


Hotel Sinclairs, Ooty

"WE ARE FOCUSED ON THE BUDGET TRAVELLER. WE PROVIDE
QUALITY ACCOMMODATION AND PERSONALISED SERVICES AT
AFFORDABLE RATES. WE LAY A LOT OF EMPHASIS ON THE QUALITY
OF FOOD AND EACH OF OUR PROPERTIES HAS A REPUTATION FOR
ITS CUISINE."

We want the chain to expand in
south Bengal too and in line with this
strategy, we are setting up a 20-room
luxury resort with extensive club and
banqueting facilities in Burdwan. This
property will also be commissioned
in early 2012.

Having come this far, it is impor-
tant for Sinclairs to have a property
in Kolkata and, therefore, we are now
setting up a 104-room hotel in
Rajarhat, Kolkata. This will be a first-
class business hotel and we expect it
to be commissioned by 2014. These
will increase our room inventory to
nearly 500.

What is the USP of your chain
of hotels? What sets it apart
from other hospitality majors?

We are focused on the budget trav-
eller. This segment is registering the
highest growth rate in the hospital-
ity industry. We provide quality ac-
commodation and personalised ser-
vices at affordable rates. We lay a lot
of emphasis on the quality of food
and each of our properties has a repu-
tation for its cuisine.

What has been the trend in
terms of occupancy levels in
your hotels?

Other than Siliguri, all our hotels
are in seasonal locations. In Siliguri,
the average annual occupancy is
around 65 per cent, whereas in other
properties, it ranges from 35 to 45
per cent.

What is your domestic-versus-
international guest ratio? Do
you have a guest loyalty
programme?

The present focus is on the do-
mestic travellers. As much as 95 per
cent of our revenues are from do-
mestic travellers, while the rest is
from international travellers.

In Siliguri, which is a business
destination, we have Privilege Card-
holders, who enjoy certain discounts
when they use the hotel. If a guest
has stayed in any of our hotels and
thereafter stays in another property,
we extend a discount to them.

How important is the role of a
spa in generating business for
your Chalsa Retreat?

Currently, there are hardly any re-
sorts in eastern India that offer a true
spa vacation. Our resort in Chalsa is
a perfect location for a spa. The ar-
resting green landscape, the healthy
climate, our home-grown organic
vegetables and a bouquet of facilities
provide the perfect spa ambience. An
outdoor-cum-indoor spa is being set
up within the property and we expect
it to be operational by September. We
have tied up with a well-known spa
operator to run the same. We are con-
fident that this will be a very signifi-
cant step to increase occupancies in
the resort.

What is the most crucial issue
to tackle in the hospitality
industry?

Finding the right talent is one of
the most challenging tasks for the
hospitality industry. Many new inter-
national brands have come to India
and the demand for hotel profession-
als is growing exponentially. Sadly,
in many cases, the quality of
manpower churned out by mush-
rooming hotel management insti-
tutes is below par.

What has been your strategy

for growth?
We are looking to expand our

chain by adding new properties, both
through greenfield ventures and the
acquisition route. We are actively
looking at acquiring hotels, whose
location, size and segment fit into our
scheme of things.

Would you like to consider
international affiliation for your
chain?

Sinclairs is a home-grown brand
and is today well recognised in its
segment. We are constantly making
efforts to strengthen the brand.
While we are not averse to an inter-
national affiliation, we would defi-
nitely not drop the Sinclairs brand
totally. As we expand, the brand will
get stronger and there will be an op-
portunity to diversify as a hotel op-
erator for properties not owned by
the company.

What are the challenges in
running a chain like yours?

Besides finding the right talent as
I mentioned earlier, strict cost con-
trol and multi-tasking of the core
team are some of the challenges
faced by hotels in the budget cat-
egory, more so for those operating
in leisure destinations that are
seasonal.
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