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Welcome to a summer 
of opportunities
As another summer starts, so do the next 
opportunities for our businesses as we make 
and take every opportunity, at home and 
abroad. As members of British Marine, we can 
confidently rely on the team at Marine House 
to continue to offer its support. Many of you have already experienced 
this assistance in areas that demand expertise, knowledge and 
passion, having been part of the ‘family’ for many years.   

Those joining British Marine for the first time will experience the 
skills base we have, covering so many fields, and can be assured that 
the knowledge and information received will be based on sound data, 
accurate knowledge and proven examples. There’s no doubt that the 
professional support that members can call upon will help us all as we 
work on the future growth of our businesses.

The breadth of British Marine’s knowledge covers a myriad 
of topics, including technical, statistics, export, finance, marina 
management, legal and many other areas. We, as members, have 
this facility at our fingertips, just a telephone call or email away. 
In addition, our regional and sector committees enable us to have 
local involvement. British Marine is always looking to strengthen its 
association committees with members who want to put something 
back into the industry.

This edition of British Marine magazine highights many member 
companies that have developed and grown over the years and gives 
an insight into the diversity of our industry and the people involved.  
Please enjoy this snapshot and more importantly, have a very 
enjoyable summer season as we take our businesses to the next level.

David Pougher
President, British Marine

Studies in success
I was last in touch with Paul Jauncey many moons 
ago as editor of Motor Boats Monthly magazine. 
In those days I marvelled at the exploits of his 
family as they safely circumnavigated the world 
in a homebuilt motorboat. He still has plans to 
take on similar voyages, but these days he is 
busy applying his boundless energy to innovate in 
similarly impressive ways with the development of Gobbler Boats (see 
p12). This is just one of 11 businesses featured in this edition that 
highlight the impressive achievements of members from right across 
the marine industry.

Kim Hollamby
Editor, British Marine magazine

Apprentice Taylor Lightbourne 
at Berthon – see p10
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QUARTER DECK
Your guide to British Marine news, events and services

British Marine Boat Shows, the organiser of the London Boat 
Show, has announced plans for a redefined event for next 
year. The 2018 Show will draw on its rich heritage, located 
in one of the world’s most iconic capital cities, while firmly 
setting a new course to inspire and excite visitors for years 
to come.

Starting on Wednesday 10 January until Sunday 14 
January, the now five-day event will open further away 
from the Christmas and New Year period, offering a wealth 
of business and networking opportunities as well as quality 
visitors. The re-imagined event will be packed with unique 
attractions and new Shows within the Show, introducing the 
Boating & Watersports Holiday Show and another exciting 
event to be announced soon.

Featuring global and boutique brands, the new Boating  
& Watersports Holiday Show will take advantage of the 
prime holiday booking period. Complete with its own high 
profile marketing campaign the event will offer knowledge, 
expert advice and live experiences to get visitors into the 
holiday spirit.

Murray Ellis, chief officer of boat shows at British Marine 

comments: “Having gathered and listened to feedback 
from visitors and exhibitors, we knew we needed to make 
some changes. We are confident that these exciting plans 
will mean some incredible business opportunities for our 
exhibitors and provide visitors with a fantastic event with 
many new things to see and do.

“The Shows will benefit from increased marketing activity, 
with a focus on promoting the event to a wider audience. 
The latest digital targeting techniques, complemented by 
traditional broadcast and print media, will be used to attract 
the core boating audience whilst investing in new audiences.

Murray concludes: “The boats will remain the stars of the 
Show but the London Boat Show will enjoy a new layout, 
flanked by two new events. Interactive entertainment and 
themed catering and seating will run throughout the event 
will be sure to create an exciting and vibrant atmosphere for 
all to enjoy.” 

Further news will follow through the year as plans 
are developed. You can obtain the Show brochure and 
information regarding exhibiting and sponsorship at 
londonboatshow.com

Major changes for 2018 London Boat Show

British Marine Boat Shows, organisers of the Southampton and London 
Boat Shows, has been named Best Operations Team 2017 at the prestigious 
Exhibition News (EN) Awards at ExCeL London.

 Both Shows bring their own logistical complexities, including the building 
of Europe’s largest purpose-built marina at Southampton and the intricate 
moving of large yachts at London. The award was achieved in the face of 
stiff competition from teams who organise events from around the globe.

  Murray Ellis, chief officer of boat shows at British Marine, commented: 
“We’re honoured to receive this accolade. It’s a great achievement and we’re 
delighted we’ve been recognised in this way by our peers within the events 
industry. It’s an award for our fantastic Operations team of Daniel Taylor, 
Michelle Cunningham and Kimberley Wood that also reflects the hard work 
and success of the British Marine Boat Shows’ team as a whole.”

Boat Show team scoops top EN Award

BOAT SHOWS
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Template documents updated and reissued
British Marine template contracts are highly valued by members. They have recently 
been updated by the British Marine member and law firm Thomas Cooper LLP and 
are ready for download and use from the member area of the website.

The template contracts cover terms of business for England and Wales, and 
Scotland; conditional and unconditional second hand vessel sale agreements; a 
conditional boat sale agreement to include part exchange; a brokerage agreement; 
an agreement for the construction of a new boat to a fixed price, together with 
guidance notes; a stock boat sale agreement; a protocol of delivery acceptance and 
inland boat hire conditions, along with guidance notes. Notes on Consumer Rights 
are also available. 

If you use British Marine templates 
in your business, it vital that you 
change to the latest versions as 
older ones are no longer valid.

To download templates 
and read guidance notes on 
their use, visit britishmarine.
co.uk/Resources/Publications/
Standard-Contracts

QUARTERDECK
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News in brief
Government calling –  the House 

of Commons Transport Committee is 
asking individuals and businesses in 
the marine industry to assist with its 

inquiry into the Maritime Growth Study 
in the UK – deadline 2 June 2017. See 

britishmarine.co.uk/nib149 

12 steps to data protection – 
the Information Commissioner’s Office 
has recently updated its guidance on 

the new data protection laws that will 
come into force on 25 May 2018. See 

britishmarine.co.uk/nib150

Red alert –  the Government 
announced a call for evidence on the 
use of rebated gas oil in the Spring 

Budget 2017. Evidence is being gathered 
until the end of June and British Marine 

would like to solicit information from 
members to make a submission. See 

britishmarine.co.uk/nib151

Apprenticeship funding 
changes – major changes to funding 

rules will apply from May 2017. See 
britishmarine.co.uk/nib152

Brexit response – British Marine 
published a response to the triggering of 

Article 50 on 30 March and confirmed 
it will be leading on a number of areas 
including free movement of labour, VAT, 
customs procedures and a review of the 
19,000 pieces of EU legislation due to be 

absorbed in UK law. See  
 britishmarine.co.uk/nib153

A right stink – British Marine 
welcomed the decision in March to fine 

Thames Water £20m after the water 
company pumped nearly 1.5 billion 

litres of untreated sewage into the River 
Thames. It has called for the money to be 

reinvested. See  
britishmarine.co.uk/nib154

Hire boat licensing changes 
– the revised BSS hire boat requirements 
came into force on 1 April. All operators 
are required to ensure their vessels meet 

the requirements as set out from this date, 
regardless of whether they have had a 

BSS examination or not.  
See britishmarine.co.uk/nib155

Abu Dhabi International 
Boat Show partnership

New head of commercial

Abu Dhabi National Exhibitions Company 
(ADNEC) has announced that it will host 
the Abu Dhabi International Boat Show in 
2018 working alongside British Marine. 
The event is set to take place at Abu Dhabi 
National Exhibition Centre in October 2018.

The two companies already have an 
established relationship because ExCeL 
London, the home of the London Boat 
Show for the past decade, is a wholly 
owned subsidiary of ADNEC.

