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MANIFESTING YOUR DREAM BUSINESS IN 2016 
THRIVE BY DESIGN WITH TRACY MATTHEWS 

 

“You were born to win but to be a winner you must plan to win, prepare to win, 
and expect to win and that’s what planning is all about.”  - Zig Ziglar 

 
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: Hello. It’s Tracy Matthews of Flourish and Thrive Academy and I’m super 
excited to be here today on the Thrive-By-Design podcast. Welcome, welcome 
to Episode 16. I am so excited to bring you this episode today because 
manifesting and planning are two of my favorite things. Before I get into that I 
really wanted to say thank you so much for listening to Thrive-By-Design. This 
has been such an amazing labor of love. I’ve been having a blast bringing it to 
you. I’ve been having a blast lining up some amazing guests and rapping with 
my co-founder, Robin. It’s been so much fun and we hope that you’re enjoying it 
as much as we are. 
 
So if you’re liking it we would love for you to subscribe to the podcast if you 
haven’t already and make sure that you tell us more in the ratings and reviews 
what you’re liking and what is really resonating with you because we want to be 
able to bring you more of that jewelry business information to really help your 
jewelry business flourish and thrive. 
 
Episode 16 is all about manifesting your dream business in 2016. I just want to 
say I think this topic is really important because you might have heard us say 
before if you’ve been following us for a while that if you don’t have a vision or a 
place to go then you don’t know where you’re going. So it’s really important to 
plan and create some structure for you success in 2016. 
 
I think this topic is really important because as I mentioned if you don’t know 
where you’re going you really can’t get there and Robin pulled a great quote for 
me. We both love Zig Ziglar. He’s a sales and marketing expert and this quote 
goes a little bit like this “You were born to win but to be a winner you must plan 
to win, prepare to win, and expect to win,” and that’s what planning is all about. 
 
December is a very, very important time of the year to take a look at what 
happened last year and to create your plan for next year. This is also a really 
good time to re-evaluate your mission, your vision, and your core values. So if 
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you want to learn more about creating core values for your business check out 
episode #5 because I talked a lot about it in that episode. 
 
Robin and I have been talking a lot about our plans for 2016 and we’re super 
excited because we have some really amazing things coming up over here at 
Flourish and Thrive Academy. So make sure that you stay tuned. We’re super 
excited about it. We’ve been feeling our mastermind for 2016 and one of the 
things that we love to do with a designer when they first come in [3:00] to 
evaluate what they’ve done last year so that we can help them plan for their 
business for the next year, the year that they’re going to be working with us 
through our mastermind. So it seems like a very timely time in December to 
start working on this stuff and actually to really get it moving forward so that 
you’re totally prepared come January. 
 
So we want to make this super easy for you and to help sort of get your 
creative juices flowing with your planning for 2016. So we created a download 
for you if you want to grab it you can grab it on the show notes right on our 
website over at www.flourishthriveacademy.com/episode16 and there you can 
grab our little planning guide that we put together for you. It’s going to be really 
cool and I know you’re going to enjoy it and the planner is definitely going to 
cover a lot of the things that we’re going to be talking about in this episode. 
 
So I wanted to share before I dive sort of in to some of the topics today just a 
little story about planning in my business because when I was first starting out I 
was in this mode of creating this super huge business plan. Everyone 
recommended it to me and I think before I started my dad was like you need to 
write a big business plan and it has to be like thirty-five pages. Well I spent a lot 
of time building up this business plan, coming up with all these crazy numbers 
and projections that didn’t really make sense because they weren’t based on 
any fact or truth and I thought it was a good idea at the time but what ended 
up happening is that I never once looked at it again. So why I’m telling you this 
story because while business planning is very important you want to make sure 
that you’re planning in a way that helps you create goals and ideas and a big 
vision for your business that is actually achievable.  
 
