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Lamb House needs a new home
By Nancy Zoellner-Hogland

Lamb House, an ecumenical 
food pantry and thrift shop just 
off the square in Camdenton, is 
looking for a new location.

According to the board of 
directors, they’d like a building 
with at least 6,000 square feet 
– more would be better – with 
plenty of parking for those who 
come by vehicle and located 
near the center of Camdenton, 
to make it easier on those who 
come by foot.

The design of the interior 
isn’t all that important. 

“When we moved into our 
current facility, which used to 
be the Camdenton Senior Cen-
ter, a whole crew of men from a 
local church came in and made 
short work of ripping out the 
kitchen, putting up walls and 
building shelves. I’m confident 
that Lamb House will be able 
to get that same sort of sup-
port if we can find a building 
that needs remodeling,” said 
Pat Woodward, who has been 
working as manager since Oc-
tober 1994.

When the existing facil-
ity was purchased in 2003, the 
members knew the sale didn’t 
include any of the land next to 
the building. However, the man 
who owned the graveled lot as-
sured the board they could use 
it as long as they needed it – 
and that they’d have first rights 
on buying the property if and 
when he ever decided to sell. 
Unfortunately for Lamb House, 
that agreement was made on a 
handshake and never put into 
writing. 

However, Michael J. Mc-
Mahon, owner of Bail Bonds, 
said when he purchased the 
building next door to Lamb 
House several years ago, un-
beknownst to the Lamb House 

Board of Directors, he was of-
fered the opportunity to pur-
chase the parking lot at the 
same time – and he took it. 
He renovated what used to be 
Scotty’s Drive-In, turning it 
into a bail bonds office, and for 
quite some time, allowed Lamb 
House patrons to continue to 

use the lot. However, he said 
when customers and clients 
began to park in such a way 
that it caused him problems, he 
decided to rope it off. 

Consequently, Lamb House 

parking was reduced to four or 
five spaces in front and three 
or four in back – a situation 
that has required some to call 
ahead to make appointments 
and forced others to repeatedly 
circle the block, waiting for an 
open space.

Due to its present lack of 

parking, the board voted some 
time ago to start looking for 
a new location. That decision 
was aided when a resident and 
member of a local church of-
fered to make a very generous 
donation to facilitate the move. 
Unfortunately, nothing has 
met their needs to date. 

Marc Magana, president 
of the board and the pastor of 
Camdenton United Method-
ist Church, said they decided 
to go public with their search 
because they felt there might 
be someone who has been 
teetering about selling – or 
who might even be interested 
in leasing a building to Lamb 
House on a long-term basis.

“Of course, it would also be 
nice if we could find someone 
looking for a big tax write-off 
who might be willing to donate 
the building – or the use of a 
building – to us,” he added. 

So far this year, more than 
1,000 families have been 
helped with donations of food 
and clothing and financial as-
sistance with electric, propane 
and water bills, and prescrip-
tion medications. 

Lamb House, a non-profit, 
501C3 faith-based organiza-
tion, also acts as the adminis-
trator for the Camden County 
Senior Citizen Tax Board, 
which provides food vouchers 
for hundreds of senior citizens 
each month. Those $55 vouch-
ers can be used at area grocery 
stores. 

Lamb House also hosts 
Sue’s Shoes, which works with

continues on page 19

Although the building has served them well for the past 13 years, the board 
of directors decided they need a location that will offer more parking.

In May alone, Lamb House served 477 families - 656 indi-
viduals - helping: 449 people with food, 56 with clothing, 10 

with medications, 25 with electric, three with propane, seven 
with water and four with rent
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Armchair 
Pilot
By Nancy Zoellner-Hogland

LOVE TO TRAVEL but hate the 
prep? Smarter Travel has a few 
tips. First – create a generic all-
purpose packing list for those 
things you’ll always need and 
store it in your phone or suit-
case where it won’t get lost. Use 
only travel-sized containers for 
all your toiletries and after re-
filling them, leave the contain-
ers, as well as any other travel-
only items in the bag, when 
your vacation is over. That will 
keep you from having to rum-
mage around to find them and 
then repack them for the next 
trip. When you arrive at your 
destination, unpack only those 
things you’ll need. Leave the 
rest stashed in the suitcase. 

IS ORGANIZATION – or lack 
thereof – a problem while trav-
eling? Try these handy dandy 
organizers and your travel life 
will become much easier. The 
Elastic Grid Organizer, avail-
able for $15 on Amazon, keeps 
those fall-to-the-bottom-of-
the-bag charger cords, adapt-
ers, cameras, headphones, lip 
balm – you name it – in one 
spot. An underwear organizer 
from Mochithings’ has a zip-
pered section that’s just the 
right size for bras and features 
additional top-flap compart-
ments for other “unmention-
ables.” A seat-back organizer, 
with spaces for drinks, books, 
candy, small toys, etc., is per-
fect when traveling with kids 
– or adults – because it keeps 
everything within easy reach. 
Some even include an insu-
lated pouch. A hanging toiletry 
bag keeps all those travel-sized 
items together and can be hung 
from a towel bar in the bath-
room for easy storage at your 
destination.

AND WHILE WE’RE TALKING 
lists – the travel website Air-
fare Watchdog compiled a list 
of smartphone travel “must-
haves.” First on the list is the 
URATA 2 in 1 Professional HD 
Camera Lens Kit, which works 
on most smartphones and 
tablets and allows super wide 
angle shots and detailed close-
ups. A portable charger is also 
necessary if you plan to take 
lots of pix or watch lots of mov-
ies mid-air and a phone kick-
stand will keep your phone up-
right at optimal viewing angles. 
A Bluetooth remote shutter will 
help you with those group self-

ies and the Rechargeable Digi-
tal Luggage Scale w/ 2600mAh 
Portable Charger and LED 
Flashlight from Amazon will 
let you weigh your baggage up 
to 110 pounds, light your way 
and charge your mobile devices 
on the go. An Apple-certified 
retractable USB cable will give 
you just the right amount of 
cord you need and a waterproof 
case will let you take under-
water photos with your phone. 
And how in the world can you 
travel the world without a selfie 
stick?

FACE THE FACTS! Technol-
ogy is taking over the travel 
industry in a big way. JetBlue 
and Delta will be taking it a step 
further as they roll out biomet-
ric boarding passes in coming 
months. JetBlue’s program in-
volves taking a photo from spe-
cially designed camera stations 
in airport terminals. Those 
photos will then be matched to 
passport, visa or immigration 
photos in a database. If the im-
ages match, customers will be 
notified on a screen above the 
camera that they are cleared 
to proceed. Delta announced 
it will be using fingerprints 
as proof of identity instead of 
printed boarding passes at 
some locations. Both measures 
are touted as being more effi-
cient and secure. 

THE FAA’S RECENT report 
of turbulence-related injuries 
should serve as a reminder 
for passengers to stay in their 
seats and always wear their 
seatbelts while in the air. Ac-
cording to a release, the mid-
June Delta flight was traveling 
from Panama City, Panama 
to Houston when it encoun-
tered “severe turbulence” in 
Mexican airspace, about 80 
miles east of Cancun. When 
the plane arrived at its destina-
tion, paramedics met the air-
craft to provide medical care 
and transport those passengers 
who needed additional care or 
further evaluation.

ART RECENTLY TOOK FLIGHT 
in St. Louis Lambert Inter-
national Airport when eight 
graduate students at Washing-
ton University created SPEC-
TROPLEXUS, a 100 foot-long 
public sculpture in Terminal 2. 
The sculpture features colorful 
translucent poly-carbon sheets 
within a thin, wire-like lattice 
of hardened carbon fiber. Its 
approximately 2,000 subassem-
blies based on a rhombic grid 
are joined together to form a 
single flowing, wavelike struc-
ture. The art project, which will 

hang for up to 18 months, is 
part of the Airport’s temporary 
exhibitions program, financial-
ly supported by the St. Louis 
Regional Arts Commission.  

PASSENGERS TRAVELING 
THROUGH LAMBERT also have 
new and expanded shopping 
options with several store 
openings. STL’s retail conces-
sionaire Hudson Group recent-
ly opened Luxe, which offers 
premium travel and fashion 
accessories including clothing, 
sunglasses and bags. It’s locat-
ed near Gate C15, which serves 
American Airlines, Alaska Air-
lines, Frontier Airlines, Cape 
Air and Air Choice One. Termi-
nal 2, which serves all South-
west Airlines flights, features a 
new travel convenience store, 
Hudson, near Gate E18 and a 
travel electronics store, Tech on 
the Go, has relocated to a newly 
redesigned store near Gate E12. 
Concourse A, which serves 
primarily Air Canada, Delta 
and United passengers, now 
includes a Discover St. Louis 
store, located between Gates A6 
and A8. The store features ev-
erything St. Louis - from sports 
teams gear, jewelry and art to 
food. A fully redesigned Tech on 
the Go on the A Concourse also 
opened recently. This summer, 
the Hudson Group will open 
Sweet Indulgences near Gate A7 
on the A Concourse.

CAN’T IMAGINE vacationing 
without man’s – or woman’s – 
best friend? Afar travel maga-
zine compiled a list of the six 
dog-friendly cities to visit. First 
on the list is Austin, Texas where 
a outdoor cafés, bars, and food 
trucks abound. Denver, Colo-
rado’s miles of hiking trails, 
open air cafes, parks and gar-
dens also welcome four-legged 
visitors. Brooklyn, New York’s 
tree-lined sidewalks, Prospect 
Park and Grand Army Plaza 
Greenmarket are also dog-
friendly as is Portland, Oregon, 
which offers scenic adventures 
for both pups and people. In 
San Francisco, dogs can romp 
in the sand at Crissy Field or 
run off-leash at Fort Funston’s 
hiking trails. Scottsdale, Ari-
zona is also included in the list 
because of several dog-friendly 
patios featured at wineries and 
restaurants. This reporter also 
recommends South Padre Is-
land, where pets are welcome at 
most hotels and able to run free 
on the island’s 30-some miles 
of undeveloped beach. Pets are 
also allowed on public beaches 
but must be leashed

Voted Lake’s BEST Morning Show!
Mike & Stacy in the Morning
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re  mark  a  ble |riˈmärkəbəl|
adjective - worthy of  attention; striking.

• ••

We would be honored to create a                                     home for you.re  mark  a  ble •   •           •   

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

TXR IS A

PLATINUM BUILDER

See us on  

and  

St. Louis / Lake Ozark -  toll free at  888-318-1346
101 Crossing West Drive - Suite 200 - Lake Ozark, MO - 573-552-8145

Interiors by John Elliott

Our work and reputation continues to grow 
with the expansion of our custom new design-
build commercial and remodeling projects. 
One reason for our success is our unique ability 
to design remarkable properties that carefully 
reflects our Clients goals and personalities.

An Architect led design-build firm (ALDB) best 
understands the projects intent and uses that 
intimate knowledge to faithfully execute the 
design and details.

As always, competitively bidding the 
subcontracted project components, hand-

picking the construction team and managing 
their work in strict accordance with the project 
intent, codes and specifications, coupled 
with open-book project accounting, results 
in a completed project value that is simply 
unattainable by other methods. 

Thomas B. Roof, AIA

Let’s meet 
     about your

           upcoming 
                 project.
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THE FIDUCIARY STANDARD

Central Trust Company adheres 
to the “Fiduciary Standard,” therefore 
we always act in the best interest of our 
clients regardless of the type of account or 
relationship. Does your financial advisor 
do the same or are they merely meeting the 
“suitability standard?” 

You can always rely on Central Trust 
Company for unbiased advice and 
customized investment solutions.

Call or visit us online today to learn how 
our free from conflict investment selection 
process and adherence to the “Fiduciary 
Standard” will make a positive impact on 
your financial future.

WWW.CENTRALTRUST.NET

(573) 302-2474

1860 BAGNELL DAM BLVD. | 2ND FLOOR
LAKE OZARK, MO 65049

WEALTH & RETIREMENT PLANNING |  INVESTMENT MANAGEMENT |  TRUST & ESTATE SERVICES

SHOULDN’T
YOUR WEALTH 

MANAGEMENT TEAM 

WORK JUST 
AS HARD 
AS YOU? 

State comes through with funding for Lake of the Ozarks
By Nancy Zoellner-Hogland

The Tri-County Lodging As-
sociation will have more than 
a half-million dollars available 
to promote Lake of the Ozarks 
over the next 12 months. That’s 
because they were awarded 
$275,000 in matching funds 
from the state’s Division of Tour-
ism. The money is to be used in 
fiscal year 2018, which begins 
July 1, 2017 and ends June 30, 
2018. 

“I think it’s important to 
note that we received the most 
monies that we were eligible to 
receive,” said Jim Divincen, ex-
ecutive director for the TCLA. 
“We just found out in mid-June. 
Deadline for application was 
April 30 but we got ours in early. 
In fact, I’ll start working on next 
year’s request this October be-
cause the process is quite com-
plex,” he said.

Based on that grant, the 
TCLA board approved the fol-
lowing budget:

·$86,848 will be spent on ads 
in AAA Midwest Traveler, Bet-
ter Homes and Gardens, Family 
Circle, Good Housekeeping and 
Midwest Living magazines and 
Good Sam’s RV Travel Guide as 

well as on two inserts – one fall/
winter and one spring/summer 
– in a regional newspaper buy 
that includes 19,659 out-of-the-
area newspapers.

·$139,500 will be spent with 
the St. Louis Cardinal’s Radio 
Network, which, with an aver-
age listenership of 3.3 million 
people, is major league base-
ball’s No. 1 radio network. The 
ads, created by Mike Shannon, 
air on 140 different stations in 
nine states.

·$60,000 will be spent in con-
tent marketing with eight to 11 
stories to be published on major 
network sites throughout the 
country – sites like CNN Travel 
and MSN Travel. The TCLA gets 
to approve the topics and how 
the stories are written by a ma-
jor marketing firm.

·$229,993 will be spent on 
search engine marketing cover-
ing up to 950 different keywords 
that users might enter when 
looking for certain products or 
services. Seventeen different 
campaigns will cover topics like 
accommodations, events, out-
doors, fishing, shopping, golf 
and marinas.

·$14,000 will be spent on dis-

play site retargeting ads, online 
advertising targeting consum-
ers based on those consumers’ 
previous Internet actions.

Divincen explained that 
those who visit funlake.com, 
then leave the site to go to an-
other site, will continue to see 
a Fun Lake banner carrying all 
different kinds of creative mes-
sages pop up. 

“And, for the first time, out-
side of the cooperative market-
ing program that we just ap-
proved, the retargeting ads will 
feature six or seven different 
15-second videos. We’ll be test-
ing that since that’s pretty hot 
right now,” he said. “We always 
ask the management team what 
other destinations are doing 
that we aren’t because they’re 
out of Phoenix, Arizona and 
they handle CVBs all over the 
country.” 

Divincen said that close to 90 
percent of all publications are 
geared to an out-of-state audi-
ence. 

“The logic there is the farther 
away, the longer the stay,” he 
said, adding that special events 
and festivals are not a co-oper-
able product. “The money given 

to organizations to help promote 
those comes from outside the 
co-op program. The grant has 
pre-approved media products 
and pre-approved market areas. 
To apply for these funds, your 
financial statements have to 
show that more than 50 percent 
of your money goes to market-
ing that meets those guidelines, 
so this is not available to every-
body. It’s available to CVBs and 
in our case, destination market-
ing organizations – DMOs – who 
work to bring more visitors into 
the state of Missouri and, in our 
case, into Lake of the Ozarks.”

He said although the TCLA 
is the organization awarded the 
money, the CVB will assist in 
creating their advertising cam-
paign and then executing that 
campaign. Although outside the 
co-op campaign, the two digital 
billboards in St. Louis, with one 
located along I-44 at Big Bend 
Road and another along Man-
chester Road, and two in Kansas 
City, located along I-35, serve as 
an example of that cooperation. 

Under that program, 13 dif-
ferent creative messages, in-
cluding a couple for Osage 
Beach, which financially part-

nered with the TCLA/CVB ro-
tate on the billboards. 

“I think everyone has been 
very pleased with that cam-
paign,” Divincen said, adding 
that they’ve also been extremely 
pleased with the return on in-
vestment in the Cardinal base-
ball network buy. “We have re-
search that has shown people 
who listened to the commer-
cials came, stayed and paid.”

