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YachtWorld Seminars
By Nick Friedman, CPYB
Former CYBA president
Last November, the CYBA
and YachtWorld teamed up to
create a very successful seminar
in Newport Beach. The feedback
from the event was so positive
that YachtWorld and your CYBA
Board have created two updated
versions to cover North and South.
These events are still being detailed, but the game plan it to
have the Southern version in San
Diego and the Northern version in
the San Francisco Bay Area. Dates
are set, actual locations still being
worked out, but please add the
closest one to your calendar and
plan on attending - October 10th
(San Diego) and October 12th
(Bay Area).
The format spends a great deal
of the day in small group sessions
with experts from YachtWorld
working individually with brokerage participants to help each
company create a more effective
online presence. For those who
sign up in time, YachtWorld will
do an in depth individual analysis
of the brokerage web site.
Small group sessions will focus on several areas:
1) A more impactful and effective website
2) The ability to become more
effective on social media. This will
focus on Facebook, Instagram and
Pinterest. The goal is to facilitate

each brokerage, no matter where
they are in this process, in taking the next steps to mastering
the importance of Social Media
promotion.

3) A brainstorming session can your company be more effective on YachtWorld and are there
new products available that can
(cont. on page 3)
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Mik Maguire, Richard Boland Yachts

It has been a busy summer
season for most of us brokers and
sales people ...and for that, we
are all, I’m sure, very grateful. But,
along with all that good business,
there has been some troubling
legislation, some awkward industry relationships and some tests
of your Board of Directors, to do
the things that we were elected to
do in representing our industry. I
would like to acknowledge Dean
West and Tony Faso, for traveling
to Sacramento to fight the good
fight along with our lobbyist, Bill
Krauss in meetings with the State
Parks Department. Nick Friedman, who, with Don Abbott, put
countless hours into upgrading
our forms, results to be seen
soon, and improving our documentation. Mark Rentziperis has
singularly bought our membership
to its highest levels. And to all the
board members who volunteer
their time to making our business
more professional.
On another note, we have lost

some true veterans of our industry
recently and for that I am truly
saddened. More of this in our ‘8
Bells’ column.
Please review the invitation to
a great opportunity to heighten
your skill set at the Northern &
Southern California YachtWorld
presentations. I was very impressed with what I learned (and
used) in areas of social media,
website presentation, listing improvements and more at last
year’s event.
Bill Krauss, with the Apex
Group, our lobbyist in Sacramento, has a legislative update for us
all in his contribution to the newsletter… and Marinda Isley has aging given us a Division of Boating
& Waterways perspective on how
we are doing our business.
It’s all good stuff and I hope
you take the time to read it all
and respond with your thoughts
to any of the board members or
myself. We look forward to your
input… Mik
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Admission - $15 Adults
Thurs., Sept. 28 - Noon - 7 p.m.
Fri., Sept 29 - 10 a.m. - 7 p.m.
Sat., Sept 30 - 10 a.m. - 7.p.m.
Sun., Oct. 1 - 10 a.m. - 5 p.m.
Produced by Duncan McIntosh Company
For additional information go to:
www.socalboatshow.com

YachtWorld Seminars… (cont. from page 1)
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FORMS UPDATE
By Nick Friedman, CPYB,
Former CYBA president
By the time you are reading this, we will have
begun the next evolution of the CYBA Forms Program.
For the last three and a half years, YATCO has been
a very generous and helpful host for our forms, but
as the natural course of growth and evolution goes
forward, we have decided to bring the forms software in house to be able to put more attention and
speedier upgrades to the system.
We will begin immediately with more comprehensive indexing, creating permission levels and
enabling the ability to delete. Electronic signature
ability is also a top priority.
Over the next few months we plan to integrate
a number of new and enhanced features to the system while at the same time preserving the complete
privacy of the data. Once this has been completed
we plan on beginning an update on the content of
the forms, including a couple of new ones and some
changes to the Listing Agreements, Purchase Agreement and Counter Offer. If you have any requests
or comments about these upcoming changes, all
suggestions are welcome. Please send them to Nick
Friedman at yachtbroker@pacbell.net.
As each enhancement is incorporated into the
system, we will send an e-mail blast with instructions
about using the new features.

Law Office of Jody T. McCormack
Specializing in maritime transactions and the complex
issues entailed in the purchase, sale, construction and
ownership of yachts worldwide

Please Contact: Jody T. McCormack, Esq.
1005 Northgate Drive #104
San Rafael, CA 94903
Office: 415-785-4942
Cell: 415-419-4036
Email: jody@mccormackmaritime.com
www.mccormackmaritime.com
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DEPARTMENT OF PARKS AND RECREATION
Division of Boating and Waterways
Yacht and Ship Unit

August 2017

THE REGULATORS
INFORMATION NEWSLETTER

VOL.2

Wire Fraud Transfers
In the United States ~ mail and wire fraud is any fraudulent scheme to intentionally deprive another of
property or honest services via mail or wire communication. It has been a federal crime in the United States
since 1872.
Recently, Yacht and Ship Enforcement received a consumer complaint involving Wire Fraud. Hackers are
infiltrating business systems and the damage is becoming more severe. The hacker breaches the emails of
a business or consumer, which also includes real estate agents, lenders, yacht brokerages or title agents,
looking for information directing a buyer to wire their down payments to a bank. The information is then,
intercepted and the fraud damage begins. It is the back and forth communication between the parties that
is being targeted.
The individual in the complaint with our office, was given the correct wire transfer instructions from the
brokerage via a Word attachment through email. A hacker intercepted the email, altered the Word document to reflect a different bank and account number, while keeping the brokerage letterhead intact and sent
another email. The email stated that the brokerage account was under an audit, and to send money to a
different account, which was in another state and to a person unknown to the individual and the brokerage.
Once at the bank, the buyer presented two emails sent to him and instructed the bank to wire the funds
to the wrong account.
Brokers in the State of California are required to have a non-interest bearing trust account associated
with their licensed brokerage. The information listed on the trust account, must include the brokerage name
and address. All monies associated with the sale of a vessel must be placed into the brokerage trust account.
Pursuant to Harbors and Navigation Code, Title 14, 7604. Trust Accounts.
(b) Every broker required to maintain such trust fund account shall keep records of all funds deposited
therein, which records shall clearly indicate the date and from who he received the money, the date deposited, the dates of withdrawals, and other pertinent information concerning the transaction.
(c) Failure to maintain a trust fund account when required, and to deposit trust funds received promptly
in said account, may be construed to be commingling, in violation of section 732, subsection (e) of the
Harbors and Navigation Code.
As a licensed yacht broker in the State of California, brokers need to ensure the clients they are representing in the sale or purchase of a vessel are protected at all times. This would include your brokerage wire
transfers moving forward.
It is recommended that all wire instructions, including account information, be verified by telephone using the known telephone number of all parties prior to any wire transfers being made.
Furthermore, if you are using a word document, we would recommend you stop and start using PDF
format for wire transfers or other documents containing personal information. Hackers will have a harder
time altering correspondence if done in PDF formant, as specialized software is required. However, it is not
recommended to send wiring instructions that contain account numbers over email. If you decide to do so,
then basic security measures should be taken (PDF attachments, encryption, etc.) Another suggestion would
be, to provide the wire instructions in writing to your client(s), but advise the client to call your brokerage
prior to doing a wire transfer once at the bank.
Be aware and suspicious of all email wire transfer information, trust none until it is verified by telephone
via known numbers of all parties involved in the transaction.
Protect your clients, protect your brokerage!
Fictitious Business Name (FBN) Facts
A fictitious business name is a business name that is different from your personal name, the names of
your partners, or the corporation name. An FBN (assumed name, trade name, or DBA name) must be registered with the Clerk of the county in which the principal place of business is located. In order to register an
FBN, an FBN statement must be filed with the Clerk of the county.
Recently, it was determined some brokerages were operating under FBN’s that had been expired for
many years.
DBW requires a valid filed FBN statement for each different fictitious business name listed on a yacht
and ship broker’s license.
(cont. on next page)
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The Regulators… (cont. from page 4)

License #0E32738

Below are some facts to remember regarding the
FBN statement:
• A fictitious business name statement expires five (5) years from the date on which it was
filed in the office of the County Clerk.
• To renew the FBN, a new FBN statement
must be filed before the expiration date.
DBW must have current information on file at all
times pursuant to Section 735 of the Harbors and
Navigation Code, including registered fictitious business names.
Have a question or concern? Please feel free to
contact us!
Lane Massey, Program Manager:
(916) 327-1884
or Lane.Massy@parks.ca.gov

MARINE INSURANCE
Agency, Inc.

