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DIRECTOR LETTER:

CITY EMERGING FROM
OMICRON – WILL IT LAST?
The City’s economy is showing every indication of emerging
from the setback caused by the spread of the omicron variant.
Indeed, it is currently experiencing a strong boost in tourism,
mass transit ridership and employment numbers. The dropping
of mask mandates and vaccine checks in stores and restaurants,
and employees returning to their offices is only adding to the
feeling of an economy gaining momentum.
Continued on page 2

THE HIDDEN VALLEY
RANCH DIAMOND
Hidden Valley celebrated National Ranch Day by giving the
world a diamond made using Hidden Valley Ranch Seasoning.
Howard Cohen, in his March 15th column for INSTORE, writes:
 IDDEN VALLEY CELEBRATED National Ranch Day — March 10
H
— by unveiling a 2.01-carat round brilliant-cut diamond cooked
up in a lab using Hidden Valley Ranch Seasoning. To pull off this
feat, the popular condiment company employed the expertise
Article continued on page 4
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LETTER FROM THE
EXECUTIVE DIRECTOR

CITY EMERGING FROM OMICRON – WILL IT LAST?
But will it last? The recent uptick of positive cases brought on by
the spread of omicron subvariant, BA.2, is certainly serious enough for
New Yorkers to be wary of any pronouncement of victory over Covid.
As City Comptroller Brad Lander said to The New York Times after he
tested positive, “We may be done with the virus, but the virus isn’t done
with us.”
But the signs of an economy moving on from Covid and growing
are unmistakable.
According to a study by the Partnership for New York City, sales tax
collection has exceeded all expectations and the unemployment rate in
February was 7 percent – it was 21 percent in May 2020. The City has
recovered 647,100 jobs as of February or 71 percent of the private sector
jobs lost during the pandemic’s early months. The gains span the
construction, real estate and administrative service industries.
The Partnership’s study also shows the return of tourism – the week ending March 12th revealed a
67.7 percent hotel occupancy rate, up from 39.8 percent in January. Attendance at Broadway shows was
up 34 percent during the week ending March 15th, compared to the same week in 2019.
Vehicles using the City’s bridges and tunnels have returned to pre-pandemic levels and though gains in
mass transit ridership are modest, there is a clear uptick.
Will a 5th wave of infection threaten this comeback? At the time this column was written, the City is
registering 1,500 new cases each day, double what they were last month. The surge is infecting each borough.
Though the Adams Administration is not expressing any alarm or showed any indication of going back to
mandates and restrictions, the City is expanding the number of available testing sites.
However, there is reason for optimism. The rise in cases has been slow, nothing like the dramatic surge
of omicron, and hospitalizations and death remain low. Millions of New Yorkers are fully vaccinated and over
800,000 New Yorkers have received a booster. In addition, by some estimates 40 percent of New Yorkers
were infected by omicron, making their resistance to BA.2 very strong. New Yorkers also have more access
to anti-viral pills than ever before.
City Comptroller Lander might be right – the virus might not be done with us. But with an economy on the
grow, high vaccination and booster shot rates, the prevalence of anti-viral drugs, and a public eager to move
on, every indication is we are done with it.
By the Publisher
Avi Fertig has taken a hiatus from writing this column
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In the News

IN THE NEWS
The Hidden Valley Ranch Diamond

Image Courtesy of Hidden Valley

geologist Dean VandenBiesen, who is also the Vice
President of LifeGem, a company known for creating
memorial diamonds from the ashes of loved ones.
In this project, VandenBiesen heated the powdered
seasoning to a scorching 2,500 degrees Fahrenheit and
then applied 400 tons of pressure.
After five months, VandenBiesen had grown a rough
diamond large enough to be cut into a 2-carat round
known now as “The Ranch Diamond.” Typically, more
than half of the weight of a rough diamond will be lost
in the cutting process, so we estimate that the pre-cut
material weighed approximately 4 to 5 carats.
Diamonds are formed in nature when graphite, the
crystalline form of pure carbon, is put under intense heat
and pressure. Duplicating this process in a lab requires a
material with a high carbon content, such as cremation
ashes. Ranch dressing is made primarily from buttermilk,
and it turns out that the chemical signatures of both
butter and milk are high in carbon. By heating the
seasoning to such a high temperature, the geologist
was able to derive the graphite for his diamond press.
Set in a white-gold band engraved with the initials
HVR LVR (short for “Hidden Valley Ranch Lover”), the
G-color, VVS1-clarity diamond is currently up for bid
on eBay.com (TheRanchDiamond.com redirects there)
with the proceeds going to the hunger-relief nonprofit
Feeding America.
Bidding started on Friday morning at $310. As of
Sunday night, 78 bids had pushed the price to $12,450.
Bidding closes on March 17. Every dollar raised will help
provide at least 10 meals.
“Last year, when one of our custom Valentine’s
Day bottles was used in a marriage proposal, we were
inspired,” said Deb Crandall, Marketing Director at
Hidden Valley Ranch. “We saw a love of ranch become
part of one of life’s most beautiful moments. It made
us wonder, how can we make this act of love even
more memorable?”
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Back in 2018, Hidden Valley’s marketing department
honored the nuptials of Prince Harry and Meghan Markle
— and National Ranch Day — with a bejeweled bottle of
salad dressing valued at $35,000.
White diamonds punctuated the crown-shaped cap,
while green and blue sapphires adorned the bottle’s
neck. Thin ribbons of blue sapphires hugged the
contours of the bottle on four sides, while a thicker
ribbon of blue sapphires wrapped around the bottom.
All of the gems were set in 18-karat white gold.
The blue bottle accents were a nod to the British Royal
Family. The late Princess Diana famously wore a blue
sapphire engagement ring that was eventually passed
down to her eldest son, Prince William.
SOURCE: INSTORE

Actress Joey King’s $120K Trendy
Engagement Ring
On March 13th Becky Stone
reported for INSTORE on actress
Joey King’s trendy Mociun
engagement right, which could
be worth $120,000.
The 22-year old actress
revealed her engagement to
Steven Piet, along with a picture of the ring on
Instagram. King’s ring was designed by trendy,
Brooklyn-based jewelry designer Mociun and features
two parts – the top half has a fancy-cut diamond with
baguettes on each side, and the bottom half, a long oval
diamond along with what might be a sapphire.
Image Courtesy of
Instagram

Jewelry designer Mark Broumand estimated to Seventeen the ring could be worth approximately $120,000.
SOURCE: INSTORE

