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The 2024 Legal seminar has 
passed. It was another outstand-
ing event that saw 90 members, 
brokers, salespeople, sponsor’s 
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and affiliates who are dedicated 
to our industry in attendance

After the introduction from 
our membership committee chair-

man, and MC, Wayne Goldman 
and President Mark White, we 
heard from Dean West our Ethics 
and Advocacy chair.

As the various speakers im-
parted their various expertise, we 
were left with an anvil hanging 
over our head. That is the ongo-
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Letter From The President
October 21, 2024 

Dear CYBA members & col-
leagues,

I am writing you today regard-
ing a very serious subject, and I am 
asking for your attention for a few 
moments to hear me out. The Cal-
ifornia Yacht Brokers Association is 
about to commemorate our 50th 
anniversary year, a year which we 
on the Board of Directors fully in-
tended to celebrate, taking pride 
in the significant contributions 
that our Association has made 
both in the State of California and 
throughout the land.

However, we are now facing 
what could be a devastating threat 
to the existence of our association, 
and to the business of every yacht 
broker and brokerage in California.  

As you may be aware  the 
CYBA, along with other Brokerage 
associations, brokerage compa-
nies, and advertising/MLS firms 
across the US are being sued in a 
class action lawsuit titled “Ya Mon 
Expeditions, LLC v. Allied Marine, 
Inc., et. el.”  alleging that each 
California broker is liable for com-
missions paid to buyer’s brokers 
by seller’s brokers. This means that 
approximately 50% of all com-
missions made by each broker in 
California could be taken away 
from that broker and paid back 
to the parties of the transaction.

The lawsuit alleges that the 
custom of sellers’ brokers paying 
buyers’ brokers’ commissions is 
an unreasonable restraint on trade 
and that all brokers nationwide 
must return those commissions as 
AntiTrust Damages. Obviously, this 
would have a devastating effect on 
every member of the CYBA, as well 
as every broker and salesperson 
in the state. 

In response and to protect you 
and every one of our members, 
the CYBA has taken a lead position 
in defending the case on behalf 
of all California brokers on the 
grounds that California law allows 
brokers to share commissions 
(e.g., HNC Section 712).  

Though the overall defense is 

good and for the benefit of all the 
CYBA membership, the costs to 
litigate this type of case are high 
and beyond the CYBA’s ability to 
finance alone.  Thus, your Board 
of Directors decision to create the 
CYBA Legacy Fund and my reason 
for reaching out to you now.

The CYBA is a nonprofit and its 
treasury is all but exhausted due 
to legal expenses incurred thus far, 
yet if the CYBA is not properly de-
fended and does not receive your 
help, there will be a  potentially 
devastating effect on the industry 
and potentially you the brokers 
and brokerages.  

Without your assistance in 
supporting the unified defense 
of the CYBA, each brokerage 
will likely next be named in suit 
and called upon to defend itself 
individually and at tremendous 
individual cost.  As such, it is in 
every California broker’s interest 
for the CYBA to continue to fight 
and defend against this case. It is 
far more cost effective to pay for 
one defense rather than many. 
When and if, the CYBA is success-
ful in winning the case or settling 
it, it will be the CYBA members 
who benefit and there is no guar-
antee that non-members will be 
released from liability. For these 
reasons, it is in your best interest 
to assist in funding the defense 
of the CYBA and we are asking 
for much-needed voluntary dona-
tions at this time.

As you may know, the CYBA 
derives their operating funds 
nearly entirely from membership 
and from sponsorship. In trying to 

(cont. on page 6)
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Legal Seminar 2024… (cont. from page 1)

ing lawsuit we are involved in 
and vigorously fighting. A detailed 
description of the suit is in an 
article in this newsletter that you 
can refer to.

Following is a list of speakers 
and what they touched on, in no 
particular order.

Sean Kissner of San Diego 
Yachts (Sean is on our forms com-
mittee) Sean spoke of the unity of 
our forms and the importance of 
them. Sean was very compelling 
in laying out why doing business 
as a California Yacht Broker it is 
imperative that you use the CYBA 
forms. Namely the Arbitration 
clause. This is probably the single 
most important issue for being a 
CYBA member. This allows you the 
chance to a fair and non-partial 
forum for disputes. The arbitration 
panel is made up of CYBA board 
members and marine experts, not 
some judge in a courtroom that 
knows nothing about our Industry.

Kate Pearson of Safe Harbor 
talked about the marina industry 
and the complexities they face.

Arran Flanagan, Marine Sur-
veyor. Arran ran down the im-
portance of a thorough marine 
survey. Highlighting the do’s and 
don’ts before, during, and after 
the survey.

Steve Dillingham, Dependable 
Marine, a marine engine full-
service dealer. Steve touched on 
re-builds, engine oil analysis, and 
engine surveys. The various signs 
of engine issues, including what 
various engine exhaust smoke 
indicates, based on the color. 
Also, what steps to take prior to 
an engine survey.

Kathi Ford, Reliable Documen-
tation. Kathi has been a mainstay 
over the years as a panelist. She 
alerted us to a very important de-
cision by the DMV. Her message 
was that if you have an older boat 
and it has a HIN # of say 78. The 
DMV will no longer recognize that 
HIN # as valid, requiring a state 
generated HIN of 12 digits. The 
HIN would begin with CZY, as you 
know that indicates a home-built 

(cont. on page 4)
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Legal Seminar 2024… (cont. from page 3)

vessel or non-boat yard build. The 
example she used was a 1978 
Bertram hardly a home-built boat. 
The ensuing issue is an Insurer 
may not except the original build-
er therefore potentially making 
coverage very hard to acquire. As 
she noted, this will not affect US 
Coast Guard Documented Vessels, 
they will accept the HIN# 78 as 
used in the example above.

Ramona Fernandez, Depart-
ment of Boating and Waterways. 
We always have someone from 
the DBW as a panelist at the legal 
seminar. Ramona touched on li-
censing and broker related issues.

Beau Biller, Platinum Advisors. 
Beau is our Sacramento based 
lobbyist.

Yes, we do have a CYBA re-
tained lobbyist. Beau keeps us 
informed of laws passed and 
bills coming up for a vote. Many 
times, having this awareness we 
were able to get out and become 
proactive.

Michelle Agular, BC Connec-
tion. Michelle has been a speaker 
several times. Her input has al-
ways proved invaluable. Michelle 
is our Mexican connection for 
legally entering and exiting Mexico 
by boat. She touched on the MTIP 
(Mexico entry permits) process, 
how to acquire an MTIP and very 
importantly how to properly can-
cel an MTIP. She also explained 
the process for terminating an 
MTIP that was never cancelled.

Steve Rizzone, Seakeepers 
International. Seakeepers is an 
international organization that 
promotes the oceans environ-
ment, scientific expeditions, and 

community engagement. An as-
pect of Seakeepers is the vessel 
donation program. Seakeepers 
works hand in hand with yacht 
brokers to facilitate the donation 
of vessels to them. Brokers are 
paid a commission on donated 
vessels and the real winner is the 
doner, who receives a tax benefit 
that quite often nets them more 
than a distressed sale would.

