I’m a new jeweler, what do I do now?

By Tracie Hawblizel
1.  Tell EVERYONE about your business & begin booking Home Shows.

Look like “the jewelry lady” and talk to everyone you know, even those people you haven’t spoken to in awhile, and enthusiastically tell them about your new business!  Make an appointment to visit and show them your jewelry and explain the hostess plan.  Set a date for a show and a home hostess coaching date!  If they absolutely can’t do a show, ask for referrals or a catalog show!  You should have the days in mind that you will be available to do shows.  Sit down with your family to discuss this.  Remember, these will be work days.  You should have at least 2 Home Shows per week scheduled for the first month you are in the business to establish your business and recoup your investment as soon as possible.  **The QUICK START bonus awards $200 free jewelry for 6 shows in the first 45 days after your training show and an additional $100 free for 9 shows within the first 45 days of your training show.

2.  Read your Jeweler’s Handbook and watch your training video.

Your best training begins with the material Premier gives you!  Read through your manual and listen to your training tapes.

3.  Know your product.

Credibility will make a tremendous difference in the success of your business.  You must be the expert at your shows, and you should always try to know more than your guests (or at least look like you do!)  Familiarize yourself with the names of your items in your kit, play with your jewelry to see what works together & how things fit, and learn some jewelry tips.

4.   Attend training.

For your first two months, plan to attend every training available. You should attend New Jeweler Orientation as soon as possible. This will give you an excellent foundation for your business. Visit at least three home shows of successful jewelers in your area.  After you are comfortable with your presentation and confidence, you should attend at least one training per month. You only have to train if you want to succeed!

5.   Work with your sponsor to select appropriate attire for your home shows.

Remember this is your business and making a good first impression is critical!  Updating your look may be necessary to become a successful jeweler.  Most jewelers do not start looking like “the jewelry lady,” but learn how to have a fashionable look.  Dressing professionally will significantly improve your sales & bookings.  It should be obvious to the guests at a show you are “the jewelry lady.”  Wear the larger pieces & sets, a minimum of 6 pieces, even if it’s out of your comfort zone.  Your clothing should be at least one step above what your guests might wear.  Wear solid colors, matching your top and bottom.  Leave casual clothing at home and invest in a “show uniform” that will be most effective in your business.

6.  Gather display items.

a.  Select items to elevate your jewelry.  Necklace stands and bracelet bars can be purchased on a non-commissionable order from Premier.  You can use things under the cloth such as boxes, empty toilet paper or paper towel rolls, or anything else you can think of.  Turning over the trays from your kit and placing the velvet pad on the top nicely elevates & displays specific pieces.  The showcases can be purchased from Showcases To Go, Inc..  Each panel is sold separately.  Call to order them at 800-253-4724 or see the website at showcasestogo.com.  There is a new jeweler discount.

b.  Get a tablecloth.  Purchase 3 yards (enough to cover a 6 foot table) of inexpensive wrinkle-free fabric from the fabric store.  Black works best.  

c.  Get a folding table.  A card table will not work unless you plan to use the showcases.  Be sure to get a table that is lightweight. You will be able to use the hostesses table in some cases.  Determine how you will display your jewelry at the home hostess coaching.

d.  Get hand mirrors. They can be purchased at the Dollar Store inexpensively.

e.  Get lamps for your table.  If you get the showcases, Showcases To Go, Inc sells little clip-on lamps that work well. You can also find them at Ace Hardware for about $5.99. It is very important to light up your display. Your guests will not purchase if they cannot see the jewelry.

