




CHAIRMAN’S DESK

Dear Al l , 
Looking Back & Looking Ahead
Tough Times Don’t  Last  but  Tough People  Do!          

The past  few years  were those  years  that  were l ike  a  rol ler 
coaster  r ide  for  the  real  estate  sector.  The pandemic 
caused havoc by  disrupting the market  and sales .  While  on 
the other  hand,  structural  reforms and lack of  credit  inf low 
have almost  paralyzed the expansion and growth of  the 
sector.   We at  The Guardians  have taken a  ver y  hol ist ic  view 
of the unavailability of institutional finance for cash-strapped 
developers.  And we created history by forming a momentous 
JV  with India ’s  largest  alternative  investment  management 
f irm Kotak Realt y  Fund.  This  JV  wi l l  enable  us  to  set  up 
a  development management platform called Ground Holding 
Realtors .  The company wil l  help  mid-s ized developers 
and landowners  to  develop and monetize  their  assets .

On the organizational development front ,  despite the unprecedented challenges of the Covid-19 pandemic, we 
have continued to execute on our growth plans across MMR and also expanded into Pune and Bengaluru. Our 
one-stop 360-degree solution has demonstrated resilience to the rapidly evolving real estate business.  Our agile 
business model accompanied by tailor-made marketing and sales strategies have helped achieve industry-
leading performance.
                          
We have witnessed a consolidated sales jump of 120 percent  from INR 3,050 crore in FY 2019-20 to INR 6,710 crore 
in FY 2020-21. We have set a target of INR 10,000 crore this fiscal and we are more than the halfway mark. Despite 
the challenging circumstances,  we have helped many developers get back on track on all  operational and financial 
fronts following the pandemic. As we passionately strive for a better future, we continue to set and redefine 
paradigms every single day.
             
In  an unpredictable  and chal lenging environment ,  agi l i t y  and innovation are  key to  staying consistently 
successful .  As  technology becomes a  driving force  in  al l  businesses  and facets  of  l i fe ,  we highly  adapt  to 
technological  innovations .  We bel ieve  that  the  future  belongs  to  organisations  that  can lead and leverage the 
digital  revolution.  At  the  same t ime,  in  the  age of  Robotics ,  Electronics  and Art i f ic ial  Intel l igence ,  The Guardians 
wil l  a lso  focus  on humans.  When we tr y  to  move to  5G,  we also  str ive  to  adopt  3H -  Head,  Heart  and Hand.

Our Head will  envision the future and focus on the big challenges. 
Our Heart will  inspire and empower people.
Our Hands will  execute and innovate with agility.
We have set our dream to become one of the best business houses in the world with a Human Touch.

Now coming back to the year 2022. As every year brings its share of ups and downs, we should learn from our 
mistakes and try not to repeat the same. We look forward to the new hopes and promises that the New Year 2022 
will  bring for our trade and business.  I  also anticipate that the new year will  usher in a lot more opportunities 
to work together and grow together.

Wish You and your Family
A Great ,  Prosperous, Blissful,  Healthy, Bright ,  Delightful,  Energetic and Extremely 
HAPPY NEW YEAR, 2022!

20222022

Kaushal Agarwal
Chairman, The Guardians Real Estate Advisory
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“ The job market seems to be look ing up amidst  the mass ro l lout  of  vaccinat ions 

and people return ing to of f ices,  so we expect the momentum in 2022 to 

cont inue as real  estate investment i s  s t i l l  being v iewed as a safe investment 

opt ion. Overal l ,  we wi l l  w i tness a lot  of  people turn ing to invest  in thei r  own 

homes and moving away f rom the rental  space.”

“ The home buying t rend is  cer ta in to pick up in 2022, and I  ant ic ipate that

the hous ing f inance rates wi l l  remain af fordable in the next  f inancial  year.

 But  a word of caut ion to home buyers – people are buying fast,  so,  your wai t 

and watch pol icy could prove detr imental  to you; your dream home is  not going

 to wai t  for  you for  long, there are far  too many people who are also af ter  i t. ” 

“ We expect demand to remain robust,  especial ly  in the affordable

hous ing segment and in ready to move in or  soon to be ready projects. 

Pr ices wi l l  f i rm up owing to the r i s ing input costs  as at  some 

point  developers wi l l  have to s top absorbing fur ther increase in 

input costs.  Keeping as ide the threat posed by the new var iant, 

the real  estate sector  should see a great 2022.” 

“ The Indian hous ing market i s  expected to recover completely next  year. 

The t rend of demand remaining buoyant can be att r ibuted to several  factors 

l i ke low- interest  rates,  an overal l  improvement in the job market,  resumed

 economic act iv i ty,  and an increas ing des i re to own phys ical

 assets dur ing t imes of unprecedented uncertainty.”

“ The Real  estate indust r y has played a dominant ro le towards the count r y ’s  economic 

prosper i ty.  In the coming months,  the expectat ion of the buyers and developers 

ought to r i se as the sector  has wi tnessed lots  of  new government pol ic ies.

 These pol ic ies wi l l  help the indust r y to be more organized and wi l l  prov ide a 

boost  to both the res ident ia l  as wel l  as commercial  real  estate segments.”

Dr. Atul  Goel,  MD, Goel Ganga Group & 
President (E lect) ,  NAREDCO Pune

Rajat Rastogi,  Executive Director, 
Runwal Group

Bhushan Nemlekar, 
Director,  Sumit Woods

Navin Makhi ja, 
MD, The Wadhwa Group

Deepak Goradia, President,  CREDAI-MCHI
MD, Dost i  Realty   

OUTLOOK 2022
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“ In the year 2022, we expect that the interest  rates wi l l  most  probably remain at the 

cur rent level.  The r i s ing costs  of  s teel  and cement may affect the new buyers,  as 

the developer wi l l  have to pass on the increase to the buyer by increas ing the pr ice 

of a f lat.  So i t  i s  necessar y for  the government to inter vene and address the r i s ing 

raw mater ia l  pr ices.”

“ The year 2021, changed people’s  calculus and we saw a st ronger 

turnaround. In 2022, we bel ieve, houses wi th mul t ipurpose spaces wi l l  be 

the most prefer red choice among home buyers and there 

wi l l  be an increase in demand for  newly launched propert ies. 

We are also hoping that NRIs  wi l l  invest  more in the 

res ident ia l  market due to super ior  fore ign exchange 

convers ion rates,  and increased t ransparency.”

“ We expect 2022 to be the year of  growth and resurgence that wi l l  be led by the 

h igh of f ice demand across As ia Paci f ic.  Momentum around e-commerce, logis t ics, 

data cent res and sustainabi l i ty  wi l l  add tai lw inds to th is  growth.”

“Overal l ,  2021 has gained large-scale momentum on the res ident ia l  f ront which we 

bel ieve wi l l  cont inue for  years to come. Wi th the changing market dynamics and 

hybr id work f rom home models,  we ant ic ipate 2022 to wi tness increased demand 

for  qual i ty,  f lex ib le,  funct ional,  and sustainable homes. Customers have become 

exceedingly discern ing and inte l l igent,  and going forward, successfu l  developers wi l l 

have to focus on creat ing a feel ing of genuine luxur y,  by prov id ing fewer,  and more 

wel l  thought-through features and amenit ies rather than attempt ing to t ick mul t ip le 

boxes and compromis ing the sanct i ty  of  the overal l  development.”

“ In 2022, the t rend in res ident ia l  sales i s  pro jected to cont inue, as prospect ive

homebuyers ’  demand for  larger homes, better  faci l i t ies,  and compet i t ive

 pr ic ing wi l l  keep them interested in c los ing the deal.  Fur ther demand

 resurgence is  ant ic ipated in the res ident ia l  sector,  wi th s t rong end-user

des i re ass is ted by government in i t iat ives and developer incent ives ensur ing

 buoyancy. As more and more organizat ions br ing thei r  s taf f  back to the of f ice,

commercial  of f ice space too wi l l  see a gradual r i se in demand.”

      Hi ral  Sheth Gandhi, 
Director-  Market ing, Sheth Creators 

Anshul Jain,
MD India & South East Asia, Cushman & Wakefield

Cyrus Mody, 
Managing Par tner,  Viceroy Proper t ies

Rohit  Poddar, 
MD, Poddar Housing and Development 

Dhaval Ajmera, 
Director of Ajmera Realty and Infra 
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“ The latest  t rends of  customer preferences have sh i f ted f rom premium real 

estate to a more sophis t icated approach, buyers who want to get a 

l i festy le that can f lawless ly  include the work- f rom-home not ion, 

whi le not g iv ing up on the lav ishness and comforts  of  luxur y l iv ing. 

These t rends are expected to cont inue in 2022 as wel l. ”

“Res ident ia l  sales momentum is  expected to cont inue in 2022 as 

prospect ive homebuyers ’  preferences for  b igger homes, better 

amenit ies and att ract ive pr ic ing wi l l  keep them interested to seal 

the deals.  Wel l -known and t rusted developers shal l  be wi tness ing 

comparat ively better  sales in the mid- income & affordable hous ing 

segments and shal l  cont inue to dominate in 2022 as wel l. ”

“Af ter  the second wave of the Covid-19 pandemic, homebuyers real i sed

the value of having thei r  own homes. Wi th the hybr id work model and

e- learn ing becoming the new norms, today the buyer ’ s  top pr ior i ty  i s

larger houses wi th mul t i funct ional  spaces aimed at separat ing work and

l i fe for  opt imal product iv i ty. ”

“ Th is  year has been among the best  for  the real  estate sector  in the past  f ive years. 

S imi lar ly,  in 2022, we only expect to see th is  t rend grow. I t  wi l l  cont inue 

to evolve as a buyer ’s  market.  Whi le there is  a r i s ing input cost  wi th the 

commodit ies cycle or  an upswing in the steel  pr ices being al l -t ime high. 

However,  most developers wi l l  not look to increase thei r  sa les pr ices 

a lot  but wi l l  want to keep the volumes going instead.” 

“ We expect the f lex ib le space to have a good year in 2022. As chal lenges 

of the pandemic cont inue wi th the discover y of  new var iants such as Omicron, 

occupiers  are predisposed to maintain ing f lex ib i l i ty  in thei r  usage of real  estate 

so the co-work ing spaces are wi tness ing a steady growth wi th shor ter  and more 

f lex ib le lease terms al lowing them to remain n imble.” 

Pr i tam Chivukula, Director,  Tr idhaatu Realty, 
Hon. Secretary CREDAI MCHI

Aditya Kedia,
MD, Transcon Developers

Rohit  Garodia, 
Managing Par tner,  Pecan Reams

Shishi r  Bai jal , 
CMD, Knight Frank India 

Shraddha Kedia Agarwal, 
Director,  Transcon Developers
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“ The Indian real  estate sector  has al ready embarked on a long-term upcycle route 

and is  expected to grow in 2022. Wi th the pandemic now becoming the new 

normal,  bus inesses are planning to expand keeping the new wor ld in mind. 

2022 is  meant for  more developments and expans ions.”

“ The cur rent t rends and expectat ions are that 2022 wi l l  br ing cheer to the

indust r y and the decade belongs to i t.  Even the NIT I  Aayog report  predicted 

real  estate to touch the USD 1 t r i l l ion market s ize in the Indian economy. 

So let ’ s  prepare ourselves for  a robust  decade star t ing 2022.”

“ Today, people feel  the inherent need to make progress ive l i festy le changes 

to lead a more balanced and heal thy l i fe.   Even before the pandemic 

h i t  the count r y,  the t ranqui l  charm of Goa has at t racted many investors

 look ing to buy hol iday homes because of i t s  cul ture,  l i festy le 

and the value for  money i t  of fers.  We are upbeat that the second 

home market in the count r y i s  poised to wi tness h igh t ract ion in 2022.”

“ The year 2021 has been a year of  pos i t ive change for  res ident ia l  real ty. 

Despi te the pandemic i t  has set  the stage for  the year 2022. We f i rmly bel ieve

 that the st rong momentum in the res ident ia l  markets wi l l  cont inue

 through the 2022 calendar year,  prov ided India is  able to ef fect ively 

deal  wi th the threat of  the Omicron var iant spread.” 

“2021 has def in i te ly pushed us to explore unique market ing tools  to v i r tual ly 

appeal to customers.  Look ing ahead, 2022 wi l l  be a year wi th cont inued steady 

demand for  mul t i funct ional  homes. The t rend wi l l  cont inue wi th more unique 

project of fer ings and homebuyers wi l l  have ample choices.” 

      Gautam Thacker, 
President NAREDCO (Neral-Karjat Unit )

L incoln Bennet Rodrigues, 
Chairman & Founder,  The Bennet & Bernard Company

Dhruv Agarwala, 
Group CEO, Housing.com, Makaan.com and PropTiger.com

Ramani Sastr i 
CMD, Ster l ing Developers 

Har resh Mehta, 
CMD, Rohan Li fescapes
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REALTY BYTES

TENDER OUT FOR MUMBAI’S LARGEST REDEVELOPMENT WITH  
CONTROVERSIAL CLAUSE 

WALTON STREET TO 
INVEST IN 
PARANJAPE’S 
PROJECTS

INDIABULLS PROMOTER 
SELLS 11.9% STAKE 

Mumbai ’s  largest  hous ing project, 

Mot i la l  Nagar in Goregaon (West ) , 

has been put up for  tender by the 

Maharasht ra s tate hous ing author i ty, 

MHADA. However,  there has been 

widespread cr i t ic ism that MHADA’s 

tender was r igged to benef i t  a select 

few developers. 

Wal ton St reet  B lackSoi l  Real  Estate 

Debt Fund I I  has invested INR 105 

crore in the Pune-based real  estate 

developer Paranjape Group’s two 

hous ing projects (WSBREDF- I I ) .  A 

pr ivate equi ty real  estate investment 

group wi l l  spend INR 105 crore in 

two under-const ruct ion mid- income 

hous ing developments in Pune, 

according to a s tatement.  Both of 

these developments are part  of  the 

Paranjape Group’s 138-acre township 

B luer idge. The township operates an 

SEZ of  around 3 mi l l ion square feet.

Promoter Sameer Gehlaut of 

Indiabul l s  Hous ing Finance has 

announced that the company has 

sold a near ly  12 percent s take 

through promoter companies. 

Th is  makes i t  a fu l ly  profess ional ly 

managed ent i ty.  “ I  have sold 11.9 

percent in the company wi th a v iew to make the company a fu l ly 

profess ional ly  managed and run company. ”Wi th th is  sale,  I  and my 

promoter companies now own 9.8 percent of  the company. I  in tend 

to hold these shares and part ic ipate in the future growth s tor y of  the 

company,”  Indiabul l s  Hous ing Finance quoted Gehlaut as say ing in 

a regulator y f i l ing.

Indiabul l s  Hous ing Finance has been a ‘ fabulous success s tor y ’  s ince 

going publ ic in September 2004 at INR 19 per share, Gehlaut wrote in 

a let ter  to the company ’s  board of d i rectors.  Gehlaut said he wi l l  be 

res igning f rom the board of the company by the end of the cur rent 

f i scal,  ending March 31, 2022, and wi l l  be complet ing the process 

of  ‘de-promoter izat ion’  of  the company wi th requis i te approvals.

Godrej  Propert ies of  Mumbai and 

Prest ige Group, based in Bengaluru, 

have complained formal ly  to MHADA 

about a clause in the tender that 

automatically disqualif ies most builders 

for the large contract. The clause says 

only developers wi th a net worth of  not less than INR 9,000 crore as of  March 31, 2021, can qual i fy.

Godrej  Propert ies in i t s  let ter  to the MHADA has s tated that the qual i fy ing parameter of  INR 9,000 

crore is  “d iscr iminator y ”  and el iminates other b idders,  including Godrej.  “ I t  w i l l  a lso act as an undue 

advantage to a handful  of  ent i t ies who may not even have the requis i te on-ground exper ience to prov ide 

hous ing, accommodat ion or  rehabi l i tat ion,”  said the let ter  Mot i la l  Nagar was const ructed in the 1960s 

as a rehabi l i tat ion and resett lement colony for  c i t i zens displaced f rom var ious locat ions in the ci ty  and 

suburbs.  The foundat ion s tone for  th is  reset t lement colony was la id by then Pr ime Min is ter  Jawahar la l 

Nehru.  MHADA has f loated a tender under the publ ic-pr ivate partnersh ip model to rehabi l i tate about 

3,717 Mhada tenants and 1,600 s lum dwel lers. 
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GLOBAL RETAIL GIANT LULU GROUP TO INVEST INR 
2,000 CR IN GUJARAT 

REPL TO STEER UNITECH PROJECTS IN 
GURUGRAM AS CONSULTANT 

RUNWAL GROUP 
APPOINTS SANGEETA 
PRASAD AS GROUP CEO

The UAE-based retail giant Lulu 

Group announced it wil l invest  INR 

2,000 crore to develop a shopping 

mall near Ahmedabad in Gujarat 

as part of its plans to expand 

business in India. The company 

has signed a Memorandum of 

Understanding (MoU) with the 

Gujarat government, it said in a 

statement.The Lulu Group already 

has three operational malls in India 

and wil l open two more mall in the 

countr y by March next year. “The 

Lulu Group wil l invest INR 2,000 

crore in the state of Gujarat to 

set up a modern shopping mall,” 

the company said. The investment 

was announced during a meeting 

between Bhupendra Patel, Chief 

Minister of Gujarat, and Lulu group 

Chairman and Managing Director 

Yusuff Al i MA in Dubai. The Gujarat 

Chief Minister is on an official visit 

to promote the upcoming Vibrant 

Gujarat Global Summit (VGGS) 

and attract foreign direct 

investment (FDI) into the state.

According to the MOU, the group wi l l  set  up a shopping mal l  between 

Ahmedabad and Gandhinagar which wi l l  create employment 

to more than 5,000 people. The const ruct ion is  expected to 

s tar t  by f i r s t  quarter  of  2022 and completed in 30 months.

“ The Government of  Gujarat wi l l  faci l i tate Lu lu Group wi th al l  necessar y 

ass is tance and clearances and also depute a senior  IAS of f ic ia l  to 

fo l low up the procedures,”  the statement said.  Apart  f rom th is,  the Lu lu 

Group wi l l  a lso set  up food process ing and logis t ics cent res in Baroda 

and Surat for  exports  in the second phase of investment in the state. “ I 

welcome Al i ’ s  promise to invest  in Gujarat.  The government wi l l  make 

ever y ef for t  to ensure that land and any other ass is tance is  prov ided 

to the group so that they can begin work,”  said the Chief  Min is ter.

On the investment plan, Yusuf f  A l i  MA said: “Gujarat holds a ver y 

special  p lace in my heart,  th is  i s  where I  f i r s t  learnt  the bas ics of 

bus iness as my father had fami ly bus iness in Ahmedabad. So, I  feel 

ver y exci ted to invest  in Gujarat and hope we can expand fur ther in 

th is  V ibrant s tate.”  Lu lu cur rent ly  operates more than 220 hypermarkets 

and shopping mal ls  in the Middle East,  Egypt,  Indonesia,  Malays ia, 

and India. The group employs more than 57,000 people global ly.

The Supreme Court  appointed 

board of Uni tech group has 

appointed Delhi-based consultancy 

company REPL (Rudrabhishek Enterprises Ltd) 

for taking forward the assignments 

and ensuring timely deliver y of 

homes to the homebuyers.  Total 

number of  uni ts  pending for  of fer 

of  possess ion in these projects 

are 3280 and the est imated cost 

of  complet ion wi l l  be about INR 

1078 crore. “ We aim to quick ly 

make accurate assessment 

of  present s i tuat ions on these 

projects and take foward the 

complet ion works.  Our pr imar y 

object ive is  to ensure handing 

over the uni ts  to i t s  buyers,”  said 

CMD of REPL,  Pradeep Mis ra.The 

Supreme Court  had in Januar y 

2020 approved nominat ion of 

seven di rectors  on the company 

board after  the government took 

over the t roubled developer.  The 

homebuyers of  Uni tech have 

been facing chal lenges at var ious 

locat ions,  as the bui lder could 

not t imely f in ish the projects 

owing to f inancial  problems and 

other implementat ion issues.

Runwal Group has appointed 

Sangeeta Prasad as its Group CEO. 

The new role will see her helm business 

operations for the company. With 

29+ years of experience, Prasad 

has previously worked in Tata Steel 

in multiple business roles and 

Mahindra Group where her last 

role was MD & CEO of Mahindra 

Lifespace Developers. She was also 

a Member of the Group Executive 

Board and the Co-Chair of the 

Group Diversity Council during 

her tenure at Mahindra Group.
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DLF TO LAUNCH 7.7 MILLION SQ FT REAL 
ESTATE PROJECTS IN FY22

PROPERTY MARKET 
UNAFFECTED BY 
OMICRON: CREDAI

SMARTWORKS TO INVEST USD 25 MILLION 
IN NEW TECH VENTURE 
Smartworks,  a prov ider of  managed off ice space, wi l l  spend USD 25 

mi l l ion (a lmost  INR 190 crore)  in i t s  next-generat ion sof tware in i t iat ive, 

which wi l l  of fer  workspace management ser v ices,  as part  of  i t s  growth 

s t rategy. The newly formed f i rm ‘ Smartworks Technology Ser v ices ’  wi l l 

be a 100 percent subs id iar y of  Smartworks.  I t  a ims to launch a bui ld ing 

operat ing plat form and workspace management SaaS product. 

Founded in Apr i l  2016, Smartworks cur rent ly  has a port fo l io of  around 

5.3 mi l l ion sq f t  of  of f ice space across 32+ locat ions in n ine major 

c i t ies.  “ We wi l l  invest  USD 25 mi l l ion to grow th is  emerging bus iness,” 

Smartworks founder Neet ish Sarda said. The company has al ready 

bagged 12 cl ients in th is  brand-new venture.

Leading developer lobby CREDAI 

has said that the upcoming Omicron 

variant wi l l  not signif icantly impact 

the Indian real estate market. The 

growth momentum post fest ive 

sales are expected to continue. 

Harsh Vardhan Patodia, President, 

CREDAI said, “Developers have 

learnt from the previous two 

waves of the pandemic and are 

ful ly prepared to manage any 

disruption pertaining to supply 

chain and labour supply to a large 

extent. ”According to him, the 

construction in ongoing projects 

is continuing as planned so that 

homebuyers can get possession 

on t ime. “New project launches 

too won’t be affected. However, 

we would urge the government to 

exempt real estate & construction 

from any future lockdowns or 

cur fews as halt ing construction 

activity wi l l  have a severe impact on 

construction workers & economic 

recover y too. ”Patodia further 

added, “We have introduced few 

measures to contain the spread 

by encouraging our member 

developers to leverage the power 

of digit ization and fol low r igorous 

Covid safety guidelines at their 

off ices and projects.”

DLF is  p lanning to launch 7.7 mi l l ion sq f t  of  real  estate projects 

in the second hal f  of  2021-22, including value houses,  premium 

hous ing, and commercial  propert ies.  This is one of the most 

ambit ious goals made by a real  estate developer in recent years.

In addi t ion, the corporat ion is  scheduled to announce the opening of the 

f i r s t  phase of Midtown West.  Th is  i s  a luxur y res ident ia l  complex on Shivaj i 

Marg in Mot i  Nagar,  Centra l  Delh i,  that i t  would create in col laborat ion 

wi th S ingapore sovereign fund GIC. The project would include 3-4 

BHK homes wi th a revenue potent ia l  of  INR 12,000-15,000 crore.

Th is  wi l l  be the jo int 

venture’s  f i r s t  res ident ia l 

pro ject,  s ince i t  cur rent ly 

runs over 32 mi l l ion sq 

f t  of  bus iness space.  

Aakash Ohr i,  Senior 

Execut ive Di rector  of 

DLF Home Developers, 

s tated that the bus iness 

will offer inventory worth INR 

800 crore of independent 

floors in Gurgaon. He stated that a s imi lar  s t ructure wi l l  be used in 

Panchkula. Th is  wi l l  be valued at c lose to INR 400 crore. In addi t ion, 

there wi l l  be plot ted development on Old Mahabal ipuram Road in 

Chennai worth INR 600 crore.

“ In addi t ion, the company is  a lso in the f inal  s tages of  approvals  for 

the Centra l  Delh i  pro ject.  We are ver y wel l  prepared and hoping to 

get a pos i t ive response,”  Ohr i  sa id.  DLF reported a net prof i t  of  INR 

378.12 crore for  the quarter  ended September,  up 66 percent f rom INR 

227.75 crore a year ear l ier.  Th is  was buoyed by improved demand for 

res ident ia l  real  estate I ts  upcoming sales bookings s tood at INR 1,512 

crore, 77 percent h igher than the year-ago per iod when i ts  per formance 

was impacted by the pandemic- induced lockdown. The company ’s 

super- luxur y ‘ The Camel l ias ’  pro ject i s  a lso seeing an increase in sales.
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BIRLA ESTATES TO INVEST INR 1,500 FOR 14-ACRE PROJECT IN WORLI

TATA REALTY TO INVEST INR 150 CR  TO DEVELOP HAILEY ROAD PROJECT

GODREJ PROPERTIES-TDI JOINS
HANDS FOR  LUXURY PROJECT

Centur y Text i les and Indust r ies L imi ted (CT IL )  wi l l  unvei l  a luxur y 75-storey skyscraper 

in Wor l i ,  Mumbai,  through B i r la Estates Pvt  L td,  a whol ly  owned subs id iar y and the 

real  estate arm of CT IL.  The f i r s t  phase of the B i r la Niyaara project would cons is t 

of  three towers dis t r ibuted across 14 acres.  K.T.  J i thendran, CEO, B i r la Estates 

has expressed that the project has a revenue potent ia l  of  INR 10,500 crore. 

According to h im, the investment in B i r la Niyaara is  INR 1,500 crore, whi le 

the development cost  for  the three towers i s  INR 5,500 crore. The ent i re 

development potent ia l  of  14 acres i s  four  mi l l ion sq f t.  Th is  includes roughly 

2.5 mi l l ion sq f t  of  res ident ia l  space, 1.4 mi l l ion sq f t  of  commercial  space, 

and 0.1 mi l l ion sq f t  of  h igh s t reet retai l  space. “ We wi l l  be launching the f i r s t 

tower of  the project B i r la Niyaara soon. I t  wi l l  be a 75-storey tower compr is ing 

400 uni ts.  We are work ing through the process of  demand est imat ion r ight 

now,” he said, adding RERA approvals  are in place. The development costs 

for  the three towers are expected to be largely funded by customers ’  receipts. 

The company plans to develop the overal l  30 acres of  the land parcel 

in Wor l i  in phases,  which has a potent ia l  booking value of INR 20,000 crore.

Tata Real ty and Inf rast ructure would invest  INR 150 crore in the 

development of  u l t ra- luxur y res ident ia l  f lats  a long Hai ley Road 

in Delh i.  The f i rm is  now await ing clearance f rom the New Delh i 

Municipal  Corporat ion (NDMC). “ We’ re hoping to get the approvals  by 

next  year.  As soon as we get the approvals,  we wi l l  s tar t  the project,” 

said Tarun Mehrot ra,  bus iness head, nor th & east  India, Tata Real ty 

and Inf rast ructure.  The Hai ley Road project wi l l  have about 100,000 

sq f t  of  bui l t-up area wi th 40 to 42 7-star  luxur y apartments wi th an 

average s ize of  2000 sq f t.  Tata Hous ing spent INR 218 crore in 2012 

for  a home on a one-acre land on Hai ley Road. I t  d ismant led the bui ld ing and now plans to restar t  the 

project at  the same locat ion in FY22-23. “ I t  w i l l  be a super luxur y project.  We are cur rent ly  explor ing the 

idea of having an internat ional ly  renowned des igner or  archi tect to des ign th is,  and poss ib ly i t  w i l l  be a 

branded res idence,” said Mehrot ra.

Godrej  Propert ies has launched a jo int  venture 

wi th TDI  Group to create a 1.25 lakh sq f t  u l t ra-

luxur y res ident ia l  property in Connaught P lace. 

“As we cont inue to bui ld our footpr int  in Delh i,  we 

are pleased to add th is  property to one of cent ra l 

Delh i ’ s  most des i red s i tes,”  said the developer. 

