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Voiceover This is Business Reimagined. Every week we talk with thought 
leaders and revolutionaries who are bringing innovation to their 
industries, like today's guest Tracy Matthews.  

I think in the beginning that all the bigger brands that we are 
approaching to become affiliates just thought we were a joke. 
They're like, "Who are you?" I think that there was probably, "Who 
is this person? She doesn't know what she's talking about. Who are 
they to think that they know?" Now they're talking to us. 

This is Business Reimagined with Danny Iny. 

 

DANNY 
 

Tracy Matthews is a custom jewelry designer who is making waves 
with her Flourish & Thrive Academy and the unique approach to 
business that it brings to her industry. Her love of design started early, 
creating dresses for her Barbies. In college she enrolled and excelled 
in jewelry making classes. Soon she was hosting shows and parties and 
even selling custom pieces off her neck while working at Nordstrom. 

 

Tracy Matthews 

A lover of art, fashion, jewelry and beautiful things in general, Tracy 
Matthews was inspired at a young age to create things that made people 
happy. At Loyola Marymount University, this desire was fostered when 
she enrolled in her first jewelry class. She developed her hobby into a 
thriving business, and for 11 years, Tracy designed and sold her 
collections to stores around the world. But then Tracy decided to get 
back in to the part of the jewelry business she loves: making jewelry. In 
addition to her custom design business, Tracy began the Flourish and 
Thrive Academy, where she teaches others her own jewelry industry 
savvy. 
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Her husband supported her talent and prodded Tracy to start her own 
business. Despite this encouragement, she was slow to start. 

TRACY 
 

I was fairly confident at the time but there was also this dichotomy of 
"Am I good enough?" I think it's just like a natural inclination for 
creative people to have that, "Oh well is this good enough?" I honestly 
didn't think, "Oh is my business going to fail?" when I started it. I think 
I was more scared about having enough money to live. That was my 
bigger thing. 

DANNY 
 

Fast forward a bit and Tracy was able to pay the bills. She went from 
$400 orders to $4,000 orders and beyond. Pretty soon she was at the 
helm of a successful seven-figure company selling her collections 
around the world. That lasted for eleven years. Then tragedy struck, 
for her as it did for many, in the crash of 2008. It looked like the end 
of her success. 

TRACY 
  

I dropped a ton of weight, my hair was falling out. I literally was in a 
bad mood all the time, just not my usual self. I just really felt like the 
world was crumbling around me, which is what it felt like. I was so 
unhappy and really resistant about this change that I was being faced 
with in my business. I had to make some really tough decisions like, 
do I fight for it, or do I just let it go? That was really the point.  

I'm sitting there in this meeting, I got a really unexpected question. 
This guy Phil, Phil Clemens, said to me, "What is it that you love to 
do?" I thought it was such a weird question, for a second I couldn't 
even answer it. So I'm like, "Well isn't it obvious?" Then I had to think 
about it, I'm like, "What is it that I like to do?" He kept asking me, 
"What do you love to do?" I'm like, "Well I love designing jewelry." 
He's like, "Well what else?" I'm like, "Well I really like working with 
customers." He's like, "What else?" He's like, "Well what do you hate 
to do?" I was like, "Managing people." He's like, "What do you spend 
most of your time doing?" I'm like, "Managing people." 
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It was this huge ah-ha moment. I was like, "Oh my God, here is the 
root of the problem. I'm not happy. I'm not doing what I'm supposed 
to be doing."  

DANNY At the prodding of her insightful consultant Tracy decided to let it all 
go in favor of something that was far more satisfying, working directly 
with clients to design custom jewelry. A move that made her a real 
maverick in her industry. 

TRACY 
 

Pulling out of the wholesale jewelry industry was really uncharted 
territory for me, and for most designers at the time. That's really how 
you did business. The Internet, even back in 2008, 2009 people 
weren't even selling much on the Internet. That shift didn't really 
happen until the last four years for my industry. It was really this 
pivotal defining moment for me; one of the saddest things that ever 
happened and most devastating experiences that I've ever had in my 
life, that also is the best thing that ever happened to me.    

