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Turning Your Lapidary 
Hobby Into A Paying 
Business
I’m Wayne Emery and I’ve been 
fascinated with rocks and minerals all my 
life. I started in the lapidary crafts in the 
60’s in high school, and pursued a college 
education with a Bachelor’s degree in 
Geology and graduate work in 
Mineralogy at the University of Virginia. 
During those years I was introduced to 
the art of faceting by the Chairman of the 

Geology Department, Dr. Robert Mitchell, 
who was an avid hobby cutter. 

My graduate studies were interrupted by 
the United States Army in 1968 with duty 
in Germany and Vietnam. After returning 
from Vietnam I attended a trade school 
for commercial and portrait photography 
and turned to faceting to supplement my 
GI bill income. My plan was to pursue a 
career in photography. 

I had been to school to study the art and 
the business of photography, but had no 
guidance in the lapidary business, except 
in the craft itself. I lived in Tacoma, WA at 

the time where there was a thriving 
lapidary group, the Tacoma Agate Club, 
with quite a few faceters. Neighboring 
clubs included such luminaries as Robert 
Long and Norm Steele, who were always 
eager to share their knowledge. I 
imagined that I could purchase rough, cut 
it, and the jewelers where I lived, once 
they had seen my beautiful work, would 
trip over each other buying my stones. 
But that was not to be. 

I wasn’t afraid of knocking on doors and I 
showed, or tried to show, my work to 
anyone who would give me the time. 
Some did, and some didn’t, and most of 
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the ones who did look at my work were 
able to come up with all sorts of reasons 
not to buy. The stones didn’t fit standard 
mountings, they were too big or too small 
or a “funny” shape or were too expensive 
or the jewelers already had a safe full of 
color they couldn’t sell. 

Many were willing to take my stones on 
endless consignment, but not many wrote 
checks. I would have gone broke had I 
not met a talented wax carver and gold 
smith who was looking for opportunities. 
We threw in together, he carved custom 
waxes and cast the pieces, set my stones 
and we found a cheap place to rent in the 
poor part of town between a tavern and a 
bicycle shop, and put up a sign. We 
worked 7 days a week, often with no 
money for weeks, but slowly, the word 
got out and people started coming to see 
our things, and they bought them. For 
sixteen years we continued, moving to 
better locations, until one day we were 
the premier colored stone jeweler in 
Tacoma, WA, with a waterfront location 
in the wealthy part of town. 

In the early years, we would laugh, 
remarking how we could have made 
more money had we taken a job at 
MacDonald’s, and we weren’t joking. But 
we were doing what we loved, and life 
slowly got better. 

Along the way, I continued to take classes 
in sales and marketing and started a few 
other businesses along the road because I 
believe in the security of having multiple 
streams of income, even if they are 
modest. Some of these businesses failed 
quickly, some slowly and a few worked 
pretty well. 

Today, I am embarking on yet another 
endeavor brokering colored stones for 
other faceters. I hope to put the 
knowledge I’ve gained from working for 
myself for almost 40 years to good use 
helping fellow faceters sell their stones 
profitably. I never got that Master’s 
degree in Mineralogy, but I did get a few 
degrees from the School of Hard Knocks. 

Today, it’s a much different world from 
the eighties, nineties or even five years 

ago. Supply channels have changed, 
world politics has changed, the economy 
has changed and technology is roaring 
forward. 

The lines between wholesalers and 
retailers have blurred in the past few 
years. To be successful in business today 
requires an entirely different set of tools 
from just a few years ago. If you’ve been 
reading books about how to start a 
business and those books are over five 
years old, throw them away. 

Everyone’s cheese has moved. 

See: Who Moved My Cheese? by Spencer 
Johnson, M.D. - highly recommended

While the marketplace might be quite 
unpredictable right now, let’s start by 
talking about some specific basics that 
never change. There are certain 
requirements to which you must adhere if 
you hope for any chance of success in 
business. These might not be the most fun 
activities, but you ignore them at your 
peril. 

You need to check with your state, county 
and city licensing authorities to 
determine what sort of licenses you may 
need, and you need to do that first. 

Then you need to have a written and very 
specific business plan. What, exactly, are 
you going to do to generate continuing 
profit? Are you going to sell custom cut 
stones? 

To whom, jewelers or the public? Are you 
going to concentrate on repair work? 
Have you formulated a price list? How 
and when will you be paid? What about 
security? How do you plan to get clients? 
All these questions and many more must 
be answered. 

Not having a plan to refer back to 
frequently is like setting off on a lake in a 
rowboat with no oars. You’re on the lake, 
but who’s steering? If you choose to sell 
to jewelers, you will be selling your 
stones or repair services at “wholesale” 
prices, and all your jeweler clients will 
drop you like a hot potato if they find you 
selling to the public. 

P R E S I D E N T ’ S  M E S S A G E  

I’m excited to be 
taking over the 
role of USFG 
President from 
Keith Wyman. 
There is no doubt 
that Keith did a 
commendable job 
as President and 
he did it for quite a 
long time - some seven years in two 
installments.  Certainly Keith is leaving 
some big shoes to fill, but I look forward 
to doing the best I can to grow the 
organization and to provide new services 
and opportunities to the members.

My immediate goal is to begin a complete 
and total overhaul of the U.S.F.G. Web 
site. I would like to see the site become a 
state-of-the-art repository for all sorts of 
faceting information available, 
primarily, exclusively to the membership. 
I’ll be discussing these plans with the 
Board in the near future with a view to 
getting started next quarter. 

I spent a couple of weeks this year at the 
Tucson Gem Show and was able to catch 
up with some fellow faceters and USFG 
Board Members. The second year of 
USFG faceting seminars was a great 
success, thanks to Roger Dery who 
arranged a day long affair at the Old 
Pueblo Lapidary Club. Lisa Elser, Wayne 
Emery, Dalan Hargrave and Jim Renfrew 
all gave fantastic talks on relevant 
subjects - and this year everyone stayed 
warm!

The Hob Nob was also a great success 
and worthy of the memory of Art Kavan 
who was originally responsible for its 
development and ongoing presence.

If you are thinking of submitting a stone 
to the USFG Single Stone Competition 
this year its never too early to start 
working on your effort. It’s a great way 
to learn a lot about cutting and 
improving techniques. I wish each of you 
great luck if you choose to participate.

All the best... L. Bruce Jones
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Because you can get more money selling 
to the public at retail than selling to 
jewelers at wholesale, it may seem logical 
to skip the jewelers altogether. But the 
hassles of dealing with a disgruntled 
retail customer can wear on you quickly. 
Jewelers are professionals, they 
understand colored stones and make 
their buying decisions quickly and 
decisively in most cases. And they 
frequently buy a few stones at a time, 
sometimes many. Once on board, they 
tend to remain loyal customers, but will 
still buy from others. 

Retail customers may only be a once-in-a-
lifetime customer or an infrequent 
purchaser at best, but there are many 
more of them. The choice is yours, but 
you need to decide on one market. 

Before you try to interact with any clients, 
you should have certain written policies 
in place concerning taking care of your 
customers. Here are a few to consider: 

Customer pledge 
A customer pledge is a written guideline 
of what your customers can expect when 
they do business with you. It should 
include your business hours, how to 
contact you, how and when payment is 
expected, return policies, do you offer a 
credit or a refund, and under what 
specific conditions? 

Privacy Policy 
If you operate an on-line business in the 
US, the federal Trade Commission 
mandates this policy and insists that be 
easily accessible within your web site. At 
a minimum, it should include: 

How you collect information from your 
customers and site visitors. 

Details of what information you collect. 

A clear explanation of what you actually 
do with that information and how and 
where you store it. 

Complete disclosure of whom you might 
share that information with. 

Instructions for how visitors or customers 
can change or delete that information 

Credit Card Data 
Your CC policy must be in line with the 
requirements of the Credit Card Industry 
Data Security Standard. 

Failure to comply results in very stiff 
financial penalties. To find out more, visit: 

www.pcisecuritystandards.org 

How will you reach these people? Are 
you going to be a repair specialist or 
concentrate on selling stones you cut 
from scratch? Will you deal in all species 
or concentrate on one species? How do 
you intend to let jewelers know you even 
exist? 

