Curriculum Vitae

Personal Details


Name: Scott Conchar 
Degree: BA (Hons) Design for Communication Media (DfCM), Advertising
Title: On Premise Specialist


Address: 5.4 Park Lane Towers, 1 Boomerang Place, 

Woolloomooloo, 2011, NSW, Australia


Mobile: 0409 159 412
Email: scott@conchar.info


Website: www.conchar.info
Visa status: Permanent Resident 
Education


2005

Scottish Licensee’s Certificate, Telford College, Edinburgh. UK.
1992 – 1995
BA (Hons) DfCM, Advertising, Manchester Metropolitan University. UK.
1991 – 1992
Higher National Certificate (HNC) Media Production & Analysis. 



Telford College, Edinburgh. UK.
1984 – 1991
5 Higher Grade Qualifications, Scotvec Media Studies. 



Daniel Stewart’s & Melville College (Boarding School) Edinburgh. UK.

Awards


2005
Finalist ‘Thomson's Bar’ Best Beer Award, *SLTN Awards.
2004
Finalist ‘Thomson's Bar’ Independent Bar of the Year, *SLTN Awards.
2003
Winner ‘Thomson's Bar’ Edinburgh Bar of the Year, **CAMRA Awards

2002
Highly commended ‘The Human Be-In’ Style Bar of the Year, *SLTN Awards.
2001
Highly commended ‘The Human Be-In’ Style Bar of the Year, 


Class Magazine Awards.

2001
Finalist ‘The Human Be-In’ Contemporary Style Bar of the Year, 
***D.R.A.M Awards.

1994
Highly commended ‘More O’Ferrall Adshel’ Student Design Awards. 
* Scottish Licensed Trade Awards, similar to the prestigious national Australian Hotels Association Awards and Australian Liquor Industry Awards. 
** Campaign for Real Ale.

*** Drinks, Retail and Marketing Magazine. 
Employment Summary

Caledonian Heritable. Senior Marketing and Communication Consultant. Mar–Aug 2006.

Festival Inns Ltd. Media and Marketing Consultant. Jan 2005–Jul 2006.
Talisman Partnership Ltd. Owner and operator. Aug 2000–Feb 2006

Stoneboy Promotions t/a Sublime. Owner and operator. Jul 1995–Jun 2002. 

Employment Details
Mar 2006 – Aug 2006. Caledonian Heritable Ltd
One of the UK’s leading On Premise operators with over 600 sites throughout the UK. 
Position & Key responsibilities

Senior Marketing and Communication Consultant (6 month contract)  

• Approached to consult on $12.5 million development. Consisting of 1500 capacity nightclub, 450 capacity live music venue, 500 capacity style bar and 140 cover grill restaurant. Projected annual turnover $6.5 million.
​• Create and implement an innovative, long term and cost effective ‘route to market.’ Targeting a broad 18 – 50 year old mass market. 
​• Negotiate sponsorship and support structure between client and Bacardi Brown Forman, Diageo and Scottish & Newcastle. 

• Maximise relationship with global brands to achieve brand and commercial objectives.

• Maximise return on investment.
• Communicate with all company departments to facilitate full potential.  
• Report directly to the Operations Manager and Director. 
Achievements

• Identification and analysis of key areas for development. 
• Developed innovative ‘routes to market’ with support from global brands. 
• Product selection, pricing and construction of drink menus to maximise return for client and global brands. 

• Maximised profile for client and global brands on plasma screens, pool tables, stage back drops, staff uniforms, drink menus etc

• Creation of radio commercial campaign.  

• CRM strategies built around SMS short code and online technologies. 

• Website construction.

• Built and developed energetic marketing & events team.

• Networking with major employers in target area to create long lasting customer base by the creation of loyalty scheme for staff members. 
• Competitor analysis.

• Corporate branding and design.

• Media development with local and national, public and trade media.  

Jan 2005 – Jul 2006. Festival Inns Ltd

Festival Inns are one of Scotland’s leading On Premise operators with a turnover in excess of $50 million per annum and a stable of twenty key managed sites based in Edinburgh, Glasgow, Stirling and St Andrews. 

Position & Key responsibilities
Media and Marketing Consultant 

• Create and implement innovative Experiential Marketing strategies that would produce a positive and profitable outcome. 
• Nullify any negative media coverage.

​• Maximise relationship with global brands to achieve brand and commercial objectives.

• Communicate with all company departments and sites to facilitate full potential.  
• Maximise return on investment.
• Reported directly to Operations Director.
​

Achievements

• Official Guinness World Record attempt. Gross income $20,000 and over $2000 raised for charity plus high level of positive media coverage. Sponsored by Guinness and Children’s Hospice Association Scotland.  
• Annual Cask Ale Festival. Gross income, $50,000 in 3 days. Supported by the Atlas Brewery and the Caledonian Brewery.
• Charity Fashion Show. Raised over $30,000 for a children’s orphanage in Kenya. 

$12,000 in revenue for the company (on a Tuesday night) and a high level of 

positive media coverage. Supported by Diageo brands. 
• Construction and development of a monthly company newspaper, The Nozzle.
Supported by numerous global brands. 
• Weekly music event ‘Live & Direct’ promoting the best of Scotland’s underground LIVE music scene in a venue previously used infrequently. Annual gross $312,000 plus no running costs, covered through Jack Daniels sponsorship and door revenues.  
• Major TV, radio, cable and satellite exposure throughout the 2006 FIFA World Cup. 
• Built excellent relationship with local and national media. 
​

National awards received by Festival Inns under my direction: 

• October 2005 - Entrepreneur of the Year, SLTN Awards. Kenneth Waugh (Owner).

