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Give your guests an 
even better payment 
experience.

See how much you’ll save with 
a complimentary rate analysis.

Fortis understands the unique challenges 
that come with running a hotel. We offer 
a wide variety of commerce and payment 
tools to help maximize revenue, improve 
hotel management, and better connect 
you to your guests.

Industry expertise

Chargeback management

Transparent pricing

24/7 support

248-621-2616
go.fortispay.com/AAHOA
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Give your customers more entertainment options and ways to consume content with
DIRECTV’S ADVANCED ENTERTAINMENT PLATFORM!

*Availability of DIRECTV service may vary by location. In certain markets, programming/pricing may vary. Hardware and programming available separately. Receipt of DIRECTV programming subject to terms of the DIRECTV Terms of Service for Hospitality Establishments and the 
DIRECTV Terms of Service for Institutions; copy provided with new customer information packet. Taxes not included. DIRECTV programming, hardware, pricing, terms and conditions subject to change at any time. ©2022 DIRECTV. DIRECTV and all other DIRECTV marks are trademarks 
of DIRECTV, LLC. All other marks are the property of their respective owners.

DIRECTV’s 
HD COM SYSTEM
HD and 4K Headend Video Solution

UPGRADE
TODAY!

Contact us for a FREE QUOTE •  www.sonusatellite.com • 877.999.7668 • sales@sonutv.com

EVERYTHING YOU WANT TO KNOW
What is DIRECTV’s COM3000?
The COM3000 is a centralized technology system that 
distributes DIRECTV® service to your customers.

Why should I choose DIRECTV® 
service for my property?
DIRECTV is the ultimate TV provider for businesses, including 
hotels, senior living properties, hospitals, universities, stadiums, 
bars, restaurants and sports clubs. DIRECTV offers advanced 
technology solutions that are customizable, affordable, and can 
accommodate any size property. DIRECTV offers multiple 
programming packages and exclusive sports programming, like 
NFL SUNDAY TICKET, making DIRECTV the ultimate entertainment 
experience for your customers.

What does the COM3000 cost?
Special equipment subsidies are available for HD entertainment 
systems,* including the COM3000. Call your local DIRECTV for 
BUSINESSSM  Authorized Dealer to learn more.

What is the downtime associated 
with installing the COM3000?
Most properties experience minimal disruption. For properties 
already utilizing a headend system, the COM3000 system is a 
direct swap-in, usually requiring no additional labor. Call your 
local DIRECTV for BUSINESS Authorized Dealer to schedule a free 
site survey for your property.

?

1076448_Sonu.indd   1 01/06/22   11:27 PM

http://go.fortispay.com/AAHOA
https://hubs.ly/Q01g39510


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.

1073759_Motel.indd   1 26/04/22   10:06 PM
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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.

1068718_Chase.indd   1 06/04/22   1:02 PM
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721 UPREIT (Umbrella 
Partnership REIT) transactions 
are commonplace occurrences 
for sellers of commercial 

real estate, including hotels. These 
transactions, under Internal Revenue 
Code §721, can provide important tax 
and diversification benefits.

In an UPREIT transaction, the seller 
contributes the property to the REIT’s 
operating partnership, and the seller – 
or rather, the contributor – receives 
units in the operating partnership 
equivalent to their net equity in the 
contributed property. One of the 
primary benefits to the contributor 
is that, similar to a 1031 exchange, 
capital gains taxes on the sale of the 
property are deferred for as long as 
the operating partnership holds the 
property, or until shares are sold. 

The tax deferral is especially 
important for contributors of 
appreciated properties that may be 
facing a step up in basis. Depending 
on the structure of the transaction, 

there may be additional benefits 
for those facing lender or brand 
pressure. Hotels, for example, 
are required to undergo brand-
mandated property improvement 
plans (PIPs) that can be too costly 
for owners who have not had 
enough revenue to set aside capital 
for renovations. Those contributors 
are often motivated to complete 
a sale of their property to remove 
the risk of financial default and/or 
operational burden and risk.

REITs could potentially free 
contributors from ongoing costs 
and responsibilities, which can 
be especially important for those 
looking to retire or free up time 
for other endeavors. UPREIT 
transactions provide an additional 
benefit for estate planning in the 
form of shares that can more easily 
be divided among heirs. Direct sales 
of property would leave heirs with 
capital gain taxes, which would 
be deferred until the time of their 

choosing if they held units or shares 
in an operating partnership. 

Contributors also gain the benefit of 
diversity by having their equity invested 
over a potentially greater number of 
assets, rather than a single property. 
Another way a sophisticated REIT can 
strategically diversify is to compile a 
portfolio of assets in different stages of 
the PIP cycle, allowing the cash flowing 
properties to carry the asset that has 
decreased revenue due to out-of-order 
rooms during renovations.

Homogeneous portfolios that 
have targeted brand and geographic 
diversification have the potential for 
compressed cap rates, which lead to 
appreciated property values. This is 
one reason these portfolios are often 
greater than the sum of their parts.

UPREIT transactions can 
provide diversification benefits 
to contributors of appreciated 
property, and the freedom and tax 
advantages should be given strong 
consideration by potential sellers. 

What 
is up with

721 transactions can be an attractive option for sellers

UPREITs?

SPONSORED CONTENT
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About AAHOA 
This Month5Things

to Know

IN THE KNOW
  2-MINUTE READING TIME

1
2

5
3

4

FIVE REGIONALS HAPPENING THIS 
MONTH.
AAHOA Regional Conferences & Trade Shows 
are happening this month in Charlotte, NC, 
Columbia, SC, Vancouver, WA, Irving, TX, and 
Houston, TX. Since the year started, AAHOA 
has already hosted 10 regionals and brought 
together local hoteliers and vendors for a full 
day of networking, education, and deal-making. Mark your calendars and 
join us this month! AAHOA.com/2022Regionals

PLAY FRIENDLY ROUNDS OF GOLF 
AND RAISE MONEY FOR CHARITY.
The 2022 AAHOA Charity Golf Tournament 
Series continues this month in Portland, 
OR, and Grapevine, TX. Since kicking off 
our golf tournaments in May, more than 
120 AAHOA Members and industry part-
ners have participated, raising more than 
$116,000 for local charities. Join fellow 
hoteliers and vendors 
on the golf course 
and raise money 
for local causes. 
Register today at 
AAHOA.com/Golf.

WILL YOU JOIN US  
IN SUNNY FLORIDA?
The annual My Place Convention will be 
held from August 30 to September 2 at the 
Eau Palm Beach Resort & Spa in West Palm 
Beach, FL. Attendees will connect with the 

My Place community 
and hear from some of 
the industry’s top lead-
ers, including AAHOA 
Chairman Neal Patel, 
Treasure Miraj Patel, 
Past Chair woman 

Jagruti Panwala, and more. Make plans to 
join us: AAHOA.com/Events

JOIN AAHOA AT THE LODGING  
CONFERENCE IN SEPTEMBER.
There is still time to register for the Lodging Conference set for 
September 19-22 at the JW Marriott Phoenix Desert Ridge in Phoenix, 
AZ. This event never fails to bring together the hotel industry’s most 
influential owners, operators, presidents, CEOs, and dealmakers and introduce new strate-
gies to help hotel development, operation, and franchising succeed. On top of this, AAHOA 
is hosting a reception at the Lodging Conference on Tuesday, September 20 from 5:30-7 p.m. 
at The JW Desert Ridge at The Isle of Capri. You will not want to miss it! Register to attend at 
www.LodgingConference.com.

REGISTRATION FOR 
AAHOACON23 WILL BE 
OPENING SOON.
The 2023 AAHOA Convention & 
Trade Show is set for April 11-14 
in Los Angeles, CA, and regis-
tration will be opening this fall. 
AAHOACON23 promises to bring 
together industry professionals, 
networking opportunities, excel-
lent programming, and plenty of 
deal-making on the trade show 
floor. Save the date for the hospi-
tality event of the year. AAHOA.
com/Convention� ■
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LETTER FROM THE CHAIRMAN 2-MINUTE READING TIME

NISHANT (NEAL) PATEL, 
CHO, CHIA 

AAHOA CHAIRMAN (2022-2023)

What is your 
next big idea to 

solve an existing 
and nagging 

problem? 
It could be 
something 

simple, but that 
won’t stop those 

you help from 
bragging  
on you.”

Perspiration  
and inspiration

IN JULY OF 2004, WHEN I WAS JUST 14 YEARS OLD, MY PARENTS, MY BROTHER, AND 
I were running a motel and a gas station in a small Texas town. The two were connected 
by a parking lot. My parents used all of their life savings and borrowed from everyone we 
knew – family, friends – to buy this property.

As a side note, one thing I’m grateful for in our culture is that we help those new to the 
industry. We give out zero-interest loans to family and friends and there are no legally binding 
documents. It’s all via handshake.

