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Integral Founder Bill Murray has 
been in the hotel business for over 
35 years, rising from Front Desk 
Clerk to President of Jackson 
Hospitality Solutions over the span 
of 22 years between 1981 and 2003. 
He was one of the youngest Sheraton 
General Managers in the country by 
1985 and full service has remained a 
part of his love for hospitality.  
He gained quite a reputation at 
Jackson for developing and 
managing Hampton Inn Hotels 
however, and that led to friends at 
Hilton urging him to start his own company.

The result was Integral Hospitality Solutions. Murray started the company 
in 2003.  His long-time success record with Hampton Inn hotels was 
immediately rewarded with recognition as a recommended management 
company by that brand and he had secured four contracts by the end of the 
first week!

Word of mouth and recommendations by satisfied clients led to many 
additional contracts across several brand families. Many of the assignments 
were last ditch efforts to save owners’ investments because of brand 
compliance issues, mismanagement or poor performance. Integral grew 
quickly from its initial staff of three to a team of ten dedicated and engaged 
team members that treat each client hotel as if it were their own. 

Since its inception, Integral has managed over one hundred full and focused 
service hotels.  Some of its greatest success stories include the repositioning 
of the historic Tutwiler Hotel in downtown Birmingham, Alabama, the 
complete renovation of two buildings in New Orleans to become award 
winning Holiday Inns, and the stabilizing of the relationship between Owner 
and Franchisor with the beautiful Hampton Inn and Suites on the Plaza in 
Kansas City.

Those are just a few of the long list of successful turnarounds. Integral has 
helped several owners build their leadership infrastructure while managing 
their assets. Most importantly, Integral has always built value for its clients 
through increased market share, stabilized expenses and the creation of 
cultures of continued success at client hotels.
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PORTFOLIOPORTFOLIO

Sleep Inn 
& Suites
Evergreen, AL
Rooms: 56

Hampton Inn
Selma, AL
Rooms: 56

The 
ColdWater Inn
Tuscumbia, AL
Rooms: 74

Hamilton Inn
& Suites
Hamilton, AL
Rooms: 75

Hampton Inn
Madison, GA
Rooms: 72

Holiday Inn
Express & Suites
Jacksonville, FL
Rooms: 104

Hampton Inn
Jacksonville
Beach, FL
Rooms: 117

Hampton Inn 
& Suites
Murray, KY
Rooms: 72

Hampton Inn 
& Suites
Alexandria, LA
Rooms: 138

Hampton Inn 
& Suites
Madisonville, KY
Rooms: 72

Holiday Inn
Gretna, LA
Rooms: 180

Holiday Inn
Hammond, LA
Rooms: 97

Holiday Inn
Metairie, LA
Rooms: 205

Hampton Inn
Ruston, LA
Rooms: 83



Holiday Inn 
Express
Boonville, MO
Rooms: 54

Hampton Inn
Richland, MS
Rooms: 78

The 
Alpine Lodge
Cooke City, MT
Rooms: 33

Holiday Inn
& Suites
Albuquerque, NM
Rooms: 121

La Quinta Inn
& Suites
Ardmore, OK
Rooms: 72

Sleep Inn
& Suites
Carlsbad, NM
Rooms: 64

Holiday Inn 
Express
Duncan, OK
Rooms: 80

Hampton Inn
Beeville, TX
Rooms: 70

Days Inn
& Suites
Bartlesville, OK
Rooms: 106

Hampton Inn
& Suites
Buffalo, TX
Rooms: 77

Home2 Suites
Katy, TX
Rooms: 92

Candlewood 
Suites
Ardmore, OK
Rooms: 80

Hampton Inn
& Suites
Conroe, TX
Rooms: 105

La Quinta Inn
& Suites
Wichita Falls, TX
Rooms: 80



THE TEAMTHE TEAM

Tina Johnson, VP Operations
Tina leads a team of Directors that oversee each of the 
properties within the management portfolio. Tina is a great 
leader of people, teaching and coaching constantly. Her 
knowledge in all areas, including standards and revenue 
management, assures consistency and quality.

William Murray, President, Partner, CEO
Bill, a veteran of thirty-five years in the hotel business, began 
as a front desk clerk and worked his way to President of a 
major hotel management company before starting Integral. 
Murray’s leadership skills were forged in the fires of 
turnarounds and new hotel openings. He serves on several 
key travel boards.

