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We’re here, and we’re changing the way the industry does business.

Committed to working as hard as you with a team of over 400 employees, 

a portfolio of more than 650 products and a dedicated sales rep in every 

region, we’re listening and ready to help at GEAppliancesAirAndWater.com.
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GIVE YOUR CUSTOMERS MORE ENTERTAINMENT OPTIONS AND WAYS TO CONSUME CONTENT
The Advanced Entertainment Platform° (AEP) combines DIRECTV® linear satellite and broadband over-the-top content for an enhanced 

entertainment experience for your guests, residents or patients. 

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

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

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

PLATFORM BENEFITS

Example Home Screen pictured for illustrative purposes only.

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

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

Get HD

equipment

included at no

extra cost!

 Details on back.

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

Remotely manageable  
No PMS integration required

Easy-to-clean remote 
features antimicrobial 
additives

Streaming from personal devices 
through STAYCAST™† 

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

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

4K^ HDR content 

Flexible, cloud-delivered updates 
to meet changing market needs

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

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

THE 
ADVANCED ENTERTAINMENT 

PLATFORM°

Customizable Property 
Information App included at 
no extra cost

Set-top box 
and custom 
antimicrobial 
remote.

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

Call 877.233.1787 today to learn more.
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Join Motel 6 and Studio 6 today.
g6hospitality.com/franchising
(844) 456-3633
franchiseopportunities@g6hospitality.com

Motel 6

Studio 6 Extended Stay

71.4%
avg. occupancy

$65.68
avg. daily rate

$46.88
avg. RevPAR

77.6%
avg. occupancy

$57.51
avg. daily rate

$44.65
avg. RevPAR

While profi t is 
the highest, 
the cost is 
substantially 
lower than 
other franchises. 
We have grown 
so much more 
with G6.
Amar P. & Amit P., 
Franchisee Owners

"

"

2022 All rights reserved. G6 Hospitality IP LLC. 4001 International Parkway, Carrollton, Texas 75007. This advertisement is not an offer to sell a franchise. 
An offer can only be made by means of a Franchise Disclosure Document that has been registered and approved by the appropriate agency in your state, 
if your state requires such registration. Minnesota registration Nos. Motel 6: F-5053; Studio 6: F-5052.*Source: Item 19 of the Motel 6 and Studio 6 FDDs 
dated March 5, 2021 as amended on April 9, 2021 and July 1, 2021**Source: Item 19 of the Motel 6 and Studio 6 FDDs dated March 4, 2022

Brighten your portfolio.
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Payment processing that’s simple, secure and 
trusted by over 10,000 AAHOA Members

1Nilson ranking March 2021
2JPMorgan Chase 2020 Annual Report
3Euromoney, September 2020
Businesses are required to complete an application and agree to terms and conditions at the time of enrollment. All businesses are subject to credit approval. Merchant services are provided by 
Paymentech, LLC (“Chase”), a subsidiary of JPMorgan Chase Bank, N.A. ©2022 JPMorgan Chase & Co. All rights reserved. 

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

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

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

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

Call 1-800-727-1872 or email 
lodging_team@chase.com today to learn more.
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Get free programming
for your fi rst two months.

No upfront 
equipment costs.**

**Offer ends 12/31/22. Early termination fee applies. 
Commitment required and other restrictions apply.

*Requires proof of AAHOA membership, 30-room minimum, 60-month 
commitment, qualified programming, and EVOLVE with ads. Credit applied 
on second bill cycle. Offer ends 6/30/22. Other restrictions apply.

AAHOA Exclusive 
Referral Incentives

Save up to $500 
with every eligible 
hotel referral.*

Contact us at dish.com/hotels

Best-in-class brands 
choose DISH Business.
“Partnering with World Cinema and DISH Business to deliver 
our in-room entertainment experience was seamless, install 
was simple and the customer support has been exceptional.”

Harsh P.
President and CEO
BH Hospitality Management

San Antonio, TX Houston, TX

World Cinema 
Feature Properties
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About AAHOA 
This Month5Things

to Know

IN THE KNOW
  2-MINUTE READING TIME

1 2

5
3
4

REGIONALS SEASON IS NOW UNDERWAY.
AAHOA launched its 2022 Regional Conference & Trade Show schedule with a 
bang last month. Our regionals give attendees access to top vendors, incred-

ible networking opportunities, and region-specific industry 
updates you can’t get anywhere else. These events are open 

to all hotel owners, even if you’re not already an AAHOA 
Member, and you can attend as many as you like. For 

more information and to sign up to 
join us for a regional this year, check 
out AAHOA.com/2022Regionals

FORE! AAHOA CHARITY GOLF 
TOURNAMENTS HIT THE GREENS.
AAHOA’s 2022 Charity Golf Tournament schedule 
teed off last month and continues this month with 
the Southwest Charity Golf Tournament on June 7. 
We invite players and sponsors to join us as we come 
together to support local charities and ongoing 

COVID-19 relief efforts. It also will be 
a great opportunity to network 

while enjoying a beautiful day of 
competitive golf at some of the 
country’s premier golf courses. 
Sign up for the event near you! 

AAHOA.com/Golf

LET’S MAKE A DEAL!
Did you know AAHOA sends weekly deals and discounts from our Industry Partners exclusively for AAHOA 
Members? We took your feedback to heart and combined their specials into one weekly Vendor Digest, which is 
chock full of great offerings. Not subscribed? Simply update your communication preferences in MyAAHOA.com 
and opt in so you don’t miss out! You also can check out the online Vendor Directory for a complete list of 
AAHOA’s Industry Partners. AAHOA.com/Vendors

JOIN US FOR THE ALIS SUMMER 
UPDATE SERIES.
Make plans to join us in Nashville and Dallas this 
month as we cover views from the boardroom and 
hotel development. AAHOA is proud to co-host 
and collaborate with Davidson Hotels & Resorts 
in Dallas and Virgin Hotels in Nashville on these 
impactful events. There’s still time to register at 
Burba.com/ALISsummerupdate.

AAHOA WELCOMES NEW PRESIDENT & CEO.
Last month, AAHOA welcomed new President & CEO Laura 
Lee Blake back to the AAHOA family. Blake has been an attor-
ney for more than 25 years and brings decades of experience 
in the fields of law, government, business, and academia 
to AAHOA. But she isn’t a newcomer to the orga-
nization. Blake previously worked for AAHOA 
for nearly 10 years, from 2005 to 2014, and 
says it was one of the highlights of her career. 
AAHOA.com/About-AAHOA/News.
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LETTER FROM THE CHAIRMAN 2-MINUTE READING TIME

As your newest 
Chairman, it 

remains a top 
priority for me 
to continue to 

ensure AAHOA’s 
franchise 
relations 

efforts and 
communications 

remain 
essential for 

the association 
and all our 
members.”

Level the playing field  
for everyoneNISHANT (NEAL) PATEL,  

CHO, CHIA 
AAHOA CHAIRMAN (2022-2023)

IN 1998, AAHOA IDENTIFIED CERTAIN BEST PRACTICES FOR THE HOSPITALITY  
franchise system. AAHOA called those best practices the 12 Points of Fair Franchising (“12 Points”).

Those best practices were established nearly a decade after AAHOA was created. 
And for good reason. Since then, AAHOA has consistently updated the 12 Points to 
reflect business changes and the long-term, mutually beneficial relationship between 
industry franchisors and franchisees. As a young hotelier watching my parents try to 

make it in America, I know how important the relationship between industry franchisors 
and franchisees is.

Earlier this year, AAHOA again revised the 12 Points of Fair Franchising to continue our 
mission and commitment to educating AAHOA Members, and help fulfill our vision to be 
the foremost advocate and resource for America’s hotel owners.

The newly updated 12 Points reflect the current business landscape and the long-term, 
mutually beneficial relationship between industry franchisors and franchisees. The revised 12 
Points continue this mission as an educational primer for hospitality franchisors and AAHOA 
Members (current and future hospitality franchisees) to discuss and use to continue design-
ing, developing, and implementing best-in-class, mutually beneficial franchise systems.

As your newest Chairman, it remains a top priority for me to continue to ensure AAHOA’s 
franchise relations efforts and communications remain essential for the association and 
all our members.

If you haven’t already, I encourage you to familiarize yourself with the updated 12 Points 
of Fair Franchising guide at AAHOA.com/12Points and share it with your network.

Regardless of whether you are a franchisee or not, you can help educate our members 
on franchising best practices and the advantages of this exciting path to entrepreneurship.

AAHOA is a team. A family. And I know the best is yet to come.
Thank you for placing your faith in me. 	 ■

Don’t miss out
Be sure to visit AAHOA.com/12points for a compre-

hensive look at this revised set of benefits/ Amd. to hear 
directly from the AAHOA Members who served on the 
12 Points of Fair Franchising Ad Hoc Committee that 
created this set of best practices, check out the article 
starting on p20.
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PARTNERSHIPS
for your life

Everyone has different needs, 
and we understand that

At Legendary Capital, we know that  
everyone’s journey happens at a different pace 
and for different reasons. Your needs come first 
when you choose us as a partner, and we tailor 
our strategies to make your life easier. 

Get the most out of what you’ve worked so 
hard for with Legendary Capital. Scan the QR 
code or visit us at legendary.bz/partners2 to 
find out what our partners mean to us.

legendary.bz/partners2 
1635 43rd Street South, Suite 205  |  Fargo, ND 58103  

701.566.8660

1068611_Legendary.indd   1 28/03/22   2:09 PM
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  2.5-MINUTE READING TIME
GOVERNMENT AFFAIRS

On the battleground
Tennessee hoteliers take on short-term rentals
by SEAN GROSSNICKLE
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HOTELIERS OPERATE IN A 
competitive industr y 
home to dozens of fran-
chise brands, independent 
properties, online travel 
agencies, and short-term 

rentals (STRs). Many AAHOA Members are 
first- and second-generation hoteliers run-
ning businesses that vie for market share in 
the same town where friends and families 
run their own lodging establishments.

In recent years, STR platforms facilitated 
a boom in the home-sharing market. As 
these platforms have grown, so too have 
their efforts to influence state and munici-
pal policy. AAHOA’s state and local govern-
ment affairs teams have worked coast to 
coast on advocacy campaigns to ensure a 
level playing field with STRs. And when STRs 
poured thousands of dollars into lobbying 
the Tennessee General Assembly in March 
2022, local AAHOA Members got engaged.

The issue arose when House Bill 645 
passed through Tennessee Senate and 
House Committees. While it was making 
the rounds, the legislative sponsor added 

last-minute amendments, drawing a 
groundswell of opposition. HB 645 intended 
to take the authority of short-term rental 
properties away from Nashville and hand it 
over to the state. For residents of Nashville, 
this legislation threatened to strip the city 
and neighborhood organizations of their 
authority to regulate the quantity and loca-
tion of STR properties. And for hoteliers, 
the bill would have placed STRs outside of 
the local tax and regulatory oversight their 
properties are subject to, creating an unfair 
competitive advantage.

GROUND ZERO
The bill was focused on the city of Nashville, 
a vibrant cultural centerpiece of Tennessee 
and home to a lucrative tourism market. 
According to www.data.nashville.gov, a 
site run by the Metropolitan Government of 
Nashville and Davidson County, Tennessee, 
the city has issued nearly 13,000 short-term 
rental permits. While the bill was targeting 
Nashville, it would have set precedent for 
similar legislation to preempt the authority 
of other cities and towns across the state.

AAHOA partnered with Hospitality 
Tennessee and other local organizations 
to communicate HB 645’s damaging provi-
sions to members of the General Assembly. 
AAHOA Members on the ground played 
a critical role in educating Tennessee’s 
elected officials. They reached out to 
their legislators, encouraged others to 

take action, and made their voices heard. 
Working together, AAHOA Members sent 
more than 400 letters to the Tennessee 
legislature. The bill was defeated in com-
mittee by a vote of 18 to 1.

Janak (Jay) Patel, a Tennessee-based 
AAHOA Member, was one of the dozens of 
hoteliers driving the grassroots campaign 
forward. “Airbnb touts their platform’s 
tax revenue in the hallways of the General 
Assembly as a justification to strip our cit-
ies’ ability to regulate the lodging industry,” 
Patel said. “Hoteliers are living here, run-
ning our business here, and we are making 
sure our concerns are being taken seriously. 
AAHOA Members really rose to the occasion 
to oppose this bill and we’ll be on top of the 
issue again should it come up next session.”

As the STR platforms try to advance their 
legislative agendas, it is imperative that 
state, local, and municipal governments 
maintain the ability to tax, regulate, and 
manage STRs in their communities. AAHOA’s 
Government Affairs team is dedicated to 
ensuring our members can own and operate 
their businesses on a level playing field.�■
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THE C-SUITE

How the  
industry can  
supercharge the path  
toward the American Dream
by RAVI PATEL

The hospitality model  
of

 America
growth for

S OUR INDUSTRY CONTINUES 
to navigate the impacts of 

COVID-19, labor shortages, 
rising inflation, and volatil-

ity within the major eco-
nomic systems across the 

globe, hoteliers and industry insiders have 
been left searching for answers. Executives 
have been forced to move beyond the bal-
ance sheet and into the space of building 
the future they wish to see.

Imagining a new way forward takes 
courage and requires us to leverage the 
economic power of the hospitality indus-
try to provide wider and more efficient 
pathways to the American Dream, giving 
associates the financial security needed 
to thrive and the sparks of inspiration to 
change the world.

An estimated 52% of Americans live in 
the middle class. With income inequality 
growing and inflation on the rise, workers 
are falling further behind and the American 
Dream is becoming less attainable.1 The 
promise of America feels more and more 
out of reach.

FIXING WHAT’S BROKEN
As we know, this hasn’t always been the 
case. Like many of you, when my family 
immigrated to America, we came from 
very humble beginnings. The small motel 

we owned and operated in Mena, AR, was 
also our home. Through hard work and 
determination, we were able to grow our 
small family business into one of the fast-
est growing privately held hotel groups in 
America. And while we take pride in our 
story and believe strongly in the miracle 
of capitalism, we know this kind of upward 
mobility for many Americans is rare and 
the systems that made our rise possible 
are in disrepair.

Since the strength of our economy 
determines the limits of our possibilities 
to change the world and workers are the 
foundation of our economy, it follows 
that without human capital, there is no 
financial capital. And without capital – the 
basic currency of the global economy – 
our ability to enact sweeping change is 
diminished.

This is where the hospitality model of 
growth can be a gamechanger. The model 
is quite simple. At its most basic level, it 
maintains that the more social cohesion 
we achieve through equitable economic 
growth and financial security, the more 
prosperous we will become as a nation. 
This is not a political philosophy, but 
rather a simple formula for meaningful 
progress.

Culture, arts, and entertainment prop-
erties like The Chauncey in Iowa City are 

superhubs for creative collisions, the 
serendipitous meetings that happen fre-
quently in creative spaces where people 
gather. At the Chauncey, Hawkeye Hotels 
has a mixed-use development catering to 
the community by offering hotel guests the 
ability to engage via a coffee shop, local 
not-for-profit movie theater, bowling alley, 
and arcade.

