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The Issue: Youre a small goldsmith and
jewelry designer who has worked primar-
ily at the bench for others but now you're
interested in producing your own work for
sale. You seek advice from a consultant,
who guides you to create three collections
of 25-30 designs each, sign up for the
main jewelry trade shows, and buy adver-
tising in the jewelry trade magazines.

The Problem: You are far more inter-
ested in creating limited editions of your
work, and that’s where your talents lie as
well. This is also an extremely expensive
approach relative to your limited funds.
But the consultant you are working with
has experience only in the traditional jew-
elry industry market and the traditional
paths to that market. Her filter has caused
her to guide you away from your core
competencies.

The Solution: When working with a
consultant, it’s important to ask about her
overall experience. If the examples she gives
you point to a narrow range of expertise,
then you should ask for \',»:.am])i« s outside

:"h: »
that range. For instance, whenever som¢

R o
€ advises you about the ll;'_)n way o
something, a good question to ask 1
. sther approaches could we take

influence everything from what we order
at a restaurant to the advice we give our
children to the people we trust in our
business. In the same way, every person you
ask for advice has his or her own filters.
So you must learn how to be proactive.

But how do you ask questions about
an area that you don't have any expertise
in? It’s easier than you might think. Ask-
ing questions can provide insight into the
flexibility of the other person’s thinking and
experiences. Here are a few to consider:

“Do you have any alternate ideas?”

“l see you're proposing that we use
(All in the

blank—a software program, tool, or

approach). What are some alternatives to

this approach?”

“What other industries do you have
experience with?”

“If T don’t have the capital for this
;lppr()ach, is there something else [ can do
with the capital I have?”

“If you were going to do something
completely out of the box, something dif-
ferent than this proposal, what would it
be?”

Protecting yourself from filter-induced
bad advice takes practice, but awareness is
an important first step. Be aware of the
influence filters have on the advice you
receive, and engage the advice-giver in
exploring alternatives. Your business will

thank you.

Proudly made in
the U.S.A

See us at MJSA Expo
Booth 105

James A. Murphy Bead
50 Colorado Avenue
Warwick, Rl 02888
401.681.4400
www.jambeads.com

A division of @%ﬁmalﬂmin(#mup 401.732.6200 Warwick Rl, 02886 www.naichain.com

o all shapes * all sizes * all textures

Available in a wide varie
10k, 14k yellow, white,

Contact your sale

ty of shapes and sizes in sterling silver, gold filled,
rose and pink gold, in addition to base metal.

s representative or call us for more details




