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2-MINUTE READING TIME

About AAHOA 
This Month

Things
to Know

IN THE KNOW

2
3
4 5

1IT’S 

TIME TO 

REGISTER FOR 

THE HYPE CONFERENCE!

The 2025 AAHOA HYPE Conference 

will take place February 6-7, 2025, 

at the Andaz Mexico City Condesa. 

Building on this year’s inaugural 

event, the conference empowers 

young professionals with the tools, 

resources, and connections needed 

to thrive in the evolving hospital-

ity landscape. Make sure to mark 

your calendars and join us for what 

promises to be a transformative 

experience. Find more information 

at AAHOA.com/HYPE.

TOP ARTICLES IN TODAY’S HOTELIER 

MAGAZINE FOR 2023

It’s the last month of 2024. Prepare for the new year by 

looking back at a conversation with politician, philan-

thropist, and hotelier Dr. Ruby Dhalla, CEO and president 

of the Dhalla Group of Companies. This article was one 

of the most-read articles in Today’s Hotelier magazine in 

2023. Read it at bit.ly/4eAFQpR.

CELEBRATING AAHOA’S TRIUMPHS IN 2024 

AND THE PROMISE OF 2025

This has been a standout year for AAHOA – filled with milestones that laid 

a strong foundation for continued success in 2025. AAHOA led two key 

advocacy fly-ins to Washington, D.C., saw its Greater Los Angeles Area 

members honored by the Los Angeles City Council, made its first-ever stra-

tegic investment, raised historic PAC funds for the AAHOA PAC, and united 

with other organizations to oppose the Safe Hotels Act in New York City. 

The association also engaged with politicians nationwide through Hotel Owners Conferences 

& Trade shows, Town Hall Meetings, and Back-of-the-House tours. With momentum building, 

AAHOA is eager for the exciting opportunities 2025 will bring.

UNLOCK YOUR VOTING POWER FOR AAHOACON25

December is here, and it’s not just the holiday season that’s exciting. 

AAHOA Members have a thrilling opportunity to shape the future 

with the 2025 AAHOA Elections. To be eligible to cast your ballot 

in the 2025 AAHOA Elections, you must do one of the following: (1) 

Become a Lifetime Member on or before December 31, 2024; or (2) 

Have paid Annual Membership dues no less than twice in the previ-

ous three calendar years; and renew your annual membership for 

2025 on or before Sunday, March 2, 2025. 

The next AAHOA Elections will take place 

during AAHOACON25. Make sure you’re 

ready to have your voice heard.

AAHOA RELAUNCHES 1-888-MY-AAHOA

AAHOA is excited to relaunch the 1-888-MY-AAHOA 

Member Call Center as part of our ongoing commit-

ment to enhance member support and engagement. 

This service gives AAHOA Members access to the 

resources, guidance, and solutions they need to suc-

ceed in today’s competitive franchise landscape. 

Focusing on helping you make money, save money, 

and protect your investments, the 1-888-MY-AAHOA 

Call Center is here to assist with franchis-

ing issues, legal and business chal-

lenges, and education resources. Visit 

AAHOA.com/HelpLine to learn more.

l
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LETTER FROM THE CHAIRMAN

By focusing on 
our core areas – 

brand mandates, 
industry 

disruptors, 
evolving costs, 
and regulatory 

challenges – we 
will help our 

members thrive 
in the coming 

year.”

Navigating 2025: 
Innovation, adaptation, 
and AAHOA’s focus
“The most reliable way to forecast the future is to  

try to understand the present.” – John Naisbitt

 2-MINUTE READING TIME

MIRAJ S. PATEL,  

MBA, CHO, CHIA 

AAHOA CHAIRMAN (2024-2025)
S WE NEAR THE END OF 2024, THE 

hotel industry is poised at a critical cross-

roads. Our ability to innovate, adapt, 

and remain unified will shape the 

challenges and opportunities we face in 2025. At 

AAHOA, we’re dedicated to guiding our members 

through these transitions with a clear focus on 

four key areas: brand mandates, industry disrup-

tors, evolving costs, and regulatory challenges. 

Here’s how these focus areas will intersect with 

our industry forecast for the coming year.

BRANDS AND PROFITABILITY: 

ADAPTING TO GUEST EXPECTATIONS

The evolving expectations of travelers – favor-

ing personalized, sustainable, and tech-savvy 

experiences – directly influence profitability. 

Brands are increasingly mandating standards 

that can impact our bottom lines. To address 

this, AAHOA is committed to uniting our mem-

bers to educate, innovate, and challenge these 

market shifts through a free enterprise approach. 

By doing so, we can better align with shifting 

guest preferences and leverage new technolo-

gies and sustainability practices that will drive 

profitability.

INDUSTRY DISRUPTORS:  

ENSURING FAIR COMPETITION

The rise of short-term rentals continues to dis-

rupt our industry. For 2025, it’s crucial to ensure 

these disruptors operate on a level playing field 

with traditional hotels. AAHOA will advocate for 

fair regulations and standards that apply equally 

to all accommodations. This will help maintain 

the quality and consistency our guests expect 

while helping to ensure short-term rentals don’t 

gain an unfair competitive advantage.

EVOLVING COSTS: ENHANCING 

OPERATIONAL EFFICIENCY

Economic pressures, including rising interest 

rates and operational costs, affect our industry. 

Compared to sectors like airlines, our business 

and rate models need to evolve to improve prof-

itability and operational efficiency. AAHOA is 

focused on helping members navigate these chal-

lenges by promoting strategies for cost manage-

ment, investing in technology, and exploring new 

revenue streams. Adapting our business models 

will be essential to maintaining profitability in an 

increasingly competitive environment.

REGULATORY CHALLENGES: STAYING 

AHEAD OF LEGISLATION

The regulatory landscape is becoming more com-

plex, with new laws impacting various aspects 

of our industry. From potential long-term legal 

liabilities to evolving labor laws and sustainabil-

ity mandates, staying informed and proactive is 

essential. AAHOA is dedicated to advocating for 

policies that support our members and revis-

ing our educational efforts to ensure relevance 

and consistency across local, state, and federal 

levels. Your active participation will be crucial 

in shaping a favorable regulatory environment.

LOOKING AHEAD

As we step into 2025, our industry will face new 

patterns in guest preferences, business travel, 

and economic conditions. Embracing innovation 

and adapting to these changes will be key to our 

success. At AAHOA, we’re committed to providing 

the resources, advocacy, and support needed to 

navigate these transitions effectively. By focusing 

on our core areas – brand mandates, industry 

disruptors, evolving costs, and regulatory chal-

lenges – we will help our members thrive in the 

coming year.

Here’s to a transformative and successful 2025! ■
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LETTER FROM THE PRESIDENT & CEO  2-MINUTE READING TIME

LAURA LEE BLAKE, ESQ. 

AAHOA PRESIDENT & CEO

Hit the ground running

Already, AAHOA 
is laying the 

groundwork for 
an exciting and 
transformative 

2025, and our 
lineup of events 

is designed 
to empower 

members, foster 
growth, and 

position AAHOA 
as a leader in 

the hospitality 
industry.”

“You are never too old to set another goal or 

to dream a new dream.” – C.S.Lewis

ITH ONE YEAR ENDING, IT’S TIME TO TURN OUR FOCUS 

toward the future. Already, AAHOA is laying the groundwork 

for an exciting and transformative 2025, and our lineup of 

events is designed to empower members, foster growth, 

and position AAHOA as a leader in the hospitality industry. Here is a look 

at what is ahead.

One of the most anticipated events is our HYPE (Helping Young 

Professionals Evolve) Conference, February 6-7, in Mexico City. This ini-

tiative focuses on the next generation of hotel leaders and entrepreneurs. 

HYPE will help young professionals build their leadership skills and drive 

innovation with immersive workshops, dynamic discussions, and unpar-

alleled networking sessions. The international setting of Mexico City will 

offer a unique cultural perspective, further enriching the experience. We are 

excited about the planned mentorship and peer-to-peer learning oppor-

tunities, ensuring the future of AAHOA is diverse and forward-thinking.

In the spring, we will gather for our Spring National Advocacy Conference 

on March 11-12 in Washington, D.C. As always, this is a vital opportunity to 

make our voices heard on Capitol Hill. With key legislation on labor, taxa-

tion, and industry regulations on the horizon, AAHOA Members will meet 

with lawmakers to advocate for issues that directly affect our businesses.

AAHOACON25 will be held in vibrant New Orleans, with the theme “New 

Ideas, New Connections, New Orleans.” Bringing together thousands of 

hoteliers, industry leaders, and partners, this conference will showcase 

cutting-edge trends, technologies, and opportunities in hospitality. With 

a dynamic trade show, enriching educational sessions, and a powerful 

keynote lineup, AAHOACON25 will be the place to connect, learn, and grow.

Finally, 2025 will also see our AAHOA Elections, a critical process that 

brings new leadership to our association. Engaging in this democratic 

process is a cornerstone of AAHOA’s values, and we encourage all eligible 

members to participate and have their voices heard.

As we look ahead, these events will be key in shaping the future of our 

industry. I look forward to the innovation, growth, and success that 2025 

will bring to our industry for all of us. ■
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TTTHHHEEE CCC-SSSUUUIIITTTEEETTTHHHEEE CCC-SSSUUUIIITTTEEE

N
EXT MONTH, PRESIDENT 

Donald Trump will once 

again take the oath of the 

President of the United 

States as he becomes 

the 47th United States 

President. His election to the country’s 

highest office marked the culmination 

of a hugely contentious election cycle, 

which included numerous races for gov-

ernor, seats in Congress, and many others. 

Now, a much clearer picture of the next 

four years is beginning to emerge from the 

fog of campaign season.

As the incoming administration starts 

to take shape and more is learned about 

policy priorities and legislative agendas 

across the country, AAHOA is paying close 

attention and developing its own strate-

gies for addressing the hospitality indus-

try’s most pressing concerns – whether 

that’s formulating a plan of attack to deal 

with possible legislative changes or taking 

a more proactive stance to support indus-

try-friendly bills such as the LIONS (Loans 

In Our Neighborhood) Act, introduced by 

Rep. Shri Thanedar (D-MI).

One part of AAHOA’s holistic approach 

to advocacy includes its partnership with 

Neal A. Patel, managing partner of Patel 

Partners, a bipartisan, bicameral govern-

ment affairs consulting firm located on 

Capitol Hill. Having a constant presence in 

America’s halls of power enables AAHOA to 

Advocacy and the 
new administration
Examining the effect of governmental 
turnover on AAHOA’s 
advocacy efforts
by CARTER DAVIS

establish, maintain, and strengthen rela-

tionships with legislators on a constant 

basis.

AAHOA, he explained, remains rock-solid 

in its stance on the key issues affecting the 

industry and is well-positioned to adjust 

its messaging or the partners with whom 

it works, to create the greatest impact.

As an additional resource in this area, 

AAHOA relies on the experience of Senior 

Director of State Government Affairs Daniel 

New. In his role, New brings more than 

a decade of expertise as a government 

affairs professional with a rich history of 

industry advocacy.

We sat down with Patel and New to get 

a better picture of what AAHOA Members 

might expect from the Trump administra-

tion and to take a glimpse at the policy 

priorities AAHOA’s leadership is working 

to address in the coming year.
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Neal A. Patel, managing partner of Patel 

Partners, a bipartisan, bicameral government 

affairs consulting firm located on Capitol Hill

Daniel New, AAHOA’s senior director of 

government affairs

HOW MUCH, IF ANY, DOES 

AAHOA’S APPROACH TO 

ADVOCACY CHANGE WITH EACH 

ELECTION?

Neal A. Patel: AAHOA’s approach 

to advocacy does adjust with 

each election, though the 

foundational priorities – 

promoting small business 

interests, supporting the 

hospitality industry, and 

advocating for fair regu-

lations – remain steady. 

With each new Congress or 

change in administration, 

AAHOA adapts to the shift-

ing political landscape by 
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6-MINUTE READING TIME

assessing the priorities and policy direc-

tions of incoming elected officials.

When elections result in a new major-

ity or introduce legislators with differing 

perspectives on business-related issues, 

AAHOA may emphasize different aspects 

of its advocacy agenda to align with those 

shifts. For instance, if newly elected lead-

ers prioritize tax reform, AAHOA might 

focus more intensely on tax-related issues, 

whereas a focus on labor rights might lead 

to intensified advocacy for workforce poli-

cies that support the hospitality industry.

Moreover, AAHOA engages in rela-

tionship-building with new members of 

Congress and key committee leaders fol-

lowing elections to ensure member voices 

are represented and well-understood.

WHAT ARE LIKELY TO BE THE 

KEY CONCERNS FOR THE 

INDUSTRY, FROM A LEGISLATIVE 

PERSPECTIVE, DURING THE NEXT 

FOUR YEARS?

Neal A. Patel: With President Trump in 

office and Republicans holding a major-

ity in the Senate and also the House of 

Representatives, we can expect the 

legislative landscape to prioritize pro-

business policies, which could create a 

more favorable climate for hotel owners. 
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Nonetheless, certain industry concerns 

remain consistent across any administra-

tion. Key focus areas include labor law 

reforms, tax policies, and regulatory mat-

ters that directly impact hotel operations. 

Even with business-friendly intentions, 

challenges like labor shortages, potential 

changes to wage standards, and visa poli-

cies affecting seasonal workers remain 

critical. AAHOA will continue to monitor 

and address these issues as any shifts in 

these areas could impact the costs and 

management of hospitality workforces.

Moreover, tax reform is likely to stay on 

the agenda, with opportunities to advo-

cate for policies that could benefit small 

business owners, such as tax incentives 

for property improvements with bonus 

depreciation. Finally, credit card swipe 

fees and the push for transparency will 

continue to be significant as hotels seek 

to lower operational costs and increase 

reinvestment in their properties.

HOW DOES AAHOA PLAN ITS 

ADVOCACY PRIORITIES IN THE 

LONG-TERM KNOWING THERE’S 

TURNOVER IN GOVERNMENT 

EVERY YEAR?

Neal A. Patel: AAHOA builds its advocacy 

priorities on foundational issues that are 

relevant across election cycles, ensuring 

a level of continuity even as government 

representatives change. By focusing on 

areas like workforce issues, tax reform, 

and access to capital, we’re able to cre-

ate a steady framework that aligns with 

member needs and adapts as political 

landscapes shift. Our team works year-

round to foster relationships with law-

makers, helping them understand the 

unique challenges of hotel ownership 

and the impact of policy decisions on the 

industry.

