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“’tis the season” is more than a song lyric for Helen Brett Gift 
and Jewelry Shows. the Christmas and New Year’s holiday 
season is here, but for us, and our experienced exhibitors, we 
know the seasons never end!
there is only time to briefly pause and take a breath before jumping into preparations for the bois-

terous Mardi Gras season, which is just a heartbeat away from the start of the wedding season.

Mardi Gras, the crown jewel of New orleans, is a strong tradition that is celebrated in cities all 

throughout the country. our exhibitors also have a strong tradition: they have every item possible 

to prepare for the parades, the music, the parties and the excitement. the January New orleans 

Gift and Jewelry Show is the first (and often only) stop needed when preparing for the ultimate 

Mardi Gras celebration. we get in the spirit by adorning the show floor in festive purple, green 

and gold, while you discover everything needed for your celebration, including a wide array of 

beads, masks, crowns and tiaras, costumes, signs, books, flowers, and lots of other shiny, sparkly 

playthings. there’s just no end to the possibilities!

In addition to Mardi Gras, our regional show has always proudly served the unique needs of Louisiana 

by providing the broadest selection of household décor featuring fleur-de-lis (a stylized lily or iris) 

and New orleans icons. we have decorative plates, platters, wall art and door signs, scarfs, baby 

attire, as well as fine and fashion jewelry, and so much more.

Meanwhile, you can practically hear the rustle of taffeta in the air as our Memphis exhibitors 

prepare for this year’s wedding season. Spring and summer bring out the beautiful brides-to-be 

with their entourage, and our experienced exhibitors have everything needed to plan the ideal 

wedding with as little stress as possible. From bachelorette parties to rehearsal dinners, on through 

the reception, and beyond, we have all the details covered!

As you can see, one season quickly follows the next at Helen Brett Gift and Jewelry Shows, but 

there’s one important constant throughout all of our shows. that’s the ability to shop with a 

sense of security. whether walking the joyful aisles in Memphis, or being bedazzled with color 

in New orleans, we make sure that you’ll always be able to get your purchases appraised before 

committing to buy them. 

Every show includes a representative of the International Gemological Institute (IGI). Based in New 

York City, IGI is the leader in their industry and, of course, they’re a bonded and insured fine jewelry 

appraisal service. Plus, you’re free to bring any of your personal jewelry purchased outside of the 

show for appraisal. what a great value! Simply drop off your jewelry while shopping our show floor. 

IGI will appraise it and provide a certificate of value. Plus, IGI provides a reduced fee for all on-

location appraisals.

the enclosed articles have an underlying theme that I think many of you can relate to: they’re second 

generation Helen Brett Gift and Jewelry exhibitors! those of us raised on the trade show floor have 

a special history with our industry, as well as a unique perspective, and it will be interesting to see 

how many of today’s exhibitors will be passing the torch to the next generation.

remember that shopping is always in season at Helen Brett Gift and Jewelry Shows and I’m excited 

about the prospects of this year’s seasons. As always, I’ll see you at the show! 



trAVEL INFo
New OrleaNs, la • JaNUarY 24-27, 2014
HILTON gARDEN INN – NEW ORLEANS cONVENTION cENTER 
1001 South Peters St. | New Orleans, LA 70130
Rate: $149 Single/Double | $169 Triple | $189 Quad - Plus taxes and 
occupancy fee.
This rate is available through December 21, 2013. To receive this rate, 
please make reservations online or contact the hotel at 1 (504) 525-0044 for 
room reservations. Be sure to mention code HB1.

SPRINgHILL SUITES NEW ORLEANS
301 St. Joseph St. | New Orleans, LA 70130
Rate: $139 King Suite or Queen-Queen Suite - Plus taxes and 
occupancy fee.
This rate is available through December 30, 2013. To receive this rate, 
please make reservations online or call 1 (800) 228-9290 and be sure to 
mention the Helen Brett Jewelry block for January.

STAYbRIDgE SUITES – fRENcH QUARTER DOWNTOWN 
501 Tchoupitoulas | New Orleans, LA 70130
Rate: $169.99 with one or two beds - Plus taxes and occupancy fee.
This rate is available through December 22, 2013. To receive this rate, 
please make reservations online or call 1 (800) 858-1319 for room reserva-
tions. Be sure to mention Helen Brett Jewelry Show.

