MORII ESSAYS - Full Version e Morii

GGGGG

How High-Net-Worth
Individuals Actually Use
Yachts and Why
Quwnership Should Adapt

MORE YACHT. LESS CAPITAL.

A Morii - perspective  on flexible
ownership, ‘intelligent utilisation and
designing yacht access around the
way HNWIs actually live.

2026, MORII CROUP AG, SWITZERLAND



MORII ESSAYS - Full Version

)

Morii

GROUP

THE PROBLEM

Quwnership designed
around the way

HNWIs actually live.

HNWIs rarely organise their lives
around one asset. Their time is
divided between business, family,
multiple residences, events, travel
and spontaneous opportunities.

Holidays may be planned months
ahead, while other opportunities
arise with only a few days notice.

Some yacht days are therefore
essential  and  need to be
protected. Others can remain
flexible, creating opportunities for
spontfaneous  owner  use  Of
commercial charter.

The question is not:
How can | have one yacht
available 365 days a year?

Travel

Opportunities

It is:

Business

[

o

Residences

How much exclusive yacht capacity do | actually
need to create the lifestyle | want?
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HOUW OWNERS ACTUALLY USE YACHTS

Fixed at the core.
Flexible at the shoulders.

Not every vyacht day caries the same
importance.
Some dates are fixed and personal: Christmas, @
birthday, a family holiday, an anniversary or @
major event.

Certainty matters on these occasions. Other trips
are planned within a broader period, while some
yacht use is entirely spontaneous - friggered by
fiends  arriving, perfect weather or an
unexpected opening in the calendar.

Even within a single holiday, these different needs
can coexist. An owner might protect three
essential days around a birthday while remaining
flexible during the days before and after.

If an attractive charter opportunity appears during those flexible days, the owner can spend time
at a residence or hotel and return aboard later. The important dates remain protected, while
commercially valuable yacht capacity is released.

@ ®
FLEXIBLE FLEXIBLE

Shoulder days FLEXIBLE OWNER DAYS Shoulder days
Protect what matters

MORII GROUP AG, Switzerland
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The yacht does
NOT exist

in isolation

This is particularly relevant because many yacht owners already have a residence at, or close
to, the yacht's cruising area.

A yacht owner in Mallorca may also own a holiday home on the island. The family is not flying
to Mallorca solely because the yacht is available from Saturday to Saturday.
They are already there.

This changes the nature of yacht usage completely.

Morii extends this principle through its own residential ecosystem.

In Palmo, Morii Residences comprise cight apartments with two rooms each as part of the
yacht club environment. At AMAALA, owners have access to a four-bedroom Morii penthouse
residence.

Quners can use Morii Points for residential stays, creating another layer of flexibility around
yacht usage.

A Mallorca holiday could therefore begin at the owner's own beach house. A gap appears
and the family spends four days aboard the yacht. They return ashore. When the holiday home
is being used by someone else, they spend several days at the Morii Residence in Palma.
Another opening appears in the yacht calendar and they return aboard.

The yacht becomes part of the destination rather than the destination itself.

MORII GROUP AG, Switzerland
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ACCESS, NOT [SOLATION

Three weeks in Mallorcao

do not require three weeks aboard.

Many HNWIs already have access to an
extraordinary lifestyle ecosystem around the
yacht: private residences, hotels, yacht clubs,
restaurants, beach clubs and other experiences.

An owner in Mallorca, for example, may already
have a holiday home on the island. They are not
travelling there solely because the yacht s
available.

A three-week stay therefore does not necessarily
mean three continuous weeks aboard. The family
might begin at its residence, spend five days
cruising Ibiza and Formentera, return to Palma,
enjoy a spontaneous day at sea and later take
another short cruise around Mallorca  and
Cabrera.

A % __________________ , @ﬁf;

M oY =7
RESIDENCE 5 DAYS PALMA DAY AT SEA
Quner or Morii Culture, dining, Explore
Residence TY| rréETHS-Lo shopping ° Exgerience

/]

i'» .................. R A
=4 Lnl
3 DAYS RESIDENCE
YACHT o bose

Back aboard
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THE ECONOMIC IDEA

High lifestyle value.

Low opportunity cost.

Five empty days between two confirmed
charters may be difficult  to  sell
commercially.

For an owner already in Mallorca,
however, those same five days can be
extremely valuable.

This is  where flexibility creates real
economic value: yacht capacity with low
commercial opportunity cost can deliver
high lifestyle value to the owner.

