beer qualifications impact insights and how to get involved

0:17
Welcome, everyone.

0:18
Thank you so much for joining us for this session.

0:20
To learn more about WSCT Beer.

0:23
My name is Natalia Watson and I'm one of the Business Development Managers for our beer qualifications.

0:29
I'm based in London and I oversee the EMEA region.

0:33
We'll get started just by looking at a bit of our housekeeping today.

0:37
As a reminder, please put any questions that you have in the Q&A box, not in the chat.

0:42
We'd love to hear from you where you're dialling in from in the chat, of course, but please use the Q&A box so we can get to your questions at the end of the session.

0:49
If you have any technical problems, use the chat box and let our team know and we'll be able to support you.

0:55
This session is going to be recorded and available to watch on demand for the next 30 days.

0:59
So just head to the lobby, click on Programme and select Show past sessions to get caught up.

1:05
Lastly, we do want to hear from you.

1:07
We'll have a few polls throughout this session.

1:09
First one launching on the next slide, but please make sure you complete the final poll, which is our feedback poll at the end of the session.

1:17
So today's session has three parts.

1:21
We're going to be looking at our beer qualifications initially with their impact, Then we're going to get plenty of insight.

1:26
This will be the focus of our session and we're going to hear from three beer AP PS First, we're going to hear from Vikram Machanta at Teleho in India.

1:34
We'll hear from John Kalo at Northern Wine School in Manchester and then also from Chris Scott at 3050 in Southwest London.

1:40
So plenty of insight to come.

1:42
Again, as I've mentioned, that's where we'll spend most of the time.

1:44
And then we'll briefly wrap up with the third part, how you can get involved.

1:48
So if you're not yet up your APP and would like to apply to become one, we'll let you know how to do that as applications are currently open for APPS in the Americas and EMEA.

1:57
That leads me to my first question for you all.

2:00
So just while everyone's coming into the room, if you could please let me know if you currently offer our beer qualifications or not, if you're interested in offering them.

2:09
It just gives us a good idea as to who is here to learn, those who are already offering beer qualifications and want some insights from fellow beer AP PS or those who are looking to launch and want to create a really robust business plan for us on how to do so.

2:21
So we'll wait a few more moments for votes to come in.

2:25
We will, of course, end with AQ and A.

2:27
So any questions that I don't get to, I've got a few prepared, but if you have any questions that I don't ask, we'll have space to come to those later on as well.

2:35
So, so far, we've got a pretty even split.

2:37
So we have a mixture of people who are fear, AP, PS and those who are not.

2:41
So hopefully this will have something to benefit everyone.

2:44
So I'll go ahead and end that poll and get us started.

2:50
So as I mentioned, we're going to start by looking at the impact of the beer qualifications and apologies, looks like I've just turned my camera off.

3:02
Let me sort that.

3:05
Too many screens today.

3:07
There we go.

3:08
I'm back with you all.

3:09
Hopefully that just gave you a chance to look at the numbers.

3:11
So as you can see, we have had in this last academic year about 1600 people gain of your qualification with us.

3:19
And what I find particularly interesting looking at these numbers is about 80% of those candidates have gained level 1.

3:26
This is a bit different than what we see in our other streams.

3:28
Normally we see people jumping right to level 2.

3:30
So some of the reasons why we think this might be happening is it's a new qualification.

3:34
People are sort of testing the waters.

3:36
There's a bit less general beer knowledge.

3:38
So people are keen to start at that beginner level as opposed to jumping in at the intermediate level.

3:43
But we really see this as a positive because that hopefully means they'll be coming back for Level 2.

3:47
So people who normally would have jumped in at Level 2 and carried on, now we've got them starting at 1 and continuing their beer journey with us.

3:53
And also just reflecting on the growth from last year when we launched, you can see we have a very positive growth trajectory, 188% increase on our first academic year.

4:03
We're really hoping for that trajectory to increase this year and beyond.

4:07
Now, these are our global numbers.

4:10
We've had loads of interested individuals train with us, those who work in the industry, those who are enthusiasts.

4:15
What I want to focus on is some of the people that make up these numbers because we've actually had a lot of really great buy in from the industry and we know that that is super important to helping these qualifications to succeed.

4:27
Let me just change that slide.

4:34
So as you can see, in terms of who has trained with us, I really love looking at this slide.

4:39
This is a really wonderful thing because when we set out to think about the goals for the beer qualification, we wanted to gain awareness and trust of the beer industry, a totally new industry to WSCT.

4:49
And what we have seen here is that we have a huge range of the biggest beer businesses sending their teams to us craving.

4:57
It's not just the brands, though.

4:58
What I want to highlight here is who on these teams are training with us Because one of the things that we pitch whenever we go to your conferences and we're talking about what we offer is that we have what we call universally applicable knowledge.

5:10
We don't just train servers or Brewers or the sales team.

5:15
We have created a product that will benefit anybody in the business and who we've trained at these teams proves that.

5:21
So thinking about the Guinness and the Guinness Open Gate Brewery team, we have trained their Brier, their beer ambassadors or brand ambassadors and their front of house staff.

5:29
So these are people who know Guinness and its stories and history inside and out.

5:33
But because they have a lot of beer educated audience coming through their their wonderful facilities in Dublin, they needed to be able to chat about all beer.

5:40
So we were able to help that team build their confidence and their language around beer.

5:45
With Heineken, it was their marketing team.

5:47
With Asahi, it's the sales team and they're also training their customers, so offering it as a day out, enabling their customers to come and sample some Asahi products in the course to learn more about beer, to associate Asahi with product excellence.

6:00
We've also got Shepherd name and it's their pubs team.

6:02
So again, the folks who are serving staff Nirvana Brewery and Lucky St I wanted to highlight because these are non alcoholic breweries.

6:09
So it's not just the traditional big players that we're seeing come to us.

6:12
It's folks that are more new players in the industry who are offering non alcoholic beer, but still want to talk to any beer drinker about how the beer is made, how to taste it, beer and food pairing, etcetera.

6:23
And lastly, on the right, you'll see two of the charitable initiative partners that we've worked with.

6:27
So we have the Women in Beer mentorship programme and also the International Women's Collaboration Brew Day.

6:32
So these are two different initiatives that we have worked with to offer beer qualifications to enable more women to enter the world of beer.

6:38
So we're off to a really, really great start.

6:41
I don't want you to just take it from me though.

6:43
So what I'm going to show you next is some of the feedback from the individuals.

6:46
So we've got feedback first from the organisers.

6:50
So our first quote you can see on the left has come from Craig Nelson.

6:54
He's the Director of Sales at Asahi.

6:56
And what I really like about what they have decided to do is they want to be the one setting a new global standard for the beer industry in terms of education and they wanted to be the first to do it.

7:07
So they were one of our big partners to come on board and really put a lot of their, as I said, sales team and their customers through this training.

7:14
We also have, of course, this great quote from one of the brand managers at Heineken, and this was a few weeks after the team had trained.

7:21
He said it had a noticeable impact already really at making people more effective at doing their jobs and hopefully increasing profitability in those conversations that they're having.

