The
Superyacht
Report
BUSINESS

BUYER

Burgess CEO,
Jonathan Beckett

Russian Ownership

80m-100m

8,116GT

7,805GT

Russian-owned

100m-120m

120m-140m

OPERATIONS

“There is no such thing as ‘an accident’ anymore.”

175
01/2017

The best speakers can cost
hundreds of thousands of
dollars or more per pair. Audio
wizards Laurence Dickie and
Didier Kwak talk to TSR about
how they combine practical
experience, science, intuition
and psychoacoustics to
create the ultimate listening
experiences on board or at
home. Sounds good, right?

OWNER

The Superyacht Sailing Report

Is chartering better than
owning a superyacht?

Resales v Deliveries
2012-2016
No. of Deliveries

35
30

Whether you wish to buy, build, sell or charter a large yacht,
speak to Burgess – the world’s leading superyacht authority.

FLEET

No. of Resales

The world’s leading superyacht authority.

TECHNOLOGY

5,184GT

4,704GT

2,538GT

“There’s a lot of money involved, and
that’s the thing – some brokers don’t
really think about what is the right
thing to do, they are driven by money
rather than by the moral code of the
industry.”

2,878GT

Industry average

A MAGAZINE WORTH READING

33
28

We speak to an owner who has created a business
around his fleet of charter vessels, while another
charterer explains why he has no interest in moving
into ownership.

25
20

20
15

19
16

12

10

19*
18

LONDON

12

The inversion of
‘form over function’.

5
0
2012

DESIGN

15

2013

2014

2015

2016
*projected

MONACO

NEW YORK

+44 20 7766 4300 +377 97 97 81 21 +1 212 223 0410

MIAMI

HONG KONG

+1 305 672 0150 +852 6496 2094

MOSCOW | PALMA | ATHENS | BEVERLY HILLS | SEATTLE | SINGAPORE | TOKYO | DUBAI

SALE & PURCHASE | CHARTER | NEW CONSTRUCTION | MANAGEMENT

ENQUIRIES@BURGESSYACHTS.COM

WWW.BURGESSYACHTS.COM

NOVA
The first Fast Displacement Hull Form to
feature

hybrid

propulsion

for

outstanding

efficiency and fuel economy. The result is truly
unique:

elevated

performance

with

reduced

environmental impact. Not to mention supreme
comfort in the form of near silent cruising in electric
mode. All this in a breathtaking 50-metre design.
Ready for cruising in March 2017.
Go beyond belief at heesenyachts.com

2

The Superyacht Report ISSUE 175

3

WELCOME LETTER

An Asset to Love; Enjoy your ﬁnest Moments in Life.

It’s easy to see how owners can get bored
and want to upgrade or refresh their
latest toy or project, or perhaps want
to explore a new cruising destination.
So I see The Superyacht Group as my
project and decided this summer, after
some excellent blue-sky thinking time,
to refresh, upgrade and refit our brand
portfolio, our print media and websites.
Monaco Yacht Show saw the launch
of our intelligent, interactive and intuitive
digital platform, SuperyachtNews.com,
and now we bring you the next
generation of our print portfolio, the
‘new’ The Superyacht Report. Without
being too blunt, I have watched the
media landscape very closely and
decided that the market has become
a bit of a blandscape, full of luxury
lifestyle superyacht magazines, a
couple of newspapers and plenty of
customer journals published by the
yards, the brokers and others. Following

some unscientific research, consulting
a good cross-section of my network, it
transpired that the proliferation of media
channels made things slightly confusing
and con-gested, with plenty of repetition
and regurgitation.
Therefore, I took the decision, with
the advice and counsel of my team, to be
brave, radical and different and create
a next-generation magazine that will
inspire, inform and challenge the norm.
The Superyacht Report 2.0 will amalgamate the best of our portfolio: intelligent,
opinionated and candid journalism
aimed at the ultimate decision-makers
across the market. A seriously intelligent
and valuable read for owners and their
plethora of advisers at all levels, a sort
of combination of my favourite media
channels, The Economist, WIRED, The
Financial Times, Monocle, Vanity Fair
and The New Yorker, under the strapline ‘A Magazine Worth Reading’.

We will leave the predictable superyacht exclusives and repetitive PR
coverage to other magazines; no lifestyle,
travel or fashion content has a place
in our channels, no top-ten lists, and
no ghostly, empty interior images. Our
coverage will be generated by the best
and most respected journalists in the
market, in partnership with a global
network of the brightest minds and
smartest brains in the industry. We want
any captain, engineer, naval architect,
designer, builder, yacht manager, project
manager, broker and, of course, those
owners who have the time, the passion
and the need to know what’s really
going on to all find within the pages of
The Superyacht Report something worth
reading.
Welcome on board to those who are
bored of the media ‘blandscape’.

WELCOME ON BOARD
MARTIN REDMAYNE
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T H E E D I T O R'S L E T T E R

THE FUTURE
IS NOW

Th e
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s h a r p e r

t ha n

a nyo n e

Welcome to a new era for The Superyacht
Report, and The Superyacht Group, as we
unveil the new-look magazine and herald
a new era for our print journalism.

el s e.

The difference.

BY WILL MATHIESON
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Having ticked off the Monaco Yacht Show,
FLIBS, METSTRADE and the Global
Superyacht Forum, we’ve had the chance
to interact with thousands of industry
stakeholders in a short period of time, outlining the reasoning behind the changes
we’ve instigated.
So no doubt you will all know by now
that, from this point forward, the very
best of our esoteric owner-, operationsand design-focused content will appear
within these pages, alongside our business and technical pillars.
This decision has been taken on the
basis of two factors. Firstly, we believe our
readers consume information based on
necessity and the requirements of their
business, and we want to ensure that this
is not diluted in any way by extraneous
lifestyle content or exercises in company
promotion. Secondly, our industry is
a complex network of complementary
sectors and professions, and as such, to
segment its various facets no longer
makes sense. That is to say, for example,
someone who works in a technical discipline will still find some operational
content relevant and informative.
There are a number of nuances that
you will become familiar with over the

coming issues – including the fact that
our yacht reports will encompass only
in-build projects, which we believe are
far more informative for the supply
chain than yachts that have already
been delivered to their owners. Equally,
the delivered vessels we do feature will
be deconstructed by their owners, providing constructive criticism and insight
into best practice, based on their own
experiences.
We will look to other industries for
the technology of the future, and scour
our own for the very best products to
decorate interiors (incidentally, these
will be sourced on merit rather than
commercial incentives). And we will
highlight the pertinent issues that affect
the front-line operators and encourage
dialogue with the industry to address
them.
These initiatives are intended to
deliver a business journal grounded in
fact and research which, coupled with
its sister digital portal SuperyachtNews,
will represent the industry’s primary
reference tool. We’re aware that delivering
this will be a challenge, but we believe
the future of the superyacht media looks
like this. And the future is now.
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Business

RORY JACKSON

World Class
Superyacht Refit
mb92.com

Business is the language of change;
whether it be opportunities gained and
missed, cases won or lost, legislative, fiscal
and corporate alteration or the movements
of the market. This section is dedicated
to informing the market of commercial,
legislative and fiscal transit and will serve
to reaffirm The Superyacht Report as the
leading source of industry content.
Since entering the industry, I have
been irked by two aspects in particular –
transparency and ownership. It seemed
to me that from the very beginning, we
as an industry have been approaching
both of these problems from entirely the
wrong position.
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Transparency is not necessarily the
issue at hand; it just makes the actual
goals – ease and consistency – more
difficult to achieve. For most yachting
businesses, the objective is the eventual
satisfaction of an owner, but owners,
apart from particularly impassioned
examples, such as the design of their
yacht, rarely care about how things
get done. They just want them done on
budget and on time.
Owners don’t want to know why they
are having customs difficulties; they
just want to have a system that works in
all places at all times. It is our task, as
an industry, to evaluate the necessary

developments and various routes
through which consistent ease of ownership can be achieved. Ownership need
not be the remit of only wealthy individuals; for every UHNWI there are many
companies with the means to purchase
a superyacht. However, as a marketplace, we have struggled to show-case
the myriad opportunities available to
these businesses between the charter and
private ownership models. This issue’s
business feature explores some of the
headaches associated with charter and
ownership, and considers two business
models attempting to remedy both.
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Business Column
with Henk Dreijer

Competition and collaboration
Refit is becoming an increasingly
competitive market and this can
only be positive for the industry
as a whole. Relationships between
various sectors are vital in ensuring
owners are always met by the
highest standards of craftsmanship
and service.

ABOUT HENK DREIJER

MB92

27

S/Y PHOCEA &
P/V TURAMA

P/V MARYAH

COMMERCIAL DIRECTOR

YEARS IN INDUSTRY

MOST NOTABLE REFITS

FAVOURITE YACHT
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Business Column
with Henk Dreijer

Competition, no matter where
it comes from, is a driver for
change and improvement.

The superyacht marketplace is, in
essence, a small one; everybody
knows everybody. But owners, and new
owners in particular, can still get their
hands burnt if they are ill-advised and
surrounded by ineffectual teams. If
owners are not immediately directed
towards the right refit yard they can
have negative experiences that affect
the whole industry. There are still
those in the marketplace who are not
equipped to deliver the level of service
necessary to avoid mishaps.
Competition, no matter where it
comes from, is a driver for change
and improvement. Equally, a lack of
genuine competition benefits no one.
Fortunately, and unfortunately, this
industry has both. For experienced
owners it isn’t a problem; in the ICOMIA
group alone there are 13 of the world’s
premier refit facilities, all competing
against, and working with, each other at
the highest level for the betterment of
the industry. Yet there are still instances
where owners find themselves met by
standards that fall below the level they
demand for their yachts.
Much has been made of the world’s
leading new-build yards putting an
extra emphasis on refit; if this means
additional competition, we welcome
it. As well as driving up each other’s
standards, with so many large yachts
already in existence and many even
larger yachts in build, it is important that
the industry is equipped to service these
yachts and ensure they are met by
quality on all fronts.
From the MB92 perspective, we are
dealing with 25 yachts at a time in our

14

yard and sometimes we have to turn
away custom. It’s not something we like
to do, but even though we are one of the
largest yards in the world, we don’t have
infinite space. Of course, we are always
striving to grow and cater for more and
larger yachts – our 4,000-tonne shiplift
project attests to this. But if we aren’t
able to cater for a vessel it benefits
everyone if the yacht finds its way to
another top-quality yard. Whether that
yard is a refit specialist or a new-build
yard, it doesn’t matter as long as the
service meets the standards we
expect. Happy owners encourage
future owners and that means
more projects for everyone.
Collaboration is as important as
competition. New-build yards may well
be increasing their presence in the refit
market, but our relationships with those
yards continue to be as important as
the positive competition they present. If
you buy a Rolls-Royce, you may want to
get it serviced at a Rolls-Royce garage.
However, the focus for new-build yards
is still the new-build market, and they
simply cannot cater for all their clients’
refit needs.
The relationships we have forged
with the world’s top new-build yards
ensures that when they do not have
the inclination or capacity to engage
in refit we are available to provide a
service that meets, or even exceeds,
the standards the industry demands.
By competing and collaborating, the
worlds of refit and new build have the
capability to ensure that owners, new
and old, are met by the standards
necessary to keep them engaged in
our marketplace. HD

ICOMIA REFIT GROUP
The ICOMIA Refit Group comprises
12 members, representing a bastion
of quality for superyacht refit and
maintenance work. The group was
established on shared foundations –
minimum standards, best practice
and transparent contracts – among
its members and this mission
statement has informed their work
both collectively and individually, in
addition to improving the reputation
of the refit sector as a whole.
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courtesy of Burgess

A candid interview with an industry
figurehead: the chief executive of
Burgess on the integrity of the business

Jonathan
Beckett
As chief executive of one of the world’s
leading brokerage houses, Jonathan Beckett
has a reputation not only for his extensive
knowledge and experience but also for the
integrity that he places central to everything
Burgess does. Tim Thomas caught up with
him during the Monaco Yacht Show aboard
the 107m giant explorer yacht Ulysses.

AN INTERVIEW BY TIM THOMAS

Founded by Nigel Burgess in 1975 and
standing as one of the giants of the
industry, Burgess has established an
enviable reputation since its humble
beginnings. As well as handling some
of the most iconic yachts ever built, the
company is notable for its alternative
approach to brokerage, whereby brokers
do not earn individual commissions but
are salaried, with commissions being
pooled and shared. It is a team-player
ethos that means brokers share client
details freely, ensuring the best and
most efficient and appropriate matching
of brokers with buyers and sellers, and
charter clients with yachts and their
crew. Furthermore, the addition of
divisions such as the Burgess Technical
Services team and the legal, tax and
yacht management teams ensures a solid
base of in-house expertise that can prove
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invaluable when dealing with new-build
or refit projects alike.
Jonathan Beckett joined Burgess
in 1981 as the third team member. He
took the helm of the company after
Nigel Burgess was tragically lost at
sea in 1992 during the Vendée Globe
race, and has been instrumental in the
company’s growth since then. Despite
his management commitments, Beckett
still plays a key role as the face of the
business when meeting clients, and he
is more often than not to be found in
an airport lounge on his way to another
continent. As such, he is in a prime
position to comment on the changing
nature of the industry, on brokerage, on
the wider market, and on the changing
face of owners and ownership as the next
generation comes through.
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BURGESS YACHTS
Founded in 1975 by Nigel Burgess,
the global brokerage firm has
exceeded €1 billion of sales by
asking price in the last two
consecutive years, continuing to
demonstrate its prowess in the sector.
With a current fleet of 80 yachts on
its sales roster – 40 per cent of which
are above 50m – Burgess has the
largest share of the market in the
50m-plus segment. The 180-person
firm, which recently relocated its
main office in London to service its
organic growth, includes Burgess
Technical Services (BTS), one of its
biggest achievements to date, which
has successfully project managed
the two largest yachts on the water
by gross tonnage – 180m Azzam
and 156m Dilbar.
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From a brokerage perspective, there
was a big dip in business after the
global financial crisis in 2008. Since
then, some people have disappeared
and others have clawed their way
back. Is that a reflection of the
market in general or is it also a
reflection of how brokerage itself
needs to change and adapt?
I think brokerage has changed and
will continue to change. I’ve been a bit
outspoken on that over the past few years,
and I think the way we work, the way we
cooperate with other brokers and share
information will change over time. As a
broker, it’s not just about introducing the
buyer to the seller or a client to a shipyard
or designer; also, you’ve got to add value
to the process. Clients want to feel that
you can guide them in the right direction
or on the value, and the broker who is
after a quick buck when there’s big deal on
but it’s the wrong boat or the wrong price
is very short sighted – this is a long-term
business. I’ve been in the business for 36
years, and a lot of clients become ‘families’
and have children and grandchildren,
and those new generations stick with you
as they feel they’re getting good advice
and you’re not just a one-chance broker
who is taking them down the wrong path
because you’re going to earn more money.

With limited clients in the industry,
competition is tough. What do
you do to attract more clients?
Moreover, is the face of brokerage
changing with a younger generation
coming into the brokerage business?
There are enough clients to go round,
and if you know a potential target client
has a close relationship with another
broker you should leave that alone
because we’ve got enough potential
clients we need to go after without trying
to force our way in – I think that’s poor
practice. Hopefully, we have a reputation
for trying to do things the correct way.
And you’ve got to understand it’s all
about relationships – whether you’re a
small or big company, it’s very difficult
to bring in a new team member and hand
on that relationship overnight. It’s got
to be done very carefully otherwise you
will lose the relationship. My generation
was lucky because we were there right
at the beginning of the superyacht
industry and we’ve learnt how to do it. I
think the danger will come when the old
guard hands over to the new guard. This
needs to be extremely carefully managed
to ensure a smooth transition and
continuity. It’s going to be fascinating.

courtesy of Burgess

As a broker, it’s not about just
introducing the buyer to the
seller or a client to a shipyard
or designer; also, you’ve got to
add value to the process.

It’s one thing finding the next
generation to take over in a
management sense, but how do you
pass on those client relationships?
Do you have to slowly introduce
someone who you think will gel
with the client?
Yes, and we’re going through that process
now. Most of our brokers are in their
30s or 40s, and I’m 59. So you’ve got
to start attending every meeting with
one of the younger guys, and then over
time they’ll start to build and take over
the relationship. That’s how it works.
Succession – we were forced there in 1992
when Nigel Burgess suddenly died – but
we were a small business operating in a
small superyacht industry in those days.
Although a long time ago, I think this was
a beneficial exercise to help us understand
what is required today. Succession is not
a new concept – it has existed for years
in other industries. It is just new to the
superyacht industry. To be clear, I’ve got
no interest in retiring or stopping, but you
also want to stay dynamic and plan for the
future. It would be very nice to think it will
live beyond us. It’s going to be interesting.
It really annoys us when people know
we’ve got a really good relationship with
a particular client and they try to force
their way in. There’s a new company
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that sprang up around five years ago
that has started writing to all our owners
claiming to have buyers or charter
clients. The owners send the letters to
us asking if we’ve heard of these people,
and it’s a bit silly really. If they’ve actually
got a client for the yacht – which they
haven’t – they can earn 60 per cent of the
sales commission or 75 per cent of the
commission if they are a charter broker.
But they haven’t, they are just trying to
get a meeting to try to force their way
through the door. You need competition
and you need people to keep you on your
toes but there is a line.
There used to be a lot of ‘gentlemen’
in the industry – is that changing
with the new generation of brokers?
There’s a lot of money involved, and
that’s the thing – some brokers don’t
really think about what is the right
thing to do, they are driven by the
money rather than by the ethics of the
industry and the right code of conduct.
‘Doing the right thing’ is core to the way
I operate – both internally at Burgess
and externally. We’ve always taken small
steps at Burgess, and we find ourselves in
a good position, but it’s taken us 40 years
to get there. You can feel that Burgess is
built on very solid foundations and we’ve

never borrowed money from anybody.
It’s very pleasing when you find you are
in a good position.
How is the market in general?
I think we’re in a good spot in that we’re
no longer operating (sadly, from the
sellers’ point of view!) in a market where
prices are inflated and people are having
to pay a premium to get what they want. I
think the buyers feel the prices are at the
right level, and the difference between
the sellers’ expectations and the buyers’
expectations is not that great, whereas it
has been very significantly different in
the recent past.
What about the bigger boat market,
particularly in brokerage terms?
In the existing yacht market – yachts
floating, crewed and used as opposed to
yachts sitting in a shipyard for sale or put
in the water but not yet delivered – in the
brokerage market there have only ever
been 15 transactions over $100 million.
That’s very few – a staggering statistic.
When you look at the number of
yachts that were built for $150 million,
$200 million, $250 million-plus, the
fact that there have so far been only
15 brokerage transactions above $100
million is staggering. For the 70m+
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THE ASIAN MARKET
The Asian market has, for some time,
proved an enigma to the superyacht
industry. The explosion of wealth on the
continent following the global economic
collapse of 2008 prompted a mass incursion
into the region, but with little success.
However, a band of savvy companies
have reviewed their Asian strategies in
recent times, and both the top yards and
brokerage houses concur that Asia is now
showing genuine market traction.

yachts or for yachts of $100 million or
more, there aren’t very many buyers so
you’ve just got to take your time at that
level. There is a buyer out there but it’s
not something that’s going to happen
overnight. Over the next five to 10 years,
there will be many more transactions
over the $100 million mark, but it’s a
very niche market and it’s very difficult
to quantify at the moment.
In five years’ time will the
market still be healthy?
It’s a steady market, but I think it would
be difficult for us to grow our business
based purely on forecasting – we have
to be very swift on our feet and expand
at the right time, or consolidate if the
market turns. It’s very difficult to predict
that it will be significantly better in five
years’ time but I think it’s in a good,
stable place at the moment.
What do we need to do as an
industry to do things better, both
in brokerage but also in general?
There are maybe 3,000 to 4,000 owners
of significant yachts in the world right
now – depending where you draw the
line of what is significant. That number
could easily double, although probably
not more than double, in the next 10 or
20 years. However, the number of clients
who are financially capable of chartering
a yacht could grow 20 times in the next
10 years because we’re only just touching
a small number of those people. It’s very
difficult to get a grasp on who they are,
particularly at the lower end. There are
millions of people who could afford, and
would be prepared, to spend $200,000
on charter. But they don’t even know this
industry exists or what it offers, so there’s
a big educational process to go through.

20

Does negative press about big mogul
superyacht owners and the consequent
bad reputation that people associate
with superyachts rub off onto other
UHNWIs who may be thinking about
ownership but then get scared?
I think it does, yes. I think the owners
within the industry understand how it
works and how to keep either in it or out
of it, but I’m sure some people are nervous
about the way they will be perceived if
they buy a superyacht. In 2009, after
going through the GFC, for example, we
had one very well known client who had
chartered the same yacht every year who
said he couldn’t book the boat that year,
even when the owner offered it to him at
half-price, because he’d just laid off 2,000
people and couldn’t take the risk of being
seen on a superyacht. So people do think
about these things and it does sometimes
affect their approach to superyachts.
At the moment, we’re in quite a stable
environment, particularly in America. We
have to pick our moments in the different
markets and America is the strong market
now. In 10 years’ time it might be China or
it might be Russia again.
Do you think Asia and China are
finally going to happen?
It’s definitely going to happen, trust me!
But not in the next two years. I’ve spent
a lot of time there in the past three years
and it’s definitely going to happen, but
it’s a generational thing. Once the older
generation passes the money down to the
next generation, that will be the kickstart.
I think the generation there now are the
people who have made the money and
are making the money, and I think the
next generation are the ones who will
be happier to spend it, but they can’t
spend it until the current generation has
moved on.

Is there going to be a generational shift
in the approach to superyachting
of silicon teen owners coming through
who may have a very different or
more disruptive outlook?
I think the biggest structural change will be
out of Asia or China over the next 10 years,
and the way they own yachts and want to
operate them will be very different. That
will be the biggest single change.
What are the main challenges
facing both the industry as a
whole and the brokerage industry
over the next 10 years?
I think we’ve got a small handful of
very successful individual players and
companies in the industry at the moment,
and I think there is going to be a big
challenge in passing on that experience
and legacy to the next generation. It tends
to be quite a selfish industry – a lot of
brokers think about themselves and what
they’re making, and they’re not very
interested in sharing that with somebody
who’s going to be eating off their plate in
five years’ time. The Burgess structure
is very different – we don’t do selfish.
We are very well geared up for training,
mentoring, passing on and passing down.
There will be a changing of the guard
in the next 10 years in the brokerage
community, in the shipyard community,
in the design community; in 10 years’
time it’s going to be a very different field
of players compared to what it is today.
Burgess has quite a different way
of structuring itself as a brokerage
house. Is that still a unique model
in the industry?
I think it’s absolutely unique. A couple
of companies have tried to do it, but
it’s very difficult to switch to our way of
operating if you use the independent

In everything we do we strive for perfection,
for the highest quality.
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We oﬀer knowledge, independence and experience in all elds of superyacht
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We are Coating Consultants for Superyachts.
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Or this?

contractor system. I think most of the
owners and CEOs of the other companies
would actually quite like to switch over
but they are worried they will lose their
‘rock star’ players. I think the only way
you can do that if you’re an established
business is to treat it like a rose bush and
trim it right back – when you regrow, it
will be a healthier thing when it’s in full
bloom again. You’ve got to go through
that painful process. If you were to ask
me if I have ambitions, I think it would be
a great challenge to take an established
business and bolt it on to ours and to try
to merge the two.
Is that something you’ve looked at?
We’ve definitely thought about it, yes,
but it may also be too much for us.
We’ve very much grown our business
organically, and we are very fortunate –
we’re privately owned, can make all our
own decisions, we have cash in the bank,
and what we don’t want to do is put risk
on our current business.

The industry
works in that it’s
dragging itself
out of being a
cottage industry
into a much more
professional
arena, and in
the next decade
we will see the
industry grow
up much more
and become very
professional.
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In our changing industry, what do
you think we need to do differently?
I think it’s a question of why fix something
that isn’t broken. The industry works
in that it’s dragging itself out of being
a cottage industry into a much more
professional arena, and in the next decade
we will see the industry grow up much
more and become very professional. We
all came into the industry because we
liked boats, wanted to get on board yachts
and wanted to sell them, but now it’s a
big business and you’ve got to adopt a
different approach and apply different
principles compared to what we did 25
years ago.
Is the industry sorting itself out of its
own accord or is it being driven by the
expectations of owners or potential
owners coming into the industry?
I think we are a self-policing industry,
and I think owners expect more professionalism. It comes down to the amounts
of money involved. When I started in
the industry in 1981, selling a boat for $1
million was an amazing thing. Then came
the $10 million barrier, then $20 million,
and now the sky is almost the limit.
We’re dealing with very large amounts
of money, and we’re dealing with very
successful, very influential people who
experience the best in everything they do
in life, whether that’s the way they travel,

the houses they live in or the services
that people provide them with. It’s about
the relationship and the service, and it’s
about them feeling they’re in safe hands.
I think more and more that will become
very important.
Have you noticed a change in the type
of clients you are meeting?
They seem to be getting younger, but that
may be just because I’m getting older!
Probably a bit of both, but our clients are
definitely getting younger.

TOP LEVEL STABILIZERS
TOP LEVEL STABILIZERS

Do they have different ambitions in
terms of yachting or what they want
from the experience?
Some do. There are a lot who still want a
floating villa on the water, and everyone’s
worried about value – am I paying the right
price, how easy is it going to be to resell?
There are a number of very discerning
owners who know exactly what they’re
looking at and sailing yacht owners, in
particular, know a lot about that market,
the builders, the rigs and the design, so
that’s a very unique sector of the market.
What advice would you give to owners
and potential owners today about both
new build and the operational aspects?
I think the biggest thing is for an owner
to feel that they’re in good hands, and
that doesn’t mean you’ve got to be with
a big company such as ours. But the days
are gone of a client being given a bottle
of champagne at Le Club 55 and taken
to look at a boat after lunch where the
broker doesn’t have a clue about drawing
up a contract or the VAT aspect of owning
a yacht. It’s becoming a very technical
environment in terms of the way you sell
a boat, and owners should feel they are in
good hands. If they are not, it can be quite
a frightening picture.
So what’s next for Burgess?
It’s very exciting. For Burgess as a business, I think after 40 years stage one is
finally over and stage two is about to start.
What does it look like? I have no idea! But
it’s exciting because it’s all there for the
taking. Will I be around in 10 years? Yes
– but my role at Burgess will be different.
But for the young people, if you have
the appetite you could be the number
one broker in the world, the number one
sailing yacht broker, the number one
charter broker, the number one surveyor –
whatever it is, it’s all there for the taking. TT
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G L Gilbert envisions a superyachting dystopia within which the
industry has collapsed through its failure to encourage and nurture
the artisans on which it relied so heavily. Is there still time to change
this fateful course?
BY G L GILBERT

Apocalypse Now

Monaco was a sunny place with sunny
people. The shadows in which the
wealthy, the indolent and the ne’er-dowells had once hidden disappeared with
the establishment of the Sixth French
Republic, which crashed like a wave on to
the world’s breakwater shortly after what
was left of the European Union fell into
disrepair in 2053. Luca, looking older
than his 70 years, his unruly grey hair
buffeted by the wind, stood almost alone
on the harbour wall. Gaunt and tall, his
slight frame was wrapped against the
evening wind by his late father’s navyblue, shawl-collared cardigan that had
two buttons missing. He wore his regular,
shabby stone-coloured chinos and the
salt-spattered Sperry Docksiders that
had been with him through the better
days; days that had been at sea when
Luca served as Master on any number of
the great behemoths that once populated
the harbour at Monte Carlo.
The Maltese Falcon, the grandest
and last surviving of all the sailing
superyachts, loosened her moorings
and, alone in an empty bay, her sleek
black hull silently glided out of Port
Hercule as she had done countless times
before. Luca had been on board the
Falcon many times and would have loved
to have sailed her, but it took a special
captain to command such a vessel. Many
of her successors, and pretenders to her
title, had long passed on and found fresh
purpose, recycled into the cans of baked
beans that lined the supermarket shelves,
feeding the descendants of the artisans
that had once built them. La Ciotat and

Viareggio had become the graveyards
of the dreams that typified the Age of
the Billionaire, an age unsustainable,
unloved, unmissed. Although Viareggio
still had an enclave of artisans building
yachts, it was far removed from its
prowess of those halcyon days.
Luca looked back across the harbour
at what was once the Monaco Yacht
Club. Foster’s architecture, a last-daysof-Rome tribute to the excesses of the
early 21st century, fashioned after a
sailing ship by the quayside, had since
become a municipal sailing club open to
all with the passion and inclination. The
building had not changed much, but its
days of privilege had gone, together with
the great superyachts that had typified
its opening.
This latter half of the 21st century
was different – more democratic, more
egalitarian; the fruits of excess had been
replaced by the passions of the many
– the yacht club was now all about the
sailing. Sat on the harbour wall near
where Luca stood were four young
teenage boys, indistinguishable from
each other in their charcoal-grey shorts
and burgundy hooded sweatshirts. All
of them were keen young sailors; they
dangled their sneaker-shorn feet over
the seawall, blissfully unaware of the
years that had passed. None of these
boys were millionaires, nor were their
parents. Yachting had changed and the
big vessels had gone. Luca turned to the
group of boys and, catching the eye of the
keenest and sharpest of the quartet, he
said in reflective tone:

“You wouldn’t believe it if I told
you that each September, gathered in
this place were hundreds of yachts, 40
metres, 50 metres, 70 metres sometimes
more than 100 metres in length. They
were gilded beyond belief, the distillation
of the design dreams of the wealthy who
were passionate for the sea and status.
Today, you can sit here for weeks on
end and never see a superyacht, but in
those days you couldn’t throw a stone
along the coastline of the Côte d’Azur
without hitting a superyacht. There
were parts of Italy, Viareggio as I recall,
and also Holland and Germany, where
tens of thousands would craft and build
huge private ships that would make
merry with the sea and the wind. Such
monuments to man’s command of the
sea you could never imagine, the next
more monumental than the last, until
they had all exhausted themselves and
could build no more. Of course, there
are still little pockets of yacht building,
building smaller more po-lit-ically” –
he sounded every syllable as if to make
his point – “acceptable, more ecological
ways to enjoy the sea. But what great
days those were. We may not see their
like again for a hundred years – or maybe
not at all. If I could go back in time, could
we have changed anything?”
Luca turned on his heels and headed
to the Quai des Artistes for an early
supper – a plate of salt-crusted sea bass
with a glass of something white. At least
some things never change in Monaco. GG

“All of them were keen young
sailors; they dangled their
sneaker-shorn feet over the
seawall, blissfully.”
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IN THE GULF OF LA SPEZIA

PORTO LOTTI
44°05’50’’ N 09°51’25’’ E

A NEW HAVEN
FOR SUPERYACHTS
BERTHS FROM 60 TO 180 METRES
Situated in the sheltered and picturesque gulf of La Spezia (awarded UNESCO
heritage status along with Porto Venere and the nearby Cinque Terre), Porto Lotti is
an outstanding destination for superyachts cruising the Mediterranean that offers all
the first-class services of an international marina. Its exclusive amenities combined
with the attention devoted to captains and crews, who receive special attention and
privileges, make Porto Lotti the ideal haven for superyachts over 60m.
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All too often, the industry talks about charter
as the first step to ownership, but is this
transition actually taking place? Rory Jackson
looks at the the stepping stones from charterer
to owner and how the industry can ease the
move to create more superyacht owners.

A report analysing the
opportunity in between
charter and ownership

The space
in between
BY RORY JACKSON

While shipyards, suppliers, agents,
managers and every other faction of the
industry have begun to focus on
lifecycle management and the retention
of clientele, we have failed to create
access to – and exit strategies from – the
marketplace. While the charter market
thrives as a result of owners looking to
mitigate costs – many having failed to
appreciate the real cost of ownership from
the outset – it fails to be the ‘ultimate route
to ownership’ that many claim it to be.
How, then, can we bridge the gap between
charter and ownership and lessen the
headaches of the latter, as well as create
greater access for the former?
What the successes and popularity
of the charter market show is that there
is a large, affluent client base already
engaged in superyachting as a pastime.
However, the stagnant growth of the
new-build sector indicates that we have
failed to convert these charter clients
into owners. When asked how many
clients take the step up from charter
to ownership in the 30m-plus market,
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Simon Goldsworthy, sales broker at
Camper & Nicholsons, muses, “It’s very
hard to say, but if it was more than one in
50 I would be surprised.” Cynics among
us might not be surprised if the figure
proved to be less than one in 50.
“For us, the Mediterranean charter
season went quite well, possibly not as
well as last year, but no far off,” begins
Molly Browne, charter broker at Camper
& Nicholsons. “There were lots of early
bookings this year, which is great for us
because I think it finally shows that clients
learnt a lesson from last year that they
were missing out on the top-quality boats.”
Beyond a good season for yachting
in the Mediterranean, the most notable
nugget of information is the shortage
of top-quality yachts. It is not news to
anyone that the charter market is short
on the very highest pedigree of yachts
delivered within the past five years, for
the simple reason that those who own
these vessels are content to enjoy them
without sharing; as such, competition for
them on the charter market is high.