“Your Marine Insurance Specialists”
Providing boaters with
their insurance
needs for
20 years
7 Marina Plaza Antioch, CA 94509 At The Antioch Marina

Latitude 38°-01'10" N – Longitude 121°49'10" W – Buoy 4 Red – On The San Joaquin River

• Shop Your Renewal & $ave – Flexible Survey Requirements
• Broad Navigational Areas • Liveaboards • Classic Yacht Coverage
• Agreed Value Policies • Fuel Spill Liability • Get A Quote Online

Your
Twin Rivers
Policy
Comes With
An Agent

WEST COAST HAWAII MEXICO EAST COAST
- Representing ace seguros

Marinda Isley, Licensing Enforcement:
(916) 327-1839
or Marinda.Isley@parks.ca.gov

www.boatinsuranceonly.com
800.259.5701
Commercial Marine Insurance CALL DOUG for a QUOTE

Monique Cabral, Licensing (Brokers):
(916) 327-1847
or Monique.Cabral@parks.ca.gov

• Vessel Repair Facilities
• Boat Bulders
• Marine Contractors
• Marine Products Manufacturers
• Wholesalers & Distributers
• Workboats
Specialist • Direct: 209-334-2858

offering Coverage for all water craft
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Fahim Buksh, Licensing (Salespersons):
(916) 327-1838
or Fahim.Buksh@parks.ca.gov

Doug Rader

• Marinas/Resorts
• Yacht Clubs
• Dealers/Brokers
• Rental Vessels
• Yacht B&B
• Charter/Tour/Fishing Vessels
Doug Rader - Your Commercial Marine

EST
. 1975

NAMS
Affiliate
Member
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10 Simple Ways To Double Your Boat Listings - Part Two
By Vincent Finetti
(edited from the original)
Note: This is the second part of
this article and covers tips 6 - 10.
“How can I get more listings?”
I hear this question daily.
I often ask our students what
is their main challenge and a large
majority of them always come
back with the same answer: getting more boat listings.
The first thing that I tell them
is that they need to start by asking
themselves the right question and
instead of wondering “How can
they get more listings” they should
focus on “Why would sellers want
to list their boats with them?”
The key is not to think like a
broker, but to think like a boater
and once you ask yourself the
right question, half of the battle
is already won.  
Let’s take a minute and think
of what boat sellers really want
when it comes to listing their
boats?
-A broker with expertise
-A broker who can educate
them
-A broker who is good at promoting their listings
-A broker who will give them
tips on how to sell their boat fast
and for more money
-A broker they like and trust
-A broker who will listen to
them
-A broker who will focus on
them and their boat
-A broker with confidence
and professionalism
-A broker who shows previous
results (sold boats)
-A broker who is referred by a
friend or online reviews
-A broker who is specialized
in their type of boats (right positioning)
Truth is prospects don’t give
the listing to the broker who
needs it, but to the one who
earned it the most.
So artificially building rapport
to hope to get your prospects on
your side and then proceed to
pressure them with your service
PAGE 6

is not going to work as they will
usually sense it.
The key is to have a clear plan
of action and this is exactly what I
am going to reveal to you today.
Let’s review 10 simple ways to
double your boat listings. (Note:
The first five tips are in the previous CYBA newsletter)
6) Get some Local SEO
Do you know the best place
to hide a dead body?
-The second page of GoogleOk so joking aside, if you want
to get results you need to consider
SEO.
And when it comes to search
engine optimization, local SEO is
one of the easiest ways to add you
on the first page of Google.
This is a huge opportunity to
get traffic & exposure for broker
and brokerage companies.
7) Get some reviews
Studies have shown that only
14% of people trust advertising,
but 78% of us trust our peers for
recommendations.
We all know how Yelp or
Google+ reviews can make a restaurant famous or bankrupt. But
nowadays consumers are expecting reviews of every single service
they use, including boat brokers or
boat dealers.
A recent survey from Bright’s
Local of over 2,000 consumers
found that 88% of respondents
read or used reviews to determine
the quality of a local business.
So, let’s summarise this again:
78% of consumers trust reviews
and 88% of them use them! In
other words: more positive reviews = more sales.
The first step in obtaining a
review from a customer is asking
for it. The only problem is that review requests can get annoying for
the clients if they’re not worded
properly.
What you want to do is create
a review request strategy. Based
on the book Influence by Robert
Cialdini, one of the best strategies
to request review is to use the
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leverage of reciprocity.
Here is what I suggest you
to do. After every sales send a
written note to a client with a
$10 Starbucks gift card and write
something like this:
John,
Thanks again for doing business together. If you have a couple
of minutes while enjoying your favorite coffee I would be so grateful
if you could write me a review
HERE (link of your review URL).
It would mean a lot to me because so many of our customers
are relying on reviews nowadays
to do business. Thanks.
Talk soon,
Your name
Make sure to collect reviews
on Facebook, Google My business,
Yelp, LinkedIn.
8) Close more listings appointments
Sales professionals often associate an increase in sales directly
to an increase in their number of
listings.
But increase in listings can
sometimes comes with their own
danger:
Would you rather have 90 listings and sell 10% of them or have
10 listings and sell 90% of them?
The law of gravity applies in
boat sales too: It is much easier
to influence a seller to lower their
price to a realistic market value
than it is to influence a buyer to
pay more for an overpriced boat.
The first tip is to avoid transactional conversations such as “We
are the best, we have the best
website, promotions etc...”
Try to make the conversation
more about them than about
yourself or your company.
Just listen and ask smart questions such as “I am curious, why
did you decide to contact us to list
your boat with us today” or “Why
did you choose to speak with me
today rather than yesterday or 2
weeks ago” or “What is the most
important thing to you when listing your boat?”
(cont. on next page)

10 Simple Ways… (cont. from page 6)
Always remember that SILENT
is an anagram for LISTEN, so keep
quiet and listen clearly to what
your clients have to say.
Start by establishing an agenda to create authority and show
them that you are not desperate
selling their boat.
You also want to share what
you can do for them prior suggesting a listing price or your fee
for service or agreeing on a listing
price.
You can say something like:
“If it is ok with you I am going
to ask you a few precise questions about your boat, I will then
demonstrate what we could do for
you to help you sell your boat and
if it is a good fit to work together.
One of these 3 things will happen
today.
1) You ‘ll have the opportunity
to list your boat with us.
2) You might decide not to list
your boat with me.
3) I might decide not to take

your listing.
Does that sound fair to you?”
Never give your opinion about
the price. When the potential client asks you “What price do you
think I should list it at?”
Do not answer with your opinion like:
“Your boat is worth…” or “I
think that your boat is worth…”
Doing so will offend them
and you might lose the listing.
The last thing you want to do is
to start your relationship with
your potential client by upsetting
them before even starting to work
together. You know that they are
super attached to their boats and
will react badly to a more realistic
suggestion.
Avoid showing them boats
currently listed for sale as chances
are they are also overpriced.
Use database of sold boats like
www.soldboats.com and show
them on paper how much similar
models sold for in the past.

