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1. Executive Thesis: What a Yacht Really Is

A yacht is not simply a luxury boat. At the upper end, it is a private operating platform that combines
transportation, hospitality, real estate, engineering, crew management, regulatory compliance, tax
planning, privacy, status signaling and family lifestyle design. The emotional appeal is obvious: sea,
mobility, privacy, control and theater. The economic reality is harsher: yachts usually depreciate, absorb
recurring capital, require professional management and create operational risk every day they move or
sit in a marina.

For a practical buyer, the correct question is not 'Can | afford the purchase price?' The correct question is
'‘Can | afford the asset, crew, maintenance, compliance, mistakes, downtime, depreciation and exit?' The
purchase price is only the entry ticket. The owner is buying a small floating institution: captain, engineers,
deck crew, stewards, insurance, class, flag, fuel logistics, yard periods, spare parts, berth scarcity, charter
restrictions, customs rules, tax exposures and reputational optics.

The best yacht for an owner is rarely the biggest yacht he can buy. It is the yacht whose mission matches
the owner's use case: family summers, high-speed weekend cruising, Mediterranean charter, sportfishing,
expedition travel, corporate entertainment, privacy, showpiece status or long-range self-sufficiency. A
mismatch between mission and vessel is the classic source of waste: too much crew, insufficient range,
wrong draft, weak resale market, poor charter appeal, bad layout, expensive refit history or unnecessary
complexity.

Cold rule: a yacht is a pleasure asset, not a conventional investment. It may be
strategically useful for lifestyle, network building and brand image, but it should not
be underwritten as a yield asset unless a buyer has unusually disciplined commercial
charter assumptions and professional management.

The buyer-grade mental model

® Asset: a depreciating vessel whose resale value depends on brand pedigree, condition, maintenance
records, age, model scarcity, engine hours, class status and current market liquidity.

® Operating business: a crewed hospitality operation with payroll, technical maintenance, procurement,
accounting, compliance and guest-service standards.

® Private space: a movable compound that can create rare privacy for family, business partners and
friends.

® Status instrument: a visible symbol of wealth that can help or hurt an owner's reputation depending on
timing, politics, tax optics and public scrutiny.

® Network platform: a yacht can concentrate influential guests, but it also concentrates exposure:
alcohol, crew issues, guest injuries, photos, sanctions screening, customs and tax questions.
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Yacht Categories: Mission vs Complexity

Megayachts

60m/80m+ custom
state-like complexity

More crew jjsystems / regulation

Range + autonomy
Superyad_remote capability
24m+ with crew
asset + organization
Motor yac
Volume + speed

Catamal Sail common owner path

Beam + stal] Wind + seamanship
charter-frien| lower fuel

Sportfishing
Speed + fishing
specialized gear
Day boats

Afternoon use
low crew

More size / capital intensity

Original illustration generated for this report: category complexity rises with size, crew, technical systems and regulation.
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2. Yacht Categories: From Day Boats to
Megayachts

Yacht categories overlap because the market uses lifestyle language, regulatory thresholds and
brokerage marketing terms at the same time. The only relatively robust regulatory threshold is the
large-yacht boundary around 24 metres under major commercial yacht codes. Above that point,
professional crew, safety requirements, flag-state rules and class-like discipline become central. Below
that point, the market is more like high-end recreational boating, although costs can still be substantial.

Typical Buyer prOfiIe m RiSkS / trade-Offs
size

Day boats 25-55 ft Short-duration boating  Local wealthy Simple compared with  Limited range, weather
for day trips, beach owners, crewed yachts; lower constraints, less privacy,
clubs, islands, second-home purchase and poor fit for long trips.
entertaining and water  households, marina operating costs.
access. users.

Sportfishing 35-90+ ft Performance, Fishing-focused Purpose-built; strong Narrow mission; fuel

yachts fishability, tower, owners, Florida/Baha subculture and resale burn; less formal luxury
cockpit, gear and mas/Caribbean users. in the right markets. volume than motor
offshore capability. yachts.

Catamarans 35-100+ ft  Two-hull stability, Charter buyers, Stability, space and Wide berths needed;
beam, shallow draft, families, charter appeal; sailing  handling/looks polarize;
large deck/social Caribbean/Bahamas or power variants. large cats can be
space. users, complex.

efficiency-focused
owners.

Sailing yachts 35-300+ ft Wind-powered identity, Experienced sailors, Aesthetic distinction, Crew skill, rigging cost,
seamanship, lower fuel design purists, lower fuel, classic slower passages, sail
dependence, romance  eco-conscious prestige. systems and stability
and tradition. owners, racing/social risk.

circuits.

