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Hello, Fellow Resorters!
Congratulations to the
CMR scholarship winners.
I wish them well in their
next adventure. These
scholarships are one of
your member benefits
and are available to your
kids or grandkids.
The summer season has
arrived, and I hope your
business is in the swing
of it. If you’re like us,
we are hoping the phone
will ring and it’s not
President Ed Fussy
someone looking for a
Congress of Minnesota Resorts
deal. Statistics show it is
better to add value than to cut prices. History has shown that
once rates are cut it is hard to get them back up again. Take
the 9-11 experience, when the airlines and hotels cut their
prices to encourage people to fly and to come and stay in New
York. Look where they are now; still struggling to get their
rates back to where they were pre 9-11 and are fighting off
bankruptcy. The resort industry has to be careful not to create
that monster that expects the resort industry to slash their
prices. I know that we all need to do what we have to do to
keep the wolf off our door step. But keep in mind that most of
our rates are based on our overhead and making our business
float. We need to be careful that the media and associated
web links don’t “deal” us out of business.
Unfortunately, this past legislative session, the Health
Department was unable to get the legislation passed
regarding private lake home rentals. At the CMR’s Day on
the Hill, we supported this legislation. The CMR was hoping
to level the playing field by having people renting out their
lake homes for nightly or weekly stays to be subjected to the
same standards as resorts. The next strategy is: if you know
of anyone in your area renting out their lake home for short
stays, you need to contact your local Health Department and

Planning and Zoning Committee. The Health Department will
investigate complaints, but they will not actively go looking
for them. One of the objectives is to find out if there are any
problems with zoning or fire and safety issues, and a health
department inspection will start the process of gathering that
information.
In the near future, you will be receiving your membership
renewal in the mail. I hope that you will continue to be a
member of the CMR. We need a strong membership if we
are to be productive. If you are not a member, you too will
be receiving a letter in the mail. Please don’t group it with
your junk mail and “file” it in the garbage; consider joining
this year. Besides having the scholarships, the CMR works
hard on your behalf on different legislative issues and tries
to keep a look out for any issues that can adversely affect
the resort business. The CMR also has a website which will
include a listing of your resort and that can be linked to your
personal website. We have School of Resorting classes, a
Spring Workshop and a Fall Conference. All of these provide
you with a variety of useful information. It’s not too early to
mark your calendars for the Fall Conference. It will be held
this year at Cragun’s in Brainerd. This is always a good way,
after a hectic season, to relax and laugh, all the while gaining
information from other resorters. Find more details in this
issue. Personally, the Fall Conference alone is worth the dues
I pay!
We are always looking for dedicated people to serve on the
board. This is a great way to see how the CMR really works
while getting to know some of your fellow resorters, and as
an added bonus, you get to see other resorts when you attend
the board meetings. If you would like to serve on the board,
contact one of the current board members.
Also coming up this fall is the Resort Tours. Resorts open
their doors, so to speak, for you to come in and take a look
around. It is always interesting to see how someone else does
things. There will be more information coming once plans
have been finalized.
Here’s hoping you are having a prosperous season!

Plan on attending the
2010 CMR Fall Conference
The 2010 CMR Fall Conference has been set for October
31 and November 1 & 2 at Cragun’s in Nisswa.

Mark your calendar, and plan to attend this fall.
You’ll have a great time!
See Page 11 for details.
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Are You Making Use of the Five Senses?

By Jane Reish, Jolly Fisherman Resort, CMR Past President
Reprinted from the Congressional Log, President’s Page, May 1991
Note from the editor: It is our pleasure to occasionally reprint articles from
the original CMR publication, Congressional Log. The Log presents an
essential aspect of resorting which is always customer service.

ecently, I’ve read two articles that have caught my attention. The first
one was in a restaurant magazine and had to do with the importance of first
impressions. The writer did a good job of illustrating how a lot of small,
separate and sometimes unconscious sights or events add up to that all
important first impression. He made a good case for “playing customer” in
your own business, on a regular basis, to stay in touch with what a customer
experiences. Not a new idea, but one that we need to remind ourselves to
do, especially as we ready our resorts for the upcoming season.
So, I was thinking along those lines when I read something about Walt
Disney (in a second article) that really fired my imagination.
Disney had a question he posed about every marketing move. “How can we
engage the five senses?”
This quotation was from an article concerning the marketing of duct tape (!),
but to me, it begged to be put in the context of resorting. Putting a healthy
respect for Walt Disney aside, this made a lot of sense to me personally as
a resorter. I want to accomplish this with our guests and I believe it will
enhance their vacation and thus our business.

When checking your guest in, a relatively quiet place to do this is
nice. This may seem obvious, but we used to do this in a sometimes
noisy lodge where the customer’s voice competed with the juke
box or video games.
The numerous birds, but especially loons, lend that special SOUND
to the north woods that our guests enjoy all the time. The crashing
waves on rock (along the north shore) and the crackling of a fire are
two more sounds that make a special- and lasting-impression.

Offering refreshments upon a guests arrival is a nice gesture, but
difficult to manage.
Easier for everyone is a pitcher of iced tea or cold water in their
cabin fridge. Homemade cookies in the welcome basket are a nice
touch, and packets of hot chocolate in cool weather. Later on, with a
little luck-fresh fish from the lake. We can always encourage finding
and tasting wild berries and morel mushrooms in season. Engage
those taste buds, remembering that stomach to heart connection!
Now you’ve not only made a good first impression with a new
customer (or renewed one with a regular) but you’ve also increased
your chances of making and keeping a long term customers. Why?
Because you’ve made sure that guest had a full range of experiences
with all FIVE SENSES. I’ll bet they are hooked!

Call now for a FREE
market evaluation

Call now for a FREE
market evaluation

Following is the result of asking “How can we engage our customers five
senses at our resort?” and applying it to first impressions.

connecting

SAAK
Picture your DENNIS
guests
driving into your resort. Did they pass a fresh, good
218-652-2800
looking sign?ddsaak@eot.com
As they pull up and get outand
of their car, tired and stiff from
a long drive, do they subconsciously
notice
the clean, freshly painted
with
and well-groomed appearance of cabins, office or lodge? Flowers and
forand
over
40 years.
ornamental shrubs add a lot of color
interest.
If your place looks bright
and attractive, guests start to relax. What they’ve seen is reassuring.

buyers sellers
results

JANE REISH

DENNIS SAAK
218-652-2800
ddsaak@eot.com

connecting

buyers and sellers
with results
for over 40 years.

JANE REISH

218-732-4785
jronblue@eot.com

Step out of the car, take a lungful of that fresh air, SMELL the pine trees!
Wow, this is what the north woods is all about. Be sure that feeling lasts
when they walk into their cabin. No matter how clean a cabin is, you lose
it completely with a guest if it smells musty or stale.
ROY LARSON

218-732-4785
jronblue@eot.com

ROY LARSON

218-770-1176
This one is ardlars@prtel.com
little
harder. Be sure to greet your guests with a firm, warm
handshake. After that, a few things come to mind. The warmth of knotty
pine often draws a persons hand, as does a fine piece of furniture with a
satin patina. Sometimes a large or unusual rock. Eventually, your guest
may be sitting on the beach and grab a handful of sand, allowing it to sift
through his fingers.

