weather-beaten tombstones. The
name “Old Erie” testifies to the
age of the place. The village of
Erie ceased to exist in the 1850s.
The cemetery is the site of a

mystery. Among the several
tombstones there are three rows
of stones — mere rocks, really —
that have no inscription. Among
them is a single granite marker of
relatively recent vintage that says:
“In memory of unknown casual-
ties of the Cherokee Trail of Tears
1838. Twenty stones marking
Cherokee Indian graves.”
The Trail of Tears. It was a

shameful moment in American
history. The Cherokee Indians
had lived in the Southeastern
United States since long before
our nation’s independence. They
had adopted the white man’s
ways as a means of getting along
with the encroaching settlers.
They had fought alongside an
American army in battle with
other Indian tribes. They had

their own written constitution
and elected their principal chiefs.
To show their willingness to
cooperate with the Americans,
they had signed several treaties
that eventually reduced the

boundaries of their nation north-
ern Georgia. They were known as
one of the five “civilized” tribes.
But that was not enough. In

1830, President Andrew Jackson
signed the Indian Removal Act,
which essentially decreed that all
Indian tribes would be moved
west of the Mississippi. And then,
in 1836, the government entered
into a bogus treaty with the
Cherokee in which the Cherokee
had two years to relinquish all
their lands and possessions in the
east. They were to be rounded up
and moved to present-day
Oklahoma.
The Cherokee moved west in

large groups in 1838. The first
three groups, who were accom-
panied by a military force, trav-
eled by steamboat down the
Tennessee, Ohio, and Mississippi
Rivers, and up the Arkansas River
to Fort Smith. Other groups —
there were thirteen in all, each
group numbering several hun-

dred individuals — traveled by
land routes. Altogether some
16,000 Cherokee started the jour-
ney. Drought, starvation, expo-
sure, and disease claimed as
many as 4,000 deaths along the

way. 
The northernmost land route

of the Trail of Tears took the
much-suffering Cherokee
through southern Missouri,
along a line that is more or less
today’s I-44. That would have put
them at least 35 miles south of the
lake area. But what of the twenty
Cherokee buried at Old Erie? How
did they get there, and why? 
Inquiries at half a dozen his-

torical societies and organiza-
tions resulted in more questions
than answers. The Trail of Tears
Association, based in Little Rock,
Arkansas, was not aware of any
Cherokee burials in the lake area
and expressed surprise that they
were here. The same was true
when I contacted Trail of Tears
State Park, in Missouri. Even the
Cherokee Nation in Oklahoma
could not supply an explanation.
At least one individual told me
that those gravesites probably
were not Cherokee at all.

Perhaps. But it is generally
accepted in Cherokee tradition
that there were many desertions
from the main groups. Following
this line of thought, it might have
been possible that a small party
left their group as it passed
between present-day Rolla and
Springfield. Poorly equipped,
hungry, and surely lost, they
would have headed north
through rough country, but to
what purpose? Some suggest that
they were looking for Osage vil-
lages. Yet the Osage had ceded
their Missouri lands in 1825, and
were now living in present-day
Kansas.
Or they might have come from

an entirely different direction.
The old town of Erie, the forerun-
ner of Linn Creek, was on the
Osage River. Most settlers in that
area came by boat, either steam-
boat or keelboat. For the
Cherokee to reach Erie by river,
they would have had to travel
down the Tennessee and Ohio
Rivers, then up the Mississippi to
St. Louis. From there the water
route would have taken them up
the Missouri and the Osage
Rivers. It was a logical pathway
for those times. But it poses a
problem. There is no known
record of any Cherokee party
going through St. Louis.
And what of the marker in Old

Erie Cemetery? It’s one of the few
modern monuments in the
cemetery. Judging from its shape
and lack of significant weather-
ing, it probably was set there
within the last forty or fifty years.
Who placed it there? Why would
an individual or organization
spend the money to place a
marker if they were not sure of
what they claimed? What did they
know that has escaped the Trail of
Tears experts?

If the twenty Cherokee buried
at Old Erie did travel through St.
Louis by boat, there may be a
document somewhere that con-
firms it. It may be something as
simple as a requisition form
drawn on the government for
supplies. Or a fleeting mention in
a newspaper. It would be a signif-
icant discovery. Most historical
finds of this type are uncovered
entirely by accident.
Until that discovery occurs,

one can only speculate as to how
these twenty unnamed souls got
to Erie when they met their
deaths. It makes for a good mys-
tery. n

“The Trail of Tears”, painted by Robert Lindneux in 1942. It commemorates the suffering of the Cherokee people
under forced removal. The Cherokee call the forced march to Oklahoma "Nunna daul Tsuny." Translated into
English: "trail where they cried."

The secret of the Old Erie graves
LAKE STORIES With Michael Gillespie

Historian and tour guide Michael Gillespie is the author of “Wild River, Wooden
Boats” and “Come Hell or High Water: A Lively History of Steamboating”. He has
also penned dozens of magazine and newspaper articles. Both of his books are
available online at Amazon.com
and Barnes and Noble.com.
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5BR, 6BA, 7,000 sq. ft.
with 124� lakefront!

Pre›construction pricing!
MLS #3027834 › $1,990,000

Exclusive Lakefront Business!
Marina/Restaurant/
Convenience Store!

MLS #3022854 › $890,000

3BR, 2.5BA, 2,430 sq. ft.
with 79� lakefront!
Includes dock!

MLS #3027569 › $499,900

4BR, 3BA, 3,918 sq. ft.
with 100� lakefront!
Includes dock!

MLS #3027361 › $397,500

3BR, 2BA and 2,064 sq. ft.
Located on 33 acres!

MLS #3027150 › #238,800

4BR, 2BA and 2,000 sq. ft.!

Brand new home
in Four Seasons!

MLS #3031599 › $214,500
4BR, 3.5BA and 2,443 sq. ft.

condo! Includes partial

furniture and 12x36 slip!
MLS #3032995 › $425,000 
Luxury & affordability! 
Brand new development

offering 90 waterfront units with

panoramic views! 

3BR, 3BA, 1,800 sq. ft.
with 80� lakefront!
Includes dock!

MLS #3033127 › $233,177

3BR, 2.5BA, 1,600 sq. ft.
with 63� lakefront!

Includes furniture & 10x24 slip!
MLS #3029055 › $214,900

3BR, 4BA and 3,300 sq. ft.!
View of golf course

and the lake!
MLS #3031959 › $420,000

3BR, 2.5BA and 2,724 sq. ft.!
Brand New Development in Osage

Beach!
MLS #3029793 › $249,500

New Construction!
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Lot sizes to accommo›
date almost any need.
Business in Place or
coming soon include:
Premier Bank, Purcell
tire, Ashley�s Furniture
and Sonic. High traffic
and direct stop light
access to Hwy. 54 &
future expressway!

Incredible 12+/› Parcel! 1st available on the market,
boasts excellent Hwy. 54 frontage with visibility from east
and west bound. High traffic counts.� This parcel is suit›
able for a large retailer or strip mall location. Soon this
will have future expressway visibility along the back of
the property and KK exit ramp will be in close proximity.
City sewer and water. Priced at $4,965,850

Here�s your opportunity ›› own
your own office, retail shop &
more. Stop paying a lease! Well›
constructed office suites in an
ideal location in The Crossings off
Bus. 54 & Hwy. MM. Excellent
exposure, great traffic counts &
at a price that�s affordable! There
are 10 suites to choose from› get yours now! Starting at

General Store in Excellent Location!
Rapidly growing community pro›
vides business stability for this con›
venience store and lots of growth
opportunity. Room to expand on
existing site, potential for more
property. Pride of ownership is

Retail Suites For Lease
Located on the corner of Hwy 54 and Hwy KK in the popu›
lar Palisades Village Shopping Center. 2000›10,000 sq. ft
available. Great Location & Ample Parking. Call us today for
more information & pricing!

3525 Highway 54
Osage Beach,
MO 65065

*Information provided by the Bagnell Dam
Association of REALTORS®.

The Statistics are out!
Jeff Krantz & Associates 

#1 in Transactions at RE/MAX Lake
of the Ozarks & the Mid›States

Prime Gas/Convenience Store

Palisades Commons

12 Acre Parcel

Palamar Suites

Over $39 Million in Pending &
Closed Sales in 2006!

Up & coming subdivision.
Distinct entrance, community
pool & clubhouse, paved
streets, several floorplans to
choose from. Pricing starting at
$220,000. Pick your home
today!

Featured Subdivision - Tonka Villa Estates

Located in Osage Beach. Infrastructure &
amenities are in. Boat docks available. Plans
are drawn, continue w/the owners concept or
create your own. Huge lake views. These 2
lots will accommodate 10 additional units›
same size as existing Bridgeview Townhomes.
Priced at $735,000

Great Development Opportunity

Excellent location in Osage Beach
w/one of the highest traffic
counts in the county› over 10 mil›
lion! Corner location near the
Outlet Mall & Super Wal›Mart.
Great site for a franchise, marine
store, etc! Compare & see. Priced

Hwy 54 Frontage- Over 1 Acre of  Ground

Great storage units located in a
prime area in Osage Beach. 125
units total. Rents well now &
potential is there to increase num›
bers. This is an incredible deal!
Call for more information & pric›

Osage U-Store It

Palisades Office For Lease

573-302-2355
888-322-1802

www.krantzandassociates.com
www.propertiesforsaleatlakeoftheozarks.com



by Darrel Willman
You might remember the

Cabbage Patch Dolls, or possibly
Tickle Me Elmo? You might also
remember these were “the” toys
for their respective seasons, and
as such, were extremely difficult
to find for parents.
To give you a head-start on this

shopping season, we have com-
piled a list of the toys you may
want to get in on early if they are
on your list. We also spoke with

several area merchants to get
their take on “what’s hot”.
Christmas season is the big one
for toy retailers in the area, and
everyone we talked to said they
are already in high gear, receiving
and stocking an estimated 20-
30% more inventory over normal
levels.
Sherry Johnston, manager at

Stone Crest Book & Toys in the
Stone Crest Mall, said games and
familiar titles like Thomas the
Tank will make up the bulk of her
volume this year. “Games actual-
ly—•we just came back from
game day in Union. They have
developed so many new games
especially for ages 4 and up. So
our focus is on games. It’s really
good for the whole family to be
able to sit down and the little
ones can play along. Also
Learning Curve, and Thomas the
Tank is always big. We just fin-
ished a Thomas sale, we’ll be hav-

ing another one in November.”
Jeanette Lee, manager of the

Kay-Bee Toy Outlet in the
Premium Outlet Village said that
while her location as an outlet
doesn’t get all of the first-run
hottest sellers, toys like the Elmo
and the Bratz dolls are still high
on her list.
“The number one seller is

going to be the TMX Elmo. We
actually haven’t gotten the TMX
Elmo in our store yet, but we’ve

pre-sold all of them that we can.
We’ve pre-sold 30— they’re allot-
ting so many per store. By
Christmas time we should have a
plentiful supply. He lies on the
floor, he kicks, he giggles, does
summersaults. He does it all.”
Other toys on her list include

those from the movie “Cars” by
Pixar Animation.
“The Lightning McQueen is

also hot. The Cars products are
really hot right now. And, any-
thing Lego— we can’t keep them

in stock.” Jeanette said.
Lee and her staff stock an extra

20-25% more inventory just for
the holiday and extend their
shopping hours Thanksgiving
weekend, traditionally the hottest
selling days of the year. “The day
after Thanksgiving we open at
seven in the morning and we’re
here until 10 at night— and then
Saturday we’re open 8 a.m. to 10
p.m.” Jeanette thinks this could
be a very good year for sales, she

said, “We kind of had a rough
summer with gas prices high, but
I think now— from what I’ve seen
in the last couple weeks, I see a
bigger Christmas this year than
last year.”
Glen Graham, department

manager for toys at the Wal-Mart
Super Center in Osage Beach said
that his store stocks at least 20-
30% more inventory for the
Christmas season than normal.
“The new Elmo. The TMX.
Everybody says that’s going to be
the Blockbuster. And not only
that, it’s hard to get. It’s a limited
quantity, a 10th anniversary. The
new “Here and Now Edition” of
Monopoly. The Littlest Pet Shop.
We’ve sold a lot of these and we’re
still selling a lot. The Littlest Pet
Shop is a variety of toys, all kinds
of toys with it. Fairy Tale Wishes
Dora— any Dora toys. We’ve
ordered quite a few extra of them
to meet the Christmas demand.”

Mike Addis, store manager at
Target in Prewitt’s Point said, “Toy
sales are heavier than last year.
Probably by about 10-15%. We’ve
already started to stock. We get 10
or 12 pallets of toys in on Monday,
Wednesday and Fridays, and our
risers are full— and they’ll still be
coming in— because we’re just
getting ramped up for
Christmas.”
His department manager,

Nicole said, “   “

Our list is along the same lines
as the local stores, with a few
additions. In alphabetical order,
with manufacturers' suggested
retail price included.
• Barbie and the 12 Dancing

Princesses. Straight out of the lat-
est Barbie DVD, this playset fea-
tures a whole line of dolls. Ages
3+. Mattel, dolls: $25, horse & car-
riage: $33. Mattel.com.
• Bratz Forever Diamondz.

Every one of the dolls comes with
fake diamonds in their set and a
certificate of authenticity— but
the doll comes with a real chip
diamond pendant that girls can
wear themselves. Dave at MGA
said they were filling orders as fast
as they could. MGA
Entertainment, $30 each. Ages
6+. Mgae.com
• Butterscotch My Furreal

Friends Pony. Not for the faint-of-
heart. If your little one has their
eyes set on this plushly-uphol-

stered three-foot animatronic
pony, expect some sticker shock.
When they climb on, the pony
comes alive and responds with
clip-clop and walking sounds.
Ages 4+. Hasbro Inc., $300.
Hasbro.com.
• Digi Makeover. A high-tech

computer connected makeover
system that includes a built-in
camera and touch-sensitive pad.
The unit allows kids to experi-
ment with a wide variety of new
looks and see the results. Your lit-
tle one can then plug it into the
TV and snap a picture. Ages 8+.
Radica Games Ltd. $60.
Radicagames.com.

continues on page 16

“Hot” toys for this Christmas

The Bratz Forever Diamondz dolls are red-hot for this season. Each comes with a real diamond.

The Lego Mindstorms NXT is a sophisticated programmable robot.

Monopoly “Here and Now”
Edition has today’s prices and
properties.

Butterscotch My Furreal Pony
will set you back $300.
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ww.1031taxsaver.com
573-302-2320

John Garrett

Income Property at
busy intersection.
Two buildings, high visi-
bility, city utilities. Great
for sales lot, car wash,
service type location.
$425,000

Perfect First Investment Property.
Seven-plex in busy Lake Ozark. Some have
Lake view. Priced right. $219,000

Mobile Home Park for 1031 Exchange.
Northshore location, you own the mobiles.
$219,000

Operating Mobile Park. Can purchase up
to 20 acres for future growth.• Right in the
path of Expansion for Lake Ozark. $620,000

Can be a Rental. This stand alone condo
has no steps from the parking lot. Boat
dock included $164,900

On-site Manager. This condo is 1256 sq ft
and has a boat dock available.• On site
manger will rent it for you. $129,000

1031 Exchange for this Waterfront
Home. Yes, you can exchange your current
rental property for this home and legally
make it your retirement home. I’ll show you
how. $400,000

Use your IRA to buy this lot!
185 Lakefront feet across from Tan-Tara-a.
Cove location. $115,000
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Danielle Kimmel has worked
with “The Season of Sharing” for
four years. Like the previous three
seasons, she and the group of vol-
unteers gather gifts for over 450
needy kids and their families in
the area. They depend on area

individuals and businesses to
donate toys, items of clothing and
cash to help those less fortunate
over the holidays. And it’s not all
about toys. Plenty of families
around the area can’t afford to buy
proper shoes, coats, hats—
food— for their children.

“Our goal is to help about 450
kids in the Eldon and Miller
County area,” Danielle says. “We

have had monthly fundraisers at
Cold Stone Creamery which has
raised over $1,000 so far,” she
explains. “And the 25th of
November we have the Noble
Eagles benefit wrestling match. If
people bring in a toy, they get a
raffle ticket and we’ll have items
to raffle off. Everything from gift
certificates to cash to miscella-
neous prizes and things like that.
Freedom of the Road riders is
doing a toy run on the fourth of
November to benefit our organi-
zation.”

Along with the work she and
others do all year long, they
appeal directly to people when it
gets into the home stretch— the
weeks leading up to Christmas.

“We’re starting to go to area
businesses and get donations,”
says Danielle, “because we are a
100% donation organization—
also a 100% volunteer organiza-
tion.”

The group doesn’t want to dis-
appoint any families who are
looking to them for help. Danielle
she says she finds a way to help
those in need. “We get a wish list
from the families, starting off with
the needs of the children. Snow
boots, shoes, jackets— you’d be

amazed at the number of children
running around in the middle of
winter in sandals because the par-
ents can’t afford warm shoes for
them. Socks, underwear, shoes,
hats, gloves—•then we get their
toy needs. We still have the trees at
Eldon Wal-Mart. The cards on the
trees will have lists— toys in dif-
ferent price ranges. Three or four
options, like $10-$15 up to $25,
and then over $25, depending on
what the kids need. If people are
willing to take the cards, they
don’t need to fill every item on the
card. If they can do one or two
things, that’s great. Just take a card
off the tree, fill whatever they are
able, because even if they get just
one item from the list— that’s a
big help— it’s one less thing we
need to buy.”

Donations of cash can go
directly to buy items that are not
ordinarily donated. She explains,
“We’re also looking for monetary
donations. We can give people tax
write-off forms— the gifts are
deductible. If they just want to
donate items, we can always use
socks, underwear, hats, gloves. We
also get used stuff in good condi-
tion. Parents who have nothing,
put them in stockings and things

like that. Something is better than
nothing. One thing that we do get
used that we will always need is
coats. There are parents that don’t
have jackets—•last year was
absolutely wonderful that we had
so many adult coats come in. It
was so cold last year.”

Once folks have the lists, and
have decided what they can do,
Danielle said it’s easy to get them
back to her. “They take the bag
and the items back to the store. I
go in daily and pick everything up.
If they can just get whatever they
can, that would be wonderful.”

Families that need assistance
this year can contact Danielle to
get signed up. “We’ll be taking
family’s applications starting the
first week of November through
until the first part of December.”

The season will be a little bit
brighter, maybe a touch warmer
for those Danielle and group
assist. The items are distributed in
December, and she says that’s
also a time of need for the group.

“We’ll be packaging gifts from
the 11th of December through to
the 16th. We hand out the items
on the 16th of December at the
Nazarene Church in Eldon. Of
course we’re looking for volun-

teers the week of the 11th through
the 16th, who could come in and
help package all the gifts, get
everything organized and sort-
ed— things like that.”

Take a moment and think
about it— a couple dolls, a small
cash donation— perhaps a pair of
jeans and some socks or under-
garments. Maybe “passing the
hat” around the office. Donating
some wrapping paper. How much
could it be?

How good would it make you
feel to know that on Christmas
morning, there will be a little girl
or boy smiling as they unwrap
their gift. And knowing they
would not have had a Christmas
without your help?

Danielle can be contacted for
more information at 392-4004.
You can mail monetary donations
to Danielle and the group at:
Season of Sharing, 22 Vienna
Woods Drive, Eldon, MO 65026.

Don’t worry that your gift isn’t
getting to the kids— “100% of the
cash and toys donated to the pro-
gram goes for the children—
everything else is on a volunteer
basis.” Danielle says. n

“Season of Sharing” needs your help

Call Danielle Kimmel at 392-4004

December 10th marks the
13th Christmas for Kids. The
Christmas for Kids Committee,
the Ozark Coast Kiwanis Club
and Lake area businesses come
together each year to help area
kids and their families. 

The evening starts at 6:30
p.m. Attendees must be at least
21 years of age, admission to
the event is $10, plus a new,
unwrapped toy.
Those not wishing to bring a

toy can pay $20 to attend.
There’s also a silent auction,
hors d’oeuvres and a cash bar.
All proceeds from the

evening will benefit underpriv-
ileged children in the Lake
Area, plus seven area charities:
CADV (Citizens Against
Domestic Abuse), Wonderland
Camp, Hope House, Big
Brothers and Big Sisters , Lake
Regional Pediatrics, the Tri-
County YMCA and Kid’s
Harbor.
Missy Martinette-Hills, one

of the organizers of the event
says, “There’s no other
fundraiser like it. We’re proud

of that— and we’re proud that
it’s been able to go and grow
this long.”
The event has become a

Lake tradition, and it’s known
for being one of the best nights
of the year. Missy explains how
the party got started, and why.
“Actually it was run by

another gentlemen at the time
(1994) —it was just a party that
he had at his house and it grew
from there. All the donations
that came in—• the toys of
course went to the school, and
things around town and then
he donated all the money
raised to the children’s home.
Well it’s grown since then and
we have so many toys now that
we collect names from the
CDAV and Children’s Advocacy
and state agencies— they’re in
touch with families in the area
that are needing help.”
She continues, “The toys go

to kids in the area, but the
sponsor money— people who
buy tables— that money is not
spent on the party at all. That
money goes directly into the

fund for seven local charities.
We support the local charities
by splitting up all that money,
and then we give the toys to the
kids in town that are having
trouble.”
Missy says that it’s easy to

get involved, and you don’t
have to attend the event to give.
“Sponsoring tables, or attend-
ing the party and bringing a toy.
It’s just $10 and a new,
unwrapped toy. If they want to
do more than that, on Monday
after the party, we spend the
entire day sorting the toys into
boy, girl, barbie, etc., that takes
almost 4 or 5 hours. We’ve got
lists of the children’s names
and ages, their wish list, and we
then try to match the toys that
we have from the party to
what’s on the children's lists.
We’ve had people donate
$1,000- $2,000 to go for things
that the kids wanted but didn’t
show up that night. We go to
Wal-Mart and buy it for them
with that cash.”
If you would like to help out,

but just can’t make it out that

night, Missy says “They can
take it to Central Bank or US
Mortgage if they just want to
bring in a toy for the party. Just

can bring the toy in and we’ll
match it up.”
The Christmas for Kids helps

area kids and families every
year, and it’s a big list. “We
ended up with over 400 chil-
dren last year,” Missy says. “I’d
say about 450, really. We also
have the silent auction, run by
the Ozark Coast Kiwanis Club.
Last year there was 300 plus
auction items— all this money
goes to the Kiwanis Club,
which helps children all year
long with special needs.
Whether it’s a doctor’s appoint-
ment or gas money to go to the
doctor’s appointment or some-
body’s car broke down so we
help repair it— then Mom or
Dad can get to work, so the kids
can have a decent life. The
Kiwanis helps kids all year
round.”
If you would like more infor-

mation, you can call Missy at
365-2288 or Matt Redd at US
Mortgage, 302-4949. n

Christmas for Kids benefit to be held Dec. 11



The March of Dimes, along
with a “Who’s Who” list of local
sponsors will host the eighth
annual March of Dimes
Signature Chef’s Auction.
The event starts at 6:00 p.m.

on Wednesday, November 8th at
the Lodge of Four Seasons in
Lake Ozark.

Stephanie Johnson, March of
Dimes spokesperson told us
about the evening. “We feature
approximately 20 of the Lake
Area’s top chefs who come
together— and it’s not just chips
and salsa. These are signature
entreés. Last year Tan-Tar-A
brought their lobster tail. It’s real-
ly good quality food. Beef medal-
lions—•it’s really great food. So
come in and sample the best of
the best that the Lake has to offer.

Then we have silent and live auc-
tions which raise money for the
fight against prematurity, birth
defects and infant mortality.”
Of course the March of Dimes

is nationally known for it’s work
with infants. But Stephanie gave
us a little background on the
organization.

“The March
of Dimes was
founded in
1938 by
P r e s i d e n t
Roosevel t—
our original
mission was to
e r a d i c a t e
Polio. FDR was

a victim of Polio— he wanted his
life legacy to be finding a cure,
and we did. The March of Dimes
then shifted it’s focus to infant
health.”
But more importantly, the

organization funds research into
the causes of infant mortality and
premature birth.
Stephanie says, “Over the

years, we’ve made major medical
advances. The rate of infant pre-
maturity has gone up 29% over

the years— so now we are devot-
ing a lot of research dollars to fig-
ure out why healthy women who
have healthy pregnancies are
going into premature labor.
Prematurity is the number one
cause of death in a child’s first
months of life — that’s why this is
important.”
“$60.00 per person or a table

of ten for $600. You can buy your
holiday gifts, and it instantly
helps. Or they can make a dona-
tion in honor of a special child in

their life. They can mail it to:
March of Dimes Missouri, 315
Ellis Blvd., Jefferson City, MO,
65101. Or they can go online at
www.marchofdimes.com/mis-
souri.”
“You don’t have to go to

Kansas City or St. Louis to have
exceptional food. This is an
opportunity to really let our local
chefs showcase what they can
do.”
“Mike Terry of Community

Real Estate, a main sponsor of the

event, says his group takes every-
one, and he uses it as a perk for
clients. “It’s good for the babies
because we work towards saving
a lot of the babies lives and it
makes us feel good and it’s good
for the community and it’s a
thank you for all my employees. I
take all my employees and we’re
just very proud to be a part of it. It
goes for a good cause.”
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March of Dimes Signature Chef event Nov. 8

Unique
Collection
of Original
Artwork

Custom
Framing

Available!

Call us to set up a
free show in your
home or office!

Lifetime
Trade-in &
Frame

Exchange
Policy

Jefferson City
Capital Mall
635-0066

302-7667 - Osage Beach
Premium Outlets

In Residential & Commercial Real Estate,
There Is No Substitute for Experience.

