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What brokers and clients need from Captains 



Agenda 
• State of the Industry 
• Deliveries 
• Instruction 
• Survey/Sea-trial 
• Resume/Credentials 
• Q & A 



2016 Sailboat Brokerage Sales in U.S. in units 



2016 Sailboat Brokerage Sales vs. Total Brokerage Sales 



Imported Sailboats to North America from 21 Countries 

Imports Explode in 2016, Up 44% 



Larger Multihull Imports See Huge Growth, Up 64% 



2016 Import Study Observations 



Deliveries 



Increase in deliveries due to growth in imports 

• Imports  are coming to U.S .  from 21 different countries  
 

• 50% of the new Lagoons  that AYS  s old are s ailed acros s  from France to BVI (eight of the 
17 on order will be s ailed) 
 

• Average trip from France to T ortola is  36- 39 days  on the ocean with 2 s ailors  
 

• Large demand for boats  coming from S outh Africa, France and other parts  of Europe 
 

• Align yours elf with Charter companies  and brokers  who are s elling the boats  at s hows  like 
Annapolis  or Miami 
 

• R ates  are about half of what the freighter cos t for delivery to a U.S .  port 
 

• P rivate clients  may take delivery in Annapolis  but then want the boat to go to other 
des tinations  
 

  



Delivery history on your resume 

 S how your delivery his tory  -  ICW, P anama Canal, Great Lakes , 
T rans atlantic 

 Lis t your s trengths  and any race his tory –  AR C, V IC -  Maui 

 Number of trips  and mileage is  more important to clients  than licens es   

 What types  of ves s els  have you delivered 

 Any other certifications  –  ABYC or manufacturer certifications  etc.  

 Liability Ins urance 

 

 

 

 

 

 

 



Instruction 



Teaching new buyers on their vessel 

 Many buyers  need ins truction for s ail or power boats  

 Market to the brokerages  s o they have a hand out to give to new clients  

 Half or whole day ins truction  

 Docking practice 

 Delivery from clos ing location to the new dock 

 Attend owner’s  rendezvous  or club meetings  to offer s ervices  

 Advertis e –  S pins heet/P roptalk 

 



Surveys & Sea Trials 



Surveys & Sea Trials 

 Brokers  have about one s urvey per week or more in peak s eas ons  

 S eller is  res pons ible for operating the boat but need to hire a captain to operate 
the boat on their behalf if not attending 

 Boat is  taken for haul out around 11 and then s ea trial is  about an hour or s o on 
the water  

 Be familiar with electronics , engines , s ails , etc.  

 Charge hourly or by the day 

 S urveys  are not weather dependent –  R ain, S now or S hine! 

 Market to the brokerages  s o you are on the lis t that is  given to clients  for 
s urveyors , ins urance, financing, captains  

 
 

 



Resume/Credentials 



Resume handout or PDF to send via email 

 
 Clients  want to s ee more than a bus ines s  card 

 
 In addition to licens es , lis t experience in a general format 

 
 Include a photograph with your res ume 

 
 Lis t types  of boats  you are mos t experienced with and areas  of operation 

 
 Lis t areas  of interes t –  long term deliveries , s urveys , ins truction 

 
 Us e of client reviews  or articles  on race res ults  are helpful 

 
 Have web s ite or email contact to provide quotes  as  needed 

 
 
 
 
 
 
 
 
 




	Slide Number 1
	Agenda
	2016 Sailboat Brokerage Sales in U.S. in units
	2016 Sailboat Brokerage Sales vs. Total Brokerage Sales
	Imported Sailboats to North America from 21 Countries
	Larger Multihull Imports See Huge Growth, Up 64%
	2016 Import Study Observations
	Deliveries
	Increase in deliveries due to growth in imports
	Delivery history on your resume
	Instruction
	Teaching new buyers on their vessel
	Surveys & Sea Trials
	Surveys & Sea Trials
	Resume/Credentials
	Resume handout or PDF to send via email
	Slide Number 17

