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It’s that time of year again! – The BIG Seattle Boat Show drops anchor for the 
72nd time on Friday, Jan. 25. This year marks the 16th anniversary the NMTA 
and Northwest Yacht Brokers Association have collaborated to offer boaters a 
truly unique experience, both indoors and afloat, at CenturyLink Field & Event 
Center and South Lake Union. For more information, visit www.seattleboat-
show.com. And don’t forget your complimentary NMTA Member tickets are on 
Page 7. BE OUR GUEST! – All NMTA Members receive two complimentary 
tickets to the 2019 Seattle Boat Show. To use, simply cut out the tickets from 
this edition of WaterLife and bring to any show entrance. These passes may not 
be duplicated.
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Sport Fishing Policy and Legislative Update
  by Carl Burke, NMTA Sport Fishing Lobbyist

Positive steps made on 
issues, but more work 

lies ahead in 2019

By the time this publication goes to 
print those of us who are boaters 

will have stood on the aft deck and 
waved goodbye to 2018. But not so fast! 
The issues and challenges that we faced 
in 2018 will still be with us in 2019.
The legislature, WDFW staff and 
commission will have to resolve policy 
issues that will have a direct impact on 
our member businesses, sports fishers 
and stakeholder organizations.
The recommendations of Governor 
Inslee’s Orca Task Force will be 
implemented or modified during the 
2019 legislative session. George Harris 
of the NMTA and Liz Hamilton of 
NSIA both played key roles on the 
Task Force and were responsible for 

protecting the interests by educating 
other members about the science and 
conservation efforts sports fishers have 
championed for years.
We will continue to work with 
legislators and committees during the 
coming session to educate them about 
our views of the most important steps 
we can take as a society to help save 
our orca whale populations in the short 
and long term.
In 2019 WDFW will request a general 
fee increase from all user groups 
through the legislative process. Our 
various organizations will have to 
decide whether to support their request.
In years past the industry has generally 
supported agency fee increases. Fishers 
and hunters (consumptive users) are 
the single biggest source of revenue for 
the agency and often times carry the 
largest burden of conservation efforts 
while other user groups have benefitted 
the most from agency harvest policies.

We will be asking the agency to 
address our issues more closely during 
the upcoming session before making a 
decision regarding our support.
The WDFW commission and agency 
staff will begin the North of Falcon 
salmon season setting process in late 
January of 2019. Two key issues we 
are following are creation of the long-
term Puget Sound Chinook Harvest 
Management Plan between the tribes 
and state.
Secondly, the WDFW commission is 
considering whether or not to continue 
implementation of the joint state 
Columbia River Policy or allow gillnets 
back into the Lower Columbia River in 
the spring and summer.
Outcomes of these policy decisions 
will have a direct impact on our 
support or opposition to the agency 
request for a general fee increase 
in 2019. We will continue to 
provide updates in the next issue.

Alysanne recently joined the NMTA 
staff as our office assistant!

If you call the NMTA office, you’ll 
most likely hear her cheerful voice 
greeting you on the other end. At the 
Seattle Boat Show, Alysanne will coor-
dinate the Kids Zone, Be Whale Wise 
Promotions and manage the website’s 
social media along with assisting at the 
Show Office.
Alysanne grew up in Edmonds and 
attended King’s High School in Shore-
line. She graduated in May of 2018 
from Northwest University in Kirk-
land with a degree in Organizational 
Communications. During her time at 
Northwest, Alysanne played volleyball 
and received All-American honors as 
Libero.
She enjoys boating and inner-tub-
ing with her husband Joe Stack at his 

family’s house on Lake Cavanaugh in 
Skagit County.

“Everyone on the NMTA staff have 
been super welcoming and helpful,” 
she said. “Everyone genuinely enjoys 
working together, which I think is 
amazing! I am so lucky to call NMTA 
my first ‘big girl’ job!”

Welcome Alysanne StackNew Boat  
Sales Up in  

Washington  
State

Washington new boat sales year-to-
date, January to September, are up an 
impressive 9.4% in units and 17.6% in 
value compared to a national new boat 
sales increase, January to October, of 
3% as reported by Statistical Surveys. 
Preliminary new boat sales data for 
October and November for Washington 
shows unit sales are flat for the period, 
but the value of new boats sold in the 
period is up 12%. Washington state 
new and used vessel sales data is 
provided by University of Washington 
Sea Grant. Final 2018 Q4 sales data 
will be available for members at www.
NMTA.net in late January. 

http://www.NMTA.net
http://www.NMTA.net


The Voice of the Boating Industry in the Pacific Northwest 3

Alaskan Legend Yacht Charters, LLC - offers a private 87-foot cruising yacht out of Juneau, Alaska, for whale watching, hiking and sightseeing.
Anacortes Marine Group - is a marine services, management, repair and sales company with more than 65 years of experience.
Blue North Fisheries, Inc - located in Seattle, is a sustainable natural resource commercial fisheries company.
Burnewiin - located in Hood River, Oregon, is a supplier of premium marine accessories for fishing and cruising.
Coastal AMX Marine, LLC - based in Seattle, is a marine electrical, hydraulic and mechanical service company.
Color Glo Marine Seattle - offers restoration and repair of leather, vinyl, velour, cloth, and hard plastics commonly found in the marine market. 
Deck FX - located in Snohomish, specializes in a non-skid foam marine decking, with a staff dedicated to providing first-class customer service.
Dockwa - based in Cambridge, Massachusetts, is a cutting-edge marina management software that connects marinas with boaters.
Dutch Yacht Imports - located in Seattle, is an import consultant for yachts from the Netherlands.
Eddyline Kayaks - located in Burlington, is a family-owned kayak and paddle manufacturer that pioneered the vacuum bag and  
thermoform technology.
E-Z Anchor Puller - located in Ellenton, Florida, manufactures a state-of-the-art drum anchor winch retrieval system for retrieving and deploying 
boat anchors.
Geckobrands LLC - located in Grandville, Michigan, is a supplier of top-of-the-line waterproof accessories.
General Components Ltd - located in Coquitlam, British Columbia, is an importer/distributor of HVAC components for heavy duty and  
marine industries.
Heritage Marine Electrical - located in Everett, manufactures custom AC and DC electric panels and sells and installs batteries, chargers, 
inverters, etc.
Jasper Marine Alloy - located in Gibsons, British Columbia, fabricates aluminum boats that combine curb-appeal, practicality, quality,  
and beauty.
JQB Designs - a Seattle yacht design studio, provides award-winning exterior and interior design development and yacht decor services.
Lady of the Sea Adventures, LLC - located in Bellingham, is a fully crewed, all-inclusive charter service aboard their luxurious 74-foot  
motor yacht. 
MobileOps - located in Woodinville, is a boating mobile app used to organize maintenance, comply with regulations and stay safe.
North Cascades Bank - a division of Glacier Bancorp, Inc. headquartered in Kalispell, Montana, is a marine lender operating with their own 
management in the communities they know well.
Pacific Inflatable Boats - located in Fife, is a boat and engine dealer selling Zodiac brand and affiliated products.
Pybus Point Lodge - located in southeast Alaska, is a premier facility catering to guided and unguided fishing trips and wilderness viewing.
Refit International Exhibition and Conference - located in Fort Lauderdale, Florida, is a marine publishing and event organization.
Rescu Swim’r - located in Blaine, is a yacht brokerage and store that sells marine rescue products.
Sailing Awaits – located in Kenmore is a new portable sailboat dealer. 
Salmon Bay Boat Yard - located in Seattle, is a full-service boat yard and repair facility.
SEABOB - located in Fort Lauderdale, Florida, sells an underwater scooter capable of reaching depths of 130 feet and speeds up to 10 mph.
Seaton Yachts - located in Newport, Rhode Island, is dedicated to designing and building boats for coastal and extended offshore cruising.
SOGDA Limited - located in Kirkland, is a Pacific Northwest dealer for all things Wilcraft.
Tayana Yachts - based in Taiwan, is a yacht building and manufacturing company. 
Torrid Marine - on Bainbridge Island, is the leader of one of the longest lasting, highest performance marine water heaters -  
since 1979.
University Yacht Service, LLC - located in Seattle, is a full-service boatyard specializing in marine service and repair.
West Coast Sailing - located in Portland, Oregon, specializes in dinghy sailing (boats and parts) and sailing kayaks. 
West Marine - operates numerous stores in the greater Seattle area with a wide-range of boating and fishing supplies.