Many cutters have found that the way in 
to the jewelry store is to offer repair or 
appraisal services (if you are qualified), 
but there is nothing as effective as a toe-
to-toe meeting with the jeweler to show 
your cutting work and to ask for the 
business. This door-to-door approach can 
be very effective but it can also be very 
frustrating to listen to all the “no” 
answers on the way to the one “yes”. 
Don’t take it personally, it’s a fact of 
business that every salesperson has to 
contend with. Think of each “no” as 
moving you one step closer to the “yes”. 

However you choose to proceed, you 
really need a marketing plan. It needs to 
be specific, concise and written down. If 
you don’t write it down, you will 
probably get lost amid all the forces 
fighting for your marketing dollar. 

I strongly suggest you get and read the 
following books: 

Your Marketing Sucks by Mark Stevens 

Guerilla Marketing by Jay Conrad 
Levinson 

Guerilla Marketing for Free by Jay Conrad 
Levinson 

They are easy to read and will save you 
lots of money, time and heartache. All are 
available from www.amazon.com or your 

local bookstore. In fact, you can just go to 
the bookstore and take notes over a cup 
of coffee, saving all that book money for 
rough!

(Please don’t tell Barnes & Noble I said 
that!) 

Of course, marketing is just the activity of 
getting people to notice you and giving 
them reasons to come to you. Once they 
get there, you have to convince them to 
buy from you so that money is 
transferred from their pile to your pile. 
Lots of people confuse order-taking with 
selling, but they are destined to come to a 
sad end if they are just order-takers and 
their competition actually possesses 
selling skills. 

Sales people are not born, they are the 
product of study and training and 
practice. This does NOT mean learning 
the art of arm-twisting or selling by 
intimidation. It means learning how to 
persuade people to WANT to take a 
certain action, in this case, buy one or 
more of your stones or purchase your 
service. 

Selling is not some manipulative activity 
where the salesperson cons someone into 
doing something they don’t want to do. 
Rather, it is the art of guiding people to a 
solution to their problems with the result 
that they make a purchase from you. 

A husband looking for an anniversary gift 
has a problem, your job is to help him 
solve it by selling him something. 

A jeweler needs something to sell so he 
can continue to make a profit. You offer 
small matched fancy shapes in pairs for 
earrings that cannot be found elsewhere. 
You POINT THIS OUT and you may have 
a sale. You solved his problem (or one of 
them, anyway.) 

Get the idea? 

I strongly suggest that one of the best 
things you will ever do if you wish to 
enter business is to learn how to sell. Dale 
Carnegie offers some of the best selling 
courses in the world. They are concise 
day or week long classes and are one of 
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the best investments you’ll ever make. 
You can learn more about these excellent 
classes at www.dalecarnegie.com.

Also, Jeffrey Gitomer’s Little Red Book of 
Selling is a classic that is easy to read and 
entertaining as well. 

I used this book to train a team of four 
salespeople at a company where I had 
been hired as Sales Manager despite 
having no previous experience as one. In 
seven years, this company had never 
made more than $600,000 in annual sales. 
Throwing out their old system, we re-
built the sales effort from the ground up, 
using Mr. Gitomer’s book, and we 
doubled sales the first year and nearly 
doubled them again the second year. Get 
it and read it. Jeffrey’s book is available at 
www.amazon.com. 

A ground-breaking and best-selling book 
that is becoming a classic is Selling Sucks 
by the great sales and marketing trainer 
Frank J. Rumbauskas, Jr. It’s an easy read 
and very eye-opening and I highly 
recommend it. Again, it can be found at 

www.amazon.com. 

At some point, you have to make a 
conscious decision about your target 
market. Are you going to concentrate on 
local clients, regional clients or 
nationwide clients? Many people think if 
you just start a business, people will 
come. Actually, they won’t. You have to 
find them, persuade them, and once they 
get where you want them, you have to 
sell something to them. 

Will you set your stones in jewelry or 
have someone else do it for you, or will 
you concentrate on loose stones? Many 
jewelers have found it very difficult to 
sell loose stones because many customers 
just can’t visualize the stone in a finished 
piece of jewelry. It’s true, I struggled with 
it for many years. 

If you choose to set your stones in simple 
(or complicated) settings, I strongly 
suggest you find a local jewelry repair 
specialist to set your stones for you, and 
perhaps even provide the mountings. As 
a business person, you can expect to pay 

wholesale prices for this work, especially 
if you present multiple pieces at one time. 
I suggest you stay away from the simple 
snap-in type mountings, as these are not 
secure and still require professional 
finishing and polishing to look good. Let 
the people who really know what they 
are doing do THEIR craft, you 
concentrate on YOURS! There are only so 
many hours in a day and if you are a 
cutter you need to be cutting! 

Will you have a physical location that 
clients can visit or you will work out of 
sight of the public? What about security, 
your own and the security of your or 
your clients’ goods? 

If you plan on a retail location, however 
small, welcome to the world of high 
security safes, alarm and video systems 
and insurance companies. 

Or will you stay small and low key, 
keeping inventories low and working 
from the comfort of your own home? 

If you work at home, I advise you to keep 
quiet to friends and neighbors about 
what you do or where you do it, if you 
keep valuables on site. It’s really no one’s 
business and the reality of it is that the 
bad people don’t respect you or your 
family. Be safe, not foolish. And invest in 
a good safe. 

All these questions and more have to be 
answered, but you can, and should , try 
to answer them at the beginning. Start 
small and grow into those larger 
decisions. Meet other people in the same 
profession, ask how they address those 
problems, join a local business group, 
make your own decisions according to 
what you can afford right now. 

You may, and probably will, start out 
being the cutter, the phone answerer, the 
janitor, the shipping clerk and the book 
keeper, but you will soon realize that 
when you are doing those tasks that all 
businesses require, you’re not at the 
bench producing something that makes 
money. Remember, and keep this close to 
your heart and head: 

All those tasks can make you feel self-
important but they are simply overhead 
and they all COST money. The only way 
to MAKE money is to produce a product 
or service that pays for all that overhead 
and leaves you something to eat on and 
re-invest in your (hopefully) growing 
business. In other words, if you’re not 
cutting, you’re not making money, so 
miss no chance to be efficient and swift. 
There are only so many hours in a day, 
and shipping and record keeping can take 
up considerable time. Welcome to the 
entrepreneur’s 60-80 hour work week! 

I recommend you think long and hard 
about these things, because they are the 
realities of owning your own business, 
and you may decide it’s not for you. But, 
the fact you’re here listening proves to me 
you have at least the seeds of the 
entrepreneurial spirit. 

And, the fact is, there are no real secrets 
to success in business. As any successful 
business person will tell you, it’s hard to 
defeat a positive attitude, the willingness 
to work hard, and the determination to 
persevere regardless of obstacles. If you 
really want to do it, you can, but you will 
have to earn it. 

Surround yourself with positive people, 
avoid negative thinkers. Get a good 
night’s sleep, avoid or limit alcohol and 
keep yourself spiritually grounded. 

And remember, family always comes 
first. 

Now let’s move to a discussion of the 
types of business vehicles we can use to 
get some stones or services sold. 

If you haven’t noticed, we are 
surrounded by computers and cell 
phones. Once thought of as conveniences, 
they are now necessities in the business 
world. It’s not optional. They allow us to 
create, store and transfer all manner of 
information. Younger people seem 
absolutely glued to them (and they are 
the customers of the future and RIGHT 
NOW). But technology allows us to 
market ourselves and our businesses in 
ways we could not imagine ten years ago,  
sometimes absolutely free! You need to 
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learn to take advantage of all the 
possibilities these tools provide and not 
be intimidated by them. 

These tools are, literally, opportunity 
knocking. Answer the door! 

If you’re feeling a little distant from the 
world of technology…if you don’t know 
what FaceBook and Twitter are, or don’t 
know the difference between a blog, a V-
Log and a podcast, I’d suggest you march 
to the bookstore and learn, because these 
are the tools you WILL need today to 
survive and thrive. And they are truly 
amazing! Right this minute, there are 
people roaming the junk stores and flea 
markets in your town buying up 
treasures that others have thrown away, 
photographing them and selling them at 
a profit on the Internet. And some of 
these people are making a very good 
living sitting home in their underwear. I 
think you can too, if you can learn how 
technology can help you reach enough of 
the right people. And reaching a lot of the 
right people is what it’s all about! 

