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ARIN MACHINES BOOST CONFIDENCE
FJEWELRY BUYING PUBLIC

In this era of instant communication, never before have consumers been so well-armed
with information regarding products they are interested in buying due to the power
of the Internet. With just a few clicks they are able to access a world of data, of which
the 4Cs is just the most basic. Internet retailers, keen to boost sales, provide a wealth
of information about diamonds and the sort of questions consumers should ask when
considering a purchase.

ince being close to the demands of
S diamond manufacturers, wholesalers

and retailers has always been a top
priority for Sarin, it has moved to emphasize
its marketing regarding three machines
which can provide almost instant answers to
consumers questions. Thats because in this
age of consumer con dence, when providing
reassurance to the end user has become the
hottest issue facing the diamond jewelry
industry, Sarin Technologies realizes the need
to provide simple and easily understood
solutions.

developer, manufacturer and marketer of ad-
vanced evaluation, planning and laser marking
systems for every aspect of diamond and gem-
stone grading and planning. With the addition
of equipment to reassure jewelry customers
that what they are being o ered in stores is re-
ally what it is claimed to be, Sarin has essen-

tially covered the last mile of the pipeline.
Although, thisis the nal stage of a diamond's
journey from the mine to adorning the custom-
er, it is, unquestionably critical. Nobody would
claim that discovering diamonds, inspecting,
sorting and manufacturing them is an easy or
unimportant task. And

The DiaScan S+ portable
diamond cut quality and grading machine.

Sarin provides highly ef-
cient solutions for the
manufacturing  process.
However, in recent times,
consumers have become
increasingly skeptical.
Firstly, they demand
complete reassurance
that the stone has been
ethically mined, traded
and manufactured and is

Never before have consumer con dence is-
sues been so vital for the ongoing success of
the diamond industry, said Sarin CEO Zeev
Leshem. It is not just con ict diamonds that
are of concern to consumers. They also want
to be assured that they are really getting what
they are being o ered by the retailer. Our easy
to use, portable equipment allows retailers to
reassure consumers almost instantly and at the
touch of a button.

The emphasis on its three consumer con -
dence machines means Sarin is able to cover
the whole diamond process, from rough plan-
ning to counter-top sales. Thats because over
the past 15 years Sarin has become the leading

within the requirements
of the Kimberley Process:
in other words that it is not a con ict diamond.
More than that, though, they also want to know
that the cut of the diamond is precisely as de-
scribed and that the color is as stated. At the
next stage, they can have their minds set at rest
that their diamonds are secure through being
able to have a personal identi cation or mes-
sage inscribed on the girdle of the diamond
without causing damage to the gem.

Is the diamond natural and untreated? Are
its stated weight, color and cut grade correct
and in line with the price being charged? These
are just some of the questions that today s con-
sumers are asking, said Yehuda Naim, Sarins VP
for the Retail and Gem Lab Markets. Customers

expect to receive accurate answers and they
want to be shown the proof. Sarins equipment
ful lls exactly this need: instant con rmation
that what you are being o ered is exactly what
you will get.

For wholesalers and retailers, the Sarin equip-
ment is also a relatively in-

Sarin has been displaying the simple-to-
operate, portable systems to a wide range of
diamond industry company representatives, as
well as leading members of the trade press at
recent trade shows and has been excited with
the positive feedback. The machines provide

expensive and extremely
simple way of providing
reassurance and thus be-
ing able to close a sale.
The machines provide
independent proof of the
nature of the diamond,
all the more so since they
cannot be tampered with
or changed.

The machines are DiaS-
can S+, Sarins portable

The DiaScribe
diamond inscription machine.

diamond cut quality and

grading machine enabling

today s jewelry retailer to provide in-store and
on-the-counter tools for verifying diamond cut
quality using the leading gem labs latest grad-
ing standards; the DC3000 , a diamond color-
imeter for color grading loose and mounted
diamonds which is soon to be succeeded by
Colibri , a new colorimeter for color and uo-
rescence grading; and the DiaScribe inscrip-
tion package, a laser inscription tool that meets
security, branding, and personalization needs
by giving the user the ability to inscribe almost
any text or logo on the girdle of the stone.

