
 appreciate your interest in exploring new destinations!

The wonderful news is that we are specializes in creating completely custom 
itineraries around the Libya. If you're drawn to North African culture, 
Mediterranean coastlines, or desert landscapes, our Travel Experts would be 
delighted to work with you to craft a personalized journey that captures those 
elements in destinations where we can ensure your safety and create truly 
magical experiences.

We offer a multi-generational family trips for luxury travelers or exclusive desert 
retreats for Libya guests.

Our strategy is to develop tiered products for different budgets. This way, we 
can target the growing category of aspirational travelers seeking attainable 
luxury while still appealing to Ultra-High-Net-Worth UHNW clients who expect 
the rarest, most exclusive experiences.

This "core" group sits between the mass affluent and the higher wealth tiers: 

Mass Affluent:  $100,000 and $1 million.
Core High-Net-Worth (HNW): $1 million to $5 million in liquid assets.
Very-High-Net-Worth (VHNW): $5 million to $30 million in liquid assets.
Ultra-High-Net-Worth (UHNW): Over $30 million in invest-able assets. 

Luxury travelers typically spend between $10,000 and $24,999 per trip, according to the Luxury Travel 
Advisor report, with nearly half of respondents citing this range as the norm. Another 25 percent of 
clients spend between $25,000 and $49,999.

When it comes to where the money goes, flights and lodging are the primary expenses. Three out of 
four travelers are willing to splurge most on hotels, while 64 percent prioritize excursions and curated 
experiences such as private tours or exclusive activities.

Experiences and authenticity
According to Euromonitor, over 70 percent of affluent now place more value on experiences than 
material goods. And Virtuoso’s research has identified that the top emotional drivers of luxury travelers  
are

• curiosity and exploration (77 percent),
• joy and happiness (65 percent), and
• awe and wonder of nature (57 percent).

https://www.luxurytraveladvisor.com/your-business/q2-luxury-travel-index-report
https://www.luxurytraveladvisor.com/your-business/q2-luxury-travel-index-report
https://static.virtuoso.com/division-marketing/PR/VTW-2024-Releases/VTW%202024%20Trends%20Release_FINAL.pdf
https://www.euromonitor.com/article/beyond-possessions-the-new-landscape-of-luxury


How to succeed in the luxury travel field
To thrive in the luxury travel market, businesses must innovate and differentiate. Obviously, you 
have to be mindful of the key trends we listed above, embrace digitization, and provide travelers 
with personalized, sustainable experiences.

Here are a few additional tips that may help you cater to elite consumers.

Master storytelling. Luxury travelers don’t buy trips — they buy emotions. Replace sales pitches 
with narratives that emotionally engage travelers and inspire them to envision themselves in the 
experience. Use powerful visuals, immersive videos, and evocative writing that communicate the 
mood, transformation, and identity behind each journey.

Segment and tailor. Luxury travelers do not comprise a monolith. So invest in a deep 
understanding of your customer. Segmenting by age, nationality, and wealth tier can reveal 
diverse preferences and expectations.

Form exclusive partnerships. Alliances with top-tier hotels, local guides, and premium 
experiential providers will allow you to offer unique perks, upgrades, and rare experiences 
unavailable elsewhere.

Embrace flexibility. Flexibility is essential in luxury travel, where high-profile clients often change 
plans at the last minute. So design operations and partnerships that allow for quick, seamless 
adjustments — whether rescheduling private charters or arranging spontaneous experiences. 
These changes should feel effortless to the guest, maintaining service quality without disruption.

Engage post-trip. Send personalized follow-ups thanking guests for their stay, request feedback, 
and offer exclusive perks for future bookings—such as priority access, complimentary upgrades, 
or early invitations to new experiences. Consistent, thoughtful post-trip communication 
reinforces the relationship and keeps your brand top of mind for their next journey.


