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Success Story: JW Marriott Indianapolis
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Property Highlights of Results
1,005 Room - JW Marriott . " . .
Convention Center Hotel $425.m|II|on develop.ment.prOJect broke g.round |n.May 2008.
» Despite collapse of financial markets, project continues to move
LRI forward due to the financial strength of the developer selected.

Indianapolis, Indiana ) ) .

P  Debt provided by the City remains current.
Client
City of Indianapolis

Type of Assighment

Asset management, strategic Property Features

advisory, and feasibility evaluation + 1,005-room hotel

» 105,000 square feet of meeting space
* Three F&B outlets

» Scheduled to open Q1 2011
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Success Story: JW Marriott Indianapolis
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Property Highlights of Engagement
1,005 Room - JW Marriott

Convention Center Hotel * HVS Asset Management and Strategic Advisory, and HVS Consulting &

Valuation collaborated to provide this public-sector client comprehensive

Location .
Indianapolis, Indiana hotel advice.
* HVS developed and oversaw the selection process to identify the best
Client developer/operator team:
City of Indianapolis * Brought qualified developers and operators into a competitive RFP process.

+ Chaired the hotel selection advisory committee.
» Coordinated developer site visits and due diligence.

Asset management, strategic « Selected team of REI Real Estate Services and White Lodging as the
advisory, and feasibility evaluation

Type of Assighment

project’s developer/operator.

* Negotiated project agreement in conjunction with client’s counsel.

* Provided competitive market intelligence through a hotel market review.

* Provided on-going representation of the client’s interests throughout the
development period by:

* Visiting the site regularly to monitor the construction progress leading to an
on-time and on-budget opening.

* Monitoring sales and marketing staffing and pre-booking pace leading to a
quick ramp-up of operations and market penetration.

* Meeting and communicating with the developer’s internal asset
management group.
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Success Story: Renaissance Schaumburg
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Highlights of Results
» Property was hamed 2007 Renaissance Hotel of the Year by
Marriott.
» General manager was named “General Manager of the Year”
in 2008 by Marriott.
* Property has consistently achieved highest Renaissance
customer satisfaction scores in North America.
* Property regularly achieves RevPAR penetration in the 155%-
to-165% range.
\
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Property Features

* 500-room hotel

* 149,000 combined square feet of meeting and
convention center facilities

* Three F&B outlets

* Opened in July 2006




