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Key Findings Perfect.Live is a modern alternative to traditional concierge

services, serving 1,000+ high-net-worth individuals
and premier corporate partners across 127 countries,
with 51% based in the Eurozone, 14% in the US,

17% in MENA, and 13% in Asia.

The global UHNWI population has reached 713,626

and is projected to approach 1 million by 2031.
The broader HNWI segment now exceeds 22.5 million
people holding $86 trillion in combined wealth.

The global luxury concierge market is valued
(o]
at $7.8 billion in 2025 and forecast to reach $17.2 billion
by 2034.
$17.2 billion

$7.8 billion




Over the past two years, the share of Perfect.Live clients
managing active households across 3 or more countries
has grown from 18% to 47%.

When HNWIs can delegate anything, they delegate time
first. Five categories define where that delegation
concentrates: Mobility & Speed (34%), Travel Planning

& Itineraries (27%), Household & Personal Support (18%),
Events & Celebrations (13%), and Lifestyle Classics (8%).
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The average client in the core HNWI segment runs
$20,000-$50,000 in monthly spend through

the platform, covering flights, hotels, transfers, complex
itineraries, and last-minute requests as recurring
activity.

The fastest-growing vertical is corporate business

travel for senior executives, with GMV now exceeding
$500,000 per month.




Introduction

The primary residence is no longer one place. Nearly half

of Perfect.Live clients run active households in 3 or more countries
at once. Managing that complexity has become the defining
challenge of HNWI life in 2026.

According to the Knight Frank Wealth Report 2026, the global UHNWI

population (individuals with $30 million or more in assets) has reached

713,626, growing by 89 new UHNWIs every single day for the past
five years. By 2031, this group is projected to expand by another
32.9%, approaching one million people worldwide.

The broader population — individuals with $1 million or more

in investable assets — now exceeds 22.5 million globally, holding
combined wealth of over $86 trillion, and is projected to grow

by a further 28.5% by 2030.

Global Wealth Expansion

UHNWIs ($30M+) 713,626

New UHNWIs per day 89
Growth by 2031 +32.9%
HNWIs ($1M+) 22.5M
Combined wealth $86T
Growth by 2030 +28.5%


https://www.infront.co/global/en/news-and-events/news/wealth-management-trends-for-2026.html
https://www.knightfrank.com/research/reports/wealthreport#f5184698-2b9e-4c58-a986-b2fc4c27972b

This report draws on internal request data from Perfect.Live,

a modern lifestyle management platform serving 1,000+ This is the first edition of what Perfect.Live intends

HNWI clients across 127 countries — with 10 years as an annual publication. Year on year, we will update

of operational history and client relationships behind it. the statistics, track shifts between categories, and —
as the dataset matures — begin to identify meaningful
Clients 1,000+ longitudinal trends in how wealthy individuals structure

and delegate their lives
Countries 127

Operational history 10 years

Requests processed Thousands per month

Perfect.Live team handles thousands of requests every
month — and the patterns within that data offer a clear

answer to a simple question: what do HNWiIs delegate
The global luxury concierge market —

valued at $7.8 billion in 2025 and forecast to reach

when they can delegate anything?

$17.2 billion by 2034 — exists precisely because
of this constraint. e



Client Base & Methodology

This report is based on the analysis of internal Perfect.Live request
data aggregated across 2025-2026.

Our client base consists of individuals managing demanding
businesses and maintaining complex international lifestyles, including

* Entrepreneurs * Investors

» C-level executives * Public figures

We serve them directly and as embedded infrastructure for institutional

partners

* Private banks » Family offices  Premium real estate
agencies

* Wealth  Neobanks

management firms

The findings below reflect anonymized
request patterns and aggregated GMV —
the total value of services, bookings,
and acquisitions facilitated through
Perfect.Live on behalf of clients —
without disclosure of individual client
identities or transactions.



Client Geography A defining behavioral marker: nearly half
of our HNWI clients are frequent travelers,

moving between 3 or more countries per
quarter and often maintaining residences

Eurozone : R : :
in multiple jurisdictions. This profile shapes
the categories of delegation that dominate

United States our request flow — flights, hotels, transfers,
complex itineraries, and last-minute

MENA requests appear in almost every active client
account every month.

Asia

Rest of World

Source: Perfect.Live internal client data, 2025-2026.
Figures reflect share of active accounts by region g - > K



The Multi-Location Life:
A Defining Trend of 2026

The most striking pattern in our internal data is the structural change

in how they live that drives the volume and complexity of that delegation.

