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Get the lowest price
with zero risk. Today.

We’re reimagining registration with the lowest price of the year 
on Dealer Week. Register by March 31, 2019, and you’ll save up 
to $175 off standard pricing. And if you attend and don’t learn 
anything, we’ll refund 100% of your registration.

l d b $ b $Earliest Bird Rates: Members: $424; Non-Members: $524

Register > DealerWeek.com

TAMPA CONVENTION CENTER 
TAMPA, FL, DEC. 8-11, 2019

STRATEGIC PARTNERS

MRAA Enters New Era with Launch  
of Dealer Week 
By Mike Davin, Director of Education, Marine Retailers Association of the Americas

Following an extensive strategic planning 
process, the Marine Retailers Association 
of the Americas (MRAA) is set to launch its 
newly reimagined annual conference and 
expo, Dealer Week, in 2019. Dealer Week 
will be hosted Dec. 8-11 at the Tampa Con-
vention Center in Tampa, Fla. 

The event introduces a new name and 
logo, but for dealers wondering what else to 
expect, they can look forward to two power-
ful changes: deeper education than ever be-
fore and new industry partnerships specifi-
cally tailored to support dealer success. 

Deeper education
OK, great – so what does that mean? 

Let’s start on the education side. 
Education has always been a hallmark 

of MRAA’s annual conferences, and the 
education team takes pride in producing 
programs that receive high marks from at-
tendees. Why change what works?

Well, high marks are nice, but the goal 
behind the education MRAA develops is to 
give dealers exactly what they need to re-
alize the improvement and growth they as-
pire to achieve themselves and as a team. 

That’s why MRAA has spent consider-
able time during the past few years study-
ing the research into how people learn, 
what drives behavior change and how 
to create a trailblazing conference that 
breaks the mold to deliver measurable 
results for participants. Studies show that 
real learning involves a lot more than the 
information gathering that happens in a 
standard conference classroom. In fact, 
the steps of the learning process include 
reflection and experiments to apply what 
you’re learning in real-life scenarios. 

Armed with that knowledge, MRAA has 
been restructuring its annual conference 
to make it more effective. Take, for ex-
ample, the event’s highly rated workshops, 
which have traditionally been held before 
the conference. Dealer Week will flip that 
around, hosting workshops after the other 
educational sessions, allowing attendees 
to put into practice what they have learned. 
Not only that, because workshops allow 
dealers to carry out a key step in the learn-
ing process – one that gets dealers closer 
to the results they’re aiming for – they will 
now be included in the price of admission 
instead of as an optional add-on.

 Similarly, to give attendees more time 
to reflect on what they’re hearing, Dealer 
Week will set aside time for group discus-
sion during every session, creating more 

opportunity for dealer-to-dealer learning 
and active participation that will accelerate 
the learning process. 

 In addition, Dealer Week will introduce 
“Educational Hosts” for each of its three dif-
ferent educational pathways. These lead-
ing industry trainers will guide attendees 
through sessions from a range of experts 
and ensure that instead of a collection of 
disconnected presentations, the educa-
tion works together to build toward dealers’ 
goals for their dealership.

There are a number of other changes, 
small and large, that will be implemented at 
Dealer Week, but the idea is simple: cre-
ating a program that effectively faciliates 
the kind of learning that leads to positive 
change for attendees. 

Industry partnerships and support
The creation of such an ambitious pro-

gram doesn’t happen without industry part-
nerships and support.

In fact, an important part of the strate-
gic planning process for Dealer Week was 
an in-person summit that brought together 
dealers, manufacturers, suppliers and other 
marine industry leaders to explore how the 
MRAA’s annual conference could best meet 
their needs.

This was a chance for the MRAA to listen 
and gather feedback. One of the biggest 
takeaways was that key industry stake-
holders share the same objective: to pro-
vide dealers with the tools they need to 
succeed. Because when dealers succeed, 
we all succeed. 

With that in mind, several strategic part-
ners have already signed three-year-com-
mitments to participate in Dealer Week with 
a promise to leverage their resources to 
support the dealers who attend. Of course, 
they have made financial contributions to 
make that possible, but they bring numer-
ous other assets to the table, including in-
dustry knowledge, experience, and custom-
er data that they can use to support dealer 
education. 

