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Stay Or Go?

(cont. on page 3)

By Peter Zaleski, V.P, CYBA
The San Diego Broker’s Fo-

rum has returned after a long, 
Pandemic driven, shut down. For 
over 20 years the marine industry 
has gathered to share information, 
camaraderie and great food.

It started as a small group of 
brokers getting together with cof-
fee and doughnuts.

It has grown to a sponsored 
luncheon  with past CYBA Presi-
dent, Jim Johnson as Master of 
Ceremonies at  Steve Rock’s Fid-
dler’s Green.  

Meeting 10 times a year, on the 
last Thursday of the month (No-
vember is skipped for Thanksgiv-
ing and the Annual Christmas 
Party is held in December). 

Starting at 11:30 sharp (it’s 
always best to be early because as 
many as 100 guests will vie for the 
best seats) in the beautifully deco-
rated Shelter Island Restaurant.

The lunch is sponsored by 
marine industry professionals that 
have the opportunity to speak to 

It’s Baaack!

an influential audience. Past spon-
sors have shared information on 
a wide variety of marine products, 
upcoming boat shows, marine 
insurance and lending sources. 
There are few sponsorship open-

ings available for later this year. If 
you would like more information, 
please contact Jim or me.

We look forward to seeing 
you!

By Jeff Merrill, CPYB
The inventory of 

equipment, gear and 
accessories of any 
boat listed for sale is 
important to clarify, 
but often difficult to 

ascertain. The seller has decided 
to sell, but until they close it’s still 
their boat and they may leave 
many personal belongings aboard. 

A good listing write-up by an 
experienced broker will provide 
a description of the major equip-

ment, brands and models. There 
are always a lot of “loose” items 
that are not mentioned in print, 
but are part of the complete 
outfitting of the boat. What do I 
mean? Convenience items like 
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As we approach the after-
math of COVID, we are starting 
to see what normalcy may look 
like. We finally had our first ‘in-
person’ Board of Directors meet-
ing in over a year and a half. We 
fully anticipate getting back to 
our regular routine by the fall: 
legal seminar, annual dinner and 
boat shows. 

The CYBA sponsored boat 
show will presumably be in April 
of 2022.

In a very alarming note, Geico 
Marine announced they are no 
longer distributing their boat in-
surance product through agents 
and brokers, but instead are mov-
ing to a direct writing only model.

Beginning with policies expir-
ing August 19th, 2021, all poli-
cies will receive notices of non-
renewal in accordance with state 
rules for a required notice period 
in advance of their policy expira-
tion date. As an informed yacht 
broker, you must be aware of the 
changes that will affect your cli-
ents. Policies are being cancelled 
right and left. Following are a few 
examples: boats over 30 years 
old, liveaboards, boats in an LLC, 
multihulls, and boats in a six-pack 
charter. You need to confer with 
an insurance professional to see 
how to maneuver through these 
restrictions to find adequate cov-
erage for your clients. Being pro-
active here will definitely set you 
apart in the industry.

The booming boat market 
has brought out the best and the 
worst in us. Brokers have real-
ized the strategic position they 
are in, when having an exclusive 
listing. I have received several 
calls in which a broker has a cli-
ent that wants to be represented 
by them and they call the listing 
broker who says they will not co-

op. Greed has overtaken ethics 
and decorum. The desire to dou-
ble dip has completely infested 
our industry. The most common 
phrase on a listing is “Not avail-
able for co-brokerage”. We are 
shooting ourselves in the foot 
with this mentality. I certainly un-
derstand the desire to be a dual 
agent, twice the commission is 
nice. However, this attitude is ap-
palling and as unprofessional as 
could possibly be.

I understand brokers feel they 
have some entitlement to that 
listing and feel they can dictate 
how to proceed with the listing, 
after all they did get the listing. 
In what world is this best serving 
the client or our industry for that 
matter? We have brought this to 
the attention of the DBW, to no 
avail. The DBW said they would 
have to re-write this into The 
Harbors and Navigation Codes, 
which is not going to happen. 

The canned response was we 
should self-police. I, nor anyone 
else has the authority to tell an-
other brokerage how to conduct 
their business. What’s the solu-
tion? I guess in a perfect world 
we would establish guidelines 
such as higher commission per-
centage to the listing broker, start 
a minimum value of say 50K, are 
just a few examples, the impor-
tant issue is getting a workable 
compromise. The notion that the 
brokers greed exceeds the inter-
est of the buyer is absolutely ab-
surd. We work for our clients, not 
the other way around. I hope we 
can successfully come to an in-
dustry standard at the CYBA. We 
have always prided ourselves for 
being the most ethical organiza-
tion in our industry and getting 
in front of conflicts, not lagging 
behind.
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boat hooks, hoses, binoculars, hand held electronics, 
paper charts and guide books along with decorative 
items like throw pillows and bed spreads, in addition 
to creature comforts like blankets, towels and deck 
chairs, the ever present assortment of cleaning sup-
plies, as well as galley appliances such as a toaster, 
blender, pots and pans, etc. The “etc.” stuff is typically 
a long list of things that MAY or MAY NOT be included 
in the sale. If something aboard is not part of the deal, 
the new buyer will need to factor those acquisitions 
into their budget. Whatever they see aboard during 
the survey, they may presume is included.

On survey day, most buyers are overwhelmed by 
the complexity of electrical breakers, fuel valves and 
the enormous size of the boat when the entire hull 
is lifted out of the water during haul out. Buyers are 
desperately trying to soak it all in; listening to what 
the surveyors are finding and wondering what they 
have gotten themselves into. It’s an exciting time that 
is intimidating and confusing. Buyers will be curious, 
opening lockers and drawers to see what is there 
and find locations where they can stow their own 
possessions. Your job as a broker is to escort them 
through the process and keep them focused on what 
needs to happen to keep the transaction on track. 

Since most listings don’t go into the details that 
can ultimately cause confusion and disappointment 
that leads to favoring one party over the other, it is 
important to help clarify the seller’s intent on what 
will convey. Try to minimize details subject to inter-
pretation. I like to add the following condition to the 
purchase and sale agreement:

All “boat related” equipment remains with the 
VESSEL; however, this does not include items spe-
cifically excluded in the listing specifications. This 

Sterling Acceptance is a proud member of:  

Contact Peggy Bodenreider today!

877-488-5568
peggy@sterlingacceptance.com

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

at Sterling Acceptance
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“Yacht Financing from Boaters 
you can trust.”

