
MarineMax, Inc. is the largest recreational boat and yacht dealer in
the U.S. It was founded in 1998, in Clearwater, Florida. The company
offers new and used boats designed for leisure, fishing, watersports,
luxury, and vacations with a focus on premium brands. MarineMax
also sells marine parts and accessories and additionally offers boat-
related services such as yacht brokerage sales, maintenance, storage,
charter services, and insurance and finance services.
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Key InformationIndustry Overview

Investment Thesis

Leader in market share in a highly fragmented industry
MarineMax is the largest company within the boat dealership and repair industry in the U.S. With 7.4% market
share, the company has an competitive advantage over peers in regards to their cost structure and customer service.

Positive industry outlook
The boat dealership and repair industry is expected to grow at a CAGR of 2.3% from 2022 to 2026. As the economy
rebounds from the effects of the pandemic, consumers are expected to increase their spending on outdoor
recreational activities including boating which will support MarineMax's future performance

Solid history of strategic acquisitions to support future growth
MarineMax has a solid history of making successful acquisitions to help in their expansion. We believe the 2021
acquisitions of Intrepid Boats, Cruiser Yachts, and the Nisswa Marine will increase their customer base, product
offerings, and strengthen its storage and services business which possess higher margins.   

Attractive valuation and strong balance sheet
While MarineMax has performed well year to date, we believe its stock is undervalued when compared to the
company's recent earnings and future outlook. The company has a strong balance sheet and trades at low valuation
multiples such as P/E, EV/EBITDA, and EV/Revenue compared to peers, the broader market, and their own historical
multiples. 



Corporate Overview

MarineMax has 100 locations in 21 states, the Bahamas, the Virgin Islands, and other countries.
Currently, they maintain 79 retail locations and 23 owned locations in highly desirable geographies.
Their real estate portfolio includes 31 owned or operated marinas, including restaurants, storage
facilities, and service facilities. They have a high focus on premium brands, customer service, and
building trust. They sell 25 premium brands including Benetti, Azimut Yachts, Tige boats, Nautique.
MarineMax's primary business strategy is conducting new and used boat sales at retail locations, at
offsite locations, and digitally; selling related marine products, including engines, trailers, parts, and
accessories at their retail locations and at various offsite locations. Marine Max has a prudent corporate
strategy. Based on the latest trends, it offers new brands that complement and do not negatively impact
the business generated from their other prominent brands. They also discontinue offering product lines
from time to time, primarily based upon customer preferences. 

Their secondary strategy is to further expand business through both acquisitions in new territories and
new store openings in existing territories. With their recent acquisitions of Fraser Yachts Group,
Northrop & Johnson, and SkipperBud’s, they have increased their superyacht brokerage and luxury
yacht services, and marina/storage services.  Their goal is that this broadening of their strategy will
potentially increase their margins. In addition, they continue to broaden and strengthen digital
initiatives. Their Boatyard digital platform allows marine businesses effective and customized digital
solutions delivering great customer experiences by enabling customers to interact through a
personalized experience tailored to their needs. 
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Revenue Breakdown

During fiscal 2021, new boat sales accounted for
approximately 70.5% of revenue. Marine Max primarily
sells recreational boats, including pleasure boats and
fishing boats.  The boats are mainly manufactured by
Brunswick, a leading worldwide manufacturer of
recreational boats and yachts, including Sea Ray
pleasure boats, Boston Whaler fishing boats, and Harris
aluminum boats. Sales of new Brunswick boats
accounted for approximately 33% of revenue in fiscal
2020. Generally, Marine Max deals with other
manufactures under an annually renewable, non-
exclusive dealer agreement. But it has a multi-year
exclusive agreement with its prime suppliers,
Brunswick and Azimut-Benetti Group. Marine Max
offers recreational boats in most market segments but
has a particular focus on premium quality pleasure
boats and yachts as reflected by their fiscal 2020
average new boat sales price of approximately $215,000
compared to the industry's average of $56,000.
 

New Boats Sales



Company Overview

Used Boats

During fiscal 2021, used boat sales accounted for 10.1% of
total revenue and 45.1% of the used boats they sold were
Brunswick models. The used boat sales depend on the
ability to source a supply of high-quality used boats at
attractive prices.  Most of the used boat inventory comes
through customer trade-ins. To further enhance used
boat sales, Marine Max offers the Brunswick Product
Protection warranty plan available for used Brunswick
boats less than 9 years old.  The Brunswick Product
Protection plan applies to each qualifying used boat,
which has passed a 48-point inspection and provides
protection against failure of most mechanical parts for up
to three years.  This type of program enhances sales of
used boats by motivating purchasers of used boats to
complete their purchases through Marine Max
dealerships. 

