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London’s The Squa.re turns one-bed flat into $multi-million company 

How Sid Narang and his team are making waves in the Serviced Apartment industry 

 

When he first rented out his London-based apartment, nobody could foresee that it would explode into 

a profitable business venture. 8 years later, Sid Narang finds himself as founder and CEO of The 

Squa.re - a company that offers high-quality serviced apartments to clients all over London, Dublin, 

New York and Paris. In such a competitive market, how has he managed to do it? 

 

Since 2008, CEO Sid Narang has been breathing new life into a flourishing industry that is expanding 

faster than any other segment of the UK hospitality market according to new research. Real Estate 

provider Savills and the Association of Serviced Apartment Providers (ASAP) forecast a growth in 

supply of 8.4% per annum by the end of 2017 based on known planning consents, outpacing the 6% 

anticipated for budget hotels and 2.6% average across all hotel types. 

 

From just a single property, The Squa.re Serviced Apartments increased their portfolio of porperties 

to 25, with a minimum occupancy ratio of 90% and recording £500,000 of sales in Q3 - over a matter 

of months. They now have hundreds of properties spanning over 5 major cities across Europe, 

America and Asia. 

 

“It’s important to remember that when we reached that first milestone in 2011, we acknowledged how 

we achieved it” Sid explains. “We made it imperative to invest and nurture those within the team, 

because those were the guys that helped drive the business forward and continue to do so this day.” 

 

Investing in having the right people on your side and sharing your vision sounds incredibly cliche and 

predictable; however a big part of their rapid rise has to be down to having lots of patience - not only 

with the market - but especially in development. “Absolutely!” Sid explains with an infectious 

smile “We are still working on ideas and innovations that we started 3 or 4 years ago - but the long 

term goal is to deliver something that noone else can offer to our clients; we listen to their needs.” 

 

2 years ago in 2014, The Squa.re hit the impressive milestone of occupying 100 apartments in London 

alone, with a revenue rate of $10m - a recognisable acheivement that won them the highly 

commended Booking.com ‘Industry Breakthrough’ Award.  

 

Today they find themselves 8 years old, with no signs of slowing down and plans in the pipeline to 

revolutionise the market for their members. With giants already in the market such as Airbnb and 

Booking.com being at the forefront - how do they plan on breaking through strong brands such as 

those? Their competitors popularity cannot be argued, however Sales Director Nathan Lovegrove 

thinks that it is a positive thing for the industry. “The positive impact of Airbnb on the serviced 
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apartment sector has been rather unexpected. It was previously touted as a big threat, but in fact it has 

helped raise the profile of alternative accommodation such as serviced apartments to prospective 

consumers. Travellers are becoming increasingly more open to concepts that are better aligned with 

their specific requirements. The serviced apartment sector looks set to become an established and 

well-recognised part of both the UK and global hospitality markets.” 

 

“We are not in a position to compete with the millions of dollars spent each year by those guys 

[Airbnb and Booking.com], but where I believe we are leaders, is in our technology and business 

models.” Sid says. “In a world of intense competition, we have a unique relationship within the 

communities we build - something we are incredibly proud of because it makes our business 

something so much more than just another serviced apartments provider. When we see families 

relocating and coming to events of ours - making new friends - we feel passionately about that 

positive experience, and make extra efforts to make moving to a new city less daunting. We value 

our people incredibly highly: Our team, Our Clients, Our Guests. That is what makes The Squa.re 

unique, and that’s what gives us the edge over every other competitor.” 

 

Having this close relationship with their clients and guests is all well and good, but as the company 

grows in size, then that connection with the client or guest is sure to fall away. How do they plan to 

make sure The Squa.re don’t become like everyone else? “Now that would be telling” he laughs, “But 

we are working on something which is really exciting - I can’t reveal all of our secrets! 90 percent of 

consumers conduct research on their mobile devices, so why not condense a lot of your unique 

services to be truly mobile friendly, all in one place? It’s what the majority of people want, and it’s 

another example of how we listen and stay connected with our clients and guests”. 

 

The team at The Squa.re take their relationships with their clients very seriously, and in a world 

where the consumer is king; it’s a refreshing and welcome approach to business - especially in the 

hospitality business. Their downloadable e-books are a series of guides for those looking to, or are in 

the process of, relocating to London; a collection of answers to questions that you wouldn’t 

necessarily have thought of surrounding tax rates, visa requirements, schools, grocery shopping and of 

course, where to stay. 

 

Back at my hotel, I find myself getting lost looking for my room. Once inside my room (typically 

generic, impersonal, and overwhelmingly mediocre), I find myself logging online in a bizarre quest to 

find a guide as to how I can get the television to work. Flustered and after getting nowhere, I call 

down to reception. No response. 

 

I think about Sid and his teams approach to their clients and guests - Their passion and infectious, 

warm personalities clearly make their guests feel as familiar as possible with their surroundings, 

whether it’s in his office or in one of their stunning apartments. 

 

Their mix of having a personal approach along with shrewd market knowledge makes them a service 

provider to really keep your eye on. I suppose you’re either there (like everyone else) - or you’re 

Squa.re 

 

The Squa.re Serviced Apartments are based in Fenchurch Street, London - offering fully equipped 

places in London that are never more than 400m from public transport. They also have Serviced 

Apartments available in Delhi, Dublin, New York and Paris. 

 



 