Chris Brainard, Brainard Law. 
Chris is our retained attorney ex-
clusively for this case. Chris spent 
his time discussing the CYBA law-
suit. His primary focus was that 
the CYBA (it’s broker members 
as well) are not subject to the suit 
because we are under the guide-
lines of the DBW, and we are DBW 
compliant. A motion for dismissal 
has been filed and we are waiting 
for the court’s decision. The extent 
of this is much more complicated. 
We have more comprehensive 
detail in articles in this newsletter 
as well as our website.

The final speakers were at-
torneys Alexander Gruft, Gruft 
Law. Will Mc Tagert, Wenthur 
Law Group, and Dane Wenthur, 
Wenthur Law Group. Those at-
torneys discussed a wide range 
of topics including LLC’s. property 
Tax, Boat donations, state titling 
transfers, foreign vessel titling to 
name a few. 

As you can see the CYBA Law 
Seminar covers our industry from 
stem to stern. This information 
is so important and could liter-
ally save you from an unforeseen 
predicament you don’t want to 
be caught in. We hope to see all 
of you at our next legal seminar. 
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keep our dues at a manageable 
and attractive level for salespeople 
and brokers, we have always 
had to run a tight ship. Despite a 
meager budget, we are still able 
to represent California yacht sales 
professionals on a state and na-
tional level:
•	 We stay informed and par-
ticipate in monitoring and crafting 
legislation affecting our industry, 
in Sacramento and in Washington 
DC
•	 We work closely with the Divi-
sion of Boating & Waterways
•	 We host the annual Yacht 
Sales & the Law seminars
•	 We developed, maintain and 
update the best professional busi-
ness Forms Suite in the industry
•	 We advocate, defend, and 
promote the California Yacht Sales 
professional every day of every 
year
•	 We support women in the in-
dustry and we are actively search-
ing for industry-focused charitable 
concerns to support

In short, we are the face of 
yacht sales professionals within 
the State of California.

The legal fees of this lawsuit 
are crippling to a nonprofit such as 
ours. It is why, for the first time in 
our history, we are making a plea 
to Brokers/salespersons, service 
providers, clients, and anyone 
else who believes in our associa-
tion and the standard of profes-
sionalism that we have helped 
create and maintain in the State 
of California. 

The CYBA is one of the most 
respected associations nation-
wide. Our interaction with the 
yacht brokerage community na-
tionwide is deep and ongoing, 
and we intend to keep it that way. 
But our very existence is in doubt 
unless we are able to effectively 
turn back this misguided lawsuit.

On behalf of the Board of Di-
rectors, and the below-signed Past 
Association Presidents, I am ask-
ing you for a special contribution 
to the CYBA Legacy Fund so that 

we can continue to advocate and 
support you and your business.

We ask that you consider a 
$500 contribution, or more/less as 
you see fit. Please consider it as a 
critical investment in the future of 
your chosen industry. We ask that 
you help us and encourage your 
colleagues and service providers 
to do the same. Every contribution 
helps tremendously. The CYBA is 
a 501 (c) (6) non-profit organiza-
tion.

Speaking as someone who is 
neck-deep in this quagmire, I feel 
the future of our industry will be 
unrecognizable if we fail to defend 
our current business model.

The CYBA Board of Directors, 
the Past Presidents who helped 
shape this association, and all 
those individuals and compa-
nies that make their livelihood 
in recreational boating, thank 
you profusely for your support & 
generosity.

With gratitude,
Mark P. White, President

From The President… (cont. from page 2)

SAVE THE DATESAVE THE DATE
47th Annual CYBA Reception, Meeting & Dinner47th Annual CYBA Reception, Meeting & Dinner

January 11, 2025January 11, 2025
Come celebrate the 50th Year Anniversary of your AssociationCome celebrate the 50th Year Anniversary of your Association

January 10-12 on-board the historic Queen Mary in Long Beach, CaliforniaJanuary 10-12 on-board the historic Queen Mary in Long Beach, California

Annual Dinner to be held on the 11th of January but you are welcome to join in the weekend events 
your Annual Dinner committee has put together. 

Overnight on the Queen Mary with Special Discounted Cabin Rates for Saturday evening. (Limited Availability)
More information will be provided in the official information/invite/registration flyer to come soon.
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By Jeff Merrill, CPYB
During a recent Zoom CPYB 

exam preparation session I came 
up with four easy Reminders to 
help you become a more suc-
cessful yacht broker. I call this the 
“Four-R’s of Yacht Brokerage.”

Respect all those who you do 
business with; clients, trades and 
other brokers. Your professional-
ism will be Reciprocated. 

The Four R’s Of Yacht Brokerage
Repeat business is your re-

ward for a job done well. Strive to 
do your best, take the time to be 
accountable and you will Retain 
your clients. 

Referrals are the ultimate 
compliment you can receive. 
Happy clients Relate their favor-
able experiences to their friends, 
who tell their friends, who tell 
their friends… and the momen-

tum builds.
Reputation is your most valu-

able asset. Care should be taken 
to maintain control of and work 
hard to build your own brand; 
your efforts will be Recognized. 

You will find other R’s in the 
above. Now, all you need to do is 
Remember this daily to increase 
your success as a broker!

The California Yacht Brokers 
Association (CYBA) announces 
the 2025 Pacific Sail & Power 
Boat Show will be held May 15-
18, 2024

The 2024 CYBA Pacific Sail & 
Power Boat Show at Westpoint 
Harbor in Redwood City, Califor-
nia wrapped up on Sunday May 
19th,2024. In its second year of 
CYBA production, the show is 
gaining traction and in a much 
better position to be a main stay 
for the Northern California boat-
ing industry, California as a whole 
and the CYBA membership. The 
association is looking forward to 
its third show year in May of 2025. 

This year, the show featured 
vessels of all types, including sail, 
power and electric. Several of the 
dealers took advantage of the 
show to debut certain models to 
the public for the very first time. 
The booth exhibits offered ven-
dors from up and down the state 
that of course included many of 
the local vendors known to the 
Nor Cal boaters and enthusiasts 

alike. 
The grand opening of the 

onsite Club at Westpoint and the 
restaurant Hurrica provided relax-
ing over the water views to those 
that took advantage of the facili-
ties. Not only during the show but 
many exhibitors and patrons alike 
were seen dining and conversing 
long after show hours. A change to 
the position of the booth exhibi-
tor tents was received with great 
reviews. Given last year’s weather 
and the location of them then, the 
south side of the marina proved to 
be more aesthetic and integrated 
as more of a part of the show’s 
entrance; more so being on hard 
and stable grounds the area was 
prepared for any weather issues 
faced. The rain experienced last 
year never came. In fact, all four 
days of the show were treated 
to the beautiful Mediterranean 
weather that Westpoint Harbor is 
known for. 

Show Manager Jim Behun 
started the opening day of the 

show providing a substantial 
amount of knowledgeable infor-
mation while being interviewed by 
NBC Bay Area News. Jim walked 
the crew around the docks while 
giving information on many of the 
boats they passed. The segment 
aired during the show’s morning 
and repeated several times dur-
ing the day during other program 
segments. The link was shared 
and did very well on all the social 
media applications where it was 
viewed.  

