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Welcome to our spring issue! I’m particularly proud of the 
two exhibitors featured in this issue because they truly 
embody the spirit of Helen Brett shows.

Take a few minutes to read about Beverly Harvey, owner 
and founder of “Designs by Beverly.” This determined 
entrepreneur started her small clothing business as a 
part-time hobby, and then grew it into the successful 
company it’s become today. Likewise, read about 
Melinda McClellan, the self-motivated owner and founder 
of “What’s Hot – Fashion Jewelry.” Melinda started her 
jewelry business at local Junior League shows and now 
sells an incredible amount of merchandise year-round. 
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Both of our exhibitor features exemplify the ideal behind Helen Brett Enterprises. 
For 64 years, we’ve provided a storefront of sorts at which wholesale importers 
both small and large can grow their businesses into major retail enterprises.

I personally feel very connected to these stories, and to the many other businesses 
that find their footing on the floor of our shows, because my great grandmother, 
Helen Brett, was just such a woman when she started this company many years 
ago. She thrived in a challenging, male-dominated industry. I love seeing that 
legacy handed down again and again to people who understand what innovation 
and perseverance can do for new American businesses.

I just returned to my office from our recent New orleans Gift and Jewelry Show 
where we featured the first of our Small Business revenue Generator Boot Camp 
Certification Programs. I’m proud to say that the program was well attended and 
a great success! We understand that Helen Brett is a melting pot of unique new 
businesses, and we want to support their continued growth. our certification 
programs feature a variety of topics specifically geared to assist businesses in 
retaining and increasing revenue. 

The boot camps are a part of our initiative to improve the entire Helen Brett 
experience. We plan on continuing the series later this year at the April/May 
Mid-South Jewelry and Accessories Fair as well as the International Jewelry and 
Merchandise Show – so keep your eyes open for more information regarding 
registration through our email correspondence. 

on a larger scale, you may have noticed that we’ve started on our strategy to 
reinforce the Helen Brett brand on all of our marketing. This is, after all, the 
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New Orleans: Booths 1457-1458

brand envisioned by my great grandmother so many years ago and we’re proud 
of it! In addition to updating our correspondence with the HB insignia, we’ve 
added new banners and aisle signs to our show floor, as well as adding 16-foot 
tall welcome units in the lobby entrance areas of our shows. I hope you’ll come 
to see the new HB logo as one that represents the ingenuity that started our 
business; the very same ingenuity that’s seen in each and every exhibitor and 
attendee that enters our show floor. 

I invite you to make plans to attend the next Helen Brett show so you can meet 
exhibitors like Beverly and Melinda, who are only two of the many people that 
exemplify the Helen Brett spirit. 

I’m committed to continuing work on several other exciting initiatives that 
I believe will improve the Helen Brett experience for both our exhibitors 
and our attendees. I’ll be revealing more innovative new plans in upcoming 
correspondence, so keep checking your email for our informative updates. And 
don’t forget to “like” us on Facebook!

“This is, after all, the 
brand envisioned by 
my great grandmother 
so many years ago and 
we’re proud of it!”
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SHoW INFo
MEMPHIS, TN
MID-SOUTH JEWELRY  
anD aCCESSORIES FaIR
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  
anD MERCHanDISE SHOW
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 

NEW ORLEANS, LA
nEW ORLEanS GIFT anD JEWELRY SHOW
August 23-26, 2013 (Friday Opening)
20,000 Buyers & 700 Booths
New Orleans Morial Convention Center

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

BATON ROUGE, LA
BaTOn ROUGE JEWELRY  
anD MERCHanDISE SHOW
December 13-15, 2013 (Friday Opening)
20,000 Buyers & 500 Booths
Baton Rouge River CenterNo 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.helenbrett.com for additional show rules and 

regulations.

Making Hotel reservations
Has Never Been Easier!

Register online at www.helenbrett.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.HELENBrETT.CoM
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TrAVEL INFo
NEW ORLEANS, LA
MAy 16-19, 2013
(Rates will increase after the cut-off date of 4/15/13.)

