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9 LESSONS THAT WILL MAKE GROWING  
YOUR JEWELRY BUSINESS EASY IN 2016 

THRIVE BY DESIGN WITH TRACY MATTHEWS 
 

“As a business owner we must always be marketing our work. Constantly putting 
yourself out there is really, really important and having a consistent plan to keep 

that in place is also key.” 
 
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: Hey there it’s Tracy Matthews of the Thrive-By-Design podcast and 
Flourish and Thrive Academy. Welcome to Episode 19 today and I’m super 
excited about today’s episode because we’re winding down 2015 and the new 
year is right around the corner and I’m very excited because on January 5th we’re 
announcing one of our best free training series that we offer over at Flourish and 
Thrive Academy and I wanted you to be one of the first to know about it. I’m 
super excited about it. It’s called “The 3 Steps to Your Thriving Jewelry Business” 
and if you want to be one of the first to know about this amazing series go over 
to www.flourishthriveacademy.com/3steps to get on the waiting list because it’s 
going to be awesome. I’m so excited about this and I know Robin is too.  
 
I also wanted to thank you for listening to the podcast today. We’ve been 
reading your ratings and reviews and we’re just so excited that you’re getting so 
much out of this so if you like what you’re hearing and you’re enjoying the 
podcast we would love to hear from you. So we would love for you to rate and 
review the show if you haven’t done so already. Especially if you like it because 
that helps give us feedback to know what’s working, what’s going well, and what 
you guys are enjoying so we can keep bringing more of that great jewelry 
business advice whether it be myself, Robin, or the guests that we bring in so we 
just wanted to mention that because or I just wanted to mention that because it 
really does help us shape the content that we do here. 
 
I love new beginnings especially new beginnings like a new year because we 
have this unique opportunity to wipe the slate clean and start over and one of 
my missions since I started Flourish and Thrive Academy was to help jewelry 
designers and makers everywhere make the process of growing their businesses 
easy and fun and I wanted to assist you in making it easy because let’s face it 
growing a business can be totally overwhelming.  
 

http://www.flourishthriveacademy.com/3steps
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I also especially wanted to make it fun because I remember as an emerging 
designer how many times I hated what I was doing. I loved designing and I loved 
the customers but I hated a lot of the other parts of the business because I didn’t 
feel like I was really good at certain parts of the business until I learned or trained 
myself to be good at it. Then it became this catch 22 because I needed to take 
care of those parts but as I mentioned I didn’t really like doing those things so it’s 
no wonder that at certain points in my career that my business was suffering. 
When you aren’t in love with what you’re doing on a daily basis it’s hard to stay 
positive and keep things moving forward. That was until I shifted my [3:00] 
perspective and I realized something really important. I needed to change my 
approach to my business so I could get back into that feeling of fun so I wanted 
to show up for my business everyday which I think is really, really important. 
 
So today I want to help you make 2016 the best year ever.  So I’ve created a little 
checklist that you can download by going to 
www.flourishthriveacademy.com/episode19 and we’re going to talk a little bit 
more about that resource at the end of the podcast, but it’s just going to be a 
checklist of the things that we talk about during the podcast today so that you 
can make sure that you’re on track for having the best year ever in 2016 and 
that’s what we all want is to each year start fresh, have a great year, and then 
start over the next year to have an even better year. So I’m here to help support 
you in that today. 
 
So I’m going to share with you nine lessons that I’ve learned throughout my 
career to make growing your jewelry business easy in 2016. Alright I’m very 
excited to dive in. When I was first starting out I wrote a gianormous business 
plan. You may have heard me talk about this business plan before in some of the 
other episodes and the thing that I did find so funny about this business plan is 
that I never looked at it after I stepped foot into my first studio on Columbus 
Avenue in San Francisco, California.  
 
Despite my first six months of not doing much in the way of sales I definitely 
would have considered myself a hustler and I would actually say that I still am a 
hustler. I’m pretty good at attracting and drumming up clients so that was really 
awesome because I often had a lot of sales coming in however it ended up being 
a skill that was very, very useful but also in a way to my detriment and let me 
explain that a little bit because since I had a lot of sales coming in I didn’t do the 
financial planning that was necessary to be a serious business owner. So now I’m 
talking about things like creating sales goal and projecting revenue.  
 
