
DAYS INN BY WYNDHAM  
PORT WENTWORTH / SAVANNAH, GA

DAYS INN BY WYNDHAM 
PAGE, AZ

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

outshining the 
competition

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

Dawn Guestroom  
Designed to Drive Consistency  
and Return for Owners 

DAYS INN BY WYNDHAM PARSIPPANY, NJ

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

113% RevPAR Index, 
outperforms its  
economy competition1

69% central reservation 
contribution with  
46% of total stays  
from Wyndham  
Rewards members1

#1 brand awareness  
in the economy segment2 
helps drive lower-cost  
direct bookings

This is not an offer. Federal and certain state laws regulate the offer and sales of franchises. An offer will only be made in compliance with those laws and regulations, which 
may require we provide you with a franchise disclosure document, a copy of which can be obtained by contacting us at 22 Sylvan Way, Parsippany, NJ 07054. All hotels 
are independently owned and operated with the exception of a limited number of hotels managed by an affiliate of the company. © 2022 Wyndham Hotels & Resorts, Inc. 
All rights reserved. 1 Days Inns Worldwide, Inc. Franchise Disclosure Document, dated March 31, 2022. RPI and Contribution numbers presented are based on averages for 
certain franchisees in the U.S. during 2021. 252 (45.1%) of the Qualified Franchisees whose data was disclosed in the FDD met or exceeded the RevPAR Index presented. 
699 (52.7%) and 721 (54.4%) of the franchisees whose data was disclosed in the FDD met or exceeded the CR Contribution and WR member Contribution presented, 
respectively. Your results may differ. 2 Phoenix BASE awareness study Q4 2021.
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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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†ADVANCED ENTERTAINMENT PLATFORM (AEP) OFFER: Offer ends 12/31/22. Offer is available to new or renewing Hospitality and Institutions customers with a 5-year programming agreement. Customers subject to a current 
programming agreement may terminate such agreement without penalties if customer agrees to a new 5-year programming agreement with this offer. Offer is eligible for one (1) HD COM System (includes 23 channels) per property & one 
(1) AEP set top box per room at no additional cost. Properties must subscribe to ENTERTAINMENT ($9.09/room/mo.) or above. ENTERTAINMENT promotional bundle price includes ENTERTAINMENT ($7.40/room/mo.), local channels ($1.09) 
and technology fee ($0.60/room/mo.). Bundled rate will be listed as three separate line items on customer bill. If local channels are not available in customer market, bundled rate will be listed as two separate line items on customer 
bill. Additional charge of $1.99/room/mo. in all units for AEP. 50-room minimum is req’d per property. To access DIRECTV HD programming, HD equipment req’d. IN THE EVENT YOU FAIL TO MAINTAIN YOUR SUBSCRIPTION TO 
THE REQUIRED PROGRAMMING PACKAGES YOU AGREE TO PAY AN EARLY CANCELLATION FEE EQUAL TO THE FULL SUBSIDY AMOUNT YOU RECEIVED PRORATED BY THE NUMBER OF MONTHS YOU PAID FOR THE 
REQUIRED PROGRAMMING PACKAGES. Payment is due within thirty (30) days of receipt of a notice of failure to complete the commitment period. INSTALLATION: Custom installation charges apply, and installation 
fee is based on property size. Applicable use tax adjustment may apply on retail value of installation. Availability of DIRECTV service may vary by location. In certain markets, programming/pricing may vary. Make and model of system 
at DIRECTV’s sole discretion. Offers void where prohibited or restricted. Hardware and programming available separately. Receipt of DIRECTV programming subject to terms of the DIRECTV Terms of Service for Hospitality Establishments 
and the DIRECTV Terms of Service for Institutions; copy provided with new customer information packet. Taxes not included. DIRECTV programming, hardware, pricing, terms and conditions subject to change at any time. SHOWTIME 
is a registered trademark of Showtime Networks Inc., a Paramount Company. Music Choice® is a registered trademark of Music Choice, a Pennsylvania general partnership. ©2022 DIRECTV. DIRECTV and all other DIRECTV marks are 
trademarks of DIRECTV, LLC. All other marks are the property of their respective owners.

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. Local channels ($1.09/room/mo.) if available in your market, required.

NEW: Netflix app on the Advanced Entertainment Platform
Netflix subscription/login required.

GUEST AND PROPERTY BENEFITS
Live TV
Guests get access to the best of DIRECTV programming 
with sports, breaking news, hit shows and more.

App-based entertainment
Guests can access and log in to their Netflix account 
via the Netflix app, or easily stream app-based content 
from SHOWTIME,® Hallmark TV and Music Choice® without 
usernames and passwords for a seamless user experience.

On Demand content
Guests have access to thousands of hours of On Demand content 
from dozens of programmers within the DIRECTV On Demand app.

Choose our Advanced Entertainment Platform (AEP) 
with the option to enable your own customized guest experience. 
We’ll provide the content and cloud technology platform—
DIRECTV HOSPITALITY puts you in control by 
allowing you to bring a unique in-room experience.

Ask how to get AEP for your hotel
at no additional cost.†

GET THE ULTIMATE
ENTERTAINMENT
EXPERIENCE WITH DIRECTV

Property Information app
allows hotels to share information with guests.

Customizable Home Screen
Promote your brand by including a logo, welcome 
message, background image and more.

Flexible, cloud-delivered updates
Property-friendly feature allows you to meet changing 
market needs.

CALL US AT 1.855.664.4829 TO LEARN MORE

AND MORE
Visit www.directvaep.com 
for additional features and benefits.

1078450_DirectTV.indd   1 2022-06-29   11:26 PM

http://www.directvaep.com
http://www.directvaep.com


DIRECTV® OFFERS THE 
ULTIMATE GUEST ENTERTAINMENT EXPERIENCE

DIRECTV has long been synonymous with providing the best in-room guest entertainment experience for hotels nationwide, 
offering customizable, affordable, and scalable solutions for any size property. 

DIRECTV’s full suite of free-to-guest entertainment solutions helps transform your property—not just in the guest room, but 
extends to communal areas likes lobbies, fitness centers, bars, and restaurants. When you offer the best in entertainment,  
it helps increase your chances to stand out from your competitors and helps generate return business. 

Competitive offers, pricing, and equipment subsidies
Now more than ever, we know hotel owners are looking for affordable ways to make quality improvements and upgrades  
to your properties. DIRECTV makes it easy to bring the best in-room entertainment experience to your guests with  
competitive offers and a variety of programming packages based on the needs of your hotel. DIRECTV offers a range of  
equipment system subsidies to make it easier than ever to bring DIRECTV service to your property.

The future of entertainment
DIRECTV continues to transform in-room entertainment  
for hotel guests with our newest technology solution,  
the Advanced Entertainment Platform (AEP).† 

A hybrid technology solution combining both live TV and  
free-to-guest on demand and app-based programming,  
AEP offers robust entertainment options for your guests,  
including: 

   Live TV with breaking news, hit shows,  
exciting sports and more 

   Access to login into their Netflix account via  
the Netflix app, or easily stream app-based content  
from SHOWTIME,® Hallmark TV and Music Choice®  
without usernames and passwords for a seamless  
user experience

   Access to thousands of hours of content from  
dozens of programmers in the DIRECTV On Demand app

   And more

This next-generation content delivery solution adds an in-room set-top box and cloud services to DIRECTV’s HD COM Systems.

The best in entertainment
DIRECTV now allows hotels to enable their own guest experience with our AEP technology. We provide the content and cloud 
technology platform, putting you in control of your unique in-room guest experience.

†ADVANCED ENTERTAINMENT PLATFORM (AEP): Professional install. req’d. Req’s one receiver per TV, each sold separately. Add’l monthly fee of $1.99 per room per month applies. Each TV must have available 
HDMI port. Req’d programming: Entertainment or above and Local Channels. 4K programming w/ AEP req’s compatible TV and ENTERTAINMENT, XTRA or ULTIMATE™ and Local Channels. Req’s broadband internet access 
w/ recommended speed of 25 Mbps per 100 receivers. Internet access not included. Compatibility: COM2000 w/ COM51 card or COM3000. Other system limits and requirements may apply. SHOWTIME is a registered 
trademark of Showtime Networks Inc., a Paramount Company. Music Choice® is a registered trademark of Music Choice, a Pennsylvania general partnership. ©2022 DIRECTV. DIRECTV and all other DIRECTV marks are 
trademarks of DIRECTV, LLC. All other marks are the property of their respective owners.

Call 1.855.664.4829  
today for more information or to schedule a site survey or visit us at www.directv.com/hotels.

Sponsored Content

Netflix subscription/login required.
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Scan the code to learn more about
the award-winning FreshAire PTAC

INNOVATION THAT EARNS AWARDS.
PERFORMANCE THAT WINS CUSTOMERS.

FreshAire® PTAC
Variable BTU output PTAC operates quietly, with reduced temperature swings for improved guest comfort.   
FreshAire® PTAC introduces MERV 8 filtered make-up air directly into the guestroom.  This allows rooftop dedicated 
outdoor air systems (DOAS) to be considerably downsized to service only the common areas of the property, greatly 
reducing the cost and complexity of hotel construction.

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

CONTACT YOUR AAHOA ACCOUNT MANAGER
EMAIL: aahoa@friedrich.com  |  lodgingsupport@friedrich.com    CALL 1-800-399-PTAC 

1078658_Friedrich.indd   1 05/08/22   8:59 PM
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LAST CHANCE TO ATTEND  
AN AAHOA CHARITY GOLF TOURNAMENT.
AAHOA’s final charity golf tournament is on Friday, September 9, 2022, at 
the Château Élan Golf Club in Braselton, GA. Château Élan 
Golf Club features two outstanding 18-hole courses 
and the one-of-a-kind Executive Par 3 course, an ideal 
setting to bring together hoteliers and vendors for a 
full day of networking, education, and deal-making. 
Don’t miss the chance to show off your golf skills 
and raise money for local causes. AAHOA.com/Golf

JOIN US FOR 
THREE REGIONALS.
The AAHOA Regional Conference 
& Trade Shows are happening this 
month in Elmhurst, IL, Cherry Hill, 
NJ, and Arlington, VA. Since the 
year started, AAHOA has hosted 
15 regionals and featured a stellar 
line-up of speakers representing 
the hospitality, government, and 
business industries. Mark your 
calendar and join us this month! 
AAHOA.com/2022Regionals

WOMEN HOTELIERS AFFECT EXTRAORDINARY 
CHANGE LOCALLY.
AAHOA is hosting a Women Hoteliers Town Hall on Tuesday, 
September 27, 2022, from 5 to 7:30 p.m. in Lafayette, LA and 
another on Thursday, September 
29, 2022, from 5 to 7:30 p.m. in 
Washington, D.C. Meet local women 
hoteliers and receive updates on how 
AAHOA is leading the way to ensure 
opportunities for generations to 
come. AAHOA.com/Events

MEET THE AAHOA TEAM  
AT THE LODGING CONFERENCE.
The Lodging Conference is happening September 19-22 at the JW 
Marriott Phoenix Desert Ridge in Phoenix, AZ. This event brings 
together the hotel industry’s most influential owners, operators, 
presidents, CEOs, and dealmakers and introduces new strategies 
to help hotel development, operation, and franchising succeed. 
During the conference, AAHOA President & CEO Laura Lee Blake and 
the Officers will speak to attendees on various industry trends and 
topics. AAHOA will host a reception at the Lodging Conference on 

Tuesday, September 20, from 5:30 
to 7 p.m. at The JW Desert Ridge at 
The Isle of Capri. You will not want 
to miss it! Register to attend at 
LodgingConference.com.

