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On this auspicious festival of lights, let’s light up the world 
with the goodness in our hearts. Happy Diwali!

©2022 Wyndham Hotels & Resorts, Inc. All rights reserved.

The lamps are different
but the light is the same

-Rumi
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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

1082035_Tempur.indd   1 21/08/22   11:16 PM

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


†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.
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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.

Happy Diwali from your 
lodging team at Chase!

1080892_Chase.indd   1 05/08/22   4:38 PM
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Get free programming
for your fi rst two months.

No upfront 
equipment costs.**

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

*Requires proof of AAHOA membership, 30-room minimum, 60-month 
commitment, qualified programming, and EVOLVE with ads. Credit 
applied on second bill cycle. Offer ends 12/31/22. Other restrictions apply.

AAHOA Exclusive 
Referral Incentives

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

Contact us at dish.com/hotels

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

Harsh P.
President and CEO
BH Hospitality Management

San Antonio, TX Houston, TX

World Cinema 
Feature Properties

1080579_Dish.indd   1 16/08/22   6:16 PM

http://dish.com/hotels
http://www.dish.com


About AAHOA 
This Month5Things

to Know

IN THE KNOW
  2-MINUTE READING TIME

1 2

5
3

4

AAHOA WOMEN 
IN HOTEL 
OWNERSHIP 
CONFERENCE & 
RETREAT.
The recently launched 
AAHOA Women Hoteliers 
Initiative is aimed at elevating, educating, 
and empowering the women hoteliers of 
AAHOA and across the industry. As part 
of the launch of this initiative, the AAHOA 
Women in Hotel Ownership Conference & 
Retreat will convene on October 26-27, 2022, 
in Cincinnati, OH. This event brings together 
AAHOA’s engaged community of women 
hoteliers for education, inspiration, and 
empowerment. Register today. 
AAHOA.com/WomensConference

AAHOA’S CHARITY GOLF TOURNAMENT SERIES A SUCCESS.
This year, AAHOA’s Charity Golf Tournament Series raised $333,529 for 18 
charities across the U.S. That means more money back into our 
communities to help children and families in need and to sup-
port charities tackling social problems. AAHOA thanks all 
participants, sponsors, vendors, and members that helped 
make the 2022 Charity Golf Tournament Series a success. 
AAHOA.com/Golf

IT’S TIME TO CELEBRATE  
THE FESTIVAL OF LIGHTS.
Many AAHOA Members will join billions of peo-

ple around the world to celebrate Diwali, the 
annual Festival of Lights. Hoteliers are resilient, 

and the COVID-19 pandemic placed this strength front and center. 
Together, we have achieved great things and made a difference in 
the industry, reminding us that the path to light and hope was there 
all along. This Diwali holiday, AAHOA wishes you an abundance of 
happiness and a prosperous New Year!

GATHER THIS FALL SEASON  
AT AN AAHOA REGIONAL.
Fall is in full force, and so are the AAHOA Regional 
Conference & Trade Shows. The South Pacific 
Regional & Trade Show will be on Thursday, October 
6, in San Diego, CA, and the North Central Regional 
& Trade Show will be on Friday, October 14, in 
Cincinnati, OH. Don’t miss the chance to hear from 
industry leaders, meet exhibitors, learn about inno-
vative hospitality products and services, and enjoy 
plenty of networking. Register today:
AAHOA.com/2022Regionals

REGISTRATION FOR AAHOACON23 OPENS SOON!
You can soon register for the 2023 AAHOA Convention & Trade Show, set 
for April 11-14 in Los Angeles, CA. What does AAHOACON23 promise? A 
stellar lineup of speakers, educational sessions to enhance your industry 
knowledge, unmatched networking opportunities, and plenty of deal-
making on the trade show floor. Learn more at AAHOA.com/Convention.
� ■
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DREAM

Legendary Capital –
HELPING YOU MAKE TIME.

legendary.bz/partners1 
1635 43rd Street South, Suite 205  |  Fargo, ND 58103  |  701.566.8660

POSSIBILITIES
through partnership

A free week with your family on the beach. A 
lazy weekday afternoon in your hammock with 
a book. A secure future for your kids. 

Our relationships with Hilton, Hyatt, IHG and Marriott 

simplify our transactions with these major brands, and our 

relationships with professional third-party management 

companies like National Hospitality Services, Aimbridge 

Hospitality and Vista Host mean our properties are always 

in good hands.

We give our partners peace of mind so they can focus on the 

things that matter most to them. Scan the QR code or visit 

us at legendary.bz/partners1 to find out how.

1068629_Legendary.indd   1 06/08/22   1:49 AM
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LETTER FROM THE CHAIRMAN 2-MINUTE READING TIME

NISHANT (NEAL) PATEL, 
CHO, CHIA 

AAHOA CHAIRMAN (2022-2023)
AAHOA as your mentor

HEN I WAS JUST A KID, GOING TO AAHOA TOWN HALLS, I HAD SEVERAL MEN-
tors. I really looked up to them, and many of my mentors are the ones who pushed 

me to get involved in AAHOA.
Growing up, my parents weren’t fluent in English, and they didn’t have the skill 

set to manage a branded property. They didn’t have AAHOA as a support system like I did.
When people ask what AAHOA has done for me, I believe AAHOA’s biggest asset aside from 
the membership base is the education and advocacy efforts we offer.

I took advantage of that education and legislative advocacy and used what I learned to 
help my parents. I taught myself how to do things in a franchise hotel. AAHOA helped 

me when it came to day-to-day things that I was supposed to do at the hotel. Going 
to the Town Halls and becoming an AAHOA Ambassador motivated me to become 

even more involved.
Now, I’m living proof that through education, legislative advocacy, and political 

giving, AAHOA Members can become civic leaders on behalf of small businesses 
in the United States.

I served as an Ambassador. Years later, I served as a Young Professional 
Director. Then, I ran for the Secretary seat on the board. Now, as Chairman, 
looking back on all I had to overcome and learn as an immigrant in the hos-
pitality industry makes me proud. Together, we’ve accomplished so much, 
and we’re now paying it forward. AAHOA leadership uses its platform and 
influence to help the generations to come.

Let’s be honest, small business owners and hoteliers don’t have the time, 
energy, or bandwidth to monitor new standards, political developments, or 
policies that would affect us at the local, state, or federal levels.

That’s where AAHOA comes in. AAHOA Members are hard-working entrepre-
neurs who are living the American Dream. We’re busy running and building a 

strong hotel business and looking out for our bottom line. AAHOA’s advocacy 
team is hard at work helping to influence and impact government decisions 

that will ultimately influence and shape the success of the hospitality industry.
Building relationships, educating ourselves on, and monitoring issues that 

directly affect our members and the hospitality industry at large ensure that 
hoteliers remain up to date and well-informed. AAHOA is here to make your lives 

easier. We’re here to do the heavy lifting. 
So, just like my mentors who encouraged me and pushed me to get involved in 

AAHOA, I urge you to do the same. Think of AAHOA as your mentor, your support system.
AAHOA is here to help you build a stronger foundation for your children, your children’s 

children, and the generations to come.� ■

This month is special for many 
here in the U.S. and all over 
the world who will celebrate 
Diwali, the Festival of Lights. 

Diwali symbolizes the triumph 
of good over evil, light over 
darkness, and hope over 

despair. After the dark days of 
the pandemic, the industry is 
recovering and brightening. 

Diwali is a special time to 
gather with family and friends 

to reflect on the past and 
spread positivity and light for 
the future. From my family to 
yours, I wish you a happy, fun, 

and beautiful Diwali!
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®

COOL. EDGY. CHIC.

inspired transformation.
superior performance.

*Numbers are approximate and can fluctuate. ©2022 Best Western International, Inc. All rights reserved. Each Best Western® branded hotel is independently owned and operated.

Aiden®  by Best Western is a trendy new collection of modern, boutique 
hotels with a cool, laid-back personality. No two hotels are alike. 
Aiden embodies the personality of the neighborhood and the spirit of 
the owner/developer. 

To learn more visit aiden.bwhhg-dev.com 
Brad Leblanc, SVP, Chief Development Officer brad.leblanc@bwhhotelgroup.com

1076451_Best.indd   1 12/08/22   3:14 AM
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LETTER FROM THE PRESIDENT & CEO

LAURA LEE BLAKE, ESQ. 
PRESIDENT & CEO

As part of our 
initial launch, 

AAHOA is 
hosting the 

2022 AAHOA 
Women in Hotel 

Ownership 
Conference & 

Retreat, October 
26-27, in 

Cincinnati, OH, 
which will focus 

on bringing 
together 
AAHOA’s 
engaged 

community 
of women 

hoteliers for 
inspiration and 

empowerment.”

Lifting up women  
in hotel ownership

OMEN HAVE A PURPOSE IN THE EVERYDAY. THEY TRANSCEND THEIR 
circumstances, using their purpose to navigate changing times.

Women are doing important work at every level of hospitality. While there still 
is work to be done, women are being recognized for their significant strides in the 

industry, speaking at industry events, influencing industry decisions, and providing tremendous 
leadership in the workplace. In what has been a predominantly male-dominated industry, it’s more 
important than ever to foster, promote, and empower women entrepreneurs. It’s time to celebrate 
their accomplishments and lay the foundation for future advances.

In my new role with AAHOA, I feel a responsibility to honor the hard work and diligence of the 
women who have shown us there are no limits to what can be accomplished. While we can assert that 
women should have a role and serve as leaders in the industry, I’m realizing it’s no longer enough to 
just say the words. It is time to have the faith, courage, and tenacity to prove that nothing can stop us 
from pursuing our vision, overcoming obstacles, and making a true difference in the lives of others.

AAHOA’s latest offering, AAHOA Women Hoteliers Initiative, celebrates AAHOA’s commitment to 
the women who are transforming the hospitality industry with innovation, strategic insights, and 
unique leadership traits.

With this initiative, AAHOA is striving to assist women who are pursuing new challenges, including 
owning and operating hotels, building and creating wealth, obtaining financing, being the decision 
makers, even stepping into leadership and political roles, and much more. This initiative under-
scores our commitment to the women of AAHOA and elevating their contributions to the industry.

I encourage everyone to attend our upcoming women hoteliers events. As part of our initial launch, 
AAHOA is hosting the 2022 AAHOA Women in Hotel Ownership Conference & Retreat, October 26-27, 
in Cincinnati, OH, which will focus on bringing together AAHOA’s engaged community of women 
hoteliers for inspiration and empowerment.   

The AAHOA Women Hoteliers Initiative will offer networking and educational opportunities for 
women hoteliers and hospitality industry professionals. This initiative ultimately will support all 
women in their endeavors and ensure more stability and opportunities for generations to come.

This new initiative aims to serve not only as a resource and tool to empower and promote women, 
but to create a respectful culture that truly allows women from all walks of life to contribute their 
expertise, differing perspectives, creative ideas, and life experiences. Amplifying women’s voices 
in the industry invites more and more women to shape the future of hospitality and advance their 
careers.

AAHOA is a changemaker, and this is just the beginning. With a new vision, AAHOA can pave the 
way for women to have the necessary tools and opportunities to pursue their plans, purposes, and 
dreams. I’ve repeatedly heard the statement that “women are the backbone of the industry.” By 
recognizing the incredible contributions of women in the hospitality industry through the years, 
and developing new leaders for future generations, the impact will be unmatched.

This is an exciting time for AAHOA, the hospitality industry, and beyond. Please join us as we build 
an exciting future for women hoteliers together.� ■

2-MINUTE READING TIME
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Happy Diwali
Wherever you are celebrating the Festival of Lights, wishing you and your families a 

prosperous and joyous Diwali from everyone at IHG® Hotels & Resorts.

