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JEWELERS OF AMERICA SALES & MANAGEMENT
PROFESSIONAL CERTIFICATION PROGRAMS
The Jewelers of America Professional Certification program
establishes national standards and administers tests to
evaluate the proficiency of jewelry professionals at two
levels. Jewelers of America led an industry task force,
including representatives from all types of retail jewelry
stores nationwide, to establish the Jewelers of America
Professional Certification program in the late 1990s with
the goal of raising the level of professionalism throughout
the jewelry industry. Jewelry professionals who successfully
complete the nationally-recognized certification program
receive acknowledgment from Jewelers of America that
enhances their standing among colleagues and consumers.
When you enroll in the program, you simply have to take
and pass a written exam to become certified. The program
assesses the skill level of an individual and identifies areas
for development. You will recognize your appropriate level
by reviewing the sample tests on pages 7 and 8, which
provides an overall idea of the skills and knowledge required
to pass each level.

CERTIFICATION BENEFITS
Advances your career by
clearly demonstrating your
jewelry sales or management
proficiency
• Increases your credibility
with customers
• Differentiates your store as
professional through the
status of having JA Certified
Sales and Management staff
on site.
•

The Levels of Sales & Management Professional Certification
The Jewelers of America Sales & Management Professional Certification™ program rates the knowledge and skill level of
jewelry sales and management professionals at two levels.

JA Sales Professional Certification™

JA Management Professional Certification™

First Level: JA Certified Sales Professional™ (CSP)

First Level: JA Certified Management
Professional™ (CMP)

Reflects skills and knowledge generally expected of
trained, entry-level jewelry sales personnel with about one
year’s experience.

Second Level: JA Certified Senior Sales
Professional™ (CSSP)
Reflects moderate to advanced sales skills and knowledge
and includes some areas not tested at the First Level.
Second Level candidates must demonstrate mastery of
both levels of proficiency.

Reflects skills and knowledge generally expected of
trained, entry-level jewelry management personnel with
about one year’s experience. The depth of required skills
is considered reflective of what is commonly needed to
manage stores in a multi-unit operation.

Second Level: JA Certified Senior Management
Professional™ (CSMP)
Reflects moderate to advanced management skills and
knowledge and includes some areas not tested at the
First Level. This level may be considered reflective of skills
needed by managers of independently owned stores who
must address concerns such as financing, advertising
and pricing. Second Level candidates must demonstrate
mastery of both levels of proficiency.

www.jewelers.org
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Frequently Asked Questions
Why get certified?
Jewelers of America Professional Certification gives you
instantly recognized standing in the jewelry industry. It is
a means of clearly communicating your knowledge and
skill level to an employer, a colleague or a customer. It also
entitles the use of the Jewelers of America Professional
Certification logo in all advertising, in your store or on
your store’s website. Beyond the immediate and practical
value of JA Sales & Management Professional Certification
is the subtle benefit of the enhancement of self-esteem
and sense of professional achievement by the challenge of
higher goals.

Who qualifies for Sales & Management Professional
Certification?
Jewelers of America Sales Professional Certification is open
to all jewelry professionals who have worked for at least
one year as a sales professional in a retail jewelry store. To
qualify for Jewelers of America Management Professional
Certification, candidates must have worked for at least
one year as a store manager, assistant manager or owner/
manager of a retail jewelry store.

How do I know which level to take? Do I have to start with
the First Level?
The sample test questions (pages 7-8) illustrate the skills
required to pass each level. Sales and management
professionals may seek certification at either level, but
to be certified at the Second Level, you must first pass
the First Level exam. Experienced sales and management
professionals who feel they are ready now for Senior
Certification may enroll immediately as a Second Level
candidate and pass both levels in a single process. (If you
pass only the First Level, you will receive certification as a
JA Certified Sales Professional or JA Certified Management
Professional.)

