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old price in India has touched a fresh all time record high
of Rs 51,500 per 10 gms. Silver prices have hit 7-year
high and are ruling above the crucial Rs 60,000 per kg mark
while going for print. Due to the geopolitical reasons, analysts
are upbeat of price going up further and might touch new peaks
in the upcoming festivals and Diwali season. While investors
sentiments are strong, it needs to be seen how the surging price of
gold and silver will impact the jewellery sales in days to come.
Covid-19 has changed the way we look at things. It has affected
our lives in unimaginable ways. While the world is weathering
an economic crisis, with nations building respective strategies
to sail through, the jewellery industry has also slowed down.
So, what lies ahead for the industry that has survived all odds
and proved to be the phoenix rising from the ashes? We got in
touch with the industry biggies to know what the future holds
for the jewellery industry and here’s what they had to say.
Silver is known as the most versatile precious metal, as it
has unique properties and is used in many applications, from
everyday silverware to medicine. The vision to make silver the
new gold is probably coming true as the demand for the silver
jewellery has doubled in the FY 19. We bring you a detail
report on demand and prospect of silver in jewellery industry.
Jewellery stores in the green belts across the country have
already announced reopening of stores. But jewellers are facing
major shortage of karigars as they had left for their hometown
during nationwide lockdown. there is major dearth of workers as
karigars who went back to their native are unlikely to return soon.

The ninth edition of the prestigious JNA Awards announced
its highly anticipated list of Honourees across seven award
categories at a webcast recently, followed by an online panel
discussion featuring industry thought leaders. The Awards’ firstever virtual event was well-attended by international jewellers.
We bring you all details of JNA Awards 2020 Honourees.
Apart from this, stay tuned with us for latest update
on news and views of experts on jewellery industry.
Until next time, stay home, stay safe!!

Sumesh Wadhera

Publisher & Editor-in-chief
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Hallmarking adds glitter to gold: Expert

H

allmarking on jewellery will be made mandatory from January 15, 2021. The
Bureau of Indian Standards (BIS) has been organizing awareness programmes
for consumer organizations and people on the importance of hallmarking to prevent
consumers from being cheated by unscrupulous traders.
“We have enlightened consumers not only on the importance of buying BIS
hallmarked jewellery but also to get their old jewellery tested at the nearest
Hallmark Centre before sale or mortgage. The Assaying and Hallmark Centres,
licensed by BIS, test the quality of the old gold in their labs and issue Hallmark
certificates, based on the quality of the old gold. This increases the value of old
gold and safeguards the customers from being cheated by gold traders,” says B.
Sandhya, Scientist-E and Head, BIS, Visakhapatnam.

Malabar extends gold rate protection
scheme until September 30

M

alabar Gold & Diamonds is continuing with its Gold Rate Protection Scheme,
where shoppers get an opportunity to buy gold at a locked in price.

Customers can pay 10 per cent advance for the jewellery and protect themselves from
any increase in gold rates for 30 days. If the price increases at the time of purchase,
customers can avail the booked rate, and if it reduces they can still draw mileage of
the reduced rate.
“Gold prices typically rise at times of uncertainty as it is considered as the safe haven
by investors,” said Shamlal Ahamed, Managing Director – International Operations.
“Hence, this scheme has been designed in such a way that our customers are not
affected by the increase in gold rates, by providing them with an option to block the
rate, by either paying 10 per cent or 100 per cent of the value, and get rate protection
for 30 days and 180 days, respectively.

Industry proposes setting up of jewellery park in Uttar
Pradesh to employ migrant workers

T

o generate local employment for thousands of jewellery artisans who have
returned to Uttar Pradesh, the industry has proposed to set up a jewellery park
in the state where jewellers, largely unorganized, together consume more than 40%
of the silver imported into India.After the lockdown triggered reverse migration,
Lucknow began mapping the migrant labour. That exercise showed that a large
number were jewellery artisans. The centuries-old silvery jewellery industry of the
state, immortalized in the Bollywood number on Bareilly’s jhumkas(ear pendants),
has not been able to harness its potential due to the lack of infrastructure facilities
that come with organised trade.
The approximate turnover of the silver jewellery business in Agra is more than Rs
10,000 crore as the city consumes about 2,000 tonnes of the white metal every year.
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Titan says jewellery business
recovery better than expected

T

itan said revenue in May and June for its jewellery business was little below 20%
and around 70% compared to the corresponding months of the previous year after
a complete washout in April.
The company attributed this better than expected recovery to higher share of wedding
jewellery sales and investment led demand leading to higher gold coin sales. “Average
ticket prices have also gone up led by higher wedding jewellery and higher gold
prices,” Titan said in a filing with the BSE.
In comparison, watches business continued to reel with revenue in May and June at
5% and marginally over 20% compared to the same period last year.
Sales recovery rate was highest in ecommerce and retail channels and lowest in large
format stores.

Jewellers start melting new ornaments
to pare inventory as recession bites

J

ewellers have started melting newer ornaments to reduce inventory as recession
has started affecting their businesses. So far they were melting only the old
jewellery they received in exchange on the sale of new ornaments.Jewellers are also
prepared to forgo the making cost on jewellery melting. Many hold inventories for
long to cater to the diverse needs of customers. The cost of holding such inventories
is becoming unbearably high.Chirag Sheth, Principle Consultant for South Asia at
Metal Focus said, “Now two types of scrap have started coming for melting. So far,
only old jewellery going to scrap was melted, but now many jewellershave started
melting fresh jewellery stocks also. This will increase scrap supply in 2020 to 140
tonnes, from 119 tonnes last year.”
He said that such melting is also getting institutionalised, with scrap now making way
to refineries. Earlier, it used to be melted by shops/centres nearby.

June gold imports plunge 86%
year-on-year to 11 tonnes

I

ndia’s gold imports plunged 86% year-on-year in June due to record high prices
and as international air travel was banned and many jewellery shops closed amid a
nationwide lockdown to curb the spread of coronavirus, a government source said.
The world’s second-biggest consumer of the precious metal imported around 11
tonnes of gold in June, down from 77.7 tonnes a year ago, the source, who asked
to remain anonymous since he is not authorised to speak to the media, said on
Thursday.In value terms, June imports dropped to $608.8 million from to $2.7 billion
a year ago, he added.The country’s gold imports in the June quarter plunged 96%
from a year ago to 13 tonnes, the official said, after shipments virtually ground to
a halt in April and May.Chennai, Delhi and Mumbai generate a lot of demand but
in all three cities coronavirus cases have been rising and not allowing potential
customers to shop, said Surendra Mehta, secretary at the India Bullion and Jewellers
Association (IBJA).
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Muthoot Finance says ‘Sunheri Soch’ in
new radio campaign

M

uthoot Finance has launched ‘Muthoot Finance Sunheri Soch’ campaign.Gold
loan company, Muthoot Finance has launched ‘Muthoot Finance Sunheri Soch’
campaign, to launch a series of real-life inspirational stories that break stigmas
around gold loans in India. Its brand ambassador Amitabh Bachchan narrates these
stories in a new avatar.or the radio campaign, the company has partnered with RED
FM and as part of it, a ‘Sunheri Soch’ anthem was launched, saluting the courage
of these successful people who have achieved their dreams in highly challenging
circumstances. According to the company, ‘Sunheri Soch’ is a celebration of their
achievement, and Muthoot Finance is proud to be a catalyst in this journey of
millions of Indians, it added.Alexander George Muthoot, deputy managing director,
The Muthoot Group, said, “We have always launched path-breaking campaigns that
have brought attitudinal transformation in the lives of people. Gold loans have huge
potential as Indian households have 26000 tons of gold and just two to three per cent
of this is monetised by way of gold loans.”

Indians not selling old gold, but raising loan against it

E

conomic uncertainty unleashed by the Covid-19 pandemic is still not persuading
India’s gold hoarding lot to sell their household gold even in the midst of a surge in
the price of the yellow metal. Instead, most are going to gold loan companies to pledge
their gold jewellery as the interest they pay against the loan is lesser than the loss in
making charges they will have to bear if they sell it.
“We had expected that the price rise will compel the Indians to sell off household gold
in this time of uncertainty. We had expected a sharp increase in old gold sales. But
that is not happening. Reports trickling in from different parts of the country indicate
that people are pledging gold with NBFCs for short term periods in anticipation that
the scenario will change closer to Diwali. Also, they do not want to part away with
their jewellery,” said Surendra Mehta, national secretary, India Bullion & Jewellers
Association.

BSE becomes India’s first exchange to complete physical
delivery in Gold mini ‘Options in Goods’ contract

B

SE, Asia’s oldest exchange and the world’s fastest exchange with the speed
of 6 microseconds executed maiden delivery of Gold mini on ‘Options in
Goods’ framework. The delivery was produced by a Delhi based member while
the counterparty buyer was from Punjab. The physical delivery was successfully
completed at the exchange designated vault in Ahmedabad, Gujarat. Amid this lockdown, BSE successfully managed to complete the entire process seamlessly. BSE
has completed one full delivery cycle in Gold mini in ‘options in goods’ contracts. BSE
launched the first ‘options in goods’ contracts on Gold mini and Silver kg based on
spot prices from June 1, 2020. These contract are converted in to physical delivery on
expiry. The gold mini options trading unit on BSE is 100 grams and base value is Rs.
per 10 grams. The maximum order size is 10 KG, delivery units are 100 grams and
deliverable at BSE’s designated vaults at Ahmedabad.
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Hedge Finance enters gold loan business

H

edge Finance, a non-banking financial company which is promoted by the Baby
Marine Group, is entering gold loan business. The group had brought forward
their plans to enter the gold loan segment for a year, taking into account of the
possible growth in demand for gold loans in the post-COVID period.
“Since Hedge Finance got the NBFC licence eight years ago, we had been focusing
on loan-against securities to support the capital market. Then we had a thinking
within the group that it should be developed into a separate NBFC vertical and
hence we brought in KP Padmakumar, former chairman of the Federal Bank [as
whole-time director]. We started with vehicle loans, business loans, MSME loans,
equipment loans and property loans,” said Alex K Babu, managing director of Hedge
Finance Ltd.

MCX to launch options trading on spot gold mini

M

CX, the country’s largest commodity exchange, plans to launch options
trading on spot gold mini (100 grams) from 10th July.

Initially, three options contracts expiring between August and October will be
available for trading. The maximum single order size shall be of 100 lots.
The underlying price would be ex-Ahmedabad (inclusive of all taxes and levies
relating to import duty, customs but excluding GST, any other additional tax,
cess, octroi or surcharge as applicable).Last week, market regulator Sebi has
cleared launch of options trading in both spot gold mini and silver mini (5kg).

Bank fraud: ED slaps biggest ever FEMA notice of
Rs 7,220-cr on Kolkata firm

T

he Enforcement Directorate (ED) has slapped its biggest ever FEMA show
cause notice of Rs 7,220 crore on a Kolkata-based jewellery house for allegedly
indulging in illegal foreign exchange abroad.This is linked to a bank loan fraud case.
The central probe agency has charged Shree Ganesh Jewellery House (I) Ltd and its
promoters by an order issued by the adjudicating authority of the Foreign Exchange
Management Act (FEMA) in Kolkata. The authority is a special director rank officer
of the ED. The sources said the firm is among the top 100 wilful bank loan defaulters
of the country, as per the Reserve Bank of India (RBI), and its three promoter
brothers — Nilesh Parekh, Umesh Parekh and Kamlesh Parekh — are also being
probed the Central Bureau of Investigation (CBI) and the Directorate of Revenue
Intelligence (DRI).
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IBMC brings digital gold to the UAE

I

BMC Financial Professionals Group has struck a partnership with US Gold Currency
and Blockfills to bring a monetary gold-backed digital gold currency to the Gulf. The
currency is being simultaneously introduced in India.Each US Gold digital currency is
backed by US American Eagle one ounce (33.931 gram) gold coin, minted by a US
government agency. The holders of the currency can redeem their digital assets as
a physical gold coin or in US dollars anywhere. Consumers and businesses benefit
from a secure digital asset token that is not subject to the swings of the markets,
and from the opportunity to exchange their digital currency into a tangible asset monetary gold coins produced by the US Mint.“We have seen significant demand for
gold… and USG is an innovative and unique digital currency backed by the American
Eagle one ounce gold coin,” said Sheikh Khalid Bin Ahmed Al Hamed, Chairman of
IBMC Financial Professionals Group.

Rare Paul Newman Rolex Daytona sells for $500,000
in online auction

A

circa-1970 Rolex Paul Newman Daytona with a rare Panda dial set a new
record for a watch sold online when it fetched $500,000 in Sotheby’s online
Important Watches sale on Thursday.The watch is considered to be one of the
most pristine examples to appear at auction in recent years and handily met its
high estimate of $500,000. According to Sotheby’s, the original owner purchased
the watch in 1971 while on a trip with a friend. Nicknamed the Panda, the Rolex
Cosmograph is named after famous actor and race car driver Paul Newman, who
wore a Rolex Daytona for decades. That watch sold in 2017 for $17.7 million,
the highest price ever paid for a watch in an auction. Sotheby’s online Important
Watches sale brought in a total of $3.9 million. That haul was led by the Paul
Newman Panda dial but supported by a few other remarkable timepieces.

Russia ramped up gold production right before
COVID-19 hit

P

rior to the coronavirus paralyzing the world, Russia was ramping up its gold
production, according to the Union of Gold Producers of Russia. Russia’s total
gold output reached more than 64 metric tons in Q1, which is up 5.11% from the same
period last year, the union said.“The coronavirus pandemic did not impact Russian
gold mining companies’ production performance during the first three months of
2020. On the contrary, the results of the first quarter (Q1) maintained the trend of
2019, when Russia reached its record high in gold output,” says the union’s chairman
Sergey Kashuba.Total gold mined, excluding recycled gold, was up 4.6%, reaching
more than 48 tons in Q1, the union added. After March, however, gold production
saw problems due to COVID-19 shutdowns.As of now, the union still expects to see
“a slight increase” in gold production in 2020, which would equal to 0.5%-1% rise
compared to the record production levels of 2019.
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UAE gold jewellery sales drop 85%; market
recovery in 2021

S

ales of gold jewellery in the UAE have plunged by up to 85 percent due to the
pandemic and have yet to pick up even after the local economy reopened, the top
official of an industry group told Zawya.Soaring bullion prices, recession fears, layoffs
and lack of tourist traffic were blamed for the massive fall in consumer purchases.
As of March, gold jewellery demand dropped by 39 percent to a record low of 325.8
tonnes, according to the World Gold Council (WGC).“Now, the shops are open,
but customers are still missing. The jewellery sales at the retail level is very slow
because there are no tourists. The gold price is also at its highest right now [and
there are people losing jobs and those who fear of getting laid off],” Chandu Siroya,
vice chairman of the Dubai Gold and Jewellery Group (DGJG) told Zawya.

Zimbabwe gold mines lure investor despite
economic ruin

Z

imbabwe’s biggest gold mines are being snapped up by Mauritius-based Sotic
International Ltd. as the price of bullion soars to the highest in more than eight
years.
Landela Mining Ventures Ltd., which is controlled by Sotic, bought two of Zimbabwe’s
gold mines this year. The newcomer is targeting six more mines, including four
idled state-owned operations, said Sotic Chief Executive Officer David Brown. That
expanding mining portfolio has strategic importance as gold is the biggest source of
dollars in a nation facing foreign-currency shortages.
“Gold is a commodity with potential positive impacts,” Brown said in a phone interview
from Johannesburg. “We want to grow the resource base to provide upside for both
company and country.”

Bank of Thailand closely watching impact of gold
trading on Baht
Thailand central bank is closely monitoring gold transactions that could affect the
currency, Don Nakornthab, a senior director in the Bank of Thailand’s economic and
policy department said.“Not only gold exports that put pressure on the baht but also
money trading related to gold transactions,” Don said at the briefing on last month’s
current account that showed a surplus of $64 million against a median estimate of a $595
million deficit in a survey.Bank of Thailand is monitoring baht movement as its strength
“has become a negative factor for the economy,” Don said.The economy will probably
improve in the third quarter after bottoming from an estimated double-digit contraction in
the April to June period as the government ease movement restrictions implemented to
stem the coronavirus pandemic, he said. High base of gold exports in the second half of
2019 may put pressure on exports later, Don said.

A solitaire that weighs
heavier on the carat than
on the environment

CVD Diamonds
Customer’s choice in the NEW NORMAL

Darshan Vora
Marriage is a huge responsibility and we wanted to mark
the start of this journey in a responsible manner. After a
little research we came across Limelight Diamonds which
makes jewellery out of eco-friendly CVD Diamonds. Fantastic
designs and yet not so heavy on the pocket - it was perfect
gift that made both me and my wife happy :)

Vidisha Bhattacharya
Before Limelight, I wasn’t even aware of the concept of lab
grown diamonds. I really had to see these diamonds to believe
that they can be so original yet sustainable at the same time.
Limelight Diamonds is truly redefining luxury, loved my
engagement solitaire.

6 Reasons to partner with Limelight Diamonds
The new choice of Millennials
Real | Sustainable | Affordable

Type IIa quality, same league
as the Koh-I-Noor

Lucrative margins for
Retail partners

Buyback & Exchange
policies

Modern contemporary Designs

From labs to market, completely
MADE IN INDIA product

Follow us on :

@limelightdiamonds
www.limelightdiamonds.com | +91 83694 83705
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A sustainable future promised by
leading natural diamond miners

N

atural diamonds have always
been able to create emotional
connect and hold deep meaning
for those who own them. They are
the ultimate symbol of love and
will continue to hold its value while
remaining timeless and a luxurious
piece of jewellery. As we shift our
focus towards ‘The New Normal’,
customers are emerging with a sense
of gratitude, they will have greater
respect for all things natural. They
wish to invest in better quality things
that would ideally last them for a
long time. With people confined
to their homes, appreciation for the
environment and all things natural
would grow manifold and natural
diamonds weave in perfectly to fill
this need-gap.
It is important to highlight the do-

Dominion diamond mine

Rio Tinto Diamonds Diavik operations

good aspects of the diamond industry
and adaptation to sustainable
practices and eco-consciousness into
operations. The Natural Diamond
Council (NDC) members - the world’s
leading natural diamond mining
firms, strongly commit
to
safeguarding
the
environment
and to sustainable
management
of
natural
resources.
These
sustainable
initiatives undertaken
and implemented are
to protect the natural
land and to preserve
natural habitats and
endangered
wildlife

species. They ensure that the land
used for mining is reclaimed at every
mining operation and is safe for
communities and wildlife.
The NDC members have taken a step
further with three strong committing
pledges that support the United
Nations’ Sustainable Development
Goals (SDGs), defining a shared path
for greater impact and a lasting legacy.
The members of the NDC have their
own comprehensive sustainability
strategy and a commitment that
is based on the unique location of
operations, culture and needs of local
communities as well as requirements
of regional and national governments.
The SDGs are the foundation of a
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in the regions of its operations,
including construction of schools,
hospitals, roads, a new airport and
other social infrastructure projects.

Bear in reclaimed area

Rio Tinto, the founding partner
of the Centre of Excellence for
Indigenous Communities in Canada,
is supporting employment of
indigenous communities.

Promoting gender equality and
inclusivity

global partnership that recognises
these concerns and focuses on giving
their best back to the environment
and the world we live in. This
includes ending poverty and other
deprivations that must go handin-hand with improving health
and education, reducing inequality
and spurring economic growth –
while tackling climate change and
preserving oceans and forests.