Humaid Matar Al Dhaheri, Group CEO 
of ADNEC, said: “We are delighted to 
collaborate with British Marine to host the 
world class Abu Dhabi International Boat 
Show. This event will be a valuable addition 
to ADNEC’s growing portfolio of local and 

international events. It will also support 
Abu Dhabi’s leisure marine industry 
through bringing leading international 
and local companies under one roof. Our 
partnership with British Marine will allow 
us to develop a well-attended marine 
event co-located with the most successful 
outdoor sports exhibition in the region.”

Murray Ellis, chief officer of boat 
shows at British Marine, said: “In working 
alongside ADNEC, we will leverage our 
expertise for ADNEC to deliver a highly 
successful marine event in Abu Dhabi. The 
UAE is one of the fastest growing markets 
for leisure craft and yachts in the world.”

Grant Burgham joined British Marine as its head of commercial 
in March. He is responsible for the delivery of British Marine’s 
commercial strategy across partnerships, sponsorship and 
ticket income, as well as building and growing commercial 
relationships for the London and Southampton Boat Shows. 

In addition to five years working in Dubai, where he ran 
the Dubai International Boat Show, Grant held other senior commercial and event 
management roles at Reed Exhibitions and Centaur Media. He has a real passion for the 
marine industry and is pleased to be making the move back at what will be a very busy 
time building on the continued success of the Southampton Boat Show, redefining the 
London Boat Show and working with ADNEC on the Abu Dhabi International Boat Show.

APPOINTMENTS



Why sustainability is good for business
There are three camps – those who believe that sustainability is 
the right thing to do, those who understand that sustainability 
makes good sense for their business and those who don’t 
believe in either course. You may be surprised that The Green 
Blue still comes across companies that fall into the last category 
and has to persuade them that there are many fundamental 
business reasons for being more environmentally sustainable.

The most obvious gains are to be had around reducing 
costs by implementing improved energy, waste, water and 
material management. Increased efficiencies in systems and 
processes can yield similar benefits. Managing environmental 
compliance reduces risk and may reduce insurance premiums 
too. Promoting strong environmental credentials may win you 
more business by meeting tender requirements, improving your 
reputation and making you stand out as a preferred supplier. 
Planning sustainably can also help you to future proof your 
business by thinking ahead, especially in such changing times. 

You also should consider stakeholder and employee 
expectations. Generation Y and Generation X have a wider 
view of the companies they wish to work for, typically those 
businesses who look beyond the bottom line and offer a more 
collaborative, mobile, forward thinking and socially responsible 
working culture.

Wherever 
you are on your 
sustainable 
business pathway, 
The Green Blue 
can help. Launched 
in 2005 as the 
joint environment 
initiative of British 
Marine and the 
RYA, the project 
provides advice and support to promote the sustainable use of 
coastal and inland waters by the UK leisure marine sector. Most 
importantly, this advice and support, both generic and bespoke, 
is free to British Marine members. Services include:

 ● confidential audits that review compliance with 
environmental legislation and identify opportunities to 
improve waste management, energy efficiency, sustainable 
procurement, customer engagement and the like;

 ● the Environmental Legal Register for Marinas – versions 
available for England and Wales, Scotland and Northern 
Ireland – a structured way for businesses to record all 
environmental legislation that may be directly or indirectly 
applicable to their operation to reduce and manage risk;

 ● expert advice on ISO20121 and ISO14001. Recent successes 
include British Marine members Weymouth & Portland 
National Sailing Academy, Sunsail, AFECO and Berthon. 

To learn more about taking the first steps for your business, 
contact Dan Reading at dan.reading@thegreenblue.org.uk and to keep 
up to date with the latest news from The Green Blue, sign up 
for its e-newsletter at http://tinyurl.com/TGBenews

New inland boating video
British Marine has just launched a new video highlighting 
the many benefits that getting out on the inland 
waterways can offer. From day trips on the Thames to 
holidays on the canal network, the film offers inspirational 
ideas for newcomers to inland boating.

It is designed to support British Marine members 
exhibiting at the Crick Boat Show and other inland events 
such as the recent open days organised by Drifters. Check 
out the video at britishmarine.co.uk/inlandboatingnextadventure

The video is a part of British Marine’s continued efforts 
to promote boating. In addition to this project, it is 
working in partnership with VisitEngland to operate and 
grow the highly valued Quality Accredited Boatyard (QAB) 
and Boat Grading Scheme – see britishmarine.co.uk/Services/
Growth/Quality-Schemes/Boating-Quality-Accreditation-Scheme for 
more information.

According to the latest Watersports Participation Survey 
released this month, 3.5m people (6.7 per cent of UK 
adults) took part in one or more of 12 core boating 
activities in 2016, the highest volume recorded since 
2009 (3.534m). Other trends are also up. 

The research found a substantial increase in the number 
of younger people (aged 16-34) classed as boating 
‘enthusiasts’. Pursuits on the rise include small sailboat 
activities, yacht cruising and stand up paddleboarding.        

British Marine invited the Parliamentary Under Secretary 
of State for Sport, Tourism and Heritage, Tracey Crouch 
MP (pictured above) to launch this new research and 
help increase the profile and support for boating and 
watersports in the UK. The Minister said: “With our 
glorious coastline, rivers and canals, the UK is one of the 
best places in the world to get out on the water. Our 
marine organisations and businesses are helping to drive 
up participation rates and I am particularly pleased that so 
many young people are getting involved and taking part in 
watersports.”

The Watersports Participation Survey is conducted 
annually by a consortium of leading marine bodies 
including British Marine, the Royal Yachting Association 
(RYA), Maritime and Coastguard Agency (MCA), the Royal 
National Lifeboat Institution (RNLI), British Canoeing 
(BC) and the Centre for Environment, Fisheries and 
Aquaculture Science (Cefas).

Members can download this invaluable research for 
free to help grow their businesses. Visit the British Marine 
website at britishmarine.co.uk/Resources/Publications

Watersports participation 
approaching pre-recession highs

MEMBER BENEFITS
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“ASSOCIATIONS

Broad agenda for British Marine Trades Association

QUARTERDECK

The British Marine Trades 
Association was founded more 
than 50 years ago to represent 
the national interest of chandlers, 
wholesalers, distributors and 
manufacturers of marine 
equipment. These days there 
are more than 400 member 
companies and that early specific 
focus has broadened to embrace 
other trades that have emerged 
right across the industry.

Chairman Paul Martin took 
office in September last year. He 
explains: “If a member cannot be 
easily identified as having a trade 
appropriate to another group 
association we often welcome 
them. Because we have such a 
diverse membership, it makes it 
challenging to represent all of the 
interests of our members, but to 
deal with that we are very open-
minded in our approach.

“The British Marine Trades 
Association has a vibrant and 
focused committee. We’ve just 
elected Emma York as vice chair 
and we’re looking for three new 
members to bring us up to our 
full complement of 16.

With such a wide range 
of members to consider, the 
committee finds itself discussing 
a broad agenda, although 
recent activity suggests that 
the chandlery and retail sector 

remains an important topic. 
“We’re currently working on 
a project to promote bricks 
and mortar retailers that have 
physical premises and are 
discussing with wholesalers 
and suppliers ways of obtaining 
special recognition for them,” 
Paul explains. “It is important for 
consumers that these businesses 
should continue to provide face-
to-face service. We know some 
British Marine firms work solely 
online, but we want to find a 
balance between all interests. 

“We are looking at the 
feasability of introducing an 
event that will provide a focal 
point for small UK traders and 
also want to arrange more 
networking opportunities with 
regional associations, like 
our annual breakfast at the 
Southampton Boat Show, which 
is held in partnership with British 
Marine South and British Marine 
Isle of Wight.

“Our annual dinner and awards 
is the association’s crowning 
glory. It goes from strength to 
strength and draws a very broad 
cross section of our members. 
The 2017 event at The Pearson 
Room in Canary Wharf (pictured 
below) was a sell-out and we 
expect a similarly successful 
evening again next year.

