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Purpose Of Business Plan

The purpose of this business plan is to provide a comprehensive, structured, and legally
coherent presentation of "Company Name XYZ", a United States–based enterprise established
to expand, manage, and strengthen existing international trade in travel services between Italy
and the United States.

The plan is designed to demonstrate that the U.S. company operates as an integral component
of a pre-existing, revenue-generating international trade network, rather than as a speculative
or newly created venture. It clearly positions the U.S. entity as a natural commercial extension
of an established Italian travel business with a proven operating history, stable client
relationships, and sustained growth in cross-border transactions.

This business plan has been prepared specifically to support an application under the E-1
Treaty Trader (enterprise-based) visa classification. Accordingly, it is structured to address the
legal and evidentiary standards applicable to E-1 adjudication.

The plan documents the existence of substantial, continuous, and principal international trade
in services between the United States and Italy, highlights treaty-national ownership and
control, and explains the essential role of the applicant in directing and expanding bilateral
trade operations. Particular emphasis is placed on trade volume, transaction frequency,
historical performance, and the operational necessity of a U.S. presence to facilitate ongoing
commercial exchange.

In addition to its immigration purpose, this business plan functions as a strategic and
operational roadmap for "Company Name XYZ" It outlines the company’s commercial
objectives, revenue model, pricing strategy, organizational structure, supplier and partner
relationships, and projected financial performance.

The plan establishes a realistic framework for scaling U.S.–Italy trade volumes, deepening long-
term client and supplier relationships, and supporting sustainable growth while maintaining
alignment with E-1 compliance requirements. As such, the business plan serves both as a
regulatory support document and as a practical guide for the disciplined development and
long-term viability of the U.S. enterprise.
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Executive Summary

The Market

The U.S. travel agency industry has transformed significantly
over the past five years, shaped by digitalization, changing
consumer preferences, and economic pressures. While
travel demand rebounded strongly after the pandemic,
recent growth has moderated. Revenue reached $46.9
billion by 2025, supported by a shift toward high-value,
customized international travel.

U.S.–Italy travel has emerged as a key growth corridor,
driven by demand for cultural, heritage, and immersive
experiences. Agencies specializing in Italy-focused itineraries
continue to strengthen profitability as industry growth
stabilizes toward 2030.

Goals

 Expand and increase the volume of international trade
in travel services between Italy and the United States by
leveraging existing client relationships, supplier networks,
and historical trade flows.

 Establish "Company Name XYZ" as a stable and fully
operational U.S. base to support, manage, and grow
bilateral Italy–U.S. travel transactions in compliance with
E-1 Treaty Trader requirements.

 Achieve sustained revenue growth in the U.S. entity
through continuous, transaction-based international
trade, targeting consistent year-over-year increases
driven by repeat clients and long-term partnerships.

 Strengthen and formalize relationships with U.S.-based
partners, suppliers, and corporate clients to enhance
service quality, trade frequency, and cross-border
operational efficiency.

 Ensure long-term commercial sustainability and
regulatory compliance by maintaining treaty-national
ownership and control, transparent trade tracking, and
operational practices aligned with E-1 visa standards.
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Executive Summary

The Management

"Company Name XYZ" is managed by its founder and
principal owner, "Owner Name XYZ", who provides overall
strategic leadership and directs the expansion of
international trade in travel services between Italy and the
United States.

Management responsibilities include developing and
maintaining client and supplier relationships, overseeing
cross-border travel operations, and ensuring regulatory and
operational compliance.

Ms. Ceriani’s direct involvement is essential due to the
relationship-driven nature of international travel services
and bilateral trade development. The company operates
with a lean organizational structure, supported by part-time
administrative assistance, with planned staffing expansion
aligned to increased trade volume and long-term business
growth.

Strengths and Benefits to 
the Economy

 Contributes to international trade in services between
the United States and Italy by facilitating continuous,
revenue-generating cross-border travel transactions and
strengthening bilateral commercial exchange.

 Supports the U.S. tourism and hospitality sectors
through increased inbound travel, generating
downstream economic activity for hotels, transportation
providers, tour operators, and destination management
companies.

 Creates employment opportunities in the United States
through the establishment and growth of a U.S.-based
enterprise, with staffing levels expanding in line with
increased trade volume and operational needs.

 Generates U.S. tax revenue through corporate
operations, payroll, and business expenditures, while
promoting sustained economic activity rather than short-
term or speculative investment.

 Enhances the competitiveness of U.S. travel service
providers by fostering long-term partnerships with an
established international travel company and expanding
access to international clients and markets.
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Market Research
Market Overview

Over the past five years, U.S. travel agencies have faced
significant structural challenges and undergone marked
transformation, shaped by shifting consumer behavior,
digitalization, and macroeconomic pressures.

While both domestic and international travel by U.S.
residents rebounded strongly in 2022 following the
pandemic, persistent cost-of-living pressures, tariffs, and
federal budget constraints have moderated demand in
subsequent years.

Nonetheless, supported by a low pandemic base year,
industry revenue expanded at a compound annual
growth rate (CAGR) of 16.7%, reaching approximately
$46.9 billion over the five years till 2025, despite a
projected 0.7% contraction in 2025 as short-term
headwinds temporarily dampen growth.

Profitability has emerged as a defining strength of the 
U.S. travel agency sector, even as competitive online 
platforms such as Expedia and Booking.com continue to 
reshape the market. The widespread adoption of mobile 
technology and self-service booking tools has enabled 
consumers to independently research and purchase 
basic travel services, intensifying pressure on traditional 
agencies. 

In response, many U.S. travel agencies have strategically 
repositioned toward high-income and time-constrained 
clients seeking complex, personalized international 
itineraries, particularly to culturally rich and experience-
driven destinations such as Italy. 

