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Developing a 
Financial 

Management 
Strategy for 

Marinas

• What expectations do you 
have for this session or topic?

• What came to mind when you 
looked at the heading in the 
course description?

• Am I the only one in the room 
that doesn’t really know all I 
should/could/would like to 
know about my marina 
financials?



WHY A 
DISCUSSION OF 

FINANCIALS?

• IF YOU’LL ALLOW ME A 
FOOTBALL ANALOGY…

• IF YOU DON’T KNOW 
THE SCORE OF THE 
GAME, AND WHAT 
YARD LINE YOU’RE 
ON…

• YOU’LL NEVER KNOW 
WHAT PLAY TO CALL!



Session 
Goals and 
Learning 

Objectives 

• To have a better 
understanding of Financial 
Benchmarking in Marinas

• To expand your level of 
interest in the Budgeting 
Process.

• To learn a little about 
“Marina Valuation” using the 
financial tools we’ll explore 
together. 



What is 
Financial 

Benchmarking?

• Definition: Financial 
benchmarking involves running a 
financial analysis and making a 
comparison of the results in 
order to assess a firm's overall 
competitiveness, efficiency and 
productivity. 



How 
Benchmarking 

Works
• Benchmarking is often utilized in 

strategic management.

• Organizations evaluate the various 
aspects of their processes, or 
results and compare them to the 
processes of “best practice” 
companies.

• Most often these “best practice” 
companies are from within the 
same field or industry.



How Benchmarking 
Works

• The information gained allows firms to determine 
how well they perform in comparison with the 
“best.” 

• And, in turn, develop new and better plans to 
make improvements or adopt certain best 
practices.

• Benchmarking is most commonly an on-going 
process.



Why should we use Benchmarking?

• To enhance goal setting –
• Knowing the best practices 

in your business can 
dramatically improve your 
ability to know what goals 
are realistic and attainable.



Why is it important to 
the marina industry?

• How do we use benchmarking 
most effectively in the marina 
industry?

• What are the things we’d like to 
measure and compare?

• Is it just financial measurements or 
can we measure other things like 
operations, customer service, 
quality of infrastructure….



Glossary of Terms

• Gross Revenue: All revenue realized before any expenses are subtracted. 

• Cost of Sales (also Cost of Goods Sold): The cost of items that are purchased for 
resale. (Examples include gas, retail store items, parts, etc.) 

• Gross Profit: Revenue minus the direct Cost of Sales.

• Expense(s): Operational costs that are not direct Cost of Sales (Examples include, Payroll, 
Utilities, Repairs & Maintenance, etc.)

• Net Operating Income (NOI): Revenue minus Cost of Sales and all other Expenses.  This 
is sometimes called Surplus in government owned businesses and/or 
associations and clubs.

• EBITDA: Earnings Before deductions for Interest, Taxes, Depreciation and Amortization. 
EBITDA is typically achieved by subtracting these items from NOI. 



Passive vs Active 
Income
• Passive Income Sources
• Rent from Wet Slips or Dry Storage;
• Rent from 3rd party leases like retail 

and restaurant tenants;
• Any income that doesn’t have a cost 

of sales or require the boater to be 
actively engaged in using the boat

• “Rainy Day Income”



Passive vs 
Active Income

• Active Income Sources
• Income from anything 

with a cost of sales like;
• Gas and Diesel Sales
• Retail Sales
• Service and Repair
• Boat Sales
• Boater is typically 

engaged in using the 
boat;

• “Sunny Day Income”



Passive vs Active Income

• Passive Income Sources
• Rent from Wet Slips or Dry 

Storage;
• Rent from 3rd party leases like 

retail and restaurant tenants;
• Any income that doesn’t have 

a cost of sales or require the 
boater to be actively engaged 
in using the boat

• “Rainy Day Income”

• Active Income Sources
• Income from anything with a 

cost of sales like;
• Gas and Diesel Sales
• Retail Sales
• Service and Repair
• Boat Sales
• Boater is typically engaged in 

using the boat;
• “Sunny Day Income”



What are some things we’re benchmarking…



What are we benchmarking?
Marina Profit Centers as a function of the total Revenue

Profit Center Total / Total Gross Revenue = %

Calculating Cost of Sales by Profit Center 
Cost of Sales for Profit Center / Gross Revenue for Profit Center = %

Gross Profit is determined by subtracting the total Cost of Sales from the Total Gross Revenue

Total Gross Revenue – Total Cost of Sales = Gross Profit
Another important metric is profitability. Expressing NOI as a percent of Gross Revenue

NOI/Gross Revenue = %

Finally, another measure of profitability when comparing marinas is NOI as a % of Gross 
Profit.

NOI/Gross Profit = %



A quick discussion on Net 
Operating Income (NOI) as a 
percentage of Gross Revenue

• What are some of the reasons that this % 
varies so widely?

• Is there an ideal % that we hope to drop to 
the bottom line?

• If there was an industry standard, what 
would that % be?



Today’s Takeaway
• To compare one marina operation to another:
• Get to EBIDTA (best way to get to operational 

numbers)
• Use Gross Profit not Gross Revenue
• Determine EBIDTA as a percentage of Gross 

Profit
• This is the best way to compare dissimilar 

operations in a meaningful way. 



What else should we be 
Benchmarking in the marina 

industry?

• Can we get to an “average rate per 
linear foot” for wet, dry storage?

• What would that look like on a 
regional basis?

• Can we establish an “average gross 
fuel sales” per boat in a marina?

• Can we predict ships store sales, 
fuel sales, service/repair revenue 
by the number of boats in a 
marina?



