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CHIEF PEOPLE & STRATEGY OFFICER

This data is internal to Brunswick.

Hello, my name is Brenna Preisser, and I am so pleased to share with you today the
tremendous progress in Business Acceleration and the opportunities that we see ahead.
When we formed Business Acceleration nearly two years ago, we saw an opportunity to
pursue new business models, such as shared access, and to expand marine participation.
With the acquisition of Freedom Boat Club and new businesses which we are now forming,
we are not only tapping into new consumers; we are pursuing an era of industry
participation by retaining customers on the water longer. Most importantly, while we have
made tremendous progress, we are still in the early innings of our potential.
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I G N I T E A N E W E R A O F I N D U S T RY E X PA N S I O N T H R O U G H :

Shared
Access
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Contemporary
Direct-to-Consumer
Businesses

Our future plans—the next wave—will be built from a solid foundation.
Our accomplishments to date include:
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FORMED BUSINESS
ACCELERATION
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Formation of the Business Acceleration division
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ACQUIRED FREEDOM
BOAT CLUB
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In 2019, we acquired Freedom Boat Club, which had 170 locations at the time; we
are now at 275 locations and growing.
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GENERATED FLEET
SYNERGIES
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We have partnered with our franchisees to realize fleet synergies, adding an
incremental $40M in revenue since the acquisition.
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LAUNCHED
BOATEKA
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We have launched two new business models, including Boateka, a preowned boat
sales platform designed with first‐time boat buyers in mind.
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LAUNCHED
BOATCLASS
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We launched Boat Class, a contemporary on‐water training program.
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BUILT A VENTURE
ECO-SYSTEM
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And finally, we have built a venture eco‐system with 11 active investments through
our joint venture with TechNexus.
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SCALE
FREEDOM

DOUBLE-DIGIT
GROWTH RATE
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ACQUIRED 2 LARGE
METROPOLITAN
TERRITORIES IN Q1

2020 FRANCHISE
500 RANKED

As we look to the Next Wave, what’s important is not just the discrete opportunities to
create value but as we will cover today, we are creating a highly‐integrated business system
that will add value for both consumers and unlock product opportunities.
Our first priority is to scale Freedom.
Scaling the business includes pursuing whitespace opportunity. Although we are currently
present in 75% of tier 1 and tier 2 U.S. markets, we see sufficient opportunity to scale in
these markets and while adding new territories.
We also intend to make Freedom one of the most admired brands in the industry and in
the world, and we’re on the way to doing this.
We’ve had a fast start to 2021 with strong growth; in Q1, we announced the acquisition of
our Chicago and New York, Long Island Franchise Territories, and continued focus on adding
more value for our franchise partners.
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EUROPEAN
EXPANSION

ESTABLISHED EMEA
GROWTH ORGANIZATION

LAUNCHED UK FREEDOM
BOAT CLUB
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Scaling Freedom also includes European expansion. Europe is the second‐largest
recreational boating market with 36M participants and similar trends in shared access, as
we see in the U.S.
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ACCELERATE FLEET
SYNERGIES
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500+ NEW BRUNSWICK
BOATS ADDED TO THE
NETWORK IN ’21

INCREASING SHARE OF BC
PRODUCT

We will continue to accelerate fleet synergies through strong partnerships with our
franchisees and new boat models that are designed to win with club members.
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SCALE NEW
BUSINESSES

POSITIVE VALIDATION ON
OPPORTUNITIES UNDERWAY
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We will be scaling new businesses…
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LAUNCH NEW
DIGITAL TOOLS

BOATEKA

NEW RESERVATION SYSTEM TO
POWER FREEDOM EXPANSION
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…launching new digital tools to win with consumers...
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UNLOCK CROSS-BUSINESS
SYNERGIES