The Aquafax team collecting the Business 
of the Year Award at the 2017 British Marine 

Trades Association gala dinner in January 

MAY
    8 May  

British Marine South Committee Meeting
    10 May  

The Yacht Harbour Association (TYHA) Annual General Meeting, 
Watermen’s Hall, London

    11 May  
British Marine Trades Association Committee Meeting, Egham

    23 May  
Superyacht UK AGM, RNLI, Poole

    23 May  
Welcome Afloat Course, Newcastle-upon-Tyne

    23 May  
Passenger Boat Association (PBA) Steering Group Meeting

    24 May  
Social Media Course, Warwick

JUNE
    7 June  

British Marine Wessex & the Royal Motor Yacht Club host An Audience 
with Sir Robin Knox-Johnston, supported by MS Amlin, Royal Motor 
Yacht Club, Poole

    14 June  
The Law Relating to Brokerage and Boat Retailers Course, Portsmouth

    15 June  
Apprentice Mentoring Workshop – Initial, Southampton

    20-21 June  
The Yacht Harbour Association (TYHA) Summer Networking Event – 
Tidal Thames, St Katherine Marina, London

    21 June  
British Marine Boat Retailer & Brokers Committee Meeting, Egham

    30 June  
RCD Awareness Course

JULY
    18 March  

British Marine Wessex Summer BBQ with watersports
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y ambition for as long as I 
can remember was to be a 
dancer – and then I got an 

injury.” The emotion is apparent as Lucy 
King recalls how her dreams came to an 
abrupt halt. 

She had started down the life of a 
performer by spending every available 
moment after school in part-time 
musical theatre classes, rehearsals 
and performances. Then Lucy took a 
two-year dance BTEC at Brooklands 
College while also performing frequently 
in amateur productions at the Theatre 
Royal Windsor and Richmond Theatre. 
The choice that followed – university or 
enrol full time at Millennium Performing 
Arts in North Greenwich, London, was 
made in part because Lucy wanted to 
continue with the high activity levels that 
she had grown used to.

“I absolutely loved it at Millennium and 
was dancing from eight until eight every 
day, until the physical demands took a 
toll and I developed tendonitis in my foot, 
which meant I was constantly in pain. I 
saw physios and doctors but the answer 
was always the same: I needed rest. I 
was going to college every day to sing 
and act but never got to dance. After my 
first year at Millennium, I decided that 
I couldn’t keep putting myself through 
that and left, which was gutting – it was 
my whole life and all that I knew.

“Fortunately I had grown up in a family 
that knows about business and decided 
to go off and get a job working for the 
head office of Foxtons estate agents, in 
customer service. 

“I spent three years there, then 
decided to become a lettings negotiator 
in Woking. It was good fun but with 
estate agents there is always an element 
of cut-throat atmosphere and pressure 
to persuade clients that you are always 
right. I wanted to get back to listening to 
customers, to provide them with a good 
service and discover a new passion for 
my career. Then the British Marine role 
came up and that’s why I am here now.”

Lucy was recruited in August 2015 
as membership executive, initially 
with the main duties of looking after 
member retention and recruitment. A 
rapid learning curve followed at the 

Southampton Boat Show, METSTRADE 
and the London Boat Show. “I joined at 
a really good time,” Lucy recalls. “By the 
following January I felt ready. For me the 
best way to learn is by doing.”

Fast forward to today and Lucy 
has just recently been promoted to 
senior membership executive, with 
responsibilities for the application 
process that is managed by membership 
assistants Gemma Tebbot and Michelle 
Basheer and membership executive 
Sarah Smith, as well as the membership 
hotline and email which between them 
receive at least 25 enquiries a day. 
Signposting members to British Marine’s 
team of specialists is one regular task; 
dealing with free credit report requests 
is another. “It would be very easy just to 
reel off a large list of benefits, but I like to 

understand what will work best for each 
member and advise them accordingly.

“I also look after some of our 
commercial partnerships, such as the one 
we have with AF Affinity, a buying house 
that can assist members to reduce costs 
on their day-to-day business activities,” 
Lucy explains. “In my most recent catch 
up I learned it has recently improved 
over 30 phone contracts for one member 
as well as obtaining cheaper electricity 
supply rates for other members, as just 
two examples of ways it can help. 

“Last year I was also appointed to the 
British Marine East Anglia secretary role. 
Working with chairman, Shaun Wigley, 
our focus in the past year has been 
getting out to meet our members. We 
have organised breakfast networking 
and a successful AGM which focused on 
business and had great presentations 
to ensure that attendees felt their time 
was well spent. I particularly enjoy 
visiting association members in their 
own working environments, to better 

understand their requirements.” 
It’s an exciting time in the Membership 

team with member relations manager 
Hayley James’s maternity cover, Khalid 
Cockar, established in role, new Midlands 
regional executive Daniel Slater just 
joining and a new membership executive 
also due to start. Lucy expects that 
there will be lots of fresh input from the 
newcomers and explains that British 
Marine has decided to take its services 
out on the road too.

 “We’ve run our Membership 
Awareness Day twice yearly at Marine 
House but now we are taking these 
events out as roadshows. Our first 
two have been held in London and 
Southampton and we’ll be announcing 
more around the country. Each one 
features detailed presentations on how 
the different departments can help. 
This is great not only for new members, 
but also for new employees of existing 
members and even long-standing 
members who might not be familiar with 
all the benefits that are now available.” 

Lucy has decided to keep her 
performing instincts in resting mode, 
at least for now. Buying a new house is 
providing enough drama. But she very 
much enjoys visiting the theatre at every 
opportunity. “That makes two passions 
because I absolutely love my job too and 
the variety it brings every day. Everyone 
in the industry is so enthusiastic about 
what they do and there is much to look 
forward to in the future.”

Lucy King
        senior membership executive

“M

Everyone in the industry 
is so enthusiastic about what 
they do and there is much to look 
forward to in the future  
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ention the name ‘Olesinski’ 
to anyone that has grown 
up around the world of 

motorboats for the past four decades and 
they will automatically think of the boat 
designs that propelled Princess Yachts 
and Fairline Boats into prominence in the 
1980s and have kept them there since.

Founder Bernard Olesinski was one of a 
few notable designers who pioneered the 
development of deep vee hulled leisure 
motor yachts that were equally capable 
whether accommodating owners and 
crew at anchor, or moving them to the 
next haven in comfort at high speed, even 
in challenging conditions. He is unique 
though in turning out so many notable 
models for two separate builders, over 
such a long time span.

Bernard remains 
involved in the 
business, Olesinski 
hulls still underpin 
the Fairline range 
and Princess Yachts 
continues to be a very 
important customer 
for the Cowes-based 
design and naval 
architect studio. There 
has however been 
a quiet revolution 
going on behind the 
gated entrance to its 
premises just off Cowes 
High Street. One clue 
is the new etched glass 
door which simply reads 
‘Olesinski’ – a rebrand 
that moves the emphasis 
from its founder, to the 
whole team of 21.

Some of Olesinki’s changes can be 
attributed to the progression of Princess 
Yachts itself. It doesn’t seem so very long 
ago when the company’s 55 flagship 
was one of the largest motor yachts on 
display at the Southampton Boat Show 
in the late 1980s. However, much has 
happened since and the Plymouth-based 
boatbuilder’s M Class propelled the builder 
and its designer into a whole new sector 
with notable success. For example, the 
40M was named as winner of its category 
in the 2013 World Superyacht Awards, 
the 35M Antheya III won its segment in 
the same awards in 2016 and the 30M is 
shortlisted for the same prize this year. 

Another connection with Princess 

Yachts can be found with Olesinski’s 
managing director. Bernard’s son, Justin, 
first joined the firm in 1997, but he left 
to broaden his horizons by working for 
Philippe Briande, then the Princess Motor 
Yacht Sales team, before taking technical 
editorial roles with Motor Boats Monthly 
and Boat International magazines. That 
career progression gave him a unique 
perspective on the marine trade and its 
customers, which has served him in good 
stead since taking the helm in 2009.

