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A lake property comes with two addresses: the one on the road, and the one on the water. A good
decision accounts for both.

Prepared October 16, 2026. Educational guidance and a dated city-level snapshot; request a current, property-specific
comparative market analysis before pricing or making an offer.
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01/ UNDERSTAND THE MARKET

Compare the right properties.

There is no single price for "the lake." Start by separating waterfront houses, condos, second-tier homes,
acreage, and commercial property. Then narrow by location, condition, access, size, and what is
included.

A dated market signal - not a lake-wide benchmark

Redfin reports a $399,260 median sale price for Lake Ozark city over the three months ending
September 2026, up 14.1% year over year. Its September display shows 24 sales and median days on
market of 137. These figures cover all home types in that city, not the whole lake or waterfront alone. [1]

How | would build your comparison

Compare Why it matters

Closed sales Evidence of what buyers paid. Favor recent, nearby, similar properties; review concessions
and included items.

Pending properties A signal of accepted demand. The final sale price may not yet be known.

Active listings Your current alternatives or competition. Asking prices are not proven values.

Expired / withdrawn Useful context for pricing and exposure; investigate condition, marketing, and seller timing.
Price per square foot A cross-check, not a valuation formula. Dock, land, condition, layout, and garage differences

can distort it.

Ask for a focused update

Request median sold price, sale-to-list ratio, days on market, active inventory, price reductions, and
closed sales for the same property class and geography. Ask for the reporting period, sample size, and
data source. Small samples can swing sharply.

Buyer action: Set a total ownership budget before touring. Seller action: Compare your home with the
best competing listings a buyer can purchase today.
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02/ FIND YOUR FIT

Start with how you will live.

Search area / property What to investigate

Lake Ozark / Four Seasons / Porto Cima Compare the precise subdivision, route to services, association obligations, dock
access, and amenities. A town name alone does not establish use rights.

Osage Beach / Linn Creek Compare everyday road access, driveway grade, parking, cove conditions, and
distance to your usual destinations.

Sunrise Beach / Gravois Mills / Rocky Compare drive times, preferred boating routes, water exposure, utilities, and local
Mount service availability at the exact address.
Camdenton / Niangua-side searches Separate town location from waterfront location. Confirm the lake arm, dock

setting, access, and property systems.

Condo versus house Compare total monthly cost, stairs, parking, maintenance responsibility,
association health, rental rules, and included slips.

Acreage or second-tier Verify surveyed boundaries, legal access, terrain, utilities, septic capacity,
restrictions, and the exact rights to any lake access.

Your search brief

Purpose: full-time home / weekend retreat / rental / future relocation
Budget including ownership costs:

Bedrooms / baths / parking / stairs:
Dock or slip dimensions / lift / boat type:
Preferred areas and road destinations:

Rental plans / pets / fencing / workshop:
Must-haves versus nice-to-haves:

Visit at the time you expect to use the home. Check sunlight, traffic, boat activity, parking, connectivity,
and access after rain. For remote buyers, request a live video tour that includes the drive, steps to the
water, and neighboring surroundings.
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03 / WATERFRONT DUE DILIGENCE

Buy the water detalls, too.

Permits and ownership

Ameren requires dock permits before placement. When waterfront ownership changes, the new owner
must transfer existing permits; the process includes an application, deed, fee, and applicable electrical
approval. Confirm the permit matches the installed facilities and the transaction. [2,3]

Depth and usability

Lake levels vary, and lower levels commonly occur during winter and early spring. [3] Ask for measured
depth at the slip and the lake elevation on that measurement date. A summer photograph cannot
establish year-round access for your boat.

Item to verify Documents / practical questions

Dock and slip Permit, dimensions, roof clearance, lift capacity, condition, cables, ramp movement, electrical
inspection, and maintenance history.

Ownership rights Private dock, deeded slip, assigned use, lease, or community access? Confirm what transfers
and who can change assignments.

Water setting Cove versus channel exposure, wakes, debris, orientation, turning room, and access at lower
lake levels.
Shoreline work Review existing approvals and the feasibility of planned changes before relying on a future dock

expansion or shoreline project.

Home systems Roof, HVAC, foundation, drainage, decks, retaining walls, septic, well, crawlspace moisture, and
access for repairs.

Title and site Survey, easements, encroachments, recorded restrictions, flood information, and insurance
quotes for the specific property.

Use qualified inspectors and the relevant authorities for permit, electrical, structural, septic, and survey
questions. Make the purchase process allow time to resolve the conditions that matter to your use of the

property.
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04 / CONDOS AND INVESTMENTS

Know the cost behind the
vView.