So why has no one capitalised on the
shortage of pedigree yachts in the most
desirable size ranges, especially in light
of the changing ways in which UHNWIs
choose to experience luxury?
It would be remiss to claim that
chartering, as a business model, was
defunct. Indeed, there have been
examples, such as Liveras Yachts,
where a specially designed yacht and an
aggressive charter programme can pay
dividends. Yet it is a model that few have
chosen to follow. Even if more businesses
did decide to follow this model, it would
do little to fill the supply-and-demand
void; rather it would create one, or many,
more successful businesses. The market
would require fleets of pedigree vessels
to meet demand, and few who have the
knowledge or inclination to deliver them
have the capital to pull off such a feat;
those who do have the capital are already
operating successful businesses in other
sectors. So why risk it?
Because of the lack of pedigree yachts
available to charter, along with a passion
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As well as creating a platform for
those that are frustrated with the
charter market, we are looking to
remove the cost of ownership and
take the headache away.

Adrian Zecha
Founder of Amanresorts and co-founder of
Regent International Hotels, Adrian Zecha is
the first hotelier to bring his expertise of the service
industry to the superyacht market. His philosophy
has always been to create elegant, boutique
accommodations that combine style and
service, resulting in some the world’s most
highly acclaimed luxury destinations.
Stephen White
Experience as a chief officer on board a 70m
motoryacht, captain on board a 58m, a
property development business, a career in
yacht management and forays into brokerage
have provided White with a holistic view of the
superyacht industry, from where he has assessed
the technological and aspirational changes
that he believes the market requires.

for the yachting experience, some wouldbe-owners might consider the step up to
ownership. But for others, the financial
leap between chartering and ownership
is just too large. Goldsworthy amusingly
points out that the most effective route
to ownership is to be an owner already.
“That may sound contradictory,” he says,
“but there are plenty of clients who start
at 15m and just keeping moving through
the ranges as their wealth increases,
tastes change and their horizons
broaden.” That said, this still leaves a
large pool of untapped potential.
Besides the issues of supply and
demand, the superyacht charter market
is not without its other hiccups. Hulls, for
the most part, are priced on their length,
age and the pedigree of their build. In
other words, what is essentially a service
industry is priced almost entirely on the
strength of its hardware. No matter who
you talk to, be they a charter broker, an
owner or a charterer, most would agree
that it is not the hull that dictates the
quality of a trip, it’s the quality of the
crew and the experience. The difference
between a 50m superyacht and a 55m
superyacht is nominal; the difference
between an active, polite and responsive
crew and a lazy, rude and unresponsive
crew is gargantuan.
“It is a problem of institutionalisation,” starts Adrian Zecha, founder and
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former owner of Aman Resorts and cofounder of the Mahā Yacht Club (MYC), an
innovative membership club intending to
bridge the gap between charter and ownership. “In the hotel industry people make a
career out of service. In the yachting industry, do people study it and make it their
lifetime work?” For the most part, beyond
senior-level crew, the simple answer is
no. “Are they doing it because they enjoy
doing it or is it a job for a couple of years
before they get out of there?” This dearth
of quality service professionals has been,
and will continue to be, a limiting factor
in an industry so reliant on word of mouth.
Zecha attributes the success of Aman
Resorts to a simple principle – lifestyle
service. “When you rent a villa, you
basically depend on the estate agent who
rented you the property to provide any
necessary extras. The same can be said
of charters, but that is not our business
model as there is no consistency in the
level of service. In the hotel business,
what we did was put villas next to a hotel
and provide a suitable level of service.
Why? Because the hotel is a service
machine and it provides professionality
time and time again.
“The management and maintenance
of the hardware is not the problem in the
superyacht industry, it is the software,”
continues Zecha. “The only way to rectify
this is if you create a dedicated crew

across a fleet, who actually enjoy, and
want to be part of, the industry.” As with
Aman Resorts, Zecha plans to source
Mahā’s crew from Asia, with training
standards set by Jonathan Breene, cofounder of MYC, founder of the Setai
Group and Zecha’s past hotelier partner.
“The seasons in Asia do not
match with the seasons of the various
superyachting hubs,” explains Zecha.
“For example, hotels in a destination
such as Bali will supply the crew for
the yachts during summer in the
Mediterranean.” By hiring individuals
who have already committed themselves
to a life’s work in the service industry,
Zecha, Breene and Stephen White, MYC’s
CEO, believe they can avoid issues of
crewing and drastically improve the
servicing element of superyachting,
thereby marrying the worlds of maritime
and hotelier expertise.
White explains that beyond servicing, the swnd intrinsic problem with
the superyacht industry is the price of
ownership. “As well as creating a platform for those who are frustrated with
the charter market, we are looking to
remove the cost of ownership and take
the headache away.”
MYC hopes to provide a service
that exceeds the unknown qualitative
standards of the charter market, avoids
pricing by hull and eases the burden of

Left: Stephen White, founder
and CEO, Mahā Yacht Club.

ownership by removing the need for
members to engage in the day-to-day
running of the yacht, as well as providing a
platform that is cheaper than both. MYC’s
one-time fee covers all management and
maintenance expenditures for the full
10-year period; the only additional cost is
for items consumed over the course of a
stay on board. Per week, the MYC model
is around half the price of chartering a
similar vessel and significantly cheaper
than the €50 million price tag of owning
and running the same vessel privately for
10 years.
Both Zecha and White are clear in
their message, “this is not shared ownership; this is a unique lifestyle investment, this is a club”, with a refined focus
on software in addition to the hardware
on which this industry places so much
stock. The Mahā team believes they have
found a platform that cures many of the
ailments found in both the charter and
ownership markets, as well as meeting
the demands of many of today’s timepoor, capital-rich UHNWIs who can
think of nothing worse than acquiring
an asset that deprives them of both.
The ‘ownership headache’ to which
White refers is well documented and
forms the cornerstone of the issues
found at the other end of the market, and
completes this chaotic picture. (See page
32 for MYC model.)
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Matty Zadnikar (above)
After successfully founding,
developing and eventually selling
his own company, Z-Safety Services,
Zadnikar enjoyed a year-long
sabbatical on board his own
superyacht. Once his sabbatical
had concluded, Zadnikar turned his
entrepreneurial spirit towards his
passion for yachting, resulting in the
50 per cent acquisition of SeaNet,
the US-based fractional ownership
scheme, and opened SeaNet Europe.
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To simplify the issues associated with
ownership, we can break it down into
four central pillars: firstly, the cost of
privately owning a yacht and financing
it in full with a limited amount of time
spent on board; secondly, you consider
your yacht to be your escape from the
trials and tribulations of the business
world, only to discover that issues of
maintenance, manning and operation
require your constant attention and
approval; thirdly, for a busy person,
retaining crew is nigh on impossible if
the yacht remains inactive for most of
the year; finally, all of the above drives
owners to put their yachts on a saturated
resale market.
Naturally, there are owners who feel
neither the pressure of their purse strings,
nor the weight of time, but they are by no
means in the majority. There are, however, those who still wish to be involved
in the ownership process, albeit in a more
efficient manner. “It becomes incredibly
frustrating when you are sitting at home,
not using your yacht and you continue
to receive large invoices,” starts Matty
Zadnikar, managing director of SeaNet
Europe and former owner of a number of
superyachts. “The idea of simply burning
money makes no sense to me.”
Zadnikar, whose own concerns
with ownership formed the basis of
the aforementioned pillars, took it
upon himself, following the sale of his
previous business, to explore alternative
routes to ownership and so acquired a 50
per cent share in the successful US-based
fractional ownership company SeaNet,
intent on creating a European equivalent.
“I had the capital to pre-invest in two
or three yachts, so I decided to create a
fractional ownership model, born out of
my own frustrations,” he says.
“This is not a means for me to finance
pleasure. Most owners will admit that
the moment you buy your yacht, you
consider that money to be gone. However,
this is a way through which owners can
reduce frustrating waste, increase access
and pay for costs equivalent to usage. I
decided to take away all the hassle, take
away many of the costs and translate it
into 25 per cent, 33 per cent or 50 per cent
ownership.” (See page 33 for financial
breakdown.) In addition to a 28m Benetti
Delfino, Zadnikar currently has a 35m
Benetti Mediterraneo in build.
By his own admission, Zadnikar
actively dissuades owners from engaging

in 50 per cent ownership of a vessel and
75 per cent simply is not an option within
his model. “If an owner wants 50 per cent,
I would suggest to him that he takes 25
per cent shares in two different yachts, in
two different locations, thereby negating
transport costs and increasing variety
and access.”
Fractional ownership schemes have
been much maligned in the past, and
many of those who have attempted to
make it work are no longer in business;
how can such personal object suit
various investors? How do you manage
the time between the owners when
everyone wants the same weeks? These
are valid questions and, quite rightly,
the model does not suit everyone. But
since when did failure necessitate the
invalidity of an idea, and since when did
superyachting become a one-size-fitsall industry? With a business plan that
clearly defines operational conflicts and
manages them contractually, there is no
reason why fractional ownership can’t
work for certain individuals.
The reality is that many owners
simply do not have enough time to use
their yacht to its full potential. As a
result, they end up chartering it, at
which point competition for time on
board becomes as contested, if not more
so, than if they had only to reach an
amicable agreement with three other
fractional owners with whom they have
a rapport and a contract.
“Each owner registers a company
in Malta – the vessels are also Malteseflagged – and through these companies
they own 25, 33 or 50 per cent of the
vessel,” explains Zadnikar. “Those
companies come together and make a
contract and a management contract
with our company (SeaNet Management).
The key is to bring together people with
different owning attitudes. We may
have couples with children in different
countries, so the holidays don’t align; we
may have one highly flexible individual
and we may have another owner with a
rigid schedule.”
Having started SeaNet Europe in the
summer of 2015, Zadnikar has already
sold 75 per cent of the Delfino, including
25 per cent to himself with an additional
25 per cent option, as well as 25 per cent
of the Mediterraneo and letter of intent
signed. “After one year in the business
and one and a half yachts sold, I am a
very happy guy,” he says.
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Buyer investment change over 10 years:
Mahã Yacht Club v sole ownership and charter
Start/End Liquid Assets

Costs

Total expenditure on ownership levels
This chart shows the financial summary of SeaNet's 25, 33 and 50 per cent
ownership schemes, when applied to a 28.3 m Benetti Delfino, versus the
cost of sole ownership on a vessel of the same type.

Revenues

Sole Ownership

€million

Ownership
level

€30
€20
€10

€24.5

100%

50%

33%

25%

€9.0M

€4.5M

€3.0M

€2.3M

-€24.5

€0
-€10

-€24.5

-€20

-€44.8

-€6.3

-€30

-€16.1

-€40
-€50
-€60

Initial assets
before investment

Initial
outlay

Operating
costs

€25

-€1.4

-€5.6

€20
€10

Inflation
costs*

Opportunity
costs†

-€11.2

€13.3

Depreciation ‡

Member's
return

-€0.2

€24.5

Initial assets
before investment

Initial
outlay

€25

Inflation
costs*

Opportunity
costs†

Depreciation ‡

€2.5M

€1.3M

€0.8M

€0.6M

Residual value
upon sale†
(after 5 years)

€5.0M

€2.5M

€1.7M

€1.3M

Member's
return

Total
cash out

€6.5M

€3.3M

€2.2M

€1.6M

Annual Use

full year usable
(28 weeks in EU)

14 weeks usable

8+ weeks usable

7 weeks usable

5-year use

5 years usable
(140 weeks in EU)

70 weeks usbale

41 weeks usable

35 weeks usable

Total wealth
after investment

€0.7

-€3.5

€20
€15

Operating
costs

Mahã Yacht Club Membership

€million

€10

Running costs
(5 years)

€17.3

€5
€0

Total wealth
after investment

Charter

€miilion

€15

Initial
investment *

€24.5

€21.7

€5
€0

Initial assets
before investment

Initial
outlay

Operating
costs

Inflation
costs*

Assumptions:
* Inflation estimated at +5%/annum on charter fee/ operations costs.
† Opportunity cost at 5% per annum on outgoing sums over 		
the membership cost. Compounded over 10 years.
‡ Depreciation – value after depreciation on asset at 5% per 		
annum for 5 years and 10% depreciation for second 5 years.
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Opportunity
costs†

Depreciation ‡

Member's
return

Total wealth
after investment

Estimations:
1. Charter cost estimated from average of Dutch built 40m charter rates.
2. Ownership operational cost estimated at 10% with a compound 5%
yearly inflation.
3. Asset value realisation at term end calculated on above depreciation
rates.

* VAT paid on all

The Superyacht Report ISSUE 175

†

Residual value based on total depreciation in five years of 45%
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Right: Adrian Zecha, founder and
chairman, Mahā Yacht Club.

SMART TECHNOLOGY
DESIGNED FOR YOU

The management
and maintenance
of the hardware
is not the
problem with
the superyacht
industry, it is
the software.

As the leading independent technology consultant, SMART
designs bespoke super yacht and luxury residential solutions
just for you.

IT’S TIME TO TALK SMART

However, arguably the most important element of both the Mahā Yacht
Club and SeaNet’s fractional ownership,
beyond widening the pool of potential
investors, is that they both provide members/owners with an exit strategy.
“We have a mechanism in place to
protect the minority shareholder,” says
Zadnikar. “If, for example, an owner
encounters business troubles after the
first year, they can offer their share to
one of the other owners on a first-refusal
basis. Failing that, their share goes on the
market. If after three years – all the time
paying a fraction of the price it would cost
to have a private yacht on the resale market – you cannot sell it to one of the owners
and it does not get sold on the market, then
the whole vessel goes to market.”
Based on the speed at which Zadnikar
has been able to sell the fractional shares
of his vessels, the hope is that braving the
resale market is an avoidable problem.
After the first three years of ownership,
the mechanism repeats every two years.
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As with all the other elements
of MYC, its exit strategy exudes a
simplicity that seems determined to keep
the model apart from the whims and
wishes of the traditional superyachting
marketplace.
“The exit strategy is very simple; we
will undertake the sale of the remaining
value of a membership for a small fee,”
explains White. “The member cannot
sell on the open market, but if they have
friends they want to sell to then we are
happy to handle the paperwork. We will
set the price in accordance with the value
of the days that are left.”
The market may be chaotic, but
it is not altogether broken. For many,
chartering is the right option, with the
right price point and the right amount
of access; for others with the necessary
time and capital, nothing could possibly
be better than private ownership. However people’s finances and tastes do not
follow a uniform pattern. Darwinism
reigns as true in business as it does in

another worldly sphere, and as such
we need to adapt our models to fit all
manner of environments.
Every UHNWI who sets foot on a
yacht is a potential new-build contract
down the line. Who cares how we get
them on the yacht? Brokers may not
like commission-less business models,
but when those engaged in fractional
ownership or membership decide they
want to buy a yacht of their own, the
whole industry benefits. The truth of this
can be seen in Feadship’s involvement
with MYC. With two 36m Feadships
already in production for MYC – and four
more in the pipeline – due to be delivered
in time for the 2019 Mediterranean
season, Feadship has kept its order book
ticking over and introduced its product
to 60 potential owners. The same can be
said of SeaNet and its Benettis. We are
not in a market that lacks opportunity;
we are in a market that currently lacks
flexibility. RJ

e: nocompromise@smart-tm.com
w: smart-tm.com
t: +44 20 7183 3814
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ADAPT TO SURVIVE

COMMENTARIES
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With the EU Commission deeming that current
MYBA-type contracts do not validate an exemption
from excise duty and the Enterprise Act allowing
claims for damages on late indemnity payments,
we outline how both pieces of legislation stand to
affect the superyacht market.

1

The domino effect

BY RORY JACKSON

As of 1 October 2016 superyachts chartering in French waters are no longer able to
benefit from an exemption of excise duty.
This change follows pressure from the
European Commission and will have its
most profound effect on the cost of fuel.
The change stems from the European Commission’s understanding that
95 per cent of the current charter (rental)
MYBA-type contracts place the consumer
as the final user, thereby making them
leisure contracts rather than commercial.
To continue to benefit from the duty
exemption on fuel, MYBA, ECPY and a
few additional French associations are
considering a new alternative contract
to be considered as a transport or service
contract.
“The new contract will be allinclusive,” explains Janet Xanthopoulos,
head of yacht ownership and administration at Rosemont Yacht Services.
“Each transport contract will contain
a pre-determined route, food, fuel and
other on-board services. It is important that, for the contract to be seen as
commercial, it is understood to be
controlled by the captain or owner.” The
contracts will resemble something akin
to a passenger-cruiser contract. Within
the predetermined route, the captain or
passengers will still have the power to
amend the chosen course.

VAT on charters in French territorial
water will also be reduced to 10 per cent
or zero per cent for international voyages.
Voyages within French territorial waters
will be taxed at 10 per cent, and voyages
within French territorial waters during
which the yacht exits in international
waters will be taxed at 10 per cent on a
pro-rata basis for the time spent in French
territorial waters and exempted for the
time spent outside. Yachts undertaking
international voyages during which there
is at least one call in a country other than
France will be exempt from VAT.
A change to a transport contract has
been met with some hesitancy by the
brokerage world because, consequently,
they will be subject to the same liability
issues as travel agents. As a result, they
would need to register as a travel agent
and take out the necessary insurance
policies. There is also a fear that this may
prompt travel agents to try their hand in
the yachting world, although this seems
unlikely due to their lack of contacts and
knowledge.
However, it is more than likely that
France is only the first domino as far as
duty-free full is concerned. Other neighbouring nations won’t be far behind
– anything less would be international
discrimination on the part of the European Commission. The transport contract
could, therefore, be extended in the near
future to other EU countries. RJ
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2

THE DAMAGING
EFFECTS OF
ENTERPRISE
BY RORY JACKSON

THE ENTERPRISE ACT
The Enterprise Act, passed on 4 May 2016, is an amendment to the
Insurance Act 2015 that will allow insurance policy holders to claim
damages in the event of a late payment. It is hoped that the act will have
a positive effect on insureds by encouraging insurers to conduct themselves in a reasonable and timely manner. However, until its eventual
implementation in May 2017, there remains a series of unknown variables.
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Traditionally, English marine insurance
and, for that matter, English insurance
contracts have been anomalous in so far
as there has been no system in place to
allow those insured to claim damages
if an insurer failed to pay the necessary
indemnity within a reasonable period of
time. This quirk of English law was born
out of the common-law understanding
of indemnities as ‘damages’ and, as
such, it has not been possible to claim
damages on damages. On 4 May 2017,
the Enterprise Act will create a new
framework through which insureds are
able to claim damages on late payments.
“There are no damages payable on
insurance claims under the general law,”
says Rhys Clift, partner at Hill Dickinson.
“Damages are available for the late
payment of debts, but not damages on
damages, which is how the law construes
payments of indemnities on insurance
policies.”
This lack of a sufficient remedy was
considered by many to be manifestly
unjust; indeed Professor Malcolm Clarke,
Emeritus Professor of Commercial Contract Law at Cambridge University, once
described it as being ‘a blot on English
common law jurisprudence’. The belief
that this system was unfair, unjust,
lacking principle and rewarding inefficiency and dishonesty is, at base, a belief
that the system benefited the corporation rather than the consumer, and thus
served as a central driver for change.
Except for a few examples of grotesque
injustice – such as the Sprung v Royal
Insurance (UK) Ltd in which, arguably, a
late indemnity payment on the loss of his
business led to his eventual bankruptcy –
it is likely that, the Enterprise Act will be
managing exceptional cases rather than
the norm.
For the first time, the Enterprise
Act will enable an insured to claim the
indemnity owed with respect to the
original claim, interest on late payment
and any damages on unreasonably late
payments that may have been reasonably
foreseeable by a prudent insurer. All
claims for damages must be filed within
a year of the original settlement to avoid
a backlog of claims that, if left, would
resemble something akin to The Sword
of Damocles hanging treacherously
above the heads of insurers.

There are, however, a number of as
yet unanswered questions that will be
fundamental in determining how much
of a shock to the insurance system the
Enterprise Act will be in relation to
damages. For instance, what constitutes
a ‘reasonable’ amount of time? What will
be considered ‘reasonably foreseeable’
on the part of the insurer? How will
this affect the processes involved in
insurance claims?
Ultimately, the courts will decide
what is considered to be a reasonable
amount of time on the part of the insurers.
However, unlike the Marine Insurance
Act, which was a consolidation of 150
years of case law and around 100 years
of litigation, assimilated into a set of
principles and resulting in an ever more
systemised and predictable scheme, the
Enterprise Act is going to experience its
own period of litigious teething troubles
before clients can make claims with
any degree of certainty. “Some estimate
that this new piece of legislation will
take decades to develop a measure of
certainty,” continues Clift.
However, Clift tempers this view
by highlighting the high calibre of the
British justice system. “The quality of
our judiciary in the high and commercial
courts is a shining part of our legal
system. They know the cases and in a
very real sense they are the custodians of
reasonableness – the ultimate arbiters.”
Common factors relating to whether
or not an indemnity has been paid
within a ‘reasonable’ time will include
the type of insurance, the size and the
complexity of the claim, compliance
with relevant statutory or regulatory
rules as well as guidance and factors
outside the in-surer’s control. Disputes
relating to the validity of the claim or
the amount claimed will, of course, be
considered reasonable provided that the
conduct of the insurer during this period
is also considered reasonable.
What will be considered ‘reasonably
foreseeable’ on the part of the insurer? “If
you are using your superyacht only for
social, domestic and pleasure purposes,
it is perhaps difficult to see what kind
of economic loss someone suffers by
being paid late,” explains Clift. Feasibly,
if a charter yacht was damaged and as
a result of a late payment a client had
to charter another vessel, the owner of
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the damaged yacht may be within their
rights to claim damages for the loss of
revenue from the lost charter.
“Cases will vary, but claims will
be made when a delay in payment
has resulted in the owner spending
additional money that may otherwise
have been avoided. What sort of losses
are owners going to suffer by dint of
delay?” What constitutes a legitimate
claim is yet to be determined and will
not be known until the litigation process
begins in earnest.
However, there remains an onus on
those insured to conduct themselves in
a manner befitting a prudent uninsured.
Both the insurer and insured should be
proactive in finding a timely resolution
and, when you consider that superyachts
are primarily enjoyed when functional, it
seems unlikely that owners will want to
elongate the claims process and, equally,
it is of absolutely no benefit to insurers to
keep UHNWIs waiting.
It is assumed that insurance companies will have to amend their administrative processes to prove they have
conducted themselves in a reasonable
and timely manner. Insurers will undoubtedly view the Enterprise Act as an
economic threat; with margins as tight
as they are already, it will pay dividends
to avoid damages and mitigate further
losses.
Generally, insurers consider it to be
within their interests to pay in a timely
manner, whether that is to retain clients
or avoid the additional costs of litigation.
“Insurers will be looking at this and
thinking, ‘historically we have only paid
the indemnities [and interest] on the
polices, we don’t want to be paying an
unquantifiable amount of risk money
by way of damages’,” says Clift. This
may require the hiring of additional
staff to manage the processes and prove,
where necessary, that they have been
reasonable.
The insurance world is entering
a period of uncertainty and, as Clift
points out, it may take decades before
the legal system has adjusted to a point
that even remotely resembles a litigious
consensus in line with the Enterprise
Act. Will there be a sudden increase in
claims for damages, both legitimate and
unmeritorious? Only time will tell. RJ

ABOUT RHYS CLIFT
Partner at Hill
Dickinson LLP
since 2006
Over 30 years
of experience of
commercial litigation
and arbitration
Co-founder and
administrator
of The Maritime
Solicitors Mediation
Service
Listed in The
Legal 500 2016
Original architect and
contributing author
of Alternative Dispute
Resolution in Practice
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Yacht Services
Lloyd’s Register is the leading international provider of
classification services to the yacht market. We enhance
safety, deliver quality and add value to our clients at
every stage, from concept and design to construction,
operation and resale.
We have been serving sail and motor yacht clients
for over 150 years. As the size, sophistication and
complexity of yachts have increased, our services have
expanded to provide tailored consultancy solutions to
this specialist industry.

Fleet

MARKET LEADERS
– CLASSIFICATION

REGULATORY COMPLIANCE
– CERTIFICATION

TAILORED SOLUTIONS
– CONSULTANCY

We have the leading market
share of the yacht existing
fleet and orderbook, delivering
innovative design with high
standards of safety and quality.

We can respond fast to changing
regulations, supporting you to
demonstrate compliance with
a wide range of current and
future legislation.

With our breadth of
knowledge and depth of
experience, we can help you
find the right solutions to your
business challenges.

Find out more at www.lr.org/yachts

Working together
for a safer world
Lloyd’s Register and variants of it are trading names of Lloyd’s Register Group Limited, its subsidiaries and
affiliates. Copyright © Lloyd’s Register Group Limited 2016. A member of the Lloyd’s Register group.
Lloyd’s Register and variants of it are trading names of Lloyd’s Register Group Limited, its subsidiaries and

WILL MATHIESON

In what you can see has been a radical
transformation of this publication, we
have taken the step to apply equally
radical principles to the means by which
we cover the new-build market moving
forward.
We‘re fully aware of the myriad forms
that superyacht features take, and invariably these constitute variations on
project reconstructions, assessing the
technical and aesthetic elements that
make a project unique. With yachts being
such wonderful artisanal creations, there
is certainly just cause for this form of
coverage, which pays reverence to each
feat of craftsmanship. And we intend
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to continue this tradition in both the
Owner and Design sections of the new
magazine. However, as a media group, we
are also acutely aware of the industry‘s
desire for accurate market analysis and
a clear picture of the landscape upon
which we are all trading.
While we already do this with The Superyacht Intelligence Annual Report, we
felt our new Fleet section would serve as
the perfect platform from which to dissect the market still further, allowing us
to evaluate the health of niche sectors
within the sector. For the first of these
inquests, we have chosen a sector that
is, perhaps, befitting of this terminology.

The 50m-plus custom sailing yacht
market is one that has been punctuated
by a number of high-profile deliveries
of late, including the stunning Sybaris
and the behemoth A. There is also a
spectacular 80m-plus project underway
at Royal Huisman.
Yet it is a market functioning under
incredibly challenging conditions, with
the number of builders and number
of annual new orders slowly creeping
toward parity.
The following 11 pages will amalgamate empirical data, analysis and insight
from leading stakeholders to project the
future of this lost esoteric of markets.

41

A data-based report
looking at the current state
of the sailing yacht market

The Superyacht
Sailing Report
BY MARTIN H. REDMAYNE

Masterful
Transformations
Trusted by discerning clients to preserve and transform their most treasured asset

www.compositeworks.com

Having grown up with my hand on the
wooden tiller of a Fireball, some 40 years
ago, and watched my father build his own
small sailboat, I have more than a little
salt in my veins. However, today, it’s the
salt in my tears that’s more concerning
as I watch the demise of the large sailing
yacht market unfold before my very eyes.
Over the following pages, we have
analysed the performance of the large
sailing yacht sector from 30m-50m and
50m-plus, looking at deliveries, orders
and the sale and purchase market, and
it makes very interesting reading. So
much so that I feel compelled to focus
on how we can inspire and invigorate
this marketplace in order to find owners
who are brave and passionate enough to
invest in exciting new projects that, in
my opinion, deliver the most pleasure
you can have on the water. I don’t think
I have ever met an unhappy sailboat
owner or seen an ugly sailboat (with one
or two recent exceptions).
Over the past decade, there has been
an emergence of regattas and dynamic
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events for the sailing yacht fraternity,
many of which were cited as great
marketing and sales opportunities; yet
after watching the ‘grandes dames’ carve
their way around the cans, when looking
at the current order book one has to ask
what has happened. Having spoken to
various experts in the field, it seems
something has changed in the market
and the sailing conditions have become
less favourable. However, captains and
owners will tell you that sailing yachts
are by far the most fun projects to be part
of. Perhaps we have lost sight of what it’s
all about.
The St Barths Bucket, The Superyacht
Cup, the Millennium Cup, the various
Loro Piana Regattas and others in Porto
Cervo or St Tropez are all stunning
opportunities to get the high-priced
foredeck crew covered in spray. But
even if you were lucky enough to attend
six of these events a year, that would
only equate to about 12 days of racing,
not counting lay days and becalmed
moments. For many of the latest

performance superyachts, a day’s racing
involves only a few hours in action on
the course; the rest of the time is spent
sailing round in circles, waiting for the
dark blue leviathans to get up to speed,
and you can be halfway round the course
before you actually start. So perhaps
there is a predictable inevitability to
the market, where once you’ve done a
couple of regattas, you’ve realised there
is an element of déjà vu, and you start
questioning the cost per hour of your
race crew and all the other add-ons that
come with a seriously fun campaign.
Maybe sailing and racing need to be
reconsidered and we should be inspired
by the good old days of Corinthian
Champagne sailing, where it was all
about passion and pleasure, mixed with
huge amounts of fun and laughter. A few
recent conversations with people in the
know seem to have confirmed the fact
that sailing has become too competitive,
too expensive and perhaps a little too
complex. Can pure simplicity be the way
ahead?
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There are some who will
suggest the market is too small
to get excited about, but if you
understand and love sailing,
it will always be exciting.

A Reality Check
Having looked closely at the data
and talked to a wide cross-section of
sailing aficionados, the time has come
to be honest with ourselves and build
a strategy based on both reality and
fantasy. The sailing yacht market is
much smaller than the motoryacht
market and will always be so, based on
the number of players and the general
market attitude towards sailing yachts.
However, I am more interested in
exploring how big the market could
– and should – become. The general
consensus in the market is … well, there
isn’t one. In essence, there is a mixture
of positive energy and depressed
negativity in a market trying to work
out where it’s heading. As much as
data can show what has happened or
what is happening, there is a collision
of market forces that suggests there are
cracks appearing on one hand and, on
the other, that the clients are starting to
get excited again and that there could be
a logjam that prevents projects finding
build slots in the near future.
In the following pages we’ll outline
the cycles and movements in the sailing
yacht market over the past decade, and
while there is a decline in the market, it
is worth highlighting that it has never
been prolific and is, perhaps, exactly
where it should be. So rather than paint
a doom-and-gloom scenario, let’s focus
on ensuring that owners, designers,
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builders and advisers all enjoy a stable
and healthy future based on build
capacity and realistic projects.
Having listened to various key
players in the sector, it is clear something
is happening behind closed doors and
there is optimism among the design
community. With the arrival of very
exciting new projects such as Sybaris
from Perini Navi, Skade from Holland
Jachtbouw, Ahimsa from Vitters,
Aquijo from Vitters and Oceanco, not to
mention Project Ngoni and the new 81m
at Royal Huisman, and extreme projects
such as Solar and A, we may be entering
a new era of super sailing yachts based
on a client’s visionary dream rather than
on the repetition and predictability of
the motoryacht sector. Obviously, there
are some who will suggest the market
is too small to get excited about, but if
you understand and love sailing, it will
always be exciting. Our mission now is
to maintain a healthy order book and
marketplace for the future.
When you look at the data, it is clear
that the predicted deliveries for 2016
show a peak of activity, but the reality is
that this needs to be adjusted at the end
of the year. These numbers are based on
yard predictions from our Superyacht
Intelligence Annual Report, yet out of
the 19 projects due to be delivered in
2016 across both segments, only 15 were
delivered and three were launched,

leaving one project carried over to 2017.
This will be reflected in our next Annual
Report to be published in Q1 2017. The
future of new-build sailing will be further
restricted by the sad demise of two New
Zealand yards, Alloy and Fitzroy, and if
we look closely at some of the well known
players, there is still some fragility in the
balance sheets. The number of yards
is slightly skewed by the involvement
of Oceanco and Nobiskrug in vast and
complex 80m-plus projects; whether
these will be repeated remains to be
seen as these projects are high-risk, and
while we have not been able to get official
comments, it would be interesting to
know if they would go through the
process again.
Our expectation is that the market
will divide into two camps – the
performance sector below 50m and the
exceptional one-off custom projects for
clients who want to make a personal
statement and challenge the market.
What has been interesting over the
past five years is the number of owners
buying some of the smaller 30m
production and semi-custom yachts
in addition to investing in the secondhand market. With around 100 yachts
selling on the second-hand brokerage
sector over the past five years, this
indicates that some of the owners who
have disposed of these yachts will now
be ready to discuss new projects.
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NEW BUILD DATA
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30-50m Actuals, Forecasts and Trends

50m+ Actuals, Forecasts and Trends

Deliveries

Forecast (GOB)

Trend

No. of yachts

24

25

24

24

22
20

21

20

15*

16

15

12

10

11

9
10

Yards delivering in 2016-20
Admiral
Aganlar Tersanesi
Astilleros Buquebus
Baltic Yachts
Dahm International
Eastern Shipping Group
Esenyacht
HJB (Holland Jachtbouw)
Mayra Yachts
MCP Yachts
Nautor
Oyster
Pendennis
Perini Navi
Prout International
Southern Wind Sipyard
Van der Graaf
Vitters
Vos Marine
Wally
Yachting Developments

0

0
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2008
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2011
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2013

2014

2015

2016

2017

2018

2019

2020

*Figure is projected, as of 1 December 2016, and comprises 13 confirmed deliveries, one
launch due for delivery and one in-build project with a scheduled 2016 delivery date.