So, we didn’t have a single employee because we couldn’t afford it. We had so much debt that 
my family owed to everyone. As soon as my brother and I got home from school, we worked in 
the gas station and did our homework there, because my parents were at the motel cleaning 
rooms all day, every single day.

We struggled to make ends meet, and I hated it.
I would think to myself, “This is the American Dream? If this is the American Dream, I don’t 

want to be a part of it.” I missed my life back in India.
Naturally, I would always think about how I could make this situation better for my family. 

Instead of having one person working in the independent motel and one at the gas station, 
I created a sign, printed it, and taped it to the front door of the motel. It said, “If you need a 
room, go to the gas station next door to book one.”

Voila! Now, we only needed people at the gas station, not at the motel. That was my way 
of changing things. Really monumental stuff. All joking aside, it was a simple way to help our 
labor shortage.

One part of my job at the gas station was writing down how much I sold each day – things 
like groceries, alcohol, and gas. At the end of each month, my parents would add everything 
up by hand. It was extremely time-consuming. So, my next brilliant idea was to create an Excel 
spreadsheet for them to keep track of everything.

I thought I was the smartest person. Everyone in my family was talking about me. Oh, Neal 
did this and Neal did that.

I was able to help them calculate their expenses to their earnings in a very organized and 
streamlined way. I have to admit, it felt good to be part of something and save my parents 
time and money.

My point is, the pandemic has created its own labor shortage, and revenue is top of mind 
for all business owners. Now’s the time to get creative and be innovative thinkers.

What is your sign on the door? What is your Excel spreadsheet? What is your next big idea 
to solve an existing and nagging problem? It could be something simple, but that won’t stop 
those you help from bragging on you.� ■
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AAHOA 
Members have 

always exhibited 
great generosity 

and compassion 
for those 

individuals 
who have lost 

homes, jobs, or 
are otherwise 

struggling to 
find stability, but 
this ordinance is 
not the answer.”

LETTER FROM THE PRESIDENT & CEO

LAURA LEE BLAKE, ESQ. 
PRESIDENT & CEO

The City of Angels – Local 
ordinances threaten to 
damage the industry

HEN I HEAR OF THE CITY OF LOS ANGELES, THOUGHTS OF TRENDY,  
sophisticated, and fun people, places, and events immediately spring to mind. I can 

envision palm trees lining the Hollywood boulevards and oceans breezes swaying the 
fronds. But there is a political side of this great City that is now causing concern not 

only for local AAHOA Members, but also for the entire hospitality industry.
As you may have heard, the LA City Council has already passed one ordinance known as “The 

Hotel Worker Protection Initiative.” The City Council is scheduled to consider another one known 
as the “Hotel Land Use and Replacement Housing Requirements” in the upcoming weeks. Both of 
the ordinances were proposed by Unite Here Local 11, which gathered ample resident signatures 
to qualify the ordinances for the ballot. But these ordinances will directly threaten California’s 
hospitality economy and jobs. They will result in significant and costly changes and regulations 
impacting the development, ownership, and operations of hotels in the City. There are high concerns 
that these laws could then quickly spread to other cities and states across the country.

Specifically, the first ordinance, known as “The Hotel Worker Protection Initiative” requires 
automatic daily room cleaning throughout the industry, panic buttons and other security measures 
to protect hotel housekeepers, and expansion of the minimum wage law for hotel workers. The 
LA City Council passed this ordinance on June 28, 2022, and it becomes law on August 12, 2022. In 
response, AAHOA leaders and members gathered in large numbers at the hearing to testify against 
it. AAHOA also is seeking meetings with City Council members to obtain a “carve-out” for economy 
and limited-service hotels due to the high costs of complying with its measures. While the law will 
soon take effect, we are continuing to seek relief from the heavy financial burdens it will impose, 
especially since daily housekeeping is no longer the norm for many economy and midscale hotels.

The second ordinance has not been voted on as of the time of this letter, but we are at a critical 
juncture as we seek to stop the city from passing it, and instead requesting it be sent to the ballot 
for the local residents to decide whether it should become law. Specifically, the “Hotel Land Use and 
Replacement Housing Requirements” would require every hotel in Los Angeles to issue vouchers 
to unhoused residents on a daily basis for all unoccupied rooms. In essence, LA hotels would be 
required to begin serving as partial homeless shelters, depending on the number of vacant rooms 
available on any given day.

AAHOA Members have always exhibited great generosity and compassion for those individuals 
who have lost homes, jobs, or are otherwise struggling to find stability, but this ordinance is not 
the answer. The hotel industry and its dedicated owners, operators, managers, and employees 
are not trained or equipped to provide the necessary services and related care to address the 
homelessness crisis in Los Angeles or elsewhere. Mandating that they provide hotel rooms puts 
everyone at risk for their health, safety, welfare, and related concerns.

AAHOA is scheduling communications and meetings with City Council members, and gather-
ing members for testimony at the hearings. We are working closely with the California Hospitality 
United Coalition and Hotel Association of Los Angeles to obtain positive results. Together we can 
stop these proposals that threaten the industry and the traveling public. By joining efforts, we can 
ensure travel will remain safe, exciting, and joyful for the guests, their families, and our hotels that 
serve them, including in the beautiful City of Angels.� ■

2-MINUTE READING TIME

TODAYSHOTELIER.COM | AUGUST 2022 |  11

http://TODAYSHOTELIER.COM


ADVOCACY IN ACTION

Removing the barriers to success
A closer look at AAHOA’s involvement in advocating for franchisees
by EVELYN HOOVER
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T THE BEGINNING OF THIS YEAR, AAHOA SET OUT TO BE THE VOICE OF FRANCHISEE OWNERS AND HOTELIERS AT THE 
national, state, and local levels. The association is cognizant of the issues impacting the business operations of many of our 

members – especially as it relates to AAHOA’s 12 Points of Fair Franchising. As lawmakers consider legislation and regulations 
that could positively or negatively impact hospitality, AAHOA’s advocacy has been instrumental in moving significant legisla-

tion forward, making hospitality more equitable, and protecting franchisees from unfair, unscrupulous practices.
That’s why AAHOA is relentlessly supporting Assembly Bill 1958 (A1958) introduced in the New Jersey legislature earlier this year. 

If passed, A1958 changes the New Jersey Franchise Practices Act specifically for the hospitality industry. These legislative changes 
can bring balance, awareness, and education to the franchisee-franchisor relationship. A fair relationship with mutual understanding 
contributes to financial success on both sides.

employ 72,000 employees in New Jersey, 
and own nearly 500 hotels with more than 
46,000 rooms.

However, whether you own a property 
in New Jersey, or elsewhere, it’s important 
to note that the passage of legislation such 
as A1958 creates a ripple effect related to 
the work we’re doing to advocate on behalf 
of AAHOA Member franchisees, drawing 
attention to these issues on a national 
level. The passage of such legislation could 
create a new blueprint for franchisee pro-
tection and rights across the U.S.

A CLOSER LOOK AT THE KEY 
ELEMENTS OF A1958
This bipartisan bill contains key elements 
to protect the franchisee investor in NJ well 
into the future.

MOVING THE NEEDLE IN THE 
RIGHT DIRECTION
Fairness. Accountability. Improved dis-
closure. Reasoned response and dia-
logue. This is how so many of our AAHOA 
Franchisees want to work with franchisors.

A1958 moves the needle in the right 
direction for nearly AAHOA Members, who 
directly or indirectly contribute to and 
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TO COME

4.5-MINUTE READING TIME

1
REBATES/KICKBACKS
When hoteliers buy a franchise, they 
embark on this entrepreneur journey 
thinking they will benefit from the group 
purchasing power. Unfortunately, that is 
not always the case. Many franchisors have 
turned mandated purchases into profit 
centers, by limiting suppliers and demand-
ing rebates from suppliers on franchisee 
purchases. A1958 requires a franchisor to 
fully disclose any rebates or kickbacks to 
the franchisee and promptly turn over such 
monies to their franchisees.

2
CHANGES SHOULD BE  
MUTUALLY AGREED UPON
Brands and franchisees sign a franchise 
agreement, representing the contract 
both sides agreed to, and usually includes 
a clause that the franchisee must follow 
the then-current operations manual. Many 
franchisors make unilateral changes to the 
terms of the franchise agreement via the 
operations manual to keep up with the 
changing business climate. A1958 pro-
hibits material changes to the franchise 
agreement through unilateral operations 
manual changes.

3
FEES BASED ON GUEST REVIEWS 
OR ENROLLMENT QUOTAS
Although any type of customer feedback 
is healthy for hotel businesses, online 
reviews can often be unfair and not verifi-
able. Most of the time, the review only tells 
one side of the story, leaving hotel owners 
navigating their reputation for future trav-
elers. A1958 clarifies that franchisees will 
not incur fees based on an arbitrary quota 
system the franchisee cannot control.

