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HE AMERICAS
Ritz-Carlton President Horst Schulze
officially announced that he would be
resigning his title and position before
March 2001. During his 12 years as
President of the company, Ritz-Carlton
grew from eight to 38 hotels and cur-
rently has 22 under construction and/
or development. Prior to joining Ritz-
Carlton Schulze had a long career with
Hyatt Hotels.
       Ben Marcus, founder and chair-
man of the Marcus Corporation died at
age 89. A child immigrant from Poland
he came to America in 1925, and
launched his first movie theater a few
years later, which grew into am empire
of 482 screens. He also developed
Marcus Hotels into a national power-
house that includes the Pfister in Mil-
waukee, Miramonte in Palm Springs
and the Grand Geneva Resort and Spa,
as well as 175 budget hotels and mo-
tels. Ben Marcus had been married for
66 years.

Island Outpost chairman Chris
Blackwell has hired Jonah Liebrecht
as COO. Might that mean Blackwell
wants to go very, very heavily into
spas? Liebrecht joins him after several
years at the helm of Canyon Ranch.

Norman Love is leaving his po-
sition of Corporate Pastry Chef for
Ritz-Carlton twelve years after joining
the company. Love spent his entire ca-

reer in Florida, save for a stint at the
Beverly Hills hotel prior to joining Ritz-
Carlton. The 40-year-old is taking early
semi-retirement and will devote his time
to teaching and pastry competitions.

Henry Kravis ’ golf and hospital-
ity group, KSL Resorts, got themselves
the Arizona Biltmore as a Christmas
present ,  buy ing i t  f rom Wayne
Huizenga. Managing Director David
Feder is staying on board while direc-
tor of marketing Randy Wilcott is out.
KSL veteran John Zaner has been
named Executive Chef, transferring
from the Grand Wailea Resort where he
had been for the past two years. Prior
to that he was the Executive Chef at
KSL’s La Quinta in Palm Springs. Zaner
was originally recruited by KSL in 1994
from the now shuttered Hyatt Regency
at Los Angeles International Airport.

Alain Cohen is the Director of
Sales and Catering at Windows Steaks
and Martinis, the rooftop restaurant at
Los Angeles’ Transamerica Tower. The
property was formerly known as The
Tower Restaurant.

Matt Bailey has joined William
Shoaf at Fandango Resorts in Park City,
Utah as Executive Vice President. In-
terestingly enough, Bailey had been
Shoaf ’s successor at the helm of Rob-
ert Redford’s Sundance, also in Utah.

Jeffrey Tucci has been named GM
of Ocean Edge Resort and Golf Club in
Brewster Massachusetts. The property
belongs to Corcoran Jennison Hospital-
ity. Tucci was previously the Resident
Manager at the Crescent Court in Dal-
las for Rosewood Hotels. He was also
for four years the Food and Beverage
Manager at L’Auberge du Soleil in Napa
Valley.

John Harrison has joined South
Beach Miami’s soon-to-be-red- hot
Shore Club as Associate Director of
Sales. He bonds back with Director of
Sales Cecile Gilmer with whom he had
worked at the Four Seasons Aviara in
Carlsbad, California.

Ed Conway, GM of the soon-to-
open Greenhorn Creek Resort in Angels
Camp, California, has hired Robert
Smith as Chef de Cuisine for Camps,
the fine dining restaurant. Smith, a
1984 Johnson & Wales grad, joins from
the Columbus Marriott.

Chr is t ian Mar i  has been ap-
pointed General Manager of the Phila-
delphia Marriott, coming from the Re-
naissance Baltimore. A 1973 Cornell
graduate, Mari joined Marriott uninten-
tionally by becoming the GM of the
(former) Stouffer Presidente in Mexico
City in 1990. Stouffer as we know, be-
came Renaissance, which was gobbled
by Marriott.

Per ipatet ic  conceptual  genius
Patrick Willis  is now at the helm of the
spanking new Marlon Abela Restaurant
Corporation of New York City.

