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THE 3 KEY COMPONENTS TO CREATING  
JEWELRY COLLECTIONS THAT SELL 

THRIVE BY DESIGN WITH TRACY MATTHEWS 
 

You’re listening to Thrive-By-Design business marketing and lifestyle 
strategies for your jewelry brand to flourish and thrive. Let’s get started.  
 
Tracy: Welcome, welcome to the Thrive-by-Design podcast and I am Tracy 
Matthews, and I’m excited to be here today for Episode 9 because we’re 
talking about the three key components to creating jewelry collections that 
sell. Before I dive in I just want to mention this is that mission is to give you the 
best business marketing and lifestyle strategies for your business to flourish 
and thrive and if you’ve been following us for awhile, you know that our motto 
is community and collaboration over competition is really the road map to 
success in any business model. 
 
I’m super excited to be here today to talk about something I am so passionate 
about which is jewelry collections and developing collections. It’s really one of 
my favorite things to do as a designer and also one of my favorite things to 
reminisce about when I was just starting about how I’ve grown as a designer.  
 
Alrighty before I dive in I want to tell you a little story about one of my first 
experiences selling to a retail store. I got an appointment at one of my favorite 
stores in San Francisco back in the day when I was wholesaling my line. This 
must have been in 1998 or ’99 and it was at this great store called Metea. They 
are still open in San Francisco. I think they’ve moved to Hayes Valley. They 
were downtown at the time, and I got an appointment with Sherry who is the 
owner. Who is an amazing curator of beautiful things.  And I was super excited 
because the meeting went really well and I ended up selling her my collection. I 
was super, super stoked out of it and that meeting was one of the meetings 
that I always remember as a young designer just starting out because I learned 
so much about selling my collection and what really needs to happen to 
develop collections that sell.  
 
So lots of things happened in that meeting but the thing I’m going to talk 
about at this moment is about my collection. So at the time I was designing 
super dainty, dainty little beaded jewelry type things. I had sort of developed 
this proprietary technique where I was creating these dainty necklaces that 
were sort of crocheted but sort of not. It was just an interesting look and so 
pretty much everything in my collection was very, very dainty and tiny and all 
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the price points were around the same. I don’t even think I had earrings in my 
collection at the time I think it was primarily necklaces and bracelets.  
 
So I remember one of the things that Sherry said to me was I love your 
collection you’re a really talented designer. Your pieces are beautiful and I 
know they’re going to sale really well for us but you know something you 
should consider is developing some pieces that are a little bit bigger and make 
more of a statement and here’s the reason why. When I’m thinking about 
buying a collection when I’m thinking about [3:00] curating material or 
clothing or jewelry for my store I’m always looking at what the customer is 
going to be looking at in the case. 
 
So for instance I have these big jewelry cases so there are certain pieces that 
draw the customers attention into the case but it might not be the piece that 
they buy or there are certain statement pieces of clothing that they put on 
display that draw the customers into the store to get them in the store but 
then it’s probably other things that they buy once they’re there. So she’s like 
think of it this way you have all these dainty pieces their beautiful, we layer 
them, we show people how to wear them but the thing that’s going to get 
people to notice your pieces overall is if you had something that really made a 
statement in the case or a statement piece of jewelry. 
 
She wasn’t suggesting that I go totally off brand here and design something 
that was out of my style like a big chunky piece that didn’t really work with my 
collection. What she was suggesting is that I design something with a little 
more oomph, maybe at a little bit higher price point, maybe with a little bit 
more depth and volume, or something that was going to really catch the 
customers eye as they were shopping and looking at the case. Now they 
probably would buy the daintier pieces anyway but that was what really got 
them to buy and then the same thing with building the sale she said that it’s 
really good to have something a in little bit lower price point that people don’t 
think about too much to just add on.  
 
And I always remember that conversation because it was a really pivotal 
conversation for me in learning how to merchandise and develop and create 
collections that sold really well for my retail partners. Now regardless if you’re 
selling wholesale or you’re selling in your own retail store or you’re selling 
online on your website or you’re selling direct to consumer at a craft show or 
fairs or however you’re selling. I mean there’s a gagillion ways to sell your 
jewelry. However you’re selling or regardless of how you’re selling maybe I 
should say is that you need to be thinking about these three key components 
if you want to create collections that sell.  
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So you ready to dive into those three components? We have the statement 
piece, the gateway piece, and the upsell item. Before we dive deep into that let 
me talk about another component to creating collections that sell that is a 
really, really important thing to think about and that is your signature style. So 
there can be a lot said about signature style you know jewelry is jewelry is 
jewelry but your signature style is really the thing that you’re known for, the 
look that you’re known for, the way you curate your pieces. How the pieces 
sort of mesh and go together. Signature style is the key starting point. It 
doesn’t matter how you design, what kinds of collection you design. You need 
to have a strongly developed signature style. 
 
