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Welcome to the January IssueWelcome to the January Issue Industry NewsIndustry News
AMI to Host 2nd Virtual 

Intermediate Management Course and In-Person in Texas
The Association of Marina Industries announced Tuesday it will be hosting it’s second Virtual 
International Marina Managers course February 3 - 25th, 2021. The course brings together 
marina managers all over the world via Zoom. AMI will also be hosting an in-person training 
session in Austin Texas, from March 7th - 11th. For more information on these sessions go 
to https://marinaassociation.org/trainingcourses.

Everything I have written above is true about me, and 
it is true about you, too.

Couple this with the fact that feedback is often hard 
for people to give a boss, even when we ask for it, and 
there is a good chance that the boss (yes, you) has no 
clue about his or her real opportunities to improve.
Fortunately, there is an easy solution to this problem. 
If we can get beyond the insecurity of feeling a loss 
of control, or of having our self-identity threatened, 
there is tremendous value in feedback. Real feedback 
can make us all significantly more effective if we are 
open to listening.

Here are some ways you can use feedback to improve 
yourself and your organization.

Acknowledge the Value of Feedback
If you are using your position as a boss to discour-
age or deflect feedback, it is leadership malpractice. 
You are hurting yourself, your organization and your 
team.

Ask for Specific Feedback
Ask your team to give you a 360-degree review, and 
ask key employees to suggest specific ways that you 
can improve. It is difficult for many people to give 
their boss negative feedback, so it is the boss’s re-
sponsibility to make sure they are comfortable doing 
it.

I Need Help

By Bill Yeargin, Trade Only Today

I have a confession to make: I am self-deceived. I feel 
100 percent right at times when I am actually 100 
percent wrong. I have blind spots. I know very little, 
I get emotionally hijacked, and I don’t know what I 
don’t know.

OK, that was a few confessions.
In 2020, as I do every other year, I asked our team at 
Correct Craft to do a 360-degree evaluation of me. 
Just a couple of months ago, separately, I asked each 
of my direct reports to suggest two ways I could be 
a better leader. I want to improve, and I know that I 
need feedback to do that.

We all want feedback when it is good. However, it’s 
our natural inclination to dismiss negative feedback, 
especially if it conflicts with our self-identity. Our per-
ception of ourselves is incredibly powerful, and it is 
hard to dislodge; we can find all kinds of reasons for 
dismissing constructive criticism, and doing so is re-
ally easy if we are the boss.

Additionally, we tend to attribute our failures to cir-
cumstances while others attribute our failures to our 
lack of competency, chemistry or character. We dis-
count how our emotions affect others, while those 
around us magnify those emotions. And we judge 
ourselves based on our intentions, while others judge 
us on our actions.

https://marinaassociation.org/trainingcourses
https://www.tradeonlytoday.com/industry-news/i-need-help
https://www.linkedin.com/company/25065426/
https://www.facebook.com/pages/Association-of-Marina-Industries/1385586385013432
https://twitter.com/marinaassoc/
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Work to Understand the Feedback
Understanding the feedback does not mean you 
have to agree with it, but going through the process 
will help you learn from the feedback. The more un-
comfortable the feedback makes you, the more there 
is to learn.

Make Changes
Find something in the feedback that you can use to 
become a better leader. If you cannot find anything, 
you are not working hard enough to understand the 
feedback.

Respond to the Feedback
If you ask for feedback, be sure you let your team 
know that you have considered it. If there are chang-
es you plan to make, let them know that, too. Most 
important, do not discount the feedback or get de-
fensive. How you react to feedback will significantly 
affect how your team responds the next time you ask 
for opinions.

Anyone who has read my writing or heard me speak 
knows the importance I put on being a learner, which 
includes having a growth mindset. Being a learn-
er helps leaders in many ways, both profession-
ally and personally. An important part of being a 
learner is accepting feedback.

If you are interested in exploring this idea further, 
I highly recommend the book Thanks for the Feed-
back by Harvard Law School professors Douglas 
Stone and Sheila Heen. I learned a lot about feed-
back from this book, but two things in particular 
stand out.
First, when we are giving feedback, we need to clar-
ify whether we are evaluating, coaching or show-
ing appreciation. Ideally, according to the authors, 
each of these should be separate conversations.

Second, nothing affects a learning organization 
more than the way its executive team accepts 
feedback. If you want your team to learn and grow, 
you need to model that behavior.

I have been fortunate to be part of a lot of great 
teams that have done some impressive things. How-
ever, I have done very little of significance on my 

own. Feedback is a simple and inexpensive way to 
significantly improve yourself and your organization. 
I know I need help, and trust me, so do you.

Bill Yeargin is the CEO of Correct Craft.

Values on the Rise

Source: Trade Only Today

In a classic case of supply and demand, the pandem-
ic-driven increase in boat sales means more marina 
business.

Three years ago, Thomas McCarthy bought land on 
the Bull River in Savannah, Ga. But unlike most inves-
tors, he wasn’t looking to put up condos or a wa-
terfront commercial building. His plan was to build a 
marina. “There hasn’t been a new marina built in Sa-
vannah for more than 20 years,” says McCarthy, who 
is the managing partner of the Savannah Boathouse, 
with his brothers as silent partners. “Most people 
aren’t going to put that money into a marina.”

Or at least they weren’t until recently. After pan-
demic- related restrictions on recreational boating 
around the country eased in the spring, boat sales 
skyrocketed and remained strong through the fall. 

Even with the short Northeast boating season, the Freedom 
Boat Club franchise in Yarmouth, Maine, had a banner 2020.

https://www.tradeonlytoday.com/post-type-feature/values-on-the-rise
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When people bought all those boats, they needed a 
place to use and store them.

