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A stay that stays with you.
Coming just in time for the summer holidays!
The magnificent destination of Katra just got a blissful lift as Best Western Swing High Katra,
brings you the region's finest international hospitality experience. Be it our classic &
contemporary rooms and suites lavishly appointed for every thoughtful luxury... our eclectic
choice of pure vegetarian cuisine... our sublime spa & modern gym... or our agile & warm
hospitality staff... a stopover at Best Western Swing High Katra, is designed to rejuvenate
your spirit - en route to elevating your soul at the Holy Shrine, or an unforgettable getaway

to the scenic spots of Patnitop, Leh and Jammu & Kashmir.

For enquiries call: +#91 11 4595-4424,+91 98103-54001
Swing High Ratra

Jammu Road, Vaishno Devi Katra, J&K 182301, India
+91 1991 233-944 reservations@bwkatra.in
000-800-440-2474 bestwesternindia.com

Each Best Western® branded hotel s independently owned and operated
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HQ: CAPER HOUSE, 327, Udyog Vihar, Phase-IV, Gurgaon-122016, Haryana, Tel: +91 124 4600 200, Fax: +91 124 4600 340
Email: info@caper.in, Website: www.capertravelindia.com
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Decade of Inbound tourism

Now in its 10" edition, The Great Indian Travel Bazaar 2018 is being held in Jaipur from April 22-24. The
show brings together over 280 buyers from 55 countries, a large contingency of around 270 exhibitors and
representatives of nine state governments, to conduct B2B meetings and promote inbound tourism.

ﬁAnkita Saxena

auded as one of the most
Limportant shows for in-
bound tourism, GITB 2018
expects an attendance of
over 280 buyers from 55

the show are Odisha, Andhra
Pradesh, Madhya Pradesh and
Telangana while the other par-
ticipating states include Goa,
Punjab and Tamil Nadu. This
year’s GITB is actually the 11"
edition as the exhibition was

This year there will be around
11,000 B2B structured pre-
fixed meetings between buy-
ers and sellers over two days."

Dipak Deva, Co-Chair-
man—Tourism  Committee,

that it would become such
an important platform. To-
day, GITB is the number one,
premier show for inbound
tourism. It is also a critical
event for the tourism industry

Contd. on page 8 »

countries. Approximately 270 once hosted in New Delhi, but ~ FICCI, believes
exhibitors and sellers exhibit- it is the 10™ show in Jaipur. that the show’s
ing at the show belong to vari- completion  of
ous tourism and hospitality Jyotsna Suri, Chairper- 10 years is
domains like hotels, tour op- son—*FICCI Tourism Commit- a  milestone
erators and representatives of tee, says, “In a span of 10 in itself. He
nine state governments. The = years, GITB has gone from  says, “When :
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Caper eyes Latin America & Iran

Fuelled by a steady growth, Bharat Bhushan Atree, Managing Director, Caper Travel Company, informs
that the company has added Iran and Latin America to its product portfolio. The company will focus on
digitising its operations this year and has already begun shifting its partners onto the online portal.

ﬁTT Bureau

lease share some

achievements of Caper
Travel Company in the
last year.

A'sound and secure foun-
dation has propelled Caper to
become one of the leading and
most steadily growing travel
groups in India. The past year
has seen a feeble market, but
we achieved a substantial
growth of 22 per cent. The
year 2017 also brought us
the eighth National Award,
a streak that is becoming a
habit annually.

\What is the growth
Qstrategy of the
company?

| believe that the future is
technology. We have begun
shifting our partners onto our
online portal which caters to
inbound travellers. The system
is fully automated, thereby in-
creasing efficiency. Apart from
this, the conventional plans
and strategies for growth go
side by side, achieved by ex-
panding our product portfolio
and expanding the market.
Our focus is on experiential
tourism, offering clients a
more holistic experience to
ensure that they

. ‘&4

Royal Desert Safaries

soak in real-life
experiences
and enriching
participation.
Nature tourism
is gaining great
enthusiasm
among many of
our consumers.

Trans

India
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Bharat Bhushan Atree
Managing Director
Caper Travel Company

re you introducing

any new products?
This year, we have added
Iran and Latin America. Hav-
ing received an overwhelm-
ing response from the Iran
market, we are prompted to
concentrate, invest and de-
ploy larger resources for this
market. We are also investing
heavily in technology and IT
infrastructure for seamless

operations and extended ease
of working.

ow relevant do you
think are trade exhibi-
tions for the industry?