Insurance coverage

In fiscal 2021, insurance accounted for 2.7% of total revenues. Marine Max offers services to finance new or
used boat purchases and to purchase extended service contracts and arrange insurance coverage, including
boat property, disability, undercoating, gel sealant, fabric protection, and casualty insurance coverage.
Property and casualty insurance covers loss or damage to the boat.  They do not act as insurance brokers but
provide marketing services to insurance companies. One of their strategies is to generate increased marketing
fees by offering more competitive insurance products. The customers’ ability to obtain competitive financing
quickly and easily at their dealerships complements Marine Max’s ability to sell new and used boats. The
“same-day” financing gives them an advantage over many small competitors who do not generate sufficient
volume to attract the diversity of financing sources. 

Brokered Sales

Brokered sales segment accounted for 5.6% of total
sales in 2021. Marine Max offers boat or yacht
brokerage sales at most of its retail locations.  For
a commission, they offer for sale brokered boats or
yachts, listing them digitally on various sites. Often
sales are co-brokered, with the commission split
between the buying and selling brokers.  In
addition to generating revenue from brokerage
commissions, brokerage sales also enable them to
offer a broad array of used boats or yachts without
increasing related inventory costs. 
 



Company Overview
The sale of marine engines, related marine equipment, and boating parts and accessories accounted for
approximately 3.2% or $45 million of fiscal 2021 revenue. Marine Max offers marine engines and
equipment, predominantly manufactured by Mercury Marine, a division of Brunswick, and Yamaha. 
 They sell marine engines and propellers primarily to retail customers as replacements for their existing
engines or propellers. Mercury Marine and Yamaha are industry leaders and they specialize in state-of-
the-art marine propulsion systems and accessories.  Many of their dealerships have been recognized by
Mercury Marine as “Premier Service Dealers.” Marine Max sells a broad variety of marine parts and
accessories at retail locations, at various offsite locations, and through print catalogs. Marine Max utilizes
its industry knowledge and experience to offer boating enthusiasts high-quality products and services.  

Maintenance and repair services offer a high competitive
advantage to dealers in the marine industry. The
maintenance and repair segments formed 7.1% of total
revenues in 2021. Marine Max provides maintenance and
repair services at most of its retail locations, with
extended service hours at certain locations.  In addition, it
also provides mobile maintenance and repair services at
the location of the customer’s boat. . Marine Max has
achieved the competitive advantage of repair services
through its efficient maintenance controls and well-
trained team.  

Marine Max performs both warranty and non-warranty
repair services, with the cost of warranty work
reimbursed by the manufacturer in accordance with the
manufacturer’s warranty reimbursement program.  For
warranty work, most manufacturers, including
Brunswick, reimburse a percentage of the dealer’s posted
service labor rates, with the percentage varying
depending on the dealer’s customer satisfaction index
rating and attendance at service training courses.  Marine
Max derives the majority of our warranty revenue from
Brunswick products, as Brunswick products comprise the
largest percentage of our products sold. 
 

Maintenance & Repair

Marine Engines,Boating Parts and Accessories 



Acquistions

Intrepid 
Intrepid Powerboats is recognized as a world-class producer of customized boats, carefully reflecting the
unique desires of each individual owner. Intrepid follows a direct-to-consumer distribution model and has
received many awards and accolades for its innovations and high-quality craftsmanship that create industry-
leading products in their categories. Intrepid produced revenue in excess of $60 million during the last twelve
months. Intrepid acquisition will increase the customer base and also provide synergies around technological
development.  

Nisswa Marine (Nisswa) 
Founded in the 1930s, Nisswa Marine located in Minnesota is one of the oldest dealers in the country. Nisswa
Marine offers premium brands, including Mastercraft, Supra, Moomba, Chris Craft, and Premier Pontoons.
Providing storage for almost 1,000 boats annually, the business has built an exceptional reputation for its
extensive service and storage operations.  Nisswa generated revenue of over $35 million in 2020. The Nisswa
leadership team will continue to operate the business under Marine Max. The acquisition will further
strengthen storage and service offerings. 

Cruisers Yachts 
Cruisers Yachts (Cruisers) is recognized as one of the world’s premier manufacturers of premium yachts,
producing models from 33’ to 60’ feet. Cruisers, due to demand, recently announced the expansion of their
production capacity by purchasing a 216,000 square foot, purpose-built boat manufacturing plant in Pulaski,
WI. Such expansion allows Cruisers to more than double its capacity over time. The Company successfully
navigated through the 2020 pandemic, producing revenue of over $75 million. MarineMax’s acquisition of
Cruisers Yachts ensures it will always have a premium, American-built yacht in its product portfolio. The
acquisition will strengthen Marine Max’s portfolio and provide additional growth capacity. 

