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People in the industry who know 
and love Mary Harger - Retail Jewelers 

Organization’s longtime Director of Vendor Services - are 
finding it bittersweet to send her into retirement.

Mary herself is a little uncomfortable with all of the 
attention. “I was just doing my job,” she says. “So many 
memories and fun things happened in our office over the 
years.

“When a new team member is brought on board, we 
invite them in around 3:00 pm on their first day to review 
and complete the hiring paperwork. The new hire is then 
given an employee handbook, which we review together 
page by page. Within that handbook is our general store 
policies and procedures. We go through the daily store 
closing procedures, as that is their first task at the end of 
the shortened hiring day. The employee is given positive 

RJO’s Mary Harger heads into retirement 
with a wealth of wonderful wishes

“I want everyone to know, I have worked with the best 
team of women anyone could ask for. We are a family; we 
are friends; we watch out for each other. You don’t get that 
everywhere you work. Twelve women have kept RJO going 
on an everyday basis; leadership committees have support-
ed them and made them feel they have worth. You can’t ask 
for much more.

“I never want anyone to say to those who have taken 
over my jobs, ‘Mary didn’t do it that way.’ These women 
are smart, and I told them to make these jobs their own. I 
didn’t have a teacher; I had to muddle through and figure 
it out, and now they have the base to work from. They will 
find easier and better ways to do things with all the tech-
nology we now have available.”

Mary says she believes her greatest accomplishment 
is simply staying at RJO for 28-plus years, “learning all the 
technology which became so essential to daily operations.”

Developing reports and programs to make things 
easier has been an important task. “We hand-posted all 
accounts when I started,” Mary says. “Information to the 
vendors and retail members was mailed; now everything is 
done on the computer. Members can access and pay their 
accounts on our website. We can get information out in a 
matter of minutes and reach over 200 vendors and over 
1,000 retail stores. When I started, we had approximately 
90 vendors and 239 retail members.”

Asked how her personality and background have 
been a good fit for the job, Mary says she’s a stickler for  

By Liz Pinson

Retailer
Roundtable

Q:  What is your store’s procedure for
training salespeople?

Jillian Hornik, CG, Partner/Sales Manager
Jae’s Jewelers

Coral Gables, FL
After over 28 years, Mary Harger is retiring from RJO.

Please see Roundtable page 28

Please see Harger page 24

Retirement can go 
one of two ways. A life-

long job is put to rest and leisure is pur-
sued. Or, a person gets a second chance 
to explore another career path that keeps 
the brain and body limber for a number 
of years. Pat Coughlin, vice president of 
Coughlin Jewelers, chose the latter.  

After a lifelong career as a retail jew-
eler, Pat decided to bring his 4ever2 ring 
design to market. It wasn’t a lifelong pur-
suit to create his ring design. In all hon-
esty, Pat will be the first to admit the ring 
design happened and evolved quite by ac-
cident. But it wasn’t just Pat’s tinkering at 
the bench that got the idea of bringing two 
bands together in a single ring. It was his 
observation of societal changes that gave 
his idea its inertia. 

“There are so many people out there 
that are in non-married, very committed 

and loving relationships but they don’t 
wear rings of any kind to symbolize their 
love and togetherness,” says Pat. “This is 
part of what got me thinking about what 
are now the 4ever2 ring collections, where 
two simple bands symbolize two lives 
coming together.” 

Combining two bands, even multiple 
bands (think Cartier’s tri-color band Trin-
ity ring), has been done. But not even 
Louis Cartier’s iconic design does what the 
4ever2 ring can do. “The wearer can place 
the ring on their finger and literally roll it 
into place near the knuckle,” says Pat. “The 
bands almost glide on as they roll down the 
finger into place. There’s no binding or 
pinching. It’s the most comfortable wed-
ding band I ever wore.”

Part of the “accident” of develop-
ing his rings was building in maximum  

Retired MI jeweler invents innovative new ring design
By Paul Holewa

Please see Ring page 2
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Southern Jewelry newS
Whitmire Fine Jewelry: Selling seashells by the seashore
By Wanda Freeman

It was 1972 and time for a cool change when John Henry 
Whitmire got the call that launched his life as a jeweler by the 
sea. His eventual store, Whitmire Fine Jewelry, would be the 
first jewelry retailer in Pawleys Island, South Carolina, opened 
when beach tourism was a strict three-month stretch from Me-
morial Day to Labor Day. 