“The world has changed a lot,” Justin 
says. “You would design a boat and it 
would stay in production for six years 
or more. Take the Princess V38, V39 
and V42 series – they built hundreds of 
those before they moved to a completely 

new model. Now the market is mature, 
there’s a lot more competition with new 
manufacturers taking little parts of the 
sector by producing niche boats and 
models have a shorter run. It is critical 
we get every boat we work on right, first 
time. That is especially important now 
that we have moved from traditional plug 
making, where the design process was 
back-ended and you could make revisions 
as the mould tools were created, to the 
one-button press of an expensive five-axis 
milling machine process where everything 
must be correct up-front.

“Every year the hulls we design are 
made more efficient by one per cent, but 
because of the demands of customers, 
boats are getting heavier – a 42-footer 

used to weigh something like 13 tons; the 
same size is now closer to 18 tons but 
still needs to handle and perform just as 
well. Our involvement is more complex 
too. We have to design a boat to be 
aesthetically pleasing, to perform well and 
be structurally sound. We must ensure it 
complies with legislation like the RCD and 
standards laid down by Lloyd’s, DNV and 
the large yacht code LY3. Plus, we’re very 
involved in the costings, so we have to be 
accountants too!”

Olesinski has recently extended its 
offices to include a sound-proof meeting 
room for confidentiality, a studio for 
design competitions and light and airy 
design areas. As we walk around we chat 
to the team of naval architects, designers 

and structural 
engineers that have 
been recruited from 
many parts of the 
globe for their specific 
expertise. At one 
workstation, we discuss 
the many challenges 
posed by the large 
bonded glazed panels 
in vogue now for 
superstructures and 
topsides. Olesinski is 
using finite element 
analysis to examine 
the complex behaviour 
between the glass, 
sealant and composite 
structure in which 
it sits. At another, 
we look at multiple 
iterations of a hardtop 
design, each with 

subtle but telling differences.
We then speak with Bill Edwards, who 

has just that day completed a complex 
computational fluid dynamics (CFD) 
project. His screen shows not only how 
water is reacting with subtle changes 
to hull forms, but also how airflow is 
behaving across a bridge and its hard top. 
Technologies like CFD and 3D modelling, 
plus the company’s knowledge of more 
than four decades, is enabling Olesinski to 
provide much more predictable designs, 
cutting down on tank tests and sea trials 
and getting most things right first time.

“They say you don’t know what you 
don’t know,” Justin explains. “We try to 
overcome that by looking at everything 
to ensure we know what the end result 

Cowes-based Olesinski has quickly expanded its 
capabilities to make an award winning impact in the 

superyacht sector. Kim Hollamby reports  

TOTAL
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will be. It costs a bit more but you don’t 
have impracticalities and surprises in the 
finished boat.”

In recent times Olesinski has taken 
the same expertise into the 45m-plus 
superyacht sector. The breakthrough 
came with the commission to design the 
major remodelling of the 68m Feadship 
Falcon Lair, which went on to win the 
International Superyacht Society best 
refit award last year. “We took a 1983 
boat that had lots of modifications over 
the years and had to do the design work 
in 50 days,” Justin recalls. “We got a full 
scan of the boat, converted that into our 
software and created a 3D model. The 
owner then flew in with the refit team 
from Compositeworks. He arrived at 
10am and signed the contract at 4.30pm. 
During that day, we made live changes as 
he requested them and he had the boat 
he wanted.” 

That work paved the way for 
collaboration with Feadship on several 
projects and Justin is anticipating further 
success in the large superyacht sector. 
“We’re finding that our understanding 
of how to build things cost-effectively, 
efficiently and quickly, is valued by big 
yacht yards. They buy into the idea that 
the designer is not just offering a concept, 
but something they know will work.  

Olesinski is a relatively new member 
of British Marine and actively uses its 
membership of Superyacht UK both as an 
endorsement and to actively collaborate in 
technical meetings.

Justin is also a supporter of bringing 
on the next generation. He is a judge 
on the Superyacht UK Young Designer 
Competition and actively promotes 
similar match-ups at Olesinski using their 
facilities in Cowes to find the company’s 
next talent. “We host up to eight people 
from schools and universities for work 
experience during the year too,” Justin 
says. “The hardest thing is turning 
them away – some young people are so 
incredibly talented and quick. You want to 
employ about 30 per cent of them.

“Britain is the best in the world for 
design. We have very good universities 
and can offer all the ingredients for the 
mix. We feed off each other and we’re 
not happy if something goes out that is 
sub-standard. Awards ceremonies very 
regularly highlight the design houses in a 
radius of 70 miles from Southampton, so 
we are doing something right.”

Clockwise from left: the award 
winning Princess 35M Antheya III; 
the Olensinski team with founder 
Bernard at the front; managing 
director Justin Olesinski; one of the 
light and airy design studios; Falcon 
Lair, Olesinski’s break-througb 
project in the large superyacht sector
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investment
RETURN

From micro firms 
to major companies, 
inland to seagoing, 

sail to power, services, 
manufacturing, recreational, 

retail and support, we asked nine 
British Marine members to update 

us on their successes and explain how 
membership is working for them
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Edward Helps
managing director, ABC Leisure Group

ABC Leisure Group started life as 
Alvechurch Boat Centres 40 years 

ago and has been in our current ownership 
since 1993. We have grown the business 
from three locations and 90 hire boats, to a 
total of 200 hire boats working from 16 start locations, 10 owned 
by us, all the way from Falkirk in Scotland to Reading on the 
Thames and everything in-between. ABC also manages a further 
100 boats for social clubs and other businesses. We build 15-20 
boats annually, mostly for our own fleet, sell around 100 craft per 
year from our brokerage and offer a full range of services, plus an 
online chandlery. We work a sustainable model of supporting our 
fleet boats throughout their lifetime.

We are always looking for opportunities to expand ABC Leisure, 
but for the past 10 years have been focused on making the 

existing business work better by investing in our own fleet and 
our properties, some of which are 200-year-old wharves.

We utilise a range of British Marine services to run the 
business, including most of the template documentation 
that is available. We were involved in the development of the 
Quality Accredited Boatyard (QAB) scheme and our marinas 
are QAB assessed. We participate in the British Marine Inland 
Boatbuilding and British Marine Inland Boating committees 
and have contributed to 
consultations on matters 
like the Boat Safety 
Scheme. By being 
involved, you get a better 
understanding and can 
represent your view, rather 
than being surprised 
by unexpected 
changes.

Jason Ludlow
founder, Beds On Board

In 2014 I was sailing with Sir Peter 
Ogden in Palma and he asked: 

‘how do you monetise all the boats in a 
marina that sit doing nothing?’ I answered: 
‘beds’, which was how the idea for Beds 
on Board happened. I got my brother involved, who was head of 
production at Google at that time. His idea was that we needed 
to run it as a peer-to-peer model.

After much discussion and research we launched the beta 
bedsonboard.com site the following year at the London Boat Show, 
then went live in May the same year with 20 boats and took our 
first bookings immediately. Now we have around 1000 boats 
listed in over 60 countries, with 300-400 per cent year-on-
year growth. Our vision is to add a million beds into the world’s 
tourism market from the seven million eligible boats that we 

have identified through British Marine research. Our platform is 
scalable and there is no reason why that is not achievable.

It was difficult for British Marine when we joined because our 
peer-to-peer model was something it had not dealt with before. 
We expected resistance to our new ideas, but British Marine 
remained constructive and didn’t shut the door in our face. After 
three months of intense work with the Technical team, a ‘Peer to 
Peer Accommodation Guidelines’ document was created which is 
now in use by marinas. 

Support from The Yacht 
Harbour Association team, 
headed by Jon White, has 
been brilliant. My advice 
is don’t be afraid to work 
on challenging issues with 
British Marine because it 
will try to get the 
right outcome.