OWNER VALUE HICH

@ High lifestyle value for the
owner already in  the
destination.

COMMERCIAL OPPORTUNITY
COST LOW

Low opportunity cost  for
commercial charter.

The less owner usage competes with commercially valuable inventory, the more the yacht can

operate. Flexibility itself creates economic value.

MORII GROUP AG, Switzerland
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Commercial utilisation should mirror
owner behavior

Morii applies the same principle to commercial demand: different types of calendar availability require
different sales channels. Rather than placing every available day on the charter market at once, Morii
matches each opening with the demand best suited to it, creating a layered utilisation strategy.

Months ahead ~ 4 weeks before departure

@ PROTECT-VALUE @ FILL THE GAPS
LONG-TERM-CHARTER SHORT-TERM & LOCAL CHARTER
) - M.
U 258 A ’
< — [ YA
International brokers | MYBA | Hotels | Yacht clubs | Local networks
Weekly & multi-week charters Day & multi-day charter
MON TUE  WED MON TUE  UED
e Marketed well in advance through the MYBA o Activated ~4 weeks before departure for still-
framework and Morii's international broker open inventory
network. e Affractive to hotel guests, yacht-club members,
o Protect prime weeks (e.g. Mediterranean locals and visitors already in the destination.
summer) for higher-value bookings. e Turns perishable inventory into incremental
revenue.

Structurally weak periods

(3 CREATE DEMAND PACKAGES & EXPERENCES o e \

O CORSICA

— 4
B & o )

O PALMA DE © SARDINIA

MALLORCA
Resorts | Events | Expeditions | OQ
Repositioning | Destinations & i

Experiences

© seuT

o For periods that don't fit normal weekly demand (season, itinerary, position)
o Combine resort stays, cruises, events or expeditions into a wider journey
o The yacht becomes one element in a larger experience, creating a reason to travel.

MORII GROUP AG, Switzerland
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INTELLIGENT UTILISATION
The objective is optimised utilisation
Different periods should serve different forms of demand.
Months ahead (P:chiz: SZS;L::J;ETyemoﬂono weekly and multi-week

Open remaining gaps to local, hotel and
relationship-driven short-term demand

Create packages, events, expeditions and
destination experiences.

Use low-opportunity-cost periods for attractive owner
access.

One calendar.
Multiple sources of demand

MORII CROUP AG, Switzerland
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Commercial activity
cffectively leverages

the owner's capital

This commercial utilization strategy is important because Morii starts with a different economic
assumption from conventional yacht ownership.

Instead of asking owners to finance 100% of an expensive asset that may remain unused for large
parts of the year, the model is designed around using commercial charter activity to support
approximately 50% of the asset economics. The practical implication is subbstantial.

An owner can obtain approximately one quarter of a yacht for the capital that would otherwise
buy one eighth, or approximately one half for the capital that would otherwise buy one quarter in
an unleveraged structure.

Commercial operation can provide further structural advantages depending on the vessel,
jurisdiction and operating structure, including VAT and other tax treatment and access to
infrastructure reserved for commercially operated yachts.

Palma provides a practical example, where commercial operation can provide access to
commercially designated berthing infrastructure. The best pier in Palma - La Lonja, which is right
next to the cathedral - is available only for commercial charter boats.

MORII THEREFORE COMBINES TWO FORMS OF DEMAND AROUND THE SAME ASSET:

|.Commercial charter when external customers are prepared to pay attractive market rates
&

2.Quwner utilisation when that capacity creates greater value in the hands of the owners.

MORII GROUP AG, Switzerland
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Fixed owner
usage remains

oart of
the model

Commercial activity does not mean owners are expected to accept whatever dates happen to
remain. An owner can still reserve important usage well in advance.

This fixed usage carries a higher opportunity cost than filling an otherwise empty gop and is
therefore treated differently economically. But it remains preferential owner use rather than a
conventional retail charter.

Quners receive substantially discounted economics compared with chartering an equivalent
yacht on the open market and receive additional ownership benefits, including not being
expected to pay the customary charter gratuity.

They also retain their economic interest in the underlying yacht.

This creates an important distinction from conventional chartering.

A charter customer pays the full commercial price every time and owns nothing when the charter
ends.

A Morii owner has access to preferential owner usage, additional flexible-use
opportunities and a continuing economic interest in the asset.