So in my opinion creating something that is short and sweet is much better that 
allows you some flexibility so that you’re actually using it and looking at it. In 
talking about this business plan I remember when I was creating it I just was 
making up numbers and I remember in the second year I just had this idea in my 
mind like oh I want to make a hundred thousand dollars in personal salary but I 
don’t even think that my numbers really supported the projected numbers that I 
had made up really even supported that because I wasn’t really looking at the 
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full picture of what the business really looked like and what my costs and 
expenses were going to be so this is why I encourage you to keep it simple 
because you can project and make up things all day but if it’s not supported by 
facts and actual numbers then it’s going to be challenging to ever achieve it so 
let’s keep it simple. 
 
And the other reason why I want you to keep it simple is really because you 
want to use the plan that you create. If it’s too complicated or if it’s thirty pages 
you’re probably never going to look at it again and it’s going to feel self 
defeating and then you’re just going to throw the plans by the wayside and 
never use them. I never used that business plan ever and I looked back at my 
numbers. None of them were really; they weren’t realistic in that plan. If I look 
back at my actual numbers after I’d been in business for a while and the thought 
of business planning [6:00] really debilitated me for a long time because it 
seemed like such a daunting task because in my mind I was thinking I had to 
create this thirty page business plan. 
 
So it wasn’t until about three years into my business that I realized I was lacking 
focus and direction and I think that sort of came down to the fact that I didn’t 
have a plan because I’m pretty ambitious so I had a lot of sales coming in and 
my sales were good but I could never quite figure out why my sales sometimes 
fell just like a tinge short of the plan or why I wasn’t sort of getting the things 
that I desired in my life or in my business and it was because I wasn’t thinking of 
it holistically. Back then I really approached my business from more of a 
reactionary place then a proactive place and what I mean by this is I ended up 
letting the business happen to me rather sort of approaching this from like here 
are my sales goals, here are my sales projections, here is how I’m going to get 
there.  
 
I think that was the biggest piece that I was missing was the how I was going to 
get there. And then I dialed down this lack of focus. Later as I’ve been in 
business for many, many years now to improper planning.  
So I had an aha moment at one point during a conversation with one of my 
sisters and she suggested that I create a little more structure and a much more 
solid framework for my goals that would be easier to figure out and project 
what my sales would be. So I started becoming obsessed with numbers. This is 
a true story and sales projections.  
 
It started to become much easier to grow when the framework was more solid 
and it was there. In fact we created the sales projection framework for my 
salesperson eventually Hillary to work with when I had Tracy Matthews Designs 
and while I didn’t always make my goal. I just want to mention this it was always 
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fun trying. I would try to make it a game as much as possible. I am definitely an 
overachiever so I often times project sales figures and sales numbers that are 
stretch goals. I started doing two ranges the goal that I know I can probably hit 
and then the stretch goal but in my mind I always have the stretch goal in the 
back of my mind because I’m pretty ambitious and I like challenging myself for 
growth. So it’s always fun to take a look at that. 
 
So there’s a few things that you need to really be thinking about when you’re 
planning for next year so let’s talk a little bit about those things and if you’re just 
starting out this is going to be a really good exercise. So do what you can, do 
your best at this and make it work for you. If you’ve been in business for a while 
this is going to be great because you’re going to have some information and 
data to work with.  
 
So one of the things that I really like doing before I start planning for a new year 
is to pick a main objective or intention for the new year. So this has been 
something that I’ve done for the last couple years and it sort of stems from my 
yoga practice. I love especially at this time of year around December I love 
getting people in the mindset of really evaluating what worked and what didn’t 
work last year. What was lacking and what they want to bring forward into the 
new year so that they can create an intention for success or for their lives in the 
new year and I started doing this with my business. 
 
So I created this intention at the beginning of last [9:00] year. In 2016 I wanted 
to feel supported in my life and in my business and it was in both places 
because I think it’s important for you to have a holistic sort of plan for your life 
especially as an entrepreneur because as we know things are often 
interconnected when you’re running a jewelry business. Your life, your passion, 
your creativity are all very, very personal and connected and it’s hard to 
sometimes separate them so I encourage you that if it works out and you’re 
having difficulty sort of separating the two you can pick a main intention for the 
year that covers both. 
 
