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Diamdel
Changing the face of the 
Rough Diamond market

Words from the Judges

“A courageous break 
with tradition has seen 
a marked commercial 
success.”

Diamdel, a market leading rough diamond 
sales business with headquarters in Antwerp, 
Belgium is a well-deserved recipient of the 
European Business Awards Ruban D’Honneur 
for the HSBC International Growth Strategy 
of the Year Award. The accolade has been 
given in recognition of the fact that Diamdel is 
revolutionising the way that rough diamonds 
are bought and sold.

On 28 January 2008, the world of rough 
diamond trading was changed forever by the 
launch of Diamdel’s innovative online auction 
capability. Diamdel was the fi rst company in 
the world to embrace online technological 
advancements and harness them as a 
means of negotiating sales and pricing of 
rough diamonds. Since then, auction sales 
have become Diamdel’s core business 
and the global rough diamond market has 
taken notice and started to adopt a similar 
approach to sales. 

“Changing the way we sell has been 
central to our business transformation. It has 
not only shaped the traditional sales strategy 
of the broader De Beers Group, but has also 
triggered a global market change.” 
Neil Ventura, CEO, Diamdel

Today, auction sales account for 95% 
of all rough diamond sales, with prices and 
margins consistently higher than those 
in traditional channels. Auctions have 
replaced lengthy negotiations with a more 
transparent, equitable and market responsive 
selling capability. This in turn has resulted in 
prices that better refl ect global supply and 
demand fundamentals. It has opened up the 
market to larger numbers of global buyers 
who previously had no access to these 
opportunities. 

Globally in 2011, Diamdel sales will 
grow by 54% on the previous year, which 
in turn saw a growth of over 362%. The 
overwhelming results following the launch 
of the online auction capability transformed 
Diamdel, which became debt free in Q2 of 
2011; an important milestone for a business 
that, until 2008, had been plagued by declining 

revenues, lacklustre profi ts, bloated costs and 
spiralling debt. 

In the second half of 2007, Diamdel was 
in dire need of decisive action to keep the 
business afl oat. Neil Ventura was appointed 
as the new CEO and his fi rst task was 
to turn the business around and restore 
market credibility. The company made some 
signifi cant cuts to streamline the business 
and emerging leaner and meaner, made some 
daring choices that would change its direction 
forever. Diamdel turned its back on years of 
traditional direct sales and decided to focus on 
online auctioning.

“The Diamdel team had to defi ne 
processes, develop tools and embrace 
technology accessed through a partnership 
with Curtis Fitch, to make this new approach 
to selling a reality in a very short space of 
time. The decision to go for it was made in 
October 2007 and we ran our fi rst auction 
in January 2008. Everyone at Diamdel was 
behind our goal to be the fi rst company in the 
industry to sell in this innovative way.”

The fi rst auction was initially received 
with scepticism by many in the market and 
some in De Beers. It was a major change 
to deeply-entrenched, traditional working 
practices which were built on face-to-face 
contact and strong customer relationships. 
Diamdel undertook an intensive customer 
relations programme to ensure that existing 
and prospective customers understood the 
implication of this move to online auction 
selling. Initially unconvinced, Diamdel had 
to prove to customers that the benefi ts 
outweighed the negatives and today, over 72% 
of Diamdel’s customers have participated in 
the auctions. 

In Q3 2010, the wider De Beers Group 
trialled the Diamdel sales channel in a pilot 
project that, if successful, would defi ne the 
future of the entire group’s sales strategy. 
De Beers has now extended participation in 
auction sales to the entire market of rough 
diamond buyers.  

“There are many sectors 
where the traditional 
ways of working have 
become so ingrained 
that change seems 
both inconceivable and 
unacceptable, so it was 
in the trade of uncut 
diamonds until Diamdel 
made the decisive move 
to open up sales to a 
wider market via an 
open online auction. The 
company has overcome 
both practical diffi culties 
and industry cynicism 
to achieve spectacular 
growth.” 
Phil Forrest, Chairman of Judges, 
European Business Awards 2011
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Looking to the Future…
The use of auctions has acted as a 

catalyst for change across the entire market 
sector. Major and junior producers, market 
intermediaries and even producer country 
governments have announced plans to 
imitate and adopt the approach and sell in 
a similar way. 