REGISTRATION FOR 
AAHOACON23 IS OPENING SOON.
The 2023 AAHOA Convention & Trade Show 
is set for April 11-14 in Los Angeles, CA. 
What does AAHOACON23 promise? A stel-
lar lineup of speakers, educational ses-
sions to enhance your industry knowledge, 
unmatched networking opportunities, 
and plenty of deal-making on the trade 
show floor. Stay tuned for more details!  
 AAHOA.com/Convention� ■
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Rediscover what matters.
Nothing beats the feeling of getting 
back to travel. Help your guests 
experience the same.

tempursealyhospitality.com/rediscover

22-SE-2667_ad_2022 Expect Raves Evolution Ad_8.625x11.125_TodaysHotelier_v2.indd   1 3/30/22   2:26 PM1068817_Tempur.indd   1 2022-04-21   12:33 PM

http://tempursealyhospitality.com/rediscover
http://tempursealyhospitality.com/rediscover


HUNDREDS OF
REASONS TO 
CELEBRATE 
HOUSEKEEPERS
In honor of International Housekeepers and Environmental Services Week, 
Ecolab wants to recognize housekeepers and custodial staff who work hard 
every day to keep hotels clean, safe, and ready for check in.

NOMINATE A HOUSEKEEPER FOR A CHANCE TO WIN $200!

U.S. Hotel managers or executive housekeepers may nominate any U.S. hotel housekeeper or cleaning professional in their organization for a chance to win one of three 
$200 Visa gift cards through September 17, 2022. Visit  for details and official rules. No purchase necessary.  

©2022 Ecolab USA Inc. All rights reserved.

Ecolab is celebrating housekeeping heroes 
with a $200 giveaway. Three individuals will be 
randomly selected to win a $200 VISA gift card.

1071305_Ecolab.indd   1 06/07/22   12:34 AM
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LETTER FROM THE CHAIRMAN 2-MINUTE READING TIME

NISHANT (NEAL) PATEL, 
CHO, CHIA 

AAHOA CHAIRMAN (2022-2023)

While you’ll 
never be able 

to please 
everyone, doing 

the best you can 
with the best 
of intentions 

– and with 
extraordinary 
relationships 

– will lead you 
in the right 
direction.”

Be the leader  
you want to be

FTER SEVEN YEARS IN GIDDINGS, TX, MY FAMILY SOLD OUR PROPERTY, GIVING US 
enough money to purchase our first franchise hotel in Round Rock, TX – a Red Roof.

My parents were, obviously, not fluent in English, so I was the one who handled the 
deal, signed the purchase and sales agreements, and negotiated with the brand. Mind 

you, I was 19 or 20 years old at the time.
I can still remember, I went to Columbus, OH, for mandatory management training but never 

got my certificate because there were two classes – one for housekeeping and the other for 
maintenance. Those classes were offsite, and ridesharing wasn’t around back then, so I had to 
use a cab to get there.

Unfortunately, I didn’t have enough money to get there and back, so I skipped those classes.
Graduation consisted of a class of maybe 15 people. As names are being called, I got pulled to 

the side where I was told, “Unfortunately, we won’t be able to give you the certificate because 
you didn’t complete the classes.”

I thought about signing with a competing brand, but because of the new leadership at Red Roof 
a few years later, I decided to stay with them.

Because of the relationships I built with certain folks at Red Roof, I got more involved in the 
brand. Maybe they saw things in me others didn’t and gave me the opportunity to be on their 
Franchise Advisory Council without a management license.

That was one of the happiest moments in my life. I felt like I actually achieved something – like 
I was part of something big.

I’m always mindful of that situation when dealing with guests. The guest experience is built on 
relationships. Being hospitable. Treating them like family. I understand people have expectations, 
and I try to meet those expectations whenever possible.

Around the same time, I joined Red Roof’s Franchise Advisory Council, there was another prop-
erty for sale in Dallas, TX. I really wanted to purchase it, but my dad didn’t like it because it had 
an extra corridor of approximately 160 units.

In the end, I signed the PSA and moved the money without my dad’s knowledge. When it was 
too late, I told him what I did. To my surprise, he was actually proud of me.

He told me he felt like I had done my due diligence, which I did. Within two years, we were able 
to sell that property for a huge return on investment to augment our growth.

Thanks to immense support from my family – including my younger brother, Sunny – I went 
from being a broke immigrant teenager, to building relationships with the right people, taking 
risks, and running the family business. I feel like all my past experiences have molded me into 
the people-person I am today.

Maybe you want to get your certificate but don’t have the money for a ride. Maybe you’re not sure 
who to connect with, but you put yourself out there to network for a chance of getting facetime 
with the right people. Or maybe you’re not sure what the right move is when it comes to what’s best 
for your business or guests, but you take a risk based on what you believe is the right thing to do.

While you’ll never be able to please everyone, doing the best you can with the best of intentions 
– and with extraordinary relationships – will lead you in the right direction.� ■
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Together, 
we can work 

toward a more 
sustainable 

business 
model for all 
stakeholders 

and for a 
better guest 
experience.”

LETTER FROM THE PRESIDENT & CEO

LAURA LEE BLAKE, ESQ. 
AAHOA PRESIDENT & CEO

Resurgence of interest 
in AAHOA’s 12 Points of 
Fair Franchising

IN THIS POST-PANDEMIC WORLD, THERE HAS BEEN A RESURGENCE OF INTEREST IN 
fair franchising and, more specifically, AAHOA’s 12 Points of Fair Franchising. While many 
presume this is an issue solely between AAHOA hotel franchisees and their franchisors, 
it’s really more about working toward a sustainable business model for all stakeholders 

and for a better guest experience.
For franchisees to provide an extraordinary guest experience, they need to have viable 

profit margins that allow them to invest in the business to deliver these high-quality experi-
ences. They also need the options and choices to offer such guest experiences at a fair and 
reasonable price.

Several of AAHOA’s 12 Points of Fair Franchising focus on ensuring there are opportunities 
for a better guest experience, but let us look explicitly at point 5: Vendor Rebates, Exclusivity, 
and Affiliated Companies as Vendors.

One might ask how mandated and exclusive vendors could impact the guest experience 
or argue that a true free market should be efficient at keeping competition strong among 
vendors for their products and services. The free market should drive competitive pricing, 
along with the highest quality for those goods and services.

When this free market is disrupted, however, not only do we see higher prices, but we might 
not get the best quality. When franchisors limit the vendors that are providing products and 
services, competition is frequently limited.

Further, for many franchisees, discounted pricing on products and services has become 
one of the biggest myths in the franchise industry. Too often, the total number of vendors for 
a particular product or service is limited, and the competition among the vendors for which 
ones will be the mandated or exclusive vendors is won not by those that will provide the big-
gest rebates to the franchisors. This is hardly the free market as we know it.

It should be noted that not all hotel franchisors engage in these unfair practices, but some 
do, and AAHOA continues to seek input and data from our members on these points so we 
can address them. For example, do you have specific examples of paying higher costs for the 
same products and services through a mandated vendor than what you could purchase from 
the same vendor elsewhere? How do your prices compare between your franchised hotels 
and independent locations? If you are experiencing these issues, please contact us directly 
so we can assist you with achieving fairness.

It is a new day at AAHOA. A new start.
In the business of hospitality, we commend your efforts to provide exceptional guest 

experiences. But you need the assistance and backing of your franchisors. Together, we can 
work toward a more sustainable business model for all stakeholders and for a better guest 
experience. The 12 Points will help us achieve a stronger future for all.� ■

2-MINUTE READING TIME
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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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ADVOCACY IN ACTION

 Welcome FTC
Commissioner Bedoya
by KEITH MILLER

LVARO M. BEDOYA WAS NOMINATED BY PRESIDENT BIDEN IN SEPTEMBER 2021, AND AFTER SENATE 
confirmation was sworn in to serve as Commissioner at the Federal Trade Commission on May 16, 2022. 
Among the many things the FTC regulates, is the franchise industry, and specifically the Franchise Rule, 
which is the presale disclosure you see when buying a franchise. They can also investigate entities 

that engage in unfair or deceptive acts or practices in interstate commerce. AAHOA took 
some time to get to know Commissioner Bedoya, including where he came from, 

and who he is today.

QA
WHAT WAS IT LIKE IMMIGRATING TO THE 
U.S.  FROM PERU AT A YOUNG AGE?

We moved to upstate New York from Lima 
in 1987, when I was five. My dad finished his 
Ph.D. at what was then SUNY Binghamton. 
We moved from the city to the suburbs, and 
everything was quite new. I remember think-
ing that the concrete storm drains were just 
smaller, American sidewalks. My brother and I 
also thought the word “ketchup” was hilarious 
because it consisted of the words “catch” and 
“up” but was really just tomato sauce. We lived 
in an apartment; most of our classmates had 
houses. We never lacked for anything, but the 
experience of being different and having less 
than everyone around us stuck with me and 
helped shape me into who I am today.

WHEN YOU WERE GROWING UP, WAS 
IT ALWAYS YOUR DREAM TO BECOME A 
LAWYER?

To be honest, I became a lawyer because I was 
interested in government and wasn’t interested 
in becoming a doctor or engineer – the profes-
sions that a lot of other immigrants get steered 
into. (My brother is a doctor.) It was only later 
in life that I realized that the United States is 
one of those rare places where you truly can 
do almost anything professionally. I have two 
young children, and I’m keen to make sure that 
they do whatever they want professionally.

Alvaro M. Bedoya, 
Commissioner, 
Federal Trade 
Commission
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  5-MINUTE READING TIME

WHAT GOT YOU INTO THE POLITICAL ARENA AND SERVING 
ON CONGRESSIONAL STAFF?

In law school, I came to understand how critical of a role Congress 
and the Supreme Court played in righting wrongs. I was par-
ticularly moved by the passage of civil rights and voting rights 
laws in the 1960s. They truly transformed our society. After law 
school, I wanted to help immigrants in this country and knew 
that Congress would try to pass comprehensive immigration 
reform legislation. So, I started interviewing for positions in 
the Senate. I got a job as chief counsel to the newest senator on 
the Senate Judiciary Committee, Senator Al Franken. We never 
were able to pass immigration reform legislation, but the five 
years I spent on Capitol Hill was an invaluable education in the 
American government.

WHAT, SPECIFICALLY, GOT YOU FOCUSING ON PRIVACY 
AND TECHNOLOGY LEGAL ISSUES?

It was a circuitous route. In college and law school, I’d been inter-
ested in civil rights, voting rights, and worker rights. In the Senate, 
I was handed the privacy portfolio largely by default. But, I quickly 
saw that many of the issues we saw in the areas I was interested in 
were replicated in privacy. You have consumers, who are largely 
unorganized and dispersed, going up against very concentrated 
and organized industry interests. Unsurprisingly, the industry 
has usually won those debates. The challenge of changing that 
dynamic fascinated and excited me.

AFTER BEING NOMINATED TO REPLACE ROHIT CHOPRA 
AS AN FTC COMMISSIONER, AND AFTER A LONG 
CONFIRMATION PROCESS, YOU WERE SWORN IN AS AN 
FTC COMMISSIONER ON MAY 16, 2022. WHAT ABOUT THIS 
JOB MAKES YOU EXCITED TO WAKE UP EVERY MORNING 
AND GO TO WORK?

This is a dream job. I feel terribly lucky to have it. It’s rare to be 
able to get up most mornings and know that you will go to work 
and help people in a very real way, often when they are in a very 
difficult situation. Right now, I’m particularly interested in learning 
about antitrust. I already spent much of the past year reading on 
the subject. Now, I’m learning about particular industries. Every 
day is something new and different

A LARGE PERCENTAGE OF AAHOA MEMBERS ARE 
FRANCHISEES. IT’S STILL EARLY IN YOUR TERM, AND THE 
FTC HAS COME UNDER SOME SCRUTINY FOR PERCEIVED 
WEAK OVERSIGHT OF THE FRANCHISE INDUSTRY. WHAT 
ARE YOUR INITIAL THOUGHTS AND DIRECTIONS YOU 
WOULD LIKE TO SEE THE FTC TAKE IN RELATIONSHIP TO 
FRANCHISING?

