
MY26 Clearance 
Execution Playbook

Preview Edition — key frameworks for clearing aging 

MY26 inventory while protecting gross margin and cash.

P R E V I E W

This is a preview of the MRAA member resource “MY26 Clearance 

Execution Playbook.” It introduces the core frameworks and gives you 

enough to start protecting margin and cash this month. The complete 

playbook — including the full clearance process with every price 

move, the floorplan carrying-cost tables, aged-unit SPIFF structures, 

the weekly clearance dashboard, and the common-pitfalls table — is 

available exclusively to MRAA member dealers.

https://mraa.com/spotlight/mid-summer-pivot/#connect
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How to Use This Playbook
This playbook turns the model-year clearance from a September scramble into an orderly, profit-driven process that 

is a key area of focus from July through November. It stands on its own — a dealer principal, GM, or sales manager 

can put it to work the same week. Every number here is illustrative; replace the benchmarks with your own market 

and dealership data.

The Clearance Principle
During the model year transition, your job is not to sell more boats — demand is largely set by the season. 

Your job is to protect gross margin and free cash.

Measure every decision against two questions: does this protect margin per unit, and does it move capital 

out of aging boat inventory before a curtailment turns that margin to zero or worse?

The Clearance Window
The model year transition is not a single event. It is at least a four-month operational pivot that starts in July with 

planning and ends in November if inventory is cleared. Dealers who treat it as one moment in September risk giving 

back most of their margin to panic discounting.

Month Phase Primary focus

July Planning Inventory analysis, floorplan review, draft clearance process

August Pre-launch Execute the clearance process; secure OEM support; VIP-only MY27 

pre-position

September Launch MY27 introduction; MY26 clearance accelerates

October Acceleration Aggressive MY26 clearance; MY27 momentum

November Cleanup Final MY26 disposition

The complete member playbook includes:
 » The critical decisions to make in each of the five phases, from July planning 

through November cleanup

 » The floorplan cost reality table — carrying cost per $100,000 of floored value 

at 7%, 8%, and 9% across four holding periods

 » What happens to your remaining margin once a unit crosses a curtailment date, 

and how to track every due date
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Inventory Triage — Red / Yellow / Green
Do this in early July, then re-run it weekly. Categorize every current-model-year unit so the whole team knows what to 

protect and what to move. The definitions below are estimates. Each dealer should define these red, yellow and green 

categories for themselves based on their unique floorplan providers, location, seasonality and boat lines.

Category Definition

RED — Must Move Non-current or aged 365+

YELLOW —  

Adjust Pricing or Packaging As Needed Aged 181–365 days

GREEN — Hold Under 180 days

Bundle Before You Discount
A $3,000 price cut comes straight out of front-end gross. A $3,000 accessory bundle costs the dealership $1,500–$2,000 

in actual cost while feeling like the same value to the buyer. Work the invisible levers first, in this order:

 » Accessory bundle (electronics, lifestyle gear, dockage)

 » Financing rate buy-down with the lender

 » Extended service contract or maintenance plan

 » Off-season storage

 » Trade-in over-allowance — the customer feels the gain; you control the math

 » Straight price reduction — last resort

The complete member playbook includes:
 » The action to assign each triage category, and how to run the triage automatically 

with the companion Sample Inventory Management Spreadsheet

 » The full clearance process — every price move in sequence, the percentage 

reduction at each step, and the incentive to stack with it

 » The Margin Protection Rule, including how to account for one department 

“buying” products or services from another
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Keep the Team Selling the Older Stock
Compensation drives behavior. If reps are paid the same on MY26 and MY27, they will steer toward whatever is easier 

to sell — and that is rarely the aging unit.

The complete member playbook includes:
 » The aged-unit SPIFF, stack-up SPIFF, and team-bonus structures that accelerate 

MY26 clearance

 » MY26 talking points for the floor, written for the sales team

 » The weekly clearance dashboard — the five numbers to track every week 

through November, with goal and action columns

 » The common pitfalls table: five ways dealers lose gross during the transition, 

how each shows up, and how to avoid it

Become an MRAA Member

Get the full, member’s only  

version of this resource.
Gain access to all of MRAA’s resources, year-round \training,  

benchmarking data, and expert support.

Scan the QR Code and Register Today  —  MRAA.com/join-mraa

https://mraa.com/spotlight/mid-summer-pivot/#connect

