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INTRODUCTION

Late Cycle, Soft Landing, or Extra Innings – You Pick the Metaphor
Despite the anticipated trends including the opening of new hotels, the 
softening of occupancy, and the pressure on average growth all coming 
to fruition, the U.S. hotel industry continues to set performance records, 
bringing to mind the words attributed to Mark Twain, “the rumors of my 
demise have been greatly exaggerated.” 

Operators, investors, lenders, and consumers are aware of the 
expectations of a long and stocked pipeline of hotel projects and slowing 
fundamentals, and braced for lower profits and less transaction activity. 
To their surprise, in the first half of the year rate growth in some markets 
exceeded inflation, and absorption of new supply was exceptionally 
robust in others. 
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U.S. Historical Operating Statistics: 1995-2016, YTD Jun 2016 vs. Jun 2017, and Quarterly Comparisons
Year Room Nights Supply % Change Demand % Change Eq. Index Occ % Change ADR % Change RevPAR % Change

1995 1,296,206,105 3,551,250 --- 840,198,343 --- --- 64.8 % --- $66.51 --- $43.11 ---

1996 1,327,378,229 3,636,653 2.4 % 857,953,667 2.1 % (0.3) % 64.6 (0.3) % 70.77 6.4 % 45.74 6.1 %

1997 1,373,655,064 3,763,439 3.5 880,383,612 2.6 (0.9) 64.1 (0.8) 74.75 5.6 47.91 4.7 

1998 1,428,239,890 3,912,986 4.0 904,625,348 2.8 (1.2) 63.3 (1.2) 78.12 4.5 49.48 3.3 

1999 1,482,967,994 4,062,926 3.8 931,878,372 3.0 (0.8) 62.8 (0.8) 80.84 3.5 50.80 2.7 

2000 1,525,108,531 4,178,380 2.8 965,098,664 3.6 0.7 63.3 0.7 85.19 5.4 53.91 6.1 

2001 1,561,252,452 4,277,404 2.4 932,657,287 (3.4) (5.7) 59.7 (5.6) 83.96 (1.4) 50.16 (7.0)

2002 1,585,818,384 4,344,708 1.6 935,753,763 0.3 (1.2) 59.0 (1.2) 82.71 (1.5) 48.80 (2.7)

2003 1,602,339,641 4,389,972 1.0 948,463,191 1.4 0.3 59.2 0.3 82.83 0.1 49.03 0.5 

2004 1,609,856,123 4,410,565 0.5 987,155,136 4.1 3.6 61.3 3.6 86.26 4.1 52.90 7.9 

2005 1,611,095,859 4,413,961 0.1 1,016,609,518 3.0 2.9 63.1 2.9 90.95 5.4 57.39 8.5 

2006 1,620,521,609 4,439,785 0.6 1,027,327,729 1.1 0.5 63.4 0.5 97.31 7.0 61.69 7.5 

2007 1,630,881,234 4,468,168 0.6 1,030,858,746 0.3 (0.3) 63.2 (0.3) 103.55 6.4 65.46 6.1 

2008 1,673,991,040 4,586,277 2.6 1,011,561,443 (1.9) (4.5) 60.4 (4.4) 106.48 2.8 64.34 (1.7)

2009 1,728,062,260 4,734,417 3.2 952,266,656 (5.9) (9.1) 55.1 (8.8) 97.47 (8.5) 53.71 (16.5)

2010 1,762,020,903 4,827,455 2.0 1,014,568,881 6.5 4.6 57.6 4.5 97.95 0.5 56.40 5.0 

2011 1,767,355,160 4,842,069 0.3 1,062,135,606 4.7 4.4 60.1 4.4 101.57 3.7 61.04 8.2 

2012 1,769,610,554 4,848,248 0.1 1,087,435,148 2.4 2.3 61.5 2.3 106.05 4.4 65.17 6.8 

2013 1,783,137,587 4,885,308 0.8 1,110,527,243 2.1 1.4 62.3 1.3 110.31 4.0 68.70 5.4 

2014 1,796,907,059 4,923,033 0.8 1,157,230,900 4.2 3.4 64.4 3.4 115.39 4.6 74.32 8.2 

2015 1,814,674,194 4,971,710 1.0 1,189,614,896 2.8 1.8 65.6 1.8 119.97 4.0 78.65 5.8 

