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Above—Stingray president Al Fink, in 
the boardroom adjacent to his office, 
navigating the company’s Web-based 
management system. Employees,  
dealers, and customers all have  
access to the information they need, 
significantly minimizing the number of 
e-mails and telephone calls.

Hartsvil le is a pleasant town 
of 7,500 in north-central South 

Carolina, on the business loop of 
state highway 151. Charlotte, North 
Carolina, is less than a two-hour 
drive to the northwest. There’s a 
college in Hartsville, Coker College, 
which probably shouldn’t come 
as a surprise, but after driving for 
hours through farmlands to reach 
Hartsvil le, past small restaurant 
chains owned by retired NASCAR 
drivers, somehow it does. 

 Al Fink, founder and shareholder of 
Stingray Boats, grew up in these parts, 
on a farm. When he was younger he 
liked motorcycles, and now he relaxes 
and unwinds in a well-equipped 
machine shop down the road from his 

boat manufacturing plant. If you grew 
up in the 1950s or ’60s as I did, you’d 
love his collection of classic cars: a ’57 
Chevy, a Corvette Stingray (of course), 
and a Camaro, among others. A few 
he races at the local 1⁄8-mile (0.2-km) 
drag strip. 

 But boats are his business, and he’s 
made it his business to run a tight 
ship. Al Fink was far ahead of the 
curve when, in the early 1980s, he 
understood that computers would 
offer exciting and unforeseen ways 
to manage a business. Fink measures, 
tracks, and monitors darn near every-
thing he possibly can. It’s impressive, 
and unlike anything I’ve seen in the 
scores of production shops I’ve visited 
over the last 30 years.

Under Control
Stingray Boats founder Al Fink doesn’t claim to produce the 
most sophisticated small craft on the market. But his Web-based 
computer network, developed to monitor every aspect of the 
company’s operation, is arguably the most advanced system in 
American boat manufacturing.

Text and photographs

by Dan Spurr
(except where noted)
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Fink founded Stingray Boats in 1979, in 
Hartsville, South Carolina, and embraced 
computers early on—well ahead of other 
manufacturers in the marine industry. It 
was thus a logical, less difficult step for 
him (versus other production builders) 
to later explore the capabilities of the 
Internet, as the most efficient way to run 
his business.

An employee in assembly enters  
information into the computer database 
upon completion of a task, thereby  
dramatically reducing paperwork.

Fink, 62, who learned how to build 
small, series-produced fiberglass 

boats in the early ’70s at another build-
er’s shop in South Carolina, gravitated 
back to molding boats after a stint in 
the motorcycle business. Stingray was 
founded in 1979, on the outskirts of 
Hartsville, with seven or eight employ-
ees. Today it occupies several build-
ings totaling 250,000 sq ft (23,250m2).

 From its inception, Stingray has 
always made its own tooling. Today, 
the company mills foam plugs with 
a five-axis router. CNC routers and 
a large waterjet machine cut many 
of the parts, such as bulkheads and 
doors, carpet and upholstery. Vendor-
supplied parts can be digitized with 
a Faro arm and converted to CAD 
for 3D modeling. (For a description 
of Faro’s and similar equipment, see 
Professional BoatBuilder No. 78, page 
94.)

 The boats’ construction is a fairly 
conventional FRP molding: poly ester 
resin (Ashland) and E-glass (OCF, 
Vectorply, Johns Manville) in the form 
of woven rovings, biaxials, and con-
tinuous strand, chopped. 

 This year, 2009, Stingray lists 18 
models on its Web site: bowriders, 
cuddies, and cruisers, with a sport 
boat, a deck boat, and a fish-’n’-ski 
model thrown in for variety—all in 
the 18' –25' (5.5m–7.6m) range. The 
hulls have a patented feature called 
“Z-plane.” From the company’s Web 
site: “Z-planes act as horizontal plan-
ing faces when submerged, and 
when very near the water’s surface 
the outside edge of the Z-plane acts 
as a spray release. This revolution-
ary design passes through the water 

with no bubbles or vortices formed by 
the hull shape….The smooth flow of 
water generated by this design allows 
the propeller better bite during both 
straight-line speed and hard cornering 
maneuvers.” In addition, Stingray hulls 
have a notched transom for higher 
mounting of the outdrive.