Here’s a general example of how these 
high tech tools things can work for you. 

Twitter is an online social networking 
service that enables its users to send and 
read text-based posts of up to 140 
characters, known as "tweets". The 
Twitter system, free to users, generates 
over 300 million tweets, or messages, and 
handles over 1.6 billion search queries per 
day. After you obtain your free Twitter 
account, whether you are just an 
individual or a business, you add 
“Followers”, people who follow or 
answer your “tweets”. Let’s say my 
business has 100 followers (a very small 
number, by the way), and each of my 
followers also has 100 followers. If I tweet 
something interesting about my business 
(I just finished re-cutting a 41 carat deep 
blue aquamarine, let’s say) and my 
followers “re-tweet” it to their followers 
(it only takes one click), my message has 
reached 10,000 people, and it costs me 
NOTHING! If those followers “re-tweet” 
it to THEIR hundred followers, my 
message reaches a million people. Any 

chance one of those folks might want to 
become my client? 

Now, let’s say I make a YouTube video 
cutting a large Tanzanite. I can do it using 
my SmartPhone. I post it to my YouTube 
account by clicking a button on my 
phone, and, presto, the video is on 
YouTube. I post a link to my Twitter 
followers directing them to the video, and 
my video may be seen by many 
thousands of people before noon, maybe 
hundreds of thousands. This is just one 
example of “social media” at work. 

There are many social media sites, most 
are free, and each has its own personality 
and followers, but the important point is 
that they can work together to get your 
message out there for no or little money 
and very little work on your part. What 
an opportunity! 

FaceBook is a general meeting place for 
people you invite to your Facebook page, 
but it’s possible to also have a FB 
Business page which is about your 
business rather than your social life. 
People are invited to join you (“Like” 
you) and lots of interaction can take place 
there, including posting pictures, 
extended messages, interesting articles, 
videos, etc. Of course, you can “tweet” to 
your followers about news 
announcements on your FB page, and, if 
your content is creative and interesting, it 
may easily be seen by a couple million 
people. Free. 

Linked-In is a business-related social 
networking site consisting of business 
owners and professionals. Originally 
created to help professionals with 
employment searches by networking 
with other professionals, it has now 
become a trusted network of referrals for 
professional work. Perhaps people should 
be referring others to YOUR business 
there. 

Did you know you can have your own 
talk radio show on the Internet? You can 
discuss whatever you want, it can be live 
or you can record it so recipients can hear 
it whenever they wish. You can invite 
guest speakers and Twitter your 

followers or your FB friends to listen in at 
a certain time. For more information visit 

www.blogtalkradio.com. 

Of course, you also have the option of 
creating your own web site to showcase 
your work and perhaps the work of a few 
others. Creating a web site is much easier 
than it used to be and there are many 
books on the subject or you can get all the 
information you need on line. Basically, 
you need to buy a domain name, which is 
just a few dollars, then you have to 
choose a host, or Internet Service 
Provider who will operate your site. You 
can hire someone to build the site or you 
can use simple templates to create 
individual pages very easily. Of course, 
again, you need to get some good photos 
of what you’re selling and that is a 
separate craft all by itself. 

I provide photographic services to a 
number of jewelers needing images of 
finished custom jewelry for their 
marketing programs, and can do the 
same for colored stones. 

EBay offers another possible venue for 
selling your work. Do you understand 
how EBay works? A simple EBay Store 
may be exactly what you need to sell 
your stones, and it’s not difficult to set up 
once you jump though a few hoops. 
Basically, EBay allows you to start a 
bidding auction on whatever you post. 
The bidding can start at $1 or you can 
place a reserve of any amount on the 
piece and set a length of time that bids 
will be accepted. Highest bid wins, 
winner sends the money, you send the 
goods. You can even set a fixed price if 
you wish, more like an ordinary store. Of 
course, the EBay folks get their cut, but it 
runs about 15% or more on a sliding 
scale, which may seem high, but it’s a 
bargain compared to what it would cost 
you in time and effort to run your own 
stand-alone web site. 

Another possibility for selling your 
stones without the headache of 
maintaining and moderating a web site or 
EBay Store is ETSY. ETSY is an on-line 
market place much like a handicraft store. 
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You can sell handcrafted items there for 
0.20 cents a listing plus a 3.5% 
commission. Quite a few people sell their 
cutting work on ETSY, but the prices 
seem to be very low. 

Whether you are selling on your own 
web site, Etsy or EBay, good images are 
absolutely mandatory, because there are 
literally hundreds, if not thousands of 
folks doing just what you plan to do. 
Visitors to the web site are instantly 
turned off by poor images. You may have 
the prettiest stones with award-winning 
cutting skills, but if the picture is dull, 
fuzzy or amateurish, you lose. You will 
either have to learn how to photograph 
your goods or find someone willing to do 
it for a reasonable price. But remember, 
the goal is not to create a magazine cover, 
it is to create an image that is a very 
accurate representation of the stone’s 
color and cut. Black backgrounds and 
pure white backgrounds can alter the 
eye’s perception of color considerably. If 
the client receives the stone and it does 
not match the image, the result is often a 
lost sale and wasted time and postage. I 
suggest using an ordinary white 
background, perhaps a piece of white 
glossy photo paper. This will actually 
photograph a light gray when the stone is 
properly exposed, but it is an unobtrusive 
background and it conveys the proper 
saturation easily, unlike a black 
background. 

I have the skills necessary to make the 
most mundane dark sapphire look very 
bright and lively, but that is just lying 
with graphics. It certainly won’t make the 
recipient of the stone happy and you may 
have lost a customer for life. And 
remember how quickly we can reach all 
those Twitter and FB folks? Well, your 
unhappy customer can do the same 
complaining about your 
misrepresentation! Work with your 
photographer to be consistent in the 
background of your images and in the 
size of your images. There is no need for 
high resolution images on the web, so 
conserve space and reduce upload times 
by keeping images small and consistent. 
If you are paying someone to do the 

photography, have a clear understanding 
of who owns the rights to the final 
images. Just because you pay the 
photographer does NOT mean you own 
the images. Get the agreement, whatever 
it may be, IN WRITING. 

If you do create a web site, be aware that 
you must keep the contents up to date, 
maybe even rotating inventory that hasn’t 
sold just to keep the site fresh looking. 

Search engines that raise the placement of 
your site on the Internet hierarchy love 
changes to web pages! 

Another way to sell your stones on the 
Internet is to work with someone who 
will sell them for you for a reasonable 
commission. This is simply a brokerage 
arrangement, but it can take different 
forms. 

The broker takes on all the costs of 
maintaining the web site and marketing, 
leaving you free to do what you do best, 
cut stones. The broker is responsible for 
collecting all monies, and when the 
money is forwarded to you, you send the 
stone to the client, allowing the broker to 
keep an agreed-upon commission. You 
are free to sell your stone directly to 
anyone on your own, but if you do, it is 
important that the broker be notified so 
the stone can be removed from the site. 
Most agreements call for the broker to 
have exclusive rights to sell the stone for 
a pre-determined period of time, then 
you are free to sell it on your own 
without paying a commission. 

The broker may or may not charge a 
listing fee and/or a photography fee. 

If you sit down and analyze the costs of 
maintaining an EBay store or your own 
web site, and factor in the time away 
from the bench, using a broker may 
actually be a cheaper and less stressful 
way to go. For others, promoting 
themselves and their work in a way 
where they maintain total control is more 
desirable. You pay your money and take 
your choice, and no one says you can’t do 
both. 

One of the things you will discover is that 
as your business grows you can afford to 
hire someone to take care of the tasks you 
are not good at, take up too much time 
away from cutting or you simply don’t 
like to do. One of those first things will 
likely be the book keeping! 

In closing I’d like to say that perhaps 
you’ve found my words to have a 
negative tone. It’s purposeful. If you are 
dissuaded from charging ahead because 
you’re now aware of the multitude of 
tasks ahead of you, maybe I’ve done you 
a favor. If, however, you’re feeling 
something like “I know all that and I 
don’t care! I want to do this more than 
anything and I will not let those little 
things stand in my way!”, then I say 
you’re ready to win! 