True Hospitality for Good

DEVELOPMENT.IHG.COM

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

1081288_IHG.indd   1 09/08/22   12:13 AM
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PEOPLE  POWER
ADVOCACY IN ACTION

A closer look at the impact organized hoteliers can 
have on the legislation governing the industry
by RAY PATEL

I’VE LIVED IN LOS ANGELES SINCE 
1971 and grew up in the family hos-
pitality business. Our first hotel was 
in downtown Los Angeles, and we 

expanded to include hotels from economy- 
to upper-tier branded properties. At an 
early age, I learned from my parents to 
be a completer and to protect the family 
business, and my father taught me about 
the importance of being involved in local 
government. For example, a city commit-
tee once rezoned a portion of one business 
district from commercial to residential. 
Our hotel, located on that corridor, was 
rezoned overnight. He organized the busi-
ness and forced the city to revert to the 
original zoning. I got to see firsthand how 
he mobilized the community groups and 
politicians to force the planning commis-
sion to rezone back the corridor to a com-
mercial zone.

Because I watched how hard my par-
ents worked on issues like this, I’m highly 
sensitive to government infringing on the 
lives of hoteliers. It’s an industry few on the 

outside understand, and exter-
nal entities carve away at 
our profitability every day. 

It’s through endless hours of 
hard work, collective efforts 

by family members, and financial savings 
that we have come to prosper, but the 
fruits of that labor is being chipped away 
by OTAs, some franchises, sponsored ven-
dors, unions, and governmental entities.

STRENGTH IN NUMBERS
Years ago, the hoteliers of Los Angeles 
came together and formed an advocacy 
group called Northeast Los Angeles Hotel 
Owners Association (NELAHOA) to address 
an adverse law passed by the city council. 
Collectively, through advocacy and show-
ing up to numerous city council hearings  
– and ultimately a favorable ruling by the 
U.S. Supreme Court – the hoteliers of Los 
Angeles were victorious. We’re a board-
driven organization of dedicated hotel 
owners that advocate for hotelier rights 
in Los Angeles.

For example, the Los Angeles City 
Council recently voted to place the “Hotel 
Land Use and Replacement Requirements” 
ordinance on the ballot for the next regular 
city election, to be voted on by the elec-
torate in March 2024. Sponsored by Local 
Union 11, the organization secured enough 
valid signatures to have the proposal 
placed on the ballot for Los Angles voters to 
decide whether it shall become law. Those 
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Ray Patel, President, 
Northeast Los Angeles 

Hotel Owners Association
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PEOPLE  POWER
  4-MINUTE READING TIME

TO COME
who signed the petition were most likely 
under the understanding they were only 
supporting homeless housing at hotels 
through a city housing voucher program. 
However, the petition includes other initia-
tives that serve the union and can harm 
the hotels in Los Angeles. Incidentally, an 
area poll showed 78% dissatisfaction with 
the idea of the city using hotels to house 
homeless people.

Through a collective effort of the vari-
ous organizations and its members from 
AAHOA, the California Hotel and Lodging 
Association, the American Hotel Lodging 
and Association, Hotel Association of Los 
Angeles, and the Northeast Los Angeles 
Hotel Owners Association, we successfully 
lobbied the Los Angeles City council to send 
the initiative to the ballot vs. the city council 
members voting it into law outright.

We had a large presence of hotel own-
ers from the industry, especially limited-
service sector hotel owners, who showed 
up to speak at the Los Angeles City Council 
hearing. The hotel organizations were able 
to amass a large letter-writing campaign 
showing support to send the initiative 
to the ballot. Having a large presence of 
“boots on the ground” made a tremendous 
impact on elected officials.

Looking ahead, my fellow Los Angeles 
hoteliers will be focusing on the November 
2022 city council elections. We need to 
make alliances with council members and 
to continue to educate elected officials on 
our industry.

FORCED COMPLIANCE  
ISN’T THE ANSWER
While we certainly have compassion for 
unhoused Los Angelenos, the land-use 
ordinance isn’t the answer, and one of 
my key concerns with the ordinance is a 
loss of business. If this initiative is voted 

into law by the electorate in 2024, visitors 
to the city may not want to rent a room 
knowing they might be sharing space with 
unhoused guests.

Many unhoused people need wrap-
around services – around-the-clock 
security personnel, mental-health care, 
addiction care, and social-worker care – 
and hotels that cater to tourists, and cor-
porate and domestic travelers don’t have 
the resources or trained staff to support 
the homeless market. Also, there’s great 
concern for the safety of the paying guest, 
hotel staff, and surrounding neighbor-
hood. As innkeepers, we have an obliga-
tion to keep all our guests and staff safe, 
and the marketability of our hotels would 
diminish as we could see a loss of business 
to neighboring cities.

Additionally, if someone who needs 
wrap-around services checks out of a hotel 
and has no means to return to where they 
have access to those services, they may put 
themselves at greater risk for gaps in care, 
thus endangering themselves, as well as 
the businesses and homes near the hotel.

If this initiative passes, there are great 
safety concerns overall for the paying 
guest, staff, and our surrounding neigh-
borhoods.� ■
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Taking a closer 
look at the 
franchisee-first 
work of Nevada 
Senator 
Catherine 
Cortez Masto
by CARTER DAVIS

work
TODAY’S HOTELIER: CAN YOU TELL 
US A BIT ABOUT WHAT LED YOU TO 
WHERE YOU ARE TODAY?

SEN. CORTEZ MASTO: I’m a third-gen-
eration Nevadan, and my parents were 
always involved in our community. They 
taught my sister and me the value of pub-
lic service. My sister is a school counselor, 
and I was Nevada’s attorney general for 
eight years before being elected to the 
U.S. Senate. It’s the greatest honor of my 
life to serve Nevadans, and I’m always 
working for common-sense solutions that 
will help lower costs, grow businesses, 
and support families across the state.

TH: TELL US ABOUT YOUR WORK 
AS A CHAMPION FOR SMALL 
BUSINESSES AND FOR THE 
HOSPITALITY INDUSTRY.

SEN. CORTEZ MASTO: When our busi-
nesses and entrepreneurs succeed, we 
all succeed. Nevada’s small businesses, 
especially those relying on our travel and 
tourism economy, were hit hard during 
the height of the pandemic. My work in 
the Senate is focused on creating the 
economic conditions that help get new 
businesses off the ground and support 
the hardworking people behind every 
successful business.

 LIFETIME LAS VEGAS RESI-
dent, Senator Catherine Cortez 

Masto (D-NV) is understand-
ably familiar with the count-

less sacrifices made by those in the 
hospitality industry while also recog-
nizing the trade’s importance in the 
country’s economy.

As an elected government repre-
sentative – prior to her election to the 
Senate, she served two consecutive 
terms as Nevada’s attorney general – 
she developed a well-earned reputation 
as an advocate for seniors, women, and 
children while also championing causes 
that look out for those in the hospitality 
and tourism industries. She has been an 
outspoken voice in the struggle to get 
the Small Business Administration to 
take action against harmful practices in 
the franchise sector, and her office cre-
ated a report that outlines many ways 
franchise operators are held at a disad-
vantage in the competitive marketplace.

We recently sat down with the senator 
to learn more about the personal impor-
tance of this issue, to get her take on the 
importance of legislation that protects 
franchisees, and find out what can be 
done to level the playing field between 
brand and franchise.

making
business 

THE C-SUITE
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  5-MINUTE READING TIME

U.S. Senator Catherine 
Cortez Masto (D-NV)
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TH: CAN YOU OUTLINE SOME 
OF THE WORK YOU’VE DONE 
TO SUPPORT THE HOSPITALITY 
INDUSTRY THROUGHOUT 
THE PANDEMIC AND AS THEY 
RECOVER?

SEN. CORTEZ MASTO: Hospitality 
businesses drive our economy and cre-
ate good-paying jobs, so it was critical 
for me to ensure they had the support 
they needed to recover. I worked to 
deliver relief to support hundreds of 
thousands of businesses and employ-
ees over the past two years, and I 
pushed for additional, targeted relief 
for our hospitality industry. I’ve also led 
bipartisan efforts to both secure the 
reauthorization of Brand USA through 
2027 and provide it flexibility to help 
the tourism industry recover. Brand 
USA is a public-private partnership 
that enhances tourism and job creation 
across the country. As our economy 
continues to recover, I’m working to 
pass legislation that will help lower 
costs for business owners in the travel 
and tourism sector, improve our supply 
chain, and create good-paying jobs in 
in-demand industries.

TH: CAN YOU EXPLAIN MORE 
ABOUT YOUR EFFORTS TO HELP 
AND SUPPORT AMERICA’S 
FRANCHISE OWNERS?

SEN. CORTEZ MASTO: Small busi-
ness owners should be treated fairly 
and have the support they need to 
be successful. I was alarmed at what 
I was hearing directly from franchise 

TH: LAST YEAR, YOUR OFFICE 
RELEASED THE REPORT 
“STRATEGIES TO IMPROVE THE 
FRANCHISE MODEL: PREVENTING 
UNFAIR AND DECEPTIVE 
FRANCHISE PRACTICES.” 
WHAT PROMPTED YOU TO 
WRITE THIS REPORT AND WHAT 
ARE YOU DOING TO PROTECT 
FRANCHISEES?

SEN. CORTEZ MASTO: I’m focused 
on this issue because small busi-
nesses are at the heart of our local 
communities. When franchise busi-
nesses struggle, the neighborhoods 
they’re located in suffer, too. Workers 
lose jobs, and neighborhoods lose 
access to the services and economic 
activity those businesses provided. 
And let’s not forget, when the Small 
Business Administration (SBA) has 

[L-R] AAHOA Lifetime Member Maulesh (MP) Patel, AAHOA Vice Chairman Bharat Patel, U.S. 
Senator Catherine Cortez Masto, and AAHOA Chairman Nishant (Neal) Patel met recently 

to discuss legislative actions to strengthen the franchisee-franchisor relationship.

owners in my state. I’ve talked to 
franchise owners who’ve told me that 
some franchise corporations have 
given them overly optimistic revenue 
projections or locked them into unfair 
contracts. These practices can saddle 
small business owners with enormous 
debt and can cause them to lose the 
wealth they’ve spent a lifetime building. 
Corporations need to be held account-
able for these unfair practices.

We all know that owning a franchise 
business can be a great opportunity, but 
we need to make sure that bad actors 
can’t continue to treat entrepreneurs 
unfairly. Our small business owners 
don’t expect their businesses to be risk 
free. But if they purchase a franchise, 
they absolutely deserve to know what 
they’re getting into. Right now, that’s 
not always the case.

At the end of the day, 
the ball is in franchise 

corporations’ court. In 
the interests of their 

own business model, 
they should work  

to ensure fair  
practices that let all 

franchisees succeed.”
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TH: AS A SENATOR, WHAT 
WOULD YOU LIKE FOR AMERICA’S 
HOTEL OWNERS – 80% OF THEM 
FRANCHISEES – TO KNOW 
ABOUT GETTING INVOLVED IN 
GOVERNMENT AND HOW THEY 
CAN HAVE AN IMPACT?

SEN. CORTEZ MASTO: I’ve worked in 
the Senate to support the hospital-
ity industry and all the small busi-
ness owners who keep it running. I 
always want to hear from the small 

business owners in Nevada and 
across the country about the chal-
lenges they face and ways the federal 
government can help address them. 
This is the time for franchise own-
ers to reach out to their members of 
Congress and educate them about 
challenges in the franchise industry. 
And I hope the hospitality sector con-
tinues to collaborate in pushing for 
meaningful change and support for 
your vital industries.� ■

Be sure to scan the  
QR code below  
to read the full  
franchise report,

“Preventing Unfair  
and Deceptive  
Franchise Practices” 

from the office of  
Senator Cortez Masto.

to cope with high defaults in the 
franchise sector, it has to charge 
higher interest rates to other 
businesses, like hotel owners. 
That’s why my report calls for 
common-sense legislative, regu-
latory, and business reforms that 
will increase transparency and 
oversight within the franchise 
industry while enabling small 
business owners and franchisees 
to prosper.