 During good times, which weren’t 
so long ago, Stingray built more than 
3,000 units a year, with over 30% of 
them exported to dealers in 10 foreign 
countries. That’s changed, of course. 
Prior to my visit last spring, Fink had 
been forced to lay off a third of his 
work force. And he had lost a half-
dozen of his 110 dealers around the 
globe.

 Stingray is operated by managers 
in the following departments: sales, 
finance, information technology, engi-
neering, prototyping, component 
manufacturing, assembly, lamination, 
maintenance, warehousing, and pro-
curement. Each manager is respon-
sible and accountable for his own 
department, and each reports directly 
to Fink, who says, “We meet every 
Wednesday and go over any problems 
within or between each department. 
Meetings can last from 15 minutes 
to two hours. News and production 
information are also discussed with 
all department heads present. We can 
make a decision and put it to bed with 
very few interdepartmental memos or 
e-mails.”

To Automate or Not
 Fink seems to most enjoy setting 

up systems and processes. Along with 
computerization, he has embraced 
automation—though in some areas, 
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and nothing would move in the 
building. Then all of a sudden three 
people would need something to be 
moved in a five-minute span. The 
equipment was not able to do that 
efficiently.

 “Now, people move their parts 
manually with the trams; one person 
can push a 25' mold—because it’s not 
rolling on the floor. We still have all 
the switching in our ceilings so staff 
can direct the molds where they need 
to go, and the computer keeps up 
with where all the parts are. It’s just 
not moving the parts automatically. 
So the laminator can move his part, and 
the gelcoater can move his part, and the 
mold-repair guy can move his part; 
everyone can move parts at the same 
time. They don’t have to stand and 
wait for anything.”

 For a while, Fink looked into 
robotics. Like many production 
builders, he has CNC cutters for 
wood and upholstery—one is a 35' x 
12' (10.6m x 3.7m) flatbed waterjet 
that can cut carpet, 10 layers of 
vinyl, or three layers of 1⁄2" (12mm) 

up to move molds at a rate of 15–18 
boats a day. The electric trams were 
designed to move on a scheduled 
basis, like an assembly line with a 
chain on it, moving 6" [12mm] a min-
ute. That’s not the way we build 
boats. We put a boat at a station—first 
in lamination, then in assembly—and 
somebody builds it until it gets 
th rough.  The t ime d i f fe rence 
between building an 18-footer [5.5m] 
and a 25-footer [7.6m] can be three 
times as long; so what happened 
was, we’d go along for 20 or 30 minutes 

he’s retreated from it. For example, 
hulls and decks were once auto-
matically moved from department to 
department according to a computer-
programmed schedule. The hulls trav-
eled in cradles, suspended from an 
overhead rail system. No one touched 
them. But there were problems: a 
computer would go down, or the 
wheels jumped off the rails. Two 
years ago a small fire shut down the 
tram system for a week. 

 “What happened,” explains Fink, 
“was that the building had been set 

A computer numerically controlled  
waterjet trims a part on a 35' x 12' 
(10.6m x 3.7m) flatbed. It can also cut 
10 layers of vinyl, or three layers of 1⁄2" 
(12mm) plywood.
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“I   don’t have to tell you that the  
boat business is a people busi-

ness,” said al Fink. “Stingray is not 
like a machine-screw operator, where 

all he’s got to do is load steel into 
the back of his machine and scoop the 
parts out of the bottom; the setup 
man fixes 15 machines and as long 

as there’s material for 
them, they work.

