




SUMMARY

Intro to the Ultimate Report

Skyrocket Your Sales

The #3 Secrets

The Evolution of the Industry

The Secret of John Rade

Anti Sales Department 

The Clone Wars 

S #1: Timing

S #2: The Magic Formula

S #3: Big Domino

The Best Part of this Book 

5

7

8

15

18

21

24

27

29



aventushyachts.com 4

Special thanks goes to

Vincent Finetti

Yacht sales expert and founder of Yacht Sales
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pubblications and his mentorship. 

Thanks for supporting and believing in us.



The Ultimate Report
for Skyrocketing Your

Yacht Sales

Yacht Sales Secrets is the report that will allow
you to turn your specialized knowledge, talents
and abilities into a system that will increase
dramatically your sales! 
This is one of the shortcuts that will make you
outmarket your competitors.

Yacht Sales Secrets will help you to outstand in a
market characterized by conformity…

Yacht Sales Secrets will show you how to build a
mass of clients willing to get your yachts…

Yacht Sales Secrets will teach you how to
skyrocket your business by giving you the
knowledge to adapt to an evolving market …
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Who is this report for?

It’s for those who are willing to scale their yacht
sales in a systematic way.

It’s for those who understood that the traditional
way of selling is dead, and that to thrive you must
adapt to new marketing methods (which we will
explain in a few moments).
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Epiphany #1: The evolution of
the yacht sales industry

Before I explain you the secrets and how they
work, I first want to walk you through the journey
that most dealers, brokers, charters and
shipyards go through when they try to sell a
yacht. My guess is that as you read through these
these steps, you’ll probably identify phases you’ve
already been in, or ones you are in now.
It’s interesting, because almost everyone who has
asked me:

“how can I increase the number of yachts I
sell?”

is stuck in one of these phases, yet those who use
the three secrets (both offline and online) actually
bypass all of them.

The goal ISN’T to get through the phases, it’s to
step outside the phases and build your empire on
a completely different foundation ( which i’ll show
you in the next chapter). So sit back, relax, grab
some popcorn, and let’s go on this quick journey
together.
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The secret of John Rade that
will guarantee success to

your company
Since I’ve been studying how to be more efficient
in selling yachts my goal has been to extrapolate
the fundamentals which would allow me to get
consistent results on the long period.

I learned that to continue to sell yachts on a
continuous basis without losing time, money and
energy you must have to be an expert on
identifying the behaviours and desires of your
market.

To let you have a deep understanding of this
concept I want to tell you a story…
This is the story of the Captain John Rade and his
secret that made him catch the biggest fishes in
the sea, making him a living legend in the fishing
world.

With good chance, if I would ask any expert
fisherman between the docks and the boats in
Montauk who is the king of the reel and of
commercial fishing (a  "pinhooker” in local slang),
the majority of them would agree that John Rade,
better known as Johnny, is the holder of the
crown.Captain Rade was born in Brooklyn, but his  
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family moved to Montauk in 1945 when he was 2
years old “Montauk was so simple at that time”,
he said. “ A lot of dirt roads and not too many
people, but the fishing activity…
it was skyrocketing”

After graduating at the East Hampton High School
Captain Rade joined his brother and his father on
the Marlin II, their family boat, for 15 years.
Captain Rade continued to better his techniques
for over half a decade.

“I’ve been learning a lot by working with a lot of
people on different boats - he said - I learned
tides, lunar phases, where and when to go, which
baits work the best. I really learned everything
possible and I tried to think in a completely new
way in comparison to all the other fishermen.”

Captain Dave Airpotch, owner of the F/V Caitlin &
Mairead, who knew Rade since the early ‘70s,
says about him: “I love Johnny, his family, and I
would love to get all his knowledge regarding
fishing. He knows a lot of little treasures. He
catches fishes as anyone else does. And he still
works as hard as he did 30 years ago.”

Rade has a sixth sense when it comes to know
when, where and how to catch big fishes.



At this point you are definitely asking yourself,

what the hell does a newyorkese fisherman
has to do with me selling yachts?

The answer is simple, and you’ll discover it
reading the following answer that John Rade gave
in an interview.

The journalist who published his story in a local
journal entitled “ John Rade the master of rod and
reel “, asked him how he could accomplish such
extraordinary results, and how was he capable to
maintain them consistent every single day for
over 50 years.
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Well, the answer he gave could change
dramatically your business outcome and let
you make the next level.

