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47th St. BID & New York State Energy Research and
Development Agency (NYSERDA) Seminar

T

he 47th Street Business Improvement District
sponsored a seminar for Diamond District property owners and managers where the New York State
Energy Research and Development Authority (NY19

CHP Can Run During a Grid Outage

Transition from “grid-parallel” to “stand-alone” operation:
• Manual “break-before-make” configuration
• Automatic “break-before-make” configuration
• Automatic seamless “flicker-free” configuration

SERDA) gave a presentation on co-generation the use
of a system that supplies both heat and electricity to
a building. This free educational seminar featured
Dana L. Levy, the Program Manager of NYSERDA,
who was introduced by Michael Grumet, BID Executive Director.
Mr. Levy explained how a Combined Heat and Power
(CHP) system can generate electricity needed to keep
a building running when the power grid goes down in
the face of a storm like Superstorm Sandy. CHP can
generate electricity every day of the year and save
money which would go into operating the old oil-based
systems.
Mr. Levy explained that building owners can qualify
for NYSERDA’s $60 million dollars of funding available to help underwrite the cost of CHP conversion
Continued on page 10

Diamond District Alert: Contribute to a 529 College Savings Account
and Deduct Up to $10,000 From Your State Taxes
Applicable to Contributions Made by December 31, 2015
NY State Comptroller Thomas DiNapoli

N

ew York State Comptroller Thomas
P. DiNapoli today reminded the
Diamond District Community that
contributions to a New York State 529
College Savings Program account are
tax deductible. New York’s 529 College
Savings Program, an investment tool
designed to help parents save for college,
ranks among the best in the nation, and
New York is one of a handful of states that
offer state tax relief.
Contributions made by December 31,
2015 can provide up to $10,000 in state
tax deductions on 2015 tax filings. Parents
have paid for more than $916 million
in college-related expenses through the
program since January.

“New York’s 529 College Savings Program can help you give the gift of higher
education. Our program consistently
ranks among the best and offers tax deductions for parents and loved ones who
want to get a head start on saving for
college. It’s never too early or too late
to lay a foundation for a child’s future. I
urge New Yorkers to consider investing
in a 529 College Savings account today.”
New York residents can deduct annual
contributions made to their 529 College Savings Program accounts on 2015
income tax returns if they are made by
December 31, 2015. New York State taxpayers who are already account owners

Continued on page 10

NY State Comptroller Thomas DiNapoli
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Legislative Update

NYC Transit Ordinance
Intro 295-A/Affordable Transit Act
What is the NYC Transit Ordinance?
Intro 295-A also known as The NYC Transit Ordinance, or the Affordable Transit Act was
signed into law on October 20, 2014 by Mayor De Blasio. It is a transit benefit ordinance
which requires New York City businesses with 20 or more full-time employees to offer
pre-tax transit benefits to their staff. The goal of the law was to promote the use of New
York City public transportation system by making it more affordable.
Who is considered a full-time employee?
According to Section 1. Title 20 of the Administrative Code of the City of New York, “fulltime employees” are defined as working an average of 30 hours or more per week.
When will this law go into effect?
The NYC Transit Ordinance will become effective on January 1, 2016. However, businesses
will all have a six-month grace period to become compliant. Any business which doesn’t
comply by July 1, 2016, will be subject to a civil penalty. If cited and found in violation of
the Ordinance, employers will then have 90 days to get in compliance before any financial
penalties are imposed.
What is the penalty for failing to comply?
Penalties for a first violation will range between $100 and $250. Any subsequent violations
will cost $250.
Employers have 90 days to fix violations before penalties are
imposed? How does that work?
If a company is fined for failing to comply with the NYC Ordinance, it will have 90 days
to get in compliance in order to avoid the penalty.
What happens if a company doesn’t comply within that 90-day
window?
Any company that doesn’t get in compliance during the 90-day violation window will be
charged with a “subsequent” violation and will have to pay an additional $250 penalty every
30 days until compliance is met.
How will the NYC Transit Ordinance be enforced?
The New York City Department of Consumer Affairs will be in charge of enforcing this law.

