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BALI Dyudlly ResORT

MAKE FRIENDS FOR LIFE

Family Pool View

Adults Only Lazy Pool

Bali Dynasty Resort is a premier beachside resort in South Kuta, renowned for its warm
Balinese hospitality. The property offers six restaurants, five bars, three swimming pools
including a kids pool with its own Kids Water Fun Zone and dedicated adults only pool, spa,
exercise room, beach club, kids' club, teens club, kids playground, Trapeze School, meeting
facilities and a complimentary Hospitality Lounge for those early arrivals and late departures.

Located at the entrance of the resort is the popular Indian restaurant
P » Queens of India’ of which room service is also available. Bali
B{ Queen‘g Dynasty Resort is within walking distance of Kuta's nightlife,
srwes wpian cnisine wortowine  WWaterbom Park, Lippo Mall and Discovery Shopping Mall.

JI. Kartika, Tuban, South Kuta, Bali - Indonesia 80361
t +62 361 752 403

info@balidynasty.com | www.balidynasty.com ‘.P

o balidynastyresort O BaliDynasty @ balidynastyresort

Prose Praza
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For Bookings & Queries Contact Us:
@ +9122 61453500
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Convenient Daily Connections
(India to Nairobi via Muscat) Starting 27th March, 2017

Nairobi is the capital and largest city of Kenya. The name "Nairobi" comes from the Maasai phrase
Enkare Nairobi, which translates to "cool water", It is famous for having the Nairobi National Park,
the world's only game reserve found within a major city.

WY 721 Muscat - Nairobi 14:50 18:55
WY 722 Nairobi - Muscat 00:45 06:50

(India to Manchester via Muscat) Starting [st May, 2017

Manchester is known throughout the world for two of the biggest names in sport: Manchester United and
Manchester City football clubs. The trendy Northern Quarter is the creative hub of Manchester's shopping
scene, and offers a unique experience with its mix of bars, cafes and eclectic one-off shops.

WY 105 Muscat - Manchester 14:00 19:05
WY 106 Manchester - Muscat 20:45 07:20*

* Next Day Arrival

Visit omanair.com or mobile app to book, buy and check-in online, or call ;

Delhi : +91 11 23766280, Mumbai : +91 22 43229000, Lucknow : +91 522 4114201/ 02/ 03, Jaipur : +91 141 298 1234 , Hyderabad :
+01 40 23410800, Bengaluru : +91 80 41132900, Kochi : +91 484 2385080, Thiruvananthapuram : +91 471 2557042/ 43/ 44, Calicut :
+01 495 2365972 / 73/ 74, Chennai : +91 44 43473333, Goa : +91 832 2430103-07 or contact your local travel agent.

Enroll online today @sindbad.omanair.com and enter a world of exclusive privileges and rewards.
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OMAN AIR

omanair.com
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Arclights on India’s heritage

The Central Government plans to bring heritage tourism to the forefront and is developing a campaign as well
as a circuit to showcase this aspect, reveals Suman Billa, Joint Secretary-Tourism, Government of India.

*TT BureAu

ndia is all set to display its
| tourism might at ITB Berlin,

the world’s largest trade
platform for travel and tour-
ism. In early March, around
50 people comprising the
Indian delegation will repre-
sent the country’s plethora
of tourism products, culture

and heritage.

Billa, who will be a part
of the group, imparts more
information and says, “We
feel this edition is going to be
larger than before — ITB is the
biggest platform for us and we
have a very robust participa-
tion. This year, we plan to bring
India’s heritage to the forefront
and the recently launched her-
itage campaign will help us

66 We feel this edition is going to be larger than before
—ITB is the biggest platform for us and we have a
very robust participation. This year, we plan to bring
India’s heritage to the forefront and the recently
launched heritage campaign will help us generate a
generous amount of traction in portraying India as

a heritage destination. 99

generate a generous amount
of traction in portraying India
as a heritage destination.”

He added that plans
to partner at an interna-
tional trade show set on the
lines of ITB Berlin in India, are
in pipeline.

Suman Billa
Joint Secretary-Tourism, Government of India

The Centre will report-
edly host a group of blog-
gers on a road trip across the
country to exhibit the coun-
try’s rich heritage as part of a
campaign termed Heritage on
Wheels. The idea has earlier
been modelled in Kerala Tour-
ism's Kerala Blog Express

where 25 bloggers from
around the world were taken
on a fortnightly trip around
the state, giving them a first-
hand experience of the local
customs, culture and cuisine.
The campaign reinstates the
Centre’s importance on the
digital revolution and ac-

knowledges its growing sig-
nificance in the industry.

As part of the Swadesh
Darshan scheme, funds to
the tune of “450 crore were
recently sanctioned for the
development of the Heritage
Circuit in Madhya Pradesh
and Uttarakhand. Compris-
ing the sites of Gwalior, Or-
chha, Khajuraho, Chanderi,
Bhimbetka, and Mandu, the
project cost for the circuit
in Madhya Pradesh is esti-
mated at approximately ~100
crore and envisages world
class infrastructural devel-
opment of the sites. These
include developing a theme
park and convention centre
in Khajuraho, sound and light
show in Mandu, site illumi-
nation, construction of tour-

ist facilitation centres and
parking area. For the Herit-
age Circuit in Uttarakhand,
tourism infrastructure  will
be developed in Jageshwar,
Devidhura, Katarmal and
Baijnath sites with a total
project cost of approxi-
mately 83 crore. The funds
will be used to develop Eco
Log Huts, sound and light
show, as well as to upgrade
temple pathways.

Pumping Investments

& As part of the Swadesh
Darshan scheme, funds
to the tune of ~450 crore
were recently sanctioned
for the development of the
Heritage Circuit in Madhya
Pradesh and Uttarakhand

Assam's debut at ITB Berlin

The travel trade show, spread over three days, will
host around 180,000 visitors in total who will witness
India’s importance on sustainable tourism.

JAHANA GURUNG

TB Berlin 2017 is set to wel-
come more than 10,000 exhib-
itors from around 185 countries
and regions who will be show-
casing the best of their products
at the show. Scheduled to take
place from March 8-12, 2017,
the trade show has received
numerous requests from ex-
hibitors for more floor space
and the organisers have had
to rearrange the hall concept
and add two-tier stands for
certain markets.

Commenting on the ex-
pected turnout, David Ruetz,
Head, ITB Berlin, says, “On the
purchasing side, | believe the
expected figures of 2017 will
equal the previous year's level
of around €7 billion. Pre-orders

David Ruetz
Head
ITB Berlin

for the tickets remain stable at
last year's level, so we expect
again around 180,000 visitors
in total” He adds that some
of the stands have grown in
height and the hall layout has
been improved.

Since the past year has
seen the international travel
industry face many challenges,

this year ITB Berlin will be look-
ing at topics of great concern.
Says Ruetz, “As a result of
geopolitical crises, holidaymak-
ers have become unsure about
how safe it is to travel. Hence,
one of the key up-to-the-minute
topics will address this con-
cern in the session 'Disruptive
Travel: The End of the World as
We Know It Leading interna-
tional experts will show how
tourism professionals are suc-
cessfully taking on controversial
issues and current challenges
such as geopoliical crises,
travel safety risks and the use of
artificial intelligence.

Botswana, this year's of-
ficial partner country, will be
enhancing visitors appetites

Contd. on page 31 »

Adrenaline thrill I‘lI|BS

The Incredible India Campaign 2.0 is expected to
rev up marketing and promotional activities of
Indian tourism but the new campaign has to be /

different from its predecessor to breathe new
life into the Indian inbound industry. T
asks the travel trade what they see as the
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focus of this
new campaign.
Moving away
from the tradi-
tional products
of Culture and
Heritage, 35.7
per cent stake-
holders believe
that adventure
tourism is the
next big driver

for growth followed by medical and wellness tourism at 21.4 per cent.
ThoughMICE and weddings have gainedtractionin India, it stood tied up
with cruising with 14.3 per cent.

Virgin Atlantic flies daily, direct to Lopdon from Delk
customers can enjoy a trip to thell M

With its fascinating historic buildings; exciti

food scene, it's the perfect place to be for a

For more information, call 1800 102 3000
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RIYA CONNECT

"Riya Connect as online B2B portal is the most preferred choice of every Travel Business Enterprise.

Started in 2007, as a lone flight seller, today offers bouquet of Travel Products, right under one

umbrella. Single upload and you can avail benefits of Insurance , Bus , Car , Theme Park , Railway,
Hotels, Queue Ticketing, Ancillary Services, along with the other Online Paltforms."

DIFFERENT
PAYMENT MODULES
Cash | Credit Cards

Wallets

MULTIPLE PLATFORMS
Desktop Application
Web Browser
Mobile Application
APl / White Label

MULTIPLE PRODUCTS
Airline | Insurance
Bus | Hotel | Car

Theme Parks | Railway

ANCILLARY SERVICES
Baggage | Meals
Seat Mapping
Web Check In | Lounges
Meet & Assist

MULTIPLE TRANSACTIONAL
MODULES
Top up | Credit
Queue Ticketing

ADDITIONAL SERVICES-

* Real Time Cancellation & Reissue * Single Top Up for multiple products * Meals and Seat Selection while booking

FOR MORE INFORMATION
022 - 6629 4818 | RIVACONNECT@RIYA.TRAVEL

JAMMU & KASHMIR - 9797796272 | PUNJAB/HIMACHAL - 8284847492 |DELHI/HARYANA - 9810237492 | UTTAR PRADESH/UTTARAKHAND - 9935147492 |

RAJASTHAN - 9928067492 | GUJARAT - 9998947492 | MUMBAI - 9819315350 | MAHARASHTRA / GOA - 9920560901 | KARNATAKA - 9741525345 | ANDHRA

PRADESH - 7337571199 | TELANGANA - 9248006818 | KERALA - 9544800703 | TAMIL NADU - 9940698844 | ARUNACHAL / NAGALAND / MANIPUR - 9831117492 |

ASSAM/MIZORAM/MEGHALAYA - 9678047492 | CHHATTISGARH - 9174927492 | JHARKHAND - 9007047492 | ODISHA - 9163317492 | TRIPURA - 9051787492 |
WEST BENGAL/SIKKIM - 9748467492 | MADHYA PRADESH - 9810237492
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Malaysia offers 15-tlay e-visa

Keen to strengthen age-old ties through tourism, Malaysia has eased visa
regulations for Indians and is zeroing in on sustainability.

J AHANA GURUNG

|ndian tourists on a short
visit to Malaysia can now
avail a single entry 15-day e-
visa, reveals Dato' Seri Mo-
hamed Nazri Abdul Aziz,
Malaysia’s Minister of Tour-
ism and Culture. A process-
ing fee of $20 is applicable
with a processing time of 48
hours. “India has consist-
ently been one of the top six
tourist generating markets
for Malaysia and has contin-
uously made significant con-
tributions to our tourism ar-
rivals and receipts,” he says.

“This year, we intend
to achieve one million In-
dian arrivals, a number that
is ambitious, but nothing
is impossible and with the
right marketing strategy and
approach, this is achiev-
able,” the minister adds. In
2015, Malaysia welcomed
722,141 Indian tourists while
Jan-Oct 2016 saw 540,530
Indian arrivals.