7:31
Again, hearing from the attendees, for those who have taken the course with us, it's one of the best of your courses that they've taken.

7:37
They're interested in coming back for the next level.

7:39
They 100% recommend it, and they feel a lot more confident.

7:43
These are all the kind of things that we want to hear and of course, to share.

7:47
And lastly, just to move away from some quotes and onto some stats.

7:51
You'll see that those who have trained with us in person, taking our beer qualifications, hugely agree with these different sentiments, that they've increased their product knowledge, their tasting skills, their professional confidence, and that they had fun.

8:04
So really, really wonderful things to see.

8:07
The last thing I want to say just before we move on to hear the insights from our experts is talking about how we're sharing this information.

8:15
So when it comes to spreading the word about who we're training, the numbers, the impact that it's having, we do have some resources at your fingertips that you can use all available on the global campus.

8:26
We have, as you see on the left are benefits of training brochure, which is specific to the beer qualifications.

8:31
And then we have some case studies.

8:33
So we've gotten from Molson Gores who has opposed APP in the UK, again, training their team and their customers and then one from Asahi with one from Guinness to follow.

8:41
Now I do have a question for you from our marketing team.

8:44
They are curious to know what's the best format that you would prefer to use to get this information out to interested audiences?

8:52
So I'm just going to launch another quick poll, which is we have these fantastic case study stories to tell.

8:59
What is the form most effective for you to use in spreading the word?

9:03
Would you prefer a PowerPoint so you can use it in a pitch?

9:05
Would you prefer a PDF as we produce now, or a web page as we produce now and we're just curious to see what's most effective.

9:12
You can also use the chat box if you have other suggestions.

9:15
We don't want to produce extra work if there's a particular format that we know is going to be best for everyone.

9:20
For me, I, I really like putting these this information in a PowerPoint as you see here, because it makes for a really effective pitch deck.

9:26
But sometimes you're at a show and you want to hand out.

9:29
So let us know what works best for you.

9:31
We'll share the Intel with the marketing team and make sure that we create the most effective resources possible.

9:37
I'll leave that up for another moment or two.

9:38
We'll see if we've got any more votes in yet again, we've got an even split.

9:42
I think we're just going to have to keep producing everything since they're all different pieces that people find to be effective.

9:49
All right, another vote coming in.

9:52
So we have PowerPoint at the top, but PDF web page in close second and third there.

9:56
So thank you so much for your votes.

9:58
Normally, again, it is the the PDF and the web page that we're producing.

10:02
So good to know that PowerPoint slides like this would be helpful.

10:05
And again, anything we've shared here today about who we're training around the world and what they think use it, this is going to help you wherever you are around the world to reach out to those regional teams as well.

10:15
So let's hear from some of the folks who have helped to make these numbers happen.

10:19
We're going to move on to the insight section, and we have 3 speakers who are going to be joining us.

10:25
So please reveal yourselves and I'll do a quick introduction if you go on to participants.

10:33
There we go.

10:34
We've got you there and then share your screen.

10:36
Wonderful.

10:37
All right, I'll do a very brief introduction to everyone.

10:39
Thank you very much for being here.

10:40
So first up, I'm going to introduce Vikram.

10:43
Vikram Machanta is the Co founder and CEO of Teleho in India, as mentioned, but he's joining us from Mexico City very early in the morning today.

10:50
Thank you for joining us.

10:52
And just to let you know a little bit about Teleho was founded in 2000, marking the inception of India's premier beverage education, training and consulting company.

11:01
Under his leadership, the company offers a unique blend of educational and experiential initiatives tailored for diverse stakeholders, including beverage and hospitality brands and consumers and aspiring hospitality professionals.

11:14
Vikram, we will come to you in a bit with our first question, but I'll introduce the rest of our panel.

11:18
Next up, we've got John Callow, who's joining us from Manchester.

11:22
Ron is the founder of Northern Wine School up in Manchester.

11:25
He's an experienced wine, spirits and sake educator, teaching WSET Wine Scholar Guild and Sake Somalia Association courses and also offering informal consumer events.

11:38
And you'll notice we didn't mention beer educator on there, so we're going to talk about working with external educators.

11:42
That'll be a big focus of our session, so we'll come back to that a bit later on.

11:46
Last but not least, we've got Chris Scott.

11:48
Hi Chris.

11:49
And Chris is the founder of 3050 in Southwest London, where he's been for 15 years.

11:54
But he is the world's first and longest running wine podcaster and has been at that for 19 years, which is pretty impressive.

12:01
He is also dedicated to using technology in order to help students achieve deeper learning and stronger results.

12:08
So a really wonderful panel here, all beer AP PS in different bits of the world who are going to share their insight as to how they've helped us to achieve the numbers that you see.

12:17
So the first question or the first topic we're going to address is just to get a little get to know your markets and where you're operating.

12:24
So give us an idea of the context.

12:26
Are there any market specific opportunities that led you to go into beer?

12:29
Any challenges you have discovered as you have entered the world of beer?

12:33
And set that context for us so we can then move on to our next topics about how you found your audience, partnerships and your educators.

12:39
So I'm going to come to Vikram first on this one.

12:41
Tell us about the Indian beer scene and why you thought it was the right time to enter with the USCT beer.

12:47
Thanks, Dalia, and great to be here.

12:49
Great to be on this call with with everyone else from around the world.

12:53
And we've been a WSCTAPP since 2010.

12:56
Now this pretty much marks about 15 years of our journey with WSCT.

13:00
We began with wine, then moved on to spirits and then sake and then finely beer.

13:06
And the reason really for adding on beer is a qualification for us in India was that we've seen the, the Indian craft piercing maturing steadily over the years.

13:16
There's they're definitely more and more microbreweries and taprooms mushrooming across the country.

13:22
And we, we definitely feel there's a large use case potentially for education for the servers working in these micro rays and taprooms.

13:30
Because it, I think it's just simple business logic from an owner perspective.

13:34
If you, if you have someone in there who understands the styles, the categories, the potential to, to upsell, to cross sell, to do some interesting food pairing just multiplies tremendously.

13:46
And of course, one of the, it's a, it's a pretty large beer industry overall, but just a couple of large players in terms of Heineken and EB and Bev dominating on the commercial beer space.

13:57
We hope we can tap into them because we have been doing some education with, with both of these clients for their own teams on the draft beer category and and SKU in particular.

14:06
So very interested in what you shared in terms of the work you've done with, say, Asahi and Heineken in training their, their own trade teams were reaching out to took key accounts and educating them on, on the category because that makes so much of a difference.

14:20
So we definitely saw this, this, this potential, which is nascent.

14:27
I, I, I, I'd say there's a long way to go if you can tap it fully, but it's important to at least start the journey and then see where that takes us.

14:36
And have you run into any particular challenges reaching out to those larger breweries or are there any funding issues at the smaller breweries?

14:43
As you said, it's amazing that there is this craft scene and people are paying attention, but is money there and are they interested in education?

14:50
Well, in India, our experience largely has been that the students prefer to invest in their own education.

