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“We won’t put the props on the hardtop,
but everything else is fair game.”

Jeff Druek is the President and CEO of Outer Reef Yachts.

He has been self-employed since the age of 13 and made his first real estate
deal—for 45 acres—at age 15. Suffice to say he’s learned a thing or two about
business, and the boat business in particular.
www.outerreefyachts.com

PMY: What is your overall philosophy on building boats?
Druek: Offer the best product in the
market, and the best value possible.
Our business model lends itself to
that in that we don’t have a dealer
network. That helps us offer more
value. We’re completely vertically integrated which enhances the product.
We can put money into R&D because
we’re not giving away money to the
dealer market.
PMY: What sets your product apart
in the marketplace?
Druek: We’re really a custom builder
these days. The last launch, an 86
Cockpit, was amazing and completely
different from any of our previous
builds. We’re willing to do custom work
and that sets us apart. And you can’t
achieve that with a dealer network,
where you have to buy inventory. Other
companies can’t go as far out of the
realm as we do.
We listen to our clients; that’s what
sets this company apart. We don’t
have the word “no” in our vocabulary.
We never tell a client we can’t do
something. We won’t put the props
on the hardtop, but everything else is
fair game.
As designer, I draft every single
boat we’ve ever built. Self-taught in
AutoCad by the way—and I sit down
with a blank sheet of paper (actually
a computer screen) with every owner
and every boat. Once complete, the
engineers at our shipyard produce the
engineering drawings.
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And I want to mention Tania Shipyard
in Taiwan. They build all of our boats
and they really have embraced the
custom philosophy, whereas a lot of
builders over there are resistant to it.
PMY: What innovative products have
had the most impact on boating in
recent years?
Druek: Well it all comes down to how
much fuel you burn, and the improvements in diesel engines and drive
trains have been incredible. In the last
ten years efficiency has improved 20
to 25 percent, which is really incredible. We use Seatorque drive trains for
example, and that has worked out very
well for us efficiency-wise. Innovations
like that make a big difference. We
have boats with twin engines that burn
less fuel than some older boats with a
single engine!
PMY: When it comes to your company, what are you most proud of?
Druek: My people. My staff. I’d be a
narcissist to say it’s all about me. I’m just
the band leader. Without the band you
don’t have any music. I’m proud of my
staff and our shipyard and the working
relationship we have. They build a great
product and they’re totally in synch and
cohesive. That’s what I’m proud of.
PMY: Tell me about one challenge
that you’ve overcome as a company.
Druek: We overcame the financial
crisis in 2008 with flying colors. I went
into major expansion mode. I come
from a building and development

background, and there you learn to
expand when things go sour. You have
to take advantage of a soft market and I
did exactly that in 2008. We opened six
new offices since 2008 and now have
14 offices on four continents and that’s
what got us through the recession. We
had the intestinal fortitude to make the
right decisions.
PMY: What is your vision for
your company, where are you
headed next?
Druek: I have my sights set on South
America. There’s a tremendous amout
of wealth there, there’s always been.
I’ll be in Cartagena [Colombia] in
March for the boat show. We’re gonna
go down there and see about planting
our flag.
PMY: How did you get involved in
the marine industry and what lessons did you learn early on that you
still rely on today?
Druek: I’ve been self-employed since
I was 13. I’ve never worked for anyone. I got into this by default. One of
my competitors didn’t want to build
a boat for me the way I wanted, he
didn’t want to do anything custom, so
I stepped in and built it myself. That’s
the short story.
You can’t teach business 101. It’s
common sense. Treat people right, do
what you say you’re gonna do, provide
them with a great product, and follow
up with your service after the sale. I’m
old school like that. I treat people the
way I want to be treated.
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