218-770-1176
rdlars@prtel.com

UGSTAD us physically and psychologically with our
TOUCHING SU
connects
218-259-5701
rsugstad@means.net
surroundings, so look for ways to draw a customer’s touch.

SU UGSTAD

the resort sales experts.
Note: 4 Photos do not ﬁt in
normal 1/4 page ad.

218-259-5701
rsugstad@means.net

the resort sales experts.

Proof 1 - Roger Miller (Would need editor approval)
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2010 Congress of Minnesota Resorts Scholarship Award Winners
Congratulations to the 2010 CMR
Scholarship Winners!
The Congress of Minnesota Resorts (CMR) was established
in 1984, with our theme of “Resorters Helping Resorters.”
One of our goals is to provide scholastic achievement
within the resorting community. Scholarship moneys
became available from the previously pledged $1000 to the
Minnesota Office of Tourism Endowed Chair, and in March
of 1996, the CMR Scholarship Program was set in motion.
With the addition of the Carol Kirchner Memorial Scholarship
in 1999, three $500 scholarships are awarded each year. The
scholarships are to be used for tuition and/or related fees by
providing assistance to students in pursuit of their academic
or vocational advancement.
Every year we have top quality applicants, all worthy of the
awards. This year was no exception. The CMR Scholarship
Committee and Board wish to extend our congratulations to
the following recipients of 2010 Scholarship winners.

CMR Scholarships:
Jason Triska, son of Mike & Jackie Triska,
Voyageur Cove Resort, Cook
Dan Frost, son of Jack & Sherry Frost,
Joe’s Lodge, Bemidji

Carol Kirchner Memorial Scholarship:
Kaitlyn Steffen, daughter of Dave & Cammie Steffen,
Isle O’Dreams Lodge, Park Rapids

We would like to wish
you all the best in your
advanced educational pursuits.

My family has owned and operated Voyageur Cove
Resort on Lake Vermilion for twenty years. For as long
as I can remember, I have helped at the resort. I feel
blessed to have grown up in the business of “serving”
people. Therefore, I have learned to be hospitable.
I believe that hospitality is made up of virtuous
traits like honesty, friendliness, respectfulness,
trustworthiness, and cheerfulness. Serving others
has helped me to become a better individual.
Conversing with virtual strangers, remembering
names and faces of guests from year to year, and
forming friendships with people from all walks
of life have proven to be great advantages. Being
“a jack of all trades and a master of none” is
another wonderful trait that I have acquired.
Many times I have had to make do with what
I have on hand in order to accommodate
people’s needs and wants. Things break
unexpectedly-especially the rental boats.
Situations like this have led me to my career
path. I desire to go to Alexandria Technical
College for Marine and Small Engines. As
I get older, I realize that working with my
family on a resort has given me the tools to
become successful in life.

The question they had to answer was,
“How has living and working at your
family’s resort shaped your present
character and your future plan?”
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Growing up on my family’s resort has been the most
influential aspect in shaping who I am today. The
resort life isn’t just a work place, it’s home. It feels
so comfortable seeing all of the guests walking
around the resort in the summer. Many of them
come here year after year, and it almost feels
like they’re family. I’ve learned many valuable
skills living at Joe’s Lodge that will benefit me
greatly with whatever career choice I pursue
after college. I am a people person. This was
developed at the resort through helping
customers with whatever they needed, whether
it be getting them bait, welcoming them, or
answering questions. Living and working at
the resort has taught me to have a good work
ethic. I’ve learned the importance of doing
whatever job it takes to make the resort
look good and run smoothly. I wouldn’t
trade my lifestyle for anything because I
feel so lucky to have lived and worked in
a business that has helped me grow as a
person while letting me meet new people
every week.

Living and working at a resort has changed my life in
a variety of different ways. One way it has changed
me is that I am able to connect with a variety of
people who have different views, backgrounds, and
upbringings. During our season, I am constantly
surrounded by people from all around the world.
It is fun to interact with people different than you
and learn from them. It definitely prepared me
when I entered college where diversity is much
more prevalent than in my small high school. I
have also learned the value of professionalism,
organization, and being customer focused.
Growing up on a resort has also played a huge
part in shaping my future plans. Right now
I am going for my accounting degree and
hope to run my own resort or restaurant one
day. I know the hardships and struggles in
running a business because I grew up on
one, but for me it is overcome with the
joy of the job. I love helping people and
making them happy, and on our family’s
resort, that’s the feeling that I have
become addicted to. I hope to one day
share that with my family as well.

www.minnesota-resorts.com
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EDUCATION
Perceptions of Minnesota Resorts Probed in
University of Minnesota Study
Interview with Kent Gustafson,
University of Minnesota Tourism Center, May 24, 2010

Q. What are the major barriers for taking a Minnesota resort
vacation?
A. As you might expect, they are varied, but lack of time and money as
well as the variability of Minnesota weather are major concerns. Again,
the view of Minnesota resorts requiring major advance booking time is
seen as an impediment.

Q: What is this research all about?
A: In December 2009, the University of Minnesota Tourism Center
conducted four focus groups related to how people make vacation Q. What did study participants think the future of Minnesota
decisions. Questions related to their perceptions of Minnesota resorts resorts will be?
A. Most focus group participants believe resorts will continue to be part
were also asked.
of the lodging and vacation choices for vacationers. However, most
thought that resorts will continue to grow larger, need to offer more
Q: Who asked the Tourism Center to conduct the research?
amenities, and need to become more environmentally sustainable.
A: Explore Minnesota Tourism brought several resort owners/managers
together for a discussion of the current status of Minnesota resorts,
information needs, and steps that could be taken to assist the resort Q. Does the study offer any recommendations to Minnesota
industry develop a clearer picture of the changing market. Several resorts?
information gathering strategies were discussed, with focus groups being A. The study offers several suggestions that the Minnesota resort industry
one. The Tourism Center committed to developing and conducting may want to research further. For example, the industry may want to
the focus groups with input on questions provided by resort owners/ consider ways in which information about resorts, their locations, and
managers.
availability is communicated to the public. The industry may need to
complete further niche marketing research to help supplement current
markets. It may also want to consider ways in which it can enhance the
Q. How was the study conducted?
A. A total of four focus groups were conducted. Two of the groups had natural and environmental amenities of resort properties. Finally, the
previous experience staying at a Minnesota resort and two groups did Minnesota resort industry may want to consider ways in which resorts
not. All of the participants were residents of the Twin Cities metropolitan can further collaborate to maintain market share within the increasingly
area and had a wide variety of travel experiences, both foreign and global travel industry.
domestic. The participants included both men and women, a range of
age as well as vacation interests. The participants were screened by an
independent marketing company based upon criteria developed by the
Tourism Center.
Q: Where there any surprises in terms of how people make vacation
decisions?
A: Not really. All groups utilize a variety of online research and vacation
booking tools in addition to traditional travel information outlets. In
addition, price and packaging deals are increasingly important factors.
Children and other family members are involved in the vacation discussion
and decision making process, but the extent of their involvement varies.
Q: Did study participants have criteria for the lodging they chose
while on vacation?
A: Yes. Many mentioned broad criteria like safety and security, reliability,
cleanliness, and in-room appliances. Certainly, price and location are
important as well as access to other activities. People traveling with
children really appreciate swimming pools and free breakfasts!
Q. How does an individual’s perception of a Minnesota resort
influence their decision?
A. All groups had similar perceptions of what a “Minnesota resort” is, but
those with previous resort experience are more concerned about resorts
maintaining a sense of “nature” while those without resort experience
are more concerned about resort “amenities.” Also, children of families
that have a history of vacationing at Minnesota resorts tend to request a
resort stay for the current vacation. All groups had the perception that
Minnesota resorts need to be booked much further in advance (6-12
months) than other lodging choices.
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EDUCATION
Using and Shopping for a Wood Burner

