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A CYBA Sponsored Boat Show!

We have finally done it! We've
managed to pull all the pieces
and parts together, get industry
support, contract with a show
manager with tons of experience
and have an absolutely wonderful
venue! That's right... in Northern
California! A CYBA sponsored
boat show! We will be working
on this very hard over the next
few months (with a planned date
of May 4-7, 2023). Our gracious
hosts at WestPoint Marina plan to
have an outstanding facility avail-
able to us (right across the street
from a huge Google complex)
with plenty of parking, wonderful

(cont.on next page)

o VBN,
This rendition shows the completed yacht
club and restaurant at Westpoint Harbor.

Photo shows the future yacht club and
restaurant at the Westpoint Harbor facility.

Photo shows the Googe headquarters across from Westpoin
event.
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As | reflect on the first year
of my term as president of the
CYBA, the number one topic that
members approached me about
is the growing number of boats
listed for sale that are “Not Avail-
able for Co-op.”

Our business was built upon
Brokers working together to help
our buyers and sellers transfer
ownership of vessels. The strength
of this process is the cooperation
of the almost 1,000 license hold-
ers in California.

Section 2 of the CYBA Code of
Ethics addresses our responsibility
to clients.

Fiduciary Duty to Client

In accepting a position as an
agent, Member pledges himself
to protect the interests of his cli-
ent. This obligation of absolute
fidelity to the client’s interest is
paramount, but it does not relieve

from the
PRESIDENT

Peter Zaleski, CPYB,
San Diego Yacht Sales

the Member from obligation of
dealing fairly with all parties to
the transaction.

I call the listing agent of all
boats that meet my clients’ wants
and needs regardless of the co-op
status. | have heard many reasons
for not cooperating on listings. No
one has given me a reason that
I think truly has the seller’s best
interests intended. Getting sellers
the most return for their invest-
ment in the shortest time possible
is best served with over 1,000
people working together, not one
dealer standing alone.

With post pandemic business
returning to a more balanced sup-
ply and demand, | hope to see
the No Co-op trend to fade away
along with Covid-19.

What do you think? Please
send your comments to me at
CYBAPresident@GMail.com

CYBA Boat Show!... (cont. from page 1)

dock facilities and a great on land display. This will be one that really
puts us on the national map. We're at the Gateway of Silicon Valley
with a whole new demographic and we're excited about the potential
of new product and great brokerage opportunities. To find out more,

visit your CYBA website.

Photo shows the Westpoint Harbor footprint and access from San Francisco Bay.
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Pass It On - California Boater Card

By Jeff Merrill, CPYB

Do you have your Califor-
nia Boater Card? I didn't... but
ran into a business reason in
another state that required it,
so | did it. | had put it off for a .
few years, and finally decided
OK how big of a deal could r‘
this be? What's involved? How pe,
much time did it take? Is it
worth it? These are the questions that | was asking
and finally | decided OK - I'm spending more time
thinking about it, time to focus and get it done.

In speaking with past CYBA president, George
Sikich, it became clear that the BoatUS course was
relatively easy to complete and priced right - free.
Signing up for the California state course was not dif-
ficult, and I was able to create a membership account
at the same time. Be sure that whatever online course
you do select is NASBLA approved - that seems to
be the national standard.

Once registered, you are on your own timeframe
to complete the course, but once your course has
started, you must complete within a few months.
The course is divided into eight different sections
that focus on an introduction to a general important
boating area. The course went into details that would
eventually turn into test questions at the end of each
section. Each chapter page in the review has a 30
second timer on it so you can't advance to the next
page without spending at least 30 seconds on that
page. (This was a bit frustrating, but if they didn't
throttle us back, we’'d all just keep skipping ahead).

Once | committed, | knew | didn't want to take
this twice so | focused on what | was reading, shut-
ting down distractions so that | could absorb the
content. At the end of each chapter there are 10
questions, each with four answers. | could almost
immediately eliminate two and there usually was
one best answer. | was embarrassed with some of
the ones that | missed, but that's why you take the
course — to learn the material and be a better boater.
There were also some interesting things in studying
this that | had forgotten about or didn't know - I have
to admit, that made it kind of interesting. Even so,
it still took too much time and | had other priorities
tugging me away. But, don't give up — you will get
through and should pass.

Once | finished each chapter course with strong
passing grades, | thought that | was done, but wait,
there’s more. Completing the coursework is your
preparation to take a final exam. Probably eight
hours over two days of studying and | was now on
the home stretch.

The final exam consisted of 50 questions with
four answers to choose from. As you answer each
question you get immediate feedback as to whether
you got it right or wrong so you can keep score as

you're going and have a good idea of how you're do-
ing. The questions | got wrong | could see the better
answer with hindsight, but it was a fair test without
any trick questions.

Getting through the 50-question final exam
maybe took a half an hour without a time limit on
each question. Hurray, I'm done, but, well, actually
not. After passing the 50-question final exam | had
to take and pass one final 10 question California
only section.

I received a passing grade certificate from BoatUS,
and that triggered the California DBW to send me
their CA PDF card with the promise to deliver the ac-
tual plastic card, which I received a week or two later.

If you are like me, you have probably spent more
time dreading taking the test than it will actually take
you to sign up, study the coursework and take the
final. Just get it out of the way and pass it on. Even if
it's just to encourage our clients to accomplish this, |
believe CYBA members should be leading by example
to our clients and families. We can all do this and
make our boating safer for everyone!

For more, visit CaliforniaBoaterCard.com
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Happy Hour Gathermg Of T hanks

Hello friends
in the local boat-
ing community!

Whether you
are in boat sales,
work at a local §
boat yard, sew *
sails, pump fuel, or sling hash, this
is a group event for you! Please
join us for this special “Happy
Hour Gathering of Thanks” event.