And I’ve done additional 
work to support franchisees. 
Just this year, I testified in front 
of the Small Business Committee 
about actions the SBA should take 
to prevent harmful practices in 
the franchise sector and increase 
transparency for prospective 
franchise owners. I’m proud that 
the FTC established a franchise 
complaint portal to help fran-
chise owners express concerns, 
and they’re considering public 
comments for changes to the 
franchise rule right now.

At the end of the day, the ball is 
in franchise corporations’ court. 
In the interests of their own busi-
ness model, they should work to 
ensure fair practices that let all 
franchisees succeed.
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FEATURE

Flex your 

AHOA MEMBERS AND LEADERS ARE 
constantly at the forefront of legisla-

tive issues that impact the hospitality 
industry. “No one knows how poli-

cies impact your business more than 
you,” said Franchisee Advocacy 

Consulting Principal Keith Miller, “and no one can 
relate that to policymakers better than you.”

AAHOA sets itself apart from other associations 
when it comes to advocacy through its strong grass-
roots efforts by its strength in numbers. “The num-
ber of members and Congressional Districts AAHOA 
covers is huge,” Miller said. “The effort AAHOA lead-
ers put into involving members in the advocacy pro-
cess and always fighting for the business interests 
of hotel owners is unmatched.”

“There’s a saying in politics, ‘They can’t like you if 
they don’t know you,’” said AAHOA’s Vice President 
of Government Affairs Dean Heyl.

AAHOA’S ADVOCACY
IN ACTION

by ZOHREEN ISMAIL

Political
Muscle



  7.5-MINUTE READING TIME
LY

AS
HE

N
KO

 E
GO

R
/S

H
UT

TE
RS

TO
CK

.C
O

M

TODAYSHOTELIER.COM | OCTOBER 2022 |  21

http://SHUTTERSTOCK.COM
http://todayshotelier.com


TWEETING FOR CHANGE
As social media permeates all 
industries, politics is no dif-
ferent. Many voters get live 
updates on social media and 
follow politicians to stay up 
to date on the latest news. In 
2020, 98% of U.S. Senators 
posted through their official 
Twitter accounts. “Elected 
officials are becoming more 
reliant on social media to get 
a pulse on what’s important,” 
Heyl said. Accordingly, voicing 
your opinion on social media 
and reaching out to local sena-
tors can have a huge impact.

Political advocacy has 
evolved significantly during 
the past two decades. Voters 
are using social media to be 
solution-driven and advo-
cate for what their beliefs 
are regardless of affiliation 
to a specific party. “You have 
to stay active in the political 
world with issues that impact 
your business,” Miller said. 
“But this does not mean being 
a Democrat or Republican, it 
needs to be issue-driven. 
“When it comes to fighting for 
your business, social media is a 
great tool to discuss issues that 
directly impact you.”

AAHOA IN ACTION
AAHOA leaders stand firm in 
their belief that business own-
ers should have a voice and 
that AAHOA Members have a 
huge impact on the commu-
nities in which they live and 
work. “To use a sports analogy, 
AAHOA leaders skate to where 
the puck will be, not where it 
is,” Heyl said.

“There is no doubt in my 
mind the leadership of AAHOA 
is committed to working on the 
tough issues impacting mem-
ber businesses,” Miller said. 
“Making change is difficult, but 
they’re up to the task.”

FRANCHISEES 
STAND UNITED
“AAHOA Members want to 
ensure their relationships with 
the franchisors are fair, equi-
table, and mutually beneficial,” 
AAHOA President & CEO Laura 
Lee Blake. “Sometimes, depend-
ing on the situation, things are 
definitely one-sided, and that’s 
where AAHOA comes in. Earlier 
this year, leaders refreshed their 
approach to designing, develop-
ing, and implementing mutually 
beneficial franchise systems.”

Franchising is a massive global 
industry, and the success of fran-
chises lies in the ownership and 
customer. “The industry seems 
to forget the largest investors are 
the franchisees,” Miller said. “It 
pains me when I hear that franchi-
sees’ children don’t want to con-
tinue the family business because 
they feel their parents work too 
hard for too little. Franchisees 
need to stand united to swing the 
pendulum back.” The question 
of how global hospitality chains 
should operate has been on the 
minds of hoteliers for decades. 
In a franchising market, the fran-
chise must design, implement, 
and sustain strategies that will 
increase efficiency and fairness.

A AHOA’s 12 Points of 
Fair Franchising (A AHOA.
com/12Points) reveal the foun-
dational pillars that need to con-
tinually be worked on to achieve 
fairness and mutually beneficial 
relationships  for franchisees and 
franchisors. It addresses topics 
that are important to hoteliers 
such as franchisee termination 
rights, asset protection, quality 
assurance, brand reputation, 
competitive pricing, disclosure 
of fees, and more. “The 12 Points 
do a great job in outlining the 
biggest issues,” Miller said.

“Another top issue is when 
franchisors sell guest loyalty 
points for a discount,” Blake said. 

HUMAN TRAFFICKING
BEST Inhospitable to Human Trafficking Training 
Sponsored by AAHOA has played an active role in 
keeping hotel owners and trafficking victims safe. 
In 2021, a law went into effect mandating that all 
Florida lodging establishments provide annual traf-
ficking awareness for employees.

WORKFORCE RELATIONS
At the state level, AAHOA works directly with legis-
lators to advocate for the joint-employer standard. 
AAHOA also supported the Save Local Business 
Opportunity Act, which restored independence for 
franchisees and small business owners.

DRIVE-BY LAWSUITS
AAHOA supports legislation that discourages 
litigious incentives and is committed to working 
toward achieving the true intent of the ADA’s rules 
and guidelines.

TAX REFORM
AAHOA is advocating for Section 1031 in the tax code 
to defer tax payments on property exchanges, thus 
allowing hotel owners to have more capital to invest 
in additional properties. This tax code leads to mul-
tiple benefits for hoteliers such as new employee 
hires, job protection, business growth, and oppor-
tunities for community investment.

TRAVEL AND TOURISM
AAHOA supports the reauthorization and preserva-
tion of Brand USA. A partnership that markets tour-
ism and travel to the U.S. at no cost to taxpayers. 
And 84% of travel- and tourism-related companies 
are considered small businesses largely consisting 
of hotel owners.

“Together, we can work to make a difference for 
franchisees across the nation,” said AAHOA President 
& CEO Laura Lee Blake. “Perhaps not only in our 
industry but even beyond.”

Here’s a quick look at just 
five areas where AAHOA is 

focusing its advocacy efforts.
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of their select few mandated 
or approved vendors, this will 
drive up the prices for products 
and services,” she explained.

AAHOA has been taking a 
leading position to advocate for 
effective communication and 
independent and fair dispute 
resolution. By expecting ethi-
cal practices from both parties, 
fairness and honesty are often 
selling points when entering a 
long-term partnership. AAHOA 
understands the needs of the 
franchisee and works closely 
to advocate for small business 
owners.

“During the pandemic, the 
industry struggled as a whole, 
and our hotelier members 
really felt the brunt of the lack 
of travel and tourism across the 
board,” Blake said. “With these 
significant financial difficulties, 
coupled with the unfair prac-
tices of some of the franchisors 

franchisors include “gotcha” 
clauses in agreements that 
leave the franchisee restricted 
with few options. Both parties 
should commit to maintaining a 
fair relationship that’s a win-win 
for everyone involved.

“The rebate issue is huge in 
the franchise industry,” Miller 
said. “Along with transparency 
of franchisee-funded programs, 
new fees are being charged 
that aren’t always disclosed,” 
he continued. “I could go on for 
hours about the high-priority 
issues, which is why we’re so 
busy. There’s so much work 
that needs to be done to pro-
tect the franchise model for the 
franchisees.”

Blake agreed, saying “One of 
the issues that has received a lot 
of attention is when a franchisor 
mandates specific vendors. If 
the vendors are required to pay 
high revenues or commissions 
to the franchisors to be one 

Action  
update

AAHOA generated 500 emails within hours  
to defeat a short-term rental bill.

AAHOA Members and leaders from all over the country flew 
into Washington D.C. for AAHOA’s Fall National Advocacy 
Conference last month, meeting and building relationships 
with more than 100 offices and 40 members of Congress 
to push our policy priorities forward.

100+ members showed up en masse to support  
the LA land use ordinance.

“The franchisors are making a 
large profit while the hoteliers 
are losing revenue.”

RESOLVING DISPUTES
Franchise owners commit to 
working on a long-term rela-
tionship with the franchisor 
and expect the same loyalty and 
openness in return. There have 
been many instances where 
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1010 Pine Ridge Court    Athens GA 30606    706-534-9689

Vik Patel
SBA Relationship Manager
Senior Vice President
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Chairman
of the Board
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year ahead.year ahead.year ahead.
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leading to single digit returns 
on their investments, the 12 
Points are a necessary tool to 
address such practices.”

THE TOP ISSUES
“While promised group pur-
chasing power, many vendors 
are chosen by the size of the 
rebate, not the lowest cost 
product to the end user. This 
limiting of suppliers and driv-
ing up costs is hardly the free 
market as we know it,” Miller 
explained.

“The top issue hoteliers are 
facing is a decreasing ROI with 
single-digit profit margins,” 
Blake said. “The decreasing 
returns appear to be directly 
related to numerous unfair 
practices that have contin-
ued and increased in recent 
years. This is a key reason for 
a resurgence of interest in fair 
franchising.”

BECOME AN ADVOCATE
One way to 
become an advo-

cate for fair fran-
chising and other 

policies that directly 

affect hoteliers is by building 
relationships with elected offi-
cials. “It is easy to sit around 
the table with fellow franchi-
sees and complain about what 
needs to be done, but elected 
officials actually have a vote to 
do something,” Miller said. “It’s 
important to meet with them 
and have them know you and 
your business before you need 
them.”

“I’d encourage younger folks 
to introduce themselves to 
elected officials, volunteer on 
campaigns, and attend town 
halls, Heyl shared. “From there, 
when an issue arises, let your 
voices be heard. Send emails, 
letters, and attend meetings 
when AAHOA call to action 
alerts are sent.”

“At the end of the day, fair-
ness matters most,” Blake 
said. “AAHOA helps provide 
the framework for members 
to meet elected officials and 
send out emails and alerts so 
all members are in-the-know. 
Work with your regional direc-
tor and ambassadors, and be 
proactive in learning about 
local issues so we can act 
quickly.”� ■

AAHOA has been taking a leading position to 
advocate for effective communication and 

independent and fair dispute resolution. 

CALL TODAY (760) 372-0007 • questions@dpaattorneys.com
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Hit the 
highlights
Here are just of the few stances 
AAHOA takes related to its 12 
Points of Fair Franchising and 
ongoing franchisee advocacy: 
Franchisees should be free to buy brand-conforming 
goods from any vendor, not just those mandated by 
the franchisor.

For any vendors mandated by a Franchisor, the 
Franchisees should receive competitive pricing.

A Franchisor should not profit directly from 
the loyalty rewards program, or create and sell 
loyalty points at a discount to the detriment of the 
Franchisees.

Franchisors should encourage and support the 
establishment of independent and democratic FACs 
or Franchisee Associations.

Franchisors and Franchisees should agree in 
good faith to participate in an informal, in-person 
meeting between the authorized representatives of 
the parties to resolve a dispute.

Franchisors should not delay or impose 
unreasonable fees for a property transfer.

