[,  QUICK HACKS

For Increasing
Sales During Festive
Season




Contents

02 Collect and Collate Data

09 Customize Offers for
Each Segment

16 How to Communicate
with Each Segment

19 Offer Hacks for Driving
Sales

21 Conclusion

PAGE 1
Copyright © J K Diamonds Institute of Gems & Jewelry - All rights reserved

All content, images and logos used in this Brochure are owned or licensed by J K Diamonds Institute of Gems & Jewelry.
Unauthorized use is strictly prohibited.



Collect and
Collate Data
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>>> Create a Systematic Database of Your
Existing Customer Base

>> ) Segment Your Customers into
Categories

>>> Segment Based on Previous Purchases
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A4
Create a Systematic Database :k
of Your Existing Customer Base

Organize all customer information to
streamline targeted marketing

HOW TO DO IT?

Collect data such as names, contact details,
purchase history, and preferences.

Use tools like CRM software or spreadsheets
to store and organize this data.
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A4
Create a Systematic Database :k
of Your Existing Customer Base
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EXAMPLES

Customer A: Purchased a diamond necklace
last Diwali.

Customer B: Regular buyer of custom-
designed jewelry for festivals.

Customer C: Expressed interest in bridal
jewelry but hasn’t made a purchase yet.

WHY IT°S HELPFUL?

During the festive season, a well-organizead
database allows you to send personalized
promotions.
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Segment Your Customers
into Categories

OBJECTIVE

Group customers for more targeted
marketing efforts.

HOW TO SEGMENT?

By Age Group:

Younger customers (20-30 years) may prefer trendy and lightweight jewelry.
Older customers (40-50 years) are likely to opt for traditional or heavy jewelry
pieces.

By Location:

Urban customers may seek modern, minimalist designs.

Rural customers may prefer traditional, ethnic jewelry for religious events.
By Sales History:

High-spending customers can be targeted with luxury offers, while budget-
conscious buyers may respond better to discounts.
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4
Segment Your Customers
into Categories
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EXAMPLES

Customer D: (based in Mumbai, prefers sleek designs, and
has a history of high-end purchases): Target with an
exclusive luxury jewelry collection featuring diamond-
encrusted bracelets.

Customer E: (from a rural area, has a preference for
traditional jewelry and modest spending history): Offer
intricate gold sets that highlight cultural craftsmanship.

WHY IT°S HELPFUL?

Segmentation allows you to craft marketing
messages that resonate with each group, increasing
sales during festive seasons.
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Segment Based on
Previous Purchases

OBJECTIVE

Use past buying behavior to tailor offers.

HOW TO SEGMENT ?

Customers who purchased bridal jewelry can be

targeted with offers on anniversary jewelry.

Buyers of high-end pieces can receive
invitations to view exclusive festive collections.

Customers interested in custom pieces can be
targeted with offers for bespoke services.
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:kv
Segment Based on
Previous Purchases

EXAMPLES

Customer F: Bought a bridal set last year. You can offer
them discounts on festive collections like bangles or
earrings.

Customer G: Showed interest in engagement rings but
didn’t purchase. Reach out with a festive promotion on
diamond rings.

WHY IT°S HELPFUL?

It makes your marketing more relevant, which increases
the chance of converting those customers during the

festive season.
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Customize Offers :l':
for Each Segment

>>> Offers Based on Demographics

>>> Offers Based on Location
>>> Offers Based on Purchase Behavior
>>> Offers Based on Previous Purchases

>>> Exclusive and Intangible Benefits

>>> Voucher and Membership-Based Offers

PAGE 9
Copyright © J K Diamonds Institute of Gems & Jewelry - All rights reserved

All content, images and logos used in this Brochure are owned or licensed by J K Diamonds Institute of Gems & Jewelry.
Unauthorized use is strictly prohibited.



Offers Based on
Demographics

YOUNG CUSTOMERS (20-30 YEARS)

Offer: Trendy, budget-friendly collections like
stackable rings or lightweight pendants.

Example: Offer 10% off on diamond-studded
charm bracelets and minimalistic ring.