In the B2B business
model, exhibitions are a valu-
able platform for brand build-
ing and networking. A periodic
participation reflects a formi-
dable competitor in the market
even though the dynamics
are changing gradually with

ments. Pre-scheduling of meet-
ings between significant ven-
dors and prospective clients,
promotion and marketing of the
event will increase footfall while
cultural evenings from different
countries can highlight interac-
tions of patrons.

ny suggestions to
grow inbound tourism?
After countless discus-
sions between the key stake-
holders of travel trade and

£ € Having received an overwhelming
response from the Iran market, we are
prompted to concentrate, invest and deploy
larger resources for this market 3y

innovation and  introduction
of technology. However, fair
organisers should evolve with
time to diversify, bring variation
and newness into their arrange-

government  authorities, many
challenges to the growth of
tourism industry have been
ironed out. However, a lot re-
mains to be done. We require a

TRANS INDIA HOLIDAYS

18, Community Centre, Kailash Colony Extension, Zamrudpur, New Delhi - 110048 (India)
Telephone: 011-47208000
www.transindiaholidays.com, Email : info@transindiaholidayscom

large-scale promation and mar-
keting campaign for India like
other Asian countries. Reforms
in taxation and an uncompli-
cated procedure to acquire per-
missions and licensing for ho-
tels will be much appreciated.
Foreign tour operators can be
incentivised to promote India as
a favourable tourist destination.

nything else you
would like to share?

Having visited  South
America in the past year, | feel
the perception of India over-
seas is contemptible. It will be
advantageous if the tourism
department opens a Foreign
Tourist Office there which shall
aid the interested travellers to
better understand India as a
tourist destination. | also advo-
cate an awareness programme
where India is featured in travel
magazines and TV commer-
cials besides utilising social
media to the optimum. &
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BANGALORE

Dressed with flavours that Japan relishes
and finely curated to fit the Indian tastes.

Sushi and Sashimi crafted by Chef Richard, at OKO

OKO
A PAN ASIAN DESTINATION
Bangalore | Chandigarh | Goa

'\ For details, please call: +91 99801 58286

Kumara Krupa High Grounds Bangalore : 560001 Kamataka India | www.thelalit.com | Stay Updated: f B8 W
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Forex checklist: Tick these o

Sudarshan Motwani, CEO, BookMyForex.com, lists down key points that need to be considered before
getting money exchanged, and how you can save when converting through a moneychanger over banks.

e easily get overwhelmed

by the first thought of
foreign travel, and are always
on the lookout for international
event participation, business
travel or foreign vacations. But
changing money and foreign
travel go hand in hand, and
just to offer you a contrast,
you can save (or lose) about
13 per cent of your overall
budget just through foreign
exchange — and that's just one
aspect of it. Let’s have a look
at the points that you must
consider before getting your
money exchanged ahead of
the foreign travel.

An RBI-authorised
money exchanger

Pay  special  atten-
tion to whether or not
your  moneychanger s
authorised by the RBI. Al-
ways insist on the receipt of
the transaction as it will not
only protect you from being
cheated, but will also ensure
that you don’t land yourself in
legal issues relating to money
laundering, counterfeit cur-
rencies, etc.

Is changing currency
at the airport a
good option?

The airport terminal is
the best place

K Lih

Royal Desert Safaries

for  travellers
to  exchange
currency, only
if they don't
value  about
13 per cent
of the money
that they’re ex-
changing. Such

el
-

-,
- -

L

Visit us at GITB
Stand No: 227

£ £ Technologically evolved options help you lock in the current prices
for as long as three days. Such marketplaces also source the lowest
available prices from authorised national and international money-
changers, that often gives you about 6.5% savings over a hank %

terminals are known to charge
exorhitant rates for forex as
they are the last resort for
travellers who've got no time
to do so otherwise. Try not to
delay changing money before
your travel or you'll also end
up in the queue at the over-
priced airport counter.

Can you book my
forex, please?

What if you had the op-
tion to book your forex at a
certain rate before actually
buying it? Yes, there are mul-
tiple technologically evolved
options available that help you
lock in the current prices for
as long as three days. Such
marketplaces also source the

B Ly
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lowest available prices from
authorised national and inter-
national moneychangers, that
often gives you about 6.5 per
cent savings over a bank and
up to 13 per cent saving on
the airport counter. A few mar-
ket players also have channel
partnerships  that provide
emergency support across
all major international cities if
your card or cash gets stolen.
They, moreover, offer same-
day doorstep delivery, of both
cash and forex cards, so you
don’t have to worry about
changing money last minute.