Remember it’s attitude and desire. Dive 
in and I wish you the best of all journeys. 
See you on the road, and thank you! 

Additional recommended reading: 

A Path With Heart by Jack Kornfield 

The Gem Guide - The Industry Leader for 
Gem Pricing and Market Information 
visit www.gemguide.com 

How to Win Friends and Influence People by 
Dale Carnegie 

The Greatest Salesman in the World by Og 
Mandino (Takes ten months to read, 
seriously) 

Starting an Online Business All-in-One for 
Dummies by Shannon Belew and Joel Elad 

Twitter for Dummies by Laura Fitton, 
Michael Gruen and Leslie Poston  

Professional Blogging for Dummies by Susan 
J. Getgood 

The Power Formula for LinkedIn Success by 
Wayne Breitbarth 

The New Rules of Marketing and PR by 
David Meerman Scott 

Your Marketing Sucks by Mark Stevens 
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After battling Cancer for a number of 
years Art Kavan passed away on
November 26, 2011

If you were fortunate enough to have 
personally known Art his name brings 
many things to mind:  Friend, mentor, 
competitor.  

Thoughts from Jim Clark
I first met Art at the OPLC Hob Nob  in 
2003.  I was, at the time, fairly new to 
faceting but had already heard good 
things about him.  They were all true.  
After seeing Art and his lovely wife 
Sandy at a few seminars we gradually 
became good friends. 

Art and I frequently called each other 
when we were working on an especially 
challenging stone.  It was good to have 
someone to bounce ideas off of, and I 
truly miss those talks. He frequently had 
a fresh point of view that had not 
occurred to me, and helped to expand my 
knowledge.  He once said that the 
questions I asked reminded him of where 
he started, and things that he had 
forgotten.  He seemed to enjoy our chats 
-- I know I did. Art would give you any 
help you needed even while competing 
against you.  Always free with solicited 
advice ... with Art you'd better be sure 
you wanted the truth because it would 
come fast, short and unvarnished.  BUT, it 
was always aimed at improving your 
skills.  So even though it sometimes could 
be hard to hear, in the long run you were 
better for having heard it. He was a fierce 
competitor, but at the same time one of 
the most generous men I've ever met.  

The awards and accolades won were 
many and deserved.  Art always strived 
to be the best at whatever he was 
interested in at the time, and his interests 
were many. He had great stories, from 
inseminating hens when he raised show 
chickens (yes, there really is such a thing!) 

to events while he was flying corporate 
jets -- talk about from the ground up!  

In faceting Art set a very high standard.  
He won the first North American 
Faceting Challenge in 2003, scoring 100 
on one of the two stones.  He entered the 
International Faceting Challenge, hosted 
by Australia, six times. He was on the 

American team every time, scoring two 
team gold and four team silver medals -- 
in addition to the medals he won for 
individual stones.  

Always willing to take on a new 
challenge, Art took the helm of the USFG 
in 2004.  He served as President for four 
years, making many improvements along 

Art Kavan: In Memorium 
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the way -- including obtaining our 
current tax exempt status. 

I have had the privilege of learning from 
Art, working with him -- as VP of USFG, 
competing with him on the American IFC 
team, and counting him as one of my 
dearest friends.  He is missed.

Thoughts from Jeff Ford
Personally Art was by far my greatest 
mentor, although we never meet in 
person I also considered him a close 
friend. We frequently mailed stones back 
and forth to each other. Always the 
educator, Art would be quick to point out 
my shortcomings when looking at my 
stones. Although it sometimes hurt a bit 
to hear the truth, in the end he always 
had the best intentions to help me 
improve.

Having the privilege of examining his 
stones with a loupe first hand. One of the 
things he would say went something like 
'Any monkey can grind a stone to size, 
the skill starts once you start to polish' I 
can truthfully say the man could polish!

Art may your meets and facets always be 
perfect.

Thoughts from Tomohito Karino
I would like to say thank you to Art from 
the bottom of my heart.

When I saw his competition stone for the 
first time, I was so impressed with the 
beauty of his work. That is why I started 
faceting. If I hadn't met him, my faceting 
skill would not have made remarkable 
progress such in a short period of time.

Art was not only an excellent faceter, but 
also an excellent teacher.

Whenever I asked something, he kindly 
answered in several different ways to 
solve a problem. “It is necessary for you 
to have as many polishing ways as 
possible, because sometimes only one 
method will save you.” The words he 
said are unforgettable.

Competition is to compete with himself, 
not with anybody else. 

I was encouraged to participate in USFG 
and to have competitions. Art considered 
that the best way to develop faceting 
technique was to work effectively 
thinking of the best approach at every 
moment.

All the memories of Art are my treasure. 

He always cared about my wife and me. 
Art and his wife Sandy often invited us 
for dinner. Art introduced us to many 
wonderful cutters. He made us cozy and 
comfortable. I really appreciate all his 
courtesies, and am very honored that I 
could meet a great individual like him.

Thoughts from Victor Tuzlukov
Such a sad news! It seems that something 
great passed away with him. I can't say 
that Art was my mentor - he IS and WILL 
BE always! He is alive in our hearts, in 
our skills, in our achievements.

May your way be light, my dear friend 
and teacher!

Thoughts from Keith Wyman
Art taught me more about polishing in 
one short day than I had learned in the 
previous year on my own.  In addition he 
helped me acquire some skills that would 
come in handy in all phases of faceting.  
What a teacher!  

Art was one of the top faceters in the 
world as demonstrated by his numerous 
awards both in the US and the IFC 
competitions.   He enjoyed the view at the 
top and one of the remarkable things 
about him was his willingness to not only 
share this view but also his willingness to 
help all faceters wishing to join him there.  
You can  judge how well he succeeded  
through the accomplishments of the four 
cutters above and the improvements so 
many of the rest of us have made through 
his help. 

His legacy will far outlast our lifetimes.
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10 Workspace Setup Suggestions
By Dalan Hargrave
One of the most frequently asked 
questions I get is “How high should I 
make my faceting machine?” To answer 
that question I always respond by 
focusing on the chair first. The chair is 
perhaps one of the most critical pieces of 
equipment in any faceters workshop. The 
reason is quite simple of course. You are 
going to spend hour after hour in that 
chair and it needs to fit like a glove. Once 
you find the perfect fit chair that gives 
you support for your size, you can then 
begin measuring the rest of the setup.

Occasionally someone will ask me how 
high my chair is. Unfortunately that’s not 
much help since I am 6’9” and weigh ….. 
well, let’s just say I need a serious Papa 
Bear chair. With all this in mind, I’ve put 
together a suggestion list for setting up a 
workspace that is both functional and 
comfortable. No matter whether you’re a 
hobbyist or professional, having the 
proper setup can make faceting a more 
enjoyable experience. You might consider 
this a check list to see how your setup fits.

1. Find a suitable space you can dedicate 
to set up your shop. I happen to like the 
corner of a room so I can have shelves or 
storage space to the left or right of the 
faceting bench. 

2. Get an office chair that fits your size. 
Raise the chair so that your knees are bent 
as close to 90 degrees as possible. Find 
one that gives you back support and arm 
rest if you prefer. While sitting in your 
properly adjusted chair you can now 
begin measuring and organizing the rest 
of your setup.

3. Adjusting the height of your faceting 
machine  is the second  most critical 
measurement of all. Most people I know 
have grabbed any old desk or table first 
and then tried to fit everything else 
around it. Remember this is only a 
suggestion. While sitting in your chair, 

try to imagine slightly nodding your head 
forward to comfortably inspect a stone 
mounted in your machine of choice. 
Measure the height of that stone down to 
the floor. Next measure your machine 
with the quill in your inspection position. 
( from the stone down to the work surface 
the machine sits on.) By subtracting that 
from the first measurement you took 
down to the floor, you now have the 
height your work surface needs to be.

4. Now you can begin looking for a 
suitable piece of furniture  for your 
faceting machine. You might consider 
building your faceting machine into a 
desk or counter top or even building a 

custom fit desk. You can always add 
support blocks or extend or shorten legs 
if necessary to achieve the proper height.