Richard Cotter , who until now
was Managing Director of the St. Regis
New York and St. Regis Brand Manager
for Starwood is now in charge of New
York Hotels for Starwood.

Seamus McManus is  leav ing
Meadowood to assume the top job at the
upcoming St. Regis Monarch Beach
Resort in California’s Orange County.
The property, which promises to be one
of the finest in the country, is slated for
an early summer opening. McManus is
no stranger to openings, having per-
formed two for Four Seasons (Washing-
ton, DC and Boston) and one for Man-
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dar in-Or ienta l  (Honolu lu) .  At
Meadowood, McManus’ job will be as-
sumed by Ken Humes, who started as
Chief Operating Off icer of Pacif ic
Union’s Hospitality Group (of which
Meadowood is the main part) in June
2000. Humes was previously with Care-
free Resorts.

Michael Patton resigned
his position of Executive Chef at
Bacara in Santa Barbara. He had
previously been the Executive
Sous Chef at the Four Seasons
Beverly Hills.

Jean-Louis Dumonnet is
“out”  as Chef  of  Jean-Louis
Palladin’s restaurant at the Time
Hotel in New York since the own-
ers, the Chatwal family, decided
to shutter the restaurant and turn
it into a less sophisticated con-
cept.

Jean-Yves Benoi t is  the
new Chef de Cuisine at Five
Sails, the award-winning restau-
rant at the Pan Pacific Vancouver.
Benoit previously worked at the
3-Michelin-starred El Bulli in
Spain, as well as at Arpège in
Paris, another 3-Michelin-star
winner.

Jonathan Tisch has announced
the promotion of Jack S. Adler  to
President of Loews Hotels. Tisch him-
self becomes Chairman and retains the
title of Chief Executive Officer. Adler
had joined Loews in 1989 as Senior
Vice President of Finance and Admin-
is t ra t ion and was ins t rumenta l  in
Loews’ accelerated growth in the nine-
ties.

Over the past year, there have been
several Sales and Marketing additions
to SRS-Wor ldhote ls ’ team. Kevin
Barreto   was appointed Director of
Sales and Market ing in  SRS-
Worldhotels’ sales office in São Paolo,
Brazil in August.  Prior to his current
position, Barreto spent a few years at
United Airlines where he worked as a
reservations agent, a ticket agent and
as a supervisor for the reservations de-
partment.  He also spent seven years at
American Airlines where he worked as
an International Sales Representative.
Daniel Melchiorre  was named Direc-
tor of Member Services for the Ameri-
cas in July.   Before jo in ing SRS-
Worldhotels, he was Revenue Manager
for the Boutique Hotel Group in New
York.  Edward Perry , Director of Sales
for the Northeast Region, was hired by
SRS in May.   Perry’s  extensive and
varied travel and restaurant manage-
ment experience includes being General
Manager  a t  Cyberwor ld  Café,  an
internet café in San Francisco.   Mar-

garet Watson, who is based in Chicago,
was appointed Regional Director of
Sales for the Midwest Region in Fall
2000.  Chicago-based Watson was pre-
viously Director of Corporate Travel
for  the Sheraton Gateway Sui tes
O’Hare in Chicago, IL.  Watson has also
been a Senior Sales Manager at the
Sheraton Suites in Elk Grove Village,

IL and a Director of Sales at the Holi-
day Inn Express, Arlington Heights, IL
and the Radisson Schaumburg,
Schaumburg, IL.

Randy Kolls, Senior Vice Presi-
dent of Benchmark Hospitality, has an-
nounced the appointment of Greg Par-
sons as General Manager for the new
Stonewall Resort, a $50 million., 196-
guest room lodge, resort and conference
center currently under development on
Stonewall Jackson Lake in Weston,
West Virginia, scheduled to be com-
pleted Spring 2002.  Parsons joined the
Benchmark organization in 1997 as
General Manager of The Northland Inn
in Minneapolis, Minnesota.  Parsons
has over 20 years of senior-level man-
agement experience in the hospitality
industry and prior to his current posi-
tion, worked as GM of Radisson Ho-
tels International’s properties in Min-
neapolis, Ohio, Arizona and Michigan..

