The Cutting Edge
Monthly Newsletter of the Ottawa Lapsmith and Mineral Club
In this month’s
Newsletter:
President’s Message

p. 1

News and Meetings

p. 2

Getting Into Carving

p. 3

Pricing Strategies for
Jewellery

p. 5

Cliff Collapse in the UK p. 8

Workshop Schedule

p. 8

Classified Ads

p. 9

Membership form

p. 10

Workshop Address:
P.O Box 59028 Alta Vista
Ottawa, ON K1G 5T7
Phone: 613-700-GEMS (4367)
Website:
http://www.olmc.ca
Facebook:
http://www.facebook.com/
OttawaLapsmithMineralClub

As an alternative to show income, we are holding monthly online
auctions. Our first two auctions were highly successful bringing in
$5500 for the club. Our Gofundme page has brought in another of
$2700 for a total of $8200. Our bank balance has actually improved
since December 31! Our May auction is now being prepared.
We continue to look for someone to take over the lease of 1901C Colonnade and have hired a commercial leasing agency. I have
no news other than we have stipulated July 1st at the earliest. Once
we move out the game plan will be to find a smaller, cheaper place
somewhere and restart our annual show as a smaller, cheaper affair.
With the variants on the prowl it is impossible to say when another
show will be practical or what kind of customer interest we will have
in an indoor show.
All fieldtrips continue to be on hold.

Kerry Day
OLMC President

Digging in the Library
As one would expect, the mining of placer gold is normally the first goldmining activity carried on in a country or region… Contrary to what many
people may have assumed, Canada's first important placer discovery did
not occur in British Columbia. This distinction belongs to the basin of the
Chaudiere River southeast of Quebec City. Although the initial discoveries
were made in 1823, it was not until 1875 that extensive mining began.
Garnet Basque, "Gold Panners Manual", 1974

All members are invited to submit articles, proposals, and
thoughts that could be included in the newsletters. Also, feel
free to send your Classified ads by e-mail to: news@olmc.ca
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MIG ONLINE Meeting
Date: May 17 at 7:00 pm.
Guest speaker: Robert Beckett
Talk: Canadian Mineral and Gem
Collection
We will get a personal tour of the premier
Canadian mineral and gem collection that
Bob has meticulously accumulated since the
late 1980’s. Born and raised on the west
coast of England, close to the English Lake
District, he had great access to the many
mines in the Cumbria area, the iron mines in
the Furness region, and in the Lake District
such as the Caldbeck Fells & Copper Mines
Valley.

Donations and Sales
The club has a GoFundMe page, if anyone
wants to donate for the workshop rent.
https://www.gofundme.com/f/help-theottawa-lapsmith-and-mineral-club

Workshop News
By order of the province, the workshop is now
closed for all recreational activities by all
members for the duration of the "stay at
home" order, which is expected to end by
June. Members may still visit individually for
club business. Hopefully, this will be the last
shut down.
President Kerry Day

OLMC Auction in May
The theme this month is Silversmithing
supplies, tumbled stones, faceted stones,
cabochons and free forms. People who wish
to donate or consign lots can have up to five
lots, just like the last auction. No finished
jewellery, but components of jewellery are
welcome, and please fill in the form precisely.
We are targeting a mid-May start, and
will send out an e-mail when the date is set.

Calling all OLMC Jewellery Makers and Admirers!
In the spirit of creativity, encouragement, and appreciation of each other’s artistry, we are
launching the first-ever OLMC Jewellery Challenge – we want you to make something
beautiful and memorable using unconventional, found or re-purposed materials. The rules are
super easy…
❖ Use anything that sparks your sense of fun, fashion and creativity – the only goal is to fire
your imagination and inspire you to try new things in jewellery making;
❖ You don’t need to use only non-traditional materials, but the star
attraction must be the unexpected components;
❖ Make up to three pieces for submission (by photo) – by all means
keep going if you suddenly find a new pandemic obsession!
❖ No judges, no prizes, but we will showcase your creations via a
Zoom video call in June, tell us all about your inspiration;
❖ We will share your achievements with the rest of our club
through our club newsletter;
❖ Challenge ends on Monday, May 31, 2021. That is the deadline for sending photos of your
creations to Vicki Jasperse at vicki_jasperse@rogers.com
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Getting Into Carving
Choose the Right Stone: Choose a soft
stone like soapstone if you are a beginner and
have few tools for carving. Soapstone is soft
enough that it can be carved with steel tools or
other stones, if you lack tools. Alabaster and
pipestone are other examples of soft material.
Avoid hard stones like granite, marble, quartz and
jasper. Carving hard stones requires specialized
tools like electric grinders and hammers, and lots
of patience.
Pick a slab of stone that is larger than your intended sculpture. Carving is a subtractive
process, not an additive one. At the same time, try to limit your stone size to something you
will finish in a relatively short time, especially if you are a beginner. A larger stone can allow
you to adjust your carving or fix mistakes.
Inspect your stone for cracks and fissures. Since you are working with natural materials, it is
expected to have some structural flaws. Finding a stone with few flaws will reduce the
likelihood that your stone will break when carving. Cracks and fissures are sometimes easiest
to see when the stone is wet. A crack that goes all the way around a stone is in danger of
breaking during the carving process. Tap larger stone blocks with a hammer or the back of a
chisel. If the block makes a "ringing" sound, there is a higher chance that your stone is solid in
the area you are hitting it. If it gives off a dead "thud" and no ring, chances are there is a crack
that is absorbing the energy of the tap.