Myron Barany, 
Director of Finance and Accounting
Myron’s 30+ years in the hospitality industry with a 
concentration in accounting functions, provides Integral 
the presence of a team member who knows the unique 
hospitality accounting needs that are presented within each 
individual managed property.

Nancy Galloway, 
Director of Construction and Renovation
Nancy coordinates all construction and renovation 
activities for Integral hotels. Also acting as the liaison 
between the franchise development personnel and Integral, 
Nancy is responsible for franchise application submittals and 
completion of franchise agreements.

Bryan Groover, Director of Operations
Bryan came to Integral by way of years of Food & Beverage 
and General Manager positions. His extensive F&B expe-
rience makes him valuable throughout the management 
portfolio, but especially within our full service offerings.



Ryan Morgan, Director of E-Commerce
Ryan held the General Manager position at an Integral 
managed hotel before being tapped for the corporate 
position of Revenue Management. He works closely with a 
subset of Integral hotels maximizing top line revenue and 
monitors e-commerce to position hotels favorably during 
internet searches.

Matt Ahmed, Director of Operations
Matt, with more than 15 years of hospitality experience, 
was the GM of an Integral managed property for more than 
three years.  Making the move to Director of Operations, he 
now manages a portfolio of limited service properties within 
the Hilton and IHG brand families in SE Texas.  His close 
proximity to the properties allows him daily involvement in 
the hotels’ operations.

Newton Bunce IV, Director of Operations
Holding the position of Director of Operations, Newton 
provides guidance and daily operational support to a 
management portfolio that is heavily weighted in the North 
Texas and Oklahoma region.  Stationed in the Dallas area, 
he is able to give excellent service to the GMs and owners of 
his properties.  He is invaluable as an instrumental task force 
member on newly developed systems and processes.

Sherry Chavis, Senior Controller
Sherry utilizes the M3 system to manage the accounting 
for the hotels in her portfolio. Trust is the keyword when 
it comes to financial controls and reporting. Sherry’s 
demanding standards ensure that hotel financial reports 
are accurate.

Debbie Hendrix, Property Controller
Debbie has numerous years of experience with hospitality 
accounting functions. Her property portfolio contains several 
of Integral’s full service properties. She also is a certified 
public accountant.



Regina Henderson, Accounts Payable
Regina came to Integral with a wide-range of accounting 
experience.  This solid background has allowed her to take 
her first step into the hospitality arena and never miss a beat.  
Regina handles all accounts payable responsibilities for the 
hotels serviced by the corporate office-based accounting 
department.  Her attention to detail is an appreciated trait 
appreciated by owners and GMs alike. 

Lacosta Driggers, Assistant Controller
Lacosta has recently joined the Integral team full time after 
working with the company in a part time role in recent years.  
Lacosta is in the Integral training program to advance to a 
full Controller position.  Soon she will have her own portfolio 
of properties to oversee the accounting services for, providing 
the owners and GMs with up to date financial information.

T.J. Pruitt, Accounts Payable
After working several years with Integral on a contract basis, 
TJ is now a part of the Integral family.  She handles the 
accounts payable responsibilities for all properties serviced 
by the remotely operated accounting division.  The remote 
division provides the accounting services for approximately 
two-thirds of the Integral accounting hotels.

THE TEAM (continued)THE TEAM (continued)



When Nick Saban became the Head Coach of the University of Alabama 
football team in 2008, he inherited a program that was broken. 
The traditional powerhouse had enjoyed only brief stints of success in the 
25 years since legendary Coach Bear Bryant had passed away.

Within three seasons, Nick Saban’s Alabama team was playing for a National 
Championship against Texas, the first of four they would go on to win over 
the next seven years. They are atop the college football world today, 
competing once again for another championship.

Now whether you are an Alabama fan or not, or even a college football fan 
at all, Saban’s record of success at the University of Alabama has been 
impressive by any standard. As writers and sports psychologists have tried to 
distill the essence of Saban’s success, 
players and other people associated 
with the program have 
attributed it to “the process.”

The process means doing 
things the right way, time 
after time on the field and 
off. It means focusing on 
the play that is in front of 
you without looking up at 
the scoreboard. The score 
will take care of itself if 
you are handling the 
business at hand.