The three pledges are:
Protection of the environment
The NDC members strive to preserve
the biodiversity of the areas where
diamonds are mined. For every
1 acre mined, three are set aside
for conservation. This sustainable
mining is committed to preserving
water resources and minimising
greenhouse gas emissions.
In this way, Petra Diamonds uses
efficient strategies to recycle 72%
of the water it uses. In fact, Petra’s
Williamson Mine in Tanzania supplies
drinking water to local communities.
The De Beers Diamond Route is one
of southern Africa’s most extensive
and important conservation network

comprising of passionate ecology
teams focused on biodiversity
conservation nature reserves in
Botswana.
Some years ago, ALROSA diamond
mines developed the 32,000-hectare
Yakutia Natural Park to protect
its biodiversity. This helped save a
good thriving population of musk
sheep, yak, deer, Yakut horses, bears,
reindeer, rabbits and peacocks.
ALROSA has funded a number of
wildlife preservation programmes,
including a reindeer migration
initiative.

Strengthening communities
The Natural Diamond Council
members work towards creating
jobs and supporting the sustainable
livelihoods for local communities
worldwide. They infuse $6.8 billion
in communities near their mines
through sourcing, supporting small
and medium-sized businesses, almost
every year.
ALROSA has made one of the largest
investments in the industry by
committing US$140 million of its
total revenue to the social programs

About a generation ago, some countries
with large-scale mining prohibited the
employment of women in many industry
areas, including underground work. The
NDC members play a significant role in
helping these unemployed women to be
included in such activities. The jobs are
the senior level are critical. Accordingly,
empowerment
programmes
were
implemented to advance gender equality.
Petra Diamonds has set up a Women
Mining Committee, which provides
a platform for women to share
experiences, identify challenges and
promote development opportunities.
The De Beers Group has partnered
with UN Women to become a
HeForShe Thematic Champion and
pledged to make a tangible difference.
This company has been investing
around $3 million in programmes
supporting g women and girls in
Canada and parts of Africa.
Lucara promotes and helps the
inclusion of women at the top of its
business. Some of the prominent
examples include Eira Thomas,
President and CEO of Lucara
Diamond Corp, and Naseem Lahri,
Managing Director of Lucara
Botswana – the first woman to serve
as MD of a diamond mine in the
country.
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We utilized lockdown
period to rejuvenate
our team
Sachu T Razakh

Chairman and Managing Director
Amy Gold & Diamonds

Sachu T Razakh is Chairman and Managing Director of Amy Gold & Diamonds. In an exclusive interview
with The Art of Jewellery, he shares his view on the current market scenario, his upcoming designs post
lockdown and business strategy during COVID period.

In your view what would
be the impact of COVID
19 on jewellery industry?
What are your plans to
cope up this crisis?
Sachu T Razakh: The first and

foremost thing I would like to tell that
Gold jewellery industry is a huge and
age-old industry. So, the recession
which we are facing due to COVID 19
is temporary. In another few months,
we will overcome this situation
and market will come on track like
before. I believe it is a good time for
jewellers to utilize this time in a very
constructive and positive way. In past
because of time constraint we could
not work on some particular design,
that can be implemented now.
I believe this is not the time to get
panicked. This time will pass in
another 6 month or a
year. We need to do our
homework properly, need
to do more and more
research, keep our staff
motivated that is major
part of our industry. We

should keep them engaged,
use new technology to reach
people. We are focusing on
online catalogue. We are
targeting to find new retailers
in different segment.

Basically, you deal
with light weight
jewellery so what type
of designs you plan to
bring in recent time?
Sachu T Razakh: In our

case most of our designers
are working from home.
Generally, we focus on naturebased designs. It is always a fusion
of traditional and contemporary
jewellery in light weight. Designers
have been strictly instructed to make
jewellery between 2 grams to 24 grams
depending upon ring to necklace.
While working from
home in last one and
half months they have
crafted beautiful designs
which are very much in
demand post lockdown.
We basically focus on

the consumers who look
for trendy designs and one
who wants to upgrade their
collections every now and
then. Our every design
conveys a story. We launch
more than 10 designs for
a single theme. We focus
on light weight jewellery
because it is very much
in demand in youngsters.
They prefer jewellery which
has a story behind it. So,
keeping all these point in
mind we have launched
butterfly collection, floral collection,
coin collection which are trending in
market. We focus on bringing at least
10 new designs every month this helps
our retailers also to sell product fast.
Most of the designs, which we have
developed during lockdown period,
have been promoted by retailers and
corporates. Our news designs are able
to pull the customers to shop. When
a retailer is dependent on our design
so we make sure that he gets full
satisfaction with our new collections.
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Diwali and wedding
seasons will be the major
turning points for the
jewellery industry
Manoj Kumar Jha
Managing Director, Kamakhya Jewels
How is the impact of COVID-19 on
diamond jewellery industry in India?

Manoj Jha: COVID-19 has

disrupted the entire economy and the
after effects will stay for some time.
The markets are opening up based
on the guidelines issued by respective
State Govt. The Diamond exports
are going through a tough situation
as major hubs like Bharat Diamond
Bourse (BDB) are still recovering
from the post lockdown scenario.
As compared to Gold, the demand
of diamond is bit slow, but diamond
loving customers generally do not
compromise on their requirements.
We are getting orders from some
retailers and within few months the
sales will be at its normalcy.
There has been a pent-up demand for
jewellery in month of June post the
lockdown and most of the jewellery
have done well, going forward do you
see this trend to continue?

Manoj Jha: The major fear most

jewellers had was customers coming
to their store to sell old jewellery and
due to liquidity crunch in the market,
this seemed a major challenge. But
surprisingly, this hasn’t been the case

with majority of the retailers. Due to
social distancing norms and travel
restrictions, the money that could have
been spent on lavish weddings and
holidays are now spent on jewellery.
Diwali and wedding seasons will
be the major turning points for the
jewellery industry, where business will
eventually grow better.

faculty were top of line experts of the
jewellery industry and we organized
these seminars in many regional
languages as well.

At Kamakhya Jewels, you have been
taking many new initiatives for your
customers like Pathsala, free online
education and generic promotion.
Tell us more about these initiatives.

Tier 2 and 3 and smaller cities, there are
very few cases of Corona and hence the
lockdown / containment restrictions are
comparatively lesser than metros. These
cities are getting back to normalcy
faster. Also due to lack of knowledge
on other forms of investment options
like equity, Gold is considered a major
investment option in smaller cities as
compared to metros.

Manoj Jha: We started this initiative
during lockdown, wherein we saw a
gap in the retail showroom that many
a times, one loses business not because
of pricing or customer preferences,
but inadequate staff training. Hence
Kamakhya Jewels, Uma Ornaments
and B2B specialist KNC Service,
came up with a Free for All initiative
that specializes on staff training and
development. The response was
beyond imagination and we managed
to train thousands of retail staff
during lockdown. Various subjects
such as relationship management,
salesmanship, confidence building
etc. were given key importance. The

Tier 2 & 3 cities are doing well
compared to metros in terms of
jewellers sales, your views.

Manoj Jha: It is correct because in

How do you see the future of
Jewellery industry in India?

Manoj Jha: Gold has once again
proved to be a winner in offering better
returns on investment. In lockdown,
while other investment options were
volatile, Gold prices have soaring up,
which is a good part for an investor as
it offers assured returns. However, for
better sales, it is essential that Gold rates
stabilizes to its normalcy soon.
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It is the right
time to rebrand
ourselves
Vineet Vasa

Partner, Lotus Jewellery Creation
Rajkot

In an exclusive interview with AOJ Vineet Vasa, Partner, Lotus Jewellery Creation, Rajkot talks about the
business scenario in Rajkot, his plans to launch new jewellery collections and rebranding.

AOJ: How is the jewellery
business picking up in Rajkot?
Vineet Vasa: On the business

front, I expected that people will
come to sell old gold jewellery for
cash immediately once the lockdown
is lifted and possibility that jewellers
may face liquidity crunch which is not
good for the industry. Infact, instead
of comming to sell old gold jewellery
in exchange of cash people came to
buy jewellery which is optimistic for
jewellery market.

On the other hand, I can see some
positive vibes in the market since there
is ease in the lockdown we are seeing
people visiting the shops for buying
jewellery. We can see approximately
40 to 50 per cent market is opening
up businesswise. Generally June-July
months are slow but this year it is
comparitively good.
Also I feel that rather than investing
on other competitive market people
will invest money in gold. For example,
during marriage people spend money
on decorations, catering, travell, etc

but today due to covid-19 restrictions
people will not spend much on these
thing and instead invest the same
money in gold.

will be offering earings, bracelets, rings
etc. This collection will be majorly
for young ladies between 20 to 30 age
group.

AOJ: Any plan to launch
new collections till
Diwali this year?
Vineet Vasa: Light-weight jewellery

AOJ: You have planned
to rebrand can you
brief about it?
Vineet Vasa: Today’s market is

has always been popular amongst
female and it has gain lot of polularity
in the short period of time. In the past
couple of years light-weight jewellery
has witnessed huge demand and the
demand is increasing even today and
also today’s women are opting for
light-weight jewellery over heavy since
it can be worn at any occassion.

seeing lot of changes and accepting
it as well, so looking at the changes
scenario we thought of changes the
brand logo of our company (Lotus
Jewellery Creation) which was existing
since 1998. Since, the market is
accepting the changes, I think that it is
the right time to rebrand ourselves by
launching brand new logo.

In this category, we are planning to
launch three new collections till Diwali
this year which will be economical. We

Our family is in jewellery business
since 1943 and I am from the fourth
generation. In 1998 we started with
Lotus Jewellery Creation.
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We Are Seeing
An Upward
Trend.
Ajoy Chawla
CEO, Jewellery Division, Titan Company

Can you give us some
insights on consumer
sentiment?
Ajoy Chawla: Consumer

sentiment is far better for this
category. In bigger cities— Mumbai,
Delhi, Chennai and Kolkata — the
sentiments are mostly impacted.
But in the rest of the country,
particularly in the smaller towns,
the mood is better because the
impact is less. We are seeing a
good recovery rate since we started
reopening our stores in May. As of
early June, we opened 295 (of 330)
Tanishq stores in 194 towns (of 207
towns) because of improved recover
rate. At same stores comparing the
average daily sales (last year around
the same period) — the dispersion
is between 60-70 per cent. On a
weighted average basis, it is 67-70
per cent (Q12020-Q12019) between
the same stores. The recovery ‘We
Are Seeing Upward Trend Each
Week’ rate of stores that were
opened for four weeks have climbed
from 60 per cent to 70-75 per cent.

Those that opened for three weeks
saw the recovery rate climb from
70 per cent to 90 per cent. We are
seeing an upward trend each week.
We are not seeing ‘doom and gloom’
from the look of it.

What is driving demand?
Ajoy Chawla: There are

components of demand. Pent-up
demand -- the ones who missed
buying jewellery on occasions like
birthdays, anniversaries, Akshaya
Tritiya (AT) and Gudi Padwa, are
now driving the demand. Then
there are those who deferred

buying are enquiring about
wedding related purchases because
weddings have got deferred
from Q1 to Q3/Q4. On Akshaya
Tritiya last year, we clocked sales
of around Rs 1,800 crore. That
number won’t come back. In April,
everything was shut.

What factors determine
the inclination of Indian
consumer towards
gold and jewellery?
Ajoy Chawla: Local conditions
determine the mood/consumer
sentiment — it is true for India.

Local is Vocal
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Consumers are not seeing jewellery
as a discretionary purchase for
pure indulgence, but jewellery is
also seen as a product which has
got an appreciating/asset value. We
have seen this in weddings. There
are deep-rooted connections with
gold when it comes to weddings
and rituals in India. For every
festival, gold has a certain aura
and auspiciousness. We are serving
to 6-7 million customers in the
country. On an annual basis, last
year, we served closer to 2 million
customers. But the customer base of
6-7 million represents a fraction of
India’s population. We are serving a
different category of customers. At
lower price point, we may witness
a certain amount of stress. Last
year, because of the rise in prices
of gold, we saw an impact on the
number of buyers in the sub Rs 50K
to Rs 100K price band. That base
had poorer sentiment. It will again
affect us this year. But overall, we
may still be better off than many
other players who cater more to the
bottom of the pyramid segment.

How are gold prices
impacting the customer
behaviour?
Ajoy Chawla: In the last 14-odd
months, gold prices have gone up

Vol 19 Issue 7 | july 2020

entire India — east, west, north,
south. It doesn’t include Mumbai,
Delhi, Kolkata and Chennai. The
metro effect in trends is much
more subdued.

How have you personally
handled the lockdown
challenges?
Ajoy Chawla: Personally, I see
by 50 per cent. There has been an
increase of 15 per cent in the last
3-4 months. In grammage terms the
purchase will become lower. On the
preference front, we have not seen
any increase in exchange. We haven’t
run any offers yet. There is a lot of
preference towards coins, 100 gm500 gm gold biscuits. In jewellery,
customers are preferring plain gold
jewellery but studded jewellery is
slowly picking up. Gold as an asset
class has a natural edge. People are
unsure of mutual funds and other
investment instruments. So we
launched a scheme where customers
could buy a gold coin now, even if
there is a making charge on it, we
will set that off against future jewellery
purchase. So that has seen a lot of
traction.

Are these trends that
you talk of visible
across the country or
are they limited to
certain geographies?
Ajoy Chawla: South India

sees a lot of exchange compared
with north India. In north,
when people come for exchange,
they end up buying more gold.
Recovery rates are applicable to

this as the nature’s way of teaching
us about many things — balance:
people, planet, all living beings are
important; simplifying our lives:
do we need so much consumption?
It acted as a pause button in our
hectic lives. It is also a time to
reflect, a time for collaboration, a
time to strengthen relationships.
It taught us that life is fragile,
live it fully, now. As a leader and
as an individual — it has been
about being empathetic, infusing
positivity, reducing anxiety and
about being thoughtful in our
responses to the ecosystem. At
the same time adopting and
adapting to behave like a startup,
experiment, learn and push
forward.

Were there any layoffs
at Titan due to Covid?
Ajoy Chawla: No layoffs.

We have requested our vendor
partners and franchise partners
to follow this. In fact, they took
care of our employees, paid their
salaries during the shutdown.
We supported some of our
partners with working capital
loans, but we have ensured that
nobody in our 20,000 people
ecosystem has had to face too
much of a stress.
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India International Jewellery Show
rescheduled to January 2021

T

he world renowned and India’s largest jewellery trade show, the India International Jewellery Show (IIJS)
Premiere, has been rescheduled due to the ongoing Covid-19 pandemic. The Gem and Jewellery Export Promotion
Council (GJEPC), the organisers of the show, after consultation with the participants from India and other countries have
decided to reschedule the event in January 2021.
IIJS Premiere witnesses the industry’s biggest gathering of domestic and international buyers, and serves as the primary
platform for Indian jewellery manufacturers to network with retailers, enabling both segments to gain insight into product
design and demand trends.
IIJS Premiere will continue to be the biggest sourcing event for jewellers catering to ethnic communities or NRIs, especially
in the SAARC and Middle East countries. The event is supported by over 200 gem and jewellery associations from India and
overseas, who all will be part of the endeavour.
“IIJS Premiere is organised
each year during the first week
of August. However, this year
due to Covid-19 pandemic
and the lockdown measures
taken by various countries and
jewellery fraternity, the show
has been postponed to January
2021. We will duly consult
the government to chart out
stringent safety norms, while
also ensuring that business
returns to normal. The team is
proactively planning on a new
format to bring the industry
together once again.”

“IIJS Premiere has been rescheduled
to an appropriate time in January. We
are also hopeful that our international
visitors and delegations would be
able to visit the IIJS Premiere, as
we are expecting everything would
return to normal towards the end of
this year. The year 2021 will see a lot
of weddings taking place, including
the ones that were cancelled due to
the pandemic in 2020. The resultant
demand for jewellery would be
significant and the IIJS Premiere
would be an opportunity for our
retailers to restock their inventory for
the new season post Covid-19.”

“IIJS Premiere 2021 will
be the first show of the
calendar year, held on
the same scale and size
as that of IIJS Premiere,
maintaining all safety
norms post Covid-19. All
virtual mediums will be
strengthened for the show
and more mediums will be
activated. Essentially, it will
be IIJS Premiere in the slot
of IIJS Signature 2021 with
the look, feel and delivery
of both shows combined
together.”
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JNA Awards 2020

Honourees announced online
T

he ninth edition of the prestigious
JNA Awards announced its highly
anticipated list of Honourees across
seven award categories at a webcast
recently, followed by an online panel
discussion featuring industry thought
leaders. The Awards’ first-ever
virtual event was well-attended by
international jewellers.
In the last few weeks, the judges
diligently assessed entries from 11
countries and regions across five
continents, selecting 32 shortlisted
Honourees out of a highly qualified
pool of nominees.
Letitia Chow, Chairperson of the JNA
Awards, and Director of Business
Development - Jewellery Group
at Informa Markets, commented,
“This year has indeed been unusual,
pushing us to be more adaptable,
flexible and creative. This impressive
show of business agility has clearly
been demonstrated by our roster of
Honourees for 2020, which consists

of start-ups and well-established
companies. They have achieved
incredible feats in the past 18 months,
irrespective of their size, location or
business nature. I am also delighted to
see first-time Honourees from Africa
and the Americas this year, further
underscoring the JNA Awards’ unique
role in the jewellery industry.”
The independent judging panel
consists of industry experts, namely,
Albert Cheng, CEO, Singapore
Bullion Market Association and

International Advisor, Shanghai
Gold Exchange; James Courage,
former Chief Executive of Platinum
Guild International (PGI) and
former Chairman of the Responsible
Jewellery Council (RJC); Lin Qiang,
President and Managing Director
of the Shanghai Diamond Exchange
(SDE); Mark Lee, Research Director
of Asia Pacific Institute for Strategy
(APIFS), and Nirupa Bhatt, Senior
Advisor to the Gemological Institute
of America (GIA) India.
On this occasion Nirupa Bhatt, Senior
Advisor,GIA, India shared, “We look
for news to brighten up our day
during these stressful times. The JNA
Awards provides industry members
an opportunity to share stories about
the progress they have made, their
future plans and the innovations they
bring to businesses and the industry
for the greater good. It was a delight
to read and learn about all the entries
and be inspired by the efforts of our
colleagues in the industry.”
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List of JNA Awards
2020 Honourees:
Industry Innovation of the Year
Customer Engagement
n

BOJEM Jewelry

n

Shineshilpi Jewellers Pvt Ltd

n

The Muzo Companies

Industry Innovation of the Year - Marketing
n

CHJ JEWELLERY

n

MCLON JEWELLERY COMPANY LIMITED

Industry Innovation of the Year – Technology
n

GemCloud Software Limited

n

KGK Diajewels Private Limited

n

Tracr

Manufacturer of the Year
n

Emerald Jewel Industry India Limited

n

KGK Diajewels Private Limited

n

Le Vian

n

Phu Nhuan Jewelry Joint Stock Company (PNJ)

n

Shenzhen XingGuangDa Jewelry Industrial Co Ltd

Outstanding Enterprise of the Year – APAC

n

Phu Nhuan Jewelry Joint Stock Company (PNJ)

n

Shenzhen XingGuangDa Jewelry Industrial Co Ltd

Outstanding Enterprise of the Year – EMEA
n

Dhamani Jewels

n

KGK Diamonds SA PTY Ltd

Retailer of the Year
n

KASHI JEWELLERS

n

MCLON JEWELLERY COMPANY LIMITED

n

SHANGHAI ZBIRD CO LTD

Sustainability Initiative of the Year
n

De Beers Group

n

Phu Nhuan Jewelry Joint Stock Company (PNJ)

n

The Muzo Companies

Young Entrepreneur of the Year
(age 40 and below)
n

Chetan Kumar MEHTA, LAXMI DIAMONDS

n

Joyee ZHAO, BOJEM Jewelry

n

Nancy WONG, Luk Fook Holdings
(International) Limited

n

CHJ JEWELLERY

n

Ridhi Sohil GALA, KASHI JEWELLERS

n

DOJI GOLD & GEMS GROUP JSC

n

Tarun DANGAYACH, Color Jewels Inc

n

Luk Fook Holdings (International) Limited

n

William CHU, HEIG LIMITED

46

The Art of Jewellery

Events

Vol 19 Issue 7 | july 2020

JNA Awards 2020 Honouree - Manufacturer of the Year

Emerald has emerged as one of the largest manufacturers of gold jewellery in
the whole of Asia with a manufacturing capacity of 36 tons being produced
annually. Ultra-modern machines in a state-of-art factory in Coimbatore produces
contemporary jewellery that are in huge demand in India, Dubai, UK and USA.
The uniqueness of design and obsession for quality and perfection has taken
Emerald to newer. With over 5 lakhs developed designs in the bank and its own
production with a huge workforce of around 5000 workers.
The company has been recently accoladed with JNA Awards
2020 under Manufacturer of the Year category.
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LAXMI DIAMONDS & LAXMI DIA GOLD PVT LTD
Bangalore

