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01 The Business Thesis — Why Now, Why This Platform

The boundaries are collapsing. Home and hotel. Office and resort. School and transit. All converging into one. And no single
platform has completed that convergence — until now.

Global Lifestyle OS is the world's first hyper-personalized integrated mobility ecosystem platform. Private jets, eVTOL, autonomous electric

vehicles, yachts, luxury residences, Al education, companion logistics, medical services, and security — every service an Ultra High Net

Worth Individual or Fortune 1000 executive requires during global movement, coordinated seamlessly by a single platform.

Why This Business Exists at This Moment

3.88 million private jet departures in 2025 — an all-time high, up 34% from pre-pandemic levels

510,810 UHNWI individuals (net assets $30M+) controlling $59.8 trillion in assets — up 6.7% in 2025 — integrated lifestyle service
demand accelerating (Altrata Global Wealth Intelligence, H1 2025)

142,000 millionaires relocated their primary residence in 2025 (record high) — 165,000 projected for 2026. Cross-border living is now
structural, not temporary (Henley & Partners Private Wealth Migration Report 2025)

International school market: $69.3B — no platform has integrated Al education with mobility

Global FBO market: $25.16B (2026) — $57.92B (2035), CAGR 8.7% — over 50% of FBOs facing profitability crisis (Business
Research Insights, Fixed-Base Operators Market Report 2026)

Every service exists separately — private jets, education, logistics, property. No one has unified them.




02 The Founder — 26 Years of Field Experience

Young Lee - Founder & CEO

The founder did not design this business from the outside. For 26 years, he led the establishment of overseas satellite campuses and officially
accredited international schools in partnership with US elite private schools — pioneering multiple first-in-the-world, first-in-Asia, and first-in-
Korea education initiatives across global markets. Simultaneously, he operated private jet services in Korea and across the Asia Pacific for
over five years — providing experimental services, developing client-customised service models, and pursuing market optimisation at every
stage. This platform is the natural product of that accumulated field experience.

WHAT THE FOUNDER BRINGS WHAT THIS CREATES

26-year US elite private school network — satellite campuses, A 26-year field network no competitor can replicate — not with capital,
accredited schools, cultural exchange programmes not with time

First-in-world, first-in-Asia, first-in-Korea education initiatives — directly ~ Platform built from first-mover execution experience — not hypothesis
led

5+ years operating PrivateJets.kr — real clients, real revenue, real Starting from a validated market — not a theoretical concept
operations

Experimental service delivery and client-customised service Market-optimised service design accumulated through real field
development iteration

Direct UHNWI and Fortune 1000 executive client service experience The only founder who speaks the client's language

Personally experienced and resolved the education gap in global The founding rationale for The Finest School and mobility integration
mobility

| have watched for years as clients who fly private jets cancel travel plans because of their children's schooling, change itineraries because of
their pets, and waste time in an unfamiliar city because of a single car. This platform solves all of those problems simultaneously.



03 Three Platforms — One Ecosystem

Global Lifestyle OS operates as three independent platforms. Each generates its own revenue stream independently. When integrated, they
deliver a complete lifestyle experience that no single platform can replicate.

Platform Core Role Status
The Finest Al era international school. 26-year US elite private school network + Al-native TFS In negotiation with US elite private
e Fines
School curriculum. Educational continuity guaranteed wherever the family is located. schools for optimal design
choo

The education layer of the FBO Hub.

Korea
FBO Hub.
The Global Lifestyle OS master platform. Property OS (residential & Zzoah In negotiation with US elite private
270AH commercial), Companion Logistics, FBO Hub, security, medical, Al operations schools for the educational design that
— the coordination point for every service. forms the most critical foundation of the

Global Lifestyle OS master platform launch



A2 Age Demographics by Segment — The Data
Verified demographic data from multiple independent sources. The pattern is unmistakable: private jet user, luxury real estate buyer, Fortune
1000 executive — and school-age parent. The same person, in the same age range, every time.

Segment Core Age Range Source & Basis
Fortune 500 CEO Average 59.2 years Madison Trust 2024
Fortune 1000 Operations & Management Average 43.8 years Electroiq 2026
Fortune 500 / S&P 500 CFO Average 52.8 years WSJ / CFO Dive
Private jet charter passengers Average 39-44 years PrivateFly - GlobeAir
Luxury real estate core buyers 44-59 years (Gen X) Coldwell Banker 2025
Hong Kong millionaires average Average 55 years Citi HK Survey 2025
Corporate international assignees Average 35-52 years McKinsey - KPMG

The Critical Convergence

Private jet usage (39—44), luxury real estate purchase (44-59), Fortune 1000 executive roles (43-59) — these three groups share almost
identical age ranges, and all fall directly within the school-age parent demographic. We already serve the private jet client.



A3 Addressable Parent Market — Size Estimates

Client Segment Total Population ‘ Est. Parent Rate Addressable Parents Source

Global UHNWI ($30M+) 510,810 (2025) 30-35% ~150,000-180,000 Altrata 2025
Fortune 1000 intl assignees ~150,000-200,000 60% ~90,000-120,000 BEA - McKinsey
Global HNI ($1M+) 41.3M (2025) 20-25% ~8-10 million Altrata 2025

All corporate assignees ~850,000 60% ~510,000 Finaccord 2023
Korean early study-abroad 3,000+/year (K-12) 100% 3,000+/year Korea MOE
Indian overseas-education 760,000 enrolled (2024) Top 20% affluent ~150,000 India MEA

The B2B Multiplier — Why One Corporate Contract Changes Everything

40% of international assignments fail — primary cause: children's education. One corporate subscription = service for all posted executive
families company-wide. Assignment failure cost = 3—4x annual salary. The Finest School converts HR cost into HR competitive advantage.



04 Six Collapsing Boundaries — The Market Case

Global Lifestyle OS is built on structural changes that are already happening — not projections. The following six boundaries are collapsing.
No platform has yet unified them into one.

Boundary 01 — Space : Boundary collapsing: Residence / Hotel / Office / Resort

Four Seasons branded residences: 700+ brands entered. H1 2024 revenue $1.2B (Four Seasons Hotels & Resorts IR 2024). Luxury hotel
market: $150B — $224B (2031) (Mordor Intelligence, Luxury Hotel Market Report 2025).

Boundary 02 — Movement : Boundary collapsing: Business Travel / Relocation / Vacation

Private jet departures 2025: 3.88M — all-time high (WingX / ARGUS TRAQPak 2025 Business Aviation Review). 142,000 millionaires
relocated primary residence in 2025 — 165,000 projected for 2026 (Henley & Partners Private Wealth Migration Report 2025). Digital nomad
visas in 60+ countries.

Boundary 03 — Work : Boundary collapsing: Office / Remote / Anywhere

34.6M remote workers in the US (BLS Current Population Survey, August 2025). 76% refuse full-time return (FlexJobs 2025 State of the
Workforce Report). Fortune 100 Best Companies to Work For 2025: 97 of 100 support remote/hybrid — productivity approximately 42% higher
than typical US workplace (Great Place To Work 2025).

Boundary 04 — Education : Boundary collapsing: School / Home / Anywhere

15,075 international schools globally - $69.3B annual fee income - 7.7M students (ISC Research Global International Schools Snapshot
2026). Harvard RCT: Al tutors deliver 2x learning outcomes (Kestin, Miller et al., Harvard University, 2025). Education is separating from
location.

Boundary 05 — Identity : Boundary collapsing: Resident / Traveller / Expatriate

10,000+ single-family offices (200% growth over 10 years) (Campden Wealth / UBS Global Family Office Report 2025). Multiple citizenships
and multiple residences are now standard wealth management strategy.

Boundary 06 — Industry : Boundary collapsing: Aviation / Property / Education / Logistics

Each industry solves only its own fragment. Integrated platforms: zero. This is the white space Global Lifestyle OS occupies.



05 Seven Core Service Layers

Global Lifestyle OS operates seven integrated service layers. Each generates its own revenue while connecting organically with every other

layer.

Private Jets & Mobility - 42 aircraft types across all categories (VLJ through BBJ). 82-city non-stop coverage from Seoul Gimpo.
eVTOL (Joby S4, Archer Midnight) + autonomous EV + yacht — dispatched as one integrated movement. Every aspect of a
journey, from departure to arrival, coordinated on a single platform.

Property OS — Residential & Commercial - Any agency can rent a house. Only we rent a life. The residence is prepared before
arrival — tailored services, local coordination, lifestyle continuity. East Hampton - 432 Park Avenue as reference implementations.
Applied globally.

Companion Logistics - Companion animals (banned from Delta & United cargo holds 2026 — private jet is the only option) -
artwork - luxury goods - confidential corporate cargo - fashion collections - lifestyle supplies. The owner and their possessions
travel together. Never separated. Customs and import documentation handled as part of the service.

Al Education — The Finest School - 26-year US elite private school collaboration network. Al-native curriculum. Educational
continuity guaranteed wherever the family is located. No school transfer. No gap. Learning continues in transit. Teacher dispatch
coordinated from the FBO Hub.

Medical Services - FBO Hub-employed or contracted physician on-call 24 hours. Remote video consultation from the member's
residence. Transfer to FBO facilities if physical examination required. Emergency coordination to partner hospital. Medical air
evacuation included. Full compliance with local medical regulations in each jurisdiction.

Security Services - FBO Hub-based security personnel on permanent rotation. Member residence monitoring and patrol
coordination. VIP escort for arrivals, departures, and local movement. Emergency response protocols. Seamless security
coverage from aircraft arrival to final destination.

Al Operations Platform - Member-specific service schedules managed by Al in real time. Medical, education, logistics, security,
and mobility schedules integrated in one system. Predictive staffing models ensure right personnel are in place before demand
arises. FBO Hub provides the physical base; the Al platform provides the operational intelligence.




06 FBO Hub — Physical Infrastructure Strategy

The conventional FBO was built for the aircraft. The Global Lifestyle OS FBO Hub is built for the people — the physical command
centre of every service a premium member requires, around the clock, in every location.

The Core Transformation — Aircraft-Centric to Life-Centric

CONVENTIONAL FBO GLOBAL LIFESTYLE OS FBO HUB

Revenue: 100% dependent on aviation cycles Revenue: membership + medical + education + logistics + aviation — diversified
Service: only active when aircraft are present Service: 365 days supporting every aspect of member daily life

24-hour operations: nominal only 24-hour operations: medical, education, logistics genuinely always on

Regional infrastructure: disconnected Regional infrastructure: FBO replaces gaps in medical, education, logistics
Member relationship: ends when aircraft departs Member relationship: continuous — the hub serves daily life, not just departures

The Medical Layer — Already Validated

Aviation Week confirmed in October 2025: Overland Aviation FBO at Williston Basin International Airport (North Dakota) partnered with a
medical operator to launch Williston Care Flight — a medical air evacuation service operating from the FBO's facilities. This is not a concept.
FBOs are already doing this for survival. The Global Lifestyle OS extends the principle across the full spectrum of daily healthcare needs.
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Korea Regional Airports — Strategic Priority Opportunity

Some Korean regional airports operate at below 10% runway utilisation. Cumulative losses of hundreds of billions of Won confirmed by the
Board of Audit and Inspection. Korean Air cut 45% of regional international flights in 2025. Yet these airports possess every physical attribute
of an ideal FBO Hub: extensive land, existing aviation infrastructure, proximity to regional premium communities, and strong local government
cooperation will.

Redefine the airport as a regional lifestyle hub — not an aviation facility — and the structural deficit inverts. A full-service FBO Hub generates
membership, medical, education, logistics, and security revenue with zero additional aircraft movements required. Currently in active design

and negotiation.

Three Operating Models
« Model 1 — Acquire & Transform: existing FBO acquired and reconfigured as a Global Lifestyle OS Hub — full operational control
+ Model 2 — New Build: purpose-designed from the ground up as a Hub — eVTOL infrastructure, FBO Edu-Base, medical facilities
integrated from day one
- Model 3 — Partnership: platform and Al operations system provided to existing FBO operator — capital-efficient market entry with

defined acquisition pathway

11



07 The Integrated Mobility Stack

We do not fall into tech-solutionism — fixating on fragmented mobility technologies in isolation. We focus on market-responsive
integrated services that connect and operate every element of what our clients need, organically. The mobility stack is not a list of

vehicles. It is a complete, coordinated journey.

