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REPORT FROM THE U.S.—It was a big money year in 2014, at least as far as U.S. hotel transactions were concerned.

 
While the 242 deals struck through the third quarter were down 52.5% when compared to the same period through 2013, the average 

price per key on those deals was up, according to data tracked by STR Analytics , a sister company of Hotel News Now.  
 
For instance, average price per key during the third quarter of 2014 was $289,161, up 136.8% from the comparable period the year earlier. 

(Fourth quarter data was not available as of press time.)

 
As part of a virtual roundtable, HNN turned to a cadre of transactions experts to give their thoughts on the deal-making environment that 

was and how that ’s setting the stage for 2015. 

 

1. Describe one winning transactions strategy you saw employed during 2014. 

Dow Hotel ’s Rosinsky: “We were net sellers in 2014. I ’m not saying that we don ’t expect the hotel property market to remain 

strong, but I am saying it was a good time to sell, too.” 
 
 
Noble ’s Brunt: “Our primary source of investment opportunities come through the deep relationships we have cultivated over 

Noble's 20-plus-year history in the lodging space.” 

 

LW ’s Lesser:  “The ability of focused hotel investors to work their relationships within the industry to be selected to bid on 

desirable assets that have been marketed through a targeted rifle versus widespread shotgun approach (is one winning strategy). 

At this point in the cycle there are no true ‘off-market ’ prospects, and there surely are no steals or bargains to be had for 

appealing hotels that offer positive in-place cash flow as well as properties that offer obvious value enhancement opportunities. 
 

STR Analytics’ Steve Hennis:  “Portfolio acquisitions are back in style. Roughly a third of the acquisitions this year were part of 

a larger portfolio. (Chatham Lodging Trust) and (NorthStar Realty Finance Corporation), (The Blackstone Group), (Noble 

Investment Group), (Lone Star Funds), (Aimbridge Hospitality Trust) and (BlueMountain Capital Management) all made significant 

investments via portfolio acquisitions.”
 
2. What is the single greatest challenge facing transactions in 2015? What ’s being done to overcome it?

 
Rosinsky:  “The greatest challenge is the lack of institutional quality, reasonably priced deals. You hear people (i.e. brokers) say 

that 2015 will be another big year for transaction volume, but aside from some portfolios of limited-service properties and of 

course the potential Waldorf-Astoria sale, there has not been a plethora of what we would consider to be ‘straight down the 

fairway ’ full-service opportunities. We will be widening our strike zone and look at potential deals that we may not have 

considered previously, such as urban limited service of significant size.”
 

Brunt: “Greatest challenge is all the new capital coming into the space and the effect it will have on values. Great news for our 

existing portfolio, but (it) can make investing more challenging. Fortunately most of the new capital is looking to buy yield, while 

we will stay focused on creating it and selling to these new, hungry buyers.” 
 
Lesser:  “Approximately $188 billion in commercial mortgage loans reach maturity between 2015 and 2017. Unless interest rates 

rise at a quicker-than-expected pace, borrowers on most of those loans will be able to refinance.”
 
3. What is one thing hoteliers aren ’t paying attention to that needs to be addressed in 2015?

 
Rosinsky : “Buyers of properties need to be more mindful of the quality of the hotels they are buying. More supply is on the way, 

and while it might not be an overwhelming amount, all of it will definitely have one thing in common: newness. And there is a 

saying that ‘new sells, old smells ’—so be cautious when buying a property that may not be able to complete as well with new 

product because it is not in the growing part of town or has elements of obsolescence—even if it is just a low-rise property that 

will compete with new high-rise properties.”
 

Brunt: “To me the concern is that something falls off the checklist or gets ignored while you are focused elsewhere. I think the 

industry knows what the issues are. Much of it is just a function of getting it all done and reacting to or anticipating the needs of 

all the influences in a super-fast paced environment.”
 
Lesser:  “The hotel industry ’s control of (its) most precious commodity, namely guests, will continue to be challenged by existing 

and new (online travel agencies) and other disrupters such as Airbnb. 

 
“A recent startup, Roomer, is the first peer-to-peer marketplace for travelers who cannot use their nonrefundable hotel rooms 

can sell them (usually at a discount) to other travelers going to the same place at the same time. … The concept creates a win-win for 

buyers who save money by booking ‘second hand, ’ while sellers redeem a healthy portion of the money they would have otherwise lost to 

a nonrefundable cancellation policy. The industry should not be lulled into participating in this self-destructive pricing strategy and not 

accept a transferred reservation.”
 

Hennis:  “Risks and opportunities outside of the hotel industry and how they relate to market demand. Supply growth is picking 

up but remains low. Demand overall is still growing. Those two key overall factors are solid, but hoteliers should look at where 

their demand is being generated and better understand those feeder industries. A couple of examples:

 
“There is significant risk to the energy sector resulting from the falling price of oil. At its current price, shale fracking is not feasible on the 

scale we ’ve seen in recent years. Consequently, a large amount of roomnights stand to be lost in central U.S., stretching from North 

Dakota down to Texas. 
 
“The shipping industry might also shift demand in the U.S. with the opening of the Panama Canal expansion slated for 2015. The larger 

ships are expected to move some international deliveries from the West Coast to ports on the East Coast. This will not only impact those 

ports, but also some of the companies utilizing them. The most notable example is the move by Toyota to move its U.S. headquarters from 

Torrance, California, to a more central location in Frisco, Texas.” 
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