DANNY 
 

In less than two years Tracy was seeing greater success and 
profitability than she ever had before. It wasn't perfect and it took her 
accountant to point that out. 

TRACY 
 

I'm sitting here with this accountant and my operations manager who 
happened to be my sister at the time. We're talking and I'm thinking, 
"Oh I'm business lady. I just got a huge order from QVC. I know what 
I'm doing." He looks at me and he says, "Have you ever heard of this 
book called the E-Myth Revisited?" I'm looking at him, I'm like, "Well 
I'm a business person, I don't need a business book. Why do I need a 
business book?" He's like, "You know I really think you should read it. 
I think that you might learn a lot. I think that maybe it might change 
the way that you're approaching business. I was looking at him a little 
bit quizzically and I'm looking at my sister and she's looking at me like 
yeah, you should read it.  

        I'm like, "All right I'll read it." I was really upset at the time but at 
the same time I was like, "Okay something's not working. You've got 
to figure this out." I talked to my sister after, she's like "I'm going to 
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read it too. I think that we should both read it." From the second I 
opened the pages and got into the first chapter I was like, "Oh I just 
created a job for myself. I didn't really start a business. I created a job 
for myself." I didn't really understand you have to step into this role of 
being like the CEO or visionary of your company if you want it to be 
successful. There's only so long that you can do that. 

I think this kind of ties back to the quick success of my other business. 
I approached it from this different way, like a real person with goals in 
the beginning and a vision, looking at the big picture perspective 
rather than looking at it like day-to-day through a microscope and just 
showing up for work without a plan. It kind of changed everything. I 
think that is one of the fundamental things that I see when I work with 
designers today to help them grow their businesses that's missing is 
that they don't approach their business with a visionary mindset. 
Rather, they have just created a job for themselves.   

DANNY 
 

Let's talk about that. You've got the wholesale jewelry business up to 
close to a million dollars and shut it down after the economy killed it. 
Then over the course of just a few years you brought the custom 
jewelry design to a full time income with a part time amount of work. 
How did Flourish & Thrive Academy come into the picture. Where did 
that come from? 

TRACY 
 

That's a great, great question and I love telling this story. This goes 
back to my early days as a designer. One of the things that's just 
common knowledge is that the jewelry industry is a really tight lipped 
industry. It has a notorious reputation for competition. If you were to 
imagine a bunch of ... this is how I think of it, if you were to imagine a 
bunch of creative people who are information hoarders. They find all 
this information but they won't share it. That was my experience as a 
young designer. 

I remember when I was first starting out and I was a really outgoing 
person. I would go out of my way when I was at these to meet other 
designers and start to build a friendship. I would also ask a lot of 
questions. People would ask me questions, I'd be totally open with the 
answer. I was like, "If you need a stone supplier, go to this person. If 
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you need a chain supplier, go to this person." It was always ... I always 
approached business from an abundance mindset. I'm going to stand 
out as a designer because of my design talent and my abilities to show 
my viewpoint through my work, not because I'm using the same 
supplier as someone else. That's never my approach. It was always 
from this abundance mindset. 

        I would make all these friends and it became really interesting to 
see how you'd start having these conversations or you'd be at dinner 
with someone and then all of a sudden you'd be like, "Hey so where 
did you get the blah blah blah that you're finding. I need a new 
resource for that." Then people would just shut down. There was this 
one specific incident where I was talking with a friend of mine who has 
a successful jewelry brand and we were at a trade show and I was 
looking for a new resource for hang tags. Hang tags are just the little 
tags that hang on the back of a necklace. You put a maker's mark on 
there so you know who made it. I was like, "Where did you get those 
little hang tags?" They're like twenty cents if you're buying them in 
silver, or something like that. "I'm looking for a new resource, we're 
trying to find some new shapes and stuff like that." She looked at my 
quizzically with a horrified look on her face that I would ask her for a 
resource. She was like, "I just can't share that information." I started 
laughing. I was like, "Okay. Fine don't share it, whatever."  