2016 1,839,582,345 5,039,952 1.4 1,205,133,146 1.3 (0.1) 65.5 (0.1) 123.90 3.3 81.17 3.2

Avg Annual % Change 1.7 % 1.7 % 0.1 % 0.1 % 3.0 % 3.1 %

YTD June 2016 907,256,222 2,485,633 --- 590,264,894 --- --- 65.1 % --- $122.84 --- $79.92 ---

YTD June 2017 920,906,687 2,523,032 1.5 % 601,847,566 2.0 % 0.5 % 65.4 0.5 % 125.97 2.6 % 82.33 3.0 %

Q1 2016 447,869,137 4,976,324 --- 271,649,810 --- --- 60.7 % --- $120.92 --- $73.34 ---

Q1 2017 454,655,259 5,051,725 1.5 % 277,747,241 2.2 % 0.7 % 61.1 0.7 % 124.27 2.8 % 75.92 3.5 %

Q2 2016 459,387,085 5,048,210 --- 318,615,084 --- --- 69.4 % --- $124.47 --- $86.33 ---

Q2 2017 466,251,428 5,123,642 1.5 % 324,100,325 1.7 % 0.2 % 69.5 0.2 % 127.43 2.4 % 88.58 2.6 %

Source: STR 
Republication or Other Re-Use of this Data Without the Express Written Permission of STR is Strictly Prohibited
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The following chart depicts operating performance for the U.S. 
Lodging Industry from 1995 through mid-year 2017. 
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On a national level, the mid-year 2017 data benchmarks marked 
another year of high points. Occupancy increased 0.5% with 
average rate growing 2.6%, resulting in a RevPAR gain of 3.0%, 
increasing from $79.92 to $82.33. For the first six months,  
demand remains steady at 2.0%, exceeding the national supply 
growth of 1.5%. 

Although trends have been positive, it is important to note that 
the mid-year data is showing a softening and the year is likely to 
conclude close to the forecasts developed at the beginning of the 
year. At the beginning of 2017, STR forecasted supply growth of 
2.0%, while supply growth has been 1.5% for the first half of the 
year. Demand for the year was forecast to increase by 1.7%; 
however, from the first to second quarter of 2017, demand slowed 
from 2.2% to 1.7% for an overall change of 2.0%. The following 
chart shows this progression for the first half of 2017 relative to 
the more recent forecasts.

The performance of the national hotel market has continued to 
slow but the results of the first half have been somewhat better 
than was expected. Only six of the 25 top U.S. markets have 
recorded declines in RevPAR through the first half of 2017 .

Many formerly active hotel investors continue to be side-lined by 
the declining trends. Recognizing the cyclical nature of the 
industry, buyers and developers continue to seek new 
opportunities, particularly in established markets which have 
limited new supply or are able to absorb the new supply. However, 
sellers are not bringing new properties to market at a time when 
the current performance could suppress pricing. One can 
speculate on factors that would shift the current trends one way 
or another; for instance, the next few years could continue to 
soften as new supply is absorbed, or ramp up with new 
government acts and initiatives. As members of the Industry Real 
Estate Financing Advisory Council expressed during recent 
conference panels in 2017, there is concern about the length of the 
current cycle, but no single event or occurrence can be pointed to 
that would cause a recession. 

Forecast vs. Actual
2017 YE 

Forecast
Q1 2017 Q2 2017 2017 YTD 

(June)

Supply 2.0 % 1.5 % 1.5 % 1.5 %

Demand 1.7 2.2 1.7 2.0

Occupancy 0.0 0.7 0.2 0.5

ADR 2.8 2.8 2.4 2.6

RevPAR 2.5 3.5 2.6 3.0

Source: STR Global



U.S. Occupancy, ADR and RevPAR – 1990-2018P
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NATIONAL HISTORICAL ANALYSIS
Despite its slowing growth in the first half of 2017, the U.S. hotel 
industry expansion recently surpassed 88 months of consecutive 
growth, and the national average RevPAR increased 44% since 
2010. Pundits have been surprised by the fact that demand 
remains steady, although on a national basis. Group demand has 
continued to be challenging in the first half the year; overall 
performance has been driven by individual business and leisure 
travelers. According to STR, in the last ten years, transient 

