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LFA / LEXUS

LEXUS’ BEST

QUICK TAKES

After 10 years of development intended to result in the ultimate exotic car competitor,
the all-new Lexus LFA still bears the manufacturer’s hallmarks of comfort and luxury,
albeit in new performance-tuned ways.

BY MIKE DALY

Generally, you don’t think of extreme performance cars sporting custom audio systems, but
the Lexus LFA has a 10-speaker Lexus sound system specifically crafted for the car. The inhouse system is 37 percent lighter than the Mark Levinson system, Lexus’ perennial upgrade

MERCEDES-BENZ S63 AMG

was with delivering an optimal power-to-weight ratio while still delivering signature Lexus style

ITALIAN MASTERS

and comfort.

better fuel
economy
and more
power
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of the yachts
in the
preceding
pages
havethan its

technology, but this whole approach underscores just how preoccupied the LFA’s design team

That said, I’m sure they’d much rather you appreciate the 4.7-liter V10’s high-pitched
roar, or the triple-pipe exhaust’s throaty note, both of which have been acoustically perfected and
piped into the cabin. Make no mistake about it: Though the 552-horsepower LFA is priced to compete
with a Ferrari or Mercedes-Benz grand tourer, it is designed as a track car for the most discerning

All you need to know about the S63 AMG sedan is that

it’s powered by a new twin-turbo V8 engine that gets 25

wit, the seven-speed V8 produces 536
come predecessor.
from leadingTosuperyacht
builders, but who
horsepower and is fitted with AMG’s F1-inspired MCT

is it that constructs such complex vessels? Elite

(multi-clutch technology) transmission. Base price is

Traveler Superyachts takes a behind-the-scenes
about $138,875.

to its ideal front/rear weight distribution (48/52 percent), achieved in part by putting the battery and

look at the
CRNMercedes-Benz
shipyard, which
entered
the big
Contact:
USA,
(800) 367-6372;
leagueswww.mbusa.com
earlier this year with the launch of the

dual radiators in the trunk, this vehicle is about as prepared for racing as a street-legal car gets.

262-foot megayacht Chopi Chopi.

of enthusiasts, and it does not disappoint. From the car’s aerodynamic fiber-reinforced plastic body

During a few laps at Southern California’s Auto Club Speedway, I experienced the

BY MARINA MICI

LFA’s astounding acceleration (3.6 seconds for a 0 to 60mph push) firsthand. Though I didn’t reach
Lexus’ quoted top speed of 202mph, 187 was sufficient to prove the car’s mettle. The LFA remained compliant and surefooted despite the g-force incurred through 137mph curves, thanks
to the car’s slick integrated dynamics, a computerized system that deftly summons anti-lock
brakes, traction control and vehicle stability control as needed.
The interior appropriately imbues a motorsports theme, with impossibly low seats
and a hooded LCD screen that displays gauges, including a stopwatch to clock lap times. A

MERCEDES-BENZ CL63 AMG

seven-inch center dash monitor provides sound system and navigation info, controlled from a

Powered by the same engine as the S63 AMG, the inte-

waist-level joystick that functions like a computer mouse.

rior of the CL63 AMG coupe is hand-fitted with sustain-

Lexus will build only 500 examples of its first ever supercar, with each unit be-

able woods like walnut burl or black ash. Add in primo

ing hand-assembled. In addition to facing a wait list, interested shoppers should know that

leather seats and standard ambient lighting that dials

the $375,000 LFA is sold only through a two-year lease-to-buy contract. Lexus is so intent on

up a choice of amber, white or ice blue, and the CL63

creating an instant collectible of lasting value that the manufacturer is stemming the usual tide

becomes a showcase for Mercedes’ most luxurious new

of third-party speculators by preventing quick-flip purchases, a measure that should delay the

technologies. Base price is about $151,125.

dreaded devaluation curve experienced by many new exotics.

Contact: Lexus, (866) 532-4794; www.lexus.com

GET A FREE LUXURY CAR GUIDE... DOWNLOAD FROM www.elitetraveler.com/carguide
CRN HEADQUARTERS

Contact: Mercedes-Benz USA, (800) 367-6372;
www.mbusa.com
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CRN SHIPYARD

Elite Traveler Superyachts: What first attracted you to the yachting industry?
Lamberto Tacoli: I have been attracted to the yachting industry for as long as I remember and my interest led me to pursue a career in the industry. During the late ‘80s I became a shareholder of Custom
Line. The brand became part of the Ferretti Group and the rest is history. I have been involved in and
witnessed many changes in the yachting market in my time. I saw that there was an opportunity to acquire the Doric Shipyard so I made a proposal to Norberto Ferretti, and a deal was finalized in 1999. A
little later, I started working for the Ferretti Group at CRN, focusing on the relaunch of the brand. I have
devoted my entire career to the group and have ridden some waves with them. I believe the superyacht
industry is unique in its ability to combine the great ocean and man’s great skills to allow for a stunning
result: A superyacht that gives the owner freedom.