“ Th is  wi l l  be Godrej  Propert ies ’  th i rd project in 

Delh i,  fur ther  expanding our foothold in India ’s 

major  c i t ies,”  s tated Mohi t  Malhot ra,  MD and CEO 

of Godrej  Propert ies.

“ We are proud to be associated wi th Godrej 

Propert ies to del iver  th is  uber- luxur y project 

and we look forward to th is  associat ion,”  said 

Kamal Taneja, Managing Di rector,  TDI  Inf raCorp. 

Godrej  Propert ies i s  developing a hous ing project 

at  Okhla, whi le i t  w i l l  soon launch a luxur y hous ing 

project at  Ashok V ihar.  In the Delh i -NCR property 

market,  the company is  developing projects in 

Noida, Greater  Noida and Gurugram. I t  recent ly 

bought a 16-acre land parcel  in Bengaluru to bui ld 

pr imar i ly  res ident ia l  propert ies.
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EXPERION DEVELOPERS TO

INVEST USD 350 MILLION 

TO FUEL INDIA EXPANSION

AAI GRANTS BLANKET NOC FOR BUILDINGS HEIGHT 
NEAR NAVI MUMBAI AIRPORT

TENANTCUBE RAISES 250K USD IN PRE-SEED ROUND

Exper ion bui lds townships,  group 

hous ing projects,  commercial 

landmarks,  organized retai l 

dest inat ions,  hotels  and resor ts  in 

Andhra Pradesh, Delh i  NCR, Goa, 

Har yana, Maharasht ra,  Punjab, 

Tami l  Nadu, and Ut tar  Pradesh. 

I t  a lso intends to invest  USD 300 

mi l l ion in the count r y ’s  s tudent 

hous ing indust r y,  s ince the 

demand for  co- l iv ing has returned 

fo l lowing the inter rupt ions caused 

by Covid-19.

CIDCO, Maharasht ra ’s  town 

planning author i ty,  has obtained 

a blanket NOC f rom the Ai rpor t 

Author i ty  of  India (AAI )  regarding 

the permiss ib le heights for 

bui ld ings in the Navi  Mumbai 

Internat ional  A i rpor t  (NMIA) 

rehabi l i tat ion and resett lement 

area in 2015, which i t  c la ims wi l l  speed up the development of 

the Navi  Mumbai internat ional  a i rpor t  (NMIA) rehabi l i tat ion and 

resett lement area. The val id i ty  of  the aforement ioned NOC expi red 

in 2020. As a resul t,  appl icants seek ing development approvals  and 

occupancy cert i f icates have to contact the AAI  indiv idual ly  in order 

to get No Object ion Cert i f icates,  according to a s tatement f rom the 

Ci ty and Indust r ia l  Development Corporat ion (CIDCO).

The blanket NOC has been granted for  f ive of  the s ix  pockets namely 

Sector  1 (Vadghar) ,  Sector  24 (Vahal 1) ,  Sector  25 (Vahal 2) ,  Sector 

25A (Vahal 3) ,  and Pushpak Nagar t i l l  Januar y to March 2024. Ef for ts 

are underway to extend the val id i ty  of  remaining NOCs for  the R-1 to 

R-5 (Vadghar 1)  area, i t  sa id.  “ In v iew of the CIDCO’s cont inuous ef for ts 

and understanding of the problems of the project-af fected people, 

No Object ion Cert i f icates were reval idated by the Ai rpor ts  Author i ty 

of  India for  5 out of  6 pockets.  Th is  cr i t ical  decis ion wi l l  accelerate 

the development of  the ai rpor t  rehabi l i tat ion and resett lement area,” 

said Sanjay Mukher jee, V ice Chai rman & Managing Di rector,  CIDCO.
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GRUHAS PROP TECH TO RAISE 

INR 500-CRORE REALTY FUND

Lumos Al ternat ive Investment 

Advisors,  a pr ivate equi ty f i rm, 

and Gruhas Proptech, an ent i ty 

backed by Zerodha promoters 

and the Puzzolana Group, are 

planning to ra ise more than INR 

500 crore to engage in last-mi le 

f inance and the acquis i t ion of 

s t ressed res ident ia l  pro jects.  The 

proposed fund wi l l  be focuss ing 

on st ructured debt and certa in 

equi ty opportuni t ies in real  estate 

projects,  which have secured 

requi red permiss ions,  across major 

c i t ies of  India. Gruhas Proptech 

promoted by ser ial  entrepreneur 

Abhi jeet Pai and Zerodha’s co-

founder Nikh i l  Kamath has jo ined 

Lumos Alternate Investment Advisors 

as anchor investor and general 

partner for this fund. 

Property Management Star tup Tenantcube, ra ises 250K USD in pre-

seed funding round f rom st rategic investors.  The funds wi l l  be used 

for  fur ther  expans ion of the sales and ser v ice coordinat ion team, 

to meet cur rent and future demand. The launch of the beta vers ion 

of Tenantcube’s property management plat form att racted a large 

number of  landlords and property managers across North Amer ica, 

and the growth of a customer support  team is  intended to open 

fur ther opportuni t ies.

Andrews Moses,  CEO, Tenantcube said, “ We are thr i l led to ser ve 

customers who love our product so much that they are wi l l ing to invest 

in the company and grow along wi th us.  Our goal  has always been to 

br ing cutt ing-edge technology to ever y landlord, smal l  or  b ig.  We wi l l 

work towards that goal,  wi th the support  of  our  investors  and partners.”

Mih i r  Jha, Managing Partner at  PointOne Capita l,  one of Tenantcube’s 

ear l iest  investors,  said,  “Proptech is  booming at the moment,  as the 

indust r y has woken up to the poss ib i l i t ies of  technology in res ident ia l 

real  estate. The team at Tenantcube is  led by ex-Freshworks and ex-

Zoho execut ives and is  young and enthus iast ic.  They have bui l t  an 

impress ive product in a ver y shor t  per iod of t ime, and we’ re proud to 

be backing them.”





2,400 STATUTORY TOWNS WITH ONLINE BUILDING 
PERMISSION SYSTEM: PURI

An onl ine const ruct ion approval  system has been deployed in 2,471 

statutor y towns across the count r y.  And, the government has plans to 

guarantee that i t  i s  in p lace in al l  such metropol i tan areas.  Hardeep 

S ingh Pur i,  the Union Hous ing and Urban Affa i rs  Min is ter,  s tated in a 

wr i t ten response to a quer y in the Rajya Sabha. He stated that h is 

min is t r y  i s  speeding up the deployment of  an onl ine const ruct ion 

approval  system. Th is  i s  the case in ever y s tatutor y town. “An onl ine 

const ruct ion author izat ion system has been establ i shed in 2,471 

statutor y towns thus far, ”  he explained

“Const ruct ion permit  i ssuance is  a s tate respons ib i l i ty ” ,  he said, adding that the cent ra l  government ser ves 

as a consul tant in th is  area. The Min is t r y  of  Hous ing and Urban Affa i rs  re leased guidel ines in 2016 to out l ine 

the elements of  the onl ine const ruct ion author izat ion system, according to the minis ter.  Pur i  answered, 

“ Yes,”  when asked i f  the government had any plans to guarantee that the onl ine bui ld ing approval  system 

be deployed in al l  c i t ies as soon as poss ib le.  He said the government has made concerted effor ts  to 

improve the count r y ’s  rank ing in the const ruct ion permits  indicator  of  the Wor ld Bank ’s  Doing Bus iness 

Report  (DBR).  “ The Wor ld Bank used to assess Delh i  and Mumbai for  DBR. In these ci t ies,  reforms have been 

implemented to minimize human interact ions,  enhance t ransparency, reduce the number of  procedures, 

t ime and cost  involved in gett ing the const ruct ion permits, ”  he said. According to h im, the count r y ’s 

rank ing in the DBR bui ld ing permits  indicator  increased f rom 185 in DBR-2017 to 181 in DBR-2018, 52 in 

DBR-2019, and 27 in DBR-2020 because of reforms made in Delh i  and Mumbai.

plans. This online submission and 

approval of building plans came 

into ef fect f rom Apr i l  1,  th is  year. 

But  bui lders had to face some 

technical  i ssues whi le submit t ing 

the bui ld ing plans onl ine. Th is  a lso 

s lowed the process for  bui ld ing 

plan submiss ion and approval. 

Hence, the CREDAI,  Nashik  and 

Maharasht ra,  had urged the state 

government to wi thdraw the web-

based system unt i l  the technical 

problems in the sof tware were 

sor ted out.

 

The North Delhi Municipal Corporation 

passed a proposal  to auct ion 

of f  132 plots  at  Sanjay Gandhi 

Transport  Nagar.  There are 132 

plots  of  d i f ferent s izes that have 

been ident i f ied for  e-auct ioning 

at Sanjay Gandhi  Transport  Nagar, 

according to the corporat ion. 

These include community cent re 

areas and land near a proposed 

rai lway l ine. According to North 

Corporat ion commiss ioner Sanjay 

Goel ’s  let ter,  the plots  wi l l  be used 

for  warehous ing, godowns and 

t ransport- re lated bus iness,  and 

not for  a l l  commercial  purposes, 

due to the nature of Transportat ion 

Nagar.  So, these plots  can only be 

used for  thei r  intended purpose.

The Nashik Municipal Corporation 

(NMC) has decided to  discontinue 

offl ine building plan submission 

and approval. Start ing January 

1, builders wil l have to submit 

building plans online. NMC officials 

said the state government has 

directed to start online submission 

and approval of building plans 

from the beginning of 2022. For 

the whole Maharashtra, the state 

government has implemented the 

unif ied Development Control and 

Promotion Regulations (UDCPR). 

The updated regulation applies 

to all municipal corporations, 

councils, and Nagar panchayats 

(except for Mumbai). The state 

government introduced the unif ied 

DCPR to bring uniformity in the 

width of roads, size of rooms, 

etc.The state government also 

developed software for online 

submission and approval of building

NASHIK BUILDING APPROVALS NOW FULLY DIGITAL INDIA’S LARGEST TRUCK 
SITE FOR AUCTION

STATE-MEANT
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CIVIC BODY SEALS RESIDENTIAL BUILDINGS IN  AHMEDABAD 

CUTTACK SLUM COLONY REHABILITATION PATHETIC: HC

PUNJAB GOVT TO ALLOT 25,000 EWS HOUSES

The Ahmedabad Municipal 

Corporation (AMC) sealed 

Classic Lakeview, a residential 

tower near the Kankaria 

football stadium since it lacked 

building-use (BU) approval. In 

addition, the AMC demolished 

three houses and sealed nine 

buildings that did not have BU 

authorization. Following the high 

court ’s judgement, the AMC 

launched a sealing campaign, 

sealing 2,516 structures, mostly 

commercial complexes, that 

lacked legal BU authorization.

Thirty units in Classic Lakeview 

were blocked last monthbecause 

the skyscraper lacked BU 

approval. On November 29, 

the High Court ruled that the 

authorit ies should destroy a few 

structures to set a good example. 

The Punjab Cabinet approved seeking appl icat ions for  25,000 economic weaker sect ions (EWS) dwel l ings 

to be bui l t  by the urban development author i ty.  Th is  decis ion was made dur ing a cabinet meet ing pres ided 

over by Chief  Min is ter  Charanj i t  S ingh Channi.  The author ized pol icy mandates that qual i f ied appl icants must 

submit  thei r  appl icat ions along wi th the requi red documentat ion. The dwel l ing uni ts  would have a carpet 

area of around 30 sq mt,  an of f ic ia l  s tatement s tated. Th is  scheme would be inst rumental  in benef i t t ing 

near ly  25,000 EWS fami l ies in the state, i t  sa id.  At  present 397.048 acres of  land is  avai lable for  EWS hous ing 

wi th the development author i t ies.  Th is  i s  the s tatement that said,  In ever y EWS pocket,  80 percent of  the 

area wi l l  be for  houses and 20 per cent for  a school,  d ispensar y,  p layground, and community cent re.

The Or issa High Court  expressed grave concern over the 

“pathet ic condi t ion of af fa i rs ”  at  the rehabi l i tat ion and 

resett lement colony establ i shed by the Cuttack Municipal 

Corporat ion (CMC) at Nimpur for  s lum res idents ev icted 

f rom three places in the ci ty.  Over a year ago, the CMC bui l t 

over 1,000 res idences in the Nimpur colony on the outsk i r t s 

of  the ci ty.  Af ter  v iewing a 10-minute v ideo presentat ion of 

the colony ’s  cur rent s tate, the HC expressed i ts  d ispleasure.

The two- judge bench of Chief Just ice S Mural idhar and 

Just ice A K Mohapatra  s tated, “From what was v is ib le on the v ideo, as a walk through the colony in 

quest ion, on most of  the parameters of  sani tat ion, drainage, to i let  faci l i t ies,  const ruct ion of a compound 

wal l  etc. ,  there is  s t i l l  much to be done.” “Even the bas ic s tandard of l iv ing is  not yet in place. S ince the 

v ideo presentat ion spoke for  i t se l f,  there was no need for  any arguments to be advanced ei ther on the 

s ide of the pet i t ioner or  by the CMC,” the bench added. Af ter  the HC expressed i ts  unhappiness on the 

issue, the CMC said s teps have been in i t iated to improve the s i tuat ion in the colony. The CMC said i t 

would complete the process in three months.

Th is  i s  because i t  i s  better  to put people out of  thei r  houses rather 

than watch them be charred to death. The judge said prevent ion is  i s 

better  than cure and the court  does not want to cause inconvenience 

to res idents,  but “any tears shed subsequent to an untoward incident 

occur r ing would be of no avai l  as much as precious l i fe cannot be 

brought back ”.  Bes ides the Kankar ia apartment complex,  the AMC 

also sealed 34 f lats  in Shahpur and Dhalgarwad and dest royed two 

unlawful  s t ructures in Fatewadi.  Ci t ing a ser ies of  f i res that took place 

s ince October last  year,  the Gujarat h igh court  had ordered the state 

and civ ic author i t ies to take immediate and st r ict  act ion against 

h igh-r i ses that lack ei ther  val id bui ld ing-use permiss ion or  proper f i re 

safety equipment. 
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KARNATAKA LIKELY TO AMEND LAND LAW TO SPUR INVESTMENTS

TN GOVT TO EASE BUILDING LAWS

LUCKNOW DEVELOPMENT AUTHORITY AIMS TRANSPARENCY THROUGH E-OFFICE

Karnataka is  cons ider ing amending i ts  land 

revenue legis lat ion to al low owners of  farms to 

gain quick permits  to ut i l i ze thei r  holdings for 

non-agr icul tural  purposes.  According to Revenue 

Min is ter  R Ashoka, the move would encourage 

investment and ent repreneursh ip,  as wel l  as the 

creat ion of new employment.

The Karnataka Land Revenue Act of  1964 requi res 

owners of  farmland to apply for  convers ion in order 

to change the land ’s character  f rom agr icul tural 

to non-agr icul tural.  Later,  they wi l l  be class i f ied as 

res ident ia l,  indust r ia l,  educat ional,  commercial, 

and so for th by the planning author i t ies.  These st i f f 

curbs imposed by the law are seen among the 

reasons hur t ing the expans ion of the manufactur ing

Based on sel f-at testat ion, the Tami l  Nadu government wi l l 

prov ide presumed approvals  for  p lanning permit  appl icat ions. 

Wi th in 60 days,  i t  would also develop a s ingle-window system to 

ease planning clearance for  layouts and hous ing s i tes.  Chief 

Min is ter  M K Stal in made the announcement,  say ing that the 

adminis t rat ion was wi l l ing to resur rect h is tor ic housing and urban 

development legis lat ion. Th is  i s  in l ine wi th cur rent technology 

and aims to s impl i fy  the operat ion of the bui ld ing indust r y.

In l ight  of  cur rent urbanizat ion t rends,  the Town and Countr y 

P lanning Act,  1971, would be amended, he added. “ The 

government i s  poised to make Tami l  Nadu a s lum-f ree state 

by 2031. Accordingly,  9.53 lakh houses would be const ructed 

for  the poor in the next  decade. So far,  the Union government

has approved const ruct ion of 6.2 lakh hous ing uni ts  at  a f inancial  out lay of  INR 31,179 crores,”  he said. 

The Lucknow Development Author i ty  has chosen to develop an e-off ice system in order to increase v is ib i l i ty 

in i t s  operat ions and el iminate incidences of f i les being miss ing. As per LDA off ic ia ls,  a l l  documents 

perta in ing to plots,  hous ing uni ts,  f lats  and regis t r ies wi l l  be uploaded to the porta l.  According to the 

Author i ty,  the implementat ion of the e-off ice system wi l l  ensure accountabi l i ty  of  of f icers and al l  the 

cr i t ical  documents wi l l  be kept in dig i ta l  mode. Th is  wi l l  prevent the poss ib i l i ty  of  f i les gett ing lost  or 

dest royed and at the same t ime wi l l  eradicate the old system of paperwork.

sector  in Karnataka. These ru les have made i t  ver y 

di f f icul t  to buy a plot  of  farmland and set up a 

manufactur ing uni t  there, say indust r y experts.  Even 

the owner of  farmland cannot have his  or  her land 

converted for  non-agr icul ture use wi thout suf fer ing 

through a long process and paying a br ibe, a 

farmer near B idadi said,  c i t ing her own exper ience. 

According to Revenue Min is ter  Ashoka, i t  takes four 

to f ive months for  owners of  farms to get thei r  land 

t ransfer red to non-agr icul tural  usage. The process 

was also plagued by cor rupt ion. “ We want to s impl i fy 

the whole th ing. I f  someone wants to convert  h is 

p lot  for  non-agr icul tural  use, we should al low that 

wi thout loss of  t ime,” he said. Ashoka says that 

these discuss ions are s t i l l  at  an ear ly  s tage, and he 

wants to move forward as soon as poss ib le.Sect ion 

95 of the Karnataka Land Revenue Act bars owners 

of  farmlands f rom diver t ing them for  use other than 

agr icul ture.  Thei r  p lots  can only be put to other uses 

af ter  they have received approval  f rom the revenue 

author i t ies.  The author i t ies may decl ine approval 

or  take a long t ime to decide on the appl icat ion.
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NEW RULE MAKES REALTORS TO SURRENDER 5% LAND TO GOVT IN AP

AP TO WAIVE-OFF INR 10,000 CR

HOUSING LOANS VIA OTS

RAJASTHAN HC HOLDS BANKS ACCOUNTABLE 
UNDER RERA

The Andhra Pradhesh government  p lans 

to seize 5 percent of  the land value or  i t s 

equivalent f rom newly const ructed layouts. 

The government ’s  move has wor r ied the real 

estate indust r y and home purchasers.  The 

real tors  are concerned that the decis ion 

would cut into thei r  a l ready-th in margins as a 

resul t  of  Covid-19, render ing thei r  company 

unviable. Prospect ive plot  purchasers,  on the 

other hand, are concerned that land costs 

would skyrocket.  A recent order by the state 

government s tated that local  bodies should 

receive 5 percent of  newly developed layouts. 

Land may be awarded wi th in three k i lometers 

of  the layout i f  i t  cannot be granted wi th in 

the same layout.  The th i rd opt ion would be 

to pay money equivalent to the base pr ice 

of the land in the respect ive areas.  The real ty 

sector  in Andhra Pradesh has been st ruggl ing 

wi th poor demand for  the last  three years wi th 

uncertainty over the capi ta l  c i ty.  The Covid-19 

pandemic that shook economies across the 

globe rat t led the real ty sector  in the state. The 

pr ices h i t  a l l -t ime lows in V i jayawada, Guntur, 

and other major  c i t ies wi th uncertainty over the 

capi ta l  coupled wi th pandemic induced st ress. 

The latest  decis ion by the state government would 

put more st ress on the demand s ide, fear real tors.

In response to the state government ’s  decis ion, 

CREDAI AP chapter pres ident C. Sudhakar said the 

sector  would be st ressed more. Andhra Pradesh is 

a l ready suf fer ing f rom fundamental  problems. The 

demand is  not p ick ing up in the state when compared 

to neighbour ing states where the real ty sector  i s 

booming, he said. Wi th poor demand, the margin 

has al ready become th in and shedding 5 percent 

more would make several  bus inesses unviable.

Andhra Pradesh Chief  Min is ter  YS 

Jagan Mohan Reddy has expressed 

that the government intends to waive 

INR 10,000 crore in hous ing debts 

for  the underpr iv i leged through the 

One-T ime Sett lement (OTS)  in i t iat ive. 

Addi t ional ly,  the government wi l l 

regis ter  the houses for  f ree, grant ing 

al l  r ights to the recipients.  The Chief 

Min is ter  made the news wi th of f ic ia ls  at 

h is  Tadepal l i  camp off ice at a rev iew 

meet ing on the hous ing scheme. He 

wanted the of f ic ia ls  to create awareness 

of  the benef i ts  of  the OTS scheme for 

house loans among people. He fur ther 

said that the OTS scheme is  total ly 

voluntar y,  and houses wi l l  be regis tered 

wi th c lear t i t les.

In a h is tor ic decis ion, the 

div is ional  bench of the Rajasthan 

High Court  ru led that complaints 

against  banks can be f i led wi th the 

Real  Estate Regulator y Author i ty 

(RERA) i f  lending inst i tut ions have 

seized ownersh ip of  a project as 

a secured credi tor  due to the promoter ’s  fa i lu re to repay the loan.

The court  a lso ru led that i f  the RERA Act and the bank ’s  recover y 

act ions under the Secur i t i zat ion and Reconst ruct ion of Financial 

Assets and Enforcement of  Secur i ty  Interests  (SARFAESI )  Act 

conf l icted, the RERA Act would take precedence.

The decis ion was made by a div is ional  bench compr ised of 

Chief  Just ice Ak i l  Kurashi  and Just ice Uma Shankar Vyas whi le 

deciding the wr i t  pet i t ions f i led by the Union Bank of  India 

against  the order passed by Rajasthan RERA, which di rected 

the bank to hand over possess ion of the semi-const ructed 

res ident ia l  pro ject to RERA whi le cancel l ing the bank auct ion.
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RURAL HOUSING SCHEME EXTENDED, 
COST ADDITIONAL INR 2.17 LAKH CR 

52 LAKH HOUSES DELIVERED UNDER 
PMAY-URBAN

With the Centre fa l l ing behind schedule in i t s 

goal  of  prov id ing pucca dwel l ings to 2.95 crore 

poor people in rura l  regions by 2022, the Union 

Cabinet author ised extending the Pradhan Mantr i 

Awaas Yojana — Gramin (PMAY-G) beyond March 

2021, t i l l  March 2024, at  a cost  of  INR 2.17 lakh 

crore. In the next  three years,  up to 1.56 crore 

res idences wi l l  be bui l t.  The est imated cost  of  the 

project i s  INR 1,25,106 crore for  the Centre and 

INR 73,475 crore for  the states.  The Nat ional  Bank 

for  Agr icul ture and Rural  Development wi l l  receive 

another INR 18,676 crore as interest  repayment. 

To achieve the object ive of hous ing for  a l l  by the 

year 2022, Pr ime Min is ter  Narendra Modi launched 

the PMAY-G on November 20, 2016, wi th a target 

to bui ld 2.95 crore houses wi th bas ic amenit ies.

According to the government,  52.55 lakh houses 

have been const ructed and del ivered under 

the Pradhan Mantr i  Awas Yojana-Urban, whi le 

83.36 lakh bui ld ings are now being ground for 

const ruct ion. In a wr i t ten response to a quer y, 

Min is ter  of  State for  Hous ing and Urban Affa i rs 

Kaushal  K ishore s tated that s tates and union 

ter r i tor ies have been urged to f in ish al l  sanct ioned 

projects/houses wi th in the t ime f rame st ipulated.

Approx imately 9.71 lakh houses have been bui l t 

and del ivered to benef ic iar ies under the PMAY-U 

in Ut tar  Pradesh, fo l lowed by Gujarat (6.22 lakh) , 

Maharasht ra (5.26 lakh)  and Andhra Pradesh (4.77 

lakh) .  “Under PMAY-U, part ic ipat ing states/Union 

Ter r i tor ies (UTs )  have undertaken a demand sur vey 

and assessed a demand of 112.24 lakh houses 

in  urban areas.  Against  th is,  a total  of  114.06 

lakh houses have been sanct ioned so far.  Of the 

sanct ioned houses,  89.36 lakh houses have been 

grounded for  const ruct ion.. . ”  the minis ter  said in 

h is  wr i t ten reply.

The Centre and the As ian Development Bank 

(ADB) have agreed to give a $150 mi l l ion loan to 

ass is t  the urban poor in Tami l  Nadu wi th access 

to inclus ive, res i l ient,  and sustainable hous ing. 

Takeo Konish i  i s  the count r y d i rector  of  ADB’s 

India Res ident Miss ion. Rajat  Kumar Mishra is  the 

addi t ional  secretar y of  the Min is t r y  of  Finance’s 

Department of  Economic Af fa i rs.  They inked a 

f inancing deal in Tami l  Nadu for  the Inclus ive, 

Res i l ient,  and Sustainable Hous ing for  Urban Poor 

Sector  Pro ject.  Upon s igning the loan agreement, 

Mishra s tated that the project i s  a l igned wi th the 

Centre ’s  pol ic ies and pr ior i t ies on the urban sector, 

in part icular,  the f lagship programme PMAY-Hous ing 

for  A l l  (U rban).  The project wi l l  prov ide affordable 

hous ing to needy urban fami l ies in Tami l  Nadu.
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Madhya Pradesh Chief Minister Shivraj Singh 

Chouhan has congratulated the beneficiaries of 

“Pradhan Mantri Awas Yojana (Rural)” by writ ing a 

personal letter to them on getting houses. He has 

said “ I hope that you wil l be l iving with joy and 

happiness in your new residence. You have been 

selected in the scheme and you have completed 

the construction of the house, congratulations to 

you and your family. Wishing you all the best for 

prosperity.”

MP CM WRITES LETTER TO 
BENEFICIARIES OF PMAY

ADB LENDS $150-MILLION 
FOR URBAN AFFORDABLE 
HOMES IN TN





THE INTERVIEW

Th e  I n d i a n  re a l  e s ta te 
h a s  s ta r te d  s h ow i n g 

s i g n s  o f  a  s u s ta i n a b l e 
re c ove r y, a n d  t h e 

fe s t i ve  s e a s o n  s o  fa r 
h a s  b e e n  o p t i m i s t i c 

w i t h  re c o rd  s a l e s  a n d 
p ro p e r t y  re g i s t ra t i o n 

re g i s te re d . A d d i t i o n a l l y, 
t h e re  i s  a  n e e d  fo r 
f i s c a l  m e a s u re s  to 

fa s t - t ra c k  t h e  re c ove r y 
p ro c e s s , a s  t h e  re a l

e s ta te  h a s  a  mu l t i p l i e r 
e f fe c t  o n  2 7 0  a l l i e d 

i n d u s t r i e s  w i t h  a 
s n ow b a l l  e f fe c t  o n
 e m p l oy m e n t  a n d 
G D P  g row t h , s ay s 

Dr Niranjan Hiranandani, 
National Vice Chairman, 

N A R E D C O  &  M D, 
H i ra n a n d a n i  G ro u p 

i n  a n  ex c l u s i ve 
i n te ra c t i o n  w i t h 

T i t to  Eapen .

ROAD TO RECOVERY
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Dr Niranjan Hiranandani 
Nat ional  V ice Chai rman, NAREDCO & 
MD, Hi ranandani  Group 



How severe is the impact of 
Covid-19 on the real estate 
sector especially at a time when 
it was slowly recuperating from 
the policy inflicted slowdown? 

The Indian real estate was stif led 
by tsunamis of disruption result ing 
in sluggish market economics. 
The choking of l iquidity, subdued 
demand, muted investment, 
and consecut ive s t ructural 
reforms led to a system reboot. 
Then, the Covid-19 pandemic 
compelled homeowners to re-
evaluate their priorit ies and how 
they want their l iving spaces. 
The Covid crisis brought the 
real estate to a grinding halt 
with stoppage of const ruct ion 
s i tes,  migrat ion of labourers  and 
travel restr iction halting sales 
visits. With mission unlocking, 
sectoral  act iv i t ies gained 
resumption and adoption of 
digital technologies led to a 
swift online home buying. The 
fiscal st imulus with temporar y
stamp duty waiver, low-interest 
rate and choice of available 
inventor y tr iggered fence-sitters 
to close  transactions in the 
festive tailwinds.

