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Revitalizing Small Business Opportunities
for a Stronger City
Gale Brewer - Manhattan Borough President

L

aunching a small business in Manhattan has always involved risk, but
focused and hardworking entrepreneurs
have considered these risks worthwhile.
Small businesses have historically provided jobs for a majority of New Yorkers and a gateway to the middle class,
especially for immigrants and ethnic
communities.
Recently, however, the challenges
faced by small businesses have intensified. The Great Recession of 20082009 ushered in a period of limited
consumer spending across the board,
drying up the market for nonessential goods and services. Though the
economy is rebounding, Manhattan’s
frenetic commercial real estate market

Gale Brewer - Manhattan Borough
President

has new developments that lack room
for smaller businesses and that has

pressured existing stores’ rents further
upward—making it extremely difficult
for small businesses to maintain their
profit margins or even survive.
My office has heard a clear message
from the small business community:
local government needs to act before
entrepreneurship is further stifled.
To address the challenges raised by
small businesses, my staff is working
on innovative solutions that we plan to
present to city partners and help implement throughout the borough. Here is
a sampling of our working thoughts:
We should add fairness to the Commercial Rent Tax. Small business owners
with storefronts in much of Manhattan
Continued on page 10

Valentine’s Day — February 14th

V

alentine’s Day is one of the holiday
when jewelers do a great amount of
business. It might be worth your while to
know a few of the facts related to it when
shoppers come to your store in search of
that perfect gift for their beloved.
Saint Valentine’s Day, commonly
shortened to Valentine’s Day, is annually
commemorated on February 14th and is a
celebration of love and affection between
individuals. The holiday is named after
one or more early Christian martyr’s
named St. Valentine. The holiday was
established in 496 AD by Pope Gelasius.
Pope Paul VI removed it from the Saint’s
General Roman Calendar in 1969 because
there was no specific knowledge about
the saint other than he was martyred and
buried on Feb 14th.

The English poet, Geoffrey Chaucer,
first associated the day with romantic love
in 1382 in his poem Parlement of Foules.
Chaucer wrote:
For this was on seynt Volantynys day
Whan euery bryd comyth there to chese
his make.
[“For this was Saint Valentine’s Day,
when every bird cometh there to choose
his mate.”]
The poem was penned to honor the first
anniversary of the engagement of King
Richard the II of England to Anne of Bohemia. A treaty providing for a marriage
between the affianced was signed on May
2, 1381. They were both 15 years old when
they wed – eight months later.
The popularization of Valentine’s Day
as an expression of romantic love was due

in large part to the efforts of the greeting
card manufacturer, American Greetings.
They popularized the notion that giving
cards was a traditional way of expressing
love and affection on St. Valentine’s Day.
They spread the totally fictitious story that
on the evening before Valentine was to be
executed, he wrote the first “valentine”
card himself and addressed it to his beloved. It was a short note the read “From
your Valentine.”
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Legislative Update

Terrorism Risk Insurance Act
(TRIA) is Renewed
As a result of the horrific September 11th attacks all commercial reinsurance
contracts that renewed by July 2002 included clauses for absolute terrorism
exclusions. As a result of this change in insurers policy, domestic direct insurers passed these exclusions onto their insured. This left a gaping hole in the
coverage requirements for many real estate owners and property developers.
In response to pressure from numerous stakeholders, including the “too large
to fail” banks, Congress enacted the Terrorism Risk Insurance Act (TRIA).
TRIA served as a federal reinsurance program which guaranteed against
potential losses of property as a result of acts of terrorism. The passage of
TRIA soothed the financial and property markets and the terrorism-based
exclusions from coverage were largely eliminated.
Designed by Congress to originally be a short-term piece of legislation, TRIA
had an initial expiration date of December 2005. The law was extended and
modified twice since its enactment and had an expiration date of December
31, 2014. TRIA was not extended prior to its expiration on New Year’s Eve
of 2014. As reported in the NY Times, the result of the expiration was the
causation of approximately 750,000 private insurance policies to be canceled
immediately — as those policies required the existence of TRIA (or another
similar federally-supported program) in order to maintain terrorism coverage. Numerous other property insurance policies have 30-60 day notice
provisions. This meant that without Congressional action these too would
be canceled as a result of TRIA’s expiration.
On January 8, 2015, the 114th Congress passed a revised version of the federal
terrorism insurance guarantee for the benefit of the commercial real estate
market, that if signed by President Obama will extend the program for another
six years. Under the revised federal program, federal assistance would begin
when losses reach $100 million. The program has built-in increases of $20
million per year. By the year 2020, the loss threshold for coverage would be
$200 million.
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Consumer Spending
on Jewelry Increases
In 2014
As reported in the American Express Spending & Saving Tracker