THE TIES THAT BIND
In the coffee shops, and open-floorplan 
dining and work areas that give this new 
class of hotel vibrancy, diverse groups of 
people can connect and exchange ideas, 
develop new solutions, or begin to restore 
the social bonds between us that have 
frayed during decades of division. Creative 
collisions allow guests and Hawkeye’s staff 
to engage in a coworking environment. As 
the hospitality industry adjusts to a new 
work-from-home hybrid model, we believe 
projects like this will attract more guests 
and fuel more travel in general.

It’s in our interest as hoteliers to ensure 
these culture, arts, and entertainment 
properties remain populated by doing our 
part to construct them with intentional 
creative design and drive the economy. 
It’s in our interest as a country to learn 
the deeper lesson behind this seemingly 
innocuous model of growth.
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  5-MINUTE READING TIME

We already are proving that when we 
empower workers with clear pathways for 
advancement, we provide a considerable 
portion of Americans with financial security 
and hope for the future. And as we invest in 
hotel concepts that facilitate creative colli-
sions, we provide the fuel for the innovation 
needed to solve the hard problems we face. 
This is how conscious capitalism can drive 
prosperity and ultimately become one of 
the most effective forces for good the world 
has ever seen.

As the coming generations of business 
leaders begin to accumulate more 
wealth, the responsibility to soci-
ety becomes more apparent and 
more urgent than ever. What 
better way to leverage the 
power of capital than by 
investing in the renewal 
of the American 
Dream, making it 
possible for all 
people.	 ■

REFERENCE
1.	 Kochhar, Rakesh. 
“The American Middle 
Class Is Stable in Size, 
but Losing Ground 
Financially to Upper-
Income Families.” Pew 
Research Center, 2016.

At its most basic 
level, it maintains 

that the more 
social cohesion 

we achieve 
through equitable 
economic growth 

and financial 
security, the more 

prosperous we will 
become as  

a nation.”

But wait,  
there’s  
	more!

To hear more from  
Ravi Patel, head over to  

www.TodaysHotelier.com 
for a web-exclusive one-on-

one Q&A with this industry 
veteran where we discuss a 
range of topics you won’t 

want to miss.

Ravi Patel, President, 
Hawkeye Hotels
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by LARRY and ADAM MOGELONSKY

While you may feel the big hint within that question 
means scrutinizing your franchisee agreement and 
potentially changing flags, that’s not the intent. Rather, 
the goal should be getting the most out of your brand, 
and there are numerous ways to deepen your relation-
ship to maximize success, particularly by focusing on a 
few key areas.

A BITTER PANDEMIC AFTERTASTE
Many franchisees felt pinched by what they perceived 
as unnecessary and onerous brand mandates related to 
mitigating COVID-19, often with increased costs borne by 
the properties. This created lingering distrust and ten-
sion that both sides must first work to repair before going 
about setting the stage for a prosperous decade ahead.

“Both sides need to start by being more upfront, 
honest, and transparent,” commented Mark Hope, vice 
president of development and revenue strategy at Coast 
Hotels, when discussing the motivations behind the 
brand mandates during the pandemic. As further back-
ground, Coast Hotels is a boutique, upscale brand with 
40-plus flags spread across the West Coast in Canada 
and the United States, from Hawaii and California to 
Alaska and the Yukon.

“Without question, mandates need to be explained 
as to how, why, and when,” Hope continued. “Mandates 

shouldn’t be dropped in the laps of franchisee on an over-
night basis. They should be done on a realistically planned 
and timed basis. Sometimes there needs to be some 
wiggle room based on the specific franchise. I always 
look at multiple perspectives – from the guest, from the 
brand and from the owner’s capital spend with an ROI 
component. And I explain it from that viewpoint.”

What should be stressed from the brand side of things 
is the importance of timing with any mandate. For Coast 
Hotels, for instance, it may be easier to coordinate a 
rollout plan for only 40 hotels where only 30 are fran-
chised – with some having multiple owners – and there’s 
enough bandwidth to talk each through the pending 
change. However, this gets tougher for bigger fran-
chise companies that have hundreds or thousands of 
licensees to guide.

While the ball is still in the brand’s court to act more 
transparently coming out of the pandemic as a means of 
instilling trust, property-level operators would be wise to 
stay attuned to incoming brand directives and be proac-
tive in maintaining a regular rapport.

Hope suggested we treat the relationship like a dance. 
The tempo goes up and down on repeat. With amenity 
creep and technology creep bound to accelerate, it’s time 
for the brands to temporarily slow down and listen to the 
greater franchise communities before righting the ship.

THE POST-PANDEMIC LANDSCAPE FOR HOTELS IS ONE OF CHANGE, WITH DIRECT IMPACTS ON  
nearly every department. Given how fast the world moves and how quickly guest behavior is evolving, 
many owners and management companies are understandably questioning their relationships with their 
brands. The question of all questions to ask yourself is whether your brand is aligned to help your hotel 
increase revenues, preserve the bottom line, and grow asset value during the transitional decade ahead?
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  13-MINUTE READING TIME

Finding the keys to a healthy 
hotel brand relationship can 
put everyone on the path  
to success
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1
Ultimately, you’re the customer and the 
buck stops with you. Customers have rights 
and brands are there to serve your needs. 
This starts by asking. Prepare a list that 
brings together needs from every depart-
mental head and invite your regional brand 
manager to the property for executive com-
mittee to address each.

For starters, ask your territory rep for 
similar properties in the region and get 
introductions so you can share information 
and learnings with like-minded colleagues. 
Concurrently, your brands should be able to 
provide you with market intelligence with 
particular information pertaining to current 
issues such as how best to navigate labor 
shortages.

There also are technology considerations 
that require the industry to move at full 
throttle to stay ahead of evolving demands 
and cost-cutting automations. Typically, 
brands are the vanguards of new tech, but 
they should move faster to promote and 
push these to the franchise level. Ask what 
new products are brand-approved and how 
quickly they can move to make introduc-
tions or assist with on-prem setup.

Again, it’s about asking and receiving. 
Review how your property is displayed on 
the brand website, any other vanity URLs 
beyond your direct purview, and on the 
brand’s social media accounts. If there are 
issues, make a list and tackle them with the 
regional brand manager’s team. Moreover, 
brands should support your media efforts 
by lining up press coverage at a regular 
chip or advertiser deals. If they aren’t, find 
out why.

2
Let’s say you had an upcoming job inter-
view. Ideally, you would research the pro-
spective company, its competitors, and the 
entire industry. This shows preparedness 
and will make you shine as the best candi-
date who’s wholly worthy of the company’s 
endorsement. The same principle can be 
applied to your brand relationship.

Due diligence means interviewing opera-
tors currently part of the brand cohort. 
Ask how the brand supports their regional 
efforts, how the brand responds to their 
needs, and the degree to which the brand 
proactively helps in data mining. While 
brand cannibalization is always a concern, 
realistically there are bigger fish to fry and 
it serves you best to be a consummate stu-
dent in your brand as well as the specific 
tactics that have proven fruitful for other 
local franchisees.

Being proactive also means educating 
yourself on everything the brand has to 
offer, including informational webinars 
your team members can attend, online 
courses that may also offer performance 
accountability, and regional or national 
conferences that can serve as motivational 
tools for managers. Do your homework 
and review your co-op plan so you come 
back with thoughtful requests from your 
regional brand manager. Take advantage of 
any training programs offered and partici-
pate in brand-related activities including 
sales missions.

As previously mentioned, any issues 
related to new tech solutions that are ready 
to implement, problems with the website 
and media relationships will require you 
to first audit then summarize the situa-
tion before addressing it with the brand. 
They aren’t mind readers, but if you bring 

ACT AS A 
CUSTOMER

While the ball is 
still in the brand’s 
court to act more 

transparently 
coming out of the 

pandemic as a 
means of instilling 

trust, property-
level operators 

would be wise to 
stay attuned to 

incoming brand 
directives and 

be proactive in 
maintaining a 

regular rapport.”

1059130_Hotel.indd   1 21/01/22   6:08 PM

ACT AS A 
CANDIDATE
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moves and the other countermoves. But 
perhaps it should be framed as a healthy 
marriage, where any dislike is brought for-
ward with compassion and disagreements 
are tackled constructively.

“The brand should focus on detailing 
and explaining why mandates are still rel-
evant for a flagged property. Like being 
married, it is about managing the evo-
lution of the relationship and therefore 
finding ways to tweak then enhance the 
partnership for the benefit of all parties,” 

said Nicholas Messian, general manager 
at the Algonquin Resort, a 233-room 
property that’s a member of Marriott’s 
Autograph Collection located in New 
Brunswick along the Bay of Fundy close 
to the Maine border.

Illustrating the first point about trust, 
Anil Taneja, managing director of the 
Palm Group, a management company 
with multiple branded and independent 
properties, said, “Transparency on why 
you can or cannot do something to your 
asset is key, but this will only buy you 
time with the brands. The better the 
brand, the stronger its ability to dictate 
without compromise. The more units a 
brand has, the more infrastructure it has 
behind it to enforce their mandates. If you 
want ultimate flexibility within the brand 
framework, then a soft or newer brand is 
the way to go.”

Do the dance. Be an active customer. Be 
a worthy job candidate. And if the relation-
ship still isn’t working after you’ve put in 
the necessary work, then and only then is 
it time to consider going in another direc-
tion. This should, of course, be considered 
a last resort but brands evolve and there 
often is an emerging sub-brand within 
your current house of brands that may bet-
ter fit your target customer, especially in 
the post-pandemic world where so much 
about travel has changed within such a 
short period of time.� ■

Together, Larry and Adam 
Mogelonsky represent one 
of the world’s most 
published writing teams in 
hospitality, with more than 
a decade’s worth of 

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

ACT AS A PARTNER

forward your concerns in a clearly outlined 
document, it’s hard not to generate a pro-
ductive discussion with helpful follow-up 
actions on their part.

3
It’s clear that cultivating a better relation-
ship between brand and franchisee will 
always be a dance, where one partner 

personalized  
support and training

Ravi Master
Owner, Scottish Inns 

Locust Grove, GA
Family member since 2016

delivers
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“ My Assurance & Marketing Program 
director truly cares about me and 
my hotel. I’ve never experienced 
this before from a hotel franchise.”
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FEATURE

Educating AAHOA Members on mutually  
beneficial franchise systems
by HEATHER CARNES

IN 1998, AAHOA IDENTIFIED CERTAIN BEST PRACTICES FOR THE HOSPITALITY FRANCHISE SYSTEM. THOSE BEST PRACTICES 
were called the 12 Points of Fair Franchising (“12 Points”), and AAHOA has continuously updated them to reflect business changes 
and the long-term, mutually beneficial relationship between industry franchisors and franchisees.

Because of the changing business 
environment post-COVID-19 and the 
ever-evolving need to educate AAHOA 
Members, AAHOA recently revisited the 
12 Points, reviewing them carefully to 
ensure they’re relevant and reflective of 
industry changes and evolution.

The revised 12 Points continue 
AAHOA’s vision to be the foremost 
resource and advocate for America’s 
hotel owners by acting as an educa-
tional primer for hospitality franchi-
sors and AAHOA Members (current and 
future hospitality franchisees) to discuss 
and use to continue designing, devel-
oping, and implementing best-in-
class, mutually beneficial franchise 
systems.

Access the  
Educational Primer

Download AAHOA’s 
12 Points of Fair Franchising 

by scanning the  
QR code below or visit  
AAHOA.com/12Points  

to learn more.

This month’s issue is all about fran-
chising, so let’s take a deep dive into 
the 12 Points with AAHOA Members 
who served on the 12 Points of Fair 
Franchising Ad Hoc Committee, which 
was responsible for updating and revis-
ing the 12 Points along with the help, 
support, and input of the AAHOA Board 
of Directors.

*Due to space 
considerations, this is 
a condensed version 
of  the conversation. 
For more insight, 
be sure to visit 
the web-exclusive 
expanded version on 
TodaysHotelier.com.

AAHOA 
of Fair Franchising

AAHOA recognizes that brands are 
business partners and hopes to continue 
the best-practice franchise approach 
consistent with the spirit of the updated 
12 Points.
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Why was it essential for the 
committee to review and 
revise the 12 points?

Bharat Patel, CHO, 
CHIA, AAHOA  

Vice Chairman: 
The 12 Points 
have served as the 
“gold standard” for 

franchising in our 
industry and other fran-

chise-based industries. Even 
Congress has used our 12 Points to con-
sider various franchising laws and rules. 
The updated 12 Points arm our members 
with better information and education 
when negotiating with brands.

Dr. Jay S. Patel, Author 
(“Franchising 

Is it Fair? How 
to Negotiate 
an Equitable 
Franchise 

Agreement”) and 
AAHOA Franchise and 

Industry Relations 
Committee Past Chair: 
Many AAHOA Members, including my par-
ents from the first generations, lacked the 
knowledge to read and understand fran-
chise agreements. Our second and third 
generations are much more educated and 
sophisticated and better understand what 
they’re signing. The 12 Points help guide 
prospective and current franchisees on 
equitable franchise agreements.

Vimal Patel, Founder 
and CEO, QHotels 

Management: 
The entire busi-

ness model changed 
during the past 

decade. We need 
updates and revisions that 

meet today’s business criteria so hoteliers 
can educate themselves and make sound 
business decisions before investing with 
brands.

Keith Miller, 
Principal, 

Franchisee 
Advocacy 
Consulting: 

Keith Miller: To 
succeed as a brand 

and sustain that suc-
cess long term, both the franchisees and 
franchisors need to realize good returns 
on their investments. The 12 Points put a 
stake in the ground and provides a frame-
work for what AAHOA defines as best-in-
class practices to make both sides better 
and stronger long term.

The 12 Points 
have served as the 
“gold standard” for 
franchising in our 
industry and other 
franchise-based 
industries.”

Why are 
the 12 Points 
important for 
AAHOA Members and 
brand partners?

Rahul Patel, 12 Points 
of Fair Franchising 

Committee Chair 
and AAHOA Florida 
Regional Director:

The 12 Points 
are vital in bring-

ing balance, aware-
ness, and education to 

the franchisee-franchisor relationship. We 
can’t do business without each other. A 
fair relationship with mutual understand-
ing contributes to financial success on 
both sides.

Navnit Patel, RPh, 
CHO, Principal, 

Marquee 
Hospitality: 

This is a long-
term partnership 

between A AHOA 
Members and Brand 

partners. It’s mutually beneficial for both 
to understand each other’s goals and 
collaborate to achieve success for both 
parties.

  6-MINUTE READING TIME
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Which specific point do you think is the most important for 
AAHOA Members to pay attention to and why?

Sandip C. Patel,  
CEO, Crossroads 

Hospitality, Inc.: 
Sandip C. Patel: Every 

point addresses an 
important and unique 

protection, but mem-
bers should be especially 

familiar with point No. 2, 
which addresses the geographic area of 
protection. This is essential today, as more 
brands are introduced and compete for the 
same demographic customer. The look 
and amenities of these new brands may 
be different, but they’re diluting market 
share for each other. For example, they’re 
drawing reservations from the same online 
system. That impacts and can detract from 
our bottom line, so we need to understand 
how we’re protected as owners.

Akshat Patel, Former AAHOA North Carolina  
Regional Director: 

Akshat Patel: Point No. 1: Termination rights and 
LDs. Members should be aware of and educated 
on their or brand’s termination rights and the LDs 
they will pay if terminated or if a member decides 

to switch brands.