I think that the Commission’s authority to protect franchisees 
is one of the most critical ones it’s charged with enforcing – and 
that’s saying something, because the Commission is charged 

with enforcing more than 70 federal laws. I have a lot of 
respect for the fact that many franchisees have invested 
their life savings, or retirement accounts, into building 
a business. Often, it’s the first business they’ve ever 
owned. I know franchisees who have had terrific experi-
ences. I know others who found it to be quite difficult 
and who traced those difficulties to the power and 
information imbalance between themselves and their 
franchisor. I’m keen to make sure that franchisees are 
treated fairly and have been quickly getting up to speed 
on the Commission’s work in this space.

CAN YOU TELL US A LITTLE BIT ABOUT YOUR 
FAMILY AND HOW YOU BALANCE A HIGH-LEVEL 
CAREER BUT PRIORITIZE YOUR FAMILY FIRST?

It’s a balancing act, but it’s nothing that AAHOA mem-
bers aren’t familiar with in running their businesses, 
often with young families of their own. For me, I make 
sure I’m home for dinner and to put the kids down. Then 
I log on for a few hours to read, write, and catch up on 
email. I’m also limiting my travel to minimize the likeli-
hood of exposing our family to new COVID variants. I very 
much look forward to not having to worry about that.

IS THERE ANYTHING ELSE THAT THE PUBLIC 
PROBABLY DOESN’T KNOW ABOUT ALVARO 
BEDOYA, THE PERSON, THAT YOU WOULD LIKE TO 
SAY?

People like me want to hear from people like you. A 
funny thing happens when you come into an office like 
this one – people stop telling you things. As a result, you 
often only hear from seasoned lobbyists. Obviously, 
that’s not a good thing. I’m better at my job if I know 
what actual business owners are experiencing on a daily 
basis.� ■

Keith Miller, Principal, Franchisee Advocacy Consulting, is an 
independent consultant dedicated to advancing franchisee causes 
through engagement and advocacy. He can be reached at (530) 906-
3988 or kmiller@franchiseeadvocacy.com

I have a lot of respect for the 
fact that many franchisees have 
invested their life savings, or 
retirement accounts, into building 
a business.”
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THE C-SUITE

NYONE WHO HASN’T BEEN LIVING IN A CAVE DURING THE PAST TWO-AND-
a-half years should be well aware of the challenges the industry has faced 

during that time. From pandemic-induced lockdowns to evolving guest 
preferences and much more, day-do-day operations look vastly different 

than they did in 2019. But that doesn’t mean we’re all flying blind.

expectations
Meeting 

At Wealth Hospitality, we do that by 
simply focusing on customer needs. And 
we leverage traditional tools such as STR 
reports to find latent demand, particularly 
in high RevPar markets where the econom-
ics of higher construction costs can still 
work. We also look to find new sectors off 
the beaten path. For example, one of our 
newest hotels is located in an outdoors-
driven market, catering to guests that 
want to escape busy cities and experience 
nature. In this way, we sell the guest more 
than just a room. We provide a personal 
experience – a locale to breathe in fresh 
air and enjoy activities that inspire them. 
Other projects on our drawing board will 
likewise deliver unique guest experiences, 
such as romantic getaways for couples 
that are within their reach. No passport 
required.

MEMBERSHIP HAS ITS PRIVILEGES
Not incidentally, being an AAHOA Member 
has greatly helped in our growth, both 
logistically and strategically. And that 
involvement has shaped our outlook on the 
industry as well as our overall approach 
to day-to-day business. The organization 
provides valuable information related to 
market trends, and its importance as an 

For example, the evolution of guest pref-
erences mostly has tracked in tandem with 
changes in available technology. Guests 
increasingly have appreciated the ability 
to check in and access their room key using 
their smartphone – even more so during the 
pandemic. This streamlines the check-in 
process, reduces front desk friction, and 
allows front-desk employees to spend more 
time assisting guests – all of which leads 
to a more personalized guest experience.

But there’s always a tradeoff, and 
addressing changing guest preferences 
sometimes can negatively impact a hotel’s 
bottom line. So, how should hoteliers 
address the balance between guest wants 
and profitability? 

Well, every guest loves a free upgrade, 
and you can offer it when the room type is 
available on a slow night. Late checkouts 
or early check-ins are always appreciated. 
Offering bottled water to guests on hot 
days or hot cocoa on cold days helps to 

provide a better guest service experience, 
and you use items already available at 
breakfast. These all are simple ways to 
build guest loyalty by demonstrating that 
your hotel team values their business – 
and the cost is negligible. There are many 
other ways to wow your guest with things 
already built into the cost per room that 
they might not have even known existed. 
It all adds up to happier customers, stron-
ger guest survey scores, and more profit. 
And your management team can engage 
online too. Reviews are very important 
these days and a simple response to each 
one tells travelers that you care.

TOOL TIME
During a time when predicting business 
trends is more difficult than ever, it can be 
tempting to throw our hands up in defeat, 
but there are tools and practices we all can 
follow to ensure our businesses are best 
positioned for growth.

The evolution of guest preferences, a hotel’s 
financial needs, and the middle ground  
between the two
by CHICO PATEL
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advocate for the hotel industry cannot 
be overstated. AAHOA also has helped by 
providing hundreds of professional devel-
opment opportunities, whether digital or 
in person. The exclusive Vendor Partner 
deals and discounts from many of the top 
brands help to keep cost low while pro-
viding the best quality products and ser-
vices to our guests. The weekly updates 
from the AAHOA Industry Partners 
regarding their latest offers gives 
our company ideas of even more 
ways to save.

DEVELOPMENT PIPELINE
We acquired six properties in 
the first quarter of 2022 and 
look forward to closing sev-
eral more later this year. Even 
though our focus has primarily 
been on ground-up develop-
ment, our acquisition pace 
has picked up sustainably. 
A key factor was purchasing 
properties at value pricing 
post-COVID, with a healthy 
pipeline of 36 projects during 
the next 2-3 years. Since the 
Merger of Fusion and Heritage 
Hospitality, the combined 
company, Wealth Hospitality, 
has become a premier hotel 
development company in the 
nation. While many hoteliers 
are sitting on their develop-
ment plans due to high con-
struction costs, we at Wealth 
have decided to move forward 
aggressively with our develop-
ment plans in select markets. 
One of our key advantages at 
Wealth is that we are our own gen-
eral contractor, which helps bridge the 
high costs versus our competitors.� ■

  2.5-MINUTE READING TIME

Chico Patel,  
Co-CEO,  

Wealth Hospitality
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FEATURE

SO MUCH HAS CHANGED SINCE CORNELL UNIVERSITY LAUNCHED ITS HOSPITALITY 
school in 1922, but in a sense, history is just repeating itself. Then as now, the world had 
just suffered through a flu pandemic that cost millions of lives and upended the way people 
interact with each other, a stark reality affecting the hospitality industry and every other 
business sector.

Are you adjusting to changing consumer 
preferences as the pandemic recedes?

by NICK FORTUNA

As COVID-19 gradually abates, hoteliers 
should recognize that guests’ preferences 
have changed significantly since the rela-
tively carefree days of 2019, according to 
Dave Roberts, a hospitality professor at 
Cornell.

Formerly the senior vice president 
of revenue strategy and solutions for 
Marriott, Roberts now teaches opera-
tions, technology, and information man-
agement at Cornell. The university’s Peter 
and Stephanie Nolan School of Hotel 
Administration is celebrating its centennial 
this year and is ranked as the top U.S. hos-
pitality school by websites such as College 
Rank and College Factual.

Roberts said the pandemic greatly accel-
erated several trends, including consum-
ers’ desire to use their smartphones for just 
about everything. Whereas in the past the 
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  7-MINUTE READING TIME
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hospitality industry was built 
around providing a personal 
touch, today’s consumers want 
to accomplish tasks quickly 
and seamlessly using tech-
nology, and that convenience 
trumps a friendly smile at the 
check-in counter, he said.

Roberts points to techno-
logical advances in retail stores 
and restaurants, with consum-
ers now having the ability to 
order items from their smart-
phones with just a few clicks 
or to request drink refills or 
pay their restaurant bill using 
tabletop kiosks. Some of these 
self-service options initially 
were seen as ways to reduce 
person-to-person contact and 
curb viral transmission, but 
consumers now see them as 
enhancements to the customer 
experience and want them to 
stay, he said.

Research into consumer psy-
chology suggests that people 
enjoy the feeling of control 
that comes from doing things 
themselves quickly and easily, 
without having to wait for busy 
workers to get a free moment, 
Roberts said. It’s a phenom-
enon commonly observable 
at grocery stores, where some 
consumers will choose a self-
service checkout lane even if 
the queues for staffed lanes are 
shorter, he added.

“Guest-facing technology 
was accelerated enormously 
by COVID-19 because early in 
the pandemic, if you didn’t 
have mobile check-in or key-
less entry, you weren’t getting 
that booking,” Roberts said. 
“Self-service has become an 
expectation and a consumer 
preference across industries. 
Customers are seeing this 
in the retail space, and they 
expect it in hotels, even though 
it may be harder to deliver in 
hotels.”

Hotels.com regularly analyzes search data on its website 
and mobile app to identify the amenities that appeal 

most to consumers. Here are nine key findings:

PRIORITIZING SELF-CARE
At the height of the pandemic, bathtubs 
were the most frequently searched-

for hotel amenity, and searches in 2022 
are up 25% compared with 2019. Similarly, 

searches for hotels with spas are up 35% this 
year.

LET’S GO SKIING
Last winter, searches for ski-in/ski-out 
hotels were up 50% vs. 2019 levels, and 

interest in properties with ski shuttles 
and storage was up 20%.

HOME-COOKING AT HOTELS?
Searches for hotels with kitchens are up 
15% this year, and early in the summer, 
kitchens ranked third on the list of the 

most sought-after amenities.

WE DIDN’T COME HERE  
TO WORK
In a surprising finding, searches for 

hotels with free Wi-Fi are down 50% 
from pre-pandemic levels, while searches 

for properties with business facilities are down 
40%. The numbers reflect the consensus that 
while leisure travel has returned in a big way, 
business travel hasn’t.

BRINGING THE WHOLE FAMILY
As families take their first vacations 
in several years, searches for hotels 

with cribs are up 65% this year, while 
searches for properties with childcare 

are up 45%, and connecting rooms are up 20%. 
Interest in pet-friendly hotels also has increased 
35% this year.

HITTING THE GYM
Searches for hotels with fitness 
centers were down 30% last year, 

but in 2022, those searches have 
risen by 65%.

THE MOST IMPORTANT  
MEAL OF THE DAY
Searches for properties with free 

breakfast are up 75% this year as 
hotels reopen their hot-breakfast 

buffets and eschew prepackaged meals, which 
were seen as a way to prevent the spread of 
COVID-19 at hotels. Early in the summer, free 
breakfast ranked as the No. 2 most-important 
amenity among visitors to Hotels.com.

DIVE RIGHT IN,  
THE WATER’S FINE
During the pandemic, many hotels 
limited access to communal ameni-

ties such as pools, but entering this 
summer, pools were the most-sought-after ame-
nity at hotels.