Country to country,
card to card
When it comes to cards,

_.?<7,."i_
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always weigh your options.
Forex cards have multiple
advantages over conventional
ones, as they help you con-
veniently shop and withdraw
cash abroad through ATMs,
without being liable to pay
2.5t0 3.5 per cent transaction
fee and 3.5 per cent cross-
currency fee as charged by
debit and credit cards. |If
you're travelling with your
employees, you can also al-
locate a daily spending limit
to their account to keep their
expenses in check.

As a rule of thumb, you
should only carry about
20 per cent of your overall
budget as cash. However, this

indiz inspiring expetiences

il

should be kept slightly above
the bare minimum of after-
flight travel, meals and hotel
bookings. This will save you
from unforeseen incidents
such as lost baggage and
pick-pocketing.  Carry the
remaining amount in your
forex card.

(The views expressed

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

Sudarshan Motwani
CEO, BookMyForex.com

Vasco Travel
Inspiring Experiences!

www.vascotravel.net

global office : n— 12, 3rd floor, sector - 18, noida - 201301 (UP), INDIA, t :- +91 120 4601390, e :vasco@vascotravel.net



A Serene and

Tranquil Paradise

-Enjq\y a Family Staycation with Indoor Plunge
: /" Pools and Heavenly Delights

Book now at westin.pushkar@westin.com or
Call T: +91 145 277 4400 | Web: westin.com/pushkar

1242,1243,1196/1726, Surajkund Village,
Opposite Kamal Farm, Motisar Road,
Pushkar - 305022, Ajmer, Rajasthan, India




MEETING

YOUR HIGHEST EXPECTATIONS

WHILE IN NUBRA

Desert Himalaya is a Luxury
Resart nestled in the remote
and beautiful Nubra Valley,
Due to its unique location in
the valley, the Resort offers
unparalleled views of the
majestic Karakoram and

unmatched luxury, comfort
and adventure for its guests,
Desert Himalaya Resort
offers 2 Ultra luxury Tent
Suites , 25 Luxury and 25
Deluxe Tents along with
modern attached bath with
hot and cold water, Each tent

Ladakh Range. Tucked within
the lap of lush green land,
surrounded by majestic
mountain peaks and gently
caressed by crystal clear
meandering natural springs,
Desert Himalaya offers an
experience that encompasses

is tastefully furnished with
comfortable beds and
mattresses. The tents have
spacious verandas ,so ocne
can sit back and experience
the warm desert sunrise or
gaze at the clear night sky
above.

Tariff valid from 20 Apr 2018 to 15 Oct 2018

CcP
 20,000/-

Types of Room
Ultra Juxury

MAP
¥ 20,000/-

AP
< 20,000/~

Double Luxury T 8,651/

T8.910/- < 9,983/

Single Luxury 7 5,950/-

T 6,655/ T7,986/-

Double Deluxe T 7.865/-

< 8,107/- 2 9.075/-

Single Deluxe

T 5,445/-

T 6,050/- 27,260/

Exira Bad-40% ol Rack Rate

i

LA e iec s

10% Serace charges applicable

AL

Delhi: 28, Adhchini, Shri Avrobindo Marg, New Defhi - 110017,
Tel: 491 11 26560222 & 26560223 | Cell: +91 9622774032
Ladhakh: Wisdom Complex, Changspa Bridge, Leh-194707
Tel: +97 1982 253588, 09419177708
deserthimalayaresort@gmail.com  www.deserthimalayaresort.com

HOTELS

Khandela on tech highway

With more hotels coming up in Jaipur, Khandela
Haveli is making itself more digital media-friendly as
they feel online visibility is important to stay relevant.

ﬁTT Bureau

handela Haveli and Castle

Khandela are two hotels
in Jaipur owned and run hy
the royal family of Khandela.
Kandela Haveli is a boutique
haveli hotel in Jaipur, built
in the form of a ‘haveli”. It
offers guests with royal hos-
pitality with most modern
amenities and comforts. The
hotel has 24 different types of
rooms that blend perfectly with
the elegant past.

Girdhar Pratap Singh
Director
Khandela Haveli

£ £ We believe that digital visibility is very
important to stay relevant to today’s
consumers. The guest not only wants to view
the website of a hotel, but also know about
the reviews and ratings of a property on

various travel portals 5y

“We believe that digital vis-
ibility is very important to stay
relevant to today’s consumers.
The guest not only wants to
view the website of a hotel, but
also know about the reviews
and ratings of a property on
various travel portals. Periodic
promotional offers by the ho-
tel are helpful in increasing the
annual recurring revenue and

is highly recommended,” said
Girdhar Pratap Singh, Director,
Khandela Haveli.