MORII GROUP AG, Switzerland



MORII ESSAYS - Full Version

Flexibility creates
the greatest upside

The real economic

advantage emerges

A vyear might include a guaranteed
family week booked well in advance,
three fixed days around a birthday,
several  flexible days around that
birthday, a five-day gop between
commercial charters, spontaneous day
trios while staying in Mallorca, ten days
in October and an expedition during a
repositioning.

Each serves a different purpose.
And each consumes yacht capacity with
a different commercial opportunity cost.

e The owner is not being rewarded for
accepting an inferior experience.

e The owner is being rewarded
because flexibility itself creates
economic value.

e |[f flexibility increases the income or
ufilisation of the shared asset, part of
that value can effectively flow back
to the flexible owner through more
favorable usage economics.

USAGE TYPE

HIGH SEASONM

=)
@ FAMILY WEEK

BIRTHDAY
FIXED DAYS
NO FLEXIBILITY

BIRTHDAY

| FLEXIBLE DAYS

SOME FLEXIBILITY

 GAP BETWEEN

CHARTERS
5-DAY GAP

DAY TRIPS

WHILE IN
MALLORCA

OCTOBER
TEN DAYS
SHOULDER SEASON

. EXPEDITION

DURIMG
REPOSITIONING

A -
o ™Morii
GROUP
COMMERCIAL COST LEVEL
BESERIPTION OPPORTUNITY COST (IMDICATIVE)
oy % 20-30%
in advance.
YERY HIGH
Fixed dates with % % .
ne flexibilivy. 15-25%
HIGH
Planned with — .
sorme flexibility. @ ’ 10-15%
MEDIUM
S-day gap — .
utilised. 8= 0-5%
WERY LOW
While staying @ = 4
in Mallorca. - 5-10%
LOW
Seasonal usage o
vith flexibility. @ t=i ¢ 5-15%
LOW-MEDIUM
Fra 8E8 0-5%
rapotitioning.
VERY LOW /LOW

Morii therefore rewards the types of usage that interfere least
with profitable commercial charter activity.

MORII GROUP AG, Switzerland
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You do not
have to be flexible

to benefit
from flexioility

Some owners plan differently.

They know their holidays a year in advance and want to secure them. They may have little interest
in changing dates because another charter opportunity emerges.

The Morii model still works for them.

First, flexible usage remains an option rather than an obligation.

Their important dates can be planned conventionally, while spontaneous and highly discounted
ancillary usage remains available whenever it happens to suit them.

Second, other owners may be more flexible.

One owner wants Christmas. Another prefers October. One spends months in Mallorca and can
take three-day gaps. Another likes spontancous weekends. Another wants long expeditions.

Those differences improve utilisation of the shared yacht.

The owner who plans everything twelve months ahead therefore benefits economically from the
flexibility of the other owners even without changing his or her own behavior.

Flexibility is optional for the individual, but valuable to the ownership group.
There is therefore no requirement for every owner to adopt the same lifestyle.

In fact, the system becomes stronger when they do not.

MORII GROUP AG, Switzerland
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hat happens when
Everyone wants Christmas?

Shared ownership does create one unavoidable question:

What happens when several owners want exactly the same scarce period?

Christmas and New Year are obvious examples.

Morii does not believe the best solution is a first-come, first-served race in which the owner who
happens to click fastest wins.

Instead, Morii has developed a software-based allocation process using
priority points and allocation rounds.

Ouwners can spend more priority points on dates that are particularly important to them, increasing
their priority and certainty for those periods.

Allocation rounds are based on scoring rather than reservation speed.

The system also considers allocation history. If an owner repeatedly fails to receive a particularly
desired period, this can strengthen that owner's position in subsequent allocation rounds.

Scarcity cannot be eliminated. Five owners cannot all have the same yacht exclusively at
Christmas.

MORII GROUP AG, Switzerland
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Off-season
can be some
of the best
owner season

The difference between commercial value and lifestyle value becomes particularly apparent
outside peak season.

July and August are commercially important in the Mediterranean, but they are also hot, crowded
and expensive.

The Mediterranean has accumulated an entire summer of heat by September. Sea temperatures
remain attractive through September and into October in many areas, while crowds decline
significantly.

Destinations also behave differently.

lbiza's intense summer season declines toward the end of September. Mallorca remains active
considerably longer. Palma itself is a sophisticated city throughout the year.

A commercially managed yacht can respond accordingly, changing its cruising focus as demand
shifts.

