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DAYS INN BY WYNDHAM  
PORT WENTWORTH / SAVANNAH, GA

DAYS INN BY WYNDHAM 
PAGE, AZ

DAYS INN & SUITES BY WYNDHAM  
DOWNTOWN/UNIVERSITY OF HOUSTON, HOUSTON, TX

outshining the 
competition

OPEN YOUR HOTEL TO A global leader in the 
economy segment:

Dawn Guestroom  
Designed to Drive Consistency 
and Return for Owners 

DAYS INN BY WYNDHAM PARSIPPANY, NJ

Discover Dawn. Discover Days Inn. Discover the Wyndham Advantage.
Visit wyndhamdevelopment.com or call 800-889-9710.

108% RevPAR Index1, 
continuing to gain  
market share2

ADR as high as $813 
exceeding the  
midscale average4

#1 brand awareness  
in the economy segment5 
helps drive lower-cost  
direct bookings

1  Days Inn Worldwide, Inc. Franchise Disclosure Document dated March 31, 2021. 2  YTD Q3 2021 vs. STLY, US data, vs. economy segment. 3 Based on the top performing 25% 
of qualified system hotels in the US operated by franchisees for the period from 1/1/2020 through 12/31/2020. The lowest performing 25% of the same qualified system 
hotels during that same period averaged ADR of $58. For additional details, please see the FDD. 4  Full year 2020 industry data. 5  Phoenix BASE Brand Awareness study R12 
as of Q4 2021. This is not an offer. Federal and certain state laws regulate the offer and sales of franchises. An offer will only be made in compliance with those laws and 
regulations, which may require we provide you with a franchise disclosure document, a copy of which can be obtained by contacting us at 22 Sylvan Way, Parsippany, NJ 
07054. All hotels are independently owned and operated with the exception of certain hotels managed or owned by a subsidiary of the company. © 2022 Wyndham Hotels 
& Resorts, Inc. All rights reserved.
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BALTIMORE VIEWS,
GETTING BACK TO 
RESTAURANTS,
SUCCESSFUL   
MEETINGS …
MAYBE I’LL STAY   
AN EXTRA NIGHT.

Rediscover what matters.
Nothing beats the feeling of getting 
back to travel. Help your guests 
experience the same.

tempursealyhospitality.com/rediscover

1068771_Tempur.indd   1 01/03/22   1:44 AM

New or renewing approved H&I customers only. 3-year programming agreement req’d.  
Credit card required (except MA & PA). Early Cancellation Fee may apply. 

13 channels of premium entertainment  
including original series, movies, sports, 

documentaries and more.
Offer ends 12/31/22.

99per room  
per mo.̂

¢

ADD

2022 NFL SUNDAY TICKET
INCLUDED AT NO 

ADDITIONAL COST††

Offer ends 1/8/23.

Plus, offer includes:
(Conditions apply.)

Now for 2022: Get a $1.00 credit† on your choice of 
popular DIRECTV® programming packages when 
you get the best in entertainment for your property. 

Whether you’re a small or large property, want a 
simple or sophisticated entertainment solution, 
DIRECTV offers a wide range of solutions for  
every type of customer. 

Save $1/room, 
per month
with DIRECTV!†

NFL SUNDAY TICKET, only available on DIRECTV. 

Low 

room count! 

No additional 

small property 

fees!OFFER DETAILS:

FAMILY™ or above

3-year agreement

5-room minimum

Qualifying Technologies:  
H25 Analog, DIRECTV Residential 
Experience (DRE), HD COM System 
and HD COM System with NTSC-16 
and Receiver-Less HD technologies

†$1 OFF CREDIT OFFER: Offer ends 12/31/22. Offer is available to new or renewing Hospitality and Institutions customers with a 3-year programming agreement. Properties must subscribe to FAMILY™ ($4.10/room/mo.) or above. FAMILY™ promotional 
bundle price includes FAMILY™ ($3.50/room/mo.) and technology fee ($0.60/room/mo.). Bundled rate will be listed as two separate line items on customer bill. Customers will begin receiving credits within two billing cycles. After 36 mos., the credit will 
end. Offer includes H25 Analog, DIRECTV Residential Experience (DRE), HD COM System and HD COM System with NTSC-16 and Receiver-Less HD technologies. Receiver-Less equipment is only for Institutions. Five room minimum is req’d per property. IN 
THE EVENT YOU FAIL TO MAINTAIN YOUR SUBSCRIPTION TO THE REQUIRED PROGRAMMING PACKAGE YOU WILL NO LONGER QUALIFY FOR THE $1 OFF CREDIT OFFER. INSTALLATION: Custom installation charges apply, and installation fee is based 
on hotel size. Applicable use tax adjustment may apply on retail value of installation. Availability of DIRECTV service may vary by location. In certain markets, programming/pricing may vary. Make and model of system at DIRECTV’s sole discretion. Offers 
void where prohibited or restricted. Hardware and programming available separately. Receipt of DIRECTV programming subject to terms of the DIRECTV Terms of Service for Hospitality Establishments and the DIRECTV Terms of Service for Institutions; 
copy provided with new customer information packet. Taxes not included. DIRECTV programming, hardware, pricing, terms and conditions subject to change at any time. ††2022 NFL SUNDAY TICKET OFFER: Offer ends 1/8/23. 2022 NFL SUNDAY TICKET 
will be delivered at no extra cost in all guest rooms for the 2022 season for all new DIRECTV Residential Experience (DRE) customers and COM System customers; customers must subscribe to FAMILY™ ($3.50/room/mo.) or above, with a 3- or 5-year 
programming agreement. Other conditions apply. Subscription will automatically continue in the 2nd year at a special renewal rate of $99 and renew at regular rate thereafter provided that DIRECTV still carries these services at the time 
of renewal and unless customer calls to cancel prior to start of the season. Subscription cannot be canceled (in part or in whole) after the start of the season and subscription fees cannot be refunded. Commercial locations require an 
appropriate licensee agreement. Offer excludes University accounts. NFL, the NFL Shield design and the NFL SUNDAY TICKET name and logo are registered trademarks of the NFL and its affiliates. ^SHOWTIME OFFER: Offer ends 12/31/22. The SHOWTIME 
programming offer ($0.99/room/mo.) is available only as a 2nd Premium add-on. Offer available to qualifying new or existing Hospitality accounts with a 3- or 5-year programming agreement and must not have received SHOWTIME programming from 
DIRECTV or any other distributor during the 24 months prior to activation. Offer is available for accounts activated on or before 12/31/22. After the applicable promotional period (3- or 5-years) ends, then-prevailing rate for SHOWTIME applies unless 
canceled or changed by customer prior to end of the promotional period. Offer may not be combined with any other SHOWTIME offer. SHOWTIME and related marks are trademarks of Showtime Networks Inc., a ViacomCBS Company. All rights reserved. 
©2022 DIRECTV, LLC. DIRECTV is a trademark of DIRECTV, LLC.

Call Sonu Satellite at 877.999.7668

AS A SECOND PREMIUM
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AVAILABLE WITH DIRECTV ENTERTAINMENT SYSTEMS

Availability of DIRECTV service may vary by location. In certain markets, programming/pricing may vary. Hardware and programming available separately. Receipt of DIRECTV programming subject to terms of the DIRECTV Terms of Service for Hospitality Establishments and the DIRECTV 
Terms of Service for Institutions; copy provided with new customer information packet. Taxes not included. DIRECTV programming, hardware, pricing, terms and conditions subject to change at any time. †2022 NFL SUNDAY TICKET OFFER: Offer ends 1/8/23. 2022 NFL SUNDAY TICKET will 
be delivered at no extra cost in all guest rooms for the 2022 season for all new DIRECTV Residential Experience (DRE) customers or COM System customers; customers must subscribe to FAMILY™ ($3.50/room/mo.) or above with a 3- or 5-year programming agreement. Other conditions 
apply. Subscription will automatically continue in the 2nd year at a special renewal rate of $99 and renew at regular rate thereafter provided that DIRECTV still carries these services at the time of renewal and unless customer calls 1.888.388.4249 to 
cancel prior to start of the season. Subscription cannot be canceled (in part or in whole) after the start of the season and subscription fees cannot be refunded. Commercial locations require an appropriate licensee agreement. Offer excludes University accounts. 
NFL, the NFL Shield design and the NFL SUNDAY TICKET name and logo are registered trademarks of the NFL and its affiliates. ‡HBO® AND CINEMAX® PACKAGE (New Customers): Offer ends 6/30/22. Only available to new customers that have not received or subscribed to DIRECTV 
for 12 months prior to activation. Monthly rate is ($2.25/room/mo.) and requires a 5-year programming agreement. Customer must also subscribe to SELECT™ ($6.50/room/mo.) or above (with DRE or COM) or ENTERTAINMENT ($7.40/room/mo.) or above with the Advanced Entertainment 
Platform. University accounts excluded. HBO AND CINEMAX PACKAGE (Existing Customers): Available to existing DIRECTV subscribers with a 5-year programming agreement. Monthly charge is ($2.75/room/mo.). University accounts excluded. IN THE EVENT YOU FAIL TO MAINTAIN 
YOUR PROGRAMMING AGREEMENT, YOU AGREE THAT DIRECTV MAY CHARGE YOU AN EARLY CANCELLATION FEE. CANCELLATION FEES ARE BASED ON PROGRAMMING PACKAGE SELECTION AND COMMITMENT PERIOD. In certain markets, programming/pricing may vary. 
Offers void where prohibited or restricted. Hardware and programming available separately. Taxes not included. DIRECTV programming, hardware, pricing, terms and conditions subject to change at any time. HBO®, Cinemax® and related channels and service marks are the property of Home 
Box Office, Inc. °SHOWTIME OFFER: Offer ends 12/31/22. The SHOWTIME programming offer ($0.99/room/mo.) is available only as a 2nd Premium add-on. Offer available to qualifying new or existing Hospitality accounts with a 3- or 5-year programming agreement and must not have 
received SHOWTIME programming from DIRECTV or any other distributor during the 24 months prior to activation. Offer is available for accounts activated on or before 12/31/22. After the applicable promotional period (3- or 5-years) ends, then-prevailing rate for SHOWTIME applies unless 
canceled or changed by customer calling 1.888.388.4249 prior to end of the promotional period. Offer may not be combined with any other SHOWTIME offer. SHOWTIME is a registered trademark of Showtime Networks Inc., a ViacomCBS Company. ©2022 DIRECTV. DIRECTV and all other 
DIRECTV marks are trademarks of DIRECTV, LLC. All other marks are the property of their respective owners.

NFL SUNDAY TICKET, available only on DIRECTV

Call us at 1.855.664.4829 or visit us at  
entertainmentforhospitality.com

Offers end 12/31/22. New or renewing approved H&I customers only. 3- or 5-year programming agreement required. Credit card required (except MA & PA). Early Cancellation Fee may apply.

2022 NFL SUNDAY TICKET
AT NO EXTRA COST.†

Offer ends 1/8/23.

PACKAGE 
Starting at $2.25 per  

room per month.‡

Offer ends 6/30/22.

&

AS A SECOND PREMIUM

99 ¢ per room  
per mo. °

ADD

Offer ends 12/31/22.

Whether you’re a small or large hotel, want a simple or sophisticated entertainment solution, DIRECTV offers a  
wide range of solutions for every type of customer.

Take advantage of equipment subsidies on our most popular HD entertainment systems when you get the best in 
entertainment for your hotel.

GIVE YOUR GUESTS THE BEST IN 
ENTERTAINMENT WITH DIRECTV

T:8.375"
T:10.875"
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Payment processing that’s simple, secure and 
trusted by over 10,000 AAHOA members

1Nilson ranking March 2021
2JPMorgan Chase 2020 Annual Report
3Euromoney, September 2020
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. 

We’ve been AAHOA’s preferred partner for 25 years. As the number-one merchant acquirer in the U.S.,1 processing 

over $1.59 trillion globally2 and backed by financial powerhouse JPMorgan Chase (named World’s Best Bank 2020),3 

our strategic payments experts, solutions engineers and fraud specialists are here to help you. 

With Chase you’ll benefit from:
• A dedicated lodging team
• Preferred group rates
• 24/7/365 customer support
• In-person, online and on-the-go payment options 

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

Visit Booth #605 for
exclusiVe offers

1068573_Chase.indd   1 25/02/22   11:35 AM
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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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GIVE YOUR CUSTOMERS MORE ENTERTAINMENT OPTIONS AND WAYS TO CONSUME CONTENT
The Advanced Entertainment Platform° (AEP) combines DIRECTV® linear satellite and broadband over-the-top content for an enhanced 

entertainment experience for your guests, residents or patients. 

AEP adds an in-room set-top box, antimicrobial custom remote and cloud services to HD COM Systems to bring app-based content from 
SHOWTIME,® Hallmark TV and Music Choice.® Plus, customers get access to thousands of hours of content from dozens of programmers in 

the DIRECTV On Demand App, allowing viewers instant access to stream entertainment with no login or password required.

Offer ends 12/31/22. New or renewing approved H&I customers only. 5-year programming agreement req’d. Credit card required (except MA & PA). Early Cancellation Fee may apply.

PLATFORM BENEFITS

Example Home Screen pictured for illustrative purposes only.

The SHOWTIME® App lets 
customers stream thousands 
of premium entertainment 
titles, like Billions® and The 
Chi, plus movies, sports, 
documentaries and more. 

Access thousands of hours of  
On Demand titles from dozens of 
programmers; allows customers 
to watch what they want, when 
they want. 

Get HD

equipment

included at no

extra cost!

 Details on back.

Add your own  
promotional channels  
and share information with 
your customers with local  
and over-the-air content 
insertion features

Remotely manageable  
No PMS integration required

Easy-to-clean remote 
features antimicrobial 
additives

Streaming from personal devices 
through STAYCAST™† 

App-based and On Demand 
programming content at no 
additional cost

Live TV  
includes sports, breaking news,  
hit shows and more

4K^ HDR content 

Flexible, cloud-delivered updates 
to meet changing market needs

Customizable Home Screen  
includes a logo, welcome message, 
background image and more

Optional ability to use a personal 
mobile device  
to control the in-room TV
Requires a mobile device running Android 8 or later, or iOS 14 
or later. Requires download and installation of the DIRECTV 
Mobile Remote app. Data charges for the app download may 
apply. Requires acceptance of terms and access to device 
Bluetooth radio and location information. Device limitations 
may apply.

THE 
ADVANCED ENTERTAINMENT 

PLATFORM°

Customizable Property 
Information App included at 
no extra cost

Set-top box 
and custom 
antimicrobial 
remote.

The customizable Property 
Information App, included at 
no additional  cost, allows 
the property to highlight 
information to guests such as 
amenities, a property map, 
restaurant hours, and fitness 
center location. 

Call 877.233.1787 today to learn more.

1063718_Alvi.indd   1 08/02/22   3:35 PM
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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.

1058438_Red.indd   1 06/11/21   12:59 PM
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About AAHOA 
This Month5Things

To Know

IN THE KNOW
  2-MINUTE READING TIME

1 2
53

4

AAHOACON22 WILL  
USHER IN A NEW ERA.
This month, the 2022 AAHOA Convention 
& Trade Show will bring together the 
industry for education, networking, and 
dealmaking. However, it also is the time 
during which members will elect the 2022-
2023 Board of Directors and Vice Chairman 
Nishant (Neal) Patel will become AAHOA Chairman of the Board. 
The AAHOA elections are always electric and momentous, filled 
with excitement and, sometimes, big surprises. You’ll want to be 
in Baltimore when they happen to personally welcome and con-
gratulate our new leaders. AAHOA.com/Elections

REGIONAL SEASON KICKS  
OFF NEXT MONTH.

AAHOA launches its 2022 
Regional Conference & 
Trade Show schedule in 
May. Our regionals give 
attendees access to top ven-
dors, incredible networking 
opportunities, and region-

specific industry updates you can’t get anywhere else. 
These events are open to all hotel owners, even if you’re 
not already an AAHOA Member, and you can attend as 
many as you like. AAHOA.com/Calendar

AAHOA CHARITY GOLF TOURNAMENTS TEE OFF IN MAY.
AAHOA’s 2022 charity golf tournament schedule tees off next month, beginning 
with the North Central Region Charity Golf Tournament on May 25. We invite 
players and sponsors to join us as we come together to support local charities 
and ongoing COVID-19 relief efforts. It also will be a great opportunity to net-
work in person while enjoying a beautiful day of competitive golf at some of the 
country’s top golf courses. Check the link below and sign up for the event near 
you! AAHOA.com/Golf

SERVE ON AN AAHOA 
COMMITTEE.
The active participation of 
our talented, dynamic 
membership is vital 
to AAHOA’s success. 
If you want to make a 
difference for AAHOA 
Members and the hos-
pitality community at 
large, we encourage you 
to apply to serve on an AAHOA 
committee. Applications are due by 
April 15. AAHOA.com/Committees

AAHOA UPDATES ITS 12 POINTS OF FRANCHISING. 
In 1998, AAHOA identified certain best practices for the hospitality 
franchise system. AAHOA called those best practices the 12 Points of 
Fair Franchising (“12 Points”). AAHOA has continuously updated the 
Points to reflect business changes and the long-term, mutually ben-
eficial relationship between industry franchisors and franchisees. The 
revised 12 Points continues this mission as an educational primer for 

AAHOA Members, future hospitality franchisees, and 
hospitality franchisors to discuss and use to con-

tinue designing, developing, and implementing 
best-in-class, mutually beneficial franchise 
systems. AAHOA.com/12Points
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Your guests want quality. 

