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For more than 20 years, we’ve specialized in helping you process payments without hidden 
fees,1 teaser rates or long-term contracts.2 AAHOA Members receive preferred rates, a 
dedicated lodging support team, and experience seamless integration into existing property 
management systems.

TRUST. SIMPLICITY. SECURITY.
Call 1-800-727-1872 or email lodging_team@chase.com today to learn more.

WE HANDLE PAYMENT PROCESSING 
SO YOU CAN FOCUS ON YOUR GUESTS

1 All applicable fees are listed on the Schedule A. 
2 Certain restrictions may apply. Not all businesses may qualify for month-to-month or no long-term contract, such as businesses who: require processing capabilities in multiple currencies, process 
over $5 million in annual credit/debit card sales or have certain software or connectivity requirements. Qualifying businesses may terminate their contract at any time by providing 30 days’ written 
notice. Businesses who receive a promotional consideration from Chase may be required to repay all or a pro-rated portion of the value of such promotional consideration if the contract is terminated 

Talk to a Chase Representative for more details. Businesses are required to complete an application and agree to terms and conditions at the time of enrollment. 
All businesses are subject to credit approval. Merchant services are provided by Paymentech LLC (“Chase”), a subsidiary of JPMorgan Chase Bank, N.A. ©2022 JPMorgan Chase & Co. All rights reserved.
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About AAHOA 
This Month5Things

to Know

IN THE KNOW
  2-MINUTE READING TIME

2
34

HELP AAHOA THRIVE  
BY VOLUNTEERING YOUR TIME.
The participation and talent of our dynamic membership is 
vital to AAHOA’s success. If you want to make a difference for 
AAHOA Members and the hospitality community at large, con-

sider serving on an AAHOA Committee or as an 
Ambassador. These key roles are vital to helping 
us be the foremost resource and advocate for 
America’s hotel owners. Eligible applicants are 
AAHOA Members in good standing. Interested in 
serving on a committee or as an Ambassador? 
The Committee application deadline is April 15.  
Visit AAHOA.com/about-AAHOA to learn more.

1 EARLY-BIRD REGISTRATION DEADLINE IS 
FAST APPROACHING.
We’re one month away from AAHOACON22 in 
Baltimore, but you only have until March 13 to take 
advantage of discounted registration. You don’t 
want to miss the chance to meet with fellow hote-
liers at the industry’s largest 
hospitality event of the year. 
What makes AAHOACON22 
unique is that it’s created 
just for you, America’s hotel 
owners. Don’t put it off – 
register today! 
AAHOA.com/Convention

JOIN US AT HUNTER THIS MONTH.
The 2022 Hunter Hotel Investment Conference is scheduled for March 
22-24 at the Atlanta Marriott Marquis. This top industry event brings 
together the nation’s most influential leaders and investors in the hotel 
industry to analyze trends, network, and turn prospective opportunities 
into business transactions. AAHOA believes successful businesses and 
investments are built on meaningful relationships, and this is a prime 

opportunity to build new ones and 
strengthen existing ones. Don’t 
miss it! HunterConference.com

5ANNUAL MEMBERS, RENEW SO YOU CAN VOTE 
IN AAHOA ELECTIONS!
AAHOA will debut electronic voting at AAHOACON22, which 
changes eligibility requirements for the 2022 Elections. To be 
eligible to vote, you MUST: Have become a Lifetime Member on or before 
Dec. 31, 2021, or have paid annual membership dues no less than twice 
in the previous three calendar years and renew your annual membership 
for 2022 no later than Tuesday, March 15. Don’t miss out, renew today!  
AAHOA.com/Join� ■

MAKE PLANS TO ATTEND A REGIONAL 
AFTER AAHOACON22.
Our 2022 Regional Conference & Trade Show 
schedule doesn’t kick off until after AAHOACON22, 
but it’s never too early to start planning which 
one – or three! – you want to attend. Our regionals 
give attendees access to top vendors, unparal-
leled networking opportunities, and up-to-date 
region-specific industry news you won’t get any-
where else. These events are open to all hotel 
owners, even if you’re not already an AAHOA 
Member, so sign up today. AAHOA.com/calendar

BE
RK

UT
/S

H
UT

TE
RS

TO
CK

.C
O

M

TODAYSHOTELIER.COM | MARCH 2022 |  7

http://AAHOA.com/about-AAHOA
http://AAHOA.com/Convention
http://HunterConference.com
http://AAHOA.com/Join
http://AAHOA.com/calendar
http://TODAYSHOTELIER.COM
http://SHUTTERSTOCK.COM


LETTER FROM THE CHAIR 2-MINUTE READING TIME

VINAY PATEL 
AAHOA CHAIR (2021-2022)

How many 
more times can 

hotels tread 
water when 

flooded with 
cancellations? 

How many more 
times can we 
pressure our 
government 

officials to 
provide relief?”

Facing challenges head on
CCORDING TO THE WORLD HEALTH ORGANIZATION, AS OF FEBRUARY 2022, 
there have been nearly 397,000,000 confirmed coronavirus cases and more than 

5,745,000 deaths worldwide. Unfortunately, America is leading the way in both 
cases and deaths.

If you look back on your life two years ago, it was around this time in 2020 that was the calm 
before the storm. It’s hard to believe it’s been two years since we’ve adjusted to this “new 
normal,” which isn’t so new anymore. It’s safe to say that, with the vaccines and research, 
we are on the road to recovery, although no one knows exactly how long that road is.

It feels like a constant, never-ending loop that everyone – and the hospitality industry 
is no exception – has been stuck in for two-plus years. Holding on to a glimmer of hope, 
keeping it together just a bit longer, thinking, “We can do this. This will be the end of it.” 
Until, well, the next time. Another variant, another reason to calculate every risk involved 
in what should otherwise be simple decisions.

Vaccinated or not, no one is immune to the devastating effects of this pandemic, and 
I’m not just talking about getting sick. The rules seem to change often and what we know 
about the virus is continually changing.

How many more times can hotels tread water when flooded with cancellations? How 
many more times can we pressure our government officials to provide relief? How much 
longer can we maintain our businesses with the alarming labor shortage?

The list goes on.
To say we’re living during challenging times is underplaying the situation, and quite 

frankly, a bit cliché. But take a minute to reflect on your life. Weren’t the most challenging 
times the ones that helped you grow? Haven’t all the struggles you’ve faced given you a 
broader perspective on things?

It’s hard to feel that way now or see the bigger picture in the middle of a pandemic, but 
one day, you will look back on this time, too, and see how far you’ve come.

We asked an AAHOA Member who recently opened a new restaurant in the Houston, TX 
area, why they felt comfortable opening a business at a time when so many businesses 
are struggling and while there’s a nationwide labor shortage. He said, “These challenges 
are what drive us to create something that, 10 years from now, we’ll say, ‘Yeah we did that 
during a pandemic, and we crushed it.’ Yes, there will be challenges, but we’ll get through 
it and make the most of it.”

I hope that’s the attitude we can all continue to have going forward.
Be grateful for what you do have, try to stay positive, count your blessings, and help oth-

ers where you can. Perhaps right now, the best thing we can all do is stay optimistic and 
focus on the opportunities vs. the setbacks.

After all, you didn’t get to where you are now taking the easy road, right?� ■
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  2.5-MINUTE READING TIME
GOVERNMENT AFFAIRS

THE 117TH CONGRESS 
and state legislatures 
throughout the coun-
try are convening for 

legislative sessions in 2022. 
Hoteliers continue to face an 
array of challenges even as the 
economy rebounds. From the 
Capitol to capitals coast to coast, 
learn more about how AAHOA is 
engaging with elected officials to 
elevate the business interests of 
America’s hoteliers. Get involved 
and make advocacy an integral 
part of your business plan. 

The AAHOA Government Affairs  
2022 Policy Handbook 
by SEAN GROSSNICKLE 

The full handbook, 

including AAHOA’s 

state and local policy 

guidebook, can  

be found at  

AAHOA.com/advocacy 

alongside the latest 

news, action alerts, and 

guides to help elevate 

your engagement. 

1 HUMAN TRAFFICKING 
AWARENESS 

TRAINING AND 
PREVENTION 

Although every January 
represents National Slavery & 
Human Trafficking Prevention 
Month, AAHOA’s commit-
ment to ending human traf-
ficking is an ongoing mission 
throughout the year. AAHOA 
maintains a relationship with 
the Department of Homeland 
Security, Businesses Ending 
Slavery and Trafficking, state 
partner associations, and many 
more organizations in the fight 
against human trafficking. 

2 RETURNING 
AND RETAINING 

THE HOSPITALITY 
WORKFORCE 

AAHOA Members across 
the country have experienced 
months-long labor shortages 
since the onset of the pan-
demic. According to the U.S. 
Bureau of Labor Statistics, 
employment in the leisure and 
hospitality sectors is down by 
1.2 million since February of 
2020, a 7.2% decrease that is 
among the highest of any labor 
market. 

3 INCREASING THE CAP 
OF THE H-2B VISA 

PROGRAM 
The H-2B Returning Worker 

Exception Act of 2021 (H.R. 
3897), introduced in the House 
of Representatives by Rep. 
Henry Cueller (D-TX), modifies 
the H-2B (temporary nonag-
ricultural workers) nonimmi-
grant visa program, including 
by exempting certain work-
ers from an annual numerical 
limit on such visas. AAHOA fully 
supports this legislation and 
is engaging with Congress to 
promote its passage. 

4 THE SAVE HOTEL 
JOBS ACT (H.R. 3093) 

The Save Hotel Jobs Act 
provides hotel owners with an 
option to apply for grants they 
can use for payroll expenses. 
AAHOA continues to advocate 
for this legislation. 

5 PRESERVING 
INTERNAL REVENUE 

CODE SECTION 1031 
LIKE-KIND EXCHANGES 

Like-kind exchanges are an 
important source of capital 
for entrepreneurs, especially 
hoteliers, as they encourage 
hoteliers and prospective 

property owners to purchase 
new parcels of land, build 
new hotels, or renovate exist-
ing properties. LKE transac-
tions promote savings and 
investment, allowing capital 
to flow freely and efficiently, 
thereby encouraging com-
merce, ultimately stimulating 
our nation’s economic growth 
and job creation. 

6 SECURING PER DIEM 
FISCAL YEAR 2023 

Every year, the GSA sets 
the per diem rates, an allow-
ance for federal employees 
to cover lodging, meals, and 
incidental expenses incurred 
while on official travel. The per 
diem rates for the fiscal year 
are based on the average daily 
rate reported by local contrac-
tors within a county, ZIP code 
or locality. The COVID-19 pan-
demic has had a devastating 
impact on the lodging indus-
try, leading to record-low ADRs 
in markets across the country. 
Official government travel is a 
vital source of traffic for many 
hotels, and AAHOA will con-
tinue to advocate for competi-
tive rates set independently of 
distressed ADRs.	  ■

FEDERAL LEGISLATIVE POLICY AGENDA 
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To get in on a new way to extended stay Contact Matthew Hostetler, Chief  Development Officer,  
mhostetler@redroof.com, 713.576.7426    /    redrooffranchising.com

All backed by Red Roof, known for Genuine Relationships. Real Results.® 

n ow  i n c l u d e s

HISTORICALLY HIGH
OCCUPANCIES

80%* 

OUT-PERFORMED THE 
COMPETITIVE SET REVENUE 

PER AVAILABLE ROOM 

124.1%*

Combining modern room aesthetics  

with cost-effective development  

to set new standards  

for improved operational efficiency.

A brand new way to extended stay.®

Our new prototype is all about 

function, style and 

crushing the competition.
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  6-MINUTE READING TIME
THE C-SUITE

Limitless
Perspectives from 
two AAHOA Board 
Members on the 
strides women 
have made in 
the industry and 
the progress still 
to come for the 
association 

S IS TRUE FOR NUMEROUS INDUSTRIES, LEADERSHIP POSITIONS 
across many facets of hospitality have long been dominated by 

men. But times are changing, and women make up growing per-
centages of leadership positions at hotels, within the brands, 
at supplier companies, and pretty much everywhere else. And 
groups such as the Castell Project have put considerable effort 

into accelerating the numbers of women in hospitality leadership and owner-
ship. AAHOA also is on the front lines of this fight, its members are playing an 
increasingly important role in leading the industry forward in the march toward 
gender equality in leadership. 

Here, we feature perspectives from two women who hold leadership posi-
tions within AAHOA. They stand on the shoulders of those who came before 
them while carrying the torch for those who will come after. 
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LIMITLESSI have faced more 
challenges than I 

care to recount here, 
and I don’t cite my 

accomplishments to 
brag. Instead, they 

demonstrate the 
difficulties that many 

of us have faced 
on our ascent into 

leadership.”

by LINA PATEL, CHO, FEMALE 
DIRECTOR EASTERN DIVISION 

After immigrating from India to the 
U.S. in the early 1980s with my par-
ents, I practically grew up in a hotel. 
Like many AAHOA Members, I cleaned 
rooms, did the laundry, worked front 
desk shifts, and even mowed the lawn. 
I vividly remember coming home after 
school and immediately racing to the 
hotel lobby to begin my shift. Today, 
countless shifts and many years later, 
I’m the owner and operator of a Days 
Inn by Wyndham in Cincinnati, OH, 
and my portfolio includes Wyndham, 
Marriott, Choice, and IHG properties 
across the Eastern U.S. 

I’m also privileged to serve on 
the board of the Franchise Advisory 
Council for Days Inn, where I help fine- 
tune brand standards before passing 
them to hotel owners with the goals 
of maximizing revenue, saving money, 
and providing resources needed 
to operate their hotels efficiently. 
Through my time in this industry, I’ve 
become experienced in negotiating 
and forming international business 
partnerships, and I started an inter-
national company catering to inter-
national extreme adventure travel, 
Himalayan Glacier Trekking, in 2010. 