We are gathering to share
boating ideas, professional net-
working, laugh a little, make new
connections, tell Shelter Island
tales, and hear the latest news
in the yachting industry. We are
thankful for all of you and for your
continuing support for the CYBA-
GEO MeetUp.

Plan on joining the CYBA-
GEO Committee for appetizers at
Miguel’s Port Side Pier, 1360 N.
Harbor Dr., San Diego on Thurs-
day, 11/17/2022 and support
our local boating industry. This is
open to anyone, whether new to
the yachting industry, a long-time
member, or vendor. Bring a friend!

This event is sponsored by Ma-
rine Group Boat Works - Special
thanks to Kitty Persson of MGBW
for her support for the CYBA
-Growth Expansion Outreach
Committee.

We hope you will RSVP and at-
tend! Please contact Leilani Wales
with any questions at leilani@
aglyachtsales.com

Don Abbott's Retirement

| first met Don in 1982, sail-
ing with Dick Southworth in the
Encinal and Islander Yacht Club’s
Friday Night Beer Can Races.
Soon after (because of my breaks
in industrial teaching), Don ap-
proached me about selling boats
for the summer at John Beery
Yachts. Don, soon after went to
Recreation Publications, working
with Ken Schaff and publishing
magazines for the marina Industry.

Don had been our CYBA ex-
ecutive Director in the ‘90s, retired

PAGE 4

from the job and Bob Gorman
stepped in as Executive Director.
Soon after Bob’s passing, Don was
asked to come back. He has served
the CYBA as Executive Director for
many years and has watched and
helped with tremendous growth
and success. His retirement will
be a loss to the association but
we feel his replacement will do a
great job as well. Many thanks to
Don, for the years he contributed
to make our industry better...
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WENTHUR LLAW GROUP, LLp

Yacht e Jet ® Vintage Automobile
Acquisitions and Taxation Worldwide

Celebrating 36 Years of Service

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

v" 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

Proper Broker and Brokerage Operational Structures.

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.

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 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

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
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CA Boater Card

Hey Boaters! 2023 is quickly
approaching, which means boat-
ers 50 years of age and younger
are required to have their Califor-
nia Boater Card before heading
out onto the water. In 2018, Cali-
fornia began implementing a new
law that requires boaters to carry
a California Boater Card while
operating a motorized vessel. This
card verifies that its holder has
successfully taken and passed an
approved boating safety course.
The program is being phased in
by age to give boaters ample time
to obtain their card. By 2025, all
persons who operate a motorized

vessel on California waters will be
required to have one.

The California Boater Card
program supports California State
Parks Division of Boating and
Waterways' (DBW) mission to pro-
vide safe and convenient public
access to California’s waterways
and leadership in promoting safe,
enjoyable and environmentally
sound recreational boating. All
boaters are encouraged to take a
boating safety course and apply
for their California Boater Card
regardless of age.

To find out more about the
approved courses, the phase-in

schedule, or to apply for your
California Boater Card, please visit
www.CaliforniaBoaterCard.com

Yacht Donations: A Sales Arrow Every Broker Should Have

In Their Quiver

By Steve Rizzone
Director, The International
SeaKeepers Society

Donating a yacht to a 501 (C)
(3) charity like the International
SeaKeepers Society can be a com-
pelling option for many of your cli-
ent listings. Besides the personal
satisfaction derived from con-
tributing to an ocean-orientated
charity, there may be meaningful
income tax benefits available to
the owner/donor.

While many brokers are aware
of the yacht donation program,
there are a number of misconcep-
tions surrounding the program
including: donations are only for
older boats, a donation cannot
compare to an outright sale in
terms of value to the client, the
practice is not well established,
and brokers do not earn fees on
donations, all of which are not
true.

With respect to the process
itself, it is very straightforward and
typically flows along the following
lines:

* Broker/SeaKeepers Con-
tact:

o Abroker or yacht salesper-
son identifies a possible donation
candidate and brings it to the
attention of SeaKeepers; a dona-
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tion facilitator is assigned, based
on geographic area, to assist and
support the broker/agent.

* Broker/SeaKeepers/Po-
tential Donor Contact:

o Broker/agent and the
facilitator meet to discuss the
specifics of the listing, the owner’'s
expectations, etc. (If no listing is
available, a brief description of
the yacht including make, model,
hull number, year manufactured,
equipment, engine hours, and
any other pertinent information
is helpful)

o Broker/agent and facili-
tator decide on the next steps,
which normally is a call with the
owner.

o During the call with the
owner, the facilitator goes over the
potential benefits of the donation,
the donation process and answers
any questions to ensure the owner
has the information necessary to

California Yacht Brokers Association * July - October 2022

consider going forward without
making a formal commitment.

* Donation Process:

o If the owner decides to
continue forward, an “intent to
donate” letter is signed by the
owner, broker, and SeaKeepers.
The letter confirms in writing the
terms and process of the donation
discussed in earlier conversations
but does not obligate the owner
to complete the donation.

o The donor then retains the
services of both a qualified yacht
appraiser and a certified marine
surveyor, the boat is surveyed, the
results of which are incorporated
in the final appraisal which forms
the basis of the donor's tax deduc-
tion.

o Based on a physical in-
spection, the results of the survey
and an inventory of equipment,
SeaKeepers develops a material
improvement plan.

o SeaKeepers prepares all
documents required to accept
the yacht and receives ownership.
SeaKeepers experienced personal
then prepare and submit the re-
quired forms to acknowledge the
gift.

o Upon receipt of the gift,
SeaKeepers pays the brokerage a

(cont.on next page)



Yacht Donations... (cont. from page 6)

commission.

* Post Donation:

o Once the donation is completed, SeaKeepers
will assess the yacht and determine suitability for the
various SeaKeepers vessel programs.

o Should the vessel be made available to the
public, SeaKeepers will work with the broker who
coordinated the donation, providing a second op-
portunity for a commission.