DIAMOND DISTRICT MONTHLY
580 5th Avenue, Suite 323
New York, NY 10036

Michael Grumet, Publisher
michaelgrumet@diamonddistrict.org
O.O. Barrett, Editor
Natalia Cheviakova, Administrative Director
info@diamonddistrict.org
Bernard Rapaport, Advertising Sales
adsales@diamonddistrict.org
P: 212-302-5690 F:212-302-7835
Michael Mitchell, Art Director
design@diamonddistrict.org
The Diamond District Monthly is
published monthly by the 47th Street
Business Improvement District.

DIAMOND DISTRICT MONTHLY APRIL 2015 3

Jewelers Security Alliance
Annual Crime Report
Smash and Grab Jewelry Robberies Soar,
But Arrests at All Time High

J

ewelers’ Security Alliance released its 2014 Annual Crime Report covering crime against the jewelry industry in the U.S. The total number of
crimes against the industry decreased from 1,414 in 2013 to 1,381 in 2014,
a decrease of 2.3%. Total dollar losses, however, rose from $66.5 million
in 2013 to $77.8 million in 2014, an increase of 17%.
The increase resulted from a doubling of smash and grab robberies,
and increases in high-dollar burglaries, and from off-premises crimes
which rose from historic lows. In contrast, there was a significant decline
in lower dollar grab and runs, and three minute burglaries.
Highlights from the Report included the following:
Smash and grab robberies increased from 62 in 2013 to 110 in 2014, a 77.4%
increase, resulting in major losses of high-end watches and diamonds.
Arrests by law enforcement soared from 422 in 2013 to 694 in 2014, an
increase of 64.5%. This was due to intense work and cooperation by the FBI
and local police in investigating major gangs operating throughout the U.S.,
including continuing investigations of crimes committed in prior years.
By far the main scene of crimes against the jewelry industry was in malls,
with 515 crimes, followed by stand-alone stores with 292, strip centers
with 248, downtown shops with 127, and a variety of sites including office
buildings, hotels and other locations making up the rest.
There were 279 robberies reported to the JSA in 2014, that is crimes
in which force or fear was used. However, because smash and grab robbers used sledgehammers to carry out their crimes, the number of guns
displayed in robberies declined from 65% of the time in 2013, to 36.5%
of the time in 2014.
Grab and run thefts declined from 476 in 2013 to 337 in 2014, and three
minute burglaries declined from 233 in 2013 to 157 in 2014.
John Kennedy, President of JSA, said, “Smash and grab robberies have
been the #1 threat to the jewelry industry for the past 18 months, but the
FBI and local law enforcement agencies are aggressively going after the
criminal gangs that carry out these crimes, and have already identified,
indicted or arrested many suspects. These smash and grab robberies
resulted in large losses of high-end watches and diamonds which was a
main driver of 2014’s statistics.”
Kennedy continued, “Despite one-year dollar increases in crime losses,
the long term trend in jewelry crime is still firmly down. Dollar losses on
an inflation adjusted basis have declined 42.9% since 2004. Jewelers are
taking stronger security measures, much more crime information is being
shared regarding suspects and methods, and law enforcement is far more
active and effective.”
The full report is available on the JSA website noted below.
FOR FURTHER INFORMATION CONTACT:
John J. Kennedy, President
Jewelers’ Security Alliance
6 East 45th Street (#1305), New York, NY 10017 USA
212-687-0328 or 1-800-537-0067
jsa2@jewelerssecurity.org
www.jewelerssecurity.org / www.stolenjewelry.org
The Jewelers’ Security Alliance (JSA) is a non-profit trade association providing crime
prevention information and services to the jewelry industry. JSA, founded in 1883,
has 21,000 member locations and works closely with the FBI and law enforcement
agencies throughout the U.S.
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Executive Committee
Harvey Nagin – Nagin Jewelry
President
Steven Grauer – Gold Art 18 KT LLC
Chairman
Michael Toback – Myron Toback Inc.
Vice Chairman
Dennis Marlow – Solitaire Creations
Secretary
Robert Hadi – ABS Partners Real Estate, LLC
Treasurer
Richard Winick – Manny Winick & Son
Ken Kahn – KenArt Realties
Richard Friedman – I. Friedman & Sons
Ronnie VanderLinden – Diamex Inc.
Jeffrey Mordekai – Petra Jewelers  
Board Members
S. David Belsky – S.D.Belsky Associates
Chair Audit Committee
Jay Holzer – Dyckmans
Chris Ipek – Altin Realty
Raizy Haas – Extell Development Corp.
Lucy Orozco – Valley National Bank
Matt Selig – Leo Ingwer
John Kocak – Unique Settings
Yale Zoland – Zoland’s
Danielle Azeroual – Premier Realty
Adnan Aydin - Futurama Jewelry Exchange
Jack Elo – The Elo Group
Moris Yero Shalmi – ABC
Marc Beznicki – Kingmark Jewelers
Alon Mor – Mor Diamonds
Jules Fleischer – Jewelry by Alexander
Sammy Abramov – AA Pearl
Michael Oistacher – Manhattan Gold & Silver
Isaac Chetrit – Yadidi Group
Sunny Yung – Central Management Corp.
Memhet Gulay – City Property Development
Adam Abramson – Abramson Brothers
Bill de Blasio – Mayor
Scott Stringer – New York City Comptroller
Gale Brewer – Manhattan Borough President
Daniel Garodnick – Council Member
John Glaister – Resident
Reuven Kaufman – Diamond Dealers Club
STAFF
Michael Grumet – Executive Director
Natalia Cheviakova – Administrator Director