While a large percentage of Integral’s Team pulls for Alabama’s arch rival 
Auburn, they all can attest to the success of following a process. Integral has 
adhered to the various elements of a process since its birth in 2003.

That process includes attention to detail in the areas of service, training, 
human resources, safety and security, reception, food and beverage, 
housekeeping, maintenance, and sales and marketing.

We will focus on several specific areas of the process today as they relate to 
service, product quality and associate engagement and then describe how 
Integral uses them to drive outstanding results in its hotels. Finally, the 
process’ role in assessing and responding to feedback from our guests 
will be examined.

Game
Plan

THE PROCESSTHE PROCESS



In today’s competitive world of hotels, 
service is a true point of differentiation. 
But hotel operators have to exceed the 
expectations of their guests in order to 
rise above the noise. Integral creates a 
culture of WOW Service in its hotels. 
We use a two pronged approach that 
starts with the team member and then 
focuses on the guest. 

The first prong begins with hiring associates that exemplify enthusiasm and 
engagement. These qualities are more important than experience. Hiring the 
right team allows an environment where our guests can have a positive and 
memorable experience. Each hotel then customizes a Team Member 
Engagement Plan that celebrates them, including things like praise, fun awards, 
activities, thank yous and fun celebration boards. 

While we focus on the process in doing our jobs consistently day in and day out, 
it is still imperative that everyone on the team knows the score. Service boards 
in team member areas allow everyone to see our scores and goals. During 
morning huddles, a full rundown of scores and comments are reviewed and 
fully discussed with the huddle participants. 

Each team has unique strengths and challenges, and Integral builds a 
customized Service Plan for each hotel around these. Some elements of the 
Service Plan might include: engagement talking points, guest recognition ideas, 
specific connection training, special treats for guests, personalized welcomes 
from the GM, opportunity logs, evening receptions and leadership presence in 
the lobby at peak times

Problem resolution is a critical focus, as this provides the staff the chance to 
recover from a miscue. Often, guests that reported a problem and have it 
resolved to their satisfaction leave more loyal than they would have been if 
there had not been a problem. 

The entire guest service experience is reviewed frequently with everyone at 
our hotels and emphasis is placed on areas that need attention. Integral’s 
Service Plan has resulted in dramatic turnarounds in service scores for its 
most challenging hotels, which is one of the most important contributions to 
successful operations.

SERVICESERVICE



There is no question that 
delivering a high level of 
service is critical to guest 
satisfaction, but that goes 
hand in hand with providing 
a quality product.

Performing to the standard 
that everything is clean and 
well maintained is a great 
way to constantly focus 
the hotel’s team on a 
primary goal. 

Integral takes great pride in equipping and training hotel staffs properly to 
live up to this standard. There are several processes that reinforce this: 

•	Property Visit Evaluation (PVE): Our Property Visit Evaluations are 
 completed once a year. This grading system hits all areas of the hotel from 
 HR and Accounting, to Product Quality and Cleanliness. 

•	Property Operations Report (POR): Property Operations Reports are 
 completed after every property visit. The POR will cover Month End 
 Review, Sales, Revenue Management, Housekeeping, Maintenance, 
 Administration and items from our property inspections, along with 
 Service and Brand Inspections.  Progress from that point until the next 
 visit will be tracked weekly.

•	Guest Comment Reviews: Guest comments are reviewed multiple times 
 each day by the General Managers and weekly with the Director of 
 Operations. 

•	Brand Quality Inspections (QA): Integral puts a high priority on Brand 
 QA Action Plans as way to focus improvement activities. 

•	Room and Property Inspections: General Managers and their Integral 
 Director of Operations continuously inspect and produce action plans to 
 further the goal of perfection.  
 
Integral Directors of Operations will typically visit each of their properties 
every 4 to 6 weeks, depending on the needs of the hotel and even more often 
if required. 

PRODUCT QUALITYPRODUCT QUALITY



Integral recognizes that positive Team 
Member Engagement is key to superior 
execution. This starts with recruiting. 
Hiring for attitude and training for 
results are our guiding principles in 
recruiting. Clearly setting and 
managing to standards is the focus 
of our training, which starts with an 
extensive orientation and continues 
through a systematic training checklist. 

The Hotel General Manager sets the 
culture for their team and evaluates 
how to properly motivate their staff. There is tremendous focus on recruiting 
and hiring the right General Manager. We use a four step hiring process, 
including an assessment test and initial interview with our Recruiter, 
followed by two interviews with Directors of Operations.  

