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How are you dealing with the current downturn?

In 2008 it seemed as if my company was recession-proof.
Business was strong and moving forward. Trade in January
saw a surprisingly healthy period of rings sales retailing in the
£5000 range. It was in February that | started to be aware
that business was being affected. The first signs were that
retailers, established and otherwise, were not agreeing to
appointments. Most of the ones that did agree to an
appointment were delaying ordering until trade had increased.
This left me in a predicament as it was the time of the year
when my revenue was very dependant on stock orders.
Thankfully single customer orders through my stockists
were relatively healthy which was essential for cash flow.
The help and understanding of my own suppliers has been
crucial and | am ever thankful for their assistance.

My team made huge efforts to acquire new stockists this
year as many of the established retailers were biding their
time. This involved cold calling which | had not done for a
good few years.Whereas there were retailers that didn't
entertain a cold call, there were others, especially on catching
a glimpse of the product, who were welcoming and
interested. "It seemed apparent to me that there were a
handful of retailers who understood that although trade
may have been poor or temperamental, by not investing in
anyone’s products their trade would worsen. Their view on
the situation was that to re-engage their established clients,
engage potential new clients and enthuse their staff, they
would invest in a well-designed and beautifully-crafted new
collection. | am delighted to say that since March, we have
increased out stockists by 5%, which in February seemed
out of the question."

The past few months have actually been one of the most
valuable in my business career. Amongst other lessons, it has
taught me to be ever mindful of the finances. | fell into a
trap that when business appeared healthy, the finances did
not need as much attention. | think that coming from an
‘artistic' background as opposed to a financial or business
one, my instinct is to develop and pursue the creative aspects
of the business as opposed to the monetary side. | am
pleased to say that this has now changed in that | have a
depth of knowledge in every area of the business's finances
which has proved essential in recent months.

10 goldsmith

What are people buying?

At Andrew Geoghegan Ltd we have become renowned
for innovative engagement and precious rings. This, not
surprisingly, is where the majority of our sales have been.
The 'Reveal' ring is flying out of the shops — my aim with
this ring was to create the 'perfect' engagement ring —
timeless, innovative, flat edges but also with the perfect
balance of designer and commerciality. 50pt certified diamond
brilliants and ruby are top of the list with the ‘Reveal’.

A decision in 2008 to branch out into Cocktail Rings has
proved to be the right one. The Celestial range is selling very
well. We are sourcing some fantastic Rutile and Tourmilated
Quartz — | believe that the visible uniqueness of each stone
gives the piece a great quality.

Celestial Ring

Any interesting commissions?

Reveal engagement rings with larger brilliants (85pts+)
and marquis diamonds.

What does the internet do for you?

January 2009 saw the unveiling of our new website. This has
taken the majority of our marketing budget and we intend
to concentrate on developing the site and its ranking as our
main marketing concern. It is apparent to everyone now that
the internet is an increasingly important area for business so
it is essential that our site is user-friendly, clear but also
enthuses the customer/retailer in the product, its inspiration
and the creative process behind it.
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