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
Mar 23-27
Apr 20-24
May 11-15
Jun 1-5

Jun 22-26
Jul 6-10
Aug 17-21
Sep 14-18

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

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
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Fine
Jewelry
Market

Australia

Country Overview
Australia has a GDP per capita of $43,000 (2013 est.) with a GDP(PPP)
of $998.3 billion (2013 est.). Australia has established a bilateral
Free-Trade Agreement with the U.S. and has an economy which
has experienced nearly continuous growth within the past decade.
U.S. jewelry exports saw positive growth in the export value of gold
based jewelry, which make up approximately 78.96% of export

value, as well as silver based jewelry, which makes up approximately
16.43% of U.S. jewelry export value to Australia. Although gold
based jewelry appears to have a larger market in Australia, silver
based jewelry grew over 3,000% from 2012 to 2013 and should be
a closely watched product market in the future.

2012 to 2013

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

38

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

34

711311—JEWELRY AND PARTS THEREOF; OF SILVER*

3,255

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

-20

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

Rate

2010

0.919691

2011
2012

1.033853
1.035937

2013

0.967915

2014

0.918824

Exchange Rate

1.06

1.02

AUSTRALIAN DOLLAR/US DOLLAR

0.98

0.94

0.90

2010

2011

2012

2013

2014

*HTS 711319 (Jewelry and parts thereof; of precious metal excluding silver) made up 78.96% of export value in YTD 2014.
HTS 711311(Jewelry and parts thereof; of silver) made up 16.43% of export value in YTD 2014.

Dollars

35,000,000
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30,000,000
$28,241,079