We’re not totally focusing on that today but I thought I would give you some 
examples of designers that I think have really strong signature styles so you 
can go [6:00] stalk them and say hi to them on Instagram or something like 
that. So I am obsessed with Polly Wales. She is a master at her craft. She has a 
really developed design aesthetic that is uniquely hers. Anytime I see a piece 
of Polly Wales jewelry I’m like oh there’s Polly Wales. I don’t even have; anyone 
have to tell me because her style stands out so significantly that I always know 
that it’s her piece when I see one of them in the store or online or anywhere. 
It’s just; she’s done a really great job at identifying a signature style.  
 
Another person that I love is my friend, Meghan Patrice Riley. Now she does all 
cold connection jewelry, nothing is heated or solder but she has this really 
brilliant style of really sculptural pieces made out of steel wire. Her stuff is 
super cool and very unique and different. I definitely recommend that you 
check it out but when you do you’ll see that she definitely has developed 
something that is uniquely her own that you don’t see everyone doing. 
 
And then here’s a designer that I really think has done a good job throughout 
her career. She’s been around for a long time and that’s Dana Kellin. Now she 
was sort of one of the people on the forefront of wire wrapped jewelry but 
she’s been able to develop this unique signature style all based around the 
idea of just wrapping wire. It’s all cold connection. Nothing is soldered at least 
for the most part and especially back in the day. But she’s done a really good 
job of developing a collection just based on wire and gemstones and beautiful 
pieces at that. 
 
And then someone I also really love is Mizuki. Now Mizuki has super edgy, 
super cool jewelry that’s very different but very uniquely hers in that when you 
see a piece of Mizuki jewelry you always know that it’s hers. Oh my gosh 
there’s so many designers. I could keep rattling, rattling on but you know look 
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around and I really encourage you to identify designers that when you see 
them you’re like oh that’s so and so or oh that’s so and so. Those are designers 
with a really unique viewpoint, perspective, and signature style and they’re 
able to express it through their art and designs so you definitely want to 
develop that skill. 
 
Alright so let’s dial back to those three key components to creating jewelry 
collections that sell. I know I wanted to mention this so I don’t forget that we 
have an amazing resource that goes in depth about all these topics. You can 
grab that free resource and workbook called “Creating Collections That Sell” at 
www.flourishthriveacademy.com/collection. It will also be in the show notes if 
you want to download those on our homepage. You can click the link and grab 
your copy. 
 
So let’s talk about the statement piece. The statement piece in your collection 
is typically the piece that has the wow factor. That everyone notices when 
they see you wearing it or that people notice when they see it either on your 
website or if you’re selling to stores in the jewelry case. That’s the thing that 
really draws them in. Now it’s probably going to be towards the higher range 
price point in your line or towards the larger scale or [9:00] both typically. So 
those are pieces that are going to create the big wow factor. They might not 
be the pieces that you sell the most of unless you’re a statement jewelry 
designer and I encourage you that if you are a statement jewelry designer that 
you even push it even more. You want to have some pieces in your collection 
that maybe aren’t the top sellers but that are really pushing the limits of bold, 
beautiful that get people to look in the case and actually purchase the other 
pieces that I’m about to talk about. 
 
Which are the gateway pieces. So gateway pieces are typically your best 
sellers. Those are the things that everyone wants to buy. They’re typically in 
the middle price point of your collection range and they’re typically of medium 
size and depth. There’s always exceptions to the rule so maybe you’re more of 
a statement designer and you’re like oh my statement pieces are the only thing 
that sells. I’m just saying these are a little bit of generalities and I would say 
typical for most people designing jewelry collections.  
 
So these are the ones; these are the pieces that you’re going to get noticed 
for. They’re often the pieces that will along with the statement pieces that are 
going to get the most press. I’m just mentioning that if you’re pitching to press 
or trying to get coverage by bloggers. These are sort of the tried and true 
pieces that people want to buy and that people want to cover because they’re 
the most marketable. 

http://www.flourishthriveacademy.com/collection
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Alright and then we have the upsell or add on item which is typically the 
lowest price point in your range. I always think of like a little dainty earring that 
you can add on or maybe a little bracelet that you can; that matches the 
necklace that they’re buying that can add on to the order. So it’s typically 
something that is smaller that you can suggestive sell that is great for gifts. 
These are the; those are the upsell or add on items that you definitely need in 
your collection because you know at the end of the day we want to be able to 
sell our work and we want to be able to build the sell.  
 
