
 

How to Protect Your Intellectual Property with a 
Manufacturer with Emma Grogory Boudah 

THRIVE BY DESIGN WITH TRACY MATTHEWS 
“When it comes to success and new partnership with your manufacturer, you want 
somebody who's invested in you and the broke of your business, not somebody who 

blindly sends it off and doesn't care what happens to your package.” 

You’re listening to Thrive-By-Design business marketing and lifestyle 
strategies for your jewelry brand to flourish and thrive. Let’s get started.  

 
Tracy: Welcome to the Thrive by Design podcast, episode number 198. Today we 

are talking about manufacturing, in particular protecting your intellectual 
property, which I knew was a question that comes up a lot. I'm Tracy 
Matthews, I'm your host today for the Thrive by Design podcast. I love 
being on here every single week teaching you guys or working with you 
guys, chatting about great conversations in the jewelry industry, helping 
you in any type of product-based industry basically. If you're in fashion or 
jewelry or whatever, all this stuff is applicable.  

                         Even though I come from a jewelry background I can help you in many, 
many ways. So please if you like what you're hearing I would love for you 
to share this podcast with your friends. I'm just going to ask for it right in 
the front, here we go. Anyway, in our Diamond Insider's community one 
question that we get a lot, and in our SOS community as well, is when 
you're outsourcing through manufacturing, how do you protect your 
designs? Like how do you know that the manufacturer is not going to rip 
you off, especially if you're shipping it overseas and you can't be there in 
person to actually check it out. 

                         So that's a great question and a lot of that requires you to build strong 
relationships with your manufacturer, but also know the things to ask, you 
know the things to do and know the right people to get in touch with. 
And also to create systems in your business. As the chief visionary officer 
of your jewelry company or whatever business you're running, it is a really 
important to get stuff like making your jewelry off your plate if you're 
someone who is interested in actually growing and scaling your business 
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and want to bring in extra revenue, because unless you're doing a really 
high-touch luxury product, it's hard to scale and grow and increase your 
income level if you're always stuck behind a workbench or doing 
everything in your business. You need to be working on your business, 
which is part of my passion for what I'm doing over at Creative Rule the 
World to help visionaries step into the role of visionary and be great 
leaders and business builders and all those sorts of things. 

                         As you're growing your business, especially when you start to get in the 
multiple six figure and seven figure range, manufacturing becomes a 
thing. I know some people like to bring their manufacturing in-house, but 
ultimately over time it can get really expensive, hiring employees, having 
all of the insurances that you need to have, making sure that your studio is 
set up properly. It's definitely an investment in your business. The cool 
thing about that is that you have a lot of control because you or your 
production manager or someone else is right there in front of the product 
all the time, and you know that you're not getting ripped off. Ripped off, I 
would say from an intellectual property standpoint. Outsourcing or 
sending your products to manufacturer is an amazing way to also be able 
to scale your business and grow at any level. 

                         So there's some sort of economy of scale as when you're just starting out 
in the earlier phases might not make so much sense to outsource to 
manufacturer, but as you grow, it could be a potential option and I know a 
lot of big houses, big jewelry houses outsource all over the world to 
different kinds of manufacturer because producing in places like Thailand 
or China or Taiwan or Bali, any of those places can be, or even India I 
should say, can be a lot more affordable and you can get some really great 
artisanal work or artisan work at a great labor investment, maybe is the 
best way to put it. But then comes the concept of like what do I do, are 
they ripping me on for how do I protect my intellectual property and how 
do I continue to grow a brand if I can't be in the factory all the time to see 
what's happening. 

                         So this is a great question, I have a really awesome guest on the show 
today, Emma Buddha of Spokes Jewelry and she's going to be talking 
about manufacturing overseas and how to protect yourself when you're 
working with the manufacturer. Before I dive into this, I want to talk a little 
bit about systems in your business because as we know, scaling a 
business requires you to get some things going, systematizing and 
outsourcing things to get them off your plate so that you can actually 
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focus on growing your business, instead of working in your business. A lot 
of times we're stuck doing the day to day, we keep getting roped back in 
because the people who work with us, or even ourselves, want to be 
control freaks about our business and it's hard to let go of things. We at 
Flourish and Thrive have really made a commitment to helping our 
designers over here work on their business so that they can get out of the 
day to day and actually grow their business instead of working in the 
business, and we help you kind of remove yourself so that you can scale 
and add extra revenue to your business and continue to grow. 

                         If you're someone who's interested in using your website and all of the 
systems that are available to actually grow and scale the business and to 
start outsourcing even your production and working on getting your 
hands out of all the pots in the business, which I think is a really good idea 
if you're serious about growing your business, then I'd love to invite you to 
join us on a strategy session.  

