
sun trading  
Always the Right Time for Bling!

Publisher’s uPdate 
Lots More Exhibitor & Buyer Benefits

cindy’s 
Makes All Things Personal

Volume XIII, Issue 4A PUBLICATION OF HELEN BRETT ENTERPRISES, INC.



LOTS MORE BENEFITS 
FOR OUR BUyERS 
& EXHIBITORS!
Our holiday shows are always tremendously 
exciting and we’re eagerly ramping up for our 
largest shows of the year. We promise to inspire 
and delight you with a wide assortment of gift and 
jewelry merchandise! But I’m even more pleased 
to tell you about some of the incredible new 
enhancements we have in store for you in 2013.
Helen Brett recently established a leadership team that meets on a monthly 
basis. Their sole purpose? Exploring new ways to improve your gift and jewelry 
shopping experience. This is just one of the steps we’ve taken in our quest 
to discover new methods of enhancing both the exhibitor and the buyer 
experience.

After some suggestions from our buyers, the Helen Brett Leadership Team 
recently implemented buyer lounges during the fall shows. If you didn’t get an 
opportunity to stop by one of these lounges, let me tell you a little bit about them. 
First and foremost, the lounges provide a comfortable area to take a break, get 
a bottle of water, and learn more about Helen Brett. But we also added buyer 
lounges to create an environment that promotes communication between you, 
our buyers, and our company. The lounges are staffed by an experienced Helen 
Brett employee who is ready to assist you with any problems, or answer any of 
your questions, during the show. 

Many of our improvements are tested through trial and error, and this is no 
exception so I’m very interested in your feedback! Do you like the Gold Card 
Buyer Lounge concept? Did you enjoy it? What other features would you like 
included in the lounge? Would you like the lounges continued? I value your 
input so please email me directly at info@helenbrett.com with any thoughts or 
ideas you have.

Our new leadership 
team will continue to 
examine new ways to 
show appreciation for 

our loyal exhibitors and 
buyers, but you know 

best what benefits you 
most value, so please 

submit your ideas to us!
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New Orleans: Booths 2157-2158 
Baton Rouge: Booths 1204-1205

Our leadership team has also examined some technological 
improvements for the upcoming year, and has already begun 
the process of upgrading our registration software. We’re 
moving away from our current product and introducing a 
new Microsoft .NET® system that includes an entire facelift 
for our registration system. Because this is a homegrown 
program, we have the ability to customize the process 
specifically for our user base. It’s a huge process but we’re 
very excited about how the new system will significantly 
enhance your registration experience.

Naturally, rewarding our Gold Card holders is always 
uppermost in our plans, and what better way than by 
saving you precious time? We’re improving our check-in 
and registration process so you’ll be able to bypass long 
lines and quickly register yourself. Upon entering the 
registration area, Gold Card holders will discover a bay of 
Gold Card kiosks similar to the ones you find when you 
check in at an airline. The new kiosks feature easy-to-use 
touchscreen interaction and are incredibly user friendly. 
You’ll be able to scan your card, purchase guest passes, 
print out badge tickets, grab a badge holder and enter the 
show faster than ever before!

In addition to our registration overhaul, keep your eyes 
open for other exciting technological improvements we 
have underway. 

That’s only a few of the ways we’ve found to improve the 
convenience of our shows, but there are many more. For 
instance, although Helen Brett Enterprises has always 
taken cash and checks for registration, in the new year 
we’ll begin accepting credit cards. We want our buyers to 
save their cash for the show room floor!

Our new leadership team will continue to examine new 
ways to show appreciation for our loyal exhibitors and 
buyers, but you know best what benefits you the most, so 
please submit your ideas to us! Email them to me directly 
at info@helenbrett.com and I’ll be sure to include your idea 
in our next leadership team discussion.