How do the 12 Points work 
together to paint a cohesive 
picture?

Bharat Patel: Hotel owners know there 
isn’t just one formula for success. That’s 
because our business is part art and part 
science. The science is numbers, while the 
art is instinct. Everyone puts those factors 
together differently because everyone has 
different opportunities and challenges.
Vimal Patel: The 12 Points pinpoint which 
hotel brands fit the criteria in a particu-
lar market with that franchisee. This way, 
AAHOA Members can assess their options 
and are not pressured in signing a contract 
with a specific brand.

Lina Patel, CHO,  
Female Director,  

Eastern Division: 
Today, the bridge 

between us has stabi-
lized in understanding 
each other’s needs. 

The current 12 Points are 
mainly for newcomers enter-

ing the industry. All points have 
been negotiable and utilized by many mem-
bers. We’re all here to make money, save 
money, and invest in our future.
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Akshat Patel: Educate members on the 
importance of the 12 Points, so when mem-
bers sign any franchise agreement, they 
know what to look for. Make working relation-
ships stronger and work together with brands 
to achieve the maximum possible 12 Points.

Navnit Patel: I’d like AAHOA to have a mean-
ingful and transformational dialogue with 
the brands to help members and brands 
achieve long-term success. Continue to 
have the 12 Points at the forefront; don’t 
let them fade away.

Why do you personally  
support the 12 Points?
Rahul Patel: AAHOA Members are com-
pletely invested in the hotel industry; it’s 
what made us financially successful in our 
ongoing pursuit of the American Dream. 
If these mutually beneficial relationships 
aren’t successful, we’ll face a serious crisis 
as an industry. However, on the contrary, 
if we’re successful, our industry will see a 
new era in which both parties will achieve 
success, growth, and collaboration, now 
and into the next generation.

Sandip C. Patel: Anything good for owners 
should also be good for brands – and our 
whole industry. The 12 Points are an essen-
tial guide in ensuring brands consult with 
owners, not just making mandates. AAHOA 
can be proud of our leadership and prog-
ress on fair franchising, but we shouldn’t 
be satisfied.

Keith Miller: The reintroduction of the 12 
Points is a transformational moment in the 
lodging industry. It’ll also shine a light on 
the franchise industry to bring new focus to 
the mutual need for success – a measuring 
stick, so to speak. Hopefully, this is just the 
beginning of a transformation in the overall 
franchise industry.� ■

What do you want to see 
AAHOA accomplish with the 
revised 12 Points?
Dr. Jay S. Patel: It’s an educational primer. 
Franchisees have longed to have the principle 
guidelines on what they should negotiate. One 

may never get all 12 Points in a franchisee’s favor, 
but both sides will come to a mutually agreeable 

partnership by discussing each point and negotiat-
ing on a case-by-case basis. I’m confident most, if not 

all, franchisors will lean toward some of the 12 Points.

Anything good for 
owners should also be 
good for brands – and 
our whole industry.”

2 4   | JUNE 2022 | TODAYSHOTELIER.COM

http://TODAYSHOTELIER.COM
mailto:info@matrix-furniture.com
http://www.matrix-furniture.com
mailto:info@matrix-furniture.com
http://www.matrix-furniture.com
http://www.matrix-furniture.com


FEATURING

Easily orchestrate your front desk, 
housekeeping, and maintenance processes 
from wherever you are.

Need help doing more with less staff?
Want to train new team 

members in hours not days?  

19
ARRIVALS

90%
OCCUPANCY

3
DEPARTURES

Add the VM+ PMS to your team to make 
turnover less painful and fill rooms faster!

REVENUE MANAGEMENT

GUEST TEXTING

MOBILE APP

CHANNEL MANAGEMENT

BOOKING ENGINE

Ready to put us to work?  
sales@visualmatrix.com

SEE HOW IT WORKS:
visualmatrix.com/demo

vmmop.com

1067245_Visual.indd   1 16/02/22   11:21 PM

mailto:sales@visualmatrix.com
http://visualmatrix.com/demo
http://vmmop.com
http://visualmatrix.com/demo


TRENDS

In search 
of certainty

Are bridge loans the  
right choice for 

challenging times?
by PETER BERK
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THE TYPES OF FINANCING AVAILABLE FOR HOTELS ARE SIMILAR TO THE FUNDING AVAILABLE FOR OTHER  
types of commercial real estate – construction loans, permanent loans, mezzanine financing, and bridge loans. 
The specific type of loan a hotel owner chooses depends on where the asset is in its life cycle as well as the busi-
ness plan for the asset. Is this a long-term generational hold? A short-term fix up and flip? A medium-term hold to 
achieve a specified return objective and sell? These answers are crucial in the decision-making process now more 
than ever. As we emerge from the pandemic and the most challenging environment our industry has ever faced, 

most hotels are not yet stabilized and many could benefit from the flexibility a bridge loan offers. A bridge loan is a generic term 
that can take many different forms. It can have a term as short as six months or as long as five years. After a five-year term, most 
loans are categorized as permanent. Let’s look at three advantages of a bridge loan.

KEEPING CURRENT  
WITH RENOVATIONS

Recently renovated hotels with 
the most up-to-date technol-
ogy and décor will continue to 
be a popular choice for guests, 
and they’ll pay a premium to 
stay there. Lenders know this 
and want to make ensure own-
ers have the money to fund 
refurbishment and modern-
ization. After all, if the cash 
flow and value of your prop-
erty increases, it makes for a 
safer, more-secure loan for 
the lender. You are both on the 
same team in terms of value. 
Having a floating-rate loan 
allows the lender to respond 
to new brand standards and 
market demands for what-
ever the latest trend may be. 
A bridge loan enables lenders 
with the flexibility to increase 
loan proceeds if they choose 
to, also permitting the owner 
to take advantage of the latest 
and greatest trend, thus driving 
revenue to the hotel that might 
have gone elsewhere.

Times may be uncer-
tain, but hotel owners 
can count on floating-rate 
loans to come in all differ-
ent shapes and sizes and 
there are myriad options 
to choose from. A sea-
soned loan advisor can 
show you many different 
types of bridge loans to 
see what the best fit is for 
your property.� ■

Peter Berk 
is president 
and 
founder of 
the Hotel 
Finance 

Group at PMZ Realty Capital 
LLC. His primary 
responsibilities include 
raising debt and equity 
capital for hotel owners. In 
that capacity, he has 
financed in excess of $2 
billion worth of hotel assets 
for both entrepreneurial 
and institutional clients 
representing more than 
20,000 hotel rooms.

NEW BRIDGE LENDERS 
ENTERING THE SPACE

As the other major commercial 
real estate asset classes face 
their own unique challenges, 
lenders increasingly turn to 
the certainty of hospitality 
cash flows. The experience of 
staying in a hotel cannot be out-
sourced or ordered online. This 
has driven many new lenders to 
the hospitality space looking to 
deploy capital. From a lender’s 
underwriting perspective, it’s 
relatively easy to underwrite 
hotel cash flow based on his-
torical performance and leisure 
and business travel trends. As 
more lenders come into the 
space, the old adage of “com-
petition beats negotiation” is 
very much alive. Interest rates 
have come down to the low and 
mid 5% range for non-recourse 
loans and remain even lower 
for recourse loans. Although 
bridge loans often float over 
various floating rate indexes 
(SOFR, LIBOR), and those rates 
will likely rise, inflation in the 
average daily rate (ADR) should 
also increase, thus offsetting 
the increase in the interest cost.

1 2 3
MAXIMUM FLEXIBILITY 
FOR UNCERTAIN TIMES

At the moment, we have COVID 
moving from pandemic to 
endemic, inflation at decades-
high levels, and a war raging 
in eastern Europe. These are 
unique circumstances that 
warrant careful evaluation 
when considering financing. 
By nature, a bridge loan is a 
short-term loan that allows for 
maximum flexibility in terms of 
prepayment and structuring. 
This structure empowers you 
to use various financial tools: 
swapping all or a portion of 
the loan to a fixed rate for a 
stated period of time; paying 
off the loan in whole or in part 
early; even upsizing the loan if 
business conditions warrant. 
Typically, bridge loans are held 
on the books of lenders and not 
sold in the capital markets, so 
the person who makes the loan 
also can help you make loan 
modifications. In this uncertain 
world, that lifeline on the other 
end of the phone will be a criti-
cal resource to ensure the loan 
matches the current business 
climate for your hotel.

  3.5-MINUTE READING TIME
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TECHNOLOGY

DESPITE SOME GROWING 
PAINS AND EARLY STAGE 
QUESTIONS ABOUT FEA-
SIBILITY, IT’S CLEAR 
ELECTRIC VEHICLES (EVs) 
are here to stay. Almost 

every major car manufacturer has pledged 
to transition to fully electric product lines. 
GM and many others have set their sights 
on 2035 to go fully electric, while more-
ambitious manufacturers like Mercedes-
Benz plan to be carbon neutral by 2025.

your hotel
The future of EVs  

in hospitality
by HOOMAN SHAHIDI
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Regardless of any manufacturers’ plans, 
there soon will be many people, and 
therefore many hotel guests, driving EVs. 
Professionals in the hospitality industry 
who want to continue to ensure the best 
home-away-from-home experience will 
need to account for the evolving needs of 
EV-driving guests.

But the potential impact of EVs and EV 
chargers on the hospitality industry goes 
well beyond fulfilling guest demand for 
EV charging. Hospitality has a paradigm-
shifting opportunity to benefit from and 
help lead the massification of EVs.

THE COMPETITIVE  
ADVANTAGE OF EV
The hotels quick to install EV chargers will 
have an obvious advantage in appealing to 
EV drivers seeking lodging. EV screens dis-
play maps of nearby charger locations, and 
if a hotel offers an EV driver the chance to 
charge up overnight, that’s where they’re 
going to stay. But it’s not just EV own-
ers. Rental car 
companies are 
also commit-
ting to transi-
tioning their 
fleets to EVs. 

Adequately addressing this increasing 
demand means not just retrofitting exist-
ing hotels, and possibly removing parking 
spaces, but designing future hotels to best 
take advantage of EV chargers.

However, merely having chargers on-
site will quickly become table stakes for 
hotels. To be genuinely competitive will 
require offering the most frictionless expe-
rience, which means fully integrating your 
EV amenities into the guest journey. Just 
as guests currently reserve a parking space 
at the time of booking, they should just as 
easily be able to secure a charging station 
that will be seamlessly integrated into their 
experience, with charges automatically 
billed to their room.

Ensuring guest satisfaction also requires 
due diligence when it comes to partner-
ing with EV charger providers. Not all 
charging stations offer the same friction-
less experience or compatibility across 
EV manufacturers. Guests won’t want a 
lengthy account signup process or wor-

ries about the charger 
they reserved not func-
tioning or not being 
compatible with their 
particular EV. If charging 

isn’t reliable and pain-free, they will stay 
somewhere else.

FURTHER REVENUE POSSIBILITIES
Hospitality is uniquely suited to position 
itself as an integral part of the infrastruc-
ture necessary to power an electrified 
future. Hotels can be the new Chevrons and 
BPs – meaning it won’t only be EV-driving 
guests charging at hotels and generating 
revenue, but all EV drivers. As demand for 
charging stations increases, cities will need 
to find places to put them. Hotels are a 
natural fit.

As EV adoption spreads, drivers’ habits 
will evolve. Just like we take the opportu-
nity to charge our cell phones throughout 
the day instead of waiting until they die, EV 
drivers will top off their charge while doing 
other things like working, exercising, eat-
ing, etc. Instead of gas station customers 
rushing to grab a snack while they fill up, EV 
drivers can come into a hotel to have lunch, 
or enjoy a massage or other hotel services 
while they charge. Not only will the hotel 
generate revenue from the charge itself, 
but it will also see additional revenue 
streams catering to non-guest customers.

In this way, hotels have the unique 
opportunity to be the linchpins of EV mas-
sification, not only benefitting from EV 
adoption but helping to enable a greener 
future.� ■

Hooman Shahidi is the 
co-founder, president and 
co-CEO of EVPassport, the 
first technology-driven, 
electric vehicle charging 
hardware and software 

platform company. Hooman is widely 
considered an innovator and evangelist in the 
EV charging industry, helping to pioneer the 
first truly interoperable, EV charging network. 
Hooman has a unique expertise surrounding 
the future of EV charging infrastructure, 
customer engagement and the massification 
of electric vehicles. He is a sought-after 
industry speaker, advisor, and contributing 
writer. 

  3 -MINUTE READING TIME
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FINANCE

Understanding the 
importance of brand 
when financing a hotel
by RUSHI SHAH

IN THE INSTITUTIONAL CAPITAL MARKETS 
world, having an asset with predictable cash 
flow is the name of the game. When evaluating 
a debt or equity deal, capital sources are looking 
to minimize risk and need assurances the prop-
erty will deliver the expected future cashflow. 

As a result, assets lacking a brand affiliation are more 
difficult to underwrite than those encumbered by a 
franchise. Notwithstanding any market dislocations, this 
is because branded assets have a significant following 
and benefit from the constant flow of customers the 
parent company’s marketing muscle generates.

There are exceptions to this rule, however. For exam-
ple, brand and the need for a corporate reservation 
system may have less weight for high-quality assets 
and/or those located in a desirable location. Likewise, 
boutique hotels in destination markets can often garner 
attractive financing terms.

Knowing how much the brand power behind an asset 
can affect risk and return, and – to ensure there is no 
lapse in franchise – capital markets structure around 
any potential franchise expiration within the term of 
the loan. To hedge against a lapse, lenders will require 
enough capital to cover any potential brand-imposed 
performance improvement plan (PIP) requirements. In 
lieu of these upfront reserves, some capital sources will 
offer creative structures such as adding limited recourse 
or an ongoing reserve for a fixed amount through a 
cashflow sweep.

Don’t get stuck  
high and dry
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  3.5-MINUTE READING TIME

Here are four additional best practices  
to consider when pursuing financing for a property.

Invest Now to Benefit Later
Everyone involved in the transaction process, includ-

ing the brand, b-piece buyers, rating agencies, and 
lender, recognizes the importance of property upkeep 

and will encourage owners to budget 4% of an asset’s annual rev-
enues toward maintenance. Long-term data suggests that when 
the 4% is actually spent to maintain brand standards, that property 
is less likely to fail quality inspections and more likely to maintain 
high guest satisfaction. This correlation is why lenders prefer hav-
ing a reserve buffer, because assets with sufficient reserves are 
a lower risk for default. This was especially evidenced during the 
pandemic when many borrowers were allowed to draw on their 
reserves to cover mortgage payments.

Be Open to Change
Because of the importance of brand-to-asset success, 

when acquiring or refinancing a property, owners 
should negotiate the right to rebrand in the future. Not 

only should they have the ability to rebrand, they should be able 
to do so with or without the lender’s permission and to choose a 
perspective brand on the same STR chain scale. Owners facing a 
rebrand also can negotiate a debt-service-coverage ratio-testing 
holiday. This allows lenders to waive cash management testing 
until the reflagging process is completed. This structure protects 
owners from being stuck with a non-performing brand.