Welcome New Members!
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PRESIDENT’S REPORT

Most years the Seattle Boat Show 
is the big news story in January. 

This year the big news is the “Seattle 
Squeeze” from Jan. 11 to Feb. 4 when 
the Alaskan Way Viaduct portion of 
SR-99 along the Seattle waterfront is 
shut down to connect the new tunnel 
which is optimistically expected to 
open on Feb. 4. As a result, the 90,000 
cars that travel that part of SR-99 each 
day will be forced to use Interstate 5 or 
the surface streets of Seattle, creating 
a ripple effect of tough traffic all the 
way to Interstate 405 and the floating 
bridges across Lake Washington.
You may remember the shutdown was 
originally scheduled for October until 
the Washington State Department of 
Transportation (WSDOT) and Seattle 
Department of Transportation (SDOT) 
decided they needed more time. Unfor-
tunately, the shutdown now aligns per-
fectly with every aspect of the 2019 
Seattle Boat Show – our pre-staging 
which starts on Jan. 14, move-in staging 
on Jan. 18, show dates Jan. 25 to Feb. 2, 
and move-out Feb. 3-4. WSDOT and 
SDOT are not sugar coating the impact 
and neither is the media. They have 
predicted the “worst traffic in Puget 
Sound history” and are encouraging all 
of us to “pack our patience” if we must 
travel during the closure. 
WSDOT and SDOT are asking every 
business and driver to do their part by 
working from home, going on vacation, 
and using public transit. That’s not so 
easy or an option for the largest boat 
show on the West Coast – we chose 
our 2019 dates way back in 2009 and 
have over 425 businesses counting on 
50,000 enthusiastic boaters and anglers 
to kick-start their sales year.
The NMTA staff has been meeting reg-
ularly with senior WSDOT and SDOT 
staff since the January closure dates 
were announced. It was clear early on 
WSDOT and SDOT were not going to 

reschedule again because of a conflict 
with the Seattle Boat Show, and like all 
other businesses in Seattle we will need 
to adapt the best we can.
Following is a list of actions NMTA 
has taken to mitigate for the traffic, aka 
NMTA’s recipe for lemonade.
1. Updated our traditional and digi-

tal advertising media, tagline and 
images to “Detour to the Seattle Boat 
Show” because all boaters know 
boating and fishing is the perfect 
antidote to our traffic woes. I debuted 
our new advertising campaign at our 

Annual Meeting in November and it 
received a hearty, unsolicited round 
of applause from our members. We 
know an advertising message that 
is relevant to current events is more 
memorable and powerful.

2. WSDOT and SDOT have asked all 
businesses to chip-in and do their 
part. This is one reason NMTA 
made the tough decision to hiatus 
Bell Harbor Marina for 2019 and 
relocate these boats to South Lake 
Union. This change will reduce vehi-
cle traffic on Alaskan Way during 

show days; help ensure a better show 
for in-water exhibitors; and create a 
better experience for attendees shop-
ping for in-water boats. Bell Harbor 
Marina will return in 2020 and will 
be an essential element for the Seat-
tle Boat Show in 2020 and beyond. 
After the tunnel opens and the via-
duct comes down, I’m looking for-
ward to promoting and producing 
the Seattle Boat Show on the all new 
Seattle waterfront.

3. NMTA staff and the Boat Show 
Committee decided it would be best 
to relocate the free parking pro-
motion from Bell Street Garage to 
Mariners Field Garage. Encouraging 
7,000 guests to drive to Bell Harbor 
during the Seattle Squeeze and then 
bus to CenturyLink Field, and then 
possibly to South Lake Union, and 
back again to CenturyLink Field 
and/or Bell Street Garage seemed 
like an unnecessary amount of travel 
time for our guests. This also shows 
SDOT and WSDOT we are doing our 
part to reduce the number of vehicles 
on surface streets.

4. At this writing NMTA staff is work-
ing with SDOT and the Seattle 
Mayor’s office to allow Seattle Boat 
Show shuttle busses to have access 
to bus-only city streets so attendees 
can travel between both locations as 
quickly as possible.

5. Encourage attendees (and exhibitors) 
to use public transit – bus, light rail, 
ferry, ride share. Attendees that show 
they used a form of transit receive a 
$6 discount at the box office.

6. WSDOT has scheduled “Hello 
Tunnel, Goodbye Viaduct” celebra-
tion events for Saturday, Feb. 2 and 
Sunday, Feb. 3. The featured event 
on our closing Saturday is an 8k 

See > President’s Report, Page 5 
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Fun Run (registration required) that 
allows runners to run the new tunnel 
and the viaduct. Personally, I think it 
sounds like a lot of fun and I think 
WSDOT’s estimate of 25,000 run-
ners is possible. WSDOT has agreed 
to promote attending the Seattle Boat 
Show to their registered participants.

7. For exhibitors we have developed a 
move-in and move-out plan that will 
allow us to stage nearly all boats in 
advance of the show very close to 
CenturyLink Field & Event Center. 
This will allow exhibitors to not lose 
valuable move-in/out time trying to 
get to and from an offsite staging lot.

I’ll admit I can be the first to grumble 
about Seattle’s changing traffic, just 
ask my family. That’s why I consider 
myself fortunate to work with really 
positive people like Kelly Hawley, 
the owner of Tom-n-Jerry’s Boat 
Center and Master Marine, and Bruce 
Hawthorne, the owner of Camano 
Marine.  Kelly serves on the Boat Show 
Committee and Bruce serves on the 
Paddling Committee. Recently, I was 
talking with Kelly and Bruce about 
the Seattle Squeeze and how it could 
impact the show and their businesses. 
Their responses were refreshing and 
reassuring, both said something like 
“we’ll all do the very best we can,” and 
were accepting of this once-in-a-72-year 
situation, and appreciate what NMTA 
staff and member volunteers have done 
to mitigate some of the challenges.
The good news is the Seattle Squeeze 
exists only because people want to live, 
work and play in the Northwest. I’m a 
believer that boating and fishing are an 
important reason western Washington 
is growing so rapidly. This good news 
is evident in the year-to-date (Jan. to 
Sept.) new boat sales for Washington 
that are up an impressive 9.4% in units 
and 17.6% in value compared to a 3% 
year-to-date increase in units for the 
nation. You can see more details about 
current Washington new and used boat 
sales on page 2.
My advice is that we will all need to 
squeeze some lemonade this month, 
do some extra planning and preparing, 
and stay positive like Kelly and Bruce. 

