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How Project INDRA will help retailers penetrate 
the unexplored market for natural diamonds

MUMBAI

With natural diamonds having just 10% market-share in India, 
INDRA has set out to take it to 15% in the next three years. 
With a strong training and marketing support ecosystem, it is 
helping retailers unlock the opportunity presented by millions 
of untapped consumers
(RJ Exclusive)

READ MORE

https://retailjewellerindia.com/how-project-indra-will-help-retailers-penetrate-the-unexplored-market-for-natural-diamonds/


What GJC’s Lucky Lakshmi 2025 brings to the 
table for small, mid-sized and large retailers 

MUMBAI

The initiative aims to turn festive jewellery buying into 
a structured national campaign and shopping festival, 
assuring retailers equal or greater returns on investment 
while engaging customers with the prospect of 1 kg gold as 
bumper prize and other incentives  
(RJ Exclusive)

READ MORE

https://retailjewellerindia.com/what-gjcs-lucky-lakshmi-2025-brings-to-the-table-for-small-mid-sized-and-large-retailers/




Archana Aggarwal taps luxury jewellery buyers 
in emerging markets through House of Aura 

NEW DELHI

Collaboration with the multi-brand luxury showroom aimed to 
highlight versatility of the brand’s jewellery through curated 
styling sessions in Raipur and Nagpur. Beyond sales, the brand 
has already generated enquiries and custom orders, signalling 
new opportunities for growth  
(RJ Exclusive)

READ MORE

https://retailjewellerindia.com/archana-aggarwal-taps-luxury-jewellery-buyers-in-emerging-markets-through-house-of-aura/
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Khurana Jewellery House breaks pricing 
perceptions with ‘The Ten and Timeless’ event

LUDHIANA

A curated photoshoot featuring prominent women from 
Ludhiana became a key highlight of the initiative, centred 
around a collection of jewellery priced under Rs 10 lakh at the 
brand’s stores. It amplified brand visibility and made it more 
accessible, widening customer reach     
(RJ Exclusive)

READ MORE

https://retailjewellerindia.com/khurana-jewellery-house-breaks-pricing-perceptions-with-the-ten-and-timeless-event/
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DC Jewellers launches ‘Masterpieces’ with 
vintage car showcase and city-wide outreach

INDORE

A vintage car with models styled as a bride and groom, 
wearing jewellery from the new line, was taken across the 
city, creating visibility and conversations. The campaign, 
supported by 360-degree marketing and a consultancy 
programme, generated enquiries for bridal jewellery
(RJ Exclusive)

READ MORE

https://retailjewellerindia.com/dc-jewellers-launches-masterpieces-with-vintage-car-showcase-and-city-wide-outreach/
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Guiding Young Minds: CKC links jewellery legacy 
with education through mentorship session

BENGALURU

The initiative, designed to encourage underprivileged 
students aspiring to be in the Civil Services, was led by senior 
IAS officers who inspired the 56 young participants to follow 
their ambition. It also built the jeweller’s reputation in the 
community as well as brand recall
(RJ Exclusive)

READ MORE

https://retailjewellerindia.com/guiding-young-minds-ckc-links-jewellery-legacy-with-education-through-mentorship-session/
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Abaran goes back to its roots to mark 90 years, 
tests Tier II markets for future growth

UDUPI

‘Back to Our Roots’ provided an opportunity to reconnect 
with Abaran’s earliest customers while offering them access 
to designs usually seen in the brand’s Bengaluru showrooms. 
The brand also gauged how Tier II city customers would 
engage with new product categories 

READ MORE

https://retailjewellerindia.com/abaran-goes-back-to-its-roots-to-mark-90-years-evaluates-tier-ii-markets-for-future-growth/


‘Style Like a Star’ by Baijnath Jewellers showcases 
jewellery through experiential engagement

KANPUR

The brand’s aim was to create a platform where participants 
could engage with its jewellery in a unique way. By 
experiencing the designs themselves and sharing their photos, 
each of the 35 participants took the connect beyond the event 
and into the social media domain

READ MORE

https://retailjewellerindia.com/style-like-a-star-by-baijnath-jewellers-showcases-jewellery-through-experiential-engagement/


Click for more details

https://cutt.ly/MCU3qlJ
https://cutt.ly/d71FuvL


KISNA to award 200+ cars and 1,000+ scooters 
to customers through festive season campaign

MUMBAI

The pan-India campaign runs from August 11 to October 19, 
2025 at all KISNA showrooms. Each showroom will conduct 
five scooter draws and one grand car draw on a fortnightly 
basis throughout the campaign period, with winners declared 
the same day

 
READ MORE

https://retailjewellerindia.com/kisna-to-award-200-cars-and-1000-scooters-to-customers-through-festive-season-campaign/
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 Gold trends continue 
to remain bullish. With 
a 35% increase in overall 
sales value this Akshaya 
Tritiya, gold sales are 
expected to be consistent 
with last year’s volume of 

