
6 Ways to add lots more6 Ways to add lots more
$$$ to your checkbook$$$ to your checkbook

OrOr
How you can make more moneyHow you can make more money

with paper than GOLD!with paper than GOLD!



The Science of Increasing YourThe Science of Increasing Your
SalesSales

•• Increase your average ticket priceIncrease your average ticket price
•• Sell to more peopleSell to more people
•• Get the current customers to visit moreGet the current customers to visit more

oftenoften
•• Sell additional items to those who comeSell additional items to those who come

into the doorinto the door
•• Increase your closing ratioIncrease your closing ratio
•• THE BEST SELLING TOOL AVAILABLE!THE BEST SELLING TOOL AVAILABLE!



Increase your average ticketIncrease your average ticket
priceprice

•• Thoroughly examine customerThoroughly examine customer’’s jewelrys jewelry
other than what they asked for.other than what they asked for.

•• Obvious: prongs, thin shanks, clasps, tabsObvious: prongs, thin shanks, clasps, tabs
on chains.on chains.

•• Use a microscope with computer monitor.Use a microscope with computer monitor.
Make the pimple the size of Mt.Make the pimple the size of Mt.
Rushmore!Rushmore!



MicroscopeMicroscope



MicroscopeMicroscope

•• Works with The Edge and also plugs rightWorks with The Edge and also plugs right
into a monitor, no computer needed at all!into a monitor, no computer needed at all!

www.thelittlecameras.com



Sell to more peopleSell to more people

•• AdvertisingAdvertising
1.1. TV/Radio/PrintTV/Radio/Print
2.2. Website, most importantly EMAILWebsite, most importantly EMAIL
3.3. www.constant.comwww.constant.com |||| wwww.icontact.comww.icontact.com
4.4. Direct Mail || Thank You CardsDirect Mail || Thank You Cards



AdvertisingAdvertising--Add placed betweenAdd placed between
Christmas & New YearsChristmas & New Years



Advertising Custom DesignAdvertising Custom Design



AdvertisingAdvertising



New Card fromNew Card from PurePostcards.comPurePostcards.com

•• 8.5 x 68.5 x 6”” color postcard, both sidescolor postcard, both sides
•• Mails 1Mails 1stst class regular mail.class regular mail.
•• Email them your customer list and they willEmail them your customer list and they will

mail it all for you.mail it all for you.
•• Swing Guard comes from R Findings.Swing Guard comes from R Findings.
•• Eye Loupes come from JewelerProfitEye Loupes come from JewelerProfit
•• www.jewelerprofit.com/DirectMail.htmlwww.jewelerprofit.com/DirectMail.html







Get the current customers to visitGet the current customers to visit
more oftenmore often

•• Check & Tighten || Battery || Ask aboutCheck & Tighten || Battery || Ask about
other items to repair (restring pearls)other items to repair (restring pearls)

•• Do Other Things:Do Other Things:
1.1. Custom DesignCustom Design--Big Bucks!Big Bucks!
2.2. Repair PhonesRepair Phones -- I LOVE THIS IDEA!I LOVE THIS IDEA!

((““We can Fast Fix AnythingWe can Fast Fix Anything””))
((““The only thing we canThe only thing we can’’t fix is thet fix is the
crack of dawn and a broken heartcrack of dawn and a broken heart””))

•• Call a week later to check on the repairCall a week later to check on the repair



Sell additional items to those whoSell additional items to those who
come into the doorcome into the door

•• Stock things they WANT.Stock things they WANT.
•• ““Maintenance itemsMaintenance items”” (cleaners & buffing(cleaners & buffing

cloths) are fine but people want to buycloths) are fine but people want to buy
FUN!FUN!

•• Fun jewelry (If mall allows), silver,Fun jewelry (If mall allows), silver,
costume jewelry, sun glassescostume jewelry, sun glasses

•• Eye glass and phone repair.Eye glass and phone repair.