As a second-generation hotelier, 
I have faced more challenges than I 
care to recount here, and I don’t cite 
my accomplishments to brag. Instead, 
they demonstrate the difficulties that 
many of us have faced on our ascent 
into leadership. And while the jour-
ney certainly isn’t easy for anyone 
in this industry, women undeniably 
face additional obstacles. However, 
as Michelle Obama said, “There is 
no limit to what we, as women, can 
accomplish.” The women of AAHOA 

are always ready to board the limit-
less learning platform provided by 
AAHOA, and there are many examples 
besides myself of women who are 
breaking down barriers and helping 
to level the playing field. 

As an AAHOA Board Member and 
industry veteran, I want to help create 
opportunities for women hoteliers 
and provide a platform for us to learn 
from and inspire each other, and set 
everyone up for years of progress and 
success. For example, my team and 
I have hosted more than 45 women 
hotelier education and networking 
sessions across the nation, planned 
three women hotelier conferences, 
and hosted five brand-development 
days and six educational sessions 
at national conventions with 1,200 
women attendees being the largest 
educational session on the AAHOA 
platform! 

AAHOA provides opportunities for 
women hoteliers to build relation-
ships with local officials and decision 
makers in our local governments to 
ensure they understand our busi-
nesses and our industry. Without 
question, women play an important 
role in the hospitality industry, and 
especially in the families of so many 
AAHOA Members. Although many 
of our mothers and sisters played 
an equal role in helping these busi-
nesses succeed, we have yet to see 
enough women serving in prominent 
industry roles, but I’m proud 
that AAHOA strives to lead 
by example and counts 
growing numbers of 
women leaders 
among its 
member-
ship. 

Women are the backbone of 
America’s hotel industry, and they 
remain underrepresented in the 
industry. AAHOA is committed to 
changing that, as its initiatives to help 
women hoteliers take their rightful 
place in our industry started with edu-
cation and networking events. When 
we all work together, the opportuni-
ties are limitless. 
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LIMITLESSby TEJAL N. PATEL, CHO,  
CHIA, FEMALE DIRECTOR 
WESTERN DIVISION 

AAHOA Members represent the heart 
of the hotel industry. They are the own-
ers and operators of more than 60% of 
all hotels in the country that not only 
provide jobs for their employees but 
also invest in their local communi-
ties. Their hotels are more than places 
where people sleep; they’re gathering 
spaces, community centers, and often 
sources of support for those who need 
it most. 

When you walk into an American 
hotel, you’re most likely walking into 
the life’s work of an AAHOA Member, 
whose contributions help strengthen 
the economy. 

Since the 1940s, Asian-American 
hoteliers have been planting the seeds 
critical to the growth and success of the 
industry generation after generation. 
The entrepreneurs of 
this diaspora are the 
American Dream 
personified. They 
are AAHOA. 

The association will continue pro-
moting and protecting the interests of 
its members through advocacy efforts, 
as it has for the past 30-plus years. 
However, as we enter this “rebuild-
ing/recovery” phase, AAHOA Members 
are at an important juncture that will 
shape the industry during the next five 
years and beyond. 

Poor prospecting of hospitality 
labor, increase in costs, and sup-
ply chain problems are just a hand-
ful of the myriad issues owners face. 
Furthermore, the need for hotel fran-
chising reform has only been amplified 
by frustrated franchisees. 

Our industry is no stranger to down-
turns and adverse circumstances. 
Resiliency is a key pillar of our entre-
preneurial spirit. AAHOA has gone 
through bumps, yet we have come so 
far since we were founded. But, there 
is still work left to do. 

There are many potential challenges 
that could threaten industry recovery, 

but none is more threatening than a 
lack of unity and teamwork from 

all fronts. The ability to put 
ego aside and seek out 

other ideas from oth-
ers – whether inside 

or outside of our 
industry – is key 

to getting the 
best results. 

Success comes not just from con-
stantly working hard and thinking 
strategically but working on the right 
things at the right time. It’s easy to tear 
each other down when someone has a 
different perspective than you or chal-
lenges your thinking. 

But, that’s the critical point that 
allows us to collectively make impact-
ful change. Most of our membership 
is rooted in the South-Asian diaspora, 
yet there is diversity among us. It’s 
important to understand that there 
are many different ways of thinking, 
and our diversity is what enables us to 
do great things together, united. 

The impact of AAHOA Members 
during the past 30 years has been 
tremendous. 

AAHOA Members were the first to 
own their hotels and take control of 
their destinies. AAHOA Members were 
among the first to embrace technology, 
globalization, and franchising. AAHOA 
Members took control of their busi-
nesses and turned them into profit-
generating assets. They expanded 
their businesses, brought in new blood, 
and raised capital to acquire and build 
more hotels. 

To excel today and tomorrow, each 
AAHOA Member must continue to learn 
and grow in unity. 

It is my sincere hope we all come 
together and focus on the future tra-
jectory of our industry and association. 
I also hope our members’ presence will 
be felt in every facet of hospitality: 
from the guestroom to the boardroom 
to the halls of Congress. ■

To excel today and 
tomorrow, each 

AAHOA Member must 
continue to learn and 

grow in unity.”
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Finding the right 
roads to navigate 
today’s obstacles
by LARRY and ADAM MOGELONSKY
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  5-MINUTE READING TIME

THE HUMAN BRAIN CRAVES DICHOTOMOUS 
thinking – yes or no, black or white, left or 
right, and so on. But real-world events are 
always many shades of gray, marked by con-
tinuous and complex developments. As this 
concerns hoteliers, we all want the COVID-19 

pandemic to end in absolute terms  yesterday, with travel 
restrictions fully lifted, while occupancies and operations 

immediately revert to what they were in 2019. If only 
it were that easy.

As a part of this psychological disposition, 
around the start of each new cycle, we all think 

in terms of resolutions, looking for the next 
big thing to entirely shift our outlooks into 

an assuredly positive direction. Instead, 
2022 presents no clear answers. It will 

be a time of gradual recovery and the 
steady growth of industry trends that 

have already existed or been regu-
larly seeded for some time now.

Working with several prom-
inent hoteliers who have 

successfully guided their 
companies through the 
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the pandemic. “Throughout 
the history of hospitality, 
innkeepers have sought ways 
to improve efficiency while 
protecting or enhancing the 
guest experience,” Carey said. 
“As we progress through the 
current pandemic and look to 
solve the ongoing labor issues, 
I’m confident the industry will 
find new solutions to address 
the repetitive manual aspects 
of hospitality, freeing associ-
ates to interact with and help 
guests.”

To borrow the term coined 
by renowned economist 
Nassim Nicholas Taleb, you 
want your hotel property to 
have “anti-fragility” – one that 
gains from disorder – and this 
starts with a positive attitude. 
Indeed, as Carey has high-
lighted, when you consider the 
current state of the industry 
on a long timescale, you’ll see 
COVID-19 is yet one more rea-
son to do more with less and 
to prepare your company for 
whatever the future holds.

BALANCING OLD  
WITH NEW
The pandemic has led to many 
seemingly permanent shifts 
in the workplace dynamic. 
For one, working remotely is 
now both a widely accepted 
and much-vaunted incentive, 
especially for managers with 
young families where flexibil-
ity is a big advantage. Another 

There’s a con-
cept in futur-
ist circles that 

demonstrates where 
the notion of teams 
and tech will end 
up. In artificial intel-
ligence, a centaur 
denotes the marrying 
of a speedy computer 
with a knowledgeable 
human team where 
the former does the 
grunt work while the 
latter comes up with 
creative strategies,  
just like the Greek 
mythical creature it’s 
named after – a horse 
body with a human 
torso and brain.

But that’s still 
some time away. In 
the meantime, let’s 
summarize what we 
learned, which you can 
start applying to your 
company today:

various entanglements of the 
past 24 months, what we stress 
is that this is a year for deepen-
ing the synergy of your teams 
with technology, all in the 
pursuit of great guest service 
and even more cost savings. 
In shorthand, this “teams and 
tech” approach can be playfully 
abbreviated into the acronym 
TNT, which works because, 
when done right, this mantra 
is the dynamite you need to 
blow up any problems of the 
present or near past.

STARTING WITH 
POSITIVITY
Much as our minds tend to sort 
events into binary terms, so 
too are we fear-based crea-
tures. The news cycle feeds 
on this, dealing out an end-
less barrage of negativity to 
keep you glued to the screen. 
Despite all the worries and 
uncertainties as global travel 
confronts yet another corona-
virus variant, it’s critical that 
you reframe what’s happen-
ing with optimism to derive 
the best possible solution for 
your organization and come 
out on top.

Offering some sage words 
here is Andrew Carey, CEO of 
Newport Hospitality Group, 
a Virginia-based manage-
ment company with proper-
ties across the entire Eastern 
Seaboard that has experienced 
tremendous growth during 

1
Respond positively to any 
pandemic hiccup, treating each 
as a way to keep improving.

2
Especially in hospitality, teams 
are indispensable for high-
quality service.

3
Streamline the guest value 
chain to balance service 
delivery with labor shortages.

4
Look for technology that 
can eliminate repetitive 
tasks to increase per-capita 
productivity.

5
TNT (teams and tech) is a 
gradual process that will 
continue during the entire 
decade ahead.

Where to 
start in 2022

CALL TODAY (760) 372-0007 • questions@dpaattorneys.com

  Real Estate Transactions
  Employment Litigation

  Corporate Restructuring
  Wills, Trusts & Estate Planning

  Contract Review & Drafting
  Franchise Negotiations

1061679_DPA.indd   1 24/12/21   10:13 AM1024196_Vanities.indd   1 16/11/20   11:26 PM

O
LI

VI
ER

 L
E 

M
O

AL
/S

H
UT

TE
RS

TO
CK

.C
O

M

16   | MARCH 2022 | TODAYSHOTELIER.COM

mailto:questions@dpaattorneys.com
http://TODAYSHOTELIER.COM
http://SHUTTERSTOCK.COM
http://vanitiesinternational.com
mailto:sales@vanitiesint.com
http://www.dpaattorneys.com
http://www.vanitiesinternational.com


would be the flattening of the 
corporate structure as automa-
tion and the proliferation of 
intelligent platforms together 
mean that your hotel doesn’t 
need as many supervisors or 
managers to effectively over-
see operations.

Despite all these changes 
to workflow and productivity, 
though, we can attest to the 
perseverance of tried-and-true 
hospitality as led by the dedi-
cated service delivery of on-site 
teams. This is something that 
was clarified by Pere Sanchez 
Frijole, general manager of the 
Roger Smith Hotel, an indepen-
dent, family-owned property in 
Midtown Manhattan.

“Cost-saving opportunities 
in management headcount are 
possible to have more effective 
teams. The pandemic taught 
us that non-operations team 
members don’t need to be on 
property all the time. Allowing 
them to be more malleable 
with their schedules increases 
their productivity,” Sanchez 
continued. “What would be a 
huge mistake is to cut labor 
in positions where it affects 
the guest experience and can 
damage brand reputation. 
Those facing customers, with 
opportunities to match or 
exceed guest expectations, are 
critical for creating memorable 
experiences.”

The lesson here is that 
technology can help digitalize 
workflows and help increase 
manager productivity, but you 
still need a solid backbone of 
on-site staffers for service 
delivery. You may think tech-
nology can solve all your woes 
right away, but until the inven-
tion of lifelike robots, your 
frontline team must remain 
strong. Therefore, a good TNT 
mindset means balance, and 
with the labor market chal-
lenges at present, the solution 
may involve the concurrent 
deployment of new tech with 

a streamlining of core service 
offerings as was confirmed by 
Anil Taneja, managing direc-
tor of Palm Holdings, a family-
owned hospitality ownership 
and management group.

“Hotels have always been 
behind airlines and retail 
when it comes to automa-
tion. We tend to adopt last,” 
Taneja stated. “With the cur-
rent labor shortages, we quite 

simply don’t have the choice 
to take the lead in innovation 
and pave the way for ourselves 
and other industries. Service 
will always be at the forefront. 
We need to focus on simplify-
ing the entire value chain 
– pre-stay, during, and post-
departure – using automation 
and tech to enhance the hotel 
experience without adding 
more people.”

THE HOLISTIC 
POTENTIAL FOR TNT
Once you’ve found that bal-
ance between teams and 
tech by both smoothing out 
the hotel experience so that 
it matches the capabilities of 
your on-site teams as well as 
setting up various systems or 
platforms to automate any 
repetitive tasks within that 
value chain, it’s time to start 
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thinking about how to steadily 
transform your hotel company 
into a data company.

The modern hotel tech now 
has so many parts. Despite 
the setup costs you likely 
have incurred thus far to build 
APIs and push the data across 
disparate pieces of software, 
more integrations are needed. 
The goal is to build a central 
hub for all accrued informa-
tion so you can make holistic, 
data-driven decisions that can 
impact multiple operations. 
Matthew Opferkuch, president 
and co-founder of The Laundry 
Rooms, an extended-stay hotel 
brand in Ontario, Canada, that 
applies elements of home 
sharing accommodations and 

short-term rental platforms 
to meet post-pandemic guest 
demands, elaborated on how 
this inevitably benefits a hotel.

