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1.
The new Certificate in 

Hotel OwnershipTM (CHO) 
is now available.

AAHOA’s highly sought 
after CHO is back, and it’s 
better than ever. The new 
CHO has been recreated 

with all-new modules, 
industry-leading content, 

and a customizable 
all-digital platform. 

Learn more and get the 
promo discount code 
at aahoa.com/CHO.

2.
AAHOACON20 is around 

the corner!
We’re about one month 
away from the biggest 
event of the year for 
hotel owners. From 

networking and learning 
to inspirational keynotes 

and exclusive deals on the 
trade show floor, you don’t 
want to miss it. Register at 
aahoa.com/convention, 
and make plans to be in 

Orlando April 13-16.

3.
Find a Regional 

Conference & Trade Show 
in your area.

AAHOA has announced its 
2020 Regional Conference 

& Trade Show schedule. 
With at least one event in 
every AAHOA Region in 

2020, you’ll be sure to find 
one near you. Our regional 
events provide one of the 
easiest ways to network, 

learn, and make deals close 
to home. Visit aahoa.com/

eventscalendar to 
learn more.

4.
We’re headed to Hunter!

The Hunter Hotel 
Investment Conference, 

March 18-20, focuses 
on trends and emerging 

opportunities to help 
hospitality investors grow 

their business. With a 
first-ever AAHOA-hosted 

Young Professionals 
Networking Reception, 

and AAHOA Chairwoman 
Jagruti Panwala and 

President & CEO Cecil 
P. Staton lending 

their insights to the 
conversation, it’s an 
event you don’t want 

to miss. Learn more at 
hunterconference.com.

5.
AAHOACON certification 
programs offer hoteliers 

next-level learning 
opportunities.

In addition to a vast array 
of educational sessions, 

AAHOACON will also host 
many opportunities for 

professional development, 
including a Certification in 
Hotel Industry Analytics 
(CHIA) Program, Human 
Trafficking Awareness 

Training, Anti-Harassment 
and Implicit Bias Training, 
and Generation Z Training. 
Learn more and register at 
aahoa.com/convention.
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INDEPENDENCE IS AT THE HEART of the entrepreneurial spirit. While taking a risk to chart 
your own course in business can be a daunting yet exhilarating venture, the rewards are 
considerable. In the hospitality industry, hoteliers have options when building their business. 
Many choose to develop and/or operate a property by partnering with a brand, while others 

forego developing a relationship with a franchisor and pursue a course as an independent hotelier.
Franchise ownership has many benefits and is seen as one of the easiest on-ramps to small 

business ownership. In fact, more than 80 percent of AAHOA members own franchised proper-
ties. The support network and engagement that comes with signing a franchise agreement is 
significant, although issues such as amenity creep and ever-fluctuating brand standards can 
frustrate owners.

In my first venture into the hospitality industry, I purchased an independent property and, 
a few years later, a second independent hotel. I worked hard to make these properties profit-
able and deliver a guest experience that keeps people coming back. My family members in the 
industry provided me with an invaluable understanding of how the industry works, as well as 
the fundamentals of owning and operating a hotel. This was a great foundation for starting my 
business, but I knew there was so much more to learn.

It was around the time I bought my second property that someone suggested I check out 
AAHOA because it was a great resource for independent hoteliers. It so happened that the 2001 
AAHOA Convention & Trade Show was in Atlantic City, NJ, a short drive from my home. It was 
at that convention that I discovered just how much AAHOA could help provide me with many of 
the resources that I would otherwise get from a brand if I were running a franchised property. It 
helped me realize I was not alone.

As my career as a hotelier advanced, so too did the challenges I faced. AAHOA’s education ses-
sion in multi-property management helped me understand how I could run my two hotels most 
efficiently. The special partnerships AAHOA maintains with vendors not only gave me access to 
exclusive deals, they also broadened the number of vendors to which I had access and helped 
me lower costs by finding the best value. The networking opportunities at AAHOA events allowed 
me to connect with other hoteliers, discuss issues and obstacles, and learn more about how to 
make my business succeed. AAHOA’s events specifically for women hoteliers and independent 
hoteliers also helped me develop a close-knit network of hoteliers just like me where we could 
forge friendships, collaborate, and discuss strategies to make the most out of our hotels.

Independent hoteliers can also get the most out of their AAHOA membership by using 
MyAAHOA.com, the online portal for AAHOA members to access our industry-leading profes-
sional development tools, register for events, and share property information confidentially. This 
is perhaps the most important thing independent hoteliers can do, for the more specific AAHOA 
can be in talking about our members, especially ones with independent properties, the stronger 
our position will be when negotiating deals with OTAs and our vendor partners. Your information 
is confidential, and we will never share it without your permission.

AAHOA continues to build out its offerings for independent hoteliers. Whether it’s political 
advocacy on behalf of our industry, our vast archive of world-class education and professional 
development tools, discounted credit card transaction rates, free admission to more than 
200 events across the country every year, exclusive deals and vendor partnerships, or other 
products and services such as the AAHOA PMS, there is something for every hotelier. AAHOA 
provides a level of support that makes it easier for independent hoteliers to make money, save 
money, and protect their investment.� ■

Great risk, 
greater reward

LETTER FROM THE CHAIRWOMAN

JAGRUTI PANWALA 
AAHOA CHAIRWOMAN (2019-2020)

I worked hard 
to make these 

properties 
profitable and 
deliver a guest 

experience that 
keeps people 

coming back. My 
family members 

in the industry 
provided me with 

an invaluable 
understanding of 
how the industry 
works, as well as 

the fundamentals 
of owning and 

operating a 
hotel. This was a 
great foundation 

for starting my 
business, but 

I knew there was 
so much more 

to learn.”
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LETTER FROM THE PRESIDENT & CEO

I HAVE A DEEP APPRECIATION FOR entrepreneurs – the risk-takers who boldly pursue 
their passions and bring businesses to life. In fact, the ability to work with more than 19,500 
entrepreneurs is one of my favorite parts of my role as president and CEO of AAHOA. Whether 
you own a franchised property or an independent hotel, there’s nothing like the freedom 

that small business ownership affords you in pursuing your dreams, and AAHOA is here to give 
you the tools you need to make your business a success.

More than 30 percent of members have independent hotels in their portfolios. Many AAHOA 
Members got their start in independent properties and developed successful hotels without the 
assistance of brands. Independent hotels bring an important diversity to a marketplace that is 
dominated by franchised properties.

As many members know, one of the benefits of owning a franchised property is the vast 
resources that can come with a franchise agreement. Independent hoteliers, on the other hand, 
do not enjoy benefits like national advertising, reservation systems, professional development 
resources, and a built-in network of similarly situated hoteliers.

That’s why AAHOA’s member benefits are so important for independent hoteliers. We strive 
to provide them with many of the resources that would otherwise be provided by a brand. 
Professional development is one of the key tools with which AAHOA equips its members. Through 
the AAHOA HOTEL OWNERS ACADEMY™, members can access hundreds of webinars, education 
sessions, and trainings that cover key areas like revenue management and optimization, financial 
management, ADA compliance, marketing, human resources, and many more.

AAHOA also provides independent hoteliers with free access to more than 200 events nationwide 
each year, including the annual convention, 28 regional meetings, and more than 100 town halls. 
These provide valuable networking opportunities and the chance to meet with vendor partners 
face to face to determine what deals are best for one’s property. AAHOA also offers conferences 
specifically tailored for women hoteliers, independent hoteliers, and young professionals. AAHOA’s 
partnerships with more than 500 vendors gives members exclusive discounts with vendors such 
as Chase, HBO, Lowe’s, UnitedHealth Group, UPS, and Zonetail. Members also enjoy discounted 
credit card transaction rates offered by Chase, one of our longtime partners.

When I first joined AAHOA, someone told me, “At AAHOA, we lift each other up.” No hotelier 
should have to go it alone, and with AAHOA’s incredible member resources, no hotelier is ever 
on their own. We will continue working to provide our members with the tools and resources 
they need to thrive and support the entrepreneurial pursuits that make our industry and our 
nation great.� ■

CECIL P. STATON 
AAHOA PRESIDENT & CEO

Independent hoteliers 
bring the entrepreneurial 
spirit to AAHOA

No hotelier 
should have to 

go it alone, and 
with AAHOA’s 

incredible 
member 

resources, no 
hotelier is ever on 

their own.”

http://TODAYSHOTELIER.COM


932281_Embassy.indd   1 03/09/18   8:07 PM

http://embassycarpets.com
http://embassycarpets.com


12   | MARCH 2020 | TODAYSHOTELIER.COM

America’s hoteliers applaud the DOL’s 
ruling, for it provides franchise owners 

with a clear and straightforward 
joint employer standard. More than 

80 percent of AAHOA members 
own franchised properties. The 

franchise business model continues 
to serve as an on-ramp to economic 

empowerment for America’s 
entrepreneurs. Returning to the 

traditional joint employer standard 
gives owners the peace of mind that 

they will remain in control of their 
businesses.”

– AAHOA PRESIDENT & CEO CECIL P. STATON

Return to rationality: Department 
of Labor issues final ruling on joint 
employer status
by SEAN GROSSNICKLE

IN THE OPENING WEEKS OF 2020, the 
Department of Labor (DOL) issued a 
revision on its interpretation of joint 
employer status, altering the regula-

tions dictated by the Fair Labor Standards 
Act (FLSA) that determine whether an 
additional entity is considered jointly 
liable for another business’s employees. 
The updated regulations are projected 
to clarify the situations in which two or 
more businesses could be considered  
joint employers.

Up until 2015, the Joint Employer Rule 
under the FLSA had remained largely 
unchanged for 60 years. During the Obama 
Administration, revisions to the interpreta-
tion of joint employer status expanded its 
determining factors. This led the DOL and 
National Labor Relations Board (NLRB) to 
impose liability on businesses that had 
indirect or potential oversight over another 
business’s employees. Many businesses 
were roped into lawsuits and grievances 
filed against their business partners. This 
expanded interpretation had unintended 
consequences, particularly for franchise 
business models under which many hote-
liers operate.

Going into effect on March 16, 2020, 
this final ruling introduces a four-factor 
balancing test that clarifies the obliga-
tions of the franchisor-franchisee rela-
tionship while providing franchise owners 
with increased certainty about the own-
ership and control of their businesses. 
Previous rulings on joint employer sta-
tus harbored precarious situations where 
the franchisor may have assumed liability 
for the franchisee’s workforce, causing 
uncertainty that stunted new business 
developments and workforce expansions. 
The final ruling aims to provide clarity for 

business owners who are gauging their 
exposure to liability in potential joint 
employer partnerships.

“America’s hoteliers applaud the DOL’s 
ruling, for it provides franchise owners 
with a clear and straightforward joint 
employer standard. More than 80 per-
cent of AAHOA members own franchised 
properties. The franchise business model 
continues to serve as an on-ramp to eco-
nomic empowerment for America’s entre-
preneurs. Returning to the traditional joint 
employer standard gives owners the peace 
of mind that they will remain in control of 
their businesses,” AAHOA President & CEO 
Cecil P. Staton said.

The DOL stated that its updates to joint 
employer status under the FLSA will take 
effect this month, but AAHOA anticipates 
legal challenges to the DOL’s change in 
regulation, which may delay the ruling. 
The DOL’s final ruling, while a step in the 
right direction, does not represent a stable, 
long-lasting change in the joint employer 
status under the FLSA. Any sitting admin-
istration could revise or reverse the regula-
tion. To ensure systematic change to the 
joint employer status, AAHOA and other 
proponents of this final ruling will continue 
to urge Congress to pass sound, rational, 
and transparent legislation to determine 
joint employer status.� ■

GOVERNMENT AFFAIRS
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THE C-SUITE

Don’t bury your head in the sand
by MARILOU HALVORSEN

BEING A GOOD LEADER IS more 
than balancing a difficult budget 
or engaging an audience with a 
captivating speech. Although 

those experiences are wonderful when 
they happen, the truth is the most effec-
tive leaders I’ve known are people who 
stay in front of the sensitive topics most 
of us would rather avoid. Simply put, 
they don’t bury their heads in the sand 
and hope a problem will go away, or bet-
ter yet, foolishly convince themselves it 
will never really escalate. Instead, strong 
leaders heavily weigh each situation, get in 
front of the topic, and take action to gain 
some control.

EMPOWER YOUR PEOPLE
Many evolving problems can occur more 
often than not because we’re an industry 
comprised of people, and people can be 
unpredictable.

However, if trained properly, our work-
force can also evolve into a strong army 
that helps protect and thwart future prob-
lems as harrowing as human trafficking 
and sexual harassment.

PLAY OFFENSE, NOT DEFENSE
We’re living in an era where society 
believes social responsibility is more 
important than profits. I believe it’s our 
duty as communities, businesses, and 
association leaders to be willing partners 
in educating our staff on important and 
sensitive topics. Quite frankly, as business 
leaders, we tend to spend more time play-
ing defense than offense. We’re busy fight-
ing the numerous issues that affect our 
bottom line every day, such as minimum 
wage increases, paid sick leave, Airbnb 
growth, predictive scheduling, and dozens 
of other legislative bills shifting around in 
our state capitols. I’m not suggesting we 
ignore these battles. Quite the contrary, 
it’s our job to speak out and advocate on 
behalf of our industry. But when there’s an 
opportunity for us to show the compas-
sionate side of ourselves, we need to make 

sure we take advantage and get ahead of 
the topic.

GUILTY BY ASSOCIATION
It’s important to understand the hos-
pitality industry has been painted with 
the human trafficking brush. Airlines and 
many hotels have started comprehensive 
employee training to spot the signs. What’s 
also important to note is hotels are legally 
required to provide education to help stop 
this. However, the problem is mounting. 
This has led to one of the New Jersey 
Restaurant & Hospitality Association’s 
2020 association goals: To help craft a 
piece of legislation that would regulate the 
transient marketplace. In addition, we’re 
implementing a program to educate res-
taurant owners so they may educate their 
staff to see the signs of human trafficking. 
If we don’t face the fact it could happen 
anywhere, we’ll lose the opportunity to 
stop it somewhere.

One of my largest supporters, AAHOA 
has been in front of this topic for quite 
some time. The fact they took an early 
lead on this sensitive issue will no doubt 
position them ahead of others. Their bold 
action inspired me to add this topic to 
our Labor Summit this spring where I’ll 
address restaurant owners who may not 
have considered implementing such a pro-
gram. If we raise our heads high and speak 
out about what we are doing to help, we 
become less ignorant and more caring.

PUSHING THE PANIC BUTTON
Last year’s #MeToo movement jolted our 
nation to the prevalence of sexual harass-
ment surrounding us. Women and men 
came out in droves confessing to an array 
of harassment experiences in their lives and 
careers. A prime example of this was when, 
sadly, dozens of female gymnasts spoke 
out about inappropriate touching by their 
team’s physician. This discovery eventu-
ally led to an avalanche of sexual harass-
ment claims against the USA Gymnastics 
Organization, ending with the discovery 

of two decades of abuse and 368 women’s 
lives changed forever. Wikipedia refers to 
this moment as “undetected by a lax sys-
tem of oversight.” I call it bad leadership. 
Period. USGO leaders failed these women, 
many of them minors, as well as the orga-
nization. Teaching to recognize these prob-
lems helps curve the situation and gives 
victims the courage to come forward.

It’s not surprising to overhear our 
industry described as a hotbed for sexual 
harassment. In fact, at the height of the 
#MeToo movement, a salacious feature 
article appeared in my state titled “Sex, 
harassment and abuse: An Inside look at 
the dark side of N.J. restaurants.” We need 
to change this, or better yet, end it com-
pletely. It starts at the top, with us. We need 
to push employee education about what 
constitutes harassment and ensure those 
who could be vulnerable are safe. I recently 
worked with my state’s legislature to pass a 
bill that would require all New Jersey hotel 
rooms to instill panic buttons. This will not 
only benefit hotel staff, especially house-
keepers, who, sadly, receive the brunt of 
sexual harassment, but also guests. We 
need the public to know that we will always 
choose safety over the bottom line.

BE FIRST AND BE LOUD
It’s exciting for all of us to know that we 
have the chance to tell great stories about 
the people we employ and the opportuni-
ties we provide. Part of what makes a good 
leader is advocating for those in need while 
staying alert to all activities going on in our 
businesses so we can stand up and protect 
our employees. By having knowledge of all 
parts of the hospitality industry, good and 
bad, we can establish the change we want 
to see.� ■

Marilou Halvorsen 
is the president and 
CEO of the New Jersey 
Restaurant & Hospitality 
Association (NJRHA).
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Legislators 
on the Hill 
gear up for 
REAL ID 
deadline

by SEAN GROSSNICKLE

ARE YOU #REALIDready?
The U.S. Department of Homeland Security will begin enforcing the REAL ID Act on Oct. 1, 2020. To learn more about the policy and how you 
can help spread awareness, visit www.ustravel.org/toolkit/real-id-toolkit.