Say things like, “Research
shows us that” and you will show
them that you are on their side.
After sharing the bad news by
showing them the data, regain
their trust by showing them that
you are on their side. You can say
the following: “As you know, our
service fee (avoid the word commission) is proportional to the final price so it is in our best interest
to get you the best price.”
If you don’t list the boat for
a reasonable price, get a written
promise of price reduction so you
can immediately reduce the boat
to a lower price without asking
them for permission and feel like
you have failed to sell the boat.
“Let’s try our best at your suggested price ($XXXX). If the boat
doesn’t have an offer in the next
3 weeks we can adjust the price
to the $XXXX.
It is much easier to get a significant price reduction ahead of
(cont. on page 9)

East to West

We Have You Covered

Please note our new West Coast
Office number: 619-215-9106

Vessel Documentation
(USCG or State Registration)
Notary Services
Most Mexico Paperwork
Auto-Renewal Program
Our Services Include:
State Title Searches
Abstracts of Title
Preferred Ship Mortgages
Amendments, Assumptions, and Assignments of Ship Mortgages
Notice of Claim of Lien (NCL)
Initial Documentation
Exchange of Documentation
Renewals
Affidavit of Repossession
Satisfactions of Mortgage or Claim of Lien
Mexican Fishing Licenses, Crew Lists, Vessel-Operating Authorizations
State Registration

Email: info@vesseldocumentation.com
O: 949.646.5917 • F: 949.646.6025
New York +1(914) 381-2066 · San Diego +1(619) 215-9106

pantaenius.com

833 Dover Drive, Suite 15 • Newport Beach, CA 92663

www.VesselDocumentation.com
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Just Weeks To Go And Another Legislative Year Ends…
By Bill Krauss – Apex
(CYBA Lobbyist in Sacramento)
Department of Parks and
Recreation Transformation Plan
As of the writing of this article,
it is mid-August and we are waiting
cautiously for the Department of
Parks and Recreation (DPR) to
release their final “Transition Plan”
that will impact the future of the
Division of Boating and Waterways
(DBW).
A little background is in order:
A couple years ago the DPR
embarked on an effort to bring
its organization “into the 21st
Century.” It is a very old department
that has expanded and had pieces
added onto it over the decades,
include the “Department” of
Boating and Waterways to
become the “Division” of Boating
and Waterways. This extensive
process of modernization is
probably necessary, but we are
very concerned that the value and
identity of DBW will be lost in the
process.
Since the early 1990s the
boating community, and our firm,
The Apex Group, have worked
to protect the Department of
Boating and Waterways and its
programs from countless attacks.
DBW is funded from boaters’
dollars through the Harbors
and Watercraft Revolving Fund
(HWRF), and when the State runs
low on cash they look to this fund
for help. They have gone directly
after the money and attempted
to eliminate DBW to sweep the
money on many occasions. It has
been a constant effort for decades
and finally a few years ago they
were successful with merging the
Department into Park, making it
a division.
The fear at the time of the
merger was that once DBW is
under the control of the DPR
we would start to see DBW
“disappear” into the DPR. It is
for that reason that, at the time
of the merger, we fought very
hard to keep it a division rather
than see the individual programs
absorbed, to maintain the Boating
PAGE 8

and Waterways Commission,
and preserve as much of its
independence as we could. We
did this because we knew the
more independent the DBW
the more the boating expertise
housed in the division would stay
intact, and the harder it would be
to get at the money.
We are now at a critical junction
in the future of DBW. The DPR is
engaged in this transformation
process and there are rumors
they want to fold some or all
DBW functions into Parks. We
have been in regular contact with
Parks to stress how important
the autonomy of DBW is to the
health of boating in the State
of California. However, it is still
unclear what the DPR will propose
in the plan.
The DPR is expected to release
the “transition plan” any time that
will include the specific details
of the changes. That plan was
expected late last year and has
been delayed several times, which
I choose to see as good news. If
it is delayed, then maybe they are
taking our input and the input of
others seriously, and if they are
taking it seriously then we are
confident they will agree that DBW
should remain independent.
This has been a project all year
and will continue to be a priority
as the rest of the year unfolds. I
would like to thank the members
of the various associations we
represent for all their help. While
I spend my time advocating in
Sacramento, your members
provide me very good input and
have always been willing to come
to meetings in Sacramento to “fly
the flag,” and that effort is critical
if we are to be successful.
The outcome of this issue
should be known before my
comprehensive annual report,
which I complete in early October.
I will, of course, report on this
important issue in that report as
well.
Transportation Funding / DBW
Impact
California passed the most
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comprehensive tax increase for
transportation funding in decades.
This new legislation will result
in about $5 billion annually for
transportation infrastructure. For
many years, it has been known
that the cost to maintain our
streets and roads has outstripped
the revenue coming in from
the gas tax and other sources.
For the last couple years, there
has been a major effort to get a
funding plan passed through the
Legislature. This year they were
finally successful. Passing tax
increases is always a challenge,
but this issue is particularly thorny
because of its complexity and
the various political dynamics
affecting legislative districts across
the state. I won’t bore you with
the details, but it was a herculean
effort by the interest groups, the
Senate and Assembly leadership,
and the Governor to get this done.
So why do we care about this?
Well, the gas tax paid by boaters is
the primary funding source for the
HWRF, which is the funding source
for the vast majority of boating
programs. It was our position
that if the gas tax was going to be
raised, which means gas tax paid
by boaters would also go up, then
the HWRF should get its fair share
of the increase. Unfortunately, the
Chairman of the Transportation
Committee, and the author of the
bill, did not think we should get
the increase, but rather this new
money should be “redirected” to
fund more street and road repair.
We, of course, think if we are going
to pay we should get the benefit.
As noted before, this was
a complex debate with a lot of
moving parts, but in the end, we
were able to get the bill amended
to protect the money. We would
have preferred that it was fully
protected, but the compromise
outcome was that the money
would go to the DPR to be use
for “parks, boating or off- highway
vehicle (OHV) programs.” The
OHV language was put in because
OHV also gets money for the gas
(cont. on next page)

Just Weeks To Go… (cont. from page 8)
tax and were due the increase.
Under this arrangement the DPR will have
discretion that may be good for us in some years,
and not-so-good in others, but the great news is we
protected this new money from disappearing forever,
and if we can demonstrate a need for the funding,
we have a chance at getting it in the future.
Given the challenges of this issue and the “big”
politics involved, I count this a huge victory and at
the end of the day there are tens of millions of new
dollars that are up for grabs!
Legislation
There were several bills that we supported or
opposed, but given the space constraints I will report
on those in my annual report. Suffice it to say, on the
legislative front, we had a pretty good year… so far!

10 Simple Ways… (cont. from page 7)
time rather than having to go back to the seller, feeling bad for not having any activity and asking again to
drop the price. Make sure to have a pre-signed form
to reduce the price after the decided period.
You can also present them with 3 options and
let them decide:
“Ok so based on research I decided to present
you 3 pricing options for your listing:
1) If you want to sell your boat right away we
should go for price A- It will bring offers and should
get it sold immediately considering the market.
2) Listing your boat for Price B it will take a bit
longer. We should receive a few offers in the next
months. It will be harder but we might be able to
sell it at this price
3) Now with Price C we can try if we find a lucky
buyer out there really motivated to buy this specific
boat, but I cannot guarantee any offers or responses
from the market considering what other similar boats
have sold in the past.