In an attempt to fortify the
bilateral relationship, an ‘Ap-
preciation Evening’ was held
in New Delhi where Indian
travel agents were felicitated
for their efforts in promoting
Malaysia to the Indian trav-
ellers. Leaders from Travel
Agents Association of India
(TAAI), Travel Agents Fed-
eration of India (TAFI) and
Outbound Tour Operators
Association of India (OTOAI)
signed a plaque fortifying
each others commitment to
promoting travel from India.
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This year, Tourism Malay-
sia will be laying a special em-
phasis on sustainable tourism
in line with UNWTO’s vision
for 2017 and will be promoting
UNESCO World Heritage Sites
and homestay programme.
The Minister explained, “Kina-
balu National Park in Sabah,
Gunung Malu National Park
in Sarawak, cities of Malacca
and Georgetown, and the ar-
chaeological heritage of the
Lenggong Valley are the World
Heritage Sites which will be
focused on this year. Similarly,

With highlights such a:z private beaches, fantastic children’s

clubs, zports

adventures and cultural immersion, our seven

hatels and resorts offer guests unforgettable experiences
that combine casual luxary and heartfelt hospitality.
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we want to portray the country
as a free-from-pollution desti-
nation, particularly the Borneo
states Sabah and Sarawak.”

The Southeast Asian
country has declared 2017 as
‘Visit Perak’, ‘Visit Terengganu’,
and ‘Visit Pahang’ year as these
states are special because of
their diverse offerings. “These
three states are especially rich
in culture, heritage, nature,
adventure with islands, rivers
and lakes that will fascinate the
Indian market” he stated. 4
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Cruise Club is a multi-brand cruise
specialist, offering o wide range
from cruises from popular to luxury
ocean cruises, as well as river and
expedition cruises. Some of our
pariner brands include:

POPULAR CRUISES

Afcamival

Celestyal
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DREAM CRUISES
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BOOKING HOTLIMNE:
+21 84089 21111 / B4089 95555

EMAIL ID:
BOOKNOW®@CRUISECLUB.IN
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Responsible tourism

India went aggressive at promoting tourism
and the government’s policy changes
helped the country witness an upward surge
in tourist arrivals in 2016. This increase
can be attributed to factors such as flexible
government policies relating to e-visas for
foreign tourists, infrastructural developments
and increased connectivity. In 2017, too,
the Ministry of Tourism is working hard to
improve its inbound numbers and measures
such as free SIM cards for tourists arriving
on e-visas, strategic partnerships and
increased participation at international fairs
and the launch of a new media campaign
augur well for increased FTA figures. The
debut participation of Assam at an event of
the stature of ITB Berlin hints at the fact that
the states too are recognising the potential of
tourism and want to tap this before somebody
else takes a share of the pie.

However, it's also imperative that tourism
should be sustainable. In August 2014, the
then Union Minister for Tourism Shripad
Yesso Naik launched the Comprehensive
Sustainable Tourism Criteria for India (STCI)
for accommodation, tour operators and
beaches, backwaters, lakes & rivers sectors.
At ITB Berlin, too, India will be drawing its
focus on sustainable tourism.

Right focus on tech

As technology moves from the outdoors
and enters our homes there is a growing
dependency on it for almost everything.
From booking a cab on Uber, ordering food
through Zomato, to booking movie tickets on
BookMyShow, no task can be done without
the help of technology. In such an era,
travel technology is increasingly becoming
a necessity and not just a growing fad. The
Indian Government's recent demonestisaion
drive is not just a stepping stone towards
embracing digital payments but reflects the
great shift from offline to online payments.
It's a call to either log in or be left out! At
such a time the two-day Phocuswright India
conference in Gurugram from February
28-March 2, 2017, aims to provide a relevant
insight into the industry and helps the players
to connect, grasp educational content,
innovate and grab investment opportunities
together in an engaging manner.

GUEST COLUMN

Trending in the time of social media

Companies are increasing their online presence to not only market, but also
take bookings. Tourism marketing has changed with this new trend, making
products more relevant for travellers within the age group of 18-60 years.

here was a time when

tourism marketing was all
about ads in a newspapers,
press releases and events.
But today one can launch a
product or destination through
live streaming on Facebook or
Instagram. You may be a travel
agent selling tours for Rajas-
than and want customers from
North America; you can launch
an ad targeted at only the
customers in North America.
One can target the customers
based on demographics and
launch customised campaigns,
sitting in the comfort of your
home. This is how tourism mar-
keting has changed with the
advent of social media.

The new buzz of social
media has numerous plat-
forms and each platform car-
ries something different for the
different customers. You basi-
cally want to go where your
customers are. So, if | am a
travel agent and want to sell
to trade partners, then | would
go to LinkedIn because that is
where my B2B contacts are. If
| want to target B2C markets
then | will be using Facebook.

On social media, content
plays a crucial role. Visually ap-

pealing content, its design and
relevancy always resonates
better with customers. In to-
day’s time and age, we get a lot
of bookings through social me-
dia platforms. Most of the cli-
ents are on social media plat-

also potential targets. There
was a time when we saw peo-
ple above the age group of 55
were not on social media, now
they are present as well. Peo-
ple who are under the age 14
are also influencers so they will

Visually appealing content, its design and
relevancy always resonates better with
customers. In today’s time and age, we get a lot
of bookings through social media platforms

forms looking for travel related
products. Be it better visuals,
videos or a guest feedback, it
is rather convenient for them to
make their bookings through
these platforms.

It is important that we first
understand our customer and
study which social media chan-
nel they are on and accordingly
plan our digital marketing strat-
egies and market using the
best ad features that channel
offers. Travellers in the age
group of 13-20 years or millen-
nial are active social content
consumers while at the same
time people in the age group
of 35-55 years, who are corpo-
rate travellers, housewives are

see your ad and influence their
parents to buy from you. On an
average, almost each individ-
ual spends around 2-3 hours
on social media channels on a
regular basis. Targeting can be
done based on age, hobbies,
designations, the organisations
where travellers work in; how
many children they have; rela-
tionship status etc., amongst a
host of other criteria.

In the coming times, | feel
Influencer Marketing is the
biggest trend. There are a few
trends which are taking the
market by storm like an Insta-
gram story, Snapchat Market-
ing, Facebook Live etc. Today
if your customer is using Snap-

chat, then you need to be there
too and use Snapchat mar-
keting to be able to sell your
product while the customer is
on that channel. Similarly there
are other channels like Insta-
gram which have introduced
Instagram story; you have a
platiorm to create a story to
deliver the message for your
brand in the best possible way.
It's in this ever-evolving indus-
try, we need to get into the field
and start playing our match
which simply means we need
to experiment for social media.

(The views expressed

are solely of the author.
The publication may or may
not subscribe to the same.)

Avijit Arya
Chief Mogul (CEO)
Internet Moguls

Offline a hetter bet than online

A surge in online and mobile travel sales has been witnessed across the globe. While
the majority of mobile travel purchases are stealing share from other online methods
such as PCs, offline is still predicted to have higher global value than online in 2020.

Mobile and Online Travel Sales Power 2011-2020
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B Mobile MOther Online
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+“ Increased terrorism threats and other socio-

2019 2020

political changes in the world keep causing
uncertainty across the globe and impact
economic growth and stability.

% Nonetheless, tourism arrivals are extremely
resilient with 2016 predicted to be another
record year for inbound trips, with 2015 seeing
more than 1.2 billion worldwide.

+ Travel product sales were $2.1 trillion in
2015 and are expected to top $2.5 trillion by
2020, boosted by adoption of new technology

and diverse business models.

+ Traditional travel agencies are making the

most of advanced technologies to sell holidays,
combining advice of professionals with the use of

the latest in-store technologies innovation.

% This blending of the physical with the digital
can be referred to as the "physical" approach,
and goes beyond the online presence or app.

+ With global online value sales forintermediaries

Year

Intermediaries

Airlines

Bookings Through Online and Offline Channels 2015/2020

Hotels Short-Term Rentals

2015

2020

——

set to overtake offline sales, traditional retailers

need to evolve so as not to lose out.

[ Online [ Offline

Source: WTM Global Trends Report 2016 in association with Euromonitor International
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Manipur: A jewel of the Northeast

It may be away from the rest of the mainland, but Manipur, located in the northeastern part of India,
possesses enough beauty and remote charm to attract discerning travellers.

*HAZEL JAIN

Beautiful things come in
small packages, indeed.
The northeastern state of
Manipur, cozily snuggled on
India’s extreme east and bor-
dering Myanmar, literally con-
nects the Indian subcontinent
to Southeast Asia. But it pays
a price for its remoteness.
Manipur is still an unexplored
territory by not only interna-
tional travellers but Indians

Dzikou lily is found. It has the
beauty of a valley and the hills
at once. We also have a lot of
adventure sports.” The Minis-
try of Tourism has sanctioned
12 projects worth 1,070
crore covering all the eight
states under its Swadesh
Darshan scheme.

Also on the ministry’s
agenda is promoting its festi-
vals to tourists. Juli Anal says
that Manipur celebrates at

least one festival every month
and it makes sense to create
a calendar which the depart-
ment will promote overseas
and in India. She adds that
Manipur gets a lot of tourists
from the UAE and Norway
apart from the rest of Europe
but its mainly domestic tour-
ists that visit. “International
visitors are still in very small
numbers but we have seen
that they like to come back.
So we get a lot of repeat

international tourists. Most
tourists visit Manipur as part
of their tourist route. They will
come from Delhi or Kolkata,
stay in Manipur for three to
four nights, and leave for
Myanmar or Thailand. For a
small state, these overnights
are really good,” she reveals.

ITM 2017

Imphal, Manipur's capital,
recently hosted the annual In-
ternational Tourism Mart (ITM)

2016. It is the perfect platform
to bring all Seven Sisters (Aru-
nachal Pradesh, Assam, Ma-
nipur, Meghalaya, Mizoram,
Nagaland, Tripura) together
with Sikkim and West Bengal.

ITM 2016 hosted around
50 foreign tour operators from
80 northeastern tour opera-
tors besides domestic buyers
(tour operators) from different
parts of the country. ITM 2017
will be held in Mizoram.

Air Connectivity

& Bir Tikendrajit International
Airport located about 5
km from Imphal connects
Imphal to Delhi, Kolkata,
Bengaluru, Chennai,
Mumbai, Agartala, Aizawl,
Guwahati and Silchar

¥ Asmany as 10 daily
flights of Air India, IndiGo,
AirAsia and Jet Airways
operate from Imphal daily

as well.

This, feels  Daryal
Juli Anal, Deputy Director
(Tourism), Manipur, may not
be such a bad thing though.
Anal says, “Regular travel-
lers are getting fed up of
what they have already seen.

Daryal Juli Anal
Deputy Director (Tourism)
Manipur

Most tourists visit
Manipur as part of
their tourist route.
They will come from
Delhi or Kolkata, stay
in Manipur for three
to four nights, and
leave for Myanmar or
Thailand

100% ACCOMMODATION
100% B2B

We do nothing else but rooms. Since
we only specialize in offering global
hotels to travel agents, we have no
option but to do things more
efficiently. Deeper and wider
inventory along with sharp pricing
keeps us ahead of the pack. As simple
asthat,

They want to see areas that
are still unexplored and still
new. Manipur can offer that
kind of virginity to seasoned
travellers whether from India
or any other country. People
say that Manipur is too far
and they don’t know where
it is and how to reach there.
But that itself can be our

Since inception, we have worked only
for and only with the travel agents. In
the good old days, we were warned
that the travel agent community will
soon cease to exist. But we strongly

USP, | feel” believed that this won't happen. And
sure enough, travel agents have

Exploring the grown. And so have we.

unexplored

Apart from its natural
beauty, Manipur stands alone
when it comes to tribal tour-
ism, which is a niche segment.
Juli Anal says, “We have more
than 40 tribal communities
and each tribe has their own
costumes, culture, food, tra-
ditions, etc. | am very proud
of my state. Manipur is small
but we have a lot of beauty
like Loktak Lake that houses
endangered deer, the Dz(ikou
Valley that has a lot of lilies
in bloom and where the rare

room

17T 001 iquiksed.com

Register on roomsXML.com. It's free!
Email: sales@roomsxml.com | Phone: +91 20 6500 4942



We at Bucket My List pride ourselves
in being an exclusive boutique travel company
catering to the young at heart
50+ age group.