14:55
So they, they like to, they like to, they, they don't mind spending on a certification from their own pocket and their, and, and their savings and especially in a certification like WCT, because they see this is something which is globally recreated and, and renowned.

15:10
So the bulk of our recruitment at the moment comes from, from people funding their their own way when it comes to the beer scene.

15:17
But as we've seen in in wine and spirits over the years, we've had an increasing number of say hotel chains or even corporates starting to train their own staff in these particular verticals.

15:28
So we are, we're pitching very strongly to the, the larger breweries, the larger the, the big commercial breweries as well as the, the different micrones and tap rooms on the importance of qualification like this.

15:40
I think there is, there is definitely commercial sensitivity because a lot of these people are, you know, sometimes getting a little close to the edge from a financials perspective.

15:48
So they, they tend to look at what is the potential ROI of this like for any training investment which they do.

15:55
So I think circums addressing that is probably the biggest challenge.

15:59
If you can get a couple of, say, a couple of wins and demonstrate some success, then that will be great for establishing a little more faith amongst the customer segment.

16:10
Definitely, Yeah.

16:11
And we see that with our Benefits of training brochure.

16:13
We've got a list in there of the ways that you can help retain staff, you can improve productivity, you can improve profitability when you say those things, but you don't have a story to back it up.

16:23
It's harder to get people to believe.

16:24
And with all of these training stories and case studies that we're putting together, we can back those examples up and hopefully that will then help you tap into the right people.

16:32
But really interesting.

16:33
Our next topic will be about audience and knowing that yours is really interested individuals who are putting themselves forward as opposed to looking at businesses.

16:40
So we'll come back to that in a bit, but that's a really great starter.

16:43
And I think we may hear similar parallels about the craft beer industry and how important it is to the UK for both John and Chris as well.

16:51
All right, John, I'm going to come to you next.

16:53
Tell us a bit about the UK market and particularly up north who you're focusing on up there.

16:57
What led you to get into beer and any challenges you faced?

17:01
Yeah, so the Northwest Manchester has a really big legacy of of brewing.

17:08
You've got the big family Brewers like Holt's and Robinson's and JW ES, all all very, very close to the city centre Manchester.

17:19
And then you've got a vibrant craft brewing and taproom industry in Manchester as well, lots of small to medium independent Brewers.

17:27
They've all got mostly tap rooms and bottle shops, and quite a few of them have chains of pubs and bars as well.

17:35
You've also got lots of bottle shops as well.

17:37
There are hundreds of bottle shops in the northwest not far from me, which is absolutely incredible.

17:44
And then then most local wine merchants as well have a reasonable base selection.

17:49
So there's a big base scene here.

17:51
Yeah, definitely.

17:52
And is that what led you to then say, right, I'm going to give these qualifications ago?

17:56
I know that there will be folks interested in my area.

17:59
Yeah.

17:59
Yeah.

18:00
It just made sense for us.

18:01
Yeah.

18:01
Yeah.

18:02
It's such a natural beer loving part of part of England, I think.

18:08
Yeah, definitely such a great beer scene up there.

18:11
And Chris, what about you?

18:12
Tell us about the Southwest Wimbledon area in particular and and London more broadly.

18:16
OK, so as as you say, we're based in the West side, London.

18:21
There's already a big beer APP in London, London Bridge, and I suppose for us, we are looking at consumers primarily.

18:32
We've always focused on consumers.

18:34
We're not.

18:35
We're reasonably new at beer.

18:37
In fact, I had no intention of becoming a beer APP until last year at the summit, where I attended a session similar to this and it took us most of the last six months to get everything tidied up.

18:49
We only became a APP running the course in January, February this year coming.

18:54
So we've we've only had about six months of of running the course.

18:59
The first six months were focused on basically getting our Jamie, our beer expert comfortable with the course.

19:06
We weren't really worried about numbers.

19:07
We were worried about making sure we delivered a really high quality course.

19:12
And so all of the work in terms of targeting people who's always been consumers and in fact a lot of the consumers came from our database because we're APP, we've been doing this for 15 years.

19:25
So a lot of them came from that.

19:28
We've targeted consumers in and beer, beer businesses, but in our local area.

19:36
So we're really focused in the Twickenham, Richmond, Isleworth area.

19:40
So yeah, it's not a big area, but it's, it's reasonable sized and we've targeted consumers.

19:47
We've also tried to target pubs and bottle shops and all this type of thing.

19:53
Not, not as successful as we'd like.

19:55
We've found consumers to be much more easier to to hit.

19:59
That said, we'll talk about this later.

20:01
But Jamie, we, we, we.

20:04
Our APP nominated educator is Jamie, who joined us.

20:09
And his focus is supposed to be on the, on the, on the, the, the trade side and mines on the consumer side.

20:16
We've done OK with the consumer side with Jamie's now focusing on the on the trade side.

20:20
And we'll see where that goes to.

20:22
But as I said, our focus initially was just to get Jamie through the door and competent and confident delivering a, a syllabus that is different to maybe what he was used to.

20:32
Yeah, definitely.

20:33
And we'll, we'll talk about the educator piece of it later on, but it's a really important thing that you point out.

20:39
In the world of beer, WSCT is new.

20:41
And so even our educators are kind of getting used to this new approach of teaching.

20:45
We've got the ETP, but that's the driver's licence.

20:47
And then putting it into practise is a bit different.

20:49
So making sure that people then feel comfortable and confident with their teaching is really important.

20:54
What I think is quite interesting from all of your answers so far is this idea around it being consumers, whether they work in the trade, whether they're interested enthusiasts, but that piece of the puzzle being really important.

21:07
I think it really nicely leads us into this next question, which is about where you're finding those consumers because really interesting stat to share.

21:16
Gone one too many there.

21:18
72% of beer candidates are brand new to WSCT.

21:23
So Chris, while you had mentioned that you do have a lot of your current audience coming back from wine or spirits to then study beer, for a lot of the folks who have studied beer, they haven't studied with WSET before.

21:33
So it's not a previous audience, it's a new audience, which is fantastic, but they're tougher to find.

21:39
So we'll go through and kind of ask these questions.

21:43
How are you finding your audience, particularly those who are outside of your existing network?

21:48
And what does that audience make up looks like?

21:51
So we've got a little bit of that already in terms of it being consumers, but are they in the trade?

21:56
Are they enthusiasts or are they both?

21:57
And do you need different strategies?

21:59
So I'm going to come to Chris on this one first.

22:04
OK, So what's the question, Natalia?

22:07
What specifically do you want me to answer?

22:09
So let's talk about who your audience is.

22:11
I'm curious if you have been bringing in new folks or if most of your audience is previous wine and spirit students and what do they look like?

22:19
Are they in the trade or are they interested in enthusiasts?

22:22
OK, we've had one or two in the trade, but generally they're they're enthusiasts surprisingly they're jig because we, the way we run our courses, we run them in Twickenham here, but we have allowed people to join us online and we ship beers to them to do it.

22:38
So we've probably found about a third of our customers come from outside of London.

