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Marketing Strategy Introduction



Marketing Strategy Objectives

Reducing
➢ Cost per Lead 
➢ Customer Acquisition Costs
➢ Print Advertising Budget
➢ Website Bounce Rate
➢ Inactive Social Media 

Followers 

Increasing
➢ Organic Search Ranking
➢ Paid Search Ranking
➢ Website Visits
➢ Time Spent on Website
➢ Social Media Engagement
➢ Return on Investment

Using Top Funnel Marketing Strategies we hope to achieve 
the above which will ultimately lead to increased revenue, 
customer lifetime value, and brand equity



Marketing Funnel Focus

Source: SiteTuners



Marketing Research

A comprehensive Market Research Report 
was conducted on the U.S. Yachting Sector 

Sources used: Internet searches, yacht and 
boating association information, online 
database retrieval, and articles from yachting  
magazines

Information attained : Market data, key 
trends, and forecasts



Defining the Target Market



Target Market Demographics

• Age range: 30- 45 years old

• Gender: 70% male & 30% female

• Occupations: Finance, Technology, or Real Estate

• US Geographic strategy: South, West, Northeast

• Socio-economics: First time yacht  owners

• Luxury Travel frequency: Very High

• Luxury goods purchase frequency: Medium to High



Target Market Psychographics

• Luxury vacations

• Private Jets

• Luxury Cars

• Lifestyle-based activities

• Male-focused activities

• Female-focused activities



Target Market Psychographics: 
Luxury Vacations

The target market enjoys taking a break from the  

stresses of daily life and wants a hassle-free, luxury  

vacation where they can escape.

➢ Focus SEO and SEM on luxury vacations
➢ Focus paid social media ads, retargeting ads 

related to followers of Luxury Vacations:



Target Market Psychographics: 
Private Jets

Due to the urgency of some business deals or the
comforts and luxuries of private travel, the target
market frequents travel on private jets.

➢ Focus on obtaining email marketing list and/or 
direct marketing list of current private jet clients

➢ Focus on event partnerships with private jets:
:



Target Market Psychographics: 
Luxury Cars

The first luxury purchase for the target market is  
usually a luxury car since it is a luxury that can be  
enjoyed daily that displays their lifestyle
➢ Focus on SEM and co-branded events with Luxury 

Car companies with a similar style to Numarine:

Aston MartinLamborghiniMaserati Ferrari



Target Market: Lifestyle-based activities

The target market has a plethora of hobbies that  
they indulge in during their leisure time. These  
hobbies define their interests and passions.

Focus on recurring brand partnerships with 
groups such as below:

➢ Lifestyle Magazines

➢ Concierge companies

➢ Leisure Clubs

Yacht Club Tennis Club



Target Market Differentiation

Looking at activities that interest the target market  

from a gender-basis

Interests of the male target market differs from the

female target market

The male target market cares about social 

activities whereas the female target cares about 

fashion and beauty



Target Market: Male-Focused Activities

Focus on partnering with companies such as below:

Private Membership Club Male Grooming Club

Spirits Lounge



Female-Focused Activities

Focus on partnering with companies such as below:

High-end fashion/ swimwear

Make up

Fine Jewelry

Fine Jewelry

Spa Treatments

Skincare



Marketing  Campaign
Modifications



Redefine Numarine Personality

• Purchasing a Numarine Yacht is more than  
purchasing a product, it is attaining the 
Numarine Experience and being part of the 
Numarine Lifestyle.

• Numarine should use adjectives from the  
historical meaning of a yacht. Displaying itself  
as the Modern-day Hunter (based on the  
original meaning of yacht “jacht”)



New Yacht Marketing Trends: 
What does the yacht consumer want?

• Larger, fully-customizable boats

• Numarine should promote its largest fleet 100
feet plus, such as 102’, 120’, and 130’ yachts to
meet changing consumer demands.

105’102’



Numarine Ads should focus on…

➢ The physical appeal and aesthetics of the yachts

➢ The pleasure and comforts of being on a yacht

➢ New yacht owners yet remain appealing to  
patriarchal luxury owners

➢ Addressing issues of serviceability

➢ Highlighting its competitive advantage:
• Innovative design and style

• Technology advancement

• Safety

• Environmentally friendly engine

• Entertainment amenities



Digital Numarine Ads should look like…

www.numarine.com Istanbul Cannes New York Sao Paolo Mexico South Africa Hong Kong

FINALIST 2012

Motor Boat &  

Yachting magazine  

awards

2012

Offering Corporate & Private Fractional Ownership

http://www.numarine.com/


Customize YOURNumarine

www.numarine.com Istanbul Cannes New York Sao Paolo Mexico South Africa Hong Kong