This year [2007] marks our commitment to
resolving consumer con dence issues related
to diamond quality on the jeweler s sales coun-
ter. Our customers are now better equipped to
tackle this vital task, said Udi Lederer, Sarins
VP Marketing. This is crucial to maintaining
and building the con dence of consumers
when they purchase jewelry to mark milestone
events in their lives.
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veri cation within seconds of the cut quality
and color grades of diamonds, as well as a sim-
ple and cost-e ective means of laser inscribing
of certi cate numbers, brand logos, and per-
sonal messages on the girdle.

We believed the machines would be well-
received, but it was good to see the strong
positive response from people throughout the
diamond and jewelry industry from traders,
wholesalers and retailers through to leading
journalists, said Lederer, following the 2007
JCK Show Las Vegas in early June. The issue
of strengthening consumer con dence was
one that struck a chord with everyone who saw
the machines and visited our booth. It is widely
recognized as a vital issue for our industry, and
our equipment is seen to address these areas.
Resolving consumer con dence issues is cru-
cial. Our state-of-the-art technology provides
simple-to-use solutions, and we decided to
showcase them this year, Lederer added.
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FROM THE CEO|

the rough planning process.

ing us all long-term damage.

is so famous.

BU

DEAR SARIN CUSTOMER,
This is the fourth issue of our customer newsletter,
Sarlnfo, which we use to share with you and the
entire diamond industry a little of what goes
on behind the scenes of the sophisticated
products you use every day.

| m sure that by now you have learned to ap-
preciate the tremendous e orts, hard work,
and sophistication that go into each of our
new products, like two of the products we recently launched, which you can
read about in this issue of Sarinfo  DiaExpert Nano, which was designed for
planning and marking extremely small stones and DiaExpert Eye, which was
designed to look inside rough diamonds and chart their inclusions, as part of

Asigni cant portion of Sarins annual budget is dedicated to research and de-
velopment. It takes many sta years and millions of dollars to bring a state-of-
the-art, high-quality technological product from the initial idea stage to a work-
ing product at one of our customer sites. Unfortunately, not everyone respects
this hard work and the resulting intellectual property. It has recently come to
our attention that several rough planning and cut grading software packages,
created by Sarin and other companies, have been illegally cracked and then
sold to certain diamond manufacturers, who are now using these products.

Apart from the practical consequences this type of product use has, that is to
say that these products cannot be upgraded, the original vendors will refuse to
support them, and so on, this unacceptable and illegal behavior also violates an
important value the diamond industry has long stood by  trust.

We hope and trust our customers and other industry members will not be
complacent about this sort of behavior, which will eventually harm us all, be-
cause product research will become more expensive and less rewarding, caus-

We ask that you join our e orts in restoring the trust for which our industry

-

Zeev Leshem
CEO

SARIN TO GO GIVES
YERS REASSURANCE
AND CONFIDENCE

SAR

N INTRODUCES NEW

ROUGH PLANNING MACHINE

FO

R SMALL STONES

S arin Technologies is launching a new
rough planning machine which has been
developed speci cally for planning small
stones.

The DiaExpert™ Nano marks the stone with
a laser according to a selected recommenda-
tion provided by Advisor , Sarins advanced
software for the computerized mapping and
planning of rough diamonds. This prevents
discrepancies between the planning stage and
the diamond production process. The machine

analyze with great precision di erent types of
rough diamonds at all stages of planning, map-
ping and marking, from 1 to approximately
40 points in size. In addition, the equipment
enables manufacturing plants to achieve high
productivity, processing up to 400 stones per
eight hour shift, around 50 stones per hour.
The DiaExpert™ Nano is a huge step for-
ward for manufacturers of small stones, said
Akiva Caspi, Sarins VP for manufacturing mar-
ket products. Up to now, there have beendi -
culties in rough
planningforvery

DiaMark Nano EDiTION

The DiaExpert™ Nano rough planning machine.

small  stones.
We believe this
product launch
will provide a
huge boost to
the  diamond
manufacturing
market dealing
with smaller
diamonds. The
further  auto-

uses a highly sophisticated laser scanner in or-
der to map grooves, holes, and any other con-
cave areas on the rough diamond surface.

The DiaExpert™ Nano has the capacity to

mation of the

manufacturing
process at such high levels of accuracy will
aid the diamond manufacturing market in fur-
ther increasing productivity, yield and com-
petitiveness.