In February, Missouri Gov. 
Eric Greitens announced he 
would cut $146.4 million from 
the state budget because of low-
er-than-expected revenues and 
a poor state economy. Those 
reductions include a $3-mil-
lion cut in the state’s tourism 
advertising budget. That’s when 
the TCLA learned they would 
have the ability to ask for up to 
$275,000 in matching funds.

At that time, Divincen said 
the TCLA’s marketing efforts 
had served the Lake well, add-
ing that year-to-date figures for 
July through November, 2016 
showed lodging tax collections 
were up 10.31 percent, “making 
it one of the best years we’ve had 
so far.”
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U N P A R A L L E L E D  E X P E R I E N C E .   U N P A R A L L E L E D  R E S U L T S .

Long & Robinson, LLC, isn’t 
your typical law firm. You 

won’t find stuffy, pretentious 
attitudes or inflexibility here. 

Instead, you’ll find a team 
of experts with a practical, 

down-to-earth approach and 
a winning track record.

Our clients include 
condominiums, homeowners 

associations, property 
management companies, 
oil and gas contractors, 
commercial contractors, 

subcontractors, construction 
companies, and sureties.

The Lake area is awash with new residential developments, particularly 
condominiums. However, along with this comes a wave of challenges for 

condominium and homeowners associations. All too often, developers of new 
construction projects cut corners to reduce costs and avoid delays. 

Their inadequacies set up associations for financial failure.

We have recovered tens of millions of dollars for 
homeowner associations and their members.

S E L E C T  T H E  F I R M  W I T H  P R O V E N  R E S U L T S .   L E A R N  M O R E  A T
 W W W . L O N G R O B I N S O N . C O M  O R  C A L L  8 1 6 - 5 4 1 - 2 1 0 0  T O  A R R A N G E  A  C O N S U L T A T I O N

1 8 0 0  B A L T I M O R E  A V E N U E ,  S T E .  5 0 0 ,  K A N S A S  C I T Y ,  M O  6 4 1 0 8



Lake of the Ozarks Business JournalJuly, 2017Page 6

FULL SERVICE BANK
FIRST HOME LOANS
SECOND HOME LOANS
CONSTRUCTION LOANS
MONEY MARKET & CD ACCOUNTS

3855 Osage Beach Pkwy., Osage Beach
573-693-1352

WWW.STEBANK.COM

Celebrating Our Second Anniversary At The Lake!

Banking with an Emphasis on You!

Woods Supermarket is Official Shootout Top Gun Sponsor 
By Janet Dabbs

Woods Supermarket Own-
er/President Don Woods 
Jr. presented a check in the 
amount of $25,000 to Lake of 
the Ozarks Shootout Director 
Ron Duggan Friday, June 23 
to become the official Lake of 
the Ozarks Shootout Top Gun 
Sponsor. 

“Ron (Duggan) puts so 
much into this and we are ex-
cited to be a part,” Don Woods 
Jr. said at the presentation.

The Lake of the Ozarks 
Shootout, where boats race 
against the clock, is head-
quartered at Captain Ron’s 
Bar and Grill, located at the 
34.5 mile-marker on the Lake 
of the Ozarks, and by land, off 
Highway 5 in Sunrise Beach. 
The event attracts racers and 
race fans from around the 
world. 

Last year, the American 
Ethanol team of Slug Hefner 
and John Cosker won top gun 
with a speed of 217 mph. The 
fastest speed on record on the 
current Shootout race course 
is 244 mph, set by Shelkh Has-
san bin Jabor Al-Thani in 2014. 

Proceeds from the event 

benefit local fire districts and 
charities. Every year since the 
race moved to the Westside, 
the event has broken fund-
raising records. The August 
2016 races were no excep-
tion, bringing in an estimated 
$200,000 for 34 entities. In 
2015, the race raised $175,000 
and in 2014 they brought in 
$125,000. 

The charities are diverse 
as their location and they use 
their funds to help a variety 
of causes including handi-
capped and abused children 
and adults, the homeless, the 
hungry and more. The fire 
districts use their earnings 
to purchase much needed 
safety, dive team and rescue 
equipment. 

“We would not be able to 
function without the Shoot-
out funds,” Coffman Bend 
Fire Department Volunteer 
Margie Frazier said. 

Aside from the race itself, 
the Shootout has come to en-
compass nearly two weeks of 
events at locations around the 
lake that include poker runs, 
golf and volleyball tourna-
ments, a mini-shootout fea-

turing remote controlled race 
boats, a treasure hunt, an auc-
tion, a meet-and-greet and 
Make a Wish Boat Rides for 
sick and handicapped chil-
dren. An amazing army of 670 
volunteers came together in 
2016 to pull off the events

According to the Tri-Coun-
ty Lodging Association, the 
event, which draws fans who 
spend money at motels, res-
taurants, shops and more, in-
fuses millions of dollars into 
the local economy. Many refer 
to the Shootout as the fourth 

major holiday of the year. 
This year, the 2017 Lake of 

the Ozarks Shootout Races are 
scheduled Saturday, Aug. 26 
and Sunday, Aug. 27. For addi-
tional information visit lake-
oftheozarksshootout.com. 

Woods Supermarkets became the official Lake of the Ozarks Shootout Top Gun Sponsor when they handed 
over a $25,000 check to Shootout Director Ron Duggan. The check was presented at the Woods Supermar-
ket in Sunrise Beach. On hand for the presentation were, from left, Shootout Board Member/Race Course 
Operations Director Kent Morris, Lake West Chamber of Commerce Executive Director Mike Hooper, Ron 
Duggan, Woods Supermarket Owner/President Don Woods Sr., Woods Supermarket CEO Craig Easter, 
Woods Sunrise Beach Manager Mike Reynolds and Shootout Board Member/Parking Director Frank Scar-
pino. Photo by Janet Dabbs.
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Area is starting to gear up for the Census
By Nancy Zoellner-Hogland

At 11:37 p.m. Friday, June 
23, 2017, the population of the 
United States was estimated 
to be 325,299,195. The U.S. 
population clock is based on 
a series of short-term projec-
tions for the resident popu-
lation of the United States, 
including one birth every 8 
seconds and one death every 
12 seconds.

In a little more than two 
years, the U.S. Census Bu-
reau will be striving to obtain 
a more accurate count as its 
2020 enumeration, 24th Unit-
ed States national census, be-
gins. In fact, according to the 
website, www.census.gov, 
the goal of the 2020 Census is 
to “count everyone once, only 
once, and in the right place, 
and the challenge is to con-
duct a 2020 Census at a lower 
cost per household (adjusted 
for inflation) than the 2010 
Census, while maintaining 
high quality results.”

Preparation for that monu-
mental task has already be-
gun. Lake Ozark City Admin-
istrator Dave Van Dee said 
he and Tim Haden, the city’s 
building official, sat through 
a Census webinar in mid-
June that discussed the new 
method of addressing that 
will be used.

“I believe they’re start-
ing earlier so they don’t have 
quite so much confusion at 
the end,” he quipped, ex-
plaining that in the past, new 
methods have been intro-
duced as they’re being used, 
which has caused more than 
a few mix-ups. “I’m used to 
them starting the process a 
couple years before the ac-
tual count begins. It seems 
that this time, they’re check-
ing the technical side of 
things first, to make sure it’s 
going to work before it’s im-
plemented. From the sound 
of things, it also seems that 
they’re finally going to be us-
ing technology to their ad-
vantage. The numbers will 
still have to be checked, of 
course. People think they can 
just pull out their Garman 
and find out where things are 
– but that doesn’t work at the 
Lake. Here, you really have 
to pay attention to corporate 
city limits because if you rely 
on addressing, it’s very con-
fusing.”

Sunrise Beach City Planner 

Roger Corbin, who chaired 
the 2010 Census Complete 
Count Committee for Cam-
den County and assisted with 
that committee in Morgan 
County, said the confusion 
over the area inside the 65049 
zip code caused serious prob-
lems in the last enumeration. 
That zip code is shared by 
those who live on Horseshoe 
Bend in the unincorporated 
area of Camden County and 
outside any municipalities 

as well as those living within 
the limits of the city of Lake 
Ozark and the limits of the 
Village of Four Seasons.

“We wanted an accurate 
count for both those juris-
dictions. We finally got the 
counts but we don’t want that 
to happen again,” he said 
adamantly, adding that their 
diligence resulted in the Vil-
lage getting the biggest popu-
lation boost in the Lake area, 
growing by nearly 1,000. 

An accurate count is im-
portant because those num-
bers helps determine how the 
government will distribute 
more than $400 billion in fed-
eral funds annually. The U.S. 
Census is also used to define 
representative boundaries 
for congressional districts, 
state legislative districts, 
school districts and voting 
precincts.

In fact, Corbin said Rocky 
Miller owes the addition of 
his seat to an accurate Cen-
sus count. 

“From now on, we should 

see a normal percent of 
growth, although the ACS 
(American Community Sur-
vey), which is kind-of the 
adjusted Census, is showing 
a declining population. We 
know we’re not declining. We 
have almost zero vacancies 
in housing, utility records 
are showing more people are 
moving into the area and of-
ficials are issuing building 
permits hand over fist. We’re 
gaining folks,” he said. “I’ve 

seen it first-hand in Sunrise 
Beach. We’ve annexed since 
the 2010 Census so our popu-
lation has actually increased 
but the ACS is showing us at 
the same as we were or even 
declining in numbers, which 
just isn’t correct.”

Getting that accurate 
count is not always easy, 
Corbin said. In fact, in some 
areas of Climax Springs, 
sheriffs’ deputies were asked 
to accompany Census work-
ers as they collected infor-
mation.

“People did not want to be 
enumerated! We’d get calls 
from Census workers say-
ing when they went down 
private roads, they were met 
by signs telling them if they 
traveled past a gate, they 
could be shot. Some said they 
felt the federal government 
was going to use the infor-
mation to seek them out or 
monitor their taxes. We had 
to request deputies to go out 
and explain to the residents 
that the data to be collected 

would remain private – that 
it was clearly against the law 
for them to share it with the 
IRS or any other government 
agency,” he said.  

Corbin also said he hoped 
residents would be coop-
erative in 2020. Until the 
last Census, Camden Coun-
ty ranked last on the basis 
of reporting. However, in 
2010, when Census workers 
went door-to-door to visit 
those people who didn’t re-

turn their forms, the county 
moved up to roughly the 
national average of approxi-
mately 70 percent of return.

“In 2010, we went all out. 
We tried to pick up ‘snow-
birds’ who are permanent 
residents at the Lake but were 
away in Texas or Florida for 
the winter. Even the pastors 
on the Westside cooperated 
by allowing us to include 

Census enumeration cards in 
all the sacks of food they gave 
out to families for Thanksgiv-
ing and Christmas,” he said, 
adding that he hopes the 
participation rate doesn’t fall 
again in 2020, when the Cen-
sus Bureau plans to count 
people through online and 
phone surveys, rather than 
just using mailed surveys or 
workers knocking on doors.

Corbin also said he’s hope-
ful that, under the new ad-
ministration, family income 
information will be collected 
on the 2020 Census because 
when that information isn’t 
available, the state has to 
estimate the area’s income 
based on a number of other 
indicators. 

“We really need to know 
how many people are living in 
that ‘below-median-family-
income’ bracket in the vari-
ous parts of the Lake because 
that’s how, for instance, the 
USDA Rural Development 
determines how much grant 
money you’re going to get vs. 
how much loan money you’re 
going to get for a project. 
That becomes very impor-
tant to the jurisdictions,” he 
said, explaining that under 
the Obama administration, 
the government “backed off 
on income. They just de-
cided that income informa-
tion was too sensitive so they 
didn’t put any enumerators 
in there. Because of that, for 
the past seven years we’ve 
been operating on estimates. 
I just hope we get enough of 
the right kind of data in the 
coming Census so if there is 
money to be spent in a cer-
tain region, the data will back 
that up.”

*Source: Bureau of the Census estimate on 2020 Census 
Life-cycle cost if the 2010 approach is used.  
Note: Figures through 2020 shown in 
2020 constant dollars.

2020 Census
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573-340-NERD  

 On-Site Tech 
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Your Business 

Needs 

$50 PC Clean Up Special
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“Insurance Talk”
with Nick Brenizer of 
Golden Rule Insurance

What happens 
when we’re 
gone?

Most business owners have plans 
for everything; they have plans for 
new growth, plans for different loca-
tion or adding a location, and plans 
for hiring and fi ring. One plan that a 
large majority of businesses forget to 
plan is a Business continuation 
plan. What happens when we’re 
done? What happens to everything 
that you have built and worked so 
hard for? A lot of times people’s re-
tirement, are the sale of their own 
business. If you fail to plan your own 
exit strategy, forces beyond your con-
trol may create a plan for you. 

Owners tell me all the time they 
don’t have to worry because of the 
following reasons.

-My family can just take it over: 
This might work, but what if they 
don’t want to take it over or don’t 
have the ability to do what you do. 
There are tax ramifi cations with this 
if this is not done properly that could 
cost the business substantial funding. 
Also banks may not be as quick to 
loan the company money if their KEY 
person is not around anymore. 

-One of my employees can take it 
over: Again might work and never be 
an issue, but most people want to be 
compensated for taking on that much 
more work. Also how do you pay off 
surviving heirs of the business? How 
will the employee buy them out of 
their portion or if the business tanks 
after the employee takes it over then 
how do they recoup their loss?

-My competitor has been trying to 
buy me out anyways: This might hap-
pen but mostly likely once they hear 
the KEY person is out of the business 
they will go after your customers di-
rectly without a purchase. Also if they 
do purchase they know that the busi-
ness is now worth less without the 
KEY person and will offer “fi re sale” 
pricing. 

This is where Life insurance can 

come into play. There are multiple 
ways life insurance can help out busi-
nesses in these situations. 

One type is called key person in-
surance, this policy is owned by the 
business on the owner or KEY per-
son of the business and in the case 
that something happens to them the 
business is paid to hire one or pos-
sibly two employees to replace them. 
Also can be used to market the sale of 
the business or however, the business 
needs to use it going forward. 

If your business is a partnership 
you can buy life insurance on each 
of you from the business. This would 
pay if one of the owner’s passes the 
business is paid money to buy-out the 
spouse of the deceased partner. This 
eliminates the spouse having to be 
stuck in a business they know noth-
ing about and want nothing to do 
with. Also guarantees the amount the 
spouse/ heirs will be paid instead of 
having to worry about the partner not 
making it and running the business in 
the ground.

These are just a few ways that life 
insurance can help with business con-
tinuation. As always you should talk 
with your lawyer and accountant to 
see the best ways to fund these and 
to set them up to your fi nancial plan. 

As the saying goes “you can ei-
ther fail to plan or plan to fail”. 

Nick Brenizer is a risk manager 
at Golden Rule Insurance Agency in 
Osage Beach, MO. Nick has an AIP 
and a RWCS designation. He can 
be reached at 573-348-1731 or at 
Nick@goldenruleinsurance.com

Nick Brenizer, AIP

Golden Rule Insurance 
has gone mobile!

Conveniently 
contact us with 
the touch of
a button or easily 
submit claims or 
policy changes 
whenever works 
best for you.

4065 Osage Beach Parkway, Suite 1 Osage Beach, MO 65065 
573.348.1731 | www.GoldenRuleInsurance.com

"Selling Lake Real Estate for 34 years total...Trust US to have YOUR Best Interest at the Forefront!"

1800 BAGNELL DAM BLVD - LAKE OZARK
2 Acres - 1800 SF - Expansion Potential

Paved Parking - EASY ACCESS - Large Electronic Signage
MLS# 3118488 $589,000

PRIME LOCATION COMMERCIAL REAL ESTATE

454 HWY 42 – OSAGE BEACH
Four Commercial Lots – 3.5 Acres

Highway Frontage with 2 Buildings 
MLS# 3120976 $350,000

EXCELLENT BUSINESS LOCATION

188 FLYNN - 1 MILE MARKER
567’ Gorgeous DEEP Water - Zoned R-3

6.34 Acres - Ameren Permitted 31 Large Slips 
MLS# 3118940 $699,000

NEW IMPROVED PRICE - EXCELLENT COVE BUILDING SITE

MARYALBERSGROUP.COM

129 WATERFORD TERRACE – PORTO CIMA
No-Wake Cove Lot – Property Faces East With Afternoon Shade

Located in One of the Most Premier Subdivisions at the Lake
MLS# 3123803  $219,900

111’ OF WATER FRONT AT THE 14MM

Lakebusjournal@gmail.com
Please remember to include photos if available, captions detail-
ing the photographs and your information in Word (.doc) files

Send us Your Press Releases, Public 
Events and Business News!
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Located at the entrance of the Osage Village Outlet Mall 4558 Osage Beach Parkway, Suite 100, Osage Beach, MO 65065
www.FirstBankLake.com • Lobby Hours M-F 8:30am to 4:00pm • Drive Thru Hours: M - F 8:00am to 5:00pm

Saturday Lobby/Drive Thru Hours: 8:00am to 12:00pm

The BEST Rates 
at the Lake!