“At the Laundry Rooms, we 
are leveraging technology that 
prioritizes customer experience 
to gain loyalty, build resilience, 
and future-proof our business,” 
Opferkuch stated. “We believe 
the way to turn our guests into 
advocates is by engaging them 
at every possible opportunity. 
To that end, we’ve developed 
a tech stack that allows our 
guests to plug into our commu-
nity and engage with us before, 
during, and after their stay. We 
take a holistic approach to 
tech, so not only does technol-
ogy have a significant positive 

impact on operating costs, but 
it also forms an integral part of 
our marketing.”

In ages past, we had teams 
to manage guest relations for 
before, during, and after the 
stay. Now, we can deploy tech 
to not only fill in the gaps but 
also give hoteliers a clearer 
indication of how to improve 
promotional efforts without 
drastic cost increases. By hav-
ing more information feed into 
a customer relationship man-
agement (CRM) system or, one 
level deeper, into a customer 
data platform (CDP), you can 
more accurately identify your 
“lookalike customers.” These 
are consumers who are similar 
in geography, demographics, 
or interests when compared 
to your existing guest profiles 
and, thus, most likely to book 
at your hotel.

Outside of marketing and 
generating reservations from 
wholly new customers, hav-
ing a robust CRM or CDP also 
works in a positive feedback 
loop to give you more action-
able intelligence on what 

operational improvements 
would be the most meaningful 
for guests. In this sense, TNT 
works to boost total revenue 
per available room by inte-
grating data that was previ-
ously siloed within specific 
departments.

As an example, imagine how 
you would prioritize mainte-
nance work, parts orders, 
and FF&E budgets if you had 
every review from all third-
party travel websites pushed 
into one platform with senti-
ment analysis performed to 
identify the most decisive fac-
tors of the guest stay and rank 
what physical upgrades will 
best nudge future customers 
toward giving more positive 
reviews. Such technology 
exists today, albeit with some 
integration requirements.� ■

Together, 
Larry and 
Adam 
Mogelonsky 
represent 
one of the 

world’s most published writing 
teams in hospitality, with over a 
decade’s worth of material online. 
As the partners of Hotel Mogel 
Consulting Limited, a Toronto-
based consulting practice, Larry 
focuses on asset management, 
sales, and operations while Adam 
specializes in hotel technology and 
marketing. Their experience 
encompasses properties around 
the world, both branded and 
independent, and ranging from 
luxury and boutique to select-
service. Their work includes six 
books “Are You an Ostrich or a 
Llama?” (2012), “Llamas Rule” 
(2013), “Hotel Llama” (2015), “The 
Llama is Inn” (2017), “The Hotel 
Mogel” (2018) and “More Hotel 
Mogel” (2020). You can reach Larry 
at larry@hotelmogel.com or Adam 
at adam@hotelmogel.com.

When you consider the current state of 
the industry on a very long timescale, 

you’ll see COVID-19 is yet one more 
reason to do more with less and to 

prepare your company for whatever the 
future holds.”
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THE FIERCE COMPETITION FOR 
workers facing hotels and other busi-
nesses carries a little less urgency 
at Phoenix American Hospitality, 
where wages and performance 
expectations have risen in tandem 

and employees tend to stick around.
W.L. Nelson, chief executive of Phoenix American 

Hospitality, said the Dallas-based company laid off 
several hundred employees due to the pandemic, 
and those who remained picked up the slack, some-
times cleaning rooms, manning the front desk, man-
aging the breakfast area, and folding laundry during 
the same shift.

Those hardworking, versatile employees repre-
sented the cream of the crop, the ones most capable 
of carrying Phoenix American through a period of 
great uncertainty. So, Nelson decided to reward 
them for their hustle. The company increased its 
wages, 401(k) contributions, and other benefits 

  7-MINUTE READING TIME

Hotel executives share strategies gleaned 
from the prolonged industry downturn

by NICK FORTUNA
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said. “But you want to leave no 
stone unturned. We came up 
with a great list of resources for 
our franchisees, and it’s been 
helpful.”

Similarly, Malouf said Red 
Roof is offering a greater degree 
of workplace flexibility to job-
seekers. In prior years, he said, 
a job posting may have called for 
a front-desk associate to work 
the traditional 7 a.m. to 3 p.m. 
shift, five days a week. But that 
rigidity eliminates many poten-
tial hires who have family obli-
gations and would be happy to 
work 11 a.m. to 3 p.m., he said.

“You have to offer that flex-
ibility, and sometimes that 
means that owners or general 
managers have to cover part 
of that shift at the front desk,” 
Malouf said. “We’re hearing from 
people that flexible scheduling 
has helped.”

Elie Khoury, executive vice 
president for operations at 
Aimbridge Hospitality, said his 
hotel management company 
has taken a similar approach, 
allowing employees to use a 
smartphone app to sign up for 
individual shifts. In addition, the 
company is using staffing provid-
ers such as Instawork, which lets 
gig workers accept shifts accord-
ing to their availability, he said.

Each gig worker who shows up 
is a potential full-time employee, 
so those who perform well are 
invited to apply for permanent 
jobs, Khoury said. Since these 
workers typically value the flex-
ibility of gig work, Aimbridge 
emphasizes that the company 
can accommodate most schedul-
ing needs, he said.

“It’s become a recruiting 
tool that helps us to broaden 
our reach,” Khoury said of 
Instawork.

The willingness to hire more 
part-time workers and offer 
flexible scheduling represents 
a “mindset shift” for Aimbridge, 
which traditionally had leaned 
on full-time employees working 
a fixed schedule, Khoury said.

“Morale is much higher now 
because they have a better 
family/work balance,” he said. 
“It’s also allowed us to improve 
our service because a happy 
employee leads to happy cus-
tomers, so I think at the end 
of the day, it’s a win-win for 
everybody.”

Times are tight for many 
Americans, so Aimbridge has 
partnered with PayActiv, a 
mobile platform that gives 
employees instant access to 
their earned wages. Workers 
still can collect a paycheck 

despite the economic down-
turn. Turnover rates, he 
said, fell sharply as a result.

As the industry recovers, 
offering generous compen-
sation is helping Phoenix 
American to attract new 
workers for its 17 proper-
ties, all select-service or 
extended-stay hotels under 
the Marriott, Hilton, and 
Hyatt brands, Nelson said.

“I think we’ve cured 
our labor problem,” he 
explained. “In this indus-
try, we talk about man-
aging expenses, but we 
don’t often talk about how 
treating our employees 
just a little bit better than 
the market can have many 
benefits. There’s a pro-
ductivity benefit that then 
circles back to a reduction 
in expense.”

During the past two years, 
hoteliers have needed 
grit, patience, and perse-
verance to deal with the 
unprecedented challenge 
of COVID-19. But they’ve 
also relied heavily on their 
ingenuity, changing the way 
they manage properties and 
serve guests. Here’s a look 
at four strategies that are 
paying dividends.

1
Recruiting 
Employees
Fouad Malouf, senior vice presi-
dent of franchise operations for 
Red Roof, said that in years past, 
a job posting on Indeed often 
was enough to lure job-seekers, 
but that’s no longer true. In 
response to the labor shortage, 
Red Roof produced a webinar for 
franchisees providing a long list 
of online job boards and outlin-
ing a more robust approach to 
recruitment.

The webinar instructed 
hoteliers to contact their local 
unemployment office, Veterans 
Affairs office, and nonprofits to 
let them know they’re hiring. He 
said organizations like Catholic 
Charities, which is helping ref-
ugees from Afghanistan find 
work, and similar groups can 
assist hiring managers in cast-
ing a wide net.

“We’ve also looked at posting 
fliers in laundromats and other 
busy places, which is something 
we did in the past but had got-
ten away from because of all 
the technology today,” Malouf KO
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money, Malouf said, and giving 
workers more hotels to choose 
from makes it easier to accom-
modate their scheduling needs.

“That’s been most effective 
where we have a cluster of prop-
erties because transportation 
can be an issue for employ-
ees,” Malouf said. “In the past, 
you wouldn’t have thought to 
have your employee go work at 
another hotel, but today, shar-
ing that labor force can be ben-
eficial to both properties and 
employees.”

Red Roof is even designing 
hotels to make it easier for 
employees to navigate between 
different job functions, Malouf 
said. The company recently 
came up with a prototype 
for new properties under its 
HomeTowne Studios extended-
stay brand that places the laun-
dry room close to the front desk. 
The layout will allow front-desk 
associates to fold laundry dur-
ing slow periods, he said.

“The worker doesn’t have 
to leave the front-desk area,” 
Malouf said. “If a guest wants to 
check in, they’re still right there 
to help that guest. Those effi-
ciencies are going to go a long 
way toward having employees 
who can perform more than one 
task at a hotel.”

every two weeks, but if they 
need money right away to buy 
groceries or pay rent, they can 
transfer their earned wages 
from that pay period to their 
bank account, helping them 
avoid costly payday lenders, 
Khoury said.

2
Managing Labor
Throughout the pandemic, 
hoteliers have found cre-
ative ways to help employees 
become more productive. At 
Red Roof, for example, some 
franchisees have allowed the 
children of employees to watch 
television or do homework in 
vacant rooms so their parents 
can stay on the job longer.

That’s not an option for young 
children who need constant 
supervision, but it can help 
parents with older kids whose 
schooling has been disrupted by 
COVID-19, Malouf said.

In areas where Red Roof has 
multiple properties, employees 
are invited to pick up shifts at 
nearby hotels as their schedule 
allows. Associates appreciate 
the opportunity to make extra 

3
Embracing 
Technology
Khoury said most hotels man-
aged by Aimbridge offered 
keyless entry prior to the pan-
demic, but now, guests can 
check in using brands’ smart-
phone apps, skipping the front 
desk entirely. Eliminating that 
step reduces the risk of viral 
transmission through per-
sonal interaction and lightens 
the customer-service load for 
understaffed hotels, he said.

Aimbridge also has increased 
its usage of QR codes in rooms 
and is introducing autonomous 
mobile robots to deliver food, 
beverages, extra towels, and 
toiletries, Khoury said. Using 
their smartphones, guests 
can scan a QR code and gain 
access to menus from the hotel 
restaurant or nearby eateries 
that offer delivery through 
DoorDash, Grubhub, or Uber 
Eats.

Customers can order food or 
coffee from their rooms, walk 
down to the hotel’s restaurant 
or coffee shop, and take it back 

During the 
past two years, 
hoteliers have 
needed grit, 
patience, and 
perseverance 
to deal with the 
unprecedented 
challenge of 
COVID-19. But 
they’ve also 
relied heavily on 
their ingenuity, 
changing the way 
they manage 
properties and 
serve guests.”
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The company took advantage of 
low occupancy rates to resurface and 
restripe parking lots; apply touch-up 
paint to rooms, lobbies, and stair-
wells; paint wooden baseboards; 
give guest rooms and common areas 
a deep cleaning; repair and replace 
PTAC units; and reapply caulking in 
bathrooms, he said.

“When you’re at full occupancy, 
which select-service hotels often 
are, it’s difficult to do some of those 
things,” Nelson said. “They get pushed 
aside because it’s not an immediate 
need for the customer. But we used 
the slowdown as an opportunity to 
really ramp up our hotel maintenance 
so that everything looks fresh and 
cared for – not necessarily new but 
well maintained.

“Fortunately, we have a good base 
of capital partners that we can call on 
as needed to do those sorts of things, 
because for quite a while, there was 
no cash flow at the hotels.”� ■

to their rooms, streamlining the trans-
action for both guests and employees. 
Smart robots serve the same purpose, 
providing prompt service to guests 
while minimizing the demands placed 
on staffers.

“Technology has really allowed us 
to service our customers on the food-
and-beverage side in multiple ways, 
and through these delivery services, 
we’re able to expand our menu beyond 
the four walls of the hotel,” Khoury said.

4
Sprucing Up  
Properties
At Phoenix American, large capital 
improvement projects were put on 
hold because of the pandemic, but 
that doesn’t mean properties were 
neglected, Nelson said.

Technology has 
really allowed 

us to service our 
customers on the 

food-and-beverage 
side in multiple 

ways, and through 
these delivery 

services, we’re able 
to expand our menu 

beyond the four 
walls of the hotel.”
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TECHNOLOGY

TECHNOLOGY H A S 
impacted all aspects of 
our personal lives and 
continues to be at the 
forefront of the hospital-
ity industry. Historically, 

hotels have leveraged technology to 
improve the experience for guests and 
associates alike, also while providing a 
tangible impact to the bottom line.

We live in an exciting time with new 
products being introduced across a 
broad spectrum of our entire business 
model. In the past, hotels offered goods 
and services, including technology, 
that were above and beyond what the 
consumer would enjoy in their homes. 
However, today’s consumer has an abun-
dance of technology available at their 
fingertips in everyday life.

So, how can hotels leverage technol-
ogy that is tangible and improves their 
experience? How can that technology 
not only provide a memorable experi-
ence for the guests but provide an ROI 
to ownership?

Noble House Hotels & Resorts takes 
a strategic approach to the company’s 
overall technology plan. Like many of 
us in the hospitality industry, Noble 
House is inundated with sales requests 
for the latest and greatest product in 
every discipline that will change how the 
company operates. But Noble House has 
found success by vetting partners that 
balance cutting edge with quantifiable 
benefits that are not only well received 
but also provide a simple and seamless 
user experience.

This may seem like a common-sense 
approach, but there are many operating 
in this space taking a vastly different, and 
far less prudent, approach.

