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EPA Refuses To Respond To Boater Concerns
EPA Finalizes the 2014 - 2016
RFS Volume Standards
12/1/2015 12:00:00 AM | General Government Relations
Meeting its legally required
deadline, the EPA finalized the
2014, 2015 and 2016 Renewable Fuel Standard (RFS) volume
obligations on Monday.
While the ruling falls short of
the worst-case scenario, it still
mandates the breaking of the
“blend wall” in 2016 – due to this
ruling, more ethanol, largely in
the form of E15, will be required
across the country’s fuel supply.
This remains problematic for boat
owners and marine businesses
as these higher blends of ethanol
will damage engines, present

grave safety concerns and void
warranties.
In its rulemaking, the EPA
acknowledged the comments
and testimony from the NMMA
and thousands of other industry
supporters who found fault in the
agency’s calculations of demand
for ethanol-free gasoline (E0).
NMMA disagrees with the EPA’s
continued assertion that E0 is not
a major fuel option and contends
that anecdotal evidence from
marina owners, boaters and other
industry personnel proves that E0
remains the preferred fuel choice
for recreational marine engines.
NMMA and our coalition of
supporters remain committed to
educating the public on the many

The CYBA Board On The Move
The scene was the Oakland
Yacht Club in Alameda (I know,
I’m sure they get asked a lot).
Established in 1913 it includes
Jack London and Governor Pardee
amongst its members.
We started with a nice lunch
provided by the CYBA as a token
for the great turnout we had. A lot
of NorCal members had not seen
one another in some time and it
was fun. We had people from the
Delta, the North Bay, the South
Bay... and in between. Forty four
(cont. on page 13)

dangers of the ethanol mandate,
while advocating Congress and
the Administration to fix this failed
policy.
IF YOU FAIL, NEVER GIVE
UP BECAUSE F.A.I.L.
MEANS “FIRST ATTEMPT IN
LEARNING”
END IS NOT THE END, IN
FACT E.N.D. MEANS “EFFORT
NEVER DIES”
IF YOU GET NO AS AN
ANSWER REMEMBER N.O.
MEANS “NEXT OPPORTUNITY”
SO LET’S BE POSITIVE
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by Jeff Merrill, CPYB

Greetings CYBA members!
2015 has been an optimistic
year of growth for many of us and
I am very proud of what the CYBA
and your board has accomplished.
Seems like it was only a few weeks
ago that we held our annual January dinner dance at the Island hotel in Newport Beach, and now it’s
time to make your reservations for
the January 30th event at the Pelican Hill Resort in Newport Beach.
This is a spectacular venue and
we are very excited that so many
brokers and spouses have already
indicated they will attend. This is
the ultimate networking event of
the year and a great way to launch
into the new season. Please be
sure to send in your reservations
and plan on a fun evening – more
details on our website.
The Board of Directors has
been working on many projects;
you will see several update reports
in this issue. I’d like to thank Nick
Friedman of the Shoreline Yacht
Group for his tireless efforts on
our Forms. We are very close to
implementing the new version
and one of the highlights will be
the individual logins available to
all members to insure interoffice
security.
Membership continues to
grow and with the upcoming new
forms log in requirement we are
expecting to have a rush of salesperson applications. J.R. Means of
Bayport Yachts is our membership
chair and he really appreciates all
of you who beat the drums to get
more people to join. Along that
theme, you will soon be getting a
bill for your annual dues…please
remit expediently, thanks!
Jim Johnson from Chuck Hovey Yachts has put together another
great newsletter, enjoy – and remember we would love to hear
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from you and include your news
– photos are always welcome, let
us know if you have moved or
have new personnel and we will
include that in our “Around the
Waterfront” section.
Dean West from Dean West
Marine Enterprises has been
busy with the NMMA helping to
increase our member attendance
at their three major shows – San
Francisco Boat Show in January
(Jan. 15 – 18, 2016) Los Angeles Boat Show in February (Feb.
25 – 28, 2016) and San Diego
International Boat Show in June
(June 16 – 19, 2016). We are
very fortunate to have the NMMA
as our Platinum Partner, they are
our largest financial benefactor as
we receive a small contribution for
every CYBA brokerage boat that is
put on display – please keep this
in mind as you plan your inventory
for the upcoming NMMA shows.
Dean and our Executive Director,
Don Abbott are working on plans
to have a display booth with
charging outlets, a fax machine/
copier and other niceties to make
your boat show experience even
more convenient. (Read more
about the upcoming shows in
this issue).
CYBA Vice President and Secretary, Mik Maguire from Passage
Nautical has done a great job of
keeping our website fresh and current. Like our newsletter, we also
welcome your photos of boats
and boating activities to include
on our website – please email Mik
with your favorites. Mik also was
largely responsible for the great
broker turn out in November at
the DBW Q and A meeting held in
Alameda – we had a great turn out
and were fortunate to have four
of the five DBW Sacramento staff
(cont. on next page)

From The President… (cont. from pg. 2)

Inside This Issue:

on hand. (See separate article and look for another
DBWQ&A event in so. Cal. details coming soon).
Anita Mays from Valkyrie Yacht Sales is already
working on the details for the 2016 CYBA Legal Seminar, the dates and location are still being worked out
and she would love to hear from you if you have a
topic or want to recommend a presenter.
Dennis Moran from Ardell Yachts has had a relatively quiet stretch with Arbitration, which is a good
thing! We are fortunate to have an association that
supports this form of grievance resolution.
I was invited to be a co-presenter with NMMA
West vice president, Dave Geoffroy at the MRA (Marina Retailers Association) conference held in Santa
Barbara the last week in October. Dave and I had
a fun session discussing the state of the boating
industry with our focus being on “The New Urban
Boater” – please see my summary article in this issue.
Our November Board of Directors meeting was
held at the Long Beach Yacht Club and our September
BoD meeting was held at the Oakland Yacht Club in
Alameda. I would like to clarify that these in person
BoD meetings are open to all members (thanks to
about 20 local Bay and Delta area brokers who sat
in) and we try to move them around the state so
that more of you can attend. The Board has about
five in-person meetings a year, the rest are online
conference calls, please check the CYBA website to
find out when the next one is happening and please
join us (hint, January 30th in Newport Beach)!
We have formalized a sponsorship program
for our Affiliate members that will help grow your
business and introduce you to your best customer
resource – active CYBA members. Please take a look
at who our sponsors are and know that they are not
only interested in your business, but are interested
in growing our industry. Details are found elsewhere
in this newsletter and on the CYBA web site.
Dean West is coordinating the CYBA participation as a co-host with the ABC (American Boating
Congress) conference in Washington, DC this spring.
Dean attended to represent the CYBA in 2015 and is
a great representative for our group.
Our lobbyist, Bill Krauss, is going to be hosting
the first ever California Boating Congress in March of
2016. Bill already has his finger on the pulse of our
industry through his efforts and this is an attempt to
better organize all of us who enjoy and make our
living on the water and around boats.
As we go to press we are preparing for elections to
our Board of Directors. The results will be announced
in January, but I would like to take a moment to thank
former three year CYBA president, Tom Trainor for
all of his years of service as he has stepped down off
the Board. Tom will still be active as he was recently
appointed by the DBW to help serve on the committee that will be working out the details for the new
law regarding Vessel Operators Cards.
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Thank you for being a CYBA member and please
be aware, you don’t have to be a board member to
get involved. I’d like to thank George Sikich of Kensington Yacht and Ship who recently volunteered to
help out with the membership committee, thanks
George! If you would like to become active we have
several committees and the chairs are always looking for some extra help. I invite you to contact me
directly by phone or email to let me know what your
interests are and how you can become more involved
in your association.
Looking ahead, SAVE THE DATE of Saturday
January 30th, 2016 for our annual Dinner Dance at
Pelican Hill Resort (thank you California Recreation/
Great Slips – Greg Sinks and Natalie Bizic, for helping
us work through the details on finding this exciting
location.
Wishing your family and your business a great
year in 2016 and hope to see you at one of the many
upcoming CYBA events!
Jeff Merrill, CPYB – CYBA President
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Congresswoman Lois Frankel Introduces Legislation Allowing
Sales Of Foreign-Flagged Yachts To U.S Citizens In U.S. Waters
Bill Referred to House Ways and Means Committee for Review
Fort Lauderdale, Fla. – November 20, 2015 – U.S. Congresswoman Lois Frankel (D-FL) has
introduced legislation that would
allow U.S. citizens to purchase
foreign-flagged yachts while in
U.S. waters without paying a costly
import duty prior to the sale. The
bill – H.R. 4065 – would amend
the Tariff Act of 1930 and allow
U.S. residents to defer paying duty
on foreign-flagged yachts until
the point of purchase. It has been
referred to the House Committee
on Ways and Means for review.
“We thank Congresswoman
Frankel for submitting this bill
in recognition of the efforts of
FYBA and scores of other marine
industry businesses and organizations who have worked diligently
to repeal this outdated law,” said
Cindy Sailor, executive director of
the Florida Yacht Brokers Asso-

