Jewelry Stores
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Ok, here's how jewelry stores operate.

They sell watches, bracelets, necklaces, earrings, and rings made of silver and gold, with jewels like diamonds and rubies, or stones like opal and turquoise. Diamond jewelry is the biggest product.

A typical jewelry store has $1 million of annual sales, 6 employees, and 1,500 square feet of space.

They buy from dozens of suppliers, and some also make their own jewelry. A typical store carries 3,000 different items. Inventories are very large, equal to more than 6 months of sales.

Jewelers target a specific type of customer, according to income. At stores that target customers with income below $100,000, the average unit selling price may be $300. The price mark-up for all jewelers is from 50 to 100%.

Sophisticated websites have become an important source of sales for chains and for independent stores that can afford them.

Here are some strategic things you should know.

Diamonds are the largest expense and biggest inventory item. The cost of diamonds is heavily influenced by De Beers, of South Africa. The cost of gold can change rapidly from month to month.

Revenue is highly seasonal, with 40 percent coming in the months before Christmas. Mother's Day and Valentines Day are also big selling times. 

Store location is closely related to customer targeting. Stores in small neighborhood malls sell lower-cost items than those in stand-alone stores or stores in big covered malls.

Business is strongly affected by economic slow-downs. During the recession, Christmas sales dropped 25 percent.
Here are some good talking points.
How big is their store, in square feet?

How many items do they carry? What are the most popular ones?

What percent of their items have diamonds?

Do they make any of their own jewelry?

What income range of customer do they target?

What's the average unit selling price?

How large an inventory do they carry, how many months sales?

How seasonal is their business?

How much were they affected by the recession?

And finally, how do they see their business changing in the future?

Now, you're ready.