Three Generations of trust, integrity
& perfection

Chetan Kumar Mehta
Chairman

JNA Awards 2020
Honouree - Young
Entrepreneur of the Year

The Laxmi Diamonds have well experienced and trained master goldsmiths
and jewellery craftsmen to create a special and unique closed setting diamond
jewellery. Using the most brilliant of diamonds, they create beautiful and
stunning Bangles, Haram, Jumki, Necklace, Pendent, Ring & Stud all uniquely
closed setting in the finest quality precious metals. Established in the year 1987,
with a team of 10 people, in a small office space of 250 sq. ft., currently, it has
a team of 300+, headed by Chetan Kumar Mehta, Chairman LAXMI DIAMONDS
& LAXMI DIA GOLD PVT LTD.
Chetan has been recently honoured with the
Young Entrepreneur of the Year in JNA Awards 2020.
Segment South
Indian Traditional
Diamond Studded
Gold Jewellery
22Kt & 18Kt

CORPORATE OFFICE: Laxmi Arcade, # 97, 5th Cross, Malleshwaram,BaNGalORE - 560 003
Phone : +91-80-41140211, 23314211
Website: www.laxmidiamonds.com,
E-mail: info@laxmidiamonds.com; md.laxmidiamonds@gmail.com laxmidiamondsindia@gmail.com
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KASHI JEWELLERS
Kanpur
JNA Awards 2020 Honouree - Retailer of the Year

JNA Awards 2020 Honouree - Young Entrepreneur of the Year (Age 40 and below)

JNA Awards 2019 Honouree - Outstanding Enterprise of the Year - India
JNA Awards 2017 Honouree - Retailer of the Year - (450 Outlets and below)
JNA Awards 2015 Honouree - Outstanding Enterprise of the Year - India
JNA Awards 2014 Recipient - Young Entrepreneur of the Year (Age 40 and below)
JNA Awards 2013 Honouree - Outstanding Enterprise of the Year - India

JNA Award 2020 Honouree- Retailer of the Year
JNA Awards 2012 Honouree - 3 Decades of Excellence Award

24/44, Birhana Road, Kanpur 208 001, India Tel: +91 512 7111611, W: +91 7081818102

Blending innovation with quality

www.kashijewellers.com

K

Shreyansh Kapoor
Vice President

ashi Jewellers is a heritage jewellery company that was founded in 1955 in
Kanpur, Uttar Pradesh, with the vision to offer finely crafted jewellery with
innovative designs. It prides itself in providing exemplary and luxurious customer
service, and offers clients the option of customizing its products to their satisfaction.
Kashi Jewellers has always set a high benchmark for its competitors when it comes
to purity, quality and value of its jewellery. It is the only jewellery outlet in North India
to have inhouse manufacturing, retailing and export units. Kashi Jewellers has
also won several accolades for sales, design, manufacturing, retail and exports.
Kashi Jewellers has been awarded with Retailer of
the Year-in prestigious JNA Awards 2020.

Specialization Gold,
Diamond, Kundan Polki,
Silver Jewellery

JNA Awards 2020 Honouree - Retailer of the Year
JNA Awards 2020 Honouree - Young Entrepreneur of the Year (Age 40 and below)
JNA Awards 2019 Honouree - Outstanding Enterprise of the Year - India

Add- 24/44, Birhana Road, Kanpur 208001, India, Tel: +91 51271116111

JNA Awards 2017 Honouree - Retailer of the Year - (450 Outlets and below)
JNA Awards 2015 Honouree - Outstanding Enterprise of the Year - India
JNA Awards 2014 Recipient - Young Entrepreneur of the Year (Age 40 and below)
JNA Awards 2013 Honouree - Outstanding Enterprise of the Year - India

W: +91 7081818102, Emai: houseofkashi@gmail.com www.kashijewellers.com

JNA Awards 2012 Honouree - 3 Decades of Excellence Award

24/44, Birhana Road, Kanpur 208 001, India Tel: +91 512 7111611, W: +91 7081818102
www.kashijewellers.com

JNA Awards 2020 Honouree - Retailer of the Year
JNA Awards 2020 Honouree - Young Entrepreneur of the Year (Age 40 and below)

JNA Awards 2020 Honouree - Retailer of the Year

JNA Awards 2019 Honouree - Outstanding Enterprise of the Year - India

JNA Awards 2020 Honouree - Young Entrepreneur of the Year (Age 40 and below)

JNA Awards 2017 Honouree - Retailer of the Year - (450 Outlets and below)

JNA Awards 2019 Honouree - Outstanding Enterprise of the Year - India

JNA Awards 2015 Honouree - Outstanding Enterprise of the Year - India

JNA Awards 2017 Honouree - Retailer of the Year - (450 Outlets and below)

JNA Awards 2014 Recipient - Young Entrepreneur of the Year (Age 40 and below)

JNA Awards 2015 Honouree - Outstanding Enterprise of the Year - India

JNA Awards 2013 Honouree - Outstanding Enterprise of the Year - India

JNA Awards
2014 Recipient
- Young
JNA Awards 2012 Honouree
- 3 Decades
of Excellence
AwardEntrepreneur of the Year (Age 40 and below)
JNA Awards 2013 Honouree - Outstanding Enterprise of the Year - India

24/44,
Birhana
Road,
Kanpur
208Award
001,
JNA
Awards 2012
Honouree
- 3 Decades
of Excellence

India Tel: +91 512 7111611, W: +91 7081818102

www.kashijewellers.com

24/44, Birhana Road, Kanpur 208 001, India Tel: +91 512 7111611, W: +91 7081818102
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Shine shilpi Jewellers Pvt. Ltd
Mumbai
JNA Award 2020 Honouree - Industry Innovation of the
Year-Customer Engagement

Focus on quality
HINE SHILPI formerly known as Shilpi Jewellers Pvt. Ltd. is India’s most trusted
B2B Jeweller. They procure their jewellery from India’s top manufacturers and
Ssupply
it to national and international retail Jewellers. With the mission to create

sophisticated and unique jewellery which combines elegant design with high quality,
they provide best Quality and designs at best price. Shine Shilpi has a Famous
Brand – The 9 Shine Collection is purely Made in India & Made by Craftsman of India.

Pramod Mehta
Director

SHINE SHILPI is the preferred Choice for Retail Jewellers when it comes to Gold
and Platinum Jewellery purchase. It’s, The 9 Shine Collection is available in
almost all Top Retail Jewellers Showrooms.
SHINE SHILPI has been recently awarded with Industry Innovation of
the year-Customer Engagement in prestigious JNA Awards 2020.

Specialization : Antique, Bombay, Emerald ( Casting Jewellery ),
Trios ( Bangles ), Turkish Jewellery .

2nd Floor, Daya Mandir Building, 125/127, Mumbadevi Rd, Mumbai, Maharashtra -400003
T: 022-4216 0700 I E:info@shineshilpi.com I W: www.shineshilpi.com
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KASHI JEWELLERS
Kanpur
JNA Awards 2020 Honouree - Retailer of the Year

JNA Awards 2020 Honouree - Young Entrepreneur of the Year (Age 40 and below)

JNA Awards 2019 Honouree - Outstanding Enterprise of the Year - India
JNA Awards 2017 Honouree - Retailer of the Year - (450 Outlets and below)
JNA Awards 2015 Honouree - Outstanding Enterprise of the Year - India
JNA Awards 2014 Recipient - Young Entrepreneur of the Year (Age 40 and below)
JNA Awards 2013 Honouree - Outstanding Enterprise of the Year - India
JNA Awards 2012 Honouree - 3 Decades of Excellence Award

Unwrapping milestones through innovation

24/44, Birhana Road, Kanpur 208 001, India Tel: +91 512 7111611, W: +91 7081818102
www.kashijewellers.com

idhi Sohil Gala Partner and Chief Designer & Innovator Kashi Jewellers,
joined the family business after completing her graduation of Science in
R
Accounting (BSc) and Masters of Accounting Science (MAS) from the University

Ridhi Sohil Gala
Partner, Chief Designer
& Innovator

JNA Awards 2020
Honouree - Young
Entrepreneur of the Year

of Illinois at Urbana-Champaign (USA). She also went to London School of
Economics (UK) for Entrepreneurship programs and then moved back to India.
She is now actively involved in the family business and attends all
Jewellery trade shows both domestically and internationally. Under her
able leadership, Kashi Jewellers was selected to participate amongst 10
Jewellery Houses in India at the first ever India International Jewellery Week.
Kashi Jewellers has won number of National Awards under her leadership:
Ridhi has been recently honoured with the Young Entrepreneur of the Year in
JNA Awards 2020.
Best Ring Designs Award-2009 awarded by Gemological Institute of America (GIA)

Jewellers Choice Design Award-2011 awarded by Indian Jewellers.
(Best Coloured Stone Jewellery)•
Jewellers Choice Design Award-2012 awarded by Indian Jewellers.
(Best Ring Designs)

Add- 24/44, Birhana Road, Kanpur 208001, India, Tel: +91 51271116111
W: +91 7081818102, Emai: houseofkashi@gmail.com www.kashijewellers.com

R
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Reliance Jewels’s gratitude initiative to celebrate
‘The Real Gems of the Nation’- Doctors of India

C

ommemorating National Doctors
Day, Reliance Jewels launched
a gratitude initiative for the tireless
warriors on the frontline of the
pandemic-Doctors. Working to save
millions of lives, doctors are among
the most precious, real gems of the
nation. To recognise and showcase
gratefulness to these jewels, Reliance
Jewels’ initiative links doctors and
citizens, through a heartwarming,
special edition offering.
On this special occasion of Doctors
Day, Reliance Jewels is asking their
customers nationwide to nominate a
doctor they wish to extend a special
token of ‘thank you’ for their endless
contribution during these difficult

doctors and pay respects
to their contribution to the
society. The coin is carefully
mounted on an acyclic stand
which has a beautiful note
headlined ‘To, The Real
Gems Of Our Nation.’

times. The nominated doctors will
be presented with an exquisitely
designed ‘Doctor’s Day Special Edition
Coin’, a 5gm silver coin as a token of
gratitude by Reliance Jewels on their
customer’s behalf. The commemorative
coin showcases a doctor with wings
holding the globe in their hands, with
an aim to emphasise on the value of

The special
edition coin
comes at no
extra cost to
the customer
and they
will be able
to nominate
a Doctor across all Reliance Jewels
showrooms in the country.

Narayan Jewellers by Ketan and Jatin
Chokshi launches New York Fashion week
Fall-Winter 2020 collection in India

N

arayan Jewellers by Ketan and
Jatin Chokshi, launches New
York Fashion week Fall-Winter 2020
collection in India. Narayan Jewellers
new collection comprises of 7 capsule
collections. Inspired by Bibhu’s luxe
designs, the collection is for a woman
who is bold, strong, independent,
caring, loving and takes her own
decision. The collection truly defines
an NJ Woman.
Ketan Chokshi, Co- Owner, Narayan
Jewellers, said, “We are really excited
to launch our Empress Collection in
India. This refreshing collection is a
classic way to emphasize your unique

style with the timeless elegance of
diamonds. The flexibility of the design
makes this new jewellery line very
wearable.
Witnessing the introduction of two
new concepts of Ear Climbers – which
is an earring climbing up the ear lobe

but stopping
halfway
and the
Ear Jackets
which
appears like
a stud being
worn both
in front and
back, the
impeccable
collection
also includes
statement Ear studs, Chandelier
Earrings, Asymmetrical Earrings,
Cocktail Handcuffs and Multiple
finger rings.
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PNG Jewellers announces the ‘Shubh
Aarambh’ of this wedding season

A

s excitement builds up
towards the revival of the
wedding season, coupled with
high returns in gold investments,
there has been a noticeable shift
in consumer mindset towards the
purchase of gold jewellery. At the
same time it is well known that
80 per cent of all marriages across
the country have been postponed
for the latter half of the year. This
unique occurrence has created
many hurdles for young couples
who were scheduled to be tied in
holy matrimony.
Keeping this in mind, PNG
Jewellers has announced an
innovative and unique wedding
jewellery proposition to provide
customers with the necessary

cushion to allow them to fulfil
their life long dreams. Hence, the
brand has launched the ‘Dajikaka
Promise Plan 100’.
Dr. Saurabh Gadgil, Chairman
and Managing Director of PNG
Jewellers said, “The ‘Dajikaka
Promise Plan 100’ has been
launched with the endeavor
of carrying the rich legacy of
Dajikaka Gadgil, a pioneer in
the jewellery industry, forward.
Investing in gold or buying one’s
favorite jewellery is a dream for
most people. We want to assure
our customers that even in this
uncertain time, we are thinking
about them and their future and
are doing our best to come up

with customer friendly schemes so that our
patrons can truly fulfill their dreams.”

Beautiful Rakhi Gifts by Jewellery
Designer Archana Aggarwal

E

very sister in this country eagerly
waits for Raksha Bandhan as this is
the time when she can demand any gift
from her brother and he has to oblige.
If you are also looking for a pretty gift
to bring a smile on the lips of your
sister, Jewellery Designer Archana
Aggarwal’s beautiful gift range is for
you.
The Rakhi Gifts collection puts on
display some of the most stunning
jewellery pieces for women of all
age groups. There are trendy and
contemporary jewellery pieces for
young girls and some sophisticated
and elegant pieces for middle-aged
women.

and sister duo. This beautiful rakhi
jewellery piece by Archana Aggarwal
makes the celebration remarkable.
“Every piece I make is a style
statement. The label is a celebration
of today’s woman who is feminine yet
strong,” says Archana Aggarwal.

The Rakhi collection features striking
pieces made in pure gold and
diamond.
Raksha Bandhan is a celebration of
the everlasting love between brother
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ajmahal Fancy Jewellers , Ballari is
taking all necessary measures like
social distancing , sainting, wearing
glovers and mask to ensure the safety
of customers and staff in the times
of Covid 19 . Customers arriving
at the store are made aware about
social distancing and staff makes sure
sanitizer spray is provided . Wearing
mask is made compulsory in the
store , customer who do
not carry the mask are
provided mask by us
before they
Seating arrangement at
the counter is planned in
such a way that customer
will be offered a seat at a
safe distance from others
and our staff Of will

Vol 19 Issue 7 | july 2020

clean the counters and the jewellery
they handle, before and after every
transaction.
The 45 staff members take maximum
care of safety wearing mask and gloves
. As value add the Sanitizer and Mask
Kit is being distributed free of charge
by Rajamahal Fancy Jewellers to every
customer who has purchased the
jewellery. The kit features
a mask and a sanitizer
bottle and messages about
precautions to be taken
from Coronavirus.
Although the
government allows the
stores to open from 7 am
to 7 pm but the shop is
open only from 10:30 am
to 3.30 pm. Customers

are not let inside in big numbers , only
two- three people are allowed at one
time . In a given day only 25 customers
are allowed to are attended keeping in
mind all the protocols.
Satrasala Ramesha
Proprietor, Rajmahal Fancy Jewellers,
Ballari said “ It is concern that
Coronavirus is a spreading across
India and we have been following
all instructions and orders issued by
the Govt and taking utmost care and
safety of our staff and customers .”

Calcutta Gem & Jewellers Welfare
Association members donates Rs 15,22,600
to West Bengal Emergency Relief Fund

I

n a collective effort Members
of Calcutta Gem & Jewellery
Welfare Assocation made a
contribution of Rs 15,22,600 to
the state government for creating
“ West Bengal State Emergency
Relief Fund” in order to
provide relief and assistance for
combating two calamities as has
befallen. The letter and cheque
were handed over to Rajiv Sinha
, Chief Secretary , Govt of West
Bengal by Ashok Bengani ,
President CGJWA and
Pramod Dugar , Secretary

CGJWA . Speaking to AOJ Ashok
Bengani said “ Since the cases
of Corona pandemic are rising
each day , we from Association
requested our members
support the Government to
save the citizens of our state of
West Bengal where under the
leadership of Chief Minister are
serving the citizens of the the
state on regular basis . We have
got an enthusiastic response from
our members and have collected
15,22,600 for this emergency
fund .”
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D

esigners of India (DOI)
is a designer trade
alliance devoted to professional
excellence in jewellery brand
growth and design. Since
it’s inception in April 2018
its mission is to provide the
information and support the
designer’s need achieve business
excellence.
Tapping into the joint power
of its resources, DOI members
find the expertise, networks,
and support needed to maintain
quality, reach new customers,
expand their reach and become
well-known jewellery brand.
It is one-stop connention for
everything designers may need
to setup their brands globally.
Its vision is to be a globally
recognised and preferred
partner for designers of India
and to ensure sustainable
growth of a designer.

show organisers nationally and
internationally, publications,
social media channels, etc to
help jewellery designers expand
their business seamlessly
and support their efforts to
put-up exhibits, create new
collaborations, and build their
strong connections to recognise
designer brand successfully.

Shrusshti Sharma a household
name among the jewellery
designers is the guiding force
behind the Designers of India,
she is the founder of DOI. Her
latest venture is DOI that was
set up with the intent to offer
gifted designers a platform
to show their styles, verve
and Indian jewellery designs
creating opportunities for
expansion. She aims to create
niche designers market that
aids business growth and
brand promotion. Shrusshti
Sharma has expertise as
an Entrepreneur Designer
and Designer Consultant in
Jewellery industry for 19 years.
Shrusshti is also winner of
Prestigious Design Award and
a successful entrepreneur with
several successful initiatives
such as the Shrusshti Design
Studio a jewellery brand under
her belt.

DOI offers technical sales and
business expertise unavailable
anywhere else. DOI connects
its designers with customers
through associations with trade

Further, Designers of India
ensures a healthy environment
for the constant growth of
talented jewellery designers,
their designs, and business.

She has become one of the
grand jury members to the
Prestigious Design Award
2020, HRD Antwerp from
International.