To maintain consistency, AAHOA also 

relies on long-term partnerships with 

organizations and coalitions that sup-

port our legislative goals, amplifying our 

voice on the issues that matter most to 

hoteliers. Furthermore, we continuously 

gather feedback from members to ensure 

we’re focused on the most pressing chal-

lenges they face. The goal is to keep our 

advocacy agile yet rooted in key industry 

priorities that stand the test of political 

turnover.

WHICH STATE ELECTIONS WAS 

AAHOA WATCHING ESPECIALLY 

CLOSE?

Daniel New: We watched all guberna-

torial and attorney general races. We 

specifically watched North Carolina and 

Pennsylvania to see if federal voting 

trends would trickle down the ticket and 

signal priority changes on the state level 

as well. Outside of that, there weren’t 

too many state races happening that 

would yield surprising results or shifts. 

We will have more to watch in 2026 when 

36 states host gubernatorial elections 

and elections for their state senate and 

house positions.

There were two ballot measure issues 

we were watching: minimum wage and 

corporate taxes. Alaska, California, and 

Missouri all had minimum wage ballot 

measures, which all could have major 

impacts on our hoteliers. As we continue 

to have discussions about raising the min-

imum wage in California, it appears the 

people have voted no to the state increas-

ing the minimum wage to $18/hour by 

2026. However, Alaska and Missouri have 

passed measures to increase their mini-

mum wage to $15/hour and provide paid 

sick leave. This will require us to educate 

our members on how to be compliant. 

The final issue in Oregon we were 

watching would have increased the cor-

porate tax rate to give residents $1,600. 

After hearing the impact this would have 

on the budget, the governor, lieutenant 

governor, and many Democrats and 

Republicans joined together to ask voters 

to vote no. We’re happy to see everyone 

work together as almost 80% of the vot-

ers said no. ■

Mark your calendar!
Be sure to join AAHOA in March for the annual Spring National 

Advocacy Conference for the semi-annual installment of 
AAHOA’s best opportunity to connect with legislators in a 

face-to-face, highly personal setting.

SPRING NATIONAL ADVOCACY CONFERENCE

Washington, D.C., March 11-12, 2025

AAHOA.com/Advocacy/Government-Affairs

2025 Legislative Priorities

• Labor

• Lawsuits/Tort Reform

• Insurance

• Short-Term Rentals Parity

• Taxes

• Tourism Dollars

• Human Trafficking Awareness 
Training for Short-Term Rentals

• Maintaining Innkeeper/Guest 
Relations

• Protecting All Workforce 
Options for Hotels
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7-MINUTE READING TIME

Blended travel as 
the big boost for all 
segments in 2025
by ADAM and LARRY MOGELONSKY

B
LEISURE HAS BEEN A BUZZWORD SINCE 

well before the pandemic, but when that 

event catalyzed the adoption and accep-

tance of remote and hybrid work, the 

notion of blending traditionally disparate 

travel segments has taken on a whole 

new, and lucrative, meaning. Entering 2025, though, the 

concept of combining business and leisure – hence the 

“bleisure” portmanteau – no longer really encompasses 

all the different travel behaviors and sources of revenue 

hotels can activate.

The newer, but more ambiguous, umbrella term of 

“blended travel” can not only imply any combination of 

corporate, group, or leisure, but it doesn’t presuppose 

business first, leisure second. Hence, this term better 

accounts for emerging microsegments like digital nomad-

ism and nomad executives, and how guest context can 

change over time or across different properties within 

a brand.
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In a word, blended travel is adaptable. 

And that is why it should be a critical part 

of every hotel’s commercial strategy for 

the year ahead. With some statistics point-

ing to a flatlining of leisure travel, contin-

ued growth across all hotel categories for 

this segment is questionable given that 

we’re now fully over the post-pandemic 

revenge-travel surge. Instead, there’s great 

potential in ramping up a hotel’s experien-

tial corporate and meetings, incentives, 

conferences, and exhibitions (MICE) rev-

enues, then looking to squeeze out more 

juice from these contracts by enabling stay 

extensions or more ancillary spend (total 

revenue or TRevPAR increases).

WHY BLENDED TRAVEL NOW?

The notion of tacking on a leisure night to 

a group room block or preferential cor-

porate rate has existed for many decades 

now, only it wasn’t economical to pursue at 

scale because most of these reservations 

had to be completed manually – both from 

the customer’s perspective via an email 

thread or phone call as well as from the 

hotel team’s side to process the request. 

Moreover, promoting these shoulder 

nights was difficult because event planners 

typically weren’t properly incentivized 

to repeatedly communicate the pref-

erential rate within their company 

or group.

So, why now? Well, the pan-

demic catalyzed both the normal-

ization of work from anywhere, as 

well as a rapid redevelopment of 

the technology ecosystems that 

can automate these sorts of com-

plex reservations. Even as many 

corporations are now mandating 

a return-to-the-office policy to 

control for productivity, boost 

employee loyalty, and heighten 

collaboration, hybrid work 

setups – as well as fully 

remote companies – will 

remain a core part of our 

daily lives. This combina-

tion drives up demand for 

blended travel stays while 
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Within this banner term of blended travel, here are five 
guest behaviors to consider:

1

2

3

4

5

SHOULDER NIGHT TRAVEL

This term is the most obvious one and is quintessentially bleisure (although 

it need not be business-first); a guest comes in as part of a group block or 

corporate rate then decides to extend a night on either end to get settled or 

tour the environs.

PLUS-ONE TRAVEL

This is most likely where a couple travels together; one attends meetings 

while the other works remotely or uses the facilities (with newer technology 

features allowing hotels to parse the profile data to measure revenue per 

guest or RevPAG).

EXTENDED STAY

Revenue managers must first build a rate plan that has price breaks for 

encouraging stays longer than a week, but there also needs to be certain 

hotel features in place like kitchenettes, grab-and-go food outlets, good 

gyms, laundry service, and others.

PROJECT SPRINT

A newer term, this occurs when remote teams regroup in person to more 

rapidly and intensively complete a different task, thereby necessitating 

different types of collaborative spaces, places to recharge or 

reflect, and, of course, excellent F&B.

LEISURE-FIRST REMOTE

Harkening back to the mention of 

microsegments, this would be the 

anti-bleisure, with a guest choosing 

your hotel first as an entertaining 

weekend, a family vacation, or a 

wellness destination, and then 

tacking on a midweek 

night or two to take 

meetings in the area or 

use the business center for 

remote work purposes.
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also giving that demand a more friction-

less onramp to be converted into revenue.

But it doesn’t stop there. With the cul-

tural acceptance of hybrid and remote 

work, companies have realized they 

still need teams to periodically regroup 

together in person, both for collabora-

tion and endearing them to the company. 

If an employee is purely remote with no 

meetups, they’ll have Zoom open on one 

screen for videoconferencing with the rest 

of the team, and their CV will be open on 

their second monitor – like a mercenary, 

always at the ready to swap in a better 

offer from another company recruiting a 

remote workforce.

Teams need to meet. And there’s no bet-

ter place for that than hosting an event at a 

great hotel while also paying for the com-

pany’s employees to explore the world. In 

this new age of hybrid work, MICE and cor-

porate travel have become a leading, non-

salary inducement for talent retention.

AMENITIZATION OR 

COMMODITIZATION

The major caveat or red flag within this 

megatrend is that blended travel heav-

ily favors hotels with amenities, onsite 

programming, and, in a general sense, 

things to do in or around the hotel. The 

word we propose for this is “amenitization” 

to inscribe both the totality of what’s cur-

rently available as well as what you have 

in store for future renovations, events, or 

menu updates. 

The full-service resort is the classic 

example, wherein guests are far less likely 

to have a long length of stay (LOS) if said 

property doesn’t have golf, recreational 

activities, area partners, a spa, or a strong 

culinary presentation. The opposite of 

amenitization is commoditization; every 

hotel room is interchangeable within a 

given market and thus the market sets the 

price, not the hotel. There will always be 

demand for heads-in-beds hotels within 

the budget, limited-service, or midscale 

categories, but it will be far harder to drive 

LOS for guests thinking within a blended 

travel context. 

The onsite amenities simply have to be 

there to support growth here, not just for 

individuals looking to visit friends for an 

extra day after a conference, but also to 

convince event or corporate travel plan-

ners to select your hotel in the first place. 

Knowing that travel stipends will boost 

team retention or that experiential venues 

will make for a more memorable event, 

said planners are increasingly opting for 

hotels that check all the service and ame-

nity boxes.

These are hotels where planners can 

host a multi-day conference or social 

gathering without having to go through 

the hassle of organizing the logistics for 

an offsite within the itinerary. No one 

wants, or has the time, to arrange for 

additional shuttle buses and deal with 

third parties.

The word here is “dynamic.” Think 

fluid indoor-outdoor spaces. Think cre-

ative teambuilding activities or add-ons, 

whether that’s a fireworks display at night 

or a wine tasting as part of a cocktail recep-

tion. Think great F&B, both for banquet-

ing as well as having multiple restaurants 

capable of hosting private dining so that 

no two events within the itinerary need 

to take place at the same location twice. 

We’ve seen hotels convert a secondary, 

casual dining outlet into a bowling alley 

that can facilitate buyouts. And yes, also 

think full spa buyouts or other wellness 

enhancements.

STAY ON YOUR TOES

To be dynamic and experiential, a hotel 

may have to hire a designer and undergo 

a property improvement plan, while also 

bringing on task managers to develop new 

programs for which guests with a blended 

travel mindset are looking. But remem-

ber this isn’t just about maximizing the 

chances of getting extra shoulder nights 

or more ancillaries; it’s also about winning 

the contract in the first place, which will 

often be at a higher total value given all 

the experiential add-ons.

Blended travel has huge promise for 

2025, and yet the hospitality industry 

is as competitive as ever, with hotels all 

over the world waking up to the symbiotic 

relationship between experiential offer-

ings, conversions, and total revenues. 

There’s an inherent risk of commoditiza-

tion should you choose not to innovate 

and spend on amenitization. Or, as one 

incredibly shrewd hotel company CEO put 

it to us, “Sometimes you have to spend a 

little more to make a lot more.” ■

Together, Adam 

(left) and Larry 

Mogelonsky are 

the world’s 

most published 

hospitality 

writing team, with more than a decade’s worth 

of material online. As the partners of Hotel 

Mogel Consulting Ltd., Larry focuses on the 

hotel operations and marketing, while Adam 

specializes in technology and wellness. Their 

experience encompasses properties around 

North America and Europe, with a focus on 

independent properties of all sizes. Their work 

includes seven books, the latest focused on 

increasing profits from wine sales in an 

environment of tight labor markets. You can 

reach them at adam@hotelmogel.com to 

discuss your business challenges or to book 

speaking engagements.

In a word, blended 
travel is adaptable. And 
that is why it should be 
a critical part of every 
hotel’s commercial 
strategy for the year 
ahead.”
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In an unpredictable world, 
business-intelligence 
software helps light the way
by NICK FORTUNA
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6-MINUTE READING TIME

B
EN CAMPBELL DOESN’T EXPECT HIS BUSINESS-

intelligence software to predict the next global financial 

crisis, pandemic, foreign war, or natural disaster, but he 

trusts it to recognize patterns and reveal key insights 

that will boost revenue across his portfolio of 20 hotels.

During the past two decades, hoteliers have expe-

rienced singular events that have rendered all business projections 

useless and sent the industry into a tailspin. Against that backdrop, 

does it even make sense to invest time and resources into predicting 

performance, or should you just plow forward, cross your fingers, and 

run your hotels the best you can?

Campbell, chief executive of the Greenville, SC-based manage-

ment company Hospitality America, chose a side in that debate this 

autumn, announcing his company had upgraded its tech stack. In light 

of world events, he said it’s difficult to make long-term projections, 

but revenue-management and property-management software can 

help to optimize operations in the short term. 

Over time, the impact on the bottom line should be substantial, 

he said.

“We plan to uncover patterns throughout the revenue cycle to bet-

ter equip our leaders with the insights necessary to make informed, 

impactful, tactical adjustments,” Campbell said. “By delivering real-

time key performance indicators to our hotel leaders, we can better 

understand and manage critical metrics such as labor costs, energy 

usage, and maintenance expenses.”
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In turn, that data can provide a greater 

understanding of current trends while also 

helping hoteliers create more accurate 

forecasts for their short- and long-term 

future.

DATA DIG

Dr. Mehmet Erdem, hospitality profes-

sor and department chair at UNLV, said 

that, like airlines, major hospitality com-

panies are using revenue-management 

software to forecast demand and adjust 

prices based on guests’ “price sensitivity.” 

But among smaller companies, advanced 

software “isn’t as commonly used as you 

might think,” so those hoteliers are miss-

ing opportunities to maximize occupancy 

rates and revenue, he said. 

In the past, many hoteliers tried to proj-

ect performance with an Excel spread-

sheet, tracking a limited set of data such 

as bookings, cancellations, and room 

rates. Now, however, software powered 

by artificial intelligence is capturing a 

comprehensive view of customer behav-

ior, empowering hoteliers to make better 

decisions, Erdem said.

Looking at bookings specifically, busi-

ness-intelligence software can track how 

many customers visit a brand’s website 

to view rates for specific dates but fail to 

follow through. That information provides 

clues as to how much demand there will 

be for those dates and what customers are 

willing to pay, so hoteliers can adjust their 

rates accordingly, Erdem said.

TO THE FUTURE

Using historical data, hoteliers can com-

pare current bookings for specific dates 

with those from prior years. If bookings 

are below normal, hoteliers can reduce 

prices and launch promotions, but if busi-

ness is strong, they can increase prices and 

release fewer rooms to high-commission 

online travel agencies.

Without that same-date data, hoteliers 

will leave revenue on the table, but if they 

try to collect and analyze that data manu-

ally, they’re sure to find it tedious and cum-

bersome, Erdem said.

“These technologies are developing 

very rapidly, and they’re definitely making 

projections more accurate,” he said. “I 

can assure you we’re getting really good 

at understanding the price sensitivity of 

consumers.” 

Business-intelligence software is getting 

better at factoring weather, flight cancel-

ations, event calendars, local headlines, 

and social-media activity into its recom-

mendations. That’s in addition to broader 

economic indicators such as GDP growth, 

consumer confidence, inflation, unemploy-

ment rates, credit-card balances, and con-

sumer trends.

Leveraging data from Smith Travel 

Research and other services, hotels can 

benchmark themselves against similar 

properties in comparable markets. Those 

services also track new hotel construction 

across markets and the overall health of 

the industry, giving business-intelligence 

software a clearer picture of trends.

TREND TRACKING

As business dynamics change, the soft-

ware updates its recommendations to 

optimize performance, but decisions 

ultimately are left up to humans. That’s 

why hotel companies are still insisting on 

experienced jobseekers when hiring for 

roles such as revenue analyst or director 

of revenue management, Erdem said.