For an owner with flexibility, September and October can therefore offer exceptional
Mediterranean yacht use while consuming subbstantially less commercially valuable inventory than
peak summer. ‘Low season” describes charter demand.

It does not necessarily describe the quality of the owner's experience.

MORII GROUP AG, Switzerland
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Follow the seasons rather than

owning twelve months in one place

A YACHT IS MOBILE.

Morii uses that characteristic deliberately.

Rather than concentrating all owner and charter demand into a short Mediterranean summer,
suitable yachts can operate complementary seasons.

Mediterranean summer can be followed by Red Sea winter.

This creates more opportunities for commercially attractive charter activity, but it also gives owners
access to fundamentally different experiences from the same ownership position.

MEDITERRANEAN SEASON
PALMA - IBIZA - MEDITERRANEAN

TRANSITION | FOLLOW TRANSITION
RED 5EA — THE SEASONS MEDITERRAMEAN

MEDITERRAMEAN » RED SEA

One yacht,
Repositionang Two aﬂtmmclinar'f SBASONS. Repositionang
becomes part of becomes part of

the experience the experience

— e
JAMUARY

MORII GROUP AG, Switzerland
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Expedition Mode:
When repositioning becomes
an experience

Yachts have to move between operating areas.
Traditionally, repositioning is viewed primarily as a logistical cost.
But some of these journeys can become extraordinary experiences.

An adventurous owner might join a yacht during part of a transfer through the Suez Canal or
participate in an organised expedition to the remote Farasan Islands. These experiences can take
different forms.

An owner might take the entire yacht with family and friends.

Alternatively, selected journeys can operate in a club format, with individual cabins used by like-
minded Morii Yacht Club members.

The AMAALA-Jeddah-Farasan concept illustrates how commercial utilisation, club activity and
repositioning can overlap.

The yacht can depart AMAALA as part of an organised journey, reach Jeddah around the
Formula | weekend and then continue south toward the Farasan Islands.

Instead of repositioning being treated purely as a cost, the journey itself
becomes the product.

Farasan Islands Suez Candl Malta

MORII GROUP AG, Switzerland
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Residences
and hotels

expand the ecosystem

The same philosophy applies ashore.

Morii's Palma and AMAALA residences provide owners with bases around which yacht usage can
flex. Owners' own holiday homes add another layer.
And exceptional hotels can turn flexible shoulder days into highlights of a journey.

This is particularly relevant in the Red Sea, where resorts such as Desert Rock and Shebara provide
experiences fundamentally different from life aboard a yacht.

A package might deliberately consist of two nights at a hotel, several days cruising aboard the
yacht and another two nights at a destination resort.

e For the guest, this creates variety.

e For the yacht, it can make commercially awkward dates easier to sell.

e For an owner, the same ecosystem makes it easier to release commercially valuable yacht days
without losing holiday quality.

The hospitality network and the yacht
operation therefore reinforce each other.

MORII GROUP AG, Switzerland
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Strong charter markets
ond weak charter markets

can both benefit owners

There is another unusual characteristic of this structure.

When commercial charter demand is particularly strong, the yacht generates more external income.
That supports the economics of the owners' investment.

When charter demand is weaker, more copacity becomes available for flexible owner use at
particularly favorable economics. That increases lifestyle utility.

o e e
/ Ve O
\allE) \ i) )
\\‘-».__ 7___.-’/’ .\\\.__ e <
STRONG WEAKER

CHARTER MARKET

CHARTER MARKET

1" Commercial demand ). Commercial demand

‘T Charter income T Owner availability

‘1> Economic result T Lifestyle utility

VALUE FLOWS TO OWNERS THROUGH: VALUE FLOWS TO OWNERS THROUGH:

@) o (3% 5 e ) o (XX

HIGHER ADDITIONAL POINTS
LIQUIDATION VALUE FOR FUTURE SEASONS

MORE FAVOURABLE HIGHER UTILISATION
OWNER ACCESS THAT CAN BE BALANCED
IM FUTURE SEASONS

This does not eliminate yacht ownership risk. Yachts remain expensive assets. They depreciate,
require maintenance and consume capital. Morii does not attempt to disguise those
characteristics.

It attempts to use the asset more intelligently.

MORII GROUP AG, Switzerland
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Optimised utilisation
does not mean

maximum utilisation

This distinction is important.

The objective is not to keep the yacht occupied 365 days a year.