Shrusshti Sharma

Founder, Designers of India
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T

never before. BGJF will represent
the most comprehensive online
jewellery trade fair in ASEAN.
Adopting the theme, Thailand's
Magic Hands, the BGJF will
highlight the skills of Thailand’s
master gems and jewellery
craftspeople, with a specific focus
on coloured gemstones, precious
and semi-precious stones, as well
as silver jewellery.

he Department of
International Trade Promotion
(DITP) organised a webinar to
discuss the potential business
opportunity between India’s and
Thailand’s jewellery industry
in post COVID-19, as well as
to promote the new version of
Bangkok Gems and Jewelry Fair
(BGJF).
Entitled ‘Managing the Crisis,
Mitigating the Impact with
Survival and Revival Strategy for
Jewellery Industry Related Post
Covid-19’, the webinar attracted
leading players in the gems
and jewellery sector from both
Thailand and India. The purpose
of the webinar was to discover
ways to promote cooperation
between the two Asian countries.
Jittima Nakamano, Director,
Thai Trade Centre in Chennai
said, “The Covid-19 outbreak
has impacted the gems and
jewellery industry around the
world, due to the lockdown,
social distancing, and no demand
for gems and jewellery. From

January to April 2020, the export
value of Thailand’s gems and
jewellery products (excluded
unwroughtgold) declined by
25.31% to $1.77 bn, compared
with the same period the previous
year.” However, Nakamano was
confident that with no COVID-19
cases currently in Thailand, the
country’s gems and jewellery
industry would bounce back
stronger than ever.
Due to current global climate the
DITP was currently focusing on
transforming the event into a new
version. “Because of Covid-19,
we have to adjust ourselves and
use online platforms to promote
Thailand’s gems and jewellery
industry,”Nakamano said.
Thailand was all set to go ahead
with the new version of Bangkok
Gems and Jewelry Fair (BGJF)
2020. Embracing the New Normal
era, this upcoming BGJF is set
to become the new BGJF like

Sanjay Kothari, Ex-Chairman,
GJEPC and Chairman, GJSCI
said the size of the gems and
jewellery exports in India had
contracted because of the ongoing
global situation to $18-20 bn.
The country’s domestic gems and
jewellery market was also currently
valued at $20 bn. He highlighted
the benefits of the India Jewellery
Excellence Symposium initiative,
and suggested that Thailand
should join it.
Mehul Shah, Vice President ,
Bharat Diamond Bourse (BDB),
discussed the stability of the BDB.
He also stated that the World
Federation of Diamond Bourses
was the world’s largest diamond
body with 30 members all over
the world. Due to the lockdown
in India, diamond manufacturing
had halted in the last couple of
months, making this a good time
to invest in diamonds.
In conclusion all speakers agreed
that both India and Thailand could
transform the current global trade
scenario through working more
closely together.

The golden word today is "hope",
let us all pray & hope that things will get better soon
#StaySafe

#24 5TH CROSS GANDHINAGAR BANGALORE 09
contact: 080 22373051/52
Website: www.vijaygems.in
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Circular
Circular on Launch of NSE Refiner Standards for
BIS Standard Gold
All Members,
Sub: Launch of NSE Refiner
Standards for BIS Standard Gold
In our endeavour to serve our
members better by providing a
wide array of acceptable gold for
delivery on the exchange platform;
we are pleased to announce the
launch of NSE Refiner Standards
for BIS Standard Gold.
At present NSE accepts serially
numbered gold bars produced
by London Bullion Market
Association (LBMA) approved
refiners for settlement of
the gold contracts traded on
the commodity derivatives
segment of NSE. However,
taking into account the fact
that there are several Indian
refiners having capabilities
of producing the gold bars as
per Bureau of Indian standard
(BIS) notified standards - IS
17278: 2019, it has been
decided by the exchange to
accept gold bars produced
by specified Indian refiners
adhering to the above BIS
notified standards.
This initiative is aimed at including
the Indian refiners in the exchange
settlement framework as well as

enhancing the array of acceptable
gold which can be provided by the
members for physical settlement
of gold contracts traded on the
exchange platform.

and based on the approval of
an
independent
Committee
formed by NSE comprising
ofthekeyindustryexpertsalongwith
the internal stakeholders.

In this regard, NSE has defined
detailed guideline namely, NSE
Refiner Standards (NRS) for BIS
Standard Gold. These guidelines
cover the empanelment criteria,
both
quantitative
as
well
as qualitative, and detailed
documentation
and
other
requirements which are required
to be fulfilled by the Indian refiners
to be eligible for empanelment
with NSE.

Once empanelled the gold bars
produced by the empanelled
refiners, as per the NSE defined
quality specifications, shall be
accepted towards the settlement
of the existing gold contracts (1
Kg) traded on the commodity
derivatives segment of NSE.

The detailed guideline for NRS for
BIS Standard Gold is available in
Annexure I and the format for the
Refiner agreement as required
from the refiner is available
in Annexure II. The Indian
refiners desirous of applying
for empanelment with NSE are
required to submit an application,
in prescribed format, along with
the required documents as
mentioned in the Annexure I.
The refiners shall be shortlisted
and empanelled based on the
technical evaluation, refiners’
adherence to the prescribed
guidelines defined by NSE
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NSE shall issue another circular
shortly giving the details of the
refiners who have satisfied the
prescribed guidelines along with
the go-live dates.
For any further clarifications, you
may contact the following officials

Sr Name
1 Meghana
Mahadkar
2 Allan Pinto

Email id
mmukadam@
nse.co.in
apinto@nse.
co.in

For and on behalf of
National Stock Exchange of
India Limited
Meghana Mahadkar
Chief Manage
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nvestors have embraced gold in
2020 as a key portfolio hedging
strategy. Looking ahead, expectations
for a faster recovery (V-shaped) from
COVID-19 are shifting towards slower
recovery (U-shaped), or potential
setbacks from additional waves of
infections (W-shaped). Regardless of
the recovery type, the pandemic will
likely have a lasting effect on asset
allocation. It will also continue to
reinforce the role of gold as a strategic
asset.

Gold outperformed in H1 as
equities recovered

sharply from their Q1 lows, the high
level of uncertainty surrounding
the COVID-19 pandemic and the
ultra-low interest rate environment
supported strong flight- to-quality
flows. Like money market and highquality bond funds, gold benefited
from investors’ need to reduce risk,
with the recognition of gold as a hedge
further underscored by the record
inflows seen in gold-backed ETFs.

are supportive of investment demand
for gold, namely: high risk and
uncertainty, low opportunity cost,
positive price momentum.
Conversely, an economic contraction
will likely result in lower demand
for gold in the form of jewellery,
technology or long-term savings.
This is particularly evident in key
gold markets such as China or India
(Focus 1).

Gold investment will likely
offset weak consumption

Focus 1: Regional insights

Gold’s behaviour can be explained by
four broad sets of drivers:
Economic expansion: periods
of growth are very supportive of
jewellery, technology and long-term
savings

Gold had a remarkable performance
in the first half of 2020, increasing
by 16.8% in US-dollar terms and
significantly outperforming all other
major asset classes (Chart 1). By the
end of June, the LBMA Gold Price PM
was trading close to US$1,770/oz, a
level not seen since 2012, and reaching
record or near-record highs in all
other major currencies. Though equity
markets around the world rebounded

69

Risk and uncertainty: market
downturns often boost investment
demand for gold as a safe haven
Opportunity cost: interest rates and
relative currency strength influence
investor attitudes towards gold
Momentum: capital flows, positioning
and price trends can ignite or dampen
gold's performance.
In the current global economic
environment, three of the four drivers

The Indian economy slowed to an
11-year low of 3.1% in Q1 2020. In
order to stimulate the economy amid
the COVID-19 outbreak, the Reserve
Bank of India (RBI) cut interest rates
by a cumulative 115bps in H1 2020
and the central government, along
with RBI, provided an economic
package of Rs 20.97tn (US$278bn). In
H2, we expect consumer demand to
remain soft due to reduced economic
activity, concerns about increasing
unemployment, and income erosion.
However, additional economic
packages from the government
and a forecasted positive monsoon
season could help soften the negative
impact of an economic deceleration.
Additionally, we expect investors to
turn to gold as a means of hedging
as we have seen in the first half of
this year.
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When Sabyasachi
Mukherjee sold
his first jewellery
designs for Rs 45,
and stole his
mom’s satin slip
Since the government-mandated lockdown on
account of the coronavirus pandemic has been
imposed, Sabyasachi has taken to his Instagram
to share anecdotes and insights into the making
of the most coveted designer in India.

A

ce couturier and the dream designer to most Bollywood
brides, including Deepika Padukone, Anushka Sharma
and Priyanka Chopra, Sabyasachi Mukherjee’s origin story
is straight out of Bollywood too. Since the governmentmandated lockdown on account of the coronavirus
pandemic has been imposed, Sabyasachi has taken to his
Instagram to share anecdotes and insights into the making
of the most coveted designer in India. Sabyasachi has
touched topics including how coming from a family of
doctors and educators, he received a lot of opposition from
his family for choosing design.

He has also written about his grandmothers, paternal and maternal, and how they shaped him, his travels, his childhood and
his favourite books and authors, and now, most recently his first few trysts with design and production.
In a series of post Sabyasachi wrote about tales from his childhood and how they shaped his life. One of the posts with “Where
do I begin? Tales from my childhood,” were captioned, “Very early in our lives, signs appear of what our future may behold.
Sometimes we take cognisance of those signs and work towards our destiny, sometimes someone else recognises our potential
and pushes us towards our future.” The designer asked readers to share their childhood stories that possibly shaped their
adulthood with him.
Talking about the first-ever play he wrote and directed as a nine-year-old, “I was nine years old when I wrote my first script for
a play — an improvised version of Snow White and the Seven Dwarves. I nervously showed it to my drama teacher and my life
changed forever.”
In a first, Sabyasachi was allowed to direct the play, “The teachers association announced, as a first, I would be allowed to direct
the annual play. As the days went by, I assumed the role of the producer as well. From casting (we were an all-boys school),
to costumes, makeup and set design, I was given free rein. Magical collaborations with local dresswallas and makeup artists
followed. Massive tin trunks of shiny, over-the-top, woebegone costumes, fake pearls, cardboard and rhinestone jewellery, wigs
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made from dyed jute, and war paint makeup that smelt of
stale coconut oil helped bring the play to life.”
Talking about how he wanted to improve the costumes and
ended up stealing a satin slip from his mother, Sabyasachi
continued, “But I wanted more. I wanted the clothes to be
slightly frugal, more relatable. Dare I say… fashionable? So
we started sourcing from sisters and cousins. Our teachers
chipped in too. My mother had a bias cut mid-length satin
slip. I desperately wanted Snow White to wear it. So I ended
up stealing it from her cupboard, praying that she would
not miss it for some time. The week that followed probably
sowed the seeds of my future profession. Purely driven by
instinct, I layered, draped and improvised. It didn’t matter
that silhouettes were held together with multiple safety pins.
Plaid shirts became aprons, socks became gloves. Everyone
had shiny pink lipstick and vivid blue eyeshadow, and strawcoloured wigs that would put RuPaul to shame. Exactly like
those English ladies painted on the talcum powder tins that
adorned my mother’s humble dressing table.”
Talking about how he wanted to improve the costumes and
ended up stealing a satin slip from his mother, Sabyasachi
continued, “But I wanted more. I wanted the clothes to be
slightly frugal, more relatable. Dare I say… fashionable? So
we started sourcing from sisters and cousins. Our teachers
chipped in too. My mother had a bias cut mid-length satin
slip. I desperately wanted Snow White to wear it. So I ended
up stealing it from her cupboard, praying that she would
not miss it for some time. The week that followed probably
sowed the seeds of my future profession.
Purely driven by instinct, I layered, draped and improvised.
It didn’t matter that silhouettes were held together with
multiple safety pins. Plaid shirts became aprons, socks
became gloves. Everyone had shiny pink lipstick and vivid
blue eyeshadow, and straw-coloured wigs that would put
RuPaul to shame. Exactly like those English ladies painted
on the talcum powder tins that adorned my mother’s
humble dressing table.”
A later post title second innings spoke about Sabyasachi’s
first-ever business venture, “I was 19 when I started my first
business. This was long before design school. My mother is
a graduate from the Government Art College in Calcutta.
So, on one of her trips to buy art supplies, I stumbled upon
a store that sold beads and shells. I remember staring
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at that wonderful bric-a-brac, imagining how beautiful
it would look assembled into a necklace. I had made a
meagre amount of money working as a stylist to local
photographers, and used that to buy some assorted material
— beads, shells, carved wood, tinsel, paint, and adhesive.
The artsy intellectual Bengalis at the time would wear a lot
of hand-painted wooden jewellery (the Ganesha motif was a
favourite).”
Now I had to sell it somewhere! I remember carrying them
in my plastic tiffin box to sell it to the street-side hawkers in
Gariahat Market. Everybody rejected the jewellery. Except
for one vendor. He wouldn’t buy the pieces; he would only
do consignment. I agreed.”
Sabyasachi waited hoping someone would buy his
jewellery, “I walked to his store three times a day to ask
if my jewellery had sold, and he would shake his head.
One day I saw him standing at my doorstep and my heart
raced. A lady had bought all three necklaces. I got 45
rupees for it.
That little taste of success pushed me to create a business
that would eventually make 12,000 rupees a month. My
mother joined me in production. She even made me small
cloth bags on her Singer sewing machine.”
But the designer’s ambitions came to an abrupt halt, “And
then came Operation Sunshine. A political move to clear
hawkers from pavements. I had been loyal to the man who
grew my business, so I never built a direct customer base
except for the odd neighbour. His store was razed and my
business ended. Rather abruptly, too.
However, Sabyasachi decided to keep trying, “But I got a
taste of entrepreneurship. I told myself I would start again:
bigger, better, and stronger, on my own terms, and when the
time was right.”
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SGL is a world class diamond grading and certification laboratory having the second largest lab
network in the world, established by Indian promoters. SGL has established strong relationships with
more than 5,300 clients across the globe, including sightholders, manufacturers and jewellery retailers.
SGL provides unbiased and transparent certification services to the ever changing gem and jewellery
industry, true to its tagline – Peace of Mind, Assured.

SGL Story
Incorporated in India, Solitaire
Gemological Laboratories (SGL),
established its holding company
in 2007 in Mumbai, with the
vision to provide grading services
with integrity and commitment
worldwide, to help the quality
conscious retailers overcome
logistical challenges. Today, SGL
has successfully placed itself on the
world map with several branches
across the globe – including
subsidiaries in London, New York,
and UAE. In just over a decade
SGL takes pride in successfully
establishing 11 centers in India
and 7 centers globally. The forces
behind the expansion of SGL
in such a short span are their
founders,

Shirin Bandukwalla and Chirag
Soni. Their partnership has led
to the establishment of one of the
industry’s most well organised and
efficient grading company from
India receiving global acceptance.
Currently SGL issues over a
million certificates globally every
year, with 90 per cent of these
being issued for the Indian gem
and jewellery industry. With equal
emphasis on grading parameters
and customer relationships, SGL
has served some of the biggest
retail brands like Senco, Bhima,
PMJ and also catered to the new
age e-commerce giants, Bluestone
and Candere. Adapting to the
needs of the trade, SGL has been
associated with Limelight, a lab
grown diamond

jewellery brand as their
certification partner.

SGL Services
SGL Certificate, whether for a
diamond, gemstone or jewellery, is

Dia Screen - SGL's proprietary
diamond screening device

" SGL is India's representation to the global
gems and jewellery industry and we are
proud to truly resonate our PM's Atmanirbhar
campaign."
Shirin Bandukwalla, Director, SGL
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an outcome of the state-of-the-art
equipment along with the stringent
grading parameters in analysing
the test results.
SGL currently offers the following
services
n

n

n

Natural and lab grown diamond
certification;
Natural and lab grown diamond
jewellery certification;
Mobile Labs – Onsite
inspection, screening and
grading.

SGL has also successfully
developed a diamond screening
device called “Dia ScreenTM”,
which screens both - loose
diamonds and jewellery; and is
capable of distinguishing CVD and
HPHT diamonds from natural
diamonds. The equipment detects
phosphorescence in laboratory
grown diamonds and displays
the results in a simple manner.
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The portable machine with user
friendly interface requires no
special training for its operations.

SGL’s Accomplishments
SGL has been a pioneer infulfilling
the varied requirements of the
trade, with the introduction of the
following:
n

n

n

n

n

n

SGL's Lab Grown Diamond Jewellery Certificate

First to introduce
Lab Grown Diamond
Jewellery Certification
First to introduce
Lab Grown Diamond
Screening Machines
First to introduce Virtual
Blockchain
First to categorise Natural
Diamonds on Certificates
First to introduce QR
Codes on Certificate
Reached out to 4000+
end consumers in over
170 countries.
With an ever increasing
demand of diamonds
and jewellery along
with the introduction of
alternatives like lab grown
diamonds , consumers are
in need of 100 per cent
transparency, disclosure
and honesty. SGL assures
to maintain the highest
standards of objectivity
and expertise to ensure

"Being the only
Indian international
laboratory is a matter
of pride not just
for all of us at SGL
but also for each
and every Indian
as we keep moving
forward to warrant
and perpetuate a
benchmark in the
global diamond
industry. "
Chirag Soni
Director, SGL

trustworthy services to its
clients.
With consistent grading accuracy
and professionalism, SGL aims
to become a market leader in the
jewellery certification segment.
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Mumbai :
Due to the COVID-19 crisis
there was a mass reverse
migration of karigars from
Mumbai back to their respective
natives and hometowns.
“ According to me, to ensure
that they come back to Zaveri
Bazar and the market flourishes
again as it did pre COVID-19
we must ensure that the
following rules and regulations
are followed said Kalidas Sinha
Roy (General Secretary, Bengali
Swarnashilpi Kalyan Sangh)
For the karigars Polyclinic,
Pathology testing centers must
be setup, also Mediclaim for the
karigars along with hospital tieups must be given to karigars to
ensure their medical security.
Pre COVID-19 the average
income for a karigar was
around ₹12,000-₹20,000 per
month. Now post COVID-19
to incentivize a migration
back to Zaveri Bazar with an
increase income . Regular
sanitization of small units/
workshops, common toilets,
buildings and galis must be
done. A fixed work timing must
be ensured along with rules to
stop overtime.All Karigars must
acquire the Karigar Parichay
Card and Mediclaim provided
by GJEPC.
President of Mumbai-based
Goldsmith Coordination
Committee, Rajaram Mahadeo
Deshmukh, a new task at
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hand was to organise a sort
of “reverse migration”, that is,
facilitating return
of an estimated
5,000 karigars
to Maharashtra’s
Sangli, Satara and
Solapur districts
from West Bengal.
In Mumbai, the
authorities have
allowed Zaveri
Bazar to remain
open, but along
with low footfall, there is
major dearth of workers.
In Deshmukh’s reckoning,
Mumbai-based karigars who
went back to their native places
in West Bengal are unlikely to
return soon.

Kolkatta :
Samar De, who heads the
Kolkata-based Swarnashilpi
Bachao Samiti, lamented that
despite fervent appeals by wellknown economists and others
well conversant with remedies
that situations like the present
one warrant, New Delhi has
not offered cash assistance to
the vulnerable sections. “Our
karigars badly need cash, but
the well-intentioned advice of
economists has fallen on deaf
ears. Survival of our businesses
is at stake. It’s a paradox that
while huge quantities of gold
lie idle with temple authorities,
the country merrily imports
gold. The Centre should work

out arrangements with the
temple trusts for putting their

gold to commercial use and
cutting down on imports.
Compensation to the temple
trusts should be part of the
package,” De suggested. “I can’t
instantly recall when did we last
face such a difficult phase in our
business,” he added.
sense of pessimism pervades
the domestic gem and jewellery
business currently as state after
state enforces stricter lockdown
norms with an increasing
number of people testing
positive for the coronavirus.
The jewellery trade’s earlier
assessment that things might
look up latest by June has
gone awry. Those who are
more pessimistic seem to have
concluded that the remainder
of 2020 does not hold any hope.
The section that still nurtures
some hope, while being generally
pessimistic, are inclined to
believe that by Navratri, they
may have reasons to cheer.
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Bangalore:
President of Karnataka Bengali
Swarnashilpi Association
Sushil Mondol said, of late,
departures for native places are
showing a marked uptrend,
compared to what it was in the
initial lockdown phases. This is
attributable to the apprehension
among the karigars with the
number of new COVID-19 cases
rising by the day.
Mondol does not see business
reviving anytime soon and he,
therefore, has ruled out the
possibility of catering to the fresh

orders during the festive season
that kicks off in a matter of weeks.
“Circumstances are forcing us to
virtually skip Viswakarma and
Durga pujas, which are important
events in our calendar. Only the
bare minimum rituals will be
observed this time around,” he
said.