Ensuring our General Managers are trained properly is critical. Our General 
Manager Training Program is a minimum of two weeks. We start with 
policies and procedures and then move into hotel operations, including 
revenue management, accounting, brand requirements, service standards, 
operating procedures, and emergency training. 

Game Plan is our solution to help GMs keep track of the myriad of daily, 
weekly, monthly, quarterly and yearly actions that are important for success. 
Scheduled weekly conference calls also help our General Managers stay on 
track.  Integral’s open door policy supports this as well. 

All of our employees are given a 90 Day and Yearly Review to track that they 
are on the right path. During these, we set new short term and long term 
goals to monitor them continuously. Annually, all associates complete a 
confidential, online Team Member Satisfaction Survey.  Insight gained from 
these team member surveys helps us assess the culture and accessibility to 
resources for team members. 

Finally, grassroots level connections include morning huddles, manager’s 
meetings and sales meetings. Detailed action plans keep everyone focused. 
Monthly departmental meetings and quarterly all hands meetings foster 
communication. At every opportunity, we bring fun events into the hotel, 
including celebrations, participating in brand games and holiday 
get togethers. 

ASSOCIATE ENGAGEMENTASSOCIATE ENGAGEMENT



Integral built its reputation and business on helping owners unlock the full 
potential of their Brand investment. The quality Brand families are at the 
forefront of researching what hotel guests in their product segments want 
and need. Integral believes that hotel owners should leverage the money they 
pay each month to their franchisors to the fullest. 

Integral believes that a key component of that process is building the 
strongest possible relationships with the Brand Team. Nurturing these 
relationships means that there is a seamless flow of information to our team 
that helps us deliver the Brand promise consistently to our shared guests. 

Integral stresses a thorough understanding 
of all Brand programs and standards at all 
levels of the organization, from the 
Directors of Operation to the General 
Manager, Team Leaders and Team 
Members. We reinforce this through a 
continual focus on quality assurance. A 
large part of our property visits revolves 
around brand standards, as well as product 
quality and service standards. For Integral 
hotels, QA is not just two days out of the 
year. Our most important inspectors check 
in and out dozens of times each day. 

Our Directors will participate in all brand Quality Assurance Recaps to 
reaffirm our connection with the inspector and clearly understand the 
improvements that must be accomplished. After the call we will develop an 
action plan to immediately start working to resolve action items. 
 
Integral monitors all brand communications, as do the General Managers. 
Re-communicating brand news during huddles and manager meetings 
equips the entire hotel team for tracking new standards, changes, and 
programs that the brand is rolling out. Integral Directors always schedule 
their trips so that they can attend brand meetings at our hotels. 

Brand sales and revenue programs are a major focus of Integral’s 
leadership and direction. In the end, positioning a hotel to maximize 
profitability through the right mix of revenue is the key to creating 
additional value for guests. The result is a continuous cycle of improvement 
that rewards all the stakeholders, including the owners, team members, 
guests, lender and the franchisor.

BRAND LEVERAGEBRAND LEVERAGE



Meticulous planning is a 
cornerstone of Integral’s 
recipe for success for its 
partner hotels. This 
planning starts before 
a hotel comes on board 
with detailed 
development and 
construction checklists, 
broken down 
chronologically for the 
Project Team. Complete 
with a countdown - 
the project schedule can 
be accurately monitored.

In an acquisition situation, extensive due diligence checklists make it easy for 
analysts to stay on track and leave no stone unturned. As the transaction 
proceeds, a step by step transition checklist is initiated and regular conference 
calls conducted to keep the process moving smoothly and efficiently.  

Integral’s wealth of financial data allows for production of detailed financial 
models that are easily translated into five year proforma financial plans. 
These proforma financials form the basis of the initial two year month by
month budget. 

This budget becomes the roadmap for the hotel’s journey to financial success. 
The daily flash reports and forecasts, weekly GM reports and monthly financial 
packages provide the GPS readings of exactly where we are on that journey. 

Integral’s marketing plans are living, breathing documents that the hotels and 
their Integral Director collaborate on during the creation process and work from 
all year. These plans detail action steps for every applicable market segment and 
give detailed budgets for sales and marketing expenditures. 

