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Ahmedabad jewellers adopt Project INDRA to 
boost natural diamond sales, gain confidence

AHMEDABAD

Retailers who are part of Project INDRA reflect growing 
interest in a shared approach to strengthening natural 
diamond retail. They are benefiting from support on 
consumer awareness, category clarity and communication 
alignment amid pricing and market pressures   

(RJ Exclusive)
READ MORE

retailjewellerindia.com

https://retailjewellerindia.com/ahmedabad-jewellers-adopt-project-indra-to-boost-natural-diamond-sales-gain-confidence/


#SeasonOf Sparkle: Mia by Tanishq listens to 
customers via ‘Christmas Wish Tree’ in stores  

MUMBAI

The campaign encourages visitors to write down what 
Mia represents in their lives, and hang their messages on a 
‘Christmas Wish Tree’ placed inside every Mia store, to win 
diamond jewellery and gift vouchers. Consumer insights thus 
gathered will guide future brand decisions 

(RJ Exclusive)
READ MORE

https://retailjewellerindia.com/season-of-sparkle-mia-by-tanishq-listens-to-customers-via-christmas-wish-tree-in-stores/


Panna Jewellers Exclusive pitches its signature 
lightweight bridal jewellery in new campaign 

HYDERABAD

The tagline ‘So Much For So Less’ is the core message of 
the campaign idea that emerged from customer feedback 
to encourage more visual story-telling around the brand’s 
value proposition. The campaign had a multi-platform rollout, 
extending the brand’s reach across South India  
(RJ Exclusive)

READ MORE

https://retailjewellerindia.com/panna-jewellers-exclusive-pitches-its-signature-lightweight-bridal-jewellery-in-new-campaign/
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Shyam Sundar Co. offers honeymoon packages 
as reward for Shubho Vivaha Utsav lucky draws  

KOLKATA

By spacing out lucky draws and the promise of high-value 
experiential prizes across the festival period, the brand 
is turning wedding shopping into a repeat-visit journey, 
sustaining footfalls, conversion momentum and customer 
engagement. The festival is in its 19th year now    

(RJ Exclusive)

READ MORE

https://retailjewellerindia.com/shyam-sundar-co-offers-honeymoon-packages-as-reward-for-shubho-vivaha-utsav-lucky-draws/


CLICK HERE to view collection CLICK HERE to reach us
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WHP Jewellers ties up with fitness-focused 
initiative to build local presence in Thane 

THANE

Associating with ‘Happy Streets for Happy Kids’ helped 
Waman Hari Pethe Jewellers get familiar with a group of 
people that fits its target audience profile for the newly 
opened Thane store. The brand plans to take part in more 
such small-scale, neighbourhood-focused initiatives    

(RJ Exclusive)

READ MORE

https://retailjewellerindia.com/whp-jewellers-ties-up-with-fitness-focused-initiative-to-build-local-presence-in-thane/
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Swarna Prabha Jewellers builds in-store activity 
around savings scheme for customer connect 

BHOPAL

Monthly draws bring customers to the store for a lively 
gathering, and the possibility of an additional reward. They 
often buy higher-value products during the events, exceeding 
the scheme-linked redemption amount. The initiative keeps 
customers connected to the brand all year      

(RJ Exclusive)

READ MORE

https://retailjewellerindia.com/swarna-prabha-jewellers-builds-in-store-activity-around-savings-scheme-for-customer-connect/
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Suniti Jewellers connects to a style-conscious 
audience at Marathi Fashion Week showcase  

CHINCHWAD

The brand’s first exposure to the Marathi fashion industry 
prompted it to launch a Rajwadi collection and demonstrate 
its versatility, while leveraging the occasion to reach out to a 
broader set of potential customers and reinforce its presence 
in the region’s jewellery market      

(RJ Exclusive)

READ MORE

https://retailjewellerindia.com/suniti-jewellers-connects-to-a-style-conscious-audience-at-marathi-fashion-week-showcase/
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Svaraa Jewels’ outreach initiative thrives on 
cross-brand partnerships across locations  

MUMBAI

The activity aims to place Svaraa before customers of other 
premium brands by distributing Svaraa gift vouchers to 
shoppers at partner outlets. Collaboration with multiple retail 
partners has already built visibility for Svaraa beyond its 
showrooms   

(RJ Exclusive)  

READ MORE

https://retailjewellerindia.com/svaraa-jewels-outreach-initiative-thrives-on-cross-brand-partnerships-across-locations/
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GRT Jewellers presents new chapter of ‘Born to 
Sparkle’ podcast with cricketer R. Ashwin  

CHENNAI

Featuring the cricketer in candid conversation with his wife, 
the episode reflects their warmth and honesty, and allows 
the brand to use honest story-telling to build relevance with 
its audience, and connect with them beyond traditional 
marketing communication       

READ MORE

https://retailjewellerindia.com/grt-jewellers-presents-new-chapter-of-born-to-sparkle-podcast-with-cricketer-r-ashwin/


Shaya Diamonds: CaratLane launches natural 
diamonds set in 925 silver to boost affordability  

MUMBAI

The move reflects the brand’s strategy to widen access to 
diamond jewellery, especially for entry-level and first-time 
buyers, and address the fallout of gold price rise in the 
market. It reinforces CaratLane’s focus on format innovation 
within organized jewellery retail in India      

