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Goa

Kerala

Sikkim
Uttarakhand

Tamil Nadu

Himachal Pradesh

Gujarat

Rajasthan

Madya Pradesh

Maharastra

Karnataka

Pondicherry
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Value Creation Profile

Upfront Admission Fee

Built-in Multiple Annuity Streams

Residual Value

Upfront 

Admission Fee

Recurring Revenue Streams : ASF*, Entitlement Fee, Resort Income

Residual Value*:

Opportunity for 2nd

cycle – ZERO 

Marginal cost of 

Inventory
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34% 30% 29% 34% 37%
53%

66% 70% 71% 66% 63%
47%

FY10 FY11 FY12 FY13 FY14 FY15

Digital & Referral Sales Other sources
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54% 48% 46% 40% 37%
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Digital & Referral Sales Other sources
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Customer as Promoter Score (CAPS) of members
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CUSTOMER 

CENTRICITY

ORGANIZATION 

CAPABILITY

MEMBER 

ENGAGEMENT
INNOVATION

• Customer 

Segmentation

• Increase 

strategic 

alliances for 

acquisition

• Staff L&D

• Inventory 

additions 

every year

• Continued 

Technology 

Capability 

build up.

• At 

Prospecting, 

member 

servicing 

and resort 

stage

• Heart to 

Heart 

program

• New 

Products 

catering to 

newer 

segments

• Member 

loyalty 

programs

BUSINESS 

GROWTH

All the above 

to be deployed 

to achieve 

sizeable 

business 

growth
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8.7%

engagement



6.3%

engagement



6.9%

Engagement

& 3635

mentions



4.5%

Engagement

& 5508

mentions
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