Intangible Value: Provide a free styling guide for
festive looks and jewelry trends.

OLDER CUSTOMERS (40+ Years)

Offer: Traditional and heirloom-inspired jewelry
like gold bangles, diamond necklaces.

Example: Waive making charges on all
traditional gold jewelry purchased during Diwali.

Intangible Value: Offer a complimentary jewelry
care kit with instructions for maintaining gold
and diamonds.
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Offers Based on :k
Location

URBAN CUSTOMERS

Offer: Modern, contemporary designs that
match current fashion trends.

Example: Exclusive early-bird discounts on
limited-edition products.

Intangible Value: Offer complimentary access to
an online styling session for modern festive
looks.

RURAL CUSTOMERS

Offer: Ethnic and cultural designs such as
temple jewelry or Kundan sets.

Example: 20% off on traditional gold sets
during Diwali, emphasizing cultural significance.

Intangible Value: Free custom packaging with
traditional motifs for gifting purposes.
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Offers Based on
Purchase Behavior

BRIDAL JEWELRY BUYERS

Offer: Matching sets or complementary pieces to
their bridal purchases, like earrings or bangles.

Example: Provide 15% off on matching bangles
for customers who bought bridal necklaces last
year.

Intangible Value: Offer a personalized
anniversary reminder service, gifting a special
discount around their wedding date.

LUXURY JEWELRY BUYERS

Offer: High-end collections with premium
materials like diamonds, platinum, or rare
gemstones.

Example: Invite top buyers to a private preview
of your exclusive Diwali luxury collection with
early access to new arrivals.
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Offers Based on :k
Previous Purchases

HIGH SPENDING CUSTOMERS

Offer: Exclusive vouchers for future purchases or
premium gifts.

Example: Customers who purchased jewelry
worth 1,00,000+ get a 15,000 voucher for
their next buy, valid during the festive period.

Intangible Value: Free lifetime jewelry cleaning
services for high-ticket customers.

BRIDAL JEWELRY INTEREST

Offer: Festive discounts on engagement rings or
anniversary jewelry for couples who previously
showed interest.

Example: Offer 10% off on diamond rings for
customers who previously inquired but didn’t
purchase.

Intangible Value: Complimentary couple’s photo
shoot when they buy engagement or bridal
jewelry during the Diwali season.
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Exclusive and :ICW
Intangible Benefits

]

GIFTING HAMPERS FOR HIGH VALUE PURCHASES

With every bridal jewelry purchase, offer a luxury
gift hamper containing curated festive treats like
scented candles, chocolates, or skincare
essentials.

LAUNCH SPECIAL EVENTS FOR LOYAL CUSTOMERS

“Diwali Jewelry Gala” - Invite your top buyers to an
exclusive evening event where they can preview and
purchase your festive collection before others
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Voucher and Membership- :k
Based Offers

AV

FESTIVE SHOPPING VOUCHERS

Offer vouchers for high-ticket purchases that
can be used in future festive seasons.
Example: 10,000 voucher for purchases above
1,00,000, redeemable during Diwali.

SUBSCRIPTION PERKS

Introduce a subscription plan that encourages frequent
visits.

Example: “Premium Membership” -
Allows customers to enjoy 5% off all year, and
complimentary polishing and early access to festive sales
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O 3 How To Communicate
with Each Segment

Effective communication is key to
engaging with your customer
segments during the festive season

PAGE 16
Copyright © J K Diamonds Institute of Gems & Jewelry - All rights reserved

All content, images and logos used in this Brochure are owned or licensed by J K Diamonds Institute of Gems & Jewelry.
Unauthorized use is strictly prohibited.



Nig
YOUNG CUSTOMERS (20-30 YEARS) %

Channels: Use social media platforms like
Instagram and TikTok/Snapchat

Content Style: Utilize trendy language, memes,
and interactive posts like polls or quizzes.

Message: Highlight limited-time offers and trendy
styles

OLDER CUSTOMERS (40+ YEARS)

Channels: Use Whatsapp majorly, then email
newsletters and direct mail for personalized
communication.