Now especially if you’re starting out you might be thinking that you don’t need 
goals or a business plan but you certainly do and here’s the reason why. When 

http://www.flourishthriveacademy.com/episode19
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you don’t have structure or understand where you’re going it’s very difficult to 
get there. So I was sort of like bringing in all these sales but it was kind of blind 
because I didn’t really have anything to measure it against or anything to sort of 
track what I was doing because I didn’t really have any sales goal I was just like 
well let’s see how many sales I can get and go there. 
 
So this is a really important thing to keep in mind because proper planning is 
essential for running a successful business and you need to plan all areas of your 
business. Your marketing plan, your sales plan, your sales projections, figuring 
out what it is that you want the vision of your year to be like, what it is that you 
want the bigger vision of your company to be and even bigger goals. Maybe you 
have one year goals or a plan. Maybe you have something that projects a little bit 
longer but just for our sakes today you know even just thinking about the next 
year the most important thing is to do proper planning. So my first lesson for you 
is to make [6:00] sure that you’re planning out your year properly for your 
business and that you’re actually doing it that’s lesson number one; proper 
planning lesson number one. 
 
Alright so if you’ve listened to the podcast a lot or maybe you’ve checked out 
Flourish and Thrive Academy you know that I’m adamant about keeping a 
positive attitude. That’s really, really important to success in business. When my 
first business was failing this was probably about I would say maybe year eight 
or nine into the business. I was really struggling and I believe that part of the 
reason that I struggled so hard to turn things around was because I was 
depressed and I hated my business so much. My mindset was very, very negative. 
I felt like I was reacting all the time to things. I didn’t feel like I was proactive and 
it was hard for me to get a grip and when you’re not focused and proactive and 
positive it’s really hard to make a positive change in your business. 
 
It started coming full circle because me despising coming to work every day 
made me fearful and afraid of the outcome of my business. Being negative is 
dangerous and can often be a self fulfilling prophecy. I don’t know if you’ve ever 
experienced this in your own life but sometimes if you’re thinking of a worst case 
scenario that could possibly happen I don’t know if you’ve ever experienced 
something like that actually coming true because you’re so focused on what 
could go wrong instead of what is going right. But I want to mention this too at 
any moment I would start to have a brief moment of happiness something really 
awesome would happen. 
 
I remember coming to work one day with this attitude of feeling fresh and 
inspired I had maybe took the weekend off from working, I felt like I worked all 
the time and maybe I was feeling rejuvenated and I was really excited to be there 
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and I was pulling out all the stops to pull it together for my team so they could 
be excited too because it’s really important. Your energy and attitude really 
affects everyone around you. So I gave my salesperson Hillary a vote of 
confidence and she ended up pulling in a huge order that day and I remember 
that so well. We were running late on a big order that needed to be shipped right 
around that same time and I came in being really positive and saying we can do 
it. Let’s pull it together and we ended up getting the order out on time which was 
really important because we needed the money coming in.  
 
So in fact even though I’m a really, I consider myself a super positive person. I’m 
very highly positive. Occasionally my mindset gets out of wack too. I’m a human 
being you know it happens to everyone. So in fact the other day I was awaiting 
the arrival of some heirloom gemstones from my clients and maybe you could 
appreciate this. UPS doesn’t come on time and you’re stressed out because 
you’re trying to track it and the tracking information isn’t super accurate. So I 
couldn’t find the package so I started going down the rabbit hole and freaking 
out like oh my gosh it’s lost because it was a next day delivery and I was like 
what happens if my clients heirloom gemstones are lost oh no. It was like this 
horrible thing and I was literally physically sick to my stomach because of it.  
 
So I worked really hard the next day to send out some positive vibes. [9:00] I 
think the thing that was really pulling me down the rabbit hole too was the 
tracking information wasn’t accurate. They couldn’t figure out where the package 
was and that was really stressful. So I pulled it together, said a little prayer to 
myself, and I’m like the package is going to arrive today and it did arrive which is 
awesome because if it hadn’t arrived I would’ve had to explain to my client it got 
lost in the mail and that doesn’t really bring back grandma’s diamonds which 
sucks. So your mind can’t really control UPS deliveries but it can control your 
anxiety level.  
 
So the point here is being careful what you wish for, stay positive, and keep your 
eyes focused on what it is that you want to accomplish and complete. We do a 
lot of mindset training over at Flourish and Thrive Academy and affirmation 
training which I think is really important. So lesson number two is to make sure 
that you keep your mindset positive because when you don’t things are probably 
going to go wrong and not your way. So if you believe that something can 
happen it is more likely to happen and probably will happen if you’re focused on 
the results; a positive result rather than what could go wrong. 
 