OUR OFFERINGS
ESCORTED GROUP TOURS (Inner Circle)

Bnnd with a Iriendly group of like-minded travelers overa gloss of
wine or lemonade. Share stories and create relationships in the
company of a friendly tour escort and alocal guide.

£ Y
.‘

SOUTH AFRICA  EGYPT ANDAMAN

LADAKH

BESPOKE TOURS (Customised)

We design tours for small, private groups with minimum two
guests. You have your own driver and everything is organized
according to your taste.

BUCKET LIST EXPERIENCE

Our niche - out of the world ‘bucket list' experience is.an absolute

must do for those seeking a once in a lifetime experience.

CRUISE WHISKY

TRAILS

BUCKET MY LIST ADVANTAGES

¥ Highly personalized end to end service
v Cherry-picked senior friendly hotels
v Best-in class air-conditioned coaches
v Experienced and licensed local guidaa
v Hand-picked insider experiences
¢ Optional experiences
v Accommodate dietary requirements wherever possible
v 24X7 emergency contact number

To know more visit us of;
www.bucketmylist.in

3 httpsiiwww.lacebook.comfbucketmylisttravel/
£ httpsi/itwitter.com/BMLtravel

info@bucketmylist.in

00086 +91 8377 8377 78

QUICKBYTES
Trade picks UDAN routes

With the Ude Desh ka Aam Nagrik (UDAN) scheme
underway, the travel trade wants regular flights to
popular tourist destinations that could reduce travel time.
From Kashmir to Rajasthan, Northeast to Gujarat as well

as Kerala, inter-city connectivity is the need of the hour.

ﬁNISHA VERMA

Existing destinations like Jodhpur and Jaisalmer in Rajasthan
should be connected. Flight to Durgapur has already started. Apart
from that, Ranchi and Chhattisgarh also need connectivity. In North
East, only Bagdogra and Guwahati are linked and new flights should
connect Shillong and Darjeeling. In the north, there should be flights
to Pathankot, as it is near Dharamshala; Kullu and Manali should be
connected with a flight. There should be helicopters for Gulmarg and
Sonmarg as well. In Gujarat, there should be direct connectivity to the

Rann of Kutch as well as for Somnath Temple.

P. P Khanna
President, ADTOI

Earlier, the most popular route
was Khajuraho-Varanasi, and getting
a confirmed seat on that flight was
an achievement. It's a very important
sector and there are no flights for the
same. Also, flights are needed for
Jaisalmer and Jodhpur. In Jaisalmer,
the airport is ready, but it's locked. We
should concentrate on destinations
which are really worthwhile, other-
wise airlines are also correct in saying
that they cannot last long on sectors
which are not giving enough feed.

Rajan Sehgal
Chairman
Northern Region, TAAI

There is news that a new flight
would be starting from Jaipur to
Bikaner-Jodhpur-Jaisalmer, from
February 21, 2017. Also, a new
flight connecting Jaipur and Udaipur
would start soon. These routes would
certainly help in reducing travel time.
Destinations such as Agra, Allahabad,
Khajuraho should have more flights. -
There should be a flight from Agra-
Khajuraho-Varanasi.  International

Anurag Aggarwal

Managing Director
travellers also go to Hampi and s a southend Travels

Hubli, which should be connected to

Bengaluru. In south, there is demand for a flight to Puducherry
from Chennai, Cochin and Trivandrum should be connected
via air. Also, Madurai should be connected. In Punjab, Patiala
and Ludhiana should be connected and combined with
Amritsar. The big cities should act as hubs for such routes.

.‘ 1

Rajat Sawhney
Vice President, ADTOI

Most of the touristic
places are  already
connected, including
Goa, Kashmir  and
Rajasthan, as well as
North East India with
around 20 flights going
to the region. The
government should look
atincreasing connectivity
to Tirupati. There are very
few flights in Rajasthan,
where there is a need
to connect Jaisalmer.
In Himachal, there are
limited flights to Manali,
but there is a need to
increase connectivity to
Shimla and Kullu.

Subhash Goyal

DDP Trailblazer, India Travel
Awards 2014, and Chair-
man, STIC Travel Group

There are 400 airstrips in India and only 100 are utilised. While
the major cities of every state are connected, there is no intercity
connectivity within a state. Whether it is the Northeast, Rajasthan,
Gujarat, or Andhra Pradesh, tourists have to take roads when they
land at any major airport in these regions. There is no quick way to

E go from one city to another in these states. Flight from Jaisalmer and

Jodhpur is starting very soon. Another major route that should start

E is Delhi-Khajuraho-Varanasi, which should be a regular flight, and not

a seasonal one. In the Northeast, there is no connectivity between

Imphal-Dibrugarh, which should start. These cities are separately
connected to Guwahati, but there is no direct flight.

The government should start flights on regular routes like
Khajuraho, Bikaner, Jaisalmer and Jodhpur. These should
not be seasonal flights. In terms of new routes, Shimla
and Dehradun should be connected as it is very important
to reduce the travelling time to these destinations, which
are frequented by many domestic as well as international
tourists. The government has taken steps under the regional
connectivity scheme, but execution of the same is taking
time. | believe they should expedite this process and connect
as many destinations.

Subhash Verma
Director, Travel Plus
(A unit of Ibis Travels)
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GCaper set to conquer travel world

We chalk out the travel group’s exceptional journey since its inception over a decade ago and
the undisputable name it has secured among the top players in the industry with Chairman and Managing
Director, Bharat Bhushan Atree, steering the organisation forward.

*TT BureAu

tour and travel agency, The group’s excellence in  ues to strive for many more

he Caper Group is the
result of Bharat Bhushan
Atree’s hardwork, grit and
gumption. From an inbound

Director
Caper Group

travel services are evident
from the several National
Tourism Awards it has bagged
till date, along with many
other accolades and contin-

the group has expanded
services into other new
verticals related to travel
such as hospitality, avia-
tion and travel technology.

milestones in the years to
come. Here we underline an
account of the organisation’s
growth through testimonials
from current employees.

It has been an incredible journey as a part of the Caper Group for the past 13 years. Working
at Caper has changed my life in ways beyond my imagination. The policies, structuring and
environment of the company is one that fuels all employees to realise their dreams and elevate
themselves to positions as per their capabilities, determination and hard work. My journey began
as a tour guide and slowly and steadily | am presently heading the group under the guidance of
Mr. Atree. | have grabbed and optimised every opportunity that came my way and strengthened my
knowledge regarding all aspects pertaining to the travel business. Today, there is nothing that I've
not done being a part of this prestigious company, be it excursions, hotel management, charter
operation, contracting or aviation. Currently, | am overseeing Caper's latest venture, software
development. The technology plans to steer our company ahead of our peers. Our company's
logo, ‘Live your dreams’ is not just for our guests but also for all members of staff working for the
company. | am the personification of our company's logo.

| have grown with Caper and with every milestone, the desire to add more momentum

has increased. | have been an integral part of Caper, since its inception 18 years ago,
through all its phases - from incubation to our initial struggles, to a robust stability and exceptional
growth. It has been an honour to help lead one of largest and foremost tour operators of India.
Thrown into the choppy pool of the travel business, we all learnt to swim ourselves without any
lifeguard or mentor to coach us. In the beginning, we did everything ourselves, from Product
Development, Contracting Sales, Meet & Greet and Operations. My regular trips to small domestic

They say growth is all
about the relentless pursuit of
perfection. And the journey of
Caper from three passionate
multi-taskers to a team of over
300 professionals, is a true re-
flection of that. From a small
one room office to our current
corporate office and branch
offices at multiple locations,
the journey has been a roller

L coaster ride. With no prior In-
Bharat Bhushan Atree

cMD dustry experience or guidance
Caper Group the journey has been uphill.

The fire in our belly prompted
us to gradually learn the ropes of the trade. Today, Caper
is a force to be reckoned with in the business and has
been awarded for our sundry contributions of tourism
growth and proficient practices. One of the key differentia-
tor has been my personal involvement in every aspect of
the business. | have done it all, from going to airport at odd
hours, making domestic sale calls, to exhibiting in all ma-
jor tourism fairs of the world. Our company has diversified
into other tourism related verticals like hospitality, aviation,
and travel technology and have expanded our horizons
manifold. We have formed new SBU's each working with a
different market, flight ground handling, hotel management
and have also diversified into the making of software for a

smoother and hassle-free online portal. We are creating
a buzz with our hotel and hospitality company especially
in Goa. Our aim is client satisfaction and that is the one
thing which is uncompromised. There are more projects
underway and we will reveal them as we go along.

agencies and corporates to close sale calls opened new avenues for our growth. We aim to be
best and largest tour operator of India, servicing clients from all over the world, contributing to the
nation's growth by employment generation and foreign exchange earnings. To call it a journey, one  ispal Jaiswal
cannot stop. With the support of team Caper, | am sure what lies ahead will be simply incredible. CEO

Caper Travel

Connect to
Thailand

like never before.

&3 THAI

FLY NON-STOP FROM LUCKNOW & JAIPUR TO BANGKOK

Lucknow > Bangkok* Jaipur > Bangkok*
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THAI Smile Airways also offers seamless connections to following destinations in
Thailand via Bangkok

Chiang Rai, Chiang Mai, Hat Yai, Phuket, Khon Kaen, Ubon Ratchathani, Surat Thani,
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+ MILES

Address: 201, Sacond Floor, Shalkmar Square,
126/31 B.N. Road Laibegh, Lucknow + 226001
Emall; thalsmilethesales ®rd.in

Phone: 0522-4001035/36, Mak: +91 9910031 081

Address: 106=107, CitiPear], Vidhaysh Puri Rasd,
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J&K gets the show on right road

Jammu and Kashmir is planning to organise 20 roadshows across the country and showcase
its tourism potential at national and international trade fairs. The state has also received "2000
crore funds to boost tourism in the state.

’ ANKITA SAXENA

Jammu and Kashmir is
working on a plan to in-
crease tourist numbers to
the destination. The state is
offering tourism products to
the likes of golf tourism, ad-
venture tourism, etc., informs
Farooq Ahmad Shah, Tour-
ism Secretary and Managing

Pangong Tso Lake, Leh Ladakh

Director, Jammu and Kash-
mir  Tourism Development
Corporation.

“Modern facilities and
infrastructure  development
at tourist destination is our
focus. Jammu is famous for

RUSSIA

pilgrim tourism; Ladakh is
popular amongst adven-
ture tourists, while Kashmir
is considered paradise on
earth. We believe J&K is
the crown of Incredible In-
dia and is unparalleled in
the country.