By Anne Mullen, Mullen Insurance Agency (mulleninsagency.com)
As people are looking for other alternatives for heating, wood burners
seem to be making a comeback. While they do save fuel and add charm,
they are the largest source of heating related fires in the U.S. today.
The Consumer Product Safety Commission says that solid fuel burning
appliances cause 5 to 10 percent of all residential home fires.
Some of the major causes are:
• Walls, ceilings, floors and furniture being too close to the unit
• Not having chimneys cleaned property allowing creosote to build up
• Chimneys not being installed correctly or maintained properly
• More than one appliance or heater vented into a single flue which can
cause increased creosote accumulation, deterioration of the flue, or
blocking of a lower heater vent by creosote.
• Using a natural gas or fuel oil vent, well casing, stovepipe or other
material as a chimney.
Basic Precautions to follow when using a wood burning unit:
• Study the instruction manual that comes with the appliance; know the
requirements for clearances, maintenance, etc. If you don’t have a
manual, contact the manufacturer and try to get a manual.
• Be sure the unit is tested and approved by a national recognized
testing laboratory.
• Never use flammables or combustibles, such as kerosene, gasoline or
lighter fluid to start a fire.
• Never burn plastics, garbage or wood treated with preservatives in the
unit. These materials can cause corrosion, or produce toxic gasses.
• Keep children away from the unit.
• Keep a metal container close by for putting ashes in when cleaning
the unit. Place the container on a concrete or noncombustible surface.
Never put ashes in a paper bag or cardboard box, there may be hot
ember that could start a fire.
• Make sure that if you place carbon monoxide and smoke detectors in
your home that you follow manufacturer recommendations, and that
they are UL listed.
• Place a fire extinguisher in the same room as the wood burning unit,
and it should be UL listed with a minimum rating of 2A-10B:C.
Don’t forget to check the extinguisher regularly!
Wood burning unit maintenance suggestions:
Solid fuel units require more maintenance than other types of heating
units, and regular maintenance is essential to their efficiency and safe
operation. Professional maintenance is recommended at least annually,
but there are some areas you can review yourself on a regular basis.
• Check the joints or welds in the unit for cracks or breaks. Discontinue
using the unit if you find any cracks or breaks, and have a professional
make the repairs.
• If the liner appears to be wearing out, discontinue using it and have it
replaced immediately.
• Be sure that the joints on the stovepipe are securely fastened together
with screws.
Chimney Maintenance:
• All chimneys, metal or masonry require special care so smoke and
flue gases are properly vented. Have the chimney inspected before
each heating season, and you should also have it cleaned regularly
to reduce creosote. A rule of thumb is to clean a chimney whenever

there is more than 1/8 inch to 1/4 inch of creosote.
• Masonry chimneys should have a flue liner to help reduce the
possibility of the masonry absorbing the creosote. If the liner is
cracked or damaged, it may allow creosote to accumulate and heat to
escape, increasing your change of a chimney fire.
• Before relining the chimney, make sure the relining product has been
tested and listed by a nationally recognized testing laboratory and
that the contractor has been trained in the process and is experienced
with the product. You should also make sure that the local authorities
accept the liner you choose.

Outdoor furnaces:Another option we are seeing more of these days
are the outdoor furnaces, which are installed away from your building
or dwelling and use boilers to heat water that can be funneled into one
or more buildings for heat.
What are the advantages of an outdoor furnace?
The outdoor wood furnace removes fire hazards from your home or
building because all of the burning takes place outside. An outdoor
wood furnace won’t affect your indoor air quality and can alleviate
respiratory and allergy problems caused by indoor wood burning.
Current owners of outdoor furnaces are using up to 25% to 70%
less wood compared to other heating alternatives. Since outdoor
wood furnaces can burn larger pieces of wood they can dramatically
reduce the time you spend preparing wood. Thermostatic control
provides your home with even, steady heat. Another benefit is that
insurance companies don’t surcharge you as long as the unit is the
recommended distance from the home, usually 50 to 75 feet away.
Is wood burning bad for the environment?
A wood heating system is the right choice for the increasing number
of consumers who are concerned about our environment. Wood is
a totally renewable resource. On the other hand, fossil fuels, when
burned, release carbon dioxide which otherwise would stay trapped
in the earth. In addition, harvesting firewood has a pruning effect on
forests, which allows new growth to flourish. The wood you burn
likely comes from your local area -- it’s not imported and not subject
to price increases due to events outside your control, as is the case
with oil.What to look for when considering an outdoor furnace?An
article I read had many suggestions but here are a few of them:*Look
for a furnace with a well insulated furnace door. Poor insulation will
cause heat loss.*It is recommended the furnace door gaskets are cast
mild steel, covered with a fireproof rope. Leaky door gaskets can
cause runaway fires.*A furnace with legs versus skirting. Furnaces
with legs will save you time and money as they don’t require
concrete slabs and are insulated.*Rust Control - Look for a well
designed stove made of 304 stainless steel.*The size of the water
storage is a major consideration in furnaces without forced air draft.
More fluid takes longer to heat, but will last longer which means
less wood burned.* If you are looking at a system with an auger
for ashes, consider that they clog up when the ashes get damp and
freeze up. *Regarding warranties - Don’t get caught not knowing
what is and what is not covered. Look for a warranty that covers
rust and corrosion for at least 20 years.*Beware of an outdoor wood
furnace that doesn’t come with a fully insulated housing, as your
wood consumption could double due to heat loss generated from an
un-insulated unit. A fully insulated furnace drastically reduces heat
loss and also accidental burns.

www.minnesota-resorts.com
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CMR 2010 Spring Workshop Recap
By Pat Addler, Cedar Rapids Lodge

Our cracker-barrels always bring the most positive comments from
the workshop attendees. We throw out a question and it always gets
answered by someone who encountered the same problem at some time
Our
most
recent in the life of their resort. These informal chat sessions are so popular
Congress of Minnesota that we should probably figure out a way to have an entire conference
Resorts Workshop was of “cracker-barrels!”
held on Tuesday, March
30, at Timberlake Lodge
in Grand Rapids. The
workshop was attended
by more than 56 eager
resorters and “wanna
be” resorters who left
at the end of the day
with some great ideas
for the 2010 season.