        These kinds of conversations would happen all the time. No one 
would share information. I really think that because I ... this was sort 
of like a contributing factor and some of the stuff that happened in my 
business as far as the failure went. I had other friends who were 
handbag designers or sweater designers or clothing designers and they 
would be totally fine giving me referrals or introducing me to a buyer. 
For some reason, people in the same industry wouldn't. Even if your 
lines were completely different. It's very strange to me, I didn't really 
understand it.  

        When I closed down Tracy Matthews Designs and had started my 
custom business I was getting a lot of designers emailing me saying, 
"I've been following you for a long time. I love the new direction of 
your company." The full story wasn't out then. I wasn't telling anyone 
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that I had to file for bankruptcy and that my business failed. I was just 
saying, "I'm moving in a new direction" kind of thing. They would ask 
me for mentoring and I would come up with a package, a consultant 
kind of package. I would give them mentoring up to a point. It kind of 
would require a lot of time so if they wanted more- 

DANNY 
 

Before we move on can I jump in on a tangent here? 

TRACY 
 

Yes. 

DANNY A lot of people in the design space, does selling knowledge and even a 
lot of the people in business in generally, they kind of struggle with the 
impostor syndrome. They feel like who am I to give this advice? I could 
see that totally being something you would struggle with if people 
would come to you almost asking, "Well how are you going to mentor 
me? Your business just went bankrupt." How did you handle that? 

TRACY 
 

That is such an interesting question. I totally struggled with it because 
on the outside it appears like I knew what I was doing, but for a time 
on the inside I felt like I had no clue what I was doing. Even though I 
thought I did for many years, it's like that business failure really put 
my ego to rock bottom. 

DANNY It shakes your confidence. 

TRACY 
 

It really did. You know, I knew I was talented as a designer, but there's 
always that little voice. 

DANNY You're clearly talented as a business person too. 

TRACY Thank you.   
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DANNY You had a built a business to a million dollars over a decade, but when 
you have an experience like that it's like a kidney punch to your 
confidence. 

TRACY 
 

Yes. It definitely was. There was an element of that, but also a lot of 
these designers that were coming to me were brand new. I knew I 
could help them. They weren't like 20 years in business and I was 
looking at bottom line numbers bottom trying to tell them where they 
could tweak their profit margins. It wasn't that in depth. It was more 
like okay what are the next steps for me to get my collection developed 
and can you take a look and help me create a cohesive collection or can 
you help me with the wholesaling piece and tell me how I should be 
approaching stores. That sort of stuff was the kind of thing that they 
were asking me for. While there was that sense of impostor syndrome, 
I felt pretty confident that I could help them. 

What I ended up noticing is that I'd provide these packages and a 
couple of them said yes but then what would happen, the majority of 
them would be like, "Oh well that's a way bigger investment than I 
expected." I kind of had the thing, I'm like, "Well I'm making a living, 
I have to put a lot of time into creating this plan for you. I can't just 
give it away for free." 

DANNY 

 
Of course. I wanted to just underscore something. You kind of touched 
on it but I want to make sure it's clear because I think it's an important 
take away. In terms of how to deal with the impostor syndrome, it 
sounds to me like the take away is that you don't have to be an expert 
in everything, you just have to be an expert in the things you're actually 
an expert on. 

TRACY 
 

Absolutely. I think that's true. I'm not an expert in every part of the 
jewelry industry, by any means, but I'm an expert in niche brands, like 
small designers who want to make an impact with their designs. I can 
teach them a lot about how to build a business. I've done it twice. I 
might not be able to consult for Tiffany, but consultant. That's fine. I 
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don't think that we all need to be everything to everyone. We just need 
to be something to someone. 

DANNY Cool. So people were coming to you for advice and you were putting 
together packages that will allow you to give them the kind of support 
that they were asking for and it was at their price range. 