demand has increased 37% while group demand has only 
increased by 3%. The following graph illustrates trends in 
occupancy, average rate, and RevPAR from 1990 through 2016, as 
well as the 2017 and 2018 projections. This visual representation of 
the historical performance of the market shows the overall 
magnitude of the improvements in all measures through mid-year 
2017, and in the recent periods, the close relationship between 
ADR and RevPAR as occupancy begins to moderate.
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The soft landing anticipated by industry followers can be seen 
more notably in the following chart. The nation appears to be 
approaching a point where the three trend lines will converge. 
However, without a particular event to point to as the change 
instigator, the trending for each component and overall results are 
unknown at this time. The uncertainty about the U.S. hotel 
industry’s future performance is challenging for operators and 
investors alike.
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12-Month Moving Average
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STR TOP 25 MARKETS
As the industry expands with new supply, the changing trends in 
hotel fundamentals have affected the top 25 markets unevenly. 
New supply is being readily absorbed in some markets while 
others have seen occupancy and mostly rate negatively impacted.

Compared to 2016, occupancy in 15 of the top 25 markets 
declined in the first half of the year, though not entirely due to 
supply growth outpacing demand. The energy market in the 
Southern Midwest continues to be challenged, as reflected in the 
performance of the Dallas and Houston markets. In San Francisco, 
as the Moscone Convention Center construction continues to 
suppress group demand and eliminate much of the traditional 
transient demand compression that would be created by 
conventions, hotels are competing heavily for in-house groups 
and leisure demand. 

There are some bright spots as well. Leisure travel continues to 
support a prosperous Orlando driven by a number of factors, 
including the expansion at the Universal Orlando theme park with 
two new hotels and a major water park, a strong convention 
calendar and a robust regional economy, as well as new additions 
within the Disney parks. The state of Virginia, and particularly 
Norfolk-Virginia Beach market, had been heavily impacted by the 
reduced government spending during sequestration. Greater 
defense and military spending, particularly with the new 
administration, and little new supply has buoyed the local 
economy. Seattle continues to see large investment from tech 
companies and sustained corporate results from the many airlines 
that drive the local economy, although the impact of a large 
pipeline of new hotel supply coming on line in the next few years 
is being carefully watched.

Top 25 Markets Occupancy Percent Change – Mid-Year 2017
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The U.S. national average rate growth stands at 3.3% higher for 
the first six months of 2017 as compared to the same period in 
2016. None of the top five U.S. markets broke the $200.00 barrier 
in the first half of the year, and, in fact, only two of the top five 
markets had positive rate growth. A review of the top 25 markets 
show rate changes ranging from a decline of 4.6% (Miami-Hialeah) 
to a robust increase of 6.5%for Washington, DC. This city typically 
peaks during national election years and was buoyed in 2017 by 
the inauguration and accompanying protests. Many lower-rate 
markets continue to show strong growth, including Detroit, 
Norfolk-Virginia Beach, Dallas, and Atlanta. In the chart below, the 
top 25 markets are sorted by average rates for the first halves of 
2016 and 2017.

Top 25 Markets Average Rate Percent Change – Mid-Year 2017
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Top 25 Markets RevPAR Percent Change – Mid-Year 2017
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While changes to the top 25 markets’ mid-year RevPAR results in 
2016 were largely driven by average rate, occupancy declines are 
now more influential on the overall room revenue performance.

During the first half of 2017, RevPAR remained largely positive, 
supported by increased average rate in most markets. However, 
seven markets experienced RevPAR declines in the most recent 
period as compared to just four markets in the first half of 2016. 

The New York market rebounded from being in the bottom three, 
in terms of RevPAR decline in mid-2016, to having positive 
RevPAR growth in mid-2017, despite having one of the largest 
increases in new rooms markets. Miami’s hotel performance 
continues to suffer, impacted by new supply and the lingering 
effects of the Zika virus impact in late 2016.



SEGMENTATION ANALYSIS
Equally important to consider as geography is the performance 
by segment as identified in the STR Chain Scales indicated in the 
following chart for the first six months of 2017.

New hotel construction has been consistently dominated by the 
upscale segment, representing select-service and extended-stay 
hotels with limited public space. Many of these projects are 
wood-framed improvements in suburban, secondary, and moving 
into tertiary markets. Quicker and less expensive to build, and 
more profitable to operate than full-service hotels, development in 
this segment is dominated by franchised brands affiliated with all 
the major hotel companies. The demand trend for this segment is 
also strong but not equal to supply growth, resulting in a modest 

decline of occupancy. Average rate growth for these properties, 
however, continues to remain positive.