So I remember when I was working at Nordstrom we would always suggestive 
sell other items to add on because if you can get someone to buy an extra 
couple of T-shirts in their basics in addition to the suit or the dress or whatever 
that they were buying that helps build the sell and when you’re making a living 
off of whatever it is that you sell whether it be your jewelry or commissions at 
a store like Nordstrom that I was making when I was hustling my way through 
college. That was how you end up building the sell and making more money so 
think of it that way and I want you to think also in terms that when you are 
suggestive selling you’re not being annoying if you do it in the right way that 
you’re actually helping them out.  
 
It’s like someone might have not thought when they fell in love with your 
necklace in the case that they wanted a pair of earrings or they might not even 
have known that there was a pair of earrings or something that matched it 
because they might be so focused on the piece. So don’t feel like you are 
bugging them and if they don’t want it they’ll say no and just let it go. 
 
Alright so you might be thinking well I don’t really design collections. I design 
one style and then a bunch of different colors in that style. [12:00] Well there 
are lots of different types of designers. Now I’ve always been pretty much a 
collection designer however when I had my wholesale collection I did have 
items in my wholesale collections. I did a huge business in my hoop earrings. 
Those merchandise well with the rest of my collection but they are also 
considered a category that was separate items because I had all different 
sizes, all different shapes, they sometimes they would just come and buy them 
on their own. But there are certain people who build their entire business 
around just designing items.  
 
Now my friends Viv and Ingrid are really good at this. They’ve really made a 
great business off of one item that they; that is still I think continues to be their 
bread and butter to stay which is a wire wrapped hoop with Cerussite crystals 
or gemstones and that’s one of the first pieces they ever designed probably 
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like fifteen years ago and it’s still one of their top sellers today. They developed 
their collection around things like that like certain sizes of hoops or a specific 
shape of an earring. They’ll offer it in several colors and different color ways.  
 
So you can definitely have a viable business as an item designer but you still 
probably have the statement, the gateway, and the add on piece. You’ll have 
pieces that are of little bit more substance in your collection that are of a little 
bit higher price point that draw people into the case, you’ll have the median 
range which is usually the things that everyone wants to buy and they buy a 
lot of them, and then you’ll also have upsell items that people can add on to 
the order, the lower price point items that people buy for gifts. So don’t just 
think because you don’t design collection that you’re not using these three key 
components. 
 
Same thing with one of a kind designers. If you’re designing one of a kind 
pieces you are in essence designing a collection and they should still have 
those three components and the same thing for custom designers. Although 
it’s a little bit different because I design mostly private commissions now on 
my website www.tracymatthews.com. I work primarily with private clients 
where I design a lot of rings. That’s my primary category. But you know if you 
look at the expanse of my design range you’ll see things that are very dainty 
and then you’re also going to see things that are a little bit bolder and more 
expensive. 
 
So I still think in a way I cover it but since I’m not selling necessarily multiples 
or I’m not developing a collection range it’s a little bit different circumstance 
there but still when you look at the breath of my work you would see all those 
key elements in there. 
 
Alright thank you so much for listening today. I think we covered a lot today 
and I hope your heads not totally spinning so just remember the three key 
components of developing and designing collections that sell are having a 
statement piece, a gateway piece, and an upsell item to develop around your 
signature style. Now I mentioned this earlier but I’m going to mention it again. 
We have an amazing free resource for you that goes much more in depth 
about this. We talk about signature style in depth. We talk about how to create 
cohesive collections. We also talk about perceived value and what that means 
to designing your collection and a lot more. [15:00] 
 
So if you’re interested in learning more or developing or honing in on your 
collection development skills I would definitely grab that resource. You can 
grab it at www.flourishthriveacademy.com/collections. That’s 

http://www.tracymatthews.com/
http://www.flourishthriveacademy.com/collections
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flourishthriveacademy.com/collections. We’ll also have the link in our show 
notes so you can download it straight from our website. 
 
Alright perfect. Thank you, thank you so much for listening today. I really hope 
you enjoyed the show and if you did I would really love for you to help us out 
and do us a huge favor. Make sure you subscribe to the podcast, rate the 
show, and if you feel compelled write us a little review. We really want to hear 
from you and to learn more about what you’re enjoying on the show. 
 
Alright. I’m super excited to keep bringing you valuable content and inspiration 
every single week. I’m Tracy Matthews. Thanks for listening and take care till 
next time. 
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