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To this end the WFDB has prevailed upon diamond certification laboratories clearly and unequivocally to distinguish such items, and upon other organized trade bodies to ensure that their own members fully disclose such features, which is absolutely mandatory for members of bourses affiliated to the WFDB.
Any member of an affiliated bourse failing to make such disclosure is liable to the most severe disciplinary procedures as well as possible criminal sanctions.
The above is in line with the “better practice principles” advocated and championed by the WFDB. By dealing with a member of a bourse affiliated to the WFDB the consumer is assured of integrity and the greatest possible protection of his/her interests.”
The WFDB Executive Committee also gave the green light to a proposal that the organization co-chair an industry-wide Consumer Confidence Commission, together with CIBJO, The World Jewellery Confederation. These efforts will be coordinated by Ernest Blom, WFDB vice president 
“The Consumer Confidence Commission has been set to develop a formal framework for corporate responsibility in the international jewelry and gemstone business, with the intention of creating a system that will assure the consumer that all items contained in items of jewelry were acquired, manufactured and trade in a transparent and ethical manner,” said Shmuel Schnitzer. “As diamond bourse members, the standards that are being outlined essentially have been a formal part of our business for almost 50 years. We are keen to be able to contribute to the commission with our long and rich experience.”
In an effort to assure the proper funding of WFDB, the WFDB Executive Committee also agreed that any surpluses of funds accrued at future gatherings of the organization will be earmarked for the promotion of the WFDB’s trade activities. These measures were taken following developments at the last WFDB congress held in New York.
FROM THE DESK OF THE SECRETARY-GENERAL
A look behind the scenes at the office

that keeps the wheels of the WFDB turning

By Michael Vaughan
   WFDB Secretary General

W

hile much is being said in this 11th issue of the WFDB Newsletter about the changing role of the WFDB, as the organization becomes ever more outgoing and proactive in matters that concern the global diamond trade, the internal processes of our organization never stop working.

While most of you know that the WFDB’s Secretary-General’s Office is headquartered in the heart of Antwerp’s Diamond District, few of you have visited here or been afforded a peek behind the scenes at our organization. I am glad to offer you that opportunity.

Why Antwerp? The WFDB office is managed by the WFDB Secretary General. It is a voluntary position, just like that of the members of the board, and a very demanding one. The Secretary General is required to deal with WFDB matters on a daily basis and must be easy to reach. It is for this reason that traditionally, this position has been filled by a member of the board of one of the four Belgian diamond bourses. For example, I myself am an executive board member of the Antwerpsche Diamantkring. 

The infrastructure of the WFDB would not function as effectively as it does if the Secretary-General’s Office were to move at every congress. Moreover, a Secretary-General not based in Antwerp or in Belgium would find it very difficult to function and perform all the necessary tasks, because he or she would not be able to physically spend time at the organization’s offices and interact with staff daily to ensure that things are running smoothly.

W

hat is it I and my staff do on a daily basis? On the one hand, there is the administrative work, in which I am assisted by our Executive Secretary, Ms. Martine De Bruyne.

In addition, we are responsible for the planning and coordination of the various congresses, Presidents’ Meetings and other gatherings, all of which require a lot of careful thought and energy. In addition, there are telephone conferences and decisions to be made on a daily basis.

Then there are the various annual or biennial events that our organization revolves around. A World Diamond Congress takes place once every two years; in off years, a Presidents’ Meeting is held. It is the task of the Secretary General and the Secretary-General’s Office to give guidance to future hosts of Congresses and Presidents’ Meetings, and to ensure that lessons learned at earlier events are implemented by the hosts and organizers. The upcoming meeting that needs to be organized is the Presidents’ Meeting in Mumbai, India, November 13-15, 2005.

Moreover, the Secretary General puts together the agendas for the Congresses and the Presidents’ Meetings, as well as for the meetings of the various committees, such as the Judicial Committee, the Promotion Committee and the Executive Committee. The Secretary General also sits on all these committees ex officio. Following up on all the decisions, resolutions and recommendations passed at WFDB congresses also guarantees a lot of work for the WFDB Secretary-General’s Office.

