Cape and Naples
among Florida
firm's locations

Florida-based Galati Yacht
Sales -- with locations in Cape
Coral and Naples - has been
named the number one boat
dealer in the United States by
Boating Industry magazine,
2008 was Galari's second con-
secutive year in the top spot.

"While most industry awards
are given to those dealers that
sell the most boats, our Top 100
program is much more qualira-
uvely focused," said Matc
Gruhn, editor-in-chief of Boar-
ing Industry magazine. "That
levels the playing field for all

dealers and directs consumers
to those dealers that can best
deliver on the dream that boat
ownership promises.”

Galati Yache Sales manage-
ment atcribures the recognition
w a lasting company philoso-
phy. "We not only value our
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customers, bur we also cover
them, said Darren Plymale,
general manager of Galati Yache
Sales, based in Anna Maria
Island, Florida. "If we take care
of our customers, they're going
to take care of us, That's what
Michael Galari 5r. said svhen he
founded this company and
thar's what we say today."

Boating Industry magazine
recognizes that with many
marine businesses struggling
under the pressure of today's
cconomy, the industry's future
depends on consumers' ability
to find dealers capable of
exceeding their sales and service
expeciations. They intend to
provide consumers a trusred
source they can turn to with the
magazine's fourth-annual Top
100 Dealers list.
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Galati Yacht Sales named number one yacht dealer in U.S.

"Our editorial siaff was
exwemely impressed with Galati
Yachr Sales's efforts co divessify
its business, offering consumers
more choices for experiencing
the boating lifesryle," said
Gruhn. "Of pardcular note, the
company launched an inidative
1o source a fractional ownership
produce, allowing cansumers ©
pay for boating based on actual
time spent using the boar, Ir also
allows consumers w enjoy a
higher level of boating fun, at a
fraction of the cost, so they can
focus on simply enjoying their
timie on the water."

"We came out with Signarure
Shares 1o give another alterna-
tive for someone who's not
looking for purchase, bur wants
dme in a boat," said Plymale.
"They get so many hours, or so
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many days for less than the
frone-end cost of buying a boar.
It takes the cost of ownership
down for people who aren't
ready for a full-time commit-
ment.” The fractional owner-
ship program is only available in
Galati's Florida panhandle loca-
don, but will be considered for
Cape Coral and Naples for
expansion.

The Top 100 ranking recog-
nizes those marine dealers that
are unsurpassed in overall busi-
Aess OPErations, CUSTOMEr Serv-
ice, markering and professional-
ism, Boating Industry's editorial
staff reviewed almost 350 appli-
cations, culled from more than
3,000 nominations.

"The Boaring Industry Top
100 has, in short order, become
the most covered award in the
marine market," explained
Tammy Galvin, Vice President
of Affinity Boating Media, the
magazine's parent company.
"Marine dealers are on the front
line with consumers every day,
and this is one way we can help
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provide much-needed bench?
marking information for alf
other dealers to measure them-
selves against.”

The Galati family and the
company's management, are
proud ro repeat ac the wop.of the
industry's "best" list, but they're
looking ahead 1o 2009. ..Pcvw
say _?2. want to buy a Galad,
even though we don't make
boars," said Plymale. har |,
comes from a repuration for
dockside service, custor
focus, our rendezvous and f
ing tournaments, They're all
ways of keeping Galati connecr-
ed with our customers,”

And thar customer connec-
tion might prove more impor-
tant than ever. "We believe that
the number of dealers that will
malce it through these econom-
ic times will shrink, said Ply
male. "Bur even with fewer
dealers, a cerrain part of the
boating marker will remain
constant. We anticipate " a
grearer share of that new boas
ing market."