$31,715,143

Exchange Ra

AUSTRALIAN DOLLAR/US DOLLAR

0.98

0.94
Fine
Jewelry
Market
0.90

Australia
2010

2011

2012

2013

2014

Value in thousands of US Dollars

35,000,000
$31,715,143

30,000,000
$28,241,079

25,000,000

$23,844,842

YTD EXPORT VALUE OF HS 7113
YTD(MAR) 2012

20,000,000

YTD(MAR) 2013

15,000,000

YTD(MAR) 2014

10,000,000
5,000,000
0

YTD Export Value of HS 7113
Item

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

TOTAL

23,844,842

28,241,079

31,715,143

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

22,442,028

27,153,225

25,041,190

711311—JEWELRY AND PARTS THEREOF; OF SILVER*

43,948

58,089

5,213,091

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

1,358,866

1,029,765

1,460,862

Item

2012

2013

2014

TOTAL

83,548,987

97,834,801

134,788,122

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

79,479,753

90,191,995

121,190,240

711311—JEWELRY AND PARTS THEREOF; OF SILVER*

448,722

228,615

7,670,140

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

3,620,512

7,414,191

5,927,742

Annual Export Value of HS 7113

Trade Shows in Australia
Name

Date

Link

Description

International
Jewellery Fair

August 21-September 2, 2014 http://jewelleryfair.com.au/Sydney/

The Fair is exclusively open to trade
buyers of jewellery products, purchasing in trade volumes.

*HTS 711319 (Jewelry and parts thereof; of precious metal excluding silver) made up 78.96% of export value in YTD 2014.
HTS 711311(Jewelry and parts thereof; of silver) made up 16.43% of export value in YTD 2014.
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Outlook for Gold Prices World-Wide

F

or a second year in a row gold prices have reached
a four year low of $1,180/oz. This is due in part to
a resurgent United States economy. Gold is less seen
by investors as a store of wealth and this has had a
negative effect on the price of gold. Gold holdings of
investment funds fell 11% at the start of 2014 which
followed a 41% fall in 2013.
Buying of gold by China’s central bank may lead to
an increase in price of gold. Gold will likely remain
at current levels because production of gold is equal
to demand. If prices do fall significantly then mines
may be closed to put upward pressure on gold prices.
India and China both continue to be a great driver

of demand for gold. South Africa produced about 5
million ounces in 2014 which is 6% of global output.
Ghana is Africa’s second largest producer, with major
activity occurring in the Ashanti gold belt by Newmont
Mining. Investment of $295 million in the Obotan
mine in 2014 is estimated to produce from 200,000
to 400,000 oz in 2016.
Cote d’Ivoire estimates that its Tongon mine will
produce 260,000 oz of gold. The company’s Kibali
mine will produce 650,000 oz per year for the next
10 years at a total cost of $692/oz. Kibali is a $2.5bn
joint venture between AngloGold Ashanti and state
miner Sokimo.

2nd India Diamond Week at The Diamond
Dealers Club of New York

T

he Diamond Dealers Club
(DDC) of New York welcomed
hundreds of diamantaires after the
holiday season to participate in its
second edition of India Diamond
Week.“When we introduced India
Diamond Week in August, we discovered a true gem for our diamond
dealers. It’s important to build
on that momentum by providing
shows like this for our members
and participants,” said Reuven
Kaufman, DDC President.
In conjunction with the Gem &
Jewellery Export Promotion Council (GJEPC), the Diamond Dealers
Club hosted over 70 exhibitors
comprised of India-based companies, and DDC members and companies. As a first-time participant,
Chirag Kakadia, Director, Sheetal
Manufacturing Company Pvt. Ltd.,
saw the benefits. “It’s been fantastic
for us,” said Kakadia. “As companies
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DDC President Reuven Kaufman

without a presence in the United
States, it’s a great gateway to enter
into the marketplace.” He said this
platform offers a way to get connected. “DDC has cooked the food
for us. All that matters now is how
we eat it.”
Another first-time India Diamond
Week participant, Chetan M. Javeri
of Chetan M. Javeri based in India,

said he’s happy with the experience.
“I think this is a boost for business,
and that we will have a positive season ahead.” Alpesh Ahir of Bhavani
Gems Pvt. Ltd. said, “This is my
second India Diamond Week at the
DDC. This time I’m able to pick up
where I left off a few months ago, and
make more sales while seeing familiar faces. This is a good platform
because it gives all the diamond
manufacturers an opportunity to
come and explore the market.”
A member of the DDC for 39
years, Izhak Grum of LLD USA,
Inc. described how these shows
make an impact on business. “If
you meet more people, you’ll
make more sales. That’s what
shows are all about.” To learn
about future shows please contact
the DDC office at 212-790-3600
or visit www.nyddc.com for more
information.