In the meantime, have a healthy, happy and successful 
holiday season, and get ready for a phenominal new year!
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SHOW INFO
MEMPHIS, TN
MID-SOUTH JEWELRY & ACCESSORIES FAIR
November 1-4, 2012 (Thursday Opening)
10,000 Buyers & 450 Booths
April 19-21, 2013 (Friday Opening)
7,000 Buyers & 275 Booths 
November 22-25, 2013 (Friday Opening)
10,000 Buyers & 450 Booths
Memphis-Cook Convention Center 

NEW ORLEANS, LA
INTERNATIONAL JEWELRY FAIR/GENERAL 
MERCHANDISE SHOW
November 15-18, 2012 (Thursday Opening)
30,000 Buyers and 1,110 Booths 
May 16-19, 2013 (Thursday Opening)
20,000 Buyers & 700 Booths 
November 2-5, 2013 (Saturday Opening)
30,000 Buyers & 1,110 Booths
New Orleans Morial Convention Center 

BATON ROUGE, LA
BATON ROUGE JEWELRY & GENERAL  
MERCHANDISE SHOW
December 14-16, 2012 (Friday Opening)
20,000 Buyers & 500 Booths 
December 13-15, 2013 (Friday Opening)
20,000 Buyers & 500 Booths
Baton Rouge River Center

NEW ORLEANS, LA
NEW ORLEANS GIFT & JEWELRY SHOW
January 17-20, 2013 (Thursday Opening)
15,000 Buyers & 700 Booths 
August 23-26, 2013 (Friday Opening)
20,000 Buyers & 700 Booths
New Orleans Morial Convention Center

MEMPHIS, TN
MEMpHIS GIFT & JEWELRY SHOW
February 8-10, 2013 (Friday Opening)
8,000 Buyers & 300 Booths
August 17-19, 2013 (Saturday Opening)
10,000 Buyers & 350 Booths
Memphis-Cook Convention Center 

No children under the age of 16 permitted on the show floor. Only 

one guest per qualified buyer. No wheeled carts of any kind or 

strollers will be permitted on the show floor. Infants in front packs 

are the only exception. An area for you to check your cart/stroller 

will be provided. Wheelchairs are permitted. Please visit www.

gift2jewelry.com for additional show rules and regulations.

Making Hotel Reservations
Has Never Been Easier!

Register online at www.gift2jewelry.com.

1.  Select “Hotel Reservations” located on the top bar. 

2.  Select the show you are planning to attend. 

3.  Select “Make a Hotel Reservation.” 

It’s that easy. you will receive immediate confirmation either 
by e-mail, fax or U.S. mail and you can modify or cancel 
your reservation at any time.

Register online at WWW.GIFT2jEWELRY.COM
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TRAVEL INFO
NEW ORLEANS, LA
NOvEMBER 15-18, 2012
(Rates will increase after the cut-off date of 10/18/12.)

MARRIOTT SpRINGHILL SUITES
301 St. Joseph St. 
New Orleans, LA 70130 
Rate: $99 Single/Double/Triple/Quad

HILTON GARDEN INN
1001 S. Peters St. 
New Orleans, LA 70130 
Rate: $139 Single/Double, $159 Triple, $179 Quad 

HAMpTON INN CONvENTION CENTER
1201 Convention Center 
New Orleans, LA 70130 
Rate: $139 Single/Double/Triple/Quad

MEMPHIS, TN
NOvEMBER 1-4, 2012
(Rates will increase after the cut-off date of 10/7/12.)

MEMpHIS MARRIOTT DOWNTOWN
250 N. Main St. 
Memphis, TN 38103 
Rate: $129 Single/Double/Triple/Quad

BATON ROUGE, LA
DECEMBER 14-16, 2012
(Rates will increase after the cut-off date of 11/15/12.)

HILTON BATON ROUGE CApITOL CENTER 
201 Lafayette St. 
Baton Rouge, LA 70801 
Rate: $129 Single/Double, $139 Triple, $149 Quad

All dates are subject to change without prior notice. Please confirm the latest dates on our website before making travel plans. 
All shows allow order writing and immediate delivery. For more information on shows, contact: 

Helen Brett Enterprises, Inc. | 5111 Academy Drive | Lisle, IL 60532-2171 
Phone: 630.241.9865 • Fax: 630.241.9870 • www.gift2jewelry.com
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bling!

SUN TRADING: 

Of his success in the wholesale business, Danny read-
ily admits that he was at the right place at the right 
time. The previous owner of Sun Trading was about 
to retire and was looking for someone who would 
maintain the high-quality standards of the business 
while taking the company to new levels of success. 
“They took me to a few shows and asked if I could 
handle this.” After reflecting on his diverse business 
experience, Danny confidently replied, “Sure I can!”