The day started with
registration and a social
time, always a fun time
to see everyone after
the long winter and re-connect with old friends. Our president, Ed
Fussy, welcomed everyone and introductions went around the room.
Mary Schmidt started the day off on a humorous note with her rendition
of resorting days of old, including the clothing worn and activities
played.
Our next presentation was entitled “Success Comes in Many Different
Resorts.” A panel of “seasoned” resort owners, shared their resort
stories and the way they have become successful with their resorts. The
owners did a wonderful job of giving us the confidence to do your own
thing and make your resort what you want it to be. The panel included
about 75 years of combined experience among just three resorts. They
all had so many ideas to share and we all took notes....you can’t buy
this kind of help!

The workshop ended with the door prize drawing for a treated timber
bench....won by Dana Pitt from Bailey’s Resort! Funny thing....Dana
made the same bench for the silent auction last fall… Steve Addler won
the bid for it and made one for the door prize for this spring workshop...
what goes around comes around! Resorters “teaching” Resorters!

If you are not attending these spring workshops and fall conferences,
We enjoyed a wonderful lunch provided by Timberlake Lodge and sat you need to figure out a way to get there. The cost is minimal and
with old and new friends. The ideas shared over the delicious food the wealth of information will make you a better resort owner! Hope
everyone has a great 2010 season! We hope to see you all at the Fall
were priceless.
Conference at Cragun’s on Oct 31 and Nov 1 & 2, 2010!
The afternoon session included
presentations on water treatment
systems, lake water quality and a
legislative update. We also enjoyed
a second panel of resorters who
shared building ideas and projects
from each of their resorts. So
much was learned and new ideas
discovered on building cabins,
buying manufactured homes, what
size cabin is the best size to build,
and the list goes on. Some of the
best presentations at our workshops
have always included hearing
from our fellow resorters. Our
organization has always been one to
share our ideas with each other and
not compete with one another.
“Seasoned” resort owners Mary Jane and David Keller, Brookside Resort and Lynn and Bob Scharenbroich, Black Pine
Beach Resort and Dave Thompson, Fisherman’s Village Resort
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2010 Congress of Minnesota
Resorts Fall Conference
The 2010 CMR Fall Conference has been set for
October 31 and November 1 & 2 at Cragun’s in
Nisswa. Over the summer, we will be setting
the agenda and we are looking forward to
wonderful, informative and exciting speakers and
presentations. The fall conference gives you a
chance to meet with your fellow resorters and talk
about business, trends, and resorting in general.
Networking is key in our industry, and we rarely
hear from anyone that doesn’t take home positive
ideas from the conference.

Mark your calendar,
and plan to attend this fall.
You won’t regret it!

Sunday
October

31

Fall
CMR ence
er
Conf

Monday
November
Fall
CMR ence
er
Conf

1

Tuesday
November

2

Fall
CMR ence
er
Conf

Dock Improvement Idea

By Dave Thompson, Fisherman’s Village Resort
In 2004, I bought a new dock system. My goal was to replace the old
system with one easier to install and take out and provide a top quality
docking system for our resort.
One of the issues I always had with the old docks was boats rubbing on
the dock. As most all resorts did or do, I used old tires and hung them
on the dock poles. This proved to be a great mosquito nesting area, and
in the fall, the muskrats made nests in them, too. They were heavy and
an eyesore.

bottom to allow the sleeve to be slid down the pole and surround the
dock bracket. Make the slots accommodate whatever dock hardware
you need to cover up.
These have been on my dock for the sixth season now, and only one boat
driver has hit one hard enough to break one. I think he drives demolition
derby when he is not fishing. So they seem to be very durable and have
none of the downsides of old tires.

When I bought my new dock, I tried to figure out what would keep
the boats from getting scratched on the dock posts and would not have
any of the disadvantages of using old tires. I designed some plastic
sleeves made from 4 inch Schedule 40 PVC pipe. You can make these
quite easily, and they are relatively inexpensive. Relatively is somewhat
subjective depending on how many poles you need to cover. My dock
poles are 5 feet long, so I purchased 10-foot lengths of 4 inch PVC to
get two sleeves out of each one. The 10-foot lengths cost about $10.
Then I glued a PVC cap on one end. The caps are the most expensive,
about $5 each, when I purchased mine. I then cut a slot up from the

www.minnesota-resorts.com
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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.

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

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

Stay informed on legislative issues that affect
our industry.

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.
PLUS- Vendor Discounts to CMR Members • Educational Scholarships • “Resorters of the Year” Award • And Much More!
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Resorters Helping Resorters - Since 1985
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.

Day on the Hill 2010

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 encourage you to get on the
bus next year and meet your
state legislators; we need them
to know we do exist, as the
press keeps telling them we
are disappearing. Come along
and show them we are here to
stay.”
Tim Aarsvold
Geneva Beach Resort

JOIN THE CMR - YOUR MEMBERSHIP COUNTS

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!

Resort Name

Lake

Owner/Manager

Years in resorting

Address
City

State

Zip

Township

County

Phone

No. of rental units

Resort E-mail Address

No. of bedrooms

Resort Website Address

Membership investment is only $15.60 per bedroom (Min. $156.00 for 10 bedrooms or fewer, max.
$826.80 for 53 bedrooms or more.) Membership rates good through Aug. 31, 2011.
Associate Memberships - Dues $156.00 For vendors and for those with an interest in resorting but not owning a resort.
Amount of check enclosed

Please Circle..........................New............................Renewal
Send to:

Congress of Minnesota Resorts
21403 52nd Street NE
New London, MN 56273

Questions regarding Membership?
Contact Vicky at CMR@Minnesota-Resorts.com or 888-761-4245

www.minnesota-resorts.com
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MARKETING
Attracting Birders to Your Resort

By Judd Brink, MN Backyard Birds (mnbackyardbirds.com)

