IMPORTANCE OF SHOW CASE DISPLAY

Every LGMC member will attest to the basic importance of having the very best
show case display possible. But do we give the time necessary to really cre-
ate a top-notch show case display?

Many rockhounds through habit evidently “'throw'' their show cases in the same
way for every show. The result of this display pattern is a dull, uninter-
esting array of rocks and not a display of gems and minerals.

Your case display plays a tremendously important role in the success of your
hobby. If every LGMC member realizes just how case(s) can be and does some-
thing about it, our club certainly will find its way into the 1974 show as
"experts'’ in show case display.

Looking at the importance of show case display from a dollars-and-cents stand-
point, how much money do you pay for your gem or mineral hobby? Your show
case should represent all your efforts and monies put into your hobby.

The first-hand experience of successful competitors gives a clearer perspect-
ive of the importance of this topic.

"It's the case that the judges see. That's the level of your hobby--it
projects your personality.™

"We don't actually figure a particular amount of money that we spend on
the show cases but I feel they are so extrcmely important that I olmost
invariably will spend any amount of money necessary to keep thim first
class. If you don't keep after them and keep them in high quality and
attractive, you're really cheating yourself."

PURPOSES OF SHOW CASE DISPLAY
What basic function does your show case perform? In other words, how do you
use your show cases(s)? What's its purpose? What does it do for your hobby?

Obviously, different rockhounds use their cases different ways and for dif-
ferent basic purposes, so there may very well be several different answers.

"I usc my cases to attract people to my display rather than scmebody
else's."

"To create an image."

"We try to project ourselves and our hobby through our show cases.
We feel it's important to portray a warm, soft atmosphere."



"I think there is only one function of a gem and mineral shcw case
and that's to show and present gems. The case might w.flect ycur
infividuality, but basically it is to show gems and minerais.

"I would consider it the best way of showing my hobby to the people.
I think it's very cffective letting people know shat you have.'

Let's now summarize the basic importance and purposes of show case display.
1. To attract hobbyists
2. To create an image of n-tural beauty
3. To present gems and minerals

We think the hobbyists who are getting the full investment from his show case
are accomplishing cach of these three conclusions.

THE ELEMENTS OF GOOD SHOW CASE DISPLAY
We feel there are five or six key elements which if followed properly will
insure a good case display.
First, and overall, of course, there's planning.
Then the major elements are: determining a theme, formulating a message,

illustrating the message, selecting proper lighting (color), and finally,
grouping gems, minerals, rocks, etc.

Need for Planning

This might scem very obvious. The fact that it is so '"obvious' possibly
attests to the fact that 'planning" is overlooked by the majority of dis-
players.

Planning scems to take many courses. Some hobbyists plan their case dis-
plays based only around their collection of rocks. This is fine, but if
they don't get an interesting display, the show suil.rs. This is 1" .t you
might call ""grab-bag display."

Others ''plan' their cases the day before the show. It's a "little of this
and a little of that." 'Last year I had agates, and this time I should put
in opal." This group falls into the 90% who fail to really take an interest
in display. The 'day before' decision is not planning.

Based on past experience and advance information from club calendars and fed-
eration dates you could 'plan ahead' your case displays several months in
advance, giving yourself plenty of lead time to get the right clements for
your show cases.



Determining the Theme

The focal point of a "professional’ case display is the theme created to catch
the eye of the casual passcrby. Successful case displays are built around a
“"central idea' or theme which has a specific appeal.

This appeal induces thc vicwer to rclate himself to the theme. This peint
becomes even more important £ you consider a rather interesting statistic.
The average "walker-by'' takes only five scconds to pass your case.

If a hobbyist with a normal, rather broad assortment, exhibits representative
samples of all the types or gems and minerals he owns, there will be a puzzling
array in which nothing stands out. Passers-by will hardly stop to search for
the fow items among the many which might be of interest to them.

Winners of several display contests, gave their idcas when asked about the
elements of a good case.

"One important thing is the theme. You have to have one theme and not
several in one casc."

""Case displays we fecl should tell a story to the person who's viewing
the casc and it should incite his interest so that. he wants to come to
you to find out more about thc dispiayed items.'
'"We find that to give the viewer a story and to back it up with some
kind of item is the t™-iug that creates the greatest interest in dis-
plays. A primc example of that is a theme 'Gold Discovered' in which
drawings of gold miners' pans and gold ingot bricks and all kinds of
mining equipment were used with gold nuggets on display.”
In order to establish your display theme, consider these points:
1. Vhat gems or minerals do you want to feature?
2. Who arc the particular viewers?
3. To what use will the items be put?
If you'll consider - 1 of the threc points as you plan your show case dis-
play, your themc will follew as a matter of course.