Machine learning is a powerful tool, 

giving hoteliers flexibility and agility, 

but they can’t just set it and forget. 

Sometimes, hoteliers must lean on their 

understanding of their local markets and 

trust their gut, overruling the software’s 

recommendations, Erdem added.

“AI is enabling the system to learn as 

data comes in, so a week from now, the 

system will be better than it is today,” he 

said. “The technology is there to help us 

make better, more-informed decisions, 

but we still need decision makers with 

expertise. A person is going to look at all 

the variables and make a decision, but 

the technology will speed it up.”

At Hospitality America, the upgraded 

tech stack will provide insights into the 

types of customers booked for future 

dates and how hotels can best accom-

modate them, Campbell said. When youth 

sports teams are scheduled to arrive, 

for example, hotels will schedule more 

housekeeping staff and order more clean-

ing supplies.

Similarly, hotels will stock up on food 

and beverages that appeal to families 

with kids instead of business travelers 

visiting for a convention. Hospitality 

America tracks eight different business 

segments to see which are outpacing 

expectations and which aren’t, and those 

insights inform decisions around rates, 

promotions, staffing, and procurement, 

Campbell said.

By harnessing operational data, hotels 

can improve their margins while maintain-

ing a high level of customer service, he 

added. External events are beyond hote-

liers’ control, but data analytics enable 

hotels to set goals for each month, quar-

ter, or year and hold teams accountable.

“The way we’re going to continue to 

get [average daily rate] increases is by 

Business-intelligence 
software is getting 
better at factoring 

weather, flight 
cancelations, event 

calendars, local 
headlines, and social-
media activity into its 

recommendations. 
That’s in addition to 

broader economic 
indicators such as GDP 

growth, consumer 
confidence, inflation, 

unemployment rates, 
credit-card balances, 

and consumer trends.”
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focusing on our business mix,” he said. 

“A leisure traveler is going to engage with 

our hotel in a much different way than a 

business traveler, so we want to under-

stand those ebbs and flows and adjust our 

business model accordingly on a 90- to 

120-day basis.”

MAKE IT WORK

Hospitality America’s business-intelligence 

strategy involves integrating all data feeds 

into its Microsoft 365 platform and con-

solidating information from property-man-

agement systems, revenue-management 

tools, customer reviews, market reports, 

and competing hotels. Campbell said the 

AI-powered system will help the company 

to evaluate the effectiveness of loyalty pro-

grams, drive the personalization of guest 

services, and improve customer retention.

The system also should help the com-

pany save money through predictive 

maintenance, addressing equipment and 

facility issues before they escalate into 

costly problems. Hospitality America will 

be able to compare performance across 

properties to identify underperforming 

assets and share best practices from 

high-performing hotels, according to 

Wes Cargen, vice president of business 

intelligence.

“Agility in decision-making is crucial in 

today’s fast-paced hospitality landscape,” 

Cargen said. “The new dashboards and 

reporting tools we will be building inter-

nally will empower hotel leaders and cor-

porate executives to drill down into data 

for quicker, more-informed decision-mak-

ing. In an increasingly competitive market, 

business intelligence provides the insights 

necessary to stay ahead and maximize 

profitability.”

Erdem, of UNLV, said even the best data 

analysis will result in some errant predic-

tions, especially as unexpected events 

unfold, but by investing in newer forecast-

ing tools, hoteliers can better position their 

properties for success.

“The more data points you have, the 

more informed your decisions will be,” he 

said. “You combine the best technology 

available with your most talented employ-

ees, and that’s as good as it gets.” ■

YY
Thanks the advertisers for their support of AAHOA 

and this publication.
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N LATE OCTOBER, AAHOA MEMBERS PARTICIPATED IN 

an exclusive virtual briefing hosted by the Biden-Harris 

Administration. The session, organized by the White House 

Office of Public Engagement, focused on key issues affecting 

small businesses and provided an update on the current 

economic landscape.

During the briefing, senior Administration officials discussed 

federal efforts aimed at supporting small business owners, includ-

ing initiatives related to access to Small Business Administration 

(SBA) loans, efforts to improve the supply chain, and providing 

greater transparency with resort fees and junk fees that impact 

the industry. The officials included White House Senior Advisor for 

Public Engagement Kota Mizutani, Small Business Administration 

Deputy Administrator Dilawar Syed, Special Assistant to the 

President for Economic Policy Karlin Gatton, and Special Assistant 

to the President for Manufacturing & Industrial Policy Monica 

Gorman, both with the National Economic Council.

“As all three of our speakers highlighted, a huge thank you to 

all the members of the Asian American Hotel Owners Association 

– all the business leaders here who are putting in the work on the 

ground to make our economy run,” Mizutani said. “Thank you so 

much for all that you do.”

“This briefing underscores how important AAHOA and its 

members are to the ongoing conversation around small business 

policies,” said AAHOA Chairman Miraj S. Patel, who welcomed 

Education initiative
White House hosts exclusive briefing for AAHOA 
Members on small business initiatives
by TEAM AAHOA

members to the briefing. “Having the opportunity to hear directly 

from senior government officials about these key issues is crucial 

as our members continue to navigate today’s evolving economic 

environment.”

“We are grateful that the Administration recognized the impor-

tance of engaging with AAHOA and our members on the challenges 

small businesses face,” said AAHOA President & CEO Laura Lee 

Blake. “The insights shared today will empower our hotel owners 

to make informed decisions as they steer through current industry 

challenges.” ■

FEATURE ADVOCACY IN ACTION

White House Senior Advisor for Public 

Engagement Kota Mizutani (left) and 

AAHOA Chairman (2024-2025) Miraj. S. Patel 

greeting attendees to the White House’s 

virtual briefing on industry issues, designed 

specifically to help AAHOA Members 

navigate the current economic landscape.
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On a virtually constant basis, AAHOA is evaluating count-

less factors in the name of improving the industry for its 

members. While taking stock of current needs and iden-

tifying potential hazards on the horizon in the name of 

unfriendly legislation or negative trends that likely will 

need legislative attention, AAHOA works diligently to craft 

its federal policy priorities.

While the AAHOA Board of Directors are crafting on the 

association’s 2025 federal policy priorities, it’s helpful to 

consider those of the previous year as we look back at a 

year filled with plenty of hard work, tireless networking 

and education efforts, as well as a few wins along the way.

Never let it be said AAHOA doesn’t have the industry’s 

best interests in mind when it comes to its advocacy efforts, 

and the initiatives below are proof of an organization unwill-

ing to sit idly while the industry’s needs remain as urgent 

as ever.

Get. It. 
Done.

Further developing strategic relationships with 

the Small Business Administration to improve 

access to capital

Human trafficking awareness 

training and prevention

Returning and retaining the hospitality 

workforce in a competitive labor market

AAHOA’s 2024 Federal 
Policy Priorities

2.5-MINUTE READING TIME

Tax reform including 
the preservation of:

Credit card fees

Working with the Federal Trade Commission 

(FTC) to address merger guidelines, responsible 

franchise rule updates, and transparency issues 

related to junk fees

IRC Section 1031 Like Kind Exchanges

Stepped-Up Basis

Section 199A Small Business Deductions
Pushing for liability protections 

from frivolous lawsuits
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INDEPENDENT HOTELIERS

Plot your
path

F
ORECASTING PLAYS A PIV-

otal role in the success of 

independently owned hotels 

and motels. These small 

businesses often lack the 

corporate safety nets that 

franchise-affiliated properties enjoy and 

must be especially attuned to predicting 

demand, managing resources efficiently, 

and preparing for market fluctuations.

The independent hotelier must be open 

to learning what technology and resources 

are available to help them develop new 

skills and train staff without breaking the 

bank.

For independent operators, the ability 

to anticipate changes in occupancy rates, 

seasonal shifts, and local market trends 

can directly impact revenue, guest satis-

faction, and long-term viability.

The critical role 
of forecasting 

in managing 
independently 

owned properties
by AARYAN PATEL and JIN LAXMIDAS
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5-MINUTE READING TIME5-MINUTE READING TI

MAXIMIZING OCCUPANCY 

AND REVENUE

One of the primary advantages of effective 

forecasting in the hospitality industry is 

its potential to optimize occupancy rates. 

Hoteliers must anticipate periods of high 

and low demand with precision, as occu-

pancy rates are closely tied to a property’s 

profitability. An accurate forecast allows 

hotel managers to implement flexible pric-

ing strategies, adjusting room rates based 

on expected demand. For instance, during 

periods of peak occupancy, managers can 

raise rates to maximize revenue, while dur-

ing off-peak seasons, they can offer promo-

tions or discounts to attract more guests.

Revenue management, a discipline 

that relies heavily on forecasting, helps 

hotels achieve a delicate balance between 

supply and demand. In many cases, inde-

pendently owned properties have limited 

resources compared to large hotel chains, 

making precise forecasting even more 

essential. By analyzing historical data and 

current market trends, independent hotel 

owners can implement dynamic pricing 

models to capture the maximum possible 

revenue, regardless of market conditions.

STAFFING AND 

RESOURCE ALLOCATION

Labor costs represent one of the largest 

expenses for independently owned hotels 

and motels. Effective forecasting helps man-

agers determine appropriate staffing levels 

for any given period. Overstaffing during 

low-occupancy periods leads to unneces-

sary labor costs, while understaffing dur-

ing high-demand periods can negatively 

affect guest satisfaction and the overall 

guest experience.

Cooperating with local hospitality man-

agement schools and local high schools that 

offer hospitality programs often provides a 

source of flexible labor in the form of interns, 

allowing the hotel to quickly ramp up staff-

ing during periods of peak demand.

Using forecasting tools to estimate 

demand also enables more efficient alloca-

tion of other resources, such as housekeep-

ing supplies, food and beverage inventories, 

and maintenance services. For example, if a 

hotel expects a surge in guests due to a local 

event, it can stockpile supplies in advance, 

ensuring the property is prepared to accom-

modate the influx. Similarly, predicting peri-

ods of low occupancy allows hoteliers to 

adjust inventory orders and reduce waste, 

which is particularly important for inde-

pendently owned properties operating 

on tight budgets.

Staff development training is 

often available to small busi-

nesses through a state’s 

workforce commission.

1 2
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PREPARING FOR 

SEASONAL VARIABILITY

Independent hotel owners must pay close 

attention to seasonal patterns that affect 

demand. For properties located in vaca-

tion destinations, weather conditions, 

school holidays, and regional events 

can all significantly impact occupancy. 

Forecasting based on these factors allows 

managers to tailor marketing efforts and 

operational strategies accordingly.

For example, a beachfront motel may 

experience high demand during the sum-

mer months, while a ski resort may rely 

on winter visitors. In both cases, inde-

pendent hotel operators must not only 

predict when these high-occupancy 

periods will occur but also prepare for 

the offseason. This preparation may 

involve offering special packages or col-

laborating with local businesses, state 

and local visitors bureaus, or tourist pro-

motion agencies such as CVBs and local 

economic development offices to create 

promotions that attract guests during 

slower periods.

By analyzing past occupancy trends 

and incorporating external factors such 

as economic conditions or changes in 

local tourism, forecasting tools provide 

a roadmap for navigating seasonal vari-

ability. Independent hotels that do not 

engage in effective forecasting may 

struggle to capitalize on high-demand 

periods or, worse, find themselves unpre-

pared for market downturns.

ADAPTING TO MARKET

SHIFTS AND ECONOMIC 

CHANGES

The hospitality industry is vulnerable 

to a range of external factors, including 

changes in the economy, consumer pref-

erences, and competition. Independent 

hotels, which may not have the brand 

recognition or financial backing of larger 

hotel chains, are especially sensitive to 

these market fluctuations. Forecasting 

provides a proactive approach to antici-

pating such changes.

For example, during economic down-

turns, consumers may reduce discretion-

ary spending on travel. By forecasting the 

potential impact of these trends, hotel and 

motel managers can adjust their opera-

tions, such as by offering lower-priced 

accommodations or value-added services 

that appeal to cost-conscious travelers. 

Additionally, forecasting can help inde-

pendent hotel operators identify emerg-

ing markets or new customer segments, 

allowing them to diversify their revenue 

streams and reduce dependence on any 

single demographic.

Forecasting also is essential when 

responding to competition. If a new hotel 

opens in the area, it may affect the demand 

for existing independently owned prop-

erties. Hoteliers who use forecasting to 

anticipate this shift can adjust their mar-

keting strategies, room rates, and services 

to maintain competitiveness.

ENHANCING THE 

GUEST EXPERIENCE

In today’s competitive hospitality land-

scape, the guest experience is a critical 

determinant of a hotel’s reputation and 

success. Independent hotel operators 

One of the primary 
advantages of effective 

forecasting in the 
hospitality industry is 

its potential to optimize 
occupancy rates. 

Hoteliers must anticipate 
periods of high and low 
demand with precision, 

as occupancy rates 
are closely tied to a 

property’s profitability.”

must deliver exceptional service to dif-

ferentiate themselves from larger hotel 

chains. Forecasting plays an indirect, 

but vital, role in ensuring a positive 

guest experience by allowing manag-

ers to allocate the right amount of staff, 

prepare the necessary resources, and 

offer timely promotions that enhance 

guest satisfaction.

By aligning staffing levels, amenities, 

and services with anticipated demand, 

independent hoteliers can create a 

seamless experience for guests, leading 

to positive reviews and repeat business. 

Moreover, forecasting allows hotel man-

agers to anticipate guest needs during 

special events, holidays, or peak travel 

seasons, ensuring the hotel is well-

equipped to meet and exceed guest 

expectations.

TAKEAWAYS

For independently owned hotels and 

motels, forecasting is not just a tool for 

managing daily operations – it’s a stra-

tegic imperative that can determine the 

long-term success of the business. By 

accurately predicting demand, adjust-

ing pricing, staffing appropriately, and 

preparing for market shifts, hotel and 

motel managers can create resilient, 

efficient, and profitable properties. In 

an industry where margins often are 

tight and competition is fierce, the 

ability to forecast effectively provides 

independent hotels with a significant 

competitive edge, ensuring they can 

thrive in both favorable and challenging 

market conditions. ■

AAHOA Independent Hotelier Committee 

members Aaryan Patel and Jin Laxmidas 

share a commitment to help hoteliers 

become – and stay – independent.

3

4
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Aaryan Patel Jin Laxmidas
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FINANCE

C
OMMERCIAL REAL ESTATE 

is a leveraged-finance busi-

ness. Rarely do property 

buyers or developers pur-

chase large assets with all 

cash or equity. Instead, 

they’ll put debt on the real estate to opti-

mize the capital structure and maximize 

return on equity. Debt also can provide 

tax savings, making real estate invest-

ment attractive. Hence, proper planning 

with debt in mind is an important exercise 

before refinancing or investing in a hotel 

or other commercial real estate assets.

