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Do you have a handout?
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Success in displaying jewelry
results from planning and
implementation

- “Think about what you want to accomplish and then
make conditions right for that outcome to occur”

* Maybe, you should think
a bit outside the box!




What are displays for?

The goal of a good display is to attract attention to the
showcase from 10" away and to present the merchandise in an
attractive manner from 3’ away resulting in a sale.

A beautiful display is one that sells the merchandise...period!

Good displays reinforce and amplify the sales presentation

Good displays enhance the perceived value of the jewelry




1 Organize your showcases to better
“present” your merchandise

* Get out from behind the showcase and look!

* Listen to your customers questions and comments and
display your goods accordingly.

* Remove clutter and other distractions
* Ask “Why is that in the case?” and if you do not get a
real good answer, take it out




Things that belong in your case

A reasonable selection of merchandise, organized and ready
Groupings of similar goods

Clean floorboards, platform risers, trays and elements

Your store’s name and logo

Simple signage to identify the merchandise in that case
Simple signage showing some attractive pricepoints

Small, discrete props to enhance the perceived value

Some empty spaces to avoid an overcrowded look

Nearby - Polishing cloth, counterpad and any sales aids




Things that do not belong there

* More than 3 colors of anything

* Straight lines of merchandise

* A bunch of jewelry in boxes (unless it is a closeout case)
* Understock trays (again unless it is a closeout case)

* Anything shiny other than your merchandise

* Oversized vendor displays that don’t sell enough to warrant
the space they occupy

* Prop items that people want to buy instead of the jewelry
* Seashells (Pearl case), pile of CZ’s (Diamond case)

* 26 pieces of the exact same item

* Dust, dirt, cobwebs, stains, wires, screws




Straighten this case up!




Don't just “line things up”

* “What do you want to sell?” {,;:




# 2 Create high emphasis areas in each

showcase to increase sales of better
pieces.

* Decide which pieces you want most to sell
* Implement the 20-40-40 rule




Display in a way that makes

your jewelry special

See beautiful rings

See nothing special



The top 20% of your merchandise

* Use individual elements because these pieces deserve to be
shown that way.

* You are reinforcing the idea that these are special




The middle 40% of your goods

* Use low density trays holding 3 or 5 pieces




The bottom 40% of the pieces

* Higher density trays to show selection at lower price points
* Makes the better items look more special

—_—

B, <1

v
T u
2 "
:

——— -




Note theuseof 1's, 3’sand 5’s




3 Use proven visual
merchandising techniques to
increase overall sales and
multiple sales

Prime space is ............. "Front and center”
Use a few different elevations for interest
Always....Taller items draw more attention

Group items in a logical manner

Merchandise ensembles because you can double up your sales!




Front, center..3 levels and Tall!




Group items together for multiple sales

Andrew Z- Arizona




4 Use color, signage and props to

increase sales by increasing perceived
value

* Use color to direct your customer’s eye where you want them to
look

* Monochromatic (1 color) draws attention to the jewelry

* Tone-on-tone displays communicate quality, elegance

* Contrasting two-tone displays can be used to create highlights
* Use signs to communicate info and increase perceived value

* Use superior quality props, and very sparingly

* Decorate store interior more than showcase interiors




Monochromatic emphasizes
the merchandise




Tone-on-tone..Quality, elegance




Two-tone creates highlights




Signage communicates info and value




Use signs to communicate your
selling points...price, size,
stone type, metal...whatever!




Use superior quality props
e but very sparingly

Props should always be of equal or superior quality to
the ones found in your customers own homes

Decorate the store more than the showcases.

Change props out at least every 60 days

Use props that promote where to wear the jewelry more
than its origins




Don't allow props to distract
from the merchandise!




Never use shiny props...