For some of you it might be some sort of lifestyle goal like feeling supported 
like mine was for other it might be a revenue goal but I really challenge all of 
you to think a little bit bigger and to pick something that’s like more of the big 
vision around what it is that you want to experience for the year because while 
revenue goals are great and they are very important. I feel like the revenue 
goals really support the bigger picture intention and I’m going to explain that a 
little bit more. 
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So my intention was to feel supported and I want to share another story about 
how this worked in my jewelry business. I wanted to be able to feel supported 
because I wanted to be able to give the best customer service to my client and 
provide them with the best amount of value that I could possibly give. A lot of 
you know that I am running two businesses. I have Flourish and Thrive Academy 
obviously and I’m also running my custom jewelry business at 
www.tracymatthews.com. So feeling supported was really important to me and 
I wanted to feel supported so that I would be able to in both businesses 
technically but I’m just going to use my jewelry business as an example was that 
I could give the best little service or customer service to my clients and also off 
them the most amount of value because I know personally when I feel stressed 
out or spread too thin aka not supported I can’t give the best service or offer 
value because I’m distracted and burnt out and I feel like I have nothing more to 
give.  
 
So this was a really important thing for me to sort of create and manifest in my 
life. So in my jewelry business I knew I needed more support on a day to day 
basis in order to get where I wanted to be and still be able to give the attention 
to the community over at Flourish and Thrive Academy. So I had a conversation 
with my assistant about how I wanted his involvement in the business to change 
a little bit and what we ended up doing is we created some new systems to 
support my desire to feel supported and have more information at my 
fingertips.  
 
So there was a bonus result to this when we got streamlined and I had him take 
on a little bit more responsibility was that my jewelry profits actually increased 
this year to date by the time I’m recording this podcast by about twenty 
thousand dollars to this point over last year and I think it was because I was 
really clear on what I wanted and it allowed me to really focus on what I’m best 
at landing the sales with my clients or landing clients and giving them that 
excellent customer service and support and sort of I’ll use the word gracing for 
lack of a better word. I think we all grace our clients with our art so I’m just 
going to own it [12:00] gracing my clients with my talent, my design talent and 
providing some beautiful jewelry for them. 
 
So as I was planning the decisions I tried to make were always in alignment with 
this overall big goal of how I wanted to feel supported in my life and my 
business. In fact this filtered through both businesses because we did a lot of 
team building and hiring last year for Flourish and Thrive Academy and as I was 
making decisions for new positions to hire for I was really thinking about what 
does the business need to be supported, how do I need to be supported, who’s 
roles need to change and we ended up doing a lot of restructuring and 

http://www.tracymatthews.com/


 

 
This document is owned and distributed by Flourish & Thrive Academy. It may not be sold or 
otherwise distributed without expressed written consent. | © 2015 | Flourish & Thrive Academy 

responsibility shifts during that year because of that and it’s an important thing 
to evaluate like how your big intention for the year of what it is that you want, 
your big overall goal. How you can plan your year and set your business up in a 
way so that everything you’re doing is really supporting this bigger vision or this 
bigger intention for the year and I think that’s a really important point to touch 
on. 
 
So this always brings me back to a company vision and core values. So as your 
starting to plan for 2016 I would love to encourage you to really reconnect with 
your company vision, reconnect with what your core values are and as I 
mentioned you can take a look at episode 5. We talk a little bit about core 
values there and reconnecting with those things are really going to help you 
plan your year in alignment with what the bigger picture is or what your bigger 
intention is; really important. 
 
So the next step that often people don’t want to look at but it’s very important 
is reviewing last year and this is really important because you definitely want to 
know what your numbers were. In fact I would even go as far to say review the 
past two years and here’s the reason why. You definitely want to evaluate 
what’s working for you and what’s not working. So for instance let’s say you’ve 
been working really hard for the last two years to try and get into wholesale 
stores but your jewelry brand really sells better at craft fairs or outside markets 
or let’s say you’ve been really trying to build your online business but it seems 
that most of your attention is focused on your retailers and getting your work 
into wholesale stores and that’s been a really successful part of your business. 
 
