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SUPPLY AND 
DEMAND

The sales market started slowly 
in 2014, similar to the level of 

activity seen in recent years. Steady 
sales in the double digits through 
Q1 kept the market consistent, but 
saw no remarkable differences year 
on year until the start of Q2, where 
we witnessed leaps in the number of 
sales being closed. With yacht prices 
fl attening out, the rate at which yachts 
came and left the market improved, as 
did the average LOA being picked up. 

Jonathan Beckett, CEO at Burgess, 
commented, “There is a strong 
demand at the moment for larger 
yachts and, unbelievably, in the 
100m plus sector, demand is actually 
outstripping supply.” Chris Cecil-
Wright of the eponymously named 
boutique brokerage fi rm saw similar 
requests from his clients: “Things are 
getting bigger and bigger and I think 
as a result, the small sector is suffering 
slightly,” he said. “There were more 
confi dent buyers last year as a result 
of the realistically priced and dynamic 
market. We think the sales market has 
become much more active and there 
has been a great deal more movement 
across the board, especially in the 
more intelligently priced large-yacht 
sector,” added Y.CO founders Gary 
Wright and Charlie Birkett.

As clients become more adventurous 
about where they choose to cruise 
and spend their time on board, 

brokers believe they’re looking for 
larger yachts to fi t their purpose. “The 
increase in the distance travelled by 
yachts has led to a tendency towards 
slower speed cruising and an increase 
in range,” said Harry Bristow-Holmes, 
brokerage director at Sunseeker 
International. The bottom end of the 
market will continue to cater for entry-
level owners; however, we are seeing a 
return to pre-2008 trends where new 
blood is entering the market on a 
larger scale, and even returning to new 
build options. Kevin Merrigan, CEO at 
Northrop & Johnson, thinks the move 
to new build is encouraging for the 
sales market for a number of reasons: 
“The fact that new construction is 
picking up tells you that the used 
market does not have inventory for 
certain new buyers.”

However, with new interest in the 
70m plus range, greater consideration 
must be placed on where and how 
such yachts are maintained. Russell 
Crump, the director of sales at YPI, 
warned about being prepared for the 
growing trend. “With over 20 yachts 
over 100m in build at the moment, 
I think we need to pay attention to 
where we can keep such large yachts 
and how we can accommodate them 
during refi t and after sales,” said 
Crump. Whether larger yachts will 
become the norm or not, the majority 
of sales are still signed in the 

For the fi rst time since the GFC, the sales and 
purchase market saw green shoots emerge in 2014. 
With new-build orders beginning to rise, increased 

demand in the 70m+ market and stock being cleared 
from the resale market, 2014 marked a turning point 

for many brokers. Rebecca Taylor reports on the 
trends in the sales and purchase market last year.
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35-50m market. “This range remains 
perfect for family, charter, business 
and fun. The size is easy to manage 
and source crew for, with predictable 
entry and operating costs.” Merrigan 
commented. Vassilis Fotilas, commercial 
director for Europe at Fraser Yachts, 
agreed: “The 24-40m sector remains 
the strongest part of the market for 
units sold, but there are naturally more 
of these yachts available. In the 60m+ 
market, we are already at the same 
figures as 2013, so this segment may 
outperform if more units are sold before 
the end of this year [2014].” 

A number of political crises 
threatened to dampen the sales market 
in 2014, which also affected the charter 
sector to a degree. However, Laurent 
Perignon, COO at Camper & Nicholsons 
International, believed that the “global 
economy is proving solid, and the US 
is doing well, with no fear of major 
financial meltdown. Even if there may be 
other fears impacting the market, from 
geopolitical issues in the Ukraine and 
Russia to slower growth in China, it’s all 
looking relatively positive for the road 
ahead.” The boutique brokerage houses 
made a big leap for themselves during 
2014 as well. Crump attributes this to 
the redressing of how brokers need to 
conduct business for the modern client. 
“We have to change how we talk to 
clients, and I think some of the larger 
houses are pushing people away by being 
unable to provide that personal touch,” 
Crump stated. Cecil-Wright has built his 
company on the same principle: “We 
need to establish trust with our clients so 
that they are in no doubt that the advice 
we give is realistic, but with their best 
interests at heart.” 

