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THE STRATEGIC IMPERATIVE

01. THE SHIFT 02. THE OPPORTUNITY 03. THE IMPERATIVE
Luxury consumption is The sector is fueled by a For hospitality brands,
transition from static structural expansion of residential integration is no
ownership of assetsto a global wealth. A record longer a niche diversification
holistic lifestyle experience.  number of HNWI are seeking strategy. Itis now a core
The new standard demands, = seamless blend of private driver for financial viability,
unique cultural authenticity living and professional capital de-risking and
and hotel-grade service hospitality management. deepening brand loyalty.

within the home.

Integration is now the baseline for asset viability, not just ancillary revenue streams.

All data provided by CBRE 2024-25 Luxury Residential Report.
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Global Millionaire Population (Millions)
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Geographic Hotspots:

1. Taiwan: 50% projected wealth
increase

2. India & Japan: Key sources
stimulating international spending

3. Target Markets: Aggressive capital
flow into western Europe and North
America Real Estate.

Demand is structural, not cyclical.
Emerging wealth centers are aggressively
targeting Western real estate assets.
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The Inter-generational

Wealth Transfer
Baby GenY/
Boomers Millennials
OLD LUXURY NEW LUXURY

*  Pure Asset Ownership
« Status via Product
« Transactional Service

Seamless Living Ecosystems
Authenticity & Experience
Hyper-Personalization

The product must evolve from “branded hardware” to “service-rich
ecosystems” to satisfy Gen Y preferences.
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The Traveler , heResident

Extending the

brand promise

into daily life
(Home)

Experience the
Brand via hotel
stays

Capture
the daily
life not just
the
vacation

The Advocate

Deep Emotional
Connection and
Lifetime Value

Residence ownership creates the ultimate loyalty tier, locking in lifetime
value beyond the hotel stay.
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TRADITIONAL MODEL NEW TREND

5.5: ::.: \‘

Co-Located Projects (90% of Market) Standalone Branded Residences
Dependence on shared infrastructure Driver: Prime Land Scarcity

Stand alone projects allow brands to penetrate saturated “gateway cities’
where full hotel footprints are challenging.
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The “Two-Hour Retreat’ Phenomenon

The Post-Pandemic
Lifestyle Shift:

Affluent residents seek
wellness sanctuaries that
facilitate remote work
without disconnecting
from their primary urban
business hub.

STRATEGIC IMPLICATION: Development opportunity lies in the ‘commuter luxury’ belt—close
enough for business, remote enough for wellness.




— . .
@, Name-chef restaurants and in-residence
| |§ dining are no longer perks, but
requirements.

Q? Facilities must rival commercial Equinox-
//Ef level gyms and medial grade spas.

I

Seamless, hotel-grade smart home
% integration and high-seed connectivity
1T with seamless center access.

Amenities must rival Five-
Star hotel infrastructure, a simple gym and doorman
are no longer competitive.

Forbes +;

TRAVEL GUIDE



Current Market Share (Volume)

Editorial Luxury Intelligence

Pipeline Velocity & Market Leaders

Regional Insight

EMEA leads global
AN momentum with 77%
growth to stock.

EMEA leads global

momentum with 77%
' - growth relative to
e SENSERS existing stock.

'MANDARIN'

ORIENTAL

Pipeline Growth Rate (%)

STRATEGIC IMPLICATION: While legacy brands hold volume, wellness-focused
challenger brands are capturing the growth momentum.




Travel Advisors Concierge

(Bookings & Itinerary) (Lifestyle Management) The 360 Travel Solution:
Brands are evolving into
BRAND lifestyle managers, providing
LOYALTY single point of contact for
HNWI's entire travel and
living needs.

Hotel Operator Residential Manager
(Asset Management) (HOA & Property)

Operators must evolve into full-stack lifestyle managers to retain the
ultra-wealthy consumer satisfied and loyal to their brands.
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Let’s Stay in Touch...
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