LAUNCHING CROSS-ENTERPRISE
LOYALTY PROGRAMS
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…and finally, unlocking a new wave of cross‐business synergies that will further distinguish
Brunswick from our competition and underpin the Boating‐as‐a‐Service strategy.
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LEADER IN SHARED
ACCESS MODELS

50M

CONSUMERS
are interested in boating and willing to pay for
clubs or rentals

In addition to expanding participation, we see the opportunity to create meaningful growth
platforms for Brunswick.
We saw the potential for consumers to enter the industry before the pandemic. In a
nationally represented sample of consumers, 50M expressed an interest in joining a boat
club or renting a boat.
And importantly, as we’ve seen a spike in participation more recently, we know there is a
network effect on boating participation—it’s a social activity. So for every one new boater,
we are seeding our future pipeline.

15

SUFFICIENT MARKET
OPPORTUNITY

$20B

MARINE SERVICES
addressable market that is highly fragmented

We also see a large, addressable market for marine services that is highly fragmented
today.
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BBG

C A PA B I L I T Y T O E X PA N D
PA R T I C I PAT I O N

AGE DISTRIBUTION

FBC

Younger

Older

As we consider expanding participation, it’s notable that the average Freedom member is
younger than the new boat buyer and 35% of our memberships are held by women.
However, it not just the opportunity to expand participation; we are keeping boaters on the
water longer. 57% of Freedom members previously owned a boat and many would have
otherwise exited the industry.
We see a huge opportunity to capture a wave of Baby Boomers in the future who own
today.
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POWER OF THE
BRUNSWICK PORTFOLIO

ACCELERATING
S Y N E R G Y VA L U E

When you consider the Brunswick Portfolio of Synergy, it is increasingly clear that the
whole is much greater than the sum of the parts, and I’ll illustrate this later.
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The acquisition of Freedom in 2019 changed the game in marine and it is an accelerator for
new business growth platforms. What you see on this map is unrivaled scale in shared
access.
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275
LOCATIONS WITH
RECIPROCAL
ACCESS

40k

3.2k

PAID MEMBERSHIPS
+10K IN 2020

BOATS IN FLEET
800+ BBG BOATS
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We are now up to 275 locations with reciprocal access, which means a member can access
a boat at any club in our network.
We have 40k paid memberships, which represent approximately the same number of new
Boat Group sales each year, and 60k memberships which includes multiple members on an
account and highlight our powerful community.
In addition, 92% of members never had an intention of buying a boat when they joined the
club, so this is truly a model that lifts participation across the industry.
Finally, not only is the fleet growing, but the share of BBG boats in the network is also
growing.
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ACE Accelerator

New Business

235

FRANCHISE
LOCATIONS

40

COMPANY
LOCATIONS

Freedom is also a platform for growth. We have two powerful models to grow the business.
First, our franchise model provides a growth accelerator and strong operating leverage, as
it is important that nearly of our 70 franchisees are our growth partners.
Our company‐operated locations are in Tier 1 markets, and while they require a higher
capital commitment, primarily boats, they also provide larger absolute returns.
The outer rings represent new business opportunities and the role that Freedom will play
as an accelerator to our technology strategy.
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A pre-owned boat sales platform developed to
assist franchisees and shared access partners
with fleet retirement. Designed with the first-time
boat buyer in mind.

An immersive on-water training program
designed to teach boating safety and help
boaters gain confidence on the water. Led by a
U.S. Coast Guard trained instructor.

As we move toward the consumer and consider how we unlock more value from our
business, we launched two new businesses in 2020.
Boateka is a pre‐owned boat sales platform developed to assist franchisees with fleet
retirement; however, we have designed the business with deep customer insight and the
first‐time boat buyer in mind.
BoatClass is an on‐water training program that is being piloted at select Freedom locations
and we are excited with the early results.
These two businesses are underpinned by a contemporary digital experience.