I

n recent years, the WFDB has also taken care to develop relationships with the new diamond producers that have sprung up to challenge De Beers. The WFDB wishes to discuss with all these companies the issue of rough supply to the markets, particularly the secondary market.
One very rewarding task is liaising with new diamond bourses or exchanges interested in becoming affiliated with the WFDB. While the work in this realm is very intensive, it is wonderful that during the terms of WFDB President Shmuel Schnitzer, Vice President Ernest Blom and myself, we have seen two new members—the Shanghai Diamond Exchange and the Dubai Diamond Exchange—join the WFDB, bringing the number of WFDB members up to 25.

All in all, being secretary general is not a picnic. However, while I am like my predecessors spending a considerable chunk of my day on the job with the WFDB, I do enjoy the work tremendously.

WFDB OUTREACH
WFDB vice president addresses ‘reputational risk’ 
at colored gemstone congress in Thailand

F

or many years the World Federation of Diamond Bourses (WFDB) was considered an organization that predominantly addressed issues concerning the diamond industry itself . But the challenges facing the jewelry industry at large have irrevocably changed that approach. The need to consciously preserve and defend consumer confidence in diamonds and diamond jewelry products has thrown the WFDB’s windows wide open to the world.
As part of the WFDB’s outreach strategy, Ernie Blom, the organization’s vice president, spoke at the 11th biennial Congress of the International Colored Gemstone Association (ICA), which was held in mid-February in Bangkok, Thailand. Blom also spoke on behalf of the WFDB in his capacity as head of the Consumer Confidence Committee. He was also there as president of Sector I, Jewellery Manufacturing, Technology and Precious Metals, of CIBJO, the World Jewellery Confederation. Blom functions as the primary liaison on consumer confidence matters between CIBJO and WFDB. 
Blom’s address to the ICA Congress, was titled, “The jewellery and gemstone sectors’ ethical continuum: Mitigating ‘reputational risk’ throughout the chain of distribution.”

He first conveyed to the ICA Congress delegates and participants the very best wishes of WFDB President Shmuel Schnitzer, emphasizing the close relationship the diamond and gemstone industry and trade enjoy. “Our industries, diamonds and colored gemstones, are closely intertwined. Many of our WFDB member bourses and individual members deal both in diamonds and in colored gemstones and it is for this reason that I see so many friends and colleagues in the audience. Our businesses share a significant lot of common ground [and] …concerns and positions that our industries share,” Blom said. 
B

lom began the main portion of his address by quoting from a speech that Peter Gross, the former global head of the International Diamond & Jewellery Group at ABN AMRO Bank in Antwerp, gave at a rough diamond conference in Israel in July 2004.
“As we all know, diamonds, which are nothing more than crystalline minerals of pure carbon, have maintained their value over the many centuries on the emotional symbols of love and eternity. A diamond is forever. This has made the diamond what it is. Any threat to these emotional values is a threat to the product and the industry that deals with it. If the consumer loses his confidence and belief in these values, the product returns to its origin of being a piece of crystallized carbon with extremely limited value and application.”

Referring both to diamonds and colored gemstones, Blom said, “We are involved in a business in which the confidence of the consumer is of paramount importance. If that confidence is shaken because the reputation of the product is compromised, then the emotional value of the jewelry item—diamond, ruby, sapphire, emerald, or any other gemstone variety—will plummet. Indeed, if the reputation of any one component of an item of jewelry is brought into question, it is altogether likely that the value of the entire product will be discounted. And ‘reputational risk’ is the degree to which the emotional value of the diamond, jewelry or gemstone is threatened. It is a factor that has become exceedingly prevalent in our business over the past several years.”

Blom then posed another question: Why are diamonds, colored gemstones and jewelry so susceptible to reputational risk? 
“Clearly there are other business sectors whose actions, were they to have been judged and treated by the standards that we have become used to, would have suffered the most severe consequences. The list is long, but I will mention the oil, arms, tobacco, liquor, pharmaceutical and chemical industries as examples. Their products have fuelled conflict, generated billion of pounds worth of medical costs and exacted a terrible price in terms of environmental damage. Yet none was threatened in the way that we have been, particularly in the gemstone business—when, I would note, the actions perpetrated were being carried out by individuals outside of the legitimate trade,” Blom noted. “The reason is that all those other industries produce goods that members of the public deem as being essential to daily living—even arms, tobacco and liquor. In contrast, jewelry, diamonds and colored gemstones are considered luxury products whose value is dependent not only upon their quality and rarity, but also upon their legend and reputation.”