EYE ON THE FUTURE
With a changing marketplace and a new 
generation of clients, evolution and 
growth are normal and indeed necessary. 
However, the same old truths apply. 
“There are always lessons to be learnt; 
but the fundamental ones remain the 
most important: continue with hard work, 
high levels of service and go the extra 
mile, because if you don’t, someone else 
will!” Wright and Birkett said. While the 
principles remain the same, Perignon 
encouraged brokers to “be bold, creative, 
innovative and forward thinking. 
Innovation today remains key to a bright 
future tomorrow”. 

Beckett concluded that we’ll see some 
of the trends from 2014 carry over into 
2015. “Clients are looking to close deals 
rather than just browse the market, and 
it is the larger, more modern, expensive 
yachts that are selling more easily than 
the smaller, older yachts. This trend 
became well entrenched last year and will 
continue into 2015.”

As the inventory continues to clear and 
bring improvements to the resale market, 
brokers are as ever ‘cautiously optimistic’. 
As we’re hearing that statement less and 
less, it appears they are more willing to 
share in the positivity and brighter future 
that is on the horizon.  

TO COMMENT ON THIS ARTICLE,  
EMAIL: TAR@SUPERYACHTREPORT.COM 
WITH SUBJECT: SUPPLY AND DEMAND

“Clients are looking 
to close deals rather 

than just browse 
the market, and it 
is the larger, more 
modern, expensive 

yachts that are selling 
more easily than the 
smaller, older yachts. 
This trend became 

well entrenched 
last year and will 

continue into 2015.”
–  Jonathan Beckett, 

CEO, Burgess 
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A MORE 
INTELLIGENT 
MARKET 
2014 saw the launch of The Superyacht Intelligence Agency, a 
brand new department within The Superyacht Group, that has 
emerged as the most comprehensive and valuable data partner 
for any business/investor or owner who needs to know what is 
really going on in the market. 

Having conducted several consultancy 
projects over the past 18 months, it is 

apparent that the industry is keen to paint a 
clearer picture for its clients and customers. 
With this in mind we have spent the last 12 
months re-organising our data, our team and 
our methodologies in order to be confi dent 
that we can offer the highest quality of 
intelligence that anyone would expect from 
a multi-billion-dollar industry. Owners, 
investors, marina companies, shipyards, 
lawyers and banks have all asked for our help 
to establish the facts and fi gures of where 
they should focus their attention. In addition, 
our internal intelligence and specialised 
journalistic perspectives and opinions on 
what has happened and what is likely to 
happen allow us to deliver data, analysis, 
insight and forecasts that are unique to the 
market.

In order to deliver the Global Order 
Book our editorial and intelligence team 
conducts a full year of research and market 
data verifi cation. This year we have decided 
to go one step further. We have created one 
of our most comprehensive studies of the 
industry and re-packaged it as The Superyacht 
Intelligence Annual Report. When you digest 
and understand the contents, you will 
recognise that this is the largest and most 
informative media product The Superyacht 
Group has ever delivered. 

A complete redevelopment in format and 
a new detailed approach to the contents have 
shaped our main focus for the issue: what do 
industry players and investors really want to 
know? Rather than falling into the trap of 

idealising the industry and providing basic 
statistics that disregard the deeper activities 
of industry players, we have explored every 
niche of the market in order to understand 
the pressing issues that are easy to overlook 
but likely to have an impact on the future of 
our industry. 

We have utilised 20 years of industry 
knowledge and experience to expose those 
industry sectors that are performing well and 
those that are underperforming. We have 
also adapted the way we look at the industry 
by dividing the market into segments that we 
feel enrich our understanding of data: 30-
45m, 45m+ and sailing yachts. 

