Travel Membership Reality Check

A plain-English look at cost, usage, tradeoffs, and future fit

Sample report for product development

Prepared by: TravelClubReview.com

Case: Fictional household evaluating the fictional Horizon Escape Club
Report date: August 27, 2026

Overall finding: Weak financial fit under the assumptions supplied

Confidence: Moderate, because no complete contract or live inventory was reviewed

SAMPLE ONLY: The customer, company, offer, prices, and sales claims in this report are
fictional. They are included to demonstrate the proposed Travel Membership Reality
Check service.

The question this report answers

Does this travel membership appear financially and practically competitive for the way this household
expects to travel?

This is a financial and practical analysis. It is not a legal opinion, a guarantee of future prices or availability,
or a recommendation to buy, cancel, or stop paying.
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1. Membership and household snapshot

Membership

Purchase price

Down payment

Amount financed
Financing

Annual dues

Annual benefit

Booking charge used in this analysis
Household travel pattern
Likely destinations
Flexibility

Intended ownership period

Horizon Escape Club, fictional sample

$12,995

$1,995

$11,000

14.99% APR for 60 months

$799 in year one

Up to 10 accommodation nights, subject to availability
$29 per used night

Two leisure trips and about eight hotel nights per year
Orlando, Las Vegas, and Cancun

Moderate, but constrained by work and school calendars

At least five years

What the customer says matters most

* Lower lodging costs without sacrificing a private hotel-style room.
* Enough availability during school breaks and common vacation periods.
e Predictable annual expenses.

* Flexibility if the household travels less in a future year.

2. Evidence and assumption ledger

Keeping facts, claims, documents, and assumptions separate prevents a confident-looking spreadsheet from
quietly turning guesswork into truth.

Customer-provided facts

* The household normally uses about eight hotel nights each year.

* The proposed purchase price, down payment, financing terms, and first-year dues came from the offer
worksheet.

* The household expects to keep traveling mainly to Orlando, Las Vegas, and Cancun.

Sales claims reported by the customer

* “Members save 40% to 60% on hotels.”
* “The membership pays for itself.”

* “Availability is easy if you plan ahead.”
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* “The membership can be passed to family.”

These are reported sales claims, not verified findings.

Written materials reviewed for this sample

* One fictional pricing worksheet.
* One fictional benefits summary.

* No complete membership agreement, financing agreement, inventory history, or fee schedule.

Assumptions used for modeling

e Annual dues rise by 5% each year.
e A comparable public room starts at $225 per night and rises by 3% each year.
* Each used membership night carries a $29 booking charge.

* Taxes, resort fees, airfare, meals, upgrades, exchange fees, and optional benefits are excluded from both
sides unless stated.

* The household can find comparable rooms and use every night modeled in each scenario.

These assumptions are adjustable. The final customer report should show which
conclusions change when the assumptions change.

3. What the financing actually costs

Financing changes the economic picture substantially.

Amount financed $11,000.00
Estimated monthly payment $261.63
Total of 60 estimated payments $15,697.89
Estimated financing cost $4,697.89
Down payment plus financed payments $17,692.89

The $12,995 purchase becomes an estimated $17,692.89 acquisition cost after the modeled financing. That
is before annual dues or booking charges.

4. Five-year cost projection

Estimated annual dues
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Year 1 $799.00
Year 2 $838.95
Year 3 $880.90
Year 4 $924.94
Year 5 $971.19
Five-year total $4,414.98

Fixed five-year membership cost

Down payment and financed payments $17,692.89
Modeled annual dues $4,414.98
Fixed cost before booking charges $22,107.87

The household would spend approximately $22,107.87 before using a single night during the first five years.

5. Scenario comparison

The public-booking comparison starts at $225 per comparable night and increases by 3% annually. It is a
benchmark, not a promise that every destination and date will be available at that price.

Nights Membership cost | Effective member Comparable Membership

used over cost per night public booking premium

5 years
Best realistic case 50 $23,557.87 $471.16 $11,945.56 $11,612.31
Expected case 35 $23,122.87 $660.65 $8,361.89 $14,760.98
Regret case 15 $22,542.87 $1,502.86 $3,583.67 $18,959.20

What this comparison suggests

Under every modeled scenario, the membership costs materially more than booking comparable lodging
independently.

Even in the best realistic case, the household must use all 10 modeled nights every year. The effective
membership cost is still approximately $471 per night, compared with an average modeled public rate of
approximately $239 per night over the same five years.

Paying cash instead of financing improves the best-case result, but does not reverse it. At the stated
$12,995 cash price, modeled dues, and booking charges, the five-year best-case cost would still be
approximately $18,859.98, or $377.20 per used night.
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6. Break-even reality check

Using the modeled public rates and $29 member booking charge, the household would need approximately
105 nights over five years, or about 21 nights per year, for the avoided public-room cost to offset the
membership’s fixed costs.