MarineMax commenced operations as a result of the March 1, 1998 acquisition of 5 previously independent
recreational boat dealers.  Since that time, they have acquired 30 additional independent recreational boat
dealers, 4 boat brokerage operations, and 2 full-service yacht repair operations. 

Recent Acquisitions



Although at a slower rate, the U.S boat dealership and repair industry is expected to grow at a CAGR of
2.3% for the next 5 years, down from 6.2% in the past 5 years. We expect MarineMax to capture more
market share in future quarters due to its leading industry position and excellent customer service
reviews while offerings all a boating enthusiast needs. 

Investment Rationale

Positive industry outlook benefits MarineMax future growth

While the pandemic had many negative impacts on
the world's population, it has also accelerated or
created new trends in society including a
foundational shift of consumers' renewed desire for
the boating lifestyle. MarineMax revenues for fiscal
2021 increased 37% to a record $2.06 billion mainly
driven by strong new unit sales from existing
customers upgrading their boats or new boating
enthusiasts. Its higher-margin businesses such as
the brokerage sales and maintenance and repair
stations were also benefited and registered revenue
growth of 194.4% and 51.6%, respectively. 

CAGR 2022-2026: 2.3%

Over the last 10 years, MarineMax revenues have grown at an average of 3.27x the industry growth. In
our revenue forecasts, we have incorporated a 2.28x the forecasted industry growth which represents
a 30% decline from the historical average and gives a margin of safety for the cyclicality of
MarineMax's business model.  

Strong balance sheet  and high profitability ratios.

As of fiscal 2021, MarineMax has liquidity exceeding $327 million and includes $221 million in cash
and cash equivalents and its credit facility with Wells Fargo along with other institutions. With an
estimated CAPEX of $21 million for fiscal 2022, we expect MarineMax to safely meet its short-term
obligations and operational activities for the next twelve months.

MarineMax profitability ratios including ROE of 26.05% and
ROA of 15.38% are well above the industry's ROE and ROA of
13.7% and 4.1%, respectively.



Investment Rationale

Over the years MarineMax has successfully executed its business strategy of expanding into new
markets organically and through acquisitions. Same-store sales for fiscal 2021 grew 13% indicating the
company's strong market position and customer preference.  

Exclusive agreements with premier brands
MarineMax faces intense competition within its
industry and, in order to remain competitive, has  
6 exclusive agreements to be the unique dealer of
brands, including Brunswick and Azimut's that
accounted for 41% of the company's 2020 sales, at
their operating geographic locations. We believe
MarineMax's leading position and well-
established relationship with premium boat
manufacturers support the company's strong
financial performance. 

Solid financial performance 

645% increase

219% increase



Risks

With the upsurge in e-commerce, MarineMax has developed an app to facilitate the online buying of
boats, yachts, and charters. The MarineMax app also allows making payments, service scheduling,
and monitoring. This initiative will support revenue growth as it provides greater flexibility to
customers to make a purchase. The app also uses artificial intelligence to provide digital and
marketing analytics. 

Innovative Development 

Key Industry Drivers

According to IBISWorld's report, the consumer confidence index, per capita disposable income, time
spent on leisure and sports, and the world price of crude oil are the key external drivers of
MarineMax's industry. 

Consumer Confidence Index (CCI)

Measures consumer sentiment of the
economic situation and indicates the future
level of consumption of goods and services.
As of September 2021, the CCI is
rebounding after 3 months of losses and
remains at 99.66. Any indicator above 100
means consumer confidence is elevated.

Time Spent on Leisure and Sports

Measures people's availability for
recreational activities. Expected to
decrease until the end of 2021 and could
affect Marine Max.

Per Capita Disposable Income

Over the last 20 years has grown at a CAGR
of 1.7% and higher disposable income
increases consumer spending in luxury
goods such as boats.

World Price of Crude Oil
Price changes in oil can affect long-term
sales of boats due to the expensive cost to
fuel boats, especially larger boats such as
yachts. Lower prices would be a catalyst
for Marine Max.



Risks

Across many industries, supply chain issues are currently a concern. Recreational boats are
already an expensive item to purchase. If key components to the boats are unavailable or
increase in price significantly, it would not be good for MarineMax or its competitors. This is a
problem that effects a variety of industries and other boat retailers and manufacturers so it is
not specific to just MarineMax.