ciation (FYBA), the world’s largest
organization of yacht and charter
brokers. “Passage of this bill will
help to generate U.S. jobs and
tax revenue; something that Congresswoman Frankel recognizes.
We urge all members of the yacht
brokerage and boating communities, including FYBA members,
to contact their Congressional
representatives and urge them to
support the measure.”
Congresswoman Frankel announced her intention to submit
this important legislation during a
November 10 press event hosted
by FYBA at the Fort Lauderdale
International Boat Show.
Also known as “Deferred Importation”, the new legislation
would repeal the 107-year-old
law that says foreign-flagged boats
that are in the U.S. under cruising license cannot be offered for

sale to U.S. citizens while in U.S.
waters. It simply would defer payment of the import duty until the
boat is sold – just as other nations
require of U.S.-flagged vessels sold
while in their waters.
Studies show that implementation of Deferred Importation
would generate thousands of
industry-related jobs and encourage $2.46 billion in additional
U.S. recreational marine sales and
economic activity.
“We are extremely grateful
to Congresswoman Frankel for
submitting H.R. 4065 in support
of our cause,” said Jeff Erdmann,
chairman of FYBA’s Legislative Affairs Committee. “We are counting
on the bill moving quickly out of
committee and before the full
House for a vote in the very near
future.”

Until then, should you want to delete, I would suggest archivin, so it
disappears from the active display.
2) The Repair Allowance is
now indexed like a Counter Offer. Meaning that they are now
created by using the “Add New”
feature and referencing the transaction name to create a Repair
Allowance.
3) The Trial Run/Survey Waiver has been modified in the same
way and is created through the
“Add New – Transaction Name”
also
4) When there are two Sellers
on a listing agreement or two Buyers or Sellers on a Purchase Agreement the names now propagate
to the signature pages.
5) Exclusive Listings appear
on the “Dashboard” page when
within thirty days of expiring. We
all felt that a heads up on this
would make it easier to keep our
listings up to date and conforming
to DBW rules. If the listing is no

longer in force either by sale or
cancellation, archive it and it will
disappear from the Dashboard. If
the listing is renegotiated, changing the expiration date will reset
the form and take it off the Dashboard.
6) A variety of text boxes have
been enlarged so that you can see
more of the message as you create it. This makes it much easier
to modify it as needed.
Targeting the end of January
improvements, the forms will be
moved to a more cutting edge
software which will incorporate
a fully responsive mobile application, permission levels, and the
ability to attach scanned documents to a deal. Our target for
most of these improvements is
the end of January. Soon after, we
hope to introduce an integrated
contact management data base.
Currently two electronic signature modules are being experi-

Focus On Forms
by Nick Friedman
We are pleased to announce
the new CYBA Forms system will
be introduced by the end of January. In the interim we have just
introduced some updates that will
streamline the system. Below are
the newest updates and instructions for navigating them.
1) Archive ability for Purchase
Agreements, Exclusive and Open
listings. As of Dec 15, 2015 this
feature has been included in the
Forms Suite. To archive one of
these forms, you will find a box
at the bottom of the edit page.
Check this to archive. At the top
of the grid or “list” page showing
all the listings or Purchase Agreements a “status” box has been
added. Setting this to “All” will
show everything. Set to “Active” to
see only the active listings. Set to
“Archived” to see only those that
have been archived. By the end
of January the permissions and
delete capability should be active.
PAGE 4
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(cont. on next page)

Focus On Forms… (cont. from pg. 4)
mented with. Both are economical - $1.00 - $5.00 a
month and seem to do the job. The first is the Echo
Sign basic module from Adobe. The other is Cuda
Sign. Both offer free trials and either works satisfactorily. I recommend everyone experiment with
them. At some point we will include an electronic
signature function with the forms suite, but we are
not there yet.
As always, we want to thank our friends at YATCO
for working so hard to keep this program a success.

Editor’s Notes
I know most of you will agree that it is hard to
believe that we have turned the page on 2015 and
have moved on into 2016, what a year it has been.
Now is a time when we should take a moment and
think of all we have to be thankful for and for the
accomplishments you have made over the year. I
know that I feel fortunate that after over 27 years in
this business that I am still here in this very up and
down market, although with some added wrinkles
and more gray hair (OK a lot of gray hair) I might
add. I want to thank all of you, who over the past
year have tirelessly provided articles of interest to this
newsletter – it was truly appreciated and I hope that
more of you will try and do the same in the coming
year. We would welcome any suggestions that you
may have how we could better improve the newsletter so that it will continue to be something that you
look forward to seeing in your email boxes.
The CYBA will be hosting its 40th Annual Reception and Dinner on January 30th at The Resort at
Pelican Hill in Newport Beach. This is going to be a
spectacular event and one that you will not want to
miss. Further details are in the newsletter and will
be forthcoming via email.
I would also like to take this time to thank everyone who participated in this year’s San Diego Brokers
Forum Christmas Party. I would like to thank all the
sponsors who really stepped up this year to insure
that once again this was an event not to miss. We
had a very successful canned food drive to benefit
the San Diego Food Bank and over 350 lbs. Thank
you all who contributed this year – we will certainly
be doing this again.
The “ALONG THE WATERFRONT”, Remember this
is a great way for your company to get the word out
on changes at your office whether it is new personnel,
new product-line, or even a new or relocated office.
These are all newsworthy topics, and I hope you will
take a moment of your time and allow your newsletter to work for you – please submit articles to me via
email at jim@chuckhoveyyachts.com . I ask that you
try and keep the article to a couple paragraphs if at
all possible. Thank you.
Respectfully, James H. Johnson, Editor

CYBA To Co-Host American
Boating Congress 2016
The CYBA Board of Directors voted to support
the NMMA-backed American Boating Congress
2016 (AB 2016) by Co-hosting the event along
with 35+ of the nation’s most distinguished and
accomplished marine-related organizations and
associations. Joining BoatUS, Sail America, FYBA,
YBAA, American Sportfishing Association and others,
the CYBA is demonstrating our commitment to this
remarkable advocacy convention.
The ABC 2015 is a multi-day assemblage, in
Washington DC, of the major boating groups from
around the country. During the three day event,
delegates discuss strategies for advancing boatingrelated issues, and lobbying US Senators and Representatives on behalf of our industry. The results of
these efforts are as impressive as the topics are varied.
With assaults on boating water access, fishing area
closures, ill-conceived ethanol standards, and more,
it is critical that your CYBA be involved and informed.
We become actively involved, and supportive of the
NMMA”s considerable organizational efforts, by being in attendance and participating in the scheduled
trips to Capitol Hill to meet with our elected officials.
Stay tuned for further updates. For information,
or any questions, contact Board Member Dean West
or President Jeff Merrill.