$30 Million White Diamond, the Largest
Ever to Appear at Auction
Carlie Porterfield of Forbes
reported on March 25th of a $30
million white diamond that would
be the largest diamond ever to
appear at auction.
Nicknamed “The Rock,”
the diamond is a 228.31 carat,
pear-shaped diamond that will go to auction in
Switzerland in May. The $30 million the diamond could
Image Courtesy of
Christie’s
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go for is a direct result of the diamond market rebound
after the slump caused by the pandemic.
According to Christie’s the diamond was mined and
polished in South Africa 20 years ago, and represents
one of the finest gem stones to pass through the auction
house since its founding in 1766. The diamond will also
break the previous record for largest diamond sold at
auction, a 163.41 carat white diamond that also passed
through Christie’s Geneva in 2017.
The gem was graded as a G color, VS1 clarity diamond
by the Gemological Institute of America, and will go
on a world tour before its auction, stopping at Christie’s
showrooms in Dubai, Taipei and New York before heading
to Geneva.
SOURCE: INSTORE

Van der Veken Steps Down as CEO
of RJC Over Alrosa Membership –
Pandora and Richemont Also Leave

Image Courtesy of Twitter

Iris Van der Veken stepped
down as CEO of the Responsible
Jewellery Council (RJC), because
of Alrosa’s continued membership, reported James Ritchie on
March 30th in INSTORE.

Van der Veken’s decision to
step away from a position she has held since 2019, which
was first reported in Rapaport News, was because of the
Russian’s company’s continued membership on the RJC,
and that Alrosa’s decision to only leave RJC’s board was
not sufficient.
Pandora and Richemont also cited RJC’s failure to
cut all ties to Russian interests as their reason for leaving
the group.
On March 3rd, Alrosa voluntarily stepped away as
vice chair of the RJC’s sustainability standards body,
but remaining as RJC members was too much for Van
der Veken and others to overlook.
Hoping Van der Veken’s resignation would be reversed,
Brad Brooks-Rubin, strategic adviser and North America
engagement lead at RJC, said, “Businesses, communities,
jobs, and lives are on the line around the world, alongside
the tragedy and horror unfolding in Ukraine — none of
that is to be taken lightly, and I acknowledge any part I’ve
played in oversimplifying this. Leaders of the RJC and
industry as a whole need to come together — and
immediately — to be honest and open enough to say
we’ve made mistakes in the last 35 days, and we are
going to work to correct course, make the best
diamonddistrict.org

decisions we can give whatever information and
perspectives we can gather, and continue to revisit
and revise as often as needed and possible.”
RJC Chairman, David Bouffard, committed to
conducting an “arm’s length, independent, third-party
legal assessment” related to Alrosa’s membership –
he said it would be “concluded imminently” in a
RJC statement.
According to their press release Pandora decided to
sever its 12-year membership in RJC because of “…RJC’s
failure to suspend Russian companies’ memberships and
responsible business certifications and urge its members
to suspend business with Russia.”
Pandora suspended all of its business with both
Russia and Belarus on February 24th. Richemont,
Cartier’s parent company, also left RJC – their departure
was first reported in Reuters.
SOURCE: INSTORE

U.S. Lawmakers Look to India to Stop
Selling Russian Diamonds
A bipartisan group of
lawmakers are worried that the
sanctions issued by the Treasury
Department will not do enough
to hurt Alrosa and its CEO, Sergei
Ivanov’s ability to operate.
Alrosa is responsible for 90 percent of Russia’s
diamond mining capacity, and accounts for 28 percent
globally – last year they reported sales worth $4.2
billion. One-third of the company is owned by the
Russian government.
According to the lawmakers, the sanctions only
blocked Alrosa’s debt and equity transactions, making
only a small dent in Russia’s interest in the world
diamond trade. The Biden Administration also
announced an import ban of “products of Russian
Federation origin,” including non-industrial diamonds,
from entering the U.S.
The lawmakers wrote to the Treasury Department and
State Department, that, "Experts note a ‘major loophole’
remains in the sanctions regime that allows for importation
of diamonds manufactured in India or elsewhere because
of the interpretation provided in the Office of Foreign
Assets Control's frequently-asked questions.”
Specifically, the lawmakers referred to the fact that
the term “Russian Federation origin” does not include
goods “substantially transformed in a third country.” This
Article Continued on page 12
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Market Trends

Mixing or Stacking?
Using awards season as a backdrop, Beth Bernstein of INSTORE poses an interesting fashion trend
choice – to stack jewelry or mix different jewelry styles at once?
On March 21st, Bernstein reports that actress, singer and songwriter, Cynthia Erivo, wore a mix of Tiffany &
Co. rings on her long, bright red, manicured nails. On March 29th, it was actress and singer, Zendaya, wearing
Bulgari Diamond Serpent bracelets stacked on both of her arms at the 2022 Academy Awards.
Bernstein writes:

Cynthia Erivo’s Red Fingers Feature a Mix of Rings
I NEVER KNOW WHERE to look first when Cynthia Erivo arrives
at an awards presentation — her diamond-laden ear party or her
ultra-long manicured fingers full of rings.

Image Courtesy of Shutterstock

I tend to look at her face and therefore notice her multiple
earrings in a variety of styles. But the minute she raises her hands
for the cameras — which she always does — it’s rings galore, one
or more on every sequined, artfully painted or sparkly nailed finger.
At this year’s Screen Actors Guild Awards, she wore one pair of
close-to-the ear Tiffany Schlumberger diamond earrings from the
Blue Book collection, which is based on Schlumberger’s time at
Tiffany & Co. So it was her mix of bold and delicate rings that stood
out. There was a Tiffany & Co. T ring along with a Knot ring and
some sort of wide diamond ring. But the ones that caught my eye
complemented her red Louis Vuitton ensemble — the ruby rings,
one on her left hand and one on her right.

The rings were both a nod to vintage styles. The one on her left hand would actually make the perfect
engagement ring (well, for me, as ruby is my favorite stone). It appeared to be a diamond shank with a
center solitaire and was an elegant statement of subdued style. The ring on her right middle finger was
bolder and was imbued with an Art Deco feeling with what seemed to be an emerald-cut stone in the center
and baguettes as side stones. Rubies are the color of passion, and Erivo certainly put plenty of it into her
performance as Aretha Franklin in Genius: Aretha, for which she was nominated for an award.
The balance of the fiery red against a mix of yellow gold, white metal and white diamonds in wider and
ultra-thin shapes is a look that has been trending and might just out-trend stacking. While I still love a good
stack — I have been a stacker for almost 20 years — I am more inclined to look for rings of different styles,
widths, stones and metals. Erivo’s hand “party” has inspired me to create a new story with rings — a ring
for every finger, perhaps, or maybe at least three or four fingers on each hand. This is minus the ultra-long
fingernails, as my job entails typing much of the day. But bring on the ruby rings and I will turn away from
constant hand-washing and Purell usage in favor of a more tempered approach to hygiene and a hope for
more dressed-up outings in the future.
How about you? What’s your taste: to keep stacking or to try out new single styles on multiple fingers?
Source: INSTORE
Section continued on page 15
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Industry Spotlight