With fur ther economic recover y, 
the real  estate sector  has 
wi tnessed renewed demand 
f rom  end-users on grounds of 
safety and stabi l i ty  that hous ing 
as an asset c lass of fers.  The 
indust r y wi tnessed an inf lux 
of  f i r s t-t ime homebuyers and 
upgrading homeowners wi th 
a demand for  hous ing on the 
upt ick.  Th is  has led to a drop in 
overhang of unsold s tock and 
developers have geared up for 
new launches in the pipel ine.

f rom home induced homeowners 
to opt for larger size apartments 
that also of fered sustainabi l i ty 
and wel lness l iv ing as an integral 
ameni ty.

Since July 2021, real estate 
has started showing signs of a 
sustainable recovery, and the 
festive season so far has been 
optimistic with record sales and 
property registration registered. 
Additionally, there is a need for 
fiscal measures to fast-track the 
recovery process, as real estate 
has a multiplier effect on 270 allied 
industries with a snowball effect 
on employment and GDP growth. 
Structural policy reforms like 
RERA, GST and IBC have brought 
in transparency, accountability 
and financial discipline making 
real estate more organized. As 
India aims to achieve $5 trillion 
economy, Real estate is assured 
to play a vital role in stimulating 
nearly 10-15 percent of GDP 
growth inclusive of job creation.

What is  your assessment of 
how long we are away f rom a 
complete recovery?

The Covid pandemic effect 
has been waning down with 
rapid vaccination and herd 
immunity. The first lockdown was 
unprecedented and ‘Mission 
Unlock ’ saw the economy take 
several str ides towards recover y. 
On commencement of the 
new decade 2021, India was 
deemed for a quick recover y 
with a posit ive growth curve and 
then India was struck by a fatal 
second Covid wave.

The value of owning a house has 
been underpinned amongst the 
discern ing homebuyers as a safe 
bay of net dur ing any emergency. 
The sectoral  resumpt ion fo l lowed 
wi th upward economic growth 
and increased hi r ing s t imulated 
conf idence back in the economy. 
Res ident ia l  real  estate saw an 
upt ick in sales veloci ty as renters 
turned into f i r s t  t ime home 
buyers and ex is t ing home owners 
seemed to upgrade to spacious 
luxur y apartments in the wake of a 
new normal l i fe. The hybrid working, 
e-schooling and entertainment
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As humankind recovers from the 
pandemic and its effects, job 
security returns and buyer sentiment 
regains confidence. There is a 
multitude of reasons for sectoral 
growth l ike rekindled demand for 
homes from actual users, safe 
bet asset class for investors, the
importance of owning a house 
amidst  g lobal uncertaint ies, 
model tenancy act that wi l l 
spur  formal rental  hous ing-
means home buying to rent wi l l 
see a new growth di rect ion. 
The pace of vaccinat ion is 
a lso dr iv ing l i fe and economic 
act iv i t ies back to normalcy 
wi th a need for  a wel l -
balanced hol i s t ic l i festy le.
    
The favourable market dynamics 
cont inue to fuel  home buying 
demand and in a bid to 
at t ract investor  and end-user 
demand branded developers are 
offering myriad design & theme-
based developments, global 
best standards, tech-enabled
smart  homes, and sustainable 
amenities for green living. Further, 
demand for community l iving 
and township developments 
are on the rise post-Covid. All 
the above factors are acting 
as a demand catalyst steering 
growth of the property market.

The st ructural reforms along with 
Covid 19 has paved path for a 
st rong consol idation in real estate 
market.  Is  real estate heading 
towards the steel and cement 
sector,  where the consol idation 
turned into car tel izat ion?

How would you like to explain 
the sudden surge in demand 
for property in 2021? Is it 
just a temporary reactionary 
demand on the back of 
stamp duty waivers, low-
interest rates and offers or 
do you think there are some 
other factors at play? 

How signif icant is  an industr y 
status to real estate?

The long-standing Indust r y
recommendat ion to grant 
indust r y s tatus for  real  estate 
is  instead of cheap long-
term funding and v iable 
credit  opt ions. The avai labi l i ty of
low-cost  funding is  crucial 
for   sur v ival  and growth of 
real  estate. The sector  i s 
fur ther  regulated wi th the 
int roduct ion of RERA, GST and 
IBC law that keeps f inancial 
mechanisms in pract ice to 
protect the interest  of  concerned 
stakeholders.  To achieve the 
object ive of Hous ing for  A l l ,  a 
boost  to af fordable hous ing 
is  s igni f icant wi th access to 
cheap and long-term credi t.

In what ways has the need for a 
single-window clearance gained new 
relevance during the pandemic? 
How critical is that for the overall 
development of the sector?

There is  a h is tor ical  aspect to th is 
demand, one that comes f rom 
years of  exper iencing delays 
in permiss ions and clearances 
leading to project cost escalat ion. 
Secondly,  to improvise ease of 
doing bus iness,  s ingle-window 
clearance is  imperat ive to 
expedi te the process and help 
in t imely project del iver y.The 
pandemic has brought into 
sharp focus the need to reduce 
paperwork,  as also the number 
of  of f ices that a project needs to 
get documents and appl icat ions 
get ‘NOCs ’ .  The best  so lut ion to 
th is  pandemic- induced chal lenge 
is to ensure digit izat ion of approvals 
that wi l l  enable overal l  speedy 
development of  the sector. 

The reforms were supposed to 
be ‘short-term pain for the long-
term gain’. Recover y from the 
slowdown of reforms resulted 
in longer than expected. As 
the industr y showed signs of 
recover y, it was struck by the 
Covid crisis. The balance sheets 
of over-leveraged real estate 
companies turned negative with 
implications on the sustainabil ity 
and survival of their business. 
This phenomenon led to market 
consolidation as debt-r idden 
businesses tr ied to infuse 
capital to fund the completion 
of projects. The consequence 
for the home buyer is obvious–
the merger or acquisit ion wil l 
come with enhanced costing, 
which wil l be felt across such 
projects. The cartelization which 
has been seen in sectors l ike 
cement and steel is not l ikely in 
real estate because each such 
debt-r idden project is different 
from the others, and all of these 
wil l not have a similar ending–
and this is the main reason why 
there wil l be no cartelization.
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“ The 
avai labi l i ty 
of low-cost 
funding is 
crucial for  

survival and 
growth of real 

estate.”



Most of the developers are 
either in huge debt or have no 
running capital, on the other 
side the banks are reluctant to 
offer any financial assistance 
to the sector while the NBFCs 
have no money to lend. How 
serious is the situation and 
what are the other alternative 
finance available for the 
developers?

I t is indeed a serious situation, one 
which was exacerbated by the 
tsunamis of reforms and rendered 
worse by the pandemic. Low-cost 
f inance and long-term credit 
have been on the wish l ist of real 
estate for a long time now, but the 
scenario during the pandemic 
has been one where ‘ last mile 
funding’ is the new challenge.

Institutional  f inance  was  anyway 
a challenge; the pandemic has 
seen the situation worsen. The 
delays caused by the shortage 
of funding in turn reflects on RERA 
defined possession dates not 
being achieved. In such scenarios, 
mergers and acquisit ions are 
viable solutions, but these again, 
depend upon valuation aspects. 
The government has come up 
with solutions such as the SWAMIH 
Fund, but the quantum of funding 
it offers needs to be ramped up 
manifold.

One thing that must be understood 
here is that not all developers 
are facing this issue; those who 
are deeply in debt have typically 
overextended their capacity or 
have taken on too many projects 
relative to their funding or have 
been unable to resolve challenges 
surrounding unsold inventor y.

“India aims to achieve a $5 
trillion economy; Real estate 
is assured to play a vital role 

in stimulating nearly 
10 -15 percent of GDP growth 

inclusive of job creation.”
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The Mil lennials are the most 
invent ive yet most disrupt ive 
generat ion. As a pioneer of 
offer ing community l iv ing, how 
is Hi ranandani Communit ies 
meeting mil lennial housing 
aspirat ions?

Where is  the Mumbai real 
estate market heading 
towards in 2025 and where 
wi l l  you f ind Hiranandani 
Communit ies in i t?

 

The Mi l lennial  i s  a growing segment 
among home seekers.  Before the 
pandemic, the t rend not iced 
for  th is  segment was that they 
prefer red to rent rather than own a 
home. The pandemic has resul ted 
in some changes; buying a home 
is  no longer something they leave 
for  the future.  But,  buying a home 
is  not easy when you are just  a 
few years into your job or  career, 
so th is  segment tends to opt for 
min imal is t,  bout ique-s ize homes 
in projects which of fer  community 
spaces and hol i s t ic amenit ies 
in prox imity.  A s tudio apartment 
in H i ranandani,  Thane or  Panvel 
i s  ideal  for  th is  segment in the 
present day. The ef f ic ient home in 
a large integrated township of fers 
the best  of  both wor lds to mi l lennial 
home-buyers at  an affordable 
pr ice point.  S ince buyers today 
are accustomed to the integrated 
l i festy le and social  fabr ic of  the 
township, they wi l l  upgrade  to 1.5 
or  2-BHK apartment in future.Thus, 
they become repeat customers 
in the Hiranandani family. 

The MTHL wil l bring Mumbai 
Island city ’s eastern front to 
proximity with hubs in Raigad 
distr ict and Panvel/ Navi 
Mumbai. Coastal roads wil l 
l ink the suburbs with the city, 
and effectively Mumbai wil l 
become suburbanized with 
easy accessibil i ty across the 
region, affecting the growth 
of real estate development. 
Hiranandani Communities wil l 
be at the forefront of integrated 
townships development, as 
also Data Centres, High Street 
retail and Logistics spread 
across geographies in the region.

The Mumbai real estate market 
wi l l  grow and evolve into the 
Mumbai Metropol i tan Region 
(MMR) real  estate market 
by 2025, largely because 
the multi-modal infrastructure 
l inkages wi l l  be operat ional. 
So, f rom the CBD of SoBo, 
A l ibaug wi l l  be an hour ’s 
Ro-Ro fer r y  r ide away. L ike 
the Bandra-Wor l i  Seal ink did 
to suburbia and the is land 
ci ty real ty micro-markets, 
the tunnel  l inking Thane and 
Borivali wil l seamlessly merge 
the identit ies of Mumbai and 
Thane into a s ingle,  MMR zone.
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How Two Metro 
Lines Will 
Transform The 
MMR Real Estate 
Market in 
2022! 

In  the las t  few years, 
Mumbai  has 
undergone a sea of 
t rans format ions  in 
terms of  in f ras t ructure 
development . For 
ins tance, w i th  the 
development  o f  the 
Bandra Wor l i 
Seal ink , the south end 
of  Mumbai  and western 
suburbs came closer. 
S imi lar ly, SCLR improved 
east -west  connect iv i ty 
leading to some 
wor thwhi le  investment 
avenues. Due to new 
in f ras t ructure 
connect iv i ty, such as 
the Metro cor r idors, 
there i s  renewed 
interest  in  the micro 
markets  and a few of 
the extended 
suburbs.  Sweety 
Adimul lam  br ings more 
deta i l s  on the new 
emerging real  es tate 
pockets  in  the MMR. 

 METROPOLIS 
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The f inancial  capi ta l  of  India is  wi tness ing a mega t ransformat ion that can 
al ter  the whole landscape of the Mumbai Metropol i tan Region. Th i r teen 
separate metro ra i l  cor r idors worth over INR 1.25 lakh crore are going to 
change the way we t ravel  in the dream ci ty.  Many far  suburbs such as Kalyan, 
Mi ra Road, Vasai,  V i rar,  and Navi  Mumbai wi l l  become closer to Mumbai.
Mumbai Metropol i tan Region Development Author i ty  (MMRDA),  the nodal 
agency, i s  bui ld ing near ly  200 k i lometres of  the vast  metro network that 
should be ready by 2026. I t  i s  a iming to begin the operat ions of  the f i r s t 
two crucial  Metro L ines 2A (Dahisar  West  to DN Nagar)  and Metro 7 (Andher i 
East  to Dahisar  East )  by ear ly  2022. Cur rent ly,  the dynamic t r ia l  run on 20 
k i lometre s t retches between Dhanukarwadi and Aarey has al ready star ted.

provid ing fur ther momentum to the MMR 
real  estate market.  The real  estate sector 
has general ly  benef i ted f rom improving 
inf rast ructure development by expanding 
i ts  bus iness hor izons,  resul t ing in impress ive 
growth in recent decades. According to 
Dr Niranjan Hiranandani,  National Vice 
Chairman, NAREDCO & MD, Hiranandani 
Group, “ Inf rast ructure development always 
has had a pos i t ive impact on the real  estate 
market.  H ike in property pr ices because of 
enhanced connect iv i ty  acts as a demand 
mult ip l ier  and also enhances the commercial 
real ty quot ient.  The two new metro l ines 
(Dahisar-  Andher i )  wi l l  in tersect wi th the other 
metro l ines running across the ci ty  resul t ing 
in a pos i t ive impact over a large area. Th is 
wi l l  generate addi t ional  hous ing demand 
and lead to some pr ice h ikes in these micro 
markets.  The growth in usage of publ ic 
t ransport  wi l l  lead to less congest ion and 
pol lut ion in the ci ty,  gradual ly  cont r ibut ing 
towards a less carbon emiss ion.”

As per sources in the MMRDA, the 
Commiss ioner of  Rai lway Safety (CRS)  wi l l 
i ssue a safety cert i f icate which wi l l  eventual ly 
g ive f inal  c learance for  s tar t ing commercial 
operat ions.  According to MMRDA, a team of 
Research Des igns and Standards Organizat ion 
(RDSO) has al ready inspected the t r ia l  run. 
The MMRDA reportedly has decided to run 
these two metro l ines (2A&7) wi th 10 rakes of 
which two have al ready ar r ived. Th is  t ra in i s 
an indigenous ly manufactured dr iver less t ra in 
that uses t ract ion power at  25 kV.  The rakes 
wi l l  be fu l ly  a i r  condi t ioned wi th insta l led 
CCTV cameras for  improved secur i ty  and 
opt ical  f iber to prov ide seamless internet 
access in ever y coaches. The t ra ins are bui l t 
to conser ve elect r ic i ty  and swi tch to other 
non-convent ional  energy sources in case of 
a power fa i lu re.  I t  a lso has a prov is ion to car r y 
passenger bicycles ins ide the coaches. 
Interest ingly,  these two new upcoming
metro l ines (7 and 2A) has al ready star ted 
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According to SVR Sr inivas Metropol i tan Commissioner, 
MMRDA,  the two new metro l ines -  2A and 7 -  wi l l  p lay a crucial 
ro le in decongest ing Mumbai ’s  ex is t ing publ ic t ransportat ion 
system. According to h im, these two l ines,  which are pass ing 
through L ink Road and WEH wi l l  connect the commercial  and 
res ident ia l  cent res that have been developed over the years. 
“Beginning next  year,  these two l ines wi l l  prov ide commuters 
wi th seamless,  a i r-condi t ioned al ternat ives.  The area through 
which these two metro l ines are pass ing wi l l  w i tness a huge real 
estate boom once the operat ions commence, subsequent ly 
increas ing the value of property nearby.” 

“The two new metro lines 
(Dahisar- Andheri) will intersect 

with the other metro lines running 
across the city resulting in a 
positive impact over a large 

area. This will generate additional 
housing demand and lead to some 
price hikes in these micro markets.”

“The area through which these two metro 
lines are passing witnesses a huge real 

estate boom once the operations 
commence, subsequently increasing 

the value of property nearby.”

With a populat ion of about 22.88 mi l l ion in 2011 and an est imated 24.66 mi l l ion in 2016, 
the MMR is  one of the fastest-growing metropol ises in India. Wi th approx imately one-f i f th 
of  Maharasht ra ’s  total  populat ion, i t  i s  ranked as the 6th largest  metropol i tan region in the 
wor ld.  Today, the ci ty  of  Mumbai i s  not only the growth engine of India wi th near ly  4.5 percent 
of  the count r y GDP but the whole economy of Maharasht ra revolves around Mumbai wi th 
36 percent GDP of the state. Wi th the proposed Metros,  the key const i tuent of  the MMR v iz. 
Thane, Navi  Mumbai,  Vasai-V i rar  and Mi ra Bhayander i s  s lated to wi tness major  economic 
growth, and the suburbs of  the MMR wi l l  not only become an integral  part  of  Greater  Mumbai 
but a lso of fer  the same opportuni t ies for  many people in India.

Dr Niranjan Hiranandani,  National Vice Chairman, 
NAREDCO & MD, Hiranandani Group.

SVR Sr inivas, 
Metropolitan Commissioner, 
MMRDA.
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“The property demand 
and prices too are 

expected to increase 
once the Metro connectivity 
commences as investors and 

home buyers has already 
started investing heavily as 

they see healthy returns 
and great living in this 

booming marketplace.”

In the last few years, 
Mumbai has undergone a 

sea of transformations in terms 
of infrastructure development. For 

instance, with the development of 
the Bandra Worl i Sealink, the south end of 

Mumbai and western suburbs came closer. 
Similarly, SCLR improved east-west connectivity 
leading to some worthwhile investment 
avenues. Due to new infrastructure connectivity, 
such as the Metro corridors, there is renewed 
interest in the micro markets and a few of 
the extended suburbs. This has also forced 
many established builders and developers
to launch new projects in the extended Suburbs. 
Like, for instance, Mahindra Lifespaces Developers 
Ltd., the real estate arm of Mahindra Group, has 
announced to carr y out a joint development 
on a 4.8-acre land parcel in Dahisar East.

According to the company, the project is 
strategically located on the Western Express 
Highway, is Mahindra Lifespaces’ f i rst project in 
Dahisar which wil l offer approximately 5 lakh sq ft 
of carpet area. While speaking about the two new 
upcoming metro l ines, Vimalendra Singh, Chief 
Sales & Service Officer, Mahindra Lifespace 
Developers Ltd states: These upcoming metro 
l ines are set to further enhance accessibil i ty and 
attractiveness. We believe this wil l be a high-
per forming real estate market due to strong 
demand from homebuyers as they gravitate 
towards city suburbs for a better, healthier 
l i festyle. “The property demand and prices 
too are expected to increase once the Metro

connect iv i ty  commences as investors  and home 
buyers has al ready star ted invest ing heavi ly  as 
they see heal thy returns and great l iv ing in th is 
booming marketplace,”  he added. 
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“Metro connectivity 
commences as investors and 

home buyers has already 
started investing heavily as 

they see healthy returns and 
great living in this 

booming marketplace.” 

The upcoming metro cor r idor has helped to dr ive bus inesses in the real  estate 
sector  and developers are sure ly seen tak ing fu l l  advantage of i t.  Developers are doing 
advert i sements showing how close thei r  pro jects are f rom the under complet ion or 
proposed metro s tat ions.  Comment ing f rom the investment point  of  v iew, Bhushan 
Nemlekar,  Director,  Sumit Woods said, “ The western suburbs i s  a l l  set  to wi tness a great 
leap of t ransformat ion in the next  few years by prov id ing a wor ld-class l iv ing exper ience 
for  i t s  c i t i zens.  The property demand and pr ices too are expected to increase once the 
Metro connect iv i ty  commences as investors  and home buyers has al ready star ted invest ing 
heavi ly  as they see heal thy returns and 
great l iv ing in th is  booming marketplace.”
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The MMR bols tered by excel lent 
connect iv i ty,  presence of social 
inf rast ructures,  and investment 
opportuni t ies are set to become 
the dest inat ion-next  of  real  estate 
in the count r y recording a h igh 
number of  property regis t rat ions 
year af ter  year.  The large-scale 
real  estate developments in the 
ci ty  are a test imony to the ci ty ’s 
pos i t ion as a prefer red dest inat ion 
for  homebuyers.

“Mumbai is linear and east-west 
connectivity has always been very 

important to this city and in the 
past 10 years, the state government 
has ensured seamless connectivity 

passing through the Chandivali-
Powai area through various projects.”

Manju Yagnik,  Vice Chairperson f rom 
Nahar Group and Senior Vice President, 

NAREDCO Maharashtra

There is no doubt that the mega city is br imming with opportunit ies and 
real estate developers bel ieve that MMR wi l l  soon become an epicentre 
of real estate growth. Manju Yagnik, Vice Chairperson from Nahar Group 
and Senior Vice President NAREDCO Maharashtra,  who is developing a 
project in Chandival i  opines that this area offers an attractive real estate 
proposit ion and is the next investment dest inat ion for Mumbai. “Mumbai 
is l inear and east-west connectiv i ty has always been ver y important to 
this city and in the past 10 years, the state government has ensured 
seamless connectiv i ty passing through the Chandival i-Powai area through 
var ious projects. Al l  these infra projects have ensured the central suburb 
Chandival i ’s connectiv i ty to both the Eastern and Western s ide of Mumbai 
via JVLR, and the Metro 1 project.” Intra-city t ravel t ime is cr i t ical for Mumbai, 

which has two business 
centres located at the 
Bandra-Kur la Complex 
and the Nariman Point/
Fort area. Both of these 
centres are cr i t ical for the 
national economy. This is 
because 99 percent of the 
large scale corporate and 
government ent i t ies of the 
countr y are headquartered 
in these two centres. There 
are plans to bui ld an 
urban metro rai l  system 
as wel l  as intercity and 
coastal expressways. This wi l l 
supplement the current 
t ransit  network, which 
is largely dependent 
on suburban rai lways. 
Over the past few years, 
Mumbai has experienced 
rampant infrastructure 
development that has 
mult ipl ied i ts growth. 
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Metro L ine 7 (Red Line)
Route:  Andheri  (E)  to 
Dahisar (E)

16.475 km. long elevated 
cor r idor with 13 stat ions.

I t  shal l  provide interconnectivi ty 
among the exist ing Western 
Express Highway, Western 
Rai lway, Metro L ine 1 (Ghatkopar 
to Versova), the ongoing Metro 
L ine 2A (Dahisar to D N Nagar) 
and the proposed Metro L ine 
6 (Swami Samarth Nagar to 
Vikhrol i ) .  Faci l i tat ing smooth 
and eff icient interchange with 
the suburban rai l  system and 
MRT system at Andher i,  JVLR 
and Dahisar. I t  wi l l  provide 
connectiv i ty between Central 
Mumbai and the Northern 
suburbs of Mumbai and rai l -
based access to the Mumbai 
Internat ional Ai rport (CSIA), 
SEEPZ, Nat ional Park and other 
commercial and geographical 
landmarks.

I t  shal l  provide interconnectiv i ty 
among the exist ing Western 
Express Highway, Western 
Rai lway, Metro L ine 1 (Ghatkopar 
to Versova), the ongoing Metro 
L ines 2B (D N Nagar to Mandale) 
& 7 (Andher i  (E) to Dahisar (E) )  and 
the proposed Metro L ine 6 (Swami 
Samarth Nagar to Vikhrol i ) .  Further, 
faci l i tat ing smooth and eff icient 
interchange with the suburban 
rai l  system and MRT system at 
Dahisar and D N Nagar. This wi l l 
provide connectiv i ty between 
the Western, Central,  and 
Northern suburbs of Mumbai. In 
addit ion, you wi l l  have access 
to Mumbai ’s commercial and 
geographical landmarks. I t 
wi l l  help to reduce the current 
t ravel t ime by anything between 
50 percent and 75 percent 
depending on road condit ions.

Names of stat ions:
Andheri  Metro (E) , 

Shankarwadi, 

JVLR Jn., 

Mahanand, 

Aarey, 

Pathan Wadi,  

Pushpa Park,

Bandongri , 

Mahindra & Mahindra, 

Magathane,  

Devipada,  

National Park,  

Ovaripada.

2031: Dai ly Ridership - 
6.68 Lakh
Elevated along Western 
Express Highway

18.589 km long elevated 
cor r idor with 17 stat ions

Metro L ine 2A (Yel low Line)
Route: Dahisar to D N 
Nagar

Names of stat ions: 
Dahisar, 
Anand Nagar, 
Rushi Sankul, 
I .C. Colony, 
Eksar,  
Don Bosco, 
Shimpol i ,  
Mahavir  Nagar, 
Kamraj Nagar,  
Charkop,  
Malad Metro, 
Kastur i  Park, 
Bangur Nagar, 
Goregaon Metro,  
Adarsha Nagar,  
Shastr i  Nagar, 
D.N. Nagar.

2031: Dai ly Ridership - 
6.09 Lakh 
Elevated along Link Road 
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“Mumbai is  
paying the price 

for economic 
imbalance”

“The Slum Rehabilitation Authority 
(SRA) has been able to offer LOI for 
more than 1.30 lakh houses in just 
one year of my tenure as compared 

to the 2.50 lakh houses that 
were given in last 25 years,”says 

Satish Lokhande, CEO of Slum 
Rehabilitation  Authority. He speaks 

at length about the progress in 
making Mumbai slum free under the 
much-needed guidance of the Chief 
Minister and the Housing Minister 

in an exclusive interview 
with the Open Acres. 

The SRA has a formidable mission 
to make Mumbai a slum-free city. 
But despite many decades of its 
operation, why  the  idea  of  a slum-free 
Mumbai nowhere close to reality? 

The idea of a s lum-f ree Mumbai i s 
qui te a complex subject as there 
are many stakeholders involved in 
the process.  At  present there are 
16 lakh s lum hutments in Mumbai 
spread on var ious land parcels 
owned by di f ferent author i t ies l i ke 
s tate government,  ra i lway, defence, 
Centra l  government,  among others. 
We don’ t  have jur i sd ict ion to prov ide 

NOC on lands except  the  state government, 
MHADA and MCGM. However, there is 
one proposal f rom the Defence Minist r y 
to clear a s lum cluster on defence land. 
They have come up with 50:50 formula 
for the Gol ibar Ai r force land of 42 acres. 
The defence want to retain 50 percent of 
the land parcel whi le the rest of the 50 
percent can be used for rehabi l i tat ion. 
I t  is  st i l l  at the discussion stage, but we 
are posit ive and hope that soon other 
author i t ies wi l l  also approach us which 
makes the idea of s lum-free Mumbai closer. 

EXCLUSIVE
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Honourable Chief  Min is ter  of 
Maharasht ra is  the Chai rman 
of SRA, and Hous ing Min is ter, 
Chief  Secretar y are members 
of  the SRA Commit tee. A l l 
these members are pro-
development v is ionar ies which 
is  a great advantage for 
SRA. The government rev iews 
the work of  SRA f requent ly. 
We have the support  of  the 
government at  ever y level 
and there are no pol i t ical  or 
bureaucrat ic obstacles for  any 
of the developmental  schemes 
and proposals  of  SRA. As a 
resul t,  we have been able to 
of fer  LOI for  more than 1.30 
lakh houses in just  one year 
of  my tenure as compared to 
the 2.50 lakh houses that were 
given in last  25 years.  Wi th in 
two-three years,  these houses 
wi l l  be ready and many areas 
in Mumbai wi l l  be s lum-f ree. So 
yes,  that i s  the k ind of speed 
we have picked up in SRA in 
recent years.

We acknowledge that the 
Annexure preparat ion is 
a major  hurdle in any SRA 
project as i t  takes a lot  of  t ime. 
Therefore, we are planning to 
br ing an auto annexure system 
soon in a bid to expedi te s lum 
redevelopment projects.  The 
detai l  p lan wi l l  be shared soon 
and i f  i t  goes wel l  then we 
wi l l  succeed in overcoming a 
major  delay in the rehabi l i tat ion 
schemes and hopefully  move at 
a faster  pace. 

What is  the vis ion of SRA and 
recent achievement under  
your tenure?

There are more than 300 
stal led SRA projects in Mumbai. 
Where has i t  gone wrong?

Technical ly the annexure I I 
is  also a cause of delay for 
the SRA projects.  How are you 
t r y ing to address this issue? 

How will the green nod for CZMP 
will spur the redevelopment and 
slum rehabilitation activity near 
Mumbai coastline?   

