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Akhil Jain, president of Landmark Hotel Group, second from left, and employees

Landmark Hotel Group
Founded 1983
Business type Hospitality management
Based Virginia Beach
Website www.landmarkhotelgroup.com
Revenue growth 3 percent from 2009 to
2010; 30 percent from 2010 to 2011
Employees 300 in 2009; 387 in 2010; 457
in 2011

Hampton Roads and North Carolina’s Outer Banks are known for hosting tourists, and Landmark Hotel
Group is happy to open its doors to
those visiting.
Akhil Jain, president, said the company offers hotel management, development and asset management services over a wide spectrum of hotel
brands and price ranges.
Currently there are 10 hotels under
their management, he said.
“Some we have developed, some we
have acquired,” Jain said.
The company was founded by Jain’s
father, Raj Jain, an immigrant from
India. The elder Jain currently serves
as chairman.
The younger Jain is no stranger to

the hotel business. He grew up in the
hospitality industry working summers
for his father. He holds a master’s degree in hospitality management from
Cornell University.
One of the company’s largest hotels
is not geared toward tourists but rather to business travelers. The Hilton
Garden Inn has 150 guest rooms with
16,000 square feet of meeting space.
“And it is on a riverfront setting,”
he said.
To keep its business healthy, the
company focuses on its employees.
Jain said there many who have
worked for Landmark Hotel Group for
several years.
“We put a large value on our people,” he said. “We know that if we take
care of our people, our people will take
care of our guests.”
Jain acknowledged the hotel business has suffered due to the economic turndown. However, he is starting to
see the light of a rebound.
The reason is, prior to the economic
downturn of 2008, “there was an oversupply in the regional market. With
the downturn fewer hotels have been
built and that leveled things out,” he
said.

The company refinanced from 2005
to 2007, when times were good. Jain
said that also put them at an advantage.
Jain knows that the economic downturn means fewer businesspeople will
travel and stay in hotels.
That does not deter his company.
“Internally, we refocused and retooled our sales,” he said. “We have become very aggressive in our sales effort using everything from social media to outside calls and meeting with
current clients. We have targeted
group sales and business conferences.”
They started an internal training
program where they hire recent college graduates and train them for
three months, Jain said.
The future, Jain said “is smart
growth.” He would like to grow to 15
hotels.
Jain said growing the portfolio,
rather than the revenue, is important.
“The revenue will take care of itself,” he added.
In what can sometimes be a tough
industry, Jain said of his company, “we
are very proud.” n
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