Agencies increasingly specialize in heritage
travel, immersive cultural experiences,
sustainable tourism, and extended leisure or
“bleisure” trips that combine work and
travel. Smaller agencies have successfully
capitalized on this customization trend, while
larger firms have invested heavily in
technology, automation, and acquisitions to
scale their international offerings. Supported
by integrated booking systems and AI-
assisted itinerary planning, industry profit
margins are estimated to reach
approximately 25.4% of revenue in 2025,
notwithstanding the challenges faced by
under-invested operators

Looking ahead to the five-year period to
2030, customization and destination-
specific expertise are expected to remain
critical competitive differentiators,
particularly for U.S. agencies facilitating
international travel between the United
States and key European destinations such as
Italy.

Overall, industry revenue is forecast to grow
at a more moderate CAGR of 1.4%, reaching
approximately $50.3 billion by 2030,
reflecting steady expansion within an
increasingly technology-driven and
internationally focused U.S. travel services
market

Industry 
Revenue

$46.9 Billion
2025

$50.3 Billion
2025
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Market Research
Market Overview

↑  2 0 2 0 - 2 5  R e v e n u e  C A G R  
+ 1 6 . 7 %

Revenue:

Revenue 

Volatility
Very High 

2025 

Revenue 

Growth

Revenue

$46.9bn
’20-’25 ↑ 16.7 %

’25-’30 ↑ 1.4 %

Sources:
Travel Agencies in the US Industry Market Research Report https://www.ibisworld.com/united-states/industry/travel-agencies/1481/
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Market Research
Market Overview

↑  2 0 2 0 - 2 5  P r o f i t  C A G R  
+ 3 4 . 0 %

Profit:

Profit per Business

$199.6k
Profit Margin

25.4%
’20-’25 ↑ 12.7 pp

Total Profit

$11.9bn
’20-’25 ↑ 34.0 %

↑  2 0 2 0 - 2 5  B u s i n e s s  C A G R  
+ 6 . 9 %

Businesses:

Revenue per Business

$785.8k
’20-’25 ↑ 9.2 %

Employees per 

Business

2

Businesses

59,673
’20-’25 ↑ 6.9 %

’25-’30 ↑ 3.3 %

Sources:
Travel Agencies in the US Industry Market Research Report https://www.ibisworld.com/united-states/industry/travel-agencies/1481/
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Market Research
Key Market Drivers

Sustained Demand for International Travel by 
U.S. Residents (Italy-Focused)

International travel remains a structurally
important segment of the U.S. travel agency
market, particularly for destinations requiring
cultural, logistical, and itinerary expertise. Italy
continues to attract U.S. travelers due to its
strong cultural heritage, multi-city travel appeal,
and repeat-visit demand. As international
visitation recovers, U.S. travelers increasingly rely
on professional agencies for complex Italy
itineraries, supporting continuous cross-border
service trade between the United States and
Italy.

Preference for Complex, High-Value European
Itineraries

Shift away from simple transactional bookings
toward personalized, multi-component
international travel. Italy-focused trips typically
involve multiple service elements—
accommodation, regional transport, guided
experiences, and cultural activities—generating
frequent and recurring service transactions
between U.S. agencies and Italian suppliers. This
complexity reinforces the economic relevance of
specialist U.S.–Italy travel agencies

Growth in Experiential, Cultural, and 
Heritage Travel

Demand for experiential and immersive travel
is a major driver of agency-led international
bookings. Italy aligns strongly with this trend
through food and wine tourism, historical
travel, art and architecture routes, and region-
specific experiences. U.S. travel agencies
specializing in Italy are well positioned to
capture higher-margin, experience-driven
demand, supporting profitability and
sustained trade flows.

High-Income and Time-Constrained U.S. 
Consumers

The industry has increasingly targeted affluent
and time-constrained U.S. travelers who value
professional planning over self-booking. Italy,
as a premium European destination, benefits
directly from this demographic shift. These
travelers are more likely to engage U.S.-based
agencies for Italy travel, generating ongoing
advisory fees, booking commissions, and
supplier settlements with Italian
counterparties

Technology-Enabled Cross-Border Trade

Integrated booking systems, automation, and
AI-assisted planning tools have enhanced the
ability of U.S. travel agencies to manage
international supplier relationships at scale.
This enables efficient coordination with Italian
hotels, tour operators, and destination
partners, increasing transaction frequency and
supporting continuous U.S.–Italy service trade
despite industry volatility.

Sources:
Travel Agencies in the US Industry Market Research Report https://www.ibisworld.com/united-states/industry/travel-agencies/1481/
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Market Research
How Are the Industry’s Products and Services Performing?

Premium European and Mediterranean Demand Supports Agency Revenues

Cruises remain one of the strongest and most stable revenue segments for travel agencies, with growing 
emphasis on premium and experience-driven offerings. For U.S. travelers, Mediterranean cruise itineraries 
anchored around Italy (including ports such as Rome, Venice, Naples, and Florence gateways) continue to attract 
strong interest. Older U.S. travelers, particularly Baby Boomers, frequently prefer booking Italy-focused cruises 
through agencies to access personalized advice, accessible cabin selection, and multi-port itinerary planning. At 
the same time, younger U.S. travelers are increasingly engaging with cruise travel, strengthening demand for 
agency-managed European cruise packages that incorporate Italian destinations.

Premium European and Mediterranean Demand Supports Agency Revenues

Cruises remain one of the strongest and most stable revenue segments for travel agencies, with growing 
emphasis on premium and experience-driven offerings. For U.S. travelers, Mediterranean cruise itineraries 
anchored around Italy (including ports such as Rome, Venice, Naples, and Florence gateways) continue to attract 
strong interest. Older U.S. travelers, particularly Baby Boomers, frequently prefer booking Italy-focused cruises 
through agencies to access personalized advice, accessible cabin selection, and multi-port itinerary planning. At 
the same time, younger U.S. travelers are increasingly engaging with cruise travel, strengthening demand for 
agency-managed European cruise packages that incorporate Italian destinations.