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
Active/Founding Member
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Q&A With The DBW - Oakland Yacht Club Nov. 12, 2015
By Jeff Merrill, CPYB
Two dozen California yacht brokers and salespersons signed up to attend the first ever “Q and A with
the DBW” held from 11am – 1pm at the Oakland
Yacht Club in Alameda.
The event was an open forum discussion that was
coordinated between Mik Maguire and Jeff Merrill of
the CYBA along with Monique Cabral and Ramona
Fernandez of the DBW.
At the CYBA Legal Seminar earlier this year in
June, the idea for a separate DBW only forum was
discussed due to the time constraints of trying to
accommodate all of the various speakers. Jeff and
Monique collaborated over the last few months to
set up an outline of topics and to work on a date
that would allow brokers to attend during the week
without missing too much time from work. The plan
was to try a northern California event first and then
set a date to take this show on the road to southern
California in the first half of 2016.
Mik Maguire did a great job of calling and inviting brokers to attend and opened the meeting by
introducing Jeff. Jeff welcomed everyone and had
each person introduce themselves then explained
that the gathering was intended to be a give and
take opportunity for the DBW Sacramento staff to
meet with brokers in a casual gathering to explain
common issues of concern that they are seeing at
their office and in the field and to answer questions
from the yacht brokers in the audience. The DBW
is charged with insuring consumer protection in all
facets of used boat transactions and for making sure
all licensed yacht brokers and sales persons are in
compliance with the Harbors and Navigation Code
and California Code of Regulations, Title 14.

PAGE 6
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Jeff thanked Ramona Fernandez – Chief, Boating Operations for helping to coordinate the event
and then she introduced her staff and started out by
covering some very important and relevant topics.
The DBW has just published their first newsletter in some time, called the “Regulators Information
Newsletter” and Ramona reviewed some of the
highlights. This was mailed out to yacht brokers in
CA and is posted on the DBW website now.
The DBW is in the process of hiring a manager for
the Division to oversee the day to day and they are
implementing a new upgraded computer system to
help with enforcement in the field.
There is a movement in the state to have a fee
increase for yacht brokers and salespersons licenses.
The DBW is working with their budget to become
self sufficient.
The independent contractor vs. employee issue
was also discussed. The state legal team is taking
longer to render a decision on this than originally
expected, so in the interim the DBW has authorized
the CYBA Broker – Salesperson Agreement to be
put back into use. This is a temporary remedy until
a final decision is made. The important point is that
all brokers must have a written agreement in place
with each salesperson in order to be in compliance.
(cont. on page 8)

ADVANCED TECHNOLOGY
FOR INCREASED SALES

YATCO, the Official Search Engine of the Yachting Industry™ puts the power of the Internet in your hands.
Generate more leads from our all new YATCO.com site for consumers. List and Search more boats on our
Professional Brokers site. Utilize our industry leading broker tools to maximize your results.
Contact Victoria Bedford at 850.339.9589
or visit YATCO.com to learn how you can increase your business.
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Q&A With The DBW… (cont. from pg. 6)
Monique Cabral – Licensing
Administrator for Brokers was
up next and she distributed an
instruction hand out regarding
bonds and the requirements for
establishing a new bond and
what to do for bond renewal. She
will be attempting to email each
broker before their bond expires
to help avoid a discontinuation
of licenses, but it is the brokers’
responsibility to remain current.
Monique also reminded us that
with the restructuring of the DBW
under the State Parks Department
that checks now go to the accounting department first so allow
up to 10 days from post mark for
your bond paperwork to reach her
at the DBW office.
Fahim Buksh – Licensing Administrator for Salespersons,
reminded the group that a salesperson can only work for one
broker. When an application for a
salesperson license is submitted it
must be signed by both the broker
and the salesperson. The broker
should sign after the salesperson
so that the broker can review the
contents. Fahim reminded us that
the completed application must

include the Request for Live Scan.
When a salesperson leaves a brokerage the broker must surrender
that salesperson’s license (it is the
property of the brokerage, not the
salesperson) to the DBW and notify the DBW of the status change.
Anneka Barkey – Licensing Enforcement covered some
important issues that she and
Marinda see in the field. Marinda
Isley -Licensing Enforcement, was
scheduled to attend, but had to
pass at the last minute to be with
her family to see the arrival of
a new grandchild – congratulations Marinda! Anneka reminded
us that all brokerages must have
a physical address that the inspectors can visit – this can be
a home address, but it cannot
be a P.O. Box or mail box location. Listings must be available

for review and must have written
signed authorization from the
seller with a specific asking price
and specific start date and expiration date for the vessel listed. In
the event of a change of price or
dates, a written record with the
specific price change and/or date
change must be included in the
file (you can print out an email
summary of changes for the file
and should send a summary email
with the specific price and / or
date to the seller in the event a
change is done by phone). A listing agreement modification that
says, “extended by two months or
price lowered by $5,000.00” is not
acceptable. You need to have the
specific expiration date - ex. April
15, 2015- and exact dollar figure
- ex. $45,000.00 - of the new ask(cont. on page 13)

CYBA Affiliate Sponsorship Program
By Jeff Merrill
The CYBA Board of Directors announced in December a new sponsorship program with varying levels of
participation to our Affiliates. These promotional packages are available to companies and individuals who
wish to contribute donations based on varying values. Our highest level of sponsorship is reserved for the
NMMA, our Platinum Partner Affiliate.
For 2016, we have four levels of Affiliate sponsorship available:
•

Friend of CYBA Affiliate- $500

•

Bronze Affiliate - $1,000

•

Silver Affiliate - $2,500

•

Gold Affiliate -$5,000+

At the Bronze, Silver and Gold levels, in-kind services can be combined with dollar value contributions.
CYBA Affiliate membership is available by application and all sponsors must be approved. CYBA Affiliate dues are $195 a year, and dues are included at each sponsorship level. New Affiliate initiation fees are
waived for 2016.
Additional programs of sponsorship and promotion are available to supplement your support and can
be coordinated through the CYBA Sponsorship Chairperson, Jeff Merrill
For more details, please log on to the CYBA.info website, Affiliates section.
PAGE 8
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Editorial Backs New Jersey Boat Tax Cap
From Soundings Trade Only
New Jersey’s new bipartisan
boat sales tax cap, coupled with
a reduction of taxes on boat sales

by half to 3.5 percent, will help
the state’s hard-hit industry.
That’s according to an edi(cont. on page 22)

Please send any correspondence to:

CYBA
4090 S. McCarran Blvd.,
Suite E
Reno, NV 89502

Letter From The President Re: DBW
Dear CYBA Members and
friends:
In January of 2015 the Division of Boating and Waterways
asked the CYBA to take down our
Broker-Salesperson Agreement
because the language includes
the relationship description as
“independent contractors”. As
most of you are aware, there is an
extremely important debate going
on regarding the defined relationship status between brokers and
salespersons. For decades we
have used the distinction of “independent contractors”, but there
is a movement in the government
to reinterpret the Harbors and
Navigation Code and define sales
persons as “employees”.
The CYBA Board is watching
this closely and supports the fact
that supervision by brokers of
their salespersons is essential, but
do not agree with the interpretation that salespersons have to be
employees. We believe it should
be up to the broker to define the
relationship with his or her salespersons as either independent
contractors or employees.
While this is being decided
in Sacramento it has created an
issue amongst brokers who have
not had a suitable agreement to
sign with their salespersons since
ours was removed in January.
The Harbors and Navigation Code
does require a written agreement
be in place between broker and
salesperson. Removing the CYBA
form has created confusion and
made compliance with having a
written agreement difficult. Fortunately we have been advised from
the DBW that because the review

is taking a long time they have
no objection to us reinstating our
Broker-Salesperson form back up
for our members to use. Be aware,
however, that the independent
contractor status may change in
the future and I encourage you to
seek legal counsel to make sure
you are comfortable using the
CYBA form.
This past week in Alameda,
the DBW staff met with a group
of CYBA brokers and salespersons
for the first ever “Q and A with the
DBW” held on November 12th at
the Oakland Yacht Club. This was
an opportunity for an open forum
discussion on a variety of important subjects including; bonds,
licensing, change of address,
enforcement concerns and what
to expect in an audit. The two
hour session was very informative and attended by over twenty
brokers/salespersons as well as
the following DBW staff: Ramona
Fernandez - Chief of Operations,
Anneka Barkey- Licensing Enforcement, Monique Cabral – Broker
Licensing and Fahim Buksh –
Salespersons Licensing. A report
will follow in the upcoming CYBA
newsletter, but in the meantime I
would like to bring two items to
your attention.
1. Until further notice, the
DBW will allow and accept the old
CYBA Broker – Salesperson agreement to comply with the Code.
CYBA members can now access
this on the www.CYBAforms.com
suite. The matter of whether salespersons should be considered as
independent contractors or as employees is still under review with
the State legal department. The

key point here is that you must
have a signed, written agreement
between broker and salesperson
in order to be in compliance.
2. The DBW has just issued
their first “Regulators Information Newsletter”. This is the first
in a series of planned quarterly
updates to keep yacht brokers
and salespersons informed about
what is happening in Sacramento
that affects our industry from the
DBW view. You should have just
received a hard copy in the mail
and will soon be able to download
a copy by clicking on the DBW
site. Many of the topics covered
at our meeting are outlined in this
newsletter; I encourage you and
everyone in your office to read it.
Things can change quickly in
our world; this new development
is one such incident. Please make
sure you have a current signed
and dated agreement between
brokers and salespersons in your
offices.
The CYBA will do our best to
keep you informed as we learn of
any new developments with the
DBW and Sacramento that effect
yacht brokers and salespersons.
If you have any questions or
concerns please feel free to contact any CYBA Board member (a
directory of names is on the CYBA.
info website. I also welcome your
direct call and/or email. Thank
you.
Best regards,
Jeff Merrill, CPYB
President CYBA
Mobile: 949.355.4950
Email: Jeff.Merrill@JMYS.com