Motor yachts  40-200+ ft Engine-powered Mainstream yacht Most flexible and liquid  High fuel burn, more
volume, comfort, speed buyers, families, category; wide brand systems, crew
and predictable entertainers, charter  selection. dependence,
itinerary control. clients. depreciation.

Superyachts  24m /79 Professionally crewed UHNW buyers, family  Private resort-level Annual budget often
ft+ luxury yachts; offices, charter capability; global 10-15% of value;

regulatory and operators. cruising; high service. management is
operational complexity mandatory.
becomes serious.

Megayachts Often Very large custom Billionaires, dynastic  Ultimate privacy, State-like operating
60m+ or yachts with multiple families, range, event capacity burden, political visibility,
80m+; no decks, large crew, sovereign-adjacent and status. immense refit and crew
universal tenders, toys, helideck  wealth. costs.
threshold or support vessels.

Explorer 30-100m+  Long range, robust Adventure-oriented Range, autonomy, Less sleek; higher

yachts hull, storage, owners, rugged aesthetics, technical complexity;

autonomy,

harsh-region capability.

science/philanthropy
users,
remote-cruising
families.

growing demand.

Practical distinction: hull form and mission

expedition claims can
exceed real use.

Displacement yachts are efficient at lower speeds and generally suit long-range comfort. Planing yachts
run faster by rising over the water but burn more fuel and are more speed-and-weather sensitive.
Semi-displacement designs try to balance speed, range and volume. Sailing yachts replace some fuel
burn with sail systems and crew skill; catamarans trade narrow monohull elegance for beam, stability and
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liveable space. Explorer yachts are less a luxury style than a mission claim: range, storage, systems
redundancy and autonomy matter more than marketing language.
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3. Brand and Shipyard Positioning

Yacht brands are not interchangeable. They sit on a spectrum from production and dealer-network yachts
to semi-custom platforms to full-custom megayacht programs. The right brand depends on mission, build
slot availability, after-sales support, resale reputation, design taste, region, crew requirements and
tolerance for customization risk. The more custom the project, the more the buyer is underwriting not just
a boat, but also a long engineering, design, legal and project-management process.

Brand Positioning Map: Production to Full-Custom Megayacht

Full custom / UHNW program
urssen
ceanco

Fead

4.5 1
S, 4.0
£
>
‘n
=
2 AnAmels
v Benetti erini Navi
~ 35 <
> en
far
)
5 .Sanlorenzo
=
£
c | Riva
S 3.0 ®
=
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5
O dVestport

.Sunseeker
2.5 .Princess
Ferretti
.Azimut
2.0 1
Production / dealer network
T T T T T T T
2.0 2.5 3.0 35 4.0 4.5 5.0

Scale of typical yachts / project complexity

Original positioning map. It is directional, not a valuation model. Actual project size and customization vary by model and contract.

Brand / Positioning

shipyard

Indicative

price / size

band

Typical
customer

Design philosophy /
strengths

Buyer cautions

Azimut Italian production  $1M-$20M+ Entrepreneurs, Contemporary styling, Depreciation on popular
and semi-custom ; roughly first-time broad dealer network, production models;
motor yachts, 40-120 ft/ larger-yacht strong lifestyle appeal. options and maintenance
including the 12-36m. buyers, family records matter.

Grande line. cruisers.

Benetti Historic Italian $25M-$300 UHNW owners Volume, Italian luxury,  Project complexity,
superyacht builder M+; approx. moving beyond custom interiors, broad yard-slot timing, and
within Azimut 34-110m+. production superyacht capability. specification discipline
Benetti group; yachts. are critical.
semi-custom and
full custom.

Ferretti Mainstream luxury $1M-$15M+ Families, Balanced comfort, Less exclusive than Riva

Yachts flybridge and ; approx. Mediterranean recognizable design, or full-custom yards;
cruising yachts 50-100 ft. and U.S. buyers group ecosystem. resale depends on

inside Ferretti
Group.

wanting comfort
and support.

model.
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Brand /

shipyard

Riva

Sunseeker

Princess

Sanlorenzo

Lurssen

Feadship

Oceanco

Heesen

Amels

Perini Navi

Westport

Positioning

Iconic Italian
glamour brand;
open, sportfly and
flybridge yachts.

British performanc
e-luxury motor
yachts with sport
identity.

British production
luxury yachts;
refined interiors
and broad
support.

High-end Italian
made-to-measure
yachts and
superyachts.

German
full-custom
megayacht and
naval-grade
shipbuilding
pedigree.

Dutch pure
full-custom
superyachts.

Dutch custom
builder focused on
large innovative
yachts.

Dutch
aluminium/steel
superyachts, often
fast and semi-cust
om/custom.

Damen Yachting's
Limited Editions
superyacht model:
proven platforms
plus
personalization.