Hyderabad :
Secretary of Hyderabad Bengali
Goldsmith Association,
Mahitosh Jana, said that out of
an estimated 50,000 karigars,
already about 40,000 have left
and “about 5,000 more are

seriously considering returning
to their native places in West
Bengal”.
The prevailing circumstances are
depressing. “The festive season
is approaching and we normally
see good demand for temple
jewellery which devotees offer
as part of their rituals. Also, we
cater to the demand for jewellery
in which costly stones are used
as per the customers’ design
preferences. The prospective
buyers, who naturally include
affluent people, are keeping silent
this time around."

Chennai:
The mood clearly is
one of despondency.
Uncertainties continue to
multiply as fresh cases of
people testing positive are
being detected in several
cities and towns. I have
heard of some owners
in some places opening
their showrooms, but
transactions have been
negligible. People are
not able to overcome their fear.
For the business owners, the
fear is that when the sentiment
improves and demand for
jewellery looks up, there may be
a serious shortage of karigars.
So, the return of the karigars is a
prerequisite to witness normalcy
when the business prospects
brighten .

Delhi :
Bibhas Maity, who owns a shop
in New Delhi’s Karol Bagh
and who is actively associated
with Delhi Swarnakar Sangh
[affiliated to Akhil Bharatiya
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Swarnakar Sangh (ABSS)],
said that about 80% of the
50,000-strong artisan community
has left for their native places
in West Bengal. Unfortunately,
jewellery units are not getting
the benefits that the Centre has
announced for the MSME sector.
Maity, who is additional general
secretary of ABSS, said that they
are totally in the dark about
when the situation will normalise
and when karigars will return.
“In view of the pronounced
downturn in our business, this
year we will spend the bare
minimum on Durga Puja and
other cultural activities,” he said.

Amritsar:
Thousands of skilled artisans
from Bengal and Maharashtra,
designing gold jewellery have left
for their native places due to a fall
in its demand.
A jeweller Ashwani Kumar, alias,
Kale Shah stated that apart from
traditional Punjabi artisans,
skilled workers from Bengal and
Maharashtra were involved in
jewellery making here. About
10,000 workers from Bengal and
nearly 6,000 from Maharashtra
were working in local workshops.
About 90 per cent of them left for
their native places.
Local gold market supplies
finished gold jewellery products
to Jammu and Kashmir, Himachal
Pradesh, Uttar Pradesh, Bihar,
Jharkhand and Madhya Pradesh.
Most of these skilled gold
ornament makers were employed
in various workshops at traditional
gold market at Guru Bazaar in the
walled city and the Sultanwind
road area.
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ndia mines just 0.1% of the
globally mined gold however
it has almost 25% share of the
overall global annual demand of
the yellow metal. This puts a lot
of pressure on country’s current
account and foreign exchange
reserves. In the annual Union
Budget of 2015, with the intent
of enabling purchase of gold in
electronic form and reducing gold
imports, government announced
the Sovereign Gold Bond Scheme
(SGBS).
Sovereign Gold Bonds(SGBs)
are government securities
denominated in grams of gold.
Investors have to pay the issue
price in cash and the bonds are
redeemed in cash on maturity
basis the then prevailing market
price of gold. SGBs offer a much
superior alternative to investors
looking to take exposure to gold.
Under the scheme, not only the
risks and costs of storage are
eliminated, investors are further
promised an assured periodic
coupon (presently at 2.5%). To
further sweeten the deal for
the investors, a complete tax
exemption is given on the capital
gains arising on redemption of
Sovereign Gold Bonds at maturity.
While a great investment option
for the investors, the scheme
exposed the government to price
fluctuation risks considering the
scheme was neither backed by
physical gold nor hedged by the
government (also highlighted by
Niti Aayog Watal committee).
With the recent rally in the yellow
metal prices, these risks have come

to the fore and this may force the
government to go back to the
drawing board and revamp the
scheme.
So far, almost forty tonnes of gold
equivalent securities have been
issued by the government under
the scheme at various issue price
(The tranche wise details are given
at the end of the article). Though
the tenor of the bond is eight years,
early redemption of the bond is
allowed after fifth year from the
date of issue. Considering that the
first tranche of SGBS was issued in
November 2015, the securities will
be eligible for early redemption
by the end of this year. For this
tranche even after assuming that
there would not be any further
increase in the price of gold,
the overall annualised costs to
government including the periodic
coupon payments would work out
to be fifteen percent.
This would mean that government
would be paying a whopping 750
bps over the corresponding tenor
normal bond it could have raised
in November 2015. The overall

costs for the second tranche comes
to be even higher, considering the
gold price at the time of second
issuance was lower than first
tranche. This clearly depicts the
significant fiscal risks associated
with the scheme.
An argument is often made in
favour of the scheme that RBI
holds gold as part of forex reserves
which is much more than the
SGBS amount and that serves to
hedge the risks of the scheme. But
that argument doesn’t hold merit
since:
• Firstly, the holding period of
gold as part of forex reserves
doesn’t necessarily mirror
SGBS tenor. For example, let’s
say tranche one has hundred
crores of redemptions at the
end of this year. It doesn’t
mean that RBI will liquidate
an equivalent amount of gold
as the redemptions come. This
means that the gold which
continues to be with RBI may
go down in value as well in
future while the Sovereign
Gold Bond investors would
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have booked their gains for
which the government would
have already made the payouts.
• Secondly, and more
importantly, the allocation of
Gold as part of Forex reserves
is an independent decision that
RBI takes to optimise the risk
return of the portfolio. Even
before the Sovereign Gold
Bond Scheme, RBI continued
to hold Gold with a view to
reap returns from the same.
Doing a mental mapping
that government gains an
equivalent amount from RBI’s
gold holdings doesn’t factor in
the opportunity costs of the
investments. Further, these
gains need not be passed to
the government automatically
as RBI’s dividend distribution
is governed by Bimal Jalan
Committee Economic Capital
framework which doesn’t allow
for revaluation gains to be
transferred to the government.
• Thirdly, in case let’s say a
framework were to be set
up under which RBI (or any
government entity) would
be required to incrementally
procure gold equivalent to the
amount raised under SGBS.
This would beg the question
on the merits of the scheme
since essentially gold imports
would still be there, just that
the demand would have been
shifted to institutions from
retail.
Considering the fiscal risks
associated , the scheme in present
form doesn’t seem a scalable
solution to Financialisation of
Gold and commands a review.
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Issuance Details of Sovereign Gold Bond Scheme
Series

Issue price/unit

Number of units (in grams)

2015-I
2016-I
2016-II
2016-17 Series I
2016-17 Series II
2016-17 Series III
2016-17 Series IV
2017-18 Series I
2017-18 Series II
2017-18 Series III
2017-18 Series IV
2017-18 Series V
2017-18 Series VI
2017-18 Series VII
2017-18 Series VIII
2017-18 Series IX
2017-18 Series X
2017-18 Series XI
2017-18 Series XII
2017-18 Series XIII
2017-18 Series XIV
2018-19 Series I
2018-19 Series II
2018-19 Series III
2018-19 Series IV
2018-19 Series V
2018-19 Series VI
2019-20 Series I
2019-20 Series II
2019-20 Series III
2019-20 Series IV
2019-20 Series V
2019-20 Series VI
2019-20 Series VII
2019-20 Series VIII
2019-20 Series IX
2019-20 Series X
2020-21, Series I
2020-21, Series II
2020-21, Series III
TOTAL

2684
2600
2916
3119
3150
3007
2943
2951
2830
2956
2987
2971
2945
2934
2961
2964
2961
2952
2890
2866
2881
3114
3146
3183
3119
3214
3326
3196
3443
3499
3890
3788
3835
3795
4016
4070
4260
4639
4590
4677

9,13,571
28,69,973
11,19,741
29,53,025
26,15,800
35,98,055
22,20,885
20,27,695
23,49,953
2,64,815
3,78,945
1,74,024
1,53,356
1,75,121
1,35,666
1,05,512
1,07,380
81,614
1,11,218
1,31,958
3,27,434
6,50,337
3,12,258
4,09,398
2,07,886
2,43,606
2,07,388
4,59,789
5,35,947
10,24,837
6,27,892
4,55,776
6,93,210
6,48,304
5,22,119
4,05,957
7,57,338
17,72,874
25,44,294
23,88,328
3,76,83,279
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Introduction:
Despite being affordable, available
in variety of designs and widely
accepted in the world for its
beautiful designs, for the past
couple of years silver industry is
really striving hard to make ‘Silver
the new Gold’as the industry
sees silver as a rising sector and
a new ray of hope. This vision to
make silver ‘Silver the new Gold’
is probably coming true as the
demand for the silver jewellery
more than doubled in FY20.
According to Gem and Jewellery
Export Promotion Council
(GJEPC) data silver jewellery
exports stood at $1.7 billion
million in FY20, compared with
$832 million in FY19.
Inaddition, the demand for silver
jewellery more than doubled in
FY20, while sales of lab-grown
diamonds overseas surged 88%
and by contrast, exports of
polished natural stones contracted
22%. Therefore to help partially
offset a decline in overseas
demand for polished natural
diamonds the Indian Jewellery
Indsutry is focusing on ramping
up lab-grown diamonds and silver
jewellery production and exports
as well.
“These are two sunshine sectors
for the trade. Silver jewellery from
India is being widely accepted
in the world markets because
of its design. Silvery jewellery

is relatively cheaper and more
varieties and
designs are
available. We
have asked
our members
to ramp up
silver jewellery
production to
compete with China and Thailand,
the other two manufacturers,” said
Colin Shah, Chairman, GJEPC.
Silver jewellery is manufactured
largely in Surat and Jaipur, with
minor output in Mumbai.

Silver exports doing
good from India
Informing about
the silver dustry
Avinash Gupta,
CEO, Mamraj
Mussadilal
Jewellers says,
“The industry is

really trying hard to make ‘Silver
the new Gold’. Silver will be the
flagbearer of growth in the coming
times for our industry. Silver has
got big potential and it can bring
about is astounding. Silver is
gaining ground across the globe
because of two main drivers first
it’s precious yet its affordable.
Silver prices have stayed stable
for a long time but right now we
are seeing a 100 times lower than
the price of gold which usually
is around 60. Secondly, silver is
versatile it co-relates to our culture,
traditions and fashion.”
On further adding he said, “India
is a huge consumer and exporter
of silver jewellery and silver wear.
We have seen tremendous growth
in the last decade. Silver jewellery
demand has grown from 700
tonne from 2010 to 2200 tonne
in 2019. Silver wear demand has
grown from 500 tonne to 1300
tonne in 2019. Simultaneously
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investment demand has also
grown from 800 tonne to 1700
tonne and today the total demand
in India stands at 7,800 tonne
including almost 7000 tonne of
import. We have seen a big jump
in consumption.”
Sanjay RV
Agrawal,
Director, R
V Agrawal
Impex Pvt Ltd
notes that silver
exports across
all categories have been increasing
with a bright future. Within
exports, jewellery is expected
to perform well. Light weight
designer pieces for everyday wear
have a huge market.
He says, “Sales of light weight,
high finish, high purity utility
items are commanding are high
prices in the export market.
While China and Hong Kong
have historically dominated this
market, a shift in manufacturing
to India will help increase exports.
Handcrafted show pieces and
works of art are sold as Indian
handicrafts abroad. These items
command premiums due to their
unique craftsmanship.”
In Indian silver market, India has
very good edge in handcrafted
silver jewellery and it has a very
good export demand and very
good potential as
well, states Rahul
Mehta, CEO
and Managing
Director, Silver
Emporium. He
adds, “Worldwide
the handcrafted silver jewellery
is very expensive beecause of the
cost of labour. In India the cost of
labour is much better.”

Aditya Pethe,
Director, WHP
Jewellers don’t
much about
silver exports,
but currently he
feel that the time
for silver and will be good this
year. Domestic as well as exports
because silver is still very much
in the affordable range and silver
prices are likely to go up. “So
currently gold and silver both are
very bullish and general demand
for silver will be very bullish for
domestic as well as international
markets,” he adds.
Commenting
optimistcally
on how silver
exports are doing
well Sangeeta
Boochra,
Jewellery
Designer and
Managing Director, Silver
Centrre and Sangeeta Boochra
says, “Yes indeed we are very
positive on this, silver exports are
increasing day-by-day. There has
been shift in customers buying
from gold and fine diamond
jewellery to silver. Silver being
precious has value and beautiful
designs can be crafted from this
metal.”
She adds that, export orders have
increased, domestic front is not
doing that great due to lockdown
in various cities but as the logistics
are on for various countries people
are able to export. There is a robust
demand for silver exports due to
multiple factors. Gold has become
very expensive. Silver is the new
gold as it has an investment value
and still priced cheap. It is easy to
carry anywhere without any hassle
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of theft , as it is not as expensive as
compared to gold.
“Silver has been a very important
part of the Indian export story.
We have to make the best of the
challenging times and hence we
are hoping to see an increase
in price point
product which
can be achieved
in silver Vs
precious
jewellery
and precious
gemstones,” says
Tarang Arora, CEO and Creative
Director, Amrapali Jewels
Silver domestic maket scenario
“Domestic market are definately
growing at a very good pace and
for the past 10 years the growth
has been good and for the past 3
years the growth has increased.
The reason why there is ever
increase in the demand in silver is
differencial price gap between gold
and silver,” informs Mehta
He adds, “Gold has gone up high
and comparitively silver has not
gone that high. Gold and silver is
always looked up as an investment
opportunity, that is one part of
the money which goes as an
investment and considering gold
already as all time high and silver
still has long way to go silver offers
a better investment opportunity.”

More investment
opportunities
Further Mehta informs that,
apart from industrial investment
opportunity there are lot of
catagories which are evolved over
a period of time in Indian market.
For example, silver jewellery has
evolved very well in the Indian
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"Historically, silver
has not received the
attention it deserves.
Similar to gold, silver
will play a vital role
in national wealth
building in the years to
come."
Sanjay RV Agrawal

Director
R V Agrawal Impex Pvt Ltd

market and the demand is very
good which is one. second, there
are lot of other categories like
contemporary furnitures in silver
which too has good demand and a
lot of potential. In addition Silver
has an anti bacterial benefits etc so
all these are adding an advantage
to the growth in silver.
Also, there are a lot of brands that
have come up like regional brands,
online brand etc, so lot of action is
happening on the brand building
as well.
“The potential from the
investment perspective is very
high and one is on the product
scalablity factor and thrid factor
is once the economy revises
worldover what happens is silver
is a industry commodities and
majory of the consumption (80
per cent) happens in industrial
use. So once the economy starts
reviving you will see huge demand
coming from this (industrial)
space also. All the scenario if
you see and if you evaluate each
category equal you dont see
reasons that silver should go
down,” Mehta adds.
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Silver gifts to make
huge come back
On being optimistic about silver
gift category Mehta says that silver
gifts are going to make a huge
come back citing a reason behind
it he said, “People are looking at
value for money but there is only
one drawback that there are not
many brands which has come of
with to give good gifting product,
that is the reason why it started.
People have started realising it and
may be in the next two to three
years you will see lot of brands
coming up with silver gifting
strategies.”

Time is to
‘Made-in-India’
“Domestic market share that
is being lost to imported
silver products should now be
manufactured here in India
suggest Agrawal. He adds, “Madein-India should be a mark of
unmatched quality and design.
Historically, silver has not received
the attention it deserves. Similar
to gold, silver will play a vital role
in national wealth building in the
years to come. Driven by endconsumer use, rising industrial
uses and rising unaffordablity
of gold, domestic market
will continue to rise. Further,
introducing instruments like silver
ETF will induce liquidity and
demand for silver.”

Selling through online
modes will be on all
time high
Informing about the domestic
silver consumption Sangeeta
thinks that the domestic
consumption will be slow for next
2-3 months as people are very
scared to come out and visit the
stores and till the time people don’t
become fine with new normal
domestic demand would be less.”
On the other hand she also points
out, “Selling through online
modes will be on all time high but
that would only cover a bit and not
the entire offline sales as people
love to try and then buy jewellery.
We see increasing times ahead
definitely, but around festive times.
Things will all become normal
only when the vaccine is out.”
Pethe also believes that, with the
riser the domestic market till
the overall sentiment improves
jewellery per say whatever
category is not going to pick up
but we have started seeing little
green, its little better and now the
business is around 25-35 per cent,
once things become normal we
are hopefully that it will climb to
its original level especially now
when the festive season will start.
As per Arora domestic
consumption will increase and
we believe that silver prices might
also increase as gold has increased
a lot. This will make silver buyers
value silver jewellery more and not
treat it as fashion jewellery. Also
fashion jewellery will see increase
as it will become the entry point in
the jewellery market.
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certainty as to when they will
return. Silver jewellery is likely
to grow the most in the jewellery
sector across the globe, iforms
Arora.

Ramping up Silver
Production
The demand for the silver is
increasing now, let us see how the
the jewellers are raping up silver
production.
Silver Emporium is one of
the largest manufacturers of
silver articles in India having
manufacturing unit spread across
4000 sq. ft in Jaipur which is fully
integrated.
Taking about how the company
is planing on ramping up silver
production Mehta says, “We are
buidling capacity as we see hgue
potential and the demand is very
good and it will continue to do
so. Over a period we are also
planning to come up with silver
gifting brands. We are working on
different category contemporaty
furniture and art and sculptures
which is different category totally
that people have not thought
about and we are doing it for the
past four to five years. So, there
are lot of opportunities we see and
based on that we are increasing
our capacity.”
He adds that, Indian jewellery
demand is growing at very good
space and it would be definately
80 to 100 per cent y-o-y grwoth
in the Indian market. Ihe volumes
that we see and interest amongst
people it has very good market.

Also, lot of anti-China and Makein-India initiative so there are lot
of strageties which were there
when silver was imported from
china market. With all the negative
news flowing people will look at
building capacity for the Indian
market. Already there were players
in indian market which were little
higher than the Chinese market
because of large import from those
countries those will ramp up now.”

“We are buidling capacity
as we see hgue potential
and the demand is very
good and it will continue
to do so. Over a period we
are also planning to come
up with silver gifting
brands."
Rahul Mehta,

CEO and Managing Director,
Silver Emporium

“We want to ramp up silver
production by enhancing our
machinery where ever possible.
Also giving karigars better tools
and also automise a lot of things
for them. The Challenge we
are facing right now is that the
karigars have returned to their
native villages and towns due
to the lockdown and there’s no

“We are increasing production of
utensils, Pooja items, gifting and
baby products. With weddings
and festivals on a halt, post
covid, buyer on the high street
will purchase silver essentials.
As weddings resume, so will
sale of gifting products. Using
various government schemes,
manufacturers should import
high precision machinery to
manufacture finest and innovative
silver products, informs Agrawal.
Informing her plan to ramp up
the production Sangeeta says, “We
are manufacturing silver jewellery
continuously as we are getting
ready for the future demands. As
and when the demand picks up we
should be in a position to offload
and offer designs instantly. It is
very difficult for a manufacturuer
to stop manufacturing because
that means lay offs , and once you
leave an artisan it is not good for a
company and for the artisan who
has devoted his life towards your
company.”
“We are currently not planning
to ramp up the silver production,
it will be more towards the
Diwali season, as it is during the
festive season people buy a lot of
silver vessels, puja thali etc. Also,
currently most of the factories
are not fully operational and are
functional at on 10-15 per cent
capacity. Basically, we feel silver
sales will be good this year and
would pick up only post the
coming festive season,” says
Pethe.

