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HOW TO STAY COMPETITIVE AND STILL MAKE A PROFIT 

As independent jewelry designers, there is really no possible way to price 
competitively with big box retailers and bigger brands.  

Big box retailers and large brands work with vast inventories, and can always 
keep their material costs low by negotiating with their material suppliers. From 
gemstones to beads, giant brands will always have a lower materials expense.  

Still, all too often, designers struggle to do just that…  

The good news?  

This isn’t the end of the road for smaller jewelry brands. 

The first step you’ll need to take in order to compete with major retailers and 
their rock-bottom prices is to determine your perceived value.  

Determining Your Perceived Value 

You might be wondering: What is perceived value?  

Perceived Value: “The worth that a product or service has in the mind of 
the consumer. The consumer's perceived value of a good or service affects 
the price that he or she is willing to pay for it. For the most part, consumers 
are unaware of the true cost of production for the products they buy.” - 
Investopedia.com  

Perceived Value Includes:  

• The service you provide  
• The originality of design  
• The quality of the workmanship 
• Extra special details like packaging, thank you note, etc.  
• Additional value adders like your story, your process, and what you do 

differently with your designs.  

Using Value-Based Pricing 

Once you understand what your perceived value is and the level of value you are 
truly offering to your customers, you must determine how to price based upon 
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your perceived value. This is known as “value-based pricing.” 

Value-Based Pricing: “A pricing strategy which sets prices primarily, but 
not exclusively, on the value, perceived or estimated, to the customer 
rather than the costs of the product of historical prices. Where it is 
successfully used, it will improve profitability due to the higher prices 
without impacting greatly on sales volumes.” - Wikepedia.org  

This pricing strategy places greater emphasis on the customer’s perceived value. 
When used successfully, your profits will improve without any change in the 
volume of sales you have coming in. 

Find your Break-Even Point 

There’s one last term you to be familiar with -- your “break-even point.” Pay 
attention, because this is a metric you’ll want to keep your eye on.  

Break-Even Point: In economics and business, specifically cost accounting, 
the breakeven point (BEP) is the point at which cost or expenses and 
revenue are equal: there is no net loss or gain, and one has "broken even." - 
Wikepedia.org 

Creative Ways to Stay Competitive 

Just because we don’t recommend lowering your prices to compete with big 
brands doesn’t mean we are against additional creative strategies to stay 
competitive.  

Think about it this way: The bigger your orders, the bigger negotiation power 
you have when purchasing from supplies.  

Here are a few of our favorite ways to optimize our Costs of Goods: 

• Do Your Research: To make sure you’re getting the most bang for your 
buck on all your jewelry making tools and materials, as well as your 
shipping and packing materials.  
 
If you can cut your materials expenses down, within reason, you’ll have 
more cash flow available, helping you focus on cultivating your perceived 
value 
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• Lower Your Overhead: Consider how you are selling your jewelry, and 
which outlets or platforms can help you lower your overhead.  
 
Is there any other cost in your business that is unnecessarily hurting your 
products?  
 
Consult your research and consider whether or not you should diversify 
your revenue streams (i.e. wholesale, trade shows, affiliates, etc.)  
 

• Diversify Payment and Shipping Methods: While not necessarily a pricing 
tip, one great way to stay competitive with big box retailers is to accept a 
vast array of payment forms, including all major credit cards, PayPal, gift 
cards, etc.  
 
You can also offer different levels of shipping from express to ground. 
Diverse payment and shipping options also help your business look well-
established, legitimate, and organized.  

Remember, lowering your overhead, is a strategy to help maximize your profits. 
We always recommend using our Advanced Pricing Formulas worksheet to 
determine your jewelry’s price.  

The #1 Way to Raise Your Prices 

After finding your perfect price point, you may discover that you need to 
increase the prices for your collection.  

For this, timing is everything… especially in wholesale. 

The preferred time to do a price increase for wholesale is at the beginning of the 
calendar year - January 1st for most, but this may vary depending on where you 
live.  

There are, however, exceptions to this. For example: if the materials and metals 
you are using have gone up in price, you may need to take action sooner. 

You should notify your buyers (especially if you wholesale) about the price 
increase as early as possible. It will build a lot of trust if you give them an 
opportunity to place orders on your jewelry before the price goes up.  



 

 
This document is owned and distributed by Flourish & Thrive Academy. It may not be sold or 
otherwise distributed without expressed written consent. | © 2016 | Flourish & Thrive Academy 

For your best buyers, you may want to offer them the opportunity to place 
orders with future ship dates (up until Jan. 1) so they can take advantage of 
current prices. 

When you do increase your prices, make sure you are prepared to answer 
questions about why you have taken a price increase. People WILL ask! 

For those of you selling direct to consumer, you can do small price increases in 
increments. For instance:  

Let’s say you notice that in order to remain profitable you need to increase your 
prices by 25%....  

You might want to do a 10% increase now, a 10% increase in a few months, and a 
5% increase a few months later.  

This way, you gradually ease your buyers into a price increase and don’t create 
sticker shock and a drop off of sales.  
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