                         These strategy sessions are free, they are designed to help you add 10K or 
more a month to your top-line revenue and designed to help you kind of 
be the, I'm going to say it, bad ass business leader that you are and grow a 
company that you're proud of, that gives you a sense of accomplishment, 
that gives you the freedom and the rate for the reason that you actually 
got into business, and now also helps you align with your sense of purpose 
for starting a business in the first place. So if you're interested in hearing 
more about that you can apply for free strategy session, what we're going 
to do on that call is we're going to take a look at your three-year vision and 
kind of get like the high-level overview of where you want to go in your 
business. We're going to talk about your goals, we're going to talk about 
some big rocks that you want to kind of put into place, and we're going to 
talk about like your biggest wildest dreams, like if you were living in a 
perfect world what would that look like.  

                         Then we're going to take a look at your business now to kind of see what's 
preventing you from getting there, because it's funny how when you put 
things out there and you start moving towards that thing just magically 
happen, case in point, I said I wanted to be on TV, within 24 hours I had an 
opportunity to be on TV and several other media opportunities to speak 
that landed in my lap within like a very short period of time just by stating 
that intention. So when you can get really clear on what those big picture 
visions are and understand like your baseline of what's going on now in 
your business, then we can take a look at what's kind of holding you back 
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from getting there to kind of clear the way so that you can kind of 
skyrockets or reach your goals. 

                         If that sounds interesting to you, I'd love to invite you to jump on a free 
strategy session. You can head on over to 
FlourishThriveAcademy.com/strategy and we'll talk about what matters to 
you most in business and it's going to be fun. And in any case, you'll walk 
away if you get accepted for one of these sessions, you'll walk away with a 
solid plan and some action steps to kind of move forward from there.  

                         Cool, so let's move into the today's episode, and before I dive in, I want to 
introduce Emma Buddha of Spokes Jewelry. Emma Gregory Buddha is 
the co-founder of Spokes Jewelry Service, a fine jewelry manufacturer and 
service provider based in Bangkok, Thailand. Emma helps fine jewelry 
brands and designers from the U.S. and Europe to exclusively 
manufacture their collection. Emma is a graduate geologist from GIA and 
holds an economics degree from Trinity College in Dublin. Alright, let's 
dive in into today's episode.  

Tracy:  I am thrilled to have Emma Gregory Buddha on the Thrive by Design 
podcast today. Emma, welcome to the show.  

Emma:  Thank you so much and good morning to you from Bangkok. 

Tracy:  Good evening to you from New York. Awesome. I've been talking with you 
and your husband Greg, and it's just we're talking in the pre-show, it's just 
random that your name is Emma Gregory Buddha but his name is 
Gregory Buddha. 

Emma:  It is. 

Tracy:  I thought you were just taking his like full name and adding to yours.  

Emma:  No, it's just a coincidence, but as he says, he's never going to say my last 
name where it'd be like Gregory squared or something. 

Tracy:  That's super funny. Well, I was introduced to Greg a while back. I mean 
you guys have been in our jewelry marketing help group for a while, and I 
was introduced to Greg through Chris Reynolds, I think, a months ago, but 
I thought I was introduced to him before, for some reason, and we're 
talking about getting you guys on the show to talk about manufacturing, 
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because you guys have a, would you consider it a small batch 
manufacturing in Thailand? 

Emma:  We do, we're a fine jewelry manufacturer and we do specialize particularly 
in high end and small batch manufacturing, which is not typical for right 
here. Bangkok is a major global hub for jewelry manufacturing, for 
gemstone trading and gemstone cutting also, and that's why we're 
located out here, it's a really great mix of skill set, because the Thais have 
been manufacturing fine jewelry for generations, unlike a lot of other 
countries, and also it's a good balance of skill set and access to raw 
materials. We're manufacturing out here. We've been in business since 
2012, but we purposely have been out here in Thailand for over 12 years. 

Tracy:  Awesome. Oh my gosh, I have so many questions to ask. Can't wait to dive 
in. Before I do, tell us a little bit about your background, just like abridged 
version about how you kind of like fell into this business. 

Emma:  Well for me I am the magpie, I'm the gemstone nerd, I'm a gemologist 
from GIA. I'm also doing appraisal into the British system, and for me it's 
all about those gemstones. I just love them and I love to bring the best in 
them. I got into gemstones in Tanzania where I spent a gap year teaching 
English many, many years ago, and Greg was a marine security guard at 
U.S. embassy there in Tanzania, and that is where we met. That might be 
familiar to some of you, that was the embassy that Osama bin Laden 
bombed in 1998 and Greg was part of the security team sent to deal with 
that.  