FIRST BANK
OF THE LAKE

MONEY MARKET ACCOUNTS
0-$24,999.99 ............................................... 0.10% APY*

$25,000-$49,999.99 .................................... 0.15% APY*

$50,000-$99,999.99 .................................... 0.25% APY*

$100,000 and up ......................................... 0.50% APY*

CD SPECIALS
6 Months

1.0% APY*

9 Months
1.30% (1.31%) APY*

15 Months
1.55% (1.56%) APY*

33 Months
1.75%  (1.76%) APY*

*Annual Percentage Yield. Minimum to Open $5,000 CD and $500 Money 
Market. Penalty for early withdrawal on CDs. Other Terms and Conditions 

May Apply. Contact Bank for More Details.

573-348-2265

Investing in Money Market and CD Accounts is easy with the 
help of First Bank of the Lake!
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Mortgage $ense
with Michael Lasson of First State 
Bank Mortgage 

6 Mortgage Facts to 
Know

Mortgages can be quite compli-
cated. If you’ve never purchased a 
mortgage before or you’re re-entering 
the buying market after some time, you 
may not completely understand how 
mortgages work today. Keep reading 
to learn some important facts about 
mortgages from your Lake of the 
Ozarks mortgage lender that you’ll 
want to know: 
1. Interest Rates Change Rapidly. 

Many homeowners ask, “What’s 
the rate?” Unfortunately, that question 
is nearly impossible to answer. Not only 
does the rate available to you factor in 
your fi nancial situation, but interest 
rates are constantly fl uctuating. Inter-
est rates change the same way that 
stocks, bonds and other fi nancial in-
vestments rise and fall throughout the 
day. with currently favorable interest 
rates, it’s not much of an issue, but it 
could be in more challenging interest 
rate environments. Therefore, it’s im-
portant you lock in a good rate when 
you can.
2. The Interest Rate Isn’t The Only 
Rate To Be Concerned With. 

While you obviously want a low 
interest rate, since that determines 
the amount of interest you pay over 
the life of the loan, there’s more to it 
than that. The APR, or Annual Percent-
age Rate, measures the total mortgage 
cost to you. In addition to interest, the 
APR includes origination fees, closing 
costs and any mortgage points you 
may buy. Therefore, the APR gives you 
a better gauge to use for mortgage 
comparisons.
3. The Better Your Credit, The Bet-
ter Deal You Can Get.  

Taking care of your credit is more 
important than you might think. The 
better your credit, the better your 
chances are for not only getting ap-
proved for a mortgage loan at the Lake 
of the Ozarks, but also getting a bet-
ter rate. While there are programs out 
there to help those with not-so-great 
credit get approved for a home loan, 
they aren’t going to give you a great 
deal.
4. You Don’t Have To Have a Large 
Downpayment to Buy a House. 

You may have heard in the past 
that you need 20% to put toward a 
downpayment for a house. Fortunately, 
that’s no longer the case. While 20% 
down would give you immediate 
home equity and the ability to avoid 
private mortgage insurance, it’s not 
required. There are a variety of Lake of 
the Ozarks home loan options that re-
quire anywhere from just 0-5% down 
upfront. Talk to your lender about the 
options available to you. 

5. You Can Refi nance Your Home 
at Any Time. 

You can refi nance your home at the 
Lake of the Ozarks at any time. How-
ever, that doesn’t mean you should. 
Refi nancing has it’s benefi ts, but you 
need to make sure it’s right for you. 
Think about the reason you want to 
refi nance. Is it to lower your monthly 
mortgage payment? Is it to take advan-
tage of lower interest rates? No mat-
ter the reason you’re thinking about 
a refi nance, make sure that it makes 
fi nancial sense. Do the math and make 
sure you’re coming out on top and not 
paying more in fees than what you’ll 
save in the long run.
6. You Can Still Get A Mortgage 
Loan After a Foreclosure. 

If you’ve been through a fore-
closure on a home, whether due to 
income loss or other unfortunate cir-
cumstances, there’s still some good 
news. Once you get back on your feet 
and get your fi nances in order, you can 
apply for a mortgage again. There are 
different waiting periods depending on 
the type of loan you’re looking to get. 
For example, an FHA loan requires you 
wait 3 years after a foreclosure, while a 
VA loan only requires a 2 year waiting 
period.

If you’re considering a home pur-
chase at the Lake of the Ozarks, give 
me a call at 573-746-7211. As your 
mortgage professional at the Lake of 
the Ozarks, I’ll discuss your options, 
offer competitive rates and back it up 
with the fi rst-class service you deserve!  
LIKE my Facebook Page, Follow me on 
Twitter or Connect on LinkedIn

Michael H. Lasson, 
Senior Loan Offi cer, NMLS 

#493712
First State Bank Mortgage
NMLS #416668
4655-B Osage Beach Pkwy, 

Osage Beach, MO 65065
Direct:  (573) 746-7211
Cell: (573) 216-7258
Fax: 866-397-0138
www.yourlakeloan.com 
Email: mlasson@fsbfi nancial.com

A Division of First State Bank of 
St. Charles. Equal Housing Lender.
Bagnell Dam Association of REAL-
TORS®, Affi liate of the Year 2011, 
2014, & 2015.

Osage Beach looks at revising 
road, sidewalk requirements 
By Nancy Zoellner-Hogland

Aldermen recently spent 
close to two hours discussing 
curb design, whether or not 
they should revise Osage Beach 
city guidelines covering side-
walk and curb requirements 
and if the guidelines for accept-
ing existing private roads into 
the city’s public road system 
should be revised. The discus-
sion took place in a workshop 
that was open to the public and 
which also included an analysis 
on the Osage Beach Parkway 
West Phase II Study. For more 
on that subject, visit page ??

One of the topics discussed 
at the work session was whether 
developers should be allowed to 
build sidewalks directly behind 
curbs, which is permitted un-
der the current ordinance. Nick 
Edelman, public works direc-
tor for the city of Osage Beach, 
said when that is done, there’s 
no place to put a mailbox so 
the home builder has to cut the 
sidewalk. He said it’s become a 
problem when developers don’t 
build houses – they just develop 
the land. 

He said an alternative would 

be to build the curb, then pro-
vide a width of green space be-
tween the curb and sidewalk, 
which must be 3 feet in width 
to be complain with the Ameri-
cans With Disabilities Act.

He also told aldermen that 
under the current ordinance, if 
10 or more homes are built on a 
street, the developer is required 
to build sidewalks. 

“Is that something you want 
or do we want to say you need 20 
houses before you’re required 
to add sidewalks? I’ve talked to 
some of the residents on Three 
Seasons Road, for example, and 
they would like sidewalks there 
but don’t think they’re needed 
on Bluebird Circle, which cur-
rently has 15 houses,” Edelman 
said, explaining the homes were 
built before the ordinance was 
adopted.

Alderman Jeff Bethurem 
said he agreed with the existing 
ordinance and felt sidewalks 
were important in residential 
areas. However, he also said 
he didn’t think the ordinance 
was always being enforced be-
cause in many subdivisions, no 
sidewalks had been built. He 

said that would be especially 
problematic if a developer went 
“belly-up” before the sidewalks 
were built because the next de-
veloper would be required to 
spend a lot of money to meet the 
law.

“Part of cleaning up this 
whole mess is getting develop-
ers to put sidewalks in (as they 
go) so we don’t have to,” he 
said, adding that would free up 
money that could be spent by 
the city on other transportation 
projects.

Edelman explained that part 
of the problem occurred when 
builders constructed homes in 
a “piecemeal fashion – building 
five or fewer homes at a time.

“The bottom line is we need 
to figure out what we want and 
then make sure our ordinances 
spell it out,” Alderman Kevin 
Rucker said.

Aldermen did agree they 
don’t want the city to require a 
curb design that includes a huge 
“bump” at the end of the drive-
way, similar to what was put in 
place at the Osage Beach Post 
Office location.
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143 Via Pendio – Porto Cima
3BR/5BA – Furnished – Close to Yacht Club

MLS# 3120160  $329,000

1760 Arrowridge Drive – Roach, MO
5BR/7BA – Pool/Hot Tub/Gated –  3 Car Garage  

MLS# 3123475  $1,498,000

248 Deepwater – Lake Ozark
1.62 Acres – 4BR/4BA – 2 Kitchens – 213’ LF

MLS# 3119062  $674,900

RE/MAX Lake Of The Ozarks
3525 Osage Beach Parkway, ste. #3

Osage Beach, MO 65065
573-216-8636 • jldefrates@gmail.com

BUY/SELL/LIVE
LAKE OF THE OZARKS

STUNNING GOLF COURSE VILLA AWESOME WATERFRONT LAKE HOUSE! LAKEFRONT ESTATE WITH 5 MILE VIEW!

WWW.MARYALBERSGROUP.COM

Board meets to dissect Parkway West Study, develop plan
By Nancy Zoellner-Hogland

If the Osage Beach Board 
of Aldermen decides to spend 
money on a market study and 
economic development plan, a 
comprehensive land use plan 
or a transportation master 
plan, those studies will look at 
the city as a whole, rather than 
as a city divided by the Grand 
Glaize Bridge.

That message came across 
loud and clear at a workshop 
held June 22 to discuss, in part, 
the results of the Osage Beach 
Parkway West Study, conduct-
ed by HDR. The first phase of 
that $70,000 study was ordered 
by aldermen last year in hopes 
of finding ways to revitalize the 
west end of the city, which suf-
fered an economic downturn 
after the opening of the Ex-
pressway.

However, at the workshop, 
several aldermen said they felt 
it was time for the city to stop 
focusing on specific areas and 
instead work together for the 
city’s common good. They 
also agreed that they were not 
in favor of spending any more 
money with HDR to complete 
Phase 2.

“Osage Beach West is part 
of our community and I think 
we need to communicate that 
to our business people,” Alder-
man Kevin Rucker said. “I’ve 
seen some ads that I think are 
negative. They say ‘We’re at 
the dead end of the Parkway.’ 
I think we need to be positive. 
The negative comments can 
hurt us.”

He also said he was disap-
pointed with HDR’s report, 
expecting it to provide more 
direction. Other aldermen ex-
pressed similar sentiments.

Alderman Jeff Bethurem, 
who pushed for the study, said 
he felt it had value because 
it allowed the community to 
take ownership of some of the 
issues they were facing and 
brought them together to look 
for solutions.

“But when we talk east side-
west side – what are we going 
to do with the ‘dead’ end – it 
puts labels on things. The six of 
us are here to represent Osage 
Beach, which runs from Lazy 
Days to Staples. That consti-
tutes one town so I think one 
thing we need to do is to talk 
about Osage Beach as one 

community and not two. If we 
start that, then over time the 
community will start that and 
hopefully we can come togeth-
er as one town,” he said.

Alderwoman Phyllis Ma-
rose, owner of Putt ‘N Stuff on 
the west side of the bridge, said 
she understood business own-
ers’ concerns because she too 
had been a victim of the eco-
nomic downturn. She also not-
ed that nearly all of the amuse-
ment attractions were located 
on that side of town and felt a 
cooperative effort to market 
that would be helpful.

“We need a destination and 
we know that – another kind 
of destination. I’m not trying 
to split the city. The ‘dead-end’ 
issue is done. Get over it. This 
is a thriving, wonderful city to 
live in and to be in business. We 
just need to have some kind of 
enticement,” she said.

Alderman Greg Massey sug-
gested partnering with the 
state park to create events that 
would draw people to the area. 
Rucker agreed, saying he would 
like to talk to the state about 
adding campsites at the park.

Mayor John Olivarri said he 

felt that before any steps were 
taken, it was important to de-
cide what they wanted the city 
to look like in the future.

“By starting this study, we’ve 
created an awareness…But 
what do you want your city to 
look like in 5 years, 10 years, 
20 years? I think we’ve got to 
ask that of the whole city. From 
the comments that were made, 
we’ve got to do this together, 
as a city, and as one part of us 
grows, the rest of us will also 
grow,” he said.

In a later interview, Cary 
Patterson, city planner for 
Osage Beach, agreed that some 
of the strategies, such as a way-
finding program, could be de-
veloped by staff.

He explained that a way-
finding plan would create logi-
cal districts or zones in the city 
that would be identified with 
names that tie into the local 
culture. In this case, the dis-
tricts could be named after the 
different type of fish caught in 
the Lake of the Ozarks. Busi-
nesses would then be listed and 
pinpointed on maps according 
to those zones. Signage would 
be created to direct people to 

those areas. Patterson said he 
also envisions a program that 
includes an interactive phone 
app as well as printed maps 
that would be available at the 
mapped locations.

“We could even compile 
much of the information that 
would be needed. However, 
we’ll have to get others in-
volved when we start on those 
more in-depth studies – and I 
believe we will looking at doing 
that in the very near future,” 
he said, adding that he felt a 
marketing study/economic 
development plan should be 
a priority. “I don’t know how 
we can proceed to update the 
comprehensive land use plan 
without them. We could rezone 
land to commercial only to find 
out later that our market study 
says we have plenty of com-
mercial to serve our popula-
tion and visitors and we need 
to focus on housing. We want 
to plan for the future – 10, 20, 
30 years down the road – to be a 
more complete community, so 
it’s imperative to do things in 
the right order to get there.” 

continues on page 18
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Building an effective 
web presence
with Mike Waggett, 
MSW Interactive Designs LLC

No, Google is 
NOT calling you

As a business owner, you may 
have received a call from someone 
saying they are “Google” and trying 
to sell you services you probably 
DON’T need.  These cold callers will 
represent themselves as a direct 
affi liate of Google, and will do their 
best to confuse you, instill fear about 
your website rankings, and then tell 
you how many THOUSANDS of dollars 
it will take to fi x your “Google” 
problems. If you ask any questions 
or reply in any affi rmative way to 
their cold call, you probably will be 
hounded for weeks afterward.  Here’s 
some advice the next time “Google” 
calls you!

1. Google will NOT call you
Google is in the business of 

pr oviding the best search engine the 
world has ever seen.  They make their 
money through a variety of ways, 
primarily by providing advertising 
opportunities to businesses (Search 
Engine Marketing/Remarketing 
via Google ads), and by providing 
advertising opportunities on the other 
platforms it owns (think YouTube).  
Their model is not to call upon 
individual businesses.  Google service 
resellers ARE in this cold calling 
business.  

2. Beware of companies using 
website “grading” tools

Often these cold call companies 
will utilize a website “grading” tool 
that they will say proves that your 
website is in dire shape.  Google 
looks at hundreds of ranking factors, 
and most of these tools discard many 
of them.  The proof is in the pudding.  
If your website is high on page 1 for 
your major search terms that you 
want your potential customer to fi nd 
you, there is no need to pay anyone 
for “Search Engine” help.

3. Consider any directory 
management help carefully.  

Many of these companies will tell 
you that your company information 
is wrong “all over” the internet, and 
they can fi x it.  Do carefully look at 

where your business information 
is listed, and make sure that your 
business name, address, and your 
telephone number are the same 
everywhere.  Businesses listing 
accuracy is important, but work with 
a company you can trust or know.  
These cold call companies can rope 
you into a huge, long term investment.

4. Google Ad words may be an 
option

If you are already ranking 
organically (free), this is money you 
do not need to spend.  If your website 
however, is not on page 1, then 
maybe give it some thought.  Setting 
up Google ad words on your own is 
not hard, so try it yourself. You don’t 
need to pay a company who takes 
a chunk of your ad word budget as 
well!  