Throughout the process, the broker/agent
maintains full control of all customer contact. The
SeaKeepers representative’s job is to support the
broker/agent and facilitate the process, all in the best
interests of the owner/donor. If you have any ques-
tions or would like any further information regarding
donations, please feel free to contact SeaKeepers.

THE INTERNATIONAL SEAKEEPERS SOCIETY

255 ARAGON AVENUE

THIRD FLOOR

CORAL GABLES, FLORIDA 33134

(786) 924-6209

WWW.SEAKEEPERS.ORG

NEWCOAST

FINANCIAL SERVICES

Boat Loans that can

make your dream a reality
Request your personalized quote

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

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:

SO-CAL
Jeff Merrill, CPYB
Jeff Merril Yacht Sales, Inc.
949-355-4950
jeff@IMYS.com

Nick Friedman, CPYB
The Shoreline Yacht Group
310-748-5409
yachtbroker@pacbell.net

You may also respond to cpyb@cyba.info or contact any CYBA
Board Member. The National Yacht Broker Certification office
needs time to process your application and to perform your
background check.

Brokers wishing to attend the study session, but who are not
testing, are welcome. However you must reserve a space! Seating
is limited!

NOTE: This session is for CYBA Members only. If you are not yet a
Member, and would like to join, contact the CYBA office
immediately @ 925-588-8929.
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CYBA Announces A New Social Media Chair!

Traci Hughes is our new media
guru and she comes to the board
with an extensive background in
marketing. The key to any success-
ful organization is good communi-
cations with it's membership and
a wide broadcast to the industry
relating public. Traci will get us
there on both levels. First, a ‘fresh-
ing’ of our CYBA website will make
it more member friendly, next,
our Facebook page (yes, we have
one!) will offer tips, gems and an-
nouncements... and even Twitter
(hello Elon) will track our happen-
ings! Help Traci out by providing

interesting topics and photos!
...additionally,
Traci Hughes has joined IYC

as a Sales & Charter Consultant
based out of the California office.
A Southern California native, Traci
Hughes grew up in Huntington
Harbor, CA where she began
yachting with her family when she
was just a baby. Traci has been
the office manager for a respected
yacht brokerage and continued
her professional growth through
yacht management, marketing
and events, sales support, and
later by becoming a yacht sales as-
sociate. She is a committee chair
and member of the California
Yacht Brokers Association.

Our New Executive Director

Ty Mellott grew up boating in
Wyoming of all places! Ty's love
of boating and all things water
became apparent quite quickly
and he is familiar with sailing but
admittedly his heart lies in the
powerboat world. Having owned
both larger boats and a handful of
smaller boats you will more than
likely find him enjoying his time
on the water powered by a throttle
vs. the wind. Whether it be on
the water or off, most of his time
is spent with his family and six
grandchildren. When not on the
water, Ty can be found in various
outdoor activities, of which none
are more important than coach-
ing his oldest granddaughter’s
softball team. Prior to moving to
Northern California’s Bay Area, Ty
lived in Florida as well as Southern

California. He worked for Delta
Airlines and prior to that spent 4
years in the U.S. Navy with nearly
three of those years aboard the
USS Missouri (BB63). Ty Mellott
has been involved in the marine
industry since 1997, working for
Recreation Publications. Working
primarily on Bay & Delta Yachts-
man magazine covering Northern
California boating topics that
involve not only the recreational
boater but items of interest in-
volving the industry as well. With
the title of Co-Publisher for the
past 15 years, Ty has continued
to provide content and material of
interest for his Nor-Cal readership.
Ty served on the board of directors
to the Northern California Marine
Association for a total of 9 years.
He served as President for one

Ty and Becky Mellott.

year and chaired several commit-
tees (including various boat show
committees). He currently is on
the board of directors for the Cali-
fornia Delta Chambers and Visitors
Bureau has been a (involved since
2006). He is looking forward to
serving the board of directors of
the CYBA and its members as
Executive Director.

New Member Special

Wayne Goldman,
Membership Chair

The Membership drive we
ran, from February 1 through
March 31, was a huge success.
We increased our member base
by 32, going from 335 to 367 total
members. Great job to everyone
that helped. Let’s try to keep add-
ing members. Please mention the
benefits to anyone you know that
is not a member.

We are now running a Mem-
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bership Special through the end
of this year. Any (new member
only) pays the initiation fee and
the dues for the remainder of the
year are waived. Please pass this
on to any non-members that you
know.

Benefits of CYBA include:

- Industry standard contracts
and forms

- Working with fellow CYBA

members
(cont.on page 14)
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CPYB - New Year, New You

Sign up today and separate from
the crowd

We all know Californians are
the only people required to pass
a state test to earn a yacht sales li-
cense. If you never leave the state,
or dabble part time, that may be
all you need.

There are only three ways
to truly be called a “broker”. In
California after passing the sales
test and then the broker test. In
Florida if you upgrade from sales
(no testing). The most widely ac-
claimed and accepted credential
is the CPYB designation (Certified
Professional Yacht Broker).

If being a yacht broker your
career, especially if you travel to
other regions for brokerage, you
owe it to yourself to become a
CPYB. Presently, there are less
than two dozen CPYB's in Cali-
fornia.

What does it take? Being in
the yacht sales business for three

years and knowing your way
around boats and boating trans-
actions. There is a comprehen-
sive guide to help you study and
understanding the materials will
provide you with a solid founda-
tion to make you a better broker.

The CAC (CPYB committee)
revised the test taking in 2022 so
you can study and pass section
by section instead of one sitting
for the full exam. This new format
has accelerated interest and there
are now more CPYB's... don't get
left behind.