“I was going to college in Columbia and got a construction 
job in Myrtle Beach for the summer. I had long hair and a beard. 
I was a hippie. And I met another guy with long hair and a beard 
who was making Navajo jewelry,” Whitmire recalls. The friend, 
Robin Jordan, was working at the famous Gay Dolphin Gift 
Cove, and Whitmire often sat in his studio to watch him work. 
One day Jordan called and asked Whitmire to come work with 
him.

“The day he called me I was pouring concrete for a condo-
minium development, and it was 106 degrees,” Whitmire says. The 
decision to come in from the heat was easy, but the road forward was a 
challenge: Whitmire was putting himself through college at the University 
of South Carolina, where he earned a degree in creative writing with an em-
phasis on metal works and design while also working summers at the beach. 
He later attended Penland School of Craft in North Carolina, where he studied 
stone-setting and cloisonné. 

After that phone call from his friend, their jewelry-making enterprise 
went through a relatively quick succession of changes: In 1973, the two 
moved to North Myrtle Beach, where Whitmire worked at the East West 
Bazaar and had a split arrangement with Jordan, each selling some of the 
other’s jewelry and taking a cut. In early 1973, Whitmire moved to Mur-

rell’s Inlet, where he worked in a sweltering garden shed 
and sold jewelry on the sidewalks while tourists wait-

ed to get into restaurants. Later that year, he moved 
to Pawleys Island, where he has remained. His first 
building, October Silver, was a church. His cur-
rent 1,000-square-foot shop has been in the Ham-
mock Shops most of the past 50 years.

By the time other jewelers arrived 20 
years later, Whitmire had created and estab-
lished two lines of beach-memento jewelry, 
inspired by the sights he saw when relaxing 
on the beach.

“I would watch the tides, and the shells 
would roll out looking gold, and they’d roll back in looking like 

silver, and I thought I could make silver and gold jewelry out of 
these and sell them all up and down the shore. … So, you see, I 

sell seashells by the seashore,” Whitmire says.
“I might have been one of the pioneers doing this, but now every 

Traveling abroad is fun. Funding that 
kind of enjoyment takes money. When con-

fronted with this financing challenge in the early 1970s, Tom Young 
and Bob Glenn, co-founders of The Cargo Hold, decided to import 
and sell crafts, jewelry and houseware items from destinations around 
the world. As jewelry became the best-selling of these items, a jewelry 
company started to emerge.  

This year the Charleston, South Carolina-based jewelry, beads and 
findings company is celebrating its 50th anniversary. The Cargo Hold 
history is more than a down the decades recollection of how an idea be-
came a gem and jewelry enterprise. Equally important, The Cargo Hold 

By Diana Jarrett

On February 24, 2022, Rus-
sia invaded Ukraine in another 
wave of an ongoing assault upon 
their peaceful neighbor, which 
began in 2014. The result was the 
largest dislodgment of citizens 
since World War II - more than a 
third of Ukraine’s population is 
said to currently be displaced. 

Swift Sanctions
Much of the civilized world 

was swift to respond via numer-
ous sanctions against Russia in 
protest of the unjust attacks and 
to impose financial constraints 
that would thwart Russia’s war 
efforts. By early April 2022, news 
reports claimed that the US was 
targeting Russian shipbuilding 
and diamond mining in the latest 

round of punitive efforts against 
the Kremlin. And it wasn’t just 
the US alone. Another 30-some 
global allies joined to impose 
sweeping restrictions against 
Russia for their bloody invasion 
of Ukraine.

Diamonds Became Verboten
The US Treasury quickly put 

the kibosh on doing business with 
Alrosa, partly owned by the Rus-
sian government. As the world’s 
largest diamond mining conglom-
erate, it accounts for 28% of all 
global diamond mining. Alrosa is 
responsible for over 90% of Rus-
sia’s diamond mining capacity as 
one of Russia’s largest corpora-
tions. In 2021, Alrosa’s world-
wide revenue generated over 
$4.2B. 

Bloomberg News, the global 
financial analyst, explained (in 
a May 11, 2022, report) the im-
pact this sanction had upon the 
diamond trade. Prices for small 
rough which typically ends up 
being melee in jewelry, spiked 
almost 20% since March alone. 
With Alrosa out of the game, 

Steering Clear of Russian Rocks The Cargo Hold: 50 years 
of friendship and business

By Paul Holewa

Early in the sanctions, small diamonds shot up in price.

Bob Glenn (l) and Tom Young, co-founders, celebrating 
The Cargo Hold’s 50th anniversary.