B

lom then spoke about the elements that comprise “reputational risk” in our business sector, going into detail about conflict diamonds, money laundering, treated and synthetic diamonds and gems, questionable assaying standards and fraudulent hallmarks of precious metals, as well as environmental and health issues. 
Another issue Blom raised was child labor. “The use of child labor is rife in the developing world. [But] this is a complicated matter, because, while on the one hand we cannot neatly transfer Western standards into a Third World environment, gross infractions exacerbated by media exposure could have very detrimental results.”

Naturally, Blom noted, this catalog of concerns “was always going to be a temporary list, since—because of our high-profile status from the perspective of NGOs, politicians and the media—other issues are likely to arise. What this means is that we have to be aware of our extraordinary status and develop means of dealing with whatever problems may arise.”

Blom then explored possible remedies or antidotes for reputational risk. Ideally, it should be the law that deals with most if not all of the various reputational risks that I have outlined, but unfortunately it does not, nor is it ever likely to provide a comprehensive solution,” he stated. “The reasons for this are many and varied. There are, of course, laws like the U.S. Patriot Act and a number of anti-money laundering laws in a variety of European countries, as well as the various legislative frameworks that were created globally in order that countries become compliant with the Kimberley Process. But, they address just aspects of the reputational risk problem. Regarding the other issues that are involved, in certain countries laws exist, but they are not always enforced, and in some countries effective laws simply do not exist. Also problems tend to arise and gain media exposure in distressingly short periods of time, long before the legislative powers have time to react. But an antidote that has become more widely used of late is that of self-regulation, backed by what is agreed upon within the industry.”

Blom said that the World Federation of Diamond Bourses does not at this stage have a singular set of ethical codes, “but it includes among its bylaws clear guidelines for many of the issues I brought up today, and is indirectly able to exert its influence over the approximately 20,000 diamantaires who belong to its member diamond exchanges. First, the individual bourses affiliated to the WFDB are required to amend their constitutions and bylaws so that they comply with those of the World Federation itself. Second, if individual diamantaires are discovered to be flouting the laws, we have through the individual bourse’s internal judicial systems the means to sanction those individuals, and then enforce the sanctions internationally via the facilities provided by the WFDB’s Secretary General’s office in Belgium. The ultimate sanction would be to suspend a diamantaire’s right to conduct trade within the confines of the bourses, which in the diamond business could be most detrimental. Ultimately the effectiveness of the various codes of ethics will be decided by the readiness of the various trade bodies—be they commercial or representative organizations—to enforce them..”

“Ours is a global business, and it is impossible today to isolate oneself from what is happening in other parts of the world. A single item of jewelry is almost always going to represent the combined efforts of miners, cutters, jewelry designers and manufacturers, dealers and retailers in a variety of countries, in both the developed and developing world. Reputational risk will only truly be mitigated if a code of ethics is complied with at each and every location. It only takes one weak link in the chain of distribution to endanger the end product in its entirety.”