“In 2016, the state re-
ceived a hearty response

from tourists. 90 lakh tourists
visited Jammu; 13 lakh tour-
ists visited Kashmir while La-
dakh saw a record of 3 lakh
tourists. This is significant
for the region as the popu-
lation of Ladakh is approxi-
mately 1.3 lakh. Amarnath

Farooq Ahmad Shah

Tourism Secretary and Managing
Director, J&K Tourism Development
Corporation

|
Jammu is famous
for pilgrim tourism;
Ladakh is popular
amongst adventure
tourists, while Kash-
mir is considered
paradise on earth

Priya Seth

MoS for Tourism, Culture, Educa-
tion, Department of Horticulture,
Floriculture and Parks, J&K Govt.

|
We have set some
procedures for the
private investors and
once the require-
ments are met,
stakeholders can
invest in the state

saw 2.5 lakh pilgrim tourists,”
Shah notes.

The state tourism body
is organising 20 roadshows
in various cities in the coun-

try and participating in
every travel show possible
to promote the destination
at national and international
platforms. “We are also con-
ducting familiarisation tours

D Fhits & 5.0
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for various tour operators
and travel agents. Recently
we hosted a Jammu Travel
Bazaar and something on
similar lines will be hosted
in Kashmir in April,” he adds.
Other promotions are also
underway for the destination
through print, electronic and
social media.

According to Priya Seth,
Minister of State for Tourism,
Culture, Education, Depart-
ment of Horticulture, Floricul-
ture and Parks, Government
of Jammu and Kashmir, the
state can offer a variety of
activities and tourism prod-
ucts at various destinations
like Patnitop, Pehalgam,
Gulmarg, among others. Ski-
ing, golfing, culture, adven-
ture, MICE, the state has
a lot to offer.

Seth informs that the
Central  Government  has
sanctioned “2000 crore funds
which will help boost tourism in
the state in the days to come.
“But we are well equipped with
what we already have to cater

to the tourists of all segments
in all four seasons of the year,’
says Seth.

Commenting on the as-
sociations with travel trade,
Seth says, “We have set
some procedures for the pri-
vate investors and once the
requirements are met, pri-
vate stakeholders can invest
in the state tourism projects.
We also plan to host tour op-
erators and travel agencies
for familiarisation tours. The
state is also hosting multi-
ple festivals throughout the
year and we hope that will
encourage a large number
of tourists to visit Jammu
and Kashmir”

Valley Visitors

+ 1n 2016, 90 lakh tourists
visited Jammu; 13 lakh
tourists visited Kashmir,
while Ladakh saw a
record of 3 lakh tourists

& The Central Government
has sanctioned ~2000
crore funds
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“NATURAL
WONDERS

DRAN YOU IN

EVERY DAY A
DIFFERENT

JOURNEY

“Setouttoaland of enchanting delights - New Zealand conjures up sights vividly exhilarating that is beyond imagination
and incredibly diverse and unspoilt scenery”
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tnjoyable New Zealand  Stunning New Zealand  Discover New Zealand
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11 Days - Seat In Coach 13 Days - self Drive 14 Days - selt Drive
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Wellington - Ficton - Christchurch - Wellington - Christchurch - Dunedin Wellington - Picton - Kalkoura - Mt. Cook
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The rates are in N2D based on Double sharing basis including standard accommaodation and rental car or coach; represents the lowest available rates, and are subject to
change. For maore details kindly contact any of our offices

OTTILA INTERNATIONAL

Mumbai (Head Office) : 022 6588 8888 | Ahmedabad : 079 2642 3001 | Bengaluru : 080 4152 9351 | Chennai : 044 4214 8280
Coimbatore ; 0422 435 0506 | Hyderabad : 040 4020 0307 | Indore : 0731 4911 373 | Kochi : 0484 401 5516
Kolkata : 033 2474 0347 | New Delhi @ 011 4141 4242 | Pune : 020 4002 6960 | Chandigarh : 011 4141 4242
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Glarity sought on highway liquor han

As per a recent Supreme Court jurisdiction, there will be a ban on liquor shops located within 500 metres
of national and state highways. Also, the licenses for these shops will not be renewed after March 31, 2017.
However, it's still not clear if this ban is applicable for hotels situated within this distance. Hotel industry
biggies weigh in on the ruling and its implications.

| believe the regulation is directed more towards vending of liquor

ﬁKANCHAN NATH
on highways, than anything else. It's a good move because it pro-
The Supreme Court judgement states that liquor shops that lie vides a safer environment for everybody. Hotels under our purview,
within a distance of 500 metres from highways, interstate or na- whether on the highway or not, are operating with valid liquor licens-
tional, should not be issued licenses by the excise department. Ac- es. As long as the liquor license is there, we are here to honour its
cording to me, this does not apply to us. The judgement clearly talks terms. We are keeping a watchful eye on the situation to understand
about vendors and does not refer to hotels and resorts. It's entirely what the final interpretation is going to be. So far, it seems that the

a question of interpretation; we can go back to the excise commis- regulation is intended to apply to the vending or retail sale of liquor
sioners of various states, to the Supreme Court, or even a five-judge along highways rather than hotels themselves.

bench. Norms for granting licenses to retail outlets, in my opinion,
are very different from those that govern the granting of licenses to Chief Executive Officer,
restaurants and bars. This distinction is a critical differentiator, mak- ; South Asia, Carlson Rezidor
X : > Amitabh Devendra Hotel G
ing our representation to excise more valuable. Secretary General otel Group

FHRAI

Raj Rana

A number of hotels are located close to highways, making this
Drunken driving has nothing to do with the vending of liquor. If you ruling extremely damaging for the hospitality industry. Though the

o are a liquor vendor and someone is flouting the law, the location of ~  intention behind this change seems good, banning liquor shops al-
= a liquor store or any such store at a distance of 500 metres, or for ~ together is not a plausible solution. Needless to say, a shop at a

- 'j. that matter, 5 km away from the highway is not going to matter much. distance of 510 metres (10 metres beyond what the policy states) is

| It's not just the highways; you have the same problem on city roads not going to discourage drunken driving. The main issue is people

! and other locations. Thus, more than an issue of selling liquor on the driving under the influence of alcohol. However, there is no harm if

w highway, it is an issue of law and order. We do not see a co-relation a person in the passenger seat has a drink. If the policy does get

between the two. Nonetheless, we agree with the government that implemented, the hospitality industry is goinglto face a considerable
drunken driving must not be allowed and that strict and effective laws ~ setback, as hotels are meant to come up on highways. Brands, such

Nirupa Shankar

Bharat Malkani are needed to curb this menace. However, if repeated measures and s Holiday Inn, are intentionally built close to highways and thatis .00,
EC Member rules that cast negative aspersions on the hospitality industry are put  their selling point. Additionally, a hotel cannot get a five-star clas-  grigade Hospitality
FHRAI in place, and continuously played out across national and global me-  sification without a liquor license. | would say, this law seems very

dia, the industry would be adversely affected. contradictory at the moment.

' \Jf'-..r | ﬁ%;.:'
v

Vilnius - Riga - Tallinn

Baltic Cities with Exotic Locations, Amazing
Jdnnovative Lours, 1'_I,{‘u..‘nr' Raund Festivities,

Vibrant Mightlife & Casinos and Indian Food

Bl
%% SHIVANTIKA 202 Naurang House,

Kasturba Gandhi Marg, | +91- 85888 44444
BOI‘I Voyage Connaught Place, +91- 98737 10999

Travel the world with us  New Delhi - 110001 +01- 11—#?qmtﬁi'f
@ info@shivantika.com @ www.shivantika.com @ www.facebook.com/shivantikabonvoyage




STATES

The wild side of Karnataka

Karnataka has declared 2017 as the ‘Year of the Wild’,
which would also be their focus at Karnataka Interna-
tional Travel Exhibition, scheduled in September.

ﬁTT BURreAU

ungle Lodges & Resorts

(JLR) is a public-sector un-
dertaking, which has around
18 resorts in Karnataka, pri-
marily dealing with wilderness
and tourism. “We started in
1980 with Kabini River Lodge,
which is one of the premier
destinations and is very popu-
lar among foreigners as well
as Indians. We offer a wildlife
package where guests can
take two safaris and the meals
and other things are taken
care of’ said Vijay Sharma,
Managing Director, Jungle
Lodges & Resorts, Govern-
ment of Karnataka.

He revealed that because
a lot of youngsters are inter-
ested in trekking and camping
in the forests, as against safa-
ris, which could be expensive
for them, JLR has introduced
budget tourism option for
them. “For students and IT
professionals, we have Jungle
Camps & Trails, under which
we have four properties in the
heart of the forest, with budget
accommodations where we

Vijay Sharma
Managing Director, Jungle Lodges & Resorts,
Government of Karnataka

charge only “1500 per per-
son per night. People stay in
camps/tents; we take them for
a trek and food and other es-
sential things are taken care
of,” said Sharma.

A recent survey ranked
Karnataka third in tourism and
that is a jump from 13" position
2-3 years back. As far as for-
est tourism is concerned, there
has been substantial growth of
around 10-12 per cent last year,
revealed Sharma. While they
have many plans for 2017, they
are not expecting big numbers
due to the Cauvery River crisis.
“Because buses and taxis were
not coming from Tamil Nadu,

from where we get a lot of tour-
ists, we saw a dip of about 20
per cent during that month.
Subsequently, during demon-
etisation, people were a little
reluctant to come out ini-
tially, which would have some
impact,” he informed.

“Wild here does not just
mean wildlife, but the wild side
of life, which includes adven-
ture. We are doing nationwide
promotions including newspa-
pers, TV as well as radio jin-
gles. We are very strong in so-
cial media, and have crossed
one lakh likes on Facebook.
We also have a blog called
jlrexplore.com, which has inter-
national following,” he informed.

The next big event for
them is the Karnataka In-
ternational Travel Exhibition
(KITE) to be held in Septem-
ber. The event will attract in-
ternational buyers as well as
sellers from around the state.
The focus primarily is on JLR
properties, particularly Kabi-
ni, Bandipur, Bhadra, Dand-
ily, Hampi, for which they are
targeting foreign travellers. &

Tunisia forays into small cities

Tunisia is gearing to strengthen its foothold in India,
with specific focus on MICE and weddings, says
Tushar Jain, Co-founder, Bulktrip.com

ﬁTT BurEAU

n order to showcase the des-
tination to the travel indus-
try, Bulktrip.com, which also
represents Tunisia in India,
organised a small networking
session at the Embassy of
Tunisia. The occasion saw in
attendance Ines Mighri, Mar-
ket Development Manager,
Atlantis Voyages, Tunisia, who
showcased the products and

opportunities  for  travelling
to Tunisia.
Tushar Jain reveals,

“We are partners with Atlantis
voyages and we are focusing
specifically on MICE. | believe
that MICE is the gateway to
enter into the market. We
have already started getting
a lot of queries for incentive
travels. We are in touch with a
number of MICE players. We
really wish to take this mar-
ket ahead, for which we are
promoting it to the corporate,
media as well as MICE play-
ers in the country”

Tunisia started promot-
ing itself last year. “We organ-
ised interactive session last

Q
Tushar Jain
Co-founder
Bulktrip.com

year and then we organised a
Fam trip to Tunisia, where we
took 20 agents to the destina-
tion and we got excellent re-
sponse,” says Jain. He added
that while the number of Indi-
ans visiting Tunisia is minimal,
they are looking at decent
growth in the next year. “We
have a lot of business clients
going to Tunisia, and the num-
bers are growing for MICE and
tourism. In the coming year, we
are expecting around 700-800
passengers from MICE indus-
try to visit Tunisia,” he informed.

