
20202020 FLOAT PLAN

MADE POSSIBLE BY: 



2

 3 
Welcome Letter

 4-6 
Schedule

 7-16 
Perfect Way to Train Your Team

 18-27 
Session Recommendations

  29-32 
How to Use Dealer Week Online

 33 
Roundtables and Chat

 35-36 
Navigating Exhibit Spaces

 CASE STUDIES: 

38-50 
38. Bob Bense, Superior Boat Sales

 40. Seattle Boat Co

 43. Buckeye Marine

 46. Hagadone Marine

49. Port Harbor Marine

CONTENTS



3

WELCOME TO DEALER WEEK 2020  
and to this guide to how you can make the most  
of your Dealer Week investment.

No matter what size your dealership or your vision for it may be, Dealer 
Week offers you a path to greater success. The ideas, strategies, best 
practices and insights offered through this online event can help you 
achieve your goals and recalibrate your dealership for any market 
conditions. And because Dealer Week has moved online, there has 
never been a better time for you to use the event to train your team and 
strengthen your dealership performance across every department.

Through the great advice of MRAA’s most excellent education team as 
well as several case dealer studies, this publication offers you step-by-
step instructions for consuming Dealer Week courses, elevating the online 
learning experience, and ensuring that this isn’t just education for the sake 
of education. 

You see, at the MRAA, we don’t build, promote or sell education.  
We create solutions for better results in your business. 

Dealer Week goes the extra mile by not only sharing critical insights, tips 
and strategies but also by giving you the tools to implement what you 
learn immediately. Now, through Dealer Week online, it’s easier than ever 
to unlock the full potential of your team and your dealership.

Let’s get started.

 
Matt Gruhn
MRAA President 
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AGENDA

9:00 a.m. Opening Ceremony

11:00 a.m. Exhibitor Exploration, Product Showcase & Connections

12:00 p.m. Awards Celebration

12:30 p.m.  EDUCATION - DEALER CASE STUDIES 

 Dealership Pathway: Digital Checklists with Aquaknox Marine & Sam Dantzler 

 Customer Pathway: Pre-Owned Boat Photography and Videography with N3 Boatworks & Jim 

Million*   Employee Pathway: Onboarding with Alpin Haus & Valerie Ziebron**

1:00 p.m. Exhibitor Exploration, Product Showcase & Connections

2:00 p.m.  EDUCATION 

 Dealership Pathway: Shine a Bright Light in Your Dealership’s Dark Spaces with Sam Dantzler  

 Customer Pathway: How to Navigate Difficult Customer Conversations with John Spence* 

 Employee Pathway: Develop Your Dealership’s Bench Strength with Dan Iosue & Dan Schneider**

3:30 p.m. Cool Down

4:00 p.m. Networking

|  
|

|
 

|
 

|

|
 | 

|

|
 

|
 

|

|

*ALL TIMES
ARE IN CST

TUESDAY, DECEMBER 8

*This Pathway is made possible by Recreational Boating & Fishing Foundation.
**This Pathway is made possible by the Marine Industry Certified Dealer Program
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9:00 a.m. Warm Up

9:30 a.m.  Education 

 Dealership Pathway: How to Catch-Up in the Service Department with Max Materne 

 Customer Pathway: Using Digital to Personalize the Customer Experience with Rich DeLancey* 

 Employee Pathway: How to Recruit, Work With and Lead People Not Like You with Kelly McDonald**

11:00 a.m. Exhibitor Exploration, Product Showcase & Connections

12:00 p.m. Awards Celebration Made Possible By: Kicker Marine Audio

12:30 p.m. Dealer Roundtable Discussion

1:00 p.m. Exhibitor Exploration, Product Showcase & Connections

2:00 p.m.  Education 

 Dealership Pathway: How to Build Your 2021 Marketing Plan With or Without a Boat Show  

    with Marcus Sheridan 

 Customer Pathway: Grow Your Customer Base with Facebook Ads in 2021 with Danny Decker* 

 Employee Pathway: How to Thrive on the Other Side with John Spence**

3:30 p.m. Cool Down

4:00 p.m. Networking

|    |    
|

 
 

 
|

 
 

 
|

   |   |   |   |
 

 
 

|
 

 
 

|
   |

*ALL TIMES
ARE IN CST

WEDNESDAY, DECEMBER 9

AGENDA

*This Pathway is made possible by Recreational Boating & Fishing Foundation. 
**This Pathway is made possible by the Marine Industry Certified Dealer Program
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9:00 a.m. Warm Up

9:30 a.m.  Education 

 Dealership Pathway: Get Ahead of the Pre-Owned Opportunity that is Coming with Tony Gonzalez 

 Customer Pathway: 3 Ways to Earn Your Service Customer’s Trust With Chris Collins*  

 Employee Pathway: Moving Beyond Burnout: The Search for Sustained Motivation for Yourself 

    and Your Team with David Spader **

11:00 a.m. Exhibitor Exploration, Product Showcase & Connections

12:00 p.m. Awards Celebration Made Possible By: Kicker Marine Audio

12:30 p.m. Dealer Roundtable Discussion

1:00 p.m.  Workshops 

 Dealership Pathway: How to Become a Video-First Dealership with Marcus Sheridan 

 Customer Pathway: Fill the Gaps in Your Sales Process with Jim Million & Bob McCann* 

 Employee Pathway: Turn Your Shop Inside Out with Valerie Ziebron**

3:00 p.m. Exhibitor Exploration, Product Showcase & Connections

4:00 p.m. Closing Ceremony

9:00 a.m.  Exhibitor Exploration, Product Showcase & Connections, and MRAA Industry Meetings

THURSDAY, DECEMBER 10

FRIDAY, DECEMBER 11

|    |    
|

 
 

 
|

 
 

 
|

   |   |   |   |
 

 
 

|
 

 
 

|
   |

*ALL TIMES
ARE IN CSTAGENDA

*This Pathway is made possible by Recreational Boating & Fishing Foundation. 
**This Pathway is made possible by the Marine Industry Certified Dealer Program
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This year’s annual conference of the Marine 
Retailers Association of the Americas, Dealer 
Week, for the first time ever in an online 
format, delivers meaningful, more affordable 
educational content right into your dealership. 
It is the perfect way to train and prepare your 
team for the year ahead. 

Offering more than 30 courses, Dealer Week 
puts the most pertinent educational topics 
at your fingertips. It provides you with a 
curriculum of courses that will help you more 
easily and effectively adapt to a changing 
market place and create real, positive change 
and growth in your dealership. What’s more 
is that as a Dealer Week participant, you will 
have more than three months to consume 
the teachings of this program, giving you 
ample opportunity to implement new tactics, 
strategies and best practices. 

Through a team approach, your dealership will 
inspire buy-in for new ideas you can put to 
work immediately, and you can build a plan to 
make it happen together with the employees 
who will execute it. This publication offers you 
a step-by-step playbook for using Dealer Week 
to train your team so you can achieve the 
results you desire in 2021 and beyond. 

How to tailor your approach
You’re in charge. The education team at 
MRAA could write a book about all the 
different ways dealers can use the training 
we provide to improve and grow your 
dealership. (In fact, we already wrote the  
first draft. You can find it here.)  

The beauty of participating in Dealer Week 
Digital is that you and your team have all-new 
ways to take advantage of the training, tools 
and connections the event provides. Here’s 
how you can tailor your approach:

1. Learn as a Dealership
Will there be education sessions that will
benefit every employee in your dealership?
You bet there will. So, make sure everyone is
signed up for the conference, and ask them all
to participate in one or more of the sessions
at the same time. You may want to close the
dealership to the public for the day to allow
the entire team to participate. Afterward,
throw a pizza party! This is your chance to
pull the group together to discuss their key
takeaways and what you’ll do individually, as
departments, and as a dealership and when to
apply what you learned.

TRAINING

THE PERFECT WAY TO TRAIN YOUR TEAM

In any given year, one of the No. 1 challenges dealership leaders face 
is how to train their team. The development and growth of individual 

team members leads directly to the growth and success of the business 
itself, yet dealership managers don’t have the tools, resources or 

access — not to mention the time — to truly teach, mentor and take 
accountability for the growth of individual team members.

Until now. 

https://cdn.ymaws.com/www.mraa.com/resource/resmgr/resources/MRAA_GDI_2017.pdf


© 2020 CDK Global, LLC / CDK Global and Lightspeed are registered trademarks of CDK Global, LLC. 20-1153

LightspeedEVO is the #1 DMS in the Marine industry. With 37 years of industry 
knowledge and experience, we know how to help you navigate uncharted waters  

and help you stay afloat. You’ll be able to steer your business with confidence  
and stay in control — whether you’re at your desk, on the lot, or at the dock.

You need a DMS that allows you to focus on what you do best: serving your customers.  
CDK Lightspeed®EVO allows you to do just that, because your business is our business.

FROM WEB TO WATER, LET LIGHTSPEEDEVO  
MAXIMIZE YOUR DEALERSHIP’S PERFORMANCE 

Visit cdkglobal.com/getonboard to see what we can do. 
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2. Learn as a Department
Every department in your 
dealership can benefit from 
the training offered at Dealer 
Week, whether you’re working 
on improving the customer 
experience you provide; your 
employee performance and 
engagement; or the systems, 
processes and financial 
contributions you make to 
the dealership. Make a list of 
your biggest problems and 
opportunities to improve, 
then inspect the Dealer Week 
educational line-up for those 
sessions with solutions and 
insights. 