In addition to sales goals which I think this is really important. You need to 
understand how to plan for expenses that you’ll use to grow your business. So 
for instance if you plan on doing a live event what’s the investment in that show 
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or how much inventory are you going to need to sell to break even and will your 
investment even be worth it. So I remember I did this one show in SF about the 
second year in my business and at that time I was doing a lot of live events and 
in person shows so I could get in front of the customers and this must have been 
around 2000; the year 2000 or so maybe 2001. This particular location or this 
particular live event I should say was in a really awful location and one of the 
most important things about doing in person events or trunk shows is the pre 
show promotion. So you want to make sure that whoever is running the show is 
going to get people there and you have to do your work to also get people there. 
 
So as I mentioned this show was underneath a freeway, awful location, no foot 
traffic. It was really a destination place so that if people were coming they were 
definitely coming for the show and for those of you who knows San Francisco 
this was like south of Market underneath the Bay bridge before the south of 
Market area was really developed well. It was more the neighborhood that it is 
these days. So needless to say this show totally sucked. I don’t even think I sold a 
single piece to a customer. I think I only did like a barter trade with the other 
vendors. The traffic was awful. I was pulling my hair out and I literally left early I 
think. I think I left a few hours early because the show was so awful I didn’t want 
to be sitting there just doing nothing. It was horrible. 
 
My point being here is that I did not do the proper research and relied on the 
show coordinators to tell me that it was going to be an awesome show so it was 
the worst show that I had ever had [12:00] and I didn’t sell a single piece as I 
mentioned and I blamed myself for that for not doing research. So when you’re 
investing in shows whether it be a trade show, a trunk show, or planning anything 
in your business that’s going to be an investment in cash make sure that you do 
your research and the same things goes for investigating stores. If you want to 
build your business in the wholesale model where you’re selling jewelry to stores 
make sure that you’re doing proper research about the store so that you know 
that it’s the right kind of place for your jewelry.  
 
I can’t tell you how many designers find this list of stores and they spend endless 
hours banging down the door of a particular store that’s not really a right fit or 
maybe they have a line that’s very similar and it’s just a waste of time and a 
waste of resources and a waste of your precious money when you do that. So 
lesson number three is to do your research with everything in your business 
before you decide to make a big business decision. 
 
Alright, so one of the things that in my opinion has really allowed me to shine as 
a designer these days is about being in alignment with my values and my 
message. So part of this process of discovery for me became apparent when I 
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got really clear on my offering and it took a few years after I started my new 
custom jewelry business to really dial it down but now it’s incredibly easy for me 
to attract dream clients because they can identify with me and my brand very 
easily. They typically know it’s a right fit when they land on my website. It 
happens on the video on my homepage where I tell a very personal story of my 
mother since I do a lot of heirloom redesigns people who are in a similar situation 
where maybe they lost a loved one but they inherited some gemstones whether 
they be loose stones or actually stones in the setting you know might be 
interested to learn more about what I offer since I’ve been through a similar 
experience and redesigned some heirloom gem pieces for myself.  
 
It’s apparent on my about page in the stories that I tell about my clients, about 
the types of people that I work with and their reaction to the types of designs 
that I do. When I look back at times when I was struggling to attract clients and 
this is a really important piece I noticed that this was usually because I was trying 
to be someone else or someone who I wasn’t like the trendy fashion person or a 
super salesy person and trying to write pitchy emails and it never worked. The 
second I started being authentic and writing in my own voice and approaching 
my business in a way that was very authentic I immediately started attracting 
more of the right kinds of clients and lead generation or finding prospects 
became a lot easier and these days it’s relatively effortless for me.  
 
I constantly have a stream of clients coming in with very little marketing effort 
because when they find me they can understand what my brand is all about 
because I’m being authentic and sort of speaking from my own voice. It also 
helps build trust with your clients especially for those of you who have online 
businesses. The more you can [15:00] communicate who you are in an authentic 
way the easier it is going to be for you to get more of the right kinds of clients 
like I said a few times here. There is a lot of buzz about authenticity these days 
and it’s for a very good reason. So lesson number four is to be authentic and also 
speak in your own voice. We’ll add that on there. 
 