5. Proper lighting can have a huge impact 
on the whole process. I recommend 
having an overhead light to light the 
whole area and a movable flex or arm 
type of light for inspecting facets as you 
go. A flourescent fixture is adequate to 
light the general area but not for 
inspection. Inspection lights are highly 
subjective to the user. I prefer a single 40 
or 60 watt soft white light bulb. Knowing 
how to use it is subject for another 
discussion.
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New U.S.F.G. Officers: Highlight on Dr. Howard Bromley, Newsletter Editor
In January, some new officers were elected to positions on the USFG Board of Directors. L. Bruce Jones took over as 
President, Dennis Anderson as Secretary and Michiko Huynh joined the Board. Dr. Howard Bromley is the new newsletter 
editor. A bit about Howard in his own words:

I am a physician, with board certifications in Anesthesiology, Critical Care and Pain Medicine.  I have worked all of my career in 
academic medicine, in primarily indigent care hospitals and the Veterans Affairs system.  I am also a Colonel in the Army Reserve, 
following in the footsteps of my father, his brothers and his father before him.  I have served in both Operation Desert Storm and most 
recently Operation Enduring Freedom.  Additionally, I have an MBA in Health Care.  

I like a challenge and I also like to work with my hands, learning carpentry from my grandfather and later rebuilding automotive engines.  
That may be why I was drawn to faceting.  While cleaning the garage one bright Spring morning, my wife asked me what I was planning 
on doing with all my crystals (mostly quartz), and I responded that they could be cut into gems for her to wear.  That seemed to peak her 
interest! Soon thereafter, she purchased an American Facetor machine for me.  That was the summer of 2009 and I was hooked!  I 
obtained Gram's "Learn to Facet the Right Way", found a virtual mentor, Will Smith in Nashville, and was on my way.  After my first 
"good" stone (Gram's Easy Eight cut from a glass marble), I decided to "upgrade" and purchased a Graves Mark 5XL.  When I started to 
facet my first stone on the Mark 5, it felt like I had jumped from the Jurassic Period to present day overnight! I currently own two Mark 
5XLs, but have a Facette GemMaster II on my “wish list”. 

In the Spring of 2010 I was deployed to Fort Campbell, KY and I took my faceting machine with me.  Fort Campbell was only one hour 
from Nashville, and I was fortunate to be able to attend a number of Will's faceting classes and get one-on-one teaching.  He also 
challenged me to enter the USFG 2010 Single Stone Novice Competition, and I attained certification. From that point on, I chose to cut 
all of my stones as if I was in a competition. 

I learned about the Australian 2012 International Faceting Challenge competition when I first read about it in the Fall of 2010, but I did 
not qualify.  When I received certification as a Pre-Master in the USFG 2011 competition, I quickly submitted my entry and was accepted 
as a member of Team USA for the IFC just at the wire on August 31. 

It is a special honor to be the newsletter editor of the USFG. With the USFG members’ help, I look forward to more interesting and 
educational issues.

I may be contacted by email at hrbmd22@gmail.com.

Howard R. Bromley, MD, MBA

6. While sitting in your chair with your 
machine situated at the proper height 
you’re ready to start accessorizing. I 
suggest you start with lap storage. The 
word here is “ convenience group”. You’ll 
be changing laps frequently and you 
want them close, easy to get to and 
protected. It’s best to locate this area out 
of the splash zone to minimize 
contamination. As a rule, if my laps are 
stored in a cabinet or on shelves I keep 
the coarse grit laps lower than sanding 
and those lower than polishing. This 
helps fight contamination since particles 
fall down not up.

7. Continue accessorizing with a 
dedicated dop station. This is where I 

prefer a corner with a shelf mounted at 
the proper height for you, to use for 
dopping stones and dop storage. This 
should be a secure location where things 
won’t get disturbed if you use glue 
dopping methods or where you can store 
dopped stones waiting to be cut. Some 
place where the cat can’t knock them 
over. Ask me how I know that.

8. Now let’s think about chemical storage. 
Many of the chemicals used in faceting 
can be dangerous to children and even 
adults who use them. Having a secure 
cabinet or drawer is a must. For spray 
bottles with diamond, cerium, denatured 
alcohol and so on, you will want to keep 
them close at hand for use, however, they 

should go back in storage for safe 
keeping when not in use.

9. To finish accessorizing you might want 
a drawer for tweezers, gages and various 
other hand tools you will use while 
faceting.

10. Additional equipment you will use 
includes a trim saw. This is one piece of 
equipment I don’t mind being located 
some distance from the faceting machine 
since it tends to make a mess wherever it 
is.

Again, these are only suggestions for 
those who don’t know where to start with 
a setup. The most important thing is to 
take the time to make your work area fit 

mailto:hrbmd22@gmail.com
mailto:hrbmd22@gmail.com
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I faceted my first stone in 1975 when I 
was in college at Trinity University in San 
Antonio, Texas. My interest in gems led 
me to a degree in geology and ultimately 
to a doctoral program in Mineralogy and 
Solid State Physics. Along the way I 
studied gemology at G.I.A. and other 
institutions and from 1979-1985 I ran a 
successful gem lab in Seattle, Washington 
and Moraga, California. With the labs I 
looked at thousands of high quality gems 
of all types and descriptions, including 
some important collections world-wide. 
For a time, most of the high value pieces 
that were pending accession at the 
Smithsonian went through our lab and 
we also did considerable work for the 
major auction houses. By the time I left 
the gem business altogether, I was feeling 
a bit jaded.

Fast forward 20 years and my interest in 
research gemology was rekindled. About 
the same time I came across 
contemporary concave and fantasy 
cutting and I was completely impressed. 

In the 80s I had spent time in Idar 
Oberstein and became familiar with the 
work of Berndt Munsteiner, but at the 
time the idea of trying to learn such 
advanced techniques was too daunting to 
make the attempt. Years later, learning 
about the OMF was enough to draw me 
back into faceting.

I recognize that some people are 
unimpressed with concave and fantasy 
cuts, but I have to say that I am not one of 
them. I think this type of cutting elevates 
the sheer impact of gemstones to an 
entirely different level.

My foray into concave cutting with an 
OMF was not without difficulty. I had 
real problems trying to gather any 
instructional info on the techniques used 
and cutting patterns specific to the OMF 
seemed almost impossible to find. I really 
struggled with polishing concave facets 
as well, which lead to a lot of 
discouragement. I have to say that the 
time I spent polishing concave facets - 

easily 20 times greater than polishing an 
equivalently sized flat facet, made me 
appreciate the end result even more.

This year in Tucson I was fortunate to 
hear Dalan Hargrave speak on fantasy 
cuts and to later have the opportunity to 
speak to him on the subject. He gave me 
some great tips and his attitude toward 
sharing information is entirely refreshing 
and unique. So, I returned home with 
batteries recharged.

In my personal opinion, Dalan is the 
master of the craft. His work has been 
widely copied without attribution and his 
generosity has been abused, but that has 
not stopped him from writing a book on 
concave and fantasy cutting that is 
certainly widely anticipated.

I wanted to publish some examples of 
concave and fantasy cuts. A call for photo 
contributions was not very successful, but 
what follows are a few examples of the 
type of work currently being done.

O.M.F. & Fantasy Cut Examples
By L. Bruce Jones

An earlier fantasy cut by Berndt Munsteiner from 1986 A recent fantasy cut from John Dyer

http://www.gemselect.com/other-info/gemstone-art.php
http://www.gemselect.com/other-info/gemstone-art.php
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Above and right: The work of Charles McCoy

Above three examples: Work of Charles Flynn
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Above: The work of Jack Sexton
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Above and below: The work of L. Bruce Jones
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Above and right: The work of Dalan Hargrave
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Photos from the USFG Faceting 
Seminar & the Hobnob in Tucson

Keith Wyman had some nice words to say about the late Art Kavan at the HobNob held at the Old Pueblo Lapidary Club during this year’s Tucson Gem 
Show. Art was responsible for starting the HobNob and made it a great social event for years.
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The HobNobThe HobNob

Two Charlies Enjoy the Hob Nob
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Roger Dery is the man responsible for roping the talent into 
presenting at the U.S.F.G. faceting seminar held at the Old Pueblo 
Lapidary Club during the Tucson gem show.