Large sailing
superyacht
specialist under
The Italian Sea
Group.

U.S. composite
semi-custom
motor yachts,
known for
repeatable
platforms.

Indicative
price / size
band

$1M-$30M+
; approx.
8-54m.

$2M-$25M+
; approx.
50-130 ft.

$1M-$15M+
; approx.
40-130 ft.

$10M-$100
M+; approx.
24-74m.

$100M-$700
M+; often
55-180m+.

$70M-$500
M+; usually
50-100m+.

$150M-$500
M+; often
80m+.

$30M-$120
M+; roughly
50-70m+.

$50M-$150
M+; 60m
and 80m
platforms
prominent.

$20M-$150
M+; major
sailing
yachts
40-90m.

$10M-$50M
+; roughly
112-164 ft/
34-50m.

Typical
customer

Style-driven
owners,
collectors,
brand-conscious
buyers.

Owners who want
speed, muscular
design and
entertainment
layouts.

Family owners,
first-time yacht
buyers, practical
luxury buyers.

Design-literate
UHNW buyers
seeking
personalization
without total
megayacht scale.

Billionaires,
dynastic families,
state-level
wealth.

Discerning UHNW
owners
prioritizing
quality and
legacy.

Owners seeking
high-design,
large-scale
custom
statements.

Owners wanting
Dutch build
quality with
faster delivery
than pure
custom.

UHNW buyers
wanting pedigree
and delivery
confidence.

Sailing purists,
collectors, old-mo
ney/lifestyle
owners.

American owners
wanting proven
platforms and
domestic
build/support.

AmericanTV | https://americantv.org

Design philosophy /
strengths

Heritage, design
identity, emotional
brand power.

Performance image,
bold styling, strong in
UK/U.S./Med markets.

Good ergonomics, build
consistency,
dealer/service network.

Scarcity,
personalization,
architectural interiors,
understated prestige.

Engineering, scale,
complex custom
projects, iconic
megayachts.

Technical excellence,
refinement, custom
design, resale prestige.

Innovation, large
platforms, distinctive
owner-led concepts.

Speed, efficient hull
forms, proven
platforms.

Reduced custom risk,
Dutch quality,
hybrid/sustainable
features on newer
platforms.

Automated sailing
systems, iconic large
sailing yachts.

Reliability,
speed-to-delivery,
sensible layouts, U.S.
service culture.

Buyer cautions

Brand premium can
exceed practical utility;
maintain cosmetics
obsessively.

Fuel burn and fast-yacht

wear; model-specific
resale variation.

Not a full-custom
prestige play; inspect
heavily in used market.

Expensive relative to
size; customization can
complicate resale.

Extreme visibility,

massive crew/refit costs,

long timelines.

High capital
commitment; custom

project governance must

be strong.

Custom ambition
increases delivery,
engineering and
reputational risk.

Spec-built inventory can
be attractive but must
match mission.

Less pure customization

than blank-page projects.

Large sailing rigs are
expensive and
technically unforgiving.

Less exotic than
European custom yards;
platform fit is key.
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How to read brand prestige without being fooled

Prestige is useful only when it translates into build quality, safety, service access, charter demand or
resale confidence. A famous badge on a poorly maintained yacht is not a bargain. A lesser-known but
meticulously maintained yacht with strong documentation can be a better asset than a neglected
prestige brand. Buyers should separate three forms of value: emotional brand premium, technical quality
and market liquidity.

A family office should ask: Who built it? Who designed it? Which class and flag? What is the maintenance
history? How many sisterships exist? How easy is it to crew and insure? What refits are due? How broad is
the future buyer universe? Is the layout fashionable today but hard to resell tomorrow? Does the yacht
look impressive because of photography, or is the machinery room as disciplined as the saloon?
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4. Buying a Yacht: Process, Brokers, Surveys and
Closing

The yacht purchase process is a combination of luxury sales, maritime law, engineering due diligence and
behavioral discipline. The wealthy buyer's biggest enemy is not ignorance alone; it is impatience. Bad
purchases often begin with romance: a beautiful yacht at a show, a strong broker presentation, a tight
deadline, a glamorous charter experience or a desire to display wealth immediately. Professional buyers
slow the process down.

A Realistic Yacht Purchase Workflow

2_Budget all-in

Family use, charter, range, speed, crew tolerance Purchase price plus annual cost, tax and refit reserve

3. Shortlist with broker 4. Offer /| MOA

On-market, off-market, builder reputation and comps Deposit, conditions, documentation and delivery terms
5. Survey + sea trial 6. Renegotiate / close
Hull, machinery, records, class, flag and deficiencies Price adjustment, liens, bill of sale and escrow

7. Flag + insure

Registry, tax, compliance, crew and cruising limits Crew, maintenance, charter program and accounting

Core warning: vague mission + weak survey + under-budgeting = expensive refits.

