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The marina market revolves around the provision of berthing facilities for leisure craft 
whether the yacht is in transit or moored in its  homeport.  But it is much more than just 

a mooring facility. Today’s marina provides a wide range of facilities and should be seen 
as a total hospitality business rather than just a stand alone operation. It provides a base 
from which to operate during the cruising season. But whilst in transit away from their 
homeport, yachts depend on marinas located along the migration route or in key cruising 
grounds as temporary stop off points.

Whether your marina is a vessel’s homeport or a location visited during the cruising 
season, it is absolutely vital that the owner or operator has a crystal clear concept of 
what it is they are offering. Essentially all marinas offer similar services and amenities 
and most are sited in desirable locations along the traditional cruising routes whether in 
the Mediterranean, Pacific, Indian Ocean or China Seas. Marinas need to be attractive to 
the owners as well as crews of super and mega-yachts for that is where these boats will 
spend much of the year moored up. And it is where a significant proportion of the yacht’s 
annual running and maintenance costs are spent.

Traditionally marinas have been small family or municipally run operations that often span 
more than a single generation.  It is the marina’s location and heritage that drives its identity 
based on characteristics that may have little to do with their overt branding. However 
some newer owners are motivated to leverage a strong brand identity and networks in 
order to put their marina on the global nautical map and drive occupancy through the 
branding and network relationships.

The global marina business is a multi-billion dollar industry employing thousands of 
personnel and contributing millions of dollars to individual local economies. This book is 
an introduction… the best is yet to come.

Marina’s of today and tomorrow 
will be capable of meeting the 
needs of yachts like this one

Always Provide Your Customer 
With Something More Than He 
Expects
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GeTTinG iT riGhT frOM  
The beGinninG Like most other businesses, particularly in the leisure and hospitality field, the global 

marina industry has had its setbacks caused by global recession. However, the signs 
are that the outlook is improving in some parts of the world where demand for berths is 
forecast to outstrip demand. Between them Europe and the Americas account for 84 
per cent of available marina space, but activity in Asia and the Far East may change this 
proportion over time.

High net worth individuals have been less affected by the current international economic 
conditions and this is reflected in continued demand for super-yachts, those in excess of 
120 feet. The global fleet of super and mega-yachts is growing exponentially, and with it 
the potential for the marina industry, as each new yacht delivered requires berthing space. 
The super-yacht fleet numbers over 4,000 vessels, an increase of more than 90 per cent 
over the ten years to 2011.  The delivered fleet has a combined length of over half a million 
feet which needs to be moored somewhere. There are nearly 400 super and mega-yachts 
on the order books, with an average length of 148 feet, and even though each vessel can 
take up to three years in the building, the order book fleet adds another half a million feet 
total length, all of which will need marina space somewhere in the world. Just as the fleet 
has seen consistent increases over the last 20 years the size of yachts in the global fleet 
has been increasing. Therefore it comes as no surprise that the number of berths and their 
size is a constant issue, and available marina space is a problem that fails to disappear.
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Marina desiGn  
dreaM TeaM Waterfront developments come in many shapes and sizes, from green-field sites 

to dockland and wharf regeneration schemes. Most of the planning emphasis is 
given to uplands side of the project, the building of residential facilities, retail space, 
hotels and restaurants. Then, because it is a waterfront development, some thought 
is given to building a marina and the planning is handed over to specialists in landside 
planning. But a marina is not just a place to park boats. It is a highly specialized project, 
which requires disciplines that do not exist in a conventional design team, so the 
knowledgeable developer will ensure the core planning team is expanded to include 
people with the appropriate understanding.

These structures must be designed to survive unpredictable and extreme pressures 
from storms, waves, tides, currents, winds, and vessel as well as human loads.  Their 
design will need to take account of hurricane and typhoon protection requirements, and 
additionally, they will have an impact upon local hydrodynamics, sediment transport, 
and marine habitat. This calls for the skills of coastal engineers and not land architects, 
who do not have the experience of addressing the sort of challenges that will be met in 
the new marina’s positioning and development. 

The marina designers’ skills will have been honed through designing marinas around 
the world and an intimate knowledge of specific planning regulations wherever the 
proposed marina is to be sited, be it the USA, Russia, Asia, China or South America.

The dedicated marina planners will consider the architects’ master plan for the landside 
development, to study and analyze the most appropriate form of a marina to complement 
the overall vision for the new project. They will be able to provide guidance on the 
types of marine activity and design solutions best suited to the conditions and emerging 
market. These will be based on feasibility studies related to the particular location and 
the likely market, which will in many cases determine the number and layout of both wet 
berths, dry storage and associated facilities such as fuelling, repair yards and pumping 
stations.

But the marina planning team brings much more to the table. It will look to integrate 
economic, market and environmental issues; whether the return will be worth the 
investment; what are the current and future boating trends and whether the market is 
sustainable over time. The team will also critically appraise the budget: does it make 
sufficient allowance for future dock expansion to meet increased demand and is an 
adequate amount of consideration being given at this early stage to additional revenue 
opportunities?
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feasibiliTY sTudies  
and MarkeT researCh Probably the two most important factors in developing a marina are the twin disciplines 

of feasibility study and market research. It is estimated that 80 per cent of new marina 
developments do not use professional consultants with a deep knowledge of the marina 
industry, and years of experience in all areas of the business

Forecasting the shape of tomorrow’s marina has to be based on an in-depth understanding, 
not only of the history of the marina business but also of the present in which the only 
constant is change. In this context it is vital that professional advice is sought from 
consultants specializing in the marina business. They can bring to bear a wealth of 
knowledge and expertise as well as historical and current data to your planning together 
with that magic element, future trend forecasting. This latter will ensure that your marina 
caters for the right clientele, and that you have the best mix of wet berths and dry-stack 
storage according to size of boat. In this situation the idea is being mooted that marinas of 
the future will have fewer wet berths for smaller boats, which will be moved into dry stack 
storage, thus freeing up wet berths for larger motor yachts and sailing vessels. Judging 
by the number and tonnage of super-yachts currently on order this will certainly be the 
case.

Future trends suggest more 
berths for mega-yachts like this 
119-meter long vessel

These professionals can bring you broad industry knowledge coupled with wide-ranging 
operating experience and extensive marina databases, which provide a solid foundation 
for your business. They will have track records of making marinas profitable. In short they 
will have a wealth of market, financial and operating information about marinas that will 
enable them to predict future trends with some degree of accuracy.

Future trends in the marina industry could well affect the final design and characteristics 
of the marina, and these must be taken into consideration when planning for business 
growth. Therefore, conducting a market study is an important and necessary phase in 
identifying the overall viability of a proposed marina development. The study will include 
a review of the target markets for the introduction of a marina in this location, including 
research into the potential transient market from vessels on passage using established 
super-yacht and leisure craft routes.

Existing demand needs to be determined to help forecast a future business, and the 
market study will show how existing market conditions will shape the overall layout and 
financial performance of the proposed marina. Research will identify the target boater, 
occupancy forecast, rental or conversion rates, amenities demanded and the current 
marina and boater market factors affecting the project. 

The professional consultant will assess the potential of the site and test a broad range of 
conclusions and findings from previous research and study work.
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lOnG-lease Or  
freehOld? whiCh is  
The MOsT benefiCial?

The question of whether to lease berths (slips as they are known in the USA) or sell them 
is one that marina developers and operators need to address early in their planning, as 

the decision will impact on their business plan and projections for the future. 

It is vitally important to understand local Marine Authority conditions that apply to an 
individual marina. And the situation varies around the world. 

In France for example the coast belongs to the State and in the UK and the British 
Commonwealth it is the Crown, although this authority is usually delegated to state or 
provincial governments. In the USA the Environmental Protection Agency governs much 
of the legislation regarding marina construction. The indigenous peoples of Australia and 
New Zealand also claim rights to the foreshore and seabed.  On the other hand in the 
Bahamas land bought by a developer may well include rights to the foreshore and water 
abounding the property, which will dictate whether or not they sell freehold berths. 

Some Marine Authorities have imposed conditions that only a proportion of berths can 
be sold with the remaining berths held for short term leasing. This has been done to 
maintain a supply of berths to transient boats, and also to maintain availability of berths 
for commercial operators such as charter, fishing and dive boats, the owners of which are 
less likely to purchase long term lease/licenses.

