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Discover the natural choice for gifts & souvenirs!

CEO’s Corner

The Benefits of Attending Trade Shows

Hot Products

As I sit overlooking Kowloon Park and Hong Kong Harbour on this warm,
blustery, and mist-filled day, the city comes to life once again. My thoughts
perch for a moment on the beginning of this global travel to interesting and
exotic places while searching for natural gifts and souvenirs for Nature’s
Expression. The company wasn’t always called as such, as it began over 15
years ago as Crystal Import International. My dream not only held international

travel but was also based on bringing a quartz crystal to every corner of the world. Included
in this vision is the desire to expand our horizons and include similar products under the
banner, “Expressions of Nature”. To more fully adopt a more earthy and universal tone, the
name “Nature’s Expression” was born.

Once, while in Manila attending another trade fair, I expressed the desire to search out only
natural gifts which were easily identified as being handcrafted and comprised of natural
substances with little or no synthetic material. While this search has proven challenging, we
have continuously managed to stay away from mass produced items and successfully find
products that are unique. As the company grows and prospers, the challenge to remain with
natural products becomes more daunting. However, we have had help along the way,
particularly from our customers who have supported our dream as we have supported them
in their quest for more natural products. Most of the giftware products we carry have been
handcrafted and retain the flavour of their origins. While we began with crystals and stones,
we are moving into other healing products. My journey continues with the search to locate
sources for more healing and natural products to round out our growing line of gifts and
souvenirs.

If you see something that you believe would fit into this dream of ours, please drop us an
email or call one of our friendly and helpful staff. Thank you for all your support . We are all
very grateful as we continue to open our doors to endless possibility.

What are the benefits of a trade show? Attending a trade show is a great way to explore the
wide range of products from various suppliers. Take this time to view the latest products on
the market and learn about new trends that will assist you in planning and product selection.
Each booth provides examples of effective visual merchandising designed to inspire every
retailer. In a retail environment, try employing similar techniques to draw customers to products
and educate them about their uses. While in the booth, take the opportunity to meet exhibitors
in person and inquire about products in greater detail. Also, make sure to visit specialized
seminars and workshops lead by industry experts since they provide insight on how to follow
the buying cycle, solve business challenges, manage shelf space, and increase productivity.
Suppliers are there to assist you throughout the buying process, so take advantage of this
trade show season and it will lead you to increased sales!

Get inspired... attend a Spring gift show! Upcoming gift show dates on reverse.

Jennifer Lakeland, Sales Representative

Greg Stump, CEO

Greetings from everyone
at Nature’s Expression!

The Nature’s Expression team would
like to wish you a Happy 2006 buying
season. We are always happy to help
you with any questions.

This year, we’re expanding our
natural gift line to include a wider
variety of oil heaters, candles, and
packaged deluxe agate windchimes.
Look for many of these new products
in our 2006 catalogue!

Mineral & Fossil Bin
Our #1 top selling product

year after year!

OHLCC: Large
oil heater
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All About Amethyst

I’m in the mood for buying!

As we move into the 2006 retail season, take a few minutes to reflect
on the power of moods in a buying experience. What mood does your
store create in your customers? Mood is a critical element in setting
the tone for how your customers will feel from the moment they walk
into your store to the moment they leave.  Even if they don't purchase
anything, you are influencing whether they will return and/or bring
others based on how they "feel" about their experience. You only have
a few minutes to influence their mood, and you and your staff must

be keen observers of body language, verbal signals, and the way people move. All of
these things are very insightful into the type of buyer/consumer your potential customer
might be.  Moods influence how one chooses to spend money, and moods are
contagious. If someone walks into your store and finds your staff or you chatting with
each other or taking a personal phone call, it could send out a message that customers
come second.

Retailers who are doing their books or reviewing their cash receipts during prime selling
time might create a mood of scarcity or fear. This might not be the experience you wish
to create for your potential customers.  It also tends to shift the mood of the retailer to
one of distraction and contraction which likely will impact your customers' shopping
experience.  Keep these things in the backroom or be discrete if you must do your
paperwork during the day.  Use soft, background music and lighting to induce a mood
of calmness.  Monitor the temperature of your store. Greet each customer by being
friendly, but not overly talkative, not everyone wants to engage in conversation the
moment they want in the door.  Give each customer time to look at your products, and
be knowledgeable about what you sell – stories are great mood shifters!

In our next issue, we will explore how personalities influence our buying decisions – stay
tuned!!

Linda-Ann Bowling is a Certified Professional Success Coach.  She can be contacted
at plannedtransitions@shaw.ca or 604-325-1082.

One of the most popular and most beautiful gemstones, amethyst is a variety of quartz available
in shades from light to dark purple. This prized semi-precious gemstone is the birthstone for
the month of February. It was once believed that one who wore this gemstone could bring
peace of mind. To retain the colour of amethyst and resist fading, keep it away from strong
sunshine and heat. Purple colour originates from manganese or trace amounts of ferric iron.

Size
Up to 30 cm (12 in) long. Found in geodes of volcanic
rocks.

Where to find amethyst
The most beautiful are from Brazil, but they can also be
found in Uruguay, Canada, Zambia, the Czech Republic,
Sri Lanka, and the Urals (Russia).

Products you and your customers will love
Amethyst clusters, cathedrals, bracelets, keychains,
pendulums, pendants, tumbled stones, cascade fountains,
lamps, candle holders (left) and more! Find amethyst in
our Rune Stones and Crystal Growing Kits. For more
details, ask one of our friendly, helpful Sales
Representatives!

We enter 2006 with both Venus and
Saturn in retrograde (apparent
backward motion). What this
generally means is that most folks
now have the opportunity to begin
to take care of themselves on a
personal level, such as getting
healthy, taking time for themselves
etc., while at the same time they
could let responsibilities slide. On
an earthly practical level this means
that the sale of aromatherapy,
candles, lotions, potions and other
good stuff will be popular.  However,
be careful to mind “the bottom line”
and make sure that cheques clear
and bills get paid as this retrograde
positions interferes with how people
view what they think they have
financially versus what they really
have.

The full moon on January 14th could
make some very sentimental and
moody, while the one on February
12th is a happier more grand feeling.
Valentine’s Day shows the promise
of grand gestures and gifts following
this full moon in Leo, however,
expect your customers to be choosy
in their selection. When the full
moon/lunar eclipse on the 14th of
March occur try to not be overly
critical of both yourself and others.
The month of March will be
challenging from a communications
point of view so double check signs,
documents, and messages to avoid
misunderstandings. As spring
approaches, we will all begin to feel
renewed once again and optimistic
about the future.

Margaret Stephens is the accountant
for Nature’s Expression and has studied
Astrology and other metaphysical
pursuits for over 30 years.  She also has
many years of retail experience.

Gift show season is fast approaching! This is a great time to meet our staff in person, ask
them questions, and place your Spring order! Meet us at the following gift shows:

CGTA Gift Show, Booth 3025, Toronto International Centre, Jan. 29 - Feb. 6
Maritime Gift Show, Booth 145-46, Halifax Forum Complex, Feb. 4 -7
Alberta Gift Show, Booth 5133, Northlands Park, Edmonton, Feb. 19 - 22
Montreal Gift Show, Booth 1516, Place Bonaventure, Mar. 5 - 8
Vancouver Gift Show, Booth 1044, BC Place Stadium, Mar. 12 - 14

Marjorie del Mundo, Marketing Coordinator

Spring 2006 Gift Show Dates & Locations

Linda-Ann Bowling, Professional Success Coach

Margaret Stephens, Accountant

TLAM: Amethyst candle holder
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