BOURSE NEWS
Bourse president and European commissioner

exchange views on De Beers-Alrosa relationship

A

 sharp exchange of letters between David Marcus, president of the Diamond Club of the West Coast, and Neelie Kroes, EC Commissioner for Competition in Brussels, Belgium, underscored the intense feelings in the diamond trade about the relations between industry giants De Beers and Alrosa.
Marcus opened his February 24 letter to the European Commissioner with a passionate statement. “The Diamond Club of the West Coast, Inc. (DCWC) strongly objects to the EC’s announced intent to approve the proposed commitment agreement between DeBeers and Alrosa. According to the article entitled ‘Price Fixing’ in the Rapaport Report of February 4, 2005, approval of the proposed agreement would seem to sanction what appear to be collusive practices to fix prices in the rough and polished diamond markets as well as to monopolize those markets.”
Marcus also registered the Diamond Club of the West Coast’s objection to the brevity of the EC’s proceedings on the matter. “In addition, we believe that the EC’s proceedings and the short period it now is allowing for public comment are affronts to any concept of due process and fairness to the parties affected by the proposed decision. The EC has been considering the proposed agreement, or similar proposals for over three years. Now, after three years of deliberation, the EC has announced that it will allow interested parties a mere 30 days to submit objections and other comments. Such a short comment period makes a mockery of any notions of fairness or due process in the EC’s proceedings.”
In her reply, Kroes said, “With reference to your concern about the alleged shortness of the market testing procedure, you may be aware that the mechanics of the proposed commitments offered by De Beers and Alrosa were made publicly available on 20 December 2004. In practice, as evidenced by the article in the Rapaport article to which you refer, this has extended the period of consideration for interested parties to form views before the official market testing period commences.” 
Marcus further objected to “the EC’s refusal to make public its Statement of Objections dated January 17, 2003, issued with respect to an earlier proposal. From what has been made public, it appears that the new proposal does not satisfy the earlier objections and thus it is a mystery how the EC now justifies its intended decision.” To this, Kroes replied that “the Commission does not make Statement[s] of Objections available to parties not involved in the proceeding. A Statement of Objections contains confidential information and sets out the commission's preliminary view on alleged competition law infringements, both of which render the document unsuitable for general public disclosure. In any event, the notice that accompanies the proposed commitments summarize the alleged competition law infringements the proposed commitments are intended to remedy.”
More substantively, Marcus worried that the EC was giving its approval to a monopoly. “The EC has not made clear whether it had available and reviewed the JP Morgan/ING Financial Markets full disclosure report on Alrosa. It appears that the report details practices, policies and agreements by DeBeers and Alrosa that constitute collusive horizontal agreements to fix prices and to monopolize the markets for rough and polished diamonds. We would like to know how the EC squares this powerful evidence of monopolistic practices with its intended decision to approve the Commitment Agreement.
“Since DeBeers implemented its Supplier of Choice program, while continuing its ‘ad hoc’ purchases of rough diamonds from Alrosa, we have seen the price of diamonds rise for no apparent reason. We have been told that the reason is a shortage of rough goods, which our independent intelligence proves false. The goods exist, but they are being priced out of the market. This supports the evidence that DeBeers and Alrosa are colluding to fix prices.
“We assume that the EC must have evaluated the economic impact of allowing a marketing deal between the largest supplier of rough diamonds in the world, the DTC, with over 60 percent market share, and the second largest supplier, Russia, with approximately 20 percent market share. We urge them to reevaluate the immediate implications of such arrangements on the rough diamond supply and pricing, as well as on the longer term impact considering the vast reserves that can be made operational by either of these entities.”
To these charges, Kroes had no direct response. “With reference to your concern about the commission's current position … if after the market testing procedure the commission's determines that the proposed commitments are unsatisfactory, then the Commission will act accordingly. The Commission has noted your concerns with both its preliminary views and the evidence relied upon to reach its view. The Commission would welcome your substantive comments on the proposed commitments on commencement of the market testing procedure which will be announced in the European Communities Official Journa1 in due course.”
It seemed clear that at least in the short term, the EC has no serious intention of dealing with Marcus’s charge that “the proposed agreement is fatally flawed and would constitute collusive horizontal practices to fix prices and to monopolize the rough and polished diamond markets. The agreement would benefit no one but a cartel determined to enrich itself at the expense of free trade and the welfare of the consuming public.” That, no doubt, was the reason why Marcus forwarded his letter to a bevy of other diamond industry officials and both U.S. senators for California: when international politics comes into play, even the complaints of one influential industry body may not. be enough to move matters forward.

CALL TO ACTION
Singapore bourse establishes relief fund

to aid tsunami victims


Following the devastating earthquake that struck the northern Indian Ocean basin on December 26, 2004, the Singapore Diamond Exchange (DES), headed by Suresh Hatiramani, established the WFDB Relief Fund to aid the victims of earthquake and the ensuing tsunamis.

“Sunday, the 26th of December's devastating tidal waves, unleashed by the strongest earthquake in the world in 40 years, have caused massive destruction and claimed tens of thousands of lives in eight countries in South and Southeast Asia,” DES president Hatiramani wrote in a letter to WFDB president Shmuel Schnitzer, which has since been distributed to the 25 WFDB member bourses. “The immediate need is to save those who survived and not prolong their agony any further. The majority of the floods survivors who are poor will need to rebuild their lives and their livelihood. This is a huge task and may take months, maybe even years to accomplish.”