1633 Via Appia, Porto Cima
6462 Sq. Ft. Tri-Level Luxury!
MLS# 3033133 BJ $2,500,000

Bob Gattermeir
Broker/Owner

C. Michael Elliott
Broker/Owner

1160 Spring Creek Dr., Porto Cima
4300 SF 5BR/6BA New LFront Home

MLS# 3025043 BJ $1,000,000

4 Arrowhead Landing, Lake Ozark
4245 SF Lakefront Luxury Home!

MLS# 3032580 BJ $689,000

#6 Cross Creek, Camdenton
120’ LF, great sub, utilities!
MLS# 3018357 BJ  $87,500

333 Westside Bay, Sunrise Beach
Upgraded 3BR/2BA condo w/Garage!

MLS# 3028889 BJ $164,000

24 Hobson Lane, Eldon
1.8 Acres, 520’ LF & Home!
MLS# 3026344 BJ $695,000

12925 Mount Carmel Rd., Eugene
4BR Home on 6 Acres w/Horse Barn

MLS# 3026588 BJ  $165,000

789 College Blvd., Osage Beach
Convenience, Value, & Location!
MLS# 3029135 BJ $226,900

151 Woodhaven, The Villages
113’ Seawalled lakefront lot!
MLS# 3032047 BJ  $339,900

VISIT OUR WEBSITE TO SEE ALL THE LAKE’S LISTINGS. REMEMBER IT’S “YOUR LAKE!”VISIT OUR WEBSITE TO SEE ALL THE LAKE’S LISTINGS. REMEMBER IT’S “YOUR LAKE!”

Suddenly... Everything Else is Ordinary

Firenze Building 3 Pricing &
Floor Plans Now Available

2BR, 3BR, &
3BR w/Loft

Bedroom Units
Available

Lk. Rd. 5›89 @ 31MM by water

1.866.ITALY 99



continued from page 10
• Fly Wheels XPV. A futuristic

radio controlled vehicle that can
take off and land from any hard
surface— then fly to over 200 feet
into the air. Ages 8+. Jakks-Pacific
Inc., $60. Jakkspacific.com

• Kids Tough Digital Camera. If
you’re like me, your kids love the
digital cameras and you don’t
want to give them your new one.
Here’s one for them that’s built
for kids. Fisher-Price puts a built-
in 1.3 inch LCD screen in the Kids
Tough camera so they can see

their handiwork instantly (and
laugh). The camera has big but-
tons for little fingers, a built in
automatic flash, and a neat “two
eyes” view finder so it’s easy to
line up the shot. The internal 8
MB memory holds up to sixty
640x480 pixel pictures (that
should last a few minutes)— and
it’s expandable if you buy a sepa-
rate SD memory card. It can be
connected to the computer for
downloading photos to a PC or
Mac via the USB cable included.
Ages4+. Mattel's Fisher-Price,

$70. Fisher-Price.com.
• Lego Mindstorms NXT. We

heard Lego-Lego-Lego when we
asked around. This sophisticated
Mindstorms robotic kit lets your
kids create an even more power-
ful robot than the original
Mindstorms that Legos sold in
1998 with new sensors and servo
motors. Ages 10+.  Lego Systems
Inc., $250. mindstorms.lego.com.

• Mega Brands Magtastik.  The
starter building set features big,
plastic brightly colored pieces. It
can be complimented with dif-

ferent kinds of special sets, each
sold separately. Company repre-
sentatives said get this one
early— they’re not sure they can
keep up with demand. Mega
Brands Inc., starter set $30.
Individual sets $6 and up. Ages
3+. Megabloks.com.

• Monopoly Here & Now. This
limited edition of the classic
game reflects today's current real
estate prices and features iconic
properties like Times Square and
Rodeo Drive. The railroads have
been replaced with airports.
Hasbro Inc., $30. Ages 8+.
Hasbro.com.

• Speed Stacks Stackpack. This
game challenges kids to stack
and restack specially designed
cups in precise formations. It
comes with competition-ready
cups, an official StackMat, timer
and instructional DVD. Jakks
Pacific Inc., $40. Ages 4+.
Jakkspacific.com.

• T.M.X. Elmo. This is the big
one. They’ve brought this one
out for the 10th anniversary of
Tickle Me Elmo. Elmo laughs
harder and does more of his
acrobatics with each of three
successive tickles. Kids’ll love this
one. Ages 18 months+. Fisher-
Price, $40. Fisher-Price.com. Get
this one NOW (if you can find it).

• WII Gaming Console. This
game machine (pronounced
"We") uses a unique TV-style
remote controller that can be
waved around like a tennis rack-
et to manipulate action on the
screen. Reviews seem mixed—
but it’s sure to be a big-seller. Of
course games are extra. Ages 6+.
Nintendo of America, $250.
Nintendo.com. n

The Kids Tough Digital Camera
has grown up features but is
built for the rough play kids
give 'em. Just $70.

The Digi Makeover will have
your daughter trying out new
looks for hours. $60.

The radio-controlled XPV flies 200’ into the air - $60.

“Hot” toys for this Christmas
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Mall Hours � Mon. through Sat. 10 a.m.› 8 p.m.
Sunday 12 noon ›5 p.m.

November 3&4 Christmas at the Mall Arts & Craft Show
November 24 Santa Arrives (Photos from 1pm›4pm)
November 25 Stone Crest Mall Open House

Osage Rock & Mineral Club Show
Photos with Santa 1pm›4pm

December 2 Pet Photos with Santa 1pm›4pm
December 9 & 16 Photos with Santa 1pm � 4pm

Hwy. 54 › Osage Beach (Across from Hy›Vee)

2006
Holida
y

Stone Cres

Look for our
Artist in
Residence

throughout the
Holiday
Season!

Contact the
Mall Office

at
573›348›3106
for more

information
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By Michael Gillespie
Ask anyone who was famil-

iar with the lakefront thirty
years ago and they’ll tell you
that the most dramatic change
has been the increase in shore-
line development. There was a
time, within the memory of the
baby boomer generation, when
the lakefront was sprinkled
with small resorts and seasonal
cottages. And in between were
long stretches of primitive,
unbroken shoreline. 
Union Electric, the prede-

cessor company of Ameren,
once owned some 40,000 acres
of lakefront property, but sold
off most of it by the 1940s.
Today Ameren holds only a few
small parcels alongside Bagnell
Dam and at overhead power
line crossings around the lake.
But, according to Jeff Green,
Ameren’s supervisor of shore-
line management, Ameren
owns the lake shoreline up to a
certain elevation contour.
Green says that Ameren’s own-
ership extends to the 662- or
665-foot contour on much of
the lower lake; on the upper
stretches of the Osage and in
some tributaries Ameren owns

up to the 670- or 675-foot line.
The largest single property

owner at the lake is the Missouri
Department of Natural
Resources. Their 17,441-acre
Lake of the Ozarks State Park
includes 90 miles of shoreline on
the Grand Glaize arm.
But aside from government

land, and Ameren’s modest hold-
ings, are there any big parcels
left? “There are very few large
undeveloped lakefront tracts still
available,” says Betty Henry, bro-
ker for Bobbi Bash Realty.•“In
fact,” she says, “there are only
eight active listings with•from
1,000 to 2,700 foot of lakefront
and from 20 to 36 acres of land.
Since you would need around
10,000 square feet of property for
a home site, 1,000 feet of
frontage•would give you around
10 homes.” The backside of those
tracts, if developed, would con-
sist of lots with lake views only.
Mike Terry, broker and owner

of Community Real Estate, sees
much the same: “There is still a
pocket here and a pocket there,
maybe something that has been
in the family for years that the
people have been sitting on.
You’re still finding tracts from the

dam up to the 30 mile marker,
but a lot of the big tracts that are
cropping up now are up farther,
maybe on the Big Niangua or up
in that 35 to 45 mile marker
range. And there are a couple of
big, large tracts on the Gravois.”
Lakeshore property is so

expensive that a developer could
expect to pay $7 to $10 million
for a parcel large enough to sup-
port a modest subdivision. “The
average small developer just
cannot go in and buy those tracts
anymore,” says Terry.
Individual lakefront proper-

ties usually are priced by the lin-
ear foot with the assumption
that the tract would extend 150
to 250 feet back from the shore.
Greater lot depth would increase
the value. With so many indenta-
tions and small coves in the
shoreline, property lines are
often drawn in pie-shaped
wedges, with a small lake
frontage and a wider line on the
back, or road, side.
“Right now the most expen-

sive lakefront lots are down in
the area between the 9 to 16 mile
markers,” says Terry. Included in
that area is the latest upscale
development, called The

Villages. Located next to Porta
Cima, The Villages feature a sec-
tion of 60-foot lots starting at
$270,000.
Terry reports that the least

expensive lots generally would
be above the 25 to 30 mile mark-
ers. “Up on the Big and Little
Niangua,” he says, “you can still
find some lots for $75,000 to
$100,000, where that same type
of lot in the Shawnee Bend area
would probably cost you two to
three times that.” 
Betty Henry finds that prices

for undeveloped land go down
as the mile markers increase,
mainly, she says, “because you
are getting farther away from
hospitals, shopping areas,
restaurants, etc.• I see a real
movement going on the West
side of the lake, but sales indicate
the most value is still in the lower
mile marker areas. 
Henry has broken down the

cost per lakefront foot, as fol-
lows:
Horseshoe Bend and Lake

Ozark area, $1,300 to $5,000
Porta Cima and The Villages,

$1,800 to $3,000
Osage Beach to Linn Creek,

$1,100 to $2,600

Camdenton area, $1,000
Laurie and Sunrise Beach,

$800 to $1,700
Greenview and Climax

Springs, $650 to $1,000
Other factors, besides con-

venience, account for the wide
range of lakefront property val-
ues. Building restrictions are at
the top of the list. “You might be
able to go into the Niangua or
Gravois arms and find a beauti-
ful lot,” says Mike Terry, “but
there may be smaller houses,
older lakefront cabins, or mobile
homes in the same neighbor-
hood as opposed to houses of
equal value. The roads may not
be as nice; in some cases they
may be graveled. Thus the price
of the lot is a little less.” 
Water depth in front of the

property and the slope of the
property itself also affect the
price, but there is a curious jux-
taposition between the two. “A
lot of people are looking for a
very gentle, level lot,” says Terry.
“They don’t want steps and steep
lots. In many cases the water in
front of those level lots is pretty
shallow. So sometimes the level
lot is not as nearly perfect as you 

continued on page 23

       

Undeveloped lakefront property— Still available, but at what cost?
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by Mike Bissell
Playing Old Kinderhook’s golf

course recently, reminded me of
a conversation I overheard years
ago.
We were eating lunch in a

diner along the Interstate, some-
where in Wyoming and our booth
was situated back to back with
another. Our neighbors were
three ranchers; one much older
than the other two. The two
younger ranchers were having an
animated discussion regarding
the relative benefits of different
breeds of cattle. After the debate
had raged for sometime, the
older rancher finally weighed in.
“Will you two forget about the
cows,” he said. “If we don’t get
some rain soon, none of that will
matter. ‘cause all a cow is, is a
machine to turn grass into meat.
If we don’t have any grass, we ain’t
got nothing.”
The grass at Old Kinderhook

makes up the 4-1/2 star rated
Tom Weiskopf-designed master-
piece it is built around. Without
this golf course centerpiece, “you
ain’t got nothing”. They have the
golf course,  and are well on the
way toward completing the
entire resort/residential commu-
nity package.

The name “Old Kinderhook”
came from the original name for
Camden County and dates back
to the time of Martin Van Buren,
eighth President of the United
States.
Van Buren was born in

Kinderhook, New York in 1782,
the son of a tavern keeper and
farmer. In 1841, Missouri
Governor Thomas Reynolds
established the Counties of
Kinderhook and Van Buren— in
homage to then newly elected
President Martin Van Buren. Of
course Kinderhook County was

later renamed when Van Buren’s
popularity waned— now called
Camden County.
Old Kinderhook opened in

1999, encompassing 680 acres
just off Highway 54 on Lake Road
54-80. The new Discovery Center
on the corner showcases the
development, and is run by
Playground Destination
Properties, Inc.
Old Kinderhook is now owned

by Dallas-based investment firm
LSF IV LOTO, LLC. Bob Renken,
hired prior to the new ownership,
is in his 5th year as the Director of
Golf.
“I wasn’t here at that time (the

course opening) but from what I
understand, Weiskopf was very
active in the actual design of the
course.” Renken said. “With his
designs— and I think this typifies
how he lays his courses out— the
green surrounds are fairly soft.
He doesn’t have any sharp,
extreme features— there’s more
of a “flow” to it. And I think you
really have that here. Which is
hard to do in this area, just from
the standpoint of topography. It’s
hard to find a valley like this, in
this area, where you can build 18
holes and not have a bad hole.
And I think you can say there’s
not a bad hole on this course.”
If you made any attempt to

keep your lawn looking nice this
past summer, or at least not
burned to a crisp, you’ll commis-
erate with the problems faced by
course Superintendent Tom
Addington and his staff.
Addington has been with the
development from the begin-
ning.
Trent Mummery, Project

Manager at Old Kinderhook
explains. “We have a permit to
draw water from the lake, up to a
million gallons a day. On average,
we put out 750,000 gallons a
night during the summer
months. That’s a lot of water. We
had a pretty hot summer and
some long dry spells and the
whole area was pretty stressed,
but our golf course stood up pret-
ty well.”
Old Kinderhook’s course fea-

tures Zoysia fairways and A-4
bent grass on the greens, a hybrid
bent. “You’ll notice there are just
zero weeds, which goes back to
Tom Addington and his staff,”
Renken explained. “The fairways
are really good and the greens are
really good, but if I was going to
compliment his work, I would
compliment the fact that he
keeps his cool season grasses as

healthy as he does— and weed
free. Nobody else does that. I
think that with that core of peo-
ple [grounds crew] who have
stayed here the entire time,
there’s no secrets, there’s nothing
new and Tom is very meticulous
about how he does stuff. His staff
all understands that and works
with him very well.”
One of the more intriguing

features of the golf course really
has nothing to do with golf at all.
A lovely, stone bell tower stands
sentinel over the fairway on
Number 14.
Mummery explains. “Legend

has it, that one of the original
owners of what was then farm-
land, after the turn of the century,
(ca. 1900) had a wife who was
quite religious, and he wasn’t.
Later on in her life, she became ill
and wasn’t able to make it into
town for sermons. The farmer
made an arrangement with a
local pastor who would come out
and provide a Sunday sermon for
his wife.”
“Our plan,” he continued, “is

to restore the bell tower, put the
bell back in place and add a clock
as well. This will be a commons
area for a new development in
that area. These will be town-
home style… a total of fifty-four
units. The units will start in the
mid 300’s and will go up to the
upper 400’s.”
In addition to the townhomes

and home lots, Old Kinderhook
offers stay and play packages for
those not looking to invest. “We
have forty-three units which are
on our rental program which we
manage for the owners,” Renken

said. “We offer a discount on golf
for people who would like to stay
with us. Off-season starts at the
end of October with lower golf
rates. September has been our
busiest month by far, hands
down. We’ll do 1,500 more
rounds than any other month.”
Golf has brought a whole new

dynamic to the Lake area in
regards to different demograph-
ics and the times in which they
visit. “The biggest thing that golf
has done for the Lake area is that
it has expanded our season,”
Renken explained. “When I first
came to this area, you could draw
up a graph showing the rounds of
golf. It would start the year flat.
Then it would spike up in June,
where it would stay until
September when it would drop
back down. By bringing golf to
the area and attracting other peo-
ple, it’s just the opposite now. The
graph would go way up in the

spring, when the Lake people
aren’t here as much, then it
would actually kind of lull during
the summer, then spike way up
in the fall and then gradually
taper off and will go to nothing
after the 20th of November.”
“The demographics that show

up here in the spring and fall,”
Renken continued, “are big
groups of guys and older couples.
In July, it’s something else entire-
ly. As soon as the kids go back to
school, you see the ‘empty
nesters’, the second home own-
ers and the corporate groups.”
Although Old Kinderhook was

initially designed and planned
around Weiskopf’s Signature
course, the current ownership is
working to change the percep-
tion of the development to some-
thing more than just golf. “I think
the demographics of the people
who are moving to this area and
ultimately to this community are
not exclusively golfers,”
Mummery explained. “We’re
developing a comprehensive
amenities package so that you
could come here and enjoy ten-
nis, the fitness center, the variety
of pools, the walking trails— cer-
tainly the Lake access— and live
in a gated community, and not
necessarily be a golfer. We will
have two cross sections of users.”
Part of the transformation is

expanding the lake access. The
recent acquisition of an addition-
al eight acres of adjacent proper-
ty allows for a proposed marina
and dry dock storage. They
believe these to be the final

continued on page 47

Old Kinderhook’s new ownership and transformation

Old Kinderhook’s 680 acres surround this gentle valley just outside Camdenton.

Tom Weiskopf’s Signature course
offers dramatic views.

The stone bell tower stands
alongside the 14th fairway.
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by Darrel Willman
Matt Blunt, Missouri’s 54th

Governor, was elected almost
exactly two years ago. These first
two years have been rough ones,
with problems that required
some difficult decisions in order
to address them. Melanie and his
son William Branch (now 19
months old) joined him in the
Governor’s Mansion after Branch
was born.
Life has settled down in this

respect for him, but his work as
Missouri’s Chief Executive is far
from over. There are problems
that remain he seeks to address,
and promises made to voters yet
to fulfill. At the mid-point of his
first term, we sat down to speak
with Matt about the job, his work
and his plans for the coming
year.

You made a stop in Osage
Beach at the Tri-County YMCA
and focused attention on the need
for after school activities for the
children. Tell us more.

“There’s a number of reasons
this makes sense. One is safety.  A
tremendous number of children

go home after school alone —
between three in the afternoon
and six in the evening is the most
dangerous time for kids. It’s
because they are alone, and can
get into trouble. They can be vic-
tims of abuse or a crime. When
you keep them in an after school
program, it helps keep them safe.
Another is just physical fitness.
There’s a growing obesity prob-
lem in our nation and Missouri is
not on the end of that. We’re the
14th most obese state. So that’s a
concern for a lot of people. When
you have them in an after school
program, often there will be a
good physical activity compo-
nent that helps them have a
healthier lifestyle and develop
good, healthy habits. Then finally
academic— there are a lot of pro-
grams out there that are innova-
tive when businesses partner
with school districts to create
good programs to get kids inter-
ested in science, mathematics
and technology. So it really meets
safety needs, physical fitness
needs and academic needs in a
very powerful way— and often at
a very reasonable cost.”

continued on page 24Governor Blunt discusses issues facing Missourians during our latest interview.

Mid-term interview with Governor Matt Blunt
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By Michael Gillespie
In 1997, nine-year-old Amber

Hagerman was riding her bicycle
in Arlington, Texas. She was kid-
napped in broad daylight— later
found murdered.

The tragedy so outraged area
residents that they called local
radio stations and asked for some
timely plan to alert the public
should another child abduction
ever occur.       

The next year Dallas area law
enforcement officials and broad-
casters created the AMBER Plan,
which stands for America’s
Missing: Broadcast Emergency
Response Plan. The program
enlists the cooperation of televi-
sion and radio media and trans-
portation authorities when a child
abduction is reported. It’s a sim-
ple, effective plan. In eight years,
AMBER alert programs have
grown from a grassroots move-
ment in Texas, to a nationwide
coordinated system.       

Getting the message out quick-
ly regarding a child abduction is
extremely important. According
to a study done by the state of
Washington’s Attorney General’s
office, “the murder of a child who
is abducted . . . is a rare event.
There are estimated to be about
100 such incidents in the United
States each year, less than one-
half of one percent of the murders
committed”; however, “74 percent
of abducted children who are
murdered are dead within three
hours of the abduction.”       

The state of Missouri’s AMBER
Alert Plan, created by the legisla-
ture in 2003, is based upon guide-
lines established by the National
Center for Missing and Exploited
Children. The intent is to enlist the
aid of thousands of citizens in
locating an abducted child.        

Missouri is part of the AMBER
Alert Web Portal Consortium, a
collection of member states, law
enforcement, broadcast media,

and private corporations that
work together to provide a nation-
wide Internet-based system to
disseminate AMBER Alerts. The
system allows local law enforce-
ment agencies to directly access
the web in order to initiate,
update, or cancel an AMBER Alert.
Once this information is
uploaded, it is sent to law enforce-
ment, the media, public and pri-
vate sector organizations, and
individuals who have expressed
an interest in receiving AMBER
Alert information.       

Participation by the media is
voluntary, but in nearly all cases
local television and radio stations
willingly oblige. Jeff Spalding,
news director for radio station
KDRO in Sedalia, said that most of
the time his station receives
AMBER alerts from the issuing
agency — such as a sheriff’s
department — via fax or e-mail.
“Once we get them, we put them
on the air,” Spalding said. “We put
on as much information as we
receive, including where it was
issued, what the situation is, a
description of the suspects or
vehicles, and any times that are
included — we give out all that
information.”

Spalding said the station will
broadcast the information as
often as possible. “We would keep
an eye on the fax machine, the
Associated Press wire, anything
that we can get here,” he said. “We
try to do our best to pass on the
information to our listeners to
help the law enforcement agen-
cies.”       

The agency that reports the
missing child initiates the AMBER
alert. If an abduction were to
occur in Camden County, a tele-
type message would first be sent
from the sheriff’s department to
the Missouri State Highway Patrol.
“They make sure all information is
in the message and then the mes-
sage is generated to all agencies in
the state,” said a spokesperson for
the Camden County Sheriff's
Department. “There are certain
criteria for the AMBER alert to be
issued.”       

The criteria have been estab-
lished by the U.S. Department of
Justice. For an AMBER alert to be
issued, there must be reasonable
belief by law enforcement that an
abduction has occurred; the vic-
tim must be 17 years or younger;
law enforcement must have rea-
son to believe that the child is in
imminent danger; there must be
sufficient information about the
victim and the abduction; and the

information must be entered into
the National Crime Information
Center. Only then will an alert be
issued to the public. Parental dis-
putes do not apply unless there is
the possibility of harm to the
child.       

Funding for AMBER alert plans
comes from the U.S. Department
of Justice. The money goes to cre-
ate a national network and pro-
vide the states with training and
technical assistance to develop
and enhance their programs.       

To date, over three hundred
safe recoveries have been made
due to AMBER alerts. Some of the
more recent success stories
include the abduction of a 16-
year-old girl in Memphis,
Tennessee.

A citizen in Georgia who heard
the AMBER alert spotted the sus-
pect’s vehicle sometime later and
notified authorities. In South
Carolina, a babysitter abducted a
two-year-old left in her care.
Sometime later a motorist, who
saw the AMBER alert on an elec-
tronic highway sign, spotted the
vehicle and notified authorities.
After a high speed chase, law
enforcement officials arrested the
abductor and returned the

unharmed child to his parents.
In Wisconsin, a 16-month-old

child was abducted from his
grandmother by the child’s non-
custodial mother and father. The
two were known drug addicts and
the mother was high on meth at
the time of the abduction. The
couple heard the AMBER alert
and, knowing that the police were
after them, they dropped off the
child with a friend, where he was
safely recovered.       

Two recent AMBER Alerts in
Missouri both involved infants.
On September 11, 2006, a nine-
month-old was abducted in
Joplin. An estranged husband had
rammed his wife’s car and took the
boy. An AMBER alert was issued
late that night, apparently after
normal investigations failed to
locate the father and son. The alert
described both the child and the
father and included information
on the father’s vehicle. Less than
four hours later the child was
found and the father taken into
custody.       

On September 15, 2006, a
woman entered a Franklin County
residence, held the mother at gun-
point, and cut her throat. The
female abductor then left with the

mother’s seven month-old child.
An AMBER alert was issued
shortly after seven o’clock that
evening, followed thereafter by
three updates. The messages gave
a thorough description of the
baby, including clothing and
birthmarks. It also described the
abductor, making mention that
she was armed with a handgun
and knife. Additional updates
went out over the next four days,
concluding with the statement on
the 20th that the suspect had been
arrested and the child recovered.       

A missing child is every parent’s
worst nightmare. Fortunately,
AMBER alerts have made a signif-
icant difference in the safe recov-
ery of abducted children. Much of
the success is due to the ease and
speed in which alerts can be
spread to the public. Web site
operators can arrange to have
AMBER alerts automatically post-
ed on their site by contacting
CodeAmber.org.
Ed.—•Just eight minutes

elapsed between the time she rode
away from her grandparents on
her bike, until the time a bystander
heard screaming and called 911. n

Amber Hagerman

Amber alerts proven an effective means in saving abducted children
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GLIMPSES OF THE LAKE’S PAST With Dwight Weaver

ADAM’S CAFE, CAMDENTON,
MISSOURI— The built environ-
ment of roadside businesses

along U.S. Highway 54 east in
Camdenton saw very few dra-
matic changes before the 1980s.
After Camdenton was estab-
lished in 1931, retail and service

establishments gradually spread
eastward until by the 1950s they
reached the top of hill where the

super Wal-Mart is today.
Driving this route on a daily

basis before the 80s you could
count on seeing business at
Hopkins Lumber Company,

Kelsey’s Antique Cars, Grannie’s
Country Store, Lan-O-Lak Motel,
Time-To- Rest Motel, Roam’s

Dairy Queen and Pat’s Café. But in
the 80s changes began to occur
and gathered speed year by year
until by 2000, most of the old had
vanished and new was in its

place. Hopkin’s Lumber Company
has been replaced by Wal-Mart,
Kelsey’s is no longer open, and
the other businesses mentioned
have all disappeared.  

One of the early notable eater-
ies was Adam’s Café, which
opened around 1943 just east of
the square. It was in operation
until about 1966. The café is
shown in the photo here, taken
by an unknown photographer. In
1954, a customer could buy a
plate lunch dinner at Adam’s
Restaurant for 25 cents.

A portion of this building is
still standing and in use by a dif-
ferent business, although
changes have been made to the
building exterior.