Debt strategy should begin with con-

sidering what type of debt and when it 

will mature. Debt maturity can be an 

extremely sensitive topic for many hotel 

owners. The capital markets are known 

to be temperamental, and the availability 

of debt can run hot or cold due to global 

and domestic events outside a borrower’s 

control. This trepidation only increases 

for larger transactions, as the bigger the 

loan, the more people involved, the more 

moving pieces and often the more time it 

takes to close. Larger loans can take up to 

six months to complete, compared to an 

average of 45 to 90 days for a plain vanilla 

hotel loan closing.

GOING TO MARKET

The next step in the process of securing 

debt financing that best aligns with the 

asset is to canvass the market for options. 

A qualified intermediary working on the 

borrower’s behalf usually takes the lead 

in the financing search. During this stage, 

the intermediary will conduct a prelimi-

nary analysis to present the financing 

opportunity to capital sources in the best 

Integral insights
Know when to start the debt financing 
search as you refinance a maturing loan
by RUSHI SHAH
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memo can’t be submitted until every morsel 

of information about the property is veri-

fied and evidenced by a third-party report. 

During this stage, lawyers will simultane-

ously work on loan documents as well as 

ensure a clear title for the lender to put a 

first lien on. Once the final due diligence is 

completed, the credit memo is submitted 

for approvals for the money to be released 

and the loan can be closed.

PREPARING FOR SUCCESS

Clearly, there are many moving pieces within 

a loan transaction and it can take a long time 

to find the right lender, negotiate the right 

deal, and get to the closing table. It’s impera-

tive to start early and allow enough time 

to navigate the process, especially when 

refinancing an imminently maturing loan. By 

being proactive and getting an experienced 

intermediary involved at the beginning of a 

financing search, hotel owners can minimize 

the risk of the transaction stalling or going 

sideways and avoid the pain of missing a 

refinance deadline. ■

Rushi Shah is Principal and CEO 

of the commercial mortgage 

and real estate investment 

banking firm Mag Mile Capital. 

As a leader in hospitality 

financing, Shah specializes in 

structuring and placing high leverage, 

nonrecourse bridge and permanent debt with 

cash out for full- and limited-service hotels 

nationwide. Since joining the firm’s predecessor, 

Aries Capital, in 2015, Shah has structured and 

closed hundreds of millions in financing for all 

property types. Shah has held previous positions 

at Northern Trust and has an MBA from the 

University of Chicago’s Booth School of Business.
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light. Borrowers will be asked to provide 

historical and projected financials, man-

agement tactics, and market trends, as 

well as evidence of pending opportunities 

that may improve the property’s cashflow. 

These variables will be analyzed along with 

the sponsor’s background and financial 

strength. This fact-gathering and repur-

posing of complex financials into a more 

user-friendly and standardized format can 

take from two to three weeks – or longer 

if the sponsor is a debt financing rookie.

Once the data elements are documented 

and evaluated, the next step in the debt 

transaction process is to test the market. 

The intermediary will create a professional 

pitch book, or package, and submit it to 

potential capital sources to consider the 

deal and provide a quote. Having a strong 

advisor advocating for the deal can be piv-

otal in getting lenders’ attention and suc-

cessfully navigating their questions and 

requirements. Once the back-and-forth 

with the lender and the intermediary is 

completed, a quote matrix is generated 

outlining the available debt landscape. 

This compilation reflects what the market 

is willing to offer for the asset in terms of 

debt financing.

MAKING A CHOICE

After comparing debt financing offers, 

it is time for the borrower to pick a win-

ning horse and negotiate a term sheet. 

The intermediary will draw on his or her 

experience and prowess to identify what 

loan terms can be negotiated and devise 

cures for any lender pain points, such as 

the amount of reserves required to remove 

recourse, interest only 

vs. amortization peri-

ods, and lockbox or 

other credit enhancements. After about a 

week of negotiations, the lender will pre-

pare and submit a full-fledged credit or 

investment memo to its credit committee 

requesting that the deal be considered and 

approved. During this pre-flight process, 

there’s real work involved, with profession-

als digging into the data, asking follow-up 

questions, and looking for any blind spots or 

potential pitfalls or weaknesses within the 

deal that might arise during due diligence.

WAITING FOR A DECISION

How in depth a credit committee review is 

and how long it lasts can vary by loan prod-

uct type. For example, a conventional bank 

loan origination team spends extra time 

completing this stage because it’s provid-

ing a fully baked memo to the bank’s credit 

committee to approve. This contrasts with a 

CMBS lender, which can submit a short-form 

memo because a more detailed analysis 

isn’t produced until after most third-party 

reports are returned. This surprises some 

borrowers, as there’s an overall misnomer 

the CMBS process is more onerous than a 

conventional loan. But because CMBS loans 

don’t require personal recourse from the 

sponsor, a fully completed CMBS credit 

4.5-MINUTE READING TIME
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THE GUEST EXPERIENCE

CCORDING TO THE NATIONAL 

Council on Aging, more than 

one-third of Americans are 

getting less than seven 

hours of sleep a night. As 

people seek to cure their 

fatigue, sleep is no longer just a nightly 

routine; it’s becoming the centerpiece of 

an emerging travel trend – sleep tourism.

Expected to grow by a remarkable 

$409.8 billion between 2023 and 2028, this 

new approach to travel is shifting the focus 

from merely exploring new destinations 

to catching up on some much-needed Zs. 

This emerging wellness-focused trend pri-

oritizes the quality of travelers’ sleep, with 

hotels introducing a variety of amenities 

to cater to their needs. From meditation 

classes and spa treatments to aroma-

therapy sessions, hoteliers are enhanc-

ing their offerings to ensure guests enjoy 

a rejuvenating stay. Among these offer-

ings, improved air quality stands out as 

a crucial, yet often overlooked, amenity 

hoteliers can utilize to ensure a comfort-

able stay for their guests.

AIR QUALITY AND SLEEP

Air is something we often take for granted. 

But the moment we step into a room filled 

with the stale scent of musty sheets or the 

stuffy atmosphere of poor ventilation, we 

quickly realize just how essential “pure 

air” truly is.

This holds particularly true when it 

comes to sleep quality. Poor air quality 

can lead to considerable discomfort and 

disrupt sleep patterns. Irritants such as 

airborne pollutants and allergens, for 

example, can trigger respiratory issues 

or worsen existing allergies, making it 

more challenging for guests to fall asleep 

and stay asleep throughout the night. 

Additionally, a lack of proper ventilation 

can create stuffy air, which may contribute 

to feelings of restlessness and discomfort. 

In contrast, clean and well-ventilated 

air in a hotel guest room plays a signifi-

cant role in ensuring guests enjoy peace-

ful, uninterrupted sleep. Improved air 

quality not only reduces stress but also 

promotes easier breathing, facilitates 

the body’s transition into a restful state, 

and enhances the overall quality of sleep. 

What’s more, higher levels of airborne par-

ticles can increase the risk of spreading 

harmful viruses or bacteria, and improved 

air quality can help lower the risk of air-

borne illnesses affecting guests. Ensuring 

a purified and well-circulated air environ-

ment is crucial for maximizing guest com-

fort and sleep quality, underscoring the 

importance of addressing air quality in 

hotel accommodations.

REAPING THE BENEFITS

Hoteliers have endless possibilities at 

their disposal when it comes to enhanc-

ing air quality in their accommodations. 

Strategies such as eliminating common 

irritants – like feather pillows – and offering 

hypoallergenic alternatives such as mat-

tress protectors and pillow encasements 

can provide an extra layer of protection 

against dust mites and other common 

allergens. Additionally, establishing pet-

free zones and limiting the use of strong 

fragrances in public spaces can help 

accommodate guests with allergies or 

asthma. This proactive approach helps 

minimize the body’s efforts to combat 

irritants, ensuring guests wake up feeling 

refreshed and revitalized.

Technology offers hoteliers another 

valuable tool to ensure high indoor air 

quality. By integrating advanced air purifi-

cation systems with modern HVAC technol-

ogies, they can create a fresher, healthier 

A relatively recent 
phenomenon, sleep 

tourism will dominate 
the travel industry for 

years to come. Focusing 
on the increasingly 

health-conscious 
traveler, hoteliers have 

a unique opportunity to 
position themselves as 
sanctuaries of wellness 

and relaxation for 
weary guests.”

A breath of 

Sleep tourism and enhanced air quality
by HALEY PAYNE
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environment for their guests. These sys-

tems work together to remove airborne 

contaminants, such as dust, allergens, 

and pollutants, from the air while HVAC 

systems ensure optimal ventilation and 

temperature control. By integrating these 

advanced filtration and climate control 

solutions, hoteliers can create a cleaner, 

healthier environment for guests, reducing 

the risk of respiratory issues and ensur-

ing a more comfortable stay. This dual 

approach not only boosts overall guest 

satisfaction but also supports better sleep 

and wellbeing.

A relatively recent phenomenon, sleep 

tourism will dominate the travel industry 

for years to come. Focusing on the increas-

ingly health-conscious traveler, hoteliers 

have a unique opportunity to position 

themselves as sanctuaries of wellness and 

relaxation for weary guests. By focusing 

on both the elimination of common irri-

tants and the integration of advanced air 

purification and HVAC systems, hotels can 

significantly enhance their guests’ sleep 

quality. This comprehensive approach to 

improving air quality not only addresses 

the need for comfort and health but also 

aligns with the broader wellness trends 

shaping the future of travel. As the sleep 

tourism market continues to evolve, invest-

ing in enhanced air quality will become 

crucial for hotels aiming to stand out in a 

competitive market and provide an excep-

tional, sleep-focused guest experience.■

Haley Payne is Head of 

Commercial for Pure Wellness, 

driving its growth and 

success, by overseeing sales, 

marketing, and account-

management departments. 

Having been with the company since 2007, she 

has a passion for cultivating the purest and 

highest quality environments for each and 

every hotel guest, and she can be reached at 

hpayne@pureroom.com.

3.5-MINUTE READING TIME
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STRATEGY

Streamline your services

I
T’S NO SECRET THE PANDEMIC 

wreaked havoc on hotels. Struggling 

to fill rooms while retaining staff 

at a time when things were chang-

ing rapidly was nothing short of an 

immense challenge. And, while four 

years have passed since that tumultuous 

time, the lessons learned can still be felt 

operationally today. Many hotels have 

changed the way business is conducted, 

including getting creative in the way they 

fulfill the service requests of their guests.

GETTING CREATIVE

Properties have slowly been transition-

ing from employing a skeleton crew to 

finally being able to re-hire the right tal-

ent to fill essential roles. In the meantime, 

creativity has taken flight with new and 

innovative solutions that can provide 

swift action to guests with necessary 

and direct attention. For example, many 

hotels now utilize robotic technology to 

assist with tasks like operating elevators 

autonomously or delivering necessities 

straight to a guest’s room. Not only does 

this touch-free machinery allow staff to 

focus on high-priority tasks instead; it also 

improves the guest experience thanks to 

an accurate and timely response.

SIMPLIFYING THE ASK

Another solution that concentrates on 

improving staff efficiency comes in the 

form of smart sensor systems. These 

devices are strategically placed around 

the guest room so that with just a simple 

wave, a guest can request restocks on 

items. This could be additional towels 

in the bathroom, more pods in the cof-

fee machine, or a minibar refill. Some 

platforms also can be used by a guest to 

address a cleanliness issue like when their 

used room service tray needs to be picked 

up, in addition to maintaining cleanli-

ness in public restrooms. Management 

can track the request from an initial 

alert through completion. This not only 

automates the workflow but allows for 

accountability in ensuring the guest’s 

needs are being continuously met.

THERE’S AN APP FOR THAT

When it comes to apps, many hotels are 

also implementing their own for guest-

facing use. These offer features like ease 

of check-in and a quick download of the 

folio statement to simplify the stay. Apps 

Finding efficient and elegant solutions
by RICHARD ADAMS
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5-MINUTE READING TIME

like the Hyatt brand’s World of Hyatt are 

equipped with even more management 

tools like allowing a guest to view their 

rewards points balance and track their 

progress toward the various membership 

tiers in addition to phone and messaging 

member support. By having all this right at 

their fingertips, guests can skip the stress 

and relax at their destination.

BUSINESS AS (NOT-SO) USUAL

Moving out of the pandemic, an increased 

awareness on cleanliness took flight. This 

means establishments were forced to 

pivot away from their once-regular ways 

of conducting business. And many of those 

implementations in the hotel industry 

are still here to stay today. From bagged 

breakfast options to transitioning to easy-

to-refill bulk amenities to sanitation sta-

tions set up throughout, properties are 

continuing to switch to a new way of living. 

Newer software offerings even make the 

checkout process contactless, allowing 

guests to pre-select their departure time 

or request a later option for an extra fee 

– without ever needing to speak to a per-

son. This post-pandemic shift can be felt 

in many products where a guest can still 

tailor their stay to their individual needs, 

without needing to call the front desk.

As hotels continue to redefine their 

operations from the world that they once 

knew pre-pandemic, the development of 

new solutions can help guide them for-

ward. From robotics to self-serving tech-

nology to no-contact options, innovation 

is helping to fulfill guest needs in both a 

timely and creative manner. And it’s a win-

win for all: Hotels streamline business to 

improve their bottom line while guests 

enjoy a greater experience that keeps them 

returning time and time again. ■

Richard Adams is the 

Co-Founder and CEO of 

Hygiene IQ, a hygiene and 

supply management solution. 

He specializes in product 

development and assisting 

startups from concept to exit. He can be 

reached at richard@hygieneiq.com.

From robotics 
to self-serving 
technology to 
no-contact 
options, 
innovation is 
helping to fulfill 
guest needs in 
both a timely and 
creative manner.”
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The wellness-driven evolution 
of hospitality design

by SONYA HAFFEY
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T
HE HOSPITALITY INDUSTRY IS UNDERGOING A SIG-

nificant transformation, driven by the evolving prefer-

ences and expectations of modern travelers. In recent 

years, the industry has placed a heightened emphasis 

on wellness as an integral part of the guest experience.