In his letter, Hatiramani added that “we in Singapore are blessed in having been spared the fury of the sea and this has made us all the more aware of the destruction caused. Many of us in Singapore are moved to doing something to help our neighbors, something that will make a difference, some way of expressing solidarity with our fellow human beings.”

In his letter, Hatiramani emphasized that the diamond industry is able and should do its part to help financially. DES therefore decided to set up a humanitarian fund, contributing an initial sum of US$ 10,000 to get the fund started.
Hatiramani called upon all presidents of all the WFDB affiliated bourses to help raise funds for this cause. “DES will ensure that the contributions received will be channeled only to one of the reputable, international relief agencies that is currently is supporting the relief programs in the disaster areas,” he wrote. 
DES has set up a special bank account that will be properly managed and audited—at no charge—by a Singapore-based public accountant. All donations from this fund will be made in the name of the WFDB.
WFDB president Shmuel Schnitzer said the WFDB fully supported the DES effort.
“I would like to commend Suresh Hatiramani and his board for their tremendous efforts and the WFDB fully underwrites their efforts. I hereby call upon all WFDB members to do their part and contribute generously to this most important relief effort. This is our opportunity to show that the diamond’s message of love and caring is understood by al our members,” Schnitzer stated.
The details of the account created are as follows: 
Diamond of Singapore Exchange-

WFDB Relief Fund

DBS Bank, Liat Towers Branch, Singapore 
U.S.$ Account No. 0065-002761-01-2

(DBS is a correspondent of the Bank of New York, 48 Wall Street, NY 10286)

.

DIAMOND NOMENCLATURE
A compendium of gem treatment terminology

Harry Levy, a former president of the London Diamond Bourse and Club as well as a former president of the British Jewellers Association, currently serves as president of the prestigious Diamond Commission of CIBJO, the World Jewellery Confederation. CIBJO recently published a special report on the nomenclature of gemstones. In crafting the compendium, Levy said he had gone about his work with the WFDB constituents in mind. He gladly made the compendium available for publication in this edition of the WFDB Newsletter.
T

he diamond trade is being bombarded with unfamiliar terminology due to the advent of treatments and synthetics. Even professionals may be confused by some of the words and concepts used. The following glossary is offered as a refresher course; many of the terms will be familiar, while a few are subject to misuse, deliberate or otherwise. 

Industry terminology has been developed over many years by bodies such as CIBJO, ICA, gem laboratories and other institutions concerned with the trade in precious stones. Some terms are universally accepted, while others are still controversial. 

Perhaps the most fundamental distinction is that between natural and man-made stones. Natural stones are found on or beneath the surface of the earth. These are cut and polished, and nothing more is done to them (see below for treatments). All partially or wholly manmade stones should be known as artificial or imitation products. 

However, the terms artificial and imitation are generally considered unacceptable modifiers in the trade. So it is desirable to put in a separate category those man-made stones that have the exact same characteristics as the natural product. These are produced in laboratories, are usually of crystalline form, and as regards their specific gravity, refraction, color, hardness and so on, are very similar to their natural counterparts. These stones are known as synthetic.

Other man-made stones bear few similarities to the natural stone they are imitating; these are known as paste stones. They may look like the natural product, but are rarely crystalline and are usually made out of glass or plastic. They are often used in costume jewelry.

TREATMENTS 

Natural stones may be made to undergo processes to improve or change their appearance. The changes are usually made to improve the color or clarity and to cover open or closed fissures. 

Common treatments include:

STAINING and WAXING. In this case, a dye or polish is used to change or improve the color of a stone. This usually is a non-permanent treatment.

COATING. An agent is introduced onto the surface of a stone to change the color. This is only a superficial layer.

HEATING. This process changes the color of a stone, and sometimes the clarity as well by eliminating “silk” (thin lines) in a stone.

FILLING or IN-FILLING. A substance is introduced into the stone to fill in and thus hide cracks or fissures in the stone. Colorless or colored oils and resins may be used, as well as glass and other substances.

IRRADIATION. In this process, the stone is subjected to electron or neutron bombardment to improve or change its color. When this is done to white topaz, for example, blue and other colors may be produced. Other colored stones may be subjected to this process as well. It is used to change white diamonds to fancy colors.

HIGH PRESSURE HIGH TEMPERATURE (HPHT): This is used to change the color of diamonds, mainly from browns and darker shades of white to higher colors.