Khandela Haveli also has
another unit of hotel, Castle
Khandela in Sikar district. Castle
Khandela is a 250-year-old cas-
tle in Khandela, which is 100
kilometres away from Jaipur.
The hotel offers various activi-

ties including camel car safari,
jeep safari, village walks and
organic farm visits.

Speaking on GITB, Singh
added that travel agents play an
important role in marketing of
hotels and are most important
for its growth. “GITB has been
very effective tool for providing
us with a platform in meeting
travel agents. Major agents take
part in this fair. Our expecta-
tions from GITB are good and
| am sure we get to negotiate
good business during this fair,”
added Singh.

Brochures and other im-
portant information are regular-
ly sent to travel agents with the
meetings that happen in major
fairs like GITB. Agents also
visit hotel properties which are
closely monitored. The entire
development regarding the up-
gradation of properties and the
current market trends with busi-
ness strategies are discussed
with agents.

Acdventures

¥ Castle Khandela offers
activities including camel

car safari, jeep safari, village
walks and organic farm visits

11k meetings at GITB

» Contd. from page 3

of Rajasthan which offers an
opportunity to all stakeholders
to come together and interact
for the bengfit of the industry.
Over the years, the show’s
shift in venue to a larger one
like JECC is a reflection of
the exhibition’s growth year
on year.”

Deva explains the USP of
the show is the fact that every
year, new buyers are invited
to attend the show and learn
about India as a destination.
He adds, “The leading destina-
tion management companies
make an effort to promote the
show and invite new buyers to
GITB to showcase Indian tour-

ism industry and encourage
the growth of this sector. An-
other element which has made
GITB an important show is the
fact that it highlights Jaipur as
a tourist destination.”

Suri further adds that a
special feature of GITB this
year will be the release of two
reports — FICCI-MRSS Study
on ‘Rajasthan—A True Land
of Culture and Heritage’ and
FICCI-Yes Bank Study on ‘In-
dia Inbound Tourism: Decod-
ing Strategies for Next Stage
of Growth’.

A special showcasing of
the luxury train ‘Heritage Pal-
ace on Wheels’ for the FTOs
will also be organised.

K Hh

Royal Desert Safaries

Rahul
Chakravarty,
Consultant,
FICCI, fur-
ther  informs
that this year
around 90 per
cent of foreign
buyers attend-

ing the show are completely
new. "These are some impor-
tant industry players who have
not attended the show till date
and shall offer a new perspec-
tive to trade in terms of busi-
ness," says Chakravarty.

Lauding the efforts put in
by the state tourism department
of Rajasthan, Deva points out, “|
believe that Vasundhara Raje,
Chief Minister of Rajasthan,
deserves full credit for further-
ing the show. She has been an
example and the first friend of
the tourism industry, and has
helped grow the same through
various initiatives."

GITB is organised by DoT,
Government of Rajasthan;
Ministry of Tourism and Fed-
eration of Indian Chambers
of Commerce and Industry
(FICCI). It is also supported
by leading national and re-
gional associations like Hotel
and Restaurant Association
of Rajasthan (HRAR), Indian
Heritage Hotels Association
(IHHA) and RATO.” &
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Promotion leads to growth

The tourism and hospitality industry in Rajasthan has witnessed a good response for its tourism
products across segments. In order to boost growth, private players and government authorities have
to work in tandem to market Rajasthan well, opines DDP Trailblazer Bhim Singh, President, FHTR.

4TT Bureau

ajasthan witnessed a robust

tourism season last year
during which the state received
atotal of 475.27 lakh tourists in
2017. Qut of the total tourists,
16.10 lakh were international,
registering a growth of 6.36

Bhim Singh

President, Federation of Hospitality
and Tourism of Rajasthan (FHTR)
and MD, Rajasthan Tours

L€ 1tis important
that the state
tourism departments
and private players
of the industry work
in tandem and make
joint efforts to
collectively grow
tourism 1y

per cent while the remaining
459.17 were domestic tourists,
registering a growth of 10.66
per cent in 2017 over 2016.

“In 2018, the first quarter
has been a much better sea-
son for tourism and hospitality
industry as compared to last
year's first quarter. This year
is expected to be reasonably
good for the state for tourism,”
believes Bhim Singh, Presi-
dent, Federation of Hospital-
ity and Tourism of Rajasthan
(FHTR) and Managing Director,
Rajasthan Tours.

Royal

Desert
Safaries

Identifying industry chal-
lenges, Singh points out that
a lack of continuous promo-
tion becomes a big challenge
for the tourism industry.
“With the changing spectrum
of marketing platforms, it is
important to devise a positive

outlook and strategy for ag-
gressive marketing. It is also
important that the state tour-
ism departments and private
players of the industry make
joint efforts to collectively
grow tourism and hospital-
ity,” he adds.