 “Here, people have 
to have a knowledge 
base. We do our own 
upholstery, so our seam-

stresses run sewing machines. Ten to 
15 years ago we could put an ad in 
the newspaper and get all the seam-
stresses we wanted. But the textile 
industry has disappeared from this 
country. There are not that many 
people nowadays who can run a 
sewing machine; very few young 
people have training in that area.

 “The guy who puts the windshield 
and canvas on a boat has to know 
how to adjust the fabric, bump it out, 
put the snaps in place, and pull the 
material; he’s got some knowledge 
that goes into his job. Training a per-
son off the street to do that is a time-
consuming task.

 “So we have to be particular to 
keep the help we’ve got, and nurture 
who we have. We can’t immediately 
replace the labor pool in those areas.”

as with most production builders 

On the Labor Pool

Stingray’s upholstery 
department makes up 
all seats, cushions, 
and canvaswork. The 
decline of the textile 
industry in the south-
eastern U.S. has made 
it harder for Stingray to 
find qualified  
seamstresses.
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the programs is the same. We also 
try to use the same motors, same 
software, same setup on multiple 
machines.”

 But the most intriguing efficiencies 
found at Stingray are in the manage-
ment systems, utilizing computers.

The Management System
 Fink introduced the first computer 

to Stingray back in the early 1980s: a 
RadioShack machine with two floppy 
drives. Today, he says, “you won’t 
find guys walking around the plant 
with clipboards. In fact, except for 
a few up front where we keep bro-
chures, you won’t even find filing 
cabinets here.”

 Indeed, just about every aspect 
of this business is recorded on digi-
tal magnetic media: computer hard 
drives. There are servers to back up 
servers, some in different buildings, 
some in fireproof vaults. They’re all 
UNIX based; no evidence of Windows 

a major source of problems has been 
trying to integrate different brands 
of equipment: a wood router, say, 
from one company and a cutter or 
CNC machine from another. “It’s 
like being on three different plan-
ets,” he says. He prefers buying from 
the same company if at all possible, 
and he likes machines that function 
with the same or similar controllers 
throughout the plant, so that it’s easy 
for more than one person to oper-
ate. “Sometimes,” Fink says ruefully, 
“employees get too independent—
think they’re the only ones who can 
operate that machine.”

 Another solution: “One thing we’ve 
done over the years that’s probably 
helped us more than we can calcu-
late is that every piece of automated 
equipment runs off the same control-
ler. We’ve had them all rebuilt and 
rewired, even though they are not 
exactly the same. An operator from 
one, with very few keystrokes’ differ-
ence, can learn to operate 
another one. The supervi-
sor can run around and 
operate them all because 
he knows XYZ is in the 
same place, and loading 

plywood. But he chose not to auto-
mate lamination. “The way we gelcoat 
the boats,” Fink explains, “we can’t 
build a sprayer that will be more 
effective than doing it manually. The 
guy who’s been doing it a long time 
has the ability to think and fix his 
own problems; a machine doesn’t. His 
area operates trouble free. Naturally, 
he’s got pumps and nozzles, but you’ve 
got pumps and nozzles even if you 
have a robot.”

 At Stingray, trouble is a four-
letter word. Fink is quick to say that 

Parts and kits are loaded 
onto pick carts in the stock 
area and then wheeled 
to assembly. Because 
the entire production 
sequence is available 
online to everyone,  
workers know what’s 
needed where, and when.

Far left—A Faro laser 
scan of a part enables 
Stingray to create 
needed CAD files, and 
to reverse-engineer 
when necessary.  
Left—Stingray has 
experimented with a 
variety of automated 
processes, and  
abandoned some 
because they simply 
weren’t efficient. This 
flatbed router for the 
CNC cutting of parts 
has earned its place  
in the plant. 

this past year, the recession necessi-
tated layoffs at Stingray. Fink split 
remaining staff into what he calls 
three buckets. “We look at the 
orders we have on Thursday to see 
what we’re going to build the next 
week, and bring in as many people 
as required to build those boats. We 
rotate those people in and out 
weekly. This way our employees 
can draw a full week of unemploy-
ment compensation. We’ve had a 
good response from our employees 
with this approach. We hope that if 
we get an uptick in the market, we’ll 
still have a good base of employees 
so we can raise production back up a 
sizable amount, even though we 
can’t immediately get it back to the 
level it was 18 months ago.”