Please see Whitmire page 2

Please see Cargo page 16

Please see Rocks page 36
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By Liz Pinson

Stuller Inc., well-known to 
independent retailers as one of 
the largest jewelry manufacturers 
and distributors in the country, is 
celebrating its 50th anniversary 
this year.

“Since our founding in 1970, 
we’ve been fortunate to be part 
of the ever-evolving jewelry in-
dustry,” Danny Clark, Stuller’s 
president, says. “We couldn’t be 
more excited to see what is on the 
horizon for us - yet it’s inspiring 
to see how far we’ve come.

“The company was founded 
by Matt Stuller, who saw an op-
portunity to provide superior 
service to the independent jew-
elry markets via fast delivery of 
quality products with friendly 
service,” says Clark. “That same 
philosophy drives us today.”

Stuller celebrates 50 years of offering ‘millions of 
ways’ to meet the independent jeweler’s needs

With operations in North 
America, Spain and Thailand, 
Stuller provides a wide range of 
goods and services for jewelry 
professionals. “In North Ameri-
ca, we have two manufacturing 
plants,” Clark says. “Our other 
operations provide technology 
services, product acquisition hubs 
and distribution services.” Its 
products include diamonds, gem-
stones, fi nished jewelry, mount-
ings, fi ndings, bridal jewelry, 
tools and supplies, along with 
services such as diamond cutting, 
stone setting, custom imprinting, 
shop set up, digital solutions and 
CAD/CAM for custom work.

Partnering with 
Independent Retailers
In the early years, Stuller’s 

focus was on building relation-
ships and understanding how 

By Liz Pinson

“Diamond” Bill Warren is 
amazed at the reach his business 
has - at how people from New 
York City will call his small-town 
store in the North Carolina moun-
tains. “I think they have jewelry 
stores in New York,” he laughs. 
It’s no fl uke. Bill, a jeweler turned 
marketing/motivational speaker 
turned best-selling author, is “ev-
erywhere,” by design and inten-
tion.

Bill is a happy guy, with a 
smile that comes across even over 
the phone, and it pays. The Gold 
Mine jewelry store owner gets a 
lot of joy out of spreading his suc-
cess as founder of Diamond Bill 
Marketing and Ultimate Jewelers 
Coach and Mastermind Program.

His new book, “The Fastest 
Way To A Full Recovery,” was 
published at the perfect time as 

jewelers who closed down for the 
pandemic started opening back 
up. Bill travels across the coun-
try for speaking engagements and 
seminars, and he’s a columnist for 
several industry publications.

Bill’s jewelry story began be-

fore he was born, when Thomas 
Edison sent mineralogist William 
Earl Hidden to the Western NC 
area, where Bill grew up, look-
ing for platinum to use in light 
bulb fi laments. Hidden stopped at 
Bill’s family farm and witnessed 
Bill’s great-grandfather launching 
little green rocks with a slingshot. 
“The rocks were sent to New York 
for testing, and they turned out to 
be nice emeralds,” Bill says. “So I 
grew up around emerald mining... 
It all started for me as a kid, liking 
shiny rocks.”

Bill became a goldsmith ap-
prentice when he was 16 and 
later learned wax carving and 
casting. He was employed at 
Carlyle & Co. and worked for an 
independent jeweler for a few 
years, gleaning experience from 
both promotional work and guild-
type operations.

Bill Warren: Jeweler, coach & author shares 
the secret of achieving next-level success

“Diamond” Bill Warren

“We were closed for 
6 weeks from March 25 
through May 8th. I really 
wasn’t sure what to expect, 
but from the phone calls 
and emails I knew my cus-
tomers wanted us to open. 
We opened the Friday be-
fore Mother’s Day and for 
the next two weeks we did 
a month’s worth of busi-
ness. Honestly it was like 
Christmas. As soon as they 
heard our commercials on 
the radio and saw my posts 
on Facebook, they fl ooded 
in. From anniversary gifts, 
engagement rings to watch 
batteries, people were com-
ing in. At fi rst we limited to 
5 people at a time, honestly 
that made me nervous and 
I hired a security offi cer to 
control the fl ow. By June 1st Florida opened up to 50% capacity and 
we upped the limit to 10 at a time. Most people understood and were 
happy we were wearing masks and doing our part to keep our cus-
tomers and employees safe. Our repair business seemed to suffer the 
most. It took a good 4 weeks to get that business back to pre-quarantine 
numbers. I think most people needed to feel safe and even though an-
niversaries and birthdays are important, having a chain repaired or ring 
sized seemed to not be as important as it was. What I will always re-
member is hearing customers say 

Retailer Roundtable
Q: How is business in your store since

you reopened?

