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INTRODUCTION
In today’s business world, innovation is key to success. The rapid growth of the internet and technology
provides endless possibilities for new business start-ups to offer creative solutions. Buying and selling
online creates opportunities for very small expenses. All it takes is to offer people a simple and fast way
to shop using the internet better than the competition.
To determine whether the business climate is attractive, it is necessary to research all possible business
aspects. Undertaking market research should include;


Analysis of target market,



industry trends,



demographics and



competition

MARKET OVERVIEW
E-commerce is one of the biggest and most rapidly growing industries in the world. It is practically an
unavoidable part of our day-to-day lives.
The market for online shopping is growing at a remarkable rate and the business for buying or selling
demand online is also growing fast.
With E-commerce platforms that allow in-depth experience and visualisation of products (based on 3D
imaging techniques, videos, highly visual and informative multimedia simulations), customers have the
ability to browse and make a self-motivated purchase decision.
According to the article by ‘NASDAQ’, approximately 87% of U.K. consumers have bought at least one
product online in the last 12 months, and by having the highest ratio of internet users to population than
any other country in the world, this is a huge potential audience for e-commerce businesses.
The United Kingdom is second only to Norway for making e-commerce purchases in Europe. It is estimated
by the ‘Internet retailer’ that e-commerce sales in the U.K. grew by almost 16% in 2016 with spending at
an estimated £133 billion, up from £114.75 billion in 2015. In 2017 the U.K. grew 14% in the e-commerce
sales. Furthermore, this number will continue to grow due to more accessible and inexpensive technology
and newer mediums like smartphones and tablets.
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The demand for luxury products online is also growing quickly.
According to the article “Selling Jewelry Online Sucks Unless You Know These Important Facts” available
on Salehoo’s website, in 2016, more than 29 million people were found spending time each day, browsing
and purchasing various pieces of jewellery online. Buying and selling jewellery is big business, hugely
lucrative with jewellery being a billion-pound (online) marketplace. As a consumer product, jewellery
knows no bounds.
Jewellery products appeal to both men and women no matter age or culture and are hugely diverse.
Sellers can offer a wide range of products including jewellery sets (i.e. rings, necklaces, bracelets, anklets)
as well as loose stones (diamonds and other precious gems).
Each of these products can be made
from hundreds of different mediums

Other
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such as gold, diamonds, gemstones,
shells, beads, and more.
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Half of the market (50%) online was
our sector - diamonds, followed by
precious metals 18% with other gems