Layer

Ultra Long Range

Regional

Last Mile — Air

Last Mile — Ground

Premium Ground

Maritime

Service

Private Jet (G700, Global 7500, BBJ) — 7,750nm non-stop. Cabin as office, residence,
family space. Companion Logistics integrated. FBO arrival guaranteed.

Light & Midsize Jets (Phenom 300E, Citation Latitude) — city-to-city within region.
2,000-3,500nm. Korea domestic, Asia regional, European short hops.

eVTOL (Joby S4, Archer Midnight) — FBO to urban destination in minutes. Joby FAA
Stage 4 certification cleared March 2026. The bridge between aircraft and final
destination.

Autonomous Electric Vehicle — client's own AV dispatched/retrieved; curated premium
AV partner; platform-owned premium AV. Dispatched at landing confirmation. No
interaction required.

Chauffeur-Driven Vehicle — where AV is not available or where the member prefers
human service. Always running in parallel. Member chooses.

Yacht / Private Boat — island and coastal destinations. Maldives inter-island,
Mediterranean coastal, Hawaiian island-hopping. Coordinated from FBO Hub.

Status

Operational

Operational

2026-2027

Selective Now -
Expanding

Always Available

Operational

12



Autonomous EV — The Distinction That Matters

Waymo is technically the most advanced autonomous vehicle operator in the world. It is also a mass-market service — and that is not our
market. No vehicle choice, no privacy guarantee, no customisation. By the standards of a Global Lifestyle OS member, it is not a viable option.
Whether mass-market robotaxi services ultimately succeed is a genuinely open question — and the answer has no bearing on our service
value.

We provide: (1) Client's own AV — dispatched and retrieved at the precise time and location. (2) Curated premium AV partners — meeting
Global Lifestyle OS vehicle standards only. (3) Platform-owned premium AV fleet — hub-based, member-exclusive. The technology serves the
client. The client does not adapt to the technology.

13



08 AI Era Education Platform — The Finest School

The era in which education meant a place has ended. The Finest School is the platform on which the world's finest education
follows the student — wherever they are.

26 Years 15,075 2x+ $69.3B

US Elite Private School Network — International Schools Globally (2026) Al Tutor Learning Outcomes vs International School Annual Tuition
Field Built Traditional Classroom (Harvard RCT) Revenue 2026

Why the Elite School Network Remains Essential in the Al Era

Even as Al revolutionises educational delivery, four things cannot be replaced: curriculum design authority, academic accreditation, university
admission pathways, and global reputation. The Finest School combines these four pillars of the 26-year network with Al-native delivery.

Education as Corporate Competitive Advantage — The B2B Value

This service is not simply an education solution. It is a direct connection to a company's core competitiveness in recruiting and retaining global
talent as long-term key personnel. The single greatest challenge for globally mobile talent is the unwillingness to accept overseas postings
when their children's education cannot be resolved. Not merely resolved — but delivered at world-class standard. When the education
problem disappears, the employee's preference for the company is maximised. Loyalty follows. Retention follows.

The Finest School is the most powerful HR welfare solution available to any company that struggles to attract and retain globally mobile
talent. This is the core competitive lever for acquiring corporate clients — and the foundation of the Global Lifestyle OS B2B revenue
structure.
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Corporate Client Lock-in Structure

THE PROBLEM COMPANIES FACE WHAT THE FINEST SCHOOL RESOLVES

Fortune 1000 globally posted executive families The Finest School: identical education quality in every city
Executives decline overseas postings — children's schooling Education resolved — executive's mobility barrier eliminated
unresolved

Company: repeated failure to post key personnel Company: global posting success rate maximised

Rising attrition — education directly cited as cause Education satisfaction = company loyalty = attrition reduced
International school transfer — curriculum quality mismatch No transfer. No gap. Curriculum continuity guaranteed.

Every relocation restarts the education from zero Movement becomes part of the education — not an interruption

One corporate subscription contract = service for all posted executive families across that company. This is the most powerful lever
in the Global Lifestyle OS B2B revenue structure.

Four Delivery Modes
- Physical Al Education: dedicated 1:1 Al robot tutor per student — real-time learning analysis, environment synchronisation across jet,
yacht, villa, FBO

« Online Discussion & Remote Collaborative Learning: real-time debate and presentation sessions with global peers — elite school
model delivered in transit

- US Elite Private School Designated Teacher Home Visit: teacher officially designated by partner school travels to the student's location
— world-class education comes to the client

« FBO Edu-Base Campus: education module permanently operational within FBO facilities — previous learning state 100% restored on
arrival, no re-enrolment required

15



A1 Education Service Coverage — Nursery Through High School

The Finest School covers every stage of a child's education — from infant care through to university preparation. One continuous platform,

one relationship with the family, regardless of how many cities they pass through.

Service Form Key Distinction Parent Age
Nursery / Infant 0-3 Home-visit early education + Al developmental Learning environment synchronised across Late 20s
monitoring all locations — early 40s
Pre-Kindergarten 3-5 Al tutor: language & social development + visiting Multilingual continuity during global 30s
teacher movement — early 40s
Elementary 6-11 Core target — all four delivery modes fully IB / US elite private school curriculum 30s
deployed — mid 40s
Middle School 12-14  Advanced Al curriculum + real-time remote SAT / IB preparation begins Late 30s
sessions —mid 50s
High School 15-18  University admissions strategy + designated 26-year network directly connected Early 40s
teacher dispatch — late 50s

Full parent target age range: 30 to 58 years old — Aligns precisely with: private jet charter passengers (39—44) - luxury real estate buyers
(44-59) - Fortune 1000 executives (43-59)

16



A6 Celebrity & Wealth Class Education Values — Proven by Events

Statistics describe. Events prove. These documented cases demonstrate exactly how far wealthy individuals will go for their children's
education.

Operation Varsity Blues — USA (2019)
- Indicted: 50 individuals — Hollywood actresses, Fortune 500 CEOs, PE executives, Silicon Valley entrepreneurs
+ Total paid: $25 million. Per student: $100,000 to $6.5 million. Target: Yale, Stanford, USC, Georgetown, UCLA
« Key defendants: TPG PE executive McGlashan, 58 - Hot Pockets heiress Janavs, 48

+ Chinese pharmaceutical founder Zhao Tao, 52: paid $6.5M to fake Stanford sailing team admission for daughter

The New Scandal — 2024-2025

- 'Guardianship Transfer Loophole': wealthy parents transfer legal guardianship so children qualify for need-based aid — US Dept of
Education investigating
« 40+ cases documented in lllinois suburbs — involving lawyers, doctors, educators. Legal but condemned as 'opportunity hoarding'

- Pattern: 2019 illegal bribery — 2024—-2025 legal loopholes — the obsession is constant, only the method evolves

What these parents wanted was not simply university admission. They wanted to give their children the world's best starting point.
That desire is not wrong. What was wrong was the absence of a legitimate, world-class way to achieve it. The Finest School is that
way.

17



SAT/ACT answer manipulation Real academic competitiveness built from nursery through high school
Fabricated athletic recruitment Genuine talent development — real sports, arts, academic distinction
$6.5M fraudulent payment Finest School subscription — genuine competitive advantage

Criminal conviction + public disgrace Completely transparent, fully legal, world-class quality

18



09 Four-Stage Global Expansion Strategy

Global Lifestyle OS expands through validated, sequential stages. Each stage stands alone as a complete business while building the
foundation for the next. Revenue flows from Day 1 — infrastructure build and market entry are concurrent, not sequential.

Phase | Phase Il Phase Il Phase IV

Strategic MasterPlan Hawaii MasterPlan NEO-GENEVA INDUS-MATRIX

$9.53B TAM Pacific Hub $13.5B TAM India UHNWI +50%

Korea - India - Singapore - First physical Global Lifestyle OS Mediterranean & Middle East —7  Elite Command OS + Education
Indonesia - Vietnam. hub. SOP validation. Hawaii- strategic hub nodes. Geneva - OS fully integrated. Bengaluru -
PrivateJets.kr + TheFinestSchool proven model transplanted directly Nice - Dubai - Istanbul - Athens - Mumbai - Delhi - Hyderabad.
immediate revenue. Full platform to Phase lll. Monaco - Abu Dhabi. Global OS complete.
infrastructure build concurrent. 2026-2027 2027-2028 2028-2029

In Progress

Most platform businesses build infrastructure first and generate revenue later. The Global Lifestyle OS is different. Phase | enters
immediately into the existing private jet charter and education markets — generating revenue while simultaneously completing the
full ecosystem infrastructure.
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10 Revenue Structure

Immediate Revenue — Operating from Day 1
« Private jet charter commission — PrivateJets.kr currently operating
« Education service fees — The Finest School: ready for immediate launch upon design completion
« Companion Logistics coordination fees

« Property OS coordination fees

FBO Hub Multi-Stream Revenue — Independent of Aviation Cycles

CONVENTIONAL FBO REVENUE FBO HUB DIVERSIFIED REVENUE

Fuel sales (30%+ of revenue) Annual membership fees — stable, predictable, aviation-independent
Hangar and parking fees Medical service fees — 24 hours, high margin

Basic ground services Education service fees — Al platform + teacher dispatch

100% dependent on aviation demand Logistics fees — Companion Logistics coordination

Regional FBOs = structural deficit Security services subscription

eVTOL landing fees (new from 2026)

Target: 60%+ non-aviation revenue — structural resilience independent of aviation demand cycles

20



A4 Korea — The Structural Case

Korea is a uniquely compelling market. Among high-income earners and celebrities, sending children to US or UK schools is not a preference
— it is an expectation and a social norm.

Korean Study Abroad — Verified Numbers
- Korean students in US higher education 2024—2025: 42,293 — ranked 3rd globally (IIE Open Doors 2025)

« Korean K-12 early study abroad: 30,000+ students per year for over a decade — structural demand
+  Minimum 10-year early study abroad cost: ¥300 million ($220,000+) — demand does not decline
« 'Goose family' phenomenon: mother and children relocate for education, father remains in Korea — tens of thousands of families

« Samsung, Hyundai, LG senior executives: children's US education is standard within the corporate elite culture

Family separation due to children's overseas education Family moves together — world-class education follows

¥W300M+ cost of K—12 overseas education Al platform + visiting teacher = equivalent quality at fraction of cost
Repeated transfers destroying curriculum continuity 100% continuity guaranteed — no transfer, no gap, ever

No university admissions pathway from abroad 26-year network: direct US elite admissions strategy
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A5 India — Phase IV Strategic Rationale

India is not simply an expansion market. It is the core arena of Phase IV (INDUS-MATRIX) — and the market we must enter first.

India's Wealth & Education Market

+ India school market: $59.67B (2025) — $138.33B (2034) at 9.79% CAGR — IMARC Group 2025

« India IB schools: 107 (2013) — 240+ (2024): 124% growth. Cambridge schools: 75% growth

- India ranked world's 2nd largest international school hub in 2025 (ISC Research)

+ Indian families spent $3.71B on international education in 2025 — up 31% from 2018 (Henley Education Report 2026)
«  HSBC 2024: 90% of affluent Indian parents fund overseas education fully — up to 64% of retirement savings

« India UHNWI ($30M+): 12,069 (2022) — projected 19,119 by 2027 — 58.4% growth (Knight Frank)

+ India HNI ($1M+): 797,000 (2022) — projected 1,657,000 by 2027 — 2x in 5 years

22



The Investment Thesis — A Different Structure of Risk

The most common failure in capital allocation is not investing in the wrong thing. It is investing in the right idea with the wrong
structure — one where every dollar is fully at risk, every asset is illiquid, and every setback compounds rather than resets.

Most investment models follow a familiar pattern: identify an opportunity, acquire or build the asset, operate it, and hope the market moves in
your direction. The upside is real. But so is the downside structure — when the asset underperforms, capital is trapped. When the strategy
changes, the asset cannot easily be redeployed. When the market shifts, fixed costs continue regardless.