—Dan Spurr
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ready for gelcoating. 
 • Once the mold has been gel-

coated, the operator enters the infor-
mation into his terminal, and all the 
other key staff can literally “watch” 
Andy Brown’s boat matriculate 
through the system. If Andy Brown 
wants to know its status, all he has 
to do is log onto his Web site to see 
that, say, the engine has just been 
dropped in and the exhaust system is 
scheduled next.

 • Progress is recorded in real time, 
right through quality control, engine 
tests, shrink-wrapping, and shipping.

 “The dealer has the same informa-
tion we have,” Fink says. “He doesn’t 
need to pick up the phone and ask. 
He can follow the boat through the 
entire production process.”

 I try to think of something…clever 
to say: “You can’t manage what you 
can’t measure.”

 Fink rejoins quickly. “Well, we 
measure a lot. Pull schedules in 
the lamination department. Real-time 
production. Anytime a part moves, 
these numbers change.” He points to 
a section on the big screen. “It shows 

in real time for all autho-
rized persons to see. 

 Let’s follow a typical 
sequence, with just the 
basic steps to keep it 
simple.

 • Dealer Andy Brown 
sells a boat. He logs onto 
his Stingray Web site 
and enters all necessary 
information: customer’s 
name and address, model 
of boat, accessories and 
options desired, price 
information, financing, 
etc.

 • In Hartsville, the 
s a l e s  s t a f f  r e ce i ve s 
the order, confirms and 
posts it on Stingray’s 
Web site, where the vari-
ous department leads—
lamination, mechanical 
systems, upholstery, and the rest—
can see it, so they can make up kits 
for seat cushions, wiring harnesses, 
hose, and the like.

 • After the mold is prepped for 
lamination, the employee walks over 
to a computer terminal at the edge of 
his station area, hits a few keys, and 
soon everyone in the plant knows 
that the bowrider for Andy Brown is 

operating systems except on some of 
the office computers.

 Not long into my visit with Fink, he 
dimmed the lights in the boardroom, 
which is immediately adjacent to his 
office. That day the accordion panel 
separating the two had been drawn 
back. He pulled the mouse and key-
board toward him and looked up at a 
big screen on the far wall, onto which 
was projected his computer moni-
tor’s display. My introduction to Fink’s 
system didn’t start at the beginning…
because there is no beginning. It’s all 
here.

 “We manage our business on a 
display screen that looks like this,” 
Fink says. “We have a number of 
different Web sites: dealer Web site, 
prospect Web site, wholesale site, 
retail site, and an intranet for inside 
the plant.”

 He shows me the retail page for a 
hypothetical dealership (where one can 
practice, as it were). It shows the deal-
er’s entire inventory of boats and parts. 
Fink says, “Our system is dynamic, not 
static; we pull information out of the 
database, usually in real time. This 
approach makes everyone’s job eas-
ier, since no one has to keep updat-
ing information for the requested data 
to be current.”

 As Fink notes, all data is main-
tained as events occur—whether it be 
a dealer entering an order, a seam-
stress finishing a seat cushion, or a 
technician performing an end-of-line 
quality-control check—and displayed 

Engineer Dean Wiseman periodically 
checks the resin pumps.

Bending extruded aluminum 
in the metal shop.
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we know what people did the work. 
If you can track the product, you can 
make problems go away. I reckon a 
lot of our efficiencies are in our com-
puter system. And they’re not neces-
sarily in an automated machine that 
does all the work; it’s in the manage-
ment of it, and people getting what 
they need when they need it.”

