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Some Conclusions First

Boat Shows CONTINUE as an important MARKETING CHANNEL for BOATS
and WAY to RECRUIT and RETAIN BOATERS.

Boat Shows like other forms of MARKETING are viewed as COSTS and NOT
INVESTMENTS when times are BAD.

Boat Show Producers may be pressured to MASS MARKET when times
are BAD but this would be a major mistake.

Boat Shows require a CAST (Producer, Manufacturers, Exhibitors) working
together to be SUCCESSFUL.

Boat Shows are as much about MARKET SHARE and BRANDING as
SELLING.

A much higher proportion of the attendees come to the shows thinking
about buying a boat than actually buy meaning that 2/3 to 3/4 of the
potential buyers go home without purchasing a boat. SELLING IN A
DEALERSHIP IS DIFFERENT THAN SELLING AT A SHOW!



7.

Some Conclusions First

People who attend shows get MORE interested in buying a new boat as a
result of attending and tend to buy brands (boats and dealers) they see at
the show and from dealers they talk to at the show. Manufacturers must
develop and share BS Branding Strategies with DEALERS.

Boat Shows require and understanding of Relationship Marketing and
Relationship Building Strategies to Maximize ROI. Too few dealerships
have integrated strategies that extend LONG ENOUGH beyond the shows.
Many of the attendees have buying horizons that extend more than SIX
MONTHS from the shows.

Boat shows play important BUT DIFFERENT roles in the PUCHASE
PROCESS for boats and DEALERSHIPS and their SALES STAFF need to
understand and discern this. SPECIAL SHOW PRICING, NEWEST OF
PRODUCT, THE WHOLE 9 YARDS!



10. My Father's Boat Show is but also is NOT MY PREFERRED BOAT SHOW.
The VAST MAJORITY OF ATTENDEES ARE SATISFIED... BUT MORE MUST BE
DONE to understand and respond to preferences.

11. In addition to selling BOAT SHOWS must continue to be SETTINGS which
allow BOATERS to VERIFY and CELEBRATE why they are BOATERS.

12.Most ((85%) of the BOATERS who are attracted to boat are in the
demographic sweet spot — ages 35-64.

13.BOAT SHOWS CAN BE ONE WAY TO RE-ATTRACT INACTIVES (E.G., EMPTY
NESTERS) AND DROPOUTS AND RECRUIT NON-BOATING MINORITY
PERSONS INTO BOATING — GROWTH IN WEALTH!

14. NEW BOAT SHOWS FOR A NEW GENERATION OF BOATERS IS GOING TO

REQUIRE A NEW VISION, TARGETING, MARKETING EXPERIMENTATION
AND CONTINUUS TINKERING!!

"Before you can inspire with emotion, you must be swamped with it
yourself. Before you can move their tears, your own must flow. To
convince them, you must yourself believe.” — Winston Churchill