02

01

Tours and Packaged Travel: Strong Performance Driven by Italy Specialization

Tours and packaged travel represent one of the highest-performing segments, particularly for Italy-focused
itineraries. U.S.–Italy travel typically involves multi-city routes, regional transport, cultural activities, and guided
experiences, making packaged tours especially attractive. The labor-intensive nature of designing Italy itineraries
allows agencies to command higher margins, while growing disposable income among U.S. travelers supports
demand for customized cultural, culinary, and heritage-based packages. This segment performs strongly because
Italy aligns closely with experiential and high-value travel preferences.

Tours and Packaged Travel: Strong Performance Driven by Italy Specialization

Tours and packaged travel represent one of the highest-performing segments, particularly for Italy-focused
itineraries. U.S.–Italy travel typically involves multi-city routes, regional transport, cultural activities, and guided
experiences, making packaged tours especially attractive. The labor-intensive nature of designing Italy itineraries
allows agencies to command higher margins, while growing disposable income among U.S. travelers supports
demand for customized cultural, culinary, and heritage-based packages. This segment performs strongly because
Italy aligns closely with experiential and high-value travel preferences.

03

Airline Travel: Declining Standalone Sales but Continued Relevance for Italy Trips

Airline ticket sales have declined as a standalone service due to increased self-booking by tech-savvy travelers.
However, flights between the United States and Italy remain a critical component of complex international
itineraries. While commissions on low-value fares have diminished, airline bookings continue to perform best
when bundled within Italy travel packages, business-class leisure travel, or multi-destination European routes
managed by agencies. For Italy-focused agencies, airline services function primarily as a supporting component
rather than a primary revenue driver.

Airline Travel: Declining Standalone Sales but Continued Relevance for Italy Trips

Airline ticket sales have declined as a standalone service due to increased self-booking by tech-savvy travelers.
However, flights between the United States and Italy remain a critical component of complex international
itineraries. While commissions on low-value fares have diminished, airline bookings continue to perform best
when bundled within Italy travel packages, business-class leisure travel, or multi-destination European routes
managed by agencies. For Italy-focused agencies, airline services function primarily as a supporting component
rather than a primary revenue driver.

Sources:
Travel Agencies in the US Industry Market Research Report https://www.ibisworld.com/united-states/industry/travel-agencies/1481/
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Market Research
How Are the Industry’s Products and Services Performing?

Overall, industry product performance is strongest in high-value, experience-driven segments such as cruises,
tours, and customized travel packages, all of which align closely with U.S. travel demand to Italy. Simpler,
transactional services such as standalone airline tickets and car rentals continue to decline, reinforcing the
strategic importance of Italy-specialist, full-service travel offerings within the U.S. travel agency industry.

Overall, industry product performance is strongest in high-value, experience-driven segments such as cruises,
tours, and customized travel packages, all of which align closely with U.S. travel demand to Italy. Simpler,
transactional services such as standalone airline tickets and car rentals continue to decline, reinforcing the
strategic importance of Italy-specialist, full-service travel offerings within the U.S. travel agency industry.

06

25.70 

24.90 

17.60 

9.60 

1.10 

21.10 

 -  5.00  10.00  15.00  20.00  25.00  30.00

 Cruises

 Tours & Packaged Travel

 Airline Travel

 Accommodation Bookings

 Car Rental

 Other Services*

Market Share (%) 

Sources:
Travel Agencies in the US Industry Market Research Report https://www.ibisworld.com/united-states/industry/travel-agencies/1481/
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Business Model
The Entity

"Company Name XYZ" is a Florida-incorporated travel services company based in
Miami Beach, established to expand and support existing international trade in
travel services between Italy and the United States. The company operates as the
U.S. commercial extension of an established Italian travel agency with a long-
standing operating history, proven revenues, and continuous involvement in
bilateral Italy–U.S. travel transactions.

The formation of the U.S. entity reflects a strategic decision to strengthen trade
capacity, enhance client and partner relationships, and facilitate the growth of
cross-border services rather than to introduce a speculative or domestic-only
business model.

The company engages exclusively in international trade in services, including
customized leisure travel planning, group and escorted tours, and business-to-
business travel services. Its activities involve coordinating itineraries, bookings,
accommodations, transportation, and supplier relationships across borders,
generating revenue directly from international travel transactions. Trade activity is
continuous and recurring, serving both Italian clients traveling to the United States
and U.S. clients traveling to Italy.

"Company Name XYZ" is majority owned and controlled by "Owner Name XYZ", an
Italian national and the principal owner of the Italian parent company. This
ownership structure ensures treaty-national control and operational continuity
between the Italian and U.S. entities.

The company’s U.S. presence enables closer management of U.S.-based clients and
suppliers, supports the expansion of bilateral trade volume, and ensures ongoing
compliance with E-1 Treaty Trader requirements while maintaining long-term
commercial viability and sustainability.

Name: "Company Name XYZ"

Business: International Travel Services
Company specializing in customized leisure
travel, group travel, and business-to-business
travel coordination between Italy and the
United States.

Location: Miami Beach, Florida, United States.

Geographical Focus: United States and Italy,
with operations dedicated exclusively to
bilateral international trade in travel services
between the two countries.

Management: "Owner Name XYZ" – Founder &
Principal Owner.

Target Customers: Italian individuals and
groups traveling to the United States; U.S.
individuals, groups, and corporate clients
traveling to Italy; and select B2B clients
requiring specialized international travel
planning and coordination.
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Business Model
Vision : Mission: Goals

Mission Values

Vision

To facilitate and grow 
international travel trade 
between Italy and the 
United States through 
customized, high-quality 
travel services.

