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Real estate stronger than recent years
By Nancy Zoellner-Hogland

The housing market is re-
bounding. That’s the report 
from both local and national 
real estate professionals. Albeit, 
the pace is a little slower than 
historical trends, but it’s also a 
little steadier and that is good 
news for all involved.

 “Everybody is upbeat. Just 
about everyone I dealt with in 
2013 – from lenders, inspec-
tors, appraisers, contractors to 
other realtors – had very busy, 
if not banner years, and we’re 
continuing to see significant 
growth in all categories of real 
estate,” said Dan Ralston, the 
newly elected president of the 
Bagnell Dam Association of Re-
altors and a broker and realtor 
with Gattermeir Davidson Real 
Estate in Lake Ozark. “Although 
Lake of the Ozarks wasn’t hit as 
hard as many other markets, we 
were affected by the downturn 
in the economy. However, num-
bers don’t lie – we are on the 
mend. Residential waterfront, 
residential offshore, condos and 
commercial properties are all 
on the rise in both number of 
transactions as well by dollar 
percentages.”

According to data provided 
by the Bagnell Dam Associa-
tion and the Lake of the Ozarks 
Board of Realtors, the total 
sales volume for all types of 
real was $450,286,306, up from 
$327,376,395 in 2010.

With 770 transactions and 
a total volume of $95,769,072, 
residential offshore was in the 
lead. It was followed by water-

front residential, which saw 678 
transactions with a total vol-
ume of $205,859,640. Condos, 
townhouses and villas came in 
third with 622 transactions and 
a total volume of $103,715,168.

The trend is being seen across 
the country.

According to a report from 
the National Association of Re-
altors (NAR), although home 
sales slowed early this year due 
to the severe winter weather, ex-
isting-home sales across the na-
tion edged up in December, and 
the 5.1 million home sales for all 
of 2013 were the highest since 
2006. In addition, median prices 
maintained strong growth. The 
national median existing-home 
price for all of 2013 was $197,100, 
an 11.5 percent increase over 
the 2012 median of $176,800, 
and the strongest gain since 
2005 when it rose 12.4 percent

Clear Capital, a provider of 
real estate data and analysis, 
reported that, in the past year, 
home prices rose in 225 of the 
276 cities they tracked – and 
they rose by 10.9 percent, which 
means the median price for 
those homes rose by $30,000 
to $215,000. The firm forecasts 
that home prices nationally will 
continue to rise by 3 to 5 percent 
in 2014.

The good news for sellers is 
that the supply of homes for sale 
nationwide currently stands 
at five months. A month’s sup-
ply is measured by how long it 
would take to sell everything on 
the market at the current rate of 
sales. The NAR’s estimation of 

a “balanced market” between 
buyers and sellers is on that has 
a six-month supply. Dr. Law-
rence Yun, chief economist for 
the NAR, said the shortage is 
expected to continue through 
2014.

Commercial real estate in-
vestments also are expected to 
produce generally solid returns 
in 2014, according to the authors 
of Expectations & Market Reali-
ties in Real Estate 2014—The Fu-
ture Unfolds, an annual forecast 
report released by Real Estate 
Research Corporation (RERC), 
Deloitte, and the National NAR. 
Findings of the three agencies 
indicate that although uncer-
tainties remain, the economy 
is expected to continue to grow 

slowly and improve modestly in 
2014.

Yun said the economy is an-
ticipated to grow at an annual 
rate of approximately 2.6 per-
cent, with about 2.2 million jobs 
to be added in 2014. 

Commercial property sales 
at Lake of the Ozarks took a 
marked jump in 2013. Statistics 
show 78 properties, which could 
be anything from land that is 
zoned “commercial” to a multi-
million-dollar lakefront res-
taurant, with a total volume of 
$19,290,880 sold in 2013 That’s 
a 117-percent increase in the 
number of transactions and a 
172-percent increase in volume 
over 2012.

continues on page 21

The chart is based on information provided
by the Bagnell Dam Association of Realtors 
MLS and the Lake of the Ozarks Board of Realtors 
MLS for the period January 1 through 
December 31, 2010, 2011, 2012 and 2013. 
The data collected for the report is based on 
information provided as of January 7, 2014.
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The total number of real estate transactions as provided by 
the Bagnell Dam Association of REALTORS show a clear 
increase annually from 2010.

2010
$327 Million

2011
$331 Million

2012
$377 Million

2013
$450 Million
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By Nancy Zoellner-Hogland
According to a report recently 

issued by the International Air 
Transport Association, U.S. air-
lines pack in more passengers 
per flight than any other air-
lines in the world. That recent 
report stated that domestic 
flights were nearly 84 percent 
full last year, which is almost 5 
percent more than the interna-
tional average. Chinese domes-
tic flights were close behind at 
80.3 percent full and Austra-
lian domestic flights ranked 
third at 76.5 percent capacity, 
beating out Brazilian airlines 
which filled flights to 76.3 per-
cent of capacity.

In an effort to make those 
flights more comfortable, a 
company called SmartTray re-
cently introduced a new seat-
back tray that provides room 
for a beverage and a snack and 
also includes a place to prop a 
tablet that promises to provide 
“comfortable viewing” while 
keeping the tablet safe from 
most spills. Another design 
props tablets while the tray ta-
ble is up and a third model will 
allow airlines to provide their 
own tablets for use as in-flight 
entertainment. According to a 
release from the manufacturer, 
the products are in the final 
design stage and company rep-
resentatives are working with 
the FAA on certification while 
taking part in discussions with 
both domestic and interna-
tional airlines. You can see the 
tray by visiting www.cntravel-
er.com/daily-traveler/2014/01/
new-airline-seat-back-tray.

For information on Wi-Fi 
charges that will be incurred 
while using that tablet or other 
mobile devices, TripAdvisor is 
now providing information on 
roaming charges for downtown 
areas and airports in 21 cities 
around the world. The app will 
tell travelers what terminals 

have free Wi-Fi and what they 
can expect to pay in other ar-
eas of that same airport. Cur-
rently, the app, available in 
English only, includes infor-
mation for London, Paris, Bar-
celona, Rome, Berlin, Prague, 
Madrid, New York, Las Vegas, 
San Francisco, Los Angeles, 
Chicago, Miami, Boston, Bang-
kok, Singapore, Hong Kong, 
Dubai, Seoul, Kuala Lampur 
and Tapei. TripAdvisor, an on-
line travel agent, said the infor-
mation is provided to them by a 
variety of sources.

For those heading north and 
who don’t have tablets, Cana-
dian airline WestJet recently 
announced that later this year 
they plan to rent tablets to the 
approximately 25 percent of 
passengers who don’t bring 
mobile devices or laptops on 
board. Although a company 
spokesperson said no decision 
has been made yet on which 
tablets will be used, he said 
they will enable passengers to 
access the Internet, stream TV 
and movies and read maga-
zines.

More airlines might want to 
consider the same practice, if 
nothing else than to keep their 
passengers happy – especially 
if they’re going to continue the 
trend of late arrivals. Accord-
ing to the federal Department 
of Transportation (DOT), just 
68.9 percent of domestic flights 
on the nation’s 16 largest carri-
ers arrived within 14 minutes 
of schedule in December, com-
pared with 76.6 percent a year 
earlier. For all of 2013, 78.3 per-
cent of flights arrived on time 
– down 3.6-percent from 2012. 
December’s numbers were 
blamed on weather. Maybe 
that’s why Hawaiian Airlines, 
which didn’t have to deal with 
ice and snow storms, ranked 
highest with on-time arrivals 
and why Southwest, with near-

ly half its flights late, was dead 
last. Cancelations rose too. 
Airlines cancelled 2.9 percent 
of their domestic flights in De-
cember, which is up 1.6 percent 
from 2012. Many of those dis-
placed passengers must have 
decided that filing a complaint 
was a waste of time. The DOT 
said complaints fell 14.1 per-
cent last year, to just 13,168 out 
of the millions of people who 
boarded a plane.

Even if travelers don’t want 
to file “official” complaints, 
they’ve been able to use social 
networks to vent their frustra-
tions. Now they can also use 
those networks to pay for flights 
– at least on KLM Royal Dutch 
Airlines. The carrier recently 
announced a new service that 
will allow customers to pay for 
their flights, seat reservations 
and even extra baggage on 
Twitter or Facebook. Accord-
ing to KLM, passengers have 
to request the service through 
one of the social media sites. 
The airline will then send the 
traveler a link though a private 
message that will allow him or 
her to enter payment informa-
tion and obtain confirmation 
of the payments. Customers 
had already been able to use 
social media to reserve seats 
but were redirected to a book-
ing agent to complete the pay-
ment over the telephone.

One mom is using social net-
works and online technology 
to create a safer travel environ-
ment for flyers with food aller-
gies. Amy Wicker of Naperville, 
who runs AllergySafeTravel, 
an online travel resource for 
people with food allergies, is 
asking airlines to consider re-
vising what they serve on board 
or at least create a buffer zone 
around those who suffer with 
the problem. Her daughter, as 
well as some 4 million other 
Americans, has life-threaten-
ing nut allergies. According 
to Wicker, just sitting next to 

continues on 21
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Preparing for tomorrow starts with confidence and respect. 
Central Trust & Investment Company gives you both. With 
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solutions, and a comprehensive team approach to estate 
planning and wealth management, we can tailor a long-
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After all, you deserve a seasoned team that will be there 
for you, along with the integrated investment solutions 
you want. 

affiliated with Central Bank of lake of the ozarks
www.centrustco.com | 573-302-2474  | 1860 Bagnell Dam Blvd
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March is Lake kick-off for ‘mateys’ and landlubbers
By Nancy Zoellner-Hogland

Mark your calendars. Sat-
urday, March 15 is the official 
start of the spring boating – 
and tourism – season at Lake 
of the Ozarks. And there will 
be plenty of opportunities to 
celebrate.

The Lake of the Ozarks West 
Chamber of Commerce will be 
hosting its 23rd Annual St. Pat’s 
Water Parade. The day will start 
at 9 a.m. with a breakfast buf-
fet at Ozark Bar-B-Que. Parade 
participants can register their 
boats from 9:15 to 10 a.m. and 
then take part in the blessing of 
the fleet. The Lake parade will 
begin at 10:30 a.m. and will 
travel from Ozark Bar-B-Que to 
Richard Knoggins, where the 
party will continue to 1 p.m. 
At 1:30 participants will then 
cruise a little further down the 
Gravois Arm to the Jolly Rogers.

Those who don’t have a boat 
or who didn’t think they were 
hardy enough to brave the 
weather were also invited to 
buy a ticket for a seat aboard 
the Tropic Island Cruise boat. 
However, all 100 tickets were 
sold by mid-February.

“I wish we could handle 
more because people have so 
much fun on the cruise – and 
it can be a lot warmer,” laughed 
Dayna Davis, office manager 
and event coordinator for the 
Lake of the Ozarks West Cham-
ber of Commerce, the spon-
sor of the parade. “Last year, 
the weather was nasty! Cold 
– about 20 to 25 degrees and 
sleeting – but we still had 12 
‘die-hards’ out there partici-
pating. We’re hoping this year’s 
weather is a little – no, a lot – 
better.”

The breakfast buffet is open 
to anyone who would like to 
check out the boats and see the 
parade off at the dock.  To at-
tend breakfast only, call Pame-
la Lanier at Ozark Bar-B-Que 
– 573-480-2477 – to make reser-
vations.  Cost for breakfast only 
is $10.

The St. Patrick’s Day party 
continues on land at 4 p.m. 
with the Short Bus Shuffle, also 
sponsored by the Lake West 
Chamber.

This year, 10 busses will be 
running to five lodging estab-
lishments, which will be offer-

ing discounted rates, and 11 
restaurants and bars, which 
also will be offering a variety 
of special prices and/or live 
music. Wristbands, which will 
allow riders to board between 
4 p.m. and 1:30 a.m. at any of 
the locations, are $5 and they, 
along with souvenir T-shirts, 
are now available at all partici-
pating sponsors.

“This year we’re doing 
things a little differently with 
the bus route. Instead of getting 
stuck riding the entire route to 
get from one place to another, 
we’ll have two routes that meet 
at West Side Escrow, which will 
be the ‘hub.’ The wristbands 
will allow you to ride both di-
rections – you won’t have to 
pick between the two,” Davis 
explained. “Last year we sold 
769 wristbands but we’re hop-
ing for an even bigger crowd 
this year.”

Visit www.lakewestcham-
ber.com and click on the 
“Events” link or call the cham-
ber at 573-374-5500 for more 
info, to register for the parade 
or to order shirts in advance.

East-siders can also partake 

of the “Wearin’ of the Green’ 
revelry by participating in or 
just watching the annual St. 
Patrick’s Day Parade on the Ba-
gnell Dam Strip in Lake Ozark. 
The parade typically includes 
close to 100 floats and draws 
a crowd of several thousand 
– many of whom who set up 
canopies, drag out the grill and 
tailgate – making it one of the 
largest in the state. Organizers 
say this year’s should be no dif-
ferent.

The parade is set to start at 
1 p.m. Bagnell Dam Boulevard 
will be shut down at 12:45 p.m. 
and will re-open around 3. Mo-

torists will be able to exit or 
enter Horseshoe Bend Parkway 
by using Highway 242. Traffic 
will be directed on to the Park-
way during gaps in the parade. 

To enter the parade, down-
load the official entry form 
and return it to the Bagnell 
Dam Strip Association, spon-
sor of the parade, no later than 
March 7. The parade is open to 
everyone. However, all entries 
must be decorated in the St. 
Pat’s Day theme in order to par-
ticipate. For more information 
visit www.lakestpatsparade.
com, call 573-280-5477 or email 
jcarroll88.jc@gmail.com. 