Recognizing the growing demand for holistic well-

being, hotels and resorts are channeling wellness through their 

personalized services, food and beverage offerings, and designing 

flexible spaces that foster a sense of community. From serene spas and 

mindful exercise areas to nutritious dining options and lounges, these 

establishments are redefining luxury and comfort. This approach not 

only caters to the physical health of guests but also nurtures their 

mental and emotional well-being, creating a space where visitors can 

feel rejuvenated. By integrating wellness into every aspect of their 

operations, hospitality spaces are setting new standards for guest 

satisfaction and loyalty, ultimately contributing to a more balanced 

and healthier lifestyle.
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Condado Palm Inn
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FROM COOKIE-CUTTER TO 

WELLNESS-ORIENTED DESIGN

A key element of the wellness-oriented design trend is the 

enhanced connection between indoor and outdoor spaces. Hotels 

increasingly are placing equal emphasis on interior and exterior 

environments, creating seamless transitions between the two. 

Features such as clubhouses, rooftop pools, and cabanas are 

designed to offer guests easy access to nature and provide them 

with environments that promote rejuvenation. This approach not 

only enhances the aesthetic appeal of the spaces but also sup-

ports the holistic well-being of guests by offering them a peaceful 

retreat from the stresses of daily life.

Traditionally, hotel design has followed a standardized approach 

prioritizing uniformity and efficiency. However, the growing 

emphasis on wellness has inspired a movement toward more 

thoughtful, community-oriented design. The rise in solo travel 

has further fueled this shift, in particular.

As more individuals choose to travel alone, they increasingly 

seek opportunities to connect with others and immerse them-

selves in local communities. Hotels that embrace a community-

centered approach to design can meet these evolving needs by 

creating spaces that encourage interaction and foster a sense of 

camaraderie among solo travelers. Individuals with strong social 

networks report higher levels of life satisfaction and happiness, 

highlighting the importance of creating environments that support 

social connections. By designing spaces that promote social inter-

action and community engagement, hotels can play a vital role in 

enhancing the mental and emotional well-being of their guests.

In addition to fostering community and connection, modern 

hotels also are addressing the diverse needs of their guests through 

the introduction of multifunctional spaces and upgraded ameni-

ties. Today’s travelers expect more than just a place to sleep; 

they seek environments that cater to both their professional and 

personal lives. To meet these demands, hotels are incorporating 

co-working areas, grab-and-go cafés, private workspaces, and 

social lounges into their designs. These spaces provide guests 

with convenient and versatile environments where they can work, 

relax, and socialize. By offering distinct physical spaces dedicated 

to productivity, hotels help guests mentally separate work from 

leisure, enhancing focus and reducing stress. The inclusion of 

coworking spaces also fosters a community atmosphere, allow-

ing for networking and collaboration, which further supports the 

balance between work and personal time. A development that 

could become more popular in the future is the idea of sensory 

rooms being introduced as adaptable, soundproof spaces that cater 
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By designing spaces 
that promote 

social interaction 
and community 

engagement, hotels 
can play a vital role in 
enhancing the mental 

and emotional well-
being of their guests.”

The Spa at PGA National

to different personalities and preferences. These multipurpose 

rooms offer opportunities for sound baths, meditation, yoga, and 

virtual therapy sessions, providing guests with ultimate privacy 

and a safe space in some cases.

The rise of wellness tourism has driven hotels to elevate their 

fitness and recovery offerings. Wellness tourism is defined as 

travel associated with the pursuit of maintaining or enhanc-

ing one’s wellbeing. Many hotels now feature fitness amenities 

worthy of elite athletes, such as high-performance equipment, 

cryotherapy, hyperbaric chambers, and cold plunges, allowing 

guests to engage in new wellness practices that improve both 

their mental and physical health.

UNIQUE SPACES THAT SUPPORT  

HIGH-TOURIST AREAS

Connecting the decor to the nature and landscapes of the 

surrounding area further enhances this sense of immersion, 

grounding guests in their environment. For instance, Condado Palm 

Inn embraces its tropical surroundings by featuring corridor motifs 

and guest rooms adorned with palm tree décor and vibrant color 

palettes, evoking the lush, vibrant atmosphere of its locale. Similarly, 

The Spa at PGA National uses soft whites, washed woods, champagne 

highlights, and subtle accents of blushy corals and palm prints, 

creating a serene, coastal-inspired retreat that resonates with the 

natural beauty of its surroundings. These thoughtful design choices 

not only enhance the aesthetic appeal of the spaces but also create 

environments that are both calming and culturally enriching. This 

holistic approach ensures guests not only have a comfortable place 

to stay but also enjoy a meaningful experience that connects them 

to the unique character of the destination.

The hospitality industry’s evolution reflects a broader trend 

towards personalization and wellness. By shifting away from cookie-

cutter designs and embracing biophilic design, local culture, and 

personalized services, hospitality brands are prioritizing the needs 

of their guests. The emphasis on these trends illustrates how the 

industry is ensuring a more holistic and guest-centric future. ■

Sonya Haffey is the CEO of V Starr, a South Florida-based 

interior design firm where she has led operations for more 

than 14 years. With her extensive experience, Haffey played 

a crucial role in transitioning V Starr from a focus on 

residential projects to including a strong commercial 

presence. Working closely with Venus Williams, the founder/

CEO of V Starr, Haffey oversees various projects, bringing together their 

strengths to create impactful designs.
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CONSTRUCTION & DEVELOPMENT

H
OTEL CONSTRUCTION 

costs have been steadily 

increasing with inflation 

year-over-year, resulting 

in a slowdown of new 

developments in some 

markets. Owners are facing unusually 

high bids from contractors, leading them 

to seek additional bids and even cancel 

projects when they seem financially unvi-

able. That said, the hospitality industry is 

highly profitable right now, with ADR and 

RevPAR reaching all-time highs as of late.

How, then, can owners overcome the 

initial challenges of getting a project off 

the ground? There’s no silver bullet, but 

there are three key strategies owners can 

implement to increase their success, and 

it ultimately comes down to finding the 

right project partners.

Are you missing the 

bigger 
picture?

A guide to tackling escalating construction costs
by JAKE ZWAAGSTRA

THINK 

OUTSIDE 

THE BOX

Unprecedented 

costs and con-

struction chal-

lenges necessitate a change of thinking. 

If traditional methods aren’t working, it’s 

time to consider other paths. Working 

directly with a contractor might not pro-

vide the most holistic view of the facts at 

hand. What owners don’t always know is 

partnering with a skilled owner’s represen-

tative can pay off in the long run, by bring-

ing in an industry expert who is well versed 

in all aspects of the development process, 

and who will shoulder the responsibility 

for navigating all challenges and ensuring 

costs are kept in check.

The value an owner’s representative 

brings to the hotel development process 

lies in their ability to bring the right voices 

to the table at the right time. They have 

a broad perspective, informed by an up-

to-date understanding of industry trends, 

which is crucial in making informed deci-

sions. It’s a complicated market and a good 

partner will know how to work backwards 

into a budget. For example, an owner’s 

representative can accurately approximate 

how construction costs are going to esca-

late over the course of a project lifecycle, 

and build an appropriate buffer into the 

overall budget. Similarly, a skilled own-

er’s representative can get creative when 

it comes to the ongoing labor problem. 

Every region has unique labor laws and 

pricing trends. An owner’s representative 

will have a wider net to pull from and can 

put in the leg work to find a contracting 

partner who can draw from a labor pool 

with higher value.
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4-MINUTE READING TIME

THINK LARGER 

SCALE

One of the first ques-

tions an owner should 

consider before embarking on any proj-

ects is, “Do I have any other projects in 

the pipeline that I can combine with this 

one?” It might seem counterintuitive when 

attempting to tackle escalating costs, but 

by grouping multiple projects together, 

owners actually can find better pricing and 

participation from project partners.

Approaching a $10 million project 

requires the same steps as a $50 million 

project, but at the higher level you will 

have the opportunity to work with con-

tractors who have access to a greater labor 

pool and more opportunities for strategic 

pricing. For example, as hotel owners in 

Dallas consider the approaching World 

Cup in 2026, they naturally will be aiming 

to update their properties in advance of 

the big event. They should be looking to 

group these planned updates with their 

other properties – in Austin, or Denver, 

for example – to get access to competitive 

pricing and ultimately get the most bang 

for their buck.

Smaller, individual properties also can 

benefit from working with a project part-

ner who will be able to group their project 

with two or three other hotels in a similar 

locale. This doesn’t mean your project will 

end up looking identical to a competitor. 

You’ll still have plenty of opportunities to 

distinguish yourself and gain a competitive 

edge in your distinct niche, but by combin-

ing segments like basic furniture packages, 

everyone can benefit from a discounted 

rate. None of us exist in a silo, and it’s time 

to start approaching our challenges in a 

more global, strategic way.

BRING THE 

RIGHT VOICES 

TO THE TABLE

A successful hotel 

development process 

is entirely dependent on having 

the right voices in the room at the right 

times, which ensures owners can make 

well-informed decisions. Bringing in an 

experienced project partner who will 

shoulder the heavy lift of navigating 

the many voices and factors involved 

throughout the development process will 

ultimately ensure that an owner gets the 

highest value out of their planned proj-

ect. An owner’s representative is an exten-

sion of the owner themselves and works 

to ensure all stakeholders have the best 

possible understanding of all factors at 

play as they make crucial decisions regard-

ing the success of their project. ■

CEO Jake Zwaagstra founded 

TriCelta Development with a 

vision of providing superior 

service to project owners. A 

proven leader in the 

hospitality industry, Jake 

draws on 20-plus years of design-build 

experience to articulate and realize his clients’ 

visions. His commitment to transparency, 

efficiency, and integrity ensures the timely 

delivery of projects while maximizing savings 

and quality.

Unprecedented costs and construction challenges necessitate a change of 
thinking. If traditional methods aren’t working, it’s time to consider other paths.”
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AAHOA VENDOR PARTNERS

AAHOA Vendor Partners
AAHOA IS PLEASED TO PROVIDE THIS LIST OF ITS CLUB BLUE, PLATINUM, SILVER, BRONZE, AND ALLIED INDUSTRY PARTNERS 

as a resource for members. AAHOA, however, does not endorse these companies or the products or services they offer, or any of the 

discounts, deal terms, or other offers related to the price that any of these companies may advertise, market, or promote to AAHOA 

members. AAHOA strongly encourages all of its members and any users of this list to conduct all reasonable and necessary due diligence 

and research prior to selecting a company with which to do business.
Blue shading denotes Club Blue Industry Partners

Dark gray shading denotes Platinum Industry Partners

Light gray shading denotes Silver Industry Partners

Bronze shading denotes Bronze Industry Partners

ACCOUNTING 
SERVICES

DOCYT Accounting 
Sid Saxena 
812-340-4725 
sid@docyt.com

ERA Group 
Vignesh Mani 
872-202-0749 
vmani@eragroup.com

Hotel Coupons 
Steve Lewis 
619-922-8439 
slewis@hotelcoupons.com

M3 Accounting + 
Analytics 
Scott Watson 
770-531-3730 
scott@m3as.com

Marcus & Millichap 
Biran Patel 
214-505-4547 
biran.patel@
marcusmillichap.com

Soarr Services 
Michael Ferrer 
817-437-8011 
michael@
soarrservices.com

ADJUSTERS

MBC Public Adjusters 
Mady Galarza 
708-537-8229 
galarza.madeline@
gmail.com

ADVERTISING/
MARKETING

CYBERWEB Hotels, LLC. 
Bhavish H. Bhutta 
813-731-1960 
bhavish@
cyberwebhotels.com

Virdee 
David Schnepp 
512-795-1614 
david@virdee.io

AIR PURIFICATION/
WATER FILTRATION

Aroma360 Pro Solutions 
David Amaral 
704-299-3700 
damaral@
aroma360pro.com

Onity, Inc. 
Kendall Simich 
503-741-5698 
kendall.simich@
carrier.com

APPLIANCES

MicroFridge by Danby 
Briana Woodley 
508-523-7700 
bwoodley@
microfridge.com

WholesaleWater 
Heater.com 
Noah Beson 
248-892-1000 
nbeson@plumbers 
wholesale.com

APPRAISERS

HVS 
Daneen Godinet 
214-766-5394 
rrivard@ushotel 
appraisals.com

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

ARTWORK

Design Environments 
Soni Sharma 
630-382-8679 
ssharma@design 
environments.com

ATTORNEYS

CSG Law 
Marisa Rauchway 
973-530-2139 
mrauchway@csglaw.com

Dentons 
Raja Patil 
502-419-9214 
raja.patil@dentons.com

DPA Attorneys 
Darshan Patel 
619-851-4894 
dpatel@
dpaattorneys.com

Gauthier Murphy & 
Houghtaling LLC 
John II Houghtaling 
504-456-8600 
john@gmhatlaw.com

Merlin Law Group 
Anthony Pinto 
813-519-1804 
apinto@merlin 
lawgroup.com

BED + BATH 
ACCESSORIES/
SUPPLIES

AGH Supply 
Danny Patel 
803-665-0508 
dannypatel@
aghsupply.com

Bath Knot Inc 
Gavin Hsu 
347-337-691 
gavin@bathknot.com

Builders Direct Depot 
Chung Khuong 
832-384-7272 
info@bddllc.com

Deluxe Living Inc 
Tong Wang 
704-618-7987 
twang@
deluxelivinghome.com

Guest Supply A Sysco 
Company 
Justin Haggart 
732-868-2200 
jhaggart@
guestsupply.com

Highline LED 
Vishal Patel 
501-200-7770 
usasales@highlineled.com

Kingsdown Hospitality 
Bedding 
Vince Nicholson 
404-229-8042 
vnicholson@
kingsdown.com

MotelbnbHotel, Inc. 
Maria D Perez 
346-321-9190 
info@motelbnbhotel.com

Sun Hospitality Products 
JT Trivedi 
513-305-6650 
jt@sunhospitality 
products.com

Tempur Sealy 
Katie Husband 
336-861-3500 
katie.husband@
tempursealy.com

Vogue Hospitality 
Nick Maini 
770-963-3931 
gm@vogue 
hospitality.com

BEDSPREADS/
DRAPERIES/PILLOWS

Serta Simmons 
Hospitality Bedding 
Bridget Price 
404-661-2321 
bprice@serta 
simmons.com

Star Textile, Inc. 
Tanya Hendershot 
586-758-2700 
tanya@startextile.com
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CABLE/SATELLITE TV 
SERVICES

Dish Business 
Pulkit Bhatnagar 
303-587-5562 
pulkit.bhatnagar@
dish.com

Entersource 
Andy Degraw 
931-680-0068 
adegraw@
entersource.com

SATCOM HD  
SOLUTIONS LLC 
Thomas Johnson 
717-623-8779 
admin@satcomhd.com

Spectrum Enterprise 
Evonda Robertson 
212-379-5826 
stephanye.pitts@
charter.com