All of this governs the ability to sell the freehold of a berth, lease it or rent in the short term. 
Marina owners will choose to either rent or sell berths according to what they deem to 
be right for their circumstances.  Owners who prefer short-term leasing will consider the 
potential for a later increase in rental levels, which justifies this decision.  In reality most 
berths are never sold outright but leases for varying periods often starting with 10 years 
and increasing in multiples of five years.

Some will sell berths in the initial stages to amortize the costs of their development and 
once a preset level of sales has been reached, they can cease to sell and continue to lease 
on a short-term basis. Others will sell long-term leases or freehold berths to realize an 
initial lump sum while still having some potential to earn a management fee from leasing 
where an owner does not take occupation.  There is also some revisionary value after 
the expiration of the long-term lease, depending on whether the seabed lease extends 
past the duration of the berth lease or whether the two coincide. Freehold sale prices of 
berths will vary according to the location of the marina and its facilities, the terms and 
conditions of marina’s master lease or concession, as well as ease of access governed 
by the navigable depth and width of the approach channel, which will also affect the price 
of berths.

Demand for berths  
outstrips supply
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whaT TYPe Of  
hardware? In deciding the form and layout of a marina, one of the matters to be taken into consideration 

is the physical construction of the walkways, pontoons, finger pontoons and docks, 
together with whether or not they will be solid or floating structures. Whatever is chosen, 
these structures must be designed to survive unpredictable and extreme pressures from 
storms, tidal currents, winds and waves. They are also exposed to constant wet-dry cycles 
as well as a corrosive environment. In addition to all this they must have good load bearing 
properties and provide safe surfaces for boat owners, their visitors and crews.

Construction costs of pontoons and jetties are anywhere between US $15,000 and US 
$60,000 per slip. They fall broadly into three types. 

Fingers: excellent for Customer convenience. The layout of fingers provides easy access 
for owners and boats. They are easy to move and this allows marina operators to manage 
the layout of the berths at the outset and into the future without massive investments.

Gangways: floating structures forming a central core from which finger pontoons are 
attached, usually at right angles.

Fixed pontoons: suitable in certain types of marina design where permanent fixtures are 
supported on piles. Modules can be in varying lengths and load capacities often between 
200 and 500 kg/m2. Span length between supports can be configured to reduce piling 
costs. Once installed the configuration cannot be altered.

The most basic pontoon model uses expanded polystyrene blocks, surface coated to 
exclude marine creatures, to provide flotation for a narrow walkway fitted with suitable 
mooring cleats. However, although non-encapsulated foam floats are still seen in some 
marinas, they are clearly being phased out. Most marinas that are replacing their dock floats 
are now using foam covered with a shell of high molecular weight polyethylene. Although 
these are more expensive, they perform better, last longer, and protect the environment. 
These dock floats attach to the bottom of the dock with bolts and are claimed to last 
for between 30 and 40 years.  They would normally be used in inland marinas providing 
moorings for small motor and sailing boats.  
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PrOTeCTinG Owners 
frOM The eleMenTs

Anomalies of weather conditions can often mean that boat owners will either be burned 
by the sun’s rays or soaked by rain as they make their way from marina clubhouse or car 
park to their boats. The challenge for marina owners is to protect them from the elements 
with some form of covering on the pontoons or walkways.

In many parts of the world marina designers are called upon to incorporate some form 
of protection from the elements into the marina master plan. In early stages of marina 
design this amounted to somewhat basic corrugated metal roofs and open sides over the 
pontoon structures. Today more advanced materials are being used.

Some manufacturers have developed shading systems to cope with these adverse 
weather conditions buy using specially created textile roofing structures or retractable sail 
shaped shades mounted on either steel or aluminum supports.

Typical of these are the twisted sail shaped shades at Akuna Bay Marina, Australia; the 
elongated tunnel shaped structure installed at Marinturk Giceck marina in Turkey and the 
delicate twisted oval shaped shading is use at the Lusail Marina, Doha.

In most cases these systems use high-tension membrane or industrial strength textile 
often designed to withstand wind loads of 72 mph (120km/hr) and wave heights of 4 feet 
(1.2 meters).

The installation at Lusail Marina was specifically designed beyond established parameters 
using a membrane shade and aluminum support structure.
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PedesTals Pedestals, where would the marina industry be without them. They have developed 
significantly over the last decade. Where once they were simple pillars providing a 

water tap and electrical outlet, today they are sophisticated pieces of equipment including 
prepayment metering systems and advanced design and conform to electrical and water-
systems for marinas and waterfront locations. Aesthetically they are pieces of architectural 
design and meeting all protection ratings, ISO 9000 quality assurance and international 
marina standards and regulations.

They are primarily for reliable electricity and water management but there are also specific 
emergency services pedestals covering fire-fighting, life-saving and alarm systems. 
Today’s range of pedestals cover computer controlled management of electricity and 
water services; network controlled electricity and water services; stand-alone units and 
those which offer time controlled supply as well those which provide supply in kilowatt 
hours and litres/gallons.

They come in all shapes and sizes and different specification covering all modern marina 
requirements.

Service Pedestals– cover electricity, water and lighting; Lighting pedestals include LED 
combined deck lights, dome deck lights, underwater lights and fender lighting; Sanitation 
pump-out systems which can be communal, multi-point, in-berth or mobile; and Complete 
Distribution Systems, which provide electricity, water, lighting, sanitation, TV, fire fighting, 
emergency systems.

At the more sophisticated end of the market are pedestals linked to marina management 
systems providing computer, Smartcard, coin, token controlled electricity and water 
services. In addition to this specialist electricity supply pedestals have been manufactured 
specifically for marinas catering for super and mega yachts. Sun, sea and sand are the 
enemies of marina services and that is why the best manufacturers design their products 
from materials that will neutralize the effects of UV light and corrosion.

Here again this is an area in which pedestal suppliers should be involved when the marina 
services are being planned. Short cuts will often lead to inappropriate specification for 
given locations that in turn will give rise to expensive re-work. The question marina 
developers should be asking themselves is “can my selected supplier provide solutions 
to all the requirement – not only supply of water and electricity but emergency services, 
sanitation pump-out distribution, management solutions and super-yacht services?” 
 
Don’t forget to put a scheduled maintenance checklist in place with regular walking 
inspections of your facility. Regular maintenance is the first step to a safe marina, and 
it will help reduce your overall maintenance costs.  Make sure to include your power 
pedestal(s) in all inspections with a detailed, preventative maintenance program including 
a visual inspection of the wire connecting points once a year as required by industry 
safety standards in most parts of the world.

One manufacturer has recently developed a power pedestal that will eliminate giving 
away free power to visiting boaters or just charging on a per meter basis. Marinas with 
transient boat slips can take advantage of these pedestals that are activated by the 
swipe of a credit card. A centrally located kiosk will control up to 32 power pedestals. 
When a boater wants to use a slip, they will enter the slip number and amount of 
time they would like and will then be asked to swipe a card in order to activate the 
pedestal. Once the chosen time is up, the pedestal will shut down. No more free power! 
The pedestal will not only prevent transient boaters from enjoying free power, but it will 
also eliminate the need for 24 hour monitoring of the slips. Boaters will be able to come 
in at any time of the day or night and activate a pedestal themselves. Features include 
programmable slip time blocks and rates and printable receipts
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fuelinG Super and mega-yachts have very specific requirements for bunker fuels and lubricants, 
both in terms of the logistics to deliver them and the specifications of the product 

supplied.

If you are planning a marina to cater for these vessels, it is feasible to think that at any 
one time you might have alongside the 119 meter Yacht A, with a fuel capacity of 757,000 
liters; an 85 meter super-yacht requiring 280,000 liters; a 38 meter vessel needing 40,000 
liters to bunker and what is claimed to be the world’s fastest motor yacht World is not 
Enough capable of 70 knots at full speed, requiring 68,000 litres of diesel. That all adds 
up to 1.1 million liters of fuel. Enough to fill a fleet of more than 13,500 Rolls Royce 
Ghost cars and a lot of fuel tankers too! But the marina developer has to cater for more 
than super and mega-yachts. There are also plenty of vessels under 20 meters LOA that 
need berths, so the fuelling facility has to cater for all types of vessels, including in some 
marinas commercial boats.