4
UNDISCLOSED FEES
When thinking about buying a franchise, 
the Franchise Disclosure Document (FDD) 
is the number one document to read. It is 
meant to disclose all relevant fees to run 
the franchise business. A1958 prohibits 
fees not previously disclosed in the FDD. 
Before any new fee is added, the franchisor 
should provide the franchisee with a busi-
ness case to show the value and the need.

5
VENDOR EXCLUSIVITY
Currently, NJ franchisees experience man-
datory sourcing of goods or resources, 
and these restrictions are simply anti-
competitive. Unless there is truly a propri-
etary product, franchisors should provide 
required specifications and ensure suppli-
ers meet those specifications. A1958 puts 
various restrictions on the exclusive and 
mandatory sourcing of goods or resources, 
opening competition and reducing costs.

6
SELLING OF POINTS OR CREDITS 
IN THE FRANCHISOR’S LOYALTY 
PROGRAM
Rewarding customers who are most loyal is 
a major way to get people to book another 
hotel stay. That’s where the loyalty pro-
gram comes into play. It rewards the guest 
by giving points for their paid stays in the 
form of free or discounted stays after earn-
ing a set level of points. The franchisee is 
charged when a guest earns points and 
reimbursed a nominal amount when the 
points are redeemed. But, the program is 
not without its challenges. When a fran-
chisor sells these points, franchisees only 
receive the nominal reimbursement, which 
often does not cover costs. A1958 prohib-
its selling loyalty points without properly 
compensating the franchisee for the stay.

FOR ALL OF AMERICA’S  
HOTEL OWNERS
The next hearing for A1958 is scheduled 
in September. We will continue to follow 
this bill closely as it continues through the 
legislative process. These types of laws 
and regulations could have a ripple effect 
in other parts of the U.S. So, the advocacy 
work we are doing in New Jersey is a pro-
active way to raise awareness of franchise 
concerns and protect the business inter-
ests of America’s hotel owners.� ■

Fairness. 
Accountability. 
Improved disclosure. 
Reasoned response 
and dialogue. This is 
how so many of our 
AAHOA Franchisees 
want to work with 
franchisors.”

TODAYSHOTELIER.COM | AUGUST 2022 |  13

http://TODAYSHOTELIER.COM


THE C-SUITE

Arun Patel, CEO, 
Visions Hotels 
and Founder, Tiny 
Smiling Faces (L) with 
business partner 
Hemant Patel.

Stronger
together
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  3.5-MINUTE READING TIME

Seizing the opportunities 
granted to him, Visions Hotels 
CEO Arun Patel extols the 
virtues of giving back to others
by ARUN PATEL

Stronger

LTHOUGH THIS OFTEN IS A LIVE-IN-THE-MOMENT INDUSTRY, IT 
can be helpful to look back once in a while to gain perspective and 

appreciate the progress we’ve made. For example, Hemant Patel, 
my partner at Visions Hotels, and I joined together in the early 

years of our hospitality careers and have grown as a team through 
countless acquisitions and new developments to ultimately own 

and manage 57 hotels. Taking a moment to appreciate all we’ve experienced and 
been through together can be a powerful motivator.

At Visions Hotels, like many of our 
colleagues, we’ve worked hard to build 
and strengthen our relationships with 
key stakeholders, team members, 
investors, brand partners, and lend-
ers. And like many of you, providing the 
highest quality guest experience pos-
sible and creating a motivating work 
environment for our team members 
remains at the core of our efforts.

But, at the same time, we’ve main-
tained a continued commitment to give 
back to the communities in which we 
operate, as epitomized by 
our annual Santa’s Vision 
events. Organized every 
holiday season, we 
work with volunteers 
from Visions Hotels, 
our properties, and 

these communities to host a 100% 
free, fun-filled day at our hotels where 
children and their families can take 
pictures with Santa, go on pony rides, 
eat delicious food, and much more. 
Santa’s Vision includes 20 communi-
ties, in which our hotels are located, 
touching 20,000+ children annually. 
This has been an amazing way to give 
back to these communities and boost 
the morale of our Visions Hotels team.

Arun Patel 
and his 
family.

At Visions Hotels, 
like many of our 
colleagues, we’ve 
worked hard to build 
and strengthen our 
relationships with  
key stakeholders, 
team members, 
investors, brand 
partners, and lenders.”
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FIND THE WHY
I also felt it was important to give back 
to the community where I grew up in 
India. Twelve years ago, I visited my vil-
lage school in Kuched Gaam, India, but 
the school was in terrible condition. The 
playground was unsafe, restrooms were 
in bad shape, and fewer than half of the 
children were attending school. Along 
with my cousin, Mahesh Patel, I decided 
to see how we could improve the school.

The first thing we did was to get support 
from local residents. Together, we built a 
new garden, renovated the playground, 
added new restrooms, and constructed 
new facilities – including an assembly 
hall, computer room, and science lab. 
We also started providing children with 
previously unmet necessities such as a 
breakfast, uniforms, and school supplies. 
The environment of the school changed 
and 100% of the children began to attend 
school regularly.

This was the spark that kicked off Tiny 
Smiling Faces, with the goal of provid-
ing schools in India with similar support, 

intellihot.com
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ensuring that more children have basic 
necessities and better access to educa-
tion. Tiny Smiling Faces has now grown to 
support 157 village schools in India and 
has received $2.6 million in contributions 
during the past decade.

At each school we support, we ensure 
that children have access to uniforms, 
school supplies, health checkups, com-
puters, resources for teachers, and field 
trips. We do this by encouraging NRI and 
locals in India to personally take leader-
ship in supporting the school located in 
their village.

DUTY BOUND
Beyond supporting village schools, we’ve 
partnered with fellow nonprofit the Siksha 
Foundation to help rebuild residential hos-
tels. Many remote villages in India don’t 
have schools, and children from those 
villages must stay in an ashram to get 
access to education. Because a majority 
of ashrams were built more than 75 years 
ago, many are structurally unsound and 
inhabitable. With the Siksha Foundation, 

we’ve built three ashrams in India with plans 
to build three more this year.

DEFINE YOUR SUCCESS
As an executive, a key component of my 
responsibilities is focusing on profits. 
However, giving back to the community is 
also an important aspect of operating a suc-
cessful business, because “success” is defined 
at least in part by what you do for others. 
Investing in future generations ensures the 
greatest possible chances of continued suc-
cess for everyone whose lives we touch. As the 
Greek proverb goes, “A society grows great 
when people plant trees in whose shade they 
shall never sit.”

I would strongly encourage you to look 
beyond profit-and-loss statements and 
explore ways to use your talents and resources 
to benefit others by incorporating a giving-
back culture into your business. Whether that 
means supporting village schools and helping 
kids with education or another venture, I hope 
the next time you’re approached by a member 
of your community requesting assistance, you 
will ask yourself, “Why not?”� ■
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by NICK FORTUNA

DURING THE FIRST WAVE OF THE PANDEMIC, AS TRAVEL HALTED AND HOTEL 
occupancy rates slumped into the single digits, some hoteliers managed to step up 
for their communities and bring in some revenue at the same time.

By renting out rooms to 
medical professionals, first 
responders, government offi-
cials, essential workers, and 
people needing to quarantine, 
hoteliers played an important 
role in combatting COVID-19 
even as they struggled to 
stay afloat. Now, with the 
pandemic receding, the hos-
pitality industry is expecting 
brisk summer business, all 
while acknowledging that a 
new coronavirus variant or a 

recession could smother this 
fragile recovery.

CREATIVE THINKING
For hoteliers, one key to maxi-
mizing revenue in an unpre-
dictable market is to continue 
looking for each property’s 
highest and best use. As an 
example, former AAHOA 
Board Member Sawan Patel 
points to the Best Western 
Plus Northwest Inn & Suites in 
Houston, a 60-room property 

MONEY
MINDED

In an unpredictable market, hoteliers 
find ways to maximize revenue
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  13-MINUTE READING TIME

MONEY
MINDED
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now being used to shelter the 
city’s homeless population.

Patel is the managing partner 
of Unity Hotels Group, a Houston-
based company with six hotels 
among its real estate holdings. 
Early in the pandemic, Patel 
reached an agreement with the 
city to rent out rooms at the Best 
Western to medical professionals 
and others affected by COVID-19. 
But when that need subsided, 
business travel had yet to resume, 
and leisure travel was still at a 
minimum.

With “limited options” avail-
able, Patel said it made sense to 
re-up with the city. Last summer, 
the city leased the entire property 
and hired a third-party manage-
ment company to run it. The hotel 
now provides transitional hous-
ing to city residents who have 
recently become unhoused due 
to job loss, medical issues, rising 
rent, or other setbacks, he said.