Moving on to my next lesson here about the ninth year of my business the 
jewelry marketplace started changing dramatically. In the late 90’s and early 
2000’s buyers were willing to take a lot more risks on designers and so were 
consumers. There was a very big drive towards originality of design and personal 
jewelry and it was a very important time for emerging designers and 
independent designers coming on the scene. However when the market started 
changing and the economy started to weaken and consumers started looking 
fast and cheap fashion some of the fashion jewelry designers who could sell in a 
super low price point were doing really, really well but that wasn’t my business 
model. I designed jewelry that was in that bridge price point more sterling silver, 
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gold vermeil, semi-precious stones that was very personal jewelry but it wasn’t a 
super cheap price point and buyers started to become much more price 
conscious.  
 
So my sales started to suffer a bit when that trend and while I think it’s important 
to adapt and adjust course and track when things are changing in the economy 
and in fashion and in style you know you need to sort of kind of move along with 
that. You still need to stay true to who you are as a designer. So the biggest 
mistake that I made was in an effort to evolve I went a bit off course and 
designed a collection completely made out of brass which was not what I did. 
Before as I mentioned my entire collection was sterling silver and semi-precious 
gemstones and I did a lot in gold vermeil.  
 
Well this might have worked if executed well. My new brass collection was sort 
of executed poorly in a few ways and more than anything it didn’t really look on 
brand and I think that was the bigger point. It wasn’t really the type of jewelry 
that people came to me for. They came to me for a personal kind of dainty style 
all hand hammered and sterling silver, gold vermeil and I had also dialed into fine 
jewelry which was actually that category wasn’t doing so bad. It was doing well 
but I digress. 
 
Well this might have worked moving into this new direction if it was executed 
well. This new brass collection that I was doing was executed fairly poorly in a 
few ways and more than anything it just really didn’t look on brand and what I 
mean by that it was a completely different direction. It was chunkier than we 
usually did, it didn’t have some of the same kind of finishes that I was using like 
hammer texture but it was just a lot bigger and different and the quality of 
material just wasn’t as good and I couldn’t design like that because it wasn’t 
really coming from me and it was hard to execute something well when it doesn’t 
feel like it’s coming from you in the right way. 
 
And as I mentioned [18:00] some of the categories did do okay like we did really 
well with our brass cuffs, however the overall collection just sold really poorly 
and it’s my belief that what happened is that I veered off too far from my 
signature style trying to capture a customer that wasn’t mine anyway. I still had 
the clients for the personal stuff. They just weren’t buying as much and that’s 
what I needed to realize. So that process was really a huge, huge, huge learning 
experience for me and it helped me clearly define who I am as a designer today. 
In fact I often turn away clients who come to me for jewelry that is not designed 
in my signature style because I know if I want to thrive as an artist and as a 
designer I have to stay true to myself. So my fifth lesson is to stay true to your 



 

 
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 

signature style. Very important and also on top of that is to really have a well 
defined signature style. 
 
When I took my first online marketing course at the Marie Forleo I remember her 
number one mantra was to always be marketing and even though I knew that to 
be true it was a brilliant reminder that as a business owner we must always be 
marketing our work. Constantly putting yourself out there is really, really 
important and having a consistent plan to keep that in place is also key and your 
marketing plan can include all your social media, your blog posting, other 
promotions that you’re doing, maybe if you’re pitching PR or trying to get 
coverage on blogs or in magazines. All that stuff is part of your marketing plan. 
So you just really need to do in the beginning a minimum amount until you start 
to see that tipping point of results.  
 
So since I work with a lot of private clients these days my marketing might be a 
little different than yours. For instance, a lot of my magazine coverage wouldn’t 
have the same impact now as it did back in the day when I had my wholesale 
business. When I was selling to stores or selling on my website actually physically 
selling products because that was the main driver of sales was to get like press 
coverage in a magazine or coverage on the Today Show or something like that 
which was a huge driver for sales and is still a really great driver for sales for 
those of you who are selling jewelry on your website or selling in stores because 
you can be PR coverage and traffic that way. 
 
I find these days that a lot more of the success that I have is really from posting 
on certain social media platforms like Instagram. I don’t use Pinterest a ton I’m 
going to be honest although I think it’s a really, really good platform for a lot of 
designers to use. I use it very minimally and I do get some clients from Pinterest 
but most of my focus is really on Instagram these days. I also focus my marketing 
on posting blog hopefully once a month. I wish to do it a little bit more than that 
but I try to post at least once a month and sending out email newsletters to my 
list but really the majority of my sales comes from keeping my network posted 
on what I’m up to.  
 