Another living, breathing document is the CapEx Budget that is created for each 
hotel. Brand QA reports, property operation reports and the property operations 
evaluation are reviewed thoroughly in order to identify and prioritize items. 
These detailed plans show all expected capital expenditures over the next three 
years in order to ensure the product is up to date and in excellent shape and that 
all brand initiatives are included in the plan.

DRIVING RESULTS/PLANNINGDRIVING RESULTS/PLANNING



Integral takes a unique hands on 
approach to Revenue Management 
that combines analytics with a 
specialized knowledge of the 
property. Regularly scheduled 
property visits include a thorough 
review of the local market, visits 
to existing clients, sales calls for 
potential business and discussion 

of strategies with team members. Understanding that each market is distinct, 
time is spent developing a SWOT analysis that is used along with rate 
management to position for RevPAR growth. As ongoing support, Integral 
holds a weekly one on one call with the property support team member, 
during which, time is spent reviewing passive sales tools such as social 
media, including TripAdvisor.  
 
Integral’s Revenue Management also takes an active role in the negotiation 
of local and corporate accounts. With weekly RFP reviews throughout the 
year and annually during the qualifier solicitation period each year, this 
process stays in the forefront at all times getting the attention it needs. 
Whether it is assisting in building business cases, identifying key accounts or 
negotiating rate agreement letters, we understand the importance that both 
local and corporate accounts play in our success. The same level of detail 
is given in assisting our sales teams in reviewing potential group business 
and the impact it may have on our top line revenue, including displacement 
analyses performed on large groups using a combination of historical data, 
pace and forecasting.

With the introduction of specialized revenue management tools, both 
externally and internally, Integral Hospitality has developed controls that 
provide guidance to all user levels. The development of these tools provides 
access to additional information not previously available to the majority of 
markets. The valuable information extracted from these tools provides 
additional support in revenue management practices. However, the 
extracted data is as important as the input data and that is why importance 
is stressed on the health of the system during weekly reviews.
  
Implementing the outlined strategies along with active rate review and 
management during weekly calls allows Integral to provide a personalized 
approach to Revenue Management that fosters growth.

REVENUE MANAGEMENTREVENUE MANAGEMENT



Integral Directors of Operation start the day with a full set of reports 
from the night audit for each of their hotels. Key components of this 
scanned and electronically transmitted packet include a flash report, 
force sell reports, future rooms sold, rate reports and revenue goal 
calculations. This ensures that the Director is ready with talking points 
for the day’s conversations with the hotel and ownership. 

Some hotel companies drive their General Managers crazy with 
reporting requirements. Integral has worked extremely hard to make 
sure that is not the case. Integral has developed a concise, easy to 
complete report that helps make sure that the General Manager is 
paying attention to the most important trackable items. 

The GM report includes the following items: 

•	Financial	performance	

•	Forecasting	

•	Denied	revenue,	sell	through 
 revenue and sellout efficiency 

•	Revenue	management	

•	Hotelligence	information	

•	Labor/Overtime	

•	Service	Scores

•	Weekly	Goals	and 
 Accomplishments 

•	Departmental	Engagement	

•	Extraordinary	expenses	

•	A/R	

Finally, each month, a packet is created to explain and defend the 
financial statement. This packet includes the P&L, expense variance 
explanations,	capital	budget	update,	A/P,	A/R,	G/L,	advance	deposit,	
licenses and permits, sales reports, service scores, inventories, staff 
meeting notes, deep cleaning and preventive maintenance reports.

REPORTINGREPORTING



Having accurate and timely financial data is a critical aspect of operating 
hotels. After all, value is measured as a function of net operating income. 
Because value creation is a critical mission for us, Integral has always put a 
high priority on the accuracy and timeliness of its accounting program. 

Integral’s operational mantra is mission first and people always. Integral’s 
Accounting Team has over 85 years of combined experience and has been 
together for over ten of the company’s thirteen years of operation. That’s the 
people part of the equation. 

Since the company was formed, Integral has used the state-of-the-art M3 
accounting system from McKibbon. This internet based system allows 
Owners and General Managers up to the minute access to financial data 
online. 

Tracking financial information starts well in advance of even the first day of 
operation. Integral puts a tremendous amount of effort in planning. One of 
the primary documents is the budget. The budget acts as the roadmap for 
success for the hotel financially. Information from the M3 system is used to 
constantly refine expense models. 

