L2 AN

Z k
The Old Goal: GDP and N
- endless growth, leading to
planetary overshoot and

critical human deprivation. y
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A Compass for
the 21st-Century
Economy

Moving from endless extraction
to dynamic balance.
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Core Philosophy:
Regenerative and
distributive by design. Every
strategic decision evaluated
through this exact lens.
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4" The New Compass: E
x Operating strictly within
the safe and just space

Ny for humanity.
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The Planetary Imperative and the 30x30 Gap
]
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The ocean provides over 50%
of the oxygen we breathe (with =
tiny marine cyanobacteria
|_a"°“e D) 2.9% Fully or highly protected | B |
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/The 30x30 Goal:
The UN Global
Biodiversity Framgwork T ]
g}inhgag;bgflogce:;glgf% The Takeaway: The gap between 2.9% and 30% is immense.
2030. So is the opportunity for regenerative intervention.
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The 3ox30 Mandate and the Stewardshlp Gap

The Goal l

Protect 30% of the world's ocean by |
2030 (The Kunming-Montreal Global |
Biodiversity Framework). | |

The Reality
Plankton generate 50% of the
oxygen we breathe and | Currently, less than 3% is under high
inland forest. \ &

— David Attenborough

§ ‘ A: 'Y,
%\ ‘& / B | In critical regions like the

The Micro-Focus

‘7 11 Mediterranean, only 1% is protected.

)

Conclusion: The ocean urgently requires a mobilized
army of active stewards, not just passive observers.
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Planetary Collapse:
Marine degradation,
biodiversity loss, and the
failure to meet the
30x30 target. T

Human Lack of Purpose: A

documented societal search
for meaningful, regenerative
experiences over passive
consumption.

Psychological Avoidance:
Rising eco-anxiety leaving
populations paralysed and
disengaged from climate
action.

I b

The Solution: Purpose-Driven Action. KA}
Using regenerative travel as the entry |4}
point to convert anxious bystanders
into active, highly engaged marine
conservationists.
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Strategic Dimension

Broad Marketplace

Quality Control

Chaotic, inconsistent
experiences.

Deeply Curated (Our Path)

Vetted, high-impact
interventions.

% Strategic Trade-off: Rejecting the Broad Marketplace

Overwhelms local NGOs with

Platform absorbs the

Ak i

NGO BRIl volunteer management. administrative friction.
DK
Margins & Value High churn, race to the Premium traveller willingness
bottom. to pay, higher margin per
interaction.
Scale Speed Fast, but fragile. Slow initial manual discovery,

SNy

o

but builds unbreakable trust
and supply-side loyalty.
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Behavioural Design Architecture -
, | |
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LsEs \\4
User Intent 4 ¢
(Eco-Anxiety & Purpose-Seeking) A |
\% | /
777777 Cue: Triggering the user at the height of r,é
their eco-anxiety/purpose-seeking.
Reaction: Designing an intuitive, emotionally
resonant initial landing experience. |
4./ Evaluation: Providing transparent, inmediate |
. roof of NGO impact.
Action Funnel > tlth - g
A Ability: Removing friction (our curated
—— approach does the heavy lifting).
[l Timing: Prompting bookings when premium
i travellers are actively planning sabbaticals or leave.
Experience: Ensuring the actual field work is g
transformative, reinforcing the loop. \\{'
o i
\ . Tangible Conservation Action
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The Psychology of Stewards
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Al Feature: Task Choice
‘ Allowing travellers to select
S| 8 . interventions that align with
their specific skills and
passions, fostering ownership. ‘
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 Feature: Curated Onboarding !
Manual, supportive

preparation ensuring
travellers arrive at NGOs

feeling capable, not

burdensome.
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PSYCHOLOGICAL

GROWTH
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stewards.

ECOSYSTEM
CONNECTION

’ i |
 Feature: Peer & Guru Reflection

Post-trip integration spaces
connecting travellers with
local marine experts and a
community of like-minded

300
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Sustained User Retention & Ecological Impact
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The Psychology of Environmental Stewardship

> Vicible Bloom:

Active Regenerative
Behaviour

B

? N L 7
. _— o f £ A
N 5 p ~ N - - : Y v S
2 x 221 ST .
e A\
. o > . y .
" n ? '\ b A g
-0 | L :
> [ ! g
* A .',,_ .4“ h‘\ N / ’ <
y )N -~

| Self-Determination Theory / o d W

N — / y &
3 AL - ¥y | il
. 5 N ! : . y 17
e AN~ — e N
= A - s [ o
0 0 . ey -1l e rs b
\ O o 8 {L \ P ~
(/) = Vgt . i) \ 4 >y
) - "
3 / 2 S/ a
s A ' " - o o1 )
" _ . v -l.- :’ .
. “.p ﬂ_/“_‘.’/ e /] A ’
- N .