DIFFUSION and DEEP DIFFUSION. In this process, the stone is covered with an agent and heat sufficient to melt the surface of the stone is applied. As a result, a layer of color is introduced into the stone. The term diffusion is also used by some laboratories to cover cases wherein a stone is heated in the presence of other metallic elements to change or improve the color. In this case, the metallic element is introduced within the stone and not just at the surface, as is the case in surface diffusion. 
LASERING. Here a laser beam is used to burn out impurities. In the case of diamonds a black impurity is changed to a white impurity. This technique has been greatly modified in recent years to make it almost undetectable. 

A stone subjected to any of the above processes should be disclosed to the buyer as treated.

DISCLOSURE
Trade organizations and individual professionals have set standards as to what should be told to the customer when an approbation or memo note is made out and an invoice is produced for a particular stone. Everyone makes some sort of disclosure when selling a stone. Stating the weight, type of stone, price and so on all constitute disclosure.

When a stone has been modified in some way other than cutting and polishing, this additional process should also be disclosed. Unfortunately, some sellers think that if they disclose a treatment it will hinder or prevent the sale. It is on this point that problems has arisen over how to enforce “disclosure” in the gemstone industry. The gem laboratories say that they must put on their reports whatever they can see. If they detect a process they feel bound to say so.

The trade now accepts this, though some do so reluctantly. 

There is general agreement that some treatments do not have to be disclosed. The argument runs that some processes are universally used on certain types of stone, such as oiling emeralds, staining agates, heating aquamarines, etc. These are termed accepted trade practices. Stones that have undergone other treatments must be listed as “treated,” or the actual process described. 

A problem can arise when dealers want to sell a treated stone which looks like a natural untreated stone, at the (usually much higher) price that a genuine natural stone of that appearance would command. 

As a general rule, if treating a stone increases its value, the treatment should be disclosed.

Enhancement is a term that has crept into the lexicon as a substitute for the word “treated”. At first, this was regarded simply as a user-friendly term. The thinking was that “treatment” implies taking a bad stone and making it look better, whereas “enhancement” has a connotation of taking a stone that is good and making it even better. 

But these two terms have now taken on special meanings within the trade. Stones subjected to “softer” treatments that can be classified as “accepted trade practice,” such as waxing, mild heating and filling with colorless oils and resins, are now referred to as enhanced. Others would like to use the term enhanced for certain treatments that are irreversible. Unfortunately there is little agreement on where to draw the line, so there is inconsistent use of the terms “enhancement and treatment” within the trade. 

CIBJO has devised a two level system of disclosure. general disclosure in this case applies to all of the “softer” treatments that are extensively used and accepted by the trade. In this case, the bill of sale need not use the word enhanced or treated to refer to the specific stone, but there has to be a notice on all appros, memo notes and invoices to the effect that some types of stones, such as sapphires, are usually heated; others, such as emeralds, are usually oiled, and so forth. In all other cases, if the stone has been further processed, it must be disclosed as treated, but the treatment need not be further specified. But some people insist that in all cases of treatment, the specific treatment should be disclosed. 

The following are terms and concepts that are all concerned with the disclosure of treatments: 

PROCESS. This is a term that has come into the lexicon to replace both treated and enhanced. The argument is that all stones are subjected to processes from the time they are mined, such as cutting and polishing, and some stones need further processes, such as heating and fracture filling, to make them saleable. Unfortunately the use of this term does not eliminate the need for disclosure, as others argue that some processes have to be specified and disclosed.

LABORATORIES (GEMMOLOGICAL). These are institutions set up to identify gemstones, authenticate whether they are natural or artificial, detect treatments, and carry out research into all aspects of gemology. In Europe, these institutions were originally set up and controlled by trade associations to function within the industry and detect man-made products. But in recent years many of these laboratories have become independent of the trade associations, as the latter could no longer finance them. The need to become self-financing has driven some labs to develop schools of gemology and others to produce gemological instruments. Most are still not open to the general public, but this rule is slowly disappearing.

Apart from basic identification of the gemstone, most laboratories regard their primary job as the detection of treatments. In recent years, many gemological laboratories have begun grading diamonds for their color, clarity and other factors.