Singh further elaborates
that GITB is a pan India show
which markets the state of
Rajasthan and India to for-
eign tour operators. “This
show has helped in boosting
the foreign tourist arrivals to
the state.”

AGRA-IMDIA,

Singh informs that Ra-
jasthan Domestic Travel Mart
2018 from July 20-22 will focus
on increasing the attractiveness
of Rajasthan as a tourist desti-
nation. The Department of Tour-
ism, Government of Rajasthan
will be the host partner state.

0 (it

A SEA OF GREEN OVERLOOKING THE
AGRA FORT & TA] MAHAL

Singh  elucidates,  “It
will focus on the domestic
tourists coming to Rajasthan
from various parts of India
and establish Rajasthan as
one of the leading domes-
tic tourist destinations in
the country.” &
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TDC on duty at au

With the opening of a duty-free shop at VO Chidambaranar, Tuticorin Seaport, the tally of total seaport
duty-free shops being operated by ITDC has touched 12. Two more such shops are expected by this year.

ﬁTT Bureau

he last year fared incred-

ibly well for ITDC. “The
company clocked a turnover of
~495.14 crore during the finan-
cial year 2016-17 as against
~465.69 crore in the previous
year, with exceptional perform-
ances by divisions like Hotels
& Catering, Events Division and
AITD. ITDC expanded the Ashok
International  Trade  Division
(AITD) and opened two new
duty-free shops during the year,
taking the total number of port
based duty-free shops tally to
12. Speaking for another legen-
dary wing SEL, ITDC expanded
it to Konark Temple, Odisha

and a special piece of a crea-
tive show at Diu port which is
in the pipeline. The Ashok New
Delhi, flagship property of ITDC,
bagged the second consecu-
tive National Tourism Award in
the ‘Best Hotel Based Meeting
Venue' category for the year
2015-16,” revealed Piyush Ti-
wari, Director—Commercial &
Marketing, ITDC.

For 2018, ITDC has made
extensive marketing strategies
to promote the brand as a one-
stop solution for all tourism,
travel and hospitality needs.
“We are broadly focusing on
our different divisions. At Ashok
Group of Hotels, our focus in
2018 is on reno-

vating and up-
grading the flag-
ship  property,
The Ashok, into
one of the finest
hotel properties
in the country.
Hotel ~ Samrat
is being refur-

DEV SHREE

DEOGARH

Dev Shree |uxury hotel in Deogarh, Rajasthan is situated on the edge of the Ragha Sagar lake with

Piyush Tiwari
Director—Commercial & Marketing
ITbC

bished too. A new swimming
pool has been made operational
in Hotel Samrat. For Ashok
Events, we are hoping to attract
more events and activities. We
are trying to consolidate the
business at Ashok International
Trade Division (AITD). Recently,
with the opening of a duty-free
shop at VO Chidambaranar, Tu-
ticorin Seaport, the tally of total
seaport duty-free shops has
touched 12. We expect to op-
erationalise two more seaport

the Gokul Fort at the far end, perched on a hill,

The large verandah overlooking the lawn stretches out to the water infusing a sense of calm. The

ree Shops

£ € Ashok Travels & Tours has signed a MoU
with Controller General of Defence Accounts
(CGDA), whereby customised online travel
solutions will be provided to CGDA 5y

duty-free shops during the cur-
rent year,” he revealed.

Referring to Ashok Trav-
els and Tours (ATT) as the
second biggest vertical after
Hotels in terms of turnover
generated, Tiwari said, “Given
the potential that the travel and
tours segment holds, ATT will
be aiming to increase its share
of the pie in the years ahead.
ATT has signed a MoU with the
Controller General of Defence
Accounts  (CGDA), whereby
customised online travel solu-
tions will be provided to CGDA.
Efforts will be made to improve
contribution from  transporta-
tion and tour segments of the
division. In terms of sound and
light shows, shows at Dal Lake
in J&K and Tilyar Lake in Ro-

lake plays hostto a large variety of migratory birds in the winter- welcome visitors

(gokhras).

Visit us at GITB
Stand No.: 286

All the bedrooms offer views of the gardens, some with sit-outs and others with bay windows

Web: www.devshreedeoga

htak are likely to be completed
this year. The show at Diu Fort
is also awaiting launch. ITDC is
coordinating with the Archaeo-
logical Survey of India for im-
plementing SEL shows at 11
Adarsh Monuments. At Ashok
Institute of Hospitality & Tour-
ism Management (AIH&TM),
the first batch of students pur-
suing B.Sc (H&HM) course
would be graduating this year
and trend so far indicates that
most of these students are go-
ing to be placed well. At Ashok
Consultancy &  Engineering
Services (ACES), efforts are
being made to get infrastruc-
ture projects directly from state
governments as well as private
sector. We expect a positive
outcome during the current
year, especially with focus on

Swadesh Darshan and PRASAD
Scheme of the government.”