BOAT LOANS

Keeping Your Favorite Life Jacket?
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Stay Or Go?… (cont. from page 3)

includes, but is not limited to: die-
sel fuel, oil, spare parts, computer 
software, cleaning supplies, main-
tenance logs, drawings, check lists, 
books, charts, chart guides, galley 
ware, bedding, linen, towels, etc. 
Regarding tools, SELLER to advise 
what tools / tool chest(s) will re-
main. Prior to closing, SELLER will 
identify all personal items to be 
removed OR boat related equip-
ment that is currently stored off 
the VESSEL that will be returned 
and remain on the VESSEL. 

Your buyer doesn’t want the 
sellers clothing and probably 
doesn’t have a desire to keep stale 
provisions, but they do expect that 
boat tools, spares and anything 
built-in to be considered part of 
the sale. We have to avoid the dev-
astation and negative experience 
that we’ve all heard about when 
the new owner grabs the key to 
their expensive new pride and 
joy, only to find out the boat has 
been stripped (some sellers even 

Protecting Your 
Adventure for
30 Years
For three decades yacht owners have 
chosen Novamar Insurance Group
for their insurance solutions.

With NYP Protection you’re guaranteed:
• Competitive Premiums
• Local / Worldwide Navigation
• Skippered Charter Coverage
• Inshore / Offshore Racing Coverage
• A-Rated Insurance Company
• Policies Issued In-house
• 24/7 CLAIMS Department

CA LIC. # OI66844  •  SAN DIEGO, CA  •  SEATTLE, WA  •  SARASOTA, FL  •  PUERTO VALLARTA | CANCUN, MEX

Ask about our enhanced Novamar Yacht Program (NYP) offering more flexible, 
comprehensive coverages that better meet the needs of yacht owners worldwide. 
Call us at 800-823-2798 or visit novamarinsurance.com to learn more. 

It’s About You, Our Client!

Y A C H T  I N S U R A N C E

remove the USCG safety equip-
ment)! Not the first impression of 
boat ownership any broker wants 
their buyers to experience. 

The language we use is pri-
marily at fault. So many times, 
when asked about the future sta-
tus of a piece of gear, I’ve heard 
the listing broker or seller say, 
“That’s goes” or “That stays”. They 
know what they mean, but it is 
open ended and subject to inter-
pretation. Does “that goes/stays” 
mean the item goes or stays with 
the owner, or with the boat? It’s 
not clear. To solve this dilemma, 
I’ve come up with two words that 
simplify and clarify. Removed and 
Remain. If something is on board 
and the seller is going to keep it, 
that will be removed. If the seller 
is going to leave behind gear on 
the boat that is in question, that 
will remain. No one is looking for 
a free-be or an unreasonable gift, 
but it should be a broker respon-
sibility to clear up any questions 

about the final inventory. 
As you work through your next 

deal and the “Stay or Go” conver-
sation comes up, it’s up to you to 
interject the terms REMOVED and 
REMAIN so that everyone knows 
what is included.

Does that expensive anchor stay?

(949) 612-8180
1711 Whittier Ave. B Costa Mesa, Ca 92627

Dedicated to keeping you on the water

Services Inc .Services Inc .

MarineDieselService.com
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Professional 
Knowledgeable 

Reliable 
 

1901 Newport Blvd., Suite 274 
Costa Mesa, CA  92627 

(949) 209‐8870 
Info@VessDocs.com 

 
 

Adopt, don’t shop!  Proud Supporter of Ghetto Rescue Ffoundation www.GhettoRescue.org 

 

With over two decades of experience, RELIABLE DOCUMENTATION, INC. is THE 

LEADER in handling all aspects of US Coast Guard Documentation as well as state 

registrations  and  titling. Reliable Documentation,  Inc. takes  pride  in  providing 

exceptional  and  professional  customer  service  by  making  sure  paperwork  is 

handled quickly and reliably.   We understand the value of  time,  that deals can 

happen in the blink of an eye, and clients can’t afford to wait for paperwork. 
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Increased Boater Fees?

 

 

 
Our West Marine Pro California Sales team 

would like to thank the CYBA for allowing us 
to be a partner. 

 

Here is a list of our California sales team that are here to serve you: 
 
West Marine Pro  Contacts     
     

San Diego  
San Pedro to Santa 
Barbara  North San Francisco Bay 

Amanda Denton  Mona Freedman  Kermit Shickel 
(760) 815-6611   (310) 905-4730  (510) 375-8297 
AmandaD@westmarine.com  MonaF@westmarine.com  KermitS@westmarine.com 

     

San Diego County/Arizona  
Long Beach to Santa 
Barbara  Monterey & Inland States 

Markus Mrakovcich  Bill Barg  Jim Kearney 
(619) 455-5652  (949) 307-7239  (510) 508-4924 
MarkusM@westmarine.com  BillB@westmarine.com  JimK@westmarine.com 

     
Orange County  San Francisco Bay (East)  Market Team Manager 
Dean Stanec  Scott Rumple  Mike Menshek 
(949) 303-8682  209-662-3315  (949) 302-6985 
DeanS@westmarine.com  ScottR@westmarine.com  MikeMe@westmarine.com 

 

 

Beau Biller, Platinum Advisors
(CYBA Government Lobbyists) 

Faced with the Department 
of Parks and Recreation Bud-
get Change Proposal (BCP) in 
January, members of the boat-
ing organization(s) community 
engaged Administration staff to 
make the case for structural 
budget changes to the Division 
of Boating and Waterways. The January proposal 
contained a 250% fee increase on boaters and some 
moving around of monies that went to programs also 
contentions among boating organizations. 