FOCUSING ON  
FREE PARKING
Searches for properties with free 

parking are up 43% this year com-
pared with 2021, which was a record 

year for road trips, indicating that vacationers 
were gearing up for summer car travel.
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Sonesta Resort Hilton Head Island

FOUNDATION
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
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THE ULTIMATE CHARGING SOLUTION
Introducing the HW6, a Qi wireless charging audio stereo alarm clock. 
With two high-powered 12W USB ports, a 10 amp AC courtesy outlet, and 
a wireless charging pad, guests can charge up to four devices at once. 

The alarm is easy to set and the Single Day Alarm feature means guests 
won’t be disturbed by previous settings.

For more information, contact Ely Ashkenazi at hotelorders@hoteltech.com, 
888-74HOTEL,  ext. 228, www.hoteltechnologies.com

PRE-SET
USB
CHARGING

DUAL
Courtesy AC 

Outlet

© Hotel Technologies, LLC.  iHome is a registered trademark of SDI Technologies, Inc. iPhone and iPad are trademarks of Apple Inc., registered in the U.S. and other countries. All other marks are trademarks of their respective owners.
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As hoteliers get ready for the post-pan-
demic new normal, here are three guest 
preferences to be mindful of, according to 
Roberts.

TRANSPARENCY AND 
CLARITY

Prior to the pan-
demic, many 

hoteliers were 
“ b e c o m i n g 
fairly aggres-
sive” with 
their cancel-

lation policies, 
sometimes bill-

ing guests who 
backed out within 

three days of a sched-
uled stay, Roberts said. With 

occupancy rates high, it often made sense 
for hotels to give themselves extra time to 
sell a room after a cancellation, even if some 
guests would bristle at a three-day cancel-
lation policy, he said.

During the pandemic, however, hotels 
had little choice but to relax their cancella-
tion policies. Now that business has picked 
back up, many hoteliers are starting to get 
aggressive again, making it vital that their 
cancellation policies are “crystal clear” to 
guests at the time of booking, Roberts said.

“Guests are looking for clarity and cer-
tainty, and when they’re shopping for a 
room, they don’t want to read a three-page 
description of what they’re getting,” he 
said. “They want to have things like the 
cancellation policy, resort fees, and park-
ing fees spelled out upfront. That’s always 
been the case, but it’s more pronounced 
now.”

SELF-SERVE EVERYTHING
Roberts points to a recent study by Zebra Global Hospitality that found 
that 70% of guests want to use their smartphone to speed up the check-in 
process and requests for services. If guests want more towels or toilet-
ries, or have questions about amenities, they want to be able to handle 
those issues quickly on their phones using either QR codes displayed in 
their rooms, a smartphone app, or the hotel’s website, he said.

“If I need bedding for a fold-out bed, I should be able to open the 
app, hit a few buttons, and have it show up,” Roberts said. “What I don’t 
want is to go to the front desk and wait in line for someone to help me. 
It should be trivially easy. Guests’ expectations are higher now because 
other industries are actually delivering on that, and the challenge for the hotel 
industry is to move rapidly in that direction in terms of ease of use.”

Guests are looking for 
clarity and certainty, 
and when they’re 
shopping for a room, 
they don’t want to 
read a three-page 
description of what 
they’re getting.” 
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keeps hair and 
other items out of 
bathtub drain 
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After.

Makes old bathtub 
drains new again.
Fits OVER old tub drain
No removing strainer body
Installs in minutes
Ideal for hotels, 

   apartments and repairs
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(if drain has crossbars)

…or installs with silicone 
(if drain crossbars are missing)
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LACK OF INTEREST IN 
ROOM SERVICE
The rapid adoption of food-
delivery apps such as Uber 
Eats, Grubhub, and DoorDash 
has made it harder for hotel 
room service to compete in 
terms of menu options, speed 
of delivery and cost, Roberts 
said.

In most cities and towns, hotel 
guests now have access to a wider range 
of food options from local establishments 
with positive online reviews. In response, 
some hotels are making it easy for guests 
to order outside food by placing infor-
mation about local restaurants in guest 
rooms. Placards in rooms display QR codes 
that can be scanned to access menus and 
to order online.

Last year, Grubhub made news by ink-
ing a deal with Resorts World Las Vegas to 
become the sole provider of food delivered 
to rooms or common areas such as pools. 
The Grubhub app knows if you’re at the 
hotel and has custom delivery options 

available, according to the hospitality 
news outlet Skift.

For hotels facing a labor shortage, ris-
ing wages, and increasing costs for food 
ingredients, such arrangements may offer 
considerable savings. Outsourcing food 
delivery also allows Resorts World Las 
Vegas to focus on more profitable areas, 
such as alcohol sales at its numerous bars.

This trend also ties into the broader 
movement toward self-service, Roberts 
said. Instead of room service, guests are 
showing a clear preference for grab-and-go 
food options and convenience stores in the 
hotel lobby, he added.

“Room-service delivery tends to be a 
money loser for hotels, and it’s increas-
ingly not even that appealing to guests, 
so I think we’re going to see these trends 
continue, and fewer and fewer hotels are 
going to offer actual room service,” Roberts 
said. “The nuance there is that if you’re at a 
luxury resort, you don’t want Uber Eats flying 
through your lobby all the time – that’s not a 
good look. But at most other hotels, it’s fine, 
and especially for select-service hotels.”� ■

1069713_Royal.indd   1 09/03/22   4:27 AM
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The best tools are  

Easy to Use
Make your operations more eff  icient, 

from training new staff to creating loyal customers.

TM

19
ARRIVALS

90%
OCCUPANCY

3
DEPARTURES

visualmatrix.com/easy

Hear what a relief VM+ is to hoteliers using it.
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How to elevate the guest experience 
without wrecking your bottom line

by LARRY and ADAM MOGELONSKY

IN THIS DAY AND AGE, 
there really is no excuse 
for being out of touch with 
guest needs and wants. 
Put yourself in their shoes. 
Experience your property 

from hotel research and reser-
vation, through check-in, your 
actual stay, room cleaning, then 
check-out, departure, and all 
the post-stay marketing. Now 
examine every interaction you 
would have with a member of the 
hotel team and identify ways in 
which they can personalize the 
experience.

What’s important in this dis-
cussion right now is that, from 
the customer’s perspective, 
they’re primarily concerned 
with maximizing their own 
time. Yes, they’re cognizant of 

labor issues and global supply-
chain hiccups, but that’s the 
property’s problem, not theirs. 
Even with all the post-pandemic 
bullwhips, they still want service 
like it’s 2019.

So, how can you personalize 
the entire guest journey with-
out incurring sizeable labor 
increases? Examples include a 
short welcome note delivered 
in-room upon arrival, a thank 
you note in the room the night 
before checking out, and a 
bounce-back coupon attached 
to the guest’s departure folio 
offering an upgrade or book-
ing discount bonus for the next 
stay. Three old-school ideas, to 
be sure, and undoubtedly you 
can finesse these without a large 
marginal cost.

  8-MINUTE READING TIME
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THE ADVANCED
ENTERTAINMENT
PLATFORM

DIRECTV’S
HD COM SYSTEM

GIVE YOUR CUSTOMERS MORE ENTERTAINMENT 
OPTIONS AND WAYS TO CONSUME CONTENT

DIRECTV’s HD COM System, the COM3000, is an HD and 
4K headend video solution available for any size property. It’s ideal for properties with 
high room counts and for installations where the customer doesn’t want a receiver for each TV.   
Enhance the HD COM System and give your customers more entertainment options 
and ways to consume content with the Advanced Entertainment Platform.  

°ADVANCED ENTERTAINMENT PLATFORM (AEP): Professional install. req’d. Req’s one receiver per TV, each sold separately. Add’l monthly fee of $1.99 per room per month applies. Each TV must have available HDMI port. Req’d programming: 
ENTERTAINMENT or above and Local Channels. 4K programming w/AEP req’s compatible TV and ENTERTAINMENT, XTRA or ULTIMATE.™ Req’s broadband internet access w/ recommended speed of 25Mbps per 100 receivers. Internet access not included. 
Compatibility: COM2000 w/ COM51 card or COM3000. Other system limits and requirements may apply. *Advanced Entertainment Platform (AEP) offer: Offer ends 12/31/22. Offer is available to new or renewing Hospitality and Institutions customers with a 
5-year programming agreement. Customers subject to a current programming agreement may terminate such agreement without penalties if customer agrees to a new 5-year programming agreement with this offer. Offer is eligible for one (1) HD COM System 
(includes 23 channels) per property & one (1) AEP set top box per room at no additional cost. Properties must subscribe to ENTERTAINMENT ($9.09 /room/mo.) or above. ENTERTAINMENT promotional bundle price includes ENTERTAINMENT ($7.40/room/mo.), 
local channels ($1.09/room/mo.) and technology fee ($0.60/room/mo.). Bundled rate will be listed as three separate line items on customer bill. If local channels are not available in customer market, bundled rate will be listed as two separate line items on 
customer bill. Additional charge of $1.99/room/mo. in all units for AEP. 50-room minimum is req’d per property. To access DIRECTV HD programming, HD equipment req’d.  IN THE EVENT YOU FAIL TO MAINTAIN YOUR SUBSCRIPTION TO THE REQUIRED 
PROGRAMMING PACKAGES YOU AGREE TO PAY AN EARLY CANCELLATION FEE EQUAL TO $15,000 PRORATED BY THE NUMBER OF MONTHS YOU PAID FOR THE REQUIRED PROGRAMMING PACKAGES DURING THE COMMITMENT PERIOD. Payment is 
due within thirty (30) days of receipt of a notice of failure to complete the commitment period. Advanced Entertainment Platform (AEP) upgrade offer: Offer ends 12/31/22. Offer is available to new Hospitality and Institutions customers with a 5-year 
programming agreement. Customers subject to a current programming agreement may terminate such agreement without penalties if customer agrees to a new 5-year programming agreement with this offer. Offer is eligible for an HD Equipment Subsidy of 
$80 per room. Properties must subscribe to ENTERTAINMENT ($9.09 /room/mo.) or above. ENTERTAINMENT promotional bundle price includes ENTERTAINMENT ($7.40/room/mo.), local channels ($1.09/room/mo.) and technology fee ($0.60/room/mo.). Bundled 
rate will be listed as three separate line items on customer bill. If local channels are not available in customer market, bundled rate will be listed as two separate line items on customer bill. Additional charge of $1.99/room/mo. in all units for AEP. 15-room 
minimum is req’d per property. IN THE EVENT YOU FAIL TO MAINTAIN YOUR SUBSCRIPTION TO THE REQUIRED PROGRAMMING PACKAGES YOU AGREE TO PAY AN EARLY CANCELLATION FEE EQUAL TO $15,000 PRORATED BY THE NUMBER OF MONTHS 
YOU PAID FOR THE REQUIRED PROGRAMMING PACKAGES DURING THE COMMITMENT PERIOD. Payment is due within thirty (30) days of receipt of a notice of failure to complete the commitment period. INSTALLATION: Custom installation charges 
apply, and installation fee is based on property size. Applicable use tax adjustment may apply on retail value of installation. Availability of DIRECTV service may vary by location. In certain markets, programming/pricing may vary. Make and model of system at 
DIRECTV’s sole discretion. Offers void where prohibited or restricted. Hardware and programming available separately. Receipt of DIRECTV programming subject to terms of the DIRECTV Terms of Service for Hospitality Establishments and the DIRECTV Terms 
of Service for Institutions; copy provided with new customer information packet. Taxes not included. DIRECTV programming, hardware, pricing, terms and conditions subject to change at any time. ̂ Limited programming available. Professional install. req’d. To 
watch in 4K HDR req’s 4K HDR compatible equipment and 4K account authorization. If 4K TV does not support HDR, content will be viewable in standard 4K. Req’d programming: SELECT,™ ENTERTAINMENT, XTRA or ULTIMATE.™ Other system limits and 
requirements may apply. †PREMIUM STREAMING SOLUTION: Subscriptions may be required to access certain content. Streaming is provided through STAYCAST,™  a product of SONIFI Solutions, Inc. Use of STAYCAST requires purchase and installation of 
additional equipment. Additional monthly fee applies ($2.00 per room/per month). STAYCAST is a registered trademark of SONIFI Solutions, Inc. Google and Google Chromecast are trademarks of Google Inc. SHOWTIME and related marks are trademarks of 
Showtime Networks Inc., a ViacomCBS Company. Individual programs, devices and marks are the property of their respective owners. All Rights Reserved. Music Choice® is a registered trademark of Music Choice, a Pennsylvania general partnership. ©2022 
DIRECTV, LLC. DIRECTV is a trademark of DIRECTV, LLC. All other marks are the property of their respective owners.                           

