Simon Nash

A strategist & consultant specialising in defining and implementing digital transformation projects, designing multi-channel customer experiences, and planning digital marketing campaigns.


“A progressive digital specialist, with extensive knowledge of web-based technologies and broad experience of both agency and in-house roles. I solve complex business challenges with coherent and visionary strategies that are inspired by design thinking, and anchored with solid business and marketing logic. My positive and energetic communications style enables me to engage and influence front line staff and boardroom executives alike. I have successfully steered numerous organisations toward digital success. I’m also passionate about connected technologies and active within the tech community, as a writer, speaker and event organiser.“
Career History:
October 2008 to present: from Project Manager to Planning Director at Reading Room
Reading Room is a global digital consultancy where I have worked for just under seven years, consistently leading on the agency’s most significant accounts including, Royal Mail, Skoda UK, Pernod Ricard, Money Supermarket, and the UK Government’s Smokefree campaign. For the past five years I have been a key player in driving forward Reading Room’s emerging consultancy proposition, developing new approaches to research and strategy and training new consultants. My current role is as primary consultant for Reading Room’s UK business, together with global responsibility for developing content strategy services across all business units. Key achievements include:
Helping Catalyst Housing become a digital business
In order adapt to the evolving challenges of delivering social housing and community development, Catalyst Housing commissioned Reading Room to help them become a ‘digital business’. Building on extensive audience research and stakeholder engagement I mapped out a three year programme of organisational change, guiding them toward utilising digital best practice to enhance the customer experience, address operational inefficiencies and optimise their communications and marketing activity. The leadership team accepted my recommendations and we are now in the process of implementing the programme, working with teams across the business to help them adopt new practices, embrace digital culture and pursue an ambitious and innovative roadmap.
Transforming Visit England’s digital strategy
Visit England are tasked with growing the value of English tourism through a combination of consumer marketing and sector-facing engagement. Faced with the challenge of adapting to the rapidly evolving digital communications environment they engaged Reading Room to advise them how to make the most of web-based media and technology to further their objectives. We conducted extensive audience research and industry engagement in order to get to grips with the complex tourism landscape. Our strategy recommended wide-ranging changes to aimed at refocusing limited resources and investment where they could make the most impact. Now, having worked with them over several years to implement the changes they have consolidated their web platforms, substantially reduced their technology overheads and adopted a progressive content-led consumer engagement strategy that focuses on using social media to inspire visits to English tourism destinations. 
Helping The Glenlivet get to grips with customer engagement
The Glenlivet is one of the whisky market’s most established and successful brands and they asked Reading Room to help them develop a new digital customer engagement programme aimed at inspiring a new generation of single-malt connoisseurs and developing customer loyalty and advocacy. We successfully convinced them to adopt a radical new digital marketing strategy that eschewed brand-led communications in favour of digital story telling and engagement. Over five years we ran a massively successful engagement programme centred on the Taste The Glenlivet platform and used a combination of email communications, promotions and social engagement to build 
a vibrant community of over 50,000 new single malt enthusiasts. Independent research concluded that membership of the programme had a significant impact on customer purchases, preference and advocacy.
 October 2003 – October 2008, Marketing Consultant, Ignite Marketing 

Ignite Marketing is a boutique marketing agency focused, but not exclusively, on the hospitality sector.  I was instrumental in taking it from start-up design agency to become a flourishing marketing agency that has since gone from strength to strength. I developed and led the marketing services side of the business, working with a range of start-ups and SMEs to launch new brands and develop marketing strategies and campaigns for hotels, bars and restaurants.  
Market research for France Telecom
In a significant departure from business as usual, Ignite were commissioned by France Telecom to research the market for a new web connected smart phone (several years prior to the launch of the iPhone). We conducted extensive field research in London, Manchester and Edinburgh before producing a market research report and recommended a national launch strategy to introduce the innovative new product to market.   
February 2003 – October 2003, Interim Product Manager, NTL Digital TV
NTL (now Virgin Media) was a cable TV, phone and movies subscription service and I worked in the Digital TV team. I was responsible for managing intranet content, producing video, TV, email and printed customer communications and liaising with channels. I also worked on UX design for a new programme guide.
September 2000 – December 2002, Marketing Manager, Cass Business School 

Executive Development was a professional services and training firm designed to exploit the intellectual capital of Cass Business School. As Marketing Manager for Executive Development, a commercial subsidiary of the school, I had responsibility for a substantial budget and sole responsibility for revenue exceeding £1.3 million each year. My role focused on direct response campaigns across print, outdoor and digital media and extensive CRM campaigns using both email and direct mail. 
Launching the new Cass brand
Part way through my time at the school a significant donation from the Cass foundation led to the development of a new school building and a brand re-launch under the Cass name. I was invited to lead the team responsible for the re-launch communications programme. Working with external creative team APMCLR I ran a communications campaign centred on using outdoor media at commuter train stations surrounding London and across the tube network. The campaign successfully ensured the new name was quickly established. 
Extra-curricular activities
I try to maintain an active and stimulating life outside work and this has led me to become involved in some incredibly rewarding projects: 
Organiser of The Connected Supper Club and the Digital Conversations Meetup
For the past two years I ran successful digital conversations events, which have now morphed into the Connected Supper Club – a more intimate, digitally inspired, monthly dinner party. 
Author of ‘The Fundamentals of Digital Success’
This is my self-published e-book, published on Amazon – a prototype for future writing projects.
Fifteen years of music, comedy and poetry

Between 1997 and 2012 I organised hundreds of events promoting a mix of DJs, live music, comedians and poets. 
Band Manager, Senser, 2004 - 2008

Once a teenage fan, I became Senser’s manager in 2004, managed touring, launched an album, and a record label.  

Qualifications and awards: 
· Lancaster University 1997 – 2000, BA Hons History, 2:1

· London Metropolitan University, 2001 – 2002, CIM Professional Certificate in Marketing
· Duke of Edinburgh’s Gold Award 
· Queen’s Scout Award
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