Apart from MICE, they are
focusing on the wedding seg-
ment as well. Jain adds, “We
are in touch with destination

wedding planners and Tunisia
is very open to destination wed-
dings as well as film shoots.
The country has easy licensing
for film shootings as well”

To aid this growth, they
will adopt many strategies
and working closely with travel
agents, informs Mighri. “We’ll
be more present in India with
our partner Bulktrip.com and
would participate in tourism
fares and would be conducting
workshops and assist the trav-
el agencies to help us boost
the numbers”

Jain adds, “We will also
be looking towards doing road-
shows in Tier-Il and Tier-lll
cities, so that they can learn
about the destination and we
will  definitely be organising
more Fam trips to Tunisia as
well. Tunisia has good connec-
tivity through Turkish Airlines,
Qatar Airways, Emirates as
well as through European air-
lines. However, airfare is a bit
of a challenge, and thus we
are working closely with Turk-
ish Airlines to work out a good
package for groups.”
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Jet and Hong
Kong Airlines ink
code share

M Jet Airways and Hong Kong
Airlines have entered into a
code-share partnership in a
move that will help them sig-
nificantly enhance connec-
tivity between India and the
Asia-Pacific region. As part of
the reciprocal agreement, Jet
Airways will place its marketing
code ‘9W’ on Hong Kong Air-
lines’ flights operating between
Hong Kong and Okinawa and
Tokyo in Japan; Denpasar in
Indonesia; Hanoi in Vietnam;
Bangkok in Thailand; and
Auckland in New Zealand.
Hong Kong Airlines in turn, will
place its marketing code “HX"
on Jet Airways’ flights between
Hong Kong and Mumbai as
well as Delhi in India.

The agreement will allow
Hong Kong Airlines to offer its
guests a daily service connect-
ing the key business cities of
Hong Kong, Mumbai and Delhi.
The code share will provide op-
portunities for both airlines to
expand their reach and cater to
guests across the region. It will
also enhance connectivity for
Jet Airways guests from Mum-
bai and Delhi via Hong Kong
to multiple destinations in the
Asia-Pacific region including to
first time code-share destina-
tions — Okinawa in Japan and
Auckland in New Zealand.

Kerala tocusing on 10-point agenda

The Government of Kerala has allotted “40 crore for promoting the state, half of
which will be utilised for the international markets and the remaining will be kept for
the domestic markets.

*HAZEL JAIN

onsidering the uptick in

domestic tourism, the
Department of Tourism, Gov-
ernment of Kerala recently
organised a 10-city B2B
roadshow and comprised 63
major players from the state’s
tourism industry — the highest
so far. The Mumbai delega-
tion was led by Shine K.S.,
Tourist Information Officer,
Department of Tourism, Gov-
ernment of Kerala.

Explaining the initiatives
for 2017, Shine K.S. said,
“The marketing initiatives for
the year 2016-17 were for-

66 We consider roadshows as the most effective tool
for marketing since it involves serious interactions.
Mumbai is a really good market and we get around

4 lakh tourists just from Maharashtra. However,
Tamil Nadu remains our biggest source market
domestically, followed by Karnataka, Andhra

Pradesh and then Maharashtra. 99

mulated and executed based
on the keen understanding of
the unique appeal that Kerala

Shine K.S.
Tourist Information Officer, Department of Tourism,
Government of Kerala

holds for visitors. There has
been a remarkable increase
in the arrival of tourists within
a single year as a result of the
various initiatives implement-
ed by the Government. We
will continue with our 10-point
agenda which was launched
in September 2016 under the
Green Carpet Initiative which
focuses on giving a facelift
to select tourist destinations
in the state to ensure secu-
rity, cleanliness, hygiene, and
scientific waste management
methods, apart from creating
unique experiences.’

The delegation visited
key cities in India that includ-
ed Tier-lll cities for the first
time. This included Ranchi
and Nagpur. The other cities
were Chennai, Bengaluru,
Hyderabad, Kolkata, Mumbai,
Surat, Delhi and Chandigarh.
Shine adds, “We had previ-
ously limited the number of
participating sellers to 40. But
it is impossible to do that now
because of the growing inter-
est in Kerala. We consider
roadshows as the most effec-
tive tool for marketing since it
involves serious interactions.

Fastest growing hotel chain in India,

Lords Hotels & Resorts now 26 hotels and counting

Mumbai is a really good mar-
ket and we get around 4 lakh
tourists just from Maharashtra.
However, Tamil Nadu remains
our biggest source market for
us domestically, followed by
Karnataka, Andhra Pradesh
and then Maharashtra”

The government of Kerala
is investing around “40 crore
in promoting the state; half of
it will go to international mar-
kets and the rest will be kept
for the domestic market. The
state has also allocated 250
crore just for infrastructure
which will be supplemented by
the Central Financial Assist-
ance scheme. “This is for our
Green Carpet Initiative and
will go towards toilets, roads,
connectivity, and parking area
development, recreational ac-
tivities, etc.,” Shine adds.

The tourism board is also
promoting a package called
‘Dream Season Package’ for
the lowest season, the mon-
soons. For this, it is collecting
good offers from tour opera-
tors, hoteliers and house boat
owners and collating it. &
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(i0a making waves in Scandinavian markets

Goa is gearing up for the incoming tourism season with new products and services, a host of festivals
coupled with aggressive marketing plans for the year 2017.

ﬁTT BureAu

Goa has launched a
number of new tourism
products and services at the
destination like hop-on hop-
off buses, hot air ballooning,
Segway tours, amphibious
vehicles, etc. which have
received a tremendous re-
sponse from tourists, informs
Deepak Narvekar, Senior
Manager-Public ~ Relations,
Goa Tourism Development
Corporation.

According to provisional
data provided by Depart-
ment of Tourism, Govern-
ment of Goa, in 2016, Goa

-.

Deepak Narvekar
Senior Manager-Public Relations, Goa
Tourism Development Corporation

We are targeting the
Scandinavian coun-
tries and the European
market to increase in-
bound tourists. We are
focusing on markets
from France, Germany,
London, Moscow,
Kazakhstan, etc.

received 2,927,125 tour-
ists out of which 2,585,092
were domestic tourists and
342,033 were foreign tour-
ist arrivals. Narvekar claims
that the number of tour-
ists in Goa in 2016 was the
maximum till date and points
out that with an increase in
charter flights this year; the
number is expected to grow.
He says, “We are targeting
the Scandinavian countries
and the European market to
increase inbound tourists. We
are focusing on markets from
France, Germany, London,
Moscow, Kazakhstan, etc.

The state has taken ini-
tiatives to focus on adventure
tourism, hinterland tourism
and beach tourism. The Gov-
ernment of Goa is proactively
working to enhance touristic
potential of the state especial-
ly in terms of event tourism,
points out Narvekar. “From
February 25, Goa Carnaval
will be celebrated in the state;
the 14- day long Shigmo Fes-
tival will be celebrated from

March 24, followed by Grape
Escapade, the wine festival.
We will also be organising
food and cultural festival in
Goa soon especially for the
tourists visiting Goa,” he adds.

To market the destination
better at national and interna-
tional platforms, the state gov-
ernment has undertaken vari-
ous campaigns. To mention a
few plans, the BBC campaign,
electronic and print media ad-

award winning

vertising, in-flight magazine
advertising; hoardings and
flyers at national and interna-
tional locations etc. are some
of the strategies for promotion,
informs Narvekar. The state
is also working closely with
the travel trade and Narvekar
believes that the private stake-
holders are happy with the
initiatives of the government.
He further adds, “We partici-
pate at various exhibitions and
trade fairs and this provides a

live:

-_|||.'I|.'I-3 resernvation system

platform to many hotels and
resorts to showcase their
products in collaboration with
the state and increase busi-
ness opportunities. We have
also put together a web portal
team in order to market these
products and services in a
better manner both nation-
ally and internationally. We
are sure that these enhanced
services and new products will
attract a larger number of tour-
ists to the state” &

Be a RezLive.com

Specialis

&Enroll now

furt:http-fitrainings. travelbizmonitor. com/reziive)

GET A CHANCE TO WIN AN

IPHONE

& Pradue ol

€

Travel Designer
Group

Corporate Office mtermnt

405, 3rd Eyr Two, © G Aoad,
Ahmedabad, 380006,
Gujarat, India

Call: +31-79-4023-6000

3402, Maraya Business Avenue,
Forwnr @ AN, LT,
PO Bow: 534301, Dubai, UAE

Call: +371-4-4565559

ional Hesdguarters Wisit weew. rarlive.com

wales office

Global Presence

Algerna Chennal Kerrya Motocen Clatas
whmadabad Dethi Koty Miamibsal ormaida
Marstralia Egypt Euwait Mepal Spudi Arahis
Bangladesh Ghana Malryiia Pakistan South Afvica
Bengalun: lordan Mlauritius Philippines Sri Lankn

to register or contact
your nearest Rerlive com

Email; book@retlive.com

=7live:

specialist

Hotel and Apartment Rooms
Worldwide

45,000+

Sightseeing items and
over 5000 Tours in 500 cities

0,000+

Transfer Optlions in Over 900
Airport and City Locations



].6 TRAVTALK™ MARCH L FORTNIGHT ISSUE 2017

AVIATION

Vistara's direct
flights between
Kolkata-Pune, &
Delhi-Port Blair

M Vistara has announced the
launch of two new routes to
cater to growing customer de-
mand. Starting March 26, 2017,
Vistara will fly direct daily be-
tween Kolkata and Pune, and
starting April 15, 2017, will also
fly direct between Delhi and Port
Blair (Andamans) on Saturdays
and Sundays during the upcom-
ing summer season.

These new flights are in
addition to Vistara’s recently
announced service to Amritsar
from both Delhi and Mumbai,
and to Leh (Ladakh) from Delhi,
both starting in March. Vistara’s
Kolkata-Pune flight will serve
business professionals as well
as a large population in Pune
that hails from Kolkata.

The Delhi-Port Blair flight
will cater not only the people
residing in the Andaman &
Nicobar Islands who visit the
national capital, but also attract
businesspeople and tourists
from northern India. Custom-
ers can book their flights on
Vistara’s official website (www.
airvistara.com), on its i0OS
and Android mobile apps, and
through Online Travel Agencies
(OTAs) and other travel agents.
Vistara’s GDS partners includ-
ing Amadeus and Travelport.

Air India targets international routes

India’s national carrier, Air India is looking to add frequencies on its international routes
in all directions. This includes North America, Europe and even Australia.

ﬁHAZEL JAIN

ir India has announced

that it is looking to add
new routes between India
and multiple continents. It is
not only looking at launch-
ing direct flights to North
America, but also Europe,
Australia and South East
Asia. Sharing specific details
on this, Pankaj Srivastava,
Director Commercial, Air In-
dia, reveals, “We currently
operate non-stop daily serv-
ices to Chicago, New York,
Newark and San Francisco.
We would soon be introduc-
ing a fifth destination in the
US connecting New Delhi
with Washington DC in sum-
mer 2017. If the fuel prices
remain as is, we will expand
further in North America. We
are looking at some more

66 We would soon be introducing a fifth destination
in the US connecting New Delhi with Washington
DC in summer 2017. If the fuel prices remain

as is, we will expand further in North America.

