














Markefing activities that aftract o
high protile audience

Maijor investments in the marketing of the show and a brand new campaign
creative for 2012 will ensure that the quality of visitor remains high. Visitors that
attend The Jewellery Show include top independents, multiples and department
stores. See below for who visited in 2011.

AZENDI Allums Jewellers JH Lunn
Amazon.co.uk Jamieson & Carry
@ Argos 1) Rudell & Co
BEAVERSROOKS Arun Goldsmiths Co Keanes Jewellers
H SAMUEL Asos.com Mf:rlins Jewellers ‘
THE JEWELLER Aurum Jewellers Michael Jones Jewellers
Beards Payne & Son “What's really nice is the
Brufords Of Exeter Pykes The Jewellers access |'ve had here to all
Cupitt Jewellers R.L.Austen the small independents.
= Earnest Jones f:\bglrlteeratward I'm also looking at breaking
EW Payne Rudells into infernational markets so
Fenwick Signet Jewellers the Meet the Buyers scheme
F Hinds Swag Jeweller has worked really well for
FJ Zelley The Company Of me too.”
Fraser Hart Master Jewellers
Garrard The Hyman Group .
.wave. George Pragnell W Bruford ’
SR Goldsmiths Winsor Bishop

The extensive marketing campaign

for 2012 will include:

e 30,000 visitors targeted with direct mail, the show preview
and badge mailing

* A dedicated email campaign to 20,000 visitors

e Targeted advertising campaign in influential market leading
titles and websites

*  Show updates and breaking news 365 days a year on
thejewelleryshow.com, Twitter, Facebook and LinkedIn

e Dedicated international campaign

* VIP targeted communications via email and telemarketing to
put your products in front of key decision makers who hold
the most buying power

Fill out a stand enquiry form at www.thejewelleryshow.com/enquiry




Thejewelleryshow.com
supplying leads throughout the year

Exhibitors of The Jewellery Show
don't have to wait until the show
to start selling online. Exhibitor

profiles on thejewelleryshow.
com put products in front of key
buyers all year round and allow
exhibitors to reach a potentially
new audience.
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Facts about thejewelleryshow.com

* As well as thousands of visitors to The Jewellery Show, there are an additional
600,000 visitors to thejewelleryshow.com and springfair.com who are potential
sales leads

30% of our traffic is overseas which gives you international reach into new markets

Buyers use the website to plan their show — make yourself visible and stand out

Jewellery Insight is a constant source of industry news on the website and in
monthly newsletters and sees retailers constantly returning to the site for updates

Cet involved in 2012

The Jewellery Show is the best platform to launch new products,
preview new collections or to sell stock for the spring season.

Put the dates 5-9 February 2012 in your diary now and contact us
for more information and to book your stand:

T: +44 (0) 20 7728 4265
E: sales@thejewelleryshow.com
W: www.thejewelleryshow.com

Fill out a stand enquiry form at www.thejewelleryshow.com/enquiry

T 5 Y HOULDEN
PLATINUM THE LON
R BRI ERAL BJA “Making our Members the best” JEWE LLERY WEEK

BIAORG, UK

Email us at sales@thejewelleryshow.com for further information about booking your stand for 2012




emap wl connect

For more information visit www.thejewelleryshow.com/exhibit
or call us on +44 (0)20 7728 4267 to find out more about exhibiting at The Jewellery Show 2012
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