Yachts require maintenance, technical work, crew rest, repositioning and downtime.

Nor does it make sense to fill commercially available periods simply by discounting them untfil
someone books.

The relevant question for every period is:
What is the highest-value use of this capacity?

e Sometimes the answer is a premium international charter booked nine months ahead.

e Sometimes it is a four-day hotel-generated charter booked three weeks ahead.

e Sometimes it is fixed owner use.

e Sometimes it is a last-minute owner weekend.

e Sometimes it is an expedition.

e Sometimes a hotel-and-yacht package can transform an otherwise weak period into an
attractive product.

And sometimes the yacht should simply be maintained or remain unused.

The objective is optimised utilisation, not maximum utilisation.

MORII GROUP AG, Switzerland
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The TECHNOLOGY
oehind Morii

Doing this across multiple owners, yachts, residences, seasons, brokers, hotels and commercial
charter opportunities rapidly becomes too complex for conventional booking management.

There are fixed requests and flexible requests.

There are competing owners.

There are intfernational weekly charter enquiries.

There are local day-charter opportunities that should only be accepted close to departure.
There are fragmented gaps, seasonal changes, repositioning periods, residence availability,
points and allocation histories.

And every decision can affect the economic value of dates before and after it.

Morii has therefore invested substantially in an Al-native software platform
designed specifically around this optimisation problem.

The development has been made in collaboration with Inafish™ o software designed for
managing UHNWI assets and the lifestyle ecosystem around it.

It manages calendars and owner usage, supports allocation rounds and priority scoring, identifies
different types of availability and helps reconcile owner demand with commercial opportunities.
The platform has been built around years of experience with HNUWI yachting, yacht ownership and
commercial charter management.

It is not intended merely to answer: Is the yacht available?
The more important question is:

Who should use this yacht, for what purpose, and when,
to create the greatest combined value for its owners?

MORII GROUP AG, Switzerland
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The network becomes

more valuable
as it grows

This creates another advantage.
e A single shared yacht is primarily an ownership and allocation system.
e A network of yachts, owners, residences, hotels, brokers, yacht clubs, destinations and experiences
becomes something more powerful.

Different owners have different preferences.
e One wants August.

One loves October.

One wants Christmas.

One can travel with 72 hours' noftice.

One spends several months in Mallorca.

Another prefers the Red Sea.

At the same time, different commercial customers behave differently.
e An international charter client may reserve two weeks nine months ahead.
e A guest at a luxury hotel may decide on Tuesday that he wants a yacht on Thursday.
e A Formula | visitor may be interested in combining a hotel, an event and a yacht journey.
e An expedition-oriented client may travel specifically because an unusual itinerary exists.

These forms of demand are complementary.
The system becomes more efficient precisely because not everybody wants the same thing at the same
fime.

MORII CROUP AG, Switzerland
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More yacht for the
capital committed

Morii therefore creates
two complementary forms of leverage.

The first is financial leverage through commercial utilisation.

Commercial charter activity supports approximately half of the asset economics, with the objective
of allowing an owner to obtain materially more yacht participation for the same committed capital.
The second is behavioural leverage through intelligent usage.

An owner who combines fixed dates with flexible shoulders, gap-filling, spontaneous use, off-season
cruising, residences and expedition opportunities can obtain considerably more lifestyle value from
the same ownership position.

Behind both sits a layered commercial strategy that protects high-value international charter
inventory while progressively monetising gaps through local charter, hospitality relationships and

experiences as departure approaches.

Put simply:

Commercial charter activity leverages the owner's money.
Flexipility leverages the owner's time.

Intelligent utilisation connects the two.

MORII GROUP AG, Switzerland
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Morii is not trying to turn
a yacht into a financial product

A yacht remains a yacht.

It depreciates. It requires crew, maintenance, insurance and berthing. It consumes capital.
The relevant comparison is therefore not whether yacht ownershio can outperform an ETF, private
equity fund or another financial investment.

For someone who has no desire to spend substantial time aboard yachts, the economically
rational answer may simply be not to own one.

The relevant customer for Morii is someone who already intends to spend meaningful money on
yachting.

For that person, the question becomes:

What is the most capital-efficient way to obtain the yacht lifestyle | want?

Traditional charter provides complete flexibility, but the customer pays the full commercial rate
every time and retains no interest in the underlying yacht.

Full ownership provides maximum control, but one owner carries the entire capital requirement,
depreciation and fixed-cost structure.