Our best advice is to contact your 
website company or a reputable 
internet marketing company if 
“Google” calls.  Find out the facts 
about your website and associated 
on-line presence, and make good 
decisions on your marketing dollars.  
As always, give us a call with your 
questions.

Follow MSW Interactive Designs
Twitter:  @PutTheWebToWork
Facebook:  http://Facebook.com/
putthewebtowork
Blog: http://put-the-web-to-work.
blogspot.com
Mike Waggett, MSW Interactive 
Designs LLC ~ We put the web to 
work for you!
573-552-8403
www.PutTheWebToWork.com

Mike Waggett 
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See the 
Lake like 
never
before!

573-302-0022

Located in the Paul’s Supermarket Shopping Center Business 54 & HH - Lake Ozark
Visit us online at www.lakeozarkhelicopters.com

Join us and the Business Journal 
Saturday, July 15th for Aquapalooza!  See the 

Lake like never before! Call for your reservation!

$29From

per person

Ask us how 
you can now 
record your 
entire fl ight in 
High Defi nition 
on one of our 
GoPro headsets!

The Lake Area Chamber recently 
held a ribbon cutting for Anthony 
Giorgione with Aflac, at their lo-
cation at 2140 Bagnell Dam Blvd 
Ste 101C in Lake Ozark. The rib-
bon cutting took place on May 
11 at 4 pm, with owners Anthony 
and Robin Giorgione, as well 
as several Lake Area Chamber 
staff, board members, and vol-
unteers in attendance.  The rib-
bon cutting celebrated their new 
membership with the Lake Area 
Chamber. For more information, 
call (573) 434-4300.           
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w w w. P r o p e r t y S h o p a t t h e L a k e . c o m  
2086 Horseshoe Bend Pkwy, Lake Ozark, MO 65049 

Residential           Commercial           Condominiums           Lots and Land 

Tina Stotler 
Broker/Owner 
573.480.7760 Annie Faulstich 

Broker/Sales 
573.216.4350 

Nicole Beecher 
Sales 

573.999.5589 

Rhonda Lettow 
Sales 

417.793.0092 

Susan Renda 
Sales 

573.280.9226 

Josie Mantle 
Broker/Sales 
573.216.2366 

Shaunna Gordy 
Sales 

573.692.2225 
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A Matter of Trust
Changing 
Markets 
Prompt Advisor 
Checkup

As an investor, there are so many 
factors impacting the economy, both 
domestically and globally, as well as the 
markets.  How does one make sense of 
the markets and position your portfolio 
for success? The last few months have 
revealed potential major changes to our 
healthcare system, the possibility of tax 
reform and the forecasted unwinding of 
the Fed’s balance sheet.  

With the introduction of robo 
advisors, there are more options to 
consider when choosing an investment 
professional.  Do you need personalized 
advice? Do you want to sit across the 
desk from someone and talk through 
issues or is an online platform right for 
you?

Now is a good time to evaluate 
the person and company giving you 
fi nancial advice.  Some of the following 
questions can reveal a lot about what to 
consider in that person or company you 
choose to manage your life savings.

History of the fi rm
How long has the company been in 

business?
Is the fi rm a start-up or well-

established in the community?
Is the fi rm well-capitalized or will 

they sacrifi ce customer service to bring 
in new sales revenue?

Ask about their errors and omissions 
insurance coverage.

Core Principles
How is the investment policy 

established?
What are their sources and 

partnerships for market and investment 
research?

Is there a Tax Offi cer on staff?  
How can you be sure all the tax basis 
information with on your accounts is 
correct?

Fiduciary
Does the fi rm select investments 

that are the best for your situation or 
are there other incentives infl uencing its 
recommendations?

Can they provide youconfi rm, in 
writing, that you they will work with you 
as a fi duciary?

Ask about all fees inclusive of the 
advisor’s fee and any internal mutual 
fund fees that may apply.

Are they able to provide you with 
the very best pricing as an institutional 
manager of funds?

If you need a Medallion Guaranty 
Guarantee for transferring assets, can 
they provide one?

Compliance
What systems are in place to ensure 

proper accounting and confi dentiality?
Who ensures adherence to the 

Investment Policy you agreed to?
What types of checks and balances 

are in place to avoid mismanagement 
or the possibility of a Bernie Madoff 
scenario?

Ask them to describe any regulatory 
oversight and who is the point person 
for meeting with auditors and regulators 
to ensure all processes and policies are 
adhered to and appropriate for clients.

Operations
Transferring your life savings is a 

big deal and must be overseen by a 
professional with an eye for detail.

What experience does the 
Operations Manager have and how 
many people are employed in their 
Operations department?

In conclusion, you are more than 
your investment portfolio.  It’s a good 
idea to periodically evaluate your 
advisor, their business model and all 
of the other services they can offer 
you related to fi nancial planning, 
tax strategies and estate planning 
ideas. Contact Trenny Garrett today at 
(573) 302-2474 or at trenny.garrett@
centraltrust.net.

Trenny Garrett, J.D., CTFA
Senior Vice President

Reinhold Electric, Inc. proudly serves the St. Louis Metro, 
St. Charles, Wentzville, Illinois and Lake of the Ozarks areas.

We offer 24 Hour Emergency Service

Residential-Commercial-Industrial
 

Please contact us at: 573-873-5543
Email: Greg@reinholdelectric.com  

or Email: Katie@reinholdelectric.com
 Please visit our website at: REINHOLDELECTRIC.COM

Lakebusjournal@gmail.com
Please remember to include photos if available, captions detail-
ing the photographs and your information in Word (.doc) files

Send us Your Press Releases, Public 
Events and Business News!
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What’s the difference between marketing and sales?
Submitted by Bruce Mitchell, 
Lake of the Ozarks SCORE

It’s common to hear “mar-
keting” and “sales” used in-
terchangeably. In reality, they 
each have distinct character-
istics. Startup entrepreneurs 
need to know the difference, so 
they can approach each with 
purpose while embracing how 
they need to work symbioti-
cally to achieve success. 

Marketing? Sales? What’s 
The Difference?

To put it simply, marketing 
encompasses everything you 
do to reach and engage pros-
pects.

Marketing is typically a me-
dia-driven function. It involves 
the use of print, online, and 
word-of-mouth communica-
tions to drive brand, product, 
and service awareness. 

Marketing-related activities 
may include:

·Conducting market re-
search to determine needs 

within your target market. 
·Setting standard pricing for 

products and services.
·Raising awareness of your 

company and its products and 
services within your target 
markets using various media 
and platforms. 

·Creating collateral and 
communications to support 
your salespeople in their ef-
forts.

Sales encompasses every-
thing you do to seal the deal 
with the customer. 

Sales is typically a people-
driven function. It involves hu-
man-to-human connections 
to build and nurture relation-
ships.

Sales-related activities may 
include:

·One-on-one, face-to-face 
interaction with prospects and 
customers.

·Careful evaluation of spe-
cific customers’ needs. 

·Solutions-selling to meet 

specific customers’ needs. 
·Proposing special pricing 

when situations require stray-

ing from standard pricing.
·Asking for the sale and get-

ting a contract signed.
·Follow up phone calls and 

email messages to keep the 
lines of communication open. 

Blurred Lines
Realize that while marketing 

and sales have distinct char-
acteristics, the lines between 

them have become blurred to a 
large degree with the advent of 
social media. In the past, sales 

professionals were primar-
ily accountable for establishing 
and maintaining relationships 
with prospects and customers. 
But now, that responsibility 
also falls on the shoulders of 
marketers using channels such 
as Facebook, Twitter, Insta-
gram, Google Plus, and others. 

Whether you are person-

ally responsible for your small 
business’s marketing and sales 
or if you have employees per-
forming the functions, you 
need a strategy to ensure your 
efforts are aligned. If you need 
guidance in how to make your 
marketing and sales activities 
complement each other so you 
can build and grow your com-
pany, contact SCORE. With 
expertise in every aspect of 
starting and operating small 
businesses, SCORE mentors 
are a wonderful resource to 
help you succeed.

You’ll find a wealth of small 
business-related information, 
resources, and training, plus 
free, confidential counseling 
from more than 11,000 busi-
ness experts. For more infor-
mation about contacting a 
mentor or volunteering contact 
the Lake of the Ozarks SCORE 
Chapter at www.LakeoftheO-
zarks.SCORE.org, by e-mail at 
admin.0493@scorevolunteer.
org or call 573-346-5441.  Serv-
ing Camden, Dallas, Hickory, 
Laclede, Miller, Morgan and 
Pulaski Counties.

A Division of First State Bank
NMLS # 416668

NMLS # 493712

(573) 302-0909
mlasson@fsb�nancial.com

NMLS # 332983

(573) 746-7214
bosteen@fsb�nancial.com

Bob O’Steen

Michael Lasson

...has a new home of their own!
Your  Trusted Lake Home Lender  

NMLS #  934557

(573) 746-7212
malasson@fsb�nancial.com

Michelle Lasson

4655B Osage Beach Pkwy
Osage Beach, MO 65065

Inside Dierbergs!

Visit us at our 

NEW OFFICE
in Dierbergs

1100 Bluff Drive • Osage Beach

573-302-0229
 "Quality Repair with

People Who Care"
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60-MILE CHIMNEY ROCK
Erosion is a powerful tool 

nature uses to give shape to 
the landscape. While fl ood 
waters can re-shape a chunk 
of landscape in a hurry, most 
erosion is a process so slow 
we hardly notice it in our life-
time. It was erosion, aided by 
slow and intermittent geologic 
uplift that gave birth to the 
Osage River valley.  Sedimen-
tary dolomite and limestone 
rock layers interbedded with 
sandstone layers make up the 
bulk of the rock that we see in 
the rock outcrops and bluffs 
along the shores of Lake of the 
Ozarks. But minor amounts of 
other types of rocks and sedi-
ments can also be found in the 
limestone and dolomite.

 The river’s entrenchment 
has done more than simply 
slice through the bedrock; it 
has also played around with 
the bluffs like a sculptor cre-
ating whimsical and unusual 
carvings. There was a time, 
perhaps several hundred thou-
sand years ago when the river 
was entrenching the land-
scape, that it was in one of its 

artistic moods and created a 
band of interesting erosional 
features near the 660-foot el-
evation level of the river val-
ley. These geologic oddities, 
mostly covered in vegetation, 
went unnoticed until Lake of 
the Ozarks was created with 
its full reservoir surface level 
established at 660 feet above 
sea level.  The makers of the 
Lake inadvertently gave us a 
gallery of geologic curiosities 
to marvel at as we boat along 
the Lake. Nowhere is this more 
evident than between mile 
markers 50 and 70. Just keep 
your eye on the rock features 
along the shoreline as you 
travel upstream. One of my fa-
vorite oddities is what I call 60-
Mile Chimney Rock on the lake 
shore opposite Ivy Bend. In the 
accompanying photo taken 
 a few years ago I stand on the 
narrow ledge at the base of the 
30-foot high rock tower to pro-
vide scale.

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 Amer-
ica, Osage Beach – is now lo-
cally available and is a picto-
rial history of Osage Beach from 
1880 to 1980. Contact him at: 
dwightweaver@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

Older adults taking advantage of new technology
By Nancy Zoellner-Hogland

A record 46 million seniors 
live in the United States today. 
Those “older” Americans, de-
fined as those age 65 and older, 
account for 15 percent of the 
overall U.S. population. By 2050, 
that number is expected to 
climb to 22 percent, according 
to projections compiled by the 
U.S. Census Bureau.

What some may find even 
more surprising is that approxi-
mately 42 percent of those se-
nior citizens own smartphones. 
And they aren’t just using them 
to make calls. 

According to a recent survey 
conducted by the Pew Research 
Center, 67 percent of seniors re-
port using the internet. Some 45 
percent of seniors aged 65 to 75 
say they regularly use Facebook 
and Twitter. Seniors also share a 
progressive mindset about the 
latest technology with 58 per-
cent of adults ages 65 and older 
saying it has had a “mostly posi-
tive” impact on society.

Still think seniors aren’t “hip” 
to the latest gadgets? Approxi-
mately one-third of all seniors 
surveyed said they also own tab-

lets. The survey also found that 
tablet ownership is especially 
common among seniors with 
more education and those living 
in higher-income households. 
“Some 62 percent of older adults 
with annual household incomes 
of $75,000 or more say they own 
tablet computers, while 56 per-
cent of college-degree earners 
say the same,” the report stated.

Nearly 75 percent of internet-
using seniors say they go on-
line on a daily basis and nearly 
10 percent report going online 
“almost constantly.” And those 
seniors aren’t just wiling away 
their time in front of their com-
puters. 

An online study by U.S. News 
and World Report showed 70 
percent plan to take an over-
night vacation this year, spend-
ing $1,000 to $5,000 on the trip. 
And they plan their trips via 
computer. According to the sur-
vey, 72 percent report shopping 
online and 83 percent said they 
research online before making 
a major offline purchase of any 
kind. 

Apparently, they have money 
to spend. The U.S. News report 

states those born between the 
1946 and 1964 control 70 per-
cent of all disposable income in 
the United States.

Boomers are also proactive 
when it comes to their health, 
accounting for the largest per-
centage of those seeking on-
line diet and exercise advice, 
or choosing a doctor or finding 
over-the-counter health prod-
ucts online. Some 67 percent 
claim physical fitness is a prior-
ity. 

Those numbers all bode 
well for business owners who 
include digital media in their 
marketing and who are hoping 
to reach the “older set,” many of 
whom live at Lake of the Ozarks 
or own second homes here. 

Keith Lucas, a web designer 
and WordPress specialist for 
MSW Interactive Designs, said 
smartphone use was “No longer 
a millennial “thing. Grandpar-
ents now have smartphones. Be-
ing mobile friendly was some-
thing you should have done in 
the early 2010s. Now you have to 
be mobile friendly because the 
competition is,” he said.

He and Sandy and Mike 

Waggett, owners of MSW, 
shared that information at an 
internet marketing workshop 
held earlier this spring.

In addition to discussing the 
importance of generating con-
sistent value-oriented content 
for customers and prospective 
customers through a well-de-
signed, mobile-friendly web-
site, they also discussed online 
reviews. Lucas said 84 percent 
of people report trusting online 
reviews and using them to guide 
them in their purchases – in-
dustry wide. Good reviews help 
in another way – they can help 
determine Google placement.

“If you have a great website, 
Google’s going to rank you a 
little higher. Google reviews are 
basically that second opinion, 
saying ‘Yes, this website is not 
only a good website, it’s also a 
good business.’ So ask your cus-
tomers to make reviews. Make it 
part of your process,” Lucas sug-
gested.

Sandy Waggett said it was 
also important for business 
owners to check to see if they 
have a Google My Business list-
ing. She said this is done by go-

ing to www.google.com and 
typing in the name of the busi-
ness. If a box pops up on the 
right side of the page with the 
business information, there is 
a Google business listing being 
held for you. To claim and verify 
the business, click on the “Own 
this business?” link and then 
follow the instructions.

 “Once you’ve done that, 
you’ll have control over it and 
can include the correct informa-
tion,” she said, advising users to 
add pertinent photos and make 
sure they listed their businesses 
in the right categories and in-
cluded the same information – 
phone numbers, addresses and 
the like – that is used on all other 
advertising,” she said.

Mike Waggett said after 
claiming the business listing, 
business owners should also 
distribute their original con-
tent across multiple types of so-
cial media including Facebook, 
Google+, Twitter, LinkedIn and 
other outlets, as applicable. 
Business owners should also 
use Facebook videos, enewslet-
ters and SMS text messages to 
continues on page 19
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As the Lake Churns
 Ready to 
navigate 
the Seller’s 
Market?

Sales are clipping along at a rapid 
pace and values are also continuing 
to increase although at a slower pace 
than last year.  Inventory is still tight 
and I am beginning to see signs of 
strengthening in the lot market with 
custom home builds and properties 
being purchased to gut and remodel 
on the rise.

2017 closed condo sales increased 
21.1% compared to last year with the 
average sales price up just one-half 
percent.  Lakefront homes sold are fol-
lowing in line with a 21.9% increase 
in the number sold and a half percent 
increase in price.

Off water home sales have slowed 
their rapid climb, settling in at a 1.8% 
increase in 2017 against 2016 and 
the average sales price shows values 
climbing at a rate of 4.6%.