A Scarlet Tanager

Minnesota is a migration highway for many bird species and the birders
who follow them. Of the four major flyways or migration routes,
Minnesota is home to the properly named Mississippi flyway. The
others are the Pacific, Central and Atlantic. Birds use these routes
to aid their migration by following natural landmarks, such as rivers.
The photoperiod, or the amount of daylight, is what triggers millions
of birds to move each spring and fall. During the spring migration,
the photoperiod increases in the north and decreases in the south. The
birds respond to this shift of longer amounts of daylight. Other factors
that influence or impact the migration are weather, food availability
and habitat. There are also many dangers and obstacles that they must
navigate through before arriving.
Most of Minnesota’s songbirds that migrate here to breed or continue
their journey northward are called neotropical migrants. This large
group of birds winter in Central and South America and breed in North
America. The first Minnesota migrant to arrive is the horned lark,
which arrives in southern Minnesota late winter. The spring migration
lasts much longer than the fall migration, usually starting in March and
continuing through early August. The fall migration starts as early as
August and ends in November. The spring migration starts with geese,
swans and ducks followed by raptors such as hawks, eagles and falcons.
The peak migration for the songbirds and other neotropical species is
the month of May.
As the birds migrate, so do the thousands of bird watchers from across
the country that follow their progress at favorite birding locations to
enjoy their arrivals. One can experience this seasonal phenomenon by
attending birding festivals that highlight the migration of birds from
Texas to Minnesota. The Detroit Lakes Birding Festival, which is
usually held the third weekend in May, is the longest running festival
in the state. It can be a wonderful opportunity to witness the migration
and to learn more about birds. The best fall location is Hawk Ridge in
Duluth, Minnesota. One can see thousands of raptors in a single day as
they avoid flying over Lake Superior.

In Minnesota, there are more birdwatchers than hunters and fishermen
combined! Having a professional guide who knows the area and birds
can make a guiding package much more effective and attractive for
your guest. The benefits that separate a bird guiding package from the
others is that birding is for everyone regardless of age or ability; there
are no licenses or other restrictions. A guiding package is great for
simple backyard birders as well as serious birders and photographers.
The best time to offer a birding package with a local guide would be
during the peak months of the spring and fall migration, which also
coincides with the resort shoulder or slower times of the year.
MN Backyard Birds works with several resorts and Bed & Breakfasts in
the Brainerd Lakes area to help them attract new guests who enjoy this
activity. Here is an example of what a bird guiding package could look
like for your resort. A guiding package usually includes a two night stay,
meals, program with naturalist or guide and guided bird watching tour. If
your resort does not offer a designated walking or nature trail, there are
several great locations in the Brainerd area or in surrounding locations.
Depending on the resort size and room availability a one night package
works nice, but I think most require a two night minimum. The program
provided by the guide or naturalist usually occurs during the evening
and features a slideshow of the possible birds found in a general area
or specific location such as the Pillsbury State Forest. The guide also
spends time with guests to show them how to use binoculars and field
guides and to answer any questions that they may have. The bird tour
starts the next morning at 8:00 am or earlier and about 2-4 hours is spent
visiting several locations. Many resorts that have a dining facility offer
some kind of birders breakfast as part of the guiding package. This
is a good time to review the bird checklist and answer any questions
about birds or bird identification. This time together could also lead to
repeat customers for a fall trip or next spring because one birder always
knows another. When I lead tours, I prefer smaller groups of five to
seven people, but no more than ten works the best. The price for a bird
guiding package depends on the resort and what they offer. It can range
from $150-$300.
You can have the best package available with an attractive price, but
if you don’t market that information to your customers correctly you
could be disappointed in the results. With all of the new social media
that is available and free to use, such as Facebook and Twitter, plus
your own resort webpage, you can create a very effective marketing
plan. The Minnesota Office of Tourism and their webpage, Explore
Minnesota, allows you to list your bird guiding packages for free.
Potential customers who use this site can search for specific activities
such as bird watching. This is a great opportunity to advertise to the
growing market and interest level and can create the advantage of
attracting and retaining guests from year to year. When you can add or
increase a new service or amenity for free, your resort becomes more
attractive as their birding destination. How many potential customers
are passing over your site in finding one that does offer birding tours?
About 80% of the reservations or bookings are made online from home
or by using a phone with internet. So within seconds and several clicks
one may choose a bird guiding package and this can be the deciding
factor. Many countries like Costa Rica are taking full advantage of
ecotourism, and many hotels and B&Bs have been built just to support
the demand for bird watching and guided tours.

How does the bird migration increase occupancy rates during the
slowest times of the year? A bird guiding package offered for your
guests is very similar to a golf or fish guiding package. Bird watching Consider bird guiding packages as an additional marketing tool. Happy
and bird feeding is the second largest recreational activity in the country. Birding!
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CHERRY DUMP SALAD
1 can sweetened condensed milk
1 can cherry pie filling
1 can crushed pineapple, drained
1 container Cool Whip
Mix all ingredients together and let
chill for 2 hours before serving.

By Pat Addler
Cedar Rapids Lodge
BUFFALO CHICKEN DIP
3 boneless skinless chicken breasts
1 jar Marzetti’s blue cheese or ranch dressing
1/4 cup mild buffalo wing sauce
1 8oz. pkg. cream cheese, softened
Tabasco sauce, optional
Boil chicken until tender, let cool. Shred or chop fine. Mix together
the dressing and buffalo sauce; add tabasco if desired. Spread
cream cheese in a 9 x 13 pan. Mix chicken into dressing mixture,
then pour mixture over cream cheese evenly. Bake at 350* for 20
minutes. Let cool and serve with chips or crackers.

CELEBRATING 60 YEARS OF SERVICE
to the MN Resort & Campground Industry
We have Buyers for your Resort / Campground. Contact
one of our experienced and professional sales associates
to determine your value today. We have three offices to
serve you. AND, be sure to visit our NEW WEBSITE.

WWW.REALTYSALES.NET
Bemidji

Cass Lake

Iron Range

Brian Solum
Owner / Broker
218.751.1177
brian@realtysales.net

Al Ruzek
Sales Associate
218.335.2480
al@realtysales.net

Mike McLafferty
Sales Associate
218.254.2810
mike@realtysales.net

Since 1950
“Better Selling Through Better Service”

CALICO BEAN BAKE
1/2 lb ground beef
1/2 lb bacon
1/2 cup catsup
3/4 cup brown sugar
2 tsp. vinegar
1 # can butter beans
2 cans pork & beans
1 # can kidney beans
1 cup chopped onions
1 tsp salt
1 tsp mustard
Brown hamburger, onion & bacon. Add remaining ingredients.
Bake 1 hour at 350*.
SLOPPY JOES
2 lbs ground beef
1 can corned beef
1 small onion, chopped
1 green pepper, chopped
4 T brown sugar
1 1/2 cup ketchup
4 T mustard
2 T vinegar
salt & pepper to taste
Brown ground beef with onion and peppers. Add corned beef and
remaining ingredients. Stir and simmer. Put in crock-pot on low to
serve. Recipe freezes well.
BETTER THAN “ANYTHING” CAKE
1 baked 9 x 13 chocolate cake
1 can sweetened condensed milk
1 cup caramel ice cream topping
1 8 oz carton Cool Whip
2 Heath Bars, chopped
Poke holes in baked cake with end of wooden spoon. Pour sweetened
condensed milk
into the holes, then
pour the caramel
sauce over that.
Frost with the cool
whip and crumble
the candy bar on
top. Refrigerate &
serve!

www.minnesota-resorts.com
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MARKETING
What’s Your Tiebreaker?