Coming Soon
Mandatory Boater
Safety Education

On January 1, 2018, California will begin implementing its
multi-year phase-in of the new mandatory boater safety
education law for boaters who operate a motorized vessel
on California waterways. California State Parks Division of
Boating and Waterways (DBW) will issue Boater Cards to
those who show proof of passing an approved boater
safety exam. The new law promotes boating safety
education for California boat operators and once issued,
the Card remains valid for a boater’s lifetime.

9) Offer a listing package
I remember the first day I went to meet a client
to list a million dollar yacht. I was so nervous. I remember the first sentence the owner told me when
I arrived. “If you have an exclusive agreement, there
is no need to tal…”
I was absolutely terrified and didn’t even know
what to respond. But after chatting for a few minutes,
I asked him if he wanted to check the presentation I
had made for his boat and he said, “Sure, go ahead”
Luckily for me I had worked crazy before our
appointment. I hired a guy on Craigslist from India
and we did a website on the boat and even had a
brochure printed that I had done for the boat.
The owner was impressed that I worked so hard
on his boat and it helped me build immediate rapport
(cont. on page 11)
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Editor’s Perspective

“Let our 20 years of
Experience work for you!

So. Calif:

949. 475.0760
Jeﬀ Long

No. Calif:

510.749.0050

Joan Burleigh

Dona Jenkins
Maritime Document
Service, Inc.
U.S. Coast Guard Documentation
CA State Registration
Mexican Fishing Licenses
Crew Lists
1050 Rosecrans St., Suite 3,
San Diego, CA 92106
(619) 223-2279 u Fax (619) 223-1002
info@donajenkins.com | www.donajenkins.com

The market is hot, it’s a great time to be a yacht
broker, enjoy it, savor it and let’s hope it lasts.
I don’t remember the last time period when there
was so much activity. It doesn’t seem that long ago
that listings would languish and when the buyer
finally stepped up, they wanted a great deal/big
discount when they wrote up an offer, then wanted
everything fixed that was found on survey.
Let’s face it, the tide has changed and it’s a sellers’ market, there are more buyers than good quality
boats. The haul out yards are busy; the surveyors
are back logged. Lenders and insurers are writing
up deals to keep pace with us and it’s a wonderful
momentum, time to land the fish while the bite is on.
As you burn the candle at both ends, don’t lose
sight of your core values and of the CYBA Code of
Ethics. If you know it, disclose it. Be transparent and
remember your fiduciary responsibility to both buyer
and seller. Work together with other brokers to share
the load and keep things fair and friendly.
The CYBA continues to grow, in fact you could say
we have had some growing pains. The long-promised
Forms project has be redirected to a new solution.
We all owe Nick Friedman a big thank you for his
tireless efforts to help this all come together, hang
in there we are working on it and when it is ready it
will be much better.
Boat show season is back in our minds as summer winds down and kids are back in school. What a
fun summer, great weather and even a solar eclipse
to make things memorable. Continue to improve your
game and broaden your approach. One of our sponsors, YachtWorld, is hosting two interactive seminars
in October (one in southern California, the other in
northern California). We did a similar event last year
and it was invaluable. Whether you are a crafty old
veteran or a newcomer there are a lot of things you
can do to sell more boats, make it a priority to attend.
The world we live in is hectic, politics, nuclear
threats, stock market, regulations, all of that land
based stuff that gives you a headache. We are so
fortunate to make our living on the water, walking
docks, showing boats and helping people find quality
time with their families.
Keep your stride brisk, take a few minutes to catch
your breath and then shoulder on. We are in boom
times and nothing lasts forever, so keep fighting the
good fight, find time for your family and continued
success.
Jeff Merrill, CPYB Editor of the CYBA News
Please send any correspondence to:

Active/Founding Member
PAGE 10
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CYBA
3445 Airway Drive, Suite 112
Reno, NV 89511-1847

10 Simple Ways… (cont. from page 9)

BOAT LOANS
“Yacht Financing from Boaters
you can trust.”

You are guaranteed fast, efficient service from
the experienced & friendly professionals
at Sterling Acceptance

Contact Peggy Bodenreider today!

877-488-5568

peggy@sterlingacceptance.com
Sterling Acceptance is a proud member of:
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with him. At the end of our meeting he said that he
wanted to do an exception with me and gave me a
one year exclusive agreement as central agent.
The point of my story is not to show off and tell
you that I got an exclusive listing on my first million
dollar yacht presentation, but simply to show you the
power of being prepared for a listing appointment.
There are 5 most important things you want to
do prior to a listing appointment:
• Be ready to listen and have a clear idea of
what you are going to say
• Learn about the boat
• Learn about the prospect
• Get some market data
• Have a pre-listing package
• Bonus: Do something in advance for the boat
that will impress your prospect (brochure, landing
page)
One of the best investments you can make for
your career as a boat broker is to put together a
pre-listing package. It will truly set you apart. You’ll
have to invest a little bit of time to put it together
but once it is done, you will be able to use it for all
your future listings.
The pre-listing package has 5 main goals: 1Demonstrate Expertise; 2 - Share Social Proof; 3
- Demonstrate Authority; 4- Build Trust; 5- Reduce
or remove the clients’ fears.
Here is what it should contain:
• Brief customer oriented bio of the broker
• 10 Reasons why they should use you as a
broker or your firm (don’t make it about you, make
it about them and their 5 main fears and main concerns)
• Copy of listing agreement
• Business Card
• Written Testimonials
• Brief overview of the marketing initiatives
• Guarantee (always try to offer a guarantee of
some sort to your client)
• Booklet: Boat Selling
101; 25 Tips To Sell Your Boat
Faster & For More; 10 tips to
get your boats ready for sale;
What to do before selling your
boat to get 10% more
• Resources: contact
info of detailing company,
mechanic, marine electronic,
registry, insurance, etc.
Here is an example of a
booklet I found at the Southampton Boat Show. This boat broker was specializing
in inflatable and had written a 20 pages booklet to
help him build authority and trust with prospects and
get more leads.

MEMBER
EST
. 1975

H ay d e n
I n s u r a n c e

Offering top rated insurers since 1989
Marine insurance specialists

Don’t be left high and dry. Let us quote your marine
insurance today. Complete coverage at competitive rates.
Pleasure vessel coverage
Commercial coverage
World wide cruising

Call or email now for a free quote

800.723.1170
HaydenInsurance.com
info@haydeninsurance.com
151 Shipyard Way Suite 1
Newport Beach, CA 92663

(cont. on next page)
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What Is The CPYB Program?