Brian May
managing director, Berthon

Berthon has been trading 
continuously since 1877, from its 

riverside location in Lymington, Hampshire. 
We are firing on all cylinders, cash flow 
positive, debt free and one of the only 
vertically-integrated one-stop boatyards and marinas not only in 
the UK but globally, with full cradle-to-grave services for boats.

Our family-owned business employs 150 people and has been 
a long-standing member of British Marine. We’ve attended the 
industry’s boat shows too for more than 50 years.

I’m always happy to get involved with British Marine. Berthon 
managers and myself have collaborated on boatyard practice, 
broker training and British Marine’s Boat Lifting and Hoist Training 
course. Responding to skills shortages, Berthon has actively 
worked to put apprenticeships back on the agenda for the wider 

marine industry since 2000, closely working with British Marine’s 
chief officer of membership & services, Sarah Dhanda, who has a 
very clear understanding of what we need and want to achieve. 
British Marine’s partnership with the Worshipful Company of 
Shipwrights’ apprentice scheme administrator Paul Harris has 
facilitated one-to-one visits to more than 300 marine firms to 
advise them on apprenticeships for the past three years, offering 
expertise, grants and mentoring which is freely available for all 
members to utilise.

We are also heavily 
involved with British 
Marine’s training team in 
the development of the 
Trailblazer apprenticeships 
on updating syllabuses 
– we want to see all 
members take on 
apprentices now.
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Adrian Miles
managing director, Bruntons Propellers

Bruntons can be traced back to 
1868, when the company was an 

agricultural engineer. It commenced making 
propellers in 1909 and the Bruntons name 
came into use a decade later.

Bruntons is a design, supply and marketing company. The 
manufacturing is sub-contracted to a sister firm which operates 
on our shared premises – Tridan Engineering. We make Varifold 
folding and Autoprop feathering propellers, other fixed propellers 
up to 3m diameter and sterngear for superyachts. We also have a 
group company called Stone Marine Propulsion that makes fixed 
propellers from 3m diameter upwards for commercial and naval 
ships. So I can sell a two-blade, 12in folding prop or a 100-tonne 
container ship propeller and everything in-between!

During the past three years we have branched out by launching 

a range of noise and vibration damping shaft couplings called 
SigmaDrive that use a constant velocity drive joint. We see this 
new product line as a big growth area.

With British Marine you get out of it what you put in, so you 
should work closely with their staff to get the best benefits 
for your business. British Marine supported us a lot in the 
early days and we attended overseas events that we could 
never have afforded on our own back then. Bruntons is more 
established now, but 
we still participate in 
Meet The Buyer events 
(held by British Marine 
in partnership with 
the Department of 
International Trade) as 
well as the London and 
Southampton Boat 
Shows. 

David Hill
senior instructor, Clyde Murshiel Regional Park

Clyde Mursheil is Scotland’s largest 
regional park, covering 108 square 

miles. We have a countryside ranger 
service together with an outdoor activities 
team that manage all of the watersports 
and land-based teaching and coaching. 

There are around 1.3m-1.4m visitors to the park each year, 
from which 3500-4000 get afloat within our multi-activity 
programmes that run seven days a week.

We do a huge amount here and we have a strong emphasis on 
conservation and accommodating disabled adults and children. 
In fact we are probably one of the most accessible places to do 
sport and outdoor recreation in the country. Clyde Mursheil is the 
Scottish Centre of Excellence for Sailability and we work with 12 
special schools, as well as adult care services. In the early days of 

this activity I needed data on the levels of people with a disability 
that engage with watersports, to gauge the potential levels of 
interest. British Marine analysed its data and sent me a brilliant 
document detailing all sorts of information. That was useful in 
terms of identifying groups that we wanted to engage with and 
to provide background information for potential funders.

More recently we have had some help from the Green Blue 
to conduct a training day for instructors on environmental 
activities for adults and 
children and we have been 
incorporating that into our 
everyday sessions with 
resource cards, games and 
ideas. The Green Blue also 
did a basic environmental 
audit of the centre and 
what we do, which 
was useful as well.

Paul Jauncey
managing director, Gobbler Boats

In 2009 one of my customers in the 
States was about to retire from the 

US Navy and told me about his frustrations 
with the performance level of oil recovery 
operations. He asked me if we could come 
up with a way of improving the way that spills are dealt with. 
Since then we have been very busy developing the Gobbler 
Offshore Recovery Vessel which, despite its highly transportable 
8.85m size, is immensely strong and can skim up to 40 tonnes of 
water-free oil per hour.

We’ve had many challenges along the way, including getting 
Lloyd’s Register type approval for operation up to 150 miles 
offshore, as well as developing the associated oil handling, 
storage bladders and discharge equipment. Our prototype won 
an award at Seawork in 2015 and now we are completing the 

DNV certified infusion moulded production version. Gobbler is 
establishing a factory in Wales, having also secured a production 
facility in the US. We’re also seeing how the same boat can be 
adapted to deal with surface vegetation removal and waste 
plastic collection, among other tasks. Plus we’re developing a 
hovercraft to deal with oil-fouled banks.

Gobbler joined British Marine just over a year ago – it has been 
great. We signed up to benefit from the credibility of displaying 
the British Marine logo on 
the boat and our website. 
We’ve had good meetings 
to understand how we 
can get the word out to 
sell our boats and we also 
regularly use British Marine 
for dilligence checks 
on prospective 
partners.
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Clay Builder
director and co-founder, NautiBuoy Marine

We launched NautiBuoy Marine 
in April 2015 – now we’re selling 

between 150-180 platforms annually.
We’ve managed to penetrate the 

US market in Florida and signed some 
new resellers there a few months ago. We attended the Fort 
Lauderdale International Boat Show and the interest was 
incredible. We then made some sales at the Miami International 
Boat Show, plus I trained the resellers with a simplified sales 
programme. Now they are ordering in quantity and that will give 
us year-round business, even before we approach the other 
states. The European resellers are doing really well for us too 
and we are ahead of our planned budget for this year. We’re also 
looking at the smaller yacht market as they don’t have enough 
space onboard. We’re trying to show you can double or even 

triple the relaxation space when at anchor.
We’ve been flying the British Marine flag, it’s like having a 

quality stamp. Each time we attend an organised networking 
event we have a good time and always meet at least one new key 
person. We’re recommending British Marine to other companies 
and saying they would be crazy not to take advantage of the 
resources on offer. It’s really good to know that the support is 
there if you need it and the news emails provide snapshots of 
what is happening.

I also did a British 
Marine sales training 
course recently, which 
was really interesting and 
offered a totally different 
approach. Plus I met a 
person there who now 
wants to sell our 
products!

Antony Sheriff
executive chairman, Princess Yachts

Princess Yachts employs 2500 
people and is producing 250 boats 

each year from its five manufacturing sites 
in Plymouth. The business is going very 
well, we’ve seen a lot of demand due to the 
quality of the boats that we build and a strong market. We feel 
that we have been gaining ground on non-British manufacturers 
and we’ve spent quite a lot of time and money in the last years 
on upping our game on the quality, visual presentation and 
design of our products – it is good to see that our customers 
have been responding to that. In the future we’ll further 
strengthen our current range but will also look at developing 
segments of our own that don’t currently exist on the market. 
This is something which is often quite successful in other 
industries but has not been exploited by boatbuilders yet. 

Kiran Haslam
marketing director, Princess Yachts
 

We are heavily involved in a number 
of British Marine trade conferences, 

boat shows, AGMs and gatherings. These 
further development and interaction between 
the industry professionals employed here at 
Princess and other British 
Marine members, showcase  
innovative work and 
enable positive interaction 
with our apprentices and 
development programmes.

We also benefit from 
access to the wider 
technical resources 
of British Marine.

Mathew Hornsby
sales director, Williams Jet Tenders

We founded the business in 2005 
and have been growing ever 

since, right through the recession. We 
now employ 60 people at our Oxfordshire 
factory and work with 40 dealers in 30 
countries. Circa 90 per cent of our production is exported and our 
order book is 20 per cent up on last year.