Association review

Request declarations, bylaws, rules, current budget, recent financials, reserve information, meeting
minutes, master insurance summary, claims information where available, and details of pending or
approved assessments. Confirm dues frequency and what they include. Ask how slips, lifts, garages,
parking, pets, and guest use are governed.

Rental review

Verify short-term and long-term rental permission for the exact unit or parcel with the association and
applicable jurisdiction. Ask about minimum stays, caps, registration, taxes, occupancy limits, and
management requirements. Permission in a nearby building is not proof for this one.

Request monthly booking statements, actual collected rent, cancellations, owner-use dates, future
bookings, management agreements, and expenses. Separate documented results from forecasts and
ask whether reservations and reviews can transfer.

lllustrative annual rental worksheet Example only
Collected rent $45,000
Management / platform costs $10,000
Taxes + insurance $5,000

HOA + utilities $8,000
Repairs, turnover + other operations $6,000

Net operating income before reserves and debt $16,000
Capital reserve set-aside $3,000
Annual debt service $18,000
Cash flow after reserve and debt -$5,000

These are invented inputs to explain the math, not a rental projection. Avoid counting a cost twice when
management or HOA charges bundle services. Recalculate with lower revenue, insurance increases,
special assessments, and major repairs. Financing, taxes, depreciation, and personal use require
individual professional review.
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05/ A SMARTER SALE

Price the home. Prove the
value.

Prepare before launch

Collect updates and receipts, utility bills, taxes, association documents, permits, floor plans when
available, disclosures, rental records if relevant, and a clear list of included furnishings and dock
equipment. Address visible maintenance and make access for showings straightforward.

Build the marketing around the buyer

Use professional photography, a clear floor plan, a property video, accurate searchable facts, and a
narrative about the property's real advantages. Explain dock/slip rights, stairs, parking, rental permission,
and ownership costs. Label digitally staged photos and preserve truthful views of the property.

Read the results

Signal Next question

Views, few inquiries Is the audience appropriate? Are price, key facts, photos, and contact options persuasive?
Inquiries, few showings Are access, financing, location, or unanswered property questions blocking tours?
Showings, no offers Compare feedback, condition, buyer alternatives, and price. Look for repeated objections.
Offers below target Review the actual terms, concessions, contingencies, and net proceeds alongside the

comparable sales.

Stay listed or wait for spring?

Stay listed: Maintain exposure and remain available to buyers already shopping. Carrying costs,
presentation, access, and competition still matter.

Pause: Can create time for repairs or refreshed media, but interrupts exposure and does not guarantee a
stronger price or a reset of listing history. MLS rules govern status and days-on-market treatment.

Compare the expected holding cost with the plausible change in net proceeds. Choose a review date and
a measurable adjustment plan instead of waiting for the calendar to do the selling.
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06 / YOUR NEXT MOVE

Turn the guide into a plan.

For buyers

. Share your use, budget, timeline, and must-haves.

. Confirm financing or proof of funds appropriate to the purchase.

. Review a focused shortlist and ownership costs.

. Tour with a property-specific question list.

. Evaluate comparable sales and offer terms.

. Complete inspections and document review within the signed deadlines.

. Confirm title, insurance, utilities, closing funds instructions, and any dock transfer tasks.

N O OB W NP

For sellers

1. Request a property-specific pricing review.

2. Build a preparation and media plan.

3. Confirm what is included and assemble supporting documents.
4. Launch with a clear marketing and showing strategy.

5. Review inquiries, showings, feedback, and competing inventory.
6. Compare offers by net proceeds, terms, and closing risk.

Request your tailored market update

Holly Garst | 309-361-8205 | holly@asmartermove.com
Tell me the address or preferred area, property type, price range, dock needs, rental plans, and timing. |
can tailor the next conversation around your lake life.

Sources and update notes

[1] Redfin, Lake Ozark, MO Housing Market. Retrieved October 16, 2026. City / all home types; site describes a three-month price
period ending September 2026. https://www.redfin.com/city/10210/MO/Lake-Ozark/housing-market

[2] Ameren Missouri, Permitting Information. Retrieved October 16, 2026.
https://www.ameren.com/property/lake-of-the-ozarks/permitting

[3] Ameren Missouri, Dock Requirements and Safety. Retrieved October 16, 2026.
https://www.ameren.com/property/lake-of-the-ozarks/dock-requirements

Live lake level reports: https://www.ameren.com/property/lake-of-the-ozarks/reports

Guide recommendations are original planning guidance. Statistics, availability, fees, and requirements change. No lake-wide MLS
dataset, property appraisal, legal opinion, tax advice, or rental-income guarantee is included. Verify material facts for the specific
property. Equal Housing Opportunity.
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