Integrity, personalized 
service, long-term 
partnerships, and 
regulatory compliance.

To be a trusted 
boutique travel 
company recognized for 
excellence in Italy–U.S. 
travel and long-term 
bilateral trade growth.

 Expand and increase the volume of international trade in travel services between Italy and the United States by leveraging existing client
relationships, supplier networks, and historical trade flows.

 Establish "Company Name XYZ" as a stable and fully operational U.S. base to support, manage, and grow bilateral Italy–U.S. travel
transactions in compliance with E-1 Treaty Trader requirements.

 Achieve sustained revenue growth in the U.S. entity through continuous, transaction-based international trade, targeting consistent
year-over-year increases driven by repeat clients and long-term partnerships.

 Strengthen and formalize relationships with U.S.-based partners, suppliers, and corporate clients to enhance service quality, trade
frequency, and cross-border operational efficiency.

 Ensure long-term commercial sustainability and regulatory compliance by maintaining treaty-national ownership and control,
transparent trade tracking, and operational practices aligned with E-1 visa standards.

 Expand and increase the volume of international trade in travel services between Italy and the United States by leveraging existing client
relationships, supplier networks, and historical trade flows.

 Establish "Company Name XYZ" as a stable and fully operational U.S. base to support, manage, and grow bilateral Italy–U.S. travel
transactions in compliance with E-1 Treaty Trader requirements.

 Achieve sustained revenue growth in the U.S. entity through continuous, transaction-based international trade, targeting consistent
year-over-year increases driven by repeat clients and long-term partnerships.

 Strengthen and formalize relationships with U.S.-based partners, suppliers, and corporate clients to enhance service quality, trade
frequency, and cross-border operational efficiency.

 Ensure long-term commercial sustainability and regulatory compliance by maintaining treaty-national ownership and control,
transparent trade tracking, and operational practices aligned with E-1 visa standards.

Goals



Customized 
Leisure 
Travel

Design and management 
of tailor-made 

international leisure 
travel packages for Italian 

clients traveling to the 
United States and U.S. 

clients traveling to Italy, 
generating continuous 

bilateral trade in services.

B2B Corporate 
Travel

Provision of cross-border 
corporate travel services for 

U.S. and Italian business 
clients, including itinerary 
planning, accommodation, 

transportation, and supplier 
coordination directly linked 

to international travel 
transactions.

5

Business Model
Products & Services

Group / 
Escorted Tours

Organization and 
coordination of 

international group and 
escorted tours between 

Italy and the United States, 
involving recurring, 

transaction-based trade 
with airlines, hotels, 

transportation providers, 
and tour operators.

15
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Foreign Company’s Summary – "Company Name XYZ" SRL 
(Italy)
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"Company Name XYZ" SRL is an established Italian travel agency incorporated on 1 February 2013
and operating continuously from Italy for more than a decade. The company specializes in
international travel services, with a strong focus on travel between Italy and the United States. Its
core activities include customized leisure travel planning, organization of group and escorted tours,
and business-to-business (B2B) travel services. Through these services, "Company Name XYZ" SRL
coordinates itineraries, accommodations, transportation, and supplier relationships, constituting
international trade in services.

The company is majority owned (90%) by "Owner Name XYZ", an Italian national, who has
maintained ownership and operational control for over three years. Under her leadership,
"Company Name XYZ" SRL has demonstrated consistent growth and commercial stability,
generating annual revenues of approximately €1.6 million in recent years. Approximately 90% of
the company’s business involves international travel services, with a substantial and continuous
portion directly related to the United States market.

With more than 10 years of continuous activity, "Company Name XYZ" SRL has reached over 2,500
international destinations and served more than 7,500 satisfied customers. This established track
record demonstrates operational credibility, service quality, and the company’s sustained capacity
to deliver international travel services as part of ongoing cross-border trade.

"Company Name XYZ" SRL has conducted ongoing trade with U.S.-based clients and suppliers well
before the formation of the U.S. entity. This includes sending Italian individuals and groups to the
United States and maintaining a long-standing commercial relationship with a U.S.-based corporate
client, generating recurring annual turnover. The company’s U.S.-related trade has increased
steadily year over year, demonstrating continuity, frequency, and growth in bilateral trade.

The establishment of a U.S. subsidiary represents a strategic expansion of "Company Name XYZ"
SRL’s existing international trade operations. By supporting a physical presence in the United States,
the company aims to strengthen client and supplier relationships, increase trade volumes, and
enhance operational efficiency while maintaining its core focus on Italy–U.S. international travel
services.
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Business Model
Advantages of Doing Business in the United States

Establishing a physical presence in the United States provides "Company Name XYZ" with substantial strategic,
operational, and financial advantages in expanding international trade in travel services between Italy and the
United States. The U.S. represents one of the largest and most resilient travel and tourism markets globally,
generating over USD 2.6 trillion in total economic output and supporting sustained outbound travel demand to
Europe as well as strong inbound international travel flows. This scale and stability create a favorable
environment for continuous, high-volume international trade in services.

From a financial perspective, the U.S. entity is projected to generate approximately USD 300,000 in revenue in
its first year of operations, with anticipated annual growth of 30–35% driven by existing Italy–U.S. trade
relationships, repeat clients, and expanding corporate travel demand. Gross margins are expected to remain
stable at approximately 25%, reflecting the company’s customized, high-touch service model and established
supplier network. These projections are conservative and aligned with the historical performance of the Italian
parent company, which has generated annual revenues of approximately €1.6 million in recent years, with
around 90% of activity tied to international travel services.