How Will War in Ukraine
Impact the Jewelry Business?
In the April 2022 Issue of INSTORE, owners and managers of jewelry stores throughout the U.S.
were asked how will the war in Ukraine impact the jewelry business? Their responses are below:
A
 s owners, we feel a great responsibility to
know that we are not contributing to Russia’s ability
to commit war crimes in Ukraine. We have reached
out to every vendor to ask whether they buy from
Alrosa. We searched for a list of Alrosa sightholders
and made a commitment not to purchase diamonds
directly from any of these companies. We also reached
out to our buying groups to ask them to query their
vendors for the same reason. We realize prices of
diamonds will go up and our choice to boycott
Russian diamonds will make our sourcing job more
difficult, but in the end, no amount of profit is worth
contributing to what is happening to the Ukrainian
people, and we want to do all we can to stand with
them as U.S. citizens.
— JOY THOLLOT, THOLLOT DIAMONDS & FINE JEWELRY, THORNTON, CO



 It’s hard to say this soon, but I think it will create uncertainty in the minds of consumers. Between already high
inflation, add in stock and commodity volatility, and international conflict with unforeseen consequences … I think it
will be hard for people to make big spending decisions in the short term. More info needed for longer term effects.
— LUCY CONKLIN, TONER JEWELERS, OVERLAND PARK, KS
C
 ustomers are concerned. There may be some drawing back, but not everyone. The issue for most right now is
the price of gas having shot up nearly a $1 a gallon since it started. That, along with gas more than doubling in
price since January 2021, is causing financial strain on many.
— DALE ROBERTSON, DALE ROBERTSON JEWELRY, LOVELAND, OH



C
 ombined with the cold weather, slower traffic and higher gas prices, things are a bit slower. I think people are a
bit uneasy. It will affect people traveling that way, so hopefully they keep buying. Bridal will be crazy this year.
— AMANDA LANTEIGNE, GOLD-N-MEMORIES, STEINBACH, MB



 I believe people will have a wait-and-see attitude on discretionary purchases because of inflation and the threat of
war with Russia/Iran/North Korea/China, along with our major domestic political issues.
— J. DENNIS PETIMEZAS, WATCHMAKERS DIAMONDS & JEWELRY, JOHNSTOWN, PA
T
 oo new to tell the effect. All wars have effects.
— VARSENNE MASSOYAN, MASSOYAN JEWELERS, OLD TAPPAN, NJ



 Increased commodity prices, contraction of international diamond trade (Russian diamonds ARE now real blood
diamonds) … domestic inflation is increasing at far faster rates, which will hurt the average consumer … those of us in
the Energy Corridor should benefit from the oil and gas industry increasing revenue and thus increasing wages and
employment, but that will take a while to cycle down the retailers.
— REX SOLOMON, HOUSTON JEWELRY, HOUSTON, TX



S
 hort and long term, it will hurt the jewelry business due to the additional inflation it will cause. There will be less
disposable luxury income.
— MEDFORD CHASON, TREASURE HUT, NORTH CHARLESTON, SC
Article continued on page 14
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7

Small Business Workshop

6 WAYS TO HELP CUSTOM DESIGN
CUSTOMERS GET WHAT THEY WANT
In the March 2022 issue of INSTORE Magazine, Eileen McClelland offers a very helpful
six-step plan on how retail jewelers can customize to meet the needs of their customers.
Step One: Over-Communicate
One key to financial success in custom is professionalism.
Custom clients do not want to have to call repeatedly to check on
progress or worry whether a piece will be ready when promised.
If the custom piece is an engagement or wedding ring, they want
the experience to be a memorable and enjoyable part of their love
story. There should be no surprises.
“So often, jewelers are under-communicating with their clients,”
says consultant Kathleen Cutler. “Have one point of contact, one
salesperson who is going to keep their pulse on the project and be
the project manager start to finish.”
In revealing the steps, McClelland writes:
FOR BRITTEN WOLF, custom design means giving
customers exactly what they want. “I call it kittens and dolphins,”
says Wolf, who owns BVW Jewelers in Reno, NV. “If you want
kittens and dolphins holding the diamond for your engagement
ring, I will make that ring for you. What closes the sale is that we
make it clear to them they can be picky and design something no
one else has.”
Jennifer Farnes, who built Revolution Jewelry Works in
Colorado on custom design, encourages clients to add
personal symbolism to their pieces to ensure they’re unique.
“If someone loves a combination of a Disney ring and a ring they
found on Etsy, you want to be sure you’re not replicating existing
work because that’s not creative, and in some cases it’s illegal.”
She’s incorporated thistles from a family farm into a design, juniper
bushes for a guy who does gin distilling, elements of family crests
and a lot of “geek” symbolism.
Ronnie and David Malka own Malka Diamonds in Portland, OR,
a custom business supported by in-house designers and jewelers.
“Customers feel ownership when involved in a custom project,”
Ronnie says. “They’re excited and they’re going to want to make
more.” One customer got so hooked on the process that she’s
working on her fourth project in six months.
A jewelry retailer’s ability to customize, especially when it
comes to engagement rings, has been the biggest driver of jewelry
purchases for at least the past six years, says Kate Peterson of
Performance Concepts. Jewelers who are reluctant to offer their
customers options are missing out on a robust piece of the market.
“A lot of business owners get scared off because they think they
have to invest in Matrix training and a 3D
printer. But they really don’t,” Peterson says. “You do have to have
the flexibility to allow the customer to put their own thumbprint on
what they buy.”
8

The store owner must set up a process that addresses deposits,
pricing and how often changes can be made, and establishes the
communication needed at each step. “When you can have custom
that feels more like an orchestrated experience, people will rave
about it,” Cutler adds. “Be proactive, not reactive.”
Tracy Matthews, jewelry designer and author of The Desired
Brand Effect: Stand Out In A Saturated Market With A Timeless
Jewelry Brand, says it’s important to ask each client how they’d
like to communicate: text, email or phone call. Send detailed
correspondence through email but follow-ups via their preferred
channel. “Overly communicate what to expect at each phase of
the process. Give each client an opportunity to ask questions,
especially if they are making a big investment for the first time
with you. If you don’t have a CRM or a system that allows for clients
to review items online, consider using a cloud-based platform like
Google Drive or Dropbox to share files and get approvals.”
When success builds on success, it creates an upward spiral.
“If you spend more time working with clients and creating
experiences for them, this will lead to working with fewer
people but charging more,” Cutler says. On the other hand,
undercharging, taking on too many projects and generally
dropping the ball creates a downward spiral.
“The industry will continue to do really well with custom,” Cutler
says. “Just matching the professionalism of the consumer could
make every single custom jeweler $100,000 to $200,000 more
this year. Just follow up. The money is in the follow up.”