Treatments and the production of synthetics are also carried out in LABORATORIES, but these institutions are different from the gemological laboratories that identify and grade stones. Generally it is regarded as undesirable for gemological laboratories to commercially treat and modify gemstones, although they may perform these processes for research purposes, in order to discover and understand how these treatments work.

CERTIFICATES: These are documents produced by gemological laboratories to identify a stone. They usually state the type of the stone, its dimensions, weight, color (when this is needed to identify a specific stone), any treatments and sometimes the ORIGIN of the stone. These certificates do not grade stones on their color, quality of cut, inclusions (expect for identification purposes) and other features that might affect the value.

GRADING REPORTS: These documents are produced by laboratories to rate a diamond’s color, clarity and so on. These reports are often referred to incorrectly as “certificates” or “diamond certificates,” but the correct terminology is “(Diamond) Grading Report.” This confusion has had serious consequences recently in the debate over SYNTHETIC diamonds. People who did not want synthetic diamonds to be graded by color and clarity referred to the grading reports for these stones as diamond certificates—a serious error, as those making this argument certainly do want a certificate to state that a particular stone is synthetic. 

ORIGIN: Some laboratories have the ability to detect the origin of gemstones, or in other words state where they were mined. Skill and a large database are required. For colored stones, this is usually done by identifying the exact shade and type of inclusions. This process can be important because some in the trade value stones of a certain origin highly. Thus, Burma rubies and Kashmir sapphires have a greater value than the same type of stones originating elsewhere. This is a controversial topic within the trade.
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Message from the President














Dear colleagues, 





It is with great pleasure that we bring you the 11th edition of our organization’s newsletter. In recent years, improving our communications tools and opening direct channels of communication with the WFDB membership—the 25 WFDB-affiliated or member bourses—has stood high on the agenda of the WFDB Executive Committee. 


As you probably know, last month I stepped down as president of the Israel Diamond Exchange (IDE) after serving three consecutive terms of two years each. I should like to congratulate my successor, Avi Paz, and offer him all the help he may need.  As WFDB president, I certainly expect to work closely with him.


Taking the worldwide view, the past six years have been turbulent, not only for the Israeli diamond industry and trade, but for the diamond business worldwide. Since my election to the board of the WFDB, and particularly since I began serving as WFDB president at the World Diamond Congress in London in 2002, the diamond business has been facing a great number of issues and challenges, most of them never encountered before. All of these problems are interlinked, as they all have an impact on consumer confidence in diamonds. 


I spoke about these issues in an address to the trade press during the recent Basel World Watch and Jewellery Show. There I enumerated our industry’s efforts and successes in establishing the Kimberley Process, our commitment to fight money laundering, and the need for disclosure of synthetics and treatments. All these issues are important, and must be closely monitored, lest they do damage to the integrity of our product.  In Basel I put it like this: “…We can never afford to become indifferent. Our obligation is protect a product that surely will still be sought by billions of people many years from now.” 


Therefore, the issues enumerated above will continue to accompany our business in the years to come. More than ever before, our border and culture transcending business shares a common goal, which is simply to keep our product in the mind of the consumer in the most positive and radiant way possible. Once we thought diamond consumers were largely restricted to the Western world, but now we need to look carefully at consumers in Asia, including China, India, and a score of other countries, as well as reaching out to consumers from the budding or reincarnated markets of Eastern Europe. 





As your WFDB president for the next year and a half, I regard it is a challenge to help our organization position itself as a leader in advancing our diamond business globally, to the benefit of all its members. Now is the time to formulate and execute an all-encompassing strategy that will accompany us and guide us into the diamond market as the single organization whose members’ products bear the WFDB seal of approval. The first step is the creation of the WFDB Mark, a quality mark that will be a guarantee of untainted, ethically responsible diamond products. The mark will be available to WFDB members in good standing. You will hear much more about it in the coming months. 











Shmuel Schnitzer 


WFDB President








PLEASE MARK YOU CALENDARS


for the WFDB Presidents Meeting





November 13-15, 2005


Mumbai, India





CONTACT US:


The WFDB NEWSLETTER is presented by the WFDB Promotions Committee. 





Requests and comments for the WFDB Promotions Committee should be directed to the WFDB office, tel: +32-3-234-9121; fax: +32-3-226-4073; E-mail: info@worldfed.com.


Address: Pelikaanstraat 62, B-2018 Antwerpen, Belgium. 