Top Yards
2006-2015
Yards

Delivered

Orders

18

2

Nautor

8

3

Royal Huisman

8

0

Wally

8

3

Baltic Yachts

7

2

Neta Marine

6

0

Vitters

6

4

Perini Navi

5

1

Fitzroy

5

0

Top 9 in total

71

15

179

31

Total in 30-50m

46

9
(10%)

5

4

4*

Yards delivering in 2016-20
Baltic Yachts
Dream Ship Victory Ltd
HJB (Holland Jachtbouw)
Neta Marine
Nobiskrug
Oceanco
Perini Navi
Royal Huisman

4

3

3

3
2
1

1

1

0
2006

2007

55

15

53
71

2-4 builds

6

6

5

No. of Deliveries
2006-2015

Deliveries from yard
with 2-4 builds each

1 build

7
6

6

6

No. of Deliveries
2006-2015

Deliveries from yard
with 1 build each
21
(25%)

55
(65%)

7

7

2008

2009

2010

2011

2012

2013

2014

2015

2016

2017

2018

2019

2020

*Figure is projected, as of 1 December 2016, and comprises two
confirmed deliveries and two launches due for delivery.

No. of Yards Delivering
Multiple Yachts 2006-2015

Southern Wind Shipyard

Trend

No. of yachts

1

2

2006

Forecast (GOB)

2

5

5

Deliveries

5+Builds

Deliveries from yard
with 5+ builds each

No. of Yards Delivering
Multiple Yachts 2006-2015

8

Yards

3
(14%)

Deliveries from yard
with 1 build each

3
(14%)

15
(74%)

Deliveries from yard
with 2-4 builds each

25

Deliveries from yard
with 5+ builds each
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1 build

2-4 builds

Yards Delivering
2016-20

5+Builds

Delivered

Orders

Perini Navi

14

3

Alloy Yachts

6

0

Royal Huisman

5

3

Vitters

4

0

ARK Yacht

2

0

Aegean YS

2

0
0

Konjo Boatbuilders of Ara

1

HJB (Holland Jachtbouw)

1

1

Astilleros Buquebus

1

0

Top 9 in total

36

7

Total in 50m+

48

14

47

Powered by

RESALE DATA
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Resales v Deliveries
2012-2016
No. of Resales

35

No. of
Resales by
Year of
Delivery

No. of Deliveries

32

33

30

2006-2015

28

25

Top 10 Builders ranked by
Resales (2012-2016)
Total no. of Resales

Total no. of Deliveries

Perini Navi

Jongert

Alloy Yachts
20

20

19 [projected]
16

15

12

19

18

34
1996-2005

15

Vitters

Abeking & Rasmussen

12

10

Holland Jachtbouw

25

5
0

Baltic Yachts

1986-1995
2012

2013

2014

2015

Royal Huisman

2016

1

Neta Marine

Southern Wind

1976-1985

% of Resales by Length
2012-2016

3
17

4

3

5

1926-1935

48

6

50m+

<£2m

£2m£6m

£6m£10m

£10m£15m

8

10

12

14

£245K

Royal Huisman
Perini Navi

£217K

Alloy Yachts

£161K

Abeking & Rasmussen

£158K
£147K

Vitters
Baltic Yachts

87%

30-50m

4
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From the Helm

THE EVOLUTION OF A SAILING YACHT PROFILE
Significant sailing yachts over the past decade.

Technical Editor Tim Thomas and I spoke to a variety
of players in the sailing sector to test the temperature of the
market and discover what is the current sentiment. It’s not as bad
as some believe and, if everything comes to fruition, in the next few
years we could see the return of a healthy sailing sector.
The following are the open and honest comments from
a cross-section of the market.

2006
EOS / 92.9m

2006
Maltese Falcon / 88.0m

2009
Ethereal / 58.0m

2010
Twizzle / 57.5m

2011
Ahimsa / 66.0m

2011
Hetairos / 66.9m

KLAUS
ALLEBRODT
PROJECT MANAGER

2011
Vertigo / 67.2m

2016
A / 142.8m
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2012
Better Place / 50.5m

2016
Aquijo / 85.0m

2015
Perseus3 / 60.0m

2016
Sybaris / 70.0m

The market segment between 40m and
60m is certainly depressed. There seems
to be increased interest and activity in
the 30m size range. There still is interest
in the 60m-plus segment, too, but only
those clients who do not even bother
to look at the price tag actually sign
contracts. For us, the enquiries are at
about the same level as they have been
in the previous years. However, the
size of the average yacht has certainly
decreased.
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We think the main factors for the
decrease in sales of sailing yachts are
primarily the following:
Second-hand market: It seems
increasingly difficult to sell any secondhand 30m-plus sailing yachts. The
reason for this is probably a saturation
of the market. Very few new owners
are entering the market and old yachts
stay around and are continuously being
professionally refitted.
Rigging costs: The costs for rigging
and sails and their service/replacement
have increased disproportionally and are
increasing exponentially with the size of
the yacht.
Generally, in the superyacht market,
but particularly also in the large sailboat market, client demand has been
channeled to accept only the best of
the best. This has led to grand-prixquality equipment on many sailboats
where it may not actually be required
(and probably not even appreciated by
the owners).

Purchase/operating costs: In our
opinion, the luxury experience on a 40mplus yacht is only marginally better than
on a 100ft yacht. A 33m yacht can offer
a very spacious interior (for six to eight
guests), good-size tender (stored under
deck), small crew, very good soundproofing as well as all machinery and
amenities typically found on a larger
vessel. Also, when built out of carbon
fibre, a 33m yacht will probably sport the
same performance as a 45m aluminium
yacht at approximately half the purchase
and operating cost.
We have to reach out to the next generation of owners. Very few children of our
clients have any connection or interest in
sailing and will probably end up building
a powerboat (if that). Events such as the St
Barths Bucket, Les Voiles de Saint-Tropez
and Maxi Worlds regattas need much more
exposure. They are a perfect opportunity
to attract clients into the market but, in
our opinion, are still being marketed very
poorly to the non-sailing community.
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As a start, I think we need to look into
the cycle of recessions and when they
affect the superyacht market. The normal
bounceback starts with motoryachts and
is then followed by sailing yachts, and
that is where we are at the moment. As
far as new builds are concerned, there is
still interest in 50m-plus sailing yachts
but this is – and always has been – a
niche market with very few boats. There
is a definite increase in enquiries for
sailing superyachts, and certainly for the
extreme superyachts such as A.
The superyacht regatta fleet is the
largest it has ever been and the number
of regattas designed specifically for the
superyacht fleet has stabilised and become
more professionally run. However, it has
to be pointed out that very few 50m-plus
yachts took part in these events and those
that did were mainly at the St Barths
Bucket, an event that attracts an array of
yachts and is never the same from year to
year.”

Yachts are not selling for
what they were, say, 10 years
ago which means owners are
reluctant to build new or larger
yachts without making a big
loss on the sale of their yacht. No
owner wants to pay for two yachts
and two sets of running costs.
Maybe passionate sailors and racers
go for yachts below 50m because there
is more enjoyment and feeling of sailing,
cheaper regatta costs and more yachts
to race against. You only have to look
at the example of Zefira – [owners]
downsizing to building a smaller yacht
for many of the above reasons. We as
an industry need to keep new owners
engaged through chartering and trying
out different yachts, and introducing
them to regattas to show what they could
be part of.

Initiatives have been taken to
introduce a non-spinnaker fleet
that will race or participate with
new people, without the need for
professional race crew, this will
bring back the 50m-plus fleet.
Most of these initiatives are clientdriven through competition. The style of
50m-plus sailing yachts is still engineered
towards comfort, with sail speed a secondary consideration.
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Note: Many others were invited to comment on the
state of the sailing yacht sector. As we receive their
comments and feedback, they will be added to the
online element of this report on SuperyachtNews.com.

To get an impression of where we are
going, you only have to look at our
own data. In simple terms, where
once we would have only had to look
at the number of architects with
preliminary designs underway to get
a forecast, today we are looking at
naval architects, styling architects,
captains, brokers, project managers, law
firms, banks and even friends of friends
to help determine our future.
Taken as a whole it’s not a dark,
empty tunnel. You only have to change
where, how and with what you use to
look. There are so many new pieces to the
puzzle that need to be assembled before
you can see light in the tunnel. You also
have to put yourself in the client’s shoes
to understand the mechanics of how
today’s client reacts, as they are being
pulled and tugged by all and sundry in
every different direction. Where once
the client would pay a naval architect to
come up with a preliminary design, some
ancillary person might now be paid to
tell him it’s not necessary, that designer
and shipyard will work on speculation
to earn the business. It’s not in itself
a bad thing, but it’s a significant shift
that can hurt the industry since more
projects managed in this way appear
not to come to fruition. The client tests
the water and the financial stamina of
the parties, doesn’t like the temperature
and heads back to shore. Too many
projects are considered, then dropped.
We have to ask why. The answer might
be guidance, cost, complexity, regulation
and intimidation.

I’ve had some very good
enquiries recently – I’ve just
signed a contract for a 62m
and I’ve got four new design
contracts, two are below 50m and
two are above. The contracts are
signed for the design but they
have not signed with a shipyard
yet, but I am expecting the 34m
and the 40m to sign shortly and
the next two, the bid packages
we are working on effectively.
Sailing is a niche field and unfortunately
the boats are quite expensive for what
they are, and that’s probably not helping;
compared to a motoryacht of a similar
size or volume they are quite expensive,
and there are fewer people out there with
the passion to spend the money to build
something like that. But it goes in waves.
I know we’ve had a bit of a lean time
but certainly half of these clients have
never had sailboats before, which is good
because we’re bringing new people into
it. In the past we’ve had a lot of repeat
clients, but of the projects I’ve got on
the go I think there’s only one client for
whom I have actually designed a boat in
the past. Two of them are first-timers,
they’ve chartered but never owned.
What I’m trying to do at the moment is
get people out of motorboats and into sailboats because they can see there’s much
more fun in them. The only problem is
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the cost element; the volume for pound
is just so much better in a motorboat
and that’s the difficulty. But when they
can see there’s a lot more fun in a sailboat then, if they’re passionate enough,
they’ll spend the money.
However, as the boats get bigger
the rig becomes a bigger percentage of
the overall cost. You’d think it would
be a smaller [percentage] but it’s not,
because the righting moment goes up to
the power of four to the length, whereas
the displacement goes up to the power
of three. Therefore the rig price goes
up by a bigger proportion of the overall
cost and that’s part of the problem with
the bigger boats; the cost of the rigs is
disproportionate to the overall cost of
the boat.
In terms of new-build activity, I
am seeing quite a lot of interest in the
bigger boats. Whether it’s just a small
pocket of interest or whether it’s going
to continue I don’t know, but if all these
boats that we are potentially working on
come off, where are we going to build
them? Without the New Zealand yards
we are pretty limited. Huisman have
signed a big boat and I know they want
to get another interim boat in but they
are pretty busy. Vitters are working on
quite a few proposals hoping to get a
few projects in the door, and once those
yards take on a boat or two then we’re a
bit unsure on where else we can go. So I
see that as a bigger problem to be honest.

There is no question that the size
increase in sailing yachts has added
significant cost and complexity, much
more than in the equivalent size increase
in motoryachts. A very rough estimate
could be that at equivalent gross register
tonnage, a sailing yacht may cost 20
per cent more and potentially require
more downtime for maintenance for
equipment that does not apply to a
motoryacht. Only the hardened sailor
or one-time trendsetter will put up with
that, and there may be a finite number
of those people around. The increase
in size may have also caused owners to
disconnect from the sea. Sailing upwind
on a 30m in a bit of breeze is not quite the
same experience as on an 85m sitting on
a fly-bridge, let alone on a 145m.

To convince people who do
not necessarily care aboutsailing
that much that they should pay
a bit extra for less space and
amenities than on a motoryacht
is going to be difficult. The ones
who were convinced the first time
around may eventually realise
that the amount of sailing they
actually do can’t possibly justify
the sacrifices involved.
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CREATING CERTAINTY
Our clients value a team of insurance
professionals with a global outlook and
worldwide resources. They value the
reassurance of round-the-clock support
and expert advice. And they value
long-standing, trusted relationships.

BILL
TRIPP

MARK
TUCKER

DESIGNER

DESIGNER

Our primary business on the
superyacht side is around 45 metres –
that’s the sweet spot. It’s the size of boat
that we can push harder for racing, and
the guys are thrilled and then they can go
off around the world.

People don't get bored when
they go sailing. To me, if you get
on a motoryacht and you go for
30 hours, there’s the question:
‘Is that for me?’
I don’t really have an answer for
that but I do know of a guy who was
steering a 100-foot sailboat in the
middle of the night in the middle of
the ocean. He was a heart surgeon and
he knew he had chronic heart disease.
He was driving the boat, stars from
horizon to horizon, phosphorescent
waves breaking, the boat going hullspeed ... All of a sudden he let go of the
wheel, looked up and said, “Lord, take
me now. No? OK, I’ll carry on!”
That’s what sailing’s about, and for
people who understand it, it’s irreplaceable. Now that doesn’t mean the market’s
growing, because right now 80-footers,
90-footers, 110-footers are hot for us.
That’s just the way it is and we’re not
looking at this going, ‘Oh, the market’s
in decline’; we’re saying, ‘This is what
we’re doing.’
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I think there’s a gap between the people
who are buying the really big boats –
there are only a few of them – and the
people who are buying sub-35-metre and
even lower than that. As I’ve always said,
I want to try to encourage people to enjoy
the sailing; a little bit of innovation in
that area would give them a nice platform
to build on as the semi-custom approach
is quite interesting as it reduces costs
and gets them into sailing again.
Attract younger people – and by that
I mean those under 50 years of age who
can afford these boats – get them into
it, get them to enjoy it, give them a nice
platform to work on and then progress
them through. But they don’t build
boats every couple of years; people are
passionate about their boats, they like
to keep them and they don’t like parting
with them, so it’s a real wrench for them
to give up something they’ve been very
personally involved in creating. I think
that’s the difference between a powerboat client and a sailboat client.
Owners looking to build their next
sailing boat are not starting until they’ve
sold their current boat, and of course the
prices since 2008 have dropped and it’s
a big wrench. We have a client trying to
sell his boat and he will get another boat.
But, of course, you’ve got to sell first; he
doesn’t want to be a two-boat owner, not
many people do.

Over the Horizon
CONCLUSION

I’d like to challenge every owner of
a motoryacht to step on board a sailing
yacht and go for a day sail in a steady
breeze, in a stunning location with a
group of friends or family and then
report back. The raw combination of a
gentle spray, the hull carving through
the water, the sails taut from the stiff
breeze and the balance of the helm in
your hands is what makes owning a
sailing yacht such a magical experience.
It is a hands-on experience, not just in
a regatta scenario but also when sailing
from A to B with a few friends in the cockpit and looking ahead at the horizon.
There are two comments from the
market that need addressing: ‘We need to
have better crew who know how to sail.’
And ‘We need to create more designs,
with a focus on ease of maintenance and
minimalism.’
In summary, and having watched
the market and listened to the expert
comments, I’m not sure everything is as
bad as the data suggests or the industry
thinks.
The sailing market is made up of
passionate purists who love sailing;
once they are addicted, they tend to be
in it for the long haul. Our mission now
is to encourage more people to try it, to
present the lifestyle in a more dynamic
way and to show owners how to have the
most fun on the water. I can honestly say,
I have never met an unhappy sailboat
owner. MHR

Yachtsure24. Insurance services for
the superyacht market.
www.hiscoxmga.com

Paris
38 Avenue de l'Opera
2eme etage
75002 Paris
+33(0) 53 21 83 58

London
1 Great St Helen's
London EC3A 6HX
United Kingdom
+44 (0)20 7448 6000

Yachtsure24 is a trading name of Hiscox MGA Ltd. Hiscox MGA Ltd is authorised and regulated by the Financial Conduct Authority. Hiscox MGA Ltd’s registered Office
is 1 Great St Helen’s, London EC3A 6HX and the registered number is 07720593. 16821 11/16

Technology

TIM THOMAS

When I bought my first pair of high
quality, in-ear, isolating headphones it
was a revelation. As an avid music lover
and a frequent flyer, the chance not
only to blot out the rumbling of the jet
engines (and the screaming of the child
behind me) but to hear every nuance of
the performances on my iPod was a truly
satisfying moment. I could suddenly
hear the squeak of a pianist’s stool and
his humming as the music reached a
crescendo, and could immerse myself in
the breadth of a vocal trance mix which
– funnily enough – I am plugged into as I
write this. ‘Oh lordy’, I hear you cry – TT
has wandered off on another tangent.
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But bear with – it’s important,
because for all the talk of AV, quantum
dot TVs, live movie streaming from
Hollywood studios and clever systems
that follow you from space to space as
you stroll about your yacht, the subject
of sound tends to get a bit left behind.
Yes, lots of boats have cinemas and DJ
stations and quality audio components,
but the speakers themselves are often
thrown in as afterthoughts, simply
picked off the shelf and shoehorned into
whatever space is available. And if, like
me, you’re really into sound, it just isn’t
good enough. So for this issue I have
delved into the world of high-end audio,

where home two-channel systems can
boast speakers running to hundreds of
thousands of dollars, and where yacht
installations – when done properly – can
and do run to millions.
Whether psychoacoustics are your
thing or you just want to know what it
takes to make a sundeck system that
will not only blast every other boat out
of the anchorage but also stand up to
the rigours of the marine environment,
read on. Preferably with a damn good
pair of headphones plugged in, and
your favourite tunes blocking out the
screaming child behind you.
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Technical Column
with John Roberts

DESIGN MEETS PERFORMANCE
A proven flat-panel solution for
high-performance connectivity.

Lighting the way
John Roberts, principal of lighting
specialist Aqualuce, thinks
the industry needs to be more
illuminated about the importance
of correctly budgeting for lighting
at the outset of a project.

ABOUT JOHN ROBERTS
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YACHT PROJECTS
COMPLETED TO DATE

CURRENT YACHT
PROJECTS IN PROGRESS

AVERAGE LENGTH OF
YACHTS COMPLETED

LARGEST PROJECT
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PROJECTS OVER 100M

Learn more at www.mtnsat.com/flat-panel
The Superyacht Report ISSUE 175

59

Technical Column
with John Roberts

The problems arise when an owner thinks
they’re going to get something better than
what’s in the initial appraisal – that’s the key.
Lighting has come a long way in recent
years, both in terms of technology and
in what clients want or expect from
their lighting packages. For me, it’s quite
exciting – we’ve come through several
technologies to LED lighting, where we
are able finally to control the colour
temperature and mix whites to create
anything from ‘daylight’ to warm whites
for the evening. Hopefully, soon we will
be able to use pastel shades, too, such
as honey or caramel. Other areas of the
technology are also advancing, and one
of the most exciting things for me over
the next few years will be to stretch the
external lighting and take it to the next
level. I’ve got some ideas I’m working
on but would rather show them in the
flesh than discuss them in this column
because they need the right project. But
to give a vague flavour, it’s about trying
to twist what we’ve been doing and
make it more dramatic.
There are, of course, other exciting
technologies emerging, such as lit
panels – we’ve seen those on one or
two recent concepts, and in fact we
put forward a similar idea for the Topaz
project at Lürssen. However, much as I
would love to use them, it’s currently a
question of how and where you’d use
them, and also of future maintenance.
Who is liable if the panels go down?
That’s the uncertainty. It’s all very well
being a designer and saying these
things will be maintenance-free, but that
is not reality – certainly when you add
heavy seas and variable weather, and
transitions between hot and cold etc!
But lit panels are an indication of how
things are developing, and how much
more seriously people are starting to
take the lighting design of their yachts.
Look at how things have changed in
the production-boat sphere. We’re
seeing a lot more development work
where there’s a base lighting package,
but there are also enhanced lighting
packages that can be added. A few
years ago, there was no choice but
yards are seeing that this is an area

that can create excitement for the
owner, so we’re now developing
packages that clients can utilise if they
want colour-changing lights or backlit
panels and the rest. The beauty of it
is that it’s all documented and costed
before the project goes live, which
means it can be made ‘custom’ at a
tight price because the yard already
knows what they’re dealing with.
That’s the ethos that should be applied
to bespoke builds, too. More and more
people are latching on to the fact they
want something special with their
external lighting, and I think it’s now time
for the quantity surveyor or the owner’s
rep to put this into the budget early and
appropriate proper lighting budgets
at the start. It’s becoming increasingly
integral because owners are seeing
more beautiful things, and there’s a lot of
money available at certain levels so they
have greater expectations. It’s the duty of
all those involved to make owners aware
early of the cost elements rather than
putting it in as an extra later on.
If you don’t, owners get upset because
they weren’t told earlier. Think about
it – adding a full set of underwater
lights, instead of perhaps just a couple
at the stern, can be a considerable
sum. A larger project might need 100
underwater lights for a full wrap, and
those lights might come in at €3,000 per
unit. That’s €300,000 just in underwaterlighting hardware, and on top of that
you have to add in the cost to the yard
of all the extra holes in the hull and all
the cabling and other elements. If it’s
part of the spec in the first place, the
owner knows the cost as part of the
project as a whole, and the yard can’t
suddenly charge more as a change
order. Add to that the fact that a full
lighting package – interior and exterior
– could be €5 million or €10 million,
or even more for a large project, and
you begin to realise the importance of
bringing in a consultant and budgeting
for the cost right from the outset.

Finally, and I think this is something that
should be remembered in the industry
as a whole, conversation is free. I’m very
happy to have people ring me and say,
‘I’ve got this boat coming in and we’d
love your advice on how to approach
the owner or his representative on how
to develop the budget’. It’s important
because if you have a budget that has
been set without specialist consultation
early in the process, you’ve then got
handcuffs on for the rest of the project,
and the owner has a perceived price
in his head. If owners are given the
right information at the beginning, they
are very perceptive and receptive;
what they don’t like are change orders
and extras. Whether you’re setting a
budget of €5 million or €10 million for
lighting, or if the owner doesn’t want to
make a statement and just wants the
bare minimum for perhaps €500,000,
that’s fine, but clients need to be
briefed correctly and owners need to
understand that if it’s an extra that’s
going to come further down the line,
and there’s no budget allocation for it,
they may be faced with a very large
additional bill. It’s all about them being
made aware.
The problems arise when an owner
thinks they’re going to get something
better than what’s in the initial appraisal
– that’s the key. It comes down to
market forces again, where yards will
often shave €5 million, €10 million
or even €20 million or more off the
price to get a project in the yard, and
everyone and every part of the build
has to take a hit. That’s only going to
get harder as there are more yards and
more competition, particularly in the
€35 million to €65 million bracket. New
players will do what they can to make a
name for themselves with new projects
and will skin them to the bone to get
those orders. Having said that, I like to
be challenged – after all, that’s what life
is all about, isn’t it? JR

Introducing
a new angle in
underwater lighting
New Patented Weld-in Lighting System With Adjustable
‘Louvre’ LED Array Eliminates Long, Angled Flanges
The Lumishore “Louvre” SY300/
SY310 lighting system allows a
flush-fit 0° flange fitting for each
and every underwater light installation, regardless of variable
hull angles, obstacles within the
hull or limited access areas such
as bulbous bow, water and fuel
tanks – a significantly easier installation.
The angled, louvered LED array
within each light is adjusted internally to account for hull angles,
thereby eliminating the need for
traditional, long-angled flanges.

This simple yet efficient innovation improves lamina flow and
optimizes light output to create a
beautiful, consistent halo effect
around the entire vessel.
Available in Lumishore’s awardwinning EOS full color change
and SUPRA dual color (white and
blue), with ABS, DNV-GL and full
Lloyd’s Type Approval - only Lumishore has safety-critical EMC/
EMI compliance.

‘Louvre’ SY300/SY310
Superyacht Weld-in Series

Insist on Lumishore – global leader in the design and manufacture of the
world’s leading high-performance underwater LED lighting systems.

www.Lumishore.com
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Designed with

PRECISION
VEEM’s unique direct robot sand moulding process allows our propeller specialists to design a 100%
bespoke propeller for each and every project with incredible precision. The propeller is precisely
what is required by the vessel without compromise.

Manufactured to

PERFECTION
Robot pattern-less moulding and 5-axis CNC machining of every inch of the propeller blades and boss
is unique to VEEM, and ensures that the bespoke, leading edge technology designs are faithfully and
reliably produced. The fairness and accuracy of the resulting propeller eliminates cavitation tripping
points and stress raisers, reducing noise and vibration, and maximizing the efficiency of
the propeller, producing a perfect (better than S-Class) propeller every time.

Leading to

PERFORMANCE

CAT got
your
tongue?
BY TIM THOMAS

Ultra quiet, efficient, reliable performance is consistently delivered by
VEEM’s significant investment and passionate commitment to design
excellence and manufacturing technology.

Complete shaft line packages

www.veempropellers.com

Less Motion, More Ocean ...

VEEM Gyros are powerful gyro stabilisers that deliver a quality of
comfort not previously experienced on superyachts. Developed
specifically for superyachts. The VG120 produces a massive 64% more
stabilising torque than it’s nearest competitor.
Superyachts from 24m to 100m length can now access this revolutionary
roll stabilisation technology. A single VG1000 can provide powerful
stabilisation for a 50m yacht both at rest and underway.
VEEM Gyro has re-set the benchmark for low noise and vibration.
Vibration levels for the VG120 conform to Comfort Class A in an owners
suite. Noise levels are equivalent to a high quality domestic dishwasher.
The only thing you will notice is a remarkably calm, peaceful level of
comfort in waves unlike anything you have experienced before systems.
Much lower maintenance than any fin system, and no requirement for
dry-docking ... ever.
VEEM Gyros have truly changed what can be expected from
superyacht roll stabilisation

www.veemgyro.com

Propulsion & Stabilisation
VEEM is a high technology manufacturer of Marine Propulsion and
Stabilisation Systems. Visit www.veem.com.au to find out how we do this.

California Audio Technology
specialises in designing and
building superyacht audio systems
that can run to millions of dollars.
We set out to see if that represents
a good value proposition, and
uncovers some essential advice for
yards, owners’ reps and designers
along the way.
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“Car audio,” says Alistair Levine, director
of sales and marketing at California
Audio Technology (CAT), “gets a rubbish
reputation, and everybody hates on it.
But if you ask most clients where the
best audio they’ve ever heard is they
will say it is on the system in their
Porsche – not in their house or on their
yacht. It’s because the whole system has
been designed and engineered for that
specific car environment. Nowhere else
in their life have clients got to experience
that until maybe they, say, work with a
company like us.”
It’s an intriguing statement. We all
know of yachts whose owners plump
for the exquisite joy of a high-end, twochannel set-up for that true audiophile
music experience, or which feature DJ
stations and cinema rooms that attempt
to put your local venue of choice to
shame. Perhaps Levine is hinting that
these systems are not always what they
are cracked up to be. So where does car
audio fit in?
The key, he points out, is that the car
audio guy will look at what environment
he has and where he’s got space, and
he’ll select the components that meet
the requirements. Finalising the set-up
with proper calibration the result will
likely be spectacular, and a far cry from
the methodology frequently employed
in superyachts, where standard parts
are often just shoehorned in to whatever
space is available. “We’re much more
like the car guy but on engineering
steroids,” says Levine. “We’re doing it to
a whole different level because we use
CNC machines, titanium, carbon fibre,
stainless steel and things like Corian, and
rather than selecting parts off the shelf
we’re building drivers for a particular
space. If your average car audio guy
walked into a home they’d be suggesting
hiding a couple of 12-inchers in this or
that cabinet – that’s how they look at a
space because that’s how they look at a
car. But a home audio guy walks around
with a big-arse speaker box the size of a
small fridge and says ‘um, where can I put
this?’” Before you assume this is going to
turn into a rant against AV specialists and
integrators, that is not the case – in fact,
frequently it is the integrators who will
call CAT to consult on the audio aspects
of a project.
“We often have meetings with major
yards about this,” Levine continues, “and
we’ve said to them, ‘you’re building the
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most expensive display of wealth you
possibly can in the world, and the audio
experience being delivered often isn’t
as good as Porsche who are building a
$50,000 car’. And they know it, and they
freely admit their technology integration
is often inferior to someone like Porsche.”
Levine is in a good position to
comment. CAT was founded in 1990
to provide bespoke audio solutions
for high-end homes and professional
studios, but interestingly the two
founders – Brian and Michael Barr – were
not audio technicians but structural
and materials science engineers. “The
reason that matters,” Levine explains, “is
because speakers are relatively simple
electronically – the driver is essentially
nothing but an electromagnet – and it’s
the materials you use that really make a
difference.”
CAT built its business in the highend residential market, and it was only
recently – a little over a decade ago –
that the company first ventured into
the marine market when an existing
residential client asked them to do the
audio installation on his yacht, the
Perini Navi Andromeda La Dea, which
was in refit. “He owned multi-milliondollar CAT MBX systems in three of
his residences,” says Levine, “and he
wanted us to do his yacht.” A couple
of interior projects on motoryachts
followed – again from existing clients –
but it wasn’t until eight years ago that
CAT recognised the market opportunity
that existed in marine. “We started
developing products,” says Levine, “and
in the last five years it has really taken
off – we’ve done two or three dozen boats
at this point and we have about that
same number in the queue as upcoming
projects, which is a pretty substantial
number for quite a short timeline.”
So what is the key to CAT’s meteoric
rise in yachts, and what lessons can the
industry learn on how to do audio properly on new builds and refits? “We joke
that we take pro audio reliability and
home audio performance and combine
the two with world-class materials,”
Levine quips, “so we have pro audio
output with home audio-level fidelity.
As we like to describe it, we’ve got a
Ferrari with eight people in it towing a
trailer, but it still goes round corners no
problem. It’s not an inexpensive thing
to do, but providing there’s value, for
the right clients – and marine clients

CASE STUDY: CINEMA ROOM
When planning a cinema room, the CAT designers create a schematic
showing the loudspeaker layout with specific notations on prime listening
positions and degrees of offset from the left and right loudspeakers.
This allows CAT to calculate performance levels at each seat as well
as provide active bass management for the room.

courtesy of California Audio Technology

Below: A fabric wall covering designed
to look like gypsum allows concealed
CAT speakers to deliver exceptional
two-channel sound quality while giving
the illusion of a speaker-free space.