USA Digital Inc 
Aaron Gomez 
888-388-1531 
aaron@usadigital.tv

WorldVue 
Reagan Baker 
832-280-1418 
rbaker@worldvue.com

CARPET /  
CARPET CUSHION & 
FLOOR COVERINGS

Embassy Carpets & 
Design Center 
Darabhai Jilla 
800-366-7847 
dara.jilla@embassy 
carpets.com

CARPET FLOOR CARE

JM Hospitality Solutions 
Jimmy Macwan 
919-396-2229 
jimmy@jmhs-llc.com

JSK Design LLC 
Prashant Diwan 
240-813-5182 
jskdesign19@gmail.com

CASEGOODS

Dial Professional,  
Div of Henkel Corp 
Rich Spencer 
419-540-3842 
richard.spencer@
henkel.com

Ferguson Facilities 
Supply 
Eric Tucker 
188-833-40004 
eric.tucker@ferguson.com

Hospitality Designs 
Steve Yeung 
604-657-5501 
steve@
hospitalitydesigns.com

Jio Supply 
Andi Soni 
909-721-6975 
purchase@jiosupply.com

JM Hospitality Solutions 
Jimmy Macwan 
919-396-2229 
jimmy@jmhs-llc.com

Lead Designs 
Nirav Sheth 
336-307-1216 
niravs@lead 
designsllc.com

Procure Hospitality 
Jyotish Patel 
415-704-8799 
shishir-patel@
hotmail.com

Walmart Business 
Ryan Ramirez 
209-643-3791 
ryan.ramirez@
walmart.com

CHEMICALS

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

DIVERSEY, Inc. 
Peter Kanneth 
peter.kanneth@
diversey.com

EcoClear Products, Inc 
Floyd Davidson 
941-423-7289 
floyd@ecoclear 
products.com

Ecolab, Inc. 
Tori Hollaway 
1-800-352-5326 
tori.hollaway@
ecolab.com

Faultless Professional 
Justin Nelson 
816-520-4477 
jnelson@faultless.com

SEATEX, LLC 
Scott Childers 
713-357-5300 
schilders@
seatexcorp.com

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

COMPUTER 
SOFTWARE

Covenant Underwriters 
Daniel Murray 
346-330-3777 
daniel@covenant 
underwriters.com

COMPUTERS 
HARDWARE

Cox Business 
Alea Riley 
404-269-3057 
alea.riley@cox.com

COMPUTERS 
SOFTWARE

Anand Systems Inc 
Bhavesh Vakil 
209-613-8262 
bhavesh@
anandsystems.com

Atica Global 
Kunal Sharma 
415-881-1587 
akash@aticastays.com

Coast to Coast 
Elizabeth Pecsi 
800-231-4553 
shorowitz@
coastcoast.com

Hotel Room Service LLC 
Anand Patel 
323-236-5317 
anand@roomservice.io

Nomadix 
Mike Gray 
818-575-2505 
mike.gray@nomadix.com

CONSTRUCTION

Firmo 
Kristoffer Haller 
941-917-0494 
haller@firmo 
construction.com

Jacuzzi Bath Remodel 
Timothy McGuire 
815-257-6064 
tim.mcguire@jacuzzi.com

Opulent Hospitality LLC 
Joshua Ryan Oradat 
404-772-7674 
roradat@opulent 
hospitality.net

Patriot Roofing USA 
Jeff Christian 
470-272-6884 
office@patriot 
roofingusa.com

Refinished Bath 
Solutions 
Kelly Evans 
877-882-2278 
kelly@ekopelusa.com

CONSULTING

ADP, Inc. 
Chris Bauer 
201-572-0639 
chris.bauer@adp.com

Hotel Room Service LLC 
Anand Patel 
323-236-5317 
anand@roomservice.io

HVS 
Daneen Godinet 
214-766-5394 
rrivard@ushotel 
appraisals.com

Jacaruso Enterprises Inc. 
Melanie Calcagno 
210-415-0522 
mcalcagno@jacaruso.com

M3 Accounting + 
Analytics 
Scott Watson 
770-531-3730 
scott@m3as.com

Mehr Consultancy 
Manny Bains 
661-769-7104 
manny@
mehrconsultancy.com

NewGen Advisory 
Dinesh Rama 
602-648-2700 
dan.rama@
newgenadv.com

Public Loss Conultants 
Daniel Russo 
800-738-6101 
drussoplc@gmail.com

Universal Financial 
Consultants 
Vincent Munno 
727-669-0109 
vmunno@ufc.bz

Vogue Hospitality 
Nick Maini 
770-963-3931 
gm@
voguehospitality.com

CONSULTING/ 
RISK MANAGEMENT 
SERVICES

Mulcahy & Associates 
Frank Mulcahy 
713-657-0377 
fmulcahy@
mulcahyassoc.com

CREDIT CARD 
PROCESSING

Chase 
Faheem Khan 
972-324-5510 
faheem.khan@
jpmorgan.com

Digit7 
Sandeep Panneerselvam 
832-790-2590 
sandeepkumar.
panneerselvam@digit7.ai

Fortis 
Raj Pannu 
248-455-4310 
raj.pannu@fortispay.com

Hospitality Helpers 
Kevin Danylchuk 
201-783-9812 
info@hospitality-
helpers.com

CULTURED MARBLE/
SOLID SURFACE

Jacuzzi Bath Remodel 
Timothy McGuire 
815-257-6064 
tim.mcguire@jacuzzi.com

CULTURED MARBLE/
SOLID SURFACE 
PRODUCTS

M and A Product 
International 
Mikhail Makhnichenko 
224-616-1766 
info@armoglaze.net

DATA ANALYTICS

Atica Global 
Kunal Sharma 
415-881-1587 
akash@aticastays.com
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ELECTRONIC LOCKING 
SYSTEMS

Acculock 
Dan Brown 
866-222-8562 
dan@acculock.com

Miwa Lock Company, 
Ltd. 
Dan Staton 
949-328-5280 
dan@miwalock.com

SecureLox 
Ethan Wang 
832-498-8760 
secureloxinstallation@
gmail.com

Vingcard 
Sunny Kurani 
945-324-8148 
sunny.kurani@
assaabloy.com

ENERGY 
MANAGEMENT

Amana PTAC 
Byron Cortez 
800-647-2982 
bcortez@amana-ptac.com

Ariston Group 
Hillary Bliss 
508-961-9901 
hilary.bliss@ariston.com

Krem Energy, LLC 
Mark Fosshage 
201-819-5464 
markf@krem.energy

StayNCharge 
Anthony Booth 
912-399-3869 
tonyb@stayncharge.com

Verdant Energy 
Erika Webber 
514-344-4448 
erika.weber@
emerson.com

EQUIPMENT/
APPLIANCE 
PROVIDERS

Avendra 
Rom Mathews 
301-825-0091 
rombulus.matthews@
avendra.com

Cetis, Inc. 
Bonnie Rivera 
719-239-6524 
khawk@cetisgroup.com

Champion PTAC, LLC 
Chris Gorman 
954-568-3400 
info@champion-ptac.net

Felix Storch Inc/  
Summit Appliance 
Christopher Fitzpatrick 
718-893-3900 
christopherf@
summitappliance.com

GE Appliances 
Rachel Atkinson 
502-656-8926 
rachel.atkinson@
geappliances.com

Jus Charging  
Systems, Inc 
Jimmy Fanning 
954-249-6224 
jimmy@jus.live

Onnera Group 
Maria J Blanco 
786-493-4099 
us.marketing@
onneragroup.com

Transworld Services, Inc 
Kayla Sisomphone 
407-636-1584 
kayla@
twstransworld.com

FINANCIAL SERVICES

iDeas 
Mike Chuma 
952-698-4200 
mike.chuma@ideas.com

MassMutual 
Candy Chan 
860-835-8612 
ychan@massmutual.com

NMG Financial Services 
Dan Russo 
800-637-6103 
drusso@nmgfinance.com

PMC Commercial Trust 
Kristi Lewis-Hodge 
972-349-3200 
loans@pmctrust.com

PointeNorth  
Insurance Group 
Paul Mayo 
816-582-5181 
paul.mayo@
pninsurance.com

Universal Financial 
Consultants 
Vincent Munno 
727-669-0109 
vmunno@ufc.bz

FINANCING

Fortis 
Raj Pannu 
248-455-4310 
raj.pannu@fortispay.com

Hotel Brokers of America 
Subhash Naik 
661-978-3109 
deals@hbofamerica.com

Largo Hospitality  
Finance Group 
Gary Coscia 
716-204-2200 
kvivian@largocapital.com

Marcus & Millichap 
Biran Patel 
214-505-4547 
biran.patel@
marcusmillichap.com

Peoples Bank 
Phillip Davis 
631-949-9000 
phillipdavis@outlook.com

PHD Financial LLC 
Jody Darrow 
561-508-7558 
jodydarrow@gmail.com

Pineapple Capital Group 
Dave Shah 
850-960-5500 
dave@pineapple 
capitalgroup.com

State Bank of Texas 
Melissa Butler 
972-842-9233 
sandpatel@statebnk.com

United Midwest  
Savings Bank 
Robert Bruno 
216-403-7899 
rbruno@umwsb.com

FLOOR COVERINGS

Everstep Flooring 
David Martin 
423-596-7040 
david.martin@
everstepflooring.com

First Choice  
Decor and More 
Kayleigh Gardiner 
706-913-3730 
firstchoicelvp@gmail.com

First Shriji  
Hospitality Ink 
Shyam Ahuja 
630-225-5915 
shyam@firstshriji 
hospitality.com

Floor & Decor 
Commercial Flooring 
Judy Spill 
877-659-2478 
judy.still@floor 
anddecor.com

Happy Feet International 
Earl Madison 
706-825-0688 
emadison@
happyfeetint.com

MSI Surfaces 
Anil Palasamudram 
713-570-7000 
anil@msisurfaces.com

FLOORING

Newspace, Inc. 
Jason Chen 
650-873-8029 
jchen@newspace 
flooring.com

FOOD/BEVERAGE

American Dairy Queen 
Corporation 
Jennifer Rude 
952-830-0391 
jennifer.rude@idq.com

Boomerang Water, LLC 
Jason Dibble 
941-321-8865 
jason@
boomerangwater.com

Denny’s Corporation 
Mark Levis 
615-603-8373 
mlevis@dennys.com

Entegra 
James Perry 
615-342-9575 
james.perry@
entegraps.com

GoTo Foods 
Rani Bhatt 
404-978-4829 
rbhatt@gotofoods.com

Guest Supply A Sysco 
Company 
Justin Haggart 
732-868-2200 
jhaggart@
guestsupply.com

Jack in the Box 
Karey Thompson 
858-571-2683 
dustin.thompson@
jackinthebox.com

Kellanova 
Tina Griffin 
630-335-3737 
tina.griffin@kellogg.com

Pepsi 
Karl Bush 
336-251-9758 
karl.bush@pepsico.com

FRANCHISING

Best Western Hotels & 
Resorts 
Michelle Zajac 
800-847-2429 
michelle.zajac@
bestwestern.com

Denny’s Corporation 
Mark Levis 
615-603-8373 
mlevis@dennys.com

Extended Stay America 
Linda Trexler 
980-345-1600 
ltrexler@esa.com

G6 Hospitality 
Franchising, LLC 
Tina Burnett 
972-360-5434 
972-360-5409 
burnett_tina@
g6hospitality.com

Lightbridge Academy 
Jim DiRugeris 
732-980-1900 
jdirugeris@
lightbridgeacademy.com

My Place Hotels 
Terry Kline 
605-229-8684 
terry.kline@
myplacehotels.com

Primrose 
Blair Burdette 
404-423-4247 
bburdette@
primroseschools.com

Red Roof 
Stephanie Pina 
888-473-8861 
spina@redroof.com

Sonesta 
Amanda Marcello 
401-578-2095 
614-706-8874 
amanda.marcello@
sonesta.com
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StableGold  
Hospitality LLC 
Jasmin Dossani 
678-978-1366 
jasmin.dossani@stable 
goldhospitalityga.com

Wyndham Hotels  
& Resorts 
Amit Sripathi 
973-753-7158 
amit.sripathi@
wyndham.com

FURNITURE/
FIXTURES

All4Lodging, LLC 
Hina Patel 
626-253-6355 
hina.all4lodging@
gmail.com

Athos 
Chris Pickett 
804-647-2173 
chris.pickett@
athosimports.com

Curve Hospitality 
Sargent Khan 
281-619-1800 
curvehospitality@
gmail.com

Dickson Furniture 
Manufacturers 
Paul Mougel 
713-747-0341 
pmougel@dickson 
furniture.com

FGI Industries 
Glen Paporello 
973-463-7126 
glen.paporello@ 
fgi-industries.com

Foliot Furniture 
Mahesh Parekh 
702-278-7380 
mparekh@foliot.com

Graniti Vincentia 
Megha Raja 
832-338-1355 
megha@graniti 
vicentia.com

Hospitality Finishes LLC 
Alisa Rubenstien 
305-335-2310 
alisa@hospitality 
finishes.com

Lang Furniture Inc. 
Lyle Lang 
715-387-1690 
lyle.lang@lang 
furniture.net

Malar Contract Lighting 
Nathan Atkins 
423-587-2196 
nathan@
malarlighting.com

Shivmuk, Inc. 
Simi Gupta 
951-712-7300 
simi.shivmuk@gmail.com

Suncoast Aluminum 
Furniture 
Prakash Varshney 
239-267-8300 
paul@suncoast 
furniture.com

HARDWARE

Lowe’s ProServices 
Julie Patel 
404-640-8657 
julie.patel@lowes.com

HEATING/AIR 
CONDITIONING

Amana PTAC 
Byron Cortez 
800-647-2982 
bcortez@amana-ptac.com

Champion PTAC, LLC 
Chris Gorman 
954-568-3400 
info@champion-ptac.net

Elkay Interior  
Systems (EIS) 
Greg Gliniewicz 
630-346-7549 
greg.gliniewicz@ 
 elkayinteriorsystems.com

Friedrich Air 
Conditioning Company 
Bill Huber 
210-546-0508 
bill.huber@friedrich.com