                         Our history is very much travel and sort of global events and we have been 
traveling ever since, and mostly with the jewelry business, this is definitely 
where we like to be... I think we would do this even if we weren't paid, it's 
definitely a passion for us. Really, we came out here to Bangkok under 
different jewelry companies, diamond site holder in fact, we moved from 
Antwerp in Belgium and then in the diamond district there, and when we 
came to Bangkok in Thailand, we realized that there really is a gap in the 
manufacturing end of things.  

                         There's plenty of factories that will service big name brands, and then 
there's these tiny little sweatshops, frankly, maybe they're run by one 
person or they have very low standards. We said there's got to be space in 
there for ethically treated, well-treated, well-trained staff and craftsman to 
be able to manufacture for jewelry brands all over the world who are 
looking for that skill set that we have here in Thailand, but we also want 
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that Western customer service and understanding of western aesthetic, 
we'll say, so that is really where we've come to occupy Spokes Jewelry, and 
we do everything from design, 3D printing to casting, full service 
manufacturing, either samples or repeat production. So that's [00:11:50] 
and hand polishing, photography, gemstone cutting and sourcing, 
because it's all available here.  

Tracy:  [00:11:57 inaudible, laughter]  

Emma:  You know, that's the thing is, when somebody comes to you and says I 
need 3D printing, well you know they need casting too, and they need to 
finishing, it and if you do it all under one roof, you know that it's not going 
here, there and everywhere. Your designs are being protected, and also 
there's a sense of ownership from start to finish, that when you're fully 
committed to the whole process you're going to care more about how 
one process and how not making it too heavy is going to make sure that 
we have a sellable earring that isn't heavy on the ear, for example. Just 
keeping in mind that when earrings are made too heavy for people to 
wear comfortably, I think as a manufacturer, that's where you should step 
in and go, "Guys, this 25 grams, that's way too heavy." We want that 
collaboration of let's get it down to 10, 12, something like that for a large 
earring.  

Tracy:  Right, right, that's awesome. We'll dive into it a little bit more later, but I 
wanted to kind of start backwards, because today I really want to talk 
about designers who are thinking about maybe starting to outsource to a 
manufacturer, whether it be somewhere in the United States or overseas 
or something like that. And first of all, like how do you know when it's time 
to take that step and then also like how do you protect your designs once 
this happens? These are questions that we get all of the time. My first kind 
of question for you is as you're growing your jewelry business, like most 
designers they start out because they love making or designing jewelry 
and then their growth becomes limited at a certain point, because if 
they're doing everything, their ability to actually grow their business kind 
of stops at a certain point. When, in your opinion, is it time for someone to 
start working with a manufacturer? 

Emma:  Okay, that is a great question. Certainly, the amount of emails that I get, 
because I check all the emails, I deal with everybody who comes in the 
door myself, that is a very common theme is that I'm having trouble 
meeting my requirements of my orders right now. I think it's threefold. 
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First of all, you have that limited growth issue. When your growth is 
limited I don't think it's just I can't fulfill my orders, that is a problem if your 
orders are either not being fulfilled or your turnaround time is starting to 
lose you customers, that's part of the limited growth, but the other part is 
when you don't have that time to engage in the creative aspect or the 
other aspects of your business, the marketing, the packaging, those trunk 
shows, because you're trying to do the production yourself.  

                         Then that's another aspect of limited growth, that's not just "I can't fulfill 
what I've got", but what about those potential orders that you're not even 
getting. When you're facing that dam and only you as the owner will know 
that, or the brand will know that, that's a big flag that you need to maybe 
start talking to somebody. Another time would be when you're sitting 
with the buyer, you're having a great meeting and they ask that question, 
scalability, and you've gotten that sit down with that big buyer, and 
maybe they're going to test you in [@0:14:59.4 inaudible), but this is 
potential to go national. If you can't answer that, A, they'll spot it, they'll 
see that in you, but you do need to have a sense of that scalability, where 
will I go if this is successful, do I have scalability.  

                         There's also, I think, and I recently had this, we had a designer in to visit 
with us and her problem was succession planning. She's been dealing 
with this great jeweler for years, but he's now in his 70's and he will retire. 
His eyes are getting tired and she knows that that's about to become a 
big problem, and so she's preparing for that. So we're going to transition, 
and actually in that case we're doing it with that jeweler's full knowledge 
so we have the exchange of communication and methods, so it doesn't 
always have to be like a breakup with your current jeweler. They know if 
they're limited, and they very often, because it is great relationship with 
them, they can make it part of a very collaborative team and there's no 
reason why it can't be a win-win for everybody.  