The economy segment remains constrained by its performance 
and is unlikely to be attractive for developers. The main challenges 
to growing this segment are construction costs and lower 
performance, as the annual national occupancy of economy hotels 
is 58%. While these properties can often be supported in areas 
with lower land costs, the hard costs of development are not 
significantly different from those of midscale and upper midscale 
products. The revenue performance of the economy segment 
continues to be an impediment to new development. 
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Segmentation Data
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SUPPLY AND DEMAND
In the first half of 2017, all but two of the top 25 markets 
continued to gain rooms. STR reports that average supply growth 
over the past 29 years was 1.8%. However, the STR pipeline of new 
hotel inventory indicates a slowing of rooms under construction. 
Brand proliferation continues to be a strong impetus for new hotel 
projects, strategically positioning hotel companies to be prepared 
for evolving demographics.

Hotel companies are currently focusing on millennials, and for 
good reason, as baby boomers are aging out of the workforce. 
Recently, the Pew Research Center reported that millennials are 
the United States’ largest living generation, outnumbering baby 
boomers. The report notes that the millennial population is 
expected to continue growing until 2036 as a result of 
immigration. New hotel development is focused on a nuanced 
strategy of appealing to the next generation of travelers.

The challenge is for older properties with specific design elements 
that no longer appeal to the market, and how to maintain the 
relevance of these properties as new and more millennial-centric 

hotels open. Hotel companies are remarkably nimble in 
developing updated design protocols for established brands that 
appeal to multiple generations, reinventing typical prototypes 
with new trends such as open communal areas, social spaces, and 
more grab-and-go healthy food options.

With the proliferation of brands that appeal to evolving 
demographics, new opportunities are available in what were 
considered stable markets. In this phase of the cycle, many of 
these new brands are contributing to the increasing pipeline in 
major metro areas. These hotels are being designed primarily for 
individual travellers as, nationally, transient demand drives the 
hotel industry

The following chart shows the relative performance of the top 25 
markets based on the primary indicators of supply, demand, and 
RevPAR for the first half of 2017 compared to the same period in 
2016. Absorption of the new hotel supply has not been uniform 
among the top 25 markets, as seen in the chart below.

Supply vs. Demand
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TRANSACTIONS MARKET
Data from Real Capital Analytics (RCA) indicates that transaction 
volume in the first half of 2017 ($13.4 billion) was comparable to 
the first six months of 2016 ($13.2 billion) and was allocated 
similarly among full- and limited-service hotels. On a per-room 
basis, full-service hotel prices declined 13% from $200,000 to 
$174,000, as capitalization rates increased from 7.9% to 8.1%. 
Limited-service hotel sales increased on a per-available room 
basis by 4.8% from $85,000 to $87,000. According to RCA, 
capitalization rates for this segment also increased in the first 
 half of the year from 8.8% to 9.3%. The majority of sales were 
individual transactions with only a few portfolio sales reported  
in both periods. 

U.S. Hotel Transaction Volume – 2005 to 2016 
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The West Coast and Southeast were the most attractive markets 
for hotel acquisitions. As seen in the following chart, these two 
markets account for over 60% of all sales volume. In the West, this 
can be attributed to higher per-room pricing in the major markets 
of California and an unusually high number of transactions. The 
Southeast saw a high number of transactions in Atlanta, Charlotte, 
and Tampa. Other active transaction markets in the U.S. included 
Richmond-Norfolk and Chicago.

Transaction Volume by Region
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In the first half of 2017, buyers represented a mix of investors 
including overseas funds, private equity, and REITs. The largest 
buyers in terms of total investment were the Canadian group - 
American Income Properties (AHIP) REIT, Host Hotels & Resorts, 
Commerz Real, Starwood Capital, and Summit Hotel Properties. 
AHIP purchased 23 properties in the first half of 2017, of which 18 
were part of a portfolio transaction. REITs were more dominant 
buyers followed by private equity firms. Both groups expected to 
be more active in 2017. Overseas investors in U.S. hotels were less 
active than in prior years; Chinese investors were mired by 
political and financial challenges at home.