“Customers value the marina as a way to kind of es-
cape the whole Covid thing,” says Bill Anderson, pres-
ident of marina management for Westrec Marinas, 
which has 26 facilities it either owns or manages for 
municipalities around the country. “The only prob-
lem for marina staff is that every weekend is like July 
Fourth. We’re completely packed.”

Built-In Value
McCarthy also owns the Freedom Boat Club franchise 
at the Safe Harbor Bahia Bleu in Savannah. “I’ve been 
there 16 years, and there’s always been available 
space,” he says. “We had been in the process of try-
ing to find a second place in Savannah.”

The Savannah Boathouse is scheduled to open in 
March, and he plans to move the Freedom Boat Club 
to the new location, so there will be built-in income. 
Based on early interest, the new marina could wind 
up turning away customers. “I’m more than 50 per-
cent full, and we’re three to four months from open-
ing,” McCarthy says.

After purchasing the land, McCarthy started the per-
mitting process and collected construction bids. It 
took nearly three years to get all the approvals, and 
he and his brothers decided to start building. They 
wanted to keep the construction crews employed 
when Covid-19 first hit.

McCarthy estimates the total cost of the new facil-
ity at about $8 million. Savannah Boathouse will also 
have rack storage for up to a 36-foot boat with triple 
outboards. There’s 2,000 linear feet of dock space on 
the Bull River with a depth of 30 feet at low tide. All 
told, the facility has 5 acres, with 3½ that are build-
able. Rates are $16 per foot wet or dry with a one-
year contract.

Big Picture
Every Westrec marina around the country has a wait-
ing list for slip or rack space, and the company has 
seen a 30 percent to 40 percent increase in fuel sales. 
Anderson says a primary factor in continued demand 

is that customers are abiding by Covid-19 guidelines. 
“It makes the experience with the family safe. The 
customers really value that, and they’re self-polic-

ing,” Anderson says. “People are cherishing this op-
portunity.”
Anderson says a key to managing a marina success-
fully is looking ahead. He uses Haulover Marine Cen-
ter in Miami Beach, which Westrec started develop-
ing in 2014, as an example. “If you go back to 2013, I 
can pretty much guarantee that no one was thinking 
about putting a 60-foot boat in a stack and a forklift 
that could move 70,000 pounds,” he says.

At one of its Georgia properties, Westrec takes a 70-
foot slip and puts a 50-foot cruiser in the spot. For 
the last 20 feet, the marina builds a sheltered patio 
area so customers can still enjoy the waterfront when 
weather doesn’t permit boating. “It’s incumbent on 
the marina owner to make sure the new customers 
coming in are going to be our customers after the 
pandemic because they received extraordinary cus-
tomer service,” Anderson says.

When negotiating a purchase or the development 
of a new property, Westrec uses a marina econom-
ic impact calculator to make presentations to civic 
planners, and permitting and regulatory agencies to 
demonstrate the contributions that marinas make to 
an economy. In late 2020, the calculator was updated 
by the Virginia Institute for Marine Science under an 
agreement with the Association of Marina Industries. 

Every Westrec marina, including Haulover Marine Center 
in Miami Beach, has a waiting list for rack space or slips. 
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The AMI Conference & Expo is geared specifically toward 
marina and boatyard owners; operators and managers; as 
well as dock masters; harbormasters; boat builders and 
repairers; and industry consultants. Dedicated marine 
professionals gather to exchange information, talk about 
the future of the industry, and get down to business!

For more info and to register for the virtual Conference & Expo:
MarinaAssociation.org/conferenceandexpo

Title Sponsor

Keynotes

Educational Seminars

Small Group Workshops

Exhibit Hall

Networking Events

•  Over 20 educational sessions on current 
     topics and future trends
•  Industry-leading presenters
•  Virtual exhibit displays for all marina needs
•  Regional roundtables
•  Virtual Trivia Night for fun and prizes
•  Professional development for all levels

Session
Topics

•  Building Your Dream Team

•  Transforming Your Organization– Evolving the Mindset for Positive Impact

•  Marina and Boatyard Management and  Operations

•  Marina Design and Engineering

•  2020: Lessons Learned from Electrical Code Changes

•  BIG Grant Funding Programs

•  Entry-level training– Marina 101

Pre-Conf. 
Workshops

February 2-17

Platinum Partners

http://marinaassociation.org/conferenceandexpo
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Best Practices
Even in areas that have short boating seasons, such 
as Maine, marina owners experienced a banner year 
in 2020. Steve Arnold owns Marina Holdings, which 
includes Yarmouth Boat Yard, Moose Landing Marina 
in Naples and the Freedom Boat Club of Maine, which 
is expected to have four locations in 2021. The club 
is at the Yarmouth yard and at Moose Landing, and 

has facilities at Fore Points Marina in Portland and at 
Sunset Marina in South Portland.
Arnold’s Freedom Boat Club Franchise also saw a 
large influx of members in 2020. When other states 
were reopening earlier, Maine Gov. Janet Mills kept 
the state restricted later into the spring. When ma-
rinas reopened, Arnold’s companies benefited from 
the relationship with Freedom Boat Club because of 
the guidelines the company had established. “We im-
plemented Freedom’s best practices, disinfecting the 
boats and social distancing them,” Arnold says. The 
company also used Zoom calls for classroom training 
for new members, and made sure the onboard train-
ing was socially distanced.

At Moose Landing Marina, which houses the most 
popular rental operation in the area, business in-
creased by 40 percent. Rentals usually start picking 
up around June 25 after school gets out, but with ev-
eryone attending classes remotely, the rental reserva-
tions started about a month earlier. “It was busy every 
single day until the end of September,” he says.

Retaining Value
Rick Roughen is the president of National Marina 
Sales, a real-estate brokerage that specializes in mari-
nas. He represents the individual marina owner when 
the corporations such as Westrec, Safe Harbor and 
OneWater Marine come calling. In late November, 
National Marina Sales had 21 listings on its website, 
with 14 shown as sold, two under contract and five 
active. Roughen visits every marina he takes on and 
says valuation is based on “metrics, measurements of 
income streams, and the quality and type of income 
streams that a marina has.”

