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CRM UNDERSTANDING IN MARINA

Clients

MARINA
TRIANGLE

Owner  
management

Most precious treasure 

The key to the success
Reduce costs and 
increase revenues

Staff



CRM UNDERSTANDING IN MARINA

CRM empowers marina to put the customer

at the heart of their business, which is the 

fastest way to increase their sales and profit.



CRM UNDERSTANDING IN MARINA

CRM helps to improve customer experience.

80% of CEO’s believe they deliver superior customer experience. Only 8% of 

their customers agree. What would your customers think? 



CRM DESIGNED FOR MARINA SPECIFICS

CRM 

Mobile, cloud
based

servicing from
anywhere

myMarina mobile
app, easy, modern for

clients & internal
communication

Marina Master
Loyalty program, 

Campaign
Management

Marketing 
Campaigns, 

Digital Marketing, 
Events

Offers, Sales
Activities,

Customer Yourney

Customers (360° view), 
Leads, Prospects

Management

Sales funnel

CRM activities: bulk 
emailing, SMS, 

reminders, alarms, 
automated signature, 

payments, call logging, 
complaint management

CRM Analytics, 
reports

automated
triggering, self-

learning

It‘s all APP-ENING 
in the marina



CRM DESIGNED FOR MARINAS ADDED VALUE

Clients

StaffOwner  
management

Marina owners & managers have
complete control and CRM -

management capabilities from 
anywhere.

Boaters have improved 
boating experience through 
peace of mind knowing that 

their expectations will be met.

Marina Staff has more time for 
added value activities, while time-

consuming CRM tasks are now 
automated and controlled

remotely. They can finally taking 
care of customers to gain loyal 

and valuable customers.

MARINA
TRIANGLE



CRM DESIGNED FOR MARINA‘S ADDED VALUE

Marina 
Management 
is able to keep 
their promises

Improved 
CUSTOMER-

MARINA 
relationship & 

LOYALTY

INCREASED SALES 
RAISED STAFF PRODUCTIVITY

INCREASED REVENUES
INCREASED ACCURENCY OF SALES FORECAST

Unique 
boater‘s 

experience



CRM BEST PRACTICES EXPERIENCE 

No two marinas in the world work the same way, but 
learning from best practices can bring benefits to each one.



CRM BEST PRACTICES EXPERIENCE 
Enquires and converting leads into customers

ENQUIRY FROM 
WEBSITE

Marina staff is notified about new 
enquiry and can respond 

immediately



CRM BEST PRACTICES EXPERIENCE 
Automatic emails

At arrival…

After departure...



CRM BEST PRACTICES EXPERIENCE 
Customer data is a king



CRM BEST PRACTICES EXPERIENCE
High level of services



CRM BEST PRACTICES EXPERIENCE
Use of app for interactions of customer with marina



CRM BEST PRACTICES EXPERIENCE
Online dry store booking



CRM BEST PRACTICES EXPERIENCE
Online dry store booking



CRM BEST PRACTICES EXPERIENCE
CX surveys



CRM BEST PRACTICES EXPERIENCE
Loyalty program

Automated loyalty program with customized rewards 
incorporates 3-tier levels with instant discounts, perks 

and vouchers features. Each membership tier has 
predefined parameters for transient dockage, 

merchandise and fuel services benefits. 

Loyalty program 
algorithms enable us to 
predict future customer 

visits, cash flow and 
customer retention 

triggers.



CRM BEST PRACTICES EXPERIENCE
Loyalty program



CRM MANAGEMENT ANALYTICS
Reports and predictive analytics take center stage

Marina Management
needs complete overview 
of customer data, history 

& future reservations, 
behaviour and customized 
specific reports & analytics

and more.

Marina Management is able
to forecast marina situation, 

customer behavior in 
certain times of the year

and more.



CASE STUDY 1
Avtomation simple processes

➢ Every Tuesday in the morning send out reminders for 
outstanding payments.

➢ Every day send out reminders for expired insurance in next 
30 days with link to upload insurance.

➢ Daily send out ‘happy birthday’ cards
- remind staff for those that are in marina on the current 
day.



CASE STUDY 2
Automatic digital contract renewal

Automated Digital
Contract Signing & 
Payments in Ocean 

Havens, USA



CASE STUDY 2
Automatic digital contract renewal

Customer side



CASE STUDY 3
Data mining – antifouling example

➢ Auto prepared list off all candidates for a special offer –
antifouling.

➢ Go through the list and prepare quote.
➢ Send quote to all candidates – boat owners.
➢ A boat owner can accept quote with signature.
➢ Come back with dates, lifting, works, and launching back to the 

water.
➢ Optionally payment link with a deposit to confirm. 
➢ Auto send txt message/email a day before lift the boat.
➢ Auto send txt message/email a day before lunch back to water.
➢ Auto prepare and send invoice, payed with deposit and rest 

stored Credit card (token in MM database).



CRM TRENDINESS IN MARINAS - WHAT‘S AHEAD? 

CRM ARTIFICIAL INTELLIGENCE 

MARINA

ONE SYSTEM TO RULE: ERP & CRM INTEGRATION

MOBILITY & ACCESSABILITY FROM ANYWHERE?

AUGMENTED REALITY & VIRTUAL REALITY

Key
CRM 

Trends

CHATBOTS

SELF-SERVICE CRM

SOCIAL CRM



Thank you for your attention!

For any question
info@marina-master.com

mailto:info@marina-master.com
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