Original flowchart generated for this report: the transaction is only the beginning of the ownership burden.

Mission Decide where, how often, with Written owner-use profile; Buying a beautiful yacht that does

definition whom and for what purpose the range/speed/berth/crew/charter not fit actual use.
yacht will be used. requirements.

Budget model Model purchase price, annual cost,  Three budgets: acquisition, annual  Treating the asking price as the real
refit reserve, tax, financing and exit operation, 5-year lifecycle. cost.
cost.

Broker selection  Broker searches listed and Conflict checks; commission Letting the listing broker control the
off-market yachts; advises on transparency; buyer buyer's information environment.
comps and negotiation. representation.

Shortlist and Tour candidate vessels; review Independent captain/engineer Falling in love with interior design

inspection specs, maintenance records, review before emotional before machinery review.
class/flag status. commitment.

Offer / MOA Memorandum of Agreement, Lawyer review; survey, sea trial, Weak conditions or unclear
deposit, contingencies, delivery, financing and insurance included equipment.
inventory, law and closing. contingencies.

Survey and sea Marine surveyor inspects hull, Specialist surveyors for engines, Using a superficial survey on a

trial systems, machinery; sea trial tests  paint, rigging, stabilizers, AV/IT, complex yacht.
performance. class items.

Valuation and Defects become price adjustment, Condition-adjusted comps and refit ~ Accepting discount without

negotiation seller repairs or buyer walk-away quotations. understanding true repair cost.
rights.
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Closing and Bill of sale, release of liens, registry  Escrow, title checks, beneficial Closing before operational
delivery changes, insurance binding and ownership review, delivery readiness is in place.
funds transfer. protocol.

The broker's real role

A good buyer broker is not merely a salesperson. The broker filters the market, identifies off-market
candidates, explains comparable sales, coordinates inspections, negotiates terms, manages documents,
introduces surveyors and helps the buyer avoid known-problem vessels. However, the broker is usually
paid by commission. That does not make brokers bad, but it means the buyer should retain independent
legal, tax, survey and technical advice for serious transactions.

Surveys and valuations

A pre-purchase survey is not a ceremonial step. It can affect price, financing, insurance and the decision
to walk away. On larger yachts, one surveyor is not enough. Buyers may need hull, machinery, paint,
rigging, class, audiovisual/IT, tender, stabilizer and safety-equipment specialists. The condition of records
is itself a signal: weak logs, missing maintenance history, deferred class items or vague captain
explanations should be treated as risk, not inconvenience.
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5. New Build vs Pre-Owned

New build and pre-owned purchases solve different problems. A new build gives control and
personalization, but it imposes long timelines, project-management burden, change-order risk and
shipyard-performance risk. A pre-owned purchase gives speed, known physical reality and often lower
initial cost, but it can hide deferred maintenance, outdated systems, cosmetic fatigue and a refit bill that
arrives immediately after closing.

Time Often 2-5+ years for custom superyachts; shorter for  Can close in weeks or months if survey, financing and
production or semi-custom platforms. registry are ready.

Customization Highest control over layout, design, technical systems Limited to refit potential; structural changes can be
and owner identity. costly or impractical.

Risk Shipyard delays, specification creep, change orders, Hidden defects, poor prior maintenance, outdated
currency, material and supplier issues. class/compliance, refit surprise.

Capital flow Stage payments, construction financing, legal Purchase price plus survey/refit/initial spares/crew
oversight, milestone verification. setup.

Resale Highly personal choices may reduce future Existing sales history and sistership comps can help
marketability. valuation.

Best for Owners with specific mission, patience, strong project Owners wanting immediate use, charter revenue
team and long-term hold horizon. potential, or a known platform.

Practical rule: first-time yacht owners should be cautious about a full custom build. A
proven platform or high-quality pre-owned yacht can teach the family office what the
owner actually uses before committing to a blank-page megayacht.

New build contract issues

A new build contract is a construction project, not a retail purchase. It should address specifications,
milestones, change orders, liquidated damages, warranty, intellectual property in designs, confidentiality,
governing law, dispute resolution, class and flag requirements, inspections, sea trials, delivery conditions
and remedies for shipyard distress. Serious owners usually retain a project manager, marine lawyer,
technical consultant, interior designer, owner's representative and sometimes financing counsel.