10 Simple Ways… (cont. from page 11)

By Lon Bubeck,
Flying Cloud Yachts,
Former CYBA president
The National Yacht Broker Certification Program is
supported by every yacht broker association in North
America and maintains and promotes established
industry standards for yacht sales professionals. A
broker’s CPYB (Certified Professional Yacht Broker)
credentials serve to assure buyers and sellers that
the broker has met the requirements of industry
knowledge, skill and experience and ascribes to
established standard practices and ethical conduct.
Since participation is voluntary, the boating public can
be assured that participants take pride in serving their
clients professionally and that the broker is committed to a program of continuing education to further
enhance their competency. By becoming a CPYB, the
individual broker makes a significant commitment to
accountability and to their professionalism.
A CPYB has passed a comprehensive three-hour
written exam that covers five areas of professional
practice — laws and regulations, technical knowledge, transactions, broker responsibilities and ethics. A CPYB broker makes a personal commitment
to professionalism and ethical practices through a
continuing education program and must obtain the
required number of recertification points prior to their
recertification every three years. All seven sponsoring associations provide a full range of educational
opportunities for CPYBs to obtain the required recertification credits.
To become a CPYB an eligible candidate is required to have been practicing as a full-time yacht
broker for a minimum of three years. The application
form can be found on the CPYB website (www.cpyb.
net); When the application is submitted, it is sent to
the Certification Advisory Council, represented by
all seven professional broker associations in North
America. After a review by the CAC involving confirmation of industry references and a review of the
candidate’s suitability, the CAC will approve the applicant to sit for the CPYB exam. The exam is scored
by the National Occupational Competency Testing
Institute, an independent testing organization. Once
the test is scored the program manager contacts the
applicant with the results and, if successful, issues a
certificate of completion and a CPYB lapel pin. The
broker may then use the “CPYB” designation to recognize his or her achievement.
The CPYB program is not for everyone, but if you
are committed to reaching and maintaining the highest standards of our industry, you should consider
becoming a CPYB as one of your goals. You can find
out more by going to www.cpyb.net
The CPYB committee members representing the
CYBA are Lon Bubeck, Morrie Kirk, and Nick Friedman.
Please feel free to contact any of these members for
further information on the program.

10) Landing page or popup box
Landing pages or pop-up boxes are a fantastic
way to bring you weekly prospects to get more listings.
I have been using landing pages for the last 3
years now and couldn’t imagine running my business
without it. A landing page can be compared to a mini
website that is operating 24/7 and always ready to
bring you leads.
Let me show you an example. A client and friend
Jeff Merrill has done a great job positioning himself
as the trawler specialist.

PAGE 12
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His home page had too many call to actions so
I wanted to create a landing page that was showing
clearly what he was doing, who he was and what
others were thinking of him.
So we created this landing page. It is clear, simple,
customer oriented and will DEFINETELY help him to
get more leads. (Ed note: JMYS has worked on several
variations of this, the landing page has changed since
this article was originally posted)
Just like livechat, I really encourage you to start
using landing pages to promote your listings and
grow your business.
We personally use Leadpages & Clickfunnels.
If you signup to clickfunnel though our affiliate
link I will give you the template for the landing page
I just showed you earlier but also for our popular
listing landing page that helped us get over 1500
leads this year so far.
11) BONUS: Give them an incentive to list your
boat with you.
One of the best methods to influence clients to
list their boats with you is to use reciprocity and giving them something in exchange for their listings.
Let me share with you a few samples.
Bradford Marine is offering free moorage in their
showroom when you list your boat with them.
http://bradford-marine.com/yacht-sales/sellyour-yacht/
(cont. on next page)

10 Simple Ways… (cont. from page 12)

Attention all interested
Yacht Brokers and Salespersons:

CERTIFIED
PROFESSIONAL
YACHT BROKER (CPYB)
~ STUDY SESSION AND TESTING ~
Contact Lon Bubeck or Nick Friedman
for next
study session & exam.
The CYBA is conducting a study session, immediately followed
by the examination, for all those interested in becoming Certified
Professional Yacht Brokers. This will be our first available session
in response to the great interest in this worthy program.
If you have a desire to take your business and personal
accomplishment up to the next level, you owe it to yourself and
your clients to earn the CPYB designation. Join a growing number
of the best and brightest brokers nationwide in increasing your
knowledge, professionalism, and ethical standards as they relate
to your chosen profession.
For complete information, including study materials, applications,
and required qualifications, please visit the National Yacht Broker
Certification website at www.cpyb.net. There you will find all the
forms you need in a downloadable format.

Toronto Yacht Sales is offering a free survey.
http://www.torontoyachtsales.com/
Denison Yacht Sales is offering to pay for your
marine survey if you decide to purchase a new boat
and offer your current boat on trade.
http://www.denisonyachtsales.com/yacht-listings/our-trades/
If you would like to get in touch with the author,
Vincent Finetti from Yacht Sales Academy, he is
based in BC, Canada and his work phone number
is 250.585.2628, and email is vincent@yachtsalesacademy.com.

REMINDER
Your association has many occasions to communicate with
the membership during the year and virtually all of it is now
conducted by email.
If you have changed your email address recently, or are not
getting email broadcasts from CYBA, please forward your
current email address to Don Abbott, our Executive Director
at don@cyba.info

If you have any questions, please contact one
of the CYBA’s Members on the Certification
Advisory Council:
Lon Bubeck, CPYB
Flying Cloud Yachts, Long Beach
562-594-9716
lonbubeck@verizon.net
Nick Friedman, CPYB
The Shoreline Yacht Group
310-748-5409
yachtbroker@pacbell.net
You may also respond to cpyb@cyba.info or contact any CYBA
Board Member. The National Yacht Broker Certification office
needs time to process your application and to perform your
background check.
Brokers wishing to attend the study session, but who are not
testing, are welcome. However you must reserve a space! Seating
is limited!
NOTE: This session is for CYBA Members only. If you are not
yet a Member, and would like to join, contact the CYBA office
immediately @ 800-875-2922.

California Yacht Brokers Association • May 2017 - August 2017

PAGE 13

Newport Boat Show
The 45th annual Newport
Boat Show was held at Lido
Marina Village April 19 – 22 and
was another successful event produced by the Duncan McIntosh
Company. Vendors had wares on
display and services available on
land and afloat. Sail and power
boats filled the docks. Many CYBA
members who presented vessels
reported excellent traffic and a
positive vibe in the air. Please
enjoy the photo collage.

(cont. on page 16)
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Newport Boat Show
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Newport Boat Show
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San Diego International Boat Show
The San Diego International
Boat Show was held in June at
Spanish Landing Park near down
town with ideal summer weather
and a great turnout. Parking was
easy and to get to the docks you
first walked along the park through
a series of vendor tents and trailer
boats on display.
The in-water docks were
packed with a wide assortment of
sailboats and power boats including some impressive large yachts.
CYBA members who participated
all felt this was a very good crowd
and successful show.

(cont. on page 20)
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San Diego International Boat Show
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San Diego International Boat Show
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San Diego International Boat Show
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Mik’s Whimsical Pics

A jet ski turned into a jet powered monster by Metal Magic.

CYBA Sponsorship - Time To Renew
For 2018
The CYBA will be continuing its’ successful partnership with marine service providers again in 2018.
This opportunity for promotion is offered to all CYBA
Affiliate members and provides a targeted delivery
method to reach the most successful California yacht
brokers.
CYBA sponsorship companies are learning quickly
that being involved to financially support their yacht
broker clientele pays big rewards and is an effective
and easy way to gain recognition.
Sponsorships run through the calendar year with
special recognition of CYBA Sponsors on the website,
in the newsletter, at the Legal Seminar and Annual
Dinner.
As you read through this newsletter please pay attention to ads placed by our sponsors and remember
them when you are looking for their services.
For details on becoming a CYBA sponsor you can
open the explanation page on the CYBA.info website
under Affiliate Members, or contact sponsorship chair,
Jeff Merrill.
Jeff.Merrill@JMYS.com
or 949.355.4950.

Tall Ships visit Jack London Square.

Boat Name Metamorefish.

Make Your Advertising
Dollar an Investment...
Not an Expense!
We distribute over 20,000 magazines
per month, every month.
Your ad hits the streets before the month begins,
two weeks before any other marine publication.

Neil Young’s mast refit on his sailboat.

