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Abstract



This research investigates guidelines to elevate the competency of labor skills
in the realm of Gems and Jewelry trading, focusing on a case study within Chanthaburi
Province. The research objectives encompass three facets: 1) examining the imperative for
augmenting labor skill competencies in the gems and jewelry trading sector within
Chanthaburi Province, 2) studying the impacts of the COVID-19 pandemic on labor within the
gems and jewelry industry, and 3) outlining training guidelines aimed at enhancing labor skills
in gems and jewelry trading. The qualitative data collection methodology encompasses
pertinent research documents, agency research papers, website information, and in-depth
interviews. These interviews are conducted with a sample group consisting of eight
individuals representing medium and large-sized gems and jewelry businesses in Chanthaburi
Province. The sample comprises two participants each from the following groups: The
Association of Gems and Jewelry Manufacturers Association Group, the Chanthaburi Gems
and jewelry Cluster Club Group, and a focus group involving entrepreneurs registered with
the Gems and Jewelry Institute of Thailand, and five experienced individuals engaged in the
sale of gems and jewelry are part of the study. The research employs content analysis and

verifies data using the Triangulation Method.

The research findings describe two distinctive categories of gems and jewelry trading
labor skills competency as follow: 1) Basic Competencies: These fundamental proficiencies
serve ad prerequisites for successful engagement in gems and jewelry trading. Establishing a
sense of passion and faith in a career, alongside defining clear career development goals by
embedding it to promote direct experiential learning. This cultivation is often observed to
originate within the framework of family relationships, and 2) Job competency: This category
pertains to skill sets aligned with the nature of the work. Notably, job competency entails
two crucial components: a profound knowledge and understanding of gems and jewelry

business and science, as well as effective sales skills, both in offline and online contexts.

For the impact of the COVID-19 pandemic on the gems and jewelry industry, it is
evident the small and medium-sized business entrepreneurs have been affected to varying
degrees. However, an ‘aspect of business continuity is maintained, particularly through
regular customer interactions. These entrepreneurs have adapted by purchasing more raw
materials from smaller traders to sustain production for speculative purposes after the
pandemic abates. Guidelines aimed at refining labor skills within gems and jewelry trading
are outlined in four distinct step: 1) Positive Attitude: This step underscores the importance
of setting goals, reviewing expectations, and planning career development, 2) Knowledge
and Understanding: Gaining an in-depth comprehension of materials science crucial for

jewelry production and comprehending the sourcing and acquisition process of raw



materials, 3) Customer Evaluation: Prioritizing the needs and preferences of customers and
aligning them with the fundamentals and experiences of customers, and 4) Sale Skills:
Developing skills such as active listening and persuasive communication to bridge the desires
of customers with the offerings of gems and jewelry. These skills are especially relevant

when selling through online channels.
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