3. Learn Alone
Some of the training provided will 
help you meet your goals. Some 
of it will help those you manage 
fulfill their performance goals or 
professional development goals. 
Create an education plan for the 
event for yourself and encourage 
your managers and other team 
members to do the same. Then, 
work with those who report to 
you to help them do the same. 
These professional development 
opportunities are a win-win-
win. All of those who participate 
get the chance for professional 
development, and the resulting 
growth benefits the dealership and 
its customers too. 

While you can certainly learn 
alone, you’re never on your own in 
choosing the best education for 
you, your team or your dealership. 
There is nothing our team loves 
more than helping you design 
a customized training plan to 
maximize your results. Please reach 
out to Liz Walz at liz@mraa.com.

Build your plan early
Whether you’re a long-time attendee of Dealer Week’s annual 
conference or you’re attending for the first time, the online 
environment is new. Acknowledging that you’ll likely want to use 
the platform to train your team and be fully prepared for the year 
ahead, here is some expert insight from MRAA’s education team on 
how to navigate the 2020 conference. But our first piece of advice 
is to begin building your plan early — don’t wait until the day Dealer 
Week starts.

3 is better than 1
The Dealer Week educational programming offers three Educational 
Pathways. These are collections of educational sessions focused on 
similar themes. Also referred to as “Tracks,” the Pathways at Dealer 
Week focus on The Dealership, The Customer and The Employee 
— the three main pillars of any strong dealership. The educational 
session in each Pathway run concurrently, which means that while 
there’s a session being delivered in The Dealership Pathway, there’s 
also a session going on at the same time in The Customer and The 
Employee Pathways. With this in mind, if you want to maximize your 
takeaways from the live event, you should have a minimum of three 
people registered for Dealer Week. And don’t forget to assign each 
registrant to a specific course.

10-Plus Thought Leaders
MRAA debuted what was called its 10 x 10 education series at the 
2019 Dealer Week. That educational format consisted of 10 individual 
presentations, by 10 individual industry thought leaders that lasted 
10 minutes each. For 2020, we refer to these as our Thought Leader 
Series, and we have expanded it by inviting more thought leaders 
from each and every sector of the industry to participate. The formal 
educational agenda will still highlight 10 presentations we believe 
will deliver topics you need to consider for the year ahead, but all 
thought leader presentations will be made available through the 
Dealer Week online platform. 

Hundreds of connections
One of the hallmarks of MRAA’s annual conference has been the 
connectivity and idea sharing that happens between and among 
participating dealers. Dealer Week’s online platform was selected 
because of the tools it offers to continue this tradition. Encourage 
your team to maximize their learning and your return on investment 
by participating in the chat and Q&A features to share ideas, 
insights, successes and failures in your business with your peers. 
Don’t be shy. Dealer Week’s community connections, including the 
roundtable discussions, offer a critical component of the learning 
process — the ability to discuss what you’ve learned and hear from 
others on ideas that can impact your business.

mailto:liz%40mraa.com?subject=Customized%20Training%20Plan
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3 Case Studies
Oftentimes, expert presentations can come 
across as high-level or theoretical and not 
necessarily as understanding of the reality of 
your day-to-day workload. What you need is to 
hear directly from dealers who are implementing 
strategies. In addition to the chat function and 
the dealer roundtables mentioned above, Dealer 
Week’s educational programming also features 
three case studies, highlighting three dealers 
who are using new ideas and best practices to 
find success in their businesses. Hearing from 
other dealers helps to cement that incremental 
changes and new ideas can lead to results in the 
business, and therefore exposing yourself and 
your team members to those sessions can lead 
to lasting impact for your dealership. Also: Check 
out the dealer case studies in this publication, 
beginning on page 39.

Dozens of tools
Each expert speaker who presents through 
Dealer Week is required to offer downloadable 
resources and implementation tools to help you 
apply what you learn. Don’t forget to save those 
resources, use them to take notes, and make sure 
to keep them handy so you can refer back to 
them while you’re implementing new ideas in the 
year ahead.

3 In-Depth Workshops
One of the most difficult aspects of Dealer Week 
isn’t really a Dealer Week trait. It’s a human 
trait — the challenge of implementing what 
you learned once you’re back in the business. 
That’s the reason we created workshops, the 
final session in each of our Education Pathways. 
These longer-form courses are referred to as 
workshops because they enable you to actually 
start implementing what you learn while class is 
in session. Encourage your team to use all of the 
other educational opportunities — courses, case 
studies, webinars, thought leader presentations, 
chats, roundtables, exhibits, downloads and more 
— to begin building a plan for the year ahead, 
and then use Dealer Week’s workshops to begin 
the implementation process.

Top 11 
Dealer Week 
Attendee Tips

1.  Personalize your profile

2. Watch the preview event

3. Plan out your session schedule 

4.  Develop your own learning plan

5. Explore our speaker lineup

6.  Participate in chats, Q&A and 
Roundtable Discussions

7.  Strike up conversations with 
dealers like yourself

8.  Take advantage of  
Continuous Certification 

9. Make a plan for 2021

10. Engage in the sessions

11. Gather as a team
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Bonus Content!
Your conference registration provides 
you access to the Dealer Week edition 
of MRAA’s Ask the Expert webinar 
series. Throughout the fall of 2020, 
the leading trainers and educators 
who will be speaking at Dealer Week 
took turns being interviewed on three 
things dealers like you can do now to 
prepare for success in the year ahead. 
Now that you’re registered, you have 
access to all of these webinars within 
the Dealer Week 2020 online portal. 
Just click the button at the bottom 
of the home page for bonus learning 
time for you and your team.

More Than 3 Months of Access
Don’t forget that as a Dealer Week 
participant, you will retain access to 
these courses through March 31, 2021, 
which means you’ll have the time and 
ability to revisit them and listen again 
to the advice, or pick up that extra 
nugget that you didn’t catch the first 
time around. Having one of your team 
members cover each session during the 
live event will also give you the ability 
to hear recommendations from them on 
the courses that other team members 
should circle back and learn from.

There’s no better  
year than 2020 to  
use Dealer Week  
to train your team.
With the rapidly changing business 
environment, MRAA designed this 
format and all of these features to help 
give you the answers you need for the 
uncertainty that remains ahead. 

WHY IT MATTERS 
TO REGISTER 
MULTIPLE TEAM 
MEMBERS
If you want to make the most of Dealer 
Week, start by pulling together your team 
to talk about what worked and didn’t work 
in 2020. Discuss how you handled all the 
change and adversity and what your wants 
and needs are for performing even better 
next year. See MRAA’s goal-setting tool and 
the accompanying sidebar on page 13. 

These initial team conversations can produce 
great insight and help you prioritize which 
sessions each team member should attend 
at Dealer Week. And because there are 
concurrent sessions and courses that run 
simultaneously, it’s a great idea to have 
multiple team members participate. 

There are benefits to having each team 
member participate via their own device. 
Above and beyond covering all of the 
sessions, it also allows them to engage 
better with team members from other 
dealerships, ask their own questions of the 
Dealer Week trainers, and connect with 
exhibiting partners who have solutions to 
offer. In fact, studies show that the adult 
brain learns better when people engage in 
activities that require them to discuss what 
they’ve learned and begin thinking through 
how the educational takeaways apply to 
them and their roles. 

We recommend you plan a follow-up time 
to discuss what each team member learned 
and how the dealership can plan to apply it 
within a few days of the event.
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Goal-Setting Tool
The MRAA Education Team has developed a goal-setting 
tool that you can download, to help you and your team 
select the education you’ll want to participate in. 

Follow the steps in the article “The Perfect Way to Train 
Your Team,” and the sidebar on “Why It Matters to Register 
Multiple Team Members,” to identify your wants and needs, 
weaknesses and strengths and your unique opportunities 
and challenges for the year ahead, and then use this goal 
setting tool to prioritize your approach to making the most 
of Dealer Week’s courses.

Hold the answers to those questions up against the 
educational line-up to determine which sessions are most 
important for your team to attend. Then use the tool, called 
“My Dealer Week Education Goals,” to identify, 
prioritize and choose the Education Pathway sessions 
available in each time slot during the conference.
 
Select which session is the best fit for each person 
and their role at the dealership. Have them fill out 
the tool with each session they will attend and also 
enter what they hope to take from it. 

13

EACH SESSION AT DEALER WEEK WAS DESIGNED WITH SPECIFIC 
LEARNING OBJECTIVES. CIRCLE THE SESSIONS YOU PLAN TO ATTEND 
AND WRITE DOWN WHAT YOU HOPE TO LEARN. 

Tuesday, 2 P.M.

Session I will 
attend

1
2

What I hope to 
take from it

“Shine a Bright Light in Your  Dealership’s Dark Spaces” with  Sam Dantzler

“How to Navigate Difficult Customer Conversations” with John Spence
“Developing Your Dealership’s  Bench Strength” with Dan Iosue &  Dan Schneider

Wednesday, 9:30 A.M.

“How to Catch Up in Service” with  Max Materne

“Using Digital to Personalize the Cus-tomer Experience” with Rich DeLancey
“How to Recruit, Work With and Lead People Not Like You” with  Kelly McDonald

MY EDUCATION GOALS

See next 
page



EACH SESSION AT DEALER WEEK WAS DESIGNED WITH SPECIFIC LEARNING 
OBJECTIVES. WRITE DOWN THE SESSIONS YOU PLAN TO ATTEND AS WELL 
AS WHAT YOU HOPE TO LEARN FROM THAT SESSION!

