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GIVE YOUR GUESTS ONLY THE BEST

More Series. More Stars. One Network.

Paramount+ with SHOWTIME delivers the thrilling premium entertainment
your guests demand at an exceptional value for your property.

VISIT SHO.COM/BULK
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o JlYWTIME

Paramount+ with Showtime ©2024 Paramount. SHOWTIME and redated marks are rademarks of
Showtime Networks Inc. PFaramount+ and related marks ane trademarks of Paramount Pictures Corporation,
Individual programs, devices and marks ane the property of thelr respactive owners, All Rights Resenved
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DEXTER.

GETUPTO

$1,100

IN REBATES PER MACHINE*

*REBATE OFFER VALID FOR PURCHASES MADE 2/1/24 - 4/30/24 ON SELECT OPL MODELS

DEXTER.COM EMPLOYEE OWNED | MADE IN THE USA | SINCE 1894 1.800.524.2954
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RIGHT AT
HOME.

(INBED.)

With the mattress industry’s top two
brands, your guests already choose us for
their homes. So doesn’t it make sense to
choose us for your hotel rooms?

TEMPUR+SEALY
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Don't have Tempur Sealy
mattresses in your hotel?
Find arep near you.
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contents

April 2024 | todayshotelier.com

20

Pulse check

Insights from your AAHOA Officers on the state of the
industry, the growth AAHOA has seen during the past
year, and the constant need for new leaders to step up

by TOM GRESHAM

2 6 FOCUS: ADVOCACY 3 2
IN ACTION

Harnessing the power of Go behind the scenes
the AAHOA network Cultivating meaningful
Members forge connections relationships with federal,
to share best practices and state, and local legislators via
business opportunities Back of the House Tours
by NICK FORTUNA by JODI SCOTT
10 5THINGS TO KNOW ABOUT THE C-SUITE
AAHOA THIS MONTH Reversing the addiction crisis: Examining the insidious effects addiction has on the
i American workforce - including hospitality 16
12 LETTER FROM THE CHAIRMAN . byKIRSTEN SUTO SECKLER
SPOTLIGHT
15 LETTER FROMTHE i Pastchairs share their thoughts on AAHOA’s history, its future, and its role in bridging the two...........cccccocce.... 36
PRESIDENT & CEO . By CARTERDAVIS
56 TELL ME SOMETHING GOOD FINANCE
: The market mystery: The new economy’s effect on hotel operating metrics,
i assetvaluation, and the capital markets 44
61 AAHOA MEMBERS IN ACTION © By RUSHI SHAH
62 AAHOA CLUB BLUE, . LEGAL CORNER
PLATINUM. SILVER. AND . Buyer beware: Read before signing 46

BRONZE INDUSTRY PARTNERS Py PEDIATIERTA, ESR:

CONSTRUCTION & DEVELOPMENT
64 CLASSIFIEDS i Crisis under control: Taming construction costs with creative, efficient design 48
- i by STEPHEN OVERCASH

66 ADVERTISERS INDEX TECHNOLOGY
Decisions make the difference: Prioritizing value and operational efficiency in new tech investments.............. 50

by MIKE GRAY
OPERATIONS

Keep it simple: No-code automation’s role in speeding innovation and enhancing the guest experience.......... 54
by STEPHAN WIESENER

SPOTLIGHT
Advocacy update: AAHOA’s support of the LIONS Act 60
by TEAM AAHOA

Today’s Hotelier (ISSN 24174062), volume 24, issue 4, is published monthly by Naylor Association Solutions, for AAHOA, 1100 Abernathy Road, Suite 725, Atlanta, GA 30328. Periodicals
postage paid at Gainesville, Florida, and at additional mailing offices. Postmaster: Send address changes to Today’s Hotelier, 11350 McCormick Rd #1000, Hunt Valley, MD 21031

TODAYSHOTELIER.COM | APRIL 2024 5


http://todayshotelier.com
http://TODAYSHOTELIER.COM

2023-2024 AAHOA BOARD OF DIRECTORS

AAHOA OFFICERS
Bharat Patel, CHO, CHIA
Chairman
Miraj S. Patel,
MBA, CHO, CHIA
Vice Chairman

Kamalesh (KP) Patel
Treasurer
Rahul Patel
Secretary

Laura Lee Blake, Esq.
President & CEO

DIRECTORS
Nishant (Neal) Patel, CHO, CHIA
Past Chair

Sanjay M. Patel
Alabama Regional Director

Danny (Chintu) Patel
Arkansas Regional Director
Arti Patel
Central Midwest
Regional Director
Chetan (Chris) Patel
Florida Regional Director
Vik Zaver
Georgia Regional Director
Naresh (ND) Bhakta

Greater Los Angeles Area
Regional Director

Vimal Patel
Gulf Regional Director

Mahendra (MZ) Patel,
CHA, CHO, CHIA
Mid Atlantic Regional Director
Harikrishna (HK) Patel
Mid South Regional Director

Pinkesh Patel
North Carolina
Regional Director
Bhavesh N. Patel
North Central Regional Director
Ankit Panchal
North Pacific
Regional Director
Dhiren Masters
North Texas Regional Director
Preyas Patel, CHA
Northeast Regional Director
Taran Patel, MBA
Northwest Regional Director

Fenil Desai
South Carolina
Regional Director
Kiran (Kevin) Patel
South Central Texas
Regional Director

Mike Riverside, CHO, CHA
South Pacific Regional Director
Ailesh Mulji
Southeast Texas
Regional Director
Dharmesh Ahir
Southwest Regional Director
Kalpesh Joshi
Upper Midwest
Regional Director
Deepak Patel
Washington DC Area
Regional Director

Pinal S. Patel
Director at Large
Eastern Division

CONNECT

@ . EMAIL:

Nalin (Neil) Patel
Director at Large
Western Division

Purnima Patel
Women Hoteliers Director
Eastern Division

Tejal N. Patel, CHIA, CHO
Women Hoteliers Director
Western Division

Dylan Patel
Young Professional Director
Eastern Division

Tanmay Patel, MBA
Young Professional Director
Western Division
Industry Partners
Abraham Tieh
Amir Ahmed
John Houghtaling

M todayshotelier@naylor.com

FIND THE LATEST AT

WWW.TODAYSHOTELIER.COM

FACEBOOK:
facebook.com/AAHOAofficial

INSTAGRAM: AAHOAofficial

. YOUTUBE: youtube.com/AAHOA

Today’s Hotelier Today’s Hotelier A
is the official monthly is published by A A I !OA
o \
publication OfAAHO_A '\AYLOR> Opinions expressed are those of the contributors
1100 At;\i\matthyGT;gézsglte (2= 55>0‘SW£nvdr Ave;wue and do not necessarily reflect the policy of
anta,

AAHOA or Today’s Hotelier magazine. Publication
of an article or advertisement does not imply
approval or endorsement by AAHOA.

Gainesville, FL 32601
P: (800) 369-6220
www.naylor.com
todayshotelier@naylor.com
NAYLOR STAFF CONTRIBUTORS
24-Tcreative, Layout & Design
Carter Davis, Managing Editor
Ben Hopper, Publisher

P: (404) 816-5759
info@aahoa.com

www.aahoa.com

©2024 AAHOA, all rights reserved. The contents of this
publication may not be reproduced in whole orin part
without the prior written consent of the publisher.

AAHOA STAFF CONTRIBUTORS
Laura Lee Blake Esq., President & CEO
Heather Carnes, EVP, Communications, and
Chief Strategy Officer
Melissa Rosenbaum, Director, Corporate Communications
Olivia Story, Marketing & Communications Coordinator
Nancy Taylor, Director, Marketing

PUBLISHED APRIL 2024/AAHOMO0424

6 | APRIL 2024 | TODAYSHOTELIER.COM


http://todayshotelier.com
mailto:info@aahoa.com
http://www.aahoa.com
http://www.naylor.com
mailto:todayshotelier@naylor.com
mailto:todayshotelier@naylor.com
http://facebook.com/AAHOAofficial
http://youtube.com/AAHOA
http://TODAYSHOTELIER.COM
http://www.todayshotelier.com

' f
g Sen
- . Visit Booth

#525 at AAHOACON24

CHASE

Payment processing that's simple, secure and
trusted by over 10,000 AAHOA Members

We've been AAHOA's preferred partner for more than 25 years. As the number-one merchant acquirer in the U.S.

processing $2.15 trillion globally? and backed by financial powerhouse JPMorgan Chase, our strategic payments experts,

solutions engineers and fraud specialists are here to help you.

With Chase you'll benefit from: L
+ A dedicated lodging team % AAROA
+ Preferred group rates CLUB BLUE

i INDUSTRY PARTHRER F
{ i

+ 24/7/365 customer support STER
+ In-person, online and on-the-go payment options Aecal

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

'Nilson ranking March 2023

?JPMorgan Chase Q4 2022 Earnings Presentation

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. ©2024 JPMorgan Chase & Co. All rights reserved.
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GUESTROOM ACOUSTIC CONTROL

Guests are looking for sleep-focused amenities, and no offering is complete without
addressing noise. It’s a top complaint across all property types and well known to disturb
slumber. By reducing both the frequency and magnitude of noise disruptions, MODIO will

help them find dreamland - and wake up singing your property’s praises rather than

anxiously awaiting their return home.

© 2024 K.R. MOELLER ASSOCIATES LTD. PATENT INFORMATION AT MODIO.AUDIO/PATENTS. MODIO AND LOGISON ARE TRADEMARKS OF 777388 ONTARIO LIMITED
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Your guests want quality.

You want savings.

WIN/WIN

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 VR| washer-extractor. Larger
facilities enjoy washing | 00, 140 or even 160 Ib. at a time in our larger models. Intuitive MilTouch™ 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.

www.milnor.com
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IN THE KNOW @2-M|NUTE READING TIME

to Know awuaaos

THE LARGEST GATHERING
OF EXHIBITING VENDORS IN
AAHOA HISTORY TAKES OVER

~

ORAND COMMITTEE DEADLINES COMING UP SOON
ion and talent of our dynamic membership is vital to AAHOA’s

ORLANDO rage your fellow members to apply to serve as Ambassadors
AAHOA secured more than 520 exhib- oronA ommittees. The deadline for committee applications is April
itors and 90,000-plus square feet of sador applications is April 10. You can fine

exhibit space for the Trade Show at ON.com/Important-Deadline.

AAHOACON24, April 2-5, makingitthe
largest gathering of vendors exhibit-
ing in AAHOA history in AAHOA his-
y. AAHOA Members and others
will take Orlando by storm, taking
part in numerous social events, 44
education sessions, and installation
of the new Board of Directors.

AAHOA
CaaN

KEEP TRACK OF
WHAT’S GOING
HOA IS NOW ON WHATSAPP! \ ON AT AAHOA
ay connected andinthe knowwithAAHOAviaourbrand- AAHOA has a full slate of
ew WhatsApp channel! Subscribe to the new AAHOA events for 2024 from Regional
ial WhatsApp Channel to follow along and never Conferences and Trade Shows to con-
nupdate. AAHOA’s new channel provides a simple, ferences hosted by allied organiza-
le, and private way to receive important updates tions. AAHOA Members can stay in the
AAHOA, right within WhatsApp. Follow us today: know about what’s going on across the
AHOA.com/WhatsApp. A county by visiting the event calendar at
I g AAHOA.com/Calendar.
7 \l 1 L

K ASIAN AMERICAN HOTEL OWNERS ASSOCIATION j

TOP ARTICLES IN TODAY’S HOTELIER MAGAZINE FOR 2023

We’re already four months into 2024, but let’s take a moment and look back
ear’s most-read articles in Today’s Hotelier. Among them was a focus
ing connected that looked at examining the benefits of implement-
ology-based solutions authored by Nupen Patel. Take a moment
nect with his thoughts at

=" Hidtelier

‘The Official Publication of
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 BEST VALUE INN

#59]IN GUEST SATISFACTION

Among Economy Hotel Brands’ §

— by J.D. Power

Sonesta’s Americas Best Value Inn. Best value for the
guest. Best value for the owner. Best value. Period

L5
LB

i @U 4 44

Suites Jortheast Houston -~ Americas Best Value Inn Farmington

S [SONESTA

TRAEL | RovaL HJAMES CLASICO o MoD soesta conesnat Smply o W

Suites oo

SoNEsTA ASONESTACOLLECTION  HOTELS AND RESORTS  ASONESTA COLLECTION

rewards

Hello

FRANCHISE.SONESTA.COM

*Tied in 2023. For J.D. Power 2023 award information, visit idpower.com/awards.
This advertisement is not intended as an offer to sell, or the solicitation of an offer to buy, a franchise. Offering by Franchise Disclosure Document only
where required by law from Sonesta RL Hotels Franchising Inc., 400 Centre St., Newton, MA. ©2024 Sonesta International Hotels Corporation.
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LETTER FROM THE CHAIRMAN

BHARAT PATEL, CHO, CHIA
AAHOA CHAIRMAN (2023-2024

@ 2-MINUTE READING TIME

Every end is
a new beginning

“What we have done for ourselves alone dies with us;
what we have done for others and the world remains

and is immortal.”
- Albert Pike

)
Making advocacy
the focal point of
AAHOA's mission

and vision was my
ultimate goal as
Chairman, and as

| reflect on all we
have accomplished
together, I'm proud
to know | gave it my
alland did all I set
outto do”

12 |APRIL2024 | TODAYSHOTELIER.COM

T AAHOACON23, WHEN | WAS THE INCOMING CHAIRMAN, | SHARED ON THE MAIN

stage of general session that | felt it was my responsibility to share certain experiences

on behalf of AAHOA Members to help create positive change for the largest hotel own-
ers association in the world.

I’'ve lived the hospitality journey and walked in the shoes of nearly every person who has
worked in this industry. | talked about how I’'ve rented rooms, cleaned rooms, and can relate to
everyone in this business.

When | got involved with AAHOA, | was looking for a sense of community, for networking, and for
resources on how to run my hotel business better. Many AAHOA Members joined for the same reasons.

This marks the end of my tenure as AAHOA Chairman, and | am proud to say | believe AAHOA
accomplished much more than I could have imagined. From attending the Diwali celebration at
U.S. Vice President Kamala Harris’ residence in Washington, D.C., the Historic State Visit of Indian
Prime Minister Narendra Modi, AAHOA hosting U.S. Presidential Contender Vivek Ramaswamy for
the Industry Forum, and obtaining mainstream media coverage regarding the proposed Choice
Hotels/Wyndham Merger, AAHOA was in the national spotlight many times.