Heat-Timer Corporation 
Vincent Clerico 
973-575-4004 
vclerico@heat-timer.com

Onity, Inc. 
Kendall Simich 
503-741-5698 
kendall.simich@
carrier.com

HOT WATER HEATERS

Navien, Inc. 
Mike Warter 
800-519-8794 
mike.warter@navien.com

Rinnai 
Dipesh Parekh 
404-821-0908 
dparekh@rinnai.us

HOTEL/MOTEL 
BROKERS

Colliers International 
Helen Zaver 
404-877-9207 
helen.zaver@colliers.com

Hotel Brokers of America 
Subhash Naik 
661-978-3109 
deals@hbofamerica.com

Hunter Hotel Advisors 
Sarah Moss 
770-916-0300 
sarah.moss@
hunterhotels.net

Tabani Realty 
Salman Tabani 
214-226-7500 
stabani@tabanirealty.com

HOUSEKEEPING/
JANITORIAL 
SERVICES

Ecolab, Inc. 
Tori Hollaway 
1-800-352-5326 
tori.hollaway@
ecolab.com

Faultless Professional 
Justin Nelson 
816-520-4477 
jnelson@faultless.com

IN-ROOM AMENITIES

Dish Business 
Pulkit Bhatnagar 
303-587-5562 
pulkit.bhatnagar@
dish.com

Guide A Guest 
Marc Palmer 
970-663-5445 
marc@guideaguest.com

Hospitality1 
Babita Patel 
713-343-5875 
babitapatel@
hospitality1.net

INSURANCE

Abacus Insurance & 
Financial Services 
Ankit Patel 
972-600-8460 
ankit@abacus 
insurance.net

Acentria Insurance 
Vik Patel 
407-829-8575 
vik.patel@acentria.com

Commercial Insurance 
Solutions 
Kevin Timmons 
214-420-0342 
kevin_timmons@cis-
ais.com

First MainStreet 
Insurance Hospitality 
Tyler Trunnell 
319-290-6474 
tylert@brummel 
madsen.com

Gauthier Murphy & 
Houghtaling LLC 
John II Houghtaling 
504-456-8600 
john@gmhatlaw.com

HUB International 
Limited 
Kim Gore 
843-602-6368 
kim.gore@
hubinternational.com

Humera Jumani 
Insurance 
Humera Jumani 
972-863-7772 
hjumani@twfg.com

New York Life Insurance 
Company 
Srinivas R Ranga 
914-846-6416 
srranga@nyl.com

Petra Risk Solutions 
Amie Patel 
760-268-9203 
amiep@petra 
risksolutions.com

PointeNorth  
Insurance Group 
Paul Mayo 
816-582-5181 
paul.mayo@
pninsurance.com

Sandin Insurance Group 
Dave Sandin 
503-381-8583 
dave@sandin 
insurance.com

Starr Insurance Inc. 
Lekha Patel 
717-263-1752 
derek@insure 
withstarr.com

The Insurance Center 
Aran Kagan 
910-274-2525 
akagan@ticnc.com

Young Adjustment 
Michael Reiter 
215-654-6800 
mreiter@young 
adjustment.com

INSURANCE/ 
FINANCIAL SERVICES

Farmers State Bank of 
Alto Pass 
Leslee Leverett 
618-926-7595 
lleverett@myfsb.com

INTERACTIVE 
TV SERVICES/
TELEVISIONS

Digitron System, Inc. 
Dipak Mistry 
610-745-2747 
dmistry@digitron 
systems.com

Home Box Office 
Caroline Bello 
347-610-1081 
caroline.bello@wbd.com

TV Asia 
Pradeep Hegde 
732-650-1100 
pradeep@tvasiausa.com

INTERIOR DESIGNERS

Boston Trade 
International 
Darlene Deschambeault 
978-562-9988 
darlened@
bostontradeintl.com

Carver & Associates, Inc. 
Doug Roam 
770-233-9799 
droam@carverassoc.com

INTERNET SERVICES

Innrly 
Vimal Patel 
833-311-0777 
vimal@qhotels.com

Spectrum Enterprise 
Evonda Robertson 
212-379-5826 
stephanye.pitts@
charter.com
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LAMPS/LAMPSHADE 
LIGHTING

All4Lodging, LLC 
Hina Patel 
626-253-6355 
hina.all4lodging@
gmail.com

Hospitality1 
Babita Patel 
713-343-5875 
babitapatel@
hospitality1.net

LED King 
Adeel Ali 
469-328-7397 
danny@ledkingtx.com

Procure Hospitality 
Jyotish Patel 
415-704-8799 
shishir-patel@
hotmail.com

SARIN Energy Solutions 
Inayat Noormohmad 
404-512-3451 
inayat@sarinenergy.com

TechnoLED USA 
Dax Patel 
404-454-1755 
dax@technoledlights.com

LAUNDRY EQUIPMENT

AAdvantage Laundry 
Systems 
Marcela Veloz 
800-880-2138 
mveloz@aadvantage 
laundry.com

Dexter Laundry, Inc. 
Mackenzie Swanson 
641-472-5131 
mswanson@dexter.com

Laundrylux 
Powell Andrews 
516-727-2363 
pandrews@
laundrylux.com

Southeastern Laundry 
Equipment Sales, Inc. 
Heather Vila 
770-928-0080 
sales@selaundry.com

UniMac 
Michaela Haven 
828-691-9945 
michaela.haven@
alliancels.com

LEASING EQUIPMENT/
APPLIANCES

Elkay Interior  
Systems (EIS) 
Greg Gliniewicz 
630-346-7549 
greg.gliniewicz@
elkayinteriorsystems.com

LOAN CONSULTANTS

Pineapple Capital Group 
Dave Shah 
850-960-5500 
dave@pineapple 
capitalgroup.com

State Bank of Texas 
Melissa Butler 
972-842-9233 
sandpatel@statebnk.com

MAINTENANCE 
SUPPLIES

Lowe’s ProServices 
Julie Patel 
404-640-8657 
julie.patel@lowes.com

MANAGEMENT 
COMPANIES

G6 Hospitality 
Franchising, LLC 
Tina Burnett 
972-360-5434 
972-360-5409 
burnett_tina@
g6hospitality.com

Greentree Hospitallity 
Group 
Nicole Lei 
702-465-5753 
nicole.lei@
greentreeinn.com

hihotels by Hospitality 
International 
Chris Guimbellot 
770-270-9398 
chris@hifranchise.com

Mehr Consultancy 
Manny Bains 
661-769-7104 
manny@mehr 
consultancy.com

Stepstone Hospitality 
Amish Naik 
401-865-6901 
anaik@stepstone 
hospitality.com

MANAGEMENT 
SOFTWARE

CIA Solutions 
Jill Stan 
770-381-1721 
jill@ciasoft.com

MATTRESSES/ 
BOX SPRINGS

Comfort Sleep 
Neal Grigg 
336-687-4462 
nealgrigg@outlook.com

Hollywood Bed Frame 
Company 
Phillip Herrin 
770-329-6326 
pherrin@
hollywoodbed.com

Serta Simmons 
Hospitality Bedding 
Bridget Price 
404-661-2321 
bprice@
sertasimmons.com

Tempur Sealy 
Katie Husband 
336-861-3500 
katie.husband@
tempursealy.com

MISC

Ferguson Facilities 
Supply 
Eric Tucker 
188-833-40004 
eric.tucker@ferguson.com

Public Loss Conultants 
Daniel Russo 
800-738-6101 
drussoplc@gmail.com

Vingcard 
Sunny Kurani 
945-324-8148 
sunny.kurani@
assaabloy.com

Walmart Business 
Ryan Ramirez 
209-643-3791 
ryan.ramirez@
walmart.com

MISCELLANEOUS

A1 American 
Mark Kelleher 
833-205-2200 
markk@a1american.com

BDK America, “The 
Teaching of Buddha” 
Brian Nagata 
619-248-3749 
manager@
numatacenter.com

Bhindi Jewelers 
Jay Bhindi 
atlanta@bhindi.com

CHS (consolidated 
hospitality supplies) 
Cory Block 
630-843-1915 
cblock@ch-supplies.com

Endlos Innovations 
Private Limited 
Yash Patel 
(91932-777-7854 
yash.patel@endlos.tech

Fabian Couture Group 
John Ward 
201-460-7776 
jward@fabiancouture.com

Forvis 
Kelsey Simms 
417-831-7283 
kelsey.simms@forvis.com

Hospitality Lodging 
Systems 
Neil Collins 
404-939-9780 
ncollins@dch1.com

Hospitality Openings 
David Feferkorn 
718-330-9494 
davidf@hopenings.com

Jio Supply 
Andi Soni 
909-721-6975 
purchase@jiosupply.com

Johnson Controls 
Kalani McClain 
312-257-8223 
kalani.mcclain@jci.com

Laaveen 
Roshan Jariwala 
954-737-4631 
roshan@laaveen.com

Marathon Fitness 
Ashley Thomas 
800-391-9496 
ashley@marathon 
fitness.com

Midea America Corp. 
Sean McKinney 
973-459-6283 
sean.mckinney@
midea.com

New Millennium  
Building Systems 
Steven Kostal 
260-321-8080 
steve@centrifuge-
now.com

NewGround 
Randy Choplin 
919-524-6380 
rchoplin@newground.com

NexTap Hospitality 
Vinnie Patel 
239-810-0184 
vinniepatel@
thenextap.com

Ochs Enterprises/  
Vibra Tec Plates 
Colleen Kavanaugh 
412-523-0468 
a.ochsenterprises@
gmail.com

Parity Technology 
Solutions LLC 
Div Patel 
717-540-5679 
dpatel@parity 
solutions.com

PPG Architectural 
Coatings 
Eric Love 
352-638-6674 
eslove@ppg.com

Sable Hotel Supply 
Alan Johnson 
605-380-4858 
alan@sable 
hotelsupply.com

Smart Energy Solutions 
Amit Patel 
704-835-1054 
apatel@smartlednc.com

Squeez Inc. 
Chris Ogboke 
813-755-4900 
chris@thriveceo.com

TechGuru Inc. 
Prashant Patel 
704-457-5700 
prashantpatel@
techguru.net

Tiga Solutions 
Charles Tichelbaut 
847-962-7449 
charlest@
tigasolutions.com

Ujas Hotel Furniture, Inc 
Umang Pandya 
201-888-1848 
umangp@ujas 
hotelfurniture.com

United Rentals 
Shawn Borth 
317-448-6257 
sborth@ur.com

Welspun USA 
Megha Choudhry 
917-969-0072 
choudhrym@
welspunusa.com
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WizeHire 
Michael Stevenson 
512-567-9376 
michael@wizehire.com

ONLINE RESERVATION 
SYSTEMS

Apogee Travel 
Pearson Talbert 
615-479-9996 
ptalbert@
apogeetravel.com

Booking.com (USA) Inc. 
Maribel Calderon 
1-888-850-4649 
maribel.calderon@
booking.com

Bookitngo Corp 
Sarah Eley 
949-264-2039 
sarah@bookitngo.com

CYBERWEB Hotels, LLC. 
Bhavish H. Bhutta 
813-731-1960 
bhavish@
cyberwebhotels.com

Hopper 
Veronica Lane 
910-382-8683 
vlane@hopper.com

HotelKey 
Anna Clark 
503-922-1517 
anna.clark@
hotelkeyapp.com

PAYROLL 
PROCESSING

ADP, Inc. 
Chris Bauer 
201-572-0639 
chris.bauer@adp.com

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

Paychex 
Mary Meloy 
561-267-3103 
mmeloy@paychex.com

PEST CONTROL

Orkin, LLC 
Octavia Rolle 
404-214-2241 
orolle@jackson 
spalding.com

PROPERTY 
MANAGEMENT 
SOFTWARE

Visual Matrix PMS 
Kristin Herring 
214-291-4000 
k.herring@vmpms.com

PURCHASING/ 
SALES FURNISHINGS

Avendra 
Rom Mathews 
301-825-0091 
rombulus.matthews@
avendra.com

HD Supply Facilities 
Maintenance 
Bree Lewis 
800-431-3000 
bree.lewis@hdsupply.com

Matrix Hospitality 
Furniture 
Dilpreet Deol 
647-847-1299 
kdeol@matrix 
hospitality.ca

Queen Bee Purchasing 
Robert Brown 
972-743-1880 
info@queenbee 
purchasing.com

RENOVATION/
REMODELING

Hotels Renovation 
Solution 
Oleg Arifov 
407-960-9026 
office@hotels-
renovation.com

Pinnacle South 
Jason Allen 
770-227-3476 
jallen@pinnaclesouth.net

R K Hospitality Design 
CB Bhandari 
614-364-5114 
cb@rkhdesign.com

TACC, Inc. 
Diane Farr 
704-896-3910 
diane@taccinc.com

RESTORATION

Paul Davis Restoration 
Laura Phillips 
904-899-6210 
laura.phillips@
pauldavis.com

RISK MANAGEMENT

HUB International 
Limited 
Kim Gore 
843-602-6368 
kim.gore@hub 
international.com

SBA LENDER

Customers Bank 
Tiffany Kidd 
903-363-3848 
tkidd@
customersbank.com

SIGNS

Persona Triangle 
Susan Levinski 
800-843-9888 
slevinski@
personasigns.com

TAX CONSULTANTS

National Tax Group 
Lee Ferry 
847-878-6564 
lferry@ntgadvantage.com

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

TELECOMMUNICATION 
SERVICE EQUIPMENT

Allbridge 
Heather Evans 
888-243-9476 
hevans@allbridge.com

Alvi Satellites 
Prashant Ajmera 
678-466-7868 
alvisatellites@gmail.com

Cetis 
Bonnie Rivera 
719-638-8821 
khawk@cetisgroup.com

Cetis, Inc. 
Bonnie Rivera 
719-239-6524 
khawk@cetisgroup.com

Cox Business 
Alea Riley 
404-269-3057 
alea.riley@cox.com

Inn-Phone 
Dulce Arce 
201-443-5663 
dulce.arce@med-pat.com

Kings III 
Brandon Shelley 
972-965-9439 
bshelley@kingsiii.com

Macrotech 
Dipak Patel 
650-376-2163 
dipak.patel@
macrotech.net

Matrix Telecom 
Ashu S. Upa 
714-261-7222 
ashu.upa@
matrixcomsec.com

PhoneSuite 
Angela Koslowski 
800-245-9933 
sales@phonesuite.com

Pinnacle 
Communications 
Kayla Hannesson 
701-365-8418 
kwalter@pinn360.com

VSR Network 
Technologies 
Mark Cederloff 
530-889-1500 
mark@vsrusa.com

TELEVISION/IN ROOM 
ADVERTISING

ALVI SATELLITES 
Prashant Ajmera 
678-466-7868 
alvisatellites@gmail.com

Home Box Office 
Caroline Bello 
347-610-1081 
caroline.bello@wbd.com

TV Asia 
Pradeep Hegde 
732-650-1100 
pradeep@tvasiausa.com

USA Digital Inc 
Aaron Gomez 
888-388-1531 
aaron@usadigital.tv

TELEVISIONS/
ELECTRONICS

Enseo, Inc. 
Lindsay Robertson 
972-234-2513 
lrobertson@enseo.com

Groove Entertainment 
Technologies 
Anthony Fleming 
801-260-9095 
anthony@getgrooven.com

MVM Technology 
Michele Blanton 
704-776-5940 
mblanton@
mvmtechnology.com

TRANSPORTATION/
SHIPPING

Greens Distribution 
Ben Weingarten 
949-293-5006 
ben.weingarten@
greens.com

Soyea USA 
Rahul Wadhwani 
732-668-8825 
rahul@superior 
importers.com

VACUUM CLEANERS

Aerus Electrolux 
Vincent Aspromonti 
860-236-4251 
vaspromonti@
aerusonline.com

VANITIES/TUB 
SURROUNDS

MSI Surfaces 
Anil Palasamudram 
713-570-7000 
anil@msisurfaces.com

VENDING MACHINES/
SUPPLIES

Entegra 
James Perry 
615-342-9575 
james.perry@
entegraps.com

WALL COATINGS

Behr Paint Company 
Neal Patel 
714-545-7101 
nvpatel@behr.com
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AAHOA EVENTS

The North Texas Region Charity Golf Tournament featured more than 100 players and raised nearly 

$60,000 for charities: AAHOA Charitable Foundation, Businesses Ending Slavery & Trafficking (BEST), 

NANU Foundation, Nora’s Home, SLPS Aastha, and Bavaji Charities.

