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onl Scotlsdale

Stone Rose Scottsdale, Fairr

Developing Cool Properties in the Hottest Cities

which roared onto the Scotisdale nightlife scene during lust yeor's Superbowd
festivities. Hosting the hottest bash in town by partnering with MAXIM, it wos o great way to lounch the Gerber Group's
innovative nightlife, hotel, restourant and lifestyle concept right here in Arizona. The locol media played up the foct that Rande
Gerber, hushand of Gindy Crawford, counts A-List stars like George Clooney and Brad Pitt among his friends and that his lounges are
often populated with them. What you may not have heard is that Gerber, a former reol estate Broker, is also o sovvy entrepreneur and
he personally chooses, designs ond oversees every aspect of his trodemark properties.
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Scottsdale Makes the List

Stone Rose is the brainchild of
Rande Gerber and is the stylish new
addition to the Scottsdale Fairmont,
owned by Strategic
Hotels & Resorts,
which owns The
Falrmont Scottsdale
d 21 other high-
properties in
h A
Mexico and Europe
eral Manager,

PETTCI,

Group hotspot at the
hotel is such a coup. "With the intro-

duction of the Stone Rose Lounge,
Rande and his team have brought an
exciting new element of entertain-
ment to the Fairmont Scottsdale, His
vision for offering an upscale, vet
comionable bar experience in a con-
temporary setting has helped us meet
the needs and expectations of the up-
and-coming generation of Fairmont
guests. At the same time, he is
branching out into new customer seg-
ments that have long patronized the
Fairmont brand. It's a win-win situa-
tion

Returning to Arizona
Rande Gerber had another reason
to Scottsdale, having at-
Universitv of Arizona; he
iions that he alwavs wanted to
vme back to this area. What sealed
the deal with The Fairmont? The
i the property and having a
re= outdoor area to work with were
factors, Gerber explains,
create the kind of place
har | would personally want to go to.
be design of Stone Rose reflects my
desire 1o create something more so-
elegant than what 1
loing with The

is how I would enter-

Az host to some of the world's high-
g5t profile personalities, artists, and
corporate events, the Gerbers’ proper-

sophisticated gathering plac
offer both intimacy and ac
wide range of guests. Part of com-
fort is derived from the privacy the
management provides for all of their
VIP clients, while making all guests
feel welcome and at home.

Portfolio

The Gerber Group's portlolio of al-
most 30 properties includes: The
Whiskey Bars, Stone Rose Lounge in
New York, Los Angeles and
Scottsdale; Whiskey Park and
Whiskev Blue Atlanta; just to name a
few. Rande Gerber and Scott Gerber
are the founders and principals of the
Gerber Group, The company, an evo-
lution of the Whiskey brand, was cre-
ated from Rande's vision. And the list
of properties keeps growing, with
four new locations currently under
construction. Surprisingly, a strict
policy 1o never franchise or license
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anv of their properties means that the
Gerbers design, manage, and oversee
all aspects of their venues personally.
Pioneering the concept of styvlish vet
smart, turnkev hotel bars and restau-
rants that produce traffic, publicity,
and revenue has been the result.

Evolution of a Brand

The extraordinary success of The
Whiskey Bars, which established the
Gerber Group as pre-eminent
tastemnakers, was founded over 15
vears ago. Their nightlife brand and
vision continues to expand. deve
ing hotel restaurants and bars
Starwood Hotel and Resorts, Hasd
Rock Hotels, Casi : R
Sofite] Hotels: ME by Melis Hoeele
and Fairmont Hotels. Rande Gerber
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Stone Rose NY, Tirme Warner Certter

tional moods, the Gerber Group rely The wirning' poifit cceurredWhile
om Rande’s ability to choose locations [ IGITRTHTN e HIETI TRITE ettt oy BT
that will thrive. Starting his carcer as Schrager (of Studio 54 fame), several
a commercial broker in New York Cin IE AN staurant locations

gave him an understanding of just
how important the right location was

Commercial Broker R Somg
appealed to him. |
Background

Commercial real estate gave Rande
Gerber two things, an ability to trust
his gut when looking at potential
business locations, and the opportu Paramount Hotel in New York
nity to jump into his current career at the time wned by Mo

1 was doing commercial leazing at Hotel Group.

Edward S. Gordon, representing any- Pentho ME Madrid
one who wanted to open a retail
states Gerber

s [wasa

1. espe-
itrepreneurial

but T also

creative”, The Gerber en-
terprise germinated dur
ing a series of showings

with a client

Stone Rose LA, Sofitel
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Team Approach

In !“E‘F.piglrl s1ic-
cessfully opening sev.
eral locations, Rande
asked his older
brother Scott to run
the financial end of
the business, which
allows him to focus
on the creative end,
The corparate staff at
both the New York
and Los Angeles of-
fices has grown to
thirmy plus and most
of the current executives have been
with the company since its inception.
The Gerber brathers don't run the
multi-location business without help.
At any given time, six Lo seven mem-
bers of his staff are out on the road
setting up new locations. They also
rely on a team of regional managers
tor ensure the smooth operation of the
business.

Barrett-Jackson Parinership

Establishing a partnership with
Barrett-Jackson was a proposition
that made sense for both entities. The
famous car collector auction, also
held in Scotisdale, was locking 1o en-
tertain their high-end clientele in a
sophisticated setting. Calling on the
Gerber Group o provide the right at-
mosphere during the event, The
Garage presented by Stone Rose
Lounge became a hip satellite exten-
sion of the Fairmont hotspot and also
provided a cross promotional oppor-
tunity to encourage patrons to visit
an after party, personally hosted
opening night by Rande Gerber.

Sophisticated Style Brings
Success

Collaborating with Avrok0O, the de-
sign firm behind high profile projects
such as BOURBON Steak (Las Vegas,
Scousdale, erc.}, The Stanton Social

New York), Social House (Las Vegas)
that are celebrity favorites; Rande
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W Atlanri - Midtown

Gerber wanted to create an ambiance
for Stone Rose that evokes a classic
1930s beach club, infused with mod-

e design elements

Stone Rose Lounge rellects the
brand’s trademarks - cutting-edge in-
teriors, fashionable clientele and sig-
nature cocktails = all served up in a
dvnamic setting of style and sophisti-
cation, Contray to most developers
the Gerber Group is expanding. “We
have been very fortunate that our

business has staved strong th

out this econamy. Luxury hotels nes
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to differentiate themselves from their
compelition - so right now we actu-
ally have been experiencing more op-
portunity” states Gerber. “Hotels
know that if they hring a Gerber
Group bar in, we will generzie 2
publicity and bring in = lo: of people
“And for the hotel goest: - thew m

can come down the e =

the ho