NOW Offering

Numarine Corporate &  
Private Fractional  

Ownership

FINALIST 2012 Motor Boat  

& Yachting magazine  

awards

Digital Numarine Ads should look like…

http://www.numarine.com/


Limit Print Advertising and focus on digital 
ads with non-yachting publications



How to Increase Numarine Exposure:
Online Strategy



Social Media Presence

• Twitter

• Facebook

• Pinterest

• LinkedIn

• YouTube
There is no  

activity

Numarine Yachts

There is no  
activity



Improved Website SEO

Digital optimization to take over key search words:
• Yacht
• Marine
• Marina
• Shipyard
• Superyacht
• Megayacht
• Yacht awards
• Luxury yacht
• Luxury Vacation
• Sailing Vacation



Numarine Digital Showroom
Fleet on display with their individual  
personalities similar to characters in a story

Give a tag line

• Be part of the Nu Generation of Yachting

• Numarine: The Modern Day Hunter

Numarine:  
the Modern  
Day Hun er

For example:  
The Predator  
The Dragon  
The Shark  
The Scorpion
The Mososaurus



Organic PR: Numarine News

• Numarine Sales Team/Executive  
team should guest blog in a  
selected Yachting Magazine

– Boating Industry, Boating  
International, PMY, Superyacht  
News

• Magazine/Newspaper presence:  
Talk about yacht industry, rather  
than just show ad in yachting  
magazines

• Show videos of the idea to the  
final project to try to get airtime  
on documentaries or magazines

The Nu Generation of Yachting: Numarine



Made in Turkey Digital Campaign

Luxury transport has always been associated with  
Italy and Germany, and with yachts the bias of  
superiority from these countries remains.

Partner with other Yacht/Boat companies based in  
Turkey:

• Run “Made in Turkey” commercials or ads

• Create Digital campaign
– “Turkey, the crossroads of creativity”

– “Turkey where European quality meets Middle Eastern  
style”



How to Increase Numarine Exposure:
Offline Strategy



Numarine Events

Host events to bring together yachters who share  
similar passion for luxury yachts and the lifestyle:

For Example: Numarine Northeast Summer 
Weekends :
• The Hamptons
• Greenwich, CT
• Rhode Island
• Maine
• Nantucket
• Martha’s Vineyard



Yachts + Art = Marine-Inspired Art  
Show on Numarine Yacht



International Boat Shows

• Target regional demographics  
at each show location

• Ensure technology is at the  
forefront of the yacht show to  
demonstrate importance of  
technology in yachts

• Highlight competitive  
advantages

• Sales people should be able  
to relate/ dress similar to  
target market to get their  
attention



International Boat Shows



Push for NEW yacht ownership vs.  
used yacht ownership

Numarine Fractional Yacht Ownership  

(Corporate & Private options)
• A simpler, easier, more affordable solution to yacht ownership

• Each owner pays a percentage of the yacht costs, and gets a  
percentage of yacht time throughout the year

• All needs for the yachts are professionally handled behind the  
scenes to allow the owners more time to enjoy their yachts

Numarine Yacht Card
• Similar to Fractional Yacht Ownership,  

allows a cardholder a specific amount  

of time on the yacht each year

Yacht Card



Summary

The average cost of a Numarine 80 foot yacht is $1.5MM

Current Numarine Advertising Budget focuses on print 
ads in Yacht magazines and boat shows with a high cost 
per lead and high competition from legacy brands

Numarine’s macro objectives are to reduce costs and 
increase sales

Numarine needs to modify its marketing plan with a 
more focused approach of embracing digital channels 
and exploiting the space before it becomes saturated



Summary

Numarine needs to redirect its print advertising budget 
into a digital budget with the following 3 steps:

1. Define a weekly content strategy for their social 
media including guest blog posts

2. Redesign their website with a digital showroom and 
targeted keywords for better SEO and SEM rankings

3. Focus on the psychographics of the target market 
when selecting online channels for digital ads and 
partnerships to attain strong ROI



Appendix



Risks & Hedges

Imitation by competitors of:
• Products
• Marketing campaigns
• Website look and feel

Differentiate with brand equity:
• Focus on service
• Numarine Experience
• Digital Showroom should  

encourage multiple visits

Extreme superyacht prices alienates  
target consumers

Encourage fractional ownership and  
Yacht cards as an alternative to full  
ownership

Target Market is still not interested  
in yachts due to seasonal usage

Will need to host events throughout  
the year that makes the Numarine  
consumer know they are part of an  
exclusive club not just another 
yacht owner

Appendix