Consider What’s Next
One of the biggest challenges hotel owners face is 

the constant redesign and reimagining of brand stan-
dards. While innovation usually is good news for consum-

ers, upgraded brand standards throw a wrench into the financing 
process because lenders must ensure owners have accumulated 
enough capital to fund brand-imposed makeovers at price tags as 
high as $15,000 to $30,000 per key. To attract demand, extended 
stay hotels have emerged as a popular select-service segment, and 
brands are frequently adding hotels with kitchenette products to 
their portfolios.

Another popular trend is to buy a lesser brand hotel and con-
vert it to an extended stay product. Travelers appreciate having 
a kitchen, especially post-pandemic, and capital sources love the 
sticky demand and 15- to 45-day average length of stays. Extended 
stay brands also have a slower ramp up time and rely less on brand 
contribution. As quasi apartments, they also help combat our 
country’s ongoing rental property shortage.

Prepare for Success
Due to brand importance, it’s prudent to include an 
expert in any hotel financing transaction. There are 

many features that an experienced intermediary can 
negotiate. Their knowledge is especially critical addressing ele-
ments related to the franchise agreement and comfort letter, as 
these are complex tri-party agreements executed between lender, 
franchisor, and franchisee.� ■

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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BEST PRACTICES

TRAVEL MIGHT NOT BE QUITE BACK  
to pre-pandemic levels yet, but it’s 
getting there – especially for leisure 
travel.

Key metrics in the hotel indus-
try are expected to return to 2019 

levels later this year or in 2023, according to the 
latest data from Lodging Analytics Research & 
Consulting. The firm expects one important met-
ric – revenue per available room, or RevPAR – to 
increase more than 18% during 2022.

For hotel marketers, this is welcome news. It’s 
also an impetus to make sure brands are doing 
everything possible to capture their share of the 
return-to-travel market. Undoubtedly, emails cam-
paigns will play a vital role in your strategy. But, 
even if we’re approaching pre-pandemic travel lev-
els, you’re not communicating with time travelers 
from 2019. Travel has changed in the short term, if 
not permanently, and so should your messaging.

Here are three ideas for reconnecting with peo-
ple to ensure your hotel is part of their revitalized 
plans in the new era of travel.

Using email to capture  
the return of travel

by JEFF HAWS   

Bright lights, 
			   big ideas
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  4-MINUTE READING TIME

TRAVEL NOSTALGIA
Experienced online marketers are familiar 
with retention and reactivation campaigns, 
and past work can inform today’s campaigns. 

But, these aren’t your typical lapsed customers who 
were wooed away by a competitor. Many people 
simply haven’t traveled at all during the past two 
years, or they have done so without staying in tra-
ditional hotels.

Your emails shouldn’t only remind them that 
you’re still here, but why they loved staying with 
you, and why they loved to travel in general. Your 
goal is to make them remember what they’ve been 
missing.

This isn’t the time for a generic “our brand is 
great” message. Instead, tap into the emotional 
reasons why people liked staying with you in the 
first place, like great beds with luxury pillows and 
linens, room service, majestic views, or a shower 
big enough to live in.

The details are up to you based on your brand(s) 
and data, but the idea is to be human, fun, romantic, 
and experiential. Something as simple as turndown 
service or an in-room spa treatment could be just 
the thing to pique someone’s pent-up travel interest.

1

TREAT CUSTOMERS AS INDIVIDUALS
Finally, hotel marketers need to remember there are troves of valuable data to help make things personal for 
returning customers. Email is a great way to remind customers that you remember them and their preferences.

Whether that’s a high floor, a preferred amenity, a special request, or just a particular cocktail at the hotel 
bar, you can remind them it’s all still here and you still get the details exactly right.

It’s a powerful way of reconnecting with people after such a massive disruption to normal travel habits. 
“I haven’t been there in two or three years and they still remember me.”

Your competitors have the same fundamental goal of capturing the renewed surge in travel. Personalization will 
absolutely be one of the differentiators. If your competitors are doing it, you should as well, and if they aren’t, making 
things personal for people will set you apart from the crowd.� ■

Jeff Haws is a senior manager 
at MessageGears,  
and he can be reached at  
jeff.haws@messagegears.com.

3

2 THE STAYCATION EXPERIENCE
Brands have an advantage over other 
travel providers in that of loyal customers 
not necessarily needing to go far to recon-

nect. Many people may be ready to spend a weekend 
in a nice hotel but aren’t as enthusiastic about air or 
cruise travel quite yet, for example.

Staycations are a wonderful middle ground for 
people ready for a return to leisure travel but want 
to stay close to home.

Create offers and campaigns geared toward people 
staying in, or near, their home city or state. Words like 
“recharge” and “refresh” can be key, whether some-
one’s looking for a romantic couple’s weekend without 
the kids, a change of scenery from their home office, 
or a night out – and late checkout – with old friends, 
the staycation experience is an enormous opportunity.

Emphasize the features of your properties locals 
might find compelling, whether you’re showcasing 
great spaces for people working remotely, onsite 
amenities like a spa or pool, or tie-ins to area events.

Your emails can land with even more impact when 
paired with enticing offers, such as bonus loyalty 
points for local stays or a credit for a future stay in a 
different city.

Each of these ideas are easily attainable. Technology is great, but you don’t 
necessarily need bleeding-edge solutions to do this now. You need the data 
and content, including images. You also need to be able to access and pull 
from that data and relevant content. And that’s really it.

People are beyond ready to get back out there, and hotels are uniquely 
positioned to capture that interest. Make sure you can say the same about 
your emails.
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your edge

IT’S NO SECRET THAT 
brands have countless 
resources at their dis-
posal. As independent 
hoteliers, it can feel like 
David battling Goliath, 

but there are ways indepen-
dent properties can position 
themselves in the market 
for the greatest chances of 
success.

But, it’s important to under-
stand that going indepen-
dent is not the right move for 
everyone. The first step on this 
journey should be conducting 
feasibility studies to determine 

whether going independent is 
the right move for you. Critical 
tools such as market area anal-
ysis, supply/demand analysis, 
and projection of income/
expenses will help you better 
evaluate the risks and potential 
rewards of operating an inde-
pendent property in a certain 
area.

Information in hand, a 
key factor to consider when 
launching any business venture 
is differentiation. Competitive 
advantages are all the things 
we either do better than the 
competition or things we do 
that the competition simply 
doesn’t do at all.

For example, most hotels 
provide some sort of break-
fast, but an independent 
hotel breakfast can be better 
than a brand hotel breakfast 
with menu customizations or 
inclusion of local vendors that 
create more of an at-home 
experience than a corporate 
brand will.

ARE YOU NOT 
ENTERTAINED?
Independent hotels can bring in 
live entertainment or any num-
ber of creative marketing ideas 
that wouldn’t get approved by 
a corporate brand. You may not 
find live music at some econ-
omy branded hotels, but you 
might at an independent hotel 
with upgraded amenities and 

a marketing plan of filling an 
event calendar with local art-
ists who will bring their fans to 
your property.

For example, a feasibility 
study I was a part of showed a 
low number of three-star hotels 
in a certain area, so it made 
sense to upgrade amenities 
to raise the hotel rating from 
a branded two-star property 
to an independent three-star 
property. That upgrade meant 
attracting a different kind of 
guest and optimizing RevPar 
to a higher level of amenities, 
from live entertainment to an 
alcohol license. The property 
is limited only by creativity, 
budget, and the law. Soon, 
the front desk will be replaced 
with comfort seating and an 
iPad while the staff completes 

INDEPENDENT HOTELIER

Sharpen 
Competing with the brands 

and determining whether going 
independent is the right move

by VIPUL DAYAL
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  3.5-MINUTE READING TIME

a “relaxation experience” dur-
ing check in by offering an adult 
beverage. And, the property 
has additional plans to appeal 
to a business traveler that 
would never get approved by 
a corporate brand that are only 
possible as an independent.

Just from these select 
examples alone, it should be 
clear that it is indeed possible 
to compete with the brands 
by merely thinking creatively 
and working in harmony with 
one’s strengths.

THE PERFECT MATCH
As for positioning, it feels as 
though AAHOA was made for 
the independent hotelier by 
having benefits such as bulk 
purchasing power. Want fur-
ther proof? Make a list of all 

the benefits of a corporate 
brand that might be available 
to you via industry associa-
tion memberships and net-
working if you’re considering 
going independent. It’s often 
said that your network is your 
net worth, and belonging to an 
association like AAHOA pro-
vides countless benefits, both 
tangible and intangible.

Another tip that may sound 
like a no-brainer, yet many fail 
to implement, is hiring a mar-
keting or branding expert. You 
don’t have to be corporate 
to be a brand. Simply put, a 
brand is a promise you make 
to the marketplace. A market-
ing expert can be helpful in 
identifying promises you can 
make that differentiate you or 

are better than the promises of 
corporate brands.

The common thread among 
these suggestions is to get help 
and be clear that independent 
does not mean alone and that 
you will need to find ways to 
replace what a corporate brand 
gives. But, you can accomplish 
this in a way that allows you 
to do more than the corporate 
brand allowed you to do.

Ultimately, a business coach 
can help motivate your efforts 
and help you maximize growth 
potential. But don’t stop there. 
Hire a consultant to guide feasi-
bility studies. Hire a consultant 
to help identify “guest ava-
tars” and the brand-promise 

messaging that would appeal 
to them. And, foundationally, 
don’t merely join industry 
associations – immerse your-
self in every member benefit 
possible and serve the associa-
tion in any capacity that fur-
thers your shared interests.	■

Vipul Dayal is 
president of VNR 
Management 
and the author of 
“Give Your Way to 
the Top – The 

Journey of Ambitious Generosity.” 
He can be reached at  
Vipul@VNRmgmt.com.
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Remapping the guest 
and staff journey
Examining the eight  
major trends defining hospitality
by LAURA CALIN

DURING THE 
past two 
years, the 
pandemic 
has trans-
formed the 

hospitality landscape. And 
the new challenges the 
industry faces have given 
rise to new business oppor-
tunities and priorities for 
hotel staff and guests. As 
we step into a new period 
of recovery, hotels will need 
to anticipate and plan for 
the new dynamics on the 
horizon, from changes 
in hospitality technol-
ogy to a growing focus on 
sustainability.

Here are eight major 
trends that are emerging or 
gaining momentum in hos-
pitality that hotels will need 
to anticipate, strategize for, 
and remap to enhance the 
guest and staff journeys.

KEEP IT HUMAN-
LIKE WITH 
TECHNOLOGY
The human touch is inte-
gral to achieve best-in-

class guest service. However, 
tech solutions simply can’t 
look human; they need to act 
and function as humans, while 
delivering real service value.

With the flourishing influ-
ence of personalization within 
technology such as AI, hotel 
guests and staff will experi-
ence tech that feels human. 
The personalization of technol-
ogy will continue to evolve as 
hoteliers automate tasks with 
solutions, such as chatbots, 
that not only ease workloads 
for understaffed teams, but 
enhance the guest experience 
by allowing guests to commu-
nicate requests, ask questions 
and engage any hotel depart-
ment via the bot.

THE END OF 
IN-HOUSE TECH 
SOLUTIONS
Heightened by the 
pandemic, market-

place changes have fundamen-
tally altered the nature of hotel 
tech development. On the road 
to recovery, many hotels are 

focused on restructuring and 
growing their businesses, and 
they will increasingly leave the 
business of developing appli-
cations to industry specialists 
rather than creating their own. 
Today, hotels need agile tech 
solutions that will continue to 
evolve and seamlessly inte-
grate innovations quickly to 
meet new market demands.

SUSTAINABILITY 
TAKES ON 
URGENCY
For hoteliers, sus-
tainability is vital for 

business success because it’s 
important to guests, espe-
cially when there’s a priority 
to recover revenue in a post-
pandemic world. Being more 
conscious and sustainable can 
improve sales and profitability.

There will be an ongoing 
focus on sustainability, and 
hotels should have a strategy 
to address all it encompasses. 
And sustainability isn’t just 
about eliminating waste; it’s 
evolved into an overarching 
goal that influences everything 
from consumer behavior to F&B 
inventory management to hotel 
design and even construction.

HYBRID EVENTS 
ARE HERE TO 
STAY
Hybrid events are 
on the rise in 2022. 

If hotels that can’t offer facili-
ties for hybrid meetings may 
lose major corporate events to 
competitors. To adhere to con-
sumer expectations, hoteliers 
will need to increase the use of 
hotel tech such as contactless 
solutions, which will play a key 
role in ensuring guest health 
and safety. Hotels also need 
to make greater investments 
in technology to provide first-
class AV and internet to sup-
port hybrid meetings.

REIMAGINING 
THE GUEST 
AND STAFF 
EXPERIENCE
With the rise of auto-

mation and contactless solu-
tions – from mobile keyless 
entry to self-service check-in 
kiosks – the guest journey 
has become more complex, 
and expectations are higher. 
Hotel management and staff 
need to ensure they are meet-
ing their guests’ needs at each 
touchpoint.

To lessen the workload on 
staff and to meet the demands 
of guests, a transformation 
needs to happen through 
restructuring the guest and 
employee journeys. This starts 
with implementing new hotel 
tech and low-touch solutions 
that simplify the work for staff 
and complements their jobs, 
so all of guests’ needs are met 
efficiently.
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ON-THE-JOB 
TRAINING IS 
CRITICAL
Of equal import for 
hotels to implement 

tech to mitigate the labor short-
age and help staff, staff must 
fully understand how to use the 
tech solutions. Hoteliers need 
to invest in digital training tools 
and offer step-by-step instruc-
tions that allow new staff to 
fully grasp the systems and 
solutions. Thorough training 
tools are essential, because 
many future hospitality work-
ers likely will have little or no 
previous industry experience, 
as the pandemic has disrupted 
the labor force.

TECH’S HIDDEN 
VALUE
Emerging tech has 
been known to 
increase productivity, 

but its impact on employee 
morale is understated and 
will be even more important 
in an industry desperate to fill 
job openings. Tech’s ability to 
create better user experiences 
and simplify work will become 
a deciding factor in attracting 
and retaining employees.

THE RISE OF THE 
AGILE PMS
The PMS is central to 
hotel operations, but 
its value is sure to 

diminish unless it can quickly 
offer new products and ser-
vices via fast, simple, and 
seamless integrations that 
enhance guest experiences 
and operations. In 2022, the 
industry will see the rise of the 
agile PMS.

In a changed marketplace, 
there are endless opportunities 
to create amazing experiences 
for guests and staff. From rei-
magining on-the-job training 
to understanding the value in 
hybrid events, hotels have the 
ability to create a new journey 
for everyone. However, it’s up 
to hotels to choose the right 
tools and platforms as the 
backbone of their transforma-
tions.� ■

Laura Calin is Vice President, 
Strategy and Solutions 
Management for Oracle 
Hospitality.
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AHOA is pleased to provide this list of its Club Blue, Platinum, and Silver Industry Partners, and Allied Members as a resource for 
members. AAHOA, however, does not endorse these companies or the products or services they offer, or any of the discounts, deal terms 
or other offers related to the price that any of these companies may advertise, market, or promote to AAHOA Members. AAHOA strongly 
encourages all of its members and any users of this list to conduct all reasonable and necessary due diligence and research prior to 
selecting a company with which to do business.