Pre-owned purchase issues

A pre-owned yacht is a bundle of history. Its value depends on actual condition, not brochure identity. The
buyer should examine engine hours, generator hours, stabilizer service, paint age, teak condition, tank
history, electronics age, AV/IT condition, tender inventory, safety-equipment certification, class items,
flag inspections, crew turnover, accident history, charter wear and yard-period records. A yacht that is
cheap for its brand often has a reason.
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6. Flag, Insurance, Tax, Financing and Yacht
Management

A yacht's legal and operating structure determines where it can cruise, whether it can charter, how it is
taxed, how crew are employed, how safety rules apply and how banks and insurers view the asset. The
owner should not leave these issues until closing. Flag, tax, financing and insurance need to be designed
together.

Flag state

The flag state is the jurisdiction under which the yacht is registered. It affects safety rules, surveys, crew
requirements, privacy, title documentation, commercial charter eligibility and port-state-control
reputation. Popular superyacht registries often include Cayman Islands, Marshall Islands, Malta, Isle of
Man and British Virgin Islands, but the best choice depends on owner residency, intended cruising,
charter use, lender requirements, tax analysis and regulatory comfort.

Private vs commercial registration

A privately registered yacht is for the owner's private use. A commercially registered yacht can charter,
but it must satisfy more formal safety, manning and inspection requirements. Under major large-yacht
codes, commercial yachts of 24 metres and above are generally treated differently from small
recreational craft and are commonly limited to carrying no more than 12 passengers unless built and
certified under more demanding passenger-yacht frameworks. Owners who casually say they will 'charter
a little' must understand that commercial operation changes the compliance burden.

Insurance

Insurance is not just a policy. It is a discipline imposed on the owner: survey requirements, navigation
limits, hurricane plans, captain and crew qualifications, fire and safety systems, yard work, tender
operation, charter use and lay-up conditions. Premiums vary by size, value, age, cruising region, loss
history and management quality. A high-value yacht moving between the Mediterranean, Caribbean, U.S.
East Coast and hurricane zones needs active risk management, not passive paperwork.

Taxes and ownership vehicles

Sales/use tax, VAT, import status, charter VAT, beneficial ownership disclosure, entity structuring and
personal-use rules vary dramatically by jurisdiction. Tax avoidance structures that are not supported by
real commercial substance can become reputational and legal hazards. Family offices should retain
maritime tax counsel before signing, not after delivery. The glamorous version of yachting is private
decks and blue water; the practical version is invoices, customs documents, VAT positions and audit files.

Financing and leasing

Yacht financing exists, especially for strong borrowers and high-quality vessels, but lenders underwrite
the owner's balance sheet, the vessel's liquidity, survey, valuation, flag, insurance and ownership
structure. Construction loans for large custom yachts add builder risk and milestone risk. Leasing can be
useful in some jurisdictions, but it must be analyzed as tax and legal structure, not a magic discount.
Borrowing against a yacht does not make it an investment; it simply changes cash flow and risk
allocation.

Yacht management companies
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Professional yacht management companies handle or coordinate crew employment, payroll, accounting,
procurement, planned maintenance, class and flag compliance, safety management, insurance support,
charter management, technical oversight and yard periods. For larger yachts, management is not
optional in practice. The owner may legally own the vessel, but the captain and manager determine
whether the asset is safe, compliant, available and cost-controlled.
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7. Annual Ownership Costs: The Real Budget

The widely cited rule of thumb is that annual running costs can reach roughly 10-15% of the yacht's
purchase value, especially for larger crewed yachts. This is not a law of physics, but it is a useful warning.
Costs vary by age, crew size, usage, cruising region, fuel price, charter program, maintenance discipline,
refit cycle, class requirements and owner expectations. A lightly used 70-foot owner-operated yacht is a
different animal from a 60-metre charter-ready superyacht with a full crew, beach club, stabilizers,
multiple tenders and a Mediterranean-to-Caribbean calendar.

Where the Annual Ownership Budget Usually Goes

lllustrative
annual cost mix

varies by yacht, use and region

Crew: 32%

Maintenance/refit reserve: 28%
Fuel & lubricants: 12%
Berthing: 8%

Insurance: 7%
Admin/management: 6%
Upgrades/toys: 7%

Original chart. Percentages are illustrative; actual budgets vary by yacht, usage, region, class and charter readiness.

Size / type Indicative Cost drivers Reality check
annual cost

40-55 ft day boat / $25k-$150k+
express cruiser

60-80 ft motor yacht $150k-$700k+

24-35m superyacht $750k-$3M+
40-60m superyacht $3M-$10M+
70m+ megayacht $10M-$30M+

Major cost categories

Dockage, maintenance, insurance,
detailing, winterization, fuel.

Captain or part-time crew, dockage,
mechanical service, fuel, insurance,
electronics.

Full crew, management, flag/class
compliance, berthing, yard periods.

Crew payroll, fuel, refit reserve, paint,
teak, tenders, class surveys.

Large crew, aviation/tenders, security,

specialist systems, major refits.

Still expensive, but not institutional.
Owner operation may be feasible.