AAHOA Members helped prevent the City of Los Angeles from implementing a mandatory home-
less voucher program, conducted tremendous advocacy work for the New Jersey Assembly Bill,
held state advocacy events at capitals nationwide, held conducted hundreds of meetings with
public officials, and traveled to Washington, D.C., for the biannual advocacy conferences. And,
AAHOA assisted members with their most pressing localissues, ranging from proposed increases
in occupancy taxes to significant minimum wage hikes to new STR legislation.

AAHOACON23 welcomed nearly 8,000 attendees to the Los Angeles Convention Center and
included 30+ innovative education sessions, more than 89,000 net square feet of exhibit space,
and 520+ exhibiting companies.

AAHOA Members made more than $500,000 in Political Action Committee contributions and held
several AAHOA Back-of-the-House Tours to develop relationships with influential elected officials.

Jointly with the American Association of Franchisees and Dealers, and the Coalition of Franchise
Associations, AAHOA hosted a webinar, affording attendees to listen in on a discussion with the
Federal Trade Commission (FTC). AAHOA had the privilege of being joined by FTC Chair Lina Khan
and FTC Commissioner Rebecca Kelly Slaughter.

AAHOA welcomed nearly 5,000 hoteliers to 25 Regional Conferences & Trade Shows, participated
in the top industry conferences, and held five charity golf tournaments, raising nearly $350,000
for charity, a 26% increase from 2022.

AAHOA held its Second Annual HerOwnership Conference & Retreat and launched HYPE
Ownership, Helping Young Professionals Evolve, and launched the AAHOA Charitable Foundation
to support disaster relief and charitable initiatives across the country.

It’s hard to believe my year as Chairman is coming to an end. Making advocacy the focal point
of AAHOA’s mission and vision was my ultimate goal as Chairman, and as | reflect on all we have
accomplished together, I’'m proud to know | gave it my all and did all | set out to do.

As | passthetorch to Miraj S. Patel at AAHOACON24, | know he will continue to advocate for
America’s hotel owners and find new ways to renew AAHOA’s Members’ sense of belonging
to AAHOA. |
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~ |COLLECT.

OYALS

BASKET TRUCKS

www.royal-basket.com
800.426.6447

= A&,

TRANSPORT.

ELEVATE YOUR OPERATIONS WITH FUNCTIONAL
CART SOLUTIONS FROM ROYAL®. OUR CARTS ARE
DESIGNED TO REDUCE CLEAN UP TIME, TRANS-
PORT TOWELS AND LAUNDRY WITH EASE, AND
KEEP YOUR FACILITIES LOOKING CLEAN AND
PROFESSIONAL. EXPERIENCE THE DIFFERENCE
IN QUALITY WHEN WORKING WITH ROYAL,

A PREFERRED BRAND SINCE 1982!

13 VINYL COLORS
7 MESH COLORS
9 POLY COLORS

CUSTOM BRANDING
& LABELING

L]
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Aﬁ
HOMETOWNE Built for style and efficiency.

STUDIOS ., RReof

A brand new way to extended stay?®

Built on Genuine Relationships.

~ 7 /
,i}\ Combining modern room aesthetics D[I[I

o
CONSISTENTLY with cost-effective development EXTENDED STAY SEGMENT
OUTSTANDING to set new standards CONTINUES TO BREAK RECORDS IN

R Ev PA R for improved operational efficiency. DEMAND & ADR

Vv

To get in on a new way to extended stay
contact Matthew Hostetler, Chief Development Officer,

mhostetler@redroof.com / redrooffranchising.com

’\ NS
RMROOF now includes P“;’,E‘OOF @i@f THE R4 COLLECTION HOMETOWNE

This is not an offer. No offer or sale of a franchise will be made except by a Franchise Disclosure Document first filed and registered with the applicable authorities. For New York: An offering can only be made by a prospectus filed first with the Department
of Law for the State of New York. Such filing does not constitute approval by the Department of Law. For Minnesota: #F-9524. HomeTowne Studios by Red Roof, 7815 Walton Pkwy New Albany, Ohio 43054. © 2024 HomeTowne Studios by Red Roof
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LETTER FROM THE PRESIDENT & CEO © zwinure seapiv ime

Greatness awaits

. . . . »
LAURA LEE BLAKE, ESQ. “Nothing great was ever achieved without enthusiasm.
HIS MONTH, WE MAKE WAVES AT AAHOACON24, MY SECOND AAHOA
Convention and Trade Show as President & CEO. And this year - marking the
industry’s continued recovery and AAHOA’s role in that growth - the event will
EaCh yea , We Itis har?jetihtfelﬁ;%/zs/i;:?ldii :RZ:VJ; L/;\pA:r?:sh:fttoerryl;wonths of planning. | commend the
Say AAH OACO N ¢ incredible efforts of each member of the AAHOA team, all of whom worked enthusiastically
will be b|gger and tirelessly to ensure this is the biggest and best AAHOACON yet.
h Along with AAHOA’s dedicated group of team members, | want to take the opportunity
a ﬂd better than tothank our board members and volunteer leaders who help make such an amazing event

ever, and itis . happen year after year.
AAHOACON24 is one of the most highly anticipated and well-attended events in the

hard tO |magme industry, bringing together professionals and industry leaders from across hospitality.
we WI “ ever top Attendees can expect a range of activities, including exceptional keynote speakers, net-
. ¢ working opportunities, block party fun, and so much more. AAHOACON24 also provides
the year p”or- a platform for individuals and businesses to showcase their latest innovations, connect
BUt SOmehOW, with like-minded individuals, and stay updated on industry trends.
This year again we will feature several first-time events that you will not want to miss,
AAHOA makes i including our inaugural “Collegiate Championship: Hotel Turnaround Competition” with
|t ha ppen) a nd top student teams from several of the best hospitality schools in the nation. We will be
hosting a rockin’ Miami Nights-themed Welcome Reception, along with new world-class
We rea “y cou Id educational programs that will give you the edge in 2024.
nOt dO |t WlthOUt : Whether you have been to an AAHOACON before, or it is your first time, it will be highly
charged with excitement as attendees are eager to explore new activities, events, oppor-
the su pport Of tunities, technologies, products, and services.
our mem berS, : When people talk about AAHOACON, they often refer to the energy in the atmosphere.
. i lalways say, “there is no place like AAHOA,” and there is really no place like AAHOACON
| ﬂd UStry pa rtners, either. Usually, before it is over, people are already talking about the next one!
a ﬂd more.” Each year, we say AAHOACON will be bigger and better than ever, and itis hard toimagine

we will ever top the year prior. But somehow, AAHOA makes it happen, and we really could
not do it without the support of our members, industry partners, and more.

Ihope all AAHOACON24 attendees walk away with valuable insights, and an even greater
passion for “My AAHOA” and the hospitality industry.

I am looking forward to seeing everyone in Orlando! Let’s make some waves in 2024'H

TODAYSHOTELIER.COM | APRIL 2024 | 15
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THE C-SUITE

Shatterproof

Stronger than addiction

Examining the
insidious effects
addiction has

on the American

workforce
—including
hospitality

16 |APRIL 2024 | TODAYSHOTELIER.COM

by KIRSTEN SUTO SECKLER

ORDECADES, MILLIONS OF

Americans have been living

with a public health crisis

that’s killing the equivalent

of a 747 plane crash every

day. This tragedy is caused

by substance use disorder (SUD), a treat-
able medical condition. Yet shame and
judgment make it a crisis no one wants
to discuss. While all of this sounds daunt-
ing, thereishope. Thathope comes from
evidence-based solutions that can help
change the course of this addiction crisis.
To help save the 49 million people
struggling with substance use disorder
and the millions more family and friends,
the time is now for everyone to work to

make addiction safe to talk about
in our communities, around our
kitchen tables, and - most impor-
tantly - in the conference rooms of
America.

IT HAPPENS HERE
The hospitality industry isn’t
immune to SUD. According to the
Substance Abuse and Mental Health
Service Administration, employees
of restaurants and hotels have the
highest rates of substance use out
of the entire American workforce.
Service occupations, such asthosein
the food and hospitality industries,
had the second highest proportion
of workers with substance use disor-
ders at 15.6%. A substance use dis-
order doesn’t just affect employees
themselves and their families; busi-
nesses lose enormous sums every
year as a result of the issue in the
form of higher healthcare costs,
absenteeism, and presenteeism
(when employees are at work, but
not fully productive).

With substance use rising across
the United States, now is the time for
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66

@ 6-MINUTE READING TIME

Employees of restaurants and hotels have the highest rates of substance
use out of the entire American workforce. Service occupations, such

as those in the food and hospitality industries, had the second highest
proportion of workers with substance use disorders at 15.6%.”

the hospitality industry to show its support
and be a part of the solution. Hospitality
companies have access to millions of
employees who need resources and to mil-
lions of customers who may need support.

Shatterproof is available to work with
companies to create solutions and sup-
port. A national nonprofit that believes
no one should suffer or die from a sub-
stance use disorder, a preventable and
treatable disease, Shatterproof provides
trusted guidance to communities, removes

systemic and social barriers to recovery,
and mobilizes the country to advocate
for change and to end addiction stigma.
Shatterproof harnesses the models of busi-
ness, the rigor of science, and the power
of a national movement to create change
and save lives through three pillars of work:
transforming addiction treatment, end-
ing addiction stigma, and educating and
empowering our communities.

Through a specially designed approach
for the unique and diverse workforce

that comprises the hospitality industry,
Shatterproof uses educational programs,
training, storytelling, employee support,
employee engagement, thought leader-
ship, and customer engagement to make a
change and provide support. Shatterproof
works with companies to become a best-
in-class employer, supporting substance
use disorder prevention, treatment, and
recovery, creating judgment-free work-
places that support those struggling with
SUD and their families, as well as position

TODAYSHOTELIER.COM | APRIL 2024 | 17
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Visit Procell
Booth #517 at
AAHOACE&N

Do Not
Replace

Hotels spend more than
$100 a day on battery
related expenses*

Procell Insite is the smarter way to

monitor batteries, so you only change
them when you need to.

PROCELL _
InSite

Stop Guessing. Start Saving.

d

11330
113008 d

*The results will vary based on specific devices, usage habits, current
batteries used, size of facilities, conditions, and commercial maintenance
schedules of devices including wages.

PROCELL
PROCELL



http://procell.com/en-us/insite

those companies to corporate leaders in
addressing this rising public health crisis.
In addition, the work reduces the stigma
employees have toward their fellow employ-
ees impacted by SUD and the self-stigma
that employees impacted by SUD have
toward themselves.

Some hotels have already started to
adopt this work. Working with their human
resources teams, Shatterproof customizes
the Shatterproof Just Five employee edu-
cation platform and holds powerful town
hall events with authentic and open dis-
cussions around SUD. It has been shared
that team members appreciated that they
had started bringing this treatable medi-
cal condition to the forefront at their com-
pany. Culture change within their company
departments has also been reported. Rather
than happy hours, they started seeing teams
get together for hikes.

HELP IS AVAILABLE

Forso long, addiction has been in the shad-
ows, but with the supportand engagement
of the hospitality industry, it’s being brought
into the light.

Last year, Rose, a hotel employee in Los
Angeles, felt welcome and supported at a
Shatterproof Walk. She came to the stage
and shared with the hundreds of people at
that Walk her milestone of three months of
recovery. She was so proud, but moreimpor-
tantly, she was celebrated and not shamed.

Imagineif they all helped lead the way to
break down stigma. Imagine if every hotel
had a Walk team where we could show that
community support. Together, Shatterproof
and the industry would reduce those daunt-
ing numbers shared earlier and increase the
number of people in recovery from 22 million
to millions more.

The time is now to unite and help save
the lives of loved ones, employees, cus-
tomers, and those in your communities.
Together, we will move closer to reversing
the addiction crisis in the United States
and shielding millions of families from its
shattering effects. |

Learn more about Shatterproof at
www.Shatterproof.org. If you are interested

in learning more about how Shatterproof
can help your company, contact Kirsten at
Seckler kseckler@shatterproof.org.

Go Mobile.

when cycles are complete.

Ditch the Quarters.

No one likes quarters, from guests to the
front desk. PayRange is trusted by hundreds
of hotels for payments on guest-operated
laundry and vending. Install PayRange and
allow guests to pay with their phones instead
of coins, and even receive in-app notifications
when laundry machines are available, and

Order today at
shop.payrange.com

© 2024 PayRange Inc. All rights reserved. Patents: payrange.com/patents

1110011 5 Onegotiations.com
the Hospitality Salutions family. Est. 2002
Nationwide Faced With Termination Fees?
etk Franchise Negotiations.com has been negotiating
Liquidated iquedated damage claim settiements for the past
Damage Claims 21 years, We can provide dozens of great references
from happy clients. The best part is we will do it for
Negotiatons ™ | a low flat fes.
Expert Call us today for a free consultation
Witness 0n your casa.
Martgage FranchiseNegotiation
Assistance mon
Cell: (773} 255-3646 | Office: (815) 728-7060
Email: gino@franchisenegotiations.com
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FEATURE

Insights from your AAHOA Officers on the state
of the industry, the growth AAHOA has seen
during the past year, and the constant need for
new leaders to step up

by TOM GRESHAM

Pulse

UST AHEAD OF THE AAHOACON KICKOFF EACH YEAR, WE TAKE
the opportunity to sit down with the current AAHOA Officers to
gather their insights on the current state of hospitality and AAHOA
as a whole, while learning more about their direct involvement in
helping push the association and industry forward. Read on to learn

more about where the industry is headed and how AAHOA will help shape that
future for the better.

TITIMA ONGKANTONG/SHUTTERSTOCK.COM
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Bharat Patel,
CHO, CHIA, Chairman

WHAT AAHOA ACCOMPLISHMENT DURING THE PAST
YEAR ARE YOU MOST PROUD OF?

We did a lot of work this past year to boost AAHOA’s advocacy
efforts - on the federal, state, and local levels, which has renewed
the faith of the membership in the association. There’s a re-
engagement, if you will. We also held more than 55 town halls and
25 regionals. We’re the voice of hotel owners, and that’s a big goal
to live up to, but it’s one | felt we met this past year.

HOW CAN AAHOA SHAPE THE CAREER TRAJECTORIES
OF ITS MEMBERS?

Professional development and education are two of our core
pillars, and we spend a lot of energy focusing on equipping our
members for the challenges of this new economy. In February,
we held our HYPE event, which is tailored specifically for young
professionals, and we have HerOwnership events specifically for
women hotel owners as well.