In fact, there are total 380  
schemes which are stuck 
current ly. Of which 230 projects 
are stuck due to lack of f inancial 
avai labi l i ty and other related 
reasons. S imi lar ly, 59 projects 
are stuck due to non-payment 
of rents, 33 are due to internal 
disputes, whi le 11 projects 
are stuck due to l i t igat ions. 
Moreover, there are close to 
50 schemes which are delayed 
due to lack of NOC from other 
author i t ies. Out of which 13 
projects are stuck due to CRZ-I I, 
whi le four projects are stuck due 
to the Civi l  Aviat ion Author i ty. 
There are four projects wait ing 
for MOEF clearance whi le four 
other projects are stuck in the 
Defence Minist r y. Besides, there 
are 20 projects which have 
been stal led by Enforcement 
Di rectorate over al legation of 
money laundering. 

The Chief Minister has taken 
an overview of these stuck 
projects and come up with 
four alternat ive plans excluding 
those 20 projects that are 
stal led by ED. These four 
models are at the f inal stage of 
promulgation and hopeful ly i t 
wi l l  l i f t these stuck projects and 
expedite the slum.

The new modified CRZ notification 
is a positive development as 
most of the projects falling in CRZ 
ambit are located mainly in Worli 
and some in western parts like 
Bandra, Mahim etc. As per the
new notification, we are revising 
the process as we have already 
given LOI to a few projects as per 
the base FSI of 1.66.  However, 
with this new CRZ norm, there is
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paying the pr ice for   economic 
imbalances in the rest  of  the 
states and ci t ies.  The major 
problem is  migrat ion, i f  people 
get jobs at the nat ive s tates, 
then no one wi l l  come to 
Mumbai.  When there is  no 
scope of l ive l ihood at thei r 
nat ive places,  then Mumbai 
become the most lucrat ive 
place to migrate as i t  i s  a 
dream ci ty,  f inancial  capi ta l 
and the enter ta inment hub.
Now the quest ion is,  i f  they 
come here, where wi l l  they l ive? 
Absolutely the s lums are the 
easy opt ion avai lable for  them 
as they are the people who
can’ t  af ford the Mumbai rental.

no FS I  rest r ict ion as i t  wi l l 
be t reated as any ordinar y 
scheme. The bui ld ings can go 
highr ise wi th the consent of 
Coastal  Road Management 
Author i ty  of  the state. MoEF 
clearance is  requi red only for 
those projects which are more 
than 20,000 sq mt.

I s  there no other alternative to 
the cur rent model of SRA which 
is  nothing but rewarding the 
encroachers on government land 
by giving them free housing?

Will the elitists spare us if we 
forcefully evacuate them?

So as far as SRA is concerned, 
our task is to identify the clusters 
and offer rehabil itation and 
we wil l continue to do our best 
in making Mumbai slum-free. 
However,  at  the same t ime we 
also know that i s  something 
imposs ib le to achieve unless 
there is  an economic balance 
between states and ci t ies.  I f  the 
respect ive states and ci t ies f rom 
where large-scale migrat ions 
are tak ing place can absorb 
thei r  own populat ion, then a 
s lum-f ree Mumbai i s  poss ib le. 
These states must  fo l low the 
model of  southern s tates l i ke 
Kerala and Karnataka which 
have been able to absorb 
thei r  people through better 
educat ion, heal thcare and 
opportuni t ies.  I f  you walk through 
the memor y lane, you wi l l 
real i se that they were the same 
people who once occupied 
Mumbai s lums, but today you 
wi l l  hardly f ind anyone f rom 
South India especial ly  Kerala 
and Karnataka in Mumbai s lums.  

For us i t  i s  a humanitar ian model. 
I f  you look at i t  f rom a macro
perspect ive then Mumbai i s
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The Indian real  es tate 
market  has evolved 
f rom a developer ’s 

market  to  a  user 
market . Today, the home 

buyers  are smar ter  as 
theyexactly know where 

to  buy, when to  buy, 
what  to  buy and how to 
buy a new home wr i tes 
Ram Naik, Director  at 

The Guardians Real 
Estate Advisory. 

MARKET INSIGHT

1. Low Interest Rate 

The RBI has maintained a 
status quo on policy rates 
for some time but the banks 
were reluctant to pass on 
the benefits to the end users 
despite many representations 
and deliberations with bankers. 
Towards the end of 2021, the 
long pending appeal of the real 
estate community has finally 
yielded some posit ive results as 
most leading banks decided to 
pass on the benefits to home 

buyers. What makes i t  more 
interest ing is  the fact that 
home buyers exact ly  knew 
that th is  i s  going to be the last 
cal l  to take advantage of the 
t ime-bound bank of fers.  Th is 
could be elucidated f rom the 
sales surge of propert ies in 
di f ferent pockets of  the market. 
I r respect ive of the urban-
rural  d iv ide, home-buyers are 
equal ly  aware f rom both ends

of the market that even a 
difference of half a percentage 
on interest rates can save lakhs of 
rupees of the prospective home 
buyers. The banks reducing 
interest rates on consumer 
demand and the consumers 
eagerly avail ing the offer is the 
f i rst s ign of real estate turning 
into a user market.

5 factors that 
make Indian 
real estate a 
user market

“ Indian real 
estate has evolved as a more

mature marketplace with 
better consumer awareness.”
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2.The Pricing 3.The Offer War

There is  new wave of 
demand for  hous ing f rom the 
mi l lennials,  and many people 
have att r ibuted i t  to the hybr id 
work model on the back of the 
pandemic. However,  I  have 
a di f ferent take on i t.  I  want 
to at t r ibute i t  to the larger 
aspi rat ional  changes that have 
happened amongst home 
buyers,  especial ly  amongst 
the mi l lennial  generat ion. 

The other reason why 
I ’m emphasiz ing that real 
estate is  a l ready a user market 
is the current real estate pricing. 
From the past  few years,  the 
prices have not gone up despite
high const ruct ion cost  and 
labour charges.  Today, the 
developers are operat ing on 
a th in margin because they don’ t 
want to hur t  the sent iments of 
consumers.  As better  consumer 
sent iments br ing more volume 
and revenue to the sector.  Today, 
consumers are ver y pr ice savvy 
as they are ver y s t rategical ly 
look ing at the opportune t ime 
in buying homes to save some 
money, which was not the case 
ear l ier.  Th is  can be drawn f rom 
the fact when the Maharasht ra 
government reduced stamp duty 
f rom 5  percent  to 2 percent 
for  October to December 2021.

Around 19,220 propert ies were 
regis tered in December 2021 
and over 3,400 uni ts  were 
sold in the last  4 days dur ing 
28-30 December.  The same 
t rend cont inued in March 2021 
which was the last  month to 
avai l  the 2 percent s tamp duty 
waiver.  March 2021 saw 12,696 
uni ts  being regis tered, despi te 
the pandemic whi le in March 
2020, the regis t rat ions was only 
3,798 uni ts.  The same t rend 
we have wi tnessed dur ing the 
fest ival  season where the sales 
across MMR, NCR, Bengaluru, 
Kolkata, Hyderabad, Pune, 
Ahmedabad, etc. have jumped 
manifo ld.  Th is  t rend shows that  
consumers have wai ted for 
a lmost 5 months f rom Apr i l  to 
August  to buy thei r  new homes 
f rom September.  As they know 
th is  i s  the t ime when developers 
s tar t  g iv ing discounts and 
several  other fest ive schemes. 

Property buyers respond wel l  to 
the f lexible payment options and 
lucrat ive schemes. As a resul t, 
we are witnessing a new batt le 
of  deals,  d iscounts and offers 
amongs the developers which 
include cash discounts, f reebies, 
f lex ib le payment opt ions, 
incent ives such as shor t- rental 
return,  of fers  on f loor  r i se,  etc. 
Today, the developers are not 
tak ing any chance to hur t  the 
customer sent iment as even 
the top developers are of fer ing 
schemes l i ke zero s tamp duty, 
zero GST and zero maintenance. 
Whi le many developers are 
br inging offers  such as no 
pre-EMI t i l l  the possess ion and 
other easy payment opt ions. 
Dur ing the fest ive season, 
many developers also come 
up wi th at t ract ive gi f ts  to lu re 
the home buyer,  some offers 
b ikes and cars whi le some give 
gold and furn i ture.  In a nutshel l, 
there is  of fer  war in  real  estate 
to at t ract home buyers which  i s 
absolutely a s ign of real  estate 
turn ing into a user  market. 

   “When the 
millennials 

set their eyes 
on any 

sector then 
changes are 

bound to 
happen.”

4.The Millennials & 
Pandemic
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5.The Increased Awareness

In  the pre-pandemic per iod, 
mi l lennials  have always sh ied 
away f rom invest ing in real 
estate. Buy ing a home was the 
last  th ing they wanted. Th is 
was because they were more 
drawn to the idea of f lex ib i l i ty 
of  changing jobs and moving to 
other c i t ies in search of better 
career opportuni t ies.  However, 
Covid-19 has changed the 
way they l ive and work and, as 
a resul t,  thei r  aspi rat ions and 
needs have also evolved, not 
only in terms of work but a lso in 
terms of thei r  secur i ty,  s tabi l i ty, 
and safety.

Today, the mi l lennials  have 
real i sed the importance of 
owning a house as thei r  ver y 
idea of an abode has changed. 
Our data suggest  a 30 percent 
increase in the footfa l l s  of 
mi l lennials  dur ing the post-
pandemic per iod. And we 
expect at  least  60-70 percent 
of  the mi l lennials  who are 
look ing to buy a new home wi l l 
buy i t  in the cur rent pandemic 
wor ld orderorder i r respect ive of 
whetherthe WFH t rend cont inues 
or not.When the mil lennials set thei r

space and t ime to buy a 
home. They knew that the 
cur rent t imes is  the last  bus to 
own a home at the best  pr ice 
value. The best  part  of  the user 
indust r y i s  the fact they are 
aware of the market t rends. 
Today, home-buyers have the 
clar i ty  that the decadal low 
interest  rate accompanied by 
lucrat ive of fers  and payment 
opt ions i s  the best  th ing that 
they can get in any market. 

eyes on any sector then changes 
are bound to happen. Because 
they are that generation who 
have grown up with an anytime, 
anywhere mindset to accessing 
a prol iferation of onl ine content 
and social media, expect the 
same ease and convenience 
from their service providers 
— regardless of the service.

Last but not the least, real estate 
has evolved as a more mature 
market place   with  better 
consumer awareness. With 
the coming of RERA, the real 
estate sector has become more 
organized and transparent.
Also, the advent of real estate 
advisor y f i rms and prop tech 
companies, has made the 
market more advanced and 
informed. As a result, home 
buyers have become smarter. 
They know exactly where to 
buy, when to buy, what to buy 
and how to buy. They have the 
right kind of knowledge and the  
best tools to recognize the right
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When technologies or  markets change, 
leading companies tend to fa i l  to s tay at the 
top of thei r  indust r y.  I t  was qui te late in the 
game when Kodak and Fuj i f i lm entered the 
digi ta l  camera market.  The overconf idence 
of Nok ia in the Symbian plat form lets  the 
Android market revolut ionize the mobi le 
market.  Cyrus-Er ie al lowed Caterpi l lar  and 
Deere to capture the market for  mechanical 
excavators.  Sears was replaced by Wal-Mart. 
 
The case of India is  a lso qui te s imi lar.  When 
Ola came, i t  changed the way we t ravel led. 
Paytm has revolut ionized the way people 
pay money. Zomato and Swiggy have 
t ransformed the way we eat.  Amazon and 
Mynt ra changed the way we shop. A l l  the 
markets that cater  to the bas ics of  mankind 
have changed in the past  10 years wi th the 
only except ion of the hous ing market.
 
The problem is  that Indian real  estate as 
a whole lacks c lar i ty  when i t  comes to 
technology. The sector  i s  d iv ided over 
the integrat ion of technology. Th is  may 
be explained by the fact that there is  a 
segment of  real tors  who v iew technology as 
just  another way of over invest ing in capi ta l. 
Th is  does not impact thei r  way of doing 
th ings.  Whi le the other sect ion is  adapt ing to 
new technologies as they make s igni f icant 
changes to the customers they ser ve, the 
sk i l l s  they employ, and thei r  organizat ional 
s t ructures.  The lat ter  approach involves 
h igher costs  and t ime hor izons,  but most 
l i ke ly a lso much higher returns.

COVER STORY
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It ’s not that Indian real estate is not 
adopting technology, they are, but the 
fact is they are just adopting for the sake 
of adopting. Titto Eapen explores the 
dialectical dilemma of technology in 
Indian Real Estate.

Will The Tech-Train 
Disrupt INDIAN 
REAL ESTATE? 
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I r respective of the industr y, location or 

cl ient base, technological advancement is 

indiscriminate in the wave of disruption it brings. 

In this context, industr y experts across the world 

love to state that the tech-train is going to 

disrupt ever y industr y and that the real estate 

stop is nearby. However, the Indian realty sector 

is the classic example of creating the r ight 

balance between innovation and disruption. It 

can be a blessing in disguise that the industr y 

is extremely deep-rooted in its own l inchpin 

processes that the outsiders who are looking 

to innovate or disrupt the industr y must take 

an entirely different approach. In a sector so 

fragmented between players and markets, i t 

has formed its own natural barr iers and f i l ters, 

which may take a great deal of effort to cause 

a major disruption in the industr y by tech-minds. 

Dhaval Ajmera, Director of Ajmera Realty & Infra 

India, opines that technology is coming at a 

fast pace and there is a threat of disruption. 

However, at the same time, he also believes 

that real estate is al l about touch and feel. “ You 

can see many dishes and desserts onl ine but 

unless and unti l  you taste them, you can’t tel l 

i f  they ’re delicious or otherwise. Similarly, real 

estate is a sector where I think the touch and feel 

experience wil l  never die”, he avers. According 

to him, people in India are ver y emotional 

about their home-buying decisions and no 

virtual experience can change the sentiments 

attached to the human-to-human experience. 

However, he believes that technology wil l 

make the touch and feel experience easier. 

In that process, ever y developer wi l l  adopt 

certain technologies to make the whole 

experience a mix of mind and machine. 

In Indian real estate, machines, technology 

and tech-enabled innovations are already 

contr ibuting to growth. The industr y has already 

started leveraging art i f icial intel l igence to 

manage problems related to the safety and 

construction of propert ies. 

“When it comes to construction, we are 

adapting to the most recent technologies 

that make construction effective and faster,” 

says Jayesh Rathod, Director - The Guardians.

He believes that concepts l ike readymade 

homes that are made offsite and fixed l ike a 

blockchain wil l  receive huge traction in India. 

According to him, the assimilation of technology 

in Indian real estate has gained a new speed 

in the recent past due to the sudden and 

disruptive entr y of the Pandemic into our l ives. 

“There will be plenty of 

technology including blockchain 

that may start coming to India 

very soon which according to 

me will be only a by-factor for  

real estate but not the 

real factors.”

DHAVAL AJMERA, 
DIRECTOR OF AJMERA REALTY & 
INFRA INDIA.

44| JAN - MAR 2022 | OPEN ACRES     



The Covid-19 has changed the way real 

estate looks at technology. The most 

recent technological development in the 

real estate landscape is virtual tours that 

have received huge traction during the 

lockdown. Virtual tours and augmented 

reality have allowed customers to fol low 

3D views of the property onl ine. In the 

long run, also, this wi l l  prove beneficial 

for remote & long-distanced propert ies 

and those st i l l  under construction. Virtual 

tours that include options for zooming in, 

panorama and spoken notes, act as an 

easy and cost-effective way to conduct 

developer-cl ient meetings. “Businesses 

around the world are tr ying to integrate 

technological processes to mit igate the 

impact of Covid-19. The real estate sector, 

too, is tr ying to make use of technology 

to reap the most out of the present 

condit ions. This wi l l  enable us to interact 

with customers in the most eff icient 

possible manner,” says Rohit Poddar, 

MD-Poddar Housing & Development

According to Poddar, technology has seeped into processes 

of not only construction but also in marketing and sales in the 

sector. The use of technology l ike robotics and AI has helped 

the developers to carr y on work without interruption and without 

compromising on quality. The use of drones to evaluate and do 

a detailed survey on site has helped to keep the costs in check. 

The use of E-brochures and social media has been adopted along 

with the virtual tour of sites. Technology has enabled the developers 

to solve customer queries onl ine and maintain the buyer-sel ler 

relationship. Al l this has kept the real estate sector al ive and growing.

However, despite these technological advancements and virtual 

innovation, Indian real estate is by and large human in its essence. 

Many developers believe that the sector wi l l  never be replaced by 

technology. It is possible that blockchain technology wil l  start coming 

to India ver y soon, but it wi l l,  according to me, only be a by-product 

of real estate, not a signif icant factor. Moreover, on the back of 

Covid-19, virtual vis i ts, videos, 3D and CRM technology wil l  become 

part and parcel of the real estate market, but technology wil l  never 

change real estate as a human-intensive sector,” says Dhaval. 

“The businesses across the globe are trying to integrate technological processes 

to mitigate the impact of Covid-19. The real estate sector, too, is trying to make use 

of technology to reap the most out of the present conditions and interact with 

customers in the best possible manner.” 

ROHIT PODDAR,  
MD, PODDAR HOUSING AND 
DEVELOPMENT
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“The emerging tools in Big 
Data science have the 

potential to break the human 
chain in real estate as it is 

evolving as a science for the 
critical mass of data sets for 

every industry.”

In the recent past, many prop-tech companies have 

emerged in India offering solutions to enhance the 

decision-making process of home seekers. Rental 

platform NestAway uses predictive analysis and art i f icial 

intel l igence to recommend propert ies to customers. 

NoBroker, another rental platform uses ML algorithms 

to sort the l ist ings to match tenants and landlords.

KHETSI  BAROT, 
DIRECTOR,

 THE GUARDIANS 
REAL ESTATE ADVISORY
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I t  is t rue that technology, especial ly after the 

pandemic, has played a big role in assist ing 

not only developers but as well as channel 

partners and home buyers. However, the most 

astonishing fact of this development is the 

fact that in no way has it impacted the social 

element of real estate. In the long run, also, 

the human factor wi l l  remain intact as real 

estate is a relationships industr y. I t is al l about 

the connection between cl ients, channel 

partners, consultants, and developers. I t is the 

job of a channel partner to build and maintain 

relationships with home buyers and many 

in the industr y have this perception that no 

technology can replace that human inter face.

The whole real estate sector is operating on a 

decades-old human network bui lt on emotions 

and trust and it wi l l  take many years for the 

technology to replace that trust. This could be 

elucidated from the fact that many developers 

have this belief that real estate is not a product 

that can be sold online. According to them, 

technology may work in the rental market 

but when it comes to home-buying, people 

wil l  never prefer a digital platform. However, 

at the same time, there is also a consensus 

amongst the developers that technology wil l 

aid and help the exist ing system. They feel 

that it wi l l  reduce the burden of customers and 

developers by reducing the physical meeting 

from four t imes to two or one, but real estate 

wil l  never be a complete tech-driven sector.

Khetsi Barot, Director at The Guardians Real 

Estate Advisor y believes that the emerging tools 

in Big Data science have the potential to break 

the human chain of Developer-Broker-Buyers as 

it is evolving as a science for the crit ical mass 

of data sets for ever y industr y. Functionally, 

Big Data is responsible for gauging predictive 

behaviours, trends, or customer tendencies. 

With the Internet of Things ( IoT) and a plethora 

of data available, the tech minds across the 

world wil l  continue their race to leverage 

data science for the Indian real estate.



Although these are l imited to the rental 

market, they can be seen as a f i rst step 

in uti l iz ing technology to build real estate 

relationships. The big data scientists are 

using consumer activity, footfal l data, food, 

and beverage consumption activit ies to 

establish a virtual relationship with the home 

buyers. Technology has its pros and cons; 

on the one hand, it has simplif ied our l ives 

but on the other hand, it has also resulted 

in many impersonal decisions. “Real Estate 

is something which is driven by sentiments 

and to drive sentiments you need the aspect 

of touch and feel. In India, for most people, 

buying a property is the single biggest 

investment they wil l  ever make in their l i fet ime. 

Home-buyers st i l l  prefer a physical experience 

and technology may help or prove handy to 

cater for those buyers who are based out of 

the countr y. However, those customers also 

don’t buy without a physical off icial vis i t,” 

says Hiral Sheth, Director - Sheth Creators.

“ I ’m not aware of any real estate transaction 

in the countr y which has taken place without 

physical presence. Despite the availabil i ty of 

technology, people st i l l  prefer to send their 

relatives or representatives for a f i rst-hand 

view. For a home buyer, i t ’s not a small buy 

but an investment for l i fe so they want to 

have a physical look before buying. “ I think 

that technology wil l  assist in the long run, but 

i t wi l l  never replace interpersonal interaction 

or activit ies,” says Hiral.

The real estate sector has historically been stable 

as an investment class, and many believe it is 

immune to the rapid adoption of cutt ing-edge 

technology. However, the more humankind moves 

closer to machines and technologies, the more 

we wil l  see the replacement of many human 

workers in production, marketing, customer 

service, distr ibution, f inance, human resources, 

legal, administration and middle management. 

The role of mind wil l  be l imited to those core 

business domains where we need more high-

per formance thinking, experimentation, creativity, 

and innovations. We wil l  see more data and 

computer scientists and human development 

professionals trained in various f ields of psychology 

joining the real estate workforce. Currently, these 

professionals are not famil iar with the industr y.

“I’m not aware of any real estate transaction 

in the country which has taken place 

without physical presence. Despite the 

availability of technology, people still prefer 

to send their relatives or representatives for a 

physical site visit. I think in the long run also 

technology will aid but it will never replace 

physical interaction or activities.” 

HIRAL SHETH, 
DIRECTOR, 

SHETH CREATORS
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INTERACTION 

ADITYA KEDIA, 
MD, TRANSCON DEVELOPERS

Home Buying Is Not The Same Anymore
“Artificial intelligence can analyse potential 

customers in order to develop marketing 
strategies and strengthen business 

development.”

New-age technologies l ike Big Data, 
AI, and Machine learning along 
with blockchain are changing the 
dynamics in which property developers 
consume customer information to 
better understand their mindset. 
Based on the prevail ing market 
situation and the micro-economy 
trends, these technologies give an 
insight into customers ’ needs and 
behaviours in real-t ime. Integrating 
the CRM system allows developers 
to take advantage of customer data 
and target fence-sitters with a high 
conversion propensity immediately. 

A I  enables real tors  to prov ide 
house recommendat ions to suggest 
propert ies thei r  customers are 
look ing for.  Fur ther,  i t  helps property 
developers to determine the fa i r 
market value of thei r  real  estate 
in far  lesser  t ime. Last ly,  the use 
of b lockchain-based programs, 
helps us in reducing t ransact ional 
costs,  s t reaml in ing payments,  and 
faci l i tat ing fast  and secure property 
sales.  From AI  recommendat ions 
to v i r tual  home tours,  v i r tual  home 
staging, etc.,  home buying is  not the 
same anymore and is  at  a cross roads 
of a phenomenal t ransformat ion.

Technology is a Necessity Tech Integration Program

We are adapting to newer technologies to cater to 
the needs of the changing real estate environment. 
With the latest technologies l ike Customer Relationship 
Management software, our productivity has increased. It 
is helping us build a strong relationship with our contacts, 
such as leads, prospects, exist ing customers, and is 
useful in property management to improve efficiency. In 
the future, artif icial intell igence wil l enable us to analyse 
potential customers in order to develop marketing 
strategies and strengthen business development. It 
also speeds up the whole transactional process by 
automating the collection, review, and generation of 
required documents. Lastly, we are using blockchain-
based programmes to ensure the non-duplication of 
work in our company.

New Experience to Buyers

We are also work ing towards propert ies that include 
addi t ional  mul t i - funct ional  space, community l iv ing, 
on-s i te management faci l i t ies,  and safety and secur i ty 
in our  res ident ia l  propert ies.  To reduce contact and 
touchpoints  faci l i t ies l i ke elevators  that are operated 
by the swipe of a palm, contact less del iver y at  homes, 
and secur i ty  c learances for  guests  v ia QR codes are 
tak ing a lead. Fur ther,  when i t  comes to the use of 
technologies to del iver  real  estate ser v ices wi th speed 
and convenience, we are planning to adopt ERP and 
other b lockchain-based programmes in the future.

48 | JAN - MAR 2022 | OPEN ACRES     



OPEN ACRES | JAN - MAR 2022 | 49 



COMMUNICATION 

My approach to every project is from a 4-C Marketing perspective, namely 
1. Category – which entails in-depth competition understanding to identify a gap in the market. 
2. Consumer – which entails understanding the lives of the intended target audience to identify 
a deep-rooted consumer need. 
3. Concept – which is a big and audacious idea that marries the need-gap identified earlier. 
4. Critical Success Factors –which entails the budget, Go-to-Market timelines, and strategic 
phasing of messaging as well as media to ensure Awareness, Intrigue, Desire and Action. 
Ultimately, the 4-C approach has ensured  project success in the real estate landscape of 
MMR and to be soon followed Bengaluru, Pune, as well as internationally with GCC). 

The Millennium Marketing Mantra

“The Guardians address the 
b iggest  fear  o f  developers 

through a sys temat ic, 
sc ient i f ica l ly  proven sales 

and market ing process that 
s t reaml ines a l l  e ffor t  and helps 

ensure success. We see business 
wi th  a  hol is t ic  perspect ive 

fo l lowing the 7 Ps of  market ing 
which are product , pr ice, p lace, 
promot ion, people, packaging, 

and process,” says 
Jayesh Rathod, 

Director, The Guardians Real 
Estate Advisory  in  an exc lus ive 
in teract ion wi th  Open Acres”. 

You have been highly instrumental in The Guardians success through your 
innovative marketing strategies. Please throw some light on your approach when 
you have a new project? 
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Jayesh Rathod
Director

The Guardians Real  Estate Advisor y



I t ’ s  a fact that The Guardians ’ 
journey coincided wi th the 
turmoi l  in f inancial  markets, 
regulator y uncertainty,  and 
the devastat ing Covid-19 
pandemic. However,  today we 
have the numbers to cher ish 
as we have emerged as one 
of the powerhouses of  MMR 
market wi th over INR 6500 crore 
sales in FY 20-2. In and age 
of constant development and 
change, we take pr ide in the 
fact that we have inculcated 
a value system of placing 
great emphasis  on exper ience 
above al l  other factors.  The 
reason why we have sur v ived 
the ons laught of  reforms, s low-
down and pandemic due to 
our deep knowledge of the 
indust r y.  Our teamwork across 
the value spectrum: wi th 
developers,  channel  partners, 
and most important ly  the 
customers.  The other th ing that 
made our journey smooth is 
the fact that we take complete 
respons ib i l i ty  of  the sales and 
market ing of the projects.  Our 
whole team wi l l  be there for 
developers unt i l  we achieve 
more than 90 percent of  the 
commit ted numbers wi th in 
four  months f rom the date 
of incept ion of the project.

we at The Guardians have 
a goal- dr iven agenda, 
dr iv ing towards the growth of 
company. We see bus iness wi th 
a hol i s t ic perspect ive fo l lowing 
the 7 Ps of  market ing which 
are product,  pr ice, place, 
promot ion, people, packaging, 
and process.  

and the only parameter that 
is left to sell is a drastically 
reduced rate – a route which 
no developer wishes to go 
down. Hence, as a marketing 
person, I  bel ieve understanding, 
envisaging, and developing 
the right product is a must. 

3.Packaging: Real  Estate is 
a ver y emot ional  purchase. 
I  personal ly  bel ieve the most 
expens ive th ing one ends 
up buying is  one’s  home. 
The moment one steps into 
any project of  ours,  we 
ensure that sur roundings 
are pr is t ine, car r y ing the 
r ight message that wishes to 
port ray to our customers;  the 
planning is  a l l  in p lace, and 
great landscaping lends an 
atmosphere of warm welcome. 
The sales exper ience – which 
is  melding together of  a l l  the 
f ive senses of  the consumer 
and the moment of  t ruth 
as a f i r s t  point  of  contact, 
should not just  be good but 
great to leave an indel ib le 
impact in the buyer ’s  mind.

Let me touch upon 3 of the 
most important Ps in our  l ine of 
work :

1.P lace: People buy f lats 
near thei r  of f ices to reduce 
commute hass les.  They also 
want better  connect iv i ty 
inf rast ructure along wi th safety 
of  the fami ly,  etc. 