Sunseeker International, Princess Yachts and Oyster all seem 
to be resurgent, which is fantastic – that filters through to 
everybody. Our Italian, French and German large yacht builder 
customers are all in a similar state of good health. We’re involved 
in the very early stages of the design work that OEMs undertake, 
so our tenders are built into the boat, right at the concept stage.

The new 2.8m Minijet launched last year is opening up a new 
line of business for us in the smaller yacht sector with the likes of 

the Bénéteau Group and Bavaria. 
Another real strength of our business and a passion of our 

directors is apprenticeships. We partner with Abingdon and 
Witney College to ensure our local youngsters are properly 
trained in assembly and technical qualifications.

We have grown to the extent that we have our own technical 
staff and legal advisors, so we are less dependent on British 
Marine now. However I am pleased to assist its chief executive 
officer, Howard Pridding, 
and his team with their 
important government 
relations work. We have a 
responsibility as one of the 
larger businesses in the 
industry to support their 
efforts and ensure our 
industry is in the 
spotlight.



t is stating the obvious that wiring 
a boat demands distinctly different 
practices and attention compared 

to running cabling in a house. Not only 
is the boat sat in water, but it moves 
dynamically. It will often have one or more 
DC voltages running around it and one 
or more AC voltages too, plus multiple 
sources of power. That’s before you start 
thinking about safety when it is ashore. 

“When I started as a marine electrician 
working on superyachts in the South of 
France, several years ago, there were 
no dedicated electrical qualifications for 
boats,” Bournemouth and Poole College 
lecturer, Richard Broden-Cowell, explains. 
“I had taken what was then the 14th 
Edition Wiring Regulations course but you 
had to adapt that knowledge.”

Matters have changed since. Richard 
has stayed up-to-date on domestic wiring 
regulations, now in its 17th Edition and 
shortly to be the 18th. But he points out 
that these rules stop at the marina power 
pedestal and different practices must 
apply from the shorepower connector on.

Opening the code
I met Richard while attending a BMET 
Electrical Course in Poole. This popular 
two-day training event provides a concise 
overview of the BMEEA Code of Practice, 
which is now in its fifth edition. The 
Code outlines how marine electrical work 
should be carried out on a boat in the 
UK. It provides essential guidance on 
how to comply with regulations and the 
Recreational Craft Directive (RCD) and 
offers best practice. 

“At the College I spend a day a week for 
three years teaching apprentice marine 
electricians as they progress through 

Levels 2 and 3 of the City & Guilds 
Electrical Pathway,” Richard explains. 
“On the BMET Electrical Course we cram 
a lot of that information into two days, 
explaining what electricity is and what it 
does to how to work with it. The idea is 
to highlight the important areas of the 
BMEEA Code of Practice by using the 
complementary course materials.”

“We start by emphasising the safety 
aspects, look at regulations, study how 
DC and AC circuits work, as well as test 
and measuring equipment, generators 
and motors, distribution systems, 
batteries, charging systems, cables and 
terminations. It’s always a well-attended 
course with often more than 20 in the 
class and I’ve taught it now right across 
the country, from places like Glasgow, 
Plymouth and Norwich.”

Our group in Poole numbered 10 and 
offered a range of different backgrounds, 
from boat builders, operators and marine 
electrical firms. They had a broad range of 
experience too, from relative newcomers 
to those with a track record of more than 
two decades as a marine electrician. With 
no particular idea of what to expect, we 
all shared that initial nervous glance or 

two across the Holiday Inn’s meeting 
room on arrival, not helped by spotting a 
box full of scientific calculators lurking on 
the front desk. I’d last seen something like 
that in a physics classroom sometime in a 
school far away in the last Century.

However Richard soon put as at our 
ease and commenced walking us through 
the health and safety elements that any 
marine electrician should be aware of. His 
past career, which also included running 
his own marine electrical company 
and working with Discovery Yachts, 
provided a rich seam of anecdotes and 
the occasional brief video. These kept us 
focused on the topic and also made the 
learning process much faster through his 
shared experiences and that of the course 
participants. None of us will ever forget 
the filmed experiment illustrating the 
hazards of a gassing battery.

Doing the math
Not everything we would learn, or 
were prompted to remember, could be 
absorbed via stories and visuals however. 
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Ohm
comforts
The British Marine Electrical Technician (BMET) Electrical Course offers 
hands on electricians and those working with boat systems a focused walk 
through the British Marine Electrical and Electronics Association (BMEEA) 
Code of Practice. Kim Hollamby attended as a delegate  

Bournemouth and 
Poole College’s marine 
electrical lecturer, 
Richard Broden-Cowell

Training opportunities
British Marine runs a series of specialist courses 
covering everything from soft skills, like sales 
and customer service, to marina management 
and technical subjects. Members benefit from 
significantly discounted attendance fees. 

The BMET Electrical Course is held throughout 
the year, in different locations. To view a 
list of the latest training opportunities, see 
britishmarine.co.uk/Events-and-Courses/

MEMBER BRIEFING



Before the first morning was out we were 
working ourselves around the voltage, 
current and resistance triangle of Ohm’s 
Law, a precursor of what was to follow 
in terms of brushing up on some more 
elementary physics. What I liked at this 
point was that Richard didn’t just expect 
us to learn the theory basics by rote, 
but picked apart the reasons why things 
work the way they do. Listening to his 
explanations of why an electron, for 
example, behaves in a certain way, made 
it so much easier to then get to grips with 
everything from effective fault finding to 
voltage drop calculations.

Essential revision 
It became clear during the two days that 
the course serves as excellent revision for 
rusty skills and knowledge, plus it does 
take you on an effective guided tour of the 
BMEEA Code of Practice, picking out key 
areas within the 160 pages of its latest 
edition. Taking just one of many examples, 
there was a point on the second day 
when we were looking at colour coding 

of cables; the standards in that area have 
changed substantially since many in the 
room had commenced their careers. The 
lifespan of many boats has covered several 
of those changes too, so it is knowledge 
like this that is not only essential but could 
save a life.

If there was an elephant in the room 
during the two days, it was the prospect 
of an exam at the end. The multiple-choice 
paper is taken ‘open book’ and is designed 
to test your understanding and application 
of the topics covered. We all happily made 
the grade on the day, which reflected the 
amount of ground covered effectively in 
such a condensed time.

“If you understood electrics, you could 
take the BMET Electrical course, go out 
and wire a boat using the lessons that 
we teach and it would be improved as 
a result,” Richard states. That seems 
like as good a reason as any to take 
this thoroughly recommended training, 
whether you are hands on with marine 
electrical systems or need to be aware of 
how they should be put together.

The master and the apprentice
Course attendee Mark Busby formed 
Buzz Tech Marine in 2012. This British 
Marine member has several key 
customers including Sunseeker Poole 
and Poole Harbour Commissioners. 
Their work with marine AV, CCTV and 
electronics systems 
has taken Mark and 
his team to several 
continents. 

Buzz Tech employs 
three staff, including 
an apprentice who 
is currently in his 
last year of a Level 
3 marine electrician 
apprenticeship at 
Bournemouth and 
Poole College and 
is likely to go onto 
further studies.

“I cannot have 
him getting all the 
glory and be the only one doing well 
in his exams,” Mark joked when being 
asked what it was like to briefly share 
the same lecturer. “More seriously I 
signed up for the BMET Electrical Course 
because you can get a little complacent 
after a while when you think you know 
a job – if you don’t use a certain formula 
or skill regularly then it can slip down 
your awareness. The training provided 
a few lightbulb moments and reaffirmed 
skills that I do not use every day.
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he NMEA 0183 interface standard 
was developed by the US National 
Marine Electronics Association 
back in the early 1980s, a time 

when the idea of navigating your leisure 
yacht or small workboat from A to B using 
anything other than a paper chart and a 
parallel rule was still in its infancy. 

