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Roundtables: The Hot New Way for Retailers to
momesremneresn  Sell Colored Stones

By Jennifer Heebner, Senior Editor
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Lois Wacholiz is considered by many fo be the
poneer of roundtable sales, Thal's because on a
Saturday in September 1587, the co-owner of
Christopher's Fine Jewelry Design in Chamgaign, 01,
s&l up some card lables in her slore and inviled
seven colored stone—loving chents to come in for an

afternoan o indulge their passion

Longtime gemsione dealer Barmmey Goff, now
deceased, had piAched her the idea of having an
intimate sales event, and when given the chance,
browght im a rich selection of loese faceted rubles

garnéls, sapphires, and tourmalings as well as

A roianediakde 0 achon ot CRASIoEhers Fing SEWENY i

Chasnpaign, |

Wacholtz to show her chenls

As Goff passed the siones around in their gemsione papers
—"because @ sent the massage of opening a present,” says
VWachokz—the store’s jpwelry designer (and Wacholz's partner},
Chrigtopher Jupp, briefly advised shoppers on how they might set
the gems indo finished jewely. Chents were instructed to place
dibs on the stones they wanted to buy. Later, they'd be able to
determine exactly which ones they wanied to take home, and
alow dibbers next in line the chance o buy the stones they didnt
want. After an hour and a half, the gathering ended and the
owners had sodd nearly 58,000 in gems, all of which came back

inlo the store in the following Six weeks 1o be made into $9,000 A jpatron considers how a cokored shone looks

of har hang
worth of cusiom jewely. “That was a good time,” says Wacholtz

0 was than that WachoRz, Jupp, and Goff realized the potential of
color. “We recognized that colored gemsiones had better profit
margins than diamonds,* she says, The trio also reakzed that
while chents Bked trunk shows, the store gatherings didn't abways
drive sales. On the other hand, a roundiable (as the event was
caled) helped inceniivize chenls fo buy stones on the spol—you
snooze, you lose, or so the thinking wenf. Even chents unfamiliar
with the jewelry trade recognized the implcit truth about color
Unkke diamonds with their grading reports and easy-to-compare

charactensbcs, gemsbones wera one of & kind. “There's no

Christopher's co-owner Christopher Jupp

resigiance to color because customers canl go down the siresl

and check out a competing price,” Wacholiz says.
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Anecdotal reports suggest that the number of merchants hosting
roundtables & growing—and with good reason. Roundiables are
a high-enangy blend of education and enterainment that
strengthen bands amang existing chents (in addibien to ties
between dealers and merchants) and forge camaradere amang
participants. Gheen that dealers bring the mvenlory, and take i
back with them when they leave, the events are proving o be a
lowr-cost way to get a wide variety of loose goods with great

margins in front of consumers who can touch everything and

learn about the gems from the guest dealer. The events also boost

business for in-house design depariments as wel as sales These 157 ets. L haxagen-shape Afghani
golden beryls wene browgh to a roundtable n

among independent gemstone cutters, who tend to favor z Gams in Royal Ouk. Mich , and

creative—nat calibrated—cuts that won't fit into standard inso earmings by Rogt siore Abzott Tayi

mountings. HEwkiecs of Tutsan, AfL

What's more, roundiables take place over 8 couplé of hours rather than the days required to host a trunk
show. Participanis like them for their uniquée abity to focus aftention on single gems, alowing guésts to hawve
an “mtimate connection with each and every parcel,” says Belty Sue King, owner of King's Ransom Pearls n
Sausalio, Cabf

Perhaps most important, roundtables can be quite profitable
pecause they are designed to nspire salkes,

To wit: At a two-gvening event 8l Cooper & Binkléy Jewelers in
Brighton, Mich., dealers Roger and Ginger Dery of Speciral Gems
in Royal Dak, Mich., helped the retaider sel 5100,000 worth of
stones. Thanks fo wel-curated tables of interested, sxcied
clients who understood the exclusivity of the store invitation, a
wide variety of recks were sold— from abundant amethyst io rare

alexandrite, in sizes ranging from moedest one-caraters to bully 19

ot hunks. This .58 ct. ranbow "mocnstone” labeadarite i
an example of a stone Barbara Lasmesce of
Barbara Lawrence Fing Semsiones in Brocking,
I was, howeves, the chant seated 1o Roger Dery's right—the kiags.. bAngs 1o roundiables

“prime seal,” given to a loyal, baglime customer, he explains—ihal

made the évenl memorable. By the énd of one of the evenings, with nearly 25 slones in front of her, a sales
associate asked if any of the gems were “speaking” to her. She rephed: “Ttake them al” After the
exuberance over the sale subsided, Dery came to a conclesion: “When clenis have the opportunity to see
fantastic, cusiom, faceted gemstones, many wil catch ther aye.” he says.