Session Date

Session I will 
attend

1 2

What I hope to 
take from it

Session Title

Session Date

Session Title

MY EDUCATION GOALS



T H E B E S T B O A T B R A N D S . C O M
S C A N  Q R  C O D E  TO  S E E 

O U R  2 0 2 1  B OAT  L I N E  U P :
L E A R N  M O R E  AT:

U PG R A D E  YO U R  M E M O R I E S  W I T H  U S . . .
THE SMOKER CRAFT,  INC.  FAMILY OF BOATS.  SINCE 1903.
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1. TAKE NOTES. The process of writing down the key phrases and ideas that provide 
you with the biggest opportunities for improvement is one form of repetition that 
can help your brain retain what you’re learning. However, as soon as taking notes 

detracts from your ability to pay attention to the presenter, you start losing benefit, so 
less is often more. Additionally, you can print out the second half of this Float Plan with all 
of the worksheets that accompany this year’s sessions, and recordings of the courses are 
available to you through March 31, 2021. 

APPLY TRAINING

HOW TO APPLY TRAINING IN THE DEALERSHIP

This year Dealer Week is online, but the principles of how it can be used 
to develop yourself and your team remain the same. As in previous 
years, our goal is to help you generate the highest return possible 
on your investment in training and education here at Dealer Week 

and in general. With that in mind, we’d like to share some strategies 
recommended by experts on how the brain learns. 

2. THINK AND TALK ABOUT IT. 
During the dealer roundtable 
discussions and in the chat 

areas of the conference, you can 
discuss what you learned with your 
fellow attendees. Beyond that, we 
recommend setting aside time each 
day to discuss what you have learned 
with your team to download the key 
takeaways of your training. 

3. CONNECT WHAT YOU’RE 
LEARNING AND REAL-
LIFE EXAMPLES. The more 

personal the examples, the better. 
When you and your team members 
can connect what you’re learning with 
experiences and knowledge you already 
have stored in your brain, you likely you 
are to retain it. 
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4. REPETITION LEADS TO 
LONG TERM RETENTION. 
Cramming works great if 

it’s only important that you remember 
something for a short period of time. 
If you want to hold onto it for the 
long haul, space out your repetition. 
After Dealer Week, schedule a once-
a-week practice of a new key process 
or strategy. Research shows that such 
repetition is needed even years after 
you’ve supposedly learned something 
“for good.” That’s why it can be so 
valuable to attend training and education 
on topics that you “know.” The best and 
most experienced of us still have room 
for improvement in carrying out our daily, 
weekly and monthly responsibilities.

5. THE MORE ELABORATE AND 
IN-DEPTH THIS PRACTICE IS, 
THE BETTER. For example, 

you tend to retain more when a learning 
experience involves more senses, such 
as seeing, hearing and touching. That’s 
why an audio recording is good, but 
a video is even better. And a course 
that involves not just video, but also 
activities, tests and homework is even 
more effective. Research suggests that 
if information is presented orally, people 
remember about 10 percent 72 hours 
after exposure. Add a picture and that 
percentage goes up to 65 percent. 



PUTTING MORE

GREEN
IN THE INDUSTRY

MAKE MORE MONEY AT
BOOTH #513

Our team is passionate about helping you sell more boats.

To learn more about our comprehensive suite of technology-based 
marketing solutions, visit our Dealer Week Exhibit Space.

www.boatsgroup.com
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We understand the challenges you face can be complex 
and feel overwhelming, and we’ve purposefully built 
Dealer Week as the one place where the industry’s 
top trainers, solution providers and suppliers gather 
to equip you with the tools you need. To be successful 
in the year ahead, you will need to possess the digital 
marketing know-how to generate leads and capture 
business. You’ll need to find ways to make up for the 
gross margins you miss out on when you don’t have 
enough boats to sell. You’ll need a plan for keeping up 
with the overwhelming amount of service work on your 
plate. And you’ll need to create new ways to cater to a 
growing book of customers in order to drive satisfaction 
and loyalty.  

Dealer Week’s educational line-up offers solutions for all 
of those challenges and more. With expert insight, best 
practices, new strategies and many other resources, 
Dealer Week is designed to help you plan for tackling 
those issues head on and capturing the opportunities 
in front of you. As you’ve seen, it’s also where you can 
train your team and make sure the entire dealership is 
headed in the same direction.

SESSION RECOMMENDATIONS

WHAT’S ON YOUR MIND FOR 2021?

We know you’ve got a lot on your shoulders. 

You want to grow your revenue, cut costs and have a solid plan for the 
future. In order to do that, you need to know how to make decisions about 

your business — no matter what the economy throws at you — which 
means staying up to date on the trends and strategies that drive success. 

The problem is that market conditions can — and have! — changed 
so rapidly it feels impossible to keep up. The 2020 selling season was 

unprecedented and left most dealers overwhelmed, and the 2021 model 
year doesn’t promise to be any less chaotic or unpredictable, as dealers 
expect to juggle exhausted employees, short inventories, no boat shows 

and continued high demand on their businesses in both sales and service. 

Pathways To Success
Many aspects of Dealer Week have made 
the transition to the new virtual setting. That 
includes the event’s three main classrooms, 
or Education Pathways: The Dealership, The 
Customer and The Employee. 

The Education Pathways were selected 
because they represent the three pillars of 
any dealership’s success. They were also 
designed to engage a cross-section of 
dealership employees through topics that 
are imbedded in each Pathway, such as sales, 
service, marketing, customer initiatives, 
employee relations and more.

Each Pathway will once again feature expert-
led sessions, case studies, workshops — and 
top marine industry trainers as Education 
Hosts to help you and your team process 
how all of Dealer Week’s great teachings can 
apply to your dealership. These experts are 
partners of Dealer Week and other MRAA 
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educational programs, and we leaned on their expertise to help us 
assemble the courses that will be most likely to help dealers carry 
their momentum from 2020 into the new year.

These Dealer Week Education Hosts will introduce each session and 
will participate in the online chat to answer questions throughout 
the event. They will each also present one session or workshop 
within their pathway. 

The 2020 Dealer Week Education Hosts are:
   The Customer Pathway: Jim Million, Million Learning
   The Dealership Pathway: Sam Dantzler, Wheelhouse College
   The Employee Pathway: Valerie Ziebron, VRZ Consulting

Dantzler and Million both served as Education Hosts at Dealer Week 
2019, while Ziebron joins the group after hosting the Dealer Week 
Field Trip last year. 

ALL THE EXPERTS IN ONE PLACE
One of the most powerful traits of Dealer Week is the great access the 
event provides its attendees to the leading experts from both inside 
and out of the marine industry. 

The access to talk with, ask questions of and otherwise engage in 
one-on-one conversations with the foremost experts — the speakers, 
presenters and exhibiting partners of Dealer Week — adds significant 
value to the attendee experience.

Dealer Week features the industry’s leading suppliers, manufacturers 
and service providers who specialize in delivering value and 
opportunity for dealerships to address their biggest challenges 
and identify new opportunities. Those partners participate in the 
educational sessions and the dialog that takes place throughout the 
event. We encourage all registrants to connect with our partners to 
discover new ways to drive revenue and efficiencies in your dealership.

Dealer Week Education Hosts and our entire line-up of speakers and 
presenters, will participate in the chats and conversations taking 
place throughout the event. The value they provide is unparalleled 
and assembling them all in your dealership would cost a small 
fortune. Take advantage of what could be an enormous return on 
your investment by connecting with them and learning from them in 
this one-of-a-kind environment.

If those experts aren’t quite enough, then we should remind you to 
use Dealer Week to pick the brains of your peers from dealerships 
across North America. The wide range of collective perspectives and 
experiences that are contributed to Dealer Week represents a broad 
range of insights and real-world results you just can’t find anywhere else.

SAM DANTZLER, 
WHEELHOUSE COLLEGE

VALERIE ZIEBRON, 
VRZ CONSULTING

JIM MILLION, 
MILLION LEARNING



Your time on the water is precious. You return, season after season to make unforgettable memories, fight a few 
fish, reconnect with friends and re-center yourself. If you count on having this time, you need an outboard you can 
count on to power it. That’s why boaters choose Yamaha for the long run. For life. Because reliability starts here.

THE 
FRIENDSHIPS
AREN’T THE 
ONLY THINGS
BUILT TO
LAST.

REMEMBER to always observe all applicable boating laws. Never drink and drive. Dress properly with a USCG-approved personal � oatation device and protective gear.  
© 2020 Yamaha Motor Corporation, U.S.A.  All rights reserved.  1-866-894-1626
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Meet all our pathways speakers:

Jay Baer
Opening Keynote

Sam Dantzler
Wheelhouse College

Jim Million
Million Learning

Valerie Ziebron
VRZ Consulting

Marcus Sheridan, Marcus  
Sheridan International, Inc. 

Bob McCann
MRAA

John Spence
John Spence LLC

Danny Decker
Danny Decker Marketing

Kelly McDonald
McDonald Marketing

Max Materne
Garage Composites

Tony Gonzalez
Garage Composites

Dan Iosue
The Rawls Group

Dan Schneider
The Rawls Group

Chris Collins
Service Drive Revolution

Rich DeLancey
Dealership Toolkit

David Spader
Spader Business Management



Your dedication and hard work have always been what drives us 

and will continue to drive us through the next 50 years. We want 

to thank you, our wonderful network of dealers worldwide, for 

your commitment and unwaivering support. We can’t wait to see 

what we will accomplish together in the future.