Example Home Screen pictured for illustrative purposes only.
Set-top box
and custom 
antimicrobial 
remote

The Advanced Entertainment Platform° (AEP) combines DIRECTV® 
linear satellite and broadband over-the-top content for an enhanced 
entertainment experience for your guests, residents or patients.

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. 

Sonu Satellite • 877.999.7668 • www.sonusatellite.com
 DETAILS BELOW.

GET HD

EQUIPMENT

INCLUDED
AT NO

EXTRA COST!

1078412_Sonu.indd   1 01/07/22   12:08 PM
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Memorable impressions are all part of enhancing the guest experience. Once 
you cover the basics, whatever you can do that is noteworthy and perhaps a 
little bit eccentric will lead to positive feedback and improved memorability.”

Here are six specific areas 
where hoteliers can focus their 
efforts to improve the guest 
experience.

AUTOMATION TO  
THE RESCUE

Technology offers tre-
mendous potential 
for elevating the guest 
experience without add-
ing to your staffing com-

ponent. Today’s customer 
is virtually glued to their mobile 
device. Growing numbers of 
properties are implementing 
a welcome note on a guest’s 
mobile device immediately 
after check-in, greeting us and 
asking if there was anything 
that we needed.

Managed through a trained 
machine-learning platform 
with support from live agents 
and escalation protocols, these 
programs not only improve 
service levels, but also free up 
associates to personalize ser-
vice in other areas.

But, technology can do 
much more than deal with 
guests once they arrive on 
property. In fact, technological 
advances should be incorpo-
rated into every aspect of the 
guest’s journey through your 
ecosystem, starting with room 
confirmation. 

Your goal is to embrace the 
guest before they arrive at your 
front desk. Apart from under-
standing their time of arrival 
and mode of transport, you 
can encourage additional rev-
enue through prepurchase or 

prearrival reservation of ancil-
lary services such as dining, 
spa, golf, activities, or room 
amenities. Upselling platforms 
that can do this now are readily 
abundant. Rather than looking 
at this as a merely value-added 
sales opportunity, most guests 
will appreciate you identifying 
both the availability as well as 
the opportunity to simplify 
their arrival by making these 
reservations in advance. Time 
is more valuable than money, 
after all.

THINKING 
THROUGH  
ALL 
OPERATIONS
Many properties 

have a reservations 
center that operates on a fixed 
schedule – a common example 
would be 8 a.m. to 8 p.m. in the 
local time zone. But what hap-
pens when a potential guest 
calls outside of these hours 
or when the intake team is 
already tied up serving other 
customers? Often that call gets 
diverted to front desk, goes to 
voicemail, or is abandoned.

All three results are unsat-
isfactory from a guest-service 
standpoint. When the reserva-
tions call transfers to a front-
office associate, that call often 
leads to unsatisfactory service 
for onsite guests at the front 
desk. The cascading effect is 
that now you have a dissatis-
fied customer in house, as well 
as one on the phone who isn’t 
getting your full attention.

The cost-effective solution 
here is artificial intelligence 
to field basic questions hit-
ting an interactive voice 
response in combination 
with an outsourced call cen-
ter service for overflow. New 
conversational AI systems are 
so efficient and personalized 
that it’s hard to differentiate 
them from a human voice. 
This AI technology often leads 
to further benefits includ-
ing streamlined reservations 
staffing and added sales, not 
to mention improved customer 
satisfaction.

GUEST 
SERVICE 
STARTS WITH 
EMPLOYEE 
SERVICE
Have you ever 
heard of the 
saying, “Happy 
wife, happy life”? The same 
applies to your property. 
Happy employees lead directly 
to happy guests. The days of 
looking at your staff as expend-
able are over.

“Our business is simple yet 
complex,” noted Andrew Carey, 
CEO of Newport Hospitality 
Group, a management com-
pany with 50-plus flagged 
properties under management 
across the Eastern Seaboard. 
“We are people taking care 
of people. As leaders, we 
must nurture our teams with 
care and respect so they can 
be energized to take care of 
guests. Whether it’s through 
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training, employee events, 
or individual praise, we must 
show our great appreciation for 
our team members and their 
efforts to make every guest 
comfortable.”

Often, it’s the little things 
that count. Yes, every hourly 
staff member on your team 
would immediately accept a 
substantial raise. That clearly 
isn’t a financial option. More 
plausible are several smaller 
initiatives that can go a long 
way toward creating an envi-
ronment that reduces turnover 
and motivates team support 
for your guest-enhancing activ-
ities. Set a luncheon aside each 
month for birthdays. Announce 
the celebrations and pro-
vide a cake with small gifts. 
Significant work anniversa-
ries should be both announced 
and celebrated with a more 
formal event where spouses 
are invited. Here, gifts should 
reflect the individual’s desires, 
possibly selected from a gift 
catalog. Support your team as 
you would your family.

On the subject of employee 
satisfaction, your back of 
house deserves some atten-
tion. When was the last time 
you entered your property 
through the service entrance? 
Does your BOH experience 
mirror the FOH? What is the 
level of cleanliness? How clut-
tered is it? Is there any natural 
light or revitalizing live plants? 

When was the last time it was 
painted? Remember, your 
team is conditioned through 
the environment of their work-
place. Respect them and the 
respect will carry forward 
through their workday.

Still on the topic of BOH, 
your employee cafeteria needs 
attention. When was the last 
time you had a meal there? 
Better yet, why not hold your 
next executive committee 
meeting there? The days of 
greasy fries and burgers are 
over. Healthier food options 
will be appreciated not just 
for the long-term health of your 
team, but they will benefit in 
the short-term by improving 
moods, nullifying any refined-
sugar-induced postprandial 
slowdown and improving 
immune systems to reduce 
sick days.

SATISFACTION AND 
SERVICE STANDARDS
Ultimately, what is a satisfied 
guest? How does this correlate 
with star ratings? Guest satis-
faction means, at a minimum, 
performing to the expected 
standard. You should be look-
ing to do something more.

If you operate a select-ser-
vice property, guest satisfac-
tion might simply imply a quick 
check-in, a clean guestroom, 
quiet air conditioning, fast and 
easy-to-connect internet, a 
large TV with a good channel 
selection, ample hot water for 
the shower, sufficient towels, 
a comfy bed, morning coffee, 
and express check-out. Meet 
all these criteria and you’ve 
hit the proverbial home run. 
Remember, though, that this 

is basic delivery. It doesn’t 
elevate the guest’s appre-
ciation for your product as it 
doesn’t differentiate it from 
your comp set.

So, you must look at little 
tweaks to see what you can 
do just a little bit better. Think 
of ways that technology can, 
for minimal marginal cost, 
increase guests’ time so they 
have more of it for other expe-
riences. Think seamless and 
frictionless, like over-the-top 
casting for your TVs or mobile 
keys. Even something like 
ensuring that your HVAC units 
have noise levels brought to a 
minimum can help by giving 
travelers more peace of mind. 

THE KEY TO 
GREAT F&B
For prop-
erties that 
go beyond 
select ser-
vice, examine 
all aspects of your 
operation to see how they 
can be improved to enhance 
guest satisfaction. Foodservice 
deserves your attention as, 
for most visitors, there is little 
differentiation between the 
guestroom and dining room 
delivery. In the mind of your 
customer, the restaurant can 
meaningfully impact the prop-
erty’s overall performance.

Breakfast is the critical 
component, and we always 
recommend that a bed-and-
breakfast rate be part of your 
package offering. At a mini-
mum, your restaurant should 
be able to deliver breakfast 
promptly with ample quanti-
ties. It costs very little extra 
to make sure your coffee is hot 
and contemporary dairy alter-
natives are available. Now, 
make coffee service memo-
rable by selecting a local sup-
plier who creates an exclusive 
blend for you, then be sure to 
let everyone know about it.

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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Foodservice 
deserves your 

attention as, for 
most visitors, 

there is little 
differentiation 

between the 
guestroom and 

dining room 
delivery.”
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Your guests want quality. 

You want savings. 

WIN/ WIN

www.milnor.com

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

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

1004869_Pellerin.indd   1 3/28/20   12:23 AM
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Speaking of local suppliers, 
consider moving select items 
away from national food suppli-
ers. By creating a local element 
to your foodservice, you further 
differentiate your restaurant 
and enhance guest satisfaction. 
Start small with local honey, 
jams, and preserves. These can 
be easily profiled and enhance 
your breakfast presentation. 
Re-examine your breadbasket 
selection to cost-effectively add 
further points of uniqueness.

Bars are another outlet 
where local suppliers can cre-
ate further means to elevate 
the guest experience. Of course, 
you’ve already included several 
local beers on tap. But why stop 
there? Explore local distillers for 
gin, rye, vodka, and rum. As a 
subsequent step, challenge 
your bar staff to create custom 
drinks using these ingredients. 
It’s great for guests and morale.

AUTHENTICALLY  
LOCAL FOR ALL
Local partnerships can go 
beyond food and beverage 
suppliers. Dedicate display 
cases and walls in the lobby 
or other public corridors to 
local heritage recognition. Your 
tourism bureau will be eager to 
fill the cases with memorabilia.

Guests always are inter-
ested in seeing what your 
area looked like several 
decades or a century ago. 
Photos are available, usually 
free of charge, from your city 
archives. Print and mount 
them or load them onto a 

computer and display them 
on large monitors. Again, the 
thought here is that you want 
the guest to relish their expe-
rience with you. Even if they 
don’t have time to peruse it all, 
they will feel the love.

Memorable impressions 
are all part of enhancing the 
guest experience. Once you 
cover the basics, whatever 
you can do that is notewor-
thy and perhaps a little bit 
eccentric will lead to posi-
tive feedback and improved 
memorability. You have the 
power to make these modest 
revisions, so why not consider 
some of them today?� ■

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.

intellihot.com

Ask your plumbing 
professional about 
Intellihot Tankless 
Water Heaters
Intellihot offers the safest and 

most effective cure for Irritable 

Boiler Syndrome and will get your 

building back to good health.

Endless Hot Water

Endless Hot Water

IBS Symptoms
• Bouts of shivering cold water
• Reduced performance and reliability
• Increased risk of Legionella 
• Embarrassing tank leakage 
• Loss of operating capital
• Cramping of mechanical spaces

Warnings

What is Intellihot?

Use of Intellihot tankless hot water solutions may result in: 
Eye-popping acquisition and operational savings, unmitigated joy 
and relief, reduced complaints, and uncontrollable serenity.

Discontinue Intellihot use if you don't want a strategic advantage 
over your competition.

The only tankless water heating system designed 
and built for commercial work. Recommended 
extensively in restaurants, schools, healthcare, 
hospitality, senior living and multi-family 
applications.

The #1 Prescribed Treatment for IBS.

Do You Suffer From  
Irritable Boiler Syndrome?

