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_PREVIEW.
OEM Support & MY27

Transition Playbook

Preview Edition — key frameworks for winning OEM support on
MY26 clearance and staging MY27 to your best customers.

This is a preview of the MRAA member resource “OEM Support &
MY27 Transition Playbook.” It introduces the core frameworks and
gives you enough to start preparing for your OEM conversation
today. The complete playbook — including the full seven-question
OEM checklist, negotiating language for each leverage point, the
MY27 staging sequence, the three-audience communication calendar,
and the risks & mitigation table — is available exclusively to MRAA
member dealers.
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The relationship with your OEM is the most leveraged conversation you have during the model-year transition —
done well, the OEM becomes a partner in clearing your MY26 inventory. This guide covers how to win that support,
and how to stage MY27 to your best customers without cannibalizing the in-stock boats you most need to move. All
examples are illustrative.

The Timing Rule

Clearance comes first. Pitch MY27 too broadly, too early, and you pull buyers away from the MY26 units you
need off the floor before winter.

Plan for MY27 as a VIP-only, invitation-first release until your MY26 inventory is visibly thinning — then open it up.

In some cases, if you haven’t already signed your dealer agreement, you will have more leverage with the OEM in July
and August than at any other time of year: your current-year volume is on the table, and your MY27 commitment is
still open. Use it. The goal is to convert the OEM from an order-taker into a partner in your clearance and in creating
a plan for your allocation.

Walk into the mid-summer OEM dealer meeting with these seven questions answered in writing:

O MY27 pricing & timing
MY26 carryover incentives
Co-op marketing funds
Floorplan extension

MY27 allocation

Demo unit program
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Retail event support

The complete member playbook includes:

» The full wording of all seven questions, so you can walk in with each one answered
in writing

» What to ask about relocating MY26 models to regions that have demand, and
about units aged past 120 days

» How to ask for the co-op split between MY26 clearance and MY27 launch, and
what to confirm on demo-unit cost, depreciation, and allowances
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Anchor the conversation in your own numbers. Four levers:
» Current-year volume
» MY27 commitment
» Floor-stock pressure

» Market data — regional weakness, category softness, competitor activity; bring the evidence

Reveal MY27 in sequence, tightest audience first, so early demand lands on your best customers rather than the
shoppers who would otherwise buy your in-stock MY26 boats.

Don’t pre-announce specifics
Hold MY27 pricing and configuration details until the OEM confirms them in writing.

Pre-announcing creates customers who wait — freezing MY26 sales and driving up your floor cost while they do.

Three audiences need three different messages. Build a communication calendar in late July that runs through November.

VIP Pre-Order List Active MY26 Shoppers Past Customers (Trade-Up)
Past buyers, high-intent shoppers, In-market right now — urgency Year 3/5/7 owners — the natural
and repeat customers — first without panic. trade-up audience.

access to MY27.

The complete member playbook includes:

» The four-stage MY27 staging sequence, from the late-July save-the-date through
public launch, with the exact move to make at each stage

» Adaptable negotiating language for each of the four leverage points

» The full communication calendar — the specific message to send each of the
three audiences in July, August, and September

» The channel mix for each audience, including which audience to keep off public
social entirely
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Schedule OEM product training in mid-August, before MY27 hits the lot, and build a one-page MY26-vs-MY27 side-
by-side by feature and price point. Give the team three honest strengths for each.

The complete member playbook includes:
» The strongest MY26 points and the strongest MY27 points, written for the floor

» How to frame the MY26-vs-MY27 choice for the buyer, and why to document
the customer’s choice in writing

» The risks & mitigation table: five things that go wrong during the transition,
how each shows up, and how to mitigate it

Become an MIRAA Member

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
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