22:45
And and as far as way as Germany, we've had German people doing level 1 because the the number of beers required isn't very high.

22:53
So they can source the beers in their local market and we just make allowances for that during the tasting sessions for them.

22:59
So we've we've hit both international and UK wide consumers very little trade at this point, although that's our ongoing target going forward next year.

23:13
We've tried to reach out to them in a number of ways.

23:16
We obviously we had our our database of previous consumers, which is where our initial customers came from, which gave us the opportunity to change to, for Jamie to get competent and comfortable with with the course.

23:29
We also trained a lot of our own staff as well.

23:31
We used that as an opportunity.

23:32
We the first course Jamie run was basically to our internal staff.

23:36
So that he had a very generous audience that was fair to him.

23:42
In terms of the way we've, we've tried all sorts of things to reach out.

23:46
We're because our business as a wine company has always been really UK wide.

23:51
We see ourselves in the wine space as a quite a high end Level 3 provider, so quite technical.

23:59
And so we've always gone along those routes.

24:02
But with beer it's quite different.

24:04
And we've, I think the big takeaway we learnt, which was the biggest surprise to us was the lack of recognition of WCT in the wine world.

24:14
When we talked to someone who said we're going, we're doing WST courses, they know most people know what WST is.

24:22
However, when we were communicating with customers, they really didn't know what WST was because it was a, a new qualification in the UK and also there was a previous qualification in the UK that was used that is no longer running.

24:36
So what we found is when we were talking to various people.

24:40
So for example, we reached out to a lot of podcasters in the beer community.

24:44
In fact, I'm doing a beer pod with a, a podcast with some beer people later on tonight.

24:49
When we first reached out to them, they'd never even heard of WCT.

24:53
So what we found is that reaching the consumer is made-up of two folds.

24:58
First of all, the consumer doesn't necessarily know they want to do a beer course.

25:02
And secondly, they don't have any understanding of who WST is.

25:05
So we we've shifted from normally marketing and advertising is our main way of reaching customers to actually trying to just reach an audience who are engaged in beer.

25:18
And that can be for example, with podcasts.

25:20
So we've we've targeted podcasts.

25:23
We've also tied up with two beer suppliers who do a lot of shipping of beer, so we always, they now include Flyers and we we try and reach those people as well.

25:33
So what we've tried to do is find beer enthusiasts and try and reach them.

25:40
We haven't targeted Camera and we've had a couple of Camera Cameras campaign for Real Ale.

25:46
They're sort of a ******** group of beer enthusiasts in the UK with very distinctive ideas about what beer is.

25:53
And we've had a couple of camera people on our courses and they've actually struggled a little bit because the course isn't quite the way they think of beer.

26:01
And at the end they really enjoy it.

26:03
But for especially the level 2 that for a while they, they get a little bit confused and they find it a little bit different and difficult.

26:11
So for us, we've tried to reach out to our local community because we're based in Twickenham really initially we've done that through, as I say, through podcasting.

26:21
We've done it through reaching out to local beer suppliers and, and putting leaflets in the all the material that goes out to their customers.

26:28
We've approached all the local bottle shops and pubs and all that sort of stuff and the local Brewers etcetera as well.

26:36
But to be honest our most success came from our own customer database rather than reaching new people.

26:42
And I think that's partly to do with awareness and people just aren't looking to do a bit AWT Bear course necessarily if they and as a result we've had to inform them of it.

26:53
So we've we've changed tact from being here we are here we are to this is what the course is.

26:58
And we're actually almost like marketing the course as opposed to telling people, you know, not marketing the course, but reaching out and trying to inform them about what the course potentially can do for them as opposed to them being aware of the course and then deciding who is the best APP to do it.

27:13
Yeah, really great point.

27:15
So it's very different than wine where you're saying here's why you want to come study with us.

27:19
You probably know WSET for wine and here's why we're the best APP versus, oh, you don't even know who WSCT is and that they do beer now.

27:27
So it's a it's a 2 fold.

27:29
Well, I appreciate it because that's a big part of my role, spreading the word that WSCT is now in the world of beer and speaking at trade shows and conferences and wherever I can be.

27:36
So it's really helpful to have our AP PS helping on that front too, because it, it's a lot of work to spread the word when you're entering a whole new category.

27:44
But it sounds like all the things that you're doing are really going to help you chip away.

27:47
So it's great that you've got your current APP or your current customers coming over to the wonderful world of beer, but then you're chipping away that those new potential customers to eventually bring them in as well.

27:58
And I think it will come, right.

27:59
I think it's just because the course is so new, it's going to take a few years to build that sort of knowledge both within the industry but also with the consumer.

28:10
Yeah, definitely.

28:12
And what are you seeing up north, John?

28:15
How are you reaching your audience new?

28:17
Are they recurring?

28:19
It's, it's a mixture really.

28:22
I mean, there's a lot of business development to be done in marketing because people don't necessarily know the courses exist, even having done WST courses before.

28:32
But it's for us, it's mostly independent bars, pubs, retailers.

28:37
You can't neglect your own students as well.

28:40
We put upcoming event sheets and give those out to our students at every, every course they come to.

28:46
And some, some of them have gone oh, beer and and we've got sign ups that way.

28:51
Probably the most difficult one has been the local Brewers.

28:55
Actually, the the reception sometimes has been frosty to none.

28:59
I'm just trying to pitch it so that because I think sometimes they're just like, who is this person talking to me about beer Education is I know everything about beer.

29:09
It's just time to get across to it.

29:10
It's not to replace Brewers knowledge, which will be far more advanced then this is.

29:16
It's just that, well, this is helpful for your sales team, for your tap room stuff, your if you have bars or pubs that your customer facing stuff is designed to so that they can build their their skills and their knowledge and confidently talk to your consumers directly.

29:35
Buying, buying your, your beer basically, which I think the mixture we've had is, is basically from existing the retailers that sell wine as well.

29:47
Also some of our bars and pubs, because they're obviously already aware of the benefits of the other WST courses, the spirits and the wine and realise that that that's, that's quite a useful thing for their staff to have as well.

30:00
Now, is this additional knowledge?

30:03
I mean, it's a bit unusual for us because we've found the level 2 courses have been easier to sell.

30:09
I don't know whether that's because it probably because it covers more sort of styles and goes into more depth, which I suppose is more useful for those stocking A wider range.

30:20
I guess of products off the back of the fact that it's still beginner friendly.

30:29
You don't necessarily have to have any previous qualifications or experience, as we know, to do a level 2, but I think they perhaps feel that going straight for those is possibly more useful to them.

30:41
Or as we all know, hospitality in general in the UK isn't faring so well, so they'll have more limited budgets for training.

30:49
So I think just ploughing the available funds they have for it straight into the more advanced level, I guess.

30:59
But we're always surprised where people come from to be honest.

31:02
I mean, the engagement for our own students has been very positive from other subjects that they've studied with us.

31:08
We've also got quite a healthy student population from China and Hong Kong in Manchester as well.

31:14
We find people from there do a lot of the courses because it might not necessarily be easy to do them back home, particularly beer at the moment.