GUEST-FACING  
TECHNOLOGY

ASSOCIATE-FACING  
TECHNOLOGY

MANAGEMENT 
TECHNOLOGY1

•	 Mobile app and  
contactless check-in

•	 SMS messaging and marketing 
pre-stay, during stay, post-stay

•	 In-room casting from personal 
devices

•	 Experiential programming and 
booking engine for activities

2

•	 Cloud-based  
work-order systems

•	 Automated housekeeping 
modules

•	 Review management software

3
•	 Accounting and  

analytics software
•	 Schedule-management tools 
•	 Utility-management software

In this fast-paced and ever-changing 
environment, it’s important to keep up 
to date not only on what may be next on 
the horizon but also what may not be as 
heavily utilized. A few years ago, it became 
very evident that “app fatigue” was a real 
threat to developing an app due to over-
saturation. Just giving your customer an 
app clearly was not good enough. There 
had to be a benefit to downloading the 
app and keeping the app on your phone. 
While pre-stay and during-stay content is 
beneficial, having loyalty points, rewards 
programs, selective offers, and exclusive 

TECH 101
The most important pillars in Noble House’s technology stack are security, 
simplicity, effective training and roll-out processes, long-term effec-
tiveness, and equal benefits to its guests, associates, and owners. This 
should be the baseline for hotel’s looking to integrate technology, and 
here are three specific areas that can be implemented by other hotels:

These are just some of 
the initiatives Noble 
House has rolled out 
during the past few 
years, as the vision is to 
implement a balanced 
approach as the 
team’s technological 
positioning evolves.

benefits to your app community will keep 
that application active long term.

DO IT RIGHT
Technology can be one of the mainstays 
of your brand, but it can frustrate the 
intended end user if not executed properly. 
As our industry continues to rebound from 
the pandemic and staffing crisis, embrac-
ing the efficiencies that technology can 
bring is paramount. Noble House’s analytic 
and scheduling tools assisted the team 
greatly in managing through shortfalls in 
occupancy as well as staffing throughout 

 prizeEyes on the
Utilizing new technologies  
can help a hotel’s bottom line
by JASON MOLL
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the pandemic and have been critical to the 
company’s success in bottom line financial 
goals.

While there is nothing that can replace a 
genuine smile and helping hand, the future 
of technology in hospitality is here and 
both can coexist in a manner that benefits 
everyone.� ■

Jason Moll is vice president of 
rooms & technology at Noble 
House Hotels & Resorts. He 
provides Noble House’s 
properties with expertise 
across a broad spectrum of 

experience, ranging from hotel operations, 
development and construction, condo and HOA 
programs, private club management, and 
technology initiatives. In addition to 
implementing all brand standards across the 
portfolio, Jason spends a great deal of time on 
network security and global leadership of the 
IT department, and he actively works with 
property teams on budgets and forecasts, and 
provides hands-on support in many aspects of 
the hotel operation.

In this fast-paced 
and ever-changing 

environment, it’s 
important to keep up 

to date not only on 
what may be next on 
the horizon but also 
what may not be as 

heavily utilized.”

  3.5-MINUTE READING TIME
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BEST PRACTICES

E ALL KNOW THAT RECOVERIES HAVE ALWAYS MATTERED IN BUSINESS AS THEY 
create opportunities, possibilities, and sometimes advantages. Some of the biggest shifts 

in market share occur coming out of downturns, when new industry leaders and new busi-
ness models that leverage technology will have to emerge. Post-COVID, companies will be 

evaluated and defined by their abilities to balance performance, as well as their capacities 
for flexibility, innovation, and adaptive technology. They will advance when and where they 

can and will have to manage all they encounter. Simply, confidence will come through thinking differently and 
then utilizing the experience to replicate it.

MISSION: 
Possible!
by GARY SIMS
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to offer long-term discounted 
room rates to induce guests to 
convert their hotel rooms into 
temporary home offices. And 
as work from home incurs the 
risk of an unhealthy lifestyle, 
some hotels have created stay 
packages with a wellness and 
fitness component. Typical 
operational policies also have 
been amended to create travel, 
including free cancellation and 
flexible check-ins and check-
outs. As successful properties 
have realized, the key is lever-
aging the asset.

RECOVERY AND 
OUTLOOK
As the situation remains fluid, 
other challenges will compel 
hotel owners and operators to 
think through various strate-
gies for asset opportunities 
in the operating model and 
in the market segmentation. 
For example, one of the priori-
ties could and should be using 
social media to develop a new 
sales and marketing strategy 

A look at market factors and business  
choices that can help speed recovery

them back and to make them 
whole. Many of our hands were 
tied by circumstances out of 
our control, but our industry’s 
greatest asset and strength is 
its people, and we should all 
want to protect them by any 
means necessary.

As travel demand declined, 
Victory initiated creative ways 
to generate revenue and utilize 
hotel assets. With large meet-
ing and convention business 
still at least 18 months away, 
Victory’s teams focused on 
generating local and regional 
leisure travel as concepts such 
as staycations and other food-
and-beverage packages have 
supported hotel weekend 
travel. And some hotels have 
worked with local hospitals 
to convert part of their hotels 
to accommodate traveling 
nurses, healthcare workers, 
and in some cases, even COVID 
patient centers.

The work-from-home 
concept has enabled hotels 
located in resort destinations 

The crisis will eventually be behind us, 
although not completely, and as such, 
various stakeholders of the hospitality 

industry need to prepare operations for 
when life returns to the new normal.”

to attract a new segment of 
customers, a more domestic 
clientele.

The crisis will eventually be 
behind us, although not com-
pletely, and as such, various 
stakeholders of the hospital-
ity industry need to prepare 
operations for when life returns 
to the new normal. With any 
luck, the pent-up demand for 
travel will lead us to some level 
of stabilization. Recruiting 
employees, training, main-
taining safety protocols, and 
managing the guest experience 
are just some of the challenges 
on the horizon. These things 
have never changed, regard-
less of the challenges faced. 
Successful hotel industry 
owners and operators have 
adapted and grown more resil-
ient and innovative during the 
pandemic, and they’re now 
better equipped to navigate 
the next crisis.� ■

Gary Sims is a 
partner with 
Victory Hotel 
Partners and has 
more than 30 
years of 

experience in operations and 
development in a variety of 
hospitality segments, with his 
most recent role before joining 
Victory being COO of RLH Corp 
with 1,000+ franchise properties.

Successful hotel compa-
nies will have retained and 
attracted the top people and 
built the best experience with 
real agility, thus creating a 
competitive advantage and 
accelerating faster out of the 
downturn, while others have 
struggled. What separates 
the two, and how can you 
stay among the successful 
and avoid the pitfalls of the 
pandemic?

HARD DECISIONS
Across the industry, manag-
ers, owners, and vendors were 
challenged with making tough 
choices whether to layoff or 
furlough employees, whom 
to layoff, and what benefits 
and severances to provide. 
At the same time, they had to 
ensure the safety of retained 
employees, while dealing with 
workforce issues in challenging 
union markets.

All in all, managers had to 
learn to manage under huge 
financial pressure with tremen-
dous resource constraints yet 
maintain morale and service 
levels. Victory Hotel Partners’ 
approach was slightly differ-
ent, and management made 
the decision to work with the 
company’s teams to tempo-
rarily roll back wages during 
the height of the pandemic 
with the promise to bring 

  3.5-MINUTE READING TIME
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FRANCHISING

to be strategic and re-evaluate 
their construction pro formas 
to ensure plans can withstand 
these cost increases.

HOW TO APPROACH 
FINANCING
Hoteliers using floating-rate 
debt to execute transitional 
business plans also need to be 
disciplined because of the likely 
rate increases. A recent rule 
change from the Small Business 
Administration now allows SBA 
7a borrowers, which typically 
carry rates between 5%-6%, to 
refinance into fixed-rate debt 
through the SBA 504 program, 

Liftoff!
With inflation rising, hoteliers 
need to buckle down now on 

short-term plans
by ALEXANDER COHEN

HEN THE 
c o n s u m e r 

price index 
rose 6.8% in 

N o v e m b e r 
2021 year over 

year, it represented the largest 
12-month increase since June 1982. 
This uptick was eye-popping and 
left many wondering how long it 
will last.

Federal Reserve Chairman 
Jerome Powell said in a hearing 
on November 30, “It now appears 
that factors pushing inflation 
upward will linger well into [2022],” 
although he also suggested, “infla-
tion will move down significantly 

over the next year as supply-
and-demand imbalances abate.”

As a result, borrowing costs 
for hoteliers seeking financ-
ing likely will rise around 1%. 
An increase from near zero to 
100 basis points is significant 
and will affect price inputs for 
borrowers.

Inflation and rising rates 
likely will put pressure on real 
estate values and create issues 
for those executing ground-up 
construction plans. The cost 
of wages, goods, lumber, and 
structural metal have been ris-
ing and could throw budgets 
off course. Hotel owners need 
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  3-MINUTE READING TIME

plus pull cash out for working 
capital or property improve-
ment plans (PIPs). Borrowers 
also can refinance out of bridge 
or conventional construction 
loans into an SBA 504, which 
can lower their rate, increase 
leverage, and provide working 
capital.

DEFERRED PIP 
REQUIREMENTS & COVID
Supply chain disruptions are 
at the top of the list of inflation 
causes, but hotel owners also 
need to keep an eye on the con-
tinued impact of COVID-19 and 
its variants, which will affect 
business-travel trends and 
behavior throughout 2022.

Hotels in larger commercial 
areas that are specifically reli-
ant on business travel have 
severely underperformed, 
while leisure assets have 
bounced back to some extent. 
However, it’s still unclear how 
Omicron will affect demand. 
According to research firm STR, 
U.S. hotel occupancy reached 
an all-time high on Christmas.

Many hoteliers have seen 
cash flow decrease because 
of COVID-19 but still need to 
finance PIPs and deferred 
maintenance. A high-lever-
age vehicle like the SBA 504 
refinance includes the ability 
to cash out up to 20% of the 
property value for PIPs. Other 
methods include mezzanine 

Liftoff!
financing, which bridges the 
gap between debt and equity 
financing, or recapitaliza-
tion, but mezzanine or pre-
ferred equity for hotels can be 
expensive, often carrying a rate 
between 15% and 20%.

A LOOK AHEAD
Supply chain issues that are 
most affecting inflation appear 
to be peaking and businesses 
will find new ways to navi-
gate those logistics issues. 
Eventually, this will lead to a 
decrease in inflation, but hote-
liers can’t count on quick solu-
tions as inflation continues to 
rise in the near term. They’ll 
need to be strategic in their 
operations and renovation 
plans until inflation eases.

Discipline in proceeding 
with ground-up construction 
projects and opportunities to 
refinance from floating-rate to 
fixed-rate debt are the two big 
factors that hoteliers need to 
consider. These solutions are 
the most effective way to navi-
gate the rise in inflation that 
likely will continue for at least 
the first few months of 2022.�■

Alexander Cohen 
is CEO of Liberty 
SBF, an 
experienced 
commercial real 
estate finance 

company. With a special expertise 
in small-balance commercial 
lending, Liberty SBF positions to 
address the needs of small 
businesses facing a challenging 
credit environment.

When the consumer price index rose 6.8% in November 
2021 year over year, it represented the largest 12-month 
increase since June 1982.”
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HUMAN RESOURCES

On the 
ropes?

How offering better 
benefits could knock out 
your labor woes

by GEOFF ROWSON

S THE HOSPITALITY INDUSTRY LOOKS TO MAKE A 
comeback from the gut punch that was COVID-19, 

much like the rest of the world, hotel owners are 
scrambling to attract and retain employees. But an 

often-overlooked key to getting the right people 
on your team and keeping them can be as simple 

as offering robust and competitive employee benefits.

According to a study by 
Justworks, 88% of employees 
said the quality and options of 
health benefits were impor-
tant when accepting a job 
offer, and 41% of employers 
offer health insurance as part 
of their benefits package. In 
the increasingly competitive 
war for talent, health ben-
efits have become one of 
the most important battles 
to win. The secret to suc-
cess? Employers who think 

of employee benefits as tax-
free compensation vs. a pesky 

expense are better at building 
competitive employee benefits 
packages.

No matter the size of your 
staff, benefits can be a vital 
way to keep your most valuable 
asset, your people, healthy and 
happy. But more than that, 
there also are key benefits to 
your hotel when your offer-
ing stands out against your 
competition.

FINDING WHAT WORKS
How do you know which ben-
efits your employees will value? 
How do you know what’s worth 
investing in vs. what’s a waste of 
resources? How can you offer 
benefits that actually benefit 
your employees and serve your 
hotel? How do you piece it all 
together?

This is where a benefits con-
sultant comes in. A good benefits 
consultant does more than just 
negotiate with insurance com-
panies, present plan renewals, 
and tweak your cost-sharing. 
Today, you have the opportunity 
to take a supply-chain manage-
ment approach to their health 
plan and build a program that’s 
customized around your hotel’s 
unique goals, demographics, 
geography, financial position, 
and risk tolerance. By work-
ing with a benefits consultant 
who embraces this approach, 
you can increase the quality of 
care and improve the employee JU
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  4-MINUTE READING TIME

experience, while significantly 
reducing the annual medical 
spend of your business.

To get started, you should 
look for a benefits consul-
tant who can teach you 
about the variety of available 
tools, options, vendors, and 
resources, and then help you 
design and implement a solu-
tion that is built around you 
and your needs. Then, you’ll 
have a plan that’s compel-
ling for recruiting and retain-
ing employees, maximizes 
employee health and wellbe-
ing, and is aligned with your 
financial objectives.

Here are a few strategies that 
a benefits consultant can help 
you explore and make sense of:

➲	� Reference-based 
pricing

➲	� Centers of excellence 
programs

➲	 Direct contracting

➲	� Specialty drug 
programs

➲	 Direct primary care

There are many more things 
to consider when evaluating a 
benefits consultant, including 
ACA strategy, compliance, and 

reporting, and add-ons such 
as benchmarking reports, 
pharmacy consulting, pre-
dictive analytics, medical 
advocacy, and actuarial ser-
vices. But the most important 
thing to consider in benefits 
consulting is being there for 
everyone.