If you are curious to know the answer, you’re served.
John said:

“It’s not definible as secret. It’s simple. I do the exact
opposite of what other fishermen do. You see, when
they go to fishing, they think like fishermen.When i
go out, I think like a fish. In other words, I
synchronize on what he wants, and then I give it to
him either if you think it’s right or wrong.This means
using the right bait in the right moment and so on.

The big mistake everyone is doing is the opposite.

They buy big luxurious fishing implants, nets, boats,
gps, blah blah.
All that material may intrigue you, but it’s completely
useless unless you understand what the fish does
want. And this would be different in particular
moments.
I can see it a lot of times.the majority of fishermen
prefer to show off their ultimate fishing rod instead
of investing their time in the study of the fishes
themselves.
Damn, to this day I still use a basic rod and reel, and
I’m destroying all of my competitors in my zone
throughout the year. They could definitely beat me 

11



aventushyachts.com 12

on a particular day.

But I’m so consistent that I know I’ll be at the top on
the long run. Look, I understand why a lot of
fisherman behave in this way.
I understand.
It is much easier to buy a new and extravagant
equipment and delude yourself that you just bought
a shortcut to getting a lot of big fishes at the first
time you are using it.

But it’s just a self-illusion. 
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What did you learn from this story?
What you need to do to get more fishes
everyday? (selling more yachts on a
continuous basis)

So, I guess that the comprehension of this principle
is the main reason i could catch such big fishes,
everyday, and become a legend all across the globe.
While everyone is thinking like a fisherman, solely
focusing on shortcuts and on buying expensive
accessories, I’m busy thinking like a fish”.

Well, inside this story there are some of the
principles that you absolutely need to take and
apply to your business. 

Hope you got them all.

Now let me ask you two questions:

While you think about it I want to tell you what
personally this story has taught me, and it’s quite
a translation which we can apply to your business
too.

In order to explode your business you have to
focus on what your clients desire.
I see to many people focusing their attention on
hiring a “shark” broker or paying hundreds
oflistings to show their yachts (where they are
going to compete with thousands of sellers ).  
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Furthermore with the Covid-19 Outbreak
consumer’s behaviour have changed a lot and
trying to sell yachts the “traditional way” is going
to get you to a dead end.

So ask yourself: What can I do to give my
client the best experience on his next yacht
purchase?

You might get a few leads, but if you are not up to
date with marketing and sales tools, you are
gonna lose them.
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Epiphany #2 - Anti sales
Department.

Multiple listing yacht pages
The second phase usually starts as soon as you
understand that positioning yourself online is the
best thing, but you still don’t know how to do it.
With the few interested leads responses you
have, when they are ready to buy, you send them
to what we call the “anti-sales department,” or
your company’s website.
Most of the websites look beautiful, but they are
not set up to get people to actually buy
something. They are bad at converting your
visitors into customers.

Scratch that...
they just suck.

Even if you can get your mom or your aunt or
uncle to fall in love with your yacht, and even if
you’ve set up the sale perfectly, you have to send
them to the company website to get them full
details on the yacht itself.
The website most oftenly confuses them, there
are very few details, low quality pictures and a lot
of distracting factors.
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It gets even worse if you have your yacht on a
multiple listing website… 

Let me show you really quickly:

aventushyachts.com

The site may have too many options, an outdated
shopping cart, and no understanding of cart
value or conversion rates. These listing websites
aren’t able to keep the emotional connection to
the buyer that you started. And on and on it
continues.

And furthermore this multiple listings websites
have the main purpose to generate revenue
through adverstising… so guess what? You aren’t
getting any valuable leads from that.

16



aventushyachts.com

Imagine you’re out at a party and there’s a
woman you REALLY want to ask out to dinner.
You go up to her and you’re so smooth and it’s
awesome and you’re ready to take down her
number. But right at that moment, you have to
stop and say:

“okay, before I take down your number, I’m going to
hand you off to my grandpa, who doesn’t know how
to use a cell phone, loves to tell you all kinds of
stories with completely unimportant details, and has
really bad breath. But it’s okay. he’ll get your
information”

Even if she wanted to go out with you, she
probably won’t because you handed her off to
Grandpa.

Buzzkill. 

Lost date. Better luck next time.That’s what it's
like to send interested buyers to MLS or
corporate websites. 