< President’s Report, from Page 4

You are cordially invited to the
ANNUAL LEGISLATIVE RECEPTION

Monday, Feb. 11, 2019 6PM at the
Olympia Yacht Club - 201 Simmons St. NW

Guest Speaker:
Commissioner of Public Lands Hilary Franz

Presented by:
THE NW MARINE TRADE ASSOCIATION (NMTA), 

RECREATIONAL BOATING ASSOCIATION OF WASHING-
TON (RBAW), AND THE OLYMPIA YACHT CLUB (OYC)

http://NORTHWESTSALMONDERBYSERIES.COM
http://NORTHWESTSALMONDERBYSERIES.COM


January 20196

It’s time to hit the “refresh button” as we 
ring in the New Year with plenty of fish-

ing choices, a chance to participate in a NW 
Salmon Derby Series event or, tops on the list, 
taking in the 72nd Seattle Boat Show.
I’m feeling reinvigorated just thinking about all 
the places to go, events to see and fish to catch, 
if you catch my drift!
First off there’s no need to winterize your boat 
in the Pacific Northwest especially with the 
salmon fishing opportunities that abound right 
now from the San Juan Islands to Olympia. The 
winter chinook fisheries hit full-stride when it 
opened January 1 for winter hatchery chinook 
at the highly-popular marine fishing grounds of 
northern and central Puget Sound and the San 
Juan Islands (Marine Catch Areas 7, 9 and 10). 
Three key ingredients to make your outing a 
success is finding schools of baitfish (herring 
and candlefish) since blackmouth are hard-
wired on feeding. That means it’s important to 
stay on top of baitfish and if you drift off them 
be sure to rev up the main motor and move right 
back to that same location.
The second tip is to not keep your presentation 
near the surface or at mid-water column depths 
like you often would do in the summer-time. 
These fish tend to hang right off the bottom 
digging their noses in the sand for bait like 
candlefish or picking off schools of herring. 
Keep your bait moving up and down the water 
column and let it soak for a little bit on or near 
the bottom before reeling it back up. If using 
downriggers set them at multiple depths and be 
sure one of the lead balls is bouncing right off 
the bottom.
Third is knowing a winter blackmouth’s habit 
during tidal movements and it isn’t necessary 
to be out on the water at the crack of dawn as 
you would during the summer. These fish are 
more predictable so if the bite occurred at a cer-
tain time of the day, it’s most likely they’ll do 
the same the following day only an hour later. 
Understanding their tendencies and where fish 
are hanging out on certain tides will lead to 
better success.
David Stormer, the WDFW Puget Sound 
Recreational fisheries manager says to keep 
in mind closing dates could hinge on catch 
guidelines or encounter limits for sub-legal and 
legal-size chinook (the minimum size limit is 
22 inches). The San Juan Islands winter fishery 
can’t exceed 3,176 total unmarked encounters 
and/or exceed 11,867 total encounters. WDFW 

will provide in-season catch estimates around 
Jan. 11. In northern Puget Sound the encoun-
ter ceiling is 10,004 chinook; and central Puget 
Sound (Area 10) it is 3,596. WDFW will pro-
vide in-season catch estimates for 9 and 10 
around Jan. 18. All three areas will begin with 
a one hatchery chinook daily limit. My word 
of advice is to go sooner than later, which will 
likely guarantee you more time on the water.
Salmon predictions roll out soon
We’re still a couple months out before anglers 
will get their first glimpse of 2019 salmon fore-
casts but here’s early insight on pink salmon 
that return during odd-numbered years. “We 
are just starting to get the spawning surveys 
and forecasts compiled,” said Marisa Litz, 
the WDFW pink and chum salmon biologist. 
“What we know for pinks is that a lot of fry can 
produce a lot of fish. Pinks are known to pro-
duce a lot of fry even coming off low returns. 
We won’t know for sure what 2019 holds but 
if we get that type of production we may see 

somewhat of an uptick in pinks.” The pinks 
seem to be a very prolific fish, the run doubled 
from 1997 to 1999 although it is not a guaran-
tee nor a consistent situation. It was like 1991 
when 500,000 pinks returned and then soared 
to 1-million by 1993. “It is something to be cau-
tiously optimistic about,” Litz said.
WDFW and tribal co-managers are in the pro-

cess of completing drafts for all salmon returns 
and the pink draft estimate for 2017 wasn’t very 
rosy. “The pink runs are very boom or bust and 
we can see some pretty dramatic changes,” Litz 
said. “The total return was 480,858 pinks in 
2017 (down from preseason forecast that year 
of 1,150,522) and to give you some context this 
is the lowest run size we’ve seen since 1997.” In 
terms of a run-size and prior to 1997 you’d have 
to go all the way back to 1975 to see a lower run 
than that. Litz pointed out the 2017 pink return 
puts it in the top three lowest runs in the past 
40 years.
For the past 15 years pink returns have steadily 
increased with more than a million returning 
in 2013, which was a record setting year. “We 
had a lot of flooding and drought conditions 
in 2015,” Litz said. “That summer rivers were 
extremely low, and the spawning channels were 
very narrow when the pinks arrived. Then we 
had big floods and scouring of spawning beds 
and that wiped out a lot fish.” The reductions 
from 2015 to 2017 was drastic, especially in 
the freshwater production environment, but the 
marine production was also hampered with a 
blow to the arm by the “Blob” – a mass of warm 
water that wreaked havoc on the Pacific Ocean 
ecosystem.
Here is a look at how some Puget Sound pink 
returns fared in 2017:
The Dungeness River had a pink return of 
356,000 in 2015 and was 20,000 in 2017; Nook-
sack was 335,000 to 35,000 (96,218 was pre-
season forecast); Skagit was 411,000 to 86,000 
in 2017 (85,600); Hood Canal was 646,000 to 
39,000 (229,440); Puyallup was 800,000 to 
100,000 (382,391); and Nisqually was 200,000 
to 9,000 (21,463). “The Green pink return was 
just getting started and new to this river system 
and we had close to 100,000 in 2013,” Litz said. 
“It appears the run is there to stay; we had about 
50 percent less come back in 2017 (118,689) to 
what we saw in 2015.” The Fraser River pink 
return was estimated at more than 8-million 
in 2017 and run-size ended up being 3,616,000 
with an escapement goal of 6-million. That 
actual return was the second lowest since 1965.
Other salmon tidbits
Anglers who ventured off the coast managed to 
find good coho fishing this past summer while 
the king fishing never really took off. “We had 
a pretty darn good coho fishery coast-wide and 
had a couple places close (having reached their 
coho quota early) and while that is never good 

Tegan Yuasa holds a nice hatchery chinook he 
caught at Point No Point during the winter of 
2018.

Winter fishing aplenty and 
Seattle Boat Show tops list
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news what it means is that we caught fish,” said 
Wendy Beeghly, the WDFW coastal salmon 
manager. “Chinook fishing was slow every-
where last year. It makes sense since chinook 
returns weren’t very good in the Columbia 
River.” Beeghly noted the coho seen in sam-
pling were healthy, bigger and fatter so that 
was encouraging. “While we can’t provide any-
thing definitive just yet, what we saw with coho 
last season was good news compared to prior 
years and we all hope that what lies ahead will 
be good,” Beeghly said.
Federal fisheries managers are also reporting 
that environmental conditions in the ocean 
are improving, salmon productivity has made 
a turn for the better and the food chain is on 
the mend. “The coho response to those factors 
should be a lot quicker than chinook which take 
some time and are slower to recover,” said Ryan 
Lothrop, a WDFW salmon specialist for the 
Columbia River region. WDFW will present 
their salmon forecasts at the end of February 
in Olympia. The Pacific Fishery Management 
Council will approve final salmon seasons 
April 9-16 in Rohnert Park, CA.
Seattle Boat Show drops anchor soon
The Seattle Boat Show – the largest boat show 
on the West Coast – is Jan. 25 through Feb. 2. 