1077348_Intellihot.indd   1 22/06/22   7:44 PM
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GIVE YOUR CUSTOMERS MORE ENTERTAINMENT OPTIONS AND WAYS TO CONSUME CONTENT
The Advanced Entertainment Platform° (AEP) combines DIRECTV® linear satellite and broadband over-the-top content for an enhanced 

entertainment experience for your guests, residents or patients. 

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

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

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

PLATFORM BENEFITS

Example Home Screen pictured for illustrative purposes only.

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

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

Get HD

equipment

included at no

extra cost!

 Details on back.

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

Remotely manageable  
No PMS integration required

Easy-to-clean remote 
features antimicrobial 
additives

Streaming from personal devices 
through STAYCAST™† 

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

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

4K^ HDR content 

Flexible, cloud-delivered updates 
to meet changing market needs

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

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

THE 
ADVANCED ENTERTAINMENT 

PLATFORM°

Customizable Property 
Information App included at 
no extra cost

Set-top box 
and custom 
antimicrobial 
remote.

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

Call 877.233.1787 today to learn more.

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

carry on
1

by ANDREW M. MALZAHN

EVEN FOR HISTORICALLY “GOOD” 
franchisees, there’s always a 
chance you may eventually 
receive a default notice from your 

franchisor. Because each default notice 
will involve different facts and circum-
stances, there’s no singular roadmap to 
follow, but here are four general rules 
that may be of assistance to you.

DON’T PANIC, BUT ACT QUICKLY
The worst thing a franchisee can do when 
receiving a default notice is to do nothing. 
Most default notices provide the franchisee 
with some opportunity to cure, and you 
don’t want to wait until the end of that 
period to act. Franchisees too often inform 
their attorneys they received a default 
notice 29 days ago and have 30 days to 
cure! Do not wait until the last minute. 
You will want, and may need, to utilize all 
the time you are given to resolve the issue 
in an efficient and effective manner. This 
will require you to act almost immediately 
after you receive the default notice.

Responding to a 
default notice

3 4   | SEPTEMBER 2022 | TODAYSHOTELIER.COM
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  5-MINUTE READING TIME

EXAMINE THE DEFAULT NOTICE 
AND PREPARE YOUR SIDE OF THE 
STORY
After receiving a default notice, a franchise-
specific lawyer can inform you of your legal 
rights and assist you in determining the 
best path forward, which includes doing 
at least three things.

First, determine whether the default 
notice is factually accurate. For example, if 
the default notice alleges that you failed to 
pay royalties, perform a remodel, or took 
some other allegedly inappropriate action, 
is this true? Franchisors make mistakes, 
and if the default notice is inaccurate, you 
can generally make the problem go away 
quickly.

Second, ensure your franchisor is cor-
rectly applying the facts to the law. If 
the default notice states you breached a 
specific section in your franchise agree-
ment, read that section of your franchise 
agreement. Has your franchisor correctly 
applied the facts to the legal obligation it 
claims you breached, or is there a potential 
defense you can raise? Likewise, if you or 
your hotel are in a state with a franchise 
act, you may have additional rights or 
remedies. Indeed, franchise acts in several 
states require franchisors to provide fran-
chisees with advance written notice of the 
termination as well as a specified number 
of days to correct the reasons stated for the 
termination before termination.

Third, develop your side of the story 
so you can explain why you did, or could, 
not perform as required or why strict per-
formance should not be required. While 
asking politely for leniency without any 
explanation of how you found yourself 
in default may work in some instances, 
a compelling story oftentimes goes a 
long way toward obtaining a favorable 
resolution.

RESPOND
After you complete this initial three-part 
review, the next step is to respond. Either 
you or your counsel – depending upon 
the situation – can formulate a response, 
which likely should eventually be com-
municated in writing so there is a record.

The simplest way to respond to a default 
notice is to “cure” the default and provide 
written notice of that cure. If you cure, you 
do not necessarily need to provide any 
explanation for why you were in default, 
although doing so usually is a good idea 
if you have a good reason for being in 
default.

Unfortunately, not everyone can cure 
a default within the franchisor’s required 
timeframe. If so, you likely should reach 
out immediately and begin discussing 
potential options with your franchisor. 
Again, make sure you’ve prepared your 
side of the story. You should describe the 
steps you plan to take to cure and ask your 
franchisor for anything you might need – 
e.g., more time to cure, changed terms, 
a new agreement, etc.. If you can obtain 
a resolution with your franchisor at this 
point, it’s important to document the reso-
lution in a written agreement.

Franchisees should also consider 
whether there are any legal defenses to 
the default notice or other legal claims 
to assert against the franchisor to create 
leverage if your franchisor won’t volun-
tarily work with you. For example, if the 
franchise agreement – or an applicable 
state franchise law – requires the franchi-
sor to act reasonably and in good faith, 
and your franchisor is not, raise this in your 
response. While many franchisees are ner-
vous about asserting a legal argument, in 
sending a default notice, your franchisor 
is using its attorneys to attempt to enforce 
its legal rights. You, as a franchisee, have 
every right to use your own counsel to push 
back and to enforce your legal rights. As 
the saying goes, sometimes a good offense 
is the best defense.

PREVENT DEFAULT NOTICES 
BEFORE THEY ARE ISSUED
Finally, franchisees should consider 
whether there are proactive steps they can 
take before a default notice is ever issued. 
For example, if you know you’re going to 
be late refurbishing your property or are 
going to miss a development deadline, you 
or your counsel may call your franchisor 
before a default notice is even issued. 
Franchisors typically appreciate advance 
notice of issues before they happen and 
are can be willing to work with proactive 
franchisees. Occasionally, franchisors may 
agree to provide extra assistance to strug-
gling franchisees and help them resolve 
the cause of the problems (e.g., cash flow 
issues) rather than simply addressing the 
symptoms (e.g., missed payments).

Receiving a default notice is never a 
pleasant experience and is something you 
should take very seriously, as the conse-
quences for failing to respond or improp-
erly responding are serious. Each default 
notice and every franchisee’s situation 
is unique, but, in nearly every case, you 
should promptly provide a copy to your 
counsel and begin the process of reviewing 
the default notice to determine the best 
way to respond. For everyone’s sake, don’t 
wait until the last minute to respond.� ■

Andrew M. Malzahn is a partner at Dady & 
Gardner, P.A. in Minneapolis, Minnesota. 
Andrew has devoted his entire legal career 
to representing franchisees and dealers 
nationwide in all aspects of their relationships 
with franchisors and manufacturers,  
primarily as a litigator. For more information on 
Andrew and Dady & Gardner, P.A., visit  
www.dadygardner.com, call him at  
(612) 359-5481, or send an email to  
amalzahn@dadygardner.com.
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FINANCE

Deciphering the ways 
capital markets evaluate 
construction projects to 
deem them financing worthy

by RUSHI SHAHYAVYAV/
SHUTTERSTOCK.COM

FINANCING PLAYS 
a major role in 
maximizing any 
commercial real 
estate or hotel 
d e v e l o p m e n t 

opportunity. Unlike stocks, real 
estate is an asset class that’s 
dependent on leverage. Since 
the lion’s share of any capital 
stack is funded by debt, opti-
mizing that debt is one of the 
most important steps in any 
successful project. It also can 
be one of the most challeng-
ing, especially when develop-
ers move outside of SBA 504 or 
SBA 7(a) loans. For larger, more 

institutional projects of $20 
million and higher, and proj-
ects by companies surpassing 
SBA limits, there typically are 
two paths to securing financ-
ing. The first is through a bank 
or related financial institution. 
The second is through a debt 
fund or private equity fund. No 
matter which lane a sponsor 
chooses, the key to a successful 
construction loan closing is to 
be realistic about metrics, pro-
jections, equity expectations, 
and what the market can bear 
in terms of rates and terms for 
loan proceeds.

BANK ON IT
Financial institutions willing 
to finance construction proj-
ects typically are a community 
or regional bank with a deep 
relationship with the sponsor. 
Just like a grocery store offers Follow  the clues

YA
VY

AV
/S

H
UT

TE
RS

TO
CK

.C
O

M

3 6   | SEPTEMBER 2022 | TODAYSHOTELIER.COM

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


  4-MINUTE READING TIME

a sale on milk to get shoppers 
into the store to buy additional 
items, most banks approach 
construction lending as a loss 
leader. They use the financing 
to establish new and deeper 
banking relationships with 
the sponsor, knowing they’ll 
make money on those more-
profitable ancillary products 
and services. Banks build this 
knowledge into an internal, 
relationship-pricing model 
upon which bankers rely to 
price each loan. Treasury-
management services, amount 
of deposits held at the bank 

(at almost no interest), and 
projected fees collected for 
wires, loans, private banking 
services, trusts, investment 
management, loan origination, 
and other bank services are all 
ways the bank can make up the 
lost profit on the construction 
loan and are used as inputs to 
calculate the customer’s over-
all profitability.

For banks, undrawn commit-
ments cost slightly lower in the 
form of capital charges from 
regulators compared to a loan 
that is fully drawn. This makes 
banks somewhat ideal to write 
construction loans. However, 
along with this preferable capi-
tal treatment, comes conser-
vative credit guidelines. As a 
result, banks tend to be less 
aggressive on loan-to-cost. 
They also are hyper focused on 
their exit strategy and under-
write for how a project will per-
form once stabilized – usually 
two years after construction is 
completed. Many will extend 
that to year three or four (along 
with a bit of cushion) to deter-
mine whether a permanent 
loan can be achieved to pay off 
the construction loan. Banks 
rely on other professionals like 
an investment banker or an 
intermediary to validate that 
their loan can be paid with a 
CMBS or other permanent loan 
exits. If the sponsor’s projec-
tions are too lofty and the bank 
can’t comfortably underwrite 
its exit, the bank will need to 
require recourse or personal 
guarantees to get credit com-
mittee approval for the loan. 
More often than not, however, 
recourse alone is not sufficient. 

Banks may also ask the spon-
sor to put more skin in the 
game in the form of additional 
equity.

GO PRIVATE
Non-bank private lenders are 
a bit more sophisticated than 
banks in their underwriting. 
These lenders typically focus 
on triangulating the under-
writing metrics among loan-
to-cost/loan-to-value, DSCR, 
and debt yield (net operat-
ing income divided by loan 
amount), to determine the 
loan amount. They also pay too 
much attention to exit under-
writing and validating sponsors 
projections to make sure that 
they aren’t over extended.

Although most of these 
loans are non-recourse, they 
usually carry completion guar-
antees. The loan is essentially 
full recourse during the con-
struction period to ensure 
the project is completed as 
advertised. If the project isn’t 
finished as promised, the 
sponsor is on the hook for the 
entire loan amount. Loans 
from non-bank private lend-
ers also have a component of 
interest reserve built into their 
sources and uses. This ensures 
enough interest is capitalized 
for a smooth debt service dur-
ing construction and ramp up. 
During construction, these 
loans are almost always inter-
est-only. Since the lender isn’t 
really making any money dur-
ing the loan term (most of the 
interest income from the loan is 
a cost of the actual capital), pri-
vate lenders charge origination 
fees. Because these lenders 
are strictly focused on project 
financials, for a more lucra-
tive project this type of loan 
can yield higher loan-to-cost 

and leverage and lower equity 
requirements. Therefore, for 
chunkier projects of $40 million 
or higher, private loans often 
are the only way to make a proj-
ect work.

NAVIGATING THE 
OPTIONS
There’s an entire industry of 
construction financing provid-
ers that supplement sponsors’ 
local or regional relationships. 
Some of these construction 
lenders only operate via the 
mortgage banking channels 
to make their business more 
efficient and leverage the inter-
mediary’s knowledge of struc-
turing the deals and ensuring a 
successful payoff after the con-
struction is complete. In almost 
every case for larger construc-
tion loan projects, it would be 
advantageous for a developer 
to scan the capital markets 
through their preferred inter-
mediary relationships.� ■

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.