There are less than (500)
CPYB's in the world. It is a group
of dedicated yacht brokers who
understand the importance of
continuing education and profes-
sional conduct. Make the time to
join the ranks, it is a designation
that will open doors and reward
your efforts.

Jeff Merrill, CPYB and Nick
Friedman, CPYB are the two CYBA

delegates representing you on the
CAC national committee. Please
contact Jeff or Nick, to discuss get-
ting you started. Additional details
are on www.CPYB.net.

Jeff Merrill, CPYB | Cell:
949.355.4950 | Email: Jeff@
JMYS.com

Nick Friedman, CPYB | Cell:
310.748.5409 | Email: YachtBro-
ker@Pacbell.net
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BOAT LOANS

Jim Weston
Southern California
Cell: 949-278-9467
Office: 949-475-0760
jweston@tridentfunding.com
https://southwestloandepot.com

Joan Burleigh
Northern California
Cell:510-612-8300
Office: 510-749-0050
jburleigh@tridentfunding.com

Unbeatable Rates
Call for a FREE Quote

Northern California,
call Sally Kraft 925-963-2926

Southern California, call
Natalie Reyes 714-306-1680

A
Ay Seacoast

A division of Seacoast Bank

www.seacoastmarine.net

MARINE FINANCE
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Legal Seminar 2022, Newport Beach

(This is an overview of the
event and may not be the com-
plete picture... please contact the
presenter for more details, ED)

Nick Friedman, Shoreline
Yachts & Joni Geis, Sterling Fi-
nancial, Natalie Reyes, Seacoast,
Marine Lenders.

Subject: Fraud

A review of current issues re-
garding money wire transactions
and interception.

The fiduciary responsibility
of the Master Broker and being
aware of deposits and funding
through office sales agents.

Charlie Daley, John Jarvie,
Craig Chamberlain, Oversea Ins.,
Novamar Ins.

Subject: Insurance in the Cur-
rent World

Too often vessels descriptions
are not complete and with a loss,
equipment may not be fully cov-
ered. The CYBA listing form ask-
ing for prior known conditions is
paramount. Cris Wenthur stated

D]
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that secured insurance should
be a condition on the purchase
agreement. Catamarans are hav-
ing more difficultly being insured
because of recent storms in the
Gulf.

Kells Christian & Steve Dilling-
ham, Surveyors

Subject: Disclosures

Many surveys run afoul be-
cause the seller did not disclose
‘pre-existing’ conditions. Sea tri-
als are most effective before the
survey because conditions may
change moving ahead with the
inspections. The seller should be
prepared for oil samples taken

(new oil doesn't help) and the
vessel pushed to maximum con-
ditions. Volvo IPS: props must be
removed at inspection. Seakeep-
ers: test beforehand.

Kate Pearson, Safe Harbor

Subject: Marina Availability &
Abandoned Vesels

There will be no increase
in slips in California in the near
future. 1960-70 era marinas will
have to be ‘re-sized’ to meet cur-
rent demand. Liveaboard status
is being reconsidered by some
city councils to fend off the hous-
ing issues (Alameda being an
example). 30% of SoCal boaters
are from ‘out of state’. Brokers are
encouraged to interact with the
harbor office staff to resolve issues
and created better communica-
tion about availability.

Michael Wales, ESQ.

Subject: Advertising

You must be very careful in
advertising a vessel particularly

(cont.on page 12)

Dona Jenkins

Maritime Document Service,
Specializing in Vessel Documentation

Your Documentation Experts Since 1983

Inc.

Proudly assisting vessel owners in documenting and registering their boats.

U.S. Coast Guard Documentation + State Registration

1050 Rosecrans Street, Suite 3

San Diego, CA 92106

619.223.2279 « 619.223.1002
info@Donalenkins.com ¢« www.Donalenkins.com

PAGE 10

AVDA

Active / Foundlng Member
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Boating Memories

CPYB Brokers Make
Boat Buying A Breeze

A Certified Professional Yacht Broker (CPYB)
is recognized having achieved the

&
,»'//

S/ highest level of industry accreditation

__ﬁ_ﬂ" through testing & continuing education.
e o A CPYB will exceed industry standards to
?.:}ﬁ ) ensure your sale or purchase is
- 4 | a smooth & easy transaction.
é Don't settle for inexperience!
» Contact your nearest CPYB throughout

} By = :
~ fj \ == — the US & Canada at cpyb.net/search
and enjoy great memories.

— |
CERTIFIED ®
PROFESSIONAL

YACHT BROKER
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Legal Seminar... (cont. from page 10)

as to it's condition. Do not rep-
resent a fair conditioned boat as
excellent. Make sure your client
(buyer) has secured insurance
(see above). Michael explained
the difference in ‘arbitration’(fact
gathering) vs ‘mediation’ (negotia-
tion of issues).

Document co-op agreements
in emails...not texts. Remember,
the broker could be liable for
fund transfer fraud. Pay attention
to recent ransomware extortion.
Have good security and caution
sales staff to not open unknown
attachments.

ADA scams are continuing but
recent legislation is improving the
Unruh law and compliance.

Dennis Moran, Northrop &
Johnson, Arbitration Chair

Subject: How does it work?

If a party was to bypass the
CYBA arbitration clause and sue, it
is likely that the court would direct
them back to arbitration as pre-
scribed. The committee consists of

DANA POINT SHIPYARD INC.

=The finest in quality and craftsmanship since 1967=
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 Ibs. capacity & 25’ heam width.

Shafting\running gear, P Paint, Bow\Stern

seachest\transducer installs,
structural fiberglass, bottom paint,
- . . N

legal counsel and two analysts. Ar-
bitration fees run between $800-
$900. The hearing takes 2-3 hours
and a legal response is typically 30
days. Dennis provided many rea-
sons why brokers or sales people
are pulled into arbitration.

