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Reasons to celebrate during the holidays are plentiful, so make sure
youOre the one-stop shop your customers need for entertaining essentials.

By Stephanie Hunsberger

Colorful stand-up napkins from
ThemeNaps (877/724-4302
or www.themenaps.com) are
both eye-catching and func
tional. The paper napkins

are made from 100-

percent recycled tissue

and printed with soy- and
water-based inks.

he winter holiday season is
approaching and with it, the
flurry of family gatherings,
office parties, cocktail parties,
children’s school parties and
impromptu get-togethers when old
friends drop by. With the right mix
of holiday tabletop collections and
serving pieces and a stunning display
or two, you can establish yourself as
the one-stop shop for your busy
customers this winter. The range of
selection when it comes to holiday
products can be slightly overwhelm-
ing, so we touched base with Mary
Spada and Jillian Haman, authors of
Savvy Host: Eight Entertaining
Essentials to tap into some hot
entertaining trends and clever tips
for you and your shoppers to get
through the holidays on-budget and
in-style. We also spoke with manu-
facturers to see what they were
introducing for the season.
Important trends to keep in mind
when selecting your holiday enter-
taining product range are simplify,
value and multipurpose. Spada and
Haman, whose book on entertaining
grew into an event-consulting busi-
ness over the last two years, have
been remarkably successful in a tight
economy. They recommend keep-
ing things simple, which is especially
applicable to in-store displays.
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Funky, unusual colors may have
worked for winters past, but this
year, consumers will be looking for
the traditional Christmas and holi-
day colors. “Interest for a particular
theme is simplification — staying
within one color family rather than
adding contrast, for example,” says
Spada. “If | made a huge invest-
ment [in my serveware] in the last
two years, in this economy, I'm not
going to want to get rid of those.
Based on what we're seeing already
and the feedback we're getting,
people are not going to want to
restrict their buying, but they’ll stay
in the parameters of what they've
defined as their tradition.”

So look for products that fit
into more traditional holiday color
themes. “What we're finding is that
the colors may be traditional for
this holiday season, green and red
for Christmas, but theyre a take
on those traditional colorways —
maybe a cranberry red or a bright-
er green,” says Will Katz, chief
marketing officer for ThemeNaps
(877/724-4302). “Our designers are
presenting us with vibrant twists
on the traditional colors. Christmas
isn’t suddenly becoming a blue-and-
yellow holiday, but there may be a
new shade of green and red.”

& CULINARY PRODUCTS

Although Katz has been in mar-
keting for 24 years, ThemeNaps
came to be early in 2009. The
unique paper napkins the company
offers are decorative and stand on
their own like a table tent but are
functional as well, as they are made
from 100-percent recycled tissue and
soy- and water-based, food-grade
inks. ThemeNaps’ debut collection
was designed by Robin Zingone, “and
it’s exactly on-target for our vision of
the product,” says Katz of the bright,
festive, contemporary designs.

Slant Collections (877/367-
3015), which provides vintage-
inspired tabletop and barware,
combines traditional elegance with
a contemporary flair. The new col-
lection for this year’s holiday sea-
son is called Winter Flurry. “Red
and white glassware collections
have done very well for us in the
past,” says Stefani Gray, product
development manager for Slant
Collections. “We wanted to have
a red-and-white collection and a
holiday-looking collection, however
we did not want the collection to
scream Christmas. We wanted to
incorporate the snowflakes, which
have typically been a good icon for
us as well, and the result is a very
playful snowflake look.” Items in
the Winter Flurry collection retail
between $18 and $72.
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The strik
ing Merry col
lection fromMoMo

Panache (888/890-3642
or www.momopanache.com) can be used
year-round, but it includes new accent
pieces such as serving trays that are winter
holiday-specific for that added touch at
holiday parties.

Yuletide Value

Eye-catching color isn't the only
way to get shoppers’ attention this
winter. Be sure you know what
your shoppers value, as it defines
what they look for in products.
“[We work with] a great shop that
does a lot with humorous dispos-
able partyware, and | think there
is a market for those, but with the
green movement in parallel, we've
never sold so many 100-percent
cotton napkins because people real-
ly want to do something ‘green,”
says Savvy Hosts’ Spada. “So it
depends. There do seem to be two
ends of the spectrum.”

Staying true to traditions is
another big part of what makes
holidays magical, for some. Those
shoppers may drift more toward
rich, worn, vintage looks that rekin-
dle memories of holidays long past.
Michelle Jensen, public relations
and media coordinator for Rosanna
Inc. (866/ROSANNA), says of the
company’s new holiday introduc-
tions, “We are staying true to the

Boston Warehouse Trading Company (888/923-BWTC or www.bwtc.com) is
known for its whimsical serving pieces and barware. The penguin collection, On Ice, started a:
a trend piece and grew to become an adult classic.



In traditional designs with fresh accents, the tableware collections Rosanna Inc. (866/

ROSANNA or www.rosannainc.com) can be mixed and matched to make holiday tables sh

Rosanna brand, and our recommen-
dation to retailers is to stay true to
themselves and bring people home.”
Rosanna Inc.’s new holiday intro-
ductions include the Tis the Season
line and Festival of Lights. Rosanna
Inc. is also introducing two gift-box
lines, Do Not Open Till Christmas
and Eat Drink and Be Merry, vin-
tage-inspired and fun, contempo-
rary mug sets, respectively.