The Global Lifestyle OS was designed from the beginning with the opposite structure. Every major capital decision — aviation, real estate,
education, mobility, services — is constructed so that the invested asset retains independent value, the fixed cost base remains minimal, and
the revenue structure is diversified across multiple non-correlated layers. This document explains how.

ROIC principle: Return on Invested Capital = Net Operating Profit + Invested Capital. Reduce the denominator while sustaining the
numerator — and returns compound. Every structural decision in the Global Lifestyle OS is designed to do exactly this.

23



Pillar 01 — Private Aviation: Operate Through Partners, Own Selectively

The conventional approach to building a premium aviation service is capital-intensive by design: acquire aircraft, hire crews, obtain operating
certificates, build or lease FBO facilities at multiple airports, maintain a full operational infrastructure. The asset base is large, the fixed cost is
high, and the revenue is entirely dependent on flight volume.

Conventional Aviation Investment GLO Aviation Model

Own and operate fleet directly — full crew, maintenance, certification  Aircraft purchased and placed under management with top-tier operators

costs (NetJets-equivalent standard)

FBO presence required at every relevant airport — real estate, FBO footprint limited to strategic hub locations only — all others served
staffing, operations via partner network

Revenue depends entirely on flight volume — cyclical, weather- Revenue diversified: aviation is one of eight service layers — not the
dependent, demand-sensitive entire business

Asset value tied to aircraft age and market demand — significant Aircraft retained as balance sheet asset — independent market sale
depreciation curve always available as exit

Scaling requires proportional capital increase at every new city New city activation = partner qualification + platform deployment —

marginal cost only

The operator partnership model is not a compromise — it is the same model that the world's most sophisticated private aviation clients have
already adopted. VistaJet's subscription clients — 85% of whom are Fortune 500 corporations — have concluded that no capital should be
tied up in aviation assets when the service can be accessed without ownership. GLO applies the same logic from the operator side: own the
minimum required for control and quality assurance, access the rest through structured partnerships.

Benchmark: Hyatt Hotels doubled its luxury room count and tripled loyalty membership without owning the buildings. Hotel real estate
appreciated 20-25% over the last five years — the asset went up, Hyatt captured the brand premium without the capital. GLO applies
identical logic to aviation infrastructure: control the standard, own the asset selectively.

24



Pillar 02 — FBO Hub: Strategic Deployment, Not Mass Infrastructure

The global FBO infrastructure already exists — 3,500+ locations worldwide. Building a proprietary FBO network from scratch at every relevant
location would require hundreds of millions in land, construction, equipment, and ongoing staffing — before a single member pays a single
dollar. That is not the GLO model.

GLO deploys capital only where it creates disproportionate, durable value. Three deployment models are used based on the strategic priority
of each location:

Model When Applied Capital Efficiency

Direct Build / Core hubs where full GLO service stack Physical asset acquired at cost. Real estate value appreciates

Acquire generates maximum revenue across all 8 independently. Partial market sale always available. Non-aviation revenue
layers target: 60%+.

Strategic Secondary hubs where consistent service GLO platform + Al operations system deployed to existing FBO. No

Partnership delivery matters but full ownership is not acquisition premium. No construction. Variable cost structure.
justified

Partner Network All other locations in the active service Local FBO operators qualified to GLO standard. Zero capital deployment.
geography Full geographic coverage activated immediately.

The non-aviation revenue target of 60%+ is structural protection, not aspiration. A conventional FBO lives and dies with aviation demand.
The GLO FBO Hub generates revenue from membership, medical, education, logistics, hospitality, and security — independent of
whether an aircraft is on the ramp. This is a fundamentally different risk profile from any single-sector infrastructure investment.
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Pillar 03 — Education: 26 Years of Built Advantage, Zero

Acquisition Premium

Acquiring an educational institution is one of the most capital-intensive and illiquid investments an organization can make. Purchase prices for
premium international schools range from tens of millions to hundreds of millions of dollars. The asset is geographically fixed, operationally
complex, and nearly impossible to exit without another institutional buyer.

The Global Lifestyle OS does not acquire schools. It does not need to. The 26-year network of relationships with US elite private schools is the
asset — and it is an asset that cannot be purchased by any amount of capital alone. It required 26 years to build. Any competitor who wishes
to replicate it must invest the same 26 years, not merely the same capital.

Acquiring Educational Institutions GLO Education Partnership Model

Purchase price: lower-tier private schools $100M+; elite private schools  Zero acquisition cost — partnership built on 26 years of established
hold endowments of $100M-$900M — true market value is trust
incalculable. Acquisition is effectively impossible.

Campus maintenance, staff, regulatory compliance ongoing School maintains all operational infrastructure — GLO provides the
platform and the client

Revenue limited by physical capacity — fixed nhumber of seats Revenue unlimited — every family in every city is a potential subscriber

Geographic constraint — students must come to the campus Al-native curriculum travels with the student — no campus dependency

Exit: extremely illiquid, requires institutional buyer Exit: partnership agreement termination — no stranded asset, no capital
locked

Upfront full capital commitment required Staged deployment: SPC structure with milestone-linked investment
phases
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Where deeper integration creates disproportionate revenue, a Special Purpose Corporation (SPC) structure is available: GLO and the school
partner establish a jointly-owned entity for exclusive service delivery. Critically, this SPC is structured with staged capital deployment —
investment is tied to revenue milestones, not committed upfront. The SPC structure ensures GLO and the school partner share both the
upside and the capital timeline. The largest capital outlays occur only when the revenue to justify them is already visible.

The 26-year network is not a line item on a balance sheet — it is the deepest competitive barrier in this business. A well-capitalised
competitor can acquire a school in 6 months. No amount of capital can compress 26 years of trust-building into a shorter timeframe. This
is the one asset that is genuinely irreplicable.
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Pillar 04 — Advanced Mobility (eVTOL): Safety-Gated Capital Deployment

New mobility technology — eVTOL aircraft, autonomous vehicles, next-generation air transport — represents both a genuine opportunity and
a genuine risk. The opportunity: dramatically lower operating costs and new service capabilities. The risk: premature deployment of unproven
technology creates safety exposure, operational instability, and reputational damage that no premium brand can absorb.

The GLO approach to advanced mobility is governed by a single principle: capital follows safety certification, not ambition. This is not
conservative — it is the highest form of capital efficiency.
- eVTOL aircraft are purchased only for routes where safety certification is confirmed and demand is validated — no speculative early
deployment
«  Where direct purchase is premature, certified operators absorb the operational and safety risk — GLO provides the premium client, the
operator provides the validated aircraft
« eVTOL operating costs are projected at 60% below helicopter costs for sub-150-mile routes — the value creation is real, the timing is
deliberate
- As technology matures and safety data accumulates, GLO transitions from partnership access to selective ownership — capital

deployed only when the asset is proven

An early operator who rushed eVTOL deployment before safety certification has three problems: liability, reputation, and stranded capital
in aircraft that cannot fly. GLO has none of these problems — because the capital has not yet been deployed. Patience in capital

deployment is not a weakness. It is a structural advantage.
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Pillar 05 — All Services: Variable Cost Architecture, Zero Fixed Overhead

Every service layer beyond aviation and FBO Hub — residential property preparation, companion logistics, medical response, food
provisioning, security, lifestyle management — is delivered through a network of curated local specialists at each hub location. GLO qualifies
them, coordinates them, and guarantees the service standard. GLO does not employ them.

This is the platform model — and the platform model is the single most capital-efficient structure in modern business. The platform creates the
standard, controls the client relationship, and earns the margin. The specialists carry the operational cost.

Direct Service Delivery Model GLO Platform Model

Full-time staff at every hub location — fixed payroll regardless of member Curated specialist network — cost activates only when service is

volume delivered

Compliance, licensing, insurance, facilities — per service, per location Specialists maintain their own compliance infrastructure

Scaling requires proportional headcount increase Scaling requires partner qualification — no proportional cost increase

Downturn: fixed costs continue regardless of revenue Downturn: variable cost structure contracts with volume — no cost
bleed

Margin compressed by operational complexity Margin protected by platform separation from operational cost

The platform model that gave Airbnb $11B in revenue from $0 in owned real estate, and Uber $3.7B in quarterly revenue from $0 in owned
vehicles, is the same structural advantage the Global Lifestyle OS applies to the highest-value consumer segment in the world: UHNWI

globally mobile families.
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Pillar 06 — Companion Logistics: Revenue Built on Existing Infrastructure

logistics revenue is created on top of it.

Our logistics service is not conventional cargo transport. It is a life-companion service layered on top of already-built private jet,
FBO, AEV, and Al infrastructure — with no additional large-scale investment required. The infrastructure is already there. The

GLO Companion Logistics and conventional cargo logistics start from a fundamentally different premise. Conventional logistics separates
cargo from its owner. GLO logistics travels with the owner — same aircraft, same cabin, same schedule. This is not a service level difference.
It is a philosophical difference — and that philosophy transforms the cost structure entirely.

Structural Distinction from Conventional Logistics

Conventional Cargo Logistics

GLO Companion Logistics

Separate cargo flight required — owner and cargo travel on separate
schedules, separate costs

Commercial cargo hold — mixed freight, no temperature, humidity, or
vibration control

Large pets, exotic animals — refused by virtually all major airlines as
of 2026

Customs, legal permits, import/export documentation — owner
manages separately per country

Requires separate logistics infrastructure — warehouses, vehicles,
staff, systems

Owner and cargo depart together — same aircraft, same cabin, no
additional flight, minimal additional cost

Private jet cabin exclusively — full environment control, real-time owner
monitoring

Companion animals of any size or breed — in-cabin, with full veterinary
coordination

Customs, permits, and clearance — Al system handles end-to-end as a
single coordinated process

Uses existing FBO Hub, AEV, private jet infrastructure — no additional
large-scale investment
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3-Layer Anticipatory Logistics — Al Maximises Already-Built Infrastructure

The core of GLO Companion Logistics is not a separately-built logistics system. It is an integrated layer combining Al prediction with already-

operating FBO Hub, AEV, and private jet infrastructure. Existing asset revenue scope expands — without additional infrastructure investment.

Capital Efficiency

How It Works
Layer 1 Al Pre-Sensing (48— Al analyses member schedule, movement patterns, and
72h advance) historical data to automatically predict and pre-arrange

required items, services, and companion cargo 48—72 hours
before arrival

Layer 2 Hub Stock (Pre- Member-customised items pre-stocked at each FBO Hub
positioned inventory) before arrival. Companion animal essentials, lifestyle
provisions, and cargo-related supplies ready on arrival.

Layer 3 Instant Delivery Any items needed immediately post-arrival are delivered via
(Drone - AEV - the already-operating AEV, drone, and eVTOL network.
eVTOL)

No separate logistics staff required. Al
processes automatically using existing data
infrastructure.

FBO Hub existing facilities utilised. No
additional warehouse required. Inventory
included in member subscription.

AEV and eVTOL already operating for
mobility services. Adding logistics utilisation
= near-zero marginal cost.
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Organic Synergy Across Service Layers — Revenue Added Without New Cost

The reason Companion Logistics is the most powerful example in the GLO capital efficiency model is simple: it expands the revenue scope of

existing infrastructure without building new infrastructure.

Existing Asset

Additional Logistics Utilisation

Additional Capital Required

Private jet (already flying)

FBO Hub (existing facilities)

AEV fleet (already operating)

Al operating system (existing

platform)

Member relationship (existing
membership)

Companion animals, artwork, confidential cargo, fashion
collections travel with owner in cabin

Al pre-stocking hub / companion cargo preparation / customs
processing point

Immediate post-arrival delivery / high-value secure cargo
transport

48-72h pre-sensing / customs documentation automation /
real-time cargo monitoring

Preference-data-driven automatic service / additional
subscription options

Zero — already flying aircraft, same flight

Minimal — additional use of existing space
and staff

Zero — cargo added to already-operating
vehicles

Zero — logistics layer extension of existing
Al infrastructure

Zero — service extension of existing
member data

The GLO Logistics Capital Efficiency Formula: Existing infrastructure (private jet + FBO + AEV + Al) x logistics layer addition = additional
revenue, no additional large-scale investment. This is the core synergy of the GLO 8-layer business model — each layer generates
independent revenue while simultaneously lowering the cost and raising the value of every other layer. The platform becomes more
efficient — and more valuable — with every service layer added.
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Industry Comparison — Why the GLO Cost Structure Is Fundamentally Different

subsequent investment phase is validated before the next begins.