Now it’s important to take a look at these things. It doesn’t necessarily mean 
that you want to stop any of those avenues but if it’s really sort of like you’re 
barking up a tree that’s not working you might want to take a look at that to 
decide where your energy is better suited because what you focus on expands. 
So if you’re focusing on something that’s really working you will likely get more 
of that. So that’s a really important thing to look at. 
 
And then you want to take a look at your sales numbers and I like to look at two 
years and I know Robin does too. We talk about this a lot. Because that gives 
you information on the percentage growth of two years ago over last year so 
you can kind of plan or project what your sales increase might be for next year 
and we’re always trying to plan for an increase for the most part I mean unless 
you’re really happy with the state of your business and you want to kind of stay 
status quo that’s cool but whatever floats your boat. But you just want to make 
sure you’re clear on where you are and what it is [15:00] that you really want. 
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So take a moment to reflect on last year. Take a look at your numbers. Look at 
the percentage increase that you had. Really dial down on what worked well, 
what didn’t work well, and what needs to change and I think one of the most 
important things and this was something that one of my mentors told me when 
he was consulting for my business let’s see back in 2008 when my company 
was going through some hardship and unfortunately he passed away this last 
September and I’m going to be talking about him a lot on the podcasts because 
he really did change my life. 
 
One of the questions that he asked me on a consistent basis when we were 
working together is what is it that I love and I think that’s a really important 
thing to think about when you’re planning for 2016 because you’re doing your 
jewelry business because you love probably making and designing jewelry and 
getting your pieces on to your raving fans, endearing clients and really making a 
difference in people’s lives with your creativity so think of it that way. What is it 
that you love? 
 
Then you want to take a look at your sales break down by month and the 
reason you want to do this is because you want to start tracking trends of like 
when is your busy time of year, which months are the most important and that’s 
where you’re going to focus your marketing efforts on generating the most 
sales during that time. Also don’t forget when you’re doing these exercises you 
also want to be considering what your sales need to be in order to make the 
salary you desire. So that’s something that’s really important. What are your 
overall revenue goals for your business and also what kind of salary do you 
want to be taking home because this also needs to tie into your sales 
projections and your sales plan. 
 
The other thing that you want to consider when you’re laying out your year is 
when do you want to take some time off? I think this is a really important thing 
to think about. I think that we all need to take time off at a very minimum for 
two weeks maybe not necessarily at a time but at a very minimum two weeks of 
vacation at some point. I take a lot more vacation than that. I have a tendency 
to sometime work when I travel but I enjoy traveling so much that that’s okay 
with me because I’d rather travel and be able to work remotely when I can 
rather than not taking a vacation at all. So you decide if that’s right for you. If 
you have a family that might not be as possible but if traveling and being a 
wanderlust is exciting for you maybe you can figure out some ways to 
incorporate travel and business so that you can do both but I digress. 
 
Let’s get back to the point here. So you also want to factor in any of the sales 
channels that you have. So think where you want to pick up new stores or if you 
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want to partner some way with selling in a new channel like selling more online 
or selling at a live event or selling at a new trade show or trunk show. You want 
to think about all these things as your setting up your plan. So I just want to 
mention something for those of you who get a little bit overwhelmed with the 
planning. You can plan for a full year out, sometimes that might be 
overwhelming. I think that you could do sales projections pretty easily based on 
your numbers last year at least for a year but if it becomes overwhelming 
[18:00] to plan everything for a year consider planning ninety chunks or six 
month chunks that might help break it down because you always want to be 
constantly re-evaluating.  
 
I think one of the biggest things that can be super defeating as a designer is to 
be making all these lofty goals and then never reaching the goal and then half 
through the year you finally look at your numbers to evaluate and you haven’t 
quite made it yet and then you start to get discouraged and your unfocused so 
I think it’s really important to be looking every thirty days and observing about 
what is working, what’s not working so that you can adjust and redirect the 
course if possible. 
 