I

n the first three quarters of the year
consumers have increased their spending on jewelry. This is part of a general
trend toward increased spending more
on all luxury items.
Of the individuals polled, 11 percent reported spending more on jewelry than
in the prior year—a slight increase over
the 10 percent who reported they were
spending more in 2013, and the 9 percent
who reported larger spending in 2012.
Other highlights of the report:
•

62 percent of Americans say they’re
planning to make large purchases
before the end of the year, versus 51
percent last year.

•

Nearly three-quarters of consumers
(73 percent vs. 66 percent in 2013)
reported they’re spending as much or
more than they expected on “personal”

extras, such as leisure activities and
fashion accessories.
•

The number of consumers who reported they already purchased bigticket items this year increased to 42
percent from 39 percent last year.

•

81 percent of employed Americans
report that their jobs are better or just
as stable as one year ago, a significant
increase from the 69 percent which
reported this in 2011.

“As Americans feel more secure about
their jobs and finances, they tend to
spend more on personal items,” said
David Rabkin, Senior Vice President of
Consumer Lending Products at American Express in a statement. “Our survey
respondents report that they’re spending more or the same on some big-ticket
items that they may have deferred during
the last few years.”
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Learn Diamond Grading
from the Creators of the 4Cs.
Enroll in a GIA Diamond Grading Lab class.
• Grade diamonds consistently and accurately
• Practice with actual diamonds graded by GIA
• Improve your diamond grading skills in just 5 days
• New location at International Gem Tower

Upcoming Classes in NYC
Feb 23-27
Feb 28-Mar 28 (Sat)
Mar 23-27
Apr 20-24

May 11-15
Jun 1-5
Jun 22-26
Jul 6-10

Enroll online at www.gia.edu
A branch of GIA’s
campus in Carlsbad.
Licensed by the New
York State Education
Department.

ADV150002 DDN_2015 January v1.indd 1
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New York Education
50 W 47th Street, 8th Floor
New York, NY 10036
T 800 366 8519
T 212 944 5900
F 212 719 9563
E nyadmissions@gia.edu
www.gia.edu

1/20/15 11:00 AM

Fine
Jewelry
Market

Germany

Country Overview
As the largest economy in Europe and fifth largest economy in the
world, Germany has a GDP per capita of $39,500 (2013 est.) with a
GDP (PPP) of $3.227 trillion (2013 est.).
Germany is the only top export market to have comparable markets
for silver based jewelry and gold and other precious metals based
jewelry when looking at U.S. export value of jewelry. Gold based

jewelry makes up 68.29% of U.S. jewelry export value, silver based
jewelry makes up 17.52%, base metal clad with fine metal jewelry
makes up 14.19%. All three types of jewelry have grown in demand
from 2012 to 2013, but see a significant dip in demand when coming
to the data for 2014. Exporters should keep an eye on these values
in coming quarters.