Operating in the United States enables direct engagement with U.S.-based corporate clients, destination
management companies, hotels, airlines, and transportation providers, reducing operational friction and
increasing transaction frequency. This proximity supports scalable revenue growth, improved cash flow
management, and enhanced oversight of cross-border trade execution. In addition, the large and diversified
U.S. customer base allows the company to mitigate market concentration risk while increasing overall trade
volume and financial sustainability.

A U.S. presence also enhances brand credibility and market visibility, supporting long-term client retention and
predictable revenue streams. Collectively, these strategic and financial advantages strengthen the company’s
competitive position in the Italy–U.S. travel corridor and support the long-term commercial viability of
"Company Name XYZ" in full alignment with E-1 Treaty Trader objectives.

Sources:
UN World Tourism Organization (UNWTO) (2023). International Tourism Highlights. Available at: https://www.unwto.org/tourism-data/international-tourism-highlights
World Travel & Tourism Council (WTTC) (2024). Economic Impact Report. Available at: https://wttc.org/research/economic-impact
U.S. Travel Association (2024). U.S. Travel and Tourism Overview. Available at: https://www.ustravel.org/research/us-travel-and-tourism-overview
European Commission (2023). Tourism in the EU – Italy Country Profile. Available at: https://single-market-economy.ec.europa.eu/sectors/tourism/statistics-and-reports_en
OECD (2023) Tourism Trends and Policies. Available at: https://www.oecd.org/cfe/tourism/oecd-tourism-trends-and-policies-20767773.htm
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Business Model
Benefits of Importing Travel Services from Italy

Importing travel services from Italy provides significant commercial and strategic advantages for "Company
Name XYZ" Italy and the United States share a strong and long-standing economic and cultural relationship,
with Italy consistently ranking among the top European destinations for U.S. outbound travel. This sustained
demand creates a stable and recurring flow of cross-border travel services, supporting continuous
international trade in services rather than isolated or speculative transactions.

Italy’s well-developed tourism infrastructure, globally recognized hospitality standards, and diverse cultural,
historical, and leisure offerings enable the delivery of high-value travel services to U.S. clients. By sourcing
travel services directly from Italy, including accommodations, transportation, guided experiences, and
destination management services, "Company Name XYZ" can offer competitively priced, high-quality, and
customized travel solutions. This direct sourcing model improves cost efficiency, enhances service reliability,
and supports consistent gross margins.

Importing services from Italy also allows the U.S. entity to leverage established supplier relationships built over
more than a decade of operations by the Italian parent company. These long-standing relationships reduce
supplier risk, ensure service continuity, and enable preferential access to trusted providers. In addition, Italy’s
strong regulatory framework and mature tourism sector support transparency, consumer protection, and
service quality, which are essential for U.S. clients seeking reliable international travel arrangements.

From a trade perspective, importing travel services from Italy aligns directly with the E-1 Treaty Trader
framework by facilitating substantial, continuous, and principal international trade in services between Italy
and the United States. This bilateral service flow strengthens economic ties between the two countries,
supports U.S. consumer demand for international travel, and contributes to sustained revenue generation for
the U.S. enterprise through recurring cross-border transactions.

Sources:
U.S. Travel Association (2024). U.S. Travel and Tourism Overview. Available at: https://www.ustravel.org/research/us-travel-and-tourism-overview
UN World Tourism Organization (UNWTO) (2023). International Tourism Highlights. Available at: https://www.unwto.org/tourism-data/international-
tourism-highlights
World Travel & Tourism Council (WTTC) (2024). Economic Impact Report. Available at: https://wttc.org/research/economic-impact
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Established Trade History

"Company Name XYZ" benefits from a
strong foundation built on the long-
standing operating history of its Italian
parent company. More than a decade of
continuous international travel activity
between Italy and the United States
demonstrates proven market demand,
operational reliability, and the ability to
sustain recurring cross-border trade in
services.

Scalable U.S. Operations

A physical U.S. presence enables closer client
engagement, improved operational
coordination, and the scalability of Italy–U.S.
trade activities. This structure supports
sustained revenue growth while maintaining
alignment with international trade and
regulatory objectives.

Customized Service Model

A personalized, high-touch service approach enables
the company to design tailored travel solutions for
individual, group, and corporate clients. This
differentiation supports client satisfaction, repeat
business, and long-term commercial relationships in a
competitive international travel market.

Brand Credibility and Market Reputation

An established reputation for reliability, service
quality, and personalized travel planning enhances
brand credibility in both the Italian and U.S. markets.
This trust supports client retention, referral-driven
growth, and long-term stability in international trade
relationships.

Strong Supplier and Partner Network

The company leverages established relationships
with hotels, airlines, destination management
companies, and transportation providers in both
Italy and the United States. These partnerships
support service quality, cost efficiency, and
continuity of operations, which are essential to
maintaining frequent and reliable international
trade transactions.

Treaty-National Ownership and Management

Majority ownership and active management by
an Italian national ensure strategic continuity,
direct oversight, and full compliance with E-1
Treaty Trader requirements. Management
involvement is critical to maintaining bilateral
trade relationships and expanding transaction
volume.

Business Model
Key Success Factors
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Business Model
Strategic Partnerships

U.S.-Based Partners

"Company Name XYZ" maintains strategic
partnerships with U.S.-based destination
management companies, hotels,
transportation providers, and tour
operators. These relationships enable
efficient coordination of inbound travel
services, improve responsiveness to client
needs, and support high service standards
for travelers to and from the United States.

U.S.-Based Partners

"Company Name XYZ" maintains strategic
partnerships with U.S.-based destination
management companies, hotels,
transportation providers, and tour
operators. These relationships enable
efficient coordination of inbound travel
services, improve responsiveness to client
needs, and support high service standards
for travelers to and from the United States.

Italian-Based Partners

The company leverages long-standing partnerships
in Italy, including hotels, guides, transportation
providers, and tourism service suppliers. These
established relationships, developed through the
Italian parent company’s extensive operating
history, ensure service reliability, preferential
terms, and continuity in cross-border travel
operations.