and pearls 12%, watches 12% and other jewellery 8%.
Initially, it was considered that online jewellery sales would not materialize, due to the touch-and-feel
factor. But customers are starting to show a greater interest as they look to e-commerce not only for
discounts but convenience.
Various reports point out, the rich are all online and are gladly making purchases with increasing
frequency.
Online shoppers are on average wealthier, more educated and have an affinity to shop more often than
the average U.K. customer.
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As reported by ‘Statista’ the sector has been steadily growing since the low of the last recession (2008),
from £5 billion turnovers in 2008 to £7.3 billion in 2014.
This trend continued with sales per week increasing by 7% from 2015 to 2016. However, growth has not
always been upwards specifically in diamonds attributed to a generational change of attitude.
In 2015, sales of diamonds fell by 2%, the first time in six years, and many are attributing this trend to a
perceived lack of interest among Millennials for diamonds. One explanation which may be affecting
attitudes among this demographic perhaps is the connotations of unethical conditions in which diamonds
are mined and produced.
However, to serve as a counterpoint. In 2015, Millennials spent nearly £22 billion on diamond jewellery
in the largest four markets combined, representing 45 per cent of the total retail value of new diamond
jewellery acquired in these markets. Demand for diamond jewellery from Millennials in the US alone rose
from US$10 billion in 1999 to US$16 billion in 2015.
The British jewellery industry is achieving success with online purchasing (like other retail sectors), with
numerous online retailers having been founded in recent years.
According to ‘Bain & Company’, “Seventh annual report” on the global diamond industry, a 1% to 4%
annual decline in the supply of rough diamonds, in value terms, is expected to remain stable through
2030. After declining in 2015 and 2016, rough-diamond prices turned upward in 2017. Polished-diamond
prices, which also declined in 2015 and 2016, stabilized in 2017. The outlook for 2017 was stable across
the segments of the diamond value chain. Rough-diamond suppliers posted a 3% revenue decline in the
first half of 2017, as lower-priced assortments made up an increased share of their sales. The cutting and
polishing segment's revenue stayed flat in 2017.
According to a report published by ‘Bain’ and a report announced by ‘Worthy’ confirmed that the trend
of the past eight years, global rough-diamond production volume remained relatively flat in 2016 at 127
million carats.
The global diamond market for newly polished diamonds is estimated at approx. $65-$70B (£48-£51B)
and is plateauing and levelling. Meanwhile, the recycling market for diamonds is seen growing to 1/3 of
the diamond supply year over year to 2025, with approximately $8-$9B (£5.9-£6.6B) of recycled diamonds
coming into the market. This includes inherited, estate and engagement ring from divorcees.
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INDUSTRY TRENDS
As per “The Diamond Insight Report” (written by ‘De Beers’), it explained that in coming years, few
outstanding trends concerning the diamond e-commerce market industry have been noticed like:
1. Economic Volatility - The diamond industry is likely to experience increased volatility, relative to
recent years. Global economic growth will continue, and the diamond e-commerce market will
become more highly leveraged and more interconnected.
2. New Consumer Preferences - Consumer demographics will continue to evolve, with retiring and
elderly consumers expected to generate the majority of global urban consumption growth by
2030. Consumer preferences can be expected to change, and as a result, design and branded
jewellery will continue to increase. Economic empowerment will drive self-purchases especially
among women, and the demand for lower entry-point diamonds will also rise.
3. Predictability if Rough Diamond Production for the Next 10 Years - Rough diamond production
is expected to remain predictable and relatively stable over the next 10 years. It is expected there
will be increases in the short term, given investments in the last 10 years. Large economically
viable finds will remain unlikely.
4. Increasing Pressure on the Median Players in the market - Financing challenges are expected to
persist, driven by tighter lending standards and less availability, placing additional pressures
particularly on median players with outdated and unprofitable business models. There is expected
to be increased transparency of the supply chain through digitalization, leading to potential
disintermediation of players without value-added services. Retailers/jewellers are likely to
demand more value added from their median suppliers.
5. Higher Mining Costs - Unit capital cost is expected to continue to rise. In addition, unit costs of
energy, labour, and consumables are expected to increase. Fluctuations in foreign exchange and
energy prices will cause higher cost volatility. A larger share of production is expected to come
from ever deeper mines, which additional investment is required by producers to drive
productivity.
DEMOGRAPHIC ANALYSIS (TARGET MARKET)
The goal here is to determine the most likely target group of customers that would show interest, and
eventually sell or buy diamonds online.

Page | 6

Following paragraphs provides a general segmentation of people in the U.K. Its purpose is to define the
“target” segment for the Buying/Selling of diamonds via an online business.
According to ‘E-commerce wiki, in 2017 the annual UK GDP was estimated at £ 2,154.1 billion,
which represents a GDP per capita of £33.1.
The same source states that in 2017, the English B2C e-commerce turnover grew by 13.4% to
£175.1 billion. E-commerce wiki continues that the U.K. has a population of around 65.5 million
people, of which around 60.6 million, are persons who are over 15 years old and actively use the
Web and The Internet. From the Internet active populace, 43.4 million either made a purchase
online or sold something, in 2015. The estimated average spending per “eShopper” was around
£3,215.
28% of young British shoppers (aged 16 to 21 years old) browse online even when they do not
have a product in mind. 12% of adult shoppers aged 22-65 shop online.
According to a ‘Bain & Company’ report, it confirmed that:
Diamonds make up around half the jewellery market – anecdotally, the popularity and
penetration of diamond jewellery is high.