This is your one-stop shop for checking out 
hundreds of fishing boats, informative fishing 
seminars, and state-of-the-art gear and elec-
tronics.
There will be 78 free fishing seminars (up from 
55 last year), and more coverage on a variety 
of new topics by top-notch experts that will 
provide an in-depth wealth of knowledge on 
how to catch fish across the Pacific Northwest. 
For a complete list of all fishing and boating 
seminars, go to https://seattleboatshow.com/
seminars/.
This is also a great time for visitors to check 
out the NW Salmon Derby Series grand prize 
$75,000 Weldcraft 202 Rebel Hardtop boat 
from Renaissance Marine Group in Clarkston, 
powered with a Yamaha 200hp and a 9.9hp troll-
ing motors on an EZ-loader galvanized trailer. 
It will be on display in the West Hall at the 
Master Marine Boat Center. The fully-rigged 
boat comes with Scotty downriggers; Rayma-
rine Electronics; a custom WhoDat Tower; and 
a Dual Electronics Stereo. Other sponsors who 
make the derby series a major success include 
Silver Horde Lures; Harbor Marine; Master 
Marine and Tom-n-Jerry's; Salmon & Steel-

head Journal; NW Sportsman Magazine; The 
Reel News; Sportco and Outdoor Emporium; 
and Prism Graphics. The boat will be pulled to 
each event by a 2019 Chevrolet Silverado – not 
part of the grand prize giveaway – courtesy of 
our sponsor Northwest Chevrolet and Burien 
Chevrolet.
First up are the now sold-out Resurrection 
Salmon Derby Jan. 4-6 in Anacortes (http://
www.resurrectionderby.com/); Roche Harbor 
Salmon Classic Jan. 17-19 (https://www.roche-
harbor.com/events/derby); and Friday Harbor 
Salmon Classic Feb. 7-9 (http://fridayharbor-
salmonclassic.com/). Those will be followed by 
the Olympic Peninsula Salmon Derby March 
8-10 (http://gardinersalmonderby.org/); and 
Everett Blackmouth Derby March 16-17 (http://
www.everettblackmouthderby.com/).
There are 15 derby events in Washington, 
Idaho and British Columbia, Canada, and the 
drawing for the grand prize boat will take place 
at the conclusion of the Everett Coho Derby 
on Sept. 21-22. For derby details, go to http://
www.nwsalmonderbyseries.com/.
I’ll see you on the water or come say “hi” at the 
great Seattle Boat Show!

https://seattleboatshow.com/seminars/
https://seattleboatshow.com/seminars/
http://www.resurrectionderby.com/
http://www.resurrectionderby.com/
https://www.rocheharbor.com/events/derby
https://www.rocheharbor.com/events/derby
http://fridayharborsalmonclassic.com/
http://fridayharborsalmonclassic.com/
http://gardinersalmonderby.org/
http://www.everettblackmouthderby.com/
http://www.everettblackmouthderby.com/
http://www.nwsalmonderbyseries.com/
http://www.nwsalmonderbyseries.com/


January 20198

It seems like everyone from my 
doctor to my car dealer wants me to 

give their performance a good review 
these days. Can it take just one bad 
experience to trigger a negative review 
and turn off prospects? Good ques-
tion! Clearly, understanding the poten-
tial positive or negative power and 
responding accordingly is important 
for a dealer to consider these days.
Negative reviews are every business 
owner’s nightmare. So says my favor-
ite business blogger Rieva Lesonsky, 
CEO of GrowBiz Media, a custom 
content and media company. That said, 
she says it’s really a double-edged 
sword: “But if you think a bad review 
or two turns away customers, think 
again,” she advises. “A few less-than-
stellar reviews can actually make cus-
tomers trust your reviews even more. If 
a business has no negative reviews, 95 
percent of consumers suspect the good 
reviews are fake, or the bad reviews 
have been censored.”
Surprisingly, 85 percent of consumers 
trust online reviews as much as per-
sonal recommendations. Moreover, 
consumers spend an average of 31 per-
cent more money with companies that 
have excellent online reviews. Con-
versely, zeroing in on the millennials 
in particular, a whopping 60 percent 
will share a bad experience by writing 
a complaint, post it on social media, or 
leave a negative review.
So how should a dealer deal with neg-
atives? Writing for “Bank of America 
Small Business Community,” Rieva 
recently offered these tips:
1. Reply to a negative review as soon 

as you see it. (There is reputation 
management software for small 
businesses).

2. Express empathy for the customer’s 
unhappiness.

3. Don’t discuss it in public. Ask the 
customer to contact you privately by 
phone or in person.

4. Once resolved, ask the customer if 
they’d be willing to add an update to 
their original review. 

To read Rieva’s full article, go to 
https://smallbusinessonlinecommu-
nity.bankofamerica.com/community/
running-your-business/sales-market-
ing/blog/2018/05/01/how-to-boost-
positive-online-reviews-for-your-busi-
ness-and-deal-with-those-pesky-bad-
ones.
Getting those positive reviews should 
certainly be the priority. To do it, here 
is a sampling of Rieva’s dos and don’ts:
• Do ask customers to review your 

business. When you know a cus-
tomer is happy, say something like: 
“We'd love it if you’d review us on 
Yelp” or “We’ll send you a request 
to review us and we hope you’ll take 
time to do it.”

• Don’t make customers search all 
over to review you. Direct them to 
your selected, specific review site(s).

• Do print “Please Review Us” on 
your receipts or invoices.

• Don’t assume you’re finished after 
you get some positive reviews. It has 
been determined that consumers will 
read an average of 7 reviews before 
they feel confident about a business. 
You want new, fresh reviews coming 
in.

• Do include requests for reviews in 
your emails, newsletters and other 
marketing materials; also indicate 

Dealer Outlook
The importance of addressing negative reviews

which review site(s) you’re on by 
using some signage in your show-
room.

Finally, Rieva hits the absolute top 
target when it comes to getting good 
reviews: 
“Provide great service! Yes, it’s obvi-
ous, but too often forgotten,” she 
warns. “The only sustainable way to 
get more positive reviews is to offer 
outstanding products and services.”

Now it is more important than ever 
to “Be Whale Wise” when on the 

water fishing for salmon and other fish. 
Seeing killer whales and other wildlife 
is an exciting experience but often we 
tend to forget that our presence can 
have a negative effect, and in some 
cases could be life threatening.
Governor Jay Inslee’s “Southern Res-
ident Killer Whale Task Force” has 
provided some best practices for boat-
ers and anglers that can be seen on the 
infographic.
To better understand killer whale 
encounters, go to http://www.
bewhalewise.org. You can also down-
load a PDF of this infographic at https://
tinyurl.com/srkwtaskforce.