Roughen values income streams such as storage as 
class A or A-plus, while fuel is an A-minus. Service is 
a C-plus, boat sales is often reviewed as a C-minus 
because it’s volatile, and a ship’s store is C-minus.

While some pundits see the mom-and-pop business 
model going away in the marina marketplace, Rough-
en says it will always have a place. “Mom and pop, 
that means they are the people who have the blood, 
sweat and tears in the business,” he says. “There’s al-
ways the boater and the fisherman who are going to 
be attracted to a local marina.”

Regardless of the location, McCarthy says the in-
creased demand for marinas is going to continue. 
“We’ve learned a lot during the pandemic about life 
in general,” he says. “People may be refocusing their 
efforts to be more family oriented and participate in 
outdoor activities for quite some time.” 

This article was originally published in the January 
2021 issue.

Industry News continued on Page 7

Key Harbor Marina in Waretown, N.J., is one of the 
brokerage listings with National Marina Sales, which 
specializes in these properties. 
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OneWater Marine Purchases Roscioli 
Yachting Center

OneWater Marine Inc. has completed the acquisi-
tion of Roscioli Yachting Center, Inc., including the 
related real estate and in-water slips. The transaction 
expands OneWater’s presence in the yacht category 
and provides a springboard for further growth while 
amplifying its service and repair offerings.

Roscioli Yachting Center is a full-service marina and 
yachting facility located in Fort Lauderdale, Florida, 
which has served yacht owners for more than 50 
years. The Roscioli team includes more than one 
hundred skilled team members who utilize premier 
equipment and technology to provide customers with 
services ranging from custom carpentry and fabrica-
tions, painting and refinishing, master mechanics and 
dockside hospitality. Roscioli generated revenues in 
excess of $15 million over the past twelve months. 
OneWater Marine Inc. operates 69 recreational boat 
retail stores throughout 10 different states offering a 
broad range of products and services which include 
the sale of new and pre-owned boats, parts and ac-
cessories, finance and insurance products, mainte-
nance and repair services and ancillary services such 
as boat storage.

Safe Harbor Marinas Buys Rybovich

Source: International Boating Industry

The largest marina owner and operator in the US ac-
quires Rybovich from Wayne Huizenga Jr for an un-
disclosed amount.

Dallas, Texas-based Safe Harbor Marinas has acquired 
Wayne Huizenga Jr’s Rybovich, a US destination and 
service provider for the superyacht industry, accord-
ing to a report in the South Florida Business Journal. 
Rybovich has marinas in West Palm Beach and Riviera 
Beach, Florida. The West Palm Beach facility, which 
covers over 11 acres, is the largest in the deal and can 
accommodate superyachts of over 300ft.

“We’re extremely excited about what this means for 
our people, our customers, and our partners,” Huiz-
enga Jr, owner and CEO of Rybovich, said in a state-
ment.

“We share with Safe Harbor a fundamental commit-
ment to excellence in service and hospitality. We be-
lieve this transaction will allow us to deliver on that 
commitment at more and more locations over time.”
Carlos Vidueira, VP at Rybovich, said he will oversee 
Safe Harbor’s superyacht marinas in South Florida 
and staff at both Rybovich marinas will remain.

Prior to the acquisition, Safe Harbor owned and op-
erated marinas in Ft Lauderdale, Riviera Beach and 
North Palm Beach. It will now own 14 marinas in to-
tal across Florida and around 100 in the US, most of 
which are along the east coast.

“Our plan is to serve Rybovich with excellence so 
they, in turn, can do what they do so well at more 
locations throughout the country and perhaps the 
world,” Baxter Underwood, CEO of Safe Harbor, said 
in a statement. “We are humbled and honoured to be 
on their team.”

According to the South Florida Business Journal’s sto-
ry, local press are reporting that the pandemic has 
proved to be a boon for the region’s marine industry. 
Executives of marine companies say ”saltwater dis-
tancing” has brought new potential boat owners, and 
new boat sales reached their highest point in a de-
cade in May, according to the National Marine Manu-
facturers Association (NMMA).

Wayne Huizenga Jr is the son of the late business ty-
coon Wayne Huizenga, founder of AutoNation and 
Waste Management, and co-owner of Blockbuster.

Marina Resort Planned for Downtown 
Stuart, Florida

The proposed Sportfish Marina Resort would be lo-
cated on the St Lucie river

Source: International Boating Industry

With the opening today of the Stuart, Florida boat 
show comes news that the city on the St Lucie river 
could see a new marina resort, if a Miami developer 
has his way.

Industry News continued on Page 8

http://www.onewatermarine.com/
http://rycshipyard.com/
https://www.ibinews.com/marinas/marina-resort-planned-for-downtown-stuart-florida/38051.article
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Sportfish Marina Resort, a 37-room, 49-slip, three-
storey property on Flagler Avenue in the downtown 
is the brain child of developer Ted Weitzel. The struc-
ture would sit atop a two-level car park, making a 
five-storey structure.

An abandoned office building, known as Sailfish 
Capital Center, and a parking lot currently occupy 
the property, which was purchased by Weitzel for 
US$1.5m, according to the TCPalm. The property is 
in what is known as a Federal Enterprise Zone, which 
provides tax breaks and lower development costs for 
real estate investors and developers.

The development would include a pool, grilling area 
and balconies facing the Roosevelt Bridge, according 
to the site plans submitted to the city.

Construction tentatively could begin by the end of 
the year, but the project first needs rezoning and ap-
proval of its plans by both the Local Planning Agency 
and the City Commission.

Miami Boat, Yacht Shows Combining 
to Create New ‘Super Bowl’ of Marine 

Exhibitions

By Rob Wile, Miami Herald

After years of dueling dates and locations, Miami’s 
three major boating shows will combine to create 
one annual mega-event starting in 2022.