Every industry has its own capital consumption pattern. Game development generates zero revenue until launch. Semiconductor
manufacturing generates zero production until the fab is built. The Global Lifestyle OS generates revenue from Day 1 — and every

Comparing three capital structures reveals precisely why the GLO investment profile is structurally distinct — not merely better in degree, but

different in kind.

Game Development Industry

Semiconductor Industry

Global Lifestyle OS

Development /
Build Cost

Cost Structure
Transparency

Worst-Case
Scenario (Exit)

3—7 year development cycle: zero
revenue, hundreds of millions invested
before launch. Cost accumulates entirely
before any return.

Development cost is inherently
unpredictable: technical failures, talent
attrition, market shifts can multiply
budgets before launch. No reliable
forecast possible.

Game failure = total loss of development
capital. Code, art, and audio assets have
near-zero market value. No exit
available.

Fab construction: $5B—-$20B+. Zero
production before the facility is
operational. Equipment lead times: 1-2
years.

Equipment procurement, process
development, yield improvement
frequently cause cost overruns. 2—-5x%
initial budget is not unusual in first-
generation process nodes.

Fab shutdown = damage to billions in
specialised equipment. Semiconductor
manufacturing assets are not general-
purpose — residual value is severely
limited.

Revenue from Day 1: existing
PrivateJets.kr operations. Each service
layer added sequentially. No large pre-
revenue capital commitment required.

Every investment phase has a market-
verifiable cost basis: aircraft market
prices, real estate appraisals,
partnership agreement terms.
Transparent at every stage.

Aircraft — immediate sale in active
secondary market. FBO real estate —
general property market. Partnership
agreements — contract termination.
Selective partial exit available at any
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Revenue
Commencement

Scaling Model

Revenue per
Client (ARPU)

Only after successful launch. Industry
average success rate: 20-30%. Failure
means full capital loss with no partial
recovery.

Post-hit sequel development = full
development cost again, from zero. The
compounding benefit of success is
structurally limited.

Mobile gaming ARPU: $5-$50/month.
AAA title: $60-$70 one-time.

Only after volume production at
acceptable yield. Break-even typically 3—
5 years post-launch. Early yield loss
means operating at a loss.

New fab = $5B-$20B again. Every
expansion is another large-scale capital
commitment.

B2B semiconductor: contract-based
supply pricing. No direct consumer
relationship.

point.

From Day 1. Existing operations
generate revenue immediately. Each
new service layer adds an independent
revenue stream as it is activated.

New city = partner qualification +
platform activation. Marginal cost
declines as network scales — classic
network effect compounding.

Private jet charter: $20,000-$150,000+
per flight. Annual membership: multi-
hundred thousand dollars. 8 service
layers combined = one client's annual
value exceeds thousands of mass-
market customers.
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Ultra-High Value Business Structure — The Capital Efficiency Conclusion

The capital efficiency analysis reaches a single conclusion: GLO begins with minimum capital and generates revenue at maximum unit value.

The combination of these two properties is the definition of an ultra-high-value business structure.

Four Properties of an Ultra-High-Value Business

(1) Each service layer generates independent revenue while creating organic synergy across the platform

— A private jet member subscribes to education, uses the FBO, adds medical and logistics. One member becomes multiple revenue streams

simultaneously.
(2) Transparent, visible cost structure at every investment phase — predictable, verifiable execution

— Every investment is anchored to market-verified assets. Aircraft prices, real estate appraisals, partnership terms — all independently verifiable at

any point.
(3 In the worst case, selective partial asset recovery is straightforward — not a single-outcome liquidation
— A failed game is a total loss. Every GLO asset holds independent market value. Multiple exit routes exist at every stage.
(4) Revenue per client is incomparable — one member's annual value exceeds that of thousands of mass-market customers

— A small membership base is sufficient to build a highly profitable business. We compete on value, not volume.
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The Complete Capital Efficiency Picture

Category

Initial Capital
Required

Downside if
Strategy Shifts

Fixed Cost
Structure

Revenue
Diversification
Competitive Barrier

Return Profile

Exit Options

‘ Conventional Asset-Heavy Model

Large upfront: full acquisition or construction cost
committed before first revenue

Capital trapped in illiquid asset — sale requires
specialist buyer at discount to book

High fixed overhead: staff, maintenance, facilities,
regardless of revenue performance

Single sector — fully exposed to that sector's cyclical
risks

Capital can replicate most assets: build a similar
FBO, acquire a similar studio, hire similar staff

Binary in some sectors (hit or miss). Cyclical in
others. Full capital at risk throughout.

llliquid in most scenarios. Requires strategic acquirer
who values the same asset.

Global Lifestyle OS

Staged: partner-first, then selective ownership where revenue
justifies. Day 1 revenue from existing operations.

Aircraft: independent market value. Real estate: independent
market value. Education: partnership terminates, no stranded cost.
eVTOL: return to operator.

Minimal fixed cost: platform + core team. Variable cost activates
with revenue. Scales in both directions.

8 service layers x multiple hub cities. 60%+ non-aviation revenue
target. No single point of failure.

The 26-year education network cannot be purchased. Platform
network effects deepen with every member added.

Recurring membership + services. Non-cyclical. Each new
member adds to a compounding revenue base.

Multiple independent exits available at any point: aircraft sale, RE
sale, partnership termination. No single lockup.

36



Conclusion — The Compounding Case for Capital Efficiency

The question is not whether to invest in premium lifestyle infrastructure. The question is: what structure of investment produces the
highest return, the lowest downside, and the greatest compounding advantage over time? Every structural decision in the Global
Lifestyle OS was made with that question as the primary filter.

The five pillars work independently — each one is capital-efficient on its own terms. Combined, they create a compounding advantage:

« Lower invested capital — higher ROIC — more capital available for the next phase of growth

« Variable cost structure — resilience in downturns — no forced asset sales at distressed prices

« Independent asset liquidity at every level — no capital lockup, no single-point-of-failure exposure

- Staged capital deployment — investment tied to proven revenue — no speculative large commitments

- 26-year network as core asset — irreplicable competitive barrier — premium pricing power that compounds

- 8-layer diversified revenue — non-cyclical income base — stable platform for further investment

What a strategic partner gains in this structure: — Physical assets (aircraft, real estate) that retain independent market value regardless
of platform performance — A recurring, diversified revenue base across 8 service layers — not a single-sector bet — The 26-year
education network: the only asset in this business that cannot be replicated with capital alone — A first-mover position in a market that
every sector leader is currently missing — Platform network effects that compound with every member added — the more members, the
more valuable the network — Staged capital deployment: the largest commitments occur only when revenue justifies them The risk
profile is fundamentally different from conventional asset-heavy investment. The upside is structurally larger. The downside is structurally
smaller.
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11 Competitive Advantage — Irreplicable Assets

The entry barriers of Global Lifestyle OS are not technology or capital. They are a network and field experience built over decades — and the
way those elements are integrated.

26-Year US Elite Private School Network : It can be purchased with capital — but cannot be built with capital alone. Trust and relationship
are the product of time. No competitor can replicate this in the short term.

5+ Years of Live Market Operations (Private Jets of Korea) : Not hypothesis — real clients, real revenue, real operations. Starting from a
validated market, not a theoretical concept.

Understanding the Client's Language : This founder knows what UHNWI clients want, what they are sensitive to, and how to communicate
with them. This cannot be learned from a distance.

Integrated Design — Not Assembly : How each service connects to the others — this architecture was designed for integration from the
beginning. Assembling separate services later is fundamentally different from building integration from the start.

Mutually Reinforcing Three-Platform Structure : PrivateJets.kr brings the client. ZZOAH coordinates the life. The Finest School locks in
the family. Leave the education platform — and the children's education is disrupted. The lock is the children.

First-Mover in White Space : VistaJet does aviation only. Sotheby's Realty does property only. GEMS Education does schools only.
Quintessentially does concierge only. Nobody does all six simultaneously. That position is ours.
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This document maps the competitive landscape across 8 sectors that touch the Global Lifestyle OS. In each sector, the leading platforms
define the standard — and reveal the same structural gap: they solve a fragment of the UHNW!I and Fortune 1000 executive's life, not the
whole. A private jet operator arranges the flight. A luxury real estate company sells the property. A concierge books the restaurant. A school
enrolls the child. A rideshare platform dispatches the car. None of them talk to each other. None of them coordinate. And none of them travel
with the client.

Global Lifestyle OS is not competing with any of these platforms. It is filling the space between all of them — coordinating every element of a
globally mobile life, from aircraft departure to last-mile ground transport, from residential property to educational continuity, from companion
animal logistics to 24-hour medical response.

Sectors Analysed: (1) Private Aviation - (2) Accommodation & Luxury Real Estate - (3) Ground Transportation - (4) Luxury Concierge - (5)
Premium Food & Lifestyle Delivery - (6) Medical & Healthcare - (7) Companion Logistics - (8) International Education
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Our Philosophy — Partners, Not Competitors

We do not enter markets to fight for share. We enter to create value that did not exist before — for our members, and for the
partners who serve them alongside us.

The Competitive Landscape Is Also a Partnership Landscape

Every platform analyzed here is a sector leader and a potential Global Lifestyle OS partner. This relationship is additive, not zero-sum. A
private jet operator integrating with the GLO FBO Hub reaches new clients and service levels unreachable on its own. A luxury concierge
plugging into GLO infrastructure gains the physical backbone—aircraft, AEV, medical—that its managers currently piece together manually.

What Collaboration Unlocks — For Both Sides

Globally mobile UHNWIs and Fortune 1000 executives are the most valuable consumers across all sectors. They fly private, buy luxury real
estate, require world-class medical care, demand educational continuity, travel with pets, and need premium food provisioning. While every
platform analyzed wants this client, most reach only a fragment of their life. Global Lifestyle OS reaches the whole.

What Partners Gain What Global Lifestyle OS Provides

Access to UHNWI clients they currently cannot reach The coordinating platform that connects every service in the member's life

Higher revenue per transaction — premium clients pay premium rates A single point of trust — the member interacts with GLO, not with every
vendor separately

Reduced acquisition cost — GLO delivers the client to them Quality assurance across every partner — the GLO standard applies to all
New service categories they cannot offer alone The infrastructure that makes every partner more valuable to the client
Regional market entry opportunities in new geographies A closed membership ecosystem — no mass-market dilution
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The Education Sector — A Special Case

International school groups operate on a fixed per-student annual fee model. Nord Anglia, GEMS, and Inspired Education price their services
based on campus cost structures and competitive local markets. The Global Lifestyle OS education service operates on an entirely different
model — and the comparison is not between schools.

GLO education is not a school. It is a personalised, location-independent, Al-native educational infrastructure that travels with the family. The
client is not paying for a classroom seat. They are paying for curriculum continuity across every city their family occupies, for a designated elite
school teacher who travels to their location, for Al-native learning that adapts to each child in real time, and for direct connection to university
admissions pathways through a 26-year US elite private school network. The value delivered is categorically different — and the pricing
reflects that. Where a premium international school charges a defined annual tuition, the GLO education layer is priced on the value it creates:
the career impact of genuine elite school outcomes, the business impact of a corporate executive who can accept any posting globally, the
personal impact of a family that never has to separate for the sake of schooling.

International schools have a ceiling on what they can charge — determined by the campus, the curriculum, and the local market. The
Global Lifestyle OS education service has no such ceiling — because the value it delivers is not bound by geography, curriculum type, or
competitive local pricing. For a client who values outcomes over cost, the question is never 'how much does it cost?' — it is 'what will this
make possible?'