Tracy Miller 
Tracy’s Fine Jewelry 

and Coin & Bullion Reserves 
Panama City, Florida

Please see Stuller page 20

Please see Warren page 2

Please see Roundtable page 14
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SOONER
R E P A I R

• Laser Welding
• Ring Sizing - all metals
• Prong and Tip work
• Stone Replacements

A FULL SERVICE 
TRADE SHOP

“Helping jewelers with 
their repairs for 30 years”

In one day - out the next!

1146 E. 61st St. 
Tulsa, OK 74136

Why wait 3 weeks?
Since 1990

soonerrepair@cox.net
918-742-GOLD

Chuck Koehler, Jeweler/Gemologist  
992 Davidson Drive, Ste J Nashville,TN 37205

615-354-6361  www.CMKCompany.com

When your 
company is 
in need of 
a reliable 

repair shop.
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Seeking experienced salesperson 
for Lab Grown Diamonds/Jewelry

We are a full service company 
with all the basics in jewelry and 
diamonds. We carry small to big 

diamonds. All territories are 
available with GREAT commission 

and incentives available as well.
Multiple lines allowed.

Call 212-944-9290 or email:  
cvddiamondjewelryinc@gmail.com

SJN
MAJN

Whatever your exit plan is, 
contact Edge Retail Academy 
to learn how to get your 
jewelry business into its best 
possible shape.

877.569.8657 x1
EdgeRetailAcademy.com

Is Your Business
Retirement Ready?

Seeking Experienced Bench Jeweler 
Pollock’s Jewelers is looking for an 

experienced bench jeweler to support our 
jewelry repair needs. � e Bench Jeweler 

is primarily responsible for setting, 
repairing, cleaning, and maintaining 

merchandise consistent with Pollock’s 
quality standards and service. Experience 

in custom design is helpful as is 
experience with Gem Vision. Please text 

or call Clayton Hill at 606-831-4947 
for more information.

POSITIONS AVAILABLE SERVICES TO THE TRADE

Tell us about it and send a picture to
 bill@southernjewelrynews.com

Do you have a Furry Friend that helps out in 
your store?  We want to hear  from you! 
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for more information
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Manhattan Gold & Silver

We Buy Gold

45 West 47th Street
New York, NY 10036

212-398-1454
www.mgsrefining.com
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Paris Junior College’s
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Gemology     CAD/CAM
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      Horology
    CAD/CAM
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NOW BUYING WATCHES
and WATCHBANDS
From Timex to Rolex 

ALL GRADES
From 5¢ to $50,000
NEW OR USED
Yes, we still buy 

Sterling, Stainless Steel, and 
Silver Plate Flatware. 

ImmEDIATE CASH

Call:
Mr. Neff • 770-396-1787

We Will Travel To Buy Your Entire Store

5579B Chamblee Dunwoody Rd. #215 • Dunwoody, GA 30338

Enterprises, Inc. 
Since 1974

Member
Polygon
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615-256-3393 ext. 1000
contact@harmongrp.com   Harmongrp.com

You CAN Convert Your 
Social Media Traffic into Sales.

 
• Are you taking advantage of paid advertising 
 on your store’s social media platforms? 

• Do you usually generate sales through 
 social media?

• Is your current social media helping you meet
 your brand awareness and sales goals? 

     If you answered no to any of these questions,  
      it’s time to consider a new strategy. We can  
       customize a social media plan for your store  
        that will convert traffic into sales and help 
         you reach your goals. Contact us today  
          to get started. 

Take a second to do a social media check-in:

SJN MAJN 
 eNews

Latest Industry News • Exclusive 
Profi les of Retailers & Suppliers 

• Expert Columnist • Industry 
Events  New Products & more!

Looking to purchase 
Loose Diamond companies 
with established customer 

base. Brokers welcome.
Call 212-944-9401 

Email: cmdiamond@gmail.com
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WANTED TO BUY GOODS FOR SALE

We work with all independent jewelry stores.

One-time orders gladly accepted.
No minimums. No buy-ins.

Custom Fingerprint Jewelry
Touched Impressions

www.TouchedImpressions.com  
992 Davidson Drive, Suite J •Nashville, TN • 37205  

(615) 354-6361 • TouchedImpressions@gmail.com

ADVERTISE 
HERE! 