The Miami International Boat Show, the Miami Yacht 
Show, and Superyacht Miami will now collectively be 

known as the Miami International Boat Show. The 
event will be managed by Informa Markets — the 
largest exhibitor group in the world — with direction 
and guidance from the National Marine Manufac-
turers Association. Informa will continue to co-own 
the yacht events with the International Yacht Brokers 
Association, while the NMMA will continue to be 
sole owner of the Miami International Boat Show.

Organizers estimate the economic impact of bringing 
the three events under one figurative roof at $1.34 
billion — or “three Super Bowls” according to NMMA 
President Frank Hugelmeyer — supporting about 
9,000 jobs and 100,000 hotel bookings.

“This will help grow the market in Southern Florida 
for many years to come,” Hugelmeyer said in an in-
terview.

Informa Markets and NMMA are also announcing 
they will open a new office at 1501 Biscayne Blvd. 
to coordinate other South Florida events, including 
the autumn Fort Lauderdale International Boat Show, 
which Informa also produces. Fort Lauderdale Inter-
national Boat Show is owned by the Marine Industries 
Association of South Florida.

For decades, the boating and yacht shows — all of 
which took place during the same period in February, 
over Presidents’ Day — grappled with confused cus-
tomers who bought tickets to one show thinking it 
would get them into another, only to be turned away 
when they attempted to cross over.

The shows have also relocated numerous times over 
the years; most recently, the Miami International Boat 

Industry News continued on Page 9

Beacon Hill Cedar Creek Lake
Kemp, TX

New Suffolk Shipyard
New Suffolk, NY

Welcome AboardWelcome Aboard
Sunset Marina & Resort LLC

Lancaster, KY

Fair Winds Sailing Greece
Athens, Greece

https://www.miamiherald.com/news/business/article248426775.html
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Show was held at Marine Stadium, while the yacht 
shows occurred at One Herald Plaza and Island Gar-
dens Deep Harbor on Watson Island.

“It’s now going to be seamless for the consumer,” 
said Andrew Doole, U.S. Boat Shows president at In-
forma Markets. “So now they will get a single mes-
sage, not two messages on two websites. There was 
so much confusion in the past, with people ending up 
in the wrong spot and struggling to figure out how to 
plan their trip. So it should be a much more enjoyable 
experience.”

Under the combined format, on-land exhibitions will 
take place at the Miami Beach Convention Center, its 
home since the late 1960s (the show was inaugurated 
on Key Biscayne in 1941).

“The show is returning to its birth place,” said Bill Tal-
bert, president and CEO of the Greater Miami Con-
vention & Visitors Bureau. “But it used to just be a 
concrete box. Now, it actually breathes. And it got 
the highest marks from the NFL (after it hosted Super 
Bowl LIV in 2020) — and they’re a picky bunch.”

The shows are canceled in 2021 due to the pandem-
ic, along with the annual Art Wynwood fair — also 
owned by Informa — normally slated for the same 
weekend. All are scheduled to return for Presidents’ 
Day in 2022. The yacht show portion of the boat show 
will run alongside Art Wynwood at the One Herald 
Plaza location.

In-water events and attractions will be located at Sea 
Isle Marina and One Herald Plaza, both adjacent to 
the western terminus of the Venetian Causeway; and 
Island Gardens on Watson Island. Transportation op-
tions will include water taxis, ride-share hubs, and 
public transit access, in addition to ample parking.

Expanded offerings include live concerts and the re-
turn of Miami Dealer Days Feb. 14-15; Miami Dealer 
Days allow exhibitors to gather at the Miami Beach 
Convention Center prior to the show, allowing ma-
rine manufacturers an additional business develop-
ment opportunity.

Global Boat Demand Drives Expansion 
and Job Growth at Brunswick

The boating industry’s largest player, Brunswick 
Corporation, is undertaking substantial expansion 
in the US, Mexico and Portugal to respond to un-
precedented demand for new boats

Source: International Boating Industry

US-based Brunswick Corporation today announced 
that it is increasing production capacity at three of its 
global boat manufacturing facilities to meet unprec-
edented consumer demand and assist in replenishing 
historically low field inventory levels.

Brunswick Boat Group expansion plans
Brands Site Increase
Boston Whaler Re-open Palm 

Coast, FL
45%

Bayliner, Heyday, 
Sea Ray, Lund

Reynosa, Mexico 58%

Bayliner Uttern, 
Quicksilver

Vila Nova 
Cerveira, Portugal

+100%

In the US, Brunswick says it will reopen its 225,000 
square-foot Palm Coast, Florida boat manufacturing 
facility to expand dedicated manufacturing capabil-
ity for Boston Whaler products by an additional 40%. 
The Palm Coast facility, which has been inactive since 
2018, was designed for the manufacture of large 
boats.
The company said Boston Whaler has invested more 
than $60M manufacturing since 2014 on a full line of 
new products in addition to capacity expansion by 
75% at its current 550,000 square-foot global head-
quarters and manufacturing center in Edgewater, 
Florida. In 2019 Brunswick also opened the 45,000 
square foot fiberglass boat technology center in 
Edgewater, home to the builder’s boat product de-
velopment, engineering and design teams.