The design and construction of marina fueling facilities is a specialized undertaking requiring 
knowledge and skills that are unique in combining distinctly different industries. The typical 
petroleum industry fuel system installation engineer or contractor does not construct 
marina-fueling facilities on a frequent basis.  As a result, there is often little experience to 
draw on when a marina industry project is undertaken. Only experienced and competent 
engineers and contractors should undertake marina fueling system projects. Marinas are 
situated in a harsh environment, which eliminates standard equipment. Only state of the 
art site-specific equipment should be installed for a marina fuel system. The basic goal for 
the marina fueling system designer is to provide a safe, reliable, and economical system 
for storing and distributing fuel at an acceptable flow rate into varying types of boat and 
other watercraft. Design is the first process for a successful marina fueling system. Marina 
fueling system designers have a number of decisions to address in order to achieve the 
design objectives. The most basic performance standard for marina fueling design is to 
provide a safe, efficient and economical system for storing and dispensing fuel to yachts 
and boats of all shapes and sizes. The system must minimize the potential for damage to 
people, soil, water and air. The designer must therefore meet three distinct sets of rules: 
fire safety, environmental protection, and health and safety. The requirements for dealing 
with the unique conditions in marinas are governed by local and country regulations. 
Communication with the client to obtain an understanding of their budget, goals, and 
target market will enable the designer to create a fuel system that will not just meet the 
client’s requirements but exceed their expectations. Designing and installing marine fuel 
systems is one thing. The key to the reliable and safe operation of the fuel facility rests 
with knowledgeable and conscientious facility operators. The safe operation of marina 
fuel facilities depends on the presence of a trained attendant at all times that the facility is 
open for fuel dispensing.  Extensive training of employees on the operating systems and 
proper response to emergency situations is the key to any successful marina fuel system. 
This training is typically given to personnel designated by the owner when the marina fuel 
facility is essentially complete, but not yet open for operation.

 
 

A conventional fuelling dock 
caters for smaller vessels  
but can equally bunker a  
super-yacht
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Above Ground Tanks

Because marina fuel tanks are located near a navigable water body, a secondary 
containment for all above ground marina fuel tanks has to be provided. Secondary 
containment using a double-walled tank is preferred over a containment dike. If a 
containment dike is used this containment should be engineered and designed to hold 
the greatest volume of product that may be released by the largest tank within the dike. 
Additional 10 per cent dike capacity is required to allow for rainwater accumulation.

If the tank is located in a mapped flood zone, a design of a tank-anchoring system has to 
be chosen, that will withstand maximum anticipated flood conditions with the tank empty 
of product. An engineering review of the tank foundation is recommended to ensure that 
the tank will be adequately supported and the foundation will not be eroded away or 
washed out under flooding conditions.

If the tank is located in a hurricane or other high-wind zone, a tank-anchoring system has 
to be engineered, that will withstand the maximum anticipated wind conditions with the 
tank empty of product.

What are typical fuel consumptions and fuel capacities for Yachts? This is something a 
Marina owner/developer needs to understand in order to know how large his fuel plant 
needs to be. Below a list of a wide variety of different types of Yachts

Fuel Consumption

•  32ft Sea Ray 130 l/h 
•  38 ft Grand Banks 85 l/h                      
•  50 ft Azimuth 190 l/h 
•  60 ft Sunseeker 240 l/h 
•  75 ft Hatteras 380 l/h 
•  105 ft Sunseeker 480 l/h 
•  150 ft Oceanfast 500 l/hr 
•  200 ft Benetti 550 l/hr 
•  250 ft Reborn  767 l/hr. 
•  300ft Attesa IV 2860 l/hr. 
•  400ft A  2215 l/hr. 
•  530ft Dubai 2670 l/hr.

Fuel capacities 

•  32ft Sea Ray 800 liter                                                   
•  38 ft Grand Banks 1500 liter                                              
•  50 ft Azimuth 1800 liter                                                 
•  60 ft Sunseeker 2000 liter                                              
•  75 ft Hatteras 5900 liter                                                   
•  105 ft Sunseeker 17.200 liter                                              
•  150 ft Oceanfast 70.000 liter 
•  200 ft Benetti 120.000 liter                
•  250 ft Reborn 290.000 liter                                             
•  300 ft Attesa IV 597.600 liter             
•  400 ft  A  757.000 liter                       
•  530 ft Dubai  909.000 liter

Some significant advances have been made recently in marine fueling systems that can 
only benefit marinas. One of these is an automated fueling authorization & loyalty program 
that provides an innovative and cost effective marine fuel safety and marketing solution, 
designed in combination with the most advanced payment technologies available. 
Claimed to be ‘unique’ in its completely wireless ‘plug-and-pay’ approach, it is 
designed to address the most significant problems experienced by the marina 
fuel market. Marine fuel marketers want to increase customer loyalty, decrease 
the risk of fuel spills, and eliminate potential accidents due to customer misuse of 
equipment. Marine fueling customers want greater access to fueling facilities; rewards 
for their fueling loyalty, a safer fueling process and greater security for their boat. 
Smart card based tags are installed around or next to the fueling inlet of the vessel. In marine 
environment these can be installed in under two minutes using special adhesive resin to 
fix them permanently. An advanced reader installed on the fueling nozzle communicates 
with a central point to identify the vessel and supplies the secure identification 
information about the boat, its engine hours, and location data via GPS. A hand-held 
smart card is used to identify the captain or owner in the fueling process and trip logs.  
It can also be used to open gates, doors, redeem rewards or make purchases in  
the marina store.
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When it is subjected to stress, the braided cord tightens around the elastic rubber core to 
dampen the water’s motion on the docks, an advantage even at location with little water 
variation. 

Another advantage to the boater is that the Seaflex mooring system prevents wear and 
tear resulting from the boat colliding with the docks in fluctuating water levels. A piled 
marina can sometimes get really damaged during bad weather due to the pontoons and 
boats getting slammed up against the static piles while Seaflex will absorb the forces into 
the sea floor. It requires substantially less maintenance due to the fact that its components 
are exceptionally durable and have been used in Sweden since late 1970’s. The system 
can be used in both freshwater and saltwater applications. Compare this with chains for 
example, where iron links must be replaced due to rust, wear and fatigue.  

Also the low installation cost with fast and easy inspections contribute to Seaflex being 
the most cost effective mooring method considering the lifetime of a marina. Flexibility in 
marina berth configuration is a major advantage of Seaflex over floating jetties attached 
to piles. This means that the marina owner can change the layout with far less problem, 
merely by moving the block to which the Seaflex is attached. This said, doesn’t mean that 
piles do not have advantages as well.

The Owner needs to evaluate the pros and cons.  

This schematic shows how the 
Seaflex system operates
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GeTTinG The besT use 
frOM a breakwaTer

Breakwaters require major investment and are possibly the largest single item in 
marina construction costs, but they are essential in most marinas, even those sited 

in sheltered bays or river estuaries.  They come in a variety of shapes and sizes but 
the purpose is the same, to protect anchorages and marinas from the force of the sea. 
Broadly speaking there are a number of major types of breakwater that might be used 
in construction of a marina: Rubble-Mound, Sheet Piling, Floating, Crib, Monolithic or 
Concrete Caisson. The choice will depend upon a number of factors, not least the results 
of professional tidal and wind studies that will be undertaken prior to construction as well 
as the site and the available budget. 

The concept of using breakwaters to create artificial harbours is by no means new. As far 
back as the mid-1800s one of the largest man made harbours in the world, the former 
Royal Navy base at Portland (UK), was built using seven ton limestone blocks from the 
local quarries to provide an anchorage for the fleet safe from rough water and gale force 
winds. Today in the 21st century, the harbor provides a home for Portland Marina as well 
as the Olympic and Paralympic sailing events in the 2012 games. Not surprisingly a new 
600-berth marina, which has been constructed within the harbour, is complete with its 
own breakwater.

Many factors will affect choice 
of breakwater design (Port 
Adriano Marina, Mallorca)
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isO and The  
envirOnMenT The International Standards Organization (ISO) has introduced a new standard to help 

organizations, and in particular small- and medium-sized enterprises (SMEs) such as 
marinas, to use a phased approach to implement an Environmental Management System 
(EMS). 

Today, organizations increasingly take into account environmental management 
requirements in their activities. However, even if they can see the benefits, implementing 
an EMS is not always an easy task. 

It will now be made easier by ISO 14005:2010, Environmental management systems 
– Guidelines for the phased implementation of an environmental management system, 
including the use of environmental performance evaluation. 

The purpose of this standard is to provide guidance for organizations on the phased 
development, implementation, maintenance and improvement of an environmental 
management system in order to meet the requirements of ISO 14001, which provides the 
requirements for an EMS. ISO 14005 also includes advice on the integration and use of 
environmental performance evaluation techniques. 

This International Standard is applicable to any organization, regardless of its level of 
development, its activities, or its location. 