Gray shading denotes Platinum (Dark Grey) & Silver Industry Partners     Blue shading denotes Club Blue Industry Partners

ACCOUNTING 
SERVICES
DOCYT Accounting 
Sid Saxena 
844-663-6298 
info@docyt.com
M3 Accounting + 
Analytics 
Scott Watson 
770-531-3730 
scott@m3as.com
Nimble Accounting 
Rahul Kumar Singh 
866-964-6253 
rahulkumar@ 
	 nimbleaccounting.com

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

ADA COMPLIANCE
Delta Faucet Company 
Emily Mueller 
317-752-8688 
Emily.Mueller@ 
	 deltafaucet.com
HOTELSIGNS.com 
Crystal Simpson 
888-273-8726 
crystalsimpson@ 
	 hotelsigns.com
WingIts 
David Burcon 
866-990-0235 
davidburcon@ 
	 wingits.com

ADJUSTERS
Goodman Gable Gould  
Adjusters International 
Scott Greenwald 
770-434-4900 
sgreenwald@gggco.com
Metro Public 
Adjustment, Inc. 
Steve McCaffrey 
215-633-8000 
sjm@metropa.com
Rosen Affiliates 
Brett Rosen 
732-540-8318 
brett@rosenaffiliates.com
Young Adjustment, Inc. 
Michael N. Reiter 
215-654-6800 
mreiter@ 
	 youngadjustment.com

AAHOA VENDOR PARTNERS

AAHOA Vendor Partners

A
ADVERTISING/
MARKETING
CYBERWEB Hotels, LLC 
Bhavish H. Bhutta 
813-731-1960 
bhavish@cyberweb 
	 hotels.com
Guest Trends, Inc. 
Steve J. Lewis 
858-430-8107 
slewis@guesttrends.com

AIR PURIFICATION/ 
WATER FILTRATION
Aerus Electrolux 
Richard Luisi 
678-354-0492 
rluisi@aerusonline.com

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

ARCHITECTS
Base4 
Blair Hildahl 
608-304-5228 
BlairH@base-4.com
Russell and Dawson, Inc. 
Chirag Thaker 
860-289-1100 
chirag.thaker@rdaep.com

ARTWORK
Interia Hospitality 
Michael Michael 
470-353-1733 
dmitchell@ 
	 taramaterials.com

ATTORNEYS
Dentons Bingham 
Greenebaum LLP 
Raja Patil 
502-589-4200 
raja.patil@dentons.com
Patel Law Group/ 
Fidelity National Title 
Anish P. Patel 
972-650-6848 
rpatel@patellegal.com

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

Bath Knot, Inc. 
Gavin Hsu 
1-347-337-0691 
gavin@bathknot.com
Forever Foundations  
& Frame LLC 
Dennis Rodgers 
714-833-8639 
dennis.r@ 
	 foreverfoundations.com
Life Corp Hotel Supply 
Chetan Raval 
901-289-3234 
chetanraval00@ 
	 yahoo.com
WingIts 
David Burcon 
866-990-0235 
davidburcon@ 
	 wingits.com

BEDSPREADS/ 
DRAPERIES/PILLOWS
Amerifab International 
Raju Mehta 
336-882-9010 
marketing 
	 @amerifabintl.com
Fabtex, Inc. 
Sheila Sudra 
800-778-2791 EXT.341 
Sheila.sudra@fabtex.com
Life Corp Hotel Supply 
Chetan Raval 
901-289-3234 
chetanraval00@ 
	 yahoo.com
Serta Simmons 
Hospitality Bedding 
Mike Ryan 
404-307-3909 
mryan@Serta 
	 Simmons.com
Somnum Mattress by 
Lippert Components 
Dan Lechlitner 
547-536-0084 
dlechlitner@lci1.com

CABLE/SATELLITE  
TV SERVICES
AdCommTV 
Jason Cohen 
866-272-7982 
requests@adcommtv.com
ALVI SATELLITES 
Prashant Ajmera 
678-957-8700 
alvisatellites@gmail.com

Dish Business 
Tyler Floyd 
303-723-1854 
Tyler.floyd@dish.com
Gold Star Systems 
Mark Palmer 
972-495-4075 
sales@goldstar 
	 systems.com
Home Box Office 
Michelle Mahoney 
347-610-1081 
Michelle.Mahoney@ 
	 warnermedia.com
MVM Technology 
Michele Blanton 
704-776-5940 
Mblanton@ 
	 mvmtechnology.com
Sight and Sound 
Jimmy Newton 
281-499-4373 
JNewton@ 
	 SightandSound.TV
Sonu Satellite 
Neil Doshi 
877-999-7668 
neil@sonutv.com
Spectrum Enterprise 
Stephanie Pitts 
212-379-5826 
stephanye.pitts@ 
	 charter.com
World Cinema, Inc. 
Ella Ahmed 
713-266-2686 
eahmed@wcitv.com

CARPET FLOOR CARE
Aerus Electrolux 
Richard Luisi 
678-354-0492 
rluisi@aerusonline.com
Bissell Big Green 
Commercial 
Anthony J. Lagreca 
800-242-1378 
lagreca@oreck.com

CARPET/CARPET 
CUSHION
Durkan Hospitality 
Stacie Gilbert 
800-241-4580 
stacie_gilbert@ 
	 mohawkind.com
Embassy Carpets & 
Design Center 
Darabhai A. Jilla 
800-366-7847 ext. 11 
dara.jilla@ 
	 embassycarpets.com

Republic Flooring 
Amber Huerta 
323-201-4200 
amber@republicfloor.com
Signature Carpets 
Sharon Roels 
800-809-7086 
sroels@signature 
	 carpets.com

CASEGOODS
Dickson Furniture 
Manufacturers 
Paul Mougel 
713-747-0341 
Pmougel@ 
	 dicksonfurniture.com
Elkay Interior Systems 
(EIS) 
Greg Gliniewicz 
630-346-7549 
greg.gliniewicz@elkay 
	 interiorsystems.com
Foliot Furniture 
Mahesh Parekh 
702-278-7380 
marketing@foliot.com
Interia Hospitality 
Michael Michael 
470-353-1733 
dmitchell@ 
	 taramaterials.com
Lead Designs LLC 
Raju Mehta 
336-558-3410 
rajm@leaddesignsllc.com
Lodging Concepts 
Jinesh Naran 
714-694-5980 
jinesh@lodgingcm.com
Matrix Hospitality 
Furniture, Inc. 
Dilpreet Deol 
647-847-1299 
Kdeol@matrix 
	 hospitality.ca
Procure Hospitality 
Jyotish Patel 
415-704-8799 
shishir-patel@ 
	 hotmail.com

CHEMICALS
Bed Bug - Heat Doctor/ 
Prevsol 
Jeff Zimmerman 
517-936-9415 
jeffrzimmerman@ 
	 hotmail.com
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Ecolab, Inc. 
Tori Hollaway 
1-800-352-5326 
Tori.Hollaway@ 
	 ecolab.com
P&G Professional 
Maria Early 
904-591-8644 
early.ms@pg.com
Spartan Chemical 
Company, Inc. 
Dave Reed 
800-537-8990 
dreed@spartan 
	 chemical.com
UNX Industries, Inc. 
Jessica Nobles 
252-756-8616 
jessica.nobles@ 
	 unxinc.com
VivoAquatics 
Richard Lindhorn 
888-702-8486 
rlindhorn@ 
	 vivoaquatics.com

COMPUTERS 
HARDWARE
Cox Business 
Alea Riley 
404-269-3057 
alea.riley@cox.com
Zyxel Communications 
Tri Nguyen 
800-255-4101 
tri@zyxel.com

COMPUTERS 
SOFTWARE
DOCYT Accounting 
Sid Saxena 
844-663-6298 
info@docyt.com
Hotel Effectiveness 
Adam Glickman 
470-991-7835 
adam.glickman@ 
	 hoteleffectiveness.com
HotelKey 
Parth Shastri 
805-607-5006 
aditya@hotelkeyapp.com
M3 Accounting + 
Analytics 
Scott Watson 
770-531-3730 
scott@m3as.com
Websrefresh 
Nimesh Dinubhai 
602-647-9777 
nims@websrefresh.com

CONSTRUCTION
Behr Paint Company 
Neal Patel 
714-545-7101 
Nvpatel@behr.com
Russell and Dawson, Inc. 
Chirag Thaker 
860-289-1100 
chirag.thaker@rdaep.com

CONSULTING
Gillis Consulting and 
Training 
Tammy Gillis 
519-240-6990 
tgillis@gillissales.com
Hotel Brokers 
International 
Glenda Webb 
816-505-4315 
gwebb@hbihotels.com
Jacaruso  
Enterprises, Inc. 
Melanie Calcagno 
210-415-0522 
mcalcagno@jacaruso.com
National Tax Group 
Lee Ferry 
847-878-6564 
lferry@ntgadvantage.com

CREDIT CARD 
PROCESSING
American Express 
Rebecca Carron 
800-528-5200 
courtney.robbins@ 
	 aexp.com
Chase 
Faheem Khan 
972-324-5510 
faheem.khan@ 
	 jpmorgan.com
Fortis 
Raj Pannu 
248-455-4310 
Raj.Pannu@fortispay.com
HotelKey 
Parth Shastri 
805-607-5006 
aditya@hotelkeyapp.com
Shift4 
Shift4 Sales Team 
888-984-1243 
sales@shift4.com

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

ELECTRICITY AND 
NATURAL GAS
Ananta Energy Source 
Merrill Mangalasseril 
312-520-4220 
merrillm@goananta.com

ELECTRONIC LOCKING 
SYSTEMS
Acculock 
Dan Brown 
866-222-8562 
dan@acculock.com
Dormakaba 
Tom Owens 
706-754-3012 
tom.owens@ 
	 dormakaba.com
Miwa Lock Company, 
Ltd. 
Dan L. Staton 
949-328-5280 
dan@miwalock.com

EMPLOYEE BENEFITS/ 
EMPLOYEE LEASING
Hotel Effectiveness 
Adam Glickman 
470-991-7835 
adam.glickman@ 
	 hoteleffectiveness.com

ENERGY 
MANAGEMENT
Amana PTAC 
Byron Cortez 
800-647-2982 
bcortez@ 
	 amana-ptac.com
Carrier Enterprise 
Rob Gallant 
480-249-6516 
Rob.Gallant@ 
	 carrierenterprise.com
National Hot Water 
Randy Meyer 
888-444-4435 
r.meyer@ 
	 nationalhotwater.com

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

EQUIPMENT/ 
APPLIANCE PROVIDER
TLC Tri-State Laundry 
Companies 
Shannon Smith 
229-474-3336 
Janice.davis@ 
	 tlctristate.com

ESTATE PLANNING
New York Life Insurance 
Company 
Srinivas Ranga (Rosy) 
713-898-8262 
srranga@nyl.com
Patel Law Group/Fidelity 
National Title 
Anish P. Patel 
972-650-6848 
rpatel@patellegal.com

FINANCING
American Express 
Rebecca Carron 
800-528-5200 
courtney.robbins@ 
	 aexp.com
Barot Capital, LLC 
Parag Barot 
423-498-2500 
info@barotcapital.com
Bloomfield Capital 
Partners 
Brent Truscott 
248-220-2405 
btruscott@ 
	 bloomfieldcapital.com
Dexter Laundry, Inc. 
Jaimie Johnson 
641-472-5131 
jjohnson@dexter.com
Farmers State Bank  
of Alto Pass 
Leslie Leverett 
618-926-7595 
lleverett@myfsb.com

Fortis 
Raj Pannu 
248-455-4310 
Raj.Pannu@fortispay.com
Hotel Brokers of America 
Subhash Naik 
661-978-3109 
naik@hotelbrokersinc.com
Largo Hospitality 
Finance Group 
Gary J. Coscia 
716-204-2200 
kvivian@largocapital.com
Mag Mile Capital 
Rushi Shah 
312-640-7430 
rshah@magmile 
	 capital.com
New York Life Insurance 
Company 
Srinivas (Rosy) Ranga 
713-898-8262 
srranga@nyl.com
Pinnacle Hotel Finance 
Tim Maher 
954-449-9040 
tmaher@pinnacleff.com
Tabani Realty 
Salman S. Tabani 
214-226-7500 
stabani@tabanirealty.com
Universal Financial 
Consultants 
Vincent Munno 
727-669-0109 
VMunno@ufc.bz

FLOOR COVERINGS
Atlas Concorde 
Michael Sautner 
615-573-1379 
m.sautner@ 
	 atlasconcorde.com
Embassy Carpets & 
Design Center 
Darabhai A. Jilla 
800-366-7847 ext. 11 
dara.jilla@ 
	 embassycarpets.com
Everstep Flooring 
David Martin 
423-596-7040 
david.martin@ 
	 everstepflooring.com
First Choice Décor  
and More 
Kayleigh Gardiner 
706-695-1504 
firstchoicelvp@gmail.com
Floor & Decor 
Commercial Flooring 
Judy Spill 
877-659-2478 
patrick.casey@ 
	 flooranddecor.com
Graniti Vicentia 
Manish Patel 
781-248-2681 
manish@graniti 
	 vicentia.com
Republic Flooring 
Amber Huerta 
323-201-4200 
amber@republicfloor.com

FOOD/BEVERAGE
Avendra 
Carol Risett 
301-825-0091 
carol.riesett@ 
	 avendra.com
Focus Brands 
Rani Bhatt 
404-978-4829 
rbhatt@focusbrands.com
Pepsi 
Karl Bush 
336-251-9758 
karl.bush@pepsico.com

FRANCHISE 
AGREEMENTS/
LITIGATION SUPPORT
Dentons Bingham 
Greenebaum LLP 
Raja Patil 
502-589-4200 
raja.patil@dentons.com

FRANCHISING
Alamo Drafthouse 
Cinema 
Rachel Pletz 
404-538-9663 
rachel.pletz@ 
	 drafthouse.com
Best Western Hotels  
& Resorts 
Michelle Zajac 
800-847-2429 
michelle.zajac@ 
	 bestwestern.com
Cobblestone Hotels 
Josie Kilgore 
920-230-2622 
jjunker@ 
	 cobblestonehotels.com
Extended Stay America 
Linda Trexler 
980-345-1600 
ltrexler@esa.com
Focus Brands 
Rani Bhatt 
404-978-4829 
rbhatt@focusbrands.com
hihotels by Hospitality 
International 
Gary Gobin 
770-270-9398 
Chris@hifranchise.com
HILTON, Inc. 
Bill Fortier 
703-883-1000 
bill.fortier@hilton.com
Hyatt Hotels Corporation 
Mary Schattenberg 
mary.schattenberg@ 
	 hyatt.com
IHG Hotels & Resorts 
Karen Rogow 
770-604-5379 
karen.rogow@ihg.com
Margaritaville 
Rick Cunningham 
407-930-7228 
rcunningham@ 
	 margaritaville.com
Marriott International 
Eric Jacobs 
703-473-6606 
eric.jacobs@marriott.com
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OYO Hotels Inc 
Stephen Jarrett 
+91-9818724954 
Stephen.jarrett@ 
	 oyorooms.com
Radisson Hotel Group 
Phil Hugh 
800-336-3301 
Phil.Hugh@radisson 
	 hotelsamericas.com
Red Roof 
Stephanie Pina 
888-473-8861 
spina@redroof.com
Sonesta 
Jordan Langlois 
954-254-3539 
jordan.langlois@ 
	 rlhco.com

