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Nothing equals the sturdy construction and fetching style of the Rustic Natural Cedar furniture collection. 

Outfit your resort with our comfy and cozy line of indoor furnishings and your guests may trade in their 

hiking boots for slippers. 

For over 35 years, Rustic has carefully crafted long-lasting casual log furniture from natural Northern 

White Cedar, which is known for its beauty, practicality and durability. 

For a complete catalog of both our indoor and outdoor furnishings, along with a 2008 price list, 

call 800-435-7892 or email info@rusticcedar.com.

*Dog and slippers sold separately.

www.rusticcedar.com

*The cure for cabin fever.
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The House Commerce Committee gets in the “Life is a Beach” spirit with the CMR attendees at Day on the Hill Feb 26 & 27, 2008.
Photography by Tom Olmscheid/MN House of Representatives 

Note from editor: To insure that the cover displayed all the people participating in this fun photo opportunity, our cover photo needed to be 
printed sideways.
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Hello Resorters,

It seems like no matter how early or late spring arrives, it’s still the same mad scramble 
to get the resort in shape for the season’s first guests. We’re usually finishing up the last 
project as the guests are pulling in the driveway. They think the place looks wonderful and 
inside we’re quietly hoping they don’t notice that one last detail we haven’t taken care of 
yet. And that’s not only the case in the spring, that same scenario takes place every Saturday 
for us. Our guests have no idea what goes on behind the scenes… “You get to live at this 
great place - it’s like always being on vacation.” Ever heard that one?

Life in the Congress of Minnesota Resorts is very similar. On the surface it often looks like 
the CMR’s legislative, marketing and educational activities just fall in place, but behind 
the scenes are countless hours of hard work making it happen. This past winter was no 
exception with lots of activity in the CMR trenches. In January, the annual 3-day Explore 
Minnesota Tourism Conference was held in Mankato. This is a marquee tourism event 
with “movers and shakers” from all areas of the industry participating. The CMR was well 
represented there by not only our board’s representatives but also by several members-at-
large. It was a great opportunity to network with other leaders in tourism and to promote 
the CMR as a progressive statewide resort association. The great marketing information 
and ideas taken from this conference will definitely benefit the CMR’s marketing program. 

Look for other information on the conference in this issue.

In late February, a busload of dedicated resorters rode down to St. Paul for the annual CMR Day on the Hill. For two days, they visited 
with legislators about issues and bills in the works this legislative session. Issues such as private vacation home rentals, a post-Labor 
Day school start reform, and a tax relief proposal were the main focus, in addition to several other resort concerns on the table. All of 
these issues have a direct impact on our businesses and I’m proud to say the CMR is a leader in shaping our laws for the betterment of 
resorts. We need to stay in front of not only our area legislators, but also non-resort area legislators, to form positive relationships with 
them so they will support our industry. I can’t stress enough how important this CMR Day on the Hill event is in helping get our issues 
addressed in St. Paul. It’s informative and productive, easy to do and a lot of fun, too. If you can do one thing to help our industry in 
the coming year, PLEASE make every effort to attend this event.

Other CMR activities taking place in recent months are an updated website and an aggressive internet marketing campaign – we even 
added television ads to our marketing this winter! Our committees have also put together some very informative School of Resorting 
classes and a great Spring Workshop. And these are only some of the highlights of what’s happening at the CMR. It seems there’s 
always constant motion - never a dull moment. That’s part of the reason why it is such a pleasure to be associated with this group.

As members and even non-members, all resorts reap the benefits of the efforts of our fellow resorters. Every good thing that the 
CMR contributes to the resort industry comes from the hard work of a volunteer and that’s what makes the CMR so unique. It truly 
is “Resorters Helping Resorters.” If you are not a member, please consider joining the CMR today and become a part of the team. 
Things don’t just happen on their own – volunteers are always busy working hard behind the scenes. Thank you to all those who have 
contributed to the cause over the past winter.

Have a great season and remember to Think Spring!!

President Dana Pitt 
Congress of Minnesota Resorts

Please let us know if your 
address or resort status

has changed.

ADDRESS CHANGE?
Contact Vicky

1-888-761-4245
cmroffice@tds.net

cmr@minnesota-resorts.com
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Offer good through December 31, 2008. Coupon must be presented at the time of purchase.
No photo copies or facsimilies will be accepted. Cannot be combined with any other promotion. While Supply Lasts.

GET THE LOWEST OVERALL PRICES - EVERYDAY!

Open Mon. - Fri. 8am-9pm • Sat. 8am-8pm • Sun. 8am-6pm

$3.00 Off
Per Gallon of F&F® Legend® Paint (Nos. Assorted)

Offer good on 1, 2 and 5 gallon sizes.
Limit 10 gallons per customer.

Save On Legend Paint!

Store CouponStore Coupon

No. of Gals. Coupon Value

®

Alexandria, MN
Brainerd/Baxter, MN

Brooklyn Park, MN
Fergus Falls, MN

Lakeville, MN
Oakdale, MN

Owatonna, MN
Rochester, MN

St. Cloud/Waite Park, MN
Winona, MN

Down to
Earth Benefits.

Save Up To $30 on F&F® Legend® Paint!Save Up To $30 on F&F® Legend® Paint!
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Please Don’t Feed the Dogs
By Joanne Fallis, Finn’n Feather Resort

As a resort owner, we have the option to allow pets, or not, and at 
Finn’n Feather Resort, we do not. We allowed pets our fi rst year, in 
1978, but it just didn’t work out for us.  We have always had pets since 
we fi gured nine months of the year is ‘just family,’ while, generally, just 
three months of the year we’re occupied. I didn’t want our girls grow-
ing up at the resort without pets, so we’ve had dogs, cats, gerbils, bun-
nies, birds and even ferrets. Our dogs are generally well-mannered and 
stick close to us, or the lodge; but when grilling season begins, we see 
them roaming the resort. The majority of the time they roam is when 
our guests ‘invite’ the dogs to interact with them; this is when the dog 
takes the opportunity to act “starved” and “frail.”

Every week as families check in, we have excited kids showing us nu-
tritious dog treats they’ve brought for our dogs.  But the treats the dogs 
like aren’t those tasteless, dry biscuits... no... they’re in search of the 
almighty steak, ribs or brat meals.  

Some families will ask us, fi rst, if it’s okay they feed the dogs, but many 
times we just notice they’re looking pretty well-fed as the season goes 
by, and, I must admit, I never gave it much thought. (I’ve seriously 
thought about imitating their sly actions, go by a grill, and look hun-
gry... maybe even ‘shake’ hands... it’d more than likely be a better meal 
than what we were having!)

Our dogs have been playing this little game for years.  We didn’t mind 
at all... (not knowing that feeding dogs leftovers of human food could 
cause diabetes)

In November ‘06, I noticed 10 yr. old dog Tugger could barely keep up 
with me while walking. I mean, this happened in less than a week!  I 
took him to our Vet in Bemidji and had his blood tested, because I just 
knew he had Lymes disease!!  After all, we’re right in the Chippewa 
National Forest! The test came back “negative!”  I refused to listen 
when they said, “Oh, he’s probably just tired.”

NO! Something’s not right! I had them retest him to check for a variety 

of problems! Within an hour, I got a call saying Tugger had a Blood 
Sugar Level of 569! (Normal is around 90.) YIKES! He has diabetes! I 
had to take him back to town, STAT, for an insulin shot!