These partners, which to date include 
Boats Group, Brunswick Dealer Advantage, 
Correct Craft, CDK Global, Correct Craft, 
Global Marine Insurance Agency, Regal 
Boats, Smoker Craft, Inc., Volvo Penta, 
and Wells Fargo Commercial Distribution 
Finance, are in it for the long haul.

Based on the strategic vision for event, 
Dealer Week also has attracted early buy-
in from some influential dealer groups. 
MarineMax has committed to bringing more 

of its leadership team to the event than they 
have ever previously brought to an MRAA 
Annual Conference. Other groups that have 
publicly endorsed the event and committed 
to attend include OneWater Marine, Spad-
er 20 Groups, the Cobalt 20 Group and a 
Parker Business Planning Open 20 Group.

“Dealer Week was created to deliver op-
portunities for us, as dealers,” Brett McGill, 
president and CEO of MarineMax, said 
in a press release. “We’re committing at 
such a high level to this event because of 
the incredible value of the educational pro-
gramming that MRAA offers as well as the 
fact that we know our investment in Dealer 
Week and the MRAA will get reinvested into 
making our industry even stronger. We’re 
looking forward to helping make this event 
and incredible success.”

Other highlights 
A number of additional surprises will be 

unveiled in the lead-up to Dealer Week, 
but there are a few other changes that 
MRAA is ready to share now. 

First, the event will kick off with an op-
tional field trip, where dealers will have a 
chance to visit leading Tampa-based busi-
nesses, the best practices of which the 
marine industry can learn from.

Once the main conference begins, fol-
lowing a high-energy opening ceremony 
and reception, everyone will receive their 
own Float Plan. This book will serve as 
a guide for the Dealer Week experience 
and be packed full of tools, resources and 
action plans, designed to lead dealers 
through the learning process not only dur-
ing their Dealer Week education experi-
ence, but also when they arrive back at 
the dealership.

In addition, Dealer Week will introduce 
a new 10x10 Series — that’s 10 industry 
thought leaders from across the boating 
business, taking the stage for 10 minutes 
apiece throughout the 2019 event to share 
their expertise.   

Finally, the event will feature an expanded 
Learning Lounge as part of a central MRAA 
Solutions Pavillion. In this space, speakers 
will be available for free 15-minute, one-on-
one consulting sessions, alongside a wall 
of information on the training and education 
opportunities available to attendees. While 
attendees lounge, they’ll also be able to 
watch as industry leaders are interviewed 
live on the show floor. 

“We’re extremely excited to roll out this 
all-new event,” says Liz Walz, MRAA vice 
president. “But we aren’t interested in mak-
ing changes just for the sake of change. 
Our real motivation is the opportunity to 

do more to help dealers solve their big-
gest pain points and realize the dreams 
they have for their businesses. We see a 
bright future for marine retailing, and we’ll 
be working alongside the industry to build it 
during Dealer Week.” 

Rethinking registration
As part of the process of creating this 

all-new event, every aspect of MRAA’s 
annual conference and expo has been ex-
amined, including registration. As a result, 
attendees can sign up for Dealer Week 
today — earlier than ever before — with 
a new price point, Earliest Bird, that lasts 
through March 31. Earliest Bird offers pric-
ing of $424 for MRAA Members and $524 
for Non-Members, the lowest rates avail-
able in 2019. 

“We’ve received so much early interest 
in Dealer Week that we decided to open 
registration earlier than we ever have be-
fore,” says Matt Gruhn, MRAA president. 
“We also decided to come out with the 
special rate because although this is going 
to be the biggest event we’ve ever hosted, 
we wanted to make sure it was the best 
possible value for dealers.”

MRAA is also offering a new guarantee 
for attendees. If they come to the event 
and report that they didn’t learn anything 
they can implement in their dealership, 
MRAA will refund 100 percent of the price 
of their admission. 

Dealer Week continues MRAA’s four-de-
cade tradition of producing dealer-focused 
educational events. 

Additional announcements, a schedule 
of events and registration information are 
available now at DealerWeek.com.

Dealer Week was designed to give dealers the best possible educational experience. 

MRAA hosted a strategic planning session for Dealer Week that brought together dealers, manufacturers 
and suppliers.

“ Key industry 
stakeholders share 
the same objective: 
to provide dealers 
with the tools they 
need to succeed.

”
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