This is one of the few industries where you can start at the
bottom and really work your way up to the top. Really, the only
requirements are being presentable, eager, and showing up to
work on time. Everything else can be taught. It’s an easy entry
that doesn’t have a high educational barrier. But, because of
that, it’s vital that AAHOA provide as many education and train-
ing opportunities as possible for our members and their staff.

WHAT SHOULD HOTELIERS BE MOST CONCERNED
ABOUT IN THE NEXT FEW YEARS?

I think it’s a trifecta; rising interest rates and labor costs, along
with skyrocketing insurance premiums, are going to be the key
difficulties we’ll face for the foreseeable future.

We are continuing to experience problems with obtaining insur-
ance, and once we receive coverage, the premiums are so high that
it’s significantly affecting cash flow. Next is the costand available
pool of labor. We will always need people, but we can do a better
job of leveraging technology to be more efficient and need fewer
people. Third is rising interest rates. The days of borrowing a
couple million dollars at 4%, 5%, or 6% are gone. Today’s higher
interest rates drastically affect our bottom line, which meansiit’s
harder to pay market wages, which then destroys our labor pool.

COULD YOU TALKABOUT WHAT FIRST PROMPTED
YOU TO RUN FORA POSITION AS AAHOA OFFICER?
Ultimately, | thought | could make a difference, and | believe we
allowe it to theindustry, our families, and ourselves to putin the
time to help make our industry the best it can be. Many people
join AAHOA because of the need for professional growth. But,
by stepping up to lead within AAHOA, you are making a personal
investment in yourself. I'm a different person now than | was when
| started serving in the best way possible.

@ 2.5-MINUTE READING TIME
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WHAT AAHOA ACCOMPLISHMENT DURING THE PAST YEAR
ARE YOU MOST PROUD OF?

In the past year, we’ve worked incredibly hard to engage on member-
ship’s interests, understand their problems, and get a feel of where the
industry is going and where AAHOA needs to be to help our members.
We’ve re-engaged the membership through events and open forums, so

Miraj S. Patel,

we now have aroadmap, and | have a better understanding of their needs MBA, CHO, CHIA
Vice Chairman

as | prepare for my year as Chairman to evolve and enhance the lodging
industry for the better.

HOW CAN AAHOA USE ITS KNOWLEDGE AND RESOURCES TO
PREPARE ITSELF TO CONTINUE TO LEAD THE INDUSTRY?
Focusing on strategy to lay the foundation for a better tomorrow that
reflects the aspirations, needs, and challenges of today is going to help
project AAHOA’s growth trajectory. We have to focus on tomorrow instead
of the past. The past helps us build on strategies, but if we aren’t strategic,
we’re not going to accomplish much.

COULD YOU ELABORATE ON ANY SPECIFIC SUCCESS
STORIES RELATED TO THE ASSOCIATION’S ENHANCED
ADVOCACY EFFORTS THAT PARTICULARLY STAND

OUTTO YOU?

On the state level, I’'m really proud we were able to create much stronger
relationships with our state associations around the country. While we did
that, we engaged the interests of the membership as well, asking, “What
canwe do on the local level?” Federally, we’ve regrouped and refocused
to make sure we’re ahead of the game, but we are placing much more of
a priority on local and state issues than before.

WHAT SHOULD HOTELIERS BE MOST CONCERNED ABOUT IN
THE NEXT FEW YEARS?

At the end of the day, the biggest concerns about future growth are
decreasing profitability and NOI. Are we going to make money? We need to
address the problems with brand partners and we have to work together
to ensure NOI is there. From the franchising perspective, the biggest
problems | see are brand dilution, as well as a lack of innovation and
forward-thinking technology solutions. Disruptors like Airbnb, Vrbo, and
OTAs continue to chip away at profitability.

IS THE LABOR SHORTAGE SOMETHING HOTEL LEADERS
SIMPLY NEED TO ACCEPT AS AN UNCHANGEABLE REALITY?
The cost of hospitality labor represents a pressing challenge for hote-
liers - even pre-COVID. We have to think outside of the box to maintain
financial viability while ensuring a high level of service. And there’s other
aspectsin there, including recruitment and retention, are a problem, so
we need industry-wide innovations.

HOW IS AAHOA FULFILLING ITS VISION TO BE THE
FOREMOST ADVOCATE AND RESOURCE FOR HOTEL
OWNERS?

Implementing the correct agenda items to advocate for is how we solve
problems, including continued advocacy, which has been a much bigger
focus for AAHOA recently, and it’s yielding positive results. But | also want
members to feel more empowered to connect with their legislators, so
our nation’s lawmakers truly understand our industry’s unique needs.
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Kamalesh (KP) Patel,
Treasurer
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WHAT AAHOA ACCOMPLISHMENT DURING THE PAST
YEAR ARE YOU MOST PROUD OF?

Rather than point to one achievement, I’ll say AAHOA has laid a
hell of a foundation moving forward. Our efforts to step up our
advocacy, fair franchising, labor, and member-focused initiatives,
have allincreased this past year. It’s almost like we're rebuilding a
football team - putting the pieces in place and watching excitedly
as that success starts to happen.

HOW CAN AAHOA SHAPE THE CAREER TRAJECTORIES
OF ITS MEMBERS?

AAHOA opens more doors, more network opportunities, more
contacts than any other association. Hands down. Nobody can
offer you what AAHOA can offer. You want to meet with any major
vendor, brand, or elected official? AAHOA can put you in front of
them. AAHOA is going to give you the opportunity to become what
you want. And if you don’t know what direction you want to go in,
we have some incredible mentors. We have countless seminars,
sessions, and educational platforms that can equip you for success
in the long-term.

WHAT SHOULD HOTELIERS BE MOST CONCERNED
ABOUT IN THE NEXT FEW YEARS?

Sometimes we get complacent. What the industry was 20, 30, 40
years ago is not whatit is today. Don’t be afraid of using technology.
Don’t be afraid of asking questions. Don’t be afraid of learning. The
way we used to do business is not how we do it today. Think outside
the box, get out of your comfort zone, and see what’s available.

IS THE LABOR SHORTAGE SOMETHING HOTEL LEADERS
SIMPLY NEED TO ACCEPT AS AN UNCHANGEABLE
REALITY?

We’ve gone through labor shortages before, but it feels more aggres-
sive and prominent now. But the beauty of AAHOA is we’re resilient;
we know how to adapt. At my properties, I’'ve had difficulties hiring,
just like everyone else. So I'veimplemented technologies like a front-
desk kiosk, and that’s going to be a big pathway toward ensuring
we can work within the constraints of the current labor market.

HOW IS AAHOA FULFILLING ITS VISION TO BE

THE FOREMOST ADVOCATE AND RESOURCE FOR

HOTEL OWNERS?

The beauty of AAHOA is it’s for owners by owners. What you’re going
through is what I’'m going through. Because its leaders are always
hoteliers, AAHOA is always going to be advocating on behalf of its
members in particular - working with brand partners, for example,
to ensure members are protected and their concerns are being heard
and addressed. Additionally, we’re working with multiple insurance
companies because it’s very challenging for some properties to
even get coverage.

WHAT ADVICE WOULD YOU GIVE TO ANYONE

WHO HASN’T YET CONSIDERED SERVING A
LEADERSHIP ROLE?

Do it. Get involved. Don’t stand on the sidelines saying, “This is
somebody else’s problem; somebody will fix it for me.” It’s your
business, yourindustry, your livelihood. This is how you’re going to
putfood on the table for your family. Be the change you want to see.
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Rahul Patel,
Secretary

WHAT AAHOA ACCOMPLISHMENT DURING THE PAST YEAR
ARE YOU MOST PROUD OF?

We’ve successfully changed the operations platform that AAHOA uses,
moving away from a third-party software for association management,
and we now have our own in-house software. It’s a project | was proud to
lead. We used to spend a lot of money on cookie-cutter software where
we couldn’t use certain parts of it or it didn’t fully serve our needs. This
allows us to operate more efficiently.

ARE THERE ANY SPECIFIC SUCCESS STORIES RELATED TO
AAHOA’S ADVOCACY EFFORTS THAT STAND OUT TO YOU?
AAHOA has been working at the national and local level equally. Where
AAHOA once focused much more on the federal level, we’re now develop-
ing deeper and more strategic partnerships with state-level associations
that will help us more on the state and local levels around the country.

WHAT SHOULD HOTELIERS BE MOST CONCERNED ABOUT

IN THE NEXT FEW YEARS?

Interest rates are rising and that’s really scary for many reasons, includ-
ing refinancing. Also, the insurance market has been very, very difficult.
We’re seeing rates go up 30 to 40% in some cases. In addition, we’re
continuing to see the ongoing labor shortage, which is driving up costs.

IS THE LABOR SHORTAGE SOMETHING HOTEL LEADERS
SIMPLY NEED TO ACCEPT AS AN UNCHANGEABLE REALITY?

I hope we don’t accept it, but even if that’s the reality, we have to find a
solution that doesn’t compromise the guest experience. If guests don’t
have a good experience, they won’t come back.

HOW IS AAHOA IS FULFILLINGITS VISION TO BE THE
FOREMOST ADVOCATE AND RESOURCE FOR HOTEL
OWNERS?

AAHOA is the voice of our members. Our aim is to connect with legisla-
tors, the brands, the FTC, or anyone who can help us shape the industry’s
future. AAHOA provides big-picture guidance, consultation, and advocacy
allin the name of creating a better tomorrow.

WHAT FIRST PROMPTED YOU TO RUN FOR A POSITION AS
AN AAHOA OFFICER?

I have a passion to serve and first served as an ambassador many
years ago because of the unique needs we have in Florida and felt obli-
gated to get involved to try and address some of those issues. | really

| wanted to serve at the highest level because that’s where | felt | could

be most effective.

WHAT ADVICE WOULD YOU GIVE TO ANYONE WHO HASN’T
YET CONSIDERED SERVING OHO IN A LEADERSHIP ROLE?

| consider serving atany level to be leadership. AsAAHOA Members, we’re
all leaders within our own organizations, so it’s the logical next step to
share those skills and that drive to lead with AAHOA. Hotel ownership can
be a profitable and rewarding venture, and we expect it to be that way
forever. But, to protect that profitability, you have to serve. New people
bring new ideas and approaches to solve new and existing problems and
keep the industry protected. |
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@ 2.5-MINUTE READING TIME

B S A 28-YEAR-OLD HOTELIER Based in Portland, OR, Patel and
operating three Motel 6 prop- his extended family have about
erties for his family, Ronak Patel 10 economy hotels in their port-
certainly doesn’t lack energy folio, but HYPE has inspired him
or ambition. But after meet- to aim higher. When he attends

ing so many young hoteliers AAHOACON24 in Orlando, FL, this
at AAHOA’s inaugural HYPE Ownership month, he said his top priority
Conference, he felt invigorated, and his will be meeting with hotel brokers
goals were bigger than ever before. and lenders.

Patel and about 200 other AAHOA “It’s rare to have that many hotel
Members gathered in New Orleans in brokers and lenders in one place at
February for the two-day HYPE Ownership
Conference, aimed at nurturing the next
generation of hospitality leaders. During zZ
the past threeyears, he’d enjoyed meeting /
established hoteliers at AAHOA events, but
the HYPE Ownership Conference proved an
eye-opening experience.

“I' had no idea there were this many very
smart, young people in AAHOA,” he said. “It
was nice to hear about their backgrounds
and how they’ve grown and developed.

I’m trying to follow the same steps and e “-\\_‘ "
become more successful, and it helps \
to see other people striving for that and
achieving that. Now, | have to raise my own
professional level to meet them. | can’t stay

stuck where lam.”

Several HYPE attendees invited Patel
to invest in their projects, while others
spoke to him about hotel construction
and development, piquing his interest f

(
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the same time,” Patel said. “That’s my next
step - to figure out how to get a couple
more hotels added to our portfolio.”

For Patel, HYPE and AAHOACON illus-
trate the power of the AAHOA network.
After obtaining a master’s degree in busi-
ness analytics from Hult International
Business School, he figured he’d work
in the tech industry. But then the pan-
demic struck, and good job opportuni-
ties became scarce for a time. He’d never

considered joining the family business,
but being stuck at home made him
bored and depressed, so he eventually
began servicing the vending machines
at one property.

That experience sparked his interest
in the industry, and he quickly took on
more responsibilities. Patel attended
AAHOACON21 in Dallas and said the edu-
cational opportunities helped to prepare
him to run multiple hotels at once.

i MATRIX

HOSPITALITY FURNITURE INC.

Furnish your s
property from only

USA
®201.680.0515

® Info@matrix-furniture.com

@® www.matrix-furniture.com
@® 270 Market St., Saddle Brook,
New Jersey, USA 07663
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MATRIX Hospitality Furniture is a 1-stop shop for custom-made hospitality furnishings.
We have a combined 200,000 sq. ft between our Saddle Brook, New Jersey USA and our
Toronto, Ontario Canada warehouse facilities. With highly skilled designers & craftsmen

and an expert fabrication team, MATRIX offers peace of mind to
owners of hospitality units with the promise of excellent product
quality, short turn-around times and extremely competitive prices | SILWVER

with 5 year Manufacture warranty on all Case goods and Soft goods!

per room,
O.A.C.

CANADA
®© 647.847.1299

® Info@matrix-furniture.com
® www.matrix-furniture.com

@® 1290 Martin Grove Road,
Toronto ON, Canada M9W 4X3

AA

When you're trying to
build your business,
it’s critical that you

surround yourself
with the right people,
and there’s no better
place to do that than

through AAHOA.”

Patel said AAHOA events provide oppor-
tunities to network and share best prac-
tices. At recent events, for example, he’s
asked members for advice in dealing with
rising insurance costs and discussed which
online organizational tool is best. Based
on recommendations from fellow AAHOA
Members, he recently started using a dif-
ferent credit-card processing service at his
properties, seeking a streamlined process
for chargebacks.

“For people starting out in their hos-
pitality careers, | view AAHOA as a great
resource because the education sessions
are very useful,” Patel said. “I also think
that what AAHOA is doing with young
professionals to help them grow in their
careers is especially valuable. I really do
think AAHOA membership is beneficial,
whetheryou’re the smallest of hotel opera-
tors or one of the largest.”

MEMBERS WORKING TOGETHER
Patel,an AAHOA Ambassador, said collabo-
ration between AAHOA Members helped
Portland’s unhoused population make it
through a powerful winter stormin January.

With freezing temperatures expected,
Patel reached out to local AAHOA Members
through their group chat and compiled a
list of almost 20 properties that could be
used as warming centers. He then con-
tacted local health officials, telling them
hoteliers were prepared to serve as a
resource for this vulnerable population.