This vintage postcard image is
from the collection of H.
Dwight Weaver. The photogra-
pher and publisher are
unknown. Weaver is the author
of three books on the history of
Lake of the Ozarks. “History &
Geography of Lake of the
Ozarks, Volume One,” his
newest book, is now available

from Stone
Crest Book &
Toy in Osage
Beach or by

mail. For infor-
mation, contact
the author at
dweaver@sock-
et.net or call
573-365-1171. Other books on
the Lake by Weaver are avail-
able online at lakeoftheozarks-
books.com
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To clone or not to clone?
Curing or not curing? Adult or
embryonic? In just two weeks we
will all be making a decision that
splits families, doctors, and even
members of the same political
party. This week my column
looks at the /who, what, when,
where and why/ of one of the
most controversial ballot meas-
ures being voted on this
November — Amendment 2.
“What is Amendment 2?” This

constitutional amendment
would define human cloning in
our Constitution, ban the prac-
tice in our state, and protect
embryonic stem cell research,
which is currently legal, from
being regulated by local and state
governments. You can see the
entire language of this amend-
ment at www.sos.mo.gov/elec-
tions.
“Who is behind Amendment

2?” “Missouri Coalition for Life
Saving Cures” filed the petition
with the Secretary of State. This
group is supported by
researchers (namely the Stowers
Institute in Kansas City), health-
care associations, and a host of
other groups, including firefight-
ers.

“Who opposes Amendment
2?” The opposition to
Amendment 2 is “Missourians
Against Human Cloning,” which
consists mostly of pro-life advo-
cates and doctors. Several
women’s activist groups are also
opposing Amendment 2.
“Where do stem cells come

from?” Adult stem cells, which
are non-controversial, can be
found in bone marrow, the brain,
peripheral blood, blood vessels,
skeletal muscle, skin and the
liver. Embryonic stem cells are
harvested from embryos that are
produced from unfertilized eggs
removed from women’s bodies.
“Why do people want embry-

onic stem cell research?” There
are two main reasons — to pro-
duce life-saving cures to terrible
diseases and to foster economic
development. Medical
researchers believe that contin-
ued research on embryonic stem
cells will bring cures and treat-
ments to diseases such as juve-
nile diabetes and Alzheimer’s.
Business and economic leaders
also believe that if our
Constitution protects embryonic
stem cell research from state and
local bans, major research com-

panies will have an incentive to
move to Missouri, as opposed to
other states, and invest in scien-
tists, facilities and research.
“Why don’t people want

Amendment 2 to pass?”
Opponents of embryonic stem
cell research say the language of
the measure is deceptive and
that the amendment actually
redefines cloning. Currently,
many lay people define cloning
as somatic cell nuclear transfer
(SCNT), the practice of actually
taking part of a cell and implant-
ing it into another individual’s
cell with the intent to create a liv-
ing organism. This is how a
cloned ewe in Scotland, named
“Dolly,” became famous.
Amendment 2 redefines this

process as not being actual
cloning, unless the new bundle
of cells is placed in a mother’s
womb to grow.
Other concerns include the

harvesting and selling of
embryos in the free market and
the risks of turning the female
population into the donor popu-
lation. Some proponents say the
amendment makes it illegal for
researchers to pay for embryos;
however, clinics can pay for

embryos and researchers can
reimburse the clinics.
Opponents also say adult

stem cells have created many
cures in use today. They also
point out that embryonic stem
cell research has yet to produce a
cure.
“When would Amendment 2

go into effect?” The amendment,
if passed, becomes effective 30
days after the Nov. 7 election.
I admire what the Missouri

Coalition of Cures is trying to
accomplish – find cures…find
hope…find medicine. My
nephew has diabetes and has to
give himself shots in his stomach

every day. Our son had non-
Hodgkins lymphoma and had an
adult stem cell transplant way
back in 1997. I share the desire to
find hope…the desire to change
lives.
However, I have continued

concerns about their four-page
constitutional amendment. One
is never popular when one asks
questions. However, I am not one
who follows blindly – and I fear
that we are being asked to do that
very thing. I, for one, could never
support an initiative that allows
the destruction of human life in
its earliest state. n

Representative Rodney Schad (R) District 115 Willman/Business Journal

Representative Schad’s Report



continued from page 17
would think.” Shallow water is
the number one restricting fac-
tor in the value of upper lake
lots.
Where water depth is not a

concern, a level lot will sell for
two to three times the cost of a
steeply sloping lot. Terry says
that as level lots are sold off,
steeper lots gain in value. “It’s
all relative to what’s available,”
he says. “The steepness of the
lot will have an affect on prices
because of the increased cost to
build on that lot.”
Boating, too, can impact the

value of undeveloped property.
“A lot of people like to be on the
main channel so that they can
have that great view,” notes
Terry. “But with the heavier
boat traffic, in a lot of cases, the

main channel is not as desir-
able as it once was because it
costs so much more to put in a
proper dock that will withstand
the waves that weren’t there 15
years ago.”
There is no official estimate

of how much undeveloped
lakefront land remains. The
only certainty is that it will con-
tinue to diminish. Room for a
few more large developments
still exists. And condominium
projects, which require only a
few acres, will continue to pop
up as long as there is a per-
ceived demand for them. And
with the possible exception of
the Horseshoe Bend area, indi-
vidual lots are readily available.
Just don’t expect the prices to
go down. n

Undeveloped property
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Timothy J. McDermott, M.D., F.A.C.C.,

There are treatments available to lower your

If youhave a history of a previous heart attack or con›
gestive heart failure due to weakness of the heart muscle...

And youmay be at increased risk of sudden cardiac

Why take a risk... when you and your loved 
ones can have peace of mind. Call now!

Advanced 
Cardiac 
Care

in a comfortable &
friendly environment

Sudden
Cardiac
Death?

Are you at risk for

With Tim Tabor
Selling Your Home After the
Summer Months

Home sales during the fall are tra-
ditionally a bit slower than the spring
and summer months. But fall can be a
good time to sell because there are
usually fewer houses on the market.
This sometimes means there is less
competition and a lot of buyers typi-
cally want to purchase before winter
and the holidays set in. 

Homes that are in the more
sought-after areas, in good condition
and priced well tend to sell very
quickly for full or near full price.  If
you plan on selling this fall, you will
want to do everything in your power
to attract homebuyers. 

To start, if needed, you should
repair any major structural systems. If
you're unaware of any, you may want
to hire a professional home inspector.
Chances are that a potential buyer
will hire an inspector to examine the
house, so it is often beneficial to save
yourself any surprises down the road.  

Inspect and consider the way your
house looks from the street - the
roof's condition, whether the win-
dows are clean, the lawn is mowed,
the landscape is attractive and not
buried beneath leaves, and the drive-
way and walkways are free from clut-
ter. 

Sometimes it's hard to be objec-

tive about the condition of your own
house because you see it every day,
so ask a friend to give it a look and
give you their honest opinion. 

Finally, you should be mindful of
setting a competitive price. Your real-
tor will give you an estimate of the
fair market value of your home.  Don't
insist on setting the price too high,
especially if you're on a timeline.  A
house priced appropriately will be
taken more seriously and will ulti-

mately sell more quickly than one
that's overpriced. 

If you have any questions or con-
cerns regarding the buying or selling
of a   home, please give me a call or
stop by Al Elam Real Estate Co. (573)
365-2311; 2860 Bagnell Dam Blvd.,
Lake Ozark, MO 65049.

The Al Elam Column

Tim Tabor
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573-348-3655
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continued from page 19
The flags will fly (Friday

October 20) at half-mast for
MODOT employee William Crain,
killed on I-44 while working on
the road. Signs on the highway
now say “Hit a worker, pay
$10,000 and lose your license. Do
you think that’s going far enough?

“Obviously if there is gross
negligence there are additional
penalties. It’s possible for a driver
doing the right thing to hit some-
body that’s working alongside the
road if the driver or worker
involved makes a mistake. But
when a driver’s acting negligently
they deserve to be punished and
we’ve tried to stiffen those penal-
ties. ”

The 2007 Missouri Budget has
been set, any news there?

“We’re very excited about the
strong revenue growth. And we’re
excited about what we’ve been
able to accomplish. Year one—
2005, which was fiscal year 2006.
This was the first budget that my
administration was responsible

for crafting. We went into it facing
a $1.1 billion dollar deficit. We
define deficit as, if you just fund
everything at it’s ongoing rate,
how much money are you short?
We were short $1.1 billion dollars.
That’s about 5% of the total budg-
et. It’s a very real problem and a
lot of people said that we needed
to raise taxes. The three largest
newspapers in the state said we
should raise taxes. Lots of
Democrats said we should raise
taxes. But we said “No, we’re not
going to do that. We’re going to
control spending, we’re going to
live within our means” and that’s
precisely what we’ve been doing
and it’s worked. The
fact that we took
good steps last year
to control spending
combined with
strong economic
growth have given
us a budget surplus.
So we’ve gone from a $1.1 billion,
or 5% deficit to a surplus that is
now at least 500 million dollars,
so we have a strong surplus as we
go into the next year and it didn’t
just magically occur. It’s a direct

result of those things we did last
year to control spending and
other things to spur economic
growth like workers compensa-
tion reform, lawsuit reform, the
quality jobs act— things that real-
ly are helping our economy to
grow.”

Do you see any cuts being
restored?

“A lot of those decisions we
made last year were difficult deci-
sions, but what we don’t want to
do is spend ourselves into the
hole we’re coming out of. The
whole issue of Medicaid—and
there’s a lot of discussion with
Medicaid— and there should be.
It’s a very important program. It’s

huge  —29% of the state’s budget.
Medicaid provides care for about
15% of Missourians today, so
there ought to be a lot of discus-
sion about how we can improve
it. When you first approach the

problem, one of my biggest con-
cerns was for taxpayers. We have
to make changes to control costs
for taxpayers, but if you dig into it
more, not only is Medicaid diffi-
cult for taxpayers to fund, it’s not a
very good health program for
those that are participants, and
we need to change that. We need
a program that’s more focused on
prevention and try to integrate
mental health care and physical
health care that has greater trans-
parency— that insures people
have a medical home.
Somewhere that they can go and
get access to preventative treat-
ments, rather than winding up in
the emergency room. So we’re
going to design an entirely new
program to provide health care to

low income
Missourians next
year. And that’s a
commitment we’ve
made to
Missourians, we’re
going to keep that
commitment and
that is much better

than a peace meal approach —
“We need to add 500 people to the
roles”— or this or that. We need to
build a new system that’s better
for the participants and sustain-
able long term for the taxpayers.”

What are you looking forward
to from the next legislative ses-
sion?

“A couple things that we’ve
already talked about— one, I just
mentioned. Providing a new
health care plan to provide for
low income Missourians. Two is
tax reform, we want to simplify
the tax code, make it a fair sys-
tem, a simpler system. And as
long as I’m Governor, that tax
simplification will lead to a net
reduction in the tax burden on
Missourians.”

With the amount of turnover
that is possible this year in the
House and Senate, do you see term
limits as an issue?

“Quite a few freshman. We’ll
see how many. It’s new ideas.
New ideas from new members in
both parties, I think that’s good
for the process. That’s why I’ve
been supportive of term limits—
I think it just makes sense to get
more people in there with hope-
fully more ideas and hopefully
good new ideas as well. I think
we’ll continue to have a large
majority in both the House and 

continues next page

Blunt interview

“I won’t run again just to be able to sit in the Governor’s
chair for four more years… I want to make sure that the
decision to run again is made in the best interests of the
public rather than based on some sort of personal agenda.” 

— MISSOURI GOVERNORMATT BLUNT
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continued from previous page
the Senate. I look forward to
working with the current leg-
islative leaders.”

Can you tell us some of the
special things you’ve been work-
ing on?

“We’ve been doing a number
of things. One, we’re trying to
respond to the school violence
that’s occurred across the
nation— we’ve had an instance
that’s disturbing here in
Missouri— fortunately there
were no fatalities or injuries, but
it’s certainly had a chilling effect
on communities across our
state. Tomorrow (Thursday,
October 19) there will be a live
webcast that the Missouri
School Boards Association is
putting on, educators across the
state as well as public safety
personnel, as well as the mental
health department personnel. I
think that will be a good way to
share some best practices and
good ideas. We have regional
home land security teams
around the state — this is
designed to make sure we’re
making the right decisions
when we make grant applica-
tions. It doesn’t make any sense

for a fire department to request
a very expensive piece of equip-
ment if the neighboring fire
department has the exact same
thing. So we’ve taken a regional
approach. We’re going to add a
school representative to the
homeland security groups so
that they’re talking about what
some of their needs  are, in
terms of protecting students.
And then finally, we’re going to
try and do some training with
the SWAT teams from around
the state and get them together
with the Highway Patrol team
and just talk again about best
practices. About how you deal
with with a hostage situation.
So trying to respond and be pre-
pared for any school violence
that might occur. We’re very for-
tunate in that most school dis-
tricts in Missouri have not had
even a hint of violence, but we
need to be proactive and we
need coordination between
state and local law enforcement
and state and local educators.”

We heard that you weren’t
sure you are going to run for
reelection. Is that true?

“Well, I’ll make a decision
later. I wouldn’t run for reelec-

tion just to have a job. I want to
ensure that it’s meaningful.
When I ran for Governor the
first time, we were focused on
doing big things. To transform
state government. To transform
our economic climate, and
we’re delivering on those prom-
ises. We’re keeping commit-
ments that I made to
Missourians. I want that to con-
tinue to be the case. If I see chal-
lenges that I think I  offer some-
thing unique in terms of solv-
ing, then that would factor into
my decision, but I won’t run
again just to be able to sit in the
Governor’s chair for four more
years. It’s a great opportunity,
it’s a great privilege. Being
Governor’s a great job. It’s prob-
ably the best job I’ll ever have in
my life, and I recognize that,
and I’m thrilled to be Governor.
Melanie and I both think it’s a
tremendous privilege to lead
our state and it’s been a real
honor and blessing for us. But
it’s an important public office,
and a public trust. I want to
make sure that the decision to
run again is made in the best
interests of the public, rather
than based on some sort of per-
sonal agenda.” n Blunt says this job is probably the best one he’ll ever have— but he won’t

seek reelection simply to sit in the Governor’s chair for another four years.
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quick look into the bags of
the golfers around you at
your next outing may

reveal one of these. A hybrid or
utility. They’re catching on—
amateurs and professionals alike
are realizing that they can be
much easier to hit than irons, and
the technology is available in
them for game improvement.
There are differences between

the two, to be sure, but they
achieve the same objective, to get
the ball in the air when your other
clubs can’t. The hybrids, like the
Adams and Alphas here are
designed to be part of an integral
set, taking the place of the three
and sometimes four irons. Some
sets also replace the five iron.
Hybrids are generally shaped

with a wood-like look. They usu-
ally are available with graphite
wood-type shafts. The lofts are
similar or the same as the irons
they are replacing. They inspire
confidence by providing a larger
club head than an iron. The
weighting in these hybrids has is
most instances also been altered.
The heads are heavier, with the
mass shifted down and to the
back, providing better lift. You’ll
also find energetic stainless alloys
and titanium faces, providing a
high COR (Coefficient of
Restitution).
Utilities are generally similar,

in that they can sport graphite
shafts, feature exotic stainless
alloys, and have the weight shift-
ed to promote better ball flight.
Utilities are marketed more as a
problem club, with features
designed to behave more like an
iron than a wood. Utilities gener-
ally look more like an iron than a
wood as well, and have higher
lofts to get out of tight spots.
We looked at five clubs for this

round-up, from the low-priced
Alpha hybrid to the very pricey
Adams professional hybrid. Note
the clubs we tested varied slightly
from those pictured. (In order left
to right, as shown)

Adams idea Pro Hybrid $249 SRP.
Aldila Proto stiff shaft, 2 Hybrid,
16º loft as tested.
We’ve received several of these

high-end trouble clubs over the
last 18 months. This stick howev-
er, is the first we’ve received that is
designed as an integral part of a
set of irons, and is designed for
the professional. Better amateurs
and consumers in general, can
now buy these hybrids, and the
accompanying idea Pro forged
irons— about $1,100. A bargain
when you compare them to a
similar forged set of irons from a
comparable major manufacturer.
Still, not for the faint of heart.
This one is available in 2-5

iWood with lofts from 16-26
degrees. The low profile head has
an extremely high MOI (moment
of inertia) and a very low center of
gravity (COG). Like previous
incarnations of the Adams idea
hybrids, it’s designed to get the
ball in the air. The club is current-
ly the most-used hybrid on tour
and is on the Champions Tour as
well. Yes, the weight is removable
and can be used to adjust swing
weight.
Adams bundles a 3 & 4 hybrid

with the pro forged irons. Others
are available separately.
Like all iWoods, this new

hybrid is easy to hit and virtually
all levels of players that we gave it
to said they wanted one. The stiff
shaft tended to favor the better
hitters, but it is available in the
usual range of flexes. That said,
the $250 price mark is lofty. If you
have the cash for game improve-
ment, and you are a good hitter,
this is the go-to stick from the
fairway. Our 2-iron replacement
had incredible range, and played
well inside the first couple cuts.
The pros hit this one a ton. We’d
recommend it for under 15 hand-
icappers looking for a playable
long iron, and better amateurs
who want to replace the 3-4-5 in
their bags. HHHHH

The Alpha Rx 3 Hybrid $85 SRP.
Tested as shown, 18º loft, Alpha
graphite stiff shaft. The best-
bang-for-the-buck club in the
bunch. Without a doubt, this is
the cheapest game improvement
stick we tested. It’s a big, beefy
face with 431 stainless that gives
great feel and is very energetic
with a high COR. The wide, low
profile lets you get into the shot
out of the fairway easily. The COG
on this one is also pushed way
back for better ball flight. The Rx
is currently popular on the PGA
and Champions Tours (despite
the price, and its titanium big
brother, the Version 5). It’s avail-
able in 2-6, with lofts from 15-30º,
so there is a club for everybody
here. This one should replace any
iron you have trouble with, in any
skill level. Everybody can benefit
from an inexpensive game
improver like this. As tested, the
3.6 mid-kick point graphite shaft
was slushy enough for the medi-
um to high handicappers. Better
amateurs and pros will want to
look up to the available Aldila NV
shaft. The face provided good tra-
jectory and ball flight.

The KZG U-iron $139 SRP. Tested
with Dynamic Gold steel shaft, in
26º loft. Billed as a trouble club,
KZG has the U-wood series of
club designed to be played as part
of a hybrid set. Seven lofts are
available, from 14-38º. The deep

face design on the front allows for
good ball striking in varied lies.
The back portion of the club
resembles (like the Infiniti) a “fat”
iron. They sport a distinct top-
line look, with an added wood
type bulge low and in the back.
The face is in fact higher than
many irons.
Like most, the COG is pushed

back and down, internal mass
adjusted for high ball flight. The
MOI and COR is unknown,
because they use an undisclosed
proprietary soft stainless steel —
chosen because of its workability.
The guys that hit the club for

the most part found the alloy
“tinny” in feel and sound. Despite
liking the club, none wanted to
put it in their bag.

Infiniti Assure Utility $119 SRP.
Tested as shown in 24º loft. UST
ProForce stiff shaft. Infiniti pro-
duces a club that is just a bit more
refined from the average utility. It
sports a high, wide iron-like face,
with a wide sweeping sole. The
leading edge is way out in front
like a wedge. It also features an
aggressive offset to benefit higher
handicappers. The main distinc-
tion of the Assure XS is the very
large weighting right behind the
striking area on the face. They’ve
also placed the bulk of the mass
down and low to provide lift. It’s

available in 20 and 24º lofts.
Overall the club has a very

good look on setup. Nice thick
topline, very iron-looking in
appearance. The added “wood-
bulge” is a bright metallic blue.
The weight is non-removable.
The alloy while undefined,

provided good sound and feel.
Hitters tended to like the club,
but wanted more variation. They
were looking for 16-20º instead of
the 24º loft. As a 3 or 4 iron
replacement out of difficult lies it
was great, we had mixed com-
ments from fairway lies— they
were looking for more distance.
For the price, it’s a no-brainer

as a trouble club. If you’re looking
to replace an iron, look pre-
dictably to their hybrids or utility
woods, both of which are excel-
lent (we’ll try them hands-on in
as later issue).

Alpha V5 Titanium $150 SRP.
Tested with 3 hybrid, 19º loft,
Alpha graphite shaft. This is the
only one of the bunch that uses
the expensive 15-3-3-3 Beta tita-
nium material. The thin Ti face
delivers explosive rebound with
great distance performance. The
weight distribution is again shift-
ed back and low in this semi-low
face with a slightly larger area
near the toe. It’s leading edge is
way out in front to get through

the grass before the hosel. A super
nearly-flat sole gets through
quickly.
Again, with the Alpha graphite,

if you’re skilled you may wish to
look to the premium shafts avail-
able. Most of the players liked the
way they were able to get down to
the ball— and get it out quickly.
It’s larger head (from the Rx) got
mixed reviews— it’s getting close
to a fairway wood. Everybody like
the distances the Ti afforded for a
3-hybrid. Like most other
hybrids, the V5 is designed to take
the place of a couple irons. It’s
available in 2-6, with lofts from
15-30º. For the average player
struggling with their irons, it’s an
unbeatable combination of tita-
nium performance, hybrid ease
of use, and an affordable medium
price point. Get a couple, and
drop a few strokes. HHHH      
Generally speaking any mid-

to-high handicapper can benefit
from the better weight distribu-
tion these clubs bring. Better
golfers can benefit with one or
two for long-iron replacement (2
or 3) or for trouble shots in the
fairways. The hotter alloys and
better performance gives longer
distances and easier outs. For the
most part, it’s merely a matter of
money on which you prefer. n

Adams idea Pro
Hybrid 20º $249

Alpha Rx
Hybrid 18º $85

KZG U-iron Utility
18º $139

Infiniti Assure XS
24º Utility $119

Alpha Titanium 
V5 Hybrid 16º $150

Hybrids
& Utilities

A quick look at some
help for the struggling
irons game

A
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Taylor-Made R7 Draw
by Darrel Willman
Jim at TaylorMade was kind

enough to send us out a couple of
brand-new drivers late in the sea-
son for testing. The new R7 Draw
driver is available in 9, 10.5 and
13.5º lofts, with stiff, regular, sen-
ior and ladies flex RE•AX shafts.
The 460cc club face is the

same as the other Taylor-Made
drivers as far as volume. Standard
45”, D0 swing weight, 59º lie. The
RE•AX shafts are 55 grams in
men’s, 50 grams in ladies. The
clubs we tested came 9º loft, stiff
shaft and 10.5º loft, regular flex.
Prices as shipped are $300, a

hundred lower than the $400 r7
Quad 425 and r7 460 drivers. The
driver comes with a massive, pre-
installed non-removable weight.
Initially, the idea of an R7

Draw driver (and other draw-
biased clubs in the TM line) came
as merely another market seg-
ment being covered, another
chance for a sale. Not so, the driv-
er does exactly what it is adver-
tised to do.
TaylorMade markets the line

of draw clubs to all skill levels,
capitalizing on the fact that a
draw ball does indeed fly farther
than a straight shot. They explain
the club is designed to turn a
“banana ball” into a manageable
fade, or get rid of a chronic slice
and promote a straighter ball
flight. There are in fact, no magic
wands, and so if your slice is
extremely pronounced, no— this
club will not straighten it out.
Maybe the Quad 425, with its

infinitely adjustable weights. But

if like one of our testers, you have
an average fade, this can run it
down a rope and straighten your
tee shots. Average golfers we let
hit this one said they saw relief
from their fades, or were able to
hit a slight draw.

Better players, like Larry
Salsman at Sycamore Creek, saw
an amazing shot transformation.
I’m certainly not saying that if

you are a mid-high handicapper
this one’s not for you— it is. But if
you hit a powerful, straight drive,
prepare to be stunned.
The club produced a beautiful,

soft draw that started to curl
roughly 70-80% of the way out,
and resulted in some good
yardage gains. A very playable,
directable draw that didn’t pro-
duce a duck hook as one would
believe. Larry liked it, the ama-
teurs who hit it did too.
One small caveat— the RE•AX

55 shaft has a very soft tip that
will take some getting used to. n
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by Darrel Willman
On the beach, in the sand.