We are looking at some more destinations like

Houston and Dallas. 99

destinations like Houston

and Dallas”

He added that North
America has been one of
the biggest money spinners
for Air India. It started with
San Francisco with just three
flights a week. But it had to in-

We will also increase our flights into
Singapore and Bangkok with the 787s.
Southeast Asia is still very promising
and we see huge opportunities in both
Singapore and Thailand

plorejRuSSia

with

SALVIA TRAVELS

Corporate Office:

Pankaj Srivastava
Director Commercial
Air India

crease it to six flights a week
within six months. “We have
tried to bring the costs down
as it is one of the longest
flights we operate via the Pa-
cific route and we return via
the Atlantic. So it is practically
the only flight flying around
the world. We are not break-
ing even on the total cost
basis, but it is at an operating
level. We have cut down on
travel time between India and
the US by about 8-10 hours
by operating direct,” he adds.

Europe & Oz on radar
As far as Europe is con-
cerned, Srivastava says that

the only place where Air India
doesn’t have a direct flight
today is the Scandinavian
countries. “So we will pick
one between Copenhagen
and Stockholm. Once we
decide between the two that
would be the time for us to
consolidate in Europe. We al-
ready have nine destinations
in Europe and this would be
the 10" he reveals.

The carrier is also look-
ing at increasing flights into
Australia. At the moment, it
has a non-stop flight into Mel-
bourne (four times a week)
and Sydney (three times a

Specialises in Russia & CIS (FITs & GITs)
Tailor Made packages

Fix

e
|

week). It intends to take this
to five and five in both cities.

Even Southeast Asia
is a place of interest for Air
India. Srivastava adds, “We
will also increase our flights
into Singapore and Bangkok
with the 787s. Southeast
Asia is still very promising
and we see huge opportuni-
ties in both Singapore and
Thailand. We will be looking
at increasing our operations
into both these countries very
soon. The other market which
has not been tapped to its
right potential is Myanmar,
which is soon becoming a
huge investment opportu-
nity. We are looking at both
Myanmar and Vietnam.”

Spreading Wings

& Air India is looking to
foray into Scandinavian
countries and will soon
pick either Copenhagen or
Stockholm

4 The national carrier is also
looking to boost its flights
to Melbourne and Sydney
to five each in a week
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Adventure tourism roaring in MP

A special tourism board will be constituted to cater to the marketing and publicity vertical of Madhya Pradesh
Tourism. The state has notified over 50 wildlife recreation zones and is looking to invest in Buddhist and
heritage destinations in order to diversify tourist offerings in the state.

’ ANKITA SAXENA

he formation of a State

Tourism Board in Madhya
Pradesh has been authorised
by the state tourism cabinet.
Tanvi Sundriyal, Additional
Managing Director, Madhya
Pradesh State Tourism De-
velopment Corporation (MP-
STDC), informs, “There is
now a body to take special
care of all inbound and do-
mestic tourism activity. There
is increased focus, more ex-
pertise being drawn from vari-
ous stakeholders and it is a

participative decision making
process which will be benefi-
cial to all tourists.” Identifying
the role of MPSTDC in the fu-
ture, Sundriyal adds that MP-
STDC will focus on its core
competence of commercial
operations in terms of provid-
ing good quality hotels; set-
ting standards and opening
up destinations; and working
on areas where accommoda-
tion units are not available.

Madhya Pradesh Tour-
ism had earlier notified the
formation of Wildlife Recrea-

tional Rules. Elaborating on
the progress made in this
field, Sundriyal points out
that the Rules have been
launched and over 50 recrea-
tional zones under the Wild-
life Recreational Rules have
been identified and notified
by the state government. “In
these areas, the private in-
vestors can set up camping
sites, do walking trails, trek-
king, cycling etc., in a legit
manner. It is a unique initia-
tive taken for the first time in
the country. No other state
has a legal structure which

allows adventure tourism ac-
tivities in such a manner”

Sundriyal feels that ad-
venture tourism is the fastest
growing segment in the world
and approximately 4 out of
10 travellers seek adventure
activities on a holiday. She
says, “Keeping in mind that
Madhya Pradesh has 30 per
cent forest cover, 10 national
parks, 6 tiger reserves and
25 wildlife sanctuaries, we
thought adventure would be
the next layer to add on to

wildlife tourism which we al-
ready offer”

Madhya Pradesh received
nearly 7.5 crore tourists before
Jal Mahotsav and the final fig-
ures are yet to be calculated.
The state is planning to invest
in Buddhist and Heritage des-
tinations to give more value
to the tourists. Two light and
sound shows are expected to
come up by the end of 2017
at Sanchi and Mandu. Dis-
cussing the marketing strate-
gies and trade partnerships,

66In these areas, the private investors can set up
camping sites, do walking trails, trekking, cycling
etc., in a legit manner. It is a unique initiative

taken for the first time in the country. No other state
has a legal structure which allows adventure
tourism activities in such a manner. 99

Tanvi Sundriyal
Additional Managing Director

Madhya Pradesh State Tourism Development Corporation

Sundriyal explains, “Like all
others, we too are moving
into the digital space and are
very active with our social
media handles. We are look-
ing at travel trade as partners
and investors. We have tried
to incorporate all suggestions
and discussions into a policy
format. ATOAI had suggested
undertaking skill development
and training upgrade with
the state’s corporation. Two
batches have already
been trained based on the
discussions with ATOAI” &

atapultt Services, the

Delhi-based DMC is
making its mark in India
as well as in Sri Lanka. To
showcase its products and
services for the travel trade,
the company participated

at the recently held IITT in
Mumbai, as well as SATTE
in New Delhi.

Speaking about their
participation in these shows,
Manish Fitkariwala, Director,
Catapultt Services, said, “We
spread our footprints in West-
ern India through India Inter-
national Travel & Tourism Mart
held in Mumbai from February
9-11, 2017. The show was
extremely well organised and

have really given right mo-
mentum for us to trigger our
penetration in western region.
Going forward, we are plan-
ning to open an office in Mum-
bai to cater to our partners
with better accessibility and

visibility in the market. In ad-
dition, just like last year, even
our second stint at SATTE
New Delhi was also extremely
successful. With great footfall,
pre-fixed meetings and brand
positioning, the  platform
helped us in all areas”

Speaking on its USP
and plans ahead, Fitkari-
wala informed, “Our forte as
a DMC is Sri Lanka, where
we recently took a very large

group of around 4000 pax
and offered end-to-end solu-
tion. Apart from that, we are
into consolidation of 4-star
and 5-star hotels, and work
very closely with ITC Hotels,
Hyatt Group. Oberoi Hotels,

Lalit Hotels, etc. We incepted
around two years back and
since then we have grown
from a two-people company
to now more than 60 people.
We have an office in Sri Lan-
ka, with our own fleet as well
a staff of 11 people”

Fitkariwala also informed
about their expansion in In-
dia, saying, “We have our
footprint in Kolkata, and we
have just launched our of-

fice in Ahmedabad, and we
have presence in Jaipur. We
launched our office in Mum-
bai recently and have many
big names from the industry

Catapultt shines at trade shows

Catapultt Services put their best foot forward at domestic and international trade shows alike, especially
with a host of new services and products underway.

associated with us. Apart
from that we will also be
launching a one stop solution
for weddings very soon. Also,
on the domestic front, we

are working very strongly on
Uttarakhand as a territory
and are working closely with
the ministry there for MICE
products as well”

Advertorial
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More power to woman power

Sheryl Sandberg, COO of Facebook, rightly said, “In the future, there will be no female leaders. There
will just be leaders." To commemorate International Women’s Day on March 8, RAVIAK speaks to some of the
leading ladies of the travel industry to celebrate their journey so far.

ﬁTT BUREAU

Setting up a business was easy,
but sustaining and growing it was a
roller coaster ride. Being a woman
in travel business sometimes was an
advantage as | was committed and
passionate about the trade. Clients
trusted us as dealings were always
very personalised and reliable. Many
a times a huge question lurked in my
mind—what am | doing in this trade,
as it was predominantly male domi-
nated? There is a lot one can do in
training front line women colleagues,

Chitra Bhatia
Chairman-Ladies Wing,
OTOAI

in honing their skills to handle client needs.

Women in the tourism industry glo-
bally have had an interesting journey.
We have always been strong. Our
challenge today is to change the way
the world perceives that strength — to
define who we want to be and then to
deliberately select a path to grow into
that person. It's been over six years
now since I've been in the Indian
market, and seeing it grow has been
a spectacular experience. | am happy
to have had the chance to showcase
the splendor of Destination South Af-
rica to the Indian audiences.

Hanneli Slabber

India Country Manager,
South African Tourism,
India Travel Awards winner

The industry has transformed in the
last 20-25 years, and there have been
quite a few challenges. | don’t think the
industry has been male dominated, as
there are both gentlemen and ladies
here. Despite the society being patri-
archal, | don’t think | ever had to com-
promise on any front because of my
gender. In fact, we being women are
acknowledged for our attitude of striv-
ing towards perfection, and that’s the
advice | want to give younger women
in the industry. If you think something

Tekla Maria

Director Luxury Sales-India
AccorHotels LUXE, Global
Sales

is right, you should not give up, but work towards your goal.

Ra-tna Chadha
Chief Executive
Tirun Marketing

| feel travel industry is the only in-
dustry which has so many women
working in various roles. | feel, had
women taken charge of the industry
the number of inbound and outbound
tourists with respect to India would
have been far higher. We are inherent-
ly multi-tasking be it managing home,
business, family or other avenues.
Women have a knack to get work
done and bring out the best in others.
[ would tell all young women out there,
aspiring to enter the industry, to have a

Meena Bhatia
Vice President- Marketing
& Operations, Le Meridien
New Delhi

There has been a tectonic shift in
the way women have been absorbed,
not only in junior positions but also in
the top management of well-known
hotel brands. Women have competed
with men to deliver services in all key
operational areas and have excelled
in this service-intensive industry. |
would advise women wanting to join
the industry to undergo thorough
training, not look for shortcuts, and
make themselves indispensable by
hard work, discipline, and ability to

Anjum Lokhandwala
Founder and Director
Outbound Konnections

The journey in my professional life
has been very exciting and a learning
experience at the same time. | person-
ally did not face any challenges with
regards to me being a female. | main-
tain a life-work balance. The women
who are looking at the travel industry
as their career ground should keep in
mind that they have to be flexible and
prioritise, but keep alive the passion
for their goal. Women are seen as
equal participants in decision making
processes which shows how far we

vision, focus and the drive to follow it through.

think on their feet.

have come and | hope this encouragement will continue.

In every industry women have to
face challenges today and the travel
industry is no different, but our resil-
ience to move forward has helped us
move beyond these obstacles. Per-
sonally, | would thank my parents for
inculcating good values in me and
teaching me to fight in tough circum-
stances. Looking at the large number
of women who wish to enter the in-
dustry today, | would tell them that be
passionate about your work which you
enjoy instead of just considering as job
and encourage woman empowerment.

S
Samina Munshi
Director, N.Chirag Travels,
India Travel Awards winner

| feel proud to see that there are
many women in the Indian travel trade
industry than before. It justifies how
much we have grown in terms of ac-
cepting people and giving opportuni-
ties to those who deserve it. There has
been a steady rise in the number of
women working in this industry over the
years. Most women now consciously
opt for working in the travel trade than
making it their career by chance. My
team at Blue Square Consultants for
instance, has women employees who

Lubaina Sheerazi
COO - Blue Square
Consultants

have actively made a choice to join the industry.