Step Two: Decide What Custom Means to You
Custom can mean almost anything to consumers, from choosing
a separate diamond and setting to sitting with a designer or bench
jeweler with pad and paper or CAD software and having a real
hand in the design of their ring. Most custom jobs lie somewhere
in between.
Vol. 142 | May 2022
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About 85 percent of the business at Blue River Diamonds in
Gloucester, MA, is custom in some way while about 40 percent is
custom from scratch. “I think it’s important to have styles that can
be easily modified,” says Becky
Bettencourt, who advocates prototype selling systems such as
Stuller’s Ever & Ever. “Most customers need to have something to
visualize, so having a variety of
different styles that customers can try on is so helpful
in narrowing down the process.”
Because full, half and barely custom each require a
different level of commitment, expertise and resources, Cutler
advises jewelers to divide their jobs into three tiers of complexity:
Level 1 is customized, level 3 is full custom, and level 2 is the
middle ground. Then determine how many of each project type
your team can handle and plan accordingly. Accept deposits to
lock in each opening. Says Cutler: “If you say your team has the
capacity to do four slots each month and three are full, ask if the
client would like to reserve the fourth spot with a deposit.”
Designers at Green Lake Jewelry Works, a Seattle-based
business built on custom, offer the full experience to
everyone who comes in, even those who seem to just
want to tweak an existing design. “We sketch even when we don’t
need to,” owner Jim Tuttle says. “Frequently they say, ‘I want one
of those in rose gold,’ and the designer will say, ‘Let me draw you
a tiny variation you might like.’ The designer will tweak the design,
and at the end they actually have a unique piece that they tell their
friends about.”
Ultimately, 90 percent of Green Lake clients opt for that full
experience, which includes a video of their gemstone, information
about the jeweler who made it, their own web page about the
making of their piece, and photos of the process. These pages are
shared with the client so they can show their friends. Green Lake
has produced 10,000
of these story pages, some of which are linked to the
company’s blog.
At Joseph Jewelry in Seattle, couples use a collection
of prototype rings as inspiration, often drawing elements from
several designs and incorporating their own ideas, says manager
Tony Hoag. Clients can have a full custom design experience no
matter their budget.
Designers check in with clients every step of the way to make
sure they receive exactly what they want and tailor the materials
to their price range, providing detailed
descriptions to make informed decisions for their piece.
It is a personalized experience that includes unlimited design
modifications, printed wax models, appraisal for insurance, insured
two-day shipping, a lifetime warranty, and free first sizing.
As the ring takes shape, CAD modeling and 3D printing of wax
models give clients a precise idea of what the final piece will look
like. “We ship (the models) for free, and we do that as many times
as it takes to make sure they love it,” says Hoag. “There are no
surprises. If they don’t love it, we’ll build them something else.”
Clients work with the entire team and communicate
using a private online portal that’s part of a custom-built online
system. “Our designers make it a fun, streamlined experience that
diamonddistrict.org

many clients cherish as part of their engagement story,”
Hoag says.
Gretchen Schaffner of Eytan’s Designs in Sherman
Oaks, CA, says that while many customers love to see the process
and appreciate the opportunity to chime in along the way, for
others, seeing “how the sausage is made” provokes anxiety.
“They see a wax of their ring and panic because they think
their ring is going to be blue! And other custom clients get too
involved, thinking that they can introduce fundamental changes —
the diamond bracelet now suddenly needs to be an opal
ring — without consequences,” she says.
The trick is figuring out which customer you have, says Schaffner. “If it’s that ideal client who loves getting a
custom piece from a talented jeweler, then getting them in the
loop will not only be fun for them, but it can also strengthen the
relationship. If you’ve got a worrier,
just show them the completed product and they’ll be delighted.
If you’ve got a tinkerer, get a big deposit, and make it clear that
any changes will result in charges for work already completed.”

Step Three: Build the Custom Team
Too many small business owners think they can tiptoe into
custom, Farnes says. “The difference for us is we are
manufacturing everything here.” If outsourcing, Farnes
urges diligence in checking references. “There are a ton
of CAD designers out there and maybe 20 percent are
exceptional,” she says. “It can create bigger problems if you’re
not dealing with someone who knows jewelry.”
Even if everything is done in house, says Farnes, having the best
tech doesn’t mean you can instantly do everything. “You have to
have the right combination of tech and talent, and to do that, you
have to pay people,” she says. “You’ve got to be prepared to
recognize the extra work. You need salespeople to sell it and
jewelers to make it a reality. And they have to work hand in hand.”
Peterson says a full custom jeweler needs three things:
No. 1, a salesperson/designer who understands how to talk
to customers, will listen to what’s most important to them and
will convert their vision into reality. No. 2, someone on staff who
knows how to sketch or use CAD programs. No. 3., a metalsmith,
in-house or outsourced, who is capable of
fabrications or at least can work with a casting shop.
If you’re a designer and not a jeweler, it’s crucial, Bettencourt
says, to have a good master jeweler in house or on contract, who
is willing to have a dialog. “Some custom jobs are straightforward,
and some take a little ingenuity, so having a master jeweler who
can come up with creative solutions is imperative,” she says. “If
you’re not equipped for in-house customization, partner with a
responsive supplier who can tweak designs for you.”
At Green Lake, designers expect no less than perfection from
the team of in-house bench jewelers. “I don’t know how many
times we’ve sent a piece back to the bench for tiny, microscopic
things,” Tuttle says. “Sometimes the designer says that’s not how
I envisioned it or how I explained it to the client. So the jeweler

Section Continued on page 16
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Diamond District
Partnership News