Lakefront lots are experiencing 
the largest increase in units sold 
with a whopping 78.2% rise above 
2016 and the average sales price has 
gained by 20.1%     

With the rapidly moving market 
and rising prices; it can be dif� cult 
to determine value for both buyers 
and sellers.  A good market analysis 
should include the most recent sales 
of the homes closest and most like 
your home.  In addition, it should also 
factor in the sales trends happening 
at the lake and in your neighborhood 
as well as considering the home’s fea-
tures and potential drawbacks that 
add or detract from its worth.  

My of� ce is rapidly expanding 
as well.  With the addition of Kevin 
Wood and Jeff Anderson early this 
year, our inventory of well-priced and 
well-maintained properties are ex-
panding, however with this fast-mov-
ing market, the new listings are not 
available long.

We welcomed two more sales 
professionals in the late Spring.  Ka-

tie Doran and Lauren Bozzardi both 
are newly licensed and are currently 
working under the C. Michael Elliott 
and Associates Mentorship Program 
“Selling in Sixty”.  Both women have 
excellent educational backgrounds 
and prior professional experience well 
suited to their choice of a real estate 
careers.  Katie relocated to the Lake 
in the fall of 2016 with her family; 
including her son and daughter.  Lau-
ren made the move to the Lake in the 
summer of 2015 with her two sons.  
Both women can be reached at our 
of� ce in Osage Beach.

If you need assistance in getting 
a clear picture of what this market 
means for you, please don’t hesitate 
to contact me or a member of my 
sales staff.  We have great insight into 
the current trends that effect the value 
and market demand of property.

Sales data obtained from the Lake 
of the Ozarks MLS comparing the time 
frame from January 1st to June 25th 
of 2016 and 2017.

Michael Elliott has been selling 
real estate at the Lake of the Ozarks 
since 1981.  He is one of the most 
respected brokers in the area.  If you 
have interest in a career in real estate 
or would like Michael’s assistance in 
the sale or purchase of property, you 
can reach him at 573.365.SOLD or 
cme@yourlake.com  View thousands 
of lake area listings at www.Your-
Lake.com $1 million plus homes at 
www.LakeMansions.com   You can 
also view each months’ article, ask 
questions and offer your opinion on 
Michael’s real estate blog, www.As-
TheLakeChurns.com

Real Estate and Lake News 
with C. Michael Elliott

Work begins on LOCLG 
transportation plan

The Lake of the Ozarks 
Council of Local Governments 
(LOCLG) in collaboration with 
the Missouri Department of 
Transportation (MoDOT) will 
be hosting a series of meet-
ings to share information and 
gather input on transporta-
tion-related issues within the 
four-county region of Camden, 
Laclede, Miller and Morgan. 
Residents are encouraged to 
attend and participate in the 
discussion.

According to Linda Conner, 
executive director of LOCLG, 
the goal of the study is to iden-
tify the transportation needs 
within the region. They will 
also review the current trans-
portation providers, look for 
gaps or unmet needs, and iden-
tify barriers to providing those 
needed services.

Planning Project Objectives 
include:

· Assessing available ser-
vices, including current trans-
portation providers, public, 
private, and not-for-profits, 
identifying the service area 
and hours of operation.

· Assessing transportation 
needs of the elderly, disabled 
and low incomes.

· Identifying gaps in trans-
portation needs and the cur-
rently available services.

· Developing strategies and 
activities that would address 
the transportation needs with-
in the region.

· Identifying funding oppor-
tunities for implementation of 
the plan.

Conner said the Human Ser-
vices Transportation Coordi-
nation Plan is a five-year plan; 
this will be an update to their 
existing plan that originally 
was approved in 2013. 

The completed plan is due 
to MoDOT by February 1, 2018. 
LOCLG officials said the plan-
ning process, which includes 
collecting the data and devel-
oping the final plan, is esti-
mated to take approximately 10 
months. In January 2018, meet-
ings will be held to allow the 
public to review the plan and 
make comments.

“This plan is important to 
the many organizations within 
our region that offer transpor-
tation options to the elderly, 
disabled and low-income pop-
ulations,” Conner said. “With 
the approved and adopted plan 
in place, eligible organizations 
can apply for grant funding 
to improve and support their 
transportation efforts.

According to the US Depart-
ment of Transportation-Fed-
eral Transit Administration, 
“federal transit law requires 
that projects selected for fund-
ing under the Enhanced Mobil-
ity for Individuals and Individ-
uals with Disabilities (Section 
5310) Program be included in a 
locally developed, coordinated 
public transit-human services 
transportation plan, and that 
the plan must be developed 
and approved through a pro-
cess that included participa-
tion by seniors, individuals 
with disabilities, representa-

tives of public, private, and 
nonprofit transportation and 
human services providers and 
other members of the public 
who utilize transportation ser-
vices. These coordinated plans 
identify the transportation 
needs of individuals with dis-
abilities, older adults, and peo-
ple with low incomes, provide 
strategies for meeting these 
needs, and prioritize transpor-
tation services for funding and 
implementation.” 

LOCLG will host four public 
meets throughout the region to 
gather input from the public. 
The first was held June 27. The 
remaining meetings are sched-
uled for:

Wednesday, July 12 at 4 p.m. 
at the Laclede County Library, 
915 S. Jefferson Avenue in Leba-
non

Tuesday, July 25 at 4 p.m. at 
the Eldon Community Center, 
309 E. 2nd Street in Eldon

Thursday, August 10 at 4 
p.m. at the Laurie Care Center, 
610 Hwy O in Laurie

“This is your opportunity for 
you to share your experiences 
with any transportation chal-
lenges that the region may have 
and help develop strategies 
to improve these conditions. 
Please join us the public en-
gagement meetings, and offer 
your insight to the transporta-
tion needs within the region,” 
Conner said.

Those needing special ac-
commodations for the meeting 
should call 573-346-5692.

continues from page 11
The workshop was the first 

time aldermen sat down togeth-
er to take a deeper look at the 
findings, which were presented 
to the board in April by Chris-
topher Kinzel of HDR. At that 
meeting, Kinzel laid out a plan 
for Phase 2 that used the data 
and public feedback gathered in 
Phase 1 to set goals for the cor-
ridor, identify a set of short and 
long-term strategies to achieve 
the goals, and establish an im-
plementation plan. Some of the 
strategies included:

·Identifying three cities simi-
lar to Osage Beach and learning 

how they overcame struggles.
·Developing a set of recom-

mendations for the city to pro-
actively capitalize on the corri-
dor’s proximity to the state park 
and meet with Missouri De-
partment of Natural Resources 
officials to discuss such things 
as a land swap to allow more de-
velopment along the Parkway.

·Meeting with representa-
tives of the Arrowhead Centre 
development to discuss poten-
tial opportunities for beneficial 
crossover activities.

·Meeting with representa-
tives from the Missouri Depart-
ment of Transportation to dis-

cuss possible improvements to 
Key Largo and ways to improve 
visibility of the city.

·Developing a strategy that 
would rebrand the city and the 
west side of the Parkway. 

·Determining what kind of 
development the Parkway could 
support and then developing 
strategies for targeting develop-
ment.

·Reviewing city regulations 
and policies in order to improve 
processes.

·Identifying and then devel-
oping a Parkway maintenance 
plan

Board Parkway West Study

Lakebusjournal@gmail.com
Please remember to include photos if available, captions detail-
ing the photographs and your information in Word (.doc) files
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Governor establishes 
Innovation Task Force

In June, Governor Eric Gre-
itens announced the launch 
of the Governor’s Innovation 
Task Force. The Task Force is 
charged with assessing the 
current state of innovation in 
Missouri, analyzing best prac-
tices from other states, and de-
veloping specific recommen-
dations for what the state can 
do to promote innovation and 
new technology start-ups. 

Gov. Greitens has asked the 
state’s Chief Operating Officer, 
Drew Erdmann, to sponsor the 
project with the help of the non-
partisan Hawthorn Founda-
tion. The Task Force will bring 
together private, nonprofit, 
and public sector leaders from 
across the state to help improve 
Missouri’s competitiveness. As 
part of its work, the Task Force 
will engage innovators, entre-
preneurs, civic leaders, schol-
ars, and others in workshops 
to be held in St. Louis, Kansas 
City, Springfield, Columbia, 
and Cape Girardeau. The Task 
Force will complete its work by 
the end of August.    

“Accelerating the growth 
of good paying jobs is critical 
to Missouri’s future. Missouri 
must find smart, efficient ways 
to support innovation, entre-
preneurs, and new technol-
ogy start-ups,” he said. “While 
Missouri has emerged as a hub 
for innovation in the Midwest, 
more must be done if we are to 
remain competitive and reach 
Missouri’s full potential as a 
national leader. The work of 
the Governor’s Innovation Task 

Force will ensure that Mis-
souri’s strategy is informed by 
the best minds from business, 
nonprofits, and government.”

Dan Mehan, president and 
CEO of the Missouri Chamber 
of Commerce and Industry, 
said start-ups are critical to 
Missouri’s success today and in 
the future. 

“Missouri entrepreneurs are 
leading the way in St. Louis, 
Kansas City, Springfield, and 
across the state. Established 
high tech leaders like Microsoft 
are also recognizing that Mis-
souri is a great place for them 
to build their businesses. But 
we have to keep pace. I look 
forward to working with other 
leaders from across the state to 
make the Governor’s Innova-
tion Task Force a success.”

“I have seen firsthand the 
growth of entrepreneurship 
and innovation in Missouri 
during the past decade. How-
ever, we still have gaps and 
challenges to solve as we strive 
to be a global leader,” said 
Donn Rubin, president and 
CEO of BioSTL, builder of the 
St. Louis bioscience industry. 
“I’m optimistic that the Task 
Force process, which is shaping 
up to be comprehensive and 
inclusive, will help define the 
State of Missouri’s roadmap to 
innovation-driven economic 
growth.”

For more information on the 
Hawthorn Foundation, visit 
http://www.hawthornfounda-
tion.org/ee-task-forces.

continued from page 1
Camdenton R-III School Dis-

trict school nurses to provide 
new shoes for children during 
the school year when their par-
ents can’t afford them.

In addition, a “burn closet” 
keeps household items – small 
kitchen appliances, towels, 
bedding, dishes, and the like 
– on hand to donate to those 
clients who are starting over. 
Many are women escaping an 
abusive home or people who 
have lost everything in a fire 
and have no insurance.

Lamb House relies on pri-
vate donations to operate. One 
hundred percent of all food 
and monetary donations are 
given back to the community. 
Proceeds from the sales in the 
thrift store are used to pay the 
part-time manager’s salary and 
the operating costs, such as in-
surance and utilities.

For more information or to 
talk about the availability of 
a building, call 573-346-2168 
between 9:30 a.m. and 1 p.m., 
Monday through Friday.

Lamb House New 
Home

continued from page 16
maximize their marketing ef-
forts, he said.

More research findings
The Pew survey also 

showed the use of technology 
varies by household income.

While 87 percent of seniors 
living in households earning 
$75,000 or more a year say they 
have home broadband, just 
27 percent of seniors whose 
annual household income is 
below $30,000 have the ser-

vice. The survey also showed 
that college graduates are far 
more likely than those with 
high school educations or less 
to say they use the internet (92 
percent vs. 49 percent) or have 
home broadband service (82 
percent vs. 30 percent).

And then age also plays a 
part in usage. Seniors ages 65 
to 69 are about twice as likely 
as those ages 80 and older to 
go online, according to the 
Pew findings.

Another national survey of 
1,520 adults on ways in which 
they used social media found 
that Facebook continues to be 
America’s most popular social 
networking platform by a sub-
stantial margin: Nearly eight-
in-ten online Americans1 (79 
percent) now use Facebook, 
more than double the share 
that uses Twitter (24 percent), 
Pinterest (31 percent), Insta-
gram (32 percent) or LinkedIn 
(29 percent).

Older Adults
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CAMDENTON LAKE OZARK REGIONAL AIRPORT #20 Airport Dr. Camdenton, MO 65020

573-348-1088

Your Gateway to Aviation!

Results Announced for 39th Annual  
HK’s Hospital Benefit Golf Tournament

The 39th Annual HK’s Hos-
pital Benefit Golf Tourna-
ment, benefiting Lake Regional 
Health System, concluded June 
4 at The Cove Golf Course. The 
tournament featured more than 
$100,000 in prizes, including 
CallawayGolf.com gift cards, 
awarded to the top four teams 
in each flight and sponsored 
by Central Bank of Lake of the 
Ozarks, and a $10,000 putting 
contest, sponsored by McGrath 
Insurance.

 Tee times took place in the 
morning and afternoon with 
170 golfers participating. The 
first place morning A-flight 
team, with a score of 56, was 
Scott Jansen, J. Luetkemeyer 
and Will Monday; first place B-
flight team was Nick Brenizer, 
J.L. Brenizer, Chase Brenizer 
and Tom Roof. The first place 
afternoon A-flight team, with a 
score of 57, was Danny Brandt, 
Dr. Jeff Jones, Dustin Murphy 
and Dr. Cody Fox; first place B-
flight was Mike Henze, Larry 
Morse, Andy Dunlap and Clay-
ton Bentzen. Closest-to-the-pin 

prizes also were awarded on 
five holes. Complete tourna-
ment results are available on-
line at www.lakeregional.com/
HKsGolf.

 Other tournament events 
included a VIP/Celebrity Party 
for major sponsors June 2 and a 
Meet the Chiefs Party and Auc-
tion on June 3. Both events were 
held at The Lodge of Four Sea-
sons. 

The Annual HK’s Hospital 
Benefit Golf Tournament — tra-
ditionally held the first week-
end in June — was established 
by Harold Koplar, founder of 
The Lodge of Four Seasons. 
Throughout its history, it has 
earned in excess of $3 million 
for Lake Regional medical de-
partments and the purchase of 
new medical equipment. This 
year, all proceeds will benefit 
Lake Regional Outpatient Ser-
vices. This busy department, 
which includes ambulatory 
surgery, receives more than 
26,400 visits annually and will 
be remodeled to enhance pa-
tient comfort and privacy and 

to accommodate the growing 
number of individuals seeking 
outpatient services.

 “Thanks to the community 
for supporting this important 
event again this year,” said Terri 
Hall, Lake Regional director of 
Fund Development. “We could 
not be successful without our 
generous sponsors, donors, 
golfers and volunteers.”

 Hall also thanked the event 
co-chairs Susan Brown, Cecilia 
Thomson and Walter White; 
Honorary Chair Deron Cherry; 
and the Kansas City Chiefs Am-
bassadors.

Dr. Cody Fox, Dustin Murphy, 
Dr. Jeff Jones and Danny Brandt 
won first place, A-flight, in the 
afternoon round of the 39th An-
nual HK’s Hospital Benefit Golf 
Tournament. (top)

The 39th Annual HK’s Hospital 
Benefit Golf Tournament, ben-
efiting Lake Regional Health Sys-
tem, was held June 4 at The Cove 
Golf Course. J. Luetkemeyer, Will 
Monday and Scott Jansen won 
first place, A-flight, in the morn-
ing round. (bottom)
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Let’s Go Boating!
As a boater it is important to 

know the best way to protect your 
investment. Boat with confi dence 
knowing you have the right insur-
ance that best suits your boating 
needs.   Established in 1991, Boat-
er’s Choice has become one of the 
fi nest boat insurance specialists in 
the marine insurance industry. Boat-
er’s Choice shops your insurance 
with A-rated insurance carriers to 
fi nd you customized coverage that 
best suits your boating lifestyle at a 
price that’s hard to beat. From run-
abouts to yachts, Boater’s Choice 
lets you head out on the water with 
true peace of mind and a great deal. 

Why Insure With Boater’s 
Choice?

Ag reed Value Coverage – 
When you drive a car off the lot, 
it immediately depreciates, right?  
And if you totaled your car, you’d 
get the depreciated value, right?  
Not so with an Agreed Value policy.  
With this coverage, you and the 
insurance company agree on the 
value of the boat, and whether it’s 
a week or three years down the line, 
if your boat is totaled as a result 
of a covered loss, you receive that 
agreed value with no depreciation 
applied. 

Bundling is not always best 
– having a separate boat policy 
means that if you have to fi le a 
claim, it will not affect your car, 
home or other lines of insurance.  

Competitive Premiums – 
sometimes the Boater’s Choice 
premiums seem too good to be 
true.  However, we only represent A 

to A++ rated insurance companies 
with decades of experience in the 
marine industry and broad policy 
coverage.   