2012 to 2013

(% Change in value of U.S. exports, HS Code 7113 articles of jewelry & parts, of precious metal or clad)
TOTAL

66

711319—JEWELRY AND PARTS THEREOF; OF OTH PRECIOUS METAL*

2

711311—JEWELRY AND PARTS THEREOF; OF SILVER*

538

711320—JEWELRY AND PARTS; BASE METAL CLAD W PREC METAL

639

Historical Exchange Rate of Euro/U.S. Dollar
Year

Rate

2010

1.327386

2011
2012

1.392705
1.285697

2013

1.328464

2014

1.368698

Exchange Rate

1.40

1.35

EURO/US DOLLAR
1.30

1.25

2010

2011

2012

2013

2014

ollars

*HTS 711319 (Jewelry and parts thereof; of precious metal excluding silver) made up 68.29% of export value in YTD 2014.
HTS 711311(Jewelry and parts thereof; of silver) made up 17.52% of export value in YTD 2014.
HTS 711320
(Jewelry and parts; base metal clad with precious metal) made up 14.19% of export value in YTD 2014.
30000000

$28,959,972
25000000
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YTD EXPORT VALUE OF HS 7113

20000000

YTD(MAR) 2012
15000000

YTD(MAR) 2013

$14,518,945

$13,438,270

YTD(MAR) 2014

10000000
5000000
0

Item

YTD(MAR) 2012 YTD(MAR) 2013 YTD(MAR) 2014

TOTAL

13,438,270

28,959,972

14,518,945

711319—JEWELRY AND PARTS THEREOF; OF OTH PRECIOUS METAL*

12,745,394

13,049,892

9,914,685

711311—JEWELRY AND PARTS THEREOF; OF SILVER*

599,083

15,860,572

2,543,128

711320—JEWELRY AND PARTS; BASE METAL CLAD W PREC METAL

93,793

49,508

2,061,132

Trade Shows in GERMANY
Name

Date

Link

Description

Jewellery and Gem Fair

March 22-25,
2015

http://www.jgf-europe.com/

The fair is organized by UBM Asia, the
organizer behind the world’s number one
fine jewelry event – the September Hong
Kong Jewellery and Gem Fair at JGF Europe,
buyers can expect to source from 550 quality suppliers from across the globe. A wide
range of quality jewelry and related products, including diamonds, gemstones, pearls,
fine finished jewelry, and packaging, tools &
equipment will be on offer.

Inhorgenta Munich

Fenruary 20-23,
2015

http://www.inhorgenta.com/

A leading international trade show and barometer of trends in affordable luxury. With
almost 30,000 visitors from 80 countries,
the show reached the same level as the
previous year. Around one third of the visitors came from abroad. Among the countries
most strongly represented were Austria,
Italy, Switzerland the Netherlands, the Czech
Republic and Great Britain.

*HTS 711319 (Jewelry and parts thereof; of precious metal excluding silver) made up 68.29% of export value in YTD 2014.
HTS 711311(Jewelry and parts thereof; of silver) made up 17.52% of export value in YTD 2014.
HTS 711320 (Jewelry and parts; base metal clad with precious metal) made up 14.19% of export value in YTD 2014.
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IS RIPPLE
ANOTHER BITCOIN?
Ripple is a new computer system that
increases the speed and ease for money to
be transferred across the world. Ripple is
not a new currency like Bitcoin, but is rather
an internet protocol for monetary transfers
in any currency. Ripple allows one to pay in
dollars and the payee to receive euros.
Banking System
Ripple claims to make international
transactions as easy as an E-Mail. Whereas
Bitcoin transactions can take as much as
much as forty minutes, a Ripple transaction
can be completed in three to five seconds. A
small business will be able to receive payment
from customers in seconds, whereas a credit
card purchase can take up to three days.
Ripple charges are lower than credit card
fees for international transactions and much
faster. For example, it can take up to five days
to transfer money overseas whereas Ripple
transactions take three to five seconds.
Ripple works similarly to Bitcoin in the
creation of a currency XRP. One hundred

billion XRPs were created, but no more can
be created. Also, Ripple’s XRPs cannot be
mined. What the future holds for Ripple we
do not know, but Ripple will be struggling
to make itself known as a new internet
system.
Using the Ripple system, a user can
transfer dollars over Ripple and the other
party can receive euros. Gary Kremen
teaches businesses how to use Ripple
from compliance to customer service. His
Cross CoinVentures mentors start-ups on
how to use Ripple for financing banking
transactions.
Ripple is a global ledger, whereby a process
called consensus allows computers to clear
financial transactions in seconds without
resorting to a central clearing house. This
is the main breakthrough that speeds up
financial transactions. Ripple is an internet
currency which will streamline transactions
and become widespread in a year or two
because it focuses on compliance and
banking transactions.
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RapNet Launches New Android App to Access
the Diamond Market on the Go