Internationally, Brunswick is expanding boat manu-
facturing capacity at both its Reynosa, Mexico and 
Vila Nova Cerveira, Portugal facilities.  The Reynosa 
facility, which manufactures Bayliner, Heyday, Sea 
Ray and Lund fiberglass boats, will increase capacity 
by 58% over the next 18 months, running seven days 

http://keybiscaynemag.com/a-boat-story/
http://keybiscaynemag.com/a-boat-story/
https://www.artwynwood.com/practical-Info
https://www.artwynwood.com/practical-Info
https://www.artwynwood.com/practical-Info
https://www.ibinews.com/global-boat-demand-drives-expansion-and-job-growth-at-brunswick/38109.article?utm_medium=email&utm_campaign=Weekly%20IBI%20News%20Flash&utm_content=Weekly%20IBI%20News%20Flash+CID_df58be235bef96eb7b8bbb8e4486f0a1&utm_source=Campaign%20Monitor%20emails&utm_term=Global%20boat%20demand%20drives%20expansion%20and%20job%20growth%20at%20Brunswick
https://www.ibinews.com/companies/brunswick-boat-group-launches-technology-center/34872.article
https://www.ibinews.com/companies/brunswick-boat-group-launches-technology-center/34872.article
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Industry News continued from Page 9 “We are committed to meeting the growing demand 
of our global customers and have an immediate need 
to expand capacity in the face of unprecedented re-
tail demand and very low pipelines across all prod-
uct lines, especially for our fiberglass products,” said 
Dave Foulkes, Brunswick Corporation CEO. “Investing 
additional capacity in Florida, Mexico and Portugal al-
lows us to quickly increase production and undertake 
further vertical integration as we continue to grow 
market share and engage with new boaters.”

“We looked at various options to significantly expand 
manufacturing capacity quickly and with efficient 
investment levels”, said Aine Denari, who recently 
joined the company as President of Brunswick Boat 
Group. “Expanding Boston Whaler production by re-
opening the Palm Coast facility provides immediate 
access to new capacity for a fraction of the cost of 
building a brand-new facility,” she added.

Boston Whaler currently employs more than 1,200 
employees in Edgewater and will add an additional 
300-400 jobs over the next 18-24 months at Palm 
Coast, a short distance from the Edgewater site. The 
first boats are expected to come off the production 
line at the Palm Coast facility in the second half of 
2021.

Take Your Marina to the 
Next Level

The Marina Policy Guidelines Manual offers marina 
owners and managers a guide to implementing policies 
that will professionalize the management of your marina. 

Written by Carl Wolf CMM, CMI of Robson Forensic, 
the Manual provides policies covering administration, 
marina operations, marketing, financial controls, 
and maintenance, as well as safety, security and 
environmental issues. Purchase now.

Boston Whaler is Brunswick’s top selling brand, responsible 
for 22% of revenues – or $286 million – in 2019.

a week and adding an additional 260 employees.  The 
company said expansion of the Portugal site – where 
it manufactures Bayliner, Uttern and Quicksilver 
products for the European market – is  well underway 
and will more than double production capacity at the 
facility over the next three years.

https://marinaassociation.org/store_product.asp?prodid=26
https://marinaassociation.org/store_product.asp?prodid=26
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     Legislation &     Legislation &
          Partnerships          Partnerships

Provided by Lobbyit

The 2020 elections are finally, officially over. In ear-
ly January, the critical Georgia Senate seats were 
awarded to the Democrats in a political earthquake 
that few inside or outside of Washington expected. 
For the first time in a decade, Democrats control all 
three main levers of power in DC – the House, the 
Senate, and the Presidency. Democrats control the 
Senate by the slimmest possible margin, a 50-50 tie 
with the Vice President having the tiebreaker vote. 
But this control guarantees that President-Elect Biden 
will get his Cabinet in place quicker and easier and 
allows the Democrats to set the agenda and force 
their GOP colleagues to take politically difficult votes.  

The first legislative priority for the Biden Administra-
tion is another round of stimulus to help shore up 
state and local budgets, assist the hungry and unem-
ployed, and fund the stumbling vaccine rollout. The 
proposed package is nearly $2 trillion, and the Biden 
team has signaled that it would like to pass it through 
the Senate with bipartisan support. Key GOP Senators 
have already come out against the proposal, mean-
ing that we will likely be in for a lengthy, complicated, 
politically-charged negotiation. A drawn-out fight is 
not what the Biden team wants. The incoming Ad-
ministration believes that the economy needs an ad-
ditional infusion of capital, or the current economic 
slowdown will go from temporary to long term.  

Biden hopes he can secure enough support to pass 
this stimulus package through regular order rather 
than resorting to budget reconciliation. For the next 
two years, expect to hear a lot about budget recon-
ciliation. We will more thoroughly outline this process 
in future communications. The short version is that 
this procedure allows the Senate to circumvent the 
60-vote threshold for legislation and pass proposals 

that have a direct budgetary impact with a majority 
vote. Budget reconciliation is how President Obama 
passed the ACA and how President Trump passed his 
tax bill. Democrats are eyeing this procedure for infra-
structure spending, healthcare expansion, additional 
stimulus assistance, and many other proposals. To be 
clear – this will be a complicated procedure to use 
because it will require Democrats in the Senate to not 
lose a single vote in their caucus, despite the broad 
ideological gap between them. How Democrats navi-
gate this minefield is likely to determine the first two 
years of the Biden Administration’s perceived success 
or failure. 

But first, Biden’s $1.9 trillion stimulus proposal is on 
deck. We will have an in-depth analysis of the pro-
posal completed in the next couple of days.  

Our team was primarily engaged in trying to get the 
stimulus package across the finish line during Decem-
ber. As outlined in our end-of-year stimulus update 
last month, Lobbyit secured vital provisions in the lat-
est stimulus bill. Here is a summary of those victories.  

• We successfully advocated to reopen the Pay-
check Protection Program (PPP) and allow or-
ganizations who need a second forgivable loan 
to apply. Organizations with fewer than 300 
employees and a 25%+ reduction in gross re-
ceipts in the 1st, 2nd, or 3rd quarter in 2020, 
relative to the same quarter 2019, qualify.  

• We made the case to Congress that a simplified 
forgiveness process for smaller organizations is 
needed. Now, organizations that received loans 
under $150,000 can apply for on a one-page 
form. The borrower must attest that they com-
plied with the PPP loan requirements.  