82

The Art of Jewellery

GJEPC update

Vol 19 Issue 7 | july 2020

GJEPC Chairman, Colin Shah shares his vision and agenda for
the Gems and Jewellery Sector in his First address to the trade

T

market place portal. On the gold jewellery front we
need an effective gold monetisation scheme, mega
common facilities centre to enhance the skill of
our workers. The sunrise sectors to focus on is
plain silver jewellery and lab-grown diamonds.

he secret of change is to focus on building
all of your energy not on fighting the old
but on building the new. We will work with the
government on true ease of doing business. We
will work on demand creation, we will need to
ensure all in the pipeline are well versed with
being digital. We seriously need to work on
India’s image globally as a hub for design and
quality and not only economical labour.
For our diamond and gemstone sector we will
strive to get a turnover tax for reputed miners
and we will put energy in building a diamond

Colin Shah
Chairman, GJEPC

Lastly, the time has come to ensure that our labs
and institutes are amongst the best globally and
are recognised globally. Difficult road often lead
to beautiful destinations. Let us all come together
and make India the world number one designation
for gems and jewellery.

GJEPC discussed on
industry issues with
Subhash Desai

C

hairman & Vice-Chairman of GJEPC and
Kiritbhai Bhansali met Minister of Industries,
Mining and Marathi Language, Subhash Desai to
discuss industry issues & jewellery park in Mumbai.
They thanked him for his help in opening the
industry at 25% workers capacity in Maharashtra

New MSME definition and exclusion of export turnover
cap of Rs. 250 crore a large number of exporters
of our sector will be benefited - Colin Shah

I

n the Gems and Jewellery Sector more than
85% exporters constitute as MSME who deal
in very high value goods. The existing MSME
definition did not exclude the export turnover
and hence was not helpful for the G&J sector.

Colin Shah
Chairman, GJEPC

Council represented the issue in one of the
meetings and requested MSME Minister Nitin
Gadkari to exclude the export turnover from
MSME turnover. We are glad that through
the new MSME definition and exclusion of
export turnover cap of Rs. 250 crore a
large number of exporters of our sector
will be benefited. This would also help to

revive the exports in this difficult time. We
thank the government and the pragmatic
leadership for this great step forward.
The initiative of the government to increase the
bandwidth of MSME by increasing the investment
criteria and excluding exports for calculation
of turnover criteria will make the MSME more
updated in machinery and technology and it
would enable them to grow the export business
and bring valuable foreign exchange into the
country. Availability of other MSME benefits like
interest subvention and other related measures
announced by the government will make them
more competitive in the international arena.
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We trust the members will find the above in order and of use to overcome regulatory
hurdles related with the above.
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GJEPC Leadership represents Gem & Jewellery Industry
concerns to Hon’ble FM through a Video Meet
Ease of Business, e-commerce, Amendments in Gold Monetisation Scheme, Priority Status for G&J sector,
MyKYCBank platform mandatory for G&J entities, Increasing Bank Credit exposure to G&J sector,
Reducing import duty, Development of SEZ’s etc represented during the meeting

T

he Gem & Jewellery Export
Promotion Council’s Chairman
Colin Shah, Vice Chairman Vipul Shah,
and Executive Director Sabyasachi Ray
held a video meeting with the Hon’ble
Finance Minister, Smt. Nirmala
Sitharaman on 6th July, and made
a presentation on the critical issues
concerning the gem and jewellery
industry.
Some of the concerns presented during
the meeting included, E-commerce
policy for the gem and jewellery
sector; making MyKYCBank platform
mandatory for all gem and jewellery
entities; sale of rough diamonds in
India by miners to Special Notified Zones (SNZs); requested a
clarification on Online Equalisation Levy for B2B international
diamond auctions; reduction in import duty on polished diamonds,
and Gold Monetisation scheme, amongst others.
Colin Shah, Chairman, GJEPC, said, “We need to take measures
and bring in reforms that would strengthen the ease of doing
business in the industry, and at the same time make the industry
self-reliant or Aatmanirbhar. I would like to thank our Hon’ble
Finance Minister Smt. Nirmala Sitharaman, who took time from
her busy schedule to hear about the industry concerns. Madam
has assured us that she will look into the issues and address the
concerns through periodical reviews.”
Council has made representations that would facilitate the
industry , unleash its potential in terms of export growth and
create additional employment in the sector.
“Covid-19 has led to a paradigm shift in consumer behaviour
across geographies. With e-commerce gaining momentum, a
massive rise is seen in online purchases, and introduction of a
supportive E- Commerce policy for the gem and jewellery sector
will drive online jewellery purchases. Additionally, Council has
also stressed upon the need for a dedicated system-driven Fast
Track Customs Clearance of shipments for the gems and jewellery
goods valued below US$800.
We have also proposed direct sale of rough diamonds by miners
in Special Notified Zones (SNZs) in India . Currently, rough
diamonds are sent to SNZs by miners for viewing in the country,
post which diamonds are shipped back to Dubai or Antwerp by
SNZ. Sales aren’t permitted, and if they do, it comes under the

Permanent Entities as per the IT
Act, and attracts income tax on
the sale. The same goods are then
shipped back to India via offices in
Dubai or Antwerp, thus increasing
costs for the importer. As much as
60% of the rough is routed through
Antwerp or Dubai.
The Council has requested the
Finance Minister that if customers
in India choose to confirm their
orders, an invoice can be made
within the SNZ. Miners could pay a
“turnover tax” not exceeding 0.16%
(the prevailing rate in Belgium).
The Council has further urged the Government that the gem and
jewellery sector be granted as Priority Sector Status in order
to bring in operational benefits to the sector,” said Colin Shah,
Chairman, GJEPC
Speaking on the availability of Bank Finance to the trade, Vipul
Shah, Vice Chairman, GJEPC said, “The industry has access to
about Rs 66,580 crore of bank credit , which amounts to 0.68%
of the total bank credit of Rs. Rs.98,91,788 crore , which is
minuscule in comparison to the socio-economic contributions
made by this sector .We have also raised our concerns over the
limited financial support extended by the private banks. In case
of multiple banking/consortium, if private banks decide to freeze
funds, then other PSBs are also at risk. GJEPC has proposed that
banks should follow all RBI circulars and notifications, and banks
should be directed to not withdraw credit limits.”
GJEPC has also urged to reduce polished diamond import duty
from 7.5% to 2.5% to help India to strengthen its status as a
polished diamond hub, as all distribution would then be out
of India, leading to increase in duty collection due to greater
volumes”, Vipul Shah added
India imports almost 1/3rd of world’s gold bullion up to 900 Tons.
While 1/3 of the gold imported is for non-productive investments
the balance 2/3 is for consumption. This adds to the trade deficit
and Increases Rupee Depreciation.
The Gem & Jewellery Export Promotion Council, has put forth
concerns to the Hon’ble FM with the vision to bring in “ Ease of
Doing Business” in the industry in these trying times.
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G&J industry takes a sigh of relief as re-import of
certified diamond extended for 3 months period

I

n a major relief to the Indian
diamond industry, the Central Board
of Indirect Taxes And Customs,
Ministry of Finance, Department of
Revenue, Government of India, at
the behest of the Gem and Jewellery
Export Promotion Council (GJEPC),
announced an extension of three
months on certified diamond reimports in an official notification. The
provision stated, “Provided that for the
cases where the last date of re-import
falls between 1st February, 2020
and the 31st July, 2020, the last date
stands extended by three months”
Under
normal
circumstances,
diamonds sent overseas for services
like grading and certification do not
attract any duty if they are re-imported
within a period of three months. A 7.5
per cent customs duty is levied on
the consignment if the re-import is
delayed.
Given
the
unprecedented
circumstances due to the ongoing
pandemic worldwide, the Council had
been pursuing with Finance Ministry
for an extension of three months for
such re-import. The Finance Ministry
was quick in deciding to extend the
duty exemption period.

Colin Shah, Chairman, GJEPC
said, “I would like to thank the
government for this quick decision
taken, which will help to mitigate
the effects of Covid-19 on the
industry. The Government has
been supporting the industry
during this crisis. The latest
notification on the extension
of three months on re-import
of certified diamonds is a great
respite for our exporters.”

Vipul Shah, Vice Chairman, GJEPC
said, “The trade has been reeling
under the impact of Covid-19
due to which exports to key
destinations have been severely
impacted. In this backdrop, the
extension notification will give
a much-needed relief to the
traders. I express my gratitude
to the government for this timely
support.”

GJEPC announces six new Common Facility Centres
for jewellery trade will be operational by December

G

JEPC announced that six new Common Facility Centres
for micro, small, and medium enterprises will be
operational by December 2020.
CFCs to be set up in Phase 2 of the CFC’s
ongoing project will be in Coimbatore,
Kolkata, Jaipur, Delhi, Rajkot, and
Hyderabad, the GJEPC announced at
the CFC Project Steering Committee
meeting held on July 8, it reported on
its website. The CFC Project Steering

Committee meeting, which included members of the GJEPC
and the Ministry of Commerce and Industry, was chaired by
the GJEPC’s recently elected chairman Colin
Shah.
The GJEPC also reported at the meeting that
the fit-out work for the CFCs in Coimbatore
and Kolkata is likely to be completed by
October 2020. The centres in Jaipur, Delhi,
Rajkot, and Hyderabad will then be completed
by December this year.

86

The Art of Jewellery

Market Pulse

Vol 19 Issue 7 | july 2020

C

ovid-19 has changed the way
we look at things. Not only
has the global pandemic affected
our lives in unimaginable ways,
but also impacted our habits from work to shopping, every
avenue possible has taken a blow.
While the world is weathering
an economic crisis, with nations
building respective strategies to
sail through, the jewellery industry
has also slowed down. But, if
there has been an industry that
has remained fluidic for many
decades, it has been the gem and
jewellery industry. Famines, floods
and other natural disasters haven’t
really been able to affect it greatly,
as the demand for jewellery has
always existed and the artisans
and jewellers have always pushed
themselves harder to meet the
demand. So, what lies ahead for
the industry that has survived all
odds and proved to be the phoenix
rising from the ashes? We got in
touch with the industry biggies to
know what the future holds for the
jewellery industry and here’s what
they had to say.
According to Anand Shah of
Anand Shah Jewels, the future of
jewellery in India definitely looks
promising as it has come a long
way. “From considering gold as
a mere investment to holding
dignity in owning precious
jewels, our country has evolved
to a great extent. With changing
times, we have witnessed different
trends in the jewellery industry,
only to desire for more. Be it the
special occasions like weddings
or auspicious days like ‘Akshay

Tritiya’ etc, jewellery makes it a
complete affair,” says Shah, who
feels the trend will continue for
eternity.
Like any other industry, business
of the jewellery industry has also
got affected by the unexpected
pandemic but industry insiders
feel this is a temporary phase
which will end soon.
“The gems and jewellery industry
has been impacted due to the
pandemic, but we are seeing
some green shoots of recovery
post the lockdown. While there
is still uncertainty, we believe
there will be both emotional
and rational intent to purchase
Gold as it is considered to be a
safe haven for investment. It is
beyond an adornment metal, it is

a symbol of security,“ feels Ranjani
Krishnaswamy, General Manager,
Marketing, Jewellery Division,
Titan Company Limited.

Surge in sales
Ranjani says that the market is
opening up like never before and it’s
a positive sign. “We are witnessing
a surge in sales, which can be
attributed to a demand which has
been repressed for some time and
has resulted in revenge buying.
The celebratory mind-set of our
returning customers looking to
celebrate personal milestones will
also add to the demand,” claims
Ranjani.
“Most of the weddings planned in
Q1/Q2 have been deferred to Q3/Q4
and we are expecting the demand
to rise further. We believe the share
of wallet for wedding jewellery
purchases will remain largely
unaffected despite the new normal
with wedding ceremonies being
a closed knit affair. While families
will not resort to lavish weddings,
they will certainly look at gold as
an embodiment of an auspicious
beginning,” adds Ranjani, who
has spearheaded Tanishq towards
attaining an undisputable spot in the
jewellery market.
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Unspent income
means more
jewellery shopping
Leshna Shah, Founder & Chief
Creative Director, Irasva thinks
these unprecedented times have
certainly affected the jewellery
industry and we will have to
wait and watch how the market
reacts. But, at the same time the
customer demands will move
from heavy jewellery buying,
during occasional and festive
times to more minimalistic and
everyday wear spends on jewellery.
“As people spend less on travel and
lifestyle expenses, jewellery will
surely benefit from a part of this
unspent income,” suggests Leshna.

History provides
a hope to the
jewellery industry
Abhineet Boochra, Director
- Sangeeta Boochra & Silver
Centrre is of the opinion that
the spark will definitely return to
the jewellery business. He puts
a rather sharp point across as he
draws a leaf from history to cite
that currency is printed based on
the gold reserves of any country,
which means anything can fail
but jewellery will never fail.
“History repeats itself. The world
has seen worse times when kings,
politicians and heads of states
fought against various enemies,
weathered natural calamities and
war etc. The issues were tackled
on the basis of the treasury and
investment which comprised
jewellery and currency. When the
barter system started, it was based
on precious metal only and we
cannot blind sight what has existed

for centuries. Hence, I feel that
there is a possibility that it might
be difficult for other businesses to
survive during this pandemic but
jewellery specifically would not
be one of them,“ claims Boochra
confidently.
While the history hints at a hope,
the digitization of the jewellery
industry has also shown prospects
for the future. Jewellery designer
Archana Aggarwal feels that we
will see a shift towards searching
and shopping for jewellery in a
more conscious way. "Technology
will play a significant role in
the future and we at Archana
Aggarwal - Timeless Jewellery, are
all geared up to be a part of the
new normal," she adds.
Small scale weddings may imply
bigger investment in jewellery
Another interesting factor that
has made jewellery makers
optimistic is the fact that the
wedding industry is seeing a shift
in trends, smaller weddings but
more memorable ones. As of
today, buying has become need
based rather than indulgence
based. The grandeur of weddings
is shrinking with less number
of people and the focus in all
likelihood will shift to jewellery.
Boochra feels brides would want
to invest more in jewellery for
weddings as it would be a safe
haven for their money. “In India,
weddings are a status symbol
and hence, jewellery will play an
important role in displaying power
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and luxury without making noise
about it. In my opinion, brides of
2020-21 will invest and buy more
jewellery as compared to other
years. Jewellery will mark its top
position. Gold and silver being the
safest bets to invest in, and also
being an appreciating asset which
can be quickly liquidated as well
with a fair market price which
can be tracked from MCX means
jewellery will see no downside,”
concludes Boochra.
Vinay Gupta, Owner of
Shriparamani Jewels shares a
similar sentiment as he says that
jewellery is always taken as an
investment and even if there is
a recession in the market, the
jewellery industry has never gone
down because people really want

to invest some part of savings.
Gupta suggests that the market
is all set to witness a never seen
before spike in sales. “The gold
rates will definitely go high in
coming times and due to the
upcoming wedding season,
people won't restrict themselves
from buying jewellery. Previously,
people used to plan destination
weddings but now looking at the
current situation there will be
a decrease in this trend and the
budget of the same could be driven
towards buying jewellery. I think
brides will now spend more on
gold jewellery as gold is becoming
a very promising security for any
individual,” claims Gupta.
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Imbibe spiritual positivity by wearing
sattvik jewellery on arms and hands
A

dorning oneself with gold jewellery on arms and hands
during festivals and ceremonies is an integral part of
Indian culture. There is a region-specific rich diversity in
the traditional designs of this jewellery. Sattva-predominant
(Sattvik) jewellery worn on different parts of the body emits
positive energy and thereby provides spiritual healing to
the respective organs. This eliminates the subtle Raja-Tama
components and leads to increase in sattvikta of the organs.
It also results in creation of a protective sheath around the
organs that protects them from negative energies.

These are imbibed by the upper arm. They then spread to the
entire hand bestowing it with the energy to function.

In this article, we have shared the science behind wearing
Sattvik gold jewellery on arms and hands. By understanding
the spiritual science, you can choose spiritually positive
designs that will benefit you and your future generations for
years to come.

The true measure and analysis of what happens in the subtle
dimension can only be through the medium of an advanced
sixth sense. At the Maharshi Adhyatma Vishwavidyalay, we
have a team of researchers who can perceive subtle vibrations
emitted by an object or individual through their subtle ability.
They study these vibrations and sketch them on paper. The
accuracy of these ‘subtle-pictures’ is checked and corrected
by H.H. (Dr.) Athavale, the founder. This is followed by
generating a digital version of the pictures. These pictures
provide a true measure of the subtle characteristics of the
object or individual.

1. Armband
Armband, also called ‘Bajubandh’ or ‘Vaki’, is quite popular
in India. It is worn on the upper arm during occassions such
as weddings or rituals such as Lakshmipujan. Wearing a gold
armband with a sattvik design has a positive effect from
shoulder to elbow. Some traditional armband designs are
given ahead.

Rajasthan

South India

Maharashtra

1 A. Spiritual benefits of wearing a sattvik armband
1. Divine Energy (Shakti) waves are active in the armband.

2. Armband endows the woman wearing it with Shakti, Divine
consciousness (Chaitanya), Bliss (Anand) and Peace (Shanti)
as per her constitution.
3. The sattvikta, Devi-tattva and Chaitanya in the armband
generate a protective sheath around the arm and provide
protection against negative energies.

1 B. Subtle picture of a sattvik armband
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Note : SSRF or Spiritual Science Research Foundation (ssrf.
org) is a non profit organisation registered in Australia,
Europe and USA. It was founded with the blessings of H.H.
Dr. Athavale.
The subtle picture of armband depicts the spiritual benefits
obtained by a woman upon wearing a sattvik armband on her
right upper arm. It shows that a variety of positive energies
such as Shakti, God-Principle and Chaitanya are attracted
to the armband. They are then activated and emitted into
the woman’s body, thereby providing spiritual benefits and
protection against negative energies.
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The subtle pictures will give you an idea of the spiritual
benefits of wearing each type of sattvik bangle.

2 A. Spiritual benefits of wearing a sattvik Patali
Patali is a traditional flat
and broad gold bangle worn
especially by married women.
Traditionally when worn
along with other bangles it is
worn first from the arm, followed by other bangles.

2. Bangles
Various types of bangles with traditional designs specific
to each region are worn across India. Some region-specific
examples are given ahead.

Gunus (Kashmir)

Gokhru (Rajasthan)

Kankan (West Bengal)

Palakka (Kerala)

In the below sections, we have shared the subtle pictures
of a few types of sattvik bangles, namely patali, bilwar and
toda. The sequence of wearing these bangles is shown in the
picture given ahead.

The above subtle-picture shows how by wearing a sattvik
patali the wearer benefits from the Fire-Principle (Agnitattva), Shakti and Chaitanya. These positive energies become
activated in the patali in the form of a ring. All these positive
energies are emitted into the woman’s body in the form of a
ring or particles.

2 B. Spiritual benefits of wearing a sattvik Bilwar
Bilwar is a narrow gold
bangle. It comes in a variety of
designs. It is worn routinely,
especially by married women.
When worn with a patali and
toda, it is worn between the patali and toda.
The above subtle-picture depicts how a sattvik bilwar
attracts a flow of Shakti, Goddess-Principle (Devi-tattva) and
Chaitanya. These flows then become activated in a ring form.
Shakti and Chaitanya are emitted into the body in the form
of waves and particles. The Chaitanya creates a protective
sheath around the hand of the woman.
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vibrations emitted by jewellery. We have explained some
of these factors in detail in our articles in the earlier
issues of this magazine. Understanding these factors
and how they influence jewellery will help you make
better choices when purchasing jewellery. If you are a
jewellery designer, then you can craft sattvik jewellery
that will benefit your customers at the spiritual level.
Spiritual research findings show that gold is the most
spiritually pure among all the metals. It has the maximum
ability to imbibe and emit the Absolute Cosmic Fire
Principle (Tej-tattva). From a spiritual perspective among
various types of gold such as yellow gold, rose gold, white
gold and others, yellow gold is the most sattvik, followed

2 C. Spiritual benefits of
wearing a sattvik Toda

by rose gold, white gold and then green gold. Also, the less

Toda is essentially a broad,
thick variety of bangle. It is
usually not worn routinely,
being reserved for occcasions. It is traditionally worn after
the bilwar.