“Northwest Houston is still a 
pretty slow market, so this has 
been really good for us,” Patel 
said of the program.

The lease stipulates that Unity 
Hotels Group is responsible for 
maintaining the building and its 
equipment, including two com-
mercial washers and dryers, but 
the city is responsible for damages 
to the property, Patel explained.

“Damages obviously are going 
to be your biggest concern in a 
situation like this,” he said. “The 
details of the contract are very 
important, so make sure all your 
concerns are addressed in it. In 
every business partnership, it 
comes down to the contract.”

FINDING OPPORTUNITY
Situated 15 minutes from down-
town Houston, the Best Western 
typically gets considerable 
overflow traffic when there’s a 

If a recent earnings report from 
Hilton Worldwide Holdings, Inc. is 
any indication, the hospitality indus-
try is starting to regain its swagger.

BANKING 
ON

an enduring 
recovery

The hotel company, with 18 brands 
and about 6,900 properties  
worldwide, reported first-quarter 
net income of $211 million. And 
in a conference call with investors, 
Hilton President and Chief Executive 
Christopher J. Nassetta said he was 
“optimistic” about the rest of 2022.

“There is a good likelihood that 
we’ll reach 2019 system-wide 
RevPAR levels during the third 
quarter,” he said.
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“We think we’ll probably have 
the biggest leisure summer 
we’ve ever had,” Nassetta said.

In another bullish sign, Marriott 
International also reported strong 
activity during a recent earnings 
call, with CEO Anthony Capuano 
reporting that 

“Leisure demand, which had 
already fully recovered during 
2021, has further strengthened 
this year, with first quarter 
global leisure transient room-
nights more than 10% above 
2019,”
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big event at the George R. 
Brown Convention Center. 
Patel said he’s been moni-
toring occupancy rates 
at his company’s other 
Houston properties and 
reaching out to corporate 
clients to gauge their lodg-
ing needs, hoping to capi-
talize when business travel 
resumes in earnest.

Meanwhile, the city 
recently renewed its lease 
at the Best Western through 
the end of the year and has 
an option to extend it fur-
ther, Patel said. When the 
conventions eventually 
return, Unity Hotels Group 
will resume operating the 
hotel, but until then, the 
homeless program is gen-
erating meaningful revenue.

For Patel, the takeaway is 
that hoteliers should main-
tain contact with local offi-
cials and major employers to 
see if there are opportunities 
for similar partnerships.

MAKE IT WORK
Tanmay Patel, AAHOA 
Young Professional Director 
Western Division, who owns 
six hotels in West Texas with 
his business partners, was 
in a similar situation early 
in the pandemic. Initially, 
he rented out the top two 
floors of a three-story prop-
erty to municipal officials 
and a local hospital, while 
the bottom floor remained 
available for paying guests.

“That way, even during 
the worst of the pandemic, 
when hotels were really 
feeling the strain, for me, 
it wasn’t as bad as it could 
have been,” he said.

With COVID-19 abating, 
Patel has switched business 
strategies at that property. 
In the past, he would limit 
weekly rentals to about 
10% of rooms, seeking to 
“maximize revenue day over 
day,” he said. Now, how-
ever, extended-stay guests 
account for about 40%-50% 
of rooms, partially because 
rents in the area have risen 
sharply, leaving many lower 
income people unable to 
afford apartments, Patel 
said.

Extended-stay guests 
may get housekeeping 
services only a few times 
a week, or whenever they 
ask for them, which has 
lowered Patel’s labor costs, 
he said.

“You can see how the 
extended-stay hotels are 
doing great, so I have tried 
to shift more toward a lon-
ger term stay,” Patel said.

That strategy has paid off, 
with the hotel approaching 
full occupancy most nights, 
according to Patel. “If I can 
fill the hotel 40%-50% with 
extended stays, then I can 
go ahead and raise the rates 
for the other rooms and still 
manage to actually fill out 
the hotel,” he said.� ■

When you think about the hotel amenities that attract the 
most guests, you might imagine a great pool, a large fitness 
center, or a relaxing spa, but don’t forget about dog parks.

Best Friends Roadhouse & Mercantile in Kanab, UT, has 
a 10,000-square-foot, fenced dog park featuring a splash 
pad, a fire pit surrounded by chairs, patches of grass, stone 
surfaces, and native plant species. There’s also a 300-foot-
long mural depicting native plants and pets from the nearby 
Best Friends Animal Society shelter.

The motel has a pet washing station and a store selling 
pet supplies, and rooms feature nooks with pull-out dog 
beds. In August, Best Friends Roadhouse & Mercantile was 
among 12 hotels and motels featured by BringFido.com for 
having “awesome dog parks.”

“We consider ourselves to be the most pet-centric motel in 
the country,” said Julie Barger, director of visitor experience.

While that motel doesn’t charge extra for dogs, most 
hotels on BringFido’s list do, and those fees can bolster a 
hotelier’s bottom line.

Take the Metropolitan at The 9 in Cleveland, for example. 
It’s the only four-star hotel in the country with an indoor 
dog park, according to BringFido. Guests grab a welcome 
package with dog treats in the lobby and take the elevator 
to the 29th floor, where they’ll find a dog park with artificial 
turf, decorative fire hydrants, benches, and a long hallway 
in which to play fetch. The hotel allows two dogs, each 
weighing less than 75 pounds, for a fee of $100 per stay, 
according to BringFido.

Fees for canine guests vary widely. The Hotel Parq Central 
in Albuquerque, NM, for example, allows one dog up to 75 
pounds for an additional $75 per stay, or two pets for $100. 
The Southern Oaks Inn in St. Augustine, FL, charges only 
$25 extra per night, plus a $100 refundable deposit, while 
the Hampton Inn Adel in Adel, GA, lets dogs crash for free.

For hoteliers, one key to 
maximizing revenue in an 
unpredictable market is to 
continue looking for each 
property’s highest and best use.”

dogs
Hotels going  to the
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FEATURE

Get to know 
AAHOA’s  
2022 Award 
Winners
by ZOHREEN ISMAIL APART

STANDING

EACH YEAR, AAHOA HONORS HOTELIERS WHO GO ABOVE AND 
beyond in service to the hospitality industry. This year, the winners 
were announced at the general session of the AAHOA Convention & 
Trade Show in Baltimore, MD. The annual AAHOA Awards Program 
recognizes the best of the best, and we’d like everyone to learn 
more about these deserving award recipients as they share advice, 

accomplishments, and inspirations.
These leaders are paving the way for the hospitality industry and continue to 

persist with their innovative ideas, hard work, and love for the industry. AAHOA 
is proud to have dedicated and innovative leaders who light the path for future 
generations and bring attention to important industry topics such as government 
affairs, challenges, diversity, and leadership.
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VIMAL PATEL
AAHOA Award 
of Excellence

“It’s a tremendous honor to be 
recognized at a national level 
– especially in a post-COVID, 
tumultuous hotel industry. 
It’s significant because this 
recognition is also part of the 
effort to engage and change the 
system. It was a special effort to 
bring attention to the plight of 
hoteliers.”

HOW HAS AAHOA MEMBERSHIP 
SHAPED YOUR GROWTH?
“The membership platform allows me 
to network with fellow hoteliers and 
vendors and a way to communicate 
with franchisors. AAHOA is also a big 
help with the legislative action and 
laws that may be difficult for small 
hotel owners and gives us a voice in 
Washington.”

IS THERE SOMEONE WHO 
INSPIRES YOU?
“I especially want to mention my 
uncle Narottammama in Africa and 
my cousin Kevin here in the U.S. who 
helped me in my journey to success.”

WHAT’S NEXT: Vimal hopes to continue 
to make a positive impact in the hospi-
tality industry by standing up and voic-
ing concerns for the fair franchising. He 
seeks to continue fighting against unjust 
business practices and passing these 
ethics on to future generations.

AAHOA is also a big help with the legislative action 
and laws that may be difficult for small hotel owners 

and gives us a voice in Washington.”

  7-MINUTE READING TIME
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MANHAR (MP) RAMA
CEO, Sima Hospitality:  
AAHOA Past Chair  
(2005-2006), Cecil B. Day 
Community Service Award
“In my eyes, I’ve won so much more than an award. I’ve 
won admiration and respect – both short and long term 
– and the combination of these lead to a much bigger 
prize than the award itself. We are all born to help each 
other no matter how difficult it is and to give  
something back to the collective society.”

We are all born to help each other no 
matter how difficult it is and to give 
something back to the collective society.”

HOW HAS AAHOA MEMBERSHIP 
SHAPED YOUR GROWTH?
“AAHOA allowed me to develop myself profes-
sionally and as a person. The AAHOA member-
ship gave me an opportunity to expand my 
skills and the ability to think ahead and handle 
more responsibilities. Not only was I able to 
improve my skills, but with time and commit-
ment I learned from my colleagues and clients.”