Regional Partnership Opportunities — For School Groups

The leading international school groups are not just competitors to navigate around. In their own regions, they are potential partners. Nord
Anglia in Southeast Asia, GEMS in the Gulf, Inspired in Europe — each of them has deep local infrastructure and accreditation that the Global
Lifestyle OS can leverage for physical FBO Edu-Base implementations. In return, GLO brings them the one thing their campus model cannot
provide: the globally mobile client who currently cannot commit to any fixed campus. A partnership structure in which the school provides the
accreditation and physical facility, and GLO provides the mobile educational continuity and the UHNWI client relationship, creates value for
both sides that neither can create alone.
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Our Approach — Quiet Precision, Not Market Conquest

We do not want to be the loudest platform. We want to be the one that cannot be replaced.

The Global Lifestyle OS is not building a platform for everyone. It is building the platform for a specific, defined, globally mobile client — and

providing that client with a level of integrated, personalised service that no mass-market platform, however large, can replicate. The approach
is deliberate:

What We Do Not Do \ What We Do

Compete loudly for mass-market share Serve a defined membership — quietly, completely, and irreplaceably

Connect every available service to our platform Curate only those partners and services that meet the GLO standard

Maximise transaction volume Maximise value delivered per member — pricing reflects value, not cost

Disrupt existing sector leaders Partner with them where they can serve our members better together

Expand into every geography simultaneously Enter each market only when the full service stack can be delivered at standard

Charge based on competitive market pricing Charge based on the value created — which has no ceiling for clients who measure value, not
price

The Global Lifestyle OS does not need to be the biggest platform. It needs to be the one that the right clients cannot imagine living
without. A platform that is irreplaceable to 10,000 members is more valuable than one that is replaceable to 10 million.
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Sector 01 — Private Aviation

The top three private aviation operators—NetJets, VistaJet, and Flexjet—command the largest fleets, the most flight hours, and the most
recognized brands in the industry. While they excel at their core business of getting aircraft into the air, their operational scope is strictly limited
to the flight itself. The essential elements that surround the flight—including residence, vehicle, children's schooling, companion animal
logistics, and medical coverage—fall outside their business model.

Industry Leader Comparison

since 2019; Red Label by Porsche
Design.

ground experience unmanaged.

Platform What They Provide What They Cannot Provide GLO Advantage

NetJets #1 globally by flight hours; 780+ aircraft; No ground transport, accommodation, GLO dispatches an AEV at landing
fractional ownership leader since 1965. medical, education, or companion confirmation; the journey continues where

logistics. NetJets ends.

VistaJet Global subscription leader; all-Bombardier = Aviation only; no property, education, GLO coordinates everything in every
fleet (70+ aircraft); covers 96% of world's medical, AEV, or companion logistics. country—before, during, and after the
countries. flight.

Flexjet #2 in US premium market; 178.2% growth | Aviation only; no ecosystem support; GLO extends the personal crew

relationship to every service on the
ground.

Operational Scope Summary

Each operator functions strictly within the aviation domain. The following critical lifestyle areas remain entirely outside the operational scope of
all three providers: Residence Coordination, Vehicle & Ground Transportation, Children’s Schooling, Companion Animal Logistics, Medical
Coverage & Lifestyle Coordination. The Global Lifestyle Operating System (GLO) functions as the essential bridge, managing the life
surrounding the flight that aviation operators cannot address, ensuring seamless continuity from the aircraft cabin to the client's ground-based

requirements.
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€ Partnership Potential
Partnership Potential: Private aviation operators who integrate with the GLO FBO Hub gain access to UHNWI members they currently serve
only in the air — and can offer ground-level premium services they cannot build alone. GLO becomes their most valuable corporate client, not

their competitor.

44



Sector 02 — Accommodation & Luxury Real Estate

Airbnb - VRBO - Sotheby's International Realty - Four Seasons Residences

From mass-market short-term rental to ultra-luxury branded residence, this sector is defined by the transaction: booking the space or owning
the property. What happens inside the space — and what connects it to the rest of the client's life — is outside every platform's scope.

Platform Market Position What They Cannot Provide Global Lifestyle OS Advantage

Airbnb World #1 short-term rental Airbnb Luxe is still a marketplace — no  GLO does not list properties. It prepares a

Nasdaqg: ABNB - platform. 2024 revenue $11B+. privacy guarantee, no service standard  specific residence — to the member's

Founded 2008 491M nights booked. Launched enforcement, no customisation before exact specifications — before they arrive.
Airbnb Luxe tier for premium arrival. One platform, one standard, every time.
properties.

VRBO #2 home rental globally. Entire- No luxury service layer. No concierge. VRBO provides the key. GLO provides the

Expedia Group - USA  home focus. Strong US family No coordination with arrival transport, life that fills the property — vehicle waiting,
vacation market. $2B+ in annual medical, education. Pure inventory food prepared, medical on call, children's
revenue from Expedia reporting. marketplace. education ready to resume.

Sotheby's Intl Realty = World #1 luxury real estate brand.  Real estate transaction only. Once the  Sotheby's sells the property once. GLO

Anywhere Real Estate - 86 countries, 2025 global sales deal closes, Sotheby's relationship with  manages the life inside it indefinitely —
NYSE: HOUS volume $182.4B (+16% YoY). #1 the client ends. No lifestyle, no mobility, across every property the client owns or
most profiled luxury RE brand in no education coordination. The property rents, in every city they occupy.
media. is sold — the life inside it is not.
Four Seasons Pioneer of branded residences. Fixed location only. Cannot follow the Four Seasons provides a world-class fixed
Residences 700+ brands entered the market client. No educational continuity. No address. GLO provides that same
Branded Residence following Four Seasons model. mobility stack. No medical layer. No standard of coordinated living everywhere
Leader - Global Fastest-growing luxury real estate companion logistics. Lifestyle stops at the client goes — including cities with no
segment. the building boundary. Four Seasons.

— Any agency can rent you a house. Only the Global Lifestyle OS rents you the life.
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€ Partnership Potential

Partnership Potential: Sotheby's and Christie's can refer clients who require lifestyle coordination beyond the transaction. Four Seasons

Residences can integrate GLO as the mobility and education layer for their branded properties. Airbnb Luxe properties can be curated into the
GLO Property OS as certified premium inventory.
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Sector 03 — Ground Transportation

Uber (Uber Black / Lux) - Blacklane

Ground transportation is the most visible gap in the globally mobile client's journey. Every private jet lands at an FBO. No major ground

transport platform integrates with the FBO layer — or with the client's aviation, medical, or residential services.

What They Cannot Provide

Global Lifestyle OS Advantage

Platform Market Position

Uber / Uber Black World #1 rideshare. Q3 2025
NYSE: UBER - revenue $3.7B. Uber Black/Lux =
Founded 2009 premium tier. 70+ countries.

Autonomous vehicle partnerships
(Waymo integration in select

cities).
Blacklane Global premium chauffeur service
B2B Premium leader. 50+ countries. B2B and
Chauffeur - Berlin corporate focus. Airport transfer

specialist. Used by Fortune 500
travel managers.

Mass-market infrastructure. No vehicle
choice (assigned from available pool). No
privacy guarantee. No pre-positioning to
FBO. No customisation for companion
animals, high-value cargo, or medical

requirements. No integration with aviation.

No FBO integration. No AEV fleet. No
companion logistics accommodation. No
medical coordination. Driver and vehicle
from a local pool — not the client's own
assets. No lifestyle layer.

GLO dispatches the client's own AEV
— or a curated premium partner
vehicle — directly to the FBO ramp at
landing confirmation. No app, no pool,
no compromise.

Blacklane provides a professional
driver. GLO provides a complete last-
mile system — vehicle, medical escort
if required, companion logistics, and
seamless handoff from aircraft to
residence.

We do not fall into tech-solutionism. We do not connect every available car to our platform. We provide the right vehicle — the client's
own, or a curated partner that meets our standards — at the precise time and location required.
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€ Partnership Potential

Partnership Potential: Blacklane's corporate fleet and professional driver network is a natural GLO premium ground partner in cities where the
GLO-owned AEV fleet is not yet deployed. Their B2B infrastructure + GLO client access = mutual revenue at a premium tier neither reaches

alone.
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Sector 04 — Luxury Concierge

Quintessentially - Knightsbridge Circle

The luxury concierge sector is defined by access and personalisation. The best concierge services build extraordinary relationships and

unlock extraordinary experiences. What they cannot do is integrate those experiences into a complete mobility and lifestyle operating system.

Platform

Market Position

What They Provide What They Cannot Provide

Global Lifestyle OS

Advantage

Quintessentially
Founded 2000 -
London - Global

Knightsbridge
Circle

Founded 2012 -
London - Invite-only

World #1 luxury concierge
group. 60+ offices. 1,500+
concierge specialists.
Revenue ~$267.6M. 51
languages spoken. The
most recognised brand in
the sector.

Ultra-exclusive. <60
members per city. Average
member net worth $800M.
Annual membership up to
$50,000. 5:1 member-to-
manager ratio — highest in
industry. 90%+ renewal
rate.

Comprehensive lifestyle Coordination, not integration.

management. Travel, education Books the jet — does not
referrals, estates, experiences, operate it. Refers to a school
corporate services. 365-day — does not run one. Arranges
access. Truly global network. the property — does not
Bespoke personal service. manage the life inside it. No
24-hour medical. No Al

education platform.

Hyper-personal service at the By design unscalable. No

very top of the wealth aviation operations. No
spectrum. Dedicated personal  education platform. No medical
manager. Extraordinary access. layer. No AEV. No companion
Genuine relationships at the

ultra-UHNWI level.

logistics. Extraordinary
personal service — not an
integrated platform.

Quintessentially is the best
concierge service in the
world for experiences and
access. GLO is the
operating system for the
entire life — including every
service Quintessentially
coordinates.

Knightsbridge Circle
provides a personal
manager. GLO provides the
physical infrastructure —
FBO Hub, AEV fleet, Al
education, medical layer —
that a personal manager
can coordinate but cannot
own.
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Quintessentially is the best concierge in the world. Knightsbridge Circle is the most personal. Neither of them operates the infrastructure.

The Global Lifestyle OS is the infrastructure.

& Partnership Potential
Partnership Potential: Quintessentially's 1,500 concierge specialists can plug into GLO infrastructure to serve shared clients at a higher
standard than either can achieve independently. GLO provides the physical layer; Quintessentially provides the experience and access layer.

A natural integration, not a competition.
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Sector 05 — Premium Food & Lifestyle Delivery

Goldbelly - FreshDirect

Premium food platforms have built sophisticated delivery networks for specialty and gourmet food. They serve the home — not the globally

mobile client whose home changes every week.

Platform

Market Position

What They Provide

What They Cannot Provide

Global Lifestyle OS

Advantage

Goldbelly
USA - Gourmet
Food Marketplace

FreshDirect
New York Metro -
Premium Grocer

#1 curated gourmet
food delivery
marketplace in the US.
Partners with James
Beard Award
restaurants, legendary
BBQ, celebrity chefs.
Gift and corporate
focus.

Leading premium
online grocer. NY tri-
state area. March
2025: joined Uber Eats
for on-demand delivery.
Farm-direct sourcing.
Up to 7 days fresher
than retail.

Nationwide delivery of iconic
restaurant food. Subscription
boxes. Corporate gifting. Chef
meal kits. Access to regional
foods impossible to find locally.

Premium fresh grocery delivery.
Same-day/next-day. Organic and

artisanal focus. FreshDirect
quality is genuinely high — 7
days fresher than retail by
eliminating distribution
intermediaries.

US-only. Fixed delivery address
required. Cannot follow the client
to Dubai, Seoul, or the Maldives.
No international. No in-flight
delivery. No FBO Hub
integration. Food only — no
lifestyle ecosystem.

Geographically limited to New
York area. Cannot serve a client
who is in Singapore this week
and Hawaii next week. No
international. No FBO
provisioning. No lifestyle
integration.

GLO coordinates premium
food provisioning at every
FBO Hub and residence in
the network — wherever the
client is. Goldbelly is a
product. GLO is a system.

FreshDirect's quality
standard is what the GLO
Property OS applies globally
— sourcing premium
provisions at each
destination, coordinated
before arrival, regardless of
city.
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Goldbelly and FreshDirect set the standard for premium food delivery in their markets. The Global Lifestyle OS applies that standard
globally — wherever the client is.