John P. Caparella, Jr. has been
appointed  Senior Vice President and
General Manager of Opryland Hotel
Florida.  Caparella has served as Ex-
ecutive Vice President Planning, Devel-
opment and Administration and Presi-
dent  o f  P lanetHol lywood.com for
Planet Hollywood International Inc. in
Or lando s ince September  1997.
Caparella was also Hotel Manager for
Walt Disney World Dolphin Hotel in
Orlando and GM of the Sheraton Man-
hattan Hotel in New York City.

EUROPE
Olivier Robinet  is now the GM of

Fortaleza do Guincho, a Relais & Cha-
teau outs ide o f  L isbon,  Por tugal .
French 3-Michelin-star Chef Antoine
Westermann is Culinary Consultant.
Robinet was previously with Millen-
nium Hotels in Paris first as GM of the
Commodore, then of the Copthorne

Charles de Gaulle.
Patrice Bensalem  is Re-

gional Director for New Hotels
in Toulon, France, directly re-
sponsible for the New Hotel
Tour Blanche and the New Ho-
tel Amirauté. He was previously
the Resident Manager at the
Radisson Plaza Golf Resort in
Maur i t ius,  which he helped
open.

Mary Gostelow, publisher
of  the much sought -a f ter
Gostelow Report now has a most
informative e-column dubbed
All-Hotels Insider, which can be
viewed at www.all-hotels.org

Xavier Lablaude is the
new Director of Sales and Mar-
keting at the famed Hôtel de la
Cité in Carcassone, France, an
Orient-Express property. He just
served three years in the same

capaci ty  at  Hawk’s Cay Resort  in
Florida.

Jose Silva is the new General
Manager for the Four Seasons Ritz
Lisbon. He was previously the Hotel
Manager.

MIDDLE EAST
Bernard Villain  has resigned his

position of Chef de Cuisine at the Ritz-
Carlton Dubai, after one year. Villain’s
past experience includes five years at
the Chateau Grand Barrail Lamarzelle
in St. Emilion and stints at Arpège in
Paris, and Les Jardins de l’Opéra in
Toulouse.

Laurent Voivenel is GM of the
Royal Méridien Bahrain, one of the
most lavish properties in the Middle
East. Prior to that he was Hotel Man-
ager at the Paris Hilton. Still at the
Royal Méridien Bahrain, Mohamed
Hassan just joined as Director of Food
and Beverage, coming from London’s
staid Langham Hilton.

ASIA
David  Fe inberg i s  now Vice

President Operations for Crown and
Champa Resorts in the Maldives. This
is Feinberg’s umpteenth island assign-
ment.  Feinberg has worked and lived
in Tahiti, Turks and Caicos, the Cay-
man Is lands,  Bel ize,  Moorea,
Micronesia, Tioman Island, Taiwan,
Bonaire and Palau.

Jean-Louis Dumonnet bids adieu to Jean-Louis
Palladin’s restaurant at New York City’s Time
Hotel.  The owners are looking to a more casual
concept.
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Ojaipur

     beroi’s
                rajvilas

Jaipur,  in  the Indian state of
Rajasthan, is also known as the Pink
City, thus named for its pink city walls
and structures. The city’s glory as the
center for polo playing, affluent maha-
rajas has faded and the streets are now
filled with an ordered chaos that leaves
the Western traveler a bit dizzy. Ven-
dors peddling their wares generally use
the hard sell tactic and unless you know
your pric e for the famed blue pottery
or block printed textiles, you will end
up paying triple the actual price, if not
more. However, there is an oasis to it
all, a throw back to those days when
the maharajas built palaces for their
handmaidens and every th ing was
handed to you on a silver platter...
Rajvilas, an Oberoi Resort.