AUTHORS OF THE LETTER

Sen. Roger Wicker (R-MS) 
Chairman of the Senate Committee on Commerce, 
Science, and Transportation 
Sen. Maria Cantwell (D-WA) 
Ranking Member of the Senate Committee on Commerce, 
Science, and Transportation 
Sen. Ron Johnson (R-WI) 
Chairman of the Senate Homeland Security and 
Governmental Affairs Committee 
Sen. Gary Peters (D-MI) 
Ranking Member of the Senate Homeland Security and 
Governmental Affairs 
Rep. Bennie Thompson (D-MS) 
Chairman of the House Committee on Homeland Security 
Rep. Mike Rogers (R-AL) 
Ranking Member of the House Committee on Homeland 
Security 
Rep. Peter DeFazio (D-OR) 
Chairman of the House Committee on Transportation 
and Infrastructure 
Rep. Sam Graves (R-MO) 
Ranking Member of the House Committee on 
Transportation and Infrastructure

COMMON GROUND PROFILES MEMBERS OF opposing par-
ties who are working together to advance issues important 
to hoteliers.

THE ISSUE
On Oct. 1, 2020, the Transportation Security Agency will enforce 
the final phase of the 2005 REAL ID Act, requiring U.S. citizens 
of age 18 or older to present REAL ID-compliant identification 
when flying domestically. The security standards set by the REAL 
ID Act trace back to the recommendations of a bipartisan 9/11 
Commission, which proposed the policy to improve homeland 
security, combat fake identifications, and reduce cases of fraud. 
However, this means any traveler without a REAL ID-compliant 
driver’s license or other sanctioned identification will be barred 
from entering security checkpoints at airports across the country. 
According to the U.S. Travel Association, 57 percent of Americans 
are unaware that REAL ID requirements begin on October 1, and 
72 percent of Americans do not have or are unsure if their license 
is REAL ID-compliant.

COMMON GROUND
In the House and Senate, legislators on both sides of the aisle 
share immense concern for travelers given just how many 
Americans seem uninformed on the upcoming REAL ID dead-
line. On January 24, Sen. Roger Wicker (R-MS) and a group of 
Democratic and Republican lawmakers co-authored a letter to 
the Secretary of the Department of Homeland Security (DHS) 
highlighting issues with low public awareness and the potential 
for crippling disruptions to domestic air travel. The DHS has reaf-
firmed that it will not extend the deadline despite these concerns. 
This bipartisan, bicameral group of legislators intends to raise 
public awareness of the REAL ID deadline and solidify contingency 
plans to mitigate obstructions for unsuspecting travelers.

“DHS’s efforts will play a crucial role in ensuring that the public 
is aware of the deadline and takes the necessary steps to acquire 
compliant identification. Additionally, it is critical that the depart-
ment do everything possible to ensure that Americans are not 
needlessly prevented from boarding flights to engage in business 
and tourism and visit family and friends. DHS should also develop 
contingency plans to deal with disruption at airports.”

– Excerpt from the letter to the Secretary of DHS, Dated 
Jan. 24, 2020� ■

http://TODAYSHOTELIER.COM
http://www.ustravel.org/toolkit/real-id-toolkit


995223_Chase.indd   1 1/14/20   10:24 PM

mailto:lodging_team@chase.com
https://pages.paymentsolutions.chase.com/AAHOA.html


16   | MARCH 2020 | TODAYSHOTELIER.COM

FEATURE

Q&A with Bijal Patel: 
Success is a team effort

The future may be blurry, but the youngest 
to chair CHLA knows we accomplish more 

when we work together
by ADAM WEBB

BIJAL PATEL IS SOMEWHAT OF A DUAL THREAT. HE’S NOT ONLY THE YOUNG-
est chairman of the California Hotel & Lodging Association in history, but 
he’s also the first Indian-American to serve on the board. A third-generation 
hotelier, it seemed only natural that Patel’s career would lead him to this 
momentous position.

Patel took the time to share with Today’s Hotelier what this career advance-
ment means to him, how people can get involved in their community’s hospitality sector, and 
what he sees for himself and AAHOA in the future.

I like to say that when my mother’s life as a hotelier ended, my life as 
a hotelier began.

In case that sounds overly dramatic, let me share the very important 
truths behind those words.

I am a third-generation hotelier. My grandparents immigrated from 
Kenya and London to San Francisco in the early 1970s, becoming hotel 
owners. Then, in the 1980s, my parents emigrated from London to San 
Francisco, also becoming hotel owners, so I learned the hotel business 

from an early age with hands-on experience at our family’s property.
However, by my early teens, I had no intention of following my mother and father 

into hospitality. My mother was a pioneer in our industry – the first woman to hold 
an executive position on the advisory board of the Econo Lodge Franchise Association and going 
on to serve as president of ELFA 2005-2006, even while she valiantly battled pancreatic cancer.

But then she died at a much-too-young age. I was only 16 when I lost my mother and when 
I saw my father lose both the love of his life and his partner in business. I immediately wanted 
to support my dad, emotionally as well as professionally. And I did.

Working together with my father became a powerful bonding experience for the two of us 
and it became a life-changing lesson for me.

From an early age, my parents taught me the Indian philosophy of “seva” – of giving back. 
I was reminded that too many people are willing to “take” like they’re entitled, while too few 
people remember to “give” like they’re obligated. Perhaps this explains why I’ve been active 
for the past five years in the leadership of both CHLA and AAHOA, including as a member of 
AAHOA’s Young Professionals and as an Ambassador for the North Pacific Region.

For me, serving our industry is in my DNA.

How did you get your 
start in AAHOA? What made 

you decide to pursue the 
hospitality industry?

We have to remember that 
a number of regulations 
are now being set at the 
city and state levels of 
government. If we want 
to protect our industry, 
our focus has to be on 
working with AAHOA’s 
state partners around the 
country to fight off bad 
legislation.”
 – BAKULESH (BUGGSI) PATEL, 
AAHOA PAST CHAIRMAN; OREGON 
RESTAURANT & LODGING 
ASSOCIATION PAST CHAIRMAN

http://TODAYSHOTELIER.COM
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Bijal, his mom, and his father built a family business 

together before his mother’s untimely passing. Bijal giving his speech upon becoming Chairman of CHLA.

Vinay Patel, Immediate Past Chair of NCRLA and CEO of SREE Hotels, was 
instrumental in AAHOA and NCRLA collaborating on goals and initiatives 
to better the hospitality industry. Vinay’s work with AAHOA and NCRLA 
is another example of what can be achieved when we all work together. 
Photo courtesy of NCRLA.

What does 
it mean to you to not only 

be the youngest association 
chair for an organization 

like CHLA, but to also be one 
who’s a minority?

What was the 
most challenging obstacle in 
your career so far? Was there 

anything that came easier 
than you expected?

Professionally, it’s a high responsibility and a rare opportunity.
The responsibility is to serve our members in a way that makes 

CHLA even more valuable for them. We are hoteliers because we 
are passionate about our industry – we enjoy caring for travel-
ers and we want to do our job even better, for our guests and 
for ourselves.

The opportunity is to achieve progress on my three focus 
areas. First, attracting more young people to hospitality as a 

career; second, continuing and enhancing our fight against ADA nuisance 
lawsuits; and third, expanding workplace safety through voluntary mea-
sures rather than mandated regulations.

My plans are ambitious, but they are realistic and achievable. Above all, they 
will benefit our members financially so they can be more effective in managing 
their money and assets.

On a personal level, I am very honored, privileged, and humbled to become the 
youngest chairman ever of CHLA and only the third Asian-American. And I am ready.

My most challenging career obstacle was joining my father in 
business when I was just 16 after the traumatic death of my mother, 
his wife and business partner.

I was still in high school at the time, but I was suddenly respon-
sible for managing the renovation and brand conversion of our 
hotel. It was a half- million-dollar project and it showed me how 
challenging as well as how rewarding hospitality can be.

I signed my first franchise agreement when I was 18. I earned 
my Certified Hotel Administrator (CHA) designation at age 20, and I began 

an active partnership with Choice Hotels and Marriott International that 
continues today.

The U.S. Navy SEALS have a saying that I embrace as a hotelier – “The only easy 
day was yesterday.” For me, it’s a reminder that our industry is not for the meek 
or the weak. It’s for people who are patient and persistent. It’s for people who 
are “overcomers,” those who devote themselves to working a little harder and a 
little smarter every day.

“Being an active member 
in my state association has 
allowed me to not only stay 
on top of legislative issues 
that would negatively impact 
our industry, but it also 
provided a forum for me to 
advocate directly with key 
decision-makers on behalf 
of my business. In a state 
like California, this process 
is of utmost importance 
and a foundational piece 
of our political system. 
As a former chair of the 
California Hotel & Lodging 
Association, I gained an 
appreciation for the different 
yet similar perspectives 
that other stakeholders 
(larger corporations, 
brands, educators, vendors, 
management companies) 
had related to these same 
issues. Overall, the experience 
broadened my knowledge of 
our wonderful industry and 
helped me protect it from 
legislation that would impact 
our future.”
– BIMAL PATEL, CALIFORNIA HOTEL & 
LODGING ASSOCIATION PAST CHAIRMAN
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If you’re in the hospitality business and own assets and not engaged your state association, you’re really not protecting your 
business. Legislators need to hear your stories of how hard it is getting to run your business with all the new rules and regulations. 
If you don’t get involved, then legislators don’t know how these impact your business. Believe it or not, legislators do want to hear 
from you and hear your stories. Trust me, it makes a difference when they hear from you…. Experience has shown me that when 
we speak up as a group in DC or in N.J., we are able to stop bad legislation and protect our businesses. Advocating and having 
your voice heard is very important to your businesses, but other tools are offered by state associations, like education and special 
vendor programs, will also save you money and bring more tools to you and your employees. Get involved and get your voice heard 
to protect yourself, your family, and your business.”
– BHAVESH PATEL, AAHOA PAST CHAIRMAN, NEW JERSEY RESTAURANT & HOSPITALITY ASSOCIATION VICE CHAIRMAN

The hotel business has become incredibly sophisticated, so CHLA 
and AAHOA are essential support systems. These groups 
provide the learning skills and the networking resources 
that can help every hotel owner operate in a smarter, more 
effective way by properly using technology, by carefully 
managing people, and by innovatively funding renovation 
or construction projects.

Young people can benefit from others who have experi-
enced the same problems or feelings they are experiencing 

and who have suggestions and solutions to offer. You can benefit from 
formal professional education courses and workshops, as well as 
from informal discussion and sharing.

My advice is to attend meetings at the local, state, and national levels. 
Serve on committees and in leadership positions. Run for office. Get involved. 
Because the more you put in, the more you will get out.

I’m especially proud that our associations are places of inclusion, where 
women are active as members and as leaders. Some of our brightest and 
most capable owners are women, and their roles continue to grow.

I sometimes use the term “actionpreneur” to describe members who 
become engaged in their associations. Alone, none of us can achieve very 
much. But together, we can go over, under, around, and through the obstacles 
we face at our properties. Together, we can be a whole lot more successful.

Yes, hoteliers struggle every day with many financial and operational chal-
lenges. But hospitality is still one of the best ways to earn a living in America 

today, thanks in large part to CHLA and AAHOA.

My crystal ball is a little fuzzy, so I hesitate to make predic-
tions for myself or for our industry. It’s especially dangerous 
to predict things for a business as challenging, competitive, 
and ever-changing as ours.

I can say that I don’t want to simply live my life, I want to 
build my life. For me, that means doing things in both my 
personal and professional dealings that make an impact, 

that make a difference. Not just for myself but to help others launch 
their own version of the American Dream.

Life is about more than chasing a buck, it’s about chasing hopes and 
dreams. So, I get great satisfaction when I can help others pursue their goals.

As for the future of CHLA and AAHOA, nobody goes into business to be 
average. We become hoteliers so we can be extraordinary hoteliers. CHLA 
and AAHOA are experts at delivering the services that put the “extra” into 
your career. They help us deal with challenges that range from labor practices 
to government over-regulation to brand fairness.

The challenge for CHLA and AAHOA is to always stay relevant for members. 
Their job as associations must be to make our job as owners easier and 
more successful.� ■

What would you tell 
younger people looking to 

join associations like AAHOA 
or CHLA? What’s the best way 

for them to get involved?

What’s your 
outlook for yourself over the 
next few years? Where would 

you like to see AAHOA and 
CHLA go?

“As a hotelier, it is critically 
important to become 
involved in your professional 
community. Joining your state 
lodging association gives you 
critical access to important 
statewide information and a 
network of leaders that are 
influencing our industry. You 
also have the opportunity 
to see how external forces 
impact your business. As 
chairman of the Texas Hotel 
and Lodging Association, I saw 
first hand the importance of 
advocacy on our industry and 
on my businesses. Working 
with President and CEO Scott 
Joslove, his exceptional team, 
and our high performing board 
of directors, we were able 
to share the amazing story 
of economic development 
and job creation with our 
legislators and ensured they 
kept us at the top of their 
minds as they reviewed rules 
and regulations that impacted 
Texas hoteliers. I urge all hotel 
owners to complement their 
AAHOA membership with 
membership in their state 
lodging association and aspire 
to join the leadership ranks in 
each one.”
– PRATIK PATEL, TEXAS HOTEL & LODGING 
ASSOCIATION PAST CHAIRMAN
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The independent hoteliers 
guide to partnering with 
construction companies

From trends alerts to tax credits, here’s how the 
right partnership with a general contractor can 

keep profits up and maximize ROI
by ALICIA HOISINGTON

FINDING A QUALITY GENERAL CONTRACTOR FOR 
your next hotel project might seem like a daunting 
task amid an environment of skilled labor shortages 
and new construction seemingly happening on every 
street corner. But sources say the feat isn’t impos-
sible with a little know-how and some dedication.

CAST YOUR NET
It starts with establishing relationships, according to Eric Bullion, 
vice president of Pepper Construction Group in Chicago, IL. “The 
best way is to establish a relationship early on in the process. 
When you are thinking about doing a project, determine what 
kind of contractor you want to work with, and then pick someone 
you want to partner with,” he said.

For independent owners and operators, Bullion suggests 
attending local summits or conferences that feature sessions 
on hospitality or commercial real estate. “That’s a great way to 
connect and understand the market and meet those familiar 
with the local area,” he said, adding that general contractors are 
attending these events just as frequently as owners in order to 
make connections and drum up business.

Beyond attending events, Bullion advises it’s wise to cast a net 
out to your own network of fellow owners and architects. “A lot of 
the connections we make start with, ‘I was talking to so-and-so 
who is going to renovate or build,’ and we figure out how to reach 
out to them,” he said. “Owners should put out feelers to their 
network and connect that way.”

Alan Rae, general manager of independent Hotel Clermont in 
Atlanta, GA, who was involved from the beginning of the prop-
erty’s adaptive-reuse process, says that the relationship with 
the construction company needs to start before shovels hit dirt. 
Early partnership can be especially helpful for hoteliers who are 
seeking tax credits. Hotel Clermont, managed by Charlestowne 
Hotels, took advantage of a tax credit allowance for historic 

structures. Rae says the construction company for the project 
acted as a partner in the process, joining in on conversations 
with the historic and preservation societies.

“It was a collaborative effort and the construction company 
made sure we weren’t making promises that we couldn’t keep,” 
Rae said. For example, the hotel’s building housed a historical 
staircase that the historic society wanted to preserve. However, 
the construction company brought valid concerns to the table 
about violations with local code. “Because that conversation 
took place at the very beginning of the project, we were able to 
navigate those challenges from the get-go.”

And because the company was local to the area, Rae says the 
team was aware of all the rules and codes – a benefit to partnering 
with a local firm. “On other projects, we’ve worked with bigger 
companies, but there was a disconnect with what was happen-
ing locally,” he said.

Additionally, he says any project will face its red tape, and local 
companies have connections in the area to help cut through it. 
“They know who to call. The construction company is critical to 
making sure you get the right permit and speak to the decision-
makers so you’re not getting lost in an email inbox,” Rae said.

PARTNERING ON PROFITS
Working with the right construction partner also can lead to 
increased return on investment, sources say. Construction com-
panies stay up to date on the latest trends, understand how to 
work with designers, and hold the expertise and lessons learned 
from other projects that they can share with clients as a guide 
to save money.