A meeting was convened in May with the Director 
of Parks, budget and Department staff and members 
of the boating stakeholder group. Although the boat-
ing groups generally felt solving the budget imbalance 
on fee increases and a modest General Fund transfer 
was shortsighted the groups broadly endorsed the 
formation in statute of a stakeholder group with of-
ficial status and reporting requirements. This group 
would have a venue to deliberate on issues such 
as the revolving loan fund, AIS, beach erosion, fuel 
taxes and other issues. As a result of this meeting the 
Governor published this in his May Revise:

Governor’s Proposal. The May Revision requests 

$10.7 million General Fund in 2021-22, 2022-23, 
2023- 24, and 2024-25 to cover costs associated with 
the aquatic invasive species (AIS) program and $10 
million General Fund in 2023-24 and 2024-25 to fund 
Davis-Dolwig Transfers. Also included in this request 
is a proposal to reduce to the vessel registration fee 
increase proposed in the 2021- 22 Governor’s Bud-
get. Parks, Division of Boating and Waterways (DBW), 
requests an addendum to its Governor’s Budget Fiscal 
Stability for Boating Programs proposal that reduces 
the previous increase to vessel registration fees to 
align with activities associated with registration such 
as Department of Motor Vehicle (DMV) Costs, Finan-
cial Aid Programs, and associated overhead, and to 
fund broader obligations such as AIS treatment and 
Davis-Dolwig liabilities from General Fund. This pro-
posal retains the previously requested $20 million 
General Fund proposed for Davis-Dolwig transfers, as 
well as the suspension of the public and private loan 
programs, the public beach restoration program, and 
expenditure reductions for state operations and local 
assistance grant programs. The Governor’s Budget 
proposal increased the vessel registration fee from 
$10 to $35 on an annual basis. Pursuant to this ad-
dendum, the vessel registration fee would increase 
from $10 to $20 on an annual basis. This proposal 

(cont. on next page)

From an article in SF GATE by Tessa McClean
It’s no secret that Bay Area living is expensive, 

so much so that many people are leaving or com-
ing up with some very creative solutions. If you’ve 
ever searched for a new apartment online, you’ve 
undoubtedly come across a place where the images 
make your jaw drop at the photos and price - and 
NOT in a good way. Even as rent has hit a historic 
decline in San Francisco, I’m here to remind you 
that the median two-bedroom rent is still more than 
double the national average. Welcome to the series 

Living On The Water

(cont. on Page 12)

Liveaboard Carver as advertised
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results in fund solvency through 2024-25. (But the 
Governor’s budget is merely a suggestion for the 
Legislature to review and comment on.) 

Staff Recommendation. Reject the Governor’s 
proposed trailer bill language to increase vessel fees. 
Instead, provide an additional $9.3 million General 
Fund annually from 2021-22 to 2024-25 to support 
the Harbors and Watercraft Revolving Fund (for a 
total transfer from the General Fund to the Harbors 
and Watercraft Revolving Fund of $30 million annu-
ally from 2021-22 through 2024-25). Adopt Budget 
Bill language that requires Parks, in consultation 
with stakeholders and staff of relevant fiscal and 
policy committees of the Legislature, to develop a 
proposal that includes a combination of fee increases, 
expenditure reductions, and other actions designed 
to keep the fund in structural balance on an ongoing 
basis. The Budget Bill language shall also require the 
department to present this proposal to the Legislature 
for consideration no later than January 10, 2023.

So, no fee increase, more backfill and a stake-
holder group that we hope to help define in the 
weeks to come. It’s not over as I write this. The As-
sembly still needs to adopt the same language and 
ultimately the Legislature must send a budget to the 
Governor for his signature.

Attention all interested
Yacht Brokers and Salespersons:

CERTIFIED
PROFESSIONAL
YACHT BROKER (CPYB) 

~ STUDY SESSION AND TESTING ~

Contact Jeff Merrill 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 your-
self and your clients to earn the CPYB designation. Join a 
growing number of the best and brightest brokers nation-
wide 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 down-

loadable format.

If you have any questions, please contact one 
of the CYBA’s Members on the Certification 

Advisory Council:

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.

SO-CAL
Jeff Merrill, CPYB

Jeff Merril Yacht Sales, Inc.
949-355-4950
jeff@JMYS.com

Nick Friedman, CPYB
The Shoreline Yacht Group

310-748-5409
yachtbroker@pacbell.net

Morrie Kirk, CPYB
Bayport Yachts
714-612-1137

mpkirk7@gmail.com

Increased Boater Fees?… (cont. from page 6)

H a y 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
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Top 100 Dealers

 

 
 

 
 

 

                                                          Your Documentation Experts Since 1983 
 Proudly assisting vessel owners in documenting and registering their boats. 

UU..SS..  CCooaasstt  GGuuaarrdd  DDooccuummeennttaattiioonn  ♦  SSttaattee  RReeggiissttrraattiioonn  
 

11005500  RRoosseeccrraannss  SSttrreeeett,,  SSuuiittee  33  
SSaann  DDiieeggoo,,  CCAA  9922110066  

619.223.2279    619.223.1002  
info@DonaJenkins.com ♦ www.DonaJenkins.com 

 
Active / Founding Member 

Maritime Document Service, Inc.  
Specializing in Vessel  Documentation  

For the last 16 years, Boating 
Industry has recognized the best 
dealers around North America 
through its Top 100 Dealers pro-
gram. This program gives dealers 
the opportunity to be recognized 
in front of the entire industry, 
national media and consumers 
everywhere. As the only indepen-
dent ranking of boat dealers in 
North America, the Top 100 pro-

gram evaluates dealerships on a 
host of qualitative and quantitative 
information.

Now in its 17th year, Boating 
Industry  is once again looking 
for the best dealers across North 
America. With that in mind, Boat-
ing Industry  and Volvo Penta 
wanted to invite and encourage 
your dealership to apply for the 
2021 Boating Industry Top 100.

Being the “best” doesn’t mean 
you need to have the most sales, 
the greatest volume or the highest 
profit. It does, however, mean that 
you focus on those things that set 
you apart from your competition: 
professionalism, customer service, 
marketing and overall business 
operations.
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(cont. on page 10)

A global movement to create 
additional marine protected areas 
(MPAs) has been steadily gaining 
traction in recent years, with the 
initiative picking up milestone 
victories in the past few months.

In January, newly inaugurated 
U.S. President Joe Biden signed 
an executive order committing to 
a “30 by 30” goal, whereby the 
United States would designated 
30 percent of its land and territo-
rial waters to conservation by the 
year 2030. The move heightened 
the potential that MPAs will be 
used as a tool to tackle climate 
change.

A recent study supports the 
hypothesis that MPAs could be 
beneficial for climate change, 
maintaining biodiversity, and 
boosting the yield of fisheries. 
According to the study, strongly 
protecting at least 30 percent of 
the ocean – primarily in the 200-
mile exclusive economic zones 
of coastal nations – would result 

Proposed Marine Protected Areas
in substantial environmental and 
commercial benefits. 