Accumulating performance 
data and understanding local 
and national market trends are 
critical components in 
forecasting. Creation of the 
annual budgeted revenue is 
led by the production of a 365 
day forecast for the coming 
year. This forecast is constantly 
updated and refined on a daily, 
weekly and monthly basis. 

Each morning, Integral Directors of Operation are greeted with the latest 
package of data from the previous day’s night audit. This information is 
reviewed carefully and shared with ownership. 

Revenue information and invoices are entered into the M3 system at the 
property every day. This data is factored into the weekly reports created by 
the General Managers and is discussed on the weekly conference calls.

ACCOUNTINGACCOUNTING



Financial statements and reports are available to owners by email each 
month. The layout of Integral’s statements provides detailed information to 
help the management team and owners dissect performance. This data is the 
GPS which tells whether the hotel is on the proper route against the road 
map of the annual budget.

Financial performance data then becomes a part of the compilation of 
operationalmetrics that make up our KPI (Key Performance Indicators) 
system. Other measures include: 
•	 STR	Performance
•	Team	Member 
 Satisfaction
•	Brand	Quality 
 Assurance
•	 Service	Scores
•	 Social	Media	Feedback 
 Rankings
•	 Property	Operation 
 Evaluation 

Accounting can make or break a 
construction or renovation project. 
Integral takes great care in the 
facilitation of construction 
accounting. Budget comparisons 
need constant monitoring. Lender 
requests need to be crystal clear for 
timely funding. Payment of verified 
billings is important for the 
avoidance of work stoppages and 
liens. These are all items that we 
recognize need our full attention for 
the success and schedule of any 
project, making us a great partner for 
any owner considering undertaking 
a project that involves construction 
or renovation. 



With the announced spin off from Expedia and subsequent split in late 
2011, TripAdvisor has seen unparalleled growth in the Traveler Review 
Community. This growth has continued at exponential rates with the 
release of mobile application platforms and consolidation of online travel 
agency partners. The relevance that TripAdvisor plays in the success in 
capturing the leisure, group and corporate travel segments cannot be 
overstated. These are just a few of the reasons that Integral Hospitality 
puts such emphasis on the importance of TripAdvisor. We believe the 
key to our TripAdvisor success can be summarized with 3 words; 
Education, Monitoring and Response.
 
Education starts with our team and ends with our guests. Educating our 
team on the importance of responses and function of algorithms is 
important, however, it does not address the lack of, or relevancy of, 
reviews we often encounter during transitions of properties. This is why 
we educate and empower our team to discuss TripAdvisor with our 
guests.
 

SOCIAL MEDIASOCIAL MEDIA



Monitoring TripAdvisor is an often-overlooked tool in addressing 
service deficiencies. We have additional opportunities to not only 
address these deficiencies, but also an opportunity to share our success 
stories. This is why we stress the importance of daily reviews of 
TripAdvisor either directly 
or via social listening tools.
 
Each guest comment 
provides us with one last 
opportunity to express 
gratitude or address 
inferior service. More 
importantly it provides us 
a chance to speak to every 
potential guest viewing our 
hotel and turn it into an 
opportunity to capture an undecided traveler. For these reasons we 
underline the importance of responding to each guest comment within 
48 hours of submission.

Integral represents a diverse portfolio and regardless of segment or 
market the importance of TripAdvisor is communicated to ownership. 
Integral will work with ownership to develop a unique action plan 
specific to each property. Recent acquisitions in Albuquerque, Cooke 
City and Jacksonville have provided us with an opportunity to convey 
this message to ownership. With success stories in Alexandria, Beeville 
and Jacksonville Beach we are able to provide supporting evidence to 
ownership the correlation between capturing transient demand and 
increased TripAdvisor positioning.

In determining the success of 
our TripAdvisor initiative the 
portfolio is reviewed using a 
median average. We strongly 
believe this is a true 
representation of the entire portfolio. Integral is proud to publish a 
Median Ranking of #2 on TripAdvisor with a portfolio of 28 that 
encompasses everything from Full Service large markets to Select 
Service in rural locations.



Integral has extensive experience in 
hotel development. Few things have as 
many moving parts as the development 
and new construction of a hotel. With 
Integral, every development project is 
tailored to each ownership group. 