Italian-Based Partners

The company leverages long-standing partnerships
in Italy, including hotels, guides, transportation
providers, and tourism service suppliers. These
established relationships, developed through the
Italian parent company’s extensive operating
history, ensure service reliability, preferential
terms, and continuity in cross-border travel
operations.

Corporate and B2B Relationships

Strategic relationships with corporate and
business-to-business clients support
recurring travel demand and predictable
trade volume. These partnerships
contribute to transaction frequency, long-
term revenue stability, and the expansion
of bilateral travel services between Italy
and the United States.

Corporate and B2B Relationships

Strategic relationships with corporate and
business-to-business clients support
recurring travel demand and predictable
trade volume. These partnerships
contribute to transaction frequency, long-
term revenue stability, and the expansion
of bilateral travel services between Italy
and the United States.
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Business Model
Regulatory Compliance – "Company Name XYZ"

Compliance MeasuresApplicable Authority / FrameworkRegulatory Area

Maintains substantial, continuous, and principal 
international trade in services between Italy and 
the United States; majority ownership and control 
by an Italian national; active trade-focused 
operations.

U.S. Department of State / USCISE-1 Treaty Trader Visa

Proper incorporation in Florida, maintenance of 
corporate records, annual filings, and compliance 
with state corporate governance requirements.

Florida Division of CorporationsCorporate Formation & Governance

Timely filing of federal and state tax returns, 
compliance with payroll tax obligations, and 
accurate reporting of business income and 
expenses.

Internal Revenue Service (IRS); Florida 
Department of RevenueFederal & State Taxation

Compliance with wage, hour, and employment 
eligibility requirements; proper classification of 
employees and contractors.

U.S. Department of Labor; State of FloridaEmployment & Labor Laws

Transparent pricing, accurate service descriptions, 
and compliance with consumer protection and 
travel seller regulations, where applicable.

Florida Department of Agriculture and 
Consumer Services; FTCConsumer Protection & Travel Regulations

Protection of client data through secure systems, 
confidentiality practices, and compliance with 
applicable privacy and data security requirements.

FTC; applicable U.S. data protection standardsData Protection & Privacy

Maintenance of accurate financial records to track 
international trade volume, transaction frequency, 
and treaty-country trade proportions.

IRS; Internal Accounting StandardsFinancial Recordkeeping

Use of written agreements with clients and 
suppliers to ensure clarity, enforceability, and 
compliance with cross-border commercial 
standards.

U.S. and Italian Commercial LawContractual & Commercial Compliance
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Business Model
SWOT Analysis

 Proven international trade history supported 
by a well-established Italian parent company 
with over a decade of operations.

 Strong focus on Italy–U.S. bilateral travel, 
aligning directly with E-1 Treaty Trader 
requirements.

 Personalized, high-touch service model 
supporting repeat clients and long-term 
corporate relationships.

 Established supplier and partner networks in 
both Italy and the United States.

 Growing demand for transatlantic travel 
between the United States and Europe, 
particularly Italy.

 Expansion of U.S.-based corporate and 
group travel clients to increase recurring 
trade volume.

 Ability to scale trade volume through a 
physical U.S. presence and deeper supplier 
partnerships.

 Leveraging long-standing Italian supplier 
relationships to offer differentiated, value-
added travel services.

Strengths Weakness

Threats

 Brand recognition in the U.S. market is still 
developing.

 Initial reliance on the founder for strategic 
management and trade development.

 Economic downturns or geopolitical 
events affecting international travel 
demand.

 Regulatory changes affecting international 
travel, visas, or tourism operations.

S

O

WT
Opportunities
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Business Model
Road Map

 Expand the U.S. client base,
with emphasis on B2B
corporate and repeat leisure
clients.

 Increase transaction
frequency and overall trade
volume.

 Strengthen relationships with
U.S.-based destination
management companies and
suppliers.

 Hire additional operational or 
sales support staff to handle 
increased trade activity.

 Enhance internal systems for 
service coordination, trade 
tracking, and client 
management.

 Expand group and escorted tour 
offerings between Italy and the 
United States.

 Increase brand visibility and credibility within the U.S. travel market.

 Achieve stable and predictable revenue streams from diversified clients.

 Optimize operational efficiency and profit margins.

 Maintain and strengthen E-1 Treaty Trader compliance through continued 
substantial trade.

Year 1

Year 4 & 5

 Obtain E2 Visa
 Stabilize U.S. operations and

office infrastructure.
 Onboard initial U.S. clients and

activate existing Italy–U.S. trade
relationships.

 Formalize supplier and partner
agreements in the United States
and Italy.

 Begin consistent revenue
generation aligned with E-1 trade
requirements.

Year 2 Year 3
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Business Model
Competitive Edge 

Exclusive Italy–United States Focus

"Company Name XYZ" is distinguished by its exclusive specialization in 
travel between Italy and the United States. Unlike competitors that offer 
broad, destination-agnostic services, the company concentrates solely on 
bilateral trade in travel services, allowing for deeper market knowledge, 

stronger supplier integration, and more reliable cross-border service 
execution.

Personalized, High-Touch Service Model

The company delivers customized travel solutions tailored to individual, 
group, and corporate clients. This relationship-driven approach contrasts 
with mass-market online platforms and standardized corporate agencies, 

supporting repeat business, client loyalty, and higher service quality.

Vertically Integrated Trade Operations

"Company Name XYZ" benefits from direct operational integration with 
its Italian parent company, providing access to long-standing supplier 

relationships in Italy. This vertical integration enhances cost efficiency, 
service consistency, and margin stability across international 

transactions.