You want savings. 

WIN/ WIN

www.milnor.com

Everybody wins when you buy a Milnor. That’s because Milnor knows industrial laundry better than anyone. 
Smaller facilities get superior wash quality and a low price from Milnor’s compact VRJ washer-extractor. Larger 
facilities enjoy washing I 00, 140 or even 160 lb. at a time in our larger models. Intuitive MilTouchTM controls 
offer unprecedented insight into your wash, where water can be programmed to any level in one-tenth of an 
inch increments. And each machine is built with RinSave® water saving technology to save water and time. 

Contact an authorized Milnor distributor or call 504-712-7656 to find out more 
about washing more linen with less water than ever before.

1004869_Pellerin.indd   1 3/28/20   12:23 AM
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LETTER FROM THE CHAIR 2-MINUTE READING TIME

VINAY PATEL 
AAHOA CHAIR (2021-2022)

It may be 
difficult to see it 
now, but things 

could always be 
worse. Instead 
of focusing on 

the negatives or 
the slow path 
to recovery, I 

challenge you 
to look for your 

small ‘wins’ 
each day.”

There is light ahead
AAHOACON22 IS HERE – OUR SECOND IN-PERSON CONVENTION, THIRD OVERALL –  
since the pandemic began.

As we enter our third year of this pandemic, it seems like a new variant comes into play 
just as we think we’re over the hump of the final obstacle. I’ve spent the past few months 
speaking with members, Industry Partners, and industry leaders about how they stay posi-
tive despite the circumstances.

2021 brought about supply chain disruptions and a labor shortage, and some members 
dealt with Mother Nature and powerful natural disasters, including fires, tornados, and 
hurricanes, on top of their already difficult situations.

While it can be tough to see the light at the end of the tunnel as the pandemic continues 
to drag on, it makes us all that much more appreciative of the small wins. We’re seeing more 
people step up to the plate, take on more responsibility, or simply fill in the gaps.

For example, a Florida-based AAHOA Lifetime Member recently drove hours to pitch in to 
help with housekeeping duties at an understaffed location, balancing the duties of President 
& CEO with housekeeping. Other AAHOA Members raised money for families who lost nearly 
everything they’ve spent their lives building due to disastrous tornadoes.

It may be difficult to see it now, but things could always be worse. Instead of focusing 
on the negatives or the slow path to recovery, I challenge you to look for your small “wins” 
each day.

Whether it’s going out of your way to help a customer or colleague or reaching out to 
someone you haven’t spoken to in a while to simply check in…it’s the little things these 
days that go a long way.

We can find problems everywhere we look, but it’s the people looking for solutions who 
will come out on top. I hope AAHOACON22 gives you the opportunity to network, connect, 
learn, and find those “wins” you are looking for.

This will be my final message as I wrap up my time as your AAHOA Chair. This year has 
been full of ups and down and I am so thankful for all the members working together with 
me as I led AAHOA into another successful year. 

We released the Oxford Study data, held a successful in-person convention – the first time 
since 2019, hosted 92 in-person events, helped establish the American Hospitality Alliance 
(AHA)...among many other things.

AAHOA Government Affairs worked fiercely to advocate for COVID-19 relief, PPP and 
EIDL enhancements, preservation of IRC Section 1031 like-kind exchanges, and state ARP 
funding for grants.

I want to congratulate Neal for taking over as chairman this month. His dedication and 
support as Vice Chairman was instrumental to AAHOA’s successes, and I know that he will 
continue to lead the way.	 ■

TODAYSHOTELIER.COM | APRIL 2022 |  13

http://TODAYSHOTELIER.COM


©2022 IHG Hotels & Resorts. All rights reserved. Most hotels are independently owned and operated.

avid™ hotels Oklahoma City - Quail Springs

Candlewood Suites® Springfield

Hotel Indigo® Lower East Side New York

With a strong portfolio of brands, an expansive global footprint, 
and an impactful loyalty program, IHG® Hotels & Resorts is committed

 to the success of our stakeholders and our purpose to provide

True Hospitality for Good.

DEVELOPMENT.IHG.COM

1062054_IHG.indd   1 09/02/22   2:23 AM

http://DEVELOPMENT.IHG.COM
http://www.development.ihg.com


  2.5-MINUTE READING TIME
GOVERNMENT AFFAIRS

TO COME

Getting involved with the AAHOA 
Political Action Committee

by SEAN GROSSNICKLE

OVER THE YEARS, AAHOA 
has aggressively cul-
tivated relationships 
with elected officials in 

Washington, D.C., and in your state 
capital. In doing so, we have helped 
expand their knowledge about 
the importance of hotels to their 
communities and the economy at 
large. Thanks to you and your fellow 
AAHOA Members, AAHOA is now the 
foremost resource and advocate for 
America’s hotel owners. Engaging 
directly with your elected officials 
is one of the best ways to promote 
laws and policies that benefit our 
employees, our businesses, and our 
communities. As the industry con-
tinues down the road to recovery, 
the PAC helps AAHOA Members stay 
active and engaged in the political process.

The AAHOA PAC gives AAHOA the opportunity to 
advocate on behalf of its members on Capitol Hill and in state 
capitals across the country. AAHOA PAC would cease to exist 
without continual contributions and support from our members. 
All AAHOA Members are encouraged to become members of 
AAHOA PAC and attend AAHOA PAC events in their regions, as 
well as in Washington, D.C.

HOW MEMBERS CAN GET INVOLVED 
AND MAKE A DIFFERENCE
▷	 AAHOA Lifetime Members
	� AAHOA Lifetime Members can contribute 

any reimbursement they may receive from 
the 2022 AAHOA Convention & Trade Show 
registration fee to AAHOA’s political activi-
ties. Visit the AAHOA Booth at this year’s 
AAHOACON22 in Baltimore or email pac@
aahoa.com to learn more.

▷	 AAHOA Members
	� Every AAHOA Member is eligible to make 

a contribution to the AAHOA PAC.* Log in 
to MyAAHOA.com to get started.

365 FOR $365
	 AAHOA Members represent the strongest 
and most reputable voices of the hotel indus-
try. One dollar a day from one hotelier can 
make all the difference! AAHOA’s 365 for $365 

campaign calls upon AAHOA Members to pledge 
$1 a day for one year to advance the AAHOA PAC.

PAC funds give AAHOA a seat at the decision-making table. The 
successes in Washington, D.C. are only possible because AAHOA 
and our members have strong relationships with public officials 
who understand and appreciate the importance of our industry to 
the American economy. PAC funding allows AAHOA to strengthen 
its existing political relationships and forge new partnerships with 
the political power brokers of the future.	 ■

Interested in  
joining?

*I understand the purpose of AAHOA PAC and have been informed that all contributions are voluntary. All contributions to AAHOA PAC are for political purposes. I am free to give 

more or less than the suggested amounts or not at all without reprisal. I am a U.S. citizen or foreign citizen lawfully admitted for permanent U.S. residence. I understand that 

federal law requires AAHOA PAC to make its best effort to report to the Federal Election Commission the name, address, occupation, and name of the employer of the contribu-

tor and the date and contribution amount for each individual whose contribution exceeds $200 per calendar year. Contributions to AAHOA PAC are not deductible for federal 

income tax purposes.

Visit the PAC landing page at AAHOA.com/PAC  
to access the FAQ and more, or join today  
through MyAAHOA.com.
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DISH Business delivers premium hotel entertainment 
solutions informed by years of innovation in the industry. 
Our future-forward technology is designed to evolve with 
guest needs while providing the best value to hoteliers.

Get free programming  
for your first two months.

No upfront equipment costs.
Offer ends 6/30/22. Early termination fee applies. Commitment required and other restrictions apply.

Technology 
designed  
with hospitality 
in mind.

Best-in-class  
brands choose  
DISH Business.

Learn more at dish.com/hotelsVisit us at AAHOACON  |  Booth #820

Jorge G., Director of IT 
JW Marriott  
Indianapolis, IN

 “Our guests are able to enjoy the streaming they’ve 
become accustomed to as well as the live TV they 
know and love. Having partners that are committed 
to the success of the hotel industry despite the 
challenges of the pandemic is key. Their innovative 
technology paired with their top-of-the-line customer 
support has been a game-changer.”

Jim K., Area Chief Engineer 
Maverick Hotels & Restaurants 
Chicago, IL

“DISH Business and World Cinema are 
exceptional technology partners who were able 
to deliver on three of our biggest priorities as 
we launched Sable at Navy Pier: high-quality 
technology, premium service and value.”
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THE C-SUITE

THE MOST SUCCESSFUL ENTREPRENEURS I HAVE EVER KNOWN BECAME 
that way by investing in themselves and their futures. With that goal in mind, 
after attending my first AAHOACON more than a decade ago, I knew one of 
the smartest investments I could make was to become an AAHOA Lifetime 
Member. My first AAHOACON convention was overwhelming, but it opened 
a new world of vendor options, networking, and educational opportunities. 

Two days were not enough! Snaking through exhibitor aisles and seeing each supplier and 
their show specials became a bargain-hunting extravaganza. And what girl doesn’t enjoy 
shopping, especially if it’s for hotels she owns?

Brand-sponsored social events were, and 
still are, invaluable opportunities to meet 
industry leaders and learn more about how 
their brand visions align with my own port-
folio growth goals. Hospitality is an industry 
forged through the strength of relationships. 
As hoteliers, we know this to be true with our 
guests. And I have come to learn firsthand 
that brand development leaders who are 
involved with AAHOA are just as interested 
in customers like me who rely upon relation-
ships to guide future partnership, develop-
ment, and asset-acquisition decisions.

LEARN FROM THE BEST
There is no substitute for learning from 
people who’ve already traveled paths you 
wish to pursue. AAHOA is the most powerful 
networking conduit in the lodging industry, 
and I can’t even count the ways I have ben-
efitted from advice generously shared by 
my growing network of peers and mentors.

You can’t put a price on the value of having 
access to the kind of professional exper-
tise that comes from getting involved with 

AAHOA, whether by simply coming to the 
industry’s largest gathering of hotel own-
ers or through AAHOA’s incredible Town 
Halls. By investing in your relationship with 
AAHOA, you will find vast opportunities to 
network, share challenges, find solutions, 
and build a lifetime network of friends and 
industry colleagues.

In addition, AAHOA has an amazing lineup 
of educational opportunities. I have taken 
advantage of so many professional and 
personal learning resources. AAHOA offers 
a treasure trove of content just through 
its webcasts alone! My two all-time favor-
ite workshops, “How to Develop a Hotel” 
and “How to Start Your Own Management 
Company,” became catalysts in building 
the confidence I needed to launch my own 
company in 2018.

If you own a hotel, you already know this. 
There are decisions in our business lives 
only owners can make. What this supposed 
“new normal” will eventually look like is still 
unknown, but this only further underscores 
the value of AAHOA’s educational offerings 

by JYOTI SAROLIA

Invaluable 
experience
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AAHOA is the most powerful networking 
conduit in the lodging industry, and I can’t 

even count the ways I have benefitted from 
advice generously shared by my growing 

network of peers and mentors.”

  5-MINUTE READING TIME

and the importance of being a lifelong 
learner.

OPEN DOORS
I’m grateful for all AAHOA does to protect our 
shared interests as small business owners 
through its tireless and never-ending work 
on the legislative front. AAHOA’s political 
leadership has helped open doors at the 
local, state, and federal levels, enabling me 
to build positive relationships with elected 
officials, advocate for our industry, and help 
protect the interests of all hotel owners 
within my community and state.

With AAHOA’s help, I’m more able to reach 
government decision-makers by telling the 
story of a small business owner. And my 
story is one of a woman with big dreams 
who believes in the power of a proud indus-
try. I share my belief of our industry’s ability 
and history of making the world a better 
place for our guests, our associates, and our 
communities.

This marks my eighth year serving as a 
South Pacific Region Ambassador and my 
third year being a Premier Ambassador. I have 
participated in various AAHOA committees, 
including Franchise and Industry Relations 
and Strategic Planning. And AAHOA recog-
nized me with its prestigious Outstanding 
Woman Hotelier of the Year Award. In addi-
tion, I was the first woman elected to chair 
the Choice Hotels Owners Council.

Throughout my journey, the insights 
and support I’ve gained from AAHOA 
have helped me become the hotelier 
I am today and the person I aspire to  
be tomorrow.	  ■

Jyoti Sarolia, Chief 
Operating Officer, Ellis 
Hospitality Group, and 
AAHOA Lifetime Member
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  6.5-MINUTE READING TIME

The sky is 
the limit 
when AAHOA 
Members band 
together to 
support one 
another

THE MOMENT A HOTELIER JOINS 
AAHOA, they gain access to a com-
munity of hospitality professionals 
whose experiences, interests, and 
concerns often overlap significantly 
with their own. AAHOA’s events, 

news updates, and educational programming are 
all invaluable resources for members, and hoteliers 
would be hard pressed to find a fraction of the 
services AAHOA provides at anywhere close to the 
cost of annual membership dues, which are less 
than the cost of an average one-night hotel stay. 
But, despite the resources, support, and solutions 
AAHOA provides, perhaps its greatest selling point 
is the members themselves, many of whom show 
up for each other and the industry in ways too 
numerous to count.

by IAIN SHAW
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For starters, the bond between AAHOA 
Members extends beyond any official asso-
ciation function. “This association initially 
was created for business purposes, and 
that’s certainly a major element of its 
focus, helping members with anything 
from franchising to advocacy issues,” said 
Harikrishna (HK) Patel, AAHOA Mid South 
Regional Director. “But at the same time, 
we treat each member as family.”

As countless members have learned, the 
AAHOA family can be a source of day-to-day 
information, alerts, advice, and support 
on a range of topics, from recommenda-
tions for sourcing equipment to staffing 
issues. But, when it comes to legislative, 
regulatory, or legal issues that affect hote-
liers, members can lean on each other for 
solidarity and strength in numbers. The 
power of an individual voice in the crowd 
simply doesn’t compare to the influence 
of thousands of hotel owners pulling in the 
same direction under the AAHOA umbrella.

“You have an organization that repre-
sents nearly 20,000 members nationwide, 
who own 60% of the hotels in the U.S.,” said 
Sarah Gulati, Esq., of Gulati Law, P.L., who is 
also an AAHOA Florida Region Ambassador. 
With that kind of backing, “you come with 
much more force when you’re trying to 
take down a bill or get a bill approved,” 
she added.

SPEAKING WORDS OF WISDOM
AAHOA’s collective lobbying power has been 
instrumental in helping hotels across many 
states resist lawsuits regarding ADA com-
pliance. “We’ve banded together locally 
to not only educate our local politicians 
but, more importantly, place restrictions 
so these lawyers can’t come in and keep 
filing these lawsuits,” said Imesh Vaidya, 
AAHOA Southwest Region Ambassador. “In 
Arizona, we were successful in having a 
law passed that gave our members 60 days 
to cure any ADA violation. In New Mexico, 
we were successful in having the attorney 
general join numerous lawsuits as a co-
defendant and have them dismissed.” The 
ability to respond collectively has helped 
AAHOA Members navigate issues ranging 
from marketing programs to local taxes 
and crime.

Some members take on added responsi-
bility to help their fellow AAHOA Members. 
The association provides access points at all 
tiers of government, via local and regional 

groupings, as well as at the federal level 
through AAHOA’s office in Washington, D.C. 
Patel said local and national AAHOA repre-
sentatives play a critical role in advocating 

on behalf of members. “Basically anybody 
who needs help can reach out,” he said. “Any 
issues you have, as a Regional Director, I will 
take it personally and support you.”