For the next three months, he had a blood test every week to see if his 
blood sugar level was becoming more ‘normal’.  It was painful for him, 
and for me!!  

By February ‘07, he was blind!  Cataracts grew, I kid you not, within 
a week! It was scary!  I had no idea that diabetes in dogs could lead to 
cataracts so quickly.

We watched him SO CLOSELY so he wouldn’t run into things. It was 
heart breaking.  Most of the year our driveway was free of obstacles, 
but come spring and summer, especially on Saturdays, there would be 
a van pulling a boat, or a bike, or something ‘new’ that he didn’t see, so 
he’d trip and fall. I knew I had to do something.  

After checking all over the state for what it would cost to have his cata-
racts removed, we fi nally decided to have it done. I took him down to 
the Cities on a Tuesday, and by Wednesday he could see!!  It was like 
a miracle!

Now his blood sugar is pretty much normal, but he is on insulin two 
times a day. I have to feed him “regularly”, 20 minutes before each 
shot.  It has defi nitely tied me down! But he can see now and has lost 
weight with his restricted diet.  We all see a happy, peppy ‘like new’ 
dog!!

I’m writing this for all of you with dogs at your resorts. Your dog may 
be just fi ne, BUT, be more aware of what they are eating throughout 
the day. I had absolutely no clue that diabetes would ever happen to a 
dog, much less ours. We were all shocked, saddened and forced to make 
some tough decisions. We learned a lot from this and wanted to pass it 
on to you.

We have fi ve dogs at our resort, Tugger, Griz, Babygirl, Bre, and Boze, 
so we’re a lot more aware of “grilling” time! Tugger is doing just fi ne, 
now, but we have added this to our registration form: “Please don’t feed 
the dogs.”

Tugger with Kenzie

TELL YOUR
RESORT STORY

IN OUR
MAGAZINE

Contact Sue Paradeis at:
Vacation@ShingWako.com

or 218-232-0255
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Short on space?  This is a clever idea that Tom Ossell, Northern Lights 
Resort & Outfitters thought of for a cabin that he wanted to get 3 beds 
into but lacked floor space.  This bed was placed on top of the dresser 
and the mattress sits inside, everything is anchored down for safety.  
The kids sure enjoy sleeping up on this bed in the “sky”.Finish off your deck ledges.

PVC sliders on the bottom of your picnic tables are easier on your grass.

A Whimsical House in your walking trail.

Roll your pontoon around with ease.

A tidy fire ring.

You can never have too many hooks.

Spring
or Anytime Projects

If you have any projects you would like to submit or for more information
about any of these contact Sue Paradeis at vacation@shingwako.com.
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Advertising Space Available

Contact:
Linda Gronholz

lmgronholz@hotmail.com
218-543-5245

• Reasonable Rates
• Quality Color Ads
• Reach Resorters Around the State

Resort Insurance 
By Dan Borseth, Pine Insurance Agency

I was privileged enough to be asked to write an article for the Min-
nesota Resorter Magazine.  I hope you take the time to read this article 
and fi nd it helpful.

I’m addressing two questions most frequently asked by resort owners.

Is 1 Million Dollars of Liability Insurance enough??? 
Answering all questions honestly, I don’t know…The awards that 
are handed out in this country are always exceedingly high making 
1 million dollars in today’s society probably not a high enough limit. 
(Though it is the most commonly used limit.)  Under your liability limit 
also lies your defense coverage, so whatever the cost is to defend your 
loss would come right off of the 1 million dollar coverage.  I have been 
an agent for 23 years and have seen losses that have been in the 2 – 2 
1/2 million dollar range.  As a Resort Owner, YOU know what your 
budget is - to add a 1 million dollar umbrella to go over and above your 
underlying limit would roughly cost $500.00 - $600.00 a year, which is 
equivalent to approximately two phone calls to an attorney, if you want 
to put that in layman terms. I feel the umbrella policy is a good buy 
and should be part of your business plan.  I know there are a couple of 
different viewpoints.  If you have too much insurance, they will want 
it all, on the other hand, if you don’t have enough insurance, you risk 
the possibility of losing it all. I know resort owners, along with any 
businessman or woman, always say, “My insurance is too high!”  My 
response to that is: 1. Take your total annual premium. 2. Divide it by 
the number of cabins you have, and how many times a year it is rented.  
This fi gure will give you what the cost per cabin is for your insurance.  
Increase your rates to meet your insurance premium, letting the people 
that are using your property pay your insurance premiums.

Do I have enough insurance on my cabins??? 
This is a loaded question.  As agents, we keep in constant contact with 
our companies, asking their feelings on what they see buildings’ costs 
to be.  The other way (and probably the most accurate) would be to talk 
to a contractor in your area and see what the going rate is per square 
foot.  There are a lot of variables that go into the cost per square foot, so 
the range can be from $70.00 - $150.00.  I know there are a lot of Resort 
Owners who like to do their own work on the inside of the cabin, this 
not only helps with keeping the cost down, but keeps them busy doing 
the work they enjoy.  I know I see some values on buildings at $60.00 
or less per square foot.  Some of the resort owners say, “I can build that 
cabin for a lesser amount.”  But what happens if there is a catastrophic 
loss, such as a fi re or tornado, taking down 4-5 of the cabins.  You 
know you can build one, but can you build 3-4 cabins over the winter 
months??? We all know what will happen to the cost if we have a con-
tracting crew come in to replace the buildings top to bottom.

With every company and in every policy there is a co-insurance agree-
ment that you sign saying, “I know I am insuring the cabins or build-
ings to at least 80% of the full replacement cost.”  You should really sit 
down and make sure your values are accurate. If, for example, you are 
not insured to 80% of the replacement cost value, the company can and 
most probably will come back and hit you with a co-insurance penalty 
which unfortunately can be substantial.  Let me give you the scenario 
of enough coverage on a building, and vice-versa, not enough coverage 
on a building.  You decide what looks better to you. 

Enough Coverage or Adequate Coverage:
Let’s use a value of $250,000.00 (Example: Your Home/Offi ce Building)

Building Value Replacement Cost:     $250.000.00
The Co-Insurance percentage for this is:  80%
The Value you are insuring the building for is: $200,000.00
Deductible:      $250.00
Amount of Loss:     $40.000.00
The minimum amount of Insurance to meet the co-insurance is: 
               $200.000.00 ($250,000.00 X 80% Example)

This example shows the value was adequate and no penalty applies.  
The company will pay $40,000.00 loss, minus the $250.00 deductible 
or $39,750.00.

Underinsured:
Same Building Value for Replacement Cost:   $250,000.00
The Co-Insurance percentage for this is:  80%
The value you are insuring the building for is: $100,000.00
Deductible:     $250.00
The amount of loss:    $40,000.00
The minimum amount of Insurance to meet the co-insurance is: 
      $200,000.00

Step #1 $250,000.00 X 80% = $200,000.00
Step #2 $100,000.00 Divided by $200,000.00 = 50%
Step #3 $40,000.00 Loss X 50% = $20,000.00
Step #4  $20,000.00 Minus Deductible of $250.00 = $19,750.00

The remaining amount of $20,250.00 is not covered because of the co-
insurance penalty.