Most holes have them, chances
are you’ve found yourself there.
Bunker shots.
Not all bunker shots are the

same, some ill bury themselves
hopelessly in soft powder— oth-
ers lie peacefully on top of hard-
pack. But the shot remains the
same. Usually, there is some
form of raised lip around the
bunker, and very few are perfect-
ly level. You’ll probably have an
inclined or uneven lie, and you’ll
have to move the sand to get
out— not the ball.
The basic premise behind a

bunker shot is to get out. If you’re

not skilled, just get the ball out,
preferably in the direction of the
hole. Tiger can get it 230 yards
onto the green from a bunker lie.
Great for him, right?
The rest of us will do better by

“taking our medicine” and sim-
ply advancing the ball. Golfers

routinely make a bad shot worse
by failing to get clear of the
bunker on the first attempt. So,
no heroics. Just line up and take
your swing. The technique
behind a sand lie is easy, but
Larry Salsman, Director of Golf
at Sycamore Creek Golf Club,
gives us a bit of background.
“The reason I like the sand

shot the most is… you have to go
back to how a golf club is made
to explain it. Every club has what
they call a “bounce” to it. The
leading edge of the golf club is
usually a little bit higher off the
ground than the back edge of it.
That’s what they call bounce.
That degree of it— that angle.”
he says.
This upturned front edge is

what helps your wedge get you
out of a gritty situation. Larry
explains: “The bounce basically
works in every club. It keeps you
from digging into the ground. So
a seven iron has some bounce to
some degree— so that you don’t
dig in the ground. A sand wedge
of course has more than any
other golf club because it’s
designed to do just that— get
you out of the sand. It works kind
of like a boat hull, that
hydroplanes.”
By skipping over the sand,

your wedge keeps you up and
allows the ball to get airborne
easier.
Larry says, “As you open up the

golf club, you create more and
more bounce with every golf
club. You can see this if you set
any club on the ground and then
open the face towards the sky.
You’ll notice that the leading
edge will come off the ground a
little bit higher as you open it up.
So, with this bounce, what you
do is pick a point about an inch
behind the ball for a sand shot.
Stare at that spot. Don’t stare at
the ball anymore. Stare at that
spot and hit it with the sand
wedge open.”
Larry explains, “What happens

is, the bounce will go into the
sand for a second, but the way
the bounce is designed, it will
help the club “pop” back out of
the sand. It’s going to help you
throw the sand onto the green. If
you can throw the sand onto the
green, you can get the ball out of
the sand. So many times you see
people try to scab it. Don’t think
of trying to force the ball out.
Think of trying to throw a dollar
bill’s worth of sand under the ball
onto the green.”
However, as with any golf

swing, we need a proper back
swing and a proper follow
through. Using an abbreviated
backswing or “chopping” at the

sand in front of the ball will not
result in a good shot.
“Right,” agrees Larry, “plus

you’re opening the club up a lit-
tle bit, so you’re obviously adding
more loft. You’re going to have to
swing harder than you normally
would— so let’s say that you
have a 10 foot chip. You will hit a
certain distance with a certain
back swing. With a bunker shot
when you lay it open, you have to
swing twice as hard in order to
get it out. You’re not making con-
tact with the ball. You’re making
contact with the sand.”
Some bunker and flop shot

techniques call for an extended
follow through— actually bring-
ing the club face high up into the
air.
“Yeah,” Larry says, “I think you

want to accelerate through,
because sometimes the sand, for
instance today, is kind of wet.
You’re going to have to accelerate
through the ball in order to get
that sand out. Something else,
also, is the technique— you’ll
open up your body a little bit to
the shot and by opening it up, it
helps you kind of swing through
to the target.”
One more piece of advice, says

Larry, is to remember that when
you open up your stance to the
target, you still need the face
pointing at the flag, or your tar-
get landing area, whichever.
He explains: “People go ahead

and set up where everything’s
square to the target line, then
open the club face up and then
still swing down that line. But the
problem with that is that you go
from a two inch wide face or a
three inch wide face— when you
open it up, you actually skinny it
down to a two inch face and it
becomes very easy to shank the
ball that way. What I prefer is to
open up the club face, turn your
body to the left to where the face
of the club is now aiming at the
target. About a quarter turn—
and you’re still going to swing
down the line that you’ve created
with your body. Keep the face
pointed at the target— what will
happen is the ball will come out
to the right hand side. This way,
you can still get the full three
inch width of the face. You’re not
creating that shanking possibili-
ty. The more you open the face
up, the more you’ll have to aim
left. Basically an easy rule of
thumb is go ahead and aim the
face at the flag and no matter
how open you make the club,
you move your body open after
aiming the face— and it will
work that way.”

BUNKER
LIES

With Larry Salsman
PGA Pro, Sycamore Creek 

The angle shown is the “bounce”.

Here, the angles shown in white illustrate Larry’s open body position in
relation to the intended direction of the shot. The open stance causes
the ball to come out to the right. In this case, Larry is set up right of
the flag due to the green’s slope.

Tips to prevent
identity theft
We are fortunate to live in an

area where “identity theft” is not
a huge problem but never the
less is very prevalent.
In the “information age,”

there are few things more impor-
tant than the protection of one’s
personal identity. Hundreds of
Missourians know all too well the
result of having their credit card
numbers, Social Security num-
bers or other personal informa-
tion stolen and used by crimi-
nals. In recent years, the number
of reported cases of identity theft
has skyrocketed as thieves invent
new methods to capture and
misuse the personal information
of others. However, there are a
number of things Missourians
can do to guard against identity
theft, and the state has enacted
tough new laws to crack down on
these crimes.
I recently ran on to this list of

ways Missourians can protect
themselves from identity theft.
Here are a few tips:

• Guard your Social Security
number.
• Monitor your credit report.
• Shred all old bank and credit

statements and “junk mail” cred-
it card offers before trashing
them.
• Do not carry extra credit

cards or other important identity
documents except when needed.
• Make photocopies of the

contents of your wallet or purse.
• Mail bill payments and

checks from the post office.
• Do not print your Social

Security number on your checks.
• Cancel unused credit card

accounts.
• Never give your credit card

number or personal information
over the phone unless you have
initiated the call and trust that
business.
Although there are many ways

to avoid identity theft, tough
laws are also an important deter-
rent. In 2004 and 2005, the 

continued on page 36
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Billi Miller and Virginia Kirvan
Contact us Today!

Hwy 5, Camdenton
Great investment opportunity! 2800 sq.ft. build›
ing located across from Camden County
Courthouse on Hwy 5 North. 1800 sq.ft. (lower
level) currently leased. Upper level (1000 sq.ft.)
is a totally remodeled 2 bedroom apartment
with appliances. Positive cash flow for you or
your investor. MLS 3022699 $239,900

40 acres on Lovers Lane in Montreal Beautiful,
gently rolling, picturesque acreage. Perfect for a
private estate, horses, or a ranch. Some land
already cleared. Truly a gorgeous setting! MLS
3032713 $160,000

Tel: (573) 302-2384
3696 S. Hwy 54 - Lake Ozark, MO

Innovex Golf Type S
Irons Now Available

Irl Robinson named
“best in the world”

by Darrel Willman
Innovex Golf Co., of Leawood

KS, announced the end of the
RLS irons and hybrids. Kevin
Downey, President of Innovex,
said the new Type S irons were
now available in very limited
quantities. Remaining stocks of

the RLS irons and hybrids will be
closed out.
They will offer the RLS Hybrids

close-out priced for $50 in
graphite and $45 in steel. Irons
and wedges in the RLS line would
be available in very limited num-
bers for $25 in graphite and $20
in steel. Interested readers are
directed to call their toll-free line
for ordering and ask to speak to
Garret.
Downey said that due to a lim-

ited initial supply of the Type S
irons, only 50 sets would be avail-
able for assembly, with the shaft

choices in graphite and steel.
Custom assembly and fitting
would be available through walk-
in’s at their facility in Leawood. 
Kevin indicated that the next

shipment of heads for the new
Type S iron and hybrid lines
would be arriving in January
2007, when they would have nor-
mal inventory available.
The new Type S irons are

priced at $39.50 in steel and
$49.50 in graphite. Hybrid Type S
clubs are available at $89.50 in
steel and $99.50 in graphite. Type
S wedges are available at $89.50
in steel and $99.50 in graphite.
Callers buying two of the new
wedges will receive the third in
the set free of charge.
Downey said Innovex Golf’s

commitment to customer satis-
faction has never been more
important. All new clubs sold by
Innovex now have a 90-day
money-back guarantee, includ-
ing even custom-fitted clubs.
Innovex Golf is located at 4745

W. 136th St., Leawood, KS. The
toll-free line for orders and infor-
mation is 866-402-6097. Innovex
golf clubs have consistently
ranked highly in our club testing
features in the Business Journal.
Look for our hands-on test of the
Type S clubs in an upcoming
issue. n

by Darrel Willman
Irl Robinson of Clinton MO,

contributor to the Journal and

GCA Master Clubmaker has been
named the best clubmaker in the
world for 2006-2007 by the GCA
(Golf Clubmaker’s Association).
The GCA received hundreds of

nominations from around the

world for the prestigious award.
Robinson also won Missouri

State Clubmaker of the Year for
the third consecutive year.
Golfsmith Research &

Development Vice President Jeff
Sheets said, “This award recog-
nizes Mr. Robinson’s ability,
integrity and professionalism.”
“The Clubmaker of the Year

Award”, he continued, “acknowl-
edges the best clubmaker in the
business and is one of the club-
making industry’s highest hon-
ors.”
Robinson along with other

award winners were honored at
the 18th Annual GCA
International Conference, held
October 5-9, 2006 in Austin, TX.
Robinson said, “It was an

amazing honor to be selected by
the organization and my peers, as
the world’s best clubmaker.” n

Irl Robinson



Page 30 November, 2006 Lake of the Ozarks Business Journal

CHAMBER SPOTLIGHT

Lake West Chamber of
Commerce Spotlight
Love Your Pets Professional

Pet Grooming is a full service
professional pet grooming
shop with a clean, stress free
environment.  Among the serv-
ices provided are scissor trims,
7 specialty shampoos, re-mois-
turizing oil treatments, state of
the art Bath Master massaging
bathing system and nail trim-
ming and grinding.  It is also a
licensed Shed-X provider.
Kathleen Paige has owned the
business since 1997 and has
been a professional groomer
since 1980 with two years
extensive training under a
Certified Master Groomer.
Kathleen treats each dog as if it
were her own.
Kathleen and her husband,

Ralph are animal lovers to the
extreme with 2 German

Shepherds, 5 cats, 22 horses (all
but one are miniature horses ),
a miniature donkey, 2 llamas
and of course Molly the barking
cockatoo who resides at the
shop.
Love Your Pets is located at

18 Singing Oaks Drive ( Lake
Road 5-36 ) directly across from
the Lake West Chamber office.
Please call 374-6210 for an
appointment.

Love Your Pets

Kathleen Paige

'Holiday Magic' returns with
drive-thru light park and more
Lake of the Ozarks, MO— The

holidays are set to sparkle all
around Central Missouri’s Lake
of the Ozarks, starting Nov. 9 with
the second year for the Holiday
Magic Drive-Through Light Park.
The fun continues with a wide
array of seasonal activities and
events across the Lake area
through the end of 2006. 
Due to the success of the

Holiday Magic Drive-Through
Light Park last year, “we’re build-
ing on that great response to
make the light park even better
this year,” says Mark Bowman,
Holiday Magic co-chairman.
In 2005, Bowman notes, the park
attracted more than 10,000 visi-
tors.
The drive-through park, locat-

ed just below Bagnell Dam, will
be longer this year – more than
two miles – and will feature near-
ly 90 lighted and animated dis-
plays, including charming ani-
mated scenes and dazzling light-
ed tunnels.•Among several new

displays will be three based on
winning designs submitted by
seventh-grade art students at
Camdenton, School of the Osage
and Eldon middle schools, and
fabricated by Midwest Displays,
manufacturers of the light park
displays. •The displays will be
donated to the schools at the end
of the holiday season. 
The park will be open 5:00-

10:00 p.m. on weekends, Nov. 9-
23. •From Nov. 24 through Dec.
31, hours will be 5:00-9:00 p.m.,
Monday-Thursday, and 5:00-
10:00 p.m., Friday-Sunday.
Admission will be $10 per car
and $2 per person on tour buses.
Several Lake-area businesses
plan to offer discount coupons
for admission to the park, and
some resorts and hotels will
include park tickets in specially
priced holiday packages. 
In addition to Holiday Magic,

three other light parks will light
up the Lake area throughout the
season. •The 13th annual

Enchanted Village of Lights, a
mile-long drive-through park
with nearly 100 lighted and ani-
mated displays, will open Nov. 23
in Laurie’s 27-acre Hillbilly
Fairgrounds. •Last year, 2,169
cars, 7,089 people and 147 pets
(mostly dogs) toured the popular
park, according to Susan Huff,
Laurie’s Parks and Events
Coordinator. •Admission is by
donation. 
The Versailles Light Park, a tra-

dition for 15 years, will open Nov.
26, illuminating the city park at
the junction of Highways 5 and
52. •Admission is free. 
The fourth and oldest area

light park, dating to 1981, is the
Festival of Lights at the historic
Shrine of St. Patrick in Laurie,
open Nov. 24-Jan. 1. 
Holiday Magic, however, is

more than light parks. •It’s the
“umbrella” theme for all the
Lake’s ongoing, family-oriented
holiday festivities. •One of the 

continued on page 33
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Inspired by the forces of
nature and the sculptur-
al beauty of the body,
Nokia unveiled its latest
mobile phone, the
Nokia 8800 Sirocco
Edition. Sensual by
nature, intuitively beau-
tiful by design, the
Sirocco Edition’s signa-
ture feature is a
thumbprint, which per-
fectly matches the
human hand. It features
stainless steel polished
surfaces and a scratch-
resistant glass display
window in two versions
- light and dark. The
powerful sirocco makes
its own unique sound - a
composition from
Brian Eno, the world renowned
music composer. It has an other-
worldly feel - comprised of notes
created by instruments that Eno
has selected and “synthesized”
himself. The Nokia 8800 Sirocco

Edition also features a Bluetooth
headset made of stainless steel
that perfectly matches the
phone. It is now available in
select areas— estimated price:
$1,250.

Want high definition television
reception on your computer,
now that it’s in your living room?
Good news, it’s not as hard as
you might think. The OnAir GT is
a small USB device that picks up
HD air broadcasts and lets you
play them on any PC. You can
schedule to record up to 80 pro-
grams, watch in real-time or view

recordings from over-the-air as
well as analog or digital cable
sources.
Capture still images in JPEG or
BMP format. The unit also allows
you to connect your VCR or
Camcorder to record your
favorite tapes to your PC. For just
$179. www.autumnwave.com

Know the second you receive a
call or text message on your blue-
tooth enabled Sony Ericsson
Series 60 phone with this blue-
tooth Abacus watch. A readout
instantly alerts you and displays
caller ID if available. It also fea-
tures a vibrating alert. The stain-
less steel case is good to three
atmospheres. Oh, and it tells
time. $200, available now at
Amazon.com or CompUSA.

Nokia’s 8800 Sirocco Edition The OnAir GT Abacus watch

Fascinating gadgets and gizmos
for the kid in all of us

Lake Regional Welcomes

James Froncek, DO
Internal Medicine
Board Certified

R

Lake Ozark Clinic
1870 Bagnell Dam Blvd.

For Appointment Call
573.365.2318

www.lakeregional.com
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Eldon ushers in Christmas season
     A spectacular celebration will

kick off the Christmas season in
Eldon.  According  chairperson,
Pamela Wall, the second annual
"Old Fashioned Christmas"
event will be underway Friday,
December 1st beginning at 4:30.
Downtown Eldon will be in

the festive mode with many
local merchants offering tempt-
ing, one-night-only,  holiday
specials.  Musical entertain-
ment, a variety of dancing
groups and horse drawn wagon
rides will all be featured at no
charge.  In addition, a variety of

Christmas scenes will be depict-
ed up and down Maple Street,
and Santa Claus will even stop
by.  Local children will get an
opportunity to show off their
artistic talents by painting the
downtown store front windows
in colorful holiday fashion.
Dressing in costume is encour-
aged as well and a contest will be
held for the best-dressed.
As part of the celebration, the

local community center in
downtown Eldon will host a chili
supper beginning at 4:30.  The
center is also the site for some

great entertainment and a kid's
craft corner.  Local community
leaders, churches and schools
have worked together to insure
that this year's celebration is
even more successful than the
one in 2005.
Mark your calendars for this

great family event in Eldon,
Missouri - the community that's
definitely on the move.  Fun,
food, entertainment and more
will be on tap December 1st to
help celebrate the arrival of the
Christmas season!

2006 Holiday Magic Drive-Thru Light Park will
benefit area businesses
Lake of the Ozarks, MO— Due

to last year’s success, the Holiday
Magic Drive-Thru Light Park will
be back this year, bigger and bet-
ter than before, planners say. “In
2005 the park attracted more
than 10,000 visitors and this year
we’re expecting more than
20,000,” says chairman Mark
Bowman. “That’s great news for
local businesses, including lodg-
ing facilities, retailers, restau-
rants and so many others.”
Holiday Magic became a real-

ity in 2005 with the support of
local businesses throughout the
Lake area. Bowman notes, “We
have a lot of the same sponsors
this year but there definitely is
time to arrange for more spon-
sorships of displays.”
Those displays, 86 in all,

include charming animated
scenes and dazzling light tunnels

on a two-mile circuit located
below Bagnell Dam. The park
will be open 5-10 p.m., week-
ends, Nov. 9-23; 5-9 p.m.,
Monday-Thursday and 5-10
p.m., Friday-Sunday, Nov. 24-
Dec. 31, 2006. The cost will be
$10 per car, the same as last year.
As part of the festivities,

Midwest Displays, manufactur-
ers of the Light Park displays, will
sponsor a contest for seventh
grade art classes at Camdenton,
School of the Osage and Eldon
middle schools. “Students will
submit their designs for displays
featuring the holidays and
school. The winning design from
each school will be developed
into a lighted display that will be
featured at the drive-thru park,”
Bowman says. The displays will
be donated to the schools at the
end of the season. 

“This is sure to bring area
families to the Light Park, along
with our overall goal of bringing
more visitors to the area to stay,
shop and dine during the holi-
day season,” Bowman notes.
“The more businesses that par-
ticipate, the more we can count
on an outstanding Holiday
Magic season.” Business are
encouraged to sponsor displays
as well as offer discount coupons
to the park. Area resorts and
hotels are urged to include park
tickets in specially priced holiday
packages. 
For more information, con-

tact Bowman at (573) 286-4304.
And for more information about
the Holiday Magic Drive-Thru
Light Park plus up-to-date list-
ings of Holiday Magic events and
activities, visit www.lakeholiday-
magic.com.

Tonia Grein attends conference
Lake Ozark, MO— Tonia

Grein, leader of the Tonia Grein
Team, attended the Connect
HIGH NET conference held in
Miami October 15 through 17.
Connect HIGH NET is the real

estate industry’s foremost place
to obtain the latest and most
intelligent marketing, analytics,
and technology tools specifically
designed to aid homebuyers,
sellers and institutional stake-
holders manage, leverage and
utilize their real estate portfolios
to generate the maximum return
on investment.
“This was one of the most

informative conferences I have
attended. I feel I returned home
with practical knowledge that I

will be immediately able to put
to use and share with my team,”
explained Grein.
“We were taught an array of 

skills critical to those who want
to reach real estate investors
today and in the future. We also
had an opportunity to network
with the best and brightest exec-
utives and leaders from high-end
real estate, technology, invest-
ment, wealth management, and
luxury goods companies, and
obtain valuable hands-on advice
on how to best capitalize on and
successfully deploy the hot, new
financial instruments and effec-
tive online marketing tools.”
Grein concluded.
Tonia Grein can be reached at

her offices located on Business
Highway 54 in Lake Ozark or by
calling 573-365-9700

Tonia Grein

On Tuesday, October 24th, the
White House staged a 13.5 hour,
one day event called “Radio Day”
with 50 pre-selected radio sta-
tions from across the country.
Benne Media, locally KQUL 102.7
FM and KLOZ-FM 92.7, was
proud to send Charlie Thomas –
a representative from their
Sedalia station, KDRO-AM to a 3-
hour broadcast live from a tent
on the northwest corner of the
White House lawn.
The radio guests had access to
White House officials and
Cabinet members with no
restrictions or limitations on
question topics. For security rea-
sons, media did not know ahead
of time who would be available
for interviews. The guests were
booked according to time con-
straints, each station guaranteed
enough top-level officials to fill 3
hours of air time.  
Benne Media’s KDRO was the
only Missouri station selected to
attend “Radio Day” which hap-
pens only once every other year,
and is the only event of its kind.
An event such as this allows the
White House to get their mes-

sage out with no filters and little
or no expense as the stations
who are chosen foot the bill to
send their broadcasters and their
equipment. Said Thomas, “We
were very excited to be chosen,
because it’s rare for a station in a
small market like this to receive
the invite. I think our hometown
flavor appealed to them.” 
Explained Thomas, “You have to
submit yourself for invitation. I
had signed up four years ago
with another radio station, but
we were not selected then.
Basically, you send the criteria of
your radio station market – i.e.,
personnel qualifications and for-
mat. 
The White House Media Affairs
Department and Trey Bohn, the
Media Affairs Director organize
it. It took about 60 days to get an
answer back and we received a
formal invitation via internet
with the need to respond by a
given date. A background check
was also necessary.” 
TheBusiness Journal will have an
in-depth report of the interviews
in the December issue. n

Benne Media’s KDRO host
Charlie Thomas at White House
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AmerenUE - sponsored dock foam collection was a huge success
Lakeside, MO— Lake of the

Ozarks area residents and dock
builders disposed of over 600
cubic yards of discarded foam
flotation material during a spe-
cial collection AmerenUE spon-
sored on Saturday, Sept. 30.  The
collection was aimed at giving
shoreline residents a chance to
dispose of small amounts of
foam flotation debris, free of
charge, by dropping the material
off at a BioSpan Technologies
recycling center in Linn Creek.
During the event, BioSpan also

offered a discounted disposal
rate for dock builders and resi-
dents to dispose of larger
amounts of foam removed in
flotation replacement projects
on the Lake.
Bryan Vance, AmerenUE

shoreline management field
coordinator, says 92 loads of
flotation debris were brought in
for recycling during the day-long
event.
“This was the fifth time

AmerenUE has sponsored such
a collection, and we were very

pleased with the response,”
Vance says.  “We had a record
turnout for the number of vehi-
cles and volume of debris col-
lected, with many truck loads of
material waiting in line to
depose of their material before
the processing center opened at
8 a.m.”
“We’re also pleased that

BioSpan offered a reduced rate
to encourage additional partici-
pation in the event this year.
The reduced rate helped insure
that additional material was

diverted from local landfills and
turned into beneficial products
used by organizations ranging
from local highway departments
to the United States Navy,”
Vance adds.
Foam flotation material that

has been discarded or has bro-
ken away from boat docks is the
largest source of man-made
debris in the lake.  Volunteers
participating in AmerenUE’s
Adopt-the-Shoreline program
have removed more than 23,000
cubic yards of material from the

lake’s shoreline since 1998.
AmerenUE is the owner and

operator of Bagnell Dam and the
Osage Power Plant, which creat-
ed the Lake of the Ozarks in
1931.  The company is a sub-
sidiary of St. Louis-based
Ameren Corporation.  The
Ameren companies serve 2.4
million electric customers and
nearly one million natural gas
customers in Missouri and
Illinois. n

continued from front page 30   
most anticipated will begin on
Nov. 18, when the 17th annual
Lake Lights Festival marks the offi-
cial start of the holiday season at
the Lake of the Ozarks. That’s
when Santa and Mrs. Claus will
arrive by boat and lead the
Holiday Caravan along Highway
54 through Osage Beach and Lake
Ozark to just below Bagnell Dam.
There, visitors can enjoy a bonfire,
caroling, a patriotic salute, free
refreshments and fireworks, fol-
lowed by a spin through the
Holiday Magic Drive-Through
Light Park. •Those who bring
donations of canned food will be
admitted to the light park for free. 
The charming Festival of Trees

at the Camden County Museum in
Linn Creek will be open to the
public Nov. 28-Dec. 19. •The event
will provide holiday magic with its
beautiful display and silent auc-
tion of decorated trees and
wreaths donated by area organiza-
tions and individuals. 
The magic will continue with

“Christmas on Main Street,” the
Main Street Music Hall’s always-
anticipated Christmas show. •The
production will run from Nov. 24-
Dec. 23 with show times at 8:00
p.m. Tuesday through Saturday
and 3:00 p.m. Sunday. 
In addition, the Lake area's two

largest resorts will feature varied
holiday festivities. •Tan-Tar-A
Resort's Winter Holiday Lights
Festival Celebration and Santa’s
Arrival on Thanksgiving night,
Nov. 23, will feature lighted dis-
plays and trees along the resort’s
winding entryway. •The Lodge of
Four Seasons will offer visitors a
chance to have "Breakfast with
Santa" on Saturday, Nov. 25, from
9:00-11:00 a.m. •Reservations are
suggested; call The Lodge at 573-

365-3000 to guarantee a seat for
the popular Santa event. 
The 2006 Lake of the Ozarks

Christmas Parade will start at 1:00
p.m., Dec. 9, at the Baymont Inn
on Business Highway 54.
Featured attractions will include
the world famous Budweiser
Clydesdales saluting the 75th
anniversary of Bagnell Dam, the
exciting Marching Cobras from
Kansas City, the St. Louis Irish
Pipes & Drums, the United States
Marine Corps Color Guard from
Fort Leonard Wood and a special
appearance by Liberty Belle, the
U.S. Marine Corps’ mascot bull-
dog. 
Other seasonal activities will

include concerts by the Lake Area
Orchestra and Greater Lake Area
Chorale, crafts shows, parades,
theatrical performances and
more. 
And don’t forget the outstand-

ing holiday shopping at the Lake
of the Ozarks. •From the 110-store
Osage Beach Premium Outlets
(Missouri’s largest name-brand
outlet center) to local shopping
malls, art galleries, antique stores,
craft shops and specialty bou-
tiques, you’re sure to wrap up your
Christmas gift list at the Lake. 
For more information about

the Holiday Magic Drive-Through
Light Park – including a sneak
peek at some of the displays – plus
up-to-date listings of Holiday
Magic events and activities, visit
www.lakeholidaymagic.com.
And for more details about Lake-
area shopping, lodging, dining
and year-round fun at Central
Missouri’s scenic Lake of the
Ozarks, call the Lake of the Ozarks
Convention & Visitor Bureau at
800-FUN-LAKE or visit www.fun-
lake.com. 

'Holiday Magic' returns with
drive-thru light park and more

Cold Oyster & Shrimp Ba
including Steamer

Incredible 14›Mile Vi  
Patio or Lakeview Dini

Cold Oyster & Shrimp B
including Steamer

Incredible 14›Mile Vi  
Patio or Lakeview Dini

Spectacular Dining with a Spectacular View!
Groups & Large parties welcome.

Open year Round � Lunch: 11am � Dinner: 5 PM � 365›3255 � Lake Ozark

1#
Seafood

...patio dining

...new dining room

...view

Deck Dining with a
Fabulous Lake View

Tempting Hors d�oeuvres
Delectable Desserts

Dining Room & Deck
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Osage Beach, MO— Three
area family physicians recently
achieved milestones in their
medical careers. Dr. Joshua
Griggs, family physician at Osage
Beach Medical Park, earned
board certification in Family
Medicine.  Dr. Paul Bernabe of
The Eldon Clinic and Dr. Brian
Knopf of Westlake Medical
Center successfully completed
the American Board of Family
Medicine (ABFM) Recertification
Examination.
To achieve certification by the

ABFM, Dr. Griggs completed a 3-

year accredited Family Medicine
residency program; possesses a

full and unrestricted license to
practice medicine in the U.S.;
and successfully completed a
written examination of cognitive
knowledge and problem-solving
abilities.
The board recertification of

Drs. Bernabe and Knopf reflects
a standard of excellence in their

knowledge and practice of medi-
cine. Family physicians must
work diligently on the mainte-
nance of their medical skills dur-
ing the seven year cycle between
examinations.  To achieve recer-
tification by the ABFM, a family
physician must verify the com-
pletion of 300 hours of accept-

able continuing medical educa-
tion over the past six years; pos-
sess a full and unrestricted
license to practice medicine in
the US and successfully com-
plete a written examination.
The written examinations for

certification and recertification
cover the disciplines of the spe-
cialty including, but not limited
to: adult medicine; care of new-
borns, infants, children, and
adolescents; maternity and
gynecological care; community
medicine; care of the older
patient; human behavior and
mental health; and care of the
surgical patient.

