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THE OLD EAGLES LLC, 5800 N 19 AVE STE 100, 85015, PHOENIX, ARIZONA, USA

Luxury Travel Architecture
U.S. Closed Distribution Model

1. Strategic Context and Entry Discipline
Executive Positioning
The United States represents the most stable and financially secure outbound travel market
globally. Within this environment, the luxury segment favors private, discreet, and highly
personalized international programs delivered with operational precision.
This model is structured for disciplined market entry rather than accelerated expansion.
Year One Objective
The first year functions as a validation phase built around private luxury groups of up to six
guests per departure. The objective is execution consistency, brand protection, and margin
stability. Volume growth follows demonstrated performance.

Group Structure

Each departure is structured for up to six guests. The six-guest configuration represents the
reference financial model and the optimal margin configuration for sustainable activation.

Private groups may consist of two to five guests, provided that pricing remains aligned with the
defined gross margin structure and revenue thresholds.

This structure preserves exclusivity, protects pricing integrity, and maintains operational
efficiency while safeguarding long-term positioning within the U.S. luxury segment.

Activation Capacity

Activation frequency remains aligned with validated operational readiness and confirmed market
demand. Annual volume is determined by execution stability rather than predefined targets.

Scaling is implemented progressively to ensure that growth preserves margin integrity, service
standards, and long-term positioning within the U.S. luxury segment.

2. Economic Logic and Margin Structure
Pricing Framework

Luxury programs operate within a price range of USD 18,000 to USD 34,000 per traveler,
depending on duration and service depth.
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For modeling purposes, an average ticket value of USD 25,000 per traveler is applied.
Revenue per Departure

A private luxury group of six guests at an average ticket value of USD 25,000 generates USD
150,000 in gross revenue per departure.

Margin Allocation
Each program operates within a 35 percent gross margin framework.
Margin distribution is structured as follows:

20 percent to the local travel agency for full operational execution, supplier management, and
delivery responsibility.

15 percent to The Old Eagles LLC for U.S. market access, closed distribution access, and
strategic positioning.

At an average revenue level of USD 150,000 per departure, this allocation equals:

USD 30,000 to the local travel agency.
USD 22,500 to The Old Eagles LLC.

3. Commercial Structure and Compensation Model
Strategic Market Representation Retainer

The cooperation operates under a fixed monthly Strategic Market Representation Retainer of
USD 6,900.

The retainer secures continuous U.S. market representation under the white-label structure of
The Old Eagles LLC, including closed distribution access, strategic coordination, and
institutional relationship management.

The first monthly retainer is payable in advance upon execution of the Strategic Travel Market
Access Agreement. Each subsequent payment is due at the end of the current month and applies
to the following month of cooperation.

The retainer remains payable for the full duration of the contractual relationship between The
Old Eagles LLC and the local travel agency.
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Performance-Based Compensation

In addition to the monthly retainer, a 15 percent commission applies to realized travel revenue
generated through the U.S. closed distribution model.

Commission applies exclusively to executed and collected revenue. No commission is calculated
on projected or non-realized volume.

White-Label Market Benchmark
The cooperation operates as a white-label deployment under The Old Eagles LLC platform.

Within the U.S. market, independent white-label deployment under an established U.S. entity
typically carries an estimated market value of approximately USD 10,000 per month.

Strategic U.S. market positioning, closed distribution access, and institutional relationship
management commonly represent an additional estimated market value of approximately USD
8,000 per month when contracted separately.

Combined, these components reflect an estimated market-equivalent value of approximately
USD 18,000 per month.

The fixed monthly retainer of USD 6,900 reflects a structural co-investment by The Old Eagles
LLC, enabling a capital-efficient and risk-contained entry into the U.S. luxury travel market.

4. Risk Architecture and Downside Containment

Capital Exposure

The model does not require capital expenditure, infrastructure build-out, inventory commitment,
or staffing expansion by the local travel agency.

Financial exposure is limited to the fixed monthly Strategic Market Representation Retainer.
Volume Framework

The cooperation does not impose minimum group quotas, revenue thresholds, or volume
guarantees.

Activation pace is aligned with validated demand and demonstrated operational capacity.
Expansion is performance-driven rather than contractually enforced.

