Ways to Increase Your Jewelry Business Income
Part 1 
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With a little creativity, you can increase your year-round jewelry business income without also increasing your expenses. Here are four ideas to get you started earning more money from your craft: 

1) Teach jewelry making workshops.
Teaching workshops is a fun and easy market niche, where you earn money by sharing what you love to do. There's a big demand for jewelry workshops and classes. Many people are thrilled with the idea of creating jewelry, but don't want to invest in the supplies until they’ve tried it. Or they may want to add a new jewelry making skill to their repertoire, or simply enjoy socializing while they create something beautiful to wear. 

Teaching is a good way to keep money coming in during the times of year when sales are slower for your finished jewelry. You can even choose to limit your workshops to only those months of the year when you’re not busy selling your own jewelry at shows. 
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Teaching opportunies abound. A few examples of places to hold workshops include your own studio; in local art, craft, or bead shops; in active retirement communities; in schools or for homeschooling groups; at birthday parties; for women's clubs; at lapidary clubs; in community colleges; and at RV parks. 

The more you teach, the more people will ask you to teach. Your students will want to make more jewelry, or ask you to do a workshop for a group they’re in, or a jewelry-making session with their Girl Scouts.  Your teaching opportunities tend to snowball once you get started. You probably won’t run out of workshop ideas, because your students will always let you know what they want to make next, or someone will have heard about your through the grapevine and contact you to ask if you can teach them how to make something special. 

2) Make add-on sales.
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If you can sell an extra item to go with nearly every customer purchase, your overall profits will increase dramatically. Add-on sales are items you sell to the customer who has just purchased something from you. This is also known as “the sale after the sale”, and it’s a time-honored way for you to increase your jewelry business profits. 

Most retailers add to their bottom line by offering you a related item to go with your purchase (such as an extended warranty to go with your new appliance or French fries to go with your burger).  To increase your profits, consider what related items you can offer to your customers - such as  jewelry polishing cloths, chains or neckwires, earrings to match the necklace or bracelet they purchased, or an anti-tarnish jewelry pouch. 

It's not hard to add on an item when the customer is excited about the purchase and still in a buying mood .  As you're writing up the sale, suggest a related add-on item, and mention how it enhances the item they just purchased and the benefits of owning it or giving it as a gift, and then ask the customer if they’d like you to add that in with their purchase. 

You’ll be pleasantly surprised at how often their answer will be “yes”!

Use the add-on sales technique on your website too. Suggest options and accessories for each item on your site, either in the item description or in an option box. Consider offering jewelry polishing cloths or other jewelry care supplies at the customer checkout point on your site. Make it as easy as possible for customers to choose the extras along with their main purchase. You can also offer multiple-item discounts and combined shipping as incentives to purchase another piece of jewelry. 

3) Hold an early holiday shopping show.
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Many people like to get their Christmas shopping finished early. You can capitalize on this by holding an open studio show anytime between July and October, and promote it to your customers as an Early Holiday Shopping Event. 

Your invitations can emphasize how nice it will be to have their shopping list taken care of early, and that in addition to a huge selection of new jewelry styles, you also have some special stocking-stuffers and gifts for teachers, babysitters, co-workers, and Secret Santa exchanges.  Mention that there will be a mystery jewelry doorprize, and a gift such as free earrings for anyone who brings a guest to your Early Holiday Shopping Event.  At the bottom of the invitation, list all your upcoming shows for anyone who can't attend your earlybird event or who wants to shop again later in the season. 

For you, the benefits of holding an early holiday shopping show are (1) you'll make some good sales during one of your slower times of year; (2) your holiday sales and custom orders will be spread out a little more so your business won't be so hectic in November and December; and (3) you're likely to sell additional jewelry to these customers in a few months because many of your earlybird shoppers will come back and shop at your Fall shows anyway. 

4) Find market niches your jewelry can fill.
There are literally thousands of niches in the jewelry marketplace that can be your oyster if you choose to specialize in serving a particular need. 
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You will have a lot more business if you become known as the jeweler who specializes in a particular type of jewelry (for example, plus-size jewelry, men's jewelry, Victorian styles, or wedding jewelry) than if you try to make all jewelry for all people. 

By creating jewelry for a specific market, you can usually command higher prices because you're perceived as an expert in that niche.  And a higher percentage of your customers will become buyers, since they come to you already looking for the specific jewelry you sell, compared to general jewelry browsers. 

Catering to a targeted market will also earn you more word-of-mouth referral business from your customers -"The bridal jeweler who made my daughter's tiara has some beautiful wedding jewelry sets too! Let me give you her phone number." 

You can also pick up a good volume of new customers from non-competing businesses that serve the same market. If you specialize in larger sizes of women's jewelry, for example, you could cooperate with a plus-size women's clothing boutique to promote each other's products.  This can be as easy as including a business card or introductory coupon from the clothing boutique along with your packaging, while they do the same for you. 

Your website is also likely to net more sales if you serve a targeted market.  One reason is that you'll have less competition for your products' keywords than you would if you tried to serve a wider jewelry market that has more suppliers. And the shoppers who arrive at your niche site are more likely to buy than general jewelry browsers because they're searching for exactly what you offer. 

For additional ideas on earning more money from your jewelry art, don't miss Rena's next article, Ways to Increase Your Jewelry Business Income - Part 2. 
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