Wintery weather during last year’s St. Pat’s Water Parade encour-
aged many to ‘paint the Lake green’ via the Tropic Island Cruise boat. 
Photo provided by the Lake West Chamber of Commerce.
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Mary Albers - 2005 Bagnell Dam
Association Realtor of the Year

573-216-2139
mary@albersandalbers.com

Jim Albers
Selling Lake Ozark Real Estate Since 1973

573-216-5144
jim@albersandalbers.com

The #1 Team in 2012 at the #1
Independently Owned Real Estate

Organization at the Lake of the Ozarks

1283 Summit Circle $249,999 Sold
28 Grandview Drive $254,900 Sold
94 Sunset Valley Court $279,500 Sold
28413 Polk Drive $314,900 Sold
18 Valencia Drive $464,900 Sold
1745 Imperial Point $525,000 Sold
79 Costa Del Sol $82,500 Sold
49 E. Casa Seville 2B $99,987 Sold
309 Bristol Bay $174,900 Sold
Bloomington Drive $3,900 Sold
87 W. Palisades Dr. $189,900 Sold
505 East Brockman $44,900 Sold
382 Kings Point Drive $274,900 Sold
95 Bruce Ct. $180,000 Sold
149 Bruce Ct. $185,000 Sold
686 Linn Creek Rd. $205,000 Sold
98 Key West Ln. $269,500 Sold

370 Albany Dr. $299,000 Sold
1761 Seagull $350,000 Sold
1274 Arrowridge Dr. $498,800 Sold
213 Lake Drive $699,000 Sold
1047 Muirfi eld $2,250,000 Sold
125 Glendale Ct. $127,500 Sold
111 Hogan $168,500 Sold
28 Grandview Dr. $254,900 Sold
957 Heritage Isle $30,000 Sold
22 Four Winds $65,000 Sold
109 Waterford Ct. $124,900 Sold
8 Grand Cove Dr. $350,000 Sold
#15 Private Quarters $9,500 Sold
66 2A Waters Edge Ct. $119,900 Sold
58 4A Jonathan’s Landing $125,000 Sold
137 Circle Edge 2A $132,000 Sold
1B 90 Falls Point Dr. $158,900 Sold

112 Forest Pointe $289,000 Sold
212E Palisades Condo Dr. 4B $309,000 Sold
134 Canarburgh $129,900 Sold
447 Country Club Dr. $399,900 Sold
150 High Street $45,000 Sold
509 Harrison Street $52,000 Sold
3760 Aspen Ct. $155,000 Sold
182 Bloomington $209,900 Sold
10 Bella vista $350,000 Sold
1274 Arrowridge Dr. $498,000 Sold
143 Norwood Ct. $864,900 Sold
Bloomington Dr. $4,900 Sold
O Road Storage $170,000 Sold
288 Windsor Bay Dr. $158,900 Sold
316 Stoneledge Condos $325,000 Sold
141 Cypress Point Lane $499,900 Sold

Sold for the Year 2013

Call for your current market analysis today!

Group compiling ‘wish list’ for roads, trails, airports
By Nancy Zoellner-Hogland

Citizens of Lake of the 
Ozarks and other stakeholders 
are invited to attend a meeting 
of the Transportation Advisory 
Committee (TAC) to help that 
committee explore the future 
transportation needs of the 
Camden, Miller, Morgan and 
Laclede county area.

The meeting is set for 2 p.m. 
Tuesday, March 4 and will be 
held at the Laurie City Hall on 
Highway 5.

“This actually started out af-
ter a petition was filed with the 
secretary of state to raise the 
state sales tax and use those 
taxes to fund transportation 
projects across the state,” ex-
plained Andy Draper, regional 
planner for the Lake of the 
Ozarks Council of Local Gov-
ernments (LOCLG). “Organiz-
ers ended up withdrawing that 
request, but in the meantime, 
legislators in both houses in-
troduced bills that would place 
the sales tax initiative on the 
November ballot.

“Of course, at this point we 
don’t know if the tax will make 
it on the ballot, or even if vot-
ers will approve it, if it does. 

However, because they want 
to be prepared MoDOT asked 
regional planning commis-
sions throughout the state to 
develop a list of priorities for all 
modes of transportation – not 
just roads and bridges but also 
for recreational trails, airports, 
transportation for the elderly. 
We want input from the people 
of this area on the things they 
want to see or from commu-
nities on things they need,” 
Draper said.

He said, if approved, the 
1-cent sales tax, which would 
not be collected on food, pre-
scription medicines and gas, 
is expected to generate $7.1 
billion over the next 10 years. 
Ten percent of the proceeds 
would go directly to cities and 
counties. The rest would be 
used to accomplish transpor-
tation projects chosen, in part, 
through the multimodal pri-
oritization process.

The Missouri Highways and 
Transportation Commission 
reported earlier this year that 
Missouri Department of Trans-
portation (MoDOT) revenues, 
which are largely tied to state 
and federal fuel taxes, are fall-

ing. That means MoDOT’s bud-
get will soon shrink well below 
the $485 million per year that 
is needed to just keep the state 
system of roads and bridges in 
the condition they are in to-
day. Without the tax or another 
source of funding, new projects 
– like the Osage Beach Parkway 
extension – would be put on 
hold indefinitely. 

Draper said MoDOT ar-
ranged for Burns & McDon-
nell, an engineering design 
firm headquartered in Kansas 
City, Missouri, to facilitate this 
meeting and others. The com-
pany provides expertise in en-
gineering, architecture, con-
struction, environmental and 
consulting services for avia-
tion, transportation, defense, 
environmental and utilities 
markets. 

“They won’t be telling us 
what we need to look at – they’ll 
just be guiding us, bringing 
up points that we might have 
overlooked and showing us 
the most efficient ways to de-
velop our list of priorities,” he 
explained.

At the March meeting, the 
firm’s representatives will also 

introduce a website they devel-
oped that will include a link to 
an online survey. Draper said 
that survey will ask residents 
and stakeholders to give their 
opinions on the transportation 
issues. Because they will use 
the results to help them priori-
tize projects, they hope to get a 
large cross section of the com-
munity involved.

“Probably everyone thinks 
transportation for our elderly 
is an important thing but they 
also might want to see the ad-
dition of more hiking and bik-
ing trails. This survey will ask 
them to choose what is most 
important to them. We’ll be 
promoting this pretty heavily 
in all the news media because 
we want to hear from as many 
people as possible,” he said.

Nick Edelman, director of 
Public Works for the city of 
Osage Beach, said he will be 
at the meetings to discuss 
the need for the Osage Beach 
Parkway extension as well as 
an addition of a pedestrian at-
tachment to the Grand Glaize 
Bridge, similar to the one that 
was recently added to the High-
way 5 overpass in Camdenton.

Last July, Mayor Penny Ly-
ons broke a tie and voted to 
partner with MoDOT to build 
a 2.75-mile long, two-lane, 
two-way outer road that would 
have extended the Parkway, 
which now dead-ends at Key 
Largo, and hook it up with the 
existing service road running 
from Route Y to Lamar Adver-
tising. MoDOT had said they 
would cover one third of the 
project costs and another third 
would have been paid through 
a transportation department 
cost share program, requiring 
the city to pay only one third – 
approximately $1,167,000. Any 
donations of right-of-way were 
to have been deducted from 
the city’s portion.

City officials said the road 
would have provided multiple 
benefits including safer ac-
cess to the VA clinic and slower 
and presumably safer travel for 
school busses, and Bob Lynch, 
district engineer with MoDOT, 
said the road would bring im-
mediate benefits of additional 
traffic coming into the west 
end of town. However, Cost 
Share/Economic Development 

continues on 27
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Our work and reputation continues to grow 
with the expansion of our design-build 
portfolio.  

One reason for this success is our goal 
to build a remarkable feature into each 
project. One that is striking and worthy of 
attention as an intrgal part of the home. 

 An architectural-led design-build firm 
understands the projects intent best and 
carries through the details of the feature. 

As always, we continue to place a strong 
emphasis on details,  client services, respect 
for the project requirements, economic 
discipline, and most important, maintenance 
of the highest ethical standards.

101 Crossings West Drive - Suite 200 - Lake Ozark, MO - 573-552-8145
917 Southwest 33rd street - Lee’s Summit, MO - toll free at 888-318-1346

+ creative design  +  quality construction  +  competitive pricing  +  professional turn-key execution 

Home is where we laugh, love and live.
We would be honored to create a remarkable home for you.

re  mark  a  ble |riˈmärkəbəl|
adjective - worthy of  attention; striking.
• ••
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Market Notes
Below is a comparison of lake-

front home sales in 2012 and 2013 
at Lake of the Ozarks.  2013 saw 
a small increase in the number of 
homes sold with 7 more sales than 
in 2012.  The market saw a slight 
shift in number of homes sold 
in the various price ranges with 
the $500,001 to $800,000 price 
points seeing the largest gains.  The 
$100,001 to $200,000 range was 
still the largest part of the market 
making for 31.2% of sales however 
this was a decrease from its share of 
34.1% of the market in 2012.  The 
luxury home market also showed 
very modest improvement, the in-
creases are not large; however this 
is a small part of our overall market.

I feel the decrease of sales in 
the lower price range is mainly a 
result of a reduction of inventory 
due both to sales and rising home 
values.  (You cannot purchase the 
same home for $200,000 as you 
were able to just 2 years ago.)   As 
I’ve reported in the past, the luxury 
home market took one of the big-
gest hits in terms of both number of 
sales and values.  It is promising to 
see a return in confi dence of buyers 
in this market.  I do feel the sales in 
this range have been driven by price 
adjustments.  I feel this market will 
rebound more slowly in part due 
to the fact that many of the luxury 
home sellers are able and willing to 
wait for market values to increase 
rather than reduce their prices.  The 
increase in the mid to upper range 
is very exciting as this represents a 
portion of the market where pent 

up demand is being seen as a surge 
of buyers who have held off on 
purchases due to the uncertain eco-
nomic climate are moving forward.

Last month’s article did not make 
the February Business Journal issue 
due to an error on my part.  I apolo-
gize to any readers who missed this.  
I reported on the sales activity over 
the past fi ve years broken down by 
property type.  This report showed a 
steady increase in sales with 2013 
showing increases in all property 
types.  If you didn’t receive a copy 
of the report from me via email or 
read it on my blog, you can access 
it at www.AsTheLakeChurns.com or 
send me an email and I’ll get it right 
to you.      Sales info: Lake of the 
Ozarks MLS for all times reported.

If you would like a detailed sales 
report and value for your specifi c 
property type or neighborhood, or 
would like information on the best 
buys at the lake, contact C. Michael 
Elliott & Associates at 573.365.
SOLD or cme@yourlake.com.     

As the Lake Churns

Real Estate and Lake News 
with C. Michael Elliott

$0-$100 to $200 to $300 to $400 to $500 to $600 to $700 to $800 to $900 To $1 Mil to $1.5 Mil to $2 Mil 
2012 56 229 185 103 42 15 10 9 6 5 9 2 
2013 50 212 189 96 37 32 22 14 5 7 11 3 
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Lakefront Home Sales 

1087 Armory Rd.
Osage Beach MO 65065

(573) 348-1483
1-800-CARSTAR CARSTAR.com

Accidents Happen. Fortunately CARSTAR can help.
Our easy insurance processing, nationwide warranty, and our

team of auto body repair experts get it done so you can relax.  

24/7 Accident Assistance  •  97% Customer Satisfaction Rate  •  Nationwide Warranty

HAWKEN

SHOW ME STATE

OUCH!!!

Lake dodges icy bullet
By Nancy Zoellner-Hogland

Although the area experi-
enced high winds in the lat-
ter part of February when the 
thick sheets of ice on the Lake 
began to thaw and break apart, 
there were no reports of flipped 
docks.

And that was a miracle, ac-
cording to Nina Gennetten, 
owner of Ozark Dock and Barge 

Service.
“Some of the pieces were as 

large as an acre. When the wind 
starts pushing them, they’re like 
bulldozers, mowing down ev-
erything in their path. I’ve been 
here at the Lake for 26 years and 
I’ve never seen the entire Lake 
freeze over like it did this year 
but about eight or nine years 
ago, we had a lot of ice in shal-

lower areas. Then we had a lot 
of high winds come through 
as it started to break apart and 
the sheets of ice were, at the 
least, pushing the flotation out 
from docks and in some of the 
worst cases, they were tipping 
docks and ripping them apart,” 
she said, adding that this year, 
the majority of the damage was 

continues on 19

The frozen lake caused problems for some dock owners but the ‘worst 
case scenario’ was avoided, even though conditions were right for 
disaster. Nancy Zoellner-Hogland photo.

SEND YOUR ANNOUNCEMENTS
And business/community-related news and photos to:

Lakebusjournal@gmail.com
Please remember to include photos if available, captions detailing the pho-

tographs and your information in Word (.doc) files for  
publication consideration!
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pmplakeozarks.com  •  info@pmplakeozarks.com
1222 Lands’ End Parkway  •  Osage Beach, MO

573-302-1300 Scott FrisellaBonnie BurtonKevin Brown

We Put The Professional In 
Property Management

As the Developer and General Contractor 
of several Condominium Communities at the Lake, 

we understand the inner workings of your property like no other 
company can. You can trust Property Management Professionals, LLC 

for expertise in all areas of Property Management from infrastructure and 
building maintenance, to personal service and interaction 

with Homeowners. With 14 years of “Hands On – On Site” with Homeowners. With 14 years of “Hands On – On Site” 
experience we deliver with Professionalism. 

573-302-1300  •  1222 Lands’ End Parkway, Osage Beach  MO  65065  •  ProBuildLLC.com

ProBuild sets the standard for Excellence in Condominium, Multi-Family and Commercial 
construction at Lake of the Ozarks. Over the last 14 years, ProBuild has developed and built several of the 
Lake’s highest quality projects. We offer Clients a unique combination of Construction and Development expertise.

BRIDGE VIEW TRINITY POINTE LANDS’ END SUNSET PALMS

• Professional Design & Construction

• From Conception to Completion

• Superior Oversight & Management

• Result Driven for Success
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GOLF RESORT

Community Garage Sale

6:30 - 3PM - Held in the Palmer Room 

March 8th & 9th

1.866.365.1950  •  www.OsageNational.com

Open to the Public  -  Free Admission 

Osage National

Not everyone happy about Charter’s all-digital
By Nancy Zoellner-Hogland

On February 25, all Lake-area 
customers of Charter Commu-
nications who didn’t have their 
televisions connected to a digi-
tal cable box lost their ability to 
receive programming.

That’s because the cable and 
internet provider made the de-
cision to go to a 100-percent 
all-digital format and Charter 
set-top boxes are required to get 
the signal. Charter is supplying 
customers with one digital set-
top box, one HD set-top box or 
1 CableCARD at no cost for 12 
months.  Additional boxes must 
be leased at an additional cost 
of $6.99 per month. Accord-
ing to information provided by 
Charter, standard rates will ap-
ply after the promotional period 
ends.

“Most people have high-defi-
nition TVs now and if you have a 
high-definition TV, you obvious-
ly want to watch high-definition 
quality,” said Kimberly Noetzel, 
senior communications man-
ager with Charter. “HD offers 
a sharper resolution. Even my 
children can tell the difference. 
When we turn on the TV, the 

first thing they’ll say is, ‘Put it on 
high-def mom.’”

Noetzel said the company 
invested more than $2 billion to 
update its network in order to 
provide better services to cus-
tomers. Those “better services” 
also will include 200 HD chan-
nels and faster Internet speeds.

She also said Lake of the 
Ozarks is not the only commu-
nity affected by the decision. 
All customers across Charter's 
29-state service area will receive 
the upgrade by the end of 2014. 
She said Charter has been get-
ting nothing but good feedback 
from customers in areas that 
have already made the transi-
tion.

Charter may get a different 
response from the Lake area.

After receiving complaints 
from residents, the Osage Beach 
Board of Aldermen asked City 
Attorney Ed Rucker to look into 
the legality of the move under 
the franchise agreement the city 
has with Charter. As of deadline, 
Rucker said he was still research-
ing the issue to determine if the 
Video Service Providers Act ad-
opted by state legislators in 2007 

made that agreement null and 
void.