These sites are built by brokers, not marketers, so
they do the OPPOSITE of what you want. They
actually repel people and push them away
instead of hooking them in.
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Epiphany 3 - Clone Wars
The third phase sneaks up on you, usually about
the time you’re ready to go online to get new
clients when you realize MLS aren’t working as
they should .

That’s when you enter... The Clone Wars.

At this stage, you’re diving into internet marketing
to find your leads, drive traffic, and make sales.
But then... 
a realization.
Although your company’s owners are bragging
about their numbers, they are giving everyone in
their 300,000+ members company the exact
same template and instructions for how to sell.
They are creating MASSIVE competition for
you.
Statistics show that 98% of businesses fail, and
that’s when they are selling unique products and
in a space without thousands of identical
competitors. Imagine the statistics if everyone
were selling the same thing in the same way as a
million other people.
In addition to that, you are selling a product that
just 1% of the global population can actually
afford.
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The maths isn’t in your favor if you’re doing
the same things as everyone else.

When 300,000 team members are using the
SAME template with NO variation whatsoever,
and those 300,000 people all try to run the same
ad and social media campaigns, what happens?
People get used to it and start to tune you out.
Instead of it grabbing people’s attention, it just
becomes an expected pattern to ignore.

In order to succeed online, you need to always
keep the concept of Pattern Interrupt in your
mind. This means doing things differently,
keeping your audience excited, building and
customizing your own funnels that interrupt their
daily patterns.

That’s why we designed a strategy that will
outmarket your competitors, will get you tons of
qualified leads… and last but not least we
adapted it to this Covid-19 situation so you can
crush it as John Rade used to do.
People who escape Phase #3 realize that funnels
and internet marketing strategies are so
important, and implementing the company’s
massive cookie-cutter plan is not that effective.

Not everyone gets to the fourth phase. In fact,
most brokers can’t get out of the earlier phases 
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to even experience this one. So I’ll tell you what
happens.

Phase #4 is when you make enough money selling
yachts that you start to think this actually might be a
profitable venture. But then you’re hit with the
“homeless man with a Ferrari” problem.

After a bunch of failed sales, an opportunity
knocked on the door and you used everything
you knew about funnels and internet marketing,
and it seemed you had finally cracked the code.
Within just 90 days you sold a bunch of yachts
which allowed you to get yourself a flaming red
Ferrari!
There is just one problem. Within a year, your
commission checks had gone down to almost
zero.
You failed to understand one of the core
foundations of yacht sales: Evolution.
Your market is in continuous change, and if don’t
differentiate yourself by keeping up with the
increasing demand of your clients… you could
end up with no more commissions but a really
sweet car.
Moreover you want to get a steady flow of
customers, so you understand yourself that
marketing and selling the ‘old way’ is no more an
option for you.
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The three secrets to
boost your sales

Running cost
Depreciation cost
Market perception cost

Secret #1: TIMING
Probably you have never thought about it, but
time is your worst enemy when it comes to selling
yachts.
The three reasons are the following:

1.
2.
3.

The moment you decide to sell your yacht by
relying on the classic sales or broker systems, the
time your boat will be sold will grow exorbitantly.
Brokers have no interest in selling YOUR boat
specifically, and not treating it in a special way will
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1 year of running costs:$216,000
($18,000/month x 12 months)
1 year of depreciation costs:$192,000
($16,000/month x 12 months)
1 year of market perception costs:$120,000
($10,000/month x 12 months)

increase dramatically sales time.

Think about this Scenario:
March 2018, broker lists a 2014 Sunseeker 73.
The owner decides to list the Sunseeker at
$2.15M — about $200,000 above the fair market
price. 
As you probably think, the boat has not attracted
much interest.
In fact, the first offer came after 4 months, and it
is for 1.83M, but the owner refuses it.
Time passes and total losses continue to
grow.After one year on the market, the owner
has accumulated the following costs:

As you see below only after a year that your yacht
is in the market you have lost about a half a
million dollar.

Look the slide on the next page...
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How to prevent this from happening?

Using a great digital marketing strategy
allows you to significantly reduce sales times.

And all this at a much lower cost comparing it
with the depreciation and cost of a classic broker.
Today, creating a good digital identity, combined
with the power of advertising, guarantees
customer response times up to 10x shorter than
traditional systems.
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Secret #2: 
Number of Showings x Close
Ratio = Number of Boats Sold

This can sound very trivial.

But think about it.

What is your active strategy to increase these
numbers?