A phased approach offers several advantages: 

• Users can readily evaluate how the time and money put into an EMS provides a return 

•  They can see how environmental improvements help reduce costs, improve their 
community relations, assist them in demonstrating compliance with legal and other 
requirements, and help them live up to customer expectations 

•  They can track the benefits of their EMS while they implement their system step-by- 
step, adding or expanding elements as they provide value to the organization 

• They can focus on the issues that are critical for them, their customers or supply chain. 

The model outlined in the standard has been developed to help an organization to 
implement an EMS in a flexible way focusing on the organization’s needs, while growing 
the extent and scope of the system, through time, in line with the objectives of the 
organization and the resources available. 

An EMS meeting the requirements of ISO 14001:2004 is a management tool enabling an 
organization of any size or type to: 

• Identify and control the environmental impact of its activities, products or services 

• Continually improve its environmental performance 

•  Implement a systematic approach to setting environmental objectives, to achieving 
these and to demonstrating that they have been achieved 

• Ensure legal compliance. 

Although accredited certification of conformity to ISO 14001 is not a requirement of ISO 
14005 or of ISO 14001, many organizations choose to seek accredited certification as an 
independent confirmation that their EMS meets the requirements of ISO 14001. The ISO 
Survey of Certifications 2009 showed that up to the end of December 2009, more than 
220,000 ISO 14001:2004 accredited certificates had been issued in 159 countries and 
economies. 
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CerTifiCaTions:  
whaT Type, CosT  
and TiMefraMes

Blue Flag, Blue Marina, Gold 
Anchor and Clean Marina: 
Growing popularity of 
certification programs

With the growth of marinas worldwide it is natural that some form of standard should 
be adopted to denote those that offer a superior level of service. The boating 

fraternity has become much more sophisticated over the years and no longer accepts 
just jetties or swinging moorings.

New and expanding marinas face important decisions in choosing the best site for their 
facilities. There are a number of on-line learning course to assist marina owners and 
operators to take stock of natural resources and topography. They include information 
about avoiding or minimizing environmental impacts and protecting marina structures 
from damage, particularly in hurricane prone areas.

Marina facilities and structures can be designed and maintained to minimize environmental 
impacts and protect water quality. So land use related to marina structures, landscape 
design and maintenance is an important factor.

Boat owners want to be able to see at-a-glance what facilities will be available to them. 
Apart from the basics such as cleanliness and safety, are their leisure facilities for their 
families? What are the restaurant facilities? Are there slippage and boat repair facilities? 
How are the various marinas marked and how do they compare? Is there one international 
standard? As yet there is no single international standard against which to judge marinas 
but there are a number of programs with varying degrees of sophistication. Some have 
resulted from governmental legislation such as those in the United States. Among the 
most popular programs are Blue Flag, Blue Marina, Gold Anchor and the ICOMIA Clean 
Marina scheme, which are to be found in marinas around the world and sometimes vie 
with each other.

In this chapter we will look at the requirements of each of the schemes and the countries 
in which they can be found together with all the contact information.

BLUE FLAG

The Blue Flag Program for marinas is run by the non-governmental, non-profit organization 
FEE (Foundation for Environmental Education). The program was started in France in 
1985, originally to promote clean beaches. It has been operating in Europe since 1987 
and in areas outside of Europe since 2001, when South Africa joined. Today, Blue Flag has 
become a global program with an increasing number of participating countries. It promotes 
sustainable development in freshwater and marine areas, challenges local authorities; 
marina and beach operators to achieve high standards in water quality, environmental 
management, environmental education and safety procedures. 

Blue Flag criteria for marinas are categorized as either imperative or guideline. Most 
criteria are imperative, which means that the marina must comply with them in order to 
be awarded Blue Flag accreditation. If they are guideline criteria, it is preferable but not 
mandatory that they are complied with.

There are slight variations for some criteria in different regions of the world. The Blue Flag 
marina criteria are the minimum requirement. A national program can choose to have 
stricter standards. At the beginning of 2012, a total of 639 marinas globally have been 
awarded Blue Flag status.

Al Bandar Marina, Abu Dhabi, 
is the first marina in the UAE to 
qualify for the Blue Flag
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Definition of a Blue Flag marina

A Blue Flag marina must be a marina with pontoons or piers for leisure boats. It can be 
part of a larger harbour with other activities, but only if the Blue Flag marina is clearly 
separated from the other activities. The marina can be located in marine or inland waters. 
The marina must be accessible for unannounced inspection by FEE.

In more detail the requirements needed to qualify for the Blue Flag under these headings 
are as follows.

Environmental Education and Information

•  Information relating to local eco-systems and environmental phenomena must be 
available to marina users. 

•  A code of conduct that reflects appropriate laws governing the use of the marina and 
surrounding areas must be displayed. 

•  Information about the Blue Flag Marina Program and/or the Blue Flag Marina criteria 
must be displayed in the marina. 

•  The marina is responsible for offering at least three environmental education activities to 
the users and staff of the marina. 

•  The Blue Flag for boat owners is offered through the marina. 

Water Quality 

•  Water in the marina must be visually clean without any evidence of pollution (oil, litter, 
sewage, etc.).   

Environmental Management

•  A marina management committee should be established to take charge of instituting 
environmental management systems and conducting regular environmental audits of 
the marina facility.

•  The marina must have an environmental policy and an environmental plan. This should 
include references to water management, waste and energy consumption, health and 
safety issues, and the use of environmentally friendly products wherever possible. 

•  Adequate, properly identified, segregated containers must be in place for the storage of 
hazardous wastes. The wastes must be handled by a licensed contractor and disposed 
of at a licensed facility for hazardous wastes. 

•  The marina must have appropriate facilities for receiving recyclable waste materials 
(bottles, cans, paper, plastic, organic material, etc.). 

•  Bilge water pumping facilities should be present at the marina, as should toilet-pumping 
facilities. 

•  All buildings and equipment must be properly maintained and in compliance with 
national legislation. The marina must be well integrated into the surrounding natural and 
built environment. 

•  Adequate, clean and clearly sign posted sanitary facilities must be in place and washing 
facilities and drinking water must be provided. Sewage disposal is controlled and 
directed to a licensed sewage treatment plant. 

•   No pollution must enter the sewage system, marina land, water or natural 
surroundings. 

•  Sustainable transportation should be promoted and parking or driving should only 
permitted in designated areas. 
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GoLd anChor  
award sCheMe

Teos Marina, Turkey,  
proudly displays its Five Gold 
Anchors award

With 23 years experience of Gold Anchor standards, the award winning The Yacht 
Harbour Association (TYHA) Gold Anchor Award Scheme is a point of reference 

for all boat owners to gain the information needed to decide on where to berth. The Gold 
Anchor scheme is currently operating in 17 countries throughout the world and there are 
130 participating marinas, offering boat owners a transparent grading system for marinas 
worldwide. *(The Practical Boat Owner magazine’s Green Initiative of the Year Award aims 
to recognize marine businesses and individuals who have taken steps to make the leisure 
boat industry more sustainable and environmentally friendly). 

Since the Gold Anchor Award scheme re-launched in 2011, it has made a fundamental 
change in direction from assessing technical standards to focusing on customer services 
and facilities.

TYHA has six Gold Anchor representatives, one in Asia, one in Mid-Europe, one in Eastern 
Europe and three in the UK It is also planning to appoint a further two assessors in Mid 
and Eastern Europe and one in China. The UK office is the main point of contact for 
any enquiries. The scheme ranges from one to five gold anchors. Any award is a sign 
of a credible and quality marina with the number of anchors demonstrating the facilities 
and standards of service available to berth holders as well as compliance with statutory 
regulations.

It is a voluntary assessment program focused on customer service and facilities of 
participating marinas and harbors, and administered by the TYHA, the marina trade 
association, associated with the British Marine Federation (BMF). 

Marinas wishing to apply will be required to agree the status of the award they wish to 
achieve based on the facilities on offer. One Gold Anchor is awarded to a marina that 
primarily complies with the infrastructure guidelines set out by TYHA. Applicants must 
complete and submit a self-assessment, which is part of the application form. Marinas 
can also apply for two to five Gold Anchors, and for these to be awarded a four stage 
process has to be undertaken.