24-karat gold is the best, followed by 22-karat and so on.

mixture gold has with other metals the better. Therefore

Today, the jewellery market including online stores
exhibits a plethora of designs and shapes of bangles
and armbands. An attempt to be ‘different’ from
the traditional ones is the current norm. However,
unfortunately this has also led to designs low in the
sattvikta and hence, the spiritual purpose of the
jewellery. To derive maximum spiritual benefits,
select and wear sattvik jewellery on arms and hands !

Our next article will be on rings.

His Holiness Dr. Athavale
Founder, Maharshi Adhyatma
Vishwavidyalay (Maharshi Spiritual
University)

Dr. (Mrs.) Nandini
Samant

Maharshi Adhyatma Vishwavidyalay
research team member, Goa.

Maharshi Adhyatma Vishwavidyalay
a one of its kind university

We can see from the above subtle-picture that upon wearing
a sattvik toda the wearer benefits from Shakti, Chaitanya
and Anand. Chaitanya and Anand are emitted into the
environment, thereby benefitting others in the vicinity too.

3. Imbibe maximum spiritual positivity by
wearing sattvik jewellery on arms and hands !
There are a few factors that can affect the spiritual

Objective: To explain the importance of Spirituality to society by using modern scientific equipment
Research team: 38 years of experience in spiritual research
Scope: 1. Research on over 2,250 topics on Hindu achars, religious rituals, astrology, art, Divine
objects, etc.
2. Invaluable research on spiritual healing remedies
Research papers: 1. 63 research papers presented in 15 National and 48 International Scientific
Conferences from October 2016 to February 2020
2. ‘Best Paper’ Awards in 4 International Conferences
For more info, contact : 9561574972 | Email : mav.research2014@gmail.com
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Covid-19 Safety Products
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Parshwa Padmavati Industries, Mumbai,
217, Rajasthan Technical Centre, Patanwala
Compound, Opp.Shreyas, Cinema, L.B.S Marg,
Ghatkopar (W), Mumbai-400086.
Ph: +91 93222 17216, 022 - 2500 8008
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on Taxes
& Related

Issues

Dr. Suresh Surana, founder, RSM Astute Consulting Group, answers readers'
queries on various issues pertaining to taxes that need to be paid by the jewellers.
Readers are encouraged to send in their questions and receive clarifications
through this column.

We are a Listed Corporateengaged in the
business of trading of diamonds. Due to the
pandemic situation, we were unable to fulfill
the TDS/TCS compliances for the last quarter of FY
2019-20. We would like to know of any extension
of relaxations pertaining to the same offered by the
Government?
The Government has further extended the due date for filing
of TDS/TCS returns for the last quarter of FY 2019-20 to 31
July 2020. Accordingly, even the due date for issuance of
TDS/ TCS certificates pertaining to FY 2019-20 (AY 2020-21)
has been revised to 15 August 2020.
The interest on any default pertaining to TDS/TCS was to
be levied at a concessional rate of 9% for such payments of
TDS/TCS which were due between 20 March 2020 and 29
June 2020. However, the said concessional rate would be
applicable only if the payment is made upto 30 June 2020.
Thus, it is pertinent to note for payments made post 30
June 2020, the interest rates would be revised to 12%/18%
as applicable. Moreover, specified non-salaried payments to

residents made during the period 14 May, 2020 to 31 March,
2021 would be applicable at the applicable rate which would
be reduced by 25%.

We are a Partnership engaged in the trading and
manufacturing of Gold Jewellery. We do hold
any current MSME registration but fall within
the revised MSME. Kindly guide us on the
registration procedure as an MSME as per the revised
guidelines.
MSMEs are also known as Micro, Small and Medium
Enterprises. The MSME Registration would be required to
be done on the Udyam Registration portal by way of filing
up and submission of the necessary form on completion
of which, a permanent identity number known as Udyam
Registration number and Udyam Registration certificate
would be provided to the enterprise.
However, In case of any discrepancy or complaint, the
concerned authority shall undertake an enquiry for
verification of the details of Udyam Registration submitted
by the enterprise and thereafter forward the matter with

The Art of Jewellery
Vol 19 Issue 7 | july 2020

necessary remarks to the Director or Commissioner or
Industry Secretary concerned of the State Government who
after issuing a notice to the enterprise and after giving an
opportunity to present its case and based on the findings,
may amend the details or recommend to the Ministry
of MSME for cancellation of the Udyam Registration
Certificate.
In case of a Partnership firm, Aadhaar number of the
Managing Partner would be mandatorily required to be
provided at the time of registration. However, in case of lack
of Aadhar, the firm may approach any of the Single Window
Systems for Udyam Registration purposes with his Aadhaar
enrolment identity slip or copy of Aadhaar enrolment
request or bank photo pass book or voter identity card or
passport or driving licence and the Single Window Systems
will facilitate the process including getting an Aadhaar
number and thereafter in the further process of Udyam
Registration.
Such registration would not be on a chargeable basis.
However, it is necessary for every applicant to provide
the correct information on the portal as any intentional
misrepresentation or attempts to suppress the self-declared
facts and figures appearing in the Udyam Registration or
updation process shall be liable to a penalty

We are a Private Company engaged in the
business of manufacturing and Trading of Gems
&Jewellery. We understand that due to the
COVID-19 crisis, the Government had provided
extension of timeline to 30 June 2020 to the taxpayers
for making eligible investmentsunder Chapter VIA or
u/s 54 to 54GB of the IT Act. Whether there has been
any further extension of the same?
The due date for making investments/ payment for
claiming deduction under Chapter VIA- Part B (i.e.
Deduction in respect of certain payments) of IT Act
which includes Section 80C (PPF, NSC etc.), 80D
(Mediclaim), 80G (Donations), etc. of the Act has been
extended from 31 March, 2020 to 31 July 2020.

taXGURU
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I have a sole proprietary concern and the
business constitutes of trading of silver
ornaments. I have suffered business losses over
the last few months and have tax liability of
less than one lakh (after considering the advance tax &
TDS). What would be the due date for Payment of the
self assessment tax and also guide me on the interest u/s
234A of the Act?
Payment of Self-assessment (SA) (after consideration of
payment of Advance Tax and TDS)tax in case of a taxpayer
whose self-assessment tax liability does not exceed Rs. 1 lakh
has been extended to 30 November 2020.
Also, the interest u/s 234A of the Act would be waived off
in case the SA Tax is upto Rs. 1 lakh and the payment for
the same is made by 30 November 2020. However, such
relaxation would not be available where the SA Tax liability
is exceeding Rs. 1 lakh and the applicable interest u/s 234A of
the IT Act would be charged.

We are an Indian entity engaged in the
trading and manufacturing of Gold and Silver
Jewellery. Kindly guide us on the extension of
timelines for Belated and revised returns for
FY 2018-19 (AY 2019-20).
The Government had passed ‘The Taxation and Other Laws
(Relaxation of Certain Provisions) Ordinance 2020’ on 31
March 2020 which provided certain relaxations and relief
measures. As per the ordinance, the due dates filing returns
and other compliances falling within 20 March 2020 and 29
June 2020 has been extended to 30 June 2020.As such, the
due date for filing income tax returns (belated and revised
returns for FY 2018-19) was extended to 30 June 2020.
However, the CBDT has now further extended the said due
date to 31 July 2020.
Thus, Income Tax returns (belated and revised returns for the
FY 2018-19 (AY 2019-20) can now be filed upto 31 July 2020.

Courtesy: RSM Astute Group (www.astuteconsulting.com)

Also, the due date for Investment/ construction/
purchase for claiming roll over benefit/ deduction in
respect of capital gains under sections 54 to 54GB of
the IT Act has now been revised to 30 September 2020.
Also, it is worthwhile to note that there is no increase
in the threshold limits for the investment despite of
extension of time limit of investments.

Kindly email your queries to emails@astuteconsulting.com

Dr. Suresh Surana is a practicing Chartered
Accountant and specialises in International Taxation
and Corporate Advisory services to multinational
corporations besides Indian corporate houses.
He can be contacted on:
taxqueries@astuteconsulting.com
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Unique Craftsmanship takes
Meraki on new heights

eraki
is
a
division
under Hyderabad based
jewellery
manufacturer
P.
Mangatram. Launched in the
year 2017, this young B2B brand
Meraki specializes in chakri
polki i.e. uncut diamonds.
Serving the jewellery aficionados
since 2005, P. Mangatram
Jewellers is a leading name in
the world of studded jewellery.
Coming from non-jewellery
professional backgrounds and
first generation jewellers, brothers
Sanjay Gulabani and Amit
Gulabani have created a long list
of loyal retailer fans for the brand.
Enjoying the strong backing of
the Gulabani brothers, Meraki
boosts of its own jewellery
manufacturing setup and is
already one of the preferred choice
of many national & international
jewellery retailers & corporates.
Pragya Ojha, Managing Director
of Meraki, a commerce graduate,
is photographer and filmmaker
by profession. Having introduced
to the Gulabani brothers during

an advertisement project, the
trio shared notes on creating
a new identity known for
quintessential jewellery designs
for both traditional and modern
market segment and thus

the Retail Jeweller’s Trendsetter
design award in 2018. Having
led Meraki with passion, Pragya
fuels it with her creativity and
has created a signature style for
the brand in a very short span of
time. In her words, “When you
go by the book, you forget to look
around you and in this process,
many people forget to look at the
beauty around themselves. I am
honoured that Sanjay and Amit
saw a certain potential in me and
me a part of the P. Mangatram
family.

Pragya Ojha

started the journey of Meraki.
Within three years Pragya has
successfully created a strong
team under Meraki and with
an array of concept-based
products that led Meraki to win

(Managing Director, Meraki Jewels)
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insiders said. Under rules, listed
jewellers need to also disclose their
risk management and mitigation
methods in annual reports.

he average daily turnover of
gold on the Multi Commodity
Exchange has increased to Rs 8,268
crore in June, compared with Rs
6,858 crore in the entire fiscal 2020,
as participation of jewellers and small
investors has gone up on the exchange
after the lockdown. Shivanshu Mehta,
the head of bullion at MCX, said
jewellers were increasingly hedging
their risk amid the rising gold price.
Increased prices of gold and higher
volatility pose a challenge for
jewellers who are recovering from
lockdown,” Mehta said. “Their risk
management is evidently higher
on MCX gold futures and options
contracts. This is reflecting in higher
ADT (average daily trading) of gold
contracts.”
MCX bullion prices are seen as
domestic price benchmarks and are
used by the entire value-chain for
pricing of their transactions. The
hedgers on MCX include importers,
agencies nominated to import the
metal, bullion traders and jewellers,
both small and large.
The average daily turnover of gold on
the Multi Commodity Exchange has
increased to Rs 8,268 crore in June,
compared with Rs 6,858 crore in the
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entire fiscal 2020, as participation
of jewellers and small investors has
gone up on the exchange after the
lockdown. Shivanshu Mehta, the head
of bullion at MCX, said jewellers were
increasingly hedging their risk amid
the rising gold price.
Increased prices of gold
and higher volatility pose
a challenge for jewellers
who are recovering from
lockdown,” Mehta said.
“Their risk management is evidently
higher on MCX gold futures and
options contracts. This is reflecting in
higher ADT (average daily trading) of
gold contracts.”
MCX bullion prices are seen as
domestic price benchmarks and are
used by the entire value-chain for
pricing of their transactions. The
hedgers on MCX include importers,
agencies nominated to import the
metal, bullion traders and jewellers,
both small and large.
The organised jewellery segment is
witnessing growth, which is making
the players adopt best hedging
practices to keep their books of
accounts in a proper shape, industry

Saurabh Gadgil, the managing
director of Pune-based PNG
Jewellers, said: “Jewellers have come
up with many schemes for customers.
So, when gold price remains volatile,
jewellers have to cover themselves
and go for hedging. That is why
participation on MCX has increased
in June, when Unlock 1.0 started as
customers are slowly returning.”
Small investors are also increasingly
participating in MCX gold contracts
now to earn some
quick money since
the equity market is
not giving them good
returns, he said.
Globally, COMEX
Gold hit its highest level since
October 2012 on Wednesday
morning, as demand was boosted by
worries over a jump in coronavirus
infections and hopes of more
stimulus measures to combat the
economic blow.
Holdings at the SPDR Gold Trust, the
world’s largest gold-backed exchangetraded fund, rose 0.28% to 1,169.25
tonnes on Tuesday.
“Sentiments are positive. Gold has
appreciated by 24% this year (25%
in 2019) hence we are cautiously
optimistic,” said Jigar Trivedi, a
research analyst (commodities
fundamental) at Anand Rathi Shares
& Stock Broker.
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FLASH
REPORTINSIGHT

FLASH REPORT#2

De Beers Group is working actively in the face of the COVID-19 pandemic to understand the consumer
perspective and monitor how this evolves as we pass through the stages of the crisis.
To augment our existing research program, we are conducting additional consumer, retailer and supply chain
touch-bases
understand
the painactively
points and
partners large
and smalltoacross
the pipeline.
De Beers to
Group
is working
in the
theopportunities
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touch-bases to understand the pain points and the opportunities for partners large and small across the pipeline.

With our second monthly insight report, we are continuing to track US consumers but widening the focus to
In March
2020, weoflaunched
include
the experiences
retailers. a weekly quantitative survey to collect data on the attitudes, behaviors and

expectations of consumers in the US. Once a month we also conduct a deep dive into diamond-specific attitudes.
The latest survey was completed on June 22.
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our second
monthly
report,
continuing
to Americans
track US continuing
consumers
but inwidening
the focus to
InWith
an online
study of the
generalinsight
population
agewe
18+are
in the
US, we see
to live
a
heightened
emotional
state asof
they
emerge from, and in some cases re-enter a second stage of, COVID-19
include the
experiences
retailers.
lockdown. Generally, consumers are showing increased unease. State re-openings significantly grew as a point
of concern this week, and 42% of Americans believe the COVID-19
peak
least 6 months away
-- the largest proportion observed in
HEIGHTENED EMOTIONAL STATE
ASis at
UNCERTAINTY
CONTINUES
this category since research began. Spending on cleaning products is
at the strongest
to date.
In an online study of the general population
age level
18+observed
in the US,
we see Americans continuing to live in a

heightened emotional state as they emerge from, and in some cases re-enter a second stage of, COVID-19
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so we continue to see emotional gifts viewed as more
GRATITUDE
FOR RELATIONSHIPS
appropriate than more “fun” or “practical” ones this year.

AND INTEREST IN CLASSICS AND MEANINGFUL GIFTS

72%
Preference for
“timeless classics”

Diamond jewelry also performed higher than in Wave 1 as
In jewelry
and fashion we’ve seen an uptick from 69% to
the most desired gift, with 38% planning to give or desiring
72%toinreceive,
a preference
forlast
“timeless
classics”
in the items
versus 32%
month. Luxury
and designer
desired
and
purchased.
This
holiday
season,
people
rate
accessories were a distant second with 22% indicating
desire.
“meaningful”
the most also
important
in giftsjewelry
they will
Women areas
increasingly
thinking quality
about diamond
versatile
accessory,
with an
increase in describing
it as a
give as
toatheir
loved
ones, with
“sentimental”
ranking second,
luxury
item with
wearability”
9% inasWave
so we
continue
to “everyday
see emotional
gifts from
viewed
more1 to
22%
in
Wave
2.
With
higher
income
and
married
respondents,
appropriate than more “fun” or “practical” ones this year.

38%
Diamond jewelry
“the most
desired gift”

positivity towards diamond jewelry increases further.

Diamond jewelry also performed higher than in Wave 1 as
the most desired gift, with 38% planning to give or desiring
to receive, versus 32% last month. Luxury and designer

38%
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RETAILER SPOTLIGHT
Throughout the month of June we worked to deepen our understanding
of the consumer landscape and had a series of conversations with a
number of key retailers around the country. We’ve seen a wide array
of experiences and challenges, with rules and regulations implemented
not only by state but also by county and city, and sometimes even by
mall property. Most retailers were caught off-guard with little to no time
to prepare for lockdown as cities abruptly closed businesses. Many
retailers shut their doors while holding repairs, with partially complete
custom orders and receiving and shipping paralyzed. Nevertheless, the
strongest among them have continued to innovate to survive.
The universal factors were pure hustle and resilience, the ability to maneuver with agility, and ingenuity in dealing
with challenges. And as they have emerged from lockdown, many are noting a great deal of pent-up demand,
very strong engagement ring business, a substitution of upgraded jewelry gifts for summer travel, and a stronger
season than normal for graduation gifting.

KEY TAKEAWAYS AND TIPS
Communication:
Communication with everyone, from vendors to employees to
customers to other local retailers, and even jewelers in other
parts of the country, is critical in the exchange of information. A
retailer in the Northeast commented: “We were able to prepare
somewhat for the recession in 2008 because it was slow in
coming. We saw it coming and prepared. This was literally just
shut it down. There was no time to react. The time to react was
immediately following. We made sure we were in communication
with our vendors and with our clients, because we knew we’d
come through this… Vendors were very exposed – they had merchandise out and money owed, and
we reassured them. And told our customers -- we’re here, we’re going to be here, we’re solid. People are
anxious, especially the people who have left their jewelry or watches with you for repairs or upgrades. We
reassured with regular updates on what we were doing. You can’t give up and just board up.”
Other retailers also commented on the need to stay in communication with staff, whether they are
furloughed or working from home, providing reassurance and guidance and managing uncertainty about
the future.

Community involvement:
Be deeply embedded in your community in a visible way. Retailers whose employees helped out in the
community by donating blood, volunteering or going above and beyond to be helpful to customers felt
these efforts would be paid back in community goodwill. Some have worked hard to create lines of
communication with city council members and other local and state government officials, and were able to
advocate for themselves as well as understand better what was happening.
Flexibility:
Many shifted their selling strategies quite dramatically on a
dime – reaching out to customers and responding to inquiries
via chat tools online, texts, livestreaming events and digital
contests and games. Website revamps that might normally
have taken months happened in weeks or days. Digital events,
special promotions and good old clienteling resulted in
winning sales, with several retailers commenting that customers
noticed and appreciated that they had gone the extra mile to
win their business.
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Care for staff:
The retailers doing the best were ones who felt invested in their
employees. Though many did furlough employees and work
70+ hour weeks themselves, the intent to create a safe working
environment in store for their employees when they returned was
a constant. Many kept their employees on and, with the same
mindset of flexibility, changed their positions so that what needed
to get done, got done – even if the scope of responsibilities
changed. Training was also key – retailers invested in training
employees during downtime to become better experts on
products, to understand how to manage aspects of website maintenance, marketing or social media, or
simply on how to maintain new standards of hygiene and sanitation in stores once re-opened.
What do retailers think the future holds? “The greatest fear is uncertainty. What will happen in the remainder of
the year in terms of the economy as the stimulus fades away, consumer
confidence, and new outbreaks.” Most, however, feel that they will
have a very strong fourth quarter if there is not another significant
outbreak. And in terms of their own buying? Almost all of the retailers
we spoke to said they would be returning to trade shows – and buying
purposes were secondary. The primary purposes mentioned were to
network, connect with likeminded other jewelers, learn, and deepen
relationships they already had with vendors. Currently, eagerness to
return to industry gatherings far overrides anxiety about large groups.

PULSE SURVEY
In addition to the ongoing research, once a month we also check in with 500 consumers in the US to understand what they are thinking and feeling as we make our way through the COVID-19 crisis. This month we
wanted to know how consumers feel about the jewelry shopping experience in the current context.