“Owners and developers are hiring us to spend their money, 
and we want to spend their money as wisely as possible and 
how they would spend it,” Bullion said. That’s why he reiterates 
being engaged as early as possible is key. “We can understand 
their design and know how to do something more efficiently.”

http://TODAYSHOTELIER.COM
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For example, if the design team wants guestroom floors to 
have a wood-look to them, he says the construction company 
can suggest reasonably priced options. Luxury-vinyl tile that 
mimics wood would be more affordable at $8 per square foot 
vs. real hardwood floors at $28 per square foot, he says. “We 
understand the trends and where today’s markets are going. It’s 
things like not putting carpet throughout rooms because that’s 
not what guests want.”

Bullion adds that hiring a general contractor pre-construction 
does cost some money – at his firm, about $100,000 for a feasibility 
analysis – but it can lead to a clear ROI before costly decisions are 
made. He cites a recent project where the mechanical engineer 
designed a $700,000 system at a 125-key hotel that would typi-
cally cost about $150,000.

“Because we were on board doing pre-construction we advised 
owners on the specs for what they needed and saved them close 
to $600,000,” Bullion said. “It’s our role to advise owners of what 
certain choices can mean so they can make an educated deci-
sion. “Should I spend more money on this feature because it’s 
going to give back more in revenue when we open? We can help 
answer that.”

KNOW YOUR TAX CREDITS
Rae says these partnerships and relationships are critical when 
going after tax credits, too. Hotel Clermont wouldn’t have 
been opened without the $5-million credit it received, but that 
high-value credit wasn’t always known to the team. In 2015, 
the Georgia General Assembly passed House Bill 308, raising 
the maximum tax credit allowance for historic structures from 
$300,000 annually to $5 million. That change gave the green light 
the project needed, and Rae says it wouldn’t have been discovered 
if that local knowledge from the team were lacking.

“As much as there are national tax credits, this wouldn’t 
have happened if this local tax credit weren’t researched and 

discovered,” Rae said. “Local rela-
tionships between owners and the 
construction company and all the people on the ground made 
it possible.”

But once those tax credits are awarded, Rae says the construc-
tion company can help navigate the process and find a balance 
so that all the revenue-generating elements of the hotel that 
lead to high ROI can fit within the context of the requirements. 
He points to Hotel Clermont’s rooftop bar.

“There were lots of restrictions of what can be visible on the 
exterior of the building,” Rae said. “We had to make the decision 
of whether we installed a rooftop bar that’s covered with rentable 
space for 12 months of the year, or do we work with the historic 
society and not build a fully visible rooftop, which means it’s 
only usable in the summer months. We had to balance tax credit 
requirements vs. long-term profitability.”

With the construction company’s guidance, the team decided 
to meet credit conditions with a semi-covered space that wasn’t 
visible from the street, giving them the ability to open up the 
space for the entire year in order to drive revenue.

“The construction company helped to figure everything out 
because none of us had the answers,” Rae said. “It was a collab-
orative project, and they could draw on their experience from all 
their different properties throughout country and implement the 
best practices. The construction company helped come up with 
creative solutions.”� ■

The rooftop bar at Hotel 
Clermont offers views 

of Atlanta’s skyline, 
but is semi-covered for 
year-round use options.
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TAKING THE FIRST STEPS
Knowing where to start can be the hardest step for 
independent hoteliers who do not have the support of a 
franchise’s opportunities. When looking for construction 
companies, take the following steps first:

	Network: Look to your own personal network of 
hoteliers and ask who they might recommend.

	Look for cost-effective measures: You’re going 
to spend money. But look for companies who offer 
cost-effective solutions for what you may want, such as 
offering vinyl that looks like wood vs. real wood floors.

	Know your tax credits: States vary in the amount 
and qualifications in tax credits for businesses and 
hospitality. Look into tax credits that may be available 
in your area.
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Being your own PR team
3 strategies for independent hoteliers 
looking to gain media exposure and a 

competitive edge
by NICK FORTUNA

ATTY BAIRD, WHO OWNS THE CEDAR HOUSE 
Sport Hotel in Lake Tahoe, CA, with her husband, 
has grown accustomed to moochers requesting 
a free meal or a free night in her hotel. But as an 

independent hotelier competing with well-known 
brands, she doesn’t just dismiss such brazen requests out 
of hand.

In January, Baird was expecting a visit from several travel 
bloggers based in San Francisco who routinely leverage their 
tens of thousands of Instagram followers to fill their bellies. 
These Instagram influencers have carved out a pretty good gig 
for themselves. As long as they post a few good pictures of what 
they are eating, where they are staying, and write up a richly 
detailed review, they can dine like wealthy tourists and stay in 
the nicest digs.

Baird agreed to host these travel bloggers only after perform-
ing some due diligence online. They had indeed built large fol-
lowings on Instagram, and their prior posts looked inviting and 

professionally crafted. If one free 
meal could put her hotel in front 
of thousands of eyeballs, then by 
all means, fellas, bon appétit.

“It happens constantly,” Baird 
said of requests from freeloading 
bloggers. “We’re always being hit 
up by influencers, so you have to 
make sure it’s worth it to give them 
a free night or two in your hotel to 
be seen by their followers. It’s a little 
tricky, but some influencers really 
do have huge followings, especially 
in the travel sphere. It’s a tradeoff. 
If they’re willing to come midweek, 

when I have more flexibility, then why not? The meal that I comp 
them will cost me maybe a hundred bucks.”

In the bygone era of thick newspapers and full newsrooms, 
independent hoteliers and other prominent local businesses 
had an easier time spreading the word about their events and 
milestones. But these days, with many newspapers floundering, 
effective media relations require more hard work and creativity.

Here are some tips for independent hoteliers about building a 
media contact list and using it to their advantage:

FIND OUT WHO MATTERS
Print publications might be few and far between, but 

there’s no shortage of media outlets covering the hospi-
tality and tourism industries. Social media sites like Instagram 
allow users to tell visually compelling stories through pictures, 
and some people have turned that into a handsome living.

Take, for example, Kiersten Rich, who quit her job in corporate 
finance in 2011 to write a blog catering to solo female travel-
ers named “The Blonde Abroad.” The blog features travel tips, 
packing guides, videos, and photos from more than 70 countries 
and has made Rich one of the world’s top 10 travel influenc-
ers, according to Forbes. With more than 566,000 followers on 
Instagram, her audience is larger than most newspapers, so 
giving her a free stay in exchange for some publicity sounds 
like a bargain.

By searching Instagram and popular travel blogs, independent 
hoteliers can determine whether it’s worth it to reach out to travel 
influencers. Hotels also should capitalize on social media when 
hosting musicians, authors, artists, and other newsmakers for 
events, said Barbara Malone, who owns the independent Hotel 
Sorrento in Seattle, WA, with her husband.

“Like everyone else, we’re chasing after followers on social 
media platforms and making sure that we’re aligning ourselves 
with people who can spread the word a little bit farther than us. 
If we can generate a few hundred more followers as the result of 
something we do, that’s great for us,” Malone said. “As an inde-
pendent hotel, we just have to be tenacious, and through social 

The Cedar House Sport Hotel’s patio is one of the property’s many 
examples of “Instagrammable” hang out spots.
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  6-MINUTE READING TIME

media, you really can have access to influential people through 
direct messaging. If you have something interesting to say and 
you’re a respected property that’s known, you generally get a 
response from people.”

DON’T FORGET TRADITIONAL MEDIA
Print media still matters. Most newspapers publish a 

calendar of local events and attractions and have an 
email address where local groups and businesses can submit 
their news. But don’t stop there.

Determine which reporters cover hospitality and travel or 
write feature stories and which editors are responsible for those 

sections. Keep their contact information 
close at hand, reach out when you 

have something worth shar-
ing, and interact with them 

on social media. With most 
newsrooms experiencing 
layoffs in recent years, 
review these publica-
tions regularly and update 
your list to reflect staffing 

changes. Journalists often 
move around to different pub-

lications or to different roles in 
the newsroom.

“Building that list takes a lot of effort 
because you literally have to go through each publication, and 
there are a lot of publications,” Malone said. “You just have to 
really focus on those where you know you’re going to reach the 
most people who could be potential clients for you.”

Local media can be a gateway to huge audiences since inter-
esting local stories routinely get picked up by national media. 
That’s what happened for the Hotel Sorrento and its popular 
silent reading parties, held on the first Wednesday of each month. 
Visitors line up out the door to enter the cozy Fireside Room, with 
its fireplace and homey feel, and then devour books and adult 
beverages while enjoying the live piano music.

The events were first featured in the local weekly newspaper 
The Stranger, which led to mentions in the San Francisco Chronicle 
and Forbes.

If a rival hotel gets a nice write-up in the press, reach out to the 
same author and publication. Since freelance writers get paid by 
the assignment, they are likely to pitch their editor a story about 
your hotel if they are confident that they will have something 
good to write about.

BE ACTIVE IN YOUR COMMUNITY
If national media are working on stories about places 

they haven’t visited, it’s common for reporters to con-
tact the local chamber of commerce, convention, and visitors 
bureau or destination management organization to get the lay 
of the land.

When writers ask these resources where they should stay in 
town, you want your hotel to be top of mind, so get out there and 
meet these people, and let them know you’re media friendly. Most 
respected media outlets won’t accept free rooms or meals for 
ethical reasons, but they typically will appreciate a discounted 
media rate, and some are just fine with a freebie.

Baird said independent hoteliers should consider hosting net-
working events for their chamber of commerce since those events 
may draw media professionals.

“A lot of towns have contracts with PR firms, so it’s a matter 
of forming those relationships and letting them know what your 
services are and that you’re available,” she said. “Often, the town 
itself wants media attention, and knowing that, they will contact 
you to help promote something that may gain media coverage. 
That comped room is peanuts compared to the possible media 
attention you’ll receive.”

To the extent possible, independent hoteliers should attend 
community events they know will draw media professionals 
so they can make those connections and build relationships 
over time, Malone said. Even better, become a part of commu-
nity events like charitable fundraisers, which are likely to get 
local media coverage and could be picked up by larger outlets, 
Baird said.� ■
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Determine which reporters 
cover hospitality and travel or 

write feature stories and which 
editors are responsible for those 

sections. Keep their contact 
information close at hand, reach 

out when you have something 
worth sharing, and interact with 

them on social media.”

Hotel Sorrento’s Fireside Room 
provides a cozy atmosphere for 
events and activities.
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For nearly 50 years, Red Roof has proven value and quality can exist on the same piece of real estate. 
And partnering with us gets you our signifi cant brand awareness, veteran management team and an 
owner/operator perspective that comes with managing over 100 properties ourselves. Meaning we and our 
franchisees have our eyes on the same prize. So, it’s no surprise Red Roof’s franchisee satisfaction is at 90%3.

To learn all of the benefits of doing business with Red Roof, 
contact Matt Hostetler, SVP Franchise Sales & Development
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FEATURE

Creating pathways for women
She Has a Deal makes way for new pitches that 

could change the hotel industry
by SUSAN BARRY

TRACY PRIGMORE SPENT 20 YEARS AS A HEALTH 
care executive. When a financial advisor sug-
gested she read “Rich Dad, Poor Dad,” the mes-
sage of the book clicked. Tracy decided her 
financial future could not rest on her health 
care salary alone, so she embarked on a jour-

ney into real estate investing that ultimately led to founding 
TLTsolutions, a real estate acquisition and development firm 
that invests in hotels.

THE SOBERING TRUTH
As Prigmore worked to make hotel ownership more attain-
able for underserved investors, she quickly learned access 
to information and mentorship was held closely within the 
male-dominated field. “It was challenging to create the connec-
tions and access the networks, which is one of the key barriers 
preventing women from advancing in the field,” Prigmore said. 
“Furthermore, as I meet aspiring hotel owners, they express the 
same eagerness to gain the knowledge and experience needed.”

At first, Prigmore focused on increasing the number of women 
and black hotel owners through her own company by shar-
ing her knowledge with partner investors. But when she read 
Fidelity Investments’ 2018 “Women and Investing Study,” she 
was compelled to do more.

My objectives are to expose women 
to hotel ownership and development 

early in their careers, educate them 
on how to analyze and structure a 

deal, and create a forum for cultivating 
professional relationships that lead to 

mentorship and future collaborations.”
– TRACY PRIGMORE, FOUNDER, SHE HAS A DEAL

Less than a quarter 
of women are 
comfortable with 
their knowledge 
of investing, 
according to a 
study by Fidelity 
Investments.
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“I knew the number of women real estate investors was low 
based on my own experience and observation within the indus-
try,” Prigmore said. “In the Fidelity Investments study, I learned 
that less than a quarter of women are comfortable with their 
knowledge of investing. If you consider that women typically 
outlive male partners, this is an alarming statistic. Just as it’s 
important for us to push for wage parity, it’s equally as important 
to educate ourselves about investing.”

She Has a Deal was born. Conceived as a hotel investment pitch 
competition for women in the early stages of their careers, She 
Has a Deal is so much more.

“I want to create new pathways to hotel ownership and devel-
opment for women, and while this mission is organized around 
our pitch competition, we are providing educational sessions, 
exposure to the business, inspirational examples, and a powerful 
network for our participants,” Prigmore said. “They are meeting 
the mentors and collaborators that will support their efforts long 
after the competition is over.”

HOW DOES IT WORK?
Early careerists – defined as students or recent graduates – 
applied to participate in the pitch competition in fall of 2019. A 
total of 17 teams were accepted, made up of between one and 
three participants each, and there are a total of 35 women from 
12 schools. From December through February, the participants 
attended a series of Master Classes that walk them through the 
process of sourcing, evaluating, financing, and pitching a hotel 
investment deal.

She Has a Deal provides a financial model to assist the competi-
tors in their search for the best hotel deal. And it’s not just a deal 
on paper: The pitch teams are finding, evaluating, and proposing 
real hotel deals, with the chance to win $50,000 in deal equity.

This month, pitchers will present their deals via web conference 
to a panel of industry experts. The judging panel is intended to 
mirror the variety of potential investors in a hotel deal with fund 
managers, real estate investors, hotel brands, and individual 
investors all represented.

After hearing all 17 pitches, the panel of judges will select 
four finalists to move on to the final, live pitching round. Those 

four teams will come together next month at Hilton’s Innovation 
Gallery in McLean, VA, to pitch their deals before a live judging 
panel and audience. “It’s like ‘Shark Tank,’ without the sharks,” 
Prigmore said.

INDUSTRY-WIDE EXCITEMENT
The support of the industry has been impressive. Both Marriott 
International and Hilton Worldwide are founding sponsors, and 
firms like legal advisors Greenberg Traurig and ZDS Architectural 
Design also are on board.

Next month, She Has a Deal will host a three-day event 
(April 23-25) that includes a Hotel Investor Master Class open to 
men and women, presentations from inspirational women in busi-
ness, and an awards luncheon at which the winning pitch team 
will be announced. All of the pitch teams will attend in order to 
network with industry leaders and each other and to be recognized 
for their completion of the She Has a Deal program.

“We will inspire and connect women by facilitating education 
and experiences that will help them achieve their ambitions,” 
Prigmore said. “My objectives are to expose women to hotel 
ownership and development early in their careers, educate them 
on how to analyze and structure a deal, and create a forum for 
cultivating professional relationships that lead to mentorship 
and future collaborations.”� ■

If you are interested in attending either the Hotel Investor Master 
Class or the She Has a Deal awards luncheon, tickets are available at 
www.shehasadeal.com/tickets.

  5-MINUTE READING TIME

TOP OF THE CLASS
Master Classes are taught by hospitality industry luminaries: 
experts in the field with real-world experience and advice. 
Some of the topics covered in the She Has a Deal Master 
Classes are:

	How to work with a broker
	How to analyze supply and demand in a market
	How to use industry reports such as STR and Kalibri Labs’ 
Trendline Report

	How to read a hotel financial statement

I want to create new pathways to hotel 
ownership and development for women, and 

while this mission is organized around our pitch 
competition, we are providing educational 

sessions, exposure to the business, inspirational 
examples, and a powerful network for our 

participants,” Prigmore said.
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THERE ARE TWO MAJOR 
approaches to analyzing a lend-
ing transaction that carry con-
trasting levels of risk. Banks 

and other recourse lenders evaluate the 
borrower’s global cash flow. They analyze 
the individual’s tax returns and all of his 
or her income sources. Conversely, alter-
native and nonconventional lenders who 
provide nonrecourse financing, focus on 
the property that is serving as collateral 
for the loan. These lenders are primar-
ily concerned about the viability of the 
asset and merely screen the sponsor to 
ensure there are no bad actors. This is an 
important distinction because it directly 
affects the borrower’s risk. Because nonre-
course lenders are lending money to a 
bankruptcy-remote entity, a borrower’s 
other assets are safeguarded in the event 
that the subject property fails to perform. 
With a conventional bank loan, a borrower 
is fully exposed to unlimited credit risk 
because a conventional/recourse lender 
can go after all of the sponsor’s assets in 
an event of distress.