If a Franchisor sells a brand, the Franchisor should 
promptly give notice and pledge to work with the 
Franchisees and the new Franchisor to ensure a 
smooth transition.
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FEATURE

Political 
engagement is 

vital to the success 
of hoteliers and 

the hospitality 
industry

by NICK FORTUNA

Get in thethe
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DVOCATES FOR THE ASIAN AMERICAN 
community don’t have to search their 

memory to find a time when grassroots 
political efforts paid off in a big way. Last 

spring, Asian Americans Advancing Justice 
and the AAPI Victory Fund were among the 
groups celebrating the one-year anniversary 

of the COVID-19 Hate Crimes Act, signed into law by 
President Joe Biden on May 20, 2021. The bill was a 

response to the sharp increase in hate crimes against 
Asian Americans amid the spread of COVID-19, which 

originated in China.
The legislation aimed to make resources for report-
ing hate crimes more accessible at the local and state 

levels by increasing public outreach and publishing 
those resources online in multiple languages. It also 

directed the Department of Justice to designate a point 
person to speed up the review of hate crimes related 

to COVID-19, and it authorized grants to local and state 
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This is not an offer. No offer or sale of a franchise will be made except by a Franchise Disclosure Document first filed and registered with the applicable authorities. For New York: An offering can only be made by a prospectus filed first with the De-
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governments for programs to 
prevent and respond to hate 
crimes.

Ahead of key votes, thou-
sands of Asian Americans 
contacted their representa-
tives to share stories about 
the racism they’d faced and 
the fear they’d dealt with ever 
since. By attaching their faces 
and names to this issue, they 
helped to ensure the bill’s 
passage, according to Terry 
Ao Minnis, senior director of 
census and voting programs 
for Asian Americans Advancing 
Justice.

The Washington, D.C.-
based nonprofit is dedi-
cated to advancing “the civil 
and human rights for Asian 
Americans and to build and 
promote a fair and equitable 
society for all,” according to 
its website.

“That’s certainly an exam-
ple of when people took the 

experiences they were hav-
ing on the ground and related 
that to their legislators so 
we could get a bill passed to 
address something that was 
being felt very deeply in the 
community,” Minnis said.

“Clearly, lobbyists have a 
role to play, but what they 
can’t convey is the individual 
stories and impacts, and I’m 
a firm believer that effective 
advocacy requires both the 
hard facts and those indi-
vidual stories,” she added. 
“That’s often what’s going to 
really drive home why certain 
issues are important.”

Varun Nikore, executive 
director of the AAPI Victory 
Alliance, a Super PAC focused 
on mobilizing Asian American 
and Pacific Islanders to vote, 
said his group encouraged 
everyone on its email list to 
contact their representatives 
in support of the hate-crimes 

bill. But he hopes those voters 
stay engaged instead of just 
waiting for the next important 
bill to come up.

PLAYING OFFENSE
For hoteliers and other small-
business owners, engaging 
with politics often can mean 
inviting local representatives 
to your property for major 
events such as grand open-
ings and anniversary celebra-
tions, and attending their local 
events, including fundrais-
ers and town-hall meetings, 
Nikore said. Even if schedul-
ing conflicts prevent elected 
officials from attending your 
events, an invite shows that 
you’re politically engaged and 
puts your business on their 
radar, he added.

Engagement, Nikore added, 
also means visiting Capitol Hill 
and state capitals with groups 
such as AAHOA, showing 

You have to get 
customers in the 
door, and you 
have to build 
relationships 
with your local, 
state, and federal 
legislators. That 
robust approach 
often is the key 
to victory. It can’t 
just be one-
dimensional or 
single-layered.  
It has to go 
beyond that.”

➲Identify your state and 
local representatives, 
obtaining office contact 
information for each.

➲Regularly invite those reps 
to onsite happenings, such 
as ribbon-cuttings, ground-
breakings, and events.

➲Reach out to your 
representatives via email and 
written letters, educating 
them on the nuances of 
issues that affect your 
business.

➲Begin contributing 
financially to the campaigns 
for your representatives 
who support small-business 
issues.

➲Make a concerted effort to 
make in-person visits to each 
of your representatives.

According to the experts, here are five 
easily implementable steps to take 
when trying to create and foster healthy 
relationships with your legislators.

Game-winning strategies
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strength in numbers and edu-
cating lawmakers about issues 
affecting the industry.

“What really moves legisla-
tors is face-to-face contact,” he 
said. “I can’t stress enough how 
important it is to focus on long-
term relationship building so 
that when an ask is forthcom-
ing, it’s much more effective 
than just some one-off request 
coming out of nowhere.”

TEAMWORK MAKES THE 
DREAM WORK
Small-business owners and 
members of associations often 
underestimate the impact 
they can have by advocating 
for the industry, according to 
Gregory Jones, chairman of 
the National Black Professional 
Lobbyists Association. As presi-
dent and chief executive of The 
Jones Group, a Montgomery, 
AL-based lobbying firm, Jones 
works on behalf of several cli-
ents, so lawmakers “are used 
to seeing me,” he said.

“But when a constituent 
from their district comes in 
and talks to them, that makes 
a big difference because they 
can’t stay in office without vot-
ers,” Jones said. “That trumps 
lobbyists almost all the time.”

Organizations such as 
AAHOA regularly provide leg-
islative and regulatory updates 
to its members through social 
media, this magazine, email 
campaigns, and more. They 
often will provide templates 
and talking points for letters 
to legislators and will help 
members identify their repre-
sentatives. Social-media sites 
such as Twitter also allow vot-
ers to engage with politicians 
and drive awareness of policies 
that could affect the industry, 
Jones said.

“Elected officials monitor 
social media, especially if their 
name is mentioned,” he said.

Minnis, of Asian Americans 
Advancing Justice, said a 

coordinated response can 
make a big difference in 
whether proposed legislation 
gains passage, and each indi-
vidual participating in that 
effort bolsters the industry’s 
case. Don’t assume that your 
local representative under-
stands all the nuances of com-
plex bills and how they might 
affect hoteliers, she said. 
Educating legislators about 

what’s at stake for your small 
business and its employees 
is at the heart of effective 
advocacy.

“If there are 10 people say-
ing the same thing, that’s bet-
ter than nine people,” Minnis 
said. “It’s important for them 
to hear from as many people 
as possible.

“You have the opportunity 
to make a big impact,” she 

added. “If a voter doesn’t say 
anything [about an issue], 
then you can’t really hold 
the elected official account-
able for it. But if you do say 
something, either the elected 
official will do the right thing 
and address the concerns of 
your community or they won’t, 
and then you can hold them 
accountable at the ballot box 
in the next election cycle.”
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CAN’T-MISS PROSPECTS
Not surprisingly, donating 
money to candidates’ cam-
paigns is an important part of 
political engagement, Jones 
said. Through political action 
committees such as AAHOA 
PAC, members can pool their 
contributions, and experts will 
distribute that money where it 
will do the most good for the 
industry.

In addition, hoteliers should 
consider donating directly to 
local politicians who have 
stood by the industry and are 
receptive to its concerns, Jones 
said. Contributing to their cam-
paigns typically makes sense 
even if these politicians don’t 
represent swing districts and 
are unlikely to be unseated, 
he said.

By helping good candidates 
build a large campaign war 
chest and run up the score 

on election day, voters can 
dissuade potential challeng-
ers, who may or may not be 
friendly to the industry, from 
mounting serious bids, Jones 
said. In some cases, candi-
dates who truly don’t need the 
money may transfer it to allies 
in tough races, increasing their 
political clout.

“The more [contributions] 
the merrier, because cam-
paigns cost money,” he said. 
“Having a good showing finan-
cially is always important to 
candidates.”

ONE GAME AT A TIME
Nikore, of the AAPI Victory 
Alliance, said hoteliers should 

see political engagement as 
an essential part of running a 
business. When “you’re on the 
front-end of that relationship-
building process,” instead 
of reacting only when major 
issues arise, you’re much more 
likely to get a quick response 
from legislative staffers when 
you have a question or con-
cern, he said.

All elected officials care 
about job creation in their 
districts, so hoteliers should 
emphasize how proposed 
legislation could impact their 
workforce, either through 
increased hiring or layoffs, 
Nikore said. Weighing in early 
in the legislative process may 

allow hoteliers and their politi-
cal allies to shape legislation, 
augmenting its benefits or lim-
iting its harm, he said.

That kind of subtle influ-
ence is just one of the ways 
that steady, consistent politi-
cal engagement yields better 
results than a full-court press 
immediately before a key vote.

“It’s common sense, but you 
wouldn’t believe how many 
folks just don’t view advocacy 
as integral to running their 
business,” Nikore said. “It’s in 
the same category as market-
ing, accounting, and sales. You 
have to get customers in the 
door, and you have to build 
relationships with your local, 
state, and federal legislators. 
That robust approach often is 
the key to victory. It can’t just 
be one-dimensional or single-
layered. It has to go beyond 
that.”� ■
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LEGAL CORNER

Protect yourself

GIVEN THE RISE 
of multi-plain-
tiff wage-and-
hour lawsuits 
across the 
nation, employ-

ers must face the reality that 
it’s when, not if, they’ll get 
hit with one of these law-
suits. In addition to the dras-
tic increase in the number of 
wage-and-hour class action 
lawsuits filed – with a lead-
ing publication citing a 500% 
increase in federal court filings 
of wage-and-hour class and 
collective actions from 2000 
to 2019 – the settlement value 
of cases has similarly skyrock-
eted. Class action settlement 
numbers totaled $1.34 billion 
in 2019, $1.58 billion in 2020, 
and a whopping $3.62 billion in 
2021. Time will only tell what’s 
in store for 2022.

Let’s take a look at three 
common pitfalls for violations 
of wage-and-hour laws.

Part 1: Combatting the rise of wage-and-hour lawsuits
by ANKIT H. BHAKTA

1

2

MISCLASSIFYING 
EMPLOYEES
There has been a concerted, 
nationwide effort to push back 
on employers’ classification 
of workers as either exempt 
employees or as indepen-
dent contractors. On the fed-
eral level, the Department of 
Labor hasn’t been shy about its 
efforts to enact pro-employee 
laws, beef up enforcement 
agencies, increase the mini-
mum wage, and revoke Trump-
era, pro-employer policies. 
Earlier this year, Dr. David Weil 
was nominated by President 
Biden to return as the U.S. 
Department of Labor Wage and 
Hour Division Administrator. 
Dr. Weil has been an outspo-
ken critic of the gig economy 
and believes workers are often 
misclassified as independent 
contractors. Employers pushed 
back against this nomination 
and were rewarded when, on 
March 30, 2022, the U.S. Senate 
voted down a cloture motion, 
resulting in Dr. Weil’s with-
drawal from consideration for 
the position.

This was a rare win for 
employers who have been 
ceding ground to new wage 
and hour requirements and 
employee-friendly tests for 
the classification of employ-
ees, such as AB5 in California. 
Providing a breakdown of 
federal and state law require-
ments for classifying workers 

as independent contractors (as 
opposed to employees) or for 
classifying workers as exempt 
employees (as opposed to non-
exempt employees) would turn 
this article into a treatise. The 
distinctions are highly fact-
intensive and vary based on 
the jurisdiction and indus-
try involved. In short, every 
hotelier should re-evaluate its 
independent contractor- and 
exempt-employee classifica-
tions, with the assistance of 
legal counsel, to ensure poten-
tial exposure on a misclassifi-
cation claim is minimized. The 
consequences of misclassifying 
employees can be significant 
and can result in six- or even 
seven-figure potential expo-
sure – even for small or mid-
size employers.

FAILING TO PROPERLY 
PAY MINIMUM/ 
OVERTIME WAGES
Paying minimum wages for all 
hours worked and proper over-
time wages seems obvious, but 
the law is highly technical, and 
many employers are unknow-
ingly in violation. Paying 
minimum wages for all hours 
worked means making sure 
employees don’t work off the 
clock and are paid for all hours 
worked, even if it comes down 
to a minute. Having employees 
go through security measures, 
change into uniforms, boot up 

This is the  
first part of  
a two-part  
series on 
 this topic.  
Look for  
the second  
half in the  
November issue.
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computers, etc., before clock-
ing in or after clocking out 
can all be grounds for unpaid 
wages claims.