How do I know if I’m ready? How much should I study?
No studying is required! Certification testing has two
primary goals; the first is to validate what a sales or
management professional already knows, and the second is
to help discover areas in which you can improve. Included
with the results of every certification exam is a detailed
performance evaluation that covers any information missed
(See pages 7 and 8 for sample questions). It also provides
references and resources to help you prepare for your next
exam and plan your continuing education strategy. As a
tool for developing knowledge and professionalism, think
of certification testing as the beginning of an exciting
educational journey that will lead you to higher levels of
achievement and reward.
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Being certified by Jewelers of
America has given me greater
confidence. There’s something
about having that certificate
with my name on it on the wall
that makes my customers feel
more comfortable with their
purchases. They know our store
is a member of Jewelers of
America, and they know I have
been given recognition by
the national trade association.
– Gayle Hellberg, CSSP
Hellberg’s Jewelers
Marshalltown, IA

PARTICIPATING IN PROFESSIONAL CERTIFICATION
Seven Simple Steps to Achieve
JA Professional Certification
Getting started in the Jewelers of America
Professional Certification Program is quick
and easy:
1)

Review the Sample Tests on pages 7 and
8 and determine which level best fits your
knowledge and experience.

2) Decide where you want take the test: at
your own location or a Jewelers of America
authorized Test Site, such as a jewelry
trade show.
3) If you want to be tested at your own
location, select an individual who is willing
and able to proctor the test (see adjacent
page for information on proctors).
4) Complete and return the application form
and payment to Jewelers of America. The
application can be found in this guide and
at www.jewelers.org, or contact Jewelers
of America Member Services Team at
800-223-0673.
5) Jewelers of America will process the
application and either notify you of your
test date at an authorized Jewelers of
America Test Site or ship your test and
any test materials to your proctor.
6) The date your proctor receives the exam is
the starting date for your enrollment period.
You must take and pass the exam within
one year of this date, or your enrollment is
invalidated and your fees will be forfeited.
7) When Jewelers of America receives the
completed test, it is graded and the results
are sent directly to you. Whether you pass
or not, you will receive a performance
evaluation.

The Certification Exam
Candidates simply have to take and pass timed, written test(s)
for the chosen level of certification. The questions (multiple
choice, true/false, and matching formats) require the candidate
to demonstrate familiarity with terms and concepts that sales
or management professionals encounter in their everyday
work.

Testing Locations
Certification exams may be taken either at a location of
the candidate’s choice (with a proctor) or at an authorized
Jewelers of America testing site. Certification testing is offered
throughout the year at various regional jewelry events and
trade shows. To inquire about upcoming Certification Testing
events, contact Jewelers of America’s Member Services
department at 800-223-0673 or visit the Events section at
Jewelers of America’s website, www.jewelers.org.

Fees
The exams cost $55 per level. Employees of Jewelers of
America-member firms receive a discounted price of $35. When
registering for exams at regional events and trade shows, look
for registration specials for additional savings.

Special Situations
If you require special testing conditions (if you are visually
challenged or have a reading disability, for example), be sure to
inform Jewelers of America so that special arrangements can
be made.

INCREASE CONSUMER
CONFIDENCE!
Displaying the JA Professional
Certification logo or certificate
instore or online tells your
customers that they can rely
on the skills and knowledge of
your company’s professional
staff.
• Consumers seek out reputable
jewelers, and JA Professional
Certification drives more
business to your store, as
customers come to know
and trust the quality of your
professionalism.
•

www.jewelers.org
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SELECTING A PROCTOR
Candidates who choose to take the Certification exam at
their own location will need a proctor to administer the
test. A proctor may be anyone other than a member of the
candidate’s own family, or a professional jeweler, store
manager or retailer. Choose a responsible person who is
willing to commit the necessary time to perform the role,
such as a teacher, librarian, or accountant. To help recruit a
potential proctor you can show them the following list of
responsibilities associated with proctoring the exam.

Arranging Payment for the Proctor
The proctor may wish to be compensated by you or your
employer for the time involved in supervising your test(s).
Discuss this and agree upon payment arrangements before
submitting the proctor’s name to Jewelers of America.