LETS
NTO

F ew things reassure customers more than
solid and reliable information about the
products they are considering purchasing.
Conversely, surveys
repeatedly show that
consumers nd gim-
micks and essentially
useless giveaways to
be a turn-o . Given
this background, Sa-
rin has launched Sarin
To Go, a program that
enables a range of
vendors from manu-
facturers to whole-
salers and retailers

to create a CD of the
diamonds they are
selling to the buyer. Sarin To Go, which was
launched last July, is extremely user-friendly
and does not require special installation.

A jewelry retailer, for example, who has sold a
diamond engagement ring, can o er a CD with
all the details of the ring burnt on the disc. The
customer then has an easily viewable record of
the diamond, featuring its cut, shape, dimen-
sions, grading report, certi cate, Hearts & Ar-
rows images if applicable, and much more. The
retailer can also feature details of his store and
examples of relevant inventory that the buyer

may later be interested in purchasing.

In addition to retailers, manufacturers and
wholesales can quickly and simply burn all de-
tails of their stock
to a disc which can
be sent to their en-
tire customer base,
potential clients or
handed out at trade
shows an inex-
pensive and highly
e cient way of dis-
seminating  infor-
mation about goods
on o er. Recipients
simply load the disc
in their computers
and have easy ac-
cess to a range of information. In e ect, users
can create a mini website giving customers ac-
cess to all information relating to the compa-
ny s operations.

Sarin To Go has many functions, explains
Yehuda Naim, Sarins VP for the Retail and Gem
Lab Markets. It is a sales tool that helps close
business, and it is an educational tool that pro-
vides gemological information. It provides a
high-tech method of providing transparency
by showing clients exactly what they are being
o ered.

or diamond manu-

facturers, few issues
could be more important
than the ability to look into
adiamond and seeitsinclu-
sions. That is why Sarin Technolo-
gies developed its DiaExpert Eye machine
which gives users users the extraordinary
ability to view the interior of a diamond both
to detect inclusions and note exactly where
they are. This revolutionary tool for rough
diamond planning and mapping, features
highly re ned and advanced technology to
enable accurate inclusion charting.

Among its key features are advanced inclu-
sion charting capabilities o ering increased
illumination and resolution. In addition, its ba-
sic lens has a wider eld of view and can thus
measure a larger range of stones from 5 to 22
millimeters using the same lens.

The machine enables users to see VS1 inclu-
sions and below. In addition, it allows opera-
tors to see inclusions of all color ranges - black,
white, and all ranges of grayscale, as well as
transparent inclusions.

Sarin has developed another sophisticated
solution called TruScan laser mapping, which
may be installed in the DiaExpert machine
and provides a complete solution for rough
diamond manufacturers. TruScan enables us-

DIAEXPERT EYE
USERS LOOK DEEP
DIAMONDS

The DiaExpert Eye
machine enables users to view
the interior of a diamond.

ers to detect concave areas and grooves in
their rough diamonds with more accuracy and
speed than ever before.

The TruScan operates by projecting numer-
ous laser beams around the rough stone. This
allows many more of the diamond s features to
be captured. It also makes it possible to chart
concavities and grooves that would have never
been spotted with a single or even a double la-
ser beam. Furthermore, the 3D model scan en-
ables the detection of grooves and concavities
on the rough diamond, thus giving manufac-
turers an unprecedented accurate plan of the
diamonds they intend to polish.

The TruScan operates on all stone sizes ac-
cording to the interchangeable lenses of the
DiaExpert , and enhanced mapping speed
increases the number of stones processed per
shift, meaning increased manufacturing plant
productivity.
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TIPS & TRICKS|

This issue’s
featured product
is DiaScribe,
Sarin’s cost-
effective solution
for inscribing
diamonds

at

he products that Guy will be particu-

larly concentrating on include DiaScan
S+ for cut grading diamonds, DC3000 for
color grading diamonds, and DiaScribe for

= Newly appointed Sarin West Coast representative Guy Zymann.

laser-branding of dia-
monds.

Sarin has moved to em-
phasize these machines
to show wholesalers and
retailers how they can in-
still con dence in buyers
and close sales.