Creating a Clear Reason to Choose You
Instead of Your Competition
By Joe Calloway (JoeCalloway.com)

Reprinted with permission from Joe Calloway, author of Becoming A
Category of One

You have to
give potential
customers a reason
to say “Okay. That’s
the difference.
That makes my
decision.”

Right now there are potential
customers for your business
trying to decide whether or not
to choose you. Unfortunately,
most of them can’t see much
difference between you and your
competition. You’ve all got good
quality products or services.
You all seem to have competent,
helpful people. It all pretty much
just looks the same. That leaves
one factor to drive the decision:
price.

Welcome to our New
Associate Members!
Rollie & Kathy Nevins,
Clear Lake, SD

Welcome!

differentiator.
Be the easiest to do business with: Become the no hassle choice.

This has been listed as the number one factor with business to business
customers, and it has equal importance with retail consumers. Look at
every aspect of how you interface with customers and correct anything
that might make you the least bit difficult to do business with. Are your
invoices clear and easily understood? Is your web site easy to navigate?
Do you empower employees to say “yes” to customers without always
Welcome to the commodity trap. It’s a place in which lowest price having to get approval from a manager? Be easy and win business.
almost always wins because customers don’t see any other difference.
It’s not a place where most companies want to compete. To escape the Let the customer choose: Offer more selection and customization.
commodity trap, you have to answer the toughest question in business:
Today’s customers want exactly what they want, exactly how they want
it. Whether it’s the music mix on their iPod or their no fat, no whip,
Why should I choose you?
double shot, extra hot latte with a shot of vanilla at the coffee shop,
From banking services and insurance products to fast food restaurants everyone wants it their way. Let the customers decide. Give them what
and medical clinics, today’s buyers just don’t see much difference in they want, not what you want to give them.
their choices. Unless you want to compete on price, you have to clearly
differentiate from your competition. You have to have a tiebreaker. Demonstrate value: Competitive
You have to give potential customers a reason to say “Okay. That’s price and clear value.
Do you
the difference. That makes my decision.” The good news is that you
empower
You don’t have to have the
probably have one or more tiebreakers right now, you’ve just not
lowest price, but you do have
employees to say
developed them as such.
to demonstrate that you’re a
“yes” to customers
Tiebreakers usually aren’t anything particularly unusual or exotic, but great deal. That’s the essence of
more often the mastery of a basic customer’s expectation. The best way value. Never take for granted that
without always
to discover and develop your tiebreakers is to list your customers’ basic your customers understand that
having to get
expectations of you. Start by choosing one basic customer expectation you’re worth what you charge.
approval from
and stake your claim with it. Improve your performance in that area Spell it out for them. Educate
until it becomes “your turf,” and clearly differentiates you from your your customers. It’s not their job
a manager? Be
competition. Reach the point where you have mastered the differentiator to see your value. It’s your job
easy and win
to show them. All it may take
and can confidently say “Nobody does this like we do.”
is a realization of “Oh, I didn’t
business.
While basic expectations will vary depending on the nature of your understand before how that was
customers, i.e. consumer retail or business to business, here are some saving me money” for you to
typical areas that can prove to be powerful tiebreakers to differentiate lock in customer loyalty. Value
you from the competition:
can also be as simple as sending seven when the customer orders six.
Be the fastest: Quick response and always on time.
Become known for returning customer’s calls within one hour,
guaranteeing two day delivery but always doing it in one, paying your
customer if you are late for a service call, or responding to emails
with lightning speed. In today’s “I want it yesterday” world, being
known for a quick response or always being on time can be a powerful
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Be Relevant: Take a “big picture” approach to serving your
customer.
Look beyond the immediate needs of your customers to a bigger picture
view of how you can help them succeed, make their lives easier, or
create new opportunities for them. One company that sells pipe to
building contractors invites its best customers to annual seminars on
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business development. An auto paint manufacturer offers its body
shop customers help with programs on inventory control, accounts
receivable, and other business basics. A restaurant offers free baby
food to customers with infants, making life easier for the family. Look
beyond your core product or service and explore how a “big picture”
approach can be your ultimate tiebreaker.

most powerful tiebreaker in today’s marketplace is consistency. If
customers know that no matter who they deal with in your company,
they will receive the same level of great service every single time, that’s
the most powerful differentiator there is.

Think about your own customers’ basic expectations, then set a goal
to improve your performance on one of them by 25%. Start there, then
Solve problems on the spot: Empower employees to make it continue to get better. The more expectations you master, the better
your chances to win the business when your potential customers ask
happen.
“Why should I choose you?”
Nothing is more frustrating
If
to customers than hearing the
©2009 Joe Calloway, author of Becoming a Category of One:
words “I’ll have to ask my
How Extraordinary Companies Transcend Commodity and Defy
customers
manager” or “I’m sorry, but
Comparison
know that no matter
our policy is . . .” Train your
employees to resolve customer
who they deal with in
problems fairly, amicably, and,
your company, they will
whenever possible, on the spot.
receive the same level
Effective problem resolution
can win you customers for
of great service every
life.

TELL YOUR

The ultimate tiebreaker:
Consistency of performance.
While it’s great to hear
“superstar” stories about
employees that go above and
beyond for a customer, the

single time, that’s the
most powerful
differentiator
there is.

Congress of Minnesota Resorts Members,
The Resorters of the Year Award is given annually to a resort that exemplifies
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. Nominations for the award are generated
entirely by CMR members, and the whole program is dependent upon the
time and effort you give in order 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 August 1 each year. The nominating member is not required 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

RESORT STORY
IN OUR MAGAZINE

Contact Sue Paradeis at:

Vacation@ShingWako.com
or 218-232-0255

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.
You can go to the CMR website www.Minnesota-Resorts.com Scroll to
the bottom of the home page and click on CMR Member (left corner), then
by using your Login and Password you will be able to go to Applications
and click on Resorter of the Year Nomination and print a copy. Mail the
completed form to: Congress of Minnesota Resorts, 21403 52nd Street
NE, New London, MN 56273. If you need further assistance please contact
Vicky by emailing: cmr@minnesota-resorts.com or call 888-761-4245.