The Superyacht Report ISSUE 175

65

are definitely that way – it’s not about
the money, it’s about coming up with
a solution that works for them.” As Levine
points out, CAT’s solutions are not cheap.
The cheapest marine installation they
have done, Levine approximates, cost
around $100,000, but at the other end
the sky really is the limit. “We’ve done
$1.5 million for one pair of speakers,”
Levine recalls, “and we have done
projects that have cleared six, seven or
eight million dollars in one boat – and
that’s just four or five zones on board, but
done to very high performance criteria.”
In land installations, the costs have gone
even higher – Levine says CAT has twice
cleared $10 million in one room.
It’s a staggering amount of money,
and it’s only when you delve deeper
into what CAT does that you start to
understand where the cost comes from.
For a start, CAT manufactures all its
speakers and their components in its
facility in northern California. Then there
are the additional elements – bespoke
amplifiers to complement the speakers
and digital signal processors (DSP) to
fine-tune the audio to each space that are
all built in southern California. It’s the
detail – as CAT applies to every aspect of
its systems – that counts, such as flashing
all the boards with 40 microns of gold to
negate corrosion issues on the copper
tracings, or through-hole mounting of
board components with through-board
solder to prevent parts falling off when
everything heats up.
The same level of detail is carried
through to the speakers themselves, in
particular those destined for exterior
mounting such as on the sundeck or in
the beach club. CAT’s exterior speakers
are not plastic, but rather are constructed
using best-in-class materials such carbon
fibre, 316L stainless steel, aluminium,
titanium and even Corian. Moreover, the
components are isolated from each other
to prevent metallic reactions, and the
key parts are acid etched, hard anodised,
then primed and painted with marine
Awlgrip to ensure a full weather seal.
A similar level of detail is employed
for the interior set-ups, where CAT
will work closely with designers and
high-end
furniture
manufacturers
such as Silverlining to produce custom
enclosures or to ensure that the speakers
are properly integrated into a room
as part of the design process rather
than added as an afterthought. Once
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We’ve done $1.5
million for one
pair of speakers
and we have done
projects that have
cleared six, seven
or eight million
dollars in one boat.

installed, one of CAT’s travelling
engineering teams will then calibrate
the system for each room using DSPs,
which allow for the signal to different
speakers to be adjusted to compensate
for positioning offsets, room acoustics,
standing sound waves and even the
specific hearing preferences of the owner.
“We’ve had several projects where we’ve
had the client get a hearing test, and then
we give them their own setting,” Levine
smiles. “First our engineering teams calibrate the system to beyond recording
industry reference standards, then we
calibrate the client’s tailored settings
based on his or her individual hearing
tests to compensate for any way that
their hearing might be less than ideal.”
While Levine admits that to most
people CAT is seen as operating on the
fringes of the industry, the company’s
approach to system design and engineering wins it a lot of friends in the yacht
construction process. “On the residential
front, I speak Greek compared to most
of the industry,” he says. “In marine, I’m
seen as one of the few guys who actually makes any sense because the entire
rest of the boat understands exactly
what I’m saying – the owner’s rep, the
yard and everyone else understand the
fundamentals of what I’m talking about
from a science basis and it makes sense
to them. The average audio guy typically
just presents them with a thing, a speaker
or whatnot. I think a huge amount of it
has come out of that materials science
background because it truly does matter
in the marine market where you are
dealing with corrosion issues and other
such problems.”
Key to the process, says Levine, is
to ensure that CAT – or any audio/AV
company – is involved as early as possible, whether it’s a new-build or a refit
project. “The earlier one gets involved,
the easier it is to deliver a great, reliable
solution for an excellent price point,” he
advises. “We’re all about trying to get the
best possible integration of the product
within the space, whether that’s making
it completely disappear or making it the
focal point depending on what the client
and his design team have decided. But
we don’t lead that process, we make
suggestions along the way and the power
remains in their hands.”
By working with the designers, CAT is
able to draw on the ‘pro audio’ aspect of its
equipment, which delivers considerably

ADVERTISING

High pressure water mist system by Marioff Corporation Oy www.marioff.com
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HI-FOG® protects most spaces onboard, such as:
Accommodation, public and service spaces
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Deep-fat fryers and ducts
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They were designed to sit
on the sundeck and pump
out enough volume that the
owner could ride around the
yacht on his jet ski and still
listen to music.
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normally they’re left figuring all that stuff
out on their own because the average
AV guy doesn’t have any background in
those aspects. It really matters, and it
really helps with the integration.”
Ultimately, says Levine, high-performance audio reproduction isn’t the
shipyards’ primary concern. Instead they
are focused on a reliable and seamless
integration for the exterior, interior
and superstructure, and have the audio
design team put thought into things like
cooling or how much electrical load is
being put on the system. Indeed, CAT’s
custom-built big amplifiers have onboard capacitance storage for power, so
even though they are pumping out 10,000
watts per channel they are only drawing
six or seven amps from the wall. “That’s
unheard of,” says Levine. “Normally in
an amplifier with that much power you
need to pull 30 amps. These are the little
details we are proactively thinking about
or can proactively adjust. That’s perhaps
the other aspect – we can easily change
something or redesign it if that’s not going
to have a big performance impact, and it’s
that flexibility that other companies just
don’t offer.”
The proof, as they say, is in the listening – and not just by the owner of a given
project. Remember mention of that $1.5
million pair of speakers? They were, says
Levine, designed to sit on the sundeck
and pump out enough volume that the
owner could ride around the yacht on his
jet ski and still listen to music. “They are

Below: CAT’s external speakers, whether freestanding or built in to the superstructure, are
constructed using high-grade, corrosion-resistant
materials and are finished with a full marine
Awlgrip system to ensure reliable ultra-high audio
quality while exposed to the elements.
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Combining technical know-how,
engineering and materials excellence,
fully bespoke solutions in keeping
with the designer’s vision and highoutput high quality sound means that
CAT frequently quotes projects at eyewatering multiples of competitors.
“We just quoted on a Dutch shipyard’s
project,” Levine says, “and we were
eight times the cost of the competitor
quote – eight times. And we landed
it.” Not, Levine is quick to add, that
‘landing it’ should imply it was an easy
victory, especially as CAT’s quote was
$1.6 million compared to the competing
quote of $200,000. “That’s not an
insignificant difference,” says Levine
with delicious understatement. “They
heard the CAT MBX demo and there was
definitely a substantial difference, so
that was worth the substantial difference
in price to them,” he explains. “Then
we went through and explained from
an engineering perspective also with
the yard and the designer involved, and
the client called both the yard and the
designer to ask if he should go for our
speakers or something cheaper. And
the designer explained that we had
been flexible in designing around his
solution, whereas the alternative was
to completely redesign the whole room.
The yard appreciated that we were able
to talk to them about the engineering
and structural aspects of the installation,
and about isolation and how to build
the system into the superstructure –

courtesy of California Audio Technology

more power than a traditional home
system – essential when owners and
designers want to start putting dense
fabric or other material finishes in front
of the speaker installations. “We’ve done
a few projects with horse hair in front of
the speaker which is super taut and has
very little permeability of air – it looks
like wood when it’s finished,” Levine
cites. “I was having a conversation with
a Seattle-based designer recently and
they were having problems because their
audio system wouldn’t work with it. You
could lose in excess of 20dB at certain
frequencies with many coverings, so
one of the benefits of going high output
is it allows designers and architects to
use materials in front of the speakers
that they otherwise couldn’t because the
speaker doesn’t have the headroom.” If
you have a speaker that only goes to 108dB
and you pull 18dB out of it, says Levine,
you’re now at 90dB, which is well below
music and cinema reference levels. If
you’re three metres back and 45 degrees
off-axis in your seating position you’ve
lost another 6dB to 9dB depending on
the room, so now you’re at 80-something
dB which is not even as loud as your
average TV set. “You can either make the
room quieter or play the audio louder,”
he states. “Our marine speakers with
aluminium dome tweeters will do 145dB
– not because everyone’s going to listen
at that volume, but because it can play
through thick materials, which gives the
designers unrivalled flexibility.”

fully exposed, nine-foot-tall loudspeaker
behemoths,” he smiles. “So much of
what we do is based on the performance
requirements an owner is looking for
and the materials that we do it with. We
also did the Heesen yachts Crazy Me,
Galactica Star and Galactica Super Nova,
all of which are pretty well-known boats
because they like to party and use their
systems very actively. They were hanging out in Ibiza for the summer, and at
the end of the season we got three calls
from the crew on three other boats at the
request of their owners who were pissed
off that their own parties weren’t loud
or clear enough in comparison. You can
almost track that now happening, and
it’s partly why we’re growing so rapidly –
an owner is sat in Porto Cervo or wherever
and gets jealous because his system is not
as loud or as good quality as the boat next
door. We’re expensive but value driven,
and there’s no one else who does what we
do. We have the reputation as the go-to
guys if you’re serious about your audio
system.”
It’s not just about the sound, however. “Reliability is a huge aspect of what
we do,” emphasises Levine. “An owner
might only be on the boat for three
weeks, and the boat might be costing
him $10 million a year, so what’s that
three weeks worth to him? That’s around
$3.3 million per week, yet a cheap $500
plastic speaker could fail and it could
break his holiday. We think reliability is
hugely underrated and hugely important. We also like to remind owners and
their teams that these things never fail
in port, either – it’s usually when you’re
in the Seychelles and suddenly you’ve
got to put someone on a private plane
to fly the replacement out. So your $500
speaker just cost $20,000. So why not
throw a little bit more of the money you’d
allocate to dealing with the problem
towards the initial build or concept, and
give yourself a much better system.” As
Levine points out, that doesn’t mean you
have to go crazy, it means simply investing in something that is designed for the
environment it’s operating in.
“So much of what we do is education –
both of the owner’s team, the design team,
the yard – all these people have been taught
one way to do things,” Levine concludes.
“And as Henry Ford once said, a dollar
spent on design saves a hundred dollars on
production and a thousand dollars aftermarket.” What stands true for cars… TT
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Speaker’s corner
courtesy of Vivid Audio

With prices running from tens of
thousands to hundreds of thousands of
dollars, ultra high-end speakers make
a great centrepiece for a yacht. Tim
Thomas sets out to find what makes
them so special, and discovers a blend
of science, art and alchemy.
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Left: Laurence’ Dickie, the man behind Vivid Audio,
with his Giya range of ultra high-end loudspeakers.

BY TIM THOMAS

“Gongs,” begins speaker designer
Laurence Dickie, “are actually very
interesting.” It seems an unlikely start to
a conversation about a line of ultra-highend loudspeakers, but the sudden glint
in Dickie’s eye tells me that I’m about to
get swept away on a wave of infectious
enthusiasm. Dickie’s line of speakers –
costing from around £20,000 to £60,000
and which include his signature Giya
series and the oval-faced B1 and K1 lines
– have quickly gained a reputation for
being among the best in the world, and
are a testament to a lifetime passion
for sound and speakers that culminated
in the formation of his company, Vivid
Audio.
But back to gongs. We are standing
in the stairwell of Vivid Audio’s facility
on an industrial estate in south-east
England, and Dickie is slowly ramping up
the strikes on a small gong that is hanging
from the bannister. “If you hit a gong
gently,” he continues, “you get a hum,
and it’s quite pure. But as you start to
increase the level by hitting it harder, you
can hear a little note coming in at the top,
and then you hear the greater complexity
that’s coming.” As the resonance of the
gong abruptly stops, thanks to Dickie’s
carefully placed palm, he beams at my
inquiring expression. “When you hit it
in the middle – and we studied this at
Bowers & Wilkins [loudspeaker company]
with a laser interferometer – you get a
transverse wave that moves out to the
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edge, and when it hits the edge you get
this thing called mode transformation
and some of the energy comes back as a
transverse wave. But some of the energy
gets changed to a longitudinal wave that
just rips across the surface about 100
times faster than the transverse wave
and it’s a much higher frequency. It’s
really brilliant in a gong, really lovely –
but in a speaker, it’s terrible!”
Before I get sidetracked into the
mysterious world of impedance mismatch and other properties of waves and
acoustics, it’s enough to point out that
Dickie knows what he’s talking about. It
is a knowledge that was born both from
a natural scientific curiosity as a child
and a household that was filled with
music. “My father was always keen on
listening to music,” Dickie explains, “and
he really believed in the importance of
high-quality reproduced sound, so that
was the environment that surrounded
me. You’re just born interested in one
thing or another, and science was just my
thing so it was only natural that, as I grew
older, some of my first experiments were
trying to make noises with electricity one
way or another.
“I started making little amplifiers
and I would scavenge speakers out of
old television sets and mount them in
cardboard boxes and things like that,”
he continues. “There’s a real mixture of
different scientific disciplines because
you’ve got the electrical part from the

signal itself, but also from the magnets
and the materials for the cone, the
chassis and the box, the air, the acoustics
and, as I discovered later in life, room
acous-tics and even psychoacoustics. It’s
a very broad field, which is why speakers
continue to excite me because there are
so many things going on and therefore so
many ways of attacking the problem.”
It was his experience in his formative
years that really set Dickie on his path.
After he left school he gained a degree
in electronics, at the end of which he
continued his passion for building
speakers, with home-made models for
friends and relatives, before spotting
an advert for a job at renowned speaker
manufacturer Bowers & Wilkins (B&W),
which he joined in 1984. “It changed my
life,” he says.
Dickie worked for B&W for nearly
12 years, first as an electronic engineer
and then – after developing a new
internal speaker structure that formed
the basis of B&W’s Matrix speakers – on
other components such as replacing
the plastic cones of the diaphragms
with metal domes, developing an
exponentially tapered tube to absorb
errant frequencies, and removing hard
edges in the cabinet design to get rid of
reradiation, all of which were distilled in
the legendary Nautilus speaker.
Then in 1999, having moved on from
B&W, a chance encounter with two South
Africans who were looking to get into
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speaker design and manufacture led
to the creation of Vivid Audio, and the
development of Vivid’s line of speakers
and their unique, Dickie-designed
electronics. The first design – called
the B1 – featured styling reminiscent
of a Zulu shield, although the form was
developed for acoustic, rather than
aesthetic, reasons. From this came the
larger K1 version and, in 2007, the first of
the Giya line.
Vivid’s signature Giya series certainly
stands out in the listening room. Elegant,
with distinctive curled, tapered tops
reminiscent of a cello’s scroll (or a Smurf’s
hat if you’re that way inclined), it would
be easy to think they represented style
over substance, and Dickie says that he
has sometimes been overlooked at audio
shows as people think the speakers are a
design exercise. However, this is not the
case. “We are primarily an engineering
company,” he states, “and the form
definitely follows function.” They are,
in fact, the perfect embodiment of the
resonance-damping exponential tubes
found inside, and those parts – combined
with the custom-designed electronics
and the opposing-ported drivers – make
the Giyas something special when it
comes to sonic qualities. It’s all part of

that blend of experience, scientific nous
and practical experimentation from
his earliest days – a true mix of science,
art and alchemy that combine to create
something extraordinary.
“I think it’s a bit tragic that people
don’t mess around as much with DIY
anymore,” Dickie rues. “Computer modelling is great but actually you get an
intuitive feel for what is or isn’t going to
work just by messing around with stuff. I
think it’s quite an important background.
Yes, acoustics are important but there’s
also the part about what will stick what
to what? will this work? will this get hot
and burn out? that sort of thing – realworld issues that you get a feel for when
you mess around.”
Curiously, this practical experience
and intuitive-feel approach appears to
be something of a common denominator
with high-end speaker designers, as
I found out when I meet Didier Kwak
at 2016’s Monaco Yacht Show. Kwak, a
Frenchman with a passion for audio, is
demonstrating his Askja system – two
giant, floor-standing speakers coupled
to a futuristic-looking amplifier and
crossovers that can all be yours for
the bargain price of €555,000. Kwak’s
system is based on psychoacoustics –

the scientific study of sound perception.
It implies that Kwak’s ASKJA system is
based as much on listening for what
sounds right as it is on acoustic and
electronic science.
“My career, in fact, was imageorientated,” Kwak tells me. “I was a
director for commercials and a visualeffects supervisor for movies – I was the
one who designed the visual effects for the
The Fifth Element. But, more and more,
I saw that the quality of the picture was
increasing and, at the same time, the
quality of the sound was decreasing,
especially with miniaturisation and the
advent of compressed formats such as mp3.”
Before his studies in cinema, Kwak
had actually studied electronics and
realised he could put this experience to
good use. “I decided to build a system for
me,” he explains. “So I read a lot about
psychoacoustics because I was sure it
would be interesting to create something
directly for the brain, not respecting
curves and benchmarks that are typically
referred to in acoustic science – really
thinking about how the brain is able to
receive a sound. I conceived my first
prototype in 2009, and many friends –
directors, composers, sound engineers
and mixers – came to my home for drinks

courtesy of Vivid Audio

Vivid Audio’s new listening room at its base
in West Sussex, UK features acoustically
optimised walls that use pebbles from the
nearby south coast beaches.
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Read a HiFi
magazine and
it will talk
about miniscule
distortion figures
in an amp, for
example. But the
brain doesn’t care
about that – it’s
more interested
in the linearity
of the distortion.

TECHNICAL INFORMATION
A human’s threshold for audible pain
is 140dB, which is why, in most cases,
music at a rock concert can hurt a little
(even if you’re not close to the speakers).
In fact, persistent exposure to speakers
at 90dB or more has proven to cause
progressive hearing loss. For comparison,
conversations typically measure 70dB;
a chainsaw is 110dB; a rock concert is
140dB; and a rocket engine is 180dB ( for
all you rocket scientists).
The human ear is most sensitive to
sound that falls between the 1,000Hz
and 5,000Hz range. This range actually
lessens over time because as we get older,
the hairs in our inner ear wear out over time.
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or dinner, heard the system and said, ‘Do
you really think you are going to have
this only for you?!’”
As it was his personal project, Kwak
had already invested a lot of his own
money, and although the electronics
were stable, he was not happy about the
boxes that housed them. Thinking that
there was a correlation between a fast car
moving at speed through the air and the
fast movement of air from a loudspeaker,
he decided that the way forward was
to work with someone involved at the
top tier of car design, so he approached
Swiss Fibretec, the company in charge of
aerodynamics and body construction for
the Sauber Formula 1 Team.
“Along with one of their engineers and
a young French designer I recruited fresh
from college, I worked on shapes, starting
with the face of the loudspeaker, testing
it with Formula 1 aerodynamic tools,”
Kwak enthuses. “When we were OK with
that, we started to design the rest. It took
a year and a half to get to the point of
having all the surface elements finalised
in CATIA [CAD program]. We then looked
at different combinations of materials
and different sandwiches to deal with all
the different frequencies. The first was
finished in July this year and it’s already
proving a big success because everyone
loves the veracity of the sound.”
So does this veracity come from the
art of aerodynamic design, the science
of electronics or the alchemy of the creator? The latter, it seems, plays a bigger
role than you might think, and it all comes
back to that idea of psychoacoustics.
“Read a HiFi magazine and it will talk
about miniscule distortion figures in an
amp, for example,” Kwak explains. “But
the brain doesn’t care about that – it’s
more interested in the linearity of the
distortion. If the distortion is moving in
time, it is more difficult for the brain to
understand the instrument. So it’s better
to work on the real linearity of the component rather than on the distortion.”
This reminds me of some comments
Dickie had made in a similar vein
when we had been talking about room
acoustics, and whether they were
significant enough to overpower the
sometimes incredibly subtle nuances
that can define ultra high-end home
audio. In some ways, Dickie’s response
is similar to Kwak’s: “You go into a
room, you talk, you hear the acoustics
and so you have certain expectations

courtesy of ASKJA Audio
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Didier Kwak, the man behind the ASKJA
Origin amplifier and loudspeakers.

The ASKJA Origin system is based on
psychoacoustics, which taps into the
brain’s interpretation of sound rather
than just using standard metrics to
measure sound output and quality.

straightaway,” he says. “Then you play
music and the fact that it’s bonging away
isn’t a surprise, and that’s the beginning
– you get used to it. Bit by bit the brain
does its own calibration and neutralises
the room, and people get used to it –
although a bad room is not a good start!”
If you’re wondering whether psychoacoustics runs somewhat counter to
what Dickie, Kwak and other ultra-highend speaker designers strive to create –
effectively, that all that money is wasted
because the brain can perceive and
interpret sound far more flexibly than
the high-end components can fine-tune
it – think again. While it’s true that our
brains and our ears can compensate for
a lot, nothing quite beats the experience
of being confronted by an immersive,
consuming wall of sound where every
scratch of the bow, every nook of the
recording space, every harmonic of each
instrument is delivered so vividly. It’s
rather like opting for a glass of Petrus
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over your average supermarket Chilean
merlot – the latter is perfectly drinkable
and pleasant, but the former gives you
something incomparable that makes the
difference in price worthwhile if your
palette enjoys the complex subtleties the
Petrus can deliver.
Of course, adding giant speakers to a
yacht can present a number of practical
problems, not least of which can be the
size and weight. Kwak’s ASKJA speakers,
for example, weigh in at a hefty 200kg
each and do take up quite a footprint.
This, perhaps, is where something such as
the Giya can become very attractive.
Dickie has already developed a fixing plate
that matches the footprint of the speaker,
required by Japanese clients who often
have moving floors in their apartments.
Moreover, the composite construction
of the casings and the lack of need for
acoustic isolation, thanks to the design
features of the speakers, means that they
are much lighter – the second-largest G2

speaker case half-shells weigh just 12kg
each, as opposed to 60kg if they were
solid resin. Their slender form and formfollows-function aesthetic also means
they can be either hidden in a room or
dominate it, depending on what you
are seeking. And the sound is spectacular – nothing quite prepares you for the
exquisite joy of an ultra high-end speaker.
I have listened to Steinway Lyngdorfs,
KEF Blades and others, and Vivid’s Giyas
are right up there. I got goose bumps,
and saw colours. While integrated speaker
systems have come on in leaps and
bounds, and while digital signal
processing (DSP) can make a real
difference to the sound in any given
room if the owner is into music or just
wants to make a statement, a good pair
of audiophile speakers should never be
overlooked. Along, perhaps, with a gong –
if you really want to impress guests with
your knowledge of why high-end audio
sounds as good as it does. TT
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MARINE GENERATORS

Bond, I
presume…

MARINE AIR CONDITIONING & REFRIGERATION

World Class Systems | Worldwide Support
Northern Lights products are backed by a dealer network over 350 strong in more than 40
countries, with unparalleled factory support. By any measure, Northern Lights power generation
systems and Technicold marine air conditioning and refrigeration are the world’s best.

BY TIM THOMAS

Tim Thomas

As a constantly evolving field of technology, AV/IT can
pose a real challenge for yachts. But careful planning
and a degree of future-proofing can pay dividends,
as we discovered on a trip down memory lane aboard
Coral Ocean with BondTM’s Will Faimatea.

Marine Generator Set
Shown with Optional Enclosure

Customized
Air Conditioning Conﬁgurations

+1.800.762.0165
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Back then the yards would just be
told the owner wanted 20 televisions
and a Kaleidescape player.

As we walk on to the aft deck of Coral
Ocean – the yacht originally named as
Coral Island and launched in 1994 from
the Lürssen yard – Will Faimatea looks
up at the deckhead and smiles with
surprise. I follow his gaze to a clear panel
above, behind which lies an industriallooking lighting unit. “It’s amazing,” says
Faimatea, “that those lights are still in
there.” My questioning glance is quickly
answered. “That was one of my first little
projects when the owner said ‘make it
special’,” he continues. “We were paid to
go to nightclubs to find the latest gear. I
didn’t know much about disco lighting
and having selected these lights I said
‘let’s get them up in the ceiling’. I’m
amazed they’re still there.”
Our tour of the yacht during the Monaco
Yacht Show in 2016 is something of a
stroll down memory lane for Faimatea,
whose AV/IT integration company Bond
Technology Management celebrated
its 10th anniversary in 2016. Faimatea
joined Coral Island as ETO eight months
before her original launch from the yard,
and she was his first taste of the yachting
industry. It also marked Faimatea as
one of the industry’s very first ETOs, a
position that has only recently become
a standard addition to a large yacht
engineering team.
Our snoop around the yacht in 2016 is
the first time he has been on board since
leaving her in the mid-1990s, and offers
a fascinating glimpse not only into the
yacht itself, but also at how much – or
how little – has changed in the field of AV
over the last two decades. “I came in to
the project when most things had been
decided,” says Faimatea, “and they hired
me because I knew GMDSS, which by
coincidence I was teaching at the time.

GMDSS scared everyone at that time, and
they didn’t know what it was. I wondered
why they took someone who hadn’t any
[yacht] experience!”
The yacht’s timeless design is
testament to the skills of the late,
legendary Jon Bannenberg, and what
is particularly striking is that she looks
today as if she has just rolled out of the
yard. I wonder if that’s down to heavy
cosmetic makeovers, but no – her most
recent refit work centred on upgrading
the AV and IT, but the interior and the
décor itself is pretty much original. A few
ornaments have been taken away, and a
collection of ethnic art and artefacts that
the owner bought in its entirety from
a New York gallery has been scattered
throughout the yacht, but otherwise very
little is different. “It’s unbelievable how
little they’ve changed,” says Faimatea.
“She’s immaculate, even after 22 years.”
He opens a hidden door to reveal a
cramped cubicle space that used to be
the DJ station for the aft deck nightclub
– a cubicle that Faimatea recalls he was
shoehorned into for parties, and from
which he would have to emerge every
now and again because he couldn’t tell
from inside what he was actually doing
with the music and those deckheadmounted disco lights.
Our tour takes us further through
the yacht – Faimatea points to some
deckhead speakers in the owner’s suite,
which are the same as when she was built,
and smiles at the thought of the giant CRT
screen on the hydraulic riser at the foot
of the bed, now replaced with a slimline
display and mechanism – and deeper
into the recesses of Faimatea’s memories.
“It’s very nostalgic to be back on board,”
he says as we approach what used to be

his cabin in the crew area. “I didn’t know
what I was doing when I left Australia,” he
continues. “I just said, ‘mum, I’m going
away for two years’ – I didn’t know what
to expect living on a boat. The mistake I
made was I asked a friend on a commercial
ship if I could see what a cabin looked like
and he showed me his, which was big.
Then I got to Coral Island and saw mine,
and immediately said ‘this can’t be right
– there must be a mistake!’”
We probe deeper into the guts of
her modern AV systems to the spaces
where the original AV rack and server
room stood. While the spaces remain,
the equipment inside is very different.
It’s symbolic of the relentless march of
technology that is constantly changing
the face of AV and IT on board, and it is
something that Faimatea is well used to.
Since founding BondTM, the company’s
clients and references list has reached the
very heights of the yachting industry, and
includes three of the largest yachts on the
planet – Azzam, Eclipse and Dilbar. As an
electrical engineer who, in his crew roles,
was frequently called upon to answer
owners’ questions about the AV and IT
systems on board, Faimatea realised that
there was a better way to ensure AV/IT
and communications on board matched
owner expectations. “The idea was simply
to write functional specifications and
then put them out to tender,” he explains.
“It was being done in other industries, but
no one was doing it in the yacht industry
at the time. Back then the yards would
just be told the owner wanted 20 televisions and a Kaleidescape player.” Key to
BondTM’s approach was future-proofing,
such as the running of fibre optic cabling
even though it was more expensive – a
tactic that has paid dividends as previous
BondTM project yachts have come to
upgrade their systems with the latest tech.
That latest tech continues to evolve.
Last year, AV/IT and domotic specialists
Van Berge Henegouwen (VBH) introduced a new generation of domotic
interface and control that includes callup access from Apple watches, tailored
functionality according to the nature
of media being watched or listened to,
and a ‘follow-me’ function that works
via Bluetooth which tracks an owner’s
or guest’s movements from room to
room, effectively taking the music,
entertainment and control system with
them. “The whole concept of our product
is living technology, and the idea is to
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BondTM founder Will Faimatea (left) reminisces
on Coral Ocean’s sundeck with Piers Collinson of
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focus our systems in a way that makes life
more intuitive and simple,” says Ameet
Sarvaiya, VBH’s chief technology officer.
It is a concept that is being explored
far and wide, meaning AV and IT is no
longer just the preserve of the type of TV
technology you employ, or using serverbased entertainment systems in place of
hard media. The recently unveiled Josh.ai
system, for example, aims to take personal
control to the next level not only by
adding extensive voice control to lighting,
sound and other systems, but also by
introducing artificial intelligence to the
environment. “We’re essentially software
guys,” says Alex Capecelatro, co-founder
and CEO of JStar, the company behind
Josh. “We came into this saying the
experience in the home should be a truly
smart experience that is natural, intuitive
and beautiful, and everything should
work the way you want it to. Voice control
is central to what we’ve done – we’ve built
our user interfaces on both Android and
iOS phones and tablets, and offer handsfree integration through devices and with
the Amazon Echo far-field microphone as
well as a full web interface.”
With a Mac Mini at its core, the Josh
system simply plugs into the local area
network and automatically populates the
framework of the living space through
integration with existing systems such
as Lutron for the lighting and Sonos
for music and media. “The idea is to
enable really easy user interface control
and voice control for everything from
music and lighting to HVAC and locks
– basically all the smart home stuff,”
Capecelatro continues. At its core, the
voice control system has been developed
using natural language algorithms so
users – who will activate the system
much like you would using Siri on an
iPhone – can speak natural, multiple
commands. “The system is also built
around a learning mechanism,” explains
Capecelatro, “so that if the system doesn’t
understand, the idea is that it will begin
to learn and get smarter, but it’s all built
around those natural inputs. It’s one of
our unique IP components, and it’s that
idea of just rattling off whatever it is you
want to do – in a home it might be ‘open
the garage, turn on the fans, open the
shades and make the music a bit louder’.”
JStar’s ambitions extend further,
though, to include a level of intelligence
that means the system can integrate with
smart devices and communicate with,

say, service centres via the Internet of
Things concept, or even learn habits and
patterns so that when you come home
after dark, the system will automatically
turn the lights on for you or whatever else
you might typically do. While currently
aimed at high-end homes, typically of
1,000m2 and above, the system would
fit perfectly on a yacht. It highlights
the level of sophistication that is being
introduced in AV/IT and environmental
control in every aspect of our lives.
This does, of course, add pressure to
owners’ teams and to the engineering
team on board, and this all leads back
to the importance for owners and their
reps to get good advice from the outset
of a new build or refit project. “When it
comes to the AV/IT system, simplicity
and reliability is what I expect,” says
Joe Lewis, owner of the 68m yacht
Aviva and who currently has a new, 98m
Aviva in build at Abeking & Rasmussen
in Germany. “I am happy when this is
achieved, but it is important to make
sure you have the details clarified in
terms of what you actually need versus
what may be the newest technology on
the market. Vagueness or uncertainty
can cost money, just as purchasing what
looks good on paper can waste money.”
While it is, perhaps, not surprising
that Lewis has turned to Faimatea and
BondTM to manage the AV/IT on the new
Aviva, considering Faimatea spent three
years as ETO on the original Aviva, it
highlights the importance of drawing on
expertise, particularly when it comes to
fast-moving modern tech that will likely
prove central to the on board experience.
And as one of the leading AV/IT consultancy firms – a concept that others have
now started to emulate – BondTM
continues to push the boundaries. It has
just overseen the first yacht installation
of a Bel-Air Cinema – a service that
provides new film releases to personal
cinemas, downloading them overnight
via VSAT and screening them the next
day at full cinema quality. It’s a far cry
from Faimatea’s first taste of yachts
aboard Coral Island, but as we conclude
our tour of the yacht on the top deck
next to its glass-fronted plunge pool,
the yacht’s continued significance and
profile just proves that good design well
executed remains core of any project –
whether that’s in styling or in systems.
Faimatea’s disco lights in the aft deck
deckhead speak volumes … TT
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John Underkoffler, the man who created the magical user interface
(UI) for Tom Cruise in Minority Report, explains how the futuristic
world he envisioned for 2054 is influencing his own real-life
technological designs of today.

Early in my career, I had the good
fortune to spend a year as the endto-end technology adviser to Steven
Spielberg on the film Minority Report. I
was a recruit from the MIT Media Lab,
and in addition to imagining, inventing,
adapting and arranging countless small
and large bits of tech into a coherent
2054, I had to answer the question, ‘How
will people use computers in 50 years?’
This is how Oblong Industries, the
company I founded, got its unusual
start. Our flagship product – an
immersive visual platform called
Mezzanine, for time-critical and
collaborative computing – is the direct
non-fiction offspring of those Minority
Report computers.
For the film, we gave Tom Cruise
a gestural computing interface.
Gesture looks great in the movie and,
importantly, works and feels even better
in the real world. But gesture is not
the main point. It’s just that gesture is
one of the better ways of interacting
with the thing that really counts, pixels;
specifically, enough pixels to show all
the information germane to the task at
hand all at once.
We’re in an era of big data and yet
our digital toolset provides us with
little. Literally. We’ve only got little
glimpses made up of small pictures of
information unnaturally compressed
and violently simplified in order to fit

the frame. We’re designed to see the
foreground but also the horizon, see
straight ahead but also 180 degrees side
to side, and all this at once. Humans see
in parallel; only computers insist that we
regard one thing at a time. We need to
find a way out of this digital straitjacket.
Data interoperability isn’t going to
keep pace with the speed of business
innovation. It’s time to think about pixel
interoperability to better leverage our
brains. It’s time to move the workplace
from pixel scarcity to pixel abundance.
The foundations are in place: we have
the technical ability of larger and
larger displays, with the price per pixel
dropping precipitously. So availability
and affordability of large displays for
every surface is not the issue. User
interface – how to interact with the
abundance of pixels, how to arrange
and control information across multiple
distinct displays – is. This is where
the importance of user interface (UI)
becomes suddenly absolute, and
where Oblong’s expertise comes in.
As it turns out, architecture – the
physical space around us – already
provides a fundamental framework for
an abundance of pixels to immerse
workgroups in data and content in
every direction. This notion of threedimensional immersion for surfacing
insights, and arriving at solutions, is
something we call Infopresence.