Wow! That is a hefty deductible. So pencil out the square footage of 
your buildings and look at the values in your area.  Look at how close 
your building values are to the replacement cost, taking it times the 
80% to make sure you don’t end up with a big surprise at claim time.
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More than Guests
By Nancy Loren, Little Boy Resort

We are preparing for our fourth season. Each year we find that our guests 
are becoming more like friends. We feel so blessed to have such wonder-
ful guests. Many have touched our hearts, but one family has gone beyond 
that. It just so happens that they were our first deposit three years ago, 
which also came with a 20-minute phone call. That was the day our rela-
tionship began. We talked at length about our families. Each month after he 
would call and we would visit and get an update.  

July 2005 came and so did Ken and Lyn from the state of Virginia. And 
not far behind them were their troops, all 25 of them, including a Navy 
son serving in Bahrain, twin sons serving in the Army in Tennessee and 
Colorado, sons in Minnesota and Idaho, and a daughter from Minnesota. 
Upon arrival, they have an opening ceremony at a local restaurant to plan 
the games and events that will be going on during the week. These events 
include waterskiing, tubing, fishing contest, horseshoes, jarts, card games, 
bouncy castle (full size) open to all our guests, and many more.  

In this family are a variety of talents. One of their sons will write and print 
the “Loon Call,” a daily newsletter for their family and ours. The “Loon 
Call” had photos, happenings and mishaps from the previous day, along 
with highlights and standings on daily events. And on occasion a story on 
the owners of Little Boy Resort.

During their first visit with us, Ken and three of his sons sat down with us 
to plan a remodel of an old storage building that sits on the resort. In our 
5-year plan, we had wanted to make a cabin out of this building. Ken had 
other ideas. They inspected the building from top to bottom and sat down 
and drew a plan with us. Since one of the sons is a carpenter, Ken set up a 
schedule for him to come up and work on the cabin. And since he wanted 
that cabin for the following year, he would pay his son to work for us. 
Crazy, I know, but I quickly learned not to argue with Ken. It was remod-
eled over the winter of our first year and open for guests the first week of 
June. We filled 8 of 13 weeks the first year and only have one week avail-
able this year.

The second year came with many conversations over the winter, which 
was always a joy. Ken is very interesting and intelligent. With a growing 
family, he was always requesting more cabins and joking about how to get 
them. Again they planned their opening and closing ceremonies, games and 
entertainment.  Again they had the “Loon Call” printed daily. And again 
on the day of departure, Ken and Lyn inspected each cabin and did some 
cleaning before leaving.  This year their departure brought tears to my eyes, 
even more when they presented me with a gift of money for me and Troy 
to take our family on a little get away.

This past year was a little different. More surprises, of course. Again 
monthly contact by phone or email. A new restaurant, and this year their 
own rented speed boat (they don’t want to take Troy away from the rest 
of the resort). They just asked that we set up the rental at a local dealer. In 
previous years, they rented our boat and Troy as the driver to pull tubers 
and skiers. They also bought a 3-person tube that they gave us at their 
departure. They still did the “Loon Call” and some games, but much more 
relaxed than previous years.  One of this year’s highlights was the Wii. On 
rainy or not so rainy days, they would all gather in the big cabin where they 
had the Wii set up with a big screen and projector and young and old would 
all take a turn. Our family was also invited for a friendly game of bowling. 
As in years past, the ladies could come into my beauty shop for manicures 

and pedicures. Lyn does screen print, so she made everyone t-shirts to wear 
to the turtle races.  Each one numbered by birth order with the Little Boy 
Resort logo.

This past July brought some 90-degree days, which always cause a small 
problem on the second floor of one of the big cabins.  All of our cabins have 
A/C, but this one is on the main level which makes for a hot upstairs.  On Tues-
day, Troy and I went to Grand Rapids and picked up another A/C unit to put 
in the bath-
room win-
dow up-
stairs.  Ken 
paid for it 
and offered 
to pay for 
s o m e o n e 
to install 
a door at 
the top of 
the stairs 
to make it 
easier to 
cool.  

During this 
stay, they 
told us about their plans to move to Lakeville, Minnesota over the winter.  
They showed us their house plans, which has a guest apartment, and invited 
us to stay with them during the sport show.  In our most recent phone con-
versation, he informed me our room is ready and the fridge will be stocked 
when we arrive.  (I’m not arguing).  Every year he has made monthly pay-
ments and has been paid up before arriving, and this year with six cabins 
that has been very helpful in getting through the winter.

That’s not all!  One day in August he had called to talk to Troy, I told him 
he was at the doctor.  He needed to know all the details.  Troy was in get-
ting his blood pressure checked after being diagnosed with hypertension.  A 
week later after receiving a packet of medical information in the mail from 
Ken and his friend, a physician from Mayo Clinic, Troy received a phone 
call from the physician.  They talked for over 30 minutes about the impor-
tance of getting his blood pressure down and how to do it. Ken always has 
a way of making things happen and getting things done when someone’s 
life, health or wealth is concerned.

He now wants to have his children’s in-laws come to the resort to share in 
their time together - to see all the grandkids playing together and having 
so much fun.  This doesn’t happen too often since some of the family now 
lives in Hawaii. This is the one week a year that everyone can be together.  
This family is very fortunate that their parents have the financial means to 
get them all together to share a week at our resort.  We were able to reserve 
two more cabins for him this year. And it is times like this that you know 
your efforts are appreciated.

We have really only spent three weeks with their family, but it feels like 
three years. They are truly unique and special. We look forward to all of 
our guests coming again and again, we love them all. When you can be a 
part of something so special, a vacation with great meaning and purpose, it 
really touches our heart!

Owning a resort is the most rewarding thing we have ever done.
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BACON TWISTS
Oven at 375 degrees until golden brown
1/2 pkg. frozen puff pastry sheets (1 sheet)
1 lb. bacon at room temperature

Twist together strips of bacon and puff pastry.  Sprinkle with 
Parmesan cheese and a little paprika. Bake until done.

SHERRY PHEASANT
2 split and deboned pheasant, grouse, quail or chucker breasts 
   (if big enough, use thighs too)
1/2 c. fl our
1/2 tsp. nutmeg
1/4 tsp. black pepper
1/2 pat butter
   (may need more)
1/4 c. dry sherry wine
1/4 c. cream
1 tsp. Accent!

Press breasts and 
thighs fl at.  Combine 
fl our and spices and 
dredge cutlets.  In a heavy skillet, melt butter and cook cutlets 
on each side until lightly browned.  Remove cutlets from skillet.  
Add sherry to skillet and cook one minute.  Add cream and 
simmer, but do not boil.  Return cutlets to skillet and simmer.

SAUSAGE BITES
Oven at 400 degrees for 15 minutes.
Yield 36 appetizers.
1/2 pkg. frozen puff pastry sheets (1 sheet)
1/2 lb. bulk pork sausage or spiced pork sausage

Thaw pastry sheet. Unfold on lightly fl oured surface and roll to 
12” x 10” rectangle.  Cut into 3 three-inch wide strips.  Divide 
sausage into thirds.  Roll each into a cylinder the length of the 
strips. Place sausage on edge of long side of pastry and roll 
up.  Press edges to seal.  Cut each roll into 12 one-inch slices. 
Place cut side down on baking sheet.  Bake 15 min. or until 
golden and sausage is done.  

    connecting
buyers and sellers
   with results
        for over 40 years.

the resort sales experts.

Call now for a FREE market evaluation

STEVE FRANK
218-732-1771

thefranks@unitelc.com

JANE REISH
218-732-4785

jronblue@eot.com

DENNIS SAAK
218-652-2800

ddsaak@eot.com

JEFF STONE
218-732-9074

thestonesmn@yahoo.com

GARY SWAPINSKI
218-393-1192

whitewolf99@msn.com

ROY LARSON
218-770-1176

rdlars@prtel.com

By Lynn Scharenbroich,
          Black Pine Beach Resort
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Submit your nominations for
Resorters of the Year!