UNDERWRITING A 
NONRECOURSE LOAN
Because nonrecourse lenders are depen-
dent on only the viability of the property, 

the underwriting process is extremely thor-
ough. The asset’s recurring, repeatable, 
and reliable cash flows are scrutinized and 
expenses that are considered nonrecur-
ring, extraordinary, and unrelated to the 
asset’s operation are removed. For a hotel, 
this may include personal expenses such as 
insurance for the owner, a vehicle expense, 
or any one-time cost such as employee 
training or grand opening expenses that 
are outside of normal operations. Likewise, 
capital expenditures for roof and window 
replacement or new carpet installation can 
typically be reversed from normal under-
written cash flow.

These adjustments become the bed-
rock of accurately underwriting a “going 
concern” hotel property and can cause 
borrowers to leave money on the table 
if not executed properly. An experienced 
intermediary can help by preparing a 
reconciliation between the property’s 
tax return and an underwriting cash flow 
model and providing proper justification 
for each adjustment to convince the lender 
of the asset’s viability. This critical prepara-
tion ensures the asset achieves the high-
est possible valuation from the appraiser 
and the lender calculates the highest pos-
sible available cash flow to service the loan 
going forward.

ACCRUAL VS. CASH FLOW 
CALCULATIONS
Nonrecourse lenders rely on underwriting 
models that compare accrual vs. cash-basis 
accounting for an asset. Hotel owners, how-
ever, frequently run cash-basis account-
ing. While the timing differential between 
these two accounting strategies can mini-
mize a hotel owner’s tax liability, failing to 
address and adjust for this discrepancy 
during the loan transaction process can 
penalize the underwriting of the loan. As 
one of the larger line items in a hotel opera-
tion, payroll is a prime example of where 
this can occur. Most lenders are concerned 
about trailing 12 months of cash flow. Most 
hotel owners have one or two periods of 
extra payroll in a 12-month period. This is 
legally allowable by the IRS under accrual 
accounting adjustment. However, most 
lenders can give credit for this accrual 
adjustment entry.

Franchise fees and insurance payments 
are other example adjustments. A knowl-
edgeable and experienced intermediary 
can identify these expense adjustments 
upfront to maximize the cash flow avail-
able for underwriting the loan with ben-
efits to the borrower. Maximized cash flow 
translates into higher asset valuation and 
higher loan proceeds at the lowest interest 
rate possible.� ■

FINANCE
  3.5-MINUTE READING TIME

The underwriting 
process and how it varies
How to ensure cashflow, expenses, and 

assets are being evaluated correctly
by RUSHI SHAH

TZ
ID

O 
SU

N
/S

H
UT

TE
RS

TO
CK

.C
O

M

Rushi Shah is principal 
and CEO of the commercial 
mortgage and real estate 
investment banking firm and 
AAHOA Club Blue Member 
Mag Mile Capital. As a leader 

in hospitality financing, Shah specializes 
in structuring and placing high-leverage, 
non-recourse bridge and permanent debt 
with cash out for full – and limited-service 
hotels nationwide. Since joining the firm’s 
predecessor, Aries Capital, in 2015, Shah has 
structured and closed hundreds of millions in 
financing for all property types. Shah has held 
previous positions at Northern Trust and has 
an MBA from the University of Chicago’s Booth 
School of Business.
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Competition 
and good policy

The solution for 
independent hotel owners

by ALFREDO ORTIZ

STARTING OR OWNING A BUSI-
NESS in an ultra-competi-
tive market is no small feat. 
Independent hotel owners 

understand this firsthand because they 
must overcome the fierce competition 
from larger hotel chains and established 
brands that dominate the industry.

COEXIST
Luckily, in some instances, travelers crave 
the unique, personalized touch that pri-
vately owned boutique hotels provide. 
Thankfully, our free market provides a 
space for both household brand names 
and these small businesses to thrive.

Large brands, like Marriott and IHG, 
continue to offer independent compa-
nies buyout opportunities promising 
financial windfalls. However, indepen-
dent hotel owners are aware that they 
have something those large chains don’t: 
a unique personality that allows them to 
stand out in a competitive market. Take 
Hotel Sorrento, for example. This inde-
pendently owned hotel has been around 
for more than 110 years and continues to 
create meaningful experiences for visitors 
while holding true to its historical origin.

To be able to provide these coveted 
experiences and services, independent 
hotel owners rely heavily on policies that 
put their businesses first. The past few 
years especially have provided a winning 
drive for small businesses. The current 
administration has pursued policies that 
allow independent owners to take charge 
of their success. Profit margins for these 
companies are small, especially in compar-
ison to the large name brands. So, effective 
legislating and less regulatory burdens are 
the oxygen they need to thrive.

BUSINESS-FIRST MINDSET
One example of such a policy initiative is 
the 2017 Tax Cuts and Jobs Act that pro-
vided a victory for business owners every-
where and revived the economy. Just after 
celebrating the two-year anniversary of 
the passing of this bill, small enterprises 
are still basking in the positive results that 
the policy provided.

By providing small businesses with nec-
essary tax cuts, this bill rewarded innova-
tion, sparked job growth, and enabled wage 
increases while bringing unemployment in 
the leisure and hospitality to a record low 
since the turn of the 21st century.

But, of course, as with any industry, 
there are challenges.

INCREASING COSTS
Currently, small businesses are facing the 
consequences of an increasing minimum 
wage. Many hotels rely on entry-level work-
ers to run the business efficiently and cost 
effectively. But since the start of 2020, 21 
states have already implemented a mini-
mum wage hike. While businesses want to 
be able to pay workers more – and many are 
already paying over the minimum wage – 
these added labor costs for entry-level 
jobs threaten employment opportuni-
ties and the financial viability of these 
small businesses.

These additional labor costs, which 
are more easily implemented by large 
chains, are creating an uneven play-
ing field for independent hotel owners. 
Additionally, with the rise of Airbnb and 
other short-term rental companies, bou-
tique hotels are forced to compete with a 
new level of competition – one that also 
takes a personalized approach to lodging.

STEP UP THE COMPETITION
Although a source of concern, these 
obstacles are often needed to drive inno-
vation and ensure businesses are striving 
to accommodate customers with the very 
best service. As the saying goes, a little 
competition never hurt anyone.

Independent hotel owners have their 
work cut out for them in a competitive 
market. But the support of smart policies 
that benefit businesses with smaller profit 
margins allow for them to remain unique 
and the perfect home away from home for 
all visitors.� ■

Alfredo Ortiz is the president and CEO of the 
Job Creators Network.

SMALL BUSINESS
  2.5-MINUTE READING TIME
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The current administration has pursued policies that allow independent owners 
to take charge of their success. Profit margins for these companies are small – 

especially in comparison to the large name brands. So, effective legislating and 
less regulatory burdens are the oxygen they need to thrive.”
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GIVE YOUR GUESTS THE BEST IN ENTERTAINMENT
Get a DIRECTV HD Entertainment System on us!1

The DIRECTV Residential Experience  
offers premium entertainment benefiting 
your hotel and guests.

Homeland on SHOWTIME®

SHOWTIME subscription required

• Full	residential	lineup	with	access	to
over	100	HD	channels2

• Technology	that’s	easy,	flexible	and
compatible	with	most	TVs	and	wiring

• No	Pro:Idiom	TVs	required

• Simplified,	anti-microbial	remote

1HD EQUIPMENT OFFER: Offer is available to new or renewing Hospitality and Institutions customers with a 7- year programming agreement. Maximum equipment subsidy of $10,500 for DRE, HD COM System, COM System w/ NTSC-8 technology or Receiver-Less HD.  Receiver-Less equipment is only for Institutions. Properties must subscribe to SELECT™ Package ($6.25/room/
mo.) or above, with local channels ($0.90/room/mo.), if available in your market, and HD Access ($1.35)/room/mo.) req’d in all units. Requires 75-room minimum for COM equipment and 50-room minimum for DRE equipment. If Customer uses DRE equipment, Customer must pay a “DRE Software Fee” of $0.50 per receiver for all active receivers. Add’l equipment and fees apply 
for upgrades. IN THE EVENT YOU FAIL TO MAINTAIN YOUR SUBSCRIPTION TO THE REQUIRED PROGRAMMING PACKAGES, YOU AGREE TO PAY AN EARLY CANCELLATION FEE EQUAL TO $10,500 FOR THE FREE COM EQUIPMENT OFFER PRORATED BY THE NUMBER OF MONTHS YOU PAID FOR THE REQUIRED PROGRAMMING PACKAGES DURING THE COMMITMENT 
PERIOD.  Payment is due within thirty (30) days of receipt of a notice of failure to complete the commitment period. INSTALLATION: Installation charges apply, is based on property size. Applicable use tax adjustment may apply on retail value of installation Availability of DIRECTV service may vary by location. In certain markets, programming/pricing may vary. Make and 
model of system at DIRECTV’s sole discretion. Offers void where prohibited or restricted. Hardware and programming available separately. Receipt of DIRECTV programming subject to terms of the DIRECTV Terms of Service for Hospitality Establishments and the DIRECTV Terms of Service for Institutions; copy provided with new customer information packet. Taxes not included. 
DIRECTV programming, hardware, pricing, terms and conditions subject to change at any time. . 2To access DIRECTV HD service, HD equipment req’d. Number of HD channels varies based on package selection. 32020 NFL SUNDAY TICKET OFFER: 2020 NFL SUNDAY TICKET will be delivered at no extra cost in all guest rooms for the 2020 season for all new DIRECTV Residential 
Experience (DRE) customers, COM System customers and DIRECTV Residential Experience Plus (DRE Plus); customers must subscribe to FAMILY™ Package ($2.99/room/mo.) or above, with a 3-, 5- or 7-year programming agreement. Other conditions apply. Subscription will automatically continue in the 2nd year at a special renewal rate of $99 and renew at regular rate 
thereafter provided that DIRECTV still carries these services and unless customer calls to cancel prior to start of the season. Subscription cannot be canceled (in part or in whole) after the start of the season and subscription fees cannot be refunded. Commercial locations require an appropriate licensee agreement. Offer excludes University accounts. NFL, 
the NFL Shield design and the NFL SUNDAY TICKET name and logo are registered trademarks of the NFL and its affiliates. 4SHOWTIME OFFER: The SHOWTIME programming offer ($0.99/room/mo.) is available only as a 2nd Premium add-on. Offer available to qualifying new or existing Hospitality accounts with a 3-, 5- or 7-year programming agreement and must not have 
received SHOWTIME programming from DIRECTV or any other distributor during the 24 months prior to activation. Offer is available for accounts activated on or before 12/31/20. After the applicable promotional period 3-, 5- or 7-year ends, then-prevailing rate for SHOWTIME applies unless canceled or changed by customer prior to end of the promotional period. Offer may not 
be combined with any other SHOWTIME offer. SHOWTIME is a registered trademark of Showtime Networks Inc., a CBS Company. Homeland © Twentieth Century Fox Film Corporation. All rights reserved. ©2020 AT&T Intellectual Property. All Rights Reserved. AT&T, Globe logo, DIRECTV, and all other DIRECTV marks contained herein are trademarks of AT&T Intellectual Property 
and/or AT&T affiliated companies. All other marks are the property of their respective owners.

New and renewing approved H&I customers only. 3-, 5- or 7-year programming agreement required. Credit card required (except MA & PA). Early Cancellation Fee may apply. Local channels ($.90/room/mo.), if available in your market, required.

2020 NFL 
SUNDAY TICKET
at	no	extra	cost.3

ASK HOW!
Offer ends 1/3/21.

Plus, offer 
includes: 
(Conditions apply.)

Original Series such as HOMELAND, Movies 
such as GREEN BOOK, Sports and more. 

Offer ends 12/31/20. 

AS A SECOND 
PREMIUM

99¢
per room
per mo.4

ADD

Call Alvi Satellites today at 877-233-1787.

991477_Alvi.indd   1 12/11/19   4:20 PM

http://www.alvisatellites.com
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LEGAL CORNER

Lease agreements: 
Ask the right questions
by DARSHAN PATEL

	Hire a management company to main-
tain the operations.

	Sell the property.
	Lease the property.
When asked why our clients chose 

to lease rather than another one of the 
options, they answered with the following:

	For one reason or another, their chil-
dren were not interested in managing 

and were losing their resolve to maintain 
the operations of the property. My attor-
neys and I conducted a survey to generate 
all the possible options for hoteliers in 
this predicament:

	Transfer the property to their children 
to manage.

	Hire a manager and supporting staff for 
their property.

IN 2019, OUR LAW FIRM drafted 
more lease agreements than in 
2017 and 2018 combined. During our 
year-end close-out meeting, I asked 

my attorneys what our clients’ motiva-
tion was in leasing their properties. The 
overwhelming answer was the owners 
of the properties (primarily indepen-
dent hotels) were getting older in age 

WRITING THE DRAFT
If leasing seems like the best option, here are some points 
to consider when drafting your lease agreement:
1.	 What is the term of the lease? Are there windows to 

exit the lease? What are the liquidated damages should 
either the lessor or lessee want to terminate the lease?

2.	 What is the monthly rent? Are there any increases in 
the rent? Is the rent tied to economic indicators such as 
CPI or CPI-U? How often is the rent recalculated?

3.	 Is the lease going to be a triple-net? In a standard 
lease, the lessor is responsible for paying the real 
estate taxes, maintenance, and building insurance. 
However, in a triple-net lease (NNN), the lessee is 
responsible for these expenses in addition to the 
normal operating expenses of the business.

4.	 Are there any specific requirements you have of 
the lessee that pertain to the property? I once had a 
client with a 20-year-old mango tree and we specifically 
wrote that the lessee had to maintain the mango 
tree. Every season, the lessor had the right to collect 
20 mangos and the rest could be enjoyed by the lessee. 
No detail is too small when looking at agreement 
requirements.

5.	 Are there any special authorizations and 
confirmations that need to be written into the 
lease? For example, is the lessee required to get 
specific approval to change the color of the building’s 
exterior, change the name of the property, or perform 
any construction?
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Grid strainer 
keeps hair and 
other items out of 
bathtub drain 

Before.

After.

Makes old bathtub  
drains new again.

n Fits OVER old tub drain
n No removing strainer body
n Installs in minutes
n Ideal for hotels,  
   apartments and repairs

Installs with Watco pin  
(if drain has crossbars)

…or installs with silicone  
(if drain crossbars are missing)

Always a step ahead

993898_Watco.indd   1 07/01/20   3:57 AM

Darshan Patel founded his 
firm in 2016 in San Diego, 
CA. His firm specializes in 
hospitality law by providing 
full legal services to hoteliers. 
You can reach him and his 

attorneys at (619) 940-6623, questions@
lawpatel.com, or at www.lawpatel.com.

the property, mainly due to different 
career choices.

	The labor shortage makes finding 
appropriate staff and management near 
impossible.

	The independent property is not suited 
for the management style of manage-
ment companies, primarily due to 
increased labor costs and expenses.

	The tax from the capital gain would sig-
nificantly wipe out the net worth of the 
owner and would eliminate the recurring 
income that the property generated.
This left property owners with only one 

option that makes financial and logistical 
sense: leasing their property. Additionally, 
the property owners stated they wanted 
to maintain ownership of the property so 

their children would be able to realize that 
income when the time came.

Whether you plan to lease your property 
or enter into a lease, there are a multitude 
of variables that need to be considered. Be 
sure to reach out to your attorney to fully 
understand the ramifications of signing a 
lease agreement.� ■
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HOSPITALITY RENAISSANCE
As of 2019, there were more than 5,000 
hotel rooms in downtown Detroit and 
approximately 42,000 in the metropoli-
tan area, according to a report from Visit 
Detroit. Millions of dollars have been spent 
to renovate and build hotels all over town. 
Recently, a $30-million renovation to 
the Detroit Marriott at the Renaissance 
Center made way for 1,246 guestrooms 
with 52 suites and 100,000 square feet of 
event space.

A new 158-room Cambria Hotel, built 
by Choice Hotels, is expected to open its 
doors later this year as part of a mixed-use 
development featuring food and retail ten-
ants. The $50-million hotel project fea-
tures meeting spaces, a grand ballroom, 

modern fixtures such as Bluetooth mir-
rors in bathrooms, and spa-like amenities 
throughout the building. The 100-room 
Foundation Hotel, built inside the historic 
Detroit Fire Department headquarters, was 
included on TIME magazine’s 100 Greatest 
Places and was also recognized as one of 
the best new hotels in the world by Condé 
Nast Traveler. In all, Detroit has a handful 
of historic hotels to match its equally rich 
culture and commerce history.