In addition, despite the 
improvement of timekeeping 
technology, many employers 
continue to use rounding poli-
cies with respect to employee 
time punching. Although neu-
tral, two-sided rounding poli-
cies can be lawful in certain 
scenarios, they are only law-
ful if rounding “will not result, 
over a period of time, in failure 
to compensate the employees 
properly for all the time they 
have actually worked.” When 
time records are actually ana-
lyzed, they often do result in 
an underpayment to employ-
ees, so switching to minute-
to-minute is recommended 
for most employers to ensure 
compliance.

Finally, as a reward for 
good work performance or to 
incentivize particular 
types of shifts, 
many employers 
dole out bonuses or other 
incentive pay to employees. 
Unless the bonus payments 
meet the requirements neces-
sary to be excluded from the 
regular rate of pay (i.e., a purely 
discretionary bonus), such 
additional payments must be 
attributed over a bonus earn-
ing time period. A common 
misconception is that over-
time law requires payment of 
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  4.5-MINUTE READING TIME

3

Ankit H. Bhakta, Esq., is an attorney at Bhakta 
Law Firm, representing clients in federal and 
state courts in California in all phases of litigation. 
He also represents and advises employers on all 
aspects of compliance with federal and state 
employment laws and regulations including 

litigation prevention, wage/hour issues, labor relations, 
employment agreements, discrimination and harassment laws, 
and wrongful termination. He can be reached at  
ankit.bhakta@bhaktalawfirm.com.

state and local authorities can 
and often do set more stringent 
requirements. In California, for 
example, the above wage and 
hour claims are often paired 
with a failure to provide accu-
rate, itemized wage statements 
and failure to provide required 
meal and rest periods, among 
a few others. Failing to adhere 
to your state or local wage and 
hour requirements, or even fail-
ing to properly document such 
compliance, is another hotspot 
for legal liability and exposure.

In next month’s issue, we’ll 
wrap up this topic by discuss-
ing best practices hoteliers 
can implement to help mini-
mize their exposure to these 
lawsuits.� ■

Having employees go through 
security measures, change into 
uniforms, boot up computers, 
etc., before clocking in or 
after clocking out can all 
be grounds for unpaid 
wages claims.”

1.5 times the employee’s base 
hourly rate (for time and a 
half). However, the law actually 
states that the employee be 
paid 1.5 times the employee’s 
regular rate of pay. Because 
the “regular rate of pay” fac-
tors in all payments made to 
the employee during the pay 
period (except for specified 
exclusions), any overtime pay-
ments to employees that don’t 
take into account extra bonus 
or incentive pay likely results 
in an unlawful underpayment 
of wages.

FAILING TO ADHERE TO 
ADDITIONAL STATE LAW 
REQUIREMENTS
Although federal wage and 
hour laws set minimum 
requirements for employers, 
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FINANCE

Digging in
PRICING MORTGAGES IN 

the commercial real estate 
finance market isn’t as effi-
cient as in the residential 
mortgage market. For a 
10-year fixed rate com-

mercial loan, however, CMBS loans (loans 
that are ultimately securitized into CMBS 
bonds) are the gold standard. Other lend-
ers, banks, debt funds, life companies, and 
real estate private equity shops all price 
their loans off of the CMBS market. Pricing 
CMBS loans is both an art and a science. 
The art of the pricing exercise is the ability 
to judge how various constituents will treat 
the loan within a pool of other loans, while 

the science involves the actual cashflows and 
uses models to calculate the loan’s real risk. 
By combining both sides, capital markets 
are able to devise a spread over an index 
rate, which ultimately converts into a fixed 
interest rate for the life of the loan.

There are three main components of 
pricing a CMBS loan. First, is rating 
agency treatment of the loan, second 
is the pricing of the various bond 
tranches at any given time in 
the market, and third is 
treatment by the B-piece 
buyers or the hedge 
fund that buys the 
first loss piece.

Getting to the bottom of CMBS loan pricing
by RUSHI SHAH
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  5-MINUTE READING TIME

❶ RATING THE LOAN
Rating agencies such as Standard & Poor’s, 
Fitch, Moody’s, DBRS, Morningstar, and 
Kroll act as gatekeepers for the investment 
grade bond buyers and the agencies’ feed-
back or rating on a loan is a key ingredient 
when pricing a loan. These rating agen-
cies vie for business from the investment 
banks that put together the bond pools. 
Powerhouse Fitch has emerged as the 
favorite and evaluates the lion’s share of 
credit risk for CMBS bond investors.

Here’s how the rating process works: 
After taking into account the loan’s his-
torical cashflows and depending on the 
probability of the loan to default and the 
loss it may experience after the default, the 
agency’s rating model will assign a credit 
haircut to the cash flows. The model bases 
its results on the durability and sustain-
ability of cashflow and evaluates potential 
risks that might disrupt that cashflow dur-
ing the life of the loan – typically 10 years. 
Feeding into Fitch’s model are factors such 
as the asset’s condition and location, as 
well as the area’s employment rate, growth 
factors, travel, political landscape, crime 
situation, and population spending habits.

Analyzing all pertinent information is of 
course time consuming. As a result, many 
lenders will try to estimate what the rating 
agency feedback will be before they fully 
evaluate all the data points. Once the cash-
flows are fully vetted and due diligence is 
completed, the investment banks submit 
the loans to the rating agencies for formal 
feedback. If this formal feedback differs 
widely from the lender’s original estimates, 
it makes for a more volatile and uncertain 
closing for the borrower. Involving an expe-
rienced intermediary in the transaction 
can give borrowers more control, because 
he or she can advocate for the borrower, 
keep all sides honest, and offer creative 
solutions to help soften the blow.

because sometimes the B-piece buyer will 
horse-trade for a loan to be included in the 
pool in exchange for a “price adjustment.” 
In other words, the buyer believes that 
loan should cost more to be included in the 
pool. This price adjustment is passed on to 
the borrower in the form of spread change.

Determining which loans get included 
in which pool comes down to politics 
and negotiations. Leveraging the right 
resources can help ensure borrowers get 
to the closing table. For example, it would 
be imprudent for a borrower to try to close 
a capital markets-backed loan with an SBA 
or a regular loan broker. Borrowers can 
increase certainty of execution by working 
with an intermediary or mortgage banker 
who understand CMBS, is constantly in the 
market, and knows which lenders have 
more muscle and better relationships with 
the B-piece buyer community.� ■

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.

Determining which loans get included in which pool 
comes down to politics and negotiations. Leveraging 

the right resources can help  
ensure borrowers get to  

the closing table.”❷ PRICING BONDS
The two types of bond trading are primary 
and secondary market trading. When 
bonds are initially sold, they are called 
primary market bonds. Secondary market 
bonds are the bonds that are traded in the 
open market after the bonds are already 
outstanding. Both primary and second-
ary bond spreads play a key role in pric-
ing a CMBS loan. The two main tranches 
of bonds constantly being priced in the 
market – AAA- and BB-rated bonds – have 
a spread attached to them that’s always 
updating. In a volatile environment, bond 
spreads can swing widely. The prevailing 
bond spreads determine what the spread 
on a particular loan would be and how 
much money the lending institution will 
make on a particular loan. The lender is 
taking the risk when it closes the loan 
between the time it closes and the time 
it securitizes. If bond spreads move sig-
nificantly, due to a market event, these 
lenders could end up taking large losses 
on the loans they close. This is why some 
lenders come back and change the spread 
on a loan at the time of closing.

❸ B-PIECE BUYERS
The third component is the B-piece buyers. 
Just like the equity provider in a real-estate 
transaction calls the shots, they also get to 
enjoy all of the upside. The B-piece buyer 
acts as the gatekeeper for the riskiest loans 
in the pool. Usually, a private equity firm 
or a hedge fund, the B-piece buyer is buy-
ing a first loss piece for about 18% to 19% 
return on their piece or the bonds. If a 
loan goes bad, they’re the ones who will 
have to take the first loss up to about 5% 
of the total pool. As a result, B-piece buy-
ers are uber-focused on the riskiest loans 
that have the highest probability of loss. 
This is important for the pricing process 
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INDEPENDENT HOTELIERS

HEN IT COMES TO THE BUSINESS OF 
serving others, the hospitality sector 

occupies a unique segment of the mar-
ket. It’s a wide industry that collects 

numerous specialties under its umbrella. As its name 
suggests, the hospitality industry’s main purpose is 
to provide leisure services and customer satisfaction 
to clients or consumers. The defining aspect of such 
an industry is the provision of luxury, pleasure, enjoy-
ment, and exceptional experiences, as opposed to 
essential needs.

While the industry generally encompasses a dif-
ferent types of service departments – restaurants, 
eateries, and inns – hotels are perhaps the cornerstone 
for a simple reason. A few fields of the hospitality 
industry have their own separate niches, all falling 
under the same umbrella, but hotels are where the 
different areas of the hospitality industry overlap. Food 
services, entertainment, accommodation, and other 
leisure-based activities are provided at the hotels.

Much like other industries, the hospitality sector 
faces a tug of war among various hotels. Hierarchies 
are at play in the hospitality sector, and deep-pocketed 
influence from the brands can run deep.

It’s not uncommon to see larger brands suppressing 
smaller ones or acquiring their assets outright. What 
should have been a growth opportunity for a property 
is now a challenge as they face larger-still competitors. 
As a result, independent hotels are disappearing as the 
chains grow. Despite the crushing competition, smaller 
hotels can still leverage the spots that big chain hotels 
cannot reach. Here are just two ways that small hotels 
can remain relevant in the market.

right callMake the  

How independent hotels can 
remain relevant in today’s market
by TIMESH PATEL

The  
Human 
Touch

Despite commanding flaw-
less service in the market, the 
giant chain hotels are solely 
interested in providing revenues 
to their shareholders. This is a space 
where small independent hotels can 
make their mark. Usually, the biggest differ-
ence is that the large hotels follow an organiza-
tion-based structure. Conversely, independent 
hotels typically follow more of a family-based 
setting where revenues are used to feed a family 
or sustain a couple. The major difference between 
the two is the human element, which can be an enor-
mous advantage.

Modern-day consumers respond more vibrantly to the 
human element of a brand. Organizations spend a lot of 
money on humanizing their brands, but the larger the chain 
is, the harder it is to follow this trend. On the other hand, the 
small and independent hotels already possess the element 
that can grant them a special edge over their bigger competi-
tors. The internet is filled with stories where a small independent 
settlement followed an overnight success because of influencers 
sharing their stories. Small hotels can utilize this tactic to secure 
peak visibility on social media platforms.

Often, influencers highlight the human element and demand zero 
charges for the service they provide to small hotels, while larger, cor-
porate chains are exempt from this facility. In a way, what comes as 
a struggle for chain hotels comes easy for small independent hotels.

Apart from enjoying the human-based element on the internet, the 
small hotels can also be quite popular among locals.
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  3.5-MINUTE READING TIME

The Power 
of Soft 
Branding

Holding one’s ground is tough in a fierce 
market, and a helping hand from a well-
established brand never hurts. The stakes 
double when a small hotel tries to retain 
its independence and struggles to keep 
its doors open. 

In such a scenario, the privileges of a 
well-established brand are quite attrac-
tive. Soft branding can provide the best 
of both worlds, giving the small hotel 
much-needed exposure. Other than that, 
hoteliers enjoy flexible contract terms and 
lower fees.

It’s important to mention that soft 
branding isn’t without restrictions. 

However, soft branding has successfully 
established boutique hotels as a new class 
of hotels. Over time, its terms evolve to 
suit hoteliers better and can be a worthy 
option to consider.

Ultimately, small hotels will consistently 
face the brunt of the market, especially 
when they operate as independent settle-
ments. They always face the perils of either 
closing their doors due to low footfall or 
getting acquired by a larger brand on strict 
terms. However, there are spots that small 
hotels can leverage, such as the inclusion 
of human elements in their PR and availing 
the opportunity of soft-branding to acquire 
the needed customer reach.� ■

Timesh Patel is a 
former member of 
the AAHOA 
Independent 
Hoteliers 
Committee  

(2021-2022), the Hospitality Director 
for Paloma Realty Partners, and 
 he specializes in management 
consulting and brokerage  
services. He can be reached at 
timesh@palomarealtypartners.com  
or (323) 717-9698.