FURNITURE/
FIXTURES
Bath Knot, Inc. 
Gavin Hsu 
1-347-337-0691 
gavin@bathknot.com
Best Hotel Products, Inc. 
Scott Rubin 
847-749-0800 
scott@besthotel 
	 products.com
Dickson Furniture 
Manufacturers 
Paul Mougel 
713-747-0341 
Pmougel@ 
	 dicksonfurniture.com
Foliot Furniture 
Mahesh Parekh 
702-278-7380 
marketing@foliot.com
Furniture Industries 
Incorporated 
Marc Gensler 
612-827-1744 
cgibb@furniture 
	 industries.com
Hotel Depot, Inc. 
Samir Parikh 
908-222-9383 
samir@hoteldepots.com
HotelFurniture.com 
Ashleigh Baker 
1-800-750-1174 
marketing@ 
	 hotelfurniture.com
Lodging Concepts 
Jinesh Naran 
714-694-5980 
jinesh@lodgingcm.com
Malar Contract Lighting 
Nathan Atkins 
800-637-4992 
Nathan@malar 
	 lighting.com
Matrix Hospitality 
Furniture, Inc. 
Dilpreet Deol 
647-847-1299 
Kdeol@matrix 
	 hospitality.ca
Pinnacle South LLC. 
Jason P. Allen 
770-227-3476 
jallen@pinnaclesouth.net

Prime Hospitality  
Group LLC 
Jim Donnelly 
931-762-5959 
jim@primehospitality 
	 group.com
Tempur Sealy 
International, Inc. 
David Wiles 
336-861-3566 
laurinda.cooper@ 
	 tempursealy.com
Vogue Hospitality 
Gaurav Maini 
770-963-3931 
gm@vogue 
	 hospitality.com

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

HARDWARE
Fabtex, Inc. 
Sheila Sudra 
800-778-2791 EXT.341 
Sheila.sudra@fabtex.com
Lowe’s ProServices 
Julie Patel 
404-640-8657 
Earl.Madison@ 
	 lowesprosupply.com
TACC, Inc. 
Diane Farr 
704-896-3910 
john@taccinc.com

HEATING/AIR 
CONDITIONING
Amana PTAC 
Byron Cortez 
800-647-2982 
bcortez@ 
	 amana-ptac.com
Best Hotel Products, Inc. 
Scott Rubin 
847-749-0800 
scott@besthotel 
	 products.com
Carrier Enterprise 
Rob Gallant 
480-249-6516 
Rob.Gallant@ 
	 carrierenterprise.com
Friedrich Air 
Conditioning Company 
Dave McDonald 
800-399-7822 
dmcdonald@ 
	 friedrich.com

HOTEL/MOTEL 
BROKERS
Colliers International 
Helen Zaver 
404-877-9207 
Helen.Zaver@colliers.com
hihotels by Hospitality 
International 
Gary Gobin 
770-270-9398 
Chris@hifranchise.com

Hotel Broker One 
Amber Bergman 
405-810-1414 
amberb@hotel 
	 brokerone.com
Hotel Brokers 
International 
Glenda Webb 
816-505-4315 
gwebb@hbihotels.com
Hotel Brokers of America 
Subhash Naik 
661-978-3109 
naik@hotel 
	 brokersinc.com
Leisure Real Estate 
Advisors, LLC 
Brent A. Jaynes 
913-499-4731 
bjaynes@ 
	 leisurerealestate.com
Tabani Realty 
Salman S. Tabani 
214-226-7500 
stabani@tabanirealty.com

HOUSEKEEPING/ 
JANITORIAL 
SERVICES
Ecolab, Inc. 
Tori Hollaway 
1-800-352-5326 
Tori.Hollaway@ 
	 ecolab.com
Ferguson 
Solutions Center 
1-888-334-0004 
Facilities.supply@ 
	 ferguson.com
P&G Professional 
Maria Early 
904-591-8644 
early.ms@pg.com
Ramayan Supply 
Mitul Patel 
803-926-9777 
mitulpatel@ 
	 ramayansupply.com
Spartan Chemical 
Company, Inc. 
Dave Reed 
800-537-8990 
dreed@spartan 
	 chemical.com
UNX Industries, Inc. 
Jessica Nobles 
252-756-8616 
jessica.nobles@ 
	 unxinc.com

IN-ROOM AMENITIES
AVM Enterprises, Inc. 
A. V. Daniel 
423-847-4700 
biju@goavm.com
Dish Business 
Tyler Floyd 
303-723-1854 
Tyler.floyd@dish.com
World Cinema, Inc. 
Ella Ahmed 
713-266-2686 
eahmed@wcitv.com

INSURANCE
Commercial Insurance 
Solutions 
Kevin Timmons 
214-420-0342 
kevin_timmons@ 
	 cis-ais.com
Goodman Gable Gould  
Adjusters International 
Scott Greenwald 
770-434-4900 
sgreenwald@gggco.com
MassMutual 
Ana Lucia Divins 
860-835-8612 
analuciadivins@ 
	 massmutual.com
Petra Risk Solutions 
Amie Patel 
800-466-8951 
AmieP@PetraRisk 
	 Solutions.com
Rosen Affiliates 
Brett Rosen 
732-540-8318 
brett@rosenaffiliates.com
Smith Brothers 
Insurance, Inc. 
Anand Patel 
860-430-3319 
apatel@smith 
	 brothersusa.com
Starr Insurance, Inc. 
Lekha D. Patel 
717-263-1752 
mic@insurewithstarr.com
Texas Commercial 
Agency 
Sofia Hamirani 
469-237-8349 
sofia@texcommercial.com
The Insurance Center 
Aran Kagan 
910-274-2525 
akagan@ticnc.com
Young Adjustment, Inc. 
Michael N. Reiter 
215-654-6800 
mreiter@ 
	 youngadjustment.com

INTERACTIVE 
TV SERVICES/
TELEVISIONS
ALVI SATELLITES 
Prashant Ajmera 
678-957-8700 
alvisatellites@gmail.com
Enseo, Inc. 
Natalie Hunter 
972-234-2513 
NHunter@enseo.com
Gold Star Systems 
Mark Palmer 
972-495-4075 
sales@goldstar 
	 systems.com
Sight and Sound 
Jimmy Newton 
281-499-4373 
JNewton@ 
	 SightandSound.TV

INTERIOR DESIGNERS
Elkay Interior Systems 
(EIS) 
Greg Gliniewicz 
630-346-7549 
greg.gliniewicz@elkay 
	 interiorsystems.com
Hotel Depot, Inc. 
Samir Parikh 
908-222-9383 
samir@hoteldepots.com
Innvision 
Desirey Hasker 
678-967-2020 
dhasker@innvision.net
Pinnacle South LLC. 
Jason P. Allen 
770-227-3476 
jallen@pinnaclesouth.net

INTERNET SERVICES
Enseo, Inc. 
Natalie Hunter 
972-234-2513 
NHunter@enseo.com
Guest Trends, Inc. 
Steve J. Lewis 
858-430-8107 
slewis@guesttrends.com
Spectrum Enterprise 
Stephanie Pitts 
212-379-5826 
stephanye.pitts@ 
	 charter.com

LAMPS/LAMPSHADE 
LIGHTING
Highline LED 
Vishal Patel 
501-200-7770 
usasales@ 
	 highlineled.com
LED King 
Danny Ali 
972-243-5464 
ledkingtx@gmail.com
Malar Contract Lighting 
Nathan Atkins 
800-637-4992 
Nathan@malar 
	 lighting.com
Persona, Inc. 
Mike Peterson 
800-843-9888 
mpeterson@ 
	 personasigns.com
Procure Hospitality 
Jyotish Patel 
415-704-8799 
shishir-patel 
	 @hotmail.com
RCA Commercial 
Shawn Brovold 
800-722-2161 
sales@rca 
	 commercialtv.com
Vogue Hospitality 
Gaurav Maini 
770-963-3931 
gm@vogue 
	 hospitality.com
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LAUNDRY EQUIPMENT
AAdvantage Laundry 
Systems 
Marcela Veloz 
800-880-2138 
mveloz@aadvantage 
	 laundry.com
CSC ServiceWorks 
Richard Dillard 
615-927-0503
Dexter Laundry, Inc. 
Jaimie Johnson 
641-472-5131 
jjohnson@dexter.com
TLC Tri-State Laundry 
Companies 
Shannon Smith 
229-474-3336 
Janice.davis@ 
	 tlctristate.com

LEASING EQUIPMENT/
APPLIANCES
AAdvantage Laundry 
Systems 
Marcela Veloz 
800-880-2138 
mveloz@aadvantage 
	 laundry.com
CSC ServiceWorks 
Richard Dillard 
615-927-0503

LINENS/TEXTILES
AVM Enterprises, Inc. 
A. V. Daniel 
423-847-4700 
biju@goavm.com
Ramayan Supply 
Mitul Patel 
803-926-9777 
mitulpatel@ 
	 ramayansupply.com

LOAN CONSULTANTS
Barot Capital, LLC 
Parag Barot 
423-498-2500 
info@barotcapital.com
Bloomfield Capital 
Partners 
Brent Truscott 
248-220-2405 
btruscott@ 
	 bloomfieldcapital.com
Largo Hospitality 
Finance Group 
Gary J. Coscia 
716-204-2200 
kvivian@largocapital.com
Mag Mile Capital 
Rushi Shah 
312-640-7430 
rshah@magmile 
	 capital.com
Pinnacle Hotel Finance 
Tim Maher 
954-449-9040 
tmaher@pinnacleff.com

MAINTENANCE 
SUPPLIES
Ferguson 
Solutions Center 
1-888-334-0004 
Facilities.supply@ 
	 ferguson.com

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

MANAGEMENT 
COMPANIES
Cobblestone Hotels 
Josie Kilgore 
920-230-2622 
jjunker@ 
	 cobblestonehotels.com
IHG Hotels & Resorts 
Karen Rogow 
770-604-5379 
karen.rogow@ihg.com
Radisson Hotel Group 
Phil Hugh 
800-336-3301 
Phil.Hugh@radisson 
	 hotelsamericas.com
Sonesta 
Jordan Langlois 
954-254-3539 
jordan.langlois@ 
	 rlhco.com

MATTRESSES/ 
BOX SPRINGS
Forever Foundations & 
Frame LLC 
Dennis Rodgers 
714-833-8639 
dennis.r@forever 
	 foundations.com
Serta Simmons 
Hospitality Bedding 
Mike Ryan 
404-307-3909 
mryan@Serta 
	 Simmons.com
Somnum Mattress by 
Lippert Components 
Dan Lechlitner 
547-536-0084 
dlechlitner@lci1.com
Tempur Sealy 
International, Inc. 
David Wiles 
336-861-3566 
laurinda.cooper@ 
	 tempursealy.com

MISCELLANEOUS
A1 Hospitality, Inc. 
Minnie Uppal 
888-383-0391 
rmnproductions@ 
	 yahoo.com
AavGo Hospitality 
Mrunal Desai 
713-307-2007 
Mrunal@astics.io
AGH Supply 
Danny Patel 
803-665-0508 
dannypatel@agh 
	 supply.com
Aimbridge Hospitality 
Adrienne Kaufmann 
972-952-0200 
adrienne.kaufmann@ 
	 aimhosp.com

Alerteer DBA of Sattrix 
USA, LLC 
Perry Mehta 
844-4AL-ERTEER 
Perry@SattrixUSA.com
American 
Bath Group LLC 
Bas De Vuyst 
800-443-7269 
bas@imitoday.com
AmeriTech Distribution 
Himesh Jeram 
877-380-2435 
Himesh@ 
	 AmeriTechUS.com
Apollo Designs 
SK Patel 
336-886-0260 
sk@apollodesigns.net
Aqua Air Environmental 
Eng. LTD 
Jayeshkumar Patel 
+91-704-304-4420 
Aquaair.hospitality@ 
	 gmail.com
Archmaster 
Evyatar Hakakian 
240-475-7683 
evyatarh@hopenings.com
ARS Global Emergency 
Management 
Piro Hernandez 
786-575-2131 
piroh@arsgem.com
Automated Retail 
Technologies 
Kevin Daly 
941-879-8375 
Kevin@automatedrt.com
Bank of Edison 
Joe Arie 
407-690-8292 
jarie@bankofedison.com
Barnes Employment 
Group 
Todd Barnes 
888-391-1813 
todd@emailbarnes.com
BBL Construction 
Services 
Aimee Robichaud
Blaze Away 
David Mallie 
216-513-5531 
david@aromacountry.com
Bookitngo Corp 
Sarah Eley 
949-329-8181 
sarah@bookitngo.com
Bosker Home LLC 
Ed Guzek 
651-505-3760 
ed@bokserhome.com
Boston’s Pizza 
Ryan Reeves 
972-484-9022
Brummel Madsen Hotel 
Insurance 
Tyler Trunnell 
319-206-7979 
tylert@brummel 
	 madsen.com

Canary Technologies 
Corp. 
Matt Donahue 
877-739-1545 
bmichalis@canary 
	 technologies.com
Cavilusa 
Jacob Kellner 
929-326-7045 
jkellner@cavilisa.com
Celebree School 
Sam Commodari
Celtic Bank 
801-363-6500 
bmcneil@celticbank.com
Centriqe, Inc. 
Alakh Verma 
650-868-9029 
alakh.verma@ 
	 centriqe.com
Champion PTAC, LLC 
Chris Gorman 
954-568-3400 
info@champion-ptac.net
CIA Solutions 
Ralph Thiergart 
770-381-1721 
ralph@ciasoft.com
Claim Solutions 
Christopher J. Salatino 
315-982-4200 
csalatino@claim 
	 solutionsusa.com
Clear Air Enviro Services 
Andrea Irwin 
515-963-5444 
smoritz@clearairinc.com
Cloudbeds 
Sebastien Leitner 
619-246-2667 
Sebastien.leitner@ 
	 cloudbeds.com
Cogwheel Marketing 
Stephanie Smith 
540-239-1052 
Stephanie@cogwheel 
	 marketing.com
Commercial Green 
Solutions LLC 
Rick West 
800-808-6991 
rick@commercial 
	 greensolutions.com
Compass Group 
Jacob Frank 
571-440-1712 
jake.frank@ 
	 compass-usa.com
COMSLAB by Bailey 
Metal Products Limited 
Francois Dutil 
855-787-1980 
fdutil@comslab-usa.com
Consolidated Hospitality 
Supplies, LLC 
Angela De Los Santos 
224-786-1294 
bhirsch@ch-supplies.com
Cool Running Air 
Conditioners & More 
Sean Moriarty 
866-538-1651