Seakeepers Donation Program
(New CYBA sponsor), Steve Riz-
zone

Subject: How easy are ves-
sel donations and what are the
advantages?

Started by Paul Allen to help
fund ocean protection, Seakeep-
ers now has 30 years

With a very successful dona-
tion program and can be very at-
tractive for the boat owner and the
broker. A very thorough presenta-
tion of it's workings was given.

Division Of Boating & Water-
ways, Joanna Andrade, Monique
Cabral & Michael Beals

Subject: How to pass an
audit.

The trio gave insight to the

Specialties include:

thruster installs,
thru-hulls and seacocks,

www.danapoint-shipyard.com
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most common broker office audit
failures...and how to fix them (look
at vessel info, term of listing, trust
accounts). They discussed broker
fee increases and asked for input.
Make sure your bond meets the
new criteria. “Out of state’ brokers
cannot list a California vessel.

Octavio Jose Gomez

Subject: Boating (and selling)
in Mexico

You (broker) cannot sell a
boat in Mexico! (Unless you want
to pay a 30% tax).

You have to return to the U.S.
for the sale. You cannot do an ‘off-
shore delivery’ in Mexican territo-
rial waters. Things have changed,
records are being kept... and MTIP
cancellations MUST BE DONE.

The information regarding the
seminar is hoped to be accurate
but the only way for you to know
for sure... is not to miss the next
one!

“Yacht Financing from Boaters
you can trust.”

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

Contact Pegoy Bodenreider today!
877-488-5568

peggy@sterlingacceptance.com

Sterling Acceptance is a proud member of:

AV:DA
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About CCA California

Our Objective

mote and enhance the present and future avalability of coasial resources
ar the benefit and enjoyvment of the general public

About CCA

Our Story What We've

. . Done For
Anglers In
California

f.:l:rnl;muu l,nﬂahngn{nst
fishing tackie and lead Bans
= Fought to keep Blusfin from
b=caming listed asan,
mmm

COASTAL S o

hurts ol resources.

CO NSERVATION . Wigﬁlmuw:e:ﬁmu
- eupand finfish

ASSOCIATION mﬂmﬁmw

 and restoration feefs
OF '+ Suppan programs 1o increase

. c® CALIFORNIA .

WWW.CCACALIFORNIA.ORG
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Election - Board Of Directors

In a recent email from the
CYBA Board of Directors, it was
noticed that the chances of actu-
ally getting a member to respond
increased, if there was more infor-
mation included in this “Call for
Candidates” Few brokers attend
our meetings, either live or online,
so they would have little or no way
of knowing what is entailed in
running for the Board of Directors.

What are the duties? What is
the term? What is required? What
is the benefit of serving, personally
and to the industry? What would
the requested “Bio” include? Are
you someone willing to take on
the challenges of helping to guide
the association through these
challenging times?

As a volunteer organization,
the CYBA is only as strong as its
Board. A dynamic organization,
able to withstand the constant on-
slaught of California’s regulatory
and legislative overreach, vagaries
in the economy, and increased

SHIP.: HAPPENS! REAL LIFE

KEKEMI? HeELP!

I WAS

SLEEPING ON

MY BOAT AND
woke up To £
WATER EVERY- \
WHERE!

T THINK I'M
SINKING!

competi-
tion for
the cli-
ent’s rec-
reational
expendi-
tures...
and it re-
quires dy-
namic, energetic, self-motivated
individuals with a desire to serve
the industry, and to make the go-
ing better for those that follow,
while maintaining a professional
environment for all of us to con-
duct business.

The requirements is to be a
CYBA broker in good standing,
the term is for two years and the
biography is roughly 100 words
about yourself and why you inter-
est (accompanied by a passport
type photo). Simple yes? And the
rewards are incredible!

Contact: Peter Zaleski, Presi-
dent, CYBA @ peterzaleski@gmail.
com

S

In a former life, we were brokers, so we understand that
“Ship Happens." We're here to help with all your boatyard

needs. Give us a call and let us know how we can help you!

New Member... (cont. from page 8)

- Arbitration & Mediation com-
mittee

- Code of Ethics

- Legislation, Education

- Social networking activities

- Close working relationship
with the Division of Boating &
Waterways

- CYBA newsletter and website

- CYBA name recognition with
peer organizations

- Boat shows

Currently, we have 367 to-
tal members with 123 Master
Broker members, 38 Associate
Brokers,168 Salespeople, 33
Affiliates and 5 Administrators.
There are 304 Licensed Brokers
in California, approximately 50%
are CYBA members. There are 666
Licensed Salespeople in California,
approximately 25% are CYBA
members with a 5% increase from
last quarter.

You can reach me at 510-759-
8481 if you have any questions.
Wayne

STORIES FROM THE BOATYARD!

CHECK TO SEE IF
THE WATER IS
FRESH OR SALTY.
IT GIVES YOU A
BETTER IDEA OF
WHERE YOUR
LEAK IS COMING
FROMI!*®

Point Richmond 510-235-5564 a Sausalito 415-332-5564 = www.kkmi.com

PAGE 14
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Peace cannot be
kept by force it

DEALING WITH A DISPUTE OR LAWSUIT?
SCHEDULE YOUR ONLINE MEDIATION WITH:
ATTORNEY/MEDIATOR MICHAEL G. WALES

INFO@MEDIATIONS.ONLINE
TEL. 619.493.1700
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The Significance Of The CG Document Stamp; The Abstract Of Title

George Sikich,
CYBA Past President

Everyone is familiar with the
U.S. Coast Guard Document and
the importance of the Certificate.
You must get a copy of this for
every listing and place a copy in
your file. I am finding way too of-
ten sellers do not keep this aboard
(that is a Coast Guard Violation)
for various reasons, none of which
are valid. Reviewing the informa-
tion on the certificate is crucial.
Make sure the HIN and Official #
are accurate... as well as the Man-
aging Owner and other owners.
The HIN tells you quite a bit about
the boat: the production number,
when it was made and the model
year (which can be different from
the production year). Check the
expiration date, | am running into
quite a few expired documents.