So I do that via Instagram and then feeding those posts onto my Facebook page 
and it’s a huge way for me to keep [21:00] consistent business because people 
remember oh yeah Tracy designs these beautiful rings. I’m thinking about 
redesigning some heirlooms maybe I will have Tracy redesign it for me and I can’t 
tell you how many messages I get a week on Facebook about something that I 
post or on Instagram. It’s pretty awesome. 
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So it doesn’t matter what you do to market yourself as long as it’s working for 
your business and I want to make that really clear because every business is a 
little bit different. Where you’re going to find your ideal clients or your dream 
clients as I like to say is going to be in different places for everyone. So for you 
maybe if not Instagram maybe you’re going to find more people on Pinterest or 
maybe it’s that Facebook really works for you or maybe it’s that getting your 
products featured in InStyle magazine is going to be the best way to do it. So 
everyone’s got a little bit different, a little bit different way of marketing and 
everyone’s going to have different results with their marketing efforts but the 
point is to always be marketing. So lesson number six is as I just mentioned 
always be marketing and putting yourself out there and make sure that you’re 
doing something every day even if it’s just a couple of social media posts. It’s 
very, very important. 
 
Alright on to my next lesson; I love this lesson and I can’t wait to talk about it. I 
love making the process of sales fun. Especially because there is so much 
pressure around making sales because that is what keeps your business afloat an 
abundant. I don’t know about you but when I need sales I start to get really 
anxious and a little bit of a pit in my stomach and this has happened many times 
over my career where like our pipeline or funnel was a little bit low. We didn’t 
have a lot of orders in and we had to really hustle to get those orders in. In fact I 
set some pretty hefty sales goals for my team when I had my wholesale business 
and shortly after I moved my business from San Francisco to New York City I 
hired my first in house salesperson Hillary and I’m sure I’ll be talking about her a 
lot on the podcast because she was amazing. 
 
While she was an amazing salesperson one of the things when you’re a business 
owner and especially if you’re selling your own jewelry is that your accounts 
become accustomed to working you so it becomes challenging at first to let go 
and that definitely happened with me. It became very challenging for me to let 
go or my accounts to let go of my interaction with the sales. In fact I still needed 
to be selling in order to get to the goals that I was projecting anyway so Hillary 
and I started to make selling a game and we would do whatever we could do to 
make it fun. So we would celebrate every time an order would come in. We 
would get super happy when we would land an account that we’d been working 
towards for a while and it became really fun. So we would track it every week to 
kind of see where we were. When we would hit our goals it was so exciting 
because in fact that year because we kind of did this process of gamification of 
our sales we ended closing the season with a surprise order from the Sundance 
Catalog that put us over our projection by about fifty thousand dollars which was 
super awesome. 
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So do whatever you can to make the process of sales [24:00] fun and exciting. 
You know for everyone it’s going to be a little bit different. Hillary and I were kind 
of like competitive with each other and we liked it and we were both comfortable 
with sales so that’s how we did it but there’s other ways to do it. If you hit a 
certain sales number maybe you give yourself a treat at the end of the week. It’s 
a great way to kind of make it exciting and fun. You can incentivize if you 
eventually have sales people.  
 
Incentivize them to hit their sales targets with other treats besides just; people 
are motivated by different things so maybe it’s not that they’re going to be 
motivated by more money maybe it’s something special you do for them like 
send them to go get a massage if they hit the goal. I’d be so excited if someone 
gave me a massage because I hit my sales goal and I was working for them. So 
think about what can you do to make sales more fun. So lesson number seven is 
to gamify your sales and make it fun to achieve your goals. So I love, love, love 
this lesson because it really worked in my business and I think it can really work 
for your business too. 
 
On another note with sales I have spoken and heard from thousands of designers 
and makers over the past several years and one thing that I hear over and over 
again is that selling creates a lot of anxiety because people feel weird like they’re 
being salesy or pitchy and it just feels uncomfortable. Well I want you to listen to 
this lesson very closely because if you’re approaching sales from a perspective of 
being helpful and really helping out your clients and customers coming from a 
place of service it’s really not selling. So I got a Facebook message the other day 
from a friend of mine who is an online friend; I met her online. We’ve hung out a 
couple of times in New York when she’s come to visit and she reached out 
because she loved a ring that I just recently designed and she happened to be in 
Paris with her partner and they were looking at rings to buy and the first thing 
that they remembered was oh Tracy designs gorgeous engagement rings maybe 
I should just reach out to her to find out a little bit more.  
 