Contact J.P. at (800) 878-7886
or JP@YachtsForSale.com
to reserve space.
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WELCOME ABOARD NEW CYBA MEMBERS
The CYBA Board would like to welcome aboard the following new members, we look forward to your
involvement with your Association. Please feel free to call on any of us in the future should you need our
assistance. CYBA Brokers, please note that when asked to sponsor another Broker Master Member, Broker
Associate or Sales Associate’s membership application, you are the first person in the vetting process of
that application.
Please feel free to call or email me directly if you would like more information or have a colleague you
would like to propose for membership.
Mark Rentziperis – CYBA Membership Chair – brokermark1@gmail.com or 949.533.6505
Robert Anzalone / South Mountain Yachts
Sales Associate
Sponsored by:
Lou Mencuccini @ South Mountain Yachts
Terry Maxwell / Newcoast Financial Services
Affiliate Member
Sponsored by:
Jeff Merrill @ Jeff Merrill Yacht Sales
Jody McCormick / Attorney at Law
Affiliate Member
Sponsored by:
Thomas Trainor @ Delta Yacht Sales
Fred Dehoff / Bayport Yachts
Sales Associate
Sponsored by:
JR Means @ 50 Bayport Yachts
Brian Donnelly / Infinity Yacht Sales
Master Member
Sponsored by:
Scott Lampe @ Big Bay Yachts
Jack Buckley @ Ensign International Yacht Sales

Vaughn Allen / Vaughn Allen Yacht Sales
Master Member
Sponsored by:
Nick Friedman @ The Shoreline Yacht Group
Bob Brokaw @ Brokaw Yachts Sales
Judy Donnelly / San Diego Marine Exchange
Affiliate
Sponsored by:
Jim Johnson @ Chuck Hovey Yachts
Morgan West / Dean West Marine Enterprises
Sales Associate
Sponsored by:
Dean West @ Dean A. West Marine Enterprises
Sean D White / Breakwater Yachts
Sales Associate
Sponsored by:
Bill Middleton @ Breakwater Yachts
Donald Allen / Jeff Merrill Yacht Sales
Sales Associate
Sponsored by :
Jeff Merrill @ Jeff Merrill Yacht Sales

CYBA Members

Have you tried our partnership?
Specializing in marine insurance for over 40
years Oversea Insurance has got you covered
all over the globe!

Call us today! 619-222-1111
www.overseainsurance.com
PAGE 24

California Yacht Brokers Association • May 2017 - August 2017

Only Sea Can Do All This
you in touch with the largest
3 Puts
concentration of over 30-ft buyers
your market to outside your
3 Expands
immediate harbor, up and down the coast
Allows you to step up and compete on
3 an equal footing with the major brokers for:
• Top listings for boats you’ve
never been able to get before
• Top prospective buyers
Sea has:
• More paid subscribers
• More circulation
• More readers who own a 30-ft and larger boat
Than any other marine publication in the West
18475 Bandilier Circle, Fountain Valley, CA 92708

949.660.6150, ext. 201; sales@seamagazine.com
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YachtWorld Seminar
Early registrants will receive a personal evaluation card of their company website,
social media presence and overall digital footprint.

Tuesday, October 10, 2017 • 8:00 a.m. to 4:00 p.m.
Southwestern Yacht Club

2702 Qualtrough St.
San Diego, CA 92106
$25 for CYBA Members
10 Points for Certified Professional Yacht Brokers

AGENDA:

8:00-9:00 a.m.
Registration & Continental Breakfast
9:00-9:30 a.m.
State of the Industry
9:30-10:00 a.m.
CYBA Forms Introduction
10:00-10:50 a.m.
Interactive Session
11:00-11:50 a.m.
Interactive Session
12:00-12:50 p.m.
Lunch
1:00-1:50 p.m.
Brokers Insurance Update/Brokers Education
2:00-2:50 p.m.
Interactive Session
3:00-4:00 p.m.
Open Floor/Networking
		

Sponsored by YachtWorld
Katy Judge, YachtWorld
Nick Friedman, CYBA
Rotation 1
Rotation 2
Sponsored by NovaMar Insurance
Rotation 4
Network with other attendees,
spend more time with experts.

Interactive Session Details:
8-10 people per roundtable (each attendee is placed into a group upon sign up).
Attendees rotate through 4 interactive sessions.
Each interactive session includes 20 min. presentation, 30 min. hands on/Q&A. 10 min. to rotate to next session.
Topics include:
Social Media - How Facebook, Instagram and Pinterest can reach more prospects (YW expert)
BoatWizard - Tips and hints for using, getting more from BW (YW expert)
Website Best Practices - How to optimize your site for search engines (YW expert)
Sponsored Topic - Insurance - NovaMar Insurance (Craig Chamberlain)

Please Print:
Attendee:____________________________________________ Company:___________________________________________
Attendee:____________________________________________ Company:___________________________________________
Attendee:____________________________________________ Company:___________________________________________
Attendee:____________________________________________ Company:___________________________________________
o Visa

o Mastercard

o American Express

o Discover

o Will Send Check

o See Other

Card Number:_____________________________________________________Exp. Date:______________________________
Name on Card:____________________________________________________Security Code:___________________________
Address:_________________________________________________________________________________________________
City:____________________________________________________________ State:________________Zip:________________
Phone Number:___________________________________________________

Either Scan & Email to Don@cyba.info, Fax to (775) 353-5111 or Mail to:
CYBA • 3545 Airway Drive, Suite 112 • Reno, Nevada 89511-1847
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YachtWorld Seminar

7 Marina Plaza • Antioch, CA 94509
(925) 777-2171
E-Mail: info@TwinRiversMarineInsuranceAgency.com
Toll Free: 1-800-259-5701
License #0E32738
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Early registrants will receive a personal evaluation card of their company website,
social media presence and overall digital footprint.

EST
. 1975

Thursday, October 12, 2017 • 8:00 a.m. to 4:00 p.m.
Oakland Yacht Club

1101 Pacific Marina
Oakland, CA 94501
$25 for CYBA Members
10 Points for Certified Professional Yacht Brokers

AGENDA:

8:00-9:00 a.m.
Registration & Continental Breakfast
9:00-9:30 a.m.
State of the Industry
9:30-10:00 a.m.
CYBA Forms Introduction
10:00-10:50 a.m.
Interactive Session
11:00-11:50 a.m.
Interactive Session
12:00-12:50 p.m.
Lunch
1:00-1:50 p.m.
Brokers Insurance Update/Brokers Education
2:00-2:50 p.m.
Interactive Session
3:00-4:00 p.m.
Open Floor/Networking
		

Sponsored by YachtWorld
Katy Judge, YachtWorld
Nick Friedman, CYBA
Rotation 1
Rotation 2
Sponsored by Twin Rivers Marine Ins.
Rotation 4
Network with other attendees,
spend more time with experts.