Tom Laird, city clerk at the 
Village of Four Seasons, said 
that since January, when Char-
ter started notifying customers 
of the change, he has received 
one to two phone calls or in-
person visits per day from peo-
ple who are irate about being 
forced to spend an additional 
fee to obtain a service they are 
already paying for.

“A large percentage of our 
owners are here only on week-
ends and feel they already spend 
a lot for a service that’s used very 
little. Many of them have said 
they’re dropping Charter both 
here and at home and they’re 
going with satellite because they 
can just bring their dish and re-
ceiver with them, hook it up to 
the TV at their Lake house and 
they have service – at no addi-
tional cost. It’s very simple. Then 
we heard from other people 
who say they have older TVs and 
won’t even be able to tell if their 
picture is digital – or they just 
don’t care about a sharper pic-
ture, especially if it comes with a 
higher price,” he said. “Unfortu-

nately, I have to tell them there’s 
nothing we can do.”

Noetzel said although the 
set-top boxes that are required 
to receive a signal from Charter 
are not transportable between 
locations, Charter does have 
seasonal offers available. Cus-
tomers should contact Charter 
at 1-888-Get Charter for eligibil-
ity.  

She also said that custom-
ers who do not yet have the re-
quired set-top boxes can either 
pick them up from the local 
Charter office or they can call 
1-877-959-1617 to have boxes, 
which come with self-installa-
tion instructions, delivered to 
their home. Customers can visit 
www.charter.com/digitalnow 
for more information. 

DTV Transition Did Not Re-
quire Cable Systems to Switch 
to Digital

According to the Federal 
Communications Commission 
(FCC), Digital Television (DTV) 
is an advanced broadcasting 
technology that enables broad-
casters to offer television with 
better picture and sound qual-

ity, and multiple channels of 
programming. 

The switch from analog to 
digital broadcast television is 
known as the Digital Television 
Transition. In 1996, Congress 
authorized the distribution of 
an additional broadcast channel 
to every full-power TV station so 
that each station could launch 
a digital broadcast channel 
while simultaneously continu-
ing analog broadcasting.  Later, 
Congress set June 12, 2009 as 
the deadline for full power tele-
vision stations to stop broad-
casting analog signals, which 
freed up parts of the broadcast 
spectrum for public safety com-
munications. 

Since June 13, 2009, full-
power television stations na-
tionwide have been required to 
broadcast exclusively in a digital 
format. However, cable compa-
nies were not required to make 
this change. 

The FCC provides this expla-
nation:

“Digital broadcast” refers to 
the method of transmission of 
broadcast signals over-the-air, 

continues on 19
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Of� ce Equipment & Mailing
Of� ce IT Solutions

Of� ce Furniture & Supplies

Call In: 573-348-1440
Walk-In: 877 Hwy. 42 E
Log In: www.datacomminc.com

IT Services • Document Solutions

A Matter of Trust
with Trenny Garrett, Central 
Trust & Investment Company

Role of the 
Trust Advisor

The trust advisor stands in the 
unique position of being a cen-
tral clearing house for his or her 
clients. The advisor knows the 
client’s current fi nancial position, 
the client’s business, the client’s 
family dynamics and has helped 
plan the future for the client. In 
many cases, the trust advisor 
stands in the place of the client, 
making decisions on behalf of the 
client, executing plans created by 
the client related to family and 
business and investing to meet 
the client’s fi nancial objectives.

Obviously, the trust advisor 
has come a long way from the 
time that the client saw the trust 
department as the fi nal stopping 
point to gather assets, pay taxes 
and distribute assets to the cli-
ent’s family. Today, the trust advi-
sor is in the middle of planning for 
the client. They work with the cli-
ent, and the client’s attorney, ac-
countant and other advisors. The 
trust advisor also brings unique 
perspectives that the client can 
fi nd nowhere else.  

While the advisor builds his or 
her relationship with the client, 
the advisor also brings valuable 
experiences to help the client. 
Building this relationship also es-
tablishes the advisor’s knowledge 
of the client and the client’s goals 
and objectives. The advisor can 
then look at questions and oppor-
tunities through the eyes of the 
client. The advisor provides an in-
dependent but kindred viewpoint. 
The advisor also stands in for the 
client if that person is incapacitat-
ed, unavailable or deceased.

The trust advisor also serves as 
a gatekeeper for other banking 
services, including business loans, 
insurance loans, mortgages, home 
equity loans, deposit accounts  
and a host of other bank products.

Focus on Clients
The trust advisor achieves his 

or her valued position with the cli-
ent through the process of build-
ing a relationship with the client. 
Client confi dence does not come 
without earning it. Clients expect 

a high level of service. They want 
accuracy and timeliness. They ex-
pect understanding and familiar-
ity with their own unique situa-
tions. They want good investment 
performance. They want good 
communication. They appreciate 
communication from their advisor 
in anticipation of their questions 
and needs.

To focus on the client, the advi-
sor needs to work hard. The advi-
sor needs to contact the client 
many more times than the client 
contacts the advisor. With this 
focus, the client receives person-
alized service, specifi c to the cli-
ent’s situation. The client receives 
valuable fi nancial investment 
management services and help-
ful fi nancial advice. The client has 
a team member who considers 
his or her best interests and an 
advisor who will serve the client 
and other members of the client’s 
family.

Are you facing what could be 
a complicated fi nancial issue? 
We’re here to help! Trenny Garrett 
is Senior Vice President at Cen-
tral Trust & Investment Company, 
Lake Ozark. You can contact her 
at 573-302-2474 or visit www.
centrustco.com. Central Trust & 
Investment Company is affi liated 
with Central Bank of Lake of the 
Ozarks. 

Products and services offered 
by Central Trust & Investment 
Company are not insured by the 
FDIC, are not deposits of or guar-
anteed by any depository institu-
tion or affi liate bank and are sub-
ject to investment risks, including 
possible loss of the principal 
amount invested.

Trenny Garrett, J.D., CTFA
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Plan to achieve success, avoid failure 
Lake Business Conference can guide the way

By Nancy Zoellner-Hogland
Though no formula guarantees 

small business success, there are 
many things an aspiring entrepre-
neur can do to improve his or her 
chances of long-term prosperity. 

Bruce Mitchell, chairman of 
the Lake of the Ozarks SCORE, 
said most revolve around plan-
ning.

“A good business plan can 
make all the difference between 
success and failure. It can help 
you determine if there is actu-
ally a demand for that product or 
service and it can help you with 
everything from buying to selling 
that product or service,” he said.

This year, potential entrepre-
neurs – or those already in busi-
ness but who want some fresh 
ideas – can get guidance and 
advice from professionals at the 
2014 Lake Business Conference. 
The event, to be held April 9 at 
Tan-Tar-A Resort, will include a 
track titled “Taking Care of the 
Basics – Guidelines to starting 
a business, business plans & fi-
nance.”

During the seminar, Larry 

Laminger with SCORE will dis-
cuss “Starting a Business: The 
First Steps,” where attendees will 
learn how to explore the feasibil-
ity of a business idea; the value of 
planning; and key licensing and 
regulatory requirements involved 
in the business start-up process.

Richard “Dick” Hobbs, a 
SCORE volunteer who spent 
much of his career in leadership 
and management positions serv-
ing as a career US Marine Corps 
Infantry Officer and then manag-
ing several startups and existing 
business ventures, will discuss 
the importance of developing a 
business plan, the different uses 
of the plan, what makes a “win-
ning” plan and sources to provide 
assistance with the plan.

Hobbs and Suzanne Stearman 
with the SBA will speak on “Fund-
ing your business – no easy an-
swers.” They will discuss the key 
metrics to funding a business, 
new and innovative ways to fund 
and the importance of facing the 
reality that there is no “free lunch” 
in funding a business.

The conference will also in-

clude three other tracks: Mar-
keting Your Business – Targeting 
your Message and Understanding 
Digital Marketing; Customer Ser-
vice –Tips to creating a customer 
focused culture and delivering 
exceptional service; and HR Up-
dates – Need to know info on the 
Affordable Care Act and Hiring 
Seasonal Employees

Track A: Marketing Your Busi-
ness – 

Digital marketing experts 
at Bucket Media will help sort 
through acronyms and what they 
mean to a business’ online mar-
keting plan; they’ll explore the 
evolution of digital marketing and 
they’ll discuss why it’s important 
to have an online business pres-
ence in today’s world. “No mat-
ter if you are a beginner or expe-
rienced digital marketer, you’ll 
leave armed with important in-
formation and tips on how to im-
prove your business’ online pres-
ence,” the description promises.

Jerry Henry, president and 
CEO of H2R Market Research, 
also will discuss the importance 
of understanding customers; he 
will examine how travelers and 
Lake area customers are changing 

and why business owners need 
to embrace new marketing tech-
niques; and how implementing a 
consumer insights initiative can 
provide a competitive advantage.

Track B: Customer Service -
Several Lake area employers 

will share how customer service 
is incorporated as a key element 
into their business strategy.  Pan-
elists will also provide insight into 
how they work with employees 
to ensure this customer service 
focus is clearly demonstrated to 
customers. They will attempt to 
discern the description of “excep-
tional” customer service; they’ll 
discuss what customers expect; 
and they’ll help business owners 
understand how they can deter-
mine if they’re doing everything 
possible to provide their custom-
ers with a memorable service ex-
perience. 

Track C: HR Updates –
Steve Rubino with Coventry 

Healthcare will provide an Af-
fordable Health Care Act update 
and David Campanini, a prin-
cipal with C. Clarity Consulting, 
which provides human resources 
and management solutions for 
Missouri employees, will discuss 

“Hiring in a Seasonal Environ-
ment.”

The fee to attend the confer-
ence is $40 for the first individu-
als who are members of any of the 
chambers of commerce, the Con-
vention and Visitor Bureau, the 
Tri-County Lodging Association, 
the Lake of the Ozarks SCORE 
chapter or the Heart of the Ozarks 
Professional Business Women 
and then $35 for each additional 
attendee from a single business.

 The fee is $60 for those who 
aren’t members of those organi-
zations.

For more information call 
Jackie Rasmussen at 573-346-
2644. For a complete conference 
schedule that includes times for 
each presentation, visit www.
lakebusinessconference.com.

‘Plan your work – work your 
plan’ good advice for entrepre-
neurs

The more you know up front, 
the less likely you are to make 
the same mistakes that typically 
doom other new business. And, 
you’re be better positioned to 
adjust to unexpected events or 
trends that can send an otherwise 
well-run enterprise into a sudden 
tailspin. 

continues on 15
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4050 Osage Beach Parkway
573.348.3332 • Mon-Sat 9-6

“Tax Time”
with Bobby Medlin CPA

IRS provides 
extension for 
small estates 
that want 
portability

In Revenue Procedure 2014-18 
released January 30, 2014, IRS has 
provided a procedure under which 
estates of decedents that died before 
Jan. 1, 2014, that fall below the dollar 
threshold for having to fi le an estate 
tax return, and that want to elect to 
make the estate tax portability exclu-
sion, can get an automatic extension 
of time to make that election.  This 
can be a huge estate tax savings.

Code Sec. 2010(c) allows the es-
tate of a decedent who is survived 
by a spouse to make a portability 
election, which allows the surviving 
spouse to apply the decedent’s un-
used exclusion amount to the surviv-
ing spouse’s own transfers during life 
and at death. The amount received by 
the surviving spouse is called the de-
ceased spousal unused exclusion, or 
DSUE, amount.

 Code Sec. 2010(c)(5)(A) provides 
certain requirements that the execu-
tor of the estate of a deceased spouse 
must satisfy to allow the decedent’s 
surviving spouse to apply the dece-
dent’s DSUE amount to the surviving 
spouse’s transfers. The executor of the 
estate of the deceased spouse must 
elect portability of the DSUE amount 
on a Form 706, United States Estate 
Tax Return.  A portability election is 
effective only if made on a Form 706 
that is timely fi led.  The due date of 
an estate tax return required to elect 
portability is nine months after the 
decedent’s date of death.

New automatic extension.  A 
taxpayer who meets the require-
ments listed below will be deemed to 
meet the requirements for relief.  For 
purposes of electing portability, the 
taxpayer’s Form 706 will be consid-
ered to have been timely fi led.  The 
taxpayer will receive an estate tax 
closing letter acknowledging receipt 
of the taxpayer’s Form 706.

In order to qualify for the auto-
matic extension, these requirements 
must be met:

(1) The taxpayer is the executor of 
the estate of a decedent who: (a) has 
a surviving spouse; (b) died after Dec. 
31, 2010, and on or before Dec. 31, 
2013; and (c) was a citizen or resident 
of the United States on the date of 
death.

(2) The taxpayer is not required to 
fi le an estate tax return under Code 
Sec. 6018(a) (as determined based 
on the value of the gross estate and 
adjusted taxable gifts).

(3) The taxpayer did not fi le an 
estate tax return within the time pre-
scribed by Reg. § 20.2010-2T(a)(1) 
for fi ling an estate tax return required 
to elect portability; and

(4) A person permitted to make 
the election on behalf of a decedent, 
must fi le a complete and properly-
prepared Form 706 on or before Dec. 
31, 2014.

(5) The person fi ling the Form 706 
must include certain language on the 
form to obtain this relief.

If you believe that an estate you 
are involved with has missed making 
the portability election for decedents 
dying in 2011, 2012, or 2013, give us 
a call.  What is at stake?  Portability 
of a deceased spouse’s DSUE could 
save your heirs over $2 million of es-
tate tax.

Bobby Medlin CPA has offi ces in 
Tipton, California and Lake Ozark. 
Bobby can be reached by phone at 
573-365-9400 or online at www.
bobbymedlincpa.com

Bobby Medlin, CPA

NEW

IN THE
MORNING
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WWW.MIX927.COM

LISTEN 
LIVE 

WEEKDAYS 
6AM-10AM 
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AUTO & TIRE SERVICE, LLC
PRECISION
1024 Industrial Dr. • Osage Beach • 348-2233

www.precisionautoandtire.com

Truckload 
Tire Sale

                     
Best prices

                  All major brands • Call for details

AUTO & TIRE SERVICE, LLC
PRECISION

C O M P L E T E  A U T O  R E P A I R  &  T I R E  S T O R E

INVENTORY

REDUCTION
LOWEST POSSIBLE PRICES!WHILE SUPPLIES LAST!

YOUR COMPLETE AUTO & TIRE STORE SINCE 1987

LEASING
AVAILABLE

(573) 873-5599 

*Call us for detailsComplete VOIP
phone systems

NEW
6 Station 
Telephone System

$69*

$899*$899*

for as
little as

for as
little as

per/mo.
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olden Rule Insurance Agency

 

4065 Osage Beach Parkway Osage Beach, MO 
573-348-1731  www.goldenruleinsurance.com

Services Provided Include:
Boat Dealers     Boat Repair     Marinas       Boats     PWC     Docks    

Providing a full-time staff located here at The Lake to 
serve all your personal and commercial needs.