 On this particular day there are 40 
boats in the plant in various stages 
of completion. Eleven have been gel-
coated; 29 more to go. 

Dealers and Warranties
 Tracking and recording and infor-

mation retrieval don’t stop in produc-
tion. Not by a long shot. Every dealer, 
as Fink noted, has his own Web 
page. There, the dealer can create 
an invoice, submit a warranty claim, 
view operators’ manuals for all the 
equipment on his boats, read service 
bulletins, order parts, obtain FedEx 
and UPS tracking numbers, secure an 
application for extended engine war-
ranty, obtain CE certification paper-
work for international orders, and, 
well, what else do you want to know? 
How about owner registration infor-
mation? Got it. All online.

 Fink: “We don’t like any vague 
understanding of what the rules are.”

 Need a new window sticker for a 
boat show this weekend? The dealer 
can create one online. Fink shows me 
how it’s done: “Let’s put in $34,000 
as the price,” he says, punching the 
keyboard on the boardroom table. 
“I want a factory show-discount of 
$3,000. I can also put in freight, loan 
terms, the number of dollars down, 
and amount of payments for, say, 50 
months. Percentage for the loan, too.” 
Within minutes the dealer can have 
a professionally prepared board with 
any numbers he wants.” Printed and 
ready to be pasted on the windshield 
of a new Stingray.

 Warranties, too, are handled online, 
and monitored closely.

problem, we can track it back to a 
given crew or a given gun or a given 
place in the building. Doing the boat 
by stations gives us accountability, 
whereas if it were moving down a 
line, we wouldn’t have the same 
accountability. The system shows who 
is behind. When the spotlight starts 
shining on you, everybody knows 
where the bottleneck is.

 “Some people would say it’s not as 
efficient, but it gives our people own-
ership of the product: they can’t just 
say Joe Blow did it. If there’s a prob-
lem, we check the serial number and 
we know where to go back to. We 
know what spray gun it came out of; 

you my move history, what needs to 
be done. If I want to know where 
all my 185 [model] decks are, I don’t 
have to go out on the floor. All I have 
to do is mouse over and it shows me 
where in the building they are.”

 On screen, Fink takes me in for a 
look at Bay 20, where order No. 51 is 
being pulled from the mold and soon 
will have its sole and deck installed. 
As each operation is completed, the 
employee responsible enters it into 
the computer terminal at his or her 
station. 

“Everybody can see the screen,” 
Fink says. “We keep all this in a data-
base so if we end up having a  

Near the end of the assembly process, a 
worker installs a Volvo outdrive. To 
streamline inventory, Mercury engines 
were discontinued in favor of a single 
vendor. Rather than build on an assembly 
line, Stingray moves boats to stations— 
90 in all, though not all require the  
boats to move.
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Fink: “We go over all the warranty 
claims and if they keep floating to 
the surface, we have to find a dif-
ferent way to do things.” He shows 
me a page for tachometers. “Twenty 
tachs were sent back in the last 365 
days,” he observes. (Most data are 
displayed on a rolling 12-month cal-
endar.) “Fifteen were bad. There was 
nothing wrong with five of them. We 
require that every part come back, 
and we test them. Then we know if it 
was a vendor problem or an installa-
tion problem or no problem.”

 The quality-control function at 
Stingray is aimed at reducing returns. 
Tachs, for example, are tested at 
3,500 rpm and must be accurate to 
less than 100 rpm. The boats are also 
subjected to vibration testing; a tech-
nician records the results on a laptop 
(of course), which then uploads them 
to the main database.

 Another example: 22 radios were 
returned as warranty claims. They’re 
placed in a closed container and run 
for 24 hours to build heat. If the radio 
doesn’t fail, it’s sent back to the 
dealer. Fourteen of the 22 tested as 
bad, and were shipped to the manu-
facturer for credit. 

 Fink says, “If you asked people 
what they don’t like about Stingray, 
they’d say the warranty system, 
because we require accountability. 
Nobody likes accountability. 