Can become a semi-business if crewed
and frequently used.

This is where family-office discipline
becomes necessary.

Charter may offset some cost but rarely
removes ownership economics.

A floating institution with public visibility
and political optics.

® Crew: salaries, benefits, rotation, training, uniforms, travel, visas, recruitment fees and crew housing

during yard periods.
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® Maintenance: engines, generators, stabilizers, HVAC, watermakers, electronics, tenders, safety
systems, paint, teak and class items.

® Berthing: marinas, seasonal slips, home berth, event berths, anchorage logistics and scarcity
premiums in Monaco, South Florida, St Barts and other hubs.

® Fuel: usage-dependent; fast motor yachts and repositioning passages can produce shocking bills.

® Insurance: hull and machinery, protection and indemnity, crew, charter liabilities, navigation limits and
hurricane plans.

® Management and administration: accounting, compliance, procurement, legal, tax, flag, payroll and
reporting.

® Upgrades and refits: paint, interior refresh, AV/IT, Starlink/satcom, toys, tenders, batteries, hybrid
systems and regulatory retrofits.

Depreciation and exit

A yacht usually loses value with age and use. The exceptions are rare, brand-specific, cycle-dependent
and often temporary. Depreciation can be disguised during boom markets, but it returns when supply
increases, interest rates rise, geopolitical risk grows, tax scrutiny expands or buyer psychology cools. The
most expensive yacht is not always the one with the highest asking price; it is the yacht that takes years
to sell after an owner no longer wants to pay the crew and yard bills.

Do not buy a yacht because charter revenue sounds persuasive. Buy it because the
owner wants the use, can afford the carrying cost and accepts depreciation. Charter
should be modeled as partial cost recovery, not as the core investment thesis.
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8. Yacht Charter Market: Economics and Limits

Charter is the public face of the superyacht economy: glossy photos, weekly rates, Mediterranean
itineraries and celebrity optics. The business reality is more constrained. Charter demand is seasonal,
region-specific, broker-driven and highly sensitive to yacht quality, crew reputation, layout, toys, legal
compliance and tax/VAT treatment. A yacht that is perfect for private family use may be poor for charter
because it lacks guest cabins, deck flow, water toys, crew service infrastructure or commercial
certification.

“m Buyer/owner implication

Base charter rate Quoted weekly price for yacht and crew, excluding many Headline rate is not the client's total bill.
variable expenses in plus-expenses markets.

APA Advance Provisioning Allowance, often roughly 25-40% Owners and charterers must communicate total
of base rate, used for fuel, food, beverages, dockage and cost clearly.
incidentals.

VAT / tax Varies by jurisdiction and itinerary; can materially Tax planning must be done before marketing the
increase total charter cost. yacht for charter.

Crew quality Repeat charter demand often depends on captain, chef Crew retention has economic value.

and service team as much as the yacht itself.

Seasonality Med summer and Caribbean winter dominate high-end Repositioning and off-season maintenance must
charter calendars. be planned.

Owner use conflict Prime owner weeks and prime charter weeks are often Charter income may require giving up the best

the same weeks. dates.
Wear and tear Charter guests accelerate use of tenders, toys, interiors  Revenue must be compared with additional
and engineering systems. maintenance and depreciation.

Major charter segments

The Mediterranean summer market centers on the French Riviera, Monaco, Italy, Greece, Croatia, Spain
and Turkey. The Caribbean winter market centers on the Bahamas, British Virgin Islands, St Barts,
Antigua and the Grenadines. Florida is a brokerage, refit and owner-use hub as much as a charter hub.
Dubai and the Gulf are important for regional wealth and event-linked yachting. Singapore is a gateway
for Asian wealth, family offices and Southeast Asian cruising, but Asia remains more fragmented than the
Med or Caribbean for large-yacht charter.

What makes a yacht charterable

Charterability is not just size. It depends on cabin layout, deck spaces, stabilizers, beach club, water toys,
gym/wellness features, chef quality, crew reputation, guest privacy, tenders, speed, fuel efficiency, safety
record, photography, broker relationships and compliance. Some owner's yachts are too personal, too
delicate or too inefficient to be strong charter platforms. The best charter yachts are designed like
hospitality businesses from the beginning.
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9. Global Hubs and Major Industry Events

Yachting is global, but the business concentrates in a few seasonal corridors. Mediterranean summer and
Caribbean winter shape charter. South Florida shapes brokerage, service, sportfishing, refit and U.S.
market visibility. Monaco concentrates prestige, wealth signaling and superyacht dealmaking. Dubai is a
Gulf wealth and marina-development hub. Singapore acts as a strategic Asian node for family offices,

regional cruising and maritime services.