In the mature developed market, most households in every income group own at least one piece
of diamond jewellery.
The table above showcases that households with the lowest income in developed countries have
a disposable income per household <£37,000K, in developing countries – disposable income per
household <£3,700K. In households with the highest income in developed countries, the
disposable income per household is >£74K, in developing countries – disposable income per
household >£44K.
This means that the most likely owners of diamonds in the UK, which could be potentially
interested in purchasing or selling diamonds, are wealthy people with higher incomes.
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In the U.K. diamonds typically account for about half the overall jewellery market with diamond
rings featuring in 80% to 85% of all marriages.
A diamond ring is an integral part of the engagement norm and the idea of proposing marriage
without offering a ring is simply unthinkable to most couples.
In an article published by ‘Telegraph’, it asserted that U.K. millennial (defined as someone reaching
adulthood around the year 2000) consumers are less enthused about diamonds. Based on they don’t have
a great deal of money, earning potential is poorer than previous generations – which is bad news for
diamond producers.
THE FUTURE AT A GLANCE


The diamond industry is likely to continue to experience increased sales and price volatility.



Organisations across the value chain will need to improve the way they forecast and plan to
navigate this trend successfully.



Consumer demand growth will continue to be generated from Asia, particularly China and India,
driven by higher household income over the next 10 years, and the US, the world’s largest market.



Millennials in all main markets are set to become the most important cohort for diamond
jewellery purchases.



Continued innovation by retail in general, and competitive sectors will generate strong
competition from other luxury and experiential categories; investment will be needed to
safeguard and nurture the diamond dream and capture the opportunity presented by the growth
potential in Asia, the US, and globally, by Millennials.



The midstream will continue to come under pressure periodically; financially robust and
transparent diamantaires with scale, differentiated business models, and/or strong collaborations
with downstream players are most likely to thrive.



Diamond production will likely increase slightly in the short term and decline slowly after 2020,
with large, economically viable new discoveries unlikely.