T H A N K  Y O U  R E G A L  D E A L E R S
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YOUR DEALER WEEK 3-2-1 ACTION PLAN

The MRAA and Dealer Week have adopted the teachings of 
2020 Dealer Week Education Host Jim Million, who in 2019 

introduced the 3-2-1 Process at the event. With his permission, 
we are implementing it further in 2020, to help you get the 

most out of Dealer Week. 

The 3-2-1 Process is simple: After attending an individual session, 
a day’s worth of sessions, or an entire event’s worth of sessions:
 1. Write down the three most important things you’ve learned 
 2.  Determine the two things you could do that would benefit 

you the most. 
 3.  Select, from those two final ideas, the one that will have the 

biggest impact on you and your dealership.

You will be able to download this 3-2-1 implementation tool in the 
Float Plan Worksheets document that will be provided to you at 
Dealer Week andwe encourage you to think through this process 
before you attend a session. That way, you can enter the event 
and the individual courses with the idea of prioritizing the top 
three takeaways and prevent yourself from trying to go back into 
your dealership and think that you need to implement the huge 
number of ideas Dealer Week will ultimately provide you.

Make a plan to prioritize both your time and energy on the 
things that will make the biggest difference in life and in your 
business and NOT create more busy work. Don’t forget to 
download this PDF to help you create a 3-2-1 Action Plan for 
yourself and for your dealership. 

Our Recommendations
So, without further adieu, and in an effort to streamline 
your experience and learning opportunities, the MRAA 
Education Team identified recommended courses for you, 
based upon key topics of concern or pain areas in the current 
market place. Frankly, any Dealer Week course, in a training 
environment, can make your team stronger, but you can 
find personalized session recommendations based on job 
title here, or browse by topic in the sidebar to the right and 
continued onto the next page. 

If you don’t see the topic most critical to your success in the list 
below, contact anyone on the MRAA team for further insight.

ACTION PLAN

CUSTOMER EXPERIENCE?  
TRY THESE SESSIONS:
   Shine a Light on Your Dealership’s 

Dark Spaces, with Sam Dantzler
   How to Navigate Difficult Customer  

Conversations, with John Spence
   Use Digital to Personalize the  

Customer Experience, with  
Rich Delancey

YOUR SERVICE DEPARTMENT?  
TRY THESE SESSIONS:
   How to Catch Up In Service,  

with Max Materne
   Turn Your Shop Inside Out,  

with Valerie Ziebron
   3 Ways to Earn Your Service  

Customer’s Trust, with Chris Collins

ANOTHER RECORD SALES YEAR?  
TRY THESE SESSIONS:
   How to Build Your 2021 Marketing 

Plan, With or Without a Boat Show, 
with Marcus Sheridan

   Grow Your Customer Base with 
Facebook Ads, with Danny Decker

   Fill the Gaps in Your Sales Process, 
with Jim Million & Bob McCann

   Get Ahead of the Pre-Owned  
Opportunity, with Tony Gonzalez

https://www.dealerweek.com/sessionrecommendations


Discober Boating Ad #1

FP AD

ARE YOU READY 
FOR THE  
INCOMING  
WAVE OF NEW 
BOATERS? 

M a r k e t i n g  &  
C o n s u m e r  
O u t r e a c h : 
 
Social media, influencer and digital 
marketing campaigns reach key  
demographics, get people excited 
about boating and drive demand.

To o l s  Yo u  C a n  U s e :  
 
Free resources to help you promote 
your business, engage with  
consumers and sell to new boaters

Right now, interest in outdoor recreation is unprecedented. And 
with record increases in new boat sales and a 46% increase in 
Discover Boating’s website traffic, boating is having a moment. 
Discover Boating can help you make the most of it.

From marketing and consumer outreach efforts to online tools 
and resources, Discover Boating creates consumer connections 
that drive traffic to boat dealers nationwide. 

Learn all about it during Dealer Week! 
 
Visit Discover Boating’s Virtual Booth to check out our resources, 
submit questions and/or make an appointment with a  
representative.
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DIGITAL MARKETING LEAD GENERATION? 
TRY THESE SESSIONS:
   Use Digital to Personalize the Customer  

Experience, with Rich Delancey
   How to Build Your 2021 Marketing Plan,  

With or Without a Boat Show, with  
Marcus Sheridan

   Grow Your Customer Base with Facebook 
Ads, with Danny Decker

   How to Become a Video-First Dealership, 
with Marcus Sheridan

YOUR OWN LEADERSHIP GROWTH?  
TRY THESE SESSIONS:
   Moving Beyond Burnout: Sustained  

Motivation for Yourself and Your Team,  
with David Spader

   How to Recruit, Work With, and Lead People 
Not Like You, with Kelly McDonald

   How to Thrive on the Other Side of 2020, 
with John Spence

   Develop Your Dealership’s Bench Strength, 
with The Rawls Group

STRENGTHENING YOUR TEAM?  
TRY THESE SESSIONS:
   Develop Your Dealership’s Bench Strength, 

with The Rawls Group
   Move Beyond Burnout: The Search for Sustained 

Motivation for Yourself and Your Team, with 
David Spader

   How To Recruit, Work With and Lead People 
Not Like You, with Kelly McDonald

MRAA PRO TIP:
READ THE SESSION
BULLET POINTS

Saving time can be rewarding if you’re doing 
it in an effort to be more efficient with your 
time and not just short-cutting. That’s why 
we suggest, when digging into the education 
and the sessions and determining your plan 
of action, you first find the correct Education 
Pathway (Dealership, Customer and 
Employee) and then read the headline and 
bullet points under the “What You’ll Learn:” 
portion of the session description. 

When MRAA contracts with a speaker 
to present a course at Dealer Week, we 
agree upon learning objectives and key 
takeaways they will deliver in their session. 
These learning objectives are translated into 
how the session will impact you and your 
dealership. We highly recommend you begin 
your course selection process by reviewing 
those learning objectives.

For example, to better understand the “Move 
Beyond Burnout: The Search for Sustained 
Motivation for Yourself and Your Team” 
Dec. 10, with David Spader, Spader Business 
Management, you can save time and read the 
bullet points, picking out key words the strike 
a chord with your challenges. 

   Learn how to proactively assess whether 
your employees are at risk for burnout; 

   Discover how “energy management” needs 
to be a part of every leader’s toolkit;

   And understand the role of a leader/
manager in avoiding burnout for  
themselves and modeling healthy  
behavior for their team
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Continued pressure on the supply chain, historically 
low inventory levels and the hangover from lackluster 
customer experiences will put great pressure on our 
dealership teams while they battle to maintain record 
sales levels. It doesn’t have to be a challenging year, 
however, and you don’t have to wait get started pre-
paring for it.

Even if today’s dates don’t read Dec. 8-11, the for-
mal calendar pattern for Dealer Week 2020, you can 
begin building your plan for the year ahead through 
Dealer Week’s online event platform. Housing the en-
tire Dealer Week Preview Event education, as well as 
8 individual pre-conference webinars, there’s enough 
content to be found to help you begin planning your 
priorities for 2021 and beyond.

Each of MRAA’s Ask the Expert Dealer Week Edition 
webinars features “3 Ways to Start” you down the 
path of success. Billed as pre-conference webinars 
and hosted by MRAA’s education team and individu-
al Dealer Week speakers, already-available webinars 
include “3 Ways to Start…”: 

If you’re paying attention to the actual Dealer Week 
educational line-up, you’ll notice the similarities in 
course names, and of course, it was designed that 
way. These sessions will give you a taste of what to 
expect with each Dealer Week course, and will help 
you begin preparing for the December event. 

If by chance you’re reading this during or after the 
Dealer Week event, well, then just think of it as more 
great content available to you in the Dealer Week 
platform. And expect these great webinars to con-
tinue after the official Dealer Week concludes — just 
more great ways we can help you flatten the roller 
coaster ride in 2021.

15 ways (and counting) to get  
a jump start on 2021
If 2020 wasn’t enough of a roller coaster ride for you, just wait until 2021. 

   Turning Your Shop Inside Out, with Valerie Ziebron

   Brightening Your Dealership’s Dark Spaces, with Sam Dantzler

   Building Your 2021 Marketing Plan, with Marcus Sheridan

   Begin Filling the Gaps in Your Sales Process, with Bob McCann and Jim Million

   Navigating Difficult Customer Conversations, with John Spence

   3 Ways to Begin Recruiting, Working with and Leading People Not Like You,  
with Kelly McDonald

   3 Ways to Start Getting Ahead of the Pre-Owned Opportunity, with Tony Gonzalez

   3 Ways to Begin Growing Your Customer Base with Facebook Ads in 2021,  
with Danny Decker

2021
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If you’re a Marine Industry Certi-
fied Dealership looking to wrap 
up your 2020 Continuous Certi-
fication Curriculum requirements 
or looking to get a jump on the 
2021 courses, Dealer Week is the 
perfect venue for you.

Dealer Week 2020 offers you 
the opportunity to fulfill credits 
for both years of the program, 
through four separate education-
al sessions. These courses allow 
those in 2020 Continuous Certi-
fication to earn credits for their 
third and fourth quarter require-
ments as well as two additional 
courses for 2021. 

You don’t have to be a Certified 
Dealer to attend, and if you’re not 
already Certified, you can learn 
more about Dealership Certifica-
tion and its continuing education 
program through these sessions: 

EARN CERTIFICATION CREDITS

2020 Continuous Certification
Get Credit for the 2020 Q3 course by attending the workshop: 

Fill the Gaps in Your Sales Process, with Jim Million & Bob McCann

Dec. 10 1:00-3:00 p.m.