Content Style: Emphasizing the quality and
craftsmanship of the jewelry.

Message: Share testimonials and stories that
resonate with their values, emphasizing tradition
and reliability.

URBAN CUSTOMERS

Channels: Use digital ads on platforms like
Instagram and Google.

Content Style: Focus on modern aesthetics with
concise messaging that highlights exclusivity.

Message: Promote urban lifestyle jewelry, linking
designs to current trends and events.
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Nz
CUSTOM JEWELRY BUYERS %

Channels: Use one-on-one consultations via video
calls or in-store appointments.

Content Style: Emphasize creativity and
personalization in communication.

Message: Share success stories of custom
creations and invite them to collaborate.

LUXURY JEWELRY BUYERS

Channels: Use personalized invitations for
exclusive events, high-end magazines, and calls.

Content Style: Utilize sophisticated language and
visuals that evoke exclusivity.

Message: Highlight the rarity and craftsmanship
of luxury pieces, invite them to preview
collection before launch

RURAL CUSTOMERS

Channels: Utilize local advertising in newspapers,
community boards, and WhatsApp groups.

Content Style: Use simple and relatable language
with visuals that reflect cultural significance.

Message: Highlight traditional jewelry's cultural
value, emphasizing special festive offers.

PAGE 18
Copyright © J K Diamonds Institute of Gems & Jewelry - All rights reserved

All content, images and logos used in this Brochure are owned or licensed by J K Diamonds Institute of Gems & Jewelry.
Unauthorized use is strictly prohibited.




Offer Hacks for
Driving Sales

Boost your festive season sales with
these smart strategies to engage and
delight your customer

Copyright © J K Diamonds Institute of Gems & Jewelry - All rights reserved
All content, images and logos used in this Brochure are owned or licensed by J K Diamonds Institute of Gems & Jewelry.
Unauthorized use is strictly prohibited.




Nig
FOMO CAMPAIGN :k

Strategy: Launch limited-edition jewelry pieces
specifically for the festive season.

Execution: Create urgency by promoting these items
as exclusive, available only for a short time. Use
countdown timers in your marketing materials to

emphasize scarcity.

EARLY BIRD OFFER

Strategy: Reward your loyal customers with exclusive
early access to new collections.

Execution: Send out personalized invitations to loyal
customers, showcasing the latest designs before the
official launch. Offer special discounts for early
purchases to encourage immediate sales.

RURAL CUSTOMERS

Strategy: Connect with customers on a personal
level by highlighting emotional moments.

Execution: Promote collections that symbolize
significant life events, such as weddings,
anniversaries. Use storytelling in your marketing
to evoke emotions

PAGE 20
Copyright © J K Diamonds Institute of Gems & Jewelry - All rights reserved

All content, images and logos used in this Brochure are owned or licensed by J K Diamonds Institute of Gems & Jewelry.
Unauthorized use is strictly prohibited.



Nig
NO MAKING CHARGES & DISCOUNTS %

Strategy: Eliminate making charges on
diamond jewelry while offering discounts on
diamond values.

Execution: Advertise this offer prominently
during the festive season to attract
customers looking for high-value purchases
without the additional costs.

MAKE CUSTOMERS FEEL SPECIAL

Strategy: Enhance customer experience by
adding personalized touches.

Execution: Offer complimentary services like
custom packaging, exclusive invites to
in-store events, or personalized notes with
purchases to create a memorable shopping
experience.
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Conclusion
and Next Steps

The key to a successful Diwali marketing
strategy is simplicity. Focus on a few
impactful offers and customize your
messaging to each customer segment,
making each interaction meaningful and
relevant. This not only increases the
likelihood of sales but also nurtures long-
term loyalty and repeat business.

Analyze the Results: After implementing
these strategies, measure the effectiveness
of each campaign. Track customer
responses, conversion rates, and overall
sales performance for each segment.

Follow-up Strategy: Post-Diwali, maintain
engagement with your customers through
thank-you messages, feedback requests,
or exclusive after-sale offers.
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