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The definition of luxury is shifting. According to the World Luxury Chamber of Commerce, today's high-
net-worth travelers no longer measure luxury by marble lobbies or champagne service. They measure it 
by emotional richness and personal transformation. Virtuoso calls this the rise of "Mood Boarding," where 
advisors probe deeper into why clients travel, not just where. 

This shift creates both an opportunity and a problem. 

The opportunity: travelers want experiences that align with who they are at their core. The problem: the 
traditional discovery process was never designed to capture that depth. 

The Discovery Dilemma 

When a new client contacts a luxury travel advisor, the relationship typically begins with a discovery call. 
Industry standard is 30 to 45 minutes. In that window, an advisor might cover 25 to 30 questions: 
preferred destinations, budget parameters, travel dates, dietary restrictions, past trips they enjoyed. 

It is solid foundational work. But it barely scratches the surface of who someone is. 

Consider what a comprehensive lifestyle profile would actually require. How do you spend your mornings 
when nothing is scheduled? What pace energizes you versus exhausts you? Do you seek adventure or 
restoration? Are you drawn to solitude or connection? Do you process through activity or stillness? What 
role does food play in how you experience a place? How do you define privacy? What does "getting away" 
actually mean for you? 

These questions take time. Multiple conversations. Years of relationship building. The advisors who truly 
know their clients often describe their best relationships as spanning a decade or more. One advisor I 
came across describes clients she has "been booking for years," watching them evolve from honeymoons 
to babymoons to multi-generational family trips. That institutional knowledge is invaluable. 

But what about the new client who arrives next week, time-constrained and ready to book? 

Time as the Ultimate Luxury 

The research on high-net-worth and ultra-high-net-worth travelers reveals a consistent theme: time 
scarcity. According to Preferred Hotels & Resorts, affluent travelers average eight leisure trips per year, 
three of them international. These are not people with unlimited hours for intake conversations. 
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Capgemini's World Wealth Report found that 65% of HNWIs are concerned about the lack of 
personalized advice tailored to their changing financial situations. They want depth. They want someone 
who understands them. But the traditional process of building that understanding conflicts with their 
most constrained resource. 

The advisor is caught in a tension: deliver personalized service, which requires deep knowledge, in a 
timeframe that respects the client's calendar. 

This is where technology can play a different role than it typically does in travel. 

400 Data Points in 20 Minutes 

At Travelese, we built a lifestyle profiling system that captures over 400 data points about how someone 
travels, thinks, and experiences the world. Not destination preferences. Not bucket lists. Identity. 

If an advisor attempted to gather this same depth through conversation, the math is unfavorable. Even 
allocating just 30 seconds per data point (an optimistic estimate for meaningful discussion), that 
represents over three hours of pure dialogue. In practice, it takes years. Advisors build this knowledge 
incrementally, trip by trip, feedback session by feedback session. 

Our platform compresses that timeline. A traveler completes their profile directly, on their own time, 
articulating who they are across dimensions that typical questionnaires never touch. The result is a 
lifestyle fingerprint that would take a human advisor dozens of conversations to assemble. 

This is not about replacing the advisor. It is about giving them a head start that transforms the quality of 
their first interaction. 

Why Advisors Should Pay Attention 

I want to be direct about how we see the relationship between Travelese and luxury travel advisors: we 
are not competitors. We are infrastructure. 

The best advisors understand something that no algorithm can replicate. They read between the lines. 
They sense when a client says "relaxation" but actually needs structured activity to disconnect. They 
recognize life transitions and adjust recommendations accordingly. They bring judgment, taste, and 
relationship depth that technology cannot manufacture. 

What technology can do is accelerate the information-gathering phase so advisors spend less time 
asking baseline questions and more time doing what they do best: curating, advising, and delivering 
experiences that resonate. 

Imagine starting a client relationship with a completed Travelese profile in hand. Instead of spending the 
discovery call establishing basics, the advisor can open with: "I see you prefer mornings for active 
experiences and tend to seek restoration over adventure. Your profile suggests you value privacy highly 
but also want opportunities for meaningful local connection. Let me show you three properties that 
thread that needle." 

That is a different conversation. A more valuable one. For both parties. 



The Emotional Matching Gap 

Current travel technology, including AI-powered trip planners, largely operates on a destination-first 
model. Where do you want to go? When? What is your budget? 

The problem is that destinations do not guarantee emotional outcomes. Someone seeking restoration 
might book a beach resort and spend the entire trip anxious, staring at their phone, unable to disengage. 
The destination was correct on paper. The match was wrong at the level of how that person actually 
operates. 

Virtuoso's research highlights this disconnect. They describe how travelers often confuse what they want 
with what they need. A candlelit beach dinner might not be about the dinner at all. It might be about 
fostering connection or navigating a difficult conversation with a partner. The advisor who understands 
that distinction delivers something categorically different. 

Travelese profiles are built to surface these distinctions. We ask about emotional states, not just 
activities. We map how someone recharges, what overwhelms them, how they relate to novelty versus 
familiarity. This is lifestyle data that informs matching at a level most platforms never attempt. 

The Closed Ecosystem Advantage 

There is another dimension worth mentioning for advisors evaluating whether to incorporate Travelese 
into their practice: data integrity. 

The major platforms are moving toward AI agents that scrape, infer, and share traveler data across 
ecosystems. Some are now claiming intellectual property rights over AI-generated outputs, including trip 
itineraries. For advisors who have built their businesses on trust and confidentiality, this trajectory raises 
questions. 

Travelese operates as a closed platform. Traveler profiles are not scraped by third-party AI. They are not 
shared with advertising networks or used to train external models. The data stays within our ecosystem, 
powering matches between travelers and properties (and, increasingly, between travelers and the 
advisors who serve them). 

For an advisor, recommending that a client build a Travelese profile does not mean losing that client to an 
algorithm. It means gaining deeper insight while maintaining the relationship. 

A Tool, Not a Threat 

The luxury travel industry is consolidating around a recognition that emotional intelligence is the 
differentiator. Properties that understand this are investing in guest experience design. Advisors who 
understand this are asking better questions. The entire sector is moving toward what one industry report 
called "experiences that create emotional impact, authenticity, and cultural resonance." 

Technology should accelerate that movement, not fight it. 

We built Travelese to give both travelers and advisors something that did not exist: a structured way to 
capture lifestyle depth at the start of the relationship rather than the end. For travelers, it means better 



matches faster. For advisors, it means walking into that first conversation already knowing who they are 
talking to. 

The discovery call does not disappear. It evolves. It becomes a strategic conversation rather than an 
intake session. And that is where the real value of a great advisor shines. 

If you are a luxury travel advisor curious about what this looks like in practice, I would welcome the 
conversation. The travelers who need you most are often the ones with the least time to explain 
themselves. We can help bridge that gap. 

 