FEDEX’S NEW ELECTRIC VAN
MAKES FIRST VISIT TO
DIAMOND DISTRICT

Image Courtesy of Steven Grauer

Image Courtesy of Steven Grauer

Visiting the Diamond District early on Wednesday morning, March 23rd, for the very first time, was one
of FedEx’s new electric vehicles.
FedEx has committed that by 2040 every one of its delivery vehicles will be electric – they get there
by ensuring by 2025 half of their new vans will be electric and by 2030, any purchased new van will be
an electric vehicle.
The vehicles are manufactured by GM’s BrightDrop, General Motors newly launched electric vehicle
company. Since you do not need space for a fuel tank, BrightDrop engineers spent hundreds of hours with
FedEx drivers to try to reconfigure a better way to use the open space to better meet the drivers’ needs.
For instance, since the new FedEx vehicles do not have an axle, the height to step into the vehicle was
reduced by 2 inches, and since drivers step into their truck over a hundred times a day, it adds up to less
tired drivers. The cargo doors also automatically open when the vehicle is placed in park, there are
motion sensors for cargo, and state-of-the-art safety features to detect pedestrians in the front and back
of the vehicle. The new FedEx delivery truck can also get 250 miles on a single charge, more than enough
to handle an entire day in New York City.
Source: Fast Company, December 17, 2021
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INTRODUCING MANHATTAN’S
NEW BOROUGH PRESIDENT,
MARK LEVINE
Mark Levine was elected to be the next Manhattan
Borough President on November 2nd, 2021 by an
overwhelming majority of Manhattanites. He assumed
office on January 1st, 2022.
Mark has twice been elected to represent the 7th Council
district–one of the most diverse in New York City–covering
West Harlem/Hamilton Heights, Morningside Heights, and
parts of the Upper West Side and Washington Heights.
In his eight years in the City Council, Mark was a leading
voice in New York City for tenants' rights, public health,
and equity in our schools, transit, parks, and housing.
In an historic first for the nation, Mark defeated the
landlord lobby to pass legislation guaranteeing a right
to counsel for tenants facing eviction in New York City’s
housing courts. This landmark policy has leveled the
playing field for tenants and has already resulted in a significant decline in the number of families in New York
City losing their homes because of evictions.
As chair of the City Council Health Committee, Mark has risen to national prominence as a leader in the fight
against the COVID-19 pandemic. He has fought for health policy based on science, and has consistently taken
on the racial inequity of both the pandemic and healthcare more broadly.
Mark has created hundreds of units of deeply affordable housing in his district. He secured approval of the
Morningside Heights Historic District, preserving 115 historic buildings. He has successfully fought to preserve
affordable homeownership in New York City by protecting low-income coops.
While chairing the Council’s Parks Committee in his first term, Mark championed greater investment in our city’s
green spaces–securing tens of millions of dollars in funding for neglected parks in low-income neighborhoods.
He has been a champion for improved bus service, more accessible subway stations, and streets which are safer
for all–including pedestrians and bicyclists.
Mark led revitalization of the City Council’s Jewish Caucus as chair of the group in his first term, and is a
leader in the fight against anti-Semitism. He passed legislation creating New York City’s first-ever office for
the prevention of hate crimes.
At the start of his career, Mark taught bilingual math and science at Junior High School 149 in District 7 in
the South Bronx. He went on to found Neighborhood Trust Federal Credit Union, a community development
financial institution which has made $25 million in small loans to low-income families and small businesses in
Northern Manhattan.
Mark earned a B.A. in physics from Haverford College and a Masters in Public Policy from Harvard University’s
Kennedy School of Government.
Mark lives with his family in Washington Heights. He and his wife Ivelisse are proud parents of their sons
Alejandro and Daniel. He speaks Spanish, Hebrew and a smattering of other languages.
Source: The Office of the Manhattan Borough President Mark Levine
diamonddistrict.org
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In the News

includes the cutting or polishing of diamonds in the third
county, like India.
The Members of Congress wrote, “A recent report on
the diamond industry indicated approximately 95 per
cent of the world’s diamonds are cut and polished in
India. Thus, as it stands at this time, a diamond can be
mined by an Alrosa subsidiary, polished or cut in India or
another country, and sold to the United States without
prohibition, making a profit for the Russian government.”
The lawmakers urged the Treasury Department
to redefine the definition of origin that allow the
importation of diamonds from countries that cut or
polish Alrosa gems.
"Second, the United States should work with its Indian
counterparts, as well as those in trading centers such as
Dubai, to ensure they are not being used to line the
pockets of those closest to Vladimir Putin," they said.
Source: The Economic Times

India Gains Preferential Access for its
Jewelry in Australia
Sutanuka Chosal of The
Economic Times reported on
April 2nd that India gained
preferential access for Indian gems
and jewelry in Australia through
the India-Australia Comprehensive
Economic Cooperation Agreement (CECA), which was
recently executed.
The agreement comes on the heels of the Comprehensive
Economic Partnership Agreement (CEPA) which was just
executed with the UAE.
“The historic India-Australia trade agreement is
expected to unlock millions of dollars of additional trade
due to the preferential access accorded towards India’s
gem and jewellery exports to the island nation. While
India-UAE CEPA will build inroads for plain gold jewellery
to the Middle East, and CECA with Australia would
provide preferential advantage for the studded jewellery
sector," said Colin Shah, chairman, Gem & Jewellery
Export Council.
India and Australia already have bilateral trade of $950
million for gems and jewelry. India exports to Australia
gold jewelry and studded and polished diamonds, and
Australia exports precious metals – gold and silver bars –
to India.

Gold Market Holding Solid Gains
According to ISM Service-sector
DataJewelry in Australia
Gold is holding solid gains,
testing resistance just under
$1,950 an ounce, according to
Neils Christensen’s April 5th
reporting in Kitco News.
The ISM reported that its
service-sector index shows a
reading of 58.3 percent – an increase from 56.5 percent
in February.
According to Anthony Nieves, Chair of the ISM Services
Business Survey Committee, “Growth continues for the
services sector, which has expanded for all but two of the
last 146 months. There was an uptick in business activity
in March, but respondents have indicated that they
continue to be impacted by capacity constraints,
logistical challenges and inflation.”
Source: Kitco News

Inflation Fears Keep Gold Steady
Reuters reported on April 6th
that the price of gold continued to
remain steady as fears of inflation
were balanced by expectations
that the U.S. Federal Reserve will
raise interest rates.
“Inflation fears and the inflation data we’ve been
seeing is what’s keeping gold up,” said RJO Futures
senior market strategist Bob Haberkorn. Haberkorn
added that despite the Fed raising rates, gold should
remain strong – though he cautioned if the Fed were
to go a half a basis point, the price of gold could fall.
Rising U.S. interest rates increases the cost of
holding bullion, which is also used as a hedge against
rising inflation.
“There’s still a number of things that could trigger
another rally in gold. Inflation continuing to rise
beyond current expectations, Ukraine/Russia talks
collapsing or a recession,” said Craig Erlam, senior
marketing analyst at OANDA.
Source: Reuters

SOURCE: The Economic Times
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Industry Spotlight
Article continued from page 7
E
 veryone is scared … I know we are. Even though we are very busy, our streets are slow. Everyone is watching this
nightmare play out and it’s not a movie … humans are dying … this is shameful!
— SHERRIE SCHILLING-DEVANEY, SHERRIE’S JEWELRY BOX, TIGARD, OR