Get the Necessary Tools: Stone carving can be very
dusty. Wear respiratory protection while carving. Even if
you are carving small quantities of stone, the stone itself
may contain asbestos or silica. These are both harmful if
inhaled. To help reduce the amount of dust, wet the rock
first before carving. Also, work in an outdoor environment
or well-ventilated area, perhaps with a fan nearby. You
should also want to wear eye protection. You might also
want gloves if you are working on a large piece with a
hammer and chisel.
Rather than resting the stone on a table, you could fill a pan
or bucket or sturdy bag with sand or cat litter and place the
stone on that. It will support the stone with less likelihood
of wobbling, and will allow you to rotate the piece.

Before the invention of the Dremel…

Design Your Carving: Try to visualize your piece beforehand because sculpting requires
abstract and spatial thinking. Although your drawing will be 2D, it will help you better
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visualize how your 3D item will need to be
sculpted. Draw your design on a piece of paper, or
make a "rough draft" with soft clay. For beginners,
it is best to start with a simple abstract shape rather
than something requiring a lot of detail, symmetry,
or exact proportions.
Look at the stone to determine the direction of the
bed or grain, which often appear as distinctive color
patterns or lines. Similar to wood, the grain or bed is
the direction in which the rock was formed. It
might be easier to see when the stone is wet. Carving along these lines will ensure better
structural integrity. Avoid breaking the stone perpendicular to the bed line, as it will most
likely be more difficult to break and will break unpredictably.
Use a pencil, water-proof fine marker or wax crayon to draw your design on the stone.

Carve the Stone:
Carve towards the center of the stone, not towards the
edges. Since the stone becomes less thick and less
supported towards the edges, it can break in
uncontrolled ways. If it is unavoidable to carve over
an edge, use slow, gentle movements.
If chiselling, hold the hammer in your dominant hand
and the chisel in the other. Avoid striking your
thumb with the hammer. Hold the chisel firmly and
keep it touching the stone at all times. Allowing your
chisel to bounce and jiggle in your hands while you
strike it will result in inaccurate, unpredictable breaks
in the stone.
Chiselling puts more stress on the stone and will make cracks more visible. If carving along
an edge, use a flat chisel instead of a toothed one. Having only some of your chisel teeth on
the rock while striking it can cause the teeth to break off, making your chisel useless and
creating a potential hazard. Angle your chisel at about 45 degrees or lower. Striking the stone
head-on will create what is called a "stone bruise", a whitish reflective area.
Strike the end of the chisel with the hammer. If the angle is right, chips of stone will come off.
If the chisel becomes embedded into the stone and does not produce stone chips, the angle is
most likely too steep. Striking at steep angles is more likely to cause stone bruises. Carving at
too shallow an angle will cause your chisel to skip off the stone. To fix this, strike at a deeper
angle or use the toothed chisel.
Chisel along cracks at right angles, not across them. Even the most optimal stone slab may still
have minor cracks along the surface. Any crack, regardless of size, is a place where one side
of the stone is not strongly bonded to the other. Carving near it will chip off tiny flakes on
either side, making it more difficult to file.
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Add Finer Details: Use files when the stone is approaching its final form and you need to
create finer details or smooth out chisel or saw marks. Filing along the crack will help smooth
it out and disguise it better. Most stone carving files have uni-directional teeth. The proper
way to use this file is to push it away from you rather than grinding it back and forth.
Grinding the file back and forth may be effective, but it will also wear down your files
quickly.
`

Sand your final product with 220 grit paper. It is recommended that you sand the stone while
it is wet. Use the wet/dry brand of sandpaper. Sanding dry is helpful because it will highlight
cracks and marks as you work, but it will require the use of a respirator or mask.