2.Product:  There is  no 
poss ib i l i ty  to undo a wrongly 
planned product in the real 
estate sector.  Most  pro jects in 
th is  indust r y,  according to my 
exper ience, meet wi th fa i lu re 
even after  repeated launches 
if the product has not been 
planned well. In short, a wrong 
product wil l never manages to 
attract the volume required, 

We address the biggest fear 
of developers by having a 
systematic, scientifically proven 
sales and marketing process 
that streamlines all efforts and 
helps ensure success. Moreover, 

How was the journey so far, 
especial ly consider ing The 
Guardians t rekked through the 
greatest turmoi l  of the industr y 
r ight f rom Demonetizat ion to 
GST to RERA to NCLT to the 
Pandemic? 

What makes The Guard-
ians unique?

The Guardians Human Logo
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Our first piece of advice to 
ever y developer who partners 
with us is to ensure their 
f inancial stabil ity. The second 
advice is to always opt for 
affordable homes which in no 
way are meant to be cheap 
homes. By affordable I mean a 
well-planned home. The design 
principle we recommend is 
that of having good room sizes, 
natural l ight, and venti lation in 
ever y room, good finishes and 
zero compromise in design  
to provide maximum value 
to a homebuyer. Buyers are 
looking for a budget 1-BHK or 
2-BHK home that offers them 
maximum bang for their buck 
and there’s great demand for 
just such a product, i r respective 
of the market condition. This is 
evident from our sales report, 
over 60 percent of our overall 
sales are from such kind 
of inventor y since the time 
lockdown opened.

The process The Guardians 
undertakes has been completely 
mapped to the system. As far 
as technology is  concerned, we 
employ deep-rooted CRM metr ics 
to measure the ef fect iveness of 
our  campaigns.   We are heavi ly 
dependent on digi ta l  market ing 
for  leveraging the ongoing 
t rends and market sent iments 
to del iver  the best  poss ib le 
outcome for  any k ind of 
campaign. Based on al l  the 
technological  tools  avai lable 
today, we evaluate the 
per formance of campaigns 
and employ the necessar y 
course cor rect ions based on 
customer prof i le,  locat ion, 
age group, gender rat io,  etc. 
A l l  the tools  which we use are 
cent ra l i zed into a pre-sales 
and sales lead management 
sof tware system, which we 
cal l  SOT – which is  customized 
to our need.

We plan to make a swi f t  sh i f t 
f rom being a ser v ice provider 
to being product execut ion 
experts.  We have al ready 
ventured into a development 
model and as a t rue real  estate 
leader in the market,  we wi l l 
take the development model 
to new heights in future.  We are 
also extending our sales and 
market ing bus iness to var ious 
c i t ies outs ide Maharasht ra. 
The recru i tment for  Bengaluru 
has al ready star ted, along 
wi th Hyderabad and Lucknow 
soon. We are al ready in the 
global arena wi th an eye to 
capture at least  10 percent 
of  the NRI  market.  Apart  f rom 
MMR, we are in fu l l  operat ion 
in Pune wi th mandate of 
sales and market ing of few 
leading developers of  the 
ci ty.  We st rongly bel ieve in 
humanity,  and we want to 
of fer  a lending hand to other 
indust r ies employees who 
have lost  thei r  job dur ing the 
Pandemic. We are coming up 
wi th The Guardians ’  School 
which wi l l  t ra in and absorb 
people f rom the aviat ion, 
tour ism, and other af fected 
sectors  into the real  estate.

Which is  the most cr i t ical 
aspect of a project that 
decides the success and 
what advice you offer to  
developers?  

How are you using technology 
to plan, create, execute, 
or measure your market ing 
ini t iat ives?

Tel l  us about your expansion 
plans?
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“RERA has brought in 
lots of transparency and 
details to the buyers, so 
naturally the demand 
for real estate will be 
higher for a product that 
is coming from branded 
developers as compared to 
a non-branded player,” 
avers Dhaval Ajmera, 
Director–Ajmera Group of 
Companies in an exclusive 
interaction with 
Titto Eapen

Ajmera 
with 5X 
Growth 
Plan

Q&A
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Dhaval Ajmera
Director  ,
A jmera Group of Companies



The last f ive years was mired 
by several pol icy reforms and 
market uncer taint ies.  How 
bumpy was the journey f rom 
Demonetizat ion to Covid-19 
via RERA & GST?     

Is  this  a temporary or  a long-
term demand?      

Real estate is  largely dr iven 
by sent iments as ever y Indian 
is  emot ional  when i t  comes to 
owning a home. I t ’ s  a genuine 
emot ion as they are putt ing 
thei r  l i fe saving plus future 
earn ings to own a home. So 
they are ver y caut ious about 
thei r  decis ions,  and when 
something l i ke demonet izat ion 
happens then certa in ly i t 
af fects thei r  sent iments.  The 
f requent pol icy changes have 
shaken the decis ion-making 
power of   home buyers which 
eventual ly  impacted the 
demand cur ve. In MMR, i t  was 
tak ing s ix  to seven months for 
a home buyer to decide due 
to uncertaint ies in the market.

 As a resul t,  the market s tar ted 
react ing to speculat ion which 
fur ther delayed the decis ion-
making t ime. The Covid-19 
came as a f inal  nai l  on al l 
the sent iments because, they 
s tar ted real i s ing that noth ing 
worse than th is  can happen. 
The pandemic real t ies have 
reduced the decis ion-making 
t ime f rom s ix  months to two 
months which v is ib ly brought 
back the demand. The low 
interest  rates,  s tamp duty 
waivers,  f lex ib le payment 
opt ions and lucrat ive of fers 
have fur ther accelerated the 
pace of decis ion-making.

I  don’ t  see i t  as a temporar y 
demand because i f  that 
was the case then the 
demand would ’ve dropped 
in Maharasht ra af ter 
the stamp duty waiver. 
Moreover,  h is tor ical ly 
we never had a t ime in 
real  estate where the 
momentum sustained for 
only a few months.  I f  there 
is  a pos i t ive t rend, then i t 
cont inues for  at  least  f ive-
seven years and the same 
goes for  the downturn. 
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Ajmera Aeon, Wadala
by Ajmera Realty

“The job market is 
picking up, the stock market is 
showing robust optimism and 
the IT is giving good results, 

which are indication of 
economic stability. 

 When these key sectors 
perform, it reflects on the real 

estate as fundamentally 
there is a direct

 correlation between the 
growth of the real estate 

with other key industry sectors. 
So I don’t think this is a 

temporary phenomenon but 
will continue for at
 least five years.”



How  have customer preferences 
and aspirations changed post-
pandemic?    
  

Do you see the threat of consumers 
sentiment getting hurt due to the 
rising construction price? 

With RERA in place, does 
developers have that l iber ty 
to increase the pr ice for 
projects that have been 
already sold? In the pre-pandemic period,  

customers were ver y sensit ive 
to price. They were blindly 
jumping into projects based 
on price. They were looking at 
developers who were offering 
best pricing without realizing 
that such projects are coming 
with lots of l imitations not only 
in terms of carpet area but also  
external spaces l ike garden and 
recreational spaces. However, 
with the pandemic they 
realised the necessity of space. 
Today they require more space 
as not only work from home but 
also education, entertainment 
and exercise from home has 
become a new norm. 
         
Now, there is a renewed 
demand for spacious homes if 
not large homes. In the present 
scenario, developers must think 
twice before coming up with 
the r ight home which offers not 
only a better l iv ing space but 
also the addit ional recreational 
spaces. The r ight approach is 
to increase the carpet area to 
match the new need of home 
buyers.

A 600 sq ft 2-BHK may not work 
in the current scenario so we 
may have to make 750 sq 
f t  2-BHK to meet these new 
requi rements.  Huge homes wi l l 
a lso not work as i t  w i l l  make 
the whole pr ic ing beyond the 
cont ro l  of  both developers and 
buyers.

The input cost wil l certainly affect 
the consumer. The developers so 
far were tr ying to absorb the rising 
construction cost as the market 
was moving in a posit ive direction 
and we didn’t want to impact its 
movement. However, this is not a 
sustainable model because the 
way the construction is r is ing, it 
wil l increase our input cost by 20-
30 percent. If this trend continues 
for long, the prices are bound 
to increase. It is not just the rise 
in the construction cost, there 
are input cost r ise in the interest 
bearing from banks, upfront 
l iasioning cost has increased
due to RERA, so definitely the  
prices are going to increase 
by 15-20 percent in the new 
projects and launches. 

As per RERA, there is no scope 
to increase the price once 
agreement is signed. However, 
many real estate associations 
and federations where I ’m also 
a part has appealed to the 
government that real estate 
should also have a price 
indexation. There is already 
lots of confusion amongst  
consumers and the burden 
of input cost escalation is 
always on  developers. This wil l 
eventually end up in project 
stoppages and fail the ver y 
purpose of RERA. So we have 
made several representations 
with the government to l ink real 
estate with the price indexation 
which wil l be available to 
public in the open market. This 
wil l offer some clarity to the 
customers or at least it wil l start 
a logical  d iscuss ion between 
developers,  the customer and 
government. 
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Can you throw some l ight on 
your company’s growth plan? 

How optimist ic are you  about 
the MMR market and how 
Ajmera Realty is  planning to 
expand? 

Ajmera is  a l i s ted company and 
we have set a robust  5x growth 
plan for  the next  f ive years. 
We are aggress ively look ing at 
new launches,  new projects, 
and new acquis i t ions.  Last  year 
we had a revenue of INR 350 
crore whi le th is  year we have 
set a target of  INR 500 crore 
and we have al ready atta ined 
INR 250 crore in the f i r s t  hal f 
wi th 56 percent YoY growth. Th is 
year we have launched three 
projects worth INR 500 crore. 
We are launching two more 
projects in Mumbai and one in 
Pune which together are worth 
over INR 2,000 crore. We have 
one of the largest  land banks 
in Mumbai wi th 20 mi l l ion sq 
f t  development prospects.  As 
our  long-term growth plan,
we wi l l  be leveraging these 

The ic ing on the cake is  the 
social  and enter ta inment
foundat ion that Mumbai i s 
of fer ing wi l l  make i t  a pr ime 
real  estate market of  the 
wor ld.  As far  as A jmera is 
concerned, we wi l l  t r y  to grow 
at 5x wi th projects worth INR 
1,500 crore in Wadala, project 
worth INR 200 crore in the 
eastern suburbs and a project 
worth INR 500 crore in one of 
the premium micro markets in 
Pune. We are also at s tage of 
some acquis i t ions,  so three or 
more projects wi l l  a lso come 
in the next  one-two years. 
Apart  f rom Mumbai and Pune, 
we have presence in c i t ies 
l i ke Bengaluru,  Ahmedabad 
and internat ional ly  we have 
projects in London. However, 
our  focus market wi l l  be 
Mumbai and i t  wi l l  cont inue to 
be Mumbai wi th 80 percent of 
our  operat ions.

land  pa rce l s.  A s  pa r t  o f  ou r 
g row th  p lan,  we  a re  look ing 
a t  l i gh t  as se t  mode l  t h rough 
JV,  JD,  and  DM mode l . 
Mo reove r,  we  a re  a l so  t y i ng 
up  w i th  few  p r i va te  equ i t y 
i nves to r s  fo r  a  few  o f  ou r 
new acqu i s i t i ons  o r  t he 
ex i s t i ng  acqu i s i t i ons.

In the last  10-15 years, 
many markets l i ke Chennai, 
Bengaluru,  Pune, and Hyderabad 
have grown t remendously,  but 
Mumbai was not catching 
thei r  pace. However,  wi th 
the k ind of inf rast ructure push 
and connect iv i ty  l i ke the 
upcoming metros,  coastal 
road, Sewr i  Nhava Sheva Sea 
L ink,  the MMR market i s  poised 
for  a double-digi t  growth.
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The Man Who 
Won 
Real Estate 
Through 
Truth, Love &
Compassion  

KHETSI BAROT

Success is when you 
build your business 

from the ground up and 
don’t need a last name 

to validate your growth. 
That is exactly the case 
with the Director of The 
Guardians Real Estate 

Advisory, known to all of 
us as simply as 

Khetsi Bhai. 

SUCCESS TALE
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Khets i  Barot
Director

The Guardians Real  Estate Advisor y 



Born into a middle-class Kutchi 
family, Khetsi along with the 
partners at The Guardians 
have sold inventories worth INR 
10000 crore in the MMR region 
in the post-pandemic period. 
However, the man behind the 
rise of The Guardians claims 
he was accidentally drawn 
into the real estate business. 
“My journey in the real estate 
sector started in the year 2000; 
that too accidentally. Back 
then, I used to run a small STD-
PCO booth along with a Xerox 
centre. One fine morning a 
gentleman visited my shop 
for some paperwork. Later, I 
realised that he was the man 
who had constructed a new 
property opposite my shop. 
After a few days, I happened 
to meet him again. He told 
me that his units were not 
getting sold and he asked 
me if I could help him sell his 
shops. However, at that point 
in my l ife, I was someone who 
didn’t even know the basics 
of real estate”, says Khetsi with 
a smile, as we sit in his plush 
BKC office that his company 
has bought during the first 
lockdown at a staggering price 
of INR 30 plus crore at the 
premium One BKC Tower.

 Back in the 2000s, Khetsi may 
have been the only person in 
the Indian real estate business 
to sell projects worth crores 
without necessari ly knowing 
what terms l ike square feet, 
carpet area, and saleable 
area meant.“When I came into 
this sector, I had no clue about 
anything. At that point, I knew 
only that this was the cost of 
the shop, and I would get this 
much money if I managed to 
sell these many units. When 
I was able to sell the first few 
units of the building, I got some 
confidence. I became more 

Although Khetsi ’s entrance 
into the real estate sector 
was accidental, its immediate 
success attracted not only the 
attention of developers but 
investors as well. Having sold 
eight retail shops in the first two 
weeks, he gained the trust of 
investors and the developers 
at the same time. “ I used to 
handle ever ything from drafting 
agreements to arranging 
payments to facil i tating 
possession certif icate and 
as a result I have developed 
an intense sense of trust 
from both the clients and the 
developers,” reminisces Khetsi. 

According to him, this was 
the result of dedication, 
passion, and hard work. “ I was 
a one-man army, I used to 
leave home at 7 am and come 
back at midnight. There was no 
holiday, Saturday or Sunday, 
so the init ial two years were 
tough, but I was truly enjoying 
it and more importantly it was 
a super learning experience 
for me,” the Director of 
India’s Leading Real Estate 
Consultant recollects while 
explaining his early career 
and business formula. “ I had 
a ver y simple and transparent 
formula: buy, hold, and sell. 
My prime task then was to find 
an under-construction building 
that wil l be valuable and 
profitable to my investors.

Between 2001 and 2003, while 
learning the industr y, Khetsi 
became one of the most 
sought-after brokers of the 
western suburbs.

The Beginningconf ident when I  ended up 
sel l ing a few of the units to 
some budding music ians of 
the t ime. Today they are the 
top music ians of  Bol lywood 
and one of them has been 
recent ly  honoured wi th 
Padmabhushan.” 
 
Interest ingly,  th is  was a t ime 
when credi tors  were scarce 
and there were fewer jobs. 
A l though the market was in 
a slump and Khetsi had l i t t le 
knowledge, he managed to 
take a dead project of f  the 
market in just  three months. 

“ I  s t i l l  remember the words of 
that music ian who to ld me 
then that you can do anyth ing 
in l i fe because you have sold a 
dead project to a l iv ing man. 
You can achieve anyth ing in 
l i fe.  When you hear something 
l i ke th is  f rom a man of h is 
s tature then natural ly  i t  boosts 
your conf idence. Af ter  that 
encounter,  I  decided to hand 
over my PCO-Xerox shop to my 
cous in and pursue a real  estate 
career because I  fe l t  a deep 
cal l ing to do so.”
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“I ended up selling 
a few of the units 
to some budding 
musicians of the 

time. Today they are 
the top musicians of 
Bollywood and one 
of them has been 
recently honoured 

with Padmabhushan.” 



The Turning Point

From his humble beginnings 
in the suburbs as a real 
estate broker to the 
co-founder of India ’s largest real 
estate advisor y, Khets i  Barot 
has faced many ups and downs 
in the sector. “ The year 2003 
was a turning point in my l i fe.
I  was roped in for a mega 
project by a leading broker. I t 
was a bulk sel l ing assignment 
as i t  was a huge project worth 
over INR 200 crore. We had 
been given the mandate to sel l 
i t  within three months, however, 
we have achieved the target 
in 45 days. This helped me to 
expand my market f rom Western 
suburbs to the ent i re MMR 
region and there was a t ime 
when ever y s ingle retai l  space 
was either sold by me or my 
channel partners network.
“By the year 2011, I  had 
started my development f i rm. 
I  used to buy land parcels

and had started work ing on 
projects along with my partners. 
However, by 2012 the f inancial 
downturn brought the real 
estate sector to i ts knees. From 
2012 to 2015, the real estate 
market was moving at a snai l ’s 
pace. There was pol icy paralys is 
on one end whi le the f inancial 
uncertainty loomed on the 
other end. Those were some 
tough t imes, but I  am proud to 
say that we braved them and 
here we are!”

Jayesh about  how to r ight ly 
make the use of  the resources 
we had at  that  po int  in  t ime 
and grow in  the rea l  es tate 
sector.  They a lso had some 
great  ideas,  but  I  was s tuck 
w i th  my own pro jects  and 
inventor ies.  I  had some 300 
un i t s  of  inventor ies  and I 
had asked my par tners  to 
he lp me wi th  th i s  and the 
feat  we achieved wi th  our 
shared capabi l i t ies  was 
unbel ievable.  As  at  a t ime 
when the market  was lean, 
they so ld the inventor ies  in 
jus t  th ree months  of  t ime.  That 
gave me conf idence in  the 
idea we had fo r  the indust r y 
and the idea of  The Guard ians 
s ta r ted b lossoming.”
      
“ Then Kaushal  Bhai  came on 
board to en large the whole 
v i s ion of  The Guard ians. 
Kaushal  has been l i ke a fami ly 
member to me s ince the t ime 
I  met  h im in  2008.  There was a

The Meeting Of Minds  

The policy changes introduced 
by the government during the 
period of slump compelled 
many developers to reinvent 
themselves. The industr y 
was adopting a new kind of 
marketing regime where Lodha 
was at the forefront.“ I was 
following these trends closely 
and used to share  ideas with
my cur rent  par tners  Ram and
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“ When the whole wor ld was 
los ing to the Pandemic and 
when the whole indust r y was 
s t ruggl ing to sel l ,  we taught 
them how to win,  by set t ing 
an example when we sold 
propert ies worth over a INR 
10,000 crore wi th in two years 
of  pandemic. We emerged as 
the leading real  estate ent i ty 
in the Mumbai Metropol i tan 
Region wi th property sales 
worth over INR 6,500 crore in FY 
20-21.”According to indust r y 
est imat ion, The Guardians  
have overtaken the leading 
real  estate brands and 
companies in terms of sales 
volume dur ing thepandemic 
led Fiscal  21. 

The Rise Through The 
Pandemic

The ini t ial  phase of The Guardians 
coincided with demonetizat ion 
and GST. Whi le,  RERA and 
NCLT were the test of the t ime.” 
Moreover, at that point, the 
industr y had a wait and watch 
approach towards the outsourcing 
model, or you could say that i t 
was just at the embr yonic stage.

The policy changes and structural 
reforms in quick succession 
has completely jeopardised 
our idea and dream. However, 
for us, this model was not just 
a dream in the pipeline but a 
matter of l i fe and l ivel ihood. We 
had r isked ever ything for this 
company, one of my partners 
had even mortgaged his home 
for this venture. I had invested 
all my money and we were 
not sure about the outcomes. 
Those were bleak t imes,” Khetsi 
reminisces. “People had started 
mocking us! As in the brokerage 
or consultancy sector, no one 
invests money from their pocket. 
On the other hand, we did 
exactly what the pioneers of 
the industr y considered a big 
fol ly. Despite the odds and the 
backlash, we remained deeply 
committed to this unique idea.

t ime when we used to handle 
around 80 percent of  the whole 
land deal ing in the MMR region. 
When Ram and Jayesh came 
on board, we four  decided to 
do something bigger,  better, 
and together wi th our own long 
exper ience and expert i se.” 

The Guardians was launched by four  
partners - Ram Naik, Jayesh Rathod, 
Kaushal Agarwal, and Khetsi Barot.  
The collective experience of the 
four has helped the company to 
come up with a large portfolio. 

“With the blessings of my spiritual guide 
and guru, Morari Bapu, we started The 

Guardians, and our belief in the real estate 
mandate model and the implicit trust within 

the partners have kept the idea of The 
Guardians intact even during the worse time 

of the sector’s history.”

Journey On The Brink

We have witnessed a 
consolidated sales jump of 
120 percent from INR 3,050 
crore INR in FY 19-20 to INR 
6,710 crore in FY 20-21.
Today,  we have more than 22 
developers  w i th  32 pro jects. 
Our  c l iente le inc ludes  
developers  l i ke Wadhwa 
Group,  Sheth Creators,  Dost i , 
Sunteck,  Kanak ia to name 
a few.  “ These f ive years  of 
our  journey,  pass ing th rough 
the tu rmoi l ,  has he lped us  to 
s t rengthen our  foundat ion. 
We have su r v ived the wors t 
poss ib le ons laught  on the 
indust r y  and emerged as the 
leading rea l  es tate adv isor y 
in  the wors t  t ime in  h i s to r y. 
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The Way Forward

“ We want to prov ide a state-
of-the-ar t  sky l ine for  Mumbai. 
We are t r y ing to br ing the 
best  inf rast ructure and urban 
landscape through our 
expert i se and ins ights.  We want 
to support  the government by 
giv ing momentum to the 
economy by br inging in more 
revenue to the real  estate 
sector.  We want to prov ide 
the best  360-degree solut ion 
for  the developers wi th the 
help of the best-exper ienced 
minds,”  says the co-founder 
of  The Guardians.  We have 
al ready entered the Pune 
market and ver y soon we are 
going to tap the Bengaluru 
market.  We have formal ly 
entered the global arena wi th 
an eye to win a major  share 
in INR 1 t r i l l ion NRI  Real  Estate 
Investment Market.  Our new 
off ice in the UAE wi l l  cater  to 
the NRI  and High-Net-Worth 
Indiv iduals  (HNWI)  wi th the 
best- in-class project of fer ings 
spread across India. We have 
set a target of  INR 10,000  crore 
for  th is  f inancial  year and we 
expect that we wi l l  exceed 
our target as we are almost 
hal fway of the target in 
the first two quarters itself.  

There was a t ime when 
developers had 200+ sales 
teams and having such alarge 
team may become a burden 
when developer have no 
projects to sel l .  However,  wi th The 
Guardians,  the developers are 
not only decreas ing thei r  costs 
and st ra in but they also receive 
numerous expert  v iews and ideas 
f rom indust r y special i s ts.  Our 
dedicated team of experts  are 
involved in the ent i re process, 
f rom st rategy to des ign to sales.

The Idea Of The 
Guardians

The Guardians came wi th the 
idea to offer a one-stop-shop- 
solut ion for the developers. In 
Real Estate, a developer has 
to go through many processes 
and operat ions, f rom land 
acquis i t ion to business 
development to project 
design to market ing to sales 
to possession. According to 
Khets i,  there are 25 k inds of 
work that a developer has to do 
before f in ishing a project and 
ear l ier ever ything used to be 
an in-house affai r.  Later, a few 
developers started outsourcing 
cr i t ical areas l ike Architecture, 
Legal i ty, and Liasioning to 
special is ts and consultants as 
they real ised that they can’t 
focus and become an expert in 
al l  the areas. By late 2015, a few 
companies started outsourcing, 
sales and market ing which 
gave bir th to the outsource 
model. However, the problem 
with this model was that the 
developers had to appoint 
mult iple consultants for al l  the 
core vert icals of the projects. 

So The Guardians came up 
wi th the idea to of fer  a one-
stop-shop-solut ion for  the 
developers by tak ing care of 
the ent i re process r ight  f rom the 
land purchase to possess ion.”

I t  has completely eased the 
work pressure of the developers
as they don’ t  need to deal 
wi th mul t ip le vendors or 
consul tants.  Today, there is  just 
one coordinator  between The 
Guardians and the developers 
which have completely 
reduced thei r  l iabi l i t ies whi le 
improving thei r  resul ts.  When 
a developer ropes in The 
Guardians,  they are gett ing 
ever yth ing under one roof.  They 
are gett ing state-of-the-ar t 
ser v ice r ight f rom the planning 
stage to the possess ion. We 
have a separate ent i ty  cal led 
Ground Holding, a JV between 
The Guardians and Kotak that 
of fers  lending and project 
rest ructur ing ser v ice. So, we 
have one of i t s  k ind of a model 
that takes care of the ent i re 
project cycle to reduce the 
resources and l iabi l i t ies of  the 
developers. 
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“This may sound a bit 
philosophical but I ’m a very 
spiritual person and I have 
always tr ied to imbibe my 
spiritual and moral values 
into my work and business 
environment. Some may find 
it hard to digest, but we have 
applied and won real estate 
through Trust, Love, Compassion 
& Patience. I believe that these 
four words are not empty 
slogans but a cyclic process 
that makes man closer to 
achieving wisdom and success. 
We apply the same principle 
to our clients, employees, and 
channel partners.”

“As a result, we have over 600 
employees and 99 percent of 
these employees are millennials. 
When the whole world is facing 
the heat for retaining millennials, 
we have one of the lowest 
attrit ion rates. Which is less than 
5 percent, this is remarkable 
for any sector and especially 
for real estate. We have the 
most flexible and translucent 
ecosystem for channel partners, 
the largest network of 15,000 
channel partners, the best 
developers of the MMR region 
as our clients, and we have 
over 30 projects in hand with 20 
mill ion RERA carpet areas.” 

The Success Mantra 

“More than the 
numbers I feel the 

pure testament of our 
success is when you 
deliver commitments 

on time and the same 
developer comes 

back to you for their 
next project.” 
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Times Are 
Changing

“The women who are 
educated and based 

out of ci t ies are 
independent enough to 

make their  own decis ions. 
They are capable 

enough to manage their
 finances without any 
permission from their 

husband or father. 
My only message is that 
there is nothing to prove; 
women are equal when i t 

comes to del iverabi l i ty, 
performance, and efficiency. 

That is  the reason why 
many companies l ike 

Sheth Creators are offer ing 
equal oppor tunit ies,” 

says  Hiral Sheth, Director of 
Sheth Creators  in an 
exclusive interaction 

with Titto Eapen .

WOMAN IN POWER
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The Indian real estate has 
been a male-dominated 
sector with i ts  own gender 
biases and stereotypes. Can 
you throw some l ight on your 
journey so far in this sector 
f rom a woman’s perspective?

Which area of real estate do 
you f ind more lucrat ive for 
women to work, and which is 
not? 

You acknowledge the existence 
of male dominance in the sector, 
but you have not personally 
experienced it. Have you ever 
assessed the reason for that?

So far I have been quite 
fortunate in my journey. I don’t 
have any memories or incidents 
to recollect where I have been 
denied my well-deserved 
opportunit ies just because I ’m 
a woman. That doesn’t mean 
Indian real estate is not male-
dominated. Gender bias is one 
of its dark realit ies and there 
are quite a few entr y barriers 
and restr ictions for women. 
Once you are on the field, 
you wil l feel it ever ywhere. 
You can sense it in ever y 
conversation or negotiation.
 
Certain people tr y to put you 
down or belitt le you just because 
you are a woman. However, I 
also feel that it also depends 
on what kind of woman you 
are. If you are a persistent and 
resi l ient kind, you can overcome 
this st igma. Let me put it in 
simple terms. If some men say 
that you can’t do a certain 
task just because you are a 
woman and if that is stopping
you from doing it then I would 
say that it is just an excuse for 
not doing anything. I would 
call it incompetency rather 
than  having anything to do with 
patriarchy or male dominance. 

However, t imes are changing, 
the men are changing, their 
thoughts are changing and more 
importantly, the women are 
changing. If you are a woman 
and have a proper mindset and 
sensible business acumen, then 
certainly the gender imbalances 
may not bother you much. This 
is evident from the fact that in 
ever y walk of l i fe and profession 
women have shown resi l ience. 
If not greater than, then as 
equal as men. The same goes 
for our sector, which is also 
evolving and with t ime, women 
are going to play a major role 
in the Indian Real Estate sector.