Increase your closing ratio &Increase your closing ratio &
average ticketaverage ticket

•• REPAIRS:REPAIRS:
1.1. ““TypicalTypical”” repair places closes 90%.repair places closes 90%.
2.2. Really competitive stores might haveReally competitive stores might have

70+% but you can increase that.70+% but you can increase that.
3.3. $25$25--$35$35
4.4. $40$40--$65$65
5.5. $100!!$100!!
Will share how shortlyWill share how shortly



Increase your closing ratioIncrease your closing ratio

•• PRODUCT:PRODUCT:
1.1. ““TypicalTypical”” American Jewelry Store sell 3American Jewelry Store sell 3

people out of 10 who look in the case.people out of 10 who look in the case.
2.2. If you sell 3 people out of 10 a $100If you sell 3 people out of 10 a $100

item, for every 10 people you see salesitem, for every 10 people you see sales
= $300.= $300.

3.3. If you could sell 4 out of 10, youIf you could sell 4 out of 10, you’’d selld sell
$400, a 25% INCREASE in sales w/o$400, a 25% INCREASE in sales w/o
any additional advertising or costs.any additional advertising or costs.



Increase your closing ratioIncrease your closing ratio

•• PRODUCT:PRODUCT:
4.4. If you could increase the sale fromIf you could increase the sale from

$100 to $125, sales would go up by$100 to $125, sales would go up by
25% just on raising the average sale.25% just on raising the average sale.
BUTBUT…………………………………………....

5.5. Combine now selling 4 out of 10 aCombine now selling 4 out of 10 a
$125 item, then for every 10 people$125 item, then for every 10 people
you see sales would go from $300 toyou see sales would go from $300 to
$500, a whopping 40% increase!$500, a whopping 40% increase!



Custom Design Closing ratioCustom Design Closing ratio

•• CUSTOM DESIGNCUSTOM DESIGN
1.1. ““TypicalTypical”” jeweler doing custom designjeweler doing custom design

sells 6sells 6--7 people out of 107 people out of 10
2.2. Takes virtually no inventory, justTakes virtually no inventory, just

expertise. But your whole businessexpertise. But your whole business
model is built upon expertise, isnmodel is built upon expertise, isn’’t it?t it?

3.3. Will share how shortlyWill share how shortly



Average Custom Design SaleAverage Custom Design Sale

•• WHAT IS YOUR AVERAGE CUSTOMWHAT IS YOUR AVERAGE CUSTOM
DESIGN SALE?DESIGN SALE?

•• $100$100 -- $750$750 8.50%8.50%
•• $751$751 -- $1000$1000 22.50%22.50%
•• $1000$1000 -- $2000$2000 39.40%39.40%
•• $2001$2001 -- $3000$3000 20.20%20.20%
•• $3001$3001 -- $4000$4000 5.60%5.60%
•• Over $4001Over $4001 3.80%3.80%

Look!
82% of the time the
Average sale is easily
$751 to $3000!
With a 70-85%
Closing ratio



Selling Custom DesignSelling Custom Design

•• Depending upon your expertise it can beDepending upon your expertise it can be
as simple or complex as youas simple or complex as you’’d like.d like.

•• Simplest:Simplest: Stock waxes, $2 each, castStock waxes, $2 each, cast
with customerwith customer’’s gold:s gold: $195 plus setting,$195 plus setting,
material.material.

•• Draw picture, send to outside source toDraw picture, send to outside source to
carve wax.carve wax.