MeMphis, TN • FeBrUarY 7-9, 2014
SHERATON MEMPHIS DOWNTOWN HOTEL 
(fORMERLY MEMPHIS MARRIOTT DOWNTOWN)
250 N. Main St. | Memphis, TN 38103
Rate: $136 Single/Double/Triple/Quad plus taxes
This rate is available through January 17, 2014. To receive this rate, please 
make reservations online or call 1-800-HILTONS for room reservations. Be 
sure to mention code MGBO4A.
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New Orleans 
Booth 550

Memphis 
Booth 849

New Orleans – 1157-1158
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After high school, Sujal attended the University of Illinois at Ur-

bana-Champaign to pursue education in accounting and after 

graduating, secured a position at the prestigious firm Pricewater-

houseCoopers. At PwC, he gained problem solving skills, strong 

communication skills and determination to succeed and excel ear-

ly in his career. within a couple of years, he decided that with the 

skills he developed he wanted to grow professionally and expand 

his family business.

After making the decision to return to the family business, Sujal 

explains “My past experiences have shown me that I enjoy meet-

ing and talking to a wide variety of people. on the show floor, 

I’m constantly interacting with thousands of people, and every 

time I participate in a show I go away feeling stronger and more 

experienced,”

All those years assisting his father with the show floor business 

educated this 27-year-old entrepreneur on the fragrance industry.  

“I imagine I could sell anything,” declares Sujal enthusiastically.  

“As long as I know as much about that product as I do about 

fragrances!”

Smell is the most sensitive of the senses, and it’s critical to our 

feelings of vitality and enjoyment. research has shown that smell 

is the sense most linked to our emotional recollection. want to re-

member your childhood? take a whiff of a box of crayons.  warm, 

homey memories can be triggered by the scent of baking cookies 

or brewing coffee. And the scent your first love wore will be a 

trigger for the rest of your life.

with that kind of power, it’s no wonder that the fragrance indus-

try continues to grow, even as it changes daily. what’s hot today 

often sits on the shelves tomorrow. According to Sujal, the top 

current sellers are Burberry, Dolce & Gabbana, Gucci, Armani, 

Juicy Couture, Elizabeth taylor, ralph Lauren, Versace, Givenchy 

and many more. But, he cautions, the list is always changing.

Sujal constantly strives to provide the most current fragrances 

for his customers. “I know this may sound strange,” he confides.  

“But in my free time, I go to the malls to see if there’s something 

new on the market.” while he tries to beat the rush, he’s found 

that often-times it’s a loyal customer who brings a new product 

to his attention. “Although,” he adds, “My goal is to stock up 

before the rush.”

when assisting his father during his teenager years, Sujal was 

continually fascinated by the show floor environment.  “People 

would walk up to the booth and try to wheel and deal.  I’d watch 

how my Dad would talk to them,” recalls Sujal. “It’s just not that 

way in a department store.  No one bargains there.”

Sometimes you find the best place to be is back where you first started.  take Sujal 

Shah, who now owns and operates Sujal Fragrances Inc., a retail/wholesale business 

that carries a broad line of authentic brand-name fragrances.  then owned by his father, 

Sujal helped out with the business on weekends while he was still in high school.  Even 

when in college, he would assist his father on the crowded trade show floors.

Sujal Fragrances:
Brand Name Fragrances
at Discounted Prices
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According to Sujal, you don’t ever see that 

kind of traffic in a retail store whereas he’s 

always found that the shows provide a 

unique experience.

“My dad came to the country and couldn’t 

even speak English, but dealing with all of 

those people made him sharper. He might 

not know calculus, but he sure does know 

numbers.”

His father founded the Chicago-based 

company in 1992 and was pleased that 

he was able to start handing his company 

over to the next generation of his family. 

In 2009, he officially handed the manage-

ment of the company over to Sujal and 

has since stepped back from the business. 

According to Sujal, his parents occasion-

ally attend the shows, but less to manage 

the demands of running a booth and more 

to walk the show floor and visit with old 

friends.

Sujal has noticed that he is one of the 

younger fragrance exhibitors at the Helen 

Brett Shows. “I’m one of the last people to 

enter the show circuit,” he said. “Everyone 

else has been doing them for 15-20 years 

but I’ve only been doing them for the last 

seven.” But he’s seen incredible growth in 

those few years. this past fall, Sujal Fra-

grances had two large booths in New or-

leans, one on each side of the show floor. 

Although Sujal’s wife is an engineer at 

John Deere worldwide, she sometimes as-

sists him at the larger shows.

Perhaps some of Sujal’s success could be 

attributed to his youth which allows him to  

connect with some of the younger buyers. 

“I’m always polite to a customer,” he adds. 

“when you’re good to one person, they 

tell two of their friends, and those friends 

tell two more. Ultimately, that friendliness 

can bring business from 100 more peo-

ple.” It’s that extra effort that turns poten-

tial customers into first-time buyers.

Sujal recalls a recent experience when 

his excellent customer service skills paid 

off handsomely. A young woman entered 

his booth and began randomly trying on 

samples. A lot of samples. while some ex-

hibitors would have ushered someone so 

young out of the booth, Sujal politely en-

couraged her. “She was just casually spray-

ing on different fragrances,” he adds non-

chalantly. “I just thought, let her try them.” 