Other benchmarking 
opportunities…

• Calculating and comparing Economic 
Occupancy

• Revpalf (Revenue per Linear Foot)
• Payroll as a percentage of Revenue
• Operating Expenses as a percentage of 

Revenue





Let’s Talk Budgeting…

• How many of you create your 
budget annually?

• How many of you inherit the 
budget from the accounting folks at 
the marina or from a “higher 
authority”?

• Can anyone tell me the value of 
creating the budget yourself?



Most marina managers are:

• Great with customers, anticipating and 
satisfying needs, doing whatever it takes 
to please!

• Great at managing their staff, putting all 
the “aces in their places,” leveraging 
everyone’s particular strengths to get the 
most out of all!

• Great at keeping the physical plant, clean, 
neat, well maintained, safe, and 
shipshape!



The best marina managers…

The ones that set 
themselves apart from their 
peers (not piers) are the 
marina managers that…

“know the marina financial 
numbers and are managing 
by those numbers.”



The 
Budgeting 
Process…

• Do you use a “Top-Down” 
approach or a “Bottom-Up” 
approach?



Do you use a Top Down, or Bottom-Up Approach?



“Bottom Up” Approach 
to Budgeting

• Let’s talk about how we set rates 
• How many are using a “Competitive Rate 

Analysis” in the rate setting process?
• What’s reliable in this process, what isn’t?
• How complete is your analysis, are you 

capturing occupancy, amenities, condition 
of facilities, proximity to best boating 
waters?

• How do you determine who will be the 
price leader in the marketplace?



How do we determine 
Marina Rates?

• How do you relate occupancy to rate?
• What kind of occupancy are you striving 

for when setting rates?
• How many have looked at their expenses 

when setting rates?
• What kinds of things should be included 

when considering setting rates as a 
function of costs or expenses?



Projecting 
Occupancy 

• Projecting absorption rates; the rate 
we will add boats to storage (wet or 
dry), can vary dramatically and so will 
the financial projections! 



Projecting 
Gas and 
Diesel 
Sales

• Projecting the Cost per Gallon 
sets the stage

• What margin are we looking 
for?

• How do you set that margin?
• How do you blend the cost of 

the fuel in the tank to get to 
the best pricing?

• History informs the process 
but don’t confuse “sales” 
with the volume of gallons 
sold?



Budgeting 
on the 

Expense 
Side of 

the 
Statement

• Payroll hours per month 
(benefits?) Increases?

• Utility Costs – staying the 
same or on the rise?

• Insurance – last year’s pricing, 
ok? Not if your sales increase!

• Credit Card Discounts



Budgeting on the 
Expense Side of the Statement

• Repairs and Maintenance 
– are you separating the 
docks, buildings, parking 
lots, landscaping?

• Repairs and Maintenance 
vs. Capital Expenditures –
what’s the threshold?

• Reserves, replacement or 
renewal funds, are you 
setting them aside?



So you get an 
Operating 
Statement 

monthly with 
Revenue and 

Expense, 
what do you 
do with it?!!

• Variance Analysis
• What goes into a good variance 

analysis?
• Why is it important to review 

what went well and what didn’t 
meet expectations?

• Are you capturing variables like 
weather, special events both 
within and outside the marina 
that might impact performance?

• Changes in economy or 
environment?

• How many of you are keeping a 
daily log at the marina?



Variance Analysis

• Foundation for the next 
Budgeting Process

• You get out of it what you 
put into it

• Take the exercise seriously 
and it will reward you.



Marina 
Valuation 
and Key 

Contributors 
to Value 

• What do you think are the 
most important things that 
contribute to a marina’s 
value?

• How do the following 
disciplines determine the 
value of a marina?

• Insurance Company
• Banker
• Investor
• Buyer



What am I 
looking at 

to 
determine 

value?

• Reliable, sustainable cash flow
• Condition of facilities and amenities; 

deferred maintenance
• Rate and occupancy; is there room for 

growth
• Space available for growth, redesign, 

updating
• Management and staffing
• Position in the marketplace
• A cap rate that will sustain debt, equity 

and profit 



Cap Rate 
Defined

• Definition: The capitalization rate (cap
rate) indicates the potential rate of return 
on a real estate investment, considering 
the income that the property is likely to 
generate by comparing the property value 
and it’s NOI (or EBIDTA).



What Impacts Cap Rate?
• Marinas that have a lot of deferred 

maintenance and need additional capital 
investment will get assigned a higher cap rate 
(lower value)

• Marinas with a higher percentage of “active 
income” than “passive income” will likely get 
a higher cap rate (lower value)

• Sometimes marinas with a higher potential 
for growth will get a lower cap rate (higher
value)



Best 
Practices 

for 
Achieving 
Financial 
Success 

in 
Marinas

• What ideas do you have for 
best practices in achieving 
financial success in 
marinas?

• Two ways to financial 
success:

• Make more money; or
• Spend less! 
• Or maybe add value 

without spending any 
more…



Successful 
Financial 
Practices

• Meaningful Variance Analysis
• How hard are you on yourself 

when analyzing variances and 
understanding why you didn’t 
meet your goals?

• Variance analyses are valuable 
tools in the budgeting process so 
don’t cheat yourself  



Successful 
Financial 
Practices

• Leading the Marketplace
• Leading in customer service
• Creating value
• Exceeding expectations
• Having the courage to 

charge a little more than 
you need to spend so that 
you can make a reasonable 
profit



What have 
we missed?

• Did you have an 
expectation that wasn’t 
met?

• Questions on the materials 
that we’ve covered?

• A topic that we didn’t 
cover but should have?

• Questions about your own 
financials?

• Comments and 
suggestions for the group?
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