Congress of Minnesota Resorts Members,
The Resorter of the Year award is given annually to a resort that ex-
emplifies the spirit and goals of the CMR. The criteria centers around 
the operation of a successful and progressive business, service to the 
tourism industry both at the local and state levels, and community 
service in other areas. Mentoring and helping other resort owners and 
membership in the CMR are also part of the requirements. Nomina-
tions for the award are generated entirely by CMR members, and the 
whole program is dependent upon the time and effort you give in or-
der to recognize excellence. We encourage you to participate through 
nominations of Resorters you feel uphold the highest standards and 
are dedicated to service within our industry.

Here are the guidelines:
The Congress of Minnesota Resorts selects, through nomination by 
its members, one resort and resorter(s) that have shown a dedication 
to the improvement of the Minnesota Resort Industry by adopting 
and carrying out business policies and practices that reflect a personal 
pride in the industry as a whole. They also live up to the organization’s 
motto of “Resorters Helping Resorters” by involvement in community 
activities and by displaying a willingness to help other resort owners 
to successfully operate Minnesota resorts.

To this end, any member of the Congress of Minnesota Resorts can 
submit a nomination for this prestigious award. Nominations must 
be received by June 1st each year. The nominating member is not re-
quired to verify the eligibility criteria. In the event none of the resorts 
nominated meet all the eligibility requirements, the awards committee 
will make a selection based on the resort most closely meeting the 
criteria and notify the winner. The winner will be asked to be present 
at the Annual Congress of Minnesota Resorts Fall Conference where 
the formal announcement and presentation will be made.

The following criteria are considered by the awards committee in 
making their selection:

 • CMR member in good standing for the previous three
    consecutive years under the same ownership.
 • Ability to maintain a successful and progressive resort.
 • History of helping and mentoring other resort
    owners/operators.
 • Involvement in community activities.
 • At least five years between awards.
 • Not a current member of the Awards Committee.

NOMINATION DEADLINE IS JUNE 1ST
 
Send nomination form to:

 Resorter of the Year Nomination Committee
               Congress of Minnesota Resorts
               21403 52nd Street NE
               New London, MN 56273

Originally published in the Congressional Log,
 Fall 1997

Unsolicited Advice to Resorters…
 …New and Old

 After 24 years in the resort business, I have found myself won-
dering…?...If asked, what advice would I give other resorters 
that might be helpful? Realizing that everyone’s situation is a 
little different, it is difficult to make suggestions that apply to 
everyone - but if you will keep in mind that I am speaking from 
the vantage point of  a 10 cabin, family operated resort, a few of 
my ideas are as follows: 

 # Do as much work as you can in the fall, because you never 
know what kind of time and weather you will have in the 
spring.  

 # Keep a booklet with all your measurements in it (window 
sizes, room sizes, baby mattress sizes, or whatever you 
measure over time) and carry it with you at all times. You 
never know when you will run into a real bargain away 
from your home base.

 # Always be cordial to your guests as they arrive NO MAT-
TER WHAT!

 # Don’t make complaints about a guest (or other guests) to 
another guest and don’t discuss business issues with your 
guests.

 # If you have a vacancy, always make sure it is “ready for 
rental” in case someone drives in. 

  # Be very aware of how your cabins smell!

 # Always remember the saying, “You never get a second 
chance to make a first impression!”

 # Try not to make too many rules for your guests to follow. 
You will only frustrate yourself trying to enforce them all.

 # Be flexible and don’t let the small irritations get you 
down.   

 # Pick up everything on the ground that God didn’t put 
there.    

 # Remember, you don’t have to “love” every person that 
stays at your resort.

 # Hospitality is the name of the resort business, so be sure to 
provide service, service, service!

These ideas are not listed in any particular order of importance.  
I mentioned them only as they came to mind. Submitted by Shei-
la Moe, former resorter



PAGE 12 congress of minnesota resorts

The Congress Of
Minnesota Resorts
What the CMR Can Do for You!

MARKETING
• Your resort is listed on our website
    www.minnesota-resorts.com.

• Our site is professionally marketed through links, banners and 
    extensive search engine optimization.

EDUCATION
• Fall Conferences and Spring Workshops - informative sessions 
    and networking with other resorters.

• School of Resorting educational classes.

• Yahoo Groups - online resort chat room.

• Members only online resources on our website.

LEGISLATION
• Full-time lobbyist working for the interests of RESORTS ONLY!

• Day on the Hill-
    Make your voice heard in St. Paul.

• Stay informed on legislative issues that effect our industry.

PLUS- Vendor Discounts to CMR Members • Educational Scholarships • “Resorters of the Year” Award • And Much More!
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Send to:  Congress of Minnesota Resorts
  21403 52nd Street NE
  New London, MN 56273

Resort Name        Lake     
Owner/Manager       Years in resorting   
Address             
City      State     Zip   
Township        County    
Phone     No. of rental units   No. of bedrooms  
Resort E-mail Address    Resort Website Address    

Membership investment is only $13.50 per bedroom (Min., 10 bedrooms or less, $135, max. $715.)   
Membership rates good through Aug. 31, 2008.

Amount of check enclosed   Please Circle..........................New............................Renewal

Questions regarding Membership?
Contact Vicky at cmr@minnesota-resorts.com or 888-761-4245 

Your membership in the Congress of Minnesota Resorts (CMR) is a good investment for both you and your 
resort business.  Join in the organization’s philosophy of “Resorters Helping Resorters.”  So many benefits await 
you!  Fill out the membership application today, and become a member of a unique association of resorters, run 
by resorters, for resorters.  Our focus is very clear!

JOIN THE CMR - YOUR MEMBERSHIP COUNTS

Resorters Helping Resorters  - Since 1985

The Congress of 
Minnesota Resorts exists 

to help family owned 
and operated resorts in  

Minnesota to continue as
a viable segment of the

Minnesota tourism 
industry.

“I always scope out the groups
that work best for the resorts and 

found that the CMR is a great
organization. I didn’t want to jump 

the gun on it, so I took time to
figure it out, liked what I found

     and that’s why I joined.”

    Joe Scharber 
    Sleeping Fawn Resort & Campground
    Park Rapids, MN

None of us is as smart
as all of us.

Be it successes or trials -
We’ve been there and 
done that and want to 

share it with you.
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Sustainable Tourism Award 
Northern Lights Resort & Outfitters

At the 2008 Explore Minnesota Tourism Conference held in Mankato, 
Congress of Minnesota Resorts members were presented the first-ever 
Sustainable Tourism Award.  The award was presented to celebrate one 
of the fastest growing trends in the tourism industry and to highlight 
the importance of this segment in the marketplace. The Sustainable 
Tourism Award is presented to the person, company, or institution that 
supports outstanding efforts to sustain, protect and enhance Minnesota’s 
environment while promoting its tourism markets. The recipient must 
demonstrate a clear connection between their endeavors and tourism 
and must also demonstrate exceptional performance in areas such as 
resource conservation, performance efficiency and increased employee 
and guest awareness of sustainable tourism practices.  The winner is a 
resort and outfitter.

Listen to the measures our award winner takes at their resort.
 • Water is conserved with low flush toilets, water saver showerheads 

and other devices. 