The power of an individual voice in the crowd simply 
doesn’t compare to the influence of thousands of 
hotel owners pulling in the same direction under the 
AAHOA umbrella.”
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The association’s lobbying and gov-
ernment relations functions can be 
invaluable, but lateral communica-
tion between rank-and-file mem-
bers also is essential to AAHOA’s 
value proposition to its mem-
bers. Members who stay with 
AAHOA for a number of years 
tend to develop interlinked 
networks, interacting both on 
official AAHOA channels and 
informally via other platforms. 
Vaidya said AAHOA’s WhatsApp 
groups are an outlet for connect-
ing with hoteliers in his region, but 
he also keeps in touch with an “inner 
circle” of close contacts in the industry 
via a group email.

AAHOA counts many non-hoteliers 
among its membership, including law-
yers like Sarah Gulati, herself a product 
of a family of hoteliers but who practices 
hospitality law. These professionals 
offer AAHOA hoteliers expert advice on 
the hospitality industry from a different 
perspective. “I’ve been asked numerous 
times to provide input on the legal side 

of things for the hospitality industry, 
I’ve done some speaking events, and 

I’ve helped many hoteliers on ADA 
lawsuits and hospitality transac-

tions,” Gulati said.
Gulati also is active on the 

AAHOA Women’s Committee, 
which gives female hoteliers 
access to a unique network 
of peers across the country. 
AAHOA hosts several events 

throughout the year specifi-
cally focused on women hote-

liers, educational events, local 
Town Halls, and other meetings. 

Participation has doubled in the 
time Gulati has been involved, and in 

recent years, female leaders also have 
assumed senior roles within AAHOA. 
“You do see much more involvement 
from women,” Gulati said. “For example, 
a few names that come to mind are Jagruti 
Panwala, Lina Patel, Tejal Patel, Nimisha 
Patel, and Jyoti Sarolia, who have taken 
leadership roles in the association. There’s 
definitely a shift in involvement from 
women in the industry.”

In times of extreme duress, 
AAHOA Members tend to rise 

to the occasion to support 
each other.” 
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LET IT BE
In times of extreme duress, AAHOA Members 
tend to rise to the occasion to support each 
other. When tornadoes ravaged Kentucky 
in the waning weeks of 2021, HK Patel wit-
nessed the power of AAHOA Members rally-
ing around not only each other but also their 
communities. In fact, he played a leading 
role in coordinating relief efforts with other 
AAHOA Members in the region.

Patel oversaw a fundraising campaign that 
collected around $20,000 to help families and 
businesses affected by the disaster. “The 
majority of the people who were affected 
were not in the hotel industry or any hospital-
ity business,” he said. “They were individuals. 
Their homes were destroyed. Their small 
businesses were destroyed.”

Patel and a group of AAHOA representa-
tives got together to distribute thousands of 
dollars’ worth of essential items – including 
food, water, and toilet paper – to residents. 
“All of my Ambassadors were very helpful in 
taking initiative and helping me go up there 
with all these materials to hand them out 
to people who were in need,” he said. “As a 
Regional Director and a citizen of Kentucky 
myself, I took it personally to be my duty 
to help.”

AAHOA also was able to leverage its 
network to help a hotelier whose hotel 
and personal belongings were destroyed 
by a tornado. “We had a great supporter 
of AAHOA, an insurance adjuster based 
in New Orleans who helped this hotelier 
immensely,” Patel explained. This adjuster 
did everything in his power to help the 
hotelier close his claim with a record 
amount that he couldn’t have gotten from 
the insurance company on his own. This 
was money he desperately needed to help 
him recover and rebuild after the extensive 
damage.”

Since the onset of the COVID-19 pan-
demic, AAHOA Members have relied on 
each other like never before. Both Patel 
and Vaidya talked about how AAHOA 
Members had been able to lean into their 
networks, built during their time as AAHOA 
Members, for advice and education on PPP 
loans, as well as information on how dif-
ferent franchises were responding to the 
pandemic. In some cases, this helped iron 
out tensions between hotel owners and 
franchises.

“COVID has taught us that nothing is per-
manent, but the need to work together is 

something that will never go away,” Patel 
said. “We will all come up against difficult 
situations in life, and we need to help one 
another because there are some obstacles 
we can’t overcome on our own.”

As Vaidya says, sometimes that simply 
means AAHOA Members showing up for 
each other after a particularly tough day 
or a busy week. “There are times when 
everyone just has a miserable day  and 
a friend of yours will call you up and say, 
‘We just need to go have a beer,’” he said.

Vaidya said there obviously is still room 
for improvement and advancement, but the 
industry and individual hoteliers would be 
worse off if associations like AAHOA were not 
there to provide a framework for collabora-
tion and cooperation between members.

“We know it’s not perfect,” Vaidya said. 
“No organization is perfect, and AAHOA still 
has a long road ahead of it. But the positive 
change that AAHOA has caused, and we’ve 
benefited from, in the past 30-plus years 
are immeasurable.”� ■
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FEATURE

by STEPHANIE STEPHENS

THANKS TO WHAT FEELS LIKE A SEEMINGLY  
unending ocean of uncertainties, due to COVID-19 
and a roller-coaster economy, operating a hotel during 
the past two years hasn’t been an occupation for the 
faint of heart. But across the industry, AAHOA Members 
have weathered the storms, some quite literally, and sup-

ported each other valiantly during one of the most challenging periods 
in recent American history. Here, we profile three such industry leaders 

who didn’t let circumstances beyond their control mess with their busi-
ness success.

Just keep

AAHOA Members finding 
unshakeable success  

in the face of an  
unsteady economy
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“THE STRENGTH OF ANY ORGANIZATION 
is at the local level,” said Jay Trini Patel, 
AAHOA Member and recent recipient of 
a Charlotte Regional Visitors Authority 
15th Annual Partners in Tourism Award. 
Proudly, he took home the Local Champion 

award that celebrated 
his tireless energy and 
devotion to spreading 
the good word about 
Charlotte, NC, some-
thing he’s joyfully done 
for 32 years.

A c c o r d i n g  t o 
CRVA, “Local Champ- 
ions are individuals 
who live and work in 
Charlotte or North 
Carolina and have been 
instrumental in col-
laborating with CRVA’s 
Sales and Services 
teams to bring meet-
ings and events to the 
city that generate an 
economic impact for 
the area.”

And Patel fits that 
description to a T, 
recounting his history 
as “a passive investor 
in numerous hotels 
over the years.” He 
also owns five UPS 
stores, including a fran-
chise location in the 
Charlotte Convention 
Center.

“During these times, you must be proac-
tive and not just sit and wait,” he said.

Never one to rest on his laurels, Patel 
helped bring AAHOA’s national convention 
to The Queen City in 2007 and served as 
AAHOA North Carolina Regional Director 
from 2005 to 2008.

CRVA says annual visitor spending is $7.8 
billion, and Patel ponders what else he can 
do to increase that number along with the 
satisfaction of those who visit. He contin-
ues to champion Charlotte to his contacts 
within UPS and at other hotel corporations, 
sharing what’s ideal about his city as a con-
ference destination, and it works.

Originally from Trinidad, he’s always 
wanted to give back to his home country 
as he does now for Charlotte. As a fun side 
business, he’s taken more than 700 people 
to the Caribbean to see cricket when India 
plays the West Indies.

Engaging with others “is key in all aspects 
of life,” he said. “It gives you confidence 
in anything you do because you have 
resources.”

“People do business with people they 
know, like, and trust,” says Mike Butts, 
CRVA vice president of sales and executive 
director of Visit Charlotte – CRVA’s sales and 
marketing division – in a video documenting 
Patel’s award. “Jay is one of those people 
who is enthusiastic, and they trust him, so 
people just share information with him, and 
he passes it along.”

This Local Champion proves that sharing 
and caring about his city and his friends 
inspires him, and everyone around him, 
to think about more than just themselves.

Jay Trini Patel (center) accepts the CRVA 
15th Annual Partners in Tourism Award.

Jay is one of those people who is 
enthusiastic, and they trust him, so 

people just share  
information with him, 

and he passes  
it along.”
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WITH 24 YEARS IN THE HOTEL INDUSTRY, 
AAHOA Member Vimal Patel, CEO of QHotels 
Management in New Orleans, LA, knew that 
opening new properties could always be 
rife with challenges. What he didn’t expect 
was contending with a pandemic and hur-
ricane at the same time.

His LinkedIn post of early February 
2022 said it all: “Finally, after almost five 
months and taking the most significant 
punch from Hurricane Ida, the first hotel 
out of six is finally open. There are still five 
hotels closed and in rebuild mode for the 
next few months.”

He said business “in his market was on an 
upward trend until COVID-19 and resulting 
liquidity and other financial issues.” Patel 
had to shut down an operating hotel for 
three months in March 2020. Then another, 
under construction, closed for 2.5 months. 
That was enough to cause anyone angst 
and more, but Hurricane Ida thought she’d 
wreak some havoc in Louisiana in August and 
September 2021. As a result, Patel closed six 
hotels due to “extensive damage.”

But, he persevered, and that “first hotel” 
opened with the help of “additional debt 
and line of credit,” and astute maneuver-
ing, Patel said, noting that he was aided 
by the input of three other partners and 
his wife, Mina.

Patel said the other openings are works 
in progress, but he can see the prover-
bial light at the end of the repair tunnel. 
However, every day that passes without 
business means costs of labor and materi-
als continue to rise, and the lead time for 
shipments to arrive lags even more.

His enormous to-do list didn’t deter him 
from filing a lawsuit against a major hotel 
brand, which is an example “of brands 

pushing mandatory 
requirements, such 
as for approved ven-
dors, unfair market-
ing programs, and 
brand mandates that 
add to the overall 
cost of operations.”

Patel knows he’s 
pushing boundaries. 
“But,” he said, “99% 
of owners fear if you 
do speak up, you’ll 
suffer retaliation by 
those brands.”

So, instead of 
operating from a 
position of fear, he 
relies on his “resil-
iency, fighting spirit, 
and will to survive 
and navigate.”

“We had to rise 
above the water,” 
he said. “Problems 
existed before the 
hurricane, but the 
elephant in the room – brand-mandated 
requirements – only increased during 
COVID. If I can’t stand up and speak up for 
what’s right, what am I teaching my two 
daughters?”

Patel’s advice to any hotel owner is to 
plan for “what if,” including intrusion from 
Mother Nature.

“After a catastrophe,” he offered, “we 
seem to always play defense and react. 
Put proactive measures in place before it 
happens, be sure you have insurance that 
covers what you need, and understand the 
exclusions and limits.”

Be sure you have 
insurance that 
covers what 
you need, and 
understand the 
exclusions and 
limits.”

Vimal Patel, 
CEO, QHotels 
Management
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What better 
time than now?

Although timing  
might have 
seemed wrong 
for others 
contemplating 
new ventures,  
for Singh,  
it was  
perfect.” 

Surpreet Singh, 
Vice President 
& CHO, THIND 
Management
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A AHOA LIFETIME MEMBER 
Surpreet Singh wanted to open a res-
taurant like Amrina for eight years and 
it finally happened at the end of March 
in The Woodlands, TX. With creative, 
eclectic, Indian-inspired cuisine, and 
illustrative cocktails, Singh said the 
venture is “definitely risky now, or at 
any time,” but that he and his family 
and partners at THIND Management 
follow the pulse and shift of consumer 
demand.

Although timing might have seemed 
wrong for others contemplating new 
ventures, for Singh, it was perfect. 
The new luxury boutique restaurant, 
operating under the banner of THIND 
Management’s Kahani Social Group, 
features a variety of lavish and invit-
ing spaces for diners to enjoy “a social 
experience married to the rest of the 
experience,” Singh said.

A live DJ adds to the cosmopolitan 
“nightlife” feel of Amrina, because 
“people should be able to have a great 
dinner, and jam to a live deejay and 
other instrumental music,” he added.

THIND specializes in hotels, and 
Singh said this family got started in the 
industry 15 years ago. The company 
owns properties and performs third-
party management, while Kahani 
Social Group currently targets other 
boutique ventures.

In 2020, he found the right space 
for Amrina, found his celebrated chef, 
and Singh was off and running. During 
COVID, his company worked hard to 
keep doors open and to save jobs and 
paychecks.

“We didn’t let anyone go,” Singh 
said. “We survived it and it was a great 
thing.”

The company aims to bring a big-
city dining landscape to smaller towns. 
Additionally, Singh is planning an 
upscale food truck hall, and he‘s set 
to open more indoor restaurants in the 
upscale fine dining category. “Each will 
have its own unique story,” he said.

“The pandemic won’t last forever,” 
Singh said, relishing strategizing next 
moves for Amrina’s success with 
younger brother Preet Paul Singh, 
“who’s fresh out of college with fresh 
ideas.”

He also said resilience helps ground 
him and keep him focused on what 
he’s working toward, eyes on the prize.

“We’ll make whatever sacrifices 
necessary for our dreams to become 
a reality.”� ■
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Strength
in numbers
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  13-MINUTE READING TIME

Perspectives from your 
AAHOA Officers on the 
power of unity and the 

key challenges hoteliers 
face today

by CARTER DAVIS

MORE THAN TWO YEARS 
after the start of the 
pandemic, much is 
still to be decided. 
How will the industry 
solve the labor crisis? 

Will business travelers return en masse anytime soon? Is 
“bleisure” really a thing? Do guests expect COVID-era cleanliness 

standards to continue once the virus subsides?
Much like the traveling salesman of the early 20th Century, anyone claiming 

to have all the answers or a miracle cure is selling something. And lying. But, 
there is value in looking ahead and consulting those with extensive experience 
when confronting a problem.

With that in mind, what follows are insights from the 2021-2022 AAHOA Officers 
on the current state of AAHOA and how the association can best serve its mem-
bers, as well as the actions the industry needs to take, and the role AAHOA will 
play, in the continued march toward recovery.

TODAYSHOTELIER.COM | APRIL 2022 |  37

http://TODAYSHOTELIER.COM


Call Phil Hugh to learn more +1 (612) 263-0129 
@2022 Radisson Hotel Group. All Rights Reserved. Radisson Hotels International, Inc.: Country Inn & Suites by Radisson Inc.: Park Hospitality LLC, 1601 Utica Avenue South, Suite 700, St. Louis Park, MN 55416 

This offering is made by prospectus only. Minnesota Franchise Registration F-990, F-7614F-9335, F-9334, F-7304, F-1559, F-4054, F-9336

INNterested?

1067397_Radisson.indd   1 18/02/22   11:30 AM

https://www.radissonhotelsamericas.com/en-us/development


GIVEN THE TRANSITION 
AAHOA HAS BEEN 
THROUGH DURING THE 
PAST 18 MONTHS, WHAT’S 
IN STORE FOR AAHOA’S 
FUTURE AND WHERE IS THE 
ASSOCIATION HEADED?
Any change is disruptive in the 
beginning, but the future looks 
bright for AAHOA. COVID-19 had 
a big impact on us personally 
and on our industry as a whole. 
The transition and organizational 
changes happening at AAHOA are 
also a direct result of this, so we 
must pivot to meet today’s needs 
and make AAHOA better than ever.

HOW ARE AAHOA MEMBERS 
BETTER OFF THROUGH 
THEIR MEMBERSHIP?
We are the voice of hotel own-
ers, working with our brand and 
vendor partners so we can solve 
complicated issues together. 
Additionally, we educate our 
members on the latest implica-
tions and trends in our industry, 
and we advocate at every level of 
government to protect the best 
interests of our members and 
entrepreneurs everywhere.

HOW HAVE YOU SEEN 
ADVOCACY GROUPS 
LIKE AAHOA CHANGE 
THE INDUSTRY FOR THE 
BETTER?
We are the boots on the ground, 
and we speak up when there are 
issues that impact us all. United, 
we are stronger together than we 
are alone, so having a loud voice 
that speaks in unison puts our con-
cerns at the forefront to make a 
difference for everyone.

WHAT INDUSTRY TREND 
ARE YOU MOST EXCITED 
TO SEE PLAY OUT IN THE 
COMING YEARS?
I’m looking forward to watching 
how technology continues to 
change and reshape the indus-
try. Capabilities and the pace of 

Vinay  
Patel,  

Chair

United, we are 
stronger together 
than we are 
alone, so having 
a loud voice that 
speaks in unison 
puts our concerns 
at the forefront to 
make a difference 
for everyone.”

change are accelerating, and we 
have a lot to look forward to in 
this area.

WHAT COULD THE 
INDUSTRY BE DOING 
BETTER TO ADDRESS 
LABOR SHORTAGES?
I’d like to see us all use technol-
ogy to improve the experience 
for our existing team members. 
Also, we need to find way to 
motivate and excite new people 
who are thinking about joining 
the industry and help our teams 
look at our industry as a lifelong 
career path instead of a just a 
“job.” There are so many power-
ful stories out there to celebrate 
this, and as an industry, we have 
to do a better job of telling these 
stories. 