S
 ince certain sanctions are sure to hit the mines and the capabilities of exports, I believe natural diamonds will go
up eventually. Perhaps even making lab-grown look more appealing.
— MICHELLE THOMPSON, CRAIG HUSAR FINE DIAMONDS AND JEWELRY DESIGNS, BROOKFIELD, WI
S
 o much emotion has hit us from COVID, now a war. Jewelry is an emotional product. People will continue to buy,
feeling their immortality and not traveling as in the past. More disposable income.
— KAS JACQUOT, KAS A DESIGNS, JEFFERSON CITY, MO



 “ Conflict”? I think that you mean: “Russian invasion of Ukraine.” It will affect everything around the world …
economics, security, product availability and mental health of clients.
— STEVEN WARDLE, FOREST BEACH DESIGN, CHATHAM, MA
T
 hat negative news as well as all the inflation news will cause some to slow down their spending. But not all.
Still plenty to be had out there.
— TOM R. NELSON, NELSON JEWELRY, SPENCER, IA
 R
 ussia doesn’t have anything that can’t be sourced somewhere else.
— MARK THOMAS RUBY, SUNSPIRITDESIGNS, LOVELAND, CO
W
 ell, gold is up $130 an ounce in a week, so it is going to suck!
— JO GORALSKI, THE JEWELRY MECHANIC, OCONOMOWOC, WI
 I think it will drive up gold and labor costs and probably squeeze the supply chains tighter.
— ANDREA RISO, TALISMAN COLLECTION, EL DORADO HILLS, CA
S
 ome diamond houses tout the higher-quality Russian goods, and once you put that out there, that’s a hard
hurdle to overcome now.
— TREVOR WILLIAMS, LEITZEL’S JEWELRY, MYERSTOWN, PA
T
 he uncertainty will affect how willing people are to spend. On the other hand, in the past we have sold some
larger pieces for sentimental occasions during times of upheaval.
— NANCY AND PIERRE PLANTE, PLANTE JEWELERS, SWANSEA, MA
T
 here has been little effect on my business.
— BRADLEY MARKS, IW MARKS JEWELERS, HOUSTON, TX
 It sure as &^%$ won’t help.
— JIM SAYLOR, JIM SAYLOR JEWELERS, KAPAA, HI
 It’s driving up the price of gold, so that’s having an immediate impact for us. From a more general standpoint,
we have no idea how it will affect other raw materials or markets. We don’t deal with super-rich Russian oligarchs,
but if we did, I suppose sanctions would ensure that we … didn’t …
— GRETCHEN SCHAFFNER, EYTAN’S DESIGNS, SHERMAN OAKS, CA
W
 ell, I, for one, will never knowingly buy a Russian diamond until Putin abdicates or is deposed by the people of
Russia. I have already been asked if a diamond I was showing was of Russian origin. The best thing jewelers can
do is vote with our wallets.
— JAMES DOGGETT, DOGGETT JEWELRY, KINGSTON, NH
 It’s not good. It will continue to have a trickle-down effect, whether it be gas or supply chain issues. Along with
the day-to-day decline in our morale, we are all aware that a modern-day Hitler is on the rampage while our
government sits back and says, “Bad dictator, don’t do that!”
— RICK NICHOLS, NASSAU JEWELRY, FERNANDINA BEACH, FL
Source: INSTORE, April 2022
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Market Trends

Zendaya’s Matching Bulgari Diamond
Serpents Starts Elegant Trend – With an Edge
ZENDAYA’S ARMS WERE stacked with Bulgari Serpenti viper bracelets that
climbed up her wrist at the 2022 Academy Awards. The look was at once modern,
youthful and sensual. Serpent jewelry dates back to antiquity, and depending
on the culture and civilization, was associated with both negative and positive
connotations. Most recognized were Cleopatra’s snake jewels. But in Western
culture, much of the meaning of serpents changed when Queen Victoria received
an entwined snake engagement ring with her birthstone — emerald — in the head
of the snake from Prince Albert. This is when serpents, which had represented
eternity, rebirth and renewal, also took on the symbolism of eternal love. They also
became one of the most popular motifs of Victorian times. The sinuous silhouette
Image Courtesy of Shutterstock
that slithers around the finger, wraps around the wrist or coils around the neck
continued to inspired designers and renowned houses throughout the 20th century, each with their own distinctive
point of view and interpretations. Bulgari has been playing with the snake silhouette in a variety of jewels, and those that
Zendaya, brand ambassador for Bulgari, wore are the more contemporary pieces. The necklace that she is wearing is a
preview of the newest collection, which will be shown this spring 2022.
Independent and emerging designers have been creating snake pieces in diamonds or gold, and you can achieve
the look that Zendaya wore to the awards by mixing some of the snake pieces by different creators or by mixing
a serpent or two with some coil bracelets you might have in your jewelry collection, or even thin cuffs or bangles
stacked in between the snake piece.
There are numerous ways to achieve this look, which was the most directional at the 2022 Oscars.
Source: INSTORE

diamonddistrict.org

15

Small Business Support
Section Continued from page 9
yanks out a piece of filigree and tightens it up and adds an S
curve, and that might be two more hours of touching something
up. It takes new jewelers a while to understand that this job they’ve
done elsewhere that they’ve done in three hours, we want them to
spend seven hours on it.”

finalize a look, I turn that sketch into a CAD drawing so that the client
can see the 3D of the piece and give feedback along the way.”

Farnes says that while not all salespeople are designers, if they
are going to be on the floor selling custom, they should be able at
minimum to use templates for sketching. Make sure that those ideas
on paper will work as intended once a piece is cast. That’s when
communication is most important. “And just because a design can
happen in CAD doesn’t mean that physics will allow it to be created,”
she says.

When it comes to pricing, Malka says custom has clear advantages
over tweaking an existing piece of jewelry. “If you are custom making
it, you can let them know from the beginning how much it’s going to
cost. We can price it at the price that makes sense for us and for the
customer.” For example, if a client has a $5,000 budget, Malka may
recommend putting $3,000 toward the stone and $2,000 toward
the ring. “It’s very transparent, and I think transparency is everything
right now,” she says.

Recognize what kinds of designs have resulted in jewelry that
is always coming in for repair, and refrain from creating additional
“problem-child jewelry.” Custom creations shouldn’t come with
issues. “People want to be confident that if they are paying for
custom, the piece is going to last longer,” Farnes says. “It’ll give
you a better custom reputation if you build custom a little better.”