Get your ad 
in front of 

our 20,000 + 
readers

Jewelry Store for Sale
Owner Retiring

60+ year old business, in SW Georgia. 
Located in an affl uent, upscale community 

of approximately 50,000. 4400 sq.ft. 
Long Term Lease available. Full Service 

Shop and Bench Jeweler. Huge walk 
in vault. MAY be purchased FFE only 

or Turnkey including inventory. Contact: 
martha@southernjewelrynews.com 

Subject line: SW Georgia 

JEWELRY STORE 
FOR SALE

Owner Retiring - Upscale Full 
Service Jewelry Store for Sale

Free standing store, in business for almost 
40 years. Surrounded by an high-end 

neighborhood. Showroom has over 1500 
sq. ft., along with fully equipped repair 

shop on site and o�  ce space.  Safe, 
showcases and POS. Available turnkey 
with or without inventory. Send inquires 
to: martha@southernjewelrynews.com
Subject Line: Full Service Jewelry Store

Follow us on Twitter 
@SJMAJewelry News

 Find us on 
Facebook: 

Southern Jewelry News
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 UP  AT :  
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W
ARRANTY

All
All Thorsten Jewelry is made to the 

highest standards using quality ma-

terials, expert craftsmanship and is 

warranted to be free of defects.  Any 

jewelry that fails to meet our stan-

dards of excellence will be replaced 

under our warranty.  If your ring 

cracks or breaks from accidental 

damage, it will be replaced under 

our warranty terms at no charge.  

This 
policy 

does 
not 

apply 
to 

custom rings.LIFETIM
E

SIZING

Due to the hardness of alternative 

metals, they cannot be re-sized like 

traditional gold or platinum rings.  

Therefore, if a customer’s finger size 

changes over time, the ring will be 

replaced with a different size at no 

charge.  Thorsten will exchange 

your
your ring for a different size as long 

as your customer owns the ring.

SAM
E DAY

SHIPPING

Our rings ship the same business 

day.  Engravings do not delay your 

order.  Custom engravings and fin-

gerprint engravings will add a few 

extra days.
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V IS I T  US  AT  JCK  L AS  VEGAS :  

For over 25 Years ... Customized Jewelry in

Precious Metals and Black Titanium!! 

Call or email us and ask about our products!  

We would love to discuss the possibilities to help 

set up a PROVEN SALES PROGRAM in your store!

Check out our 
Catalog!

TM

TURN KEY FLIERS

FRONT PAGE 
STICKER ADS

YOUR AD HERE

publications for as little as
17 cents each!

Wrap your ad around the 
cover of SJN/MAJN for 
maximum exposure!

   Pages                          
2  page  
4  page  
8  page  
2  page TABLOID 
4  page TABLOID 

$5,000

$2,500
per paper

Products and services are provided by one or more insurance company subsidiaries of W. R. Berkley Corporation.  Not all products and services are available 
in every jurisdiction, and the precise coverage afforded by any insurer is subject to the actual terms and conditions of the policies as issued. 

Shipping insurance made easy
With Berkley Asset Protection, shipping coverage is part of your Jewelers Block 
policy. Easy!

To keep your insurance premium affordable and your business profitable, follow the 
advice on our Shipping Guide at BerkleyAssetPro.com/ShippingGuide.

Ask us for a quote today!

Berkley Asset Protection, a Berkley company, is the only specialty insurance provider 
that offers insurance for all aspects of jewelry and fine arts businesses: jewelers block, 
fine art, commercial property and liability, and workers’ compensation, as well as 
Lavalier Personal Jewelry Insurance.

855.444.0198
marketing@BerkleyAssetPro.com
BerkleyAssetPro.com
Lavalier.com

- Jewelers Block 
- Business Owners Package 
- Workers Comp Dividend Plan

- Umbrella & other commercial coverages 
- Lavalier Personal Jewelry Insurance

Shipping insurance is stress free
when you select Berkley

REGISTER TODAY!
JISFALL2022.COM/SJN

S E P T E M B E R  3 0  -  O C T O B E R  3 ,  2 0 2 2
M I A M I  B E A C H  C O N V E N T I O N  C E N T E R

Restock Inventory with 500+ Exhibitors

REGISTER TODAY!
JISFALL2022.COM/SJN

S E P T E M B E R  3 0  -  O C T O B E R  3 ,  2 0 2 2
M I A M I  B E A C H  C O N V E N T I O N  C E N T E R

Restock Inventory with 500+ Exhibitors
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By Liz Pinson

Kaushal Shah, owner of 
VEER, says his retail partners are 
at the heart of his organization.