A (excerpt) response from 
Ray Hilborn: “If you look at what 
the threats to the oceans are, 
they’re ocean acidification, climate 
change, invasive species, various 
kinds of pollution, land runoff, 
and none of those are impacted 
by MPAs,” Hilborn said.

A great example is the large 
dead zone that forms in the Gulf 
of Mexico every year. The dead 
zone is created by excess nutri-
ent pollution from agricultural 
areas – mainly related to fertilizers 
washed into the gulf through the 
Mississippi River and other inland 
waterways. An MPA in the area to 
protect that environment would 
have no effect on the biodiversity 
of the ocean in the region. You 
could make it an MPA and ban 
everything, you could ban ship-
ping, you could ban mining, you 
could ban fishing, and you’d have 
no effect on the dead zone.

You don’t need no-take in 
order to protect the biodiversity. 
Again, high profile things, marine 
birds, marine mammals, turtles, 
sharks, those are things where 
there’s very specific – gear spe-
cific – things that impact them,” 
he said. “Closed areas aren’t go-
ing to help, because they’re all so 
mobile.”

Orig inal  complete post : 
https://www.seafoodsource.com/
news)

A contribution from Dean West, 
past CYBA President and San 

Diego Broker:
All California recreational 

fishing enthusi-
asts need to be 
aware of political 
actions intended 
to increase MPAs 
(marine protected 
areas). Since their 
inception, scien-
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Odds And Ends Involving The Contractural Side 
Of Our Business

(cont. on next page)

Coast Guard Vessel Documentaion
California DMV In-House - Reg. Boats, Cars, RV’s, Trailers (no waiting!)

Notary Services
Private Party Buyer/Seller Consulting

Mention this ad and receive 15% off fees

www.VesselDocumentation.com

Main Office: 949.646.5917
email: requests@vesseldocumentation.com
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Proud Members of:

tific review has challenged the 
benefits and questioned the faulty 
research and analysis that went in 
to creating these massive exclu-
sionary zones along our California 
coastline. Ray Hilborn points out 
some of the glaringly false as-
sumptions commonly touted by 
the forces seeking to render more 
and more coastal areas inacces-
sible to the recreational fishing 
community.

Without pushback, saltwater 
sportfishing as we know it could 
disappear, as close-in, reachable 
areas to private and charter fish-
ing boats could be restricted and 
closed, leading to no fishing areas 
within a safe, manageable dis-
tance, and greater congestion and 
strain, as well as higher costs, at 
the remaining coastal areas close 
enough to access the unrestricted 
and open fishing areas.

Please stay informed and 
voice your objections when able. 
Please feel free to pass this along.

By Dennis Moran,
CYBA Arbitration 
Administrator

The major-
ity of successful 
yacht brokers has 
good people skills 
and knows how 
to connect with a buyer and get 
him excited about buying a boat. 
When it comes to all the boiler-
plate paperwork involved in a 
typical transaction, some things 
tend to get overlooked or ig-
nored in the final dash to get the 
deal closed. It’s the attention to 
the smallest details that will keep 
you out of trouble.

LLC-owned Vessels
Let’s start with one of our 

favorite subjects: LLC-owned 
vessels. As most of you know, 
there is a major potential benefit 
to buying an LLC-owned vessel 
in California and, over the past 

decade, we’ve seen a substan-
tial increase in the number of 
LLC-owned vessels. This means 
a significant number of your list-
ings could be LLC-owned. In this 
case, who do you have sign the 
listing agreement? More often 
than not your client, the “owner,” 
says he’s the one who will sign 
the listing and you leave it at that. 
But how do you know the person 
representing himself as the legal 
owner of the vessel really has the 
authority to sign the listing? The 
quick answer is, unless you are a 
maritime attorney, you’re prob-
ably not qualified to make that 
determination. Behind every LLC 
there is an operating agreement, 
and each one can be substan-
tially different with very detailed 
legal terminology. Are you go-
ing to be able to look at a very 
complicated 25-page legal agree-

Protected Areas… (cont. from page 9)
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www.danapoint-shipyard.com

South Orange County’s Premier Yacht Services Center
34671 Puerto Place, Dana Point, Ca 92629 

949-661-1313

Newly renovated facility, New state of the art travelift
with 187,000 lbs. capacity & 25’ beam width.

MERCURY ZUES POD CERTIFIED, CUMMINS, YANMAR, KOHLER CERTIFIED

Specialties include: 
Shafting\running gear, LP Paint, Bow\Stern

thruster installs, 
thru-hulls and seacocks, 

seachest\transducer installs, 
structural fiberglass, bottom paint, 

all mechanical, electrical & plumbing,
repowers\refits

Mercury Zeus Pod certified, Cummins, Yanmar Kohler certified

Whether you are looking to finance a sport boat, 
cruiser, mega yacht or RV, or refinancing your 
existing loan, Newcoast Financial Services can 

design a financing program to meet your unique 
needs. Our professional team of loan specialists 

have years of experience and are available to help 
answer your questions throughout the process.

Terry Maxwell
(949) 290-1710 • terry@newcoast.com

www.newcoast.com

Boat Loans that can
make your dream a reality

Request your personalized quote

ment and make a determination 
as to who really has authority to 
sell the boat? Is the LLC operating 
agreement manager-managed 
or member-managed? How do 
you know that the LLC is active 
and in good standing? Are there 
multiple members who will need 
to sign the listing agreement re-
gardless of what the client you’re 
dealing with says?

The first step is to request a 
full copy of the current LLC oper-
ating agreement. Once you have 
it in hand, you need to reach 
out to a maritime attorney and 
have him review the agreement 
to determine who is authorized 
to sign your listing agreement. 
If you’ve been in business for a 
while, it’s almost certain you’ve 
had LLC transactions and have 
established a relationship with 
a California maritime attorney. 
If you’ve given him business he 
may be willing to do a quick look 
at the agreement, at no charge, 

only to determine who is autho-
rized to sign the listing. Also, you 
can ask the “owner” which law 
firm he used to set up the LLC 
and reach out to them first. They 
typically can quickly retrieve and 
review the operating agreement 
and give you the answer you 
need.

One final point regarding list-
ed boats owned in an LLC: in any 
of your advertising or promotions 
of the vessel never use the word 
“TRANSFERRABLE” when describ-
ing the LLC ownership status. 
You are not qualified to deter-
mine whether the terms of the 
existing operating agreement will 
allow a transfer of the entity. You 
are safe in saying: “LLC OWNED” 
and if you submit an offer from a 
buyer who wants to buy the LLC, 
that confirmation of transferabil-
ity should be a condition of the 
purchase agreement. Prior to any 
buyer due diligence (sea trial, sur-
veys), it should be confirmed by 

a maritime attorney that the LLC 
is, in fact, transferrable. Again, if 
possible, always try to contact the 
maritime attorney who set up the 
LLC operating agreement for the 
seller to confirm transferability.