To organize your own in-siora roundtable, consider these simple
guidelines: keally, guests should number between skx and 22
(though sometimes more). To il the seats, send out handwritten
imvitations and follow up with phione cals, Veleran hosts advise
against prejudging customers on their abilty 1o buy or i
appreciate colored gems, for many, ¥'s a novel éxperignce that
new and existing chents—and custom design fans, in
particular—can enjoy.

Dealers bring up to 150 stones to appeal to different tastes and

drive a sense of urgency to buy on the spot; prices can start as A 12 of gems from Colemibus, Chic-based
Geearny 2000 1.5 c4. trilion-cut yeliow sapphine,
$1,000; 448 ct. ovakshape pinic sapphine,
sarved as well a8 wine, bui stay away from sticky sweet treats  527.000: 2 08 ct. cushan-cut blug sapphie,
0.0

low as 5150 retail. Finger foods ke calery sticks and nuis are

o avosd smudging the stones, The area where the showings take
place should be wel B, and every gemsione should be numiberad
fo faciflate ease of dibbing. The order of seating is planned; make Sure your best customers are sealed fo the
dealer's right, ensuring they are the first to view the stones and the first bo be able to cal dibs, which gives
them first right to buy after the stones have made their way around the table. Says Dery: “R is nof uncommaon

fo hawe numerous dibs on any particular stone.”

At King's first roundtable in the summer of 2004, the store accidentaly—and without King's knowledge
—placad the best buyers to her left, inadvertently robbing them of their chance to inkiate the dibbing frenzy
that typicaly ses the tone for the get-togethers. On that day, the biggest spenders “were the last to get the
parcals,” King notes. The lesson kearned: “How | always check io make sure the most energizing buyers. are
on rmy right,” she says



The tricksest part of roundiables is the balancing act they require
Roundtables aren't about the food or wine, nor are they a lengthy
educational opporiunity, leciure, or design consultation. (That
comes after the sale. ) Roundtables are designed to sell
gemstones. And when done well, they can nurlure colectors

whio look forward to annual visits from ther favorite dealers

*During the show, seling is your main objective,” says dealer
Barbara Lawrence, owner of Barbara Lawrence Fine Gemstones
in Brooking, Mass. "And that can only be done by keéping the

flow of gemsiones going around the table.”

For more on colored stones on JCKonline.com:

+ Rockin' Gemslong Jewely

+ The Ruby Ruse: How Jewelers Can Avoid the Lead Glass—Filed
Gems

+ Red Alert: The Lead Glass—Filed Ruby Saga Continues

Pieces ke this carved Ukranian aquamarine
2 ey wabed Tl sagipture (Trem lapadary
Shaaris. Cottier Shandk of Southfield

Mizh —baced Gemscapes) ane 5ol in
roundtables with Christopher's Fine Jeweiny.

To Learn More Tricks of the Roundtable Trade...

Look for seminar presentations and role-playing events on how to host your own roundtable at upcoming

jewely trade shows. Lols Wacholtz of Christopher's Fine Jewelny Design in Champaign, IL, i a8 frequent

speaker on the subject, as are representatives from the Amercan Gem Trade Association, which has

devized a step-by-step guide on how to host them. For more information and dates of future

presentations, contact AGTA af B00-572-1162, or at agia orpg.

JCK 5: Round Tips
Advice for hosting your own sale

1. Be the expert for the evening. You need to show
customers a certain kevel of “competency about colored gems
and custom design,” says Mancy Schuring, president of
Devon Fine Jewelry in Wyckoff, N.J. Belty Sue King of King's
Ransom Pearis plays a pre-event PowerPoint presentation on
pearts for staffers and hands out step-by-step handbooks o

newbies.

2. Conduct roundtables with gemstones, not
diamonds. Trust us: Looking at all those diamands gets dull
Chents react more to color. “I's quicker o grasp,” says Lois
Wacholz of Christopher's Fine Jewelry Design

L
Specirsl Gems’ Roger Dery addressss guests

at a Dwvon Fine Jewelry event
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