Stage 1 Self-assessment – 5 per cent

Stage 2 Marina assessment against schedule 1 & 2 85 per cent

Stage 3 Mystery shopper visit 10 per cent

Stage 4 Berth holders questionnaire 5 per cent

A minimum of 48 points are required to attain one gold anchor; 50 points for two; 62 points 
for three gold anchors; 74 points for four anchors and 86 points for five gold anchors.
After concluding these four stages and compiling all scores, TYHA Gold Anchor panel will 
consider all relevant information and an award will be assigned in accordance with the 
tables above. The point scoring also recognizes that missing a higher rating by two points 
can be unfair so, if a marina scores in the ‘grey zone’ at its first assessment it is given the 
benefit of the ‘close call’ and rated at the higher level. If however, during any subsequent 
assessment ormystery shop it is still within this ‘grey zone’ the marina will be down-rated 
to level below.

Self-assessment 
Completion and submission of an application and self-assessment form demonstrating 
that the marina has the required levels of customer service and the essential facilities 
will result in the award of one Gold Anchor. Those who have applied for two to five Gold 
Anchors will go on to complete stages two, three and four which are progressively more 
stringent.
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GoLd anChor sCheMe, 
aUsTraLia

The Marine Industries Association of Australia (MIAA) Gold Anchor Rating Scheme 
ranges from three to five anchors in half-anchor segments. Part of MIAA’s mission 

is the promotion of marinas generally through provision of education, accreditation and 
research.

The Gold Anchor reinforces the organization’s promotional and industry development 
objectives and is part of the wider global initiative.

The MIAA scheme covers Australia, Pacific Islands, Asia and the Middle East. Since 
starting the scheme in 2009, 13 marinas have been rated and another 20 expect to be 
appraised within the next 12 months (figures as at 09/2011).  Under the ICOMIA Clean 
Marinas program there are currently 50 level 3 marinas and three at level 4 (ISO 14001). 
Ongoing growth in participation is expected at the rate of 6 per cent pa.            

The Australian Gold Anchor scheme is based on desktop, followed by site assessments 
of 101 items across 10 assessment groupings to provide a rating for the benefit of marina 
users and the marina itself.

There is a total of 480 possible points on the assessment table and to gain the prestigious 
five Gold Anchors award a marina must score between 94 and 100 per cent.

The program reinforces the belief that clients of marinas – including yacht and motorboat 
clubs- want a quality experience that represents good value for money. MIAA firmly 
believes that its program provides a credible rating scheme that helps consumers select 
a marina best suited to their needs. As with accommodation not everyone can afford, nor 
wants to pay for top-of-the-range facilities and service. The MIAA Gold Anchor scheme 
helps rank and market the marina in the appropriate position and price points for the 
benefits of its target market. Ratings are given according to facilities and service levels 
ranging from 5, 4.5,4,.3.5 and 3 Gold Anchors.

The MIAA Gold Anchor is an excellent marketing tool for participating marinas, providing 
customers with additional confidence in the marina. It also benchmarks marinas against 
others locally, nationally and internationally; and, in addition Gold Anchor rating provides 
a tangible reward and recognition for the efforts of the marina’s staff and investors.

Andrew Chapman, President 
Marine Industries Association, 
Australia, left presents the 
five Gold Anchor award to 
Augustine Tan, CEO Singapore 
Residential Keppal Land, 
centre, and Trevor Fon, general 
manager Kappel Bay Marina

Contact:

Executive Officer 
Marina Industries Association of Australia 
PO Box 1204 Crows Nest NSW 2065 
Australia

Phone: (02) 9439 5086  
Fax: (02) 9439 3983 
Email: colin@marinas.net.au
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iT soLUTions for  
Marinas We live in an information age and those marinas that have the best information to help 

their businesses will perform far better than those that ignore technology. Even in 
the 21st century, some businesses still rely on outdated methods. Marina’s fall into three 
categories, technology laggards, followers and early adapters, so in this chapter we look 
at information technology and the advantages of being ahead of the curve. We will take a 
closer look at the three types of owner, demystify some of the acronyms that abound in 
this discipline, and then discuss what the information technology future can hold for the 
forward looking marina owner.

Who am I and where am I?

Technology Laggard – Has limited or obsolete hardware, non-integrated or stand alone 
software, typically using MS Excel and dummy cash register, none of which are integrated.  
In some cases   they have no technology at all. These marinas rely on hand-written white 
boards to show occupancy, have no electronic customer data capture and do not leverage 
this data due difficulty of access.  Some marinas in this category have no idea of how 
future technology could change their business and absolutely no interest.

Technology Follower – Adoption of standard PC or laptop equipment, PC based stand 
alone software, electronic capture of customer and operations data but little ability to 
leverage information due to inability to access or present data in a meaningful way.  
Typically POS is integrated with core accounting software for site only financial visibility.  
They probably run separate software platforms for different property products (dock 
rental, fuel and parts, restaurant, shop, hotel) due to timing of technology decisions and 
lack of integrated vision.  They will be concerned about the cost of technology and the 
lack of integration, as well as the overall impact on manpower requirements to operate 
technology and run their business.  Normally their concern is about the costs of technology 
as opposed to the value that it can bring to their operations.  These marinas will have 
some Internet connectivity, probably DSL, primarily focused on web access and some 
limited wireless access to the dock for customer access.

Technology Early Adapter – Either own, or are contemplating purchase of the latest 
technology available to efficiently run marina operations.  Most likely have hardware 
running a software package that manages all products in a completely integrated fashion.  
They will experiment with mobile devices, web solutions and social media and probably 
be spending a higher percent of gross sales on technology; but they will be aware of 
the cost reduction and revenue opportunities generated by more advanced solutions.  
These marinas are fully aware of the value proposition of technology to optimize marina 
operations.  

They maintain a long-term view of technology investments and see it as a competitive 
edge in the market place.  T1 level access to Internet with redundancy in many cases, 
provide property-wide wireless access for customer access and collection of service data 
at dock.  May be experimenting with RFI to automate check-in and check-out as well as 
tracking high value fixed assets at the marina.Prev

iew
 The

 M
ari

na
 B

oo
k



The Marina: SuStainable SolutionS for a Profitable buSineSS

74

repair faCiLiTy or jUsT 
MainTenanCe shop?

Marina developers will need to weigh up the advantages and disadvantages of 
including a full repair shop or just a maintenance facility almost at the drawing board 

stage of planning. Land availability is a primary consideration as is the scale of investment 
needed to build, staff and operate a full-scale repair shop complete with slipway and boat 
cranes capable of lifting vessels of up to 150 tons and more.

Despite the setup costs well-managed repair shops provide a profitable revenue stream 
for the marina owner but there are a number of options to be considered. Should the 
facility be just a shell, which is rented out to a boatyard operator? How will it be managed? 
If contracted out what will be the quality control checks and balances? Is it to be staffed by 
marina-approved contractors? Will you allow boat owners to bring in their own contractors 
and what are the fail-safes? Will you staff and manage it yourself? Whatever you do will 
have an impact on the marina’s brand.

Start up costs will be significant –the physical buildings but also staff, tools and suitable 
crane facilities depending on the type of boats for which you intend to cater. Even so 
the upside is enormous, particularly if you plan a full service boatyard, which will bring 
big business to your marina. But a smaller repair and maintenance facility can also be 
profitable.

The full service marine boatyard at one major Florida marina boasts a 50 acre site which 
has independent, skilled yacht repair craftsmen, covering every marine service imaginable, 
a 350 ton haul out capacity and 19 covered work sheds as well as 13 covered wet berths 
and a staff of ten marina personnel. Granted this is an extreme example but it shows the 
scope of repair and maintenance facilities. 

Many marinas have much smaller scale facilities, either self-staffed or managed or using 
approved contractors. The use of approved contractors is common in Australia, Europe 
and in the USA.
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But, they do have the advantage of flexibility even after construction. Three sided buildings 
can be extended laterally if demand for dry berths in the marina outstrips supply. Internal 
reconfiguration is possible with steel if the demand for berthing larger vessels demands 
it and even hurricane damage can be repaired. After Hurricane Wilma, six years ago one 
marina’s building and rack system was severely damaged. Within 10 days the building 
was returned to a safe working condition and the old rack system had been straightened 
and secured to support boats temporarily. A new rack system was designed, fabricated 
and ready to be installed within six weeks. 

On another marina, demand had changed since the boat store was constructed requiring 
larger vessels to be accommodated. The old boat rack system’s columns were a very 
narrowly spaced and were damaging the sides of the wider boats. Because the building 
has steel columns to support the roof it was possible to line the rack columns up with the 
building’s columns and give the new rack system the spacing needed to store the much 
wider beamed boats.