By Eric KretschBy Eric Kretsch

Legislation & Partnerships continued on Page 12

https://lobbyit.com/
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Legislation & Partnerships continued from Page 11

• We also fought for clarification on tax deduct-
ibility. The bill clarifies that gross income will 
not include forgiven PPP funds used for oth-
erwise deductible expenses, essentially allow-
ing hurting organizations to get an increased 
benefit. 

• Arguably our most challenging fight was over 
expanding PPP eligibility to (c)(6) organiza-
tions. There was bipartisan support for this but 
strong pushback from several vital offices re-

quired significant legwork on our part to over-
come. Our team is thrilled that this provision 
was included, helping many organizations that 
were initially left out.

Starting this week, the fight for the next round of 
stimulus begins. We are optimistic that Congress will 
approve additional relief and bolster the economy. 
The question is, how quickly can they put aside politi-
cal differences and reach consensus.  

http://www.seatech.com
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Clean Marina & Clean Marina & 
Environmental NewsEnvironmental News

Michigan and Illinois to Curtail 
Invasive Carp

Source: Trade Only Today

The governors of Illinois and Michigan will work joint-
ly to protect the Great Lakes from Asian carp. The 
cooperative effort is focused on the Brandon Road 
Lock and Dam in the Chicago Area Waterway System 
near Joliet, Ill., a critical point for keeping bighead, 
silver and black carp — the invasive Asian carp spe-
cies of greatest concern — out of Lake Michigan and 
the Great Lakes.

Gov. Gretchen Whitmer of Michigan and Gov. JB 
Pritzker of Illinois announced an intergovernmental 
agreement between the Illinois Department of Natu-
ral Resources and the Michigan Department of Natu-
ral Resources that allows Illinois to use up to $8 mil-
lion in funds appropriated in 2018 by the Michigan 
legislature to support the preconstruction engineer-
ing and design phase of the Brandon Road Ecosys-
tem Project.

“Preventing invasive carp from entering the Great 
Lakes was a day one priority for my administration,” 
Whitmer said.

Illinois signed a separate agreement with the U. S. 
Army Corps of Engineers for the initial Brandon Road 
design. The state will serve as the non-federal spon-
sor, agreeing to help fund the design of a portion of 
the project and to further advance full project design 
efforts to approximately 30 percent completion.

The Brandon Road project will install layered tech-
nologies, including an electric barrier, underwater 
sound, an air bubble curtain and a flushing lock in a 
newly engineered channel designed to prevent inva-
sive carp movement while allowing barge passage.
“Protecting the lakes is a top priority for my admin-
istration, which is why I included funding for Asian 
Carp mitigation efforts in my bipartisan Rebuild Illi-
nois capital plan,” Pritzker said.

The migration of bighead, silver or black carp to the 
Great Lakes could impact the region’s $7 billion fish-
ery, $16 billion boating and tourism industries, and 
others who rely upon the Great Lakes and its tribu-
taries.

Development Opportunity: Joint Venture 
Partner Wanted

Federally Owned Land in Delaware under a long-term lease for existing marina. No acquisition costs, 
no real estate taxes for three separate parcels totaling +/- 35 acres available for development. 

Public sewer and water, development required to be leased to the public. Residential, hotel, 
restaurant and a fitness center are all development possibilities. Contact William Freas 610-633-
5083 or bestbuilt12@live.com.

https://www.nmma.org/press/article/23531
https://www.nmma.org/press/article/23531
mailto:bestbuilt12@live.com
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Become a Certified Marina Manager (CMM) 
or Certified Marina Operator (CMO)

CMM/CMO
Certified Marina Managers (CMM) and Certified Marina Operators (CMO) are marina professionals who have 
completed an extensive training and certification process through the globally recognized International Marina 
Institute (IMI) and embrace the continuance of education and training for themselves and those who work within 
the marina industry.

How do I become a CMM or CMO?
Step 1

Attend the Intermediate Marina Management Course (IMM). This course focuses on marina operations, 
policies, and procedures. Marina-man-agement pros offer their expert thinking about business issues and 
challenges throughout the industry.   

Topics include marina-law risk and liabilities, fire and emergency-response planning, environmental 
management, health and safety compliance, and personal self improvement skills

*Must have one year of marina management experience to attend.

Step 2

Attend the Advance Marina Management Course (AMM). Through small groups, interactive workshops, 
and specific case studies, the AMM course examines such topics as profit-center management, regulations and 
permit-ting, operations, marina law, human resource management, risk management and loss control, 
improving the quality and value of services, policy and procedure manuals, business strategy and financial 
management, marketing, promotion, and pricing.

The AMM offers its graduates a national and international business perspec-tive on management issues, and a 
long-term network of international con-tacts to rely on in the future.  

*Must have three years of marina management experience and attended IMM Course.

Step 3

Upon completion of the IMM and AMM courses you then apply for the certification that you qualify for, CMM 
or CMO.
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Around The WorldAround The World
Ferretti Group Puts Sustainability Top 

of the Agenda

Italian boatbuilder takes a look at the economic, en-
vironmental and social impacts produced by its ac-
tivities in local areas

Source: International Boating Industry

Italy’s Ferretti Group has released its first-ever sustain-
ability report on corporate operations. The document 
formally testifies to the Italian builder’s introduction 
of a ”virtuous pathway” to minimise the environmen-
tal impact of its production processes and yachts.
The report identifies the topics with the greatest im-
pact on business activities and the indicators to eval-
uate them, grouping them in four areas that will be 
examined each year in ever greater detail and used to 

measure the environmental and social performance 
of Ferretti Group:

• Innovation and luxury: yachts
• Environmental impact of the production pro-

cess
• Value for the local area
• Human capital

At Ferretti, research and development is focused on 
the use of high-performance, sustainable materi-
als and on reducing energy consumption. The wood 
used in interior design is sourced from certified for-
ests managed according to strict environmental, so-
cial and economic standards. The use of carbon fibre 
significantly reduces hull weight, resulting in yachts 
that are more efficient and consume less fuel.