Boating Specialists – the staff 
at Boater’s Choice knows the dif-
ference between a thru-hull and 
a seacock, between a bow and a 
stern, and between a runabout and 
a cruiser. This translates to smoother 
customer service and quicker prob-
lem resolution.  

Boaters Choice insurance is 
available through MarineMax for 
both new and pre-owned vessels.

With 62 locations nationwide, 
MarineMax is the nation’s largest 
recreational boat dealer.  Marine-
Max compliments its industry lead-
ing brands with dedicated delivery 
captains, educational classes, or-
ganized customer events, and un-
paralleled service.  We invite you 
to visit our highway store in Osage 
Beach and our on water location in 
Lake Ozark.  Always open at www.
marinemax.com

L AK E-S I L HOUET T ES . COM
 
• Furniture Grade Birch Wood, UV coated.
• Two frame styles: Walnut Stained or 

Distressed White
• Framed in 2 sizes: 15.5” x 27.5”, 

or 29” x 41” 
• Laser cut “Lake Silhouette” showing the mile 

markers every 5 miles, the bridges and the 
different arms of the lake.

• Professionally framed and glass covered, 
complete with all hardware required to hang 
on your wall.

• Special Engraving Available
• Available at Lake of the Ozarks
• Beautiful small “Crystal” to pinpoint where 

your home is located on the lake shore.
Call and get yours today!

Lake Silhouettes of the Midwest

Lake Silhouettes
A beautiful addition to 

any home or offi ce decor...

Example of a
Customized Silhouette

to Order Call:
Dennis B. Wedding

dwedding@bellsouth.net
Phone: 864-205-5005

White Distressed Frame

Engraved Gift Ideas
Laser Engraved Hickory 
“Cutting Board”
8.75” x 11.75” (left)

3.5” diameter Laser 
Engraved Christmas 
Ornament
Or Hostess gift on the
neck of a wine bottle (right)

Laser Engraved 
Wine Glass 
9.0” tall (far right)

Advertise in 
the Business 
Journal!

573-348-1958

It’s a great way to reach the thousands of visitors 
the Lake area has each year! Your advertisement 
is delivered to hundreds of locations all around 
and in the Lake area! 

Call Mary Meagher today for more information!

NEWS • SPORTS • WEATHER • COUNTRY SALE
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Crossword Puzzle
Solution page 15

THEME: THE 4TH OF JULY
ACROSS
1. Like Catherine or Peter, in Russia
6. Norwegian band of “Take on 
Me” fame
9. “I call first ____!”
13. “Home on the ____”
14. Charlie Parker’s style of jazz
15. Comedian Silverman
16. Not upright
17. Greek H
18. Acrobat maker
19. *Like the July 4th holiday
21. *Pre-state state
23. Thanksgiving tuber
24. Hold as a conviction
25. Ides mo.
28. Expunge
30. Catching like a cowboy
35. ____ ‘n’ Andy
37. Trash containers, e.g.
39. Of war and sea?
40. It wasn’t built in a day
41. Happily ever when?
43. Car with a bar
44. Loud noise
46. Dublin land
47. Lecherous look
48. Lampoon
50. Pouches
52. Not sweet, as in wine
53. Plant anchor
55. Brown truck delivery company
57. *Traditional July 4th meal
60. *Fire____
64. Filthy dough
65. Bird word
67. Tee off
68. Enclose in a recess
69. Big coffee server
70. Dine at home
71. Shakespeare’s metrical unit
72. Hi-____
73. Type of wheat

DOWN
1. Tennis’ Steffi
2. Denote as “PG,” e.g.
3. Children’s author Blyton
4. “The best laid schemes o’ mice 
an’ men gang aft ____”
5. Foursome
6. Cain’s brother
7. *Like a dog
8. Rapidly
9. Type of cabinetry joint
10. De-wrinkler
11. “Rosemary’s ____”
12. Anything female
15. Omega 3 source
20. Naked protozoa
22. “____ the fields we go”
24. ADA member
25. Jacobs and Anthony, e.g.
26. ____ ____ or a spy
27. *____ candle
29. *”____, Liberty and the 
pursuit of Happiness”
31. ____ Mall, London
32. Like a Harvard building?
33. Name-chooser
34. *Old ____
36. Seal with a kiss and do this
38. Plural of serum
42. Happen again
45. Patient’s bed
49. Interesting person, acronym
51. Queen of these
54. Happen
56. Junk yard stuff
57. Wild feline
58. Ballistic missile acronym
59. Dungeness, e.g.
60. Flipside of pros
61. Flying toy
62. Reagan’s reference to Russian 
“empire”
63. As opposed to own
64. Hula girl’s flower
66. Metal-bearing rock

Painting, Sealing & Staining Inside & Out
    Lawn Care - Housekeeping - Light Hauling

Small to Mid-Sized Condo Management
 Snow Removal - Powerwashing Decks & Docks

LLC

This offer is subject to availability and is not valid in all areas.
Dish Network: 1-855-397-7631
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FBI warns of stolen identity refund fraud 
Each year, criminal actors 

target US persons and visa hold-
ers for Stolen Identity Refund 
Fraud (SIRF). SIRF is defined 
as the fraudulent acquisition 
and use of the Personally Iden-
tifiable Information (PII) of US 
persons or visa holders to file 
tax returns. The fraudulent tax 
returns are sent to bank ac-
counts or pre-paid cards that 
are held under their control. 
SIRF is relatively easy to commit 
and extremely lucrative. While 
all U.S. taxpayers are suscep-
tible to SIRF, over the past year, 
criminals have targeted specific 
portions of the population, in-
cluding: temporary visa holders, 
the homeless, prisoners, the de-
ceased, low-income individuals, 
children, senior citizens, and 
military personnel deployed 
overseas. This may be due to the 
perception that these individu-
als are less likely to be aware of 
or receive notification that their 
identity has been stolen. 

After criminals steal PII, 
they use corrupt tax prepara-
tion companies or online tax 
software to file fraudulent tax 
returns with the stolen identity 
information at the federal and 

state level. The only legitimate 
information needed to file a 
fraudulent tax return is a name 
and social security number. 
This information is obtained 
through a variety of techniques, 
including computer intru-
sions, the online purchase of 
stolen PII, the physical theft of 
data from individuals or third 
parties, the impersonation of 
government officials through 
both phishing and cold-calling 
techniques, the exploitation 
of PII obtained through one’s 
place of employment, the theft 
of electronic medical records, 
and searching multiple publicly 
available Web sites and social 
media. After electronically fil-
ing the fraudulent tax returns, 
they use pre-paid debit cards or 
bank accounts under their con-
trol to route fraudulent returns. 
The balances on the pre-paid 
cards and bank accounts are 
depleted shortly after the tax re-
fund is issued. 

Additionally, investigative 
information shows cyber crimi-
nals compromised legitimate 
online tax software accounts 
during the 2015 tax season. Cy-
ber criminals modified victims’ 

online tax software account in-
formation, diverting tax refunds 
to bank accounts or pre-paid 
cards under their control. 

Many victims of SIRF do not 
know they have been targeted 
until they try to file their legiti-
mate tax return. Many also re-
ceive notifications in the mail 
that their returns are being au-
dited or are under review before 
they have even filed their tax 
returns. 

If you believe you are a vic-
tim of SIRF, contact your local 
FBI or IRS field office. You may 
consult www.identitytheft.gov 

which can help you report and 
recover from identity theft. Ad-
ditional resources are available 
at https://www.irs.gov/Individ-
uals/Identity-Protection. 

Tips to protect yourself: 
•File tax returns as early as pos-

sible.
•Monitor your bank account 

statements regularly, as well and 
as your credit report at least once 
a year for any fraudulent activity.

•Report unauthorized transac-
tions to your bank or credit card 
provider as soon as possible.

•Be cautious of telephone calls 
or e-mails that require you to pro-

vide your personal information, 
especially your birth date or so-
cial security number. If you are in 
doubt, do not provide the request-
ed information.

•Do not open e-mail or attach-
ments from unknown individuals. 
Additionally, do not click on links 
embedded in e-mails from un-
known individuals.

•Never provide personal infor-
mation of any sort via e-mail. Be 
aware, many e-mails requesting 
your personal information appear 
to be legitimate.

•If you use online tax services, 
ensure your bank account is accu-
rately listed before and after you 
file your tax return.

•Ensure sensitive information is 
permanently removed from online 
tax software accounts that are no 
longer being used. Allowing online 
accounts to become dormant can 
be risky and make you more sus-
ceptible to tax fraud schemes.

•If you feel you are a victim, 
immediately contact the three ma-
jor credit bureaus to place a fraud 
alert on your credit records.

•If you are a victim, file an 
Identity Theft Affidavit (IRS Form 
14039). This form is available for 
download from www.identity-
theft.gov.

If You Thought 
Cars Were Cool

THEN YOU 

WILL LOVE

and 
Dick was 
Groovy

LISTEN TO COOL 102.7 ANYWHERE, ANYTIME AT WWW.COOL1027.COM OR
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Managing Rental Property
What Do I 
Bring?

This month we are going to step 
on the other side of the isle.  When 
renting a vacation home or condo 
what should you bring and what 
is supplied with the rental?  Every 
rental is different.  Be sure and ask 
the right questions and check the 
amenities list if one is provided.  At 
our company we try to supply most 
basic items so that guests don’t have 
to worry about brining things like pa-
per towels, soaps, tissue, toilet paper, 
dish tabs, etc.

Yikes!  My family and I went 
on vacation with my dad and my 
aunt and uncle at Dauphin Island, 
Alabama about 12 years ago (or 
so).  The home that my dad rented 
on the beach didn’t come with much 
at all.  In fact we had to supply our 
own bedding, pillows, sheets, blan-
kets, the whole nine yards.  Trying to 
get fi ve kids and two adults, all our 
clothes and bedding into a mini-van 
with a topper was quite the sight.  
Never doing that again!

And some of the questions that 
we get when guests call.  “Does 
this property come with air condi-
tioning?”  “Does this property have 
sheets and pillows?”  We can tell 
they’ve had some rough experiences.

Here are some things that you re-
ally should think about taking along 
on vacation to make your stay more 
comfortable.

1.  Shampoo- many places pro-
vide soaps but most people prefer 
their own shampoo.

2.  Coffee- again some places 
provide a packet of coffee but most 
people prefer their own brand.

3.  Old fashioned games- it may 
rain on your vacation and while some 
properties provide a few games it is 
always fun to get out the monopoly, 
careers, risk or sorry game to pass 
the time on a rainy day.

4.  Your favorite music- this used 

to consist of bringing your cassettes 
or cd’s but now you can just load 
your music onto your favorite device 
and take anywhere you travel.

5.  Beach towels- most places 
provide bath and hand towels for 
use inside the property but if you are 
heading to the beach or the pool you 
will want your large beach towels.

6.  First aid kit- while you hope 
you will never need it, if you have 
kids (or even some adults that are 
always adventurous) you will want 
to have a fi rst aid kit handy.

7.  Small tool kit- running a vaca-
tion rental company I always have a 
tool kit with me.  It is surprising just 
how many things you can fi x with a 
good old four way screw driver and a 
pair of pliers.

8.  A pad of paper and a pen-
while a smart phone can perform 
a lot of tasks there are still uses for 
good ol’ paper and pen.  Notes to 
others, keeping score and tic tac toe.

So pack up the car and head out 
on vacation to your favorite destina-
tion!

Russell Burdette is the owner of 
Your Lake Vacation, a professional 
vacation rental management com-
pany at the Lake of the Ozarks since 
1986.  If you would like more info 
on renting your home or condo as a 
vacation rental, please call 573-365-
3367 or e-mail russell@yourlakeva-
cation.com.

Russell Burdette

Thursday
NightSocial

THURSDAY, july 13 ,  2017 •  5-7 PM

Stop by for a bite to eat or a cocktail, and decompress. Meet some new people or 
catch up with old friends. Maybe even stick around for dinner! Good friends, 

great food, it’s a super way to spend a Thursday evening at the Lake!

Join Us this 
Week at:

With Your 
Hosts:

1339 Bagnell Dam Blvd, Lake Ozark, MO 65049
(573) 365-9769 • www.tuckersshuckers.com

2701 Bagnell Dam Blvd, Lake Ozark, MO 65049
www.millsinsurance.com • 573-302-1616

Lake Regional Welcomes 
Hospitalist Jason Blair, D.O.

Lake Regional Health Sys-
tem is pleased to announce 
Jason Blair, D.O., has joined its 
hospitalist team.

“Dr. Blair is an experienced 
hospitalist, and we are glad to 
have him on our team,” said 
Michael Burcham, vice presi-
dent of Lake Regional Physician 
Practices. “Our hospitalists 
focus exclusively on providing 
and coordinating around-the-
clock care for our hospitalized 
patients and are responsible 
for transitioning patients’ care 
to their regular providers upon 
discharge.”

Dr. Blair earned his medical 
degree from A.T. Still Universi-
ty in Kirksville, Mo., and com-
pleted his residency in internal 
medicine at Freeman Health 
System in Joplin, Mo., where he 
served as a hospitalist for the 

past three years.
“As a hospitalist, I provide 

comprehensive care for acutely 
ill patients,” Dr. Blair said. “I 
find treating acute problems 
involving multiple organs sys-
tems interesting. I also enjoy 

talking with patients and al-
ways strive to explain their 
medical problems and treat-
ment options in terms they will 
understand.”

Originally from Little Falls, 
Minn., Dr. Blair has lived in 
Missouri since medical school. 
He and his wife, Stacy, have 
two children, a boy and girl fra-
ternal twins, and their family 
has a hobby farm with horses 
and goats.

To view Dr. Blair’s bio, visit 
www.lakeregional.com/physi-
cians.

The medical staff at Lake Re-
gional Health System includes 
more than 100 physicians and 
nurse practitioners who offer 
primary and specialty care for 
lake-area residents and visi-
tors. For more information or 
to download a provider direc-
tory, visit www.lakeregional.
com.
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PRECISION
AUTO & TIRE SERVICE LLC
Complete Auto Repair & Fleet Management

348-2233348-2233
WWW.PRECISIONAUTOANDTIRE.COM

1024 INDUSTRIAL DR.
OSAGE BEACH MO

OVERSTOCK TIRE 
SALE ON ALL MAJOR 

BRANDS!

 ASSOCIATION MANAGEMENT & PROPERTY SERVICES

Condos, Homes & Communities 

We provide the following services; accounting, record keeping, lawn care & 
grounds, maintenance, pool maintenance, security, pest control, dock repairs

 
We offer full service, full time association management or for smaller associa-
tions we have ala carte services so that you can pay for just what you need.

 

 
Providing property

management services to 
the Lake Area 
since 1986.

Now offering 

full service association 

management.  Call for a bid 

today! 573-365-3367!

RBL Properties
4571 Osage Beach Parkway

Osage Beach, MO 65065

Pick up L•O PROFILE’S newest  issue statewide 

Your  only
Locally Owned

Lake of the Ozarks 
Magazine. 

Statewide 
Award Winning 

Publication.

Studio M Publishing
573-365-2288

The Lake West Chamber presented a check to Lake Christian Academy 
recognizing them for their participation in the 2017 Lake West Busi-
ness Expo. Pictured l to r: Lake West Chamber Executive Director Paul 
Hooper; Lake Christian Academy Founder/Board Member Pastor Nick 
Stutesman; Lake Christian Academy Executive Administrator Monique 
Begley and Lake West Chamber Membership Director Ellen Bozich.

Hulett Chevrolet Buick GMC is excited to introduce their newest team 
member, Lori D’Mellow.  Lori recently joined the Hulett family as the 
new Finance Director.  Lori was born and raised on a small farm in Mis-
souri. She and her husband John raised 5 children and enjoy spending 
their free time with the family including their 9 grandchildren, along 
with attending church activities. 
Lori states “I feel very blessed with the opportunity to be a part of the 
Hulett Chevrolet Buick GMC family in Camdenton. I have over three 
decades of experience in the auto industry. I look forward to meeting 
your expectations and giving you every opportunity to utilize nation-
al brands with prime interest rates and protecting your investment.”
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1-866-670-YHTI

It’s waiting
If your location is keeping 
you from enjoying the
internet, wireless internet 
from YHTI can reach 
places around the 
Lake the others can’t.