Concrete, on the other hand, provides similar protection but can withstand hurricane 
force winds of up to 150 mph and designs are in the pipeline for dry berth boat houses 
capable of withstanding 170+ mph winds. In the hurricane corridor from the Caribbean 
to the Eastern seaboard of the United States, marina developers should consider the 
advantages of designing a hurricane shelter into their dry berth facility. This will be a 
significant facility for communities particularly on the islands, and will earn respect for the 
developer as an organization lives up to its good neighbour responsibilities.

Hamilton Harbor in SW Florida boasts a 108,000 square feet steel reinforced concrete 
boat storage facility capable of holding 325 boats of up to 50 feet. In addition to storm 
protection, the boathouse provides comprehensive fire prevention and protection, with a 
high-tech sprinkler system and concrete walls separating each bay. 

The design also features an 84-feet wide aisle, compared to the 70-feet standard, making 
for safer, more efficient handling of boats. The aisle is a 14-inch thick concrete slab 
engineered to hold the weight of the club’s 55,000 pound capacity forklift, one of the 
largest ever made. 

Marina demand has changed 
over the years

Secure Doors weighing  
20,000 lbs. each

Tilt up construction meets 
Construction Budget and 
timeline
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A sea school in a marina is more than just a facility for training students in boat handling 
and safety. It can provide the marina owner with added revenue not only from rental 

income and course fees but also from food and beverage sales. The fact that marinas 
are in the hospitality business should never be overlooked, nor should ways of providing 
additional services for their customer base.

It will also position your marina as one that is concerned about safety in the community, 
particularly in relation to waterborn and waterside activities

In many countries some form of license or certification is required before being able to 
drive a powerboat or sail a yacht of any appreciable size. In most Australian states boat 
licenses are mandatory.  New South Wales for instance has strict criteria and separate 
licenses are required for 12-16-year-olds and those over 16. They are divided into general 
licenses which are valid either for one or three years, and separate licenses for personal 
watercraft (PWC) and jet ski, with the latter requiring photo-licenses. Boating safety is 
taken very seriously and holders of a Young Adult License must always be accompanied 
by the holder of a General License when travelling at 10 knots or more, never exceed 20 
knots, never travel at 10 knots or more after sunset and before sunrise, or when towing 
a person on water skis or wakeboard. In addition they may not operate a PWC Jet-ski 
unless they hold a Young Adult PWC License.

That is just one example of where a sea school can offer training.  But let us break it 
down further. Sailboats can be just as dangerous as powerboats and that is why major 
international organizations such as the Royal Yachting Association (RYA), the ICC  (a 
product of the United Nations) and the US and Canadian coastguard organizations, all 
have strong views on the need for minimum training in boat handling for both sailing and 
powered craft. 

how To ProfiT froM 
Sea SchoolS

 

 

 

 

Many countries require jet-ski 
drivers to be licensed
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All marina owners and operators should have a substantial interest in boat shows; 
either holding them, visiting them or attracting major shows to their marina. 

Why? Because boat shows attract the existing boating fraternity; but just as importantly if 
they are properly thought through, they can attract a wider audience who may well become 
boaters. And more boating aficionados means more boats in the water, which means a 
greater demand for berths and marina facilities. Everybody in the industry benefits; boat 
manufacturers, boat sales outlets, accessory producers, clothing makers, finance houses, 
insurance brokers and, of course the marinas themselves.

A recent study by the US National Marine Manufacturers’ Association and Michigan State 
University covered a year’s worth of boat shows and surveyed more than 20,000 attendee’s. 
In a nutshell, it demonstrated that boat shows are a critical link in the consumer’s final 
decision to buy. This is the beginning of a chain that can take as much as three years to 
come to fruition. The first year they come to see, the second year they know a little more 
and have some idea of their budget, and the third year they are likely to purchase a boat.

This cycle is borne out by the survey where 85 per cent of those polled said that attending 
a show increased their desire to take up boating. About half said that they visited the show 
with no firm intention to buy but became interested once on site, and five per cent actually 
bought a boat at a show. Three-quarters of those polled went to a show to buy accessories 
and a further two-thirds said they would be buying the products they saw. These figures 
alone provide tangible evidence of the effectiveness of participating in or organizing boat 
shows. The key to success lies in creating a show rather than an exhibition.

evenTS and boaT 
ShowS in your Marina
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1. Attending show increased desire to buy  2. Attended show to buy accessories

3. Will buy products they saw at show 4.  Went to show with no intent to buy  
but left more interested

5. Intended to follow up with dealer 6. Spoke to multiple dealers

7. Went with intent to buy 8. Actually bought at show

Certainly marinas can organize their own show, but they should aim to make it the biggest 
possible depending on available space. If as a marina owner or operator you decide to 
take the route of participation in a regional show, make sure that you have a unique selling 
proposition (USP) for your facility. As far as major international shows are concerned it is 
probably more cost effective to visit yourself to keep up-to-date with developments in the 
industry, the availability of new craft and innovations in accessories. After all, you can’t let 
your client be more knowledgeable on the subject than you!

A further option will be to attract major shows to your marina. Positioning it as an event 
venue can only enhance its value as a desirable destination for boat owners to keep their 
craft, a place where they will want to be seen and see. 

There is, of course a financial benefit to the facility through increasing both sea and land 
borne visitors and by creating awareness of the marina, its position and landside amenities, 
making it a sought-after location in which to keep a boat and own property.

Is there any situation in which a marina should not either organize or take part in a regional 
boat show? The short answer is “Yes”, but that is qualified only if they failed to find a USP 
for the marina; if their location is not suitable either through its physical position or lack of 
suitable space or they do not have the services to support a boat show. But, if they have 
failed to find a good reason for attending a regional show, perhaps it is time for a change 
of management.
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The American Marketing Association defines a brand as a “name, term, design, symbol, 
or any other feature that identifies one seller’s goods or services as distinct from those 

of other sellers. 

A brand may identify one item, a family of items, or all items of that seller.”

Building the brand is imperative and there is no quick fix. It takes time, patience, and 
commitment to build and maintain brand loyalty, especially in an age when the customer has 
other options: this applies whether it is a family run operation, a 500 plus berth facility that 
is part of a larger chain or a medium sized facility that is linked to an existing marina brand. 
 

A proper marina identity needs to be one that is in tune with the customer and reflects 
the core services.  This then becomes the springboard for unique positioning and 
differentiation from competitors.

It must be developed and remain consistent at every interface both inside the marina 
and outside. Each and every employee must be a brand ambassador. From the customer 
perspective every contact point from the marina’s services, to the business’s Web site, its 
letters and special offers, its telephone interactions with customers, its advertising and 
promotions—must all work together to create a cohesive marina brand experience. 

In today’s highly competitive environment, you need to differentiate your company from 
the crowd, attracting and more importantly retaining your customer base.  Offering 
membership benefits is one of the tools in your armory. In this context a concierge service 
delivering the highest level of personalized attention can position your marina as being 
extraordinary, giving the ultimate level of memorable engagement with your brand. 

Membership is often offered to members who purchase or lease wet or dry berths and 
can offer varying levels of service. It is vitally important to tailor your member benefits to 
your customer profile and to contract out this part of the operation, otherwise new staff 
will have to be hired or existing staff diverted from core activities. For the smaller marina 
this may be in the form of discounts on chandlery, possibly fuel or on meals at local 
restaurants or accommodation in local hotels. At the high end of the market, membership 
includes a full concierge service that reflects the marina’s persona and provides additional 
services such as concierge for a discerning high net worth clientele.

The concierge service offered by one marina is focused on the boat and its owner and 
includes valet, customized pre-launch service, unlimited in/out services, soap wash down 
and dry.

why have a  
concierge club 
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For the marina owner one of the most important decisions to be is whether to sell, 
lease or rent the berths. From a buyer’s point of view there are many reasons why 

the majority of owners eventually decide to lease a berth instead of renting one, but the 
availability of rented berths, security of tenure when renting, the annual increases in the 
berthing charges levied by marinas, and the capital value increase in berth prices, are the 
four primary factors.

Availability & security of tenure

A large proportion of marina berths in the Mediterranean and other high boat density areas 
are privately owned, and many of the marinas do not allow a private owner to rent out 
their own berth, even if they can be found. The marina will rent it out if its empty, but this 
is where the problem of security of tenure arises. If the owner returns and wants to put his 
boat on it, or wants to sell it, the renter has to leave. Fine if there is another berth of that 
size, but if not, the renter would have to find another marina with a suitable berth.