The true reason that I may have 
never experienced the impact 
of patriarchy might be because 
of my Sheth background, my 
upbringing, and the early 
exposure I had to the real estate 
sector.Besides, I was also ver y 
fortunate to work with a few strong 
women in the industr y. When I 
joined Sheth Creators, my sales 
heads were all women. These 
women were strong and capable 
of efficiently driving our sales, 
but also, they were excellent 
at handling their famil ies. They 
gave me the l ive example of 
balancing professional and 
family l i fe as they were brutally 
efficient at their work as much 
as effective in their family role. 
So I feel that if you have that 
determination,  anything is 
possible within the real  estate 
domain. Yes,  there are t imes when 
i t  becomes a bi t  chal lenging, 
but i f  you are pers is tent enough 
you can be successfu l  in the real 
estate sector.

I  th ink women can play a 
pivotal  ro le in many areas of 
the real  estate sector,  wi th 
the most lucrat ive for  them 
being the architecture domain 
fo l lowed by sales and 
market ing. The least  that 
women would prefer  i s  the 
l ia isoning ver t ical  due to i t s 
not-so-f r iendly nature. I  must 
say that i s  the only area 
where women would feel 
uncomfortable. Speci f ical ly, 
when i t  comes to deal ing wi th  
local  bodies and government 
of f ic ia ls.  However, I hope that 
in coming years that wi l l  a lso 
change. The government ’s 
impetus on digi ta l i zat ion 
and t ransparency wi l l  sure ly 
faci l i tate th is  change. 
Perhaps once the l ia isoning 
envi ronment becomes more 
t ransparent and conducive, 
the women wi l l  feel  a lot  safer 
and comfortable work ing in 
that domain as wel l.

How far is  the Indian real 
estate sector from breaking the 
patr iarchal st ructure? 

I  feel  Pat r iarchy is  something 
that you wi l l  f ind ever ywhere. I t 
i s  not just  the real  estate sector 
but the whole economy, society       
and pol i t ics that i s  infected
with these gender biases.
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Over the last  few years,  you 
have proved your mett le in 
every aspect -  be i t  planning, 
construct ion or market ing 
and sales at Sheth Creators. 
Have you ever fel t  that you 
would have received better 
acknowledgement in the 
industr y i f  you had been a 
male?

As I  ment ioned ear l ier,  I 
was brought up in a fami ly 
where I  had never fe l t  male 
dominat ion. I  grew up wi th f ive 
boys and I  never exper ienced 
any instance where I  was 
rewarded or recognised for 
something just  because I ’m a 
woman. Nor do I  want to get 
that k ind of acknowledgement 
today in the indust r y.  I  want 
to be acknowledged for  the 
work that I  do rather than 
havingsomeone look at i t  f rom a 
gender perspect ive. 

What are the Sheth Creators 
doing to create a gender-
neutral  working environment?  
How are you motivat ing s ingle 
women to buy and own f lats 
in your projects?

At Sheth Creators,  we always 
want to prov ide  space 
and opportuni ty  to ta lents 
i r respect ive of thei r  gender. 
As far  as women ownersh ip is 
concerned, we have never 
created any bar r iers  based 
on gender;  we have always 
encouraged women buyers to 
own propert ies.  We have seen 
a great momentum of women 
ownersh ip in the recent past  ,
especial ly  due to the special 
s tamp duty waivers and 
lower home interest  rates for 
women. I  th ink such a move 
f rom the government and 
banks wi l l  encourage more 
women to buy propert ies.
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How has being a mil lennial 
helped you in addressing 
the mil lennial chal lenge? 
How would you l ike to 
dif ferent iate their  housing 
aspirat ions as compared to 
the older generat ions? 

How is Sheth Creators poised 
t o  m e e t  t h e  m i l l e n n i a l 
aspirat ions?

The older generat ions re ly on 
pr ic ing and thei r  so le cr i ter ia 
i s  monetar y gain whi le they 
buy a property.  They wi l l  look 
at how much they have saved 
whi le the new generat ion wi l l 
look at the exper ience. They 
wi l l  look at the scale and 
s ize of  the amenit ies.  The 
qual i ty  of   faci l i t ies in terms 
of commut ing, recreat ional  or 
le isure act iv i t ies of fered to 
them wi th in the premises. 
On the other hand, the older 
generat ion looks at  the pr ize, 
perks,  and discounts whi le 
mi l lennials  look at the s ize of 
the pool,  the charm of greener 
space etc. The mi l lennials  are 
keener to know how trendy their

gym is, how spacious their room 
is or what additional amenities 
are they getting in the projects. 
Since they are active on social 
media, they want to show what 
they own. If their apartment 
offers them an array of 
amenities, they would then 
definitely l ike to show it off on 
social media. In a nutshell, the 
mil lennials are ver y choosy 
while the older generations are 
ver y savvy. 

What is  your message to the 
women who want to pursue 
their  careers in real estate? 

I  don’t think they need any 
message. The women who are 
educated and based out of 
cit ies are independent enough 
to make their own decisions. They 
are capable enough to manage 
their f inances without any 
permission from their husband 
or father. My only message is 
that there is nothing to prove, 
women are equal when it comes 
to deliverabil ity, per formance, 
and efficiency. That ’s the 
reason why many companies 
l ike Sheth Creators are offering 
equal opportunit ies. Today, most 
working women are capable 
enough with their f inances. 
They are becoming more 
independent and many young 
women are moving from one 
city to another independently. 
They are buying properties, 
investing in real estate and most 
importantly they are managing 
the resources without being 
dependent. These are the small 
rewards that women are getting 
today for their decade-old fight 
against patriarchy.

Do you think this journey as 
a woman would have been 
easier i f  i t  was not with the 
Sheth family? 

Absolutely no! I t  would have 
taken me many decades 
to reach th is  pos i t ion. I t 
would have been imposs ib le 
for  anyone to get the k ind 
of exposure I ’m gett ing 
today. I  got my foot in the door 
in a lot  eas ier  manner because 
I  was part  of  th is  fami ly and as 
a promoter,  i t  i s  a lways easy.

Sheth Creators wi l l  be 
redef in ing sky l ines to su i t 
mi l lennial  aspi rat ions.  We wi l l 
be provid ing a n iche for  the 
mi l lennials  in the spaces they 
want.  Be i t  a smal l  1-BHK or 
large palat ia l  duplex for  a big 
fami ly,  we wi l l  be provid ing 
the best  pro jects to meet thei r 
des i re and aspi rat ions. 
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High Construction Cost Will Challenge Realty Again

     Just when the industry 

was beginning to breathe a 

sign of relief after surviving 

the difficult circumstances 

of last year, the prices of 

numerous raw materials 

skyrocketed. This will limit 

our ability to offer discounts 

and special offers to home 

purchasers, which the current 

market situation requires, 

writes Rohit Poddar, 

Managing Director of 

Poddar Housing and 

Development.

The real estate sector in India has 
consistently been the countr y ’s 
second-largest employer of both 
ski l led and unski l led workers. 
The pandemic posed numerous 
problems to the sector last year. 
In Q4 FY21, homebuyers took 
advantage of cheap mortgage 
rates and developer incentives, 
restoring residential real estate 
demand. Residential sales in the top 
seven cit ies recovered more than 
90 percent of their volume from 
2020 in the third quarter. However, 
today developers are constrained 
by increasing construction material 
prices and  labour shortage. Fol lowing 
the outbreak of the pandemic, the 
industr y has made several changes 
to stay afloat.

At  a t ime when real  estate was recover ing f rom the f i r s t 
wave of Covid-19, the second wave ar r ived, worsening the 
problems by dr iv ing up the cost  of  cr i t ical  raw mater ia ls 
such as s teel,  cement,  so l id blocks,  nai l s,  b inding wi res, 
and plywood. The pr ice of p ip ing and insu lators  has 
increased by near ly  15 percent s ince Januar y due to an 
increase in res in and polymer pr ices. 

Th is  was due to numerous ci rcumstances, including 
manufactur ing const ra ints  and a lack of  suppl ies. 
According to indust r y sources,  some of these i tems ’ 
pr ices have r i sen by as much as 100 percent compared 
to last  year.  As a resul t,  developers have been unable 
to give any type of d iscount to thei r  customers. 

Just when the industr y was beginning to breathe a sign
of rel ief after surviving the diff icult circumstances of last 
year, the prices of numerous raw materials skyrocketed. 
This wil l l imit our abil ity to offer discounts and special 
offers to home purchasers,  which the cur rent market 
s i tuat ion requi res.  The developers ’  promot ional  of fer ings 
cont r ibuted to the recover y obser ved last  year once the 
lockdown was l i f ted. 

However,  s imi lar  of fers  may be put on hold th is  year. 
S teady increases in fuel  costs  are cons idered to be a 
major  factor  dr iv ing raw mater ia l  pr ices upward. Th is  wi l l 
fu r ther  weaken the sector ’s  v iabi l i ty,  which was al ready 
suf fer ing f rom the epidemic. The costs  of  other f i x tures 
such as cement,  e lect r ic i ty,  t i les have also increased, as 
a resul t,  the cost  per sq f t  has r i sen.  

CONSTRUCTION
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As per the RERA ru les,  increased 
pr ices cannot be passed on to 
the buyers hence the indust r y 
i s  now facing a blow wi th  
s teep r i se in mater ia l  costs. 
Therefore, raw mater ia l  input 
costs  mustn ’ t  skyrocket so that 
the recent surge in hous ing 
sales can cont inue.

Another s igni f icant dr iver 
in the r i se of  the upcoming 
const ruct ion ecosystem is  the 
government ’s  push for  a more 
developed and digi ta l  India. 
Th is  i s  expected to lead to 
‘ new heights. ’  India ’s  ex is t ing 
bui ld ing port fo l io i s  pro jected 
to benef i t  f rom the increased 
budget for  inf rast ructure and 
in i t iat ives such as homes 
for  a l l  employing innovat ive 
const ruct ion methods. In the 
fo l lowing year,  the sector  i s 
expected to emerge st ronger 
and more res i l ient.  Th is  i s 
because the cr is i s  has passed 
and a br ight future awaits,  wi th 
f resh s tar ts,  new poss ib i l i t ies, 
and new opt imism.

The real estate sector contributes 
seven-eight percent to the GDP 
cur rent ly,  i f  harnessed wel l  i t 
has the potent ia l  to cont r ibute 
up to 13  percent by 2030. 
Thus,  any pr ice h ike, r i se in 
input cost  wi l l  indi rect ly  impact 
the larger growth s tor y of  the 
count r y.  I f  cor rect ive s teps are 
not implemented prompt ly, 
property values wi l l  soar across 
the board, pos ing a di rect 
threat to af fordable hous ing 
and hous ing for  a l l  government 
miss ions.  Homebuyers wi l l  have 
to put more money down on 
thei r  des i red home, cancel l ing 
out the savings f rom record 
low hous ing loan interest  rates.

About  The Author : 

Rohit  Poddar is  Managing Director of Poddar 
Housing and Development promoted by the 
Poddar fami ly of  The Poddar Group. Rohi t  i s  a lso 
a fe l low of the Aspen Inst i tute India for  the India 
Leadersh ip In i t iat ive focus ing on bus iness eth ics. 
He was also voted one of the 200 Global Young 
Leaders by As ia Society in 2010. He has been a 
part  of  the Poddar Group s ince 1995 handl ing 
var ious bus inesses such as automobi le,  ty re 
manufactur ing, text i le and apparel  manufactur ing 
and organic farming. He is  the v is ionar y behind the 
affordable hous ing venture for  the Poddar Group 
which was f lagged off  in 2009. He is  Di rector  in 
several  of  the Poddar Group Companies. 
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SAINT GOBAIN SETS 
INR 300 BN TARGET 
FOR INDIA

VITERO TILES TO EXPAND
WITH INR 100 CRORE
INVESTMENT

BERGER PAINTS EYES 10% MKT IN 
CONSTRUCTION CHEMICALS 

The French const ruct ion mater ia ls  company Saint  Gobain has 

announced plans for  India that wi l l  t r ip le the company ’s  top l ine in 

10 years to INR 30,000 crore. Th is  i s  as a resul t  of  the recent demand 

spike for  l ight  const ruct ion mater ia ls  that reduce carbon footpr int. 

Saint  Gobain’s  p lasterboards,  const ruct ion chemicals that are used as 

addi t ives in ready-mix concrete, facades, insu lators,  and cei l ings are 

wi tness ing st rong demand f rom the const ruct ion sector.

B Santhanam, CEO of Saint Gobain, Asia-Pacif ic  sa id,  “ Wi th 46 

percent of  the populat ion in the top 7 ci t ies spending more than INR 

90 lakh on thei r  homes, the need is  to of fer  so lut ions rather than sel l 

products.”  Saint  Gobain operates in two broad bus inesses;  const ruct ion 

mater ia ls  and second abras ives,  ceramics,  ref ractor ies.  85 percent 

of  the company ’s  revenues come f rom const ruct ion mater ia ls,  wi th 

the remaining coming f rom other bus inesses.“ In India, 70 percent of 

the income comes f rom development mater ia ls.  Th is  i s  developing 

at a h igh speed,” B Santhanam added. Towards accompl ish ing the 

object ive, the French s igni f icant ’s  Indian arm is  gett ing forcefu l  in 

the B2C port ion. I t  gained an essent ia l  s take in L ivSpace, a home 

ins ide and redes igning the organizat ion, which wi l l  promote i ts  i tems 

to cl ients.

Aparna Enterpr ises has invested 

INR 100 crore into thei r  t i le 

div is ion -  V i tero T i les to increase 

i ts  product ion capabi l i ty  at  the 

Peddapuram faci l i ty,  Andhra 

Pradesh. The organizat ion has 

int roduced some new k i lns which 

have doubled the producing 

potent ia l  of  the uni t  f rom 15,000 

sq f t  per day to 30,000 sq f t 

per day. Th is  growth wi l l  ass is t 

the organizat ion to cater  to the 

growing cal l  for  ground and 

wal l  t i les.  Fur thermore, i t  w i l l 

target increased author i ty  and 

personal  in i t iat ive part icular ly 

in Te langana, Andhra Pradesh, 

Tami l  Nadu, and other targeted 

markets throughout India, 

including Odisha, Maharasht ra, 

and Karnataka.

Ashwin Reddy, Managing 

Di rector  of  the organizat ion said, 

“Dr iven by the growing customer 

demand in each B2B and B2C 

space, the t i le sect ion is  poised 

to develop in India at 8 percent 

CAGR wi th in the subsequent 5 

years.  We are look ing forward to 

clos ing FY21-22 wi th a 50 percent 

increase in the t i le div is ion. We 

have invested INR 100 crore into 

th is  commercial  enterpr ise th is 

year,  major ly  d i rected in the 

di rect ion of the growth of our 

t i le product ion potent ia l.  Wi th 

th is  growth, we are also t r y ing 

to enhance our product ser v ices 

and grow in the organized 

t i le marketplace in India.”

Wi th a 10 percent market share 

in const ruct ion chemicals, 

Berger Paints,  India ’s  second-

largest  paint  maker  i s  seek ing 

a top-three rank ing. In terms of 

const ruct ion chemicals,  Berger 

Paints  now has a market share of 

4 percent-4.5 percent.  “ We would 

be able to be in the top three 

s lots  by the end of FY 2021-22,”  says Berger Paints  MD Abhi j i t  Roy. 

Berger i s  a lso s tepping up the capacity for  const ruct ion chemicals. 

Now, i t  produces const ruct ion chemicals in i t s  R ishra plant.  However, 

the company is  set t ing up new uni ts  in Lucknow and Panagarh in West 

Bengal to manufacture const ruct ion chemicals. 

As Roy points  out,  const ruct ion chemicals are now widely used 

in inf rast ructure projects as wel l  as res ident ia l  ones.  Berger has 

t ied up wi th a German company cal led VIP for  a special  type of 

const ruct ion coat ing cal led Poly Urea. Th is  coat ing is  widely used in 

hydel  and other inf rast ructure projects in advanced count r ies. 

BRICKS & MORTAR 
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KERALA HC STAYS MOEF PROVISIONS ON BIS QUALITY 
REQUIREMENT FOR PVC PIPES

KERALA GOVERNMENT ANNOUNCES PLAN TO REDUCE 
CEMENT PRICES

In  a major  v ictor y for  the state’s  p last ics pipe manufacturers,  the High 

Court  of  Kerala s t ruck down a government not ice mandat ing B IS (Bureau 

of Indian Standard) qual i ty  requi rements for  the manufacture of PVC 

(polyv iny l  chlor ide) p ipes in the state. Rul ing in favour of  the plaint i f f  i .e. 

Kerala PVC pipes manufacturers,  the High Court  held, “ The provis ions 

ment ioned in the not i f icat ion of the Min is t r y  of  Env i ronment,  Forest  & 

Cl imate Change (MoEF&CC) pertain ing to mandator y regis t rat ion wi th the 

B IS and adher ing to i t s  qual i ty  s tandard requi rement wi l l  not be appl icable 

for  the appl icant unt i l  the f inal  judgment i s  passed in th is  case.”

The Min is t r y  of  Env i ronment,  Forests  and Cl imate Change (MOEF&CC) has not i f ied PVC pipe manufacturers 

that regis t rat ion wi th B IS would requi re them to produce IS I  ( Indian Standards Inst i tutes)  grade pipes 

only through upgrades to thei r  p lants and machiner y.  These upgrades would requi re mass ive capi ta l 

investments.  The Al l  Kerala Smal l  Scale PVC Pipes Manufacturers  Associat ion along wi th 40 other PVC pipes 

manufacturers  in Kerala pleaded wi th the High Court  to quash the mandator y B IS qual i ty  requi rement in 

the not i f icat ion for  PVC pipes manufactur ing in the state under the aegis of  A l l  Kerala Smal l  Scale PVC 

Pipes Manufacturers  Associat ion. “ I t  i s  a ver y big re l ief  for  the PVC pipes manufacturers  of  Kerala as 

the High Court  has s tayed provis ions perta in ing to mandator y regis t rat ion wi th the B IS and adher ing to 

i t s  qual i ty  s tandard unt i l  the f inal  verdict  i s  passed in th is  case,”  said Fahad Hameed, Coordinator,  A l l 

Kerala Smal l  Scale PVC Pipes Manufacturers  Associat ion. As the stay has been granted speci f ical ly  to the 

appl icant (40 manufacturers  f rom Kerala) ,  th is  order i s  not appl icable to PVC pipe manufacturers  in other 

parts  of  the count r y.  Hundreds of  manufacturers  of  PVC pipes in di f ferent s tates have also f i led wr i ts  in 

State High Courts  seek ing the same re l ief. 

Kerala ’s  government i s  cons ider ing increas ing cement 

product ion to lower the pr ice of cement in the state. 

Reports  indicate that the state owns 10 percent of  i t s 

cement indust r y.  I t  p lans to increase the product ion of 

grey cement,  whi te cement,  and wal l  put ty at  Travancore 

Cements ’  Nattakom gr inding plant in Moolavattom. The 

company ’s  other cement company, Malabar Cement, 

had previous ly increased product ion. A pr ivate sector 

meet ing of cement producers was also convened by 

the government to discuss the poss ib i l i ty  of  a reduct ion 

in cement pr ices.  The r i se in cement pr ice has been 

att r ibuted to inputs commodity cost  pressure supported 

by r i s ing demand. Raw mater ia l  costs  increased due to 

h igher addi t ive pr ices such as s lag, gypsum and inward 

f re ight costs  due to an increase in diesel  pr ices.  The 

increase in the power and fuel  cost /MT was due to the 

r i se in coal  and pet coke pr ices.
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DALMIA CEMENT INDUCTS ELECTRIC 
TRUCKS

TATA STEEL BSL TO 
EXPORT LD SLAG 
TO BANGLADESH 
FOR CEMENT 
MAKING

Dalmia Cement as part  of  i t s  ef for ts  to reduce i ts  carbon footpr int 

has inducted elect r ic t rucks in i t s  f leet.  The company says the 

move wi l l  accelerate i ts  sustainabi l i ty  goal  of  lower ing carbon 

emiss ions as wel l  as opt imise i ts  overal l  logis t ics cost.  Wi th the 

int roduct ion of the company ’s  new EV t ruck f leet,  the Co2 emiss ions 

perta in ing to the diesel  t rucks wi l l  be reduced s igni f icant ly.

As part  of  the in i t iat ive’s  f i r s t  phase, two of the proposed 22 h igh-

capacity e lect r ic t rucks have been put on t rack and the remaining 

20 wi l l  be put to use before the end-FY2022. The e-t rucks are being 

suppl ied by IPL Tech, which is  said to be the f i r s t  manufacturer  of 

h igh-capacity e-t rucks.  The company wi l l  be ply ing the t rucks to 

t ransport  s lag, a major  raw mater ia l  for  cement manufactur ing, 

f rom the faci l i ty  of  Steel  Author i ty  of  India (SAIL )  at  Rourkela to i t s 

cement manufactur ing uni t  in Rajgangpur.  Addi t ional ly,  DCBL 

has commiss ioned 2 charging stat ions at i t s  Rajgangpur Uni t  and 

three more  charging stat ions  to be insta l led by March 2022.

Mahendra S inghi,  MD and CEO, Dalmia Cement (Bharat )  said: 

“Achiev ing envi ronmental  sustainabi l i ty  has always been a pr ior i ty 

for  us at  DCBL f rom a bus iness and a social  s tandpoint.  Whi le we 

are gratefu l  that our  government i s  creat ing the r ight pol icy and 

investment envi ronment that encourages organisat ions to take 

pos i t ive envi ronmental  act ion, as pr ivate organisat ions we need 

to take the lead. DCBL has always led the agenda of creat ing a 

hol i s t ic bus iness ecosystem that encourages sustainable growth. By 

int roducing our e lect r ic vehic le (EV)  f leets nat ional ly  in partnersh ip 

wi th SAIL,  we are conf ident we wi l l  be able to achieve our 

sustainabi l i ty  goals of  becoming carbon negat ive by 2040.”

DCBL says i t s  decis ion to focus on EV adopt ion wi l l  help improve 

envi ronmental  condi t ions as wel l  as lower heal th r i sks  in and around the 

areas i t  operates in. Along with leading cl imate action, reducing pol lut ion, 

enabl ing the community through l i fe sk i l l s  and educat ional  in i t iat ives 

and promot ing opt imal use of water  resources,  the company ’s  e-t rucks 

in i t iat ive wi l l  a lso help ensure renewable energy integrat ion.

Through the Dhamra Por t 

Company L imited, Tata Steel  BSL 

has exported around 9 thousand 

tons (KT )  of  LD s lag to Bangladesh 

f rom i ts  uni t  located in the 

Dhenkanal d is t r ict  of  Odisha. 

Th is  feat i s  another mi lestone 

in the company ’s  operat ions 

as i t  marks India ’s  f i r s t  export 

of  LD s lag to Bangladesh.

Comment ing on th is  in i t iat ive 

Subodh Pandey, Chief  Operat ing 

Off icer of  Tata Steel  BSL says, 

“ The company has always looked 

at operat ional  and market-

facing innovat ions by creat ing 

value out of  i t s  by-products as 

part  of  i t s  quest  for  a sustainable 

future.  Wi th a customer-

cent r ic approach, th is  i s  one 

of the ser ies of  inter vent ions 

we are doing to supplement 

our product port fo l io and 

explore newer markets.”         

LD (L inz-Donawitz )  s lag is  a by-

product in the steel  making 

process and Tata Steel  BSL at 

present generates approx imately 

1 mi l l ion tons of  i t  per annum. By 

ut i l i z ing i ts  by-products as part 

of  i t s  sustainable operat ions, 

Tata Steel  BSL suppl ies LD s lag 

to br ick makers around the 

plant,  to h ighway const ruct ion 

f i rms, to f i l l  low- ly ing areas, 

and to cement companies in 

Odisha and West Bengal. 
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CEMENT, STEEL INDUSTRIES SHOULD USE GREEN HYDROGEN FOR ENERGY: GADKARI

CERAMIC TILE PRICES UP 10% AFTER GAS PRICE REVISION 

DALMIA CEMENT SHIFTS TO GREEN FUEL TO REIN IN HIGH INPUT COST

Union Min is ter  Ni t in Gadkar i  has advocated the use of green hydrogen 

instead of coal  in the cement and steel  indust r ies.  To add value, we 

should run metal  indust r ies that use green hydrogen to power min ing 

products.  He was speaking at the inaugurat ion of var ious faci l i t ies of 

Manganese Ore India L imited (MOIL)  based in Nagpur.

“ I t  i s  now t ime for  us ing green hydrogen as energy in the cement and 

steel  indust r y in place of coal.  By running metals  indust r ies,  where 

mining products are powered by green hydrogen, we wi l l  add value to 

the economy. We wi l l  have to protect the envi ronment and increase 

our product ion at the same t ime,” he said. Gadkar i,  who is  a member 

of  the cabinet commit tee on divestment,  emphasized car r y ing out 

divestment on a large scale as envisaged by Pr ime Min is ter  Narendra 

Modi.He said i t  i s  not the job of the government to run a bus iness.  “B ig f inancial  d isc ip l ine is  tak ing place 

through divestment.  Those (PSUs)  who are in prof i t  and doing wel l  should per form better  and st ress proper 

per formance audi t  which he said is  more s igni f icant than a f inancial  audi t, ”  he added.

Manufacturers  of  ceramic t i les have decided to ra ise thei r  pr ices 

by 10 percent.  Fol lowing a recent h ike in gas pr ices for  indust r ia l 

uni ts  in India ’s  largest  c luster  of  ceramic uni ts  in Morbi.  “ T i le pr ices 

have been increased by 10 percent wi th ef fect f rom November 

1.  The pr ices have been rev ised thr ice in the past  three months 

due to the increased pr ices of  natural  gas and other fuels, ”  said 

Mukesh Kundar iya, Pres ident,  v i t r i f ied t i les div is ion, Morbi  Ceramic 

Associat ion (MCA).

According to indust r y p layers,  some manufacturers  have al ready 

passed on the h ike, whi le others are in the process of  doing so. Wi th back-to-back pr ice r i ses in August, 

October and November,  ceramic t i les -  v i t r i f ied, wal l  t i les and f loor t i les -  have become 40-50 percent 

cost l ier  th is  year,  added t i le manufacturers  in Morbi.  “ The pr ices have spiked up due to the spi ra l l ing 

cost  of  fuels,  which include natural  gas,  coal  and petro l  and diesel  over the past  one year,”  explained a 

Morbi-based t i le maker.

Kundar iya fur ther added that the recent pr ice r i se in indust r ia l  PNG has t rans lated into a cost  burden of 

INR 200-250 crore per month on the Morbi  ceramic t i le indust r y.  “ The increased natural  gas pr ice is  l i ke ly 

to harm our export  orders as wel l, ”  he said.

In order to of fset  the ef fects of  f luctuat ing fuel  pr ices,  Dalmia Cement has turned to indust r ia l  waste and 

biomass for  fuel  sources.  “ We have increased the share of green fuel  (b iomass and indust r ia l  waste)  in our 

total  fuel  consumpt ion to 12 percent and plan to take i t  to 20 percent in a year.  The idea is  to gradual ly 

decrease the use of foss i l  fuels, ”  said Mahendra S inghi,  Managing Di rector  and Chief  Execut ive at Dalmia 

Cement (Bharat ) .

Through pyro-process ing of indust r ia l  waste f rom chemical,  pharma, and automobi le uni ts,  the company 

creates a green fuel  that cuts re l iance on coal.  “ The overal l  cost  of  th is  green fuel  i s  about 60 percent 

lower than the normal fuel  that we use,”  said S inghi,  wi thout divu lg ing much on total  cost  sav ings because 

the t rans i t ion to green fuel  i s  s t i l l  in  the in i t ia l  s tage.
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STEEL PRICES 
COMPETITIVE 
IN INDIA: STEEL MINISTRY

INDIA’S FURNITURE AND HOME 
MARKET SET TO REACH USD 40 BILLION 
BY 2026: REPORT

A new report  shows that India ’s  onl ine furn i ture and 

the home market i s  poised to reach USD 40 bi l l ion 

in the next  f ive years due to pent-up and defer red 

demand. According to forecasts,  home and 

furn i ture onl ine sales wi l l  grow at 39 percent CAGR 

over the next  f ive years.  The onl ine home categor y 

includes home decor,  furn ish ings,  matt resses,  and 

l ight ing. The onl ine furn i ture categor y wi l l  foresee 

3X growth in shoppers in the next  f ive years wi th a 

1.8x jump in annual spending per shopper.

