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One of the Leading Leisure Hospitality Providers

Product Portfolio 

Milestones & Certification 



Product Portfolio

u Flagship Brand : One of the leading holiday brands

u Offers òFamily Holidaysó 7 days every year for 25 years

u 29 resorts in India & Thailand. Access to 5,000 + resorts 

through RCI 

u Age Segment 30 ð55 years

1997

u Offers òShort Breaksó 6 days every year for 10 years 

u Across 5 resorts

u Target Segment young urban families
2006

u Corporate Membership

u Offers Reward & Recognition solutions

u Points based platform to aid flexibility for Corporates

2006

u One-stop shop for family holiday & travel services

u E-commerce website & dedicated call center 

2008

u Provides accommodation in private homes

u Has aggregated 240 homes across 15 states

u Launched in the UK and India

2008
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Performance: Milestones

Å Leading Industry position

ð 109,884 Vacation Ownership (VO) members as at March 31, 2010 

ð 72% of the total active VO members in India with RCI* upto May 31, 2009 

ð 33 resorts, 1,476 apartments & cottages as at March 31,2010 

Å Ecotel Certification for Coorg & Goa

Å òClub Mahindra Holidaysó: Superbrand 2009**

Å 7 RCI Gold Crown Resorts including Munnar and Goa for 10 consecutive years

Å Avaya GlobalConnect Customer Responsiveness Award, 2007

Å Ranked 150 in Business Today BT Top 500 (2009) 

Å One of Best performing Global IPO by Wall street Journal (lone Indian IPO)

Å Food Hygiene Certification of International Standard from òBranch Hygiene Codeó of 

Netherlands

Å ISO: 9001 certification awarded to the Member Relations Department

* Source: Group RCI **Source: Brand Council in India
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Differentiated Approach

Customer Centric Design 

Product Features



Conventional Proposition: Essentially discounted accommodation room nights . 7

Understanding Vacation Ownership

ÅKey features of the conventional model

ðOwnership at a fixed resort location for a fixed week 

in the year every year in a fixed season and room type

ôConcept of Vacation Ownershipõ
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ÅFlexibility: òFloating Weekó 

ðChoice of apartment size and season 

ð7 night holiday can be availed 2/3 night at a time 

ðCustomers can accumulate or advance  

ÅVariety & Choice: òClub Membershipó 

ðNot tied down to any one resort 

ðCan holiday across any of the resorts 

ÅComplete Family Experience 

ðFull service resorts with amenities, facilities, services and 

activities 

Customer Centric Design @ Club Mahindra

ONE WEEK EVERY YEAR FOR 25 YEARS, RIGHT-TO-USE MEMBERSHIP 

IN THE SEASON AND APARTMENT TYPE THE MEMBER CHOOSES
*  For conditions of usage please refer to the Membership Application Form available at any of our offices, branches and outl ets
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Integrated & Mixed Use Business Model

Integrated Value Chain 

Multiple Sales Channels

Resort Network

Family Holiday Experience



10

Delivery Through Integrated Value Chain

Resort Design & 

Development
Lifestyle product 

marketing approach

Pan India multi-

channel sales 

initiatives

Holiday planning 

& reservation 

services

Active customer 

feedback system

Full service 

resorts

Additional value 

opportunities

Identification & 

acquisition of land

Club Mahindra



Pan India multi -channel sales team 11

Onsite

Branch

Offices
19

61#

129**

1*

Retail 

Outlets

Franchisee

Service

Office

7

*Including Dubai ; **including Kuwait; # 45 Direct and 16 Franchise

Å Follow Permission Marketing Approach

Å Retails Outlets: Club Mahindra Holidayworlds  

at Malls and shopping complexes

Å Direct to home: Meet target members at home

Å Onsite: Club Mahindra Holidayworlds at resorts

Reaching Customers through

Innovative Sales & Marketing Channels

Multiple Sales Channels
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Pan India presence

Pan India resort presence

Coorg

Kodaikanal

Poovar

Ashtamudi

Dharamsala

Mussoorie

Manali

Binsar (2)

Corbett

Goa (2) Pondicherry

Ramnagar

Tungi

Kadapakkam

Theog

Thekkady

Ooty (2)

Masinagudi
YercaudMunnar

Varwade

Kas

Mahabaleshwar

Panchgani

Shimla

Auli

Operational

Under Development

Green FieldsNaukuchiatal

Kumbalgarh

Hyderabad

Gangtok

Existing Resorts 

Own 14 (1050 Apartments)

Long Lease 14 (354 Apartments) 

Short Lease 5 (72 Apartments)

Total 33 (1476 Apartments)

95% Own & Long Lease

Expansions Planned 

Ashtamudi, Coorg  

Greenfield Development 

Tungi (near Lonavala), Theog (near Shimla) 