“I’m what they call an army brat,” explains Danny. “I 
travelled overseas throughout my childhood so I’m 
more familiar with foreign travel than most people.” 

With production facilities in China and South Korea, 
that mobile upbringing now comes in handy when 
Danny travels abroad to negotiate new product of-
ferings.

Danny’s business background is as diverse as his 
product offerings. Previous to purchasing Sun Trad-
ing, he worked in a multitude of diverse professions 
in law enforcement, telecommunications, and res-
taurant and small retail store management. just how 
does one person take that varied skill set and apply 
it to a career? By entering the gift and jewelry busi-
ness, of course!

Sun Trading is easily recognizable at 
any given Helen Brett Show: it’s one of 
the largest booths, and it always has 
the largest crowd of people, who are 
eagerly sorting through Sun Trading’s 
$1 jewelry and Lilypad Flip Flop lines. 
Danny Hughett, owner of the company, 
enthuses, “My booth is the best 
indicator of show traffic for the day!”

Always the right place 
& the right time for
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“Those other jobs just weren’t for me,” explains Danny. “But they taught me a 
lot about managing employees, running a business and purchasing products. I’m 
attracted to the operational aspects of all businesses.” One of the things Danny 
learned along the way is that he isn’t a “big corporation” type of person. He 
enjoys the challenges and flexibility of being an entrepreneur even if that means 
he works 23-hour days.

“I’ve always enjoyed the Helen Brett shows in Memphis, New Orleans and - 
more recently - Baton Rouge,” said Danny. “Helen Brett is established, and it’s 
far more organized than many other event planners.” After participating in Hel-
en Brett shows for more than 10 years, Sun Trading has a loyal wholesale client 
base who return year after year to refresh their inventory. 

When Danny took over the $1 jewelry business he quickly realized that it was 
all about the bling. Sun Trading continues to offer a broad range of bling that 
includes bracelets, earrings, necklaces and pendants, while increasing the com-
pany’s product lines to include estate jewelry, religious items, fleur-de-lis and 
seasonal jewelry. Danny proudly asserts that Sun Trading is the largest costume 
jewelry vendor in the Southern states.

“When you’re selling $1 jewelry, it’s all about the bulk,” explains Danny. “I can’t 
order just one item, I have to order thousands, so my inventory line is quite ex-
tensive.” 

Danny began expanding his jewelry line, and experimenting with a higher price 
point, about five years ago. Focusing on the concept that people always like 
the bling, he saw a great opportunity in flip flops. While discussing the concept 
with some family friends, his friend’s wife, jana Brooks, came up with the name 
Lilypad Flip Flops and they all agreed it was a great name.

“She loved the idea of the name ‘Lilypad’ because of the soft, cushy feeling you 
get when wearing a flip flop,” said Danny. The Lilypad Flip Flops, which come in 
brown and black, are sleek and chic, encrusted with a strip of decorative rhine-
stones in a variety of patterns. Although the brown tend to sell more in the fall, 
both colors have become staples in the line. “Remember, it’s always about the 
bling!” chuckles Danny.

It was at this time that Danny started a practice that he still maintains today. He’ll 
offer a trial pair of Lilypads at slightly over cost to qualified buyers. “I want them 
to see what great shoes they are. How many people actually let you try out their 
product before you buy it?”

The winning combination of style and quality quickly caught on, and more and 
more customers returned for additional orders. “I have people approach me at 
shows wearing 4-year-old flip flops,” said Danny, proudly noting that the shoes 
were still in good condition. “They’ll say, ‘Send me more of these!’ while pointing 
at their feet.”

The entrepreneur in Danny allows him to enthusiastically embrace new ideas 
and new products to keep existing clients coming back while bringing in new 
ones. Right now he’s excited about a new casual shoe product line that he’ll be 
introducing this fall. It’s so new that he hasn’t even named the line yet but has 
divulged that it’s a soft-heeled shoe similar to TOMS but with a diverse color line 
which he created himself. Danny’s already approved the final designs and should 
receive shipments in time for the Christmas shows, so stop on by Sun Trading’s 
booth for your bling infusion!

