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lot of industry insiders were banking

on Miami. This was to have been the

show that turned the tide on the indus-
try slump.

The players were there, The marketing was
in place. Boats were spit-polished —  ready for
immediate dellvery. Despite pre-show grey
skies, even the weather perked up and rolled
out its most enticing Southem warmth,

We were ready for the buyers, Unfortunate-
Iy, however, many of them didn’t come, At-
tendance was down by 7 percent, and at
many beoths, not one boat sale was transact-
ed throughout the entire show, While a a few
deals were done, the
show was hardly 2
panacea for our indus
try’s burgeoning inven
tory dilemma,

After Miami,
ik weord of plznl el
surez, manufacturing
shutdowns and layofis.
Each day seemed to bring
a new casually,

This steady stream of
negative news feeds the beast of self-fulfilling
prophecy. If we believe things won't get bet-
ter, they won't, If we fail to create a strategic
response to conditions that threaten our liveli-
hoods, our fate will be no different than those
who are flailing before us.

I'm not belitiling the enormous impact that
the national economy has wrought on the ma-
rine industry. It strikes the fear of God in all of
us. And I = many of you - have to face the
daily onslaught of bad news while looking for
ways to get through this extended slump that
Ias caused even some of the most powerful
AMOng us 1o flter.

For a moment, however, let's talk about
some positive marketing steategies that others
have sucoessfully employed.

Despite all the doom and gloom of mort-
gage foreclosures and escalating fuel prices,
there are some savvy marketers who are
posting solid rebounds, rning increased
sales and grabhing market share right under
our noses, These guys have been getting the
job done, and their secrets and strategies
were described in Miami during the Marine
Marketers of America panel discussion enti-
tled, *Red Hot Marketing Stralegics in a
Stone Cold Market, ™ (Story, p. 34)

came

Representatives of five companies that have
bucked the downward sales trend shared their
SOOCess SEOres, 1]ll"" included a mix ol power
and sailboar manufcturers, a top-performing

Strategies for riding out slump:
new products, customer focus

In each case ...the one-
two punch of new products
and PR produced strong
consumer awareness and
ultimately delivered sales.

dealer and an electronics firm. It was terrific to
b inn a room of neardy 100 marketers and feel
real enthusiasm,

Manufacturing participants included Hunter
Marine dircctor of sales and marketing John Pe-
terson, who reported an inercasc in all product
scgments, both in terms of units sold and dol-
lars. The greatest increase (20 percent) came in
the yacht sector.

Bentley Collins, vice president of sales and
marketing for both Sabre Yachis and Back
Cove Yachus, pointed to a 2005 percent im-
crease in sales this past year for Sabre, and a
whopping 53 percent increase for Back Cove.

David Walsh, director of
marketing for Tiara
Yachts, a division of 52
Yachts, repomed a 10 per-
ceni net increase in mar-
ket share in the past year,
coupled with a 15.9 per-
cent increase in sales over |
the past two years, |

Dealer Larry Russo Sr. of
Russo Marine in Medford,
Mass., Sea Ray's number
one dealer worldwide in sales growih for 2007,
says wolal revenue was up from $22 million in
2004 10 549 million in 2007. This past year in-
cluded an increase of 5 percent in units sold,
with an 8 percent increase in revenuc.

Rounding out the panel was ASA Electron-
ics” Fred Sherrerd, who oversees the compa-
ny's Jensen marine audio division, which
posted an impressive sales gain of 10 percent
this past year,

NMMA marketing chief Carl Blackwell, the
panel moderator, posed the o dollar ques-
tion to each panelist: What exactly did you do
10 increase your sales and market share?