Landbanks for future 

Maharashtra Kas, Varwade 

Tamil Nadu Kadapakkam 

Andhra Pradesh Near Hyderabad 

Karnataka Coorg 

**Besides resorts shown in map Club Mahindra members have access to a total of 5,087 RCI affiliated resorts across the world

*Also present in Thailand
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Gir

Bandavgarh

Kanha



Holistic Family Holiday Experience

# Activities and amenities at certain locations are resort specific and may not be available at all locations throughout the year 

Å 7 RCI Gold Crown 
resorts

Å 2 Resorts 5 Star 
accredited by Dept. of 
Tourism GOI

Å MRD processes certified 
ISO:9001-2000 
compliant

Å PCMM level 3 assessed 
at Goa Resort

Å BHC certified Hygiene 
systems

Accreditation for 

quality resort services

Å Fun dining Restaurants & 

Gourmet takeaways 

Å Svaastha Spas/Ayurvedic 

Spas

Å Kids Club

Å Champs

Å Bars

Å Swimming pool

Å Conferences & Outbound 

Trainings

Activities & amenities 
giving complete holiday 

experience #

Å Designed to suit 

topography of the 

location 

Å Non-conventional 

accommodation such as 

log huts, tents and 

floating cottages Resort 

Design

Å Adding innovative 

activities

Strategy to enhance 
holiday experience
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Unique Revenue Model

Multiple Revenue stream

Continuous Value creation from single unit
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Revenue Streams From Members

Å Membership Fee:

ð Admission Fee

ð Entitlement Fee

Å Annual Subscription Fee: (ASF)

Å Interest: On Instalments (EMIõs)

Å Resort Revenue: Revenue generated at the resort during the 

holiday

Upfront Cash:

Admission Fee

Recurring Income:

Entitlement Fee



Unique Revenue Model 
Value created continuously from a single resort unit..

Timeline (years)
*Inflation not considered
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Recurring Revenue Streams*: ASF, Usage Fee, Resort 

Revenues

Upfront 

Cash:
Admission 

Fee

Residual Value *:
Opportunity for 

2nd cycle - ZERO 

Marginal Cost of 

Inventory

Income from 

Financing

Admission FeeEntitlement Fee

Resort - MembersResort ïFITInterest on EMI

Annual Subscription Fee

26

Value Creation Profile

Large Upfront Cash-flow

Built in Annuity Stream

Residual Value

16
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Strong Financial Performance

Highlights FY 10 

Sustained Growth :

Membership Acquisition 

Inventory Creation 

Financials

The Club Mahindra Advantage
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Qtr & Year Ending March 31, 2010

Å Q4 Highlights 

ð Quarterly Operating income  at INR 130.22 Cr  up 10.1% from year-ago quarter

ð Quarterly PAT up by 8.1% to INR 32.21 Cr 

ð 6,987 Gross members added 58% more from year-ago quarter 

ð Ecotel Certification for Coorg & Goa

Å FY 10 Highlights 

ð Yearly  Operating income  at INR 510.2 Cr  up 15.9% from year-ago quarter

ð FY PAT up by  41.3% to INR 117.84 Cr 

ð Cumulative  Member base stands at 109,884 as at 31st March 2010
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Growth Rate

Please note, all figures are based on consolidated financial statement , Div for FY 10 is proposed .

FY 05 FY 06 FY 07 FY 08 FY 09 FY 10
5 Year 

CAGR

Cumulative Member base (No) 28,491  38,691  53,113  73,533  92,825     109,884   31%

Income from sale of Vacation 

Ownership & Other Services
101.7    152.7    232.3    352.7    393.2       473.5       36%

PBDITA 27.3      44.6      79.3      144.0    152.1       199.5       49%

PAT 8.3        20.0      42.5      84.0      79.8         117.1       70%

Share Capital 28.4      28.4      28.4      76.4      77.0         83.3         24%

Reserves 0.0        14.9      47.3      66.6      118.8       355.3       713%

EPS (Diluted) (in Rs) 1.69      4.05      5.50      10.77    10.19       14.18       53%

Dividends 0% 0% 30% 30% 30% 40%

(Rs. In Cr.)
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28,491 

38,691 

53,113 

73,533 

92,825 

109,884 

FY05 FY06 FY07 FY08 FY09 FY10

Membership Acquisition & Inventory Creation: 

Sustained Growth

Growth in Cumulative Member base and in Cumulative Inventory

Cumulative VO Membership

Inventory (Number of Units)
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77.4 

145.7 

218.7 

403.4 

484.1 

631.5 

FY05 FY06 FY07 FY08 FY09 FY10

106.1 

156.7 

240.6 

375.0 

444.3 

516.4 

FY05 FY06 FY07 FY08 FY09 FY10

Consistent Financial Growth 

Receivables an added opportunity to boost cash-flows

Total Income (INR Cr)

Receivables Available for securitization (INR Cr)
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Please note, all figures are based on standalone financial statement