Attention!  
All Boaters, Saltwater 

Anglers and NW Salmon 
Derby Participants

https://smallbusinessonlinecommunity.bankofamerica.com/community/running-your-business/sales-marketing/blog/2018/05/01/how-to-boost-positive-online-reviews-for-your-business-and-deal-with-those-pesky-bad-ones
https://smallbusinessonlinecommunity.bankofamerica.com/community/running-your-business/sales-marketing/blog/2018/05/01/how-to-boost-positive-online-reviews-for-your-business-and-deal-with-those-pesky-bad-ones
https://smallbusinessonlinecommunity.bankofamerica.com/community/running-your-business/sales-marketing/blog/2018/05/01/how-to-boost-positive-online-reviews-for-your-business-and-deal-with-those-pesky-bad-ones
https://smallbusinessonlinecommunity.bankofamerica.com/community/running-your-business/sales-marketing/blog/2018/05/01/how-to-boost-positive-online-reviews-for-your-business-and-deal-with-those-pesky-bad-ones
https://smallbusinessonlinecommunity.bankofamerica.com/community/running-your-business/sales-marketing/blog/2018/05/01/how-to-boost-positive-online-reviews-for-your-business-and-deal-with-those-pesky-bad-ones
https://smallbusinessonlinecommunity.bankofamerica.com/community/running-your-business/sales-marketing/blog/2018/05/01/how-to-boost-positive-online-reviews-for-your-business-and-deal-with-those-pesky-bad-ones
https://smallbusinessonlinecommunity.bankofamerica.com/community/running-your-business/sales-marketing/blog/2018/05/01/how-to-boost-positive-online-reviews-for-your-business-and-deal-with-those-pesky-bad-ones
http://www.bewhalewise.org
http://www.bewhalewise.org
https://tinyurl.com/srkwtaskforce
https://tinyurl.com/srkwtaskforce
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Does this scenario sound familiar?

 
• When the market is up, an investor 

feels good and buys stocks.

• When the market is down, that same 
investor gets scared and sells.

Although reacting like this may feel 
right at the time, the problem is this 
scenario is unlikely to result in a profit. 
In fact, the goal should be just the 
opposite: buy low and sell high.

Why do inves-
tors make this 
mistake? The 
reason may 
have a lot to do 
with us making 
i n v e s t m e n t 
choices the 
same way we do 
many important 

decisions: using both our heads and our 
hearts (i.e., logic and emotion). When 
there’s market volatility – including 
both market highs and market lows 
– our emotions tend to take over and 
we may make illogical choices going 
against our best interests.
To avoid having your emotions con-
trol your investment decisions, you 
may decide to get into the market 
when it’s down and out of the market 
when prices are up. This is known as 
“market timing.” 
While this approach may sound ratio-
nal, the problem is this strategy is 
extremely difficult, even for experi-
enced investors, to employ consis-
tently. There’s an old saying: “No one 
rings a bell” when the market reaches 
the top of a peak or the bottom of a 
trough. Translated: Investors attempt-
ing to time the market usually find it 
tough to determine exactly when to 
make their move.
Give dollar cost averaging a look. 
Rather than using either of these 
approaches, consider a strategy called 
“dollar cost averaging.”
Dollar cost averaging is the practice of 

Financial Report  
Lessons You Can Learn from Retirees

putting a set amount into a particular 
investment on a regular basis (weekly, 
monthly, quarterly, etc.) no matter 
what’s going on in the market. For 
example, you could invest $500 each 
month. In a fluctuating market, this 
practice lets you purchase additional 
shares when prices are low and fewer 
shares when prices increase.
While you’re mulling dollar cost aver-
aging’s potential merits, consider this: 
You may well be using the strategy 
already. If you participate in an employ-
er-sponsored retirement plan, such as 
a 401(k) or 403(b), and contribute the 
same amount each payday, you’re using 
dollar cost averaging.
Get help for when the going gets tough. 
One of dollar cost averaging’s greatest 
challenges is you have to stick with 
the strategy even when the market 
declines, and that can be difficult (see 
our previous discussion about letting 
emotions control your decision-mak-
ing). However, during times like these, 
dollar cost averaging can be most 
useful by letting you purchase shares 
at lower prices.
Because dollar cost averaging can 
be simultaneously more difficult and 
advantageous when the going gets 
toughest, consider turning to a profes-
sional financial advisor for help. He 
or she should offer a voice of reason 
during these periods as you grapple 
with whether to adhere to the strategy.
Like any investment strategy, dollar 
cost averaging doesn’t guarantee 
a profit or protect against loss in a 
declining market. Because dollar cost 
averaging requires continuous invest-
ment regardless of fluctuating prices, 
you should consider your financial and 
emotional ability to continue the pro-
gram through both rising and declining 
markets.
(This article was written by/for Wells 
Fargo Advisors and provided courtesy 
of David B. Fitch, Associate Vice Pres-
ident - Investments in Bellevue at 425-
450-2245.)

David B. Fitch
Wells Fargo Advisors

Powerboat 
Sales See 
Increase

Preliminary data for September 
2018 shows registration for new 

powerboats were up 4.6% on a rolling 
12-month year-over-year basis (R12M 
YOY).
This new data has been updated and 
is currently reflected in NMMA’s 
New Powerboat Registrations Report 
– https://www.nmma.org/statistics/
publications/quarterly-powerboat-
inventory-report.
Tow boats led growth (up 10.1%), 
followed by pontoon boats and 
personal watercraft (both up 7%). 
Registrations of new boats 27’ in 
length and greater were up 10.7% 
R12M YOY.
For complete data by boat type, hull 
material, propulsion, and size going 
back five years, please view the full 
report here – https://www.nmma.
org/statistics/publications/quarterly-
powerboat-inventory-report.
Access to the New Powerboat Regis-
trations Report is complimentary to 
companies with a Monthly Shipment 
Report (MSR) annual subscription.
A member company that contributes 
its data to the MSR to become a con-
trol group member also receives free 
access to NMMA’s New Powerboat 
Registrations Report. 
Contact stats@nmma.org with ques-
tions.
(Report courtesy of National Marine 
Manufacturers Association Currents, 
which is a digest of the most important 
news selected from thousands of 
sources by the editors of Bulletin 
Media. For information about other 
member benefits, contact NMMA 
Member Service Center by sending 
an email to bwelsh@nmma.org.)

https://www.nmma.org/statistics/publications/quarterly-powerboat-inventory-report
https://www.nmma.org/statistics/publications/quarterly-powerboat-inventory-report
https://www.nmma.org/statistics/publications/quarterly-powerboat-inventory-report
https://www.nmma.org/statistics/publications/quarterly-powerboat-inventory-report
https://www.nmma.org/statistics/publications/quarterly-powerboat-inventory-report
https://www.nmma.org/statistics/publications/quarterly-powerboat-inventory-report
mailto:stats@nmma.org
mailto:bwelsh@nmma.org
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Life has moved at a rather steady 
clip since I last wrote to you. For 

one, I attended the world’s largest 
boat show, the Fort Lauderdale Inter-
national Boat Show (FLIBS) with 30 
or so NMTA members from October 
31-November 4. The festivities kicked 
off with the annual Northwest Party on 
opening night. Not only was this fête 
an opportunity for Northwesterners to 

catch up, but it also 
provided the venue 
to appreciate Keith 
Mahler, who is 
chiefly responsible 
for getting us orga-
nized at this show. 
If you are wonder-
ing why we exhibit 