So when I got the Facebook message from Lauren she was saying we were 
looking for rings and I realized that I had seen almost exactly what I wanted in 
your feed the other day and this is like really along the lines of what I want for an 
engagement ring. So tell me a little bit about how it works. So I explained the 
process to her as simply as I could and I approached it from being in a place of 
service like let me know how I can help you, I’d be happy to source a stone for 
you if that’s what you’d like. If not no big deal you can bring the stone to me and 
here’s how I make it easy for you and I just want to know that the process goes 
like this and I custom do everything just to make it fit perfectly into your specs so 
you’re completely 100% happy and when you’re approaching it in a way like that 
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and offering information and being helpful it doesn’t feel like sales. It feels like 
you’re just helping them with a service or doing something for them that’s really 
useful and helpful. 
 
So think about that just approaching sales from a place of being helpful. How can 
you make your clients lives be a lot easier with the sales process and think 
outside the box here because it could be a lot of different things. Maybe it’s that 
you gift wrap the [27:00] package for them or they aren’t really sure what to get 
so you learn a little bit more about the customer and you reach out to their 
husbands before their birthday and help him pick something amazing out for the 
wife. There’s so many different ways that you can be helpful and of service to 
your clients where it’s not cheesy or salesy and will build your business 
tremendously from that place of service. So lesson number eight is to think of 
approaching your sales from a place of service. How can you be helpful to your 
clients? 
 
Alright in addition we’re finally on our final lesson. I’m really excited about this 
one. In addition to your sales goals you also need to understand how to project 
cash flow. So this is definitely something a little bit more advanced but if you 
don’t know how much cash is coming in or where it’s coming from it’s really hard 
to plan your finances. So what happened in my business when I did not pay 
attention to this very well is that I ended up using credit cards a lot to finance my 
business growth and because I didn’t understand the process of cash flow and 
how it worked and I didn’t understand the cash flow needs of my business I 
didn’t pay those credit card bills off quickly enough or when I had planned to in a 
lot of cases. 
 
So down the road I ended up accumulating some debt that may have not then 
occurred if I were looking at the cash flow strategically and this is something that 
I had to learn throughout the process of my business. I didn’t come into the 
process of starting a jewelry business understanding how that worked. It was 
definitely something I had to learn and another big lesson is that ignoring these 
financial parts of the business did not magically make them disappear and I think 
this is really important. Sometimes as artists it becomes another anxiety driving 
factor if we don’t feel comfortable with the numbers that we start to ignore 
looking at them instead of really embracing where we are. Maybe it’s because we 
don’t feel like we’re doing well enough and we’re not hitting our expectations or 
goals or maybe it’s because of another reason. You know it’s we don’t know 
enough about it so it feels intimidating or whatever it might be I mean there’s like 
thousands of reasons I can come up with right now. 
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But whatever it is I sort of encourage you to really take a hold of your finances 
and understand the financial aspects of your business including sales goals, 
including sales projections, including cash flow, including understanding what 
your margins mean, and pricing your jewelry correctly so that you’re making a 
profit but all of these things are all tied including lesson number seven and eight 
because you can really make this fun. You can gamify the process of looking at 
your financials to make it really fun and easy for you so it’s not intimidating. So 
lesson number nine is don’t ignore the financials and make sure that you’re taking 
a look at them at a minimum every month but this is really something you should 
be looking at on a weekly basis very, very important. 
 
Alright so I wanted to once again mention the free training series [30:00] that 
we are having “The Three Steps to Your Thriving Jewelry Business.” You can join 
us over there it’s going to start; we’re going to announce it on January 5th. You’re 
getting a little sneak preview here. So make sure that you sign up for that free 
training if you’re interested. It’s really, really a good one. It’s one of the best ones 
that we do. You can grab it over at www.flourishthriveacademy/3steps. I also 
wanted something that you could use right now so I created a little download for 
you based on these nine lessons that will make growing your jewelry business 
easy in 2016 because right now is the time to get that going which is very 
exciting and you can grab that along with the show notes over at 
www.flourishthriveacademy/episode19. 
 
Alright thank you so much for listening today to the Thrive by Design podcast. 
We so appreciate your ratings and reviews so if you’ve enjoyed what you’ve 
listened to today we would love for you to do us a huge favor. Go ahead and rate 
the show and give us a little review and tell us what you think because this is 
what helps us make the show even better. Thank you so much for listening to the 
Thrive by Design podcast today. It’s been my pleasure to bring this episode to 
you today. I’m Tracy Matthews and take care until next time. 
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