“AAHOA Members got to pull in new
revenue and help the community to get
people out of the cold, so it was a win-
win,” Patel said. “Every hotel on the list
was completely packed.”
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Patel said AAHOA membership has
driven him to become more politically
active, recognizing that the decisions of
local, state, and federal legislators impact
the hospitality industry in major ways.
For the past few years, he’s participated
in AAHOA’s regular visits to Capitol Hill,
speaking with congressmen about policy
issues such as the need for more immi-
grantwork visasto alleviate the protracted
labor shortage.

“AAHOA really does quite a lot for the
industry,” he said.

Like Patel, Digvijay (Danny) Gaekwad
said he’s benefited greatly from the
AAHOA network. Born in Baroda in west-
ern India, Gaekwad moved with his wife
to the United States in 1987 and quickly
built a chain of convenience stores and
a medical billing and transcription com-
pany. Despite that success, he realized
upon entering the hospitality industry in
1997 that he had a lot to learn.

Gaekwad became a regular at AAHOA
events, finding the networking and edu-
cational components of AAHOACON espe-
cially beneficial and soaking up knowledge
from industry leaders such as Mukesh
(Mike) Patel, the Atlanta hotelier who
served as AAHOA’s chairman in 1998.

Fast forward to today, and Gaekwad,
based in Ocala, FL, is among the state’s
most prominent real estate developers
and entrepreneurs, having had his picture
taken with Presidents Bill Clinton, George
W. Bush, and Donald Trump, along with
Florida Gov. Ron DeSantis.

“When | came to this country, there was
only one organization that could give me
direction and teach me how to own and
operate a hotel, and that was AAHOA,”
Gaekwad said. “Whenever | had a ques-
tion, whether it was about finding a good
contractor, getting financing or choosing
furniture, fixtures, and equipment, | could
turnto AAHOA Members for help, and that
was invaluable.”

Gaekwad, chair of AAHOA’s Government
Affairs Committee, said the association’s
advocacy for the industry ensures hote-
liers benefit from AAHOA membership
regardless of whether they ever attend a
function. But he said members who miss
outon AAHOACON and other major events
are shortchanging themselves.

“I don’t think there is any hotel indus-
try group in the world that organizes
a better convention than us,” he said.
“Everything is in one place. What more
could you want?”

SUCCESS ON THE SMALL SCREEN

Brandy Conner, principal of My Hotel
Reputation, said the AAHOA network has
been instrumental in the success of her
company, which provides services such

asreview response, social media manage-
ment, virtual guidebooks, and QR inte-
grations. Since attending her first AAHOA
regional meetingin Cherry Hill, NJ, several
years ago, Conner has made it a point to
participate in AAHOA events and network
with hoteliers.

“There’s such a strong sense of commu-
nity among AAHOA Members, and that’s
helped my business to thrive because if
you have a good reputation and people
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like the services you’re offering, mem-
bers will refer you to other members,”
she said. “That’s been fundamental to
the success of my business, so I’'m very
thankful to AAHOA.”

Conner said the AAHOA community
embraced her from the start, with New
Jersey-based hotelier Mahendra (MZ)
Patel, AAHOA’s Mid-Atlantic Regional
Director, taking her under his wing and
helping her to foster connections. A guest

appearance on Patel’s TV Asia show, “Hotel
Insight,” led to Conner landing her own
show on the network. “Hotel Incredible,”
in which Conner visits unique boutique
hotels across the country, recently began
filming its third season.

“The show has been so much fun, and
there’sno way | would have had that oppor-
tunity if it weren’t for AAHOA,” she said.

Conner said she learned how to create
websites and market properties while
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renting out her own residential homes on
Airbnb. She then offered those services
to bed-and-breakfasts, vacation rentals,
and small hotels before joining AAHOA and
rapidly growing her client base.

Networking with AAHOA Members
inspired Conner to join the ranks of hote-
liersin 2020, when she purchased a 13-room
motel in Wyoming. She recently closed
on her seventh property and now owns
motels in South Dakota, Michigan, Illinois,
and Minnesota. An onsite manager at each
property tends to guests’ needs while she
handles other aspects of operations from
her base in Colorado Springs, CO.

IT’S ALL CONNECTED

“From my experience with AAHOA, and
seeing the strength of that community, |
felt confident enough to buy my first motel,
and I've had tremendous success with it
utilizing my background in marketing,”
Conner said. “I never would have consid-
ered buying little hotels if it wasn’t for my
involvement with AAHOA. Buying a hotel is
big thing, but you can start out small and
work your way up, and that’s something |
learned from AAHOA Members.”

Having benefited from AAHOA mem-
bership, Conner said she wants to help
other members by participating in edu-
cational events and sharing her best
practices for managing boutique hotels.
Technologies such as self-service check-
in are enabling her to operate hotels effi-
ciently while still leaving her time to raise
a family, she said.

“When | tell members about what I’'m
doing, their eyes just light up,” she said.
“These properties actually can be really
profitable, and you’re not handcuffed
to your job. | don’t live where these
properties are located, but they’re all
operating successfully.”

Looking back, Conner said she’s glad
she attended that first AAHOA Regional
Conference, which helped to fuel her rapid
career growth.

“The thing that separates AAHOA from
otherorganizationsis that sense of commu-
nity - how close-knit everyoneis,” she said.
“Whenyou’re trying to build your business,
it’s critical that you surround yourself with
theright people, and there’s no better place
to do that than through AAHOA.” |
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United States Representative Buddy Carter (R-GA) visited an AAHOA Member-owned hotel
in Savannah in September 2023.

S THE U.S. GEARS UP FOR A

major election year, with

468 Congressional seats

up for grabs, it’s more

important than ever for

AAHOA Members to

build relationships with their senators
and representatives.

One effective way to ensure their voices
are heard - and to further cultivate mean-
ingful relationships - is for members to
host Back of the House tours at their
hotels. These tours allow Congressional
members to gain a deeper understanding
of AAHOA Member priorities upon their
return to Washington, D.C. Hosting a Back
of the House Tour provides members of
Congress with firsthand experience,
enabling them to witness the positive and

irreplaceable impact that small business United States Representative Jasmine Crockett (D-TX) visited an AAHOA Member-owned
property in herdistrict in South Dallas in October 2023.

ZIEUSIN/SHUTTERSTOCK.COM

owners have on their communities. It also
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These types of events
are a straightforward
way for AAHOA
Members to connect
with legislators and
educate them on

the issues specific

to operating a hotel,
thus furthering the
onnection between
resentatives and
an industry that
all the help it

ation and
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offers AAHOA Members the opportunity
to build relationships directly with their
government representatives.

AAHOA Members hosted seven Back
of the House tours with Congressional
members in 2023 including proper-
ties in Georgia, California, Texas, and
Oklahoma. The tours received extensive
media coverage, highlighting the work
of AAHOA Members as they endeavor
to make federal legislators aware of the
issues facing hoteliers.

As just one example of a success-
ful Back of the House tour, U.S. Rep.
Buddy Carter (R-GA), who represents
Georgia’s 1st Congressional District, vis-
ited an AAHOA Member-owned hotel
in Savannah in September of 2023. He
toured the property and discussed
top priority issues with local hoteliers.
AAHOA Young Professional Director
Eastern Division Dylan Patel led the
tour alongside dedicated member Kal
Patel and the hotel’s staff. They high-
lighted the hotel’s diverse facilities and
services and provided insights into the
daily operations and the challenges con-
fronting hoteliers in the region.

“Congressman Carter used to work at
a hotel himselfand has a great apprecia-
tion for all that we and our staff do to
maintain and manage our properties
efficiently,” Dylan Patel said.

These types of events are a straight-
forward way for AAHOA Members to
connect with legislators and educate
them on the issues specific to operat-
ing a hotel, thus furthering the connec-
tion between representatives and an
industry that needs all the help it can
get in challenging harmful legislation
and enacting policies that will help the
industry continue to thrive. |
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Host a tour!
Scan the QR code to complete the Back

of the House tour interest form today
and ensure the voice of the hotel indus-
try is heard!
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Introducing the VTech T961 Universal Wired Thermostat

VTech Hospitality is introducing the pinnacle of temperature control for hotels - T96TNN50 Universal
Wired Thermostat. Beyond its sleek and unobtrusive design lies a powerhouse of features crafted to
elevate the guest experience. Whether it's the intuitive interface or the antibacterial design, every aspect
is meticulously engineered for both comfort and peace of mind.
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24V wired thermostat is compatible
with most PTAC, VTAC, Heat Pump, and
Conventional HVAC systems

Guests can effortlessly manage room
temperature with a large 2.8", dimmable
display, ensuring clarity and ease of use

With manual and auto changeover
modes, our thermostat suits the diverse
climate needs of your guests

O
¢
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VTech thermostats come with a 3-year
limited warranty, showcasing our
commitment to reliability and durability

Manufactured with antibacterial plastics
prioritizing guest well-being during their
stay

Secure NFC setup with EC Pro app for
Android/iOS allows you to save multiple
thermostat provisioning profiles and
group them by property

vtech’

vtechhotelphones.com

| Hospitality

©2024 VTech Communications, Inc. All rights reserved.

For more information contact our sales
team at sales@vtechhotelphones.com
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SPOTLIGHT

Past M
erspectives

Past chairs share
their thoughts on
AAHOA’s history, its
future, and its role in
bridging the two

by CARTER DAVIS

T’SDIFFICULT TO BELIEVE, BUT 2024 MARKS AAHOA’S 35TH ANNIVER-
sary. Throughout that time, AAHOA has been fortunate enough to have
countless talented, selfless, and visionary leaders among its ranks. To
mark the occasion, we’re catching up with a few of AAHOA’s Past Chairs
who helped lead this organization and remain key influential pillars in the
industry.

MATEJ KOTULA/SHUTTERSTOCK.COM
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Nitin Shah
1993-1994
Chairman

In my time, our main
obstacles included
discrimination,
establishing the
infrastructure, and
having enough mem-
bers and money.
Now, that era has
gone. We have the
money; we have the
office; we have the infra-
structure. I think the biggest

worry now is the franchising

component. What used to cost 5% to

franchisees has risen to 15% or 20%. In our time, there
was no Expedia or hotels.com. So, on top of franchising

@ 4-MINUTE READING TIME

Mukesh

(Mike) Patel
1998-1999 Chairman

Ownership of hotels by
Indian-American immi-
grants grew steadily and
dramatically during the
1960s, '70s, and ’80s, yet
there was considerable
discrimination against
our community by brands,
banks, and insurers. And
many non-Indian owners
openly advertised their proper-
ties as “American-owned.” AAHOA

fees, we're paying third-party fees. And then you have was formed to fight this discrimination and
Washington, D.C.,coming up with all kinds of regulations. to leverage the emerging economic power of Indian owners.
In my opinion, the focus should remain on helping hotel AAHOA has gone from a little-noticed startup to being a respected

owners at a grassroots level.

powerhouse in the hotel industry. We’ve earned that distinction by
challenging the status quo on behalf of our members.

Our changing role in the hotel industry can be attributed to the
changing characteristics of our owners. Initially we were a group of
“accidental hoteliers” who hadn’t studied to be hoteliers or business
owners, who were immigrants with few resources, and who often
didn’t speak English as our native language.

Today, AAHOA members are typically second- and third-generation
hoteliers who were borninthe U.S. and speak fluent English, studied
business or hospitality, and have the benefit of considerable financial
resources. This makes us an organization that’s more sophisticated,
more capable, and more entitled to shaping our industry.

Naresh (Nash) Patel
2004-2005 Chairman

Reflecting on AAHOA's remarkable 35-year journey brings a deep sense of pride and
gratitude. My involvement with AAHOA was inspired by a shared commitment of hotel
owners to foster collaboration and advocate for our collective interests. Observing
AAHOA’s evolution since my initial membership has been a testament to its adaptability,
embracing technological advancements, and expanding support services for members.

Looking forward, | envision AAHOA’s continued growth through educationalinitiatives,
expanded networking opportunities, and proactive advocacy on behalf of hotel owners.
In navigating the dynamic hospitality landscape, AAHOA must persist in representing
members’ interests and remaining ahead of emerging trends.

The establishment of AAHOA was pivotal in providing a unified voice for hotel own-
ers, promoting equitable practices and industry-friendly policies. Today, it stands as
a platform for networking, knowledge-sharing, and collective advocacy.
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ZoneAire® Select PTAC

Friedrich’s ZoneAire Select series is an exceptional value PTAC offering outstanding energy efficiency, reliable
performance, and quiet sound, features that begin with durable materials and the highest quality components.
Available in electric heat and heat pumps in capacities ranging from 7,000 to 15,000 Btu.

VRP® studio

The latest addition to the award-winning VRP® line, compact VRP® studio (23"x 23" footprint) is designed for
today’s more compact and tightly-built hotel rooms. It provides effective heating, cooling and dehumidification,
and yet still allows customized comfort with sophisticated indoor air quality capabilities that help buildings meet
ASHRAE 62.1 requirements for MUA (make-up air). A direct fit replacement for our Vert-I1-Pak® line.
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Hemant Patel
2011-2012 Chairman

As one of the founding members of the AAHOA Board of
Directors, I’'ve been fortunate enough to share my volunteer
service with many different community, city, and state orga-
nizations through the years. | was initially drawn to AAHOA
because of the strength of the membership, and that strength
remains as evident as ever today. The strength of the mem-
bership and our voices gives us better bargaining power in
the industry.

During my tenure as AAHOA Chairman, | helped lead the
expansion of the AAHOA Government Affairs office, because
it was clear hoteliers’ interests weren’t being relayed to the
legislators in our nation’s capital and around the country.
Despite all the progress we’ve made, | believe AAHOA remains
vital in the future vision of the industry.

Alkesh Patel
2012-2013 Chairman

AAHOA is the only association that provides the insight and resources nec-
essary for the hoteliers and entrepreneurs looking to be hotel owners, and
the organization has become the voice of the industry by representing the
largest hotel owner and operator community.

Inthe future, AAHOA should continue to work hard to address the ongoing
issues faced by today’s hoteliers, including franchising, financing, develop-
ment, and operations.

The growth of the association speaks for itself as to why it was important
to establish AAHOA. And, as we continue to grow, member needs and issues
inevitably will change, so it’s necessary to have an association that provides
a collective voice throughout that evolution.
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Bharat (Bruce) Patel
2016-2017 Chairman

A collaborative AAHOA is the most pro-
ductive kind of AAHOA. My hope is that
our influence will aid our members and
the industry as a whole to continue to
grow. | envision future generations of
hotel owners bringing new and inno-
vative ideas that we can all benefit
from together.