3,000 miles away from the Northwest, 
I’d call upon my colleague Mark Yua-
sa’s advice to “fish where the fish are.”
It’s this mindset that compels NMTA 
and a subset of our membership to 
sponsor the 10-foot by 20-foot booth 
that is part of the U.S. Superyacht 
Association’s pavilion. Boating trips 
are determined at this show, so it is 
incumbent upon us to be there in mass 
to help steer them to the Northwest 
corner.
Speaking of superyachts, the biggest 
buzz around government affairs suc-
cess at FLIBS had to do with the recent 
passage of the John McCain National 
Defense Authorization Act. National 
Defense Act, you ask? Part of this leg-
islation was a passing mention of 300 
gross tons and the ability for these 
boats to fly an American flag. What 
may seem like an insignificant line to 
many, the U.S. Superyacht Association 
has made this issue their top priority 
for the last six years.  Boats flying 
American flags are always a good 
thing. It means that the taxes and jobs 
stay here in our country versus other 
ones. Plus, American owners find 
flying an American flag on their vessel 
appealing from a patriotic perspective.
Yes, there was a whole lot of back-
slapping about this victory because 
Northwest boating leaders, including 

Peter Schrappen
NMTA Director of 
Government Affairs

yours truly, met with U.S. Coast Guard 
personnel during FLIBS to hammer 
out these new regulations. If you are 
a faithful reader of this column, then 
you are aware of the adage that if 
you aren’t at the table, you are on the 
menu. We were literally at the table 
here with the Coast Guard, and there’s 
no way that this success would have 
occurred without some harried work 
that took place at the American Boat-
ing Congress (ABC). How’s this for a 
local tie: Washington state’s Congress-
man Adam Smith (Democrat-Tacoma) 
stepped up in a big way during ABC 
and afterwards and worked across the 
aisle to push through this change.
That’s two discrete examples that are 
directly predicated on showing up. If 
showing up is 90-percent of the job in 
sales (excuse me, government affairs 
advocacy), then it does not get any 
more important than the ABC in May 
and FLIBS in October.
Actually, time and time again, I’m 
struck at how critical it is to show up 
with a physical presence. As we get less 
connected to each other and more con-
nected to our devices and “social net-
works”, I would encourage everyone to 
double-down on real-life conversations 
with real-life people. Maybe it’s the 
recently-concluded holiday season that 
has me sappy about the days of yes-
terday, but nothing beats an old-fash-
ioned, hand-written note.
As it relates to showing up and laws 
and regs, the Southern Resident Killer 
Whale Task Force ended on Novem-
ber 5. Recreational boating showed up 
in force, thanks to task force member 
George Harris, Recreational Boating 
Association of Washington’s leadership 
team including Steve Finney, Wayne 
Gilham and their lobbyist Doug Levy. 
At times during these six meetings, the 
future of boating and fishing in the San 
Juan Islands hung in the balance.
Thankfully, hard work, showing up and 
telling our story put us in a spot that we 
could compete with the marketplace of 
ideas, and by the look of it, the 240,000 
or so registered boats can breathe a big 

NMTA Legislative Report

American Flags and Orca Task Force Findings
sigh of relief that the changes that made 
it into the final package that’s headed 
to the governor are (what I would say) 
modest. Of all the myriad of concepts 
moving forward at various times (like 
a No-Go Zone on the westside of San 
Juan Island), the only item that boat-
ing leadership opposed but ultimately 
made it through was a $10 optional 
fee on boat registrations to save the 
whales. Whew!
Also, it should not go without men-
tioning just how coveted a seat at this 
table was throughout the proceedings. 
George was getting lobbied all over 
the place from other maritime interests 
who were not selected to be on the task 
force. It’s a feather in our cap to know 
that we – with George as your repre-
sentative – were asked to serve on this 
group and not the other way around.
The real fun on this whale-protection 
portfolio begins on January 14 when 
the 2019 legislative session com-
mences. The elections mean that the 
Democrats now control the Senate 
with a 28-21 majority over the Repub-
licans. The House also saw an uptick 
in the number of Democrats elected. 
The Dems now control the House with 
a 57-51 majority.
Of the new faces, I’m most excited 
about Senator-elect Jesse Salomon and 
Rep-elect Amy Walen. Jesse is an avid 
recreational angler. Plus, his win means 
that the state senate will lose one of the 
louder anti-boating voices in Olympia. 
I love those trades.
As for Walen, she pro-actively texted 
me that she treasures the waterfront 
and marinas of Kirkland, where she 
and her husband own a car dealership. 
Believe it or not, that awareness is not 
common enough with the legislature.
Thank you for reading and feel free to 
drop me a line should you find yourself 
wondering “what if” when it comes to 
a legislative or regulatory idea. We are 
in this together! 
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If you find yourself satisfied with 
how “business as usual” is going for 

you, then I would encourage you to 
stop reading here and peruse the other 
well-written articles in this edition of 
WaterLife. On the other hand, if you 
are someone who is intrigued by what 
exporting your product could mean to 
your bottom line (even if that exporting 
is just across the border to Canada), then 
send me an email (Peter@nmta.net) 
and/or take a look at this article on my 
recent trip to METSTrade (or “METS”) 
in Amsterdam, which bills itself as the 
world’s largest B2B boat show.

When it comes to seeing the entire reach 
of the recreational boating industry in 
one spot, there are really only a few spots 

that come to mind. Outside of the Seattle 
Boat Show, there is the Miami Boat 
Show and Fort Lauderdale International 
Boat Show. When it comes to the most 
expansive business-to-business boating 
trade show, however, there really is only 
one exhibition that covers it all: The 
annual METS Show in Amsterdam. I was 
fortunate enough to attend this show from 
November 13-16 and what you find here 
is my trip report with special emphasis 
on extolling the show’s attributes as an 
option for members looking to take the 

next leap in their business model.  

First, here are a few facts: This past 
METS brought together 1,600 exhibitors 
from 50 countries and 16,620 unique 
exhibitor badges. Organizers reported 
the number of booths grew by 3 percent 
over last year.

As for the show itself, thanks to the 

National Marine Manufacturers 
Association’s (NMMA) leadership, the 
United States had the largest delegation 
of companies of any other country – and 
many of those companies are members of 
NMTA! While it may surprise you that 
the U.S. had the strongest representation, 
it is a good reminder that the U.S. 
comprises 50 percent of the entire global 
recreational market.

Like any big show, the exhibition was 
much more than just traversing the aisles 
and taking in all the variety the show 
offered (although that was a spectacle). For 
one, the NMMA kicked off the opening 
ceremonies with U.S. Ambassador to the 
Netherlands Peter Hoekstra cutting the 
ribbon, which was then followed up with 
roundtable discussion about our industry. 
This particular conversation provided 
an opening to share with him just how 
harmful President Trump’s tariffs are 
to recreational boating. We then ended 
with a walk of the show, which included 
a photo-op with Northern Light’s Kit 

Purdy and a desire by him to connect 
with President Trump on our behalf with 
the perspective that there are no winners 
in a trade war. Keep in mind that these 
highlights were just within the opening 
hours of the proceedings.

Getting back to the nuts-and-bolts of this 
remarkable marketplace, I interviewed 
NMMA’s lead organizer Julie Balzano, 
who is responsible for the American del-
egation of members at METS, to get her 
perspective. Julie is no stranger to boat 
shows, and she pulled no punches when 
I asked her, “Why should companies 
exhibit at METS?” She did not hesitate 
in answering, saying “If businesses are 
interested in exploring the possibility of 
exporting, there is only one show that 
they should exhibit and that’s METS.”

Putting all the eggs in the METS basket 
was not something that Julie alone 
articulated. 

Aere Marin Group’s Vicki Abernathy 
said “We’ve been attending the show 
for the last 12 years. We use the show 
to meet with our dealers in Europe and 
conduct new business.” (And I can tell 
you that they had their best show, yet, 
after connecting with them as the show 
wound down.)