Customer care and customer 
service is the lifeblood of Kaush-
al’s company. He keeps a daily task 
diary and requires his team to do 
the same, ensuring all of his cus-
tomers are taken care of promptly, 
e�  ciently and consistently.

In 2000, Kaushal came to the 
United States with an ambition to 
expand his family business. “My 
father is a diamond manufacturer, 
and I grew up watching my father 
cleave and saw rough diamonds. 
� is brought great excitement 
and a natural inclination towards 
rough diamond manufacturing. I 
found myself cutting and polish-
ing diamonds before I graduated 

By Kristen Baird

Being an independent de-
signer who sells both wholesale 
and direct to consumers, I’ve 
noticed several trends recently 
when it comes to bridal jewelry 
and engagement rings. To begin, 
I have pinpointed two unique, yet 
similar, groups of clients I o� en 
work with on wedding jewelry. 
One group of clients is a younger 
generation: the � rst-time brides, 
in their 20s and early 30s, and 
recently graduated from col-
lege or professional school. � e 
other group consists of remar-
riages: brides getting married 
for the second time (or another 
multiple), mature and sophisti-
cated, and looking to start anew. 
Although both of these subsets of 
brides are experiencing di� erent 
stages of life, they both have very 
clear ideas of what they want, and 
many times, what they want has 
NOTHING to do with tradition!

Metals
In the past decade alone, I’ve 

seen a handful of metals go in and 
out of popularity. First, it was all 
about white gold, but soon, many 

VEER takes pride in being a diamond 
supplier that independent retailers 
can rely on

Veer o� ers a Money Back Guarantee 
on its Diamond Basic Program.

from high school.”
Hungry for adventure, 

Kaushal wanted to leave home 
to pursue further education and 
soon found himself applying to 
universities in America. A� er 
graduating from Purdue Uni-
versity, he moved to New York 
City to learn the cra�  of jewelry 
manufacturing and jewelry mer-

chandising. Combined with his 
passion to deliver happy customer 
experiences, he created VEER to 
serve independent jewelry retail-
ers. 

VEER, now eight years 
young, is a reliable supplier to in-
dependent stores throughout the 
United States. Its natural diamond 

Bridal Trends:
Straight from the Bench

Kristen Baird

Please see VEER page 20

Please see Trends page 12

of my brides grew tired of the 
upkeep due to the rhodium plat-
ing wear. Then, rose gold hit the 
scene fast and furious. I still get 
a few requests for rose gold, but 
not nearly as much as yellow 
gold now. Yellow gold has made 
a comeback and is the big HIT! 
While I’m not a “trend forecast-
er” and can only provide insight 
based on my experience, what I 
do know is that warmer colors are 

By Paul Holewa

Cullen Wulf, owner of Aa-
Land Diamond Jewelers in Mer-
rillville, IN, thought he’d seen 
it all when he was helping the 
store’s previous owner expand 
gold buying at a mall-based kiosk 
in 2009. Boy was he wrong. 

Years later, when he pur-
chased the store, Cullen discov-
ered he had only experienced a 
small sampling of customer in-
teractions that leave many retail 
jewelers stunned in disbelief. Af-
ter a while, Cullen couldn’t take 
it anymore. With no real outlet to 
vent his frustrations, Cullen did 
what most young people in their 
early 30s do - reached for his cell 
phone. 

Cullen remembers the ex-
change that set his now famous 
Snap Chat customer exchange 
reenactment videos in motion. It 
was roughly three years ago when 

Cullen was having a lousy day. 
Then a customer came in claim-
ing he “knew a guy” who could 
melt a bunch of small diamonds 
to make one big diamond. The 
customer asked if Cullen could 
perform such a service for him. 

As Cullen’s videos prove, the 
Millennial-aged jeweler has an 
excellent grasp of his store poli-
cies, procedures and practices - 
rapid recall that’s needed when 
refuting or rebuking a customer’s 
claims. Coupling that with gem-
ology essentials and jewelry mak-
ing basics, and Cullen’s matter-
of-fact delivery is the stuff of true 
professionals. 

