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I have worked for a family trust, privately held businesses and PLCs at CEO, MD & Global Head level. I understand the importance of staff, customers and suppliers working in harmony, nurturing and directing resources. I am strong in strategy, creativity, change, leadership, distribution, complex projects, customer service & delivery, branding, sales & marketing, hospitality, retail, finance, IT, partner & deal negotiations, facilities & asset management, government & local authority relations, health & safety, inventory, account management, corporate communications, media and relationship building. Keen to return to corporate life, I am available to lend a hand to a reputable organisation that values a calm, consensual approach. Permanent, contract or interim considered. Location flexible.

Responsibilities under my watch have included 1,200 staff and $750M revenue in luxury tourism, leisure and retail travel, 18 marinas, multi-site, turnaround, property management (residential & commercial tenants), healthcare, airline, ferry company and banking. I have both lived and worked in the UK, USA, Macau, Singapore, Thailand & Vietnam and have additional in-depth first-hand knowledge of Bhutan, Burma, Cambodia, China, Hong Kong, India, Laos, Malaysia, Maldives, Sri Lanka. I have also visited most countries around the globe. I am very 'culturally aware.'

I was appointed GlobalScot Thailand by the Scottish First Minister in 2012, a pro bono position I still hold. I am also a current board member at Operation Smile (Thailand) a worldwide children's medical charity founded in 1982. 
I am a former board member of Philadelphia Aviation Academy, Philadelphia Please Touch Museum and Philadelphia Visitors and Convention Bureau. All my roles have involved supporting local communities and stakeholders. My interests include writing (columnist Glasgow Evening Times 1986-92, Big Chilli current) and boating. I hold RYA certificates in powerboat license levels 1 & 2, first aid and radio.  
FREELANCE PROJECTS 
Macau-based Sands China, the largest and most profitable casino company in the world, hired me (August 2013 - March 2014) to resolve a major strategic sales issue on the China mainland. I was given a year to complete the task and I finished it in eight months (they paid me for a year!). My solution was creative and elegant. Due to the highly sensitive nature of the project, I was approached directly by the CEO of Sands China Ltd.

Saigon-based Trails of Indochina persuaded me to act as interim CEO for 6 months in 2016. The Vietnamese owner had difficulty handing over the business and tried to co-run it with me from his home in Los Angles. I left at the end of the contract having successfully merged three offices in Saigon to one new location which led to significant cost savings and efficiencies.
UK-based tour operator Chameleon appointed me chairman in 2016 in a bid to keep it from slipping into administration.
CO-FOUNDER/CO-OWNER, WANDWSCOTLAND.COM – 2013 – present
Inbound tour operator in Scotland servicing high-end US clients.
GROUP CEO, DIETHELM TRAVEL GROUP - 2003-2012
I was approached by Korn Ferry to lead the largest independent luxury tour operator in Asia to expand their $100M turnover via various revenue streams, 600 staff, inbound leisure, event and exhibition business and turn significant losses into profit. In almost a decade I grew the business from operating in 7 to 13 countries across Asia from my base in Bangkok and turned a loss into profit. I was given autonomy to run the business by the extremely supportive owners. One highlight was the company becoming the first foreign licensed operator in Bhutan. On my watch, the company won six 'Asia's Leading Tour Operator' awards from World Travel Awards. We enjoyed excellent media relations - given my background as a columnist I can speak ‘the language.’ Staff retention dramatically improved which provided major economic and commercial advantages. We were very active in all the communities we operated in. In some countries, we had government departments as partners, so political awareness, tenacity and careful negotiating were key.
Most memorable moment; sadly, receiving a phone call on boxing day 2004 informing me a tsunami had struck Thailand. Leading my team through this greatest of natural disasters was a true challenge. Many of us met with the families of people who perished, and we had to carry on with our normal duties under severely difficult circumstances. 
Moved on because; in 2012, the superb Zurich-based owners reorganised the operating structure of their subsidiaries. I decided not to adapt to a new 'Swiss head office centric' model and departed most amicably.                     

MANAGING DIRECTOR, MARINA DEVELOPMENTS LIMITED (YATTENDON INVESTMENT TRUST) - 2001-2003
I was approached by Boyden to lead the UK-based world's largest, privately owned, marina company with £25M turnover, 18 marinas, 250 staff, 100 residents, 250 commercial tenants and 8,400 berth-holders. The key issues - a demoralised workforce, unhappy customers and a hostile media. I devised an internal marketing campaign that addressed the issues and won recognition from Investors In People who reported it was the first time they had ever audited a company where every single staff member they interviewed could articulate what the company stood for (Motivate, Delight, Lead). Customer facilities were upgraded in all marinas with a close eye on the well-being of the environment and berth-holder forums and events were set up to improve communications. Media reports and user web forums went from hostile to warm. The owners were highly encouraging and unstinting with their support not least as I understood and was sensitive to the family history and objectives.
Most memorable moment; Bob Geldof visiting our stand at the Southampton Boat Show and making some loud and colourful remarks to my chairman, Lord Iliffe.
Moved on because; after two years I had achieved what I had set out to do. I had also put  in place a succession plan. In fact, my number two, who was over 60 when I hired him, took over and stayed on for ten years as Managing Director. The call I received to return to Asia was too strong to resist.