The Internet with no strings 
attached! Get broadband in areas 
where no other service can go! 
Up to 2Mbps download speeds!

WIRELESS
ACCESS

“Always on” high speed internet 
broadband at speeds to 6 Mbps! 
Award-winning tech support!

No extra charge for business accounts!

BUSINESS 
DSL ACCESS

backbone! Lightning-fast response for your customers!

BUSINESS 
HOSTING

$3995

$2895

$1995

*

*

*

*Prices listed are ‘as low as’, rates vary depending on 
service. Prices listed are per-month, with no charge for DSL 
modem use, $10 monthly for wireless modem use. Never any 
hidden fees, gimmicks or surprise charges.

Support for ecommerce, ftp 
support, storage 25MB and up! 
Ultra high-speed connection to the 

We’ve been providing professional 
internet connectivity for decades.  
It’s our business; it’s all we do.
We’ve helped thousands of companies 
large and small get the service they need 
to conduct business on the internet.
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The Single Largest One Day Family Event at the Lake!

LIVE BANDS ALL DAY ON STAGE DURING AQUAPALOOZA

 

JULY 15th - DOG DAYS
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vacation news

lake lifesty
les

0 74470 97602 8

05
MAY/JUNE 2015  $3.95

T h e L a k e O n l i n e . c o m

BEST
PIZZA

Plus... 111 Winners Inside!

ONE FUN
NIGHT
CELTIC IRISH BAND   
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THE BIGGEST CAR SHOW IN
THE MIDWEST COMES TO
LAKE OZARK, OTHER EVENTS
HELD THIS SUMMER

CELEBRATING

Celebrating 66 Years!

Celebrating 15 Years!

Quality of Life
at the LAKE!

Osage Beach: 924 Hwy 42 (573) 348-4464
Kitchen & Bath Products, Cabinetry, Countertops & Appliances

dkbshowroom.com

 Discover the Possibilities

We partner 
with our 
customers to 
create their 
perfect room 
and select the 
right products. 

The Lake Area, Camdenton, and Lake West Chambers recently held a 
joint ribbon cutting for Air & Water Solutions, at their new location at 
5696 Osage Beach Pkwy in Osage Beach with owner Rodney Stephens, 
several Air & Water Solutions staff members, as well as several Cham-
ber staff, board members, and volunteers from all three chambers in 
attendance.  The ribbon cutting celebrated the opening of their new 
location.  For more information, call (573) 348-0488, or visit their web-
site at www.airwatersolutions.com.   

The Lake West Chamber welcomed Anderson Automotive into their 
membership with this ribbon cutting event earlier this year at the cor-
ner at Hwy P & Hwy 5. Anderson Automotive has 2 full time mechanics 
with over 30 years’ experience each. They have also opened an arcade 
room and offer road side and towing services.  New tire specials go-
ing on every week at great prices. Linda and Earl Anderson are cutting 
the ribbon and are surrounded by family members, Chamber ambas-
sadors and friends.

The Lake Area Chamber recently held a ribbon cutting for Lake Race, 
at the Lake Ozark Fire Protection District in Lake Ozark. The ribbon 
cutting took place on May 24 at 4 pm, with several Lake Race commit-
tee members, as well as several Lake Area Chamber staff, board mem-
bers, and volunteers in attendance.  The ribbon cutting celebrated 
their new membership with the Lake Area Chamber. This year makes 
Lake Race’s 5th year and will take place on June 3rd at Bagnell Dam. 
There are events during the week leading up to the OPA sanctioned 
races. Thousands of spectators gather on land and water to watch the 
races. Lake Race represents the largest Powerboat Racing prize purse 
in the country at $75,000. Through the spectator and media experi-
ences, Lake of the Ozarks is exposed to millions of people who would 
not otherwise be aware of the beautiful Lake area. For a complete list 
of events, visit www.lakerace.com.             
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What to Do to Stop  
Unwanted Phone Calls

Whether you use a landline, 
mobile phone or both, you’ve 
likely received those pesky ro-
bocalls -- phone calls that use 
a computerized auto-dialer to 
deliver a pre-recorded message. 
As a consumer, here is what to 
know about this common an-
noyance to your home or per-
sonal line.

• Robocalls are often illegal. 
However, keep in mind that 
some robocalls are permitted, 
such as companies you have 
done business with under cer-
tain circumstances, medical 
appointment confirmations 
and school closing calls. Po-
litical and charitable calls are 
among others that also may be 

allowed, along with banks and 
telephone companies, provided 
those companies make the calls 
themselves. Remember, many 
robocalls illegally disguise, or 
“spoof,” their Caller ID informa-
tion or violate other rules.

• Advocates are working 
to mitigate the problem. For 
example, NTCA–The Rural 
Broadband Association and its 
members of more than 800 in-
dependent, community-based 
telecommunications compa-
nies are working to provide 
information to the Federal 
Communications Commission 
(FCC) Robocall Strike Force 
to further develop and imple-
ment solutions to detect, assess 
and stop unwanted calls from 
reaching customers.

• Never respond to a robocall. 
The Federal Trade Commission 
(FTC) recommends that if you 
receive a robocall, simply hang 
up. They also warn consum-
ers not to press any number to 
speak to a live operator or to un-

subscribe from the list, as this 
will tell the robocaller that it’s 
reached a live number.

• Don’t give out personal 
information: If you receive an 
unsolicited call from any com-
pany, including one you do 
business with, tell them that 
you will not give them informa-
tion until you verify the call is 
legitimate. Then, call the phone 
number you know or that you 
get from the company’s website 
to confirm.

• Ask your phone company 
to block the number. Your car-
rier may be able to block certain 
numbers, although robocallers 
frequently change and disguise 
their numbers.

• You can use technology to 
block calls. Various companies 
offer products or services that 
help you control what calls ring 
on your phones. They range 
from mobile apps for wireless 
phones to devices you can plug 
into your home phone jacks in 
order to block robocalls to your 
wireless phone.

The FTC encourages con-
sumers to report unwanted 
calls to www.donotcall.gov or 
1-888-382-1222. Complaints 
may also be filed with the FCC 
online or 1-888-CALL-FCC (1-
888-225-5322).

More information can be 
found at ntca.org/robocalls and 
fcc.gov/consumers/guides.

As a consumer, you have 
more power than you may real-
ize to control who calls you and 
when. Thanks to new resources, 
you can take concrete steps to 
help put a stop to robocalls. 
PHOTO: (c) auremar - Fotolia.
com (StatePoint) 

Before Buying a Home, Learn the Lingo!
Buying a home for the first 

time? You may discover that one 
of the biggest obstacles is learn-
ing the lingo. Homebuying can 
be overwhelming and perhaps a 
bit intimidating if you aren’t fa-
miliar with the terminology.

To help aspiring homeowners 
gain confidence in the home-
buying process, the experts at 
Freddie Mac are sharing a guide 
with some top terms you’ll hear.

• Pre-approval letter. A letter 
from your lender telling you how 
much home you can afford and 
the maximum amount you are 
qualified to borrow. Having a 
pre-approval letter while shop-
ping can help you move faster, 
and with greater confidence in 
competitive markets.

• Appraisal. After you make 
an offer on a home, your lender 
will order an appraisal to get a 
professional opinion on its val-
ue. This is a necessary step in 
getting financing secured, as it 
validates the worth to you and 
your lender.

• Closing costs. In addition 
to a home’s price, a buyer must 
pay “closing costs.” This is the 
cost to complete the real es-
tate transaction. This includes 
points, taxes, title insurance, 
financing costs, items that must 
be prepaid or escrowed and oth-
er costs. Closing costs are gener-
ally two to five percent of your 
home purchase price.

• Escrow. The holding of 
money or documents by a neu-
tral third party before closing, 
escrow can also refer to an ac-
count held by the lender or ser-
vicer into which a homeowner 
pays taxes and insurance.

• Mortgage rate. The interest 
rate you pay to borrow money 
for your house. The lower, the 
better.

• Fixed-rate mortgages. A 
mortgage with an interest rate 
that doesn’t change during the 
term of the loan, and is typically 
15 or 30 years.

• APR. The annual percent-
age rate, commonly referred to 
as “APR,” is a broader measure 

of your cost for borrowing mon-
ey and includes the interest rate, 
points, broker fees and other 
credit charges you’ll be required 
to pay. Because these costs are 
rolled in, the APR is usually 
higher than your interest rate.

• Credit Score. A number 
ranging from 350 to 800 based 
on an analysis of your credit 
files. Your score plays a signifi-
cant role when securing a mort-
gage, as it helps lenders deter-
mine the likelihood that you’ll 
repay future debts. The higher 
your score, the more options 
that may be available to you, in-
cluding lower interest rates.

• Private Mortgage Insurance 
(PMI). If you make a down pay-
ment of less than 20 percent on 
your conventional loan, your 

lender will require PMI. PMI 
serves as an added insurance 
policy protecting the lender if 
you’re unable to pay your mort-
gage, and it can be cancelled 
from your payment once you 
reach 20 percent equity in your 
home.

Hear a term not included or 
confused by some of the pro-
cesses? Check out Freddie Mac’s 
myhome.freddiemac.com for 
everything homebuying and be 
sure to follow the Freddie Mac’s 
Spring Homebuying Season 
Blog Series at freddiemac.com/
blog.

“Homebuying speak can 
seem like an entirely new lan-
guage, especially for first-time 
homebuyers. Before entering 
the market, it’s helpful to learn 
key phrases and terminology 
so you can be a confident, savvy 
shopper,” says Mike Dawson, 
Vice President of Single-Family 
at Freddie Mac.

PHOTO: (c) SolisImages - 
Fotolia.com (StatePoint)
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SERVING THE LAKE OF THE OZARKS AREA SERVING THE LAKE OF THE OZARKS AREA

The Membership of the Lake of the 
Ozarks Marine Dealers Association

Iguana Boat Sales
4363 Osage Beach Parkway
Osage Beach, MO 65065
573-355-5027
davidp@iguanawatersports.com
www.iguanaboatsales.com

Iguana Rip Rap & Dock
1206 Bagnell Dam Blvd
Lake Ozark, MO 65049
573.693.9411
todd@riprap-gurus.com
www.riprap-gurus.com
 
Kelly’s Port
5250 Dude Ranch Rd, 
Osage Beach, MO 65065
(573) 348-4700
kyle@kellysport.com
www.kellysport.com

Lake Area Chamber
PO Box 1570, Lake Ozark, MO 65049
(573) 964-1008
kcloke@lakeareachamber.com
www.lakeareachamber.com

Lake CVB
PO Box 1498, Osage Beach, MO 65065 
• (573) 348-1599
tim@funlake.com
www.funlake.com

Lake Media
918 North Bus. Route 5, Camdenton, MO 
65020 • (573) 346-2132
tbookstaver@gatehousemedia.com
www.lakenewsonline.com

Lake Spider Netting
4837 Wilson Drive
Osage Beach, MO 65065
Spider Netting
573.434.0673
Tgregg3434@gmail.com

Lake Tow, LLC
PO Box 1402
Lake Ozark, MO 65049
(573) 216-4701
cap10dave@charter.net
www.laketow.blogspot.com
Lake30
PO Box 174 • Ridgedale MO 65739 
(417) 593-3510 
lake30@lake30.com
www.lake30.com

Lake West Chamber
PO Box 340, 125 Oddo Dr.
Sunrise Beach, MO, 65079
(573) 374-5500
director@lakewestchamber.com
www.lakewestchamber.com
Lake West Marine
350 South Main, Laurie, MO 65037
(573) 372-8115
bob@lakewestmarine.com
www.lakewestmarine.com

Laurie Tent & Event Rental
14120 North State Hwy 5
Sunrise Beach, MO 65079
(573) 374-8368
laurietentrental@gmail.com
www.laurierental.com

L O Profile
PO Box 1457, Lake Ozark, MO 65049
(573) 365-2288
studiompublishing@gmail.com
www.loprofile.com

Marine Concepts
415 Kaiser Industrial Park,  
Kaiser, MO 65047
(913) 908-7223
marineconcepts@ymail.com
www.worldsbestboatcover.com
Marine Max
3070 Bagnell Dam Blvd

Lake Ozark, MO 65049
(573) 365-5382
Thad.jameson@marinemax.com
www.marinemax.com

Midwest Touchless Boat Covers
613 SE Brentwood, Lee’s Summit
MO 64063
(816) 985-6542
boatcoverguy@outlook.com
www.midwestboatcovers.com

Mike’s Lake Services
60 Knox Road
Rocky Mount, MO 65072
314.346.0990
mike@gonitetrack.com
www.gonitetrack.com 

Orscheln Products, LLC
1177 N. Morley St.
Moberly, MO 65270
660.269.2036
bgose@orscheln.com
www.orschelnproducts.com 

Otto Construction Inc.
PO Box 1821, Lake Ozark, MO 65049
(573) 693-3772
tony@ottoconstruction.biz
www.ottoconstruction.biz

Ozark Yacht Club
500 Yacht Club Landing Drive
Lake Ozark, MO 65049
(573) 552-8401
Sara.Clark@OzarkYachtClub.com
www.ozarkyachtclub.com

Paradise Upholstery & Canvas
PO Box 786, Linn Creek, MO 65052
(573) 216-7214
iaff198@hotmail.com
www.paradiseupholstery.com

PDQ Marine Services
197 Hidden Acres Road
Lake Ozark, MO 65049
(573) 365-5900
pdqmarineservice@hotmail.com
www.pdqmarine.com

Performance Boat Center
1650 Yacht Club Drive
Osage Beach
MO 65065
(573) 873-2300
brett@performanceboatcenter.com
www.performanceboatcenter.com

Poly Lift Boat Lifts
17163 North State Hwy 5, PO Box 135, 
Sunrise Beach, MO 65079
(573) 374-6545
mark@polylift.com
www.polylift.com

Premier 54 Motor Sports, LLC
4370 Osage Beach Parkway
Osage Beach, MO 65065
(573) 552-8550
rich@premier54.com
www.premier54.com

Raftup, LLC • Corey Boelkens
4211 Wesley Drive
Little Rock, AR 72223
479.422.0868
corey@raftup.com
www.raftup.com 

Rogers Manufacturing, Inc.
19882 West 156 St, Olathe, KS
66062 • (913) 829-1211
mrogers@rmigolfcarts.com
www.rmigolfcarts.com

Showcase Publishing
2820 Bagnell Dam Blvd, #B 1 Lake 
Ozark, MO 65049 • (573) 365-2323
spublishingco@msn.com
www.lakeoftheozarkssecondhome.com

Summerset Boat Lifts, Inc.
1165 Jeffries Rd, Osage Beach
MO 65065 • (573) 348-5073
brian@summersetboatlifts.com
www.summersetboatlifts.com

Surdyke Yamaha & Marina
5863 Osage Beach Pkwy
Osage Beach, MO 65065
(573) 348-6575
greg@surdykeyamaha.com
www.surdykeyamaha.com

The Real Estate Book
30 Old Duckhead Road,
Lake Ozark, MO 65049 
573-219-0326 • hcpage@aol.com

Village Marina & Yacht Club
107 Village Marine Road, Eldon
MO 65026 • (573) 365-1800
bpecenka@villagemarina.com
www.villagemarina.com

Wake Effects LLC
4773 Osage Beach Parkway, Osage Beach 
• MO 65065
(573) 348-2100
blake@wakeeffects.com
www,wakeeffects.com

Yacht Club Powersports
4760 Formula Drive
Osage Beach, MO 65065
(573) 348-6200
jeff@ycpowersports.com
www.ycpowersports.com
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SERVING THE LAKE OF THE OZARKS AREA SERVING THE LAKE OF THE OZARKS AREA

The Membership of the Lake of the 
Ozarks Marine Dealers Association

Advantage Marine LOTO, LLC
48 Beachwood Drive, Sunrise Beach, MO 
65079 • (573) 374-2231
jessica@advantagemarineloto.com
www.advantagemarineloto.com

Aqua Pest Solutions, 
LLC 2840 S Natural Bridge Drive, Spring-
field MO 65809 
(800) 622-4547 
gregfears@icloud.com 
www.aquapestsolutions.com

All About Boats
3597 Osage Beach Parkway, Osage 
Beach, MO 65065 • (573) 302-4100
sales@boatozarks.com
www.boatozarks.com