Get Credit for the 2020 Q4 course  
by attending the workshop: 
Turn Your Shop Inside Out, with Valerie Ziebron

Dec. 10 1:00-3:00 p.m.

2021 Continuous Certification
Get Credit for the 2021 Service Efficiency Course Package  

by attending the session: 

How to Catch-Up in Service, with Max Materne

Dec. 9, 9:30-11:00 a.m.

Get Credit for the 2021 Marketing Course 
Package by attending one of three sessions: 
Using Digital to Personalize the Customer  

Experience, with Rich DeLancey

Dec. 9, 9:30-11:00 a.m.

OR

How to Build Your 2021 Marketing Plan with or without  

a Boat Show, with Marcus Sheridan

Dec. 9, 2:00-3:30 p.m. 

OR

Grow Your Customer Base with Facebook Ads in  

2021, with Danny Decker

Dec. 9, 2:00-3:30 p.m.



Combining the comforts of a highperformance pontoon with the adventurous capabilities of a wakesurf 
boat, the all-new Avalon Waketoon Surf Series Pontoon is the first pontoon boat to be powered by 

Volvo Penta Forward Drive. This innovative propulsion solution has earned a reputation for superior fuel 
economy, speed, range, acceleration and maneuverabillity in thousands of boats on market today.

Experience Easy Boating in a whole new level. Learn more at volvopenta.us/forwarddrive

E N G I N E E R E D W I T H O N E T H I N G I N 
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HOW TO USE

HOW TO USE DEALER WEEK ONLINE

Dealer Week 2020 offers all of the conveniences and benefits of  
on-demand educational programming to help you develop your team and 
find great success in the year ahead. Maximize the opportunity this offers 

you by knowing and understanding how to use the technology. 

As a registered attendee, you already have received a welcome email with login 
instructions, and you have access to the platform. Take advantage of that now 

and login to the platform to get to it know it before the event officially kicks off. 
There are numerous resources already available for you there, including the  

pre-event webinars and the Dealer Week Preview Event content. 

In the meantime, to help you get up to speed as quickly as possible, here 
are some key guidelines for using the platform:

1. 
The No. 1 rule before you 
log on is to use Google 
Chrome. This is the 

optimal platform for participating 
in Dealer Week and the platform 
we will deliver it through. 

2. Rule No. 2, make sure you are aware of when 
Dealer Week starts and ends each day in your 
respective time zone. If you have downloaded 

the Dealer Week schedule in your time zone on the 
Dealer Week website, we encourage you to load the 
start and end times for all three days into your personal 
or work calendar. This way, you won’t miss any of the 
“LIVE” pieces of the online conference, or anything for 
that matter. While MRAA will be hosting from Minnesota 
in the Central Time Zone, you’ll want to be sure you 
know when to “be there” in your own location. Once 
you’re logged into the Dealer Week event platform 
to participate, however, technology takes over and 
everything will be in your time zone! 
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3. Use the largest monitor 
you have available, so 
you’re able to use as 

much screen space as possible 
during the live session. 

4. Fill out your profile 
before the show, so you 
can focus on attending 

the conference with your utmost 
attention. Your profile will show 
your photo, company and job 
title to all other attendees and 
exhibitors. With this event being 
virtual, it’s very important to share 
a photo so others can match a 
name to a face. By clicking the 
edit button in your profile, you can 
further update your info, including 
your name, title, company; skills; 
bio; social media accounts; contact 
details; company logo and link info.

5. Know the buttons in the platform and what 
they mean. Once you’re in the Dealer Week 
2020 virtual event, you’ll find around 14 

buttons. Two red buttons (Join the LIVE Session and 
MRAA Solutions Center) are at the top. About a dozen 
others flow in double columns below those. Learn what 
each of those is all about below.

a. Join the LIVE Session. This button takes you to 
whatever session is LIVE right at that moment, so you 
don’t miss a thing.

b. The MRAA Solutions Center. This takes you to 
MRAA’s virtual exhibit space. Here you can learn about 
the MRAA’s services, resources, products, and find 
downloadable documents. It’s also the place to find the 
MRAA team members and connect with them, whether 
it’s about membership opportunities, Certification, 
Dealer Week or other topics.

c. The Schedule button. This button gives you an 
overview look at the entire Dealer Week agenda and 
calendar from Dec. 8-11. Here, you can search for key 
words or speakers and also filter by session type and 
topics. Inside the schedule, you can mark the sessions 
of interest to you and your team. Once selected they 
are listed on your My Planner page. 

d. My Planner. This button takes you to your own 
planning page, that contains all the sessions that you 
bookmark as well as meeting times. You can outline 
your meeting availabilities and scheduled time slots 
to avoid double booking yourself. The networking link 
shows you the list of contacts you’ve made through 
Dealer Week. My Bookmarked Companies is a list of all 
the companies you have pinned for a visit or meeting 
during the show. Your “My Wish List” simply keeps track 
of your bookmarked items from the product showcase. 
You can export all five sections into a PDF so you can 
also reconnect with them after the conference, as well. 

e. Chatrooms. There are a number of subject based 
chatrooms for you to browse and participate in. 
Whether you have an unanswered question or just want 
to connect, this is a great place to start.

f. Strategic Partners. This button showcases all 12 of 
the MRAA’s Strategic Partners. Be sure to visit these 
partners as they support MRAA and Dealer Week on a 
year-round basis, giving us the means to produce this 
great event for you. 

WHAT TIME ZONE  
ARE YOU IN?
Don’t risk missing out on anything 
by not knowing when to log in! 
Dealer Week will be hosted by 
the MRAA in Minnesota, in Central 
Standard Time, so you can either 
do the math, download your time 
zone schedule and put it in your 
calendar, or simply log into the 
platform. The platform will display 
events and agenda items in your 
time zone! Magic.

|    |    
|

 
 

 
|

 
 

 
|

   |   |   |   |
 

 
 

|
 

 
 

|
   |

https://www.dealerweek.com/schedulebytimezone
https://www.dealerweek.com/schedulebytimezone
https://www.dealerweek.com/schedulebytimezone


This data is internal to Brunswick.

As a Brunswick dealer, you have access 
to valuable benefits designed to 

Grow your business 

Satisfy your customers 

Support your employees

It’s free, available exclusively to you, 
and it’s only a phone call away. 

Call (877) 462-3884 to learn more.  
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g. Exhibit Spaces. This button takes you to all 
the exhibitors participating in Dealer Week. You 
can also search through these companies by 
partnership level and category. The gray tablet / 
plus sign at the right of each listing is to add each 
company to your Bookmarks. Once you do this, 
they become red and are automatically added to 
your “My Bookmarks” page. 

h. Product Showcase. Here you’ll find all the 
products and services from the exhibitor companies. 
Begin your search by selecting either “Product” for 
physical products, or “Services” for nontangible 
products and then you’ll see subcategories in the 
blue buttons, or shop by keyword or filters on the 
lefthand side. Simply click on the gray tag / plus 
sign at the bottom on each card, it will turn to red 
and be added to your “My Wish List,” which you can 
find under your “My Planner.”

i. Who’s Participating. This button takes you to 
a page with all Dealer Week attendees. Click on 
a profile and send them a connection request to 
get the conversation started! One cool aspect is 
that the platform will offer you suggestions for  
possible connections.

j. Speakers. This tab highlights all the speakers, 
session hosts, experts and MRAA staff members 
you’ll be hearing from during Dealer Week. You have 
the ability to refine the list. 

k. MRAA Pre and Post Conference “Ask the Expert” 
Webinars. This button is where you find all the 
webinars that MRAA and its speakers conducted prior 
to Dealer Week. These bonus educational interview-
style webinars were purposely built to educate 
participants and answer questions we’ve been hearing 
from dealers like you. 

l. Float Plan Worksheets. Be sure to download and 
print this section of the Float Plan when it’s released 
at Dealer Week on Dec. 8.. It will have all the session 
worksheets needed to follow along as well as your 
Action Plan and Goals for each session. 

m. Fun & Prizes. We’ve built in some enjoyable and 
interactive activities to help you build connections 
with other attendees and exhibitors. Plus, it helps 
keep the environment fun and relaxed and all are 
eligible to win prizes. 

6. On your computer, be sure 
to click the full screen logo 
in the lower right portion 

beneath the video not the “enter 
full screen” choice within the video. 
The lower full-screen option lets you 
keep the Live Session window open, 
but also see and participate in the 
session chatroom while watching the 
video. Here, you will see comments, 
questions and answers and even 
some live polls. 

THERE’S AN  
APP FOR THAT
Dealer Week 2020 will not only 
be delivered directly into your 
dealership, but it can also be 
streamed on any device you choose. 
While we recommend Google Chrome 
if you’re using a web browser, don’t 
forget you can download the Dealer 
Week 2020 app from your favorite 
app store and connect right on your 
phone or tablet.
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ROUNDTABLES & CHAT

We recommend that you be proactive and arrive 
to these conversations with some key concerns or 
insights you’d like to discuss. These can be topics 
you think about in advance of Dealer Week – pain 
points or opportunities that have been on your 
mind throughout 2020, for example — or they can 
be questions or thoughts that arise during the 
sessions you participate in. 

Many dealers find these dealer-to-dealer 
interactions to be among the most valuable 
components of the Dealer Week experience, and 
it offers you and your team facilitated learning you 
just can’t find anywhere else. And studies show that 
when you can talk about the things you learned in 
relation to the experiences in your own life, it will 
help cement the takeaways and give you greater 
likelihood that you’ll implement what you learned.

We encourage you to use the roundtables to dive 
deeper into the best solutions for your business. 