Like every industry, the travel indus-
try too poses challenges of all kinds but
overcoming the obstacle is a matter of
maturity and tactic. A large number of
entrants in the travel industry today are
women and | would like to tell them the
fact that theory and practice go hand
in hand and one should not be com-
promised for the other. One should al-
ways maintain dignity and self respect
and carry oneself with confidence and

openness. So many women are climb-
ing the ladder and it is encouraging to

Sucheta Nagpal
Director & CEO
Travstarz Global Group

see that after all it's a man’s world only just as much as ours.

Monica Suri
General Manager
Le Meridién Kochi
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The number of women entering
still meagre. Though the initial levels of the corporate ladder
remain open to all, further encouragement and growth of women
requires effective guidance strategies and extensive commitment.
A proper work-personal life balance is a key factor for all but an
unachievable feat for many. In the hospitality industry, interper-
sonal relationships play a major role in the overall success of the
organisation. As women are more democtratic in their approach and
treat both task accomplishment and interpersonal relationships
with equal importance, it is the need of the hour to welcome women
to the industry.

the hospitality industry is
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Liberatha Kallat
Managing Director
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The journey has been amazing, but not that easy. For every
business, especially a start-up, one has to face challenges.
Especially for a woman entrepreneur, things are not that easy in
India because you do not get enough support. However, | had two
pillars in my partners, and that is the reason we could successfully
launch this business. Today, we have tied up with DragonPass and
will be expanding our business from India to now 120 countries.
Before founding DreamFolks, | had worked for over 15 years in the
hospitality sector.
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Rajasthan wants the cameras rolling

Rajasthan is diversifying its tourism revenues by offering various policy incentives for film tourism. The state
tourism department has also issued guidelines to convert heritage properties into hotels to attract more tourists.

ﬁTT BureAu

H ighlighting the work done
in the state for tourism,
Pawan Jain, Joint Direc-
tor, Department of Tourism,
Government of Rajasthan,
informs that the Government
has issued guidelines for
granting Certificate of Herit-
age for conversion of a her-
itage property into heritage
hotel or regularisation of an
existing heritage hotel. This
is aimed at helping the state
tourism department to de-
marcate heritage properties,
thereby improving efforts to-
wards its conservation and
also attract tourists.

Jain points out that the
state tourism department
has amended the Rajasthan
Film Shooting Regulations,
2012 and has offered various
incentives to the film indus-
try. “Under the new regula-
tions, shooting permissions
have to be granted within
15 days of application. The
department has completely
waived off security deposit
of “50 lakh for filmmakers
for a week’s schedule and
10 lakh per day beyond one
week. Likewise, the process-
ing charges of “15,000 per
day for the first week and
“10,000 a day beyond the
first week have also been

Pawan Jain
Joint Director, Department of Tourism,
Government of Rajasthan

|
The department

has completely
waived off security
deposit of 50 lakh
for filmmakers for

a week’s schedule
and ~10 lakh per day
beyond one week

waived. The new regulations
also waived the applica-
tion fee of ~1000,” said Jain.
As per the new rules the
state has already issued 10
permissions for shooting in
the state.

Rajasthan experimented
with outsourcing the state’s
fairs and festivals and the
Pushkar Fair has proved to
be a successful model, points
out Jain. In line with the Re-
gional Connectivity Scheme,
Rajasthan has taken steps
to connect its various cities.
Jain says, “We have engaged
Supreme Airlines, which has
small aircraft with carrying
capacity of 9 passengers. We
have connected Jaipur with
Udaipur and Jodhpur and
soon Bikaner and Jaisalmer

STORIES UNTOLD WITH US UNFOLD
JAISALKOT

will also be connected.” The
intra-state flights operate six
days a week.

The marketing budget
of the state has also been
increasing every vyear to
promote  various tourism
facilities and opportunities
in Rajasthan. “Almost “70
crore was sanctioned for
the new media campaign.
Travel trade is an important
arm to increase business.
Post GITB, we have forged
many relations with the travel

HIDDEN AMIDSTTHE GOLDEN SAND DUNES OF THE THAR DESERT,
EXISTS A PLACEWHERE TIME STANDS STILL

A PLACE OF MODERN COMFORTS BUILT WITH THE NEEDS OFTODAY TO ALLOW US

TO RELIVE AN OLD WORLD OF ROYALTY AND FAME
WEWELCOMEYOUTO JAISALKOT.

Jaimalloo Kuldbars Tirn, O Sam Rosd, Jisbmer - 345000 (Raj Mioquiry: +91 91 16,036,667 rescrvationfiCjaisalkoe. com

trade and have started see-
ing an expansion of source
markets through their net-
work,” adds Jain.

According to Jain, in
2016, a total of 3.5 million
travellers, both  domestic
and international, visited
the state. Travellers from
the southern part of India
have also started visiting
Rajasthan and South East
Asian travellers are also
looking at Rajasthan as a
preferred destination. &
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Lally Matthews
Honorary Secretary
IATO

As far as inbound is
concerned, parks like
Kanha, Bandhavgarh and
Ranthambore are doing
very well and attracting
many tourists. Many of our
clients are visiting these
national parks. In recent
years, we have seen even
Tadoba National Park do-
ing very well. | have heard
from travellers that the
sightings there have been
very good.

Wildlife tourism is doing very well
in India. However, unfortunately,
most of the national parks are closed
by May-end or mid-June. Hence,
it is not possible for us to sell our
wildlife packages beyond those
months. In my opinion, Bandhavgarh
and Ranthambore are two very
good parks where there is a good
possibility of seeing Tigers, which is

. . Ravi Gosain
the main reason why many Visitors  wanaging Director, Erco

opt for a safari in India. There are Travels & Chairman — IATO
many other parks in India, which also Membership Affairs and

offer great sighting for visitors. Growth Committee

QUICKBYTES
MP’s wild side finds favour with trade

Apart from the Golden Triangle, inbound tourists to India are also exploring the country’s wildlife parks and
sanctuaries. We asked inbound tour operators about their clients’ favoured wildlife destinations in India and here’s
what they had to say:

When the parks open around
October, itis a very good market. But
in terms of promotion, we haven't
done enough for wildlife tourism,
despite the number of safaris and
parks that we have in India. Also,
there are a lot of restrictions as
inbound tourists are required to
furnish passport details and take
permissions, which we usually

e
. x

manage. However, promotion and Deepak Bhatnaga

infrastructure should be worked on, MP:Aamantaran Travels

Either we have top-end accommodation in these parks
or low-end. There is no middle level accommodation and
facilities available.

Talking of South India, Nagarhole
National Park in Karnataka is a
very good wildlife destination. In
Kerala, Wayanad National Park
is also good. In Tamil Nadu, there
are untouched destinations like
Annamalai National Park and
Pollachi Wildlife Sanctuary, about
which people have never heard
of and is a completely virgin
destination. Not many tourists come
there because the government
and forest department do not want
infrastructure to be there because
they want to maintain it as a wildlife destination.

<

Pandian K

IATO Chairman — Tamil
Nadu , Pondicherry &
Andaman

According to me, Jim Corbett
National Park and Ranthambore
National Park are popular for
inbound tourism. Most of the
inbound tour operators are selling
these national parks to their
clients. There are many other parks
in Madhya Pradesh, which are
doing very well and record great
sightings. There are great wildlife

Rajesh Arya t Il at f th
Director, India International resorts as Yve a. Sc_)me 0 ) eS‘e
Tours & Travels parks. | believe wildlife tourism in

India is definitely growing.

|
Homa Mistry

India Travel Award winner, &
CEQ, Trail Blazer Tours India

In terms of wildlife tour-
ism, Madhya Pradesh is
doing a very good job.
This can especially be at-
tributed to the parks and
the way that they have
developed tourist facilities
in the state. That’s not all,
in terms of the quality of
service that travellers get,
Madhya Pradesh is really
working on that aspect as
well. It is no wonder then
that Madhya Pradesh is
doing exceedingly well in
the wildlife section.
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Lufthansa’s most modern plane for Delh

Lufthansa Group brought its first Airbus A350-900, the most modern and latest aircraft, to Delhi from Munich,
which even saw the airline’s CEO fly dov¥n to the city as he discussed the company’s plans.

*NISHA VERMA

elhi welcomed the first Air-

bus A350-900 by Lufthan-
sa, touted as the world’s most
modern and environmentally-
friendly long haul aircraft.
An ecstatic Carsten Spohr,
Chairman of the Executive
Board and CEO, Lufthansa
Group, spoke on what made
India the preferred destination
for the new aircraft, adding, “In-
dia is one of our fastest grow-

“We now have 10 flights a day
to five different destinations
in India and we are enjoying
load factors around higher
80s, which is among the best
in the world.”

Elaborating on the new
routes, Will says, “There is
growth happening, and we
are proud that the Lufthansa
Group is introducing a new air-
craft not only on Munich-Delhi
route, but starting April 16 on

the Munich-Mumbai route as
well. By March-end we will be
adding a new route — Mum-
bai-Brussels on our sister air-
line Brussels Airline, five times
a week on A-330, which will be
a milestone.” However, surviv-
ing in a competitive market like

India is not easy. Spohr insists,
“India is a highly competitive
market. While everybody has
understood the importance of
the Indian market, Lufthansa,
with its premium product, is
well placed to maintain its
position as a number one Eu-

ropean  player
in India” But,
Lufthansa  has
still not brought
its low cost air-
line to India.
“We inaugurated our low
cost intercontinental airline
— Eurowings last year and
are currently bringing up the
fleet to seven aircraft. We
would have additional aircraft
next year and India will be
on our list, especially for

connecting secondary cities,’
adds Spohr.

Lufthansa is already en-
joying years of good coop-
eration with Air India and Jet
Airways. Will adds, “We are fo-
cusing on the metros because
that's where we already have
our gateways in place. Current-
ly, we are focusing on adding
more capacity to the existing
routes or opening new routes
with our sister companies .

ot
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Carsten Spohr

Chairman of the Executive Board and
CEO, Lufthansa Group
|

ing markets around the world
and hence we have a tradition
to bring our latest aircraft to
India. Following up on that, we
will also bring the A350 next to
Mumbai from Munich. The air-
craft has 25 per cent less fuel
consumption and 50 per cent
less noise, which makes it the
quietest cabin in the industry.
For us, this is what premium
service means and we know
that our Indian customers will
cherish this.”

Agrees Wolfgang Will,
Senior Director, South Asia,
Lufthansa Group, “The A350-
900 has many innovations,

Wolfgang Will
Senior Director, South Asia
Lufthansa Group

including a Companion App,
where passengers can cre-
ate their personalised list of
inflight entertainment; a much
quieter cabin; as well as a
strong broadband connection
on board. It's a very efficient
aircraft with more capac-
ity and would help us to at-
tract more customers in India
and offer them best products
and services”

Lufthansa, according to
Spohr, has been the number
one carrier between Europe
and India for many years,
especially when it comes to
premium side of the market.
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Georgia calls on trade

Having promoted itself in Bollywood
rigorously, Georgia is now focusing
on the travel industry.

ﬁTT BureAu

eorgia is an unexplored

destination at the cross-
roads of Europe and Asia offer-
ing an unexpected experience
to all travellers, claims Satinder
S. Ahuja, Honorary Consul,
Consulate of Georgia, who is
responsible to promote trade,
tourism, and culture and invest-
ment opportunities in Georgia.
He explains that Georgia pro-
vides a new perspective to its
visitors with a variety of tourism
products of the likes of culture,
heritage, adventure, wellness
amongst others.