The offer provides only up to 10 accommodation nights per year in the information supplied.

Under the assumptions in this sample, the membership cannot reach financial break-even
using the stated annual night benefit alone.

A different conclusion would require at least one material change, such as a much lower purchase price,
substantially more usable nights, reliably higher-value accommodations, additional benefits the household
would otherwise buy, or a much longer useful ownership period without offsetting fee growth.

7. How this membership might age with you

Best realistic case

The household continues taking regular trips, books early, finds acceptable inventory, and uses all 10 nights
every year. Annual dues rise as modeled, and no major new charges appear.

Likely result: The household receives consistent use, but the membership remains more expensive than the
public-booking benchmark. The nonfinancial value would need to be unusually strong to justify the premium.

Expected case

The household uses about seven nights per year. Some preferred dates are unavailable, one annual trip is
booked independently, and a few membership nights go unused.

Likely result: Five-year membership cost reaches approximately $23,122.87, or $660.65 per used night. The
economics weaken quickly because the acquisition cost and dues continue whether the benefit is used or not.

Regret case

Work schedules, school calendars, health, finances, or changing travel preferences reduce usage to about
three nights per year. Dues continue, and the household wants more flexibility than the membership
provides.

Likely result: Five-year membership cost reaches approximately $22,542.87, or $1,502.86 per used night. The

household may feel pressure to keep traveling simply because it has already paid, which is not the same as
receiving value.

Life changes that deserve stress testing

* A job change reduces schedule flexibility.
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* Children’s school or activity calendars narrow available dates.

* Health or caregiving responsibilities reduce travel.

* Airfare increases make distant destinations less practical.

* The household begins preferring cruises, vacation rentals, or visiting family.
e Annual dues or transaction charges rise faster than expected.

* Inventory exists, but not for the room types or dates the household actually wants.

8. Claims that remain unverified

Reported claim What would verify it Current status

Members save 40% to 60% Side-by-side searches for the same property, room, dates, taxes, Unverified
and cancellation terms

The membership pays for itself A break-even calculation using actual use and complete costs Not supported by the
current model

Availability is easy Live searches across the household’s likely destinations and dates Unverified
Benefits can be passed to family Transfer and inheritance language in the signed agreement Unverified
Annual costs are predictable Complete fee schedule and language controlling future increases Unverified
Ten nights are usable every year Written expiration, rollover, blackout, and inventory rules Unverified

9. Questions to ask before proceeding

. Are the 10 annual nights guaranteed benefits, credits, or merely access to discounted inventory?
. Which properties and room types can actually be booked with those nights?

. Do blackout dates, minimum stays, booking windows, or capacity controls apply?

. What charges apply in addition to the $29 modeled booking fee?

. Do unused nights expire, roll over, or require another payment to preserve them?

. Is there a contractual limit on annual-dues increases?

. Can the company change participating properties or benefits after purchase?

. What happens to the benefits if financing is paid off but annual dues continue?
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. What written terms control transfer to family, and are transfer fees involved?

10. Can the company demonstrate savings using the same properties, room types, dates, taxes, and
cancellation terms the household would book publicly?

11. Are any promised benefits missing from the written agreement?

12. What cancellation, refund, renewal, and default provisions appear in the complete contract?

Questions 9, 11, and 12 depend on the written agreement. They may be appropriate for a separate
document-focused contract review.
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10. TCR bottom line

Based on the fictional information supplied, this offer appears to be a weak financial fit for the household’s
expected travel pattern.

The main problem is not the $799 first-year dues by themselves. It is the combination of:

* A large acquisition cost.

* High-cost financing.

* Ongoing dues.

* A limited annual night benefit.

* Value that depends on consistently finding and using suitable inventory.

The household’s expected seven to eight hotel nights per year are not enough to recover the modeled fixed
costs. Even full use of the stated 10-night annual benefit does not reach break-even against the comparison
used here.

The most decision-relevant next step would be to verify actual inventory and total member pricing for two
trips the household would genuinely take, then compare those results with equivalent refundable public
bookings. If the written agreement needs deadline, cancellation, transfer, renewal, or sales-promise
analysis, that is a different job and should be handled through the document-focused contract review
service.

11. Scope and limitations

This report is educational and based on the information and assumptions listed above. It does not determine
whether a contract is enforceable, whether a statement legally constitutes fraud or misrepresentation,
whether a customer has a right to cancel, or what legal remedy may be available.

Travel prices, fees, benefits, and availability can change. Public-booking comparisons should use equivalent
dates, properties, room types, taxes, fees, and cancellation terms whenever possible.

TravelClubReview does not represent the customer, contact the membership company, negotiate,
guarantee savings, or promise any cancellation or refund outcome. Questions involving legal rights,
disputes, debt, credit consequences, foreclosure, or active deadlines should be directed to a qualified
attorney.
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