
How to Sell Your Boat 

Gary Spivack 
703.628.4424 
Explore my Website 

Motivation Quiz 
1. Do you want the quickest sale at the highest possible price? 
2. Are you willing to be somewhat inconvenienced while your boat is up for sale? 
3. Are you willing to invest some time and effort (or money) in to preparing your boat? 
4. Can you emotionally separate from your boat? 

If you answered “yes” to all these questions, then you are a highly-motivated seller.  You 
are willing to do the work to get your boat looking its best.  Your time, effort and commit-
ment will pay off with a quicker sale at a higher price. 

If you answered “no” to just one question, you are motivated.  Think carefully about what is 
holding you back.  If you can change your “no” to a “yes”, then you will have a quicker sale 
at a higher price. 

If you answered “no” to two or more questions, you need to think carefully about your de-
cision to sell your boat.  Your boat will be difficult to sell and will not command a fair price 
in the market.  A lack of motivation on the part of the seller is the #1 reason a boat does 
not sell or sells below the market price. 

Determining Value 
1. Write down the full specifications for your boat using YachtWorld’s “Full Specifica-

tions” pages and assess the condition. 
2. Comparison shop:  Check Florida Mariner, trade magazines and newspaper ads.  

Call your bank and ask for the loan value on your boat, check with dealers, insur-
ance agents and other brokers. 

3. Pricing guides:  Not all “Blue Books” are created equal or serve the same customer 
base.  ABOS lists wholesale low, wholesale high and average retail “primarily for 
trade purposes”.  BUC lists retail low and retail high with no wholesale values.  
NADA lists low, average and high retail values. 

4. Websites – summarize all the above and make your best guess for a realistic asking 
price with a 10-15% negotiating factor.  Keep in mind that your maintenance costs 
will be on-going throughout the sales process. 

www.ABOS.com 
www.bucresearch.com 
www.nadaguides.com 

https://garyspivack.ex.plo.re
http://www.ABOS.com
http://www.bucresearch.com
http://www.nadaguides.com


Selling Your Boat for More 

A little preparation and some elbow grease can radically improve your odds of a quick sale.  
You can add thousands of dollars to your boat’s value by completing a few simple projects 
and spending a few dollars now. 

1. Clean the boat thoroughly.  A sparkling clean boat will go a long way to a potential 
buyer’s first impression.  If the boat doesn’t shine, invest in having the boat buffed 
and waxed. 

2. Clean the head and shower thoroughly.  Remove any mold/mildew stains using 
bleach. 

3. There should be absolutely no odors, no clutter, no clothing in drawers or closets, 
nothing in galley drawers or cabinets. 

4. Wash the windows, clean the canvas and isinglass, renew varnish, clean and oil 
teak, clean the strainers. 

5. Remove all personal items not going with the boat. 
6. Thoroughly clean carpets, refrigerator, ice maker and upholstery.  Put baking soda 

in the fridge.  Empty the holding tank and put a double dose of freshener in there.  
Put fresh water in the tank with deodorizer.  Clean the stove and any other appli-
ances—no crumbs should be anywhere. 

7. In the engine room and bilges, there should be no rust visible; remove and paint any 
found.  If there are oil stains on the engine, have them steam cleaned.  Replace di-
apers under engines and generator. Bilges should be clean and dry. There should 
be no odors in the engine space or bilges. 

8. Make sure all electronics are in working order.  Windshield wipers and horn must 
work. 

9. Check all lights and replace any burned out bulbs or non-working fixtures.  This in-
cludes navigation lights, courtesy lights, salon lights, stateroom lights, engine room 
lights, spreader lights and underwater lights. 

10.Make certain engine and generator will start without assistance.  Check fluids, 
charge up batteries and top up as necessary. 

11.Set the stage:  Put a set of matching plates, glasses and silverware on the table.  
Check advertising for ideas on how your boat can be more inviting. 

12. Inflate the dinghy, clean up and make sure the outboard runs. 

Your listing is featured on numerous websites and our marketing approach invests consid-
erable effort in presenting your boat to as many qualified buyers as possible.  It only makes 
sense to provide as much detail as possible and to make the best presentation possible 
for your boat. RBY utilizes the following websites to market your boat: 

www.richardbertramyachts.com 
www.yachtworld.com 
www.boats.com 
www.yachtcouncil.com 

http://www.richardbertramyachts.com
http://www.yachtworld.com
http://www.boats.com
http://www.yachtcouncil.com


www.yachtcouncil.org 
www.boatcouncil.com 
www.yachtsforsale.com 
www.usedboatsforsale.com 
www.yachttraderonline.com 
www.soundingsonline.com 
www.boattraderonline.com 
www.sailboattraderonline.com 
www.usedboatyard.com 
www.usedboats.com 
www.yachtbroker.com 
www.boatsville.com 
www.boat-chek.com 

We also have recently added several European websites to increase our reach into the EU 
market and take advantage of the strength of the Euro. 
www.ybw.com 
www.mby.com 
www.yachting-world.com 
www.yachtingmonthly.com 
www.mbmclub.com 
www.classicboat.co.uk 

In addition, we aggressively advertise in Florida Mariner magazine with a specific ad on 
your vessel and a half-page ad for Richard Bertram Yachts. 