With over 5,000 yachts on our database, 
and a team of full-time analysts and 
researchers, all of whom are focused on 
market-specifi c information assigned to them, 
we believe our market insight, approach 
and strategic look at the Global Order Book 
leads the way in excellence and accuracy. To 
ensure the data is accurate our team verifi es 
each order, launch and delivery with the 
yard before it makes it on to the list. This 
fl eet data also forms the cornerstone for 
our 2015 Economic Impact Study, a report 
that has previously been used at government 
level to highlight the industry’s value in 
employment, taxation and regional activity. 
We have recently seen that there is a lack of 
appreciation of what data and intelligence 
means or how it can be used, so we hope 
to spend the next 12 months helping the 
market forecast and plan its own market 
positions. Real data is far more attractive than 
cosmetically enhanced data.

ANGELA AUDRETSCH

GEORGIA BOSCAWEN
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Since the Global Financial Crisis, a wide 
range of companies have used The Annual 
Report to reinvent their brand or product to 
capture their envisioned market share. This 
has led to a host of confi dential consultancy 
projects for The Superyacht Intelligence 
Agency that have delivered powerful and 
insightful reports on a variety of topics that 
are becoming an increasingly impressive 
dimension of our product portfolio. Our 
vast database of some 40,000 individuals 
and 6,500 members of the supply chain 
and manufacturing industry, across the full 
spectrum of the market, helps us to track 
market trends as well as deliver relevant 
and intuitive fl eet intelligence and provide 

historic and current economic data. Our 
recent topics of focus include:
• The regional and economic distribution of 
marina berths within the Mediterranean for 
a leading marina investor. 
• Unique intelligence on the refi t and repair 
sector, with specifi c insight into captains’ 
decision-making processes.
• Investment potential for a private bank 
wishing to offer a product created specifi cally 
for the superyacht sector. 
• Investor insight into the market position 
and potential of a target company prior to 
acquisition.
• A strategic business plan for a new company 
wishing to expand from commercial shipping 
into the superyacht sector. 
• Insight and guidance for individual owners 
who have required OPEX and CAPEX studies 
on a variety of target yachts for sale.
• Confi dential due diligence for owners who 
are looking to select new-build yards based 
on key criteria. 
• Detailed analysis of the brokerage sector 
for a potential investor looking to acquire a 
leading brand. 

• Insight and intelligence for a confi dential 
client on the buying process and infl uences 
on the insurance market. 
• Analysis and due diligence of 15 shipyards 
in order to support a potential owner’s 
buying decision.
• Brand analysis and market perception of 
a re-emerging product range that had been 
bought by a new investor. 
• Interviews and market insight amongst a 
select group of owners on their perception 
and appreciation of a well-known shipyard 
brand and product. 
• Financial and technical due diligence and 
analysis of two major shipyards that were on a 
shortlist for a major new build project.

As you digest the contents of The Superyacht 
Intelligence Annual Report and explore the 
reality and clarity of the picture we are 
painting, it is important to note that we are 
only grazing the surface of the data and 
analysis we can provide. Whether you want 
to plan your sales strategy or whether you 
are considering launching a new product 
to market, seeking a new investor, require 
intelligence to support a new business plan, 
or want to know what it reallys cost to run 
a yacht, including an impartial review of 
budgets or OPEX, we have the knowledge, 
the team, the energy and the methodology to 
support any company or individual with real 
consultancy insights.

For more information – visit www.
SuperyachtIntelligence.com or email martin@
superyachtintelligence.com 

Our vast database of some 40,000 individuals 
and 6,500 members of the supply chain 

and manufacturing industry, across the full 
spectrum of the market, helps us to track 

market trends as well as deliver relevant and 
intuitive fl eet intelligence and provide historic 

and current economic data.
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