MaRRIOTT SpRInGHILL SUITES
301 St. Joseph St. 
New Orleans, LA 70130 
Rate: $133 Single/Double/Triple/Quad

HOLIDaY Inn nEW ORLEanS WESTBanK
275 Whitney Ave. 
Gretna, LA 70053 
Rate: $130 Single/Double

HILTOn GaRDEn Inn
1001 S. Peters St. 
New Orleans, LA 70130 
Rate: $149 Single/Double, $169 Triple, $189 Quad 

HaMpTOn Inn COnvEnTIOn CEnTER
1201 Convention Center 
New Orleans, LA 70130 
Rate: $129 Single/Double/Triple/Quad

MEMPHIS, TN
APRIL 19-21, 2013
(Rates will increase after the cut-off date of 3/25/13.)

MEMpHIS MaRRIOTT DOWnTOWn
250 N. Main St. 
Memphis, TN 38103 
Rate: $129 Single/Double/Triple/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.helenbrett.com
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What’s Hot
Fashion JeWelry

Melinda isn’t focused on the design aspect of the 

business, it’s the buying part that she loves, and 

she’s developed a good instinct for spotting the 

next big thing in jewelry. “I have no desire to do the 

designing,” she reiterates firmly, “but I LoVE to buy 

it! I enjoy going to the big markets and picking out 

the newest trends. To me, that’s fun!” 

Melinda gets her merchandise from more than 25 

different sources and has a keen eye for what will 

be the next craze in the rapidly-changing world of 

popular trends. According to this avid trend spotter, 

bubble necklaces are passé, sideways cross jewelry 

is peaking, and the infinity symbol is on the rise. (Just 

so you’ll know as they start appearing all around 

you, the infinity symbol is shaped like a sideways 

number eight.) “Last year I couldn’t keep jewelry 

with the image of an owl on it to save my life,” said 

Melinda as she recalls frantically trying to keep owl 

items in stock. They sold like crazy … for a while. 

“Now what’s left after they’ve had their run is still 

sitting on my shelves.”

But that doesn’t slow down Melinda’s quest for the 

next big thing. Soft spring colors including turquoise, 

coral, pink, and mint green will be popular at the 

next show. 

Today, much of her inventory is set in gold and silver 

although once-popular sterling silver has recently 

been usurped by the publics need for all things gold. 

one would assume that someone with Melinda’s 

passion for shopping would have a huge collection 

of jewelry, but that’s not the case. “I sell what I like 

the most and then I won’t have one left for myself,” 

she laughs. But there’s always the next trend to look 

forward to.

Born in Arkansas, Melinda was first introduced to 

the retail jewelry business while assisting her aunt in 

her fine jewelry store. At 17, Melinda would spend 

afternoons and weekends stocking shelves, running 

the register and, most importantly to her, assisting 

customers with their purchases. She quickly learned 

the ins and outs of retail, and discovered that she was 

truly passionate about running a business. 

Melinda continued to gain experience in the retail 

industry while attending University of Central 

Arkansas in Conway. “I needed some extra income 

so my aunt made some calls to her friends, who made 

some calls to their friends, and I got a part time job in 

a fine jewelry store located near the university.”

When she graduated with a degree in business 

marketing, Melinda obtained a position as marketing 

research director for a local television station. While 

she enjoyed the work, she quickly decided that she 

wasn’t meant for corporate America. “office politics 

just weren’t for me,” she adds with a quip. “I like 

working with people in the retail business!”

About that time, she met the man of her dreams, 

Doug McClellan, and spent the next six years running 

a home and raising their two children. When her 

Some people are natural-born shoppers and others are natural-born 
salespeople, but Melinda McClellan - founder and owner of What’s 

hot - Fashion JeWelry - is both of these people rolled into one. 
Her company sells a diverse assortment of fashion jewelry including 
rings, earrings and bracelet sets, all the result of her love of shopping 
for and selling the newest style trends.
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For more information, contact: 
Melinda McClellan, What’s Hot 
Phone: 501.305.3307 
E-mail: mothersbracelet@hotmail.com 

Memphis: Booths 1008-1009 
New Orleans: Booths 1706-1707

youngest child reached the age of seven, Melinda 

decided to earn some extra income selling jewelry 

at charity gift shows for Junior League. The flexibility 

of selling at the local and statewide shows gave her 

the opportunity to work while providing her with the 

flexibility to raise her children.  