Rental prices

Over the past seven years, marina rental charges have doubled or tripled in price. For 
example, an 18-meter berth in one marina in the Balearics could be rented from the 
marina in 2002 for US $10,000. The same berth seven years later costs over US $25,000. 
In some of the more desirable locations, such as Monaco, Saint Tropez in France, Puerto 
Portals in Palma de Mallorca, or marinas such as Puerto Banus, the increases in rental 
charges and the prices of berths have been even more dramatic, rising by up to 350 per 
centmainly not increased by the marinas, but by the private individuals, who own the 
berth and rent it out.

Increase in berth values. 

The purchase price of berths over the same period has also risen by a similar amount. 
When rental prices rise, the purchase price of a berth will tend to rise also, and the same 18 
meter berth used as an example above could have been bought for US $130,000 in 2002, 
but would sell today, even with the current credit restrictions, for circa US $455,000. 

To the marina owner, benefits from leasing or selling berths means the immediate injection 
of capital realized by the sale. On the other hand, they forgo annual income from rental, 
which might be used to develop the marina’s facilities over time. Typically you need to 
decide if you want to sell your berths as leasehold or freehold.

This decision will be affected by whether or not you have the water rights as a freehold 
in your concession. Your selling price will reflect on your decision. If you are in need of 
cash, it would make more sense to sell freehold, as your selling price will be approximately 
two to three times higher than leasehold. Many developers use selling of berths as their 
business model to build and finance the marina. This has been done successfully in the 
past, but bears a very large risk if you have not carried out due diligence such as market 
studies, very professionally. 

If you are not in need of cash immediately then the option is to sell berths leasehold -say 
for 25 years to generate a good resale price- or simply rent them out on a regular, say 
annual, basis. This again depends very much on the location of your marina.  If you have 
a marina in one of the hotspots, where demand is very high, it would make sense to just 
rent the berths on a year-to-year base. 

Marina berThS: To renT 
or To Sell?
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Corporate Social Responsibility (CSR) is not the latest business buzzword or fashion, 
but an understanding of your marina’s impact on the wider world. Considering how 

you can use this in a positive way can also be good for your bottom line.

Your business doesn’t exist in isolation nor is it simply a way of making money. Your 
employees depend on it; customers, suppliers and the local community are all affected by 
your business and what you do. Your services, and the way you deliver them, also have 
an impact on the environment. 

CSR isn’t just about doing the right thing, it means behaving responsibly, and also dealing 
with suppliers who pursue similar aims. Building a reputation as a responsible marina sets 
you apart from competitors and you will find that some customers don’t just prefer to deal 
with responsible companies, they insist on it. 

There are cash benefits as well; reducing use of resources, waste and emissions doesn’t 
just help the environment. It’s not too difficult to cut utility bills and waste disposal costs 
and you can reap the reward of immediate cost reduction.

There are other advantages, a marina with a good reputation makes it easier to recruit 
employees and contribute to staff retention, thus reducing the costs and disruption of 
recruitment and retraining. They are also likely to be more motivated and have a higher 
level of productivity. 

CSR helps ensure you comply with regulatory requirements. 

Activities such as involvement with the local community are ideal opportunities to generate 
positive press coverage. Good relationships with local government authorities can make 
doing business easier and understanding the wider impact of your marina business might 
help you develop new or improved services for your customers.

All CSR programs are measurable.  Certainly they can help you cut costs and boost sales 
but there are also other significant benefits which businesses sometime forget, as they 
are slightly harder to measure.  Among these are improved reputation, stronger customer 
loyalty and more motivated employees, which can all be measured and should not be 
overlooked. Improved motivation could lead to reduced absenteeism and reduced staff 
turnover, and customer loyalty could increase levels of repeat business

You may wish to benchmark your marina against others in your area to establish what is  
‘Best Practice.’  Key performance indicators can be used to measure your environmental 
performance.  These measurements will probably only show the immediate impact of 
CSR; however, the biggest benefit is more likely to be the long-term improvement in your 
reputation.

Around the world different marinas approach CSR in different ways. For instance, one 
Singaporean based marina has a CSR program that supports a variety of charities and 
causes including those relating to youth and education.  One of its primary initiatives 
is the Youth Inspiration Internship Program. Through this platform the marina aims to 
provide less privileged youth, including children with learning disabilities, young people 
from low-income families or out of school, with the opportunity to learn new lifeskills, as 
they develop to become independent adults. 

Support is a common theme of these programs and it can be found on the Dalmatian 
coast where a marina established in 2002, provides sponsorship of sports clubs and 
student athletes with scholarships, as well as taking a strong interest in the education and 
development of local youth.

corPoraTe Social 
reSPonSibiliTy and The 
Marina
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All businesses carry an element of risk whether it is from IT failure, accident, employee 
disgruntlement, fire or other natural hazard and marinas are no exception. It can be 

defined as the combination of the probability of an event happening and its end result.  In 
all types of undertaking, there is the potential for events and consequences that constitute 
opportunities for benefit or threats to success which are both the upside and downside 
of any business.

Risk Management is increasingly recognized as being concerned with both positive and 
negative aspects of risk. In the safety field for instance, it is generally acknowledged 
that the consequences are only negative and therefore the management of safety risk is 
focused on prevention and mitigation of harm.

The five main categories of risk to consider are: 

Strategic risks arise from being in a particular industry and geographical area.

Operational risks arise from the various operational and administrative procedures that 
the business uses to implement its strategy.

Financial risks arise from the financial structure of the business, from transactions with 
third parties and from the financial systems in place.

Compliance risks derive from the necessity to ensure compliance with laws, regulations 
and other less formal societal expectations, which, if infringed, can damage a company. 
Health and safety risks are sometimes straightforward and can be considered as a subset 
of compliance or operational risk, but in many industries health and safety are key areas 
that require major resources and concentration.

Environmental risks can be relatively routine and covered under compliance but in many 
businesses and in an increasingly large number they are a major area requiring separate 
consideration.

These categories are not rigid and some parts of your marina business may fall into more 
than one category. The risks attached to data protection, could be considered when 
reviewing both your operations and your business’ compliance. 

Any company needs to ensure that it has a proper continuous risk management process. 
Each company will organize this differently, but the process will generally involve the 
following five steps:

*  First, identifying and ranking the risks inherent in the company’s strategy including its 
overall goals and appetite for risk

*  Second, selecting the appropriate risk management approaches and either contracting 
out or avoiding those risks that the business is not competent or willing to manage

* Third, implementing controls to manage the remaining risks

* Fourth, monitoring the effectiveness of risk management approaches and controls; and

* Fifth, learning from experience and making improvements.

Risk management helps marina owners and operators to identify and address the risks 
facing their business and in doing so increase the likelihood of successfully achieving 
their businesses objectives. The process involves methodically identifying the risks 
surrounding the marina’s business activities; assessing the likelihood of an event occurring; 
understanding how to respond to these events; putting systems in place to deal with the 

riSk ManageMenT and 
buSineSS conTinuiTy
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marina operation
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In today’s 24/7 media world where every person is a potential communicator via YouTube, 
Facebook, Twitter, Google Plus and a host of other sites, any major event that happens 

at a marina soon becomes known in the wider world. It is no longer sufficient to batten 
down the hatches and hope that attention will fade away. It won’t. Certainly large marinas 
will have the benefit of professional public relations or media relations company so what 
does the owner or operator of a small or medium sized marina do when a crisis occurs?

Every organization suffers problems daily but trained employees and skilled managers 
handle these problems efficiently and effectively. People outside the organization 
and sometimes even inside, may learn about the event after its occurrence in a story 
emphasizing the quality manner in which the problem was resolved. 

Media, which includes newspaper, newswire, local TV and social media, may report on 
the event, but it’s over. 

A problem becomes a crisis when it escapes the organization before employees and 
managers can control it. Based on that premise, a crisis will bring about a significant 
disruption of a marina’s normal activities that stimulates extensive media coverage and 
public scrutiny in that it: 

• Appears suddenly

• Escalates in intensity

• Demands quick reaction

• Disrupts our routine and performance

• Creates the marina’s uncertainty, anxiety and stress within and outside the marina

• Threatens the marina’s reputation

• Challenges its human, physical and financial resources, and

• Focuses the media and other outside audiences on the marina

Marinas will be judged on how expeditiously they respond to the need for information.

