LJE project ends
website lives on

The two-year London Jewellery Exports project closes on
31st March but its popular and highly informative website
www.londonjewelleryexports.org.uk will be maintained and

updated for the next five years.

Since its inception LJE, which was
funded as part of the "jewellery
Sector Investment Plan (JSIP) and
delivered by the British Jewellers'
Association in conjunction with
industry consuttant, Aldyth
Crowther, has worked hard to
promote export sales amongst the
capital's jewellery producers.

Trade missions

The project has provided travel
grants and organised subsidised
joint stands at various overseas
trade events; in locations from
Europe to the Far East. It has also
assisted with trade missions and

staged a range of export-
orientated seminars as well as
providing discounted professional
jewellery photography and advice
on the production of promotional
materials and PR. Some 100
companies and individuals have
benefitted from its activities and
some, such as Daisy Choi, Sarah
Herriot and Anthony Roussel, have
gone on to build significant
overseas revenues as the direct
result of their participation.

All beneficiaries of the project have
been obliged, as part of their
sponsorship, to post an online
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market report on the country they
have been supported to visit and
their comments provide a valuable
insight into selling jewellery in these
locations for their peers. The site
also includes a |00-strong ‘Gallery'
section with photographs, CV's,
address details and links to
participants' own websites and this
has been widely promoted to
overseas galleries and retailers.

Google ratings

“The project is also well promoted
online and is always top of the
Google ratings, so it will remain

a fantastic marketing tool for

jewellers looking to broaden

their overseas sales,” explains the
project coordinator Lindsey
Straughton.*The site will remain
accessible to all participants who
will be able to update their entries
and continue to post details of
their export activities!”

"The weak pound and the difficult
home market means that
exporting has never been more
important and we feel confident
that the website will continue to
assist London's jewellers in their
overseas endeavours in the years
to come,” says Straughton.

Aventure's big

In December 2008 London Jewellery Exports
working closely with UK Fashion Exports on behalf
of UKTI, assisted a mixed group of jewellers and
fashion designers to take part in a trade mission to
Japan.The trip included a showcase reception forVIPs
at the British Embassy in Tokyo along with guided
tours of the city's retail outlets and an exhibition
organised by the Consulate in Osaka.

Amongst those who attended was Jianhui of the
London company Aventure. Jianhui, who is Chinese,
set up his company which makes designer jewellery
around two and half years ago. In the early days he
used antique beads and other materials from
Portobello Market to create hand-made individual
one-off designs, but the business had changed and
expanded. His materials are now sourced from
around the world and the designs are no longer
‘one-offs’; although they are all still made here in the
UK Growth has been rapid and Aventure’s designs
are now sold in 90 boutiques and gift shops
throughout the UK as well as in Denmark, Austria
and most lately Japan.

“We are really keen to further expand our export
markets and the trip to Japan has helped us
tremendously. As a resuft of the event at the Embassy
we have found an excellent distributor for our
products, while the Overseas Market Introduction
Service. for which we paid an extra £500. has also

adventure

brought us a very promising contact
and some large orders," says Jianhui.
Adding:“The Japanese and Chinese
aesthetic are similar and | had
prepared a number of oriental
designs to take on this trip.
Although, surprisingly it was
our European designs that were more
popular and | am now working on
some special Christmas-themed
designs for 2009 for one of our new
Japanese customers.”

Jianhui was extremely impressed with
the whole visit and with the help he
received in its planning and
implementation. “LJE, UKTI and the
Embassy staff were really wonderful and
their assistance and the financial support #
we received made all in difference to us ¢
in getting started in Japan,” he told JIB.

Further trip to Japan

LJE is offering £600 of funding to those
wishing to join its trip to Tokyo to
include a visit to ‘Rooms’ organised

by H.P. France in conjunction with
Premiere Classe (17,18,19 February,
2009). Ring Lindsey Straughton
onO0121 237 1112,

FREE Sales
Seminars

29 January & || March, 2009

Sales guru Nicole Bachmann, who
has particular expertise in the
creative industries, is returning with
two more exciting and informative
seminars to help LIE beneficiaries
clinch their sales.

The Seminars will take place at
Clerkenwell House (in the bar on
the first floor) at 23-27 Hatton
Wall, London, ECIN 8JE. The
nearest tube stations are Farringdon
and Chancery Lane

Both seminars start at 2.30pm and
will break between 5-6pm for
drinks and canapes and the chance
to practise networking skills. There
will be a final recap of top tips
between 6-7pm but attendees are
invited to carry on networking
informally until 8pm. Places are
limited to just 20 per seminar so
early booking is recommended. To
make a reservation or re-confirm
your booking please contact:
info@londoniewellervexports.com
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tes: 5 - 8 November; 2009

De Gashouder van de
Westergasfabriek, Amsterdam

»rs: Around 5000

ors: About 75 stands and 200

designers

: 10% — 18% from UK,

France Belgnum and Germany

Sta Smallest stand (5m?)costs
€823 (excel.VAT) and then €1331 for a

6m? stand

None

: Quality and

profesaonahsm The organisers always want to
see the jewellery before they accept anyone

www.newtraditionaljewellery.com

Entry through the site from the end of

January 2009.

ze: Gold and silver: Winning items go on

tour in Europe.

Inhorgenta Europe, with close on
1800 exhibitors, may not be the
largest show around, but it is probably
the most up-market and attractive for
the industry. A designer's paradise,
beautifully laid out in Munich’s state-
of-the-art showgrounds, it provides
companies with the perfect forum to
display their most valuable and
attractive items. 30,000 buyers from
all over the world attend. Inhorgenta
offers genuine new business
opportunities to companies looking
for top-quality customers.

t: wwwi.nhorgenta.com or in
the UK Pattern T: 0208 940 4625

SIERAAD Art fair is a pure art-related modem
jewellery event selling directly to the consumer
and to retailers (but these are not our main
goals). We like to give smaller jewellers the
chance to get in contact with their buyers.