Does your strategy ensure 
your employees and their 
dependents are getting the 
right care at the right place 
for the right price?

Whether your employees 
are blue collar, white collar, 
old, young, or something in 
between, a benefits consult-
ing partner can help you cus-
tomize a plan that meets each 
of their unique needs.� ■

Geoff Rowson is 
the senior vice 
president of sales 
at Totem 
Solutions, a 
benefits 

consulting company and an AAHOA 
Platinum Industry Partner that 
handles everything from 
administration to enrollment and 
employee advocacy. For more 
information on employee benefits 
and employee benefits consulting, 
visit totemsolutions.com or contact 
Geoff at geoff@totemsolutions.com.

a flexible, competitive 
benefits plan works

1A great employee benefits offering can help improve 
health and productivity. When you take care of your 
employees, they have a reason to remain loyal to your 

business and work harder in the long run. Plus, according to the 
AICPA, 80% of workers would keep a job with benefits rather than 
take one that offered more pay and no benefits.

2Benefits increase attendance and presenteeism at work. 
According to the CDC, employees who prioritize their 
health through preventative care, such as regular check-

ups, get more accomplished at work because they remain healthier 
than their less-diligent counterparts. A MetLife study backs that 
up, too, with 60% of employers noting that offering healthcare 
has increased their overall productivity levels.

3A great plan improves employee retention and recruit-
ment. In a survey by Glassdoor, employees said that of 
all the benefits they receive from an employee, health 

insurance is the most important. Plus, according to an SHRM 
study, retention (72%) and recruiting (58%) were the top reasons 
for increasing the quality of your employee benefits plan.

4Offering benefits boosts employee morale and loyalty. 
When you take care of, and address, the needs of your 
workforce, your employees recognize this, and you can 

organically increase morale and the overall happiness of your 
employees.

REASONS4
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FINANACE

How are capital markets mitigating 
ongoing COVID-19 threats to move 
toward recovery, and is there good 
news for borrowers?
by RUSHI SHAH

S 2022 PROGRESSES, THE 
pandemic is looking more 

like an endemic. Rather 
than returning to normal, 
we’re adjusting to a new 

way of living. Of course, 
vaccines have been a game-changer, 
reducing fatalities and controlling hospi-
talization rates. But low vaccination com-
pliance and new virus variants sparking 
breakthrough illness make it clear this 
global menace isn’t going anywhere any-
time soon. Fortunately, capital markets 
are resilient and after grappling with this 
new reality, debt funds, life-insurance 
companies, bridge and permanent debt 
lenders, commercial mortgage-backed 
securities (CMBS), banks, credit unions, 
and other types of capital providers are 
leveraging their experience and data to 
structure financing that takes the reality 
of this new environment into account. Let’s 
look at four examples.
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business, opening the door for smaller, 
more nimble, lower-priced players such 
as Signature Bank and a renewed focus 
on customer service.

CMBS MOVING FORWARD
The CMBS market is projected to originate 
more than $150 billion in loans in 2022, its 
highest peak since the height of the great 
financial crisis. This continued success isn’t 
an accident. CMBS provides an efficient 
and competitively priced, sustainable capi-
tal source, whose benefits outweigh any 
shortcomings and is available for assets 
in secondary and tertiary markets. Not 
only can borrowers take advantage of up 
to 65% leverage loans on hotel and up to 
75% leverage on all other asset classes 
on a non-recourse basis, they can lock in 
mid-range 3% rates for as long as 10 years. 
Furthermore, cash out refinances also are 
still possible in the world of CMBS and are 
an efficient way for developers and own-
ers to recapitalize some of their imputed 
equity. Embracing this type of institutional 
debt, however, does push borrowers and 
owners to become more institutional over-
all. CMBS financing is not for everybody, so 
the best approach is to talk to an industry 
expert to see if it’s a good fit for you and 
your business.� ■

Rushi Shah is Principal and 
CEO of the commercial 
mortgage and real estate 
investment banking firm and 
AAHOA Allied Member Mag 
Mile Capital. As a leader in 

hospitality financing, Shah specializes in 
structuring and placing high leverage, 
nonrecourse 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.

PROTECTING LENDERS  
& INVESTORS
While an influx of new equity in the mar-
ket is good news for acquisitions, cash out 
refinances continue to be more difficult to 
close. Pre-pandemic, CMBS lenders were 
willing to lend at up to 70% loan-to-value 
(LTV) on hotel assets. Now, to provide 
the appropriate protection against value 
volatility for their investors, LTV for hotel 
loans is capped at 65%. Lenders also are 
more sensitive to any pending capital 
expenditures or outstanding hotel prop-
erty-improvement plan (PIP). In the old 
environment, a lender was willing to struc-
ture a future funding or defer collecting PIP 
reserves. After navigating the pandemic, 
today’s lenders won’t consider closing 
without an upfront PIP reserve.

INSULATING BORROWERS
Lenders also are adding features such 
as COVID-related debt service reserves 
to proactively prepare for future pan-
demic-triggered shutdowns, as well as 
borrower-favorable force majeure clauses 
that protect owners in the case of a gov-
ernment-mandated stoppage. One com-
mon clause is a cash-management trigger 
holiday. If the hotel is forced to shut its 
doors because of COVID-19, the lender 
won’t test the cash flow against the debt 
service for that particular quarter. Another 
common feature being negotiated for new 
CMBS loans is the ability to use the less 
cumbersome and more economical yield 
maintenance pre-payment option instead 
of defeasance.

INCREASED FLEXIBILITY
Historically, CMBS loans haven’t allowed 
additional debt to be placed on a prop-
erty after the original loan is in place. This 
constraint, combined with high pre-pay-
ment penalties, have limited borrowers 
who want the flexibility to sell an asset 
later without requiring the buyer to put 
up a large chunk of equity. Recently, how-
ever, CMBS lenders have introduced new 
structures that will allow borrowers to 
re-leverage a property at a point in the 
future, by placing additional debt on the 
asset up to the original LTV. For example, 
on a recent refinance of a Hampton Inn in 
Arkansas, we were able to negotiate the 
future ability to use mezzanine debt to 
top up the debt to the original LTV and 
debt-service coverage ratio. As a result, 
the client is protected against any growth 
in values and amortization of their debt.

BETTER CUSTOMER SERVICE
After so many pandemic-affected borrow-
ers chose to just turn in their keys or move 
to special servicing because CMBS ser-
vicers weren’t listening to their requests, 
most major CMBS lenders have since 
established an in-house servicing depart-
ment to quarterback borrower inquiries. 
While these lenders are still selling the loan 
servicing through third-party servicers like 
Wells Fargo or Key Bank, they are staying 
involved in the process to give borrowers 
peace of mind.

Also increasing the attractiveness of 
CMBS financing are new entries into the 
cash management arena. Giant Wells Fargo 
is formally out of the cash management 

The CMBS market is projected to originate more than 
$150 billion in loans in 2022, its highest peak since 
the height of the great financial crisis.”
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by CARTER DAVIS

TOWARD THE END OF 2021, A TIME WHEN 
hoteliers were continuing to wonder whether 
the industry would ever get back to pre-
pandemic levels, Summit Hotel Properties 
announced it was acquiring a 27-hotel portfo-
lio from investment firm NewcrestImage. The 

news was another indication of the hospitality industry’s value 
despite economic uncertainties.

To sift through the importance of this acquisition – 
to Summit/NewcrestImage and the industry at large – 
NewcrestImage Chairman & CEO Mehul Patel, CHA, CHO, 
offered his thoughts on the deal’s impact. An AAHOA Lifetime 
Member and Past Chair (2013-2014), Patel also understands 

the influence members wield in the industry, and here 
he explains the connection between the vibrancy of 

AAHOA Member balance sheets and the industry 
at large.

WHY IS THIS  
ACQUISITION A BIG DEAL?
Mehul Patel: For Summit, the transaction 
is significant because it increases the com-

pany’s portfolio by about 35% and expands 
its presence in key markets of the fast-growing 

Sun Belt, all with properties that carry premium 
brands and that have an average age of less than 

four years.
For NewcrestImage, the transaction launches an excit-

ing new chapter in the company’s rich history. We intend to 

Finding 
opportunity in 
a challenging 
economy

Q&A

Silver  
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  2-MINUTE READING TIME

I’m a better hotel owner today because of my experience with 
AAHOA. Like every AAHOA Member, I’m building on my knowledge 
and my contacts to create prosperity for myself, for my children, 
and for future generations of my family.

WHAT IMPACT, IF ANY, DO AGREEMENTS LIKE THIS 
HAVE ON THE HOTEL INDUSTRY?
MP: When you have strong properties, there will always be inter-
ested buyers. That’s the biggest lesson of this transaction.� ■

focus on a three-pronged investment 
strategy that has proved undeniably 
successful for us by actively develop-
ing new hotels, responsibly acquiring 
existing properties, and carefully manag-
ing our portfolio.

HOW DOES AN AGREEMENT LIKE  
THIS HELP CUSTOMERS?
MP: NewcrestImage has always created properties that offer guests 
distinctive architecture, the latest amenities, comfortable decor, 
and convenient locations. We’ve helped popularize trendsetting 
travel concepts such as dual-brand properties, adaptive re-use of 
historic buildings, and the lifestyle hotel campus, which creates 
vibrant mixed-used neighborhoods.

We are committed more strongly than ever to developing innova-
tive projects and, thanks to this deal, we’re fortunate to have an 
extensive base of financial resources that will enable us to turn 
big ideas into bold reality.

HOW DOES THIS REPRESENT AAHOA MEMBERS  
IN A POSITIVE LIGHT?
MP: For the hotel and banking communities, this transaction 
underscores the powerful role that Asian-American hotel owners 
have in this country’s hospitality industry. For AAHOA Members, 
this transaction demonstrates the value and impact of our asso-
ciation. AAHOA exists to help members be smarter and more 
successful hoteliers.

Like every AAHOA Member, I’m 
building on my knowledge and my 

contacts to create prosperity for 
myself, for my children, and for future 

generations of my family.”

Silver  
	linings

Mehul Patel, CHA, 
CHO, Chairman & 

CEO, NewcrestImage, 
and AAHOA Past Chair 

(2013-2014)
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INSURANCE

IN THE EVENT OF DAM-
age to a commercial 
building, the loss must 
be assessed by an 
adjuster during a walk-
through and then pre-

sented to the insurer. In all 
property insurance policies, 
it’s the responsibility of the 
insured, not the insurance com-
pany, to prove the value of the 
loss. Once the insurance com-
pany agrees upon the scope of 
loss, a check will be issued that 
theoretically should recognize 
the full extent of the damage 
and cover the cost of repair or 
replacement.

When property damage 
is adjusted correctly, the 
insured and the insurer will be 
on the same page. However, 
disputes often occur, and you 
may find yourself with a claim 
check that’s insufficient for 

the actual costs of restora-
tion. Particularly for a franchise 
business owner who needs to 
replace to brand standards, 
this can be detrimental.

WHAT IS SCOPE  
OF LOSS?
A scope of loss is a detailed 
description of the amount and 
type of damage a structure 
incurred. The document, or set 
of documents, measures the 
quantity, quality, and current 
cost of materials as well as the 
labor that will be needed to 
repair or rebuild. More detailed 
than an estimate, it may include 
diagrams, photos, and line-item 
entries broken down to comply 
with local building codes.

Insurance adjusters must 
take into account the current 
costs of materials as affected by 
inflation as well as supply chain 

shortages caused by catastro-
phes, pandemics, and other 
events. The software used to 
calculate property replacement 
costs must be up to date to 
allow for any increase in prices.

As the insured, you may 
be required to consult with 
the adjuster several times to 
make sure the scope of loss is 
adequate so you can receive all 
the funds you deserve.

AN ILLUSTRATION OF 
SCOPE OF LOSS
Consider fire damage to a busi-
ness property. Even if walls and 
furniture were salvaged but 
the roof caved in, the interior 
would inevitably suffer water 
damage from firefighters and 
rain.

A complete scope of loss 
would not only include the 
things that burned. It would 

Coveryour basesCover
Understanding scope of loss 
can help you avoid a curveball 
when filing a claim
by BROOK BOSWELL
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  3.5-MINUTE READING TIME

also take into account further 
loss caused by the occurrence 
of the fire like smoke damage, 
water damage, and environ-
mental repercussions. Costs 
related to removal, cleaning, 
and odor treatment should be 
added to rebuilding and con-
tent restoration.

Depreciation figures into 
the scope of loss, as well. If 
the policy pays actual cash 
value, the insurer will cover 
only what damaged items are 
worth at the time of the event, 
not what they originally cost. 
A replacement-cost policy is 
necessary to replace things like 
flooring or an air conditioning 
unit with new materials, up to 
policy limits. This is, of course, 
after deductibles have been 
satisfied.

PAY ATTENTION TO  
THE LANGUAGE
It’s important to make note 
of not only how your policy 
is worded but also anything 
appearing on payments. If 
you’re expecting more money 
than the first check covers, be 
sure not to cash something 
that states “full and final set-
tlement” without checking 
with your carrier first. Even an 
accidental printing can cause 
issues down the line.

In the case of multi-layer 
policies that result in multiple 
checks, every insurance com-
pany on the policy must come 
out to assess the damage. This 
can result in delays, disputes, 
and unfair claims.