Mukesh Patel was recognized as a Kentucky 

Colonel, one of the highest honors bestowed 

by the governor of Kentucky. This title is 

awarded to individuals who demonstrate 

outstanding service and accomplishments, 

often contributing positively to their 

communities and beyond.

AAHOA Lifetime Member Vijay Patel 

received this year’s Lifetime Achievement 

award at the Washington Hospitality 

Association Conference.

The Washington DC Area Regional Hotel Owners 

Conference & Trade Show welcomed 160 attendees 

and raised nearly $50,000 for PAC.

Washington DC Area Regional Director Deepak Patel hosted a Back-of-the-House Tour with Rep. 

Glenn Ivey (D-MD) at the TownePlace Suites in College Park.

Eastern Director at Large Nilesh Patel presented 

AAHOA legislative updates at the Memphis 

Metropolitan Hotel & Lodging Association’s 

Lodging Summit.
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AAHOA Lifetime Member Atul Patel was named the 

2024 Innovator of the Year by the Iowa Hotel & Lodging 

Association (IHLA).

The Southeast Texas Hotel Owners Conference & Trade Show welcomed more than 500 

attendees, gained 22 new members, and raised $125,000-plus in PAC donations.

The South Pacific Region held a Town Hall in San Diego, 

CA. More than 140 people attended, $10,000 was raised for 

PAC, and two new lifetime members were gained.

Alabama Regional 

Director Sanjay 

Patel and AAHOA 

Ambassador Rupen 

Patel attended an 

event where Goldman 

Sachs announced it 

would bring its $100 

million initiative to help 

small businesses in 

rural areas to Alabama.

AAHOA Mid South Regional Director Ajay Patel, Mid South 

Ambassador Amit Nathu, and other AAHOA Members met 

with George Bray, 40th mayor of Paducah, KY, at a local 

event.

The North Carolina Region, led by Regional Director 

Pinkesh Patel and Ambassadors Chintan Patel, Keyur 

Patel, and Sanjay Patel, recently held a Town Hall in 

Fayetteville, NC. Some 115 people attended the event. 

The Arkansas Region held a voter registration drive as part of its sponsorship of a local 

volleyball tournament. Waylan Arnold, with the Arkansas Secretary of State’s Office, attended.

The AAHOA Mid Atlantic Hotel Owners Conference & Trade Show welcomed more than 350 

attendees, gained 16 new members, and raised a record-breaking $110,000-plus for PAC.
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AAHOA CLUB BLUE INDUSTRY PARTNERS

AAHOA PLATINUM INDUSTRY PARTNERS

Amana PTAC
Byron Cortez: (800) 647-2982

Best Western Hotels 
& Resorts

Michelle Zajac: 
(800) 847-2429

Cyberweb Hotels
Bhavish Bhutta: 
(813) 731-1960

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

G6 Hospitality 
Franchising, LLC

Tina Burnett: (972) 360-9000

OTA Savings By Xquic 
Seth Lapensohn: (610) 644-7959

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

Sonesta
Jordan Langlois: 
(954) 254-3539

TV Asia
Pradeep Hegde:

(732) 650-1100 ext.26

Wyndham Hotels & Resorts
Klaudia Porebski:

(973) 753-8350

AAHOA SILVER INDUSTRY PARTNERS

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

Alvi Satellites
Prashant Ajmera: 

(678) 466-7868

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

Booking.com
Partner Support:

(888) 850-4649

bookit n go
Sarah Eley: (949) 329-8181

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

Curve Hospitality
Sargent Khan: (713) 819-7296

Dickson Furniture 
Manufacturers 

Paul Mougel: (713) 747-0341

DOCYT 
Sid Saxena: (812) 340-4725

Ecolab, Inc.
Greg Cocchiarella:

(800) 352-5326

Floor & Decor Commercial
Delana Delgado: 

(877) 659-2478

Foliot Furniture
Mahesh Parekh: 
(702) 278-7380

GE Appliances
Rachel Atkinson:

(502) 656-8926

Greentree Hospitality Group
Nicole Lei: (702) 465-5753

Guest Supply –
A Sysco Company

Justin Haggart: 
(732) 868-2331

Hospitality1
Babita Patel: (713) 343-5875

Hospitality Helpers
Kevin Danylchuk:

(201) 783-9812

INFINITI HR
Daniel Mormino: 
(623) 455-6234

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

Kings III
Jennifer Burks: (972) 965-9439

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

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

MSI Surfaces
Anil Palasamudram: 

(713) 570-7000

NewGen Advisory
Dinesh Rama: (602) 648-2700

Onity 
Mark Lewitt: (800) 248-6189

Paychex
Paul Darrow: (480) 292-1645

PHD Financial
Paul Darrow:

(888) 508-7558

Rinnai
Dipesh Parekh: 
(404) 821-0908

Spectrum 
Enterprise Solutions

Evonda Robertson:
(212) 379-5826

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

Anand Systems Inc.
Mike Joshi: (209) 653-8546

Avendra
Mara Radis: (301) 825-0311

Chase
Faheem Khan: (972) 324-5510

DISH Business
Pulkit Bhatnagar: (303) 587-5562

Gauthier Murphy & Houghtaling
John W. Houghtaling, II: 

(504) 456-8600

Home Box Office
Caroline Bello: (347) 610-1081

Lowe’s ProServices
Julie Patel: (210) 627-3830

M3
Scott Watson: (770) 531-3730

Macrotech
Dipak Patel: (650) 376-2163

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

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, PLATINUM, SILVER, AND BRONZE INDUSTRY PARTNERS
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AAHOA BRONZE INDUSTRY PARTNERS

All4Lodging
Naresh “ND” Bhakta: 

(626) 253-6355

Apogee Travel
Pearson Talbert: 
(844) 827-6433

Atica Global Inc.
Akash Goel:

(415) 881-1587

Coast to Coast Computer 
Products, Inc.

Kyle Kurtz: (800) 231-4553

Coast Hotels
Dale Prout: (236) 308-1325

Cox Business
Alea Riley: (404) 269-3057

Dairy Queen
Jennifer Rude:
(952) 830-0391

Denny’s Corporation 
Mark Levis: 

(615) 603-8373

Dexter Laundry, Inc.
Mackenize Flattery: 

(641) 209-8115

Dial Professional, 
Div of Henkel Corp.

Richard Spencer:
(419) 540-3842

Entersource
Andy Degraw:

(931) 680-0068

Fabian Couture Group
Kim Zabala:

(201) 460-7776

Faultless Brands
Justin Nelson:
(816) 520-4477

Ferguson
Eric Tucker: 

(434) 249-3785

FGI Industries 
Glen Paporello:
(973) 652-3978

Firmo Construction
Kristoffer Haller:

(941) 917-0494

Focus Brands
Rani Bhatt:

(404) 978-4829

Fortis
Raj Pannu: (972) 979-2296

Friedrich Air 
Conditioning Company

Bill Huber: (210) 573-3500

Graniti Vincentia
Megha Raja: (402) 

301-8081

Hotel Brokers of 
America

Subhash Naik:
(661) 978-3109

HD Supply Maintenance
Bree Lewis:

(800) 431-3000

Hotel Renovation 
Solutions

Oleg Arifov: (470) 960-9026

Hub International
Kim Gore:

(843) 839-4380

HVS
Daneen Godinet:

(214) 766-5394

INNRLY
Vimal Patel:

(504) 251-8314

Jacaruso Enterprises
Melanie Calcagno: 

(210) 415-0522

Jacuzzi Bath Remodel 
Timothy McGuire:

(815) 257-6064

JIO Supply
Andy Soni: (909) 721-6975

JM Hospitality Solutions 
Jimmy Macwan:
(919) 396-2229

Kingsdown Hospitality 
Vince Nicholson:
(404) 229-8042

Lead Designs 
Nirav Sheth:

(336) 580-3990

Marathon Fitness
Ashley Thomas:
(713) 705-9278

Mass Mutual
Candy Chan:

(848) 228-1822

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

Mehr Consultancy 
Manny Bains:

(661) 769-7104

Midea America Corp
Sean McKinney:
(973) 459-6283

National Tax Group
Lee Ferry: (847) 878-6564

Navien, Inc.
Mike Warter:

(800) 519-8794

Newspace, Inc. 
Jason Chen:

(650) 873-8029

NMG Financial Services 
Dan Russo: (800) 637-6103

Onnera Group
Maria Blanco:

(786) 493-4099

P&G Professional 
Kimberly Mowchan:

(607) 426-9283

Peoples Bank
Ashley Jones:
(601) 867-6263

PhoneSuite
Angela Koslowski:

(303) 991-2649

Pineapple Capital Group
Dharmang M. Shah:

(850) 960-5500

PMC Commercial Trust
Kristi Lewis-Hodge:

(972) 349-3200

PointeNorth 
Insurance Group

Paul Mayo: (816) 582-5181

Primrose Schools
Blair Burdette:
(404) 423-4247

Procure Hospitality
Jyotish Patel: (408) 

674-5930

Public Loss Consultants
Daniel Russo:

(800) 738-6101

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

Serta Simmons 
Hospitality Bedding
Andrea Hochworter: 

(770) 353-0122

Soarr Services
Michael Ferrer:
(817) 437-8011

Southeastern Laundry 
Equipment

Heather Villa:
(770) 928-0080

Soyea USA
Rahul Wadhwani:

(732) 668-8825

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

Star Textile
Theresa Sutton:
(586) 758-2700

Strategic Claim 
Consultants

James Houston: 
(404) 902-6017

Tempur Sealy
David Wiles:

(419) 297-8522

Universal Financial 
Consultants

Vincent Munno:
(727) 669-0109

USA Hospitality 
Tarunkumar Patel:

(551) 998-4923

Verdant Energy 
Erika Webber:

(514) 344-4448

Vingcard/ ASSA Abloy
Sunny Kurani:
(945) 324-8148

Visual Matrix
Patty Jefferson:

(817) 881-5176

Vogue Hospitality
Bobby Sethi: 

(770) 282-0418

Wizehire
Michael Stevenson:

(512) 567-9376

AAHOA SILVER INDUSTRY PARTNERS (cont’d)

United Rentals
Shawn Borth: (317) 448-6257 USA Digital, Inc.

Aaron Gomez: 
(909) 200-5445

Vittaazio
Ankit Majmudar:
(919) 099-54086

Walmart Business
Ryan Ramirez: (209) 

643-3691

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

Business     
 Income       
  Claim?

businessinterruptionguy.com832.710.7909 •

Andrew Sall
www.linkedin.com/in/andrewsall

Business Interruption Guy

Collect Double your 
Insurance Company Offer!

1138940_Complex.indd   1 7/31/2024   1:47:46 PM

Call for bulk pricing
Easy and Fast installation • 3D Patterns and No Grout • Light Weight and Compact

3D Shower Surrounds starting at $349 in white and $499

Toll-free number: 866-297-0380 • Text line: (954) 280-4694
www.decorativeceilingtiles.net

1146726_Decorative.indd   1 05/11/24   6:21 PM

Hospitality IP Phone 
System
Time-Attendance and 
Access Control
HD IP Security-Camera 
System

MATRIX COMMUNICATION & SECURITY 
SOLUTIONS FOR EFFICIENT FUNCTIONING

Call: 1-(800)-283-0539
sales@matrixhotelpbx.com
www.matrixhotelpbx.com

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

1118963_Matrix.indd   1 10/26/2023   11:43:09 PM

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

FRANCHISEFRANCHISE
LITIGATIONLITIGATION

1129095_Unique.indd   1 15/02/24   2:07 PM
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Become a Lifetime Member on or
before December 31, 2024

Pay your Annual Membership
dues on or before March 2, 2025

AND

2025

80%

80% of voters
are Lifetime
Members

O P T I O N  1 O P T I O N  2

Requirements
for Eligibility

Be a current member who has renewed their membership at least

Become a Lifetime Member no later than the calendar year prior to
Election Day, or paid Annual  Member dues no less than twice in the

Be an eligible spouse whose name was included on the membership

Annual Members Must also Satisfy the Following

Reminders

Participate in Progress
2 0 2 V O T E R E L I G I B I L I T Y R U L E S

V O T E  I N A A H O A  E L E C T I O N S

Requirements Explained

If you're an Annual Member, you must paid your Annual Membership dues no less than twice in the
three calendar years and renew your annual membership for on or before Sunday, March 2,

2025 If you're a Lifetime Member who joined on or before Dec. 31, 2024, you satisfy the requirements to

Did You Know?
impacts your eligibility to

You can sign up for automatic renewals or upgrade your
MyAAHOA.com.

A A H O A C O M  |  I N F O @ A A H O A C O M
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1Nilson ranking March 2023
2JPMorgan Chase Q4 2022 Earnings Presentation
Businesses are required to complete an application and agree to terms and conditions at the time of enrollment. All businesses are subject to credit approval. Merchant services are provided by 
Paymentech, LLC (“Chase”), a subsidiary of JPMorgan Chase Bank, N.A. ©2024 JPMorgan Chase & Co. All rights reserved. 

Payment processing that’s simple, secure and 
trusted by over 10,000 AAHOA Members
We’ve been AAHOA’s preferred partner for more than 25 years. As the number-one merchant acquirer in the U.S.,1

processing $2.15 trillion globally2 and backed by ancial powerhouse JPMorgan Chase, our strategic payments experts,

solutions engineers and fraud specialists are here to help you.  

• 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 
Team_AAHOA@chase.com today to learn more.
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