Visit Our Website
www.cyba.info
California Yacht Brokers Association • October - December 2015
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San Diego Brokers Holiday Party
“Twas the night of our party,
and all through the room,
not a creature was thirsty,
nor feeling the gloom.
The hors d’oeuvres were served
by the waitstaff with care,
In hopes that once fed,
we’d be soon out of there.
The Wenthurs were nestled
all snug in their chairs,
with most of their office staff
already there.
And Oversea’s ladies
dressed up in their finest,
kept beat with the musician,
who sat there behind us.
When down by the bar,
there arose such a clatter,
I sprang from my booth
to see what was the matter.
Away to the front
of the pub I did dash,
To see Joni from Trident,
taking a flash.
The glow from a streetlight
on a bum down below,
gave sight of pedestrians,
watching the show.
When what to my booze-lowered eyes should appear,
but Carleton’s Buick
all covered in mirrors.
I quickly looked back,
so lively and quick,
to realize promptly
that wasn’t St. Nick.
More rapid than eagles
the brokers appeared,
trading cans of good food
for cocktails and beers.
“Hey JJ! Hey Susanne! Hey Paul & Bernadine!
‘Sup Kat? Hi Barrett! Hey Neil!” As more made the scene.
To the top of the stairs! To the outdoor seating!
Grab a scallop from Nicole,
then we’ll all be a-eatin’!
As a waterspout spins
and lifts the sea skyward
causing perilous seas
and a nautical hazard,
so up to Fiddler’s the sailors they flew,
with sacks full of canned goods (more than a few!)
PAGE 10
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And then, in a twinkling
I heard from the kitchen
brokers were hungry
and startin’ their bitching
As I positioned myself
to pick from a platter,
I spied coconut shrimp
with the crunchiest of batters.
Then I saw Steve Rock,
the head of the place
and he had a big smile,
that covered his face.
He looked quite festive,
from his head to his foot,
the exhaust fans effective,
he sported no soot.
He directed the waitstaff
as they moved through the crowd,
and watching their service
made him feel a bit proud.
Guest’s eyes--how they twinkled!
All feeling quite merry!
Food was abundant,
and cocktails had cherries!
They watched for the servers,
and waited for trays
And they ate and they ate
like they hadn’t for days.
The liquor did its job
and lightened the mood
But as always at Fiddlers,
it was really the food.
It came out often,
and tempted my belly,
and I dunked my lamb chops
twice in the jelly.
This was quite a good party,
a hell of a function
An annual gig,
devoid of dysfunction.
It was boisterous, and jovial,
and friendly and loud
And I realize yearly...
it’s quite a great crowd.
And after they’d eaten and drank,
and given uBer a whistle,
the maritime group flew off
like the down of a thistle.
But I heard them all hiccup,
as they sailed from my sight,
“HAPPY CHREESHMUSH! (hic-up) AND TWALL A GOO-NIGHT!”
(With many apologies to Clement Clarke Moore)
California Yacht Brokers Association • October - December 2015
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He Was Mad When His Rich Boss Ignored Him, But Was Shocked To Learn
This
My boss drove a luxury car
everyday and it was my duty to
greet him and to open the gates
for him, as I worked as a watchman in his villa. But he never responded back to my greetings.
One day he saw me opening the garbage bags outside the
villa in search for any leftover
food. But, as usual he never even
looked at me, it was like as if he
never saw anything!
The very next day I saw a paper bag at the same place, but
it was clean and the food inside
was covered well. It was fresh
and good food like someone
had just brought it from the supermarket. I didn’t bother as to
where it came from, I just took
the paper bag and I was so happy
about it.
Every day I found this paper
bag at the same place with fresh
vegetables and all that we needed for home. This became my
daily routine. I was eating and
sharing this food with my wife
and kids. I was wondering who
this fool could be?! To forget his
paper bag full of fresh food everyday.
One day there was a big
problem in the villa and I was
told that my boss has died. There
were too many guests coming to
the villa that day and I didn’t get
any food that day, so I thought
that one of the guests must have
taken it. But the same thing happened the 2nd day, the 3rd day
and the 4th day.
It went on like this for a few
weeks and I found it difficult to
provide food for my family, so
I decided to ask the wife of my
boss for a raise in my salary or
else I would quit my job as a
watchman.
After I told her, she was
shocked, and asked me, how
come you never complained
about your salary for the last 2
years? And why is this salary not
enough for you now? I gave her
so many excuses but she was
PAGE 12

never convinced!
Finally in the end, I decided
to tell her the truth, I told her the
entire story of the bag of groceries, and as to how it was my daily
provision. She then asked me as
to when this stopped? I told her
after the death of her husband.
And then I realized that I stopped
seeing the paper bag immediately after the death of my boss. Why
didn’t I ever think of this before?
That it was my boss who was
providing this for me? I guess it
was because I never thought that
a person who never replied to
my greetings could ever be this
generous!
His wife started to cry and I
told her to please stop crying and
that I’m really sorry that I asked
for a raise, I didn’t know that it
was your husband who was providing me with the meals, I’ll remain as a watchman and be happy to provide my service.
His wife told me, I’m crying
because I’ve finally found the 7th
person my husband was giving
this bag full of food. I knew my
husband was giving 7 people everyday, I had already found the 6
people, and all these days I was
searching for the 7th person. And
today I found out.
From that day onwards, I
started to receive the bag full of

food again, but this time his son
was bringing it to my house and
giving it to my hand. But whenever I thanked him, he never replied! Just like his dad!
One day, I told him THANK
YOU in a very loud voice! He replied back to me to please not be
offended when he doesn’t reply,
because he has a hearing problem, just like his dad!”
Oh! We have been wrong so
many times judging others without knowing the true story behind their actions. Be kind and
courteous in dealing with others,
for everyone is fighting a hard
battle. Be careful, not everything
is about you. Before you assume,
there is this thing called ASKING.
Don’t just jump to conclusion, because that is truly not an
exercise, it may cause you more
harm at the end of the day. Many
of our problems are caused by
how we process what happens
around us. Don’t judge a situation you have never been in. Be
humble enough to learn. You do
not know it all. Lets change the
way we feel about ourselves and
others.
There are two sides to a story. Don’t believe everything you
hear.
Everyone you meet is fighting
a battle you know nothing about.