For more information contact: 

Danny Hughett, Sun Trading ATL 

3731 Northcrest Rd. Suite 13  

Atlanta, GA 30340 

Office: 678-500-9144  

Fax: 770-452-3400 

Cell: 678-332-7196 

Email: suntradingatl@gmail.com 

Memphis: Booths 950-952 

New Orleans: Booths 374, 421-423 

Baton Rouge: Booths 570-572
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Remember how special it felt when 
someone close to you took the time 
to create something they’d made just 
for you? In a world of mass-produced 
clothing and home accessories, it’s 
getting hard to find anything truly 
that unique. Perhaps that’s the secret 
behind the success of Cindy’s, a Helen 
Brett exhibitor that specializes in all 
things personalized.

“The common thread for all of our items is that most every-
thing is designed to be personalized or monogrammed,” 
explains Cindy Linzay, owner and founder of Cindy’s. Cindy 
has made a business out of personalized gifts, clothing and 
home décor, so it makes sense that her company would be 
named after her personally.

Her team personally creates almost half of all the mer-
chandise in her booth and, out of the other half that they 
purchase, only 15% is not personalized. That means that 
more than 90% of her products are custom-painted, mono-
grammed or artistically embellished in some way, making 
hers truly an “American made” company. 

“We may buy our plates for resale,” clarifies Cindy. “But 
the decorative holiday image is applied by either me, my 
mother, or one of our staff.” Cindy never forgets that add-
ing that personal twist is what makes her items unique, 
memorable and cherished.

Cindy’s broad array of merchandise includes clothing and 
decorative items, as well as seasonal products such as yard 
signage, door art, wreaths, and tree decorations. Visit her 
booth and you’ll find everything from canvas tote bags, 
dresses and hats, to children’s lap trays, hand painted 
canvasses, picture frames, and art boxes. She also stocks 
items such as decorative plates, picture frames, plaques, 
candles, decorative art for children’s rooms … the list goes 
on and on!

“I rarely carry anything that we don’t personalize in some 
way,” adds Cindy, noting that there’s something old fash-
ioned and charming about a plaque or decorative sign that 

Cindy’s
Makes All 
Things Personal
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carries the family name. It takes us back to a time and place 
in America when we honored the uniqueness of the indi-
vidual.

“Not that many businesses still provide hand lettering,” 
emphasizes Cindy proudly. “We do everything on site. just 
place your order and you can return within 2-3 hours to get 
a personalized gift that may take 2-3 weeks from a depart-
ment store.”  For items that are difficult to hand-letter due 
to the product material, Cindy will use vinyl lettering to 
give the best result possible.

Cindy is also proud that her business is a genuine Ameri-
can success story. While she doesn’t have any formal art 
training, Cindy grew up within a very artistic household, 
perhaps in part because her family operated a small ceram-
ics business. “My mother’s business went far beyond the 
standard lighted-ceramic-glazed Christmas tree,” explains 
Cindy. “She produced beautiful ceramics that just weren’t 
being done at that time.”

After Cindy graduated from college, she returned to her 
roots and Cindy’s officially opened its doors in early 1990 
with one variation. “I decided to take the business to the 
next level,” says Cindy, which resulted in her travelling na-
tionwide to shows as far west as California, and as far east 
as New York, selling her hand-painted dishware. 

The entire family was involved in the process which includ-
ed working liquid clay, producing dishware, and firing the 
material in their own kilns. “I kind of fell into the person-
alized aspect of the business,” admits Cindy. “We added 
some pieces that we personalized at a show and they were 

very popular.” She quickly realized that this was a niche no 
other business was fulfilling, and she expanded her prod-
uct line with the philosophy of being able to personalize 
just about anything.

Around 2005, Cindy began exhibiting at the Helen Brett 
Gift & jewelry Shows in New Orleans and Memphis, even-
tually expanding to Baton Rouge.

“I wanted to pull my business closer to home and family,” 
explains Cindy. “That’s why we started to exhibit with Hel-
en Brett shows. It allows us the opportunity to stay close to 
home and still have great sales.” According to Cindy, very 
few shows in the area match the traffic and excitement of 
Helen Brett’s shows.

“We have a lot of return customers,” said Cindy. “I’m al-
ways changing my merchandise and finding new and ex-
citing things to personalize.” Cindy guarantees that each 
time you return to her booth you’ll find something new.