Kitchen & Bath

Osage Beach
924 Hwy 42
(573) 348-4464
dkbshowroom.com

Turn your

Reality
Vision

into

DKB is here to help you create your dream kitchen, bath, entry, study, laundry room....

“Insurance Talk”
with Nick Brenizer of 
Golden Rule Insurance

Have You Been 
Compromised?

Have you been compromised 
through Target, maybe last summer 
at Schnucks or maybe somewhere 
else where your debit or credit infor-
mation was stolen? By now almost 
everyone has heard about the Target 
data breach that affected millions 
of people. You may also have heard 
or been affected by the 2.4 million 
debit and credit card compromise 
of Schnucks where 79 out of 100 
of their stores were hit? According 
to recent surveys more than 50% of 
small businesses have experienced a 
security breach. In fact data thieves 
actually target small to mid-sized 
businesses because their security 
systems are more vulnerable. Nor-
mally standard policies all exclude 
this type of risk and many compa-
nies are putting stricter exclusions 
into their policies and the more of 
these breaches the more this will 
happen.

Good news is there is insurance 
coverage for this, called Cyber liabil-
ity or Data Compromise coverage. 
This coverage along with many other 
things helps you comply with costly 
new laws and keeps your customer’s 
goodwill when personal information 
in your safekeeping is lost, stolen or 
accidentally exposed. Other cover-
age “could” include required no-
tifi cation of all affected, a toll-free 
helpline, credit monitoring and even 
identity restoration assistance for 
identity theft victims caused by the 
breach. 

Cyber liability is for any business 
that takes credit, debit information 
into their safekeeping, which last 
time I went into businesses here 
at the lake that is pretty much ev-
eryone. Cyber liability used to be 

fairly expensive when it fi rst came 
out about 3-5 years ago but now 
with as many companies that are 
offering the coverage it is becom-
ing very affordable. With all these 
MAJOR hits companies are taking, it 
is something you should really take 
into consideration for your busi-
nesses. Most carriers can add this 
coverage to your Business-owners, 
Garage BOP and contractor policies 
without adding another policy or 
you can have a stand alone policy as 
well which in most cases gives more 
coverage. 

If you and your agent haven’t 
talked about cyber liability for your 
business, it’s time to start talking 
about this coverage. Data thieves 
are getting shiftier with how they 
get this information and no matter 
the steps you have or have not taken 
to prevent a breach, it can still hap-
pen to you and your business. Call 
your agent or give Golden Rule In-
surance Agency a call and ask about 
what we can offer for cyber liability 
coverage.

Nick Brenizer, has an AIP desig-
nation and works for Golden Rule 
Insurance Agency in Osage Beach. 
He can be reached at 573-348-
1731 or at Nick@goldenruleinsur-
ance.com

Nick Brenizer, AIP
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Learn how to use QuickBooks Pro in your business
By Nancy Zoellner-Hogland

One of the most challeng-
ing aspects of owning a busi-
ness can be managing money. 
However, QuickBooks Pro can 
help even the most numbers-
challenged entrepreneur stay 
on top of his or her finances.

The computer software pro-
gram can be used to remind 
business owners when recur-
ring bills are due and then print 
checks to pay those bills; it can 
track expense billing and pre-
pare financial statements; the 
program can track sales and 

create receipts and then it can 
create a variety of financial re-
ports, export those reports into 
Microsoft Excel spreadsheet 
format and send them elec-
tronically via email.

To help business owners 
and organizations take full 
advantage of the QuickBooks 
program, the University of 
Missouri Extension will be 
offering training classes on 
the accounting software this 
month.

The Advanced QuickBooks 
class, which is open to every-

one, is scheduled for 9 a.m. to 
4 p.m. on Friday, March 21. The 
class will be held in the com-
puter lab (Room 127) at the 
State Fair Community College 
Osage Beach campus at Stone-
crest Mall.

This advanced level class 
will focus on the expanded re-

porting capabilities of Quick-
Books, importing and export-
ing data to Microsoft Excel, 
setting up and tracking inven-
tory, tracking job costs and set-
ting up opening balances in 
equity accounts.  

Class size is limited and pre-
registration is required.  The 

fee to attend the class is $95 per 
person. To register or get addi-
tional information, contact the 
Camden County University of 
Missouri Extension Center at 
573-346-2644 or register for the 
class on-line at http://www.
missouribusiness.net/cgi-bin/
calendar.

continued from 11
Some key areas that should be 

thoroughly researched include 
market demographics and de-
mand for a particular product or 
service, marketing channels and 
visibility (i.e., how you’ll reach 
those prospective buyers), com-
petition and pricing, direct and 
indirect costs (including overhead 
items such as rent and insurance), 
financing availability and repay-
ment requirements, and location 
issues. 

You also need to chart a plan 
for growth. A promising start-up 
doesn’t always sustain its early 
momentum. It’s one thing to 
reach a comfort level where ev-
erything seems to be firing on all 
cylinders but what happens when 
a new competitor arrives on the 
scene or costs go up? 

Finally, look at your most im-
portant asset—you. Is operating 
a small business really what you 
want to do? And do you have all 
the skills and resources to do it? 
Poor management is a major 
reason for small business failure, 
whether it’s keeping the books 
or leading employees. There are 
several alternatives for addressing 

areas in need of improvement—
self-education, a partnership, 
outsourcing, etc. Which one best 
fits your personality, skill level, 
and type of business? 

And consider how operating 
a small business will affect your 
personal relationships. Entre-
preneurship is an exciting and 
rewarding experience, but it re-
quires commitment, objectivity, 
and balance with other facets of 
your life. Burnout from success 
or frustration from setbacks can 
have the same negative physical 
and emotional consequences. 

Starting a new business carries 
an inherent degree of risk, but sta-
tistics show that the odds of sur-
vival are definitely in the start-up’s 
favor. According to the U.S. Small 
Business Administration, 70 per-
cent of new employer establish-
ments survive the first two years, 
and 51 percent are still going after 
five years.

For more information contact 
the Lake of the Ozarks SCORE 
Chapter at www.LakeoftheO-
zarks.SCORE.org, by e-mail at ad-
min.0493@scorevolunteer.org or 
call 573-346-5441.

Plan to achieve
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A Division of First State Bank of St. Charles
NMLS # 41668

Visit us at our NEW OFFICEin the John Elliott Interiors Building across from J.B. Hook’s

...But the same award-winning service!
Your  Trusted Lake Lender  has a NEW LOCATION...

Michael Lasson
(573) 302-0909

NMLS # 493712

2265 Bagnell Dam Blvd.
Lake Ozark, MO 65049

573-365-LOAN | www.fsb�nancial.com

Mike Ogle
(573) 302-0080

NMLS # 231620

Bob O’Steen
(573) 746-7214

NMLS # 332983

We’re proud to introduce our newest lender-
Bob O’Steen! 

Managing Rental Property
with Russell Burdette of 
Your Lake Vacation  

Purchasing the Right 
Condominium

Last month we looked at vacation 
rental homes and this month we will 
look at condos.  As with homes, the 
size, location and amenities will de-
termine how many rental nights and 
what kind of income you can expect.

As a word of caution I would rec-
ommend that if you cannot afford to 
purchase the condo without counting 
on the rental income, then you should 
not purchase the condo.  On the other 
hand if you can afford the payments 
and are just looking to off-set your 
expenses, then you will be much more 
satisfi ed with your purchase and rent-
al experience.

However you should not purchase 
based on price alone.  Finding a great 
deal on a condo that won’t rent is not 
wise, while spending a little more on a 
condo that will rent well would make 
more sense.  There are a few condo 
complexes that do not allow nightly 
rentals, check with your agent (or pro-
fessional rental manager) before pur-
chasing.  The Osage Beach and Horse-
shoe Bend areas, between the seven 
and 22 mile markers, are still two of 
the most popular locations for rental 
condos.  But other areas, depending 
on amenities, do well also.  

Here are some things to look for; 
the fewest steps to the door, elevators, 
a big pool, multiple or indoor pools, 
easy access to docks, large boat slip, 
great view, large screened deck, play-
ground area, on site boat launch/
trailer parking and ample parking for 
the complex. Few complexes offer all 
of these amenities, so look for those 
that offer the most or best features.

Does size matter?  A one bedroom 
condo should cost less and might rent 
for more nights, but due to pricing, the 
income level will be lower vs. a three 
bedroom condo that only rents for half 
as many nights, since a three bedroom 

would be close to three times the price 
per night.  Income will vary by location 
and unit, but a typical one bedroom 
could see a potential gross of $3,000 
to $7,500 per year, with a three bed-
room having a potential gross of 
$6,000 to $10,000 per year. 

Finally it is essential to fi nd a man-
ager that has multiple rentals in your 
complex.  Unlike a large home that 
can be rented by multiple families, 
generally a group is going to need 
multiple condos.  If yours is the only 
one at the complex with your rental 
company, you will potentially miss out 
on 25% to 35% of all rentals.  If you 
don’t have a boat slip you will miss 
out on another 25% of renters that 
either bring or rent a boat.

Russell Burdette is the owner/
broker of Your Lake Vacation, a profes-
sional vacation rental management 
company at the Lake of the Ozarks 
since 1986.  Russell has served as the 
vice-chairman of the Tri-County Lodg-
ing Association, is past president of 
the Lake of the Ozarks Vacation Rental 
Association, sits on the board of direc-
tors for the Lake of the Ozarks Golf 
Council and is currently president of 
the Lake Business Builders BNI chap-
ter.

If you would like more info on rent-
ing your home or condo as a vacation 
rental, please call 573-365-3367 or 
e-mail russell@yourlakevacation.com.

Russell Burdette

NEW

IN THE
MORNING

THE

LISTEN LIVE WEEKDAYS 6AM-10AM ON
WWW.MIX927.COM

Park it! BDSA does what it can 
to make that happen
By Nancy Zoellner-Hogland

This summer it may be a lit-
tle easier to find a parking spot 
on the Bagnell Dam Strip.

That’s because the Bagnell 
Dam Strip Association (BDSA) 
has partnered with the city of 
Lake Ozark to build from 12 
to 16 additional spaces in the 
mid-section of the district.

“There’s a great need for 
more parking on the Strip but 
because of the terrain, we’re 
limited on what we can do. 
The area between the road and 
the old 10-cent skee ball is city 
right-of-way so we looked into 
the cost of cleaning it up, tak-
ing out the old islands and add-
ing spaces there,” explained 
Alderman Jeff Van Donsel, 
who also serves on the BDSA 
board. “We had someone offer 
to do the excavation work at 
no charge and we’re talking to 
someone else about providing 
a survey for free or at a very low 
fee so the only cost to the city 
will be some simple engineer-
ing and the asphalt. The BDSA 

has already committed to cov-
ering the cost should any sur-
prises pop up.”

In addition, Ameren Mis-
souri agreed to right a leaning 
utility pole and Charter Com-
munications and AT&T agreed 
to move utility lines, clear-
ing the way for the additional 
spaces.

At their January 28 meeting, 
Lake Ozark aldermen voted 
unanimously to move forward 
with the plan. Van Donsel said 
if all “falls into place,” they 
hope to have the work complet-
ed by the start of the summer 
season.

The city is also looking into 
the cost of tearing down the old 
police station behind Old Time 
Photos and turning that land 
into an off-street parking lot.

“The city has been the topic 
of some unpleasant discussion 
lately – people saying it’s run 
down and abandoned-looking 
but that’s just not true,” Van 
Donsel said. “We have only a 
couple empty buildings, we 

have a lot of new businesses 
going in and those new owners 
are making some changes and 
cleaning things up. Our future 
is looking better and better.”

Part of that could be due to 
Hot Summer Nights, a monthly 
car show that has been dubbed 
a “mile-long slice of Americana 
pie.” The shows, put on by the 
BDSA with the help of several 
sponsors, has drawn a lot of at-
tention, drawing an estimated 
8,000 to 9,000 spectators and 
participants to each event and 
winning the 2011 Missouri 
Tourism Innovator Award, 
which pays tribute to those 
smaller tourist entities that 
achieved great results on small 
budgets.

This year’s family friendly 
cruise-ins are set for May 9, 
June 13, July 11, Aug 8 and 
Sept.5. 

On June 13 the Lake will sa-
lute Route 66. The Route 66 As-
sociation of Missouri and the 
author of “Route 66,

continues page 17
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Now in Our New O�  ces!

Full Service Tax Preparation
Accounting  • Auditing

Business Consulting

www.EversCPAs.com • 573-348-4141
5886 Osage Beach Parkway • Osage Beach

State Farm, Bloomington, IL

We all feel the same commitment to care for our 
families. Helping you meet your insurance needs 
is part of my commitment to you. Like a good 
neighbor, State Farm is there.® 
CALL ME TODAY.

Family is 
why we 
do it all.

0907504 

Malcolm Decker, Agent
1179 E Highway 54

Camdenton, MO 65020
Bus: 573-346-5920

mac.decker.le2o@statefarm.com

Park it! 
continued from 16

The Highway and It's Peo-
ple” have been invited as spe-
cial guests and towns that were 
located along the infamous 
highway have been invited to 
showcase any history they rep-
resent. July 11 will be “muscle 
car” night; the movie “Grease” 
will be the theme for the Au-
gust 8 show; and September 5 
will honor veterans. The Lake 

of the Ozarks Corvette Club 
will salute Lake-area heroes 
by handing out American flags 
and then taking them for a 
cruise of the Strip.

The car shows will also 
include a variety of music, 
clowns, face painting and ac-
tivities for the kids as well as 
food and shopping specials. 
For more information, visit 
event’s Facebook page at www.
facebook.com/cruisehotsum-
mernights.

YHTI  -  FASTER
INTERNET 1-800-670-YHTIINTERNET

As low as 39.95 per mo.

Per month and up
Per 

month 
and up

Visit Today
www.yhti.net

WIRELESS
ACCESS

DSL
ACCESS FASTEST

INTERNET
AVAILABLE

FIBER &
T1/OPTICAL

BUSINESS
HOSTING

The Internet with no strings
attached! Get broadband in 
areas where no other service

can go! Up to 2Mbps
download speeds!

YHTI, Inc. can help customize 
direct T1 & Fiber Optic Internet 
access to best meet the demands 
of your business. Whether it is 

a partial T1 or multiple lines, we 
will work with your IT depart-
ment to assess your needs and 
recommend and install the most 
cost effective plan for now and 

as your business grows!

Whether you are a long time site 
owner or considering your fi rst 
website, you need a no hassle 

place to host. If you are new to 
having a website, we will walk 
you through each step of the 

process. Hosting your site locally, 
instead of with a giant out of 
state server farm, provides for 
personalized service and you 
know just who to contact with 

questions or concerns.