Overall success of this year’s 
show was based upon the efforts 
put forward by the CYBA show 
manager Jim Behun, Boat Show 
Chairman Mark P. White and his 
committee along with the help 
and support of the Sausalito Boat 
Show Manager, Mitch Perkins. 
DeeDee Taft of Spin Communica-
tions proved to be an invaluable 
source of assistance in all her 
promotions, and the CYBA looks 
forward to having both her and 
Mitch involved again in 2025. 

 

2025 Pacific Sail & Power Boat Show
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Justin Law 
Born in Newport Beach, CA 

Justin grew up sailing from the age 
of 3 with Charlie Ullman, (CYBA 
Member and Director on the CYBA 
Board.) After graduating from 
Newport Harbor High School, 
he went on to graduate from St. 
Mary’s College of Maryland where 
he excelled in scholastic and sail-
ing alike, having earned four years 
of Collegiate Sailing All-American 
Honors. After graduating college, 
Justin worked on Capitol Hill in 
Washington DC. After moving back 
home to SoCal, he took a position 
in Sales/Government Affairs and 
in the boating industry. With that 
he still finds time to sail profes-
sionally on the side. 

Recently Justin took the op-
portunity to become the Sales/
Operations Manager for Good-
hue Boat Company. Established 
in 1903 by Nathaniel Goodhue 
and Chester Hawkins, Goodhue 
& Hawkins Navy Yard (now Good-
hue Boat Company) is the oldest 
marina on Lake Winnipesaukee 
and the finest boat dealer serv-
ing the New Hampshire Lakes 
Region. The previous owner sold 
the marina in 2004 to Brent and 
Cameron Pratt who retained the 

original Goodhue & Hawkins Navy 
Yard name until 2018, when they 
updated the name to Goodhue 
Boat Company. 

Since acquiring the waterfront 
property in New Hampshire in 
2004, Goodhue Boat Company 
has expanded to locations in NH, 

ME, VA and Southern California. 
In the heart of Newport Beach, 
Goodhue Boat Company is the 
Boat Dealer for Pursuit and Cobia 
boats in the Southern California 
area and more, offering New Boat 
Sales along with Service and War-
ranty work. 

 

2025 Board Of Director’s Nominations
Dear CYBA Member,
We are looking for qualified and engaged brokers to run for a seat on the CYBA Board of Directors. This is 

a 2-year commitment for 2025-2026 and will require occasional travel for in-person meetings (reimbursed) 
as well as full participatory involvement in various functions fo the Board.

The requirements are:
•	 Membership must be in good standing
•	 Must be a current CYBA Broker or a Master Member
These are elected positions and voted on by all CYBA members. This is a great opportunity for yacht sales 

professionals to increase their personal growth and experience, while contributing to the administration and 
development of the CYBA. As an additional benefit, participants not only give back to their yacht sales field 
of endeavor, but position themselves to play a role in sustaining and improving the brokerage profession, 
as well as interacting with other entities within the recreational boating industry in the state of California.

Should you be interested in this career-enhancing opportunity, or if you have any questions regarding 
the position, please email or call.

Deadline for nominations is Friday, November 15th, 2024.
Thank you,
Mark P. White
CYBA President
310-968-9376
markpwhite@cyba.info

New Affiliate Member



 

 
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  

 
	 California Yacht Brokers Association •  July - October 2024	 PAGE 9



PAGE 10	 California Yacht Brokers Association •  July - October 2024

We specialize in Vessel Appraisals used for Charitable donations,
Estate Tax purposes & Divorce proceedings.

We are proud to be Silver Sponsors of 
The California Yacht Brokers Association

George Gallup, AMS # 733/SAMS
1 781 598 5465
George@GlobalYachtAppraisals.com

Norm LeBlanc, AMS # 31/SAMS SMS
1 617 834 7560

Normsailing@gmail.com

By Jeff Merrill, CPYB 
The easy Morse code sequence requesting assistance, commonly 

thought to stand for “Save Our Ship” and primarily considered a distress 
call in the nautical nomenclature. Fortunately, the CYBA is not in distress, 
but 2024 has been a very trying year in the yacht broker community.  

Almost everyone I’ve spoken with is optimistically looking forward 
to closing out the last quarter, getting the election cycle behind us and 
anticipating the holidays and a chance to refresh before the new year 
arrives.  

The CYBA is fortunate to have a hard-working board of directors, 
who are all volunteers, looking after not only our best interests, but our 
future as yacht brokers. 

Our boat show is still maturing and building into a revenue source. 
Your dues as members help to cover costs and we are blessed to have 
an incredible variety of CYBA affiliate members who provide sponsorship.  

Several years ago, I was pleased to initiate the CYBA sponsorship 
program and turned over the helm when I stepped off the board. I have 
been invited to once again coordinate our sponsorship program and 
am incredibly pleased to say we are doing great.  

It’s that time of year when we will be seeking renewals from our 
generous sponsors, and we have already seen a couple move up to 
the next tier (thank you!). We are also pleased to welcome some new 
sponsors to our roster.  

When you do business, look for CYBA sponsors as your partners. We 
need to support our sponsors like they support us. S.O.S. can be restated 
as Support Our Sponsors, let us direct our energies into doing just that.  

S.O.S. Denison Yachting’s 
5th Annual Witches & 
Warlocks Paddle
& Food Drive

(cont. on next page)

Once again, a large gather-
ing of witches and warlocks 
descended upon Shelter Island 
Basin to cast their spells amongst 
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Department of Parks and Recreation

Division of Boating and Waterways – California 

Boater Card

P.O. Box 942896

Sacramento, CA 94296-0001

https://boatercard.parks.ca.gov/Application

(cont. on page 18)

Witches & Warlocks… (cont. from page 10)

the yachting community. This was our largest coven 
to date with over 40 paddlers and a few dinghies for 
those who feared what might happen if they were 
to get wet. The bewitching spectacle was witnessed 
by the local yacht clubs, hotels and curious boaters 
peeking out of their cockpits to see what all of the 
raucous cackling was about. 

The Witches & Warlocks Paddle is not just a cel-
ebration of Halloween, but a chance to make a posi-
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SALES, CHARTER
BUILDERS,

BUSINESSES

BUSINESSES,
 CAPTAINS &

CREW

BUSINESSES,
 CAPTAINS &

CREW, EVENTS

CYBA Affiliate Sponsorship 
Program for 2025

The CYBA is pleased to offer a Sponsorship 
Program with varying levels of participation 

to our Affiliates. These promotional 
packages are available to companies 

and individuals who wish to contribute 
donations based on varying values.

We have Four Levels of 
Affiliate Sponsorship available:

Bronze Sponsor - $1,000
Silver Sponsor - $2,500
Gold Sponsor - $5,000

Platinum Sponsor - $10,000+

Each level has different contribution total. 
CYBA Affiliate membership is available 
by application and all sponsors must 

be approved CYBA Affiliate members to 
participate. CYBA Affiliate initiation fee of 

$195 and yearly dues of $195 are included 
at each sponsorship level.