How has the landscape of the yachting industry changed since you started?
Yachting is completely different to what it was when I started out, in both a positive and negative sense.
The economic crisis that we have witnessed during the last few years has been hard for the entire industry and one that we all continue to strive to overcome. The technological developments that we have
witnessed have changed what was a cottage industry into an industry that employs thousands of people
worldwide. The rapid growth has been chaotic at times, but for those of us who have taken careful and
thoughtful steps it has been an exciting and fruitful time. It is clear that we are currently experiencing
a transition period, but we are beginning to see how the next few years, and indeed decades, will pan
out with new markets, new protagonists, and new products. Nautical culture has grown extensively, and
industry expertise has also widely increased, perhaps due to the economic downturn as builders and

LAMBERTO TACOLI

brokers could no longer rest on their laurels and simply ride the wave.

As chairman and CEO of CRN, Lamberto

How have the clients that buy your yachts changed during your career?

Tacoli knows a thing or two about the supery-

The most notable change in CRN’s clients has been in their place of origin. Countries that had been

acht trade. He joined the industry in the early

blocked for many years opened up and their presence has significantly stimulated the industry. I have

1990s, first as marketing manager then as

also witnessed our clients refining their requirements and becoming more involved in the details, and of

CEO of SM Italian Yacht, and went on to found

course, with ever-changing technologies, their expectations are much higher, as indeed they should be.

Custom Line in 1996 with Norberto Ferretti.
Tacoli was appointed CEO after CRN and Cus-

It seems as if the size of an average buyer’s first yacht is getting bigger and bigger, with yachts as

tom Line merged in 2001; in 2006, he became

large as 200 feet being built for first-time owners. How is dealing with this type of owner different

chairman of CRN exclusively. (Custom Line is

for a shipyard than dealing with a more experienced owner?

now operated separately.)

In my experience it is not a difficult experience, just a different one. The challenge lies in being able to

In July 2009, Tacoli became a member of

anticipate or understand their requirements, but I think that it is during the process itself that we can see

the Ferretti Group board of directors, and was

the value of the shipyard’s experience. It is of utmost importance that we immediately understand the

appointed Ferretti Group chief sales and mar-

client and that we listen to their desires in order to avoid any misunderstandings along the build process.

keting officer in September 2009. In January
2012 he became the CEO of CRN. Tacoli is also

Italian yacht building has gone from strength to strength in recent years, but what do you think are

the vice president of UCINA, the Italian Marine

the major challenges now facing these builders?

Industry Association.

I think the challenge for Italian shipyards consists in maintaining the high standards that we have all
achieved. To do this we need to constantly be looking at ways of improving and achieving the best results
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possible. I believe that we are aware that leader-

client and the product. The fact that 70 percent of

What do you believe are the golden rules of a

ship can only be preserved through the continuous

our clients are repeat business is highly signifi-

good shipyard both in good and bad times?

attention given to research and innovation.

cant and indeed great motivation. It means that

I believe that there should always be passion for

the level of satisfaction is high. The shipyard grows

what we are building, respect towards the client, and

What do you believe are the strengths and

together with our clients with whom we have cre-

constant desire to achieve more. Of course during

weaknesses of CRN in comparison with your

ated constructive and lasting relationships.

difficult times one should be professional and optimistic, fundamental qualities in any business.

competitors in both Italy and worldwide?
CRN celebrates its 50th year this year, and I be-

How has CRN coped with the challenging mar-

lieve we have earned our solid reputation as build-

ket conditions since the economic crisis? What

Where do you find the majority of your new cli-

ers of spectacular superyachts. The CRN brand

changes have you had to make to survive?

ents? Do they come from your own marketing or

guarantees continuity and tradition in a market

The biggest difficulties we have faced as a yard

via brokers and other introducers?

that has seen many important and historic brands

are thankfully in the past. The financial issues that

Many of CRN’s clients are repeat clients who ei-

decrease significantly or disappear altogeth-

the Ferretti Group faced have been overcome and

ther own a Custom Line or another vessel from

er. Our Italian pedigree is of utmost importance to

today we have a solid majority shareholder, the

the Ferretti Group portfolio. Our clients are loy-

our buyers, but along with this we are proud of our

industrial group Weichai, which allows us to look

al, and we are fortunate enough to have a team

leadership in the development of unique designs

into the future with greater security. We must con-

that has established solid relationships over the

and innovations. CRN has often led the way in

tinue to pay attention to the signs from the various

years, backed by the guarantee and trust that

what have become the most desired innovations in

markets. The general economic crisis is continu-

the CRN brand provides. The brokers and the

yacht builds, including concepts such as the flood-

ing and we cannot let our guard down. We will

dealers of the Ferretti Group with whom we co-

able garage, the beach club, and the fold-down

continue to invest heavily in the Asian countries.

operate are another channel of contact with new
prospects.

balcony. Today our aim is to find ways to improve
the productive procedures in order to make them

In what way has the change in market conditions

more efficient and effective.

changed your business strategy going forward?