2

Much like other 
industries, the hospitality 
sector faces a tug of war 
among various hotels. 
Hierarchies are at 
play in the hospitality 
sector, and their 
influence runs  
deep.”
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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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TELL ME SOMETHING GOOD

AHOA RECOGNIZES THAT 
women are the backbone 

of the hospitality industry. 
Women welcome guests 

at the front desk, provide 
excellent housekeeping 

services, own and operate hotel proper-
ties, contribute innovative ideas in the 
boardroom, and participate as keynote 
speakers at industry conferences. Women 
hoteliers are stepping up, paving their own 
way, and leaving their mark in the industry.

Some women hoteliers are going above 
and beyond by transforming hospitality 
and using their skills and experience to 
change communities. That’s precisely 
what AAHOA Lifetime Member Rita Desai 
plans to do should she be elected as coun-
cilwoman to represent Arcadia’s Town 
Council District 5 in Louisiana.

Desai announced her candidacy to 
Arcadia’s Town Council this past summer. 
But, to understand why Desai, a success-
ful hotel owner and entrepreneur, is run-
ning for a council seat, you must first get 
to know her journey.

HOTEL OWNER IN THE MAKING
Desai has lived in Arcadia for more than 
30 years and is a friendly, familiar face 
wherever she goes in her small, tight-knit 
community. Desai sits on the Louisiana 
National Bank executive board, promotes 
the Indian culture, and tackles issues fac-
ing residents through her involvement with 
Gujarati Samaj of North West Louisiana. 
She also participates in the local Chamber 
of Commerce and contributes to the state’s 
economy through her hotel and property 
management businesses.

As a small-business owner, her instinct 
is to work hard, connect with locals and 

AAHOA Lifetime Member Rita Desai and her husband Ashok (Andy) Desai have owned Days Inn 
Arcadia and Best Western for more than two decades.

2-MINUTE READING TIME

AAHOA Lifetime Member 
Rita Desai aspires to leadership 
position in local elected office
by EVELYN HOOVER

visitors, and visualize the future. She cred-
its her parents for her success.

Desai was born in India and moved to 
England when she was six months old. When 
she turned 13, her parents moved again, 
and this time to the U.S. Her parents even-
tually purchased a hotel business in their 
new country.

As a child, Desai got the inside scoop 
on the hard work, challenges, and plan-
ning it takes to run a hotel. But, she also 
saw the incredible career she could have if 
she stayed in hospitality. That’s why, soon 
after getting married, Rita and her husband, 
Andy, jumped at the opportunity to own 
Days Inn Arcadia in 1992 and eventually 

Best Western in 1997. As president of both 
hotel properties for more than two decades, 
Desai has learned a lot.

“I would say that my experience as presi-
dent of two hotels has shown me how to 
work as a team with my staff, execute finan-
cial planning strategies, and connect with 
travelers and locals from different back-
grounds,” Desai shared.

PAVING THE WAY
Desai is an inspiring example of a woman 
hotelier running for local office.

“To run for this position as a woman 
means a lot to me. I have two daughters, 
and one of my goals has always been to 
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AAHOA Lifetime Member Rita Desai is running for Arcadia 
City Council District 5 in Louisiana.

set an example for them,” 
Desai said. “I strive to show 
my daughters that anything 
is possible and that being a 
woman should never hold 
you back from your dreams. 
It’s more important now 
than ever, because I want to 
set an example for my new 
granddaughter.”

Desai is paving the way 
for women hoteliers to hold 
significant leadership posi-
tions, and AAHOA is honored 
to have a member like Desai 
represent the industry in her 
community. She has been 
an AAHOA Lifetime Member 
since 1998 and served as a 
local ambassador, connect-
ing like-minded individuals 
with AAHOA and the industry 
at large.

For Desai, there’s a sense 
of pride in having been a part 
of the Arcadia community for 
more than three decades, 
while also getting the chance 
to use her hotel experience to 
improve city services and the 
quality of life for all residents.

AAHOA understands how 
important it is to foster, pro-
mote, and empower women 
hoteliers. That’s why the asso-
ciation recently launched the 
AAHOA Women Hoteliers 
Initiative, an initiative to edu-
cate, celebrate, and empower 
the women hoteliers of AAHOA 
and across the industry. This 
type of women-focused initia-
tive creates a positive ripple 
effect for women like Desai 
to aspire to more, including 
elected office.� ■

AAHOACAAHOAC NN23
 Join us in Los Angeles for the event of the year! The 2023 AAHOA Convention &

Trade Show brings together the who’s who of the industry for networking,
learning, and deal-making on the trade show floor. The biggest gathering of
AAHOA Members, who own 60% of the hotels in the nation, is taking place in

April, and you don’t want to miss it!

See You in LA!See You in LA!

The Nation’s Largest Event Exclusively for Hotel Owners!
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U.S. Congressman Ralph Norman 
and U.S. Congressman Joe Wilson 
join AAHOA as Lifetime Members
by EVELYN HOOVER

IN TOTAL, AAHOA REPRESENTS 
nearly 20,000 members, which 
includes countless stories and per-
spectives representing every facet 
of hospitality. And because many 
of those hotel owners are united by 

the cause of championing industry-friendly 
legislation, loud cheers erupted when 
U.S. Congressman Ralph Norman (R-SC 
5th District) and U.S. Congressman Joe 
Wilson (R-SC 2nd District) became AAHOA 
Lifetime Members at the South Carolina 
Regional Conference & Trade Show in 

their employees on the House Committee 
on Financial Services. Their work goes 
beyond Capitol Hill and state legislatures, 
helping small business owners, indepen-
dent hoteliers, and franchisees thrive.

There is no doubt that hospitality mat-
ters to South Carolinians when you look 
at hotel performance and economic data. 
AAHOA’s Oxford Economics study reports 
the following impressive findings from 
South Carolina:
•	 AAHOA Members own 67.4% of the hotels 

in the state
•	 AAHOA Members own 797 hotels in SC
•	 AAHOA Members represent 71,450 hotel 

rooms
•	 AAHOA Members generate $2.5 billion 

in total hotel sales annually
•	 AAHOA Members contribute $5.5 billion 

annually to state GDP
These contributions are a significant testa-

ment to the hard work of AAHOA Members, 
and building relationships with leaders, like 
Norman and Wilson, helps the association 
make positive changes for all hotel owners.

AAHOA Members work together to lift 
each other up in the good times and hard 
times, as we recently witnessed with the 
global pandemic. Hospitality thrives when 
hotel owners thrive, and local economies 
grow when small businesses grow. When 
the entrepreneurial spirit is alive, the 
American Dream is alive for current and 
future hoteliers.

As two of AAHOA’s newest Lifetime 
Members, Wilson and Norman under-
score their commitment to supporting 
hotel owners today, tomorrow, and in the 
future. Their experience and journey add 
to the thousands of stories that make the 
AAHOA community special and member-
ship a powerful force to be reckoned with 
for years to come.� ■

SPOTLIGHT 2-MINUTE READING TIME

August, making it a memorable evening 
for those in attendance.

Congressmen Wilson and Norman’s 
dedication to their constituents is obvious 
through their many years of public service, 
and their commitment to associations like 
AAHOA shows their relentless dedication 
to small business owners and the greater 
good of free enterprise in the U.S.

Both congressmen have supported fair 
tax rates, the Paycheck Protection Program, 
and other small-business-relief programs, 
and Norman advocates for hoteliers and 

AAHOA Treasurer Miraj Patel pinned Congressman 
Joe Wilson with an AAHOA Lifetime Member 
lapel pin on stage at the South Carolina Regional 
Conference & Trade Show.

Congressman Ralph Norman, pictured with 
AAHOA South Carolina Regional Director 
Fenil Desai, and his application to become an 
AAHOA Lifetime Member. 
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BEST PRACTICES

Doing less, better
by APRIL ESKELSON

E’VE ALL HEARD THE ADAGE “DO MORE WITH 
less.” With stretched hotel budgets and staff, 

there’s really no other choice. But what if we told 
you that you could elevate your customer experi-

ence by doing less? Sounds crazy? Not if you can 
better focus your team’s efforts. Implement the 

essential activities most important to the customer and perform those 
activities better than the competition. Do less but do it the best.

Here are three purposeful activities that can yield powerful results.

Finding

1OVERCOMMUNICATE ON  
MULTIPLE PLATFORMS
It’s critical to provide details and stay connected with 
guests throughout their stay. Face-to-face communi-
cation is no longer the main way to connect with our 
guests. Text and email are more commonly guests’ 
preferred methods of communication. If you aren’t 
communicating with guests repeatedly through mul-
tiple channels, you may be underwhelming them.

Getting Specific: Try This! Simplify and 
streamline communication by program-
ming electronic communication to send 
pre-arrival, post-check-in, during the stay, 
pre-departure and post-departure commu-
nication via email and text. Keep in mind 
that to supplement touchless e-communi-
cations, your in-house signage and in-room 
materials will need to work even harder. 
Spend time creating and updating a hotel 
highlights document. This resource gives 
your guests all the information they need 
on available amenities, exclusive hotel 
happenings, and nearby opportunities. 
Highlight the best local eateries, attrac-
tions, and events. Provide recommenda-
tions along with helpful details such as 
hours of operation, age requirements, 
dress code, etc.

2-MINUTE READING TIME
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The key is providing the right products and 
services in the right way at the right time. When 
creating value adds, determine what’s most 
important to your guests and tailor these to their 
specific needs.”

Everyone on your team should 
have their eyes and ears open 
for the unexpected challenges a 
guest may encounter and know 
just what to do. Consider creating 
a list of challenges and solutions 
for your team to role play and 
practice so they’re comfortable 
delivering exceptional customer 
service.

Focusing on critical areas like 
the three above can help you save 
time and money by not offering a 
multitude of things that have lit-
tle to no impact. Exceed where it 
matters most to your guests, and 
they will leave with an unforget-
table, stand-out customer experi-
ence.� ■

April Eskelson is the 
Director of 
Instructional Design 
for Jacaruso 
Enterprises. In her 
role, April facilitates 

training and education to sales 
professionals, management 
companies and hotel brands with 
transformative concepts based on 
current, in-the-trenches experience 
that gets results. Jacaruso 
Enterprises specializes in remote 
hotel sales service, is an AAHOA Silver 
Industry Partner, and is proud to be a 
featured author in this month’s 
Today’s Hotelier. Learn more about 
us at Jacaruso.com. 

3PROVIDE BASIC AMENITIES  
IN OPT-IN WAYS
With prices rising and budgets pinched, 
travel has become more purposeful. We’re 
all seeing more business and leisure com-
bination trips, new market segments book-
ing, and increasingly varied expectations 
about product and service standards. To 
exceed customer expectations, consider 
offering your “standards” in several ways 
to appeal to varying preferences.

Getting Specific: Try This! Most 
hotels now offer different food-
and-beverage options that can 
be enjoyed in-house or on-the-
go. Another opportunity exists 
with housekeeping choices. 
Many of your guests may not 
want housekeeping staff in their 
rooms but do want cleaning sup-
plies and services. What if there 
was a QR code with a housekeep-
ing menu and the option to text 
the front desk with a request? 
A drop-off or delivery service 
of cleaning supplies – just like 
Instacart or DoorDash.

ADD VALUE AND STAND OUT
Anticipate and recognize guests’ chal-
lenges, needs, and opportunities to exceed 
expectations. The key is providing the right 
products and services in the right way at 
the right time. When creating value adds, 
determine what’s most important to your 
guests and tailor these to their specific 
needs. These ideas cost almost nothing 
and are incredibly impactful, yet few peo-
ple will make the effort. Those who do will 
truly stand out.

