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BIO: 

Ashish R. Parikh has been Chief Finan-

cial Officer of Hersha Hospitality Trust 

since 1999. Previously, Mr. Parikh was 

Assistant Vice President in the Mergers 

and Acquisition Group for Fleet Financial 

Group where he developed valuable ex-

pertise in numerous forms of capital rais-

ing activities including leveraged buy-

outs, bank syndications and venture fi-

nancing. Mr. Parikh has also been em-

ployed by Tyco International Ltd and 

practiced as a CPA with Ernst & Young 

LLP. Mr. Parikh received his MBA from 

New York University and a BBA from 

the University of Massachusetts at Am-

herst. 

 

Company Profile: 

Hersha Hospitality Trust (HT) is a self-

advised Maryland real estate investment 

trust (REIT) that invests in institutional 

grade hotels in central business districts, 

primary suburban office markets and sta-

ble destination and secondary markets in 

the Northeastern United States and select 

markets on the West Coast. As of October 

1, 2010, the Company owned interests in 

76 high quality upper upscale, upscale, 

and midscale hotels with 10,071 rooms.  

 

The Company's investment goals are high 

current cash flow for dividend distribu-

tion to shareholders, growth in cash flow 

through increases in revenues and the 

capital appreciation in the residual value 

of investment properties. 

 

Qualification as a REIT under the Inter-

nal Revenue Code enables the Company 

to distribute income to shareholders with-

out federal income tax liability to the 

Company. Hersha trades under the sym-

bol HT on the New York Stock Ex-

change. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFOinterviews.com 

 

CEOCFO: Mr. Parikh, what is your fo-

cus today at Hersha Hospitality Trust, and 

has that changed over the last couple of 

years in these economic times? 

Mr. Parikh: Our focus this year and 

even 2009 has been to get our company’s 

balance sheet and our financial flexibility 

in a position where we can take advan-

tage of opportunities that are currently 

available because of the dislocation in 

both the real estate market as well as the 

capital markets. To date our focus has 

been to selectively capitalize on these 

opportunities. We have completed ap-

proximately $300 million in acquisitions 

this year and raised approximately $275 

million in equity and a $100 million in 

debt to take advantage of some of these 

opportunities over the last twelve months. 

 

CEOCFO: Have you turned over many 

properties as well or is there no market 

for them? 

Mr. Parikh: Yes. It is an interesting 

question because there is a much stronger 

market for what I would call high barrier, 

gateway cities because most of the buyers 

have been all cash buyers. So there really 

isn’t that active of a market for the 

smaller properties where the owners or 

potential buyers need a certain level of 

debt. These potential buyers require loan 

to value ratios of between 65% to 70% 

debt and the banks really are not in the 

business of lending that type of debt fi-

nancing today. This has stalled the over-

all transaction market for smaller more 

secondary market properties.  

 

CEOCFO: You are concentrating on the 

east coast, is that by design? 

Mr. Parikh: Absolutely! Our portfolio is 

very much purpose-built. It is not just 

focused on the east coast, but primarily in 

the northeast in what we like to call the 

Acela Corridor. We are primarily focused 

on the four major metros of Boston, New 

York, Philadelphia, and Washington 

D.C. About 75% of our EBITDA is gen-

erated from these four markets. 

 

CEOCFO: What do you look for when 

you consider a hotel? 



Mr. Parikh: What I look for when I look 

at a hotel is that there are numerous de-

mand generators, because we do not like 

to be captive to one only demand genera-

tor. So if there is only one large facility 

providing 80% - 90% of the bookings, 

such as pharmaceutical or manufacturing 

plant, we are not that keen in moving 

ahead on the acquisition of that hotel. We 

like to be in markets that are in urban 

centers, have high barrier to entry from 

new hotels being built, have multiple 

demand generators and that are going to 

have high resale values because of the 

ability to generate sustainable cash flow 

on a regular basis. 

 

CEOCFO: Who operates the hotels? 