TRACY 
 

Absolutely. I started brainstorming ideas and I got involved in an 
online community at that time. I love the group support aspect to it. I 
got to thinking, I'm like, "Okay, so what if I could somehow break 
down this tight lipped barrier and get people talking in the jewelry 
industry and sharing?" It would create this community of support and 
collaboration over competition that would break down these walls and 
get everyone supporting each other, but then also help everyone rise 
up. I had this idea to start an online education [00:14:00] company. I 
knew nothing about online marketing. I always say that I fell into 
online marketing by default. It wasn't something that was ever on my 
radar. It just sort of happened out of this desire to serve.  

        I was sitting with my friend at a jobs club, my friend Robin. I met 
her at a trade show years and years before. She was the Director of 
Sales for jewels and gifts. She had grown that company from ... she 
doesn't like me to talk about numbers, but she grew them by 800% 
which was in multiple millions of dollars in sales during the short 
period of time that she was with them. Before that had worked with 
some more big box retailers like William Sonoma and Crate & Barrel 
on the retail side of things. She had a really good understanding of 
sales from a consumer perspective, but also on the back end 
wholesaling.  

        We were just chatting and she had started her own consulting 
business at the time. We were chatting about this idea and maybe this 
is where the impostor syndrome starts to sneak in. I'm like, "I don't 
know if I really want to do this alone. Maybe I should have Robin come 
in with me and we start this together." She really has such a great 
balance of skill sets for me. She's really good with people. She likes 
getting really deep into details with people, where I'm more of a big 
picture person. I'm like, "Here's what to do. Go take these steps and 
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go do it and then come report back to me." She really likes to work in 
it with people. It was a good balance.  

        We ended up meeting for coffee the next day. She's like, "I'm in. 
Let's do this." I was like, "All right, we're starting an online education 
company. I have no idea how to do this but we're going to do it." This 
idea of community and collaboration over competition was sort of the 
concept to start Flourish & Thrive Academy. We launched our first 
course. 

DANNY What was the response? You started this business with the idea of 
putting a message, putting an ethos [00:16:00] out there around 
community and collaboration over competition. That was totally 
foreign in the jewelry market. How did people respond to that? Did 
the people go like, "Oh my God this is amazing." We're people more 
like "What the hell are you doing? You're going to destroy our 
industry." 

TRACY 
 

That's a great question. I think in the beginning that the bigger brands 
that we were approaching to become affiliates just thought we were a 
joke, they were like, "Who are you?" Now they're talking to us. I think 
that there was probably like, "Who is this person? She doesn't know 
what she's talking about kind of thing. Who are they to think that they 
know?" From the designer's perspective it was highly responsive. It 
was interesting because we launched the first course about three years 
ago. Started our first email list opt-in funnel situation, which probably 
wasn't even a real funnel at the time. It was just sign up for our list. I 
would send them some emails. We had 300 people on our list. We pre-
sold it and we got like 20 people to sign up in the pre-sale. Then with 
a 500 person list we sold 50 spots. That to me seemed like a big 
accomplishment. I heard that most people get 1% conversions from 
their lists. Obviously smaller lists get higher conversions.  

        It gave me a little confidence, all right, well we can try this and see 
how it's going. The results from the designers was incredible. We had 
... a lot of the biggest hesitation I think most people had signing up for 
the first round was really like, what if people steal my ideas? That was 
really the biggest thing. We were like, "People with integrity don't steal 
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ideas and we only let people in with integrity. If they do, if they break 
that sort of code, they're out."  

        It ended up totally working. The response from there designer's 
perspective was amazing. Now we've had over 900 people go through 
courses, which is awesome. It'll be more by next week. We're in the 
middle of a launch right now. It's just really exciting to see some of 
these designer's businesses are just thriving. It's amazing. I look at 
some of the people who started with us. There's this one designer in 
our master mind, her name is Karina Harris. She joined our master 
mind, she's working full time with doing her business, Waffles and 
Honey, on the side. In March she got laid off from Oracle and was 
freaking out because she had pretty steady income. We're like, "All 
right, this is your time, you're going to do it." She had a Valentine's 
Day month that was like multiple five figures, which is amazing for 
someone just doing it on the side and selling online. It wasn't like she 
was ... she was not selling it to stores or anything.  