Tyler Seebach of Martyr Anodes and 
Canada Metal Products complemented 
Julie and Vicki’s points of view. As for 
why they take this show so seriously, he 
said, “For CMP, we keep coming back 
(17 years for me) to METS as it’s a great 
venue and an excellent opportunity to get 
in front of the marine industry globally. 
There is literally no other marine show in 
the world that features so many countries 
and within that, the majority of key 
distributors, yards, OE/ boat builders, 
dealers/ retailers and industry experts.
It’s a must for any manufacturer looking 
to expand their global distribution.”

Kit Purdy (left), Northern Lights' general man-
ager and vice president with the U.S. Ambas-
sador Peter Hoekstra

Left to right: NMMA’s President Thom Dam-
mrich, NMMA’s VP Nicole Vasilaros, Ambassa-
dor Peter Hoekstra, and NMTA’s Vice President 
Peter Schrappen

Calling All NMTA Members Interested in  
Exploring the World of Exporting  by Peter Schrappen

> Continued on Page 15 

mailto:Peter@nmta.net
http://experts.It
http://experts.It
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on the future of the marine industry.
Gruhn helped the MRAA grow its 
membership by more than 240 percent 
through a complete evolution of the 
Marine Industry Certified Dealership 
Program and launched an online virtual 
training course catalog. All of which he 
suggests was accomplished by defining 
and communicating a relevant vision 
and mission.
Bruce Hedrick, Editor of Northwest 
Yachting Magazine from 1998 to 2015, 
received the Jerry Bryant Award, 

which is presented to an individual 
or organization working within the 
industry who has made a significant 
contribution to the marine industry.
Jerry Belur, retired CEO of EPK 
Benefits who helped establish the 
NMTA Health Trust and also worked 

NMTA Honors Local Boating Industry’s Best
The Northwest Marine Trade 
Association’s (NMTA) Annual 
Meeting was held Nov. 7 at the Seattle 
Yacht Club where approximately 125 
members attended.

At the meeting, George Harris, 
President of the NMTA, presented a 
state of the region’s boating industry. 
He discussed plans regarding the 2019 
Seattle Boat Show and Alaskan Way 
Viaduct closures to members and 
guests. The NMTA also honored four 
award recipients for their contributions 
to the boating industry.
The featured guest speaker was 
Matt Gruhn, President of the Marine 
Retailers Association of the Americas 
(MRAA), who journeyed to Seattle 
from Minneapolis, to provide his insight 

George Harris (front center), President of the 
NMTA, poses with award recipients at the 
NMTA Annual Meeting on Nov. 7.

Bruce Hedrick, retired Editor of Northwest Yachting Magazine, was presented with the Jerry 
Bryant Award at the NMTA Annual Meeting on Nov. 7.

with the Master Builders Association, 
was the recipient of the Latham Goble 
Award. The award is presented to an 
individual or organization who has 
made a significant contribution to the 
marine industry but does not work 
directly in the industry.
Thom Dammrich, President of the 
National Marine Manufacturers 
Association, was presented the Robert 
Rittenhouse Award, which is given to an 
individual outside of Washington State 
who has made a significant contribution 

to the recreational boating industry.
Jake Beattie, Executive Director 
of the Northwest Maritime Center, 
received the Nate Bahner Award which 
recognizes an emerging young leader 
working in the marine industry.
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Northwest Marine Trade Association Announces Grow 
Boating Grants Funds available for non-profits promoting boating in the Northwest

The Northwest Marine Trade Associ-
ation (NMTA) is pleased to announce 
the 2019 grant program for non-prof-
its seeking assistance in promoting 
boating in the Pacific Northwest. The 
grants are being awarded through the 
NMTA’s Grow Boating program whose 
mission is to increase the number of 
boaters and encourage current boaters 
to boat more often. Since 2003, NMTA 
has spent more than $1.5 M to pro-
mote boating in the Pacific Northwest 
through various events, sponsorships 
and programs. The NMTA will award 

multiple grants up to $20,000 by mid-
April 2019. Interested organizations 
can apply online at: http://www.nmta.
net/grow-boating/
“Our efforts and programs have 
reached more than a million-plus 
people since 2003, and we’re excited to 
grow boating in the Pacific Northwest,” 
said Mark Yuasa, NMTA’s Director of 
Grow Boating. “We’re very pleased to 
be able to continue supporting non-
profit groups who share our mission of 
getting more people out on the water or 
introduced to the joys of boating.”

Applications must fall into one the fol-
lowing categories:
Youth Boating Grant – Awarded to a 
group or organization seeking funding 
support for an event or program aimed 
specifically at getting or increasing 
youth participation in boating activities.
Discover Boating Grant – Awarded to 
a group or organization seeking fund-
ing support for an event or program 
aimed specifically at introducing new 
people to boating.
Boater Education / Safety Grant – 
Awarded to a group or organization 
seeking funding support for an event 
or program aimed specifically at edu-
cating new or current boaters on how 
to be safe on the water.
Completed applications must be 
received by Feb. 1, 2019. Note: ALL 
APPLICATIONS MUST BE SUB-
MITTED ELECTRONICALLY. 
Grants will be awarded by mid-April 
2019.
To apply for a NMTA Grow Boat-
ing grant, visit http://www.nmta.net/
grow-boating/.  For questions, contact 
Mark Yuasa at NMTA: mark@nmta.
net  or 206-634-0911.
About NMTA’s Grow Boating Program
The NMTA established a separate pro-
gram called Grow Boating in 2003 to 
promote the benefits and lifestyle of 
boating in the region. The program’s 
mission is to increase the number of 
boaters and encourage current boaters 
to boat more often through the devel-
opment of new programs, events and 
promotions. NMTA’s Grow Boating 
program is funded by a portion of space 
rental fees collected by the association 
at its Seattle Boat Show each January. 
In addition to the available grants, 
NMTA Grow Boating funds a promo-
tional campaign called the Northwest 
Salmon Derby Series – partnering with 
15 derbies around the region to promote 
and increase participation in those fish-
ing events. The NMTA’s Grow Boat-
ing program sponsors regional boat-
ing events and offers sailboat rides 
at popular regional sailing events.

http://www.nmta.net/grow-boating/
http://www.nmta.net/grow-boating/
http://www.nmta.net/grow-boating/
http://www.nmta.net/grow-boating/
mailto:mark@nmta.net
mailto:mark@nmta.net
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 Taking Ownership in 
Your Own Healthcare 

is More Important 
Than Ever

We all know the famous saying: “the 
only thing constant is change.”
Now that we are settling into 2019, it 
seems change is all around us.
This certainly holds true in the 
health insurance and healthcare 
world. With rules and regulations 
seemingly always being debated and 
altered, it’s more important than ever 
to help your employees understand 
their health insurance benefits in the 
New Year. 

Let’s face it, health insurance is 
expensive. Every dollar you spend 
on health insurance premiums and 
the costs of seeking care is just as 
important as any other expense you 
incur. However, many people still 
attempt to tackle the maze of the 
healthcare environment with little or 
no help. 
Start by taking basic steps. Edu-
cate your employees and yourself 
on how your insurance plan works. 
Understand the copay, the deduct-
ible, what’s covered 100% as preven-
tive and what’s not and how to best 
use your prescription plan. Be will-
ing to ask questions of your doctor 
to ensure the right treatment plan is 
in place at the right cost. Own your 

data, historical records, and lab 
results. Lastly, shop around. More 
and more data are available on the 
cost’s procedures, customer reviews, 
and quality metrics in your area than 
ever before.
As the healthcare world changes 
around you it is important you keep 
up. If you need help navigating the 
healthcare world, the NMTA Health 
Trust is here to help. Contact us today 
at 425-641-8093 or visit us at www.
nmtahealthtrust.com to speak to our 
team of knowledgeable consultants.