20 tonnes. While exports have dipped by 
around 5%, the domestic market remains 
robust through purchase occasions 
like Akshaya Tritiya. Consumers today 
ascribe to gold as a fashion statement 
and status symbol, along with its 
investment appeal. With mandatory 
hallmarking, trust in gold jewellery has 
increased, with more people, especially 
the younger generation, choosing 
jewellery over bullion  

Rajesh Rokde, Chairman, GJC

 Gold’s long-term 
outlook remains 
robust, underpinned 
by macroeconomic and 
geopolitical factors. In 
Q1 2025, global gold 

demand reached 1,206 tonnes—the 
highest since 2016—despite high 
prices. While jewellery demand 
by volume fell 21%, the value of 
consumer spending on gold jewellery 
rose 9% year-on-year to $35 billion, 
reflecting continued confidence in 
gold. Akshaya Tritiya 2025 reflected 
this phenomenon, as gold remains a 
reliable store of value. This market 
resilience, along with sustained 
interest from central banks and 
investors, reinforces gold’s enduring 
investment appeal 

Sachin Jain, Regional CEO, India, 
World Gold Council

Akshay Tritiya 2025 sees a festive shift as exchange 
programmes and e-commerce fuel buying decisions, even as 

light weight diamond jewellery sales soar

Mohini Pradhan

Continue reading on page 02

AKSHAYA TRITIYA 2025:  
BEYOND GOLD, 

STILL GOLD

A
midst gold price volatility, 
Akshaya Tritiya 2025 
witnessed positive 
consumer 
sentiment. Gold 

held its ground as a safe-haven, 
while consumer choices 
whispered change—old jewellery 
made way for HUID-compliant 
pieces through value-smart exchange 
programmes, and trust in e-commerce 
transformed screens into showrooms. As 
diamond, polki, and silver pieces gained 
prominence, the once gold-dominated 
celebration expanded its palette. Retailers, 
attuned to the shift, embraced lighter designs 
and diverse offerings, reflecting evolving 
customer preferences.

MODERN BUYING MODES 
Additionally, two major developments were 

noted in purchasing patterns: the 
growing popularity of exchange 

programmes and the increasing 
adoption of e-commerce. 
Customers offered old or 
lower-purity jewellery for 
newer, HUID-compliant 

pieces, as the former attracted 
budget-conscious buyers 

with the advantage of higher gold 
valuations. Simultaneously, e-commerce 
gained traction, as some retailers attributed 
60–65% of their revenue to online sales. 
Consumers now trust digital platforms due 
to improved transparency, certification, 
and convenience, reflecting a broader trend 
toward digital convenience in traditionally 
tactile markets.
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The renovated 10,000 
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retail strategy
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TIARA DHODY
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Treasures by Tiara shares 
how blending heirloom 
artistry with pop culture 

makes her brand 
collectible and clickable.

050 138

THE SPECIALIST

VISHAL SISODIYA
IT Head, PMJ Jewels, 
discusses digitising 
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a digitally precise, 

predictive omnichannel 
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Parisian Maison Messika celebrates India debut 
in the presence of founder Valerie Messika

NEW DELHI

Attendees at the event to celebrate opening of the brand’s 
first India boutique at The Chanakya, New Delhi earlier this 
year explored its collections and learnt more about its bold 
and modern approach to diamonds, presented within the 
context of India’s jewellery landscape 

READ MORE

https://retailjewellerindia.com/parisian-maison-messika-celebrates-india-debut-in-the-presence-of-founder-valerie-messika/


https://cutt.ly/BeQl3ymf
https://retailjewellerindia.com/


India’s gem & jewellery exports face major blow 
as 50% US tariff takes effect from Aug 27

MUMBAI

The US is India’s single-largest market for gems and jewellery, 
accounting for about 30% - or nearly $ 10 billion - of annual 
exports, which could fall by over 75%, fear industry experts, 
threatening the livelihood of lakhs of workers, particularly in 
Surat, Mumbai and Jaipur

READ MORE

https://retailjewellerindia.com/indias-gem-jewellery-exports-face-major-blow-as-50-us-tariff-takes-effect-from-aug-27/
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From statement brooches to elegant emeralds, 
actors champion India’s fine jewellery-makers

MUMBAI

This week, leading stars brought fine jewellery to the 
forefront, be it for campaign shoots or curated looks. From 
Shri Paramani Jewels’ emeralds to statement brooches from 
Khurana Jewellery House, each showcased how Indian brands 
are shaping modern expressions of luxury

READ MORE

WHO WORE WHAT

https://retailjewellerindia.com/from-statement-brooches-to-elegant-emeralds-actors-champion-indias-fine-jewellery-makers/
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