So I just want to recap some of the things that we talked about. We talked 
about getting really clear on your vision and your core values and re-evaluating 
that. We talked about setting an intention for the new year about how you want 
to be in your life and your business. I really want you to think deeply about this I 
think it’s really important. It might be different for all of us. Then you want to 
take a look at what happened last year and maybe two years back if that works 
for you. Analyze the percentage of increase or decrease that you had whatever 
it was and then from there you can make an informed decision based on your 
availability and what you want to put into your business, into your numbers for 
next year. So personally I like to always plan for an increase but if you want you 
can plan for flat sales or if you know you’re not going to be able to put as much 
time for business maybe you plan for lower sales. 
 
The next thing I want you to really consider is how much money do you want to 
be bringing home so that you can project your sales accordingly and create the 
plan accordingly. That’s really important because as artists you know if we’re 
not and jewelry designers and makers if you’re not paying yourself a salary; you 
know what Phil used to always say to me my mentor if you’re not paying 
yourself a salary you really just have an expensive hobby and that’s really the 
truth. We want to be paying ourselves. You can start conservatively in the 
beginning but I really encourage you to push yourself, get to that revenue goal 
or that salary goal that you want to be making and figure out how to get there 
with your sales because you know when I was, maybe you’re seven or eight in 
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business there were times when I wasn’t even cutting myself a paycheck and I 
was literally working for free and there was nothing worse for that because it 
really made me start to not like my business because when you feel financially 
supported you have so much more to give. I know for most of us that’s the case 
so think of it that way.  
 
If you think of it oh it’s not really about the money it’s about feeling supported 
enough so that you can live your life and not be worrying about where your 
next, you know this is a little bit drastic but where your next meal is coming 
from or whatever. You really want to make sure that you’re making enough 
income in order to live the lifestyle that you desire and to support you in a way 
that’s going to allow you to be more creative and I think when we’re stressed 
out about other things our creativity get zapped, our collections suffer, our 
ability to sell suffer because we’re stuck in a place of fear. So I really, really want 
you to think about that about your salary [21:00] number. It’s super important. 
 
And then finally you can project your sales figures throughout the year but 
make a thirty or a ninety day excuse me to six month plan on how you’re going 
to get to those sales and every ninety days you can re-evaluate. In fact I would 
say every month re-evaluate what happened that month but every about ninety 
days is a good amount of information, every quarter to evaluate what’s working 
and what’s not working so you can readjust for the next quarter so think about 
it that way. 
 
And then one of the things that I really like to do to make this all really fun is to 
create a vision board. So we all love Pinterest. You can create a private board 
on Pinterest and start envisioning what it is that you want to create in your life 
and your business for next year so that you can really manifest those big picture 
dreams so great on you. 
 
Thanks so much for listening today and I want to just really encourage you to 
dream big, manifest those goals, and really think outside of the box about what 
it is that you really want. You know it’s probably when you start investigating 
this; it’s probably a lot bigger beyond than just getting your jewelry out into the 
world. It might be setting up your life in a way that supports a desired lifestyle 
or supports you in a way that makes you feel abundant and happy and like this 
is the reason why you started your business. That is really, really important.  
 
And most of all make this fun. I know that planning can be a little bit 
overwhelming and maybe like the last thing that we want to do but it should be 
a fun process I mean think about how fortunate you are. You’re creating your 
own business and making your own path which is so cool. I would never trade 
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places with somebody who has a job. Seriously if I had to go I’ll do it again. It’s 
the best feeling in the world. 
 
Thank you so much for listening today again. We have that great planner for 
you. You can go grab that over with the show notes at 
www.flourishthriveacademy.com/episode16  You can download it right there a 
super awesome planning guide to help you with your business for 2016. Once 
again thank you so much for listening today. I just wanted to mention this if you 
like the show we would love to hear from you. It would be our honor if you 
would subscribe, rate, and review and tell us what you think. 
 
It’s seriously a privilege to be here every week bringing you this jewelry 
business information. It’s so much fun. So thanks so much for listening today 
and until next time take care. 
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