 “We continually look at dealers to 
see who’s on top of the list. Claimed 
dollars per boat. This dealer,” he says, 
pointing to a dealer’s name, “is at the 
top of the list. A lot of these guys tell 
you they need these warranties to 
keep their CSI [customer satisfaction 
index] in good shape. We keep the 
CSI on the same page. The adage that 
I need warranties to keep my CSI up 
doesn’t prove out. The average is only 
$31.85 per boat.” Then he shows me 
that dealers with high CSIs often have 
the lower number of warranty claims, 
measured as claimed dollars per boat.

 Fink can check the warranty history 
of every part he buys. He shows me a 
report on a fuel hose-pickup sender, 
which reads: “No fuel to the engine. 
Found lining in the fuel hose had col-
lapsed.” Fink says they had a run of 
three or four boats with the problem, 
prompting a service bulletin regard-
ing replacement of the hose. “This is 
probably one that didn’t get caught,” 
he says. “We know what the problem 
was.”

To keep a cradle stationary 
(see photo on page 35), 
here’s a neat trick:  
compressed air supplied 
by a truck air-shock slightly 
lifts steel crossbars under 
the cradle, jacking the  
cradle’s wheels off  
the floor.

A Global Leader in Pump & Valve Solutions
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	Let’s	 look	at	one	more:	a	defective	
gauge.	Fink	notes	the	part	number	on	
the	 warranty	 claim,	 and	 clicks	 his	
mouse	on	it.	“What	this	shows	me,”	he	
says,	“is	the	price	of	the	gauge,	its	code,	
how	 long	 it	 was	 in	 inventory—239	
days—and	that	it	was	purchased	61	days	
ago.	Went	out	UPS	ground,	and	here’s	
its	 tracking	 number.	 Also	 what	 this	
shows	me	is	this	dealer	has	turned	in	
one	warranty	claim	for	that	part	number.	
And	we’ve	had	a	total	of	11	warranty	
claims	for	that	part	from	everyone	we	
do	business	with.	I	can	check	history	
of	 that	part	 since	we	started	using	 it.	
That’s	not	bad	for	a	gauge.”

	Before	 a	 boat	 is	 shrink-wrapped	
it	 is	 photographed	 in	 detail,	 includ-
ing	 the	 loose	 items	 like	 canvas	 and	
prop.	“If	the	dealer	says	he	didn’t	get	
a	 prop,”	 Fink	 reiterates,	 “we	 send	 a	
photo	 saying,	 ‘We	 don’t	 know	 what	
happened,	 but	 the	 boat	 left	 the	 fac-
tory	with	a	prop.’”

	Customers,	too,	have	their	own	Web	
page.	Once	 registered,	 each	 customer	
has	access	to	all	parts	and	manuals	for	
his	boat.	Prices	are	posted	and	he	can	
place	an	order	with	a	standard	online	
shopping	 cart.	 No	 need	 to	 call	 the	
plant;	but	if	he	does,	he	gets	a	person	
in	the	“Comm	Center”	who	logs	all	the	
details	of	the	call—name,	subject,	boat	
model,	dealer	name,	etc.	That	informa-
tion	 is	 attached	 to	 the	 serial	 number	
of	 the	 boat,	 and	 becomes	 part	 of	 the	
database.

Other Efficiency Measures
	It	 seems	 no	 boatbuilder	 has	 been	

totally	immune	to	the	current	economic	
recession,	 and	 Stingray	 is	 no	 excep-
tion 	Fink	and	his	 team	were	working	
hard	 before	 the	meltdown	 to	 operate	
as	 efficiently	 as	 possible,	 and	 they’re	
trying	 harder	 now.	Here	 are	 some	 of	
the	noteworthy	things	they’ve	done 	

	•	 Previously,	 Stingray	 offered	
Mercury	 and	 Volvo	 engines,	 but	
decided	 to	 drop	 Mercury	 in	 favor	 of	
Volvo.	 Stingray	 now	 keeps	 two	 to	
three	 weeks’	 inventory	 of	 engines.	
Fink:	 “Having	 fewer	 engine	 parts	 to	
deal	with	has	made	Stingray	more	effi-
cient,	and	lowered	our	inventory	cost.”