Chatrooms on the other hand, are an open, organic 
space for those who want to connect in a casual, 
digital setting with any number of participants. 
This open forum is available any time during Dealer 
Week and offers a great option for participants to 
engage in the conversation.

Throughout 2020, as virtual events became more 
and more popular, it became evident that chat 

rooms, whether through Zoom or other platforms, 
served as a great venue to share insights, opinions 
and resources with other participants. With more 
than 1,000 other dealership team members and 
industry partners participating in Dealer Week, 
the chat rooms will offer you significantly more 
takeaways from the event than what just the 
educational sessions could offer.

Roundtable Opportunities & Guidelines
When it’s time for the Roundtable Discussion, which 
will be a part of your conference schedule, you can 
navigate to the session in the schedule and click the 
blue hyperlink to open a Zoom session. 

When you enter, you’ll be placed in a “lobby” and 
will be greeted by an MRAA staff member. You will 
then be split into smaller “breakouts rooms” within 
the application for a certain amount of time. When 
the time expires – you will be notified of it expiring 
- you are automatically returned to the “Lobby” for 
further instructions.

Steps to participate:

  Go To the Roundtable Session in the schedule

   Select the topic you’re most interested and click 
on the blue link to enter the Zoom session.

  Enter passcode number listed, if prompted

  Enter lobby and await instructions 

HOW TO GET THE MOST FROM ROUNDTABLES AND CHAT FUNCTION

Each year at Dealer Week, roundtable discussions will be hosted, virtually,  
on a number of topics, related specifically to the session content.  

These small-group conversations offer your dealership’s chance to  
capture deeper, real-world insights from other dealers who are faced with  

the same challenges and opportunities that you are. 

  Identify one or two key questions to ask 
your tablemates
  Be prepared and open to sharing what’s 
working / not working in your business

  Maximize the time by keeping comments 
as succinct as possible
  Listen more than you talk so each  
person can participate

  Mute the general session music and  
outside noises / distractions
  Show respect for everyone and what  
they have to share

DEALER WEEK GUIDELINES TO SUCCESSFULLY PARTICIPATE IN ROUNDTABLES:



Commercial Distribution  
Finance

© 2020 Wells Fargo Commercial Distribution Finance™. All rights reserved. 
Products and services require credit approval. Wells Fargo Commercial Distribution Finance™ (CDF) is the trade name in the United States and 
the trademark in Canada for certain inventory financing (floor planning) services of Wells Fargo & Company and its subsidiaries.

We’re here to help.

Contact your account manager or call us at 844-367-7910 

to learn more about how our inancing solutions can help 

your business. 

cdf.wf.com 

Come visit our team 
at our virtual booth 
during MRAA Virtual 
Dealer Week

When it comes to helping customers 
improve cashflow and maintain 
inventory levels, Wells Fargo 
Commercial Distribution Finance 
(CDF)TM has been providing innovative 
financing solutions to the marine 
industry for more than 50 years.

CDF’s marine  group is dedicated to helping our 

customers succeed. We work closely with you to align 

with your business objectives and deliver easy-to-use 

financial products and services that help you execute 

your business plan. Our time-tested leadership, along 

with our operational and strategic development tools 

help equip you to reach your financial goals and position 

your business for success.
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We recommend you consider, before Dealer Week 
kicks off, the various needs your organization 
has in the year ahead. See the article on page 
12 that outlines how you might approach this 
and then understand the thinking applies to the 
products and services available to you through 
Dealer Week’s Exhibit Spaces. In fact, when you 
registered, you noted business solutions you could 
use. That’s a great place to start.

More directly, consider exploring the Dealer Week 
Product Showcase, where you can find hundreds 
of products and services that can help your 
business. The products featured here are offered 
by companies who seek to support your business 
on an ongoing basis. 

Exhibitor Spaces
From the Dealer Week event’s homepage, click on 
the Exhibit Spaces button. More than 70 Exhibitors 
are listed by their sponsorship levels. A search 
bar to the left of the screen will let you search for 
a particular company or keyword. You can also 
choose to filter your searches by sponsorship level 
and category (which includes multiple business 

topics that can be selected simultaneously). To 
the right, you should see your bookmarks, which 
highlights any exhibitors or companies you add. If 
you select a filter and don’t see anything, scroll up!

When you select a company, you will be brought 
to their personalized exhibit space. You may be 
greeted by a video but a lot more information 
resides below. You will see a few short-cut tabs that 
bring you to various sections of their space such 
as products, services, documents and team 
members. If you see items you like, or want to 
save the booth to review later, be sure to hit the 
bookmark button below their logo to add to your 
personalized “My Planner.” To the left, you may see 
an ad from the company highlighting a product, 
service, promotion or something else they may be 
offering. On the right, you will see a chat box that 
allows you to communicate directly with a company 
representative. Last, you can also request to set up 
a meeting at a later time, or ask in the chat if they’re 
available, and you could start a video call right from 
your messaging center after you’ve started the 
conversation (the icon on the top of the platform 
with two chat bubbles will lead you there).

EXHIBIT SPACES

NAVIGATING THE EXHIBITOR SPACES

For as much as the educational programming takes center stage at  
Dealer Week, the business solutions found through our partners  

and the Exhibitor Spaces offer you an equally powerful way to adapt  
and strengthen your business in the year ahead.

The Dealer Week exhibit spaces showcase boat and engine brands;  
digital marketing technologies; and dealer management systems.  

It features service companies offering financing and insurance 
opportunities; extended warranties; customer relationship management 
tools; and consulting resources. And they offer great alternative profit 
centers with products like marine audio, tow sports, shrink wrapping, 

flooring, boat lifts and more. Dealer Week Exhibit Spaces are the perfect 
avenue for you to decide how to grow your business in 2021.
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Once a time slot is reserved, it is up 
to the exhibiting company to accept 
the timeslot. For ease, we recommend 
messaging the exhibitor directly for a 
speedy response. If you choose to select a 
meeting time, and the exhibitor confirms 
a few minutes before the meeting, you will 
go to the profile of the company/contact 
with whom you have the meeting and 
select the green “video call” button to 
launch the video call. This is only available 
if the meeting is confirmed. 

Scrolling further down the page will take 
you to areas for each exhibitor’s “about” 
statement, social media account links, 
contact info, product lines, documents 
and its team members. 

Product Showcase
After a crazy selling season, have you 
taken stock of what you want and need for 
2021? The platform for Dealer Week online 
features the Product Showcase section 
listing all the participating exhibitors’ 
products and services that can help you 
attack any of your pain points or explore 
new opportunities directly. 

You can search for these offerings using 
the customized blue “products” or 
“services” buttons. Once you click on 
products, you will see various category 
filters that break down products into 
the different types (eg: boats, customer 
relationships, websites, membership, 
consulting, etc.). The services button 
is similar and will highlight nontangible 
services like F&I Services, Boat Clubs 
and much more. At the right, you will 
see a My Wish List box which will house 
any of the companies you have already 
bookmarked at the conference. 

Exploring the Exhibitor Spaces and Product 
Showcase sections is critical  
for a few of reasons. 
1. Your Dealer Week experience is heightened when you 
learn about the various companies and their invaluable 
products and services that can help you succeed to the 
fullest, even in the face of an unpredictable market. 

2. These exhibitors play a vital role in supporting boat 
dealers like you, and they offer you valuable resources, 
tools and the expertise to excel in the currently and 
future business climates. Connect with them to address 
your pain points and improve your business.

3. It’s your chance to build rapport, learn about new 
products and services and develop relationships with 
industry partners that are truly invested in helping you 
drive revenue and efficiencies within your dealership.

4. These are the individuals and organizations who 
make it possible for Dealer Week to deliver such 
powerful insights for your business. Without our 
exhibiting partners, Dealer Week and the MRAA itself 
can’t fully deliver on our mission. Without them, our 
educational programming is greatly compromised. 
Please make it a point to thank these companies, who, 
in an otherwise challenging year for the association, 
stepped up because they believe in YOU and they 
believe in what Dealer Week’s educational programming 
can do to help your business grow.

Another bonus to visiting exhibit spaces at Dealer Week 
is the opportunity to win some prizes. Our Passport to 
Prizes challenges can be found by clicking the Fun and 
Prizes button on the homepage. Good luck to you! 

This brief overview of the Exhibitor Spaces and the 
Product Showcase is meant to remove any guesswork 
when you move beyond your profile page and 
explore the Dealer Week online platform. Now that 
you’ve registered, you need to find the products and 
services to meet you and your customers’ needs in 
2021. Remember, if at any time you have an issue, you 
can always reach out to an MRAA team member for 
assistance or guidance.



KICKER’s revolutionary HLCD (horn-loaded compression-driver) 
Tower Systems define what convenience, clarity and volume should be. 
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In the coming year, KICKER will continue to strive to reach your customers 
and send them to you.  KICKER Tower Systems will be hot on their list!
#kickeraudio   #livinloud   @kickeraudio kicker.com
For more info, please contact our KICKER representatives at 405-624-8510.
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CASE STUDY

AN IN-PERSON DEALER WEEK 
… VIRTUALLY, OF COURSE

Who says Dealer Week 2020 can’t happen 
in-person?

With major events and other large group 
cancellations scarring the economy in 2020, 
Bob Bense knows the ups and downs of a year 
compromised by the coronavirus. It was not even 
a full day into the Sacramento Boat Show when 
the event’s producer shut it down due to concerns 
over the fast-spreading virus.

That was March 2020, and now, as Bense, who 
owns and operates Superior Boat Repair & Sales 
in Rancho Cordova, Calif., begins to plan for 
participation in another annual in-person event, 
he’s come up with a creative approach. 