Atlas Docks, LLC
248 Keystone Industrial Park Drive
Camdenton, MO 65020
573.346.3625
info@atlasdocks.com
www.atlasdocks.com 

B & M Manufacturing
1150 Old South 5, Camdenton, MO 
65020 • (573) 346-7246
mb@haulritetrailers.net
www.haulritetrailers.net

Big Thunder Marine 
PO BOX 759 Lake Ozark MO 65049 (573) 
365-4001 
sales@bigthundermarine.com 
www.bigthundermarine.com 

Aqua Stack Mat
2785 West 247th Street
Louisburg, KS 66053
913.927.8061
sales@aquastackmat.com
www.aquastackmat.com

Basys Processing
15423 West 100th Terrace
913.647.5800
Lenexa, KS 66219
kurt@basyspro.com
www.basyspro.com 

Benne Media
160 Highway 42, Kaiser, MO 65047
(573) 348-1958
gsullens@mix927.com
www.lakebusjournal.com

Bennett Electric
PO Box 1679, Laurie, MO 65038
(573) 374-5792
todd@bennettelectric.net

Bergers Marina
PO Box 517, Lake Ozark, MO 65049
(573) 365-2337
carolyn@bergersmarina.com
www.bergersmarina.net

Bob’s No Wake Zone
4655 Osage Beach Parkway, Ste A
Osage Beach, MO 65065
(660) 492-2720
nowakebob@gmail.com
www.bobsnowakezone.com

Bridgeport Jet Ski Sales and Service
PO Box 186, Osage Beach, MO 65065
(573) 348-1020
bridgeportjetski@yahoo.com
www.bridgeportjetski.com

Camdenton Area Chamber
Highway 54, Camdenton, MO 65020
(573) 346-2227
tcreach@camdentonchamber.com
www.camdentonchamber.com

Captains Choice
PO Box 321 Osage Beach MO 65065 
(573) 216-0630 
boatliftremotes@gmail.com 
www.boatliftremotecontrol.com 

Camden on the Lake Resort, Spa & Yacht 
Club 
2359 Bittersweet Road, Lake Ozark,
MO 65049 • (573) 365-5620
marty@camdenonthelake.com
www.camdenonthelake.com

Captain Ron’s Bar & Grill
PO Box 568, Sunrise Beach, MO 65079 • 
(573) 374-5852
duggan@usmo.com
www.captainronsatthelake.com

Crabco/Rough Water Dock
PO Box 1225 Sunrise Beach MO 65079
(573) 374-0470 
john@roughwaterdock.com 
www.roughwaterdock.com

D & B Dock, Inc.
166 Sparrow Drive, Climax Springs, MO 
65324 • (573) 347-2327
dbdock@att.net
www.dbdocks.com

Dock Realty/Dock Lifeguard
2820 Bagnell Dam Blvd, Unit 5A
Lake Ozark, MO 65049
(573) 374-8849
dave@dockrealty.com
www.dockrealty.com

Dock Works
PO Box 1180, Lake Ozark, MO 65049
(573) 964-1919
dockworks@dockworks.net
www.dockworks.net

Dog Days, LLC
1232 Jeffries Road, Osage Beach, MO 
65065 • (573) 348-9797
barrettrestaurants@gmail.com
www.dogdays.ws

Drew Boat Lift, Inc.
8161 North State Hwy 5, Camdenton
MO 65020 • (573) 873-0400
sales@drewlift.com
www.drewlift.com

Econo Lift Boat Hoist Inc.
3847 Old Hwy 5, Camdenton, MO 65020 
• (573) 346-7161
econolift7@gmail.com
www.econolift.com

Farmers Insurance-
The Wagner Agency LLC
PO Box 724 Lake Ozark MO 65049 (573) 
302-0001 
cwagner1@farmersagent.com 
www.farmersagent.com/cwagner1 
 
Fibersteel Boat Lifts
3910 North State Hwy 5, PO Box 113
Camdenton, MO 65020
(573) 346-3088
fibersteel@socket.net
www.lakeboatlifts.com

Firstmate, Inc.
130 Century Commerce Loop,  
Labadie, MO 63055 • (866) 570-9707 
julief@firstmatecontrols.com
www.firstmatecontrols.com

First State Bank Mortgage
4655 B Osage Beach Parkway
Osage Beach, MO 65065
(573) 746-7211
mlasson@fsbfinancial.com
www.yourlakeloan.com

Formula Boats of Missouri
4810 Formula Drive, Osage Beach, MO 
65065 • (573) 302-8000
info@formulaboatsmo.com
www.formulaboatsmo.com

Fort Knox Alarm & Security, LLC
PO Box 795, Camdenton, MO 65020
(573) 347-3800
alarms_01@yahoo.com
www.ftknoxalarmusa.com

G & G Marina, Inc.
1528 Maritime Lane
Roach, MO 65787
573-346-2433
larry@ggmarina.com
www.ggmarina.com 

Gladon Company
1350 S. Kingshighway Blvd
Saint Louis, MO 63110
314.449.8205
mike@gladon.com
www.gladon.com

Golden Rule Insurance Agency
PO Box 810
Osage Beach, MO 65065
573.348.1731
nick@goldenruleinsurance.com
www.goldenruleinsurance.com 

HydroHoist of the Ozarks
4065 E US Hwy 54, Linn Creek, MO 
65052 (573) 346-7505
jclark@boatlift.com
www.boatlift.com
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Lifetime Tank Warranty
5-Yr warranty on our USA Made Galvanized Steel

Safety Valves  •  Ground Fault
Deck-Mounted Boxes

Trusted by Lake of the Ozarks
Boat Owners for more than 33 Years!
We Sell Lifts For Everything From 
PWCs to Cruisers!

www.econolift.com  •  573-346-7161www.econolift.com  •  573-346-7161

From Highway 5, Take Pier 31 Exit Then Right on Old Route 5 - We Haven’t Moved, The Highway Did!

No Reground Plastic, No Pigment or 
Harsh Chemicals that could weaken the 

integrity of the tank!

Corporate Employment
Background Screening Service

www.one2verify.com

Background Investigation/Verification Services:
Name Verification  -  Date of Birth Verification  -  SSN Verification  -  Address Verification
Nationwide State Felony and Misdemeanor arrest / conviction Record
Nationwide Federal Felony and Misdemeanor arrest / conviction Record
Financial History - Bankruptcies, Liens, Judgments
Education History (Highest level completed)
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Buy The Best 
and Only
Cry Once!

573 348-4700
KellysPort.com

Since 1977 • 39 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 Osage Beach Pkwy., Osage Beach, MO 65065

573 348-3888

2007 Rinker 320 Express Twin 5.7 GIDP ..... $79,900

$279,900 $79,900  $37,800 $34,900
2002 Regal 2900 Volvo V8 320 HP DP ..... $37,800 2000 Sea Ray 280 With twin Mercury 5.7 EFIs ..... $34,9002009 Regal 4460 IPS ..... $279,900

Our Pre-Owned Inventory - Online! KellysPort.com

See all the boats online at:

Lake’s
Best
Gas

Prices!

OUR TRADE INS
2006 POLAR CRAFT V194 150 YAMAHA AND TRAILER .......................................SOLD
2016 BENNINGTON 20 SLX LIKE NEW 115 YAMAHA ..................................... $29,900
2003 CROWNLINE 230 EXAND TRAILER 300 HOURS ..........................................SOLD
2005 BENNINGTON 2550 RL – 225 YAMAHA ................................................ $34,900
2005 BENNINGTON 2575RL – MERC 5.0L – WHT/GRN ................................. $29,900
2005 BENNINGTON 2575RL – 350 MAG B3 .................................................. $34,000                                  
2013 BENNINGTON 25 QCW 250 YAMAHA .................................................... $57,900
2011 BENNINGTON 2874 RCWIO 5.7 GXI VOLVO DP...........................................SOLD                                     
2012 JC TRITOON 25 SPORT–  200 SUZUKI  – WHT/BLACK .......................... $41,900
2005 REGAL 2900 5.7 GXI VOLVO VERY CLEAN ............................................. $42,900
2003 CROWNLINE 288 BOWRIDER 496 MAG BRAVO 3 ................................. $49,900
1999 CHAPARRAL 2830 BR – VOLVO 5.0 GIDP – WT/GRN ............................. $24,900
2007 RINKER 320 FIESTA VEE TW. 5.7 GEN AND A/C ..................................... $79,900
2006 REGAL 3360 TWIN 5.7 VOLVO GEN AND A/C ......................................... $79,900
2005 RINKER 342 TWIN 350 AMG BRAVO 3 GENAND A/C ..................................SOLD
2003 REGAL 4260 TWIN 8.1 GEN AND A/C .................................................. $114,900                       
    
CUDDY
2002 ENVISION 32 496 MAG ......................................................................... $33,900 
2004 FORMULA 330 SS TWIN 496 W/AXIUS 240 HOURS .................................. SOLD
2005 REGAL 3350 5.7 GXI 550 ..................................................................  $74,900
2011 REGAL 3350 5.7 GXI 350 ................................................................. $109,900
2009 FORMULA 350 SS  496 MAG AXIUS 190 .......................................... $149,900
2005 FOUNTAIN 35 TWIN 496 MAG HO 150 HOURS ...................................... $89,900

PONTOONS
2016 BENNINGTON 20 SLX LIKE NEW 115 YAMAHA ..................................... $29,900
2007 HARRIS 2424 SUNLINER 150 MERCURY 300 HOURS ................................SOLD
2008 SYLVAN  8427 MANDALAY 225 4S 47 HRS .......................................... $32,900                                             
2005 BENNINGTON 2550 RL – 225 YAMAHA ................................................ $34,900
2005 BENNINGTON 2575RL – MERC 5.0L .................................................... $29,900
2005 BENNINGTON 2575RL – 350 MAG B3 .................................................. $34,000                                  
2013 BENNINGTON 25 QCW 250 YAMAHA .................................................... $57,900
2015 HARRIS 25 GRAND MARINER 250 VERADO .......................................... $59,900                             
2009 BENNINGTON 2550 RCL MERCURY 250 VERADO ................................. $59,900
2004 BENNINGTON RLI 225 MERCURY FOUR STROKE .................................. $29,900
2011 BENNINGTON 2874 RCWIO 5.7 GXI VOLVO DP..................................... $ 59,900
2011 BENNINGTON 2874 RCWIO 5.7 GIDP .........................................................SOLD

BOWRIDERS
2016 REGAL 2300 SURF VOLVO 380 FWD DRIVE 25 HOURS ..............................SOLD
2003 MAXUM 240 WITH 350 MAG ................................................................ $19,900
1998 REGAL 2500 5.7 VOLVO........................................................................ $22,900
2004 REGAL 2600 5.7 VOLVO 300 HOURS .........................................................SOLD
2013 REGAL 2700 ES 5.7 GXI VOLVO 70 HOURS ........................................... $69,900
2000 SEARAY 2800 WITH TWIM 350S ........................................................... $34,900 
1999 REGAL 2800 WITH VOLVO 7.4 DP ......................................................... $24,900 
2003 CROWNLINE 288 BOWRIDER 496 MAG BRAVO 3 ................................. $49,900
2005 REGAL 2900 5.7 GXI VOLVO VERY CLEAN ............................................. $42,900
2005 CROWNLINE 316 TWIN 350 MAG 180 HOURS ...................................... $65,900
2013 REGAL 3200 BR – TW5.7 GXI DP – N/BLK .................................................SOLD
2013 REGAL 3200 – V8300 5.7L – 118 HRS ..............................................  $159,900
2014 REGAL 3200 – V8300 – 110 HRS ....................................................... $144,900
2005 ENVISION 32 COMBO ........................................................................... $39,900 

CRUISERS 
1999 REGAL 2660 – T4.3L – 360 HRS – WT/TN ........................................... $28,900
1993 BAJA 290 MY – T/MERC 350 MAG A1 – WHT – 800 HRS ..........................SOLD
1997 REGAL 322 TWIN 7.4 MERCRUISER ..................................................... $34,900 
2002 RINKER 320 FIESTA VEE TW. 5.7 GEN AND A/C ..................................... $79,900
2000 LARSON 330 TWIN 5.7 VOLVO .............................................................. $39,900
2007 RINKER 320 FIESTA VEE TW. 5.7 GEN AND A/C ..................................... $79,900
2006 REGAL 3360 TWIN 5.7 VOLVO GEN AND A/C ......................................... $79,900
2005 RINKER 342 TWIN 350 AMG BRAVO 3 GENAND A/C ............................. $84,900
2009 FORMULA 350SS – TW/496 MAG AXI – 190 HRS ............................... $149,900                    
1998 SEA RAY 400 EXPRESS – 705 HOURS – WHITE .................................... $79,900
2011 REGAL 42 SC – T8.1 – N/GLACIER – 235 HRS ................................... $329,900
2003 REGAL 4260 TWIN 8.1 GEN AND A/C .................................................. $114,900
2007 REGAL 4460 – T/8.1 – NTT/BLK – 110 HRS ....................................... $239,000
2009 REGAL 4460 TW/8.1 WITH IPS JOYSTICK  LIKE NEW .......................... $299,900
2004 SEA RAY 450 EXPRESS BRIDGE DIESEL ............................................. $199,900
2008 CARVER 560 VOYAGER D12 VOLVOS 200 HOURS ............................... $529,900

DECK BOAT
2006 POLAR CRAFT V194 150 YAMAHA AND TRAILER .......................................SOLD
2003 CROWNLINE 230 EXAND TRAILER 300 HOURS ..................................... $24,900
1993 BAYLINER 2659 RENDEZVOUS – 175 HOURS ......................................... $9,900
1995 BAYLINER 2659 RENDEZVOUS – MERCURY 4.3 – WHT/BLUE ....................SOLD
2006 FOURWINNS 274 FUNSHIP 350 MAG ................................................... $31,900
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PUSH BUTTON & REMOTE CONTROLPLANK KIT

BOW GUIDE CORNER BUMPERS

HYDROFENDER™ ULTRAFENDER™

BOAT AND DOCK PROTECTION

573.346.7505 | boatlift.com
hhloz@boatlift.com

HydroHoist
Meet the 

Family

HHLOZ_Ad_BusJournal_9.5x11.3_Family.indd   1 5/16/17   5:54 PM
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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 MARK!
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
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Osage Beach 

573-348-5073 

 

Camdenton 

573-873-5073 

Lifting your dreams…from canoes to cruisers.   

www.SummersetBoatLifts.com 

Exclusive Galva-Hoist Dealer  

New and Used Lifts 



Lake of the Ozarks Boating July, 2017 Page 40

 

Trust our team of Lenders 
to help put your family in 
the boat of their dreams. 

centralbank.net 573.348.2761  

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  . . . . . . . . . . . . . . . . . . . . . .4 . . . . . . . . . . . . . . . . . . . . . . . . .??????
Service Boats . . . . . . . . . . . . . . . . . . . . . .8 . . . . . . . . . . . . . . . . . . . . . . . . .??????
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

3545 Osage Beach Pkwy., Osage 
Beach, MO 65065

573 348-3888
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 STOP ROLLING & 
Stack Your Floating Mat!

• Mix & Match Colors

• Adjustable Length 
– Add /Remove Mats

• Easy to Carry / 
Compact Storage

• Personalize Your Mats!

www.aquastackmat.com

Their Mat Our Mat

Strong Enough to hold a PWC

3 Anchor Points

Their Mat Our Mat
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We are a full service marine dealership and a factory authorized marine repair center!
WWW.PROSCHOICEMARINE.COM

Store it at the all new Pro's Choice Marine Storage.  Safe and secure it in Warsaw's 
newest and nicest facility with prices starting at only $60 per month.  
Call Pro's Choice Marine for winter service and storage at 877-827-2840.



Lake of the Ozarks BoatingJuly, 2017Page 45

 

SOLUTIONS, SALES & SERVICE • 13696 Highway 7 • Warsaw MO 65355
877-827-2840

IT’S YOUR CHOICE...
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MarineMax Lake Ozark
 (573) 365-5382

3070 Bagnell Dam Blvd. 

MarineMax Osage Beach
 (573) 348-1299

4543 Osage Beach Parkway 
Always Open at MarineMax.com

MAKE THIS

YOUR
SUMMER

#SeaRaySummer

OFFERING THE WORLD’S FINEST BRANDS
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