“At one Junior League show, we sold $30,000 worth 

of merchandise,” said Melinda. “It was then that I first 

thought ‘This is the way to go!’” 

Demand for her product grew and the “little business 

that could” started buying massive quantities of 

fashion jewelry and thus entered the wholesale 

market. “My business volume really shot up when I 

entered the wholesale market,” divulges Melinda. 

“It still surprises me how much it’s grown.” What’s 

Hot - Fashion Jewelry now participates in shows 

throughout the South and Southwest including Helen 

Brett Gift and Jewelry Shows.

While Melinda isn’t thrilled with moving the 

merchandise and setting up the show, she thrives 

when on the trade show floor. “I love meeting the 

people and working the floor at Helen Brett Gift and 

Jewelry Shows,” enthuses Melinda. “It’s all about 

making the customer happy by helping them through 

the process.”

Melinda acknowledges that there’s stiff competition in 

the fashion jewelry industry and notes what it takes to  

stand out from the others. “Many exhibitors stand back 

and don’t engage the customers,” she states simply. 

Her retail background has honed her communication 

skills and, along with her natural propensity to sell, she 

puts them to good use on the show floor. “We try to 

be very, very customer friendly,” she adds. “While a lot 

of people just sit in the back of their booth, we’re easy 

to talk to and always help buyers with the decision 

making.” According to Melinda, her customers return 

show after show, and there’s always a lot of laughter 

and smiles in her booth.

The wholesale business has taken Melinda’s company to a whole new level 

which, according to her, has resulted in more than 500 regular What’s Hot - 

Fashion Jewelry customers. 

That’s not to say that Melinda has given up on small home parties and Junior 

League shows. She enjoys chatting with the people and finding them the perfect 

piece of new jewelry so much so that, even now, she continues to participate in 

5-7 Junior League shows per year.

The business has grown so much that she’s currently building a small warehouse 

for her expanding inventory. And while her husband stays out of her business, 

Melinda has recruited her sister, and now the next generation is following in her 

footsteps. “For more than six years my sister, Lucinda Little, has been helping me 

with all aspects of the business including working the show floor,” says Melinda. 

“Now my 21-year-old daughter will soon graduate from college and she plans to 

assist me with a new website and on-line marketing.”

There’s no telling how far Melinda’s passion for shopping and selling will ultimately 

take What’s Hot – Fashion Jewelry, but you can be sure she’ll always be right out in 

front, ready to introduce you to the latest styles and fashion trends. 
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Designs by beverly are Friendly Works of art

Bedecked, Bejeweled 

Bedazzled
Have you ever met someone and immediately felt as 
though you’ve known them all your life? With her infectious 
laugh and charismatic Southern charm, Beverly Harvey, 
the owner and founder of “Designs by Beverly,” is just 
that person. Beverly Harvey is everyone’s best friend. 

“I loved just about every place that I’ve ever lived,” 
said Beverly. “After I married my husband, I told him 
that I would live anywhere south of Virginia. I’m really 
a southern princess.” During that period, Beverly has 
successfully tried her hand at many different careers. 

Practice develops skill and Beverly has a talent to show for every one of her endeavors. 

Her people skills were strengthened while working with patients in a psychiatric hospital 

in raleigh, North Carolina, and further enhanced as a kindergarten teacher. Her retail 

business skills were developed as she opened and managed several businesses across 

the country; everything from a cleaning business in Mississippi to a sandal company in 

St. Simmons Island, Georgia. While learning the ropes of managing a small business, she 

also developed important connections with providers from overseas. 
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She gave the towels as gifts 
to her family and friends 
and, like the flowers on  
her towels, her artistic 
talent blossomed.