“The number of Indian
travellers to Georgia is very
less currently but with ad-
equate awareness we hope
to increase the same. Georgia
can cater to all segments of In-
dian travellers. There are 182
resort areas, 2,400 springs of
mineral water, 12,000 pilgrim
and historical monuments. For
adventure tourism, we offer
various activities like hiking,
trekking, mountaineering, bik-
ing etc.,” says Ahuja.

Georgia is looking for-
ward to forge partnerships

with the Indian travel trade and
use their channels to spread
awareness about the various
tourist offerings at the destina-
tion. Ahuja informs, “Georgia

Satinder S. Ahuja
Honorary Consul
Honorary Consulate of Georgia

and India have signed a MoU
under which various trade re-
lations will be undertaken. We
also hope that in 6-8 months,
direct flights between India and
Georgia will be operational”
The destination is spreading
awareness in the Indian mar-
ket through exhibitions and
has established the destination
through film tourism. “It has
been largely promoted in Bolly-
wood productions and T-Series
song sequences which have
been shot at multiple locations
in Georgia.” adds Ahuja. &

High demand for Austria

Austria recorded a total of 147,300 arrivals from India in 2016 which
amounts to 25 per cent increase over 2015 and 271,100 overnights,
registering a 24 per cent increase over 2015.

‘+TT BureAu

n its annual roadshow con-
ducted at Mumbai, Chen-
nai and New Delhi, Austrian
National Tourist Office met
with key travel trade part-
ners to educate them about
new products and offerings
at the destination.

India has been identified
as the highest growing market
for Austria. Indian outbound
market is expected to grow at
8.2 per centand by 2021,21.5
million Indians are expected
to travel abroad, informed
Christine Mukhariji, Director-
India, Austrian National Tour-
ism Office. She says, “We
are expecting a 20 per cent
increase in 2017 from India.
We see mostly family travel-
lers between the age group of
35-60 years. This year we are
offering them focused experi-
ences like nature events; ad-
venture activities like cycling

along the Danube; skiing
lessons for children and
snow experiences.”’

Vienna, the capital city

Christine Mukharji
Director-India
Austrian National Tourism Office

received a record 53,522
Indian arrivals correspond-
ing to 32.6 per cent growth
as compared to 2015. A to-
tal number of 111,531 bed
nights were recorded, which
is an increase of 28.9 per
cent. “We are expecting an
increase of nearly 20-30
per cent from India in 2017.
India climbed to the 29" po-
sition from 42" last year in
terms of source markets
in 2016 and we hope to
see India in our top 10
source  markets  soon,”
says Isabella Rauter, Team
Manager-Media ~ Manage-
ment, Vienna Tourist Board.

Isabella Rauter
Team Manager-Media Management
Vienna Tourist Board

The city of Innsbruck
plans to roll out a Bollywood
map showcasing locations
were popular Indian mov-
ies are shot. In 2016, the
city recorded 51,000 Indian
overnights  corresponding
to a 5 per cent growth over
2015. “With an increase in
number of Indian arrivals to
Innsbruck, we are now the
second most popular desti-
nation in Austria after Vienna
for Indian visitors. We have
some very exciting projects
with Bollywood coming up in
Innsbruck. The Yash Raj Film-
Tiger Zinda Hai will be shot
in Innsbruck in March and

April” says Peter Unsinn,
Manager- International Mar-
keting and Media (Asia, USA,
UK), Innsbruck Tourismus.

The city of Salzburg re-
ceived 34,874 Indian over-
nights which was an increase
of 35.84 per centin 2016 over
2015. “India has climbed to
be among the top 15 source
markets for us in the last two
years. 80 per cent of our In-
dian guests visit Salzburg in
the summers while the rest
20 visit us in the winters,” says
Klemens Kollenz, Sales and
Marketing Manager, Touris-
mus Salzburg.

According to Christiane
Gasser, Head-Channel Mar-
keting, D. Swarovski Tourism
Services GMBH, Swarovski
Crystal World is the most vis-
ited attraction in Austria. Last
year the attraction recorded
over 2 million visitors from
across the world with 73,000
visitors from India. “We re-
ceived more Indian visitors
than Austria, our home mar-
ket which is very encouraging
for us” says Gasser.d
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Zoom your way to regional connectivity

Zoom Air has become the 10" scheduled domestic carrier in India after it launched its maiden flight from
Delhi-Kolkata-Durgapur sector recently. Koustav M. Dhar, CEO and Director, Zoom Air, gives the lowdown.

*NISHA VERMA

\Which market are you

focusing on with the
launch?

There is a certain gap in
aviation in regional sectors.
That's where we are coming
in. Our aircraft, which is a
50-seater, has the right size
to get into the regional mar-
kets. Also, being a national
airline we have an advantage
of going from any one point to
another in the country. That's
where we are looking to fill
the gaps.

Which sectors would

you be covering
currently?

As of now, we are flying
on  Delhi-Kolkata-Durgapur
sector, and in the afternoon
we are connecting to Chan-
digarh and Amritsar. By the
summer schedule, which
starts from March 25, we will
fly into Surat as we will have
a  Delhi-Surat-Bhavnagar-
Mumbai-Aurangabad  flight.
Then we will be connect-
ing Delhi-Jabalpur-Kolkata-
Shillong- Aizawl. We will also
connect Pasighat and Zero

CwemzEra

bl

!

Koustav M. Dhar
CEO and Director, Zoom Air

(in Arunachal Pradesh), Al-
lahabad, Gorakhpur, Indore
and Bhopal.

re you also planning
Q?o fly to South India
and when?

We will start operations
in South India somewhere in
mid-April, because we want
to establish our northern and
eastern operations primarily.
In South, we are looking at
connecting Tirupati, Vijaya-
wada with Mumbai and Delhi,
because there is a need for
that. We are also looking at
connecting Vizag, which is
also underserved to a certain
extent. We are also looking
at exploring some new air-

SHANDONG
AIRLINES

ports. There are about six
new airports, which are com-
ing up and we would love to
go there.

eing a premium full
Qgervice airline, how
are you planning to break
even?

The cost is always
there in airline business. It
doesn’t change just by giv-
ing premium food on board.
| am not against the low cost
model or any other model.
| believe that people do not
fly for food, but they do get
elated when they are served
food on board. Passengers
spend 1.5-2 hours in the
flight, where they have noth-
ing to do. And that's when
they can enjoy the food and
the hospitality. Flying is all
about experience. That's
the difference between go-
ing in a train and an aircraft.
We will be flying from T2
terminal in Mumbai and T3
in Delhi, which adds to the
experience. This doesn’t
cost anything, neither to
the passengers, nor the air-
line. It's about how you want
to present it.

With existing airlines

already there, how
are you planning to deal
with the competition?

| don't think there
would be a lot of competi-
tion because the sectors
in which we are flying are
niche sectors and do not
have the capacity over 50-
60 passengers. A national
airline would not bring a
180 seater Airbus 320 or a
Boeing 737 into such a sec-
tor. This would mean that
they need to align with us.
We would bring more pas-
sengers to them and sup-
port them. Zoom Air would
act as a filler for them.
Smaller airports like Panth
Nagar are not aligned to
have 180 people going out
every day.

QAre you looking at
code shares with any
airline within India?

We are talking to larger
national operators to get
into code share. Incidentally,
the LCCs do not have an ar-
rangement for code share.
If they do it, | am ready to
join hands.

It's time to discover amazing
China with Shandong Airlines.
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\What is the price you

are offering?

In terms of pricing, we
won't be cheaper or costlier
than anyone. We would be
exactly within the same price
range with other LCCs. How-
ever, it would be the service,
timing, and other things that

T
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192,654 people reached

will make the difference.
Hence, we'd let the people
choose. The introductory
fare for Durgapur-Kolkata is
~1000, inclusive taxes. For
Delhi-Durgapur, we have a
starting fare of about 3500,
and the same goes for the
reverse flight.
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Roadshows in Tier-ll cities

After successfully completing its six-city Bali
roadshow, U&l Holidays is planning for next year
where it will make inroads into Tier-II cities.

ﬁTT BurEAU

Having grown its annual
roadshow from five cities

to six now, Mumbai-based U&
Holidays is now keen on add-
ing Tier-Il cities from next year.
Shyam Upadhyay, Direc-
tor, U&l Holidays, says, “This
time, we wanted to include a
new city so we added Kolkata,
which to our surprise was a hit.
Most of the participants found
good potential there. Every city
got more than 100 attendees
but Kolkata was at 150 which
is really good for a city like that”

The six cities were Chen-
nai, Bengaluru, Kolkata, Del-
hi, Ahmedabad, and Mumbai.
The roadshow had 32 partici-
pants from Bali of which 31
were hotels plus one caterer.

Speaking about Kolkata,
Ashish Indulkar, Director,
U&l Holidays, adds, “Al-
though we have been doing
some activities in Kolkata,
we never ventured full-fledge
into the market. We were very
happy with the turnout. It is a
very interesting market be-

Shyam Upadhyay
Director
U&I Holidays

cause there are whispers that
AirAsia India is planning to
launch a direct Kolkata-Bali
flight via Kuala Lumpur”

Upadhyay adds that next
year's roadshow will continue
to travel to six cities but a new
set of cities which will include
a Tier-ll city like Nagpur,
Jaipur or Pune.

The duo has also been
working on taking the busi-
ness online. It has been work-
ing on creating U&l’s own
online portal. “We hope to
launch it by March end — early
April. With the online portal,

Ashish Indulkar
Director
U&I Holidays

we hope to tackle issues such
as quick feedback, manual
errors, and increase our num-
bers,” Upadhyay reveals.

The portal will also help
travel agents. It will offer them
online inventory which means
they can go online and check
the rates with the availability
and therefore greater transpar-
ency. “That's the number one
advantage. We will also give
agents a lot of tours and trans-
fer options, which will have the
normal as well as the luxury
options,” Upadhyay says, add-
ing that it does get difficult to
manage numbers offline. &

Focus on MIGE & wedding

Following the launch of Garuda Indonesia's Mumbai-
Jakarta route, the country is aggressively promoting
its tourism products through VITO.

ﬁTT BUREAU

|ndonesia recently conducted
a roadshow in New Delhi and
Mumbai aiming at increasing
arrival numbers from India to
the country and to showcase
an array of tourism products.
A number of representatives
from hotels, restaurant and
travel providers were a part
of the workshop and provided
first-hand information to travel
agents and tour operators.

Between January-Novem-
ber 2016, Indonesia received
336,575 Indian arrivals and
aims at a growth of 56 per cent
in2017 from last year's target of
350,000 informed Andriyatna
Rubenta, Deputy Director of
Sales Mission for Asia Pacific,
Indonesia Tourism at the New
Delhi leg of the roadshow.

“India is currently the sixth
source market for foreign tour-
ist arrivals and the numbers
have been steadily growing.
Especially now with Garuda
Indonesia connecting Jakarta
and Mumbai, we are optimistic
about this years progress,” he

said. He informed that they are
looking at initiating additional
air routes to connect more In-
dian cities since the response
to the commencement of the
Garuda flight has been strong.
The leisure segment was the
strongest in 2016, followed by
MICE and a strong demand for
weddings as well.

Sanjay Sondhi, Country
Director, Visit Indonesia Tour-
ism Office (VITO) said, “Today,
we have brought together 18
stakeholders at the Delhi road-
show. We just completed the
Mumbai edition and have two

more roadshows planned for
the second half of the year. A
growth in tourists travelling to
Indonesia from the west India
is definitely expected — Garuda
will probably be looking at non-
stop flights as well, since cur-
rently, there’s a technical 