w h at ’ s yo u r

BUSINESS WORTH?
We understand that it’s much more than diamonds,
gemstones, finished goods, and business assets.
It’s also your passion for what you do and the relationships you’ve built.
We understand the value of your business. Protect it.
JewelersMutual.com | 800-558-6411

FOR ALL ITS WORTH

Share Your Experience as an Entrepreneur in NYC
How can we help you start, operate, or grow your business?
The City is conducting a comprehensive study on the state of entrepreneurship in New York City
to identify the unique opportunities and challenges entrepreneurs face and how the City can help.
Please share your experiences through our survey and help us design meaningful and responsive
services that will help you start, operate, and grow your business in New York City.
The survey, which will be closing on April 31, takes roughly 10-15 minutes to complete. It is available in seven languages and can be accessed via all mobile platforms. Three lucky participants who
complete the survey will be eligible to win a 16GB iPad Air!

Take The Survey:

http://www1.nyc.gov/site/wenyc/survey/survey.page
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NYSERDA Seminar
Building owners, managers
and other interested parties
are invited to speak with CHP
vendors, NYSERDA staff and US
Department of Energy personnel
about the products and services
available to capture significant
energy savings and improve the
resiliency of their buildings.
NYSERDA will supply contact
information for vendors who will
come in and do a free energy audit
of a property and give property
owners advice on how to proceed
with conversion to a CHP system.
Achi Adamit, Senior Property
Manager at 20 West 47th Street
had this to say about the seminar.
“The information presented was
eye opening. It has gotten us to
examine the possibility of converting our property to using a
CHP system.”
Jeffrey Mordekai, a board member of 62 West 47th Street also
attended the event. “Based on the
information given converting to
CHP system is a no brainer. You
make back the initial investment
in such a short amount of time.”
Please contact Dana L. Levy of
NYSERDA to get started with a
CHP system. He can be reached
by phone at 518-862-1090 x3377

24

CHP is in Use in All Types of Buildings
http://www.eea-inc.com/chpdata/

programs. The CHP program is
aimed at medium to large buildings which have a $5,000 monthly
electric bill or higher. In contrast
to CHP, the separate heat and
power systems that currently are
employed by most older buildings
are wasteful because they do not
capture the heat generated by the
separate system and are more
expensive to operate.
Property owners can heat their
buildings and create a backup
system to generate electricity by installing a small natural gas powered
plant. The building’s generator can
run on cruise control and only supply the needed electricity when it
is required. Producing electricity
from a building’s generator is in
most instances cheaper than buying it from the grid.
NYSERDA is currently offering
financial incentives to support
building owners who install
Combined Heat and Power (CHP)
systems fueled by natural gas.
NYSERDA will refer customers
interested in CHP to certified and
approved vendors with expertise
in installation and conversion.
These vendors will work directly
with owners to develop and install
CHP systems which will reduce
energy costs.

Continued from Page 1

517 Installations in NYS

26

CHP is in Use in All Types of Buildings
http://chp.nyserda.ny.gov

CHP-compatible building-types should have:
•

significant annual energy consumption for both electricity and heat

•

many hours per year for “coincident” need of electricity and heat, and

•

electric & thermal distribution infrastructure

•

conducted a “building tune-up” prior to CHP
-- NYSERDA/ConEd can fund study and implementation of tune-up
34

CHP: Small, Medium, and Large

Something for practically every need:
• Small, Medium, and Large sizes.
• Engines, Microturbines, Steam Turbines, Combustion Gas Turbines, etc.
• Heating, Heating and Cooling, Hot Air, Hot Water, Steam, etc.
• Single Unit, Multiple Units, Redundancy.