R

apNet has just released a new mobile app for Android, following the successful launch of the iPhone app.
The app allows RapNet members to conduct their business
on the go, and stay on top of the market wherever they are. The
app includes advanced searches, saved searches and diamond
tracking. Settings are synced between the app
and the desktop allowing seamless transitions
between mobile and the office.
Saville Stern, Chief Operating Officer of RapNet, says about the Android app: “One of our primary goals is to
meet the needs of our growing mobile membership. This app is
another important step in that direction. We will keep developing and improving our suite of Android and iOS mobile apps to

provide clients with a complete trading solution.”
“I am excited that RapNet will be kicking off 2015 with the
eagerly awaited Android version of our successful RapNet iOS
app,” says Jonny Katz, who manages global operations. “We
have carefully listened to the needs of our RapNet community
and continue to provide essential tools covering the
mobile market.”
The R apNet Android app is available on
Google Play, https://play.google.com/store/apps/
details?id=com.rapnet&hl
iPhone users can download the iOS version at the iTunes Store,
https://itunes.apple.com/us/app/rapnet-rapaport-diamondtrading/id530519916.

Revitalizing Small Business Opportunities for a Stronger City
are not only suffering high monthly costs due to rent, utilities,
and their landlord’s property taxes; they must also pay a unique
tax that is assessed from the sum of those monthly costs. Now
that commercial rents are breaking records, it is far too easy for
small businesses to qualify for this tax. Discussions on how to
make this a fairer tax for Manhattan’s small businesses needs to
begin as soon as possible.
We should make lease negotiations predictable. Far too often we
hear of businesses that lose their space at the end of their lease
and are not even given a chance to renew. Commercial tenants
that are finishing their leases deserve a chance to at least negotiate
a lease renewal. If negotiations are not fruitful for both parties,
then the tenant should be given time to find a new commercial
space to lease.
DCA enforcement plans need further improvements. The Department of Consumer Affairs has committed to reforming itself
and allows businesses to “cure” violations. We would like them
to take their reform a step further and change the nature of the
inspections so that their visits go from punitive to instructive.
There is a need to create a small business-friendly insurance

Time To Make Mobile
Part of E-Retailing
According To Internet Retailer’s 2015
Mobile 500 Survey
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Continued from Page 1

marketplace. While many commercial leases require fire and theft
insurance, other types of coverage like business interruption insurance and flood insurance are not often required—but that doesn’t
make them any less important. Sometimes new business owners
will look to cut costs with cheap plans that offer poor coverage. A
commercial insurance exchange on the state level could allow small
business owners to input important aspects of their business, such
as risk factors, square footage, and approximate value of capital
investment. The exchange would then allow business owners to
shop between the various plans according to monthly cost, coverage level, and any other important decision metric.
Small businesses deserve extra effort to help preserve and
encourage them, as pathways to upward mobility and for the
unique character they provide to their neighborhoods. My office
is committed to doing all we can. Where new laws are needed,
we will introduce legislation to the City Council, or lobby in
Albany; when a small business needs an extra voice with regulators or landlords, we will help provide one. New York has always
been a city of small-business strivers; city government should
strive to help.
In 2013 mobile e-commerce
sales at the 500 largest eretailer merchants grew by 80%
to $84 billion.
Mobile commerce sales now
make up 23% of e-retailing
sales of the 366 U.S. retailers
ranked by the new guide. That
compares to just 11% from two
years ago.
According to comScore Inc.,
almost 20% of online shoppers
exclusively use tablets and
smart phones to shop. They
never utilize desktop computers

to shop. For certain retailers
the percentage of mobile-only
shoppers is much greater (43%
for Target and 29% for Amazon.
com) and growing overall.
Retailer apps are the fastestgrowing segment of e-mobile
commerce, accounting for 42%
of sales on mobile devices.
Mobile commerce is rearranging
how e-retailing is done. For jewelers engaged in e-commerce
now is the time to look at mobile
commerce as a great source
of sales.

