GEM

PAWNBROKERS

A Division of Gem Financial Services, Inc.

Written and Publishe@BVHuman Resources Department [i T
www.GemPawnbrokers.com 718 -596-5626 Ext: 118 Facebook

.| TAKE OUT ORDE:E
TEL. 9411814

Message From The C E. O

Inside this issue:

Rachel Wilen 3
The Gem Review

Employees of The 4
Month

Gem Walkathon 5
NEWS

Eileen Kaminsky 6
The Sales Corner

Gem Call Center 7
Opens

Gem Health News 9

1000 Customers 8
20/20 Event

GEM TIMES NOTICE

The Gem Times is now an online
publication which is emailed to
Gem employees. Send us your
email today. Limited B&W hard-
copies are sent to branches. All
emailed copies are in full color.
For extra copies call Ext: 119.
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I can think of no other profession that's as closely associated with the term rejection as a ca- siart of a sa) e. not t

reer in sales. You might say that rejection is as natural to a salesperson as hurricanes are to  aTake your rej
the Gulf Coast... it comes with the territory. In fact, frequently the first two orders many new shallenge®,
jewelry sales reps receiveare” | 6 m j ust | ooki ng andThdsaléslprofesal | you i f

sion can be financially and personally rewarding for those tough-minded salespeople who have developed the ca-
pacity to keep rejection in perspective. How well do you take rejection? Your ability to persevere in the face of rejec-
tion is a key factor in determining your income potential and career longevity. Obviously you can never totally elimi-
nate rejection from the selling process, however, there are actions you can take to reduce the frequency and mini-
mize its mental and financial impact.

| am absolutely convinced that the best antidote for taking the sting out of rejection is to prospect with greater inten-
sity and qualify more effectively. Prospecting for new business is critically important and for the majority of salespeo-
ple, it is the most challenging and stressful aspect of their profession. Successful sales reps are proactive and recog-
nize the importance of prospecting for new business on a daily basis. When was the last time you took a walk
around your stores neighborhood and handed out business cards? When you don't have enough prospects, the
tendency is to shoot yourself in the foot by downplaying the needs analysis and qualification process. It's like putting
lipstick on a pig... it's a waste of time, and it looks silly on the pig. By having more prospects to work with, you auto-
matically water-down the impact of any single "no sale" and are far more likely to qualify your prospects realistically.
Improper qualification is in direct relationship to increased rejection, it's a self-imposed, vicious cycle.

Recently Gem designed and wrote the first real sales manual, Introduction to Sales. | was pleased with its straight
forward content. | believe that iif followed, your cl
game of statistics. A baseball player gets paid by the number of times he hits the ball, not by the number of times he
strikes out. Keep score and know your sales effectiveness numbers so that you can improve your batting average.
Remember what our sales trainer friend Brad Huskien says about tracking your CRA? (CLOSING RATIO AVERAGE). | t
important to know this. Ask your sales supervisors how to track it if needed.

When a salesperson experiences a "no sale", there's a common weakness to point fingers and blame the economy
or a lower-priced competitor, when in reality, it might be true. It's also appropriate to take rejection personally if you
learn from the experience and view rejection as nothing more than a feedback system. Top producers look at rejec-
tion as merely a wet stone that allows them to hone their presentation abilities and sharpen their people skills. So,
the next time a prospect says no, just remember that you can profit from the experience and that... getting a rejection
can be the start of a new sale not the end. Take that rejection as a challenge and remember what our friend Brad
sayo0s, FAI LURE IS NOT AN OPTI ON. ~ 7
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Thanks for all you do, Mitchell Kaminsky . 2
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FREE Drug Card FREE RX card for Gem employe

Average Savings: 55% on Generic Drugs

15% on Brand Name brugs - A four hour stay at the ER can cost you more than $2800 not in-

" No waiting periods cluding your prescriptions. |If

* NO pewdating sxclusions rescription card you will pay out of pocket. We have researched
« EVERYONE qualifies P coclP y pay POCKEL. :