It was during this time that she developed her artistic skills. First as an active 

mother who painted many a mural in her children’s bedrooms and later, as they 

grew, painting backdrops for school plays.

“When you move as much as we did,” she explains. “You get to try a little bit 

of everything.” 

After her children left home, Beverly’s passion for decorative clothing started out 

as a part-time craft that was a fun thing for her to do on the weekends. According 

to Beverly, she only took one art class in college and was told by the professor 

that she had no talent. He gave her a “C”. Undaunted, she started embellishing 

decorative kitchen hand towels with images of fruit, vegetables and flowers. She 

gave the towels as gifts to her family and friends and, like the flowers on her 

towels, her artistic talent blossomed.

Boosted by the enthusiastic response, Beverly decided to try her hand at selling 

some towels at a show in Alabama. “I bought 500 ninety-nine cent towels at the 

local Tuesday Morning, took a couple of my friends and went to the show,” she 

said. “I sold out within the first day!” Unfortunately, it was a 4-day show. 

Always quick on her feet and charming, she persuaded her Mississippi friends to 

help paint the towels for her husband to sell on the show floor. They began painting 

new inventory on site at the show. “We spent the next three days in a hotel room 

hand painting more product,” she reminiscences in her soft Southern drawl. “We 

even used blow dryers to dry them more quickly!” Clearly the decorative, hand-

painted towels were a tremendous success.

At one point, Beverly found herself driving to every Tuesday Morning within a 

five state area to purchase more towels. “The clerks would ask me, ‘Just what 

are you doing with these towels?’ I would tell them that I was in the cleaning 

business,” she confides with a chuckle.

With her newfound success, Beverly decided to purchase better equipment, 

reproduce her designs and, some time later, open a showroom in Atlanta. Her 

product line has now expanded to include cocktail napkins, table toppers, ladies 

handkerchiefs and children’s clothing. Basically, anything that could be bedecked 

was. Beverly emphasizes that all of her product is color fast, machine washable 

and comes with care instructions.

Crediting a unique market niche that has powered the growth of Designs by 

Beverly, Beverly says. “I’m a member of one of the largest generations in history. 

That generation is now retiring and they have lots of disposable income.” 

According to Beverly, that same baby boomer generation now wants to spend 

their money on their grandchildren. “It’s a no-brainer,” she adds. “Nana’s, Gigi’s 

and Mimi’s like to spend money on their grandkids!” 

And, according to Beverly, if she adds the phrase, “of all the names I’ve 

been called, I love grandmother best of all,” to any item it sells like hotcakes! 

Substitute Nana, Gigi or Mimi for the word “grandmother” and they continue to 

fly off of the shelves.

Personalized, unique children’s items remain the company’s biggest sellers. 

“These items are hot and include anything for newborns and preemies, baby 

bibs, baby blankets, and baby gowns.” According to Beverly, apple green and 

bright pink are the current popular colors with these lines. Her children’s designs 

include whimsical animals like elephants and giraffes and brightly colored flowers. 

CoNTINUED oN PAGE 11
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PUT YoUr MArkETING  
DoLLArS To GooD USE!
Looking for the best way to communicate with your 
customers? Why not send a postcard or flyer letting your 
customers know:

•	 where your store/business is located
•	 the products you sell
•	 the special promotions being offered
•	 what tradeshow you will be at next

Whether you need RBK to print and mail your advertise-
ment or you want to supply us with your already printed 
piece to be mailed, RBK can handle it all.

Services we offer:

•	 variable Data & print On-Demand Digital printing
•	 Traditional Offset printing
•	 First Class presort & Standard Mail
•	 Ink Jet Imprinting
•	 Data Management

RBK is the official printer & mailer for Helen Brett Enterprises.

1988 University Lane, Lisle, IL 60532
Ph.	630-241-9871	•	Fax	630-241-9935

www.rbkmailing.com

New Orleans 
Booth 1150



HELEN BrETT SHoW UPDATE  \  11

Next fall Beverly is rolling out an entire line of doll clothes that coordinate and 

match her toddler outfits. Soon, young girls can sport matching outfits that 

blend seamlessly with their dolls.