IS THERE SOMEONE  
WHO INSPIRES YOU?
“Mahatma Gandhi inspires me. He lived for the 
welfare of people and advocated truth and 
peace. He also stressed the importance of lit-
eracy and lived his life with the values of being 
persistent, adaptive, confident, optimistic, and 
trustworthy.”

WHAT’S NEXT: Manhar hopes to continue to make 
a positive impact in hospitality by focusing on 
keeping up with trends. He believes innovation 
is the key to success and future generations will 
take family businesses to new heights.
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TARAN PATEL
Managing Principal, A1 

Hospitality Group; AAHOA 
Northwest Regional 

Director, Outstanding 
Young Professional Hotelier 

of the Year Award

“It means a lot to me to be selected among 
a group of many deserving nominees. 

At the end of the day, all the credit goes 
back to my team. Having a strong support 
system behind me has allowed me to give 

back time to this industry.”

HOW HAS AAHOA MEMBERSHIP  
SHAPED YOUR GROWTH?
“AAHOA has provided me with tools and resources 
that have contributed to my personal and profes-
sional growth. Through networking, advocacy, and 
engagement, I’ve been able to take advantage of the 
opportunities AAHOA presents to its members.”

IS THERE SOMEONE WHO INSPIRES YOU?
“I was blessed with front row seats to witness the hard 
work and sacrifices my parents made as immigrants 
to the U.S. The two of them worked hard to ensure 
a better future for me and my sister. Without their 
guidance and support, I wouldn’t be in a position to 
receive this award.”

WHAT’S NEXT: Taran wants to continuously be involved 
in the hospitality industry and do his part to ensure 
we are evolving in a positive direction. Looking at the 
industry, he notes the significant growth in the past 10 
years and wants to be part of the continued change.

Through networking, advocacy, and 
engagement I’ve been able to take 

advantage of the opportunities AAHOA 
presents to its members.”
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BABU PATEL
Trustmark Park Hospitality

Outreach Award for Philanthropy

HOW HAS AAHOA MEMBERSHIP 
SHAPED YOUR GROWTH?
“I’m a proud lifetime member of this strong 
organization that has given me plenty of 
educational tools to become a better hote-
lier. We had many ups and downs during the 
pandemic, but we all made it through and 
emerged stronger and better. COVID-19 relief 
PPP and EIDL was very much appreciated, 
and I would like to thank the Government 
Affairs team as well.”

IS THERE SOMEONE  
WHO INSPIRES YOU?
“My parents, my family, and my wife are 
all my heroes. Also, I’d like to mention 
Prime Minister Shri Narendrabhai Modi 
who has been a role model for me for 
the last 21 years. His positive thinking, 
lifestyle, proactiveness, and leadership 
skills are unmatched.”

WHAT’S NEXT: Babu hopes to continue to 
share knowledge with others in the hospi-
tality industry. He wants to demonstrate 
the benefits of using technology to make 
a positive impact. Additionally, he is com-
mitted to giving to the AAHOA PAC and the 
positive benefits that result from doing so.

“I’m extremely honored to be receiving such an important award and am 
grateful for the recognition I’ve received for my 43 years of work. Winning 

this award wouldn’t have been possible without the inspiration I’ve 
received and support from my parents, wife, and colleagues.”
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PINKY P. BHAIDASWALA 
“In the early days running a motel 
in Upstate New York, we couldn’t 
even imagine being in the position 
we are today. Winning this award 
is a vindication of the 25-plus 
years of hard work, sacrifice, and 
commitment. I couldn’t have done it 
without the support of my family.”

HOW HAS AAHOA MEMBERSHIP 
SHAPED YOUR GROWTH?
“When the pandemic hit, the entire industry 
was in freefall. We’d never seen anything 
like it. AAHOA became a community where 
we could come together to understand 

and solve the crises as an industry, rather 
than as individuals. Membership in AAHOA 
helped take away a lot of that initial fear to 
know that we aren’t alone.”

IS THERE SOMEONE  
WHO INSPIRES YOU?
“I have to thank my husband for constantly 
supporting, challenging, and encouraging 
me. His courage to dream is what pushes us 
forward each and every day.”

WHAT’S NEXT: Pinky hopes to foster an envi-
ronment where young women are not only 
invited to join the hospitality industry, but 
also supported in their hospitality careers. 
She wants to prove that hospitality is no longer 
a Boy’s Club and we all prosper when we can 
leverage diversity.

ARMAAN PATEL

“The honor to be one of the recipients gave me validation of the past 
three years of some sleepless nights working toward my company, AGA 

Hotels. It was a very humbling experience as the youngest to ever win 
the award. I hope this pushes more young entrepreneurs to pursue a 

career in the hotel industry.”

HOW HAS AAHOA MEMBERSHIP 
SHAPED YOUR GROWTH?
“Without AAHOA, I wouldn’t be able to 
exhibit my hotel franchise and expand. 
Looking at past AAHOA conferences 
opened my eyes on how businesses oper-
ate outside Los Angeles. I’ve reached out 
to many connections I met at AAHOA for 
advice and knowledge about the hotel 
industry and used it to scale my business.”

WHAT’S NEXT: Armaan aspires to influ-
ence young individuals to establish their 
interests and begin to feel comfortable 
taking risks for their passion. He hopes to 
help young entrepreneurs gain knowledge 
from their highs and lows rather than set-
ting them back while working to become a 
positive influence on young and upcoming 
entrepreneurs by guiding them where to 
begin and how to expand.� ■

SSN Hotel Management, LLC
Outstanding Woman Hotelier of the Year Award

AGA Hotels
Outstanding Young Professional 

Hotelier of the Year

IS THERE SOMEONE  
WHO INSPIRES YOU?
“I’d like to thank my dad for introducing 
me to this industry at age 16. We had many 
late-night conversations with him advising 
me of new business opportunities. He has 
been there every step of the way giving 
me advice on how to learn from mistakes 
rather than dwell on them and continues 
to motivate me to strive for the best.”
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LEGAL CORNER

before you leap

HEN ENTER-
ing into the 

decision to pur-
chase or sell a hotel 

property, principals 
are likely to spend a 

lot of time focused on the provisions in 
the purchase and sale agreement (PSA) 
stage that deal with the transfer of the real 
estate. Still, one needs to remember that 
the PSA also covers the sale of the hotel 
business operated on the real property 
and there are numerous revenue-related 
provisions in that portion of the PSA that 
also should receive a principal’s time 
and attention.

An overview of 
key revenue-
related 
provisions in 
hotel purchase 
and sale 
agreements
by ERIC TUCKER
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1  DUE DILIGENCE
The first key section where revenue-related provisions will come up in the PSA is in the list of due diligence materials 
a seller is obligated to provide and what representations the seller will provide as to those materials. Purchasers 
likely want sellers to provide detailed historical financial information on the performance of the hotel, lists of 
top accounts, and copies of any leases that produce recurring revenue for the hotel. If that type of information is 

provided, the parties should then address whether it is being provided on an “as-is” basis or if the seller represents as to its 
accuracy. Further, if leases that provide recurring revenue are being purchased under a PSA, the PSA should address whether 
or not the seller is required to provide a current estoppel certificate from the tenant under the applicable lease. All these 
issues are open for negotiation between the parties, and the final resolution can depend on whether the asset is being sold at 
a discount or a market price.

2REVENUE AND  
EXPENSE PRORATION
The next area in the PSA where revenue-related provi-
sions will come into play are the provisions addressing 

proration and adjustments of the various revenues and expenses 
generated by the hotel. This will include addressing how the rev-
enue from the evening before closing (the “guest ledger”) will be 
divided between the parties, when the purchaser is responsible to 
take on liability for the employees of the hotel, and how the taxes 
and other operating expenses will be prorated between the parties. 
There also should be a clear agreed-upon period post-closing for 
the parties to “true up” any adjustments or prorations that had to 
be estimated at the actual closing. Failing to address these adjust-
ments and prorations in a comprehensive manner in the PSA could 
cause unintended difficulties post-closing in transitioning the hotel 
business to the new owner.

In addition, a PSA should address whether the buyer will be 
purchasing any or all of the seller’s existing accounts receivable 
and, if so, at what price. If the accounts receivable are being pur-
chased, that purchase is often limited to current “short-term” 
receivables, and the seller will retain the obligation to collect 
longer term receivables, but the scope of the purchase is open 
to negotiation. If the seller’s receivables are being excluded from 
the purchase transaction, the PSA should address the purchaser’s 
obligations with regard to receivable payments received at the 
hotel after the closing.

3TAX PROCEDURES
One final revenue-related provision the parties 
should consider addressing in the PSA is whether 
the seller will be required to comply with any state-

specific bulk sales clearance or tax clearance certificate proce-
dure. If the parties determine to forego a requirement for the 
seller to obtain a clearance certificate, this potential liability 
could be addressed by the inclusion of some type of mutually 
acceptable indemnification provision, which could then include 
a requirement for the seller to escrow funds for a period of time 
post-closing until any seller tax liabilities are resolved.