31:23
So yeah, it's just different avenues like that.

31:25
So you've got to look at all potential avenues, enthusiasts, your existing customers and student base and just perhaps other other bars, bottle shops that have customer facing staff as well that perhaps don't have any formal sort of structured knowledge like the like the the Somali courses or or the Seva courses, for instance, which are a lot more technical in in many cases.

31:54
Yeah.

31:54
Do you feel you have what you need to make that pitch to say what the course is about?

31:59
That we're focused on tasting skills, different, you know, elements around what beer is made from how to taste it, beer and food pairing, etcetera, different styles.

32:09
Or are you kind of having to to change that pitch a little bit depending on every every different person you're speaking to it?

32:16
It does vary slightly because obviously there's the slightly different.

32:19
But yeah, that having the resources available at the so the PDFs and the Flyers, for instance, are able to attach those.

32:26
And when people respond and ask, Oh yeah, could I have a bit more information please on our sort of cold outreach direct marketing.

32:32
We've got concise materials to give them that they can look over because of course, these are all busy people normally.

32:40
So they they, their time is precious and quite shorts for your to our marketing team for getting those ready and enabling people to get what they need in an easy to view, nicely laid out design.

32:53
Wonderful.

32:54
All right, Vikram, you're up.

32:55
Tell us a bit about where your candidates are coming from.

32:58
Are they ones that you've trained previously?

32:59
Are they new and how are you finding them?

33:02
I think we've found the easier catchment to be our existing alumni pool, Natalia and we were about 4000 odd people we've trained over the years.

33:11
And so far about 60% of the people that we've trained, the WACT peer qualification have come from that particular catchment.

33:18
So those are very different than the average.

33:20
But yours, all three of you are very focused on your, your returning customers, which is a great thing, shows that you're doing very well.

33:26
What you do, they all want to come back.

33:28
Yeah.

33:29
And I think as, as John and Chris have mentioned, there's, there's already awareness of the WCP qualification amongst this particular catchment.

33:35
So they see the they've seen the value of that in their day-to-day lives and they're happy to add on another certification to add their, their arsenal of qualifications about in the job market, so to speak.

33:47
So we're definitely focusing on, on expanding the market to the larger pool or the larger catchment of people who particularly would benefit more from this, people working in, say micro breweries and tap rooms and in the in the larger beer companies.

34:00
But we're keen to at least get the base, the base at hand by going after the existing pool of people we've already trained and can potentially across certified.

34:10
And the bulk of these people are actually coming from the hospitality industries, people working in bars and pubs and restaurants, not necessarily the tap rooms as also the student, the student base.

34:21
So people who are studying for hospitality management qualification are also particularly interested in getting an additional certification when they're going out to meet employers.

34:32
So that's been an interesting source of, of recruitment for us and we've been reaching out to them through multiple means.

34:39
We've been doing career days in, in hotel management colleges to educate students about the, you know, the, the prospects that they have by taking CWCT qualifications, not just in VR, but in other subject streams.

34:50
So therefore, it's increasing the awareness for WCT and that's been quite beneficial to us in, in spreading awareness and getting recruitment from this particular from this particular catchment.

35:02
So, so that's, that's been, that's been one good learning that we've seen.

35:05
We, we've also now tied up with one of India's top micro breweries and tap rooms in New Delhi called Fort City Brewing to run our courses there.

35:13
So that that can be an additional source of recruitment and awareness building at their micro brewing.

35:19
Or they've also asked us that at the end of the course, they'd like to take all the students through like a walkthrough of their microbrewery and give them better, better understanding of, of the brewing process.

35:28
So I think that's, that's pretty beneficial and that's an interesting add on that we're looking at potentially tying up with multiple such microarrays across the country because that get gets far more immersion rather than just say the, the PPT and and the and the tasting.

35:43
But you can actually see how it gets good and how it gets made.

35:46
And, and you know, touch and field ingredients, which which go into that.

35:51
Plus, of course, the other, the other seminars and conferences that that were a part of as as Telio and and the booze and spirit Expo that you're coming out for in, in Bangalore is one such Ave wherein we can build more awareness for the qualification and for beer education and, and hopefully get some media outreach while you're in India so we can get, get the media start talking about what the importance of beer education also.

36:15
Yeah, yeah, wonderful.

36:17
To to that point, we do have another APP in the UK that offers one of their offers their beer courses at a brewery.

36:24
So they do the same thing.

36:25
So they do it on the weekend so folks can come in, they can add the brewery tour as part of it, bring everything to life.

36:31
So it is a really nice way to take, as you said, what you're seeing in your workbook are on the slides and then actually see it in one of you and have it all clicked and makes sense that again, it's like you've seen these questions before.

36:44
Leaves a song very nicely to our next topic, which is this discussion of working with other folks to get the word out.

36:50
I'm so pleased to hear because seeing those stats, you know that it's such a large proportion of people who are new to WSET studying beer.

36:58
I'm really pleased to hear how successful you have been at tapping into your current audiences, but that does mean there's a lot of room to reach out to new folks.

37:05
And I think a good way to do this is through partnerships.

37:08
And of course, through the last part, which we'll talk about, which is through your educators who are all plugged into the world of fear and can help you get into perhaps conversations you may not have been in previously.

37:17
So I wanted to come to you, John, on this one because I know you had mentioned to me previously you did a sort of direct outreach campaign, really finding how to drill down and get to the right people in your outreach.

37:29
Can you tell me a bit more about that and and what how that's worked for you?

37:34
So effectively, I'm working with my marketing company who builds and does the copy for the emails for us.

37:41
And it's been a case of just doing a lot of legwork, looking through things like Google Maps and LinkedIn for relevance contacts and e-mail addresses and potential customers and just building a list and then building interesting copy with them.

38:01
So open-ended questions and things like that.

38:03
And then just just asking them to to reach out if they have any questions.

38:08
We have had quite a lot of responses from that, not all of them positive, I have to say, but that's, that's, that's a given unfortunately.

38:18
But with our educators as well that they're an invaluable sort of extra informal business development person basically using all their contacts and obviously being enthusiastic about wanting to teach the courses themselves, sort of spreading the word about it.

38:34
So I think it's more sort of building awareness locally with with people who don't necessarily know what the the WST courses are about and how they could potentially help them effectively.

38:48
But yeah, the outreach, I've always been surprised at people replying directly to the emails asking for further details or additional questions and things.

38:57
It's overall been quite positive, which was nice to see because I know most people are tired of their inboxes being full of hundreds of emails on a daily basis.

39:07
It's always amazes me how an e-mail campaign structured in the right way and with sort of a conversational tone gets people replying to you, which is, is quite nice to see.

39:18
Yeah, right.

39:18
And it's quite interesting, all the information's out there.

39:21
You just got to go digging around a little bit for it to find who the organisation is, who the right person to talk to is.

39:26
And you may not have that time, but working with this marketing agency, they're able to drill down and get you the right contacts, which has turned out to be beneficial in a few instances.

39:35
Never nice to hear about the negative replies, but at least you, you said, you know, we got to expect a few of those.