This move to pixel abundance, to fuel
a new era of Infopresence, will feel like
a vista opening up. The capabilities
enabled on the other side of that
evolution are not simply a convenience
but will be critical to the basic
functioning of a 21st-century world:
economically, technically, politically,
commercially, socially. Working this way
feels immediately simpler, more natural,
attuned to the human mind and truly
exhilarating.
Veering back into speculative fiction,
there’s a reason why there is so much
display space in Tony Stark’s world in
Iron Man, a reason for every surface to
shimmer with ready pixels. Stark turns
information into value. The most efficient
means of transacting with information
is visually. So the more pixels he can
conduct through a powerful UI, the more
value he can access.
In the real world, ‘seeing more’ (literally
or metaphorically) always confers
an advantage. We’re at the moment
where at last we can re-form the
digital world accordingly, to let us see
– and so do – more. In Oblong’s world,
pixels are universally interoperable,
across displays and devices, CPUs
and operating systems. Ubiquity of this
condition is our inevitable and exuberant
future. There’s every reason to step into
it now. JU
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In the very first discussions we had on
how we could reinvent and improve
The Superyacht Report, it didn’t take long
for us to agree that there needed to be a
stronger focus on the day-to-day running
of superyachts, from those captains,
first officers and chief engineers on
board to the increasingly employed yacht
managers working shoreside.
Having an entire section of this
new and improved magazine dedicated
solely to yachts’ operations post-delivery
is really a mirror of what we’d like to see
in the wider superyacht industry. There
needs to be a renewed focus on senior
crew, and those who work with them.
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Designers know the ins and outs at the
conceptual stage, shipyards at the build
stage, but when that vessel hits the
water and the owner steps on board for
the first time, it’s all down to the captain,
their crew and, where applicable, the
yacht manager.
These are the people closest to the
yacht at a time when it’s being used as intended. These are the people closest to the
person who commissioned the yacht in
the first place. And, perhaps most importantly, these are the people who have to
act first when something goes wrong,
whether we’re talking about a provision–
ing company falling short of an owner’s

request or, as we have seen so many times
in the media over recent years, when
there’s an accident, or worse, fatality.
To underestimate the importance
of these people at the helm is ignorant.
They deserve page space but, more
significantly, the industry requires these
people get recognition.
And that’s exactly why we’ve introduced this focus. This section will be one
where you can find everything you need
to know about the intricacies of running
a superyacht from those who perform
the task on a daily basis.
Welcome to the operations section.
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As long as regulation is developed
and, more importantly, applied
appropriately, compliance is achievable.
A great deal of column space and
forum time have been dedicated to the
impact of increased regulation on the
yachting sector and how this negatively
impacts on-board efficiency and, in
some cases, safety, due to ill-conceived
requirements. The superyacht industry
has gone from largely unregulated to
an industry that is essentially subject to
the same level of regulation under which
the commercial fleet operates – in a few
cases, more stringently. Not only has the
volume of regulation to which yachts are
subject increased, but the rate at which
the regulatory framework has developed
has had a major impact on our industry.

ISM has also provided a higher level
of administrative controls, including
planning and tracking, not to mention
the provision of a useful conduit for
yachts and management houses
to share incident information and
cross analysis. The elements of ISM
that have caused burden are mainly
related to auditors that are requiring
a higher level of reporting than we
believe is mandated by the code. The
result: crew spending too much time
doing administrative work and not
enough time doing the important work
that ensures real safety and positive
environmental results.

In addition to the rapid growth and
implementation speed of regulation,
there are concerns over the applicability
of the regulations to the operational
profile of the yacht sector. Despite
being a multi-billion-dollar industry, the
large-yacht sector is still not regarded
as large by the commercial maritime
community. As a consequence,
regulations are being developed for
the commercial sector and, while these
are in some cases inappropriately
applied to the yachting sector, the
yachting industry is not fully represented
and is unable to shape or develop
the regulations in a manner that is
consistent with yacht construction and
yacht operations.

Since the wake-up call caused by MLC,
the industry has learned a lesson and,
thanks to the efforts of the PYA, SYBAss,
ISS and other industry bodies, the yacht
sector now has representation at the
International Maritime Organization
(IMO) and International Labour
Organization (ILO), to at least ensure
that the industry is considered when
new regulations are in development.

A prime example of this is the Maritime
Labour Convention, 2006 (MLC), which
was to have a major impact on the
large-yacht sector but was developed
without appropriate input from the
industry. Fortunately, through industry
intervention and advocacy, the industry
has survived the introduction of MLC,
although there remain elements that
are not considered appropriate within
the yacht operational profile. We all
agree that the International Safety
Management (ISM) Code has raised
certain standards, especially in sectors
that are poorly funded and managed.

A discussion on the impact of increased
regulation on the yachting industry is
one thing, as the industry continues
to demonstrate its adaptability and
resilience, but a subject that is perhaps
more germane is the impact of the
regulatory burden on the crews who are
trying to do the job they are hired to do,
which is to provide the owner with the
experience that they expect when they
enter into yacht ownership.
This is where the often criticised yacht
manager has a major role to play. The
yacht manager should, to all intents and
purposes, shield the owner from any of
the negative aspects of yacht ownership
while supporting the crew to the fullest
extent possible. Clearly a captain who is
overly focused on ticking the regulatory
box is not going to be 100 per cent
focused on the owner’s needs.

With this in mind, an effective manager
and operator must be the front line
when it comes to application of the
regulations. The manager’s role is to
develop procedures and processes to
ensure that vessel crews can comply
with the requirements in a manner
that allows compliance without
overburdening the crew.
This is especially true when it comes to
ISM and ISPS procedures. It is imperative
that the Safety Management System
(SMS) and supporting documentation
is appropriate to the vessel’s needs and
should not be overly bureaucratic. These
codes inevitably require information to
be held ashore, and the manager needs
to conduct its checks and balances, but
one of the key objectives is being able to
extract as much information as possible
directly. The captain and crew have
enough work to do on board without
jumping through hoops to demonstrate
to management that they are doing
what they should be doing.
One of the major concerns is the burden
of crew having to do a task, produce
a task report and then produce a
separate report to management. A
system that streamlines this process is
most effective in reducing the burden
on crew.
Much is said about over regulation, but
as long as regulation is developed and,
more importantly, applied appropriately,
compliance is achievable. Ultimately, the
importance of the manager’s role in the
front line, to liaise with the authorities,
to assist with any interpretation and
develop streamlined and practical
procedures, cannot be stressed highly
enough.
Regulation is here to stay, and captains
and crew need to rely more than ever
on shoreside support to help them
through, to ensure we keep the fun and,
ultimately, the owners in yachting. PS
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A safety debate
with six carefully
selected captains
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Safety is, sadly, still a problem
in the superyacht industry – a
quick scan of media headlines
pertaining to accidents on
board is strong evidence of
this. Every time an accident
happens, fingers of blame
point in all directions, but it’s
rare that anyone – either an
individual or an organisation
– takes responsibility. Today’s
captains explain who they
think need to step up and
take charge of the safety of a
superyacht, owners, guests
and crew.

AND TAKE
RESPONSIBILITY
FOR SAFETY?
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I actually shudder when I see some of
the suggestions written about safety
of personnel on board superyachts.
Should the authorities introduce more
regulations pertaining to safety on
board? Absolutely not. Should managers
be coming on board superyachts more
frequently to check safety standards?
Definitely not. Should Port State Control
be doing this? Certainly not beyond that
of the current levels of annual audits
and surveys required. Should training
schools focus more on safety? Maybe!
There is certainly a role for them to play
here with regard to the education of crew
during their training programmes.
It is the absolute responsibility of
the captain and his team, which will
include a safety officer, to ensure that
the yacht and the procedures on board
are sufficient to maintain a high level of
safety for all the crew and guests. The
management company could well be
involved to assist the captain and crew
with this but, in my opinion, it is not
their responsibility.
During crew meetings and on-board
team gatherings, there should be a forum
for any crewmember to be able to raise
safety concerns and for those concerns
to be adequately dealt with at that time.

No crewmember should be asked to
perform a task they feel is unsafe, and
no officer should ask a crewmember to
undertake anything risky. If necessary,
a risk assessment should be undertaken
before anyone is asked to do any job that
has an element of danger about it. Crew
should be taking more responsibility for
their actions.
With regard to the design and build
aspects relating to safety then, yes, it
is also the responsibility of designers
and builders to consider how best to
incorporate any measures necessary to
enable the crew to work safely on board
their wonderfully designed and built
yachts. It’s all well and good constructing
something with flowing lines that looks
absolutely fantastic, but it also has to be
practical and safe to work on.
Finally, you can have all the
safety measures, tools and necessary
equipment in place, but occasionally
someone will take a short cut when doing
a job and possibly have an accident.
It’s a sad fact that even though we all
do our very best to try to ensure nothing
tragic happens, if it does, someone is
to blame; there is no such thing as an
‘accident’ anymore.

CAPTAIN
VALTER COSTA
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Responsibility for safety, and much more,
lies on the captain’s shoulders. Should
something go wrong, there should be no
doubt about who has to step up.
However, to my surprise, things tend
to go wrong from the very beginning.
There is no organised and consistent
basic training that delivers a broad view
on what is expected on board: ‘instilling’
the right attitude, showing best practices,
passing on boat culture, the need for selfdiscipline, the requirement for proper
induction before even stepping on the
gangway. These measures should be
closely followed by educational training
and constructive assessment.
But what is happening nowadays?
Generally speaking, jobseekers come
looking for the first opportunity on board
with a full set of certificates already in
their pocket. Some have the Yachtmaster
Certificate of Competence even before
starting. Really? Is this possible? Yes,
it is, unfortunately. This is even more
unfortunate if we consider that the
Yachtmaster exam is actually the last one
in which a future captain is assessed for
practical seamanship and management
skills. Really? Yes, for real.
We should have a strong organisational structure that would assess people
and filter the promotion to captains or
heads of department. But we do not have
that, nothing even close. So, sometimes,
we risk having the wrong people in

charge. Could this be problematic? Yes,
because the training and constructive
assessment are not there. The yacht
might run on its own and not from the top
down. Then no one is taking responsibility on board and serious issues such
as safety may be overlooked.
Yachting should stop finding excuses
and exotic solutions, and stop embracing
a blame culture. It is very obvious and
most of us can see where the problem
lies. But has anyone tried to come up
with a solution? No, the subject is far
too complex, and I am afraid yachting
is not being taken seriously by owners
and managers. Of my three previous and
current owners, not one of them would
employ most of the crew, including
captains, in their companies. Why? Pure
incompetence.
Safety is a very serious and important
part of the roles of senior crew but
what if you just do not know what to
do or, even worse, you try to pass on
the responsibility or blame someone
else instead of taking the necessary
preventive or corrective measures?
Now the problem becomes serious ...
assuming responsibilities, being competent. Maybe that is why the certificate has
the word ‘competence’ on it – because
it is fundamental! But I am afraid the
senior job roles are nowadays frequently
(and very conveniently) misinterpreted.

ADVERTISING
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SAFETY
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EDWARDS

the existing rules across the whole fleet,
perhaps based on crew numbers rather
than tonnage and usage, would improve
the overall safety culture. Additionally,
it would extend into recruitment, as
crew move around. If the standards
were the same across all vessels, then a
crewmember changing from private to
commercial would already be familiar
with ISM and its requirements, and there
would not be so much of a culture shock.
The last thing we need is yet more
training courses, adding to an already
disjointed training course scheme
and adding further costs to crew and
owners for little gain (except to the
training schools!). A proper fleet-wide
implementation of the existing safety
rules for larger vessels would be a big
step forward.

S/Y BAYESIAN

Safety on a vessel needs to be emphasised
from the start as part of the culture on
board all yachts. If the standard was
consistent across the fleet this would be
much easier. The International Safety
Management (ISM) Code has gone a long
way towards achieving this, but why is it
measured by tonnage and usage? Surely
the five or six crew on a 300gt private
yacht, and the passengers, have the same
rights to a safe environment as those on
a 501gt charter yacht? I’ve operated both
types of vessel in my career and found
little difference between the two when it
comes to safety (hardly surprising).
But to develop a safety culture on
board, it would be very helpful to have
a legal requirement to operate correctly.
People (crew and owners/managers) are
very quick to lower their standards if nobody is telling them they have to work in
a certain way, following certain procedures. Once the mechanics of setting up
an ISM are completed, a well managed
system is very simple to run and impacts
very little on the day-to-day operation
– apart from increasing confidence that
the vessel will remain accident-free.
I don’t believe that we need more
standards, training etc, but applying

The Superyacht Report ISSUE 175

CAPTAIN
DAVE EVANS

safe manning to ensure we are not tired
or undermanned to reduce risk as much
as possible. But let’s be clear: we are
reducing risk, not eradicating it.
There are instances when it is not
possible to operate a yacht without
someone being exposed to a risk of injury,
especially, in my experience, a sailing
yacht with any racing programme, as
risk is inherently involved with sailing
fast and hard in the company of other
large sailing yachts. With motoryachts,
in my opinion, it is easier to control
this risk, yet risk of injury still exists in
manoeuvres such as anchoring and the
launching of tenders. This is exacerbated
in heavy weather or anywhere where
large loads are involved. There is always
a risk of gear failure, but hopefully there
are systems on board to minimise the risk
to the individual while allowing them to
complete the work necessary.
There have always been accidents
at sea. The sailors’ rule of ‘never leave
dock on a Friday’ stems from the Royal
Navy paying crew on a Thursday and the
crew – after spending the night in a bar,
with a pocketful of cash – liable to have
more accidents falling out of rigging on
a Friday. The Titanic set sail on a Friday.
This doesn’t mean we shouldn’t ever
sail on a Friday, it just shows a higher
incidence of accidents on a Friday.
I believe crew should be very much
responsible for their own safety and
also that of each other. Encouraging the
crew looking out for their colleagues can
reduce the risks immeasurably but also
promote a safety system aboard which is
second to none – common sense!

S/Y VICTORIA

I am not 100 per cent sure why the question of safety aboard would be unclear;
everyone is involved in safety. ‘It never
takes a day off’ is the standard phrase
you will hear along with ‘safety is no
accident’. Plenty of laws are passed to
ensure we all keep safe, there are plenty of
paperwork exercises, risk-assessments,
harnesses, special uniforms, training
courses and systems on each yacht, all
aimed to ensure the safety of the yacht
and the individual. There are regulations on hours of rest and minimum
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CAPTAIN
NICK WIGRAM
M/Y LADYSHIP

The issue of safety needs everyone to
come to the party: the captain, heads of
department, crew, management, designers, owners, insurers and regulators.
Let’s look at regulation. While an
effort has been made towards having one
rule for all – that’s what SOLAS, STCW
and Port State Control are all about – as I
see it, the biggest issue at the moment is
that there is no global safety standard for
yachts.
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There are two camps – commercial
yachts and private yachts. Many of the
private yachts are flying the Cayman
Islands flag. The Cayman Islands administration is quite clear: they strongly
recommend that private yachts follow
the manning tables and are run to commercial standards.
In many cases, the reality is very
different. A large number of private yachts
don’t follow the manning tables (and fair
enough – many of the most competent
captains and engineers don’t have MCA
tickets); the safety-management system
gets bypassed, there are few procedures,
regular drills don’t happen and the crew
get no scheduled hours of rest. Is it going
to take a tragic accident to change this
to one rule for all, regardless of flag and
status? Why are these boats avoiding the
regulations?
The answer is that the world has gone
mad and it requires an incredible amount
of time, effort and money to comply with a
set of regulations that grows daily and that
no one can keep track of. It seems crazy
having to pay €1,000 to have a magnetic
compass swung, or many thousands more
to have a surveyor look around for a few
hours and sign and stamp a piece of paper.
While the pendulum has been
swinging in the direction of greater safety
aboard, which most people agree is a good
thing, the negatives are becoming only
too clear: excessive costs to the owner for
annual checks and surveys, the certificate
folder full to bursting point, the stress
of never-ending paperwork, and crew
wearing so much safety gear that they are
putting themselves at risk through losing
touch with their senses.
What is the way ahead? It won’t
happen overnight because there is a
whole industry busy creating regulation,
but there should be one rule for all,
simplified regulation, documentation
and survey, and modernised equipment.
Technology should help. Electric distress
lights will replace flares, and surely it is
possible to manufacture a liferaft and
a fire extinguisher that will last five
years and just needs the pressure gauge
checked monthly.
A final note ... I got ticked off a few
years ago when the manager admiring the
rogues’ gallery in the crew mess spotted
a photo of the engineer sitting on the
spreader. In the past, any sailor worth his
salt could climb to the top of the mast;
now he needs a full harness, two strops,

All your tenders
all your toys

a fall-arrester, a lifejacket, certified and
tested rails (and probably a parachute
as well) if he is more than 2m above the
water!
Who would you feel safer sailing with?
The fit and able engineer who was sitting
on the spreader or the lad with the fallarrester who has lived a risk-free life and
will probably never have the opportunity
to take responsibility for his own safety?
It makes you wonder where all the
regulation is heading. Maybe it needs the
pendulum to swing back to a point where
there is a culture of safety with a healthy
element of risk!

CAPTAIN
CHRIS BLUNT
S/Y IS A ROSE

E
LF
SASSESSMENT
As we are a sailing yacht, I don’t think we
have the same concerns for crew safety.
However, we always follow the MCA and
SOLAS directives when we have people
aloft. I don’t think we have any concerns
or recommendations as the MSN and
MGN notes all seem sensible.
Don’t forget self-assessment prior to
taking any risks. It is up to the captain to
decide what is safe or not safe, and they
must make changes as needed.

BUILD | DELIVERY | AFTER-SALES | BROKERAGE | SLIDES | JET SKIS | SEABOBS | FLYBOARDS | & LOTS MORE

UK: +44 2380 01 63 63

FR: +33 489 733 347

US: +1 954 302 9066

email: info@superyachttendersandtoys.com www.superyachttendersandtoys.com

TLC Refit & Repair

Right: A crewmember working aloft,
but with no helmet or lifejacket.

Smooth
Riding
BY BRYONY MCCABE

Crew have very serious safety
obligations to fulfil in terms of wearing
harnesses and other equipment when
working aloft or overside. But some
yachts are built or designed without
the necessary safety systems installed.
TSR asks the experts how the industry
should adapt.
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The MCA’s Code of Safe Working
Practices for Merchant Seamen and
the Large Yacht Code 3 are two publications outlining that crew should
be wearing harnesses, among other
precautions, when working aloft or overside. But how can crew fulfil these safe
working practices when some yachts do
not have the equipment needed to meet
the requirements?
“Issues can arise when a yacht is built
as private but later becomes commercially operated, or when a vessel is built
to Code but can’t find the certification
years later,” explains Angus Lamming,
senior surveyor at the Isle of Man Ship
Registry. “Many yachts are fitted with
trackways that were never designed for
man-riding, or with systems that have
never been tested or approved.”
According to classification society
Lloyd’s Register, there can be big variations in standards. “Harness trackways
and associated fittings are within the
scope of the applicable statutory requirements, as opposed to class rules,” says
Julian Smith, lead specialist in fire and
safety. “Consequently, it is the Flag

Administration that specifies and
implements the technical and certification requirements that relate to the
adequacy of these systems.”
In light of this, Smith explains that
there are no regulatory requirements
to say such items must be provided, but
when these items are used for working
aloft or over the side, compliance with
the applicable standards is mandatory.
“It is important to understand that some
trackways found on yachts may be
certified for use in sail handling but not
for the suspension of persons, which is
significantly different in terms of testing
and certification,” he adds.
The issue has been fully identified
by the MCA which has published a
Marine Guidance Note, MGN 422, in
response. “The use of single-point safety
‘rail-and-trolley’ systems is becoming
more prevalent on vessels, especially
megayachts,” the notice explains. “Most
consist of two travellers linked in tandem
that can be separated if necessary into
independent units. These are fitted
to a metal track rail [that] allows the
travellers to glide along it [and to which
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Issues can arise
when a yacht is
built as private
but later becomes
commercially
operated, or when
a vessel is built to
Code but can’t find
the certification
years later.

support harnesses are attached]. There
is the option of having more than one
traveller on the rail.”
However, the notice agrees that many
of these systems have been designed
and installed for the sole purpose of sail
handling, and not for supporting crewmembers working over the side or aloft.
“Equipment which is used for lifting
persons must be designed for the
purpose and it is not acceptable to use a
work station harness or a bosun’s chair
attached to a rail-and-trolley system
designed for sail handling to enable
window cleaning or other overside
maintenance to be undertaken,” the
MCA concludes.
So whose responsibility is it to ensure
that adequate equipment is available?
For Lloyd’s, trackways are a technical
item that the owner’s rep needs to
highlight early on in the design cycle,
perhaps even at pre-contract stage.
“Trackways affect the aesthetics of
the yacht, but the owner’s rep needs to
advise the owner that it is a requirement
for the day-to-day cleaning and maintenance operations, and to protect crew
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Our Customers Write
Better Ads an We Do.
The best clients are repeat patrons. Our regular customers trust only
Derecktor Shipyards with their yachts, time and time again. It is our passion
and our privilege to work for you…and it shows in every job we do.

– Roberto de Guardiola – owner m/y Highlander –
164’ Feadship
“A top to bottom paint job in conjunction with a ten year
Lloyd’s survey is no easy task. The crew at the Florida yard not
only got it done, but got us out ahead of schedule so we
could get on with a busy Mediterranean charter season.”
– Captain Butch Vogelsang, m/y Dream – 170’ Feadship

“From the front office to the bottom crew, everybody has the
’let’s get it done right’ attitude. They take great pride in your
project.”

End stop

Bottom: A typical set-up for
attachments to the traveller
1. Full-body safety harness
2. Working harness
3. Tool service car.

Tandem car

Lanyard
attachment points

1

2

Track rail

3

– Captain Doug Coe, m/y Hilarium – 137’ Hakvoort
“In April, 2015 Dorothea III docked at Derecktor Shipyard.
It has been 3 1⁄2 years, nearly 65,000 nm and over 51
countries visited since the vessel departed Derecktor after an
extended refit. The vessel has performed flawlessly and I
attribute this to the quality of workmanship, attention to
detail, and the knowledgeable management team at
Derecktor Florida.”
– Captain John Crupi – m/y Dorothea III – 147’ Cheoy Lee

Captain John Crupi

Call today and join our growing ranks of satisfied customers

New York:
Florida:
Maine:

Optional equipment
car & Connector plate

Maritime and Coastguard Agency

“The project surpassed our expectations and we are amazed
at the complexity and thoroughness of what has been
accomplished. We found a complete “can do” attitude and
have had complete trust that we were being treated fairly.”

Top: An example of a traveller
showing its construction.

All load-bearing
equipment,
including its
supporting
structure, needs
to be properly
designed and
constructed.

914.698.5020
954.920.5756
800.255.5206

from a safety point of view,” says Smith.
“If the designer is briefed on the
requirement early on, then they have
every opportunity to ensure that such
arrangements can be hidden from view
and are aesthetically pleasing when not
in use.”
As Smith points out, the main
challenge with retrofitting such systems
to existing yachts is that the supporting
structure that such fittings are attached
to is just as important as the equipment
itself. All load-bearing equipment, including its supporting structure, needs
to be properly designed and constructed.
Retrospectively, this could mean a lot
of inconvenient and expensive work as
it may involve stripping out the interior
or other areas of the yacht to gain
the necessary access required for its
installation.
During the build, the shipyard should
also bear responsibility. “Flag States
and Classification Societies are only
able to monitor compliance,” explains
Marc Verburg, fleet operations manager
at the Marshall Islands Ship Registry.
“Ship builders should ensure that only
certified equipment is installed. The RMI

Yacht Code requires that all equipment
installed for working aloft and over the
side complies with certain standards,
is maintained in accordance with the
manufacturer’s instructions and has
been tested and approved by class.”
In general, the designs that Lloyd’s
sees do incorporate these systems to
one degree or another. “It is, however,
important to note that we also expect the
supporting calculations to be provided
as part of the plan-submission schedule
to ensure that the supporting structure is
sufficient for the intended use,” Verburg
adds. The Classification Society then
reviews these calculations and examines
the structure during on-site surveys to
verify that it has been constructed in
accordance with the approved plans.”
Compliance with the remaining
requirements of the applicable regulations can then be met through the
provision of suitably certificated products and components, load-testing of the
completed assemblies and training of the
crew in the proper use of such systems.
Having been concerned with the
installation and testing of ‘rail-andcar’ safety rail (RCSR) systems, the

derecktor@derecktor.com • www.derecktor.com
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“Nobody wants to do a prototype’s
drop-weight test on a finished model
– it’s likely to crack the gel coat at the
very least – so we suggest it is carried
out on a representative mock-up of
the vessel’s superstructure.”

Isle of Man Ship Registry issued a
Manx Shipping Notice, MSN 054, to
stipulate the requirements for Isle of
Man-registered yachts, with particular
attention given to the approval of the
method of attachment of the rail to the
yacht structure. The notice was issued
in light of a number of accidents using
substandard RCSR systems and is an
exemplary framework to which the rest
of the industry can look to for guidance
on the issue.
In order for an RCSR to be approved
for use on an Isle of Man-registered
yacht, the hardware must firstly be
type-approved but, equally important,
the method of installation of the RCSR
system to the underlying supporting
structure (substrate) of the yacht is
required to be approved by a recognised
surveyor. If it cannot be confirmed that
the design of the attachment to the
substrate is identical to that used in the
type-approval process completed by
the RCSR’s manufacturer, or through
approval of the design on another vessel,
separate pre-installation testing is
required to be satisfactorily completed
prior to the system being installed.
Where an RCSR system is to be used
on board an Isle of Man-registered yacht,
it must be tested, certified and approved
to the recognised European Union
standard for fall-protection equipment,
BS EN 795: 2012, Class D, and should
display the CE mark. The installation
of the RCSR system to the substrate of
the yacht must be also tested to meet
the requirements – yacht substrates can
be of many differing thicknesses and

10 2

materials, as can the fixtures and
fittings that secure the RCSR system
to the substrate. When the method of
attachment to the substrate has not been
approved, additional static and dynamic
load tests will be required to prove the
strength of the individual installation for
each type of base material/fastener type.
“We look to the shipyard to ensure
that trackways are approved and tested
with a drop-weight test,” says Lamming.
“Nobody wants to do a prototype’s dropweight test on a finished model – it’s
likely to crack the gel coat at the very
least – so we suggest it is carried out on
a representative mock-up of the vessel’s
superstructure. This will have already
been mentioned in the pre-build meeting
so will be factored into the overall cost. In
my experience, it has become common
knowledge among shipyards.”
As with all lifting appliances, the Isle
of Man requires that, once the device has
been installed, an initial proof load test
shall be carried out before the system is
taken into use. Proof load tests are also
required at maximum five-yearly intervals, or more frequently if so required by
the manufacturer.
For those crew working with noncompliant and pre-existing systems,
other solutions are advised. “We always
try to be pragmatic and look at the
alternatives, but if a trackway system
is not demonstrably safe, then the only
option for the crew is to wash the windows
from the quayside,” says Lamming.
“Most builders and designers should,
and I believe are, aware of the importance
of following the relevant regulations,”

concludes Verburg. “The regulations
do not require that the systems are
installed, but do require safe working
practice if the job is to be carried out. If
the owner does not want a certain system
installed, they take the responsibility for
ensuring that no crewmembers perform
potentially dangerous work. It then
depends on the senior management of
the yacht to monitor that the equipment
is used for the intended purpose and in
accordance with the guidelines.”
Smith agrees that the decision to
install these systems ultimately falls on
the owner, but it is not one that should
be taken lightly. “For owners building a
yacht solely for private use, they need to
be mindful that while the vessel may not
be being used in a commercial capacity,
they are still employing professional
seafarers and consequently owe the
same duty of care to them to provide a
safe working environment,” he explains.
“In the event of an accident, the owner
could still be exposed to the same levels
of liability as an owner of a commercial
yacht.”
Crew are becoming more and more
professional and, with high-profile
accidents occurring when working
aloft and overside, safety concerns
surrounding the proper use of harnesses
and trackways are gaining momentum.
The fact that superyachts are not just
aesthetically
pleasing,
comfortable
designs, but also professional working
vessels is too often overlooked in the
industry. It is time that safe and practical
operations are given their rightful place
in the design process. BM

Announcing
Two Locations
in the Caribbean

What’s going on at
National Marine Suppliers?
With five locations globally and one more about to be up and running National
Marine Suppliers has been quite busy improving customer service levels from all
angles. The 2015 season was a year of improving our strategical presence in our
newest locations of St. Maarten and The Netherlands. Our St. Maarten location
saw the greatest increase in service levels by establishing a better network of logistics,
this coupled with strengthened relationships on the island provided our customers a
much better experience for both quick provision visits and long term stays. In our new
location in the Netherlands which is conveniently located in the yacht building area
of Aalsmeerderbrug, we are able to source European parts with ease.

NEW DIVISION

NEW LOCATION

A GREAT SERVICE

Yacht Haven Grande, an IGY Marina in St. Thomas USVI, has been awarded
the 2016 Superyacht Marina of the Year Award. To meet the demand of the
yachting industry and with the support of IGY Marinas, National Marine
Suppliers is pleased to announce that we will be opening our new location
inside Yacht Haven Grande marina for the 2016/2017 season. This location
will make it even easier to provide world class service and exceed our customer’s
expectations while visiting St. Thomas. The location just behind the Customs
House and the IGY Dockmaster’s office will stock the most common supplies
for all departments of a vessel as well as provide experienced staff members
for customer assistance.

The newest division of National Marine Suppliers is our Custom Yacht Solutions.
In a world that revolves around the three basic principles of quality, value and
customer service we have decided to manage many custom yacht requests
ourselves. This has gone on to create our manufacturing of custom fenderhooks,
solid core transom fenders, custom stainless applications, and many other solutions
for specific needs of our customers. National Marine Supplier’s team of experts
manages the job from start to finish all with one thing on our mind, provide the
best products at the best prices with the best customer service level both during
and after the project. We are proud of what we are doing as our customer service
levels in the department are setting us apart from all others.

Another great division that National Marine Suppliers has developed is a full-scale
on-site service department. We realize the importance of all of your toys being
turnkey. We have a group of certified technicians for all types of water toys from
tenders to Seabobs and everything in between. Our qualified staff is ready to
handle all of your needs from preparations for a new purchase, pickup, delivery,
or any repairs. This department was created to make a seamless toy experience
for you. We also offer secured storage for superfluous items belonging to the boat,
owner, and crew. No toy exists that we cannot source, purchase, or create to make
your yachting experience unforgettable. From full-size center console tenders to jet
skis and personal vehicles we can store and maintain it all.
www.nationalmarine.com

St. Thomas

St. Maarten

5

FUEL
SUPER
SMART.

PREMIUM YACHT FUEL

Delta Petroleum Caribbean Group
Tel.: +590 590 87 58 47
Email: fuel@deltapetroleum.com
St.Martin / St.Maarten – British Virgin Islands – St.Kitts and Nevis – Anguilla

ENGINEERING THE FUTURE

COMMENTARIES
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MIN 524, the Marine Information Note outlining a
new engineering training structure for small vessels,
has been causing a stir in the engineering sector.
We take a look at the changes.