Dr. Joshua Griggs

Dr. Brian Knopf

Dr. Paul Bernabe

Eagles Landing designed to provide affordable housing
Lake of the Ozarks, MO— As

commercial industry has grown
in the Lake Area so has the need
for affordable housing. Over the
last few years many new employ-
ers have opened their doors and
have brought new jobs and resi-
dents to the area, but until now,
affordable housing needs creat-
ed by these new businesses have

not been adequately addressed.
Rayburn Land Development,

LLC, a St. Louis based company,
has begun to develop land on
“D” Road, just 4 miles from
Columbia College. The new
development, Eagles Landing, is

designed to feature affordable
homes in a family atmosphere.
Paul Busch, Project and Sales

Manager for Rayburn Land
Development, is overseeing the
work at Eagles Landing. “We had
thrown around the idea of devel-
oping the land that has been in
the Rayburn family for years.
After seeing the tremendous

growth in the area and realizing
the need for this housing devel-
opment, we decided it was time,”
explained Busch. “During the
design phase we noticed there
were very few areas like the
neighborhoods where we grew

up with family homes and quiet
streets so that’s what we're creat-
ing,” continued Busch.
Responding to the need for

affordable housing, Rayburn
Land Development plans for
Eagles Landing to have as many
as 200 single family homes and
villas. Lots range in size from 1/4
acre up to 1 1/2 acres with com-
munity sewer and water. The
exclusive builder in the develop-
ment is Jim Reece, owner of
Pistols Plus and long time Lake
Area resident. Residents will
have access to the proposed
eight-acre lake, a neighborhood
playground and enjoy the con-
venient location just five, traffic-
free minutes from schools and
major shopping.
Individuals interested in the

new development are welcomed
to visit the site and a model
home located on Route D just 4
miles off Highway 54. The model
home can be toured by contact-
ing Busch at 573-964-5715 or by
contacting any Lake Area REAL-
TORS®.

Area physicians achieve board 
certification, recertification

1042 Main Street › Osage Beach
573›302›1404 � www.cakebaker.com
1042 Main Street › Osage Beach

573›302›1404 � www.cakebaker.com

�Every
Cake a
Work of
Art�

Kathy
Odom�s

Chocolate Covered Petite Fours
Gourmet Cheesecake

Wedding Mints

Cakes for any Occasion
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Heart of the Ozarks Business and Professional Women’s 
Chapter officially chartered, officers installed
Osage Beach, MO— The

newly-formed Heart of the
Ozarks Business and Professional
Women’s (BPW) Chapter was
officially chartered on Monday,
October 16.  Deanna Ford, State
BPW President, was on hand to
install the officers and charter the
new chapter.
Inaugural members of the

chapter area: Julz Albin, Ashley
Allen, Diane Ayers, Jennie Ayers,
Marci Blixt, Nancee Byington,
Melissa Carroll, Darlene
Daugherty, Laura Gajda, Christ
Hancock, Cathy Hart, Pam
Kelsey, Vicki Kramer, Nancy
Louchs, Jamie Martin, Joni Mc
Guire, Shannon Melton, Susan
Renda, Mary Shiflett, Kim
Spangler, Jackie Unger, Angie
Uptergrove, and  Joni Walden.
The organization which has a

mission to achieve equity for all
women in the workplace through
advocacy, education and infor-
mation, invites all business and
professional women to join.  For
more information or to join, con-
tact Laura Gajda at 348-8153.
Discussion topics at the next

meeting, which will be held on
November 1st at 11:00 a.m. at
Vista Grande Restaurant, will
include issues in the upcoming
election.
The Heart of the Ozarks

Chapter of BPW meets monthly
on the first Wednesday of each
month (with adjustments for
holidays), alternating between a
lunch and after work meeting
schedule.  The location of the
meeting will also vary to include
business and professional
women from all areas of Lake of
the Ozarks.
Heart of the Ozarks BPW

Schedule of Meetings
Nov. 2006 - July 2007

Date Location Time
Nov. 1, 2006        Vista Grande
11:00 a.m. - Noon
Dec. 6, 2006 Andre’s
5:30 - 7:00 p.m.
Jan. 10, 2007       Pickled Pete’s
11:00 a.m. - Noon
Feb. 7, 2007          Mexicali Blues
5:30 - 7:00 p.m
Mar. 7, 2007        Chief’s
11:00 a.m. - Noon
Apr. 4, 2007          Captain’s Galley

5:30 - 7:00 p.m
May 2, 2007        Lil’ Rizzo’s on HH
11:00 a.m. - Noon

June 6, 2007          El Jimador
5:30 - 7:00 p.m
July 11, 2007       Boardwalk Grill

11:00 a.m. - Noon

BPW State President Deanna Ford, far left, installs newly elected officers of the club (L-R) Laura Gajda, President;
Vicki Kramer, Vice President; Marcie Blixt, Treasurer; and Melissa Carroll, Secretary.

Inaugural members of the Heart of the Ozarks BPW Chapter are (L-R) Angie Uptergrove, Nancee Byington, Laura
Gajda, Melissa Carroll, Christi Hancock, Kim Spangler, Jamie Martin, Susan Renda, Julz Albin, Joni Walden, Vicki
Kramer, Joni McGuire.
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The Dow hits an all time record high,
and breaks 12,000!

The economy is moving along as feverously as it ever has. New jobs
are being created to the tune of 150,000 per month, and the unemploy-
ment rate is now at a record low of 4.6%. The Dow Jones Industrial
average finally broke the all illusive 12,000 mark, and thanks to tax
cuts and the American consumer, our countries post 911 deficit is only
half of what economists projected it would be five years ago. I’m not
sure how the economy could be any better; yet if you listen to most of
the liberal news networks, they make it sound like gloom and doom.

The only pull back in our economy has been interest rates; and yes
they have cooled a housing market that was on fire. In many commu-
nities across the country, it’s now a buyers market; but sooner or later
the current housing inventory will be absorbed, and in the long run that
will rekindle the housing boom. I would project that in the next twelve
months you will see a much needed correction, and then it will be back
to the races! This year’s raise in interest rates was a big adjustment for
a lot of people, but let’s face it; in the last couple of years we got
spoiled and lenders were practically giving money away. Today’s rates
are still at historic all time lows, and it looks like the Fed Chairman has
leveled them off; which will help fire the housing market back up next
year.

The price of gasoline certainly has an effect on the American econ-
omy, but in the last couple of months it’s even hard to complain about
that any more. It’s funny how when gas prices are up, consumers want
to blame their elected officials, and when prices are down, no one gets
to take credit. The reality is that gas prices are much more driven by
supply and demand, global events, and natural disasters, than they are
by political policies.

How does all of this affect our local economy here at the lake?
Certainly high gas prices and an increase in interest rates were felt in
our community; but overall our local economy is moving full speed
ahead. If anything has affected businesses here, it’s our unbelievable
growth throughout the lake area in the last two years. In talking to
many business owners this year there is somewhat of a consensus that
sales were flat, or down this year. I think if we all take a more thorough
look at the reality of our economy and what has taken place, we will
discover that there are now twice as many businesses absorbing the
dollars coming into the area, and there are a lot more places for con-
sumers to frequent. Think about it, for the first time ever, other than
Wal-Mart, the lake now has numerous chain-big box retailers. We have
also gained numerous chain restaurants that local restaurateurs now
have to compete with. To top all of that off, most everyone who relo-
cates to the lake tries their hand at either; selling boats, selling loans,
selling real estate, or becoming a fly by night contractor. 

I for one couldn’t think of a better time in history to be in business,
nor can I think of a better place to be conducting business than right
here at the Lake of the Ozarks. Yes there is a lot more competition here
now than there used to be, but competition is a good thing; it makes us
all step up and be better business people. Those new “big box” and
“chain” companies are coming here because they recognize what a lot
of businesses here have long taken for granted. I say; lead follow or get
out of the way, business is hard, if it was easy any one could do it; and
it’s the hard that makes it great! 

This is an extremely important election this month, so I hope every-
one gets out and votes. 

Merlyn Vandervort, CR, CGR
President,
Millennium Group of Companies
Horny Toad Inc

The Vandervort
Report

See these properties and more online at
www.JulieWilsonTeam.com

Osage Beach on Hwy. 54 › Excellent site for
restaurant, retail or marine dealer, near major
retailers and restaurants, traffic counts are the
highest in the area, property even has a lake›

Excellent Building and Location › For offices or
retail. Recently remodeled, city utilities, Highway
5 frontage. Building could easily be divided into
two units.

SPECIALIZING IN
COMMERCIAL &
INVESTMENT
PROPERTIES

(573) 873-3352

(800) 449-3352

Email us at:
julie@juliewilsonteam.co

Business
Ownership
Opportunit

y

Laurie Industrial Park › Commercial building sites
located just off Hwy 5 in Laurie, city utilities will
be available, excellent location for warehouses or
small manufacturing, owner will build to suit.

continued from page 28
Legislature passed bills substan-
tially increasing penalties for
identity theft.
Under the new laws, stricter

penalties are enforced for the fol-
lowing offenses:
• Loss of up to $500: This new

law takes a hard stance against
cases that result in relatively
minor amounts of financial loss.
It is a Class A misdemeanor pun-
ishable by up to one year in jail.
• Loss between $500 and

$5,000: Class C felony punish-
able by one to seven years in
prison.
• Loss between $5,000 and

$50,000: Class B felony punish-
able by five to 15 years in prison.
• Loss over $50,000: Class A

felony punishable by 10 to 30
years in prison.
• Civil Damages: In addition to

criminal penalties, thieves are
now civilly liable and can be
sued for three times the amount
of damages or up to $5,000,

whichever is greater.
• Restitution: A court can

order restitution be made to vic-
tims, including costs to clear
their credit histories and attor-
ney fees.
These new laws are working

to reduce identity theft by
imposing stronger penalties
against criminals and giving vic-
tims greater means of retrieving
their losses.

Tips to prevent identity theft
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Board announces water,
sewer impact fees
The Board of Directors of

Public Water Supply District
Number Four of Camden
County (the “District”)
announced today that they
will be implementing impact
fees applicable to new water
and sewer connections
beginning November 3,
2006.
The intent of these fees is

to offset a portion of the cost
of future infrastructure nec-
essary to serve these new
customers. The impact fees
shall be charged in addition
to the existing connection
fees for water and sewer.
For single family resi-

dences and commercial cus-
tomers the fees begin at
$1,500.00 for a standard resi-
dential water meter and
range upward depending on
the size of meter necessary
to provide service. Multi-
family buildings shall be
charged at the rate of
$1,000.00 per unit served by
the meter.
Sewer impact fees shall be

equal to the water impact

fees when the customer is
served both water and sewer.
When the customer is not a
water customer of the
District the sewer impact fee
shall be $1,500.00 for a single
family residence.
Commercial and multi-fami-
ly residential customers shall
be charged based upon the
District’s estimate of water
usage.
Water meters installed for

fire suppression shall not be
subject to the sewer impact
fee.
John Summers, General

Manger, said “We believe
that as a matter of fairness
for our existing customers
we should collect a portion
of future infrastructure costs
from the new customers who
are causing the need for it.”
The District provides

water and sewer service on
Horseshoe Bend. For more
information please contact
John Summers at 573-365-
6792 or email jrsummers
@lakeozarks.com.

Crown Dental Center expands it's staff
Dr. B. W. Austin, a general den-

tist practicing in Missouri since
1975, is pleased to announce the
addition of his daughter, Dr.
Crystal Strickler, to his dental
staff.
Dr. Strickler graduated from

the University of Missouri at
Kansas City School of Dentistry
in May 2006. She is a 1996 gradu-
ate of Camdenton High School.
She and her husband Matt are
2000 graduates of Truman State
University in Kirksville, Missouri.
They and their six month old
daughter Brooke moved to the Lake area in August.

Dr. Strickler began practicing
at Crown Dental Center in
Camdenton on August 22, 2006.
She is excited to return to the
area where she grew up and
looks forward to serving resi-
dents of the Lake Area- even on
Fridays!
Crown Dental Center contin-

ues to provide general dentistry
care including preventative,
restorative, surgery, crown and
bridge, dentures, and hospital
dentistry. We also offer tooth
whitening and anti-snoring
devices.

Dr. Crystal Strickler

WHAT: Annual Military
Appreciation Days.  In apprecia-
tion to the men and women
who serve in the military, Osage
Beach Premium Outlets® cor-
dially invites all branches of the
military to present their military
identification at our
Information Center  located on
Level 1 next door to Big Dog
Sportswear to receive a free VIP
Coupon Book ($5 value) worth
hundreds of dollars in savings.
In addition, the first 50 military
guests will receive souvenir tote
bags.  Refreshments will be
served at the Information
Center from 9am to Noon.

WHEN:
Friday, November 10,
9am – 9pm
Saturday, November 11,
9am – 9pm
Sunday, November 12,

9am – 6pm
WHERE:
Osage Beach
Premium Outlets
4540 Hwy. 54
Osage Beach, MO
(573) 348-2065

For directions, operating
hours and complete list of
stores, visit www.premiumout-
lets.com/ osage

WHO: Osage Beach Premium
Outlets is home to over 110
designer and name-brand out-
let stores offering savings of 25%
to 65% every day.  Brands
include Coach, Coldwater
Creek, Eddie Bauer, Gap, Jones
New York, Liz Claiborne,
Mikasa, Nautica, Polo Ralph
Lauren, Reebok, Tommy Hilfiger
and many more.

       
  
            

            
             
           

           
            
              
           

            
            
            

            
            

             
             
               

         
              

            

           
             
            

            
             

          
  

            
            

          
         
            

           
               
             

          
             
            
          

        
             
            
          

              
             
              
              

            
          

             
                
       

           
     

   

   
  

 Military appreciation days
to be held at the Osage
Beach Premium Outlets
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Eldon Rehab moves to new location,
open house set for November 7
Eldon, MO— Eldon Rehab

Therapy’s outpatient clinic relo-
cated to their new building at 302
East 4th Street in Eldon on
October 9.  The new 7800 square
foot facility features state-of-the-

art rehabilitation equipment, a
new walking track and a heated,
indoor pool for aqua therapy.
The clinic is open Monday
through Friday, 6:00 a.m. - 5:00
p.m. The therapists at Eldon
Rehab Therapy provide physical
therapy, occupational therapy,
speech therapy and cardiac
rehab.  Jessica Beckmann holds a
doctorate in physical therapy
and serves as clinic manager.
Rehab staff members include
physical therapist Joe Pope,
physical therapy assistant Debra
Foster, occupational therapist

Brian Luetkemeyer, speech
pathologist Danielle Schwartz
and cardiopulmonary rehabilita-
tion nurse Colleen Farrington.
Aqua therapy offers joint-pain

sufferers increased flexibility and

improved range of motion.  The
therapists at the Eldon Rehab
Therapy help patients gently
exercise and stretch in warm
water.  According to Beckman,
“the addition of the heated pool
is a wonderful asset to their ther-
apy program.  The warm water is
wonderfully helpful in easing
joint pain in arthritics during
exercise.”
More and more, chronic dis-

ease sufferers are turning to
water therapy as a supplement to
their physical therapy regimen
and improve quality of life.

Aquatics is also very beneficial
with post-operative patients,
allowing low-impact exercise.
Patients are able to begin in the
water sooner than land in many
cases, shortening overall rehab
time and allowing return to nor-
mal activities with less interrup-
tion.
Eldon Rehab Therapy and The

Eldon Clinic are both part of
Lake Regional Health System,
based in Osage Beach.  Lake
Regional is committed to provid-
ing exceptional medical services
to residents and visitors of the
Lake area.  This Eldon expansion
is another example of that com-
mitment.
Beckman and her staff invite

everyone to come see their beau-
tiful new rehab clinic at an open
house on Tuesday, November 7,
from 3:30-6:00 p.m.  There will be
a ribbon cutting at 4:30.  Stop by
for refreshments and tours and
register to win door prizes
including pedometers, stadium
seats and more!  For more infor-
mation, call 392-3000.

The Lake Area Chamber of Commerce welcomed the Muscular Dystrophy
Association (MDA) as a member during a recent ribbon cutting ceremony.
To contact the central office for MDA call 573-442-5154.  Pictured at a
recent ribbon cutting ceremony are Christine Hentz, Chamber Marketing
Director; Brandy Forrest (with scissors), MDA representative; Chris Stockton,
Ambassador and Cold Stone Creamery/Chief’s; and Chamber Active
Volunteer Ambassador.

continued from page 3
key chains, we can do letter
openers for businesses. We can
print on tire gauges for gas sta-
tions.”
Real estate companies, banks,

and gas stations are Ship-n-
Shore’s most frequent cus-
tomers. Construction firms and
house builders also regularly
purchase items to give away at
trade and product shows.
Specific product demand

varies from month to month.
“Sometimes it fools you,” says
Chip. “You think the banks want
all pens, and the next thing you
know they want ice scrapers.
Some months we’ll do all busi-
ness cards or pens, the next
month we’ll do all t-shirts. And
then maybe ice scrapers.”
“Right now it seems like t-

shirts are the thing that we’re
printing on the most,” says
Amber, “followed closely behind
by business cards. Every person
who wants to put their name out

there needs business cards to
hand out.”
The company maintains a

website with a range of unique
items (www.ship-n-shore.org).
And even though advertising is a
creative industry, Chip and
Amber are sometimes surprised
by the imaginative ideas of their
clients. One local restaurant buys
imprinted Frisbees from Ship-n-
Shore and uses them as plates for
kids’ meals. The kids get to keep
the Frisbees as a reminder of
their visit. Another client pur-
chased beach balls for a personal
party. The beach balls carried an
imprinted invitation to the party.
“I thought that was a pretty
clever idea,” says Amber.
With competition in the lake

area being what it is, Chip feels
strongly that giveaway items
often make a difference. As he
puts it: “We promote your busi-
ness. That’s basically what we
do.”

Local company specializes
in specialty promo items

A large variety or promotional materials are on display at Ship-N-Shore.

WHITENyour
TEETHin ONE
Restore your smi  
its natural lus

Call for more info

Mark S. Lake D.D.S.

NEW PATIENTS WELCOME

1037 Palisades Blvd Ste. 9

Osage Beach MO 65065

Behind McDonald’s on KK

Call today for your appoi
(573) 348›9888

I N SURANCE  F I L ED  /  F I N ANC I NG  AVA I L AB L E

Comprehensive Dentistry for the Entire Family

BEFORE

AFTER
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Superior customer service the key
With the increasing competi-

tion in most product and service
industries, increasing revenue
through sales comes through
direct sales to the customer.
What does this mean? Simply
put, we have to stop peddling
our wares and instead, focus on
solving the customer’s problems
and filling their needs.
Setting your business or serv-

ice apart from the rest of field
means providing something
your competition does not.
Superior customer service is

by far the easiest way to build
your sales.

Customer-focused sales
Making sure that each and

every potential buyer is greeted
when entering your establish-
ment is a great first step. If you
are a service-related business,
responding enthusiastically to
inquiries is essential. Don’t allow
an answering machine to take
your calls. Consider getting rid of
automated phone answering
systems. Personal, friendly con-
tact is what buyers respond to.

Each of them needs to feel that
their dollars and their business
are important to you.
A surly receptionist will turn

away buyers— who look to your
competition. Pushy, hard-sell
sales tactics can turn buyers off.
Instead, establish good initial

communication, face-to-face
when possible, and establish the
customer’s needs. If they indi-
cate a preference to be left to
their own devices, let them know
you’ll be nearby to assist them. If
they want information or quotes,
personalize the delivery. Let
them know it was prepared just
for them.
Choices, choices and more

choices
No matter what your product

or service, no customer wants to
feel pressured into the sale. If
they have no alternatives, they
are less likely to be satisfied with
the purchase. If you stock a $7
pair of scissors, be sure to carry a
$5 pair— maybe another lower
priced pair as well. With services,
give them choices with “tiers”
they can select from. Remember

that the majority of people when
given choices rarely choose the
most expensive, so manage
inventory and pricing schedules
accordingly. But by giving them
more than one choice, you
increase your potential for a sale.
You are less likely to have a
potential buyer simply walk out.

Guarantees
Buyers like to know that the

goods and services they buy will
give them the results they
expected. Guarantees do just
that, and more. They give the
potential buyer a sense of securi-
ty in the purchase. They’re more
likely to buy when they know
their purchase is protected. No-
hassle returns and exchanges,
while presenting an associated
cost, will increase your overall
sales. Buyers need to know that
in retail businesses the returned
item, unless defective, has to be
in saleable condition. No buyer
wants to pay new prices for used
merchandise. Returned items
then give you the opportunity for
“clearance” items, giving bar-

gain-shopping patrons yet
another choice. And they’re like-
ly to buy additional goods if they
feel they’ve gotten a good deal
from your clearance table.

The follow-up
Remember who your big tick-

et customers are— and appreci-
ate them. If you are a service
industry, a nice card or small gift
for your best clients over the hol-
idays is a good way to promote
your business. Customers like to
feel appreciated. If they pur-
chase a big-ticket item in retail,
be sure and get contact informa-
tion— then give them a call or
drop a postcard in the mail to
inquire if they are satisfied. They
feel special, and you get another
opportunity to sell related prod-
ucts or accessories.

Bargains
Everybody likes a deal. Be sure

to have some items or services
that come with an “added
bonus”. By bundling a new DVD
player with a free movie, or
including a complementary air
freshener with the carpet clean-

ing, you give the customer the
impression they are getting more
for their dollar.

Word of mouth
Satisfied customers are likely

to tell others about their positive
experience. The cheapest adver-
tising out there is word of mouth.
You can help this along by simply
saying “Come again, tell your
friends!” You can also reward
existing customers for referrals,
especially in the service industry.
Hand out small cards with each
sale that customers can write
their name on. When a new cus-
tomer presents the card, your
loyal buyer receives a benefit of
some kind, like a discount or
other incentive.
Customer service, in all busi-

nesses is realizing the customer
is a person, and people like to be
treated well. Take their needs
and feelings into consideration.
Make them feel special and
important, and you’ll be reward-
ed with more business— and
revenue.

  ME
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by David A. Lieb
Kansas City, MO— (AP)

Smokers are outraged by a Nov. 7
ballot measure that would more
than quintuple Missouri's ciga-
rette tax — taking it from the
nation's second-lowest rate of 17
cents a pack to a 97-cent tax
nearer the national average.
Missouri taxes on other tobacco
products, such as cigars and
chewing tobacco, would triple.
If approved by voters, the tax

increase would kick in Jan. 1. And
the revenues — estimated at $351
million to $499 million annually
— would be used to increase
state payments to health care
providers, expand government
health care coverage to low- and
middle-income Missourians, and
significantly enlarge the state's
anti-tobacco efforts.
Over the course of a week, The

Associated Press talked to smok-
ers shivering outside suburban
St. Louis office buildings, hud-
dled around ashtrays on the
Springfield campus of Missouri
State University and fuming on
the sidewalks of Kansas City.
With few exceptions — and

not surprisingly — smokers
vowed to vote against proposed
Constitutional Amendment 3.
They aired complaints of tax dis-
crimination by do-gooder non-
smokers and distrust of how the
government would spend their
tax money. Many said they would
keep on smoking, even if the
price went up.
Yet research cited by advo-

cates of the ballot measure indi-
cates some smokers will stop if
the tax is raised. And if that hap-
pens, both smokers and second-
hand-smoke inhalers will be
healthier, saving not only lives
but also millions of dollars on
health care costs, the research
says.
“I've seen the results of tobac-

co use in our state and in my
patients, and I think we need to
do something about it,” said Dr.
Jim Blaine, a family practitioner
in Springfield who cut his work-
load in half for the final month
before the election so he could
volunteer as a spokesman for the
ballot measure's sponsor, the
Committee for a Healthy Future.
“I see a lot of heart disease as a

result of tobacco use,” Blaine
said. “Not a week goes by that I

don't diagnose a cancer that's
related. Certainly I've seen a sig-
nificant number of strokes, par-
ticularly in the emergency
department. And it's almost
exclusively the only cause of
emphysema.”
The Campaign for Tobacco-

Free Kids cites more than a half-
dozen studies over a decade
while concluding that every 10
percent increase in the price of
cigarettes will reduce overall ciga-
rette consumption by 3 percent
to 5 percent and reduce the num-
ber of kids who smoke by 6 per-
cent or 7 percent.
The organization places the

average retail price of a pack of
cigarettes in Missouri at $3.43. If
voters approve Amendment 3
and the full tax hike is passed on
to consumers, the average price
of cigarettes would rise to $4.23 a
pack — a more than 20 percent
increase.
Following the formula

embraced by researchers, that
would mean more than 100,000
of Missouri's roughly 1 million
smokers would give up the habit
if the tax increase is approved.
Illinois is one 42 states that

have passed or implemented
higher cigarette taxes since 2002.
That was the same year

Missouri voters narrowly defeat-
ed a ballot measure that would
have increased the cigarette tax
to 72 cents a pack. The 2002
measure would have directed
money toward health care pro-
grams and raised payments to
health care providers. But a
smaller portion would have gone
to anti-tobacco efforts than
under this year's proposal. And
some of that money also would
have gone to life sciences
research and early childhood
programs.
The Committee for a Healthy

Future is proposing a constitu-
tional amendment his time,
instead of merely a change in
state law — a difference support-
ers hope will help assure voters
the money will be spent as
intended. The amendment spells
out the precise percentages of
money that are to go each benefi-
ciary. But some smokers remain
skeptical.
Darnell Kincade, 46, of St.