$3995

$1995
$2895

Business Needs Speed.
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108 High St. • Jefferson City Mon. - Fri. 9-5:30
Sat. 10-4:30 www.divinitygiftshop.com

Divinity Religious Gift Shop

573-636-5470
30%
up to New Shipment Has Arrived!

off

First Communion 
Dresses

Coupon must be presented at time of 
purchase. Divinity Religious Gift Shop. 

All Sales Final.
Visit DivinityGiftShop.com

Mortgage $ense
with Michael Lasson of First 
State Bank Mortgage 

Harsh Winter 
Weather May 
Cause the Feds to 
Increase Purchases 
of Mortgage Bonds

“Winter is coming.” George R.R. 
Martin. Winter has long arrived in 
many parts of the country, and it is 
being cited as a reason for several 
weaker than expected economic re-
ports. Read on for details, and what 
they mean for home loan rates.

After making important improve-
ments last year, the housing sector 
has struggled of late. January Hous-
ing Starts declined by 16 percent 
from December, and have been 
declining since November’s annual 
rate of 1.101 million, which was the 
highest since 2008. Building Permits, 
a sign of future construction, also fell 
5 percent in January from December, 
while Existing Home Sales declined 
by 5.1 percent.

In addition, the National Associa-
tion of Home Builders Housing Mar-
ket Index came in at 46, the lowest 
reading since last May. Readings 
over 50 indicate that more builders 
view conditions as good, rather than 
poor. The NAHB said that weather 
conditions across the country led to 
a decline in buyer traffi c last month.

In the manufacturing sector, both 
the Empire State Manufacturing In-
dex and the Philadelphia Fed Index 
fell in February, coming in well be-
low expectations. The labor market 
is also struggling, as Weekly Initial 
Jobless Claims came in at 336,000 
and continue to hover around this 
number. Meanwhile, infl ation at both 
the consumer and wholesale level 

remains tame.
What does this mean for home 

loan rates? Remember that the Fed is 
now purchasing $35 billion in Trea-
suries and $30 billion in Mortgage 
Bonds (the type of Bonds on which 
home loan rates are based) to help 
stimulate the economy and housing 
market. This is down from the origi-
nal $85 billion per month that the 
Fed had been purchasing. The min-
utes from the Fed’s recent meeting of 
the Federal Open Market Committee 
revealed a lack of consensus on this 
topic. If economic data continues to 
be weak, the Fed may have to re-
think the tapering it has begun. This 
will be a key story that could impact 
the markets and home loan rates in 
the weeks and months to come.

The bottom line is that now re-
mains a great time to consider a 
home purchase or refi nance, as 
home loan rates remain attractive 
compared to historical levels. Let me 
know if I can answer any questions 
at all for you or your clients.

I would love the opportunity to 
help you manage your Lake of the 
Ozarks Mortgage Loan or refi nance.  
Give me a call at (573) 746-7211 or 
send me an email at mlasson@fsbfi -
nancial.com with any questions you 
may have!

Painting, Sealing & Staining Inside & Out
Carpet Cleaning - Housekeeping - Light Hauling

Small to Mid-Sized Condo Management
Leaf Removal - Powerwashing Decks & Docks
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Soft Water 101
with Professor Culligan

 Softer Skin & Hair
 Save time on cleaning and money 

on supplies
 Cleaner and fresher laundry 

and dishes 

It's Pure
and simple!

R A D I O

365-CULL-11-Ozark-Professor-5.65x5.65-FA.indd   1 10/18/11   3:39:41 PM

Estate Planning
Financial Planning
Retirement Planning
Tax Preparation
Tax Planning
Business Consulting

Accounting Services
Payroll Services

Employee Bene� ts
Audit & Review Services

Business Succession Planning
Accounting Software

Wilson, Toellner & Associates, L.L.C.

Certi� ed Public Accountants
& Business Consultants

~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~
YOUR PARTNERS IN PROGRESS

www.wtcpa.com

2729 Bagnell Dam Blvd. Lake Ozark, MO • 573-964-5739
810 S. Highway 5 • Camdenton, MO • 573-346-6822

Mortgage $ense
with Michael Lasson of First 
State Bank Mortgage 

Harsh Winter 
Weather May 
Cause the Feds to 
Increase Purchases 
of Mortgage Bonds

“Winter is coming.” George R.R. 
Martin. Winter has long arrived in 
many parts of the country, and it is 
being cited as a reason for several 
weaker than expected economic re-
ports. Read on for details, and what 
they mean for home loan rates.

After making important improve-
ments last year, the housing sector 
has struggled of late. January Hous-
ing Starts declined by 16 percent 
from December, and have been 
declining since November’s annual 
rate of 1.101 million, which was the 
highest since 2008. Building Permits, 
a sign of future construction, also fell 
5 percent in January from December, 
while Existing Home Sales declined 
by 5.1 percent.

In addition, the National Associa-
tion of Home Builders Housing Mar-
ket Index came in at 46, the lowest 
reading since last May. Readings 
over 50 indicate that more builders 
view conditions as good, rather than 
poor. The NAHB said that weather 
conditions across the country led to 
a decline in buyer traffi c last month.

In the manufacturing sector, both 
the Empire State Manufacturing In-
dex and the Philadelphia Fed Index 
fell in February, coming in well be-
low expectations. The labor market 
is also struggling, as Weekly Initial 
Jobless Claims came in at 336,000 
and continue to hover around this 
number. Meanwhile, infl ation at both 
the consumer and wholesale level 

remains tame.
What does this mean for home 

loan rates? Remember that the Fed is 
now purchasing $35 billion in Trea-
suries and $30 billion in Mortgage 
Bonds (the type of Bonds on which 
home loan rates are based) to help 
stimulate the economy and housing 
market. This is down from the origi-
nal $85 billion per month that the 
Fed had been purchasing. The min-
utes from the Fed’s recent meeting of 
the Federal Open Market Committee 
revealed a lack of consensus on this 
topic. If economic data continues to 
be weak, the Fed may have to re-
think the tapering it has begun. This 
will be a key story that could impact 
the markets and home loan rates in 
the weeks and months to come.

The bottom line is that now re-
mains a great time to consider a 
home purchase or refi nance, as 
home loan rates remain attractive 
compared to historical levels. Let me 
know if I can answer any questions 
at all for you or your clients.

I would love the opportunity to 
help you manage your Lake of the 
Ozarks Mortgage Loan or refi nance.  
Give me a call at (573) 746-7211 or 
send me an email at mlasson@fsbfi -
nancial.com with any questions you 
may have!

Correction: In our February 2014 issue, we inadvertently 
transposed the parties named in an announcement of the for-
mation of Pinnacle Real Estate Partners. 

From left (above): Mark Beeler, Kathy Beeler, Star Cooper and 
John Garrett. We regret any confusion this may have caused.

Corrections

continued from page 8
while “digital cable” refers to the 
way in which some, or even all, 
of a cable company’s signals are 
transmitted through its cable 
wires or fiber.

Cable companies may of-
fer cable channels in an analog 
tier and others in a digital tier, 
or it may have transitioned to 
all-digital service where all of its 
channels are transmitted using 
digital technology. The decision 
to carry channels in analog, an-
alog and digital (sometimes re-
ferred to as a “hybrid” system), 
or solely digital is left to the ca-
ble company’s discretion. There 
is no government requirement 
for the way cable companies 
transmit their signals.

If a cable company moves 

some or all of its channels onto 
a digital service tier, it may no-
tify customers that they need to 
get digital cable equipment to 
continue receiving those chan-
nels. Cable companies may also 
require customers to lease from 
them a digital cable set-top box 
or CableCARD, or to purchase at 
retail a set-top device or a digital 
cable ready TV equipped with a 
CableCARD slot. This digital ca-
ble equipment is different from 
the digital-to-analog converter 
boxes required to receive broad-
cast signals over-the-air.

Any analog television not 
hooked up to cable must use a 
digital-to-analog converter box 
to receive broadcast signals 
over-the-air.

Charter all-digital

Dodges icy bullet
continued from page 6

confined to stiff arms, walk-
ways, connections and, in some 
cases, the center of docks where 
they joined the walkways. “As 
the lake froze, it just pushed the 
docks up against the shoreline, 
buckling the ramps and causing 
a substantial amount of dam-
age to piers where they were at-
tached.”

Dave Markovitz, owner of 
Boat Lift Marine Center in Osage 
Beach, said he too had heard of 
s numerous cases where docks 
had nearly been pushed to the 
shoreline by the ice.

”Fortunately, the lifts seem to 
be holding up ok. We’ve heard 
of a few incidents where tanks 
have gotten cracked and a few 
others where the ice formed on 
top of square tanks, pushing 

them down under water, but 
for the most part, there haven’t 
been a lot of issues,” he said.

Gennetten and Markovitz 
both said many of the problems 
could have been avoided by us-
ing dock deicers – but when 
people finally realized they 
needed them, there were none 
to be found.

“I started the season with 30 
on hand and sold every single 
one. I was finally able to find 
three others at one of my sup-
pliers but I had them sold before 
they were even shipped to me,” 
Gennetten said.

By the beginning of February, 
Menards was the only retailer 
that could be located having 
dock deicers in stock and those 
were sold in just a few days.
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FOURTH OF JULY 
WEEKEND 1932 

A lot has changed at Lake of 
the Ozarks in 82 years, not the 
least of which is how things 
look and what holiday week-
ends are like. In 1932 the Lake 
was just 13 months old and 
celebrating its second Fourth 
of July weekend. Here are two 
descriptions of that weekend 
as reported in the Lake area 

media:
“July 2, 3, and 4, in spite of . 

. . much rain Friday morning . 

. .thousands were on the Lake 
fi shing, swimming, boating, 
sightseeing (and) fi nding new 
resorts, new swimming holes, 
new fi shing spots, with ev-
erybody happy, even though 
the so-called depression is 
on. Richard Jeffries at the 
west side of the Grand Glaize 
Bridge. . .reports large crowds 

with all accommodations tak-
en and a steady string of cars 
in and out of all camps in the 
hopes of fi nding a place for 
the night. Many brought tents 
and stayed several days, and 
one point here looked like an 
army camp. . . Jeffries counted 
75 cars in twenty minutes and 
estimates the total for the day 
2,500, which passed his door.”

“Crowds began to gather 
at the most accessible points 

south of Stover Saturday af-
ternoon and at Little Buffalo. 
Saturday night there were 
about 65 cars parked there . 
. . Big Bend Acres and River-
view Heights, the two Lake 
points south of Stover that 
have reached town-like pro-
portions, were overrun with 
motorists and campers.”

The photograph (photogra-
pher unknown) that accompa-
nies this article looks east and 
shows the Jeffries fi shing dock 
at the west end of the Grand 
Glaize Bridge as it appeared in 
the early 1930s. Today’s view 
at the west end at the bridge, 
with the new Expressway de-
velopment, has been substan-
tially changed and so has the 
far shore in the background, 
which is now nearly solid with 
condo development. �

This historical sketch is from 
the collection of H. Dwight 
Weaver. He is the author of six 
books on the history of Lake of 
the Ozarks.

The author’s latest book on 
Lake history – Images of Ameri-
ca, Osage Beach – is now locally 
available and is a pictorial his-

tory of Osage Beach from 1880 
to 1980. 

Weaver’s book “A Pictorial 
Guide to Ha Ha Tonka State 
Park” contains more than 300 
photos of the park, which in-
clude all of the park’s signifi -
cant natural and man-made 
features along its trails and 
boardwalks.

Contact him at: dwight-
weaver@charter.net or call 
573-365-1171. Visit www.
lakeoftheozarksbooks.com to 
obtain more information or 
to purchase 
one of his 
books on 
line.

GLIMPSES OF THE LAKE’S PAST With Dwight Weaver

February Business Journal 
Social 2/13 at Bootlegger’s with 
Sponsor BassingBob.com

#1 L-R: Wayne Fitzpatrick, 
Owner Fitz Tackle and Supplies, 
Bob Bueltmann, Founder Bassing 
Bob, Dave Bueltmann, Co-
Founder Bassing Bob, Jack Uxa, 
Jacks Guide Service and James 
Dill, Owner Crock-o-Gator Bait 
Company.

#2 A group of local fishermen
#3 The fantastic crowd
#4 Winner of the rod and reel 

was Corrine Faulconer

Would your company like to 
book a BJ social? Contact Linda 
for Details at 573-216-5277 or 
Linda@Mix927.com.

This month’s Business Social 
is March 13th at the City Grill, 
hosted by the Professional 
Business Women.

Photos by Rita Rose Event 
Photography.

1

3

2

4

Business Journal Social Event Photos
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 Securities and insurance products are offered through Cetera Investment Services LLC , member FINRA/SIPC.              
Advisory services are offered through Cetera Investment Advisers LLC. Neither firm is affiliated with the financial 
institution where investment services are offered. Investments are: *Not FDIC insured *May lose value                                
*Not financial institution guaranteed *Not a deposit *Not insured by any federal government agency.  

planning process together. 
Let’s work through a financial  

Investment Executive 

First National Financial Services                                                         
117 North Business Route 5, Camdenton                      

(573) 346-3311  

YOUR FINANCIAL FUTURE COULD 
BE EVERYTHING  YOU DESIRE…    

if you’re willing to dream it, plan it and 
do it! Creating the future of your 

dreams calls for a plan tailored to your 
specific needs.  

Your Lake Vacation
4571 Osage Beach Parkway, Suite A • Osage Beach, MO 65065
573-365-3367 • 877-284-0267 • www.yourlakevacation.com
www.knollsresort.com • www.lazydaysrentals.com

Vacation Rental Management
Serving the Lake since 1986

Over 100 vacation homes and condos 
located in Osage Beach, Lake Ozark, 
Horseshoe Bend, Laurie and on the 

North Shore.

Now in our new location at 4571 Osage 
Beach Parkway, Suite A next to Vista 
Grande across from the outlet mall.

Give us a 

call and we will 

be glad to tell you 

how you can put 

your property to 

work for you!

continued from page 2
someone eating peanuts can 
cause her to have an allergic 
reaction. To shine a spotlight 
on the issue, she recently pro-
duced a six-minute film, “More 
Than An Inconvenience,” that 
includes interviews with peo-
ple who have had adverse reac-
tions on board flights as well as 
people with food allergies so 
severe they were afraid to risk 
flying. In January, she was able 
to show her film, which won 
Best Short Documentary in 
2013 at the LA Film and Script 
Festival, to executives from 
15 airlines. She said she hopes 
after seeing the video, airlines 
will be willing to address the 
issue.

