


Welcome to July!   
 

Here I am again starting with the weather.  My hopes of a good June were dashed early on, though it did redeem 
itself later in the month.  July really does look much better, so we can all look forward to some sunshine.  I’m 
writing this on Midsummer’s Day, so it won’t be long before the nights start drawing in again!!  Such joy!! 
 

Annual member visits 
Thank you to all members who have welcomed Charles and Alan into their stores for the annual visit.  They enjoy 
meeting up with members, chatting about their business, learning about member experiences, and showcasing many 
supplier promotions.  These promotions are designed to give members the opportunity to buy great product at 
very keen prices to trial a new offering in store.  It’s so important for customers to be engaged with new items. 
 

New suppliers 
We’re thrilled to announce a new supplier joining the Cardgains portfolio this month. 
Meg Hawkins is a licensed and award-winning British watercolour artist. Based in Shropshire Meg set up Meg 
Hawkins Art from the kitchen table in 2015. Fast forward 6 years and the business has gradually gone from 
strength to strength. With a shop now in Shrewsbury Town selling her cards, prints, homeware, and multiple 
licensing agreements under her belt the Meg Hawkins brand is always growing, while remaining a family run 
business. See page 3 opposite for Meg Hawkins product and contact details. 
 

Thank you again to all members who are embracing the new suppliers joining the Cardgains portfolio this year.  
Just in case you’ve missed them, please check the list to make sure you’re maximising the fantastic and diverse 
product opportunities from Alandra Products, Alpha Packaging, Ashleigh & Burwood, Letterbox Love, Lily-Flame, 
Lucilla Lavender, Ohh Deer, Pink Pig, Sock Academy, Sooshichacha, The Gifted Stationery Company, Tilnar Art, 
Toynamics and Tracks Publishing. 
 

Cardgains Charity Challenge 2024 – It’s NOT Grim Up North 
At the time of writing, it’s the day before our annual charity event, though by the time 
you’re reading this it will all be over for another year, and we will hopefully all be walking 
properly again, and any sore feet will be healed. 

 

Following some very generous donations, the total at the time of going to print stands at over £14,000, which is 
40% of target, and I’m confident that donations will continue to arrive during and after the event.  If you would 
like to donate to Mind, please visit: https://www.justgiving.com/page/cardgains-itsnotgrimupnorth. 
 

Trade shows, exhibitions, and events 2024 
We had a lovely experience at PG Live at the beginning of June, and saw many of our existing members and 
suppliers, as well as making contact with new independent retailers and potential suppliers for the portfolio.  
PG Live is a really friendly show and a great opportunity to network and see product displayed at its best.  If you 
didn’t make it this year, it’s certainly worth a visit if you can. 
 

The Retas 
Again, this event will be over by the time you read this, though I’m sure the winners will still be on a high.  There 
were over twenty Cardgains members as finalists for regional awards and for ideas and initiatives.  This is 
testimony to the quality retailers who are members of Cardgains enjoying the many benefits of membership.   
 

Thanks for reading and as always, “Thank you for your continued support”! Penny   
 

    

 

 

   

 

 

 

 

  

 

 

Name Cardgains Sales & Marketing Team Email Mobile 
Penny Shaw Managing Director penny@bridewelluk.co.uk 07810 510090 
Kerry Barrett Marketing Assistant kerry@bridewelluk.co.uk  0114 249 0333 
Charles Dyson Sales Manager – Scotland & The North charles@bridewelluk.co.uk 07717 447451 
Alan Harwood Sales Executive – South  alan@bridewelluk.co.uk 07717 447450 



































01274 655980  sales@glick.co.uk   
glick.co.uk  trade.glick.co.uk  @glickgiftwrap

Spring 2025
INTRODUCING OUR 

COLLECTION
ORDER NOW  

FOR DELIVERY 
FROM JAN 2025

Contact your  
sales agent or 
our office to 

order

Cardgains members enjoy 15% off! 
New customers receive first order on sale or return.









Cardgains Accounts Team 
The team are available to answer any member queries.  Please give them a call between 8.30am and 5pm, 
Monday to Thursday or 8.30am to 1pm on Fridays. 
 

Cardgains Cumulative Turnover 
Remember that your statement shows your cumulative turnover so you can see how you are performing in 
relation to the Cardgains member bonus bands. 

Thank you to another member for sending through some thoughts for this month. 
 

As you’re aware some suppliers run competitions throughout the year for the best 
window displays for both Everyday products and Seasonal occasions. 
 

There are some great prizes to be won but, more importantly your window display 
is a key marketing tool to attract customers in.   
 

Here are a few tips to consider: 
 

  

 

 

 

 

 

 

  

 

 

 

 

 

 

Name Accounts Team Email Telephone 
Helen McManus Finance Director helen@bridewelluk.co.uk 0114 

249 
0333 

Debbie Levick Manager + selected accounts deb@bridewelluk.co.uk 
Nicola Buck C1400-C2380 nicola@bridewelluk.co.uk 
Melanie Craine C002 – C1399, C2381 onwards mel@bridewelluk.co.uk 
Deborah Beedham Credit Controller deborah@bridewelluk.co.uk 

Nicola Melanie Debbie Deborah Helen 

WINDOW DISPLAYS 
 

• Ensure all windows are well lit with no bulbs out! 
 

• Try to switch up your window displays regularly, according to seasons and products available. 
   

• Be creative! Even when there are no specific seasons to display, think about a baby window, 

wedding window, adult / kids ages, licenses, film releases e.g. Paddington in Peru etc. 
 

• Keep your window area clean – there’s nothing worse than dust and dead insects to put people off! 
 

• Don’t overcomplicate your display. Make it easy for customers to see your theme and the products 

you sell. 
 

• Colour themes are also a great idea and give you the chance to display various products along that 

colour theme. 
 

• Try to dress your window according to your target market.  You probably know many of your 

customers so plan to target them through your window display utilising your ‘best sellers’. 
 

• Ask customers to comment on the window display.  Did it attract them to come inside? 
 

• Use props to display products at different levels and to hang from the top.  Bear in mind the average 

eye level looking from outside. 
 

• Don’t block the view to the inside of the store if the window doesn’t have a back; customers will 

want to see inside and come in!  And, if possible, have your door open!!! 
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