                         The last thing I would say on the growth is if you have things that you 
want to do that your current jeweler for whatever reason cannot offer, 
maybe they are too small, maybe they don't have the technology that you 
need or access to stones or, say, enamel finishing, it could be anything like 
that. Then you are limiting your growth in that way. If they don't offer 
something, that can be a segue into okay, you know, let's move this line 
over, we need a certain finish that can't be given by our current 
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manufacturer or current jeweler, let's talk to somebody who can. And that 
can help you smoothly transition the rest of the collection as well. 

Tracy:  Awesome. Okay, that's great advice. I mean you covered like a lot of 
different topics there, like I wouldn't even have thought of succession 
plan, but you know I work with tons of jewelers here in New York City, and 
many of them are getting old, they're really stuck in their old school ways, 
they don't want to learn new techniques, dare I say, sometimes they're a 
bit lazy, they don't want to work hard. So they do like the lowest 
minimum, like they deliver sometimes the lowest minimum of viable 
product if it's something that's complicated, and it's outside of what they 
know. I just was experiencing this with a necklace that I'm making. I told 
them exactly what I want and then they just did something that was 
easier because he was trying to get it done, and I was like, "This is not what 
I asked for." You know what I mean? 

Emma:  We can't be doing that, that's so limiting to everybody. It does happen. 

Tracy:  He is remaking it now. So anyway, I've always worked domestically unless I 
had these huge orders for like anthropology or something like that. When 
do you know it's time to switch from a domestic manufacturer to an 
overseas manufacturer and what kind of volume are we looking at, like to 
work with not just a manufacturer like you, because they're all different, 
right? 

Emma:  They are, certainly, and I think really what's happening is so many people 
have this sense of oh, it's overseas and there's this negativity that I always 
kind of am surprised by because when I walk the floors at JCK or Couture, 
I know a lot of those brands and I know for a fact that they're 
manufacturing here in Thailand, or be it elsewhere in Asia. They can be 
very, I think there's a stigma attached which is surprising to me because 
most of them do currently manufacture in Asia, and that is U.S. brands, 
European brands, global brands, they're all manufacturing here. 

                         Because frankly, there are things that are done here that have been done 
for generations and that very fine intricate work is excellent here, they're 
really very, very talented at it. In terms of volume, it's really when you can't 
handle it. You don't need the manufacturer to tell you when you can't 
handle it, you’re stuck, you're limited in your growth, then it's time to start 
looking. There are people who will do custom work, there are people who 
will do, we for example will do smaller batch orders and we've always been 
comfortable doing that because we feel like your growth is our growth. 

 
This document is owned and distributed by Flourish & Thrive Academy. It may not be sold or otherwise 

distributed without expressed written consent. | © 2019| Flourish & Thrive Academy 



 
We get in on the ground floor with you and we can grow together. What I 
would say in terms of domestic versus overseas, and this might be a shock 
to some people, but I know this, I have seen this, I've been in this industry 
for a long time and people who say that they are manufacturing in the 
U.S. whether they know it or not are very often having their pieces 
outsourced without their permission and they are being sent overseas.  

                         A lot of the pieces out of Hill Street, [00:19:31] are getting Fed Ex’ed over to 
Asia to be worked on. If you've ever wondered why it's taking six to eight 
weeks for you to get piece back, well take a close look at the products that 
you're getting back. Have you ever noticed that your production on one 
piece is completely different than the production on another, and if you 
look at your pieces, you can spot a certain, you can spot a style of setting, 
style of polishing to where you may think you're sending it to one guy, but 
you're not and you can tell very clearly.  

                         When you look at that line them up side by side, you know they're being 
done by two different people and very often they are being outsourced 
anyway. The problem, and this is my problem with that is, I think it has to 
be all about openness and disclosure, just like with gemstones and 
treatments and those things, you must be open with your customer, let 
them decide. So for anybody who's sending those pieces over, they should 
be letting you know, "Oh, I'm sending some of these pieces that I can't 
handle to somebody else." Because you as a designer, you want to know 
where is it being made and under what circumstances, under what 
conditions, you really care about that. You don't want your pieces being 
blindly sent overseas. So that is happening, and I'm sorry to be the bearer 
of bad news on that but it's been happening for a long time as it is. 

Tracy:  That's interesting. My manufacturers, I mean I doubt it because I have an 
assistant who goes in and checks on it and she sees the stuff sitting on the 
bench not being done, the reason it's taking two weeks to get it done, it's 
not because it's being shipped overseas but because they just haven't 
gotten to it. 