Another important aspect of
the listing is to get an ‘Abstract
of Title’, which is $25.00, you can
get this from the Coast Guard

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

It's About You, Our Client!

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

-.;. NOVAMAR

YACHT INSU

Ev(©

CALIC. # 0166844 e SAN DIEGO, CA e SEATTLE, WA e SARASOTA, FL e PUERTO VALLARTA | CANCUN, MEX
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National Vessel Documentation
Center website (www.uscg.mil/
hqg/cg5/nvdc/). The main function
of the Abstract is to see if there are
any liens or incumerances on the
boat. Generally, a Preferred Ships
Mortgage would be the main item,
indicating the boat has a loan
on it. However, other liens may
exist; boat yards, marinas, etc....
Also, you may see a Notice of Lien
(rather than an actual lien). This
may have no legal effect other
than to inform the world someone
claims to have a lien. The seller
may tell you that no liens exist.
So, you order the abstract and see
that the boat has a lien, (the seller
may have paid that lien off)...
the problem is that they failed to
get a “Satisfaction of Lien” which
must be presented to the NVDC to
remove the lien. | had a boat that
was paid off 20 years prior and the
lender never sent the Satisfaction
of Lien to the NVDC.

| called the lender and they

told me they no longer had those
records, the boat was in an estate
and | was unable to complete the
transaction. Had | ordered the
abstract, | would have known the
circumstance and saved myself
a major headache. The clarifica-
tion on this can be sorted out
by a documentation company or
lender. Having this info prior to
closing is helpful in executing a
timely closing.

The abstract will give a history
of ownership, however, this only
includes owners who document-
ed the boat with the Coast Guard,
if somewhere it was registered to
a state or foreign entity then that
owner would not be disclosed on
the abstract.

Other information on the
COD. Example: a boat is a 1990,
but you see it was not titled till
1992. This can have several mean-
ings; most likely the boat was not
sold till ‘92 (not uncommon for a

(cont.on page 18)

NOVAMAR

HAYDEN

INSURANCE

Don't be left high and dry. Let us quote your marine
insurance today. Complete coverage at competitive rates.

Pleasure vessel coverage

Offering top rated insurers since 1989
Marine insurance specialists

Commercial coverage

P i

==

Call or email now for a free quote
info@haydeninsurance.com
Michael Hayden
michael@haydeninsurance.com

800.723.1170
Haydenlnsurance.com

151 Shipyard Way, Suite 1,
Newport Beach, CA 92663

Gina Glassell Doyle
gina@haydeninsurance.com
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Z=— RELIABLE

R=—"DOCUMENTATION,INC.

b Calmly Navigating The Sea Of Paperwork

~

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.

Professional
Knowledgeable

Reliable

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

(949) 209-8870
Info@VessDocs.com

AVEDA

Adopt, don’t shop! Proud Supporter of Ghetto Rescue Ffoundation www.GhettoRescue.org
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Significance Of... (cont from page 16)

boat to sit in a dealer’s inventory
for some time). Another explana-
tion is that the dealer used the
boat for demonstration purposes.
These two items are another
step in assuring the strength of
your listing. To all brokers, | say
“Know your Listing”. George

Why is he smiling? Tony Faso, past board
member, is hosting an audit by our own
Division of Boating & Waterways personnel.
Do you recognize them? They really don't
bite...

Changes Are On The Horizon

Nick Friedman,
Forms Chair

WE WANT YOUR INPUT.

The last significant rewrite of
the CYBA Forms was completed
about ten years ago. And while the
forms are still very relevant and
legally as complete and effective
as any, it is time to examine the
changes that have occurred in our
business climate and adapt the
contracts to modern day needs
and requirements.

We are about to embark on an
evolutionary re-write of our cur-
rent contracts and the addition of
a number of new forms. Some of
the ideas floated have been:

1) A ‘conditional acceptance
form’

2) A separate ‘final acceptance
form’ for ease of e-signature

3) Auto-propagating data form
(can be sent to your document
service of choice)

4) A ‘waiver of liability" docu-
ment

5) Numerous content change
to the existing contracts

There are many other thoughts,
and we are calling on our mem-

bership to offer suggestions for
changes to the current forms and
the addition of new forms. Please,
if you have ideas, send them to
our dedicated forms e-mail at:
forms@cyba.info

Most recently we have ad-
dressed the current property tax
controversy by simplifying the pro
rate paragraph. When you choose
the non-prorate paragraph, the
Final Statement will no longer
show a line for the amount and
dates as it has in the past. When
choosing the prorate option, the
amount and dates stay as they
have always been.

Our goal is to compile these
suggestions by the end of the year
then sort through and integrate
those that can be used. So please
act soon if you have suggestions.
Once we have formatted the mod-
ifications and additions, we will
pass them by legal, the Division of
Boating and Waterways and then
on to our software developer. We
hope to implement the changes
sometime in the spring.

IT ALL BEGINS WITH YOU.
SEND YOUR SUGGESTIONS AND
COMMENTS SOON

CYBA Board Of Directors Meeting

Meeting held at Balboa
Corinthian Yacht Club,
Newport Beach

Called to order by President Pete
Zalenski at 3:10 p.m.

Members in attendance: Don
Abbott (ED), George Sikich, Scott
McNerney, Wayne Goldman,
Mark White, Mik Maguire, Lelani
Wales, Nick Freidman and Peter
Zalenski

Guest: Traci Hughes

Last Board Minutes: Motion to
approve. (Nick Friedman, 2nd
(Leilani Wales) Approved.