Some say Georgia lawmakers 
are creating a less safe travel 
environment with recently 
proposed legislation. Cur-
rently, those who carry a gun 

into a secured area of a Georgia 
airports, as well as most other 
airports around the nation, 
can be convicted of a misde-
meanor and face a $1,000 fine 
or up to a year of probation or 
prison time. Although charges 
usually are dismissed against 
first-time offenders if they at-
tend gun safety classes, surren-
der the firearm they illegally 
brought to the checkpoint and 
stay out of trouble, the TSA 
can separately fine them up to 
$11,000. State lawmakers, who 
felt that punishment was too 
stiff, introduced legislation 
that will allow licensed gun 
holders to avoid penalties as 
long as they obey instructions 
to leave the premises. Offend-
ers without a license to carry a 
gun could still be arrested. As 
of deadline, the bill had not yet 
come up for a vote.

Armchair Pilot

New president
continued from page 1

By Nancy Zoellner-Hogland
Dan Ralston said he kind-of 

“grew into” the position of the 
president of the Bagnell Dam 

Association of Realtors.
Moving to the Lake in 2006, 

he understood that in order to 
be successful as a realtor, he 
had to have good, solid con-
tacts and be involved in the 
community. When his broker 
suggested he join a commit-
tee or two, he took her up on 
it, eventually serving as di-
rector, secretary, treasurer 
and then vice president of the 
association. He also served as 
committee chair of the Multi-
List System Committee and 
several committees at the 

state level.
“I did more than just get my 

feet a little wet at the Lake – I 
guess I jumped in with both 
feet,” he laughed, adding 
that his goals as president in-
clude working with the Fed-
eral Emergency Management 
Agency (FEMA) to reevaluate 
the flood plain maps that were 
redrawn and then adopted 
some four years ago. 

The new FEMA boundaries 
place more than 1,000 homes 
and condominiums on the Big 
Niangua squarely in the mid-
dle of a flood zone, drastically 
dropping the property values 
and forcing owners to acquire 
high-priced flood insurance. 
Ralston said the worst part is 
that some of the homes affect-
ed by the new maps are 80 feet 
up on bluffs.

“With Congressman Lu-
etkemeyer's help and per-
sistence we were finally able 
to get representatives from 
FEMA to come to the Lake 
of the Ozarks in February 
and meet with us on our is-
sues. When we told them 
about some of the issues, they 
seemed to be surprised. Quite 
honestly, we’re very happy 
that they finally agreed to look 
into this and we’re hopeful 
that this will be the start of 
discussions that can resolve 
this,” he said.

Dan Ralston, President, Bagnell 
Dam Association of Realtors.
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Building an effective 
web presence
with Sandy Waggett of MSW 
Interactive Designs

5 Things You 
Should Know 
About Hashtags

If you are new to the Social Me-
dia marketing world, you may be 
wondering what is a hashtag and 
why should I use it?  A hashtag, also 
known as the pound sign in the US, is 
used to make a word searchable on 
Twitter.  It is a way for you to catego-
rize your post based on topics that 
people may be interested in follow-
ing – and they can be a great asset in 
your Social Media marketing efforts.    
Only use Hashtag Keywords 
that are Relevant

Think about hashtags you would 
personally follow.  You don’t want to 
be too general; you want your cus-
tomers to engage in what you have 
to say.  As a marketer, you need to 
think about the detailed words and 
phrases that those in your market will 
be using.   Below are some examples 
to give you an idea of where to start 
with hashtags: 

• Name of an event, webinar or 
conference. #Olympics2014

• Create a trend. #conversetrainer
• Use a location to gain new fol-

lowers in your area. #Missouri
• Something unique or speci� c, 

such as a TV Show. #AmericanIdol
• A Quirky Summary of Your Day. 

#lovemyjob #TimeforBed 
Create Your Own Hashtag 

Create and drive conversations 
about your business.  If you are hav-
ing a sale, you could promote it with 
#SaveBigat(company name).  Encour-
age your followers and friends to 
use the hashtag as well.  Creating 
hashtags for an event also works well 
to get attendees and prospects inter-
ested in the event.  Make sure your 
new hashtag is distinctive and try to 
incorporate your business name or at 
least initials if it’s too long.  
Search for the Hashtag Before 
You Use It

If you are creating a new hashtag 
to use for marketing, make sure it 
isn’t already being used by someone 
else.   Some words can have double 
meanings, so be careful when choos-
ing a hashtag to represent your brand 
and company.  Popular hashtags are 
also a great way to get your business 
noticed.  See which hashtags are 
trending and try to incorporate them 

into your tweets.  Find businesses 
like yours and see what’s working for 
them.  
Don’t Use Long or Hard to 
Remember Hashtags

Since twitter already limits you 
to 140 characters, it is important to 
keep your hashtags short and sweet.  
If you want others to re-tweet your 
message you need to get your point 
across by being clear and concise in 
that short amount of space.  The most 
successful hashtags are usually the 
ones that are easiest to remember.  
Avoid Excessive Hashtags 

Excessive hashtags send the 
message of desperate marketing 
and is a sure way to lose followers 
quickly.  Use a precise selection of 
1-3 hashtags per tweet for the best 
results.  Too many hashtags can be 
distracting to other users.  Some peo-
ple add on a bunch of hashtags to 
show up in more conversations, but 
remember what we said about only 
using hashtags with relevant content.   

Searching and using hashtags on 
Twitter can help drive more conver-
sation about your brand and your in-
dustry.  Keep our advice in mind and 
have at it.  See what Twitter and its 
hashtags can do for your business.  

Sources: http://www.green-um-
brella.biz/2013/03/top-5-hashtags/

http://www.entrepreneur.com/ar-
ticle/222955 

Follow MSW Interactive Designs
Twitter:  @PutTheWebToWork
Facebook:  http://Facebook.com/

putthewebtowork
Blog:   http://put-the-web-to-

work.blogspot.com
Sandy Waggett, MSW Interactive 

Designs LLC ~ We put the web to 
work for you!

573-552-8403
www.PutTheWebToWork.com

Sandy Waggett

Your Lake of the 
Ozark’s Magazine. 
Promoting its businesses, 

community and the people 
who are making it happen.

W W W . L A K E P R O F I L E . C O M

M
AG

A
ZI

N
E

GOT A MAILER?
ASK HOW WE CAN SAVE YOUMONEY WITH OUR BULK 

MAIL PERMIT OR EDDM (every door direct mail) Ground

www.smartpostalcenters.com

  SAVE ON 
PRINTING

• POSTCARDS 
• CUSTOM 
   BUSINESS 
   CARDS 

• TRI-FOLD 
   BROCHURES 
• TICKETS 

• BOOKLETS
• BLUEPRINTS

   AND MORE...

4320 C Osage Beach Pkwy • Osage Beach, MO 65065 Tel:  573.348.3100 
Fax: 573.348.3102

WE ALSO MAKE
SIGNS & BANNERS
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Lake’s finest acknowledged, thanked by regional council
By Nancy Zoellner-Hogland

What do a wakeboarding 
school, a miniature golf course 
and a grocery store have in 
common? Their owners and/
or managers all received acco-
lades at the Lake of the Ozarks 
Regional Economic Develop-
ment Council’s (LOREDC) an-
nual awards banquet. 

Kirby Liesmann of Kirby’s 
School of Wake was named 
“2013 Emerging Enterprise of 
the Year.” 

A few years ago, Liesmann, 
a former national champion 
wake boarder who has com-
peted in events in both the 
U.S. and Canada, began giv-
ing private lessons in the 
sport at Lake of the Ozarks. 
Then while attending school 
at State Fair Community Col-
lege, he developed a business 
plan to help him better market 
his company. His efforts were 
successful, bringing Kirby’s 
School of Wake 120 students 
in 2010, 300 in 2011 and 420 in 
2012 under partnerships with 
Wake Effects in Osage Beach 
and then MarineMax, in both 
Osage Beach and Lake Ozark. 
A Christian, he also created the 
Eternal Riders wakeboarding 
camp at Camp Windermere. In 
addition, Liesmann is credited 
with bringing BROstock to the 
Lake, an event that attracted 
some of the best wake boarders 
in the world.

“This is the equivalent of 
winning a pro tour champi-
onship – I am just as passion-
ate about my business as I am 
about what I do on the water,” 

he said at the ceremony where 
he received the award.

Phyllis Marose of Putt N 
Stuff Family Fun Center, who 
has been actively involved in 
the Lake community since 
1964, was presented with the 
2013 Business Person of the 
Year award. 

In addition to owning and 
operating Sherwood Restau-
rant and Resort, over the past 
50 years she and her husband 
developed, built and sold many 
spec homes in subdivisions 
now known as Harbor Heights 
and La Bonita Harbor; they op-
erated the original Minit Mart; 
they built Capt. Hooks Res-
taurant and Pub, now known 
as J. B. Hooks; they developed 
three successful miniature golf 
courses, a gift shop and a go 
kart track on land that is now 
Miner Mike’s and Busters; and 
they then purchased property 
west of the Grand Glaize Bridge 
and developed two more min-
iature golf courses and a large 
figure eight go kart track, which 
is still in operation. During the 
1980s, Phyllis served on the 
Lake Area Chamber Board for 
eight years, was president for 
one year and was instrumen-
tal in forming the Lake Lights 
Festival. She currently serves 
on the Lake of the Ozarks Con-
vention and Visitors’ Bureau 
board but promised it won’t be 
her last effort in promoting the 
area.

“I for one will continue to be 
an ambassador and to contrib-
ute in any way I can to make 
this an even better place to 

live,” she said.
The 2013 Business Partner of 

the Year was awarded to Dier-
bergs Lakeview Pointe.

Dierbergs not only brought 
a viable business to the Lake, 
they also attracted Dick’s 
Sporting Goods and Bed, Bath 
and Beyond, providing nu-
merous jobs for Lake-area 
residents and a boost to the 
overall economy of the Lake. 
More importantly, since open-
ing, more than 45 businesses 
and charities have been on the 
receiving end of their generos-
ity. At the grand opening on 
April 24, 2013, they announced 
their ongoing partnership with 
The Food Bank. Dierbergs also 
partnered with the Lake Ozark 
Rotary Club and supported 
their efforts for the Greg Ga-
gnon Memorial Golf Tourna-
ment, Candyland and the Gala 
of Trees. 

Store Manager Jeff Gloss 
and Brent Beumer, director of 
Real Estate for Diebergs Mar-
kets, Inc., accepted the award. 

In his thank you, Gloss said it 
had been his dream to live and 
the Lake, adding that taking 
the job was the best move of 
his life. Beumer praised the ef-
forts of the city of Osage Beach, 
adding that because members 
of the Dierbergs family were 
homeowners at the Lake, it was 
natural to choose this spot to 
build their first store outside 
of the metropolitan St. Louis 
area.

 “I would like to thank LO-
REDC for this award – it means 
a lot to our company and we 
are honored by this nomina-
tion,” he said.

At the meeting, those at-
tending also heard from sev-
eral city and county represen-
tatives and received updates 
from chambers, school dis-
tricts, colleges, the hospital, 
power companies and banks. 
In addition, Linda Conner, ex-
ecutive director of the Lake of 
the Ozarks Council of Local 
Governments (LOCLG) pro-
vided information on accom-

plishments in 2013 and plans 
for 2014. Stacy Burks of Sena-
tor Roy Blunt’s office and Luke 
Holtschneider of the Missouri 
Department of Economic De-
velopment gave presentations 
as well. 

As in previous years, LO-
REDC presented the annual 
awards using the following cri-
teria:

The Business Partner of 
the Year has experienced sig-
nificant business accomplish-
ments in the past year, such as 
growth in jobs, and/or exem-
plary community involvement.  

The Business Person of the 
Year is a business owner/man-
ager that has made a contribu-
tion to the economic welfare 
and/or has made a consider-
able donation of time and re-
sources to the community.  

The Emerging Enterprise of 
the Year is a business that best 
displays the innovation, entre-
preneurial accomplishments 
and/or utilization of emerging 
technology.

Kirby Liesmann, Kirby’s School of Wake (left); Phyllis Marose, Putt N Stuff Family Fun Center; Jeff Gloss, the 
store manager of Dierbergs Lakeview Pointe; and Brent Beumer, the director of Real Estate for Dierbergs 
Markets, Inc. recently were recognized for their outstanding accomplishments and community involve-
ment. Photo provided.

Get In Touch!
SUBSCRIBE TO THE LAKE OF THE OZARKS BUSINESS JOURNAL!

Call us at (573) 348-1958 to subscribe to the Lake of the Ozarks 
Business Journal for $36 per year using your major credit card. 

Alternatively, you can mail us the information along with a 
check or money order for $36 to:

 Subscriptions, Benne Publishing, Inc.
160 North Highway 42, Kaiser, MO 65047

Find Us On 
Facebook!
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MAIN STREET MUSIC HALL
FRI. & SAT. MARCH 7TH & 8THFRI. & SAT. MARCH 7TH & 8TH

FRIDAY & SATURDAY MARCH 7-8 2014 • 8 PM SHOW • MAIN ST. MUSIC HALL • OSAGE BEACH, MO

Call 800-386-5253 For Tickets
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American Made Aluminum Railing
for Homes and Condominiums

Factory Direct  •  Contractor Discount
Easily Installed  •  20 Year Warranty
Powder Coated  •  5 Stocking Colors

DURABLE MAINTENANCE-FREE RAILINGS 

Call Us Today 563-676-9124

Windjammer Condominiums
Lake of the Ozarks

continued from page 4
Committee has also sus-

pended all funding. Edelman 
said because the city can’t af-
ford to carry out the project on 
its own, it will be put on “hold.”

In February, MoDOT ap-
proved a new long range trans-
portation plan, required by the 
federal government to guide 
transportation decision-mak-
ing for the next 20 years, but 
cautioned that without addi-
tional resources they would 
have very little chance of deliv-
ering it. It was first presented to 
the commission in November 
and was out for public review 
for the next three months. Ac-
cording to MoDOT, the plan, 
called “A Vision for Missouri's 
Transportation Future,” was 
developed after an intense sev-
en-month public engagement 
period that resulted in 12,000 
project suggestions and opera-
tional priorities.

Based on the input received, 
four goal areas were estab-
lished:

•Take care of the transpor-
tation system and services we 
enjoy today;

•Keep all travelers safe, no 

matter the mode of transporta-
tion;

•Invest in projects that spur 
economic growth and create 
jobs; and

•Give Missourians better 
transportation choices (more 
viable urban and rural transit, 
friendlier bike and pedestrian 
accommodations, improve-
ments in rail, ports and airport 
operations).

MoDOT Director Dave Nich-
ols said 80 percent of the people 
they heard from agreed with 
the vision of transportation in 
Missouri. However, since it was 
initially developed, the federal 
government has revised the 
revenue forecast. Officials said 
Missouri will realize a 19-per-
cent decrease in federal funds.

From 2005 to 2010, MoDOT's 
annual construction budget 
was about $1.3 billion. This 
year it's $685 million and by 
2017 it will have fallen to $325 
million - the lowest since 1992.