Emma:  That's good that you take that step, because most people can't. If you're in 
the Midwest, how often are you going to go to New York? You're not, 
you're not going to go to New York to visit your manufacturer. So I think 
that's something to be very aware of. That's one of the things I'm going to 
say is important, can your manufacturer show you that they have all of this 
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equipment, show you that, "This is my production floor, this is what this 
looks like." 

Tracy:  Wow, that's interesting; I never knew that. So do you guys do customer 
work, or is it just...? 

Emma:  We certainly do, and you know, and I think as designers it's very important 
that we look after those customers that are just their best customers and 
when they come in and they bought, they always preview our new 
collection or they will always buy for every major holiday, and you know 
who those people are, and if they come in and they want, "I want this one 
especially don't for me, I've had this idea, I really want to a sapphire 
instead of ruby." you're going to work with them, you want to service 
them. So our idea is, you know, we get to know, "Okay, this is for Mrs. X, we 
know Mrs. X is a great customer so let's make that happen for Mrs. X."  

                         That can be part of the regular repeat production is to be able to service 
those people, and I think when it comes to success and new partnership 
with your manufacturer you want somebody who's invested in you and 
the broke of your business, not somebody who blindly sends it off and 
doesn't care what happens to your package. "Hey, how did your trunk 
show go? Hey, how did your customers respond to that? Did you get any 
feedback on that new collection?" Those are the conversations you would 
want to be having with a good manufacturing partner, so that you will 
share that feedback and go, "You know what, everybody asked if it can be 
done in emerald. Can we run a sample?" "Let's do that, let's do that right 
now, let's get that out there for you." Those things I think, there's this sort 
of – you can't be blind about, "I'll just send away the order." and hope it 
comes back, but I really think that it has to be collaborative and you have 
to have a sense of trust in your manufacturer that they see that your 
success is their success, because sometimes people can be bit short 
sighted on that. 

Tracy:  Right. I had a question for you and I forgot what it was; I'll just move on to 
this next one. One thing that we get asked this all the time, like how you 
know that your manufacturer is not going to be knocking you off? So how 
do people protect their designs and their IP? 

Emma:  Great question, that's probably my number one question, I would say that 
the first question that people will ask when they're talking to us for the 
first time is, "What about my designs? How protected are they?" What first 
of all I will say is there's myth that there is no IP protection outside the 
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USA, and first of all, that's not true. Have a look into the country that you're 
looking at manufacturing in, and you will find that there are very strong IP 
laws in certain countries. Thailand is one of them. I will say China not so 
much, but for Thailand certainly you can take case and very successfully, 
we do round tables here and member of the Irish Chamber of Commerce 
and the American Chamber of Commerce, we very often have floor panels 
and we'll talk about issues like this as a business and IP protection is 
actually very strong here.  

                         First of all, there's that. Have a look into that area that you're 
manufacturing and do they have that protection. Number two, NDA is 
very important. Always get that NDA regardless of where you're going 
because it lets that manufacturer know I'm paying attention, I am not 
asleep at the wheel, I care about my designs and that you will be the one 
who will follow up. That also lets them know I'm going to make sure I 
don't touch that person's designs. They take it very seriously. Thirdly I'm 
going to say, and this is very important, I think sometimes it gets 
forgotten, your IP includes your molds, includes copies of your cads. If 
there are silver masters, it includes those, and I always like, I and fact I offer 
this to everybody, I always do this as part of the introduction, I will say, "We 
consider your molds and your cads to be your intellectual property, we will 
return those to you within a very reasonable timeframe on your request."  

                         That's a really simple sentence and people won't do that, and very often 
what we get is these heartbroken designers who compensate, "My 
manufacturer is failing me." Maybe they're failing you in Hill Street, maybe 
they're failing you in China, but they are failing you, they're not turning it 
around, they're not fulfilling your orders correctly, there's QC issues, and 
they'll come and go, "I need a new one." "Oh great, let's get going." "Do 
you have those cads, do you have those molds?" "No, they won't release 
them to me." And they have no agreement whatsoever to fall back on, and 
as a result they have to start over, and that breaks my heart because we 
can try to, but certain angles, particularly with curved pieces, now we're 
trying to recreate an angle from a sample that's already been polished 
versus proper mold, proper injective wax that we can cast. And that is 
expensive and time consuming for the brand because they're having to 
start over. 

Tracy:  What can you do if that happens? Do you like request it up front? 
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Emma:  I do believe, yes, I think absolutely any time you enter into any 

manufacturing relationship you should be saying, "I would like you just to 
confirm that if I, at my request I will receive back my molds. Those are my 
property and I will receive those back in the mail within a couple business 
days." And I think that should be part of your checklist for any 
manufacturing relationship, if those are yours. 

Tracy:  Is it easy to get a manufacturer to sign a contract like that? 