Covenant Underwriters 
Daniel Murray 
346-330-3777 
daniel@covenant 
	 underwriters.com
CSG Strategic Tax 
Consultants 
Christina J. Pearcy 
844-427-4829 
cpearcy@csgtax.com
Dellisart LLC 
Douglas E. Artusio 
770-329-8004 
Douglas.Artusio@ 
	 dellisart.com
Digitron System, Inc. 
Dipak Mistry 
610-745-2747 
dmistry@digitron 
	 systems.com
Dishnet Shop 
Gurdavar S. Phagura 
help@dish4us.com
Donegan Insurance 
Agency 
Jennifer Roberts 
830-303-8300 
jroberts@ 
	 bdi-insurance.com
Draco Hygienic Products 
Cole Wilcox 
909-447-2300 
cole@draco.com
Dunbarton 
Mandie Dillard 
334-723-6715 
mandied@dunbarton.com
EcoClear Products, Inc. 
Floyd Davidson 
941-423-7289 
floyd@ecoclear 
	 products.com
EcoSystems, LLC 
R.J. Mastic 
786-600-0620 
anne@ecosystems.com
Flex Commercial 
Cleaning Solutions 
Alli Howard 
815-514-7201 
ahoward@4streets.com
Foundations  
Worldwide, Inc. 
Paola Hoyos 
330-722-5033 
phoyos@foundations.com
Gauthier Murphy & 
Houghtaling LLC 
John Houghtaling, II 
504-456-8600 
john@gmhatlaw.com
GettinLocal 
Vito Pagano 
1-877-852-1171 
vito@gettinlocal.com
GF Piping 
Brian LaBelle 
714-837-7608 
brian.labelle@ 
	 georgfischer.com
GitGo 
Amy Infante 
312-636-7384 
AmyI@gitgogroup.com
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GreatEvent  
Hospitality LLC 
Dipak Thakker 
240-418-1086 
dipak@greatEvent.com
Grubhub Holdings, Inc. 
Rachel Macdonald 
860-866-8179 
Rmacdolnald@ 
	 grubhub.com
GWS 
Joshua Frankel 
866-481-7608 
jfrankel@gws 
	 partners.com
HCareers 
Doug Tutt 
800-832-3738 
doug.tutt@hcareers.com
HEMP Hotel & Resorts 
Roshan Patel 
916-254-8620 
roshanpatel05@ 
	 gmail.com
Hospitality WiFi 
Melanie Swiderek 
800-307-1044 
mswiderek@dvwdvr.com
Hotel Equities 
Joe Reardon 
678-578-4444 
jreardon@ 
	 hotelequities.com
Hotel Investor Apps 
Charlie Fritsch 
301-467-5939 
charlie@ 
	 hotelinvestorapps.com
Hotel Warehouse 
Wen Ye 
704-365-7929 
wye@hotel 
	 warehouse.com
Hotels Made Easy 
Jessica Hughes 
904-807-5030 
jhughes@
hotelsmadeeasy.com
Hoteltech.io 
Christopher Anderson 
757-453-4237 
chris@hoteltech.io
House of Tatva, Inc. 
Saahil Patel 
+97-150-557-7643 
saahil.p@ 
	 everestdiamonds.com
HR Construction Group 
Amy Montgomery 
301-330-1650
HRS Hospitality & Retail 
Systems 
Taylor Peavey 
800-285-6427 
tpeavey@ 
	 hrsinternational.com
Humera Jumani 
Insurance 
Humera Jumani 
972-863-7772 
hjumani@twfg.com
Ideal Hospitality 
Partners 
Jill Rigsbee 
984-235-5855 
jill@idealpgroup.com

IDeaS 
Mike Chuma 
952-698-4200 
mike.chuma@ideas.com
InterMountain Hotels 
Christie Patterson 
301-312-7333 
christiep@immhotels.com
IronClaim 
Nicholas Brubaker 
404-579-1059 
nbrubaker@ 
	 ironclaim.com
iSolvedhcm 
Michael Migdol 
480-710-6818 
MMigdol@isolved 
	 hcm.com
ISSA – The World Wide  
Cleaning Industry 
Association 
Iris Weinstein 
847-982-0800 
Iris@issa.com
Jack in the Box 
Karey Thompson 
858-571-2683 
dustin.thompson@ 
	 jackinthebox.com
Jansen/Adjusters 
International 
David Moore 
800-526-7361 
davidm@Jansenai.com
K.D. Jewelry, Inc. 
Karishma Patel 
415-706-7192 
kdjewelryinc@gmail.com
Kingsbarn Realty Capital 
Jean-Ann Pavoni-Biller
Launch Franchising LLC 
Mark Murphy 
401-822-7835 
mmurphy@Launch 
	 trampolinepark.com
Legacy Lending Partners 
Pritesh Gandhi 
Pritesh@LegacyLending 
	 Partners.com
Leyton 
Vivek Arora 
617-765-0676 
varora@leyton.com
Little Caesar 
Enterprises, Inc. 
Kim Moore 
313-471-6174 
Kimberly.moore@ 
	 lcecorp.com
Lobby Box 
James Trotter 
407-956-2104 
james@thelobbybox.com
Marsh McLennan Agency 
Austin Delarosa 
214-842-3642 
stephenmccord@ 
	 marshmma.com
MHO Hotels 
Keshin Patel 
609-756-9300 
keshin@mhohotels.com
t

Millex 
Susan Wright 
678-514-3400 
susan@millex.net
Mocacom LLC 
Jack Hornak 
800-406-7078 
jack@mocacom.com
Moen, Inc. 
Jason Reynolds 
440-962-2000 
jason.reynolds@ 
	 fbgpg.com
National Solutions 
Keith Hudgins 
404-808-1771 
samples@ 
	 nationalsolutions.com
NewGen Advisory 
Dinesh Rama 
602-648-2700 
dan.rama@newgen 
	 adv.com
NextGen Hospitality 
Consultants 
Sean Patel 
210-478-2734 
sean.p@nextgen- 
	 consultants.com
Nomadix 
Paul Payette 
818-575-2505 
paul.payette@ 
	 nomadix.com
Nuveen Green Capital 
Ian Wilkin 
203-883-6116 
ian.wilkin@nuveen.com
Operto Guest 
Technologies 
Robyn Jesson 
844-517-3589 
marketing@operto.com
Orkin, LLC 
Octavia Rolle 
404-287-8074
People’s United Bank 
Phillip Davis 
631-949-9000
Pineapple Capital Group 
Dharmang Shah 
850-960-5500 
dave@pineapple 
	 capitalgroup.com
Pinnacle 
Communications 
Kayla Walter 
701-365-8418 
kwalter@pinn360.com
PKG Services 
Peter Grosseibl 
407-256-2347
PNW Hospitality 
Consulting, LLC 
Elizabeth Pruitt 
360-369-3200 
elizabeth@pnwhospitality 
	 consulting.com
Pour my Beer 
Ed Lazaruk 
312-416-9989 
ed@pourmybeer.com

PPDS 
Scott Adams 
470-395-0179 
scott.adams@epius.com
Predictive Minds 
Romal Jayswal 
479-616-2458 
Support@thepredictive 
	 minds.com
Premier Claims 
Bhavin Patel 
877-219-0049
Prime FFE 
Rahul Shah 
201-354-8981 
rahuls@primeffe.com
PSI 
Lance Ellis 
lellis@place 
	 servicesinc.com
Raffel Systems LLC 
Brian Mork 
920-268-3873 
bmork@raffel.com
Relay 
Katelyn Kelley 
732-718-4214 
bsharnak@relaypro.com
Reliance Hotel Group 
Ronnie Singh 
602-293-3004 
rsingh@reliancehg.com
ResortPass 
Amanda Szabo 
510-681-2548
Right Way Public 
Adjusting 
Rebecca Hatch 
877-744-8929 
rebecca@rightwaypa.com
Rigo Industries 
Arieh Karp 
973-881-1780 
laibelkarp@rigowall.com
Room One 
Nathan Faircloth 
865-302-3531 
sales@roomone 
	 solutions.com
Royal Basket Trucks 
Cindy Lapidakis 
608-358-1302 
clapidakis@ 
	 royal-basket.com
Rulon International 
Andrew Seidel 
904-584-1400 
awseidel@rulonco.com
RX Music 
Alex Rizhanovsky 
866-284-3269 
info@rxmusic.com
Sandin Insurance Group 
Dave E. Sandin 
503-381-8583 
dave@sandin 
	 insurance.com
SATCOM HD  
SOLUTIONS LLC 
Thomas Johnson II 
717-623-8779

SBA Expert 
Vijay Naik 
949-439-1423 
jay@hotelcapital 
	 funding.com
SI Restoration 
Jeffrey Cohn 
800-356-0484 
jeff.cohn@ 
	 si-restoration.com
Single Digits 
Andrea Bitz 
603-255-7636 
abitz@singledigits.com
Skipton Claims 
Management 
Jack Karlen 
602-957-8800 
jkarlen@skiptoninc.com
Smart Rain 
Robert Densley 
801-295-3339 
robert.densley@ 
	 smartrain.net
SNN Analytics LLC 
Dhaval Chokshi 
801-845-0708 
dhaval.choksi@ 
	 snnanalytics.com
Sojern 
Cady Wolf 
1-877-976-5376 
cady.wolf@sojern.com
SpaceIntel 
Joel Vande Boom 
614-832-9429 
Joel@spaceintel.net
Stay-N-Charge 
Anthony Booth 
855-387-5847 
tonyb@stayncharge.com
stayAPT Suites 
Jennifer Kearney 
704-703-0173 
jkearney@stayapt.com
Structure Hospitality 
Amer Salman 
801-232-3377 
amer@structure 
	 hospitality.com
Tech Insurance  
Agency, Inc. 
Murali Thalluri 
512-917-8686 
murali@tech 
	 insuranceinc.com
Techunifi 
Rajesh Patel 
336-601-6418 
rajesh.patel@ 
	 techunifi.com
Teriyaki Madness 
Austin Werths 
618-219-6190 
austin@teriyaki 
	 madness.com
The Current Agency 
Chirag Shah 
877-439-9288 
chirag@current.agency
ThriveWell Tech 
Nick Patel 
877-993-4824 
nkpatel@thrivewell 
	 tech.com
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Tile & Marble by Brastile 
Rita Sullivan 
800-881-1031 
rita@brastile.com
Totem Solutions 
Geoff Rowson 
770-876-9239 
geoff@totem 
	 solutions.com
TrackMyShuttle 
812-374-6582 
bhavin@track 
	 myshuttle.com
Unimaple, Inc. 
Ramesh Mistry 
+91-972-774-0738
Unity Signs 
Hunaid Munniwala 
281-679-5152 
hunaid@unitysigns.com
Universal Green Group 
Hemal Doshi 
1-866-765-2795 
hemal@universal 
	 greengroup.com
Veritax Advisors 
Chris Ostler 
888-939-3309 
Chris@veritax 
	 advisors.com
Virdee 
David Schnepp 
512-795-1596 
branigan@virdee.co
Visual Matrix PMS 
Kristin Herring 
214-291-4000 
k.herring@vmpms.com
WizeHire 
Karen D’Andrea 
985-225-8978 
sid@wizehire.com
World Insurance 
Associates LLC 
Rocky Bhakta 
rockybhakta@ 
	 worldinsurance.com
WrkSpot 
Liz Lynch 
844-975-7768 
liz.lynch@wrkspot.com
Ygrene Energy Fund 
Emily Ramey 
415-261-7578 
emily.ramey@ygrene.com
ZIPS Franchising LLC 
Abhi Parikh 
717-495-7995 
aparikh@321zips.com

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

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

OFFICE PRODUCTS
Coast To Coast Computer 
Products, Inc. 
Kyle Kurtz 
800-231-4553 
kkurtz@coastcoast.com

ONLINE RESERVATION 
SYSTEMS
CYBERWEB Hotels, LLC. 
Bhavish H. Bhutta 
813-731-1960 
bhavish@cyberweb 
	 hotels.com

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

PEST CONTROL  
PRODUCTS/SERVICES
Bed Bug - Heat Doctor/ 
Prevsol 
Jeff Zimmerman 
517-936-9415 
jeffrzimmerman@ 
	 hotmail.com

PLUMBING SUPPLIES
Delta Faucet Company 
emily Mueller 
317-752-8688 
Emily.Mueller@ 
	 deltafaucet.com

PRINTING/DESIGN/
PRODUCTION
Coast To Coast Computer 
Products, Inc. 
Kyle Kurtz 
800-231-4553 
kkurtz@coastcoast.com

PURCHASING/ 
SALES FURNISHINGS
Furniture Industries 
Incorporated 
Marc Gensler 
612-827-1744 
cgibb@furniture 
	 industries.com
Innvision 
Desirey Hasker 
678-967-2020 
dhasker@innvision.net

RENOVATION/
REMODELING
CertaPro Painters 
Gregg Kaleck 
724-513-0901 
Gkaleck@certapro.com
Colliers International 
Helen Zaver 
404-877-9207 
Helen.Zaver@colliers.com
Safe Step, Inc. 
Dilip Patel 
952-358-3655 
Dilip.Patel@safestep.com

Sherwin-Williams 
Matt Wessel 
216-515-7925 
matthew.m.wessel@ 
	 sherwin.com

RESTORATION
Safe Step, Inc. 
Dilip Patel 
952-358-3655 
Dilip.Patel@safestep.com

RISK MANAGEMENT 
SERVICES
Commercial Insurance 
Solutions 
Kevin Timmons 
214-420-0342 
kevin_timmons@ 
	 cis-ais.com
Petra Risk Solutions 
Amie Patel 
800-466-8951 
AmieP@PetraRisk 
	 Solutions.com
Smith Brothers 
Insurance, Inc. 
Anand Patel 
860-430-3319 
apatel@smith 
	 brothersusa.com
Starr Insurance, Inc. 
Lekha D. Patel 
717-263-1752 
mic@insurewithstarr.com

SECURITY CONTROL/ 
SAFETY PRODUCTS
Dormakaba 
Tom Owens 
706-754-3012 
tom.owens@ 
	 dormakaba.com
Matrix Telecom 
Ashu S. Upa 
800-283-0539 
ashuupa@ 
	 azumanetworks.com
Miwa Lock  
Company, Ltd. 
Dan L. Staton 
949-328-5280 
dan@miwalock.com

SIGNS
American Image 
Jackie Larson 
201-384-9200 
jackiel@ahsign.com
Colite International 
Adam Regenthal 
803-543-1508 
aregenthal@colite.com
HOTELSIGNS.com 
Crystal Simpson 
888-273-8726 
crystalsimpson@ 
	 hotelsigns.com
LED King 
Danny Ali 
972-243-5464 
ledkingtx@gmail.com
Persona, Inc. 
Mike Peterson 
800-843-9888 
mpeterson@ 
	 personasigns.com

SWIMMING POOL  
SUPPLIES/
EQUIPMENT
VivoAquatics 
Richard Lindhorn 
888-702-8486 
rlindhorn@vivo 
	 aquatics.com

TAX CONSULTANTS
National Tax Group 
Lee Ferry 
847-878-6564 
lferry@ntgadvantage.com
Nimble Accounting 
Rahul Kumar Singh 
866-964-6253 
rahulkumar@ 
	 nimbleaccounting.com
O’Connor & Associates 
Andrew Choy 
713-375-4224 
achoy@poconnor.com

TELECOMMUNICATION  
SERVICE EQUIPMENT
Cox Business 
Alea Riley 
404-269-3057 
alea.riley@cox.com
Matrix Telecom 
Ashu S. Upa 
800-283-0539 
ashuupa@ 
	 azumanetworks.com
VSR Network 
Technologies 
Mark Cederloff 
530-889-1500 
mark@vsrusa.com
Zyxel Communications 
Tri Nguyen 
800-255-4101 
tri@zyxel.com

TELEVISION/ 
IN ROOM 
ADVERTISING
DirecTV Hospitality 
Jeff Fox 
310-560-0323 
jeff.fox@att.com
Home Box Office 
Michelle Mahoney 
347-610-1081 
Michelle.Mahoney@ 
	 warnermedia.com
Sonu Satellite 
Neil Doshi 
877-999-7668 
neil@sonutv.com

TELEVISIONS/
ELECTRONICS
AdCommTV 
Jason Cohen 
866-272-7982 
requests@adcommtv.com
MVM Technology 
Michele Blanton 
704-776-5940 
Mblanton@ 
	 mvmtechnology.com

RCA Commercial 
Shawn Brovold 
800-722-2161 
sales@rca 
	 commercialtv.com

UTILITY BILL 
ANALYSIS
Ananta Energy Source 
Merrill Mangalasseril 
312-520-4220 
merrillm@goananta.com

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

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

WALL COATINGS
Behr Paint Company 
Neal Patel 
714-545-7101 
Nvpatel@behr.com
CertaPro Painters 
Gregg Kaleck 
724-513-0901 
Gkaleck@certapro.com
PPG Architectural 
Coatings 
Henry Allen 
980-433-1242 
Hallen@ppg.com
Sherwin-Williams 
Matt Wessel 
216-515-7925 
matthew.m.wessel@ 
	 sherwin.com

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

WATER HEATERS
Bradford White Corp 
Michael Carter 
484-401-8120 
mcarter@bradford 
	 white.com
National Hot Water 
Randy Meyer 
888-444-4435 
r.meyer@ 
	 nationalhotwater.com
Rheem Manufacturing  
Water Heating Division 
Paul Lichtenstein 
443-604-8469 
paul.lichtenstein@ 
	 rheem.com
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AAHOA EVENTS

A large, attentive crowd 
was on hand for this 

North Texas Region Town 
Hall in Longview, TX.