Dating back to 2013, Bense and his team have used 
MRAA’s annual conference, now known as Dealer 
Week, to strengthen their business and prepare for 
the year ahead. In most years, Bense has brought 
two or three teammates to the conference with 
him to maximize the takeaways. Notably, last year, 
he was the 100th registrant for Dealer Week, and 
he and his wife Kathy penned a list of 100 reasons 
why they attend.

As Dealer Week moves to an online format for 
2020, Bense has taken the opportunity to think 
differently about how he can help his business 
capture the opportunities that 2021 has in store for 
him. In fact, he’s going to host his own personal 
Dealer Week event right in the confines of his 
Sacramento-area dealership.

“The way I look at it, we save so much money not 
traveling to the event this year, that I’m going to 
register virtually every person on my staff,” he 
explained, “and then we will close down for three 
days, and we’ll create an atmosphere like we are at 
the conference.”

Bense’s plan includes participating alongside 
all of his 14 employees. He expects to set up 

his showroom and adjacent offices as the three 
classrooms Dealer Week typically offers and will 
then show the live feeds from the event on screens 
in each of those classrooms. He even plans to cater 
lunch in for the team.

“I look at it as an opportunity to get everyone 
involved for a couple days, and you know, it’s not 
going to cost me as much as it would to send 
my typical four people,” he explains. “Everyone 
could be watching on the big screen, but we’ll 
try to create those three tracks. I’d have three 
different screens up in my showroom. Three 
people over here watching the sales seminar, the 
next group over here watching something on the 
service department.”

The team approach to Dealer Week gives Bense 
and his team the ability to learn together, digest 
the information and talk through how the ideas 
and strategies can impact the dealership’s success 
going forward. They’ll have the opportunity to 
ask questions of the speakers, participate in chat 
sessions and dealer-to-dealer forums, connect on-
camera with exhibitors and other dealers and will 
otherwise be able to capture more opportunities in 
an inclusive, all-team format.

Many dealerships bring multiple teams to Dealer 
Week each year, and they can be found in all areas 
of the conference sitting and discussing what they 
learned and how they might implement it. Bense 
and his team are capitalizing on the opportunities 
that 2020 has presented to ensure learning and 
continuous improvement remain key elements of 
the Superior Boat Repair & Sales culture.

BOB BENSE, SUPERIOR BOAT SALES



After a year of uncertainty, you have made the 
marine space better. From showing new people 
how to enjoy the water to reigniting a long-
standing boating passion.

At Correct Craft we call that a fighter pilot 
mentality – moving towards problems, having a 
can-do attitude, and taking ownership to solve 
problems.

We are excited for the future and look forward to 
connecting people to the water with you.

DEALERS, YOU AMAZE US



40

CASE STUDY
SEATTLE BOAT CO.

A ROAD MAP FOR SUCCESS

Seattle Boat Company to incorporate  
Dealer Week 2020 training within its  
annual planning meeting 

Nearly two decades ago, Seattle Boat Company 
began a process that involved a total commitment 
to excellence — one that required its executive and 
management teams to be completely transparent 
with everyone … a mission that involved 
incorporating continuing education and training in 
an effort to separate itself from its competition. 

Today, that initiative has not swayed, even in the 
face of a global pandemic and other unforeseen 
challenges, because in order for Seattle Boat 
Company to build its road map for success, it requires 
full commitment towards continuous improvement. 

This year, with large social gatherings restricted 
due to COVID-19, Seattle Boat Company decided 
to change how it held its annual planning meeting. 
While one could argue for skipping it entirely 
because it’s a been a long, tiring and trying 
year, Seattle Boat Company’s James Baker and 
Elizabeth Bohling insist that it’s the ideal time to 
meet — even if online or in smaller groups — to talk 
about their current situations, pains and objectives 
for moving ahead in 2021. 

That’s why they are building a customized 
end-of-the-year planning event that includes 
attending Dealer Week 2020 as well as in-house 
continuing education.

Dealer Week going virtual in 2020 offered a 
perfect answer to their situation. After studying 
the speakers and educational topics, they decided 
to create a plan for all their team members.

“This year, obviously with COVID, gathering 80 
people in the same room wasn’t a possibility, so 
we said we’re going to have to do something 
virtual,” said Baker, Vice President, Seattle Boat 
Company. “Dealer Week seemed to be a good 
format to follow. And an opportunity to bring a 

lot more people to Dealer Week than we would 
have if we require travel and things like that – a 
more efficient way to do it.”

Seattle Boat Company decided to break the 
nearly 80 employees into two evenly dispersed 
groups. One group consists of admin, sales, 
marketing and management team members that 
will attend Dealer Week. The other, comprised of 
its detailers, marina operators, and technicians, 
will attend in-house training. Outside vendors 
will be brought in to facilitate the hands-on 
training, while management and the rest of the 
internal operations teams will train with Dealer 
Week educators. 

“We put together a plan after looking at the Dealer 
Week speakers and the topics,” stated Baker. “We 
know that service techs and detailers are not going 
to want to sit through those courses, so they will 
do their own training. We’ll shut down for two days 
like we normally do, but we’ll break everybody 
up into groups and then send the groups to their 
designated locations, complete with media set-up 
for classroom participation.”

From there, each group will then break into 
groups. Technicians will go to one class, Detailers 
will go to another class, the largest being around 
a dozen total. There will be five facilities where 
they will break into groups and a couple of the 
facilities may hold two groups; maybe some in the 
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showroom and one in the service shop. 
After each session, the operational groups 
will discuss the educational topic and what 
they learned. At the end of the two days, each 
employee will be tasked to share two action items 
that they learned from this two-day planning 
session that they are going to move forward on 
and implement. The plan is to have a key group 
attend Dealer Week live and then the following 
week, they will all re-watch those sessions. They 
expect that effort to help generate “roadmaps,” 
and each departmental roadmap feeds into the 
overall company roadmap.

Seattle Boat Company’s customized departmental 
and organizational roadmaps highlight budget 
goals and other key areas of focus. 

“After our annual planning meeting, I meet with 
the departmental managers and we really put 
those action items into tangible, measurable 
action lists,” explained Bohling. “They check in on 
those quarterly and see where they are at and at 
the end of the year, we see if we met the goals on 
our list; by department.” 

This year’s plan involves educational growth for all, 
but also participation in Seattle Boat Company’s 
annual state of the company address. For this, 
they will all be tuned into a master Seattle Boat 
Company channel. Baker said the plan is to make it 
fun, too, but hopes the paid time off from a normal 
work day and for getting additional applicable 
training is viewed as a perk. It’s also here, where 
the company does an employee survey to capture 
input it can use to improve staff and operations. 

“It goes back to continuous improvement,” said 
Baker. “It’s never good enough. There’s always 
going to be a better way. It’s never our way or 

the highway. It’s constantly evolving, if they see 
a better way to service a boat and this piece of 
equipment it can help everybody be more efficient 
and a customer gets their boat back quicker. That’s 
what we are looking for.”

They also share customer reviews, both positive 
and negative in nature. The conversation 
oftentimes turns to a ‘what could we have done 
here to improve?’ conversation when they receive 
negative feedback. They approach a complaint as 
an opportunity for to grow and get better. And 
they use the positives to share wins together. 

“It’s a huge learning week and also a celebratory 
week in a way,” said Baker.

Bohling also explained that having the 
dealership owner, Alan Bohling, share and be 
transparent is essential to the planning and 
learning together mantra. 

“His goal is to be fully transparent so that the staff 
knows exactly what they are working towards 
and what their hard work has actually resulted in,” 
said Elizabeth. “Another huge thing is company 
bonding. Through team-building exercises, you 
meet people you have never really gotten to know 
before. It creates an amazing culture among us 
where there is just a lot more unity.”

The timing is ideal for Dealer Week 2020, Dec. 
8-11, and the annual planning meeting because it 
leads right into the holiday break. “Then they come 
back the next year refreshed after Christmas,” said 
Bohling, “and come ready to conquer and take on 
the next year.”

SEATTLE BOAT CO. (CONTINUED)

“It goes back to continuous improvement,” 
said Baker. “It’s never good enough.  
There’s always going to be a better way.”



godfreypontoonboats.com   |   find us @godfreypontoons

Make memories that last a lifetime on our all new 2021 AquaPatio. 
Built to last and engineered to stand the test of time, our AquaPatio 
Series pulls out all the stops when it comes to pontoon perfection.

AP 235 SBC
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CASE STUDY

CAPITALIZING ON  
THE OPPORTUNITY

MRAA Gold Member Buckeye Marine is  
All About Team Training  

While some dealerships could have potentially viewed 
Dealer Week’s switch from an in-person event to a 
virtual format as a negative, Carly Poole, Operations 
Manager, at Buckeye Marine in Bobcaygeon, Ontario, 
Canada, views it as a tremendous opportunity for her 
team to train, learn and grow together. 

“We looked at the cost of what we normally 
would have spent — normally we would have sent 
managers, typically about 4 to 5 people — so to 
send 13 to Dealer Week’s virtual event is still saving 
us a bunch of money,” she explained. “We’re happy 
and excited to be able to include so many of our 
staff for a couple of reasons.”

Her first reason deals with removing the fade and 
uncertainty that can come from smaller teams 
attending an event. Many dealerships understand 
that scenario — where fresh ideas arrive with 
the dealership principals or managers upon their 
return, but quite often fail to be installed within the 
first couple weeks due to a disconnect with the 
rest of the employees who didn’t attend. 