Additional programs of sponsorship and 
promotion are available to supplement your 

support and can be coordinated through 
the CYBA Sponsorship Chairperson.

The CYBA welcomes separate materials to 
be submitted for inclusion on our website 

and in our newsletters. We are also open to 
discussing additional promotional avenues 

with you to customize a sponsorship 
package that will optimize your impact 

with our members. All Bronze, Silver, Gold 
and Platinum Affiliate Sponsors may have 

the opportunity to present to the CYBA 
membership at prearranged meetings and 
seminar events or through CYBA generated 

e-mail blasts.

At the Bronze, Silver, Gold and Platinum 
levels, in-kind services can be combined 

with dollar value contributions. 
Sponsorships will be invoiced in December 
with the full balance due by January 5th in 
order to ensure inclusion beginning with 

our first major event of the year, the CYBA 
Annual Dinner in January.

For more information, please contact CYBA 
Sponsorship Chairman:

Jeff Merrill.
Jeff@JMYS.com,
949-355-4950.
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CPYB – Sign Up Now, It’s The Right Time
By Jeff Merrill, CPYB 

What are you doing to improve your skills as a yacht broker? 
As a broker, you should always be looking for ways to elevate your professionalism and improve your 

knowledge. A good way to accomplish both is by studying for and passing the CPYB exam.  
One of the requirements of CPYB’s is continuing education (CE). This is a huge advantage because you 

have to keep engaged with our business to retain your credential. There are many ways to earn CE- you 
can attend in-person yacht broker events (like the CYBA Legal seminar) and there are also several webinars 
presented each year you can attend from the comfort of home.  

In mid-September the CPYB program presented a two-hour “Broker’s Brunch” webinar. The topic was 
“Surveyor selection, survey reports and how to handle findings”. The survey is the pivotal point in every trans-
action, and while it is a normal part of our job, it seems there is always something new to learn and different 
ways to manage the process. I was joined in the panel discussion by Paul Groesbeck, CPYB (president of the 
NYBA), Tim Hoving, CPYB from NYBA and Rob Langford, CPYB from BCYBA. Our discussion was recorded and 
there were over 100 CPYB’s listening in across North America who can now benefit from the shared wisdom.  

Where do you learn more about being a yacht broker? As a CPYB you can also access the Learning Library 
that has archived webinars like the survey discussion mentioned above.  

The CYBA is represented at the national level on the CAC (Certification Advisory Council) by three CPYB 
brokers (Nick Friedman, CPYB, Mik Maguire, CPYB and Jeff Merrill, CPYB) as well as our executive director, 
Ty Mellott. If you are interested in learning more about the CPYB program, please feel free to get in touch 
with me, Nick or Mik. The qualifying exam is now available in five modules that have proven to be a friendlier 
way to test your knowledge.  

As the year-end holiday season approaches can you find the time to commit? Make it priority, call it a 
new year resolution to improve your career. You have everything to gain – please take a look at CPYB.net, 
review the details and make your move.  

June 2021Serving West Coast Brokers for over 32 years! 19

49’ DEFEVER PILOTHOUSE 2018
A well equipped pilothouse trawler with 2 staterooms 
and 2 heads. Powered with Twin Diesel John Deere 225hp 
w/ only 370 hours, Side Power bow thruster, ABT Trac Stabilizers, 
Cruiseaire reverse cycle climate control, Top of the line  Garmin electronics, 
Isoderm drawer freezer and refrigeration, Zodiac Seasport 340
w/ Yamaha 40hp OB.  $795,000

Elliott Bay Yacht Sales   |   2601 West Marina Place, Suite D   |   Seattle
206.285.9563   |   info@elliottbayyachtsales.com

travelers�com

The Travelers Indemnity Company and its property casualty affiliates� One Tower Square� Hartford� CT �����

© ���� The Travelers Indemnity Company� All rights reserved� Travelers and the Travelers Umbrella logo are registered trademarks of The Travelers Indemnity Company in the U�S� and other countries� 
BOMAD������P New ����

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

Call or email now for a free quotePleasure vessel coverage

Commercial coverage

Ocean Marine Insurance

Offering top rated insurers since ����
Marine insurance specialists

Michael Hayden
michael@haydeninsurance.com

Gina Glassell Doyle
gina@haydeninsurance.com

Pleasure vessel coverage

Call or email now for a free quote

Commercial coverage

800.723.1170  
HaydenInsurance.com             

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

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

58  ̓Monk Twin Diesel 
Flybridge Cruiser

Transferable 65ʼ Liveaboard slip / Oxnard
$127,000

CAVANAUGH  CLASSICS
805-206-4394

06-ElliottBay_June2021.indd   2 5/26/2021   10:17:40 PM



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
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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

 

 
 

 
 

 

                                                          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  
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Marinas/Resorts • Yacht Clubs
Dealers/Brokers • Rental Vessels

Yacht B&B • Charter/Tour/Fishing Vessels
Vessel Repair Facilities • Boat Builders

Marine Contractors • Workboats
Marine Products Manufacturers

Wholesalers & Distributers

Doug Rader - Your Commercial Marine Specialist
Direct: 209-334-2858 drader@truexins.com

Commercial Marine Insurance

Doug Rader

Lic. #0E54003

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

Remember 
to remind 
those you 

deal with to 

“Look for 
the Logo”

By Nick Friedman 
Recently we substantially modified the Listing Agreements and 

Cooperative Agreement. The Listing Agreements now offer a toggle op-
tion giving the broker a choice of commissioning on the gross (original 
accepted price) or net selling price after survey and other due diligence 
reductions. The brokerage community seems about evenly split on this 
protocol. The Cooperative Agreement follows with a toggle choice to 
follow the Listing Agreement. By using the toggle format, just the choice 
made is included in each contract. 

To follow the code more accurately, we have added a choice for the 
Seller to make regarding vessel accessibility to other brokerages. The 
seller needs to choose between three options: 

Vessel is available for co-op 
Vessel is available for co-op after a specified time 
Vessel is not available for co-op 
The seller makes and initials his choice, so there is no question 

about the broker and the seller agreeing with whatever strategy has 
been chosen. We are making the formatting a bit more logical on this 
in the upcoming weeks. 

Our next project is to update the Purchase Agreement. More on 
this as it evolves. If you have any suggestions, please email the forms 
committee at: forms@cyba.info. Lastly, we are putting together a self-
populating form that collects all the information needed to send to our 
document services, saving the time of filling out a separate information 
sheet with information that exists in your database.  