READ MORE

https://retailjewellerindia.com/shaya-diamonds-caratlane-launches-natural-diamonds-set-in-925-silver-to-boost-affordability/


Zen Diamond ties up with Francorp to build 
franchise network across Tier I, Tier II cities  

MUMBAI

The brand plans to grow from five existing stores to over 20 
franchise outlets across India by 2026. The strategy targets 
organized jewellery retail, mall and high-street locations, 
and responds to growing consumer demand for branded 
diamond jewellery in the Indian market      

READ MORE

https://retailjewellerindia.com/zen-diamond-ties-up-with-francorp-to-build-franchise-network-across-tier-i-tier-ii-cities/


Aamir Khan, Ranbir Kapoor invest in Qween as it 
readies for its experiential retail debut  

MUMBAI

The actors have invested an undisclosed amount in the fine 
jewellery brand, which will launch large format experiential 
retail stores in Bengaluru and New Delhi by Feb, 2026. This 
follows a recent investment of Rs 1,000 crore by global 
jewellery brands Rosy Blue and Kashikey       

READ MORE

https://retailjewellerindia.com/aamir-khan-ranbir-kapoor-invest-in-qween-as-it-readies-for-its-experiential-retail-debut/


GIVA brings in ‘Corporate Babaji’ to market its 
Exchange Fest with workplace humour  

BENGALURU

The campaign is built around the workplace tradition of 
Secret Santa, and uses humour to reflect common office 
experiences linked to gifting during the festive season. It 
presents the GIVA Exchange Fest as an option for employees 
seeking gifting solutions within limited budgets      

READ MORE

https://retailjewellerindia.com/giva-brings-in-corporate-babaji-to-market-its-exchange-fest-with-workplace-humour/
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Bhima Jewellery showcases designs from across 
the country at ‘The Great Indian Antique Fest’  

THIRUVANANTHAPURAM

The festival provides the brand an opportunity to engage 
with customers directly, build awareness about its antique 
collections and generate sales volume in a specialized 
category. Bhima aims to achieve sales of 50-60 kilos of 
antique jewellery during the festival      

READ MORE

https://retailjewellerindia.com/bhima-jewellery-showcases-designs-from-across-the-country-at-the-great-indian-antique-fest/
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Radhakrishna Jewellery promotes new store in 
Dharmanagar with 30-day daily lucky draw 

DHARMANAGAR

Running from December 15, 2025 to January 15, 2026, 
the daily lucky draw is intended to keep the 2,000 sq. ft 
showroom buzzing beyond opening week. The brand is 
inviting visitors to participate in the activity through which an 
electrical appliance is being given away each day      

READ MORE

https://retailjewellerindia.com/radhakrishna-jewellery-promotes-new-store-in-dharmanagar-with-30-day-daily-lucky-draw/
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India-Oman CEPA set to quadruple gems and 
jewellery exports to Oman in three years  

MUMBAI

According to the Gem & Jewellery Export Promotion 
Council (GJEPC), with duty-free access under the newly-
signed Comprehensive Economic Partnership Agreement 
(CEPA), exports could rise from the current $35 million to an 
estimated $150 million over the next three years      

READ MORE

https://retailjewellerindia.com/india-oman-cepa-set-to-quadruple-gems-and-jewellery-exports-to-oman-over-next-three-years/
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Tanishq opens flagship store in Dubai’s Meena 
Bazaar as Titan-Damas merger takes effect 

DUBAI

The store - the brand’s largest outlet in the GCC region - 
reflects Tanishq’s expanded regional strategy, with wider 
jewellery choices, specialized retail zones and a Diamond 
Excellence Centre. The brand is aligning itself more closely 
with evolving regional consumer preferences   

READ MORE

WIDE ANGLE

https://retailjewellerindia.com/tanishq-opens-flagship-store-in-dubais-meena-bazaar-as-titan-damas-merger-takes-effect/
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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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NEW STORE LAUNCH

MAHARASHTRA 
JEWELLERS

The renovated 10,000 
square feet Kalyan 

store aims to 
elevate the brand’s 

retail strategy
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+
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OUSHNIK CHANDRA
CEO, P.C. Chandra 
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how he bridged vital 
service gaps through 

a customer 
engagment team
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TRANSFORMATIONS

AKSHAY CHAWLA
Fourth-gen jeweller, 

Punjab Jewellers & Sons 
is enhancing luxury 

retail through
strategic initiatives 
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STYLE QUOTIENT

TIARA DHODY
Jewelllery designer, 

Treasures by Tiara shares 
how blending heirloom 
artistry with pop culture 

makes her brand 
collectible and clickable.
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operations, to create 
a digitally precise, 

predictive omnichannel 
powerhouse
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Celebrities illuminate the week with modern 
designs in signature statement jewellery 

MUMBAI

Be it Raashi Khanna in Forevermark by De Beers, Alia Bhatt 
in Sanjay Gupta by Tibarumals Jewellers or Abhay Deol in 
House of Shikha, this week saw celebs spotlight statement 
creations by leading jewellers, blending modern silhouettes, 
heritage influences and fine diamond craftsmanship across 
global events and fashion moments  
  

READ MORE

WHO WORE WHAT

https://retailjewellerindia.com/celebrities-illuminate-the-week-with-modern-designs-in-signature-statement-jewellery/
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