San Diego Brokers Christmas Party
San Diego Marine Exchange, Trident Funding, Overseas Insurance – Scott Jarvie,
California Yacht Brokers Association, Wenthur Law Group, South Coast Yachts,
Aussie Yacht Services, Dan Bell, Sunroad Resort Marina, San Diego Sunroad Boat Show
Dona Jenkins Maritime Document Service, Law Offices of Paul Trusso Law, JK3 – Jeff Brown,
Safe Harbor Marinas – Kate Pearson, Fraser Yachts California, Harbor Island West,
Kussler Yachts, Yachtfinders/Windseekers, Christian & Company Marine Surveyors,
Integrated Marine Services, Inc., Ensign International Yacht Brokerage, Ullman Sails San Diego,
Walker Interiors, Inc, Toomey Marine Yacht Sales, Cabrillo Yacht Sales, West Coast Multihulls,
Romancing the Wind LLC, Yacht Docktor – Randy Spicer, Richards & Lynch Yacht Sales,
YATCO, Yachtways Port Services, Selene California, Inc., California Yacht Sales,
Campbell Pacific – John Campbell, Susan Kirkham, Carlton Levitetz

To the generous sponsors of this year’s San Diego Brokers Christmas Party
Thank You
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Welcome Aboard
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 our assistance be needed.
Roger O’Malley – Associate Broker
Bayport Yachts, Inc.
Sponsored by:
Nick Friedman & Jeff Merrill

Bruce Moneymaker – Salesperson
Bay Yacht, Inc.
Sponsored by:
Marc Bay & James Johnson

Jason Wright – Master Member
Wright Marine Yacht Sales
Sponsored by:
Ruck Goldreyer & John Grell

Laurie Morrison – Salesperson
Denison Yacht Sales
Sponsored by:
J.R. Means
Cameron McCloskey - Affliate
McCloskey Marine Transportation

Dorothy Allen – Salesperson
South Coast Yachts
Sponsored by:
Barrett Canfield
Larry Pamplin – Salesperson
Bay Yacht, Inc.
Sponsored by:
Marc Bay

Q&A With The DBW… (cont. from pg. 8)
ing price. Seller’s email addresses
also need to be person specific – a
name like John.Doe@gmail.com
is acceptable, but a “generic” account like boater@gmail.com is
not acceptable because it does
not identify an individual person.
Anneka also announced a revised “How to Buy a Used Boat”
booklet is also getting close to
publication and a draft copy of
this was distributed to all brokers
in attendance.
There was some discussion
about the upcoming requirement
for the California Vessel Operator’s Card just so everyone in attendance knows this is going to
happen and rolled out over time.
Ramona also announced that for-

mer CYBA president Tom Trainor
has been appointed to the DBW’s
Technical Advisory group to help
with the Card. California is one of
only five states that does not have
mandatory boater education. This
is now the law, it is real and it is
going to happen, stay tuned.
We broke for lunch and due
to the size of the group we were
able to gather at small tables while
eating to discuss other topics one
on one with the DBW staff.
After lunch, Anneka gave a
simple summary of what to expect
in an audit. You need to have a
current folder for all active listings
with appropriate prices, dates
and signatures. Records for all
closed sale transactions must be

kept available for four years. Your
brokerage trust account records
must be available (in ledger form
or online) to identify all deposits
and disbursements with specific
amounts that match. Brokers must
have a signed relationship agreement with each of their salespersons. All licenses must be current
and posted for the public to see.
We wrapped up at 1pm after
some questions from the audience
and everyone who attended felt
this was a very helpful and worthwhile event. I’m looking forward
to helping coordinate the next
event in southern California; we
will keep CYBA members advised
once the date and location are set.

On The Move… (cont. from pg. 1)
members, guests and Directors all total. The club gave us a nice meeting room downstairs and we went
through the normal course of business with some bright discussions of arbitration from Dennis Moran and
Anita May’s campaigning for a NorCal Legal Seminar (in the works). Mitch Perkins from the NMMA gave us
the San Francisco Boat Show update and a lot of discussion was about how we could make in better. There
was great input from members on this topic.
The Division of Boating & Waterways was
well represented and they gave us a critique of
what we are doing right and where we could
improve. We are looking forward to a “Lunch
with the DBW” meet in November.
A lot of the new CYBA brokerage placards
were picked up and I hope we see them on
boats in the marinas soon.
Michael ‘Mik’ Maguire
Associate Broker, Board Member, CYBA
California Yacht Brokers Association • October - December 2015
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The Temporary Import Tempest Part 2
By Capt. Elizabeth Shanahan, 200/500 T USCG Master
Owner SG Boat works and E2 Yacht Services
Since 2014, when I wrote an article regarding the current status of the Temporary Import Permits in
Mexico, there have been numerous updates to the TIP system. The main change is that it is now
computerized, as is most of Mexico.

This is a follow-up to my original article because of the numerous updates to the now computerized
TIP system offices.

The basics are still the same. You apply for a TIP either online or at your first point of entry to Mexico.
Or you may do so through an agent. You should find out quickly if you have any open TIPs on the boat
and if you have an issue that needs to be dealt with.

All boats that ever had a TIP are now in the computer system. And cases have surfaced recently in
which, for example, a person purchased a boat in Southern California, but the former boat owner (and
seller) didn’t cancel his TIP. Perhaps he forgot to cancel it, or lost it etc. But when a new owner applies for
a TIP they cannot complete the process if the prior owner, (or 2 or 3 owners back) never canceled the TIP.

That’s the bad news. The good news is there is a process to get this cleared up. It’s not scary but it is
time consuming. If you are selling your boat it’s very important for you to cancel your TIP when you leave
Mexico.

First, see if you can locate the original TIP with all the required back up from the seller or prior owner.
If you have the original and all the back up data (the 8 ½’ x 11” equipment list) that was issued with the
TIP you can simply walk into Banjecito and cancel it. While you are there be sure to get a full TIP history
on your boat. It has happened where the seller of a boat canceled his or her TIP but the owner prior to
them did not.

If you bought a boat and have an issue, go to your first point of entry into Mexico with a certified copy
of your bill of sale, a current document – and a large amount of patience. But you will need to go to
Banjercito and get a history (or status) of the TIP for your particular vessel. Then you will have to go to
the Ministerio Publico (Public Minister) and file a report that the prior TIP has been lost by the prior
owner. Next you have to notify customs (Aduana) with the report from the Public Minister.

Again, be patient. Aduana may or may not go to the boat and verify the hull number, document
number and any other identifying information. Then you will need to return to Banjercito with the
reports. At that point you should be able to cancel all old TIPS’s and get your current TIP.

Try to remember through all this that you are not in the USA. Always be respectful to the authorities.
We are, after all, guests in their country. Mexico allows us 10 years on our temporary import of a nonMexican flagged vessel with no tax other than the cost of the permit.
The United States is not so generous, nor are most other countries if you are a foreign flagged vessel.
Captain Elizabeth Shanahan, Captaineliz@gmail.com www.e2yachtservives.com
PAGE 14
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By the Numbers
California ranks in new powerboat, engine,
8th where
trailer & accessory retail sales
(in 2014 $546.8 million, 20.9% increase from previous year)

175

34 dealers

# of NMMA
West members

49 marine

San Francisco

California ranks in boat registrations
4th where
nationally - 728,679 registered boats in 2014

out of 1470 total
NMMA members

accessory
manufacturers

5 engine

14
boat
manufacturers

manufacturers

3

# of NMMA West Offices (NorCal & SoCal)

# of NMMA produced
Boat Shows in California

Los Angeles
San Diego

# of NMMA West Staff dedicated to serving you locally!
# of custom NMMA West California Economic
Overview newsletters sent to members each year

Highlights from the 3
NMMA CA boat shows in 2015

400

Top issues NMMA Government Relations is focused on in
California 1) Invasive Species 2) Lead Tackle Ban
3) Creating 12-month fishing license 4) CARB (CA Air
Resources Board)

90

800
boats

Discover Boating stories promoting the boating
lifestyle in California news outlets in 2015

#5

34k

exhibitors

attendees

on display

#5 LA’s rank in Discover Boating’s
776K Facebook followers (by city)

1000

news stories
about the
LA, SF & SD
Boat Shows
in 2015

# of days a strategic
mix of print, broadcast
& online advertising
saturates the market
before and during the
boat show
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JOIN US

NMMA West

AND HUNDREDS OF YOUR PEERS WHO ARE INVESTED IN

Dave Geoffroy, Vice President

RECREATIONAL BOATING IN CALIFORNIA!