Th is  wi l l  enable 5x GMV (gross merchandise value) 

growth for  the categor y over FY21-26, according 

to data provided by Bengaluru-based market 

research f i rm ResSeer.  Wi th more and more 

consumers placing t rust  in internet-based high-

t icket t icket furn i ture purchases,  the onl ine furn i ture 

categor y i s  seeing steep growth. “ S imi lar ly,  the 

onl ine home categor y i s  expected to see a 

growth of 2.5x in shoppers in the next  5 years wi th 

a 1.3 jump in the annual spending per shopper to 

indicate 4x GMV growth,”  the report  forecast.

In response to market dynamics,  s teel  pr ices have r i sen in 

the count r y,  but they remain compet i t ive when compared to 

internat ional  metal  pr ices.  Th is  i s  according to an of f ic ia l  f rom 

the Steel  Min is t r y.  “ S teel  pr ices have fo l lowed global t rends and 

are now at a h igher level.  Our pr ices are s t i l l  low when compared 

to internat ional  markets.  I t  i s  a deregulated sector  and market 

dynamics has an inf luence on i t, ”  says Steel  Min is t r y  addi t ional 

secretar y Ras ika Chaube. According to reports,  s teel  producers have 

ra ised pr ices of  benchmark hot- ro l led coi l  by up to INR 3,500 per 

tonne due to r i s ing input costs  caused by a r i se in coal  pr ices. 

Cur rent ly,  Tata Steel ’s  guidance for  the next  three months indicates 

that pr ices of  s teel  in India are expected to r i se about  USD 2,500 

per tonne compared wi th last  year.  In Europe, the pr ice wi l l  increase 

between 25 and 30 pounds per tonne. Wi th increas ing coal pr ices and 

the h igh cost  of  raw mater ia ls,  i t  i s  d i f f icul t  to sel l  s teel  at  cur rent pr ices, 

a company of f ic ia l  said.  However,  some analysts  said s teel  pr ices 

may see cor rect ions in the near term wi th eas ing i ron-ore pr ices.

JK CEMENT ON DECARBONISATION TRACK

A long-term st rategic Memorandum of 

Understanding was s igned between JK Cement and 

Punjab Renewable Energy Systems Pr ivate L imited 

(PRESPL)  India ’s  largest  b iomass aggregat ion and 

dens i f icat ion company wi th a forward integrated 

value chain.  JK Cement s igned a 10-year MoU 

as part  of  i t s  ef for ts  to decarbonize and aim to 

replace foss i l  fuels  l i ke coal wi th biomass-based 

and al ternat ive fuels  to generate power.

Shar ing h is  thoughts on th is  partnersh ip,  Dr. 

Raghavpat S inghania, Managing Di rector,  JK 

Cement said,  “ I  am pleased for  JK Cement to 

partner wi th PRESPL,  as we re i terate our commitment 

towards sustainabi l i ty  and care for  the envi ronment 

and stakeholders.  We are commit ted to bui ld ing 

deeper synergies between us and PRESPL in the 

bio-energy sector  as we embark on our journey to 

decarbonizat ion. I  compl iment my team and PRESPL 

for  forging th is  long-term st rategic Memorandum of 

Understanding that marks a new beginning for  JK 

Cement to enable a better  future wi th win-win for  the 

envi ronment,  people, and energy in India.”
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The world has real ised 
that a sustainable 

future can only be brought 
about by not making 

anything so large that i t  goes 
beyond your own means to 
sustain i f  any catastrophe 
happens; opines Architect 

Anuradha Guglani 
Pr incipal Architect and 

Mult idiscipl inary 
Design Professional .

The changing trends over decades have seen 
a massive evolution of design for  corporate 
office spaces, both internally and externally. 
It al l started with ver y t iny offices, minimum 
staff expanding into large claustrophobic 
spaces accommodating many working 
desks whenever a company expanded their 
business. Sitt ing in a closed and artif icially l i t, 
conditioned space throughout the day, led 
to mental stress which had no real reason 
other than just an unhealthy enclosed 
environment. Realizing these spaces were 
not conducive for being productive and 
mental well being of employees,  companies 
started tweaking the interiors by bringing in 
artif icial plants, some art works and some 
colour, to alter the mood and relax the mind.
 
Good interiors were considered a bonus 
to attract more employees and for better 
impression on  visitors and prospective 
clients who visited offices. After all, if 
you look after your employees, you are 
considered more ethical as a businessman!

TRENDZ
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Of Corporate Offices 



I t  d id help, but only super f ic ia l ly. 
The need of the hour was to 
de-st ress the mind for  better 
product iv i ty. 
          
The next  t rend that evolved f rom 
here was to prov ide employees 
wi th some recreat ional 
act iv i t ies at tached to the of f ice 
space where they could go 
and do work-outs ( l i ke a gym) or 
yoga (by conduct ing curated 
sess ions)  or  by creat ing walk ing 
paths and some greener y for  a 
breath of f resh ai r.  Th is  in turn 
led to the need for  prov id ing 
changing rooms and shower 
rooms so employees could get 

to work as soon as poss ib le 
af ter  thei r  sweat ing sess ions.  
Cafeterias also became one of 
the workspaces for interaction 
between employees. As a result  
employees started feeling 
completely at home even at 
their workplace and did not 
mind spending maximum 
time. It thus proved giving a 
balanced environment with 
equal ‘work and play ’ and 
definitely saw a lot of posit ive 
development and greater work 
output. But  th is  s ty le of  bui ld ing

Wi th the pandemic and people  
had to cont inue work ing w i th in 
the conf inement  of  the i r  own 
homes which were never 
des igned fo r  regu lar  of f ice 
work.  A couple of  months 
cou ld go past  be ing indoors 
but  not  a whole year.  Be ing 
t rapped ins ide the i r  four  wal l s 
wh ich were e i ther  more l i ke 
showrooms or  jus t  a space 
where ever y  house member 
came together  at  d inner  t ime 
and subsequent ly  went to s leep.
They are those homes that

demanded larger spaces 
for corporate offices. Bigger 
parcels of land with focus on 
landscaping and recreational 
activit ies became the new 
trend. Thousands of employees 
came together from various 
parts of the city by driving 
down or carpooling or taking 
company buses and happily 
spent the maximum time of 
their day at their workplace. So 
real estate for corporate offices 
started shaping up into mini 
cit ies with almost ever ything in-
house. That ’s how the design of 
corporate offices evolved unti l 
the pandemic hit. 

became the most inhabi ted 
space by each and ever y 
member of  the house, the 
work ing and the non-work ing, 
including chi ldren and the 
pets!  Ever yone needed thei r 
own space to work,  which 
was sound- insulated, c lean 
and organized enough to 
become the backdrop for 
thei r  zoom and Google 
meets.

Then another epidemic 
h i t,  th is  t ime i t  was not any 
disease, i t  was depress ion 
which was caused by not 
gett ing enough f resh natural 
l ight  and ai r.  Af ter  spending 
a whole day in f ront of  the 
computer,  there is  no place 
to escape or unwind. Th is 
was not a ver y good t ime 
for  a l l  those who never ever 
real ly  thought how thei r 
homes should be. Even the 
hous ing t rend has evolved 
wi th the pandemic. People 
want to l ive in v i l las and 
independent homes rather 
than f lats  and apartments. 
Shar ing amenit ies,  which 
was the key reason that led 
to the success of  f lats  and 
societ ies,  eventual ly  became 
the ver y reason for  i t s  fa i lu re. 
No one wanted to share any 
common faci l i t ies wi th each 
other dur ing the pandemic, 
not even l i f t s,  leave alone 
swimming pools! 

To have your own l i t t le 
garden and place to s tep 
out,  some space to be able 
to work out wi th in the house 
and lots  of  balconies and 
verandas and spaces which 
interact wi th nature,  now 
became more des i rable than 
apartments.  By tweaking 
thei r  ex is t ing home inter iors 
or  moving into new houses
or even tak ing up v i l las on
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long term rentals,  people 
managed to work f rom home 
and successfu l ly  del ivered 
thei r  work wi th even better 
output.  Th is  was poss ib le 
because the t ravel  t ime got 
used up for  something more 
product ive. L ives became 
more sustainable. People 
s tar ted becoming more sel f-
suf f ic ient.

Lots of  smal l -scale indust r ies 
sprouted and smal l  bus inesses 
grew larger but not large 
enough to go back to the cycle 
of col laps ing again.  People 
understood that ‘ smal l  scale is 
the key ’ .  B igger  corporat ions 
found i t  not only unaffordable 
to hold on to thei r  b ig of f ices 
but also real ized that those 
overheads were not needed 
anymore when people could 
work better  remotely f rom thei r 
own l i t t le envi ronment or  f rom 
wi th in thei r  own neighborhood.
Smal ler  satel l i te of f ices for 
b ig corporat ions are the new 
future of  our  corporate wor ld.

With lesser vehicles plying 
during office hours leading 
to lower consumption of fossi l 
fuel, the environment became 
cleaner. With more time on 
hand, family t ime increased.  
All this led to better mental 
health and not only a more 
sustainable but a more stable 
world.  

The world has realized that a 
sustainable future can only be 
brought about by not making 
anything so large that it goes
beyond your own means to 

sustain i f  any catastrophe
happens. Smal l  damages 
are easier to handle. Larger 
ones can shake you up and 
pul l  the ground from beneath 
your feet.

So here we are! Back to the 
age-old concept of smal l 
neighbourhoods, something 
that we used to al l  have in 
the past but we had to go the 
whole cycle to come back to  
square one.  Yes indeed. L i fe 
is a cycle!

Anuradha  i s  an ar t i s t,  a sculptor, 
a furn i ture des igner and an 
archi tect.  She creates ar t  works, 
sculptures,  furn i ture,  lamp shades 
and mosaics as a hobby and 
occasional ly  has exhibi t ions 
display ing her ar t  works.  She 
is  the pr incipal  archi tect of  a 
creat ive archi tectural,  inter ior 
and landscape des ign f i rm. She 
special i ses in renovat ion and 
adapt ive reuse of d i lapidated 
Indo-Portuguese houses.  Her focus 
is  on sustainabi l i ty  us ing local ly 
sourced mater ia ls  and work ing 
wi th waste. She bel ieves that 
sustainabi l i ty  i s  a l l  about min imiz ing 
what you discard and use as l i t t le 
of  the new resources as poss ib le.

About The Author
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GUIDE TO 2022’s INTERIOR DECOR TRENDS

INTERIORS & LIVING

The pandemic might  be on i ts  way out , but  people across the wor ld 

are embracing the indoor  l i fe  -  and i t  looks l ike  the t rend is  here 

to  s tay !  Th is  is  an excel lent  oppor tuni ty  for  in ter ior  des igners  to 

recal ibrate  thei r  aesthet ic  approach whi le  cater ing to  th is  new 

breed of  socia l  media-obsessed, d ig i ta l ly  connected ‘homebody’ 

c l ients  -  who want  the best  des ign e lements  f rom across the wor ld 

in  thei r  own pr ivate  space. Wi th  th is  in  mind, here’s  a  curated l is t  o f 

6  fa i l -safe  design t rends that  your  c l ients  wi l l  actual ly  appreciate.

                                                                  

                                                           -  By  Sharmi la  Chakravor ty
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KEEP IT 
    SIMPLE

One l i festy le phi losophy that has taken 
root s ince before the pandemic and 
st i l l  dominates i s  min imal ism. People 
are becoming increas ingly conscious of 
thei r  consumpt ion patterns and are ver y 
mindful  of  what they own and how much 
they own and waste. Th is  i s  dr iv ing the 
push for  upcycled furn i ture and high-
qual i ty,  natural  mater ia ls  and fabr ics 
that are low maintenance and long-
last ing. There is  a lso th is  pandemic-
induced Mar ie Kondo-sty le tendency, 
which is  to declut ter  spaces. As a resul t, 
i t  af fects both mentaland phys ical  wel l 
being pos i t ive ly.  

 Th is  i s  perhaps why a s impl ic i ty- focussed 
inter ior  des ign t rend l i ke Japandi -  which 
fuses Japanese Min imal ism wi th 
Scandinavian funct ional i ty  i s  catching 
on across the globe.Of course, the 
execut ion of these minimal is t  inter ior 
des igns wi l l  depend on cl ients ’ 
preferences,but the overarching idea is 
to s t ick to bare essent ia ls ; 

a monochromat ic colour palet te, 
funct ional  but comfortable furn i ture, 
r ich text i les,  etc.  A lso,  ever y detai l  of 
the des ign should be easy to clean 
and maintain s ince most people 
now cons ider c leaning as a ‘Do- I t-
Yoursel f ’  act iv i ty.  Funct ional i ty  over 
ornamentat ion is  the bas is  of  th is  idea.
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BRING THE 
OUTDOORS 
INSIDE
Though people love indoor l i fe,  they 
are increas ingly des i rous of  being wi th 
nature.  Th is  explains why car ing for 
houseplants became an unexpected 
t rend dur ing the in i t ia l  months of  the 
pandemic! Recreat ing a t ropical 
forest  indoors i s  probably not feas ib le 
(you could i f  you t r ied!) ,  but you can 
take cues f rom mother nature for  your 
inter ior  des ign inspi rat ion. And th is  i s 
not l imi ted  to throwing in a bunch 
of succulents at  s t rategic locat ions 
around the house.

While this might be a task geared 
more towards archi tects,  expanding 
windowsand int roducing sky l ights 
wherever poss ib le i s  a great way to 
f i l l  in ter ior  spaces wi th natural  l ight 
and vent i lat ion. Af ter  a l l ,  noth ing feels

more ‘outdoors ’  than f resh, br ight sunl ight 
and cr isp natural  a i r !  I t  helps indoor 
plants grow wel l  too, which can be added 
generous ly around the inter ior  space. For 
the k i tchen, a funct ional  des ign hack is 
int roducing a dedicated spot for  a herb 
garden. Natural  mater ia ls  l i ke s tone and 
wood are cons idered outdoors.  Why 
not br ing them indoors to recreate the 
rust ic,  outdoorsy v ibe? They are hard-
wear ing mater ia ls  that age wel l  and are 
surpr i s ingly low-maintenance. Bes ides, 
you can also add des ign elements l i ke 
shades of green or  leaf- inspi red patterns 
on wal ls.  You could go a step fur ther and 
add a green wal l,  where plants grow 
on a ver t ical  sur face. They are super 
fun and unbel ievably customizable; 
c l ients can change the look and feel 
of  the inter iors  just  by adding new 
fo l iage or  seasonal f lower ing plants! 
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WFH-FRIENDLY 
SPACES
WFH-FRIENDLY 
SPACES
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A crucial  part  of  l i fe in the pandemic 
era is  work f rom home. Organizat ions 
wor ldwide sh i f ted to a remote-f i r s t 
model of  work ing, and employees 
love the f reedom and f lex ib i l i ty 
th is  format of fers.  As a resul t, the 
requi rement for  a fu l ly  funct ional  yet 
compact workspace has skyrocketed. 
People are becoming increas ingly 
aware of ergonomics and workspace 
des ign pr inciples and how these 
seemingly vain concepts can 
impact product iv i ty  and mot ivat ion.
                   
Keeping in mind your c l ients ’ 
requi rements,  p ick a spot that of fers 
the least  d is t ract ions.  No one wants 
the TV blar ing in the background or 
a pressure cooker b lowing the whis t le 
up when they ’ re on a Zoom cal l !  In a 
house wi th chi ldren, cons ider set t ing 
up the workspace in a room that can 
be locked so that dis rupt ions are 
minimized. For  any WFH space, l ight ing 
is  v i ta l.  I t  helps to keep one aler t 
and attent ive whi le reducing st ra in 
on the eyes f rom computer screens. 

Then,  focus on the ergonomics. 
The table and chai r  w i l l   be where 
your  c l ients  would probably 
spend 8+ hours  of  the i r  day.  You 
might  want  to make su re they 
are comfor table in  that  space.
               
A l so,  ensure that  the WFH spot  has 
excel lent  in te rnet  connect iv i ty.   What 
i s  a WFH wi thout  good WiFi  anyway! 
Don’ t  fo rget  to spruce up the wal l 
beh ind the workspace,  as  i t  w i l l  be 
prominent ly  featu red in  ever y  Zoom 
meet ing!  Whi le  one doesn ’ t  need 
decorat ions  to be product ive,  i t 
makes the space fee l  more personal. 
Th i s,  however,  i s  best  done tak ing 
your  c l ients ’  inputs  in to account. 
Again,  the WFH space needs to 
be as funct ional  as  poss ib le wh i le 
not  compromis ing on aesthet ics. 
For  smal le r  homes,  a fo ld-away 
workspace wi th  the same des ign 
pr inc ip les  cou ld be a great  idea to 
use the avai lab le space opt imal ly.
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Given how per vas ive social  media has become, dismiss ing i ts  importance whi le 
des igning inter iors  would be a big mistake. Your des ign must be photogenic, to 
say the least !  The eas iest  way to create Instagram-ready inter iors  i s  to s t ick to a 
minimal is t  des ign that does not look clut tered in pictures.  I t  i s  a lso easy for  the 
cl ients to clean! That ’s  hal f  the batt le won. Include spots around the house that 
are ar t i s t ic enough to be subjects of  p ictures but a lso look great as backgrounds. 
Use a colour scheme that i s  br ight and cheer fu l  but doesn’ t  dominate when used 
as image background. Natural  l ight,  again,  i s  your best  bet to achieve per fect 
pictures.  You can exper iment based on your c l ient ’s  tastes and choose f rom a vast 
range of crazy,  qui rky,  and class ic opt ions.

MAKE IT GRAMMABLE
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Clients today want the most out of 
their interior design, so using elements 
that fulf i l  more than one purpose 
is a great way to improve return on 
investment! Furniture is usually the 
focus area for this trend, but you 
could ver y well apply it to spaces. For 
instance, instead of a couch, choose 
a sofa-cum-bed that fulf i ls a dual 
purpose or design the terrace as an 
urban jungle, a greenhouse, or a 
deck for your clients ’ al fresco parties!

The key is  to select modular 
e lementsthat one can conf igure 
as per the space avai lable.  The 
opt ions are endless;  fo ld ing beds, 
tables that act as ping pong 
tables or  impromptu workspaces, 
shoe racks wi th seats,  shelves that 
of fer  s torage, or  bookshelves that 
become decorat ive elements are 
just  a few examples.

MULTIFUNCTIONALITY
IS  KEY
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SPACES FOR ME-TIME

Considerable free time and access 
to new hobby options and the need 
to keep themselves occupied and 
active has made people around the 
world dabble into new recreational 
and leisure activit ies. This could mean 
anything from Yoga, dance workouts, 
learning musical instruments, 
potter y, pickl ing, macrame, fine 
arts to collecting books and curios, 
the l ist is endless. Your clients would 
appreciate having a well-designed 
space to nurture their interests 
and learn new ski l ls. The tr ick is to 
keep the space open-ended so 
your clients can make it their own, 
based on their preferred activit ies. 

Now it is up to you, interior designers, 
to use this basic l ist of ideas creatively 
to express your design prowess and 
create a unique space that your 
clients can cherish for a long time!
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ARCHITECTURE

The Skewed House 
by Lijo. Reny.  Architects
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Simple clean l ines, volumetr ic var iat ions, beauti ful ly refined colour schemes, 

attent ion to detai l  and close integrat ion of inter iors and exter iors al l  combine 

to create, ‘The Skewed House’, by L i jo Reny, Pr incipal Architects, Founders of L i jo. 

Reny. architects is  an aesthet ical ly designed abode in the scenic Palakkad, Kerala.

Sometimes the structure of the plot becomes the creative inspirat ion for a 

spacious home. This not ion here becomes an ideal example of architecture 

that celebrates l i fe. Qual i t ies, l ike s impl ici ty and serendipity, are often 

overlooked for brash and angry interpretat ions because they are hard to 

ar t iculate. The ‘Skewed House’ by L i jo.Reny.architects is  a true reflect ion of the 

power of architecture to create spaces that t ranscends mundane notions and 

tr iv ial i t ies, to elevate and celebrate the sense of being. This abstract ion of the 

mountains combined with the skewed nature of the plot helped in deriv ing a 

contemporary vocabulary, a reflect ion of the att i tudes of the busy doctor couple 

and their  two kids for whom the house was designed. Every inch of the space 

is evocative, never stat ic and constantly reflects the inherent flux in nature.
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A Home Overview

The spaces open out into 
internal  courtyards creat ing a 
sense of cont inui ty  f rom the 
ins ide to outs ide where these 
open volumes are integral  to 
the concept ion of th is  house 
and form a backdrop to the 
ent i re space. The landscaping 
adds v ibrancy and l i fe to the 
ambience aiding in the 
microcl imat ic cont ro l  of  the 
space, resul t ing in vent i lated 
space, which is  much cooler 
than the outs ide temperatures. 
Volumes are manipulated and 
spaces sculpted to modulate 
the spat ia l  exper ience in each 
area. Thus,  there are carefu l 
var iat ions in height and volume, 
creat ing subt le t rans i t ions f rom 
a low height int imate passage 
that opens out onto double-
height volumes, ampl i fy ing the 
psychological  impress ion that 
th is  sequencing generates. 
Combined wi th the carefu l 
p lacement of  windows on the 
double-height,  i t  a l lows natural 
l ight  to f i l ter  into the spaces 
and create a ver y upl i f t ing 
spat ia l i ty  that keeps var y ing 
with the dif ferent moods of the day.    
 
Light as an element is 
orchestrated in a highly 
restrained manner, creating 
spaces where sometimes the l ight 
f i l ters indirectly along a double-
height wall, while sometimes 
there is an explosion of natural 
l ight which is focused directly 
onto a wall that forms a screen. 
The fourth element of t ime is 
manifested in the changing 
moods of the day projected 
onto the various walls through 
carefully orchestrated openings. 
Patterns add another dimension 
to this manipulation of l ights
from the overhead gri l ls when
they are in a perpetual state

of f luidity, adding a dash 
of dynamism to the prist ine 
spaces. The SS gri l l  on top 
of the open courtyard has 
been detailed out to catch 
the strong sun, projecting 
beautiful abstract patterns 
onto the wall planes. The 
dynamism is brought in by
the constant variations created
by the var ying sun paths.

The spaces are wel l  deta i led 
out  w i th  carefu l  cons iderat ion 
paid to the minutes t  e lement. 
Even subt le var ia t ions  can 
have a huge impact  on the 
spat ia l  and tact i le  qual i ty  that 
has to address  ever y  aspect  of
in f luenced the des ign process
the space. The re lat ively
minimal is t ic colour schemes
and des ign sens ib i l i ty  are
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made interest ing by smal l 
detai l s,  the l ight  f i x tures,  the 
l inear LED st r ips that span 
f rom the wal ls  to the cei l ing, 
the yel low accents that speak 
to the space’s ambience, 
and the whi te wal ls.  The 
bas ic elements of  l ight 
and space are sculptural ly 
expressed wi th in a power fu l 
and t ranscendental  volume.
A clearly defined l ine, st ructural 
form juxtaposed on a v isual
plane, perceptual ly  evolves

as one moves forward. The 
pr ivate zones of  the house 
are a sequence of dynamic 
spat ia l  composi t ions which 
open out onto var ious ly 
scaled internal  courtyards. 
Gradual ly,  i t  r i ses to a 
3-dimensional  abst ract ion of 
volumes into a monumental 
juxtapos i t ion of e lements at  a 
certa in point.  The archi tects 
duo says,  “ The approach is 
carefu l ly  orchest rated – the 
angular  forms  are ver y subt le

at a dis tance, merging into 
the res ident ia l  fabr ic of  the 
bylane almost unpercept ib ly.”  
Min imal is t ical ly  detai led furn i ture 
fur ther enl ivens the qual i ty 
of  the space & ambience. 
Neat c lean l ines def ine 
contemporar y aesthet ic 
sens ib i l i t ies,  which run as a 
uni fy ing theme through the 
inter iors.
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The spaces of the house are 
juxtaposed as three principal 
bays which are layered with 
open spaces in between 
to address the microclimatic 
considerations, creating 
volumes that are bathed in 
natural l ight and ventilation. 
These bays are organised 
around an open-to-sky central 
court, which ensures a constant 
movement of air through the 
spaces all year round. The 
private zones of the house are 
a sequence of dynamic spatial 
compositions which open out 
onto variously scaled internal 
courtyards. The basic elements 
of space and light are 
articulated in highly sculptural 
ways, enclosing volumes that 
are dynamic and transcendent.

Floor plan in Actual 
Alignment
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Ambience of Space

An angular  open-to-sky court 
def ined by the external 
boundar y wal l  lets  in natural 
l ight  and greener y to the pristine 
white formal l iving space. 
Th is  space has a spl i t  level 
cei l ing wi th a large opening 
to the east,  which is  carefu l ly 
screened wi th a custom-
designed aluminium screen 
that lets  in the morning l ight. 
The furn ish ings are minimal and 
contemporar y  c lean l ines wi th 
whi te uphols ter y and a custom-
designed coffee table in whi te 
Cor ian wi th SS inser ts  cont rasts 
beaut i fu l ly  wi th the greener y of  the 
open- to-sky court. 

There is  an informal ent r y sequence, 
pass ing through a f rangipani 
court  and into a s impl is t ic glass 
door enclosed foyer that has 
a ver y open feel.  The formal 
l iv ing area is deliberately set off 
towards the outer peripher y of 
the plot as a semi-public zone.
The din ing space to which
one enters  f rom the foyer

def ines the ent r y to the 
pr ivate zones of  the house. 
Despi te i t s  s impl ic i ty,  the 
room is  dominated by a 
large window wi th a bui l t- in 
window seat created f rom 
the spl i t- level  cei l ing and 
f ramed wi th custom-designed 
aluminium screens to catch the
play of the evening sunl ight.

Stainless steel skewed legs 
balance a glass top beautiful ly 
on top of the well-designed 
dining table. In this northern 
bay are the foyer, the formal 
l iv ing area, dining rooms, 
powder room, kitchen, and 
related functional spaces 
l ike the store and work area. 
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Functionality of Space

The buffer  space between 
the northern and cent ra l 
bays of  the house is  a layer of 
landscaping. Offs i te f rom the 
connect ing passage is  a 
monol i th ic block of  grani te, 
which def ines the pooja 
space. A s imple Ganesha 
idol  s i t s  atop th is  monol i th ic 
pedestal  where the black 
grani te of  the pedestal 
cont inues to the f loor.  As 
an extens ion, out onto the 
open court  in f ront where the 
monol i th ic block of  grani te 
i s  inte l l igent ly  des igned for 
s torage space in plywood, 
which is  then, c lad wi th 
grani te,  for  keeping mater ia ls 
l i ke matchboxes,  o i l ,  etc.
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The cent ra l  bay contains the 
dynamic fami ly l iv ing space 
which opens out onto the 
v ibrant open sky court.  The 
sta i rcase and the upper br idge 
connect ing the other two bays 
are or iented on the opposi te 
s ide, towards the external  car 
porch, creat ing a buffer  on 
the external  s ide. The double-
height informal l iv ing space 
forms the heart  of  th is 
composi t ion and extends 
out onto a s t imulat ing open- 
to-sky court.  Th is  space is 
del iberately of fset  f rom 
the ent r y bay to increase 
pr ivacy. Whi te Barcelona 
chai rs  are cont rasted wi th 
a v ibrant yel low coffee 
table f in ished in Cor ian 
and a custom-designed TV 
console,  adding a touch 
of del icate sophis t icat ion.