A Proctor’s Responsibilities
•

Arrange with the candidate a suitable time and
place to take the exam.

•

Receive the written test sent by Jewelers of
America.

•

Be present and monitor the exam to ensure
it falls within the time limit allowed and the
candidate receives no external assistance.

•

Collect test at end of allotted time.

•

Sign the Proctor Verification Form and make
sure the candidate signs the Test Verification
Form.

•

Return the test and forms to Jewelers of
America.

RECOGNIZE INDIVIDUAL
EXCELLENCE

Having professional credentials
from Jewelers of America
means a great deal to me.
My framed certificate is on my
office wall, along with my other
degrees and honors, in a spot
where my customers can see.
– Marc Solomon, CMP
Solomons Fine Jewelry & Watches
Plainview, NY
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•

Your JA Professional
Certification designation
is a symbol of legitimacy
for qualified sales and
management professionals.

•

Certification offers new
ways for you to excel,
by challenging you
to demonstrate your
proficiency and identifying
areas that may require
development.

SAMPLE TESTS: JEWELERS OF AMERICA
SALES PROFESSIONAL CERTIFICATION
First Level: Jewelers of America Certified Sales Professional™ (CSP)
1) Identify the best reason for checking the diamonds in a ring
before cleaning it:
a.
b.
c.

analyze the overall quality of the diamonds
create additional time for the customer to linger around
the showcases to see new merchandise
identify loose diamonds or the use of a diamond
substitute in order to notify your customer prior to
performing any work on the item

2) When discussing benefits of purchasing a certain item, the
technical qualities of the merchandise are typically the most
important to the customer.
a.

True

b.

False

3) The steps involved in leading the customer to the sale are:
a.
b.
c.
d.

meet the customer’s needs, listen for objections, close
the sale
ask questions, overcome objections, turn over to
someone else to close
keep trying with trial closes until the customer agrees to
purchase the item
assume the sale, tie benefits to customer’s needs, listen
and respond to buying signals, ask for the sale

4) Which one of the following illustrations provides the best
example of a stone that is properly set into prongs:
a.

		

b.

c.

5) It is ethical to represent a gent’s cluster ring as having a total
weight of one carat if it has 10 diamonds that each weigh .095ct.
a.

True

b.

False

6) If you feel that the price marked on an item is incorrect, you
should:
a.
b.
c.
d.

sell the item at the marked price
negotiate with the customer on a price in between
leave it in the case for someone else to deal with
check inventory records to affirm the correct price

Second Level: Jewelers of America Certified Senior Sales Professional™ (CSSP)
1) Fluorescence is a factor that can alter a diamond‘s appearance.
a.

True

b.

False

2) An extremely precise timekeeping device which has been
tested rigorously for 15 days and nights, in 5 different positions
and in 3 different temperatures by an independent, certified
testing institute is called a:
a.
b.
c.
d.

chronograph
digital quartz movement
chronometer
analog quartz movement

3) An obviously upset customer has just entered your store and
angrily proceeds to the counter, complaining about a defective
item. You should:
a.
b.
c.
d.

immediately get the manager
smile, apologize and take the merchandise back, no
questions asked
ask him to calm down and lower his voice so as not to
disturb the other customers
assure him you will take care of it, then courteously try
to determine why he is returning the merchandise

For questions 4-7, match the inspection observations to their
likely cause, (a-d below):

For answers, see page 10.