WHAT DO YOU WISH YOU 
KNEW WHEN YOU FIRST 
STARTED OUT IN THIS 
INDUSTRY?
I wish I knew how to better man-
age people. We are a people-
centered business, and we have 
many different types of person-
alities in our industry. Managing 
it all isn’t easy, and it took me a 
while to figure that out.
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GIVEN THE TRANSITION 
AAHOA HAS BEEN THROUGH 
DURING THE PAST 18 MONTHS, 
WHAT’S IN STORE FOR AAHOA’S 
FUTURE AND WHERE IS THE 
ASSOCIATION HEADED?
The past two years have certainly been 
a time of extreme change and challenge, 
but I’m proud to say that AAHOA has con-
tinued to evolve and remain innovative 
despite everything. We must find ways to 
cater to the next generation of hoteliers, 
giving members what they ask for and 
need, and continue to be the resource 
we say we are.

HOW ARE AAHOA MEMBERS 
BETTER OFF THROUGH THEIR 
MEMBERSHIP?
During the pandemic, every hotelier 
had to pivot on what has felt like a daily 
basis. But AAHOA was on the forefront 
of advocacy and leadership, ensuring 
members had the necessary resources 
during a time of extreme uncertainty.

HOW HAVE YOU SEEN ADVOCACY 
GROUPS LIKE AAHOA CHANGE 
THE INDUSTRY FOR THE 
BETTER?
We are stronger together, and we can 
make meaningful changes within the 
industry when we work alongside one 
another to advance interests that seek 
to protect our businesses. For example, 
AAHOA worked with the FTC to bring 
fairness to our hotels – leveling the play-
ing field for everyone with the goal of 
helping owners make a higher ROI on 
their investment.

WHAT INDUSTRY TREND ARE YOU 
MOST EXCITED TO SEE PLAY OUT 
IN THE COMING YEARS?
Moving forward, I see two primary con-
cerns. True, the labor shortage is the 
biggest challenge we’re facing, but I’m 
excited to see how technology can help 
alleviate some of that pain and make 
us more efficient and productive. Prior 
to the pandemic, the industry looked 
at technology a bit differently and 
more cautiously, but we were forced to 

Nishant 
(Neal) Patel,  

CHO, Vice Chairman

During the pandemic, 
every hotelier had to 
pivot on what has felt 
like a daily basis. But 
AAHOA was on the 
forefront of advocacy 
and leadership, 
ensuring members 
had the resources 
they needed during 
a time of extreme 
uncertainty.”
adopt new offerings that we might 
not have explored in a stronger 
economy.

WHAT COULD THE 
INDUSTRY BE DOING 
BETTER TO ADDRESS LABOR 
SHORTAGES?
We need to be relying more heavily 
on technological solutions that will 
allow us to streamline operations, 
while also advocating to bring in 
labor from outside the U.S.

WHAT DO YOU WISH YOU 
KNEW WHEN YOU FIRST 
STARTED OUT IN THIS 
INDUSTRY?
I would have liked to have known 
the basics of building a team. As 
part of the younger generation 
of hoteliers, we thought we knew 
everything about hotel operations, 
and we failed multiple times. Being 
able to build a proper team that we 
could trust could have prevented a 
lot of setbacks. It’s important to not 
be the smartest person in a room, 
and if everyone feels like they’re 
experts, no one really is. Be humble 
and be open to other ideas. Trust 
the real experts and don’t be above 
seeking help when you need it.
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GIVEN THE TRANSITION 
AAHOA HAS BEEN 
THROUGH DURING THE 
PAST 18 MONTHS, WHAT’S 
IN STORE FOR AAHOA’S 
FUTURE AND WHERE 
IS THE ASSOCIATION 
HEADED?
Our future’s so bright, I want to 
wear shades. We have new lead-
ership with plans, processes, and 
goals designed to help members 
make money, save money, and 
protect our investments. This 
is an opportunity to get back 
to basics, and that’s what we’re 
doing. What can we do to help 
you? What can we do to introduce 
new ways of thinking in your busi-
ness? How can we protect your 
investment?

HOW ARE AAHOA 
MEMBERS BETTER 
OFF THROUGH THEIR 
MEMBERSHIP?
We are stronger when we are 
united, and if we act with one 
voice as one group on issues, 
there’s really nothing we can’t 
accomplish. We are better 
together than we are individually, 
but we only accomplish our goals 
when ego is put aside and we act 
in the group’s best interest.

HOW HAVE YOU SEEN 
ADVOCACY GROUPS 
LIKE AAHOA CHANGE 
THE INDUSTRY FOR THE 
BETTER?
I always ask whether anyone 
really believes government isn’t 
going to be in our business tomor-
row or putting their hands in our 
pockets. Advocacy is important 
because even the most in-touch 
government representative 
doesn’t know our businesses 
like we do. There is no one better 

positioned to advocate for hotel 
owners and tell our stories than 
hotel owners.

WHAT INDUSTRY TREND 
ARE YOU MOST EXCITED 
TO SEE PLAY OUT IN THE 
COMING YEARS?
Like a lot of people, I’m eager to 
watch hoteliers make better use 
of technology and improve the 
experience from an operations 
and guest-experience perspec-
tive. I’m not against having people 
at the front desk, for example, but 
we need to be thinking critically 
and leveraging technology in the 
smartest ways possible.

WHAT COULD THE 
INDUSTRY BE DOING 
BETTER TO ADDRESS 
LABOR SHORTAGES?
Aside from exploring technol-
ogy-based solutions, we have to 
re-evaluate immigration rules. 
You can have temporary work-
ers. Scholarship opportunities. 
Students who are making deci-
sions about their career path 
should know that the hospitality 
industry provides so much oppor-
tunity for career development, 
advancement, and satisfaction. 

WHAT DO YOU WISH YOU 
KNEW WHEN YOU FIRST 
STARTED OUT IN THIS 
INDUSTRY?
I wish I had known more about 
the financial difficulties hote-
liers face. During my career, I’ve 
experienced the challenges of 
9/11, the Great Recession, the 
Deepwater Horizon oil spill, and 
the pandemic. But being able to 
face obstacles with fellow hote-
liers and belonging to a group like 
AAHOA makes overcoming those 
challenges truly rewarding.

Bharat Patel, 
CHO, CHIA, 

Treasurer

We only accomplish our goals when ego 
is put aside and we act in the group’s 
best interest.”

TODAYSHOTELIER.COM | APRIL 2022 |  4 3

http://TODAYSHOTELIER.COM


Miraj Patel, 
MBA, CHO,  

CHIA, Secretary

the Oxford Economics Study, we have 
more leverage than ever at every level 
– federal, state, and local.

WHAT INDUSTRY TREND ARE 
YOU MOST EXCITED TO SEE 
PLAY OUT IN THE COMING 
YEARS?
I think we’re seeing a trend of simplify-
ing operations and offerings. Rather 
than continuing to offer services 
guests might not really want, we can 
work more closely with the brands on 
determining which services do and 
don’t make sense from a cost-benefit 
perspective. Overall, though, it seems 
like brands are understanding the 
importance of simplification.

WHAT COULD THE INDUSTRY 
BE DOING BETTER TO ADDRESS 
LABOR SHORTAGES?
Certainly, we are all being forced to be 
more creative, and we need to urge leg-
islators to create policies that support 
and create hotel jobs. Many hoteliers 
have been struggling with this issue 
since before the pandemic began, and 
we need to urge legislators to craft job-
creation policies. Yes, working with the 
government can be challenging, but 
it’s necessary.

WHAT DO YOU WISH YOU KNEW 
WHEN YOU FIRST STARTED 
OUT IN THIS INDUSTRY?
I’ve learned a lot since just starting in 
the industry, but I wish I had known 
what I know now after living and oper-
ating a business through the COVID-19 
pandemic. The past several years high-
lighted not only my struggles, but our 
members as well and we as a team had 
to learn how to strategize to combat 
these struggles, such as about being 
able to evolve quickly to keep up with 
ever-changing economic factors, and 
getting back to the basics of the busi-
ness and being able to execute those 
basics really well. � ■

GIVEN THE TRANSITION 
AAHOA HAS BEEN THROUGH 
DURING THE PAST 18 MONTHS, 
WHAT’S IN STORE FOR 
AAHOA’S FUTURE AND WHERE 
IS THE ASSOCIATION HEADED?
We’ve been through leadership 
changes and the pandemic simulta-
neously, but we have continued to 
work through it together. As for what’s 
on the horizon, we are continuing to 
explore solutions for resetting how 
we do business, including addressing 
hidden fees, brand mandates, NOI, 
and much more. Everything is on the 
table, and we want to see the legacy 
of hotel ownership continue for future 
generations.

HOW ARE AAHOA MEMBERS 
BETTER OFF THROUGH THEIR 
MEMBERSHIP?
AAHOA is the definition of the American 
Dream. We truly have a platform of 
unity, but you have to be engaged 
to help solve problems and make a 
difference. As a member, you get so 
much more, including greater access 
to vendor partners, networking oppor-
tunities with your peers, and political 
advocacy. Honestly, I don’t see any 
other association that’s as valuable 
as AAHOA.

HOW HAVE YOU SEEN 
ADVOCACY GROUPS LIKE 
AAHOA CHANGE THE INDUSTRY 
FOR THE BETTER?
AAHOA has been an advocacy pow-
erhouse, but I want to ensure we’re 
the most powerful advocacy group 
there is, achieving real and lasting 
results. On the federal side, we were 
able to help push through PPP and 
EIDL, working hand in hand to make 
sure members knew how to take 
advantage of resources. But we need 
to be as strong on the state and local 
sides, even if that means modifying 
how we do things. With the data from 

With the data from the Oxford Economics 
Study, we have more leverage than ever at 
every level – federal, state, and local.”

4 4   | APRIL 2022 | TODAYSHOTELIER.COM

http://TODAYSHOTELIER.COM


DEXTER.COM   EMPLOYEE  OWNED   |    MADE  IN  THE  USA    |    S INCE  1894    1.800 .524 .2954

CHARGE FORWARD.

BUILDING 
A BETTER 

TOMORROW.
Always clean. Always efficient. Always working for you. 

With laundry solutions designed for whatever the world 
has in store, Dexter is focused on your success.

COME VISIT US AT BOOTH 4810!

1062582_Dexter.indd   1 13/02/22   4:43 PM

http://DEXTER.COM
http://www.dexter.com


LEGAL CORNER

HOW LONG HAS IT BEEN SINCE 
your business dusted off its 
employee handbook? As you 
may know, employment and 
labor laws are constantly 
evolving. As a result, you 

should review your handbook on an annual 
basis and make sure it provides maximum 
protection for your business. When it comes 
to disciplinary actions, terminations, and the 
like, the handbook is the first place employees 
will look, so it’s important your handbook is 
up to date and accurate. The handbook should 
reflect your actual business practices and 
shouldn’t be a stock handbook that you pull 
off the internet and use without modification. 
You should consider state, federal, and local 
laws that apply to your particular business. 
Take a fresh look at the following six areas 
when focusing your handbook review.

Spring
cleaning

Six ways to strengthen  
your company’s  
employee  
handbook
by DEEPA N. SUBRAMANIAN
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1
SUPERFLUOUS LANGUAGE
Employers should beware of poten-
tial promises made by superfluous 
language. Unnecessary purpose state-
ments, rigid progressive discipline 
steps, and unrealistic commitments 
to provide training or a mutually 
enjoyable work environment should 
be avoided.

2
EEO, BULLYING, AND  
AT-WILL EMPLOYMENT
In addition to equal employment 
opportunity, harassment, discrimi-
nation, and retaliation should be 
addressed. Many employers impru-
dently limit their harassment policies 
to sexual harassment only. However, 
harassment policies should include 
prohibitions of harassment based 
on any protected category. The pro-
tected categories should be updated 
and also include sexual orientation, 
genetic information, and other state-
specific categories.

A clear complaint procedure should 
be included in the policy that allows 
for multiple reporting avenues. For 
example, an employee should be 
able to go to their supervisor, HR, the 
owner, or call an anonymous hotline 
with complaints.

Similarly, employers should con-
sider adding a separate policy to 
address bullying. Numerous states 
have passed workplace anti-bullying 
legislation.

Many employers have learned 
that including an at-will policy in 
the handbook (where allowed by law) 
reinforces the principle that employ-
ment may be terminated at any time 
for any lawful reason. Likewise, at-
will policies should clarify that the 
handbook is not a contract, and 
employers may revise policies at their 
own discretion without prior notice.

3
PROGRESSIVE DISCIPLINE
Some employers have a progressive 
discipline policy that leads from ver-
bal coaching to written warning to 
suspension to termination. Ensure 
your progressive disciplinary process 
is permissive but doesn’t bind you to 
any particular course of action. Your 
policy should lay out these possibili-
ties, while making it clear manage-
ment reserves the right to skip any 
steps of the progressive discipline pro-
cess and employees remain at-will at 
all times. As an employer, make sure 
you treat your employees fairly and as 
consistently as possible when meting 
out discipline.

A clear complaint 
procedure should 
be included in 
the policy that 
allows for multiple 
reporting avenues. 
For example, an 
employee should be 
able to go to their 
supervisor, HR, the 
owner, or call an 
anonymous hotline 
with complaints.”

  4-MINUTE READING TIME
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4
TIMEKEEPING AND TECHNOLOGY
Due to unrelenting litigation under the 
Fair Labor Standards Act, timekeeping 
and overtime policies should specifi-
cally prohibit employees from working 
off the clock. Employees should be dis-
ciplined but still paid if they violate the 
policy and work off the clock. Especially 
in the hotel setting, when non-exempt 
employees may live on site and work at 
odd hours, they must be told repeatedly 
that all hours must be reported and 
tracked, even a 10-minute run to the front 
desk to check on a work-related issue. 
Policies should explain it’s the employee’s 
responsibility to report pay errors and 
how to do so.

A related consideration is a policy 
that addresses employees’ use of their 
own electronic devices – laptops, smart-
phones, and tablets – for work purposes. 
Policies should be crafted to address con-
cerns regarding privacy, protection of 
confidential information, and working 
off the clock.

5
EMPLOYEE ACKNOWLEDGMENTS
Employee acknowledgements evidence 
that employees have received the hand-
book and should be obtained each time 
the handbook is updated. The acknowl-
edgement can be utilized to reiterate 
the at-will policy (again, where allowed 
by law) and shift responsibility to the 
employees to raise any questions or con-
cerns about the handbook or company 
policy. Also note that violations of any 
company policy, even one not identified 
in the handbook, can lead to discipline, 
up to and including termination.

6
PTO AND SICK TIME
With the COVID pandemic in full swing, 
reviewing and revising sick leave and PTO 
policies is crucial. The policy should state 
when the employer will require medical 
documentation to support leave, how 
many absences may lead to termina-
tion, how to alert management when an 

employee will be late or absent, how PTO is 
accrued, etc. If an employer offers special 
COVID-related leave, that can be included in 
the handbook, as well.

Dedicating the time and resources to 
reviewing policies on an annual basis is 
well worth the investment. Handbooks that 
require a complete overhaul may be best 
handled by legal counsel so you can ensure 
you’re complying with local, state, and federal 
laws.� ■

Deepa N. Subramanian, Esq., is a 
shareholder with Ogletree 
Deakins in the firm’s Atlanta 
office. She represents employers 
in all aspects of employment law, 
including employment litigation 

and counseling, and she advises and defends 
clients in federal and state employment-related 
lawsuits, including actions alleging 
discrimination, harassment, retaliation, violations 
of wage and hour law, and breach of contract.
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FRANCHISING

Recoverable depreciation explained
by CHRIS RICH and THOMAS KRAUTNER

Questions
answered
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FRANCHISEES OFTEN FIND THEMSELVES IN A DIFFICULT 
situation during a property-insurance claim. To use an old 
saying, they find themselves between a rock and a hard 
place after a catastrophe. The “rock” is the hotel brand and 
its design requirements inside hotels, and the “hard place” 
being the insurer and what they’re willing to pay for repairs.

Most brands have specific requirements regarding replacement 
materials. For example, carpet, flooring, furniture, and drapery must 
stay on brand location to location and from one room to the next. But 
after a major regional catastrophe or during a supply chain bottleneck, 
those materials aren’t always available.

It’s particularly frustrating for a hotel franchisee forced to replace, for 
example, the entire carpet of a whole wing because of damage in one 
room. And it’s the insurance adjuster’s job to make sure the company 
only pays for damaged property.

Rock, meet hard place.
Still, franchisees should be aware of every possible dollar on the table, 

so let’s explore the notion of recoverable depreciation and answer three 
big questions. These funds can make a massive impact on your ability 
to repair your property, up to brand standards, after a loss.