“You are lucky you came to
Rajvilas this week,” my check-in clerk
said through a smile as he walked me
to my bungalow. “If you had come last
week, you would have been staying at
the fourth best resort in the world. This
week you are staying at the number one
resort in the world.” One could sense
the great pride he had in the property
for which he worked, and who could
blame him? Rajvilas is not your typi-
cal Indian hotel. Since its opening, the
accolades have been pouring in. Most
recently, Rajvilas was awarded “Hotel
of the Year 2001” in Tatler Magazine
December 2000.  In November, 2000,
they were voted “Best Exotic Hotel in
the World” (Critic’s Choice of Great
Hotels, Town & Country Magazine),
and before that, Fourth Best Inland
Resor t  Wor ldwide 1999 by
Gallivanter’s Guide.

The c lerk ,  c lad in  t rad i t iona l
Rajasthani clothes, headed a strol l
through lush grounds which gave way
to clusters of rooms surrounding indi-
vidual courtyards. Once at the deluxe
room, conveniently located next to the
floodlit tennis courts, the clerk per-
formed the check-in procedure.  The
room was perfect and, like the whole
check-in process, intimate. I cannot re-
member exactly what was said before
he left but the gist was “your wish is
our command,” and so it was.

The overall impression was one of
awe. Finally someone got it right! Af-
ter spending the day within the hectic
city walls of Jaipur, this seemed like
heaven. There is a button within arm’s
reach from the king-sized bed that reads
“Butler”  and although I did not use it,
I was comforted by its presence. Water
in sealed bottles along with choice fruit,
an assortment of newspapers and fresh
flowers are some of the complimentary
amenities offered. Within each suite
there is an entertainment center includ-
ing a DVD player. Although there is an
extensive assortment of videos offered
at the concierge desk, each room comes
with “Ghandi” starring Ben Kingsley—
a nice touch, I’d say.

The most important part of any
hotel room is the bathroom.  It can be
reason alone for choosing a hotel. Let
me take a moment or two to rave about
this particular chamber, which contains
a glass wall, looking out into my own
private garden. I would gladly return to
Rajvilas to experience the luxury of the
marble sunken bathtub, large enough
for two grown adults, perhaps a child

or two. Three candles sit patiently atop
ornate silver candle holders to be lit
in case of a romantic encounter.

The one restaurant in the hotel
serves continental fare, such as shell-
fish fricassee with caviar butter sauce
and grilled Australian lamb cutlets on
a honey-spun potato with a  pepper-
corn sauce.  Regional Indian special-
ties includes safed maas, a traditional
Rajasthani white lamb stew. There is
a healthy array of vegetarian dishes
and a spa menu for the health con-
scious. The restaurant, in which you
may dine al fresco, hosts traditional
Rajasthani entertainment nightly. I
chose to dine in, not wanting to leave
the intimacy of my room. The desert
made my evening complete: walnut
tamarind pie with a healthy portion of
chocolate sauce alongside a scoop of
vanilla ice cream.

I checked out early, 5am, and
there was fresh juice, croissants and a
car waiting for me as I left. Because
all Rajvilas employees do not accept
tips, check out time is when you can
leave your gratuity. Although $330 is
quite a bit to pay for a hotel stay by
Indian standards, I would have paid
more. That is how perfect it was.

-Helen Berger

F E A T U R E D  H O T E L  O F  T H E  M O N T H

To find out more or to reserve a
room at Rajvilas Jaipur,
please visit www.oberoihotels.com
or send an email to
reservations@rajvilas.com.
To contact Oberoi’s reservation
service by phone, please call
91-141-68 0101.
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rocket science. All it requires is expe-
rience, a healthy dose of intelligence,
and, more than anything else, the
master’s eye. Let us stop having great
CEOs and lousy General Managers.
A hotel gets managed from within, not
from far away. The best CEO will never
be able to grasp the individual product
in different countries and/or different

cities. And unless your hotels all have
the same clientele, do not bore us
with consistency in food and bever-
age: beyond breakfast not too many
care.

Let us inventory the population of
the average corporate office:
The CEO and the COO: We propose to
keep them; after all they provide mo-
mentum, and once you have a few ho-
tels in the group, their distributed sala-
ries (and perks) do not amount to too
much per occupied room.