About ten minutes later, her irate father 

came into the booth and began buying ev-

ery scent she had touched. It turned out 

that her father was mad because another 

vendor had just been very dismissive with 

his daughter. “I made a $700 sale in 5 min-

utes just by being nice!” 

In addition to a broad selection of product 

and superior customer service, Sujal offers 

another value-added service. “I always try 

to stock up on discontinued items,” he ex-

plains. “when I find them, I purchase them 

all, and customers have learned to stop by 

my booth when searching for that hard-

to-find fragrance that they just can’t live 

without.”

People have such an affinity for – and such 

a loyalty to – their fragrances that it’s up-

setting when they’re no longer able to 

find them. According to this pleasant and 

enthusiastic entrepreneur, the positive ex-

perience of finding their signature scent 

leads to future business. “It’s the small 

things, like finding a discontinued product, 

that builds customer loyalty.”  

Sujal Fragrances doesn’t operate a retail 

store. He does, however, plan to launch a 

website in the spring of 2014, www.Sujal-

fragrances.com, to make his product lines 

available online. 

the ability to network with buyers, fra-

grance aficionados, perfume communities, 

and people that are generally passionate 

about fragrances – including the occasion-

al perfumer from one of the big companies 

- keeps Sujal so enamored of the shows 

that he participates in up to 40 of them 

each year, and plans to continue doing so. 

Because “back where he started” feels a 

lot like the best place to be.

For more information, contact:
Sujal Shah
Sujal Fragrances, Inc.
695 Union Ave. 
Bartlett, IL 60103
PH: 847.583.8490  |  FX: 847.583.8490
New Orleans Booths 221-222
Memphis Booth 470
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Lara Hebert was born, bred and raised in the trade show business. the daughter of 
Alex Enterprises’ founders Bill and Patricia Brister, Lara spent an ample amount of her 
childhood helping to design jewelry and work the show floor.

“when I sleep, I dream of jewelry,” laughs 

this second generation exhibitor, “My 

mind is always at work searching for new 

design ideas.”  And she finds them every-

where.  Lara claims that she never watches 

television, but instead spends her waking 

hours scouring the web to source the lat-

est and greatest in jewelry design.  “Alex 

Enterprises’ customers rely on us for the 

latest trends, and we’ve built a solid repu-

tation on fulfilling their needs,” Lara as-

serts emphatically.

Lara can’t recall a time when she didn’t 

have a natural instinct to design jewelry.  

As a young teen, she assisted her parents 

with the many aspects of the business they 

had started in 1983.  Her summers and 

spring breaks were spent in exhibit halls, 

learning the trade as well as honing her 

craft.  As you would expect, a background 

like that naturally led to the study of fash-

ion merchandising at the University of Mis-

sissippi.  “By that time, I could have taught 

the class,” laughs Lara.  “Many times, my 

professors were asking me questions!  Af-

ter all, I’d already been there and done 

that.  It was ingrained in my genes.”

Lara enjoys reflecting on memories of 

helping her parents with Alex Enterprises 

during the eighties, and notes that they 

were one of the first businesses to switch 

to sterling silver when designing necklaces 

and bracelets.   She’s proud of the diversi-

ty and quality they’ve consistently offered 

in everything from fashion jewelry to semi-

precious stone jewelry and fresh water 

pearls, set in necklaces, bracelets, rings, 

and many other beautiful adornments.

while always aware of the newest trends, 

Alex Enterprises has also felt comfortable 

setting the tone and following their own 

instinct.  “we’ve always been big on layer-

ing jewelry,” said Lara, describing how she 

takes the time to assist her buyers with 

grouping products for wear and display 

suggestions.

Lara has developed a loyal following of 

customers that trust her marketing and 

fashion know-how.  She’ll often receive 

calls from customers requesting $500 

worth of “whatever is a bestseller” and 

she quickly complies.  “I check my stock 

and ship it out,” she explains.  “My cus-

tomers have come to really trust me.”

Lara wears that trust with pride, and is 

thankful for how Helen Brett Gift and Jew-

elry Shows have always been a great ve-

“ The first few days of a show, we’re always 
mobbed,” Lara notes with a chuckle.  “It 
feels like Mardi Gras and we’re in charge 
of handing out the beads!”

Alex Enterprises’ 
Lara Hebert Leads 
the Next Generation 
of Jewelry Design
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hicle for her customers to come and immediately purchase her 

products.

Always with an eye to ever-changing trends, Lara introduces new 

product four times a year, whereas many wholesale exhibitors up-

date their lines just once or twice a year.  She quickly learned the 

importance of keeping an eye on the market and Alex Enterprises 

became known as “the exhibit with lines of women.”