Step Four: Collaborate on the Design
Farnes encourages clients to send her a link to a Pinterest board
they’ve put together. “Nine times out of 10, they have an aesthetic
they like, but there are elements missing that they haven’t been able
to find.”
The biggest challenge comes when someone is extremely
indecisive. “If they don’t know what they want and we have a general
design on paper but not many details, we encounter situations where
it’s change after change after change,” she says. “If there had been
more specifics in the sketch, there would have been less wiggle room
on the design end. If someone can’t make the decision, you almost
have to take the reins and make the decision for them.”
As owner of Ellie Thompson + Co., Chicago, designer Ellie
Thompson handles all custom sales, meeting across a table with
the client and listening intently. “I find out what the customer wants
to achieve. What’s the most important thing? Is it using her mom’s
stone, or finding the perfect shade of pink for a gemstone, or
something else? I focus on that, present two concept ideas that
check the boxes, find out which they prefer. If you get stalled, tell
them there are stopping points along the way, like the CAD image
they get to see first. Having that reassurance that they will never
have to pay for a piece they don’t like really helps. Then review what
you’ve gone over so far, listen and refine. Get close enough to get a
deposit and move on to the next steps.”
Rebecca Larson of Barry Peterson Jewelers in Ketchum, ID, asks
for photos to create a vision board. If the item is to be a gift for
someone, she also asks for pictures of the gift recipient to get an
idea of their style.
In some cases, though, the client seeks out a designer because
they want a piece made in the designer’s personal style. Matthews,
for example, only accepts clients who want her to design in her
aesthetic. “To capture the vision, I ask for inspiration images and
ask a lot of questions. Then I take my design style and turn that into
something aligned with their vision. I also find visual examples and
make mockups in Photoshop or Canva to explain things. Once we

16

Step Five: Close the Sale

At Green Lake, nothing is done beyond initial sketches until
the client has put half down on the piece and full payment on the
gemstones. When the design plan is in place, designers simply ask,
“How would you like to pay for that?” and somewhat surprisingly
to Tuttle, quite a few clients pay for the whole thing up front, even
though they may wait up to 12 weeks for the finished piece. If clients
have a referral, visit the store and meet with an artist, there’s an 80
percent close rate that day after an initial consultation of an hour or two.
Farnes, too, doesn’t charge for initial sketching. “But if you’re going
to invest any more than sit down and sketch time, you have to get a
deposit for a CAD or carving,” she says. “The deposit can go toward
the custom piece. If it’s not completed, the deposit pays for your
labor.” Farnes asks clients to sign a contract. “It’s so much easier to
put $300 or $400 into having an attorney draft a contract for you
than to be giving refunds left and right.”
Wolf closes custom sales by offering immediate gratification in
the form of same day, in-house CAD and wax carvings without even
requiring an appointment. After the client has agreed to design
details on a sketch and paid an $825 up front design fee, he and his
team work on the CAD while the customer goes out to lunch. After
lunch, with the CAD approved, he can print a wax model in house in
30 minutes. Completion time is about three weeks.

Step Six: Get the Word Out
Malka realized she had achieved Instagram marketing success
when clients began bringing her photos that she’d pinned on
Instagram from her own collection, rather than photos from
another store or designer. Until then, she didn’t realize how impactful
Instagram could be. “We’re just all organic and SEO,” she says. “I do
pay for Google Ads, but that’s about it. It’s blogs and Instagram and
recommendations from previous clients.”
Matthews says the first step in marketing is to create a page on
your website where potential clients can land to understand the
process. The more you visually convey the experience through
images and photos, the easier it is to sell custom work. She
suggests using an intake form that includes everything needed to
vet the customer. Allow the customer to book a free consultation
using a calendar link. “Doing this up front helps you reduce any
churn or indecision,” she says.
On your custom jewelry page and across your website, include
any social proof icons for publicity or media coverage and a few
customer testimonials.
Vol. 142 | May 2022
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Peterson says no matter the medium, get the right message out. “Understand what you really do. If you say you are custom design
experts, and by that you mean you can make any ring in three colors of metal or turn a stone sideways, that’s not the same thing and it’s
not legitimate. You better have the chops to back it up. But if it is the case that you are a true custom jeweler, then you do things like create
videos that show the transformation from sketch to finished product. You focus on the process. By the same token, if what you’re really
good at is customizing, say we’re great at making it your way.”
Source: March 2022 Issue INSTORE Magazine

TIPS TO RUN YOUR
SHOP MORE EFFICIENTLY

On March 28th, David Geller provided INSTORE readers with
easy and cheap tips to run their jewelry shops more efficiently.
Gellers writes:

into a jeweler’s box and see green Thursday stickers and it’s
Thursday, then you need to give the work to someone else or call
the customer.

A client recently asked me, “Should I put my jeweler on
commission? I need to push her to get out more work.”

The second system we used was our computer POS program,
in which we made a “location” for every place an envelope could
reside, like:

In 1988, I put all five of my jewelers on 100 percent commission,
which is how my price book is formulated. Three things must be
in play:
1. T
 hey must have more work in their box than they
can do in a day.
2. They must be uninterrupted about 80 percent of the day.
3. They must be paid the full commission amount, even if
you discount or don’t charge the customer.
All three must happen, but especially No. 1. If their work is all
finished by 2:30 in the afternoon, you can’t expect them to not
be paid for the remainder of the day. If you don’t have all three
of these things in play, stick with paying them hourly.
“So how do I make them more productive? Our jobs are not
coming out on time and my customers are upset.”
When I ran a shop, I bought day of the week stickers,
which come in circles with a color for each day of the week.
I placed a day of the week sticker on the top right of each
envelope. The sticker indicated the day before our “promised
by” date.
This gave us one day to inspect the job. If it needed to be
appraised, the sticker day was 2-3 days in advance.
With this system, if you walk into the shop at 5 p.m. and look
diamonddistrict.org

 Jeweler Sam

 Hold Box

 Jeweler Mary

 Waxer/CAD Box

 Order Box

 Finished Box

Every time we moved an envelope to a new location, we scanned
the envelope to indicate that. Rather than the staff interrupting
our jewelers to ask, “Who’s got Mrs. Smith’s $20 chain solder?”,
they could find it quickly in the POS system.
I also printed a list every morning of all jobs that “Jeweler
Sam and Jeweler Mary” had that were due in the next three days.
I gave them the list at 9:15 and they had 15 minutes to give it back
to me and write on the list if each would be ready on time or not.
If not, we’d give it to another jeweler or call the customer
and give it a new promise date (which required movement in the
POS program, a new colored day of the week sticker and a plain
red round sticker on the envelope, which communicated to the
jeweler that “we’ve put this customer off once; it must be done
on time”).
I printed the order box list once a week and gave it to the
office staff. They had to call vendors and make sure parts, findings,
and anything on order was going to arrive on time. If not, they’d
order from a different vendor.
Source: INSTORE
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Crime Report

Axe-Wielding Masked Man Threatens Bystanders
in Birmingham, England, As Van Smashes
Through Jewelry Store

Image Courtesy of Birmingham Mail/
BPM Media

On March 3rd, as a man wielding an axe threatened and ordered bystanders
to go back into stores, a highway maintenance truck backed into Danyaal
Jewellers in Birmingham, England.