Dedicated U.S. Presence

A physical presence in the United States enables closer engagement with 
U.S.-based clients and partners, faster coordination of services, and 

increased transaction frequency. This operational proximity 
differentiates the company from Italy-based agencies without U.S. 

representation.

E-1 Aligned Business Model

Treaty-national ownership and active management ensure that 
operations are fully aligned with E-1 Treaty Trader requirements. The 
company functions as an international trader in services rather than a 

local retail agency, reinforcing its strategic and regulatory differentiation 
in the competitive landscape.
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Sales & Marketing
Marketing Mix

Digital Presence & Social Media Marketing
"Company Name XYZ" utilizes digital platforms such as Instagram, Facebook, and LinkedIn to
showcase curated Italy–U.S. travel experiences, destination highlights, client testimonials, and group
tour offerings. Short-form visual content and storytelling are used to build brand credibility, inspire
travel demand, and reinforce the company’s expertise in cross-border travel services.

Client Referrals & Word-of-Mouth
A significant portion of promotion is driven through referrals from satisfied
clients and long-standing partners in Italy and the United States.
Personalized service and relationship-based engagement encourage
repeat bookings and organic recommendations, supporting consistent
transaction flow without reliance on mass advertising.

Corporate & B2B Outreach
The company promotes its services directly to U.S.-based corporate clients and
organizations requiring international travel solutions. This includes targeted
outreach, proposal-based engagements, and relationship management with
businesses seeking reliable Italy–U.S. travel coordination.

Strategic Partnerships & Co-Promotion
"Company Name XYZ" collaborates with hotels, destination management
companies, tour operators, and transportation providers for joint
promotions and bundled travel offerings. These partnerships enhance
service visibility, strengthen brand trust, and support mutual growth in
bilateral travel trade.

Travel Industry Networking & Events
Selective participation in travel industry events, trade shows, and professional
networking forums supports partnership development and brand visibility. These
activities reinforce the company’s positioning as a specialized international travel
provider and contribute to long-term client and partner acquisition aligned with E-1
Treaty Trader objectives.
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Management Team
Profile

Ms. "Owner Name XYZ"
Principal Owner, and Managing Director 

"Owner Name XYZ" is the Founder, Principal Owner, and Managing Director of "Company Name XYZ" and the
90% majority owner of the Italian parent company, "Company Name XYZ" SRL. She has over a decade of
professional experience in international travel services and cross-border business operations, with a
specialized focus on Italy–United States travel trade. Since the incorporation of "Company Name XYZ" SRL in
2013, Ms. Ceriani has been directly responsible for building, managing, and scaling the company’s
international travel operations, including customized leisure travel, group and escorted tours, and B2B
corporate travel services.

In her executive capacity, Ms. Ceriani oversees all strategic and operational aspects of the business. Her
responsibilities include developing bilateral trade relationships, negotiating and managing supplier contracts in
Italy and the United States, supervising itinerary design and service delivery, and maintaining long-term
relationships with corporate and individual clients. She plays an active, hands-on role in business development,
client acquisition, and cross-border coordination, ensuring that trade transactions are continuous, revenue-
generating, and aligned with E-1 Treaty Trader requirements. Her leadership has resulted in sustained year-
over-year growth, with the Italian parent company generating approximately €1.6 million in annual revenues
in recent years, the majority of which derives from international travel services.

Ms. Ceriani holds a Bachelor’s Degree in Economics and Management from Università Cattolica del Sacro
Cuore in Milan and a Degree in Merchandising & Marketing (Magna Cum Laude) from the Fashion Institute of
Design & Merchandising (FIDM) in Los Angeles. Her academic background provides a strong foundation in
financial management, marketing strategy, and international business operations. In addition to her travel
industry expertise, she has professional experience in retail strategy and financial analysis through roles with
internationally recognized companies, including Moncler, further strengthening her commercial and
managerial skill set.

Fluent in both English and Italian, Ms. Ceriani operates effectively across cultural and regulatory environments.
Her dual-market expertise, treaty-national ownership, and direct managerial involvement are essential to the
success of "Company Name XYZ" and its role as an active international trader in services between Italy and the
United States. Her profile demonstrates the experience, credibility, and operational necessity required for the
effective execution and expansion of the company’s bilateral trade activities.
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Management Team
Roles & Responsibilities

Key Roles & ResponsibilitiesDesignation

Provides overall strategic leadership and direction; oversees Italy–U.S. international trade 
operations; manages key supplier and corporate client relationships; ensures compliance with E-1 
Treaty Trader requirements and U.S. regulatory obligations; leads business development and long-
term growth planning.

Founder / Managing Director

Handles administrative support functions including scheduling, documentation, invoicing 
coordination, record keeping, and correspondence; assists with compliance filings and internal 
reporting; supports day-to-day office operations during early-stage growth.

Administrative Assistant (Part-Time)

Manages daily operations and service delivery; oversees sales activities and client onboarding; 
coordinates with Italian and U.S. suppliers; monitors transaction volumes and margins; supports 
scaling of bilateral trade activities and operational efficiency.

Operations & Sales Manager

Coordinates travel itineraries, bookings, and logistics; acts as primary point of contact for clients 
before and during travel; liaises with hotels, tour operators, and transportation providers; ensures 
high service quality and client satisfaction across Italy–U.S. travel services.