BRYONY

The Maritime and Coastguard Agency
(MCA) recently released MIN 524 – a
Marine Information Note detailing a new
training and certification scheme for
engineers of vessels under 3,000gt – to
create Certificates of Competency (CoCs)
that are interchangeable between sectors,
more relevant to small vessel engineers
and facilitate faster routes to promotion.
This will eventually replace the current
Y4 to Y1 certification structure.
The revised scheme has evolved
from a working group that was formed
of delegates from the main UK training
providers, along with representatives
from the MCA, the International Association of Maritime Institutes, the fishing
industry, tug industry, offshore support
vessels, UK Border Force, National
Workboat Association, serving yacht
engineers and two major engineering
institutes. The standards and relevance
of the new training syllabus were foremost on the working group’s agenda.
The clear positive of the new CoCs
is that area limitations are removed
for engineering on all small vessels.
This allows interchangeability between
sectors, and the course syllabus has
been refreshed to be more relevant to the
small-vessel sector. For the superyacht
sector, this means more opportunities for yacht engineers, and could
potentially aid the engineer shortage
by attracting candidates from other
maritime industries.

1

MCCABE

The new structure presents routes
to progress to larger kW certificates and
there is an even faster route for those
engineers taking the Marine Studies
Qualification route and a Diploma in
Maritime Studies. The blended learning
abilities mean less classroom time –
a particular benefit to those working
in the superyacht industry with busy
itineraries. The addition of a training
record book, required from Approved
Engine Course (AEC) to Second Engineer
and subsequent promotions, will log
experience and can also validate sea
service.
For superyacht engineers, the reduction in sea time for the new Experienced Seafarer route will be another big
plus. The number of days underway at
sea is now representative of 1.5 days’ sea
service. Therefore, what was a ninemonth qualifying period would become
just a six-month qualifying period. Up
to 25 per cent of the sea-service requirement may now also include time in port,
at anchor or in the yard.
MIN 524 is a major milestone that
the engineering sector has been anticipating. While there may still be a few
final minor amendments due to feedback
from the working group and stakeholders, the overall structure promises
to improve training and certification
standards across the board. BM
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EXPERIENCED SEAFARER'S ROUTE

Tim Moss, part of the workgroup
behind MIN 524 and head of
engineering at Bluewater, explains
some of the details for engineers
looking into the new structure.

Courtesy of Bluewater

§H
 old AEC 1 & 2
§ Complete 36 months' combined
sea service & workshop training,
of which at least 6 months must
be watchkeeping/UMS duties
§ Pass MCS oral examination

How long will it take until we start
seeing training centres offering –
and yacht engineers taking – the
new certification route?
It should be noted that engineers can
stay as they are for as long as they like –
it’s all a matter of whether they are in a
position to transfer to the new system, or
they are starting out afresh as a newbie.
The current training and certification regime – with its limitations and
non-transferability – will run until 2021.

The new routes will be ‘phased in’ as
training providers are able, probably
starting with the new small-vessel engineer Experienced Seafarer route from
June 2017; therefore, the two will run in
tandem for some time. Transfers and
conversions will be available very soon.
What advice would you give to
yacht engineers looking to do their
next ‘Y’ ticket in the near future?
I would advise students in the short term
to continue with their current training
for their next CoC without delay and
then transfer to the new system. AEC
is going to get harder, and so is limited
Chief Engineer (formerly Y3). It should
be noted that you cannot do parts of one
route and parts of the other midstream
for the same CoC and thus plot an easier
course for the crafty yacht engineer.
There will, of course, come a time
when it will be quicker for students to
embark on the new training route with
the lesser sea-time requirement and the
new syllabus exams. This depends on the
individual and his or her circumstances.
Individual enquiries should be addressed
to the MCA for the official response, as
training providers can only advise.

§C
 omplete SQA/MCA modules
& pass written examinations in:
- Marine Diesel Engine
- Auxiliary Equipment Part 1
& Operational Procedures
- Hotel Service & Ship Construction

SECOND ENGINEER SV

<3,000GT & <9,000KW COC

Courtesy of Bluewater

WITH TIM MOSS

What are the main changes
for engineers starting out
in the new system?
The changes are many and quite
complex. The new routes all start with
the AEC, but there will be no Marine
Engine Operators Licence (MEOL) or
stand-alone skills test for yachts. While
not a CoC, the AEC will be the starting
point for engineers.
It was agreed that the AEC needed
to be bigger, better and mandatory
to provide a logical stepping-stone to
the next level. This, and the lack of
credibility of the ‘skills test’, was the
catalyst for a review. The AEC will now
be two weeks long and mandatory. Those
already holding AEC and who have three
months’ sea service while holding the
AEC will not have to do it again.
A training record book will be issued
for all students starting from new to
progress to the next qualification. There
will be three new routes to what was Y4,
now to be called the Second Engineer
Certificate.

§ Complete TRB during sea service
after enrolment on course
§ Hold valid ENG 1
§ Complete applicable Ancillary
Safety and Technical Training
§ Complete Workshop Skill Training

Are the same limitations for yacht
engineers still in place?
The limitations on tonnage and kW are
the same as before as these were set by
STCW, not the MCA. However, with MIN
524, new routes and recognition now exist
for bigger vessels and larger kW. BM

§W
 hile holding an SV Second
Engineer COC complete a
minumum of 6 months' sea
service on 350kW vessels
and 6 months' sea service
on vessels 750kW
§ Successfully complete the
MCA-approved modules & pass
the written examination for:
- Chief Engineer Statutory
& Operation Requirements,
- Auxiliary Equipment part 2
- Applied Marine Engineering
§ Complete either:
- MCA-approved modules &
pass the corresponding written
examinations for General
Engineering Science I & II
- The Diploma in Maritime
Studies: Small vessels and the
Diploma in Maritime Studies:
Small Vessel Chief Engineer
§ Complete HELM M
§ Pass MCA oral examination
§ Hold a valid ENG 1

§ While holding an SV Second Engineer
COC complete a minumum of 6
months' sea-going service on
vessels of 350kW
§ Complete HELM M
§ Hold a valid ENG 1
§ Pass MCA oral examination

§S
 uccessfully complete the
MCA-approved modules
and pass the written
examinations for:
- Chief Engineer Satutory &
Operations Requirements
- Auxiliary Equipment part 2

CHIEF ENGINEER SV

<500GT & <3,000KW COC

§C
 omplete 6 months' add. seagoing service on 750kW vessels
§ Successfully complete the
MCA-approved modules
and pass the corresponding
written examinations
for Applied Marine Engineering
§ Hold a valid ENG 1
§ Pass MCA oral examination

§ Complete either:
- MCA-approved modules &
pass the corresponding written
examinations for General
Engineering Science I & II
- The Diploma an Maritime
Studies: Small Vessel & the
Diploma in Maritome Studies:
Small Vessel Chief Engineer

CHIEF ENGINEER SV

<3,000GT & <9,000KW COC

10 6
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COMMENTARIES

ENGINEERS’ COMMENTS

MATT

3

SMITH

ANNIE

4

NORLEDGE

ANDY

5

SUTHERLAND

CHIEF ENGINEER, 45M SAILING YACHT

THIRD ENGINEER, 96M MOTORYACHT

CHIEF ENGINEER, 55M M/Y LA FAMILIA

Coming from a marine engineering
apprenticeship into the current Yacht
CoC system, I have managed, only
through busy back-to-back yacht seasons,
to gain sufficient sea time to progress to
my Y2 CoC. I believe that the reduction
in sea time, with provision to gain the
experience through courses, will benefit
engineers on Med-based or single-season
boats by allowing progression.
I think a revision of the AEC is definitely required; however, for engineers
looking to start off in the industry, with
the current price of courses, a two-week
AEC on top of your basic required training
is a big expense for those wishing to take
this route. The ability to change between
yachts and other vessels within your CoC
rating will be important to allow more
opportunity for work outside of yachting.

I have been looking at the new MIN 524
issued by the MCA with my chief and
second engineers. It will affect all three of
us as we are all at different levels and will
all be taking more courses to fit into the
right positions we need to.
We’re all agreed that it’s a great move
forward and it’s a good thing that both
schemes are to run parallel, thus not
disrupting engineers holding positions
with their Y4 upwards. Some of the other
benefits are that the area limitations
have been removed, although safe manning certificates will also have to be
changed by Flag.
The course syllabus will be more relevant to small vessels, and for experienced
seafarers the time frame to become a
small-vessels chief engineer has been
reduced, meaning the syllabus will be
spread a little more evenly through the
small-vessel career progression.
I believe it is a better fit with the
yachts we work on as I have met many
fellow engineers who say they have
struggled with some of the exam
questions because they are aimed at
commercial boats as well. So I believe
this will help many smaller boats and
superyacht crew to concentrate on the
equipment they actually work on.

All I can see is that MIN 524 is a convenient
way to allow inexperienced engineers to
get CoCs so that they can get positions
on smaller ships without having to go
through the traditional route and get
the standard ticket. This might not be a
bad thing but what really concerns me is
whether or not these engineers have the
necessary experience and skill set to fill
the position.
A friend of mine is a senior lecturer
and teaches naval architecture to cadets.
He tells me that many of the cadets are
not really that interested in marine engineering, and go off to sea to learn their
trade then come back demotivated with
no genuine engineering knowledge.
If the MIN 524 candidates fill all the
spaces on the smaller ships, yachts, tugs
etc. in a few years, who are the senior
officers on these ships who will hone
them and train them to be great marine
engineers? All I can see is a massive
decline in standards that can only
continue. I don’t think this will be a result
of the MIN 524 as I think the damage has
already been done.
I do not believe that MIN 524 will
help to improve things where it really
counts. Yes, we will get the crews onto the
ships but will we be getting the highest
standard possible? If the people doing
the teaching do not have the experience,
skills and ability to give the new starts
the necessary training (which is what is
happening right now) then the standards
can only decline. We must concentrate
on education, teaching and training –
but how?

photo courtesy of Breed Media | © Jeff Brown

We ask those who these changes will affect
the most for their opinion on MIN 524.

A NEW WAY FOR PRIVATE
YACHTS TO CHARTER IN
THE MEDITERRANEAN

The new Yacht Engaged in Trade (YET) initiative allows
eligible Republic of the Marshall Islands (RMI) private yachts
to charter in French and Monegasque waters for up to 84
days per calendar year provided they comply with applicable
national and international requirements.

I NT E RN ATIO N A L RE GIS TRIE S , IN C .

www.register-iri.com | yachts@register-iri.com
10 8

in affiliation with the

Marshall Islands Maritime & Corporate Administrators

SPONSORED CONTENT

WITH THANKS TO THE
CONDOR SPONSORS

Stuart Pearce

Stuart Pearce

Stuart Pearce

Stuart Pearce

SPONSORED CONTENT

The Pinmar
Golf 2016
Firmly established as the industry’s most
charitable and sociable networking event, the
28th edition of The Pinmar Golf tournament took
place in Palma de Mallorca from 20 to 22 October.
11 0

The Pinmar Golf remains one of the
longest standing fixtures in the yachting calendar and its longevity speaks
volumes of the event’s popularity in
the industry. Comprising the perfect
mixture of golf, networking and fundraising, the 28th edition proved itself
once again as a one-of-a-kind industry
event.
The two days spent on the
prestigious Golf Son Gual Mallorca
course saw golfers enjoy some lighthearted competition through wind,
rain and sunshine, with some of the
best sportsmanship and charitable
giving yet – €19,900 was raised on the
golf course alone this year.
The social calendar set a new
precedent when it kicked off on the
Friday night with a particularly
special party courtesy of BondTM.
Invitees enjoyed an evening of
food and drink, entertainment and
dancing at the glamorous Wellies
Restaurant in Puerto Portals, which
celebrated the company’s 10th
anniversary.
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The Awlgrip Prize-giving Gala
Dinner followed on Saturday at the
Pueblo Español, with outstanding
entertainment from performers, dancers and musicians throughout the
evening. The Jotun After Party
rounded off the night at nearby Pacha
Nightclub, with revellers dancing the
night away to a DJ set by the famed
2ManyDJs.
The coveted ‘Best Yacht Nett prize’
was awarded to motoryacht Zenobia,
who will decide to which charity the
lion’s share of the money raised will be
donated. It was announced that a large
proportion of last year’s fund, allocated
by motoryacht Bystander, was donated
to Mallorca-based charity Shambhala.
The Pinmar Golf excels every year
in being the industry’s most altruistic
event. Over the last 10 years, The
Pinmar Golf has raised over €760,000
for charities focused on children and
youths, with low infrastructure costs,
both in Mallorca and worldwide, which
ensures that almost all of the money
donated is going to a worthy cause.

It is evident that this is why so
many in the industry choose to support
such an event: The Pinmar Golf
provides a valued platform to network
in a fun and relaxed environment,
while also raising money for charity.
This is reflected by the high calibre
of industry support that the event
attracts, which this year included
Condor Sponsors Awlgrip, BondTM,
Jotun, MB’92, and The Superyacht
Group as media sponsors.
Participants, supporters and organisers alike saluted this year’s event
as a resounding success. Alongside
networking, the overwhelming amount
of money raised for charity over the
course of the three days was a
testament to the yachting industry’s
powerful ability to come together and
have fun, all for a very good cause.
In an exciting announcement for
next year’s tournament, professional
golfer Paul Lawrie will be acting as
a Pinmar ambassador, with the aim
of raising even more money. We look
forward to seeing you there in 2017!
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open sports

semi limo

Owner
convertible

Tenders built to
exacting standards
for any individual
requirement

limousine

‘Quality is never an
accident. It is always the
result of intelligent effort’.

catamaran

John Ruskin

MARTIN H. REDMAYNE

car carrier

overnighter

Over the past few years of publishing
a dedicated magazine for owners, it
became apparent that those avid readers
also wanted to read our design journal,
the crew magazine and our flagship,
The Superyacht Report, too, in order to
stay informed and keep abreast of the
market. In essence, this was the catalyst
for the changes to the print portfolio,
whereby we just wanted to create the best
magazine in the market to inform owners
on what is really happening, with candid
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and honest journalism. This dedicated
section of The ‘new’ Superyacht Report
will deliver insight, opinions and, in
some cases, rants on what owners are
thinking, doing or experiencing, to
inform their peers and the market.
This knowledge transfer is critical
to joining the dots between all layers of
the industry, from the beneficial owner
all the way down to the supplier who
benefits from insight into what owners
and buyers actually want.

Interviews with owners, family
offices, advisers and experts who work
directly for owners will form the backbone of the content over the coming
issues, whether it be lessons learnt or
guidance notes and cautionary tales; but
ultimately, we want to create journalism
that owners will find valuable and
interesting – again, ‘A Magazine Worth
Reading’.
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This is more than an engine
room. It is a gallery, a museum, a
theatre. It is the result of a shared
vision and an uncompromising
quest for perfection.
THIS IS UNIQUITY.

Owner Column
with Mark Clark

How should owners
prepare for the unexpected?
As Navigate Response’s director,
Mark Clark, explains, on-board
incidents – be they tragic or
simply unpalatable – require
a pragmatic public strategy.

THE NUMBERS FROM THIS COMMERCIAL SHIPPING CASE STUDY SHOW JUST HOW QUICKLY NEWS CAN SPREAD

1M

13M

20

180

PEOPLE KNEW ABOUT THE
INCIDENT WITHIN THREE
HOURS ON SOCIAL MEDIA

USERS HAD COME INTO
CONTACT WITH THE STORY
BY THE TIME IT WAS RESOLVED

IMPRESSIONS EVERY
SECOND OVER THE
THREE WEEKS

COUNTRIES SAW
AND ENGAGED
WITH THE STORY
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I AM
EASY!
I AM
EASY!

Owner Column
with Mark Clark

There’s always a war of attrition between
journalists chasing a story or image
(in or out of context) and owners who
seek privacy while on holiday or taking
time out with guests. It can lead to
reluctant yacht captains coming face
to face with journalists, paparazzi and
localised news bureau staff. This is a
task that is well beyond the comfort or
training of most captains, let alone other
crew on board who, normally, are not
used to dealing with such a situation.
Recently, names of superyachts
have been cited in the national and
international media for reasons other
than just their glamorous arrival in port
or a glimpse of a high-profile celebrity
on board.
If you are criticised or perceived to have
failed to protect guests or crew in an
incident, you must respond quickly and
effectively to ensure that public opinion
remains on your side. A major incident
involving your vessel requires an instant
response.
Early last year, a laden carrier developed
a severe list shortly after sailing from a
major port. To prevent her capsizing,
she was, to all intents and purposes,
intentionally grounded on a nearby
sandbank that was easily visible from
both shore and a busy ferry route. Her
dramatic 52-degree list contributed
to compelling imagery that generated
significant local interest and attracted
coverage of the incident from around
the world.
Her 24 crew and a pilot were rescued by
a coastguard helicopter and lifeboat.
Four tugboats stood by to keep her
steady. Those rescued by helicopter
were taken ashore, one for medical
treatment. The ship was carrying
a large cargo of construction
equipment and cars. A major Dutch
salvor was appointed. A 200-metre
maritime exclusion zone was put in
place around the ship and airspace
below 2,000ft was closed to aircraft
within one mile.

11 8

The owners had a standing agreement
for my company, Navigate Response, to
handle the media. Within hours, the story
was in the mainstream media with articles
published in more than 70 countries.
From the first moment, the crew were
being chased around the city by reporters
keen to hear first-hand accounts of their
perceived dice with death. Lawyers, on
the other hand, were equally keen to
keep the media away and avoid any
potential tainting of the evidence. One of
the main priorities in incidents such as
this is to advise crew not to recount their
experiences on social media, but instead
use their mobile phones to let their
families know they are safe.
Clients, charterers and the vessel’s insurers
all need to hear reassuring messages
of what is going to happen next. The
Port has to reassure its global external
customers that its facilities remain open.
By now, a large media pack had arrived
for the great photo opportunity and to
find out how such an enormous ship
could be brought upright without any
loss of cargo or oil. Therefore, a media
briefing session was essential. A senior
member of the company attended
that evening’s briefing, which was to be
carried live by TV networks, and our CEO
came to represent the owners.
Interest on social media expanded even
more quickly, with about 5,000 tweets
alone in the first 24 hours and more than
30,000 posts over three weeks until the
vessel was brought back into port.
Eventually, and under the watchful eyes
of the media, salvage operations were
completed and the vessel list was
successfully reduced to just five degrees
without any spillage of oil or loss of cargo.
Later that month, the vessel was towed
back into port and her cargo was carefully
offloaded, with much of it undamaged.
It then sailed to a yard elsewhere for
repairs and is now back in charter and
on her regular routes.

Why was there such interest? There had
been no major casualties or loss of oil.
It was all down to location, imagery and
high-end equipment and cars being
trashed on board. A laden carrier on its
side, lit by tugboats fore and aft late at
night, made for dramatic pictures. The
vessel was located in the fairway to
an incredibly busy port. The site of the
grounding was close to ferry traffic,
making it irresistible to passing cameras.
Now consider what would happen if
your own vessel was in a similar plight
in full view of the TV cameras. It is
tempting to think that if you don’t
respond to a journalist then there will
be no story; unfortunately, no response
is usually seen by journalists as an
admission of guilt. If you don’t respond,
then someone else will and they may
not have your best interests at heart. By
managing the perception of an incident
and ensuring that you get credit for your
response, you can minimise public
pressure and, in turn, limit any
incident-response costs.

MULTI
FLAP
MULTI
FLAP

Crisis communications management is
not just about issuing a press release
and hoping it will all go away in the next
news cycle. If footage exists of a yacht
captain out of his depth or a superyacht
holed and listing, the coverage could run
for days.
Crisis communications is about the
practicalities of delivering a wellrehearsed and drilled plan to actively
media-manage an incident and
minimise its impact on any owner
or yacht manager. It’s also about
ensuring that those on the front line
are trained to deal with media intrusions.
Yacht captains and crew can find
themselves as the public face of the
vessel, the yacht manager and even
the owner and guests.
Just as crew receive emergency
training, they should also receive
media training to ensure they’re ready
to respond when journalists arrive at
the scene of a major incident. MC

We’ve made life really difficult for ourselves – so
that yours is really easy. The result: the multiflap
gangway made of carbon fibre. Virtually weightless, corrosion-free and individual. Comfort has
never been this light.
We’ve made life really difficult for ourselves – so
that yours is really easy. The result: the multiflap
gangway made of carbon fibre. Virtually weightless, corrosion-free and individual. Comfort has
never been this light.

multiplexgmbh.com

Leading the market
we helped create

Yacht Owner
Services
Camper & Nicholsons is trusted by the
world’s most discerning clientele to
deliver a complete suite of turnkey
services, designed to support yacht
owners through their entire life
cycle of ownership. At every turn
we add convenience, ease complexity
and provide our clients with the
unburdened freedom to enjoy yachting.

New Construction
Yacht Management
Charter Management
Sale & Purchase
Refit and Repair
Crew Placement
Finance
Insurance
Marketing

Unrivalled knowledge
Unbeatable experience
camperandnicholsons.com
#cniyachting

Justin Ratcliffe

At first
Blush

An interview with
Eddie Jordan,
on board 47m Blush

12 2
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Every brand should have an ambassador, and Sunseeker enjoys an
unofficial but enviable emissary in the form of Eddie Jordan. The
Formula One pundit has owned a string of Sunseeker yachts over the
past 30 years, each bigger and better than the last. His latest – but
unlikely to be his last – is 47m Blush. Owned by his family trust and
listed for sale with Camper & Nicholsons, we took advantage of her
presence at the Monaco Yacht Show to spend some time with Jordan
aboard the first Sunseeker 155 flagship.

BY JUSTIN RATCLIFFE

Justin Ratcliffe

A

12 4

nyone who has ever watched Eddie Jordan
going through the gears on TV as a Formula
One pundit will know he is a straight-talking
Irishman with an extraordinarily analytical mind.
As a former racing driver himself and founder of F1
team Jordan Grand Prix (now Sahara Force India),
he has a profound knowledge of the sport and likes
to pepper our conversation with comparisons from
the industry he knows and loves best.
“As soon as you have a good crew, someone will
come and take them from you. But I’m used to that
in motor racing,” he comments when asked about
how he goes about recruiting – and retaining – his
crew. “I’ve always believed in giving young people
a chance. Senna, Hill and Schumacher all started
with me at Jordan Grand Prix. We were one of very
few teams that had talent scouts. Even on this boat,
if we come across someone who is really good, we
will take his or her name and contact details. We
very seldom go to agencies, unless we’re stuck in a
situation.”
Jordan is fairly typical of his generation of
yacht owners in having grown up with sailboats
and then migrated to powerboats, but he has never
lost his passion for sailing. Growing up on the
east coast of Ireland, he began with Optimists and
competed, aged 16, in the 420 dinghy Irish National
Championships. By his late teens, however, motor
racing had started to take over and he didn’t sail
again for nearly 40 years until he bought an Elan 45
cruiser designed by Rob Humphreys.
Humphreys is also the lead designer for Oyster,
and at a meeting during the Turkish Grand Prix
with David Tydeman, CEO of the brand, Jordan
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was persuaded to trade up to the first 27m Oyster
885. The new model wasn’t then available, so in the
interim he bought a second-hand Oyster 665 with
the proviso that the builder would buy it back for the
same value when the larger boat was ready. Named
Lush with a Red Bull logo on the bow, Jordan took
delivery of the 885 in time for the 2013 Oyster World
Rally and sailed her around the world with his wife,
Marie, while flying back and forth to cover Grand
Prix races for the BBC.
“The difference between sail and power is like
walking and running, or a mountain bike and a road
bike,” Jordan says. “There are times when I get used
to the comfort of a motorboat and think I’ll never go
sailing again. But when you want to be in touch with
the ocean and come out of your cabin in the morning
and dive straight into the sea, there’s nothing to beat
a sailboat.”
The deal Jordan struck with Tydeman reveals a
business acumen that has guided him through the
choppy waters of yacht ownership ever since he
bought his first Sunseeker in 1985. Since then, he has
had the first Manhattan 40, the first 80, the first 105,
and now the first 155. Most of his yachts have been
named The Snapper or The Van after the novels by
Irish author Roddy Doyle. (The Commitments, the
first in the trilogy of stories, was considered too
cumbersome a name for a boat.)
“I generally agree to fund the first new model,”
says Jordan. “Nowadays, when the margins are
tighter and tighter for boat builders, it takes away
the cash-flow worry from the yard. As a long-term
supporter of the brand, they are also likely to sell
more boats down the line.”
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If I was a younger person, I’d only
want a motorboat. But now that I’m
older, it’s a major thrill for me to be
doing 12 knots in 20 knots of breeze
with the engine and generator off.

12 6

courtesy of Sunseeker

courtesy of Oyster Yachts

Both Jordan‘s Sunseeker
155 Blush (right) and his
Oyster 855 Lush (left)
were the first launches in
their respective series.
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By day, Malta’s spectacular shoreline
took our breath away. By night, the cobbled
streets and chic ambience of ancient Valletta
enchanted us #beyondluxury
British Marine Boat Shows & OnEdition

Eddie Jordan with
Sunseeker founder
Robert Braithwaite.

But there is another part of Jordan’s approach
to yacht ownership that has more to do with
friendship than finance: “It’s very rare to have
such a good friendship and also do business with a
person as often and as long as we have,” said Jordan
of Sunseeker founder Robert Braithwaite at the
launch of Blush in 2014. On completing the Oyster
World Rally, he also offered a moving and humbling
address to the designer Rob Humphreys:
“When I started in Formula One, I had Gary
Anderson, an amazing designer who stayed with me
through the good times, the winning times, and the
bad times. The same applies to Sunseeker and Robert
Braithwaite, and the same now applies to you. I very
seldom move if I find someone who has extraordinary
talent, is very dedicated to what he’s doing, has a style
that I enjoy and a friendship on top of that.”
Jordan’s long-standing friendship with Braithwaite was a contributing factor in the brand’s
decision to push into superyacht territory, while his
experience of working with advanced composites
in motor racing has convinced him of their value
for building fast, light and safe yachts. He was also
instrumental in the superstructure styling of Blush
and the development of other design features,
including Sunseeker’s first true beach club that was
driven by Jordan’s desire to be closer to the water.
“The big builders are always trying to put down
composites in favour of steel or aluminium, but
the materials and infusion techniques are so much

Grand Harbour Marina | Malta
cnmarinas.com/ghm

more sophisticated now,” he says. “All I can say is
that my first tri-decker, 37m The Snapper, is still as
good as gold. When I went to Robert [Braithwaite] to
build that boat, he said it was a big move for them.
Blush has taken both the brand and British yachtbuilding to a new level.”
Trim and tanned at 68, Jordan enjoys a party
as much as the next man, but when aboard he is
generally in bed with a book within an hour of
darkness and up at first light for his daily swim. He
is also a keen cyclist, mixing it on the road with the
likes of Chris Froome and other Team Sky members
based in Monaco. Perhaps it is his energetic nature,
but he gives the impression of being as focused when
on holiday (although he tries not to wear a watch)
as he is in front of the TV cameras on the racetrack.
Power boating is all about sitting back and letting
others do the work, so it is not surprising that by
the end of our conversation, Jordan has returned to
the subject of sailing, especially as straight after the
Monaco show he was due to take part in the Oyster
Regatta in Palma aboard Lush (the boat took third
place in the Class 1 overall rankings).
“If I was a younger person, I’d only want a
motorboat,” he admits. “But now that I’m older,
it’s a major thrill for me to be doing 12 knots in 20
knots of breeze with the engine and generator off.
It’s so exhilarating when the boat’s fighting you a bit
and you’re fighting the boat a bit – there’s very little
better than that in my book.” JR
For berthing opportunities available up to 100m stern-to and 135m alongside, email us at info@cnmarinas.com
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REFIT HANDLING
FEES AND
GATE ACCESS

There is often consternation among owners’ teams
about the fees levied by refit yards for allowing ownerappointed contractors to undertake works on a yacht
during the yard period. These fees are invariably
added to the final invoice as additional charges.
As this practice is deemed by some clients as a
dubious means of bolstering the cost of a refit project,
TSR invited members of the respected ICOMIA Refit
Group to attend a Monaco Yacht Show breakfast
round table and explain both the logic of the practice
and its necessity.
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MARY BATCHELOR
COMMERCIAL MANAGER, MB92

Done in a timely
fashion, there
is more room
for negotiation
regarding
handling fees.
13 2

Owners, yacht managers and captains
may look at handling fees as a commission on top of the agreed price, but
that is not what it is at all. These fees
cover the cost of bringing those extra
contractors (owners’ contractors) into
the yard, and that includes planning,
warranty, health and safety, insurance,
logistics and due diligence among other
things. There are a lot of factors that
have to be taken into consideration, such
as additional responsibilities and costs
incurred through extra workers coming
into the yard.
I think it is safe to say that all ICOMIA
member yards work in a similar way;
we offer overall projects and not just
facilities in which to carry out do-ityourself works. We have the capability
and resources to carry out the works
ourselves – this is our core business. So
if a yacht decides to come to our yard,
but the owner does not want us to carry
out the works they have planned, why
exactly have they chosen our yard in the
first place? What do they require from us
and how do we cover the costs incurred
and liabilities that may arise merely from
their stay and use of our facilities?
Ideally, we would like to receive
a complete list of works to be carried
out on the vessel and any contractors
the client wishes to bring into the yard
before final contract-signing in order
to properly plan the entire project and
discuss the allocation of jobs between
the yard and owner’s contractors. Done
in a timely fashion, there is more room
for negotiation regarding handling fees
as both parties can reach a satisfactory
agreement having had the time to review
the project as a whole. However, clients
frequently spring additional requests on
the yard after the yacht’s arrival.
Regarding liability, it is ultimately
that of the contractor. This is something
that more often than not the captain
or project manager does not realise
when attempting to organise works
on their own. The contractor assumes
responsibility for the works being carried
out. A captain or project manager organising works on their own takes on the
role of contractor. While in most cases

a client carrying out works on their own
would not necessarily find themselves in
a legal battle or dealing with liability or
warranty issues, if any troubles were to
ensue, they would realise that what we
essentially offer as a yard is to take on
that responsibility for them.
A good example is a travel agency.
These days, everyone can make their
own travel arrangements online, but
if anything goes wrong or last-minute
changes are required, that same person
is ultimately responsible for resolving
all issues. Using a travel agency carries
an extra cost, but if problems do arise
or itinerary changes must be made, the
agency is ultimately responsible for
resolving those problems or assisting you
as best they can with whatever you may
require. You are not alone in your time of
need.
I am not sure all clients properly
evaluate the pros and cons of carrying
out works in a professional yard that
offers a global project, as opposed to
organising works on their own. It is not
merely a question of doing their own
thing and having to pay an extra cost for
that. It is much more intricate than that,
as mentioned earlier, bringing into play
issues such as proper planning, warranty,
health and safety, insurance, logistics,
liability and many other factors – while
at the same time reducing the risks and
achieving a satisfactory result. All of this
has a cost.

ALBERT WILLEMSEN
ENVIRONMENTAL CONSULTANT, ICOMIA

The subcontractors the owners hire and
bring into the yard are the responsibility of the yard, even though they did
not appoint them. If you look at the rules at
an international level, it’s the yard that has
to train them in health and safety issues.
When we started with the Refit Group,
everyone was saying that refit was quite a
simple process, but it is more complicated
than some new builds.

The Superyacht Report ISSUE 175

133

If you have a good
relationship with
the owner, you
can have a fair
discussion about
the set-up of the
refit and you can
strike a balance
between your
needs.

ALBERTO AMICO
CHAIRMAN, AMICO & CO.

You have a lot of potential interference,
especially for full refits, and our job is
to manage this and organise all of the
activity. If you have a job where four
or five departments are working on
board, and then more companies come
on board, there is a cost involved to
managing this change [in dynamic], on
top of the logistical and material costs.
Companies coming on site do not have
their own workshop, so they will use
the yard’s facilities and produce a large
amount of material that needs to be
correctly disposed of. They will also be
doing work that has to meet respective
environmental laws.
If I set up an organisation with inhouse departments and carefully selected
contractors, I want them to be kept busy
all year round. It’s a significant effort
and we would like to have first refusal on
work. But if that’s not possible, we will
agree a small fee based on the amount of
work being done for the owner and the
number of contractors being recruited.
As people who own our own facilities
and infrastructure, we know that the cost
of the project is never directly paying for
the infrastructure. Hauling and lifting an
85-metre yacht, or mooring it, is a very
expensive process, and the charge we
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pass on is just a fraction of that. So you
can’t go into a shipyard and use these
facilities at a cost that is not reasonable.
If you have a good relationship with
the owner, which is, luckily, most of the
time, you can have a fair discussion about
the set-up of the refit and you can strike
a balance between your needs. A lot of
owners focus on the costs as they appear
and not on the technical aspects and
the real efficiency of the refit in terms of
quality, costs and time. In my opinion, it
should be the other way round. Nobody
takes apart their own car, buys the
parts and plans to put it back together
themselves. Why then, in a yacht refit, do
people think it will work?
If the project is complicated, there
are many aspects that need to be
managed and anticipated in advance.
If you’re able to do that, the advantage
for the owner will be huge in all
respects. Only by using a team of
experienced managers, department
foremen and a skilled workforce can
you guarantee the highest level of
efficiency; it won’t happen if you use
contractors that are not familiar with
each other and with the yard organisation, partly because they are focused
only on their own part of the project.