The finance guys: Definitely need
a CFO and a CTO. Funnily enough,
many corporate entities still do not
have a CTO. The best investment
they could make for under (in most
cases)    $ 250,000 per annum. In com-
munications savings alone, they will
pay for their keep within the first two
months of the calendar year. Auditors?
Why not farm that out and pay on a

The Devil’s Advocate...
                     Benoit Gateau-Cumin offers words of advice

“piece” basis rather than “as long as it
takes”.  Ever noticed how auditors
take a lot longer to audit your resort
property in Phuket around Christmas
t ime than your t roubled hotel  in
Uzbekistan at the same time of year?
Gee, I wonder why…

The central purchasing team: these
people, who incidental ly mean ex-

tremely well, probably cost
the most of any overhead
staff. Too bad since their job
is to save money. The nem-
esis of individual owners of
managed hotels, they create
obsolescence and dead in-
ventor ies.  They generate
quagmires of shipping and
distr ibution. Last but not
least,  they are so far re-
moved (geographically, that
is) from the marketplace,
that they cannot have a clue
as to what costs what in
which country. Just like ap-
plying American or Euro-

pean rules of thumb throughout the
world without thinking: if it says pa-
per supplies should be a certain per-
centage of cost, that may work in New
York, but will it play in Timbuktu?  If
you have a hotel in Santa Barbara and
the best organic heirloom tomatoes are
grown smack across the street from the
loading dock, would you believe that
some have to buy those same tomatoes
from a produce distributor in Los An-
geles, for twice the price and (obvi-
ously) half the freshness… I have seen
it happen. Many, many times.

Sales and market ing people:  I
guess all groups need a VP Marketing:
somebody has to be able to coordinate
a certain image, a corporate identity, but
is there a need to have a full team up
there? Does having a lot of sales and
marketing people at the corporate and
regional levels reduce the need to have

“Even the smartest,  most
equipped, most organized, and
best meaning people have
never been and never will be
able to manage a hotel product
from a few thousand miles
away.”

S                ince  we  have just jumped
into a fresh New Year, in a brand new
century, within a new millennium, why
not consider doing things differently.
Once again.

Let’s just suppose that we are
buying one of the largest hotel groups
currently open for sale. Let us call
them Brand M. and let us make the as-
sumption that we have 125 or
so luxury hotels under the
same banner,  wor ldwide.
Some landmark properties in
Old Europe, some dogs in Af-
rica, a mix of the very lavish
and the very profitable-yet-a-
bit-tired in the Middle East,
a resort division with gener-
al ly–speaking outstanding
and relatively new product, a
modest  por t fo l io  in  the
Americas of luxury hotels lo-
cated in the right gateway cit-
ies. One brand, one name, but
a dog’s breakfast  when i t
comes to the cohesion of the
product. Certainly not a Marriott type
of image where the best surprise is no
surprise at all.

Let us take the Jimmy Gold-
smith approach and go against what
everyone has been preaching and do-
ing in the eighties and nineties. In-
stead of centralizing and regionalizing
to the hilt, we will do the opposite and
are ready to bet we will better maxi-
mize assets that way than the other way
around.

For one thing we do not believe a
hotel group (we prefer to avoid the
word chain, which evokes slavery)
should have a heavy corporate staff:
even the smartest, most equipped,
most organized and best meaning
people have never been and never will
be able to manage a hotel product
from a few thousand miles away. Not
even from a few hundred miles away.
And, by the way, hospitality is not

Continued on page 5



a full sales and marketing team on prop-
erty or selling directly and solely for
the individual property? We do not
think so. And who needs one more lo-
cation for last year’s brochure to accu-
mulate next to those of two years ago?
Who paid for those? The individual
hotels, of course. Ask the CTO to
maintain the ultimate brochure: the
one on the web site, which can be
updated in seconds, worldwide. Why
not download brochures one at a time,
on request? We do not have a brochure
at the Boutique Search Firm, but we
think we do have a heck of a web site.