22

SMART PRODUCTS LIVE WITHIN SMART SERVICES

Dave said this earlier, “Smart Products Live within Smart Services.”
And this is another example where Brunswick is differentiated.
First, in our ability to leverage our portfolio to scale and commercialize opportunities.
And second, through our innovation centers, which we also consider each Freedom
location.
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EXPLORING

77
MILLION

Consumers
Interested Yet
Never Participated
in Boating

SUBSCRIBING

57
PERCENT

Freedom
Members
Previously
Owned a Boat

OWNING

5

Freedom
Members Likely
Buyers Within
PERCENT 24 Months
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Boating as a Service is the future.
And we have a competitive advantage across the spectrum:
In exploration, 77M consumers are interested in boating and yet never participated. Many
of them are entering the industry for the first time now.
In subscription models, we are the leader. This is a good time to mention that 75% of our
revenue in Freedom is subscription‐based. Also, 57% of our members previously owned a
boat, highlighting our ability to retain boaters on the water longer.
And then finally, in ownership, there is a tremendous opportunity to create synergies with
new boat buyers.
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I fell in love with an FBC Sea Ray boat right after your
partnership took effect.
--Past Members, FBC of Michiana
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One example of this is Tom and Sandy Robertson, who were Freedom Boat Club
Members of our boat club location in Michigan and Indiana. Importantly, they found
their dream home while on a club boat exploring on Lake Michigan and then, having
experienced a Sea Ray in the club after the acquisition, they are now Sea Ray
owners.
This is an example of the synergy Brunswick can bring. But the other interesting
part of Tom and Sandy’s story is that 35 years ago, they owned a boat and then life
changed, and they rented a few times and eventually joined a club and now are
boat owners. And one day, they may be club members again.
This is Boating as a Service.
And no one is better positioned than Brunswick to retain our consumers and our

portfolio over their lifetime.
And, finally, my favorite part of the discussion with Tom, was him describing his two
grandsons (7) and granddaughter(5) going by a nearby lighthouse and giving a
thumbs up and Tom said “the boat is front and center in their experience.” Not just
their boating experience, but their life experience. We have so many incredible
customers like Tom who provide confidence in our outlook.
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$100M+


CLUB
E X PA N S I O N
400+ LOCATIONS



MEMBERSHIP
GROWTH
65K MEMBERSHIPS

in 2024

 EF LX EP EA TN D E D ൌ

MEMBER
SERVICES
100K MEMBERS

6.5K BOATS

CLUB AND
SYNERGY
REVENUE

The next big milestone for Business Acceleration is to achieve $100M in club and synergy
revenue through Freedom. This number does not include Boateka or other new business
ventures, which we intend to scale based on early insights.
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Y1

Y2

Y4

Y3

BBG
Sells Boat to Dealer
P&A Annuity

BBG
Sells to Freedom Franchise
Accelerated P&A

BBG
Transfers Boat to Freedom
Company Location
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Freedom Franchise



BOATEKA



Freedom Company Location



BOATEKA

STRENGTH OF PROFIT:

HIGHEST

In summary, Brunswick has created a differentiated business system that maximizes the
profit from our assets and new business models over time.
Compared to a new boat sale to a dealer, which is very important and establishes our
brands, we will create 3‐5 times the profitability when you consider a new boat sold to a
franchisee, and then sold again through Boateka; or transitioning a boat to our company‐
operated locations and then sold through Boateka.
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B O AT I N G M A D E

DIVERSE

FOR EVERYONE

REVENUE STREAMS

C O N T E M P O R A RY M A X I M U M P R O D U C T
BUSINESS MODELS

LIFECYCLE PROFIT

In closing, taking advantage of the next wave requires that you are looking ahead, and
that’s what we are doing in Boating Acceleration—looking at trends and positioning
Brunswick to win.
Importantly, we are not just making boating accessible or simple; we are making boating
for everyone. We are adding diverse revenue streams, including subscription‐based
models. Our business are underpinned by digital platforms, and we will maximize the
lifecycle profit.
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