* It shines brighter than
the stuff you are trying
to sell

l l
|

w




5 Make BIG changes on a limited budget

FREE- Start with a good cleaning

FREE- Consider removing some merchandise to de-clutter cases
CHEAP- Consider changing the floorboard covering

CHEAP- Shop Closeouts and Surplus

ALMOST FREE- No budget at all? Zero? (Come see us)




Start with clean, vacuum, wipe

| Glass Cleaner
A coeak-Free
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Try to de-clutter your cases




Change out your floorboards

* Fabric cost to rewrap 6’ floorboards is about $25- S35
* Be careful with non-display grade fabrics.

* Tarnish test with silver piece first




Shop closeouts and surplus

$1.00 $1.30

$2.75 $4.40




#6 Effectively position your store

brand goods with those on displays
given to you by vendors

* How does your brand look next to those new vendor-provided
displays? -

* Emphasize what you would rather sell <5&
* Make your goods a suitable alternative




Compare

How does your store
brand goods compare to

those new displays you got?




7 Set up a “Merchandising
Planning calendar” and a
“Store display checklist” to
keep everything looking good..
all season long

* Develop a plan and stick to it
* Set up a display calendar

* Setup a display checklist
* Track your sales results for 2012..otherwise how do you know if it

worked?




Display Planning Calendar

§72- 512 - 912
Jhesonidpacilicranhem com
e prdiglay com

August

September

October

November
December

January

August

1] Conduct » plarning meeting 1 revew mevrchandbe
comng n for the Holday

21 Crder any now Shpliys you naed 1o accommodang
Hubdy mirchandiw mis

1) Exarmirm bealineg ik shomwcase aed osarheatl and
mplement smpecavenenis an resecied

A Order Autumn fral and props as seeded

oot

October

LR BRI TS T BTN )

. . a“|

LMD -
|

1) Cornduct magor housedmning of cass, wadl anits ot
i advence af Holdey seasn

2] Conduxt » plarming meeting to rearw merchandibe
comng i for Vakentines Dy,

3 Wdenaly dhplyys neoded for Wwentine’s Doy conliom
aaadabibry and sustabiding.

4 Condlim receige of a1 Hobdyy trim and signoge

51 Chaan o) cdispbings ab neadad.

6] Iredemest Habowesn Scur

o

Decembes

13 Refresh Holidey peops 1m o | 2710 x5 needed

2) Contlem receipt oV entine geops and thm

20 MO PAChAg NG FvIoey, A0edir 2% eced for
Vahentiran Duy

4 Gt "Gl <t swbatoed wepmange” reacdy fue 1228
Mg tation

September
Fﬁf‘r’f"."‘"f"f_ﬁ
o pnde o

AT »

1) Check packaging 3nd g Irsentury and receder o
AnsCpeted neads Busegh Walkenanes Day.

23 Do on Hobday 1im 5020 uiod inatoes nd
Ofderpuschune o% rewdod Avod shiny Dist, Googhe
Tebdey stow decocatnm” lor wpplons

L] Charye cut“Sammm:* thems daplay (e Replecs
with Aumaares theme.

41 Plon Haloween theme prop for siore

mn
Hovember

L1 Pocrripey ratearen ol Haliraman dicor kdontlly Bermi
n nevd of teplecomant.

2 Pt out ol Madctyy props 30 seam and dgnage
Dacorare pioes more thom ikl cg5es,

2 Ot Valontine ovops and 0im a5 noeded Google
“Valertine 51000 decorarions” hor wpolcrs

A3 MOOROC COMMNLS FrON: Cosiamens om SeCot
Flapt s aggrogriane

1) Fmeoree Hobdap Ul gromptty Mentlly itons n
e of regdacemont

L) Putows Vaanmine Progs and s

30 Roorder packagng. Bagh ot needied,

40 bty daploys 0 nvedt of eplacament,

* A draft copy is in your handout




Pre-Opening Display checklist

A draft copy is in your handout.
* Use it as a start to creating your own
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STORE DISPLAY CHECKLIST
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Good luck this Holiday season
and let us know if we can help

We are exhibiting in Section “H”

To Negativity

PNdisplay.com




Now... your questions

Who?

Where?

Why?
How?

Where were you when...




Thanks for attending!

* Thanks for attending