The hotelindustryis a constantly evolv-
ing field, with new issues and concerns
arising frequently. These issues include
the state of the economy, maintaining a
healthy balance between franchisors and
franchisees, navigating the regulatory
environment, and keeping up with poten-
tial legislation that could affect AAHOA
Members and small businesses in the
United States. We need to find solutions
that benefit all parties involved so AAHOA
Members can thrive, and our industry as
a whole can continue to grow, creating
opportunities for future generations.

AAHOA is the most active association
of its kind, bringing members together
through 150-plus events eachyear, includ-
ing the industry’s largest trade show,
AAHOACON. The networking opportuni-
ties alone have provided immense value
to all attendees. AAHOA’s place in our
industry has been deservedly established.
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Bhavesh

Patel
2017-2018
Chairman

AAHOA has grown
leaps and bounds
since | became a mem-
ber, by having a stronger
voiceinD.C.and on the state

levels, adding more educational
toolsto help members, offering a massive Trade
Show at AAHOACON with numerous value-added
benefits to help members become better opera-
tors and owners.

AAHOA still has a long way to go. We need
more of a unified voice, better working relation-
ships with state associations, more ways to help
members save money to get a better bottom line,
additional ways to grow AAHOA’s bottom line to
add morevalue forits members, and adopt new
technologies that will help evolve the industry.

Education is the key to the success of AAHOA
Members. Theindustry is always being targeted,

Jagruti

Panwala
2019-2020
Chairwoman

All of us have
moments of
“tunnel vision”
where we must
concentrate on
our day-to-day
responsibilities
at our companies
and individual hotel
properties and this
is important, obviously.

However, we don’t operate our busi-

nessesinavacuum. There are market and regulatory forces
outside our control as individuals and must be tackled
together through the relationships and networks we build.
This allows us to have more focused and strategic discus-
sions with lawmakers, vendors, and brand partners across
the lodging industry to ensure our collective voice is being
heard. That, in a nutshell, is the importance of AAHOA.

I can personally attest that much of any success I've had
in thisindustry can be attributed to the guidance, support,
and collective effort I've received from my fellow AAHOA
Members. None of us can achieve success alone.

and we need protection. Who else but associa-
tions like AAHOA to help protect us all?

Vinay Patel
2021-2022 Chair

I originally got involved with AAHOA because it was an opportunity to collaborate
and help the industry as a whole. When you look back at AAHOA, as a member-
ship group, the hoteliers have done so much for the industry. During the past 20
years, you talk about development and innovation to different brands - such as
Hilton, Marriott, Choice, Wyndham - and a lot of what they’re able to do right now
is because of the AAHOA membership.

I’'ve been a member since 1992 and have seen the association evolve during
the past 20 to 30 years in many different facets. Originally, AAHOA was small-time
owners. All of a sudden, they now own big brands and larger properties. Now, there
are big-time hoteliers. Nowadays, you see a lot of second- and third-generation
hoteliers, and franchising is a big issue. The association constantly keeps pivot-
ing to what the member needs and wants are. Some people don’t like constant
change, but sometimes change is exactly what we need to evolve with the times.

I hope the association continues to be a pillar for the industry. | hope we’re able
to continue to evolve based on what our membership wants and in the next 10, 15,
20, 30 years - 100 years, even - everyone will say, ‘This association continues to
keep changing based on what the membership really wants.” And I think it will, too.
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Nishant (Neal) Patel
2022-2023 Chairman

AAHOA has changed tremendously since | first
became a member. For one, AAHOA has been
broadeningits views as an association; we’re look-
ing at things that we may have never looked at
before. For example, AAHOA is helping members
learn aboutincorporating technology to stream-
line the way we do business. AAHOA also holds
hundreds of different events to cater different
demographics. With events like HerOwnerhip or
HYPE Ownership, AAHOA is launching initiatives
aimed at hoteliers from all walks of life, and that’s
something we never really did in the past.

The way | would like to see AAHOA’s growth
and evolution manifest itself in the future is by
ensuring every hotelier is an AAHOA Member.
AAHOA is making waves in Washington D.C., but
our reach shouldn’t stop there. AAHOA can help
create relationships between the United States
and other countries. We can help facilitate busi-
ness between our membership and hoteliers
around the world. |
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Thank you to everyone who has
helped lead AAHOA for the past
35 years, including every past
chair for their selfless dedication
to improving the industry one

day at a time.

“Service to others is the
rent you pay for your
room here on Earth.”

— Muhammad Ali

1
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HIGH
STANDARDS
FOR EVERY
STANDARD.

Whether you're operating a chain of limited-service hotels or a luxury
boutique spa, Avendra’s expertise in contract negotiation, operational
processes consulting, procurement, and advanced supply chain

management can help you, and your business, set the standard.

Start Saving Today! Our Purchasing Solutions Have Your Entire Property Covered.
Visit Booth #837 at AAHOACONZ24 to Learn More.

AVENDRA.:
We get it. And we can help.
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T’S A POST-COVID WORLD, BUT
it’s far from normal both person-
ally and professionally. How
we live our lives and conduct
business has changed. At the
forefront of these changesiis
theincreased inflationary pressure
on goods and services we continue
to face. We’ve watched prices go
up on everything - from the most
basic household items to the cost
of operating businesses. Since
the pandemic, daily headlines and
overarching pressure to increase
prices have sent property taxes,
government and private employment
wages, and the cost of services sky high.
Thisis new territory for many, as the U.S.
economy hasn’t faced a real recession
since the influx of cash from both the fed-
eral governmentand the Federal Reserve.
Yet even though recent fiscal and
monetary policies are showing signs of
reversing the trend, inflationary pressures
aren’t diminishing as quickly as business
owners would like. Furthermore, during
this economic slowdown (mainly led by
elevated interest rates), hotel revenues
haven’t increased at the same pace as
hotel expenses.

IMPACT ON HOTEL VALUATIONS
For limited- and select-service hotels with
a Hilton, Marriott, Hyatt, or IHG brand, rev-
enues have increased marginally and may
even be closeto 2019 levels. However, room
expenses, along with general and adminis-
trative expenses, have also increased, and
atafaster pace than room revenue. Today’s
average hotel housekeeperis being paid at
least 20% to 30% higher wages than he or
she made pre-pandemic. Likewise, a typical
hotel general manager (tracked within the
general administrative section of hotel) is
earning 10% to 15% more today than before
COVID hit. These increases have directly
impacted hotels’ gross operating profit
(GOP) and net operating income (NOI).
Hospitality is as much of an operat-
ing business as a real estate transaction.
From a pure real estate standpoint, hotel
appraisers, valuation experts, and lend-
ers look at the bottom line to determine
the level of debt the hotel can support.
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The new economy’s
effect on hotel operating
metrics, asset valuation,
and the capital markets

by RUSHI SHAH

The market

Because of these ongoing
pricing pressures, hotel NOl and
GOP have plummeted. For example,
before the pandemic, a limited- or select-
service hotel - such as a Hampton Inn or
Fairfield Inn - would typically drop 35% to
38% of top-line revenue to the bottom line
asNOI, or45% to 47% as GOP. Due to wage
and cost pressures, as well as the increase
in property taxes and insurance, NOI per-
centages in the new world are landing at
32%. Rate pressure and higher supply costs
have also moved GOP margins closer to
43%. As aresult, a hotel that bringsin $3.5
million in room revenue and previously
had an NOI of $1.225 million, now has an
NOI closer to $1.1 million, which is a 10%
reduction. If this calculation holds true and
all else being equal, the value of the hotel
should also drop by 10%.

Looking at this situation and adding
in higher interest rates and subsequent
higher cap rates, theoretically hotel values
should drop even further. That’s not hap-
pening, however. It’s clear that many buy-
ers and sellers have not realized their new

reality - not
to mention costs to

replace properties continue to
rise. These factors make a case for own-
ersto increase asset prices. When market
conditions finally stabilize, however, the
crystal ball suggests there will be a slight
correction in valuations. Alternatively,
hotel ADR will need to rise significantly
to keep up with the debt load of these
properties.

EFFECTS ON LEVERAGE

& FINANCING

NOI compression directly impacts how
capital markets, mainly commercial
mortgage-backed securities (CMBS)
and life insurance companies, evaluate
hotels seeking financing. In the previous
limited-service hotel with $1.225 million
NOIl example, a CMBS lender could size the
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When market
conditions finally
stabilize, however,
the crystal ball
suggests there will
be a slight correction
in valuations.
Alternatively, hotel
ADR will need to rise
significantly to keep up
with the debt load of
these properties.”

loan at $10 million. With a new, lower NOI of
$1.1 million, however, that same asset could
only support a $9 million loan amount. If
the asset then trades for $15 million, the
loan tovalue (LTV) would have to drop from
67% to 60% LTV. As a result, the borrower
would need to bring 7% more equity to the
closing table. This type of leveraging cre-
ates additional headwinds for hospitality
and reduces the expected return for hotel
investors.

GETTING TO THE CLOSING TABLE

To navigate today’s economic environ-
ment, hotels will need to embrace strat-
egies that increase revenues, mainly by

pushing ADR for their assets to keep
valuations from getting ahead of
themselves. Getting expert help can
significantly improve the outcome. An
experienced intermediary or banker will
know expense industry standards. More
importantly they will know how to adjust
for one-time, extraordinary CapEx and
other expenses to bring cashflows to
a more normalized level for lenders
and capital sources to evaluate. It’s
extremely important to choose the right
person to shepherd your transaction
because this type of tacit knowledge is
invaluable to getting your deal over the
finish line. u

@ 2.5-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.
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Read before
signing

by POOJA MEHTA, ESQ.

N THE ERA OF E-SIGNATURES AND QUICK
transactions, it’s easy to underestimate the
importance of meticulously reviewing and
negotiating hotel contracts before signing
on the dotted line. Your signature isn’t just
aformality; it carries weight. Whetheryou’re
buying a hotel property, transitioning operations,
orenteringinto a franchise agreement, dedicating
time to scrutinize and negotiate contract terms is
paramount. Here, we’ll explore four prevalent types
of contractsin the hotelindustry: purchase and sale
agreements, franchise agreements, third-party
management agreements, and lease agreements.

1

PURCHASE AND SALE AGREEMENTS
Conducting a comprehensive review and negotia-
tion of your PSAis crucial for ensuring a smooth and
advantageous transaction. PSAs serve as blueprints
for the escrow process as well as post-closing rights
and responsibilities. Beyond the fundamental terms
like purchase price and closing date, it’s critical to:
+ Clearly delineate terms like franchise and financ-
ing contingencies to avoid misunderstandings.
« Have a well-drafted due diligence provision
to address when and how earnest money will
be refundable, what contracts the buyer will
assume, and how inspections will be conducted.
« Incorporatereciprocal warranties and indemni-
ties to safeguard both parties post-closing.

Beware of first right of refusal clauses, which
essentially require franchisor’s approval
before you can sell your property.

- -
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THIRD-PARTY MANAGEMENT AGREEMENTS
Vigilant examination of third-party management agreements is
vital for ensuring a hotel’s profitability and effective manage-
ment performance. These contracts outline key responsibilities,
performance metrics, and financial arrangements, providing
clarity on the roles and expectations of manager and owner. By
addressing potential ambiguities or discrepancies upfront, own-
ers can prevent misunderstandings and legal disputes that may
arise during the course of the contract. Key considerations entail:
+ Aligning business objectives with the management company’s
strategies.
+ Optimizing fees, bonuses, and performance benchmarks.
+ Implementing cure periods and termination clauses to address
non-performance issues effectively.
A meticulous review and negotiation process mitigates risks
and fosters a constructive owner-management relationship. It
allows for both parties to thrive together.

3

FRANCHISE AGREEMENTS

Reviewing franchise agreements allows potential franchisees
to comprehend the terms and conditions set forth by the fran-
chisor. These may include fees, reservation/revenue manage-
ment services, operational standards, and opening obligations.
Understanding these elements in addition to the countless other
provisions of the typical hotel franchise agreement is essential
for making informed decisions about your investment and opera-
tionalaspects of the franchise. Key elements to negotiate include:
+ Royalty fees, marketing contributions, and protected territorial

rights.

+ Cap liquidated damages and establish termination windows.
« Indemnities, insurance requirements, and events of default.

Negotiate closing and due diligence exten-
sions prior to signing to allow for flexibility
throughout the process.

Investing time in reviewing and negotiating franchise agree-
ments lays the groundwork for a prosperous partnership and
prevents surprise or regret down the road.

@ 4-MINUTE READING TIME

I

LEASE AGREEMENTS

Thoughtful drafting of hotel lease agreements is necessary for both

tenants and landlords. For tenants, a comprehensive review of the

lease agreement allows for clarity on terms, which helps tenants

plan their budget effectively and ensures they are not caught off

guard by unexpected expenses. On the other hand, landlords must

also carefully assess lease agreements to safeguard their physical

property and financial interests. Key steps include:

« Clarifying lease duration, renewal options, and termination
procedures.

+ Establishing terms related to rent increases, property mainte-
nance, and dispute resolution.

+ Negotiating equitable terms that align with market value and
business plans.

Discuss tenant-made capital improvements
and parties’ rights in the event of early termi-
nation or upon sale of the property.

Transparent communication and cooperation establish a robust
foundation for a successful hotel lease.

Navigating the language and structure of hotel contracts demands
diligence and attention to detail. Athorough review and negotiation
process ensures all parties are secured and positioned for success
in our dynamic industry. Should you need assistance in drafting,
reviewing, or negotiating a hotel contract, consider consulting an
attorney who is well-versed in hotel operations and contract law.
You or your counsel should take the time to think of all the things
that could go wrong and incorporate a well-defined plan before
signing by any contract. |

D

Keep in mind the party drafting the contract will
likely include language that prioritizes their inter-
ests, so if you are the reviewing party, you must
analyze the contract meticulously.

.