Financial Report: Mik presented
P&L and Balance Sheet.
Discussion ensued on what to

PAGE 18

do with extra newsletters, and
agreed we should send them to
non-members. Financials were
Approved and 2nd by Lelani.
Correspondence - Nothing to
report

Membership: Wayne Goldman:
We have 182 sales members,
125 Master brokers, and 36
affiliates. Kudo's to Wayne, as
this is our highest membership
total ever. Wayne made a
motion to waive fees for any
members who sign up 4th qgtr of
2022, Nick 2nd.

Approved.

Advocacy and Legislation:
Dean West not here, nothing
to report... however: Don
will report at the Legal

California Yacht Brokers Association * July - October 2022

Seminar tomorrow. There was
some discussion related to
independent contractor status.

Sponsorship: George Sikich:
Considering Bass Pro Shops,
West Marine and Overseas
Insurance. SeaKeepers are now
a sponsor. Don brought up a
discussion on sponsor benefits
and perhaps we eliminate or
adjust their free dinner at our
banquet.

Shows and Events: Mark White:
Jim Behun is meeting with
Loews Coronado, a possible
show site in San Diego the
week before Super Bowl.
Motion: NorCal Show will be at

Westpoint Marina in Redwood
(cont.on page 24)




License #0E32738

Northern Callfern ia Office i Southern California Office
1- 800 53}'57 (0] | 1-949-5:1:4=8100

7 Marina Plaza e Antioch, CA 94509 e’ At The Antioch Marina Bou|evord Suife Qg aewport Beach, CA 9206315
Latitude 38%-01!10" N — Longitude 121°49'10" W — Buoy 4 Red — On The San Joaquin'River ACI& from: Balbo: llet\iEi. ;

“Your Marine Insurance Spec1allsts”

Shop Your Renewal & $ave OUI' Agents

Flexible Survey Requirements
Broad Navigational Areas
Liveaboards

Agreed Value Policies

Fuel Spill Liability
Call Us Now For The Most

Comprehensive Policy . X
At The Most Competitive Price , ’ ! %u
4 e

~ Get A Quote Online ~

WWW.BOATINSURANCEONLY.COM - ——

Marine Insurance Made Simple, Affordable And Effective specialy MissioN ‘

Kari Jill Erika Christian Kristi

Providing Boaters With Their Insurance Needs For =t

Over 24 Years; Currently In 36 States TR AVELERE:T CHUBB  Hanover
WEST COAST | HAWAII | EAST COAST Years Of Unbeatable Experience To Match Your Needs To The Right Product

¢ Marinas/Resorts * Vessel Repair Facilities

* Yacht Clubs * Boat Builders

* Dealers/Brokers ¢ Marine Contractors

* Rental Vessels * Marine Products Manufacturers
* Yacht B&B * Wholesalers & Distributers

o Charter/Tour/Fishing Vessels ¢ Workboats

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




CYBA President’s Perspective... 2022 Legal Seminar

Peter Zaleki

The California Yacht Brokers
Association held our most popular
event of the year at Bahia Corin-
thian Yacht Club in Corona del Mar
October 6th, 2022. We had the
largest attendance ever with over
120 members attending. There
were 18 speakers that brought the
latest news and advice, tailored to
the Yacht Brokerage industry.

Past CYBA President Nick
Friedman, Broker at Shoreline
Yacht Group, started off with a
personal experience on several
types of on-line fraud, including
what to look for when send-
ing wire transfers. Natalie Reyes
from Seacoast Marine Financing
added in a Bankers view on what
to look out for and how to help
your clients get the best financing
available. John Jarvie with Oversea
Insurance and Charlie Bailey from
Novamar Insurance shared how
to navigate the changing environ-
ment in the marine insurance
sector. Charlie expanded on what
type of Insurance was best while
traveling in Mexico.

That conversation segwayed
into marine and mechanical sur-
veys. Kells Christian, Regional Di-
rector of the Society of Accredited
Marine Surveyors (SAMS), shared
examples of his experience with
hull surveys. Steve Dillingham,
owner of Dependable Marine,
advised on how to prepare for an
engine survey.

Next up, Kate Pearson, Presi-
dent of the Marine Recreation
Association and V.P. of Business

Bahia Corinthian Yacht Club facility, hosts for
the 2022 CYBA Legal Seminar.
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Kate Pearson spoke to the lack of inventory and needed modernization in our marinas.

Development with Safe Harbor
Marinas spoke about how to get
a slip for the boat you just sold.
With no new marinas in sight, she
explained to make more room for
new vessels we need to get the
derelict boats out of our current
marinas and advised it is a good
idea to get to know your local ma-
rina managers. The CYBA's newest
Sponsor, International Sea Keep-
ers had Steve Rizzone speak to us
on how his organization promotes
oceanographic research, conser-
vation and education through
direct involvement in the yacht-
ing community and how boat
donations support their efforts.
After lunch, our honored guests
from the Division of Boating and
Waterways, Johanna Andraede,
Monique Cabral and Michael
Beals, brought us the latest news
from Sacramento.

Octavio Jose Gomez traveled
up from south of the border to
help us understand the some-
times confusing, often changing
laws in Mexico.

California Yacht Brokers Association * July - October 2022

Attorney Michael Whales had
several examples of experience
with yacht transactions with his
law practice. Dennis Moran, Bro-
ker at Northrop & Johnson, Past
CYBA President and current Ar-
bitration chair, shared that it has
pretty quiet on the CYBA Arbitra-
tion side. That means the mem-
bers have been doing a great job
keeping out of legal trouble. This
is one of the least used and poten-
tially most valuable assets of CYBA
Membership. Dane and Cris Wen-
thur from the Wenthur Law Group
often spoke up during the seminar
to share opinions and clarify the
law. They had hand-outs for their

(cont.on page 22)

The relationship between Mexico and U.S.
boaters is important to preserve.