You Have Choices 
--Sell boat yourself 
--Trade your boat in 
--Donate your boat 
--Use a yacht broker 

If you choose to sell your boat yourself, it will net you the most money (maybe).  But, you 
must do all the work yourself.  And it is hard on your ego.  Try to sell your boat at the be-
ginning of the season, follow the boat show schedules.  Plan your advertising campaign; 
classified ads in newspapers, trade magazines, tell friends, place posters at your local 
yacht clubs and marinas.  Put a “for sale” sign on your boat and prepare a sales brochure 
with photos.  Use the Internet.   

If you get a buyer, be sure to execute a bill of sale that includes the price, the buyer’s name 
and address, and driver’s license number, boat description, registration numbers and a list 
of the major equipment with the boat.  The bill of sale serves as a receipt for payment, 
which should be noted.  If you take a down payment or deposit, provide a written receipt 
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specifying all the above information.  The deposit should be non-refundable so that your 
boat is not tied up and off the market for an uncommitted buyer.  Ask for a cashier’s or 
certified check for both the deposit and final payment.  Establish an agreed-upon closing 
date and stick to it.  Bank-to-bank wire transfers are the preferred payment method. 

If the buyer wants to make the sale contingent on obtaining financing or a survey, set 
deadlines for these conditions to be met or face delays.  Cancel your insurance as soon as 
the transaction is completed and the boat leaves your control.  You may be due a refund 
on any unused portion. 

While you do not have a legal obligation to volunteer information about your boat, you 
cannot withhold known information about a defect.  If an accident occurs, your failure to 
disclose may come back in the form of a law suit.  Selling your boat “as-is” does not al-
ways protect you.  You should disclose any defects in the written contract. 

If the buyer wants a sea trail, be sure to have a negotiated contract bound by a non-re-
fundable deposit and the buyer must agree to pay any costs (launching, re-fueling) associ-
ated with a sea trial.  You are not in the boat ride business. 

Trading In Your Boat 

This is an easy way to go when buying a new boat or a used boat from a dealer.  Most 
dealers will not take trades, they may offer to broker your boat for you “on consignment”.  
Trade-ins historically earn you the least amount of money for your boat.  Be sure to shop 
the price, since some dealers may offer considerably more trade-in credit than others.  A 
trade-in may also save you tax dollars. 

Donating Your Boat 

Donations can provide significant tax advantages to a vessel owner, provide a service to a 
worthy cause and save the vessel owner considerable inconvenience.  A marine survey to 
establish fair market value for the boat is usually required.  Check with your accountant be-
fore making the decision to donate your boat.  They will be able to provide you with specif-
ic insights about your particular situation. 
   
Using a Yacht Broker 

Much like a real estate agent, a yacht broker advertises and shows your boat to potential 
buyers, handles the legal paperwork and takes a percentage of the selling price for a 
commission, usually 10%.  Shop brokers to see who might specialize in your type of boat 
since they are likely to have more serious buyers interested in your particular boat.  Under-
stand your listing agreement with your broker.  A reputable yacht broker will be licensed, 



bonded and belong to an association that has a code of ethics that they follow.  The bro-
ker can explain the listing agreement to you in detail. 

Once a broker has been selected and the listing established, the broker begins marketing 
the boat and showing the boat to potential buyers until a deal is reached.  Once a buyer 
decides on a yacht, there is a negotiation of price, beginning with an offer from the buyer 
(backed up by a deposit) and followed by a counter-offer from the seller until a price is 
agreed upon by both parties.  Before the deal is completed, there are several more steps.  
Without exception, every sales agreement or contract has conditions which must be 
passed before the deal can close.  These may include the buyer obtaining suitable financ-
ing, a yacht survey, haul out, mechanical inspection, sea trial or other conditions outlined 
by either party.  The broker assists in ensuring these conditions are satisfactorily met to fa-
cilitate closing the deal. 

A marine survey is almost always ordered and paid for by the buyer to protect their inter-
ests.  The surveyor examines every aspect of the boat in detail and provides a compre-
hensive written report of his findings.  The survey allows the buyer to re-open negotiations 
should major discrepancies be found.  The seller can have the issues addressed or adjust 
the price accordingly. 

A sea trial is a similar test that reassures the buyer that the boat will operate satisfactorily 
and provides a chance for the buyer to experience the yacht underway—does it handle as 
expected?  If, for example, the listing claimed a 20-knot top speed, then the vessel should 
be able to achieve this speed during sea trial.   

Assuming a satisfactory survey and sea trial, the broker then handles the paperwork need-
ed for closing which includes acceptance of the survey by the buyer, the transfer of funds, 
insurance and registration of the boat for the new owner. 
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