FROM THEN TO NOW
Detroit’s history extends beyond being 
Motor City and the birthplace of Motown. 
The Detroit Metro Convention & Visitors 
Bureau was the first of its kind in the entire 
world when it was founded in 1896. The 

CITY SPOTLIGHT

Detroit
by ASIF LAKHANI

ONCE THE AUTOMOBILE MANU-
facturing capital of the world, 
Detroit has undergone a mas-
sive shift in its demographics 

and identity since its population peaked at 
1.8 million in the 1950s. In the six decades 
since then, the city has dropped to less 
than 700,000, according to census data.

However, the renaissance of this iconic 
American city is moving full steam ahead. 
In 2016, the city hosted 19 million visi-
tors who spent $6 billion. More than two 
million of the visitors in 2016 came from 
international destinations, according to 
the Detroit Metro Convention and Visitors 
Bureau; that number was a 111-percent 
increase from the 2013 total for the 
same demographic.
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sales@hifranchise.com 1-800-892-8405 www.franchise.com
SEE YOU AT AAHOA CONVENTION IN APRIL!

Individualized

Support by our

Regional Assurance

& Marketing

Program
Directors!

With HASSLE-FREE flat fees and an imagination,

the sky’s the limit

This is not an offering. Federal laws and the laws and regula�ons of some states and provinces 
regulate the offer and sale of franchises. An offering will only be made in compliance with 
those laws and regula�ons, which may require that we provide you with a disclosure statement

FOUNDING MEMBER OF AAHOA FOR 30 YEARS

INTERNATIONAL
HOSPITALITY

987427_Hospitality.indd   1 1/17/20   11:05 PM

  3-MINUTE READING TIME

DMCVB is a private organization that runs 
on a not-for-profit and membership model 
that includes more than 700 businesses.

Detroit also is home to the 17th-largest 
convention center in the United States, the 
TCF Center, which is named after a local 
financial institution. Situated alongside 
the Detroit River, the facility features 
2.4 million square feet of space and has 
five exhibit halls, eight banquet rooms, and 
80 meeting rooms. The TCF Center serves 
1.5 million visitors annually and hosted 
a record-high 244 events in 2018, which 
led to a 564 percent increase in revenue 
since 2009 and underwent a $279-million 
renovation from 2011 to 2015, accord-
ing to the Detroit Regional Convention 
Facility Authority.

If there is one thing to know about 
Detroit right now, it’s that the city is a bour-
geoning hotbed of engineering, fashion, 
startup, and cuisine. It is reinventing itself 
as a cultural phenomenon. Tourism and 
accommodations are both trending up, 
and the temperature is rising.� ■
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MIn the past few years, Detroit has seen massive hospitality development. As of 2019, there were:

	5,000+ guestrooms in the downtown area

	Approximately 42,000 guestrooms in the metropolitan area

	$30 million in renovations toward the Detroit Marriott at Renaissance Center

	A brand-new 158-room Cambria Hotel, slated to open later this year
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ADP, Inc. 
Thomas Bell: (973) 510-0196

AutoClerk, Inc. 
Mohammed Hansia: 

(925) 284-1005

Avendra 
Mara Radis: (301) 825‑0311

Chase 
Faheem Khan: (800) 727‑1872

Dell 
Mobolaji Sokunbi: (800) 624-6145

Ecolab, Inc. 
Michael Pfister: (317) 250-5189

Home Box Office 
Brian Venable: (404) 239‑6695

Lowe’s ProServices 
Anthony Ruiz: (704) 589-6939

Mag Mile Capital 
Rushi Shah: (312) 640‑7430

United Health Group 
Kimberlee VanderVoorn: 

(800) 328-5979

Zonetail 
Mark Holmes: 

(416) 583‑3773 x228

The following companies provide generous ongoing support to AAHOA and its members. A heartfelt and sincere 
thank you is extended to every one of our vendor partners for their contributions to AAHOA and the industry at 
large. When searching for a provider, consider doing business with the following members.

AAHOA CLUB BLUE, PLATINUM & SILVER MEMBERS

AAHOA CLUB BLUE MEMBERS

AAHOA PLATINUM MEMBERS

Amana PTAC 
Byron Cortez: (800) 647-2982

Best Western Hotels & Resorts 
Michelle Zajac: (800) 847-2429

Choice Hotels International 
Tim Shuy: (301) 592‑5000

Diversey 
Deniz Alpaslan: (980) 221‑3235

Extended Stay America 
Linda Trexler: (980) 345-1600

Focus Brands 
Rani Bhatt: (404) 978-4829

G6 Hospitality Franchising, LLC 
Mike McGeehan: (972) 360‑9000

GE Appliances 
Amy Kaiser: (502) 452-3073

Guest Supply – 
A Sysco Company 

Justin Haggart: (732) 868-2331

Hilton 
Bill Fortier: (703) 883‑1000

Hyatt Hotels Corporation 
Mary Schattenberg: 

(480) 308‑2935

InterContinental Hotels Group 
Karen Rogow: (770) 604-5379

Marriott International 
Christie Patterson: 

(301) 380‑3200

Onity, Inc. 
Mark Lewitt: (800) 248‑6189

OYO Rooms & Technology, LLC 
Marcus Higgins: 91 (700) 363-7401

Radisson Hotel Group 
Terry Sanders: (800) 336-3301

Red Roof Inn 
Phil Hugh: (888) 473‑8861

RLH Corporation 
Paul Sacco: (509) 777-6468

Travel Media Group 
Dana Singer: (407) 673-6123

TV Asia 
Pradeep Hegde: 

(732) 650‑1100 x26

Wyndham Hotels & Resorts 
Kevin Brickner: (973) 753-7158
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Access Point Financial 
Rhonda Loerzel: (404) 382‑9592

AccuLock, Inc. 
Dan Brown: (866) 222‑8562

Alvi Satellites 
Prashant Ajmera: (678) 466‑7868

Amato Insurance Agency 
Joe Amato, Jr.: 

(732) 530-6740 x412

American Express 
Merchant Services: 

(800) 528-5200

American Hotel 
Register Company 

Nancy Mikels: (847) 743‑1258

Argeo Hospitality 
Anthony Melchiorri: 

(917) 295-1628

Atlas Concorde 
Michael Sautner: (615) 661-7200

Coast to Coast Computer 
Products, Inc. 

Kyle Kurtz: (800) 231‑4553

Cox Business 
Alea Riley: (404) 269‑3057

Curve Hospitality 
Sargent Khan: (713) 819‑7296

Dickson Furniture 
Manufacturers 

Paul Mougel: (713) 747-0341

DIRECTV, Inc. 
Jeff Fox: (310) 560-0323

DISH Business 
Tyler Floyd: (303) 723-1854

Ferguson 
Brian Winterble: (954) 597-3163

Foliot Furniture 
Mahesh Parekh: (702) 278-7380

Fresh Air 
Matt Hanson: (603) 643-7181

Friedrich Air Conditioning 
Company 

Dave McDonald: (210) 546‑0500

Gallagher Affinity 
Jennifer Parker: (703) 461-5200

HD Supply Facilities 
Maintenance 

Stratton Michaels: (800) 431-3000

Hodges Ward Elliott 
Clint W. Hodges: (404) 233-6000

The Home Depot Pro 
Susan Wright: 

(866) 412-6726 x105540

Hospitality1 
Dhar Patel: (714) 473-9813

Hospitality Designs 
Ruben Cohen: (877) 468-3588

INFINITI HR 
 Daniel Mormino: (623) 455-6234​

Just In Time Communications 
 Justin Jones: (855) 565-1432

Lodging Concepts 
Jinesh Naran: (714) 694‑5980

Macrotech 
Dipak Patel: (650) 376-2163

Marcus & Millichap 
Alexis Hummel: (630) 570-2225

Hotels Resorts
Margaritaville 

Rick Cunningham: (470) 698-2273

Mass Mutual 
Ana Lucia Divins: (980) 293-8124

Matrix Telecom 
Ashu Upa: (800) 283-0539

My Place Hotels of America 
Terry Kline: (605) 229-8684

Nimble Accounting 
Rahul Kumar: (576) 870-9131

O’Connor & Associates 
Andrew Choy: (713) 375-4224

P&G Professional 
Maria Early: (904) 591-8644

PMC Commercial Trust 
Kristi Lewis-Hodge: 

(972) 349-3200

Prem Sales 
Deepak Panchmia: 

(806) 745-6651

Primrose Schools 
Blair Burdette: (404) 423-4247

Rheem Water Heating 
Dave Hanley: (817) 680-4117

Rinnai 
Dipesh Parekh: (800) 621‑9419

Shaw Hospitality 
Robert Stuckey: (888) 448‑7878

Showtime Networks, Inc. 
Doug Markott: (770) 698‑6937

Simmons Hospitality Bedding 
Andrea Hochworter: 

(770) 353-0122

Sonu Satellite 
Neil Doshi: (877) 999‑7668

Spectrum Enterprise Solutions 
David A. Fitts: (212) 379-5826

State Bank of Texas 
Sand Patel: (678) 520-7263

SurferQuest 
Kathryn Konig: (814) 342-3120

Tara Energy 
Ashar Jafri: (713) 890-2222

Ten‑X 
Anthony Falor: (973) 727‑0314

Tyson Food Services 
Dennis Bell: (513) 284-0485

United Insurance Agencies 
Ron Thomas: (800) 899-0000

Universal Financial 
Consultants 

Vincent Munno: (727) 669-0109

USA Digital, Inc. 
Aaron Gomez: (909) 200-5445

Vertically Integrated Projects 
Trela Hendrix: (303) 552-8814

AAHOA SILVER MEMBERS
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AAHOA VENDOR PARTNERS

AAHOA Vendor Partners
AHOA IS PLEASED TO PROVIDE this list of its Club Blue, Platinum, Gold, Silver, and Allied members as a resource for mem-
bers. AAHOA, however, does not endorse these companies or the products or services they offer, or any of the discounts, deal 

terms or other offers related to the price that any of these companies may advertise, market, or promote to AAHOA members.
AAHOA strongly encourages all of its members and any users of this list to conduct all reasonable and necessary due 

diligence and research prior to selecting a company with which to do business.
Gray shading denotes Platinum (Dark Grey) & Silver Members

Blue shading denotes Club Blue Members

A
ACCOUNTING SERVICES
Inn-Flow 
John Erhart 
919-277-9027 
john.erhart@inn-flow.com
Nimble Accounting 
Rahul Kumar Singh 
866-964-6253 
rahulkumar@nimbleaccounting.com

ADA COMPLIANCE
HOTELSIGNS.com 
Crystal Simpson 
888-273-8726 
crystalsimpson@hotelsigns.com
ADJUSTERS
Goodman Gable Gould 
Adjusters International 
Scott Greenwald 
770-434-4900 
sgreenwald@gggco.com
Metro Public Adjustment, Inc. 
Steve Mccaffrey 
215-633-8000 
sjm@metropa.com
Rosen Affiliates 
Brett Rosen 
732-540-8318 
brett@rosenaffiliates.com
ADVERTISING/MARKETING
HotelCoupons.com 
Kristina Mielke 
877-261-4758 
kristina.mielke@hotelcoupons.com
RealINSIGHT Marketplace 
Rakesh Patel 
800-915-7015 
rpatel@realinsight.com
ADVERTISING/MARKETING
Travel Media Group 
Dana Singer 
888-661-5060 
info@travelmediagroup.com
TrustYou Inc. 
Kevin Kitchen 
895-480-2925 
kevin.kitchen@trustyou.net
AIR PURIFICATION/ 
WATER FILTRATION
Aerus Electrolux 
Richard Luisi 
678-354-0492 
rluisi@aerusonline.com
FreshAir Sensor 
Matt Hanson 
603-643-7181 
matt@freshairsensor.com

APPRAISERS
O’Connor & Associates 
Andrew Choy 
713-375-4224 
achoy@poconnor.com

ARCHITECTS
Cuhaci & Peterson Architects 
Keith Harwell 
407-661-9100 
Keith.Harwell@c-p.com

Dongguan Ansonart Building 
Materials Co., Ltd 
Dora Huang 
+86 0769-2221-4475 
Dora.huang@ansonarts.com
Russell and Dawson Inc. 
Chirag Thaker 
860-289-1100 
chirag.thaker@rdaep.com
SQD Architects, LLC 
Carrie Shell 
918-877-0320 
carrie@sqdarchitects.com
ATTORNEYS
A Nava & Glander Law Firm 
Kenzie Arnold 
210-305-4220 
karnold@anglawfirm.com
Estes & Gandhi, P.C. 
Niral Gandhi 
214-272-8030 
ngandhi@estesgandhi.com
Law Offices of Darshan Patel, APC 
Darshan Patel 
619-940-6623 
dpatel@lawpatel.com
Patel Law Group/ 
Fidelity National Title 
Rakesh Patel 
972-650-6848 
rpatel@patellegal.com
BED + BATH 
ACCESSORIES/SUPPLIES
American Hotel Register Company 
Nancy Mikels 
847-743-4437 
nmikels@americanhotel.com

Avendra 
Mara M. Radis 
301-825-0311 
mara.radis@avendra.com
Guest Supply A Sysco Company 
Justin Haggart 
732-868-2200 
jhaggart@guestsupply.com
JDT Worldwide 
Daniel Kral 
212-400-7570 
dan@jdtww.com
Squatty Potty 
Keith McQuaid 
801-831-3258 
keith@squattypotty.com
BEDSPREADS/ 
DRAPERIES/PILLOWS
Aadiaum, Inc. 
Ashvin Parikh 
408-892-9852 
mangokh@aadiaum.com
Fabtex Inc. 
Sheila Sudra 
800-778-2791 x341 
Sheila.sudra@fabtex.com
Integra Fabrics 
Jason Smith 
843-756-4700 
jason.smith@integrafabrics.com

Simmons Hospitality Bedding 
Andrea Hochworter 
770-353-0122 
ahochworter@simmons.com
Star Textile, Inc. 
Tanya Hendershot 
586-758-2700 
tanya@startextile.com
BUSINESS CENTERS
SurferQuest 
Kathryn Koning 
814-342-3120 
kathryn@surferquest.com
The UPS Store, Inc. 
Karen Crouch 
858-455-8800 
karencrouch@upsstore.com
CABLE/SATELLITE 
TV SERVICES
AdCommTV 
Jason Cohen 
561-543-7543 
jason.cohen@adcomm.com
Allbridge 
Craig Snelgrove 
888-243-9476 
sales@allbridge.com
ALVI SATELLITES 
Prashant Ajmera 
678-466-7868 
alvisatellites@gmail.com
Dish Business 
Tyler Floyd 
303-723-1854 
Tyler.floyd@dish.com
Groove Entertainment Technologies 
Anthony Fleming 
801-260-9095 
Anthony@getgrooven.com
Home Box Office 
Andrea Viola 
404-239-6695 
Andrea.Viola@hbo.com
Just In Time Communications 
Justin Jones 
855-565-1432 
justin@justintime.tv
Showtime Networks Inc. 
Doug Markott 
770-698-6937 
doug.markott@showtime.net
Sonu Satellite 
Neil Doshi 
877-999-7668 
neil@sonutv.com
Spectrum Enterprise 
David Fitts 
212-379-5826 
david.fitts1@charter.com
TV Asia 
Pradeep Hegde 
732-650-1100 x26 
info@tvasiausa.com

USA Digital Inc. 
Aaron Gomez 
888-388-1531 
aaron@usadigital.tv

CARPET FLOOR CARE
Aerus Electrolux 
Richard Luisi 
678-354-0492 
rluisi@aerusonline.com
Shaw Hospitality 
Paul Young 
404-556-4110 
paul.young@shawcontract.com
Tacony Corporation 
Don Mullen 
800-880-2913 
d.mullen@tacony.com
CARPET/CARPET CUSHION
Embassy Carpets & Design Center 
Darabhai A. Jilla 
800-366-7847 x11 
dara.jilla@embassycarpets.com
Hersha Purchasing & Design 
Ben Vaishnav 
717-236-2242 
ben.vaishnav@hersha.com
Mohawk Group 
Adam Furth 
770-298-8185 
adam_furth@mohawkind.com
PEERLESS CONTRACT 
Umar Rao 
604-354-8316 
urao@peerlesscontract.com
Shaw Hospitality 
Paul Young 
404-556-4110 
paul.young@shawcontract.com