The following are examples of situations that could affect a marina and lead to a crisis

• Computer tampering

• Anonymous allegations 

• Damaging rumours

• Disclosure of confidential information 

• Equipment, product or service sabotage

• Disgruntled employee threats 

• Serious injury or death of an employee whilst at work

• An indictment against the company 

• Environmental activist demonstration

• Illegal actions by an employee 

criSiS coMMunicaTion
 

 

Crisis situations can 
develop quickly and attract 
media attention. A crisis 
communication plan is vital

Prev
iew

 The
 M

ari
na

 B
oo

k



The Marina: SuStainable SolutionS for a Profitable buSineSS

114

•  What kind of an early warning system do we have for detecting and analyzing those 
potential crises while they are still just problems? 

•  Who would be our spokes person(s) in a crisis situation and how good would they be in 
handling tough questions from reporters? 

•  Regardless of when it happens, how much confidence do we have that our spokesperson(s) 
would be credible and convincing?

• How much information would we give out if we had a crisis? 

• Who would decide what to say?

•  What would be the approval process and how long would it take to get the information 
approved? 

•  How would we contact our management and employees so they would hear from 
us before learning about the crisis from the news media? How about our customers, 
suppliers and other key audiences? How could we do it and how long would it take to 
contact these people?

Immediately following notification of an emergency the marina’s Crisis Communications 
team, normally the operations director or owner should assess the facts:

• What happened

• Who is involved – what is the marina’s involvement/position?

• Where did it happen

• When did it happen

• Why did it happen and

• How did it happen

• Are there any sensitivities of which the marina should be aware

• Who is likely to be calling and what information will they need

• What should we say

Communications activity in the event of a Sudden Crisis will follow this pattern 
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Around the globe there are literally thousands of working fishing ports of varying sizes. 
Although they are often untidy, naturally smell of fish and littered with old fishing gear; 

that need not be the case. With sympathetic development centred around fishing port 
activities, they can take on a new life.

A working fishing port can become a tourist attraction, as well as providing moorings 
for visiting super-yachts and permanent berths for leisure vessels. All that is needed is 
imagination and investment, and the potential is vast.  There are plans of varying complexity 
to rejuvenate fishing ports from Europe to North and South America, the Middle East to 
Australia and the Asia Pacific region. 

Although in many areas of the world there is no national strategy, some developments 
are already underway or the subject of intense studies.  As an example Nihon University, 
Japan, carried out a study in 2011 for the South Korean government that involved factor 
analyses of 58 national fishing ports in Korea, with respect to their latent tourism potential.  
They were classified as historical/cultural; fishing industry-oriented; tourism development 
potential; nature preservation; or fishing port-dependent. 

Further analysis was carried out to examine these fishing ports from the perspectives 
of fisheries industry preservation, recreation and development. Results of analyses on 
tourism characteristics of fishing ports according to type indicated regionally uneven 
trends. In addition, the results showed that fishing ports with latent tourism potential and 
tourism structural characteristics, showed that the most important contributing factors 
were production quantity of fisheries products and moorage facilities, followed by nature 
tourist sites, harbor fixed-water area, and outlying facilities, in that order. 

In China on the other hand, a master plan has been produced for a 6km² shallow sea area 
in Tianjin to be used as a new fishing and leisure port with associated development.  The 
new fishing port had to be carefully integrated with the concept master plan for a new 
settlement on the mainland.  So the potential definitely exists.

The important factor in the rejuvenation of fishing ports is that it should be carried out 
with fishing as a central part of the development, so enhancing the role of the fishermen 
and their craft, improving the surroundings in which they work and renewing their pride in 
their occupation.

A recent report by the USA Food and Agriculture Organization argued that:

Among the members of small-scale sea fishing communities there is usually a profound 
pride in their occupational identity as fishermen, and a correspondingly high devotion 
to the fishing way of life. Fishing at sea requires high degrees of independence, self-
reliance, autonomy, risk taking, and outdoor work challenging nature, and if these are 
important cultural characteristics of the fishing occupation they are also necessarily 
important characteristics of individual fishermen. Moreover, where fisher folk work at sea 
under particularly dangerous conditions, their occupation may take on an aura of respect 
in their local communities. 

To many of its practitioners, the fishing occupation often confers not only an awareness 
of self-identity and individual pride, but a “satisfaction bonus” as well, which cannot be 
measured on economic grounds alone. Hence, among most small-scale fishermen who 
choose to work at sea year after year, fishing is regarded not merely as a means of ensuring 
their livelihoods, but as an intrinsically rewarding activity in its own right- as a desirable 
and meaningful way of spending one’s life. And this occupational pride and satisfaction is 
often seen even among people who fish for only a small part of the year, while otherwise 
spending most of their time in other, non-fishing activities.
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Information for some Countries was only limited accessible.
Marinas of any size quoted, as long as registered as a Marina.
This is why some Countries have such a high nr as Finland
etc. Most of these are very small Marinas.
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Portugal  PT  29

Puerto Rico  PR  5

Qatar  QA  6

Republik of Montenegro  ME  4

Reunion  RE  1

Romania  RO

Russian Federation  RU  13

Rwanda  RW

Saint Helena  SH

Saint Kitts And Nevis  KN  9

Saint Lucia  LC  13

Saint Pierre And Miquelon  PM

Saint Vincent And The Grenadines  VC  14

Samoa  WS  1

San Marino  SM

Sao Tome And Principe  ST

Saudi Arabia  SA  10

Senegal  SN  2

Serbia And Montenegro  CS

Seychelles  SC  22

Sierra Leone  SL

Singapore  SG  17

Slovakia  SK

Slovenia  SI  3

Solomon Islands  SB  2

Somalia  SO

South Africa  ZA  23

South Georgia And The South Sandwich Islands  GS

Spain  ES  195

Sri Lanka  LK

Sudan  SD  3

Suriname  SR

Svalbard And Jan Mayen  SJ  67

Swaziland  SZ

Sweden  SE  1607

Switzerland  CH  4

Syrian Arab Republic  SY  4

Taiwan, Province Of China  TW

Tajikistan  TJ

Tanzania, United Republic Of  TZ  19

Thailand  TH  30

Timor-Leste  TL

Togo  TG  0

Tokelau  TK

Prev
iew

 The
 M

ari
na

 B
oo

k



The Marina: SuStainable SolutionS for a Profitable buSineSS

140

As with any industry, marina operators have gathered themselves into trade associations 
as a means of exchanging information and sharing ideas about the business in general. 

These tend to be at national level but at the international level, ICOMIA, the International 
Council of Marina Industry Associations has represented the worldwide boating industry 
since 1967.

The Council brings together a number of resources useful to any one wishing to know 
more about the boating industry throughout the world. ICOMIA’s multiple committees 
address the issues challenging the industry and benefit from its truly global membership. 

No less than 34 national federations across the world are full members of ICOMIA today. 
Members include the vast majority of the industrialized countries from North America 
to Japan and from Finland to New Zealand. If a national boating industry federation is 
a full member of ICOMIA, it will also actively represent you as a member of the boating 
industry. 

ICOMIA presents a strong and united voice in representing the industry’s best interests 
when dealing with international authorities and major organizations.

 
Argentina

Camara Argentina de Constructores de Embarcaciones - CACEL 

Originally formed by boat builders, over the years it broadened the scope of interests 
Activities covered are boatbuilding, boat maintenance and repair, brokerage, marinas 
and dry storage, boating insurance, marine engine service and distributors, marine retail 
stores, delta tourism infrastructure, and personnel training.

Contact Details 

Av del Libertador 433, 1646 San Fernando  
Buenos Aires

Phone: +54 11 4725 0066 Fax: +54 11 4744 1030  
Contact: Maria Cuffia  
Website: www.cacel.com.ar

 
Australia

Marina Industries Association of Australia

The Marina Industries Association of Australia (MIAA) is dedicated exclusively to the 
needs of the marina industry as the peak industry body in Australia, Asia and the Pacific 
for marina owners and operators of berthing, mooring, storage and slipway/ workshop 
facilities connected to sailing, cruising and general boating.

Contact Details

Marina Industries Association of Australia 
53 Hume Street, Crows Nest, NSW 2065 Australia

Phone: + 61 2 9439 5806  
Fax: + 61 2 9439 3983  
Email: info@marinas.net.au  
Website: www.marinas.net.au

Marina TraDe  
aSSOciaTiOnS

Contact details

ICOMIA Secretariat,  
Marine House Thorpe Lea Road 
Egham, Surrey TW20 8BF, UK. 
Email: info@icomia.com

Tel: +44 1784 223 702 
Website: www.icomia.com
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