But Cullen’s claim to fame, 
as his reenactment videos will at-
test, is the patience of a Buddhist 
monk and the negotiating skills of 
a consummate diplomat. As much 
as these combined skills work 
in Cullen’s favor when dealing 
with diffi cult customers, every 

person has their breaking point, 
especially when a customer goes 
from gemology-challenged to just 
plain stupid. 

“I was having a doozy of 
a day already, and then this guy 
walked in,” says Cullen. “After 
trying to explain to this customer 
that what he was suggesting isn’t 
possible, I had to do something.” 

With the frustrating customer 
exchange fresh in his head Cullen 
picked up his iPhone, opened the 
Snap Chat app, selected a few 
basic fi lters and began record-
ing himself reenacting the pain-
ful customer exchange. Cullen 
watched his video, had a few 
laughs over the therapeutic vent-
ing video, and then went back to 
his day. Then another “doozy of 
a day” and another “doozy of a 
customer” collided and another 
comical customer exchange video 
was made. Then another. 

Cullen Wulf videos get howls of laughter

Cullen Wulf has become renowned on social media for his hilarious videos. Please see Wulf page 2

800.241.0399        REGISTER NOW       atlantajewelryshow.com

COBB GALLERIA CENTRE, ATLANTA

CONFERENCE:
FRIDAY, OCTOBER 23 

SATURDAY & SUNDAY

OCT 24-25, 2020

You’ve come to expect the best 
education from the Atlanta 
Jewelry Show. And with good 
reason! We have curated a 
small, but mighty track of timely 
sessions that are guaranteed to 
help your business thrive in the 
“next normal.” The AJS ConnectED 
Conference will be off ered on 
Friday, October 23, and registration 
is open at the AJS website.

While online buying is a valuable 
resource, it is clear that nothing 
replaces seeing products in 
person and doing business 
face to face. Our exhibitors 
are excited to see you! We are 
thrilled to feature your favorite 
lines together with new vendors 
in October. Visit the Exhibitor 
list on our website to see who is 
showing at AJS this fall.

We are open for business! The 
Atlanta Jewelry Show has been 
committed to providing a space 
for independent jewelers and 
suppliers to meet, learn and 
conduct business for 70 years. 
While our fall event may look 
diff erent, the return to the trade 
show fl oor brings a semblance 
of normalcy and optimism to 
these uncertain times.

The health and safety of our 
community is and will always 
be our top priority. With guidance 
from our state and local health 
authorities, we want to assure 
you that we are doing everything 
possible to provide a safe and 
productive shopping experience. 
Please visit the SAFETY SHINES 
PLAN on the AJS website to 
learn more.

SHEFI

B e a u t y
Season of

Believe in magical 
joy that never ends!

Autumn

1/5 Ctw*

$799
1/5 Ctw*

$549

1/10 Ctw*

$3491/6 Ctw*

$399

1/3 Ctw*

$5991/4 Ctw*

$599

Call 212.391.1482, 800.76.SHEFI or contact your SHEFI Sales Rep for more information.

1/10 Ctw*
YOUR CHOICE

$249

INSERTS
BELLY WRAPS

17¢

Each!

             POST PRESS PRODUCTS AND SERVICES

SJN MAJN
Southern Jewelry News Mid-America Jewelry News

Give us a call and let us give you a 
quote or answer any questions regarding 

inserts, sticker ads or fliers. 
336-389-1950

CALL
FOR

PRICING
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A    Large Billboard 1480 x 360 375 x 152   $900/mo.

B    Side Banner #1 300 x 250 300 x 250   $500/mo.

C    Large Banner 300 x 600 300 x 600   $650/mo.

D    Side Banner #2 300 x 250 300 x 250   $240/mo.

      Position                 Size        Mobile size        Rate ( 20% share-of-voice) 

SOUTHERNJEWELRYNEWS.COM
MIDAMERICAJEWELRYNEWS.COM

ONLINE

The websites for Southern and Mid-America 
Jewelry News have been totally redesigned 

to reflect a modern, clean, and user friendly 
experience.  You will still find all of the great 

news coverage, from expert columnists to 
exclusive content only found on the Southern 

and Mid-America Jewelry News website.

These are just a small sample of categories 
and information you will enjoy on

our new site:

• Exclusive Retailer Features
• Exclusive Retail Roundtable Questions

• Exclusive Supplier Spotlights
• New Products and Services

• Promotions and Design Awards Winners
• Industry Events

• Tradeshow News
• Furry Friends on the Job

• Expert Columnists in the fields of sales, 
gemology, technology and store

management
• Classified Advertising
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A
1480 x 360

B
300 x 250

D
300 x 250

C
300 x 600

A    Large Billboard 1480 x 360 375 x 152   $900/mo.