Over the past two years, the share of Perfect.Live clients managing
active households across 3 or more countries simultaneously
has grown from 18% to 47%.

These are clients maintaining parallel,
operational lives — properties that

are staffed, active, and regularly occupied —
across multiple jurisdictions at once.

This shift reflects forces that are now
well-documented — a record 142,000
millionaires relocated internationally

in 2025 — the highest figure ever recorded —
with projections of 165,000 for 2026.

142,000 — 165,000

millionaires relocated projected in 2026
internationally
in 2025

This shift reflects forces that are now
well-documented.


https://vellumfinance.com/en/global-perspectives/global-tax-residency-shifts-in-2026-why-high-net-worth-families-are-relocating-to-gulf-and-asian-jurisdictions/

Drivers of the Shift

&) Geopolitical Risk
<~ Post-Pandemic Lifestyle Shifts
te) Tax & Residency Policy Changes

Significant structural forces explain the acceleration:
Geopolitical instability since 2022 has pushed wealthy families to treat multi-
jurisdiction presence as risk management.

The pandemic years reshaped how HNWIs think about where they live:

long-term commitment to a single location gave way to fluid, multi-residence
arrangements — and operating from 2 or 3 homes at once became routine
at exactly the level of wealth where it had previously seemed unnecessary.

Tax policy has accelerated the shift further. The UK scrapped its

non-domicile regime, Italy revised its flat-tax structure, and the Gulf
expanded residency programs — collectively pushing more HNWI families

to establish formal tax residency in other countries.

A client maintaining homes in Dubai,
London, and the South of France needs
staff, local suppliers, and logistics
coordination in each location
simultaneously. Add a business

and children in school, and you have

a system that would overwhelm any
single household. The forces driving
this — conflicts around the world, tax
policy, a fundamental shift in how

people think about where they live —

are structural. They are not going away.

Dmitri Laush
CEO of Perfect.Live



https://www.chinatradingdesk.com/post/2025-china-high-net-worth-individuals-insight-report-luxury-travel-lifestyle-redefined
https://www.rossmartin.co.uk/overseas/7862-non-domiciled-individuals-the-new-proposals
https://www.goldenvisas.it/italian-flat-tax/
https://www.imidaily.com/mena/saudi-premium-residency-may-soon-open-paths-for-30m-net-worth-individuals-superyacht-owners/

What HNWiIs
Actually Delegate

Across our clients request volume, 5 clusters consistently dominate:

34%

27%

18%

13%

8%

Mobility & Speed

Travel Planning & Itineraries

Household & Personal Support

Events & Celebrations

Lifestyle Classics

Source: Perfect.Live client base, 2025-2026,
Share of request volume by category



Mobility & Speed (dominant cluster)

Private transfers, business jet brokerage, airport

fast-track, VIP meet-and-greet, priority access
to venues and high-demand events.

The unifying logic is time: HNWIs pay to skip
queues, eliminate waiting, and compress
logistics.

Many HNWI's now rotate between 3 or 4 global
hubs on short visits, keeping residences

and business interests in each. A typical week
involves arriving in one city on Tuesday,

two days of meetings, and a return to a second
residence by Friday. Aircraft and yachts have
become working environments as much

as travel assets. Wealthy clients are increasingly

willing to pay a premium for on-demand
flexibility over owning aircraft and crews
outright.

Travel Planning & Itineraries

End-to-end planning of trips: routes, restaurants, cultural programs,
day-by-day schedules. The ideal deliverable is a fully prepared
itinerary the person simply opens and follows, with every transfer,
reservation, and timing already confirmed.

A single trip often covers multiple countries, mixes business

with family time, and runs through different time zones, languages,
and visa regimes. Wealthy clients expect access to venues outside
standard booking channels such as closed-door restaurants, private
cultural visits. Pulling this together takes hours of supplier outreach
and reconfirmation that would otherwise land on the client's calendar.

Trip patterns are getting shorter and more frequent, with clients
preferring two- or three-day visits across several cities over longer
single-destination stays. Destinations that combine business utility
with cultural depth — Milan, the South of France, Lake Como,

the Alps, the new Middle Eastern hubs — account

for a disproportionate share of these itineraries.



Household & Personal Support

Premium staff vetting, household management across

international residences, pre-arrival preparations,

and turnkey relocations. For HNWIs running properties

in multiple jurisdictions, this category alone can absorb
dozens of hours per month if handled in-house.