Beverly currently runs the business out of her basement in a suburb of Atlanta, 

Georgia. While she has long since abandoned her state line drives to Tuesday 

Mornings as a source for product, she maintains strict copyright control of her 

artwork and designs. “All of my designs are painted and produced right here,” 

she explains. “There’s a reason I purchased a house with a 3,000 square foot 

basement!” Her overseas purchasing has expanded from China and now includes 

the Philippines, Vietnam, India and even Bangladesh.

Beverly treasures her oversized basement with its attached oversize house. 

“It’s a true blessing,” she explains sincerely. “We’ve met so many people in this 

business that are new and just starting out. When they’re in town, we always 

invite them to stay at our home for free.”

Her husband has since retired from Hercules Chemical Company and currently 

works for her. “He pretty much runs everything,” she said. “Every once in a while 

I fire him, but I hire him right back,” she adds with a chuckle.

Beverly started participating at Helen Brett Shows shortly after Hurricane 

katrina, and loves working with the Helen Brett team. “Participating in a show is 

a blessing,” said Beverly. “I get to go and meet friendly people and, afterwards, 

have dinner with friends from all over the country.”

Each show requires a lot of work from the vendors. They’re literally moving their 

store from one location to the show floor, and the experience involves packing 

everything in storage trucks, driving for hours, then unpacking and displaying 

items. Everything must be done within a few short days.

Many of Beverly’s friends ask her why she and George continue bothering to travel. 

“But we love meeting the people!” she counters. “Great people, like Helen Brett 

Show Manager Dave Harrington, who make the whole experience enjoyable.”

Beverly notes a particularly heartwarming experience she had recently. “My 

husband and I met this wonderful couple last summer because they had a booth 

across from ours. Well, this Christmas a package of fudge was delivered to our 

home from them.” Beverly found herself very emotionally moved by the situation 

and her voice softens, “We only met them once and they took the time to send us 

fudge. I’m constantly in awe of how nice the other exhibitors and attendees are.”

If Beverly doesn’t make friends with you shortly after meeting her, it’s only 

because you feel that you’ve already known her for years. “I’ve made new 

friends everywhere I’ve ever lived,” said Beverly. “I never want to leave where 

I’m at, but then I always find so much joy in each new place.”

For more information, contact: 

Beverly Harvey, Designs by Beverly 
Phone: 678.455.2823 
E-mail: sales@designsbybeverly.com 
www.designsbybeverly.com 

New Orleans: Booths 603-606

According to Beverly, 
if she adds the phrase, 
“of all the names I’ve 
been called, I love 
grandmother best of 
all,” to any item it sells 
like hotcakes!

CoNTINUED FroM PAGE 9
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Helen Brett Enterprises, Inc.
5111 Academy Drive
Lisle, IL 60532-2171

PrSrT STD
U.S. PoSTAGE 

PAID
LISLE, IL

PErMIT #928

MeMPhis, tN
Mid-sOuth JeWelrY  
aNd aCCessOries Fair
April 19-21, 2013 (Friday Opening) 
November 22-25, 2013 (Friday Opening)

NeW OrleaNs, la
iNterNatiONal JeWelrY  
aNd MerChaNdise shOW
May 16-19, 2013 (Thursday Opening) 
November 2-5, 2013 (Saturday Opening)

NeW OrleaNs, la
NeW OrleaNs GiFt aNd JeWelrY shOW
August 23-26, 2013 (Friday Opening)

MeMPhis, tN
MeMPhis GiFt aNd JeWelrY shOW
August 17-19, 2013 (Saturday Opening) 

batON rOuGe, la
batON rOuGe JeWelrY  
aNd MerChaNdise shOW
December 13-15, 2013 (Friday Opening)

Specialists in locating hard-to-find products 
Prompt, superb service

Let us fulfill your fragrance needs 
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

New Orleans: Booths 108-110