In addition to their core product lines, such as college lo-
gos and fleur-de-lis themed items, Cindy’s specializes in a 
wide array of seasonal items. According to this entrepre-
neur, they’re selling metal Easter pails and yard and house 
décor in january. In May, you’ll discover unique graduation 
gifts and Fourth of july memorabilia. In August, they’ll be 
displaying Thanksgiving and Halloween items that feature 
colorful turkeys and personalized pumpkins. 

“Our biggest show of the year is the Helen Brett Holiday 
Show,” said Cindy. This year her booth promises new and 
exciting holiday family plates, wreaths, decorative signage 
and tree ornaments. 

Cindy never 
forgets that 
adding that 

personal 
twist is what 
makes her 

items unique, 
memorable 

and cherished.



Memphis: Booth 1056 
New Orleans: Booth 2100 
Baton Rouge: Booth 1450
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She believes her new large wooden door hangers that 
come painted as santas, stockings, fleur-de-lis and can be 
personalized with the family name will be a big seller this 
year. “And, our ‘Baby’s First Christmas’ ornaments and 
wedding items are staples and are always big sellers.”

Cindy’s strives to meet their customer’s unique needs. “We 
invite people to bring in a piece of fabric or wallpaper when 
shopping at our exhibit,” said Cindy. “We can create a cus-
tom item that complements the color palette of any room.” 
Customers can pick from any one of her pre-made designs 
or, for a nominal fee, her staff will create a new item using 
the color palette from your swatch.

“I love going to the shows and seeing all my regular cli-
ents,” said Cindy. “It’s also a great way to get instant feed-
back about what works and what doesn’t. They always let 
me know.” And, as she said before, its’ all about being per-
sonal, whether discussing old-fashioned personal relation-
ships or adding your unique signature to a special gift item.

Although Cindy doesn’t yet offer a website, she’s announc-
ing a new Facebook page that will highlight her different 
products in the upcoming year, so keep an eye out for  
“Cindy’s personalized gifts” and become a fan of her new 
Facebook page.

For more information contact: 

Cindy Linzay, Cindy’s 

201 Aubrey Hare Rd. 

Monroe, LA 71203-8825 

Phone: 318.343.1628 | Cell: 318.680.9430 

Email: linzay4@aol.com 

Memphis: Booths 1170, 1220 

New Orleans: Booths 272-274, 321-323, 372-373 

Baton Rouge:  

Booths 225-228, 1168-1169
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MeMphis
BOOTHS  
713-715

Baton Rouge
BOOTHS 200-203, 

612-613

new oRleans
BOOTHS 200-204, 

2954-2955, 3003-3004



MeMPhis, tn
Mid-sOuth JeWelry & accessOries Fair
November 1-4, 2012 (Thursday Opening) 
April 19-21, 2013 (Friday Opening) 
November 22-25, 2013 (Friday Opening)

neW Orleans, la
internatiOnal JeWelry Fair/ 
general Merchandise shOW
November 15-18, 2012 (Thursday Opening) 
May 16-19, 2013 (Thursday Opening) 
November 2-5, 2013 (Saturday Opening)

batOn rOuge, la
batOn rOuge JeWelry &  
general Merchandise shOW
December 14-16, 2012 (Friday Opening) 
December 13-15, 2013 (Friday Opening)

neW Orleans, la
neW Orleans giFt & JeWelry shOW
january 17-20, 2013 (Thursday Opening) 
August 23-26, 2013 (Friday Opening)

MeMPhis, tn
MeMPhis giFt & JeWelry shOW
February 8-10, 2013 (Friday Opening) 
August 17-19, 2013 (Saturday Opening)

Beauty Corner
Specialists in locating hard-to-find products 

Prompt, superb service
Let us fulfill your fragrance needs 

New Orleans: Booths 108-111, 1503-1504
Baton Rouge: Booths 112-115, 1104

11390 Harry Hines Blvd., Ste. B 
Dallas, TX 75229

ph 972.247.6676  
fax 972.247.4518  

e-mail: beautycorner@aol.com  
www.beautycorneronline.com

Helen Brett Enterprises, Inc.
5111 Academy Drive
Lisle, IL 60532-2171
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