Integral stands ready to assist in any 
capacity of the development and 
construction process:  Market Analysis, 
Site Identification, Brand Selection, 
Plan Review, Design Submittal, 
Financial Coordination, 
Construction Oversight, Supply 
Fulfillment,	Pre-Opening	Hiring/
Training, Construction Close-out 
and Opening. 

Integral has been involved with project scopes that ranged from simple 
pre-opening services, to complete turnkey developments, including
construction oversight, and everything in between. Owners literally choose 
from an a la carte menu of development services that gives them great 
flexibility. 

Integral is currently partnering on two new construction developments. 
New to the hotel arena, an ownership group in Union City TN is building a 
dual branded Choice product adjacent to a popular educational 
attraction. Integral is consulting on all aspects of the project. A hotel owner 
from Pennsylvania has hired Integral to develop an IHG focused service 
property in Orlando on the campus of a unique demand generator. In this 
case, the owner will act as the construction manager, with Integral acting as 
the consultant. 

A relationship has been established with long time commercial developers in 
Georgia for application for a new Hilton product in South Carolina. While 
comfortable in the commercial world, this is their first step into the 
hospitality industry. Integral has walked the application through the process 
and will soon have the final franchise approval and move on to the 
construction component of the project. 

Integral’s extensive development experience is an important factor in its 
capacity to be an operator. 

DEVELOPMENT & CONSTRUCTIONDEVELOPMENT & CONSTRUCTION



Integral is always eager to see 
our clients’ portfolios expand, 
whether it is a deal that the 
client brings to us, or one that 
we identify as a good fit for 
them. Rarely does a week go 
by that we aren’t contacted by a 
current client with a 
potential acquisition that they 
would like our opinion on. 
Our initial review will typically 
give us a feel for the viability of 
the project. A follow up discussion with the client establishes the continued 
interest level. 

We are always on the lookout for the right opportunities for our clients. 
We make it a point to understand what each ownership group is looking 
for in a portfolio addition. With every review of an offering, we identify the 
nuances of the asset and compare that to the needs of our clients. 

Whether it is a project brought to us, or one that we present to the potential 
purchaser, we take seriously the review of any potential acquisition. After all, 
our clients are depending on our opinion to help them make their decision. 
As we are highly protective of our relationship with our owners, the success 
of the acquired asset is of paramount importance to us.

Our due diligence process is detailed and thorough. Analysis of the STR 
report gives us a look into the upside potential and areas where there is 
room for growth. A good product that is underperforming or being 
mismanaged can certainly be turned around to realize upside. Review of 
historical financials allows us to identify areas of expense reduction that 
produces additional revenue making its way to the bottom line. Turnarounds 
of this type are no stranger to us.

Acquisition projects that move forward to contract then move into our 
transition phase. Planning for the seamless takeover of the hotel utilizes our 
internally developed transition checklist that totals more than 200 items for 
us to consider and coordinate through the transaction. 

Integral looks forward to your property being added to our 
management portfolio and partnering with the Brand on a seamless 
transition into the family.