A decade or so after NMEA 0183 was 
first conceived, its true importance had 
become clear due to an explosion in the 
development of marine GPS receivers, 
chart plotters, radars, logs, depth 
sounders, autopilots, fluxgate compasses 
and the like for smaller craft. Chartered 
electronics engineer and keen sailor Phil 
Whitehurst spotted the opportunity to 
improve the way much of this equipment 
worked together and formed Active 
Research, based in Poole, Dorset. In the 
early days, he worked out of his house, 
collaborating on several projects and 
his first customers included major US 
transducer manufacturer, Airmar.

In 2001 the brand name ‘Actisense’ 
was registered, the start of a process 
that saw the company move from being 
largely consultative to an equipment 
manufacturer. The niche that had been 
spotted was the communications gap 
that often existed between items of 
equipment, particularly those from 
different manufacturers. The simple serial 
communication protocol of NMEA 0183 
was fine if you only wanted one ‘talker’ 
speaking to one or more ‘listeners’ and 
if the equipment executed the language 
correctly, at a mutually compatible speed. 
Often though, there were problems and 
the issues typically got trickier as the 
complexity of onboard systems grew.

Actisense identified the need to create 
buffers, multiplexers and interfaces 
that would sit at the hub to connect 
marine electronics systems together. By 
developing a strong understanding of 
NMEA 0183, the company could offer 
solutions to boatbuilders and installers to 

alleviate inter-connectivity headaches.
An early breakthrough came when 

Airmar decided to launch its own US 
distribution company. Gemeco has since 
grown to a network of 5000 dealers 
across America and Actisense has been 
with it ever since – as well as keeping the 
strong ongoing relationship with Airmar. 
At a stroke, the growing UK firm had 
dedicated access to the world’s biggest 

marine electronics market.
Another important development has 

been the emergence of NMEA 2000, a 
richer and more capable system based on 
Controller Area Network (CAN) technology 
originally developed for the vehicle 
industry. This is designed to ultimately 
replace NMEA 0183, but both standards 
co-exist alongside each other now and 
will need to do so for many years to 
come, particularly in more conservative 

applications like commercial marine where 
the simplicity of NMEA 0183 is still valued.

The opportunity for Actisense was 
obvious and it currently has a range 
of 10 key products, some with various 
iterations, to enable easier connections 
between equipment using one, or both, 
interface standards.

“What we are aiming to do is make life 
easier for an installer or a boatbuilder,” 
chief operating officer Lesley Keets 
explains. “Our products can assist, 
whether the issue arises when designing 
the system or later in service. We try to 
think about the problems that people will 
encounter and how to overcome them.

“We aim to be compatible with 
everyone else and work closely with the 
NMEA standards. Phil, who is our CEO, 
and our chief engineer, Andy Campbell, 
both sit on NMEA committees. So we both 
contribute to development and receive 
early information on standards. This 
enables us to work closely with equipment 
from many manufacturers.

“Among our team of 17 we have 
six highly skilled engineers. They do 
everything from concept to software and 
hardware design, all the way through 
to releasing a product into production. 
We buy in surface mount PCBs that are 
manufactured to our design in the UK and 
Poland, but otherwise the programming, 
assembling, testing, QA and despatch are 
all carried out here.”

Actisense moved to its current 
7500ft2 premises in Poole last year after 
outgrowing its previous home that was 
limiting growth. The company has room to 
expand further now, an essential move as 
Lesley says there is opportunity in every 
area of its operation to grow faster again 
than the 12 per cent increase it achieved 
in 2016. 

“We’ve worked really hard to build our 
reputation and the products do stand 
up for themselves – we sell thousands 
of units every year, but the return rate 

Actisense products lie at the heart of many marine electronics networks and the Poole-based 
manufacturer sees much future potential as it celebrates its 20th year. Kim Hollamby reports   
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Resources from British 
Marine and DIT are very useful to 
us – we are experts on NMEA but 
still learning about exports  
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is as low as 0.2 per cent, with the cause 
of those rare failures often not the 
equipment itself. People select us for this 
kind of reliability.

“Actisense has got a product 
development list as long as your arm. It’s 
not a case of can we make it? More a 
case of which one should we make next. 
Making those decisions can be very tricky, 
particularly when customers have their 
own requests. There is a real skill in saying 
no in a positive way.

“We have also been working hard to 
promote the brand, attending trade shows 
and networking, making our presence felt 
and aligning ourselves very closely with 
British Marine. We’re now in 40 countries, 
with a distribution network of around 
70 representatives, generating 87 per 
cent of our turnover and we’re looking 
to grow that. It’s clear we have by no 
means reached penetration in any market 
we trade in. We’re also researching new 
countries to export to.” 

Actisense considered India and South 
America when ‘BRIC’ (Brazil, Russia, India 
and China) countries became prominent 
as markets to aim for and commissioned 
an Overseas Market Introduction 
Service (OMIS) report on Brazil from the 
Department for International Trade (DIT). 
“It indicated that the market wasn’t ready 
then,” Lesley explains, “but we are now 
exploring options through Gemeco’s 
pre-existing channels and our Spanish 
distributor’s Panama office.”

The company recently attended 
Seawork Asia, assisted by a Tradeshow 
Access Programme (TAP) grant that was 

signposted by British Marine. It found its 
first Chinese distributor there. Actisense is 
however aware of the dangers of over-
reaching itself: “We are a small team so 
we need to pick our markets carefully 
and do our homework,” Lesley says. 
“Resources from British Marine and DIT 
are very useful to us – we are experts on 
NMEA but are still learning about exports. 
British Marine’s international development 
manager, Richard Selby, and his team 
have offered very good advice and 

support. We have also been consulting 
with senior external relations executive, 
Andrew Harries, on British Marine 
Commercial – we successfully attended 
Seawork in the UK for the first-time in 
2016 and launched our first dedicated 
commercial marine product too.

So, what of the future? “Things are 
going very well for us and we have bold 
plans for this year and onwards,” 
Lesley replies. We aim to 
launch three new products 
by Seawork in June 

and another three by METSTRADE in 
November. We’re also very involved 
in the work on the emerging NMEA 
OneNet standard, which will open up new 
opportunities for us.

“Actisense is keeping a careful eye on 
Brexit and has a plan to keep growing 
exports outside of the EU while looking 
after our strong European customer 
base. We’ve kept product prices stable by 
focusing on how we buy our components.

“We’ll continue to build our profile 
overseas but the UK and our local 
community here in Dorset remain 
important to us. I’ve recently joined the 
British Marine Wessex committee so 
I can get more hands on with what is 
happening in this area. 

“There’s not a huge amount of 
competition out there for Actisense. 
There might be one or two companies 
that overlap, but no-one that is the 
same as us. The brand has been gaining 
in traction for the past four years and 
that, combined with our association with 
the NMEA, British Marine Electrical & 
Electronics Association and British Marine 
in general, provides our customers with 
the reassurance that if they are dealing 
with us, they are making 
the right choice.”

Opposite page: chief operating 
officer Lesley Keets. Left: chief 
engineer Andy Campbell and right: 
CEO and founder Phil Whitehurst, 
pictured alongside the company’s 
growing collection of awards. Below: 
the PRO-BUF-1 was launched 
last year as the first of a new 
Professional series and reflects 
the ongoing importance of NMEA 
0183 in the commercial marine 
market. Bottom: the Actisense 
NGW-1 Gateway enables a bridge 
between NMEA 0183 and NMEA 
2000 networks and is offered in four 
different connection types
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Q What is the ‘new RCD’ and when 
did it replace the current one?

A The new Recreational Craft 
Directive (2013/53/EU) came into 

force in January of this year. It replaced 
the original RCD 94/25/EC, which 
became mandatory in 1998 and was later 
amended to 2003/44/EC. 

The new RCD is not so new – as the 
date in its name suggests, the industry 
has known about it for some time and 
British Marine has been advising members 
about its progress since it first emerged. 
Its scope is identical to the original RCD 
and it continues to define the minimum 
safety and environmental requirements for 
recreational craft between 2.5m and 24m 
and personal watercraft. However, there 
are significant changes to requirements 
and an expansion of the responsibilities 
for those involved in buying and selling, as 
well as building, boats. 