= INSTANT activation §ome free programs.for Ggm employees that don't have healt.h

insurance. UNA RX is offering a free drug card to everyone. This

no strings attached card is recommended by many organizations including the Manhattan Chamber of Commerce. UNA
RX also discounts your pets medications at the vet. For more information and on how to get your free card call Ext: 119

or visit WWW.freeusadrugpIan.com This is not insurance and cost zero to participate - Savings up to 55% on some prescriptions
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Branch Spotlight Valley Stream

This months Branch Spotlight is on
E. Sunrise Hwy, Valley Stream NY. Manager Chevon Greaves was hand

Online Issue #6

GEM EDUCATION NEWS

Stand Out From Your CeWorkers

Gem offers FREE educational training for Gem employees tf
qualify. See Human Resources Department for more informati
or call Ext: 119

COURSES AND CLASSES OFFERED:

GIA- DCA (Diamond Council of Americkwelers of Amer-
ica (JA) Mastering Diamonds Gold Testing Class Dia-
mond Identification Classlewelry sales- Jeweler course
G d\fafch/Rolexv B sRututeoctagses amdacodrsds avillabe iavailablel
as the year prorgresse"ﬁake charge of yo%r career and stand
een with Ge

selected to run Gembés third Long Islanq{ brthanc .Ccltte(xﬁon has

since 2005 and is enjoying his nelw Opu[‘)goimtieocﬁowg'sa PAAY-c n manger . AVall ey
Stream opened its doors on May 27th and has seen an increase in daily

customerso says Chevon. The two ofher Gem Long Island | ocations are

about seven to eighteen miles apart. Congratulations and welcome to the
Gem family of stores.

LETTER TO THE EDITOR

First and foremost | would like to thank Gem for the invite to a most
informative and interesting 401K meeting July 27th. It really helped
me understand the importance of participating in our plan. All em-
ployees should attend the next meeting on August 10th.

I would like everyone to know how thankful | am to everyone who
has helped and are still helping me with my work load at Gem
Broadway #4. It has been three very hard weeks without computers
and a telephone system. Everyone has showed great support and
excellent team work.

Thank you Andre, Sandra, Angel, Brooklyn, Brenda, Howard, Rose,
Senior Management. Fordham Road. Thank You everyone.

Truly grateful,

Gisela Espinal
Gem of Broadway 7/30/10

New Gem promotional products

QUIT SMOKING TODAY LET GEM AND EMBLEM HELP

The FREE Quit For Life Program treats every tobacco user as a

unique individual and tailors a quitting plan that is based on the partici-
pantédés I|ifestyle, preferences and to
a Quit Coach assesses the participan
vidual needs in order to help the participant identify destructive thought

patterns and situational triggers that cause the desire to smoke.

The Quit Coach then helps the participant develop a personalized plan
to prepare for his or her quit date. The initial call also includes decision
support for medications. If appropriate, nicotine replacement therapy
can be delivered directly tupphoné e
calls with a Quit Coach and interaction with Web Coach provide par-
ticipants with the knowledge, behavioral strategies and cognitive skills
necessary to successfully quit tobacco for life.
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Gem employees will be provided with the FREE patch and Chantix (8
week supply) just for calling. Our health insurance company Emblem
Health sponsors this service. For more information call Gem Human
Resources Depodt at Ext 119. AIlI
going to www.emblemhealth.com
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Iltés | ow cost and
Call Human Resources today at Ext 119.
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Welcome New Hires

We now have our new Gem water
bottles and Gem Eco tote bags for
prize giveaways. Customers can win
these prizes when they spin the prize
wheel at your next sales event.

New ideas and products are being
considered by the promotions team
and headed your way soon.

Ask for your display models by calling
Ext: 119

Gem is always growing and we are proud to announc
our newest members of the Gem team.

Welcomduan Sala®f We Buylagnolia Marte
Call Center, Welcome B&amhita James, Chris-

tine VasqueBK Jewelry Departmé&fddia Fergusofrordham
Jewelry Departmefrtthony Di Donatéo. 3DZQ 'HS W

7KDQN \RX
hope you prosper and grow with us for many years to come.
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What do you think of The Gem Times? Help us make it better. Suggestions welcome.