Getting Specific: Try This! Is your 
fitness center always busy? Wow 
your guests with a small display 
of extras in the fitness center 
like a pre-workout shake mix, 
towel, and access to a playlist 
filled with the hotel’s favorite 
jams. After they wrap up their 
work out and make their way 
past the front desk, an attentive 
team member offers a bottle of 
water and a thumbs up. “Yay, 
you did it!” from a hotel team 
member creates a memorable 
experience!

2
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Jump 
into 
action

Tackling a major project  
during an economic downturn

by JENNIFER ROSENBERG

S ANYONE READING THIS CAN SURELY ATTEST, 
the pandemic introduced countless challenges 

and uncertainties to the hospitality industry. 
When the pandemic hit the U.S. in early 2020, 

the Keystone Development + Investment 
team was ready to sign an agreement with 

a contractor to start building a new hotel in downtown 
Conshohocken, a dense, corporate-heavy Philadelphia 
suburb. Almost overnight, the hotel became the riskiest 
play at the worst possible time.
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The then-proposed Conshohocken 
hotel was being touted as a primary 
feature of Keystone’s $325 mil-
lion SORA West development. The 
520,000-square foot site, which 
includes the global headquarters 
for Fortune 10 healthcare giant 
AmerisourceBergen, was slated to 
redefine this suburban skyline and 
preserve Conshohocken’s historic 
firehouse. However, thanks to the 
pandemic, what was once a sure 
thing was now in serious jeopardy.

But, every cloud has a silver lin-
ing, and setbacks can often be the 
perfect catalyst for growth oppor-
tunities, though they might not be 
obvious at first glance. Here are three 
key principles the Keystone team dis-
covered during the process of plan-
ning, financing, and building a hotel 
during a time of massive difficulty 
and unpredictability.

OPEN UP POSSIBILITIES  
WITH FLEXIBILITY
As pandemic challenges gave way to supply-
chain disruptions, Keystone continued to 
adapt throughout construction. The team 
replaced some regularly used, but unavail-
able, supplies with different building mate-
rials. In some cases, the project made use 
of use local Pennsylvania manufacturers 
for room and lobby furniture, which would 
typically be purchased overseas.

Supply-chain issues play a major role in 
how hotel developers build projects. With 
procurement teams spending millions on 
furniture, finishes, or equipment for food 
and beverage or fitness operations, tak-
ing time to analyze sourcing and potential 
impacts from supply-chain disruptions will 
help hotel projects stay on track.

Incidentally, focusing on the supply chain 
will also help control costs, maintain sus-
tainability and safety requirements, and 
achieve the level of quality the project 
requires. Developers in the midst of vital 
renovations or upgrades can’t afford to hit 
pause in such a competitive industry, so 
staying aggressive with supply chain chal-
lenges is a must.

MIND THE DETAILS
Keystone managed to get the hotel financed 
when the capital landscape for new hotel 
construction had nearly evaporated. The 
project is well on its way to completion, on 
time and on budget, with a planned fall 2022 
opening – an ideal time as the hospitality 
industry experiences a projected resurgence.

Hotel developers can find similar success 
by being attentive and responsive to an ever-
changing business environment. Projects 
that authentically connect to a demand-gen-
erating community, feature exciting ameni-
ties and atmosphere, and are built with guest 
value in mind will find their way to comple-
tion in any market condition.

Ultimately, it comes down to mindset. With 
changes in the business world accelerating, it 
doesn’t take much to knock the world econ-
omy off its axis. Will you be ready with a plan 
when that tilt comes? Hotel developers must 
morph into mixed-use experts and think in 
more visionary ways.

Those bold developers who are unafraid 
of heading into the unknown with a strong 
vision and plan will create the most attractive 
destinations.� ■

ACT FAST AND 
WITH CLARITY
The Keystone team realized the economy, business, and hospitality environments would 
look very different for an uncertain length of time and went pencils-down to determine what 
needed to change in this hotel’s design and construction as a result.

Since the pandemic cut so deeply into all elements of hospitality – from business travel to 
social distancing and safety measures – it made sense to pivot and implement a redesign. In 
an increasingly unpredictable world, size is a primary consideration. Reducing the number 
of rooms and expanding amenity offerings adds value while staying efficient with scale. 
This focus on redesign gives properties additional flexibility across multiple market sectors 
to protect against demand fluctuations. The pandemic-induced focus on access to clean 
air also was a signal to hotel developers to incorporate outdoor space wherever possible.

1

2 3

Jennifer Rosenberg is a development director with Keystone Development + Investment, 
acting as the driving force behind several of Keystone’s signature developments, 
including The Curtis in Philadelphia and Hotel West & Main in Conshohocken, PA. 
Rosenberg is a George Washington University graduate who holds an MBA from Temple’s 
Fox School of Business.

3-MINUTE READING TIME
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STRATEGY

FOR THE NOVICE INVESTOR, BREAKING INTO HOSPITALITY CAN SEEM A 
daunting task. It can feel overwhelming to start at ground zero, but there’s one 
crucial aspect to the process that should be the foundation of any attempt to 
enter the industry: financing the investment. While in no way comprehensive, 
the following covers several factors to consider when pursuing financing. 
And we’ll also discuss one key area that can help the savvy investor recoup 

a significant portion of the initial investment.

add complexity to the process, thus intro-
ducing more opportunities for a loan to 
go off track, but any loan can be derailed 
by poor planning beforehand, so prepara-
tion is key.

To give a bit of background, an SBA 
504 loan actually has two separate pieces 
– one with a bank and the other with a 
certified development company (CDC). 
These CDCs are non-profit corporations 
certified and regulated by the SBA to 
package, process, close, and service 504 
loans. That means the borrower makes 
payments to the CDC and the bank every 
month.

As to length of term, the CDC portion 
of the loan will remain the same for the 

This article is the first in a series designed to guide those newer to the industry – or those less familiar with best practices – through the 
process of identifying the best sources for financing.

EXPLORING OPTIONS
SBA 504 loans are an important segment 
of hotel financing but, as with all things in 
life, do your homework before wading into 
something with which you’re unfamiliar. 
While this loan program can be complex, by 
first learning the ins and outs of SBA loans, 
these can be the bedrock of a financing 
package. And like any aspect of finance, 

there are several common points at which 
SBA loans can fall off the tracks, but they 
provide financing options to the small-
business owner that would otherwise be 
inaccessible.

For example, SBA loans hold the appeal 
of requiring a smaller down payment than 
a conventional loan – for a hotel, typically 
15% to 20% down. Conversely, they can ZO
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Finding finance
Advice for the aspiring hotel owner
by ANNA SWARTZ-LOPEZ
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life of the loan, while the bank portion of 
the loan will probably stay fixed for 10 
years and then need to be refinanced. 
After 10 years, the investor may want to 
do a property-improvement plan anyway, 
and likely will be looking for additional 
funds. Once enough equity has built up, 
refinancing out of an SBA loan into a con-
ventional loan can be ideal.

COST-BENEFIT
Conventional loans typically are less 
expensive and can have a much simpler 
and more flexible approval process than 
SBA loans. Here, we’ll discuss two types 
of conventional lenders: regional lenders 
and insurance company lenders.

1
Regional lenders, or community banks, 
often are willing to invest more heavily in 
their own backyard, and they may require 
a higher down payment than an SBA loan. 
However, they can be willing to accept less 
equity than an insurance company lender. 
Banks have shorter term money – usually 
three, five, or seven years – so the inves-
tor should expect to refinance the loan 
relatively soon.

Community banks also tend to be rela-
tionship focused. If an investor, or group 
of investors, is able to deposit significant 
funds into a bank, then that community or 
regional lender often will bend over back-
ward to accommodate the client. Without 
that depository relationship, the barriers 
to loan approval will be higher. However, 
that higher barrier can sometimes act as 
a filter to sift out less viable loans.

2
Next, the insurance company lender can 
be a tremendous resource for the hotel 
investor. For lower leveraged requests 
– typically 50% loan-to-value or below – 
insurance companies provide exceptional 
loan options. They also can provide longer 
term loans than a bank. If a business plan 
calls for holding a property long term and 
allowing equity to build, insurance com-
pany loans can be a great choice.

To access these insurance company 
funds, the borrower needs the services of 
a mortgage broker. For that matter, a good 
mortgage broker can be an asset to the 
investor’s business plan from the begin-
ning. With so many moving pieces regard-
ing a hotel’s acquisition and management, 

a good broker will simplify the process by 
identifying a quality loan that advances 
the business plan.

But, interest rates are just one element 
of a loan. The terms and conditions after 
closing may dramatically affect the busi-
ness plan. A quality mortgage broker will 
help navigate these waters and simplify 
this critical element.

A cost-segregation study can be an 
important tool to supplement a sound 
financial strategy. By accelerating depre-
ciation, owners can often recoup the better 
part of their initial investment by dramati-
cally increasing deductions on their tax 
returns. Since cash flow is most tenuous 
the first few years of ownership, cost seg-
regation is a tool that every savvy investor 
should use.

Having simply scratched the surface 
on this topic, there is a great deal more 
to say. However, the purpose here is to 
provide the new or aspiring hotel owner 
some guidance. Remember, market condi-
tions always will affect the loan, as will flag, 
location, and operator experience. For SBA 
loans in particular, industry experience is 
a requirement. Bringing in an experienced 
partner may be key to helping secure 
approval, particularly for that first hotel.�■

Anna Swartz-Lopez is a 
commercial mortgage banker 
with Slatt Capital, providing 
customized debt solutions 
across the country. She’s 
California native who spent 

years living outside the state, including in such 
diverse places as Incheon, South Korea, and 
Moriarty, New Mexico. She can be reached at 
aswartz-lopez@slatt.com or (925) 478-2271.

Since cash flow is most tenuous the first few 
years of ownership, cost segregation is a tool 
that every savvy investor should use.”

4.5-MINUTE READING TIME
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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 

Khalid Jivani : (510) 299-7935

 
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

Hotel Room Service  
Anand Patel: (323) 236 5317

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

 
Advantage Alliance 

David Nylec: (469) 823-2895

Amana PTAC 
Byron Cortez: (800) 647-2982

ARS Global Emergency 
Management 

Piro Hernandez: (786) 575-2131

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

 
bookit n go 

Sarah Eley: (949) 329-8181

 
Champion PTAC, LLC 

Chris Gorman: (754) 224-9498

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

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

Curve Hospitality 
Sargent Khan: (713) 819‑7296

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

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

ERC Provider 
Sunshine Chapman:  

(385) 330-7070

Ferguson 
Eric Tucker: (434) 249-3785

Floor & Decor Commercial 
Delana Delgado:  

(877) 659-2478

Focus Brands 
Rani Bhatt: (404) 978-4829

Foliot Furniture 
Mahesh Parekh:  
(702) 278-7380

Friedrich Air Conditioning 
Company 

Dave McDonald:  
(210) 546‑0500

GitGo 
Amy Infante: (312) 636-7384

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

HD Supply Facilities 
Maintenance 

Stratton Michaels:  
(800) 431-3000

 
hihotels by Hospitality 

International 
Gary Gobin: (770) 270-9398

Hospitality1 
Dhar Patel: (714) 473-9813

Hotel Effectiveness 
Del Ross: (470) 424-0146

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

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

Jacaruso Enterprises 
Melanie Calcagno:  

(210) 415-0522

Lodging Concepts 
Manufacturing 

Neil Shah: (917) 365-2003

M3 
Haley Wolf: (770) 531-3746

Macrotech 
Dipak Patel: (650) 376-2163

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

 
Margaritaville Hotels  

& Resorts 
Rick Cunningham:  

(407) 930-7228

Mass Mutual 
Candy Chan: (848) 228-1822

 
Matrix Hospitality  

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

 
Matrix Telecom 

Ashu S. Upa: (800) 283-0539

MSI Surfaces 
Anil Palasamudram:  

(713) 570-7000

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

myDigitalOffice 
Matt Curry: (270) 993-1197

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

national

National Solutions 
Keith Hudgins: (800) 222-1028

NewGen Advisory 
Dinesh Rama: (602) 648-2700

NextGen Hospitality 
Consultants 

Sean Patel: (210) 478-2734

Nimble Accounting 
Rahul Kumar: (866) 964-6253

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

 
PMC Commercial Trust 

Kristi Lewis-Hodge:  
(972) 349-3200

 
PPDS 

Scott Adams: (678) 908-9294

Prem Supply 
Deepak Panchmia:  

(806) 745-6651

Relay, Inc. 
Barbara Sharnak:  

(732) 718-4214

Rheem Manufacturing 
Dave Hanley: (817) 680-4117

Rinnai 
Dipesh Parekh: (800) 621‑9419

RoomOne Solutions 
Nathan Faircloth: 

(865) 302-3531

Royal Basket Trucks 
Cindy Lapidakis:  

(608) 358-1302

Serta Simmons  
Hospitality Bedding 
Andrea Hochworter:  

(770) 353-0122

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

Sonu Satellite 
Neil Doshi: (877) 999-7668

Spectrum  
Enterprise Solutions 

Stephanie Pitts:  
(212) 379-5826

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

stayAPT Suites  
Franchise Sales:  

(662) 607-1591

Universal Financial 
Consultants 

Vincent Munno:  
(727) 669-0109

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

Visual Matrix 
Albert Sledge: (512) 693-4622

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

 
Wizehire 

Madison Mask: (817) 914-7623

World Cinema, Inc. 
Ella Ahmed: (713) 266-2686
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AAHOA EVENTS

AAHOA Officers and Regional Directors empowered women Hoteliers 
and entrepreneurs to fully participate in the industry during the Mid 
South Regional Conference & Trade Show.