Justin Bragiel, General 
Counsel, Texas Hotel & 

Lodging Association, 
updated a rapt audience at 
a North Texas Region Town 

Hall in Abilene, TX.

AAHOA Vice President, Government Affairs 
Dean Heyl (left) and South Pacific Regional 
Director Mike Riverside (right) hung out with 
Sen. Dave Min (A) and Assembly Member 
Jose Medina (B) during the California Hotel 
& Lodging Association’s 2022 Legislative 
Action Summit in Sacramento.

Ebrahim Valliani (from left), Chintan Thakkar, then-
Upper Midwest Regional Director Mehul (Mike) Patel, 
and Michael Jacobson were all smiles at a Town Hall 
in Elmhurst, IL.

A

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

AAHOA CLUB BLUE, PLATINUM & SILVER INDUSTRY PARTNERS

AAHOA CLUB BLUE INDUSTRY PARTNERS

AAHOA PLATINUM INDUSTRY PARTNERS

ADP, Inc. 
Thomas Bell: (973) 510-0196

AutoClerk, Inc. 
Mohammed Hansia: 

(925) 284-1005

Avendra 
Mara Radis: (301) 825‑0311

Chase 
Faheem Khan: (800) 727‑1872

 
DISH Business 

Tyler Floyd: (303) 723-1854

 
Ecolab, Inc. 

Michael Pfister: (317) 250-5189

Gauthier Murphy & Houghtaling 
John W. Houghtaling, II:  

(504) 456-8600

Hcareers 
Shawn Grenier: (360) 312-7402

 
Home Box Office 

Michelle Mahoney: (347) 610-108

Leyton 
Vivek Arora: (781) 985-2784

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

 
WorldClaim 

Russell Heath: (518) 456-8523

Zonetail 
Mark Holmes:  

(416) 583-3773 x228

Amana PTAC 
Byron Cortez: (800) 647-2982

ARS Global Emergency 
Management 

Piro Hernandez: (786) 575-2131

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

 
bookit n go 

Sarah Eley: (949) 329-8181

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

Consolidated Hospitality Supplies 
Angela De Los Santos: (224) 786-1294

Curve Hospitality 
Sargent Khan: (713) 819‑7296

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

FortisPay 
Nirav Shah: (855) 465-9999

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

GE Appliances 
Amy Kaiser: (502) 452-3073

Guest Supply – 
A Sysco Company 

Justin Haggart: (732) 868-2331

Hilton 
Bill Fortier: (703) 883‑1000

IDeaS 
Emily Walsh: (952) 698 4317

 
IHG Hotels & Resorts 

Karen Rogow: (770) 604-5379

Marriott International 
Christie Patterson: 

(301) 380‑3200

 
Merchaneer 

Bob Ekman: (630) 240-4747

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

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

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

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

 
Red Roof Inn 

Matt Hostetler: (713) 576-7426

Sonesta 
Jordan Langlois: (954) 254-3539

 
Totem Solutions 

Geoff Rowson: (770) 876-9239

TV Asia 
Pradeep Hegde: 

(732) 650‑1100 x26

Wyndham Hotels & Resorts 
Kevin Brickner: (973) 753-7158
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AAHOA SILVER INDUSTRY PARTNERS

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

Alvi Satellites 
Prashant Ajmera:  

(678) 466‑7868

American Express 
Merchant Services:  

(800) 528-5200

 

AmeriTech Distribution 
Himesh Jeram: (877) 777-9769

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

Atlas Concorde 
Michael Sautner:  

(615) 661-7200

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

BeneChoice 
Petrina Skiles: (717) 490-6313

Bokser Home 
Ed Guzek: (651) 505-3760

Brand Standard Furnishings 
Ansley Sanderson:  

(404) 697-8578

Canary Technologies 
Bryan Michalis: (877) 739-1545

CIA Solutions 
Ralph Thiergart:  
(443) 220-3821

Cloudbeds 
Gina Mckee: (316) 619-2644

Coast to Coast Computer 
Products, Inc. 

Kyle Kurtz: (800) 231‑4553

Cobblestone Hotels, LLC 
Brian Wogernese:  

(920) 230-2622

Cox Business 
Alea Riley: (404) 269‑3057

Dickson Furniture 
Paul Mougel: (713) 747-0341

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

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

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

Ferguson 
Eric Tucker: (434) 249-3785

Floor & Decor Commercial 
Delana Delgado:  

(877) 659-2478

Focus Brands 
Rani Bhatt: (404) 978-4829

Foliot Furniture 
Mahesh Parekh:  
(702) 278-7380

Friedrich Air Conditioning 
Company 

Dave McDonald:  
(210) 546‑0500

GitGo 
Amy Infante: (312) 636-7384

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

HD Supply Facilities 
Maintenance 

Stratton Michaels:  
(800) 431-3000

 
hihotels by Hospitality 

International 
Gary Gobin: (770) 270-9398

Hospitality1 
Dhar Patel: (714) 473-9813

Hotel Effectiveness 
Del Ross: (470) 424-0146

 
HotelFurniture.com 

Ashleigh Baker: (800) 750-1174

 
Hyatt Hotels Corporation 
Jim Tierney: (617) 803-4489

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

Jacaruso Enterprises 
Melanie Calcagno:  

(210) 415-0522

Lodging Concepts 
Manufacturing 

Neil Shah: (917) 365-2003

M3 
Haley Wolf: (770) 531-3746

Macrotech 
Dipak Patel: (650) 376-2163

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

 
Margaritaville Hotels  

& Resorts 
Rick Cunningham:  

(407) 930-7228

Mass Mutual 
Candy Chan: (848) 228-1822

 
Matrix Hospitality  

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

 
Matrix Telecom 

Ashu S. Upa: (800) 283-0539

MSI Surfaces 
Anil Palasamudram:  

(713) 570-7000

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

myDigitalOffice 
Matt Curry: (270) 993-1197

National Hot Water 
Randy Meyer: (888) 444-4435

national

National Solutions 
Keith Hudgins: (800) 222-1028

NewGen Advisory 
Dinesh Rama: (602) 648-2700

NextGen Hospitality 
Consultants 

Sean Patel: (210) 478-2734

Nimble Accounting 
Rahul Kumar: (866) 964-6253

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

 
PMC Commercial Trust 

Kristi Lewis-Hodge:  
(972) 349-3200

 
PPDS 

Scott Adams: (678) 908-9294

Prem Supply 
Deepak Panchmia:  

(806) 745-6651

Relay, Inc. 
Barbara Sharnak:  

(732) 718-4214

Rheem Manufacturing 
Dave Hanley: (817) 680-4117

Rinnai 
Dipesh Parekh: (800) 621‑9419

RoomOne Solutions 
Nathan Faircloth: 

(865) 302-3531

Royal Basket Trucks 
Cindy Lapidakis:  

(608) 358-1302

Serta Simmons  
Hospitality Bedding 
Andrea Hochworter:  

(770) 353-0122

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

Sonu Satellite 
Neil Doshi: (877) 999-7668

Spectrum  
Enterprise Solutions 

Stephanie Pitts:  
(212) 379-5826

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

stayAPT Suites  
Franchise Sales:  

(662) 607-1591

Universal Financial 
Consultants 

Vincent Munno:  
(727) 669-0109

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

Visual Matrix 
Albert Sledge: (512) 693-4622

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

 
Wizehire 

Madison Mask: (817) 914-7623

World Cinema, Inc. 
Ella Ahmed: (713) 266-2686
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Hotel Safes from $99
2 2 Y E A R S

Custom Colors Available

800-545-4947
GlobalSafe Corporation  WWW.HOTELSAFES.COM

CCCuCuCuCuCuCCCCCCCuustststtomomomomomm CCCCCCCCCCCCCCCCCCCololololololollololololooloooolo orororororoorororororoooorroo ssssssssssssss AvAvAAvAvAvAvAvAvA aiaaiaiiiaiiiiiiiiiiaiiaiaiiaiiiaa lalalalalaalaaaalllaaaaaaalaaaabbbblblbblblblblbblblblbbblbbblbllblbllleeeeeeeeeeee

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

Hotel Safes from $99

Our SSaSaffefess arare iin Every Major 

7 Year Warranty

HILTON DAYTONA BEACH, FL
HILTON EAST BRUNSWICK, NJ
HILTON HARTFORD, CT
HILTON TORONTO, ON

HYATT MCCORMICK PLACE  
CHICAGO, IL

HYATT RESORT & SPA GUAM
HYATT ROSEMONT, IL
HYATT VINEYARD CREEK, CA

MARRIOTT BUFFALO, NY
MARRIOTT LOS ANGELES, CA
MARRIOTT RIVERSIDE, CA
MARRIOTT NORTH 

 CHARLESTON, SC

OUR SAFES HAVE BEEN INSTALLED IN THESE HOTELS.OUR SAFES HAV N THESE HOTELS

CuCuuststtomoomoomomom CCCCCCCCCCCCCCololoolololoolooloooloorororoororororrororsss s sss ss AAvAAAvAvvvvvvaaaaiaiaiiiaa lallalalaaaaaaaaaaabbbbbbbbbbb

VE BEEN INSTALLED IVE BEEN INSTALLED I
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Legal assistance in reviewing/
negotiating franchise agreements

and liquidated damages settlements.

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

FRANCHISE
LITIGATION

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

bizgrouplink.com 

A Discussion platform to network and collaborate to increase business

A Trade Show marketplace to buy products at discount!

New! Buy-Sell Business online on your own and save!
Post pictures, Videos, Links. Share your comments. Invite others to your business group.

EARN BIZ TOKENS. By participating on Bizgrouplink and save more…..*

*see details on https://www.Bizgrouplink.com

Email: admin@bizgrouplink.com  •  Call: 717-300-8718

    Download the App “Bizgrouplink” on your Mobile device  

Hotel Owners – Benefit in 3 ways

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

1070621_Bizgrouplink.indd   1 21/03/22   11:04 AM

Call: 1-(800)-283-0539
Fax: (888) 717-7472
sales@matrixhotelpbx.com
www.matrixhotelpbx.com

� Hospitality IP Phone 
System
� Time-Attendance and 

Access Control
� HD IP Security-Camera 

System

MATRIX COMMUNICATION & SECURITY 
SOLUTIONS FOR EFFICIENT FUNCTIONING

914947_Matrix.indd   1 21/04/18   1:24 AM

UPDATED IN

2022

AAHOA 12 POINTS OF FAIR FRANCHISING

Newly updated in 2022, AAHOA’s 12 Points of Fair
Franchising continues our mission and
commitment to identify and communicate best
practices for the hospitality franchise system.

Access the
updated

12 Points

1072573_Editorial.indd   1 13/04/22   4:00 AM
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CALL TODAY (760) 372-0007 • questions@dpaattorneys.com

  Real Estate Transactions
  Employment Litigation

  Corporate Restructuring
  Wills, Trusts & Estate Planning

  Contract Review & Drafting
  Franchise Negotiations
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GIVE YOUR CUSTOMERS MORE ENTERTAINMENT OPTIONS AND WAYS TO CONSUME CONTENT
The Advanced Entertainment Platform° (AEP) combines DIRECTV® linear satellite and broadband over-the-top content for an enhanced 

entertainment experience for your guests, residents or patients. 

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

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

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

PLATFORM BENEFITS

Example Home Screen pictured for illustrative purposes only.

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

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

Get HD

equipment

included at no

extra cost!

 Details on back.

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

Remotely manageable  
No PMS integration required

Easy-to-clean remote 
features antimicrobial 
additives

Streaming from personal devices 
through STAYCAST™† 

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

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

4K^ HDR content 

Flexible, cloud-delivered updates 
to meet changing market needs

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

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

THE 
ADVANCED ENTERTAINMENT 

PLATFORM°

Customizable Property 
Information App included at 
no extra cost

Set-top box 
and custom 
antimicrobial 
remote.

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

Call 877.233.1787 today to learn more.
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We’re here, and we’re changing the way the industry does business.

Committed to working as hard as you with a team of over 400 employees, 

a portfolio of more than 650 products and a dedicated sales rep in every 

region, we’re listening and ready to help at GEAppliancesAirAndWater.com.

25599-GEA You Never Stop-8.375x10.875.indd   1 3/11/22
1072534_GE.indd   1 12/04/22   12:38 PM

http://GEAppliancesAirAndWater.com
http://www.GEAppliancesAirAndWater.com

	Contents
	Bridging the divide
	AAHOA 12 Points of Fair Franchising
	Departments
	5 THINGS TO KNOW ABOUT AAHOA THIS MONTH
	LETTER FROM THE CHAIRMAN
	GOVERNMENT AFFAIRS
	AAHOA VENDOR PARTNERS
	AAHOA MEMBERS IN ACTION
	AAHOA CLUB BLUE, PLATINUM &amp; SILVER INDUSTRY PARTNERS
	CLASSIFIEDS
	ADVERTISERS INDEX

	Columns
	THE C-SUITE
	The hospitality model of growth for America: How the industry can supercharge the path toward the American Dream

	TRENDS
	In search of certainty: Are bridge loans the right choice for challenging times?

	TECHNOLOGY
	Supercharge your hotel: The future of EVs in hospitality

	FINANCE
	Don&rsquo;t get stuck high and dry: Understanding the importance of brand when financing a hotel

	BEST PRACTICES
	Bright lights, big ideas: Using email to capture the return of travel

	INDEPENDENT HOTELIERS
	Sharpen your edge: Competing with the brands and determining whether going independent is the right move

	TRENDS
	Remapping the guest and staff journey; Examining the eight major trends defining hospitality