 • The resort has a sophisticated pretreatment sewer system that collects 
waste from around the resort. It is then pumped to pretreatment 
wetlands and eventually to alternating drain fields 800’ to 1,300’ 
back from the lake. 

 • Prior to the opening of the season, the resort sanitizes the well and 
the entire water system to every faucet of every cabin and every 
faucet of possible human consumption.  

 • With the assistance of the guests, the resort recycles. It pays to have 
garbage hauled nearly 90 miles from the resort. 

 • The resort is converting to low watt fluorescent light bulbs, uses 
biodegradable and safe cleaning products and is exploring the 
addition of adding solar power to supplement some of their energy 
needs.  They have a table tent on the kitchen table of each cabin 
describing their efforts.  

 • This year they will be adding to all guest arrival packages information 
about “invasive species” as listed with the DNR.  They have always 
handled the launching of all guests’ boats so they’ve been self-

policing already, but they feel it’s necessary guest information, too.

 • In their “Youth Quest” program, they’ll be sharing with their younger 
guests the resort’s sustainability philosophy along with North 
Country lore, and they try to impart to the kids a personal awareness 
of the environment. They encourage younger guests to “keep your 
radar on” for safety and conservation opportunities. 

The bottom line is this resort is conscious of - and deals responsibly 
with - the environment. This amazingly committed Resort also works 
to ensure that their guests are aware of their sustainability efforts 
through their website.   

Let’s have a sustained round of applause for the winner of the first-
ever Sustainable Tourism Award, Northern Lights Resort & Outfitters. 
Accepting the award are Tom and Pat Ossell, owners of Northern 
Lights Resort Outfitting and Youth Quest.

www.septic-check.com
environmentally conscious • knowledgeable staff • advanced technology

SEPTICSEPTIC
check™

Inc.

Save Money
     Gain Peace of Mind
          Maximize System Life
               Improve Performance and Reliability
 

Protecting Your Investment
and Everyone’s Environment

Tom & Pat Ossell are awarded the Sustainable Tourism Award by John Edman 
(center), Director of Explore Minnesota Tourism.

  Join Our Yahoo Group!
 Log on to the CMR sponsored

YahooGroup and join over 200 other
resorters helping each other with

day-to-day resort questions and answers!

Send a BLANK (no text in the body)
e-mail message to:

resorters-subscribe@yahoogroups.com
This Service is FREE!
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Explore Minnesota Tourism Conference
By Tim and Carolyn Aarsvold, Geneva Beach Resort

It was an honor to be present at the 2008 Explore Minnesota Tourism 
Conference, as two of our Congress of Minnesota Resorts members 
received recognition. Tom and Pat Ossell of Northern Lights Resort 
received the first-ever Sustainable Tourism Award, and Steve and Pat 
Addler of Cedar Rapids Lodge were recognized as the CMR Resorters 
of the Year. It was great to see CMR members in the spotlight for their 
efforts in promoting Minnesota resorts and tourism.

Explore Minnesota Tourism is to be complimented for featuring speakers 
who are on the forefront of technology and customer service.

Bill Geist spoke on the topic of Web 2.0. He stressed the importance 
of images and sound on your website. Many websites feature video, 
and they are fairly easy to incorporate. He talked about the social 
networks on the web for people over 40, professionals, and those 
in the hospitality business. He suggested that each business Google 
themselves to see what others are saying about them on sites such as 
Tripadvisor.com and Vibeagent.com.

Scott Deming, author of The Brand Who Cried Wolf – Deliver on 
Your Company’s Promise and Create Customers for Life, stressed the 
importance of emotional branding. He suggested that if your customers 
have a powerful and unexpected experience with you, they will go out 

of their way to share it with others.  An ultimate customer experience 
is focused more on relationships and less on features and benefits. 
Surprise your customers with a service or experience and you will 
get huge results. Deming states that we get one experience with the 
customer and we should make it an experience they will never forget.

Niche marketing was a frequent phrase at the conference.  Being eco 
friendly is becoming more of a trend, and successful businesses such 
as Innserendipity.com have invested in wind turbines and organic 
gardening as a means of promoting ecotourism and agritourism.

I would encourage you to attend the Explore Minnesota Tourism 
Conference in 2009. It is a great way to gain firsthand knowledge 
about what the state is doing to promote tourism in Minnesota. 

CMR members in attendance 
at the EMT Conference. 
Carolyn & Tim Aarsvold, 
Geneva Beach Resort, Mark 
Novotny, Hyde-A-Way Bay 
Resort, Lynn Scharenbroich, 
Black Pine Beach Resort, 
Dana Pitt, Bailey’s Resort, Ed 
Fussy, Pimushe Resort, Tom 
& Pat Ossell, Northern Lights 
Resort & Outfitters, Pat & Steve 
Addler, Cedar Rapids Lodge

Pat & Steve Addler receiving their CMR Resorter of the Year Award at the 
EMT statewide tourism awards banquet.

REALTY SALES

       Bemidji                  Cass Lake                              Side Lake
  218.751.1177               218.335.2480 218.254.2810

www.realtysales.net

Listing & Selling Minnesota Resorts
and Campgrounds since 1950.

Call or visit our website today for
a confidential valuation of your 

property.  We have qualified buyers 
for your business.

Now under new ownership
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EZ Dock of the Midwest
PO Box 112
Red Wing, MN 55066

1-800-654-8168
www.ez-dock.com

Creating the Ultimate Customer Experience & 
Creating Customers for Life!
Mark Novotny, Hyde-A-Way Bay Resort

The Explore Minnesota Tourism 
Conference was held in Mankato 
this year on Jan. 23-24, 2008.  
There were several speakers that 
were good.  But one particular 
speaker stood out in my mind.  
This speaker was Scott Deming 
who authored the book The Brand 
Who Cried Wolf. 

In his presentation, Scott explained 
the importance of customers’ 
experiences and how those 
experiences could make or break 
our businesses.

Scott outlined six steps for developing the “ultimate customer 
experience.” The process included:
1. Who are you?  What do you do? What do you sell? Ask yourself 
these critical and not so simple questions. He suggested creating an 
exercise whereby you would describe your business and define what 
makes it unique.

2. What do people think of when they see or hear your name?  How 
does your customer currently perceive you and your business?

3. Your product or services merely get you in the game!  Your service 
to the customer makes the sale, but the “ultimate customer experience” 
is what keeps them coming back.  Interact with your customers; it does 
not cost you anything but time. They feel important because you took 
time for them.

4. What is an Experience?  Know the difference between a typical 
service and an uncommon, innovative and EMOTIONAL experience.  
For example, if you drive a customer to a clinic after he sets a hook in 
his thumb rather than telling him the directions to get there, you have 
created an unforgettable experience, and thus a loyal customer.

5. Create the Ultimate Customer Experience. By focusing more 
on relationships and less on features and benefits, you create loyalty 
which takes “Price” out of the equation.  Customers are buying on 
value and trust, not on price.

6. The Ripple Effect! Know who you are dealing with and what the 
outcome of that interaction is going to be.  Research shows that if 
a customer has a good experience with a business, they will tell 3 
other people about how good your business is.  If a customer has a 
bad experience with a business, they will tell 10 other people about 
how bad your business is.  Negative experiences outweigh the good 
one.  It takes more than 3 good experiences to overcome ONE bad 
experience.

So, as you are working with your guests this summer, smile and enjoy 
them.  A smile will rub off and make their day!!