Global Yacht Hubs

Monaco

B Mediterranéan
¢ Summer charter: Italy,

France, Gree

Gulf wealth, marina real
estate, shows Singapore

Florida

®/ Brokerage, refit,
°F°" caribbean

Winter charter: Bahamas,
BVI, St Barts

Dubai

Asia gateway, family
offices, cruising base

Original schematic map: hubs are business clusters, not just attractive destinations.

Event / hub Role in the market Why it matters

Monaco Yacht Show Premier superyacht show in Port Hercule; 2026
edition listed for September 23-26.

Fort Lauderdale International Major in-water U.S. show; 2026 dates scheduled
Boat Show for October 28-November 1.

Mediterranean Cannes, Monaco, Antibes, St Tropez, Sardinia,
Amalfi, Greece, Croatia, Balearics.

Caribbean St Barts, Antigua, BVI, Bahamas, Grenadines.

Florida Fort Lauderdale, Miami, Palm Beach, Bahamas
gateway.

Dubai Gulf luxury hub and marina/real-estate
ecosystem.

Singapore Asian maritime, private banking and family
office hub.

Concentrates shipyards, brokers, designers,
managers, wealth advisers and UHNW buyers.

South Florida is a practical market: brokerage,
refit, sportfish, crew, insurance and U.S. buyers.

Summer social calendar, charter visibility, owner
networking and shipyard access.

Winter charter, privacy, beach lifestyle and
transatlantic seasonal rotation.

Refit, brokerage, crew, sportfishing culture and
U.S. wealth access.

Regional wealth, events, warm-weather
destination and brand signaling.

Gateway to Southeast Asia, Indonesia, Thailand
and emerging Asian yachting demand.
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10. What Yachts Mean to Wealthy Owners

The yacht is one of the clearest modern symbols of surplus wealth because it has limited practical
necessity, high visible cost and large hidden cost. That is why it is powerful and dangerous. To one owner,
it is a family refuge. To another, it is a business-development platform. To another, it is proof of success.
To the public, it can be read as vanity, tax excess, environmental hypocrisy or oligarchic insulation. The
same yacht can produce joy, influence and reputational damage.

Luxury good

As a luxury good, a yacht offers craftsmanship, design, exclusivity and sensory experience. Unlike a
watch or car, however, it requires crew, berthing, maintenance and regulatory discipline. The larger it
becomes, the less it behaves like an object and the more it behaves like a private hotel under maritime
law.

Movable real estate

Yachts are often described as floating real estate, but that analogy is incomplete. They have interiors,
guest spaces and location value, but they depreciate like machines, corrode in saltwater, require crew
and cannot be passively held like a condominium. The better analogy is a movable luxury residence
combined with an aircraft-like maintenance culture and a hospitality business.

Private space and family asset

For many wealthy families, the yacht is a controlled environment where children, relatives and close
friends can gather away from hotels, paparazzi and public venues. The family value can be real. But
family use also exposes the owner to safety, alcohol, water-sport, guest-injury and crew-boundary risks.
Clear onboard rules matter.

Network asset and business entertainment platform

A yacht can compress relationships. A weekend onboard can do more for trust than a boardroom dinner.
It creates soft power by offering a scarce experience. But it should not be confused with neutral business
infrastructure. Gifts, entertainment, public officials, regulated clients, sanctions-sensitive guests and
conflict-of-interest rules require caution.

Status symbol and vanity trap

The status element is unavoidable. Some owners buy privacy; others buy applause. The vanity trap
appears when the yacht is purchased to keep pace with peers, impress guests, satisfy a spouse, signal
billionaire arrival or dominate a marina. This is how owners end up with yachts that are too large, too
public, too expensive or poorly matched to their actual lives.

The psychologically mature owner treats the yacht as an expensive tool for a defined
life strategy. The immature owner treats the yacht as a trophy and later discovers
that trophies need payroll, class surveys, engine service, crew politics and refits.
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11. The 20 Core Concepts Beginners Must
Understand