Emma:  I do all the time, I have a file folder, NDAs, as long as your arm, and I'm very 
happy to do that. NDAs, they not just cover your designs and there should 
be something in there about molds but if there isn't, get it in an email 
separately so you have another reference to that, but they also, the other 
thing they will cover is the fact that you even manufacture with company 
X. That doesn't have to be anybody's business. You certainly wouldn't want 
your competition knowing your cost basis. So for that reason, we keep our 
client list confidential and that's very important to customers of ours, that 
that happen. The other thing I will say in terms of protecting your IP, I 
think it's important that whoever you work with is not outsourcing 
without your permission, your expressed permission. 

Tracy:  How do you find that out? 

Emma:  One thing that you say is, "Okay, who owns your company, how many 
employees have you got?" One thing I do, I'm very happy to take people 
on a little Skype tour walk, have a little around so you can see, "Hi, hello" 
have a wave, "There's our cad there, there's our 3D printer, say hello to 
Nancy over there in the office and Cat who's managing our distribution." 
You say hello to them if you like, and that way you get the sense of you 
really do own this.  

                         With that, what that does is it means that okay, say I am a manufacturer 
and I say, and I do respect your intellectual property. If I'm then sending 
your pieces out to be stacked and you don't know that, you have no 
control over that person over there and what they think because they're 
not part of my company. My company might be full of wonderful people, 
and I might protect her, they might not.  

                         Make sure nothing's being outsourced, whatever you're having done is 
in-house, get an NDA, you can find them online, even a basic, very simple 
NDA, there's no reason to get too complicated. If you can't understand it, 
will anybody? And then also I think get it in writing that those molds 
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belong to me. I think one thing that tends to happen is you'll get these, 
sometimes you get manufacturers who say, "No, no, no, your molds are 
free." That makes me very nervous because the fact is they are having to 
pay to make those molds, so either they build that into the cost and hide 
it, or what they were doing is they're keeping it because you never paid for 
it, they then think that they own it. 

Tracy:  They can hold you with it almost. 

Emma:  They can indeed, because do you have any kind of record that you paid for 
these? No, you do not. I think that's a dangerous place to be, and I know a 
high-end designer who was manufacturing and didn't have that 
agreement, and lo and behold, walking through a mall one day in another 
country said, "Wait a minute, those are all my designs." That happens, so I 
think protect yourself, make it part of your checklist. "Who am I working 
with? What services do they offer? What services do they not offer that 
might have to go elsewhere? How are we going to manage that?" Be very 
open, be very transparent in that, I think that's part of your check in 
process with anybody new. And that can be in New York or overseas. 

Tracy:  That's great feedback. Now we talked a little bit about in the pre-interview, 
our pre-interview conversations about best practices, and you just 
mentioned a checklist. So what should be on that, those best practices 
and the checklists and everything so that you're making sure that you're 
getting like exactly what you asked for at the best quality and the best 
price? 

Emma:  Okay, great. Well I think you have to really look at who owns the business. 
In our case they know we're American owned. We don't have any silent 
partners, it's just myself and Greg and we're there every day, which like all 
the rest of your brands, you know you have to be there every day if you 
want it to be successful.  

                         Can you find out what services you offer, what don't you offer, who's 
working for you, can you do a little tour, can you offer me photographs, 
video or take me on a tour of your factory really quickly? It's only going to 
take 10 minutes out of your time, and I'm amazed that people don't offer 
that. We do. Also then, your NDA, find out what the policy is with regards 
to cad, molds, very important. Also, I think we are, well we're concerned 
about the ethical end of things, but how are those employees paid? I care 
about that. We have a lot of people who really take the time to ask this 
question. If the people who are making your pieces are paid a piece rate, 
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that encourages short cuts, we don't do that. We pay a salary and we think 
that's really important. Choose a goldsmith, and say that goldsmith, and 
he has a family that’s depending on this salary he's bringing home and we 
don't want him to be making short courts to try to make a certain 
number. I think it's very important that people are paid a salary so they 
can take the time they need to finish fine jewelry to a fine jewelry 
standard. No short cuts whatsoever, that they can go underneath, polish 
the underneath and things as well as the top of things. Bits that you can 
see and bits you can't. Things like that are very important. What alloys are 
they using? I do think that's also important, because I know... 

Tracy:  I was going to ask you like how do you check the quality of the gold that 
you're getting? 

Emma:  Well you can, of course, have it assayed or you can ask them to assay a 
piece, we will do that if somebody requests it, but one thing we also do is 
we're very open about the alloys that we use and who we use, we use 
United Precious Metals, for example. The great thing about UPM, it's 
American owned, is that it will list everything that goes into each specific 
alloy, and they use nontoxic alloys, no cadmium, no barium, no lead, those 
things are very important, and the things you turn your back on, well 
people are just going to take care of that for you.  