Interactive Session Details:
8-10 people per roundtable (each attendee is placed into a group upon sign up).
Attendees rotate through 4 interactive sessions.
Each interactive session includes 20 min. presentation, 30 min. hands on/Q&A. 10 min. to rotate to next session.
Topics include:
Social Media - How Facebook, Instagram and Pinterest can reach more prospects (YW expert)
BoatWizard - Tips and hints for using, getting more from BW (YW expert)
Website Best Practices - How to optimize your site for search engines (YW expert)
Sponsored Topic - Insurance - Twin Rivers Marine Insurance (Gary Clausen)

Please Print:
Attendee:____________________________________________ Company:___________________________________________
Attendee:____________________________________________ Company:___________________________________________
Attendee:____________________________________________ Company:___________________________________________
Attendee:____________________________________________ Company:___________________________________________
o Visa

o Mastercard

o American Express

o Discover

o Will Send Check

o See Other

Card Number:_____________________________________________________Exp. Date:______________________________
Name on Card:____________________________________________________Security Code:___________________________
Address:_________________________________________________________________________________________________
City:____________________________________________________________ State:________________Zip:________________
Phone Number:___________________________________________________

Either Scan & Email to Don@cyba.info, Fax to (775) 353-5111 or Mail to:
CYBA • 3545 Airway Drive, Suite 112 • Reno, Nevada 89511-1847
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CYBA Board Of Directors Meeting
Wednesday May 1, 2017
CALL TO ORDER: 9:10am – Mik Maguire
Directors Present:
• Don Abbot (Executive Director), Mik Maguire,
Dennis Moran, Tony Faso, Jeff Merrill, Peter Zaleski, Mark Rentziperis, Mark Gibbons and Nick
Friedman
GUEST(S): Jim Johnson, Bill Krauss
MINUTES APPROVAL FOR MARCH 2017 MEETING:
(Approved Via Email)
FINANCIAL REPORT:
• Don Abbot emailed out balance sheet and
Profit & Loss Statement.
• Motion to Approve financials: Tony Faso,
2nd: Peter Zaleski
• APPROVED
Board discussion regarding the search and hiring
of an accounting professional to perform an
informal, internal audit. 2 Year minimum Commitment (2015 – 2016)
•

Motion to Approve Dwayne Anderson, CAPA for
$200 per year for 2015 and 2016.
• Motion: Mark Rentziperis, 2nd: Dennis Moran, All approved motion
• APPROVED

CORRESPONDENCE: None
MEMBERSHIP: Mark Rentziperis
Discussion surrounding standard letter of congratulations and invoice the day they are approved.
Further discussions around approving members
and master members. Specifically, clarification
that if there is a complaint a letter must be
written and made available to the applicant.
If the applicant wishes to object, he is given
the specific complaint and given the ability to
respond to the board. There were additional
concerns around the process for how to handle
any objection to membership with confidentiality.
•

Executive director has been authorized that if
no payment is received application will have to
be resubmitted.

FORMS: Nick Friedman
• Expectation was that all new forms system was
to be in place by May 1.
• BOSS system has delayed our forms system –
PAGE 28
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•
•
•

•

Still in process.
Question Raised: Should we look at another
supplier?
Membership is continuing to grow restless
Create forms committee – New Committee:
Dennis Moran, Mik Maguire & Nick Friedman
to put together an action plan to present to the
board in short order.
Jeff Merrill – Made a motion to cancel the relationship with Yatco and move on. Mik Maguire
is going to get the forms committee together
for a clearer direction in the coming days.

LEGISLATION:   Bill Krauss: (lobbyist) joined the
meeting at 10:05
Updated the BOD with report of current legislation
and bills that passed.
• There has been positive debate on transportation funding – A $6 billion tax bill (raised 4
billion) 12 cents a gallon gas tax increase was
passed. How we get our funding? A. Gas/Road
tax. 50-60 million goes to boating. Do existing
programs get any increase? AB1 SB1 – assembly member Jim Fraser agreed that if there is
an increase in revenue (Jim Beal did not agree)
the boating community should get increase.
Mik met with Beal. They put increase back to
our programs, but money does not go back to
harbors and watercraft water fund. It goes to
Parks and Rec to be used for Boating/Off Highway vehicle use
• Making a larger effort to support bills – currently supporting 13 bills (most ever) and opposed
to 3. Opposed AB71 (second home deduction)
– opposed but not making a big deal of it, letting realtors handle.
• Agenda is primarily to support bills. Rather
than being opposed to everything
• State Budget
• We have asked for our $52 million to go to
DBW account, may happen by June 30. This is
pending and we are keeping an eye on it.
• Parks re-organizing plan may be announced
soon, talk of supporting DBW as is?
• DBW/DPR Transition plan – possibly merging more of the DBW with Parks. Rumors
around keeping departments independent and
the value in that. Waiting on the final transition
plan and expect that to be coming any time.
• Mik brought the question to the table: “Should
we lobby for funds?” (Pump out, launch ramp
reconditioning, etc.) This will help them understand where our needs are.
• Bill Agreed – Yes, the way we get the
money is by demonstrating demand. If not the
money will go away. Bill will be working on
(cont. on next page)

CYBA Board… (cont. from page 28)

Look For The Logo

that through further communication.
BOAT SHOWS:
• How can or should we attend the boat shows?
• There is a CYBA show display in storage
and available pamphlets and supplies
• If we decide to participate we need volunteers to run the booth
• Jeff Merrill feels it is important to have a presence to support our brokers – Boat Show Committee needs to flush out if participation is important. If BOD decides issues are:
• What should be done?
• Hand out brochures
• Educate the public
• Support our Membership
• Action Items: Peter Zaleski to speak with committee and speak with Southern CA boat show
management. Mik to reach out to Northern CA
boat shows. Both with the goal to get space
comped for the CYBA and we will attend and
support.
NEWSLETTER: Launched both digitally and physically – Great Newsletter
BOD’s response was very positive and appreciative
of Jeff’s efforts.
• Request from Jeff Merrill – “Everybody needs to
contribute”
• Nick Friedman
• To write an overview with Newport Beach Boat
Show overview
• Peter Zaleski
 San Diego Boat Show – take photos and write
article
LEGAL/ARBITRATION: Dennis Moran
• No New Arbitration
• Legal Seminar needs new chair person
• Susanne Winthrow cannot do it.
• Mik to find new chair
• It was brought to the table that we implement
a “Plagiarism clause” into our contracts.
NEW BUSINESS:
• Yachtcloser – Mark Gibbons to reach out to
Brad Parker with regard to who is using CYBA
forms on Yachtcloser.
Next Meeting: IMeet - June 7, 2018 9am – On-Line
MEETING ADJOURNED: Motion Tony Faso 2nd Peter Zaleski – Adjourned at 10:55am.
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CYBA Board Of Directors Meeting
July 12, 2017
CALL TO ORDER:
Directors Present:
• Don Abbot (Executive Director), Mik Maguire,
Dennis Moran, Tony Faso, Jeff Merrill, Peter Zaleski, Mark Rentziperis, Mark Gibbons and Nick
Friedman
MINUTES APPROVAL FOR MAY 1, 2017 MEETING:
• Motion to approve minutes: Dean West, 2nd
Nick Freidman –
• Minutes Approved
FINANCIAL REPORT:
• Don Abbot emailed balance sheet and P&L
Statement
• Move to approve financials: Tony, 2nd Nick
Friedman
• Financials Approved
Our books have been reviewed and completed.
Further spoke about looking for a new service
to have our taxes done and periodically reviewing our accounts as current person is retiring.
Don Abbot is suggesting CPA, Dwain Anderson
take over for Pauline (charges $300) who will
charge $195 to do our taxes.
• Question Risen: Are there any issues for a
Washington CPA doing work with a CA nonprofit group?
• Asking one of our affiliate members (Wenthur or Trusso) for clarification
• Don to confirm with the CPA any concerns
with him working with CA non-profit.
CORRESPONDENCE: None
MEMBERSHIP: Mark Rentziperis
• Two new members
FORMS: Nick Friedman –
• Deadlines were given to Yatco 1/1 3/1 & most
recently June 1 all have passed. Supposed to
have someone working to get things up and
running.
• Committee wants to advise the board to consider severing the relationship.
• Nick: Biggest issue is the eSignature – Not
working on a simple level, let alone a more
complex level which we may face with our system.
• Don – We need continuity with our membership, the forms on their (Yatco) server. Must
move all data to a new server if we switch.
• Tatsu – to move and help us with the transition.
• Motion to Sever the relationship with Yatco and
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move forms to a CYBA controlled server: Nick
Friedman. 2nd Mark Gibbons
• In Favor: Dennis Moran, Mark Rentziperis,
Nick Friedman, Mark Gibbons, Tony Faso, Peter
Zaleski, Jeff Merrill
• Abstain: Dean West
• Motion Passed
Next decision is who to engage to work on the
transfer of forms – possibly Tatsu?