Since the lion’s 
share of any 

capital stack 
is funded by 

debt, optimizing 
that debt is one 

of the most 
important steps 

in any successful 
project.”
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INDEPENDENT HOTELIERS

NECDOTALLY, IT 
often seems like 

many indepen-
dent hoteliers 

eschewed the 
brand side 

of the industry because they 
want to blaze their own trail. 
Or maybe independents just 
don’t play well with others. 
Regardless of where you fall, 
when it comes to addressing 
the guest experience, indepen-
dent properties have freedoms 
and resources at their disposal 
the brands can only dream of 
possessing. Incidentally, by the 
time a brand rolls out a new 
program or policy, chances are 
it was first executed at an inde-
pendent hotel.

Differences aside, though, 
we all have a vested interest 

Creating a custom-fit 
guest experience

by KAMALESH (KP) PATEL

in ensuring we consistently 
monitor the evolution in 
guest preferences and tailor 
our approaches to best meet 
those needs. As the old say-
ing goes, “heads in beds bring 
money,” and guests who 
feel their needs aren’t being 
met will find another bed in 
another hotel.

As independents, we have 
virtually unlimited freedom 
to take the flexible, smart 
approach to navigate our way 
through the evolution of the 
industry. To give some insight 
and inspire ideas, let’s break 
it down into four key elements 
where guest preferences and 
needs are concerned.
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unique identities. For example, 
creating a culture where a hotel 
is perceived as being supremely 
accommodating helps guest 
feel relaxed. And it doesn’t 
cost a penny to smile. You can 
also train the front-desk staff 
to ask guests questions about 
their travels. Simply inquiring 
“How is your day going?” or 
“Do you have anything inter-
esting planned for your stay?” 
can help staff connect with 
guest in a meaningful way and 
improve a guest’s mood during 
their stay.

A great deal of research has 
been conducted on the major 
role colors play in affecting 

1

2
3EXPERIENCE

This is an indispensable aspect 
of our industry regardless of 
property location or size. 
Guests want to feel like they’re 
away from home but comfort-
able enough to act like they 
are home. Adding an experi-
ence value point could act as 
the deciding factor for poten-
tial guests, and independent 
hotels often have a leg up in 
this department as they’re 
more easily able to establish 

human emotions. For example, 
blue and yellow are often asso-
ciated with waking up, which 
can be a good option for bath-
rooms. A blue with a modern 
matte or light blue can help 
guests start their day in a good 
mood. Grey is typically associ-
ated with feelings of calm or 
relaxation, so it’s a prime can-
didate for bedrooms to enable 
guests to feel comfortable and 
relaxed. A flat, light grey can 
bring light in during the day but 
help ease the guest at night for 
sleep.

TECHNOLOGY
This vital piece of the puzzle 
can improve the overall guest 
experience while providing 
a budgetary argument for 
implementing new technology-
based tools and services. For 
example, most PMS systems 
today have mobile check-in 
giving the guest this luxury 
feel without the extra cost of 
a front desk. Using economi-
cal low-commission and user-
friendly online travel booking 
engines helps the guest feel no 
time was wasted in reserving 
their stay. Many new OTAs and 
PMS platforms have two-way 
communication capabilities so 
guests shouldn’t have to call 
or go to the front desk. They 
can communicate directly from 
their application giving them a 
dedicated concierge.

BUDGET-FRIENDLY
While greater rate flexibility can 
serve as a key weapon in our 
arsenal, we must be exceed-
ingly prudent when adding new 
expenses for experience so we 
don’t sabotage ourselves in the 
process. For example, when all 
the brands installed in-room 
coffee makers it became the 
new norm overnight and ven-
dors immediately started sell-
ing these products in bulk. 
Generally speaking, the smart 
option for independent proper-
ties is to adopt the new amenity 
at a measured pace, gradually 
adding it to the business as 
needed. So, instead of buying 
coffeemakers, utensils, etc. for 
all your rooms, buy them for 
a small handful of rooms and 
sell those room at a premium. 
This allows you to monitor the 
demand and profit at a slower 
pace while still being budget 
friendly on the other room 
options and adding value to 
the guest experience.

While we, as independent 
hoteliers, have a wealth of 
freedom at our disposal – espe-
cially when it comes to cater-
ing to evolving guest needs by 
working on value-added ele-
ments like experience, technol-
ogy, and being budget friendly 
– we have to be smart while we 
continue blazing our own trail.
� ■

AAHOA Secretary 
Kamalesh (KP) 
Patel is the CEO 
of Aarav 
Hospitality, LLC, 
and AKS 
Hospitality, LLC.

As the old saying goes, 
“heads in beds bring 
money,” and guests who 
feel their needs aren’t being 
met will find another bed in 
another hotel.”
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OPERATIONS

Skip the balancing act
Exploring the benefits a BMS provides in 
managing a hotel and its hot water
by DALE SCHMITZ

HOTELS ARE COMPOSED 
of many moving parts 
to provide guests with 
the most comfortable 
and positive experience 
possible. To provide the 

best on-demand comforts, the main-
tenance and management of a hotel’s 
building functions, such as light, heat, or 
hot water, is of the utmost importance. 
And with many appliances today being 
compatible with building management 

systems (BMS), controlling a hotel’s elec-
trical and mechanical equipment has 
become a much simpler process. The use 
of the integrated system creates a holistic 
approach to hotel management, where 
learning about guests’ data usage via a 
computer-based control system can lead 
to a well-functioning hotel.

When looking specifically at controlling 
and monitoring hot water, for example, it’s 
a highly important part of any business, 
especially as it’s needed to keep a hotel’s 
doors open. There are many offerings for 
BMS-compatible water heaters, but select-
ing the right one, such as high-efficiency 
tankless water heaters, to supply guests 
with immediate hot water can also provide 
your business with long-term savings.

MONEY DOWN THE DRAIN
Imagine a guest waking up in the morn-
ing, turning on the shower, and waiting 
and waiting and waiting for hot water. This 
provides an inconvenience to the guest, 
but the time guests spend waiting for the 
water to heat up is money running straight 
down the drain.

Many tankless units offer precise load 
tracking, so the amount of energy con-
sumed is directly correlated to the amount 
of water heated at any given time vs. hav-
ing to heat and re-heat stored water with 
boilers and tanks. In the case of hotels, 
multiple tankless water heaters can be 
installed to provide redundancy. If one 
tankless water heater is at capacity, this 
means the next tankless unit will be turned 
on to provide guests with the hot water 
they need.
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  4-MINUTE READING TIME

There are variations in the number of 
units serviceable by one BMS. For example, 
some more-robust offerings can connect 
up to 24 units and provide 4.8 million BTUs. 
An interlinked system like this provides 
the capability to monitor peak hot-water 
usage throughout the day. And the usage 
data that flows in from the BMS allows 
building managers to meet high demand 
by monitoring flow rates, operation hours, 
and more. All these management capabili-
ties ensure your guests have immediate, 
never-ending hot water.

SHOW ME THE MONEY
Combining as many of the building’s 
functioning elements into a centralized 
command system helps manage peak 
energy demands but also provides cost-
efficiencies that save money in the long 
run. With BMS-compatible tankless water 
heaters, management can remotely enable 
and disable units, monitor temperatures, 
output functions, and receive notifications 
on any unit errors.

Through all these BMS capabilities, man-
agement can determine the appropriate 
number of tankless units to turn on or 
off, thereby saving energy and reducing 
water waste. With a simple error code, the 

building maintenance team has a way to 
quickly locate and diagnose any potential 
issue with a tankless water heater. And 
error notifications provide management 
with the ability to keep the building’s 
equipment in optimal performance, thus 
creating longevity of the product and help-
ing hotels reduce the costs associated with 
replacing or repairing old water heaters, 
which is often seen with tank units.

In terms of component integration, 
whether it’s maintaining generators, light-
ing, heating, ventilation, air conditioning, 
or hot water, a BMS provides exactly what 
is needed for an integrated approach to 
saving money and giving the guest a posi-
tive experience.� ■

Dale Schmitz is senior 
marketing manager at Rinnai 
America Corporation with 
primary responsibilities for 
product and service 
development and launch, 

strategic planning, market research, 
advertising and brand management. Dale has 
been with Rinnai for nearly five years and prior 
to that worked in marketing and business 
development for Marvin Windows and Doors 
and Steelcase Office Furniture. Dale is a 
graduate of the University of Cincinnati with a 
bachelor’s degree in economics.
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TELL ME SOMETHING GOOD
  3-MINUTE READING TIME

AAHOA Lifetime Member  
Prakash Saraf spends life serving  
the Baltimore homeless community

AHOA LIFETIME MEMBER 
Prakash Saraf knows a thing or 

two about caring. He works hard 
to provide exceptional customer 

service and guest experiences to travelers 
staying at his hotel in Baltimore. But when 
he’s not busy overseeing hotel operations, 
Saraf dedicates a huge part of his time to 
serving his community.

FRIENDS OF SPARSH OPENS TO 
COMBAT HOMELESSNESS
As founder and president of Friends of 
Sparsh, a nonprofit organization serving 
the homeless, Saraf makes essential items 
like food, clothing, personal hygiene items, 
transportation, and shelter available to 
people living on the streets.

Saraf’s passion for combating homeless-
ness in Baltimore led him to start Friends of 
Sparsh in 2018, alongside his 
son, Neev. The charity created 
an organized and structured 
system to channel more help 
and resources to many more 
individuals.

“About 13 years ago, I 
started volunteering at 
Elizabeth House, a local non-
profit food pantry and soup 
kitchen, where I learned more 
about people living on the 
streets,” Saraf said. “I real-
ized there are people who are 
homeless living in this coun-
try. They don’t have a place 
to go. That opened my eyes, 
and I felt called to give back. 
So, that’s how I embarked 
on this journey to create 
hope for homeless peo-
ple and families.”

THE CURRENT IMPACT
Today, Friends of Sparsh provides meals to 
local shelters, sponsors food banks, and 
helps transitional families who move on to 
permanent housing with household items 
and furniture. Since the charity started 
nearly four years ago, it has provided about 
424,000 meals to the homeless community, 
including meals in partnership with other 
shelters. 

Amid a two-year pandemic, Friends of 
Sparsh continued to fight homelessness 
and hunger.

“When the pandemic started, many 
volunteers did not feel comfortable 
leaving their houses. So, for two years, 

I picked up the hot meals from the vol-
unteers’ homes, then drove 40 miles to 
60 miles to drop off the food at different 
shelters in the Baltimore area every day.” 
Saraf added.

Saraf also knows the homeless residents 
face additional challenges during the 
Maryland winter season. Through Friends 
of Sparsh, last year Saraf and his team gave 
out about 200 tents, blankets, and sleeping 
bags, in addition to blankets, socks, gloves, 
and bus passes to help individuals in need 

AAHOA Lifetime Member Prakash Saraf (L) and his son, Neev 
Saraf (R), deliver furniture to people moving from shelter to 
permanent housing and drop off hot meals to local shelters. 
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stay comfortable and warm dur-
ing the cold nights.

In two to three years, Saraf 
plans to open a food truck so 
he can travel from shelter to 
shelter, cooking and handing 
out free hot meals.

Serving the community has 
created a more profound sense 
of empathy. Saraf shares that we 
can be so quick to label a person 
living on the streets as lazy and 
not wanting to work. But often, 
individuals face difficult circum-
stances and need someone to 
show nonjudgmental care.

“We all make mistakes. As 
hotel owners, we make business 
mistakes, but then we get sup-
port from our family and orga-
nizations like AAHOA, and we 
bounce back. Friends of Sparsh 
restores hope to those not as 
fortunate in Baltimore,” Saraf 
described.