Need Some Inspiration?

Celtic carving, Wikimedia

Asian Lion, Chicago Museum

Pricing Strategies for Jewellery
from the OLMC silversmith meeting December 16, 2020
Confidence in setting an appropriate price for a product is an important part of selling in a
competitive environment. In craft shows and in shops, when potential customers show interest
in a particular item that the maker thinks should sell, or when people show too much interest in
buying as much as they can, it is natural to wonder if the cause is the design, or how it is
displayed, or if the price is too high or too low.

Factors in Pricing Strategy
There are two forms of feedback that make it difficult to set the correct price. First, the
craftspeople in the environment come with varying levels of skill and different needs. The
professional jeweler whose livelihood depends on selling at a “fair price” can be situated next
to a hobbyist working only for their own enjoyment, or next to a distributor of machineproduced goods.
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Second, most people view jewellery as a luxury
good, yet they know very little about the skills
involved, the quality of the components and
production methods. Consequently, the price is a
proxy for quality and workmanship, and a low price
can be an impediment to sales. On Etsy, it has been
noted, some products that are simply assembled are
sold at "insane" prices, but people buy them because
the high price creates a feeling that the product is
better than anything else.
The use of “loss leaders” or “impulse items” can lead people to high value items. “Often,
a seller will have an array of goods on a table, which also indicates a range in price,” says one
silversmith. “So often somebody will be drawn to something they know is affordable, but it
really acts as a lure. You watch them and you think, ‘They're just here for earrings’, and
before you know it they've seen something else that they've fallen in love with. They walk
away spending probably more than they were intending to. It's the lure of the lower priced
item that introduces your work to them, and they end up falling in love with another piece.”
Engage browsers. Ask them how much they are willing to spend or what they might be
looking for. Some people have a mental budget for how much they want to spend on a gift,
for example. You can lead them to certain things they might be interested in.

Perceptions of Value
Another subjective variable is the type of market, and what buyers in that market are
willing to pay for things. In a boutique market such as an art gallery or high-end shop, people
may be willing or even expect to pay premium prices; on the other hand, the number of buyers
may be few and far between. Mass-produced items typically would be priced lower for a
discount market. Of course, it is possible to find oneself in a market where nobody wants
jewellery; they want pottery or fossils or food or whatever you are not selling.
The kind of market can be indicated by the cost to get into that market. The table fees for
a gem show, consignment rates charged by a re-seller, advertising rates, packaging and
delivery costs, the fee to set up a web site on a server – all of these are clues to the type of
clientele.
In some cases, customers are drawn to stones. Some people will pay
anything for an item based on the quality of the stone, even if the stone was
not expensive to acquire. There is a perceived value in the stone.
Never put your jewellery on sale, and never explain or justify
your price. If it is not selling, then raise the price. One silversmith
tested this strategy, and it worked. At one show, she had a piece
that was not selling for some reason, and she marked it down. It
still did not get any attention from buyers. Then she doubled the
original price, and it sold in an hour.

I Just Wanna Have Fun
People have noted an interesting dynamic in the OLMC, where some club members
charge far, far less for finished stones than what professional stone dealers charge for similar
quality. Some buyers have expressed disbelief in the quality of the finished product because
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the resulting sale price is unexpectedly low. Things like a boulder opal cabochon normally
would cost a lot on the retail market, but a club member is selling it for much less.
Club members might give stones away free as gifts, too. If it takes two or three hours to
cut a stone, and people are charging five dollars for it, clearly they are not making much
money. It seems they are pricing based on what they think people would pay for it, not for
actual costs, and they tend to low ball.
One club member described the situation like this: When you go to the OLMC gem show,
and see what some of the vendors are selling their cabs for, it gives you a sense of if you are
anywhere in the ball park. Some of the stones produced by club members are so much better
than some of the stones sold at the show. At the same time, club members do not have the
same costs as professional sellers.