MoDOT said the reasons 
for the funding downturn are 
many. Fuel tax revenues have 
become a diminishing revenue 
stream as cars become more 
fuel efficient and as people 

drive less, while the costs of 
doing business are increasing. 
Inflation has decreased Mo-
DOT's purchasing power by 
more than 50 percent. What 
was 17 cents (state fuel tax per 
gallon) of purchasing power in 
1992 - the last time fuel taxes 
were increased - is now about 
eight cents and decreasing 
each year.

The costs of asphalt, con-
crete and steel are as much as 
200 percent more than they 
were in 1992. And employee 
healthcare and retirements 
costs have also steadily risen. 
The looming insolvency of the 
Federal Highway Trust Fund 
in August or September is a big 
reason, too.

MoDOT’s complete plan can 
be viewed at www.missouri-
onthemove.org. Hard copies 
are also available at MoDOT's 
Central Office in Jefferson City 
and at the District Offices in 
St. Joseph, Hannibal, Kansas 
City, St. Louis, Jefferson City, 
Sikeston and Springfield.

For more information on the 
LOCLG meeting, call 573-346-
5692

Group compiling ‘wish list’
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ACROSS
1. Bikini, e.g.
6. U.S. central bank
9. Old World duck
13. _____ New Guinea
14. Luau souvenir
15. *Middle-earth region
16. Not slouching
17. Be in a cast
18. *Black Beauty
19. *Greg Heffley’s brother
21. Take without owner’s consent
23. Compass dir.
24. Agitate
25. OB-GYN test
28. “The Sun ___ Rises”
30. Marked by smallpox
35. Misfortunes
37. Flock members
39. Alluring maiden
40. Surveyor’s map
41. *King of the Elephants
43. Long forearm bone
44. Carried a torch
46. Buddhist teacher
47. *Piglet and Winnie-the-Pooh, e.g.
48. Quill-dipping vessel
50. *”Froggy Goes to ____”
52. E or G, e.g.
53. Adam’s apple spot
55. *Shel Silverstein’s constrictor
57. *”The Jungle Book” protagonist
60. *Roald Dahl title character
64. Painting support
65. Poor man’s caviar
67. Dora the Explorer’s farewell
68. Accent mark
69. PC monitor technology, accr.
70. *Children’s literature, e.g.
71. Fusses
72. Lawyers’ league
73. Swelling

SOLUTION ON PAGE: 23

DOWN
1. Impersonator
2. Hawaiian tuber
3. Kind of column
4. Filthy dough
5. Sonia Sotomayor or Gloria Estefan, 
e.g.
6. Antiaircraft fire
7. European org.
8. “Likewise”
9. *Old Woman’s home
10. Type of missile, accr.
11. Gaelic
12. *Like Willie Winkie
15. *Abused beagle
20. Jimmy Fallon’s guest, e.g.
22. Not square
24. Sears’ partner
25. *Pig-tailed, read-headed nine-
year-old
26. To bet everything
27. Isometric core exercise
29. ____ vs. Class
31. 1973 event in Chile e.g.
32. Russia’s prosperous peasant
33. “Sesame Street” Muppet
34. *”_____ of a Wimpy Kid”
36. Flight segment
38. Actress ____ Gilbert
42. “Dancing with the Stars” number
45. Thumb drive, e.g.
49. Rolodex abbr.
51. Thick soup
54. Approximately, as in date
56. Helped
57. *Amelia Bedelia, e.g.
58. Norse capital
59. Marries
60. Self-referential
61. Pick-up ____
62. Student’s quarters
63. Away from port
64. Greek H
66. Scepter’s partner

Crossword 
Puzzle THEME: 

CHILDREN’S BOOKS

WWW.USA-MORTGAGELOTO.COM
2820 Bagnell Dam Blvd. #6B Lake Ozark

Eric
Sandholm
573-873-4039

2193-MLO - NMLS: 322274

Jameson
Kennedy

573-276-7338
6627-MLO - NMLS: 1004066

Skip
Hamby

573-525-8055
NMLS: 697492

• Condo specialists 
for primary or 2nd 

homes

• Conventional, 
USDA, VA, FHA

• 2nd home condos 
- 10% down - 

no PMI optionsCompany NMLS 227262, Missouri Residential 
Mortgage Licensee
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JULY 19, 2014 - DOG DAYS
Join the crowd at the single largest one day 

family boating event at the Lake of the Ozarks! 

FUNLAKE.COM/AQUAPALOOZA
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INDEPENDENT DISTRIBUTOR

100% NATURAL MORINGA PRODUCT LINE AVAILABLE NOW!

• Daily Nutrition • Weight Management 
• Skin Care • Energy

CALL YOUR LOCAL AUTHORIZED ZIJA DISTRIBUTOR
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www.boatliftmarine.com  |  info@boatliftmarine.com 
1032 IndustrIal dr. (2.0 Miles West of Grand Glaize Bridge)

573-348-4999 | 800-386-4999

HEAVY DUTY LIFT

LIFTS FOR EVERY BOAT & PWC

FOR EVERY SITUATION!

marine center, inc. Since 1987



Lake of the Ozarks Boating March, 2014 Page 35

Phone 573.964.1919 • Fax 573.964.0410
3 MM • Northshore • W-20 in Lake Ozark

The ULTIMATE
Custom-Built Dock

CALL SUPER DAVE!
or visit us online at

www.DockWorks.net

RIP RAP & BARGE SERVICE

gorockworks.com  573-280-7654 • 573-964-0016

•  Wave Absorption
•  Ground Reinforcement
•  Beauti�cation
•  Shoreline Protection
•  Bank Stabilization Permits

After

Before



Lake of the Ozarks BoatingMarch, 2014Page 36

IN STOCK NOW!

AT THE ST. LOUIS SHOW - BOOTH #4491 & ST. CHARLES SHOW AT THE ST. LOUIS SHOW - BOOTH #4491 & ST. CHARLES SHOW

PRE-OWNED
2000 Bass Boat 901CD Nitro without Motor, Includes Trailer .....$6,900
2013 27’ Manitou SES Bench w/LEDS 250HP Loaded..........$57,500 
2009 Bentley 243 TriToon, 200 HP Merc Optimax ..................$21,900
1991 Sundancer 240, 60 HP Evinrude ......................................$3,900
1992 Regal, 8.3 Ventura SC, 7.4L .............................................$9,900
2012 JC Mfg. Spirit 221, 115 HP,  Tritoon Honda 4-Stroke ....$21,900
1993 Carver Yachts 330 Mariner, Twin 350’s ..........................$49,900
2005 Sea Ray 360 Sundancer, 8.1 S Horizon Mercruiser V-Dr $159,900
1989 27’ Slickcraft 279SL w/ Twin Volvo 205’s ......................$10,900
1996 Regal Ventura 8.3 SC, 7.4L ............................................$14,900
1993 24’ Suncruiser w/ 115 HP  .................................PENDING $5,500
2004 Colbalt 262 BR w/ 496 Mag HO 425HP B3 145 Hrs PENDING

1995 Lowe 3-Log 266XL, 150 HP............................................$11,900
2006 JC 266 Classic Tritoon w/ 175 HP, 4 Stroke  ..................$34,900

TRAILERS
2014 26’ Tritoon Trailer w/ Brakes ............................................$2,950

2014 Single PWC Trailer ...............................................................$700
2014 Dual PWC Trailer ...............................................................$1,200
2014 24’ Pontoon Trailer ...........................................................$2,100

NEW JC TRITOONS
2014 25’ JC Sunlounger w/ 250HP Suzuki 4-stroke .......CALL FOR $
2014 25’ Neptoon w/ 200 HP, 4 Stroke ...............................IN STOCK
2014 243 Spirit Fish with 115 Evinrude ..................................$30,000
2014 24’ Limited 150HP 4-stroke ...........................................$32,900
2014 24’ JC Ltd, 200 HP 4 Stroke, Loaded, In Tube Storage $37,900
2014 26’ JC Sport Toon, 250 HP New Model...................
2014 26’ JUST ARRIVED JC Sport Toon, Rear Lounges
2014 25’ JUST ARRIVED Neptoon Sport

....CALL FOR $

NEW MANITOU V-TOONS
2013 25’ SES Entertainer, Loaded w/250 HP 4-stroke  ..............$59,900 
2013 25’ Oasis SR SHP, 250 HP, 4 Stroke ..............................$49,000

 2013 25’ Oasis SR, 250 HP, 250 HP HO Evinrude ...LOADED $47,900

2013 25’ Oasis SE SHP, 200 HP 4-stroke ...............................$46,500
2013 25’ SES, SHP, 250 HP 4-stroke, Black, Tan or Cream ...$54,000
2013 Oasis 22’ SHP Fish 250HO Evinrude, Fast ....................$39,900
2014 25’ Explode SRS SHP ...............................BRAND NEW MODEL
2014 25’ Encore SE S HP ........................................CALL FOR PRICE
2014 25’ Aurora VP 150 HO .....................................CALL FOR PRICE 
2014 25’ X-Plode, 250 HP, Loaded........................CALL FOR PRICE

NEW TRITON BOATS
18XS Bass Boat w/ 150HP Evinrude
19XS Tournament Bass Boat w/ 200HP Evinrude
21TRX Tournament Bass Boat w/ 250HO Evinrude
220 Fish and Ski w/ 250HO Evinrude
X17 Aluminum Fishing Boat w/ 60HP Evinrude
X18 Aluminum Fishing Boat w/ 115HP Evinrude
X18C Aluminum Fishing Boat Camo. 115HP
1862SC Duck layout Camo 90HP Evinrude

573-372-5501
Don't make 
a Mistake!
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Lifeguard Lifeguard DOCK.com

Detects
Electrical Current 

in  the Water

    Dock Warning System 

573-434-6453
Dock Lifeguard, LLC   •   Lake Ozark, MODockRealty.com Offered by

NEW

IN THE
MORNING

THE

LISTEN LIVE WEEKDAYS 6AM-10AM ON
WWW.MIX927.COM
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Lake of the Ozarks North Shore 4 MM 573-365-1200

PopeBoatSales.com 
Factory-direct pricing and superior service! 

We offer a tremendous selection of new 
and used PlayCraft pontoon boats, featuring 

Honda marine motors!

Boat Show Prices NOW
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DRoadLocation

LocatedbehindHyveeonDRoadOsageBeach

573-348-0434
OpenMon.-Fri.7a.m.to4:30p.m.

www.cwdsupply.com YourlocalSourceforQualityDockSuppliesDockFlotation ®
ConcreteDecking•GalvanizedDockCables•Buoys

Presentthis
couponandtake

anadditional$50
off anywet
stepproduct. PatentNo.D635,690

YourlocalSourceforQualityDockSuppliesDockFlotation®Concrete
Decking•GalvanizedDockCables•Buoys•DockVinyl

DockWinches•DockLadders•CableFloats
3’and6’PostBumpers•PersonalWatercraftLifts•&More!
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LAKEOFTHEOZARKS• 9 EASTBUSINESSDR.
KAISER, MISSOURI 573-348-3300 • 1-866-751-5944

QUALITY COVERS • ENCLOSURES
 BIMINIS • INTERIORS

FLEXSTEEL MARINE SEATING
FULLY INSURED MEMBERS OF IFAI & MFA

Original Owner JAY DAUNT is BACK!
cockpit cover ?

bimini ?

sunpad ?

full
cover ?

interior carpet ?

cockpit 
carpet ?

flexsteel
marine

seating ?

enclosure ?

SLC_03012014_B_H:SLC 1-2 4c 04.19.07 BO (Quark 6)  2/19/2014  2:29 PM  Page 1

(573)346-7161•(800)524-7161
EconoLiftwillgoanywhereintheentireLakeareatoserveyou.EconoLiftBoatHoistwithitspolyethylene

tankandgalvanizedmetalpartsmakesforthemostdurableanddependableliftavailabletoday!

THEOBVIOUS CHOICE!

Polyethylenebushingsforquieter
operation&extendedwear!

OnTheLakeFor
Over30Years!

SALES
SERVICE 

INSTALLATION

econolift7@gmail.com   www.econolift.com

BOAT HOISTS
FIVE-YEAR WARRANTY ON ALL

GALVANIZED PARTS!
LIFETIME WARRANTY POLYETHYLENE TANKS!

DIFFERENT SIZES OF LIFTS AVAILABLE:
4,500 to 20,000

PERSONAL WATERCRAFT LIFTS

LOCALLY OWNED AND MANUFACTURED  •  CAMDENTON/PIER 31 EXIT FROM NEW HWY 5, TURN RIGHT ON OLD ROUTE 5.  WE ARE 1.7 MILES ON LEFT SIDE OF THE ROAD
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Buy The Best 
and Only
Cry Once!

573 348-4700
KellysPort.com

Since 1977 • 36 Years with Same Owner and Manager!
Full-Service On-Water Marina

Wet & Dry Storage • Full Fiberglass and Mechanical Repair

19 MM Past Grand Glaize Bridge
Lake Rd. 54-56 to Dude Ranch Rd.

Osage Beach, MO

3545 HWY 54 • Osage Beach, MO

573 348-3888

2013 RINKER 246 – 350 MAG BRAVO 3 – WT/
RD/TRL – 98 HRS- Super clean with low hours 

and comes with trailer! $42,900

$15,900$42,900  $809,000$240,000
 2013 REGAL 52 SC – VOLVO IPS T/ 600’S DIESEL – 
NTT/BLUE $809,000 Beautiful like new yacht with 

low hours! 

2003 REGAL 4260 COMMODORE – VOLVO T/75P 
– T/BLUE – 218 HRS Very clean and loaded 

with only 218 hours! $240,000

1996 FOUR WINNS 240 HORIZON – VOLVO 5.8 
DP – N/TEAL - $15,900 Very clean and comes 
with a 30 Day Major Mechanical Warranty!