NY State Comptroller Thomas DiNapoli
can contribute and deduct up to $5,000
from their New York State taxable income,
and married couples filing jointly can
deduct up to $10,000 each year.
New York’s 529 College Savings Program began in 1997 and is overseen in
partnership by DiNapoli’s office and
the New York State Higher Education
Services Corporation. Parents can use
the program to save money to help cover
qualified higher educational costs including tuition, certain room-and-board expenses, books and supplies. The program
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offers two plans that individuals can enroll
in, the Direct Plan and the Advisor Plan.
The Direct Plan offers a broad array of
investment options, including three agebased investment options that automatically rebalance the assets in the portfolio
to become more conservative as the child
approaches college age. There are more
than 659,000 Direct Plan accounts valued
at $16.6 billion. Since January, New York’s
529 Program has paid out more than $774
million for college-related expenses to
New York Direct Plan account holders.

Continued from Page 1

The Advisor Plan offers the option to
select individual portfolios by assembling
a customized portfolio using 16 individual investment options. There are over
168,000 Advisor Plan accounts valued at
$3.4 billion. Since January, New York’s
529 Program has paid out more than $142
million for college-related expenses to
New York Advisor Plan account holders.
For more information about New York
State’s 529 College Savings Program, visit:
http://www.osc.state.ny.us/college/
index.htm

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
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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

GIA

is offering more than 125 scholarships worldwide
for its Fall 2015 Gemology and Jewelry Manufacturing
Arts programs, courses and lab classes. This semi-annual
scholarship cycle, totaling approximately $588,000,
aligns with GIA’s goals of providing quality education
in gemology and jewelry to the trade and aspiring professionals. The Institute is accepting applications now
through April 30 on its website at http://www.gia.edu/
scholarships.

scholarships

Scholarships are available for distance education eLearning courses and for classes at the Institute’s campuses
in Bangkok, Carlsbad, Hong Kong, London, Mumbai,
New York and Taiwan; and at the GIA branch in Dubai.
Sponsored by private donors and the GIA endowment
fund, the scholarships supplement GIA’s wider scope
of offerings.
For more information, call (760) 603-4131
or email scholarship@gia.edu.
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Essential Rules for Building Your Business
with Social Media

I

s your small business using social media? Is it working for you?
Have you tried it, but are not convinced of its effectiveness?
According to Marketing TechBlog, social media is the top
online activity in the U.S., it also has a huge influence on consumer buying decisions. Forty-six percent of web users look
towards social media when making a purchase, while 8 out of
10 small/medium businesses (SMBs) report that they are using
social media to drive growth.
Social media is clearly a proven channel for helping small
business find and convert prospects – but it takes time and
effort. Small businesses need to find ways to connect, engage
and drive actions.
If you’re looking for ideas to kick start or continue building
your business using social media, here are six golden rules that
can help.

Integrate your marketing channels

How do you get found on Twitter, Facebook or any social media
platform? Well, it starts by prompting people with visual clues
throughout your marketing channels, most notably your website.
Ways to do this include:
• Adding “Follow” buttons on your static website banners
• Add social share buttons alongside content that you want
to promote such as blogs or events
• Embed a feed on your site
• Don’t forget your emails, business cards, store signage
and other channels
• Plan your content
What should you post about? Well, what do your followers
respond to best? This will vary greatly from business to business
and takes time to gauge. But as a general rule people, follow
brands on social media for the following top five reasons:
1. To get promotions and discounts
2. For the latest product information
3. Customer service (feedback, complaints, queries)
4. Entertaining content
5. The ability to offer feedback
This doesn’t mean you should spend your time using social
media for promotions, instead strive for balance. Try to apply
an 80/20 rule – 80 percent of your posts should focus on driving interactions while 20 percent of your posts can incorporate
direct offers.
One of the easiest ways to do this is to scope out the week in
advance, for example:
• Mondays – Offer an exclusive promotion that’s only available to your social media followers and is redeemable
with a unique code.

•
•
•
•

Tuesdays – Give a behind-the-scenes look at your business or focus on your people.
Wednesdays – Create a series of helpful tips (link back
to your blog to expand on the details).
Thursdays – Focus on your customers, whether it’s responding to questions or highlighting a positive review.
Fridays – Feature industry experts or news. Retweet
content, share articles or pin images that are relevant to
your business.