        She quit her job. She had her first $30,000 month in sales or 
something to that effect. I can't remember the exact number, within a 
month. I'm just like to see someone who is forced, they're basically 
forced into at this point because she's like, "Well I could look for a job 
or not, but I think I'm not going to look for a job, I'm just going to go 
for it." To see the kind of results that people like that are having is just 
incredible to me. It really brings tears to my eyes every time I think 
about it because it works. It's like, if I had this when I was starting out, 
the fate of my first business might have changed. I needed to go 
through that in order to come out the other side and do what I'm doing 
now. At the same time to see these designers really supporting each 
other, they've got each other’s back.  

        This is like a little bit of a tangent, but a side bar, but it's amazing, 
I think it's important because it's amazing to see how the support 
comes out in another way. There was a community member who 
recently was diagnosed with cancer. Her cancer treatment is $40,000 
or something like that. She doesn't have the money. She doesn't have 
a spouse who is making a lot of money, she's doing it on her own as far 
as I know. She started a go fund me campaign to help pay for her 
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cancer treatment. I didn't even know about it. The woman didn't reach 
out to me. It was someone in our community who posted and said, 
"Listen, she's going through a hard time. Even if you have $5 we need 
to support her." 

        It was just amazing to see within a day she had a couple thousand 
dollars raised by people who are also in a similar position where 
they're starting out and they don't have a lot of extra money to spare. 
I find that fascinating. The benefits of this community and 
collaboration over competition has ripple effects in such a bigger way 
where they're all really supporting each other in life, which is amazing. 

DANNY How far along do you feel like this is in the grand scheme of things? 
You've got close to a thousand students in your program. You've got, I 
would imagine, a much larger audience and designers following your 
work, being influenced by your ideas. Do you feel like the tone in the 
industry is starting to change? What's your take on that? 

TRACY 
 

I think it's interesting because the conversations are starting. Robin 
and I were invited to join a convening conversation. Robin actually 
attended the entire conference for the Society of North American 
Goldsmiths in May. It was interesting because we were invited to chat 
with a market place and museum convening platform. We're sitting 
there in a room with a bunch of museum curators, collectors, 
educators in this jewelry/arts industry, people from all sorts. Then 
there's us, we come from a very different side of the business. We're 
like people who sell the work and the people who approach it from 
more of a mass market perspective in the sense that we're reaching out 
to a bigger audience, it's not such art/jewelry. 

        It was interesting because there were a couple of educators in the 
room. One of them in particular I remember she just looked defeated. 
She was like, "I don't know what's going on with this industry, it's 
really hard for me, with integrity, to encourage people to go after an 
MFA in jewelry/art because they're going to leave school with a ton of 
debt and no skills on how to market and sell their work." She's like, 
"Something's got to change." She looked at Robin and myself and 
there's some of the people in the room who are like, "Who are these 
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people?" They're totally preaching the opposite of what we teach. She 
looked at us and she's like, "I think what you guys are doing is 
amazing. It's what everyone needs." 

        I found out something really interesting, I had heard this before, 
when I was in San Francisco and had my business in San Francisco I 
hired a lot of students from a college called the California College of 
the Arts that was based in Oakland. There was a jewelry/arts program 
there. Several of my first employees came from that program. It's not 
like this is the first time I'd ever heard this. They spend hours and 
hours of studio time learning how to do every single piece part of how 
you make a piece of jewelry, or how you build a vessel how you create 
a bowl, how you form and shape and solder and do all this crazy stuff 
that is a useful skill if you're going to be sitting in front of a bench but 
it's not really a life skill that is going to teach them something beyond 
that. Some of the pieces that they were required to develop took 
months for one piece.  