Our Pre-Owned Inventory

See the boats online at:

OUR TRADE INS
2009 FOUR WINNS 222SL – 5.7 – TT/BLK/TRL – 183 HRS ...........................$34,900
2000 RINKER 232 – 454 – TRL – 450 HRS ...................................................$14,900
1996 FOUR WINNS 24 HORIZON 5.8V – N/TEAL ............................................$15,900
2013 BENTLEY 243 ENCORE CRUISE – 200 XS – 14 HRS .............................$34,900
2012 RINKER 246 BR – 350 – WT/RD/TRL – 98 HRS ....................................$42,900
2013 REGAL 52 SC – T/600 IPS 600’S – NNT/BLUE ....................................$809,000
            
PERFORMANCE
2000 BAJA 302 BOSS 7.4L – WHT/PPL/BLK – 380 HRS ...............................$36,500
1997 BAJA 302 –T 7.4 -  WT/RD/YL ..............................................................$29,900                       
2000 WELLCRAFT 33 AVS – T502 – N/GRN/BLK – 312 HR. ...........................$59,900
2001 BAJA 342 – T502 – 600+ HRS ............................................................$63,900
1998 FORMULA 353 FASTECH – T500 – TRL – 450 HRS ..............................$69,900
 
CUDDY
1989 SLICKERCRAFT 279 SL – T250 VOLVO - ...............................................$12,900
1993 REGAL 8.3 SC – VOLVO 7.4 – I/O – 675 HRS – WHT ............................$12,900
1994 WEBBCRAFT 28 VELLOTO – 7.4 B1 – 390 HRS – N/RED ........................$7,900
1999 FORMULA 330 SS – T6.2 – 350 HRS ...................................................$62,900
2004 REGAL 3350 – T5.7 – BLU/YLW - .........................................................$69,900
2007 REGAL 3350 – T5.7 GXI DP – N/TAN – 201 HRS ................................$124,900
 
DECK BOATS
2003 SEA RAY 220 SUNDECK – 5.0 MPI – 274 HRS – BLK/WT/TRL ..............$27,900             
2000 BAYLINER 26 RENDEVOUS – 5.0 ..........................................................$14,900

PONTOON BOATS
2013 BENTLEY 243 CRUISE SE – MERC 200 OPTI XS – 14 HRS ...................$32,900
2008 BENTLEY 243 CRUISE – 200 – TRL ......................................................$24,900
2008 PREMIER 250 SUNSATION – 225 E – N/PPL – 65 HRS. ........................$38,500
2008 BENNINGTON 2575 RCW I/O – 350 MAG B3 – 118 HRS ......................$34,900

CRUISERS
1999 REGAL 2660 – T4.3L – 360 HRS – WT/TN ...........................................$33,900
1996 SEA RAY  SUNDANCER 300 – ...............................................................$33,900
1995 RINKER 300 FIESTA – T5.7 ...................................................................$23,900
1997 MAXUM 3200 SCR –  MERCRUISER 5.7 LX – WHT ...............................$32,500
1998 REGAL 322 – T/ 350 – GRN   - 600 HRS ..............................................$49,900
2001 WELLCRAFT 3700 MARTINQUE – T7.4 MPI-450 HR-N/BLUE ................$79,900
2005 SILVERTON 39 MY – T8.1 – WT/BLK – 175 HRS .................................$174,900
1996 REGAL 402 – T7.4 – 800 HRS - WHT ...................................................$64,500            
2009 REGAL 4060 COMMODORE – T8.1 – T/TAN .......................................$305,000
2001 REGAL 4160 – T502 – WHT/TAN – 450 HRS ......................................$131,000
2003 REGAL 4260 TWIN 8.1 LOADED WITH HARD TOP! ..............................$159,000
2003 REGAL 4260 – T8.1 – NTT/BLK – 325 HRS ........................................$174,900
2003 REGAL 4260 TWIN VOLVO 75P DIESEL LOADED BOAT! .......................$240,000
2007 REGAL 4460 – T/8.1 – NTT/BLK – 70 HRS. ........................................$259,000
2006 SEA RAY 520 SUNDANCER – 220 HRS –T/BLUE.................................$499,900
2013 REGAL 52 SPORT COUPE – T600 IPS – NTT/BLUE .............................$809,000

BOWRIDERS
2009 FOUR WINNS SL222 – 5.7 GXI DP – WT/BLK – TRL- 183 HRS .............$34,900                              
1996 FOUR WINNS 24 HORIZON – 5.8 V – N/TEAL ........................................$15,900
2012 RINKER 246 – 350 M – WT/RD/TRL – 98 HRS .....................................$42,900
2008 REGAL 2700 5.7 GXI – 320 H.P. – NTT/RD – 120 HRS .........................$55,900
2008 REGAL 2700 – 5.7 – T/SAND – 150 HRS .............................................$44,900
2008 REGAL 2700 – 5.7 GXI DP – NTT/BLK - ................................................$59,900
2007 COBALT 282 – 496 – WHT – 150 HRS.- 150 HRS. ...............................$69,900                                                
1999 REGAL 2800 LSR – 5.7 – WHT/BLK......................................................$26,900
1998 MACH 1 by BAHA CRUISERS – MACH 1 – 7.4 MPI – N/GRN- 630 HR ...$24,900
2000 COBALT 292 BR – 300 MAG I B3 – 430 HRS – N/BLUE ........................$36,900 
2003 ENVISION 3600 LEGACY – T6.2 – 326 HRS ..........................................$79,900  

SCHEDULE YOUR
MAINTENANCE NOW!

CERTIFIED MASTER 
MECHANICS ON STAFF!

Lake’s
Best
Gas

Prices!
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Industry
Market

Innovator.
Originator.

of the ozarks
800.259.7532

573.346.7505
hhloz@boatlift.com | boatlift.com
4065 E. US Hwy 54 | linn crEEk, miSSoUri 65052

UltraLift 
2
 ™ Series

HydroPort
2
XL™ Series

Bow Guide

Corner Bumper

Sales:     1800 Bagnell Dam Blvd. 
Marina:   500 Yacht Club Landing Dr. 
Lake Ozark, MO 65049 
(At the 1-Mile Marker) 

Power 
41’ 1997  4100 SCR Maxum………..........$69,900 
40’ 2006  SeaRay Sundancer …….........$259,000 
38’  2007 Fountain Express……............$239,900 
36’  1975 Uniflite……………………...…….….$22,000 
35’  2002 Silverton Motor Yacht……....$129,900 
34’  1999 SeaRay Sundancer………..…..…$63,000 
31’  1990 SeaRay Sundancer…………..... $ 28,995 
31’  1996 Tiara 31 Open………….……..... $ 79,900 
28’  2005 Chapparral 280SSi……………...$ 39,900 
28’  2005 Sea Ray 260 DA………….………..$62,900 
26’  1995 Bayliner Rendezvous……….....$12,950 
22’  1992 Navigator Deck Boat.…........... $6,800 
21’  2006 Stratos Fish N’Ski ……………....$24,995 

Brokerage  
Power & Sail 
(573) 552-8401   www.OzarkYachtClub.com 

Sail 
38’ 2007 C&C115 …………...……… .$149,000 
36’ 1987 Catalina 36…………...….... $49,500 
35’ 2011 Catalina 355………….....$149,000 
35’ 1992 Tartan 3500 Sailboat..... $78,000 
34’ 1991 Catalina 34………………..   $48,900 
26’  2007 MacGregor…..………...… $21,500 
25’  2004 Catalina 250, Trlr…….....$27,900 
25’  1987 S2 8.0 ……………………….. $ 5,200 
24’  1975 C&C……………..…………...  $ 6,995 
22’ 1985 Catalina  Pop-Top……...... $6,195 
22’  1981 Catalina, Trailer ……….....$4,000  
19’  2013 VXOne (New), Trlr……...$32,500 
16’  2002 Melges MC Scow…..…....$6,450 
13’  1985 Laser …..………………..……$ 1,750 
13’  1990 Sunfish ………..……..……….. $ 875 
12’  1990 Butterfly ……..………..……$ 1,750 
   9’ 2008 Catalina Sabot…………...  $2,800 
   8’ 2011  Open Bic  …………………..$1,750 

The Premier Marina For Power & Sail 
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YourNEWboat is only as good as
the dealer that BACKS IT UP
The days of a tech running down to your boat with a crescent wrench 

and a straight-edge screwdriver and � xing your boat are over. . . 

In today’s environment, it takes education and equipment. 
If  your boat has a re-occurring  problem or is ready for Annual Maintenance, 

     please give us a call.
KELLY’S PORT . . . . . . . . . . . . . . . . . . . . . . . . . . . . THOSE OTHER GUYS
Years in Business . . . . . . . . . . . . . . . . . . .Since 1977 . . . . . . . . . . . . . . . . .??????
Certifi ed Techs . . . . . . . . . . . . . . . . . . . . .9 . . . . . . . . . . . . . . . . . . . . . . . . .??????
Master Techs . . . . . . . . . . . . . . . . . . . . . .3 . . . . . . . . . . . . . . . . . . . . . . . . .??????
Service Boats . . . . . . . . . . . . . . . . . . . . . .6 . . . . . . . . . . . . . . . . . . . . . . . . .??????
Service Vehicles . . . . . . . . . . . . . . . . . . . .5 . . . . . . . . . . . . . . . . . . . . . . . . .??????
Fully Insured . . . . . . . . . . . . . . . . . . . . . . .Yes . . . . . . . . . . . . . . . . . . . . . . .??????
Schools attended this year by techs . . .22 . . . . . . . . . . . . . . . . . . . . . . . .??????

573 348-4700

19 MM Past Grand Glaize Bridge
Lake Rd. 54-56 to Dude Ranch Rd.

Osage Beach, MO

2545 HWY 54 • Osage Beach, MO

573 348-3888
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The Premier Marina For Power & Sail  

We offer a wide selection of  
nautical décor, gifts, lake and 
coastal accents, including: 
 

 Furnishings 
 Wall Decor 
 Apparel 
 Jewelry 
 Accessories 
 Kids Corner 
 Model Ships— 
  Economy to Museum Quality 
 

Ship Shop 1800 Bagnell Dam Blvd., Lake Ozark, MO 65049  
(573) 552-8401  www.OzarkYachtClub.com 

Shop online at www.OYCNautical.com 

Gift Headquarters 

for Boating  

Enthusiasts! 

Expert Marine 
Fiberglass Repair at the 

Lake of the Ozarks!

bigboysfi berglassrepair.com

Boat Updates • Personal Watercraft •RVs & 5th Wheels • Metal Flake Specialists 
• Gel Coating • Bass Boats • Complete Refi nishing Using PPG Paint Systems

Pick up & Delivery Service Available!

4008 Old Route
Hwy.5 North
Camdenton

573-346-1175

Quality Products
Quality Work

Quality Job

From “OWee” to “WOWee!”

We Fix Whiskey Dings 
and Bud Light Scratches!

FREE On-Site
Estimates!

LUMISHORE Underwater LED lights! 
Get that cool edge with the hottest trends in the 

underwater LED Lighting market!

YourNEWboat is only as good as
the dealer that BACKS IT UP
The days of a tech running down to your boat with a crescent wrench 

and a straight-edge screwdriver and � xing your boat are over. . . 

In today’s environment, it takes education and equipment. 
If  your boat has a re-occurring  problem or is ready for Annual Maintenance, 

     please give us a call.
KELLY’S PORT . . . . . . . . . . . . . . . . . . . . . . . . . . . . THOSE OTHER GUYS
Years in Business . . . . . . . . . . . . . . . . . . .Since 1977 . . . . . . . . . . . . . . . . .??????
Certifi ed Techs . . . . . . . . . . . . . . . . . . . . .9 . . . . . . . . . . . . . . . . . . . . . . . . .??????
Master Techs . . . . . . . . . . . . . . . . . . . . . .3 . . . . . . . . . . . . . . . . . . . . . . . . .??????
Service Boats . . . . . . . . . . . . . . . . . . . . . .6 . . . . . . . . . . . . . . . . . . . . . . . . .??????
Service Vehicles . . . . . . . . . . . . . . . . . . . .5 . . . . . . . . . . . . . . . . . . . . . . . . .??????
Fully Insured . . . . . . . . . . . . . . . . . . . . . . .Yes . . . . . . . . . . . . . . . . . . . . . . .??????
Schools attended this year by techs . . .22 . . . . . . . . . . . . . . . . . . . . . . . .??????

573 348-4700

19 MM Past Grand Glaize Bridge
Lake Rd. 54-56 to Dude Ranch Rd.

Osage Beach, MO

2545 HWY 54 • Osage Beach, MO

573 348-3888
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www.premier54.com
(573) 552-8550 • On Osage Beach Parkway between Walmart and Outlet Mall

Runabouts
2005 VIP 185 BR, 4.3L, 190 HP .......................................................$12,900
2013 Chaparral 19 SF 3.0L, 135 HP, Blue ........................................$27,500
2012 Chaparral 19BR, 4.3L, 220 HP, Red ........................................$26,900
2003 Bayliner 195 BR, 3.0L, 135 HP ..................................................$8,900
2008 Crownline 21SS BR, 5.0L, 220 HP, Burg ................................$31,900
1995 Mariah 225 CC 454, 300 HP ....................................................$12,900
1995 Sea Ray 240 BR 7.4L, 300 HP ................................................$14,900 
2005 Cobalt 240 BR 496 CID, 375 HP .............................................$44,900 
2012 Chaparral 246 SSI, 350 Mag, 300 HP, Blue ............................$54,900
2006 Chaparral 276 BR 8.1V, 375 HP ..............................................$59,900 
2007 Chaparral 276 BR, 496 CID, 375 HP .......................................$64,900
2008 Chaparral 276BR 8.1V, 420 HP ...............................................$69,900 
1999 Sea Ray 280BR, T-5.7L, T-260 HP, white ...............................$37,900
2005 Crownline 288 BR, 496 CID, 375 HP .......................................$49,900 
2003 Sea Ray 290BR, T-5.0L, T-260 HP, black ................................$59,900
2009 Crownline 300 BR, 496 CID, 380 HP .......................................$79,900

Performance Boats
1998 Imp 32, T/454 CID, 310 HP, White ..........................................$36,900
Cuddys/Cruisers
2000 SeaRay 240 DA, 5.7 EFI, 260 HP ..................................................$22,900 
2004 Bayliner, 245 Cierra, 220 HP, White ........................................$29,900
1999 Four Winns 258 Vista, 5.7L V, 280 HP ....................................$21,900
1989 Sea Ray 26CC 454 CID, 330 HP ..............................................$12,900
1995 Rinker 265, 5.7L, 250 HP, White ...............................................$9,900
2000 Formula 280SS, 7.4L, 310 HP, White .....................................$39,900
1992 Sea Ray 32 Weekender, T5.7V, 260 HP, White .......................$19,900 
2000 Maxum 4100 SCB, 454 Horizon ............................................$124,900
Pontoons/Deck Boats
2006 Harris 23 TT, Merc 175, 175 HP, Tan ......................................$26,900
2007 Sea Ray 240SD 5.0L, 260 HP .................................................$42,900
2007 Four Winns 244 Fun 350 Mag, 300 HP ...................................$37,900 
2008 Sea Ray 260 SD, 496 CID, 375 HP, Black ...............................$57,900
1999 Bayliner 2659 5.0, 220 HP ......................................................$16,900
2006 Odyssey 22 F/S, 150 Evinrude, 150 HP ...................................$16,900

Leading by Design and 
Customer Satisfaction

The Lake’s Leader in Pre-Enjoyed Boats!
GREAT RATES - IN HOUSE FINANCING & INSURANCE AVAILABLE!

ALL NEW 2014 307 SSX

Starting at 
$124,995
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Sensational

Remarkable

Unsurpassed

Everything

DESTINATIONS AWAIT

330 SIGNATURE

IN SO MANY DIFFERENT WAYS

327 SSX

EXCELLENCE

246 SSi

YOU WANT IN A BOAT

284 SUNESTA



160 N. Hwy 42 - Kaiser MO 65047 |  573-348-1958 Tel.  |  573-348-1923 Fax.
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