One of the main elements of 
the house is  the interest ingly 
detai led out s ta i rcase, the 
interplay between the sol id i ty 
and permanence of the Kota 
stone f in ished lower port ion 
of the sta i r  and the ethereal
 l ightness of  the suspended 
stain less s teel  upper f l ight 
of  s ta i rs.  The 3mm th ick 
SS plates fo ld around in a 
minimal is t ic fashion to create 

a del icately precise f l ight, 
which when combined wi th 
the cei l ing suspended glass 
ra i l ings,  create an i l lus ion 
of f loat ing in space. Sound 
fur ther adds another tact i le 
dimension to the space 
through var iat ions created 
by changes in the mater ia l 
– the l ightness of  the footfa l l 
on s teel  cont rasted wi th 
the sol id i ty  of  s tone t reads. 
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All the bedrooms feature built-
in cots finished in white Corian 
and detailed out with neat 
SS tr ims, creating floating 
platforms. The southern bay 
houses the bedrooms and the 
toilets on both floors and is 
buffered from the central zone 
by a layer of covered open 
space. The master bedroom on 
the ground floor features a set 
of fully openable sliding doors. 
This defines the front plane 
which further opens out onto the 
central court through an intimate 
private patio. The covered patio 
serves as an extension of the 
bedroom and houses a small 
workout area. The southern 
side of the master bedroom 
is defined by layers of narrow 
horizontal sl it windows that run 
through the entire length of the 
wall. These linear fenestrations 
keep out the harsh southern sun 
while allowing plenty of natural 
ventilation inside the bedroom. 
They further ensure privacy from 
the dense res ident ia l  fabr ic on 
the southern s ide.
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The funct ional  and conceptual 
c lar i ty  of  the des ign, ar t iculated 
through a wel l -def ined aesthet ic 
sens ib i l i ty  creates spaces that 
are dynamic and beaut i fu l ; 
one which is  never s tat ic 
but i s  evolv ing constant ly. 
S imple clean l ines,  volumetr ic 
var iat ions,  beaut i fu l ly  ref ined 
colour schemes, at tent ion to 
detai l  and the close integrat ion 
of inter iors  and exter iors,  a l l 
combine to create a h ighly 
ref ined and beaut i fu l  space, 
one which is  a joy to l ive in.

THE SKEWED HOUSE
Location: Palakkad | Kerala

Client: Dr. Praveen and Dr.Sona
Project Area: 3861 sq ft | 359 sq m

Site Area: 13.36 ct | 541 sq m
Year of Completion:2014
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I t  has evolved such that,  archi tects need to develop al l 
k inds of  sk i l l s  apart  f rom being just  good des igners.  But 
of  course, 70 percent of  the problem is  so lved, i f  you are 
a good des igner and sens i t ive to the context !   Last  year 
Covid did reset the convent ional  archi tectural  th ink ing 
about bui l t  spaces, sustainabi l i ty  and ourengagement and 
re lat ionship wi th Mother Nature.  We don’ t  subscr ibe to 
Trends!  One th ing we are preoccupied wi th at  the studio is 
the Des ign L i fe Cycle. How our projects are able to wi thstand 
the ons laught of  changing t rends and fashionable des ign 
pretences. Work ing in di f ferent contexts,  geographies, 
scales,  cul tures and cl imate is  something we re l i sh and 
create the unique des igns that come out of  the studio. 
The studio invests  in des ign research and intu i t ive des ign 
at equal measures.  The des igns are often a confluence of 
these two approaches. 

DESIGNER’S MIND

Be an ‘Icarus’ and reach 
for the impossible 

How has architecture and inter ior design evolved over 
the years? How of ten do the changing trends impact 
your designs?

With the advent of AI, what 
impact does it have in the 
designing process? In the days 
to come will it be an important 
tool for the architecture industry?

As s tated above, our  pract ice 
never bel ieved in t rends or 
fo l lowed them, but one cannot 
deny the ent r y of  A I  and other 
d ig i ta l  inter faces,  transforming 
the way we conceive, const ruct 
and occupy spaces. Mater ia ls 
are gett ing smarter,  as are the 
inter faces,  which would have 
huge impl icat ions.  But  at  the 
same t ime, there wi l l  be a
wider cross-sect ion of people 
who would want to get a 
‘detox ’  f rom the digi ta l  way of 
l i fe we are so accustomed to! 
So, in the days to come, we 
wi l l  see these two opposi tes 
dictat ing the nar rat ive.

The award-winning design studio 

Col laborat ive Architecture, founded 

by Mujib Ahmed  and  Lalita Tharani , 

has been credited with designing 

some of India’s most innovative 

projects. Their  practice is dr iven by 

innovation and ceaseless pursuit  of 

qual i ty in design to create projects, 

which are highly sensit ive, poetic 

and contemporary. Taking t ime from 

their  busy schedule the architect 

duo open up with Open Acres 

discussing everything from changing 

t imes, approaches, designs and 

much more.
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Our f i r s t  pro ject together 
i s  something that we both 
cher ish s ince both of us used 
to have separate pract ices 
back then. For  Lal i ta,  i t  was a 
l iberat ing exper ience, f rom 
the drab and predictable 
corporate spaces she had 
been work ing on and the 
chal lenges that came wi th a 
tabula rasa. For  me, i t  was 
about convincing a set of 
c l ientele in a th i rd t ier  c i ty  of 
the mer i ts  of  contemporar y 
des ign some 18 years ago.

What inspired you to enter 
this profess ion? How has 
your profess ional journey 
been so far and what is 
your future plan?

Your f i rs t  project,  your 
learning f rom it .

Lalita: Guess it runs in the 
family! My grandfather was 
an Artist, my Dad an Engineer 
(who sketched beautiful ly). 
I would l ike to believe that 
I wanted the best of both 
worlds, Creative, at the same 
time, Technical & Architecture 
fitted the bil l per fectly, so 
Architecture it was.

Mujib: I was always passionate 
about football and used to 
play at the club level. When 
a fr iend of mine told me 
that architecture was a ver y 
simple and easy course. I took 
up the proposit ion wil l ingly 
so that I could dedicate all 
my time to playing football. 
Rest, as they say, is histor y! 
Going forward we are raging 
to continue the progress 
on the whole and make 
Collaborative Architecture 
and our brand of design one 
amongst the most innovative 
and admired studios! And 
keep enriching people’s l ives! 

The ‘ WRAP ‘ ser ies came ear ly  in 
our  career,  i t  was inst rumental 
in putt ing the f i rm on the 
nat ional  and internat ional 
scene. ‘ S tacked Tectonics ’ , 
the pr imar y school  des igned 
for  an orphanage, cal ibrated 
our archi tectural  response in 
a unique context  wi th a shoe-
st r ing budget.  More recent ly,

three international competit ion 
finalists, the ‘ Indian Nat ional 
War museum’ The ‘BCDA 
Iconic Tower ’  in Mani la, 
Phi l ippines,  and the ‘Nat ional 
Uni ty  Pavi l ion’  re-af f i rmed the 
f i rm’s ent r y into more large-
scale innovat ive projects 
g lobal ly.  The ‘ Indian Nat ional 
War Museum’ inv i ted to be 
exhibi ted at the Cooper 
Hewit t  Smithsonian des ign 
museum, New York in the first 
half of 2022.

Which project proved to be 
the turning point of your 
career? Tel l  us more about 
the same.
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We do not subscribe to any 
style schools or a straight-
jacketed design tradit ion. One 
area that needs a certain fi l l ip 
is the ‘ value’ that the architects 
bring to society and cultural 
discourse. Architects in India 
tend to take the role of styl ists, 
or whatever suits them; hence 
a great degree of erosion in its 
credibil i ty and the credibil i ty 
of the practit ioners.  If India 
needs to make its mark on the 
international design scene in 
a big way (we have done so 
in small measures), we need 
to change the attitude and 
approach toward Design.

Innovation -   Indust r y    integrat ion 
wi th des ign and innovat ion.

Approach -  Our approach needs 
to become more research-
or iented, and system dr iven. 

Applicat ion -  We need to 
s top to lerat ing mediocr i -
ty  and r i se above the ‘Jugad ’ 
system to a more process-driven 
one. Finally, for  any archi tec-
ture or  des ign to be re levant, 
i t  has to be Contextual,  in-
c lus ive & people-cent r ic wi th 
the above common threads 
binding them together.  

Technology  -  We need to 
invest  in technology R&D.

The workplace around the 
wor ld i s  undergoing some 
dis rupt ive changes. We have 
to wai t  and see how that 
af fects the Indian of f ices.  I t  i s 
est imated that 25-30 percent 
of people are never intending to 
return to a formal n ine to 
f ive workspace, di tching i t 
for  hybr id,  WFH/ remote work 
scenar ios.  Whi le the pandemic 
undoubtedly accelerated the 
digi ta l  remote work revolut ion, 
i t  remains to be seen how 
much of i t  i s  going to become 
a mainstay and how long i t 
wi l l  last.  The bottom l ine is 
future des igns have to heavi ly 
focus on the balancing act of 
heal thy envi rons,  which focus 
on ef f ic iency and wel l -being 
in equal measure.

We could sum this up in 
four domains Innovative 
|Responsive |Per formative | 
Collaborative. 

Be an ‘ Icarus ’  ( the Greek 
mythological  character )  and 
reach out for  the imposs ib le and 
replace the ‘ Wax ’  ( form his  wings) 
wi th Perseverance, Sk i l l  and Gr i t.

Can you descr ibe how the 
design patterns and styles 
have changed or evolved in 
India, and what aspects or 
areas need improvement?

What is  the USP of your work, 
‘Col laborat ive Architecture’s 
designing style?

Do you think pandemic has 
changed everything? Wi l l 
i t  have any impact on the 
future of the design?

Your advice to young aspir-
ing architects

We would not at tempt to 
def ine archi tecture,  but we 
could t r y  to def ine what makes 
good archi tecture /  Des ign.
Lal i ta: Design is  l i ke a s t ro l l 
a long the road, where the 
des ignated dest inat ion is  a 
fa i lu re.  Good des ign happens 
when you ei ther d i tch the 
road or the dest inat ion.
Mujib:  Archi tecture connects 
people, a good Archi tecture 
connects cul tures.

What is the definition of 
architecture according to 
you, how has i t  changed 
over the years? In the t imes 
to come which things could 
prove to be the game-
changer for the architecture 
and inter ior-designing industr y?
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THE GUARDIANS 3600

THE GUARDIANS EMERGES 
AS MARKET LEADER IN MMR

THE GUARDIANS FORAYS INTO INR 1 TRILLION NRI MARKET

The Guardians has emerged as the leading 

real  estate consul tant in the MMR region wi th a 

record sales f igure of over INR 6.5 crore in the 

FY 20-21 and has reached hal fway mark of  the 

set target of  INR 10,000 crore in FY 21-22. I t  has 

emerged as the leading real  estate ent i ty  in the 

Mumbai Metropol i tan Region wi th over 5,000 sold 

inventor ies.  The company has overtaken the market 

leaders in terms of sales volume in the worst  t ime 

of h is tor y dur ing the pandemic led Fiscal  21.

Indust r y experts  opine that th is  i s  a huge s ign of real ignment in the real  estate market as consul tants l i ke 

The Guardians are gain ing a huge footpr int  in the MMR market by of fer ing ta i lor-made market ing and sales 

ser v ices whi le establ i shed developers have st ruggled to cope up wi th the ons laught of  the pandemic in the 

same Fiscal.  The Guardians has wi tnessed a consol idated sales jump of 120 percent f rom INR 3,050 crore 

in FY 2020 to INR 6,710 crore in FY 20-21. I t  has sold over 33 lakh sq f t  Rera Carpet Area across 5,063 uni ts 

f rom 28 projects spread across the MMR region.  Whi le i t s  developer c l ientele has also grown f rom 12 to 22 

including cl ients l i ke Wadhwa Group, Sheth Creators,  Dost i,  Sunteck,  Kanakia & Prest ige to name a few. 

The Guardians Real  Estate Advisor y has formal ly  entered the global market intending to capture a major 

share in the INR 1 Tr i l l ion NRI  Real  Estate Investment Market wi th i t s  f i r s t  overseas of f ice in Dubai.  The 

Guardians ’  of f ice in UAE wi l l  cater  to the NRI  and High-Net-Worth Indiv iduals  (HNWI)  wi th the best- in-class 

project of fer ings spread across India. According to the recent indust r y est imates,  the Non-Res ident ia l 

Indians have invested around USD 13.3 bi l l ion in the Indian real  estate market in FY 21-22. Th is  roughly 

t rans lates to INR 98,748 crore which is  c lose to 1 t r i l l ion Indian Rupees. The Guardians i s  t r y ing to tap these 

huge volumes of NRI  investments that are coming into Indian real  estate. Th is  investment grew by over 6 

percent in FY21 and may grow at 12 percent in FY22. 

Speaking on the development,  Ram Naik,  Execut ive Di rector,  The Guardians Real  Estate Advisor y, 

expressed, “Our Dubai of f ice wi l l  be a global ecosystem for  NRIs  and HNWIs who are look ing to invest 

in Indian real  estate. We wi l l  be of fer ing 

a wide range of projects cut across 

the segments,  s tar t ing f rom affordable 

and mid-segment hous ing to premium, 

luxur y,  and ul t ra- luxur y propert ies.  We are 

conf ident that our  overseas operat ions wi l l 

prov ide the r ight network for  our  partners 

to sel l  thei r  pro jects to the widest  g lobal 

audience.” Naik emphasized that the recent 

rat ional izat ion of pr ic ing, depreciat ion of 

the Indian rupee, and increased regulator y 

measures in the form of RERA along wi th our 

broad sales expert i se wi l l  at t ract the f inest 

fore ign investors  and NRIs  for  our  developer 

c l ients.
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India ’s  leading real  estate 

consul tant and the count r y ’s 

largest  a l ternat ive investment 

management f i rm Kotak 

Investment Advisors ’  real 

estate pr ivate equi ty fund 

Kotak Real ty Fund has formed 

a JV to set  up a development 

management plat form cal led 

Ground Holding Real tors.  The 

company wi l l  help mid-s ize 

developers and landowners 

develop and monet ize thei r 

assets.  In th is  partnersh ip,  The 

Guardians wi l l  take care of the 

project development r ight  f rom 

land to la is ioning to des ign to 

rest ructure to sales & market ing. 

Whi le Kotak wi l l  be the f inancing 

partner and has earmarked INR 

2,000 crore for  lending to real 

estate projects to be managed 

by the jo int  venture company. 

According to Vrushank Mehta, 

CEO of Ground Holding Real tors, 

apart  f rom work ing on projects 

to be f inanced by Kotak Real ty 

Fund, the jo int  venture wi l l  a lso 

engage wi th other inst i tut ional 

investors  and lenders to help take 

dis t ressed real  estate projects to 

conclus ion. Th is  wi l l  help reach 

an act ive resolut ion of s t ressed 

assets through f inancing, 

execut ion, sales & market ing 

support.  “ In addi t ion to prov id ing 

the much-needed last-mi le 

f inancing to s t ressed projects, 

Ground Holding wi l l  a lso develop 

and execute these projects. 

Th is  i s  a revolut ioniz ing development in the Indian real  estate as 

th is  wi l l  be India ’s  f i r s t  such inst i tut ional ly  backed and profess ional ly 

managed plat form that wi l l  care of the ent i re value chain of  the 

project cycle,”  he added. Kotak Real ty Fund is  a leading pr ivate 

equi ty real  estate fund in the count r y wi th over  USD 2.2 bi l l ion of 

aggregate capi ta l  commitments.

The Guardians i s  a market leader in the MMR region wi th property 

sales worth over INR 10,000 crore in the pandemic per iod for  var ious 

developers.  Wi th th is  jo int  venture,  as an inst i tut ional  f inancier,  Kotak 

Real ty Fund wi l l  get access to good projects wi th a h igh probabi l i ty 

of  complet ion wi th such support,  whi le the Guardians Real  Estate 

wi l l  be able to push i ts  one-stop-shop offer ing to debt t rapped 

developers.

According to government estimates, there are 4.58 lakh stalled housing 

units in 1,509 residential projects stuck across the countr y due to 

financial constraints. It is diff icult for small and mid-sized developers to 

attract funding, which effectively results in unviable projects. The Kotak-

Guardian joint venture is looking to support such developers and projects 

by converting them into profitable assets with f inance and execution. 

Kotak Realty Fund has so far raised 11 funds and invested in 60 projects 

and companies across commercial office, residential, retail, industr ial 

and hospitality sectors. Fund investments have been made in projects by 

developers with proven execution track records and established brand 

equity to ensure scalable and risk-adjusted returns.

THE GUARDIANS JOINS HANDS WITH KOTAK REALTY 
FUND TO REVOLUTIONIZE INDIAN REAL ESTATE
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100% First Dose 
Achieved 

The Guardians Real  Estate Advisor y has formal ly  entered the Pune 

Real Estate Market.  The Guardians have been recent ly  roped in by 

Pune’s leading developer Goel Ganga Group as i t s  pro ject advisor 

for  one of i t s  iconic projects Ganga Legends County located at 

Bavdhan. Under th is  s t rategic col laborat ion, The Guardians wi l l  of fer 

customized market ing and sales ser v ices for  the project execut ion.

In a major  mi lestone, The 

Guardians have achieved 100 

percent vaccinat ion of thei r 

workforce wi th at  least  the f i r s t 

Covid-19 vaccine dose. As per 

the of f ic ia l  data, 629 target 

benef ic iar ies work ing in the local 

company have received the 

f i r s t  dose and 64 percent of  the 

benef ic iar ies are fu l ly  inoculated. 

“Our team took several  in i t iat ives 

to boost  vaccinat ion. Bes ides 

the employees,  fami l ies of  the 

employees have also been 

vaccinated us ing special 

measures,”  said Suresh Balan 

VP-HR  at  The Guardians.  The 

real  estate sector  has al ready 

received major  b lows dur ing the 

f i r s t  two Covid waves.  Vaccinat ing 

the workforce and adher ing to 

COVID norms are v i ta l  to f ight ing 

of f  a poss ib le fur ther outbreak. 

Ram Naik, Director,  The Guardians Real Estate Advisory  whi le 

speaking on the development has expressed, “ We see huge potent ia l 

in Pune as i t  i s  one of the few ci t ies in India that prov ides a plethora 

of choices for  developers f rom affordable hous ing to mid- income, 

luxur y,  and uber- luxur y homes. Wi th our Pune operat ions,  we wi l l  be 

look ing to redef ine the sky l ine of Pune by of fer ing a 360-degree 

solut ion for  developers through our best-exper ienced profess ional 

minds and best-ef f ic ient p ioneer ing technologies.” 

“ We are here to support  the growth of Pune by prov id ing momentum to 

the real  estate market through innovat ion. We are here to repeat our 

Mumbai Stor y of  se l l ing 3 mi l l ion RERA Carpets f rom 28 projects in the 

pandemic per iod. We are here because we are bul l i sh about Pune. We 

are conf ident that wi th in a few years,  we wi l l  be a key player in Pune by 

secur ing at least  10 percent market share of the market for  our  valuable 

developer c l ients,”  says Ram Naik.  The Guardians ’  maiden project 

in Pune-Ganga Legends County of fers  seamless connect iv i ty  to the 

Mumbai-Bangalore Highway. The project i s  just  f ive minutes away f rom 

Kothrud and Baner and is  c lose to al l  the hubs in Pune; the inst i tut ional 

zone of Pune Univers i ty  Ci rc le and the commercial  sectors  of  H in jewadi. 

Even the recreat ional  areas in the suburbs of  Aundh, Baner,  and Pashan 

are nearby. The weather,  the inf rast ructure,  the prox imity to Mumbai 

makes the project ext remely at t ract ive for  real  estate investment. 

THE GUARDIANS ENTERS THE 
FAST-EMERGING PUNE MARKET, 
EYES INR 5,000 CR SALES
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THE GUARDIANS TO LAUNCH REAL ESTATE SCHOOL
The Guardians Real  Estate Advisor y i s  a l l 

set  to launch The Guardians School  to 

faci l i tate a robust  sk i l l ing and management 

ecosystem for  the Real  Estate Sector.  The 

school  wi l l  funct ion under the brand name 

GREAT – The Guardians Real  Estate Academy 

for  Talents and aim to del iver  wor ld 

class t ra in ing for  Freshers,  Profess ionals, 

Channel  Par tners and Bus iness Leaders. 

Whi le speaking on the development,  Jayesh Rathod, Di rector-  The Guardians Real  Estate Advisor y 

said,  “ We wi l l  be of fer ing state of the ar t  programs for  a l l  facets of  the real  estate sector  including 

sales,  market ing, l ias ioning, bus iness development,  commercial,  indust r ia l,  leas ing, and res ident ia l. 

Our programs wi l l  prov ide the most excel lent cur r iculum through the best  exper ienced facul t ies and 

indust r y profess ionals  in partnersh ip wi th renowned Internat ional  and Nat ional  Educat ional  Inst i tut ions.

“As Indian real  estate is  t r y ing to inculcate a s t ronger profess ional  approach, sk i l l  development for  real  estate 

profess ionals  has become inevi table to the growth of the sector.  As a t rue guardian of the sector  and to 

comprehend our remarkable growth, we are expanding into a new horizon with The Guardians School,” he  added.   

The Guardians’  Eco Utsav contest 

2021  to promote the Eco-Fr iendly 

Ganesh Fest ival  in Maharasht ra,  has 

received an overwhelming response 

f rom across the state. To protect the 

envi ronment and to mot ivate people 

to celebrate the Ganesh Fest ival  in a 

more envi ronment- f r iendly and safe 

manner,  The Guardians came up wi th 

an innovat ive campaign -  The Guardians 

Eco-Utsav Contest  2021. Leading Marath i 

Te lev is ion Act ress Ju i  Gadkar i  was the 

face of the campaign th is  year. 

The contest  received an overwhelming 

response wi th contestants part ic ipat ing in 

al l  the categor ies namely Eco-Bappa, Eco-Fr iendly Decorat ion and Ar t i f ic ia l  Immers ion. The winners were 

declared dai ly  for  a l l  th ree categor ies.  Prashant f rom Dombival i  emerged as the Green Ganesha Guardian 

2021 for  h is  My P lanet,  My Nature, and My Bappa themed Ganpat i  Celebrat ion. Prashant displayed a 

Ganesh idol  made of c lay wi th the theme Lord Ganesha water ing a t ree. He made the decorat ion by us ing 

grass,  bas i l ,  cur r y leaves,  s i l igenia, as wel l  as a t ree spider that reduces the amount of  CO2 in the house.

 

Whi le speaking on the campaign, Jayesh Rathod, Joint  Managing Di rector  expressed, “Over 1.5 lakh 

Ganesh Idols  are immersed in the Arabian Sea off  the Mumbai coast  ever y year,  and theoxygen level  in 

the sea fal l s  by 50 percent caus ing i r reparable damage to nature af ter  the fest ival.  So, we have come 

up wi th th is  in i t iat ive to re inforce the necess i ty  for  envi ronmental  conser vat ion and sustainabi l i ty  by urging 

people to adopt eco-f r iendly pract ices whi le celebrat ing the fest ival. ” 

THE GUARDIANS ECO-UTSAV CAMPAIGN HUGE SUCCESS
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THE GUARDIANS LEADERSHIP 
OFFSITE 2022

The Guardians have l ived through th is  excruciat ing journey 

ever y day for  the past  f ive years.  ‘As real  estate consul tants, 

we have to th ink l i ke a butter f ly  and plan for  the next  level. 

Ever y year,  we refocus and choose a di rect ion for  our  bus iness 

and project l i fe cycle. ’

As an indust r y leader,  we are of ten pul led in many di f ferent 

d i rect ions,  address ing emergencies and putt ing out f i res. 

That constant s tate of urgency can make i t  d i f f icul t  for  any 

company to s tep back and cons ider how to scale, grow, or 

improve your bus iness at  a h igh level. 

The Guardians Leadersh ip Offs i te-GLO 2022 has al lowed 

i ts  employees to separate f rom the dis t ract ions of  dai ly 

operat ions.  Th is  has al lowed them to gain clar i ty  and develop 

a rev ised v is ion or  out l ine a growth plan. The GLO is  the 

stepping stone for  The Guardians to grow f rom the cur rent 600 

plus workforce to a 6,000 employee global ent i ty  in the next 

f ive years.

The Guardians have completed thei r  journey f rom concept ion 

to complet ion. I t  has grown f rom a s ix-member s tar t-up to a 

600 plus corporate ent i ty.  However,  the journey was not an 

easy one. I t  had to endure through one of the most arduous 

bi r th processes just  l i ke a butter f ly  that emerges f rom a 

cocoon and t ime was of the essence for  i t.
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AWARDS & RECOGNITION
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The Guardians have a deep understanding of mot ivat ion and engagement dr ivers  int r ins ic and 

ext r ins ic to indiv iduals.  Hence, we bui l t  an integrated plat form at GLO to appreciate & give valued 

recogni t ion to our workforce. Dur ing th is  event,  we celebrated our employees ’  achievements, 

dedicat ion, and di l igent work.
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The saying “al l  work and no play makes 

Jack a dul l  boy ” i s  not only t rue, but i t 

can s lowly af fect your company over 

t ime. St r i k ing the r ight balance between 

work ing hard and play ing hard is 

important for  ever y bus iness.

THE STAFF THAT PARTIES TOGETHER 
STAY TOGETHER
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EDITOR’S NOTE

CHANGE WILL BE THE ONLY CONSTANT IN 2022

The year 2021 has been a sel f-evaluat ion per iod 

for  the real  estate indust r y,  intens i fy ing the need 

for  a f resh out look and technology solut ions.  As the 

res ident ia l  market t ransforms in 2022, i t  w i l l  become 

more respons ive to the new needs of homebuyers. 

The commercial  sector  i s  a lso poised for  potent ia l ly 

revolut ionar y s t ructural  changes f rom an economic 

model based on br ick-and-mortar  assets and long-

term leases to one more ak in to a ser v ice indust r y.  In 

th is  evolv ing model,  bui ld ing occupants may become 

subscr ibers instead of tenants.  Commercial  real  estate 

companies wi l l  create value by cont inual ly  prov id ing 

upgraded amenit ies to meet the rapidly changing 

tastes and needs of c l ients.

The digi ta l  d is rupt ion and the r i se of  shared and 

on-demand bus iness models wi l l  unsett le the 

ex is t ing work ing model of  the real  estate sector. 

Wi th the pandemic norms accelerat ing the pace of 

t ransformat ion, outsourcing wi l l  become more cr i t ical. 

Trends l i ke “ Work,  L ive, and P lay ” and “ Walk to Work ”  are 

expected to gain t ract ion in India and push developers 

to explore new suburban dis t r icts  where companies 

wi l l  seek value of f ices and satel l i te of f ices to sat is fy 

the demand for  res ident ia l  space. In a nutshel l,  the 

changing t rends and norms wi l l  br ing the market to 

a s tate where we wi l l  see a lot  more convergence 

between commercial  and res ident ia l  real  estate. The 

companies who fai l  to adapt to th is  bourgeoning 

movement wi l l  s t ruggle to sur v ive whi le developers who 

adapt thei r  investment and development s t rategies to 

s tay ahead of changes in where people want to l ive 

wi l l  be best  pos i t ioned to reap the benef i t  of  2022.

On that note, I  would l i ke to wish al l  our  readers a 

happy and prosperous 2022.

Thank you for  your readersh ip and t rust.

Yours t ru ly,

T i t to Eapen

Editor-In-Chief
Tit to  Eapen 

Designer
Sreeranj ini

&
Vishnu Sadasivan
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titto.eapen@theguardiansindia.com
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www.theguardiansindia.com

100%
J O B  G U A R A N T E E

Enroll Now

100% DISCOUNT FOR 1ST 30 STUDENTS

The Ultimate Crash Course for
Real Estate Sales

Topics Covered

• Introduction to Real Estate

• Key Concepts & Terminologies in Real Estate

• How to Become a Real Estate Sales Executive

• The Right Tools and Best Practices for Lead Qualification

• Understanding Project Cycle for Sales Excellence

• Everything About Comparative Market Analysis

• How To Arrive at The Right Real Estate Pricing

• Train And Learn with Best Pitching Methods

Program Features

• 100+ Hours of Offline Lectures from Real Estate Experts

• Realtime Onsite Property Sales Training

• Learn Best Sales Practices from Renowned Professionals

• Downloadable Study Material

• Topicwise MCQs (3000+) for Practice

• 100% Online Assistance

• Expert Guidance and Doubt Support

• Regular Live Sessions