Do you have a plan to increase the number of
interested people in visiting your yacht? 

If you’ve read up to this page, you probably
haven't!
But no worry, we are here to explain to you how
to do that!

The market today is extremely competitive, the
consumers are more and more demanding and
less loyal.
The way they look for information has completely
changed, With so much information at their
fingertips, consumers want to avoid sales
pressure and access lots of product information
prior to making any buying decisions.
We spend most of our time on social web and the
perceived quality of the brands we observe also
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depends on how they are positioned online.
So to increase the “number of showing” the first
rule in today’s market is to have a damn good
positioning on the web and social media.
After that you need an online strategy to bring
interested people to visit your boat.

Just like that…

As we saw in "the clone wars", before the
explosion of mobile devices, your broker just
needed to list your yacht on the leading multiple
listing site, place an ad in a yachting magazine,
and send a newsletter to their database.
However, in today’s new marketing ecosystem,
the traditional way of promoting listings by
brokers and brokerages is becoming more
ineffective and obsolete.

Understand: Facebook, Google, Instagram, and
Youtube are the new Yachtworld.

The new Yachtworld is made up of Google,
Instagram, Youtube and Facebook, and aware of
this we have studied and tested a method that
allows you to generate 5-10x as many leads
compared to the “old way” approach simply by
using modern advertising and marketing
methods.
An approach that uses multiple media channels 
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and communication channels in addition to
multiple listing sites. A way of selling your yacht
that is adapted to rising customer expectations
and changing buying behavior.

To increase the “conversion rate” you need to
be different from the others.

In order to amplify emotions which will actually
generate the sell, you have to give your potential
client something captivating and unique.

By studying neuroscience you will discover how
most of the actions and purchases we make are
driven by emotions and after that we justify these
decisions with logic.
Having that said, the majority of the listings on
the market do not take advantage of this law of
human nature.
Instead, they mainly address the logical aspect of
the sale by focusing primarily on the technical
characteristics of the yachts.
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Emotionally compelling photography,
videography, aerial (drone) footage
Emotionally compelling customer-oriented
copywriting
Engaging and interactive content such as a
virtual tour, walk through video, etc
Structure an effective Digital Marketing
strategy

To stand out in this crowded marketplace, you
have to invest in:

Secret #3: 
THE BIG DOMINO
As we saw, understanding the client point of view
in the digital world is essential.

Think of the first luxury brand that comes to your
mind.

Done? Very well

Now try to google it and go to their website and
social pages, you will definitely find something
really compelling and of extreme quality.
Now take a minute and just think: if you are a
potential client, would you ever buy from your
website or would you be attracted to your
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company's social pages ?

If the answer is yes, you are probably amongst
the few who have understood the importance of
digital by building a well-designed website.

If the answer is no, try to find the reason because
it happens. You have to learn to put yourself in
the customer's shoes.

You have to give to the client the best experience
you can, both online  and offline.

A guided tour, high-quality visual content, articles
that accompany the user to the purchase
decision, attentive customer service are only a
few examples of what you need.

We have developed a system that combines
traditional strategy with the new digital world
and for those who have understood the
importance of developing these new systems we
have decided to provide a free consultation
where we will explore together the best way to
relaunch your business.
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Become VERY clear about your current
situation in relation to the information you
have learned by now
Design a roadmap for implementing each of
the strategies
Change the yachts sales world. Even more
greatness is waiting for you!

HERE WE ARE!
I’m sure that right now you’re probably feeling
like you have been drinking from a geyser, and I
totally understand that.

The information we gave you took us years to
discover from different mentors, and lots of
errors.

We’ve gone through a lot of concepts and I hope
that instead of feeling overwhelmed, you’ll feel
like this is a great shortcut for you.

If you’re wondering where you should start this is
what we recommend you to do.

But let me tell you another thing, no matter how
good you make a book, it could never be as
good as having us and our team working
directly with you, and that’s why we decided to
launch an exclusive offer for you reading this 
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ebook: a free consulting call to analyze your
situation and design a strategy together.

With that said, I encourage you to master the
skills in this book. Become a leader in the
industry. Really become the vehicle of change
that I know you can be. 

After you’ve done that, I encourage you to go
deeper. Spend more time with us and figure out
how to take your company, your business, and
your customers’ lives to the next level.

Thanks for spending this time with us. 
We’ll talk to you soon.

Aventus Yachts team
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