Is your insurance broker a “vendor” or a trusted advisor?
Call MJM Global and discover the difference.
We provide superior risk management to manufacturers,
diamond cutters, wholesalers, retailers, trade associations,
contractors and designers in the jewelry industry.
Our team of proven specialists will help you meet today’s
challenges and plan for a secure future.

Proudly representing:
• Jewelers Mutual • XL • Hanover • Berkley
• London and European Markets
• Chubb • Fireman’s Fund • Travelers
and others …

Paul Silverman
Renee Merhige
Jerry Roth
Adrienne Carreras
Matthew Pitnick
25 Rockwood Place, #210 • Englewood, NJ 07631 • 201-720-7700
12550 Biscayne Blvd., #306 • North Miami, FL 33181
www.mjmglobal.com

home to the New york jewelry center
15 floors teeming with fine jewelers, precious stone dealers
and jewelry designers

for rental information contact: KEN KAHN 212-354-0200
kkahn@kenartrealties.com

DIAMOND DISTRICT MONTHLY FEBRUARY 2015 11

Tips for Making your Jewelry Business Web Site
More Prominent in an Online Search

Add your Business to Local Listings
The most popular online business listings now allow you
to create a free profile or listing that will help promote
your business on the Web. These include Google Places*,
YP.com*, Yelp.com*, Yahoo Local*, SuperPages.com*,
and so on. Location-based social networks applications
are also hugely popular and worth listing under- Yelp.
com is in this space as is FourSquare*, Gowalla* and
LivingSocial*.
When you create your listing, be sure to include basic
information about your business including your address,
phone number, URL, hours of operation, and a brief description that clearly defines what your business does.
Use keywords that describe your business in a consistent
manner across your marketing efforts including your
business listings. And remember that key phrases are just
as important as key words; people often search by phrases.
To ensure the geographical accuracy of your listing, you
can often drag and drop the tracker icon to pin your business to the correct point on the map. If your customers
are diverse, you should also consider adding a separate
listing in another language.
Make Your Listing Pop!
Make your listing stand out by adding graphics, videos
and coupons. Sites such as Google Places offer this for
free, so get your logo up there and keep revisiting your
profile to keep offers and other specials up to date.
Encourage Customer Reviews
The power of a good review is critical to the success of
small business. Reviews also keep your listing active and
push it up the rankings. Ask customers and business
partners to submit reviews —it’s usually as simple as
clicking on the listing and clicking ‘Submit a Review’.
Be sure to monitor reviews. While you can’t delete
reviews, try to respond to negative reviews whenever
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possible —you usually have to respond publicly (although Yelp.com permits private responses).
If you think a review is highly inappropriate you can
typically flag it as such. If the host site agrees that it is a
violation of their policies, they are obliged to remove it.
Check and Claim Other Business Listings
If you’ve never searched for your business online, do it
now and do it frequently.
Even if you are listed on certain directories, new ones
are always emerging so it’s a good idea to claim your
listing — before someone else does.
You can do this by searching map-based engines such
as Google Maps, Yahoo Maps, Bing Maps, Yelp.com,
Local.com, and so on. Search for key words and phrases
that describe your business and its location (zip and
city). If you find your name appearing in listings that
you weren’t aware of you can usually find a ‘Are you
the business owner’? — or ‘Claim your business’ listing
— button which will allow you to edit your company’s
information.
Track and Measure Results
Keep an eye on how you rank in listings. Use unique
codes to gauge the effectiveness of your listing-based
promotions, and always ask customers how they found
you (particularly easy if your first point of contact with
your customers is over the phone).
You can also monitor the performance of your listing.
Google Places and Yelp.com for example both offer basic
analytics that let you track how many users see your
business listing as a local search result (impressions)
and how many times your listing was clicked on.
For more detailed results, use Web analytics tools to
measure how many people are coming to your Web site
as a result of your online listings. The referral report will
tell you the source of your traffic.