The universal response from the manufactue
ofs Wis 4 commitment to — and continued
vestment in — new product development,

Tiara's Walsh said product development ini-
tiatives within fts Sovran brand has been the
company’s primary success factor, Orders for
more than 40 of the 5800 Sovran, which was
launched last fall, had already been booked
coming into Miami. 'With this comfortable
backlog in place, Walsh said any new onders
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taken in Miand wouldn't be delivered untl well
into 200,

Collins said Sabee and Back Cove had Linnchasd
a yery aggressive fourhoa introduction in the
v hrand segmwnts aver an L8 manth paerind,

Hunter's Petemson attribated that company®s 20
poereent increase (o customer demand for as
newrs offerings

In wach case, the new-product push was pro-
pelled by strong publicity campaigns. From
staged, large-scale special ovents — & vwo-day
cxtravaganza by Sabre a muld-week new-prod-
uct sales fidilla hosted by Hunter —  the ane-
twa punch of new products and FR produced
strong consumer awarencss and ultimarely de-
livered sales

At the retail level, Busso sald “paying anestion
tor relail details” nmwde the dilference. He cioed ey
erything from creating Gvordile fics impressions
with cusiomens o invesung in human resowrces.
Husso Iias developed s own dnchouse oraining
venter. The company has achieved superior deal-
er status inall of s brands, and has eamved ma-
rime indusiry cemflcatlon. The high level of com-
mitment amdl fmemal focus, Kusso believes, has
wivem the dealership am edpe.

Anvdher sirategy that has paid dividends has
Ireen parnenng with other dealers wo co-marker
sturred brnds at shows and special cvents. Thas,
sanl Russo, creates o greater presence than could
B achieved alone, [noaddition, Russo has
laumsichedd a series of “enstoaner cirg services” de-
siged L rraximiee e cusioamer cxperence and
Praildd longerm layalty,

This foecus on cusbimner service is anolher et
sharred by all five winming sales and marketing o
AN,

ARAR Shereerd, tor example, discassel e

ool “pelden customers.” Sales amid
g bl dmd corporaie cogincers mect

lace 1o Bee with customers e eter aoder.

st thweie desires, This cxercise, he LELEN hax
wreated o ostrang Baml bebween P cuslomens
anel stadl, This “customee r-firsg” philosaphy has
been adopred divisionawide and has resulted
in new prodoct cos anmd, mast nitahly,
pPropricley new |1r\|:|:lm't.~\. dar their n'spuq_'ﬂn;'
casiomers,

Customer service is also a top pricrity at
Hunter, Petersan shared his *poineofiouch” phi-
by, which he believes is crincal for contine
ally bullding manufactueerbealer rolatios.

“In a down market, manulctorers Bave to
wiork cxrra hard 1o support their dealers,” he
sitid. “From designing sales and marketing tonls
and programs that will help move proguce
rerail, 1w hcing el ved and commectod witlky
dealers an the grassroms level .o e investing in
sales waining programs .o that's whore we
miake a diffcicnce. %We work roally Bearcd Lo ponrgs
ner with our deslers ol we poenuincly cane
aboun thein sugdes.”

Husater i abw exprended it salos Clanmncls tay
developing affiliate progaims, Hunter warks with
the Calgane Oiffshoee Radlingg Sclioal in pru-ducirm
prroduen for inseructional puerposes and is the ox-
clusive sailboat manelaeturer for SailTime, the
frectional sailing oompany.

[ntesestingly, cacly of 1he panclists Tad cither
mutintained @ strong markcting buadget from the
previous year or increascd the investiment,
While many compinies slash advertising or
murkering owntlays wien budgers ger tight, all
apread thaw now more than ever, Yoo mmst mar.
ket and be highly visible in ordere 10 gain s
and grosy marker share. From increased adver
Using [ angodng commaiment o Customer
cammumcations — everythng from newslen-
ters amdd e-blasts to hosting special events —
staving closely connected 10 your customers is
crbicil for sales snccess

Ih'sln'lr all the challenges we're Facing as an
imclusbry, some amaong 18 are winning, Iooean
amil s ny dlone, Tosceadl of w;lsting aar
- complaining about how tough things
wr should he aggressively marketing like
the Fabuloos Five and learning about schat
others —  hath insicle and ogrside ogr indu s
iry — are Llaing,
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