4) ___ Tiny pin-like dots in the shank of a cast ring
5) ___ A dark line across the base of the shank
6) ___ A diamond that is very loose in its mounting
7) ___ A thin, hair-like line through the pavilion of a diamond
a.
b.
c.
d.

broken or damaged prong(s)
porous casting
a laser-drilled diamond
a poorly done previous sizing

8) The most important reason for having and following firm
policies with regard to customer service and returns is:
a.
b.
c.
d.

to protect the store’s sales figures
to maintain an adequate inventory balance
to insure the fair and equitable treatment of all
customers
to insure that store management has control over
customer situations

9) The most effective way to maintain customer confidence in
your store after a customer has purchased a defective product is
to give the customer the manufacturer’s name and address and
suggest they write a letter of complaint.
a. True
b. False

www.jewelers.org
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SAMPLE TESTS: JEWELERS OF AMERICA
MANAGEMENT PROFESSIONAL CERTIFICATION
First Level: Jewelers of America Certified Management Professional™ (CMP)
1) A sales professional is showing a rather expensive emerald
ring. You hear the customer ask about whether or not the stone
has been enhanced. The sales professional replies, “Absolutely
not. All of our gemstones are natural and we wouldn’t sell
anything that was treated or enhanced.” Your immediate
response to this scenario should be:
a.
b.
c.
d.

as long as the sale is closed, nothing is required
wait until the customer leaves, then correct the sales
associate
correct the sales professional immediately, in front of the
customer
interrupt the sale, and explain that while you take great
care to avoid selling emeralds that have been treated
with fillers or resins, the FTC requires that you explain
the variety of common and normal treatments that are
used to enhance the beauty and durability of virtually all
emeralds

2) After the customer has gone, the most appropriate way to
deal with the salesperson in this scenario is:
a.
b.
c.
d.

reprimand him in front of the group, as an example
give him a copy of the FTC guidelines to take home and
read
restrict his access to the higher-end showcases until he
can demonstrate adequate knowledge of FTC rules and
store policies
set a time to meet with him and review the FTC
guidelines in detail, insuring his complete understanding
and securing his commitment to honest customer
communication

3) You receive into stock a plain gold wedding band at a cost of
$125. Store policy requires a 2.4X markup in that department, so
the retail price you would assign that wedding band is:
a.
c.

$225
$300

b.
d.

$250.40
$375

Match the following pearl terms with their appropriate
description, (a-f below)
4) ___ body color 		

5) ___ luster

6) ___ surface condition

7) ___ shape

8) ___ nacre thickness

9) ___ size

a.
b.
c.
d.
e.
f.

the basic color of the pearl
the relative depth of the pearly coat
the degree of deviation from round
the diameter (in millimeters)
the freedom from blemishes
the quality of light reflected from the surface

10) Which of the following characteristics can not be trained?
a. enthusiasm
b. personality
c. willingness
d. all of the above are trainable
e. none of the above are trainable
11) Identify the most effective way to maintain personnel records
using an in-store personal computer
a.
b.
c.
d.

use a spreadsheet program
use a database with passwords
use a word processing program
it is best not to keep confidential records on a computer

Second Level: Jewelers of America Certified Senior Management Professional™ (CSMP)
1. You overheard a sales professional tell a customer that you use
only the finest blue-white diamonds in your engagement rings.
The salesperson has violated:
a.
b.
c.
d.

state law
federal law
FTC guidelines
local government ordinances against lying

2. When defining the sales professional profile for an open sales
position in your store, the most important issue to assess is:
a.
b.
c.
d.

8

how to find a good match for the team
current associates’ personal scheduling needs
current associates’ strengths and weaknesses
the amount of business you could lose while searching
for a new person

Sales & Management Professional Certification

3. After many efforts to get everyone on your team to use a new
and effective selling tool, one of your people still refuses. Identify
the best action to take.
a.
b.
c.
d.

sit down with this associate one-on-one
ignore the situation, it will probably solve itself
make an exception, since she is a strong producer
fire the associate as an example to everyone else

4. If a manager wishes to monitor the consistency among sales
professionals regarding discounting, he or she should:
a.
b.
c.
d.
e.

be aware of the cost of the merchandise
review any discrepancies with the associate
review the day’s business by looking at each receipt
keep a record of all transactions violating the policy
all of the above

For answers, see page 10.

EXAM PROCESS: PASSING OR RETAKING
CERTIFICATION EXAMS
Test Results
Jewelers of America uses an automated system to grade
your exam and sends you the results. In the event that you
don’t pass, Jewelers of America will include a list of the
skill categories for the questions you missed. You may use
this to prepare for retesting by concentrating on the areas
that need improving.