Formulate ¢ Message

How many salesm 3 come into your home, open up their cases, show you their
merchandise, but don't say a word? If a salesman ever did that to you, you
wouldn't let him come around a second time. There's an analogy between this
and the show case display that doesn’t have any signs or any copy to explain
the dispiay.



The case should have a writtcn message. That message should immediately give
the viewer the basic information of thc item displayed. (By information, we
mean the scientific name, location of find and any other pertinent information,
history, lore, etc. Competition display? Be sure to check the rule book
beforc including too much.)

Don't let the gems or minerals talk for themselves. In today's shows there
are many inexpensive stones which by their outright appearance look almost
as good as more expensive stones. You need some copy, a written message to
tell the passer-by why your stone is what it is.

In formulating the message, remember that it takes very few seconds for a
person to walk past your display and your case(s). The message has to be
short; it has to be explicit; it has to be striking, and to the point. The
right message should stop a passer-by.

You can go to any stationery store, buy lettered decals and pressure-applied
type numbers and letters, and then put these on cardboards in an attractive
manner .

There are art schools with many young students who are always looking for
an opportumity to pick up some extra cash. You can make arrangements with
them to do all the necessary lettering for you at a reasonable price.

Amateurish signs, crudely lettered, don't do justice to the items and to the
general effect of the display itself. Any signs that a hobbyist uses should
look professional. By framing these signs, the message -- and the goms and
minerals -- assume morc importance.

Never fail, too, to put your name in a display. Don't leave it anonymous.
Your name should be lettered on a card and used in each case. NOTIE, how-
ever, that competition cases cannot bear names of owners or displayers until
after the judges have completed the official judging.

Illustrating thc Message

Once you've formulated the message, the next major step is illustrating it.
Lester Gaba, in his book, "The Art of Window Display'', desbribes the neces-
sity for proper illustration.

Have something new', he says. Many displaymen do excellent work,
but always in the established patterns of display. They have an
intriguing idea occasionally, but they quickly discard it -- afraid
it's too cxtravagant, too funny, too much over the public's head."

"Their windows are always safc, always conventional. And for that
reason, they often intrigue nobody. Every displayman ought to take

a flycr, now and then. The daring departure will be the windows
people will remcmber, and the windows that will build his reputaticn.”



fn cxpensive array of display props doesn't insure a good display. Inex-
peasive materials used creatively can produce attractive displays for you.
It's the investment of ideas that go into your display that make it good
or ‘'also-rai''. An expensive display can be most attractive, but attract-
iveness 1s onlv onc step in the process of designing a '"sclling" show casc
cispliv.

In our analysis of show cases we find that successful displays can be cre-
ated fou bulgets of $5-810. This calls for the use of photographs obtained
from ncwspapers, mounting manufacturers advertisements, using birthday

carZs o3 props fur thoames, and using props borrowed from neighborhood stores,
suci. as vamel'y hats, maunequins, sports equipment and fashing items.

Eon't overloskx miniature models. Their size lets them fit easily into your
1
show cnse,

We et oveverpnacize the importance of display props which dramatize
your stenes iy adding visual interest and emphasizing your theme.

For exanple, to rfeature jade, props could include color postcards of resort
areas, travel folders, etc. from the location find arca. Just a few of
these items spotted awong sclected stones will be enough to tell the hobby
benelit story and help create real interest in your show case.

Props ~o promcte finisned jewelry can include evening gloves, theatre pro-
grans, theatre tickets, opera glasses, champagnc glasses, etc. Spotting
these items sround the jewelry display will set the modd and add that extra
touch of glamour.

(Idea to stimliate your thinking of creative displays) Lester Gaba in his
book, "the irt «.f Window Displiayv'', says, ''Pick up an odd assortment of pic-
twie frares at any sccondhand store, paint them white, gold, or any color,
and suspend them from the celing of your display area. Place a stand on
the back of cach frame for a display of jewelry. Or makc shadowboxes (with
a wiod base nid taped cerdboard sides and top) bechind the frames."

Unusual itens scmetime come wn handy as attention-getters. Don't overlook
the possibility of borrowing from local antique dealers. (When you borrow
material, of course, put a card in your display giving credit to the sup-
plier. dobtyists who have done this, say that it cost them nothing except
the precmet’on:l exporurse which they gave to the cooperating local merchant.)

If vour antique dezler has one of those old bird cages, what bettter way

- o oycu to display a unique specimen. An antique mirror also presents the
same opportunity. An item that should be secn both from the front and back
would then be positioned in front of the mirror.

Sand as a flcor covering prop makes an intriguing display. The neutral

color is ideal for displaying colorful items. National Jewelers says the
best fabrics to be used to cover floors and props are plain cottons, bro-
cades and. of course, velvets and satins. Felt is also an ideal material.




The local wallpaper dealer can offer you a tremendous array of background
materials. Visit his store and take a look at what he has available.