Louis, might be one of them. 
continues next page

Missouri smokers
peeved by proposed
tobacco tax increase

Bringing �Nautical
& Tropical� to the

Lake!

We offer a wide selection of nautical & tropical
dØcor, gifts, clothing, jewelry & more...

573-348-3885
shop online at: www.nauticallanding.com

Located in the Stone Crest Mall across from HyVee.

�Your Holiday

Your Local Lake Lender!
You only think about home financing a few times  during your life ~ we think

about it every single day. It’s your home and your future. It’s our profession
and our passion. We’re ready to work for your best interest.

Setting New Quality Standards In the Lending Industry!

In House Processing, Underwriting, & Closing
No Obligation, Hassle-Free Loan Approval!

In House Processing, Underwriting, & Closing
No Obligation, Hassle-Free Loan Approval!

5515 HWY. 54 • LAKESHORE PLAZA
POB 245 • OSAGE BEACH, MO 65065

866-LAKE-MTG866-LAKE-MTG

Office: 302-0080
www.LakeMortgageInc.com

Fax: 302-0086

New
Location!

Same
Great

Service!
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with Steve Naught of Naught-Naught Insurance

Auto Accident Reporting Procedures
Do you know what to do in the event of an auto accident?  Your auto

insurance policy requests that you report all claims promptly and should
notify your agent as soon as possible after an automobile accident.  At that
time your agent will likely report your claim to the insurance company and
an adjuster will be assigned to handle your claim.  

There are however certain steps you should take prior to calling your
agent in the event of an accident.  First you should report the accident to
the police so they can file a report and assist any injured parties.  Next you
should record information about the other people involved in the incident
such as: Names, addresses, phone numbers, insurance carriers, vehicle type
and license numbers.  You should take pictures of the accident if a camera
is available.   If your vehicle is not driveable have it towed to a garage, but
do not authorize repairs until an adjuster gives approval.  After this is done,
you should contact your agent with the information you gathered.  You
should not admit fault and it is best to avoid discussing the accident details
with anyone other than the company, your agent or the authorities.

If you have employees driving for your business it is a good idea to go
over what is expected of them in the event of an accident.  It may even be
helpful to create an accident kit to keep in the glove box to assist in docu-
menting an occurrence. The kit should
include paper to obtain information, a
pen, emergency contact numbers, an
accident report form to go over the
information needed and a disposable
camera to document the damage.  You
may also wish to provide a medical kit
in case it is needed.

Your drivers represent your busi-
ness and are the front line in gathering
the facts about the accident that will
help to represent you.  The more infor-
mation gathered, the better your com-
pany will be able to defend against
possible lawsuits that may result from
an incident.  Be sure to discuss the
process with your insurance professional.  Proper planning is no accident.

Steven Naught is a Certified Insurance Counselor with the Naught-
Naught Agency.  He can be reached for questions at 573-348-2794 or by e-
mail at stnaught@naught-naught.com.

“Premium Advice”

Steve Naught, CIC

continued from previous page
Although he vows to vote

against the tax, “If the price goes
up, I'm going to stop” —cold
turkey, he said.
Other smokers suggested they

might change — but not quit —
their habits.
“It might increase the chance

of me buying cartons of ciga-
rettes instead of packs,” thus get-
ting a bulk discount on the price,
said Adam Anderson, 22, of
Columbia, a senior at Missouri
State University.
Missouri State University eco-

nomics instructor John
Buchanan said he understands
the logic of the proposed tax
increase. But that doesn't neces-
sarily make him support it.

“Cigarettes are not a necessity.
If you're going to tax something,
you tax something that's not a
necessity. I'd vote for it if I knew
where the money was going.”
Ron Fields, the manager of the

Harvey House restaurant at
Kansas City's Union Station, said
he smokes about a half pack of
cigarettes a day — down from
two packs a day just a year or so
ago. He chose to cut back, but
doesn't want a majority vote of
nonsmokers choosing how
much he should pay.
“We have respect for non-

smokers,” Fields said, “but don't
take the self-righteous attitude
and beat me over the head with
it. It's my choice.” n

MO Smokers peeved

A SPECIAL OFFER FROM DISH NETWORK.

Over 80 Channels

PLUS PICK ONE PREMIUM

$1999SAVE

$100
month
FOR 10 MONTHS
(after mail-in redemption)

3 MONTHS

FREE
Choose to add Local Channels,  just $500

month
(where applicable)

Now

ADVANCED DIGITAL

Programming offers require participation in Digital Home Advantage. Savings on standard-definition programming requires subscription to America’s Top 60 package or
higher; customer must mail in redemption form and copy of first bill. Customer receives one $10.00 credit each month for up to 10 consecutive months. Visit www.dish-
network.com/100back for more information. After 3 months of qualifying movie package, customer must call to downgrade or then current price for selected package
will apply. Digital Home Advantage: Pay $49.99 Activation Fee. Requires Social Security Number, valid major credit card, credit approval and qualifying programming pur-
chase. Equipment must be returned to DISH Network upon termination of qualifying service. Limit 4 tuners per account. Monthly package price includes an equipment
rental fee of $5.00 or $6.00 for first receiver, based on selected model. In addition, a monthly equipment rental fee of $5.00 or $6.00 will be charged for each receiver
beyond the first, based on selected model. A $5.00/ mo. Additional outlet programming access fee applies for each dual-tuner receiver; fee will be waived monthly for
each such receiver continuously connected to Customer’s phone line. Lease upgrade fee will apply for HD•DVR receiver, and may apply for a second DVR receiver (based
on model). Offer ends 1/31/07 and is available in the continental United States for new, first-time DISH•Network residential customers. All prices, packages and program-
ming subject to change without notice. Local and state sales taxes may apply. Where applicable, equipment rental fees and programming are taxed separately. All DISH
Network programming, and any other services that are provided, are subject to the terms and conditions of the promotional agreement and Residential Customer
Agreement, available at www.dishnetwork.com or upon request. Local channels packages by satellite are only available to customers who reside in the specified local
Designated Market Area (DMA). Local channels may require an additional dish antenna from DISH Network, installed free of any charges with subscription to local chan-
nels at the time of installation. Social Security Numbers are used to obtain credit scores and will not be released to third parties except for verification and collection pur-
poses only or if required by governmental authorities. All service marks and trademarks belong to their respective owners.

Switch to DISH•Network and you’ll also get:
FREE DVR Receiver Upgrade - Record up to 100 hours without videotape
FREE Standard Professional Installation (up to 4 rooms)    •   NO Equipment to Buy
Call today and ask how you can save$200
on our High-Definition packages, plus get
a FREE HD receiver upgrade.

323 E. Hwy 54 Camdenton Suite 103

573-346-6868
TOLL-FREE 866-346-6868
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Medicare recipients can
improve their health care
Beginning in mid-October,

people with Medicare will have
new and enhanced tools to help
them learn more about their
Medicare health care coverage,
including comparative informa-
tion about the services provided
by their Medicare prescription
drug plans.  In addition, the
Centers for Medicare & Medicaid
Services (CMS) reported that
nearly all exceptions and appeals
filed by people with Medicare
were decided within seven days
as required by CMS guidelines.    
“The vast majority of

Medicare beneficiaries are
reporting that they are happy
with their prescription drug cov-
erage and their prescription drug
plans, and we want to help every
beneficiary get the coverage that
works best for them,” said CMS
Administrator Mark B.
McClellan, M.D., Ph.D.  “Most
beneficiaries will be able to stay
in the same plan next year, and
they won’t have to do anything
this Fall unless they want to look
at other options.  For anyone
who wants help, it’s available
anytime just by calling 1-800-
MEDICARE or logging on to
medicare.gov.” 
As part of the My Health. My

Medicare. initiative, beneficiar-
ies and those who are assisting
them have access to new and
enhanced tools to help them get
the most out of their Medicare
benefits.  These tools, available at
www.mymedicare.gov and
www.medicare.gov, will make it
possible for beneficiaries to:

• Compare the costs, benefits
and other information about
Medicare health and drug plans
in their community,
• Track the status of Medicare

claims,
• Learn about the many pre-

ventive benefits and screenings
people with Medicare are eligible
to receive,
• Find physicians and special-

ists; and
• Compare the quality of

health care providers, including
hospitals, nursing homes, and
other providers. 
Recent studies of Medicare

beneficiaries enrolled in pre-
scription drug plans report that
the majority of them are satisfied
with the program, including the
customer service that plans pro-
vide.  Complaint rates to
Medicare have been declining.
In July, CMS received approxi-

mately 1.4 complaints per 1,000
Medicare beneficiaries enrolled
in prescription drug plans about
those plans.  This compares to a
plan complaint rate of 1.7 per
1,000 that CMS received in June
about issues that were under the
control of the plan to resolve.
The total complaint rate in June
of 2.3 per 1,000 reported previ-
ously included some complaints
(about 0.6 per 1,000) that were
best resolved by Medicare.  CMS
will report the plan-related com-
plaint rates at the plan level from
now on.
Plan call centers at the pre-

scription drug plans continue to
answer both beneficiary calls
and calls from pharmacists
promptly.  Almost all plans aver-
aged under two-and-a-half min-
utes time to answer calls.  More
than 90 percent of beneficiary
calls are answered, on average, in
under one minute and in most
cases, a live person is reached
within one-and-a-half minutes.
Pharmacy calls are also
answered in less than a minute
and it took an average of 10 sec-
onds longer to reach a live per-
son. 
Medicare has also helped to

resolve “re-determinations” of
plan coverage decisions, but
there have been fewer such com-
plaints that could not be resolved
by the plan than many had
expected.  Since January, there
have been less than 0.5 reconsid-
eration (2nd level appeal)
requests per 1000 beneficiaries,
and nearly all reconsideration
requests filed by people with
Medicare were decided within
seven days as required by CMS
guidelines.Finally, CMS has
issued more than 2,800 letters of
warning to health plans in 2006,
and the triggering issues have
generally been resolved, again
helping to contribute to the high
levels of beneficiary satisfaction
with the drug benefit.  These
include corrective action plan
requests, notices of non-compli-
ance, warning letters, and
notices that information was
being suppressed from the
Medicare Drug Plan Finder.
Letters addressed a wide range of
issues, including call center per-
formance, inaccurate data on the
Medicare plan finder, and inade-
quate exceptions and appeals-
related information on sponsors’
websites.  In total, 92 percent of 

continues on page 44
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No›Cost Consultation!
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Medicare releases data on 2007 drug plan options
Seniors who are satisfied with

their current Medicare prescrip-
tion drug coverage will not have
to take any action when the
Medicare Open Enrollment peri-
od begins November 15th, but
those who wish to make a
change will find new options
with lower costs and more com-
prehensive coverage available
for 2007. They will also find new
tools from Medicare to help
them make a choice. Surveys
consistently show over 80 per-
cent of Medicare beneficiaries
are satisfied with their current
coverage and drug plans. As a
result of the Medicare prescrip-
tion drug benefit, more than 38
million seniors and people with
disabilities now have some form
of drug coverage.
The monthly premium bene-

ficiaries will pay in 2007 will
average $24 if they stay in their
current plan — about the same
as in 2006. While some people
will see an increase in their cur-
rent plan premiums, they have
the option to switch plans.
Nationally, 83 percent of benefi-
ciaries will have access to plans

with premiums lower than they
are paying this year, and benefi-
ciaries will also have access to
plans with premiums of less than
$20 a month.
Beneficiaries will have more

plan options that offer enhanced
coverage, including zero
deductibles and coverage in the
gap for both generics and pre-
ferred brand name drugs. Plans
are adding drugs to their formu-
laries. Nationwide the average
number of drugs included on a
plan formulary will increase by
approximately 13 percent, and
plans will also use utilization
management tools at a lower
rate.
“The Medicare prescription

drug benefit, passed by Congress
and signed into law by the
President, is saving seniors an
average of $1,200 a year, and it
just keeps getting better,” HHS
Secretary Mike Leavitt said. “In
2007, there will be more plans
with coverage in the gap, more
drugs covered, and more help
from Medicare in choosing the
plan that’s best for you.”
During the 2007 bidding

process, strong competitive
pressure resulted in bids (costs of
coverage) that average 10 per-
cent less than in 2006. According
to guidance from the Centers for
Medicare & Medicaid Services
(CMS), each drug plan or health
plan needed to show meaningful
variation in their plan choices,
including only two basic cover-
age options per region. CMS also
encouraged plans to offer a third
option only if it included
enhanced benefits, such as pro-
viding coverage in the coverage
gap (“donut hole”) or covering
excluded drugs.
“With next year’s drug cover-

age, we want to build on the high
level of beneficiary satisfaction
in 2006 by strengthening the
drug benefit in key ways,” said
CMS Administrator Mark B.
McClellan. M.D., Ph.D. “As a
result of robust competition and
smart choices by seniors, plans
are adding drugs, removing
options that were not popular,
and providing more options with
enhanced coverage.”
“If you’re satisfied with your

coverage, you do not have to do

anything during the Open
Enrollment period. If you are
considering a change, Medicare
has new tools to help,” Dr.
McClellan said.
Across the country, nearly all

beneficiaries enrolled in
Medicare prescription drug
plans will be able to remain in
the plan in which they enrolled
for 2006 since almost all Part D
sponsors are either continuing
their current plans in 2007 or
streamlining and consolidating
their 2006 plans. They will be
able to choose from plans that
offer enhanced benefits or serv-
ices, such as coverage in the gap
and little or no deductible.
Beneficiaries will have a wide
range of plans that have zero
deductibles, some of which also
offer other enhanced benefits.
There are also options that cover
generics and preferred brand
name drugs through the cover-
age gap for as low as $38.70, and
generally for under $50.
Beneficiaries with limited

incomes who qualify for the
extra help will have a range of
options available for compre-

hensive coverage. Beneficiaries
who qualify for the full Medicare
subsidy will pay no premiums or
deductibles in these plans.
Nationally, over 95 percent of low
income beneficiaries will not
need to change plans to contin-
ue to receive this coverage for a
zero premium.
There are eight new national

organizations offering drug
plans to beneficiaries, in addi-
tion to the nine national organi-
zations that were available in
2006. The list of national plans
can be found at
www.medicare.gov/medicarere-
form/local-plans-2007.asp.
In general, beneficiaries will

also have greater access to
Medicare Advantage health
plans next year, generally with
lower costs for drug coverage.
These plans offer an opportunity
for additional benefits beyond
those covered in the original
Medicare program, with savings
that average around $82 a month
for hospital and physician bene-
fits. In addition to these savings,
Medicare Advantage plans

continues on page 45
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continued from page 42
all Part D sponsors have received
at least one compliance letter.
“We are pleased to see a

decline in the number of com-
plaints we are receiving  about
the plans, but we are still moni-
toring the complaints to help us
and the plans find the causes of
any problems and fix them as
quickly as possible,” said Dr.
McClellan.   “Because informa-
tion on customer service is an
important indicator of quality,
we will be posting complaint
information and other plan per-
formance information on the
Medicare Drug Plan Finder so
beneficiaries can see how their
own plan compares to others in
serving their customers.”
Another reason for the high

level of beneficiary satisfaction is
beneficiary cost savings.
Updating an initial study of sav-
ings on a wide range of com-
monly used sets of drugs, CMS
has found that beneficiary sav-
ings continue to remain high.
For common “baskets” of drugs,
beneficiaries can save between
44 to 72 percent through a range
of available plans.  Beneficiaries
who switch to generic drugs are
seeing savings of as much as 76
percent and even savings of up
to 82 percent are possible for
beneficiaries who also switch to
lower cost therapeutic alterna-
tive brand name drugs. 
These savings have been

largely stable since the program
began.  Over the nine-month
period from December 2005
through August 2006, the aver-
age prices paid by Part D
enrollees for the commonly used
baskets of drugs here have gone
up by less than 1 percent.  Thus,
increases in the average prices
for these drugs have been signif-
icantly below both medical infla-
tion and general inflation, pro-

viding access to substantially
discounted prices to beneficiar-
ies even while in the coverage
gap.  As a result, costs paid by
beneficiaries for their drugs have
been largely stable, and in many
cases have declined over the
year.
The enhanced Medicare Drug

Plan Finder will be available
beginning in Mid-October and
will be tightly integrated with the
updated Medicare Coverage
Options tool, making it easy for
people to get personalized com-
parisons of their health plan
choices along with their drug
plan options. Users will be able
to get estimates for their total
annual health costs, including
costs for their drugs. Online
enrollment will also be available
for most plans.  By the time open
enrollment begins, additional
plan performance information
will be made available, as well as:
• Plan information for both

2006 and 2007 so users can com-
pare any changes to their plans;
• Tools to allow users to com-

pare plans on price, benefit and
out-of-pocket costs;
• A tool to narrow plans down

by state and preference, such as
identifying plans with no cover-
age gap or those with low premi-
ums; and
• Tools to identify and view

available Medigap plans. 
Beneficiaries will also get the

Medicare & You 2007 handbook
in October, the annual handbook
that explains Medicare coverage.
This year, Medicare and You
highlights the preventive servic-
es available to people with
Medicare, including a wide range
of screening services. 
“There’s a lot happening this

fall to help people with Medicare
get the most out of their
Medicare,” said Dr. McClellan. 

Medicare recipients can
improve their health care

New team member joins
Osage Office Products
Osage Office Products is

pleased to announce a new team
member. Julz Albin will be serv-
ing the lake area in her position
as Account Manager from our
Osage Beach location. Julz will
specialize in digital office solu-
tions to include the Varitronics
product line for the education
and commercial account mar-
kets.

A Kansas City native, Julz
brings extensive knowledge from
her association with DST
Systems and their subsidiary
companies where she negotiated
and managed operations equip-
ment and travel contracts. Julz
graduated magna cum laude
from Columbia with a Bachelor
of Science in business.

3698 HIGHWAY 54, SUITE 6,
LAKE OZARK M ISSOURI

573›302›2398

Find Out What Homes in Your
Neighborhood are Selling For...

FREE SERVICEFOR LAKE OF THE OZARKSHOMEOWNERS
You can receive a FREE computerized
printout of recent Home Sales &
Current Listings Anywhere in the Lake
of the Ozarks Area mailed or emailed
to at NO Cost, or Obligation.

You don�t have to talk to anyone. Just
call our 24/hr hotline below and leave
a message indicating which streets
you would like to have information on.
You will receive by mail, a computer›
ized printout on each active property
for sale or recently sold. Including the
address of the home, a description of
the key features along with the list
and sales price.
This information will give you a good
idea of what your home might sell for
if you were to put it up for sale in
today�s market. 

To receive a Free Computerized Area Home Sale Report call

1›866›308›1505ID#
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provide overall care coordina-
tion, and more effective use of
drugs that lead to savings in
other health care costs. As a
result, the cost of drug coverage
in Medicare Advantage plans is
about $6 a month lower on aver-
age nationally in 2007 than in
2006. In addition, most benefici-
aries will have access to plans
that provide basic drug coverage
for $0, and many will have access
to plans that also provide cover-
age in the gap for $0.
In addition to prescription

drug plans, Medicare beneficiar-
ies in 39 states will have access to
the first Medical Savings Account
plans and related consumer-
directed plans ever available in
Medicare. These plans provide
Medicare beneficiaries with
more control over their health
care utilization and health care
costs, while providing them with
important coverage against cata-

strophic health care costs.
Beneficiaries who want to

consider other options will have
access to help from many
sources in the fall including:
• A notice of any coverage

changes from their drug plan,
coming at the end of October;
• The enhanced Medicare

Drug Plan Finder will be avail-
able in mid-October;
• 1-800-Medicare (1-800-633-

4227) which will be available
24/7;
• The Medicare & You 2007

handbook, the annual handbook
that explains Medicare coverage,
which beneficiaries will receive
in October; and
• Local organizations such as

the State Health Insurance
Assistance Programs (SHIPs) and
thousands of other Medicare
partner organizations that will
provide personalized assistance
throughout the fall.

Medicare releases data

American Sun Control is helping to put a new face on Columbia’s
Downtown district. The quality craftsmanship in custom awnings and
canopies that American Sun Control has become known for in the Lake Area
will now grace one of our neighboring cities. Many Lake Area residents will
visit Columbia for football games and other forms of entertainment
between now and the holidays. On your next visit to our neighboring city to
the north, it is highly recommended that you swing down Broadway
through the downtown area and enjoy the vibrant new look that one of our
own Lake Area companies is helping to produce.

Releve' Dance Academy
does "A Christmas Carol"
On Tuesday November, 28th

at 5:00 P.M. and Sunday
December 3rd at 2:00 P.M. at
School of the Osage High School
Auditorium (Hwy 42) the Releve'
Dance Academy will present A
Christmas Carol. This
Dance/musical Production of
the tale of "Scrooge" will warm
your heart as Releve' Dance stu-
dents perform this classic. You

may purchase tickets at the door
or at any of the following loca-
tions; Central Bank all locations,
Paul's Cashsaver ( Lake Ozark
and Osage Beach) Releve' Dance
Academy High Point Center.
Tickets are Adults $10.00 and
Students $8.00. For more infor-
mation contact Releve' Dance
Academy at 573-302-7062 or
573-280-5106.

As the Season changes to Autumn and the Lake becomes calm,
take Time to Join Us for a Romantic Evening of Dinner and
Drinks Overlooking the Beautiful Lake of the Ozarks...

ON LAKE ROAD 54›59 � OSAGE BEACH
NOW OPEN W EDNESDAY › SATURDAY AT 4:30 P.M.

We can Accommodate Private and Holiday Parities up to 100 Guests

CALL US FOR MORE INFORMATION:

573›348›3611
Streaming video at steakchalet.com
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Congressman Skelton said
“Over the years, SCORE has had
a successful record of helping
entrepreneurs get their business
started, and the Lake of the
Ozarks chapter has been espe-
cially accommodating to busi-
ness owners in central Missouri.”
“The SCORE chapter of the

Lake of the Ozarks has been pre-
viously recognized as the
‘Chapter of the Year’, and their
outstanding work continues to
expand.  I am pleased that a
branch office was recently
opened in Lebanon, Missouri, to
assist clients in that part of the
state. Let me take this means to

congratulate you on your record
of success”.
The lake chapter is in it twen-

ty-fifth year of operation and
over the past three years has pro-
vided 875 counseling sessions
and 45 workshops attended by
554 individuals.  This amounts to
a total of 1,429 services to clients.
Ken Schaeffer is Chairman of

the chapter for: Camden, Miller,
Morgan, Laclede, Pulaski, Dallas
and Hickory.  Tim Blake, former
Executive Director of the
Lebanon Chamber of
Commerce, is Manager of the
Lebanon Branch office.

US•Representative Ike Skelton
Recognizes Local SCORE Chapter

Winter Whites
As I ponder ideas for my articles,

it is often difficult to narrow down
the options on what to write about
wine.  The first thing I think about is
the time of year it is and what
wines best pair with that time.
Now if you have been reading my
articles, I like to write about the
wine industry standards, such as
food/wine pairings, characteristics,
growing conditions, and much
more, but I always emphasize
importance to drink wine that suits
you the best, regardless of what the
experts say!  I also believe that
being educated on wine is the best
way to find what wine you will truly
appreciate.

With that said, I have to give
recognition to A.J. Rosenblatt for
the title of this article.  A.J.  is a col-
league in the wine industry, and on
a recent visit we were discussing
winter whites.  He brought up that
these white wines tend to be the
least consumed wines in the winter.
Red wines have been the standard
association with “winter wines, but
there are some great white wine
varietals that you don’t want to
miss out on.

Thanksgiving and Christmas are
two great holidays to try out winter
whites and the best known Winter
Whites are:

Sauvignon Blanc – a crisp
white wine that is noted for its
earthy, herbaceous flavors – a
prime candidate specifically for
turkey and herb-filled stuffing.

Viognier – a white wine with
low levels of acidity and character-

ized by light floral flavors often sur-
rounded by delicate touches of
peaches and pears.

Riesling – a white wine that
may either be bone dry or fairly
sweet, excellent with any dishes
that may have a bit of spice to
them.  The majority of vintners will
label the Riesling as “Dry Riesling”
for obvious reasons.  When labeled
as just Riesling, they tend to be
sweet, and when labeled “Late
Harvest Riesling”, you will find a
syrupy sweet treat!

Gewurztraminer – another
white wine that may present itself
dry or sweet, depending on the
style. This wine has a zestiness that
allows it to pair nicely with side
dishes that may have a bit more
kick to them, but also settles well
with a variety of dessert options.
The majority of gewürztraminers
are on the dryer side of sweet but
do have a label of “Late Harvest”
that indicates a sweet wine.

The Late Harvest label says just
what it is, harvested late.  This
allows the grape to have a higher
concentration of sugar and yield a
sweeter wine.  This can also lead to
a higher concentration of alcohol.

Winter whites are not just for
the holiday meals.  These wines
tend to get lost within holidays just
like turkey and ham.  I believe you
might find them more memorable
and enjoyable with an everyday
meal.  Here you will have fewer dis-
tractions giving you a chance to
think about the characteristics of
the wine and you will better
remember the wine you tasted.  So
don’t lose the wine in the season or
the holidays, because wine is
meant for everyday, and this I can
tell you is a tried and true standard.