The group is also at the cutting edge of research both 
into hybrid engines and new technologies that reduce 
hull weight, as well as into improving the efficiency 
of shipyard activities. In this sense, ISO 14001 certi-
fication of the environmental management systems 
in place at the La Spezia site is the starting point for 
integrated management of the environmental impact 
of all production processes, as is IMO Tier III certifi-
cation obtained by CRN, the first shipyard in Italy to 
achieve this milestone for a 62m megayacht.

Also worthy of mention is the installation of the An-
cona trigeneration plant to produce clean electric 
power, heating and cooling.

Other fundamental aspects of the report include the 
impact on the local area and the entire supply chain 
and the central importance of human capital. Over 
85% of Ferretti Group’s supply chain, which employs 
a total of more than 2,500 workers, is based in Italy 
and over 75% of the total economic value generated 
is distributed in the country. This contributes to job 
creation and the growth of the ecosystem of small 
and medium enterprises, including craft businesses, 
with which the group has for years had a history of 
collaboration. 

Around the World continued on Page 16

- FULL SERVICE -

- HIGH AMENITY -

- OVER 320 BOAT SLIPS -

- ON-SITE STORAGE - 

- 8.8% CAP RATE -

FOR MORE DETAILS, PLEASE CALL:
248.358.0100

DETROIT MARINA 
FOR SALE!

https://www.ibinews.com/sustainability/ferretti-group-puts-sustainability-top-of-the-agenda/38040.article
https://www.ibinews.com/companies/ferretti-builds-trigeneration-plant-at-ancona-yard/35812.article
https://www.ibinews.com/companies/ferretti-builds-trigeneration-plant-at-ancona-yard/35812.article
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Around the World continued from Page 15

As a result of all the measures introduced, including 
complete sanitisation of the production process right 
through to delivery, Ferretti Group has also obtained 
RINA Biosafety Trust Certification, the first voluntary 
certification to prevent and control infections, pro-
tecting over 1,500 workers as well as customers.

Finally, the group has taken out an insurance poli-
cy covering all employees and providing protection 
in the event they test positive for the coronavirus. 
The policy, which has been renewed for 2021 too, is 
joined by another initiative to distribute 1,500 pulse 
oximeters to employees.

“If we want to continue to grow steadily as a market 
leader, it is essential to address the economic, envi-
ronmental and social impacts produced by our activi-
ties on the local areas where we operate. Successful 
sales efforts must go hand in hand with corporate re-
sponsibility,” says Ferretti Group CEO Alberto Galassi.
“In recent years, Ferretti Group has reported rapid 
growth and development, bringing beauty and inno-

vation to the marine industry. We work with many 
different stakeholders and their sustainability needs 
and expectations are important in defining the mea-
sures we introduce from day to day to manage and 
mitigate the impact of our growth strategies.

”For this reason, and to testify to our corporate re-
sponsibility, we have decided to embark on a formal 
process that has led to the preparation of our first 
Sustainability Report. A first for Ferretti Group and a 
first for the Italian marine industry.”

The Moorings Extends Caribbean 
Charter Operations to USVI

New St Thomas base to open in February

Source: International Boating Industry

As from February 2021, yacht chart company The 
Moorings will start operating from a new base at St 
Thomas in the US Virgin Islands.

Around the World continued on Page 17

https://www.ibinews.com/companies/the-moorings-extends-caribbean-charter-operations-to-usvi/38026.article
http://www.surveyadvantage.com
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Around the World continued from Page 16

A variety of charter options will be available, with all-
inclusive crewed yacht charters available from Feb-
ruary followed by bareboat sailing and power yacht 
charters offered from March.

The new base is located at Yacht Haven Grande Ma-
rina, a 10-minute drive from Cyril E King airport.

The Moorings’ fleet at St Thomas will comprise the 
previous ‘Boat of the Year’ winners, the Moorings 5000 
and Moorings 4500 sailing catamarans; the smaller 
three-cabin Moorings 4000 sailing catamaran; and 
the more sporty Moorings 433 power catamaran.

The USVI offers a diverse range of tourist and wa-
tersports options including the historical centre of St 
Thomas, St Croix and St John as well as snorkeling, 
diving and recreational fishing.

Vice president of sales and marketing at The Moor-
ings, Josie Tucci, explains: “The USVI has long been a 
sought-after cruising grounds, and we are excited to 
offer this new, captivating destination to our charter 
guests. The Moorings always strives to provide first-
class charter vacations, and this new operation will 
enable us to continue delivering the seamless, con-
venient vacation experience our clients have come to 
expect.”

The Covid-19 pandemic has significantly impacted 
upon the activities of The Moorings in the Caribbe-
an, including the adjacent British Virgin Islands (BVI) 
which is described as the sailing capital of the region. 
Charter operations there were heavily curbed due to 
closed borders and travel restrictions related to the 
pandemic extending over eight months. With the re-
strictions due to be eased in the BVI from March 1, 
2021, The Moorings hopes that a recovery in business 
volumes will occur. 

Besides the new USVI base, The Moorings also plans 
to introduce new models to its fleet in 2021. These 
include the Moorings 4200 sail catamaran and the 
Moorings 534PC power catamaran, both built by 
Robertson & Caine. The Moorings 4200 is a smaller 
version of the Moorings 5000 cat while the 534PC 
is said to set a new standard for charter catamarans 
with accommodation of four en-suite cabins for up 
to nine guests.

Vancouver International Boat Show 
Goes Virtual

Organisers of the Vancouver International Boat Show 
have confirmed plans to replace the cancelled 2021 
event with a virtual boat show that will run from Feb-
ruary 24-27 inclusive.