Broker Trust Accounts
Switching to broker trust ac-

counts, last year a long-time 
member broker passed away 
unexpectedly. At the time of his 
passing, he had 3 or 4 transac-
tions under way. As required 
by the state, he had a separate 
trust account at one of the major 
banks. In that trust account were 
4 or 5 buyer deposits, well into 
five figures, related to on-going 
transactions. His daughter was 
executor of his personal estate 
but had no status relating to the 
broker trust account. Buyers who 
had deposits in the trust account 
attempted to deal directly with 
the bank but the bank could not 
legally distribute any of the funds 

(cont. on page 12)

Contractural Side… (cont. from page 10)
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as the only legal signer of record 
on the account was the deceased 
broker. As of the date of this 
newsletter, we have not received 
any updates on the deposit re-
fund status. The take-away from 
this is clear: if you are the sole 
authorized signer on your trust 
account, either add a trusted par-
ty to the account or have a pow-
er of attorney drafted, naming a 
trusted party (family member, ac-
countant, etc.) to have legal ac-
cess to the account in the event 
of a similar occurrence. Make 
sure the bank has a copy of the 
power of attorney.

Operation of Vessel Under 
Contract

Finally, we have received 
complaints in the past involving 
operation of a vessel under con-
tract after surveys have been con-
ducted. The standard assumption 
is that the seller will not consider 
running the boat after surveys, 
but you would be surprised how 

often this takes place. The buy-
er’s surveys (hull, mechanical, rig, 
etc.) generate a “snapshot” of the 
boat’s condition as of the date of 
survey. The buyer relies on this 
condition report to decide to go 
forward with the purchase, reject 
the boat due to poor condition 
or ask for a survey allowance. So, 
what happens when the seller 
decides to take “one last” cocktail 
cruise after surveys without noti-
fying the brokers or buyer? Say 
he accidentally runs aground and 
tweaks the propellers or scrapes 
the topsides coming into the slip. 
As we all know too well, there 
are dozens of things that can go 
haywire anytime a boat is being 
used. Does he fess up and do the 
right thing or does he hope no-
body notices and plays dumb.

It is highly recommended 
that you always add a clause in 
the purchase agreement “Other 
Conditions” paragraph to the ef-
fect: “Vessel not to be operated 

after date of survey until date of 
close without the express written 
permission of the buyer”. If the 
boat needs to go out for a second 
sea trial to confirm a repair, or for 
any other reason, always get the 
buyer’s written permission first.

I hope these suggestions will 
assist in smoothly closing your 
transactions by eliminating the 
unknowns - plus you’ll sleep bet-
ter at night!

ACR 86, (Gibson D) California 
Fishing and Boating Week.
Introduced: 5/19/2021
Summary: This measure would 
proclaim the week of June 5, 
2021, through June 13, 2021, 
as California Fishing and Boating 
Week.

Bill Introductions

Contractural Side… (cont. from page 11)

we’re calling, “Guess how much 
this rents for in San Francisco.”

This “floating loft” in Sausalito 
is for rent on Craigslist.

It’s actually a 33-foot Carver 
Mariner fishing boat named Pearl. 
The slip is at Bridgeway Marina at 
225 Locust St. in Sausalito.

It’s “walking distance to mar-
kets, restaurants, bars, shopping, 
beaches, a 10 min walk to the 
ferry and the SF bus stop is across 
the street.”

Rent includes slip fee, electric-
ity & bi-monthly septic pump out.

I t  goes for… drumroll… 
$2,000 a month! A real estate site 
reported the median rent of a one-
bedroom in Sausalito is $2,800.

…Editor: OMG! This explains a 
lot of what we are currently seeing 
(North & South) and one part of 
our client base. It’s not a new phe-
nomenon but is even more ap-
parent these days, especially with 
covid eviction moratoriums lifting 
and rent control ceasing. The only 

light is that some marinas are of-
fering more ‘liveaboard’ availabil-
ity despite a government-imposed 
limitation. Maybe, to make it fun, 
we need a cable show like ‘Our 
Town’ giving remodel ideas and 
making living aboard more of a 
style move and shedding the vi-
sion of cranky old pirates nesting 
on old sinking tugs?

Living On The Water… (cont. from page 6)

Flybridge becomes a Solarium?

Tight kitchen space!
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Do You Want To Raise Your Game?

A Unique Classroom for our Professional Mariner's Program

Boat Donations
The Marine Programs at the Orange Coast College School of Sailing and Seamanship is located at the Newport Beach Campus. OCC is one of the 

nation’s largest nonprofit public boating education institutions with a fleet of power and sailboats comprised of donated vessels and those purchased 
from proceeds of other gifts.

If you, or a client, are interested in donating your boat, please contact Brad Avery the Director of Marine Programs. He can be reached at (949) 645-
9412 or email him directly at bavery@occ.cccd.edu.

(photo: OCC’s Training Vessel Nordic Star)

By Jeff Merrill, CPYB
Being a yacht 

broker is an incred-
ibly satisfying job. 
Fun people to inter-
act with, near the 
water and hang-
ing aboard on cool 
boats. What’s not to like? 

California is the only state that 
requires anyone interested in sell-
ing used boats to take and pass 
a competency test. To get your 
California yacht sales license you 
already did this and you can also 
go to the next level and study for 
the California yacht broker license. 
Yes, we all call ourselves yacht 
brokers, but technically, the true 
California yacht broker has passed 
both tests.

As the yacht sales market con-
tinues at an incredible pace, good 
listings and good boats are getting 
harder to find. It’s not uncommon 
to look outside of your traditional 
region and maybe even travel out 

of state with your clients. 
Florida is the only state where 

you are not welcome, in fact it’s 
against the law to do a boat deal 
in Florida if you aren’t licensed 
there. Most people know this, 
but not everyone complies, it’s re-
ally a sad reflection on a person’s 
character and ethics if they don’t 
follow the rules, but that’s not the 
point of this message.