NOMINATION DEADLINE IS AUGUST 1ST
Send nomination form to:
Resorters of the Year Nomination Committee
Congress of Minnesota Resorts
21403 52nd Street NE
New London, MN 56273

www.minnesota-resorts.com
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Thank You for the Memories

By Todd Christiansen, Christiansen & Associates
I don’t remember the name of the resort, or even what town it was in. I only remember they had a huge hall where we ate our meals, and they had
“The Best” French toast I’ve ever eaten. I’ll never forget it! Nor will I forget the time I went down to the dock at another resort and discovered a
giant northern lounging under it. Ten minutes later I had everyone there looking at it, whether they wanted to or not. Whenever someone mentions
the word resort, these are the memories that come to mind nearly 50 years after they happened.
When I was little, we went to a resort every year. Different resorts, sometimes just our family, others with my aunt, uncle and cousins. It was on a
trip with my cousins that the tale of the “Giant Butterfly” was born. I wouldn’t want to guess how many times I’ve told this tale, my family would
say 100 times too many, but it is a memory engraved in a little boy’s mind. The cabin had a loft bedroom, the kind with a trap door and a ladder
that you had to climb to get up into it – how cool is that? My cousins Steve and Nancy, my older sister, and I slept up there. One night I woke up
and discovered a giant butterfly on the window. “Steve,” I said, while nudging my cousin so he would wake up, “look at the giant butterfly on the
window.” We woke up my sister and Nancy and turned on the light to get a better look. Was it a monarch? A swallowtail? Or maybe a luna moth?
No………. it was a BAT! The girls went wild, my dad and uncle came up with a broom, kicked us kids out, closed the trap door, and came down
a few minutes later. Coast was clear. Where else but at a resort could a young boy find such excitement?
Even after my mom and dad bought a cabin, resorts were a big part of my life because we had two on our little lake. One had a bar, a pool table,
and a great beach! We hung out there a lot. I even had my first kiss there, but that is another story. The other was up on a hill and had “The Pinball
Machine.” If I saved half the money I put in that machine, I would be a rich man today. I played and played and played trying to beat the high score
and win the ultimate prize… a 6-pack of pop. I had it once! I was within 1,000 points with one ball to go, no sweat…TILT!!! Never came close
again. I find myself laughing as I’m writing because it is fun to remember how excited we can get about the smallest things when we are young.
My favorite resort memory of all time came when I was much older, and it kind of chokes me up just thinking about it. It is the memory of the hug
I got from my two boys when we were leaving to go home from their first weekend… at a resort! They just would not let go! As the saying goes,
priceless! That was nearly 20 years ago, and I can only imagine what memories come to mind when they hear the word resort.
I now have a 6 year old grandson. So from one of the many families that will soon introduce another generation to the wonderful world of resorts,
I offer my sincere thanks to each of you for everything you do to create lasting vacation memories for all of us. Have a great summer!

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 specific needs. It’s easier than you think!

Call 1-800-884 DAKA (3252)
E-mail: ddrakenberg@dakacorp.com
Website: www.dakadock.com
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DAKA Docks & Lifts
955 Industrial St. NE
Pine City, MN. 55063

LEGISLATION
Legislative Session Ends On Time!
(well, sort of ends on time)

All indications point to an angry electorate incumbents across the country have been facing
the voters’ wrath and suffering electoral defeat.
By Joel Carlson, Lobbyist for the Congress of Minnesota Resorts
Many more are expected to lose their positions in
Minnesotans are quietly settling into summer, and the 2010 legislative either the primary or general election this fall.
session is getting farther behind us in the rear-view mirror. This session Twenty-three incumbent legislators have chosen
was an odd and disjointed affair with major policy and budget work to leave the legislature voluntarily - many of
completed in the first month - and yet an odd twelve hour long special whom are seeking higher office (see complete list
session was needed to complete the legislature’s business.
below). These members represent over 270 years

There was a long break for Easter after legislators passed legislation of legislative service, the most senior of which
trimming about $330 million from the budget - solving about a third of is Senator Dennis Fredricksen of Redwood Falls
who has provided over 30 years of service to the
the budget deficit.
State Senate. Several of these members have been
Then, two additional breaks were needed as the major political parties strong advocates for resorters, and we will miss
held their nominating conventions in late April. Two incumbent House them.
members, DFL Speaker Margaret Anderson Kelliher and Republican
Rep. Tom Emmer emerged victorious from the conventions. These These retirements also remind us how important
conventions were a first ever experience in electioneering during a it is to keep in contact with local candidates and
legislative session for Minnesotan’s - and it’s hard to say it was positive. educate them on issues important to tourism in
While it’s impossible to say policy decisions were made based on general, and resorts in particular. We will have an
their impact on the elections (what political decisions aren’t?), but the election update and speakers at the Fall Conference
- another great reason to attend!
allegations of this conduct were rampant!
The final budget agreement reached between Governor Pawlenty and
the DFL-controlled legislature called for a mix of budget cuts, shifts of
current budget obligations into the next fiscal year, and an agreement
to include pending federal Medicare money. It was the sole bill passed
during the special session that began at 12:10 a.m. on May 17 - and
ended a few hours later.
A substantial list of policy bills did not make it across the finish line and some that did faced yet another of Governor Pawlenty’s vetoes. For
the first time I can recall, the legislature did not pass a K-12 Education
bill. The omnibus game and fish bill, a commonly non-controversial
bill, was dumped by the Governor after several controversial provisions
were included in the final package. For example, after trying for nine
years, legislators finally included a provision allowing anglers to fish
with two lines. This was not acceptable to the DNR or the Governor
and was one example mentioned in the veto letter.
A bill to change the process to elect judges did not pass. The Minnesota
Vikings will have to take another set of downs to pass legislation
approving a new stadium. In total, over 7500 bills were introduced in
the House and Senate over the two year session. While many of these
were included in omnibus bills, the total number of bills actually passed
and presented to the Governor totaled only 400.

The
omnibus
game and
fish bill...
...was
dumped by
the Governor
after several
controversial
provisions
were
included
in the final
package.

The 2011 session will begin on January 4, and we know that we’ll
see a new Governor, many new legislators and a new Speaker of the
Minnesota House. We’ll need a lot of CMR members to come to St.
Paul to help us meet all these new faces.
Have a great summer!
Minnesota House of Representatives
Rep. Karla Bigham
Rep. Tom Emmer (Endorsed Republican Candidate for Governor)
Rep. Jeremy Kalin
Rep. Randy Demmer (Running for US Congress, 2nd District)
Rep. Cy Thao
Rep. Laura Brod
Rep. Dan Severson (Running for Secretary of State)
Rep. Paul Kohls
Rep. Doug Magnus (Running for State Senate)
Rep. Rob Eastlund
Rep. Marty Seifert
Rep. MaryEllen Otremba
Rep. Larry Haws
Speaker Margaret Anderson Kelliher (Endorsed DFL Candidate for
Governor)

Minnesota State Senate
Sen. Tarryl Clark (Running for US Congress, 6th District) 5 years
Sen. Mee Moua 8 years
Sen. Yvonne Prettner-Solon (Running as Lt. Governor Candidate with
Mark Dayton
http://www.house.leg.state.mn.us/hinfo/swkly/2009-10/sw1510.pdf
Sen. Debbie Johnson (Running for Anoka County Board of
Commissioners) 10 years
Elections heading your way!!
Sen. Steve Murphy 18 years
A change in Minnesota’s law that advanced our primary election to Sen. Steve Dille 24 years
August 10 has accelerated the campaign season for candidates, and Sen. Pat Pariseau 22 years
soon - the public. The deadline for filing for office passed on June 1, Sen. Jim Vickerman 24 years
Sen. Dennis Frederickson 30 years
and the slate of election hopefuls is off and running.
Below is a link to the House of Representative’s summary of the
legislative session. It’s not recommended bedtime reading - but it does
have a substantial amount of information about a wide range of issues
addressed during the past five months.
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Vacation Home Rental Update

definition, and this would encroach on private property rights. Because
after the definition included the term “advertised or held out to the
public,” MSRPO’s position was that a one-time ad in the paper or a
card posted at the local bait store would be enough to trigger regulation
by the Department of Health.

