Adornment in the 215t Century




2 ENVIROSELL



Available speaker notes for each slide can be seen by

N ervous T| mes clicking here. If there is no comment box, there are no

notes for that slide.
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Presenter Notes
Presentation Notes
Stores closing.  Industry consolidating.

Presenter Notes
Line


Access to Jewelry Has Changed
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Presenter Notes
Presentation Notes
Sam’s Club, QVC and the  Handicraft fair.  Blue Nile and others. iPhones are the new Rolex



Are We Ready?
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Presenter Notes
Presentation Notes
 New kinds of customers, new competition.  


New Players — the Museum Store
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Presenter Notes
Presentation Notes
Price points getting to 5 figures …


Where Do We Start?
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Presenter Notes
Presentation Notes
What do we know?  How do we build our next generation of customers?


The Evolution of Money
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Presenter Notes
Presentation Notes
New Money
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Presenter Notes
Presentation Notes
The emerging market fashionista.  Our core customer of 2030
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Presenter Notes
Presentation Notes
Yes he will still buy but …. Keys to front door, back door and out of the dog house.
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Presenter Notes
Presentation Notes
It is her world and what do we do about it? Money in her pocket.  Often single.  Appetite and brand knowledge, but still paying rent….  


The Role of Adornment
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Presenter Notes
Presentation Notes
Women in conservative professions.  Jewelry and Shoes often defines personal style.


SJP — Shoe Store -
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Presenter Notes
Presentation Notes
Where is the matching Jewelry?


Caught by Surprise

14 ENVIROSELL


Presenter Notes
Presentation Notes
Everyone in e-commerce has been surprised at the migration from lap-tops to tablet to smart phones.  


Event Phone App
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Presenter Notes
Presentation Notes
Small CT evening wear merchant uses a phone app to expand her trade area.  Buy a dress and register it, enter the event you are wearing it to  and know no one else will wear the same dress to the same event.  200 events registered a year.  Proms to charity balls.


Learning from Our Roots
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Presenter Notes
Presentation Notes
The Gold souk


The Transportability of Wealth
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Presenter Notes
Presentation Notes
The Grand Bazaar


The International Customer
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Staffing

19 ENVIROSELL



20 ENVIROSELL


Presenter Notes
Presentation Notes
New channels are using customer access differently


Selling into Ethnicity

e Bling, Grills, Dog Tags, Native Costumes

21 ENVIROSELL


Presenter Notes
Presentation Notes
May be not in some markets – but in Miami and New York ….


Education 2
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Presenter Notes
Presentation Notes
From the new new Gold Souk in Dubai – getting Muslim Women comfortable 


A Parking Lot for 2 Legged Pets
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Good Windows
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Presenter Notes
Presentation Notes
Being Creative – From Dubai


Getting Local
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Presenter Notes
Presentation Notes
In the Latin Market Customers will often bring their children – something we do see in other parts of the world


Selling to Women
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Memorable Experiences
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Presenter Notes
Presentation Notes
Getting past on-line commodity issues


Cross-selling

e Getting into the dressing room
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Mirrors and Dressing Rooms
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Metrotropic

30 ENVIROSELL



Leaving Money on the Table

e \What else can we sell?

e \What are the need states, and
how do we communicate our
solution?

e House presents, Thank you
presents, “I'm Sorry” presents
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What is Luxury Shopping?

e A seamless experience

e Not assuming that
everyone knows the basics

e Recognition of the
customer
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One Strategy, Local Tactics

e Helping each location perform
to its potential

e Not giving New York in South
Beach

e Not ignoring small victories
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What Can We Do?

e Develop expertise in the mature market

e Sell both to and through your customer

e Accept the Novice to Acolyte to Deacon process
e Localize your presence

e Extend your brand and use your history better

e Build on the Net to Phone to Store connection

e Find your customer where they are

e The details at each point of sale are important

e Going undercover is your reality check
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Good Tag Line
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www.pacounderhill.com
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