J

Pooja Mehta, Esq., is the managing attorney for DPA

Attorneys at Law, a California-based firm specializing in

numerous areas of expertise, including ADA issues,

contract review and drafting, employment litigation and

compliance, franchise litigation and negotiations, real

| estate transactions, and more. She is a defense attorney

who fights for business owners alongside the team at DPA Attorneys at
Law. With hotel operations and development background, her practice
areas include franchise negotiations, employment disputes, real estate,
ADA defense, and contract review/drafting.
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CONSTRUCTION & DEVELOPMENT

under control

Taming construction costs
with creative, efficient design

by STEPHEN OVERCASH

OTEL CONSTRUCTION
costs continue to esca-
late into 2024 with little
signs of declining. While
hoteliers can’t control
the construction indus-
try or availability of materials, there are
many subtle design decisions that can
reduce construction costs. Hoteliers
and their design team must use practical
approaches and work closely with their
contractors from the start of the process.
There often is considerable waste in hotel
design, leading to less sustainable struc-
tures. Here are six considerations hoteliers
should take into account when initiating
their next design-based undertaking.
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SITE PLANNING

One of the mostimportant stepsin the pro-
cessis to start with efficient site-planning
principles. Designers should analyze strat-
egies to allow for the existing topography
to eliminate the need to import or export
dirt. Abalanced site can save hundreds of
thousands of dollars in construction costs.
Design the parking efficiently to minimize
the amount of asphalt necessary to meet
parking demands. “Over/under” parking
structures are an economical strategy to
obtain more parking without the use of
ramps and elevators.

RISKTS

STRUCTURAL SYSTEMS

Selecting the most economical structural
systemis the second mostimportant strat-
egy. This will take input from a local con-
tractor. The contractor will analyze three
or four appropriate structural systems and
assist with finalizing this decision, based
on current costs of concrete and steel and
the expertise of the local subcontractor
market. Once the construction system is
selected, the design team should allow for
the optimum structural bays to minimize
wasted construction materials.

HOTEL HEIGHTS

Designing the hotel in a straightforward
manner will assist with cost savings. While
“ins and outs” create character to the
hotel, this adds additional labor and exte-
rior wall surface. The floor-to-floor heights
should be carefully analyzed to provide
the necessary ceiling heightsin each area,
while maintaining the minimum clearances
for utilities and mechanical equipment. A
reduction of 8” in each floor-to-floor height
will result in many feet of reduced building
height and provide savings to the exterior
skin, elevators, stairs, interior wall finishes
and, air conditioning loads.

RETROROCKET /SHUTTERSTOCK.COM


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

OPEN SPACES

Dramatic open spaces often are desired
by the interior designers in lobbies and
public spaces. Consider adding columns to
shorten long spans of concrete and steel.
This will allow shallower beams, giving
additional space to utilities and reducing
overall volume of the hotel. The columns
can become an architectural feature in
the lobbies, helping to add character and
define circulation patterns.

INTENTIONAL PM&E

Plumbing, mechanical, and electrical sys-
tems require costly rated horizontal and
vertical pathways. Toilet exhausts and
fresh air provisions require these costly
pathways. The ducts can be collected
horizontally and run vertically in just a
few rated shafts. Intentional design of
the ductwork can avoid costly smoke and
fire dampers. Locate mechanical units in
ceilings above back-of-house areas, such
as toilets and storage areas, to avoid
having to needlessly raise ceilings in the
public areas.

Plumbing materials should be analyzed
and evaluated. Specify PVC piping where
appropriate and allowed by codes to avoid
large amounts of castiron pipe. Slope roofs
to an exterior wall vs. locating roof drains
in the middle of the roof. This allows for
the overflow drain requirement to uti-
lize an exterior scupper that eliminates
the secondary leader being routed back
through the hotel. Encourage the interior
designersto group plumbing fixturesin the
guestroomson the same wallandin close
proximity. Remote sinks in the guestroom
bathrooms unnecessarily adds to the con-
struction costs. Plan for all toilet fixtures
to be back-to-back where feasible.

Analyze electrical needs for each area of
the hotel. Minimize the amount of recep-
taclesin each area. Provide economical 2x4

fixtures or strip light fixtures in back-of-
house areas. Don’t over illuminate above
code or industry recommended lighting
levels. Avoid ceilings in utility and stor-
age areas.

GUEST ROOM DESIGN

Guest room design is very important as
guests spend the majority of their stay in
this area. Many considerations in the guest
rooms can escalate construction costs, as
each decision is multiplied by the num-
ber of guest rooms planned. The buildable
area in a guestroom can be reduced as
well as ceiling heights. Reduce the num-
ber of receptacles, electrical circuits, and
sprinkler heads to the amount necessary
to meet codes and to ensure a comfortable
guest experience. Provide creative design
in the bathroom area by eliminating extra
walls and doors that often clutter these
areas while adding unnecessary construc-
tion costs.

In the current economic environment,
it’s the small, intentional decisions that can
lead to significant construction cost sav-
ings. Efficient design reduces overall hotel

)

square footage and volume and creates a
more environmentally friendly building.
It’s paramount for the entire design team
and consultants to work closely with the
ownership group from the beginning of
the design process. Set goals for projected
areas, heights, back-of-house needs, and
public amenities. Pay attention to efficien-
cies and understand where each dollar
is spent. |

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

Architecture, established in
1984 has provided architectural expertise to
clients for more than 38 years in Charlotte,
N.C., and throughout the eastern United
States. ODA’s foundation is built on a
collaborative and entrepreneurial environment
that puts the client first to produce an
outstanding experience and FUNomenal
Design.
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TECHNOLOGY

Decisions

make the difference

NVESTING IN NEW TECHNOLOGY
can feel overwhelming. Too often, a
desired upgradein one area - faster
Wi-Fior new property management
software (PMS) - can render other
infrastructure or software obsolete
due toincompatibilities. In addition, many
select-service hotels put off upgrading
their internet and telecoms systems to
avoid capital expenditures.

This can have a detrimental impact on
guest experience and loyalty. According to
Hospitality Technology’s 2023 Customer
Engagement Technology Study, 92% of
travelers expect reliable and secure Wi-Fi
when staying at a hotel, and nearly three
out of four say they’re more likely to return
to hotels (or those operating under the
same brand) when their technology expec-
tations have been met. When they haven’t,
they’re more likely to go elsewhere the
next time they travel.

Lagging technology also negatively
impacts operations. Being unable to use
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Prioritizing value and operational

the latest solutions to streamline pro-
cesses means properties already short-
staffed can see their service level - and
their business - suffer. Guests expect a
seamless experience, and clunky internet
or outdated technology gives your prop-
erty an antiquated reputation.

Cybersecurity also can be a concern with
oldertechnology. Legacy systems become
obsolete, which means software patches
aren’tup to date. Without a proper firewall
segregating guest traffic from operations/
administration, customer data (including
credit cards) could be at risk.

MAKE A PLAN

Historically, one of the biggest reasons
property owners are slow to upgrade their
technology is their piecemeal approach.
Hoteliers often run a hodgepodge of rout-
ers, gateways, security software, band-
width provisioning, telephony solutions,
and platforms, all as separate solutions.
That means managing and paying for

efficiency in new tech investments

by MIKE GRAY

multiple vendors, maintenance agree-
ments, and licensing fees. When one
system needs an upgrade, it requires
unexpected upgrades to others because
of incompatibility, which means the
costs quickly snowball. It’s easy to see
why many properties are happy to “leave
well-enough alone.”

Another challenge is that many
hoteliers must also work within brand
parameters that dictate specific vendors,
products, or minimum technical speci-
fications. Fortunately, many brands are
expanding their options, giving operators
greater choice with hardware brands and
products that are compliant to standards
and are much more affordable.

Even if you have a bottomless budget
- or you’ve waited so long to upgrade
that you’re willing to spend whatever it
takes - here are five factors that can help
you get the most value and operational
efficiency out of your next technology
investment.
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FORWARD-THINKING

Alower budget doesn’t have to mean lower
tech. Look for vendors with the ability,
motivation, and capability to add new
products and solutions to their portfolio.
Bigger isn’t always better. Surprisingly,
some of the well-known, entrenched ven-
dors are slowest to update because their
size and market presence makes them
think they can set the pace of innovation.
But that can keep hoteliers stuck with old
technology. Instead, be sure the vendor
you choose has a willingness to adaptand
modernize as evidenced by a history of
innovation and a robust product roadmap.
Lastly, supply chain delays are still a con-
cern, so keep thisin mind when discussing
available/in-stock inventory and timelines
for delivery and installation.

COMPATIBLE SOLUTIONS

These days, guests expect a wide range
of technology, like TV casting, check-in
kiosks, mobile services, and in-room dig-
ital assistants. You need infrastructure
that’s compatible with these options,
allowing you to expand services with-
out adding complexity. One option is to
consolidate technology that used to be
separate, siloed systems onto a single-
solution platform to simplify management
and lower overhead costs. Not only are
there fewer licenses and service contracts
to manage, but solutions that combine
Wi-Fi delivery, bandwidth allocation,
security/compliance, and telephony also
can provide insights into how your guests
utilize these services to help inform future
investments.

LOCAL VS. NATIONAL PARTNER
Forasingle hotel, local partners often are
a better option when it comes to service.
For example, if you’re entrenched with a
big name provider but located in a rural
area and something goes wrong, prepare
to wait. Tech support can only do so much
through remote access - and that’s assum-
ing they can remotely access your systems
to begin with. Otherwise, you could wait
days for support staff to make their way
to your property for service; especially
for select-service properties that are
very often DIY when it comes to technol-
ogy, having a local partner is invaluable.
However, the opposite may be true when
working across numerous propertiesin dif-
ferent locations. The bottom line: Choose
a partner you trust who can source com-
pliant solutions that are a just-right fit for
your needs and your budget.
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PLAN FOR BACKUP

Some hoteliers may worry that consolidated solutions could introduce
therisk of a single-point failure that brings down the whole system. But
having a variety of solutions isn’t foolproof either. Outages happen.
It can be a fault inside the property, or a car hitting a pole down the
street that knocks out your internet service. Regardless of whether
you’re running a piecemeal or a single-vendor solution, you always
should ensure you and the vendor have contingency plans in place.
Sometimes those plans cost extra - like paying for backup 4G service,
for example. But the overall savings from an integrated solution can
more than make up for it.

VisSIT Us AT
AVARI@/AG@INZZZL

Booth #1009 | April 2-5, 2024 | Orlando

Hotel guests want great technology.

You want value.

We can help.

©2024 Charter Communications. All Rights Reserved.

Fast and seamless WiFi with guest support.
Reliable and scalable fiber connectivity.

TV solutions, including casting.

Hotel technology demos, free gifts and fun!
1-844-701-0403

Scan code to

learn more.

Spectrum

ENTERPRISE"
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RULES-BASED SECURITY

Some hotel brands have security require-
ments that many hoteliers assume require
expensive, big-brand-name enterprise
security solutions. But these can be expen-
sive and overly complex for select-service
properties. You may not need such com-
plicated protection. Instead, a rules-based
firewall can be a just-right fit. These offer
protection for administrative solutions
that’s compliant with brand standards by
segregating operational technology from
guest access, providing a more conserva-
tive and affordable security solution where
it’s needed most.

Today’s technology can do more with
less, and value and efficiency should be a
priority in any tech strategy. Most connec-
tivity solutions should be upgraded about
every three years, but many hoteliers wait
until it’s dire before making the invest-
ment, and that puts select properties at
a disadvantage.

Ifit’s time for an upgrade at your prop-
erty, shop around. You might find that
brand standards give you more flexibility
than you realize. Of course, if you have a
good vendor, stick with them; the grass
isn’t always greener just because it’s
cheaper. Butit’s worth the time and effort
to investigate different solutions to get a
better value, increased operational effi-
ciency and upgradable options to future-
proof your investment. |

Mike Gray is the global vice
president of strategic
partnerships, with Nomadix,
an AAHOA Allied Member
company, where he focuses on
building deeper relationships
and specialized programs for hospitality
brands, management companies, and
ownership groups around the globe.
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OPERATIONS

Keep it simple

No-code automation’s

role in speeding

innovation and
enhancing

the guest
experience

by STEPHAN WIESENER

JOSEFKUBES/SHUTTERSTOCK.COM
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O AUTOMATE
‘ or not to auto-
mate?” is the
question most
hoteliers have
found them-

selves asking at some point during the past
couple of years.

It’s afair question - one the entireindustry
has grappled with as guest preferences shift
from traditional hospitality to self-service
experiences. The conventional response to
this shift has involved the adoption of all-
in-one property management systems, but
a growing pool of hoteliers are realizing the
limitations of the one-stop shop. In a land-
scape where guests expect hyper-personal-
ized experiences and technology evolves at
lightning speed, hoteliers need workflows
and processes that are more nimble and cus-
tomizable than all-in-one systems.

Enter the next frontier of the automation
journey: no-code automation tools that
smaller brands with less in-house technol-
ogy capability are already leveraging, and
big brands are beginning to adopt.

GO WITH THE FLOW
Using no-code automation, new-age hote-
liers are streamlining product development
in-house without the need to hire program-
mers to write complex code for every task.
This essentially means hoteliers are step-
ping away from clunky built-in integrations
between different software systems, and
instead designing workflows visually, using
drag-and-drop interfaces and pre-built trig-
gers and actions.

Open APIs make this possible. Think of
them as bridges, connecting a chosen no-
code platform with a vast ecosystem of

specialized apps and services holding vast
amounts of relevant hotel data.

A guest books a room, for example,
and specifies the booking is a romantic
getaway. The booking then triggers the
workflow to automatically send a person-
alized welcome message via WhatsApp.
The workflow also knows to send a con-
firmation email with a romantic playlist
curated for the room’s Bluetooth speaker,
via Gmail.

All this is possible in the self-service
playground of no-code but would have
previously been a lengthy project requiring
tech-savvy coders to connect the dots and
ensure the seamless integration of vari-
ous apps. Hoteliers are in the driver’s seat,
building and customizing automations
with drag-and-drop ease. And the industry
is quickly catching on to the potential that
no-code automation offers.

SKY’S THE LIMIT

Think of the untapped potential beyond
the usual suspects like bookings and
guest communication. A birthday notifier
searches all reservations and checks if the
date of birth in a guests’ profile matches
today’s date. Once a match is identified,
an email is sent to the front desk and the
team can act accordingly, placing a gift in
the room or sending a personalized birth-
day message.

Behind the scenes, a to-be-inspected
workflow is automated. Rooms that have
been clean and unoccupied for 10 days or
more automatically set to the status as “to
be inspected,” and housekeeping is noti-
fied to check the room again. Processes
are more efficient than ever, all achieved
with minimum effort.
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What no-code automation really unlocks
for hotels is the freedom to test, learn,
and refine in a way they’re not used to.
It’s a plug-in-and-play setup; hotel teams
can set up a workflow, automate it, and
then test it outimmediately. If something
isn’t quite right, it can be adapted in min-
utes. What hoteliers are then left with is a
continuous enhancement of operations
and services.