39:40
But it's really good to hear that that's worked for you as a way to find perhaps an audience you wouldn't have reached otherwise.

39:46
Yeah, that's great.

39:47
Well, customers, as we all know, customers don't come to you.

39:50
They're all busy and it's business to business.

39:53
They are business people too.

39:54
They remain they've, they've got their own worries and business development to do so their time is precious.

40:01
So any sort of outreach is, yeah, we see that as a positive thing if we get replies back in from, from, from some potential beneficiaries of the training.

40:11
Yeah, I didn't have this as a prepared question, but I'm just curious, John, if anyone has kind of come back and said, oh, we wouldn't do a full course, but do you have an event or something like that?

40:21
Have you had anyone looking for a smaller sort of taster session before they commit to a full training?

40:26
Not specifically, no, no, but we, we some of the consumers have asked if we do informal tasting events, which we now actually have added a consumer event.

40:35
So that might be another Ave for the most keen with people, but it's important to know not everyone wants formal training for one reason or another.

40:45
But yeah, overall the response has been sort of curious to to positive.

40:50
Oh yeah, like the sound of that.

40:52
Can you send me some further information which has been positive, but you just got to do it in a way which doesn't make it sound like they don't know what they're doing.

41:03
And and this, this, this is something they need to do.

41:07
It's not necessarily than themselves that need need the training.

41:11
It's it's, it's a benefit to them through the development of their their team, basically.

41:16
Very good point.

41:17
Yeah, that's really interesting.

41:19
And I'll, I'll often say, you know, oh, a lot of folks have learned about beer in a in a pretty informal way.

41:24
And this helps you to fill in the gaps or figure out what you don't know, you don't know.

41:29
So it's not saying you don't know anything, but it's making sure people know that we're offering this formalised approach that hasn't really existed in the world of beer Bar the the courses you're mentioning from the Beer and Insider Academy that we had here in the UK that stopped pre COVID.

41:42
So we've had a long gap without beer education.

41:44
So we're hoping to give people that formal structure to make sure they feel well-rounded in their product knowledge and tasting skills.

41:51
Chris, I'm going to come to you.

41:52
You mentioned podcasts, flyering with local beer delivery companies, going to the the beer businesses in your area.

41:59
Has anything stuck in particular or do you feel it's more an awareness building piece right now, these kind of partnerships we're working on?

42:06
Yeah, I think it's awareness building.

42:07
One thing that we think might work quite well, which we're going to be doing in October, is there's a local beer festival in Twickenham and we've we've arranged to have some space there for it.

42:20
But also we're going to be running shorter tasting master classes and we're hoping that we will be able to give them a taste of, of WCT, if you like, in a very short session and use that as it to introduce it to that audience.

42:38
Because I think one of the problems you've got is I think anyway, I think beer people think they know a lot more than wine people do about why, Like why people just go we, yeah, there's so much in wine I don't really know.

42:50
Whereas my impression when I've been talking to beer people is that they feel that they know all there is to know about beer or they're, they're much more on speed with what's going on than maybe your average wine drinker who just drinks wine and they don't, they don't think they know everything.

43:06
Whereas beer people seem to know a lot more or they think they know a lot more than what they really do.

43:10
And I think showing them what potentially they can learn through tasting sessions, I think is actually quite a good way of reaching it.

43:18
So we're hoping to reach quite a large number of people who are in our locality in October.

43:25
And I think that will probably be our best.

43:28
We found, I think things like podcasting and reaching out to the The Beer podcast in the UK is all about brand building.

43:35
I think for us we need to develop a perception that we are a leader in this area or at least one of the leaders in the area.

43:44
Sorry John, but when people think about beer training, we want them to think beer training 3050 and then as opposed to beer training etcetera.

43:55
So I think the the podcasting element is along those lines very much about building brand.

44:01
We've developed lots of tools like we, our business model is to develop tools to help people study like flash cards and mock exams and things like that.

44:09
And surprisingly they haven't really got traction as much as you know, we listed a lot of effort into those and usually we get a lot of brand awareness from that.

44:18
But we haven't had as much traction from that as well because we've created thousands of flash cards and mock exams and things, but they just haven't sort of connected the way wines have or even spirits to the lesser extent.

44:30
So I'm hoping that festivals are the way for us maybe in the near future.

44:36
Anyway.

44:37
Yeah, that sounds great.

44:38
When when I speak at trade shows and I'll do something similar, a little taste of WSCT, we find it to be very effective because people want to know what am I spending my money on?

44:46
Oh, I've not heard of WSCT.

44:47
What are you going to teach me that's different?

44:49
And just helping people calibrate their palates.

44:51
Tasting 2 different beers and experiencing two different levels of bitterness.

44:55
It it blows people's minds because they're not usually thinking in that critical tasting way.

44:59
They may love beer, but they drink beer as opposed to tasting beer.

45:02
So I think that that could be a really good win and that sounds really positive.

45:08
Vikram, you told us about your partnership with Fort City, looking into doing something similar with other breweries.

45:12
Have there been any particular partnerships or cross promotions other than that one which sounds really successful that you want to mention?

45:18
Well, we're also exploring, I mean, similar to what Chris mentioned with the the beer festival.

45:23
There's a craft beer festival up in Pune in, in West India called Deep Dive, organised by a tap room there called called Great State Ale Works.

45:31
And they do that on a quarterly basis.

45:32
So the next one is, is coming amid in October and they've approached us to kind of take care of the mentoring and the the curation of the advocacy sessions at Deep dive.

45:42
Because that's a three day festival.

45:44
The primary focus is to expose consumers to a a large variety of of, of brews and they often have collab brews with other, with other breweries from across the country.

45:53
So typically you might have say, 50 to 60 different beers being tasted over the, over the three days and a couple of 1000 consumers coming in for that festival.

46:03
So we want to add on a layer to that of, of advocacy and, and education and also get some of the consumers to appreciate better what they're tasting and drinking.

46:13
And we, we hope through that means to give, give people a taste of at least what, what a formal or a structured approach to, to tasting, understanding styles can all be about.

46:24
I think in India it's a little more challenging to, to tap into a consumer audience for, for education because people sometimes get deterred.

46:31
They, they, they might not mind the, the, the, the knowledge part of it, but the examination and the certification is not necessarily something that they're, they're wanting to do or wanting to add on.

46:41
And that comes definitely comes at A at a cost to them, which they might not necessarily want to, to pay because they're just focused on the on, on what they can take away from the, the understanding of the category perspective.

46:53
Yeah.

46:54
So we are looking at, at different means of, of tapping into these audiences that I mentioned the hospitality education piece wire taps with, with colleges, the bruise and spirits Expo, which is coming up in November.

47:06
And I'm also Co founder of the India bartender show, which is India's first bartender focused show.

47:12
The next one is coming up in February in Gurgaon, which is near Delhi.

47:16
And we, we have multiple advocacy based stages as a part of IBS, the standard adding on beer and wine in nolo stage also.

47:24
So we can focus, so we can have focused sessions there for addressing these categories.

