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s you may know, one of my hobbies
A is playing bells. Over the holidays, I

performed at a ladies luncheon at
which the featured guest speaker demon-
strated great, inex-
pensive ideas for
home decorating. At
the time, I really
needed some inspira-
tion, and it came
when we were shown
a display that consist-
ed of an oversized,
clear glass vase filled
with old, stale wal-
nuts spray-painted
gold and miniature
pine cones finished in
the same way. The ef-
fect was magical, and
I immediately did a
mental inventory of
my home searching
foranitem I could use
to duplicate the look.
Unfortunately, the
only large, clear glass
container I could
think of was a big,
round fishbowl ear-
marked to go into a
garage sale this spring.
But, the benefits of using glass items to create
amazing displays were made clear to me.
(Yes, that’s my very own pun!)

One of my most prized and adored col-
lections is a set of crystal, pressed and clear
glass bells. Currently, they are displayed on a
round, cut glass cake plate along with two
crystal candlesticks and a couple of minia-
ture crystal ornaments. But, depending on
where we were living, this collection has
found its way into many different rooms.

New from INTER-CONTINENTAL MERCANTILE,
Merlino is the newest edition in Bormioli Rocco'’s Stu-
dio Line. It features a modern massif design in blue
with clear crystal. 514-271-1101.

Cranberry glass vases are from TAURUS INTERNA-
TIONAL SALES, 705-454-2996.

TURCAN TRADING's collection of decorative ac-
cessories includes glass vases, “tulip” vases and ac-
cent pieces. 905-678-0601.

Showing Off
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How to show off your store’s glass

and crystal collections.

I share this with you as a reminder that
your products find their way into many dif-
ferent venues in the hearts, minds, and
homes of customers. For example, when
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preparing homes for resale I have often used
crystal cream and sugar sets from dining
room hutches as props in a master bedroom
with the cream container serving as a minia-
ture vase for flowers and a string of pearls
spilling out of the sugar container nearby.
When you are creating displays, do not for-
get that the original intended use of the item
is often not the reason to purchase in the
mind of the buyer. In fact, the more practi-
cal and/or unique uses you can dream up
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and display, the more markets you will target.
You can also increase sales opportunities by
using for-sale display units, such as wall
shelves, to showcase glassware. Think about
these ideas as you read the following
rules for displaying crystal,
pressed glass and colored or
stained glass.

Departmentalize
4 Separate name brands
into departments, fixture, or
shelves—sign appropriately.
4 Further separate colors,
patterns, and styles into
smaller spaces.
4 Wherever possible “cluster”
items of different shapes and sizes to
avoid monotony.

Provide Correct Lighting

4 Use direct, focused lighting di-
rectly above cut glass and crystal.
4+ Use diffused or daylight direct-
ly behind colored glass.

4 Avoid glare or reflection of light
sources in shoppers’ eyes.

Pay Attention to Backdrops

4 Backdrops stop the eye at the
display and help to focus on the
products themselves.

4 Contrasting backdrops silhouette and de-
fine outline shapes.

4 Darker colors and flat finishes of backdrop
materials enhance gleam and sparkle.

4 Cross-merchandise by including crystal in
displays with other lines.

4 Regularly rotate key items from different
departments or brands in main display areas.
4 Always show a variety of colors, patterns,
styles, shapes and sizes in feature presenta-
tions. ; |