Questions
answered

  3.5-MINUTE READING TIME
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Mitigating costs works 
well until receipts for labor 
come up significantly less 
than the agreed scope of 
work.”

WHAT IS 
“RECOVERABLE 

DEPRECIATION?”
Recoverable depreciation is the 
gap of funds between actual 

cash value and replacement 
cost value for both the struc-
ture and contents portion of 
your property-damage claim.

➲	 Actual cash value is 
the price of an item that has 
depreciated.

➲	Replacement cost value is the cost 
of replacement with a completely 
new item.

➲	Recoverable depreciation is the 
difference.
Recoverable depreciation is paid 

when the insured spends all the 
money agreed to, performs all the 
repairs agreed to, completes the 
approved repair and replacement, 
and provides proof of payment. An 
example of “proof of payment” would 
be a contract with a contractor and 
canceled checks with a “release of 
lien.”

HOW DO YOU 
DEVELOP A 

PROPER SCOPE OF 
LOSS FOR PAYMENT?

Imagine a tremendous thun-
derstorm outside and an air 

conditioning unit at your hotel 
malfunctions due to a lightning 
strike. As a result, water leaks 
into your lobby, damaging 300 

square feet of carpet, pad, and 
subfloor. Your walls and furniture are also 
damaged, and of course, the A/C unit is 
destroyed.

You suspect more damage in the walls, 
but you can’t see it without thermal imag-
ing. And when you take photos of the dam-
age to forward to your claims adjuster, you 
feel the pictures don’t accurately show the 
damage in full.

The flooring, furniture, and A/C unit are 
all a few years old, and they’ve depreciated 
or lost value since initial installation. If your 
property policy only pays for actual cash 
value, your insurer will only pay for a piece 
of carpet that’s a few years old, second-
hand furniture, and a thrift-store A/C unit.

A replacement-cost policy will pay to 
replace your damaged A/C unit, furniture, 
and flooring with new materials of like, 
kind, and quality, up to policy limits, of 
course. You also will have to pay your 
deductible. That’s an amount you’ll need 
to put toward repairs before insurance 
kicks in.

But, once you have an agreed scope 
of loss and meet your policy conditions, 

recoverable depreciation is available to col-
lect provided you meet the qualifications.

Many insurers will pay a claim in two 
phases. First, they’ll attempt to pay you 
the actual cash value of depreciated car-
pet, furniture, and equipment. Then, once 
you take a few steps to prove to the insurer 
that you’re replacing the property, you can 
get a second check for the recoverable 
depreciation.

WHY DON’T 
MORE 
HOTELIERS 
COLLECT 
THEIR FULL 

SETTLEMENT?
Most franchisees are 

self-made businessmen 
who act as the general con-
tractor, hiring various subcon-
tractors to perform structural 
repairs. In addition, many will 
often trade contents with 

other hotels they own to miti-
gate costs.

Mitigating costs works well until 
receipts for labor come up significantly 
less than the agreed scope of work. Or 
a decorated scheme changes while the 
claim is pending. After all, there is only 
peace of mind in delegating leadership 
of construction projects or going dollar-
for-dollar retail with a franchise vendor 
after the claim gets settled.� ■

Chris Rich is a licensed general 
& public adjuster with Jansen/
Adjusters International, an 
AAHOA Allied Vendor Member. 
Chris is an active claims 
professional member in the 

Houston community responsible for helping 
hotel owners obtain full and fair settlements 
for their insurance claims.

Thomas Krautner is the 
executive vice president for 
Jansen/Adjusters 
International, responsible for 
representing policyholders’ 
interests with recoveries up to 

$60 million. For more info, visit jansenai.com.
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FINANCE

by RUSHI SHAH

COMMERCIAL REAL ESTATE FINANCE AND CAPITAL 
markets are parts of a lucrative ecosystem. As a 
transaction moves forward step by step, each 
link in the food chain adds value. These produc-
ers may include investment sales and leasing bro-
kers, buyers, sellers, borrowers, lenders, equity 

and mezzanine investors, mortgage bankers and brokers, and 
more. Ultimately, everyone is working toward the common goal 
of a successful acquisition or refinance closing.

How to tell whether a 
lender is real

Smoke

real estate industry, the lure 
of healthy profit margins also 
attracts players who misrep-
resent their abilities to get you 
to the closing table. As capital 
has become more plentiful, the 
number of players calling them-
selves “direct” lenders has 
also grown. In reality, most of 
these shops don’t have money 
to lend but are just brokering 
the deal to someone else. This 
can be a problem for two main 
reasons. First, because they 
aren’t the final lender, they 
frequently fail to complete 
the proper level of upfront 

andmirrors

There is a lot of money to 
be made along the way, how-
ever, there is always the risk 
of running into profit-chasing 
posers who can delay and 
disrupt the path to closing. 
Fortunately, there are simple 

steps borrowers can take to 
avoid a derailed deal.

ASK THE RIGHT 
QUESTIONS
While there are many upstand-
ing lenders in the commercial 

due diligence needed to ensure 
the transaction’s viability. As 
a result, surprises can crop 
up further into the process, 
causing the transaction to go 
sideways and the borrower to 
lose precious time and money. 
Second, these alleged lenders 
do not have control of the deal. 
They may try to convince bor-
rowers they’re in charge, but 
chances are someone else is 
actually calling the shots. In a 
commercial real estate trans-
action, control equals certainty 
of execution, and certainty of 
execution ensures closing. The 
best way for borrowers to avoid 
being trapped is to ask the 
right questions upfront. Let’s 
explore three ways to effec-
tively peel back the onion to 
determine if a capital source 
is bona fide or not.

SH
EB

EK
O

/S
H

UT
TE

RS
TO

CK
.C

O
M

, C
O

M
IC

SA
N

S/
SH

UT
TE

RS
TO

CK
.C

O
M

5 4   | APRIL 2022 | TODAYSHOTELIER.COM

http://TODAYSHOTELIER.COM
http://SHUTTERSTOCK.COM
http://SHUTTERSTOCK.COM


By enlisting a professional to do the 
heavy lifting for you, asking the right ques-
tions, and heeding red flags, borrowers can 
ensure certainty of execution and avoid 
unnecessary headache and heartache. 
Financing a large transaction is an ardu-
ous process. Having an expert by your side 
whose sole job is to work with real leaders 
with real balances sheets and real decision-
making capabilities and who will ensure 
you get to closing every time (barring any 
extraordinary circumstances such as fraud) 
can prove a key catalyst for success.� ■

  4-MINUTE READING TIME

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.

TRUST THE RIGHT RESOURCES
To begin the process, borrowers should engage a professional mortgage 
banker to guide them. Prudent borrowers choose an expert who has 
long-standing relationships in the market, a proven track record of closed 
deals, including recent transactions, and references to vouch for past per-
formance. These qualified intermediaries rely on an established platform 
and methodical due diligence process to evaluate if a lender should be 
included in their repertoire.

1

2

3

UNDERSTAND WHO IS BEHIND THE CAPITAL
Even if the lender has its own balance sheet, it may not be a direct 
lender in the truest sense. A qualified mortgage banker knows to probe 
further to determine if the lender is using a warehouse line of credit to 
fund deals. This blanket line of credit is provided by a bank or a financial 
institution to the lender to make loans. Under this model, a lender is 
often at the mercy of the warehouse lender for transaction approvals. 
The warehouse lender also may leverage the loan at closing to make 
more return on its invested capital. Although an acceptable practice, 
warehouse lending can prolong the closing process for borrowers and 
increase the loan-approval risk.

RECOGNIZE RED FLAGS
If a lender requests a deposit before producing a fully approved term 
sheet, borrower beware. Asking for an underwriting fee before doing any 
work on the deal is a practice employed by sham lenders and unqualified 
mortgage brokers. A bona fide mortgage banker would never request 
this type of upfront deposit. The industry standard for engaging with a 
mortgage professional is that they get paid only upon a successful clos-
ing. The only time an expense deposit is legitimately required is when 
an actual, approved, execution-ready term sheet for a particular deal 
has been issued.
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CONSTRUCTION & DEVELOPMENT

Seven trends 
shaping hotel 
architecture
by STEPHEN OVERCASH

HOTEL DESIGN HAS 
changed dramati-
cally in the past 10 
years, and it will only 
continue to radically 
evolve as Generation 

Z, also known as Zoomers, seek “expe-
riences” around the world. The “guest 
experience” is paramount in hotel 
design and it’s being simplified in cur-
rent and future hotel designs.

Telling a story is essential in cre-
ating a memorable experience, and 
hoteliers are accomplishing that via 
subtle touches integrated into a hotel’s 
exterior and interior architecture. This 
“story” often pays homage to the local 
geography, history, or culinary heritage 
of the hotel’s setting. A unique and inter-
esting story creates lasting memories 
and promotes the area, encouraging 
guests to explore the local surround-
ings, often extending the hotel visit and 
capturing more of that coveted bleisure 
traffic. Here are seven trends in hotel 
architecture that are on the rise.
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ElevatingElevatingElevatingElevating
the guest 
experience

BLUR THE LINES
Hotel design melds the indoors 
and outdoors, creating memorable 
experiences throughout the day and 
night. These experiences can include 
the discovery of hidden courtyards, 
rooftop terraces, and activated 
alleys. Operable glass walls allow 
seamless movement from indoors 
to outdoors. Future hotels will invite 
fresh air and nature into the building, 
with landscaping spread throughout 
the property. The landscaping will 
easily be maintained and comple-
mented by an abundance of natural 
light. All these factors contribute to 
the WELL building standard of the 
hotel.

REPURPOSE THE POOL
We are also seeing the traditional, utili-
tarian hotel pool continue to evolve. 
This space is becoming more experien-
tial and interactive via fountains, water 
walls, and LED lighting with easy access 
to restaurants and bars. The pool can 
easily be converted to nighttime, backlit 
dance floors. Pool lounge furniture can 
be built into a shallow pool, and zero-
edge pools are becoming more popular 
on rooftop terraces, fusing the pool with 
nature on the horizon beyond.

TIE IT TOGETHER
Hotel design trends include the hotel becoming more of a mixed-use des-
tination. In the future, it will be important for hotels to integrate residen-
tial, retail, restaurants, office, and entertainment. A rich mix of uses and 
activities strengthens the story and experience while creating additional 
revenue for the hotelier. These additional activities can be components 
of a larger mixed-use development or integrated into the hotel building. 
Amenities can be shared and enjoyed by all the varied users.

1

2 3
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ElevatingElevatingElevatingElevating GET MOBILE
It seems like a mobile device is perpet-
ually in the hand of millennials and Gen 
Z to document their experiences. Hotel 
architects and interior designers are 
designing spaces with Instagrammable 
moments in mind. These hotels are 
integrating unique features through-
out the hotel’s interiors and exteri-
ors to allow these experiences to be 
captured and shared with friends. For 
example, interactive elevators, green 
biophilia walls, unique landscape 
features, murals, water features, 
funky furniture, and edgy lighting are 
all popular options. If implemented 
successfully, hoteliers can enjoy free 
marketing as these experiences are 
posted to various social media outlets 
and circulated around the world.� ■

Stephen Overcash is 
managing principal for 
ODA Architecture. 
He can be reached at 
(704) 905-0423 or 
sovercash@oda.us.com.

COME TOGETHER
Hotel design encourages social interac-
tion. Bars, coffee shops, cozy nooks, and 
workspaces can be spread throughout 
the hotel. For example, the bar on an 
upper-level floor can be the check-in 
touchpoint for guests, while large, dou-
ble-sided fireplaces and outdoor fire 
pits can encourage interaction between 
guests. Lobbies can be more of a hangout 
for the younger guests, with interactive 
gaming opportunities.

SIMPLIFY AND STREAMLINE
Public spaces are starting to overlap more, which simplifies guest circulation 
throughout the property. Hotels often incorporate two or three different hotel 
brands in one building, which can streamline guest activities and back-of-house 
operations. And the hotel building can continue to add additional functions and 
uses, creating destination spaces for guests. This adds to the hotel’s appeal for 
hosting group events, including weddings, conferences, and trade shows.

GO BEYOND THE BED
The guestroom design trend of 
“less is more” can accomplish 
two goals. 

With large windows, hidden air 
conditioners, and streamlined fur-
niture, the hotel guestroom can 
offer a memorable experience by 
following the “less is more” design 
trend. At the same time, hotels can 
offer technology-based means to 
access the room, open doors, pro-
gram the audio-visual amenities, 
adjust the blinds, pre-set the air 
conditioning before arrival, etc. 
And, no longer the domain of sci-
ence fiction, robots will be able to 
assist guests and provide much of 
the guestroom cleaning.

  3.5-MINUTE READING TIME
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TECHNOLOGY

NOT FOR THE FIRST TIME, I WAS RECENTLY INVOLVED IN A CASE OF THREAT EXTOR-
tion that had mistakenly been initially identified as a case of ransomware. This 
misunderstanding is common, but it’s also worrying because getting this wrong can 
lead to an incorrect response, which could be costly and damaging.

MAKE THE RIGHT CALL
For the case in question, the 
CEO of a European company 
received an email with a ran-
som demand. The criminal 
claimed to have accessed the 
company’s network, stolen 
large amounts of customer 
data, and threatened to sell it 
on the dark web unless he was 
paid a large ransom in Bitcoin. 
It seems that at this point, 
the CEO took the fact that 
the threat had come via email 
along with the mention of 
“network,” “data,” “ransom,” 
and jumped to the conclusion 
that this was one of those ran-
somware attacks that he was 
vaguely aware of.

Accordingly, the CEO called 
in his head of IT and asked him 
to deal with the matter. Next, 
the IT security team confirmed 
with relief that there was no 

ransomware on the network 
and then advised that the 
threatening email was typical 
of the many fake emails sent 
by bluffers. If it were a case of 
real ransomware, the threat 
would appear directly on the 
company’s screens. The con-
clusion was, therefore, that this 
was not a genuine threat and 
could be safely ignored.

Unfortunately, the IT team 
only got it half right. It was 
indeed not a ransomware 
attack. Instead, it was a gen-
uine threat extortion. After 
ignoring a second email from 
the extortionist, the company 
discovered that examples 
of its customer data were 
appearing for sale on a crimi-
nal marketplace. Apart from 
anything else, this immedi-
ately created data privacy/
GDPR challenges. At this point, 

the company called in exter-
nal security advisers who cor-
rectly assessed the threat and 
asked for my advice.

“WHEN” NOT “IF”
Extortions such as this are far 
more common than it appears 
and this misperception leads 
many companies to believe, 
therefore, that it isn’t a risk for 
which they need to prepare. 
Threat extortions, along with 
kidnap for ransom, are one of 
the oldest forms of criminal 
activity and are still widely 
committed today. The curious 
thing is that it’s to the advan-
tage of neither the criminals, 
the victims, nor law enforce-
ment agencies to make this 
known. Therefore, we rarely 
see media reports of these 
crimes, leading to the assump-
tion that they don’t exist. The 

Not all cyber extortion is ransomware, 
and the threat isn’t just a technical 
IT matter
by ROBERT ASHINGTON-PICKETT

FO
XE

EL
/S

H
UT

TE
RS

TO
CK

.C
O

M

threat
Identify the 

problem with this, however, is 
that in many businesses the 
correct prevention, prepara-
tion, response, and recovery 
measures aren’t considered 
necessary precautions.

The difference with today’s 
threat extortion is that instead 
of a threat to, say, poison 
a company’s soft drinks on 
supermarket shelves, the cyber 
extortionist threatens to sell 
customer data and/or intel-
lectual property on the crimi-
nal net. Most other aspects of 
this crime are similar to tradi-
tional threat extortion and its 
resolution requires specialist 
techniques, tactics, and pro-
cedures that aren’t part of an 
overworked IT department’s 
core competencies.

In 2022, personally identi-
fiable information is a major 
commodity for criminals. The 
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hotel industry knows well not 
only that it obtains and stores 
large amounts of such data as 
part of its business but also that 
large numbers of its employees 
and third-party vendors neces-
sarily have access to this data. 
For the case in question, we 
identified that the extortion-
ist was an employee of an out-
sourced call center and had 
downloaded the customer data 
at work onto a USB drive.� ■

Robert 
Ashington-
Pickett is 
managing 
partner, senior 
consultant with 

NorthPoint International, Ltd., 
advising NorthPoint clients on 
cyber-crime management, fraud 
prevention/investigation, and 
capacity building.

The hotel industry knows well not only that it obtains 
and stores large amounts of such data as part of its 
business but also that large numbers of its employees 
and third-party vendors necessarily have access to 
this data.”

