
How is your business faring in these volatile
times and what are your major concerns?

This survey, which touches all aspects of the industry
from mine to finger, is your opportunity to tell us
what you think. Not simply about your own business
but about wider issues and how they impact on 
you and your customers.Your feedback is vital. A
strong response will provide a unique picture of the
Sector and the issues it faces.The results, which will
be published in the next issue of Jewellery in Britain,
will help illuminate the industry’s needs and will assist
the British Jewellers’ Association to target issues 
and improve its support.You do not have to be a
member to respond.

Magnum of Champagne
The survey should take just a few minutes to
complete.You can choose to remain anonymous.
But, as a thank you to all those who respond and
give contact details, we will be entering names 
into a prize draw to win a magnum of champagne.

Online
This form can also be found on-line at
www.bja.org.uk and sent via email to
diane.thomas@bja.org.uk

BEATING THE CREDIT CRUNCH
ARE YOU READY?

1. WHAT DO YOU DO? 
• manufacture in the UK
• manufacture overseas
• wholesaler
• supplier 
• designer
• designer-maker
• designer-maker with gallery
• stone dealer
• service provider
• retailer

- independent
- multiple
- with workshop
- without workshop
- design led gallery
- internet

• Other (please specify)

1.1. DO YOU SELL ONLINE?  
Yes No

If yes what percentage 
of sales is via the internet %

What is the split between trade/consumer online sales?
B2B (to trade) %
B2C (to consumers) %

2 .THREATS TO YOUR BUSINESS
ON A SCALE OF 1-5 (with 5 being of great
concern) rate the following with regard to
the THREAT they pose to your business?

Importance to you 1 2 3 4 5
Credit Card Fraud
Lack of consumer confidence:
- in ethics of mining 
- in gemstones
- in diamonds
Gem treatments
Your designs being copied 
Competition from Imports
Internet sales
TV Channel sales
Postal costs
Product provenance  
The credit crunch
Skills shortages
Rising rents and rates
Environmental pressures
Employment red tape
Succession issues

Any other threats (please specify)
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3. BUSINESS ISSUES 
ON A SCALE OF 1 - 5 (with 5 being 
of great concern) rate the relevance to your
business of the following issues.

Importance to you 1 2 3 4 5
SECURITY & INSURANCE
Staff safety
Protecting your premises
Preventing thefts by staff
Preventing robberies
Insurance premiums and cover

GOVERNMENT REGULATION & RED TAPE
Employment legislation
Health and safety
Directors’ liabilities
Law relating to sales agents
Waste and recycling
Money laundering regulations

GENERAL
Hallmarking laws
Lack of hallmarking for palladium
Rising precious metal prices
Growing demand for diamond 

grading certification
Delivery Services/Royal Mail
International Carriage
Nickel Testing

STAFF
Craft skills
IT skills
Product Knowledge

ETHICS
Having an ethically sound supply chain for :
- diamonds
- gemstones
- pearls
- precious metals
- finished product
Do you have enough information to judge whether
you have an ethically sound supply chain? 

Yes No Don’t Know

4. UK TRADE SHOWS
Do you exhibit at any UK shows (trade or consumer
facing)? Please specify in order of importance.

Do you visit any trade shows to buy? If so which
ones? Please specify in order of importance.

How many days a year do you spend at trade shows?

3.1 BUSINESS SERVICES
How useful do you find the following business
services. Rate as zero if the service is not used.

Usefulness 0     1    2 3   4   5
• Agents
• Credit checks*
• Debt collection*                                               
• Design consultancy

- product
- promotional materials
- website

• Distributors
• External trainers*
• Foreign exchange 

brokers*
• Group buying 
• Helplines (legal, IP,

employment, H&S)*
• Invoice factoring*
• Order fulfilment services
• Staff training 
• Sourcing services 

(eg Polygon)*
• IT Consultancy
Were you aware that all the services marked with 
an asterisk are provided by the BJA?  

Yes No
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5. EXPORTING
Do you export your products?

Yes No

If not, would you like to export? If so where?
1.
2.
3.

If yes, what percentage of your turnover 
comes from export sales? %

Which are your main markets?
1.
2.
3.

Do you exhibit at any overseas trade shows?
Yes No

If yes please list these shows in order of importance
to your business.
1.
2.
3.

What problems have you encountered in exporting?

6. BUYING OVERSEAS 
Do you visit overseas trade shows?

Yes No
Please list in order of preference/usefulness.
1.
2.
3.

Do you source off-the shelf product direct 
from overseas factories?

Yes No
Do you use overseas factories to produce 
own-design products?

Yes No

7. USE OF THE INTERNET
Do you have access to the internet at work?

Yes No
Do you make business purchases on-line?

Yes No
Do you use it to check out possible suppliers?

Yes No
Do you check generic websites for industry news?

Yes No

8. BUSINESS PROMOTION
Do you employ an advertising or PR consultancy?

Yes No

Do you allocate a budget for marketing?
Yes No

Which media do you use to promote your company?
The trade media
(please specify titles used)
1.
2.
3.

The consumer print media
(please specify titles used)
1.
2.
3.

The internet 
- own website
- bja.org.uk
- springfairmarketplace.com
- whoswhoingoldandsilver.com
- jewellerylondon.com
- other please specify 

Other media
- TV
- Radio
- Direct Mail
How else do you promote your business? 

Which consumer newspaper or magazine gives 
best coverage to:
a. Jewellery
b. Silverware
c.Watches
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ON A SCALE OF 1 - 5 (with 5 being of most importance) rate the following magazines 
you receive in terms of usefulness to your business.

CONTENT 1    2 3   4   5 ADVERTISING 1    2 3   4   5
Craft & Design
Crafts
FE (Fashion Extras)
Gifts Focus
Gifts Today
Hockley Flyer
Jewellery in Britain
Jewellery Focus
Progressive Gifts
Retail Jeweller
The Goldsmith (formerly J-Dex)
The Jeweller
Any others
Overseas (please specify)

9. DO YOU BELONG TO ANY TRADE ASSOCIATIONS? Yes No
If yes which?

ON A SCALE OF 1 - 5 (with 5 being most useful) what do you consider are the most
important roles for a trade association?

Importance to you 1    2 3   4   5
Lobbying Government
Negotiating discounted business services
Offering specialist advice
A forum to exchange views
The provision of training/education
Dissemination of industry information/news
Use of logo provides added credibility/endorsement to members
Providing a code of ethics
Access to joint promotional opportunities
IP protection for members
Publishing a house magazine 
Spokesman to the media 
Trade fair discounts
Export Advice
Other (please specify)

10. PERSONAL DETAILS (OPTIONAL)

Your Name: Position:

Company:

Email: Telephone:

Please return this form: BY POST: Diane Thomas,The BJA, 10 Vyse Street,
Birmingham B18 6LT. BY FAX: 0121 237 1113

8.1 TRADE MAGAZINES
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