LISA ELSER who spoke on heat treating rough with a relatively 
common kiln. Lisa discussed techniques that can be accomplished 
between 425° and 700° C in the kiln as well as free-heating with a 
jeweler's torch. She gave us guidelines for heat treating zircon, aqua, 
topaz, tourmaline, amethyst and tanzanite. It was a very informative 
and well delivered talk.

WAYNE EMERY spoke about turning your hobby into a paying business. 
This was a very complete presentation, delivered in extraordinary style 
by Wayne. If you haven't heard him speak, try to get to one of his talks 
as they are as entertaining and engaging as they are informative. He is 
also making his presentation available as a .pdf file and I am certain 
everyone in the room signed up to receive it.

DALAN HARGRAVE gave a great talk with hands on demo and samples on 
fantasy cutting. Dalan's extraordinary goldsmithing abilities coupled 
with his incredible and unique cutting skills make him, for my money, 
the most gifted gem and jewelry artist on the planet. And, unlike others, 
Dalan is completely willing to share all his knowledge on the subject - 
making him not only talented, but a genuinely superior and generous 
spirit. Dalan effectively lifted the shroud of secrecy that seems to 
characterize fantasy and concave cutting and he showed some 
wonderful examples in addition to demonstrating both the OMF and the 
Fantasy equipment. It was a great talk that has those of us that do 
concave cutting positively salivating over the upcoming release of his 
new book on the subject.
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Extending Tilt Limits
by Howard R. Bromley 

JIM RENFROW spoke about his adventures in teaching faceting in 
Afghanistan. Unfortunately I was not able to stay for this presentation 
but I understand that it was unique and informative.

Photos by Keith Wyman. Text by L. Bruce Jones.

When I first started faceting, I surfed the 
internet incessantly attempting to find 
and read everything that I could on the 
subject.  At some point, I came across 
Bruce Harding’s article, “Faceting Limits” 
originally published in 19751. I read and 
re-read that article, and cut a few stones 
using Mr. Harding’s recommendations.

Recently, Jim Perkins has been writing 
about faceting limit angles in various 
media including print and the internet 
(US Faceter’s Guild).  His recent article, in 
conjunction with Bruce Harding2, again 
showed the chart that lists the pavilion 
slope angles of various materials versus 
maximum angle of tilt without 
windowing (See Table 1). Even though I 
had seen this chart many times before, for 
the first time I truly “saw” the chart. I 
have a mathematics background and I 
was always able to see patterns.

The pattern in the chart stood out easily: 
each windowing angle increased in an 
amount equal to the Refractive Index (RI) 
of the gemstone as the pavilion angle 
decreased. In order to visualize it better, I 
entered the data in an Excel© spreadsheet 

and had Excel© draw the graph for me 
(see Figure 1).

The lines of each of the colored gem-
stones are parallel to each other and 
appear to be straight lines.  The curve for 
diamond is not a straight line, rather it is 
closer to a power curve.

From the graph, the slopes of each line 
can be determined and two things can be 
easily deduced:

1. Tilt angles not found in the original 
table can be calculated, and

2. Data for tilt angles of other gemstone 
materials can be determined.

 Again, using Excel© to compute trends 
and their respective equations, the 
following graph was made (Figure 2), 
without the curve for diamond. Recall 
that a line can be drawn using the 
equation y = mx + b, where m is the slope 

RI 1.55 1.58 1.62 1.67 1.72 1.76 1.85 2.42

Material Quartz Beryl
Topaz

Tourmaline
Peridot

Spodumene
Spinel

Corundum
(garnet)

Zircon
YAG

Diamond

43 4.4 5.9 7.9 10.4 12.9 14.9 19.3 50.5
42 2.8 4.3 6.3 8.7 11.1 13.1 17.4 47.0
41 1.3 2.7 4.7 7.1 9.4 11.3 15.5 43.7
40 1.1 3.0 5.4 7.7 9.5 13.6 40.6
39 1.4 3.7 5.9 7.7 11.7 37.6
38 2.0 4.2 5.9 9.8 34.7
37 0.4 2.5 4.2 7.9 31.8
36 0.8 2.4 6.1 29.1
35 0.7 4.2 26.4

Maximum	  Tilt	  Angle	  without	  Windowing

Pa
vi
lio

n	  
M
ai
n	  
Sl
op

e

Table 1: Pavilion Angle vs. Maximum Tilt
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and b is the Y axis intercept.  The 
equation for each line is listed above the 
line.

It’s no coincidence that the slope of each 
line is equal to the material’s Refractive 
Index.  The RI is defined by Snell’s Law 
as the sine of the angle of incidence in air 
(the faster medium) divided by the sine 
of the angle of refraction (the slower 
medium within the stone).

Because the lines are parallel, the Y axis 
intercept point must be different for each 
line.  Thus the line for quartz (on the 
bottom) has a Y axis intercept that is less 
than the intercept point for zircon (top 
line).  The average intercept point is 
-61.996 with a standard deviation of 
0.528, less than 1% of the average.  Thus, 
using this point for the calculation of 
future slope lines is acceptable.

Now we know “m” and “b” and can 
determine the equation for any material, 
using the pavilion angle as “x”.  For 
example, let’s write the equation for cubic 
zirconia (CZ) with an RI of 2.17: y = 2.17x 
– 61.996. Using this equation, we can now 
fill in the data for CZ’s pavilion angles 
and tilt (Table 2). I’ve also added pavilion 
angles down to 30° and up to 45° for 
other materials:

What does the above information tell us? 
First, as the pavilion angle increases, the 
tilt of the material increases as well.  I’ve 
added pavilion angles of 44o to 50o (in 
black bold), along with lower pavilion 
angles (34o to 30o) to show the lower tilt 
angles of zircon and CZ.  Second, 
knowing the RI of any (transparent) 
material to be faceted, you can chart out 
the tilt angles for a given pavilion main 
angle.

This can be useful two ways: first, a 
material with a low RI, like quartz, can 
have a greater tilt angle if the pavilion 
angle is increased.  Obviously, this makes 
for a deeper pavilion and at some point 
would not be acceptable. But, by 
increasing the pavilion angle by 4 degrees 
from 43° to 47°, quartz’ tilt window is 
now similar to peridot’s tilt at 43°. 
!

Secondly, a material with a higher RI can 
be cut to approximate the tilt of diamond.

In table 3, I’ve placed CZ’s pavilion 
angles alongside diamond’s at similar tilt 
angles.  In order to increase CZ’s tilt limit 
to be comparable to diamond, you would 

have to cut the pavilion main angle to 
over 50°. 

In conclusion, as a faceter I now have the 
ability to adjust any colored gem’s 
maximum tilt by calculating and 
adjusting the pavilion main angle. 
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y	  =	  1.7783x	  -‐ 61.611

y	  =	  1.8883x	  -‐ 61.923

0.0

5.0

10.0

15.0

20.0

25.0

32 34 36 38 40 42 44

M
ax
im

um
	  T
ilt
	  A
ng
le
	  w
ith

ou
t	  W

in
do

w
in
g

Pavilion	  Main	   Slope

Tilt	  Limits	  for	  Windowing	  (without	  Diamond)

Quartz	  (1.55)

Beryl	  (1.58)

Topaz	  (1.62)

Peridot	  (1.67)

Spinel	  (1.72)

Corundum	  (1.76)

Zircon	  (1.85)

y	  =	  1.55x	  -‐ 62.267

y	  =	  1.7274x	  -‐ 61.419

y	  =	  1.6714x	  -‐ 61.471

y	  =	  1.63x	  -‐ 62.17

y	  =	  1.6x	  -‐ 62.9

Figure 1: Excel graph of Table 1 data

Figure 2: Linear trendline equations for each material
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However, as Jim Perkins wrote, “it is still 
up to the cutter to make choices based on 
each particular piece of rough.”

1. Harding, Bruce L: Faceting Limits, 
Gems & Gemology, Fall 1975, at http//
www.gia.edu/research-resources/gems-
gemology/issues/issues_1934-80/
fall_1975.pdf

2. Perkins J and Harding B: Tilt Limits for 
Windowing, Tips for Making Informed 
Decisions, Rock & Gem, October 2011, p. 
36.