8 New CYBA Brokers
Have foined In The Last Month

Fﬂs!ur[t B__ﬂgﬁ _ .. ' ,_.._:.._.._ -
Let's get started.

K = W g b S Bt e By

‘he most intuitive boat
sale website out there.

W are boat pecpla. And we've finally
craated o streamilined selling process
that works

Call Don for Special Pricing
775-745-6565
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President’s Perspective... (cont. from page 20)

presentation that helped to keep up with the wealth
of knowledge they shared about Maritime Law.
Closing the Seminar was Dean West, Principle of
Dean A. West Marine Enterprises. He is also a past
President of the CYBA and current Ethics & Legisla-
tion Committee Chair. Dean arranged for everyone
to get a copy of the CYBA Code of Ethics. He started
his impassioned presentation with the observation
that we had a full house and that they were the type
of people he liked to do business with, those that

(cont.on next page)

integrity prmcrp!es

value e a honesty
e SN A

orer ETHICS =

choice /2 " ,* Fa:rness
conscience responsibility

Ethics are what we signed on for in joining the CYBA.

f.

A fu/I house at the 2022 CYBA Legal Seminar in Newport Beach with over 120 guests!

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
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President’s Perspective... (cont. from page 22)

choose to better themselves with further education
and have dedication to doing the right thing for the
Brokerage Community and our clients. | agree with
Dean!

One of the highlights for me was the amount
of conversation, camaraderie and mingling at every
break. We plan for more social interaction at the next
Legal Seminar. If you are in the Marine Business in
California, you should be there. Please plan to join us.

Your CYBA Board
of Directors
believe this is an
excellent resource
for used boat
buyers.

You can download
the booklet in PDF

format from the |

CYBA.info website ™

or order the hard
copies from:

Don Abbott
don@cyba.info

Are We Going To See Some Action?

(Editor’s note: For years the CYBA with members
like Dean West and others, have insisted that the
State do a study of the “real impact” our industry
means to the State’s economy. We have been ‘un-
dervalued’ for years...)

Boating and Waterways Commission Subcom-
mittee on Alternative Funding makes the following
recommendations:

« Recommend the Department of Parks and Rec-
reation provide an annual report to the Boating and
Waterways Commission, of the $26 million annual
diversion from the Harbors and Watercraft Revolving
Fund, for accountability purposes.

« Recommend the need to identify criteria for
reporting, such as nexus to recreational boating.

« Recommend that DBW expend funds necessary
to fulfill a comprehensive and impactful Outdoor
Recreation Economic Impact Report detailing the
relationship of recreational boating in California to
the overall economy.

« Recommend that the Governor’s Office of Busi-
ness and Economic Development be consulted for
possible seed money to compliment Harbors and
Watercraft Revolving Funds.

« Recommend that the Outdoor Recreation Eco-
nomic Impact Report explore both the boating indus-
try impact on California economy and DBW boating
programs designed to support recreational boating.

« Recommend an ongoing Advisory Group be
formed by the Commission with input from the
Department.

Reliable Documentation, Inc.
The Boats Group

SIMOINSIO) :
Dona Jenkins Maritime Document Service, Inc.

International SeeKeepers Society
KKMI

Twin Rivers Marine Insurance Agency, Inc.

The CYBA Would Like To Thank Our Sponsors
TRILATIDNURG
IRARITINTETR

Wenthur Law Group, LLP

BRONZI;

SPONSOR
Dana Point Shipyard

Hayden Insurance Service, Inc.
Michael G. Wales, Esq. Attorney At Law
Newcoast Financial Services
Novamar Insurance Group
Oversea Yacht Insurance
Seacoast Marine Finance
Sterling Acceptance Company
Trident Funding
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Board Of Director’s Meeting... (cont. from page 18)

City, May 4-7 2023. Lelani motioned, Pete 2nd,
Approved. Pete and Mark will pursue a Spring San
Diego show location.

GEO: Lelani Wales: Setting up a meeting to
recognize Women Leaders in the marine industry.
These meetings have about 25 people in
attendance. Next meeting in November.

Social Media: Traci Hughes (Chair) is working on
our social media; Instagram is up and running, and
helping Mik with the newsletter. Please send her
content at tracihughes2@gmail.com

Forms: Nick Friedman: Working on revisions and
updates. Right Signature subscription will be
$300 moving forward. Use PA Amendment to add
‘transaction name’.

Don sold his YachtsForSale.com business, but the
new owners are still working with us on free ads.

New Business: Executive Director-Don Abbott:
This is Don'’s final year and we thank him for his
service. Ty Mellott is a candidate for the position
and he will be vetted at the seminar tomorrow

by Mark White and Peter Zalenski. Still discussing
compensation and role details.

Peter Zaleski... Need to define the committees for
future work.

Annual Dinner: Need ideas for location!! (January
2023)

Next Meeting: December 7th (where, TBD)
Adjourned: 6:00 p.m.
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Oakland/Alameda Lighted Boat Parade
National Pearl Harbor Remembrance Day
San Joaquin Yacht Club's Lighted Boat Parade

Annual Frozen Bun Run Windmill Cove

CAHMPC, Training Conference & Trade Show

—

Calendar Of Events

Seattle Boat Show, Lake Union and Century Link Field
36th Annual International Sportsman Expo, Sacramento, CA
CYBA Northern California Sail and Power Boat Show

Sacramento California Boating Congress, Sacramento

= -

December 3, 2022
December 7, 2022
December 10, 2022

January 1, 2023

February 3-11, 2023
February 19-22, 2023
May 4-7, 2023
March, April 2023
May 23-25, 2023
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