t: 714.633.7581 e: dgeoffroy@nmma.org www.nmma.org
(cont. on page 16)
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Another Use For Vodka
This month’s article was inspired by Mr. Jim
Montrella. Mr. Montrella owns a 2000 Formula 31
PC express cruiser in Dana Point Harbor named
“H20 Man”. I met him when I handled an insurance
claim for his insurance company and he called us a
year later when he needed a condition and valuation survey on the same boat. He keeps the boat in
good condition and during our recent inspection he
mentioned that he uses vodka to purify his boat’s
water system.
I have been around boats a little while and have
been blessed with talking about boats with tens of
thousands of people in the last three decades, but
Jim was the first to mention this trick. I had always
deferred to chorine bleach. I had been told early in my
career; perhaps during marine surveying catastrophe
duty after Hurricane Andrew (August 1992 – South
Florida), bleach could be used to purify water and
would not be injurious to humans when consumed.
So I blindly followed that advice and have repeated it to many boaters over the years, until this
past August when Jim mentioned vodka. Jim is a very
active boater and as his boat suggests, he likes to
keep it maintained well. I had to take him seriously
and I did a bit of internet research.
Most of the research deals with survivalists and
some was very technical. Did you know alcohols
precipitate proteins and solubize lipids? (I’m betting
two of you did) I tried to get a feel for our specific
interests, boat water tanks and it turns out many
people use vodka for this purpose. Basically there
was no consensus on the proper amount but the
ethanol in vodka is effective against a wide spectrum
of bacteria. The impurities remain in the water, so it
is not a replacement for the much more expensive
option of a water maker, but for the purpose of purifying the tank and system, it is effective.
Vodka is the most commonly used drinking
alcohol because there are no additives in common
vodka. I am thinking Popov level of vodka makes
more economic since than Grey Goose and certainly
don’t use flavored vodka. Make sure you don’t have
any recovering alcoholics coming aboard, lest they
unknowingly lose their sobriety.
I asked two doctors about this method of purification. One is an old friend and one I randomly met
recently on a golf course. It was very interesting that
they both gave the same answer to my query, why
waste the vodka?
Based on the research, I feel vodka is an effective
additive, and the benefits outweigh the draw backs. I
certainly am more comfortable drinking vodka than I
am drinking bleach. The smell of bleach is unpleasant
and though I prefer tequila, I can certainly tolerate
a bit of vodka, especially if it reduces the chance for
unpleasantries like giardia.
By the way Mr. Montrella has recently begun
chartering that smartly kept boat of his, so if you are
PAGE 16
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interested in a boat ride up Dana Point way, send us
an email and we will forward it to him. I can’t guaranty
that he will have recently cleaned his water tank, but
his boat will be in good condition.
Kells Christian is the principal marine surveyor of
Christian & Company Marine Surveyors, Inc. Christian
& Co. is a full service marine surveying firm specializing in yacht surveys, pre-purchase, condition and
valuation, damage surveys, litigation support and
consultation. Kells began marine surveying in 1990,
in Florida (Go Gators!) for a Ft. Lauderdale company.
He started Christian & Co. in San Diego in 1995 and
leads a team of surveyors. The office address is 1276
Scott Street, San Diego, CA 92106 and web site is
themarinesurveyors.com.

CYBA Board Of Directors Meeting
Minutes - SoCal
Wednesday, November 11, 2015 – Long Beach
Yacht Club
CALL TO ORDER: 12:23 Jeff Merrill, President
DIRECTORS PRESENT: Dean West, Mik Maguire,
Nick Friedman, Dennis Moran, Anita Mays, Jim
Johnson, Don Abbott (Exec. Dir.)
GUEST(S): Lon Bubeck, Past President
APPROVE MINUTES: September, 2015 BoD Meeting,
Motion: (Friedman), 2nd (Moran), Approved.
FINANCIAL REPORT: Don Abbott: Board received
Balance Sheet & P & L to review. Will build with
1st of the year renewals (Don) Motion to Accept: (Friedman, 2nd Johnson), Accepted.
				
CORRESPONDENCE: Don Abbott (Exec Director).
None.
COMMITTEE REPORTS:
MEMBERSHIP(Abbott) Membership is up 15%. JR could not attend.
A list of several approved names was reviewed
for inclusion in the newsletter.
FORMS – Nick Friedman, Chair – Yatco has not been
working on it lately. Friedman promises forms
by January 1, 2016 or sooner.
Separate salesperson user id by 1/1/16, targeted.
‘EchoSign’ for electronic signatures has some issues,
Friedman is researching.
(cont. on next page)

Board Meeting… (cont. from pg. 17)
BOAT SHOWS – Dean West, Chair.
SF-West said that the CYBA booth will better. Abbott explained the idea of CYBA booth to have
phone charging, photo copying, internet and refreshments available for CYBA members.
Merrill brought up the NMMA flyer to view, West will
follow up.
LA - Friedman suggested that the booth be repositioned by the food & ramp.
WEBSITE/MEDIA/PUBLICITY
Newsletter – Johnson said article deadline for submission is Dec. 1, 2015.
Article on Mexico TIPS would be welcome.
CYBA Website - Mik Maguire, Chair. New photos,
show upcoming boat shows and links, and the
notice of ‘reposting’ the relationship agreement
to the forms page.
LEGAL
Legislation: No Legislative Fall Meeting. Lobbyist Bill
Krauss gave an end of year report that is posted
on the website.
Arbitration: Moran said that only one case is still
pending.
BY LAWS/ETHICS: West said all was up to date.
Nominating Committee: Merrill, 5 positions are
open. Trainor is stepping down. 4 directors are
returning to run – Moran, Mays, Friedman and
Maguire. A discussion of potential candidates
was presented to fill the fifth opening. Maguire
is looking into another NorCal representative
candidate.
ANNUAL EVENTS
Annual Dinner - January 30, 2016, Pelican Hill Resort.
Rates of $65/member and $85/non-member were
put in a Motion by West, 2nd (Johnson), Approved.
Sponsorships – We are not soliciting door prizes, we
are looking for financial contributions and settled on donation levels of Gold = $5,000 +. Silver = $2500-$4999. Bronze =$1000-$2499. All
donations under $1,000 will be announced as
“Friends of CYBA”. Discussion about these being
annual donations, not just for the annual dinner
event with promotional value at all of our CYBA
events.
Legal Seminar - Mays suggested March 30, 2016 @
the BCYC, Newport Beach as the date and location after discussion with Tom Russell will confirm back.
Division of Boating & Waterways – Merrill gave a report on the November 12th Q & A event (23
brokers attending) and 4 DBW staff.

Attention all interested
Yacht Brokers and Salespersons:

CERTIFIED
PROFESSIONAL
YACHT BROKER (CPYB)
~ STUDY SESSION AND TESTING ~
Contact Lon Bubeck, Nick Friedman
or Dick Angel 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.

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
San Pedro Yacht Sales
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.

(cont. on page 18)
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Board Meeting… (cont. from pg. 17)
The Independent Contractor/Employee issue was
discussed and the Board decision made was
that, until further notice, the CYBA would ‘repost’
our relationship agreement to the forms page.
There will be a new booklet (How to Buy a Boat) for
the Jan, 2016 boat show. Because of the delay
and uncertain content coming from the DBW,
the CYBA agreed to proceed with our own version developed a year ago.
TRADE ASSOCIATIONS: West has no NMMA news.
CPYB – Bubeck said they are working on a new test.
FYBA, NYBA, YBAA – Merrill met with these at FLIBS.
YBAL – Merrill, limited success so far, working on it.
RBOC – Marc Bay was confirmed to be our representative.
OTHER TOPICS:
ABC Conference – May 9-11, 2016, Washington DC.
A Motion was made (Maguire) to have CYBA
sign up to be a co-host and have Dean West attend, 2nd by Mays, Approved.

Look For The Logo
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LinkedIn – Abbott said we will not get the current
name reassigned to us. This project is stalled for
now.
FaceBook – Mays will find some time to get this
going.
MRA Meeting – Merrill reported that the recent Santa Barbara Marina Recreation Association Conference was well attended and he gave a presentation about the “New Urban Boater” with
Dave Geoffrey of the NMMA.
ADJOURNED: 2:45 pm. Motion (West), 2nd (Friedman), approved.
					
NEXT BOARD/Membership MEETING: Saturday, January 30, 2016 @ Noon. Newport Beach, CA prior
to the Annual dinner at Pelican Hill Resort.
Post meeting email vote: Motion (Trainor) Second
(Mays ) To have the CYBA support the San Diego Yacht Brokers Forum Christmas Party with a
$500 donation. Approved.
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You are cordially invited to attend the California Yacht Brokers Association’s
2016 Annual Reception & Dinner Meeting for members, guests and prospective members

40th ANNUAL
CYBA RECEPTION,
Meeting & DINNER
Saturday, JANUARY 30, 2016

6:00-11:00 p.m.