47:31
And in fact, WCT is also a partner in that with wine and, and spirits in particular from an education perspective.

47:38
So we're hoping why are that to increase the appreciation?

47:42
Because I mean, often, especially in India, it's it's not that mature in terms of understanding and people take beer for granted as a category.

47:50
And, you know, what can, what do I need to know about beer?

47:54
Yeah, as compared to more developed markets where craft beer is far more mature and accepted as a category in India, that's still fairly nascent.

48:02
So that, that appreciation and that need to know that why do I need to know about, about beer?

48:06
What is that to understand about about beer is, is something that we also need to address in the journey?

48:13
Yeah.

48:13
And it's even something we feel depending on the audience that you're speaking to, there will sometimes be larger breweries who have a limited range of beers that they offer.

48:22
And whenever we see that, they're like, well, why do I need to learn about sours or Belgian styles that I don't teach about or that I don't sell?

48:28
Apologies.

48:30
So it's really about letting people know why it's so wonderful to get to know the whole range of beers and beneficial to learn about all these different tasting options and how they're they're there in the beer.

48:41
All right, I'm going to get to our last question because this is something that everyone has mentioned so far as something being particularly helpful.

48:49
I know in the world of WSET, often those who are kind of doing a lot of the organisation of the APP also happen to be the educators.

48:56
Everyone's come with a passion for wine or spirits, and we'll set up their APP as a result.

49:00
But what we're seeing really in the world of beer is many people are working with an external educator.

49:04
I know there can be hesitation.

49:06
So if any of you had those and you want to share hesitations and how you've moved past them, it would be wonderful to hear how helpful your educators have been in helping you to reach a new beer audience, as they are experts in that world and have many contacts to share.

49:18
So will I come to you first on this one?

49:20
John?

49:20
I'll go to you.

49:21
Yeah.

49:23
I think that the main thing is, is I'm sure Chris and Vikram have felt the same way.

49:30
Is, is the provider, is, is your baby, it's your business, it's your livelihood.

49:38
And we're usually certified on nominated educators for most of the the the courses ourselves.

49:46
So it's giving up the control that is the biggest worry I think in general to someone else, someone completely different.

49:55
In many cases you may not have met before, but yeah.

50:01
But I think once you you realise that those two and they're really, really knowledgeable about their subjects and they're keen to get involved with the courses at all.

50:12
I think he quickly learned that it's a good thing to have a fresh perspective, particularly around the approach to to marketing and the courses and how the courses are on and their teaching style is, is a positive thing.

50:27
And of course you've you've got the benefit of their industry contacts as well, which is huge.

50:36
A lot of us, it's a small team or it's just ourselves.

50:39
So we, we've not got all the time in the world to to spend constantly doing business developments and constantly reaching out all the time.

50:48
So it has been a huge benefit from that respect.

50:51
The several, several leads and several people booking onto the courses have been through directly through the educators referrals.

50:58
So they are yeah, a huge benefit as well.

51:03
Plus the quality of the teaching is obviously very, very high and they, they have done the educator courses themselves.

51:12
So they're, they're now they're familiar with the, the approach to teaching.

51:16
It's, it's, it's worth the risk, I think, and worth putting that trust in, in, in people.

51:23
That's really positive to hear.

51:26
That's very wonderful.

51:26
All right, Vikram, what are your thoughts now?

51:29
John as well actually is working with two educators at the moment due to educator availability and it's given more opportunity.

51:35
Vikram, you also have two educators, but in two different cities.

51:38
So tell us a bit more about that helping you.

51:41
Yeah, I guess in, in, in India when we began the, you know, the journey of starting up the, the beer qualification with WCT.

51:50
So I mean, honing on, on the educator was a crucial part of the, of the steps.

51:55
Because for the level 1 qualification, there is a fair amount of depth in the, in the subject matter as well as the understanding of styles and categories.

52:04
And there's not that many people in India potentially whom we could tap into from a from an educator perspective.

52:11
And there wasn't anybody within our team at that point in time whom we could possibly nominate for this, for this qualification.

52:19
So we tapped into, we looked at Kareena Agarwal and Kareena's a very old friend, someone we've known for a while.

52:25
She has a fairly substantial social media presence also via her Instagram handle.

52:31
And she's also been a judge several years on multiple global beer beer competition.

52:36
So she, she's somebody who had both the, the public, the public or the, the public facing role and persona, as well as a very in depth understanding of styles and categories and beyond a deep passion for beer also.

52:50
So we be, we, we thought it was a logical choice for, to add to get Karina on board as our first educator.

52:56
And she's based in Delhi, which is a large market also potentially from an education perspective.

53:02
And India is a massive market.

53:03
So I, I don't think we can also again afford from an, from the comics perspective to a one person jetting across the country for that.

53:12
He's substantially into our, into our profitability.

53:15
And when the opportunity arose to add on Aditya Coat as an inhouse educator, he had previously worked with another educator in India and he already already done his level 2 certification.

53:27
So we and he's based in the West of India.

53:29
So he thought it was a great, great, great, great opportunity to get somebody else on board who can potentially tap half of the country and Karina tap in the other half of the country.

53:38
And we could why are that reach a far greater catchment of people not just through the education session, but also through building awareness through different platforms.

53:48
So Karina, in fact, just shot a video at Fort City Brewing to put out to publicise.

53:54
Yeah, to put to publicise our upcoming Level 1 beer course in Delhi.

53:59
And Aditya travelled to Pune recently, which is close to his home location of Mumbai to do the career day there in the hospitality management colleges there.

54:08
So it gives us that much more, more manoeuvring room with having multiple educators across the country.

54:15
And it's it's, I think it's a good mix to have one person who's internal, one person who's external and then also champions our entire their education vertical and access the the lead for that from a business perspective.

54:27
So that that's his baby to run.

54:29
Yeah, yeah, right.

54:31
And that additional role as John mentioned, as you mentioned of of business development piece for the educators is a nice opportunity for them too.

54:37
And you've mentioned this too Chris with Jamie.

54:39
So we'll just get your answer, Chris.

54:41
And then just one last reminder, if anyone has questions, pop them in the Q&A box.

54:44
Otherwise we'll be wrapping up shortly.

54:46
So get those in if they haven't been addressed.

54:48
So Chris, you've mentioned Jamie as being a helpful resource.

54:51
Any additional points to highlight there?

54:53
I think for us, we've, we've had a number, we've, we've always had other educators running our courses for us.

54:59
But with beer, the big thing with us was that we couldn't be the certified educator, mainly because we just didn't have the skill sets and the beer knowledge to do that.

55:07
So we had to use Jamie as a certified educator.

55:10
For me that that's, that was the crux.

55:12
James, the lovely guy, all that sort of stuff.

55:15
But if the beer course takes off and he decides to go off and do something else, we're left high and dry.

55:22
And that was the concern I had, particularly with that.

55:26
Luckily I think Jamie's a man of honour and we've got a contract which gives him a a commitment to us and us to a commitment to him.

55:36
But that was probably the biggest concern I have.