  3-MINUTE READING TIME
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OPERATIONS

IT HAS BEEN A DIFFICULT COUPLE OF 
years for any business looking to hire. 
The COVID-19 pandemic allowed 
Americans to step back, reassess, and 
reimagine their careers and work-life 
balance needs. Many workers have left 

the workforce altogether due to factors like 
lack of child care, health concerns, or early 
retirement.

This has created a supply-and-demand 
imbalance in the labor market. As of this 
writing, the U.S. Bureau of Labor Statistics 
is reporting more than 11.3 million open 
positions across the country and only two 
job seekers for every three open jobs. The 
power has now shifted from the employer 
to the employee and folks have the freedom 
to be choosy about which jobs they pursue. 
And while this crisis has hit all types of orga-
nizations, hotels have been struck especially 
hard.

The success of your hotel depends on your 
people. After all, it’s your people who interact 
with your guests and make their experience 
great. So, prioritizing people over function 

is critical to win in today’s challenging hir-
ing landscape. In other words, you need to 
find ways to offer more to meet the needs 
of today’s job seekers, otherwise you risk 
operating short staffed and losing busi-
ness to competitors. One way for hotels to 
attract and retain better talent is to show 
you truly care about COVID-19 safety for your 
employees.

While cases may be on the decline, we 
may be living with the virus in some capac-
ity for the remainder of our lifetimes. And it’s 
something hotel managers must continue to 
address with employees, especially those 
who work face to face with customers.

So, in addition to vaccine guidelines, 
hotels that want to compete must imple-
ment common-sense COVID-19 policies to 
ensure employees feel safe coming to work 
and trust that you prioritize their well-being. 
Based on experiences gained from working 
with those in the hospitality space during 
the past two unpredictable years, here are 
the five elements crucial to a common-sense 
COVID-19 policy.

P     WER
Giving
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1
FLEXIBILITY
A recent study found that 1 in 4 people 
who quit their job during the pandemic 
wanted more flexibility. For businesses 
like hotels where remote work isn’t an 
option for most positions, flexibility can 
come in the form of allowing employees 
to choose their own hours and schedules. 
For example, can employees leave to pick 
up their kids or take them to the doctor if 
they’re sick? Just because you may not be 
able to offer hybrid or remote work doesn’t 
mean flexibility is off the table. If you can 
offer flexibility that works for your hotel 
and implement it correctly, you can attract 
and retain talent.
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  3-MINUTE READING TIME

P     WER
2

TESTING
It should be common sense to offer COVID-
19 testing for on-site employees. This gives 
your employees another layer of protection 
while keeping guests safe. Making testing 
free and readily available, or even requiring 
employees to regularly test, can put every-
one at ease.

3
PAID LEAVE
Implementing a COVID-19 leave-of-absence 
policy that accommodates medical and per-
sonal absences shows employees you care 
about their overall well-being. The pandemic 
has impacted everyone, and dealing with 
COVID-19-related issues while working is very 
difficult, whether or not your employees are 
actually sick themselves. For example, this 
would be useful for working parents dealing 
with school closures related to COVID-19.

to the 
people

Five keys for 
implementing a  
common-sense 
COVID-19 policy

by ADAM ROBINSON

  4-MINUTE READING TIME

The key is to 
continue to 
adapt and 
invest in your 
talent and 
tools that will 
help you build 
a successful 
business for 
the long run.”
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4
CHARACTER COUNTS
COVID-19 has impacted us all in more ways 
than one. Even if we haven’t physically fallen 
ill, our mental health has likely taken a toll. 
And having to show up every day and endure 
a bad manager or a toxic culture amplifies 
those issues. Implement a mandate that 
demands everyone treat those around 
them with respect and stick to it. A culture 
of kindness makes people happy to come to 
work, even during tough times like the ones 
we’re facing today. You should only hire folks 
who demonstrate this value and have little 
patience for anyone who violates it.

5
MENTAL HEALTH
As noted above, COVID-19 brought much-
needed conversations around mental health 
to the forefront. In addition to flexibility and 
PTO designed to help folks who are infected 
with the virus themselves or need to sup-
port infected family members, build in some 
opportunities for people to step away for 
their mental health too. Some employers are 
starting to offer one mental health day each 
month, no questions asked. It’s a great way 
to show your employees that you value their 
well-being beyond just the physical.

As the economic recovery is still unpredict-
able and we are continuing to see patterns 
similar to 2021, hotel managers are in a dif-
ficult position. The key is to continue to adapt 
and invest in your talent and tools that will 
help you build a successful business for the 
long run. Implementing these five protocols 
will help your hotel stand out from the rest 
and set the groundwork to be prepared for 
any challenges on the horizon.� ■

Adam Robinson is the co-founder 
and CEO of Hireology, driving his 
mission to help business owners 
make better hiring decisions 
using predictive data and 
innovative technology.

The key is to continue to adapt and invest in 
your talent and tools that will help you build a 
successful business for the long run.” 
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Mayur Mahant
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INDEPENDENT HOTELIER

to the grand opening
Exploring the perspective  
of the independent hotelier
by RAVI B. PATEL

ELCOME TO A BRAND-
new Today’s Hotelier 

column. Thanks for 
stopping by. In multiple 

issues each year, we 
plan to devote this space 

to exploring issues specific to independent 
hoteliers but relevant to the industry at large. 
We will hear from veterans across a wide swath 
of the industry, all of whom have direct expe-
rience in the development and operation of 
independent properties. Unfortunately, it can 
be too easy for the industry, and the media, 
to give more attention to the brands and fran-
chised properties, but there’s an enormous 
chunk of the industry that operates outside 
the often more-publicized brand-franchisee 
relationship.

Like many AAHOA Members, 
I’m a second-generation hote-
lier. Based in Los Angeles, CA, 
I’ve been a South Pacific Region 
Ambassador for five years and 
have served on the Independent 
Hotelier Committee for four 
years, this being my first year as 
IHC Chair.

WHO WE ARE
One core trait that’s common 
among many independent hote-
liers is the need and ability to pay 
attention to the basic elements 
of day-to-day operations. Just 
like the franchised properties, 
solving the unique problems 

we face takes a great deal of 
patience and a fundamental 
understanding of the industry. 
These two skills, patience and 
know-how, are vital when dealing 
with uncertainty in the economy, 
especially without many of the 
low-hanging resources afforded 
by the brands. But, just like fran-
chised properties, independent 
hotels have also experienced 
the many ups and downs of this 
cyclical industry while trying to 
keep heads in beds, maintain 
respectable service, and create 
a sustainable business strategy 
to get through any downturn 
largely on our own. And focusing 

Countdown
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on the basics is what is helping 
lead us through the continuing 
recovery.

All across the nation, it’s evi-
dent that independent proper-
ties have been able to remain 
in business for decades. For 
some, operating an indepen-
dent property is a stepping 
stone, but for many, it’s the 
backbone of their family busi-
ness and growth. The practices 
learned at that first property 
become a lineage of experience 
for future generations of inde-
pendent operators.

WHERE’S THE WHY?
The experience of operating 
an independent hotel often 
leads to a very close customer-
to-operator relationship, and 
those strong relationships 
across the independent hote-
lier community grew this 

industry into what it is today. 
Whereas competition is an 
unavoidable – and often wel-
comed – aspect of our econ-
omy, continuing to build this 
industry takes hoteliers of all 
stripes coming together to help 
each other out.

Just like many other indus-
tries, there are aspects of 
knowledge, experience, and 
patience acquired throughout 
the process of growing a port-
folio that starts at the small-
business level. Accordingly, 
it’s crucial to consider the per-
spective of an independent 
hotelier because many of the 
practices implemented by the 

most successful brands today 
were birthed in the indepen-
dent hotels of yesterday.

Ultimately, the intention 
with this space is to feature 
the voices of independent 
hoteliers across the nation, and 
showcasing members of the 
AAHOA Independent Hoteliers 
Committee is a great way to 
shed light on what works for 
us, offer best practices, and 
generate creative ideas to 
help everyone in our industry. 
After all, at the end of the day, 
regardless of the name on the 
sign in front of our properties, 
we’re all hoteliers.

As you will see, this committee 
holds a lot of knowledge and expe-
rience, and these contributions 
will feature independent hoteliers 
across the nation who understand 
the deep roots of our industry and 
its future. And while the topics will 
be presented from an independent 
point of view, they will be of inter-
est to everyone in our industry. 
Time to get to work.� ■

Ravi B. Patel is an AAHOA Member 
and currently serves as chair of the 
Independent Hoteliers Committee.

It’s crucial to 
consider the 
perspective of 
an independent 
hotelier because 
many of the 
practices 
implemented 
by the most 
successful brands 
today were 
birthed in the 
independent hotels 
of yesterday.”

  3-MINUTE READING TIME

Do you have a 
story idea or topic 
you’d like to see 
covered in this 
new column? 

Share your ideas 
by emailing us at 
pr@aahoa.com.
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GUEST EXPERIENCES

Don’t let a lack of connectivity 
sink your reputation

by TED HELVEY

Staying 

afloat
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“Invisible threads are the strongest ties.”
– Friedrich Nietzsche

HILE THIS FAMOUS QUOTE RELATES TO 
human connectivity, the same paradigm can 

apply to hospitality, where strong connec-
tions between guests, associates, and experi-

ences are created within the four walls of the 
hotel. There are both tangible and intangible 

experiences that create strong ties to keep guests coming back.

KEY CONSIDERATIONS 
FOR NETWORK 
UPGRADES
If a hotel is looking to upgrade 
its network to satisfy this 
essential requirement, where 
should it start? Choosing 
Wi-Fi 6 infrastructure will best 
maximize your investment for 
the long run, as it will ensure 
faster speeds, more bandwidth 
available for more devices, and 
improved performance. This all 
leads to better experiences, 
higher ROI, and fewer hiccups 
on the network. Plus, most of 
the devices logging onto the 
network already support Wi-Fi 
6 technology.

But, what does network 
usage look like? Let’s assume 
that every guest brings two to 
three devices into the hotel. 
At 100 rooms, that’s 200 to 
300 devices taking a piece 
of the network at any given 
time, which is amplified dur-
ing peak usage. And just for 
fun, let’s do this math with the 
3.5 million guests who stay at 
AAHOA Member-owned hotels 
each night: that’s 10.5 million 
devices that need access. 
Additionally, due to guest 
demand and reduction of staff, 
the hotel may be required to 
deploy additional IoT devices 

Layering the multiple devices 
each guest brings into hotels 
every day, a sub-par internet 
connection can make or break 
who comes back. Regardless of 
their demographics – guests 
placed for long-term plumbing 
contracts, families displaced 
from their homes, or transient 
travelers who frequent the 
same route – they all come 
with the expectation of a solid 
Wi-Fi experience. At the end of 
the day, reliable and fast con-
nectivity is essential for any 
profile of guest.

Let’s look at this more 
closely. For smaller hotel 
owners, there are real oppor-
tunities to connect with your 
guests. Some are families, 
some are workers assigned to 
remote, long-term job sites, 
and some are just passing 
through town. But they all need 
and expect certain amenities, 
and by paying attention to 
important hospitality trends, 
hoteliers can build loyalty and 
a good reputation by getting a 
few things right.

ROBUST WI-FI WILL 
ALWAYS BE A MUST-HAVE
Efficient check-ins with front-
desk computer systems or 
automated kiosks, streaming 
video content on the in-room 
TV, checking email, and hav-
ing Zoom meetings all rely 
on reliable and fast Wi-Fi 
connectivity.

  4-MINUTE READING TIME
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in the meeting space is online 
and functional. These events 
provide great monetary 
opportunities, especially with 
offices being downsized and 
more companies hosting team 
events in hotels. But having the 
network controls in place to 
direct more bandwidth to these 
priority guests will be essential 
for a smooth experience.

A guest arrives 
at the hotel with 
four different 
devices. How do 
these guests get 
authenticated 
and securely 
connected without 

calling the front desk? Even 
after their smartwatch, 
phone, and tablet are 
connected, when the Wi-Fi 
on their laptop slows down, 
they will get frustrated and 
write a bad review online. 
You lose their future loyalty, 
not to mention the others 
who read that review and 
choose another place to 
stay. A reliable Wi-Fi network 
that can ensure easy and fast 

connectivity when it’s needed 
most will make happy, loyal 
guests.

Ready to make the upgrades 
but not sure about the capital 
expenditures? There are pro-
viders that offer OPEX models 
to give your hotel the step up 
now without the sticker shock. 
Building a solid foundation of 
those “invisible threads” to 
power the connected experi-
ences will make all the dif-
ference in guest satisfaction  
and loyalty.� ■

Ted Helvey is 
chairman and 
CEO of Nomadix, 
an AAHOA Allied 
Vendor Member. 
A technology 

innovator with more than three 
decades of demonstrated 
expertise and industry experience, 
Helvey seeks out new ways to help 
hotels, MDUs/MTUs, and 
enterprises improve customer 
satisfaction, maximize 
operational efficiencies, and 
increase revenue.
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(HVAC monitoring, water tem-
perature monitoring, check-in 
kiosks, for example) and con-
tactless technologies, which 
also need the wireless network 
infrastructure to support them.

Knowing the network has a 
lot of strain each day, hotels, 
even on the smaller side, can 
easily afford to build an enter-
prise-level infrastructure with 
a combo of access points, 
switches, controllers, and 
bandwidth-management gate-
ways. This combination, which 
can be purchased and installed 
with one supplier for ease of 
setup and management, will 
ensure great Wi-Fi in every 
room, strong connectivity for 
housekeeping, sales and the 
front desk, and powerful sup-
port throughout the property, 
even for guests working at the 
breakfast buffet, in the lobby, 
or outside.

THREE IMPORTANT 
SCENARIOS

Evening internet usage 
peaks might be one of 
the most challenging 
scenarios to overcome. 
Everyone is trying to 
connect with work 
projects, stream video 

content, and be online for per-
sonal usage after a long day. 
The Wi-Fi will become unusable 
without the proper network 
controls in place. This scenario 
will only continue to increase 
exponentially with TV casting, 
gaming, and other high-band-
width activities brought into 
the hotel.

A guest is using a small 
boardroom to host a 
meeting, and every-
one around the con-
ference table has to 
be online. AV teams 
need also to ensure 

the video stream and speaker 
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PERSPECTIVES

Call in 

Consulting a qualified expert may open 
the financial lifeline your business needs
by MAGGIE CROWLEY
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IN MARCH 2020, WITH THE WORLD SHUTTING DOWN, LARK HOTELS CEO PETER TWACHTMAN WAS FORCED TO TEMPORAR-
ily suspend operations for 20 of his hotels in seven states due to COVID-19.

As it did for many other hoteliers who’ve universally been battling diminishing NOIs, the rising cost of labor, and increased 
competition from Airbnb and VRBO, the mandated shutdowns felt like a coup de grâce. Twachtman, however, was resilient and 
motivated to adapt and overcome the challenges the pandemic brought to the industry.

“It seemed complex and 
overly burdensome, so I 
shelved it,” said Twachtman, 
of Lark Hotels’ decision not to 
apply for ERTC funds.

In its simplest terms, ERTC 
is a CARES Act relief measure 
for businesses, which encour-
ages them to keep employ-
ees on their payroll. It’s a 
refundable credit that offsets 
employment taxes. According 
to the United States Treasury 
Department, “the amount 
of the credit is 50% of the 
qualifying wages paid up to 
$10,000 in total.” Simply put, 
this offering has been one of 
the most beneficial tax credits 
available to hotels financially 
impacted by COVID-19.

THIS, TOO, SHALL PASS
After sorting out the ups and 
downs of the application pro-
cess, with help from an out-
side consultation, Lark Hotels 
was ultimately approved to 
receive ERTC funds, giving the 
company the financial sup-
port to prevent further inter-
ruptions in business activities 
and look to the future with 
confidence.

“When COVID-19 first hit our 
industry back in late February 
2020, we were composed 
of 26 hotels in seven states, 
but we are now 42 hotels 
across 10 states.” Twachtman 
said. “What was, and is still, 

surprising to me are all the 
people and groups I speak with 
that haven’t taken the time to 
look at the ERTC and see if their 
business qualifies.”

Twachtman’s story proves 
there is light at the end of the 
tunnel for hotels still strug-
gling to pay their staff, and 
Lark Hotels, like countless 
properties, proved once again 
that hoteliers are resilient and 
can thrive during troubling 
times.

Don’t leave money on the 
table, especially if it could 
mean the difference between 
staying in business or closing 
your doors for good. There 
are numerous resources avail- 
able to struggling hoteliers, 
and even if you’ve looked at 
them all before, a qualified 
consultant likely can pin-
point some options you may 
have overlooked or dismissed 
before.� ■

Maggie Crowley 
is head of 
strategic 
development for 
Leyton, an 
AAHOA Club Blue 

Industry Partner and an 
international consulting firm that 
helps businesses leverage 
financial incentives to accelerate 
their growth and achieve long-
lasting performance. She can be 
reached at (617) 712-6759 or  
mcrowley@leyton.com.