         

     

         

Material Quartz Beryl
Topaz

Tourmaline
Peridot

Spodumene
Spinel

Corundum
(garnet)

Zircon
YAG

CZ

RI 1.55 1.58 1.62 1.67 1.72 1.76 1.85 2.17
Slope 1.5500 1.6000 1.6300 1.6714 1.7274 1.7783 1.8883 2.1700

Intercept -‐62.267 -‐62.900 -‐62.170 -‐61.471 -‐61.419 -‐61.611 -‐61.923 -‐61.996

50 15.2 17.1 19.3 22.1 25.0 27.3 32.5 46.5
49 13.7 15.5 17.7 20.4 23.2 25.5 30.6 44.3
48 12.1 13.9 16.1 18.8 21.5 23.7 28.7 42.2
47 10.6 12.3 14.4 17.1 19.8 22.0 26.8 40.0
46 9.0 10.7 12.8 15.4 18.0 20.2 24.9 37.8
45 7.5 9.1 11.2 13.7 16.3 18.4 23.1 35.7
44 5.9 7.5 9.6 12.1 14.6 16.6 21.2 33.5
43 4.4 5.9 7.9 10.4 12.9 14.9 19.3 31.3
42 2.8 4.3 6.3 8.7 11.1 13.1 17.4 29.1
41 1.3 2.7 4.7 7.1 9.4 11.3 15.5 27.0
40 1.1 3.0 5.4 7.7 9.5 13.6 24.8
39 1.4 3.7 5.9 7.7 11.7 22.6
38 2.0 4.2 6.0 9.8 20.5
37 0.4 2.5 4.2 7.9 18.3
36 0.8 2.4 6.1 16.1
35 0.6 4.2 14.0
34 2.3 11.8
33 0.4 9.6
32 7.4
31 5.3
30 3.1

Pa
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n	  
M
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n	  
An

gl
es

Maximum	  Tilt	  Angle	  without	  Windowing

Pav
Main
Angle

CZ	  Max	  
Tilt

Diamond
Max
Tilt

Pav
Main
Angle

41 27.0 26.4 35
42 29.1 29.1 36
43 31.3 31.8 37
44 33.5 34.7 38
45 35.7 37.6 39
46 37.8 40.6 40
47 40.0 43.7 41
48 42.2 47.0 42
49 44.3 50.5 43
50 46.5
51 48.7
52 50.8

Table 3: CZ vs. Diamond

Table 2: CZ added along with extra angles.

A Change in Newsletter Editors
It’s hard to believe that it has been two years since I took over from Paul Brantner as the USFG Newsletter Editor. 
Regrettably, this will be my last issue, but I am glad to be turning over responsibility to Dr. Howard Bromley who I am sure 
will be equal to the task.

Editing the newsletter has been a challenging undertaking - but like most challenging things, it has been immensely 
rewarding as well. I’ve had an opportunity to learn a lot - both from writing my own articles on  Gemology for Faceting, as 
well as from reviewing all of the very informative articles published here over the last two years. I came to the job as a 
relatively new member who knew virtually no one in the organization. Thanks to Keith Wyman’s faith in me and his tireless 
introductions to our fellow members I think the newsletters have been fairly successful and well received. 

In closing I would like to thank all of the contributors who spent a lot of their precious time to impart their unique 
perspectives to our organization. Please do continue!

Many thanks to all...  - L. Bruce Jones
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A few years ago I was approached by a 
good friend and fellow faceter who was 
struggling to design a ribbon cut for his 
wife, a breast cancer survivor. Without 
thinking too much about it, I felt like 
there should be a way to capture a ribbon 
within the facets of a pattern. I agreed to 
work on it and after a few trial efforts I 
finally arrived at what I thought would 
present a frosted ribbon within the 
faceting pattern.

The first stone I cut was in rose quartz. As 
an added bonus I entered the stone in the 
American Gem Trade Association’s  
Cutting Edge Awards. The stone placed 
third in the faceting category. The stone 
was purchased by an individual whose 
daughter had recently undergone a 
double mastectomy. This experience 
continues to move me when I think about 
the emotional aspect of a mere faceting 
pattern.

Since  colored ribbons have come to be 
widely accepted as a symbol for 
individual causes, I spent some time 
designing Ribbon Cuts in all of the 
popular shapes. These cuts might not be 
the most brilliant nor the most effective 
use of material, however, the cause they 
can represent speaks for itself. The 
Ribbon Cuts book I published has done 
well and I’m continually receiving reports 
of how these stones have blessed 
recipients and charity organizations 
around the world.

It’s my sincere desire that this first Ribbon 
Cut pattern can be used to be a blessing 
to someone near you. Therefore, it’s my 
honor to pass on this first Ribbon Cross 
Shield cut that placed in competition.

Ribbon Cut for a Cause
by Dalan Hargrave
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Ribbon Cross Shield 
 

22 
 

 
 
Angles for R.I. = 1.540 
97 + 8 girdles = 105 facets 
1-fold, mirror-image symmetry 
96 index 
L/W = 1.144  T/W = 0.833   
U/W = 0.709  P/W = 0.565   
C/W = 0.110  Vol./W³ = 0.296 
 

23 
 

PAVILION 
 1 42.50°    TCP 14-18-22-26-30-34-38-42- 
      46-50-54-58-62-66-70-74-78-82 
 2 44.00°    Start on  22-70 to .25/W, frosted  

   14-18-22-26-30-34-38-42-46- 
   50-54-58-62-66-70-74-78-82 

 3 46.00°    Start at  22-70  cut to .40/W  
   14-18-22-26-30-34-38-42-46-50- 
   54-58-62-66-70-74-78-82 

 4 41.50°    24-48-72 Optional cross, frosted 
 5 26.09°    96 Optional cross, frosted 
 6 46.00°    07-89 frosted 
 7 47.00°    05-91 
 8 90.00°    23-73 set Width 
 9 65.00°    23-73 
 10 65.00°    42-54 
 11 90.00°    42-54  
 12 65.00°    19-77  
 13 90.00°    19-77  
 14 90.00°    08-88 
 15 53.22°    08-88 
 16 50.63°    09-87 
CROWN 
 1 45.00°    08-88 8 35.00°    42-54 
 2 45.00°    19-77 9 25.00°    08-88 
 3 45.00°    23-73 10 25.00°    19-77 
 4 45.00°    42-54 11 25.00°    23-73 
 5 35.00°    08-88 12 25.00°    42-54 
 6 35.00°    19-77 13   0.00°    Table 
 7 35.00°    23-73 



24 March, 2012

Rob Kulakofsky: Color Wright
Faceting accessories at discount prices and select faceting rough. Also 
slabs, cabbing and carving rough, cabochons, beads and more!
Visit our new warehouse at the Tucson Show.

Web: http://www.color-wright.com
E-Mail: rk2@color-wright.com
Tel: (toll-free) 877-548-1439

Marsh Howard
Manufacturer of the “LL” Lightning Lap™
Lapidary solutions for the 21st Century

Web:  http://www.Lightninglap.com
          http://MagDop.com
E-mail: facetor98@yahoo.com
Tel: 423-396-9793

John Franke: Facet Shoppe
Since 1990, we promote the art of gem cutting by offering information, 
rough and cut gemstones, lapidary equipment and supplies for faceters of 
all skill levels, and maintain the Datavue Gem Design Database. NO e-mail 
— write or call for free price list.

Web: http://www.gemcutter.com
E-Mail: facet@gemcutter.com
Tel: 360-443-6313

Jerry Newman: Gemart Services
Custom gemstone faceting and lapidary service including repair/recutting 
of damaged stones. Exclusive dealer for the Vargas Pol-A-Gem laps for 
superior scratch-free gemstone polishing.

Web: www.gemartservices.com
E-Mail: gemartserv@dc.rr.com
Tel: 760-770-6599

John Kilian: The Kilian Collection
“We sell faceted gemstones, gem rough, mineral specimens, jewelry and 
decorator pieces. The site features specimen picture galleries and a picture 
chronology of my faceting activity.”

Web: http://www.kiliancollection.com
E-Mail: info@kiliancollection.com
Tel: 206-963-9065 or 520-229-3209

CJP Gems
Natural and synthetic faceting and cabbing rough and lapidary equipment.