& Partnership Potential

Partnership Potential: Goldbelly's curated restaurant relationships can provision GLO FBO Hub dining and in-flight catering with iconic

American food experiences. FreshDirect's farm-direct sourcing model is the template for GLO premium property provisioning in every hub city.
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Sector 06 — Medical & Healthcare

Sollis Health - MDVIP - WorldClinic

The luxury concierge medical sector has produced platforms that genuinely redefine what healthcare access looks like for premium clients.

The structural gap they all share: their service is anchored to a location, or to a remote call. The Global Lifestyle OS FBO Hub builds the

medical layer into every physical hub in the network.

Platform

Market Position

What They Cannot Provide

Global Lifestyle OS Advantage

Sollis Health
USA - NYC, LA, Miami, DC
- 2417

MDVIP
USA - 3,800+ physicians -
National

WorldClinic
USA - Global Remote
Medical

US luxury concierge medicine
#1. 24/7 ER-level access.
Members-only. Unlimited
urgent and emergency visits.
On-site MR, CT, ultrasound,
X-ray.

US concierge primary care
network #1. 3,800+ physicians.
Annual membership. More time
per patient. Preventive focus.

Global telemedicine for UHNWI
travelers. 24/7 physician
access by phone/video.
Personalised medical kit
shipped to client.

Fixed clinic locations only. Cannot follow
the client internationally. No FBO
integration. No medical air evacuation

coordination. No in-flight medical capability.

Client must travel to Sollis.

US-only. Fixed local physician. If the client
travels internationally, their MDVIP
physician is not accessible in person. No
emergency capability. No imaging on-site.
Primary care only.

Remote only — no physical presence.
Cannot perform procedures, imaging, or
physical examination. Relies on local
providers for hands-on care — with no
control over their quality.

The GLO FBO Hub medical layer
brings Sollis-quality care to the client's
arrival point — globally. The physician
meets the aircraft, not the other way
around.

MDVIP provides the primary care
physician at home. GLO provides the
medical continuity on the road — at
every hub, on every journey, in every
country the client visits.

WorldClinic's remote model is
powerful. The GLO FBO Hub adds the
physical layer — on-site physician,
imaging, and hands-on capability — at
every hub location in the network.
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Sollis Health is the best in-person luxury medical experience. WorldClinic is the best global remote medical service. The Global Lifestyle
OS FBO Hub is the physical medical infrastructure that neither of them can build — embedded in the client's arrival point, everywhere.

& Partnership Potential
Partnership Potential: Sollis Health as a GLO medical partner in US hub cities. WorldClinic as the remote medical layer for international
destinations. MDVIP physicians as the primary care anchor within the GLO health record system. Together, these three form a complete

global medical infrastructure around the GLO member.
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Sector 07 — Companion & Cargo Logistics

PetRelocation - AirPets International

The companion animal logistics sector exists because commercial aviation makes pet travel a bureaucratic ordeal. Delta and United banned

pets from cargo holds in 2026. The Global Lifestyle OS treats companion logistics not as a problem to solve, but as a service that flows

naturally from private jet operations — the companion travels in the cabin, not in the hold.

Platform

Market Position

What They Provide

What They Cannot Provide

Global Lifestyle OS

Advantage

PetRelocation
USA - Online Pet
Relocation Leader

AirPets
International
IPATA Certified -
US & International

Online market leader
for international pet
relocation. End-to-end
logistics and regulatory
compliance. Digital-first
model. Corporate
relocation partnerships.

Top 3 market share
globally with AirPets
International, Happy
Trails, PetRelocation
Specialises in large
animal and exotic pet
transport.

International pet import/export
documentation. Customs

compliance. Carrier coordination.

Multi-country moves. Corporate
HR integration for employee
relocation.

IPATA-certified handling. Large
and exotic animal expertise.
International documentation.
Door-to-door service. Airline-
compliant crating. AirPets serves
the commercial market.

Dependent on commercial airline
cargo holds (now banned at
Delta, United 2026). Pet travels
in cargo — separated from
owner. No private aviation
integration. No luxury standard.
Pets experience stress from
separation and cargo conditions.

Commercial cargo hold transport
— separated from owner.
Dependent on airline cargo
capacity. No private jet service.
No luxury companion travel.
Cargo is cargo.

GLO clients' companion
animals fly in the cabin on
the private jet — beside the
owner, at all times.
PetRelocation manages the
logistics of separation. GLO
eliminates the separation
entirely.

GLO companion logistics
includes pets, high-value
artwork, confidential
corporate cargo, and lifestyle
goods — all travelling with
the owner, on the private jet,
in the cabin. GLO serves the
premium integrated market.

55



Delta and United banned pet cargo in 2026. For GLO members, their companion has always been in the cabin. This is not a logistics

upgrade. It is a different philosophy.

& Partnership Potential

Partnership Potential: IPATA-certified operators like AirPets and PetRelocation handle the commercial cargo tier. GLO handles the private jet
companion tier. No overlap — different markets, different service models, potential referral relationship for clients who cannot yet afford private

aviation but are growing toward it.
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Sector 08 — International Education

Nord Anglia Education - GEMS Education - Inspired Education

The world's leading international school groups have built extraordinary educational institutions. Their model is built around the campus. The

Global Lifestyle OS is built around the student — wherever the student is.

Platform

Market Position

What They Cannot Provide

Global Lifestyle OS Advantage

Nord Anglia
Education

Founded 1972 - HQ
Hong Kong - Global #1

World #1 international school
group. 81 schools, 36 countries.
51 ranked 'Most Popular'
internationally (2025). Largest IB
Diploma provider since 2021.
MIT, Juilliard, IMG Academy
collaborations.

Fixed campus only. Education stops
when the family moves. No continuity
platform for mobile families. No Al tutor
that travels. No visiting teacher model.
Transfer between Nord Anglia schools is
possible — but curriculum disruption is
not eliminated.

GLO builds the school that follows the
student. These are not competitors — they
are different philosophies. GLO's 26-year
US elite private school network creates the
same university pathways, without the
campus dependency.

GEMS Education
Founded 1959 - Dubai
- Middle East & Asia #1

Middle East and Asia's #1
international school group. 60+
countries. Broadest curriculum
range. Dominant in UAE, Saudi
Arabia, India.

Fixed campus model. No continuity for
globally mobile families. Education is
institution-centric, not student-centric. No
Al-native curriculum. No mobile learning
infrastructure.

GEMS dominates the Gulf and India
physical market. GLO enters India not by
building campuses to compete with GEMS
— but by offering what GEMS cannot:
education that follows the family globally.

Inspired Education
Founded 2013 -
London - Europe &
Americas

110+ premium schools. Europe,
Latin America, Africa, Asia.
Backed by Neuberger Berman.
Premium day and boarding
schools.

Fixed campus. No mobile learning
platform. No Al curriculum. No visiting
teacher service. The boarding model
treats global mobility as a reason to
leave the child behind.

Inspired's boarding model separates the
family so the child can continue education.
GLO reunites the family — keeping the
child with the parents while the education
continues at the same standard.
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Every international school group in the world is built around a campus. The Global Lifestyle OS is built around the student. The 26-year
US elite private school network provides the accreditation, university pathways, and curriculum authority. The Al platform provides the

mobility.

¢ Partnership Potential
Partnership Potential: Nord Anglia, GEMS, and Inspired can serve as GLO FBO Edu-Base physical campus partners in their regions —
providing accreditation and facilities while GLO brings the mobile UHNWI family that their fixed-campus model cannot retain. Each partner

gains a new revenue stream from clients they currently lose to attrition when families relocate.
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The Master Summary — What Nobody Does

Platform Aviation Property | Transport Concierge Food | Medical Pet/Cargo Education

NetJets v — — — — — — —
Vistadet v — — — — — — —
Flexjet v — — — — — — —
Airbnb — Vv
Sotheby's — v _ _ _ _ . .
Four Seasons — J

Uber Black — -
Blacklane — -
Quintessentially — — _
Knightsbridge — — —
Goldbelly — — — —

FreshDirect — — — —
Sollis Health — —_ — — —
MDVIP — — — — —
WorldClinic — — — — -

SEENEEN
|
|

PetRelocation —_ — — — — _

AirPets — — —_ — _

Nord Anglia — — — — — — —
GEMS Education — — — — — — —

NIENIEN

Inspired Edu — — — — — — —

GLOBAL LIFESTYLE OS v v | v v v | v v

«
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VistaJet flies to 96% of the world's countries. NetJets operates 780 aircraft. Sotheby's sold $182 billion in luxury property in 2025.
Quintessentially has 1,500 concierge specialists. Nord Anglia runs 81 schools. Sollis Health operates 24/7. Every one of them is a

leader. Every one of them stops at their domain's edge. The Global Lifestyle OS starts where they stop.
— Global Lifestyle OS - Competitive Analysis - 2026

Every competitor in this analysis does one thing. The Global Lifestyle OS does all eight — coordinated as a single, seamless experience
for the globally mobile client. This is not a feature advantage. It is a structural position that no single-sector leader can replicate.
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12 Physical Al Integration — The Staff Who Never Leaves

The fundamental promise of Global Lifestyle OS is consistency of standard across all geographies. Physical Al makes that promise
structurally achievable for the first time. A UHNWI family moving between Honolulu, Geneva, and Singapore no longer needs to find,
vet, train, and manage new household staff at each location. The standard travels with them — embedded in the platform.

Market Intelligence — 2026 Deployment Reality

The humanoid robot market crossed a critical commercial threshold in 2025-2026. Key milestones:

Platform / Deployment Verified Commercial Achievement

Figure Al / BMW Figure 02 assisted in producing 30,000+ BMW X3 vehicles over 10 months. 90,000+ metal components moved.
1,250+ operating hours. Millimetre-level positioning accuracy confirmed by BMW.

Boston Dynamics Atlas CES 2026 Best Robot. Production deployment at Hyundai Metaplant Georgia commenced January 2026. 56
degrees of freedom. 6’3" height. All 2026 units fully committed.

1X Technologies NEO World’s first consumer household humanoid. $20,000 purchase or $499/month subscription. 66 Ibs, lifts 150 Ibs,
22dB noise level, 22 DoF hands. WiFi/BT/5G. US home deliveries commenced 2026.

Agility Robotics / Toyota 100,000+ warehouse totes completed at GXO. RaaS agreement with Toyota Motor Manufacturing Canada for

RAV4 production. 7+ commercial units active.

Sources: Figure Al / BMW Group Commercial Deployment Report 2025 - Boston Dynamics CES 2026 Press Release - 1X Technologies NEO Product Page 2026 - Agility
Robotics / Toyota Canada RaaS Agreement - Humanoid.press May 2026

Market Size Projections

Goldman Sachs $38B by 2035 Industrial + personal assistance convergence
Morgan Stanley $5 trillion by 2050 1 billion+ units; mass deployment
MarketsandMarkets $15.26B by 2030 39.2% CAGR; personal assistance leads
Fortune Business Insights $165B by 2034 50.6% CAGR,; Asia Pacific dominance

Bank of America 1M units/year by 2030 Price: $35K (2025) — $17K (2030)

Grand View Research 31.6% share: personal assistance Largest segment by revenue 2024

Sources: Goldman Sachs Humanoid Report 2025 - Morgan Stanley Robotics Outlook 2025 - MarketsandMarkets Humanoid Market Report 2025 - Bank of America Robotics &
Al Investment Report 2025 - Grand View Research 2025
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GLO Physical Al Integration — Platform-Agnostic Deployment

GLO integrates Physical Al across five domains: (1) Household Operations — kitchen, cleaning, laundry, guest service; (2) Security —
24/7 perimeter monitoring, visitor management; (3) Logistics — baggage handling and asset management at FBO hubs and residences,
integrated with the Companion Logistics platform; (4) Children’s Learning Assistance — homework support and routine management
aligned with The Finest School Fluid Campus curriculum; (5) FBO Hub Terminal Operations — the Agility RaaS model applied to GLO
FBO network logistics. Hardware selection is platform-agnostic: 1X NEO for quiet residential environments, Boston Dynamics Atlas for
FBO hub operations, Figure 03 for premium household management.