                         If you don't ask the question, they are going to do whatever they want on 
it. Those alloys make a difference in terms of people's reaction to things 
and tarnish and all of those things. Alloy is very important. Kimberley 
Process. Make sure that they say that, we only deal with the DeBeer 
diamond price holders, we don't take people walking in off the street 
trying to sell diamonds. No, thank you, and everybody has to provide a 
written commitment to the Kimberley Process.  

                         With gemstones, I use very limited gemstone cutters that I would deal 
with, where I know that they are accountable for their role, and every so 
often I’ve had an argon report done, just to double check, and that way I 
know that these people I've been working with, they're honest about 
where it came from. If they say it was Mozambique or Burma, it was, I can 
be sure that that's where it came from. For some designers it's very 
important that, hey, I don't want stones from this country. How does your 
manufacturer react to that? Can they say, "Okay, completely understand. 
Instead I can source it from this country or that country. Would one of 
those work for you?" These things, particularly for those brands that are 
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pushing themselves as an ethical brand, those things are very important, 
and I think it's asking the question, letting them know what your culture is 
and seeing how they respond to it. If they're just ignoring you and not 
answering those question, maybe you need to look elsewhere. 

Tracy:  Yeah, that's totally great feedback. Now, I have another question. This is 
the question I wanted to ask earlier. I'm sure that there is... I have two 
questions for you. When you say fine jewelry, is that just gold, platinum 
and diamonds, etc.? 

Emma:  Yes, it's gold, platinum, 14K, 18K, PT 950 or 900 and gemstones and 
diamonds, if they're necessary to the piece. For silver, I'm going to say to 
you, silver is a tough one. I think that silver brands out there, it becomes 
difficult. They tend to have very high minimums, which can be very 
frustrating, but then with silver you'll end up having a discussion about 
pennies. For us, our focus is the higher end but for silver it can be very 
tough, and I do have a lot of sympathy for anybody who is just doing silver 
and trying to manufacture as a smaller one. Maybe that's when you do 
find a local jeweler who'll work with you. 

Tracy:  Absolutely, awesome. And then, I'm sure they having something 
produced in a factory like yours in Thailand or elsewhere obviously is 
going to, you know, the labor and everything's going to be much less than 
it would be like on state here in the U.S. And I remember one of my gem 
dealers here in the U.S. saying like, "Everyone's having stones sent to 
Thailand." I personally don't do volumes, so I'm paying the expensive rate 
per stone right now, and shipping back and forth. My question to you is 
like how does shipping factor into this? What's the landed percentage 
that you have to pay on the pieces coming in?  

Emma:  Okay, well that's going to be actually the U.S. is one of the nicer countries 
in that way. It's officially 5.5%, so it ends up being slightly over 6% when 
you include various administrative fees that they do like to charge at 
customs. U.S. customs is pretty organized. The manufacturer should be 
putting in the correct documentation to make sure that it moves 
smoothly and they should be responsive to any issues that come up, if 
they request an extra piece of paper or something, and they do. Usually 
the first time, and after that it's pretty smooth sailing. How it is shipped, it 
depends on, of course, whether or not you want Fed Ex, but I wonder why 
you wouldn't. Might as well get it to you as soon as possible, so it should 
be trackable and insured. Fed Ex is usually the best for that. Not to favor 
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one shipping method over another but they are usually the best for higher 
value shipments. And then it's fine.  

Tracy:  For international at least. 

Emma:  Yes, Fed Ex works just as effectively over here as it does in the U.S. They 
really are a global company. No problems there. I was going to mention 
one thing. In terms of when you deal with a manufacturer, I have some 
advice in terms of best practices, just to follow up on that. I think there's 
two main things to think about, and one is clarity. Whether you're 
speaking to somebody in New York or somebody overseas, when you're 
communicating in design, I think it's really important to give as much 
information as you can.  

                         The reason for that is, first of all, it could get handed on down to, "Well I'm 
working on this today, I'm going to hand it over to this polisher over here." 
The more details that are included, the better in terms of, say, finish. If 
you're not somebody who can sketch, that's okay, you can find an image 
and say, "Do you see this finish? This is the finish we're looking for, nothing 
else about it." Dimensions, those things are very important, and this also 
comes back into accountability. As a designer, I do think you need to be 
accountable for your designs.  