Diamdel will continuously upgrade its 
auction capability in order to maintain its 
status as market leader and stay ahead of the 
growing number of businesses attempting 
to adopt and imitate its current offering. 
Already in the past two years enhancements 
have been introduced including Multi Unit 
Auctions (MUA), which enable buyers to 
express demand using both price and volume 
variables; ‘rank’ events, which protect the 
winner’s identity and the price they paid; and 
fi nally, a data analysis programme which 
assists in refi ning the customer proposition to 
better meet customers’ requirements. From 
April 2012, buyers consistently demonstrating 
the strongest demand at auctions may qualify 
for long term supply, subject to availability 
from De Beers.

In 2011, Diamdel has been expanding 
its presence in strategic locations across the 
world. In January it relocated to a much larger 
offi ce in Tel Aviv and in October launched a 
new business in Dubai. The Dubai offi ce will 
focus on providing improved access to local 
businesses and Indian based companies, which 
are an important market for Diamdel. Diamdel 
has also expanded its presence in Hong Kong 
to cater to growing Asia Pacifi c demand.

“Our long standing presence in the 
developed market of Antwerp and recent 
expansion in Tel Aviv is now being built upon 
with further investments to better meet the 
needs of emerging market demand. We aim to 
provide globally dispersed customers with as 
much opportunity as we can to purchase the 
products they require to sustain and develop 
their businesses. In doing so we are able to 
expose our products to a better representation 
of global demand to attain prices and price 
discovery that truly refl ect short-term supply 
and demand fundamentals. ”



About Diamdel 
Diamdel was fi rst formed in Antwerp in 

1964 and subsequently expanded into other 
markets such as Israel, China and South Africa. 
The company is one of two businesses that De 
Beers operates to sell its rough diamonds, the 
other being the Diamond Trading Company 
(DTC) which operates a long term supply 
contract system to selected customers known 
as “Sightholders”. 

Since inception, Diamdel has sold rough 
diamonds purchased from De Beers (its 
primary source) and third party suppliers. 
All transactions made by Diamdel were 
traditionally carried out via face-to-face 
negotiations. The selected buyers were 
collectively termed “Non-Sightholders” 
and were typically small or medium-sized, 
family owned enterprises that were either 
not interested in obtaining a regular supply 
(known as a Sight) or were unable to meet the 
qualifying criteria to become “Sightholders”.  

Diamdel is a very lean business with 
just 31 staff located in its offi ces around the 
world. It is a market leader in its fi eld thanks 
to its pioneering auction capability that 
enables global online sales of all categories 
of rough diamonds. The company engages 
approximately 600 businesses with the 
opportunity to buy rough diamond products to 
match their business requirements at market 
determined prices. 

About the European Business Awards 
Since 2007, the European Business 

Awards programme has been shining a light 
on the most pioneering businesses on the 
continent by promoting excellence, best 
practice and innovation in the European 
business community. The awards programme 
recognises excellence in all disciplines of 
business including individual business 
functions. Last year entrants ranged from fi sh 
farming organisations to renewable energy 
fi rms. Together they had a combined turnover 
greater than €766 billion Euros (6% of EU 
GDP) and employed over three and a half 
million people between them.

Businesses from each of the 28 European 
territories are invited to enter the Awards. The 
competition for fi nalist places is fi erce with 
many of the Europe’s most established brands 
being represented. 

The judging panel is comprised of experts 
in their fi elds who each bring experience, 
business acumen and understanding to the 
board. The overall winners in each of the 
categories will be announced at the 
Awards ceremony in Barcelona on 22nd 
November 2011.

“This award is a fantastic 
external recognition 
of our team, which 
has been instrumental 
in executing a highly 
successful business 
transformation strategy 
over the past four years. 
We have not only shaped 
the future of Diamdel, 
but we are now shaping 
the entire global rough 
diamond market.”
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