ITDC has also tied up with
online and offline travel agents
for various marketing and pro-
motional activities. “We under-
stand that travel agents are the
backbone of our tours and travel
business and their contribution
to strengthening our business
is invaluable. Digital marketing
would be used increasingly to
have improved visibility as well
as to reach the young genera-
tion,” claims Tiwari.

All prepared for GITB, Ti-
wari says, “l am very optimistic
about productive networking
at the two-day event as it will
boost the travel trade busi-
ness in the country. While all
the properties and services of
ITDC would be showcased, our
main focus would be on Ashok
Events, ATT as well as our flag-
ship property The Ashok along
with Hotel Samrat as they are
major MiCE properties.”
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Luxurious Rooms & Suites « Delectable Cuisines

Stunning Banquets « Relax in the Rooftop pool

GOLDEN TULIP (KX

VASUNDHARA - DELHI NCR - HOTEL & SUITES

C-5 , Sector |18,Vasundhara
Phone: 0120 481 6000
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Showcasing new locales

Tourism Enterprises is exploring opportunities to
bring in more destinations such as Poland, Jordon
and Spain to the Indian market.

ﬁTT Bureau

he company has witnessed

a steady growth for all
destinations it works with, in-
forms Ravi Gosain, Managing
Director, Tourism Enterprises.
He says, “We have acquired
good clientele in smaller cities
of India and this number is only
increasing. We have noticed
that these clients are loyal
customers.”

Sharing details on plans
to add newer destinations,
Gosain says, “We are explor-
ing opportunities to give Indian
travellers a variety of options
to travel to. These destinations

Ravi Gosain
Managing Director
Tourism Enterprises

are Poland, Jordon and Spain.
We are finalising the terms and
conditions and hopefully, will
be able to announce this soon
to the trade.”

Jaisalmer
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Royal Desert Safaries

Accord-
ing to him,
outbound  from
India is grow-
ing,  because
of which the
company s
Quite busy for

Radmm

JODHPUR

Enjoy modern charm

at our hotel In
historic Jodhpur

the summer of 2018. He ex-
plains that the company ex-
pects to close good business.
“The Indian market is maturing
fast and customers have
become knowledgeable
about destinations. This is a
good sign for the DMC part-
ners to confirm bookings.
One of the factors propel-
ling this growth is the ease of
procuring visas.”

In terms of marketing
strategy, Tourism Enterprises
is focusing on promoting its
products region-wise in India.
Gosain points out, “We are
keen to promote the company
in eastern and southern India.
We are looking for some cred-
ible shows to participate in at
these regions. Our approach
so far was very strategic and
was concentrated on market-
ing our products region wise
and this has been quite suc-
cessful so far. We will adopt
similar strategies in new re-
gions of India.”

No limit for Skies Holidays

In a spree to expand its business, Skies Holidays will
soon add new segments to its portfolio with medical
and wellness products, and other guest services.

ﬁTT Bureau

haan Sarin, Managing Di-

rector, Skies Holidays, is
excited about the growth po-
tential he sees not just for his
company but also for India’s in-
bound market. “Our expansion
of business is a reflection of
India’s growing inbound market
that records large volumes of
international tourists. Inbound
tourism will see a big change
in tourist arrival segments. A
ot of tourists will come to In-
dia to attend conferences and
events,” he predicts.

Skies Holidays has branch-
es in Delhi, Mumbai and Chandi-

!
.
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Shaan Sarin

Managing Director
Skies Holidays

made packages in India; while
visaclues.com  provides visa
services; and quickrez.com sells
customised travel services in all

£ £ We aim to attract foreigners to unexplored
destinations in India such as the snake-boat
race in Kerala, spice tours, wine tours, etc 5y

garh. It has multiple brands that
offer diverse products and serv-
ices—Indianverve.com  offers
luxury inbound tours with tailor-

categories from premium luxury
hotels to holiday packages, all of
which cover both domestic and
international destinations.