                         Sometimes there can be this tendency to, "Well, here's the design." And 
maybe you're busy or maybe somebody just... There's this fear, I think 
there's a lot of fear. Or, "I can't make that decision, so I'm going to hand it 
off and let somebody make that for me." And that worries me greatly. If 
you're going to hand off the decision about the size, the dimensions of the 
piece that you're trying to make, well what's their impetus? Okay, I might 
sit there and go, "I think it's going to be too heavy, I think this is a good 
size." but another, somebody else, maybe someone in Hill Street goes, 
"You know what?  

                         You didn't put down any dimensions, I'm going to make it as big as I can, 
because right now I want to sell as heavy pieces I can because I need to 
make a certain number this month." When you leave those decisions 
open to chance, either discuss that with your manufacturer or make that 
decision. "Hey, my bales are 6 mm with a 4-mm hole, because I used this 
chain and this chain has a gauge of 2 mm, and it need to pass through 
and my spring ring is this shape and this size." You do need to take 
ownership over that. Have accountability for those things because when it 
comes back and you're disappointed, that's very often because if you left it 

 
This document is owned and distributed by Flourish & Thrive Academy. It may not be sold or otherwise 

distributed without expressed written consent. | © 2019| Flourish & Thrive Academy 



 
open to chance, then that's someone else's decision, and this is your name 
going on his piece, so own it. I think that's really important to own it. If you 
don't know, ask them and say, "You know what, I'm looking for a very light 
piece. I'm looking for it to be no heavier than this number of grams. What 
do you recommend for size?" So if you're stuck, ask them, but don't leave 
it wide open. I think that's very dangerous and can be very costly, both in 
terms of expense in gold, goodness knows it's all about the gold, right, and 
also in terms of time because now you're starting again or you're sampling 
again, you're missing a buyer meeting and that's no good for you either.  

Tracy:  Absolutely. Wow. Thank you so much, Emma, this has been like super 
informative. Thanks for all the great info. So tell us a little bit more about 
where we can find you, if anyone here is doing fine jewelry and they want 
to chat with you about getting some pieces? 

Emma: Absolutely. I love to chat jewelry, and as I say, advice is free and freely 
given, and you are free to ignore it. I do check all the emails myself. It's 
info@SpokesJewelry.com, our website is SpokesJewelry.com. Spokes like 
bicycle spokes because we have kind of a hob and spokes model, which is 
we want to be a one-stop shop. So, "I need this stone, I need this cad done, 
I need this style of setting, I want fishtail setting." We do all of that, and 
we're also open to experimentation, which is kind of fun. So please do 
contact me, my name's Emma and I'm always available, and even if I can't 
help, I will answer, I will do what I can to point you in the right direction 
even if it's not something we can do personally, although I hope it would 
be. So info@SpokesJewelry.com, and I'm available. That's always good, I 
can always chat and offer advice on a piece, as well, if anybody's having 
particular issues, just let me know that it's a Flourish and Thrive listener 
and then I will be there for you. 

Tracy:  So generous, thank you so much Emma for being on the show today. 

Emma:  Oh, well thank you very much. I really enjoyed it, and you know, I hope 
that there is some practical advice for everybody out there that they can 
put into practice tomorrow. 

Tracy:  Thank you so much for listening to the show today. Wasn't that awesome? 
I hope that you learned a little bit more about how you can safely 
manufacture your product and start the initial steps into really growing 
your jewelry business and maybe taking some of that manufacturing off 
your plate while protecting yourself at the same time. If you're interested 
in checking out Spokes Jewelry you can head to SpokesJewelry.com, and 
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we'll also have all the social links over on the show notes for Emily Gregory 
Buddha. And if you're interested in booking a strategy session, I'd love to 
invite you. We'll also have a link over on the show notes but you can head 
straight there by going to FlourishThriveAcademy.com/strategy. Let's do 
this guys. I am so honored.  

                        We're coming up on our 200th episode in two weeks and I'm asking you 
guys for a favor, because I want to do a special round out of awesome 
episodes. I'd love to know what your favorite Thrive by Design episode is 
and why, so I'd love for you to shoot me a direct message over, you can 
shoot it anywhere on the social media platforms for Flourish and Thrive, or 
you can just message me directly @TracyMatthewsNY on Instagram and 
tell me what your favorite episode is, and tell me the reasons why. And if 
you do this soon, I'm going to actually give someone a free coaching 
session. I'd love for it to be you, and we're going to do that coaching 
session right here on the podcast, get some free advice from me, it's going 
to be super fun. Anyway, I'm going to sign off for now. Thanks so much for 
being here today and listening to the show. Take care until next time.  

 

 

 
This document is owned and distributed by Flourish & Thrive Academy. It may not be sold or 

otherwise distributed without expressed written consent. | © 2019| Flourish & Thrive Academy 