Calculate a Base Sale Price
One method is to investigate what other makers charge for a similar item. Check retailer
web sites and catalogues. This method takes no account of your actual effort or costs.
Another method is to work backward, thinking "How much money do I need to make in a
year?" Divide the desired income by 52 (or 50 weeks with holidays), then divide that by the
number of working days, and spread that out over the number of products made.
A more common method is a calculation of cost of goods sold (COGS). A spreadsheet
program is a useful tool in this case.
•
•
•
•

Weigh the metal ahead of time and figure out the costs. You could use the cost of the metal
when it was purchased, or the cost to replace the metal today.
Calculate the price per stone
Cost of replacing damaged tools. Anything that touches the piece can be added in. If Dremel
burrs have a 10-year lifetime, a portion of that cost (depreciation) is part of the COGS.
Labour costs and/or a base multiplier that covers labour and other supplies

(parts + cost of tools and supplies + labour time) * market multiplier = sale price
Labour is more a factor of knowledge and skill than one of time. A skilled metalsmith
might charge 50 cents per minute, but this person needs less time to produce quality work. A
beginner might take seven or eight times longer, so their cost per hour must be less or the sale
price will be far too high.
An alternative to a calculated labour cost is a base multiplier of the COGS that represents
value added to the finished product. A jeweller might use a baseline of 2.5 times COGS to
cover design work, manufacturing time and replacing general supplies for most items. In the
case of unique items for an art gallery or special order or exclusive line, a multiplier of 10
times the COGS might be used to reflect more time spent on design, artistic vision, and highquality production. Wholesale prices might have a discounted base multiplier, but the seller
could insist on a minimum purchase value.
Remember, even if making crafts and jewellery is just a hobby or just for fun, and you
don't want to make a lot of money, it still needs your skill and expertise, and that is always
worth something.
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Massive Cliff Collapse in the UK

Contact:

A huge section of a cliff on the Jurassic Coast in
Dorset, just west of Weymouth, UK, collapsed on
April 15, and fell to the beach below and into the
sea. It was the biggest rockfall in the UK in 60
years.
About 4,000 tonnes came away in chunks, some
the size of cars, and tumbled towards the beach.
More collapses are expected. People are urged to
stay away from the area. The coast could be
dramatically different by the summer.

President
Kerry Day
pres@olmc.ca

Vice-President
Matthew Poirier
vicepres@olmc.ca

Secretary
Bob Boisvert
sec@olmc.ca

From April 15: https://www.theguardian.com/

Workshop Schedule

Treasurer
Rita Hudec
treasurer@olmc.ca

May 2021
Sunday

Monday

Tuesday

Wednesday

Thursday

Friday

Saturday
1

Workshop Chair
Jean-Guy Bradette
workshop@olmc.ca
2

3

4
Silversmith
video call
19:00

5

6

7

8

9

10

11
Silversmith
video call
19:00

12

13

14

15

16

17
MIG
video call
time 19:00

18
Silversmith
video call
19:00

19

20

21

22

23

24

25
Silversmith
video call
19:00

26

27

28

29

30

31

Membership Chair
Nathalie Bourget
memberchair@olmc.ca

Show Chair
Stéphane Jetté
showchair@olmc.ca

Newsletter Editor
Eric Clara
news@olmc.ca
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OLMC Classified Ads

Lapidary Machines
For Sale
Covington Grinder with
Diamond Wheels = $500
Lortone Polisher = $400
FL-15 Vibrating Lap and 2
aluminum pans = $500

Lortone Trim Saw = $400
Contact: Jeff West
1traveller@gmail.com

The OLMC has stones for sale at the
workshop, from pebbles to boulders.
Find the perfect stone for your project.
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workshop -- $5 to $10 each. Also watch the
Classified Ads section.
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OLMC Membership Application
New Membership

Membership Renewal

Individual – $20

Family (2+ persons in the same residence) – $30

Other Services:
Annual workshop access fee: $90 per year (replace workshop usage fee of $3/visit)
Newsletter advertisement: $25 per year for members
Ten quarter pages per year over ten newsletters, which can be combined for fewer,
larger ads. Businesses wishing to advertise in the newsletter pay $55 (family
membership + advertising fee)
Locker Fee: $25 per year (depends on locker availability)
Cabochon Course: $60 – required for all members who want to use the lapidary machinery.
More information can be found at http://www.olmc.ca
Names(s):

___________________________________________________________________

Address:

___________________________________________________________________

City:

______________________________

Province:

_______________

Postal Code:

______________________________

Telephone:

_______________

Please specify how you would like to receive OLMC’s newsletter:
By e-mail
By mail

_____________________________________________________

Do you require a receipt?

Yes

Payments are payable by cash or cheque only to Ottawa Lapsmith and Mineral Club.
Please mail your membership form and fees to:
Ottawa Lapsmith and Mineral Club
P.O. Box 59028 Alta Vista
Ottawa, ON K1G 5T7
Please note that all membership information is used only for administrative purposes.
Administration use only:
Card provided:
Yes

Supervisor signed:

Yes

Date: __________________

Questions? Please contact us by phone 613 700-4637 or email workshop@olmc.ca

You can also go on our Facebook page: http://www.facebook.com/OttawaLapsmithMineralClub
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