Radisson Jodhpur, 8" Residency Road, Gaurav Path, Jodhpur, Rajasthan, 342001, India
T: +21 291 7110000 | E: neergj.joshi@radisson.com | Wi wy

w.radisson.com

According to  Sarin,
the top three destinations
for domestic and inbound
traffic, as well as the main
source markets are Jaipur-
Agra-Delhi, i.e. the Golden
Triangle, along with cities like
Mumbai and the state of Uttar
Pradesh. “The focus is to
attract foreign tourists to
unexplored destinations and
tours in India such as the
snake-hoat race in Kerala,
Bollywood tours, spice tours,
wine tours, etc. We are hop-
ing to meet new buyers at
GITB, specifically from the
USA and UK market to en-
hance our network. We ex-
pect more number of foreign
buyers to grow their busi-
ness in the Indian market,”
Sarin adds.

He also reveals that
Skies Holidays will add new
segments with wellness prod-
ucts and a host of other serv-
ices like airport transfers, hotel
stays, assistance for medical
treatment, etc. &
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Cygnett opens In Vizag

Cygnett Hotels & Resorts' launch of the Vizag
property will be followed by Cygnett Inn by May
2018, and one in Arunachal Pradesh by June.

ﬁTT Bureau

ygnett Hotels & Resorts

recently inaugurated its Cy-
gnett Lite Ramachandra in Vi-
sakhapatnam, adding 42 keys
to its repertoire. With the latest
addition, the chain will now
have a total of 15 operating ho-
tels. Moreover, nine new prop-
erties are scheduled to open by
December 2018, including an-
other one in Vishakhapatnam.

Sarbendra Sarkar,
Founder and Managing Direc-
tor, Cygnett Hotels & Resorts,
says, “Our vision is to reinvent
the definition of leisure and
business travel, transform-
ing the hotel into a preferred

choice for guests. Cygnett
Hotels is further expanding
its brand portfolio across the
growing Tier-I and Il cities in
India, and we foresee a great
potential in becoming the fa-
vourite hospitality brand.”

Cygnett will also launch
Cygnett Inn in Vishakhapa-
tanam in May 2018 and a new
hotel in Arunachal Pradesh
in June this year. Besides, 15
hotels under various products
are in the pipeline. With multi-
ple offerings, Cygnett is able to
serve a wide spectrum of con-
sumer segments, covering the
leisure and business guests,
families and backpackers.

On the do-

Royal Desert Safaries

mestic market,
Sarkar  says,
“Domestic
travellers  are
contributing 80
per cent of the
business in Cy-
gnett Group. For
the  domestic

Sarbendra Sarkar
Founder and Managing Director
Cygnett Hotels & Resorts

market, Cygnett is on the path
of ‘Look North-East’ policy
to develop the northern part
of India with the help of good
hospitality services for national
and international tourists.

Sarkar is excited to meet
the tour operators at GITB
2018. “With a lot of interac-
tion, | expect significant busi-
ness opportunities to emerge
during the show. | look forward
to connecting with inbound
players and international travel
agents,” he says. &

Now. retreat within De

h

Located in the heart of South Delhi, Colonel’s Retreat
is a B&B property that reflects the warmth of home
and beckons travellers to experience its hospitality.

ﬁTT Bureau

ospitality is a passion for

Suman Anand Khanna
and not a job. The Director of
Colonel's Retreat New Delhi
explains, “You can sense pas-
sion in almost everything we
do at our hotel. From breakfast
menus to selection of coffees
to the art in our lounges and
rooms — our passion shows
through  unabashedly.  We
also offer an unbeatable value
package—five-star hospitality

Suman Anand Khanna

Director
Colonel’s Retreat

£ € From breakfast menus to selection of
coffees to the art in our lounges and rooms -
our passion shows through unabashedly 5y

at three-star rates. Couple that
with dollops of personalised at-
tention and top-class service.”

Colonel’s Retreat ca-
ters to travellers from a wide
geographical market. The hotel
banks on its individuality as
a quaint property amidst the

concrete jungle of the capital
and the warmth it brings to its
hospitality. “We continue to do
what we are known for — per-
sonalised service with atten-
tion to detail,” says Khanna.

Speaking about the hotel's
concept, she says, “About 10

years ago, we decided to cre-
ate a small hotel and the only
yardstick was that it should be
a place where we would love
to stay ourselves.” She adds,
“We are not a cookie cutter
property. Small personalised
properties like ours can't be
duplicated unless we clone
ourselves. If we expand, we
will lose our USP”

Khanna feels that the
market seems to be growing
in a healthy manner. The e-
visa scheme has been a game-
changer for properties such
as hers. “Our source markets
are the UK, USA, Australia,
Germany and France. GITB is
a one-stop place for boutique
properties,” Khanna says.

Other Properties

4 At the Airport, New Delhi,
is 10 minutes from T3

4= Shil Villa, Kashmir, a
heritage hotel on the banks
of Jhelum
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Fra Hotels ushers in new era

Era Hotels opened its new property, Dempo River
Sal in December 2017 in Goa, and currently is in
the process of signing more properties on lease.

