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‘L Who is Pacific Northern?

Not a railroad, that
IS Northern Pacific!

JohnsonL@
Pacificnorthern.com

972-512-9072

Shop.PacificNorthern.com
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Here is what | hope to convey
i to you today.......

A You need a display plan

A Not all displays work in all cases

ACol ored stone goods
A How you display affects how you sell

A AGTA has tools to make it better

AYOU have access to




i A change to your perspective?

A The role of your displays Is not
to hold the jewelry....

It Is to present and sell the
jewelry!




So I f you dono:
‘Lplan....

Then you do not have a
sales plan!




* Which piece do you want to sell?




i You need a plan

A What do you want to sell?
A What message do you want to convey?
A Do you have the right tools to do 1t?

A Try something new and adjust as
needed



* Which piece do you want to sell?




What Is the #1 message we want
i to convey to the customer?

A Selection
A Traditional
A Designer

A Price (or value)
A Exclusivity /Unigueness
A Quality



i Selection

A Does not automatically mean hundreds
of pieces

A Does mean enough to make a choice
A Make It organized but not in rows
A Avoid a cluttered look



Avol d Abori ngo pres
What do you want to sell in this case?




Wide selection, Small space
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12 months
Feature
Sighage
Ring
Pendant
Earring
$89.00

%,




Single-level displays lack appeal




i Use elevations In the case

A Note the 5 feature areas
A Group items together




Use this!




* Group items together

A Make it easy to spend more money




i Price

A Live by It.. Die by It

A Communicate value and the emphasis
on price softens somewhat

A Does not mean every item has sign

A Does mean you enough to convey the
|l mpression nNnThey ha
A Probably a linear display Is best



Q-
Q
A2
O
-
©
L
O
—
Q
=
o
L
e
R2.
Q
—
DE
2




St gns shoul dnot de
perceived value of the merchandise

+




This simple plastic base makes your
box I nto a nKey |1t




* Linear displays convey selection




i Exclusivity

A Boutique display

A Pleces on individual elements

A Less emphasis on price

AMake 1t | ook nExcl u
A Branding becomes very important



USA Today Last Tuesday




i USA Today Jan 26,2010

AhHandmade 1 s the ne
A People want something not mass-
produced

A People want to know the person from
whom they buy



i Dramatic pieces, dramatic displays




Brand signage reinforces
Image of exclusivity
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* 1 Picture=1000 words




i Quality

A Displays must reflect it
A Individual elements

A Use sighage to convey quality message
and then reinforce It.

A Use quality trim




Trim helps convey quality




Ask yourself if the display shows the
merchandise to its best advantage
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i Never use shiny trim....

- -




Use displays that show the
* beauty of your stones

A PN
A Stock
A $34.50




i Vignettes say quality




Good example of vignette
displays to separate goods




‘_-| A classic window display




Use color to sell color




Monochromatic color schemes
emphasize the merchandise




| t 0s I mpossi bl
guality story In this case

XK i




Modular displays need accents to
avold a boring look




Displays are sometimes the first indication of
i the action (or sincerity) behind your words

ADonot all ow the way
to make it more difficult for you to sell
It!

Al f you donot treat
AnSpeci al o why sidhoul
special when you tell me that?



Control your merchandise

i density

Normally, the more crowded the case, the
lesser priced the merchandise.

There 1 s a fine | 1 ne Dbi
and a crowded showcase.



Control your merchandise

i density

Do you really want duplicates in the same case”?

wWhy? Will they decide they like it better the
second time they see it?

Does it help you sell when a customer looks at
your cases and says 0l
again. When do they |



i Use understock trays

Only for understock!

If they were designed to go into the
showcase, theyod be






Pacific Northern teamed with
i AGTA to create this display

A Vignette style for quality presentation
A Individual elements for exclusivity

A Gem signage for sales appeal

A Attention getting color accents







i AGTA Colored Stone display

A Avallable in chalk white or beige

leatherette

A Other colors/materials made to order

A Includes al
A Includes 6

Guide for Color

AGTA signs

page Visual Merchandising
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i Sales Aid

Irthstone Month
ountry source

A B
A C
A H
A D
AS

Istory
Isclosure * May Birthstone

_ _ * Colomb; , Brazi )
elling Points * Mined i;agg;;f ivezraln 332

years ago
* Often treated wich oil or

resin to fill na
Baciares tural surfyce

* Th
e classic
8reen gemstone
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