Use photos, videos and other rich media

A visual is worth a thousand words. Look for ways to integrate
images and rich media content into your social media posts.
Using rich media like YouTube videos, memes, photos, and
infographics can double engagement.

Engage your audience

If you are posting interesting content, engagement will follow
naturally. However, there are a few things you can do to encourage these relationships – listen to fans, chime in when you think
you can add something, respond to comments, open the doors
to shared experiences/needs, offer exclusive content (offers,
downloads, etc.), encourage fans to share photos and experiences
and always communicate authentically. Think of social media
as a form of conversation – it’s a two-way dialog. If you’re not
prepared to listen to what is being said to you, about you, or
with you, then you simply aren’t “being social.”
It takes time to figure out what works. For example, you might
think about using polls and surveys to engage with followers,
but if you are still growing your network, you might not get the
right results – yet. So, keep trying new things until you find a
sweet spot.

Treat social media as a customer service tool

Customer service is a very important aspect of social media. Be
prepared to monitor and respond to questions and complaints,
make a point of recording feedback and sharing it with whoever
owns that aspect of your business.

Measure

Don’t forget to measure the impact of your social media efforts.
Use third party apps or Facebook’s Insights tool to monitor clickthrough rates. Compare these across posts to see if there’s a trend
as to the type of content that’s popular. Measure engagement by
tracking how many likes and shares your posts get (measured
by Facebook as “reach”). Use this data to inform and adjust your
content strategy.
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Insurance for Bitcoin Owners

U

sers of the digital currency
Bitcoin now can place them in
a storage facility which has insurance underwritten by the insurer,
Lloyd’s of London. The service is
called Elliptic Vault. This is enabled
by the placement of the insured
Bitcoins in a secure location with an
offline server which stores privately
encrypted keys to the Bitcoins.
Tom Robinson, a co-founder of,
Elliptic Vaults, in an interview with
the British Broadcasting Corporation (BBC) stated that storage of
Bitcoins in a secure location was
a problem for Bitcoin users that
had finally been solved. Lloyd’s of
London, has agreed to insure the
Bitcoins as long as they are placed

in “deep cold storage.” This is essential because once a transaction
is made using the virtual currency
it is irreversible. Bitcoins cannot
be retrieved if they are lost. James
Howells, of Wales, made headline

news this past year when he lost
more than $6 million worth of the
virtual currency after throwing
away a computer hard drive that
he had forgotten containing his
Bitcoins.

IRA Rollovers –The 60 Day Rule

O

wners of individual retirement accounts as of
January 1, 2015 can do only one 60-day rollover
per calendar year for all of their IRA’s. This rule applies
to traditional as well as Roth IRA’s. The one-year period
is calculated from the first rollover. If a second rollover
occurs within the one-year period, the distribution
will be taxable and subject to a 10% early withdrawal
penalty if the client is under 59 1/2.
If the client makes a second rollover, the problem
cannot be fixed, and the IRA will be terminated if the
client made an entire IRA balance transfer.
The rule is quite rigorous and will result in a 6%
penalty for each year the offending rollover stays in
the account.
There are two ways to transfer an IRA from one account to another: to wit, directly or indirectly. A direct
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transfer –also called a trustee-to trustee transfer- occurs when the money is transferred from one IRA to
another without the client receiving any part of the
proceeds of the IRA. One should always use the direct
method because it is not subject to the 60 day rule.
As for the indirect method, the client gets a check
from their IRA made out to them personally and the
client then has 60 days to deposit the check into another IRA. The indirect transfer should be avoided
because the 60 day rule is enforced rigorously.
The 60 day rule applies to all IRA’s, not to each one
separately.
The rule does not apply to transfers from retirement
plans such as 401(k)s or 403(b)s to IRA’s. Rollovers
from IRA’s to Roth IRA’s are also exempt from the
60-day rule.
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