[L-R] Debbie Goettel, Hennepin County Board, 
District 5; Lauren Bennett McGinty, Executive 
Director, Explore Minnesota; AAHOA President & CEO 
Laura Lee Blake; Andrew M. Malzahn, Partner at Dady 
& Gardner, P.A.; Upper Midwest Regional Director 
Kalpesh Joshi; and Mehul (Mike) Patel, Principal 
at MoveMent Hospitality, at the Upper Midwest 
Regional Conference & Trade Show.

AAHOA Officers and Regional Directors presented Arkansas Governor Asa 
Hutchinson with the Friend of the Hotelier Award during the Arkansas 
Regional Conference & Trade Show. 

AAHOA Secretary Kamalesh (KP) Patel (pictured on the right) met with 
key decision-makers and state attorneys general, including California 
Attorney General Candidate Nathan Hochman (pictured on the left) 
at the Republican Attorneys General Association to further advance 
AAHOA’s initiatives with government officials.

Central Midwest Regional Director Arti Patel met women hoteliers at the 
Oklahoma Town Hall Meeting.
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Several AAHOA Officers, Regional Directors, and members came out in 
support of Regional Director Pinkesh Patel during the North Carolina 
Regional Conference & Trade Show.

[L-R] Local Ambassador Kishan Vashee, Central 
Midwest Regional Director Arti Patel, Oklahoma 
State Senator John Haste, Local Ambassador 
Ravi Desai, and Oklahoma Lt. Governor Matt 
Pinnell attended an engaging and impactful 
Town Hall meeting in Tulsa, OK.

AAHOA Officers, Regional Directors, vendors, and team members enjoyed a great day of golf and 
proudly supported local causes at the Northwest Charity Golf Tournament.

AAHOA Officers, Regional Directors, vendors, and members played plenty 
of golf for fun and for a good cause during the Southwest Charity Golf 
Tournament.

AAHOA Members – approximately 125 hotel owners and staff – showed up at a Los Angeles City Council public hearing to voice their 
opposition to the land use ordinance.
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CLASSIFIEDS
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Call: 1-(800)-283-0539
Fax: (888) 717-7472
sales@matrixhotelpbx.com
www.matrixhotelpbx.com

� Hospitality IP Phone 
System
� Time-Attendance and 

Access Control
� HD IP Security-Camera 

System

MATRIX COMMUNICATION & SECURITY 
SOLUTIONS FOR EFFICIENT FUNCTIONING

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

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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bizgrouplink.com 

Buy-sell business online on your own
List your business for sale and Save

Become a Facilitator & Earn $$ by helping the buyers and sellers
Professional Service Providers Advertise on Buy-Sell Business & Get new business leads
Post Pictures & Videos. Connect, Interact & Collaborate to increase your business revenue

EARN BIZ TOKENS and $$$ by participating on Bizgrouplink* 
(* see details on https://www.Bizgrouplink.com)

Contact: admin@bizgrouplink.com  •  Phone: 717-300-8718

Download & Use the App “Bizgrouplink” on your Mobile device  

INTRODUCING

VENDORS – DISPLAY 8 PRODUCTS for FREE TO SELL ON MARKET*
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Legal assistance in reviewing/
negotiating franchise agreements

and liquidated damages settlements.

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

FRANCHISE
LITIGATION

862136_Patel.indd   1 3/22/17   1:54 PM1024196_Vanities.indd   1 16/11/20   11:26 PM

Bizgrouplink LLC.....................................................57 
www.bizgrouplink.com

Chase Payment Solutions.....................................4 
www.merchants.chasepaymentech.com

DIRECTV Hospitality................................................3 
www.directvaep.com

DISH Business...........................................................7 
www.dish.com

DPA Law Group.......................................................27 
www.dpaattorneys.com

ESA / Extended  
	 Stay America, Inc.............. Inside Back Cover 
www.newesa.com

Farmers State Bank...............................................23 
www.myfsb.com

Global Safe Corporation......................................56 
www.hotelsafes.com

IHG - InterContinental Hotels Group................13 
www.ihg.com

Legendary Capital...................................................9 
www.legendarycap.com

Matrix Hospitality Furniture Inc.........................19 
www.matrixhospitalityinc.com

Matrix Telecom.......................................................56 
www.matrixhotelpbx.com

Patel & Associates..................................................57 
www.patellaw.net

Pest Control Products Depot.............................58 
www.pestcontrolproductsdepot.com

ADVERTISERS INDEX

Alvi Satellites...........................................................42 
www.alvisatellites.com

American Pride Bank............................................25 
www.americanpridebank.com

Besen Partners...................................................... 34 
www.besenpartners.com

Best Western International Inc..........................11 
www.aiden.bwhhg-dev.com

TODAYSHOTELIER.COM | OCTOBER 2022 |  57

http://bizgrouplink.com
https://www.Bizgrouplink.com
mailto:admin@bizgrouplink.com
mailto:mpatel@patellaw.net
http://www.bizgrouplink.com
http://merchants.chasepaymentech.com
http://www.directvaep.com
http://www.dish.com
http://www.dpaattorneys.com
http://www.newesa.com
http://www.myfsb.com
http://www.hotelsafes.com
http://www.ihg.com
http://www.legendarycap.com
http://www.matrixhospitalityinc.com
http://www.matrixhotelpbx.com
http://www.patellaw.net
http://www.pestcontrolproductsdepot.com
http://www.alvisatellites.com
http://www.americanpridebank.com
http://www.besenpartners.com
http://aiden.bwhhg-dev.com
http://TODAYSHOTELIER.COM
http://www.uniquerefinishers.com
http://vanitiesinternational.com
mailto:sales@vanitiesint.com
http://www.uniquerefinishers.com
http://www.bizgrouplink.com
http://www.patellaw.net
http://www.vanitiesinternational.com


1072269_Pest.indd   1 13/04/22   12:37 PM

ADVERTISERS INDEX

Red Roof Inn............................................................30 
www.redrooffranchising.com

Rinnai........................................................................32 
www.Rinnai.us

Royal Textile, Inc.....................................................56 
www.royaltextileinc.com

SleepNest Beds......................................................24 
www.pactex.com

Sonu Satellite..........................................................35 
www.sonusatellite.com

Tempur Sealy............................Inside Front Cover 
www.tempursealyhospitality.com

Unique Refinishers................................................57 
www.uniquerefinishers.com

Vanities International............................................57 
www.vanitiesinternational.com

Watco Manufacturing Company........................33 
www.watcomfg.com

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

XXX
xxx
1/2h

colour
p. 58

Today’s Hotelier Statement of Ownership
LEGAL NOTICE

U.S. POSTAL SERVICE
STATEMENT OF OWNERSHIP, MANAGEMENT AND CIRCULATION

(Act of August 12, 1970: Section 3685, Title 39, United States Code)

 1. Title of publication: Today’s Hotelier
 2. Publication no.: 2417-4062
 3. Date of filing: October 01, 2022 
 4. Frequency of issue: Monthly
 5. No. of issues published annually: 12
 6. Annual subscription price: $0.00
 7. �Complete mailing address of known office of publication: Asian American Hotel Owners Association, Inc.,  

1100 Abernathy Road, Suite 725, Atlanta, Georgia 30328
 8. �Complete mailing address of headquarters or general business offices of the publisher:  

Naylor LLC. 550 SW 2nd Ave. Gainesville, FL 32601
 9. ��Full names and complete mailing address of publisher, editor and managing editor:  

Publisher: Heather Greyling, 550 SW 2nd Ave. Gainesville, FL 32601 
Editor: Sarah Sain, 550 SW 2nd Ave. Gainesville, FL 32601 
Managing Editor: Carter Davis, 550 SW 2nd Ave. Gainesville, FL 32601

10. �Owner is Asian American Hotel Owners Association, Inc., 1100 Abernathy Road, Suite 1100, Atlanta, Georgia 30328
11. �Known bondholders, mortgagees and other security holders owning or holding 1 percent or more of total amount of bonds, mortgages or other securities: None
12. Has Not Changed During Preceding 12 Months
13. Publication title: Today’s Hotelier
14. Issue date for circulation data below: December
15. Extent and nature of circulation:
	 Average No. Copies	 No. Copies of Single
	 Each Issue During	 Issue Published
	 Preceding 12 Months	 Nearest to Filing Date

a. Total no. copies (Net press run)	 8,640	 8,394
b. �Paid circulation (By Mail and Outside the Mail) 

(1) �Mailed Outside County Paid Subscriptions 
Stated on PS Form 3541

(2) �Mailed In-County Paid Subscriptions 
Stated on PS Form 3541	 7,784	 7,824

(3) �Paid Distribution Outside the Mails Including 
Sales Through Dealers and Carriers, Street 
Vendors, Counter Sales, and 
Other Paid Distribution Outside USPS®

(4) �Paid Distribution by Other Classes of Mail 
Through the USPS

c. Total Paid Distribution	 7,784	 7,824
d. Free or Nominal Rate Distribution (By Mail and Outside the Mail)

(1) �Free or Nominal Rate Outside-County Copies 
Included on PS Form 3541	 0	 0

(2) �Free or Nominal Rate In-County Copies 
Included on PS Form 3541	 0	 0

(3) �Free or Nominal Rate Copies Mailed at Other 
Classes Through the USPS	 0	 0

(4) �Free or Nominal Rate Distribution 
Outside the Mail	 840	 550

e. Total Free or Nominal Rate Distribution 	 840	 550
f. Total Distribution	 8,624	 8,374
g. Copies Not Distributed	 19	 16
h. Total 	 8,643	 8,393
 i. Percent Paid	 100	 100

16. Electronic Copy Circulation
a. Paid Electronic Copies
b. Total Paid Print Copies (Line 15c) + Paid Electronic Copies (Line 16a)	 7,784	 7,824
c. Total Print Distribution (Line 15f) + Paid Electronic Copies (Line 16a)	 8,624	 8,374
d. Percent Paid (Both Print & Electronic Copies (16b divided by 16c x 100)	 90	 93

17. Publication of Statement of Ownership: November 2017
I certify that the statements made by me above are correct and complete.
Laura Lee Blake, Esq., President & CEO, AAHOA
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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
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On this auspicious festival of lights, let’s light up the world 
with the goodness in our hearts. Happy Diwali!

©2022 Wyndham Hotels & Resorts, Inc. All rights reserved.

The lamps are different
but the light is the same

-Rumi
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