“A human butler stays in London. A Physical Al butler follows you to Singapore.” — Global Lifestyle OS Physical Al
Framework 2026
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13 The GLO Community — Where Equals Find Each Other

For centuries, elite community was defined by address. The right neighbourhood, the right school, the right club — entry gated by
property, and belonging dependent on permanent physical presence. The Al era dissolves geography. For the first time in history, a
global community of verified equals can form not around an address, but around a way of living.

The Structural Shift — Why the Address Model Is Failing

UHNWI Population 510,810 individuals (net assets $30M+) globally — controlling $59.8 trillion, = Altrata World Ultra Wealth Report
up 6.7% in 2025 2025

Millionaire Migration 142,000 millionaires relocated in 2025 — the highest ever recorded. Henley & Partners Private Wealth
165,000 projected for 2026 Migration Report 2025

Multi-Residency Standard 3—4 residences is now the UHNWI standard. Single-location community is  Haute Living / Knight Frank Wealth
structurally incompatible with this lifestyle Report 2025

Family Office Growth $14 trillion+ controlled by family offices globally. Singapore family offices: Social Life Magazine / MAS Statistics
5x increase 2017-2022 2025

Economic Connectedness Harvard economist Raj Chetty confirms: economic connectedness predicts = Harvard / Raj Chetty Social Capital
adult income mobility better than almost any other measurable factor. Research 2025

Cross-class peer relationships increase adult income by 20% on average

The Boarding School Insight — Why Elite Parents Already Understand This

The most revealing insight into UHNWI community logic is found in school selection. Sociologists confirm that students at elite boarding
schools consistently refer to the school as a “family.” Significant numbers of elite boarding school graduates enter the political upper
class or join the financial elite in international banking and venture capital. Research combining NYU, Princeton, Yale, and University of
Chicago data confirms that elite college attendance increases children’s likelihood of elite school attendance, high-status peer groups,
and high-status neighbourhoods — regardless of academic achievement. Social capital compounds across generations more reliably
than financial capital.

Source: Barrios-Fernandez, Neilson, Zimmerman — NYU / Princeton / Yale / Chicago — SSRN May 2025 - Spear’s Schools Index 2026
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The GLO Community Model — FBO Hub as Community Infrastructure

The GLO FBO hub is not a transit point. It is the clubhouse. Every GLO member arrives at an FBO greeted with the same standard.

They encounter families who chose the same platform — sharing the same values, the same educational priorities, and a broadly

equivalent economic standing. Over time, the FBO network becomes what Kensington or the Peak was for previous generations — but

without geographic constraint. A member who lands in Honolulu, then Geneva, then Singapore, then Dubai encounters the same

community at each stop.

GLO member children share The Finest School Fluid Campus, physical and arts coaching networks, and FBO lounge experiences.

They grow up knowing each other across borders, languages, and cultures — forming exactly the peer network that elite boarding

schools were designed to create, but without the geographic limitation of a single campus.

m Address-Based Community GLO Community

Entry Criteria

Community Continuity

Peer Network

Children’s Network

Economic Power

Status Definition

Property ownership at extreme cost ($10-50M+)
Dissolves when you travel or relocate

Local only — Singapore peer doesn’t know Monaco
peer

One school, one city, one culture

Geographically fragmented

Real estate — a depreciating social asset in the
mobility era

Lifestyle standard and values — portable across
every geography

Travels with you — every FBO, every city, every
continent

Every member connected through the same shared
infrastructure

Peers across 5+ countries — the most valuable
network in the world

Globally unified — grows with every new member
geography

How you live — a permanently appreciating social
asset

“Small in number. Boundless in economic power. A GLO community of 500 verified global families controls more economic

power than a neighbourhood of 50,000 — and is infinitely more cohesive.” — GLO Community Framework 2026
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14 Physical & Arts Education — The Body, The Senses, The Irreplaceable Human

In the age of artificial intelligence, the most paradoxical truth emerges: the skills that cannot be automated are precisely those the

traditional school system was designed to marginalise. Physical excellence, artistic sensibility, and embodied creativity are not
extracurricular luxuries — they are the core competitive advantage of the next generation.

The Al Era Paradox — Why Physical and Arts Education Matter More, Not Less

WEF Future of Jobs 2025

WEF Human Skills

New Jobs Created

Deloitte Research

Physical Activity & Academics

Diversity of Activity

39% of core worker skills will be disrupted by 2030. Creative thinking
ranked the single fastest-rising skill globally — #1 priority across all 22
industries surveyed.

Top 5 most Al-resistant skills: resilience & agility, creative thinking,
craftsmanship & manual dexterity, sensory processing, empathy — all
rooted in physical and artistic experience.

78 million net new jobs by 2030 (170M created, 92M eliminated). Roles
requiring human-centric, physical, and creative skills will be
disproportionately represented.

Organisations investing in human capability development were 1.8x more
likely to report better financial results than peers focused exclusively on
technical automation.

2025 study of 458 adolescents confirms direct positive association between
physical activity and academic achievement, mediated through improved
self-concept and health. Pathway: activity — self-concept — health —
performance.

Diversity of physical activity — not any single sport — drives the greatest
cognitive and psychological benefits. Duration and diversity of activity are
associated with greater resilience to anxiety, depression, and hostility.

World Economic Forum - Future
of Jobs Report 2025 - 1,000
employers, 55 countries

WEF Future of Jobs Report 2025

WEF Future of Jobs Report 2025

Deloitte Human Capital Trends

Report 2025

Pan, Zhang & Xu - Scientific

Reports - Nature - 2025

Frontiers in Psychology - 2025
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The TFS Physical Programme — Any Sport, Any Art, Best Verified Coach

Traditional international schools are constrained to whatever facilities exist on their campus. One gym. One field. One pool. The Finest
School removes that constraint entirely. We connect each student to the optimal coach, facility, and programme — wherever they are in
the world — through our FBO-hub network and local partner infrastructure.

Sports covered include: tennis, golf, swimming, basketball, football/soccer, martial arts, equestrian, and any student-defined sport where
a verified coach can be found. Arts disciplines include: music, visual arts, K-pop and contemporary dance, ballet and classical dance,
drama, creative writing, photography and film, and cultural arts. Every coach undergoes three-layer verification: professional credentials,
criminal background check, and verified health status.

Lessons are delivered at the most appropriate location: the family residence (if equipped), the FBO hub facility, or the best local partner
venue. Online delivery covers theory, composition, and skills portable across digital formats — ensuring educational continuity during
travel or relocation periods.

Sources: World Economic Forum Future of Jobs Report 2025 - Pan, Zhang & Xu, Scientific Reports (Nature) 2025 - Liu, Xin & Zhang, Frontiers in Psychology 2025 - Viskari et

al., Scandinavian Journal of Medicine & Science in Sports 2025 - Journal of Integrated Arts Education Vol.1 No.1, 2025 - Generative Al in Art Education Systematic Review,
MDPI Education Sciences 2025

“We are not building artists and athletes. We are building the human beings that machines cannot become.” — The Finest
School - Physical & Arts Education Framework 2026
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15 Global Wealth Migration — Infrastructure for the World That Is Moving

In 2025, a record 142,000 millionaires left their home countries — the largest voluntary transfer of private capital in modern history. In
2026, that number is projected to reach 165,000. They are not simply moving. They are moving their entire lives. And the question is no
longer whether to go. It is whether the infrastructure exists to take everything with them.

Source: Henley & Partners Private Wealth Migration Report 2025 - Harvey Law Corporation 2026

Global Wealth Flow — 2025 Data

-16,500
China -15,200
India -3,500
South -2,400
Korea
France -800

Germany —400
UAE +9,800
USA +7,500

Singapore +3,500
Switzerland = +2,200

Non-dom abolition (April 2025), IHT reform, CGT rise. Dubbed ‘Wexit.” London prime

property fell 2.5% YoY. Largest single-year wealth exodus ever recorded in any country.

“Common Prosperity” regulatory crackdowns, heightened scrutiny of entrepreneurs,

reduced personal freedoms. Decade-long structural trend. 91,000 left 2000—-2014 alone.
Quality of life, children’s education access, second passport demand. Education and peer

network for children is the primary driver.

December 2024 martial law declaration by President Yoon triggered constitutional crisis.

Political uncertainty and economic volatility accelerating outflow.
Wealth tax, political instability. First-ever net HNWI loss for France.

Exit tax regime, business uncertainty. First-ever net loss.

Zero income tax, 10-year golden visa, world-class infrastructure. World’s #1 wealth
destination.

Business opportunity, Florida/Texas no-tax states.

Rule of law, political stability, education, Asia’s financial hub.

Political neutrality, forfait taxation for qualifying UHNW foreign nationals.

UAE -Switzerland -
Italy - Singapore
Singapore - Japan -
Thailand - Australia
UAE - UK -
Singapore -
Australia

UAE - Singapore -
Japan

Monaco -
Switzerland - UAE
Switzerland -
Austria - UAE

Source: Henley & Partners Private Wealth Migration Report 2025 - SuperPrime Global Wealth Migration Analysis 2025 - SCIRP Wealth Migration Study 2026
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The Real Cost — Moving Money vs. Moving Life

Wealth migration statistics count who moves. They do not measure the disruption that movement creates — broken routines, uprooted
children, collapsed household infrastructure, lost community. An investment migration consultant gives you legal status in a new
country. It does not give you a life there.

Disruption Category The Reality of Relocation

Children’s Education #1 concern across all wealth migration surveys. Finding a school of equivalent quality, with the right peer group, in the
right city, is often impossible. Families compromise — and compromise costs more than money.

Household Staff The chef, housekeeper, and security team stay behind. In the new city, recruiting, vetting, and training starts from zero
— while simultaneously managing a business relocation.

Community UHNWI families leave behind the social infrastructure of decades. In the new city, they start as strangers. Without the
right platform, they remain strangers.

Legal Residency Golden visa and residency-by-investment demand at all-time highs globally. Legal status is the first step. Operational
infrastructure is what makes that status liveable.
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GLO — Not Just Migration. Relocation of Life.

An investment migration firm provides legal status. The moment you land, you are on your own — finding schools, hiring staff, rebuilding

a social life, managing properties across jurisdictions. Global Lifestyle OS is the platform that fills that gap entirely. Not migration.

Relocation of life.

GLO Service What It Provides

Legal Residency Processing

Residency Options Available

Private Aviation

Education Continuity

Household Infrastructure

Community

GLO connects members with vetted, jurisdiction-specific legal counsel in every destination country. Temporary
residency, business residency, investor visa, and permanent residency — processed through the optimal legal
pathway for each family’s profile, in the shortest timeframe the law of that jurisdiction permits.

Temporary residence permits (2—8 weeks), business/investor visas (4—12 weeks), golden visa programmes (4—
16 weeks), permanent residency (6—24 months), citizenship by investment (3—12 months). Selected in parallel
with the life relocation, not sequentially after it.

When the decision is made, GLO private aviation provides direct access to the destination on the family’s
timeline — not a commercial carrier’s. FBO-to-FBO, with companion logistics handling everything that travels
with the family simultaneously.

The Finest School Fluid Campus ensures the same academic continuity, peer network, and educational
standards travel with the family — whether relocating from Dubai to Singapore to Geneva. Children’s education is
never the reason not to move.

Physical Al-integrated household management ensures the standard of living at the destination is already in
place before the family arrives. No recruitment, no training, no compromise period.

GLO members arrive in any network city not as strangers, but as members of a known community. The social
infrastructure that would take years to build is already in place on arrival.
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GLO Destination Network — Legal Residency Coverage

UAE 10-Year Golden Visa. Zero income tax. No minimum stay. Full family inclusion. UAE Federal Authority for
GLO Dubai FBO hub. Phase | primary market. Identity - Henley & Partners
2025
Singapore Global Investor Programme (GIP) — permanent residency for qualifying investors.  Singapore Economic
GLO Phase | INDUS-MATRIX corridor anchor. Development Board - MAS 2025
Switzerland (NEO- Forfait taxation — fixed annual tax negotiated regardless of actual income. GLO Swiss Federal Tax
GENEVA) Phase Il NEO-GENEVA anchor. Administration - Knight Frank
2025
Japan Business Manager Visa and Highly Skilled Professional pathway. Top destination Japan Immigration Services
for Chinese UHNW!I migration. Agency - Henley Asia 2025
Hawaii / USA EB-5, O-1, and investor visa pathways. GLO Phase Il Hawaii MasterPlan. Full US USCIS - GLO Hawaii
legal infrastructure. MasterPlan 2026
Korea GLO Phase | operational anchor. Private aviation hub, education services, platform GLO Phase | Framework 2026

management. PrivateJets.kr entry point.

