
In a country whose face is ever 

changing and can no longer be 

recognized by only one ethnic 

majority, the need for initiatives 

that support diversity has be-

come paramount to incremen-

tal success. Large corporations 

are beginning to understand 

the value of these relationships, 

and have begun capitalizing 

on the advantages that these 

initiatives have to offer. Two of 

those companies are Choice 

Hotels, a hospitality icon that 

is growing impressively, and 

Wal-Mart, a long time cham-

pion of successful business 

relationships with minorities. 

We recently sat down to chat 

with an executive of each com-

pany about why having diversi-

ty initiatives in corporate Ameri-

ca  is just a good business choice. RAÚL FUENTES Em
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DIVERISTY IN BUSINESS: 
A WIN-WIN SITUATION
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LL: How long have you been work-
ing at Choice Hotels and how did 
your relationship with them start?
RF: As of October of this year, my ten-
ure with Choice will hit the five-year 
mark. My background prior to Choice 
was in the credit and finance field. A 
corporate recruiter from Choice Ho-
tels enticed me into accepting a Credit 
Manager position. After two years in that 
role, I was recruited into the Emerging 
Markets Department as a Manager of 
Customer Segmentation and later pro-
moted to my current title of Emerging 
Markets Director as of January 1, 2007.
LL: As Emerging Markets Director, 

what is your mission? What are the 
main challenges in achieving it?
RF: My mission is to expand and diver-
sify Choice’s franchisee base by identify-
ing and penetrating the Hispanic/Latino 
market, which should result in an incre-
ment of sales of hotel franchises to that 
[ethnic] segment.
LL: Why is it important to reach 
out to the Hispanic community for 
franchising opportunities?
RF: It is extremely important to reach 
out to our Hispanic business communi-
ty. As of July 1, 2006, the Hispanic/Lati-
no population in the U.S. remained the 
largest minority group, with 44.3 million 

inhabitants owning over 1.6 million busi-
nesses at a growing pace of nearly three-
times the national average, according to 
the U.S. Census Bureau. Consequently, 
there are approximately 49,000 hotels 
open and operating in the U.S.A. today, 
yet less than 1% of them are Hispanic/
Latino owned.  Based on these facts, the 
opportunities deem extremely favorable 
for our purpose.
LL: What percentage of your fran-
chisees are Latinos? What has been 
your experience working with this 
segment?
RF: Choice has over 5,200 hotels in 
more than 40 countries. Currently, our 
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Hispanic/Latino franchisee base is of 
approximately 45 hotel owners out of 
our total portfolio. Like any other new 
business venture, we encourage and 
promote a lot of research and education 
about the lodging industry and about 
franchising in general. We pride our-
selves in offering one-on-one attention 
to each and every prospect interested in 
exploring more about this opportunity. 
For more information on our efforts, 
you may visit: www.choicehotelsfran-
chise.com/emerging_markets, or call us 
toll-free at the number displayed in our 
ad within this issue.
LL: What opportunities are avail-
able now? How can our readers 
make the decision of whether a 
franchising opportunity can work 
for them and what must be taken 
into consideration or what ques-
tions must they ask themselves?
RF: It all depends on the prospect’s 
development area(s) of interest. Once 
again, we encourage interested parties 
to perform overall research on franchis-
ing business concepts and on the hotel 
industry and familiarize themselves on 
the intricacies of hotel investment. 
LL: What are the official require-
ments?
RF: There aren’t any “official” require-
ments from Choice, other than the po-
tential franchisees’ desire and commit-
ment to developing or acquiring one of 
our hotel brands. Most of the “require-
ments” come directly from the lenders, 
as they have strict guidelines from which 
to adhere before funding hotel develop-
ment or acquisition loans. 
LL: What new strategies/programs 
are you implementing to increase 
diversity within your partners? Why 
is this important?
RF: We are committed to achieving 
greater diversity in the lodging industry 
by increasing the number of underrep-
resented minority franchisees in our sys-
tem. Our minority incentive programs 
are designed to reduce upfront costs 
and provide additional operational sup-
port to new minority hotel developers.
LL: Why did you decide to launch 
the Choice Hotels Hispanic Own-

ers Alliance? What lessons have you 
learned from this project and how 
has it benefited your Latino franchi-
sees?
RF: The Choice Hotels Hispanic Owners 
Alliance (CHHOA) was created to provide 
networking opportunities to Hispanic 
franchisees, to share best practices and 
experiences, as well as to serve as a plat-
form to recruit new Hispanic franchisees 
into the system. Thus far, some of our His-
panic franchisees have been able to bene-
fit from networking opportunities within 
the Alliance and have partnered with oth-
er members to fulfill business objectives 
and develop new strategies beneficial to 
their respective hotels.
LL: What do you find most fulfilling 
about your job?
RF: The most fulfilling aspect of what I 
do is definitely the people I get to meet 
and work with on a daily basis. Network-
ing and dealing with prominent business 
people from our Hispanic community is 
the most rewarding asset of my career.
LL: What would you like your main 
contribution to be as a Choice Hotel 
employee?
RF: If I had to pick one, it would be       
to significantly increase Hispanic-owned 

hotels within our system and throughout 
the industry, thus leaving somewhat of a 
legacy for our Hispanic business commu-
nity and their respective families.
LL: What makes Choice Hotels an 
industry leader when it comes to 
diversity?
RF: Choice strives to cultivate a corpo-
rate culture that celebrates and seeks 
diversity in all aspects of its operations, 
from our associates, franchisees and 
suppliers to our advertising and market-
ing efforts, and even to our charitable 
giving and community involvement. The 
Emerging Markets team parallels such 
efforts by continuing to increase minor-
ity and non-lodging entrepreneurs as 
franchisees into our system. In 2006, 
we accomplished an increase of 25% 
in hotel franchise agreements, adding 
35 new diverse franchisees to our fam-
ily of hoteliers. We foster a diverse 
and inclusive culture by forming and 
participating in Diversity committees 
and executing feedback sessions. In 
addition, we encourage diversity partici-
pation throughout the organization by 
recruiting independent consulting firms 
to conduct relevant studies to monitor 
our progress.  

“WE ARE commiTTEd To AchiEviNg gREATER divERSiTy iN ThE LodgiNg iNdUSTRy by iN-
cREASiNg ThE NUmbER oF UNdERREpRESENTEd miNoRiTy FRANchiSEES iN oUR SySTEm.”