GLOBAL HEAD PARTNER & SUPPLIER RELATIONS, HOGG ROBINSON BTI - 2000-2001
I was invited by the CEO to return to UK-based corporate travel agent and business services group Hogg Robinson to set up their global partner and supplier programme. I made 72 partner visits globally which was a major challenge and sent a strong message of support. All 45 suppliers were set up with an individual account management plan. I hosted the first global company conference in Miami attended by all partners. 
Most memorable moment; launching BTI Romania in the Palace of Parliament a short while after the fall of the Ceausescu's and the first commercial event to be held there.
Moved on because; it was accepted from the start that this would not be a long-term assignment for me so there were no barriers to my departure when MDL came calling.

GLOBAL HEAD MARKETING C&IB, STANDARD CHARTERED BANK - 1998-2000
I was approached by Russell Reynolds to join the leading Asian-based bank in Singapore to resolve an internal turf war over ownership of the SME customer segment. As global head of marketing for C&IB, responsible for the brand, I set up customer focus groups around the world and made a recommendation to the board, based on the feedback, which was accepted. I recommended the segment move from 'my' part of the bank to retail which I knew would probably cost me my job. It did.
Most memorable moment; being told by my retail colleague who about to make a joint presentation with me to the main board that she could not do it due to nerves and I would have to fly solo. As we were actually standing in the board room about to start, I had no option but to go through her 20 or so slides, not one of which I had previously seen and none of which I understood. A real test!
Moved on because; the politics surrounding my strategic recommendation made it impossible for me to stay. There were no dramas though and I moved on with no hard feelings on either side. Frankly, I did not enjoy the 'big PLC' scene; too short-term.

GM SALES EUROPE, GM PHILADELPHIA, UNITED AIRLINES - 1993-1997 
I was approached by Egon Zehnder to join United Airlines to lead their UK sales operation. Within a year I was running all European sales in 8 countries. I designed and implemented their first ever agency/corporate European sales agreements. I redesigned the sales approach from territory based to account based. This proved highly successful, so much so that it was copied by all our competitors within a year. I was asked to join a small internal committee as the European representative to set up the first ever company global sales conference in Chicago. Shortly after the successful completion of this task, I was promoted to the US as one of the first three expats there. When I ran the operation in Philadelphia, the station was positioned in the top 10 (out of 200) globally for positive morale in a staff satisfaction survey for two years running. Philadelphia was the only station to achieve this. As well as running the airport operation in Philadelphia, I also ran sales from Trenton, NJ, to Wilmington, DE, and was also account manager for Rosenbluth Travel (number 4 global business travel agent). Three jobs, one salary.
Most memorable moment; con-joined twins arguing over seat-selection and meeting the late author Jackie Collins on the same day at Philadelphia airport. Truly, no two days were ever the same. There were also many happy times supporting the Police Athletic League.
Moved on because; I was offered a promotion to Japan in an officer position. The company owned a tiny one-bedroom apartment in Tokyo which was to be the accommodation for me and my family - wife and three children under 5. This was clearly unacceptable, but the People Services (HR) department would not bend. I turned down the role (I was told I had committed 'career suicide') and soon after accepted an approach to join Standard Chartered in Singapore.  

VARIOUS, HOGG ROBINSON - 1983-1992 
In the ten years I spent at travel agent Hogg Robinson, I progressed from manager of their Manchester branch to youngest ever board director. The main reasons for this rapid elevation included a ferocious work ethic and a single-minded focus on 'owning' the customer. I was fortunate to have been picked out as a high potential individual by the chairman and owe much to him and his senior colleagues for my subsequent success. I drove my team hard to service our 4,600 corporate customers from the 130 offices, business and retail leisure travel, under my control. The advent of global travel purchasing (led by AmEx and Carlson) led us to re-brand the company and grow it into a very different animal - Business Travel International (BTI). I was a founder director, a key driver of the strategy and architect of the execution. We joined forces with Hapag Lloyd, Havas, Holland International among others and, in a few short years, became the third largest global business travel company in volume. I came second in the contest to be the overall head of the company and took over as MD of sister company, Remedi Healthcare - part of Hogg Robinson Financial Services. I was, in effect, 'parked' which I agreed to be for 12 months. I also sat on the FS board. Remedi ran a 'third party medical administrator' (TPA) operation as well as medical insurance broking and I rather gamely came up with a plan to become TPA to medical insurers like BUPA and providers like Nuffield. The plan worked well and we broke new ground.
Most memorable moment; offering to pour the coffee for my colleagues at my first board meeting and being subsequently taken apart by my chairman for acting like an office boy. Or was it Richard Branson pouring a jug of water over colleague Duncan Cameron’s head? 
Moved on because; I never made MD and the approach from United Airlines and the opportunity to learn a new aspect of the travel industry appealed.

PRE HOGG ROBINSON
I was born in Oban, Scotland in 1958 and attended St Columba's Primary School Oban, St Vincent Langbank, Oban High School. Family circumstances meant that going to university was never an option.

My first job was as a trainee tourist officer in the Oban Tourist Office, a role that led to a life-long interest and involvement in tourism. In the late 70's, I joined Western Ferries running shore operations for ‘The Highland Seabird’ catamaran based in Oban. In 1979 I left Oban, moved to Edinburgh and joined American Express Travel as a trainee travel consultant. American Express promoted me to Manchester in 1982 where I worked for a year or so before Hogg Robinson approached me to take up my first management job.