If a customer
has a bad 

experience with
a business,

they will
tell 10 other 

people...
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The Honor System at Big Timber Lodge
By Penny & Preston Turner, Big Timber Lodge 

About 3 years ago, we started the “Northwoods Honor System” at the 
resort.  After our first year with store hours from 9am to 9pm, we decided 
that something had to change.  Our personal residence isn’t attached to 
the lodge, and our office and computer are in our home.  We didn’t want 
to hire someone to work in the store only to sell a candy bar or two.  We 
decided to try the “Northwoods Honor System” leaving the lodge/game 
room/laundry area open 24 hours a day.  Now we spend limited time in the 
store hours – 2 hours in the AM and 2 hours in the PM.

The “Northwoods Honor System” is no more than a sign-up sheet on a clip 
board on the counter in the lodge.  When guests (especially new guests) 
check in, we show them the sheet and where things are located (ice, ice 
cream, pizza, soda, candy, coffee, firewood, etc.) and tell them to help 
themselves and record their purchases.  Some guests are initially surprised 
at the trust we show them, but all are happy to be able to have a pizza or 
ice cream at midnight.    Because the lodge/game room is open 24 hours, 
our guests have the freedom to watch the T.V., play games, do laundry and 
have a snack whenever they want.  The hot chocolate and cappuccino are 
very popular for evenings by the campfire.

This system seems to work well for our resort.  Do we suffer some losses 
from the few who ‘forget’ to record their purchases?  Sure.  But we also 
have Saturday morning check outs where guests come in to pay for the 
things that didn’t make it from the “Honor System” sheet to their final bill.  
In the long run, with the time we save not manning the store/lodge and the 
rapport we gain trusting our guests, we feel we’re ahead of the game.

CMR MEMBERS ONLY
We encourage you to keep your resort listing up to date on the CMR 
website.  The following instructions will help you with the process.

To edit your individual resort listing:
 Go to www.minnesota-resorts.com
 Scroll to the bottom of the page and click on the CMR 
      Membership link.
 Enter your login information.
 Login:
 Password:

 Make the changes necessary. 

 To add a photo or logo to your listing:
 Select BROWSE
 Select a photo or logo from your picture file on your
     computer
 Click on the SAVE PROFILE link.  Your changes will be seen 
     when you log out and navigate to the page or log back in.

For further help, please contact Tim Aarsvold at 
TJA@GenevaBeachResort.com or 320.763.3200.

Please add the Congress of Minnesota Resorts logo
and link to your website.

Follow the instructions in the “Media” section
on the CMR website.

This additional link helps with search engine recognition.

Tracy Blood, Amy Mellema, Patty Nyberg, Peggy Magner, Beth Roettele, Bob Cummings

Aitkin 218-927-3712
Karen Tramm, Kathi Goldsmith, Lori Stalker

Isle 320-676-3795
Diana Skogen, Dawn Tinjum

Onamia 320-532-3233
Tammy Calkins, Linda Erlandson, Carrie Burgstaler, Bob Cummings

Aitkin 218-927-2111
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Deposit Policies – What Works for You?
By Pat Ossell, Northern Lights Resort and Outfitters

Money is a sensitive subject. Although we all expect to charge our guests 
and our guests expect to pay, how do we best protect our business and not 
offend our guests? First, we need to ask ourselves, are we in the hospitality 
BUSINESS, or are we into HOSPITALITY? Although they go hand in hand, 
we can only survive if we consider it a business first and then overwhelm them 
with hospitality and make them happy they spent their money wisely with us.

When we first took over Northern Lights Resort, we committed to keeping 
all the rules the previous owners had in place for the first year. The rates were 
low and loose. With a minimum down and balance upon arrival, cancellations 
were not uncommon and a bit hair-raising! Among the many, many changes 
we wanted and needed to make, that had to be the first on the list. Although 
Tom was a veteran in the resort business, I was not. I came from running my 
own business in the corporate world where being certain of getting paid for our 
products was a priority. My clients either had very strong credit or they paid up 
front. It was not unusual, just routine business. Considering that background 
and I’m assigned to run the financial side of the resort business, it was time 
to change the rules, so I did. I didn’t inquire what everyone else was doing, 
and Tom was a bit petrified, but I felt certain that stiffening up on the deposit 
structure would benefit us long term and never let ourselves get stuck in the 
‘cancellation’ situation the previous owners had been in.  (I think my ignorance 
was bliss in this situation.) Considering we had raised the rates substantially, 
I backed off after Tom’s reaction, and the first year, we asked for 25% down 
and balance 30 days in advance. That was a mistake. Some guests just didn’t 
pay the balance within the 30 days and just strolled in pleading ignorant. We 
still ended up getting one cancellation. It took only one year for me to learn. 
The following year we required 50% down and the balance 60 days in advance 
with a “No Cancellation Policy.” We also wrote in our contract that we needed 
a valid credit card on file in the case we didn’t receive their cash payment 
within 7 days, we had the authorization to bill their credit card automatically. 
That also applied to the balance payment if we didn’t receive the cash payment 
on time. We did not, however, charge for extra persons in our deposit policy, 
but equipment was included. It has worked for us with very little resistance. 
Some, but few.

We have had a few people inquire about our policy and ask what if something 
happens and they just cannot make it? We do have a cancellation policy - if 
we are able to re-rent the cabin we give them everything back less $100. If we 
cannot re-rent it then they are out that money, or we try to work with them to 
get another date that will work for their group.

We try to explain that we have such a short window of time here in this business 
that it is necessary to handle our policy this way. Sometimes we still lose that 
guest, but not very often.

We think that if someone is putting down 50% to come to a cabin, then they are 
going to make sure they are not losing out on that money they put down. Just 
as an example, I recently had a guest call me and say, “A friend recommended 
your resort highly, but I already have a reservation somewhere else so I’m 
going to get out of that one and book with you.” That’s fabulous for us, but not 
for the other resort. I feel fairly certain that had he had to put down a $600.00 
deposit then he wouldn’t have been so quick to change resorts.

We have rarely had guests back out at the last minute and I think that this 
policy is the factor that makes that happen for us.

We also offer an incentive to our repeat guests - if they rebook before they 

leave, we just ask for 25% down prior to them leaving, another 25% on the 
first of the year, and then the balance still due 60 days prior to arrival. This 
has definitely helped our repeat guests be able to rebook as it is not such a 
huge chunk of money to have to come up with after just getting done with 
vacation.

The paperwork is a little bit more with this process, but we now have a 
reservation tool that will allow us to email reminders out to guests so that 
helps a lot on the postage and paperwork end. We state in our reminder letters 
that if the deposit is not received by a certain date, then the reservation will be 
put back into the rental pool. In the time that I have been here (3 summers), we 
have not had that happen.

A benefit we hadn’t thought about but have appreciated is the cash flow. It 
came especially handy during the times when we’re doing construction, 
purchasing goods for the stores, etc. before the resort even opens. Once we’re 
open, all or most of the bills are paid, and we can take that part of the stress 
off of the plate.

Given that aggressive policy, we knew we had to be equally aggressive with 
providing clean and quality cabins, a warm and inviting atmosphere, quality 
equipment and programs. We have been diligently working to make Northern 
Lights Resort & Outfitting a luxury wilderness retreat where people are 
understanding of our policies and see the value. Every year we remodel or add 
something new so the guests can see that their money is being reinvested. We 
believe that is being accomplished as our revenue has increased over 450% 
since the first year we took over the resort in 2000. It tells us that people are 
willing to pay a fair price for something they want, and they understand our 
need to survive as a business and continue making the resort a better place 
every year.