Sources: Henley & Partners Private Wealth Migration Report 2025 - UAE Federal Authority for Identity - Singapore EDB - Swiss Federal Tax Administration - Japan Immigration
Services Agency - USCIS - Knight Frank Wealth Report 2025

“The world is moving. The question is whether you have the infrastructure to move with your life intact. GLO is that
infrastructure.” — Global Lifestyle OS 2026
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16 Mission-Based Learning — The Student Who Writes the Textbook

The Finest School's Mission model is the most significant structural departure from conventional elite education. From Grade 4 through
graduation — nine years — every student executes one real-world Mission per year: choosing a field from any domain (culture,
economy, technology, environment, sport, arts, science, religion, or any other), travelling to the relevant location, conducting original
research and interviews, and producing a published book and documentary film. The Mission is not a school project. It is a body of work
— with the student's name on it, presented to a global audience.

The Research Foundation — Why This Model Produces Superior Outcomes

Research / Evidence
Harvard Al Tutor Study -
2025

WEF Future of Jobs
2025

CoSN K-12 Innovation
2026

Academy Award
Precedent

Finding & GLO Application

194 undergraduate students. Crossover randomised controlled trial. Al tutoring
condition vs. active classroom instruction. Al tutor group learned more than twice as
much in less time. Students reported significantly higher engagement, motivation,
and satisfaction. GLO deploys this model as the foundational educational tool —
personalised, continuous across locations, integrated with every Mission.

Creative thinking ranked #1 fastest-rising skill globally across 1,000 employers in 55
countries. 39% of core worker skills will be disrupted by 2030. The skills that cannot
be automated are those developed through creating, not consuming. The Mission
model is the most direct educational response to this finding.

130+ global educational experts identify the shift from recall-based to creation-
based assessment as the defining change in elite education in 2026. The Mission
model is not a future aspiration. It is the current implementation of what the world's
leading educational thinkers are converging on.

'Period. End of Sentence.' — produced by high school students, documenting
period poverty in India — won the Academy Award for Best Documentary Short
Subject. Students travelled, researched, interviewed, filmed, and edited a work of
genuine public impact. The Finest School Mission creates the conditions for exactly
this — for every student, every year.

Kestin, Miller et al. - Harvard
University - Nature Scientific
Reports - June 2025

World Economic Forum - Future
of Jobs Report 2025

CoSN 2026 Driving K-12
Innovation Report - February
2026

Academy Awards 2019 -

Educational Documentary
Research - FETC 2025
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The Nine-Year Mission Journey — Grade by Grade

Year / Age Profile & Output

Grade 4 - Discovery First country or region outside home. Parents fully involved. Al tutor handles research framework. lllustrated

Age 9-10 narrative book 20-30 pages. Presented to family and TFS peer group.

Grade 5-6 - Exploration Student-chosen field. First interview project — three real people outside the family. First documentary footage.

Age 10-12 Book 40-60 pages, short film 8—12 minutes. International peer audience.

Grade 7-8 - Investigation Topic with an argument — student must take and defend a position. First expert sources. US elite school

Age 12-14 mentor introduced. Book 60—-90 pages. Documentary 18—25 minutes. Virtual symposium presentation.

Grade 9-10 - Contribution Work must add to the public record. Original interviews with significant figures. Student begins building their

Age 14-16 own professional network. Published work made available publicly if elected. University admissions integration
begins.

Grade 11-12 - Authority Student is the expert. Topic chosen entirely by them. Methodology is their own. Al tutor operates as research

Age 16-18 assistant. Capstone work stands alongside professional publications. Presented to universities, networks, and
the public.

What the Mission Produces — For the Student and the Family

The Mission's outcomes are specific and measurable. For university admissions: a student who arrives at Harvard, Oxford, or the
University of Tokyo with nine published works — spanning nine fields and countries — presents an application that no conventional
school programme produces. For talent development: by graduation, the student has spent nine years discovering what they love and
what they are excellent at — through doing, not through aptitude testing. For cultural intelligence: fieldwork in multiple countries, at any
depth level, produces a cultural fluency that no classroom course can replicate. For the parent: the Mission delivers what elite boarding
schools attempt — peer network, character formation, and life experience — at global scale, personalised to each child, and visible in
every published work the child produces.

Why Only the GLO Platform Can Deliver This

The Mission model requires infrastructure that no single school can build: the ability to be in different places in the world with
educational continuity, access to international expert mentors, publication support, and a global peer audience. GLO member families
already possess this infrastructure as a natural feature of their lifestyle. The mobility is their default. The FBO network is their
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operational base. Physical Al household management means parents are not consumed by logistics — they are present with their
children. The 26-year US elite private school network provides mentors who are already in relationship with The Finest School. The
Mission is not an additional programme. It is the natural educational expression of a life already designed around curiosity, mobility, and
the belief that the world is the classroom.

Sources: Kestin, Miller et al., Harvard University, Nature Scientific Reports, June 2025 - WEF Future of Jobs Report 2025 - CoSN 2026 Driving K-12 Innovation Report -
Academy Awards 2019 Documentary Research - FETC 2025

"By graduation, a Finest School student has nine published works — nine subjects, nine countries or fields, nine books and
documentaries. A portfolio that no university admissions office has seen before. And a person who built it themselves." —
The Finest School - Mission-Based Learning Framework 2026
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17 Al Without the War — The Friction-Free Platform

Every industry integrating Al is simultaneously managing a conflict with its existing workforce. The Uber precedent demonstrated the
template: rapid platform disruption of an existing workforce produces years of legal battles, regulatory resistance, political pressure, and
social friction — consuming capital and management attention at scale. Al is the same dynamic, at a magnitude that makes Uber look
like a preview. Global Lifestyle OS is structurally exempt from this conflict — not by avoiding Al, but because the platform was designed
from inception around Al integration, with no legacy workforce to displace.

The Scale of the Al Labour Conflict — 2026 Data

Metric / Event

40%

92%

WGA - SAG-AFTRA

Physical Escalation

Google DeepMind

Of global workers are anxious about Al displacement in 2026 — up from 28% in 2024. A
43% increase in two years, translating directly into union demands, strike authorisation
votes, and political mobilisation across every developed economy.

ProPublica Guild strike authorisation vote, March 2026 — the first US newsroom strike
explicitly over Al protections. Demand: contractual prohibition on Al-related layoffs.
Simultaneously: NYT union calls Al policies 'woefully inadequate'; AP union alleges
company ignored Al bargaining requests.

Hollywood strikes of 2023 — 148 days (WGA) and 118 days (SAG-AFTRA) — established
Al as a primary industrial relations issue. Both unions won contractual Al protections. Both
set the template that unions across every other industry are now following.

April 2026: Al backlash shifts from industrial action to physical threats in multiple US cities
following Block's 4,000-person Al-justified layoff. Political response: candidates propose 'Al
Dividend' redistribution frameworks. The conflict has moved from labour relations to political
and social instability.

May 2026: Google DeepMind workers in the UK vote to unionise — not over wages, but
over Al deployment ethics and military contracts. When the engineers building the Al
organise against how it is deployed, the structural tension has reached its deepest level.

Mercer Global Talent
Trends Report - CNBC -
2026

Nieman Journalism Lab -
Poynter - The Objective -
March—April 2026

Yale Journal on
Regulation - Labour Notes
- 2025-2026
UnboxFuture Analysis -
April 2026 - Labor Notes -
March 2026

Fortune - May 2026
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The Root Cause — Why Conflict Is Structurally Inevitable for Others

The Al labour conflict is not a communication or change management failure; it is a structural condition. Al capability is being imposed

onto a workforce architecture not designed to receive it. Technology arrives faster than the legal, regulatory, and social frameworks that

protect the existing workforce, producing rational, organised, and expensive resistance. While the Uber conflict, confined to one industry

in one market, cost hundreds of millions over eight years, Al’s impact is cross-industry and global.

The GLO Structural Exemption — Sector by Sector

GLO Sector Industry Conflict Pattern GLO Structural Advantage

Education -
The Finest School

Private Aviation

eVTOL -

Urban Air Mobility
Autonomous EV -
Ground Mobility
Physical Al -
Household & FBO
Resort & Property

Logistics - Medical
- Security

High; teachers' unions resist Al; extreme political
sensitivity..

Medium; pilot unions resist autonomous flight.
Near Zero; new market category.

High; 3.5M US truck drivers resist.

Emerging; unions resist humanoid robots.

Medium; hospitality strikes over Al roles.

Sector-dependent; associations resist.

Partners with US elite private schools; providing what they cannot
build. Zero displacement.

Operates at premium end; Al enhances safety/service, not workforce
reduction.

Integrates from commercial launch; cleanest Al integration
environment.

Premium segment is separate from mass-market conflict; consent-
based.

Deploys into UHNWI residences; outside mass-market displacement
regulations.

Premium properties partner for mutual benefit; enhances experience
without displacement.

Deploys Al to enhance verified specialist performance; enhancement
model throughout.

Sources: Mercer Global Talent Trends 2026 - Nieman Journalism Lab March 2026 - Poynter April 2026 - Yale Journal on Regulation 2026 - Labour Notes March 2026 -
UnboxFuture April 2026 - Fortune May 2026
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The Competitive Advantage of Structural Friction Immunity

The Al labour conflict is not merely a social issue. It is a business risk of measurable magnitude — consuming capital, management
attention, regulatory goodwill, and deployment speed in every industry it touches. GLO's structural immunity to this conflict produces six
compounding competitive advantages: (1) Deployment Speed — GLO deploys Al capabilities while other industries spend years in
regulatory battles; (2) Capital Efficiency — the legal, lobbying, and reputational management costs that consumed hundreds of millions
at Uber are not present in the GLO model; (3) Political Risk Minimisation — GLO operates in a market segment structurally outside the
political conversation about mass workforce displacement; (4) Talent Attraction — the best Al professionals are choosing employers
based on deployment ethics; GLO's enhancement model is precisely what they are looking for; (5) Reputational Resilience —
companies seen to have displaced workers at scale will carry reputational damage that compounds; GLO is positioned on the right side
of the historical narrative; (6) First-Mover Without Friction — first-mover advantage usually offset by friction costs; GLO is a first mover
who does not pay those costs.

"The most significant competitive advantage in the Al era is not having the best technology. It is having the structure that
allows the best technology to be deployed — without the war that stops everyone else." — Global Lifestyle OS - Structural Al
Integration Framework 2026
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18 Current Status & Next Steps

Currently Operational

« Private jet service operating in Korea and Asia Pacific

« In negotiation with US elite private schools for the educational design that forms the most critical foundation of the Global Lifestyle OS
master platform launch

- USA Top 25 - Europe Top 50 private jet airport FBO analysis — acquisition, partnership, and co-operation structure design in progress

Design & Negotiation in Progress

« Al Era International School platform basic design complete — optimal school partner selection and negotiation in progress
« Property OS optimal partner selection and negotiation in progress

« Companion Logistics optimal design in progress

«  World-class resort collaboration framework design in progress — mutual win-win strategic basis

« Korean regional airports facing operational difficulty — design and negotiation for use as core hubs in progress

Global Expansion in Progress

- Hawaii MasterPlan Phase Il being advanced in parallel with US elite private school negotiation progress

- Strategic MasterPlan for global market expansion in progress
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Get in Touch

We are currently moving to a new office to accommodate our growth.
We will update our location on our website soon.

Young Lee / CEO
t. Phone: +82 10-9988-1229

'@ Email: younglee@privatejets.kr

Website: www.privatejets.kr www.thefinestschool.com www.zzoah.com
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