A clear preference has emerged for leaner in-house
structures supported by external networks. Wealthy
families are keeping a small core team and outsourcing
the recurring operational layer to specialized partners.
The motive is the same as every other category: the client
stays involved at the level of decisions and outcomes,

not logistics.

Events & Celebrations

Birthdays, family gatherings, children's events,
engagement parties, private celebrations, alongside
access to closed-door establishments, invitation-only
summits, and high-demand cultural events. Two patterns
shape this category.

The first is scale: a single celebration may span multiple
countries, involve over a hundred guests, and require
months of coordination. The second is a shift from
ostentation to access — a quiet table at a closed venue
or a place at an invitation-only event matters more than
visible spending. Neither is something a client can manage
personally, even with a strong in-house team.



Lifestyle Classics

Sourcing items that money alone cannot quickly buy:
off-market timepieces, limited-edition goods, art, rare
collectibles, and one-off objects with no standard supplier chain.
The person provides intent — a piece for the dining room

that says something about Italian modernism — and his team
converts it into a focused set of options, secures access,

and delivers a finished outcome.

This category sits lowest on volume but carries the highest
decision weight per request and the deepest level of trust.

A single acquisition may involve private viewings, authentication,
negotiation, and cross-border logistics. Demand is shifting
away from branded accumulation toward objects with
provenance and cultural weight — vintage haute couture, rare
design pieces, fractional ownership of significant assets, works
by artists outside the major auction circuit.



Regional Differences

While the five categories appear in every region Perfect.Live serves, their relative

weight shifts significantly by geography. The patterns below reflect aggregate

request volume from Perfect.Live Eurozone, US, MENA, and Asia client cohorts.

Eurozone

United States

MENA

Asia

Events, dining, cultural
INEICEIES

Business travel, mobility,
efficiency-driven
requests

Large-scale celebrations,
premium retail, lifestyle
surprises

Outbound travel, family
programs, shopping
during trips

Long-form European itineraries; emphasis on
access to private cultural and culinary venues

High share of jet, fast-track, and last-minute
logistics; the highest request velocity per client

Highest average ticket per event; strong
outbound travel toward Europe

High share of complex multi-country itineraries
combining Europe and education-related
logistics

Beyond the dominant
categories, we also see

a long tail of rare and one-
of-a-kind requests: private
concert organization,
access to closed auctions,
sourcing of rare collectibles,
complex multi-jurisdiction
relocations, and bespoke
experiences with no off-
the-shelf supplier chain.



Budget Distribution

The distribution below reflects total client spend running through

Perfect.Live like travel, hotels, transfers, events, purchases —

not Perfect.Live service fees.

Monthly GMV

per Client

Under $10,000

$10,000 - $50,000

Over $50,000

Share of Clients

~15%

~55%

~30%

Profile

Episodic delegators; primarily
lifestyle and gift requests

Core HNWI segment; full delegation
across travel, events, household

UHNWI tier; continuous request flow,
multiple residences, dedicated team

The middle segment
is the operational core
of the market

$20,000 - $50,000

Monthly spend through

the concierge for the average client
in this bracket, covering flights,
hotels, transfers, complex
itineraries, and last-minute
requests as standard recurring
activity.



Emerging Trend: Corporate Business Travel

Fastest-growing vertical

$500,000+

Monthly GMV in Corporate Business Travel for senior executives

The growth reflects a broader market shift. Corporations are increasingly formalizing concierge
and executive lifestyle support as part of their senior talent strategies.

Corporate requests differ structurally from personal delegation — they are more predictable,
more contractually stable. But the operational pattern is the same: what gets delegated is everything
that sits between a decision and an outcome.
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Data in this report is aggregated and

2 4 I 7 anonymized across Perfect.Live's internal

request flow for the period 2025-2026.

1000+ | 127

Clients Countries

Operations

This is the first edition of what Perfect.Live

. : , intends as an annual publication. Year on year,
Perfect.Live is a 24/7 lifestyle management platform serving 1,000+

: : , we will update the statistics, track shifts
HNWI clients across 127 countries. The platform operates directly

: : : : : between categories, and — as the dataset
with private clients and as embedded infrastructure for private

, , matures — identify meaningful trends in how
banks, brokerages, and family offices.

wealthy individuals structure and delegate
their lives.



Thank You

For inquiries or to begin your experience,
reach us at pr@perfect.live

Access our digital ecosystem at perfect.live



https://perfect.live