CASEGOODS
Dickson Furniture Manufacturers 
Paul Mougel 
713-747-0341 
Pmougel@dicksonfurniture.com
Hospitality Designs 
Ruben A. Cohen 
877-468-3588 
ruben@hospitalitydesigns.com
Innovative Furnishings 
Romi Patel 
765-621-1867 
sales@innfurnishings.com
JTB Furniture 
Jake Brown 
800-654-3876 
jake.brown@jtbfurniture.com
Lang Furniture Inc. 
Lyle Lang 
715-387-1690 
lyle.lang@langfurniture.net
Lodging Concepts 
Jinesh Naran 
714-694-5980 
jinesh@lodgingcm.com
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Matrix Hospitality Furniture Inc. 
Kulwinder Deol 
647-847-1299 
Kdeol@matrixhospitality.ca
Neilmax Industries Inc. 
Niranjan B. Patel 
908-756-8800 
neilmax123@aol.com
Sara Hospitality 
Sangeeta Agarwal 
678-360-5117 
sarabizsolution@gmail.com
Southern Hospitality Furniture LLC 
Brett Ray 
901-552-4662 
brett@sohomemphis.com
CHEMICALS
Anderson Chemical Company 
Alex Carlson 
800-366-2477 
acarlson@accomn.com
Auto-Chlor System 
Gene Micci 
901-521-3102 
micci@autochlor.com
Diversey, Inc. 
Deniz Alpaslan 
262-994-7158 
deniz.alpaslan@diversey.com

Ecolab, Inc. 
Michael Pfister 
800-352-5326 
michael.pfister@ecolab.com
P&G Professional 
Maria Early 
904-581-8644 
early.ms@pg.com
Poolcorp 
Roberto Gonzalez 
708-612-8666 
roberto.gonzalez@poolcorp.com
Sunburst Chemicals 
Teghan Murphy 
952-886-3691 
Teghan.Murphy@sunburst 
	 chemicals.com
UNX Industries, Inc. 
Jessica Nobles 
252-756-8616 
jessica.nobles@unxinc.com
COMPUTERS HARDWARE
Cox Business 
Alea Riley 
404-269-3057 
alea.riley@cox.com

DELL 
Mobolaji Sokunbi 
800-624-6145 
Mobolaji_sokunbi@dell.com
Zyxel Communications 
Tri Nguyen 
800-255-4101 
tri@zyxel.com
COMPUTERS SOFTWARE
AutoClerk, Inc. 
Mohammed Hansia 
925-284-1005 
mhansia@autoclerk.com
Inn-Flow 
John Erhart 
919-277-9027 
john.erhart@inn-flow.com
SiteMinder 
Mike Kantor 
800-511-6038 
mike.kantor@siteminder.com
TrustYou Inc. 
Kevin Kitchen 
895-480-2925 
kevin.kitchen@trustyou.net
CONSTRUCTION
Anatole Exteriors 
Leela Rao 
423-473-7313 
leela@anatoleexteriors.com

Carolina Products, Inc. 
Eric Line 
704-364-9029 
ericl@cpipanels.com
H&H Construction 
Stacy DePaul 
610-898-4543 
rjhenning@handhcs.com
Jarvis Property Restoration 
William Jarvis 
586-634-8638 
bjarvis@jarvisconstruction.com
Peak Development Partners 
Lee Crewson 
716-240-9177 
leec@teampeak.com
Russell and Dawson Inc. 
Chirag Thaker 
860-289-1100 
chirag.thaker@rdaep.com
CONSULTING
Argeo Hospitality 
Anthony Melchiorri 
917-295-1628 
anthony@anthonymelchiorri.com
Arkad Business Solutions 
Antonio Little-El 
404-889-6617 
antonio@arkadbizsolutions.com
Frontline Performance Group (FPG) 
Nichole Campbell 
407-682-3434 
ncampbell@frontlinepg.com
Gillis Consulting and Training 
Tammy Gillis 
519-240-6990 
tgillis@gillissales.com
GRP Capital 
Krishan R. Patel 
888-855-0687 
info@grpcapital.com
Hodges Ward Elliott HWE 
Clint W. Hodges 
404-233-6000 
chodges@hodgeswardelliott.com
Hotel Brokers International 
Glenda Webb 
816-505-4315 
gwebb@hbihotels.com
Jacaruso Enterprises Inc. 
Melanie Calcagno 
603-553-3030 
mcalcagno@jacaruso.com
Peak Development Partners 
Lee Crewson 
716-240-9177 
leec@teampeak.com
Royal Design Inc. 
Jolanta Lukus 
905-508-5600 x228 
jlukus@royaldesign.ca
CONTRACTORS
Amerail Systems, Inc. 
Aaron Dearborn 
800-451-8221 
adearborn@amerailsys.com
Anatole Exteriors 
Leela Rao 
423-473-7313 
leela@anatoleexteriors.com
H&H Construction 
Stacy DePaul 
610-898-4543 
rjhenning@handhcs.com
SQD Architects, LLC 
Carrie Shell 
918-877-0320 
carrie@sqdarchitects.com
CREDIT CARD PROCESSING
American Express 
Courtney Robbins 
800-528-5200 
courtney.robbins@aexp.com

Chase 
Faheem Khan 
972-324-5510 
faheem.khan@jpmorgan.com

CULTURED MARBLE/SOLID 
SURFACE PRODUCTS
American Bath Group 
Rick Luders 
800-443-7269 
rluders@abghospitality.com
Shower Walls SA de CV 
Karen Borunda 
855-219-3751 
karen@shower-walls.net
Vanities International LLC 
Richard Moore 
317-831-2717 
Richardm@vanitiesint.com
DOORS/WINDOWS
Estelles Lighting 
Saleem Rizvi 
713-270-6800 
shahab.kazami@estelleslighting.com
TACC, Inc. 
Diane Farr 
704-896-3910 
john@taccinc.com
EDUCATIONAL 
INSTITUTIONS
Primrose Schools 
Blair Burdette 
404-423-4247 
bburdette@primroseschools.com

ELECTRICITY AND 
NATURAL GAS
Carolina Products, Inc. 
Eric Line 
704-364-9029 
ericl@cpipanels.com
Tara Energy 
Ashar Jafri 
713-890-2222 
SJafri@justenergy.com

ELECTRONIC 
LOCKING SYSTEMS
Acculock 
Dan Brown 
866-222-8562 
dan@acculock.com
Onity, Inc. 
Mark G. Lewitt 
800-248-6189 
mark.lewitt@onity.com

EMPLOYEE BENEFITS/
EMPLOYEE LEASING
ADP, Inc. 
Thomas Bell 
770-238-4405 
Thomas.Bell@ADP.com
United Insurance Agencies 
Ron Thomas 
800-899-0000 
ron.thomas@unitedagy.com

ENERGY MANAGEMENT
Amana PTAC 
Byron Cortez 
800-647-2982 
bcortez@amana-ptac.com
Carrier Enterprise 
Dave Mehta 
806-441-7326 
dave.mehta@carrierenterprise.com
Tara Energy 
Ashar Jafri 
713-890-2222 
SJafri@justenergy.com

ENGINEERS
Cuhaci & Peterson Architects 
Keith Harwell 
407-661-9100 
Keith.Harwell@c-p.com
Terracon Consultants, Inc. 
Christopher Green 
615-490-7239 
Christopher.Green@terracon.com

ENVIRONMENTAL 
CONSULTANTS
Terracon Consultants, Inc. 
Christopher Green 
615-490-7239 
Christopher.Green@terracon.com
EQUIPMENT/ 
APPLIANCE PROVIDER
Consolidated Laundry Equipment 
Bob Erickson 
919-832-4624 
berickson@consolidatedlaundry.com
GE Appliances 
Amy Kaiser 
502-452-3073 
amy.kaiser@geappliances.com
Popcake North America 
Nick Dwyer 
770-558-3381 
ndwyer@popcake-na.com
TLC Tri-State Laundry Companies 
Shannon Smith 
678-564-1100 
Janice.davis@tlctristate.com
ESTATE PLANNING
AtulCFP.com 
Atul Dubal 
925-202-1452 
Atul@prudentprospera.com
New York Life Insurance Company 
Srinivas (Rosy) Ranga 
713-898-8262 
srranga@nyl.com
Patel Law Group/ 
Fidelity National Title 
Rakesh Patel 
972-650-6848 
rpatel@patellegal.com
FINANCING
Access Point Financial 
Rhonda Loerzel 
404-382-9592 
rloerzel@accesspointfinancial.com
American Express 
Courtney Robbins 
800-528-5200 
courtney.robbins@aexp.com
Ascentium Capital, LLC 
Mark Kerrutt 
281-902-1948 
markkerrutt@ascentiumcapital.com
Barot Capital, LLC 
Parag Barot 
423-498-2500 
info@barotcapital.com
Customers Bank 
Tiffany Kidd 
903-363-3848 
tkidd@customersbank.com
Fountainhead Commercial Capital 
Chris Hurn 
407-233-1504 
Chris@fountainheadcc.com
GRP Capital 
Krishan R. Patel 
888-855-0687 
info@grpcapital.com
Hotel Brokers Inc. 
Subhash Naik 
661-978-3109 
naik@hotelbrokersinc.com
Live Oak Bank 
Jamie Bourgeois 
910-375-5925 
jamie.bourgeois@liveoakbank.com
Mag Mile Capital 
Julia Pratt 
312-640-7430 
jpratt@magmilecapital.com
Marcus and Millichap 
Alexis Hummel 
925-953-1722 
alexis.hummel@marcusmillichap.com
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AAHOA VENDOR PARTNERS

New Leaf Funding 
Cory Lockert 
321-972-9994 x107 
cory@newleaffunding.com
New York Life Insurance Company 
Srinivas (Rosy) Ranga 
713-898-8262 
srranga@nyl.com
Pacific Premier Bank 
Diane Heyden 
949-864-8516 
dheydon@ppbi.com
Peoples Bank 
Phillip Davis 
601-849-8000 
pdavis@peoplesbanksba.com
Pinnacle Hotel Finance 
Tim Maher 
954-449-9040 
tmaher@pinnacleff.com
PMC Commercial Trust 
Kristi Lewis-Hodge 
972-349-3200 
loans@pmctrust.com
RealINSIGHT Marketplace 
Rakesh Patel 
800-915-7015 
rpatel@realinsight.com
Ten-X 
Anthony A. Falor 
973-727-0314 
afalor@ten-x.com
Universal Financial Consultants 
Vincent Munno 
727-669-0109 
VMunno@ufc.bz

FITNESS EQUIPMENT
Hotel Fitness 
Don Osika 
260-434-2428 
info@hotelfitness.com
HydroMassage 
Kevin Conaway 
727-536-5566 
kconaway@hydromassage.com
ProMAXima Strength 
and Conditioning 
John Yager 
713-667-9606 
jyager@promaxima.com
FLOOR COVERINGS
Atlas Concorde 
Michael Sautner 
615-661-7200 
m.sautner@atlasconcorde.com
Embassy Carpets & Design Center 
Darabhai A. Jilla 
800-366-7847 x11 
dara.jilla@embassycarpets.com
EZ Carpet 
Callie Walker 
706-529-4424 
info@ezcarpet.com
First Choice Luxury Vinyl Plank 
Darin Dugger 
706-271-8023 
firstchoicelvp@gmail.com
Mohawk Group 
Adam Furth 
770-298-8185 
adam_furth@mohawkind.com
PEERLESS CONTRACT 
Umar Rao 
604-354-8316 
urao@peerlesscontract.com
TORLYS Inc. 
Scott Tye 
604-644-7055 
scott.tye@torlys.com

FOOD/BEVERAGE
Avendra 
Mara M. Radis 
301-825-0311 
mara.radis@avendra.com
Chicago Custom Foods, LLC 
Theresa Boysen 
847-350-6050 
theresa@chicagocustomfoods.com
Focus Brands 
Rani Bhatt 
404-978-4829 
rbhatt@focusbrands.com
Golden Corral 
Van Ingram 
919-500-3873 
van.ingram@GoldenCorral.net
GroupSource 
Jason Andrews 
913-888-9191 
jason.andrews@groupsourceinc.com
Guest Supply A Sysco Company 
Justin Haggart 
732-868-2200 
jhaggart@guestsupply.com
Pepsi 
Karl Bush 
336-251-9758 
karl.bush@pepsico.com
Popcake North America 
Nick Dwyer 
770-558-3381 
ndwyer@popcake-na.com
Tyson Foodservice 
Dennis Bell 
513-284-0485 
Dennis.bell@tyson.com

FRANCHISING
Best Western Hotels & Resorts 
Michelle Zajac 
800-847-2429 
michael.morton@bestwestern.com
Captain D’s 
Mark Levis 
615-231-2067 
Mark_Levis@captainds.com
Choice Hotels International 
Tim Shuy 
301-592-5000 
development@choicehotels.com
Extended Stay America 
Linda Trexler 
980-345-1600 
ltrexler@esa.com
Focus Brands 
Rani Bhatt 
404-978-4829 
rbhatt@focusbrands.com
G6 Hospitality Franchising, LLC 
Lauren France 
972-360-9000 
FRANCE_Lauren@g6hospitality.com
Golden Corral 
Van Ingram 
919-500-3873 
van.ingram@GoldenCorral.net
HILTON, Inc. 
Bill Fortier 
703-883-1000 
bill.fortier@hilton.com
Hospitality International, Inc. 
Jim Bloodworth 
770-270-1180 
jebloodworth@hifranchise.com
Hyatt Hotels Corporation 
Mary Schattenberg 
480-308-2935 
mary.schattenberg@hyatt.com
InterContinental Hotels Group 
Karen Rogow 
770-604-5379 
karen.rogow@ihg.com

Margaritaville 
Rick Cunningham 
407-930-7228 
rcunningham@margaritaville.com
Marriott International 
Christie Patterson 
301-380-3200 
Christie.Patterson@marriott.com
My Place Hotels of America 
Terry L. Kline 
605-229-8684 
terry.kline@myplacehotels.com
OYO Hotels Inc. 
Marcus Higgins 
+91-7003637401 
marcus.higgins@oyorooms.com
Radisson Hotel Group 
Terry Sanders 
800-336-3301 
terry.sanders@radissonhotels.com
Red Roof 
Phil Hugh 
888-473-8861 
phugh@redroof.com
RLH Corporation 
Paul Sacco 
509-777-6330 
Paul.Sacco@rlhco.com
Serendipity Labs, Inc. 
Kristen Pike 
404-312-8660 
kpike@serendipitylabs.com
The UPS Store, Inc. 
Karen Crouch 
858-455-8800 
karencrouch@upsstore.com
Wyndham Hotels & Resorts 
Kevin Brickner 
973-753-7158 
kevin.brickner@wyndham.com

FURNITURE/FIXTURES
Casabella Sourcing Ltd 
Rushi Thakkar 
224-808-7730 
rushi.thakkar@casa-bella.biz
Case Goods Refinishing 
Robert Wallis 
757-617-4459 
robert@casegoodsrefinishing.com
Curve Hospitality 
Sargent Khan 
713-819-7296 
curvehospitality@gmail.com
Dickson Furniture Manufacturers 
Paul Mougel 
713-747-0341 
Pmougel@dicksonfurniture.com
Dongguan Ansonart Building 
Materials Co.,Ltd 
Dora Huang 
+86 0769-2221-4475 
Dora.huang@ansonarts.com
Hersha Purchasing & Design 
Ben Vaishnav 
717-236-2242 
ben.vaishnav@hersha.com
Hospitality Designs 
Ruben A. Cohen 
877-468-3588 
ruben@hospitalitydesigns.com
HotelFurniture.com 
Danna Dunnage 
778-867-4340 
Danna.Dunnage@teligence.net
Innovative Furnishings 
Romi Patel 
765-621-1867 
sales@innfurnishings.com
JTB Furniture 
Jake Brown 
800-654-3876 
jake.brown@jtbfurniture.com

Lang Furniture Inc. 
Lyle Lang 
715-387-1690 
lyle.lang@langfurniture.net
Lodging Concepts 
Jinesh Naran 
714-694-5980 
jinesh@lodgingcm.com
Matrix Hospitality Furniture Inc. 
Kulwinder Deol 
647-847-1299 
Kdeol@matrixhospitality.ca
Prime Hospitality Group LLC 
Jim Donnelly 
931-762-5959 
jim@primehospitalitygroup.com
Sara Hospitality 
Sangeeta Agarwal 
678-360-5117 
sarabizsolution@gmail.com
Southern Hospitality Furniture LLC 
Brett Ray 
901-552-4662 
brett@sohomemphis.com
Vertically Integrated Projects 
Trela Hendrix 
303-552-8814 
trela.hendrix@vipffe.com

GRAPHICS
Ace Signs 
Jason Offutt 
800-224-1366 
jason@acesigncompany.com
HARDWARE
Fabtex Inc. 
Sheila Sudra 
800-778-2791 x341 
Sheila.sudra@fabtex.com
Lowe’s ProServices 
Rochelle Komlosi 
980-286-4182 
rochelle.komlosi@lowes.com
TACC, Inc. 
Diane Farr 
704-896-3910 
john@taccinc.com
HEATING/AIR 
CONDITIONING
Amana PTAC 
Byron Cortez 
800-647-2982 
bcortez@amana-ptac.com
Carrier Enterprise 
Dave Mehta 
806-441-7326 
dave.mehta@carrierenterprise.com
Friedrich Air Conditioning Company 
Dave McDonald 
210-546-0500 
dmcdonald@friedrich.com
GE Appliances 
Amy Kaiser 
502-452-3073 
amy.kaiser@geappliances.com
Neilmax Industries Inc. 
Niranjan B. Patel 
908-756-8800 
neilmax123@aol.com
Prem Sales, LLC 
Deepak I. Panchmia 
806-745-6651 
deepak@premsales.net