Laser Welders: How to
Buy the Right Machine
and Make the Most of It
By Elisabeth Beller

L

aser welders create permanent bonds that are typically clean,
oxidation-free, and require minimal cleanup. Most models
include a microscope with built-in eye protection, digital user
interfaces, and preprogrammed and responsive settings. There
are many user- and manufacturer-defined features for different applications (laser beam diameter, depth, pulse speed and
shape, etc.). Some laser welders also offer a tack-welding mode.
Two types of models are generally available: desktop models designed to sit on a table or bench, and standup models
that are often on wheels so they can be easily moved around.
Desktop models generate a little less power than standup ones,
says Gary Paresky, sales manager of Rofin-Baasel in Devens,
Massachusetts. And according to Henry Barney, owner of B&D
Sales in Cranston, Rhode Island, standup floor models hold
more water and have larger fans and heat exchangers, “but in
terms of welding, they’re essentially the same.”
How they work: Laser welders rely on a beam of photon light
energy (created by a flash lamp and a crystal) that is concentrated enough to become a heat source. A glass lens within
the machine protects the laser optic from anything that might
bounce back from the surface of the piece. Water reservoirs
help cool the lamp. To protect the workpieces, a cover gas such
as argon (the most commonly used), nitrogen, or helium is
required for welding titanium (which cannot be welded in the
presence of oxygen), and is also strongly recommended when
welding stainless steel, white gold, and palladium.
Most suitable uses: Laser welders provide high-quality
welds for ring resizing, filling porosity, adding metal, prong
re-tipping and repair, joining earring posts, seaming and attaching bezels, repairing chains, closing jump rings, making
complex repairs on antiques, and more. Like pulse arc welders, lasers can be used near gemstones and other vulnerable
materials and joints because the heat stays local to the weld
point. However, it is good practice to protect stones with
hand cream or toothpaste; the water content can help diffuse
the energy. “You don’t want to use whiteout or clay because
it melts, gets messy, and becomes more difficult to remove,”
says Paresky. “You want to use something you can put in an

ultrasonic or steamer and easily clean off.” If in direct contact
with a gemstone, a laser could do damage; however, precise
control over laser placement (for example, by using the crosshairs on the microscope) minimizes the risk of accidentally
hitting a stone.
Lasers are also good for getting into tight spaces. “If I can
see it, I can weld it,” says Phillip Scott, a technical support
specialist at Rio Grande in Albuquerque, New Mexico. “With
the laser, you only need a pinpoint opening to get the laser
beam down into a very, very tiny space,” agrees Gary Dawson,
owner of Gary Dawson Designs in Eugene, Oregon.
Lasers are also noted for exceling at smoothing the surface
of a piece. This is accomplished by widening the laser beam
diameter (without changing the voltage); the wider, shallower
beam has much less depth than the welding beam and allows
the smoothing of the surface—becoming, in effect, a file. It will
still be necessary to finish the piece. In addition, lasers can be
used to create a hammered finish by changing the diameter
of the beam and making power adjustments.
Least suitable uses: Silver can be challenging to weld with a
laser. The metal is highly reflective so laser light is more prone
to bounce off the surface of the metal than to penetrate it.
However, it is still possible to do. Some users find success by
using a more powerful laser beam than what they normally
use on other metals. James Gervais, president and COO of
LaserStar Technologies in Riverside, Rhode Island, also
recommends other workarounds such as minimizing silver’s
reflective properties by using an emery brush to dull the surface or a Sharpie to darken it, giving the piece a matte finish.
Training: Laser welder manufacturers/distributors offer
some or all of the following: manuals, online video, tech
support, and classes on- or offsite. Some charge a fee; others
don’t. Paresky characterizes the learning curve as a quick one.
And Gervais says that in addition to training, practice is key.
“Most people are quite proficient after 30 to 40 hours,” he says.
Safety: All laser devices are regulated by the FDA’s Center for
Devices and Radiological Health division. “We have to adhere
to a list of performance standards and a quality assurance
Continued on next page
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Laser Welders: How to Buy the Right Machine and Make the Most of It
safety sheet,” says Gervais. Eye safety is extremely important
with lasers. Looking at laser light can, in the worst case, cause
blindness. Some laser welders have a mechanical shutter
and others, an LCD shutter that goes dark and immediately
brightens again. Paresky recommends that when considering
a purchase, buyers look at the hand openings to be sure they
protect against light leakage. As for injuring your hands, he
says, “Laser feels like a pin prick for most metals (200-230
volts), but if you were to turn it up to the setting you’d use for
silver (300 volts), you would remember that hit!”
Price: Most desktop and standup model laser welders range
in price from $13,000 to $35,000.
Extra costs and consumables: Filler wire price is variable,
depending on the alloy you’re using. A flashlamp ($250 to
$500) can last anywhere from four months to 10 years (the
average is more likely one to three years), depending on usage
(silversmiths need to replace the flashlamp more frequently
because they need to use more power to overcome silver’s
reflectivity). Clean the glass lens protecting the optics once
a month and expect to replace it once a year when it can no
longer be cleaned and affects laser quality ($75). Deionized
coolant water should be replaced every three to four months