CMBS lending was a positive force in the hotel investment 
environment. For all property types, CMBS issuance was up about 
20% year-over-year. Debt coverage ratios and loan to values have 
improved. The risk retention rules are now an established 
component of this type of financing. Three basic options have 
emerged for CMBS issuers to comply with the risk-retention 
regulations. One, called vertical, is for the loan contributors to 
maintain a 5% portion of each class. The second option, 
horizontal, is to sell the bottom 5% of the securities to a qualified 
investor known as a B-piece buyer. This is the closest to the way 
the industry worked in the past. The third option called 
“L-shaped,” is a combination of the vertical and horizontal 
structures. Reportedly, an active pool of buyers for the B-piece 
has not stymied transactions. CMBS financing has been used to 
refinance a number of large and small hotel assets, as well as 
several portfolios in the beginning of 2017.

For the first half of 2016, RCA reports overall capitalization rates 
for all hotels averaged 8.5% with full-service hotels averaging 7.9% 
and limited-service hotels averaging 8.8%. The almost 100 basis 
point difference has been relatively consistent for the last few 
years. Both property types saw higher capitalization rates through 
June 2017. As was expected, capitalization rates for both full-
service and limited-service hotels are expected to continue to 
increase modestly. Capitalization rates increased from 7.9% to 8.1% 
for full-service hotels and from 8.8% to 9.3% for limited-service 
hotels. As revenue fundamentals slow down and even contract, 
capitalization rate increases can be expected to persist.

The impact of the new administration in the U.S. on the hotel 
investment market is still unknown at this time. The travel ban, 
turmoil over the health care insurance legislation, and uncertainty 
about tax reform and the Federal Reserve plans are of concern to 
the industry. Even with the uncertainty and slowing hotel 
fundamentals, Investors continue to search for acquisitions but 
report that opportunities remain slim as sellers are not bringing 
product to market.

HOT TOPICS
The industry continues to evolve through the adaptation of new 
technology while social media and transparent real-time reviews 
are making service possibly the most important part of a hotel 
investment. Here are some of the trends we are following:

OTAs and Loyalty Programs
The costs of adding and maintaining hotel guests is an ongoing 
challenge. The proliferation of online booking portals and their 
commission structures benefits hotels by providing an 
unavoidable resource for reservations but comes at a high price. 
In the U.S., Online Travel Agency (OTA) bookings are expected to 
account for 52% of the market in 2017. Hotel companies are 
responding with targeted incentives for guests to book directly on 
their brand websites, including complimentary services and 
amenities and bonus loyalty points. According to studies, existing 
guests are less expensive to keep than the acquisition of new 
guests and typically result in a higher spend per visit. In the face 
of increasing competition to control the reservation process, 
loyalty programs are revamping benefits. Some programs are 
making redemptions more flexible, with easier upgrades and the 
ability to combine the points of multiple members. With other 
programs, loyalty members can now redeem points into non-hotel 
related purchases. The evolution in loyalty programs will be an 
active topic with the ongoing implementation of new technologies 
into the booking process and the proliferation of choices, reviews, 
and information used to make hotel reservations.

Guest Experience and Personalization
To an increasing number of guests, hotels and resorts are 
becoming more than places to stay. Influenced by a growing travel 
population seeking a personalized and local travel experience, 
operators are investing in programing events and activities for 
guests both on- and off-property. Hotel employees are becoming 
hosts, and what was the role of the concierge is now the 
responsibility of every guest-facing employee. Guests are seeking 
local information to partake of a destination. Restaurant 
recommendations are no longer enough. Guests are looking to 
hotel staff to recommend local dining events, and organize shared 
group experiences and recreational activities unique to the area. 

Social interaction is being purposely sought in the common areas 
of hotels. Hotel lobbies are once again the place to see and be 
seen as new hotel lobby designs and renovations include 
communal work areas, lounge areas, and 24-hour spaces with 
seating, Wi-Fi, and food and beverage offerings. The dissolving of 
barriers between work and social life is translating into functional 
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and structural changes in hotel public space. In the last few 
decades, the emphasis had been on improving the functionality of 
guestrooms with technology and convenience. With the 
expectation that all guests have laptops, phones, and tablets to 
provide their communication and entertainment amenities, hotel 
rooms have had to provide great Wi-Fi and a widescreen 
television to support the same entertainment and interactive 
functions that the guest has at home. Now that the guest is 
leaving the hotel room to spend time in the common areas, hotels 
are increasingly expected to provide a comfortable and activated 
social milieu that is not available at home.