'Display World Magazine', published in Cincinnati, is cxcellent if you're
looking for ideas on display supplics.

Visit your local florist, too. Ask him to show you what he has available
in artificial flowers. The obviously artificial flowers of years ago are
no more. With todays's plastics, you can hardly tell the difference. A
flower display in your display gives a refreshing atmosphere, plus charm
and sentiment. Flowers have for centuries been unsurpassed as a method of
expressing beauty, elegance and appreciation. Artificial plants also can
give an attractive grecncry fecling to the display. This ia an ideal way
to introduce 2 "Rock Hunting Vacation' theme.

In developing any display, keep in mind that it should havc one center of
attraction, one highlight in each case or sectiomn.

Lighting

There are threc very important factors in achieving proper lighting in dis-
play arcas. These three factors are the three A's of lighting; namely,
Attraction, Atmosphere, and Appraisal.

Attraction may bc attained by means of proper high intensity display light-
ing and sign lighting for identification.

Atmosphere may be created by using good quality and properly shielded
lighting equipment coordinated with casec design and decor.

Appraisal lighting is perhaps the most important of the three. This light-
ing is point of interest lighting and shcould be designed to cmphasize the
appeal featurcs of the display items.

In brief, lighting cmbodying these factors is a most potent selling tool.

The type and size of display may greatly influence the lighting plan.
Whether the lighting is to be decsigned in a high or low key may depend
on the style and class of gems and/or mincrals to be displaycd. In some
displays, a quict atmosphcre may be desired with moderatc general illuni-
nation, whilc in many the need may be for the lively, stimulating atmo-
sphere that a higher illumination level will help create. The lighting
should fit in wcll with the display's architecture and decoration. The
lighting should also be comfortable for the viewers.

Lighting which fails to show the items about as thecy will appear where

they are to be used is often responsible for the viewer's dissatisfaction
and the rejection of the display. It 1s generally advisable to use incan-
descent lighting on jewelry which 1s usually secn under such lighting.
However, the availability today of fluorescent lamps of colors that approxi-
mate the incandescent color range is changing the designer's approach some-
what.



Color is often the determining factor in selecting the lamp type to use.
The following effects should be considered in making a choice:

Incandescent filament lamps produce a warm atmosphere in the display and
emphasize reds, oranges, and yellows.

Fluorescent lamps have varying effects, depending upon lamp color. Improved
color-rendition cool-while lamps make colors in displays appear almost as
they would under daylight, and also create a neutral or cool atmosphere in
the store. Improved-color-rendition warm-white lamps give an effect on
colors similar to that of incandescent lamps, and creatc a warmer atmosphere
in the display. Standaird cool-white and standard warm-white lamps do not
provide as good color-rendition, although they arc considerably more effi-
cient.

White, daylight, and soft-whitc lamps arc not usually recommended for gen-
eral lighting.

Lighting levels for various sceing tasks arc measured in footcandles. The
scale of footcandles in everyday sceing covers a range from 1 to 10,000.
Rescarch has clearly shown that therc is a direct relation between level
of illumination and how well one can sec.. Starting with darkness and a
task of given size and contrast, as the illumination is increasced, the
task first will become barely visible, if cnough time is allowed. As the
illumination is increased further, the task will be scen faster, with greater
accuracy and with less cffort. Furthermorc, small changes in contrast re-
quire large differences in illumination. For instance, rescarch indicates
that with printed price tags with good, bold-black contrast, a level of
only 7 footcandles is necded, but with pencil notations, 70 is nceded.

However, levels of illumination rclate only to the viewer's cyes and the
secing tasks involved in appraising jewelry. This is a key consideration,
but the design of the display lighting must also consider minimum distrac-
tion from the merchandise. In genceral as levels of illumination are in-
creased, more attention needs to be given to luminairc brightness and its
relation to the cnvironment.

Regarding control or use of lighting heat. Lighting heat is an assct in
cold weather, and can be partially disposed of in warm weather through a
ventilation plan as part of thc cooling system.

The relationship between displaying and lighting is difficult to establish,
since appeal depends on so many other factors. However, it can be estab-
lished that improved lighting offers a reasonablc expectation of more vicw-
ers of the display. Adequatc lighting of show case displays has these
objectives:

1. Attract attentionl

2. Hold attention dcspite compcting distractions.

3. Leave a favorablc, lasting, and accurate impression of thc display.



Color
Here are comments from displaycrs on the subject of color in a show case.

"We play very highly on color toncs. Wc usc very bright colors,
getting away from the old light blucs or grays and go in for more
modern, more brilliant colors.”

'We try to trim our cases in such a fashion using background colors
and that sort of thing so that they are attractive, so pcople will
stop.

We stress strongly that color piays a viial part in the preparation of a
successful show casec display.