        That in and of itself ... how do you bill for your labor on a piece 
like that? It would be thousands and thousands of dollars. That's not 
something that the market can really bear in most cases, unless it's a 
collector buying a piece. That's becoming harder and harder as the 
economy has been changing. She's like, "It's really challenging for me 
to tell anyone to even pursue this. Enrollment is down. Everyone is 
going into business or graphic design, no one is really working in these 
sculptural arts. The business and marketing side of the program is 
optional. They're not required to take business classes or marketing or 
sales classes. They have one or two, but no one is required to take it. 
It's usually something that they fit into their schedule at the end if they 
are going to take it. Typically it's one of the classes that has the lowest 
enrollment.  

        I found that really fascinating because that to me should be the 
first thing that they teach you, how to sell and market your work, but 
it's not an industry norm, especially in these more traditional 
jewelry/arts programs where it's people designing museum pieces and 
stuff for galleries. I think the conversation is changing. I think that 
there is a lot more awareness around the need for emerging designers 
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and artists to have business skills and to learn it from the beginning 
before they go out and actually try to start a line or try to get into a 
gallery or try to develop pieces for a museum so that they understand 
the whole picture of not only what they're getting into but how they 
can be a success. 

DANNY It sounds like there are really two layers of reimagination happening 
here. You're reimagining the education of jewelry entrepreneurs but 
you're doing that as a means to the reimagination of the internal 
dynamics in the jewelry industry in terms of how jewelers interrelate 
with each other. 

TRACY 
 

I'd like to think of it that way. That's sort of what we've been working 
very hard to do. It's been an interesting evolution. It's really fun to see 
people finally catching on. I feel like the traction is sort of building now 
and the momentum is taking over and starting to snowball. It's an 
exciting thing to watch and it's an even more exciting thing to be a part 
of. It was something that was so needed by me when I was first starting 
out. I don't really want to rewind the clock because I learned so much 
through everything that has happened to this point in my life. At the 
same time, I've seen what a difference it makes for people who have 
that information from the beginning and how quickly they can become 
successful without some of the struggles that I had to go through.    

DANNY That was Tracy Matthews, reimagining the jewelry design industry by 
introducing the values of sharing openness and mutual support that 
anyone in any industry would benefit from adopting. To learn more 
about Tracy's design work visit TracyMatthews.com. To learn about 
her work supporting others in her industry visit 
FlourishThriveAcademy.com. 

Voiceover We love hearing from you. Your feedback makes this podcast even 
better. Take a minute to rate us on iTunes and leave a review. Each 
week we'll share what one of our reviewers has to say.   

DANNY Today's reviewer is [AprelAlba99] who says, "So many podcasts 
rehash similar ideas or they cover the same stories the interviewee has 
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And if you're loving the podcast and you've got a moment to spare, we'd *really” 
 appreciate a short review and 5-star rating on iTunes (if you think we deserve it). 

 (if you think we deserve it). 
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told in blog posts or in a bazillion other interviews. Business 
reimagined takes a unique angle and goes so much deeper and boils it 
all down into actions that listeners can take. Every entrepreneur 
should listen to this podcast. Danny Iny is one to watch. Well thank 
you so much AprelAlba99. That's really what we were going for. We 
didn't want to just be publishing yet another podcast on the same story 
by the same 20 people who are making the rounds. We wanted to find 
really interesting people and then dig really deep into the stories that 
they haven't shared anywhere else. It means so much to me to hear 
from you that you feel we've succeeded. 

Voiceover This has been Business Reimagined with Danny Iny. Join us next 
time as we talk with Buck Rizvi. 

BUCK RIZVI ABL. Always be learning. If you're not always learning and growing 
and if you're doing a business and you're not curious about all aspects 
of that business, even if you're not the doctor, not the scientist, you 
don't have the PhD., then shame on you. 

Voiceover Learn more about us at firepolemarketing.com. 
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