“CMP enjoys attending METS to meet 
with our current customers globally and 
show them all of our new products and 
services that we plan to launch for the 
upcoming season, Seebach said. “It’s also 
a great venue to meet and discuss key 
items with our customers face-to-face, 
where we might not get that opportunity 
throughout the year.”

To bring you back to where this article 
all started, if your interest is the least 
piqued, please contact me. Having 
walked the show each day (averaging 
about 30,000 steps each day), and 
meeting with a multitude of key 
personnel, I can tell you if you are the 
right fit (or not). And if you are, you and 
I can get to work on getting free grant 
dollars (thank you, Washington state’s 
Department of Commerce) for you. Just 
as I lead a delegation to FLIBS, I aspire 
to take NMTA’s companies to METS in 
the name of meeting with buyers from 
around the world. To make this decision 
easier, NMMA provides turnkey booth 
assembly and complimentary pastries 
and coffee each day. They take care of 
every possible detail (including setting 
up appointments with other qualified 
prospects!) All you need to do is give me 
a ring to learn more. 

As I close here, I am going to give the 
last word to Kit Purdy, Northern Lights 
general manager & vice president about 
what draws him to METS year after year:

“METS brings all the boat builders 
to one spot and they come with crazy 
ideas, challenges and inspiration of 
what the future holds in yachting. We 
at Northern Lights have to keep up with 
change of what our customers want and 
need. At METS we learn this and what is 
happening around the world.

The Northwest is a special spot for great 
inventive companies–we bring quality, 
serviceability and simplicity to the world. 

From planes, trucks, tech industries and 
the super yacht builders the Northwest 
never fails to bring the best. Being at a 
place like METS you get the feeling that 
people really watch us Northwesterners 
closely and we need to watch the world 
closer. You see it all at METS!”

My back-of-the-napkin list of NMTA 
members exhibiting at METS:

• Bellingham Marine Industries

• Derema Group 

• Canada Metal Products

• Imtra

• Northern Lights Marine Generators

• Refit International Exhibition and 
Conference (new member after my 
visit with them at METS) 

• Scotty 

• Sea Hawk Paints

• Smart Plug Systems

• SeaStar Solutions

• U.S. Superyacht Association

NMTA member Smart Plug Systems getting 
ready for Day One of METS. Tony Barber, CEO 
of SmartPlug Systems (left) and Terry Gilliland, 
VP of Sales & Marketing of SmartPlug Systems

< Continuing from Page 12 — Peter Schrappen Story

http://www.nmtahealthtrust.com
http://www.nmtahealthtrust.com
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The U.S. refit industry is thriving. 
Today’s yacht owners view a refit as 
an opportunity to have a like-new, 
customized boat in less time than a new 
build requires. Successful refits from 
coast to coast have built up America’s 
reputation as a global destination for 
repair, maintenance, and retrofits of 
commercial and recreational vessels.

This emerging reputation gives American 
shipyards an unprecedented opportunity 
to galvanize and attract even more work 
to the United States. That’s where the 
Refit Show is filling a void and adding 
value to our industry. 

The Refit Show is an annual conference 
and trade show that shares ideas and 
information to improve modern yacht 
refits. Now in its fourth year, the 
Refit Show is the only event to gather 
everyone involved in the comprehensive 
refit process — including boatyard 
professionals, project managers, 
surveyors, captains, owners, designers, 
and subcontractors. This year’s Refit 
Show is April 10-11, 2019, at the Broward 
County Convention Center in Ft. 
Lauderdale, Florida, the hotbed of U.S. 
and worldwide refit activity.

The organizers of the Refit Show have 
been supporting the marine industry 
for decades. They’re the publishers of 

Professional BoatBuilder magazine and 
the founders of IBEX (International 
Boatbuilders’ Exhibition & Conference). 
When the industry began turning 
more and more toward refit work, the 
Refit Show became a necessity for 
professionals looking to capitalize on the 
new opportunities.

“American boatyards and shipyards 
have seen a shift in the projects and 
expectations from their customers in 

the past decade,” said Jim Miller, Refit 
Show director. “The same craftspeople 
who used to focus on new construction 
are now seeing the very boats they built 
earlier in their careers returning to them 
for major updates and upgrades.”

The differences between new builds and 
refits are significant. The refit process is 
less straightforward than building from 
the ground up. A refit is rebuilding from 
the inside out, changing dated parts, 
equipment, systems and interiors. The 
project team expands to include not 
only designers and builders, but also 
surveyors, captains and crew, engineers, 
subcontractors, stylists, and more. Many 
decisions for new parts are complicated 
by the aging technology of the old parts. 
The complexity of the project can grow 
exponentially with the age of the yacht.

These issues inspire the seminar series 
at the Refit Show. With no other refit-
specific technical trade conference in 
existence, there were no opportunities 

Rethinking Refits  by Nicole Jacques

> Continued on Page 17
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for the various groups involved in refits 
to meet and discuss the best means for 
making these projects happen quicker, 
more efficiently and of the highest 
quality. The Refit Show is filling this 
educational and training void in what is 
otherwise a booming marketplace.

Refit Show organizers find support 
and direction from refit professionals. 
With feedback from many yards, 
vendors, surveyors, and captains, the 
seminar series highlights topics that are 
representative of the current challenges 
in the industry. Many of the seminars are 
technical in nature, including repowers, 
corrosion, yacht design, and surveying 
reports. Other seminars are directed 
toward managers who have legal, HR, 
and customer service challenges.

Workforce development is consistently 
a hot topic among boatyards. The 
American Boat Builders & Repairers 
Association (ABBRA) offers a two-
day certification course during the Refit 
Show to address this issue. Last year’s 
focus was on Project Management, and 
the 2019 certification will be in Training 
the Trainer.

Yacht captains attend the Refit Show 

with their own challenges. Bluewater 
Crew Training presents a series of 
seminars for captains, engineers, and 

crew who are managing or navigating 
a refit project. This also gives crew 
members an opportunity to speak openly 
with boatyard professionals about their 
concerns and expectations.

The resulting conference, special events 
and exhibit hall at the Refit Show represent 
the needs of the growing refit industry. 

The seminars feature experienced 
speakers and include roundtable 
discussions to explore the full scope of 

opinions. Marine Industries Association 
of South Florida (MIASF) hosts special 
workshops focused on legislative and 
workforce issues. The Triton, a monthly 
magazine for yacht crew, presents a 
roundtable discussion among captains. 
The exhibit hall — which is free to enter 
for any refit professional — is filled with 
the materials, equipment, and products 
that streamline the entire refit process.

Each year the Refit Show is growing as 
more people in our industry seek out 
opportunities to develop their businesses, 
their skills, and their workforce. The Refit 
Show organizers are currently seeking 
more input into their seminars and 
specials events. West Coast professionals 
in particular are encouraged to connect 
with the Refit Show so its conference 
is representative of yards from both 
coasts and everywhere in between. More 
information is available on the Refit 
Show website at www.refitshow.com.

< Continuing from Page 16 — Nicole Jacques Story

http://www.refitshow.com
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