Right now you are too busy, 
but you are getting a lot of experi-
ence and with each deal you close 
your confidence increases. If you 
are finding yourself traveling more, 
please consider going for the 
ultimate yacht broker credential – 
CPYB (Certified Professional Yacht 
Broker). You can be a California 
sales person or a California yacht 
broker to sign up for this test. Your 
CYBA membership gives you a 
discount on the process.

There are over 360 licensed 
people selling boats who are 
members of the CYBA. Those who 

aren’t members of the CYBA are 
typically working the back waters. 

There are only a handful (21) 
of California brokers state wide, 
who have studied, passed and 
maintained the continuing edu-
cation requirements of the CPYB. 
It is not an easy exam - you have 
to have been in the business for 
three years and know your way 
around boats and boating trans-
actions. Once you pass, you have 
to renew every three years. The 
effort is too much for most, so 
they blow it off. 

If you have a desire to get bet-
ter and stay informed this is for 
you. It is minimal effort to log on 
to CPYB.net to learn more. 

For me, becoming a CPYB 
transformed my career. I didn’t 
think I needed to take another 
test, who does? However, having 
the CPYB designation has opened 
doors when I travel. One of the 
first questions a broker from an-

(cont. on page 14)
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Raise Your Game?… (cont. from page 13)

other state asks me is, “Are you a 
CPYB?” 

If you travel to Seattle, An-
napolis or Fort Lauderdale, you 
will connect with CPYBs. For those 
not from California, it is the only 
test they can take to prove they 
are verifiable yacht brokers. 

If this is your career and you 
want to be at the top of your 
game, you are short changing 
yourself if you don’t try to achieve 
this level of respect. In California, 
less than 5% of all licensees have 
accomplished this. It is an elite 
group and we’d like you to join us. 
Every California CPYB has elevated 
their success and become better 
brokers. 

No, I get it, you don’t have 
time to do this, no one does. No, 
I understand, you don’t want to 
spend money and time to study 
for a test. No, it probably doesn’t 
matter, you can just sit back and 
stay busy until we run out of boats. 
You can make up all of the rea-
sons why not, try coming up with 

a few on why you should. 
What is important to you as a 

yacht broker? 
How far do you want to take 

your yacht broker success? 
The CPYB program is offered 

to members of all seven North 
American yacht broker asso-
ciations. The CPYB designation is 
the only true industry standard, 
recognized around the world. It 
is the yacht broker measure of 
excellence, something great to 
aspire to.

If you are ready to step up your 
game, please give me a call and 
I’d be happy to discuss this with 
you. There are three CYBA brokers 
who are on the national CPYB 
committee, myself, Nick Friedman, 
CPYB and Morrie Kirk, CPYB. Each 
of us has volunteered as a CYBA 
president and also renewed our 
CPYB status every three years to 
stay current. You can connect with 
any of us, our contact information 
is below. 

It’s a similar difference be-

tween being an accountant or a 
CPA. In our business, this is one 
title that almost anyone can try 
for, but only the truly dedicated 
commit to this accomplishment.

Our current CYBA president, 
George Sikich, CPYB and his pre-
decessor as president, Mik Ma-
guire, CPYB are in this group. In 
this article I’ve named five of the 
twenty-one, why don’t you join 
this small group of over achievers?

You can come up with all of 
the excuses why you don’t need to 
do this, or, see the light and work 
to become one of the best in the 
business. There is no deadline, 
you can procrastinate and never 
do it, or you can commit and make 
a name for yourself. Your call, but 
if you aren’t sure, give me a call.

Jeff Merrill, CPYB – Jeff@JMYS.
com – 949.355.4950

Morrie Kirk, CPYB – MPK@bay-
portyachts.com - 714.612.1137

Nick Fr iedman,  CPYB – 
yachtbroker@pacbe l l .ne t  - 
310.748.5409

By Nick Friedman
I want to en-

courage anyone 
who has not, to 
migrate to the 
new forms imme-
diately. The new 
version is working 
beautifully and of-
fers several new and improved 
forms. Continuing evolution of the 
legalese and any updating is only 
happening in the new form suite. 

Several months ago, all buy-
ers, sellers and vessels were mi-
grated from the old form system 
to the new system. This cannot 
happen a second time, so the 
longer a broker is in the old form 
system, the morel information 
will not migrate. Access to the 
prior system remains solely for 
a broker to reach back and view 
the history and contracts written 
over the last several years. These 
are not able to be moved due to 

Forms Update
software incompatibility.

The prior system is now out 
of date. The expiration date reads 
2020 and that cannot be changed. 
Those using YachtCloser are now 
using the new forms. And as 
stated above, all updates, legal or 
otherwise are only updated in the 
new form suite.

If you are not active in the 
new version, contact Don Abbott – 
775-745-6565 or Don@cyba.info. 
He will get you started. It is also 

important that all salespersons 
using the forms become members 
of the CYBA.

Don’t miss out on the new 
e-signature component that is 
integrates with the new system. 
It is provided by Citrix RightSig-
nature and Storage of the signed 
contracts through Citrix ShareFile. 
Both are excellent and provide 
easy usage. Watch for a video on 
this soon.
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Boating Memories
CPYB Brokers Make 

Boat Buying A Breeze
A Certified Professional Yacht Broker (CPYB)  

is recognized having achieved the 
highest level of industry accreditation 

through testing & continuing education. 
A CPYB will exceed industry standards to 

ensure your sale or purchase is 
a smooth & easy transaction. 

Don’t settle for inexperience! 

Contact your nearest CPYB throughout 
the US & Canada at cpyb.net/search 

and enjoy great memories.

We partner with the best in the industry:
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YBBA 100th Anniversary

“Let our 23 years of
Experience work for you!

So. Calif: 949. 475.0760949. 475.0760
Jeff Long ● Mike CurtinJeff Long ● Mike Curtin

Joan Burleigh
No. Calif: 510.749.0050510.749.0050

Joan Burleigh

Specialty
Insurance
Solutions

Locations throughout
the United States

800.748.0224
globalmarineinsurance.com

sales@globalmarineinsurance.com
In California License #0L09546

For the first time in more than 
35 years, the USCG fees to docu-
ment, transfer ownership, change 
the name or hailing port of a ves-
sel will increase. The Certificate 
of Documentation will no longer 
be valid for only 1 year but for a 
total of 5 years.  To accommodate 
for this change, doc services will 
begin implementing USCG fee 
increases on or about July 1, 2021.    