ACQUISITIONSACQUISITIONS



HOTEL LOCATION
Hampton Inn & Suites ...................... Calgary, AB

Hampton Inn......................... Alexander City, AL

Hampton Inn - Colonnade ...... Birmingham, AL

Holiday Inn Airport ................. Birmingham, AL

Tutwiler Hotel - HI&S.............. Birmingham, AL

Brewton Inn ......................................Brewton, AL

Hampton Inn & Suites .....................Florence, AL

Hampton Inn...........................................Foley, AL

Comfort Suites ................................. Gadsden, AL

Hampton Inn & Suites ..................Huntsville, AL

Hampton Inn......................................... Jasper, AL

Hampton Inn & Suites ....................... Mobile, AL

Oxford Inn & Suites ........................... Oxford, AL

Hampton Inn.................................... Saraland, AL

Comfort Inn  ................................. Scottsboro, AL

Comfort Inn & Suites ................... Scottsboro, AL

Yellow Hammer Inn .................... Tuscaloosa, AL

Hampton Inn.............................. Hot Springs, AR

Hampton Inn................................. Texarkana, AR

Hampton Inn............................... Sierra Vista, AZ

Holiday Inn Express ....................Tombstone, AZ

Hampton Inn & Suites ...................Red Bluff, CA

Hampton Inn.................................Juno Beach, FL

Hampton Inn................................... Marianna, FL

Las Palmas Hotel & Suites ................. Sunrise, FL

Sheraton Four Points ....................Tallahassee, FL

HOTEL LOCATION
Holiday Inn Express Downtown ....Augusta, GA

Country Inn & Suites .........................Buford, GA

Hampton Inn................................. Kingsland, GA

Hampton Inn.........................................Rome, GA

Hampton Inn & Suites .................. Savannah, GA

Ramada Inn .................................... Savannah, GA

Hampton Inn.................................. Waycross, GA

Hampton Inn............................... Woodstock, GA

Hampton Inn........................................ Bradley, IL

Holiday Inn Express .............................. LeRoy, IL

Days Inn ..................................... Baton Rouge, LA

Hilton Garden Inn .................... Baton Rouge, LA

Hampton Inn...................................... Houma, LA

Hampton Inn & Suites ................. Marksville, LA

Comfort Inn & Suites ................Morgan City, LA

LaQuinta Inn & Suites ..............Morgan City, LA

Holiday Inn Express - East ......New Orleans, LA

Hampton Inn - Airport ............... Shreveport, LA

Hilton Garden Inn ....................... Shreveport, LA

Comfort Inn & Suites ...........................Slidell, LA

Best Western ........................... St. Francisville, LA

Hampton Inn...................................... Sulphur, LA

Hampton Inn.............................Glen Burnie, MD

Hampton Inn............................. Hunt Valley, MD

Hampton Inn...................................... Largo, MD

Hampton Inn & Suites ............Kansas City, MO

COMPLETED ASSIGNMENTSCOMPLETED ASSIGNMENTS



HOTEL LOCATION
Hampton Inn & Suites .................... Canton, MS

Holiday Inn Express ........................ Canton, MS

Comfort Inn & Suites ......................Clinton, MS

Hampton Inn & Suites ....................Clinton, MS

Holiday Inn ...................................Columbus, MS

Holiday Inn Express & Suites ......McComb, MS

Comfort Suites .................................. Tupelo, MS

Best Western Suites .............. Albuquerque, NM

Hampton Inn......................... Albuquerque, NM

Quality Inn & Suites ............. Albuquerque, NM

Hampton Inn.................................... Gallup, NM

Hampton Inn & Suites .................... Gallup, NM

Hampton Inn & Suites .....................Hobbs, NM

Best Western Plus ....................Rio Rancho, NM

Hampton Inn..................................Ruidoso, NM

Hampton Inn........................................Taos, NM

Holiday Inn North .....................Cincinnati, OH

Hampton Inn...................................Monroe, OH

Hampton Inn.................................Ardmore, OK

LaQuinta Inn   ...............................Ardmore, OK

Holiday Inn Express & Suites ............ Bixby, OK

Best Western Inn & Suites .... Sand Springs, OK

Hampton Inn.......................... Sand Springs, OK

Comfort Suites .....................................Tulsa, OK

Days Inn ................................................Tulsa, OK

Sleep Inn & Suites ................................Tulsa, OK

HOTEL LOCATION
Hampton Inn.......................................Dillon, SC

Quality Suites ................................. Cordova, TN

Wingate Inn ......................................Cordova, TN

Holiday Inn Express ........................ Dayton, TN

Hampton Inn & Suites ................. Nashville, TN

Comfort Suites ...................................Austin, TX

Hampton Inn.................................. Baytown, TX

Hampton Inn & Suites .................... Del Rio, TX

Super 8 .............................................. Denton, TX

Holiday Inn Express ........... Fredericksburg, TX

Holiday Inn Express & Suites ......Granbury, TX

Best Western Executive Suites ..... Houston, TX

Comfort Suites ................................. Lindale, TX

Hampton Inn.................................. Midland, TX

Hampton Inn & Suites ............Mt. Pleasant, TX

Hampton Inn.........................................Paris, TX

Hampton Inn & Suites ........................Pharr, TX

Hampton Inn......................Sulphur Springs, TX

Hampton Inn.........................................Tyler, TX

Hilton Garden Inn ................................Tyler, TX

Holiday Inn Northwest .......................Waco, TX

Holiday Inn Express .................. Heber City, UT

Hampton Inn & Suites ................. Park City, UT

Holiday Inn Express & Suites ...... Park City, UT