Margin Integrity
Each program operates within a predefined 35 percent gross margin structure.
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Controlled group size and pricing discipline are designed to preserve margin stability and
prevent dilution through volume pressure.

Operational Risk Allocation
Market representation and on-ground execution remain contractually separated.
The Old Eagles LLC assumes no operational liability within the destination country.

The local travel agency retains full responsibility for execution, supplier management, and
service delivery standards.

Reputational Control
Programs are introduced exclusively through a controlled closed distribution model.

Demand qualification precedes operational transfer, preserving brand positioning and execution
consistency.

Cash Flow Alignment
Compensation consists of a fixed retainer and a performance-based commission.

Upside participation is tied to realized revenue, limiting speculative exposure and supporting
predictable financial planning.

5. Governance and Jurisdiction
Jurisdiction
The cooperation is governed by the laws of the State of Arizona, United States of America.

The Strategic Travel Market Access Agreement is executed between The Old Eagles LLC, a
duly registered U.S. entity headquartered in Phoenix, Arizona, and the respective

local travel agency.
Governing Law

All contractual rights, obligations, interpretation, and enforcement are subject exclusively to the
laws of the State of Arizona.
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Dispute Resolution

Any dispute arising under or in connection with the agreement shall first be addressed through
structured good-faith negotiation between the parties.

If resolution is not achieved, disputes shall be submitted to the competent courts of the State of
Arizona.

Liability Allocation

Liability is strictly limited to each party’s designated scope of responsibility as defined in the
agreement.

No cross-operational or implied liability exists beyond the expressly agreed cooperation
framework.

6. Term and Termination Framework

Initial Term

The Strategic Travel Market Access Agreement is executed for an initial term of twelve (12)
months.

Automatic Renewal

Upon expiration of the initial term, the agreement shall automatically renew for successive
twelve (12) month periods unless terminated in accordance with its provisions.

Termination Notice
Either party may terminate the agreement by providing sixty (60) days’ prior written notice.

Notice shall be deemed duly given if delivered in writing and transmitted to the officially
designated email address of the respective party as specified in the agreement.

Post-Termination Revenue Participation
For clients introduced through the U.S. closed distribution model during the active term of the
agreement, the agreed fifteen (15) percent commission shall continue to apply for so long as

such clients continue to utilize the services of the local travel agency.

This commission obligation survives termination of the agreement and remains enforceable in
accordance with its terms.
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7. Roles and Operational Boundaries
Division of Responsibility

The cooperation operates under a defined separation between market representation and
operational execution. Each party is responsible for a distinct segment of the value chain.

The Old Eagles LLC is responsible for U.S. market representation under the white-label
structure. This includes strategic positioning, closed distribution access, institutional relationship
development, demand qualification, and structured private group formation.

The company operates through an established network of C-level executives within reputable
corporations, governmental institutions, and non-governmental organizations across the United
States.

Itineraries are introduced exclusively through a structured closed B2B distribution model,
ensuring controlled access, qualified demand sourcing, and alignment with executive-level
clientele.

Access to the closed distribution network is discretionary and subject to internal qualification
standards.

Only fully qualified private luxury groups are transferred to the local travel agency for
operational execution.

The Old Eagles LLC does not participate in on-ground logistics, supplier negotiations, itinerary
delivery, or traveler-facing service execution within the destination country.

Role of the Local Travel Agency
The local travel agency retains full responsibility for operational execution. This includes
itinerary delivery, supplier coordination, accommodation standards, transportation, guides, local

staffing, and all traveler-facing services.

The agency maintains authority over operational cost management within the agreed pricing and
margin parameters.

The local travel agency does not conduct independent U.S.-facing marketing outside the agreed
closed distribution structure.

Operational Handover

Upon completion of group formation and qualification, operational authority transfers to the
local travel agency for direct traveler communication and delivery execution.
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Market representation and operational execution remain contractually separated throughout the
cooperation.

8. Operational Qualification Framework
Quialification Standards

Participation in the U.S. closed distribution model requires demonstrable alignment with defined
luxury positioning and execution standards.