• October 2005 - Refurbishment of the Year, SLTN Awards. The Polwarth Tavern.

• May 2005 - Best Ambient Bar, UK Theme Awards. Awarded to Cargo. 

Aug 2000 – Feb 2006. Talisman Partnership Ltd

The Talisman Partnership Ltd owned and ran 3 profitable city centre sites within Edinburgh, Scotland: The Human Be-In Bar-Bistro, Red Vodka Club and Thomson’s Bar. Annual group turnover $2.9 million producing a 62% GP. 
Position & Key responsibilities

Owner / Operator 
• All aspects of formation and expansion of On Premise operations.

• Strategic planning, development and execution to maximise growth potential.

• Contract and support negotiations with Bacardi Brown Forman, Carling, Diageo, Maxxium, Oddbins, Pernod Ricard, Scottish & Newcastle and Tennents Caledonian. 
• On going development with global brands to achieve brand and commercial objectives. 
• Creation and implementation of Experiential Marketing and CRM strategies. 

• Audit analysis, stock control and cellar management. 
• Account processing including quarterly GST returns. 
• Competitor analysis. 

• Staffing and team building with a view to releasing the potential within all employees. 

​• On going commitment to providing a consistently high standard of customer experience. 

• Manage legal and social responsibilities.
• Maximise return on investment.
Achievements 

Oct 2000 – Feb 2006. The Human Be-In, Bar-Bistro

Previous operator turnover, $1 million per annum. With creation of entirely new business model and $220,000 redevelopment of interior of site we increased revenue in first year by 50% to $1.5 million producing a 65% GP. 

• Developed a varied and innovative marketing mix that included a widely respected live music schedule (supported heavily by global brands), a loyalty scheme with the University of Edinburgh faculties and societies and an online database that awarded customer participation. 

• Creation of ‘Top Gun’ monthly staff award.   
• Received numerous industry accolades (see Awards page1). 
• Growth increased until year three. Sales then stagnated. Strategic decision was then made to franchise out the kitchen. This proved successful to both parties and customers. 

• Business then continued to produce healthy P&L and so decision was taken to sell. Negotiated extension of lease before sale. Saw through entire sale process whilst liaising with three different solicitor firms and banks to profitable conclusion in February 2006.

Apr 2003 – Feb 2006. Red Vodka Club 

• Turnover $650k per annum

• 25 year lease purchased with a view to a $250,000 site redevelopment.

• Red Vodka Club was based on an in-depth market research campaign. Business model centred on the world’s leading spirit, Vodka. We developed the model by creating a range of over 60 infused, flavoured and frozen Vodka’s aimed predominately at the 18 – 25 year old mass market. 

• Major support and development of global brands specifically ABSOLUT, Finlandia, Smirnoff and Stolichnaya.
• Developed a network of promoters and businesses to maximise potential of nightclub.

• Marketing campaign of note, Red Vodka Club Annual DJ Competition. Competitors battled against each other to win a trip for 2 to New York. Judging were some of Scotland's most prominent DJ's, music journalists & club owners. Negotiated sponsorship with Smirnoff Vodka (Diageo). This not only created a great deal of profile and kudos for the club but a turnover increase of 200% for the duration of the competition. 

• Business produced excellent GP of 70% and after initial problems in the construction 

process a healthy P&L was achieved. 

• Business partner buy out concluded February 2006.

Jun 2003 – Feb 2006. Thomson’s Bar 

• Turnover $780k per annum

• Freehold property bought as a going concern. 
• Major development of UK’s leading real ale and premium beer brands. 
• Thomson’s Bar is an incredibly well respected unit within the trade (see Awards page1) and continues to trade very well with steady growth. 

• Business partner buy out concluded February 2006.

Jul 1995 – Jun 2002. Stoneboy Promotions t/a Sublime
Sublime was one of Scotland’s leading electronic based music club nights. Events ranged from 500 to 2500 capacity, and over a period of exactly 7 years we staged in excess of 250 events.

Position & Key responsibilities

Owner / Operator
• Booking international and home-grown artists. Artists of note included Paul Oakenfold, Paul Van Dyk, Timo Maas, Afrika Bambaata, Nick Warren, Justin Robertson, Billy Nasty, 808 State, Lamb, Jon Carter, Union Jack (Platipus Records), Oliver Lieb, Taylor and Return To The Source to name but a few.
• Overseeing all internal production from sound and lighting design to security.
• Maximise return on investment.
Achievements 

• Planning international tours in Ireland, North America, Turkey and Australia.

• Introduced numerous overseas artists to the UK on an exclusive basis.

• Creating a varied, innovative and cost effective marketing mix. Utilizing Experiential, Viral and Guerrilla marketing techniques.  
• Creating positive media interest.

• Production of enviable internal aesthetic at minimal cost including intelligent lighting, lasers, mobiles, Super 8 and digital projections. 

• Profitable bottom line year after year. 
Computer Skills


Proficient in Sage Accounting and Payroll. General knowledge of Microsoft Word, QuarkXpress and Adobe Photoshop.
Community Involvement and Interests


• Member of the Management Committee of Crew 2000. This is a government funded drug awareness and outreach organisation. My key responsibilities were to liaise between Crew 2000 and numerous nightclub organisations in developing networks which allowed individuals to access information on drugs. 
• Membership of The Edinburgh Sports Club, Squash and Tennis Leagues for 5 years.

• Weekly participant of 5 a side (Football/Soccer) Leagues for 10 years.

• Social Golfer and avid supporter of Scottish Rugby Union. 

• Regular participant of music, art and cultural events, festivals and exhibitions. 

• Member of The Scotch Malt Whisky Society for 5 years.

Referees
Available upon request. 
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