55:38
I don't have a problem with other people running courses on under our brand because we train them up and we make sure they do a good job.

55:44
But with Jamie being the certified educator, that was the big concern with us.

55:51
It it's still there and I eventually I'll probably get my bare knowledge up high enough that I can become the certified educator.

55:58
I don't necessarily want to run the courses.

56:00
I'm more than happy for Jamie or a bare expert to run the courses.

56:03
But the, the concern I have and still have is that that whole element is really relying on someone else.

56:11
And at the moment there's not a lot of certified educators for beer in the UK.

56:17
So for example, for wine, if something went really terrible, I could find someone who's done a certified educator course in wine and get them in for a year and, and that wouldn't be a problem.

56:26
But with beer, I'm, I'm quite nervous about it.

56:29
That said, I think Jamie is a man of enough outstanding and honesty that I think it won't be an issue.

56:36
But if I was a new APP looking at beer and having to use someone as an external certified educator, that would be my biggest anxiety point.

56:45
I think I really appreciate the transparency because we know when we receive applications, a lot of people want to put themselves forward.

56:52
And I'll and I'll address on the next slide what we need from our beer educators, just as a reminder.

56:58
So just having you all speak about those risks, the concerns, the still things that niggle in the back of your mind, I really appreciate it because it goes to show to other AP.

57:07
PS yes, doing something like a contract could be helpful.

57:10
Making sure perhaps if you want to speak to us about additional educators who you could contact in a pinch, you know, we could do something like that as well.

57:16
But also seeing that hopefully those benefits are outweighing any of the risks in terms of tapping into more folks to speak to, their bear knowledge, someone else to do your BD and help with that work.

57:26
So, yeah, really, really wonderful.

57:29
So many incredible insights.

57:30
I hope I, Chris, when you said that you watched last year's session and it inspired you to apply, I'm hoping there are others in that same boat feeling the same way.

57:38
So Speaking of, I'm just going to talk through the steps to apply.

57:41
As I mentioned at the top of the session, we do have applications open in America's and EMEA at the moment.

57:48
All you need to do is follow these two simple steps that you see on the screen and then send information to your APP development manager.

57:54
If you're an APAC and you're curious, reach out to your APP development manager and they can let you know more about the timings.

58:00
But this is what we would need from you, a business plan and details on your Bureau educator.

58:05
So with the business plan, you just need to let us know whatever format is best for you, how you're going to incorporate, market and deliver the beer qualifications alongside the other streams that you already are teaching.

58:15
But do be mindful as you prepare this about some beer specific concerns.

58:19
When it comes to beer, our bottles are smaller, we need more room, we need to keep them refrigerated.

58:23
They have a shorter shelf life.

58:25
So be sure to think about things like refrigeration and transportation, different beer businesses you can purchase from, and make sure you can get the range of beers that we need.

58:32
Again, you can reference the specification or of course, talk to anyone in the Beer BD team for help there too.

58:38
And then on the beer educator piece, your beer educator has to have the following four criteria.

58:44
They have to already have their WCT Level 2 award and beer and then an advanced level of beer knowledge.

58:50
Beyond that qualification.

58:52
We also need to see that they have prior experience either working in beer or qualifications in beer and then relevant beer focused teaching or presenting experience.

59:00
Now we know this is not only different from our other streams, but also different than the last time we presented.

59:05
Previously when we launched beer, we had what we called our beer ready training and that included the Level 1, the Level 2 and the ETP.

59:13
Moving forward, we have an ETP for beer like our other streams.

59:16
We're no longer doing the Beer Ready training.

59:18
It is a 5 day ETP as opposed to a four day ETP.

59:21
We keep in a little extra off flavour training and calibration on the first day.

59:27
What that means though is instead of the level 2 being a part of the training your candidates now have to your educators now have to have completed level 2 first.

59:34
So just keep that in mind.

59:35
That's the main difference, and again, when it comes to assessing that our educators have the advanced level of beer knowledge that we need, that will come through with a short online conversation that we'll have with your proposed educator to help ensure they meet the criteria.

59:49
This is simply because we don't have a Level 3 in beer yet.

59:51
So because we can't say sit Level 3 and you can teach level 2, we speak to each of the educators about their beer knowledge and ensure that they have the level that we need.

59:59
So again, slightly different than what we do in other streams, but hopefully you'll understand the reasoning for that.

1:00:04
And it really is because we want to make sure, as our AP PS have attested to, we've got experts in these roles answering stretch questions, sourcing the right beers, and really being able to help you reach this new audience.

1:00:16
So they're going to play a pivotal role.

1:00:18
And any concerns about working with someone externally, hopefully those concerns have been allayed by hearing from some of your fellow AP.

1:00:25
PS If you know you don't have someone on staff and you'd really like to apply for beer, get in touch with us because that will enable us to then say, oh, we know this beer educator in your area that we can connect you with.

1:00:36
Get in touch with APP development manager to do your application with these two pieces.

1:00:41
Or of course, with any questions.

1:00:43
And they can connect you with myself or Marella for any of your specific questions too.

1:00:47
So that is it in terms of our content, in terms of Q&A, we do have one question in the chat box from someone on our team, from Alex Takata, who is asking where I will be travelling in my beer advocacy role this year.

1:01:02
So I spend a lot of time around the UK.

1:01:05
Usually in March is when I do all my trade shows around the UK.

1:01:08
So I'll be up in Manchester, I'll be over in Liverpool for Seba Beer X and then at trade shows in London.

1:01:14
I've actually got 1 coming up next week, which is the Brewers Congress, Oh, sorry, in two weeks in London as well.

1:01:19
And then I'll be spending a bit of time in India later this year to help support the first level 2 course that Aditya will be running with myself and at the Brews and Spirits Expo that Vikram is putting together.

1:01:31
So really looking forward to that, but if there's anywhere else that I need to be to help spread the word, as you have heard, we are fighting this battle to let people know that WSET exists in the world of fear.

1:01:44
Give me a shout.

1:01:44
I'm always happy to do my part to spread the word wherever I can.

1:01:48
Any last questions?

1:01:50
I'll check the chat as well, just in case any rogue questions have ended up there.

1:01:55
All right, we are all good.

1:01:57
So the last thing to say then is a massive thank you.

1:02:01
We're going to have a short poll launched just to get your feedback on the session, but I really want to make sure that we pause for a quick round of applause, of course, for John, for Vikram, and for Chris.

1:02:11
Thank you so much.

1:02:13
Again.

1:02:13
I really hope that this has inspired some fellow AP PS who are interested in applying for beer who go ahead and take that action.

1:02:20
And really the whole point of this day is that we can learn from each other.

1:02:23
You know, I think there's sometimes this idea of, well, we need to protect, you know, our business.

1:02:27
But really, the more that we work together and share ideas, the more we can all be successful.

1:02:31
So I really appreciate you all sharing what you're doing, enabling people to learn and to be just as wrestle as you've been.

1:02:37
So thanks for being a part of a great first full academic year of beer, and I can't wait to see what's ahead this year.

1:02:43
Thank you.