Traditional fractional ownership shares those costs but often allocates usage through relatively
rigid calendar structures.

Morii occupies a different position.

It combines ownership, commercial charter, flexible utilisation, residences,
hospitality, expeditions and intelligent allocation
around the way HNWIs actually travel.

MORII GROUP AG, Switzerland
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A different definition
of LUXURY

Traditional ownership maximizes control. Morii aims to maximise utility. Those concepts overlap, but
they are not identical. A yacht sitting unused for forty weeks because its owner might conceivably
want it is providing optionality, but at enormous cost. A professionally operated yacht that is
commercially active when the owners do not need it, protected for the dates that genuinely matter
and exceptionally atftractive to use when commercial opportunity cost is low can create a very
different ownership equation. The owner does not have to choose between owning and
chartering.

Nor does the owner have to become completely spontaneous.

A traditional planner can reserve well in advance.

A flexible owner can exploit gaps.

A Mallorca resident can use the yacht repeatedly for short periods.

A family can protect three days around a birthday while remaining flexible around them.

An adventurous member can join an expedition.

And all of them can benefit from the fact that the other owners use the yacht differently.

The Morii philosophy can therefore be reduced to a few principles:

e Protect the dates that matter.

e Reward flexibility where dates do not matter.

e Protect premium commercial charter opportunities while intelligently filling the gaps around
them.

e Use commercial activity to leverage the asset.

e [urn commercially weak capacity into high-value owner or guest experiences rather than simply
discounting it.

o Combine yachts, residences, hotels, yacht clubs, events and destinations rather than treating
each as an isolated product.

e Use technology to allocate scarce capacity fairly and optimize the rest.

For many HNWIs, the scarce resource is no longer access to another yacht. [t is time. Once that is
understood, the relevant question changes. It is no longer simply: "How much of the yacht do |
own?” It becomes: ‘How much of the yacht lifestyle | want can | obtain from the copital | commit?”

For many owners, the answer may be substantially more than traditional ownership models suggest.

That is the idea at the heart of Morii Shared Ownership.

MORII GROUP AG, Switzerland
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SUMMARY

Luxury is not owning 365 days.
It is having the right access when it matters.

Modern ownership is not about having a yacht available every day. It is about having the right
yacht access when it matters most.

@ PROTECT
The weeks and fixed dates that fruly matter.

<:%> FLEX

Where timing is less important, creating room for smarter allocation.

o, ACTIVATE
Use otherwise idle periods for charter, repositioning and experiences.

CONNECT
Extend ownership beyond the yacht through residences, yacht clubs,
hospitality and destinations.

£ QOun the access. Not the idle time.

S

> B
:‘k‘\.

Learn more about
Morii Shared Quwnership

WWW.moriigroup.com

MORII GROUP AG, Switzerland
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	It does not necessarily describe the quality of the owner's experience.

	Follow the seasons rather than
	owning twelve months in one place
	A YACHT IS MOBILE.

	Expedition Mode:
	When repositioning becomes
	an experience
	Instead of repositioning being treated purely as a cost, the journey itself becomes the product.

	Residences
	and hotels
	expand the ecosystem
	The hospitality network and the yacht
	operation therefore reinforce each other.

	Strong charter markets
	and weak charter markets
	can both benefit owners
	It attempts to use the asset more intelligently.

	Optimised utilisation
	does not mean
	maximum utilisation
	The objective is optimised utilisation, not maximum utilisation.

	The TECHNOLOGY
	behind Morii
	Morii has therefore invested substantially in an AI-native software platform designed specifically around this optimisation problem.
	Who should use this yacht, for what purpose, and when,
	to create the greatest combined value for its owners?

	The network becomes
	more valuable
	as it grows
	More yacht for the
	capital committed
	Morii therefore creates
	two complementary forms of leverage.
	Commercial charter activity leverages the owner's money.
	Flexibility leverages the owner's time.
	Intelligent utilisation connects the two.

	Morii is not trying to turn
	a yacht into a financial product
	A yacht remains a yacht.
	It combines ownership, commercial charter, flexible utilisation, residences, hospitality, expeditions and intelligent allocation
	around the way HNWIs actually travel.

	A different definition
	of LUXURY
	For many owners, the answer may be substantially more than traditional ownership models suggest.
	That is the idea at the heart of Morii Shared Ownership.
	Own the access. Not the idle time.