Architects and engineering folks:
Many groups no longer have them.
Gone are the days when management
contracts were signed even before a
property was but a twinkle in the eye
of a developer. Hotels are built by de-
velopers these days, who start wor-
rying about operators once a good
chunk of the building is up (unless the
bank says otherwise). They have their
hospitality advisors on their own pay-
roll, and can wait until management
companies line up at their door and
compete for the business. The Monarch
Beach resort in Laguna Niguel, which
is due to open as a St. Regis next sum-
mer had been pretty much built up by
the time it signed up Starwood as its
operator with the St. Regis brand.

Rooms experts and revenue man-
agers: No need to have any at the cor-
porate level. Let each hotel pay for its
own.

By now it seems we have elimi-
nated, for Brand M and its 125 proper-
ties, a few million dollars in annual
payroll. Why don’t we add to that half
a million bucks a year in office rent sav-
ings? Make that another quarter mil by
eliminating all regional offices.

I know what we will be doing with
some of the savings: get better Gen-
eral Managers, give them “teeth” and
get managers who can act locally. Let
us stop all those costly and meaning-
less transfers between Africa and Loui-
siana, between Istanbul and London,
between Sri Lanka and Toronto. Instead
of Talent Plus and other psychological
tests, let us give our General Manag-
ers quizzes about their own city. And
let’s make sure that if we have a hotel
in Turkey the GM speaks Turkish flu-
ent ly ;  and that  i f  we have one in

Bangkok, he/she speaks Thai fluently.
Let us get General Managers who do
not look clueless when asked what
makes their city tick and why their
food and beverage outlets are empty.
Let them have their salary depend very
heavily on getting that local business
in. Let them be in charge of their ho-
tels, and let them choose their team-
mates. Let us stop cronyism, courtesy
transfers and nepotism. It costs a heck
of a lot more to transfer someone
than hire someone locally, even if you
have to pay 30% to one of us pesky
headhunters. And we provide you with
a guarantee you won’t get when uproot-
ing a family from Rio de Janeiro and
throwing them into Manhattan over-
night. Let us stop having “expat” sta-
tus and packages in locations not con-
sidered “hardship destinations”. In fact,
let’s avoid having hotels in hardship
destinations, since they seldom are
worth the aggravation. Many second
tier operators will be happy to take
those.

What have we done to Brand M.
in a few lines and sentences?  We have
trimmed a bunch of overhead, shed
some non-performing assets (suppose
they owned their corporate offices in
one of the most expensive cities in the
world, they are now sitting on a neat
pile of cash). At the regional level we
have t r immed heal th i ly  l i kewise.
Wanna see how desirable a regional
office team is? Threaten the GM of the
local hotel to have the regional folks
move into some of his/her space: won’t
they all be all of a sudden recommend
trimming the size of that team?
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Revenue management, central res-
ervations? Some people do nothing but
that for a living. Why not sub-contract
to them and let them deal with hidden
costs, benefits and the like?

So we no longer have overhead.
We have better General Managers in
each hotel, and we have put an end to
relocation costs. By doing so we have
also probably stabilized a slew of em-
ployees since they are getting used to
having superiors of a culture similar to
theirs, or one which at least understands
them, since they come from the same
city. We have a much greater local
following because we no longer have
jerks doing Mediterranean cuisine in
Tbilisi or serving tacos to Eskimos.
We have owners who gradually get to
know the General Managers in charge
of their investment, as opposed to see-
ing a new face every 24 months.

I could go on and on. But do you
know what we mostly have?  We have
a substantially increased net worth, we
have maximized hard assets and we can
pretend to sell hotels one by one, which
can stand on their own two feet in ev-
ery major city.

And we have not laid off all that
many people: if you have 200 staff
members at the corporate office for 125
hotels, it means you have laid off the
equivalent of one and a half persons per
hotel.

Agree? Disagree?
Voice it  by sending your e-mail to
Benoit Gateau-Cumin at
benoit@boutiquesearchfirm.com

We’ve Moved!
Our Los Angeles office is now located at

3916 Sepulveda Boulevard
Suite 203

Culver City, California 90230

The rest of our contact information remains the same.
Please visit our web site for further information

www.boutiquesearchfirm.com
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