“the first few days of a show, we’re always mobbed,” Lara notes 

with a chuckle.  “It feels like Mardi Gras and we’re in charge of 

handing out the beads!”

She describes watching fashion trends come from Paris and trick-

le down through the East and west Coasts, and she finds Hol-

lywood movies to be a great source of inspiration.  In the early 

years of the business, Lara noticed renee russo wearing a stag-

gered pearl necklace in the Hollywood blockbuster Tin Cup and 

decided to market the new fashion statement.  “I told my par-

ents, we’ve got to market that!”  Known as “the tin Cup Neck-

lace”, Alex Enterprises was the first on the show floor to sell it, 

and they sold a ton of them!

Lara consciously styles her jewelry lines based on color trends in 

the fashion industry.  “My customers like their jewelry to compli-

ment today’s clothing fashions,” she explains. this spring, stylish 

colors are inspired by nature: seafoam green, pale blue, light teal, 

soft yellows, dusty orange, and dazzling violets are all popular in 

clothing as well as fashion jewelry, particularly those with crystals.  

And, she notes, layering is still the rage, and it doesn’t end at the 

neckline.  there’s no such thing as one bracelet on an arm.  “It’s 

all about layering both necklaces and bracelets.  Consider it arm 

candy!”

Necklaces made from a variety of metals include a show stopping 

pendant featuring flowers, coins, medallions and religious relics 

of every kind are leading the trend.  

“we have something for everyone,” she quips cheerfully.  “From 

college-aged young ladies to older sophisticated women; not 

only something my mother would wear but that a college student 

would desire.” 

About seven years ago, Lara and her husband, Garrett, bought 

the business.  “we’ve got a system down,” says the mother of 

an eight year old boy, explaining a system familiar to trade show 

families.  “I stay home while he goes to the show and does the set 

up.  then, we switch places and I work the show while he watches 

our son.”

Her son, william ryder, claims that he doesn’t want to follow in 

the family business.  He plans to go to Harvard and study to be a 

doctor.  But actions speak louder than words.  According to Lara, 

ryder has set up a small desk in Lara’s office and “sets up shop.” 

He has a sign that says “open for Business” and he puts a lot of 

product on display.  when Lara’s parents come by, he tries to sell 

them everything.

Lara’s parents, Bill and Patricia, have since retired from the busi-

ness, but still assist her in one very important way.  “they’re my 

official childcare.  when the company requires both my husband 

and I to work, they step in and help with ryder.”

Lara believes in giving back to those with less and makes regular 

donations to charity auctions that provide for those less fortu-

nate.  ryder helps with several of the company charity drives, 

such as the time he and several of his friends assisted with selling 

more than $1,000 dollars in two days to raise money for several 

missions.

“Jewelry is a part of who I am, and it’s reflected in all aspects of 

my life,” ponders Lara.  “It’s been an incredible vehicle and op-

portunity to help others.  I can’t imagine it any other way.”  And 

neither could we.

For more information contact: 
Garrett and Lara Hebert 
Alex Enterprises, Inc. 
854 Centre St., A2 
Ridgeland, MS 39157  
PH: 601-956-0536   |  FX: 601-956-0538  
email: alexent@bellsouth.net 
New Orleans Booths 751-752, 800-801 
Memphis Booths 650-652, 700-702



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

PErMIt #928

No children under the age of 16 permitted on show floor. Only one guest per qualified buyer. No wheeled carts of any kind 
or strollers will be permitted on show floor. Infants in front packs are the only exception. An area to check your cart/stroller 
will be provided. Wheelchairs, walkers, and mobility scooters are permitted. Visit www.helenbrett.com for show regulations. 

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. 
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NeW OrleaNs, la
NeW OrleaNs gift aNd jeWelry shOW
January 24-27, 2014 (Friday opening)  
August 15-18, 2014 (Friday opening)

MeMPhis, tN
MeMPhis gift aNd jeWelry shOW  
February 7-9, 2014 (Friday opening) 
August 22-24, 2014 (Friday opening)

MeMPhis, tN
Mid-sOuth jeWelry aNd  
accessOries fair
May 9-11, 2014 (Friday opening) 
November 13-16, 2014 (thursday opening) 

NeW OrleaNs, la
iNterNatiONal jeWelry 
aNd MerchaNdise shOW
May 16-19, 2014 (Friday opening) 
November 6-9, 2014 (thursday opening)

batON rOuge, la
batON rOuge jeWelry  
aNd MerchaNdise shOW
December 12-14, 2014 (Friday opening)

HELEN BRETT ENTERPRISES, INC. 
Phone: 630.241.9865 | Fax: 630.241-9870 
www.helenbrett.com

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 109-111

2014 shOW schedule
Mark yOur caleNdar!