T e

1 LOA Length overall; a basic size metric but not a complete measure of volume or complexity.

2 Gross tonnage A volume measure, not weight; often explains why two yachts of similar length feel very
different.

3 Displacement / planing Hull behavior that affects speed, comfort, fuel burn and range.

4 Range How far the yacht can travel at a given speed with fuel reserves; marketing range can be
optimistic.

5 Draft Dep_th below waterline; determines access to Bahamas, shallow anchorages and some
marinas.

6 Beam Width; affects stability, interior volume and berth limitations.

7 Class Technical standards and survey regime; especially important for larger and commercial
yachts.

8 Flag state Legal registration jurisdiction affecting compliance, reputation, charter and documentation.

9 Private vs commercial Commercial charter use increases regulatory burden and insurance/tax complexity.

10 Crew model Captain, engineer, deck, interior and chef structure; crew quality drives the owner experience.

11 ISM / safety management Formal safety systems for larger/commercial operations; paperwork that matters in accidents.

12 APA Advance Provisioning Allowance in charter; the expense fund beyond the base rate.

13 Refit Major maintenance or upgrade period; can become the largest hidden cost after purchase.

14 Paint and teak Cosmetic systems that are expensive, visible and value-sensitive.

15 Stabilizers At-anchor and underway comfort systems; critical for guest experience.

16 Tender and toys Guest-experience equipment that adds maintenance, crew work and risk.

17 Berth scarcity Prime marina space can be as strategic as the yacht itself.

18 Depreciation Most yachts lose value; brand and condition only soften the curve.

19 Charter offset Potential cost recovery, not a reliable profit engine for most owners.

20 Exit planning Plan resale, refit timing and market liquidity before buying.
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Appendix A: Practical Cost Scenarios

These examples are deliberately rough. They are meant to discipline thinking, not replace quotes. A
serious buyer should build a vessel-specific budget with a captain, manager, insurance broker, tax
counsel, shipyard and surveyor.

Purchase Likely annual budget Likely owner lesson
assumption

70-foot production $2M-$5M
motor yacht

30m semi-custom motor $8M-$18M
yacht

50m superyacht $30M-$70M

80m custom megayacht $150M-$300M+

Final buyer checklist

Define mission before brand.

Build a five-year cost model before signing an offer.

Use independent surveyors and technical advisers.

$200k-$700k

$900k-$2.5M

$4M-$8M+

$12M-$25M+

The first shock is not purchase price; it is dockage,
maintenance, crew help, insurance and constant
small repairs.

Full-time crew and management begin to feel
unavoidable; charter may help but adds wear.

The yacht is now an institution: payroll, class, flag,
refits, tenders and owner schedule discipline.

The project is comparable to operating a boutique
luxury hotel, technical platform and public symbol of
wealth.

Treat flag, tax, insurance and financing as one integrated structure.

Hire the captain and manager early enough to influence the purchase.

Underwrite refit risk aggressively.

Assume charter revenue is uncertain and partial.

Plan exit before purchase: likely resale buyer, timing, refit cycle and broker strategy.
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Source Notes and Market Anchors

The report uses public sources for current event dates, regulatory definitions, brand positioning, operating-cost benchmarks
and charter cost conventions. Price ranges in the report are indicative synthesis, not appraisals or quotes.

Large yacht / commercial UK Government, LY3 Large Commercial Yacht Code: applies to yachts 24m and over in commercial
yacht threshold use for sport or pleasure, not carrying cargo and not carrying more than 12 passengers. Also
cross-checked with Boat International's yacht classification explanation.

Superyacht category Boat International glossary/classification materials describing superyachts as professionally crewed
luxury yachts around 24m+ and noting the lack of universal agreement around 'megayacht’
thresholds.

Annual running-cost Fraser Yachts ownership-cost guide cites industry benchmarks around 10-15% of purchase value

benchmark annually for fully operational yachts.

Charter expenses YachtCharterFleet and 2026 MYBA-oriented charter explanations cite APA commonly around 25-40%
of base weekly charter rate, with VAT/tax and gratuity separate depending on jurisdiction and
contract.

Events Monaco Yacht Show official site lists September 23-26, 2026. FLIBS public materials and event

listings schedule Fort Lauderdale International Boat Show 2026 for October 28-November 1.

Brand positioning Official brand/shipyard pages reviewed for Azimut, Benetti, Ferretti Group, Riva, Sunseeker, Princess,
Sanlorenzo, Lurssen, Feadship, Oceanco, Heesen, Amels, Perini Navi and Westport; supplemented by
brokerage and industry profiles where useful.

Flag and management Public yacht-registration and management materials reviewed for common flag-state considerations,
yacht management services and transaction workflow; actual owner decisions require maritime
counsel.

Selected public sources consulted: monacoyachtshow.com; flibs.com; yachtcharterfleet.com; gov.uk LY3 code page;
boatinternational.com; fraseryachts.com; burgessyachts.com; azimutyachts.com; benettiyachts.com; ferrettigroup.com;
riva-yacht.com; sunseeker.com; princessyachts.com; sanlorenzoyacht.com; lurssen.com; feadship.nl; oceancoyacht.com;
heesenyachts.com; amelsyachting.com; perininavi.it; westportyachts.com.

Disclaimer: This document is general market analysis. It is not legal, tax, investment, insurance, engineering or
maritime-safety advice. Buyers should retain qualified maritime counsel, tax counsel, insurance brokers, naval architects,
surveyors, project managers and yacht managers before acting.

Page 22



