The tmeis ripe for
building personal,

with customers,

Today's diamond market is very different
from what it was a decade ago. Profit mar-
gins have been eroded by the soft economy
and competition from the Internet. And if
this isnt bad enough. jewelers must also
deal with consumers who have a little

knowledge - often based on erroneous in-
formation obtained from unreliable web-
sites - who think they know what they want
and what it should cost before they ever
walk into a jewelry store. So many of today’s
diamond buyers.armed with a false sense of
confidence. think that as long as a diamond
has a GIA report. they can make an “in-
formed™ choice based on their superficial
knowledge and price point alone. '

And now: with the Gemological Institute
of America (GIA) still reeling from a major
scandal involving graders over-grading sev-
eral important diamonds. many jewelers are
even more concerned that consumer confi-
dence has been eroded. not only in regard
to the GIA. but also in the jewelry trade as a
whole. Many are worried that the GIA scan-
dal might erode sales even further. But this
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may not be the case. It fact. it might offer an
unexpected opportunity to savwy jewelers.

The Risk of Accepting a Lab
Report Without Questioning It

The GIA scandal was unfortunate. but it
actually underscores a much more perva-
sive problem within the diamond industry
Consumers and jewelers alike have be-
come so dependent upon diamond grading
reports from GIA (and other labs) that the
reporis have evolved into a substitute for
knowledge. Thus. virtually anyone can sell
diamonds today. in any venue — all you
need are "GlA certified” diamonds and a
subscription to the Rapaport Diamond Re-
portand you'e in business! Even worse. con-
sumers believe they can buy diamonds
from anyone. in any venue. as long as the di-
amond has a GIA report attached o it
Clear evidence of this folly is seen in the
booming increase of diamond sales on the
Intermnet.

As any experienced diamond profes-
sional knows. this is an unhealthy situarion.
But the GIAis not solely o blame for the
situation. or for the scandal in which it finds itscif.

The development of the GIA diamond
grading system. which is now the most
widcly used grading system in the world. has
done more © reduce fraud and misrepre-
sentation in the jewelry trade than any other
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single factor and this has been a very good
thing for the rrade’s credibiliny

What no onc ever anticipated. however,
was that with the everinereasing use of GIA
Diamond Grading Reports so many people
would be sclling diamonds with litte or no
real knowledge. Nor did anyone anticipate
that knowledgeable jewclers would be-
come lax about double-checking the dia-
monds themselves. independently of the re-

port accompanying the stone. Today: few re-
tailers with the skill and experience to do so
even take the time to confirm that the dia-
mond quality is consistent with what is in
the report. In the recent GIA scandal. how
different the outcome might have been if
the seller had had the skill and had taken
the time to check the diamonds and ques-
tion the reports before he sold them.



Heren lies the real danger to the industry,
and whether or not they rcalize it. (o dia-
mond-buying consumers as well The cur-
rent sicuation in the jewelry trade. in which
s0 many no longer have the skill or feel the
need o double-check the diamonds they
scll. has contributed in no small part to the
fact that a scandal involving CIA could
occur. The only aspect that's surprising s
that the scandal didn't happen sooner.

If anyone seling diamonds today thinks
there is no need to double-check the dia-
monds they scll. it is only a matter of time
before they run the risk of inadvertently mis-
representing what they are selling, if they
havent already done so.

Some of you may be asking why it should
be necessary ©© examine and grade dia-
monds that are accompanicd by a GIA re-
port. There are many reasons:

ltis important to grade Lthe
diamond to make sure it does.
in fact. match the reporr.

If an experienced diamond grader tooks
ata diamond and disagrees with what is on
the report. then there is a problem that
needs o be resolved before the stone is
shown to a customer.

In such cases. the diamond may not be
the diamond on which the particular report

was issued. or it could be a report in which
the quality of the stone has been deliber-
ately overgraded. Or. it could be that the
stone was damaged in some way after the
orginal report was issued, resulting in a dif
ferent clarity grade or characteristics. Or. if
damaged and re-cut. the dimensions and
weight may not correspond to what is on
the report {this is sometimes the case when
buying a diamond with an old GIA report
from a private estate or at auction),

Dealers do make mistakes and
send the wrong stone or wrong
report by accident.

