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As a young child, Salim Sayani worked in the laun-
dry room of the family hotel after school and on
weekends. In the years following, he built upon

this experience by taking on various jobs within the hotel
industry, working in almost every position imaginable . It
was with no surprise, therefore, that Sayani started his
own hotel management and franchise company in 1998
with the intent of building a corporate team that would
develop the operation into a leading North American
brand name. Today, Executive Hotels and Resorts oper-
ates and/or franchises 18 hotels along the western coast of
Canada and the United States. A third of these properties
involve corporate investment.

Building On Experience
“I’ve been in the hotel business for a long time,” says

Sayani, who recently re-privatized the company after a
stint on the Toronto Stock Exchange. “I privatized Execu-
tive about one and a half years ago. At the time I was an
80 per cent shareholder of the company and wanted to
have more flexibility over how I operated the company.
But the business model hasn’t changed.”

What also hasn’t changed is Executive’s highly respect-
ed corporate team.

“The corporate team has been together for a long
time,” he explains, adding that there are 14 seasoned pro-
fessionals who staff the corporate office. “They include
the human resources director, the food and beverage
director, hotel operations, sales and marketing people,
loyalty program and finance personnel - all of these peo-
ple bring depth of experience to the table. Most of them
have been here since day one. Together, they offer many
years of hospitality experience in both Canada and the
United States. This team has garnered a lot of respect in
the industry for our growth and branding expertise.”

This growth has been impressive - building from four
properties in 1998 to 18 today. Plus, there is the diversity in
geography. They cover large urban centres in western Cana-
da (Alberta and British Columbia), as well as the western
coast of the United States (California and Washington).

New builds/acquisitions are expected to come from
more city centres, such as Los Angeles, San Diego and
Kelowna, as well as another property in Seattle. Toronto
is also on the list of potential sites. Sayani anticipates that
its current Toronto sales office will be complemented
with an Executive Hotels and Resorts property sometime
soon. After that will come properties in cities like Ottawa
and Montreal.

“Toronto will most likely be our first east coast proper-
ty,” he says. “I’d say that it will happen in the next couple
of years.”

Of course, none of these new properties would be real-
ized if it weren’t for the hard-working efforts of the cor-
porate team.

“One of the strengths of this company and team is
the property-specific focus that they bring to the
table,” says Sayani. “Our strategic business plans are
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