Any ‘watercraft’ as the Directive now 
defines all boats within its scope, whether 
new or secondhand, that are placed on 
the European Union market for the first 
time must comply with the essential 
requirements as set out in the Annexes to 
the RCD. These cover technical, safety and 
environmental specifications.

Q Can I stop reading at this point if I 
am not a boatbuilder?

A No! Please keep reading – the 
new RCD applies not just to the 

companies building boats and personal 
watercraft for sale in Europe, but also to 
what are termed ‘economic operators in 
the supply chain’. In everyday language, 
that means manufacturers, authorised 
representatives, importers and distributors 
– so anyone involved with boat sales.

If you are in the business of advising 
boat owners or working on their craft you 
should also be aware of the provisions 
for what is known as a ‘Major Craft 

Conversion’ to any CE-marked vessel.

 Q What are the key changes to the 
new RCD for those responsible 

for conformity?

A The summarised panel (right) 
outlines changes between the 

original RCD and new Directive. This 
information was also presented in the 
January 2017 edition of British Marine’s 
Technical Report and we’ll continue to 
provide updates in this publication as we 

obtain further clarification on some of the 
changes to essential requirements.

For example, there is work in 
progress to better understand the exact 
requirements of visibility from the helm 
for sailing boats, given the variable nature 
of heel, sail plan and so on.

Q What is the legal status of the 
new RCD?

A European Directive 2013/53/
EU has yet to be implemented 

into law in England and Wales, despite 
the required date for its implementation 
having passed. Thus, British Marine 
cannot be sure how the Directive will 
be implemented; our current guidance 
is based on our interpretation of how 
it may ultimately be applied. Whilst it 
is anticipated that the Directive will 
be implemented without any material 
changes, this cannot be guaranteed. 
Further information is being sought by 
British Marine and will be provided as it 
becomes available. 

Many EU countries have already 
implemented the Directive into their 
own laws and so British Marine members 
affected by the Directive are advised to 
comply with it. 

We will of course continue to keep 
members informed. If you want to obtain 
specific legal advice regarding the new 
RCD and how it affects your business, 
you can utilise the British Marine Lawyer 
Referral Scheme – see britishmarine.co.uk/
Services/Business-Support/Legal-Services-and-VAT

 Q What is a ‘Major Craft 
Conversion’ and how does it 

affect owners?

A The new RCD defines a ‘Major Craft 
Conversion’ as a ‘conversion of a 

watercraft which changes the means of 
propulsion of the watercraft, involves a 
major engine modification, or alters the 

Simon Vayro 
British Marine’s technical executive specialising in the 

Recreational Craft Directive answers our questions on the new 
RCD and alerts members to its wider implications

Q&A

About the author
Simon Vayro has a background in the 
marine industry, from working for one 
of the largest yacht charter businesses 
in the world, to commercially 
skippering yachts and more recently 
being employed aboard the world’s 
most luxurious cruise ships. He joined 
British Marine as a technical executive 
in 2014 and is the department’s go-to 
person on the RCD.



watercraft to such an extent that it may 
not meet the applicable essential safety 
and environmental requirements laid 
down in this Directive’.

If such work is undertaken, the CE-
marked vessel must undergo a Post 
Construction Assessment before being 
placed back on the market or put into 
service (whichever is the earlier). The 
legal responsibility for this lies with the 
person who is placing the vessel back on 
the market or putting it back into service 
after the works have been carried out. We 
are seeking guidance on how this will be 
implemented in the UK, but in the interim 
we suggest, as a minimum, to:

● carry out the procedure for
verification and checking of
documentation as set out in the RCD
for distributors (per our guidance
document for distributors); and

● ensure the owners of the vessel are
aware of their responsibilities under
the directive with reference to Major
Craft Conversion.

For further information see britishmarine.
co.uk/RCDguidance2

Q What does the RCD demand of 
boat dealers and brokers?

A The first part of our recently 
published guide on the new RCD 

concentrates on the changes within the 
Directive regarding the responsibilities 
placed on Distributors and Importers.  
In summary:

● the importer now has clear
obligations in relation to the
compliance of products;

● where a distributor or an importer
modifies a product or markets it
under its own name, it becomes
the equivalent of the manufacturer
and must take on the latter’s
responsibilities for the product;

● the distributor must act with due
care and has specific responsibilities
in ensuring the conformity of the
product being placed on the market;

● the ‘Private Importer’ is a new
concept that was introduced in
the Directive. It relates to non-
commercial imports of products
covered by the Directive.

British Marine has created a guidance 
document for distributors and importers 
that contains a more detailed explanation 
of requirements – download it at 
britishmarine.co.uk/RCD-distributors-importers

Q How does the new RCD define a 
Private Importer and what are the 

implications?

A The Private Importer is a concept 
that did not exist under the 

previous Directive. It was added to ensure 
that private individuals importing a boat, 
a personal watercraft, an engine or any 
other product covered by the Directive, 
are granted the same level of protection, 
and are placed upon the same obligations, 
as commercial importers.

A Private Importer is defined as any 
natural or legal person established in 
the EU who imports in the course of a 
non-commercial activity a product from 
a third country into the EU with the 
intention of putting it into service for his 
or her own use. A Private Importer, who 
imports a product for his or her own use 
in European waters, must also ensure 
the craft, engine and components are 
compliant with the EU Directive.

The new RCD places an onus on Private 
Importers to choose a craft that conforms 
with the Directive, or be responsible 
for its conformity with the essential 
requirements of the Directive before using 
it in European waters. This obligation is 
expected to restrict ‘grey’ imports.

For further information see britishmarine.
co.uk/RCDguidance3

new RCD at a glance

General changes

● Deletion of descriptors to design
categories (ocean) and geographical
areas (coastal waters, estuaries);
the description now only uses wind
speeds and wave heights

● new definitions (eg ‘watercraft’)
● Introduction of ‘Private Importer’

to define responsibilities of non-
commercial importers

● Importers now required to provide
their details on products

● More stringent procedure on Post
Construction Assessment

● Deletion of mandatory references
to harmonised standards (exhaust
and noise emission measurement)
requiring re-wording of conformity
assessment modules focussing more
on the use or non-use of harmonised
standards

Changes to essential requirements

● Annex I.A.2.3. Protection from falling
overboard and means of re-boarding
– the means of re-boarding shall be
accessible to, or deployable by, a
person in the water unaided

● Annex I.A.2.4 Visibility from the main
steering position is now applicable 
to all craft (change to include sailing 
vessels)

● Annex I.A.3.3. Buoyancy and
flotation/3.8 Escape – new wording
introducing stability assessment for
multihulls

● Annex I.A.5.1.6. – kill cord
requirement for tiller steered
outboard engines

● Annex I.A.5.1.6. – deletion of
mandatory tank ventilation for all
tanks applicable only to petrol fuel
tank spaces

● Annex I.A.5.3. Electrical system –
addressing electric propulsion

● Annex I.A.5.5. Gas system –
appliance requirement of flame
failure deleted (covered by Gas
Appliance Directive)

● Annex I.5.8. – Water protection –
requirement to fit holding tanks

● Annex I.B – new engine emission
limits – alignment with EPA 2010/
CARB including test cycles and
test fuels
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Further information
Access the Technical team’s information hub at britishmarine.co.uk/Services/Business-
Support/Technical-Support – log on to obtain full information, including a downloadable 
copy of the new RCD, plus the many other technical resources available exclusively 
to members. Don’t forget to stay up-to-date by reading British Marine’s weekly 
e-newsletter Latest News (subscribe at britishmarine.co.uk/subscribe) and look out for a
printed copy of our latest Technical Report with this magazine.

For guidance on a particular point, please contact a member of the Technical team 
by emailing technical@britishmarine.co.uk 

mailto:technical@britishmarine.co.uk
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