LEGISLATION:
• Meeting on 7/19 in Sacramento, Mik Maguire,
Dean West and Tony Faso will be attending to
represent CYBA
• Meeting with Parks and Recreation discussing the future of the Division of Boating and
Waterways. CYBA is supporting their autonomy
and want to encourage them to keep budget
separate. We need to encourage CYBA members to attend.
BOAT SHOWS: Dean West
• San Diego Boat Show was a success, nice line
up of boats varied sizes. Show grew physically.
• Shore side expanded the footprint with
some good and not so good displays
• Frustration with management - set-up was
poor and unorganized.
• Natalie Rankin no longer with Duncan Macintosh Company (Boat Show owners and management)
• Dennis Moran brought up the question: Should
the association ask for a sit down with Duncan?
• BOD Agree that a meeting should be set-up
and Dean will coordinate
• Still need to coordinate CYBA presence in boat
shows
• Upcoming Shows:
• YachtFest in Marina Village – Northern California
 135-140 boats in the water last year
 Contact Mik for more info
• Southern California Boat Show: September
28 – Oct 2 – Cabrillo Way Marina in San Pedro
NEWSLETTER: BOD needs to participate in contribution of content to the newsletter. Please
provide that info ASAP.
• Specifically need a report on the “ABC”
LEGAL/ARBITRATION –
• Dennis Moran “Quiet” no new arbitration
• We need new legal chair for next year
• Dean to inquire with Cris Wenthur about
possibly taking the seminar on.
• Stronger emphasis to master brokers attending
(cont. on next page)

CYBA Board… (cont. from page 30)
• Discussions around possibly doing a web
case for the seminar.
NEW BUSINESS
• Dan West – Report on ABC (written report will
go out soon) very successful and getting larger,
remains a must attend. Very poor turnout from
California.
• Mark Gibbons – New Facebook page - make

proposal for how to implement this to the
BOD.
Next Meeting: September 6th via iMeet with the
following meeting suggested for Newport
Beach for an in-person meeting in late October.
MEETING ADJOURNED 10:49am: Motion by Mik
Maguire, Peter Zaleski 2nd.

Eight Bells
The yacht brokerage industry lost an iconic figure as Mikelson Yachts co-founder Bob Peterson
passed away on June 16 at the age of 92.
Mikelson Yachts released the following - After
purchasing many personal boats through his good
friend Dave Fraser, Dave asked Bob to help operate
and develop his brokerage office in San Diego. After
many years of success there, he started and operated his own Yacht Brokerage firm, and then decided
to head off to Micronesia to
build a school. Not to let any
grass grow under his feet,
after several years of that he
headed home to work again
at Mikelson, becoming the
lead salesman in new boat
sales. His list of customers,
who loved and revered him
for his no nonsense and incredible desire to take care of them, is long indeed.
He had a sense of intense focus to make sure every
customer was well taken care of. It was a team effort with his wife, Jeni, by his side the whole way.
(Excerpted from The Log)

Doug Peterson, a freethinking yacht designer who
turned the offshore racing world on its head in the
1970s with breakthrough boats, and later contributed
to the designs of two America’s Cup winners, died
on June 26 in San Diego. He was 71.
Peterson, a young, longhaired, bearded San Diegan, entered the yacht-design scene on the West
Coast, fresh from an apprenticeship with the renowned
yacht designer Wendell
Calkins. Hawaii. Peterson’s
breakthrough design was
for a 34-foot yacht named
“Ganbare” a Japanese word
of encouragement roughly
translated as “good luck” or
“do your best.”
The win record for Peterson’s designs in the 1970s
and early 1980s included eight world championships
and victories in every major sailing event across the
globe, including the Southern Ocean Racing Conference and the Admiral’s Cup.
(Excerpted from the New York Times).

Gary Jones, a longtime yacht salesman/broker and dealership manager has passed, following his wife June and
daughter Jennifer. Gary
worked in the industry
40+ years. Gary’s years
on the Northern California Marine Association
board were invaluable
to the industry. An avid
golfer, Gary joined many
NorCal marine industry
golfers in building camaraderie within the industry. Gary’s signature
“see you on the water”
will be missed.

Hugo Carver, a prominent figure in San Diego’s
maritime industry, died on June 1, his family and
associates confirmed. He was 72.
Carver, who was the second half of
the yacht building company Knight
& Carver, lost an 18-month battle
with ALS, commonly known as Lou
Gehrig’s disease.
John Freeman, who penned
Carver’s remembrance and submitted it to The Log, elaborated on the
man’s personality and practices.
“Ever the innovator, Carver – who was known
to all who knew him as simply ‘Hugo’ – initiated
many of the maritime firm’s new-build techniques,
many based on doodles drawn in pencil on scratch
paper,” Freeman wrote. (Excerpted from The Log)
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Favorite Quotes
“Don’t watch the clock, do what it does. Keep going.” Sam Levenson
“I spent most of my dough on booze, broads and boats and the rest I wasted.” Elmore Leonard
“People of character do the right thing, not because they think it will change the world, but
because they refuse to be changed by the world.” Ethicist, Michael Josephson

Calendar
September 7 – 10
September 13
September 14 – 17
September 14 – 17
September 28
September 28 – 30

Yacht Fest – Alameda, CA
CYBA Online Board Meeting 10am
Lake Union Boats Afloat Show – Seattle, WA
Newport International Boat Show – Newport, RI
San Diego Yacht Brokers Forum 11:30 -Fiddler’s Green
TrawlerFest – Stevensville, MD

September 28 – October 1
October 3
October 5 – 9
October 10
October 12
October 12 – 15
October 23 – 15
October 26
November 1 – 5
November 8
November 30

Southern California Boat Show – San Pedro, CA
Fall Legislative Meeting - Sacramento, CA 10:00
United States Sailboat Show – Annapolis, MD
CYBA YachtWorld Interactive Seminar in Northern California
CYBA YachtWorld Interactive Seminar in Southern California
United States Powerboat Show – Annapolis, MD
MRA Educational Conference and Trade Show – Monterey, CA
San Diego Yacht Brokers Forum 11:30 -Fiddler’s Green
Fort Lauderdale International Boat Show – Fort Lauderdale, FL
CYBA Board Meeting – OCC Sailing Center, Newport Beach, CA 11:30 in-person
San Diego Yacht Brokers Forum 11:30 -Fiddler’s Green

2018 upcoming events
January 13
January 13
January 18 – 21
January 25
January 25 – 28
February 22
February 27
February 28

CYBA Annual Meeting – Newport Beach, CA
CYBA Annual Dinner and Awards– Newport Beach, CA
Los Angeles Boat Show – Fairplex, Pomona, CA
San Diego Yacht Brokers Forum 11:30 -Fiddler’s Green
Sunroad Boat Show – San Diego, CA
San Diego Yacht Brokers Forum 11:30 -Fiddler’s Green
Spring Legislative Meeting 10:00 Sacramento, CA
California Boating Congress - Sacramento, CA