The WFDB NEWSLETTER is produced by MarketDirect Business Communications Ltd. 


Fax: +1-734-758-7705; E-mail: almor@mdirect-business.com/benson@mdirect-business.com
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PLEASE NOTE: The above is admittedly an incomplete list of terminology and organizations relevant to the subject of gemstone treatments. Furthermore, Some of the statements made will reflect the consensus of the jewelry and gemstone trades, while other matters have not been fully resolved and may still be regarded as controversial. Readers are encouraged to add to this listing, ask questions and comment on points that they do not agree.








Meeting in Antwerp at the end of February, the Executive Committee of the World Federation of Diamond Bourses has reiterated its determination to develop the “WFDB Mark,” which will be a trademarked logo, which approved members of WFDB-affiliated diamond exchanges will be able to display to clients and suppliers, to confirm that they abide by the World Federation’s better business principles.


The development of the WFDB Mark is part of a strategic plan that was first introduced by WFDB president Shmuel Schnitzer to the WFDB General Assembly when the organization met at the World Diamond Congress in New York in October 2004. The plan involves the WFDB’s accrediting the ethical standards to individual members of affiliated diamond exchanges, on condition that they ascribe to a range of strict business practices that will be described and audited by the WFDB.


“The WFDB traditionally has been regarded as a body which focuses exclusively upon the internal trading relationships of its affiliated bourses and their members,” explained Schnitzer. “Today, in a globalized economy, in which the stakes of consumer confidence are so high, we feel that it is imperative that we create for our organization a profile that will be seen and appreciated by the consuming public. Our strategic plan and the development of the WFDB Mark are part of that effort. The WFDB was 





created to engender responsible and ethical business practices, and by showing to the public how we do this we will able to provide support individual diamantaires.”


Another issue that was discussed in detail were the measures that should be taken by the World Federation to face the challenges posed by gem quality synthetic diamonds. To summarize the WFDB’s formal position, a statement was drawn up by the organization’s legal counsel David Woolf. The statement read as follows: 


“The World Federation of Diamond Bourses (WFDB) represents 25 Diamond Bourses in 17 countries throughout the world, with approximately 15,000 individual members. It is the guardian of the diamond trade and lays down standards of ethical conduct with the object of confirming the natural diamond as the supreme affirmation of love, supporting and underpinning consumer confidence in the integrity (and the rarity) of the natural diamond. The WFDB has no interest in the suppression of the production of, or trade in synthetics. The only problematic area lies in the possible non-disclosure by unscrupulous traders of the fact that a stone offered for sale might be synthetic, or that a natural diamond may have been treated.”  





Continued on page 3











A poster, produced to assist the Diamond Exchange of Singapore in its effort to raise money for the WFDB Relief Fund, was designed and created by Yehuda Kassif, the general manager of the Israel Precious Stones and Diamonds Exchange.








Message from the WFDB Promotions Committee Chairman





Dear Colleagues, 





“Global Recognition and International Presence.” Those words—incidentally, they form the acronym “GRIP”—summarize our organization’s aim in the international diamond business. While we have been successful in establishing better channels of communication to our members and others in the trade, we now need to take matters one step further. As our president says in his message, we must establish the WFDB as the provider of a globally recognized diamond trademark, a mark that designates our product and its reputation as a pure and valuable product that is untainted by ethical questions. 


To develop and enhance our activities in this realm, the WFDB is reaching out to other jewelry trade organizations. Recently we decided to set up a joint committee of the diamond sector together with the major rough producers and other leading organizations in the industry. This committee will collaborate with the Consumer Confidence Commission established last year by CIBJO, the World Jewellery Confederation. It will include representatives of all parties involved in the business, as well as related sectors, such as the diamond banks. 


In summary, while we were once an organization that concentrated on internal matters only, the WFDB is now directing its efforts toward the downstream end of the pipeline. We are striving to sell ourselves as an important advocacy group for consumer confidence in diamonds.


The content of this Newsletter reflects this endeavor. For example, our own Harry Levy has offered us a compendium of gem treatments. We laud him for his untiring efforts to provide educational assistance to our members.


We would like to hear from our members. Please do send your comments to the WFDB Secretary-General’s Office. They will be most welcome. 








Ernest Blom


WFDB Vice President


Chairman, WFDB Promotions Committee
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