Cocktails, Reception, Dinner and more at

The Resort at Pelican Hill

La Capella Ballroom
22701 Pelican Hill Road South, Newport Beach, CA 92567
The BEST industry networking event of the year
Hosted bar and hors d’oeuvres
Live music and dancing
Door prizes
Seating is limited - Don’t wait to sign up
Send Dinner Reservations to:

CYBA Dinner

c/o California Yacht Brokers Association • 4090 S. McCarran Blvd., Suite E • Reno, NV 89502
Phone 800.878.7886, Fax: 775.353.5111 or email don@cyba.info for additional information

2016 CYBA ANNUAL DINNER RESERVATION
Please reserve___________places @ $65.00 per CYBA Member and Spouse
Please reserve___________places @ $85.00 per Non-CYBA Member
Number of Entrées for__________Salmon / Number of Entrées for Petite Filet___________
Company:_______________________________________________________________________
Contact:_________________________________________________________________________
Telephone:_______________________________________________________________________
Reservation Names (please print or type, we are providing name badges)
_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________
❏ Mastercard ❏ Visa ❏ Check or Money Order Total Amount Charged or Enclosed: $____________________
Card #:___________________________________Exp.:_______________ CV Code:__________
Name (as appears on card):_____________________________________________________________
Billing Street Address:_____________________________________________________________
_________________________________________________________________________________
City:______________________________________State:______________ Zip:________________
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The New Urban Boater - MRA conference – Oct. 27, 2015 - Santa Barbara, CA
By Jeff Merrill, CPYB
www.marina.org
The Marina Recreation Association is an organization dedicated to making boaters experiences
at marinas and resorts the best they can be. There
is an annual fall membership conference attended
by hundreds of marina principals from all over the
California and the west coast including Canada and
this year the location selected was Santa Barbara,
CA. Marina owners and top staff were in attendance
representing facilities across the spectrum including
rivers, lakes and ocean harbors.
Jeff Merrill, as president of the CYBA (California
Yacht Brokers Association), was invited to address the
MRA members in a co-presentation with Dave Geoffroy, Vice President NMMA West (National Marine
Manufacturers Association). They were introduced
by MRA Vice President, Mark Sandoval.
Their topic was titled, “The New Urban Boater”
– and these two industry veterans spent a full hour
long session reviewing who today’s new marina
customer is, what they want and how marinas can
attract and cater to modern boaters. As the pleasure
boating lifestyle becomes more accessible to sailors
and power boaters of all ages and experience levels,
the need for a better understanding of who a marina
must cater to (and how best to do it) is clearly a priority. The class participated by filling out a questionnaire to rank perceived priorities from boaters and
a survey for marina owners to ask about websites,
who their customers are and services they offer with
the results quickly tabulated and incorporated into
the discussion.
The inescapable internet world of smart phones
and tablets makes it crucial for marina’s to develop
a mobile friendly internet presence and to create a
tech savvy appeal to boaters. In this discussion Jeff
and Dave spoke in very specific terms about what
boaters are expecting and what marinas need to do to
deliver the type of experience that will generate positive reviews and referrals as well as repeat business.

The New Urban Boater’s (NUB’s) are used to
instant gratification and want to enjoy their precious
family time in a fun, friendly and safe environment.
Topics covered how the UBER / Amazon Prime approach has become more expected and that luxuries
like WiFi in the marina are just as important as clean
restrooms, laundry facilities and dock carts in good
working order. One very popular new networking
website Jeff recommended the group to check into is
www.activecaptain.com. Marina owners were advised
to become better acquainted with the social aspect of
user generated content (crowd sourcing) information
that is available online and how important a strong
website and solid internet presence is to both permanent marina tenants and transient boaters alike.
The talk was very popular and well attended by
over sixty people and generated a lot of good points
for marina retailers to consider. In addition to this and
several other timely seminars there are round table
meetings and a huge room with vendors of floating
docks, shore power towers and a wide assortment of
marina related accessories and equipment. The MRA
is a great organization and the conference was well
attended. Next year’s dates are set, October 24 – 26
and the venue will be San Diego, CA.
Here is the talk summary as presented in the MRA
conference website, www.marina.org.
Here is a link with the brief bios of all of
the speakers at the event: http://www.marina.
org/2015conference/2015speakers.html.

As the baby boomers get older and either change their boating practices,
or get out of boating altogether, there is a new culture of boater emerging
- “the new urban boater.” Many in this group seem to be very fast-paced,
relatively well-to-do, and somewhat impatient. In addition, it looks
as if we are emerging on a new baby boom, as the New Millennials
start families. All of this portends to a dynamic that marina and lake
J e f f D a v e resort operators must understand, and be prepared to meet the needs
Merrill
Geoffroy and wants of this new urban boater. Dave Geoffroy of the National
Marine Manufacturers Association and Jeff Merrill of the California
Yacht Brokers Association team up to present us with their views of
this new urban boater, and what we should be prepared to do in order
to capitalize on this new boating culture in our marine operations.
Jeff Merrill, President, California Yacht Brokers Association
Dave Geoffroy, Vice President, National Marine Manufacturers
Association West
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Discover The Top 5 Mistakes In Boat Sales
Selling boats is one of the most
difficult professions out there.
A survey conducted in 2010 by
a worldwide management training
organization found that sales was
the second least trusted profession after politicians.
As a boat broker, you’re selling a product that only 1% of the
population can afford. A product
that is last on the list of things we
need in life and with one of the
longest buying cycles. All of this
in an ultra-competitive and pricedriven market.
But, boat sales can also be
simple and rewarding. If you know
what you are doing.
In this article, we are going
to identify the 5 most common
mistakes in boat sales.
While identifying those 5 mistakes, I will also share 3 fascinating examples from the automotive
industry that generated billions of
Dollars in sales.
MISTAKE 1: FORGETTING TO RESPOND TO YOUR CLIENT’S FEARS.
Do you know who the largest
seller of second-hand cars in the
US is?
They are called CarMax. The
first CarMax location opened in
September 1993. Last year, they
made $14.3 Billion in total revenue, selling almost half a million cars and placing them in the
Fortune 500 list.
So why do customers buy at
CarMax and what makes them so
successful?
CarMax understood that in order to get clients to buy their cars
they needed to find the answer to
the following question: “What are
our customers’ top fears?”
In this case, the 3 main fears
people have prior to purchasing a
second-hand vehicle are:
1. No Haggle
2. Buyers remorse
3. Buying a lemon
They responded by offering
the following policy:
Low, No-Haggle Prices: Get a
fair price up front without spending hours negotiating for it. (the
sales personnel are not paid on
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commission)
5-Day Money-Back Guarantee: If you change your mind for
any reason, you can return a car
hassle-free within 5 days.
125+ Point Inspection*: Experienced technicians put every
vehicle through a rigorous Certified Quality Inspection—over 125
points inspection.
MISTAKE 2: SELLING FEATURES OR
BENEFITS RATHER THAN EMOTIONS.
The problem with many brokers and boating companies is
that they focus too much on the
product.
You see, boats are not a commodity but something people
want.
Every time I travel to boat
shows, I look at sales people talking to prospects. They constantly
push a product and its features
onto them.
Clients usually buy boats for
different reasons than you might
think.
People in sales keep selling
the product when that is not what
the customer is buying.
The best way to sell them is
to focus on the experience and
emotions associated with your
products and not pushing the
features and benefits.
In other words, you have
to Sell the Cruise, Not the Ship.
Sell the experience and excitement of owning a boat; Sell
the time they will spend on the
water; Sell how beautiful the boat
will look at the marina; Sell how
happy they will be.
MISTAKE 3: THE SALE IS USUALLY
MADE BEFORE AND NOT AFTER MEETING THE BROKER
Have you ever heard of Beepi?
Beepi is a new startup specialized in second-hand car sales. The
company started in October 2014
and is changing the way people
purchase second-hand cars. They
recently raised over 300 million at
$2 billion valuation.
So what strategy are they using and how were they able to
build a billion Dollar company
so fast?
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To demonstrate this, I will
show you exactly what changed
in the buying process between a
few years ago and today.
In 2004, Google partnered
with a marketing agency called
Shopper Sciences. Google asked
them to conduct field interviews
to over 5000 shoppers who recently made a purchase in 11 different categories from automotive
to restaurants. The result of the
study is summarized in a book
called: Winning The Zero Moment
of Truth (link to free book).
This book is one of the
best marketing studies I have
ever read.  It changed the way I
perceived sales and marketing
and brilliantly summarized the
switch in the way people buy over
the last 15 years.
The study discovered that
nearly 90% of consumers make
decisions well before the actual
moment of in-store or online purchase.
Consumer decision-making
prior to the actual moment of
in-store or online purchase -- the
so-called “Zero Moment of Truth”
-- has become increasingly relevant and must be taken into consideration in your sales strategy.
88% of U.S. consumers now
engage in “The Zero Moment of
Truth” prior to making their final
decision. In 2011, consumers consulted an average of 10.4 times
new media or traditional sources
before purchasing. This amount
was just over 5.1 times just two
years before! In a purchase of an
automobile, consumers consulted
an average of 18.1 times online
prior making a final purchasing
decision. So it is probably even
more in boating as the buying
cycle is longer and the purchase
is more expensive.
Today, 70% of the buying
decisions are made before somebody talks to a salesperson.
We switched from self-promotion to education. The companies
that adapt to this new trend will
be the most successful.
(cont. on next page)