Client Support / Travel Coordinator
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Management Team
Staff Cost and Head Counts

Total Employee Count 

Year 5Year 4Year 3Year 2Year 1DepartmentDesignation

11111AdminFounder / Managing Director
11111AdminAdministrative Assistant
11100OperationsOperations & Sales Manager
11000OperationsSupport / Travel Coordinator
44322Total Counts

Annual Wage

Year 5Year 4Year 3Year 2Year 1DepartmentDesignation

00000AdminFounder / Managing Director
25,48424,38423,33222,32521,362AdminAdministrative Assistant
86,72982,98779,40575,97972,700OperationsOperations & Sales Manager
48,91246,80144,78242,84941,000OperationsSupport / Travel Coordinator

Total Outflow – Wages

Year 5Year 4Year 3Year 2Year 1DepartmentDesignation

00000AdminFounder / Managing Director

25,48424,38423,33222,32521,362AdminAdministrative Assistant

86,72982,98779,40500OperationsOperations & Sales Manager

48,91246,801000OperationsSupport / Travel Coordinator

161,125 154,172 102,737 22,325 21,362 Total
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Capital Investment, Source and Use of Funds

%Amount ($) Capital Structure

100%35,000 Ms. "Owner Name XYZ"1

100%35,000 Total Business Value

Sources

%Amount ($) DescriptionS. No

100%35,000 Equity1

100%35,000 Total Capital Injection

Initial Investment

%Amount ($) DescriptionS. No

13%4,500 Company Formation & Legal1

10%3,500 Seller of Travel Registration & Bond2

17%6,000 Office Setup & Deposit3

9%3,000 Software & Booking Tools4

9%3,275 Regulatory & Legal Compliance Fee5

13%4,500 Marketing & Promotion6

6%2,000 Insurance (E&O + General Liability)7

24%8,225 Working Capital8

100%35,000 Total Amount
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Financial Plan
Revenue Assumptions

Year 5Year 4Year 3Year 2Year 1UOMAssumptions

B2B Corporate Travel

270,608 265,302 260,100 255,000 250,000 $ Annual Corporate Contract Value

2.0%2.0%2.0%2.0%Growth

32211 Number of Clients - Annually

30%30%30%30%Growth

772,884 582,868 439,569 331,500 250,000 $ Total B2B Corporate Travel Revenue

Customized Leisure Travel

1,910 1,870 1,830 1,785 1,750 $ Average Service Fee per Trip

2.15%2.20%2.50%2.0%Growth

202155852620 No. of Trips  booked – Annually

30%84%225%30%Growth Rate

386,073 290,728 154,603 46,410 35,000 $ Total Customized Leisure Travel Revenue

Group / Escorted Tours

5,500 5,371 5,245 5,115 5,000 $ Average Income per Group Trip

2.40%2.40%2.55%2.30%Growth Rate

52 40 16 4 3 No. of Group Trips  booked - Annually

30%155%300%30%Growth Rate

284,439 213,671 81,829 19,949 15,000 $ Total Group / Escorted Tours Revenue

1,443,396 1,087,268 676,001 397,859 300,000 $Total Revenue
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Financial Plan
Profit and Loss Statement

Year 5Year 4Year 3Year 2Year 1Particulars

1,443,396 1,087,268 676,001 397,859 300,000 Net Revenue

992,479 747,606 464,818 296,405 223,500 Costs of Services
135,641 129,788 79,405 --Salaries & Wages – Operation

1,128,120 877,393 544,224 296,405 223,500 Costs of Services

315,276 209,875 131,777 101,454 76,500 Gross Profit
21.84%19.30%19.49%25.50%25.50%Gross Margin %

SGA Expenses
43,302 32,618 20,280 11,936 9,000 Marketing & Promotion

7,372 7,157 6,949 6,747 6,550 Regulatory & Legal Fee
3,510 3,375 3,245 3,120 3,000 Software & Booking Tools
1,688 1,639 1,591 1,545 1,500 Admin & Office Supplies
7,293 6,946 6,615 6,300 6,000 Office Rent
2,026 1,967 1,910 1,854 1,800 Utilities & Internet
2,229 2,185 2,122 2,060 2,000 Insurance
3,008 2,894 2,756 2,625 2,500 Travel & Networking
4,169 4,050 3,894 3,744 3,600 3rd Party Legal & Accountancy

25,484 24,384 23,332 22,325 21,362 Salaries & Wages – Admin

100,081 87,215 72,693 62,255 57,312 Total SGA
6.93%8.02%10.75%15.65%19.10%SGA %

215,195 122,660 59,084 39,199 19,188 Net Profit
14.91%11.28%8.74%9.85%6.40%Net Margin %
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Financial Plan
Cash Flow Forecast

Year 5Year 4Year 3Year 2Year 1Projected Cash Flow Statement
Inflows

1,443,396 1,087,268 676,001 397,859 300,000 Revenue

35,000 Capital

1,443,396 1,087,268 676,001 397,859 335,000 Total Inflows

Outflows

992,479 747,606 464,818 296,405 223,500 Costs of Services

135,641 129,788 79,405 --Salaries & Wages - Operation

43,302 32,618 20,280 11,936 9,000 Marketing & Promotion

7,372 7,157 6,949 6,747 6,550 Regulatory & Legal Compliance Fee

3,510 3,375 3,245 3,120 3,000 Software & Booking Tools

1,688 1,639 1,591 1,545 1,500 Admin & Office Supplies

7,293 6,946 6,615 6,300 6,000 Office Rent

2,026 1,967 1,910 1,854 1,800 Utilities & Internet

2,229 2,185 2,122 2,060 2,000 Insurance (E&O + General Liability)

3,008 2,894 2,756 2,625 2,500 Travel & Networking

4,169 4,050 3,894 3,744 3,600 3rd Party Legal & Accountancy Services

25,484 24,384 23,332 22,325 21,362 Salaries & Wages - Admin

107,597 61,330 29,542 19,599 9,594 Drawings

1,335,798 1,025,938 646,459 378,259 290,406 Total Outflows

107,597 61,330 29,542 19,599 44,594 Net Surplus/Deficit

155,065 93,735 64,194 44,594 -Opening Cash Balance

262,663 155,065 93,735 64,194 44,594 Closing Cash Balance
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Financial Plan Expenses Assumptions
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