Steven Hermann
Paul’s Supermarket

Pauls’ Fine
Wine, etc.
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continued from page 18
“piece” in the plan.
“We’re connecting more to

the water,” Renken said. “There’s
never been any emphasis on
connecting everything here to
the Lake. Through the marina
and the condos, we have that
connection. We have expanded
by buying the Adam’s Ale Resort
next door, so we have more lake-
front over there for future devel-
opment. That’s part of the mas-
ter plan for the amenities pack-
age.”
The lone building at the lake’s

edge will soon be joined by oth-
ers ringing the eight acre area. A
total of 338 units will be added
across the eight additional
buildings.
“It’s going to be a true com-

mercial marina opportunity,”
added Mummery. “The poten-
tial exists for there to be another
restaurant, a yacht club, dry
stack storage, docking and in
and out service for your boat.”
More than 150 homes are

occupied at Old Kinderhook,
and that number continues to
climb. But are people coming
and buying lots as an invest-
ment or building right away?
“There’s both,” Mummery said.
“There’s speculators. There’s
people who have owned lots for
sometime who are going to
retire and build their dream
home one day. We’ve got some
people who bought lots, but
then ended up buying condos
having decided not to build
their dream home; they’re going
to live the condo life instead.
We’ve got a variety of product
available here. We’ve got patio
homes, the villas, golf cottages.
People are buying all of those as
investments. There’s condos
which people are buying as
investments or as primary
homes.”
Mummery added, “There’s

room for at least seventy patio
homes. Individual lots will go
from less than $100,000 up to
$300,000. There is, of course, an
architectural review council and
a set of guidelines which
builders will have to adhere to,
to maintain the character of the
neighborhoods and the overall
integrity of the property. There’s
a variety of locations through-
out the property where single
family lots are available. There’s
close to 200 still available.”
If you haven’t visited Old

Kinderhook at all, or if you only
have played golf there, it’s
important to remember this is
being developed as a total,
upscale resort community.
“There are two tennis courts in
place,” Mummery explained. “A
community pool, a small fitness
center adjacent to the pool,
there’s 125 person banquet cen-
ter with a bar and warming
kitchen connected to the main
restaurant’s kitchen. We can
accommodate banquets, wed-
dings--that sort of thing.”
“Below the banquet center is

the day spa, ‘Elements’, offering
a variety of day spa services
such as facials, manicures, pedi-
cures and massage. The club-
house contains the Plaza III
Restaurant, which is a 9,000
square foot restaurant with a
capacity of 450 people. It’s
owned directly by the owners of
the Plaza III in Kansas City. The
interior is beautiful and has the
same exact menu as the Kansas
City steakhouse. It also has
some private dining areas, an
upstairs private dining area, a
large beautiful bar which looks
out over the deck which also has
a view out over the 15th fairway.
It’s a very popular spot. Also in
that building is the member’s
lounge, the lady’s and men’s
locker rooms, individual men’s
and lady’s lounge and a foyer
connecting the two. The club-
house building features the
Hook Café,  which was recently
renovated and expanded. And
then there’s our newly renovated
pro shop and our lodging
department is adjacent to the
pro shop.”
“There’s been a tremendous

amount going on here to the
past few years,” Renken added.
“Our main center here has been
redone. Planning is everything,
as opposed to coming in and
just popping some stuff up. The
current ownership has a master
plan. Our company has looked
at the property as a whole and
have tried to perceive the needs
of the community and develop
it into a true community with a
huge investment into the infra-
structure needed to make this
come true.”
Old Kinderhook is located

west of Camdenton on Highway
54, just across the Niangua
Bridge. They can be reached at
www.oldkinderhook.com , or at
346-4444. n

Old Kinderhook’s new
ownership, transformation
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1 Mile West of KK

on Hwy 54

Living rooms aren’t what

they used to be.
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Associated Industries of
Missouri (AIM) applauds the
Blunt administration for its
efforts to avoid federal unem-
ployment tax penalties. AIM’s
membership, which employs
more than 325,000 Missouri
workers, congratulates Governor
Blunt and his administration for
their efficient stewardship of
employer tax resources.
After inheriting a bankrupt

program, Governor Blunt has
worked tirelessly to prevent the
imposition of federal tax penal-
ties. These tax penalties were to
be levied against all Missouri
employers after House Bill 1268
(passed in 2004) failed to end the
program’s insatiable appetite for
employer tax dollars.
“There is no clearer example

of Governor Blunt’s leadership
than the unemployment pro-
gram,” stated Gary Marble, pres-
ident of Associated Industries of
Missouri. “Governor Blunt has
taken a bankrupt program, with
employers facing hundreds of
millions of dollars in penalties,
and turned that program into an
efficient, self sustaining role
model for other states.”
Missouri’s unemployment

program followed a tax and
spend philosophy for most of the
late 1990s and early 2000s.
During this time, prior adminis-
trations showed little restraint in
spending employer tax
resources, and even less effort in
recovering money that was inap-
propriately spent. Missouri con-
sistently ranked at the bottom in
terms of identifying, preventing
and recovering payment errors.
“Associated Industries led the

fight to stop the abuses occur-
ring in the unemployment sys-
tem, culminating in the reforms
enacted this year in House Bill
1456,” said Marble. “These
reforms coupled with Governor
Blunt’s leadership mean our
unemployment program is on
course to repay all of the debt left
without any additional tax bur-
den on employers.”
Associated Industries of

Missouri is the state’s leading
business trade organization, rep-
resenting businesses that
employ workers in every region
and county of this state.  AIM
represents the interests of its
membership before the legisla-
ture, the courts and regulatory
agencies.

Blunt administration
saves employers
$102.8 million

Swing dance
weekend coming
to the Lake
Lake Ozark, MO— The newly

formed Lake of the Ozarks Swing
Club is hosting its “Swing into
Fall” weekend on November 3, 4
and 5 at the Lodge of the Four
Seasons in Lake Ozark.  If you like
to swing dance, this event is for
you.  On Friday night, November
3, the night kicks off with an
evening of swing dancing to a
popular DJ.  Sharpen your swing
dance skills and learn some new
dance steps at several workshops
conducted on Saturday morn-
ing, November 4.  Later on
Saturday, enjoy a dinner and
dance the night away featuring
several dance demonstrations.
The entire weekend is $55.00

per person if registered before
October 3 and $65.00 after that
date.  Checks should be made
out to Lake Ozark Swing Dance
Club and sent to Rosina
Moehlenkamp, 18598 Stoneridge
Rd., Warrenton, MO 63383.
Luxury rooms are available at the
Lodge for $80.00 per night.  Call
the Lodge of Four Seasons for
room reservations at 1 888 265
5500.
For further information on

the Swing into Fall weekend or
membership in the Lake of the
Ozarks Swing Dance Club, con-
tact Jeanne Laminger at 573 365
6155.

Marilyn Rustand

Eyebrows � Eyeliner

Lips � 3›D Lashes

Apres� Camouflage

Makeup

Areola Restoration

� CERTIFIED Permanent Cosmetic Professional

� Certified in OSHA Blood›borne Pathogens

� Licensed › State of Missouri

� Advanced Training Areola
Complex Repigmentation

� Active Member of the Society
of Permanent Cosmetic Professionals

� Meet Highest Standards for Safety
and Technical Ability

� Free Consultations

GIFT CERTIFICATES AVAILABLE

380 W. Hwy. 54, Suite 101›A Stonecastle Building
Camdenton 573›317›9126

www.usbizcorp.com

H Complete Confidentiality
H No Advance Fees of Any Kind
H Professional Services
H Free Consultation
H Businesses
H Franchises
H Commercial Real Estate

Attention Business Owners

Want to Sell Your Business?
WE HAVE BUYERS FOR LOCAL BUSINESSES

“BUSINESS BUYING AND
SELLING MADE EASY”

Contact us today... We Can Help!

The Leader in Franchise Sales!

Member Camdenton Area Chamber of Commerce, United States
Business Brokers Association, Lake Area Chamber of Commerce
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Donor letters offer peek at
Talent campaign strategy
by Sam Hananel
Washington, DC— (AP) For

Sen. Jim Talent, next month's
election comes down to winning
the hearts and minds of 25,000
undecided voters and spending
enough money to do it.
At least that's what he's telling

potential donors, according to
correspondence obtained by The
Associated Press.
In letters this month to

prospective donors, Talent offers
insight and analysis into his cam-
paign strategy and how he
intends to win Missouri's too-
close-to-call Senate race against
Democratic State Auditor Claire
McCaskill.
"Missouri is called a battle-

ground state because it really is,"
Talent writes in an Oct. 10 letter.
"We began this campaign know-
ing full well that this was going to
be a battle over 25,000 votes."
Talent narrowly won the seat

in a 2002 special election, defeat-
ing incumbent Democratic Sen.
Jean Carnahan by just 21,000
votes out of nearly 1.9 million
votes cast.
Talent reveals in an Oct. 2 let-

ter that his 2006 campaign budg-
et— produced months ago—
called for raising $13.5 million.
He says he's already raised $11.5
million and needs $2 million
more during the last five weeks
before Election Day, noting that
McCaskill's campaign is now
matching the size of Talent's
media buys.
"I'm concerned because I

remember my 2002 campaign,"
Talent writes. "I began that
October sprint with a fairly signif-
icant lead. But we were outspent
in the last month of that cam-
paign by well over $1.5 million
and my significant lead melted
almost completely away— and
we won by just a little over 21,000
votes."
The latest campaign finance

reports show Talent is well on his
way to meeting, if not exceeding,
his campaign's initial goals.
Talent has raised about $12.6 mil-
lion so far, while McCaskill has
pulled in about $7.3 million.
McCaskill spokeswoman

Adrianne Marsh declined to dis-
cuss the campaign's fundraising
goals.
"I don't feel comfortable giv-

ing away any of our internal
strategies," Marsh said. "This has
always been about raising
enough money to get our mes-

sage out. We've certainly met and
surpassed that goal."
Both campaigns will spend a

big portion of their money on
massive get-out-the-vote efforts
to deliver their supporters to the
polls.
Talent claims in the Oct. 10 let-

ter that his campaign has already
made nearly 720,000 volunteer
phone calls, knocked on 175,000
doors and made almost 1 million
"volunteer contacts."
David Robertson, a University

of Missouri-St. Louis political sci-
ence professor, called those
numbers "phenomenal" if they
are accurate.
"That's a huge contact list for

early October," Robertson said.
"The big advantage that
Republicans have is their turnout
machine. They're certainly going
to be in a position to contact
enough people to come out to
vote to keep it close."
In 2002, Republicans had 25

paid staffers who set up regional
volunteer networks. Those net-
works marshaled about 6,000
volunteers in the days leading up
to Election Day. Talent's massive
get-out-the-vote effort paid off
that year, when he won 89 out of
Missouri's 114 counties.
Marsh declined to give

specifics on the Democratic side,
but said the campaign has "thou-
sands of volunteers across the
state with volunteer organiza-
tions in each region and most
counties."
Last month, the Missouri

Republican party held a test run
for its "Show-Me Red" program
that mobilizes volunteers for 72
hours leading up to Election Day.
Talent said the party was able to
marshal 1,200 volunteers in 80
counties over four days.
The Missouri Democratic

Party is changing its get-out-the-
vote efforts this year to better
compete with the GOP. In the
past, the party focused mostly on
geographic areas with historically
high Democratic performance.
"Now we're focusing on indi-

vidual voters instead of just geo-
graphic areas," said party
spokesman Jack Cardetti. "It
allows us to compete everywhere
in the state.
Cardetti said the party has

made nearly 2 million phone
calls and knocked on more than
500,000 doors for McCaskill and
other Democratic candidates in
the current election cycle. n
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The Optimist Club of Camdenton has distributed approximately 450
expanded edition Webster Dictionaries to Camden County fourth grade stu-
dents at eight schools. Pictured are Terry Lewis (left} and Tom Skinner pass-
ing out the books to eager students at Camdenton. Brenda Colter and Chic
Oostendorp talked to the class and asked them to lookup their first word in
the new book.  Optimist.

Proposition B ‘More harm
than good’ 
Jefferson City, MO— The Save

Our State’s Jobs (SOS Jobs)
Coalition received some impor-
tant assistance in opposition to
Proposition B, a mandatory
increase in the state’s minimum
wage. On Sunday, the Show-Me
Institute released a study that
confirms SOS Jobs worst fears –
artificially raising the minimum
wage will hurt low-income work-
ers and Missouri businesses.        
The SOS Jobs coalition was

created to inform voters of the
negative impact of increasing the
minimum wage.        
“This new study, conducted

independently by the Show-Me
Institute, provides the strongest
evidence to date that defeating
Proposition B is the right thing to
do for all of Missouri,” stated Pat
Bergauer, president of the
Missouri Restaurant Association
and spokesperson for SOS Jobs.        
The Show Me Institute is a

research and educational insti-
tute dedicated to improving the
quality of life for all citizens of
Missouri. The efforts of the
Show-Me Institute are designed
to build a Missouri that leads the
nation in wealth, freedom and
opportunity for all. The just
released study was done inde-
pendently of any interest group
and concludes Proposition B
negatively impacts Missouri and
low-income families.        
“This study – which is com-

pletely independent of any cam-
paign for or against Prop. B –
conclusively finds increasing the
minimum wage does more harm
than good,” stated Brad Jones,
Missouri state director for the

National Federation of
Independent Business. “It harms
low-income workers and their
families.  It harms Missouri busi-
nesses, especially small busi-
nesses.  Proposition B is a lose-
lose proposition.”        
Important findings contained

in the Show-Me Institute study
are:
Mandated minimum wages

reduce employment for young
and less skilled workers.
“Minimum wages deliver no net
benefits to poor and low-income
families, and if anything make
them worse off, increasing
poverty.” Wage floors (artificial
minimum wages) amount to a
tax on the employment of low-
income workers. Minimum wage
mandates decrease the educa-
tion and training levels of the
labor pool, thus actually decreas-
ing wages over time. Minimum
wage mandates may cause fami-
lies at or slightly above the pover-
ty line to slip below the poverty
level. Increasing the minimum
wage will increase the number of
poor families.        
“This research finds the evi-

dence overwhelmingly against
raising the minimum wage.
There are other ways to improve
the economic fortunes of low-
income Missourians that are
effective,” Bergauer said.
“However, passing Proposition B
is not going to help, and will
actually hurt the very people it is
supposed to benefit.”        
The study released by the

Show-Me Institute can be found
on the website of SOS Jobs coali-
tion, at www.sosjobs.org

Commercial Opportunities! 

Call John Farrell 
573-348-2181 Cell 573-216-2181 

“Our New Customers Become Our Old Friends” 

MULTIPLE COMMERCIAL LOCATIONS!  
Hwy 5 and Hwy 54 

Access, Visibility and Zoning  
Several Lisings! Call John Today! 

OPPORTUNITY KNOCKS in the heart of Camdenton! 
 Showroom, Working Warehouse! High Traffic Location and Visibility! 

Dual Line Dealer-Polaris and Arctic Cat! 
 MLS #3029208 Call John for details! 

 

Nearly turn-key RESTAURANT in Prime Location!  
Hwy 54 & 52 Access! Charming and Inviting Architecture inside and out! 

Phenomenal Access, Visibility and Location! 
MLS #3029128 Call John for more information! 
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Lake Ozark Clinic welcomes
new internist Froncek
Osage Beach, MO— Board

certified internal medicine
physician James Froncek, D.O.,
has joined Lake Ozark Clinic,
owned by Lake Regional Health
System.  Dr. Froncek earned his
Doctor of Osteopathy degree
from Ohio University in Athens
and completed his internship at
Doctors Hospital in Columbus,
Ohio.  Following his Internal
Medicine Residency at Mount
Carmel Medical Center in
Columbus, Dr. Froncek took over
his father's medical practice in
West Jefferson, Ohio, in 1993.
Dr. Froncek provides primary

and preventative care for
patients ages 5 and older.  In
addition to general patient care,
his clinical interests include the
prevention of heart disease and
risk factor modification.  He joins
Drs. Corinne Rao, Shobha
Bhaskar and Grant Barnum at
Lake Ozark Clinic.
After considering several

opportunities, he knew that join-
ing the medical staff at Lake
Regional Health System was
right for his family.  Froncek says,
“I was very impressed with Lake
Regional Hospital and the Lake
Regional facilities.  I love the nat-
ural beauty of Lake of the Ozarks.
The pace is slower and the peo-
ple are kind and friendly.  It's the
kind of place my wife and I want
to raise our children.”  Plus, they
will be closer to some family
members.

Dr. Froncek recently moved to
Lake of the Ozarks from Dublin,
Ohio, with his wife, Wendy, and
their three children: Brandon,
age 16; Hannah age 9, and Sarah,
age 6.  Pets are an important part
of their family too.  They have a
German Shephard, Katie, who
has been part of the family for 10
years.  They also have a parakeet
named Fluffy, a hamster named
Aurora and two green anoles,
Brando and Brandy.  Guess
whose pets they are?  In addition

to spending time with his family,
Dr. Froncek enjoys golf, cycling
and reading.  Wendy stays very
busy taking care of the family,
volunteering, gardening and
reading the Bible.
Dr. Froncek is accepting new

patients and appointments can
be made by calling the Lake
Ozark Clinic at 573.365.2318.

Dr. James Froncek

Hospital Auxiliary
announces opening of 2nd
gift and coffee shop
Osage Beach, MO— The Lake

Regional Hospital Auxiliary
recently opened a second Wish-
U-Well Gift and Coffee Shop near
the new Emergency Department
entrance.  Everyone is encour-
aged to stop by and check out
their great selection of gifts,
cards, and home accessories
including decorative pillows and
throws, sun catchers, candles,
jewelry, stuffed animals, toys and
knick knacks.  Want to send a bal-
loon or flowers to a patient?  They
can take care of that too.
There will be an open house

from 2:00 p.m. to 4:00 p.m. on
October 16th at the new gift and
coffee s hop with cookies and
punch.  The new facility will be

open for business the following
day.
Lake Regional Volunteers staff

both gift shops as well as the
Xpressions of Flavor coffee shop
and several information desks.
They also assist when patients
are discharged.
The Auxiliary had a great

turnout for the last orientation
but more volunteers are still
needed.  If you are 18 or older
and would like have fun while
serving your community, sign up
for volunteer orientation by call-
ing the Auxiliary office at
348.8264.  The next orientation is
Thursday, November 16, from
9:00 a.m. until 1:00 p.m.
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The St. Mary’s Health Center – Lake Ozark Clinic recently conducted a Lake
Area Chamber of Commerce ribbon cutting ceremony. Pictured at the recent
ribbon cutting ceremony are (Front row with scissors) Dr. Randall Barnes
and Mary Whitman (Second Row) Chamber Active Volunteer Ambassadors;
Holly Woodman, Noelle Robbins, Ann Hester-Garner, Carol Nairn, Sheila
Libbert, Chamber Active Volunteer Ambassadors; Andrea Wyatt, and
Christine Hentz.

A Lake Area Chamber of Commerce ribbon cutting ceremony was recently
conducted at the Shawnee Bend Landing on Shawnee Bend. Pictured at the
ribbon cutting are the Chamber Active Volunteer Ambassadors; (with shov-
els) Brian Downey, Bob Bachtel, Alan Downey, Kevin Crouse, Jennifer
Downey, Larry Downey,  and Jim Litty.

The Camdenton Area Chamber of Commerce recently welcomed Maloney's
Tavern to town with a Ribbon Cutting. For more information call Tom
Walston at 346-0005.  Participating in the ribbon cutting [left to right] front
row: Steven Craig, Christine Nelson, owner Tom Walston with his crew [Cory
Hofeldt, Rhonda Rideout, Christie Galbreath, Amber Walston,  and Bill
Snyder] and Bruce Mitchell. Second row: Dale Wilkerson, Mayor Kerry
Shannon, Pat Thurston, Brenda Colter; and Sally Burke.

Ribbon Cuttings

Henley Jewelers, Inc.
Henley Jewelers, in Downtown Eldon, is a second-generation family-owned

business that has served the Lake area since 1948. They are a full service
jewelry store where customer satisfaction is their number one priority.

(573) 392-4511
202 South Maple Street   Eldon, MO 65026

One Necklace › Eight ways to

These and other treasures can be found
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Premier Bank Osage Beach

Robert Kucsik, Lake Area
President for Premier Bank, is
pleased to announce the Ribbon
Cutting Ceremony for the Premier
Bank Osage Beach Banking Center
on October 26, at 3:00 p.m. “We want
everyone to stop in to visit one of our
friendly personal bankers and take
advantage of our special CD offer. We
are excited to be apart the Lake of the
Ozarks thriving dynamic market. We
believe in building strong, long-term
customer relationships by offering
competitive interest rates and friend-
ly Premier Service” said Kucsik. 

Linda Allen was appointed
Executive Vice President. Allen has
nearly twenty years of banking expe-
rience in the lake market and will be
responsible for developing retail and
commercial business. “We are excit-
ed to serve the community from this
great new location. We’ve put togeth-
er a great team of friendly experi-
enced bankers who are ready to help

with all your financial needs,” said
Allen. 

The Osage Beach Banking Center
is conveniently located at 995 KK
Drive in Osage Beach. The Banking
Center is open Monday through
Thursday from 9:00 a.m. to 4:00 p.m.,
Friday from 9:00 a.m. to 5:00 p.m.
and on Saturday from 9:00 a.m. to
Noon. The Personal Bankers at the
Osage Beach Banking Center are also
fully trained to handle customer
service, which provides the customer
with a personalized one-on-one
banking experience. The Banking
Center is staffed with a team of top-
notch experienced Bankers: Robert
Kucsik, Lake Area President, Linda
Allen, Executive Vice President, Linda
Glenn, Personal Banker, Denise
Hans, Personal Banker, Courtney
McCabe, Teller, Michael Lasson,
Residential Mortgage Lender,
Michelle Lasson and Nicole Bonney,
Lending Specialists. 

Linda Allen Robert Kucsik

Quality Office Solutions Since 1982 Toll Free: 877-348-1440 • 348-1440
1046 Osage Beach Road | Osage Beach*With Approved Credit

Thinking
about a

Multifunction
Color Solution?

Think about this!
GET BOTH OF THESE FOR 

SCX-5530C-5020N

$199500

30 PPM, Auto 2-Sided
Color Scan • Fax Included

50 Sheet Feeder

17 PPM Full Color
5¢ Cost Full Color

Optional 2-Sided Printing

OR: $69 Per
Mo*
+Tax

Includes Installation & Full
One Year On-Site Warranty!

Dumar Plaza - Lower Level - Osage Beach

2/10 Mi. East
of Starbuck’s

573-348-6006

Carpet - Tile
Hardwood - Laminates

Huge
Selection!
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Legacy at the Lake Real Estate recently their membership with the Lake
Area Area Chamber of Commerce at a recent ribbon cutting at their new
location. (Front Row) Anne Baker, Broker –Sales; Michelle Daniels, Sales;
Susan Signorelli, Sales; Terry England, Sales; Sherri Weeg, Broker-Sales; Jan
Smith, Broker-Owner; Randy Smith, Broker-Sales; (Back Row) Gary Bridell,
Sales; Michelle Canon, Sales; Chuck Yow, Sales; Kathy Palmero Bonnot, Sales;
Judi Cloyd, Sales; Bob Smith, Broker-Owner along with Chamber Active
Volunteer Ambassadors.  To contact Legacy at the Lake call 573-348-9898.

The McNally Team recently celebrated their grand opening. Pictured during
the Lake Area Chamber of Commerce Ribbon Cutting are Front row:  Robyn
Hooper, Listing/Marketing Coordinator; Patty McNally, Co-Owner/Sales
Associate; Pat McNally, Broker/Owner; Mac McNally, Sales Associate; Emily
Herzog, Intern.  Back Row: Tyler McNally, Public Relations/Intern; Janice
Divincen, Closing Coordinator; Morgan McNally, Sales Associate; Regina
Herzog, Bookkeeper; Doug Stockton, Cold Stone Creamery/Chief’s; and
Chamber Active Volunteer Ambassadors. The McNally Team can be contact-
ed at 573-348-2121

Countryside Antiques & Collectibles and the Lake Area Chamber of
Commerce celebrated their chamber membership during a recent ribbon
cutting ceremony. Pictured at the ribbon cutting ceremony along with
Chamber Active Volunteer Ambassadors are (Front Row) Gary Zieger, Krantz
Realty; Jeannie & Gary Creath; Vida and Ed McEndollar -Owners (with scis-
sors); Skip Mondry; (Back Row) Connie Day; Dianne Harlow; and Carol Talley.
Stop by Countryside Antiques & Collectibles or call at 573-346-5454.

Ribbon Cuttings

BOATS FOR SALE
STOCK # - 3156 - 2002
CHAPARRAL Twin 280 H.P. Volvo 5.7
GSi DP Aft table w/Filler cushion, Air
Conditioning, AM/FM/CD Player w/10
Disc Changer, 3 Batteries w/Switch,
Bimini Top, Carpeting, Charge System,
Cockpit Cover, Compass, Depthfinder,
Dinette, Fire Extinguisher, Full Canvas
Enclosure, Fume Detector, Generator,
Raytheon Chartplotter/Radar/GPS,
Halon Fire System, Vacu-Flush Head
w/Holding Tank, Ice maker, Microwave,
Refrigerator, Shore Power,
Speedometer, Spotlight, Stove,
Tachometer (2), Trim Tab, TV/DVD Player,
VHF Radio, Hot & Cold Water System,
Shower, Transom Shower, Windlass,
Hour Meter Reads  155 hrs Call
Glencove Marine @ 888-453-6268 
STOCK # - 3071 - 2006 COBALT
282 Bowrider Twin 320 H.P. Mercruiser
6.2 MX/MPI/Bravo 3 Aft Table w/Filler
Cushion, AM/FM/CD Player, Anchor
w/Line, Dual Batteries w/Switch, Bimini
Top, Bow Filler Cushions, Carpeting,
Cockpit Cover, Compass, Depthfinder,
Dinette Table, Fire Extinguisher, Halon
Fire System, Pump-out Porta-Potty,I-Pod
Hook-up @ Helm, Mooring Cover,
Speedometer, Swim Platform w/Ladder,
Tachometer (2), Captain s Call Exhaust,
Trim Tabs, Trim Tab Gauges, Transom
Shower, Wet Bar/Sink, Windlass, Like
New Condition Call Glencove
Marine @ 877-453-6268 
STOCK # - 3146 - 2005 PURSUIT
Twin 250 H.P. Yamaha 4-Stroke
Outboards Color: Fighting Lady Yellow,
AM/FM CD Player, Amplifier, Batteries -
5† w/Switch, Electric Bolster Seat, Full
Canvas Enclosure, Fuel Tank - Optional
340 gal., Garmin GPS, Hardtop, Vacu-
Flush Head w/Holding Tank, Macerator,
Shore Power, Spotlight, Swim Ladder,
Trim Tabs, VHF Radio, Windlass. Call for
a Private Showing Call Glencove
Marine @ 866-453-6268

INTERNET•SERVICES
BOATSEEKER.COM If it’s in, on or
near the water, we’ll help you sell or
find it! Visit our website or call
636-519-9564.