Brands of all sizes are adopting the DIY
hotelier approach and automating pro-
cesses in-house to provide unique guest
experiences, while simultaneously stream-
lining manual and tedious back-of-house
operations like night audits. The emer-
gence of no-code automation can be seen
in all swim lanes, from independents to
bigger chains.

As such, we could be witnessing a water-
shed moment for the hotel industry. What
was previously unachievable for brands
- whether due to budget, resource con-
straints, or lack of coders - now is pos-
sible. They now have an opportunity to

really tailor the tech stack and elevate the
experience for both guests and employees.

When you think about it, it makes total
sense. Given the uniqueness of each prop-
erty, why would hoteliers remain depen-
dent on the pre-defined functionalities
and workflows offered by their software
vendor? The era of the cookie-cutter hotel
is over with no-code automation opening
the floodgates on innovation. |

:!”

@ 3.5-MINUTE READING TIME

Stephan Wiesener is a serial
entrepreneur and platform
architect who has founded
multiple software companies
acquired by Oracle,
TripAdvisor, and Shiji. Before
co-founding Apaleo, the API-first open
hospitality platform, he pioneered the first
genuine cloud PMS for hotel chains. With a
background in software engineering and a PhD
in computer science, Stephan advises startups
and invests in innovative software ventures.
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S AAHOA CELEBRATES ITS
35th anniversary, 2024 also

TELL ME SOMETHING GOOD
marks a milestone for one

The r C 1 itsmembers as it was five
years ago that Jagruti
Panwala took office as

the first chairwoman of the association.

Much has changed since that time,
including setbacks for the hospital-
ity industry as well as opportunities

Ce Ie b ratl n g th e ﬂve _yea r for growth and development. Panwala
has been an active participant in those
a nn |Ve rsa r Of AAH OA’S ﬂ rSt changes through herrole as a hotelier and
y president of Wealth Protection Strategies

C h ! and as an AAHOA volunteer leader.
a l rWO m a n “The hotel industry has definitely
. evolved during the past five years,” she
J a grU tl Pa n\/\/a Ia said. “We’ve seen many challenges to our
global economy with the recovery from
the COVID-19 pandemic and wars. We’ve
felt and continue to feel the impact that
has contributed to major labor shortages,
supply chain issues, inflation, and overall

unease in international travel.”

Speaking specifically about what she’s
observing in the industry, she notes lim-
ited, select-service, and extended-stay
properties continue to be a good value
proposition due to their limited labor
requirements. She cautions owners should
continue to avoid the over-supplied pri-
mary and secondary markets, especially
those with stagnant average daily rates.
Panwala said new construction is becom-
ing selective so renovation remainsimpor-
tant, particularly for properties that must
remain competitive but may have put off
upgrades during the pandemic.

“As for opportunities, | believe if we
continue to stay on top of new trends in
travel and technology, a hotel with the
right design, the right brand, and the
right location with a focus on the customer
experience should remain an attractive
opportunity no matter the market seg-
ment, competition, or unforeseen outside
factors,” she said.

by JODI SCOTT

Jagruti Panwala
2019-2020 AAHOA Chairwoman
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THE FUTURE IS BRIGHT

An area of positive change in the past
five years was creation of the AAHOA
HerOwnership initiative, with the first
HerOwnership Conference held in 2022.
Panwala had the pleasure of speaking
at last year’s HerOwnership event, serv-
ing on a panel focused on “Leading with
Impact: Harnessing the Power of Executive
Presence.” She encourages women in
the industry to take advantage of such
offerings.

“HerOwnershipis a greatinitiative,” she
praised. “Collectively, by working together
with so many women leaders and with
the talented Women Hotelier Committee
members, | have no doubt HerOwnership
will continue to provide important tools
and opportunities.”

Panwala said the role of women has
evolved since she held office and believes
there has been much progress. She notes,
however, there’s work to be done given
that - while 65% of today’s travelers and
some 60% of the hotel industry workforce
are women - fewer than 20% of executive
management positions in hospitality are
filled by women.

“Women are still under-represented,”
she said. She is heartened to see more
women in leadership positions and more
diversity in corporate executive positions.
She also believes more women will move
up the corporate ladder if women continue
to advocate for each other, promote and
encourage each other to volunteer their
time, and mentor future women leaders.

FIXING THE FUTURE

Upon reflecting on her areas of focus dur-

ing her time as chairwoman, Panwala says

those same initiatives remain vital to the
industry and AAHOA today.

« Grassroots initiatives: “We need to
focus on energy back to acting locally
but thinking globally. That’s why our
regional directors and ambassadors
are soimportant.”

o AAHOAPAC: “We’re allin this together,
and that’s why the AAHOA PAC and advo-
cacy efforts are so important. They’re
ourinsurance policy to fight against bad

laws that negatively affect us. That is

why it’s such a passion of mine.”

o Evolving educational programming:
“One of my primary initiatives was har-
nessing the power of information to
strengthen AAHOA, allowing us to gain
a betterinsightinto our members, their
needs, and their interests. Helping the
association acquire a more complete
picture of our footprintin the hospitality
industry and expand our reach allowed
us to have a more focused and strategic
discussion with brands, vendors, and
lawmakers. My hope is we continue to
place the highest importance on these
programs in the future.”

As AAHOA celebrates its anniversary,
and as Panwala celebrates the anniversary
of her milestone achievement, her hopes
and dreams for the future of the associa-
tion and the industry remain much the
same as they were five years ago. These
include building and enhancing AAHOA’s
relationship with industry leaders and like-
minded associations.

“Since AAHOA is the world’s largest hotel
owner association, we should be playing a
much bigger role informing policymakers
about laws thatimpact ourindustry before
they are introduced,” she said. “AAHOA
should be in the room whenever the U.S.
economy is being discussed on media out-
lets and in government buildings across
the country. | know it’s easier said than
done, but it’s my hope that, in the near
future, we collectively broaden the asso-
ciation’s reach to help our members and
the hotel industry.”

@ 5.5-MINUTE READING TIME

“When | became the

first and only AAHOA
Chairwoman in [AAHOA’]
35-year history, | didn’t
believe for one second that

| happened to be the only
qualified woman in three-
and-a-half decades. Quite
the contrary. It's my belief
and experience that women,
in many cases, take the lead
in running the family hotel
business and are more than
qualified to take leadership
positions in associations to
better our industry.”

- Jagruti Panwala,
2019-2020 AAHOA
Chairwoman
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LET US HELP

Grow Your Business

Small Business Administration Lender | Meeting Your Needs as They Change

@ Hospitality Specialist
@ Quick Loan Decisions
@ Extremely Talented Team

Vik Patel

Senior Vice President
SBA Relationship Manager

404.989.7032

vpatel@americanpride.bank

U mEau- i L
'}]lllldllhmf |
i MRy IEI ‘ !

(AW . Erik Bykat

Senior Vice President

North Metro Atlanta Market Exec

U on e 770.630.4120
| HF73132u22 E ebykat@americanpride.bank

Member @ 0

~ AMERIC AN americanpride.bank FDIC N
~ 4740 Log Cabin Dr. ® Macon GA31204 e 478.784.1448
APB PRIDE 4511 Forsyth Rd. ® Macon GA31210 e 478.784.1450
4001 Russell Pkwy. ® Warner Robins GA31088 e 478.922.5010

BAN K 1010 Pine Ridge Ct. » Athens GA 30606 e 706.534.9689
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SPOTLIGHT

Advocacy update

AAHOA's support of the LIONS Act

by TEAM AAHOA

N FEBRUARY, CONGRESSMAN

Shri  Thanedar (MI-13)

announced the introduction of

the Loans In Our Neighborhoods

(LIONS) Act, a bill designed to

amend the Small Business Act
by increasing the maximum gross
loan amount for section 7(a) loans,
from $5M to $10M, which would
provide greater financial support to
small businesses.

This legislation is now being
referred to the appropriate House
Committee thanks to the leadership of
Rep. Thanedar. While theroad ahead is
long, thisis the first of many necessary
steps to help hoteliers obtain access
to capital, allowing them to operate
and thrive in a challenging economy.

WHY IT MATTERS

Currently, SBA 7(a) and 504 loans are
currently capped at $5M, which was
last setin 2010.

For AAHOA Members, during the
past decade, the costs of doing busi-
ness, constructing hotels, and pur-
chasing properties have skyrocketed.
In 2024, the value of hotel properties
is significantly higher than the current
loan limits, leaving substantial collat-
eral for higher loan amounts.

If passed into law, increasing SBA
loan limits from $5M to $10M has
the potential to constitute some
of the most impactful legislative
measures affecting hoteliers in the
foreseeable future.

60 | APRIL2024 | TODAYSHOTELIER.COM

@2-MINUTE READING TIME

‘AAHOA has persistently advocated for the increase of

SBA Section 7(a) loan amounts, which were last established
at $5M nearly 15 years ago. On behalf of AAHOA Members, we
have urged lawmakers to raise the SBA loan limits to S10M

to align with the prevailing economic conditions, thereby
fostering a sustainable business model for the future. If
enacted, this legislation will afford AAHOA Members, as well
as entrepreneurs across the U.S., increased opportunities to
propel economic growth in virtually every city across

the nation.”
— AAHOA President & CEO
Laura Lee Blake

“..We applaud the introduction of the LIONS Act,
introduced by Congressman Shri Thanedar. If
passed into law, increasing SBA loan limits from
S5M to S10M has the potential to constitute some
of the most impactful legislative measures affecting
hoteliers in the foreseeable future.”

- AAHOA Chairman Bharat Patel

“By introducing the LIONS Act, we are taking a significant
step to bolster the resources available to the small
business community in Michigan and across the
country. This act is about ensuring that the financial

needs of small businesses are adequately met, allowing
them to continue driving our economy and

creating jobs.”

- Congressman Shri Thanedar (MI-13)

-
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AAHOA EVENTS

& Arti Patel with
various AAHOA
Members from
herregion at the
Kansas Capitol

for an Advocacy
day, hosted by the
Kansas Restaurant
and Hospitality
Association.
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Attendees at AAHOA's inaugural HYPE Ownership Conference
mingled at a private classic car museum for the “Retro Rendezvous
Reception: A Night of Networking Among Classics” event.

AAHOA Members and leadership convened in Los Angeles in late
January for the latest edition of the Americas Lodging Investment
Summit.

AAHOA's first Town Hall of the year, in Myrtle Beach, SC, with more
than 100 attendees present.
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AAHOA CLUB BLUE, PLATINUM, SILVER, AND BRONZE INDUSTRY PARTNERS

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

AAHOA CLUB BLUE INDUSTRY PARTNERS

CLUB BLUE

Lowss PRO

Lowe’s ProServices

m AAVENDRA(

T puendre Julie Patel: (210) 627-3830

or People o _ ulie Patel: -

ADP, Inc. Mara Radis: (301) 825-0311 Gauthier Murphy & Houghtaling

Thomas Bell: (973) 510-0196 John W. Houghtaling, II: O'CONNOR

EHA‘SE o (504) 456-8600 Tax Reduction Expe
Anand Systems Inc Chase 0’Connor & Associates
Wy g M ey Faheem Khan: (972) 324-5510 meax Andrew Choy: (713) 375-4224
Anand Systems Inc. d:sh business HB®

Bhavesh Vakil: (209) 627-5396

DISH Business
Khalid Jivani: (510) 299-7935

Home Box Office

Michelle Mahoney:
(347) 610-1081

AAHOA PLATINUM INDUSTRY PARTNERS

TINLUM
RS — ;
&J’?’W“M“‘"’ 0 OF APPLIAMCES h%%:
. s Y O
bookit /- go SONESTA
Byron Clo\:‘:ea:a(siz)y)\<6:47-2982 bookitn go Cyberyveb o GE Appliances ponesta
y : g Bhavish Bhutta: Rachel Atkinson:

ARS Global Emergency
Management
Piro Hernandez:
(786) 575-2131

BWH ' Hotels

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

Sarah Eley: (949) 329-8181

@npm
PTAC

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

Curve Hospitality
Sargent Khan: (713) 819-7296

(813) 731-1960

exfended
ﬁ STAY
P=L AMERICA
Extended Stay America
Linda Trexler: (980) 345-1600

G6 Hospitality
Franchising, LLC
Tina Burnett: (972) 360-9000

(502) 656-8926

PROCELL

BY THE DURACELL COMPANY
Procell
Catherine Nelson:
(289) 838-4759

’P?dRooF

Red Roof Inn
Matt Hostetler:
(713) 576-7426

Jordan Langlois:
(954) 254-3539

F ]
TV Asia
Pradeep Hegde:
(732) 650-1100 ext.26

WYNDHAM

Wyndham Hotels & Resorts
Klaudia Porebski:
(973) 753-8350

AAHOA SILVER INDUSTRY PARTNERS

AcculLack, Inc.

Acculock, Inc.
Dan Brown: (866) 222-8562

alvi
Alvi Satellites
Prashant Ajmera:
(678) 466-7868

[} X hopitality

[

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

LIBERK 1
Berkshire Hathaway Direct
Insurance Company

Brandon Lockhart:
(833) 274-4270

Booking.com

Richie Yang: (702) 235-5488

COX

BUSIMESS®

Cox Business
Alea Riley: (404) 269-3057

Dickson Furniture
Manufacturers
Paul Mougel: (713) 747-0341

DECOR v
COMMERTILL
Floor & Decor Commercial
Delana Delgado:

(877) 659-2478

!Bdocw

DOCYT
Sid Saxena: (812) 340-4725

ECOLAB

PROTECTING WHAT'S VITAL"

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

foliot

furniture

Foliot Furniture
Mahesh Parekh:
(702) 278-7380

Fortis

Fortis
Raj Pannu: (972) 979-2296

El

Elkay Interior Systems (EIS)

Greg Gliniewicz:
(630) 346-7549

GREENTREE
HOSPITALITY
GROUP

Greentree Hospitality Group

Nicole Lei: (702) 465-5753

)

) Entegra

Entegra
James Perry: (615)342-9575

guests upply

Guest Supply -
A Sysco Company
Justin Haggart:
(732) 868-2331
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Hcareers

Hcareers
Doug Tutt: (605) 409-1304

HDSUPPLY

HD Supply Maintenance
Bree Lewis: (800) 233-6166

hihotels

hihotels by Hospitality
International
Gary Gobin: (770) 270-9398

@r iospRatibyl

Hospitalityl
Babita Patel: (713) 343-5875

@INITI

PAYROLL-HR-BENEFITS
INFINITIHR

Daniel Mormino:
(623) 455-6234

JACARUS0
Jacaruso Enterprises
Melanie Calcagno:
(210) 415-0522

Kings 11
Jennifer Burks: (972) 965-9439

= M3

M3
Haley Wolf: (770) 531-3746

Marcus & Millichap
Biran Patel: (214) 505-4547

55 MATRIX

TELEGEM ERLETIONE

Matrix Telecom
Ashu S. Upa: (800) 283-0539

MSI

MSI Surfaces
Anil Palasamudram:
(713) 570-7000

Aty

Kellanova-Kellogg’s
Tina Griffin: (630) 335-3737

rIANaVIEN

Navien
Victor S Reichstein: (480)
707-1135
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AAHOA SILVER INDUSTRY PARTNERS (cont'd)

[=HHI

o]
NewGen Advisory
Dinesh Rama: (602) 648-2700

NEWGEN

A B W oo

P Procure

Hospitality
Procure Hospitality

Jyotish Patel: (408) 674-5930

A OCN

OCA Furniture
Fiona Shi: +86 18359625931

Spectrum»
pENTERPRISE Tett05§ ’
Spectrum
Tetto5G

Enterprise Solutions
Stephanie Pitts:

Rinnai.
Rinnai
Dipesh Parekh: (404) 821-0908

Tony Lent: (248) 974-5428

(212) 379-5826

Fmin Bank of Teaw

AL Fnoncidl

PHD Financial
Paul Darrow:
(888) 508-7558

Sty

Serta Simmons
Hospitality Bedding
Andrea Hochworter:

(770) 353-0122

1 | HOLRITALITY

State Bank of Texas
Melissa Butler:

(469) 200-8245 (7

Vincent Munno:

@(] IGITAL
"

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

UG

Universal Financial
Consultants

=
I@.WDrld Cinema

World Cinema, Inc.