WORK WITH A  
PUBLIC ADJUSTER
To get an unbiased assessment 
of the scope of loss on dam-
aged commercial property, 
involving a public adjuster will 
save time and get the results 
you deserve. A public adjuster 
will assess the damage, make 
sure everything is properly 
documented, and accurately 
calculate replacement costs. 
All insurers will then be copied 
on developments.

That way, you don’t have to 
worry that the scope of loss is 
insufficient or that your insurer 
is taking advantage of you.� ■

Brook Boswell is 
a licensed public 
adjuster serving 
as regional vice 
president for 
Jansen/Adjusters 

International, an AAHOA Allied 
Vendor Partner. Brook provides 
professional property claims 
services to hotel owners in the 
Dallas/Fort Worth and Oklahoma 
areas. You can learn more about 
him at jansenai.com/about-ai/
meet-our-team/brook-boswell.

CoverCover
A scope of loss is a 

detailed description 
of the amount and 

type of damage 
a structure 
incurred.”
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AAHOA VENDOR MEMBERS

AAHOA Vendor Partners
AAHOA is pleased to provide this list of its Club Blue, Platinum, Silver, and Allied members as a resource for members.
Gray shading denotes Platinum (Dark Grey) & Silver Industry Partners

Blue shading denotes Club Blue Industry Partners

ACCOUNTING 
SERVICES
DOCYT Accounting 
Sid Saxena 
844-663-6298 
info@docyt.com

ACOUSTICS
MODIO Guestroom  
Acoustic Control 
Megan Boehm 
905-332-1730 
mboehm@logison.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

ADVERTISING/
MARKETING
Zonetail Inc 
Mark Holmes 
416-994-5399 
mark@zonetail.com

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

ARCHITECTS
Base4 
Blair Hildahl 
608-304-5228 
BlairH@base-4.com

Russell and Dawson Inc 
Chirag Thaker 
860-289-1100 
chirag.thaker@rdaep.com

ATTORNEYS
Patel Law Group /  
Fidelity National Title 
Anish P. Patel 
972-650-6848 
rpatel@patellegal.com

BED + BATH 
ACCESSORIES/
SUPPLIES
Avendra 
Carol Risett 
301-825-0091 
carol.riesett@avendra.com

Bath Knot Inc 
Gavin Hsu 
347-337-0691 
gavin@bathknot.com

Life Corp Hotel Supply 
Chetan Raval 
901-289-3234 
chetanraval00@yahoo.com

BEDSPREADS/
DRAPERIES/
PILLOWS
Life Corp Hotel Supply 
Chetan Raval 
901-289-3234 
chetanraval00@yahoo.com

Serta Simmons Hospitality 
Bedding 
Mike Ryan 
404-307-3909 
mryan@SertaSimmons.com

CABLE/SATELLITE  
TV SERVICES
ALVI SATELLITES 
Prashant Ajmera 
678-957-8700 
alvisatellites@gmail.com

Dish Business 
Tyler Floyd 
303-723-1854 
Tyler.floyd@dish.com

Home Box Office 
Michelle Mahoney 
347-610-1081 
Michelle.Mahoney@
warnermedia.com

Sonu Satellite 
Neil Doshi 
877-999-7668 
neil@sonutv.com

Spectrum Enterprise 
Stephanie Pitts 
212-379-5826 
stephanye.pitts@charter.com

TV Asia 
Pradeep Hegde 
732-650-1100 26 
info@tvasiausa.com

World Cinema, Inc. 
Ella Ahmed 
713-266-2686 
eahmed@wcitv.com

CARPET FLOOR 
CARE
Bissell Big Green Commercial 
Anthony J. Lagreca 
800-242-1378 
lagreca@oreck.com

Shaw Contract 
Sean Finn 
404-556-4110 
sean.finn@shawcontract.com

CARPET/ 
CARPET CUSHION
Embassy Carpets &  
Design Center 
Darabhai A. Jilla 
800-366-7847 11 
dara.jilla@embassy 
carpets.com

Republic Flooring 
Amber Huerta 
323-201-4200 
amber@republicfloor.com

Shaw Contract 
Sean Finn 
404-556-4110 
sean.finn@shawcontract.com

CASEGOODS
Dickson Furniture 
Manufacturers 
Paul Mougel 
713-747-0341 
Pmougel@dickson 
furniture.com

Elkay Interior Systems (EIS) 
Greg Gliniewicz 
630-346-7549 
greg.gliniewicz@elkay.com

Foliot Furniture 
Mahesh Parekh 
702-278-7380 
marketing@foliot.com

Lodging Concepts 
Jinesh Naran 
714-694-5980 
jinesh@lodgingcm.com

Matrix Hospitality  
Furniture Inc. 
Dilpreet Deol 
647-847-1299 
Kdeol@matrixhospitality.ca

Procure Hospitality 
Jyotish Patel 
415-704-8799 
shishir-patel@hotmail.com

CHEMICALS
Ecolab, Inc. 
Tori Hollaway 
1-800-352-5326 
Tori.Hollaway@ecolab.com

P&G Professional 
Rohan Varty 
609-933-2925 
varty.r@pg.com

Spartan Chemical Company, 
Inc 
Dave Reed 
800-537-8990 
dreed@spartanchemical.com

COMPUTERS 
HARDWARE
Cox Business 
Alea Riley 
404-269-3057 
alea.riley@cox.com

Zyxel Communications 
Tri Nguyen 
800-255-4101 
tri@zyxel.com

COMPUTERS 
SOFTWARE
DOCYT Accounting 
Sid Saxena 
844-663-6298 
info@docyt.com

Hotel Effectiveness 
Adam Glickman 
470-991-7835 
adam.glickman@hotel 
	 effectiveness.com

Websrefresh 
Nimesh Dinubhai 
602-647-9777 
nims@websrefresh.com

CONSTRUCTION
Russell and Dawson Inc 
Chirag Thaker 
860-289-1100 
chirag.thaker@rdaep.com

CONSULTING
Jacaruso Enterprises Inc. 
Melanie Calcagno 
210-415-0522 
mcalcagno@jacaruso.com

National Tax Group 
Lee Ferry 
847-878-6564 
lferry@ntgadvantage.com

CREDIT CARD 
PROCESSING
American Express 
Rebecca Carron 
800-528-5200 
courtney.robbins@aexp.com

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

Fortis 
Raj Pannu 
248-455-4310 
Raj.pannu@fortispay.com

Shift4 
Shift4 Sales Team 
888-984-1243 
sales@shift4.com

DOORS/WINDOWS
TACC, Inc. 
Diane Farr 
704-896-3910 
john@taccinc.com

AAHOA Vendor Partners are eager to earn your business, and we encourage you to work with this select group of vendors for all your sourcing needs. 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.
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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
Hotel Effectiveness 
Adam Glickman 
470-991-7835 
adam.glickman@hotel 
	 effectiveness.com

ENERGY 
MANAGEMENT
Amana PTAC 
Byron Cortez 
800-647-2982 
bcortez@amana-ptac.com

Carrier Enterprise 
Rob Gallant 
480-249-6516 
Rob.Gallant@carrier 
	 enterprise.com

National Hot Water 
Randy Meyer 
888-444-4435 
r.meyer@nationalhot 
	 water.com

ENGINEERS
Base4 
Blair Hildahl 
608-304-5228 
BlairH@base-4.com

EQUIPMENT/ 
APPLIANCE 
PROVIDERS
GE Appliances 
Amy Kaiser 
502-452-3073 
amy.kaiser@geappliances.com

ESTATE PLANNING
New York Life Insurance 
Company 
Srinivas (Rosy) Ranga 
713-898-8262 
srranga@nyl.com

Patel Law Group /  
Fidelity National Title 
Anish P. Patel 
972-650-6848 
rpatel@patellegal.com

FINANCING
American Express 
Rebecca Carron 
800-528-5200 
courtney.robbins@aexp.com

Dexter Laundry, Inc. 
Jaimie Johnson 
641-472-5131 
jjohnson@dexter.com

Fortis 
Raj Pannu 
248-455-4310 
Raj.pannu@fortispay.com

Largo Hospitality  
Finance Group 
Gary J. Coscia 
716-204-2200 
kvivian@largocapital.com

New York Life Insurance 
Company 
Srinivas (Rosy) Ranga 
713-898-8262 
srranga@nyl.com

Pinnacle Hotel Finance 
Tim Maher 
954-449-9040 
tmaher@pinnacleff.com

State Bank of Texas 
Melissa Butler 
469-200-8245 
sandpatel@statebnk.com

Universal Financial 
Consultants 
Vincent Munno 
727-669-0109 
VMunno@ufc.bz

FLOOR COVERINGS
Atlas Concorde 
Michael Sautner 
615-573-1379 
m.sautner@atlasconcorde.com

Embassy Carpets & Design 
Center 
Darabhai A. Jilla 
800-366-7847 11 
dara.jilla@embassycarpets.
com

First Choice Décor and More 
Kayleigh Gardiner 
706-695-1504 
firstchoicelvp@gmail.com

Floor & Decor Commercial 
Flooring 
Judy Spill 
877-659-2478 
patrick.casey@flooranddecor.
com

Graniti Vicentia 
Manish Patel 
781-248-2681 
manish@granitivicentia.com

MSI Surfaces 
Anil Palasamudram 
713-570-7000 
anil@msisurfaces.com

Republic Flooring 
Amber Huerta 
323-201-4200 
amber@republicfloor.com

FOOD/BEVERAGE
Avendra 
Carol Risett 
301-825-0091 
carol.riesett@avendra.com

Pepsi 
Karl Bush 
336-251-9758 
karl.bush@pepsico.com

FRANCHISING
Alamo Drafthouse Cinema 
Rachel Pletz 
404-538-9663 
rachel.pletz@drafthouse.com

Best Western  
Hotels & Resorts 
Michelle Zajac 
800-847-2429 
michelle.zajac@bestwestern.
com

Cobblestone Hotels 
Josie Kilgore 
920-230-2622 
jjunker@cobblestonehotels.
com

Extended Stay America 
Linda Trexler 
980-345-1600 
ltrexler@esa.com

HILTON, Inc. 
Bill Fortier 
703-883-1000 
bill.fortier@hilton.com

Hyatt Hotels Corporation 
Mary Schattenberg 
mary.schattenberg@hyatt.com

IHG Hotels & Resorts 
Karen Rogow 
770-604-5379 
karen.rogow@ihg.com

Margaritaville 
Rick Cunningham 
407-930-7228 
rcunningham@ 
	 margaritaville.com

Marriott International 
Eric Jacobs 
703-473-6606 
eric.jacobs@marriott.com

My Place Hotels of America 
Terry Kline 
605-229-8684 
terry.kline@myplace 
	 hotels.com

Radisson Hotel Group 
Phil Hugh 
800-336-3301 
Phil.Hugh@radisson 
	 hotelsamericas.com

Sonesta + RLH Corp 
Jordan Langlois 
509-777-6330 
jordan.langlois@rlhco.com

FURNITURE/
FIXTURES
Bath Knot Inc 
Gavin Hsu 
347-337-0691 
gavin@bathknot.com

Best Hotel Products, Inc 
Scott Rubin 
847-749-0800 
scott@besthotelproducts.com

Dickson Furniture 
Manufacturers 
Paul Mougel 
713-747-0341 
Pmougel@dickson 
	 furniture.com

Foliot Furniture 
Mahesh Parekh 
702-278-7380 
marketing@foliot.com

HotelFurniture.com 
Ashleigh Baker 
800-750-1174 
marketing@hotelfurniture.com

Lodging Concepts 
Jinesh Naran 
714-694-5980 
jinesh@lodgingcm.com

Malar Contract Lighting 
Nathan Atkins 
800-637-4992 
Nathan@malarlighting.com

Matrix Hospitality  
Furniture Inc. 
Dilpreet Deol 
647-847-1299 
Kdeol@matrixhospitality.ca

Pinnacle South LLC. 
Jason P. Allen 
770-227-3476 
jallen@pinnaclesouth.net

GRAPHICS
American Image 
Jackie Larson 
201-384-9200 
jackiel@ahsign.com

HARDWARE
Lowe’s ProServices 
Julie Patel 
404-640-8657 
Earl.Madison@lowes 
	 prosupply.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

Best Hotel Products, Inc 
Scott Rubin 
847-749-0800 
scott@besthotelproducts.com

Carrier Enterprise 
Rob Gallant 
480-249-6516 
Rob.Gallant@carrier 
	 enterprise.com

Friedrich Air Conditioning 
Company 
Dave McDonald 
800-399-7822 
dmcdonald@friedrich.com

GE Appliances 
Amy Kaiser 
502-452-3073 
amy.kaiser@geappliances.com

HOUSEKEEPING/
JANITORIAL 
SERVICES
Ecolab, Inc. 
Tori Hollaway 
1-800-352-5326 
Tori.Hollaway@ecolab.com

P&G Professional 
Rohan Varty 
609-933-2925 
varty.r@pg.com

Ramayan Supply 
Mitul Patel 
803-926-9777 
mitulpatel@ramayan 
	 supply.com

Spartan Chemical  
Company, Inc 
Dave Reed 
800-537-8990 
dreed@spartanchemical.com

IN-ROOM 
AMENITIES
Dish Business 
Tyler Floyd 
303-723-1854 
Tyler.floyd@dish.com

World Cinema, Inc. 
Ella Ahmed 
713-266-2686 
eahmed@wcitv.com

INSURANCE
Commercial Insurance 
Solutions 
Kevin Timmons 
214-420-0342 
kevin_timmons@cis-ais.com

Goodman Gable Gould  
Adjusters International 
Scott Greenwald 
770-434-4900 
sgreenwald@gggco.com