Across the value chain, innovation will remain critical – to strengthen the diamond dream and
motivate sales, to develop new business models in the midstream, and to counter cost pressures
in the upstream.
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COMPETITION OVERVIEW
In order to identify the business competitors, it is important to understand the different products and
services available on the market, which qualify as alternatives or substitutes. Because of the popularity of
e-commerce in the U.K. the market for selling and buying diamonds, has developed and convinced even
more consumers to buy/sell different jewellery or diamonds on a daily basis.
After understanding the company’s offer – an e-commerce retail for selling or buying diamonds, the
competition can be defined:
Direct competitors are companies in the U.K. that offer online selling or purchasing of diamonds.
Once defined, the direct competitors on the market can be identified and thoroughly analyzed by using
criteria such as product features, price range, users, customer satisfaction, sales and marketing methods
etc.
In the spaces below is the detailed competition analysis
SELLING AND BUYING DIAMONDS ONLINE UK - COMPETITORS
Humberstones Jewellers is a family run business, established over
70 years ago with a location in the village of Barrowford, Lancashire.
The company offers a vast variety of diamond and pearl necklaces,
rings, earrings, loose diamonds and bracelets amongst the rest of their luxury items, such as second-hand
timepieces for men and women. The business’s stock is filled with luxury pieces from avid brands and
companies such as Brown & Newirth, Rolex, Pandora and Fope. Humberstones despite being an avid
retailer of luxury items, they are also interested in their procurement too. They are interested in
purchasing diamond accessories and watches, after initially giving a price offer to the seller for the item
in question. The company also has a finance plan for persons that seek to purchase an item on their
website, using an Interest Free Credit. This credit is available only for residents in the UK and for items
that are priced over £500. Despite offering special credit lines for their customers, the company also
services timepieces and offers Bespoke Design on some jewellery. What is really interesting is that
Humbersotnes is willing to source a timepiece that they do not have in stock, at the request of a customer.
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Buy My Jewellery is an online jewellery marketplace where visitors can
browse a plethora of luxury earrings, necklaces, bracelets, bangles, rings,
pre-owned luxury watches, cufflinks, lockets, pendants and charms, as well
as a small selection of personalised jewellery. The website is the intermediary between the jewellery
manufacturer (small businesses in this case) and the buyers. Despite the general men and women product
diversification, the company’s products are sub-categorized for consumers that seek bridal, birthstone,
trendy, fashionable, unique or anniversary jewellery and accessories. Buy My Jewellery is also willing to
purchase the majority of jewellery old and new, made out of silver, gold, platinum and diamond.
Kinners Jewellers is an over 25-year family run, diamond and luxury
jewellery business, located in Bolton, Greater Manchester. The business
has 16 outlets ranging from the famous Portabello Road, London to
Scotland. Recently the company has shifted their production to using
100% recyclable materials, thus gaining popularity as the UK’s only 100%
recycled jeweller. By doing this, the company is more environmentally friendly and significantly lowers
the chances of using conflict mined materials in their production. The company has a vast selection of
recycled and reconditioned items, made out of gold, silver, diamond and some other gems. Since they are
100% recycling, they are able to pay the customer more especially for sellable items. Kinners Jewellers
also carries out valuations, repairs, cleaning and resizing of various items and jewellery pieces at
favourable prices.
BUYING DIAMONDS ONLINE UK - COMPETITORS
77 Diamonds is an independent online diamond jeweller, with a showroom
located in the London Luxury Quarter (Mayfair). The company is active for
12 years on the market and sells their diamonds (rings, necklaces, earrings, cufflinks, bracelets and loose
diamonds) at significantly lower prices (76% cheaper) than those available on high street, the reason being
the wholesale purchase they do directly from the diamond manufacturer. 77 Diamonds offers
international free of charge shipment of their products. In the case, the customer is unsatisfied with the
purchase, within 30 days and 77 Diamonds guarantees a 100% refund of the purchase price back. The
stones sold by the company are in compliance with the United Nations Resolutions and the Kimberley
process – a process that tries to reduce the flow of conflict diamonds - ‘rough diamonds used to finance
wars against governments’ - around the world. If a customer sees a diamond or a piece of diamond
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jewellery at 77 Diamonds and they then find the exact same item available at a lower price from one of
the competitors, 77 Diamonds guarantees that they will not just match that price, but offer a price that is
1% lower, up to a maximum value of £50 lower.
Samara James is an online jewellery shop that has a showroom in
Shepperton. The company’s diamonds include rings and earrings, which are
shipped internationally, free of charge. Samara James is also a company that obliges and supports the
Kimberly process. They also offer a 6 or 12 months interest-free credit option, available for purchases on
items over £500 on the company’s website. Provided the purchased item is returned to Samara James
within 60 days in an unworn condition and in its original packaging, the company is happy to process a full
refund.
The Diamond Ring Company a company established in 2003, is a diamond jewellery
manufacturer who serves all communities domestic and international by selling rings,