7.  Gather show items.

a.  Make your Hostess Folders.  You should give this folder to a hostess when she books her show. Premier also provides us with pink hostess coaching folders. Again follow the lead of your sponsor or other jewelers.    Make about 15!
b.  Make 4 Show Catalogs.  One option is to put labels on the front asking guests to leave the catalog for future use.  Or, use magazine holders (from the office supply store) in report covers.  Another option is to cut the catalogs in the spine and insert them into clear sheet covers and put the sheets in a ½” binder.
c.  Make a Booking Activity.  Ask your sponsor for help and review your manual.  This is critical and not an option!
d.  Get giveaways and incentive gifts.  See the list of suppliers for info and check out the Dollar Store. Gifts should be inexpensive and jewelry/ fashion related.

e.  Get nametags and a marker.  Dot matrix labels work for this and hostess guest list labels.

f.  Make a booking calendar or clipboard.  This will help you control your calendar.  Let new hostesses select from pre-selected 

dates whenever possible.  You might even offer an incentive gift to ladies that book on a specific day.

g.  Optional - Make your Guest Folders or order the “Portfolio” from Town & Country.  Take a look at your sponsors folders and model yours after hers.  Use the things that you think will help you convey information about the hostess plan, the jewelry, fashion tips, and the business opportunity.  You should make 15-20 folders.  The guests do not take these home.

8.  Place an order with Town & Country Printing (1-800-480-8440 or townandcountryprinting.com).
a. Order business cards.  The gold foil accented ones are prettier for not much more money.

b. Order a name tag.

c. Order a rubber stamps.  To be used on your order forms and catalogs. 

d. Optional - Order the portfolios.  To be used during your presentation for your guests.

9.  Put together office items.
a.  Use a mileage log.  Write down mileage every time you are in your car doing business!!!

b.  Make a Hostess File.  You will need a place to store past & future hostess cards with months and letters of the alphabet on them.  The months are for follow up calls to hostesses that need to schedule a date for a home show.  After a show, file the hostess file card behind the appropriate letter.  Or, choose a binder style of filing.

c.  Pick a place to keep up with every business receipt.  Try using a basket to hold your receipts, and then separate them into envelopes by category at the end of the month or year.

d.  Have a crate for hanging files or a file cabinet.

10.   Place a Non-Commissionable order.

Order catalogs, customer order forms, mini-catalogs, and tennis or hope/joy bracelets.  At the beginning of your business, you will give out catalogs to help generate shows and use tennis bracelets to get bookings.  This is an expense that will pay off. Call for help if you are not sure what you will need. We can help you be generous yet frugal with your expenses.
11.  Open a checking account.

A separate personal checking account and/or credit card keeps your business finances separate from your personal finances.

12. Set up an account with Propay. Accepting credit cards is vital to the success of your business. You can log on to the Premier Website www.premierdesigns.com and find the Propay link.

13. Prepare for your Training Show.

DATE:________________

____  6 hostess packets for future bookings ( not to give out that night, but to be ready to coach within the next few days.)

____  booking calendar or clipboard with pre-selected dates for new bookings

____  2 – 3 giveaways- Jewelry/fashion related

____  drawing tickets or auction money

____  presentation tools ( Big $, Little $; Big Jewelry, Little Jewelry;  recipe cards; fashion pictures;  last 4 HS;  hostess gift certificates)

____  4 show catalogs

____  name tags & marker

____  pens or pencils

____  jeweler info on customer order forms (white & pink copies)

____  tag jewelry

____  business cards (use generic if necessary)

____  optional - guest portfolios or folders – include bus card, order form, survey, post-it

____  checkout binder – calculator, money bag with change- paper and coins, pens, extra order forms, 

____  booking activity – play or pass 

____ sponsoring activity – ask it basket

____ Purse Night invitations – plan to have 15 copies per show to pass out to the guests

____  display items (cloth, lights, mirrors)

____  show outline to follow or Home Show flipbook

14. Things to consider.

· Will you offer a purchase incentive?

· Will you do a drawing or auction?

· Which days of the week will you do shows?  Certain ones or any day?

15. Call your sponsor.

Always call your sponsor with any question you may have.  Don’t hesitate!  You can ask multiple times a day!!!!Also contact anyone in your upline, they care about your success, too!