MassMutual 
Ana Lucia Divins 
860-835-8612 
analuciadivins@ 
	 massmutual.com

Starr Insurance Inc. 
Patel, Lekha D. 
717-263-1752 
mic@insurewithstarr.com

INTERACTIVE 
TV SERVICES/
TELEVISIONS
ALVI SATELLITES 
Prashant Ajmera 
678-957-8700 
alvisatellites@gmail.com

INTERIOR 
DESIGNERS
Elkay Interior Systems (EIS) 
Greg Gliniewicz 
630-346-7549 
greg.gliniewicz@elkay.com

Innvision 
Desirey Hasker 
678-967-2020 
dhasker@innvision.net
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Pinnacle South LLC. 
Jason P. Allen 
770-227-3476 
jallen@pinnaclesouth.net

INTERNET SERVICES
Macrotech 
Dipak Patel 
650-376-2163 
dipak.patel@macrotech.net

Spectrum Enterprise 
Stephanie Pitts 
212-379-5826 
stephanye.pitts@charter.com

Zonetail Inc 
Mark Holmes 
416-994-5399 
mark@zonetail.com

LAMPS/LAMPSHADE 
LIGHTING
Malar Contract Lighting 
Nathan Atkins 
800-637-4992 
Nathan@malarlighting.com

Procure Hospitality 
Jyotish Patel 
415-704-8799 
shishir-patel@hotmail.com

LAUNDRY 
EQUIPMENT
CSC ServiceWorks 
Richard Dillard 
615-927-0503

Dexter Laundry, Inc. 
Jaimie Johnson 
641-472-5131 
jjohnson@dexter.com

LEASING 
EQUIPMENT/
APPLIANCES
CSC ServiceWorks 
Richard Dillard 
615-927-0503

LINENS/TEXTILES
Ramayan Supply 
Mitul Patel 
803-926-9777 
mitulpatel@ramayan 
	 supply.com

LOAN 
CONSULTANTS
Largo Hospitality  
Finance Group 
Gary J. Coscia 
716-204-2200 
kvivian@largocapital.com

Pinnacle Hotel Finance 
Tim Maher 
954-449-9040 
tmaher@pinnacleff.com

State Bank of Texas 
Melissa Butler 
469-200-8245 
sandpatel@statebnk.com

MAINTENANCE 
SUPPLIES
Lowe’s ProServices 
Julie Patel 
404-640-8657 
Earl.Madison@ 
	 lowesprosupply.com

MANAGEMENT 
COMPANIES
Cobblestone Hotels 
Josie Kilgore 
920-230-2622 
jjunker@cobblestone 
	 hotels.com

IHG Hotels & Resorts 
Karen Rogow 
770-604-5379 
karen.rogow@ihg.com

Radisson Hotel Group 
Phil Hugh 
800-336-3301 
Phil.Hugh@radisson 
	 hotelsamericas.com

Sonesta + RLH Corp 
Jordan Langlois 
509-777-6330 
jordan.langlois@rlhco.com

MATTRESSES/ 
BOX SPRINGS
Serta Simmons  
	 Hospitality Bedding 
Mike Ryan 
404-307-3909 
mryan@SertaSimmons.com

MISCELLANEOUS
A1 Hospitality INC 
Minnie Uppal 
888-383-0391 
rmnproductions@yahoo.com

AGH Supply 
Danny Patel 
803-665-0508 
dannypatel@aghsupply.com

American Bath Group LLC 
Bas De Vuyst 
800-443-7269 
bas@imitoday.com

AmeriTech Distribution 
Himesh Jeram 
877-380-2435 
Himesh@AmeriTechUS.com

Apollo Designs 
SK Patel 
336-886-0260 
sk@apollodesigns.net

Bank of Edison 
Joe Arie 
407-690-8292 
jarie@bankofedison.com

Barnes Employment Group 
Todd Barnes 
888-391-1813 
todd@emailbarnes.com

BBL Construction Services 
Aimee Robichaud

n Only lav drain to include replaceable 
grid strainer and internal stopper.

n No more clogs! Removeable grid strainer 
keeps jewelry and hair out of drain.

n Internal stopper holds water overnight.
n Also available without  

internal stopper for 
public restrooms, etc.

n One-piece tube drops in 
for easy installation.

816.796.3900 n watcomfg.com

Introducing

IdealLavTM

Patent www.watcomfg.com/patents 

Always a step ahead

ID
EA

LL
AV

™
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Benechoice Inc. 
Elsie Fairchild 
717-490-6313 
elsie.fairchild@ 
	 benechoice.com

Blaze Away 
David Mallie 
216-513-5531 
david@aromacountry.com

Brand Standard Furnishings 
Ansley Sanderson 
877-777-5994 
ansley@brandstandard 
	 furnishings.com

Canary Technologies Corp. 
Erika Salazar 
877-739-1545 
bmichalis 
	 canarytechnologies.com

Champion PTAC, LLC 
Chris Gorman 
954-568-3400 
info@champion-ptac.net

Cloudbeds 
Sebastien Leitner 
619-246-2667 
Sebastien.leitner 
	 @cloudbeds.com

Draco Hygienic Products 
Cole Wilcox 
909-447-2300 
cole@draco.com

EcoClear Products, Inc 
Floyd Davidson 
941-423-7289 
floyd@ecoclearproducts.com

Gauthier Murphy & 
Houghtaling LLC 
John Houghtaling, II 
504-456-8600 
john@gmhatlaw.com

GitGo 
Amy Infante 
312-636-7384 
AmyI@gitgogroup.com

Groups360 
Tim Flors 
615-972-5119 
info@groups360.com

GWS 
Joshua Frankel 
866-481-7608 
jfrankel@gwspartners.com

HCareers 
Doug Tutt 
800-832-3738 
doug.tutt@hcareers.com

Hospitality WiFi 
Melanie Swiderek 
800-307-1044 
mswiderek@dvwdvr.com

Hotel Investor Apps 
Charlie Fritsch 
301-467-5939 
charlie@hotelinvestor 
	 apps.com

Hotel Risk Solutions 
Powered  
by First Main Street 
Insurance 
Tyler Trunnell 
319-206-7979 
tylert@brummelmadsen.com

Hotel Warehouse 
Wen Ye 
704-365-7929 
wye@hotelwarehouse.com

HR Construction Group 
Amy Montgomery 
301-330-1650

Ideal Hospitality Partners 
Jill Rigsbee 
984-235-5855 
jill@idealpgroup.com

IDeaS 
Mike Chuma 
952-698-4200 
mike.chuma@ideas.com

Jansen/Adjusters 
International 
David Moore 
800-526-7361 
davidm@Jansenai.com

Legacy Lending Partners 
Pritesh Gandhi 
847-791-1553 
Pritesh@LegacyLending 
	 Partners.com

Leyton 
Vivek Arora 
617-765-0676 
varora@leyton.com

Merchaneer 
Bob Ekman 
630-240-4747 
robert.ekman@moream.com

Millex 
Susan Wright 
678-514-3400 
susan@millex.net

National Solutions 
Keith Hudgins 
404-808-1771 
samples@national 
	 solutions.com

NewGen Advisory 
Dinesh Rama 
602-648-2700 
dan.rama@newgenadv.com

NextGen Hospitality 
Consultants 
Sean Patel 
210-478-2734 
sean.p@nextgen- 
	 consultants.com

Nomadix 
Paul Payette 
818-575-2505 
paul.payette@nomadix.com

Pinnacle Communications 
Kayla Walter 
701-365-8418 
kwalter@pinn360.com

PKG Services 
Peter Grosseibl 
407-256-2347

PNW Hospitality  
Consulting, LLC 
Elizabeth Pruitt 
360-369-3200 
elizabeth@pnw 
	 hospitalityconsulting.com

PPDS 
Scott Adams 
470-395-0179 
scott.adams@epius.com

Prime FFE 
Rahul Shah 
201-354-8981 
rahuls@primeffe.com

PSI 
Lance Ellis 
lellis@placeservicesinc.com

Raffel Systems LLC 
Brian Mork 
920-268-3873 
bmork@raffel.com

Relay 
Katelyn Kelley 
732-718-4214 
bsharnak@relaypro.com
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Room One 
Nathan Faircloth 
865-302-3531 
sales@roomonesolutions.com

Royal Basket Trucks 
Cindy Lapidakis 
608-358-1302 
clapidakis@royal-basket.com

SATCOM HD SOLUTIONS LLC 
Thomas Johnson II 
717-623-8779

SI Restoration 
Jeffrey Cohn 
800-356-0484 
jeff.cohn@si-restoration.com

Single Digits 
Andrea Bitz 
603-255-7636 
abitz@singledigits.com

Skipton Claims Management 
Jack Karlen 
602-957-8800 
jkarlen@skiptoninc.com

Smart Rain 
Robert Densley 
801-295-3339 
robert.densley@smartrain.net

SNN Analytics LLC 
Dhaval Chokshi 
801-845-0708 
dhaval.choksi@snn 
	 analytics.com

Sojern 
Cady Wolf 
187-797-65376 
cady.wolf@sojern.com

Stay-N-Charge 
Anthony Booth 
855-387-5847 
tonyb@stayncharge.com

stayAPT Suites 
jkearney@stayapt.com

Structure Hospitality 
Amer Salman

Tech Insurance Agency Inc 
Murali Thalluri 
512-917-8686 
murali@techinsuranceinc.com

The Current Agency 
Chirag Shah 
877-439-9288 
chirag@current.agency

Tile & Marble by Brastile 
Rita Sullivan 
800-881-1031 
rita@brastile.com

Totem Solutions 
Geoff Rowson 
770-876-9239 
geoff@totemsolutions.com

Veritax Advisors 
Chris Ostler 
888-939-3309 
Chris@veritaxadvisors.com

Visual Matrix PMS 
Kristin Herring 
214-291-4000 
k.herring@vmpms.com

WizeHire 
Madison Mask 
817-914-7623 
sid@wizehire.com

WrkSpot 
Liz Lynch 
844-975-7768 
liz.lynch@wrkspot.com

ZIPS Franchising LLC 
Abhi Parikh 
717-495-7995 
aparikh@321zips.com

NATURAL STONE 
PRODUCTS
Floor & Decor Commercial 
Flooring 
Judy Spill 
877-659-2478 
patrick.casey@floorand 
	 decor.com

A law firm focusing in all  
matters hospitality and franchise.SLG

•  Liquidated Damage 
Settlements

•  Dispute Resolution

•  Franchise Agreement 
Negotiation

www.saltzmanlawgroup.com

Saltzman Law Group

Contact us for a  
free consultation.

Richard Saltzman, Esq.

 973.214.6031

 rs@saltzmanlg.com

 @SaltzmanLawGroup
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NOISE CONTROL
MODIO Guestroom  
Acoustic Control 
Megan Boehm 
905-332-1730 
mboehm@logison.com

PAYROLL 
PROCESSING
INFINITI HR 
Daniel Mormino MBA, CFE, 
CMHS® 
623-455-6234 
daniel.mormino@infinitihr.com

PURCHASING/ 
SALES FURNISHINGS
Innvision 
Desirey Hasker 
678-967-2020 
dhasker@innvision.net

RENOVATION/
REMODELING
CertaPro Painters 
Gregg Kaleck 
724-513-0901 
Gkaleck@certapro.com

RISK MANAGEMENT 
SERVICES
Commercial Insurance 
Solutions 
Kevin Timmons 
214-420-0342 
kevin_timmons@cis-ais.com

Starr Insurance Inc. 
Lekha D. Patel 
717-263-1752 
mic@insurewithstarr.com

SECURITY 
CONTROL/SAFETY 
PRODUCTS
Matrix Telecom 
Ashu S. Upa 
800-283-0539 
ashuupa@azuma 
	 networks.com

Onity, Inc. 
Mark G. Lewitt 
800-248-6189 
mark.lewitt@onity.com

SIGNS
American Image 
Jackie Larson 
201-384-9200 
jackiel@ahsign.com

HOTELSIGNS.com 
Crystal Simpson 
888-273-8726 
crystalsimpson 
	 @hotelsigns.com

TAX CONSULTANTS
National Tax Group 
Lee Ferry 
847-878-6564 
lferry@ntgadvantage.com

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

TELECOMMUNICATION 
SERVICE EQUIPMENT
Cox Business 
Alea Riley 
404-269-3057 
alea.riley@cox.com

Macrotech 
Dipak Patel 
650-376-2163 
dipak.patel@macrotech.net

Matrix Telecom 
Ashu S. Upa 
800-283-0539 
ashuupa@azuma 
	 networks.com

VSR Network Technologies 
Mark Cederloff 
530-889-1500 
mark@vsrusa.com

Zyxel Communications 
Tri Nguyen 
800-255-4101 
tri@zyxel.com

TELEVISION/ 
IN ROOM 
ADVERTISING
DirecTV Hospitality 
Jeff Fox 
310-560-0323 
jeff.fox@att.com

Home Box Office 
Michelle Mahoney 
347-610-1081 
Michelle.Mahoney@ 
	 warnermedia.com

Sonu Satellite 
Neil Doshi 
877-999-7668 
neil@sonutv.com

VANITIES/ 
TUB SURROUNDS
Graniti Vicentia 
Manish Patel 
781-248-2681 
manish@granitivicentia.com

MSI Surfaces 
Anil Palasamudram 
713-570-7000 
anil@msisurfaces.com

VENDING 
MACHINES/
SUPPLIES
Pepsi 
Karl Bush 
336-251-9758 
karl.bush@pepsico.com

WALL COATINGS
CertaPro Painters 
Gregg Kaleck 
724-513-0901 
Gkaleck@certapro.com

PPG Architectural Coatings 
Henry Allen 
980-433-1242 
Hallen@ppg.com

WALL COVERINGS
Atlas Concorde 
Michael Sautner 
615-573-1379 
m.sautner@atlasconcorde.com

WATER HEATERS
Bradford White Corp 
Michael Carter 
484-401-8120 
mcarter@bradfordwhite.com

National Hot Water 
Randy Meyer 
888-444-4435 
r.meyer@national 
	 hotwater.com

Rheem Manufacturing 
Water Heating Division 
Dave Hanley 
770-225-7194 
Dave.Hanley@Rheem.com
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AAHOA EVENTS

Susan Cohen, President & CEO 
of SCRLA, addressed the crowd 
during a joint SC/NC Town Hall, 
hosted by Regional Directors 
Akshat Patel (NC), from left, 
and Fenil Desai (SC). Douglas 
O’Flaherty, COO of SCRLA, also was 
on hand for the event, which was 
held in conjunction with the Hotel, 
Motel, and Restaurant Supply 
Show of the Southeast.