Mr. Parikh: Hersha currently has five 

different managers running our proper-

ties. The manager that runs about 70% of 

our hotels is an affiliated company called 

Hersha Hospitality Manage-

ment, but we also have man-

agement agreements with 

Lodgeworks, Marriott and Wa-

terford hotels and they are all 

good managers, primarily in 

the northeast. Of course Mar-

riott is one of the largest hotel 

company in the world. 

 

CEOCFO: What sets your ho-

tels apart, and how do you en-

sure you have return customers? 

Mr. Parikh: First off, most of the assets 

that we buy are fairly new assets, and a 

good portion of them we have purchased 

either at opening or within the first few 

months after opening. During the acquisi-

tion stage looks at various financial and 

operating characteristics of the properties 

and looks at it from a design standpoint. 

We ask if we can make this hotel into 

something unique and differentiated to 

enhance a premium brand such as Hamp-

ton Inn or a CourtYard. We put enough 

of a design element into the hotels that if 

blindfolded you would not think you were 

in a suburban market or a franchised 

property. So if you are in the Hampton 

Inn in New York, you feel that you are in 

more of a New York centric boutique 

hotel, or if you are in Washington D.C. it 

is similar. We don’t want to just put all 

the furniture and fixtures that are cookie-

cutter, so that blindfolded, you could be 

in Texas or New York. We do take a very 

hard look at that. Our service levels are 

enhanced by the fact that our focus is 

select service hotels in these urban 

neighborhood centers, and that enables us 

to provide a great service model to our 

guests. We don’t try to be a one-size-fits-

all hotel company. We are very focused 

on the sector, we know the type of guests 

that come here, we know what they are 

looking for and we try to train the staff to 

accommodate the guests. The third item 

where people notice a difference is really 

more the physical condition that we keep 

in our hotels. One of the things that you 

see in the hotel industry is that you have a 

lot of hotels that have hit that mark of 

seven to ten years and the owners almost 

look at it as a cash cow and really don’t 

put that much money in to refresh the 

properties. We have a program where we 

ensure that every hotel we set aside a cer-

tain percentage of revenue every year and 

we ensure that the hotel looks new even if 

it is five or ten years old. 

 

CEOCFO: Is it easier to find staff that 

will meet your standards these days? 

Mr. Parikh: For most of the people that 

work in the industry, it is a very transient 

industry. What has always impressed me 

is the relationship we have with all our 

employees. We treat our employees in a 

way that we believe ensures longevity 

amongst all levels in the hotel staff. One 

of the things we find is that because of 

the training and we provide to our em-

ployees, they make very good targets for a 

lot of other hotel companies because it is 

almost as though they know they have 

been through the Hersha program. So 

although it is easier to potentially obtain 

people these days, we find there is a lot of 

poaching from other companies for our 

well-trained employees. 

 

CEOCFO: What does the financial pic-

ture look like at Hersha Hospitality Trust 

today? 

Mr. Parikh: If you ask me how is busi-

ness today compared to a year ago, I 

would say it is fantastic! A year ago it 

was absolutely abysmal and things have 

definitely improved in the hotel market 

since then. But if you ask me how is 

business today versus where we were in 

2008, I would say we are still a long way 

off from the type of revenues, average 

daily rates and occupancy that we were 

doing in 2008 as an industry and as a 

company. So I think things have defi-

nitely improved, but we have a long ways 

to go to get back to 2007/2008 levels.  

 

CEOCFO:  Do you have a set plan in 

mind for acquisitions, be it area, be it set 

number of hotels, or is it opportunistic? 

Mr. Parikh: It is pretty set as far as loca-

tion as we are very focused on 

these northeast urban markets. 

We would potentially look at 

other markets in the countries 

that may have similar dynamic. 

Markets with similar dynamics 

may be something like Seattle, 

San Francisco, or Portland; 

markets that have good urban 

concentrations. We are also 

looking at potentially some 

markets in south Florida where 

it just may be a very good entry point 

because of the dislocation in those mar-

kets. But in general we are not focused on 

the southwest, the Midwest, most of the 

east coast after you get past the middle of 

Virginia. Our story is very focused and 

very direct in that we really only like a 

handful of markets in the country for this 

type of asset class. 

 

CEOCFO: As I look at your list of prop-

erties, it seems that some would compete 

with one another, are there a certain 

number of hotels you will have in one 

specific area? 