Web: http://www.cjpgems.com
E-Mail: cjprice5052@yahoo.com
Tel: 330-878-7295

Glenn Klein, G.G.
Author, Historian, Competition Faceter. To learn about Faceting History, what 
equipment was used and what methods were used through the centuries in 
fashioning diamonds and faceting colored stones, check my website to
get information for ordering my new book: Faceting History: Cutting 
Diamonds & Colored Stones.

Web: www.glennklein.com
E-Mail: glennklein@yahoo.com

Jonathan L. Rolfe: Gearloose
Online articles illustrate how to build your own laps, faceting machines, 
digital angle readouts for existing production machines. Some examples of
Jon’s gem cutting appear & information re his BATT Lap. There are links to 
other gem cutting sites and organizations.

Web: http:www.gearloose.com
E-Mail: USFG@gearloose.com

L. Bruce Jones, G.G., F.G.A., D.Gem.G: Gemscientist
Gem research work and electron microprobe quantitative chemical analysis  
and inclusion identification. Raman confocal microscopy and x-ray 
diffractometry studies.  Free gem I.D.s on colored stones for USFG 
Members. Currently authoring book on gem instruments.

Web: http://gemscientist.com
E-Mail: bruce@gemscientist.com
Tel: +1 208-712-0172

Jean Marr: MystiCrystals, Gifts from the Heart of
the Earth
Our searchable website features information about our show schedule, 
gemstone jewelry, faceted gemstones, custom faceting, gem trees, gem 
tree supplies, facet rough, and contains articles by Jean on gemmology and
faceting.

Web: http://www.mysticrystals.com
E-Mail: sales@mysticrystals.com
Tel: 336-595-3870

John Wright: Gems by John
Step by step faceting photos & instructions, faceting rough, faceted 
gemstones, custom & handmade jewelry with colored stones.

Web: http://www.gemsbyjohn.com
E-Mail: JohnWright@gemsbyjohn.com
Tel: 859-539-2407

Paul Head: GemCadWin Tutorial
The file is in PDF format, consisting of 116 pages and 240 figures. If sent as 
an email attachment the price is $50.00. If sent as a CD by surface mail the 
price is $55.00. Pay by check, cash, or money order. Free on line assistance 
will be available for registered buyers.

E-mail: dmhpah@cox.net
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Officers 2012
President:  L. Bruce Jones  Rathdrum, ID
 bruce@gemscientist.com
Vice President: Jim Clark Mesa, AZ
  tom21r@cox.net
Secretary:    Dennis Anderson Banning , CA
  andersondja@yahoo.com
Treasurer:	 	 Jeff Ford		 Kalamazoo, MI

Board of Directors
Editor:  Howard Bromley Germantown, TN
2012-2013 hrbmd22@gmail.com
Board Member:  Jenny Clark Mesa, AZ
2007-2013 byjimenny@cox.net
Board Member:  Paul Newman Franklin, TN
2008-2013 traderpaul@verizon.net
Board Member:  Jeff White Kingsport, TN
2011-2013 jeffwhite@whitesgems.com
Board Member:  Michiko Huyn         Granite Bay, CA
2012-2013 michikoshuynh@msn.com
Board Member:  Lorne Grossman Toronto, ONT
2011-2013 lorne144man@yahoo.ca

Appointed Staff
Historian:  Glenn Klein  Lake Forest, CA
 glennklein@yahoo.com
Advisor:   Charles L. Moon Arcata, CA
  clmoon@pacbell.net
Membership: Jeff Ford Kalamazoo, MI
  jeffinkzoo@sbcglobal.net
Webmaster:  Dan Linder Concord, CA
   dan@madfrog.net

Membership/Treasurer
Jeff Ford
2410 N. 2nd St.
Kalamazoo, MI 
49009 USA
E-mail: jeffinkzoo@sbcglobal.net

Dues and Newsletter Policy
Membership cards are no longer being  issued. Need to know when your 
membership expires? Your membership expiration date will be within the 
email containing your newsletter notification.

All members receiving a DUES DUE issue will receive one more
complimentary issue bearing a FINAL REMINDER notation.

For ALL members who elect not to renew their membership (and death is 
really the only acceptable excuse), the FINAL REMINDER will be your 
final issue.

The USFG Newsletter is a quarterly publication of the United States 
Faceters Guild, published in March, June, September and December. It is 
delivered by email only, to all paid members of the Guild. Membership 
dues are an incredibly reasonable $18 per year (USD) and are payable to 
the USFG Treasurer.

Please help us grow the organization by recommending membership in the 
USFG to fellow faceters.

Opinions expressed are those of the editor, contributing members, or 
quoted authors, and do not necessarily represent the United States 
Faceter’s Guild or its membership.

The newsletter is for the express purpose of sharing information with the 
members and other faceting guilds, and has no intent to show preference 
to, or cause damage to, any person, group, product, manufacturer or 
commercial company.

Newsletter Submissions
Correspondence concerning the content of the newsletter, exchange 
bulletins and newsletters should be sent to the editor.  Items submitted for 
publication in the newsletter should be sent to the editor as well. The e-
mail address for the new editor is: hrbmd22@gmail.com

We’re always looking for new ideas and contributions to the content of the 
newsletter, so if you would like to make a suggestion or a submission, 
please e-mail the editor.

Please try to submit newsletter items no later than the 20th of the month 
preceding the publication date.

USFG Website
http://www.usfacetersguild.org/

http://www.usfacetersguild.org/
http://www.usfacetersguild.org/


UNITED STATES FACETER’S GUILD
Application for Membership

Membership to the USFG is open to faceters or people interested in faceting everywhere.  Our primary goal is to improve the 
art and science of faceting through our newsletter and correspondence.  Our secondary goal is to improve competitions and 
competition rules both in the US and internationally.  Officers are elected every two years for 2 year terms, taking place in 
even years.  Members will receive our Quarterly Newsletter - usually about 20 pages each, and the right to participate in the 
USFG activities.  The By-Laws of the USFG may be reviewed at our website.
http://www.usfacetersguild.org/docs/USFGbylaws.pdf  

Name ________________________________________________________ Date _________________________ 

Street Address _________________________________________________ Telephone ____________________ 

City, State, Zip ________________________________________________ E-mail _______________________ 

I am interested in becoming a faceter ______   I have been faceting for_________ yrs

I have a display case ____ 12 stones ____ 20+ stones ____ Educational _____ Other ______________ 

Competition experience/ Certifications:  Junior_____ Novice _____ Intermediate/PreMaster _____   Master ______ 

Which machine(s) do you cut with? _________________________________________________________ 

Do you cut commercially? ____________________________ Are you a dealer?  ______________________ 

Have you given talks or written articles on faceting? _______________________________________________ 

Special talents or interests to share? ____________________________________________________________ 

Membership (all locations) is $18 USD for one (1) year - please remit US funds only.
As a convenience members may choose to renew for multiple years at $18 per year.

Please make checks payable to the “USFG”
Mail this form with payment to:

Newsletter Delivery FormatNewsletter Delivery Format

USFG Treasurer 
c/o Jeff Ford
2410 N 2nd St
Kalamazoo, MI 49009 

Downloadable via the web
Adobe PDF - Portable Document Format
March – June – September - December

Email notification will be sent to current members with Weblink and 
password to open the document.

Downloadable via the web
Adobe PDF - Portable Document Format
March – June – September - December

Email notification will be sent to current members with Weblink and 
password to open the document.

E-mail for the Treasurer  
treasurer@usfacetersguild.org 

E-mail for the Editor editor@usfacetersguild.org E-mail for the Editor editor@usfacetersguild.org 

Please feel free to copy or use the back of this form for additional information or special instructions.Please feel free to copy or use the back of this form for additional information or special instructions.Please feel free to copy or use the back of this form for additional information or special instructions.
Membership questions may be sent to  Jeff Ford or  membership@usfacetersguild.org Membership questions may be sent to  Jeff Ford or  membership@usfacetersguild.org Membership questions may be sent to  Jeff Ford or  membership@usfacetersguild.org 

Please circle onePlease circle onePlease circle one

New Membership Renewal Returning Member

http://www.usfacetersguild.org/docs/USFGbylaws.pdf
http://www.usfacetersguild.org/docs/USFGbylaws.pdf