Managing the interference in a costeffective and technically correct way
soon becomes a very difficult task, with
consequences for both costs and schedule.
Time has become one of the most
important elements of this job. Yachts
are no longer used for just two or three
months a year; they are more like cruise
vessels, doing one week of dry docking
with large works, and as soon as the
work is done, they are accepting guests
on board. These margins are so tight you
have to utterly respect the delivery time.
The impact [of charges] on the cost of
the refit is actually very low compared to
the interference of contractors and the
impact on management of the project.
In my opinion, it should not be an issue.
If I was a superyacht owner, the first
thing I would look at is whether the
shipyard has the technical expertise to
perform the job correctly in terms of
time and pricing efficiency. The shipyard
must demonstrate that and the proposal
must balance price and time, but, luckily
for the owner, that’s the only thing they
have to consider. Everything else – such
as technical skill and reputation – should
already have been thought out and the
selection should have been based on that.
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TOBY ALLIES

BERND WITTORF

SALES AND MARKETING DIRECTOR,
PENDENNIS

HEAD OF REFIT, NOBISKRUG

Hans M. Schaedla,
CEO, A&R

SCHEDULED LAUNCH: 3 PM.
IN EXACTLY 150 DAYS‘ TIME.
Sticking to ambitious plans has been as much a part of our rich past as it is part
of today‘s philosophy – making things better, more beautiful and more practical
with each and every project. It is even more important, however, to turn a plan
into reality with utmost precision. No matter how big the project is, we make
sure we never lose sight of all the finer details. Such as the time of the launch,
for example.

We all have strict
policies and
there are liabilities
to having
contractors on site.
It’s a lot more
complicated than
just adding a fee.
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The projects we undertake are complex,
and there’s a production plan in place
at the organisational level that is very
important to adhere to. When contractors
come in and overlap with these works,
there is a cost involved to factoring
them into the plan. We all have strict
policies and there are liabilities to having
contractors on site. We need to know who
sub-contractors are and that they will
be wearing the correct safety clothing
and equipment, as well as integrating
effectively into our project team; it’s a lot
more complicated than just adding a fee.
We’re a responsible business; if an
interior designer or owner’s representative
turns up, we’re not going to bill them for it
– I think there’s a general misconception
here. It’s more about contractors being
integrated with other labour on the yacht
and the shipyard simply considering the
additional overhead costs. The charge
for someone coming into the yard is a
very small aspect of a project when you
consider the impact on infrastructure,
project efficiency and the fact that refit
yards need to ensure that the quality
and timeline of a refit meets the owner’s
expectations.
There is definitely a place for the STP
model, and we have a base in Palma
for captains managing small refitworks
themselves. But it’s very, very different
from a two- or three-million euro refit. A
high-end refit yard takes on the ultimate
responsibility and liability for a safe and
timely delivery, and works hard on the
owner’s behalf to monitor all aspects of
the project, both within their own team
and independent contractors. That’s
where the value of a refit yard is evident.

We have our main contract with the
client and this includes penalties for late
delivery, which means we have to include
the client’s subcontractors into our own
schedule. But we have to be careful that
they don’t interfere with our own work
and they have to follow our rules; we
have to educate them on how to operate
in our shipyard.
In the morning, we don’t know what
the evening will bring and there are
surprises throughout the day. But we all
try to incorporate these surprises into
the original delivery schedule, and in the
end this can help owners to save money.
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ROB PAPWORTH
DIRECTOR, COMPOSITEWORKS

There’s a
common
misconception
about
‘contribution
to overheads’.
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It’s very often turnover-related. Everybody can move and everybody is flexible
but, at the end of the day, a space in a
yard – be it 50 metres or 80 metres –
has a turnover attributed to it that the
yard is trying to achieve. Our business
plan is based on trying to secure good
projects for those spaces and every spot
contributes to that business model. Most
yards are very flexible and we understand
that, as yachts get larger and larger, there
are specialists who offer continuity. The
reality is that although we can complete
any type of work we occasionally can’t
provide the kind of super custom
specialty that was integrated into the
vessel at its build. That’s why most yards
are flexible about allowing these specialists to come in to do a particular job
but when it comes to a more generic
job, such as metalwork for extensions,
interior rebuilds, electrical contractors
or painting, we have that expertise at our
disposal.
There’s a common misconception
about ‘contribution to overheads’. You’d
never walk into a restaurant and ask
how much each constituent part of the
meal cost. You’re paying for the whole
dish and the service, but in a shipyard
it’s common to want to know how much
each item cost and only pay that margin.
Actually, if it’s good, it should be OK and
there shouldn’t be a need to go back to
cost. What most shipyards are trying to
offer is a good quality product at a fair
price.
Most of the good yards have
investment costs, people in the office,
accountants, insurance and there are
many shared costs, regardless of where
the yard is based. We all have a similar
goal of reaching the highest standards
and these incur similar costs. Ultimately,
quotes from most high-end refit yards
are very comparable.
Most shipyards have good buying
power with their contractors, which
enables us to push them for a good price.
Individual yachts should rarely be able
to match this buying power. Yards should
be able to provide the same works, at the
same margin; similar to any end user
supplier, this margin is the difference
between the RRP and the trade price, and
we’re generally operating at the RRP and
sometimes less.
What we see is that owners of the
bigger, better-run boats that already
deal with social security payments and

insurance generally understand this.
They come to the yard and pay their bills
understanding the commercial model of
running a shipyard as long as we act as
reasonable people.
If an owner sees a scratch on the side
of the boat that has appeared during the
refit, then they know they can come to
the yard and the yard will have to sort it
out, no matter whose fault it was.
We’re actually often forced to go too
low on standard charges. There are many
services we have to offer at cost, and
some at a loss. So if you take fees charged
on a contractor it’s actually very little,
and sometimes not enough.
The problem is very rarely driven by
owners. If we’re dealing with owners, we
can often explain our business model,
and they understand. Everybody wants
to push the price down, but those who
do not understand the business model
must be wary of forcing businesses too
low, as pushing anyone to make a loss
is demotivating and potentially has
consequences a lot worse than that.

UDO KLEINITZ
SECRETARY GENERAL, ICOMIA

The way costs are presented or handled is
important. When an owner or their representative first approaches you about
work, do you know about the external
work? Are these surprise items or have
they been agreed beforehand? This has
to be part of a refit contract.
With a shipyard, because you have
one focal point you have one point of
exposure, which is transparent.
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Totally
addicted
to boats

For many owners, making charter work for
them is an elusive goal. On paper, booking
charters and, in turn, offsetting some
ownership costs and keeping crew busy seems
straightforward. In reality, it is not always that
easy. But owner Bobby Genovese is proving that
it can be done, having set up a yachting arm for
his luxury portfolio BG Signature, with charter
bookings already exceeding both annual
industry averages and his own expectations.
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Every time I saw her I
admired her and I thought
‘Wouldn’t it be wonderful to
have the opportunity to own
a boat like that one day?’

Left: Bobby Genovese
Below: BG Charade represents the flagship of
Genovese’s three-yacht charter company.
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BY ELLIE BRADE

B

ahamas-based Canadian entrepreneur Bobby
Genovese is, by his own admission, a serial
yacht owner, with 22 vessels of all sizes at the
time of our interview. “It’s ridiculous, even I think
I’m insane sometimes,” he laughs, “I sound like a
crazy boat hoarder!” As well as thoroughly enjoying
using his yachts himself, in 2014 Genovese founded
BG Signature, a luxury portfolio that included a
yachting arm to let others enjoy his yachts, too.
Following humble beginnings, growing up on a
farm in Ontario, Genovese quickly found business
success, starting his first company at just 25 and
later becoming a successful venture capitalist with
his companies BG Capital Group and BG Capital
Management Corp.
Given the number of boats he currently owns,
it may come as a surprise that Genovese’s first love
outside work was not boating but polo, playing at
a professional level for more than 12 years. He still
plays and BG Signature also has a polo arm, BG Polo,
that encompasses Genovese’s four polo clubs in
Argentina, the USA and Canada, including BG Polo
& Equestrian resort in Ocala, Florida.
Genovese’s addiction to yachts snowballed
quickly, beginning with the purchase of a number
of antique wooden racing boats including both
the iconic Miss Canada III, the first Canadian boat
to break the world speed record, and Miss Canada
IV, the first boat to eclipse 200mph on the water
and beat the world speed record in 1950, followed
by bigger boats including a classic lake boat, 73ft
Rambler. A 23.7m Lazzara 78 LSX, BG Jr, was his
first luxury yacht and was a purchase he
couldn’t resist. “I think Dick Lazzara absolutely
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revolutionised the industry when he came up with
that boat,” he says. “I had to have one.”
BG Jr was followed by a 21.9m Sunseeker
Predator 72 BG3 and later by his biggest yacht, 46.9m
Feadship BG Charade. A long-time resident of the
Bahamas, Genovese often had seen Charade during
her visits to the area. “Every time I saw her I admired
her and I thought ‘Wouldn’t it be wonderful to have
the opportunity to own a boat like that one day?’ ” he
says. “And then the opportunity came and that was
it, I took that opportunity and I’m still taking it and
running with it.”
Having purchased Charade, Genovese set about
a major refit on the yacht, transforming her to
become the popular charter boat she is today. “We
did an amazing, award-winning, refit on Charade
and it definitely taught me that the more hands-on
you are throughout every element of ownership, the
better the result,” he says. “I actually wish I had been
a lot more hands-on throughout the refit and then
we’d have had an even more special yacht out of
it.” Today BG Charade, BG Jr and BG3 make up the
yachting arm of BG Signature, with the three yachts
chartered out directly through both the company
and IYC.
When asked why he decided to formally
consolidate his luxury assets under one portfolio,
Genovese explains that it was actually his friend,
Richard Branson, who first suggested that he establish
a luxury property and yacht portfolio to maximise
these assets. “I have been lucky enough that I collect
boats but I also ended up collecting homes – I know
I sound like a crazy hoarder again! – and I had all
these beautiful homes, but after having children I

Genovese loves his
yachts, but not as
much as he loves
the sport of polo.

The Superyacht Report ISSUE 175

145

You have to have every toy
imaginable on the boat.
Every toy. You’ve also got
to have a fun crew and a
phenomenal chef.

Left and below: Genovese knows that
the secret to a successful charter yacht
is to ensure it delivers the ultimate
guest experience, be it plenty of toys or
expansive social areas.

Advice from Mark Elliot at IYC to Bobby Genovese
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just didn’t have the time to use them all properly,”
he says. It made sense to put them to use and, true to
form, Genovese did not do this half-heartedly.
“We were on Necker Island and Richard said to
me, ‘Why don’t you do what I do and put together a
programme that will let people experience why these
homes and yachts are so fabulous that you had to
own them?’” says Genovese. That conversation was
what prompted him to found BG Signature in 2014,
with his yacht collection perfectly complementing
his land-based portfolio. “The response has been
amazing and I’m 100 per cent pleased I took
Richard’s advice,” he says.
Running a successful charter operation is a goal
many owners aim for but don’t always achieve, and
Genovese spent significant time seeking advice and
making the right investments to ensure his yachts
would be a popular choice for potential charter
clients. “It was actually Mark Elliott at IYC who
taught me the winning formula,” says Genovese.
“He said to me, ‘Bobby, you have to have every toy
imaginable on the boat. Every toy. You’ve also got
to have a fun crew and a phenomenal chef.’” Having
followed those instructions to a tee, Genovese is

delighted with the set-up on board BG Charade,
and in the first year of charter the results speak for
themselves. “People say you are lucky if you get
three or four charters in your first year, maybe six if
you’re incredibly fortunate,” he says. “We’re already
at 11 and we’ve got three months of the year to go!”
When challenged to pick a favourite yacht, this
was an impossible ask. “It depends on where I’m
going and what I’m doing that dictates my answer,”
he says. “I’m very lucky in that if one of the boats
is booked for charter then I am on to the next one.”
Being on board the yachts with his family is a muchloved pastime, with his two children at the perfect
ages, 12 and 14, to enjoy time on the water. “Spending
time with my children and getting them on the boat
and going for a new adventure is the ultimate.”
Enthusiastic about life, full of passion for
his yachts, and having taken a clever approach
to maximising his yachting assets, Genovese is
exactly the type of owner the superyacht industry
needs more of. “Don’t forget to mention that I’m
tall and good-looking,” he cracks as we wind up the
interview.
Job done. EB
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People say you are lucky if you
get three or four charters in your
first year, maybe six if you’re
incredibly fortunate. We’re
already at 11 and we’ve got
three months of the year to go!
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In the first of a new series of interviews with clients
who drive our industry, we speak to an anonymous
regular charter client who candidly discusses his
views on superyachting.
BY BRYONY MCCABE

“I find the Mediterranean a bit sterile and overcrowded,” begins Mr X, stating that his preference
is to charter in remote, far-flung destinations. “I
suppose I am a bit of an exception in that respect
– I crave isolation so I will always charter in places
where we won’t see another boat for two whole
weeks. I much prefer anchoring in a secluded bay
than sitting in a bustling port.”
This desire to be remote comes at a price – a
difficult environment for yachts that often means
a lack of infrastructure and supply. Not that this
matters to this charterer; in fact, he calls it a
challenge, in the good sense of the word. What he does
despair at, however, is the lack of available boats and
knowledge to satisfy his criteria and wanderlust.
“The classic charter brokers don’t really know
the market in these regions at all and you have to
poke around to find the right people to give you the
best advice and direction,” he explains. “Sometimes
you feel like you are shelling out a lot of money on
something that has quite a big element of risk – the
choice of boats is low, the brokers often have little
knowledge of the area, and there is no reference
point, so there are a few unknowns.”
As a result, Mr X has found that choosing the
right broker is an absolute necessity. Another key
factor to the success of such holidays is the local
knowledge of the captain. “Wherever you are, the

captain needs to have the knowledge to direct you to
the local treasures,” he advises. “Whether they have
been there before, or just done their research by
speaking to others who have, the absolute pinnacle
of being on a boat is having a captain and crew who
can get you to the best places.”
When asked about the advantages of chartering
over ownership, Mr X’s own agenda comes into play.
Because of his adventurous spirit, owning his own
yacht would not make sense; different occasions
and different destinations call for different boats,
and there are limits when cruising on one particular
type of vessel. If you are cruising in the Galapagos,
for example, you don’t want a deep keel, he explains.
However, there are some trips where a motoryacht is
more suitable than a sailing yacht. “Unless you are
lucky enough to own both,” he laughs.
Then practicality steps in, as it does for many
charter clients. “The main thing for me is the sheer
hassle of owning a yacht,” he says. “No matter how
wealthy you may be, a yacht is still another business
to run. Regardless of the support you have, whether
that be a family office, management company,
owner’s rep or competent captain, the buck still
stops with you. So for me, it is about not wanting that
responsibility. Everyone knows that boats can be
unreliable, so it is nice to know that when you step on
board, at the end of the day it’s not your problem!” BM
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Buyer
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FELIX SOWERBUTTS

There are no better salesmen in the
superyacht industry than happy current
owners, and there is nothing quite as
liberating for happy current owners than
cruising the world’s waters in a private
floating palace. When someone buys a
superyacht, they buy it for pleasure, for
spending quality time with family and
friends in ultimate luxury. The role of the
brokerage market is to ensure that the
buying and selling process is also part
of this pleasure, and that the ultimate
objective – the enjoyment of yachting –
is never forgotten or impeded by
damaging surprises. This section of
The Superyacht Report will be dedicated

to reporting on the key ebbs and flows
of the brokerage market, and working
alongside industry players to make
yachting an attractive proposition.
Observing the current marketplace,
by allowing sellers to dictate the terms
and timescale of sales and bring onto
the market yachts that are not ‘seriously
for sale’, we have created a confusing
environment for buyers. These buyers
are not enticed by the ostensible
illiquidity of the market, sales people
treading on each other’s toes and formulaic
marketing
messages
that
convey
absolute desperation – and they deserve
an explanation and candid guidance

from honest industry representatives.
Many of the yachts that remain on
the market would not still be for sale
had sellers’ expectations been better
managed. The second-hand market is
not nearly as daunting and toilsome as it
may seem. What it actually offers sellers
is an opportunity to place a good-quality
product on the market at a realistic
price point that has been reinforced by
accurate pricing data. Ultimately, when
current owners are your biggest pool
of prospective buyers, it’s so important
that the day a seller sells, the industry’s
loyalty and devotion makes that day of
sale one of misery, not exuberance.
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Buyer Column
with Sales Broker Vassilis Fotilas

Appraisal where praise is due
In the first of what will be a regular
column offered to superyacht
brokers to share opinions, give
praise, or vent frustrations, Vassilis
Fotilas, sales broker at Fraser Yachts,
divulges his segment by segment
appraisal of the current state of the
brokerage market.
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Buyer Column
with Sales Broker Vassilis Fotilas

NO PASSION
WITHOUT RISK ...

One piece of advice we would offer
to prospective buyers is to focus
on value rather than price.

IS IT STILL A BUYER’S MARKET?
Since 2013, sales in the second-hand
market have been steady. In 2014 and
2015, we would characterise them
as healthy. In 2013, there were 339
reported sales of yachts above 24m,
380 were reported in 2014 and 381 in
2015. In the first three quarters of 2016,
297 yachts were sold, so reaching a
similar level to the two previous years
is a strong possibility. For brokers, a
consistent number of sales allows us
to more accurately advise on realistic
selling prices. At the same time, since
2014, fewer yachts have come onto the
market than have been sold; there are
225 fewer yachts for sale today than
there were at the start of 2014. So is it
still a buyer’s market? With supply still
exceeding demand the answer remains
‘yes’, but this is a less emphatic ‘yes’
than before. Selling prices are stable
and reported drops in asking prices are
more indicative of wrongly priced yachts
rather than falling prices. One piece of
advice we would offer to prospective
buyers is to focus on value rather than
price. Price is a part of value but so is
quality, taste and the vessel being fit
for purpose. Buyers should look to buy
yachts they like, ones they would be
proud to own and enjoy being on board;
all this at a fair price of course.
XL
Among the most widely reported
data is that concerning the number of
large yachts under construction. The
70m-100m fleet is set for a 36.4 per cent
fleet increase while the 100m+ fleet is
due to increase by 48.8 per cent in the
next four years. The 80m+ segment
has become one of the most fiercely

competitive. There are a good number
of quality Dutch and German shipyards
with long-standing experience in this
market as well as a growing number
of Italian and Turkish yards that have
entered the fray. The logistical challenge
and financial risk these yards take on
with each of these projects should
not be underestimated. At the same
time, there are several quality projects
currently under construction that are
available for sale with short delivery
dates, especially those around 90m.
TRADE WINDS
Sailing yachts account for around 16
per cent of the global fleet over 30m.
Sailing-yacht owners tend to be very
knowledgeable and heavily involved with
their new-build projects, and this leads
to a great deal more customisation
than in motoryachts. One of the adverse
effects of this is that resale of sailing
yachts is harder, much like with most
highly customised motoryachts. Highly
customised yachts are built with a very
specific purpose and taste in mind, so
finding a buyer with the same or similar
vision and taste is a challenge. So far
in 2016, there have been 34 reported
sailing yachts sold on the second-hand
market, 11.4 per cent of the total yachts
sold this year to date – a stark increase
compared with what was reported in
2015 (8.7 per cent) and more in line with
what we reported in 2014 (11.6 per cent).
We now hope for a similar revival in the
sailing-yacht new-build market. The
relative drought in new sailing-yacht
orders, especially for 50m+ vessels,
has led to great opportunities in a
segment of the market characterised
by innovation and passion.

... LEAVE THE RISK TO US.

CYCLES AND CYCLONES
So far, we have alluded to the fact that
cycles are as true in yachting as they
are in other markets. This, of course, is
hard to substantiate with numbers but
there is plenty of evidence to support it.
Turquoise is a shipyard that has paved
the way for high-quality yacht-building
in Turkey for two decades. The yard
went through some leaner times until
recent new launches and sales. Looking
at the strong order books of Oceanco
and Feadship in the Netherlands today
it is easy to forget the lean years
these yards had just five years ago. A
good broker keeps track of recent and
historic developments, so that they are
able to advise a client where the next
opportunities may lie.
A FINAL THOUGHT
During a visit on board a magnificent
yacht of truly exquisite quality, it becomes
abundantly clear that when looking for
a yacht, whether to buy, charter or build,
it is vital to find one – or a yard – that is
fit for purpose. In the case of chartering
or buying a second-hand yacht, think
about what is important to you and your
family, where you wish to cruise and
what you enjoy doing. If you choose to
embark on a new-build project, focus
on yards with experience in the size and
type of yacht you are looking to build,
own and cruise on.
Before setting out on any journey, it
is always a good idea to know the
destination. As the saying goes, ‘begin
with the end in mind’; in the end,
yachting is all about pleasure and fun –
something we should not forget. VF
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BlueI Prod for Imperial Yachts

An interview on the brokerage market
with the CEO of Imperial Yachts

In
conversation
with:
Evgeniy
Kochman
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When the CEO of a brokerage firm claims not to have lost a
client in over a decade, I think they are more than qualified to
feel upbeat about their value-added proposition to clients and
their future prospects. With what is akin to a birds-eye view of
day two of the Monaco Yacht Show, we sit down with Evgeniy
Kochman, CEO of Imperial Yachts, in his office overlooking
Port Hercules to learn how the brokerage firm has reached
this position of absolute reliability.
AN INTERVIEW BY FELIX SOWERBUTTS

Where did it all begin?
Kochman, formerly a lawyer working in big corporate
structures with no connection to superyachts at
the time, opened the first Russian superyacht
distribution office, for Azimut, in Moscow in 2001.
“The market was booming,” he says. “We sold
close to 30 boats in our first year.” After two very
successful years at Azimut, he decided to join
Princess Yachts – attributing the move to the “better
quality of yachts” on offer – in 2002, upping his
already highly respectable output of yachts to 40
per year for the UK-based shipyard. “Clients were
going from 30m, to 40m, to 50m; the upsizing was
endless. But the expectations of clients, and their
market intelligence and frugality, also continued to
grow, so in 2005 I decided to set up Imperial Yachts.”
What is Imperial Yachts’ value-added
proposition to its clients?
As we begin discussing the ins and outs of Imperial
Yachts and its processes, Kochman is very quick
to point out something he feels is fundamental to
the company’s strategy and success. “At Imperial
Yachts, brokerage is part of management, but at
other companies, management is part of brokerage,”
he explains. “There is a fundamental difference
between the two. We have been able to work closer
to our clients because we are more of a management
house than a brokerage house. In 11 years of business,
none of our clients has ever left us,” – although he
does point out that two left but returned within a
year – “and that is the result of 24/7 work.”
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Kochman tells us how Imperial Yachts
sold three yachts in a 20-day period after
the 2015 Monaco Yacht Show.
“The boats were really quite famous,” he says, of
the 60m Lürssen build Arkley, the 60m Amels build
Event and the 34.5m Sunseeker build Arabella.
“Arkley was built by Lürssen and won a number of
awards. She was also a very good charter yacht. The
client who came to the show absolutely loved her
so it was a very quick deal; as with Event.” He adds
that “having the best product” is the best and most
obvious strategy for boat shows – and, of course, it
must be realistically priced to sell.
Why are there so many overpriced
yachts on the brokerage market?
Much is said of the brokerage market’s illiquidity,
with its stagnation caused by a directory of
overpriced yachts on the resale market. Kochman
remarks on the importance of managing client
expectations during the pivotal phase of listing a
yacht for sale at a sensible pricing level. “All clients
want to sell their boat for the highest price because
each client values their boat as being the most
unique and thinks it should cost more than others,”
he says. “It can be difficult to explain reality to
them, but you have to; the whole time the yacht is
on the market, it’s costing them money. It helps if
you look at a listing from the perspective of a buyer,
who wants the best price possible. You have to find
the balance between what your client wants to sell
at and what the market wants to buy at.” Kochman,
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What would you change about
the brokerage market?
“You can always improve your internal business
practices” is Kochman’s instant response to a
question that has historically prompted opinions
and frustrations with valuations, commissions
and other transactional conflicts of interest in the
brokerage market. “There is always something
that doesn’t work internally and time is ticking.
Clients are cleverer now than before and they
want a service that is quicker and better. Look at
Oceanco. They were building smaller vessels but
the correct management and their client orientation
led to the Alfa Nero project, then, suddenly, boom,
the market caught that movement and now
look at the shed they’ve built.” The Dutch yard’s
futuristic Alblasserdam facility can custom-build
yachts up to 140m. “It is one of the most incredible
construction halls I’ve ever seen,” says Kochman.

Kochman (right)
and Imperial Yachts’
director Julia Stewart.

however, is also under no illusions that brokers are
largely accountable for a number of the yachts that
have been subject to overvaluation. “Sometimes the
price is too high because the broker has mistakenly
advised a client that he can find a buyer at that
pricing level,” he says. It’s wrong when brokers are
telling clients that boats are a ‘very good investment’
– some can be a ‘good investment’, but not many at
all. They are a complete luxury.”
Which yachts are the ‘good investments’
that you refer to?
“North European-built yachts. We all know that
German and Dutch yards are the best – that is why
people want to build there and why the yachts are
so valuable,” he says. “If it’s a unique boat, it’s a
good investment. I also think the same if the boat
is larger than 90m because the number of yards building at this size is less than the number of fingers on
a hand. If somebody wants to buy a boat bigger
than 90m, they have to wait, and wealthy people do not
want to wait, especially clients from the Middle East
or former Soviet Union countries.” Kochman then
alludes to one particular sale where he thought the
seller had made all the right decisions during
construction to yield an impressive second-hand
sale. “Serene [a 134m Fincantieri build] was sold
for a higher price after four years of use than she
cost to build,” he says. “That is a good example
of choosing the correct interior and exterior
designers, the right shipyard, the right volume
and the right presentation to the market. The
buyer didn’t want to wait four or five years. In
four or five years’ time, the buyer would be
subject to inflation and a higher cost of equipment.
Nothing becomes cheaper these days.”
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Are Russia and the Commonwealth
of Independent States (CIS) still a
major market for Imperial Yachts?
It’s well known in the industry that Imperial Yachts
has worked closely with Russian clients to date.
However, Kochman insists that the firm is very
international and that it’s “a big mistake” to narrow
your market to a particular region. “It all depends
on the economy,” he explains. “The prices of oil and
natural resources influence the market. The Middle
East is the biggest 100m+ player because of oil.
When the price of oil was $100 [per barrel], Middle
Eastern clients were buying yachts very quickly,
but since it’s been around $50, they have been more
careful. In Russia, the deals were also happening
very quickly when the economy was booming. It
hasn’t stopped, but they are more frugal.”
The Knight Frank Wealth Report 2016 states
that there was a 134 per cent increase in UHNWIs
($30 million+) in Asia from 2005-2015, and there is
a projected increase of 66 per cent from 2015-2025
that will see Asia overtake Europe as the second
largest UHNWI population (67,699 people) in the
world. Asia is seen to have unexploited potential,
warranting recent announcements of investments
from several optimistic brokerage firms that hope
to escalate demand in the region. “In 10 years, Asia
will be a big market,” says Kochman, “but there is no
infrastructure yet; that is why there aren’t hundreds
of deals closing at the moment. Representatives
of many different production shipyards are on
regular flights to Hong Kong, Singapore and other
local areas, but there is a lack of marinas that can
accommodate superyachts. Infrastructure is crucial;
where are you going to keep the boat and who will
maintain it? It’s very much the yachting mentality
that they also need to learn.”

What about ‘external’ processes? Is the
brokerage market always improving its
practices?
“Put it this way,” he says, “our industry is better
organised than aviation with associations such as
MYBA. If you’re selling a vessel, it may require three
or four brokers who will find a compromise in the
price and commissions. If you are selling a plane,
or a property, finding a compromise between four
brokers is very difficult. We have MYBA agreements and so on; I think it’s impressive what we’ve
achieved as an industry.”

You can always improve your
internal business practices.
Clients are cleverer now than
before and they want a service
that is quicker and better.
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How does a broker justify their commission?
“The client always thinks that the broker is earning
too much commission,” remarks Kochman on
what is ostensibly an industry-wide perception.
“It can be 0.5 per cent, five per cent or 10 per cent,
but they’ll still think you’re earning too much. In
residential property, it’s normally between two and
five per cent, but how many residential projects are
sold in a year and how many superyachts? Selling
a property takes no time at all and you don’t need
nearly as many qualifications. Selling a boat is a
huge responsibility, with many people involved, so
I think our commission is very fair.”
What are your views on the current marketing
strategies employed by brokerage firms?
All brokerage firms have their own unique marketing
and commercial strategy. There is no ‘correct’
strategy but some, of course, are more fruitful than
others. “I will say that one thing brokerage firms
need to understand is that each region requires a
very different marketing strategy,” says Kochman.
“But, ultimately, if it’s a good product, then it will
sell at a good price. I don’t like to think that reducing
the price is the right strategy, but in some cases it
is necessary. I will, of course, reduce prices if the
client is in a financial position where they need to
sell assets.”
What do you see as the most prominent of
recenttrends affecting the brokerage market?
“More and more much bigger boats,” Kochman
says. “We will deliver a 100-metre+ vessel building
at a northern European shipyard in 2017 and a
130-metre+ vessel in 2018. We are also working
on some other big projects.” This inexorable
trend continues to be a narrative on the lips of many
and is supported by Superyacht Intelligence’s data,
which shows that the average 30m+ yacht under
construction (49.6m) is 8.8m longer than the average
superyacht delivered to date (40.8m). But are we
likely to ever see the average LOA of the order book
fall short of what’s already on the water? “I also
expect to see more 40m-70m platforms in future,”
Kochman continues. “I think the reason Amels
is so successful with its Limited Edition series is
because clients are now warier of pricing. And
to deliver on price, you need a platform. They can
minimise cost on each vessel and provide clients
with a great quality product at a very good price.
You also reduce delivery time for time-conscious
buyers and avoid the cost of mistakes that custom
builders have during construction.” FS
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RUSSIAN OWNERSHIP INTELLIGENCE

SuperyachtIntelligence.com

When you look at the Russian-owned
fleet, encompassing yachts of recordbreaking size and some of the most
influential and iconic designs the
industry has seen to date, it’s clear why
Russians are held in such high regard as
a key client demographic by brokerage
firms. In this section, Felix Sowerbutts
delves a little deeper into the Russianowned fleet, with a specific focus on the
80m+ segment – the cream of the crop.
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4,220

5,088

18%

RUSSIA UHNWI GROWTH
(2005-2015)

AVERAGE GROSS TONNAGE OF
80M VESSELS IN THE FLEET

AVERAGE GROSS TONNAGE OF
RUSSIA-OWNED 80M VESSELS

PERCENTAGE OF 80M YACHTS
OWNED BY RUSSIANS

The gross tonnage of 80m+ Russian-owned vessels
by LOA segment v industry averages
Industry average

Russian-owned

Gross tonnage
14,000

13,062

12,000

13,564

10,939
10,219

10,000
7,805

8,000

6,000

4,704

4,000
2,538

8,116

5,184

2,878

2,000
80-100m

There has been roughly one or two 80m+
Russian-owned deliveries every year
since 2007, with the four in 2010 the
biggest cluster of deliveries. If you then
factor in a four-year build time, which
goes back to the beginning of 2006, the
rouble was trading at a very competitive
34 to the euro before it crashed in the
latter part of 2008. Since then, it has not
been remotely close to recovering to this
exchange rate.
What is interesting about the Russians
up to now is their propensity to purchase
‘big-ticket’ vessels. It is believed that three
per cent of the 30m+ fleet is owned by
Russians, with this ownership share
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100-120m

120-140m

140-160m

rising to 18 per cent for the 80m+ fleet.
From the Russian owners in the 80m+
segment, 65 per cent chose to build
in Germany, 25 per cent built in the
Netherlands and 10 per cent built in
Italy; three highly respected superyachtbuilding nations that The Superyacht
Intelligence Annual Report 2016 shows
delivered the most gross tonnage of
superyachts from 2011-2015.
Not wishing to compromise on quality is another very clear trend of Russian
ownership, with 35 per cent choosing
to build at Lürssen, 15 per cent at both
Feadship and Blohm+Voss, and 10 per
cent at both Oceanco and Fincantieri –

160m+

LOA

a selection of yards renowned for their
large yacht-building capabilities. The
volumetric appetite of Russian clients
is also very obvious. As you can see
from the chart above the average gross
tonnage of their vessels sits considerably
above the industry average in every 80m+
size segment shown. The lowest margin of
difference is in the 120m-140m category,
where the Russian-owned fleet is 311
gross tons above the industry average.
The largest difference is among the few
vessels in the 140m-160m category,
where the difference jumps up to 720
gross tons. FS
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With the launch of the new The Superyacht
Report, we had one fundamental focus
for the design section: to choose only
the most important and interesting
content that we possibly could and
then delve deeper than we have ever
done before. While it’s essential to
try to touch upon as much of the
design world as possible, our aim is to
scale down and enrich our content in
order to eradicate the ‘fluff’ and
introduce a far more concise approach
to superyacht design journalism.
Subsequently, the refurbished design
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section is now divided into five different
‘components’, each of which illustrates
the most important things affecting
today’s market. We’ll be looking for
emerging trends and opinions of those at
the forefront of the industry to provide a
clear and succinct overview of our everdeveloping marketplace.
The structure of the design section
is something that will remain the same
for the foreseeable future, with some
minor additions where appropriate.
But our fundamental aim is to provide
you with only the most interesting and

attention-grabbing content possible. We
believe that the most valuable content
is clear information, candid opinions
and experiences from the industry’s
leading designers, and we are proud to
begin with a walk around the iconic M/Y
Enigma with Martin Francis and the
opinions of Evan K. Marshall in the pilot
guest column. We then discuss the most
prominent reverse-bow concepts there
are out there and the design features that
are steadily transforming into prominent
design trends.
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Design Column
with Evan K. Marshall

The majesty of the sea
and yacht design
Evan K. Marshall looks at the
balance between design and
practicality, particularly in an
environment so dependent
upon the elements.

