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PURCHASING ATRAWLER TRAWLER SKILLS SELLING YOUR TRAWLER TRAWLER LIFESTYLE Q
Trawler Specialists

Trawler Transactions

Jeff is honored to have his own column in Passagemaker Magazine, titled Trawler Transactions. In this series, he uses his years of experience as a yacht

broker to break down the process of buying a trawler, and the individual steps into detail to make sure you are awdre of what fo expect and can
prepare for ownership long before you complete the purchase.
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e
“value” of owning a trawler is the joy of spending
e with family and friends— you will savor

:memories for the rest of your life.
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JMYS.com Trawler Buying Team
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Jeff Merrill Yacht Sales, Inc. | www.J)MYS.com
4153 Country Club Drive | Long Beach, CA 90807

Jeff Merrill Yacht Sales, Inc. | 6878 NW 20th Ave. | Fort Lauderdale, FL 33309-1513

Purchasing a Trawler — building vour Trawler Buying team
By Jeff Merrill

After you have narrowed down the trawler model(s) you want to pursue you should establish a
team to support you along the way as you navigate through the key steps from finding a trawler to
buying a trawler. This is a major purchase and there is a lot at stake!

1) Yacht Broker — Think of your yacht broker as the coach of your team. Yacht brokers are
professionals with a wealth of knowledge and experience. Most people use a Realtor to
buy a home; I recommend you take the same approach for this expensive purchase. Ask
your broker what services they provide before, during and after the purchase. Remember,
the seller hires the listing broker to help them market the boat. The listing broker has a
agreement to be paid a commission (which is often split between listing broker and
buyer’s broker). Keep in mind that the commission is built in to your purchase price and
selecting the right broker to run your team is an important part of your purchase value
that is often overlooked. Find a broker who will listen to you, guide you and look out for

provide recommendations for the rest of the key players on your team. Select someone
who you feel comfortable with and trust, then agree to work with them solely. A
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Blue tape and black Sharpie pen = =

:

I Bring a tape
measure

and print out the
listing write up
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A typical surveyﬂqy S 2 long day
8:00 am Cold Start




a video D22 about surveying a Nordhavn 46
V5 Litube:com/watch?v=ikebSa8YCL 18 1=6805

- SURVEY DAY
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https://www.youtube.com/watch?v=jkzbS4syGLI&t=684s

Nordhavn 46 Haul Out Survey - JMYS

(@} JMYS - Trawler Specialists

1@5 33.8K subscribers

Analytics Edit video b 1K q;' ;> Share eee

61,982 views Jun 4, 2022 #JMYS

The survey is the most important aspect of every trawler transaction. It demands an inspection of the vessel both in and
out of the water. A day (or two) is spent testing and demonstrating onboard equipment so the professional surveyors can
assess and share their opinion on condition, suitability, and market value.

In order to obtain your boat loan and/or insurance coverage, you will need a “pre-purchase survey”. JMYS always
recommend that our buyers have a diesel inspector in addition to a credentialed surveyor.

Coordinating the underway demonstration (sea trial), haul out and dockside inspections is a balancing act of people,
places, dates and timing. Buyers have a lot to learn in a short period of time and seller's want to show their boat is ship
shape.

When the day arrives, it's best to have a sense of what to expect as it can feel overwhelming.

If you haven't sold or purchased a boat, there is a good chance you aren't aware of all that goes on during the hustle and
bustle of a survey day. The boat quickly becomes crowded with different professionals moving about to complete their
various tasks, and the current and future owners, along with their respective brokers, are onboard as well to oversee the
survey and ask questions along the way.
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What to look for during the haul out
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