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When A Diamond Opportunity Knocks

For many, Christmas is the seasonal event we’ve been waiting for all year round, and now, it’s also emerging as the engagement season of the year. According to one online source, one third of couples get engaged during the last quarter of the year, from October to December
. Debra Jamieson, Sales and Marketing Director of UK POS, comments on the rising winter engagement market and visual merchandising techniques that can drive sales throughout the festive period.  

Industry changes
Despite the emerging market, since 1971 fewer people have been getting married
, with marriage rates at their lowest ever.
 However, results published in 2008 by the Office of National Statistics showed the divorce rate in England and Wales was at its lowest for the last 29 years
, which suggests that although less people are getting married, those who are, are seeing marriage as a serious commitment. Perhaps that indicates that, despite the recession, the grooms-to-be are happy to spend that little bit more on the perfect ring. 

A winter wonderland
We all know that winter is the perfect setting for bending down on one knee and asking that special someone that extra special question. But it’s not just the future ‘Mr’ and ‘Mrs’ who should get excited about this time of year - the multi billion pound wedding industry on a whole is great at supporting local independent retailers, especially when it comes to engagement rings. 

Women love to know that their ring is unique to them, whether it’s custom made, engraved or simply from a local jewellers, if you’ve got a unique selling point, make sure your customers can see this before they even enter your store.

A buyer’s market
Anticipating your target market is easy. You know your average customer is male and looking to spend one to two months’ salary (in Britain, the average spend is £1500
) but how can you make sure they’re coming in through your doors, rather than your competitors’? One thing is for sure, every customer is different, especially when it comes to budget, from basic to no expense spared. You need to know which side of the spectrum you’re catering for and know how to tempt your customer into your store through engaging point of sale and visual merchandising. 

For those on a budget, supermarket giant, Asda, has responded to the current economic climate and is selling engagement rings for just £397. Looking to break the trend, in order to make buying a diamond ring that much easier, Asda has announced that sales of its engagement rings in December last year have quadrupled compared to the month before
.

Luckily, for independent retailers, most consumers would prefer to spend that little bit more and get something unique and original.  
The Do’s and Don’ts of jewellery visual merchandising

Do…

1. Go bespoke. Make your jewellery really stand out by turning your vision of a display item into a reality, especially for those extra special items, which deserve a bit more investment. 

2. Understand your target audience and display the window accordingly. Chrome finishes or clear fittings, rather than white plastic fittings, are affordable, but provide a more sophisticated finish. Clear or frosted items display all colours of jewellery perfectly whilst offering a consistent backdrop.

3. Enhance general jewellery display items by incorporating well thought out POS. Quality Poster Kits used on sidewalls or suspension wires to display POS don’t interfere with the main window display but can fill an important marketing space.

4. Use a backdrop; it’s what separates your display window from the rest of the store.

5. Pick a colour that accentuates your brand values i.e. black is perceived as sophisticated and seductive, whereas white is perceived as pure and clean. What’s more, stick to it, even during key seasons such as Christmas, it’s far better to accentuate your core colour with additional colours than change it completely.

Don’t…

1. Use over the top or busy backdrops, they will detract focus from the jewellery on display. 

2. Choose clashing colours. You need a colour that works as a backdrop for both gold and sliver coloured jewellery. 

3. Add too many items. Less is always more, so know when to stop and make sure key sellers really stand out. 

4. Use over the top display accessories. The actual jewellery merchandise should be the focal point of your display.

5. Make the store uninviting. Include a full spectrum of your jewellery range from your lowest to highest priced items, to avoid intimidating or discouraging customers. 
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Caption: UK POS suggests going bespoke with your pos

For more information on this story, please contact Amy Gregory at Manifest Communications 

on 01484 469601 or email: amy@manifestcomms.co.uk

Notes to editors:

Established in 1989 and with its head office in Stockport, UK Point of Sale Group Limited (UK POS) is a leading manufacturer of innovative point of sale display systems. Already a preferred partner to some of the biggest names in supermarket, department store and high-street retailing, it offers over 3,000 quality items - ranging from acrylic and PVC holders to pavement signs. The majority of these items are made in the UK at the company’s own manufacturing facility and all are available for next day, nationwide delivery. The company also offers bespoke solutions and continues to invest into the latest plant and machinery to keep its capabilities abreast of the very latest PoS advances. 

For further information visit: www.ukpos.com
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