After the truck backed into and through the store, the man with the axe and
his accomplice in the truck entered the store and stole jewelry.

West Midlands Police reported that no one was in the store at the time of the attack, and they are still
working with the owner to ascertain what was taken. However, police believe three vehicles were involved in
the robbery. All three vehicles have been recovered but the suspects are still at large.
Source: The Independent

Group of 9 Commit Smash & Grab Jewelry Theft
in San Jose
Shortly before noon on March 14th, a group of 9 suspects ran into a San Jose,
California jewelry store, smashed open display cases and made off with tens of
thousands of dollars in jewelry.
Image Courtesy of Jewelers Security
Alliance

The robbery marked the third time the business was hit since October 2021.
Source: Jewelers’ Security Alliance

9 Held Hostage in Arizona Jewelry Story Robbery
Nine people were held hostage by 4 gun-wielding robbers who tried to steal
$1.5 million worth of merchandise from a Glendale, Arizona jewelry store.
According to March 20th reporting by INSTORE, the robbery occurred just
before 7pm at a Jared store. No one was injured when the four men – each
wearing ski masks – entered the store and zip-tied several victims. The perpetrators
took jewelry from the store and personal items from both patrons and employees.
Just before 7 pm, a woman called 911 when she saw the four men enter the store. Police arrived and took all 4
suspects safely into custody. All four face charges of armed robbery, aggravated assault and aggravated robbery.
Source: INSTORE

5 Roll up in Stolen Car and Pull Smash and Grab Job
in Beverly Hills
On March 22nd, 5 individuals pulled up to a Beverly Hills jewelry store in
a stolen car, got out and committed a smash and grab robbery of the stores
front window display. The brazen robbery happened in the middle of the
afternoon – 2 pm.
Armed with sledgehammers, the robbers escaped with between $3 and $5 million worth of jewelry.
Source: Jewelers’ Security Alliance
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Wisconsin Security Guard Fires Shots at Grab and Run Thief
A security guard fired shots at a thief who robbed a coin and jewelry store in
Kimberly, Wisconsin on March 28th.
According to reporting from WBAY-2 News in Green Bay, after Voecks’ Fox Valley
Coin & Diamonds was robbed in a “grab and run,” an employee ran after the suspect.
The suspect tried to run that employee over in their car and that is when the employee
fired shots at the suspect.
The employee was confirmed to be an armed security guard working at the store
according to Fox Valley Metro Police. The security guard was not hurt.
The 37-year old suspect was later apprehended and booked in the Outagamie County Jail and will be
charged with felony theft. Authorities are also investigating the security guard’s use of the gun.
Fox Valley Coin has been buying and selling diamonds, silver, gold and coins since it opened in 1964.
Source: WBAY-2

Incidents of Jewelers’ Cars Being Robbed on the Road
On March 31st INSTORE published a report from the Jewelers’ Security Alliance
(JSA) recalling instances of jewelers being robbed on the road – perpetrators
following the jewelers until their vehicles stop at a restaurant or gas station and
then stealing jewelry from their automobiles.
On March 8th in Jacksonville, Florida, a traveling jewelry salesman was followed
for several hours, and when he stopped for gas, his jewelry was stolen when he left
his vehicle to pay.
On March 6th in Chantilly, Virginia, a vendor left Dulles Expo Center with jewelry in a backpack. When he
stopped at a fast-food restaurant, an individual opened the back of his van and stole the backpack.
JSA offered the following suggestions for jewelers to protect themselves on the road, which was published
in INSTORE. They are:
1. Never leave jewelry in an unattended vehicle. In addition to the loss, most jewelry insurance policies
don’t cover losses from an unattended vehicle.
2. Whether leaving home, a store or a jewelry show, jewelers must always be alert to whether they are
being followed. Take a few minutes to engage in evasive driving techniques: circle the block, drive
slowly, make a U-turn, and see if you are being followed.
3. When traveling with jewelry, gas up at stations where you can pay at the pump or pay an attendant.
Use drive-through fast food restaurants where you do not have to leave jewelry in the car.
4. It is much safer to ship merchandise to and from trade shows rather than hand carry it.
Source: INSTORE

$50K Stolen in Smash and Grab in the Bronx
Five thieves participated in a smash and grab at a Bronx jewelry store on April 4th, reported Hannah
Ferrera for the New York Post.
The robbery, which was caught on camera, involved the suspects exiting a black sedan in front of M & N
Gold Jewelry at 1627 Westchester Avenue in the middle of the afternoon on Sunday, April 3rd. One suspect
used a sledgehammer to smash the front window of the store and the men made off with $50,000 worth
of jewelry.
Source: New York Post
diamonddistrict.org
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More information on the new policy
on private sector COVID-19 vaccination
requirements for business owners
Beginning December 27, all workers in New York City who perform in-person work or interact
with the public in the course of business beyond a quick and limited purpose will be required to
show proof of their ﬁrst dose of the COVID-19 vaccine. Workers will have up to 45 days to receive
their second dose of a two-dose vaccine. Covered businesses are required to exclude from the
workplace all workers who have not met this requirement, with the exception of individuals who
have requested reasonable accommodations for medical or religious reasons by December 27. For
a full list of covered businesses, requirements, and exemptions, go to nyc.gov/vaxtowork.

Here is a helpful checklist to make sure your business is prepared for this new policy:

• Familiarize yourself with covered businesses, requirements,
and exemptions.
• Have a plan in place to maintain worker vaccination records
and process reasonable accommodations. Covered businesses
are responsible for collecting proof of vaccination and securely
maintaining records. Your plans should also include a process
for determining whether workers are eligible for a reasonable
accommodation.
• Be prepared to make your records available for inspection upon
request by a city agency.
• When you are in compliance, sign the NYC afﬁrmation and
place it in a clearly visible area of your business. Businesses must
sign and post the affirmation no later than December 27.
You can download the afﬁrmation form at nyc.gov/vaxtowork.
For more information on this policy, please visit nyc.gov/vaxtowork.
If you are a small business with further questions, you can also call NYC
Small Business Services at (888) SBS-4NYC (888-727-4692) for assistance
understanding and implementing this policy.
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