In summary, principals buying or selling hotel properties 
should be sure to spend as much time and effort on finalizing 
the provisions related to the sale of the hotel business as they 
do on the provisions related to the sale and transfer of the real 
property on which the hotel is located. Spending the appro-
priate time negotiating mutually acceptable hotel business 
provisions in the PSA will help ensure a smooth transition to 
the new owner and will minimize post-closing disputes between 
the parties related to the hotel’s revenues and operations.�■

Eric Tucker has more than 15 years’ experience representing hotel 
developers and operators in all types of hospitality transactions. He 
can be reached at etucker@offitkurman.

Principals buying or selling hotel properties should be sure to spend as 
much time and effort on finalizing the provisions related to the sale of the 

hotel business as they do on the provisions related to the sale and transfer 
of the real property on which the hotel is located.”

  2.5-MINUTE READING TIME
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FINANCE

UNDERWRITING A COMMERCIAL REAL ESTATE TRANSAC-
tion is both an art and a science. It’s an art, because there 
isn’t just one answer to every question and deal viability 
isn’t always clear. It’s a science, because capital provid-
ers can employ established rules of thumb, convention-
ally accepted market norms, and predictable correlations 

between metrics. For example, when a property’s debt-yield ratio moves up, 
inherently its loan-to-value ratio goes down. Let’s explore which metrics are most 
impacting financing right now.

However, the Fed’s recent activ-
ity – as well as the reaction of 
the bond markets to interest 
rate hikes – has pushed all major 
indices skyward. As a result, the 
absolute interest rate at which 
owners can borrow also has 
risen sharply. This magnitude 
of move in such a short period 
of time has sparked renewed 
attention on what was the most 
important underwriting metric 
pre-2008, DSCR.

THE POWER OF RATINGS
In the world of commercial 
mortgage-backed securities 
(CMBS), collateralized loan 

obligations (CLO) and 
other securitized prod-
ucts, rating agencies set the 
mood for the credit markets. 
Acting as gatekeepers, agencies 
curb overexuberance among 
debt providers by assigning a 
stress-test haircut to the trans-
action’s underwriting metrics. 
For example, if a property’s 
net cash flow is initially under-
written at $2 million, the final 
amount will be lower after 
the rating agency applies its 
risk-ratings calculation. How 
much of a trim depends on the 
asset’s type, location, historical 
cash flow, age, environmental 

factors, and sustainability of rev-
enue, as well as sponsor qual-
ity. Considering assumptions, a 
typical flagged hotel in a tertiary 
market could expect the rating 
agency to cut revenue by 25%.

IT’S ALL ABOUT 
SUSTAINABILITY
Sustainability of cashflow has 
the most impact on financing 
decisions because lenders 
want to ensure an asset will be 

DSCR MAKES A 
COMEBACK
In today’s inflationary environ-
ment, an asset’s debt-service 
coverage ratio (DSCR), or the 
ratio of net cash flow to current 
debt payments, is once again in 
the spotlight. After the global 
financial crisis, the Federal 
Reserve implemented quanti-
tative-easing mechanisms that 
artificially lowered long-term 
interest rates. When this inter-
vention tactic is used to hold 
long-term rates lower, DSCR 
doesn’t carry as much weight in 
lender and other capital market 
participants’ credit decisions. 

Determining which 
underwriting metrics 

matter most to 
lenders in the current 

economic environment
by RUSHI SHAH
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  4-MINUTE READING TIME

able to generate sufficient rev-
enue to satisfy loan payments 
until maturity. During the past 
two and a half years, the mar-
ket largely was manipulated by 
the pandemic and other forces, 
and most assets experienced 
unsustainable peaks and val-
leys in revenue. As a result, 
lenders and rating agencies are 
anchoring current underwrit-
ing on more normal 2018 and 
2019 revenue numbers.

With inflation in full 
swing, prudent owners seek-

ing higher revenues are increas-
ing nightly rates. Higher interest 
rates lead to a lower DCSR on 
assets, which will continue to 
be key in light of renewed lender 
focus on this underwriting met-
ric. A lower DSCR offsets poten-
tial overleveraging that might 
occur as revenue and cashflow 
ramps up. Interestingly, loan-
to-values are largely unaffected 
by rate increases if the asset has 
sustained higher cash flows. This 
is because higher interest rates 
mean higher cap rates. Cap rate 
is the rate that when you divide it 

by cashflow gives you the value 
of the asset. If there is a higher 
cap rate on a property with 
a higher cash flow, it negates 
the impact on an asset’s value. 
Capital markets largely are 
financing hotel assets between 
60% and 65% loan-to-values. 
Today the constrain is DSCR due 
to higher rate to service the debt. 
Taking all of this into consider-
ation, the best underwriting 
approach for a hotel is to con-
sider debt yield, loan-to-value, 
and DSCR in triangulation. In 
other words, calculate all three 
metrics and use the least of the 
trio to close the loan.

Whether you look at a com-
mercial real estate transaction 
through the eyes of Monet or 
Einstein, it’s best to work 
with an expert intermediary. 
To eliminate the guesswork, 
choose an advisor who has 
years of experience and under-
stands all facets of the market. 
Knowing how rating agencies, 

B-piece buyers, and lenders 
think and approach a deal can 
be the difference-maker for 
getting to the closing table.�■

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.

sciencemeets  
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INSURANCE

Method

Method

TOP-DOWN 

BOTTOM-UP

The 

The 

The top-down method is based on the differ-
ence between lost sales and the expenses saved 
because of those sales not happening. Money 
not spent on operations due to business inter-
ruption is factored into gross sales at the top of a 
typical income statement. This method utilizes a 
simple calculation that all involved parties easily 
understand. Based on revenues, the calculation 
starts at the top of the profit-and-loss statement 
minus non-continuing (or saved) expenses. For 
example, saved expenses could include rent, utili-
ties, repairs, maintenance, and any other costs 
that stop or slow down because of an event.IN THE EVENT OF LOSS 

due to a major catastro-
phe such as a fire, hur-
ricane, or other natural 
disasters, the method 
used for calculating 

business income loss claims 
can significantly impact the 
amount of recovery. Evaluating 
business income loss claims 
involves estimating the claim-
ants’ business results as they 
likely would have realized had 
the loss not occurred.

Business interruption (BI) 
claims can take one of two 
forms:
1.	 The gross-receipts method 

is also known as the top-
down method.

2.	 The net-income method is 
referred to as the bottom-
up method.

Here, we’ll discuss these two 
methods, including the pros 
and cons related to each and 
which is the best for a situation.

Business 
interruption 
claims:  
top-down  
or 
bottom-up?
by DAVID E. MOORE

The bottom-up method focuses on the claim-
ant’s projected net income during the loss period 
and adds in continuing expenses. The calculation 
is conceptually more complex but may be more 
accurate when considering an extended period 
of downtime. This approach generally treats 
losses like part of a whole and not as though 
they occurred in a vacuum. Durations, costs, 
and resource requirements aren’t estimates but 
actual incurred expenses.

Pros
•	 Simple, easy-to-understand calculations
•	 Faster claims settlement

Cons
•	 This method ignores historical net losses 

the claimant may have experienced prior 
to the catastrophic event

•	 Figures can be manipulated

Forensic accountants working on behalf 
of the insurance company use the top-
down method when calculating BI claims. 
Because no business operates on a con-
stant flow of business, the linear approach 
of this method can be inadequate when 
the period of loss is extended and claims 
become more complicated.

Pros
•	 Estimations may be more accurate
•	 Numbers cannot be manipulated

Cons
•	 Complicated calculations
•	 Time-consuming

A BI claim is not an end-all but rather a 
financial Band-Aid meant to assist a hote-
lier in surviving the period of restoration 
until fully operational. A public adjuster 
always works to expedite the recovery 
regardless of the method used to calcu-
late BI. The BI claim is still being worked 
on in many instances after the insured is 
back in business.

Calculating claims
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  3-MINUTE READING TIME

HANDLING A BUSINESS-
INTERRUPTION CLAIM
BI loss isn’t just an accounting func-
tion. A narrative must be created to 
explain the loss and convince the car-
rier of the calculation. When a hotel is 
down, it could be losing market share 
because potential guests must use 
the competition, and there is the 
risk of losing longtime customers to 
your competitors. For this reason, 
it’s crucial to expedite the remain-
ing portions of the claim to return 
the insured to operating capacity as 
quickly as possible.