“That happens in every dealership, because you 
go to these things and you get really fired up and 
learn these new ideas,” she explained, “but it’s 
really hard as a dealer principal to try to translate 
it and translate that excitement through to your 
staff. Having all our frontline staff be able to attend 
Dealer Week and share in that excitement is a 
super powerful thing for me.” 

The next reason is the cost savings. “With a 
dealership of our size, it’s not something that 
would be palatable if we were going to an in-
person event, because I couldn’t take half my team 
out of here, to fly from Canada feed them all and 
put them all in hotels for a week – I couldn’t afford 
to do that,” said Poole. “It’s a huge opportunity we 
want to capitalize on.”

One critical aspect of Dealer Week for Poole is 
the potential for team learning. Last year, some 
of Buckeye Marine’s managers did the same 
education tracks and then sat at a roundtable 
together to discuss what they had learned, took 
notes and discussed strategies for implementation. 

“I’m hoping we can do that, but on a grander 
scale, to get the entire team headed into the 
right direction,” she said. “I do believe that team-
learning is a powerful tool. The goal will be to have 
discussions on what we want to accomplish and 
what our learning goals will be so we can have a 
fairly focused discussion.” 

The Buckeye Marine staff will receive boxed 
lunches or whatever is allowed due to Ontario 
COVID-19 protocols and may also close the doors 
for this training. “It’s a good time of the year for 
us because we won’t have any foot traffic in the 
store,” she added. “If there’s a day that it would be 
beneficial for all of staff to be focused on doing 
something, then I would consider closing a half day 
or for the day.” 

And despite being located in cottage country, 
Buckeye Marine offers the best setup in 
Bobcaygeon, with a full-size meeting room in 
the dealership and a big, flat-screen TV to help 
entice complete focus and team interaction. The 
contingency plan, if the pandemic forces more 
restrictions, includes at-home training on personal 
laptops and Zoom meeting breakouts to facilitate 

BUCKEYE MARINE
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team discussions. Poole is a big fan 
of live participation, but says the 
extension of the content through 
March of 2021 is significant.

“I would like them to do it live, but 
I am super pumped for it being 
available until March 31 because: 
A) you can kind of give them 
some homework; B) they can go 
back and look at it again; C) when 
there are two or three things they 
want to see, but those courses are 
scheduled at the same time, now 
they can go back and watch them 
all,” she explained.

For Poole and Buckeye Marine 
— like most boat dealers — 2020 
has been outrageous, but she’s 
pleased to know the majority of 
her staff are either new in their 
position or really eager to learn 
and are seeking and asking for 
this kind of training. 

“I mean after the crazy year 
that everyone has had, crazy 
busy and crazy unusual and 
anxiety-provoking - even just on 
a personal level,” she said, “the 
idea of doing something together 
when we’ve been really forced 
to do things separately is a really 
powerful thing all on its own.”

BUCKEYE MARINE (CONTINUED)
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CASE STUDY

MAKING VIRTUAL PERSONAL
Hagadone Marine to Deliver Dealer Week 
Conference as Bonafide Growth Experience 
for its Employees

The team at Hagadone Marine Group was excited 
to read the news that Dealer Week, MRAA 
conference, had switched to a virtual event. As an 
organization that typically brings up to 12 people 
to this event, the new virtual format presented 
it with an opportunity to expand its total team 
participants to 20. Along with its team size 
increase, the Coeur d’Alene, Idaho dealership also 
doubled down on its strategic efforts to maximize 
the impact that the annual MRAA Dealer Week 
educational conference will have on its employees, 
making the virtual event more inviting and 
engaging to promote authentic growth. 

Cally King, Director of Marketing, and Sale 
Consultant Tayler Petticolas created attendance 
plans for Team Hagadone, which will participate in 
nearly every aspect of the conference.  Petticolas, 
a Co-Chairwoman of the MRAA Young Leaders 
Advisory Committee, said their objective is to 
mirror the interactive nature of Dealer Week and 
the togetherness, unity and community building 
it represents, those aspects a virtual conference 
typically cannot reproduce. 

“If we can make that kind of community — and I feel 
that’s more important than ever right now — get 
that feel, comradery and that connection going, it 
just seems to flow better for our team when we can 
facilitate it up front and support that side of it, and 
they seem to ride with the content better that is 
being provided to them,” she explained.

Community and interactive opportunities, which are 
meant to entice the team, help team members stay 
focused and increase their willingness to participate, 
will also include meals and social offerings. 

Hagadone Marine will host breakfast and coffee 
one hour each day before the conference starts 
to encourage social time. Lunch will also be held 
off-site, with the entire team, before returning 

for more sessions and roundtables. They also 
have plan for an open bar and snacks to match 
the roundtable times each day and for broader, 
interactive discussions. 

“The idea is to relax, do social things, enjoy 
everyone’s company and others’ company on 
Zoom while networking during the roundtable 
discussions,” said Petticolas. 

In addition, King said they have enhanced the  
experience by planning for: 
  Email invitation: sent to their team Nov. 4 (to 
the 20 HMG employees who have been selected to 
participate)
  Foam core boards: An easel will be outside 
each break-out room highlighting the session and 
details. Marketing staff will swap out the boards as 
the sessions change. 
  Notepads: Cardboard-back notepads they 
had designed for the event will be supplied for 
attendees for note taking. They may add their own 
session worksheets as well.
  Uniforms/Swag: King said they were 
exploring either a polo or jacket complete with the 
HMG and MRAA logos as a way to connect their 
employees to the event.

The notepad, clothing, meals, happy hours and 
gatherings all are designed to recreate the feel and 
the attraction of participating at an in-person event. 
“And it’s really about keeping them on track to 
engage,” added Petticolas. “If that was specific to 
them, then they can take pride in it and, not only take 

HAGADONE MARINE
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pride in that fact that they were there, but bringing 
back the ideas and the implementation of them.”

Another best practice concept generated for Team 
Hagadone is a punch-card for setting goals and for 
interaction with vendors. 

“Set a goal, hit a mark, get a punch,” said 
Petticolas. “We set timeframe reminders and check 
ins and we get to hear from these people on how 
they put their plan into action, what it looks like 
and what had to change. The punch card idea is 
like running to a coffee stand – familiar, tangible 
and also something they will engage in and see 
success in, program wise.” 

And because vendor participation with virtual 
events is a current topic of discussion, Petticolas 
says their team has an idea for that, too. They may 
create their own Dealer Week passport. “They 
had a passport at previous MRAA conferences,” 
she added. “There were four colors (red, green 
yellow, blue) and you had to get so many of each 
color and then you could turn your passport in. We 
discussed a similar deal for our team, assigning 
vendors different colors and having our employees 
check in with them.”

For training, Hagadone lets its employees 
determine some of the sessions they will take, but 
also has requirements if the topics, departments 
and employee roles and responsibilities mesh. 
Petticolas says it’s often easier to determine which 
tracks they should be in because the MRAA topics 
are very appropriate to what the dealers are 
needing and wanting to see. 
  
“We want them to engaged and fully participate,” 
said Petticolas. “What they want to go to is 
important, of course, but we do have guidelines 
where leadership will say we really want to see 
people at certain tracks and the rest is up to them. 
We can determine if the service team needs to 
attend a session or the entire team should attend 
because it’s something we really need.” 

Hagadone Marine, which values personal growth, 
has a lot of new people attending Dealer Week 
because the content is well rounded, applicable 
and encourages improvement. 

“For those of us who have gone and experienced it 
in all of its glory, it really is a special opportunity,” 
said Petticolas. “And there is a lot that can 
come out of it that is beneficial for them as a 
professional, as an individual, their team and co-
workers and the company as a whole.” 

HAGADONE MARINE (CONTINUED)
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CASE STUDY

THE TEAM APPROACH

Rob Soucy, President, Port Harbor Marine, called his Dealer Week 
preview event attendance much different than he expected it 
would be. Soucy and some of his team attended the preview event, 
then went on a group luncheon to discuss, critique the experience 
and develop their Dealer Week attendance plan, based off of this 
initial event, which he described as good and well done.

“I think that us all being in the same room, even though we 
had laptops or iPads in front of us, it was still very valuable,” he 
explained. “I think if I let them stay in their offices, they wouldn’t be 
as engaged. For us, come December, that’s how we’re going to do it 
for Dealer Week. We’re going to have everyone registered and then 
we’ll sit all in the same conference room together. If it’s different 
session presentations, we’ll find different rooms to set up in.”

Port Harbor Marine mostly has its sales people signed up for 
Dealer Week, but Soucy added that there are some good sessions 
for his service team, too. “What I’m going to do, anyone I know 
that’s going to get something from multiple sessions, I’m going 
to register them. And I’m going to say every service tech has to 
watch this specific course, for example.”

Soucy recommends that all Dealer Week attendees should be 
sure to spend time in the platform to avoid any frustrations before 
gameday. “We were having some technical difficulties on our end,” 
he said. “When we broke out into the Zoom room, my camera and 
phone didn’t work, but that was good to find out now instead of the 
day of the event.”

One aspect of the preview that he appreciated was the live feel of it 
all. “There were some times where people screwed up and it didn’t 
feel super polished. But I thought that was great. It made it feel live 
and real,” he added. “I did a couple virtual dealer meetings. They 
were too canned and boring. This was great.

“The other thing the guys liked a lot was the platform,” he said. 
“They liked how you could navigate through it and still have the 
education going in the little window. I’m excited about the event 
now, and I think these guys are now, too.”

PORT HARBOR MARINE