One of the things that I have always
found the most fascinating and
challenging about yacht design is
the fact that we are virtually creating
floating cities that quite often have to
withstand some of the fiercest elements
the sea can throw at them.
We are frequently lulled into a false
sense of calm and tranquillity aboard
these vessels, especially when we visit
them during boat shows or enjoy a
leisurely cocktail when they’re anchored
in an idyllic harbour, as I was fortunate
enough to do a couple of weeks ago on
board the beautiful yacht Talitha G.
Even as designers, I suspect
we don’t remind ourselves often enough
of the rigours that every yacht has to
withstand, as we are given the challenge
of creating stunning and luxurious
homes on the sea for our clients to
enjoy. This is something that is unique
to yacht design. No house or private jet
has to meet the demands of providing
transportation while at the same time
offering a living environment equal to
the most lavish and luxurious home.
The challenges of this were brought
home to me when I was contacted by
a woman called Patty who was on a
Mediterranean cruise with her husband
a couple of years ago. They were
hunkered down in their cabin, at the

request of the captain, as their cruise
ship traversed rough seas on its way
to Gibraltar. Patty, who prides herself
on being an amateur photographer,
happened to see a white object in the
distance slamming through the waves
and quickly pulled out her camera to
capture some amazing images as this
vessel quickly passed by.
The vessel Patty photographed was
Lady Linda, a yacht designed by my
office. She was also on her way to
Gibraltar to fuel up for her Atlantic
crossing back to America. When Patty
got home, she developed her pictures
and was able to zoom in and see the
name of the boat on the transom and
after an Internet search came across
my name as Lady Linda’s designer. She
emailed me some of her pictures and,
needless to say, I was blown away by
both the majesty and the beauty of
what I saw. Patty sent seven images
in sequence of Lady Linda crashing
through the waves, doing what she was
designed to do – go to sea!
My immediate next thought concerned
the possible state of the boat following
this encounter with Mother Nature at her
finest. I had worked with the owners of
Lady Linda, designing both her exterior
and, more importantly, her interior to
be a lavish, elegant home on the sea
full of bespoke artwork including glass

sculptures, custom murals, intricate
onyx stonework together with the
whole panoply of assorted high-end
decorative objects with which we fill
modern motoryachts.
I soon had my answer. After contacting
the captain to find out about the
adventure he and his crew had
undergone during this passage, I was
pleased – and amazed – to learn
that every aspect of the interior came
through the experience with flying
colours! Not a single object shifted
in the interior; everything from her
sculptures to the onyx stonework on
her floors and bulkheads withstood this
test and shrugged it off as if she were
on a leisurely intercoastal cruise. This
was evident about a month after these
pictures were taken when Lady Linda
was presented at the Fort Lauderdale
Boat Show where she was as stunning
and ‘intact’ as she was when we dressed
her for the first time, just after delivery.
What this event brought home to me
was the fact that, as yacht designers
and naval architects, we are tasked
with designing beautiful objects for the
ultimate leisure lifestyle. Yet we also
have to be constantly mindful that
we are designing vessels that carry a
precious cargo of people and objects to
engage with the majesty of the sea. EM

ABOUT EVAN K. MARSHALL
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It’s all in the detail

A case study on
the truly memorable,
25-year-old 75m Enigma

Guillaume Plissson

The
enduring
enigma

www.struikinteriors.nl
Industriestraat 4 | P.O. Box 5727 - 3290 AA Strijen | The Netherlands | Phone: +31 78 674 28 00 | E-mail: info@struikinteriors.nl
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‘Iconic’ is an overused word in the yachting
media. The truth is, there are very few genuinely
seminal designs out there. To find out what
makes a superyacht truly memorable, Justin
Ratcliffe went aboard 75m Enigma ( formerly
Katana and Eco ) with veteran designer Martin
Francis during the Monaco Yacht Show. A full
25 years after her launch, Enigma is still one
of the most iconic superyachts ever built.
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Top: Martin Francis
pictured aboard
Enigma during the
Monaco Yacht Show.
Above: The 75m
yacht at top speed.

HERE COME THE SURVEYORS
Unusually, Francis also project-managed the build
for the owner, and having made the windows both
curved and distortion-free, he then had to prove to
the Lloyd’s surveyors that they were strong enough
for the job, especially the bridge windscreen on the
main deck.
“We did finite element analysis based on a
worst-case scenario of asymmetric loading if a wave
went over the foredeck and wedged itself under the
bottom of the glass,” says Francis. “Lloyd’s accepted
our calculations but required additional storm
shutters that could be fitted from the inside, which
have never been used. Because of her low freeboard
in the bow, we also designed a foredeck locker that
acts as a buffer to redirect green water into the
centre of the curved glass at its strongest point.”
Enigma’s trademark windows very nearly didn’t
happen. Azcárraga’s original brief called for a smaller
yacht with faceted exterior lines, much like Paraiso
and Azteca, his two Feadship yachts designed by
Jon Bannenberg. Francis spent more than two
years developing multiple concepts from SWATHs to
catamarans, but a definitive design for his first
large motoryacht eluded him. The impasse prompted
Azcárraga to commission styling exercises from
Bannenberg and Giorgetto Giugiaro, the Italian
car designer. He also expressed interest in buying
Carinthia VI, the classic Bannenberg-designed
yacht that was sadly destroyed by fire in early 2016.
“This galvanised me to throw out the rulebook
and introduce the curved windows,” says Francis. “I
presented my colour renderings on the same day as
Jon; Azcárraga took one look at the profile and said,
‘That’s it – you’ve got the job!’”

Justin Ratcliffe

Justin Ratcliffe

W

hat constitutes good design? The standard
answer is a combination of essential
ingredients that range from what the
object does to how it performs and what it looks
like. Timeless design is a more nebulous concept.
Of course, it should comprise all the above qualities,
but it is easier to define in terms of what it is not.
The opposite of timeless design is trendy design,
which is fleeting and arty as opposed to enduring
and creative. Trendy design drifts out of fashion –
and out of mind – before its usefulness has a chance
to come to an end.
“I hate the word ‘styling’ and the way trainers,
for example, are made to look exotic regardless of
function,” says Martin Francis in a blunt criticism of
trendy design, or what he calls the ‘Nike syndrome’.
“When this happens in yacht design, it results in
boats that are designed to be looked at rather than
lived in.”
Enigma was launched in 1991 by Blohm+Voss
for the Mexican billionaire Emilio Azcárraga.
Following his death in 1977, she was acquired by
Larry Ellison and was sold on to her current owner
when the co-founder of Oracle Corporation took
delivery of 138m Rising Sun. Enigma is currently
listed for sale with Edmiston, and during the
Monaco Yacht Show she was tied up alongside
the cruise-ship terminal. Unlike the other yachts
moored stern to in Port Hercule, this meant that
her radical profile – as innovative and edgy today
as when she was launched a quarter of a century
ago – was on full display.

Guillaume Plissson

BY JUSTIN RATCLIFFE

THOSE WINDOWS
Much has been written about Enigma’s bug-eyed
windows, her most distinctive exterior design
feature, but the story is worth repeating. Although
Francis began as a furniture and product designer
(with an intermediate spell as assistant production
manager during the Rolling Stones’ European Tour
in 1970), his interest in architecture and engineering
led him to collaborate with Norman Foster on
buildings in glass and steel and I. M. Pei on the glass
Louvre Pyramid in Paris. This early experience of
structural glass informed every aspect of his design
for Enigma, and Francis has been regarded as
something of a glass guru in superyacht circles ever
since.
The initial inspiration for the elliptical windows
came from the windscreens of Parisian buses that
were designed to reduce internal reflections. A
German manufacturer – ironically called Flat Glass
– was contracted to make the toughened panes using
the tempering process by which glass is heated to a
semi-plastic state and then chilled very quickly with
cold air. In this way, the surfaces harden to form a
crust while the inside cools more slowly and shrinks
to pull the outer skins into compression.
But the real challenge was how to bend the
glass at a time when curved glass – especially the
compound curves of the corner windows – was still
in its infancy. The heated panes had to be passed
between two matching moulds to deform them into
the desired elliptical shape. When these moulds
were pulled apart, the air jets then had to follow the
exact same curvature to cool the glass uniformly
to avoid distortion. The necessary tooling was very
expensive, especially as two different radii and
thicknesses were required.
Francis estimates the final cost of each pane
to be around 6,000 Deutschmarks, or roughly
3,000 euros in today’s money – one of the reasons
Enigma’s experimental windows have never been
emulated, at least to the same degree of curvature,
despite the advent of modern chemical toughening
and improved bending processes. The final cost was
even higher because spares were made of each pane
(in fact, only two have ever failed. Both broke when
the yacht was undergoing maintenance, probably
due to thermal shock resulting from cold nights
followed by hot, sunny days).

Right: Those windows ...
as cutting-edge today as
they were 25 years ago.
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Guillaume Plissson

Right: The designer with
Stuart Lees, Enigma’s
long-serving captain.

“WOW! LOOK AT THAT.”
Stepping aboard Enigma, which has never been
chartered, was a rare privilege. Doing so in the
company of her designer was an added bonus and
we started our tour in the wheelhouse. Its position
on the main deck is unconventional, but the forward
visibility, thanks in part to the unusual windows,
is surprisingly good. Francis designed a Perspex
bubble above the pilot’s chair that offered the
helmsman a higher vantage point, but it was never
used and was later removed. The only other change
has been the addition of a small helm wheel that
her long-serving captain, Stuart Lees, likes to use in
conjunction with the ‘fly-by-wire’ technology that
was also new at the time.
“I remember being a deckhand when Eco, as she
was then called, arrived in Palma on her maiden
voyage,” recalls Captain Lees. “Everybody stopped
work and walked down the dock to watch her
coming in. I thought, ‘Wow! Look at that’, never for a
moment thinking I would later be her captain.”
Viewed closely from the inside, it is just possible
to make out the stretch marks at the edges of the
glass panes where they were lifted with tongs from
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Justin Ratcliffe

Facing page: It was his
experience gained working on
Le Louvre that led Francis to
devise ‘those windows’ and he
is still seen as something of a
structural glass specialist.

the moulds. The secret behind their mirrored effect
also becomes apparent. At the time, curved glass
could not be coated during the manufacturing
process so adhesive strips of reflective film were
applied to the inside of the windows for privacy and
to block UV rays. The degree of mirroring actually
varies from deck to deck, with less on the bridge
due to safety regulations. The only drawback is that
the strips have to be replaced every few years as the
edges become dog-eared through cleaning.
Francois Zuretti’s Art Deco interior design is only
now beginning to age – not through wear and tear as
the yacht is immaculately maintained throughout
(used principally in the summer months, a full
crew is kept on throughout the year for precisely
this purpose) – but because tastes have changed
since 1991. Ellison substituted some materials such
as the granite countertops, but most of the interior
decor, including the burl ash and maple veneers,
has remained intact, and the custom detailing is as
relevant today as it was 25 years ago. Francis is quick
to point out, for example, the bespoke fixtures and
fittings and bathroom doors he designed to create a
soundproof seal for acoustic privacy.
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Below: Francis experimented with
several different concepts before
he settled on the Eco design.

courtesy of Martin Francis

courtesy of Martin Francis

Facing page, clockwise from top left:
Espen Øino and Francois Zuretti
reviewing interior solutions; a young
Dan Lenard testing the reflective film
for the windows; one of many models
of the curved windows.
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Another innovation was the
submarine hydrofoil under the
transom that reduces drag to
improve performance in both
cruising and high-speed modes.

courtesy of Martin Francis

Enigma ( formerly Eco)
is just as radical below
the waterline with her
foil and booster jet.
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IN-FLIGHT FUELLING
From the very beginning, Azcárraga wanted a fast
yacht, and Enigma’s engine room reveals another
reason why she has stood the test of time: her
power train comprises twin diesels driving wing
jets for cruising, and a central gas turbine drives a
booster jet for higher speeds. Although Blohm+Voss
had extensive experience of building naval vessels
equipped with gas turbines, Enigma broke new
ground as the first customer for the General Electric
LM1600 gas turbine, and its Kamewa waterjet
was the largest of its kind at that time. Another
innovation was the submarine hydrofoil under the
transom that reduces drag to improve performance
in both cruising and high-speed modes.
Gas turbines like cold air and Enigma’s top
speed increases in winter when she can touch 36
knots with full tanks, which means she is still the
fastest superyacht of her size on the water. At high
speed, she burns around five tonnes of fuel an
hour, and Azcárraga purchased a small oil tanker,
the Eco Supporter, for ‘in-flight’ refuelling during
transatlantic crossings. At a more sedate cruising
speed of 18 knots without the central booster, the
yacht routinely covers up to 12,000nm during the
Med season, and her current owner cruised for
nearly three months last summer.
ANYONE FOR BASKETBALL?
Francis has always experimented with exterior
deck layouts. On Diablesse, for example, a 92ft
aluminium sloop launched in 1985, he was the first
to introduce completely flush decks and steps down
the full beam of the transom. Enigma presented
another set of challenges as Azcárraga’s list of
tenders and toys included a Riva Aquarama, a Tullio
Abbate custom tender, a Fat Boy Harley Davidson
and Maule turboprop seaplane. These were all
stowed on the open aft deck and deployed using one
or both deck cranes with a connecting boom.
When Larry Ellison acquired the yacht, Francis
redesigned the space to accommodate a glasswalled gym where the front end of the aircraft fitted
under the overhanging owner’s deck. Ellison also
added his famous basketball hoop, which remains
to this day. Until the recent trend for explorer-style
yachts, the logic of stowing tenders on deck had
largely gone out of fashion, but there is no getting
away from the fact that tender garages take up
valuable interior real estate. Ellison later admitted
to Francis that the tender garage aboard Rising Sun
was a waste of space.
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ONE OF A KIND
The reasons for Enigma’s longevity are hard to
pinpoint. Her many innovations, which include a
fibreglass superstructure and Teflon-coated textiles
derived from architectural applications for the
permanent awnings, are only part of the equation.
Even Francis struggles to find an answer. Enigma
was undoubtedly ahead of her time, but that in itself
is no guarantee of a long shelf life. For example,
Francis points to the ill-fated Ford Edsel in the late
1950s. Touted as the car of the future, the overpriced
and overhyped model was a total flop. What is certain
is that Enigma was not immediately understood: for
eight years after her launch, Francis didn’t receive a
single enquiry for another superyacht project.
The most compelling reason Enigma has
endured is because she continues to challenge our
preconceived notions of what a superyacht should
look like. And thanks to her designer’s passion
for problem-solving, she does so by balancing
innovative design with technical solutions that
work. The few systems that have been replaced, such
as the Intering anti-heeling system for at-anchor
stabilisation, have been updated because more
efficient technologies became available. She has
influenced a whole generation of yacht designers,
from Espen Øino, Dan Lenard, Clifford Denn, Jonny
Horsfield and Mark Smith, all of whom worked
for Francis early in their careers, to the American
designer Patrick Knowles, who simply gazed on
from afar:
“I was in awe of Eco’s forward-thinking design
and incredible performance,” says Knowles. “I’d
never seen anything like her before. Consider
the fact that all of her bent and curved windows
are optically correct – a solution that is difficult
to achieve even today. Her exterior styling is
aggressive, yet sleek and graceful at the same time.
The lines of her rise and fall from deck to deck are
breathtaking, and the genius of her profile cleverly
disguises the mass of her structure and the length
of her hull. I think we can assume that the meetings
between owner, builder and designer were quite
intense. I’m sure the entire process of bringing her
to life was an enormously rewarding experience for
all involved.” JR
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A conceptual
focus on the
inverted bow

Bowing
down
Among the plethora of futuristic concepts
available to the superyacht market, we take
a look at a select few that place an interesting
focus on the inverted bow.

S H I P YA R D PA L M A
BY GEORGIA BOSCAWEN

T

here is never any shortage of implausible
ideas in the overabundance of conceptual
exterior designs that surfaces on our desks
almost every day. But there is something truly
wonderful when a once throwaway idea transforms
into a common and widely used feature. It’s
almost an industry-wide recognition of the rate
at which design is progressing and, in particular,
the importance of the more futuristic conceptual
design. The majority of the ideas we receive are in
no way feasible at conception, but are fundamental
elements to the progression of superyacht design.
One of these now widely used design elements
is the inverted bow – a revolutionary feature that
effectively turned conventional hull design on its
head, creating an entirely new futuristic profile
and totally different kind of yacht. It’s become
such a widely used feature in concept design over
the past eight years that there is now an abundance
of inverted-bow concepts available to the market,
each with their own unique take on the future of
superyacht design.
Feadship was the first shipyard to introduce the
inverted bow to the superyacht market in 2008 with
the completion of 72.8m M/Y Predator. However,
this unique superyacht was actually the product
of a study that began in 2003 when, according to
Feadship, “A designer from outside the yachting
industry asked Feadship to investigate the feasibility of designing and building a superyacht based
on a semi-submerged concept.” As a result, the
Dutch shipyard began a detailed technical research
study to establish how this could be achieved. It
wasn’t until 2004, when Feadship entered into
discussions with the future owner of Predator,
who was looking for an aggressive and fast-looking
yacht, that the studies continued and Predator was
deemed feasible. It was delivered four years later.
Since then, the inverted bow has become more
prevalent in design circles and each of the following
concepts demonstrates its own unique design cues
and insights into the future of superyacht design
as well as what we could be seeing built in the next
few years.
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SYMMETRY
SINOT EXCLUSIVE YACHT DESIGN

Perhaps one of the more unusual inverted-bow
concepts is 139m Symmetry by Sinot Exclusive
Yacht Design, with naval architecture by BMT Nigel
Gee. With its knife-edge exterior profile, the project
encapsulates the idea of progressive exterior design
by introducing a dual bow.
This unusual approach was born from the idea
that the vessel can be used in many different ways
– a direct result of the dual directional approach.
Symmetry is also designed to rotate 360 degrees
with ease, if need be, by using the centre as a pivot
point. Furthermore, out of the four inverted bow
concepts, Symmetry has the largest beam of 29m,
which would offer a vast amount of interior and
exterior space.
The spray rail is slightly more retreated in
comparison to other projects, such as the Intensity
project (opposite), due to the design of the yacht;
however, the knife-edge appearance of the yacht is
almost enhanced by its slenderness at each end.
From a practicality point of view, the dual-bow
approach is likely to benefit manoeuvrability
options and speed up stern-to mooring. However,
with no definitive stern, perhaps berthing may
come with its own set of issues.

INTENSITY
WINCH DESIGN
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As one of the rare speculative designs to emerge
from the fast-paced studio of Winch Design, the
88.8m tri-deck superyacht is both innovative and
distinctive, based around the large amount of glass
used amidships.
If the profile of Intensity is compared to that
of Symmetry, it is clear that there is a much
softer curve at the inverted bow. This agreeably
encapsulates the profile of Intensity which is,
ironically, significantly less intense and dramatic
in comparison to Symmetry. However, as to the
speculative nature of the concept, the aim here
is to attract a much broader market than Sinot’s
Symmetry.
Intensity has been designed on Amels’ existing
81.8m platform for M/Y Kibo (launched in March
2014), and it’s because of this that there are some
restrictions in customisation; for example, the
bulkheads cannot be shifted, but there is still a
certain flexibility in the layout.
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TIME
HENRY WARD

STILETTO

Taking the idea of the adaptable yacht,
Henry Ward and BMT Nigel Gee have
created a 66m explorer that takes a
fresh look at the boundaries of technology. With an abundance of special
features, the concept offers a completely
new experience on board the yacht –
most prominently the 18m floating lodge
docked within the aft of the vessel. The
idea is that on approach to shallow
waters, the lodge can be launched as an
independent vessel for mini-expeditions
in harder-to-reach places.
The idea of a detachable section has
been seen before in projects such as the
77m X R-Evolution concept, unveiled by
Monegasque design studio Pastrovich
in 2014, which included a detachable
floating aft section. But Henry Ward
seems to have taken this one step further,
offering a much larger detachable area.
The bow of Time, much like the
detachable aft, is far more complex than
initially meets the eye, and would disguise a hangar for the four-person drone
that comes with the yacht. This garage/
hangar solution also presents a unique
concept for additional storage and
equipment.
For Time, the inverted bow seems to
have far more of a functional use than
an aesthetic one, and perhaps is angled
forward primarily for additional storage.
In this case, we don’t see the knife-edge
angles that are on a concept such as
Symmetry, which makes it appear more
powerful for global cruising.

F O R E S T I & S U A R D I

KEN FREIVOKH

Stiletto, designed by Ken Freivokh in
association with Oceanco, is certainly a
project that focuses on aesthetic values,
in contrast to the functionality of Henry
Ward’s Time. At 107m, the sleek-looking
superyacht has a heavy emphasis on
exterior space, most specifically on the
foredeck, which is a rarely used entertainment space on the majority of
superyachts.
Again, while the inverted bow isn’t as
prominent as those on superyachts such
as M/Y A, the more rounded bow is a significant attribute of Stiletto, enhancing its
fierce and rather eccentric profile. There
is no doubt that the yacht is visually stimulating, yet it has catered for a broader
market as a semi-custom concept, due to
the affiliation with Oceanco.
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Breaking
the mould

In such a diverse market, with such a broad
spectrum of tastes and styles, it can be difficult
to pinpoint definitive trends within the custom
superyacht market. However, among the profusion
of requests designers receive, a few features are
beginning to become more prominent. We talk to
designers James Claydon and Martin Francis to get
their thoughts on the current marketplace.
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BY GEORGIA BOSCAWEN

I

n an industry driven by unique tastes and
individuality, it’s surprising to hear that even
the most far-fetched designs may not be quite
as original as we initially thought, with owners
asking for similar design features. As a result, there
are certain aspects of superyacht design that are
prompting more frequent requests from owners
and, therefore, becoming more of a prominent
focus for designers.
In particular, it seems there is a demand for
designers to be more innovative with the layout of
exterior spaces. “Although you would have heard it
before, it has to be exterior space and beach clubs,”
says James Claydon of Claydon Reeves. “It’s not just
about putting a group of sofas around a Jacuzzi,
it’s also about actually doing something with that
Jacuzzi. It could be a waterfall feature or having
a glass side, or having floors that move; it could
be anything that isn’t just a boring open exterior
space.” For most owners and guests, the majority of
their time will be spent in the exterior areas of the
yacht, so it’s important to make this space special.
“I think we are now spending more time on
trying to think of original ideas for outside spaces,”
continues Claydon. “Things such as sculptural
furniture; it’s not only about an incredible exterior
with a flat deck where we can just nail a few sofas,
it’s also about how to make the sofas either integrate
with the superstructure or how to make them
complement the yacht.”
But, according to Martin Francis, owners are
also becoming increasingly conscious about sustainability. “Hybrid propulsion is becoming more
prominent in the industry, although the technology has a long way to go.” But what is driving
this heightened demand for ecologically friendly
yachts? Protecting the environment is a vital
element of sustainable yachting, but are superyacht owners truly concerned with being as
environmentally friendly as possible?
“They like to be seen to be green,” says Francis.
“However, the best green thing an owner can do is
not build a superyacht, especially with teak decks
as it’s a non-renewable material.” This is a view that
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considers only one angle of the damage that can
be caused by a superyacht, although Francis also
states that these yachts provide jobs for thousands
of people worldwide. The capital used to build or
run a superyacht isn’t just burnt cash; it’s going
to builders, subcontractors, paint providers and
thousands of other companies.
We are moving forward in terms of stylistic
superyacht design; almost every year we see a new
‘groundbreaking’ idea that could be the catalyst
to the next design trend. But are owners ready for
this shift to futuristic yacht design? Or are we still
searching for that ‘timeless’ yacht?
“I think, generally, the market is still cautious,”
says Claydon. “But futuristic concepts are how the
industry develops because suddenly the benchmark
for what’s crazy or different has been pulled up a
few notches from what it was before.” While there
are some owners who want to achieve something
different and unique, it appears, according to
Claydon, that many others think very carefully
about the consequences of building a yacht that is
so far removed from anything previously seen.
Francis believes the level of risk needs to be
considered before designers take the plunge and
create something which is completely different.
“When I did Enigma (ex-Eco), I didn’t get another
enquiry for eight years after it was launched. It
just shows that if you’re too far ahead of the curve
it doesn’t always work,” he says. The bigger picture
certainly needs to be considered; for example,
when it comes to the point of sale, will the yacht
hold its value? Francis says, “Most of the futuristic
stuff will go out of date very quickly. It takes a long
time to develop a design but designs can be easily
misunderstood as to why they’re good – like A was.”
After talking to both designers, it’s clear there
is room to break the mould a little in the current
climate of rather ‘safe’ design. But not all innovative
design will be warmly welcomed as owners will
always be cautious in their decisions, and will
question what could happen in the future before
distancing themselves too far from the current
trends. GB
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O

ffering both luxury and resilience, British
carpet supplier SYLKA has developed a
solution for durable and hard-wearing
carpets without compromising on quality and
feel. While their carpets may not be made from
traditional materials such as wool or viscose,
SYLKA’s new polymer blend is designed to withstand
spillages and dirt which, in most cases, would be
the end of both natural carpets and other synthetic
alternatives.
Developed using a luxury fibre known as NuSilk,
SYLKA has created a synthetic mix of polymer
materials that replicate the delicate aesthetic
qualities of natural silk. As a result, these carpets
are very soft, yet require minimal maintenance,
making them suitable for a busy superyacht.
Another benefit of synthetics is that NuSilk has a
more compact, high-tenacity molecular structure
compared to natural and organic fibres; therefore
the carpets will resist fibre loss caused by abrasion
and will not experience shedding or pilling, which
is common in natural fibres.
Launched in 2012, SYLKA began by supplying
both commercial and residential projects in
London, including Harrods, Selfridges and luxury
apartments across the capital. The company then
entered the marine environment, and has installed
carpets aboard both commercial and private vessels.
The commercial grading of the carpets makes them
further suited to the marine sector; with their ability
to withstand sun damage, salt water and heavy
traffic, their popularity is increasing with the more
active superyachts.
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Not only has SYLKA focused on the durability
and feel of its products, but also the company
has worked towards adequate quality assurance
standards to cater for both commercial and private
markets. One of these standards includes the
commercial density rating, which must be able to
withstand over 1,000 footfalls a day and meet the
global flammability standard.
With six key personnel, the company isn’t large
but it has grown significantly since its conception
four years ago. SYLKA now has 14 distributors
across the globe, from North America to Australia,
as well as offices in the UK and Dubai. The carpets
are manufactured in Georgia, USA, before they are
shipped to various stockists and the primary marine
division in Palma, Majorca, for installation.
Although it may seem strange to focus on
synthetic products for a superyacht as opposed to
natural materials, the durability and quality of the
carpets are such that they would often be chosen
over a carpet made from natural fibres. The company
is steadily becoming more recognised within design
circles and the superyacht market as more and more
projects are emerging. The company has received
multiple awards in the past four years for the quality
and durability of its products in addition to the
installation service.
SYLKA Carpets has nine ranges, as well as the
capability for bespoke commissions of both carpets
and oversized rugs, which again work well within the
superyacht market and the slightly more unusual
spaces it has in comparison to residential projects.
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So far, SYLKA has installed its carpets on a number
of superyachts including 64.5m M/Y Silver Angel
delivered in 2009 by Benetti and 68.5m M/Y
Lady S delivered in 2006, both of which were refit
projects. Due to a range of advantages the products
have in the marine environment, it is no surprise
that SYLKA is currently installing carpets on three
yachts over 70m and has two further projects
booked for early 2017.

190

GB

The Superyacht Report ISSUE 175

191

The world’s leading superyacht authority.

STERN WORDS

TRACK TO
THE FUTURE

BY TIM THOMAS

While TSR is ringing the changes, Tim Thomas
is left wringing his hands on a delayed train and
wonders whether there’s a lesson in there for the
superyacht industry as a whole.

‘Plus ça change’ say the French with a
Gallic shrug; in other words some things,
it seems, will always stay the same. I’m
thinking this as I crawl towards London
on a train, the apologetic voice of the
guard explaining that autumnal leaves
on the line are the reason we are so
delayed on our journey. It’s the perennial
excuse of the train operator, and while
the man wedged next to me in the
crowded carriage sighs, shuffles his feet
and pushes his armpit uncomfortably
close to my face, I can’t help but reflect
on the rate of change in our own industry.
While I’d like to think that my Stern
Words are the first item you turn to in any
edition of TSR, it’s more likely that you
will have arrived here after journeying
through our new-look, reformatted
and rethought The Superyacht Report.
It has been an absolute joy to be a part
of the programme of change we have
implemented here at TSG towers, and
hopefully you will have enjoyed the
magazine free of figurative autumnal
leaves or any other contrivances to
disturb your reading enjoyment. I think
it amply demonstrates that change is
good – and I say that without even a hint
of a Gallic shrug.
When I look at the superyacht
industry, I see a real conflict between the
barnacle of conservative outlook and the
pressure-washer of change. It’s true in
design, where a handful of owners try
to push the boundaries but the general
approach remains unmoved.
I see it in technology, where visionary
companies are pushing the envelope
in bridge, IT, systems and AV tech, but

where car, home and other segments
seem so much further ahead in the
widespread adoption of such advances.
And I see it in construction, where
designers, engineers, yards and owners
are hamstrung by the gap between what
modern materials can do and what
class might let them do. There are other
areas of our industry, too, where we
need to embrace forward-thinking and
relinquish the old.
It’s something that came up in my
interview for this issue with Burgess
chief executive Jonathan Beckett. We
are on the brink of a generational shift,
as established names in design, styling,
yard management and brokerage reach
the end of their distinguished careers
and look to hand on the mantle to a new
wave. The transition – much like the work
done on The Superyacht Report – will not
be easy, and it will take vision, hard work
and a focus on quality of execution to
make it happen seamlessly. But with this
comes the chance to drive superyachting
forward, to allow new ideas and new
collaborations to take the best of the
old ways and make them even better.
Perhaps then we can free ourselves of the
‘plus c’est la même chose’ rejoinder and
really make a difference.
As I think that neatly rounded
thought, we arrive at the end of the line,
and the last page of this first edition of
your new The Superyacht Report. This
issue is a sign of great things to come,
both for TSR and for the industry as a
whole. The guard on my train sums it
up perfectly: “We have reached our final
stop. All change please.” TT
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The first Fast Displacement Hull Form to
feature

hybrid

propulsion

for

outstanding

efficiency and fuel economy. The result is truly
unique:

elevated

performance

with

reduced

environmental impact. Not to mention supreme
comfort in the form of near silent cruising in electric
mode. All this in a breathtaking 50-metre design.
Ready for cruising in March 2017.
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