Forms Corner
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BOSS SALES MEMBERSHIP
special 12-month o�er, email Chloe@YATCO.com and mention the CYBA 

STARTER PREMIUMPRO

FLEET MANAGER

BROKER MLS ADVERTISING

CONSUMER LEAD GENERATION

FREE API DATA FEED

STANDARD REPORTS

MY MARINAS

ADVANCED REPORTING & ANALYTICKS

CUSTOM PDF BROCHURE

MY MARKET ALERTS

USCG DATABASE ALERTS

CRM LEAD MANAGER

CRM CLIENT MARKET ALERTS

CLOSING MANAGER

EMAIL MARKETER

DIGITAL ASSET MANAGER

API DATA FEED FOR COMPANY LISTINGS AND WORLDWIDE MLS DATA

CRM LEAD MANAGER WITH CRM

CLOSING MANAGER ENTERPRISE

1 OFFICE LOCATION, 2 USERS - 1 ADMIN AND 1 BROKER.
ADVERTISE UP TO 25 LISTINGS UNDER THE SAME USER, IF YOU WANT TO ADD MORE LISTINGS, AN ADDITIONAL USER WOULD 
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Notice to CYBA Members Regarding Ya Mon, et al. v. Allied Marine Inc., et. al.
July 30, 2024
Dear CYBA Members, 
As you may be aware, the California Yacht Brokers Association was recently named as a Defendant in a 

Consolidated Complaint filed in Federal Court by a class of yacht sellers who sold a pre-owned boat or yacht, 
using a yacht broker and MLS listing, and paid a broker commission. 

Please read the following background information regarding the case: 
Beginning in late February 2024, several Complaints were filed in Miami federal court by yacht sellers 

who sold a preowned boat or yacht using a broker and an MLS listing and paid said broker a commission. 
The sellers are trying to make the case a class action on behalf of all such sellers on sales from February 
2020 to now in the United States. 

On June 10, the plaintiffs filed a Consolidated Complaint - now known as Ya Mon, et al. v. Allied Marine 
Inc., et. al., on behalf of the same class of sellers. The Consolidated Complaint names three types of defen-
dants – brokers, MLS operators, and associations. Along with CYBA, the suit names IYBA, NYBA, and YBAA. 
Prior to June 10, CYBA was not a part of the suit. 

The gist of the Complaint is that the sellers claim the defendants violated federal law by agreeing to 
require sellers to compensate the buyer broker and have collectively refused to deal with sellers who do not 
retain a broker. As a result, they allege, sellers have had to pay inflated commission rates. The case tries to 
leverage recent litigation against the real estate industry, which resulted in significant settlements. 

CYBA strongly disagrees with the sellers’ claims, both on the facts and the law. For example, the real 
estate and yacht brokerage industries and practices are very different from one another. CYBA is represented 
by Christopher M. Brainard, esq., of the law firm C.M. Brainard & Associates and the position of the CYBA is 
that it has done absolutely nothing wrong and that its brokers are in compliance with both California and 
Federal Law since Harbor and Navigation Code § 712, states “a licensed broker may pay a commission to a 
broker…” The next step in the case itself is that CYBA and the other defendants will be responding to the 
Complaint by August 9 and that response will be available publicly and to any of you after it is filed. 

Please note, due to this ongoing lawsuit, we are not able to currently comment beyond the information 
contained within. We are confident our organization is in good hands with our current and future legal rep-
resentation and look forward to a resolution. 

Sincerely, 
Mark P. White 
President 
markpwhite@CYBA.info 
310.968.9376 cell

Notice To CYBA Members

Witches & Warlocks… (cont. from page 11)

tive impact on the lives of others. 
With the combination of spooky 
fun on the water and the spirit of 
charity, the event truly captured 
the essence of what it means to 
come together in celebration and 
support. 

This year, our witches and 
warlocks donated loads of non-
perishable food to the San Diego 
Rescue just in time for Thanksgiv-
ing. Not all witches are bad… 

Who’s in for next year?
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Sometimes we forget to com-
municate to our new salespeople 
and brokers that there is such a 
thing as the California Yacht and 
Ship Brokers Act which includes 
the: Harbors and Navigation Codes 
and the Codes of Regulations

One of the more important 
and often over-looked regulations 
is the mandatory need to deposit, 
withdraw, transfer and wire in 
and out all funds through the 
established California Bank Trust 
Account. Establishing and using a 
California Bank Trust Account is 
part of becoming a licensed and 
bonded Broker as regulated by 
the California Division of Boating 
and Waterways. Two of the more 
significant regulations are outlined 
below:

7604. Trust Accounts
(c) Failure to maintain a trust 

fund account when required, and 
to deposit trust funds received 
promptly in said account, may be 
construed to be commingling, in 

Recognizing The “Trust” In California Trust Accounts
violation of section 732, subsec-
tion (e) of the Harbors and Navi-
gation Code

714. Deposit and record of 
funds, neutral escrow depository.

A licensed broker who accepts 
funds from others in connetion 
with any transaction subject to 
this article who does not, as soon 
as possible, place those funds into 
a neutral escrow depository, shall 
place the funds into a trust fund 
account maintained by the bro-
ker in some bank or recognized 
depository and shall retain all 
the funds in the account until the 
broker makes a disbursement of 
the funds in accordance with writ-
ten instructions from the person 
entrusting the money. The written 
instructions shall also set forth the 
specific purposes for which the 
broker may use money depos-
ited with him or her. If the broker 
wishes to use money from the 
deposit for a purpose not included 
in the written instructions, the 

broker shall first obtain the written 
consent of the person entrusting 
the money specifically authorizing 
the use proposed by the broker for 
the money. The written consent 
may be given to the broker by 
a letter or facsimile. A separate 
record shall be maintained of all 
moneys received subject to this 
section and shall further indicate 
the disposition thereof. Any funds 
received by a licensed salesper-
son shall be delivered by the 
salesperson to the broker under 
whom the salesperson is a the 
time licensed.

Not complying with these 
regulations can result in a fine 
of as much as $1,500 per occur-
rence, and/or license suspen-
sion or revocation. Any ques-
tions regarding these regulations 
can be directed to the CA Di-
vision of Boating and Water-
ways: Emily.Whaley@parks.ca.gov 
(916) 902-8792.

Mark P. White

Darrell McConnell was an old-
fashioned Lobbyist in Sacramento 
who conversed with legislators in 
bars and restaurants and relied on 
relationships to get work done. He 
represented MRA in the early days 
of the association, and his legacy 
lives on with this annual award.

The Darrell McConnell Award 
honors those who dedicate their 
time to industry service and ad-
vocacy, Dean West is the 2024 
recipient. Congratulations, Dean, 
well deserved!

The Darrell McConnell Award
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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 @ 925-588-8929.

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

 

 

 

 

 

 

 

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. 

Marine Finance

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
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LENDING ASSOCIATES
YA C H T,  A I R C R A F T  &  R V  F I N A N C I N G

BOAT LOANSBOAT LOANS
Excellent Rates & Service

Call or Email for a FREE Quote

www.Lending-Associates.com

Northern California
Sally Kraft 925-963-2926

Sally@Lending-Associates.com

Southern California
Natalie Reyes 714-306-1680

Natalie@Lending-Associates.com

Southern California
Dan Bell 949-463-8071

Dan@Lending-Associates.com

Dedicated to offering competitive 
and unique policy options with 
the top carriers of our industry. 