ﬁTT Bureau

ra Hotels and Resorts, a ho-

tel management company
under the aegis of CTC Hold-
ings, manages three properties
in Goa as well as the 40-room
Dunsvirk  Court, Mussoorie.
It has recently opened its
new property in Goa. Vinay
Albuquerque, Chief Operating
Officer, Era Hotels, shares “We
opened Dempo River Sal in
December 2017 in Goa and are
in the process of signing more
properties on lease as well as

has the unique distinction of
being the highest point in Mus-
soorie, offering  panoramic
mountain views on one side
and overview of the Library
Chowk and the Mall Road on
the other.

According to  Albu-
querque, while the domestic
market has increased most-
ly for the weekends, the
inbound market has slowed
down in the last quarter of
the current financial year
2017-18. “Overall both mar-

£ £Qur focus for this season is to promote
our properties in new inbound markets and
increase bookings from these sectors as
well as in the domestic market 5y

management basis.” The three
Goa properties include the
Santiago Beach Resort, Baga;
Turtle Beach Resort, Morjim;
and Mayfair Hotel, Panjim,
Goa, with a total of 200 keys.
Dunsvirk Court, Mussoorie is
a luxury boutique hotel, which

kets have averaged out to
similar figures as the last
financial year. Our focus for
this season is to promote
our properties in new in-
bound markets and increase
bookings from these sectors
as well as in the domestic

Vinay Albuquerque
Chief Operating Officer
Era Hotels

market. We also want to
have a strong presence in
the online market. We hope
to meet new inbound tour
operators at GITB and hope
that the show can deliver on
this,” he says.

The company has offered
various incentives to travel
trade to promote the property.
“Two-way support structure is
crucial to offer guests a great
experience while creating a
win-win situation for both the
hotel and tour operators,” Al-
buquerque adds. &
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Spree on expansion spree

Aiming to grow to 30 properties by this year,
Spree Hotels' new developments will come up in
Mysuru, Ooty and Bengaluru by the next quarter.

*TT Bureau

eshav Baljee, Managing

Director, Spree Hotels, is
happy with the growth the com-
pany has seen over the last 12
months. He says, “The past
year has been a good one. Our
hotel division, Spree Hospitality
launched properties in Pune,
Mysuru, Cochin and Coimbat-
ore and is now set to introduce
new hotels in Mysuru, Ooty and
Bengaluru within the next quar-
ter. Our goal is to grow to 30
properties this year, as we take
the Spree experience to many
more travellers across India.”

Spree Hotels also has a
huge facilities management di-

vision that currently manages
over 15 properties across the
country. “This takes our over-
all brand tally to 24 managed
properties across the country.
Spree’s USP is its service phi-
losophy of ‘Do More’. All our
associates are trained to go
above and beyond the call of
duty, and ensure the guest’s
stay is converted into an ele-
vated experience,” adds Baljee.

Speaking about his per-
spective on the current do-
mestic and inbound market,
the second-generation hotelier
says, “ARR and occupancy are
both showing an encouraging
upward trend. Our leisure di-
vision has benefitted from the
recent uptake in

taih

Royal Desert Safaries

.| domestic tour-
ism, and we
expect this to
continue.  We
are not directly
dependent on
the  inbound
market due to
our market po-

uf;

Call: +91-141-4151000

park inn

JAIPUR, JAISINGH HIGHWAY
A SAROVAR HOTEL

Keshav Baljee

Managing Director
Spree Hotels

sitioning, but this does impact
market occupancies and there-
fore affects us indirectly.”

The team at Spree Hotels
is focused on further enhanc-
ing the guest experience, which
is another focus area for them
as it tries to set the benchmark
for customer service in the seg-
ment. “Towards this end, we
are rapidly deploying technolo-
gy at our back-end to ensure we
can service our clients more ef-
ficiently, and in a more consist-
ent manner,” Baljee reveals. &

Fixed departuresfor Char Dham

Boasting of a diverse portfolio, including luxury
vilas and camps, Leisure Hotels Group has
launched fixed departures for Char Dham Yatra.

*TT Bureau

Leisure Hotels Group is a ma-
jor player in Uttarakhand’s
hospitality sector. Its portfolio
of hotels, resorts, luxury villas
and camps, incorporates beau-
tiful properties in the state’s
scenic spots offering adventure
and spiritual experiences. The
group has now added another
feather in its cap with a new
property in Himachal Pradesh
named 7Pines in Kasauli.

Another new product of
the company is the fixed de-
parture serv