HOTEL GUIDES/ 
MAPS/DIRECTORIES
North American Directory Services 
Tate W. Ellinger 
800-638-8445 
tate@guideaguest.com
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HOTEL/MOTEL BROKERS
G6 Hospitality Franchising, LLC 
Lauren France 
972-360-9000 
FRANCE_Lauren@g6hospitality.com
Hodges Ward Elliott HWE 
Clint W. Hodges 
404-233-6000 
chodges@hodgeswardelliott.com
Hospitality International, Inc. 
Jim Bloodworth 
770-270-1180 
jebloodworth@hifranchise.com
Hotel Brokers Inc. 
Subhash Naik 
661-978-3109 
naik@hotelbrokersinc.com
Hotel Brokers International 
Glenda Webb 
816-505-4315 
gwebb@hbihotels.com
Leisure Real Estate Advisors, LLC 
Brent A. Jaynes 
913-894-5252 
bjaynes@leisurerealestate.com
Marcus and Millichap 
Alexis Hummel 
925-953-1722 
alexis.hummel@marcusmillichap.com
Ten-X 
Anthony A. Falor 
973-727-0314 
afalor@ten-x.com

HOUSEKEEPING/
JANITORIAL SERVICES
Auto-Chlor System 
Gene Micci 
901-521-3102 
micci@autochlor.com
Diversey, Inc. 
Deniz Alpaslan 
262-994-7158 
deniz.alpaslan@diversey.com

Ecolab, Inc. 
Michael Pfister 
800-352-5326 
michael.pfister@ecolab.com
Ferguson Enterprises 
Solutions Center 
888-334-0004 
Facilities.supply@ferguson.com
GroupSource 
Jason Andrews 
913-888-9191 
jason.andrews@groupsourceinc.com
P&G Professional 
Maria Early 
904-581-8644 
early.ms@pg.com
Ramayan Supply 
Mitul Patel 
803-926-9777 
mitulpatel@ramayansupply.com
Sunburst Chemicals 
Teghan Murphy 
952-886-3691 
Teghan.Murphy@sunburst 
	 chemicals.com
The Home Depot Pro™ 
Yogeshkumar Patel 
866-412-6726 x105198 
yogeshkumar_a_patel@ 
	 homedepot.com
UNX Industries, Inc. 
Jessica Nobles 
252-756-8616 
jessica.nobles@unxinc.com
IN-ROOM AMENITIES
BDK America, “The Teaching 
of Buddha” 
Bill Teague 
619-248-3749 
bteague@bdkamerica.org
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Dish Business 
Tyler Floyd 
303-723-1854 
Tyler.floyd@dish.com
HD Supply Facilities Maintenance 
Stratton Michals 
800-431-3000 
stratton.michals@hdsupply.com
Hospitality1 
Dhar Patel 
714-473-9813 
dharpatel@hospitality1.net
Showtime Networks Inc. 
Doug Markott 
770-698-6937 
doug.markott@showtime.net
Squatty Potty 
Keith McQuaid 
801-831-3258 
keith@squattypotty.com
INSURANCE
Amato Insurance Agency 
Joe Amato Jr. 
800-763-6574 
joejr@amatoagency.com
Goodman Gable Gould 
Adjusters International 
Scott Greenwald 
770-434-4900 
sgreenwald@gggco.com
MassMutual 
Ana Lucia Divins 
980-293-8124 
analuciadivins@massmutual.com
Michael A. Starr Insurance Inc. 
Lekha D. Patel 
717-263-1752 
mic@insurewithstarr.com
Petra Risk Solutions 
Amie Patel 
800-466-8951 
AmieP@PetraRiskSolutions.com
Rosen Affiliates 
Brett Rosen 
732-540-8318 
brett@rosenaffiliates.com
Smith Brothers Insurance, Inc. 
Anand Patel 
860-430-3319 
apatel@smithbrothersusa.com
Star City Insurance 
John Jones 
540-318-7827 
starcityins@gmail.com

United Health Group 
Kimberlee VanderVoorn 
800-328-5979 
kvandervoorn@uhg.com
United Insurance Agencies 
Ron Thomas 
800-899-0000 
ron.thomas@unitedagy.com

INTERACTIVE TV 
SERVICES/TELEVISIONS
ALVI SATELLITES 
Prashant Ajmera 
678-466-7868 
alvisatellites@gmail.com
Enseo, Inc. 
Natalie Hunter 
972-234-2513 
NHunter@enseo.com
Just In Time Communications 
Justin Jones 
855-565-1432 
justin@justintime.tv
KniTec, Inc. 
Kayla Gephart 
866-469-7111 
kayla@knitec.com
INTERIOR DESIGNERS
Curve Hospitality 
Sargent Khan 
713-819-7296 
curvehospitality@gmail.com
Royal Design Inc. 
Jolanta Lukus 
905-508-5600 x228 
jlukus@royaldesign.ca
Star Textile, Inc. 
Tanya Hendershot 
586-758-2700 
tanya@startextile.com
Vertically Integrated Projects 
Trela Hendrix 
303-552-8814 
trela.hendrix@vipffe.com

INTERNET SERVICES
Allbridge 
Craig Snelgrove 
888-243-9476 
sales@allbridge.com
Enseo, Inc. 
Natalie Hunter 
972-234-2513 
NHunter@enseo.com

Fourteen IP Inc. 
David Johnson 
407-204-1614 
david.johnson@fourteenip.com
Groove Entertainment Technologies 
Anthony Fleming 
801-260-9095 
Anthony@getgrooven.com
Macrotech 
Dipak Patel 
650-376-2163 
dipak.patel@macrotech.net
Perfect Cloud Solutions 
George Dempsey 
303-557-0371 
Gdempsey@pcscu.com
Review my Room 
Nadia Alarakhia 
863-617-6545 
nadia@reviewmyroom.com
Safety NetAccess 
Ashley Allard 
617-268-1134 
astoutzenberger@safetynetaccess.com
Spectrum Enterprise 
David Fitts 
212-379-5826 
david.fitts1@charter.com
Techguru Inc. 
Suraj Patel 
704-457-5780 
xzaviar.boston@techguru.net
LAMPS/LAMPSHADE 
LIGHTING
Decors USA LLC 
Deepak Sony 
732-486-8520 
deepak@decorsusa.com
Estelles Lighting 
Saleem Rizvi 
713-270-6800 
shahab.kazami@estelleslighting.com
Fanlight Corp 
Connie Pan 
909-930-6868 
connie@fanlightinc.com
Highline LED 
Vishal Patel 
501-200-7770 
usasales@highlineled.com
RCA Commercial 
Scott Adams 
678-908-9294 
sadams@rcaled.com
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Techno USA LLC 
Dax Patel 
678-456-4810 
technoled@technoledlights.com
LAUNDRY EQUIPMENT
Consolidated Laundry Equipment 
Bob Erickson 
919-832-4624 
berickson@consolidatedlaundry.com
Laundrylux 
John Oliveira 
516-313-4717 
joliveira@laundrylux.com
TLC Tri-State Laundry Companies 
Shannon Smith 
678-564-1100 
Janice.davis@tlctristate.com
LEASING EQUIPMENT/
APPLIANCES
Ascentium Capital, LLC 
Mark Kerrutt 
281-902-1948 
markkerrutt@ascentiumcapital.com
NEC Corporation of America 
Mike Gray 
214-262-6154 
Mike.Gray@necam.com
LINENS/TEXTILES
American Hotel Register Company 
Nancy Mikels 
847-743-4437 
nmikels@americanhotel.com
JDT Worldwide 
Daniel Kral 
212-400-7570 
dan@jdtww.com
Ramayan Supply 
Mitul Patel 
803-926-9777 
mitulpatel@ramayansupply.com
LOAN CONSULTANTS
Access Point Financial 
Rhonda Loerzel 
404-382-9592 
rloerzel@accesspointfinancial.com
Arkad Business Solutions 
Antonio Little-El 
404-889-6617 
antonio@arkadbizsolutions.com
Barot Capital, LLC 
Parag Barot 
423-498-2500 
info@barotcapital.com

Mag Mile Capital 
Julia Pratt 
312-640-7430 
jpratt@magmilecapital.com
New Leaf Funding 
Cory Lockert 
321-972-9994 x107 
cory@newleaffunding.com
Pinnacle Hotel Finance 
Tim Maher 
954-449-9040 
tmaher@pinnacleff.com
MAINTENANCE SUPPLIES
Ferguson Enterprises 
Solutions Center 
888-334-0004 
Facilities.supply@ferguson.com
HD Supply Facilities Maintenance 
Stratton Michals 
800-431-3000 
stratton.michals@hdsupply.com

Lowe’s ProServices 
Rochelle Komlosi 
980-286-4182 
rochelle.komlosi@lowes.com
Tacony Corporation 
Don Mullen 
800-880-2913 
d.mullen@tacony.com
The Home Depot Pro™ 
Yogeshkumar Patel 
866-412-6726 x105198 
yogeshkumar_a_patel@ 
	 homedepot.com

MANAGEMENT COMPANIES
InterContinental Hotels Group 
Karen Rogow 
770-604-5379 
karen.rogow@ihg.com
Radisson Hotel Group 
Terry Sanders 
800-336-3301 
terry.sanders@radissonhotels.com
RLH Corporation 
Paul Sacco 
509-777-6330 
Paul.Sacco@rlhco.com
Argeo Hospitality 
Anthony Melchiorri 
917-295-1628 
anthony@anthonymelchiorri.com

AutoClerk, Inc. 
Mohammed Hansia 
925-284-1005 
mhansia@autoclerk.com

MATTRESSES/BOX SPRINGS
Simmons Hospitality Bedding 
Andrea Hochworter 
770-353-0122 
ahochworter@simmons.com
Visionary Sleep 
Jayesh Patel 
224-829-0440 
jpatel@restonic.com
MISCELLANEOUS
AC RadioCom 
Anthony Cataldo 
888-271-0647 
acataldo@acradiocom.com
All County Paving 
Robbye Chasteen 
561-588-0040 
rchasteen@allcountypaving.com
Breeze Creative 
Kristin Barrueta 
786-650-9970 
kristinb@breezecreative.com
Brunswick Bowling 
Mark Lambourne 
231-725-4652 
mark.lambourne@brunswick 
	 bowling.com
Dehumidified Air Solutions 
Daniel Kerr 
833-327-4822 
daniel.kerr@dehumidifiedair 
	 solutions.com
Draco Hygienic Products 
Cole Wilcox 
909-933-1000 
cole@draco.com
Employers HR, LLC 
Brian Henderson 
727-712-0909 
mhenderson@employershr.net
Hospitality WiFi 
Melanie Swiderek 
800-307-1044 
mswiderek@dvwdvr.com
HydroMassage 
Kevin Conaway 
727-536-5566 
kconaway@hydromassage.com

Jeremiah’s Italian Ice 
Richard Schanz 
407-622-1868 
rick.schanz@jeremiahsice.com
Pandion Optimization Alliance 
John Coyle 
585-273-8185 
jcoyle@pandionalliance.com
Rulon International 
Andrew Seidel 
904-584-1400 
nationalaccounts@rulonco.com
RX Music 
Alex Rizhanovsky 
866-284-3269 
info@rxmusic.com
Safemark 
Jeffery Cohen 
407-299-0044 
jhough@safemark.com
State Bank of Texas 
Sand Patel 
678-520-7263 
sandpatel@statebnk.com
Tvisha Inc. 
Vinit Shah 
347-832-7461 
tvishainc11@gmail.com
NATURAL STONE PRODUCTS
Casabella Sourcing Ltd 
Rushi Thakkar 
224-808-7730 
rushi.thakkar@casa-bella.biz
Natural Stone Gallery 
Steven Lee 
713-778-0888 
nsggranite@gmail.com
OFFICE PRODUCTS
Coast To Coast Computer 
Products, Inc. 
Kyle Kurtz 
800-231-4553 
kkurtz@coastcoast.com

DELL 
Mobolaji Sokunbi 
800-624-6145 
Mobolaji_sokunbi@dell.com

ONLINE LENDING 
MARKETPLACE
CrediVia 
Michael Richardson 
201-650-7960 
mrichardson@credivia.com

AAHOA VENDOR PARTNERS
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ONLINE RESERVATION 
SYSTEMS
Laundrylux 
John Oliveira 
516-313-4717 
joliveira@laundrylux.com
SiteMinder 
Mike Kantor 
800-511-6038 
mike.kantor@siteminder.com
OUTDOOR FURNITURE
Hotel Fitness 
Don Osika 
260-434-2428 
info@hotelfitness.com
PAYROLL PROCESSING
ADP, Inc. 
Thomas Bell 
770-238-4405 
Thomas.Bell@ADP.com
INFINITI HR 
Daniel Mormino 
623-455-6234 
daniel.mormino@infinitihr.com

PLUMBING SUPPLIES
American Bath Group 
Rick Luders 
800-443-7269 
rluders@abghospitality.com
AO SMITH 
Chris Murphy 
517-745-3384 
nchristner@hotwater.com
Gerber Plumbing Fixtures 
Art Rehner 
630-410-0024 
art.rehner@globeunion.com
Rinnai 
Dipesh Parekh 
800-621-9419 
engineering@rinnai.us

PLUMBING SUPPLIES
Uponor 
Terry Pappas 
312-497-7095 
terry.pappas@uponor.com
PRINTING/DESIGN/
PRODUCTION
Coast To Coast Computer 
Products, Inc. 
Kyle Kurtz 
800-231-4553 
kkurtz@coastcoast.com
North American Directory Services 
Tate W. Ellinger 
800-638-8445 
tate@guideaguest.com

RENOVATION/REMODELING
Amerail Systems, Inc. 
Aaron Dearborn 
800-451-8221 
adearborn@amerailsys.com
Case Goods Refinishing 
Robert Wallis 
757-617-4459 
robert@casegoodsrefinishing.com
CertaPro Painters 
John Bernauer 
jbernauer@certapro.com
EZ Carpet 
Callie Walker 
706-529-4424 
info@ezcarpet.com
Safe Step, Inc. 
Dilip Patel 
952-358-3655 
Dilip.Patel@safestep.com
Sherwin-Williams 
Chris Szostakowski 
724-993-1900 
matthew.m.wessel@sherwin.com
RESTORATION
Jarvis Property Restoration 
William Jarvis 
586-634-8638 
bjarvis@jarvisconstruction.com
Safe Step, Inc. 
Dilip Patel 
952-358-3655 
Dilip.Patel@safestep.com
RISK MANAGEMENT 
SERVICES
Michael A. Starr Insurance Inc. 
Lekha D. Patel 
717-263-1752 
mic@insurewithstarr.com
Petra Risk Solutions 
Amie Patel 
800-466-8951 
AmieP@PetraRiskSolutions.com
Smith Brothers Insurance, Inc. 
Anand Patel 
860-430-3319 
apatel@smithbrothersusa.com
ROOFING
Thermal Guard 
Carey Rockwell 
972-906-1143 
carey@thermalguardroofing.com
SBA LENDER
Customers Bank 
Tiffany Kidd 
903-363-3848 
tkidd@customersbank.com

Fountainhead Commercial Capital 
Chris Hurn 
407-233-1504 
Chris@fountainheadcc.com
Pacific Premier Bank 
Diane Heyden 
949-864-8516 
dheydon@ppbi.com
Peoples Bank 
Phillip Davis 
601-849-8000 
pdavis@peoplesbanksba.com
PMC Commercial Trust 
Kristi Lewis-Hodge 
972-349-3200 
loans@pmctrust.com

SECURITY CONTROL/
SAFETY PRODUCTS
Matrix Telecom 
Ashu S. Upa 
714-706-9922 
ashuupa@azumanetworks.com
N.E.G Audio Visual Inc. 
Silvio Carnovale 
416-749-4000 
Silvio@negltd.com
Onity, Inc. 
Mark G. Lewitt 
800-248-6189 
mark.lewitt@onity.com

SIGNS
Ace Signs 
Jason Offutt 
800-224-1366 
jason@acesigncompany.com
Colite International 
Adam Regenthal 
803-543-1508 
aregenthal@colite.com
HOTELSIGNS.com 
Crystal Simpson 
888-273-8726 
crystalsimpson@hotelsigns.com
Image National 
Kate Getchell 
208-761-2041 
kate.getchell@imagenationalsigns.com
Kieffer/Starlite 
Kelly David 
800-659-2493 
kdavid@kiefferstarlite.com
Pattison Sign Group 
Francisco Lozano 
647-749-4140 
flozano@pattisonsign.com