Mr. Parikh: I think that certainly in 

Manhattan within 6, 5, or 4, blocks of 

each other, they do seem to compete with 

each other. However I think that Manhat-

tan is a robust enough market that we 

really garner a lot of synergy from our 

operations by running these hotels, and 

that they are so close to each other, but 

we don’t think that they cannibalize on 

People who look at Hersha will see that it is a 

very solid investment opportunity. We are the 

only company that was able to maintain a divi-

dend throughout the downturn. We are an in-

come focused REIT with very good growth 

prospects. It is safe, yet because of the nature of 

the investment, it could have upside growth po-

tential both in stock price and overall asset value 

for the company. - Ashish R. Parikh 



each other. New York is currently our 

largest market concentration when it 

comes to earnings, where about 45% of 

our earnings come out of New York City 

today. I think that we would be comfort-

able maybe going maybe to 50% and 

maybe 55%, but I don’t know if we would 

want to increase our concentration past 

that level. 

 

CEOCFO: Will you lay the case out for 

potential investors, why should people 

put their money into Hersha Hospitality 

Trust? 

Mr. Parikh: There are probably four or 

five different things; one I mentioned is 

the age of the portfolio. Currently our 

average age for all of our hotels is right 

around seven years, but roughly a third of 

our EBITDA is generated from properties 

that we have held for less than three years 

and about half of our EBITDA is gener-

ated from properties owned less than five 

years. So it is a very young portfolio, and 

there is a lot of market growth that we 

expect, but in addition to that, we expect 

a lot of stabilization growth because of 

the age of the portfolio. The age also 

means that the hotels are in very good 

shape. Our hotels are not going to require 

capital dollars over the next three to five 

years, and we can utilize that cash flow 

for dividends or for just additional acqui-

sitions. When you look at the select ser-

vices market, it is significantly underrep-

resented when it comes to these urban 

centers. Select service is somewhat of a 

new class of assets in these urban mar-

kets, and business travelers in this envi-

ronment are more cost conscious and are 

noticing that they can get a very good 

room at a much more affordable rate. In 

addition, for what they need for business 

travel, whether it is a Fortune 500 Com-

pany or an entrepreneur, these are now 

becoming very good options where in 

previous times business travelers were 

only into staying at full-service hotels. I 

don’ think this is the case anymore and I 

think people are realizing that it is a very 

good value proposition. Outside of that, 

we are in great markets in the northeast 

with high occupancy, with the ability to 

grow our rates over the next three to five 

years and I think that is a differentiating 

factor when you see a lot of industries 

that even if you look out three to five 

years, just might not have any pricing 

power. 

 

CEOCFO: Do you do much investor 

outreach? 

Mr. Parikh: We do a quite a bit of inves-

tor outreach via non-deal road shows and 

we do attend a lot of investor conferences. 

We have a presence on our industry asso-

ciation, which is called NAREIT, and we 

certainly make it a point to visit all of our 

larger investors at least once if not twice 

a year. 

 

CEOCFO: Do you find the investment 

community is looking at the industry to-

day? 

Mr. Parikh: I think they are. There is 

definitely a mixed bag there; I think some 

people are still on the sidelines saying the 

hotel market is still at a fairly low point, 

so they are willing to come in at a later 

point. Then I think there are others say-

ing this is an environment where you 

want to be investing in hotels because it 

is the asset class that has the most operat-

ing leverage. We don’t have long term 

leases, and when things improve our op-

erations improve immediately. With of-

fice, industrial, and other categories of 

assets, it is much more of a long term 

leasing concept with a cash flow that is 

more stable, but the upside is more lim-

ited. 

 

CEOCFO: What should readers remem-

ber most about Hersha? 

Mr. Parikh: People who look at Hersha 

will see that it is a very solid investment 

opportunity. We are the only company 

that was able to maintain a dividend 

throughout the downturn. We are an in-

come focused REIT with very good 

growth prospects. It is safe, yet because of 

the nature of the investment, it could 

have upside growth potential both in 

stock price and overall asset value for the 

company. 
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