Especially in the earliest 
days of the pandemic, hote-
liers were forced to adjust their 
operations on what felt like a 
daily basis, including modify-
ing staff schedules, operating 
with minimal occupancy lev-
els, and enforcing new saniti-
zation protocols. These, and 
many other, factors added to 
the perfect storm of economic 
hardship that was brought on 
by COVID-19.

To survive, numerous hos-
pitality employers applied for 
and received PPP loans. Many 
also examined the employee 
retention tax credit, although, 
with a number of legislative 
changes since it was intro-
duced, properly applying for 
the credit proved to be a com-
plicated and scary process for 
many.
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HUMAN RESOURCES

How benefits 
improve culture and 
win the war for talent

Thegreat labor 
battle

by GEOFF ROWSON
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S HOTEL OWNERS AND EMPLOYERS IN 
the hospitality industry, the “great resig-

nation” is no strange concept. The Jan. 
4, 2022, report from the U.S. Bureau 

of Labor Statistics states that a stag-
gering 4.5 million people have vol-

untarily left their jobs.
These numbers aren’t exactly encouraging. 

Especially in the hospitality industry, where we face 
constant turnover and a draining fight to attract and 
retain the right employees. The hospitality sector was 
no stranger to high turnover pre-COVID-19. According 
to the U.S. Bureau of Labor Statistics, the hotel and 
motel industry faces an employee turnover rate of 
73.8%.

With a turnover rate that high, it becomes challeng-
ing to maintain day-to-day operations, let alone client 
satisfaction. Your hands are full, your profitability is 
decreasing, and you can’t wait on a solution that solves 
your retention and recruitment problems, but – good 
news alert – you don’t necessarily have to.

DO WORK
A strong, mutually beneficial company culture for 
hoteliers is everything, but strong internal cultures 
aren’t formed overnight. There is no magical plan that 

comes together with the snap of your fingers. Simply 
put, there are no shortcuts to a great culture.

While there are no easy ways around the problem, 
there are core elements of your hotel’s culture over 
which you have complete control, and that substan-
tially impact your current and potential staff. The best 
way to build a trusting relationship with your employ-
ees is by first taking care of them. This begins and ends 
with a benefits package that actually works for them.

In a recent episode of the CHRO Champions podcast, 
retired chief human resources officer and industry 
expert Jeff Shuman shared critical pieces of insight into 
how strengthening a company’s culture from within 
results in valued employees and improves recruiting 
and retention rates. Shuman describes culture as the 
DNA of organizations. It’s not a mission statement 
nor is it a well-designed poster hanging on your office 
walls. Company culture isn’t enough. It has to be the 
right culture.

Shuman states, “[It] is so critically important that 
the culture is right for that particular business entity. 
It’s right for the time, it’s right for the customer base 
and the audience you are trying to serve.”

Company culture relies heavily on the beliefs, 
behaviors, and values of the hotel. These things start 
from within, at the employee level. Does your staff 
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believe you have their best inter-
ests in mind? Do your employees 
have established trust with your 
leadership? Are your employees 
valued? All of these relational ele-
ments interact with each other to 
create an unwavering culture that 
attracts top talent to your hotel.

Meanwhile, poor company 
culture results in high turnover 
rates and lower success rates 
with recruitment. These are the 
two things leadership teams in 

the hotel sector are working 
relentlessly to avoid.

GET SMART
Recruiting and retention dif-
ficulties have forced us to ask 
ourselves why employees are 
leaving and what it will take to 
make them stay. Employees 
know their worth, and they 
can identify when employers 
don’t take the time or make the 

One often-
overlooked  

solution

1
Employee benefits have become 
critical elements to the recruit-

ment and retention conversation. 
People want to be provided with 

high-quality healthcare that won’t 
empty their pockets. By offering 
the best benefits packages pos-

sible, you’re making the statement 
that your employees’ well-being 

matters to you.

2
Your healthcare spend correlates 
to how much time and effort you 
put into it. Rather than keeping 

the mindset of “healthcare insur-
ance costs always increase year 
over year,” take a step back and 

review your business trends. Is your 
selected benefits package serving 
your employees well? Or is it just 

checking off a box? Put thought into 
the benefits you’re offering your 

employees and make sure you pick 
the right ones for them and effec-
tively communicate how they can 

best utilize their benefits.

3
When you’ve effectively imple-

mented benefits packages tailored 
to your employees, your HR team 
has a nugget of gold with which to 

lead on the hunt for talent. Top-
notch benefits are sought after by 

those in search of a new career. 
And, if quality healthcare isn’t a pri-
ority for you, working for your hotel 

will not be a priority for them.

Putting healthcare first in your fight for recruitment 
and retention can yield tangible benefits.  

Here are just three reasons why.

1063531_Matrix.indd   1 11/01/22   11:44 PM

continued on page 77
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Ride out the pandemic with the right loan for your hotel
Have you accrued PIP costs? Lost equity? Need to refinance existing debt? 

Secure high-leverage, low-cost financing to execute your business plan.

Do you have a floating rate SBA 7a loan? Save money. Pull cash out. Refinance to SBA 504.

Our Lending Platform

The SBA now allows you to refinance your 7a loan into an SBA 504 loan. Secure a lower fixed rate and leverage your 
real estate equity to pull cash out for eligible business uses.

www.LibertySBF.com  Learn more at 

SBA

CONVENTIONAL

CONSTRUCTION

BRIDGE
Non-recourse loans from $5-$15 million, with option of up to 20% cash out 
for improvements. Up to 80% LTC. 

Bridge to SBA: Liberty SBF also provides up to 75% LTV interim 
bridge financing if you require a stopgap while waiting for 
approval on an SBA loan. 

Commercial Real Estate Financing for Hotel Investors

High-leverage, low-cost financing from $1-$15 million. Up to 
85% LTV. Use for property acquisitions, refinance, or ground-
up construction. Take advantage of low rates – current SBA 
debenture rate is 3.21% for 25 years.

Low-cost permanent financing for stabilized properties.

Ground-up or build-to-suit through the SBA 504 program. Low fixed 
rates and cash out up to 20% of property value for working capital.

Better service. Better execution. A better lender.

Meet Us at the 
AAHOA Convention & Trade Show

April 12-15, 2022   |  Baltimore, MD
Find our booth in the show directory.

Commercial Real Estate Financing for Hotel Owner/Operators

1064687_Liberty.indd   1 09/02/22   7:54 PM

http://www.LibertySBF.com
http://libertysbf.com


myfsb.com | (877) 850-3156

HOTEL,HOTEL,
          MOTEL,MOTEL,

LEND!LEND! 

BOOTH #4001
AAHOACON22

Scan the code.
Nothing to lose, only a chance to win.

Visit us in booth #4001.
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effort to make staff feel valued. The hotel 
industry needs to seek out benefits that 
provide high-quality health care and low 
costs for employees.

Beyond that, it’s time to spark cultural 
transformation within your hotel. This 
transformation starts at the top with you. 
Leaders create cultural change through 
transparency, authenticity, credibility, 
and character. The best way to reinforce 
cultural change to your employees is by 
ensuring you’re all speaking a common 
language that places your staff at the fore-
front of your mission.

In Shuman’s past role as a CHRO, he 
spearheaded a cultural transformation 
throughout a company of 50,000 people. 
Throughout this time of change, he and 
the leadership team conducted what they 

called the “fishbowl” exercise. The goal 
was to be totally transparent with their 
employees and take any mystique out of 
the work they were doing to build a bet-
ter culture.

The exercise consisted of the leadership 
team collecting feedback from employees 
of all levels throughout the company and 
then empowering them to provide their 
thoughts and opinions. Not all feedback 
was sunshine and rainbows, but it was 
impactful. It was proof the leadership 
team valued all employees’ feedback and 
helped them stay true to their commit-
ment to transparency.

When you value your employees, 
increased retention and recruitment 
will follow. You want to build a culture 
within your hotel to which candidates 

are immediately attracted. If your strat-
egy doesn’t include quality health care 
benefits, you’re missing out on a pool of 
incredible talent that could catapult your 
hotel’s success. Value your employees, and 
they, in turn, will value you.� ■

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.

Stay 
Connected 
with AAHOA!  
Get AAHOA’s official eNewsletter 
delivered straight to your inbox.

Subscribe today! 
todayshotelier.com/subscribe

AAHOM1221 HotelierWeeklyeNews HP_MKG.indd   1 2021-11-09   2:42 PM
1059037_Editorial.indd   1 12/11/21   11:28 AM

If your strategy doesn’t include quality healthcare benefits, you’re missing out on 
a pool of incredible talent that could catapult your hotel’s success.”
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TRENDS

Help the environment, improve the guest 
experience, and save some money in the process
by FRANK J. PIETRUCHA

with the COVID-19 fury fuels the 
perfect storm. The hospitality 
industry must respond to the 
demands of an evolved consumer 
who wants a safe place to sleep 
tonight but also demands prom-
ises for a brighter, or at least less 
fatalistic, tomorrow.

BUSINESSES’ 
SUSTAINABILITY 
IMPERATIVE
Heider, now a sustainability con-
sultant based in Alexandria, VA, 
feels the message is getting out. 
“Finally, sustainability has con-
nected with business. You win, 
your brand wins, the world wins.”

The hospitality industry is a 
good place to look for examples 
of sustainability in action. Hotel 

operators see great potential to 
do good things for the planet 
while pleasing their guests and, 
in many cases, making strides to 
improve their own bottom line. 
The big players already have 
made big, very public moves to 
go green. Marriott International 
posts its sustainability goals 
for 2025 on its site. Promising a 
reduction in their environmen-
tal footprint and an increase 
in responsible sourcing. Hilton 
vows to cut its environmental 
footprint in half by 2030.

Sure, it’s important that 
hotels, and all businesses, take 
environmental issues more seri-
ously for our own preservation 
as humans. Beyond our sense 
of responsibility to the next 

“SUSTAINABILITY IS NOT ABOUT GUMSHOE LIBERALS HUGGING TREES,” INSISTED BETH HEIDER.  
“A prosperous business is our objective and sustainability is a path to getting there” noted the former Chairperson 
of the Board for U.S. Green Building Council. Heider believes there is plenty of “green” to be made while going 
green, but it’s also clear that the importance of enterprises making sound decisions to protect our threatened 
environment is among her top priorities.

But, Heider added, sustainabil-
ity isn’t the only movement afoot in 
2022. The COVID-19 pandemic has 
ushered in a new era of heightened 
awareness about personal health 
and well-being that isn’t likely to dis-
appear even if the coronavirus does. 
Consumers want greater assurances 
that the air they breathe, the water 
they drink, and the food they eat is 
pure and fresh. When it comes to 
choosing between establishments, 
cleanliness is most certainly closest 
to godliness for today’s guest.

These two themes, sustainabil-
ity and healthy living, roll into one 
interconnected jumble that links 
fear of environmental demise with 
worry about staying well in an 
uncertain world. A looming poten-
tial ecological catastrophe together 

Clean water, 
fresh air
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Clean water, 
fresh air
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generations, however, is also a need to 
project the right image for our estab-
lishments. Public perception on eco-
friendliness is becoming an increasingly 
more important factor in hotel selection. 
According to Heider, “Younger consumers 
are walking the talk. They are choosing 
brands that reflect their belief systems.”

If your website doesn’t boast enough 
green accomplishments, would-be guests 
might instead check into an establishment 
that better reflects a sincere understand-
ing of sustainability.

CLEAN LIVING
While these same consumers are scruti-
nizing your property’s carbon footprint, 
they also may be pondering whether your 
establishment offers them a sufficiently 
healthy experience. The pandemic has 
shone a bright light on details some of 
us have overlooked. Fear of getting on 
planes or trains, or being packed into 
a tight restaurant, because the air we 
breathe in those places could get us sick 
is a new worry many are taking more 
seriously.

While not all consumers are obsessing 
over clean air or water when choosing 
a hotel, they may find it welcoming to 
learn the place they’ve selected is look-
ing after their health and well-being. 
Communicating to your potential guests 
that your hotel is not a sick building but 
in fact a healthy environment, can be 
welcoming news that seals the deal to 
securing a booking.

HEALTHIER STAYS
According to Heider, transforming a prop-
erty into an environmentally forward, 
healthy enterprise doesn’t need to be 
completed overnight nor does it require 
millions of dollars to get started. A good 
place to start your green ambition would 
be the U.S. Green Building Council, whose 
motto is “Healthy people in healthy 
places equals a healthy economy.” On 
their website, www.usgbc.org, you can 
learn how to transform your building and-
what steps to take to reach the coveted 
status of being LEED certified.

For sustainability newcomers, Heider 
suggests looking at initiatives that impact 
a hotel’s water and air systems for more 
affordable, easier fixes. Taking proac-
tive steps in these areas can help reduce 
your property’s carbon footprint, create 
a healthier environment for your guests, 
and help you save money in unexpected 
ways.� ■

Frank J. Pietrucha is a 
freelance writer and 
communicator based in 
Washington, D.C. He attended 
Cornell’s School of Hotel 
Administration but realized 

his true calling was to be a hotel guest, not a 
hotelier. He can be contacted at  
definitivedc@gmail.com.

1064280_BCTechnologies.indd   1 09/02/22   3:42 PM

The COVID-19 pandemic 
has ushered in a new 

era of heightened 
awareness about 

personal health and 
well-being that isn’t 

likely to disappear even 
if the coronavirus does.”
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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, PLATINUM & SILVER 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

DISH Business 
Tyler Floyd: (303) 723-1854

 
Ecolab, Inc. 

Michael Pfister: (317) 250-5189

Gauthier Murphy & Houghtaling 
John W. Houghtaling, II:  

(504) 456-8600

 
Hcareers 

Shawn Grenier: (360) 312-7402

 
Home Box Office 

Michelle Mahoney: (347) 610-1081

Leyton 
Vivek Arora: (781) 985-2784

 
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

ARS Global Emergency 
Management 

Piro Hernandez: (786) 575-2131

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

 
bookit n go 

Sarah Eley: (949) 329-8181

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

FortisPay 
Nirav Shah: (855) 465-9999

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 

Bob Ekman: (630) 240-4747

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) 753-7158
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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

Bokser Home 
Ed Guzek: (651) 505-3760

Brand Standard Furnishings 
Ansley Sanderson:  

(404) 697-8578

Canary Technologies 
Bryan Michalis: (877) 739-1545

CIA Solutions 
Ralph Thiergart:  
(443) 220-3821

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

Docyt Inc. 
Sid Saxena: (844) 663-6298

Elkay Interior Systems (EIS) 
Greg Gliniewicz:  
(630) 346-7549

Ferguson 
Eric Tucker: (434) 249-3785

Floor & Decor Commercial 
Delana Delgado:  

(877) 659-2478

Focus Brands 
Rani Bhatt: (404) 978-4829

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

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

 
MVM Technology, LLC 

Michele Blanton:  
(800) 596-5080

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

NewGen Advisory 
Dinesh Rama: (602) 648-2700

NextGen Hospitality 
Consultants 

Sean Patel: (210) 478-2734

Nimble Accounting 
Rahul Kumar: (866) 964-6253

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 Supply 
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

Serta Simmons  
Hospitality Bedding 
Andrea Hochworter:  

(770) 353-0122

Shaw 
Sean Finn: (404) 556-4110

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

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

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

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
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AAHOA EVENTS

During the General 
Session at the G6 

Conference, AAHOA Chair 
Vinay Patel took the 

main stage to present an 
AAHOA update, including 
significant findings from 

the Oxford Study, AAHOA’s 
latest initiatives, federal, 

state, and local advocacy 
priorities, and much more.

In honor of Women’s History Month, Female Director Eastern Division Lina Patel and Female Director Western Division Tejal N. Patel hosted a 
Women’s Reception during the G6 Conference that was attended by more than 140 women. AAHOA Chair Vinay Patel and Vice Chairman Nishant 

(Neal) Patel came out in support.

AAHOA Future 
Hotelier Neev Saraf 
received an official 

citation from the 
Maryland General 

Assembly for his 
community service 

efforts. Neev, the 
son of Lifetime 

Members Prakash 
and Manjila Saraf, 

has been involved in 
community service 

for the past nine 
years. He also was 

the recipient of 
the AAHOA Youth 
Volunteer Award.

The house was full for North Carolina 
Regional Director Akshat Patel’s Town 
Hall in Asheville.
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Female Director 
Eastern Division 
Lina Patel and 
Mid South 
Regional Director 
Harikrishna (HK) 
Patel hosted a 
gathering on 
involvement, 
leadership and 
executive level 
involvement, 
succession 
Planning, and 
overall well-being.