One stone that clearly stands out in my
experience was a round. brillianccut dia-
mond that | was showing to a client. The
memo was for a diamond weighing 150
carats. LY color. Sl clarin: | weighed the
stone and it weighed 150 caras. | agreed it
was [ color But | couldn'tunderstand how
the stone received an "SI clarity grade. be-
cause 1t looked to me like a really good
V527

I took a closer look at the clarity plottng
and comments on the report and they did-
nt correspond with what | was seeing |
checked the millimeter dimensions and
that didn't match what was on the report ei-
ther | called the diamond dealer and he
quickly identficd what had happened. He
had previously sent our two diamonds -~
both weighing exactly 150 carats and both
having "D” color. but one was an Sl and the
other a V82, Clearly: the retailer who had
had them before me had unintentionally re-
turned the diamonds in the wrong parcel
papers. and when they came back. the
dealer’s own people hadn't caught the error,

We corrected the error: Bur what might
have happened if 1 had not checked? While
my customer would have gotten more than
he had actually paid for. someone clse
might have paid for a DVS2 when the stone
was an SILAnd if this person ever found out,
not only would the experience have been
blemished. bur the jeweler's reputation
damaged as well I'm not going o discuss
professional ethics here. or the dealer's error,
The bowom fine. however s that even the
most reputable dealers can and do make
honest mistakes. The only questien 1s
whether or not vou will pass that crror on to
your customer.

Ive also had experiences where [ve ox-
amined a diamond before aking 1t on
memo and noticed a "bruised culet” that is
not indicated on the GIA report. Is impor-
tant 1o point this out to the dealer immedr
arcly {if the stone is sent o you. call the

dealer at once upon receiving the stone) so
that it is clear that vou did not damage the
stone in any way. and if you return the stone,
that you are not responsible for the cost 1o
re-polish the culet. And. if you keep the
stone. the cost should either be adjusted o
allow for the re-polisting, or the dealer
should agree 1o re-polish the stane prior o
concluding the sale. I usually won' affect
weight, but if it were to affect the weight,
then you would also need to have the
dcaler obtain a new GIA report.

There can be a degree of
subjectvity In grading
‘borderling” stones,

and knowing whether or not
the grade is borderline.
and whether or not
it was given the
higher or lower grade.

This is important information for you t©
give your customer. A "borderline” stone s
one that has a color or clarity grade that is
right on the tine of demarcation benween
one grade and another.

For cxample. the color grade of a dia-
mond might be right on the line between a
grade of T~ and a grade of "G At one ume
these stones would have received a split
grade of "F/C." but today there are no split
orades. so it is a subjective judgment call If
vou are experienced at grading diamonds.
and you cxamine the stonc and give it the
higher grade "F" and then see that GIA gave

it a lower grade of "G. this is important for
the customer 1o know because it's at the
“highest possible end” of the range and will
look whiter than other diamonds with a "G’
prade. But if the seport grades the stonc as
“Fitisatthe lowest end of the T range. and
won't look as white as other F stones.
Does your customer want to pay the
price for an “F color thatis at the lowest end
of the range. and might appear more tinted



€rs L0day. and WL LNE TeCent stdliddl Now
does this present an opportunity? First. it is
one of the first considerations that many
consumers think about. Most of the infor-
mation gleaned from Internet sites has
stressed the importance of GIA diamond
grading reports, and the consumer's own
confidence as a buyer is directly connected

10 buying stones accompanied by GIA re-
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edgeable professional. No internet site will
ever render this service for them

The crearive. welkinformed jeweler can
successtully woo today's prospective buyer,
anxious about the dependability of GIA re-
POIES. OF any reports,

Consumers are more concermned about
finding a jeweler they can rust than ever

temationall respected: gemologist and recipient of
the Acarediied Gemologises Association’s prestiious
Sard For beellence in Gemology™in 2003 7
Mathns s often scen and heard on hevision and
rado, cducaing consumers and exposing aud, She
abo heads a consuling practice. working with dients
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