The debate about vacation rental homes and how they should be
regulated has been ongoing for several years. In March 2008, the

The Task Force recommendations were presented to the 2009 Legislature
by Explore Minnesota Tourism. The legislature has not yet acted upon
this legislation. The Department of Health is
pursuing legislation to make the definitions more
clear, and CMR is supporting this effort.

By Mark Novotny, Hyde-A-Way Bay Resort
Explore Minnesota Tourism Council member
Minnesota Vacation Home Rental Task Force member
CMR Legislative Committee member

In addition, Explore Minnesota Tourism has
created a page on their website to help owners
of vacation home rental property understand and
comply with the licensing and sales tax issues
surrounding lodging.
This web site is http://industry.exploreminnesota.
com/side1/vacationhome
Vacation rental home regulation remains a work in
progress. If you have vacation home rentals in your
area that are of concern, the Minnesota Department
of Health has encouraged the public to contact
them directly. You can contact Gary Edwards at
651-201-4513 or Gary.Edwards@state.mn.us. The
Department has assured CMR and others that they
investigate complaints and start the process of
licensing whenever it is needed.
Congress of Minnesota Resorts (CMR) supported legislation calling
for a comprehensive review of vacation rental lodging. The legislature
passed the measure, and Explore Minnesota Tourism assembled many
different stakeholders to study the current regulation of vacation rental
homes and their impacts on local government, surrounding neighbors
and the tourism industry in general.
The Task Force members were diverse and included a wide range
of interests. Along with resorters, the members represented local
governments including cities and counties, several State agencies
including the Minnesota Department of Health (MDH) and Minnesota
Department of Revenue, trade associations like the Minnesota
Association of Realtors and Minnesota Seasonal Recreational Property
Owners Coalition (MSRPO), the University of Minnesota Tourism
Center and many others.
The Task Force determined that a definition of vacation home rental
property was needed to understand their impact and to create a clear
understanding of the activity that make property “vacation rentals.”
The Task Force definition:
‘Vacation home rental means any home, cabin, condominium, or similar
building that is advertised or held out to the public as a place where
sleeping accommodations are furnished to the public on a nightly or
weekly basis and is not a bed and breakfast, resort, hotel or motel.’
This recommended definition was supported by the Task Force, with
the lone exception of MSRPO. MSRPO felt that cabin owners who
rented out their places to friends and family would be included in this
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Support the CMR’s Efforts at the Capital

By joining the Congress of Minnesota Resorts you help defend your values and interests as a resort owner.

As a member, you can:

Stay Informed - Get legislative updates so you
know what’s happening around you and what
bills legislators are trying to pass that may affect
your resort business.
Be Heard - The CMR Day on the Hill is your
chance as a resorter to speak to your congressmen
and women. Let them know your concerns about
new legislation.
Make a Difference - None of us is as smart as
all of us! YOUR ideas and input can help make a
difference in the resort industry.

Go to page 12 for more
information on what your
membership can do for you!

Photo by Andrew VonBank, Photographer MN House of Representatives

2009-2010 CMR BOARD MEMBERS

ADMINISTRATION

CMR President
Ed Fussy
Pimushe Resort
7376 Pimushe Trail NE
Bemidji, MN 56601
218-586-2094
Fussys@MNResortvacation.com
CMR Vice President
Ed Becker
In-We-Go Resort
27385 County 33
Nevis, MN 56467
218-652-3536
vacation@inwegoresort.com
Secretary
Timberly Christiansen
Finn-N-Feather Resort
15150 Finn N Feather Blvd
Bemidji, MN 56601
218-335-6598
finnfeather@hotmail.com
Treasurer
Tim Aarsvold
Geneva Beach Resort
105 Linden Avenue
Alexandria, MN 56308
320-763-3200
TJA@GenevaBeachResort.com
Past President
Dana Pitt
Bailey Resort
33216 County 38
Walker, MN 56484
218-547-1464
Dana@minnesota-resorts.com

EDUCATION

Timberly Christianson - Chair
Finn-n-Feather Resort
218-335-6598
finnfeather@hotmail.com

LEGISLATION

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

Nancy Loren
Little Boy Resort
218-363-2188
littleboyresort@arvig.net

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

Steve Addler
Cedar Rapids Lodge
218-243-2487
vacation@crlodge.com

David Keller
Brookside Resort
218-732-4093
kellersbrookside@yahoo.com

Sheldon & Mary Schiebe
Knotty Pines Resort
218-732-5466
stay@knottypinesresort.com

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

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

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

Mary Jane Keller
Brookside Resort
218-732-4093
kellersbrookside@yahoo.com

MARKETING

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

Jim Eickhorst - Chair
Kohl’s Resort
218-243-2131
relax@kohlsresort.com
Jason Ball
Cass Lake Lodge
218-209-6843
js8ball@hotmail.com
Mark Novotny
Hyde-A-Way Resort
218-675-6683
hydeawaybay@tds.net

MARKETING
(CONTINUED)
Su Ugstad
Balsam Bay Resort
218-566-2346
rsugstad@means.net

Ed Fussy
Pimushe Resort
218-586-2094
Fussys@MNResortvacation.com
Tim Aarsvold
Geneva Beach Resort
320-763-3200
TJA@GenevaBeachResort.com
Mary Jane Keller
Brookside Resort
218-732-4093
kellersbrookside@yahoo.com
Pat Addler
Cedar Rapids Lodge
218-243-2487
vacation@crlodge.com
Timberly Christianson
Finn-n-Feather Resort
218-335-6598
finnfeather@hotmail.com
David & Cammie Steffen
Isle O’Dreams Lodge Resort
218-732-4961
iod@unitelc.com

www.minnesota-resorts.com

OTHER

Office Manager
Vicky Krattenmaker
21403 52nd Street NE
New London, MN 56273
888-761-4245
cmroffice@tds.net
CMR@Minnesota-Resorts.com
CMR Lobbyist
Joel Carlson
Legal Research/Gov’t. Affairs
6 West Fifth Street, Suite 700
St. Paul, MN 55102
651-223-2868
651-223-2869 (Fax)
jdcresearch@aol.com
EMT Advisory Council Rep.
Mark Novotny
Hyde-A-Way Bay Resort
218-675-6683
hydeawaybay@tds.net
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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