Last year, AVDA celebrated its 
25th year as an association of ac-

USCG Fee Restructuring
credited documentation compa-
nies who strive to provide the very 
best service to their customers. 
This year our annual meeting will 
be held in conjunction with The 
National Marine Lender Associa-
tion’s annual meeting at the King 
& Prince Golf Resort in St. Simons 
Island, Georgia.

Please make sure the doc 
service you are using is a member 
of AVDA as there are fly-by-night, 
internet-based services out there 

who impersonate the USCG and 
do nothing but take your money.  
Visit www.AmericanVessel.com to 
confirm member status.

Kathi Ford, President
American Vessel
Documentation Association, Inc.
3857 Birch Street, #27
Newport Beach, CA 92660
949.244.0307
www.AmericanVessel.com

CPYB would like to congratu-
late the  Yacht Brokers Asso-
ciation of America  (YBAA) on 
its 100th anniversary. While the 
Association celebrated its actual 
anniversary in 2020, a ceremony 
commemorating this special 

occasion will be held at the 
annual YBAA University (YBAA U) 
event on Tuesday, July 13, 2021.

The celebration will begin 
with a full day of educational 
programming and conclude with 
a celebratory cocktail party at the 

Annapolis Maritime Museum. 
CPYB brokers will receive seven 
(7) recertification credits for full-
day attendance.

Visit  ybaa.yachts.com/ybaa-
university  for more information 
or to register.
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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

Unbeatable Rates
Call for a FREE Quote

BOAT LOANS

A division of Seacoast Bank

www.seacoastmarine.net

Northern California,
call Sally Kraft 925-963-2926

Southern California, call
Natalie Reyes 714-306-1680

Marge Brookshire, beloved 
marine industry icon, died unex-
pectedly on June 16, 2021. Marge, 
originally from Brooklyn, NY., lived 
in Mission Viejo, CA. with her hus-
band Gary. Marge and Gary just 
celebrated their 56th wedding 
anniversary. 

She worked in advertising 
Sales at SEA Magazine for 20 
years from 1975 to 1995, for 
CBS Publishing, then Peterson 
Publishing Co and then when it 
transferred to Duncan McIntosh 
Company. She then worked in 
yacht financing at Ganis Credit 
from 1995 to 1999.

Marge was a member of 
CYBA and was very well known 
and respected in the marine in-
dustry on the West Coast for de-
cades. To quote Dean West: “She 
was one of the great characters 
in my brokerage career. She will 
be missed”. A memorial service 
to be announced.

Eight Bells
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Celebrating 36 Years of Service 

 Creator of the California One Vessel Offshore Delivery 
 Creator of the CDTFA (f/k/a SBE) Proactive OSD Compliance Package 
 Creator of the Yacht MIPA 

www.wenthurlawgroup.com 
SERVICES OFFERED TO YACHT BROKERS AND THE MARITIME INDUSTRY 

Tax Efficient Vessel Acquisitions Worldwide  
 Vessel Purchases with WLG offshore delivery and 

WLG Proactive CA Sales/Use Tax Exemption Package© 
 Vessel Membership Interest Purchase Agreement 

(MIPA©) structures including not only Vessel due 
diligence but also tax (sales, use, property, income 
and VAT), EPA, and MARPOL, SOLAS and regulatory 
due diligence. (Most MIPA’s can be completed in 48 
hours or less.) 

 Vessel Stock Purchase Agreements with or without 
with post‐closing merger restructuring to avoid future 
inefficient, expensive or illegal ownership structures. 

Property Tax Strategy, Exemption and Minimization.  
WLG is the leader in representing yacht owners 
concerning obtaining exemption from, minimizing or 
reducing California Property Taxes.  WLG has taught the 
maritime industry, including local governments, the true 
basis and methodology of California Property Taxation 
including its constitutional law underpinnings.  
 
Custom Contracts.  WLG is best known for its ability to 
draft custom maritime contracts for the most complex 
maritime transactions conceivable in the most efficient 
and understandable manner possible.    

Vessel New Build Contracts including assistance with 
Technical Team assembly.  WLG has a worldwide web of 
project managers, naval architects and yacht designers. 
WLG will guide your buyer through the phases of 
conception, contract, milestone construction inspections 
and finally the launch phase which includes ownership 
structure, tax, VAT, registration and regulatory planning 
and compliance. 
EU and other Country Vessel Acquisitions.  WLG has a 
worldwide web of VAT, Attorney and Customs experts.   
Most international transactions utilize the WLG 3 
Stakeholder Structure© for the safety and protection of 
the Buyer.  WLG urges you not attempt to use a local US 
Vessel Purchase Agreement for an international 
transaction. 

Proper Broker and Brokerage Operational Structures.  
WLG will consult with brokers and brokerages concerning 
the optimal operational structure from both an income 
tax, estate tax, and regulatory perspective. 
 
Trust & Estate Planning.  WLG will consult with brokers to 
ensure they personally have trust and/or estate plans in 
place to protect them and their families.  WLG has 
drafted and administered thousands of trust and estate 
plans during its 36‐year history. 

The WLG Team – The Attorneys 
WLG believes it is the most efficient maritime tax firm in 
the world with a full staff ready to serve your needs. 

Cris John Wenthur, LL.M. 
(619) 398‐9050 Ext. 201 / cris@wenthurlawgroup.com 
Dane C. Wenthur, Attorney 
(619) 398‐9050 Ext. 202 / dane@wenthurlawgroup.com 
Ashley A. Harris, Attorney 
(619) 398‐9050 Ext. 203 / ashley@wenthurlawgroup.com 

The WLG Team – The Staff 
Hailey Siden, Office Manager (Vessel, Aircraft, Property Taxes) 
(619) 398‐9050 Ext. 100 / hailey@wenthurlawgroup.com 
Will McTaggart, Legal Assistant (Vessel Matters) 
(619) 398‐9050 Ext. 204 / will@wenthurlawgroup.com 
Amanda Kendall, Legal Assistant (Vessel Matters) 
(619) 398‐9050 Ext. 205 / amanda@wenthurlawgroup.com 
Jack Zabel, Legal Assistant (Vessel Matters) 
(619) 398‐9050 Ext. 206 / jack@wenthurlawgroup.com  
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Death & 
Taxes…
Two things nobody looks 
forward to.

You know what you can look 
forward to????

A Whole New 
YachtsForSale.Com!!!