wedding bands, necklaces and bracelets available in diamond or other few luxurious
stones. They also sell loose diamonds, as well as luxurious timepieces. The Diamond
Ring Company imports their diamonds directly from South Africa, Russia, India and Israel and has four
brick-and-mortar locations in Westfield Valley Fair Mall, Stoneridge Shopping Center, Westfield Oakridge
Mall and Southland Mall where their products can be browsed and purchased. If the customer is not
completely satisfied with their jewellery, they may return the product in exchange for something more to
their liking within 30 days of the original purchase. The Diamond Ring Company offers 6 – 24 months
special financing options for purchases on products in their inventory. They offer lifetime upgrade on
diamond jewellery. At the time of upgrade, the purchase amount must be double the amount of the
jewellery it had previously been purchased. For example, a customer purchased a ring for $650 (£480)
and now is procuring a pair of earrings for $1,300 (£961), they would only pay the difference of $650
(£480).
Cool Diamonds is another diamond jeweller that sells rings, wedding
bands, earrings, necklaces, bracelets as well as loose diamonds. Their
showroom is located on Greville Street, London. Cool Diamonds offers 30-day full refunds and
international free of charge shipping. The company’s business model is similar to 77 Diamonds’ – cutting
the middle-man out and purchasing directly from the diamond manufacturers.
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Daniel Prince is a well-established, independent family-owned business
founded in 2003, that specializes in bespoke jewellery, based in the famous
diamond district of Hatton Garden on the border of the City of London. Amongst the items they manually
produce, are various pendants, cufflinks, rings, bracelets, necklaces and earrings. Here, loose diamonds
can also be procured. Daniel Prince’s customers have active participation in the creation of their ring, by
constantly discussing changes until its completion. Customers are encouraged to head to the company’s
Hatton Garden workshop for a FREE no obligation consultation to discuss designs further or view a
selection of diamonds hand-picked for the customer’s price range. In the case of a hidden manufacturing
defect in the bespoke jewellery, which it’s only revealed after the item has been worn, the company will
repair the item for free and will pay return shipping. Daniel Prince also offers to recycle and salvage old
jewellery by designing and creating new items via remodelling the old ones.
The company’s diamonds are GIA certified, meaning their products possess a high standard of reliability,
consistency and integrity and have international shipping arrangements. Also, as a member of the British
Jewellers Association and The National Association of Goldsmiths the company guarantees the supply of
conflict-free diamonds.
Watches of Wales is primarily an online shop for luxurious second hand/preowned watches, which also retails luxury pre-owned jewellery, such as
diamond earrings and rings. The company has a plan to borrow finances in
order to purchase the desired item: 12 months at 0% Annual Percentage Rate
(APR) interest, 24 months - 7.9% APR, 36 months - 7.9% APR and 48 months - 15.9% APR.
SELLING DIAMONDS ONLINE UK - COMPETITORS
How Cash For Diamonds located in Finchley London, is a family ran
business that purchases diamonds from people globally. The
company has established a price calculator which determines the value of the luxury item that is up for
sale. Once the worth of the item is established, the item is sent to the company to a specialized internal
assessment team. Upon reaching agreement on the value of the item, the financial transaction between
How Cash for Diamonds and the seller follows. These are the items the company is willing to purchase:
loose diamonds, uncertified and certified diamond jewellery, loose diamonds, diamond engagement rings
as well as natural coloured diamonds.
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Sell My Certified Diamond is a family owned and run business and has been
for many years, specialising in trading certified diamonds. The company has
3 brick-and-mortar locations: Hatton Garden, Milton Keynes and
Birmingham West Midlands. The way the whole process works is that the diamond seller fills in the detail
of their diamond and receives a quote from Cell My Certified Diamond. Once the company has inspected
the diamond sent to them and confirms that it matches the certificate and has no damage, they will
contact the seller again with the original offer and payment methods.
Celsteel Diamond is a third generation company in Hatton Garden London, which
was established in 1952 and has been run as a family concern ever since, with
trades all over the globe done as either a supplier or customer. They have
sizeable stacks of diamonds in all shapes and sizes, coloured stones, certified stones and fine jewellery,
which includes rings, necklaces, earrings, timepieces and cufflinks.
Post Gold For Cash is a website that generally deals in cash for gold
transactions. Visitors can sell their gold rings, earrings, necklaces,
pendants, brooches and bracelets. If some of the items are damaged or
broken, make no difference since all of the items are going to be melted anyway. Amongst the gold luxury
items, Post Gold for Cash also seeks to purchase diamonds that are in prime condition, no deal on small
or bad conditioned stones. The exchange process starts with the company sending a special delivery bag
where the customer can put the items they wish to be purchased by Post Gold for Cash. Once the company
makes the customer an offer, they can agree and proceed with payment, or return the items back to the
sender.
We Buy Any Diamonds is a company with diamond experts of over 30 years in the
industry, which purchases certified diamonds that weigh 1 carat and more. The
company also seeks to purchase loose diamonds, as well as diamonds on brooches