By providing almost
immediate con rmation
of cut grade and color,
sellers can provide proof
that the characteristics of
the diamonds being sold
are as stated.

Zymann, who has con-
siderable experience in
the diamond industry as
a result of his years as
sales manager at House
of Diamonds in San Diego, joins existing dis-
tributors in New York as well as others through-
out the world.

Natan Mossak, Sarins VP Sales & Customer

NEW REPRESENTATIVE APPOINTED
FOR U.S. WEST COAST

As the latest sign of Sarins continuing global expansion, Sarin
Technologies has assigned a new representative for the United
States West Coast. Guy (Zed) Zymann is responsible for the
sales and support of Sarins products for diamond and jewelry
retailers in the West Coast region.

Care explained, Sarin decided to sharpen
its focus on the U.S. diamond retail industry,
and assigning a distributor dedicated to this
important market on the West Coast is an im-
portant step in realizing that goal.

THE CONTACT DETAILS OF
THE NEW OFFICE ARE:

Zymann Inc.
3986 Shasta Street #101
San Diego, CA 92109, US.A.

Tel: +1-858-834-0154

Fax: +1-858-581-1045

Mob: +1-858-342-0712
E-mail: guy@zymann.com

GODHANI GEMS SELECTS SARIN TECHNOLOGIES MACHINES

ndias Godhani Gems, a leading diamond

manufacturing company founded in 1995
by Vinod Godhani and Ramesh Godhani, uses
67 of Sarins rough planning machines.

The brothers, who come from a family which
has been in the diamond business since 1975,
employ 3,300 highly-skilled diamond cutters
with a capacity of 24,000 carats per month at
their manufacturing units in Surat.

The rm specializes in round cut diamonds of
0.18 to 5.00 carats, and also manufactures fan-
cy cut diamonds. The company s main markets
are the Far East, Europe, the United States, the
Middle East and the Indian domestic market.

Godhani Gems began using its rst Sarin
rough planner in 2000.

In addition, it uses 10 DiaMark machines, 49
DiaMark Z, 5 DiaExpert Eye, and two DiaS-
can S machines. The company also uses a Sarin
planner at its sales 0  ce which is used particu-

L iberty Diamonds, based in California, is a
retail customer of Sarin, having acquired
a DiaScan-S machine in August 2005. Liberty
uses the machine, which provides a quick and
simple way of demonstrating the cut quality
of a diamond to a customer, in making deci-
sions about buying stones, in carrying out
re-cuts, demonstrating diamonds to clients,
and, of course, for cut grading.

Liberty Diamonds Troy Lob said the Sarin
equipment helps the company achieve a 100

percent closing ratio with engineer-type cus-
tomers and in the sale of Ideal Cut diamonds.
Lob said he would certainly recommend the
Sarin machine to companies involved in selling
Ideal Cut diamonds.

He added that there are other advantages in
using Sarin products. These include improving
how the store functions in personal appraisals
and inventory control.

Liberty Diamonds, whicho ers ne quality di-
amonds and jewelry to the public at wholesale
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larly by the company buyer. The rm is clear
about the reason for acquiring the Sarin
equipment.

Godhani Gems management said that
when they compare it to other machines
available on the market, Sarin equipment is
more user-friendly and Sarins service is ex-
cellent, particularly since Sarin established
its Sarin India subsidiary in Surat.

For Godhani Gems, using Sarin machines
means being able to achieve perfection
mainly in rough planning but also in our
polishing operations. Using Sarin machin-
ery allows us to improve the quality of the
diamonds we produce. It also increases our
manufacturing capacity.

A further advantage of using Sarin ma-
chines is that higher rough yield can be
achieved and our sta can master them
within just a month.

SARIN HELPS LIBERTY DIAMONDS CLOSE DEALS ON IDEAL CUTS

prices, has a cutting plant in Irvine, opened
in 1982, and o ces in Los Angeles which it
opened in 2004.

The company specializes in high quality
loose diamonds, engagement rings, wed-
ding bands, and custom-designed jewelry
of all kinds, created and manufactured in-
house. The rmo ersdiamondsin all shapes
and sizes including Ideal Cuts, Hearts & Ar-
rows Super Ideal Cuts, and AGS Triple 0 Prin-
cess Cuts.
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