Georgia Regional Director Vik Zaver hosted an informative and 
well-attended O’Connor & Associates Dinner & Learn in Atlanta.

At left, Arkansas gubernatorial candidate Sarah Huckabee 
Sanders (with AAHOA Treasurer Bharat Patel) was the 
keynote speaker as Regional Director Danny (Chintu) Patel 
welcomed a packed house to his Town Hall in Fayetteville, 
pictured above.

Alabama Regional Director Sanjay Patel hosted 
a well-attended Town Hall in Birmingham.

At left and above, North Texas Regional Director Dhiren 
Masters welcomed more than 200 attendees, including 
AAHOA Vice Chairman Nishant (Neal) Patel, to his Town Hall 
in Irving.

Above, North Carolina Regional Director 
Akshat Patel (second from left) and 
Ambassadors Rajendra (Raj) Patel (from left), 
Pinkesh Patel, Abhijit Shende, and Janak Patel 
welcomed Congressman Mark Walker (center) 
as guest speaker for a Town Hall in Greensboro, 
pictured below. Walker is currently running for 
the U.S. Senate.
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CLASSIFIEDS

SARA HOSPITALITY
CUSTOM DESIGNED FURNITURE 

MANUFACTURER

DESIGNING & APPROVAL:-
CALL US: 678-431-9041 | 404-421-5432
OUR WEBSITE: 
www.sarahospitalityusa.com
EMAIL: sales@sarahospitalityusa.com

¼Rkekjh daiuh½

Visit Our Showroom:- 1730 Cumberland Point Dr. , Ste 12. Marietta, GA 30067 USA

1068996_Sara.indd   1 18/03/22   12:59 PM

http://www.sarahospitalityusa.com
mailto:sales@sarahospitalityusa.com
http://www.sarahospitalityusa.com
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Hotel 
Safes 

From

$99

GlobalSafe Corporation 800-545-4947www.hotelsafes.com

2 2 Y e a r s

Our Safes are in Every Major  
Hotel Brand in the U.S.A.

OUr SAfES HAvE BEEn  
inStAllEd in tHESE HOtElS.

    

7 Year Warranty

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

AAHOACON 2022 Booth #2811
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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

1024196_Vanities.indd   1 16/11/20   11:26 PM

Legal assistance in reviewing/
negotiating franchise agreements

and liquidated damages settlements.

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

FRANCHISE
LITIGATION

862136_Patel.indd   1 3/22/17   1:54 PM

1056504_Royal.indd   1 20/10/21   11:23 AM

CLASSIFIEDS
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Nationwide 
Services:  

 Liquidated 
 Damage 
 Claims

 New 
 Agreement
 Negotiations

 Mortgage
 Assistance

 Faced With Termination Fees?
Franchise Negotiations.com has been negotiating 
liquidated damage claim settlements for the past 
20 years. We can provide dozens of great references 
from happy clients. The best part is that we will do it 
for a low flat fee.

Call us today for a free consultation on your case.

FranchiseNegotiations.com
Gino Belmonte, President and CEO
Cell: (773) 255-3646 / Office: (815) 728-7060
Email: gino@franchisenegotiations.com  

1045056_Franchise.indd   1 05/06/21   1:41 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://www.Bizgrouplink.com

    Download the App “Bizgrouplink” on your Mobile device  

Hotel Franchisees tell your business story, collaborate to grow your 
franchise/business, and buy-sell-save on Trade Show marketplace

VENDORS – DISPLAY 8 PRODUCTS for FREE TO SELL ON TRADE SHOW

1067124_Bizgrouplink.indd   1 11/02/22   10:58 AM

Alvi Satellites............................................................... 7 
www.alvisatellites.com

America Supply Inc..................................................69 
www.americasupplyinc.com

American Pride Bank..............................................22 
www.americanpridebank.com

B&C Technologies....................................................80 
www.bandctech.com

Bizgrouplink LLC.......................................................89 
www.bizgrouplink.com

Chase Merchant Services........................................ 4 
pages.paymentsolutions.chase.com

Dexter Laundry Inc..................................................45 
www.dexter.com

DIRECTV Hospitality.................................................. 3 
www.entertainmentforhospitality.com

DISH Business.....................................................16, 17 
www.dish.com

DPA Law Group.........................................................69 
www.dpaattorneys.com

ESA / Extended Stay America, Inc.......................81 
www.newesa.com

FARMERS STATE BANK............................................76 
myfsb.com

Ferguson Enterprises................................................ 6 
www.ferguson.com/avendra

Franchisenegotiations.com..................................89 
www.FranchiseNegotiations.com

Friedrich Air Conditioning......................................31 
www.friedrich.com/

GE Appliances...........................................................63 
www.GEAppliancesAirAndWater.com

Global Safe Corporation........................................87 
www.hotelsafes.com

HBO..............................................................................68 
www.hbobulk.com

ADVERTISERS INDEX
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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

1058041_Saltzman.indd   1 05/11/21   1:20 PM

Thank you to our advertisers, whose 
ongoing support helps make this  
publication possible!

TODAYSHOTELIER.COM | APRIL 2022 |  8 9

http://franchisenegotiations.com
http://FranchiseNegotiations.com
mailto:gino@franchisenegotiations.com
http://bizgrouplink.com
mailto:admin@bizgrouplink.com
https://www.Bizgrouplink.com
http://www.alvisatellites.com
http://www.americasupplyinc.com
http://www.americanpridebank.com
http://www.bandctech.com
http://www.bizgrouplink.com
http://pages.paymentsolutions.chase.com
http://www.dexter.com
http://www.entertainmentforhospitality.com
http://www.dish.com
http://www.dpaattorneys.com
http://www.newesa.com
http://myfsb.com
http://www.ferguson.com/avendra
http://Franchisenegotiations.com
http://www.FranchiseNegotiations.com
http://www.friedrich.com/
http://www.GEAppliancesAirAndWater.com
http://www.hotelsafes.com
http://www.hbobulk.com
http://www.saltzmanlawgroup.com
mailto:rs@saltzmanlg.com
http://TODAYSHOTELIER.COM
http://kapalindustries.com
http://franchisenegotiations.com
http://www.kapalindustries.com
http://www.FranchiseNegotiations.com
http://www.saltzmanlawgroup.com
http://www.bizgrouplink.com


ADVERTISERS INDEX

Hospitality International, Inc................................62 
www.hifranchise.com
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www.HOTELSIGNS.com

IHG - InterContinental Hotels Group..................14 
www.development.ihg.com

Kapal Industries.......................................................89 
www.kapalindustries.com

Liberty SBF................................................................75 
www.libertysbf.com

Matrix Hospitality Furniture Inc........................... 74 
www.matrix-furniture.com

Matrix Telecom.........................................................88 
www.matrixhotelpbx.com

MODIO Guestroom Acoustic  
	 Control c/o K.R. Moeller Associates Ltd......42 
www.modio.audio

National Hot Water..................................................25 
www.nationalhotwater.com

North American Bancard......................................11 
www.tryerc.com

Nearly 20,000 hotel owners rely on AAHOA for the critical information they need to
navigate the current landscape and protect their investments. It's during unpredictable
times that the power of an association really shines through – letting every one of our
members realize that because of AAHOA, they never have to go it alone. 

THE ROAD 

THE FOREMOST RESOURCE
AND ADVOCATE FOR
AMERICA'S HOTEL OWNERS

TO RECOVERY
RUNS THROUGH AAHOA

AMERICA'S LEADING ORGANIZATION
FOR HOTEL OWNERS

JOIN TODAY AT AAHOA.COM

1045606_Editorial.indd   1 11/06/21   12:05 PM

North American Bancard......................................26 
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Patel & Associates....................................................88 
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www.rinnai.us

Royal Basket Trucks, LLC.......................................87 
www.royal-basket.com

Royal Textile, Inc.......................................................88 
www.royaltextileinc.com
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www.saltzmanlawgroup.com

Sara Hospitality USA...............................................86 
www.sarahospitalityusa.com

Sonu Satellite.............................. Inside Back Cover 
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Tempur Sealy..............................Inside Front Cover 
tempursealyhospitality.com

Unique Refinishers..................................................87 
www.uniquerefinishers.com

Vanities International..............................................88 
www.vanitiesinternational.com

Visual Matrix..............................................................49 
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Watco Manufacturing Company..........................23 
www.watcomfg.com

Wyndham  
	 Hotels and Resorts...........Outside Back Cover 
www.wyndhamdevelopment.com

9 0   | APRIL 2022 | TODAYSHOTELIER.COM

http://www.hifranchise.com
http://HotelSigns.com
http://www.HOTELSIGNS.com
http://www.development.ihg.com
http://www.kapalindustries.com
http://www.libertysbf.com
http://www.matrix-furniture.com
http://www.matrixhotelpbx.com
http://www.modio.audio
http://www.nationalhotwater.com
http://www.tryerc.com
http://AAHOA.COM
http://www.denvernab.com
http://www.patellaw.net
http://www.milnor.com
http://www.pmzcapital.com
http://www.prevsol.com
http://www.radissonhotelsamericas.com
http://franchise.sonesta.com
http://www.redrooffranchising.com
http://www.rinnai.us
http://www.royal-basket.com
http://www.royaltextileinc.com
http://www.saltzmanlawgroup.com
http://www.sarahospitalityusa.com
http://www.sonusatellite.com
http://tempursealyhospitality.com
http://www.uniquerefinishers.com
http://www.vanitiesinternational.com
http://www.visualmatrix.com
http://www.watcomfg.com
http://www.wyndhamdevelopment.com
http://TODAYSHOTELIER.COM
http://AAHOA.COM


BALTIMORE VIEWS,
GETTING BACK TO 
RESTAURANTS,
SUCCESSFUL   
MEETINGS …
MAYBE I’LL STAY   
AN EXTRA NIGHT.

Rediscover what matters.
Nothing beats the feeling of getting 
back to travel. Help your guests 
experience the same.

tempursealyhospitality.com/rediscover

1068771_Tempur.indd   1 01/03/22   1:44 AM

New or renewing approved H&I customers only. 3-year programming agreement req’d.  
Credit card required (except MA & PA). Early Cancellation Fee may apply. 

13 channels of premium entertainment  
including original series, movies, sports, 

documentaries and more.
Offer ends 12/31/22.

99per room  
per mo.̂

¢

ADD

2022 NFL SUNDAY TICKET
INCLUDED AT NO 

ADDITIONAL COST††

Offer ends 1/8/23.

Plus, offer includes:
(Conditions apply.)

Now for 2022: Get a $1.00 credit† on your choice of 
popular DIRECTV® programming packages when 
you get the best in entertainment for your property. 

Whether you’re a small or large property, want a 
simple or sophisticated entertainment solution, 
DIRECTV offers a wide range of solutions for  
every type of customer. 

Save $1/room, 
per month
with DIRECTV!†

NFL SUNDAY TICKET, only available on DIRECTV. 

Low 

room count! 

No additional 

small property 

fees!OFFER DETAILS:

FAMILY™ or above

3-year agreement

5-room minimum

Qualifying Technologies:  
H25 Analog, DIRECTV Residential 
Experience (DRE), HD COM System 
and HD COM System with NTSC-16 
and Receiver-Less HD technologies

†$1 OFF CREDIT OFFER: Offer ends 12/31/22. Offer is available to new or renewing Hospitality and Institutions customers with a 3-year programming agreement. Properties must subscribe to FAMILY™ ($4.10/room/mo.) or above. FAMILY™ promotional 
bundle price includes FAMILY™ ($3.50/room/mo.) and technology fee ($0.60/room/mo.). Bundled rate will be listed as two separate line items on customer bill. Customers will begin receiving credits within two billing cycles. After 36 mos., the credit will 
end. Offer includes H25 Analog, DIRECTV Residential Experience (DRE), HD COM System and HD COM System with NTSC-16 and Receiver-Less HD technologies. Receiver-Less equipment is only for Institutions. Five room minimum is req’d per property. IN 
THE EVENT YOU FAIL TO MAINTAIN YOUR SUBSCRIPTION TO THE REQUIRED PROGRAMMING PACKAGE YOU WILL NO LONGER QUALIFY FOR THE $1 OFF CREDIT OFFER. INSTALLATION: Custom installation charges apply, and installation fee is based 
on hotel size. Applicable use tax adjustment may apply on retail value of installation. Availability of DIRECTV service may vary by location. In certain markets, programming/pricing may vary. Make and model of system at DIRECTV’s sole discretion. Offers 
void where prohibited or restricted. Hardware and programming available separately. Receipt of DIRECTV programming subject to terms of the DIRECTV Terms of Service for Hospitality Establishments and the DIRECTV Terms of Service for Institutions; 
copy provided with new customer information packet. Taxes not included. DIRECTV programming, hardware, pricing, terms and conditions subject to change at any time. ††2022 NFL SUNDAY TICKET OFFER: Offer ends 1/8/23. 2022 NFL SUNDAY TICKET 
will be delivered at no extra cost in all guest rooms for the 2022 season for all new DIRECTV Residential Experience (DRE) customers and COM System customers; customers must subscribe to FAMILY™ ($3.50/room/mo.) or above, with a 3- or 5-year 
programming agreement. Other conditions apply. Subscription will automatically continue in the 2nd year at a special renewal rate of $99 and renew at regular rate thereafter provided that DIRECTV still carries these services at the time 
of renewal and unless customer calls to cancel prior to start of the season. Subscription cannot be canceled (in part or in whole) after the start of the season and subscription fees cannot be refunded. Commercial locations require an 
appropriate licensee agreement. Offer excludes University accounts. NFL, the NFL Shield design and the NFL SUNDAY TICKET name and logo are registered trademarks of the NFL and its affiliates. ^SHOWTIME OFFER: Offer ends 12/31/22. The SHOWTIME 
programming offer ($0.99/room/mo.) is available only as a 2nd Premium add-on. Offer available to qualifying new or existing Hospitality accounts with a 3- or 5-year programming agreement and must not have received SHOWTIME programming from 
DIRECTV or any other distributor during the 24 months prior to activation. Offer is available for accounts activated on or before 12/31/22. After the applicable promotional period (3- or 5-years) ends, then-prevailing rate for SHOWTIME applies unless 
canceled or changed by customer prior to end of the promotional period. Offer may not be combined with any other SHOWTIME offer. SHOWTIME and related marks are trademarks of Showtime Networks Inc., a ViacomCBS Company. All rights reserved. 
©2022 DIRECTV, LLC. DIRECTV is a trademark of DIRECTV, LLC.

Call Sonu Satellite at 877.999.7668

AS A SECOND PREMIUM

1067141_Sonu.indd   1 09/02/22   3:35 AM
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DAYS INN BY WYNDHAM  
PORT WENTWORTH / SAVANNAH, GA

DAYS INN BY WYNDHAM 
PAGE, AZ

DAYS INN & SUITES BY WYNDHAM  
DOWNTOWN/UNIVERSITY OF HOUSTON, HOUSTON, TX

outshining the 
competition

OPEN YOUR HOTEL TO A global leader in the 
economy segment:

Dawn Guestroom  
Designed to Drive Consistency 
and Return for Owners 

DAYS INN BY WYNDHAM PARSIPPANY, NJ

Discover Dawn. Discover Days Inn. Discover the Wyndham Advantage.
Visit wyndhamdevelopment.com or call 800-889-9710.

108% RevPAR Index1, 
continuing to gain  
market share2

ADR as high as $813 
exceeding the  
midscale average4

#1 brand awareness  
in the economy segment5 
helps drive lower-cost  
direct bookings

1  Days Inn Worldwide, Inc. Franchise Disclosure Document dated March 31, 2021. 2  YTD Q3 2021 vs. STLY, US data, vs. economy segment. 3 Based on the top performing 25% 
of qualified system hotels in the US operated by franchisees for the period from 1/1/2020 through 12/31/2020. The lowest performing 25% of the same qualified system 
hotels during that same period averaged ADR of $58. For additional details, please see the FDD. 4  Full year 2020 industry data. 5  Phoenix BASE Brand Awareness study R12 
as of Q4 2021. This is not an offer. Federal and certain state laws regulate the offer and sales of franchises. An offer will only be made in compliance with those laws and 
regulations, which may require we provide you with a franchise disclosure document, a copy of which can be obtained by contacting us at 22 Sylvan Way, Parsippany, NJ 
07054. All hotels are independently owned and operated with the exception of certain hotels managed or owned by a subsidiary of the company. © 2022 Wyndham Hotels 
& Resorts, Inc. All rights reserved.

1067173_Wyndham.indd   1 10/02/22   12:45 PM
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