/rings, and pay accordingly for the gold/platinum/silver material, based on its current
market value. Similarly, as some of the other businesses that purchase luxury items from people
worldwide, they send out a special delivery bag in which the customer places their diamonds they wish to
sell, after being previously satisfied with the initial offer made by We Buy Any Diamonds. After the
diamonds are carefully inspected, the company provides honest offer based on the value of the diamonds,
which can lead to a mutual agreement and payment or a disagreement and return of the diamonds back
to the sender.
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4Cs Diamonds founded by Daniel Rosen, a graduate from the Institute of
Diamond Studies with over 25 years of experience in the field, is an online
website that looks to purchase loose diamonds that weigh more than 1
carat, diamond rings, diamond jewellery and timepieces as well as some vintage diamond jewellery. 4Cs
Diamonds also retails engagement rings that are generally made out of platinum with some diamond
elements incorporated.
TheDiamondStore is a National Association of Jewellers member
company, founded by Gary Ingram in 2000 that offer customer luxury
rings, earrings, bracelets, necklaces and Rotary timepieces. The
company does not have a physical location (shop), except for the warehouse in North London where they
stock their jewellery and accessories, which are meant for retail. Besides already made accessories and
other luxury items, The Diamond Store also offers handcrafted jewellery to their customers, as well as a
5-year guarantee that covers all repairs and postage costs for any problem that can be attributed to the
way the item was originally made. The company has an educational section of the website that offers
knowledge and insights on ways to procure whilst saving, a luxury item and/or accessory and plenty more.
The Diamond Store offers international free of charge shipment on their products, with the dispatch
starting within the first 24 hours of receiving the order. A unique aspect of The Diamond Store is their
sample sale, which offers deals on jewellery and accessories accompanied with sizeable discounts on
items the company’ jeweller has handcrafted for them.
GOVERNMENTAL ASPECT
DISCLAIMER: These guides are for informational purposes only, and do not constitute professional legal
advice. Please consult independent legal advice for information specific to your country and circumstances.
BizzBee is not liable to you in any way for your use or reliance on these guides.
There are various legal and governmental frames that are involved in the establishment of an e-commerce
based business. These are some of the legal requirements that enable legal and ethical functioning in the
diamond/jewellery industry:
1. Whether you are launching a shop or a stall, you will need a license from your local council.
Councils vary in terms of their requirements but you usually have to pay a small fee. You may also
have to pay business rates, which depend on location and size so make sure you get in contact
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with your local authority before taking any steps forward. There are also a couple of business
owner taxes to be aware of. For instance, as a self-employed individual you will have to complete
a self-assessment within three months of trading and then a tax return assessment at the end of
each year – you’ll need to do this is through the HM Revenue & Customs (HMRC) website. You
will also have to pay National Insurance contributions, also to the HMRC, so check out its website
for information on both.
2. Kimberley Process - The Kimberley Process is an international certification scheme that regulates
trade in rough diamonds. It aims to prevent the flow of conflict diamonds while helping to protect
legitimate trade in rough diamonds. The Kimberley Process Certification Scheme (KPCS) outlines
the rules that govern the trade in rough diamonds. The KPCS has developed a set of minimum
requirements that each participant must meet. The KP is not, strictly speaking, an international
organization: it has no permanent offices or permanent staff. It relies on the contributions – under
the principle of ‘burden-sharing' – of participants, supported by industry and civil society
observers. Neither can the KP be considered as an international agreement from a legal
perspective, as it is implemented through the national legislation of its participants.
3. Diamond Certification - A Certificate from Institute of America (GIA) or European Gemological
Laboratory (EGL USA) will provide you with all the characteristics of the diamond that you are
selling. This will allow diamond buyers to be competitive when pricing your stone, as the
certificate will eliminate any ambiguities about the stone, in turn offering you a more accurate
initial valuation.
4. Trade Descriptions Act 1968 - Trade Descriptions Act (TDA) means that traders cannot sell any
counterfeit goods or make false claims about a product.
5. Sale of Goods Act 1979 – The Sale of Goods Act (SGA) is there to make sure that what you sell is
fit for purpose and of an acceptable quality – if it is not, you are obliged to either exchange the
goods, give a credit note or a cash refund.
6. Online Selling – a set of rules that you must uphold before an online order is placed.
7. Legal requirements for an e-commerce website – the guide covers the topics of relevant
requirements that an e-commerce venture must uphold: web accessibility guidelines (The UK
Government and the Royal National Institute of Blind People (RNIB) advise that websites must
satisfy priority 1 and should satisfy priority 2 of the guidelines), data and consumer protection,
electronic commerce regulations, Payment Card Industry Data Security Standard (PCI DSS), Cookie
law and EU anti-spam laws.
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SUMMARY AND RECOMMENDATIONS

Some of the parts of the market research have been hidden due to confidentiality
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