Our seasoned agents work on your 
behalf to provide consultation, risk 

mitigation, and comprehensive 
yacht insurance coverage at the 

most competitive price.

Catering to yachts up to 300 feet, 
each policy is uniquely tailored to fit 

your individual needs

John Jarvie
(954) 522-2262

Bahia Mar Yachting Center

www.overseainsurance.com
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New Membership
List of Newest CYBA Members Since July 2024  
Membership Type	 Name	 Company  
Administrator 	 Konnor da Luz 	 AGL Yacht Sales,  Inc. 
Administrator 	 Erika Gravett 	 Alexander Marine USA 
Administrator 	 Krystyne Castro 	 Denison Yachting 
Administrator 	 Manuel Torres 	 Denison Yachting 
Administrator 	 Haylee Treviranus 	 Galati Yacht Sales California, Inc. 
Administrator 	 Julie Ann Galati 	 Galati Yacht Sales California, Inc. 
Administrator 	 Mackenzie Bennetts 	 Seacoast Yachts 
Administrator 	 Lorenzo De Stefanis 	 Silver Seas Yachts California, Inc. 
Administrator 	 Toby Pearce 	 Silver Seas Yachts California, Inc. 
Affiliate 	 Kells Christian 	 Christian & Company Marine Surveyors 
Affiliate 	 Rex Lee 	 Dahlia Sales 
Affiliate 	 Douglas Emley 	 Douglas Emley Marine Surveying 
Affiliate 	 Vincent Finetti 	 Yacht Sales Academy 
Associate 	 Arin Jeffers 	 Atomic Tuna Yachts 

FINANCING
MADE SIMPLE 8 55- 725- 9 253

Just complete our 
online application

 and we will take care 
of the rest.

Special Thank You to the Newest CYBA Sponsors  
•	 Prior CYBA Affiliate Member / Elevated to Silver Level Affiliate Sponsor
	 Kitty Persson		  Marine Group Boat Works 
•	 New Silver Level Affiliate Sponsor
	 Stephen Rizzone		  The Blu Marine Group 
•	 Elevated from Silver to Gold Level Affiliate Sponsor
	 Stephen Rizzone		  International SeaKeepers Society 
•	 New Gold Level Affiliate Sponsor
	 Kate Pearson		  Safe Harbor Marinas

Membership Type	 Name	 Company  
Associate 	 Dave Wolfe 	 Atomic Tuna Yachts 
Associate 	 Santino Viramontes 	 Bay Yachts, Inc. 
Associate 	 Martin Isreb 	 Bayport Yachts, Inc. 
Associate 	 Thomas Hall 	 Marine Servicenter 
Associate 	 Ben Hirschfeld 	 Rifkin Yachts 
Associate 	 Drew Harper 	 Rubicon Yachts 
Associate 	 Sam Betko 	 Seacoast Yachts 
Associate 	 Craig S. Watkins 	 Seacoast Yachts 
Associate 	 Anthony V. Rosanova 	 Silver Seas Yachts California, Inc. 
Associate 	 Benjamin Masonheimer 	 Silver Seas Yachts California, Inc. 
Associate 	 Edward A. Dainko IV 	 Silver Seas Yachts California, Inc. 
Associate 	 George Lang 	 Silver Seas Yachts California, Inc. 
Associate 	 Sean E. Conner 	 Silver Seas Yachts California, Inc. 
Master Broker 	 Ian McGhie 	 Kadey Krogen Yachts (KKY-CA Inc.)
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*Google Analytics
**InfoLink

ACCESS THE LARGEST 
AUDIENCE OF YACHT BUYERS 

IN THE WORLD.

monthly visitors*

4 million

people who submitted 
a lead on YachtWorld, 

purchased a boat**

1 in 8 

Sell your boat quicker and 
for the best price with our 
access to:

The World’s Largest MLS 
(over 36,000 co-brokerage listings)

3,000+ Yacht Brokers

The Soldboats Database

Be featured in the all-new 
YachtWorld App: 

out of 54.7
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By Wayne Goldman
CYBA Board member

 The yacht brokerage industry 
in California is navigating a com-
plex landscape shaped by post-
pandemic market corrections, 
fluctuating inventory levels, and 
the potential effects of upcoming 
U.S. elections. While California 
saw a boom in yacht sales during 
COVID-19, the market has since 
stabilized, with current economic 
and political conditions adding 
new layers of influence. As affluent 
buyers weigh the impact of eco-
nomic policies on their purchasing 
power, yacht brokers are adjusting 
their strategies in response to a 
shifting environment. Below, we 
explore these dynamics and their 
effects on the California yacht 
brokerage industry. 
Pandemic Surge and Subsequent 
Market Correction 

During the COVID-19 pan-
demic, yacht sales surged, as afflu-
ent buyers sought private alterna-
tives for travel and leisure, driving 
California’s yacht brokerages to 
record-high demand. For the first 
time, many new buyers entered 
the market to enjoy California’s 
coastline, capitalizing on the ex-
clusivity and convenience yachts 
offered during restricted travel 
periods. This heightened demand 
created a seller’s market, with 
limited inventory and marked-up 
prices as buyers competed for 
available vessels. 

As the world returned to nor-
malcy, however, demand for 
yachts cooled, leading to a natu-
ral market correction. This shift 
has led to a decline in new yacht 
sales as the competitive urgency 
of the pandemic period fades. 
Brokers report that while demand 
remains steady, sales have not 
maintained the pandemic’s rapid 
pace, and buyers today tend to 
compare yachts with other luxury 
purchases and travel opportuni-
ties, leading to a more measured 
buying process.  
Inventory Levels and Changing 
Pricing Expectations 

  Inventory levels have also 

been impacted by the market’s 
shifts. During the pandemic, the 
rapid pace of sales led to reduced 
inventory, long wait times, and 
increased prices. Today, with pro-
duction and supply chains back to 
pre-pandemic efficiency, brokers 
are seeing increased inventory, 
allowing buyers to select from a 
wider array of yachts. This has led 
to more balanced pricing, as the 
market’s competitive edge has 
softened. 

 However, this pricing normal-
ization has created unique chal-
lenges for sellers who purchased 
yachts at inflated pandemic prices. 
Many pandemic buyers, who often 
paid above pre-2020 valuations, 
are now looking to sell but are 
finding it difficult to accept that 
their yachts are worth significantly 
less in today’s market. Brokers 
report that sellers holding out for 
higher prices face longer listing 
times, while those who adjust 
their expectations to reflect the 
current market achieve quicker 
sales. Helping sellers understand 
today’s valuations and guiding 
them through the pricing process 
has become a central focus for 
California brokers. 
The Upcoming Election’s Economic 
Impact on Buyer Behavior 

  The upcoming U.S. election 
is expected to influence buyer 
behavior, particularly in Califor-
nia’s yacht market, where luxury 
spending is often sensitive to 
economic conditions and policies. 
The election could impact tax poli-
cies, interest rates, and economic 
growth expectations—all of which 
factor into how affluent buyers 
plan large expenditures, like yacht 
purchases. For example, potential 
shifts in capital gains taxes or lux-
ury tax policies may cause some 
buyers to delay yacht purchases 
until there’s more certainty regard-
ing future financial conditions. 