Continued from Page 13

unless the welder has a deionizing filter (in which case water
replacement is only once a year). Water filters should be replaced once a year ($120 to $300) as should air filters ($125 to
$300). If argon cover gas is used, Paresky says, a 5-foot tank
should last about four months at a price of $100. In general,
laser welders can last 15 or more years, if you don’t neglect
it, says Gervais.
This article excerpt is from “Come Together,” a comparison of jewelry-welding technologies that appeared in the
February 2015 issue of MJSA Journal.
Related seminar sessions will take place during the “MJSA
Journal Live” program at MJSA Expo New York, which
runs March 8-10 at the Hilton New York. All sessions are
free of charge. Copies of the full article will be available.
For more information or to register for the show, go to
MJSA.org, or call 1-800-444-MJSA (6572).
MJSA is the U.S. trade association for jewelry makers, designers, and related suppliers. Through the collective strength of
its community, MJSA members find the support, expertise,
and resources needed to achieve professional excellence.

ה”ב
Radio City Synagogue
Chabad of the Diamond District
Times for Prayer and Torah Study
(Monday-Thursday)
12:40p.m Mincha 1:00
followed by Daf Yomi Shiur
1:45p.m. Mincha
followed by Chassidus and Musar
4:15/4:45p.m Mincha/Maariv
followed byTanya Shiur

30 W 47th Street, suite 305
Every Wednesday at 2:00p.m
“Lunch and Learn” Shiur on the Parsha
For more info:
347-415-2271 or 612-968-1229
or email rabbi@chabad47.com
www.chabad47.com
A Division of Chabad Lubavitch
of Midtown Manhattan
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If you haven’t been to Expo NY lately
make this THE year you do!
•
•
•
•

Discover the Latest Low-Cost 3-D Printers
Meet Reliable and Cost-Effective Contractors
Find Time-Saving Tools & Technologies
Boost Sales & Increase Returns

Attend FREE Expert Education Seminars!
•
•
•
•
•

Buying and Selling Gemstones
Pricing and Selling Bench and Custom Work
At the Bench Live: Setting at Sharp Angles
Understanding Gem Enhancements
How to Market Smarter

And don’t miss a special keynote presentation:
“The Cyborg Consumer: Frem Wearable Tech to 3-D Printing”
with Ben Smithee

Register for FREE
today at
MJSA.ORG/EXPONY
MJSA EXPO NY: PROFESSIONAL EXCELLENCE IN JEWELRY MAKING & DESIGN