That’s right… As you read this, YachtsForSale.Com
is getting a make-over! And not one of those crazy
Kenny Rogers’ makeovers. The kind of makeover

that will have you tripping over your pet
getting to your computer so you can

upload your entire inventory on a website
that will cater to you and your clients!!!

All West-Coast Boats!!!
All the Time!!!

You know this is big because we have already used 
13 exclamation marks in telling you the news. 

Stay tuned for more info.
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PLATINUMPLATINUM
PARTNERPARTNER

GOLDGOLD
SPONSORSPONSOR

SILVERSILVER
SPONSORSPONSOR

BRONZEBRONZE
SPONSORSPONSOR

Reliable Documentation, Inc.
YATCO

Dona Jenkins Maritime Document Service, Inc.
KKMI

Twin Rivers Marine Insurance Agency, Inc.

Dana Point Shipyard
Global Marine Insurance

Hayden Insurance Service, Inc. 
Marine Diesel Services

Law Office of Jody T. McCormack, P.C.
Michael G. Wales, Esq. Attorney At Law

Newcoast Financial Services
Novamar Insurance Group
Seacoast Marine Finance

Sterling Acceptance Company
The Mary Conlin Company

Trident Funding
Yacht Sales Academy

FRIENDS
Fiddlers Green

Wenthur Law Group, LLP

The CYBA Would Like To Thank Our Sponsors
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800.259.5701

“Your Marine Insurance Specialists”

marine insurance agency, inc.

7 Marina Plaza • Antioch, CA 94509 • At The Antioch Marina7 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 RiverLatitude 38°-01'10" N – Longitude 121°49'10" W – Buoy 4 Red – On The San Joaquin River

License #0E32738

2600 Newport Boulevard, Suite 106 • Newport Beach, CA 926632600 Newport Boulevard, Suite 106 • Newport Beach, CA 92663
Across from Balboa Boat YardAcross from Balboa Boat Yard

Northern California OfficeNorthern California Office
1-800-259-57011-800-259-5701

Southern California OfficeSouthern California Office
1-949-514-81001-949-514-8100

Commercial Marine Insurance    CALL DOUG for a QUOTE

• Marinas/Resorts
• Yacht Clubs
• Dealers/Brokers
• Rental Vessels
• Yacht B&B
• Charter/Tour/Fishing Vessels

Doug Rader - Your Commercial Marine Specialist  •  Direct: 209-334-2858

• Vessel Repair Facilities
• Boat Builders
• Marine Contractors
• Marine Products Manufacturers
• Wholesalers & Distributers
• Workboats

Doug Rader

- Representing -

Shop Your Renewal & $ave
Flexible Survey Requirements
Broad Navigational Areas

Liveaboards
Agreed Value Policies

Fuel Spill Liability
Call Us Now For The Most 

Comprehensive Policy
At The Most Competitive Price

~ Get A Quote Online ~

WWW.BOATINSURANCEONLY.COM

WEST COAST          HAWAII          EAST COAST

Marine Insurance Made Simple, Affordable And Effective

Years Of Unbeatable Experience To Match Your Needs To The Right Product

Our Agents

Servicing Over 35 States With Their Insurance 
Needs For Over 22 Years

Gary Doug Shannon Roy

Kari Alexis ErikaJill KristiChristian

Our Staff
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423
NEW LISTINGS IN

THE PAST 30 DAYS

$15.7 B
TOTAL $USD

ON THE MARKET

73
YACHTS SOLD IN

THE PAST 30 DAYS

$2.6 B
TOTAL SALES IN

THE PAST 12 MONTHS

CYBA Yachtsman Ad Full Page JUNE 2019 v5.indd   1 5/31/19   3:57 PM
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Vessel or LLC Transactions - contract analysis, LLC formation or purchase, ownership 
succession, charter operations, international purchases, offshore deliveries, use tax issues, etc.

Vessel Warranty & Defect Claims - structural or equipment issues, product liability, design 
issues, etc.

Arbitration and Litigation - mediation, arbitration, and litigation related to boating injuries, 
Jones Act injuries, Longshore injuries, boat collisions, insurance disputes and more.

Maritime Liens - Liens that arise by operation of law and give the lienholder a property right in 
vessels and the right to foreclose the lien in admiralty.

Representation of Yacht Brokers, Vendors, Lenders and Other Industry Professionals - 
Assistance with the contract or consumer disputes, buy-sell agreements, regulatory issues, etc.

Michael G. Wales, Esq.
The Wales Law Firm, P.C.

955 Harbor Island Drive, Ste. 190 • San Diego, CA 92101
619-493-1700

Feeling a bit off course in the legal world?
Looking for a Maritime Lawyer?
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100-Year Family Tradition of Maritime Legal Service

International Full Service Maritime
Legal Representation

Specializing in All Aspects of Vessel Ownership,
Transactions and Construction

For more information please visit:
www.bohonnon.com

David Bohonnon*, Partner
Steven Clark*, Partner

195 Church Street
New Haven, CT 06510
Phone: 203-787-2151

Jody T. McCormack**, Of Counsel
1005 Northgate Drive #104

San Rafael, CA 94903
Phone: 415-419-4036

* Admitted in Connecticut and Massachusetts
* Admitted in California, Rhode Island, Florida and New Mexico

INDEX OF ADVERTISERS

Calendar Of Events
July 3	 Free Fishing California

July 4	 Fireworks, SF Bay, Pier 39

September 15-19	 Rolex “Big Boat Series”
	 SF Bay

September	 Pacific Sail And Power Boat Show
	 Dates & Location TBD

October 11-13	 Annual MRA Educational Conference & Trade 
Show

	 Hilton Torrey Pines Resort
	 La Jolla, California

October 12-13	 DBW Commissioner’s Meet, San Diego

October 27-31	 Ft. Lauderdale Boat Show

Spring 2022	 Pacific Power & Sailboat Show
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Membership Information
For complete list of CYBA Member Benefits, please 
see our separate Member Benefits page at CYBA.
info. Be sure to read the CYBA’s Code Of Ethics 

and By-Laws as well.

Membership Rates:

Master Member

(Owner - Broker of Record):

Initiation Fee............................................................$200

Yearly Dues...............................................................$348

Total............................................................................$548

Broker

(Working for a Master Member):

Initiation Fee............................................................$50

Yearly Dues...............................................................$48

Total............................................................................$98

Salesperson

(Working for a Master Member):

Initiation Fee............................................................$50

Yearly Dues.......................................................$48

Total....................................................................$98