B    Side Banner #1 300 x 250 300 x 250   $500/mo.

C    Large Banner 300 x 600 300 x 600   $650/mo.

D    Side Banner #2 300 x 250 300 x 250   $240/mo.

      Position                 Size        Mobile size        Rate ( 20% share-of-voice) 

SOUTHERNJEWELRYNEWS.COM
MIDAMERICAJEWELRYNEWS.COM

Completely Redesigned!

ONLINE

Th e websites for Southern and Mid-America 
Jewelry News have been totally redesigned 

to refl ect a modern, clean, and user friendly 
experience.  You will still fi nd all of the great 

news coverage, from expert columnists to 
exclusive content only found on the Southern 

and Mid-America Jewelry News website.

Th ese are just a small sample of categories 
and information you will enjoy on

our new site:

• Exclusive Retailer Features
• Exclusive Retail Roundtable Questions

• Exclusive Supplier Spotlights
• New Products and Services

• Promotions and Design Awards Winners
• Industry Events

• Tradeshow News
• Furry Friends on the Job

• Expert Columnists in the fi elds of sales, 
gemology, technology and store

management
• Classifi ed Advertising



                      2006 New Garden Road • Suite 208 • Greensboro, NC 27410 • Tel: 336.389.1950 • email: info@southernjewelrynews.SJN MAJN
Southern Jewelry News Mid-America Jewelry News

eNews NEWSLETTER

Notes for submitting newsletter ads:
File types: JPEG, GIF, PNG. Resolution should be 72 dpi. Email does not support flash. 
GIF’s can be animated. Not all email clients support animated GIF.  First frame of image will be 
shown if animation is not supported.
For ads with a white or light background, include a small dark, border. Use the largest font 
possible. 
Email the ad along with the link to:  martha@southernjewelrynews.com

EMAIL
MARKETING

Position                                Size           Rate

A   Leaderboard 1  600 x 150 $375

B    Leaderboard 2  600 x 150 $300

Banners C and below (in the news flow)
    
    400 x 150 $200

The Southern and Mid-America Jewelry News eNews 
weekly newsletters brings all of the current industry 
news straight to your inbox.  Our newsletter consistently 
has strong open rates and puts your ad in front of
thousands of potential customers.  Call today to start 
your ad campaign with us!
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eNews NEWSLETTER

Notes for submitting newsletter ads:
File types: JPEG, GIF, PNG. Resolution should be 72 dpi. Email does not support fl ash. 
GIF’s can be animated. Not all email clients support animated GIF.  First frame of image will be 
shown if animation is not supported.
For ads with a white or light background, include a small dark, border. Use the largest font 
possible. 
Email the ad along with the link to:  martha@southernjewelrynews.com

EMAIL
MARKETING

16.9% OPEN RATE

Position                                Size           Rate

A   Leaderboard 1  600 x 150 $375

B    Leaderboard 2  600 x 150 $300

Banners C and below (in the news fl ow)
    
    400 x 150 $200

Th e Southern and Mid-America Jewelry News eNews	
weekly	newsletters	brings	all	of	the	current	industry	
news straight to your inbox.  Our newsletter consistently 
has strong open rates and puts your ad in front of
thousands	of	potential	customers.		Call	today	to	start	
your ad campaign with us!

A
600 x 150

SJN   MAJN
Southern Jewelry News Mid-America Jewelry News

eWEEKLY

15.8% CLICK-TO-OPEN RATE

12,115 AVERAGE EMAILS SENT

B
600 x 150

C
400 x 150

D
400 x 150

E
400 x150

F
400 x 150
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Grouped e-blasts
consist of several

600 x 600 ads emailed 
as a group before major 

trade shows or other 
promotions.

GROUPED
EBLAST

Individual eblast with your ad. 

$1,500
Ad size 600 x 1370

SOLO EBLAST

A
Position 1

B
Position 2

C
Position 3

HEADER

   ADDITIONAL EMAIL ADVERTISING OPPORTUNITIES 

            ONLINE CLASSIFIED ADVERTISING 

ONLINE
CLASSIFIEDS

Our classifi eds are now
available	online!	Call	or	email

martha@southernjewelrynews.com 
today	to	get	a	quote.	Combine	your	

online ad with a print ad for a
discounted rate!