•

To remain certified, sales and management
professionals must pass a one-hour, proctorrequired recertification test every five years.

•

Jewelers of America notifies you of your
recertification deadline in December of the prior
year.

Passing or Retaking the Test

•

You will receive a list of the skill areas covered
on the recertification exam. These would include
significant changes in the jewelry industry and a
review of the more important skill areas for your
certification level.

•

Jewelers of America charges a nominal fee for
recertification testing. If instead of seeking
recertification at your current level, you choose to
become certified at a higher level, simply submit a
new application; the exam fees and procedures in
effect at the time will apply.

Each candidate must pass the test with a minimum grade
of 75%. You have three opportunities to pass. If you are
attempting to become certified at the Second Level in a
single-testing process (taking Level One and Level Two
exams together), and you pass the First Level exam and
not the second, you may choose to retake the Second
Level exam twice. If you still don’t pass, you will receive
First Level Certification.

Continuing Certification (Mandatory)
An important part of the Jewelers of America Professional
Certification program is its requirement for periodic
recertification, which allows the jewelry industry to
keep certification meaningful by ensuring that the skills
and knowledge of Jewelers of America Professional
Certification designees remain current with changing
technology, market conditions and processes.

GAIN CONFIDENCE
IN YOUR CAREER!
•

Certification validates your
level of knowledge, skill and
ability, thereby enhancing
your professional confidence

•

Certification gives you
identifiable status within the
jewelry industry; your skills
can be recognized publicly.

•

Having the knowledge that
you are good at what you do
increases job satisfaction.

Being certified has greatly
increased my self-confidence
and has helped in my
everyday sales presentations.
– Nancy Curry, CSSP
B.C. Clark Jewelers
Oklahoma City, OK

www.jewelers.org
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NOW THAT YOU ARE CERTIFIED...
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Once you are certified, be sure to tell your customers about
your status. Many Jewelers of America Certified Sales and
Management professionals have had great success in using
Jewelers of America’s press release to generate positive
stories in their local media.

IC

CA
ON

PR

IFI

One Jewelers of America Professional Certification
lapel pin designating your certification. Wear it with
pride to show your customers you are certified!

SIONAL

NAL CERT

•

F
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A press release announcing your accomplishment
for distribution to your local media, prepared by the
Jewelers of America Communications department.

CE
RT
I

One Jewelers of America Professional Certification
certificate that you can frame and display
to customers in your place of business. This
certificate is high quality and suitable for the
finest presentation framing. (Extra copies are
available, contact Jewelers of America’s Member
Service department for details at 800-223-0673 or
members@jewelers.org)

•

OFES
PR

•

The Sales or Management Professional Certification
logo, which can be used in store advertising, on
business cards and your company’s website.

T

Upon successful completion of the Jewelers of America
Sales or Management Professional Certification program,
you will receive:

•

EN

Once you’ve successfully completed the Jewelers of
America Sales or Management Professional Certification,
it’s time to celebrate (and promote) your achievement.
Jewelers of America is committed to recognizing all
certified individuals and helping them share their new
status with employers, colleagues, their local community
and consumers.
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Sample Test Answer Key
JA Certified Sales Professional:
First Level: 1-c, 2-b, 3-d, 4-a, 5-b, 6-d
Second Level: 1-a, 2-c, 3-d, 4-b, 5-d, 6-a, 7-c, 8-c, 9-b
JA Certified Management Professional:
First Level: 1-d, 2-d, 3-c, 4-a, 5-f, 6-e, 7-c, 8-b, 9-d, 10-c, 11-c
Second Level: 1-c, 2-c, 3-a, 4-c
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120 Broadway, Suite 2820 • New York, NY 10271
(800) 223-0673 • (646) 686-0246 • Fax (646) 658-0256
info@jewelers.org • www.jewelers.org