Discover The Top 5… (cont. from pg. 22)
MISTAKE 4: PUTTING YOUR FOCUS
ON YOUR PRODUCTS RATHER THAN ON
YOUR CUSTOMERS.
Do you know the only car company that increased car sales during
the 2009 recession? It is Hyundai.
Let me share with you why.
Do you know the biggest fear
people have during a recession? It
is the Fear of losing their job. And
this is exactly what Hyundai offered.
They offered a guaranty stating that they would buy the car
back from the clients in the unlikely event that they lost their job.
Hyundai scored a big marketing
win with its incentive program
that allowed owners to return a
new Hyundai within a year if they
lost their job. Called the Hyundai
Assurance program, the South
Korean automaker sweetened the
deal later by offering to pay up
to three months of car payments
before taking the car back so that
owners would have time to look
for a new job.
While the rest of the auto industry was hit with slumping sales
in 2009, Hyundai’s sales were up
in January and even in February,
compared to 2008.
This is why drafting your sales
presentation around the product rather than the customer will
cost you a lot in sales.
Let me share with you 3 other
relevant examples.
As Charles Revson, the founder of Revlon Cosmetics said so
well “In the factory, we make cosmetics, in the store, we sell hope.”
This quote from Steve Jobs
referred to the conception &
manufacturing but I believe that
it can also be applied in the sales
process. “You’ve got to start with
the customer experience and
work back toward the technologynot the other way around.”
Or this quote from the CEO
Howard Schultz who built a billion dollar empire with this strategy: “We are not in the coffee
business serving people. We are
in the people business serving coffee”. Because of this, he was able
to have the consumer pay 5 times

more for a cup of coffee. It went
from a $1 commodity product to
a $5 luxury treat.
Start by understanding the
consumer behavior & motivation,
then work back towards your
product.
You have to architect your
sales based on this process and
not fall in the trap of pushing the
product’s features or benefits.
MISTAKE 5: THINKING THAT THE
CONSUMER CARES ABOUT YOU OR
YOUR PRODUCTS.
By now you’ve started getting
a good idea of the most common
mistakes in sales.
They all have a recurring element to them. They are done
because we always put ourselves
BEFORE the client. This is the most
costly mistake in sales. Billions
of Dollars are wasted every year
because sales people forget that
principle. Remember that people
don’t care how much you know
until they know how much you
care.
Here is an interesting story: A
socialite lady had a chance to have
dinner during the same week with
both British Prime Minister contestants Gladstone and Disraeli.
She reportedly said: “After dinner
with Gladstone, I thought he was
the most interesting person in
the world...But after dinner with
Disraeli, I thought I was the most
interesting person in the world...”
Disraeli won the election.
And again, it is something I
notice every time I travel to boat
shows and look at the behavior of
salespeople when they start giving
a tour of a boat to a client.
They go on and on about how
wonderful their boats, company or
themselves are and forget that the
client doesn’t care about them.
So I wanted to help you set
the stage up for the perfect sale.
And for this, we are going to
take the analogy of a conductor
prior conducting a masterpiece
symphony.
There are 2 essential tools the
conductor uses before starting the
piece:

1: The tuning fork. So what
does a tuning fork do? It sets the
right tone through the whole duration of the piece. And I want you
as a sales person to set the right
tone at the beginning just like a
conductor. So here is what you
are going to do; you are going to
ask them the magic question. The
question is; “JOHN, MARY, there
are hundreds of great things I can
tell you about this Boat, but what
is the most important to you?”
That question will set the tone.
So if they tell you the cockpit,
you start your presentation with
the cockpit and you keep asking
them more questions e.g.’ what is
it about the cockpit that you like?’
Once you are done with the
cockpit, ask them ‘other than the
cockpit, what is the other part of
the boat that is important to you?’
2: The second tool the conductor uses is the metronome.
The metronome will set the pace.
Now a boat broker has 2 ears
and 1 mouth, and this is exactly
the ratio you need during the
conversation. Let them talk twice
as much as you do. Be genuinely
interested about their wants and
needs. Remember the Disraeli
story, he won the lady’s preference because he asked her a lot
of questions. And remember that
only 7% of the communication
is considered verbal so listening
doesn’t mean only with your ears.
Make sure you are fully attentive
with your eyes, body language,
tone, etc.
I hope that you have enjoyed
those 5 mistakes. Feel free to
check my website at www.yacht
salesacademy.com where you will
find a lot of free resources on boat
sales & marketing. You can also
check my training program: The
30 Secrets to Boat Sales.
Vincent Finetti, CEO
Prestige Vision Inc. & Boat
Show Avenue
Tel: 1-250-585-2628
Mobile: 250-667-2630
www.prestigevision.com
www.boatshowavenue.com
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Editorial Backs… (cont. from pg. 9)

REMINDER

torial in the Press of Atlantic City, which says that
although the tax change will benefit those buying
yachts the most in terms of dollars, those people
were buying in other states with more favorable
laws.
“Buyers of yachts for more than $571,000 will
save the most, of course, but since many are going
to other states to avoid the tax now, they’ll just be
paying the reduced rate to New Jersey instead of to
New York, Florida, Maryland and others,” the editorial stated.
“And they’ll be able to visit New Jersey in their
boats without fear of impoundment and tax claims
by state agents, and spend their money here. Starting next year, that will provide a growing stimulus to
shore businesses — and show what’s possible when
leaders put partisan rivalries aside.”
“Let no one say New Jersey’s political parties can’t
work together to help the struggling South Jersey
economy,” the newspaper said.

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

Monthly Quote

“Restructuring -- continually look for ways to
focus your time and resources on the few
things that contribute the greatest value to
your company and your customers.” -- Brian
Tracy

Calendar
January 21-24 San Diego Sunroad Boat Show
Sunroad Resort Marina – San Diego

February 25-28 Los Angeles Boat Show
L.A. Convention Center/Marina del Rey (in-water)

Jan 29-Feb 06 69th Annual Seattle Boat Show – Indoors & Afloat
South Lake Union & Century Link Field

February 25

San Diego Brokers/Sales Forum – 11:30 am
Location - Fiddler’s Green – San Diego, CA

January 28

San Diego Brokers/Sales Forum – 11:30 am
Location - Fiddler’s Green – San Diego, CA

March 02

CYBA Board Meeting – I Meet
Check for particulars @ CYBA.info

January 30

CYBA Board and Membership Meeting 12:00 p.m.
Pelican Hill Resort – Newport Beach, CA

March 17-20

31st Annual Palm Beach International Boat Show
West Palm Beach, FL

March 31

San Diego Brokers/Sales Forum – 11:30 am
Location - Fiddler’s Green – San Diego, CA

January 30th 40th Annual CYBA Reception & Dinner
The Resort @ Pelican Hill – Newport Beach
February 11-15 Miami Yacht & Brokerage Show
Miami Marine Stadium Park & Basin (New Venue)
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