Phone: 218.927.4114
Fax: 218.927.4645
Cell: 218.851.7275

216 Minnesota Ave N
Aitkin, MN 56431

Email: dan@pineagency.us
Auto • Home • Business

Life • Health

THERESA, BETH, (MAGGIE), DAN AND JUDY

WE DO MORE THAN INSURE YOUR RESORT, CALL US

ABOUT YOUR WORK COMP, HEALTH, LIFE,
DISABILITY AND MORE!

RESORTS - THAT’S OUR BUSINESS!
ASSOCIATE MEMBER OF THE CONGRESS OF MINNESOTA RESORTS.
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Welcome to Our New CMR Members:
Larry & Sue Jacobson, Hiawatha Beach Resort, Walker

Roy Winjum, Winjum’s Shady Acres Resort, Faribault

Joe Scharber & Ellen Scharber, Sleeping Fawn Resort, Park Rapids 

New Owners:
Steve & Jayne Routledge, Pine Terrace Resort, Crosslake

New Associate Members:
DAKA Docks & Lifts, Doug Drakenberg, Pine City

Dick Hill Advertising, Dick Hill, Edina 

The Purchase of Our Resorts
By Michael and Maureen O’Phelan,
 Cascade Lodge & Solbakken Resort

Hello, we are the O’Phelan family, and we became resorters just 
four years ago in May. After 21 years as a Mechanical Engineer for 
Michael, 10 years as an attorney for Maureen and 5 as a stay at home 
mom for Maureen, we decided that it was time for a big change in 
our careers. Although we had fantasized about owning a resort from 
time to time over the years, we had never really seriously considered 
it until 2003. In June of 2003, we made a firm decision to leave 
corporate life. We allowed ourselves a one year time frame to come 
up with a new career path. In short order we had pretty much decided 
that we would enjoy owning a small business. We also thought that 
we would enjoy doing this in our favorite part of the State - the North 
Shore of Lake Superior. Because we owned a small home in Two 
Harbors, we began looking for businesses that were near that area. A 
friend told us that Cascade Lodge might be coming up for sale so we 
contacted the owner to explore that possibility. To make a long story 
short, no other property or option was truly on the table after we had 
seen Cascade Lodge.

We were enchanted by the gorgeous creek, waterfalls, hiking, biking 
and ski trails all intersecting or easily accessible from the resort.  We 
also had no idea that there were 12 beautiful cabins tucked quietly 
behind the Main Lodge and Restaurant. How we had never seen this 
little gem after countless trips to the North Shore, still escapes us! We 
had a long negotiation process with the previous owners who held 
many of the same values and beliefs as we did, but nonetheless, it 
took nine full months to actually close the deal! We sold everything 
we owned to purchase the resort. Two homes, most of our possessions 
and, of course, we cashed out any bank accounts we could find. So 
we moved up North in our mid 40’s with four children, a dog, two 
vehicles and a lot of enthusiasm!

Our first year was completely overwhelming. We worked, and 

worked, and then we worked some more! We completely revamped 
our Restaurant with new menu items, we tackled a not so fun septic 
compliance project, and we even found time to fix a major issue 
with the Lodge which would typically see 1-3 inches of water in the 
basement after a refreshing rainfall - a common occurrence up here!  
We learned more in that year than we had learned in a long time!  But 
the real question for us was: “Was this a good move?” On the first 
morning the kids got on the bus to go to school, Michael had a funny 
revelation that completely answered that question. You see, one of 
our family traditions would be that Dad would stay home on the first 
day of school to see the kids off, and then head into work.  But on this 
day, after the bus left the Lodge, he made a profound statement, “Just 
think, I used to have to go to work after they caught the bus, now I am 
just going in to run Cascade.” We both realized in an instant that we 
had made the right decision because we both knew we were facing a 
typical 12 hour workday, but the fact that it did not seem like work 
was what really took hold in our hearts.

Operating a resort 365 days per year is a real challenge. In the winter, 
we operate as a Nordic ski area, an alpine lodge 
and a snowmobiling destination. In the summer, 
we offer family resorting with hiking, biking and 
backpacking trails right from our front door and 
fishing, canoeing and water sports nearby. We have 
the largest freshwater lake in the world to enjoy 
with breathtaking action and cool evenings - even 
in August! We love all the seasons but we almost 
always are hard at work with our slower times 
becoming remodeling times.  We have a great staff 
and also have our oldest son and daughter-in-law 
helping out. Two years ago we added to the resort by 
purchasing a second nearby resort called Solbakken 
Resort. Both are smaller, family owned resorts that 
are a dying breed on the North Shore and in the state 
in general. But we feel strongly that these are the 
sorts of establishments that need to be preserved for 
generations into the future to enjoy and treasure as 
much as we do! We truly are happy with our decision 
to purchase a resort and while not every day is easy, 
they are all rewarding and fulfilling.

Pictured, from left: Maureen, Shannon, Elizabeth, Sarah, Samuel, and Michael O’Phelan
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the Capitol and talked about their memorable moments at the lake.  They 
mentioned that they enjoy seeing us at the Capitol because we always 
bring a smile to everyone’s faces as we appear with our CMR “gear.” 

Then it was off to a House Commerce and Labor Committee hearing at 
4:00 pm.  The first item of business was an introduction of a bill, authored 
by Representative Frank Moe, requiring Explore Minnesota Tourism to 
study the impact private lake home rentals have on the lodging industry 
and develop recommendations for possible legislation for 2009. The 
bill was well received! We even took a break to take pictures with all 
the committee members, which does not happen at committee hearings 
very often. The legislators were just having too much fun with the CMR 
beach balls!

Congress of Minnesota Resorts
Day on the Hill
Feb. 26-27, 2008
By Mark Novotny, Hyde-A-Way Bay Resort

In a phrase, “We made a splash.” 

We boarded the bus in Brainerd and had a great ‘cracker barrel’ while 
traveling to St. Paul. After checking into our motel and having a quick 
bite to eat, we arrived at the Capitol. Wearing CMR sunglasses and 
carrying CMR beach balls, we went on a tour directed by the Historical 
Society.

Then we met to review our agenda for the remainder of the day and the 
next day.  We familiarized ourselves with the issues we would discuss 
with our senators and representatives.  Thanks to Dave Keller (acting 
as “Senator Killer”), Mark Novotny, and Cindy Pitt who put on a skit 
to show our first timers how to conduct a meeting with a senator or 
representative.

At 3:15 pm, John Edman and Colleen Tollefson gave us an update on 
Explore Minnesota Tourism.  According to John’s perspective, there 
would be some cutbacks due to a state budget deficit and also a hiring 
freeze in state government.

Then at 3:45 pm, we met with Speaker of the House Margaret Anderson 
Kelliher and House Majority Leader Tony Sertich.  Both welcomed us to 

2008 CMR Day on the Hill attendees: Su Ugstad, Jennifer Bateman, Sheila Blanford, Jim & Debbie Eickhorst, Joanne Fussy, Pat Addler, Cindy Pitt, Sam & Joan 
Bernick, Jim Ball, Steve Addler, Dana Pitt, Jack Frost, Jeanne Pingel, Governor Pawlenty, Joel Carlson CMR Lobbyist, Ed Fussy, Mark Novotny, John Edman EMT, 
Tim & Carolyn Aarsvold, Beth Novotny, Colleen Tollefson EMT,  Sue Paradeis, Not Pictured: Terry Duhn, Ed Becker, Dave and Mary Jane Keller

Beth Novotny and Carolyn Aarsvold getting in the spirit. Behind them, Terry 
Duhn our multi-tasking bus driver.
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LEGISLATION
The evening came fast and we all were ready to relax and have a meal.  
We ate some great food at a unique restaurant in downtown St. Paul. 
This gave us another opportunity to visit, laugh, share stories, and 
connect professionally with our fellow resorters.  