  California yacht brokers are 
already seeing signs of cautious 
buyer behavior, with clients close-
ly watching the election’s poten-
tial economic outcomes before 
making significant purchases. 

Additionally, the uncertainty sur-
rounding the Federal Reserve’s 
interest rate policies, which may 
be influenced by political shifts, 
has also contributed to hesitation 
among buyers, as higher inter-
est rates can increase the cost 
of financing luxury assets. Many 
prospective buyers are taking a 
wait-and-see approach, consider-
ing the long-term costs and ben-
efits of yacht ownership in light of 
possible changes to tax laws and 
fiscal policies. 

 To adapt, brokers are working 
to offer flexible financing options, 
discounts, and trade-in programs 
that appeal to buyers who may be 
uncertain about post-election eco-
nomic conditions. These strategies 
allow brokers to provide attractive 
options for clients, making yacht 
ownership feel less daunting even 
in the face of potential economic 
changes. Some are also focus-
ing on personalized, consultative 
sales approaches, helping clients 
understand the potential tax impli-
cations of a purchase and assist-
ing them with financial planning 
resources to address concerns 
related to future policy shifts. 
The Role of Digital Platforms and 
Market Expansion 

  With potential buyers now 
more cautious and considering 
alternative options, digital tools 
and online marketing have be-
come critical for California brokers. 
Digital platforms offer brokers 
the ability to showcase yachts 
remotely, providing virtual tours, 
high-quality images, and detailed 
specifications that allow prospec-
tive buyers to explore vessels 
before committing to an in-person 
visit. By expanding their reach, 
brokers can capture the attention 
of buyers beyond California, in-
cluding international clients inter-
ested in California’s yacht market 
but monitoring global economic 
factors before investing. 

 Social media and search en-
gine optimization (SEO) also play 
key roles in boosting visibility for 
California yacht brokers, espe-
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cially as election-related economic 
shifts create greater competition 
for buyers’ attention. Brokers are 
increasingly using digital platforms 
to communicate the value of 
yachting, aiming to attract clients 
who may be cautiously consider-
ing luxury purchases. 
Future Outlook: Adapting to Eco-
nomic and Political Realities 

  Despite the challenges of 
fluctuating demand, election-
driven economic uncertainties, 
and changing inventory levels, 
California’s yacht brokerage indus-
try remains resilient. Brokers who 

can adapt to the post-pandemic 
market’s adjustments, offer value 
through consultative and digital 
approaches, and provide attrac-
tive financing options are well-
positioned to attract buyers even 
amid economic and political 
uncertainty.  

 Looking forward, the Califor-
nia yacht brokerage industry will 
likely be influenced by the elec-
tion’s outcome, with brokers pre-
pared to help clients navigate new 
policies and possible tax implica-
tions. The industry’s success will 
depend on a balanced approach: 

providing valuable insights for cli-
ents while emphasizing yachting 
as a lifestyle investment that offers 
unmatched personal freedom and 
exclusive leisure opportunities 
along California’s coastlines. 

 In a time of both opportunity 
and uncertainty, the California 
yacht brokerage industry is adapt-
ing to remain a vibrant part of the 
state’s luxury market. By anticipat-
ing buyer needs and adjusting to 
economic shifts, brokers are posi-
tioning themselves for continued 
relevance and growth, regardless 
of the election’s outcome. 

By Craig Chamberlain of 
Novamar

Having grown up on and sailed 
wood boats for much of my life, I 
understand the affection many of 
our yacht insurance clients have 
toward their classic wood boat. 
Fortunately for those of us that 
live and breathe all things boat-
ing, there are still die-hard boaters 
among us that are willing to take 
on the expense of keeping these 
beautiful “oldies” nice and shiny 
as well as functional. Because of 
the unique characteristics and 
increased expense of maintaining 
older vessels, this class of yacht is 
increasingly difficult to insure. 

What do insurance company 
underwriters typically look for 
when insuring a wood boat? The 
main two concerns are the con-
dition of the boat and the prior 
wood boat ownership experience 
of the boat owner. To satisfy the 
first concern, it is necessary to 
hire a qualified marine surveyor 
with extensive prior wood boat 
surveying experience and who is a 
current member of one of the sur-
veyor associations such as SAMS, 
NAMS, USSA. When the boat is 
hauled out for survey, the under-
writer typically wants the surveyor 
to have 5-10 random bottom 
fastenings removed, inspected, 
note their condition, and include 
photographs of the fasteners in 

Wooden Boat Insurance
the survey. If there is significant 
fastener wastage due to galvanic 
corrosion or electrolysis, it will be 
very difficult to insure the boat 
unless hauled out ashore pending 
a complete refastening of the bot-
tom, review of shipwright invoices, 
and an updated post refastening 
survey is provided prior to vessel 
launch. Any receipts available for 
prior refit work or large mainte-
nance items by the current or prior 
vessel owners should be included 
or referenced in the survey. This 
will create a record showing the 
yacht has been well maintained 
and upgraded over the years. 
Another concern for insurers is 
they do not want to insure carvel 
planked boats that have been 
fibeglassed over. The immediate 
assumption is the bottom of the 
yacht needed refastening and 
possibly frames and floor and 
planking replacement. Rather than 
spending many thousands of dol-
lars to replace fastenings, sister or 
replace frames and floor timbers, 
and planking, a couple of quick 
layers of fiberglass on the outside 
of the hull will extend the life of 
the boat. The underlying problems 
still exist, like bad fasteners, and 
can no longer be removed and 
checked. 

The second important under-
writing consideration is the prior 
boat ownership experience of the 

insured. Of particular importance, 
is prior wood boat ownership. It is 
an expensive and time-consuming 
proposition and truly a labor of 
love to keep a classic wood yacht 
looking her best and systems 
updated and functioning. A “Bris-
tol” yacht can turn into a derelict 
within a very short period if time 
and money are not showered on 
the boat regularly. Understand-
ably, some new boat owners are 
drawn to the beauty and romance 
of these classics without fully rec-
ognizing the expense required to 
keep the boat in top shape. A new 
buyer providing a basic mainte-
nance pro forma is helpful to show 
to underwriters the boat owner 
is aware of the financial commit-
ment required. Sourcing capable 
shipwrights and boatyards is also 
a challenge as there are very few 
carvel planked new boats being 
built with few capable craftsman 
to maintain them.

In summary, assuming the 
boat surveys well and we are 
working with an experienced 
wood boat owner, Novamar does 
have insurance markets available 
to insure these beautiful yachts. 
Providing your insurance agent/
broker with complete information 
up front to submit as a package to 
underwriters is critical. In this tight 
yacht insurance market with few 
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Wooden Boat Insurance… (cont. from page 25)

Membership Report Q3, 2024

yacht insurance specialty com-
panies remaining, underwriters 
are flooded with new risks. The 
easier your insurance agent/bro-
ker makes it for an underwriter to 
return a quote instead of returning 
a quick declination, the better. It 
is difficult to get an underwriter to 

reverse a decision once a risk has 
been declined. Working closely 
with an experienced marine in-
surance agency like Novamar is 
critical to obtain the best possible 
insurance terms for your classic 
yacht possible. We hope this is 
helpful information for the wood 

boat enthusiast to navigate these 
choppy insurance waters. Us boat-
ers appreciate the time, money, 
and love that it takes to improve 
our view as you sail or motor by 
us in your shiny classic yacht!