Interest rates are expected to be raised as soon as 2022. This poses a risk to MarineMax as well as
their competitors. Since boats are expensive, consumers utilize financing options when
purchasing them. With interest rates increasing, some consumers may be deterred from
purchasing a boat due to the interest rates being increased. Interest rate changes affect many
industries and companies. Further, this could affect MarineMax's profitability in case they take
more leverage.

Supply-chain Issues

Interest Rate-Increases

Economic Slowdown

Due to the cyclicality of MarineMax's business and the fact they offer luxury products with a
large unit price, any economic slowdown could materially impact the company's future
performance. 

Large Upfront Cost

Recreation powerboat manufacturers typically have a large fixed cost base. A significant
decrease in sales would decrease profit margins and reduce production rates. However,
MarineMax has multiple other strong areas of the business, including storage and repar, that can
sustain in the event of lower than expected boat sales.



Valuation

Discounted Cash Flow Analysis
We conducted a DCF analysis to determine the intrinsic value of MarineMax. We assumed a 3.2% cost of debt
which was derived from the weighted average of its outstanding total debt, a 1.6% risk-free rate that
incorporates future expectations for the yield on the 5-year Treasury notes, and no share buybacks or issues
throughout the period. We arrived at a WACC of 13.9% utilizing the company’s current capital structure of
14.9% debt and 85.1% equity.

EV/EBITDA
We conducted an EV/EBITDA analysis to calculate our target price for MarineMax. The model estimates the
company’s stock price for fiscal 2022 and 2023 under 3 scenarios: Optimistic, Base, Pessimistic. Currently,
MarineMax trades at an EV/EBITDA multiple of 5.25x which is near its all-time lows and substantially lower
than its 5-year average EV/EBITDA of 8.83x. Our Base model assumes multiples will expand slightly for the 2-
year period. Our Optimistic model assumes a larger multiple expansion towards their average multiple and
our Pessimistic model assumes multiple contractions. 



We completed an EV/Revenue model to support our target-price calculation under the fund’s 2-year holding
policy under the same scenarios as our EV/EBITDA model. Currently, MarineMax trades at an EV/Revenue
multiple of 0.57x which is near its 5-year average multiple of 0.59x. Our base scenario assumes multiple
remains flat for the 2-year period. Our Optimistic scenario assumes multiple expansions and our Pessimistic
scenario assumes multiple contraction. 

Valuation

EV/Revenue

Relative P/E to the market

We calculated MarineMax’s historical relative P/E to the S&P 500 P/E to determine a possible undervaluation of
the boat dealer compared to the broader market. Our table indicates that MarineMax currently trades near its
lowest P/E multiple compared to the market P/E. By comparing its current relative P/E of 0.25 to the average
from 2013-2021 and 2015-2021, MarineMax trades at a 65.7% and 50% discount, respectively. 

Undervaluation

Despite the great performance of MarineMax year-to-date, we believe the company currently trades at an
attractive valuation given its stock price hasn’t performed proportionally to their record results in fiscal 2021.
Through their strategic acquisitions and positive industry and economic outlook, earnings expectations
remain high for the boat dealer. This created a solid buy opportunity for the fund with an implied return of
42.38%. 



Management Team

William Brett McGill, Chief Executive Officer and President, 26 years of
Experience. McGill has worked at MarineMax since 1996, in 1998 he became
Director of Information Services. He ascended the chain of command over the years
and in 2015 was promoted to Executive Vice President of Operations. The following
year he became Chief Operating Officer and President and has served in his current
roles since 2018. Also note, his father William H. McGill Jr. is the Executive
Chairman of the Board.

Anthony E. Cassella Jr., Chief Accounting Officer and Vice President, 24 years of
Experience. McGill has worked at MarineMax since 1998 where he started as a
Regional Controller. He became the Vice President of Accounting and Shared
Services in 2011. And has served in his current role since 2014. 

Charles A. Cashman, Chief Revenue Officer and Executive Vice President, 30
years of Experience. McGill has worked at MarineMax since 1992 where he started
as a sales consultant. He served many positions of increasing responsibility and in
2015 served as Executive Vice President of Sales, Marketing and Manufacturer
Relations until his promotion to his current role in 2016.

Michael H. McLamb, Chief Financial Officer, Executive Vice President, and
Secretary, 24 years of Experience. McLamb has worked at MarineMax since 1998
where he started as Vice President, Treasurer, Chief Financial Officer, and Secretary.
In 2002 his role changed to Executive Vice President and was no longer the
Treasurer. And in 2003 also became the director of the company. 
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