There scems to be a very definite color preference among the public., Most
persons prefer light colors over dark colors, white colors over grayish
colors, primary colors over intermediate hucs.

Onc authority on the subject of colors, Bissen, in his book, "Selling Color
to People'’, says:

"The taste of thc avcrage person is frank, honest, unpretentious.

He prefers simple colors such as red, ycllow, grech and blue. He

wants to impress others with cclors that are obvious enough not to
be missed and are not always hermonious. As the social ladder 1is

climbed, taste grows more conservative and more consistent: soft

and ~ more subdued hues are preferred, carefully put together."

Bissen makes a breakdown between traditional styles and contemporary styles.
Traditional styles, he says, go with soft colors, brown, rose, soft green
and soft blue. Contemporary styles are more acceptable in yellow, red,
chartreuse, and turquoise.

It's interesting to note that color can be a tip-off to personality...
and to product preferences. Her<'s how the cxperts classify personality
by color choice...

EXTROVERTED -- social active

Red hot, passionate, aggressive
Orange very warm, ardent
Yellow warm, friendly, alert

INTROVERTED -- detached introspective

Green fresh, balanced, tranquil
Blue cool, subdued, sedate
Purple statcly, melancholic, pompous




The old theory of coici usagc was that it's not wise to use very large
amounts of intense cciors. Rather, tints, shades or grayed tones should

be used in the largest zreas, vith smal*er areas of brilliant color. Bright
colors used in smeller arcas adsd interest and accent to the display. The
amounts of colors should be varied, but one color should predominate. All
other colors used with the prodominatfng color should harmonize by contrast-
ing or blending with it.

But the new theory says, "Don't be afraid of deep, intense colors. They're
interesting and form 2 dicmatic buckground for light-and-medium-colored
items.'" You thercfore have to decide, deperding upon the tastes of your
community, just which colors to use.

No more than three colors should ve used in any one show case theme. If
you use several colors, they slhouad be separated by neutral colors -- gray,
white or black. When you use black, it will make other colors lighter. If

you use white, it will make othcr colors darker. If you use a combination
of light and dark, usc the dark colors below the lighter ones.

Jewelry should be displiayed on dark or rich colored material for maximum
contrast. If you'rc showing a gay colored pin, for example, you should be
careful not to have contcasting culors in your platform material. There are
seasonal colors, colors for special holidays, in fact, colors for cach month
of the year. If you want to be completely up to date with your display,

you can usc these coclors during the appropriate periods.

Displaying Gems and/or Minerals

One of the cardinal rules obvious to ail is that display items and the glass
must be immaculately clean. To the casual passer-by your image is created
at first glance. If he notices a dirty glass, dust on the stone, worn cover-
ings or drapes, th2 no matter what your theme or how well you have illus-
trated your message, you've made a negative impression.

Beverly Pick, in her book 'Display Presentation'’, says:

"The widely held idea that it is necessary to crowd a show case¢ in
order to convincc the viewer that a large collection of gems or
minerals is owencd is not always sound thinking. An article ele-
gantly displayed in a setting more typical of the professional con-
ceptions of leading metrcpolltan stores is likely to appear to the
customey o5 & Lettow Lo 7 oo vl Identical product, at the same
price, buried in & heterogepous collection of anybody's goods cram-
ming the window of the shopkeeper z few feet down the street.”

We've found that the hisher the :ality image to be projected, the fewer
items are displayed. 'The so-called "top of the ladder," Tiffany's Jewelry
Store usually shows one piece of merchandise set in a beautiful surrounding
background. The theme, of coursc, is to say “‘exquisite'’ and 'one of a kind."
Remember, exclusiveness can be a judg's motivating factor.




You can display a nmumber of varieties (i.e., quartz-topaz, amythest, crystal)
in your case without confusing thc viewer if you separate them into their
special categorics. Be careful not to get too many groups. This can make

a case look untidy. Ideally each group should contain between 3 and 5 speci-
mens.

It's advisable to prepare the selections of models beforchand, on trays. The
selection should match the "messagc' of the display. And thc selection should
include a certain proportion of prestige models, with the featured specimen
given the prime position. Once a collection has been classified in "'families,"
the principal group, the one featured in the themc message, should be placed

in the center of the display.

To the viewer, the importancc of the specimens depends on where it's located
in the case. The front centcr sectionis the ideal location. Items here
attract the most attention. If the item is stuck in a corner it may go un-
noticed. It will also assume less importance, since it's not being featured.

Even a large display can appear crowded unless spacc is handled properly.

A little "air" between species or groups of varietics makes a display more
interesting, and individual items can be identified. And don't forget the
message. Each displayed group should be accompanicd by a small card describ-
ing the characteristics and information of the category. To avoid monotony,
the formation of each group should be¢ different or at least appear to be.
Placing the specimens in varying positions can do it.