Where do you think the new breed of clients is

These changes have mainly led us to think and act

going to come from in the next five years?

Which do you believe is more important in the

more on a global scale rather than a localized one,

I believe that for the large superyacht sector the

success of a shipyard: The quality of the prod-

and when I say “local” I am referring to macro re-

new areas of interest will be in Asia Pacific, Latin

uct or the quality of the brand marketing and

gions. Today we aim to attract clients from all over

America, and Africa. That said, when it comes to

the client relationships?

the world, while previously our attention was direct-

countries such as China and India we will need

CRN focuses on two fundamental elements: The

ed at Europe, North America, and the Middle East.

patience and great investment.

CHOPI CHOPI
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CRN – A BRIEF HISTORY
Founded in 1963 and part of the Ferretti Group since 1999, the CRN shipyard is based in Ancona, Italy. The brand is primarily known for the build and design of fully custom-built superyachts in steel and aluminium up to 279 feet, and for two semi-custom lines in composite of
131 feet and 141 feet. The brand was propelled into the big leagues with the launch of the 236foot Azteca in 2010, which won accolades as one of the top 100 largest yachts in the world.
The shipyard covers an area of over 871,877 square feet, 376,737 of which are covered.
Built on the Adriatic, the facilities, which also produce some of the Custom Line range under

CRN BOATBUILDERS

AT WORK

separate management, include an 820-foot marina with three docks, a slipway, and three
modern sheds that house the latest technically advanced facilities available for superyacht

VESSEL UNDER CONSTRUCTION

building.
The shipyard is headed by Lamberto Tacoli, who along with Norberto Ferretti was responsible for the 1996 launch of the Custom Line brand. Being part of the Ferretti Group means
that the yard benefits from the assistance of the corporation, a respected leader in the design,
construction, and sale of luxury motor yachts. In 2003 CRN took over the neighboring Mario
Morini shipyard, which specialized in steel and aluminium commercial vessels, and in so doing became one of the biggest nautical poles for the manufacturing of megayachts from 131
feet to 295 feet in Europe. The CRN engineering team, together with Tacoli, is behind many
of the innovations on CRN builds. One such innovation includes the “beach club” concept
found on several CRN models, including Azteca and Darlings Danama (featured in the summer 2013 issue of Elite Traveler Superyachts). The latest advance from CRN, featured on the
recently launched J’Ade, is the floodable garage.
The yard fulfills the great majority of a client’s desires internally, with in-house expertise ranging from a full exterior and interior design team to engineering for bespoke naval
architecture, innovation, and best features for life on board. Not content to rest on their laurels, CRN also collaborates with leading designers on several of their platforms and exterior
designs, and has been responsible for pioneering many new design trends now considered
standard, like balconies, terraces, beach clubs, and floating garages.

Do you think current yacht designs can be suc-

Brokers fulfill a fundamental role as an owner’s

Maybe the challenge that every shipyard faces

cessful with any culture or do you think there

private consultant. They must follow the clients’

is that of finding a “trademark,” a hallmark that

is going to be a need to change yacht design to

requests and guide them towards products and

makes its products recognizable. Yacht design,

adapt to the cultures of the emerging markets?

shipyards that can guarantee complete satisfac-

technology, and architecture must all go hand in

This is an excellent question, which should per-

tion. Moreover, another strategic role of a broker

hand. We should never forget that a new build in-

haps also be made to the yacht designers. I be-

is to ensure the entire sale and construction pe-

volves teamwork and synthesis between all parties.

lieve that this is very much a challenge for yacht

riod is seamless and stress free, from negotiat-

designers who must propose solutions and de-

ing contracts at the beginning and throughout the

What non-CRN yachts do you see as ground-

signs that best meet the desires of the new breed

build process to aiding with yacht management

breaking and why?

of clients. However, I am sure that the designers

issues on delivery of the vessel. For any builder it

In my opinion the following yachts are all unique

are already working on concepts to suit the re-

is very important and advisable to have expertise

and iconic as they have all brought about innova-

quirements and tastes of the emerging markets,

within the company to safeguard the clients’ inter-

tions to traditional yachting and have motivated

and I look forward to seeing the results.

ests and to make the process easier for all of the

the industry to think outside of the box. But above

parties involved.

all, they have inspired the industry and their style
and engineering have had great impact.

What is the role of brokers in a new construc-
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tion, and would you recommend that a client

Having launched Custom Line along with Nor-

244-foot Eco built by Blohm+Voss

use a broker to negotiate their contract and

berto Ferretti at such a young age, you are

303-foot Tatoosh built by Kusch Yachts

guide them through the process?

clearly no stranger to innovation in the supery-

289-foot Maltese Falcon built by Perini Navi

The role of the broker is an important one; many

acht sector. What do you see as the next chap-

390-foot A built by Blohm+Voss

clients do not understand the superyacht industry.

ter in yacht design in the next five to 10 years?

591-foot Azzam built by Lurssen