	
	•	Fink	eschews	“oddball”	parts	and	

construction.	 As	 with	 engines,	 he	
tries	 to	 limit	 the	 number	 of	 different	
parts,	 or	 stock-keeping	 units.	 For	
example,	 all	 Stingray	 boats	 have	 2"	
(51mm)	 fuel	 fills.	 “We	 don’t	 use	 11⁄2"	

Stingray has always made 
its own tooling; today 
that’s accomplished with a 
five-axis router milling  
a foam plug.
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proprietary chemistry, including system-
matched flow enhancers which allow 
for uncompromising results in extreme 
conditions.
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ALEXSEAL® is carefully balanced 
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day behind; blue means out of order ; 
dark green means international.

 Fink says sometimes he’s too busy 
to read words and numbers, and 
other times the numbers are too small 
to catch his attention. “Colors alert 
you to problems,” he says.

 Fink truly does have his world—and 
the outside world—at his fingertips, 
and he monitors it constantly. Including 
his favorite benchmark stocks: GE, Bank 
of America, and Brunswick. 

 It’s all there, on the big screen.

About the Author: Dan Spurr is 
Professional BoatBuilder’s editor-at-
large.

it, and finish it…do the whole thing. 
We cross-train all our laminators.”

 
• Parts are on shelves in the cen-

ter of a big room. A so-called pick 
cart is moved in circles around the 
parts/kits, and “picks” what it needs 
and then takes them to assembly. 
Everything is organized in such a way 
that there’s little time lost going back 
and forth. 

—F—

 Back in the boardroom, Fink shows 
me how he employs colors on the 
screen for quick, visual recognition of 
some activity’s status: pink means one 

[38mm]. That’s the only way we could 
get away from the blowback problem. 
The 2" is big enough to vent back up 
the same pipe the fuel’s going in. End 
of problem—though it costs us $20 
more a boat. The least expensive boat  
we make has the same steering sys-
tems, same control cables, same 
meters as the most expensive.” Such 
interchangeability also speeds up 
assembly.

 • On the shop floor and in the 
computer management system, Fink 
is always watchful for a process that 
is unnecessary or inefficient. Fink: 
“Some things we put in place, people 
don’t use. People only use things 
that help them.” Regarding the Web 
sites, he can see how many times 
someone has clicked on a given 
menu or item, and who that per-
son is. “If we come up with some-
thing that nobody’s using, we need to 
find out why. If they’re not going 
to use it, we take it off the screen. 
Sometimes we think it’s a good 
idea, but nobody’s got time for it. 
Sometimes we find we’ve left something 
out—a data column, or something—
that would have made it more useful. 
We meet with the people to find out 
why they aren’t using it, and what 
would make it better.”

 • “The one thing we do differently 
here than in most plants I’ve been in,” 
Fink says, “is we don’t build anything 
on a line. Everything we do here is 
stage or station built.” Stage 1 is the 
gelcoating of hulls. Decks are wired at 
Stage 21. At Stages 89 and 90 the boats 
are shrink-wrapped and loaded onto 
trailers. “The laminator doesn’t have 
to move; the boats come to him. He 
doesn’t have to put the floor in down 
yonder and then foam it over there. 
He can skin it, he can lay it up, floor 

Right—Prior to shipping each boat, a 
comprehensive set of photographs is 
taken inside and out, including any loose 
equipment such as the propeller and 
anchor. Before going out the door, each 
boat is shrink-wrapped for over-the-road 
protection.  
Lower right—Stingray’s model line 
begins with its 185LS bowrider. 
Customers can “build” their own boat 
by way of the Web site, choosing the 
engine, accessories, and color schemes. 
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