Wednesday started by getting on the bus at 7:45 am and making our way 
to the State Capitol Building.  We had appointments with 35 senators 
and representatives throughout the day.  The number of meetings is 
determined by the number of CMR members that participate in Day 
on the Hill.  The more resorters that we have, the more senators and 
representatives we can educate on our issues.  We had a total of 24 
attendees this year.

AND we had an added bonus this year. Governor Tim Pawlenty 
scheduled a meeting with us at 11:15am.  He talked about the state 
and, in particular, its fi nancial shortfalls and some proposals being 
considered to deal with the problem. He emphasized how tourism is 
a big part of our state’s economy and how resorts enable the family 
tradition of spending time at the lake to continue.  We spent time 
discussing information about our issues with Governor Pawlenty and 
took a group picture with him.

Later in the day we met with Senate Majority Leader Larry Pogemiller, 
Senate Minority Leader David Senjem, and House Minority Leader 
Marty Seifert. All these meetings were very productive.  Thanks to Joel 
Carlson and Tami Lafavor for all their help in putting together our 2008 
CMR Day on the Hill!

Legislative issues for resorts are determined by the CMR in December of 
every year, with member involvement and guidance from our lobbyist, 

Joel Carlson. The legislative committee welcomes ideas and input any 
time of the year. Once the legislative session begins, all CMR members 
are notifi ed of bill introductions that are relative to resorts, and are sent 
legislative updates via email and the CMR newsletter. It is important 
for you to read this information when it comes across your computer or 
desk. The legislature is a fast paced atmosphere, and issues can change 
quickly. It is important to stay current with what is going on, so that you 
can call your legislator and ask him or her to either support or oppose a 
bill. They want to hear from you!

When you come to Day on the Hill expect to help with the props.

Associate Member of the
Congress of Minnesota Resorts

We specialize in Docks for Resorts:
     • Truss-style Roll-in, Sectional, WideFive®, and Floating.
     • Cantilever and Vertical Lifts for Fishing Boats, Runabouts, 
 Ski Boats, Pontoons, and PWC’s.
     • Professional On-site Proposals and Custom Fabrication
 Available (Stairways, Steps, Ramps, etc.)

Ask us to send you a DAKA Resort Folder
that will contain our brochure, resort case studies,

a DAKA capabilities outline, and a worksheet to help explain 
your specifi c needs. It’s easier than you think!

Call 1-800-884 DAKA (3252)
E-mail: ddrakenberg@dakacorp.com
Website: www.dakadock.com

DAKA Docks & Lifts
955 Industrial St. NE
Pine City, MN. 55063





 

 

 

 

 

 

 

 

 


 

 

 

 

 

 

 




















ADMINISTRATION
CMR President
Dana Pitt
Bailey’s Resort
33216 County 38
Walker, MN 56484
218-547-1464
Dana@minnesota-resorts.com

CMR Vice President
Ed Fussy
Pimushe Resort
218-586-2094
fussys@mnresortvacation.com

Office Manager
Vicky Krattenmaker
21403 52nd Street NE
New London, MN 56273
888-761-4245
cmroffice@tds.net
cmr@minnesota-resorts.com

Secretary
Timberly Christiansen
Finn-N-Feather Resort
218-335-6598
finnfeather@hotmail.com

Treasurer
Tim Aarsvold
Geneva Beach Resort
320-763-3200
TJA@GenevaBeachResort.com

Past President:
Jennifer Bateman
Two Inlets Resort,
218-732-5434
vacation@twoinlets.com

EDUCATION
Jennifer Bateman - Chair
Two Inlets Resort
218-732-5434
vacation@twoinlets.com

Conferences & Workshops
Kim Bowen
Crow Wing Crest Lodge
218-652-3111
relax@crowwing.com

Timberly & Jason Christiansen
Finn-N-Feather Resort
218-335-6598
finnfeather@hotmail.com

Sheldon & Mary Schiebe
Knotty Pines Resort
651-258-4559
stay@knottypinesresort.com

Jason & Jody Ball
Cass Lake Lodge
218-209-6843
js8ball@hotmail.com

Debbie Eickhorst
Kohl’s Resort
218-243-2131
relax@kohlsresort.com 

MARKETING
Jim & Debbie Eickhorst
Kohl’s Resort
218-243-2131
relax@kohlsresort.com 

Su Ugstad
Balsam Bay Resort
218-566-2346
rsugstad@means.net

Ed Fussy
Pimushe Resort
218-586-2094
fussys@mnresortvacation.com 

Ed Becker
In-We-Go Resort
218-652-3536
vacation@inwegoresort.com

Tim Aarsvold - Website
Geneva Beach Resort
320-763-3200
TJA@GenevaBeachResort.com

Minnesota Resorter
Magazine
Sue Paradeis - Editor
Shing Wako Resort
218-765-3226 
vacation@shingwako.com

Linda Gronholz - Advertising
218-543-5245
lmgronholz@hotmail.com

Amanda Wheece - Design & Layout
763-878-2823
supermandee@yahoo.com

LEGISLATION
Mark Novotny - Chair
Hyde-A-Way Bay Resort
218-675-6683
hydeawaybay@tds.net

Ed Fussy
Pimushe Resort
218-586-2094
fussys@mnresortvacation.com 

Jason Christiansen
Finn-N-Feather Resort
218-335-6598
finnfeather@hotmail.com

Ed Becker
In-We-Go Resort
218-652-3536
vacation@inwegoresort.com

Tim Aarsvold
Geneva Beach Resort
320-763-3200
TJA@GenevaBeachResort.com

OTHER
CMR Lobbyist
Joel Carlson
Legal Research/Gov’t. Affairs
6 West Fifth Street, Suite 700
St. Paul, MN 55102
651-223-2868 • 651-223-2868
jdcresearch@aol.com

EMT Advisory Council Rep.
Tom Masloski
Weslake Resort
218-826-6523
weslake@prtel.com

U of M Tourism Center Advisory 
Board:
Tom Ossell
Northern Lights Resort & 
Outfitting
651-351-9666
tom@nlro.com 

Publicity
Sheila Niemeyer
Niemeyer’s Rugged River 
Resort
218-829-4587
relax@ruggedriverresort.com
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2007 CMR BOARD MEMBERS

Have a safe
and enjoyable

season!

heidiandharlan@orionresortsales.com

Twin Cities Office: 651-351-9666
Northern Minnesota Office: 218-875-2591

Future planning and exit strategy see  www.smartcabin.us
(an affiliate company)
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Defer         Taxes

& Recovery of Depreciation on the Sale of your 
Investment or Business Real Estate

CAPITAL 
GAINS

Buford Johnson or Diane Rook-Johnson

218-825-7353 or Toll Free 800-258-8033
������������������������������������

Secur i t ies  o f fered  through Paci f ic  West  Secur i t ies,  Inc.  Member  F INRA/SIPC

Earn potential 
income from 

your 1031 
replacement 
property and 

eliminate
property 

management
headaches.
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