While both estimation methods are 
acceptable, the top-down method is 
easier but may be more suitable for 
smaller claims with limited periods of 
business interruption. The bottom-up 
approach provides a more accurate 
estimate of the dollar figure needed 
to get back to business in the case 
of massive loss and indeterminable 
downtime. To obtain the optimal 
settlement, calculations for the dam-
aged hotel must figure in the normal 
occupancy, actual occupancy, and 
continuing expenses.� ■

David E. Moore is a 
principal and chief 
operating officer with 
Jansen Adjusters 
International, managing 
multi-million-dollar 

losses annually for commercial, 
multifamily, and homeowner 
policyholder clients. For more info, visit 
jansenai.com.

  3-MINUTE READING TIME

TODAYSHOTELIER.COM | AUGUST 2022 |  37

http://jansenai.com
http://TODAYSHOTELIER.COM


INDEPENDENT HOTELIERS

How do independent 
properties compete 
with franchised 
properties for 
business?

IN THE GREEK TALE OF SISYPHUS, THE 
titular subject is condemned to push a 
boulder up a hill only for the rock to come 
crashing down just shy of the peak. The task 
is impossible, but he’s eternally convinced 
of his ability to overcome impossible odds. 

For the independent hotelier, competing against 
the brands and their deep pockets can feel like an 
equally doomed endeavor.

But take heart, fellow mavericks. There indeed 
are ways for the independents to get the boulder 
over the top of the hill, make their mark in the 
industry, and compete with the brands by think-
ing creatively and mirroring the success of those 
who’ve already accomplished the feat.

By simply putting one foot in front of the other, 
here are four ways independent hoteliers can get 
on equal footing with the brands.

One step 
at a time
by DAÉ PATEL
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  4-MINUTE READING TIME

BANG YOUR OWN DRUM
The popularity of HGTV alone speaks vol-
umes about the prevalence of the do-it-
yourself ethic in today’s society. And how 
does the old saying go? “If you want some-
thing done right, do it yourself.” There are 
several steps involved in marketing, the 
first of which should be creating and regis-
tering your brand with a unique copyright. 
Secondly, you’ll need to determine your 
marketing budget. And not marketing isn’t 
an option. Even corporate behemoths like 
Coca-Cola maintain an incredibly strong 
advertising presence because they under-
stand that continued presence in the mar-
ketplace is vital to ongoing success and 
additional growth. And marketing fees 
are almost always baked into a franchise 
model – often as a percentage of monthly 
profits – so your branded competitors are 
keenly aware of advertising’s value. As your 
business grows, your marketing budget 
should expand in kind. As a general rule 
of thumb, many marketing budgets follow 
the model of allocating $1 for marketing 
for every $3-$4 of revenue.

FIND YOUR NICHE
You will want to spend a fair amount of 
time determining the factors that make 
your property stand apart from all the 
other properties in reasonable proximity 
to your location. And while fortune favors 
the bold, there’s certainly nothing wrong 
with sticking with tried-and-true method 
of positioning your property as offering 
safe, clean, and comfortable rooms every 
time.

REPUTATION  
MANAGEMENT
Using little more than a mobile device – 
phone, tablet, etc. – you can monitor your 
online reputation and repair damage in 
real time. After all, the best advertising in 
the world can’t overcome a terrible, and 
well-earned, reputation. We can probably 
all think of international companies that 
spend a mint on advertising yet have hor-
rendous reputations that give us pause 
before giving them our business.

Assuming the standard five-star ratings 
used by most sites, you need to keep your 
average no lower than four stars. Period. 
And smart guests can see right through 
bogus reviews – positive or negative – so 
don’t be tempted to start writing glow-
ing reviews yourself. Great review scores 
can work tremendously in your favor by 
helping guests make a quick decision to 
book with you, and they can allow you to 
increase rates commensurate with the 
level of service you offer if your reputa-
tion aligns.

While it can feel strange to outright ask 
guests to review your property online, 
simply including a link or reminder on 
a check-out receipt can go a long way 
toward garnering more reviews. Or, 
housekeeping can start leaving business 

cards in guest rooms with requests 
for guests to share their opin-

ions after their stay.
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While there are certainly plenty of other 
opportunities of which independent hoteliers 
can take advantage that we haven’t covered 
here, AAHOA maintains an outstanding 
educational platform that is designed to help 
all members succeed.”

DO YOUR HOMEWORK
In tandem with online reviews, you’ll 
want to ensure you’re paying atten-
tion to the following areas:
•	 Marketing via Google and maintain-

ing your review rating.
•	 Marketing on all social media 

platforms.
•	 Studying market trends to see 

what’s going on in your local area, 
while also staying informed on 
state and national-level goings on. 
Staying abreast of market trends 
helps you properly manage your 
rates and ensures you have enough 
team members to facilitate smooth 
hotel operations.

•	 Networking within your local and 
business communities. If possible, 
join your local business & commu-
nity groups. Word of mouth goes 
a long way. Always carry some 
business or rack cards with your 
property information to hand out 
just in case.
While there are certainly plenty 

of other opportunities of which 
independent hoteliers can take 
advantage that we haven’t covered 
here – including informed and fair 
partnerships with OTAs, and cus-
tomer-relationship management 
platforms – AAHOA maintains an 
outstanding educational platform 
that is designed to help all mem-
bers succeed. All that’s required is 
effort on your part. Current AAHOA 
Chairman Neal Patel (2022-2023) 
is a testament to the wisdom that 
you can accomplish anything with 
enough effort. And independent 
hoteliers are hardly afraid of a little 
sweat equity, so let’s roll up our 
sleeves and get to work.� ■

Second-generation 
hotelier Daé Patel has 
been involved in the 
hospitality industry for 
25-plus years in 
franchised and 

independent properties. He can be 
reached at daempatel@gmail.com.
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TRENDS

Finding new revenue  
and cost savings in 
unexpected places
by STEVE SINCLAIR

CCO R D I N G TO 
numerous reports, 

and behavior, 
consumers often 

make reservation 
choices based on 

a hotel’s environmental report 
card. Put another way, leisure 
travelers want brands to align 
with their values, and sustain-
ability is a priority.

Booking.com says 61% of U.S. 
travelers want to travel more 
sustainably, up 15% from 2021. 
And 78% of Americans would pay 
more to lower the carbon foot-
print of their vacation. According 
to The Vacationer, 12% would 
spend $250 more, and 6% would 
pay $500 more on eco-friendly 
options in accommodations and 
travel.

Business travelers also are 
making low-carbon and sus-
tainable hospitality choices. 
For them, this often comes as 
a result of corporate goals to 
reduce carbon emissions in their 
supply chains.

Hotels are showing up by 
adopting sustainable business 
operations, including using 
fewer resources, minimizing 
waste, and deploying smarter 
supply chains. Here’s a look at 
five proven methods that offer 
real ROI.

Leaving 
no stone

 unturned
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  4-MINUTE READING TIME

FOOD MOVES
Food is the largest landfill 
component, estimated to 
be almost half of the total 

waste produced in tourism and hospital-
ity. A food-recovery program with a local 
collective can safely redistribute fresh 
food. Perishables, fruit, and vegetable 
scraps can be repurposed to generate 
clean energy or used in compost and ani-
mal feed for local farmers. These actions 
also add back value as a tax deduction.

WATER AND 
ENERGY ACTIONS
Energy consumption 
represents about 60% 
of a hotel’s carbon 
emissions. Increasing 
building efficiency, while initially expen-
sive, is central to sustainability strategy. 
An international hotel group found that 
decarbonizing its hotels by upgrading to 
smart energy-management systems like 
occupancy sensors, and converting to 
energy-efficient electric equipment and 
appliances could yield internal returns 
of about 38% after five years.

Education on the impact of reusing 
towels and not changing bedlinens daily 
during a multi-night stay raises aware-
ness of water consumption and the 
energy needed for pumping and heating 
water in the hotel laundry. Making that 
request of guests can reduce laundry 
loads by 17%.

Installing low-flow aerators in plumb-
ing fixtures won’t change water pressure 
and use 25-50% less water per shower. 
These changes are relatively easy, have 
high ROI, and are supported by guests 
and employees.

Renewable energy isn’t an option 
for everyone, but rooftop photovoltaic 
panels can significantly reduce a hotel’s 
energy load. Also, consider installing 
electric chargers for guests with EVs 
and adding a fleet of e-bikes for guests.

WASTE STREAMING
Zero-waste programs 
are emerging through-
out hospitality, and begin 
with preventing and mini-
mizing waste. Trends include eliminating 
disposables throughout the hotel, using 
refillable dispensers for toiletries, and 
offering water-bottle-refill stations.

Separate trash from recyclables with 
marked bins throughout the hotel, in guest 
rooms and, ultimately, at the loading dock. 
Broaden your ideas on reusing useful mate-
rials to increase the waste-diversion rate. 
If materials can’t be reused or repurposed 
in your facility or on your grounds, look to 
nonprofit organizations. Partial soaps and 
other room amenities can go to organiza-
tions like Clean the World. Schools can use 
office supplies and equipment; community 
and veterans’ groups accept furniture and 
vehicles.