‘ wwwi.sieraadartfaircom
T: +31(0)548 366860

Mayza Loao

“The experience of participating in Sieraad was
one of the best | have had recently and above
my expectations. This is a consumer event and |
really enjoyed meeting the customers. In fact
getting their feedback and hearing their positive
comments has given me increased confidence in

s: 20-23 February, 2009

Fair Centre, Munich

st 1,224 0o

: 10,000 in
2008 from 78 countries
including Austria, Spain, the
Netherlands, Switzerland, UK,
taly, Greece, the Czech
Republic and Hungary

Sarah Herriot

“I did Inhorgenta for the first time
last year and am returning this with a
much larger range. | was completely
blown away the size of the show, the
quality of the work and the stylish
and interesting displays. It is also truly
interational and you get to see
buyers from shops and galleries that
you simply wouldn't see elsewhere.”

stand : Row stand:
€ I 80 per sgm, Comer stand:
€192 per sgm, End stand:
€195 per sqm, Island stand:
€198 per sqm

costs: The basic catalogne/
website/entry fee is included in
the price

: The New Munich Trade

my work. Although Sieraad has an interational
status, most of the jewellers are from Holland and
the selected group of participants reflects a high
standard of craftsmanship as well as innovation’”

Mayza Loao

. The deadline for
the 201 O show has not yet
been published but it is
anticipated it will be the end
of May — mid-June 2009.

Criteria for entry: See
range of exhibits/product

index on the application form:
http//media.nmm.de/76/anmel
dung_ges_inhorgenta09_e_194
49376,pdf

The Innovation Forum
provides assistance for young
jewellery designers and
goldsmiths entering the market
and creates a platform for
colleges and universities

. s: A prize for
young designers takes place
every year at Inhorgenta. The
reward is €2,000 and winning
this prize also kick-starts the
careers of young designers on
an interational level.
Registration is open to all
exhibitors from Hall C2 in
November/December



What the organisers say:

This is a quality show and there is a selection
committee for all new exhibitors (mostly to
avoid copying products). A specific form has to
be filled in and 20 colour pictures are required.
Exhibitors are located according to their main
activity products, range of price and booth
design. The Sales Managers decide which
location will be provided to exhibitors and
provide personal advice regarding booth design,
marketing and all technical aspects of the show.
There are no public visitors and professional
documents must be presented at the entrance.
A trends letter is given to exhibitors to help
them in their collections.

Contact: wwwibijorhca.com
T:+33(0)1475 65128

ECLAT
DE MODE

Personal experience:

Adrian Chapman, OmyGod

"Omygod specialises in costume jewellery set
with ¢z and crystals and since we decided to
take the brand to an international audience
about four years ago we've tried all sorts of
shows, from Las Vegas to Milan, and found that
Eclat de Mode works the best for us. Reed is
really good at marketing, so the show is very
well attended by the French domestic market
but it also draws a huge international audience
of top quality buyers. It also attracts exhibitors
from around the world so it is really
representative of the
global costume jewellery
industry. The fifteen $
or so other shows
that run alongside
Eclat de Mode -
such as Prét a
Porter - are a
further plus as

you get cross-over
buying from the
clothes buyers."
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SHOW FACTS

Dates: 4-7 September 2009
Place: Paris — Porte de Versailles
Visitors: 12,000 visitors
Exhibitors: 400-450

Overseas visitors: 52% from more than
|00 different countries

Stand price: Around €335 excl VAT
for a pre-fitted stand and €515 for a fully
fitted stand

Price for new exhibitors: A limited
number of discounts are given at the
discretion of the Sales Managers.There is also
the Trampoline’ offer (for all creative
exhibitors in general), which is a 4 sqgm
package and ‘Cream’ which is a high level
designer area.

Additional exhibiting costs: Registration
fees, furniture, invitation cards and access to
the press office

Closing date for application: Two weeks
before opening

Criteria for entry: High quality products,
creativity and design

Competitions: None

SHOW FACTS

Dates: 4-6 December, 2009

Place: Paris — Carousel Gallery at the
Louvre Museum

Visitors: 15000

Exhibitors: 100 (many drawn from overseas)
Overseas visitors: 5%

Stand price: 410 Euro per sq m ®®

Price for new exhibitors: In 2008

Kara offered a small booth in a good area

for €3000.

Additional exhibiting costs: Catalogue
fee, costs of carpeting, electrics, intemet

connection and signage.

Closing date for application: Application
opens in February and closes in June.

Competitions: An on-line competition,
which opened in January and closes in
October, offers three companies the
opportunity to exhibit free at Kara.

KARA

What the organisers say:

Kara is seeking ateliers, rather than mass
producers and exhibitors come from all over the
world. Jewellery must be creative and original.
The team also assesses the motivation of each
individual designer and their marketing skills
before offering them a place at the show.

Contact: www: kara-expo.com
T:+33(0) 155771133

Personal experience:

Jasmin Alexander

"I had a phenomenal show, it was absolutely the
right place at the right time for me and I've made
some fantastic contacts, including prestigious trade
buyers, by attending. My work is conceptual and
high-end and Kara was my perfect platform. I'm
not really one for shows, this being my second
(my first alongside world renowned fashion
designer Paul Smith) but the PR response was
overwhelming (and can be attributed to the
fantastic efforts and contacts of Kara's new in-
house PR team). I've had huge interest from the
media with a piece in the Financial Times 'How
to Spend It' as well as contact from eight or nine
other magazines, including French, Swiss, Spainish
and American. There was great camaraderie
within the group and | really can't find a negative
word to say about the whole experience."