ITEMS FOR SALE
FOR SALE USED & SLIGHTLY dam-
aged office furniture at 50%-70% off
retail. Osage Office Products 573-
348-1440 Hwy. 54-24 Osage Beach
USED COPIERS - COLOR
PRINTERS In House Leasing and
Service - Osage Office Products
573-348-1440 Hwy. 54-24 Osage
Beach
2000 BMW 540I SPORTS WAGON
White w/ grey leather. Beautiful
87,000K. Excellent condition. New tires.
No winters. Most mileage Florida to
Missouri. All maintenance records.
Complete service May 2006. Standard
equipment plus. CALL 573-634-7773

REAL•ESTATE
BUSINESS•FOR•SALE
RESTAURANT IN BUSY HWY 54
LOCATION. High traffic Camdenton
location. Large seating capacity w/ ban-
quet rooms. long-standing customer
base.  Would make great Sports Bar or
continue to operate as Family restau-
rant. Call Bruce Adams (573) 216-
4690: Adams & Associates-RE/MAX
at the Lake (573) 374-3258.
www.AdamsBusiness.com
COMMERCIAL
LOOKING FOR OFFICE SPACE with
a beautiful lakeview, Hwy. 5 visibility,
yet away from traffic congestion. Call
(866) 300-9844 or (913) 638-5006
for details.
COMMERCIAL/ OFFICE SPACE 
available 138 W. Hwy 54, Camdenton.
1820 sq. ft available. 1 yr. lease/ utilities
included. Rent ranges from $450-900/
month. 75 ft Hwy frontage. Call W&W
Investments for showing. 573-280-
9108
MULTI-TENANT/APARTMENTS.
Less than 3 year old 11 units complex
ready to expand to 28 units.  Superb
location in Osage Beach adjacent to
newly developing area, close to busi-
nesses and Lake. Tremendous invest-
ment opportunity to get in on Lake of
the Ozarks exponential growth.

$987,000. Call Bruce Adams (573)
216-4690: Adams & Associates-
RE/MAX at the Lake (573) 374-
3258. www.AdamsBusiness.com.
COMMERCIAL LOTS
HIGHWAY 5 CORRIDOR GREEN-
VIEW. Premier Commercial Building
Lot on MO Hwy 5&7-Greenview, MO.
377 ft Hwy 5 road front/9 acres.
Professionally graded and build-ready
with water/sewer/3-phase power. Great
visibility, high traffic volume, fast grow-
ing area. $499,900 MLS 3025887. Call
Bruce Adams (573) 216-4690.
Adams & Associates-RE/MAX at
the Lake (573) 374-3258.
www.AdamsBusiness.com.
HOUSES FOR SALE
605 FORESTRIDGE LANE, THE
VILLAGES, Colorado style custom lux-
ury home,3400 SF, 5BR/3.5BA, w/fabu-
lous main level great room with
Character Cherry beamed ceilings, large
stone fireplace, kitchen w/Viking appli-
ances & high end custom made
Character Cherry furniture grade cabi-
netry. Terrific screened porch w/outdoor
fireplace, extensive landscape includes
waterfall from road to 93’ of Lake Front.
Granite & limestone counters & floor-
ing, 4 fireplaces, palatial master suite,
huge sunset views. This is truly what a
lake luxury getaway should be. You
won’t find better quality or finer atten-
tion to details than in this home.
Includes custom selected furnishings,
dock, 28` 1998 Searay w/lift, 3 person
2005 Seadoo PWC w/lift & 3 person
2004 Honda PWC w/lift MLS#3031046
$1,600,000 Call C. Michael Elliott,
Gattermeir Elliott Real Estate
@280-0170 or 1-877-365-cme1
6372 RED BARN ROAD, OSAGE
BEACH– 2550 SF, 3BR/2BA house
boasts quality & attention to detail.
Open floor plan, spacious rooms & one
level living. Large kitchen features gran-
ite countertops, stainless steel appli-
ances, and a cook top.  The master suite
offers his and her closets, a jetted tub,
and 5 foot dual head walk in shower.
MLS#3027664- $259,900 Call
Gattermeir Elliott Real Estate @
573.365.SOLD OR

1-866-YOURLAKE
SPRING CREEK DRIVE, PORTO
CIMA, Fabulous, gentle lakefront
and level roadside setting, in a cove
location. "Lake Level Living", main level
steps out to lake, open floor plan with 2
story living room, elegant master suite
has jetted tub, separate glass shower, 2
walk-in closets & 2 water closets.
MLS#3025043 $1,000,000 Call C.
Michael Elliott, Gattermeir Elliott
Real Estate @280-0170 or 1-877-
365-cme1
789 COLLEGE BLVD., OSAGE
BEACH- 1950 SF, 3BR/2.5BA home has
a  beautiful design w/huge vaulted liv-
ing room ceiling, custom tile, loft/living
area overlooking the main living room,
bonus room/office over the garage & a
huge screened in porch w/nature as
your backdrop.  All of this nestled in a
beautiful subdivision with street lamps
and a community pool. Convenience,
Value, and Location, this one has it all.
MLS#3029135 $226,900 Call
Gattermeir Elliott Real Estate,
573.365.SOLD OR 1-866-
YOURLAKE
IMMACULATE HOME ON 5
ACRES. Private Charmer in beautiful
setting just minutes north of Laurie-
close to Hwy 5. Like new Custom built,
ultra-energy efficient ($65/mo Elec.
$53/mo gas) home. Upgraded features
throughout, oversized garage (30X30),
Laundry/Utility room w/ walk-in over-
sized shower, Large LR & MBR w/walk-
in closet, Great Kitchen with oak cabi-
nets and walk-in pantry. Covered patio.
Detached 24X30 shop w/ heat & AC
plus additional lean-to storage area. A
rare find!  $194.900 MLS: 3033828
Call Bruce or Jan Adams (573) 216-
4690: Adams & Associates-RE/MAX
at the Lake (573) 374-3258.
www.AdamsAtTheLake.com.
HUGE MAIN CHANNEL VIEW.
Overlooking the 31mm (Five-Corners
area). Gentle lot with seawall and ready
for your dock.  Light, open concept
w/one-level living. Recently updated
throughout. 30`X24` Detached garage
built in 2000. Newer 12`X32` deck over-
looking one of the biggest views at the

lake!  A great home for the money!
MLS: 3023179 Call Bruce
Adams(573) 216-4690: Adams &
Associates-RE/MAX at the Lake
(573) 374-3258.
www.AdamsAtTheLake.com.
LIFE ON THE QUIET SIDE paved
roads, newer spacious lake home, 4 bed
2.5 baths , Great room, large master
large decks for outdoor entertaining, 35
MM, good water, close to restaurants
Call Bruce (573)216-4690•or Jan
(573)216-403, Adams & Associates
-RE/MAX at the Lake (573 374
3258) www.AdamsAtTheLake.com

LOTS•FOR•SALE
240 ACRES +/-• LOCATED ON
Woodriver Landing (road runs between
D Road and Highway 54 by the river)
is in Miller County (no zoning!), in
Osage School District and has Lake
Ozark city sewer to the property.
Unlimited possibilities! MLS#3029040
$1,045,000 Call C. Michael Elliott,
Gattermeir Elliott Real Estate
@280-0170 or 1-877-365-cme1
1233 WOODHAVEN CIRCLE, FOUR
SEASONS- Great 2nd tier building lot
with seasonal lake view.  Located in
Four Seasons surrounded by custom
built homes, close to shopping, dining,
and recreation.  Amenities include
pools, tennis courts, campground, chil-
dren's playground, stocked interior fish-
ing lakes, launch ramp, POA activity
center, Four Seasons Golf, and Security
Service. MLS#3028484 $7,500 Call
Gattermeir Elliott Real Estate,
573.365.SOLD OR 1-866-
YOURLAKE
8.35 ACRES ZONED R-3 (multi-
family) in the heart of Osage Beach.
500 ft. road frontage. $925,000.00. For
more information contact Margie
Stafford, Gaslight Properties,
GMAC 573-964-3332.
1.37 ACRES ZONED C-1 on Beach
Road, Osage Beach. $275,000.00. Call
Margie Stafford, Gaslight
Properties, GMAC 573-964-3332.

Special Services
• Drug Testing – Official urinalysis by certified sub-
stance abuse counselors, with results in 10 minutes.
Test available any time. Available for both public and
private needs.
• Evaluations – One-hour sessions to determine what
level of either Mental Health Services or Substance
Abuse Treatment is needed.
• Private Counseling Sessions – Fifty-minute session
focusing on assisting the client to act more in their
own best interest.
••SATOP/ADEP – substance abuse traffic offenders
program
Education Services (Classes or Groups)
••Substance Abuse Group – two-hour group ses-
sions, which cover the basics of addiction, abuse, and
making better choices.
••Aftercare Group – Its goal is to maintain a success-
ful life in recovery from substances. 12 –26-weeks.
••Anger Management Group – Education, insight &
treatment to persons with aggressive/assault behav-
ior. 12-weeks.
••Financial Management – For persons convicted of
bad check offenses or having difficulty managing
personal finances. 10-weeks.
• Corrective Thinking – Intended to help the student
find appropriated ways of thinking to produce suc-
cessful results his or her life.
Seminars
One-time events that aim to cover a subject of need
in a concentrated form. Most are 2 or 3 hours.
Victim Impact Panel (VIP): Confronts alcohol and drug
related traffic offenders with the human, emotional
and psychological consequences of their behavior
through presentations by victims sharing their experi-
ences of loss. 2 hours
Financial Management: 3-hour version of the above
seminar for short-term need to control personal
finances.

�Helping People
Through

Community

We�re a non›profit, tax›exempt corporation, which
serves as liaison between the community and the
correctional system. Our mission is to provide

resources that support the rehabilitation of offend›
ers, promote public safety, and increase the quality

106 West Highway 54 (Work Connection)
P.O. Box 986 • Camdenton, Missouri 65020

(573) 346-1766 Ext. 209 • Fax (573) 317-1970
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BOATS FOR SALE
STOCK # - 3156 - 2002
CHAPARRAL Twin 280 H.P. Volvo 5.7
GSi DP Aft table w/Filler cushion, Air
Conditioning, AM/FM/CD Player w/10
Disc Changer, 3 Batteries w/Switch,
Bimini Top, Carpeting, Charge System,
Cockpit Cover, Compass, Depthfinder,
Dinette, Fire Extinguisher, Full Canvas
Enclosure, Fume Detector, Generator,
Raytheon Chartplotter/Radar/GPS,
Halon Fire System, Vacu-Flush Head
w/Holding Tank, Ice maker, Microwave,
Refrigerator, Shore Power,
Speedometer, Spotlight, Stove,
Tachometer (2), Trim Tab, TV/DVD Player,
VHF Radio, Hot & Cold Water System,
Shower, Transom Shower, Windlass,
Hour Meter Reads  155 hrs Call
Glencove Marine @ 888-453-6268 
STOCK # - 3071 - 2006 COBALT
282 Bowrider Twin 320 H.P. Mercruiser
6.2 MX/MPI/Bravo 3 Aft Table w/Filler
Cushion, AM/FM/CD Player, Anchor
w/Line, Dual Batteries w/Switch, Bimini
Top, Bow Filler Cushions, Carpeting,
Cockpit Cover, Compass, Depthfinder,
Dinette Table, Fire Extinguisher, Halon
Fire System, Pump-out Porta-Potty,I-Pod
Hook-up @ Helm, Mooring Cover,
Speedometer, Swim Platform w/Ladder,
Tachometer (2), Captain s Call Exhaust,
Trim Tabs, Trim Tab Gauges, Transom
Shower, Wet Bar/Sink, Windlass, Like
New Condition Call Glencove
Marine @ 877-453-6268 
STOCK # - 3146 - 2005 PURSUIT
Twin 250 H.P. Yamaha 4-Stroke
Outboards Color: Fighting Lady Yellow,
AM/FM CD Player, Amplifier, Batteries -
5† w/Switch, Electric Bolster Seat, Full
Canvas Enclosure, Fuel Tank - Optional
340 gal., Garmin GPS, Hardtop, Vacu-
Flush Head w/Holding Tank, Macerator,
Shore Power, Spotlight, Swim Ladder,
Trim Tabs, VHF Radio, Windlass. Call for
a Private Showing Call Glencove
Marine @ 866-453-6268

INTERNET•SERVICES
BOATSEEKER.COM If it’s in, on or
near the water, we’ll help you sell or
find it! Visit our website or call
636-519-9564.

ITEMS FOR SALE
FOR SALE USED & SLIGHTLY dam-
aged office furniture at 50%-70% off
retail. Osage Office Products 573-
348-1440 Hwy. 54-24 Osage Beach
USED COPIERS - COLOR
PRINTERS In House Leasing and
Service - Osage Office Products
573-348-1440 Hwy. 54-24 Osage
Beach
2000 BMW 540I SPORTS WAGON
White w/ grey leather. Beautiful
87,000K. Excellent condition. New tires.
No winters. Most mileage Florida to
Missouri. All maintenance records.
Complete service May 2006. Standard
equipment plus. CALL 573-634-7773

REAL•ESTATE
BUSINESS•FOR•SALE
RESTAURANT IN BUSY HWY 54
LOCATION. High traffic Camdenton
location. Large seating capacity w/ ban-
quet rooms. long-standing customer
base.  Would make great Sports Bar or
continue to operate as Family restau-
rant. Call Bruce Adams (573) 216-
4690: Adams & Associates-RE/MAX
at the Lake (573) 374-3258.
www.AdamsBusiness.com
COMMERCIAL
LOOKING FOR OFFICE SPACE with
a beautiful lakeview, Hwy. 5 visibility,
yet away from traffic congestion. Call
(866) 300-9844 or (913) 638-5006
for details.
COMMERCIAL/ OFFICE SPACE 
available 138 W. Hwy 54, Camdenton.
1820 sq. ft available. 1 yr. lease/ utilities
included. Rent ranges from $450-900/
month. 75 ft Hwy frontage. Call W&W
Investments for showing. 573-280-
9108
MULTI-TENANT/APARTMENTS.
Less than 3 year old 11 units complex
ready to expand to 28 units.  Superb
location in Osage Beach adjacent to
newly developing area, close to busi-
nesses and Lake. Tremendous invest-
ment opportunity to get in on Lake of
the Ozarks exponential growth.

$987,000. Call Bruce Adams (573)
216-4690: Adams & Associates-
RE/MAX at the Lake (573) 374-
3258. www.AdamsBusiness.com.
COMMERCIAL LOTS
HIGHWAY 5 CORRIDOR GREEN-
VIEW. Premier Commercial Building
Lot on MO Hwy 5&7-Greenview, MO.
377 ft Hwy 5 road front/9 acres.
Professionally graded and build-ready
with water/sewer/3-phase power. Great
visibility, high traffic volume, fast grow-
ing area. $499,900 MLS 3025887. Call
Bruce Adams (573) 216-4690.
Adams & Associates-RE/MAX at
the Lake (573) 374-3258.
www.AdamsBusiness.com.
HOUSES FOR SALE
605 FORESTRIDGE LANE, THE
VILLAGES, Colorado style custom lux-
ury home,3400 SF, 5BR/3.5BA, w/fabu-
lous main level great room with
Character Cherry beamed ceilings, large
stone fireplace, kitchen w/Viking appli-
ances & high end custom made
Character Cherry furniture grade cabi-
netry. Terrific screened porch w/outdoor
fireplace, extensive landscape includes
waterfall from road to 93’ of Lake Front.
Granite & limestone counters & floor-
ing, 4 fireplaces, palatial master suite,
huge sunset views. This is truly what a
lake luxury getaway should be. You
won’t find better quality or finer atten-
tion to details than in this home.
Includes custom selected furnishings,
dock, 28` 1998 Searay w/lift, 3 person
2005 Seadoo PWC w/lift & 3 person
2004 Honda PWC w/lift MLS#3031046
$1,600,000 Call C. Michael Elliott,
Gattermeir Elliott Real Estate
@280-0170 or 1-877-365-cme1
6372 RED BARN ROAD, OSAGE
BEACH– 2550 SF, 3BR/2BA house
boasts quality & attention to detail.
Open floor plan, spacious rooms & one
level living. Large kitchen features gran-
ite countertops, stainless steel appli-
ances, and a cook top.  The master suite
offers his and her closets, a jetted tub,
and 5 foot dual head walk in shower.
MLS#3027664- $259,900 Call
Gattermeir Elliott Real Estate @
573.365.SOLD OR

1-866-YOURLAKE
SPRING CREEK DRIVE, PORTO
CIMA, Fabulous, gentle lakefront
and level roadside setting, in a cove
location. "Lake Level Living", main level
steps out to lake, open floor plan with 2
story living room, elegant master suite
has jetted tub, separate glass shower, 2
walk-in closets & 2 water closets.
MLS#3025043 $1,000,000 Call C.
Michael Elliott, Gattermeir Elliott
Real Estate @280-0170 or 1-877-
365-cme1
789 COLLEGE BLVD., OSAGE
BEACH- 1950 SF, 3BR/2.5BA home has
a  beautiful design w/huge vaulted liv-
ing room ceiling, custom tile, loft/living
area overlooking the main living room,
bonus room/office over the garage & a
huge screened in porch w/nature as
your backdrop.  All of this nestled in a
beautiful subdivision with street lamps
and a community pool. Convenience,
Value, and Location, this one has it all.
MLS#3029135 $226,900 Call
Gattermeir Elliott Real Estate,
573.365.SOLD OR 1-866-
YOURLAKE
IMMACULATE HOME ON 5
ACRES. Private Charmer in beautiful
setting just minutes north of Laurie-
close to Hwy 5. Like new Custom built,
ultra-energy efficient ($65/mo Elec.
$53/mo gas) home. Upgraded features
throughout, oversized garage (30X30),
Laundry/Utility room w/ walk-in over-
sized shower, Large LR & MBR w/walk-
in closet, Great Kitchen with oak cabi-
nets and walk-in pantry. Covered patio.
Detached 24X30 shop w/ heat & AC
plus additional lean-to storage area. A
rare find!  $194.900 MLS: 3033828
Call Bruce or Jan Adams (573) 216-
4690: Adams & Associates-RE/MAX
at the Lake (573) 374-3258.
www.AdamsAtTheLake.com.
HUGE MAIN CHANNEL VIEW.
Overlooking the 31mm (Five-Corners
area). Gentle lot with seawall and ready
for your dock.  Light, open concept
w/one-level living. Recently updated
throughout. 30`X24` Detached garage
built in 2000. Newer 12`X32` deck over-
looking one of the biggest views at the

lake!  A great home for the money!
MLS: 3023179 Call Bruce
Adams(573) 216-4690: Adams &
Associates-RE/MAX at the Lake
(573) 374-3258.
www.AdamsAtTheLake.com.
LIFE ON THE QUIET SIDE paved
roads, newer spacious lake home, 4 bed
2.5 baths , Great room, large master
large decks for outdoor entertaining, 35
MM, good water, close to restaurants
Call Bruce (573)216-4690•or Jan
(573)216-403, Adams & Associates
-RE/MAX at the Lake (573 374
3258) www.AdamsAtTheLake.com

LOTS•FOR•SALE
240 ACRES +/-• LOCATED ON
Woodriver Landing (road runs between
D Road and Highway 54 by the river)
is in Miller County (no zoning!), in
Osage School District and has Lake
Ozark city sewer to the property.
Unlimited possibilities! MLS#3029040
$1,045,000 Call C. Michael Elliott,
Gattermeir Elliott Real Estate
@280-0170 or 1-877-365-cme1
1233 WOODHAVEN CIRCLE, FOUR
SEASONS- Great 2nd tier building lot
with seasonal lake view.  Located in
Four Seasons surrounded by custom
built homes, close to shopping, dining,
and recreation.  Amenities include
pools, tennis courts, campground, chil-
dren's playground, stocked interior fish-
ing lakes, launch ramp, POA activity
center, Four Seasons Golf, and Security
Service. MLS#3028484 $7,500 Call
Gattermeir Elliott Real Estate,
573.365.SOLD OR 1-866-
YOURLAKE
8.35 ACRES ZONED R-3 (multi-
family) in the heart of Osage Beach.
500 ft. road frontage. $925,000.00. For
more information contact Margie
Stafford, Gaslight Properties,
GMAC 573-964-3332.
1.37 ACRES ZONED C-1 on Beach
Road, Osage Beach. $275,000.00. Call
Margie Stafford, Gaslight
Properties, GMAC 573-964-3332.
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continued from front page
"Most importantly", said

Simpson "staying connected
with the students can prevent
acts of violence from occurring
in the first place. Parents need to
talk to their kids." In the after-
math of the Joplin incident some
parents are calling for strict
changes in security, but Simpson
says it's important to balance
safety with learning. "I don't
want 'Fortress Joplin'," he said.
Everyone seems to agree. One
administrator said "I want to cre-
ate a safe learning environment,
I just don't know if that environ-
ment includes barbed wire,
metal detectors, and armed per-
sonnel at all doors."
Many schools have turned to

the Missouri Schools Resource
Officer Association (MSROA).
The School Resource Officer
(SRO) is a law enforcement offi-
cer who is assigned full-time to
the school in question. They are
onsite during regular school
hours and at many after school
functions as requested by the
administration. Often their
salaries are paid by the district
for the hours they are assigned to
the schools, with the rest of their
salary paid by their department.
They receive hours of specialized
training to enable them to be
more effective as an SRO. The
idea is similar to the "officer on
foot patrol" concept from a
kinder, gentler time. The officer
gets to know the students and
their parents and others involved
with the school on a first-name
basis and is therefore more sen-
sitive to those individual needs
or problems. The positive effects
of this program are twofold:
First, like most adults — students
view police officers as enforcers
of the law, unapproachable and
somewhat frightening. Through
the contact with police as an SRO
they see the police as a friend,

advisor and positive role model.
Someone who can and will help
them in time of need. At the
same time, the officer is still just
that — an Officer of the Law. The
SRO presence on campus acts as
a deterrent to criminal behavior.
It also puts a trained profession-
al in the position to act on suspi-
cious behavior or activity. While
the program has been around for
about 60 years, locally it's a fairly
new concept. At School of the
Osage there has been a resource
officer on both campuses for six
years. The Kaiser campus (High
School and Upper Elementary)
officer is a member of the Osage
Beach Police Department, while
the Lake Ozark campus (Mills
Elementary and Jr. high build-
ings) are sourced from the Lake
Ozark Police Department. The
officer's salaries are paid for by
the school district for the time
period that school is in session,
and by the police department for
the off-school time. Osage has
seen a very positive effect from
having the presence on campus. 
Jim Simpson stated the con-

cern for all administrators dur-
ing the web conference, "I don't
want to have to turn my school
into a fortress." No one does, but
how do we then make certain
that our kids are safe? 
Local schools were reluctant

to detail their plans, but were
able to offer basic steps they
have taken in response to the
Missouri Safe Schools Act. All
keep all outside doors locked
with the exception of the main
entrance to their buildings. They
lock classroom doors during
class time and stand outside
their open doors during hall
time. All visitors in our schools
need to check in at the office and
receive a badge identifying them,
the date and time in the building
so that teachers and administra-
tors can verify at a glance. Some

schools, like Osage and
Camdenton, use video surveil-
lance in parking lots and hall-
ways and have monitors in posi-
tion in the administrative offices
to watch for any problems. There
are of course, alarms and codes
for emergencies that are tested
as often as is prudent, usually
without the students even being
aware a test was administered.
Most of our local schools have
hand-held metal detectors avail-
able; though have not had to use
them yet. Mainly, the school
administrators feel that they are
taking adequate steps to protect
our students from foreseeable
danger. They take pains to get to
know the students and watch for
changes in behavior and atti-
tude. All schools are taking new
looks at their systems, however,
to see if there's something
they've missed. 
In 1996 the Missouri Safe

Schools Act was passed requiring
our schools to be safe. Among
other things, it called for state
laws to protect teachers and
administrators who must report
incidents of safety/violence vio-
lations and protect them if they
have made the report in good
faith. School Boards,

Superintendents and Principals
were given the authority to
immediately suspend or expel
students posing a threat to
themselves or others, and provi-
sion set in place for alternative
schools to house those students
unable to coexist with the main-
stream students for a variety of
reasons (getting them out of
stressful situations, if you will).
The act also prohibited the
transferring of high-risk students
currently under disciplinary
action to other schools. 
In a recent statement,

Attorney General Jay Nixon
addressed the subject of school
violence stating that the
"Missouri Safe Schools Act has
made an impact. In the 1996-97
school year (the year of the act
passage), 318 Missouri students
were expelled for bringing
weapons to school; the second
worst record in the nation. By the
2003-03 school year, however,
only 62 such expulsions were
reported." That's an 81%
decrease in incident. The pro-
active nature of the Safe Schools
Act has been positive. We are
clearly making progress. But is
that enough?
Nationwide, some schools

have taken to using buzzer-lock
systems at their front entrances
that cause a person to buzz the
office, be checked out on a video
monitor and then "buzzed" in
the front entrance. Some have
gone to metal-detector arches
and security personnel at the
entrances of all buildings, all in
an effort to make their schools
safer. Bigger fences, larger gates,
steel doors all being considered
in an effort to ensure safety of the
students. Some people believe
that these efforts just make the
"crazies" come up with more
elaborate plans to get past the
safety measures. So what is the
answer?
Unfortunately, there is no way

to say that danger will not make
it through the doors. No matter
what precautions are taken,
there's always a possibility that
trouble will find a way in. That
being said, school buildings —
public or private — continue to
be one of the safest places for a
child. We just need to figure out
how to keep it that way. n

Are our schools safe?