Slant’s Gray also sees gift-boxed
items as being hot sellers this year.
“There are a lot of different color
and design trends going on for this
holiday season, but the biggest
trend that we are seeing is that
humorous, novelty, giftable items
are what people are looking for,” she
says. “Our customers are looking
for a great pick-up-and-go gift item
for their stores at sharp price points.
Items that evoke emotion will be
getting the biggest draw this holiday
season.” Slant’s glassware retails
between $20 and $25, and “we are

Slant CollectionsO (877/367-3015 or
www.slantcollections.com) contemporary,
snowflake-themed glassware collection
adds playfulness to in-store displays and
consumersO homes.

not hearing any concern with a gift-
able item retailing between $30 and
$35,” says Gray.

David Heckert, marketing man-
ager at Boston Warehouse Trading
Company (888/923-BWTC),
agrees that emotional response
will be a big draw for consumers
this holiday season. The company
specializes in novelty serveware in
a variety of themes, ranging from
holiday themes (penguin-shaped
earthenware dip bowls and spreader
sets) to regional-inspired collections
(origami serving bowl! sets, fortune
cookie-shaped salt-and-pepper sets).
“Boston Warehouse is famous for
turning an every day item into a
clever 3-D shape,” says Heckert.
“They are products that just make
you smile.” The penguin collection,
On Ice, started as a trend, according
to Heckert, but the collection does
so well that it has become an adult
classic. Other holiday collections
include Key West Holiday, featuring
flamingos decked out in Santa hats;
Chill Out, full of snowmen in festive
hats and scarves; and All Spruced
Up, which is inspired by bright, con-
temporary decorated Christmas
trees in red, green and white.

Price point is another selling fea-
ture on the Boston Warehouse col-
lections. Heckert, who sees this
year’s trends pointing to a more con-
servative consumer, says “We are
keeping our pricing very competi-
tive. Our products always do well
in poor economic times, because for
$5 or $10, you can purchase a prod-
uct that makes you smile.”

Design Design (800/334-3348)
is another company looking to bring
a smile to the faces of holiday host-
esses. The company’s new collec-
tion, Bling in the Holidays, is a line
of entertaining items not just for the
party, but for the hostess herself.
Hostess aprons, cocktail napkins,
paper hankies, bottle stoppers and
kitchen towels are bedecked in a
funky font and accented with a gem
pattern in bright holiday colors. The

fa la la |a... ‘ .’

- .
Our {atslaus lollipops come

in delcceotd fleevoesd

with fun h0|lda)/ messages.

bombay duck

sb-desipnstudio.com/wholesale

deaslgm atudla

phone us 800-898-1338

Link to advertiser at www.fancyfoodmagazine.com

o1y 4}7&{

DISTINCTIVE FooODS AND GIFTS

Gingerbread - Candy# ane - Egg Nog

| o ommn

Link to advertiser at www.fancyfoodmagazine.com

SEPTEMBER 2009 19



bl oratod.choclitos macle inthe S

@all for a catalog today: 1.800.373.3102 ext. 248
) y
e:Linda_Gadas@longgrove.com

Link to advertiser at www.fancyfoodmagazine.com

apron and towels even feature
a bit of bling themselves, with
rhinestone accents. “Our prod-
ucts are designed with the dis-
tinctive taste level for the people
who enjoy great design, flair and
color,” says Brian Carder, Design
Design’s vice president of sales
and marketing. “This attracts a
multi-age group of like minds who
will entertain with great food and
wonderfully decorated environs.”

In relation to the tighter econ-
omy, Carder believes the budget-
cutting will be more on the cater-
ing side of things, “with more
and more hosts and hostesses
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prepping easy foods with greater
emphasis on presentation.”

Merry Multipurposing
Value takes on many forms, and
this year, it comes in the guise of
the multipurposed product. Helen
James, designer and creator of
MoMo Panache, introduced two
new groups of glassware, Baubles
and Merry, for the holiday season.
Merry incorporates deep, rich red
and gold tones, and Baubles fea-
tures more playful, upbeat col-
ors. “The beauty of these groups,
besides the fabulous look, is that
the glassware is designed to carry
over beyond the traditional holi-
day selling season, whereas the
platters that coordinate are holi-
day specific.”

Savvy Hosts’ Spada points out

The Savvy Host: Eight Entertaining Essentials,
by Mary Spada and Jillian Haman of The
Savvy Host (888/761-2270 or www.sav
vyhost.com) takes consumers through

every aspect of party planning, including
decorating, food selection and more.
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Paper tableware fronDesign Design

Inc. (800/334-3348 or www.designdesign.
us) comes in a variety of vibrant colors and
designs, such as the Jingle Bell collection.
Kitchen linens, such as aprons and hand-tow
els, are also available.

that a lot of consumers are look-
ing for a way of getting more use
out of the products they purchase.
“[They] may invest in those funky-
looking cocktail glasses, but they’ll
think about using them with the
sorbet at dessert or with a cold soup
as a first course,” she says. “That’s
how we're seeing people pick up on
value.” Repurposing or multipurpos-
ing may be a hot topic now, but as
Spada says, it’s a marketing ploy
that is anything but new. “It com-
municates that you're getting five
products in one, but it’s giving you
inspiration in finding multiple ways
to use it, giving it more value and
justifying the purchase.”

Even non-glassware products can
serve a variety of purposes. “People
are looking for dual-purpose items
and ways to go about things a little
differently, so people really like the
ThemeNap idea because they're not
just part of the table decor, but peo-
ple can pick them up and use them as
well,” says ThemeNaps’ Katz.

So whether you are at the buy-
ing stage of your holiday selection
or already training your employees
on the selling points of new prod-
ucts, be sure to keep these trends
in mind. Look for traditional themes
and emotional tugs to please your
shoppers, and always be looking for
ways the products can be repur-
posed, both during the busy holiday
season and beyond. @