Modular Construction
Modular construction involves the building of individual 
guestroom room units off-site in a controlled plant environment. 
The foundation, public areas, and infrastructure are built on-site, 
and then the modular units are brought to the site on a schedule 
that allows for efficient stacking, using a crane to place the rooms. 
Workers on-site complete the electrical and plumbing systems. 
The building materials are the same as for traditional construction, 
but the resulting structure is said to be stronger, as it has to be 
built to withstand transportation and being lifted in place by a 
crane. The end result is designed to be unperceptively different 
from traditional construction.

Branded select-service hotels are the largest product being built 
during the current cycle. With rising construction costs and a race 
to open while hotel performance is still performing in positive 
territory, more developers are betting on modular construction. 
Best-suited for franchised properties with defined design 
standards, as well as limited and uniform room mixes, modular 
construction is becoming more popular throughout the U.S. 

Marriott International is a big proponent of this trend with a 
reported 50 new hotel deals expected to be built this way. 

Developers and suppliers of modular hotel construction projects 
report substantial savings in overall construction time, from two to 
four months relative to traditional development of three- to 
five-story limited- and select-service hotels. However, we have not 
yet been able to comprehensively track the overall cost benefits 
of this construction methods.

Airbnb
Airbnb continues to be a primary topic for hotel owners and 
operators. Airbnb has been characterized as the largest lodging 
company by rooms/listings, with 3.0 million individual units 
compared to Marriott’s 1.18 million. According to STR, Airbnb 
occupancy and ADR statistics, most Airbnb users are still leisure 
travelers, and Airbnb’s results continue to lag the national hotel 
performance. Airbnb continues to aggressively pursue business 
travel through increased brand awareness, focused targeting of 
business travel reservation portals, and partnering with large 
companies. Many business travelers are also voluntarily staying at 
home-sharing properties outside of their company travel policies. 

Travel companies are seeking ways to work with Airbnb. Concur 
travel, the world’s leading provider of travel, expense, and invoice 
management solutions, recently announced the availability to 
view and book Airbnb listings. Travel managers are still 
determining how to best control and manage the bookings with 
strategies that align with the data, safety, and financial objective 
of the businesses they serve. Hotel companies and municipalities 
continue to seek a fair playing in terms of regulations and 
taxation. Airbnb is here to stay and grow, and the long-term 
impact on the hotel industry is still playing itself out.
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CONCLUSION AND OUTLOOK
The bumpy road of the first half 2017 was anticipated by hotel 
market participants. Overall, national hotel fundamentals are 
performing slightly better than expected, given the foreseen 
waning of revenues. Nevertheless, the industry is hardly on pause. 
Acquisitions and lending continues, albeit at a slower pace than in 
prior years. Recognizing that the growth and deal flow statistics 
of 2012 to 2015 have peaked has sidelined some participants. 
However, most hotels continue to grow revenues and profits, 
albeit at a more modest pace than in prior years. 

We have come to expect that hotel cycles shift downward 
following an event, and the challenge for partakers in this cycle is 
the lack of a landmark event to benchmark the trends. The current 
and anticipated results of individual markets can be explained by 
localized factors, such as new supply, renovations, convention 
center and other projects, but overall economic malaise nationally 
and globally is overriding these circumstances. 

As noted by the Global Business Travelers Association, “Some 
sources of uncertainty could ultimately have a positive impact on 
business travel as lower corporate tax rates are pushed forward 

and business regulations are rolled back as infrastructure 
investment increases around the globe. Other factors will have a 
decidedly more negative impact on business travel, including 
trade policy renegotiation, terrorism, travel and immigration bans, 
sanctions, electronics bans, and geopolitical tensions.”

Occupancy is being affected in some hotel product segments and 
markets with many pundits, pointing primarily to new supply. 
Typically, when hotel cycles experience downturns, occupancy 
leads the way followed by rate discounting. We are just starting to 
witness occupancy declines, and STR anticipates occupancy will 
continue to be challenged in the next few years. Average rate 
forecasts are largely still positive, although some markets have 
seen some decline in rate. As hotel fundamentals fluctuated and 
decelerated in 2016, industry experts forecasted modest growth 
for 2017 and 2018. In that sense, the industry performance for the 
first half of the year has not disappointed. Even with no 
expectation of a major event, the performance of the U.S. hotel 
market for the remainder of 2017 is expected to continue to show 
modest positive growth.
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