By Wayne Goldman
Currently, we have 431 members, with 10 new applicants in process.. We increased 4 members this 

quarter. We have surpassed the 400 member milestone, but there are many California licensed brokers and 
salesmen that are still not CYBA members. Please mention the benefits to anyone you know that is not a 
member. Benefits of CYBA include:

•	 Standard contracts and forms
•	 Working with fellow CYBA members
•	 Arbitration & Mediation committee
•	 Code of Ethics
•	 Education
•	 Social networking activities
•	 Close working relationship with the Division of Boating & Waterways
•	 Legislation
•	 CYBA newsletter
•	 CYBA website
•	 CYBA name recognition
•	 Working with peer organizations
•	 Boat shows
Please mention the benefits to anyone you know that is not a member. Currently, we have 439 total 

members broken down as follows:
•	 Master Brokers: 118 (+1)
•	 Active Brokers: 40 (-3)
•	 Associate Salespeople: 206 (-3)
•	 Affiliates: 52 (no change)
•	 Affiliate Individuals: 1 (no change)
•	 Administrators: 10 (-4)
There are approximately 292 Licensed Brokers and 28 Associate Brokers in California. 50% are CYBA 

members. There are 655 Licensed Salespeople in California, approximately 31% are CYBA members.
Let’s continue to bring these numbers up. Any licensed Yacht Broker or Salesperson should be a CYBA 

member. Please help us increase these numbers. 
You can reach me at 510-759-8481 if you have any questions. 
Wayne Goldman
CYBA Membership Chairman
membership@cyba.org

Dear CYBA Membership,
With the CYBA address having changed in January of 2023, there is still correspondence being sent to past 

addresses used by the CYBA. In most cases, although arriving late, your correspondence has been received as far 
as it be known. However, to avoid delay please make note of and use the current CYBA address: 

CYBA, P.O. Box 2323, Martinez, CA  94553
In addition, a notice was recently sent out notifying the CYBA Membership of a new email address being used 

for CYBA invoicing. Due to the security updates made by Intuit / QuickBooks, the application will no longer allow 
emails to be sent from info@cyba.info as of July 1st. All invoicing / payment receipts are now being sent from 
infocybainvoicing@gmail.com and if you feel you have overlooked an invoice please check your inbox. If you have 
any questions, please contact me at TyCyba@gmail.com or call 925-588-8929. Kind regards, Ty Mellott
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Newport Beach
Meeting called to order: 16:02 October 9, 2024
BoD in attendance: Mark White (Pres), Dean West, 

Nick Friedman, George Sikich, Jim Murrell, Chuck 
Ullman, Wayne Goldman, Peter Zalinski, Ty Mel-
lott - Executive Director

Approval of September, 2024 Minutes: Motion, ap-
proved.

Communication: Letter to members on lawsuit dis-
cussed and approved to send out.

Dean contacted by DBW via letter for audit and 
materials requested going back four years. Dean 
read official letter. Discussion of response from 
CYBA. Dean responded he needed an extension 
to get that much information together. Option 
to call Romona or make contact at a higher level 
on how difficult compiling records going back 4 
years would be. Possible discussion with DBW 
during legal seminar. More to come. 

Wire payment to new insurance that includes direc-
tors & officers’ coverage. New level of premium. 

Bank refund from US bank on vendor tickets for 
$700.00.

Treasurer Report: Delayed until Peter arrives, 
morphed into president’s report on attorney fees. 

President’s Report: Update on lawsuit. Our attorney 
is still working with judge on ruling to dismiss 

CYBA Board Of Director’s Meeting
based on 3 reasons for dismissal. Reasons not 
published here. Attorney Chris Brainard gathering 
discovery including minutes from all CYBA meet-
ings. Attorney optimistic on chances for dismissal. 
Long discussion on attorney billing and payments 
to date that became financial report. 

Membership Report: 3 changes of membership. 10 
pending new memberships. Historic high for 
salespeople and admins. Possible increase in 
2025 dues. 

Sponsorship: Letter from Jeff Merrill on need for 
sponsorship. Acknowledge Dean for securing 
Safe Harbor sponsorship. Discussion to pursue 
Yachtworld as major sponsor next year. Board 
members need to each work on getting spon-
sors. Review Jeff list of sponsors and assigned 
whom would contact. George to ask sponsors for 
newsletter articles at Legal Seminar.

Forms Report: Update from Nick on forms issue with 
larger broker. Check into getting more informa-
tion for the end of the year. Completed listing 
and coop forms. Working on purchase agreement, 
give any comments in the next 1-2 weeks. New 
form for documentation that can go directly to 
documentation companies. Discussion on sepa-
rating final acceptance from purchase agreement. 

(cont. on page 28)

In a city that has it all,
so do we.

Two FTZ Sites in San Diego 

California’s NEWEST & Only Yacht
FOREIGN TRADE ZONE

1) 2)

Boutique 12-slip superyacht marina
Customs Clearance Dock
Newly approved Foreign Trade Zone site

State-of-the-art 18 acre superyacht refit facility
820-ton and 100-ton variable-width lift capacity
Newly approved Foreign Trade Zone site

dock@fifthavenuelanding.com +1(619)704-2550 refit@marinegroupbw.com +1(619)427-6767
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Calendar Of Events
November 21, 2024
Board of Directors Meeting
9:00 a.m., Zoom Meeting

December 11, 2024
Board of Directors Meeting
9:00 a.m., Zoom Meeting

January 11, 2025
Board of Directors Meeting
10:00 a.m. Location TBA
 
January 11, 2025
CYBA Annual Dinner
6:00 p.m. The Queen Mary, Long Beach

Discussion on charging for forms or enticing to 
join CYBA. No free service. 

Boat Show: Newport Beach May 1st, San Diego no 
show, Sausalito show Oct. 4-6 

Website/Newsletter report: George needs articles for 
November. Ideas on article from Legal seminar, 
Tips, Jim to send one. Discussion on people to 
facilitate website content.

Legal: Marina Recreation Assoc. Conference Wed 
to Friday Nov. 6-8. Arbitration Clay vs. Nivante. 
Dennis plans for the future and need for possible 
replacement. 

Legal Seminar: The next day. 16 speakers, 87 attend-
ees. Signs for all sponsors. Discussed agenda. 

Annual Dinner: Discussion on event. Decided we 
need to have it even with Lawsuit bills. Many op-
tions discussed including effort to have sponsors 
cover event expenses. Will be at the Queen Mary 
and should be well attended. 

GEO: Lelaini looking for nominees. Call for nominees 
was sent out. 

Meeting adjourned

        

Board Of Director’s Meeting… (cont. from page 27)
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