Compactors, composters, and balers 
help optimize space for waste. Partner 
with haulers for direction on proper recy-
cling and safety protocols and hazardous 
materials removal. A waste broker can 
offer options for selling recyclables.

BACK-OFFICE 
APPS

Cloud technologies can 
lower energy usage, 
can eliminate manual 
paper processes (25% of hotel waste is 
paper), help hotels become more opera-
tionally efficient, and even improve cus-
tomer service. For example, automating 
your lost and found by leveraging AI, SMS, 
and smartphones frees critical staff time. 
Quickly reuniting a guest with a lost item 
delivers a positive guest experience and 
can gain loyalty while lowering lost-and-
found inventory and, subsequently, waste.

Advanced apps flag unclaimed elec-
tronics and provide prepaid packaging to 
send devices to a green recycling partner. 
They’ll securely erase all data and per-
sonally identifiable information and sell 
the items. A large hotel can find a dozen 
or more phones, tablets, or laptops left 
behind each month. This is a seamless way 
to dispose of and create a revenue stream 
from electronics that will be refurbished 
or used for components and kept out of 
landfills. Found jewelry and accessories 
are similarly liquidated.

GET GOING ON GREENING
The Cornell Hotel Sustainability Benchmarking Index has data 
on energy, water, and carbon emissions from 21,000 hotels. 
Compare your hotel to others in your segment or location. Waste-
management companies offer online calculators to track waste-
stream diversion efforts, recycling rates, cost savings, and revenue 

generation. Airlines offer carbon calculators to measure the impact of your own travel.
It’s important to track your sustainability efforts and report out to employees, 

shareholders, guests, and the community. Share your environmental, social, and 
governmental (ESG) criteria, initiatives underway, progress toward goals, outcomes 
and impact.

Simply put, hoteliers can help their companies become more sustainable and com-
petitive by realizing the potential of their organization and its people.� ■

Steve Sinclair is the founder and CEO of BOUNTE and created the industry’s first 
lost-and-found app to use AI/ML and GPS technologies, and his latest innovation 
solves for hotels’ package management chaos and the flood of guests’ 
deliveries at all hours. You can reach him at ssinclair@bounte.net or 
847-881-6310.
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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 the 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

 
Champion PTAC, LLC 

Chris Goreman: (754) 224-9498

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

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

Curve Hospitality 
Sargent Khan: (713) 819‑7296

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

Fortis 
Raj Pannu: (972) 979-2296

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

AAHOA CLUB BLUE, PLATINUM & SILVER INDUSTRY PARTNERS
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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

 
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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AAHOA EVENTS

Mid South Regional Director Harikrishna (HK) Patel plays friendly rounds of golf at the 
North Central Charity Golf Tournament.

AAHOA Members and industry partners raised over 
$61,000 for local causes during the North Central Charity 
Golf Tournament.

The Southwest Charity Golf Tournament had 60 players participate and raised 
approximately $55,000 for local charities.

It was a beautiful day to play golf in 
the Southwest Region.

AAHOA Southwest Regional Director Dharmesh 
Ahir, Industry Partner Faheem Khan, and hoteliers 
come together to play golf and support their 
community. 

[L-R]: AAHOA North Central Regional Director Bhavesh N. 
Patel, Chairman Neal Patel, Florida Regional Director Rahul 
Patel, and Mid South Regional Director Harikrishna (HK) 
Patel attended the North Central Charity Golf Tournament.
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Thank you to AAHOA Secretary Kamalesh (KP) Patel, North Pacific 
Regional Ambassadors, and members for a successful North Pacific 
Regional event earlier this summer.

AAHOA Greater Los Angeles Regional Director Naresh (ND) Bhakta was 
recognized by Inglewood Mayor James T. Butts, Jr. for his outstanding 
community service.

AAHOA Chairman Neal Patel with Kansas 
Governor Laura Kelly.

AAHOA Director at Large Eastern Division Pinal Patel 
and Arizona Governor Doug Ducey.

[L-R] AAHOA Vice President Government Affairs & Counsel Dean Heyl, AAHOA Director at Large Eastern Division Pinal Patel, Georgia Governor Brian Kemp, 
and Georgia’s First Lady Marty Kemp

AAHOA Chairman Neal Patel with Rhode 
Island Governor Dan McKee.
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CLASSIFIEDS
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Our Safes are  
in Every Major 
Hotel Brand in 

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

Hilton Hartford, CT
Hilton Toronto, ON

Hyatt McCormick Place  
Chicago, IL

Hyatt Resort & Spa Guam
Hyatt Rosemont, IL

Hyatt Vineyard Creek, CA
Marriott Buffalo, NY

Marriott Los Angeles, CA
Marriott Riverside, CA

Marriott N. Charleston, SC
Sheraton Atlanta, GA

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

Hotel 
Safes 

FROM

$99

WARRANTY
7 YEAR

Custom Colors Available

2 2 Y E A R S

800-545-4947 
WWW.HOTELSAFES.COM
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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
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Call: 1-(800)-283-0539
Fax: (888) 717-7472
sales@matrixhotelpbx.com
www.matrixhotelpbx.com

� Hospitality IP Phone 
System
� Time-Attendance and 

Access Control
� HD IP Security-Camera 

System

MATRIX COMMUNICATION & SECURITY 
SOLUTIONS FOR EFFICIENT FUNCTIONING

914947_Matrix.indd   1 21/04/18   1:24 AM
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Give your guests an 
even better payment 
experience.

See how much you’ll save with 
a complimentary rate analysis.

Fortis understands the unique challenges 
that come with running a hotel. We offer 
a wide variety of commerce and payment 
tools to help maximize revenue, improve 
hotel management, and better connect 
you to your guests.

Industry expertise

Chargeback management

Transparent pricing

24/7 support

248-621-2616
go.fortispay.com/AAHOA
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Give your customers more entertainment options and ways to consume content with
DIRECTV’S ADVANCED ENTERTAINMENT PLATFORM!

*Availability of DIRECTV service may vary by location. In certain markets, programming/pricing may vary. Hardware and programming available separately. Receipt of DIRECTV programming subject to terms of the DIRECTV Terms of Service for Hospitality Establishments and the 
DIRECTV Terms of Service for Institutions; copy provided with new customer information packet. Taxes not included. DIRECTV programming, hardware, pricing, terms and conditions subject to change at any time. ©2022 DIRECTV. DIRECTV and all other DIRECTV marks are trademarks 
of DIRECTV, LLC. All other marks are the property of their respective owners.

DIRECTV’s 
HD COM SYSTEM
HD and 4K Headend Video Solution

UPGRADE
TODAY!

Contact us for a FREE QUOTE •  www.sonusatellite.com • 877.999.7668 • sales@sonutv.com

EVERYTHING YOU WANT TO KNOW
What is DIRECTV’s COM3000?
The COM3000 is a centralized technology system that 
distributes DIRECTV® service to your customers.

Why should I choose DIRECTV® 
service for my property?
DIRECTV is the ultimate TV provider for businesses, including 
hotels, senior living properties, hospitals, universities, stadiums, 
bars, restaurants and sports clubs. DIRECTV offers advanced 
technology solutions that are customizable, affordable, and can 
accommodate any size property. DIRECTV offers multiple 
programming packages and exclusive sports programming, like 
NFL SUNDAY TICKET, making DIRECTV the ultimate entertainment 
experience for your customers.

What does the COM3000 cost?
Special equipment subsidies are available for HD entertainment 
systems,* including the COM3000. Call your local DIRECTV for 
BUSINESSSM  Authorized Dealer to learn more.

What is the downtime associated 
with installing the COM3000?
Most properties experience minimal disruption. For properties 
already utilizing a headend system, the COM3000 system is a 
direct swap-in, usually requiring no additional labor. Call your 
local DIRECTV for BUSINESS Authorized Dealer to schedule a free 
site survey for your property.

?
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Offering by Franchise Disclosure Document only. Void where prohibited. This advertisement is not an offer to sell or solicitation of an offer to buy any franchise.
© Sonesta RL Hotels Franchising Inc. & Sonesta RL Hotels Canada Franchising Inc. 255 Washington Street, Suite 230, Newton, MA, 02458.

Sonesta Select Boston Signature TemeculaRed Lion Hotel Seattle Airport Sea-Tac

FRANCHISE.SONESTA.COM

A strong foundation is essential to lasting success. Our incredible growth 
and momentum are built on strong relationships.
By owners who know what it means to own, invest in and operate powerful 
brands that enable you to stand out from the competition and grow.

and supportive relationship as the foundation for your ongoing success.

8 1,200+ locations 
100,000 rooms

16 brands 
8 countries

largest hotel company

IN THE US
th

Sonesta Bee Cave Austin
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