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HELM-caught up with Giuseppe Zecchin,
erretti Group’s Asia Pacific Area Manager,
at the PIMEX boat show to discuss the
—ltalian-yachtbuilder’'s Asian strategy.
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Ferretti is promoting Riva Yachts to buyers in Asia.

and operate the boat properly so the owner can enjoy it
and it's a pleasant experience.

So Ferretti Group provides all the after-purchase
services that a buyer might want?

Yes, through our dealers. So we need to find the
right partners and the right staff, in order to provide
service from the buying process to the after-sale which
is the most important part.

You're based in Italy, but the region you're responsible
for is Asia Pacific. How often are you out here?

Most of the time. As you can see on my name card,
| have it in Chinese as well. Our main office in Asia is in
Shanghai.

How important is PIMEX compared to other Asian boat
shows for you?
PIMEX is very important. Like is said, China is about

fey are not just boats
[ 1o\ off, they are

ts to be used and to
out to sea.”
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the future, but PIMEX is the reality. You see outside we
have two 80ft boats on the marina, and you see these
sort of boats everywhere here. This is a very important
market, especially for Pershing. So we are promoting our
larger boats and also our extremely big superyachts from
Custom Line and CRN. So we're talking 40 or 50 metres.
PIMEX is one of the main shows for us for those brands.

Many companies in all sorts of industries are turning

to Asia for their futures. Is the Ferretti Group doing that?
Yes, it would be unwise not to do that. Asia is the

future, together with other countries in Latin America,

such as Brazil and Mexico. The main driver in the future

will be Asia, led by China and India. But all the countries

in the surrounding area will benefit, Thailand as well.

Are there any countries in Asia, like India maybe, that
you're looking at secondarily? Countries that now aren'’t
really buying boats but that you're trying to think about
for further down the line?

As you mentioned, India is one of these. The
problem with India is that the infrastructure is not
there now. The potential buyers in India are quite
sophisticated. Most of them know boating - they have
a boating background or grew up in the UK or US - so
they know boating very well already. But there are few
places you can moor a boat in India. Other than India,
we're looking at Thailand and the locat Thai market.
Singapore and the surrounding area, Malaysia and
Indonesia, and Australia. | think that also South Korea
has a lot of potential. In the near future, possible also
Japan and maybe Vietnam.

What are some of the selling points that you make for

Ferretti when you are in competition with other brands?
Because the Ferretli Group owns eight brands, we

have a variety of products for many different sectors.

I don't like to talk about competition. | can say that

we provide a boat of quality design and construction,

usabilily, and luxury. | like 1o focus more on the luxury

aspect though. The boats do not depreciate, they keep

their value. They are not just boats to show off, they are

boats to be used and to go out to sea.

What are the two 80ft models you have here for PIMEX?
Al PIMEX we are displaying a Pershing 80 and a
Ferretti 881. In Phuket, outside the show we also have
some other Pershings and Ferrellis, and we're making a
couple deliveries before the end of the year as well. m
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