Qualification under the white-label structure of The Old Eagles LLC is contingent upon
operational readiness in the following areas:

Pricing Alignment

Proposed itineraries must fall within the established luxury pricing range and reflect value
consistent with high-end international travel programs targeting the U.S. executive segment.

Service Standards

Programs must meet luxury travel expectations aligned with U.S. clientele, including
accommodation quality, logistical precision, curated experiences, privacy assurance, and
consistent delivery standards.

Delivery Capability

The agency must demonstrate the operational capacity to deliver services precisely as presented.
Representation and execution must remain aligned. Execution variance or overstatement of
capabilities is not compatible with the model.

Required Program Submission

As part of the qualification process, the agency must submit three structured itineraries:

* One 7-day luxury program

* One 10-12-day luxury program

* One 14-day luxury program

Each submission must define:

* Program architecture

* Accommodation standards

* Experience level

* Logistical structure
* Target pricing within the defined luxury range
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Target Audience Profile

The primary target audience consists of C-level executives of large corporations, governmental
and non-governmental organizations, and their families.

Indicative demographic distribution:

» Approximately 70 percent aged 35-55

» Approximately 10 percent aged 20-35

» Approximately 20 percent aged 55 and above

Programs must reflect expectations consistent with this profile, including discretion, comfort,
cultural depth, reliability, and time efficiency.

9. Implementation and Activation Discipline
Sequential Process

Market entry follows a defined sequential process designed to ensure structural alignment prior
to activation.

Step One: Itinerary Verification

The local travel agency submits the required luxury itineraries for formal review by The Old
Eagles LLC.

Program architecture, pricing integrity, service standards, and delivery capability are evaluated
against U.S. luxury market benchmarks.

Only qualified itinerary frameworks proceed further.

Step Two: Agreement Execution

Upon successful verification, the Strategic Travel Market Access Agreement is executed.
Commercial cooperation begins only after qualification has been formally confirmed.
Step Three: Program Alignment

Following contract execution, itineraries and supporting materials are refined and aligned with
U.S. positioning standards under the strategic guidance of The Old Eagles LLC.

Step Four: Controlled Market Introduction
Validated programs are introduced through the U.S. closed distribution model.
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Group formation and transfer occur in accordance with demonstrated operational readiness.
Step Five: Performance Monitoring

Execution performance and service consistency are monitored on an ongoing basis.

Where necessary, structural adjustments are implemented to preserve positioning and margin
integrity.

10.Scenario Stability Overview
Base Financial Assumptions
Average ticket value per traveler: USD 25,000
Average group size: 6 guests
Gross revenue per departure: USD 150,000
Agency margin allocation: 20 percent
The Old Eagles LLC commission allocation: 15 percent
Annual Fixed Retainer Obligation
USD 6,900 x 12 months = USD 82,800

Scenario One: Three Departures Per Year

Gross revenue: USD 450,000
Agency margin at 20 percent: USD 90,000

Scenario Two: Six Departures Per Year

Gross revenue: USD 900,000
Agency margin at 20 percent: USD 180,000

Scenario Three: Twelve Departures Per Year

Gross revenue: USD 1,800,000
Agency margin at 20 percent: USD 360,000

Break-Even Reference

Annual retainer obligation is offset at approximately three departures per year under the defined
pricing and margin structure.
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11.Decision Framework and Next Steps
Qualification-Based Engagement

Cooperation proceeds exclusively on the basis of structural qualification and operational
alignment.

Agencies meeting the defined itinerary, pricing, and delivery standards advance to formal
execution of the Strategic Travel Market Access Agreement.

Activation does not occur prior to qualification confirmation.
Next Step
The next step is submission of the required luxury itineraries for structural review.

Upon successful verification, agreement execution and program alignment proceed in
accordance with the defined implementation process.

Participation Criteria

The framework is structured for agencies seeking disciplined entry into the U.S. luxury travel
segment under a controlled white-label model.

Engagement is selective and performance-based

The cooperation model is structurally defined.

Financial exposure is quantified. Operational responsibility is allocated. Governance is
established.

Agencies seeking disciplined entry into the U.S. luxury segment may proceed in accordance with
the qualification process outlined herein.
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