Ella Ahmed: (713) 266-2686

27) 669-0109

AAHOA BRONZE INDUSTRY PARTNERS

AADVANTAGE
LAUNDRY SYSTEM3

AAdvantage Laundry
Systems
Marcela Veloz:

DPA Attorneys at Law

H

Pooja Patel:

Ty Estes: (213) 519-7465

=

ytera

Hytera

@idea

Midea America Corp

(760) 372-0007

Sean McKinney:

(800) 880-2138 9 (973) 459-6283
FABIAN COUTURE INNRLY .
- GROUP INNRLY \"
L @ Vimal Patel: NAVINA
All4Lodging.com UNGOMMON S| Executive Apparel (504) 251-8314 WEALTH
All4Lodging Fabian Couture Grou Navina Wealth
Naresh “ND” Bhakta: Kim Zabala: P ‘y'ﬂ‘mtﬂt@k Shashin Vora:
(626) 253-6355 (201) 460-7776 L4 (619) 855-7898
APOGEE Intertek Cristal '
A Travel Fﬂ]]“ﬂé Seth Martin: MNewSpace
Apogee Travel e (978) 614-0619
P Talbert: Newspace, Inc.
earson latbert: Faultless Brands Jason Chen:

(844) 827-6433

Justin Nelson:
(816) 520-4477

Bottom Line Concepts
Samir Patel:
(301) 332-9077

@ | BATH NEHDOGL

Jacuzzi Bath Remodel

(650) 873-8029

Your ink s Soner specabs
Coast to Coast Computer
Products, Inc.

Kyle Kurtz: (800) 231-4553

Timothy McGuire: ONNERA
$#FERGUSON (815) 257-6064 Onnera Group
Ferguson Maria Blanco:
Eric Tucker: "»{} (786) 493-4099
(434) 249-3785 Wb,
Ao Pmamona @
FG' e Peoples Bank
Jansen/Adjusters SBA
FGl Industries International
David Moore: Peoples Bank

Glen Paporello:
(973) 652-3978

(832) 496-6761

Ashley Jones:

®
COBBLESTONE
HOTELS
Cobblestone Hotels, LLC
Brian Wogernese:
(920) 230-2622

@BRANDS

Focus Brands
Rani Bhatt:
(404) 978-4829

D0

Dairy Queen
Jennifer Rude:

FINGSFDOWN

Kingsdown Hospitality
Vince Nicholson:
(404) 229-8042

(601) 867-6263

e Tade LUl

Parth Hospitality
Parth Thakkar:

Hotel Design Services

Samir Parikh:

(908) 222-9383
Andy S

(952) 830-0391

HOTEL KEsosamos SOLLUToas

(803) 319-7365

Jio

JIO Supply
oni: (909) 721-6975

@) PHONESUITE

PhoneSuite
Angela Koslowski:

(303) 991-2649

PointeNorth
Insurance Group
Paul Mayo: (816) 582-5181

Primrose Schools
Blair Burdette:
(404) 423-4247

PureHD

PureHD
Ryerson Ciesluk:
(978) 460-5560

A
Lﬁthmn Bee
Purchasing

Queen Bee Purchasing
Robert Brown:
(972) 743-1254

OYAL

BABKET TRUCHS
Royal Basket Trucks

Cindy Lapidakis:
(608) 358-1302

Soarr Services
Michael Ferrer:
(817) 437-8011

W SOUTHEASTERN
L

Southeastern Laundry
Equipment
Heather Villa:
(770) 928-0080

Kiwitech
Rakesh Gupta:
(917) 929-1620

®

Pineapple Capital Group
Dharmang M. Shah:

(850) 960-5500

o T
RS

Star Textile
Theresa Sutton:
(586) 758-2700

mﬂﬁ' Hotel Renovation
Solutions
Denny’s Corporation OlegArifov: (470) 960-9026
Mark Levis:
(615) 603-8373 O HUB
Hub International
Kim Gore:
(843) 839-4380
DEXTER.
LAUNDRY

Dexter Laundry, Inc.
Mackenize Flattery:
(641) 209-8115

HVS
Daneen Godinet:
(214) 766-5394

5 ol
o
Marathon Fitness

Ashley Thomas:
(713) 705-9278

-
ME

MBC Public Adjusters
Mady Galarza:
(708) 537-8229

Pinnacle South, LLC
Stephanie Harrell:
(770) 227-3476

®

STRATEGIC CLAR

Strategic Claim
Consultants

James Houston:
(404) 902-6017

SWAY

Subway
Ursula Lane:
(800) 888-4848

TEMPUR+SEALY

Tempur Sealy
David Wiles:
(419) 297-8522

HOTEL Poswi LRl

Ujas Hotel Furniture
Umang Pandya:
(201) 888-1848

uuwsm@
Graan Group

Universal Green Group
Megha Thacker:
(214) 842-6721

(PR )
LT ]
USALEDs

Tarunkumar Patel:
(551) 998-4923

VISUAL
a MATRIX

Visual Matrix
Patty Jefferson:
(817) 881-5176

Verdant Energy
Management Solutions
Erika Webber:
(888) 440-0991

M

Vogue Hospitality
Bobby Sethi:
(770) 282-0418

Wizehire:
Wizehire

Michael Stevenson:
(512) 567-9376

| VOGUE

HGEPITRLITY
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CLASSIFIEDS

HOSPITALITYFINISHES

LG

Your One Stop Shop For
Your Full Hotel Renovation

& New Construction

© CaseGoods

© Seating

© Cabinets

© Vanities

© Quartz Countertops
© Shower Pans

© Shower Surrounds
© Shower Doors

© Barn Doors

© Guestroom Doors

Contact Details

& www.hospitalityfinishes.com

info@hospitalityfinishes.com

o/ (586) 634-3805
in Hospitality Finishes
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‘ 5 Years "
Warranty

Easy
g Financing g

5000+ HOTELS-MOTELS WORLD-WIDE TRUST

MATRIX COMMUNICATION & SECURITY
SOLUTIONS FOR EFFICIENT FUNCTIONING

« Hospitality IP Phone

System -
« Time-Attendance and ‘a

Access Control
« HD IP Security-Camera
System

1291, N.Tustin Ave.
E m Anahiem, CA 92807-1603

Call: 1-(800)-283-0539
TELECOM | SECURITY  sales@matrixhotelpbx.com

www.matrixhotelpbx.com

~ Cchoice

QUALIFIED
VENDOR

2¢
C
a—/meriFab
g International

We have  you covered!

MANUFACTURER OF DRAPERY AND
BEDDING

MADE IN THE USA

54/%%

www.amerifabintl.com | 800-882-3205 | sales@amerifabintl.com

FRANCHISE
LITIGATION

negotiating franchise agreements
and liquidated damages settlements.

PUS)A

PATEL & ASSOCIATES

Mahesh I. Patel

Patel & Associates, Attorneys at Law
Phone: 972-643-1813

Fax: 972-231-0104

Email: mpatel@patellaw.net

FORMERLY

HOTEL VANITIES

I TERSATROIMAL . i i

SINCE 1999,

GLOBAL LEADER

IN HOSPITALITY
PRODUCTS

Vanity Tops & Bases
Shower Surrounds & Pans

Granite & Quartz
Domestic & Import Options

Visit our website to download our Catalog
vanitiesinternational.com

888-457-7465
sales@VanitiesInt.com

BATHTUBS £ SHOWER PANS

Repair ¢ Restore * Reglaze

Don’t Let Amateurs and “Fly-By-Nights Ruin Your Bathtubs!
Unique Refinishers is the nation’s oldest and largest bathtub
repair, reglazing and restoration company. You can be assured
of the highest quality workmanship and materials for chips, old
tubs and tile, cracked fiberglass, cultured marble, etc... service
provided Coast to Coast!

UNIQUE®

REFINISHERS, INC.
Nationwide 1-800-332-0048

Atlanta 770-945-0072

www.uniquerefinishers.com
We specialize in fiberglass Bathtub & Jacuzzi Repairs
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Sick of all the haggling with

your mattress supplier?

Shop with

DENVER MATTRESS CO.

No haggle, lowest price
possible at all times.

Scan QR code for more info on how to purchase
your Denver Mattress Co. Mattresses or reach us at:

1-866-269-9568
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THE ADVANCED
ENTERTAINMENT PLATFORM

YOUR YOUR CUSTOMIZED WELOOME MESSAGE

| aturgay
: LOGO SET THE TOME FOR YOUR GUEST'S 5T T AL gt 1

pin=~ pip==

CHAMNKEL GUIDE ‘ 0N DEMARD P

| NETFLIX RHAILLIE

ENJOY FREE

Example Home Screen pictured for illustrative purposes only. Netflix subscription/login required.

Set-top box and custom antimicrobial remote.

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.

LIVE I

e —

=

i

Customizable Home Screen =) Remotely manageable |{} |8
includes a logo, welcome -) No PMS integration required ==

; On Demand content from over
Live TV
includes sports, breaking news, > | 45 programmers plus App-based @

hit shows and more

content from SHOWTIME; Hallmark,
Saltbox TV and more at
no additional cost

message, background image

and more
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Add your own

promotional channels

and share information with your
customers with local and over-the-air
content insertion features

Customizable Property
Information App included
at no extra cost

Offer ends 12/31/23. 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.

Scan or call Alvi Satellites 1.855.999.8115 to learn more

°ADVANCED ENTERTAINMENT PLATFORM (AEP): Professional install. req'd. Req’s one receiver per TV, each sold separately. Add' monthly fee of $1.99 per room per month applies. Each TV must have available HOMI port. Req'd programming:
ENTERTAINMENT or above. 4K programming w/AEP req's compatible TV and ENTERTAINMENT, XTRA or ULTIMATE." Req's broadband intemet access w/ recommended speed of 25Mbps per 100 receivers. Intemet access not included. Compatibility:
COM2000 w/ COM51 card or COM3000. Other system limits and requirements may apply. ADVANCED ENTERTAINMENT PLATFORM (AEP) OFFER: Offer ends 12/31/23. Offer is available to new or renewing Hospitality and Institutions customers with a
5-year programming agreement. Customers subject to a current programming agreement may terminate such agreement without penalties if customer agrees to a new 5-year programming agreement with this offer. Offer is eligible for one (1) HD COM
System (includes 23 channels) per property & one (1) AEP set top box per room at no additional cost, OR one (1) HD COM System (includes 23 channels) with NTSC-16 per property & one (1) AEP set top box per room at no additional cost. Properties must
subscribe to ENTERTAINMENT (§9.25/room/mo.) or above. ENTERTAINMENT promotional bundle price includes ENTERTAINMENT (§7.50/room/mo.), local channels (§1.10/room/mo.) and technology fee (50.65/room/mo.). Bundled rate will be listed as two

separate line items on customer bill. Additional charge of $1.99/room/mo. in all units for AEP. 50-room minimum is req'd per property. To access DIRECTV HD programming, HD equipment req'd. IN THE EVENT YOU FAIL TO MAINTAIN YOUR
SUBSCRIPTION TO THE REQUIRED PROGRAMMING PACKAGES YOU AGREE TO PAY AN EARLY CANCELLATION FEE EQUAL TO $15,000 PRORATED BY THE NUMBER OF MONTHS YOU PAID FOR THE REQUIRED PROGRAMMING PACKAGES
DURING THE COMMITMENT PERIOD. Payment is due within thirty (30) days of receipt of a notice of failure to complete the commitment period. INSTALLATION: Custom installation charges apply, and installation fee is based on property
size. Applicable use tax adjustment may apply on retail value of installation. Availability of DIRECTV service may vary by location. In certain markets, programming/pricing may vary. Make and model of system at DIRECTV's sole discretion. Offers void where
prohibited or restricted. Hardware and programming available separately. Receipt of DIRECTV programming subject to terms of the DIRECTV Terms of Service for Hospitality Establishments and the DIRECTV Terms of Service for Institutions; copy provided with
new customer information packet. Taxes not included. DIRECTV programming, hardware, pricing, terms and conditions subject to change at any time. SHOWTIME and related marks are trademarks of Showtime Networks Inc., a Paramount Company.
Individual programs, devices and marks are the property of their respective owners. All Rights Reserved. ©2023 DIRECTV, LLC. DIRECTV is a trademark of DIRECTV, LLC. All other marks are the property of their respective owners.
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Pe0sted
“guest'satisfaction
and RevPAR thanks
to Wyndham'’s
personalized support
and the Dawn

room design. 5y

Santosh & Khushboo Mody

DAYS INN BY WYNDHAM
BERNALILLO, NM

Scan to discover
high-performance brands at
wyndhamdevelopment.com

- WYNDHAM

HOTELS & RESORTS

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 independently owned and operated
with the exception of a limited number of hotels managed by an affiliate of the company. © 2024 Wyndham Hotels & Resorts, Inc. All rights reserved


http://wyndhamdevelopment.com
https://development.wyndhamhotels.com/our-brands/?utm_source=print&utm_medium=offline&utm_campaign=testimonial_daysinn_mody
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