OUTSTANDING 
RECOGNITION
Saraf has been recognized for 
his efforts to drive real change 
in people’s lives. In 2019, he 
received the Mayor Office Award 
for Outstanding Community 
Service from former Baltimore 
Mayor Jack Young. Earlier this 
summer, Maryland Governor 
Larry Hogan, Congressman 
Dutch Ruppersberger, Maryland’s 
Legislative Assembly, and 
Baltimore County recognized 
Saraf for his decade-long service.

Saraf lives out the true mean-
ing of hospitality. That’s why 
in 2020, AAHOA honored Saraf 
with the “Outreach Award for 
Philanthropy.” The association 
believes we all can make the com-
munities where we do business 
better and stronger. 

For more information, visit 
friendsofsparsh.org.� ■

Neev Saraf drops off sleeping bags and tents. 
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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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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

AAHOA VENDOR PARTNERS

AAHOA Vendor Partners

A
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

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

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

52   | SEPTEMBER 2022 | TODAYSHOTELIER.COM

mailto:dipak@greatEvent.com
mailto:Rmacdolnald@grubhub.com
mailto:doug.tutt@hcareers.com
mailto:roshanpatel05@gmail.com
mailto:mswiderek@dvwdvr.com
mailto:jreardon@hotelequities.com
mailto:charlie@hotelinvestorapps.com
mailto:wye@hotelwarehouse.com
mailto:jhughes@hotelsmadeeasy.com
mailto:chris@hoteltech.io
mailto:saahil.p@everestdiamonds.com
mailto:tpeavey@hrsinternational.com
mailto:jill@idealpgroup.com
mailto:mike.chuma@ideas.com
mailto:christiep@immhotels.com
mailto:nbrubaker@ironclaim.com
mailto:MMigdol@isolvedhcm.com
mailto:Iris@issa.com
mailto:dustin.thompson@jackinthebox.com
mailto:davidm@Jansenai.com
mailto:kdjewelryinc@gmail.com
mailto:mmurphy@Launchtrampolinepark.com
mailto:Pritesh@LegacyLendingPartners.com
mailto:varora@leyton.com
mailto:Kimberly.moore@lcecorp.com
mailto:james@thelobbybox.com
mailto:stephenmccord@marshmma.com
mailto:keshin@mhohotels.com
mailto:susan@millex.net
mailto:jack@mocacom.com
mailto:jason.reynolds@fbgpg.com
mailto:samples@nationalsolutions.com
mailto:dan.rama@newgenadv.com
mailto:sean.p@nextgen-consultants.com
mailto:paul.payette@nomadix.com
mailto:ian.wilkin@nuveen.com
mailto:marketing@operto.com
mailto:dave@pineapplecapitalgroup.com
mailto:kwalter@pinn360.com
mailto:elizabeth@pnwhospitalityconsulting.com
mailto:ed@pourmybeer.com
mailto:scott.adams@epius.com
mailto:Support@thepredictiveminds.com
mailto:rahuls@primeffe.com
mailto:lellis@placeservicesinc.com
mailto:bmork@raffel.com
mailto:bsharnak@relaypro.com
mailto:rsingh@reliancehg.com
mailto:rebecca@rightwaypa.com
mailto:laibelkarp@rigowall.com
mailto:sales@roomonesolutions.com
mailto:clapidakis@royal-basket.com
mailto:awseidel@rulonco.com
mailto:info@rxmusic.com
mailto:dave@sandininsurance.com
mailto:jay@hotelcapitalfunding.com
mailto:jeff.cohn@si-restoration.com
mailto:abitz@singledigits.com
mailto:jkarlen@skiptoninc.com
mailto:robert.densley@smartrain.net
mailto:dhaval.choksi@snnanalytics.com
mailto:cady.wolf@sojern.com
mailto:Joel@spaceintel.net
mailto:tonyb@stayncharge.com
mailto:jkearney@stayapt.com
mailto:amer@structurehospitality.com
mailto:murali@techinsuranceinc.com
mailto:rajesh.patel@techunifi.com
mailto:austin@teriyakimadness.com
mailto:chirag@current.agency
mailto:nkpatel@thrivewelltech.com
http://TODAYSHOTELIER.COM
mailto:Rmacdolnald@grubhub.com
mailto:roshanpatel05@gmail.com
mailto:jfrankel@gwspartners.com
mailto:jfrankel@gwspartners.com
mailto:nbrubaker@ironclaim.com
mailto:MMigdol@isolvedhcm.com
mailto:dustin.thompson@jackinthebox.com
mailto:jason.reynolds@fbgpg.com
mailto:samples@nationalsolutions.com
mailto:dan.rama@newgenadv.com
mailto:sean.p@nextgen-consultants.com
mailto:Support@thepredictiveminds.com
mailto:lellis@placeservicesinc.com
mailto:jay@hotelcapitalfunding.com
mailto:jeff.cohn@si-restoration.com
mailto:robert.densley@smartrain.net
mailto:dhaval.choksi@snnanalytics.com
mailto:paul.payette@nomadix.com
mailto:charlie@hotelinvestorapps.com
mailto:jreardon@hotelequities.com
mailto:wye@hotelwarehouse.com
mailto:saahil.p@everestdiamonds.com
mailto:Kimberly.moore@lcecorp.com
mailto:dave@pineapplecapitalgroup.com
mailto:sales@roomonesolutions.com
mailto:clapidakis@royal-basket.com
mailto:amer@structurehospitality.com
mailto:murali@techinsuranceinc.com
mailto:rajesh.patel@techunifi.com
mailto:dave@sandininsurance.com
mailto:austin@teriyakimadness.com
mailto:elizabeth@pnwhospitalityconsulting.com
mailto:stephenmccord@marshmma.com
mailto:tpeavey@hrsinternational.com
mailto:hjumani@twfg.com
mailto:nkpatel@thrivewelltech.com
mailto:Pritesh@LegacyLendingPartners.com
mailto:jhughes@hotelsmadeeasy.com
mailto:mmurphy@Launchtrampolinepark.com


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

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

TELEVISIONS/ 
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

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 Chairman Neal Patel with female hoteliers at the 
Mid South Regional Conference & Trade Show.

AAHOA and HFTP successfully co-hosted 
a Young Professionals reception in 
Orlando, FL. 

The Board explored new ideas and solutions at 
the May Board meeting.

Left to Right: AAHOA Lifetime Member Maulesh 
(MP) Patel, AAHOA Vice Chairman Bharat 
Patel, U.S. Senator Catherine Cortez Masto, 
and AAHOA Chairman Nishant (Neal) Patel 
discussed legislative actions to strengthen the 
franchisee-franchisor relationship.

Left to Right: AAHOA Alabama Local 
Ambassador Ashok (Alan) Patel, Alabama 
Restaurant and Hospitality Association 
President & CEO Mindy Bradford Hanan, and 
AAHOA Alabama Regional Director Sanjay Patel 
discussed protecting Alabama hoteliers. 

[L-R] AAHOA Lifetime Member Piyush Patel, 
Choice Hotels International President & CEO 
Patrick Pacious, AAHOA Lifetime Member 
Jan Gautam, AAHOA Treasurer Miraj Patel at 
the 2022 Choice Hotels International Owners 
Conference.

AAHOA President & CEO Laura Lee Blake, Mid 
Atlantic Regional Director Mahendra (MZ) Patel, 
and more than 25 AAHOA Ambassadors and 
Members gathered in Trenton, New Jersey to 
support Assembly Bill 1958.

AAHOA President & CEO Laura Lee Blake, 
Greater Los Angeles Area Regional Director 
Naresh (ND) Bhakta, local AAHOA Members, 
and industry leaders spoke in front of the Los 
Angeles City Council in opposition to an anti-
industry city ordinance.
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Over 400,000 Safes Sold
2 2 Y E A R S

Custom Colors Available

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

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

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.
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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
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http://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
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americanpridebank.com
4740 Log Cabin Dr.    Macon GA 31204    478.784.1448

4511 Forsyth Rd.    Macon GA 31210    478.784.1450
4001 Russell Pkwy.    Warner Robins GA 31088    478.922.5010

1010 Pine Ridge Court    Athens GA 30606    706-534-9689

Vik Patel
SBA Relationship Manager
Senior Vice President
404.989.7032
vikpatel@americanpridebank.com 

Paul Patel
Chairman
of the Board
678.777.8005
paulpatel@americanpridebank.com 

AmericaBUILDING A BETTER

SBA Lending with the Right Tools to Grow Your Business

Hospitality Specialist
Quick Loan Decisions
Extremely Talented Team

SBA Lendding with th the Right Tools

HosHospp
Quic
Extre
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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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DAYS INN BY WYNDHAM  
PORT WENTWORTH / SAVANNAH, GA

DAYS INN BY WYNDHAM 
PAGE, AZ

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

outshining the 
competition

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

Dawn Guestroom  
Designed to Drive Consistency  
and Return for Owners 

DAYS INN BY WYNDHAM PARSIPPANY, NJ

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

113% RevPAR Index, 
outperforms its  
economy competition1

69% central reservation 
contribution with  
46% of total stays  
from Wyndham  
Rewards members1

#1 brand awareness  
in the economy segment2 
helps drive lower-cost  
direct bookings

This is not an offer. Federal and certain state laws regulate the offer and sales of franchises. An offer will only be made in compliance with those laws and regulations, which 
may require we provide you with a franchise disclosure document, a copy of which can be obtained by contacting us at 22 Sylvan Way, Parsippany, NJ 07054. All hotels 
are independently owned and operated with the exception of a limited number of hotels managed by an affiliate of the company. © 2022 Wyndham Hotels & Resorts, Inc. 
All rights reserved. 1 Days Inns Worldwide, Inc. Franchise Disclosure Document, dated March 31, 2022. RPI and Contribution numbers presented are based on averages for 
certain franchisees in the U.S. during 2021. 252 (45.1%) of the Qualified Franchisees whose data was disclosed in the FDD met or exceeded the RevPAR Index presented. 
699 (52.7%) and 721 (54.4%) of the franchisees whose data was disclosed in the FDD met or exceeded the CR Contribution and WR member Contribution presented, 
respectively. Your results may differ. 2 Phoenix BASE awareness study Q4 2021.

1078425_Wyndham.indd   1 11/07/22   10:13 PM

SEPTEM
BER 2022

THE GUEST EXPERIENCE ISSUE
TO

DAY’S H
O

TELIER
AAH

O
A’S O

FFICIAL PU
BLICATIO

N

http://wyndhamdevelopment.com
http://www.wyndhamdevelopment.com

	Contents
	Give &rsquo;em what they want
	A rising tide lifts all
	Departments
	5 THINGS TO KNOW ABOUT AAHOA THIS MONTH
	LETTER FROM THE CHAIRMAN
	LETTER FROM THE PRESIDENT &mp; CEO
	ADVOCACY IN ACTION
	TELL ME SOMETHING GOOD
	AAHOA CLUB BLUE, PLATINUM &amp; SILVER INDUSTRY PARTNERS
	AAHOA VENDOR PARTNERS
	AAHOA MEMBERS IN ACTION
	CLASSIFIEDS
	ADVERTISERS INDEX

	Columns
	THE C-SUITE
	Meeting expectations: The evolution of guest preferences, a hotel&rsquo;s financial needs, and the middle ground between the two

	LEGAL CORNER
	Keep calm and carry on: Responding to a default notice

	FINANCE
	Follow the clues: Deciphering the ways capital markets evaluate construction projects to deem them financing worthy

	INDEPENDENT HOTELIERS
	Perfectly tailored: Creating a custom-fit guest experience

	OPERATIONS
	Skip the balancing act: Exploring the benefits a BMS provides in managing a hotel and its hot water