•• Everything in houseEverything in house



Selling Custom DesignSelling Custom Design

•• Stock Waxes:Stock Waxes:
LEX WAXLEX WAX
800800--272272--92999299
www.kcwaxes.comwww.kcwaxes.com



Selling Custom DesignSelling Custom Design

•• Draw a design or copy from a magazineDraw a design or copy from a magazine
•• Send to outside sourceSend to outside source

GaryGary WesdropWesdrop
JewelJewel--CraftCraft 800800--525525--54825482

Katherine HowellKatherine Howell
The Wax DepartmentThe Wax Department 270270--689689--12001200

MikeMike GerwigGerwig
CAD TrendsCAD Trends 479479--846846--10101010



Selling Custom DesignSelling Custom Design

•• Everything in House:Everything in House:
StullerStuller ““Counter SketchCounter Sketch””
Carve wax by handCarve wax by hand
Plain oldPlain old ““order the parts and assembleorder the parts and assemble””



THE BEST SELLING TOOLTHE BEST SELLING TOOL
FOR THE SHOPFOR THE SHOP

•• Hands down, the same price for everyone,Hands down, the same price for everyone,
this is universal pricing across the country,this is universal pricing across the country,
your price is the same as what we chargedyour price is the same as what we charged
Donald Trump and John Doe.Donald Trump and John Doe.

YOUR OWN PRICING GUIDEYOUR OWN PRICING GUIDE



PRICING GUIDEPRICING GUIDE

•• Having a pricing guide EVERYONE in theHaving a pricing guide EVERYONE in the
store uses can EASILY add $416 a day tostore uses can EASILY add $416 a day to
the till.the till.

•• ThatThat’’s $100,000 added to the bottom line,s $100,000 added to the bottom line,
w/out added costs at year end.w/out added costs at year end.

•• If you make a 10% NET, THE NET ProfitIf you make a 10% NET, THE NET Profit
at year end, an extra $100,000 is theat year end, an extra $100,000 is the
same as opening another store that doessame as opening another store that does
$1 million annually!$1 million annually!



PRICING GUIDEPRICING GUIDE

•• Customers believe it when its in writing.Customers believe it when its in writing.
•• Reduces questions andReduces questions and ““cancan’’t you dot you do

better?better?””
•• Visual is best. PointVisual is best. Point ““ThatThat’’s all it is.s all it is.””
•• ““Blue BookBlue Book”” of our industry/chain of stores.of our industry/chain of stores.
•• Have envelope handy, start writing andHave envelope handy, start writing and

assumeassume…………………………………………....
•• No price list gets youNo price list gets you ““CanCan’’t you dot you do

better?better?””



PRICING GUIDEPRICING GUIDE--YoursYours

Rhodium Plating? Can the staff remember?



PRICING GUIDEPRICING GUIDE--II’’d Suggestd Suggest



PRICING GUIDEPRICING GUIDE--TRAININGTRAINING

•• 1997 study with 876 jewelers proved1997 study with 876 jewelers proved
Osmosis doesnOsmosis doesn’’t work in training the staff.t work in training the staff.

•• Like children, the staff must be spoon fedLike children, the staff must be spoon fed
& trained.& trained.

•• Sales meeting, many times a month.Sales meeting, many times a month.
¼¼ -- Pricing and how procedures are donePricing and how procedures are done
¼¼ -- Product KnowledgeProduct Knowledge
¼¼ -- SalesmanshipSalesmanship
¼¼ -- Store newsStore news



How to sell Shop ServicesHow to sell Shop Services

•• Schlitz BeerSchlitz Beer
•• ASK YOUR JEWELER 3 QUESTIONS:ASK YOUR JEWELER 3 QUESTIONS:

1.1. What is the most expensive itemWhat is the most expensive item
youyou’’ve every worked on?ve every worked on?

2.2. How long have you worked at Fast Fix?How long have you worked at Fast Fix?
3.3. How long have you been a jeweler?How long have you been a jeweler?

•• Practice & Role playPractice & Role play



CanCan’’t get the prices in the mall?t get the prices in the mall?

•• Are repair prices really checkable?Are repair prices really checkable?
•• Does THAT store haveDoes THAT store have ““LennyLenny”” oror

““DavidDavid””??
•• Do you have a wonderful guarantee?Do you have a wonderful guarantee?