Independent jewelers are the second most-trusted channel to make the most effort to ensure that the in-store
shopping experience is safe and secure for the customer, with 21% of consumers choosing this channel. The
number one most-trusted channel was department stores, with 39% of consumers choosing this channel.
There are a variety of measures stores should provide to help customers feel safe. Only 4% of respondents felt
they were comfortable shopping without appropriate safety measures.
The most important safety measures that stores should provide to customers
68%
66%
64%
53%
48%
48%
42%
4%

Limiting the numbers of customers in the store at any one time
Being able to sanitize your hands when entering the store
Staff wearing face masks and gloves at all times
Knowing that the store carefully cleans each piece of jewelry after being handled
Clear markings on the floor for social distancing
Requirement for all customers to wear face masks
A screen at the counter separating you from the sales assistant
None of the above; I am comfortable shopping for jewelry without extra steps being taken

62% of consumers prefer to buy diamond jewelry at their local independent jeweler over buying online, as the
in-store experience allows them to get expert advice and personal attention. This is on the provision that the
environment in store is safe. For people over 25 years of age, this number increases to 65%, but even GenZ and
Millennials preferred the in-store experience over online, at 59%.
HAVE A QUESTION YOU’D LIKE TO INCLUDE IN OUR PULSE SURVEY?
Send it to flashreport@debeersgroup.com and we’ll aim to include it in an upcoming survey.
Sources: 360 Market Reach, March–June 2020, US women and men, 18 and older; OnePulse, June 2020, US women and men, 18 and older.
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A

five-star hotel in
Vietnamese capital
Hanoi has opened with a a
marquee attraction hoping
it will attract guests with
intimately expensive tastes:
gold-plated bath tubs, basins
and even toilets, all housed
behind a massive golden
exterior.
The Dolce Hanoi Golden
Lake Hotel has made the
extra effort to bring visitors
back to Vietnam where the
tourism sector is slowly
reopening after a threemonth COVID-19 lockdown.
The hotel, owned by Hoa
Binh Group and managed
by U.S.-based Wyndham
Hotels & Resorts Inc, stands
in stark contrast to its
surrounding weather-worn
Soviet-era buildings.
This hotel has 25 floors
with 400 rooms. 54,000
square feet of gold plated
tiles are installed on the

outer walls of this hotel.
Even the dress code of the
staff working in the hotel is
also red and golden color.
The construction of this
hotel started in 2009. Here
everything that you can
think of is covered with
gold. Even the bricks placed
outside the swimming
pool have been plated with
gold. The one
night stay in
this hotel is only
4.85 lakh rupees.
The initial cost
of staying in the
rooms here is 20
thousand rupees.
This is the first
hotel in the world
which is made
of so much gold
and it has taken
11 years to build

it. For flats, customers will
have to pay at the square
meter at 5200 pts. Gold
plating has been done on
cups of tea and coffee and
there is also a difference
of gold in coffee which is
quite unique. The hotel
has 6 types of rooms and
suites. Its one-night fare for
its presidential suite is Rs
4.85 lakh. It is also said that
sleep relaxes the mind and
keeping this in mind, this
hotel has been prepared.
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Diamond Buying Guides

Triple X Diamonds
Triple X diamond is a trade term referring to stones that have Excellent cut, polish and symmetry
on their GIA grading reports. GIA does not use this term but many jewelers do. Does Triple X rating
matter and should you pay more for a Triple X diamond?

What is a Triple X
diamond?
Triple X diamond is a trade term
for round brilliant diamonds that
have been graded by GIA as having
Excellent cut, Excellent symmetry
and Excellent polish. X is short for
Excellent, so Triple X really just means
Triple Excellent.
A diamond’s cut, symmetry and
polish grades indicate the quality
of craftsmanship that went into
transforming a diamond rough into
a polished stone. All three affect
a diamond’s interaction with light
and are described on GIA Diamond
Grading Reports as Excellent, Very
Good, Good, Fair, to Poor.
Many diamond buyers seek out
Triple Excellent diamonds because
they want diamonds with the best
possible craftsmanship. Top notch
craftsmanship ensures that a diamond
gives off maximum light and fire while
having an attractive pattern.

What is Excellent Cut?
Cut is a diamond’s most
important factor. It determines
a diamond’s proportions — its
depth and the angles of its facets
— which in turn affect how light
bounces around in a diamond.
An Excellent cut grade means
that a diamond has been cut
within parameters that allow
the diamond to give off intense
brightness, sparkle and fire, while

This 0.73 ct diamond has Excellent cut, J color
and VS1 clarity. An Excellent cut can help improve
a diamond’s color. Photo: Kevin Schumacher/GIA.

This diagram shows the facets of a round brilliant
diamond and how they should line up. Illustration:
Peter Johnston/GIA.

This trio of diamonds demonstrates why cut is
important. These diamonds have cut grades —
Excellent, Good, Poor — from left to right. Photo:
Kevin Schumacher/GIA

having an even pattern of light
and dark areas (scintillation).
Poorly cut diamonds often have
large light or dark patches that
make the stone appear dull or
uninteresting to the eye.

What is Excellent
symmetry?
Symmetry is about the exactness of
a diamond’s shape. It refers to how
well-aligned the facets are and how
identical the same types of facets are
in size, shape and proportion. In a
diamond with Excellent symmetry,
all of the facets should meet at
the girdle (the widest part of the
diamond). And the points of the kiteshaped facets on the crown (top of

the diamond) should align with the
points of the wedge-shaped facets on
the pavilion (bottom of the diamond).
The large octagonal table facet at the
top should be centered, while the
pavilion facets at the bottom should
meet in a perfect point at the tip of
the diamond. Excellent symmetry
enhances a diamond’s light return
and can make a diamond appear
more harmonious to the eye.

What is Excellent polish?

Polish is the quality of a diamond’s
finish or how smoothly the surface
of a diamond has been polished.
A diamond with Excellent polish
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has no polish defects visible
at 10× magnification. Small
surface defects, such as pits and
polish lines, are often created
by the polishing wheel during
the polishing process and can
usually be removed through repolishing. While they are often
invisible to the unaided eye,
having a lot of surface defects
will dim the shine and sparkle of
the stone.
Think of the diamond’s facets
as mirrors. The smoother
the surface, the more perfect
the ref lection. The diamond
gathers light through these
mirrors (facets) from around
the obser ver. When a diamond
has the right proportions
and symmetr y, the mirrors
ref lect that light as a dazzling
play of brightness, fire and
scintillation.
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w it h Ver y G o o d sy mmet r y
or Ver y G o o d p olish c an st i l l
have an E xcel lent c ut g rade.
That’s b e c aus e t he dif ference
b et we en
a
di amond
w it h
E xcel lent sy mmet r y and p olish
and a di amond w it h Ver y G o o d
sy mmet r y and p olish is on ly
obv ious under mag nif ic at ion.
In addit ion, a Tr iple X c ut
di amond c an st i l l lo ok du l l if
it has e ye-v isible inclusions or
ext remely st rong f luores cence.
Cut, p olish and sy mmet r y
g rades ne e d to b e considere d
in rel at ion to ot her qu a lit y
fac tors.

A high-quality, well-crafted diamond is
breathtaking. This 51.71 carat, round brilliant
diamond has been graded by GIA as D Flawless
with Excellent cut, polish and symmetry. Courtesy:
Sotheby’s.

Although not a Triple X diamond, this ring still
looks beautiful. The 2.03 ct center diamond has
Excellent cut, Very Good polish and Very Good
symmetry. It is G color with VS2 clarity.
Courtesy: 1stdibs.com

Should I only buy Triple
X diamonds?
A di amond do esn’t ne e d to b e
Tr iple X to b e of hig h qu a lit y.
Whi le sy mmet r y and p olish
b ot h inf luence a di amond’s
overa l l c ut g rade, t he y don’t
ne e d to b e rate d E xcel lent
for t he di amond to re ceive an
E xcel lent c ut g rade. Di amonds

Are Triple X diamonds
rare?

Due to technological advances
and consumer demand, a Triple
X rating diamond is easy to find.
Diamond manufacturers routinely
cut diamonds to the cut standards
that GIA defined.
When GIA developed its cut grade
for round brilliant diamonds
in 2005, it conducted extensive
research
on
the
diamond
scintillation patterns that people
found attractive and documented
the diamond proportions and
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cutting parameters used to create
these patterns. These cutting
parameters were then given to
cutting centers which used them
to cut diamonds. Since then,
these proportions and parameters
have
become
standard
and
widespread in the industry. Many
companies have machines that
automatically cut diamonds to the
best proportions possible. Triple X
diamonds have therefore become
increasingly common.

Can I save money by
not buying a Triple X
diamond?
Diamonds with an Excellent cut
grade, Very Good polish, and
Very Good symmetry cost less
than Triple X diamonds, providing
all else is the same. The visual
difference between them and a
Triple X diamond will rarely be
obvious to the unaided eye. But
buyers who truly wish to save
money on a diamond should also
consider choosing a diamond with
a lower color, clarity or carat weight
or consider getting a diamond with
faint or medium fluorescence.
These reductions may result in
greater price decrease without
necessarily reducing the visual
impact of the diamond. Learn how
to prioritize the 4Cs to save money
on your diamond purchase.
At the end of the day, a diamond’s
quality must be considered
holistically with all factors taken
into consideration. The Triple X
designation is only meaningful if
the diamond also has good color
and clarity. Triple X diamonds
cost a little more than diamonds
with lower cut, polish and
symmetry grades, but the price
difference might be worth it to
discerning buyers. After all, the
Triple X designation signals that
a diamond has been carefully and
masterfully crafted.
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Surat diamond industry works out
new protocol to fight COVID

A

s the diamond industry trudges
itself back to operation, concerns

IN BRIEF
GIA New York
Laboratory Reopens

are now rising with growing number
of Covid positive patients among the
diamond workers. On Monday, Surat
Diamond Association held a meeting
with the Municipal Commissioner
and the Mayor to thrash out a new
protocol to fight the spread of the
virus. So far around 300 positive cases
have been reported from the diamond

with ayurvedic medicine along with
warm water throughout the day and
the ventilators will be kept open for

polishing units, which have started

the buildings which are centrally air

operating.

conditioned.

Dinesh Navadia, President, Surat

While the workers are now being

Diamond Association said that under

asked to download Arogya Setu app,

the new protocol, every polishing unit

those workers with hypertension,

will have only two workers working

diabetes or above fifty-five years

on them instead of usual four.

of age will not be asked to work, he

Secondly the workers will be provided

added.

T

he GIA (Gemological Institute
of America) gem identification
and grading laboratory in New York
City will opend on Monday, June 29.
The 11 global GIA laboratories are
open, gradually adding hours and
extra shifts to meet the increasing
demand for services. GIA schools in
Taipei and Hong Kong are open and
all other GIA schools are preparing
to welcome back on-campus
students in the near future. The
GIA Distance Education programs
continue to offer convenient
options for gemology education.

India-China border flare-up can hit
exports: Diamond traders

D

iamond traders said an escalation
of India-China border tension
can hit exports further as China and
Hong Kong together account for 35%
of diamond shipments from India.
India’s gem and jewellery exports
plunged nearly 84% year-on-year
in April-May owing to the trade
disruption caused by Covid-19 while
the fall in exports of cut and polished
diamonds was more than 79%.
“The outbreak of coronavirus globally
and the trade war between the US and
China had affected India’s diamond
exports in 2019-20. Now the standoff between India and China is
making us more worried about export

prospects in FY21,” said Vipul Shah,
vice-chairman, GJEPC.
India’s overall gross exports of
gems and jewellery in the first two
months of this fiscal stood at $572.18
million (Rs 4,328.54 crore), down
83.68% (82.31% in rupee terms)
from $3,506.04 million (Rs 24,468.11
crore) a year ago, according to the
GJEPC data.

“As restrictions are lifted and the
global gem and jewelry industry
begins to recover, we are safely
reopening GIA locations, returning
staff to work and preparing to
engage in our mission-driven
activities,” said Susan Jacques, GIA
president and CEO. “We are strictly
following government regulations
and guidelines, implementing new
processes and adapting our facilities
to keep everyone who comes to GIA
– staff, clients, students and visitors
– healthy and safe.”
The Institute will continue to
monitor local government and
health requirements in each
location and adjust as needed.
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Tiffany’s sales fall as takeover questions swirl

W

ith most of its stores shut due
to COVID-19, Tiffany posted

that journey with LVMH by our side,”

bleak results for the first quarter of

sales for the quarter (ended April 30)

fiscal 2020—but management didn’t

fell 45% to $556 million, with comps

address reports that LVMH was

plunging 44%. The company posted

taking a fresh look at its pending

a $65 million net loss for the period.

acquisition of the retailer, given

Like many retailers, Tiffany has had

ongoing unrest in the United States.

to deal with store closures in all its

A statement from chief executive

NEWS
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he added.The company’s worldwide

Petra Diamonds puts
itself up for sale

markets due to COVID-19.

officer Alessandro Bogliolo noted
only that the acquisition had been
cleared by antitrust authorities in

F

Russia and Mexico—and that it hoped

inancially
troubled
Petra
Diamonds, which owns three
diamond mines in South Africa and
one in Tanzania, is putting itself up
for sale.

to complete the merger by the middle
of the year.“I am confident that
Tiffany’s best days remain ahead of
us, and I am excited we will be taking

Virus cases force shutdown at Alrosa mine

A

suspended

Sergey Ivanov. “In order to prevent

operations at its International

an uncontrolled outbreak of the

underground mine for up to two

disease and a threat to the health of

weeks

lrosa

after

has

“several”

employees

tested positive for coronavirus.

our employees, the company took a
number of decisions under one of the

The Russian miner will only carry
out work to ensure the safety and
maintenance of the site, it said

scenarios.”
The International mine produced 2.2

Thursday. Workers and contractors

million carats in 2019, contributing

will

around 6% of group output.

receive

compensation

in

accordance with labor laws.
“The company has developed several
scenarios of a quick response to the
possible spread of the virus at its
production sites,” said Alrosa CEO

Founded in 1997, Petra owns the
Finsch, Cullinan, and Koffiefontein
mines in South Africa, as well as
the Williamson mine in Tanzania,
which is currently under care and
maintenance. All those properties
were purchased from their original
owner, De Beers.
Bidders can express interest in all or
part of its assets. Rothschild & Co.
is acting as strategic adviser of the
transaction. So far, no offers have
been received.
In March, the company launched
a strategic review of its finances,
particularly looking at the $650
million outstanding 7.25% senior
secured notes that are due for
repayment on May 1, 2022.
Petra is not the only miner having
trouble in the age of COVID-19. In
April, Dominion Diamond filed for
insolvency protection in Canada.
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India-China border flare-up can hit
exports: Diamond traders

A

n escalation of India-China
border tension can hit exports
further as China and Hong Kong
together account for 35% of
diamond shipments from India.
India’s gem and jewellery exports
plunged nearly 84% year-on-year
in April-May owing to the trade
disruption caused by Covid-19
while the fall in exports of cut and
polished diamonds was more than
79%, said traders.

in the first two months of this
fiscal stood at $572.18 million
(Rs 4,328.54 crore), down 83.68%
(82.31% in rupee terms) from
$3,506.04 million (Rs 24,468.11
crore) a year ago, according to the
GJEPC data.

“The outbreak of coronavirus
globally and the trade war between
the US and China had affected
India’s diamond exports in 201920. Now the stand-off between
India and China is making us more
worried about export prospects
in FY21,” said Vipul Shah, vicechairman, GJEPC. India’s overall
gross exports of gems and jewellery

IN BRIEF
Christie's: 28.86-ct
diamond sets online
auction world record

C
June,

hristie's Jewels online-only
auction, held from 16-30
totalled

$4,164,500,

with

100% sold by value and 93% sold
by lot. Estimated at $1-2 million,
the 28.86-carat, D colour diamond

Indian Diamond Industry Seeks Voluntary
Rough Import Suspension From 10-31 July

T

he Gem & Jewellery Export
Promotion Council (GJEPC)
along with four prominent diamond
bodies Bharat Diamond Bourse
(BDB), Mumbai Diamond Merchants
Association (MDMA), Surat Diamond
Association (SDA) and Surat
Diamond Bourse (SDB) have jointly
appealed to the Indian industry to
once again voluntarily curtail imports
of rough diamonds between 10th and
31st July, 2020. The situation will be
reviewed in the last week of July.
The five trade bodies had made similar
appeals for curtailing rough imports
on 23rd April, 2020 and 19th May,
2020. This move reportedly helped
to reduce inventory and manage

was the highest valued lot ever
offered in a Christie's online sale.
The impressive stone received bids
immediately upon the sale going live
on 16 June.
Rahul Kadakia, international head
of jewellery at Christie's, noted,
“The sale of this exceptional stone
established the record for a jewel
sold in an online-only auction,
demonstrating

cash flow at a time when businesses
across the world were going through
disruptions.
Meanwhile, in order to continue
operations and sustain the diamond
workers’ livelihoods, the diamond
bodies have recommended a window
of nine days – from 1st-9th July, 2020
– for the import of rough diamonds.

greater

client

confidence in Christie's digital
ability and online sale platform. We
now look forward to the beginning of
our live auction season for jewellery
spanning all major Christie's global
sale sites led by a $8 million Fancy
Intense Blue IF Diamond of 12.11
carats offered in Hong Kong on 9
July."
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Alrosa earmarks $8 Mn towards
fight against Covid-19 spread

A

lrosa's overall spending on
countering the Covid-19
pandemic has so far amounted
to almost $8 million (more than
RUB 500 million). The mining
company is providing assistance
to public health facilities of
the Sakha Republic (Yakutia),
Siberia, where the company's
major production sites are
located.
The company has been supporting
hospitals in Mirny, Aikhal, Lensk,
Udachny and Yakutsk since the
announcement of coronavirus
alert in March 2020. Alrosa has
provided funding for purchasing
equipment
for
hospitals,
including ventilators, treatment
medication, disinfectants and

PPEs, lab reagents for Covid-19
testing and other medical
supplies. The company also
donated several thousands of
test kits to the labs of Yakutsk
and Mirny.
In the wake of the pandemic,
Alrosa said its employees’
wellbeing is a top priority. The
company provides safeguarding
measures and comprehensive
support for its personnel.

Dubai, China establish diamond partnership

T
an

he Dubai Multi Commodities
Centre (DMCC) has signed
agreement

with

China’s

Guangzhou Diamond Exchange
(GZDE) that will create new
trading opportunities for both
parties.

The two countries have a wellfurther

established relationship and have

advance the strong and long-

undertaken mutual activities over

standing cultural and commercial

the past few years, added Liang

ties that exist between the UAE

Weizhang, president of the GZDE.

[United

and

Last year, the DMCC signed a

China,” said Ahmed Bin Sulayem,

similar collaboration agreement

CEO of the DMCC and chairman

with the China Gems and Jade

of the Dubai Diamond Exchange.

Exchange.

“This

agreement

Arab

will
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IN BRIEF
Get Diamonds and
Jewelers of America
announce member
benefit partner
agreement

J

ewelers of America (JA), the
national trade association for
businesses serving the fine jewelry
marketplace, and Get Diamonds, the
world’s largest B2B online diamond
marketplace that is backed and
supported by the World Federation
of Diamond Bourses (WFDB),
have announced a Member Benefit
Partner agreement.
The Get Diamonds online trading
platform allows trade members
access to a large volume and variety
of diamonds. The 4,000 registered
suppliers are all members in good
standing
of
WFDB-affiliated
diamond exchanges. Get Diamonds
lists 1.3 million stones, worth
over $5.7 billion. There are 25,000
registered buyers from around the
world. Get Diamonds is powered by
Lucy Platforms, a leading developer
of e-commerce platforms for the
diamond industry.
“We are looking forward to providing
our members access to the Get
Diamonds platform. The platform
is very comprehensive and enables
our members to better serve their
customers and compete in today’s
challenging business environment,”
says Jewelers of America President
& CEO David J. Bonaparte.

Never Lose
a Customer
A world of diamonds and jewelry on your website.
www.RapNet.com/go-digital
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