- '/_,.«.
N . NS
o s e
onao '. )_ » o

QA < o ik A AN Fostering deep human
Travellers exercise \ : ‘ A o /f N A manual tutor connection via "The
self-direction by selecting & . I8 Guru" expert guides and

onboarding process
builds genuine skills,
transforming
eco-anxiety into
environmental mastery.

specific conservation
tasks that align with
their personal values.

a structured post-trip

Q ( refiection phase.
\
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Inclusive Regeneration: The Robin Hood Revenue Loop

le 1200 . |
I 1
1\ /L { MOKEY
T ',.' = Z?;
Y Premium travellers paying B
, curation fees (€100-150)and || .
. Premium Experience fees (€299+). i 3
. L Corporate Big Tech ESG packages. =
! ;’ - | [ "".Vﬁ” ‘“ g . .(I)EEgA‘.MWlSlmK.
T 4 & 3 s — 3 ECOSYSTEMI IMPACT
| i b VALUE DISTRIBUTION S 3
1i 90 o s CAPITAL FLOW CAPITAL FLOW by s _ =
 m . 3 ~ | + R M ) T
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™| Suceessful conservation o S |(/£y) Capital subsidises the
2 metries flow back to travellers || REVENUE CYCLE platform's heavy rﬁ:‘ il g
» and corporates as prool of ‘ —{ | operational liRing (vetting, HRe
|| impact, restarting the eycle. || | — 0 matching, onboarding).
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Local marine NGOs reeeive high-
quality, zero-friction volunteer support
FeosvsTenmeact [\ | - | without paying prohibitive listing fees -
k| p (standard €30-100/month fees are ‘
) waived or heavily subsidised). ; Y
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Inclusive Regeneration: The Financial Engine

The Robin Hood Model:

We monetize the
willingness-to-pay of high-
income, purpose-seeking
travelers and corporate
sustainability budgets to
ensure ocean stewardship isn't
just a luxury for the wealthy.

Revenue Stream 2: Corporate
sponsorships and ESG funding
looking for verifiable, on-the-
ground 30x30 impact metrics.

Revenue Stream 1: Premium
traveler curation fees (€100-150+)
and premium experience packages.

The
Platform

Subsidizes platform
operating costs.

<a 7 'R
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Diverse |

Scholarships
Fully funded trips for

diverse, lower-income
volunteers.

NGOs

. Direct fundingand |
~ free vetted labor
supply.




Inclusive Regeneration via the Robin Hood Model

Nourishmant Flow
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The Canopy (Capital Capture)

High-margin revenue from Big Tech
partnerships, Corporate ESG
mandates, and premium curation
fees from high-net-worth travellers.

The Cascade (Redistribution)

Capital is structurally engineered to flow
downwards, subsidising core platform
operations and NGO capacity building.

The Roots (Equitable Access)

Funding Diverse Impact Scholarships.
Ensuring coastal communities and
lower-income purpose-seekers have
access to marine conservation travel.
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Phase 1: Manual
Discovery (Months 1-2)

Does anyone care?

Tools: Landing pages, cold
email outreach.

Goal: Validate the core
positioning with NGOs and
travellers.
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Phase 2: Concierge Paid
Testing (Months 3-7)

Will people actually do it and
pay?

_....______.....>. __________

Tools: High-touch manual
matching, early revenue models.
Goal: Prove willingness to pay
and low NGO friction.
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Phase 3: Automated
Platform (Months 8+)

Can it grow without me?

Tools: Scaled software, self-
serve NGO profiles.

Goal: Automate the matching
process and drive recurring
revenue.
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QT —U The Overriding Metric: NI;O/\\\
~ S S s response rate to the first cold
i Success Metrics & Kill Criteria | | s emai e utmte

| leading indicator of supply). /’
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Phase 1 Kill Criteria (The Red Gate)
If <10 email signups from 200 visitors AND <3 positive NGO responses T B
in 8 weeks -> STOP. Rethink positioning. IR

Phase 2 Kill Criteria (The Red Gate) ek

If <2 completed paid premium bookings AND <3 active NGOs engaged |
in 5 months -> STOP. Return to discovery. ‘
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Phase 3 Kill Criteria (The Red Gate)

If unable to reach €1,000 MRR with <2 hours manual intervention per booklng ‘ |
after 6 months —> PIVOT to B2B Corporate ESG packages 1
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<, | The Meta-Pattern:

Fake the platform, test the behaviour.

The Strategic Resilience Library

45"

We test whether people care enough to
take action before writing heavy code. _‘
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| O | Concierge —

! A manual

| Landingpage/| || onboarding

conversion _r i
b 10 Pre-designed - m
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® elasticty The Pivot Architecture
interviews

Price-
elasticity
interviews

(Plan B)
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If B2C premium travel proves too high-
friction, the operational infrastructure
seamlessly pivots to Corporate ESG &
White-Glove Packages—monetising
corporate sustainability budgets

> l_instead of individual wallets.
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