The joint SC/NC Town 
Hall attracted nearly 160 
attendees for a day of local 
updates and networking.

AAHOA continued its unwavering commitment to advocate for America’s hoteliers when AAHOA leadership 
met with executives from Red Roof Inn (left) and Sonesta Hotels during America’s Lodging Investment 
Summit in Los Angeles, CA. Among issues discussed were labor challenges, technology innovations, 
OTAs, and how we can continue to collaborate and resolve them together to help improve the business 
operations of our members. AAHOA thanks Red Roof and Sonesta for their support!

AAHOA Chair Vinay Patel was the keynote 
speaker as the Virginia Restaurant Lodging 
and Travel Association hosted its annual 
Legislative Day on the Hill and Taste of 
VRLTA Reception in Richmond.

“When you don’t have the labor to stay open 
24 hours, check-in kiosks backed with offshore 
service are able to help me through the labor 
crisis.” - AAHOA Vice Chairman Nishant (Neal) 
Patel, far right, CHIA, during ‘Innovation & 
Technology’ panel at the Americas Lodging 
Investment Summit in Los Angeles, CA.

Prior to the Americas Lodging Investment Summit in 
Los Angeles, CA, AAHOA Chair Vinay Patel shared some 
of his wisdom with the next generation of hospitality 
professionals.

AAHOA Lifetime Member Jay Patel was 
recently awarded the “Local Champion” 
award by Visit Charlotte (CRVA). This 
is due to Patel’s hard work and effort 
in bringing events, conferences, and 
tourism to the city of Charlotte. Patel is 
not only an AAHOA Lifetime Member but 
also a previous AAHOA Board Member.

AAHOA Chair Vinay Patel addressed a 
packed house at the Washington DC Area 
Region Town Hall in Richmond, VA.
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AAHOA CLUB BLUE, PLATINUM & SILVER INDUSTRY PARTNERSAAHOA CLUB BLUE, PLATINUM & SILVER INDUSTRY PARTNERS

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 Industry Partners for their contributions to AAHOA and the industry at 
large. When searching for a provider, consider doing business with these Industry Partners.

AAHOA CLUB BLUE INDUSTRY PARTNERS

AAHOA PLATINUM INDUSTRY PARTNERS

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

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

Gauthier Murphy & Houghtaling 
John W. Houghtaling, II: (504) 456-8600

Hcareers 
Shawn Grenier: (360) 312-7402

Leyton 
Vivek Arora: (781) 985-2784

 
Home Box Office 

Michelle Mahoney: (347) 610-108

Lowe’s ProServices 
Earl Madison : (404) 640-8657 

 
WorldClaim 

Russell Heath: (518) 456-8523

Zonetail 
Mark Holmes:  

(416) 583-3773 x228

Amana PTAC 
Byron Cortez: (800) 647-2982

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

Champion PTAC, LLC 
Chris Gorman: (754) 224-9498

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

Consolidated  
Hospitality Supplies 
Angela De Los Santos: 

(224) 786-1294

Curve Hospitality 
Sargent Khan: (713) 819‑7296

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

Focus Brands 
Rani Bhatt: (404) 978-4829

Fortis 
Raj Pannu: (248) 455-4310

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

IDeaS 
Emily Walsh: (952) 698 4317

 
IHG Hotels & Resorts 

Karen Rogow: (770) 604-5379

Marriott International 
Christie Patterson: 

(301) 380‑3200

 
Merchaneer

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

 
OYO Rooms & Technology, LLC 
Stephen Jarrett: (423) 426-3148

Radisson Hotel Group 
Phil Hugh: (800) 336-3301

 
Red Roof Inn 

Matt Hostetler: (713) 576-7426

Sonesta & RLH Corporation 
Jordan Langlois: (509) 777-6330

Totem Solutions 
Geoff Rowson: (770) 876-9239

TV Asia 
Pradeep Hegde: 

(732) 650‑1100 x26

Wyndham Hotels & Resorts 
Kevin Brickner: (973) 753-71584 6   | MARCH 2022 | TODAYSHOTELIER.COM
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AAHOA SILVER INDUSTRY PARTNERS

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

Alvi Satellites 
Prashant Ajmera: 

(678) 466‑7868

American Express 
Merchant Services: 

(800) 528-5200

AmeriTech Distribution 
Himesh Jeram: 
(877) 777-9769

Apollo Designs 
S. K. Patel: (336) 880-7549

Atlas Concorde 
Michael Sautner: 

(615) 661-7200

Bath Knot Hospitality 
Gavin Hsu: (347) 337-0691

BeneChoice 
Petrina Skiles: 
(717) 490-6313

Brand Standard 
Furnishings 

Ansley Sanderson: 
(404) 697-8578

Canary Technologies 
Bryan Michalis: 
(877) 739-1545

Cloudbeds 
Gina Mckee: (316) 619-2644

Coast to Coast Computer 
Products, Inc. 

Kyle Kurtz: (800) 231‑4553

Cobblestone Hotels, LLC 
Brian Wogernese: 

(920) 230-2622

Cox Business 
Alea Riley: (404) 269‑3057

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

DISH Business 
Tyler Floyd: (303) 723-1854

 
Docyt Inc. 

Sid Saxena: (844) 663-6298

Elkay Interior Systems 
(EIS) 

Greg Gliniewicz: 
(630) 346-7549

Ferguson 
Brian Winterble: 

(954) 597-3163

Floor & Decor Commercial 
Delana Delgado: 

(877) 659-2478

Foliot Furniture 
Mahesh Parekh: 
(702) 278-7380

Friedrich Air  
Conditioning Company 

Dave McDonald: 
(210) 546‑0500

GitGo 
Amy Infante: (312) 636-7384

Graniti Vicentia Group 
Megha Raja: (713) 869-0800

Groups360 
Tim Floors: (615) 972-5519

HD Supply Facilities 
Maintenance 

Stratton Michaels: 
(800) 431-3000

hihotels by Hospitality 
International 

Gary Gobin: (770) 270-9398

Hospitality1 
Dhar Patel: (714) 473-9813

Hotel Effectiveness 
Del Ross: (470) 424-0146

 
HotelFurniture.com 

Ashleigh Baker: 
(800) 750-1174

 
Hyatt Hotels Corporation 

Jim Tierney: 
(617) 803-4489

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

Jacaruso Enterprises 
Melanie Calcagno: (210) 

415-0522

Lodging Concepts 
Manufacturing 

Neil Shah: (917) 365-2003

M3 
Haley Wolf: (770) 531-3746

Macrotech 
Dipak Patel: (650) 376-2163

Marcus & Millichap 
Brian Hosey: (202) 536-3750

 
Margaritaville Hotels & 

Resorts 
Rick Cunningham: 

(407) 930-7228

Mass Mutual 
Ana Lucia Divins: 

(800) 835-8612

 
Matrix Hospitality  

Furniture, Inc. 
Dilpreet Deol: 
(647) 847-1299

 
Matrix Telecom 

Ashu S. Upa: (800) 283-0539

MSI Surfaces 
Anil Palasamudram: 

(713) 570-7000

My Place Hotels of 
America 

Terry Kline: (605) 229-8684

myDigitalOffice 
Matt Curry: (270) 993-1197

National Hot Water 
Randy Meyer: 

(888) 444-4435

national

National Solutions 
Keith Hudgins: 
(800) 222-1028

NextGen Hospitality 
Consultants 
Sean Patel: 

(210) 478-2734

NewGen Advisory 
Dinesh Rama: 
(602) 648-2700

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

P&G Professional 
Rohan Varty: 

(609) 933-2925

 
PMC Commercial Trust 

Kristi Lewis-Hodge: 
(972) 349-3200

 
PPDS 

Scott Adams: (678) 908-9294

Prem Sales 
Deepak Panchmia: 

(806) 745-6651

Relay, Inc. 
Barbara Sharnak: 

(732) 718-4214

Rheem Manufacturing 
Dave Hanley: (817) 680-4117

Rinnai 
Dipesh Parekh: 
(800) 621‑9419

RoomOne Solutions 
Nathan Faircloth: 

(865) 302-3531

Royal Basket Trucks 
Cindy Lapidakis: 

(608) 358-1302

Shaw 
Sean Finn: (404) 556-4110

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 

Stephanie Pitts: 
(212) 379-5826

State Bank of Texas 
Melissa Butler: 
(469) 200-8245

stayAPT Suites 
Franchise Sales: 
(662) 607-1591

Universal Financial 
Consultants 

Vincent Munno:  
(727) 669-0109

Visual Matrix 
Albert Sledge: 
(512) 693-4622

VSR Network Technologies 
Karann Randall: 
(530) 889-1500

 
Wizehire 

Madison Mask: 
(817) 914-7623

World Cinema, Inc. 
Ella Ahmed: 

(713) 266-2686

TODAYSHOTELIER.COM | MARCH 2022 |  47

http://HotelFurniture.com
http://TODAYSHOTELIER.COM


CLASSIFIEDS
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Our Safes are  
in Every Major 
Hotel Brand in 

the U.S.A.
Hilton Daytona Beach, FL
Hilton East Brunswick, NJ

Hilton Hartford, CT
Hilton Toronto, ON

Hyatt McCormick Place  
Chicago, IL

Hyatt Resort & Spa Guam
Hyatt Rosemont, IL

Hyatt Vineyard Creek, CA
Marriott Buffalo, NY

Marriott Los Angeles, CA
Marriott Riverside, CA

Marriott N. Charleston, SC
Sheraton Atlanta, GA

Sheraton Brooklyn, NY
Sheraton Columbia, SC
Sheraton Nashville, TN

Hotel 
Safes 

FROM

$99

WARRANTY
7 YEAR

Custom Colors Available

2 1 Y E A R S

800-545-4947 
WWW.HOTELSAFES.COM
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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

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

bizgrouplink.com 

Brainstorm ideas with all hotel owners in your franchise to increase Sales and ROI.
Post pictures, videos, Links. Share your comments. Invite others to your business group.

NEW! Register & Earn BIZ TOKENS. Get DISCOUNTS on 
purchases or UNITS of BIZGROUPLINK*

Buy online on Trade Show from different Vendors and SAVE!

Email: admin@bizgrouplink.com  •  Call: 717-300-8718
*See details on https://bizgrouplink.com

    Download the App “Bizgrouplink” on your Mobile device  

Free online discussion platform for hotel owners to network, 
collaborate and help each other with business issues

VENDORS – DISPLAY 8 PRODUCTS for FREE TO SELL ON TRADE SHOW
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Example Welcome Screen pictured for illustrative purposes only.

ADVANCED 
ENTERTAINMENT 
PLATFORM

1(877)999-7668
www.sonusatellite.com
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©2022 Ferguson Enterprises, LLC 0122 3632808

888-334-0004
ferguson.com/facilitiessupply

dirt \d rt\ n – A filthy or soiling substance, such as mud, dust or grime;  
easily removed by products from Ferguson Facilities Supply.

Rubbermaid Hygen™ Mop 
Kit Handle with 18 in. 

Frame  
4848047

Lysol® Disinfecting Wipes  
5162123

Windsor Sensor™ S S12 
Upright Vacuum  

8330130

PURELL® ES4 HEALTHY 
SOAP® Manual Dispenser  

7445341

ferguson.com/avendra

1063955_Ferguson.indd   1 20/01/22   1:42 AM
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NOffer ing  by  F ranch ise  D isc losure  Document  on ly.  Vo id  where  proh ib i ted .  Th is  adver t i sement  i s  no t  an  o f fe r  to  se l l  o r  so l i c i ta t ion  o f  an  o f fe r  to  buy  any  f ranch ise . 
© Sonesta  RL  Hote ls  F ranch is ing  Inc .  &  Sonesta  RL  Hote ls  Canada  Franch is ing  Inc .

OUR GROWTH WILL BE BUILT ON STRONG RELATIONSHIPS.

For the first time, the legendary Sonesta brands are available to you as part of our 1200+ location portfolio. 

Distinctive brands renowned for exceptional guest service and memorable experiences. Powerful brands 
that enable you to stand out from the competition and grow. 

All brought to you by owners who know what it means to own, invest in and operate these properties, 
and who value relationships above all.

Discover what it means to be part of a uniquely collaborative, flexible 
and supportive relationship committed to your ongoing success.  
At Sonesta, you are a top priority. 

FRANCHISE.SONESTA.COM

Sonesta Bee Cave Sonesta Select Boston Stoughton

Red Lion Ridgewater  
Inn & Suites Polson

Sonesta ES Suites  
Cincinnati Sharonville East

YOU 
( F O R  A  C H A N G E )

1059187_RedLion.indd   1 2021-12-22   10:22 AM
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