Where?Where?
•• Why not? Sets you apart.Why not? Sets you apart.
•• Offer & ChargeOffer & Charge

1.1. Check & Tighten $$$$$$$$$Check & Tighten $$$$$$$$$
2.2. Refinish JewelryRefinish Jewelry
3.3. Rhodium all white goldRhodium all white gold



New Government LawNew Government Law

•• You are not required to answer anyYou are not required to answer any
question asked of you by a customer.question asked of you by a customer.



22ndnd New Government lawNew Government law

•• A customer is not allowed to touch ourA customer is not allowed to touch our
products without our permissionproducts without our permission



Understanding your businessUnderstanding your business

•• Many of you have the same or lower salesMany of you have the same or lower sales
than when I spoke to your group 8+ yearsthan when I spoke to your group 8+ years
ago in Vegas.ago in Vegas.

•• Computerize so you can track how wellComputerize so you can track how well
youyou’’re doing, how your staff is doing andre doing, how your staff is doing and
contacting your customer base. A MUST!contacting your customer base. A MUST!

•• Setup QuickBooksSetup QuickBooks



QuickBooksQuickBooks

•• SALESSALES
Product SalesProduct Sales
Product Cost of GoodsProduct Cost of Goods

SHOP SALESSHOP SALES
RepairRepair
DesignDesign
Watch Repair & BatteriesWatch Repair & Batteries



QuickBooksQuickBooks

•• SALESSALES
SHOP SALESSHOP SALES

RepairRepair
DesignDesign
Watch Repair & BatteriesWatch Repair & Batteries

COST OF SHOPCOST OF SHOP
Jewelers Wages & TaxesJewelers Wages & Taxes
Findings/Findings/MtgsMtgs/Stones/Supplies/Stones/Supplies
Laser LeaseLaser Lease
Outside laborOutside labor



QuickBooksQuickBooks

•• YouYou’’re looking for Shop Sales to be 2re looking for Shop Sales to be 2--33
times your shop costs.times your shop costs.

•• You will not be able to find your costs in aYou will not be able to find your costs in a
POS program.POS program.

•• If QuickBooks doesnIf QuickBooks doesn’’t show the shop ist show the shop is
making as much as money as youmaking as much as money as you’’d like,d like,
then everythingthen everything poiintspoiints to the staff at theto the staff at the
counter!counter!



TOMBSTONETOMBSTONE

•• ““Here lies Jerome the JewelerHere lies Jerome the Jeweler””
•• ““He sized every ring in OrlandoHe sized every ring in Orlando””

NOT!NOT!

Mantra:Mantra: Do a great job, pleaseDo a great job, please
customers, give them service & expertise theycustomers, give them service & expertise they
cancan’’t buy elsewhere, treat them as yout buy elsewhere, treat them as you’’d like tod like to
be treated, pay your people and yourself well.be treated, pay your people and yourself well.
Take a vacation.Take a vacation.



LastlyLastly……....

•• What do you do for a living?What do you do for a living?



Wrong!Wrong!

•• Wrong answer, correct answer isWrong answer, correct answer is



Correct AnswerCorrect Answer

•• YouYou’’re a bankerre a banker
•• You useYou use ““Jewelry RepairJewelry Repair”” as your way ofas your way of

earning interest.earning interest.



Reasons for financial distressReasons for financial distress

•• DonDon’’t charge enough for your repairt charge enough for your repair
services.services.

•• Inventory over a year old.Inventory over a year old.
•• Store traffic.Store traffic.

•• FIX THIS and life is good!FIX THIS and life is good!
–– Be GoodBe Good………………………………………………………………



Have a great year!Have a great year!

•• David GellerDavid Geller
•• www.JewelerProfit.comwww.JewelerProfit.com
•• (404) 255(404) 255--95659565
•• David@JewelerProfit.comDavid@JewelerProfit.com