SWIMMING POOL 
SUPPLIES/EQUIPMENT
Poolcorp 
Roberto Gonzalez 
708-612-8666 
roberto.gonzalez@poolcorp.com
TAX CONSULTANTS
AtulCFP.com 
Atul Dubal 
925-202-1452 
Atul@prudentprospera.com
Estes & Gandhi, P.C. 
Niral Gandhi 
214-272-8030 
ngandhi@estesgandhi.com
Nimble Accounting 
Rahul Kumar Singh 
866-964-6253 
rahulkumar@nimbleaccounting.com
O’Connor & Associates 
Andrew Choy 
713-375-4224 
achoy@poconnor.com

TELECOMMUNICATION 
SERVICE EQUIPMENT
Corning Optical Communications 
Christopher Rivas 
571-375-5794 
rivasce@corning.com
Cox Business 
Alea Riley 
404-269-3057 
alea.riley@cox.com
EnterSource 
Andy DeGraw 
931-680-0060 
adegraw@entersource.com
Fourteen IP Inc. 
David Johnson 
407-204-1614 
david.johnson@fourteenip.com
Macrotech 
Dipak Patel 
650-376-2163 
dipak.patel@macrotech.net
Matrix Telecom 
Ashu S. Upa 
714-706-9922 
ashuupa@azumanetworks.com
NEC Corporation of America 
Mike Gray 
214-262-6154 
Mike.Gray@necam.com
Perfect Cloud Solutions 
George Dempsey 
303-557-0371 
Gdempsey@pcscu.com
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KniTec, Inc. 
Kayla Gephart 
866-469-7111 
kayla@knitec.com
RCA Commercial 
Scott Adams 
678-908-9294 
sadams@rcaled.com
TRANSPORTATION/
SHIPPING
Meridian One/Gallagher 
Jennifer Parker 
703-461-5200 
jjohnson@meridianone.com

TRAVEL SERVICES
Meridian One/Gallagher 
Jennifer Parker 
703-461-5200 
jjohnson@meridianone.com
Sona Tours Ltd 
Divyakumar Shah 
866-997-3360 
dshah@sonatours.co.uk
VANITIES/TUB SURROUNDS
Decors USA LLC 
Deepak Sony 
732-486-8520 
deepak@decorsusa.com
Natural Stone Gallery 
Steven Lee 
713-778-0888 
nsggranite@gmail.com
Shower Walls SA de CV 
Karen Borunda 
855-219-3751 
karen@shower-walls.net
Vanities International LLC 
Richard Moore 
317-831-2717 
Richardm@vanitiesint.com
VENDING MACHINES/
SUPPLIES
Pepsi 
Karl Bush 
336-251-9758 
karl.bush@pepsico.com
WALL COATINGS
CertaPro Painters 
John Bernauer 
jbernauer@certapro.com
Sherwin-Williams 
Chris Szostakowski 
724-993-1900 
matthew.m.wessel@sherwin.com
WALL COVERINGS
Atlas Concorde 
Michael Sautner 
615-661-7200 
m.sautner@atlasconcorde.com

WATER HEATERS
ACT, Inc. D’MAND Kontrols Systems 
Larry Acker 
714-668-1200 
LarryA@gothotwater.com
AO SMITH 
Chris Murphy 
517-745-3384 
nchristner@hotwater.com
Bradford White Corp 
Michael Carter 
484-401-8120 
mcarter@bradfordwhite.com
Rheem Manufacturing Water 
Heating Division 
Dave Hanley 
770-225-7194 
Dave.Hanley@Rheem.com
Rinnai 
Dipesh Parekh 
800-621-9419 
engineering@rinnai.us

AAHOA VENDOR PARTNERS

USA Digital Inc. 
Aaron Gomez 
888-388-1531 
aaron@usadigital.tv

TELEVISIONS/ELECTRONICS
AdCommTV 
Jason Cohen 
561-543-7543 
jason.cohen@adcomm.com
EnterSource 
Andy DeGraw 
931-680-0060 
adegraw@entersource.com
Hospitality1 
Dhar Patel 
714-473-9813 
dharpatel@hospitality1.net

TELEVISION/IN ROOM 
ADVERTISING
DirecTV Hospitality 
Mica Matvia 
470-419-0767 
AH417N@att.com

Home Box Office 
Andrea Viola 
404-239-6695 
Andrea.Viola@hbo.com
Sonu Satellite 
Neil Doshi 
877-999-7668 
neil@sonutv.com

Safety NetAccess 
Ashley Allard 
617-268-1134 
astoutzenberger@safetynetaccess.com
Techguru Inc. 
Suraj Patel 
704-457-5780 
xzaviar.boston@techguru.net
Zyxel Communications 
Tri Nguyen 
800-255-4101 
tri@zyxel.com
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YOUR ROAD TO 
THE RIGHT FINANCING

Built on Trust.
Navigated Through Experience.

Paved by Relationships.

Take Your Financing Further. 
Skillfully-Structured Refinance & Acquisition Loans
Non-Recourse Bridge, Permanent Debt with Cash Out
& Equity for Qualified Sponsors on Deals Greater 
than $5 Million
First-In-Line Attention from Top Capital Sources 

CMBS | Debt Funds | Life Insurance Companies | Credit Unions 
Regional Banks | Foreign Capital | Hedge Funds | Private Equity

312- 642-0100
www.magmilecapital.com

Turning Relationships into Closings since 1991.
 

Follow us on LinkedIn to stay updated on deal closings and
important market updates!

Commercial Real Estate Finance 

980965_Mag.indd   1 09/10/19   1:24 AM

981049_Hotel.indd   1 9/28/19   1:49 AM

We treat our customers the way we want to be treated.
Specializing in Providing Kitchen Cabinets, Vanities and
Stone Countertops to Hospitality Industries. 

Address: 1450 Brittmoore Rd., Houston, TX 77043

Cell: 737-212-2767 (Shirley Choy)
Office: 713-380-2921

Email: bmccabinetry@gmail.com
www.bmccabinetry.com

933022_BMC.indd   1 9/8/18   12:18 AM
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1.	 AAHOA proudly attended a summit 
hosted by President Trump, Vice 
President Pence, Senior Advisor 
Ivanka Trump, administration officials, 
trafficking survivors, advocates, law 
enforcement officials, and elected 
leaders to highlight the scourge of 
human trafficking and identify solutions 
to the crisis.

2.	 AAHOA Lifetime Member Mitch Patel, 
President & CEO of Vision Hospitality 
Group, teamed with AAHOA to offer free 
human trafficking awareness training to 
the general public in Chattanooga, TN.

3.	 AAHOA President & CEO Cecil P. Staton 
joined the Illinois Hotel & Lodging 
Association (IHLA), Illinois Gov. J.B. 
Pritzker, Chicago Mayor Lori Lightfoot, 
American Hotel & Lodging Association 
(AHLA) President & CEO Chip Rogers, 
and countless others in the fight against 
human trafficking during a No Room for 
Trafficking regional event.

AAHOA MEMBERS IN ACTION

4

5
6

7
8

9

1
2

3

4.	 AAHOA President & CEO Cecil P. Staton 
delivered opening remarks at No Room for 
Trafficking in Miami, FL.

5.	 AAHOA President & CEO Cecil P. Staton joined 
representatives from AHLA, FRLA, and the 
greater hotel industry to partner with It’s a 
Penalty and A21 as part of the No Room for 
Trafficking campaign.

6.	 The AAHOA staff joined others around the 
nation on #WearBlueDay to raise awareness of 
human trafficking.

7.	 Binal Patel was the winner of the first 
sweepstakes for four free hotel nights at the 
2020 AAHOA Convention & Trade Show.

8.	 AAHOA Chairwoman Jagruti Panwala was 
recently featured on LODGING Magazine 
Insider, where she shared her thoughts 
on the state of the U.S. lodging industry 
and its future, her biggest takeaways from 
LAS, and what it’s like heading the leading 
association for America’s hotel owners.

9.	 Upper Midwest Regional Director Kalpesh 
Joshi showed off his blue to raise awareness 
of human trafficking in January.

http://TODAYSHOTELIER.COM
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PREFERRED VALUE MANUFACTURER OF HOSPITALITY 
FLOORING FOR OVER 35 YEARS  

 

FREE SAMPLES: CALL US AT 1-800-225-2948 OR AT 
OUR WEBSITE: WWW.KINSLEYCARPETS.COM  

KINSLEY CARPET MILLS UNDERSTANDS THE IMPORTANCE OF 
AFFORDABLE AND RELIABLE FLOORING.  

JOIN THE 750+ HOTELS  THAT HAVE UPGRADED THEIR FLOOR-
ING WITH KINSLEY CARPET MILLS IN 2018.  

AAHOA MEMBERS RECEIVE AN EXCLUSIVE DISCOUNT! 

- 100% WATERPROOF -  

LUXURY VINYL PLANK 

- HIGH VALUE - 

GUEST ROOM CARPET 

                TIME TO REPLACE? VISIT US AT WWW.KINSLEYCARPETS.COM OR CALL 1-800-225-2948.  

932420_Kinsley.indd   1 9/5/18   12:29 AM

CLASSIFIEDS

http://TODAYSHOTELIER.COM
http://WWW.KINSLEYCARPETS.COM
http://WWW.KINSLEYCARPETS.COM
http://WWW.KINSLEYCARPETS.COM


4 8   | MARCH 2020 | TODAYSHOTELIER.COM

DecorativeCeilingTiles.net
1-866-297-0380

Photo Credit Pipa Bradbury Design & Savaza Photo

973188_Decorative.indd   1 7/25/19   4:30 PM
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Ponce D. Moody Funding
  Alternative Financing Solutions For Commercial Real Estate 

         “IF THE BANK SAYS “NO,” GIVE US A CALL” 
OUR FUNDING ABILITY: 

New Projects Worldwide: Up to 5 Billion Dollars 

Bridge Loans: Up to 250 Million Dollars 

Large Real Estate Development Projects Corporate Expansion Loans
Large Construction Projects Ground Lease Programs 
Large Alternative Energy Projects Equipment Finance and Leasing 
Asset Based Loans Supply Chain Financing 
Purchase Order Financing LED Light Bulb Supplier 

Multifamily Properties: Those that have witnessed yearly increases in rents with Improved
Equity – “We can provide Cash-Out of 80% LTV, Fixed Rates with a 35-Year Amortization on  
Non Recourse Loans” 
SBA Financing:  Up to $10 Million – Property must be Owner Occupied (51% Minimum) 
Creative Non Debt Funding:  You can access Pre-Tax Funds (i.e. 401K, IRA, SEP, 403b, 457, 
TSP) – Penalty Free and without taking a Taxable Distribution – This can then be used as your 
Non Borrowed Cash Injection for a Loan – This is for ANY Type of For Profit Business!!!!         
Accounts Receivable Leveraging:  Leverage your Accounts Receivable and let us WAIT
the 30 to 90 DAYS for PAYMENT.

Ponce D. Moody 
Cell: 919.771.3230 

Email: ponceloans@poncemoody.com
Website: www.pdmfunding.net

999473_Ponce.indd   1 2/12/20   3:38 PM
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Advantages of SPC Flooring over Carpet: 

Floor Score
CERTIFIED

 

CALL NOW for Samples & Prices

www.firstchoicelvp.com • firstchoicelvp@gmail.com
706-695-1504 | 706-271-8023

from the manufacturing First Choice, the most recognize 
and preferred name in the hospitality industry.

Pet
Friendly

Introducing
7.5 mm SPC

with attached
pad

2 mm glue down, 12 mil wear layer
2.5 mm, 20 mil wear layer
7.5 mm SPC, 20 mil wear layer, attached pad

FIRST CHOICE SPC FLOORING

SPC SPC
SPC

980327_First.indd   1 03/10/19   10:39 PM

7-YEAR WARRANTY

                                     

Hotel Safes $95
Our Safes Are In Every  

Major Hotel Brand In The U.S.A.

Custom Colors Available

1-800-545-4947 
www.hotelsafes.com

  
20TH  
YEAR 

ANNIVERSARY

GSC101-20 AAHOA_OffWhiteAd_v1.indd   1 1/3/20   3:27 PM
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Call: 1-(800)-283-0539
Fax: (888) 717-7472
sales@matrixhotelpbx.com
www.matrixhotelpbx.com

� Hospitality IP Phone 
System
� Time-Attendance and 

Access Control
� HD IP Security-Camera 

System

MATRIX COMMUNICATION & SECURITY 
SOLUTIONS FOR EFFICIENT FUNCTIONING

914947_Matrix.indd   1 21/04/18   1:24 AM
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24 YEARS OF EXPERIENCE & PROUD MEMBER OF THE B.B.B.

DO IT ONCE, DO IT RIGHT!

REFINISHING OF:
FIBERGLASS TUB & SHOWER ENCLOSURES,

TUB & TILE, CULTURED MARBLE SINKS & VANITY TOPS

888.707.9297
artisticbathrefinishings.com

Refinish your bathtubs!
Volume pricing starting at "$99"
includes a non-resistant bottom!

872504_Artistic.indd   1 6/8/17   11:42 PM

 Former Fortune 500 Hotel Attorneys      Senior Franchise Executive 
Liquidated Damage Settlements 

Dispute Resolution
Franchise Agreement Negotiations

Acquisitions and Sales
Development 

GIAMBRONE & SALTZMAN, LLC
ATTORNEYS

862-210-8137    rs@giambronesaltzman.com    www.giambronesaltzman.com

Richard M. Saltzman, Esq. 

828533_Giambrone.indd   1 12/10/16   5:16 PM

847.440.5562 | www.aahoa.besthotelproducts.com

Best Hotel Products TM

 Hotel 
Accessories

Franchise 
Mattresses

Furniture from 
$620/room!

Best PTAC & 
TTW Pricing

Save on franchise approved products!
Everything you need for your hotel…nationwide!

974706_Best.indd   1 8/13/19   1:28 PM

Legal assistance in reviewing/
negotiating franchise agreements

and liquidated damages settlements.

Mahesh I. Patel
Patel & Associates, Attorneys at Law
Phone: 972-643-1813
Fax: 972-231-0104
Email: mpatel@patellaw.net

FRANCHISE
LITIGATION

862136_Patel.indd   1 3/22/17   1:54 PM
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Today’s Hotelier magazine and AAHOA.
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Ready to position your limited service property to a brand that 
aims to meet the needs of today’s experience-seeking guests?

Clarion Pointe™ is a fresh, contemporary concept that o� ers an 
a� ordable experience with elevated essentials in just the right 
places to help owners optimize growth.

Visit choicehotelsdevelopment.com/clarion-pointe to learn more!

This advertisement is not an offering. For New York: An offering can only be made by a prospectus fi led fi rst with the Department of Law in the State of New York. Such a fi ling does not constitute approval by the 
Department of Law. For Minnesota: Clarion #F-1673. A copy of the Franchise Disclosure Document may be obtained through contacting Choice Hotels International at 1 Choice Hotels Circle, Suite 400, 

Rockville, MD 20850 or at Development@ChoiceHotels.com. © 2020 Choice Hotels International, Inc. All rights reserved.

®

Get TO THE POINTE

997070_Choice.indd   1 1/28/20   6:34 PM

Watch Lost in Space now on

Premium guest entertainment 
at a price you’ll love. 
DISH is the only national pay-TV provider to have Netflix built-in to a hotel 
entertainment platform. See how EVOLVE provides seamless integration so 
guests can access all their favorite content on in-room TVs.

Netflix streaming membership required.

®

now integrated with evolve

dish.com/evolve  |  888-422-4734

See how DISH Business can 
improve your guest entertainment.

993440_Dish.indd   1 1/14/20   5:59 PM
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* Days Inns Worldwide, Inc. Franchise Disclosure Document Dated March 31, 2019. This is not an offer. Federal and certain state laws regulate the offer and sales of franchises. An offer will only be made in compliance with those 
laws and regulations, which may require we provide you with a franchise disclosure document, a copy of which can be obtained by contacting Wyndham Hotels & Resorts, Inc. at 22 Sylvan Way, Parsippany, NJ 07054. All hotels are 
independently owned and operated with the exception of certain hotels managed or owned by a subsidiary of the company. © 2020 Wyndham Hotels & Resorts, Inc. All rights reserved.
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Proven performance  
with RevPAR Index  

of 110%+*

New Dawn guestroom  
designed to drive increased  

consistency and return

Guest satisfaction  
among the highest  

in its segment

The dawn of a new Days Inn
BY WYNDHAM

982923_Wyndham.indd   1 21/01/20   4:11 AM
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