Show manager Eric Nicholl notes that the shift to 
an online event will allow both exhibitors and show 
owner, the Boating British Columbia trade associa-
tion, to retain a presence among the boating public 
during a quiet time of year while providing what is 
being described as a unique opportunity for boaters 
to engage with vendors and purchase a wide range 
of product online.

Show organiser Canadian Boat Shows Inc (CBS) says 
it researched more than 50 software options and vir-
tual shows before signing a deal with Toronto-based 
Unity Event Solutions to create the event’s virtual 
platform. The company had previously contracted 
Unity to deliver a virtual replacement for the Toronto 
International Boat Show.

The “live” virtual Vancouver International Boat Show 
will operate from 11:00 am until 7:00 pm local time 
through the week, and from 9:00 am to 5:00 pm on 
Saturday and Sunday. Space contracts how now been 
sent out; interested exhibitors should contact the 
show office for further details.

https://www.ibinews.com/events/toronto-boat-show-reveals-details-on-virtual-2021-event/37744.article
https://www.ibinews.com/events/toronto-boat-show-reveals-details-on-virtual-2021-event/37744.article
https://www.ibinews.com/events/toronto-boat-show-reveals-details-on-virtual-2021-event/37744.article
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Dear AMI Member,

The Association of  Marina Industries, the industry’s 
leading national voice and advocate, who looks to ed-
ucate and connect marina professionals, has partnered 
with Aon. Aon is one of  the leading insurance brokers 
in the marine, resort, and hospitality industry worldwide. 
Aon recognizes Certified Marina Managed (CMM) and 
Operated (CMO) facilities by bringing additional value 
and cost savings that directly impact your bottom line.

Bring your insurance needs to John Chiazza, at Aon to 
see if  he can offer you a cost saving alternative to your 
current program. John will take the time to review, con-
sult, and offer insurance options exclusive to AMI ma-
rina members.       

Thank you for supporting the Association of  Marina In-
dustries where we continue to look for ways to bring ad-
ditional value to you and your business.

Association of  Marina Industries

mailto:john.chiazza@aon.com
https://marinaassociation.org/
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News From WashingtonNews From Washington
  

A Bipartisan Win for Gulf Reef Fish 
Conservation

The Direct Enhancement of Snapper Conservation 
and the Economy through Novel Devices Act of 2020 
(DESCEND Act) (H.R. 5126/S. 2960) was signed into 
law on January 13. The bipartisan law requires rec-
reational (including charter boats) and commercial 
fishermen to have on board a venting tool or de-
scending device that is rigged and ready for use while 
fishing for reef fish in Gulf of Mexico federal waters. 
 
The recreational fishing and boating community 
strongly supports the DESCEND Act, which was led 
in the House by Congressmen Garret Graves (R-
La.), Jared Huffman (D-Calif.) and Steve Palazzo (R-
Miss.), and in the Senate by Senators Bill Cassidy 
(R-La.), Doug Jones (D-Ala.) and John Cornyn (R-
Texas). As anglers use these devices to return more 
fish to the deep, we will see conservation gains for 
Gulf of Mexico reef fish for many years to come. 
 
“Reef fish in the Gulf of Mexico are economically 
and culturally important to the region, and we are 
thrilled that the DESCEND Act has been signed into 
law to tackle wanton waste of these prized fish,” 
said Jeff Angers, president of the Center for Sport-
fishing Policy. “The future of recreational fishing 
and America’s blue economy depends on an abun-
dance of fish and the opportunity to catch them. 
The DESCEND Act supports both of these goals.” 
 
Red snapper and other reef fish are often returned to 
the water for a variety of reasons (e.g., being caught 
out of season, under the size limit, or over the bag 
limit). Due to the rapid change in pressure from be-
ing brought to the surface from depth, many of these 
fish experience barotrauma – a condition where a 
buildup of gas pressure in their bodies makes it diffi-
cult or impossible to swim back down. Consequently, 

countless fish returned to the water can die at the 
surface or fall victim to opportunistic predators. 
 
A descending device is a weighted hook, lip clamp, 
or box that will hold the fish while it is lowered to a 
sufficient depth to recover from the effects of baro-
trauma and release the fish. A venting tool is a sharp-
ened, hollow device capable of penetrating the ab-
domen of a fish to release the excess gas pressure in 
the body cavity when a fish is retrieved from depth. 
 
“The signing of the DESCEND Act is a culmination of a 
multi-year effort by the recreational fishing communi-
ty and our champions in Congress to further demon-
strate our commitment to marine resource conserva-
tion,” said Mike Leonard, vice president of government 
affairs for the American Sportfishing Association. “This 
effort will result in saving hundreds of thousands of 
red snapper annually, promoting a healthier resource 
and improving fishing opportunities in the future.” 
 
“Considering that a significant percentage of rec-
reational fish are caught and released alive, the 
use of descending gear will increase the number of 
fish that survive to be caught again at a larger size 
or later when in-season,” said Ted Venker, conser-
vation director for Coastal Conservation Associa-
tion. “This conservation-minded law is an important 
piece of our overall efforts to reduce all sources 
of discard and bycatch mortality, and ensure ma-
rine resources are healthy now and in the future.” 
 
“Requiring descending devices for both commercial 
fishermen and recreational anglers fishing for reef 
fish in the Gulf of Mexico is an important first step,” 
said Chris Horton, senior director of fisheries policy 
for the Congressional Sportsmen’s Foundation. “We 
look forward to working with the Gulf of Mexico Fish-
ery Management Council on the implementation of 
the requirement, as well as encouraging their use, so 
that we can realize the full benefit for reef fish con-
servation.” 

https://www.congress.gov/bill/116th-congress/house-bill/5126
https://www.congress.gov/bill/116th-congress/senate-bill/2960
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https://www.flipsnack.com/599AD86D75E/resource-guide-2020.html
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